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Your ads are talking. But is your CRM listening?

You've got a product that works. A sales team that delivers. A message that resonates with customers. But are
you optimizing your LinkedIn ads? Today’s winning marketers don’t optimize for impressions or clicks. They
optimize for through the funnel all the way through to revenue. That means treating LinkedIn ads not just as a
lead source, but as a closed-loop feedback engine.

The gaps that cost you money:.

Leads captured... but never tracked through the funnel

Sales blind to what drove the deal

Retargeting misfires on the wrong audience

Budgets wasted on broad targeting

Brought to you in partnership with industry
leaders, LinkedIn and HubSpot, this playbook

givespyau: of a no-brainer. We already
Y The 5-stage LinkedIn funnel maturity model knew how casy itis touse.
We were able to connect the
Plug-and-play Zapier workflows to sync leads LinkedIn Conversions API
and revenue . .
with our HubSpot CRM in

Real-world examples from Ashby, an afternoon. Literally, it
MarketerHire, and Victorious was that quick."

"Using Zapier was just kind

[

Al workflows that power smart targeting and
z} fast follow-up Morgan Clark, Product

Analytics Lead MarketerHire

If you run ads, manage ops, or touch

CRM strategy, this playbook is your
30% i f
o decrease in cost per qualified lead unfair advantage.

— MarketerHire
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The LinkedIn funnel maturity model

Most teams stop at Stage 2: they route leads to their CRM and call it a day.

But real growth happens when you close the loop—feeding revenue and lifecycle data back into LinkedIn. That’s
when you move from guessing to optimizing.

"When you define what a conversion is—like a qualified
deal—LinkedIn uses that to optimize your campaigns.
You're providing that feedback loop to LinkedIn."
Antonio Vidal, Sr. Growth Manager at Ashby
|
Stage What You're Automation You're Effort
9 Doing Example Measuring
01 Capture Leads flow into LinkedIn Form - Lead volume *
CRM HubSpot
02 Route + Add UTMs, Formatter + Speed-to-lead * %
Enrich assign reps Slack alert
03 Closed-Loop Send conversion Closed-Won > ROAS, pipeline * %
data back LinkedIn CAPI attribution
04 Retarget Target by SQL segment > Retargeting CPL * kK
Smartly lifecycle stage LinkedIn
05 Al Optimize Score + suppress Lead score > Lead-to-
with GPT Action meeting rate * ok kk

"Most marketers don’'t optimize or track past Stage 2.
The leap to Stage 3 is where the magic happens."

Jessica Cross, Sr. Partner Marketing Manager @ LinkedlIn

Benchmark yourself. Then level up.
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The workflows top teams use

Capture + Enrich

For: Paid Media + Ops
Before: Leads sat in CSVs. Reps got them late.

After: CRM-ready leads, enriched + routed instantly.

Triggzer: LinkedIn Form submission

Actions:
o Create contact in HubSpot
e Add UTM data
o Assign to rep
o Alert in Slack

)[4

Watch the Loom walkthrough

“By connecting LinkedIn with
Zapier workflows, users can
seamlessly track, segment, and
report on leads throughout the
entire LinkedIn sales funnel —
from initial connection to
conversion — enabling true
visibility into performance and
eliminating the guesswork from
lead attribution.”

% Michael Lucas, Head of
A% Automation, The Joinary

Closed-Loop Conversions

For: Growth + Attribution

Before: Revenue never got credited to campaigns.

After: LinkedIn knows which ads close deals.
Trigger: Deal = Closed-Won in HubSpot

Actions:
o Send offline conversion to LinkedIn
e Taglead in CRM
o Notify marketing team

Watch the Loom walkthrough

"LinkedIn is unmatched for
reaching quality leads—but its
true value shows when you close
the conversion loop. That’s
where Zapier comes in. By
instantly connecting LinkedIn
lead data to your core tools,
youre not just saving time—
youre unlocking the insights you
need to prove ROI and optimize
based on real revenue."

