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What are your KPIs?

Definition

A KPI is Key Performance Indicator

Advantage 

Allows you to monitor and improve your success (and 
your department’s)



Industry Open Click Soft Bounce Hard Bounce Abuse Unsub

Agriculture and Food Services 25.22% 3.23% 0.63% 0.48% 0.03% 0.29%

Architecture and Construction 25.09% 2.99% 1.57% 1.14% 0.04% 0.37%

Arts and Artists 27.50% 2.89% 0.69% 0.51% 0.03% 0.28%

Beauty and Personal Care 19.03% 2.15% 0.46% 0.44% 0.04% 0.33%

Business and Finance 21.49% 2.77% 0.72% 0.60% 0.03% 0.24%

Computers and Electronics 21.32% 2.34% 1.08% 0.74% 0.03% 0.30%

Construction 22.68% 1.99% 1.69% 1.33% 0.05% 0.45%

Consulting 19.68% 2.40% 0.97% 0.74% 0.03% 0.29%

Creative Services/Agency 22.70% 2.77% 1.14% 0.90% 0.03% 0.36%

Daily Deals/E-Coupons 13.81% 1.83% 0.13% 0.09% 0.01% 0.10%

eCommerce 16.86% 2.50% 0.32% 0.26% 0.03% 0.22%

Education and Training 22.01% 2.78% 0.59% 0.50% 0.02% 0.20%

Entertainment and Events 21.57% 2.38% 0.53% 0.44% 0.03% 0.27%

Gambling 16.84% 3.10% 0.38% 0.46% 0.03% 0.16%

Games 21.40% 3.29% 0.49% 0.52% 0.03% 0.24%

Government 26.36% 3.64% 0.51% 0.42% 0.02% 0.13%

Health and Fitness 22.55% 2.84% 0.48% 0.48% 0.04% 0.38%

Hobbies 28.88% 5.45% 0.36% 0.28% 0.03% 0.22%

Home and Garden 24.72% 3.80% 0.65% 0.45% 0.04% 0.38%

Insurance 20.47% 2.14% 0.76% 0.82% 0.04% 0.23%

Legal 22.74% 2.98% 0.81% 0.68% 0.02% 0.22%

Manufacturing 22.88% 2.53% 1.50% 1.03% 0.03% 0.36%

Marketing and Advertising 18.41% 2.09% 0.82% 0.66% 0.03% 0.28%



Industry Open Click Soft Bounce Hard Bounce Abuse Unsub

Media and Publishing 22.30% 4.59% 0.31% 0.20% 0.01% 0.12%

Medical, Dental, and Healthcare 22.74% 2.52% 0.80% 0.79% 0.04% 0.29%

Mobile 19.84% 2.20% 0.65% 0.67% 0.03% 0.37%

Music and Musicians 23.00% 2.93% 0.63% 0.47% 0.03% 0.29%

Non-Profit 25.29% 2.85% 0.52% 0.44% 0.02% 0.19%

Other 23.34% 2.95% 0.84% 0.65% 0.03% 0.28%

Pharmaceuticals 20.28% 2.65% 0.79% 0.74% 0.03% 0.22%

Photo and Video 26.54% 3.94% 0.79% 0.67% 0.03% 0.41%

Politics 22.92% 2.33% 0.47% 0.43% 0.03% 0.21%

Professional Services 21.00% 2.68% 0.93% 0.72% 0.03% 0.30%

Public Relations 20.04% 1.68% 0.81% 0.62% 0.02% 0.22%

Real Estate 21.65% 2.01% 0.70% 0.58% 0.05% 0.32%

Recruitment and Staffing 20.13% 2.32% 0.56% 0.58% 0.03% 0.30%

Religion 26.34% 3.31% 0.21% 0.19% 0.02% 0.12%

Restaurant 21.96% 1.28% 0.27% 0.23% 0.02% 0.28%

Restaurant and Venue 22.16% 1.40% 0.61% 0.53% 0.03% 0.41%

Retail 21.52% 2.67% 0.41% 0.34% 0.03% 0.29%

Social Networks and Online Communities 21.90% 3.50% 0.41% 0.33% 0.02% 0.23%

Software and Web App 21.57% 2.42% 1.12% 0.88% 0.03% 0.39%

Sports 26.03% 3.50% 0.54% 0.47% 0.03% 0.28%

Telecommunications 21.44% 2.49% 1.21% 0.92% 0.03% 0.28%

Travel and Transportation 20.71% 2.31% 0.70% 0.51% 0.03% 0.24%

Vitamin Supplements 17.47% 2.03% 0.40% 0.29% 0.04% 0.27% 



Campaign Industry Comparison

Campaign Results

Campaign Activity Reporting
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75 named contacts visited the website

12 were first time visits

5 of the 12 new visits, left the page they 

landed on

1 scored 20 pts and is therefore an MQL

63 were repeat visits

18 scored 20 pts or above and are MQL

1 exceeded 50

How many of the 63, who if we added 

todays post click points to any other 

activity on the month became a 50 point 

in the month - aka MQL?

18 named contacts visited the web

5 were first time visits

1 never left the page they landed on

2 scored more than 20pts and thus are 

MQL

13 repeat visits

4 scored more than 20 pts and thus 

are MQL

1 scored 77 pts

5 never left the page they landed on 

(bounced)

How many of the 9, who if we added 

todays post click points to any other 

activity on the month became a 50 

point in the month - aka MQL?

1 click through, repeat visitor 









Identifying where the traffic coming onto your 
website is coming from

• We need to identify what campaigns and 
channels are working. 

• Use UTM Values

• Use Campaign reporting in GatorLeads



SHARING IS CARING

REPORTING
HERE’S OUR



Key Business performance – Sales pipeline and 
appointment growth

KPI Target Actual

MQL’s generated in the month** 650 200

Discovery calls booked in a month 96 74 (36)

Opportunities created in the month £31,500 £19,180

New contracted revenue in the month £7,500 £7,525



Biz Dev Discovery Call performance against target 



Calling Lists in CRM



Dashboards in CRM



Dashboards in CRM



Dashboards in CRM



How much traffic do you need to 
keep your sales team busy?

• Do you have a definition of an MQL 
agreed with your sales team?

• How many MQL’s do they need every 
month?

• What channels provide the best MQL?



Other forms of reporting you 
might want to consider

• List growth

• Top performing campaigns of the month

• Identify the types of personas that are interacting with 
campaigns

• Ensure that when you’re reviewing campaigns by 
filtering on type i.e. not looking at customers and 
prospect combined, but looking at the reports 
separately.



Thank You!



Setting a conversion rate

WHAT IT IS: THE PERCENTAGE OF 
EMAIL RECIPIENTS WHO HAVE 

ENGAGED WITH CERTAIN PAGES ON 
THE WEBSITE OFF THE BACK OF 

EMAIL BEHAVIOUR AND 
COMPLETING THE DESIRED ACTION, 

SUCH AS INCREASING THEIR 
GATORLEADS SCORE BY 20 IN A 

WEEK OR 50 IN A MONTH

HOW TO CALCULATE IT: (NUMBER 
OF PEOPLE WHO COMPLETED THE 

DESIRED ACTION ÷ NUMBER OF 
TOTAL EMAILS DELIVERED) * 100

EXAMPLE: EXAMPLE: 400 PEOPLE 
WHO COMPLETED THE DESIRED 
ACTION ÷ 10,000 TOTAL EMAIL 

DELIVERED * 100 = 4% CONVERSION 
RATE


