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Introduction
Welcome to "Migrating from Pardot to
HubSpot: A Step-by-Step Guide." This eBook is
designed to be your companion in the journey
of transitioning from Salesforce's Pardot to
HubSpot's comprehensive marketing, sales, and
service platform. The migration process, while
complex, can be streamlined and efficient with
proper planning and execution. This guide aims
to provide you with a clear roadmap and
practical tips to ensure a smooth and successful
migration.
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A smooth transition is vital for several reasons:

MINIMAL DISRUPTION
Ensuring business operations continue without significant interruptions during
the migration.

DATA INTEGRITY
Safeguarding the accuracy and completeness of customer data during transfer.

TEAM ADOPTION
A seamless move encourages quicker adoption and proficiency in the new
platform among team members.

ROI REALIZATION
The quicker and more effectively you transition, the sooner you'll start realizing
the return on your investment in HubSpot.

Importance of a Smooth
Transition from Pardot
to HubSpot
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Overview of the
Migration Process

THE MIGRATION PROCESS CAN BE BROADLY BROKEN DOWN INTO SEVERAL KEY PHASES:

Preparation: Before any technical steps are taken, it's crucial to assess your current

setup in Pardot, define your goals for the move to HubSpot, and create a detailed

project plan.

Technical Setup: This involves setting up your HubSpot account, customizing it to

fit your business needs, and integrating it with your existing tech stack.

Data Migration: One of the most critical stages, this entails exporting data from

Pardot, preparing it for HubSpot, and importing it while maintaining data integrity.

Rebuilding Processes: After your data is in place, you’ll need to recreate or redesign

your marketing and sales processes within HubSpot, such as email templates,

workflows, and lead scoring systems.

Training and Adoption: Finally, training your team on HubSpot and optimizing your

new setup is essential for long-term success.

In the next chapters, we will dive into each of these steps, providing detailed guidance

and best practices to ensure your transition from Pardot to HubSpot is as smooth and

effective as possible. Let's get started!

Migrating from one marketing automation platform to another is more than just a
technical exercise. It involves a strategic realignment of your marketing and sales
processes. This process includes transferring data, reconfiguring workflows, re-
establishing integrations with other tools, and ensuring that your team is trained and
ready to make the most of the new system.
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Chapter 1:
Preparation for Migration
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ASSESSING CURRENT PARDOT SETUP

Understanding Current Workflows, Automations, and Data Structure:

Begin by thoroughly reviewing your existing Pardot setup. Document all active
workflows and automations, including lead nurturing sequences, scoring rules, and any
triggered actions. Assess your data structure, focusing on how contacts, leads, and
opportunities are organized and managed.

Identifying Custom Fields and Data Segmentation:

Identify any custom fields used in Pardot to store unique data points. Understanding
these fields is crucial for a smooth data transfer. Also, review how your data is
segmented (e.g., by industry, company size, or customer behavior) to ensure these
segments are effectively recreated in HubSpot.

Defining Objectives and Expected Outcomes:

Clearly articulate what you aim to achieve with the migration. Objectives may include
improved lead management, enhanced automation capabilities, or better alignment
between marketing and sales. Setting specific, measurable goals helps in evaluating the
success of the migration.

Alignment with Business Processes and Marketing Strategies:

Ensure the migration aligns with your overall business processes and marketing
strategies. HubSpot offers different functionalities compared to Pardot, so consider
how these can be leveraged to support your business objectives.

SETTING GOALS FOR HUBSPOT MIGRATION



Conduct a thorough review of your current Pardot setup,
documenting all workflows, automations, and data structure.

Identify all custom fields and understand how data is segmented in
Pardot.

Define clear objectives and expected outcomes for the migration to
HubSpot.

Ensure the migration aligns with your overall business processes
and marketing strategies.

Develop a detailed project plan, including a realistic timeline for the
migration.

Assign roles and responsibilities within your team for different
aspects of the migration process.
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This chapter forms the foundation of your migration project. A thorough understanding
of your current Pardot setup and clear goals for your future with HubSpot are essential
for a successful migration. With a well-structured project plan, your team will be
equipped to manage this transition effectively.

Chapter 1 Action Items:
Preparation for Migration



Chapter 2:
HubSpot Setup and
Customization

Setting Up Users, Permissions, and Basic Configurations:

Start by creating user accounts for your team members in HubSpot. Assign appropriate
permissions and roles based on their responsibilities. Set up basic configurations like
time zone, currency, and default properties to align with your operational standards.

Custom Fields and Properties:

HubSpot allows for the creation of custom fields to tailor the platform to your specific
data needs. Mirror the custom fields identified in Pardot to maintain data consistency.

