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Sales is a demanding activity  but it can 
also be a very pleasant one. 

However today  the KPIs become more 
complex and are in certain occasions 
“bottom up” - this means that the market  and 
those in the field are in position to evaluate 
managers and not just  the other way  around. 
Shocking?  Not if  you are aware of  the fast 
moving developments and this today  is a key 
characteristic of a good manager.

So what are the traditional KPIs and 
what changed with them:

Sales

1. Agreed sales

2. How many orders

3. Where do order arise?

Existing customers

New customers

3. Qualified leads

From sales force

From website

From shows

From social media

Finance

1. Revenue or turnover

2. Expenses/ outflow of cash 

3. Profits 

Gross Profit

Net Profit

EBITDA

Inventory 

4. Operating margin or return on 
sales is Operating margin/ 
revenue

Technical Assistance

1. Number of calls received  

2. Critical calls

Critical components

Tear and wear

3. Number of resolved calls 

4. Average waiting time online

5. Average time for diagnosis

Production

1. Units manufactured 

2. Number of shifts

3. Actual manufacturing vs installed  
manufacturing capacity 

Recalls

1. Due to in house components?

2. Due to outsourced parts?

3. Due to staff mistakes?

4. Due to new production methods?

Lead time

1. Dispatch time 

2. Production time since order 
placement

3. % of damaged goods received

4. % of missing goods not received

5. % of returned units

Market Intelligence

1. Competitors’ key  customers 
(large accounts)

2. Market environment that can be 
a benefit  or threat: example  
demograph ics , d i sposab le 
income, etc.

3. Human resources

22. Employee career progression 

23. Employee ro ta t ion ( le f t / 
promotion)

KPI

NOTES

A KPI is not necessarily a metric 
measure however it should be a 
capable means to illustrate the 
evolution and present situation of 
business

A KPI RELATES TO ALL 
AREAS OF THE BUSINESS

A KPI re lates and should be 
demonstrable in all areas of business: 
finance/ HR/ after sales/ NPD/ 
Logistics/ Reporting/ Search engine 
ranking/ Social media generated leads/ 
Etc.

An it helps you:

See how you really perform

Help you improve

Develop the business

Help your professional reputation

Build credibility

Become a better professional

Help you with time management

Create best practice

Understand your business

KEY PERFORMANCE INDICATORS

!

NEW KPI
 Website hits
 Website browsing times
 Website downloads
 Newsletter subscription
 Referrals from social media
 Social media “likes”

 Social media recommendations
 Rating in search engines
 Customers via social media
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