Dharmesh Shah

Founder and CTO at HubSpot. Helping millions grow better.

1.2M View Profile
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#1 SUCCESS FACTOR
He repeatedly turns big, noisy topics into simple words and rules people can repeat, then
backs them with real examples from building products and leading teams. That creates
instant trust, makes posts easy to share, and lets him promote new tools and company
moves as the natural “next step” instead of a hard sell.
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7 Tactics You Can Steal

01 Rename the trend so people have better words to use

02 Post breaking news fast, then add one simple meaning

03 Turn a tough question into a short list people can scan


https://linkedin.com/in/dharmesh
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Write a one-line rule first, then tell one real story

Give your idea a nhame so people remember and repeat it

When you share a win, add “receipts” and thank people by hame

Sell like a builder: show the thing, then ask for feedback



PART 1

7 Tactics You Can Steal

Rename the trend so people have better words to use

He takes a label everyone is using, then swaps it for a sharper label that explains the real point. This
works because people love sharing language that makes them sound clear and smart in meetings.
Several of his biggest posts do this, including one that hit 5.32x relative engagement by introducing
a new "better label"” and then proving it with real-life examples. To copy it: write "People keep
calling it X. The better way to think about it is Y.” then give 2-3 quick examples that make Y feel
obvious.

Example 1 - Example 2 —»

Post breaking news fast, then add one simple meaning

He uses a newsroom-style first line ("BREAKING NEWS") and immediately follows with one big,
plain takeaway. This works because the headline stops the scroll, and the takeaway gives people
something to repeat when they repost. Across 10 “BREAKING NEWS" posts, this framing averaged
1.59x relative engagement vs 1.32x for posts without it. To copy it: write one clear headline, then
add a single sentence starting with “This means..." or “The big shift is...”

Example 1 - Example 2 —» Example 3 -»

Turn a tough question into a short list people can scan

He opens with a real question people argue about, then answers it with a numbered list or tight
bullets. This works because lists feel fair (“here are my reasons”) and they're easy to read on a
phone, so more people finish the post and respond. A top-performing example of this pattern
reached 3.89x relative engagement, and several other top posts use the same "hook + structured
reasons” shape. To copy it: quote the question, give your surprising answer in one line, then list 3-5
reasons with short, concrete points.

Example 1 - Example 2 » Example 3 »

Write a one-line rule first, then tell one real story

He starts with a single sentence that sounds like a rule you'd put on a poster, then proves it with
one concrete practice. This works because the rule is easy to quote, and the example makes it feel
safe to copy at work. Two of his strongest posts use this "“rule first” style and earned 4.9x and
3.05x relative engagement. To copy it: write the rule as one sentence, then share the smallest real
example you've done (or seen) that proves it.

Example 1 - Example 2 —»


https://www.linkedin.com/posts/dharmesh_ive-been-working-and-building-in-the-crm-activity-7424561104346890241-woPo
https://www.linkedin.com/posts/dharmesh_friendly-advice-for-my-startup-founder-friends-activity-7424859297743941634-FL2j
https://www.linkedin.com/posts/dharmesh_breaking-news-openai-announces-ability-activity-7381014686282178560-NJvt
https://www.linkedin.com/posts/dharmesh_breaking-news-openai-launches-atlas-an-activity-7386464515686600704-eF0i
https://www.linkedin.com/posts/dharmesh_breaking-openai-launches-gpt-52-and-boy-activity-7405007085496651776-g1ux
https://www.linkedin.com/posts/dharmesh_why-should-companies-pay-for-saas-hrcrm-activity-7401711547091144704-EyJt
https://www.linkedin.com/posts/dharmesh_devday-activity-7381056521662795776-bHGP
https://www.linkedin.com/posts/dharmesh_theres-a-lot-to-learn-from-amazon-in-terms-activity-7407128559930167297-T9cT
https://www.linkedin.com/posts/dharmesh_heres-the-thing-ive-learned-about-good-activity-7384480717008691200-bGyt
https://www.linkedin.com/posts/dharmesh_never-spend-more-time-debating-the-priority-activity-7391562366074769408-RoB8

Give your idea a name so people remember and repeat it

He turns fuzzy ideas into memorable names (like a named “type of person” on a team) and then
gives a simple rule for what to do with it. This works because people can't share what they can't
name, but they can easily say “l know one of those"” and add their own story in the comments. One
of his top posts using a named character and a clear rule reached 3.48x relative engagement. To
copy it: name the pattern, define it in one ling, then give a short “When this happens, do this"” rule.