Bobby Brown,
CTO, GetUWired

—zapier
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https://res.cloudinary.com/zapier-media/video/upload/v1749751719/The%20workflows%20top%20teams%20use%20%281%29%20-%20LinkedIn%20x%20HubSpot%20eBook.mp4
https://zapier.com/experts/the-joinary
https://zapier.com/experts/the-joinary
https://res.cloudinary.com/zapier-media/video/upload/v1749842349/The%20workflows%20top%20teams%20use%20%282%29%20-%20LinkedIn%20x%20HubSpot%20eBook.mp4
https://zapier.com/experts/getuwired

Retarget Smarter

For: Lifecycle Marketing
Before: Retargeting all leads with the same message, regardless of stage.

After: Ads target SQLs. Cold leads are suppressed.
Trigger: Lifecycle stage = MQL

Actions:
o Add to LinkedIn Matched Audience

o Remove if stage changes

Watch the Loom walkthrough
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https://www.tella.tv/video/cmbxv0n44000p0bjy7mko6we9/view

Top 3 workflows that think like your best rep

Zapier's Al tools don't just automate. They anticipate. They prioritize. And they personalize. Here are the top 3
recommendations we suggest you start with to see impact ASAP.

Al-Powered Lead Summary Predictive Lead Scoring
Trigger: New lead in CRM Trigger: New contact created
Actions: Actions:
o Use GPT to categorize lead details e Score with GPT + logic
o Automatically enrich lead data with o Update lead’s contact record in your CRM
company firmographics in your CRM « If high intent, update lifecycle stage
» Update lead’s contact record in and notify rep instantly in Slack

your CRM with enriched data

Set up this workflow with a video tutorial

Auto-Drafted Nurtures

Trigger: Lifecycle = SQL or Lead = Cold

Actions:
e GPT drafts 1:1 nurture emails
e Sends to marketing for review

See how this Zap works
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https://screen.studio/share/scriE7X2
https://www.youtube.com/watch?v=Y2XszcRZAsM

LinkedIn’s Best Practices for
High-Converting B2B Campaigns

Run LinkedIn Like a Performance Marketer

B2B marketers have to navigate long sales cycles, large buying groups, rising CAC, and increasingly complex
attribution. LinkedIn recommends building every campaign with CRM feedback in mind.

LinkedIn’s Best Practices

Here are some things to keep in mind when deciding where to build your workflows:

28 Start with CRM-backed audiences:

Sync key audiences like target account lists, current customers,
using your CRM stages via Zapier to target only the right audiences on LinkedIn.

i< Map every ad campaign to a real conversion:

From click to closed deal, track the full journey by integrating LinkedIn Conversions API.

[{i Optimize with offline signals:

Feed SQLs and Closed-Won deals back to LinkedIn to improve targeting and bidding.

/\ Avoid the 3 common pitfalls:

Incomplete CRM field mapping
Undefined or inconsistent conversion definitions
Delayed signal sync post-conversion

View LinkedIn's guide to optimizing conversion tracking >

_zapier The B2B Marketer's Playbook for LinkedIn ads


https://business.linkedin.com/marketing-solutions/conversion-tracking

With LinkedIn’s Conversions API and
Zapier, I finally see which ads drive real
customers, not just form fills. It’s quick
to set up and radically changes how we
optimise campaigns.

— Matt Hayman, Founder @ Linklo.io

Top performing campaigns aren’t
just well-targeted — they are well-
connected. CRM signals are the new
currency for B2B optimization.

— Jessica Cross, Sr. Partner Marketing Manager,
LinkedIn
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HubSpot's B2B Campaign Playbook

What HubSpot Knows About Strategic Paid Campaigns

HubSpot's performance marketing team aligns CRM data with paid media, making sure campaigns are optimized
not just for leads, but for lower funnel KPIs like demos, ROAS, and LTV.

Their POV

With real insight, you can optimize your campaigns around KPIs that actually
drive business impact.

By experimenting with new audiences, creatives, and targeting, you unlock the insights needed
to craft campaigns that work

Before automation, you need a strategy: define how to capture high-quality leads that will convert
into customers at a later stage

Syncing audiences from HubSpot to Linkedin—for exclusions, retargeting, and predictive targeting—
is a game-changer for reaching the right people. Once the foundation is in place, automation helps scale
what works.

Speak to value, not volume: track performance through deals, LTV, and ROAS
- not just lead counts.

