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} Executive Brief

Multi-brand HubSpot architecture is not a cosmetics project. It is an operating-system decision. In 2026, HubSpot provides two
legitimate architectural paths for companies managing multiple brands: one shared HubSpot account using HubSpot Brands
or separate HubSpot accounts connected through multi-account management. The right answer depends less on what looks
tidy in settings and more on how the company actually runs: whether brands share customers, teams, domains, sales motions,
consent models, reporting, and data governance.

For multi-location and multi-brand organizations, the implementation risk is rarely that HubSpot cannot do something. The risk is
that HubSpot can do many things, which creates a delightful little buffet of future technical debt. Brand domains can be organized

by Brand, assets can be associated with Brands, teams can restrict access, permissions can limit what users can view or edit, and

multi-account workflows can move contacts and deals between connected accounts.” 2 © % But if the operating model is not

decided first, the portal becomes less “CRM platform” and more “junk drawer with email sending privileges.”

This guide is written for operators, RevOps leaders, HubSpot admins, and PE-backed growth teams that need HubSpot to support
several brands without melting into acronym soup. It assumes the organization cares about speed, governance, attribution,
compliance, reporting, and the noble art of not letting every brand invent its own lifecycle stage because “our funnel is different.”

Working principle: A multi-brand HubSpot build should make local brand teams faster while making the parent
organization smarter. If the build only does one of those things, it is not finished.

IMPLEMENTATION

CHOICE BEST WHEN WATCH OUT FOR

Single HubSpot account Brands share a customer database, central marketing Consent, permissions, brand-specific assets, and reporting filters must be

with Brands operations, shared reporting, shared sales/service intentionally governed. Some assets must be associated with a Brand when
teams, or cross-brand customer journeys. created and cannot be reassigned later.”

Separate HubSpot Brands require strong separation, distinct teams, Cross-account reporting, workflows, and asset sharing need careful setup.

accounts with multi- unique data governance, separate legal entities, or Multi-account workflows have limitations, including email-based contact

account management different go-to-market motions. matching and responsibility for consent in destination accounts.®

Hybrid model A parent organization needs some shared intelligence Requires a clear integration pattern, ownership model, and rules for what
while operating brands with meaningful autonomy. lives centrally versus locally. Without governance, hybrid becomes “two

messes connected by workflows.”

¥ 1. start with the Operating Model, Not the Settings Menu

Before clicking anything in HubSpot, decide what the business is trying to preserve. Multi-brand companies usually want brand
autonomy, central visibility, data consistency, and controlled cross-sell. These goals are not automatically compatible. A
franchise group, a healthcare rollup, a home-services platform, and a portfolio of B2B industrial brands may all be “multi-brand,”
but their HubSpot designs should not look identical.

The first workshop should define how brands relate to customers, locations, sales teams, service teams, domains, and reporting.
This is not bureaucratic theater. It is the difference between a HubSpot system that compounds in value and one that becomes a
very expensive place to store duplicate contacts named “Bob, maybe from Dallas.”
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DESIGN QUESTION IF THE ANSWER IS “SHARED” IF THE ANSWER IS “SEPARATE”

Do brands market to the Favor one shared CRM with Brand properties, segmented Favor separate accounts or a hybrid model with governed cross-
same people or consent, and brand-specific assets. account data sharing.
companies?

Do brands share sales or  Use teams, pipelines, ownership, permissions, and brand- Keep accounts separate and use multi-account management for
support teams? specific views inside one account. rollups and cross-sell triggers.

Do brands need separate  Use HubSpot Brands and domain-level configuration carefully. Use separate accounts when legal or operational separation is
domains, unsubscribe stronger than shared database value.

experiences, cookies,

and privacy request

pages?
Does the parent Build standardized properties, lifecycle stages, campaigns, and  Use multi-account reporting or a central reporting warehouse when
company need dashboards. accounts remain separate.

consolidated reporting?

Are acquisitions Create a repeatable onboarding template and migration Use a brand/account intake process and standard minimum data
frequent? playbook. model before connecting accounts.

The output of this phase should be an architecture memo. It does not need to be a novel. It needs to state the chosen pattern,
the reason for that pattern, what each brand controls, what corporate controls, and which decisions are not negotiable.