Pipeline and Deal Stage Setup:

Configure your sales pipeline in HubSpot to reflect your sales process. Set up deal
stages that match your existing sales cycle stages for a smooth transition.
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HUBSPOT ACCOUNT CONFIGURATION

CUSTOMIZING HUBSPOT TO MATCH BUSINESS PROCESSES



Chapter 2:
HubSpot Setup and
Customization

CRM Integration:

If you're using a CRM system alongside Pardot, integrate it with HubSpot to ensure
seamless data flow and maintain customer relationship continuity.

Third-Party Tools and App Connections:

Connect any existing third-party tools (like email marketing software, analytics tools,
etc.) with HubSpot using available integrations or API connections to maintain your
tech ecosystem's functionality.

Migrating from Pardot to HubSpot | BridgeRev

INTEGRATING EXISTING TECH STACK WITH HUBSPOT
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Chapter 2 Action Items:
HubSpot Setup & Customization
In this chapter, we've outlined the critical steps for configuring and customizing your
HubSpot account, ensuring it aligns perfectly with your business processes. By carefully
setting up users and permissions, customizing fields and pipelines, and integrating your
existing tech stack, you've laid a robust foundation for a seamless transition from
Pardot to HubSpot.

This groundwork is essential for making the most of HubSpot’s features and
capabilities, setting the stage for a successful migration and efficient future operations.

Set up user accounts in HubSpot and assign appropriate
permissions and roles.

Configure basic settings in HubSpot like time zone, currency, and
default properties.

Create custom fields in HubSpot to mirror those identified in
Pardot.

Configure your sales pipeline in HubSpot, matching your existing
sales process stages.

Integrate your CRM system with HubSpot for seamless data flow.

Connect any existing third-party tools with HubSpot via
integrations or API connections.



Chapter 3: Data
Migration and Integrity
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Comprehensive Data Backup:

Before starting the export process, create a comprehensive backup of all your data in
Pardot to prevent any data loss.

Exporting Lists, Contacts, and Campaigns:

Export all relevant data including contacts, email lists, and campaign information.
Ensure that you maintain the organization and segmentation of the data as it is in
Pardot.

Data Cleaning and Deduplication:

Cleanse the exported data to ensure accuracy. Remove duplicates to maintain data
integrity and enhance the effectiveness of your marketing efforts in HubSpot.

Formatting Data for HubSpot:

Format the data according to HubSpot’s import requirements. This might include
adjusting field formats and aligning date formats.

EXPORTING DATA FROM PARDOT

PREPARING DATA FOR IMPORT INTO HUBSPOT



Chapter 3: Data
Migration and Integrity
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Step-by-Step Import Process:

Follow HubSpot’s structured process for importing data. Begin with critical data like
contacts and companies, followed by leads and deal information.

Validation and Integrity Checks:

After the import, conduct thorough checks to validate the accuracy and integrity of the
imported data. Confirm that all records are correctly mapped and that the data reflects
your original Pardot setup.

IMPORTING DATA TO HUBSPOT



Perform a comprehensive data backup in Pardot before starting the export
process.

Export all necessary data including contacts, email lists, and campaign
information from Pardot.

Clean and deduplicate the exported data to maintain data integrity.

Format the data according to HubSpot’s import requirements.

Follow HubSpot’s structured process for importing data, starting with
critical data elements.

Conduct thorough validation and integrity checks post-import to ensure
accuracy and completeness.
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Chapter 3 Action Items:
Data Migration and Integrity
This chapter provided a comprehensive guide to the crucial stages of exporting,
preparing, and importing data from Pardot to HubSpot. By meticulously backing up
data, cleaning and deduplicating it, and ensuring it's correctly formatted for HubSpot,
you've taken significant steps to maintain data integrity and accuracy.

The careful and systematic import of data into HubSpot is a pivotal moment in your
migration journey, setting the foundation for effective use of the new platform. With
these steps, you can confidently move forward, knowing that your valuable data is
secure and well-integrated into HubSpot.



Chapter 4: Rebuilding
Marketing and Sales
Processes
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Utilizing HubSpot’s Design Tools:

Leverage HubSpot’s intuitive design tools to recreate your email templates and landing
pages. Adapt the design to fit HubSpot's capabilities while retaining your brand's
essence.

A/B Testing and Optimization:

Conduct A/B testing on your templates and landing pages to optimize for higher
engagement and conversion rates. Utilize HubSpot’s analytics to make data-driven
decisions.

Translating Pardot Automations into HubSpot:

Map out your Pardot automations and replicate them in HubSpot. This includes email
sequences, lead nurturing workflows, and other automation rules.

