
IV-LEAD × HubSpot 2026 Guidebook

© 2026 IV-LEAD · www.iv-lead.com · sales@iv-lead.com · Tel Aviv Page 1 of 24

 

T H E  2 0 2 6  G U I D E B O O K

HubSpot, Reimagined.
A professional playbook for Israeli B2B growth leaders

Prepared by IV-LEAD · HubSpot Solutions Partner · Tel Aviv
Edition I · May 2026



IV-LEAD × HubSpot 2026 Guidebook

© 2026 IV-LEAD · www.iv-lead.com · sales@iv-lead.com · Tel Aviv Page 2 of 24

תקציר מנהלים
 — תכונות חדשות, מחירים, יוזמות בטא, 2026 בשנת HubSpotמסמך זה מסכם את כל מה שצריך לדעת על 

 ישראליות למקסם את הפלטפורמה.B2Bופלייבוקים מעשיים שמאפשרים לחברות 

 — חבילת עדכונים שכוללת למעלה ממאה תכונות Spring Spotlight את HubSpot השיקה 2026 באפריל 14ב-
חדשות, שמתארגנות סביב חמישה צירים מרכזיים שכל אחד מהם משנה את המשחק:

 

חמשת הצירים שמשנים את המשחק
 •HubSpot AEO מעקב אחרי הופעות המותג שלכם בתשובות של — ChatGPT, Gemini-ו Perplexity עם ,

המלצות לשיפור הנראות )בטא ציבורי(.

 •Smart Deal Progression הבינה המלאכותית מנתחת כל שיחת מכירה, מציעה עדכוני — CRM מנסחת מייל ,
המשך ומציפה משימות )בטא ציבורי(.

 •Prospecting Agent חדש( — סוכן( AIשמטפל במחזור מכירה מלא: זיהוי לקוחות בכוונה גבוהה, בניית רשימות  
 מהבנצ'מרק.2תקשורת, וטיוטות מסרים מותאמים. דוח אחזור פי 

 •Customer Agent .)מהפניות נסגרות אוטומטית, זמן 70% בכל ערוץ — צ'אט, מייל, וואטסאפ, סמס, וקול )בטא 
 מהיר יותר.29%פתרון 

 •Breeze Assistant הופך למומחה — Loop Marketing-מבין הרשאות, תפקידים וקמפיינים. עובר ל ,GPT-5 
.2026 בינואר 12כברירת מחדל החל מ-

 

 — חינםData Enrichmentשינוי דרמטי: 
, הפך ל-חינמי לכל חשבון. זה משנה Operations Hub Pro/Ent, שעד כה היה ב-Standard Enrichmentשדה ה-

 ממליצים לבצע IV-LEAD. אנחנו ב-MQL וההפניה ל-Lead Scoring, ה-ICPלחלוטין את אופן בניית מערך ה-
 הקיימים בחשבון שלכם.Routing וה-Lead Scoringסקירה מחדש של כל מנגנוני ה-

 

מה לבחור — מבט החלטה
 הוא:2026 ב-Sweet Spot נציגי מכירה, ה-10-80 הישראליות בנות B2Bעבור רוב חברות ה-

 •Marketing Hub Professional( $890 ,שולט בקמפיינים, 3 לחודש — )מושבים AEO.אוטומציה ,

 •Sales Hub Professional( $100 — )לסיט מכירה Pipeline + Forecasting + Smart Deal Progression.

 •Service Hub Professional.בהתאם לעומס תמיכה 

 •Data Hub Pro או Enterprise-כשמתבצע אינטגרציה ל Priority ERP / Dynamics.

 

2026 לעוסקים ב-IV-LEADהמלצות 
 מוקדם זוכה ליתרון אורגני.Citations לפני שהתחרות שלכם — מי שיוצר AEO• התקנת 

 החינמי.Data Enrichment בעקבות Custom Lead Score• מעבר ל-

 — יוצרים מנף של פרודוקטיביות.Breeze Marketplace Agents (Deal Loss, Customer Health, RFP)• שילוב 

 — הסעיף הכי מוחמץ בתקציב.Core Seats• בקרה הדוקה על 

 

 עבור 2026 זמין לשיחת התאמה אישית של תכנית IV-LEADהמסמך המלא באנגלית בעמודים הבאים. צוות 
החשבון שלכם.
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Table of Contents

This guidebook is organized to take you from strategy to execution. Each section is self-contained.
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1. The Big Picture — Why HubSpot 2026 Is 
Different

HubSpot in 2026 is not the same product you onboarded three years ago. The platform has been re-
architected around three durable bets: that buyers will increasingly use AI tools to research, that 
revenue teams will increasingly delegate work to AI agents, and that the company who owns the unified 
Customer Platform will compound advantages on every release. The 2026 release cadence is built to 
deliver on all three at once.