§ 2. Choose the Account Architecture

HubSpot's Brands feature is designed for organizations managing multiple brands in one account. HubSpot states that Marketing
Hub Enterprise customers who purchase the Brands add-on can manage multiple brands in one HubSpot account, customize

branding for each Brand, and organize assets such as forms and pages by associating them with a Brand.” This is the cleaner
path when a company wants one CRM database with brand-specific marketing experiences.

HubSpot's multi-account management is different. It is meant for organizations with multiple HubSpot accounts that need to
work separately while sharing selected assets and data across accounts. HubSpot describes multi-account management as

supporting organization configuration, data mirroring, asset copying, workflows, and reporting across accounts.” This is the
cleaner path when separate brands or business units need separate portals but the parent company still wants coordination.

ARCHITECTURE

PATTERN CORE SETUP PRACTICAL TRANSLATION

Single account, multiple One HubSpot account. Multiple Brands configured. Shared CRM objects “One database, many storefronts.” Best for shared
Brands with brand properties, teams, permissions, and brand-specific assets. customer intelligence and centralized RevOps.
Multiple accounts, multi-  Separate HubSpot accounts connected under one organization. Data, “Separate houses, shared driveway.” Best when
account management assets, workflows, and reports are selectively shared. autonomy and separation matter.

Parent account plus Corporate account holds reporting, templates, or selected shared data; “The command center and the field offices.” Best for
brand accounts brand accounts operate locally. rollups where standardization increases over time.

A common mistake is selecting separate accounts because the brands have different logos. Different logos are not an
architecture. The more important questions are whether the brands share contacts, whether one unsubscribe should affect one
brand or all brands, whether sales teams cross-sell, whether reporting must be comparable, and whether users should see each
other’s records.
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§ 3. Configure HubSpot Brands Before Building Assets

If the organization chooses one shared account, the Brand setup should happen before teams create forms, marketing emails,
campaigns, and landing pages. HubSpot's asset association documentation is explicit that campaigns, emails, and forms can

only be associated with Brands when created, while other assets may be reassigned later.” Existing campaigns remain

associated with the default Brand, and changing the Brand requires cloning the (:ampaign.5

That limitation is implementation-critical. If a team creates 400 forms before Brand governance is in place, the future admin
experience will involve caffeine, regret, and perhaps a spreadsheet named FINAL_final brand mapping v7.xlsx .

BRAND SETUP AREA TECHNICAL ACTION RECOMMENDED STANDARD

Brand record Create each Brand in HubSpot before building assets. Use the legal or operating brand name, not an
abbreviation only three people understand.

Brand domain Connect brand domains and associate them with the correct Brand. Create one domain inventory with DNS owner, purpose,
HubSpot notes that all subdomains under a brand domain are associated  SSL status, and Brand association.
with the same Brand.”

Click tracking domain Configure brand-specific click tracking domains for marketing emails Match link tracking to the sending brand to avoid the “why

when needed.” is this email from Brand A linking through Brand B?”
moment.

Cookie policy Create brand-specific cookie policies and consent banners where Treat cookie banners as part of brand/legal governance,
appropriate.® not a design afterthought.

Privacy request pages Configure distinct data privacy request pages for each Brand where Define whether privacy requests are brand-level, entity-
needed.” level, or parent-company-level.

Custom contact Associate custom contact properties with Brands where appropriate, Use conditional record sections so brand-specific fields

properties remembering they remain available for all contacts.” appear only when relevant.

The rule is simple: build the container before pouring in the assets. HubSpot can support multi-brand organization, but it will
not magically infer governance from vibes.

} 4. Design the Data Model Like a Grown-Up

A multi-brand HubSpot portal needs a minimum viable data model that makes brand, location, ownership, lifecycle, consent, and
reporting coherent. The data model should be boring in the best possible way. It should be predictable, documented, and hostile to
unnecessary creativity.

At minimum, most multi-brand organizations need properties that answer six questions: which brand, which location, which
business unit, which customer relationship, which lifecycle stage, and which source of truth. For multi-location models, it
is often helpful to create or formalize a Location object or location property architecture, especially when contacts, companies,
deals, tickets, and marketing activity must be reported by geography or branch.

