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How to read this report: the four tiles below size your biggest revenue leaks right now, and the table ranks the five fixes with the most dollar
impact. Every figure is a directional estimate drawn from your connected HubSpot data.
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Executive summary

This example scorecard shows how LeadRecoverly summarizes likely revenue leaks inside a HubSpot portal:

unworked paid-source leads, stale deals with no next step, duplicate records, and billable contacts that may not be

usable for marketing. The health score blends data hygiene, follow-up coverage, pipeline hygiene, attribution clarity,

and ownership completeness into a single 0 to 100 number. Dollar figures are directional estimates, not guarantees.

Top 5 fixes this week

Priority Leak What to review Estimated impact

1 Missed follow-up Work 93 untouched paid-source leads from the last
90 days.

$28,500 estimated opportunity

2 Stale deals Review 42 open deals with no next step or recent
activity.

$84,200 pipeline at risk

3 Duplicates Export and review 327 duplicate contact/company
candidates.

$6,800 estimated list/reporting
waste

4 Ownership gaps Assign 71 ownerless contacts and 9 ownerless
deals.

$12,400 pipeline visibility

5 Billable contacts Review 187 hard-bounced, unsubscribed, or invalid
marketing contacts.

$1,224 estimated annual
savings

What paid plans unlock

Free scan Paid unlock

Health score, top leak categories, estimated impact,
limited examples.

Record-level fix lists for every leak category, one-click
CSV exports, a per-plan summary, and approval-first
write-back to HubSpot. Re-scan anytime.

Methodology note
LeadRecoverly ranks findings using CRM hygiene, follow-up coverage, pipeline risk, attribution clarity, ownership completeness, and
billable-contact review signals. Estimates depend on the connected HubSpot records, plan, billing settings, sales process, and CRM hygiene.
LeadRecoverly is independent and is not affiliated with, endorsed by, sponsored by, or operated by HubSpot, Inc.