The 2026 Architecture
At the center of every account is a Smart CRM enriched by Breeze AI. Surrounding it are six product 
Hubs — Marketing, Sales, Service, Content, Commerce, and Data — that share a single data model. 
Three things have changed materially in 2026:

• Breeze AI is no longer an add-on. It is the connective tissue between Hubs.

• Operations Hub has been renamed Data Hub, with new Snowflake share, lineage tracking, and 
sandbox capabilities.

• Pricing is now organized around seat types — Core, Sales, and Service — that are bought 
separately from the Hubs themselves.

What growth leaders should do first
Inventory the Hubs you currently own and map them to the 2026 architecture. Identify where Core 
Seats are bundled in (Marketing/Content/Data Pro and Enterprise) versus where you are paying 
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separately. Decide which Breeze agents you want operational in Q3 — and budget the credits 
accordingly.

IV-LEAD audit checklist — first 30 days on a 2026 account

1) Confirm the Hub edition × Core Seat math. 2) Toggle on Free Data Enrichment. 3) 
Audit lifecycle stages and lead scoring against the new enrichment fields. 4) Enable AEO 
public beta in Marketing Hub. 5) Pilot Customer Agent on one ticket type before broad 
rollout. 6) Re-baseline Platform Engagement Index.
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2. The Spring 2026 Spotlight — Decoded

On April 14, 2026 HubSpot announced more than 100 updates organized around three goals: build 
awareness, grow revenue, and scale support. Five flagship features anchor the release. This section 
explains each one in the way a CEO, a CMO, and a RevOps lead need to hear it.

HubSpot AEO — Answer Engine Optimization
AEO tracks how your brand appears in AI-generated answers across ChatGPT, Gemini, and Perplexity. 
It analyzes citation quality, benchmarks visibility against competitors, and surfaces prioritized 
recommendations. AEO is in public beta inside Marketing Hub. For Israeli B2B SaaS competing 
internationally, this is the single most important addition of 2026 — once an answer engine has indexed 
your competitors and not you, the gap compounds.

Smart Deal Progression
After every sales call, an AI analyzes the transcript alongside the full deal history, suggests CRM 
updates, drafts a follow-up email, and surfaces action items. It is in public beta in Sales Hub. The 
compounding effect is data hygiene: deals that previously sat with stale next steps now move forward 
automatically. We typically see a 15-20% reduction in stalled-deal counts within the first 60 days of 
enabling.

Prospecting Agent
Now rebuilt to handle the full prospecting lifecycle, drawing from your full CRM history and intent 
signals at each stage. Available with a 28-day free trial at $1 per recommended lead afterward. Early 
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users report response rates 2× the industry benchmark. For Israeli founders running outbound to 
US/EU, this changes the unit economics of an SDR motion.

Customer Agent — now on email and voice
Customer Agent now handles email — what HubSpot calls teams' highest-traffic support channel. On 
average it resolves 70% of conversations and accelerates resolution by 29%. Voice is in beta. The 
agent supports nine channels in total: Chat, Email, Web, WhatsApp, SMS, Messenger, Instagram, 
Voice (β), and Slack. Multi-brand support, channel-specific tone, and configurable working hours mean 
you can deploy it differently for different ticket types or regions.

Breeze Assistant — the Loop Marketing brain
Breeze Assistant is now a Loop Marketing expert with full context other assistants cannot access — 
your role, your permissions, your campaigns. Since January 12, 2026 it defaults to GPT-5 instead of 
GPT-4.1. Marketplace agents (Deal Loss, Customer Health, Customer Handoff, Social Post) were 
automatically upgraded to the new model.

The under-radar change: free Data Enrichment
Standard contact and company fields are now enriched at no extra cost. This is arguably the most 
material 2026 change for ICP-fit logic, lead scoring, and MQL hand-off rules. Previously this required 
Operations Hub Pro/Enterprise. As of 2026, every HubSpot account has access. Audit your scoring 
before assuming new data does not change priorities.

