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Lasso CRM Vs.
HubSpot CRM

Choose the CRM that matches how
homebuilders actually sell

Production homebuilding sales could not be more different than other

industries. You know this. We know this. Here’s everything your feam

does on the day-to-day:

Multiple communities and divisions

High lead volume with tight response-time expectations
Online + onsite handoffs

Realtor relationships and referral dynamics

Long and non-linear buyer journeys (including pause/

re-engage cycles)

The need for clear reporting by community, lead source,

and sales performance

That’s why choosing a CRM is less about “who has the most features”

and more about which platform is built to support homebuilding

workflows without extra complexity.

This guide compares Lasso CRM and HubSpot CRM for production

home builder sales and marketing teams.
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At A Glance: Lasso CRM
Vs. HubSpot CRM

Category

Best fit

Lasso CRM

Production homebuilders who want
CRM and follow-up workflows built
for new home sales

HubSpot CRM

Teams seeking a broad CRM+
marketing platform that can be
configured for many industries

Homebuilding
workflow
alignment

Designed around builder sales
motions (communities, lead
follow-up, sales process
automation)

Flexible platform; homebuilder work-
flows typically require configuration

Lead capture +

Built for high-volume homebuyer
lead capture, routing, alerts, and

Strong CRM tools; lead capture
and automation vary by setup and

response
follow-up package
Mqueﬁng Built-in email marketing and nurture | Robust marketing suite (email, forms,
automation, web/content tools)
Reporﬁng Builder-focused dashboards and Broad reporting; depth varies by
reporting for sales + marketing package
|nfegrq1-i°ns Integrations and API options; builder | Large integration ecosystem across

ecosystem focus

many categories
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What This Means For
New Home Sales Team

For production homebuilders, CRM success isn’t defined by how many
features a platform has. It’s defined by how well it supports lead

response, follow-up consistency, and visibility across communities.

This is where the difference between a purpose-built system and a

general platform becomes more apparent.

When your day-to-day reality is high lead volume
and fast response expectations.

New home sales teams don’t struggle with “having a CRM.”

They struggle with executing consistently at scale:

® Leads coming in from multiple communities

m The need for immediate response and routing

m  Ongoing follow-up across long buying cycles

m  Hand-offs between online and onsite teams

Lasso CRM is designed specifically for this environment. Its lead
management and automated sales process features are built to help

teams respond quickly, stay organized, and maintain consistent follow-

up without relying on manual effort or workarounds.

HubSpot can support many of these motions, but typically requires
teams to define and configure how those processes should work for a

homebuilding context, rather than starting from that foundation.
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When your business runs on communities,
not just contacts.

In homebuilding, performance is measured by community, division,

and lead source, not just pipeline stage.

That means your CRM needs to answer questions like:

Which communities are converting best?
Where are leads going cold?
Which reps are following up consistently?

How is marketing impacting appointment volume and sales?

Lasso is structured around these realities, helping teams track and

report on performance in a way that aligns with how homebuilders

actually operate.

With HubSpot, this level of visibility is achievable, but often requires

additional setup, customization, and ongoing management to reflect

builder-specific reporting needs.

When follow-up drives revenue, not just leads

For most builders, the biggest opportunity isn’t generating more leads.

It's converting more of the leads they already have.
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That comes down to:

m Speed to lead

m  Consistent follow-up

m Clear next steps for every prospect

m Visibility into stalled or inactive opportunities

Lasso’s focus on automated follow-up, segmentation, and

communication tracking is designed to support this core challenge.

HubSpot provides strong tools for sales and marketing teams broadly,
but it’s strength is in platform breadth, not specifically in optimizing

homebuilder follow-up execution out of the box.

CONTRACT
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Side-By-Side Comparison

Lead management and routing

Lasso CRM is built to support: HubSpot CRM supports:

Capturing homebuyer leads from Contact management and pipeline
multiple sources tracking

Formes, tracking, nofifications, and
Routing and notifying teams quickly | automation (depending on setup
and tier)

Prospect ratings/prioritization

Visibility into website engagement
and buyer activity

Built-in form builder to create and
publish registration/inquiry forms
without external tools or IT tickets

Why this matters for builders: lead volume is high and response
expectations are tight. The right CRM reduces manual steps so teams

can consistently meet speed-to-lead and follow-up standards.

[ |
eCI ECISOLUTIONS.COM © 2026 ECI SOFTWARE SOLUTIONS, INC. 7
™



eci.

Sales follow-up and process automation

Lasso CRM highlights: HubSpot CRM supports:

Automated sales processes for
follow-up consistency

Tasking, pipeline stages, email
templates/tracking

Personalization and segmentation

Automation and workflows as part of
broader HubSpot packaging

Email archiving and history

Workflows designed for both online
and onsite sales motions

Sales process panels for
dashboard-style activity visibility
by sales rep

My Activities widget fo surface each
rep’s incomplete activities (grouped
by type) with quick links to filtered
worklists

Why this matters for builders: the “work” of homebuilding sales

happens in follow-up. A CRM should make consistent execution easier,

not dependent on individual habits.
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Marketing, email and nurture

Lasso CRM includes: HubSpot CRM is known for:

Broad marketing operations: email,

Native marketing features and automation, forms, content/web
automated campaigns tools, and more depending on
package

Smart lists/segmentation and
CRM-driven personalization

Drag-and-drop email template
editor (no HTML needed) with tem-
plates, merge tags, live preview, and
scheduled sending

Why this matters for builders: if you want a single platform to run a
broad inbound engine across channels, HubSpot may be attractive.
If you want marketing and sales aligned around homebuyer CRM and

follow-up, Lasso’s focus is tighter.

Reporting and visibility

Lasso CRM calls out: HubSpot CRM provides:

Dashboards and customizable Reporting dashboards and analytics
reporting that expand with plan level

Sales/marketing visibility
(appointments, traffic, outcomes)

Export and Bl connectivity options

Why this matters for builders: leaders need reporting by community/
division and need to see where execution breaks down (response time,

follow-up compliance, conversion, fallout).
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How To Decide

Choose Lasso CRM if you want:

m A CRM purpose-built for production homebuilder sales + marketing

workflows
m  High-volume lead capture and follow-up execution as the core priority
m Builder-oriented reporting and accountability
m Less time spent translating builder processes into a general CRM model
Choose HubSpot CRM if you want:
m A broader platform spanning CRM + marketing + content + web tools
m A flexible system you can configure across many business motions

m Alarge integration ecosystem and modular scaling

Why teams choose Lasso CRM

Built for homebuilders, not retrofitted for homebuilding.

HubSpot is a powerful, broad CRM platform. But most production builders
don’t need a CRM that can be configured to fit anything. They need one that
fits new home sales out of the box, across communities, lead sources, online

+ onsite workflows, and long buyer journeys.

Lasso advantage: Purpose-built execution for production home sales. Lasso
CRM is designed around the work your team does every day, capturing and
routing leads, speeding up response, keeping follow-up consistent, and

giving leaders clear visibility across communities and reps.

CONTACT US TODAY TO LEARN MORE
ECISOLUTIONS.COM/PRODUCTS/LASSO-CRM/
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https://www.ecisolutions.com/products/lasso-crm/

