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Northstar Business Consulting
Project Type: Self-Directed Portfolio Project / CRM Simulation
Industry: Business Consulting & Professional Services
Role: CRM & Operations Support
Primary Tool: HubSpot CRM

PROJECT OVERVIEW
I designed and configured a practical HubSpot CRM system for a fictional consulting company, Northstar
Business Consulting, to demonstrate how I would organize customer information, manage sales
opportunities, track follow-ups, and support day-to-day business operations.
The project focused on creating a structured CRM environment where contacts, companies, deals,
activities, tasks, and sales information could be managed from one central system.

THE BUSINESS CHALLENGE
A growing consulting business can quickly become difficult to manage when customer information, sales
opportunities, follow-ups, and activities are scattered across different spreadsheets, emails, and notes.
The goal of this project was to create a centralized CRM workflow that would help the business:

Keep customer and company information organized
Track prospects through the sales process
Monitor follow-ups and outstanding activities
Associate contacts with the correct companies and deals
Segment contacts based on their status and area of expertise
Track sales activity
Give management a clearer view of the sales pipeline



WHAT I BUILT
1. Contact Management System
I created and organized sample CRM contacts with structured information including:

Contact details
Lead status
Role
Years of experience
Expertise area
Last interaction date
Company association
Data-processing/legal-basis information

This created a consistent structure for storing and managing contact information

2. Company Records
I created company records and connected them to their respective contacts.
Company information included:

Company name
Industry
Location
Company size
Number of employees
Annual revenue
Industry focus
Engagement type
Partnership status
Description

This demonstrated how client and company information can be kept connected rather than stored separately.



3. Custom CRM Properties

I configured custom properties to capture information that would be useful for the consulting business

beyond standard CRM fields.

Examples included:

Lead Status

Role

Years of Experience

Expertise Area

Last Interaction Date

Legal Basis for Processing Contacts Data

This helped make the CRM more relevant to the company's workflow.

4. Sales Pipeline

I created a structured deal pipeline to represent the consulting company's sales process.

The pipeline stages were:

Initial Contact → Needs Assessment → Proposal Sent → Negotiation → Closed Won / Closed Lost

This provided a visual way to monitor opportunities and understand where each prospect was within the

sales process



5. Deal & Contact Associations

I connected deals with the appropriate contacts and companies so that customer relationships could be viewed
within the same CRM record.
This demonstrated how CRM data can be organized around the complete customer relationship rather than
isolated records.

6. Task Management
I created sample operational and follow-up tasks with:

Task titles
Due dates
Priority levels
Associated contacts
Associated companies
Task notes
Assigned owner

This created a simple follow-up system for making sure important customer activities were not forgotten.

7. Meetings & Call Activity
I also configured sample customer interactions, including meetings and calls.
Examples included:

Bookkeeping consultation
Operations needs assessment
Proposal review
Customer follow-up calls
Negotiation follow-up

This demonstrated how customer interactions can be documented directly inside a CRM.



8. Contact Segmentation
I created CRM segments to make it easier to identify groups of contacts.

The segments included:

Active Clients
Contacts classified as customers.
New Leads
Contacts classified as leads.
Consulting & Professional Services

Contacts associated with relevant expertise areas such as Management Consulting and Business Coaching.
This demonstrated how segmentation can support targeted follow-up and better CRM organization.

9. Sales Reporting & Dashboard
I configured sales reports to provide a higher-level view of CRM activity.

The dashboard included reporting around:
Team activities
Contacts created/worked
Deals created
Deals won
Team activity totals
Deals closed compared with goals
Sales forecast by deal stage

The purpose was to turn CRM data into information that could support management decisions.



MY WORKFLOW

The workflow I followed was:
Create CRM structure

↓
Add contacts & companies

↓
Create custom properties

↓
Associate contacts with companies

↓
Create and manage deals

↓
Build sales pipeline

↓
Create tasks & follow-ups

↓
Log meetings & calls

↓
Create contact segments

↓
Build sales reports

↓
Review the overall CRM workflow

This created a connected system rather than a collection of unrelated CRM records.



TOOLS USED
HubSpot CRM

SKILLS DEMONSTRATED
Through this project, I demonstrated practical skills in:

CRM setup and organization
Contact management
Company data management
Sales pipeline management
Deal tracking
Data organization
Customer follow-up
Task management
Meeting and call logging
CRM segmentation
Sales reporting
Administrative operations
Business process organization

OUTCOME
The completed CRM simulation provides a centralized system for managing customer information,
companies, sales opportunities, activities, tasks, and reporting.
More importantly, the project allowed me to practice using HubSpot from an operations and executive
support perspective, rather than simply learning individual CRM features.
It demonstrates my ability to take a business workflow, translate it into a structured CRM system, maintain
organized records, and create processes that make follow-up and reporting easier.
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