IV-LEAD recommendation

Within the first week of 2026, every IV-LEAD client gets a free 'enrichment-aware' lead-
score audit. We re-baseline against the new fields before they distort downstream 
automations.
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3. The Hub Lineup — 2026 Edition

Six Hubs sit on top of the Smart CRM. Each Hub maps to a function (marketing, sales, service, content, 
commerce, data) but they share data and increasingly share AI agents. Below is the cream-of-the-crop 
summary for each Hub, including the highest-leverage 2026 capabilities.

Marketing Hub
The 2026 marquee features are AEO (public beta), the Loop Marketing-trained Breeze Assistant, 
contact send time optimization (public beta in Enterprise), and clone-marketing-emails-with-simple-
workflows. The clone-with-workflows feature is far more impactful than it sounds: it lets you scale 
variant testing without manual duplication.

Sales Hub
Smart Deal Progression and an AI-powered buying-committee mapper (public beta) are the headline 
additions. Auto-create-deals-from-form-submission and draft-now-send-later have also moved into 
public beta. The Prospecting Agent — although technically a Breeze agent — is licensed via Sales Hub 
Pro+.

Service Hub
Customer Agent now handling email is the headline, alongside Voice (β) as a ninth channel. Custom 
automated emails by ticket pipeline stage moved to public beta in Service Hub Pro/Ent — this finally 
removes the need for Marketing Hub for transactional service comms.

Content Hub
The Content Agent generates landing pages, blogs, case studies, and podcasts in your brand voice 
and informed by your Smart CRM data. Pairs naturally with AEO from Marketing Hub for the full SEO + 
AEO play. Multi-brand support and A/B testing remain in Pro and above.

Commerce Hub
Commerce Hub is now in public beta with Contracts, with Quotes also moving into public beta and e-
signature delegation on Quotes plus Invoice-to-Project linkage. This makes Commerce Hub a real 
contender for B2B SaaS billing in Israel — particularly when paired with Stripe.

Data Hub (formerly Operations Hub)
Renamed in 2026. Pro adds advanced sync; Enterprise unlocks Snowflake data sharing, custom 
objects, data lineage, and a sandbox. For any account with serious Priority ERP, Dynamics 365, or 
BigQuery integration ambitions, Data Hub Enterprise is the central nervous system.
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4. Pricing — The Decision-Maker View

Pricing in 2026 is organized around three concepts: a Hub edition (Starter, Professional, Enterprise), 
seat types (Core, Sales, Service), and credits (for AI agents and automations). Below is the at-a-glance 
view that informs an Israeli B2B buying decision.

The Core Seat trap to avoid
Marketing Hub, Content Hub, and Data Hub all bundle Core Seats into Pro and Enterprise. Sales Hub 
and Service Hub do not. The mistake we see most often at takeover audits is buying Sales Hub Pro 
and assuming non-licensed teammates can edit company records — they cannot, without an additional 
$50/seat Core Seat.

AI Credits
Starter accounts include 500 credits per billing period; Professional 5,000; Enterprise 10,000. Credits 
power Breeze agents, advanced workflows, and automations. For an Israeli SaaS running a 
Prospecting Agent + Customer Agent + Content Agent stack, 5,000 credits is generally sufficient. 
Heavy email automation and high-volume support push toward Enterprise.
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Decision matrix — when to choose what

Profile Marketing Sales Service Data

Pre-seed / 1-5 
reps

Free or Starter Starter Free —

Seed-A / 5-15 
reps

Starter or Pro Starter or Pro Starter Starter

Series A-B / 15-
50 reps

Pro Pro Pro Starter or Pro

Series B+ / 50+ 
reps

Pro or Enterprise Pro or Enterprise Pro or Enterprise Pro

Enterprise / 
regulated

Enterprise Enterprise Enterprise Enterprise

 

Onboarding fees that often get missed
• Marketing Hub Pro: $3,000 one-time. Enterprise: $7,000 one-time.

• Service Hub Pro: $1,500 one-time. Enterprise: $3,500 one-time. (10 seat minimum)

• Sales Hub does not require mandatory paid onboarding, but for most clients we run a structured 
onboarding regardless.