Role-Based Best Practices

$ Media Buyer ‘} RevOps Lead = CRM Admin

Track 3 conversions: Leads quality,
LTV, ROAS. Use CRM audiences to
retarget and exclude

Sync lifecycle stages

for routing & ads Clean up lead source fields

"B2B is along game. The key to paid media success is syncing your CRM to
LinkedIn to target the right audience, track meaningful conversions, and

optimize for what truly matter."

— Raphaél Leplat, HubSpot, Sr. Performance Marketing Manager

Watch the HubSpot x Linkedin Webinar
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https://zapier.com/resources/webinar/multiply-b2b-conversions

Stop tracking clicks. Start tracking these
pipeline metrics.

Clicks don’t close deals. And they don’t help you forecast revenue. If your team is still reporting on CTRs and
form fills, you're likely missing the true ROI of your campaigns.

But let’s be clear: awareness still matters. It’s just harder to quantify. Buyers won’t convert on cold bottom-of-
funnel plays if they don't know who you are or why they should trust you. Top-of-funnel awareness builds the
brand familiarity that makes pipeline metrics possible in the first place.

I don't see how you can get an ROI out of LinkedIn
ads without accurate conversion tracking in place.
The Zapier LinkedIn Conversions integration is the
best way to get that

— Justin Rowe, Chief Marketing Officer, Impactable

Not all conversions are created equal

As Alex Marco, Founder @ Advanceful, puts it:

"I divide conversions into revenue, high intent, and soft intent."

Use his framework to prioritize which signals you optimize for—and which you simply monitor:

. N e N /
o (follne High Intent Soft Intent
Conversions)
MQL, SQL, s Demo request.s,.ROI s Key page views,
Opportunity, calculator, pricing content downloads,
Closed-Won page visits webinar signups

Now that you've identified the right signals, here’s how to track them. -
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Pipeline metrics that matter

Once you’ve aligned on meaningful conversion signals, measure performance based on how campaigns move
real revenue—not just leads.

Pipeline metrics to track:

Cost per Opportunity (CPO): How much are you spending to generate a real opportunity, not just a form
fill? This metric aligns ad spend with your actual sales pipeline.

Lead-to-Meeting Rate: What percent of your LinkedIn leads convert to sales conversations? A great
indicator of lead quality
and messaging alignment.

Days to Close-Won (by source): Understanding time-to-close by channel helps allocate budget toward
the most efficient acquisition sources.

Retargeting Performance by Funnel Stage: Break out retargeting by lifecycle (e.g., MQL vs. SQL) to
surface which segments actually convert,
and which are just eating impressions.

Let automation do the work:

CRM - LinkedIn Conversions: Send Closed-Won deals back to LinkedIn to optimize based on revenue.

CRM Stage > Matched Audiences: Automatically retarget only warm prospects. Suppress cold ones to
reduce wasted spend.

Zapier Tables -» Sheets: Build a no-code, always-on reporting dashboard that tracks key pipeline
conversion rates in real time

"If people aren’t aware of who you are and why they should trust you,
they’re going to ignore cold, bottom-of-funnel plays."

Ava Yukub, Sr. Campaign Specialist, Zapier

Learn more > 6 Ways to Automate LinkedIn Conversions
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https://zapier.com/blog/automate-linkedin-conversions/

Where to start (by role)

Every marketing team touches LinkedIn differently. Whether you're looking to optimize bids, route leads, or
nurture audiences, here’s how to build momentum with LinkedIn + Zapier based on your role:

$ Paid Media

Your goal: Prove ROI, improve conversion rates, scale what works.

Where to start:
o Build a lead flow: LinkedIn - Zapier » CRM - Slack
o Set up Closed-Won - LinkedIn Conversions (offline signal sync)
o Use campaign metadata to segment by ad or audience
o Track Cost per Opportunity and conversion lag time

4 RevOps

Your goal: Improve speed-to-lead, reduce manual work, create measurable handoffs.

Where to start:
o Assign leads by UTM source or form name
o Use Zapier + GPT to score leads before routing
o Enrich new leads with firmographic data before assigning to Sales

Auto-tag lifecycle stages and sync to LinkedIn audiences
o Suppress unqualified or inactive leads from retargeting

¢ Lifecycle Marketing

Your goal: Retarget with precision, scale personalization, and maximize ROAS.