DATA ELEMENT OBJECT PURPOSE TECHNICAL RECOMMENDATION
Primary Brand Contact, Company, Deal, Identifies the main brand Use controlled dropdown values. Do not allow free text unless chaos
Ticket relationship. is the stated business strategy.
Interested Brands Contact, Company Captures cross-sell or multi- Use multi-checkbox only if reporting requirements are clear.
brand interest. Otherwise use association records or custom objects.
Location / Branch Contact, Company, Deal, Supports multi-location routing ~ Use a custom object when locations have meaningful metadata,
Ticket, Custom Object and reporting. ownership, service areas, or performance reporting.
Operating Region Company, Deal, Ticket Enables regional dashboards Keep region logic centralized; do not let each brand define “West”
and team routing. differently.
Lifecycle Stage Contact, Company Standardizes funnel reporting. Keep lifecycle stages global; add brand-specific substage properties
if needed.
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DATA ELEMENT OBJECT PURPOSE TECHNICAL RECOMMENDATION

Lead Source / Original Contact, Company, Deal Enables attribution and Standardize source taxonomy across brands before imports and

Source Detail campaign reporting. forms go live.

Consent Status / Contact Governs communication Design subscription types around legal basis and communication

Subscription Type eligibility. category, not campaign whims.

External IDs All relevant objects Supports integrations, Preserve legacy system IDs during migration. You will thank yourself
migrations, and dedupe. later.

HubSpot's permissions guide confirms that CRM objects and activities such as contacts, companies, deals, leads, orders, carts,

tickets, tasks, CRM emails, meetings, calls, notes, and custom objects have customizable permissions.3 That means the data
model and the access model should be designed together. A property nobody can safely edit is an implementation risk. A property
everyone can edit is also an implementation risk. Welcome to operations.

¥} 5. Build the Consent and Subscription Architecture

Consent is where multi-brand HubSpot builds become serious. HubSpot defines subscription types as representing the legal basis
to communicate with contacts through email, and contacts can manage email preferences so they are opted in only to the

subscription types they want to receive.’ HubSpot states that accounts can create up to 1,000 subscription types, but that does
not mean the correct answer is to create 997 of them because marketing had a long lunch.”
For a multi-brand company, subscription types should separate legal consent, communication category, and brand context.

The exact design depends on jurisdiction, risk tolerance, and how brands share audiences. The legal team should own the
compliance interpretation; RevOps should own the configuration discipline.

CONSENT DESIGN

PATTERN WHEN TO USE IT RISK

Brand-specific Each brand has distinct audiences, compliance needs, or preference  Can become hard to maintain if every brand invents its own
subscription types centers. taxonomy.

Shared subscription Brands share database and communication categories, but emails Requires careful QA so contacts understand which brand they
categories with Brand are clearly branded. are subscribing to.

context

Separate accounts for Legal entities or regions require stronger separation. Cross-sell and reporting require multi-account workflows or
separate consent external reporting.

regimes

HubSpot's Brands documentation also notes an important behavior: when a user turns on an opt-out of all subscription types for a

contact, the contact is opted out only for the current Brand in which the user is operating.l In plain English, “unsubscribe from all”
may be brand-scoped in a branded context, which is useful but absolutely requires testing. Do not discover this behavior after
launching a cross-brand campaign to 600,000 contacts and one very attentive compliance officer.

l 6. Structure Teams, Permissions, and Access Controls

Permissions are the guardrails that keep a shared multi-brand account from becoming a group project where everyone has admin
rights because “we trust the team.” HubSpot defines permissions as controlling how users work within tools they access through

their seat, and Super Admins can set what users can view, create, edit, or delete.3
A multi-brand permission model should usually include Corporate Admins, Brand Admins, Brand Marketers, Sales Managers,
Sales Representatives, Service Managers, Service Representatives, Finance/Commerce Users, and Read-Only

Executives. The names matter less than the principle: every role should have the minimum access needed to do the job, plus
enough visibility to avoid duplicate work.
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ROLE TYPICAL ACCESS NOTES

Corporate Super Admin Full platform administration. Keep this group small. This is not a participation trophy.
RevOps | Marketing Ops Workflow, property, campaign, form, email, reporting, and integration Owns naming standards, QA, and release governance.
Admin control.

Brand Admin Brand-specific assets, dashboards, forms, emails, campaigns, and Should not create global properties without governance.

selected workflows.

Brand Marketer Create and edit assigned brand marketing assets. Use content access restrictions and brand naming
conventions.