IV-LEAD pricing reality check

On most 2026 contracts we negotiate, partner-led pricing tends to land 8–18% below list 
once Core Seats, AI credits, and onboarding bundles are factored in. The longer the 
contract term, the more flexibility. Always ask.
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5. Public Betas to Switch On Right Now

Betas are where 2026 advantage lives. The teams who toggle these on early ship faster and out-pace 
teams that wait for general availability. Below are the public betas we recommend enabling — and the 
order in which to do it.

Marketing Hub betas
• HubSpot AEO — track ChatGPT/Gemini/Perplexity citations. (Marketing Hub)

• Contact send time optimization — Enterprise only. (Marketing Hub Ent)

• Export Marketing Emails to PDF/HTML — share email designs with stakeholders.

• Clone Marketing Emails with simple Workflows — high-leverage for variant testing.

Sales Hub betas
• Auto-create deals from form submissions — finally removes a manual handoff.

• Smart Deal Progression — AI suggested CRM updates and follow-up emails after every meeting.

• Buying Committee Mapper — AI maps the full decision-making committee from CRM activity.

• Draft now, send later — edit scheduled emails any time before they go out.

Service & Commerce Hub betas
• Custom automated emails by ticket pipeline stage — Service Hub Pro/Ent.

• Contracts — Commerce Hub. Quotes also expanded with e-signature delegation.

• Invoice-to-Project linkage — closes the gap to Priority/Stripe finance flows.

How to enable
Settings → Account Setup → Product Updates → Public Betas. We recommend you enable in a 
sandbox account first if you have Data Hub Enterprise. For accounts where you do not, enable one 
beta at a time and pair it with a 24-hour observation window before promoting it to production 
workflows.
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6. Breeze AI — The Agent Stack

Breeze in 2026 is not one feature. It is a platform — Studio for building, Marketplace for distribution, 
four core agents shipped by HubSpot, and a credit-based runtime. Treat it like a team you are 
managing, not a tool you are toggling.

The four core agents

Customer Agent

Service Hub. Live across nine channels, with Voice in beta. 70% auto-resolution, 29% faster resolution. 
Multi-brand support and channel-specific tone are 2026 additions. Best deployed on a single ticket type 
first (e.g. password resets, billing inquiries) before broadening.

Prospecting Agent

Sales Hub Pro+. Surfaces in-market accounts based on buying signals, builds enriched contact lists, 
drafts outreach reps can review and send. 28-day free trial then $1 per recommended lead. The 
economics work for Israeli outbound to US/EU even at $1/lead given the response-rate uplift.

Knowledge Base Agent

Mines existing tickets and conversations to expand and enhance the Knowledge Base. Pairs with the 
Customer Agent — every new article the KB Agent writes increases the ceiling of the Customer Agent's 
auto-resolution rate.
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Content Agent

Content Hub. Generates landing pages, blogs, podcasts, case studies — trained on your brand voice 
and informed by Smart CRM data. SEO + AEO-aware. We typically configure the Content Agent with 
explicit brand-voice guidelines extracted from your last 10 sales calls.

Marketplace agents worth installing
• Deal Loss Agent — automatic closed-lost analysis. Fixes the chronic problem of nobody filling out 

the loss reason.

• Customer Health Agent — churn early-warning across product usage, ticket sentiment, and CSM 
notes.

• Customer Handoff Agent — Sales-to-CS transitions packaged automatically with full deal context.

• Social Post Agent — channel-native drafts (LinkedIn vs Twitter vs Instagram).

• RFP Agent — drafts tender / מכרז responses pulling from prior wins.

• Buying Committee Mapper — beta. Surfaces the full decision-making team from CRM activity.

Breeze Studio — building your own agents
Studio is your control center for tailoring AI teammates. As of January 12, 2026 every Studio agent and 
most marketplace agents default to GPT-5. Custom agents can be permissioned per role, scoped to 
specific objects, and constrained by brand-voice guidelines you upload directly.

IV-LEAD playbook for Breeze rollout

Week 1 — pilot Customer Agent on one ticket type. Week 2 — turn on Prospecting Agent 
free trial. Week 3 — install Deal Loss + Customer Health from Marketplace. Week 4 — 
measure credit consumption and decide which to keep. Always pilot before broad-deploy.
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7. The 2026 Workflows Playbook

Workflows in 2026 have new building blocks — Breeze actions inside workflows, AEO-driven content 
suggestions, and automatic CRM updates from Smart Deal Progression. Below are the workflows we 
deploy on every IV-LEAD engagement, and the gotchas to watch for.