Example 1 - Example 2 —» Example 3 -

When you share a win, add “receipts” and thank people by hame

When he announces good news, he doesn't just celebrate—he adds specific proof points (what
happened, how long it took, what he did) and then shows gratitude. This works because it feels real
(not braggy) and it gives commenters something concrete to react to besides “congrats.” The one
video in this dataset is also a standout: video had a 3.54x average relative engagement (n=1) and
2,063 median likes vs ~554 for text-only. To copy it: share the win, add 3-5 concrete details,
include a photo/video if you have it, and end with a short thank-you.

Example 1 - Example 2 -» Example 3 -»

Sell like a builder: show the thing, then ask for feedback

He promotes by “shipping in public”: explain what he built, show an example of it working, then ask
people to try it and tell him what breaks. This works because the audience feels like helpers, not
targets, so the ask feels earned. Promotion is frequent (about 22 of 81 posts are promotional,
~27.2%), but CTAs correlate with slightly lower engagement overall (CTA posts averaged ~1.24-
1.31x vs ~1.37-1.41x without), so the posts that sell best do it after delivering value. To copy it: demo
the outcome in the post, give a one-step link, and ask for one specific kind of feedback.

Example 1 - Example 2 —» Example 3 —»


https://www.linkedin.com/posts/dharmesh_you-likely-have-people-on-your-team-that-activity-7391202483232063488-ftuX
https://www.linkedin.com/posts/dharmesh_wow-nano-banana-pro-the-new-image-generation-activity-7397747508715614208-JDyZ
https://www.linkedin.com/posts/dharmesh_woo-hoo-launching-my-latest-project-the-activity-7394024078107369472-11na
https://www.linkedin.com/posts/dharmesh_devday-activity-7381056521662795776-bHGP
https://www.linkedin.com/posts/dharmesh_woo-hoo-thrilled-to-announce-that-hubspot-activity-7390035124265906176-Qo5E
https://www.linkedin.com/posts/dharmesh_woo-hoo-the-simple-ai-newsletter-now-has-activity-7409275446975950848-Bo9s
https://www.linkedin.com/posts/dharmesh_ok-so-its-past-2am-my-usual-bedtime-activity-7397534679572090880-7bym
https://www.linkedin.com/posts/dharmesh_its-shipping-sunday-not-all-days-are-activity-7398486042040958977-5ir7
https://www.linkedin.com/posts/dharmesh_current-status-day-1-of-marathon-coding-activity-7428300432361308160-Mi0A

PART 2

Profile Breakdown

HEADLINE FORMULA

Founder and CTO at HubSpot. Helping millions grow better.
[Credible role/title] at [recognizable company]. Helping [large audience/scale signal] achieve [clear

outcome]. Why it works: the first half borrows trust from a real position and brand, and the second
half turns the profile from “job title” into a mission with proof of scale (the number/size claim).

BANNER STRATEGY

THE CRM Platform
STARTUPS SCALEUPS For Scaling Companies

TECH-POWERED PARENTING

A branded "“topic menu” banner: (1) who you are (name/@handle + founder/CTO authority), (2)
what the company is (clear category descriptor), and (3) 2-4 repeatable topic lanes shown with
simple icons/arrows. Why it works: it sets expectations in one glance, makes the content promise
memorable, and signals both builder credibility and human range (serious work topics plus a
personal lane).



PART 3

Content Strategy

PILLAR % WHAT CRUSHES EXAMPLES
Al + tech trend 369, Short, skimmable takes on timely Al/tool news T
news, with a clear that add one plain-language implication perform
takeaway best. "BREAKING NEWS" framing is a proven lift Post 3

in this feed: 10 such posts averaged 1.59x

relative engagement vs 1.32x for posts without

that framing. What consistently underperforms

here is tool-friction/debugging content (5 posts

averaged 0.42x).
Leadership + 249, Thisis the highest-performing pillar overall: 19 i1 ¥ Foi
founder/operator posts averaged 1.85x relative engagement, and
lessons people can the strongest subset (8 posts at 22.0x) averaged = Post3
use tomorrow 3.22x. What wins are universal principles and