Sales Manager Team records, pipelines, forecasts, dashboards. May need cross-brand visibility for cross-sell.

Sales Rep Owned records and assigned pipeline activities. Avoid giving full CRM edit access unless the operating

model requires it.

Executive Viewer Dashboards and reports. Give visibility, not the nuclear launch codes.

HubSpot allows access to content, data, and other assets to be limited so only the right teams and users can view or edit them,

and the documentation notes this can help keep assets separated by department or team.8 HubSpot also supports property view

and edit restrictions in Enterprise subscriptions, though it warns that property restrictions are not complete security controls

because users may still set or edit restricted properties through the API or during manual record creation.9

The practical recommendation is to use property restrictions to reduce mistakes, not to satisfy sensitive-data isolation
requirements. If sensitive-data separation is mandatory, revisit the account architecture.

§ 7. Govern Domains, Publishing, and Brand Experience

Domains are where internal CRM architecture becomes visible to the outside world. A polished multi-brand HubSpot setup needs
domain governance for websites, landing pages, blogs, email sending, click tracking, cookie banners, and privacy pages.

HubSpot allows Enterprise customers to assign connected subdomains to teams for publishing permission, which matters when

one shared account supports multiple brand websites or landing page domains.'? Domain publishing permissions should be
paired with asset access controls; otherwise, a user might not see the wrong assets but may still misunderstand what they are
allowed to publish.

DOMAIN AREA GOVERNANCE DECISION RECOMMENDED CONTROL

Website domains Which brand owns which root domain and subdomain?  Maintain a domain registry with DNS owner, SSL, Brand, publishing team,
and purpose.

Landing page Can every brand publish to its own conversion pages? Assign subdomain publishing permissions by team where available.
subdomains

Email sending domains Which domain sends each brand’s email? Align sending domain, Brand, subscription experience, and click tracking
domain.
Click tracking domains Should email links display brand-aligned tracking Configure per Brand where needed to preserve trust and consistency.”
domains?
Cookie banners Do brands need different banners by domain, region, or  Create brand-specific cookie policies where appropriate.5
policy?
Privacy request pages Are requests handled centrally or by brand? Document deletion/export process across brands and accounts.

The unorthodox but correct rule: if a customer can see it, legal can ask about it, or attribution depends on it, it belongs in the
domain governance worksheet.
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8. Build Marketing Assets Without Creating a Museum of
Duplicates

Marketing asset governance is where many multi-brand portals either become scalable or become haunted. Every form, list,
email, landing page, campaign, CTA, workflow, and file should follow a naming convention that encodes Brand, purpose, market,
lifecycle stage, and date where appropriate.

A practical naming format is:

[Brand] | [Asset Type] | [Audience/Offer] | [Region/Location] | [YYYY-MM]

For example, Bayard | Form | HubSpot Assessment | National | 2026-05 iS boring, searchable, and useful. New form v3
is an act of violence against your future coworkers.

ASSET TYPE BRAND RULE NAMING EXAMPLE

Forms Create under the correct Brand at the start. Forms cannot be reassigned to BrandA | Form | Franchise Inquiry |
another Brand after creation.” TX | 2026-05

Marketing emails Create under the correct Brand and match subscription/click tracking setup. BrandB | Email | Re-Engagement |
Emails cannot be reassigned after creation.” Homeowners | 2026-06

Campaigns Create under the correct Brand. Existing campaigns must be cloned to BrandC | Campaign | Summer Promo |
change Brand.” Southeast | 2026-0Q2

Lists | Segments Use Brand and audience logic in the name. BrandA | Segment | MQLs | Last 90

Days
Landing pages Associate with Brand and domain. BrandB | LP | Quote Request |

Chicago | 2026-05

Workflows Include Brand, object, trigger, and purpose. BrandC | Contact WF | Form Submit to
MQL | 2026-05

For shared campaigns across brands, resist the temptation to use one mega-campaign unless reporting is truly shared. Often the
better model is a parent campaign naming standard with brand-specific child campaigns, then a rollup dashboard.

9. Configure Sales, Service, and Commerce for Multi-Brand
Reality

Multi-brand HubSpot is not only a marketing architecture. Sales and service teams need equally careful design. Decide whether
pipelines are shared across brands, cloned by brand, or separated by region. The answer should reflect actual management and
reporting needs, not merely aesthetic symmetry.