The 8 workflows every B2B account should run

# Workflow Trigger Why it matters

1 Inbound Lead Routing
Form submission OR 
Lifecycle change

Single SLA-clock from form to rep 
contact

2 MQL → SQL Hand-off
Score threshold OR list 
membership

Synced to Sales — no leads lost in 
translation

3 Deal Stage Time-Outs Days in stage > N
Identifies stalls before they become 
churn

4 Re-Engagement No engagement > 30 days Recovers warm leads with low cost

5 Customer Onboarding Lifecycle = Customer
Drives Activation. Reduces early 
churn.

6 Renewal Risk 30/60/90 days pre-renewal Surfaces at-risk renewals to CSM

7 Win-back
Lifecycle = Closed Lost > 
6mo

Cheap pipeline. Underused.

8 NPS / Health Sync
Survey response OR 
Pendo event

Feeds Customer Health Agent

 

2026-specific workflow patterns

AEO-aware content workflows

When AEO surfaces a citation gap, route the gap to Content Hub via a workflow that triggers a Content 
Agent draft, then routes to a human reviewer. Result: AEO-driven content production with SLA 
accountability.

Smart Deal Progression as a workflow trigger

Smart Deal Progression suggestions are themselves workflow-eligible. Build a workflow that escalates 
any deal where Smart Deal Progression has flagged the same risk twice in a row. This is the fastest 
way to surface deal-coaching opportunities for the sales manager.

Customer Agent fallbacks

Always build a fallback workflow for Customer Agent: when the agent escalates a ticket, route to the 
right human queue with full conversation context. Without this, the 30% of tickets the agent does not 
resolve risk hitting the wrong queue.

Common workflow gotchas
• Re-enrollment unchecked when it should be — leads cycle endlessly. Always specify.
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• Suppression lists missing — workflows fire on unsubscribed contacts.

• Goal criteria not defined — you can't measure conversion.

• Branches without an else path — leads drop off the workflow silently.

• Time-zone assumptions — Israel is UTC+2/+3. Customer time-zones differ. Use contact time-
zone where possible.

Rad Telecommunication mini-case

We rebuilt Rad's lead routing on the 2026 model: form submission → enrichment-aware 
scoring → Smart Deal Progression-aware hand-off. Reduced time-to-first-touch from 4.2 
hours to 11 minutes. Free Data Enrichment was central to the rebuild.
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8. Integrations — The IV-LEAD Patterns

Most Israeli B2B accounts run HubSpot alongside Priority ERP, Dynamics 365, WooCommerce or 
Shopify, and a telephony stack. The 2026 Data Hub release improves this picture significantly, but the 
patterns we use most have been battle-tested across 70+ accounts.

Priority ERP via Engini.io — the standard Israeli pattern
Engini.io is the Israeli middleware layer we trust most for HubSpot ↔ Priority. Object mapping is 
bidirectional. Conflict rules favor Priority for finance fields (orders, invoices, payments) and HubSpot for 
engagement fields (contact properties, deal stage, marketing consent). Trigger logic in Engini handles 
error retry. We always build a reconciliation report that runs nightly to surface drift.

Dynamics 365 — when the customer keeps Dynamics for service
HubSpot's native Dynamics integration is solid for contacts, companies, and deals. Custom field 
mapping requires careful source-of-truth design: which system owns the email_optin field, the lifecycle 
stage, the deal amount in local currency. We document every field on a single 'system-of-record 
register' that lives in the customer's HubSpot Knowledge Base.

WooCommerce — for B2B-with-self-serve
WooCommerce → HubSpot is straightforward. The order object maps to a HubSpot deal pipeline. The 
contact object maps to abandoned-cart workflows. We always add an LTV property and a 'first order 
date' calculated property. These two fields drive the bulk of the post-purchase email sequences.
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Telephony — Aircall, Kavkom, Zoom Phone
All three connect natively. For Israeli teams, Kavkom handles Israeli numbering best. Aircall handles 
US/EU best. We typically run two providers in parallel and route by team. Calls are auto-logged with 
recording links, and Smart Deal Progression now ingests transcripts from any of them.