decision rules (values one-liners, founder advice,

simple heuristics). What flops are lower-signal

housekeeping and niche micro-takes inside this

pillar (4 posts at <0.60 averaged 0.41x).
HubSpot + Agent.ai 22% Strategic announcements and vision posts Post1  Post 2
news and product massively outperform incremental build-in-public
vision (big moves, updates in this category. Big news posts Post 3
not tiny updates) averaged 3.58x relative engagement, while

incremental shipping updates/community asks

averaged 0.62x. The winning pattern is: explain

what changed, why it matters, and the broader

shift it connects to (so even non-customers

care).
Personal + humor 199/, Personal content is volatile: this pillar averages — e
to stay human 0.86x overall. The bright spot is short, relatable
(short beats long) Post 3

humor (3 posts averaged 1.51x), while low-stakes
updates and niche gear talk tend to
underperform (5 posts averaged 0.41x). The
workable rule here is to keep it tight and make
the "joke" or human point land fast.


https://www.linkedin.com/posts/dharmesh_breaking-openai-launches-gpt-52-and-boy-activity-7405007085496651776-g1ux
https://www.linkedin.com/posts/dharmesh_breaking-anthropic-launches-claude-opus-activity-7398808462014513152-A4m7
https://www.linkedin.com/posts/dharmesh_a-decent-percentage-of-my-day-is-now-spent-activity-7389175649124581376-wGt9
https://www.linkedin.com/posts/dharmesh_theres-a-lot-to-learn-from-amazon-in-terms-activity-7407128559930167297-T9cT
https://www.linkedin.com/posts/dharmesh_did-a-recent-podcast-appearance-with-rowan-activity-7406796890933133312-tWFu
https://www.linkedin.com/posts/dharmesh_was-in-the-process-of-updating-willow-voice-activity-7407862316492275712-ExPF
https://www.linkedin.com/posts/dharmesh_woo-hoo-there-are-now-2000-public-agents-activity-7383651437924417536-I2Wv
https://www.linkedin.com/posts/dharmesh_quick-favor-getting-ready-to-launch-a-major-activity-7387538711451684864-7E5Z
https://www.linkedin.com/posts/dharmesh_happy-diwali-note-im-working-on-a-new-activity-7386234042419146753-UmTY
https://www.linkedin.com/posts/dharmesh_lest-you-think-all-i-do-is-workcode-here-activity-7428706861782183936-IqHz
https://www.linkedin.com/posts/dharmesh_be-careful-when-using-googles-antigravity-activity-7411439028761317376-r_Tq
https://www.linkedin.com/posts/dharmesh_livelinking-activity-7381007872975089664-ay6G

PART 4

Conversion Strategy

Their Offer(s)
Agent.ai (and the agents/apps he ships on it, such as ImageGen .ai and CompanyResearch .ai)
HubSpot's Agentic Customer Platform / HubSpot CRM strategy and updates

simple .ai newsletter Occasional podcast/earned media appearances

How They Promote in Posts

CTAs show up in about a third of posts (about 29.6% in one cut of the dataset and 32.1% in another; the
post sample size differs). CTAs are usually soft and placed at the end: a simple question (“what do you
think?") or a "try it and tell me what breaks” request with a short, easy-to-type domain. In this sample,
posts with CTAs average slightly lower relative engagement overall (about 1.24-1.31x) than posts without
CTAs (about 1.37-1.41x), likely because many CTAs are tied to niche shipping updates—so the safest
pattern is value first, ask last.

Example 1 - Example 2 —» Example 3 -»

How They Promote in Profile

The profile is built for instant trust and topic clarity, not direct selling: authority-first headline, a banner that
acts like a "topic menu,” and a very short About section that anchors credibility with a single durable asset
(his book link). The featured item reinforces an evergreen operating philosophy rather than pointing to a
dedicated onboarding link for Agent.ai, so most conversions happen when a reader encounters a
product/shipping post in the feed and clicks a short domain.