Shared pipelines work when the sales process is genuinely the same and management wants comparable conversion rates.
Brand-specific pipelines work when deal stages, products, handoffs, or owners differ. Location-specific pipelines are rarely ideal
unless locations operate as separate businesses; otherwise, they multiply reporting complexity faster than anyone expects.

COMMERCIAL AREA SHARED MODEL BRAND-SPECIFIC MODEL

Deal pipelines Best when sales stages are consistent and reporting  Best when each brand has distinct sales processes or products.
must compare brands.

Ticket pipelines Best when service process is standardized. Best when service SLAs, categories, or support teams vary by brand.
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COMMERCIAL AREA SHARED MODEL BRAND-SPECIFIC MODEL
Products / line items Best when catalog is centralized. Best when brands have distinct SKUs, pricing, or fulfilment models.

Quotes /| commerce Good for centralized finance operations. Check constraints carefully; HubSpot’s Brand asset documentation notes one
bank account per account is supported.®

Forecasting Easier with standardized pipelines and stages. Requires disciplined mapping across pipelines.

For multi-location operators, the most important design choice is whether Location is a property or an object. If a location has its
own address, team, market, goals, territory, service capacity, revenue attribution, inventory, or owner, a custom object often
becomes more sustainable than a dropdown property.

} 10. Design Automation Like Infrastructure

Workflows should be treated as infrastructure, not decorations. In a multi-brand HubSpot account, workflows manage routing,
lifecycle automation, lead scoring, assignment, consent updates, nurture, sales handoff, service escalation, and cross-sell signals.
This is not the place for mystery logic named TEST DO NOT DELETE actually live .

Every workflow should have an owner, a purpose, a trigger definition, suppression criteria, re-enrollment rules, dependencies, and
a rollback plan. For multi-brand organizations, each workflow should also indicate whether it is global, brand-specific, location-
specific, or cross-account.

WORKFLOW TYPE EXAMPLE GOVERNANCE REQUIREMENT

Global data hygiene Normalize state, country, phone, lifecycle, or source Owned by RevOps, tested against all brands.
values.

Brand-specific nurture Send educational emails after Brand A form Must use Brand A emails, subscription types, and suppression rules.
submission.

Location routing Assign lead to nearest branch or franchise location. Requires reliable location data and fallback routing.

Cross-sell signal Closed Won in Brand A creates opportunity for Brand Requires consent review and brand-specific eligibility logic.
B.

Multi-account workflow Create or edit contact or deal in another connected Requires Super Admin setup, destination-account consent handling, and
HubSpot account. complementary workflow.®

HubSpot's multi-account workflow documentation states that these workflows can create a new contact or edit an existing contact
in another account, but contact matching is based on email address, only one account can be selected per workflow action, and

organizations are responsible for collecting the right consent for processing and communication in the destination account.6
HubSpot also recommends a complementary workflow in the destination account to set marketing contact status and email

subscriptions when records are created for marketing.6

That last point is important. A cross-account workflow should not throw a contact into another account like a CRM frisbee and
hope consent catches up.

¥ 11. Reporting: Build the Executive Dashboard Last, Not First

The executive dashboard is the dessert, not the meal prep. If brand, location, lifecycle, source, campaign, pipeline, and consent
data are inconsistent, the dashboard will merely visualize confusion in attractive colors.

A useful multi-brand reporting framework has three layers: brand-level operating dashboards, functional dashboards, and
parent-company rollups. The brand-level dashboards help operators improve conversion, sales, and retention. Functional
dashboards help marketing, sales, service, and RevOps manage their work. Parent dashboards support executive visibility and
board reporting.
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DASHBOARD AUDIENCE CORE METRICS

Brand Growth Brand leaders Leads, MQLs, SQLs, opportunities, pipeline, revenue, conversion rates, CAC indicators.
Dashboard

Location Performance Regional leaders Lead volume, speed-to-lead, appointment rate, close rate, revenue by location, service tickets.
Dashboard

Marketing Attribution Marketing leadership Campaign performance, source mix, form conversions, email engagement, landing page conversion.
Dashboard

Sales Pipeline Sales leadership Pipeline by stage, forecast, win rate, cycle length, owner performance.