AI / data — Snowflake, BigQuery, Pendo, Amplitude
Data Hub Enterprise's Snowflake share is the cleanest path. For BigQuery we use a managed reverse 
ETL. Pendo and Amplitude integrate cleanly when product analytics need to feed Customer Health 
Agent.

The IV-LEAD source-of-truth doctrine
Every field has exactly one owning system. The owning system writes; all other systems read. Sync 
fails are surfaced via a daily reconciliation report. Manual edits in non-owning systems are blocked at 
the UI level where possible. This is the single discipline that has saved us the most pain.

Integration anti-patterns we refuse to ship

Bidirectional everything. Last-write-wins logic on financial fields. Contact dedupe by name 
only. Deal sync without pipeline mapping. Workflow triggers that depend on synced fields 
without a sync-confirmation flag.
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9. The IV-LEAD 2026 Delivery Methodology

The methodology below is our codified delivery model. It is what we do for every Israeli B2B account 
from Day 0 to Day 90 — and what we run quarterly thereafter on retainer. It compounds.

Stage 1 — Discover
Audit the existing HubSpot account (or the system being replaced). Document the ICP, the GTM 
motion, the buying committee, the tech stack. Map every field that crosses systems. Identify the top 
three failure modes in the current operation. We deliver a Discovery Report by end of week 2.

Stage 2 — Architect
Design the data model. Define lifecycle stages, deal pipelines, ticket pipelines. Decide which Hubs and 
which seat counts. Decide which Breeze agents to deploy. Architecture review with the customer 
happens at end of week 3.

Stage 3 — Integrate
Build the integrations: Priority/Dynamics/Woo/Stripe/telephony. Field-by-field source-of-truth register. 
Reconciliation reports. End-to-end test cases for every sync direction. Integration sign-off at end of 
week 6.
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Stage 4 — Automate
Deploy the 8 core workflows plus the customer-specific workflows from the Architect stage. Configure 
lead scoring against the Free Data Enrichment fields. Configure Breeze agents. Test on a sample of 
historical contacts before enabling.

Stage 5 — Activate
Enable the teams. Train Sales, Marketing, Service, RevOps. Document SOPs. Issue role-specific 
certifications internally. Go live with a phased rollout — typically 1 team first, then expand.

Stage 6 — Compound
Quarterly business reviews. Reports against the KPI dashboard we built in Stage 2. New beta 
enablement as HubSpot ships. Brand-voice updates pushed into Content Agent. We aim to make the 
account 10% more productive each quarter, indefinitely.
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10. 2026 Tips & Insights — The Cream of the 
Crop

Pricing & contracting
• Always negotiate Core Seats into the Marketing/Content/Data Hub bundles.

• Multi-year terms unlock 8-15% additional discount in 2026.

• If you are paying for Operations Hub Pro/Ent in 2026, check that the rename to Data Hub did not 
change your price-grandfathering.

• Always ask for the partner-discounted rate. List ≠ best.

AEO — the move that compounds fastest
• Enable AEO this month. Today, even. Every week of delay lets competitors lock in citations.

• Pair AEO with Content Agent — produces AEO-aware content at the speed AEO surfaces gaps.

• Track 'Citation Win Rate' weekly as a leading indicator.

Breeze deployment
• Customer Agent first. It pays for itself fastest in any account >50 tickets/month.

• Prospecting Agent second — only after your CRM hygiene is good enough that the agent's 
recommendations are trustworthy.

• Don't enable all four core agents in week one. Pilot, measure, expand.

Lead scoring in 2026
• Free Data Enrichment changes scoring economics. Re-baseline.

• Use HubSpot native scoring for the bulk; layer one custom score for industry-specific signals.

• Always document threshold logic in the property description field.

Reporting
• Use Attribution reports for campaign ROI questions — never single-touch in 2026.

• Build dashboards by audience: one for the CEO (revenue + pipeline), one for the CMO (channel 
ROI), one for RevOps (data hygiene + funnel velocity).

• Customer Journey Analytics now handles meeting outcomes — use it for SDR effectiveness 
reporting.

Hygiene
• Run a duplicate management sweep monthly. The cost of a bad merge is real.

• Audit your suppression lists quarterly.

• Lifecycle stage backflow rules — disable except in narrow cases.