Where to start:
o Segment audiences by funnel stage (e.g., MQL, SQL, Opp)
e Suppress Closed-Lost and cold leads to cut waste
» Trigger Al-powered nurture emails for slower-moving leads
* Measure lead-to-meeting rate and post-ad sales velocity
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Linkedln Conversions tasks are free and
task-limit exempt, so your optimization
loops run without cost friction.

"With Zapier orchestrating how LinkedIn and HubSpot talk to each other,
you can compare one campaign to another and say, ‘Okay, this one is
driving X number of qualified deals.” Without this data, it’s all guesswork."

Antonio Vidal, Sr. Growth Manager at Ashby

Browse Zap templates

Watch the Linkedin + HubSpot Webinar

Book your free setup session with our Solution Partners
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http://zapier.com/l/linkedin-conversions-integration
https://zapier.com/apps/linkedin-conversions/integrations#templates
https://zapier.com/resources/webinar/multiply-b2b-conversions
https://zapier.com/l/linkedin-experts/?utm_campaign=LinkedInxHubSpoteBook

Your 30/60/90-Day Playlbook
for Pipeline Success

First Connect LinkedIn Lead Clean handoffs Paid Media,
30 Days Gen Forms to HubSpot Speed-to-lead visibility CRM Admin
Route leads with UTMs Foundation for
and Slack alerts tomation
Build lifecycle stage
tracking in CRM
Days Sync Closed-Won deals Revenue-based RevOps, Growth
30-60 to LinkedIn Conversions optimization Marketers
Launch Matched Suppressed cold leads
Audience sync by Scored retargeting
funnel stage audiences
Start lead scoring
workflows using GPT
Days Build predictive models Full-funnel intelligence Lifecycle
60-90 using lifecycle trends Sersoraliaes Marketing,
Layer in GPT-generated campaigns at scale Ops Leads
1:1 nurture drafts Board-ready metrics
Automate reporting
dashboards with Tables
+ Sheets

Implement with a Zapier Solution Partner for free

Zapier
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https://zapier.com/l/linkedin-experts/?utm_campaign=LinkedInxHubSpoteBook

What you can unlock right now

This isn’t just about syncing tools — it's about unlocking a smarter, faster, more accountable marketing system.
And you don’t need a dev team or a giant ops stack to make it work.

Here’'s what Zapier + LinkedIn + HubSpot unlock for your team:

0% Connect LinkedIn Lead Gen Forms to HubSpot in minutes — with no code

/\ Cut lead handoff delays to zero with instant Slack alerts

Sync revenue events (like Closed-Won) from HubSpot back to LinkedIn
to optimize for real outcomes

0

Use lifecycle stages in HubSpot to retarget warm leads and suppress cold ones

Do

Score and summarize leads automatically using GPT + HubSpot fields

E Build a no-code reporting dashboard to track pipeline performance end-to-end

Your 3-Step Jumpstart Checklist

1. Connect your LinkedIln Form to HubSpot. Use UTM parameters to enrich each
lead and automate routing.

2. Set up Closed-Won sync to LinkedIn Conversions. Let Zapier push HubSpot conversion data
back into your ad platform.

3. Activate Matched Audience sync. Use HubSpot lists to segment and retarget LinkedIn audiences
dynamically.

"This integration is the easiest way to make LinkedIn your most
accountable,
highest-performing B2B channel."

AJ Wilcox, LinkedIn Ads Show
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FIX your
LinkedIn Ads
ROI blind

spot today.

New to Linkedin Ads?

Connect LinkedIn to Zapier and receive $500 in ad credits
to kickstart your optimization journey.

Get help: Need some help setting up LinkedIn
Conversions with your tech stack and Zapier?

We have a suite of Zapier Solution Partners ready
to help you for free



https://zapier.com/l/linkedin-experts?utm_campaign=LinkedInxHubSpoteBook
https://zapier.com/l/linkedin-experts?utm_campaign=LinkedInxHubSpoteBook
http://zapier.com/l/linkedin-conversions-integration?utm_campaign=LinkedInxHubSpoteBook
https://business.linkedin.com/marketing-solutions/cx/23/11/lms-sxgy-d

