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WHY?

• Demonstrate the contribution of marketing to revenue and business growth

• Make better decisions

• Optimise the customer journey

Shift your marketing from a cost centre to a revenue generator



THE MAIN KPIS?
What are



MARKETING CONTRIBUTION TO REVENUE

SOURCED INFLUENCED



MARKETING ROI

STRATEGIC ATTRIBUTION

Are you investing wisely?

STRATEGIC ATTRIBUTION



M-CAC: CUSTOMER ACQUISITION COST



CUSTOMER LIFETIME VALUE

£
Average

Transaction
Annual Purchase 

Frequency
Expected Years 
of Relationship

Customer Lifetime
Value

CLV=



CUSTOMER SENTIMENT

Promoters % - Detractors % = 
NPS 

How likely are you to recommend [Company Name] to a friend or 
colleague?



RECAP

 Marketing Contribution to Revenue
 ROI 
 Customer Acquisition Cost
 Customer Lifetime Value
 Customer Sentiment / NPS



TACTICAL – FOR YOUR TEAM

Time on 
website, pages 
per visits etc.

Click through

Conversions: 
traffic -> leads -
> MQLs -> SQLs 

-> Won

Velocity: time 
between stages 

etc.

Cost per lead



TRACK THOSE KPIS?
How to



TWO CORE TECHNOLOGIES...



Integration is 
Key

MARKETING AUTOMATION & CRM



QUESTIONS?
Thank you.
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