Dashboard

Service Experience Operations and service leaders  Ticket volume, SLA, resolution time, reopen rate, satisfaction, brand/location trends.
Dashboard

Executive Rollup Parent company / board Growth by brand, revenue influence, funnel health, cross-sell, data quality, pipeline coverage.
Dashboard

HubSpot's multi-account management documentation includes reporting as one of the functionality areas for organizations with

multiple accounts.” In a separate-account architecture, reporting must be designed intentionally because not every operational
guestion is best answered inside one account. Some rollups may belong in HubSpot; others may belong in a data warehouse or
Bl tool.

§ 12. Make Data Quality a Standing Operating Rhythm

Data quality is not a cleanup project. It is the recurring tax you pay for letting humans, forms, imports, integrations, and APIs touch
your CRM. HubSpot's data quality tools help identify and resolve duplicate records, formatting issues, enrichment coverage, and

property issues. " The documentation also notes that duplicate alerts, formatting issue review, automation for formatting fixes in

Data Hub Professional and Enterprise, property insights, and weekly data-quality digests can support ongoing governance.ll

For multi-brand organizations, data quality should focus on the fields that determine routing, reporting, compliance, and customer
experience. If those fields are wrong, everything downstream gets weird.

FIELD CATEGORY WHY IT MATTERS MINIMUM GOVERNANCE

Brand Drives segmentation, reporting, access, and customer Required on relevant records, controlled values, workflow
experience. validation.

Location Drives routing, territory, branch reporting, and service delivery. Standardized location IDs and ownership.

Lifecycle stage Drives funnel reporting and automation. Global definitions and restricted stage-setting logic.

Source Drives attribution and budget decisions. Standard taxonomy, import rules, and UTM governance.

Consent | subscription Drives communication eligibility. Legal-approved taxonomy and QA testing.

Owner | team Drives permissions, assignment, accountability. Automated assignment rules and exception reports.

External IDs Drives dedupe and integrations. Preserve on migration and protect from accidental overwrites.

Create a monthly Data Quality Council if the system is large enough. This does not need to be grim. It can be 30 minutes.
Review duplicates, unknown brand values, missing locations, unassigned records, workflow errors, bounced emails, consent
exceptions, and property sprawl. Bring coffee. Bring consequences.

§ 13. Migration and Cutover Plan

Multi-brand HubSpot migrations should be phased. The goal is not to move everything quickly; the goal is to move the right things
cleanly, preserve operational continuity, and avoid introducing duplicate records that haunt reporting for years.
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A reliable migration plan includes discovery, data mapping, dedupe rules, test imports, integration review, workflow rebuilds, user
acceptance testing, final cutover, and post-launch monitoring. Each brand should have a migration inventory with source systems,
object counts, required fields, historical activity needs, consent status, file attachments, integrations, and known data issues.

PHASE

Discovery

Data mapping

Sandbox / test build

Test migration

User acceptance testing

Cutover

Stabilization

WORKSTREAM

Audit current systems, data, assets, domains, workflows, reports, and
integrations.

Map objects, properties, values, owners, teams, lifecycle stages, sources,
and consent.

Build sample Brands, properties, assets, pipelines, permissions, and
workflows.

Import representative records and validate dedupe, associations, ownership,
and reporting.

Brand teams test real scenarios.
Freeze source systems, migrate final data, activate workflows, connect
domains and integrations.

Monitor data quality, workflows, email deliverability, forms, routing, and
dashboards.

EXIT CRITERIA

Architecture decision and migration scope approved.
Data dictionary approved by business and RevOps.
Test records flow correctly across brand and location
scenarios.

Exceptions documented and resolved.

Sign-off from marketing, sales, service, operations,
and compliance.

Launch checklist completed and rollback plan
available.

30-day post-launch review completed.

The cutover checklist should include a simple but sacred question: What breaks if this Brand goes live tomorrow? Ask it until

the room gets honest.

} 14. Governance Model for 2026 and Beyond

A multi-brand HubSpot implementation is not done when the portal launches. It is done when the organization can safely change
it. Governance is the system that determines who can create properties, who can launch workflows, who approves subscription
types, who owns domains, who manages templates, who audits permissions, and who tells a brand leader “no” with warmth and

documentation.

