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Key Performance Indicator Tracker
The Key Performance Indicator (KPI) Tracker helps you track the primary success factors for your business. KPIs are predetermined measurements that reflect the critical success factors of an organization. KPIs differ by organization, by industry, and even by department.
Lagging indicators help you know how your company is doing at this point in time. Financial data is usually displayed as lagging indicators, based on facts that show what you have done in the past.

Leading indicators help you know how your company will do in the future. Forecasts are usually shown as leading indicators. Forecasts show where you see your company going in the future, and they help you set and modify goals.

In the following table, use the sample text as guidelines to define your long-term strategy and related objectives for reaching each goal. Each goal should yield a set of KPIs that can be measured and monitored regularly. These KPIs should give you insight into the direction that your company is headed. You can then ask yourself such questions as: Are we going to meet our goal? Are we making headway toward our goal?
[Goal]
	Objective
	Measurement
	Target
	Action program

	Growth
	· Sales growth

· Margin growth

· Market growth
	· Sales growth: +10%

· Margin growth: +6% in 4 years

· Market growth: +2%
	Make 3 more sales calls per week.

	Perceived value for money
	Customer surveys
	Ratings consistently in top 10%
	Establish focus groups.

	Relationships at multiple levels
	Number of contacts with targeted campaigns
	Goal of 100%
	Create an account penetration program.

	Maximum customer retention
	Win-loss ratio
	Retention of more than 75% in targeted segment
	Make sales support a critical opportunity.

	Development of regional markets
	Potential revenue in sales pipeline
	Revenue increase of 60%
	Reference sell program.

	Identification of profitable new markets
	· Number of potential customers arrive first

· Number of surprises
	· Doubling of current number in 3 years

· Reduction of surprises by 35% in 2 years
	Compare top-selling customers against new opportunities.

	Development of marketing skills
	Percentage of strategic skills that are available
	100% in 5 years
	Create a selling skills program.

	Development of customer database
	Percentage of customers who have known key attributes
	80% in 2 years
	Create customer database.
Develop sales learning systems.

	
	
	
	

	
	
	
	