Best Practices for Efficient Workflow Design: 

Focus on creating clear, logical, and efficient workflows in HubSpot. Utilize conditional
logic and segmentation capabilities to personalize the customer journey.

RECREATING EMAIL TEMPLATES AND LANDING PAGES

SETTING UP WORKFLOWS AND AUTOMATIONS



Chapter 4: Rebuilding
Marketing and Sales
Processes
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Implementing Effective Lead Scoring Models:

Develop lead scoring models in HubSpot that reflect your previous Pardot system or
enhance them for greater precision. Use both demographic and behavioral criteria to
score leads.

Segmenting Contacts for Targeted Marketing:

Leverage HubSpot’s robust segmentation tools to categorize your contacts for targeted
marketing campaigns. Ensure that your segments align with your marketing strategies
and goals.

LEAD SCORING AND SEGMENTATION STRATEGIES



Recreate email templates in HubSpot, maintaining brand consistency.

Design and test new landing pages using HubSpot’s tools.

Conduct A/B testing for templates and landing pages, and optimize based
on results.

Map and replicate existing Pardot workflows and automations in HubSpot.

Apply best practices to design efficient and effective workflows in HubSpot.

Set up lead scoring models, considering both demographic and behavioral
factors.

 Segment your contacts in HubSpot for tailored marketing efforts.

 Review and adjust your marketing and sales processes for optimization.
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Chapter 4 Checklist: Rebuilding
Marketing and Sales Processes
By carefully rebuilding your marketing and sales processes in HubSpot, you not only
replicate your existing system but also leverage HubSpot's advanced capabilities to
enhance your strategies. This chapter is crucial in ensuring your marketing and sales
efforts are as impactful, if not more, in HubSpot as they were in Pardot.



Chapter 5:
Training and Adoption
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Comprehensive Training on HubSpot Features: 

Conduct thorough training sessions for your team on HubSpot's features and
functionalities. Ensure that every team member understands how to use the platform
effectively for their specific roles.

Specialized Training for Different Team Roles: 

Provide role-specific training. For instance, marketers should be trained on HubSpot’s
marketing tools, while sales personnel should focus on CRM functionalities and sales
pipelines.

Tracking Performance Metrics:

Utilize HubSpot’s analytics tools to track key performance metrics. Monitor metrics
such as email open rates, website traffic, lead conversion rates, and customer
engagement.

Continuous Improvement and Optimization:

Regularly review the performance data to identify areas for improvement. Use these
insights to optimize your marketing and sales processes continually.

TRAINING TEAM MEMBERS

MONITORING AND OPTIMIZING THE NEW SETUP



Chapter 5:
Training and Adoption
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TRAINING TEAM MEMBERS

MONITORING AND OPTIMIZING THE NEW SETUP



Schedule and conduct comprehensive HubSpot training sessions for all
team members.

Develop specialized training modules tailored to different team roles.

Ensure practical hands-on training to enhance learning.

Set up a system for tracking key performance metrics in HubSpot.

Regularly review these metrics to assess the effectiveness of your marketing
and sales activities.

Implement a continuous improvement plan based on performance data
insights.
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Chapter 5 Checklist:
Training and Adoption
In this chapter, we've emphasized the importance of training and the continuous
optimization of your new HubSpot setup. Effective training ensures that your team can
fully utilize HubSpot's capabilities, while ongoing monitoring and optimization ensure
that your marketing and sales efforts are always aligned with your business goals. This
proactive approach to training and optimization is crucial for maximizing the return on
your investment in HubSpot and sustaining long-term success.



Next Steps and
Ongoing Support:

Monitor and Optimize: Regularly review your HubSpot setup. Continuously monitor
performance metrics and optimize your processes based on these insights.

Expand Your Use of HubSpot: Explore additional HubSpot features and tools that you
may not have used yet. HubSpot is continuously evolving, so stay informed about new
functionalities and how they can benefit your organization.

Engage with the HubSpot Community: Join HubSpot user groups and forums. Engaging
with other HubSpot users can provide valuable insights and help resolve any challenges
you might face.

Seek HubSpot Support and Resources: Utilize HubSpot’s extensive knowledge base,
support team, and training resources for any assistance you need.

Plan for Future Growth: As your business grows and evolves, your use of HubSpot should
too. Regularly assess your setup and processes to ensure they align with your business
objectives.

Now that you have successfully migrated to HubSpot, it's time to look
ahead. Here are some next steps and considerations for ongoing support:
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Your migration from Pardot to HubSpot is not just a one-time event but the beginning of a
dynamic journey. With HubSpot, you have a powerful tool at your disposal. Use it to its fullest
potential, and it will be a key asset in achieving your business goals. Keep exploring, learning,
and optimizing, and you’ll continue to reap the benefits of this robust platform.