GOVERNANCE AREA

Brand setup and asset
standards

Data model

Consent and privacy

Permissions

Workflows

Reporting

Data quality

OWNER CADENCE

RevOps / Marketing Ops As brands launch or acquire

RevOps with department leads Monthly or quarterly

Legal / Compliance with
RevOps

Quarterly and before
launches

System Admin / IT / RevOps Quarterly

RevOps Biweekly or release-based
workflows.
RevOps and Finance / Monthly
Leadership
RevOps and brand operations Monthly

errors.

DECISION RIGHTS

Approves Brand creation, naming, and required assets.

Approves new properties, lifecycle changes, and required fields.

Approves subscription taxonomy and privacy workflows.

Reviews Super Admins, teams, and restricted access.

Approves new global automation and risky brand-specific

Defines source-of-truth dashboards and board metrics.

Reviews duplicates, missing fields, property sprawl, and workflow

The governance model should be documented in a HubSpot Admin Handbook. Include naming conventions, approval workflows,
Brand setup steps, data dictionary, permission matrix, integration inventory, domain registry, consent rules, and a release

calendar.
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§ 15. Recommended Build Sequence

The following build sequence is intentionally opinionated. It is designed to prevent the common situation where teams build assets
first and then ask RevOps to “govern it” after the raccoon has already entered the ductwork.

STEP

1

2

10

BUILD ACTIVITY

Confirm architecture: single account with Brands, multi-account, or hybrid.
Define operating model, brands, locations, roles, and decision rights.

Configure account settings, teams, seats, permissions, and admin roles.

Create Brands and connect/associate brand domains.

Build data model: properties, custom objects, pipelines, associations, lifecycle definitions.

Configure consent: subscription types, preference pages, privacy request pages, cookie

banners.

Build brand templates, forms, lists, campaigns, emails, CTAs, landing pages, and files.

Build workflows for routing, lifecycle, notifications, data hygiene, and cross-sell.

Configure reports and dashboards for brand, location, function, and executive rollup.

Migrate data, test records, validate permissions, run UAT, and launch in phases.

} 16. Final QA Checklist

Before launch, run QA like a customer, a sales rep, a marketer, a service manager, a lawyer, and a tired executive with a board
meeting tomorrow. Each of them will find different problems. All of them will be right.

QA AREA

Brand assets

Domains

Consent

Permissions

Routing

Workflows

Data quality

Reporting

Integrations

Rollout

TEST QUESTION

Are forms, emails, campaigns, and pages associated with the correct

Brand?

Do landing pages, email sending, click tracking, cookie banners, and

privacy pages match the brand?

Does opt-in, opt-out, unsubscribe, and preference management
behave correctly by Brand?

Can users access only the records and assets they should?

Do leads route by brand, location, territory, source, and priority?

Are workflow triggers, suppression lists, re-enrollment, and error
handling documented?

Are required fields populated and duplicates controlled?

Do dashboards reconcile with known source data?

Do connected systems pass correct brand, location, and consent
data?

Are users trained by role and brand?
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OUTPUT

Architecture memo.

Governance blueprint.

Permission matrix.

Brand registry and domain registry.
Data dictionary.

Consent architecture and QA checklist.

Brand asset library.

Workflow inventory and dependency
map.

Reporting suite.

Launch package and stabilization plan.

PASS CRITERIA

No asset is created under the wrong Brand; unreassignable
assets are rebuilt if needed.

External experience is brand-consistent and legally reviewed.
Legal and RevOps sign off on every major scenario.

Brand teams have autonomy without accidental global
control.

Test submissions land with the correct owner and SLA.

No critical workflow is ownerless or mysterious.

Data quality dashboard shows launch-ready thresholds.

Brand and executive reports are explainable without
interpretive dance.

API, forms, ads, e-commerce, and offline sources validate
successfully.

Training, support, and escalation paths are live.
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} Closing Thought

A well-built multi-brand HubSpot instance should feel calm. Not simple, exactly. Multi-brand companies are rarely simple. But the
system should be understandable. A user should know where to work, an admin should know what governs the work, a brand
leader should trust the dashboard, and the parent company should be able to compare performance without a séance.

The goal is not to make every brand identical. The goal is to make every brand operable, measurable, and scalable inside a
shared growth system. Do that, and HubSpot becomes a platform. Skip it, and HubSpot becomes a very elegant container for
everyone’s unresolved operating model.
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