WORKFLOW EVIDENCE REPORT

Lead-to-Booking
Workflow

Validation Report End-to-end overview

Scenario 1 shows the path from form submission to follow-up.

HubSpot CRM + Make + Calendly +
Microsoft 365

"This workflow captures inbound enquirics through a HubSpot form, qualifies leads based on service, budget and timeline, creates or updates CRM records, sends follow-up
automatically and routes qualified prospects toward booking. When a discovery call is booked in Calendly, the deal is updated ically and the
internal team is notified.

This report packages the supplied screenshots into a g . Q ; 9 ; @ ; @
clean validation narrative. It shows how an inbound - o
9 @ @

enquiry is captured through a HubSpot form, routed
through a qualified lead path, written into HubSpot,

followed up automatically, and advanced after a PR Ml O M vt
discovery call is booked.

Router

Figure 1. Scenario 1 overview showing the HubSpot submission trigger, qualified lead

HubSpot form capture Qualified lead routing route, CRM updates, follow-up email, and internal alert.
CRM record creation Automated follow-up
Calendly booking handoff Deal stage progression
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Executive summary

Objective Validation outcome matrix

Validate that the workflow captures an inbound enquiry, qualifies
higher-intent leads, creates or updates the correct HubSpot records, and
advances the deal automatically after a booking.

Systems in Scope What the evidence shows

HubSpot CRM and Forms, Make, Calendly, and Microsoft 365 email. Inbound engquiry HubSpot form records service, budget, timeline PASS
captured and the problem statement.
Test Iead ShOWﬂ In eV|dence Qualified route logic Router filter sends higher-intent leads into the PASS
Sarah Demo. Most screenshots reference the company name applied qualified path.
Growthsparks in the CRM and email evidence. CRM records created (oo in HubSpot and
and linked h PASS
. linked inked together.
Qualified lead rule shown
Budget must be GBP 2,000-4,999 or GBP 5,000+, and timeline must be Immediate follow-up -~ Lead email and internal alert both show PASS
o sent immediate timestamps.
within 30 or 60 days.
Booking updates deal  After booking, the matching deal moves to PASS

stage Presentation Scheduled.

Important note on the supplied screenshots

One supplied intake screenshot shows the company name BrightPeak Dental, while later CRM and email screenshots show Growthsparks. That suggests
the evidence package likely combines screenshots from slightly different test iterations. The workflow behaviour itself still appears consistent across the
supplied proof.
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Scenario 1: enquiry capture and qualified lead path

The first scenario listens for a new HubSpot form submission, evaluates whether the lead is strong enough to enter the qualified path,
creates or updates the contact, creates the deal, links the records, sends a lead-facing booking email, and alerts the internal team.

This kil P! inb d iries through a Hlleput form, qnnhﬁes leads based on service, budget and timeline, creates or updates CRM ds, sends foll
automatically and routes lified prosp toward b ‘When a di -y call is booked in Calendly, the matching HubSpot deal is updated automatically and t.lle
internal team is notified.
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Figure 2. End-to-end view of the first Make scenario, including the HubSpot trigger, router, qualified path, fallback path, CRM updates, and both outgoing emails.

Trigger. HubSpot form submission starts Decisioning. Router splits qualified leads Outputs. Qualified leads receive both CRM
the workflow. from needs-review enquiries. updates and immediate emails.
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Intake and qualification evidence

The screenshots below show what data enters the workflow and how the qualified route is determined.

Inbound form captured Qualified route filter
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Figure 3. HubSpot discovery form capturing contact details, company name, website, Figure 4. Router filter for the qualified path. The evidence labels show OR logic inside
service needed, budget, timeline, and the prospect's stated problem. each budget or timeline group, with groups combined by AND.
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Once the lead passes the qualification rules, the workflow creates or updates the contact and creates the associated deal in HubSpot.

HubSpot contact created

cotehup Activities

Activity @4/34) % Alltime Activity assigned o~ Clear all

March 2026

Contact Activity €
Sarah Demo moved 1o Opportunity. View details

03/27/2026 12:41 AM GMT

2. Form s
¢t

~ Tickets (0) + (0]

Figure 5. HubSpot contact record for Sarah Demo showing form submission, contact

creation, associated company, and associated deal.

Prepared from supplied workflow screenshots

Deal in Qualified To Buy
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= Growthsparks-
Discovery Call
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~ Tickets (0) + add

(e]
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Figure 6. HubSpot deal record created by the integration and placed in the Qualified To

Buy stage with the associated contact linked.
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Immediate follow-up and internal notification

The qualified path sends two emails immediately: one booking email to the prospect and one internal alert to the business inbox.

Lead-facing booking email

2. Timestamp shows the smail B Fi 277032
imestamp shows the emall was sont JETEL/LERIEEIVE

Hi Sarah Demo,

Thanks for reaching out to GrowthSpark Media.

Basad on your enquiry, the next step is a short discovery call so we can understand your goals and recommend the right automation setup

Please book a time here: [ IILC LD
discovery eall
Book your discovery call

Best,
Abdi

Figure 7. Lead-facing email sent immediately after qualification, inviting the prospect to
book a discovery call.

Prepared from supplied workflow screenshots

Internal alert email

2. Timestamp shows the alert was [EUESIUEEEEE)
riggered immediatiey

A new qualified lead came in. €l M-mls‘:;m"";;‘:;;:qm"m

Name: Sarah Demo

Email: sarah@growth
Company: Growthsparks
Service: Follow-up automation
Budget: £2,000-£4,999
Timeline: Within 30 days

4. Laad detalls are included for quick|
‘team action,

€ Reply > Forward

Figure 8. Internal alert email sent at the same time, summarising the lead for quick team
action.
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Scenario 2: booking handoff and deal advancement

The second scenario detects the Calendly booking, pulls the invitee details, finds the matching deal in HubSpot, updates the deal stage,
and sends an internal booking email.

Booked event detected

Upcoming  Past  Date Range~

Monday, 30 March 2026

. 5:30 am - 6 am

10:30am - 11:00am (UK, Ireland, Lisbon
Time)

p
E T Reschedule

\
’
(

.

T cancel

AN AN

T Filter by Event Type

‘G Schedule Invitee Again

[ Report this event

Figure 9. Calendly booking evidence showing the scheduled discovery call, matching invitee information,

and related booking email.

INVITEE

ERERRSIEN 2. invitee details match the lead in the CRM workflow

5D
sarsh@grow,
® To: ® 4. A related booking email is recieved to business emaill

Edit email  View contact

LOCATION
A discovery call has been booked
This is & Microsoft Teams we

5. Email repeats the lead name and email for|
verfication

Additional details to join thi Invitee: Sarah Demo
Email: sarah@c
INVITEE TIME ZONE Status: Booked in Calendly

UK, Ireland, Lisbon Time

MEETING HOST 4 Reply > Forward

Host will attend this meeting

3

EMAIL OPT-IN STATUS

Transactional Only

[E0 Add meeting notes

{only the host will see these)

Created 26 March 2026 by PALS

You've reached the end of the list

Beem
1. Calendly shows the discovery call has been booked
sarah Demo
. ) 1host | 0 non-hosts W Details
Event type GrowthSpark Discovery Call - 30 Minutes

Scenario 2 workflow

Figure 10. Overview of the second Make scenario that handles the
booked event.

Deal stage updated

Figure 11. HubSpot activity history showing the deal move to
Presentation Scheduled.

Conclusion. Based on the supplied screenshots, the lead-to-booking workflow appears to validate successfully end-to-end: enquiry captured, qualified, written into
HubSpot, followed up automatically, and advanced after booking.
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