CRM Sync
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Helping agencies unlock full-funnel
visibility and prove ROI faster

What is CRM Sync? Why does it matter for agencies?

CRM Sync connects your client’s CRM platform
(HubSpot, Salesforce, Microsoft Dynamics)
directly to LinkedIn, enabling advertisers to link
their pipeline, lead quality, revenue data and
lifecycle stages with LinkedIn Ads to close the
loop from click to conversion to revenue. +  Which campaigns generated opportunities?

Most agencies report platform metrics like
impressions, clicks, and conversions, but clients
increasingly expect end-to-end proof of value.

*  Which leads became qualified?

*  What revenue did LinkedIn influence or drive?

CRM Sync offers a fast, lightweight setup—
often completed in under an hour—making
it an accessible first step for agencies.

CRM Sync brings these downstream signals
directly into LinkedIn reporting, enabling
agencies to deliver clear, revenue-focused
insights without complex technical integrations.

Key benefits of CRM Sync for agencies

Full-funnel measurement Improve optimization with Strengthen retention by

from lead to revenue

CRM Sync maps CRM lifecycle
stages back into LinkedIn,
allowing agencies to attribute
opportunities, pipeline value,
and closed/won revenue

to specific campaigns

and audiences.

Agency Cheat Sheet: CRM Sync

real business outcomes

Access to deeper funnel signals
—such as opportunity stage
progression—helps agencies
make smarter bid, budget, and
audience decisions that reflect
true business performance.

proving ROI clearly

Agencies can demonstrate not
only that LinkedIn generated leads
but how those leads contributed
to pipeline, revenue, and sales
cycles—supporting stronger client
conversations and renewals.

Linked[[}] Ads


https://business.linkedin.com/advertise/partners/find-a-partner/hubspot
https://business.linkedin.com/advertise/partners/find-a-partner/datacloud
https://business.linkedin.com/advertise/partners/find-a-partner/microsoft-dynamics

Ideal use cases for agencies

() Agencies managing SMB,
self-serve, or scaled clients

CRM Sync is a strong fit when agencies support
clients who need quick, low-lift measurement without
complex engineering work. It can be set up relatively
quickly and gives clients immediate visibility

into downstream performance beyond leads.

How CRM Sync works

1

A secure connection
links your CRM
(Hubspot, Salesforce,
Microsoft Dynamics)
to LinkedIn.

pA 3

Selected CRM data
(contacts, companies,
lifecycle stages)

syncs securely.

LinkedIn matches this
data to member and
company profiles.

@ Agencies providing

business impact to clients

CRM Sync helps agencies demonstrate clear
business outcomes to justify spend, optimize strategy,
or support renewals and budget conversations.

CRM Sync surfaces pipeline and revenue influence
so agencies can move beyond CTRs and CPLs

to performance tied to real business results.

4 5

Campaigns can
be manually
optimized using
real bottom-funnel
outcomes.

Reporting shows
pipeline and
revenue influence.

Coming soon: CRM Sync qualified leads can be used directly in Campaign Manager for campaign optimization.

Marketing Funnel

Upper Funnel
Brand Awareness

Mid Funnel
Consideration

Bottom Funnel

Conversion

CRM Sync enables revenue
attribution at this stage.

Agency Cheat Sheet: CRM Sync

SIGNALS PRODUCT

Insight Tag + CAPI

OUTCOMES & SIGNALTYPES

Understand who's interacting early and
build retargeting audiences even with
limited browser signals: page views, visits,
basic engagement on the website.

Capture mid-funnel actions that

show intent beyond surface-level
engagement: offline event attendance,
demo requests, form fills.

Attribute marketing impact on conversion
events before revenue realization.

Attribute marketing to actual revenue-
driving outcomes: qualified leads,

pipeline progression, Ad Revenue, ROAS
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What CRM Sync is NOT

How to set it up

1

Connect CRM to LinkedIn

Follow the instructions provided by the
CRM provider (HubSpot, Salesforce,
or Microsoft Dynamics). Find more
information about connecting
LinkedIn to each CRM below.

Microsoft
“ Dynamics 365

HUbSp%t ‘ salesforce ‘

® NOT a replacement for CAPI (CAPI captures and helps
improve campaigns using conversion signals; CRM Sync
shows how those campaigns drive pipeline and revenue.)

® NOT a way to access your client’s CRM
data inside LinkedIn; data only appears as
aggregated, anonymised reporting metrics.

® NOT a heavy technical integration (no developer needed).

p

Map key lifecycle stages & fields

Define lifecycle stages and ensure
alignments for MQL > SQL >
Opportunity > Closed/Won.

K

Verify data flow & attribution

Once the sync is active, pipeline,
opportunity, and revenue data will
populate in LinkedIn reporting.



https://business.linkedin.com/advertise/partners/find-a-partner/hubspot
https://business.linkedin.com/advertise/partners/find-a-partner/salesforce-sales-cloud
https://business.linkedin.com/advertise/partners/find-a-partner/microsoft-dynamics

