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In order to run a successful marketing campaign, you need to know exactly 
which KPIs (key performance indicators) to measure to scale your business and 
see continued growth. So, what KPIs should you be measuring to ensure that 
your business gets to where it needs to be? 
 
Well, that depends. 
 
While there's no set type of KPIs any one business should be measuring - 
because every business is different - there are ways to determine which KPIs to 
measure based on the type of business you own, the industry in which you 
operate, and your business goals. 
 
Companies at different stages of growth track and measure different KPIs. KPIs 
are different for each industry and business model as well. Companies in the 
growth and development phase (i.e., companies that have been in business 
between three and five years) will track different KPIs than a company that's 
been in existence for decades (like Coca-Cola). 
 
Some of the most effective KPIs companies in the growth and development 
phase are tracking based on industry are outlined below. 
 



Professional Service 
 
Standard industry KPIs for professional service businesses includes annual 
revenue per billable consultant, utilization, project overrun, bookings, sales 
pipeline, backlog, project margin, annual revenue per employee, and effective 
billable rate. 
 
Online Media/Publishing 
 
If you're running an online media or publishing business, consider tracking your 
page views, the amount of time visitors spend on your site, the number of 
unique visitors, your social referral growth, and your share ratio. 
 
SaaS 
 
SaaS (Software/Security as a Service) businesses should be tracking KPIs such as 
cost per acquisition, monthly recurring revenue, committed monthly recurring 
revenue (CMRR), customer lifetime value (CLTV), average revenue per retainer, 
cash, and churn. 
 
Retail 
 
Retail establishments should be tracking metrics like sales per square foot, stock 
turnover, capital expenditure, average customer spend, and customer 
satisfaction. If you're in retail sales, you might consider tracking upsell/cross-sell 
rates, competitor pricing, client acquisition rates, new leads/opportunities, 
and/or existing client engagement. 
 
Many of these metrics are just the standard industry KPIs. To determine which 
ones are best for your company, you'll want to consider the type of company 
you have and your specific situation. For instance, you wouldn't track KPIs for 
startups if you've been in business for five years. Here are some tips to consider 
when choosing your KPIs. 
 
Some Tips for Choosing the Right KPIs 
 



1. Define Your Goals. The most important factor in determining the right KPIs 
to measure is your company goals. Your KPIs must match up with your goals; 
otherwise, your hard work is for naught. So the first step is to think about your 
goals and determine what metrics you need to track in order to reach those 
goals. Then determine what problems your company currently has and collect 
information that helps solve those problems. 
 
2. Consider Your Stage of Growth. As your company begins to grow and 
evolve, your metrics will grow and evolve right along with it. In the beginning 
stages of your company, you might have tracked the cost of customer 
acquisition, customer lifetime value, web traffic, landing page conversion rate, 
website lead to marketing qualified lead conversion rate, and similar metrics. 
But now that you're seeing growth, you'll want to update which metrics are most 
valuable for your company to see continued growth. 
 
3. Limit Your KPIs. Stick to between 4 and 10 KPIs. 
 
4. Choose KPIs Based on SMART Metrics. A good KPI aligns with SMART 
metrics and is specific, measurable, attainable, relevant and time-bound. Let's 
break that down. 
 

• Specific. Avoid vague goals like "increase social media following" and 
instead try to be more specific. For example, creating a KPI that helps you 
measure a specific activity that can improve your company in some way. 
Some examples might include some of the industry standard KPIs 
mentioned above. 

• Measurable. Create KPIs that are measurable - specifically, something 
with numerical value, such as the number of unique visitors per month, 
monthly recurring revenue, or the average number of click-throughs. 

• Attainable. Make sure you're being realistic when setting new goals for 
your growing company. Avoid spreading yourself or your team too thin. 

• Relevant. Be sure anything you're measuring has meaning and 
contributes to the success of your company. Not every metric is going to 
be useful for your marketing campaign, which is why it's important to find 
the metrics most helpful for your company by solving the problems you 
already have. 

• Time-Bound. Create realistic deadlines and stick to them and you'll stay 
on track to achieve your goals. 

 



Just some examples of good KPIs include: 
• Gross Profit 
• Return on Investment (ROI) 
• Sales Growth Rate 
• Net Profit Margin 
• Return on Ad Spend (ROAS) 
• Customer Lifetime Value 
• Customer Retention Rate 
• Cost Per Acquisition 
• Cost Per Lead 
• Average Order Value 
 
5. Identify Both Leading and Lagging KPIs. You'll want to track both how well 
you're currently doing as well as how well you've done in the past. That's the 
difference between leading and lagging indicators. Leading indicators measure 
your progress, inputs, and the probability of achieving a future goal. Lagging 
indicators typically measure something that's already happened (i.e., total 
number of new website visitors last month).  
 
With the above in mind, you'll able to create measurable, timely, relevant, and 
high-impacting KPIs for your business. Remember to start by defining your goals 
and making sure that those goals align with your KPIs. Also, recall that industry 
standard KPIs are a good reference point, but your KPIs should be more 
specialized to your specific business and your current situation. 
 