View Profile »


https://www.linkedin.com/posts/dharmesh_ok-so-its-past-2am-my-usual-bedtime-activity-7397534679572090880-7bym
https://www.linkedin.com/posts/dharmesh_its-shipping-sunday-not-all-days-are-activity-7398486042040958977-5ir7
https://www.linkedin.com/posts/dharmesh_woo-hoo-the-simple-ai-newsletter-now-has-activity-7409275446975950848-Bo9s
https://linkedin.com/in/dharmesh

PART 5

Top 10 Posts

1 e I've been working and building in the CRM industry for 30+ years (so have far
exceeded the needed 10,000 hours).

He argues CRM is entering a new platform shift driven by Al agents, and says the winning
approach is being “context-first,” not just “Al-first.” He makes the idea real with specific
workplace context examples, then connects the thesis to HubSpot's product direction and points
readers to a supporting announcement link.
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3149 170 67

2  Here's the thing I've learned about good people:

He shares a short observation about what “good people” do when others succeed. The message is positive,
universal, and ends with a small twist that adds punch.

2867 198 58

"Why should companies pay for SaaS (HR/CRM/ERP/etc.) when they could just
vibe code them?"

— He answers a timely question about whether companies should replace SaaS with Al-built apps,
and gives a clear "no" for most teams. He supports it with a numbered argument focused on
maintenance, focus, and long-term ownership risks.

2032 279 169

2 BREAKING NEWS: @OpenAl announces ability for developers to build full apps that work
inside ChatGPT.

He shares a breaking update about developers being able to build full apps inside ChatGPT. He adds one
simple takeaway about what this could mean for the future of Al apps.

2108 166 46

5 Woo hoo! OpenAl highlights HubSpot partnership on main stage at #DevDay.

He celebrates HubSpot being highlighted by OpenAl and shares why the moment matters
personally. He adds specific backstory points about his history with OpenAl and HubSpot, and
includes event video proof.

2063 81 m

6 Youlikely have people on your team that have been consistently *right* most of the time.

He describes a familiar kind of teammate who's often right, gives that pattern a memorable name, and
explains what leaders should do when decisions feel like a coin flip. He backs the idea with his own
experience and ends with a question that invites stories.

1901 262 56


https://www.linkedin.com/posts/dharmesh_ive-been-working-and-building-in-the-crm-activity-7424561104346890241-woPo
https://www.linkedin.com/posts/dharmesh_heres-the-thing-ive-learned-about-good-activity-7384480717008691200-bGyt
https://www.linkedin.com/posts/dharmesh_why-should-companies-pay-for-saas-hrcrm-activity-7401711547091144704-EyJt
https://www.linkedin.com/posts/dharmesh_breaking-news-openai-announces-ability-activity-7381014686282178560-NJvt
https://www.linkedin.com/posts/dharmesh_devday-activity-7381056521662795776-bHGP
https://www.linkedin.com/posts/dharmesh_you-likely-have-people-on-your-team-that-activity-7391202483232063488-ftuX

10

Friendly advice for my startup founder friends:

He gives founders messaging advice: position your product for customers, not for investors or headlines. He
critiques common buzzword positioning and rewrites an example into clearer customer-value language.

1819 314 62

K ‘ BREAKING NEWS: OpenAl launches Atlas, an Al-powered browser.

— He shares breaking news about an Al browser and explains a few concrete benefits, like

- remembering what you've seen and letting you chat with a page. He then zooms out to the
broader strategic impact of owning a key place people spend time.

1683 208 62

Never spend more time debating the priority of a product improvement than it would take to
actually go ahead and do it.

He shares an operating rule about moving faster on small improvements. He supports it with a concrete
internal practice of shipping frequent small “delights” and explains the compounding benefits.

1738 163 40

Woo hoo! Thrilled to announce that HubSpot is acquiring XFunnel.

He announces an acquisition and explains what the company does in plain language. He connects it to a
larger shift in how people find information through Al search, and welcomes the incoming team.

1729 88 45
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https://www.linkedin.com/posts/dharmesh_friendly-advice-for-my-startup-founder-friends-activity-7424859297743941634-FL2j
https://www.linkedin.com/posts/dharmesh_breaking-news-openai-launches-atlas-an-activity-7386464515686600704-eF0i
https://www.linkedin.com/posts/dharmesh_never-spend-more-time-debating-the-priority-activity-7391562366074769408-RoB8
https://www.linkedin.com/posts/dharmesh_woo-hoo-thrilled-to-announce-that-hubspot-activity-7390035124265906176-Qo5E
https://buildauthority.ai/