Israeli market specifics
• Time-zone — set the account default to Asia/Jerusalem. Use contact-level time zones for 

international cadences.
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• Hebrew + English bilingual property logic — always store the Hebrew name in a separate 
property to avoid encoding edge cases.

• VAT handling — Commerce Hub Quotes need explicit VAT line items for Israeli invoicing 
compliance.

• Israeli DPA — check that your processor agreements list the right sub-processors as of 2026.

The IV-LEAD bottom line for 2026

Free Data Enrichment + AEO + a single Breeze agent live in production = the highest-
leverage stack you can ship this quarter. Every other improvement compounds on these 
three.
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Appendix A — Full SKU Snapshot

All prices USD/month, billed annually. Subject to HubSpot list changes; partner pricing typically lower.

Hub Tier Price Includes Onboarding

Marketing Hub Starter $20/seat 1,000 marketing contacts Optional

Marketing Hub Professional $890/mo 3 Core Seats included
$3,000 one-
time

Marketing Hub Enterprise $3,600/mo 5 Core Seats included
$7,000 one-
time

Sales Hub Starter $20/seat Sales pipeline + sequences Optional

Sales Hub Professional
$100/sales 
seat

Forecasting + Smart Deal 
Progression

Optional

Sales Hub Enterprise
$150/sales 
seat

Custom objects + advanced 
perms

Optional

Service Hub Starter $9-15/seat Tickets + simple automation Optional

Service Hub Professional $90/seat SLAs + KB + Customer Agent
$1,500 one-
time

Service Hub Enterprise $150/seat 10 seat min · advanced routing
$3,500 one-
time

Content Hub Starter $20/seat CMS basics Optional

Content Hub Professional $500/mo 3 seats · Content Agent Optional

Content Hub Enterprise $1,500/mo 5 seats · multi-brand Optional

Data Hub Starter $20/seat Basic sync —

Data Hub Professional $800/mo Advanced sync · 1 seat —

Data Hub Enterprise $2,000/mo
Snowflake · sandbox · custom 
obj

—

Commerce Hub All tiers FREE Quotes/Invoices/Contracts (β) —

Core Seat
Starter/Pro/
Ent

$20/$50/$75 Cross-Hub edit access —

AI Credits
Starter/Pro/
Ent

500/5K/10K Per billing period —
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Appendix B — 2026 Glossary

Term Definition

AEO
Answer Engine Optimization — HubSpot's tool for tracking brand visibility 
in ChatGPT, Gemini, Perplexity.

Breeze AI HubSpot's AI layer including Studio, Marketplace, and four core agents.

Breeze Studio Build/configure interface for AI agents. GPT-5 default since Jan 2026.

Breeze Marketplace Distribution layer for HubSpot-built specialist agents.

Core Seat Cross-Hub edit access seat. $20/$50/$75 by tier.

Customer Agent Service Hub AI agent for support across nine channels.

Data Hub
Renamed Operations Hub in 2026. Snowflake share + lineage at 
Enterprise.

Loop Marketing
HubSpot's GTM model for AI-mediated buyer journeys. Replaces linear 
funnel thinking.

Platform Engagement 
Index

HubSpot's 0-10 score of how embedded an account is.

Prospecting Agent Sales-side AI agent. $1/lead after 28-day trial.

Smart CRM The unified CRM at the center of the 2026 platform.

Smart Deal 
Progression

AI that analyzes calls and deal history to suggest CRM updates and follow-
ups.

Solutions Partner HubSpot certification tier for agencies. IV-LEAD is a Solutions Partner.
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Let's Talk

This guidebook represents the IV-LEAD point of view as of May 2026. We update it quarterly. If you'd 
like to map your account against the 2026 model, run a beta-readiness audit, or simply have a 
conversation about what's working in the Israeli B2B market, we'd love to hear from you.

 

Contact IV-LEAD

Chen Yehoshua, Founder · sales@iv-lead.com · +972-52-362-6553 Rothschild Blvd 25, 
Tel Aviv 6688204 www.iv-lead.com · linkedin.com/company/iv-lead Book a meeting: 
meetings.hubspot.com/chen12

 

HubSpot Solutions Partner · Trusted by Rad, Siemens, Datarails, Pecan, AT&T, Akeyless, Brenmiller,  
Kineret Academic College, and 70+ other Israeli B2B leaders.
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