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EP. 5 - KPIs and Sales 
Metrics You Need to Know 
 

Overview 
 

This session focuses on the importance of understanding and tracking key 
performance indicators (KPIs) and sales metrics during the early days of a new role. It 
emphasizes the need for clarity on how performance will be evaluated and the 
necessity of being proactive in identifying potential problem areas within the 
company. These metrics are crucial for setting and meeting goals, tracking progress, 
and making data-driven decisions to succeed in a sales environment. 

 

Key Points: 

1. Understanding KPIs and Metrics: 

o Within the first week, ensure you know how your performance will be 
measured. Metrics like Revenue to Target and Pipeline Data are 
essential. 

o If your company doesn’t provide clear metrics, seek clarity to assess how 
well you’re doing and how to improve. 

2. Sales Metrics: 

o Metrics like MQL to SQL conversion, Gross Margin, and Retention are 
crucial for tracking progress and aligning your performance with 
company goals. 

o Learn to use tools like Excel to understand and track these metrics, 
especially in environments where data-driven decisions are 
emphasized. 

3. Identifying Problem Areas: 
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o Be proactive in discovering issues within your division, such as attrition, 
product gaps, or internal challenges. Listen closely to colleagues and 
stay informed. 

o Understanding these areas early allows you to allocate your time and 
resources effectively. 

4. Current vs. Future Metrics: 

o Comparing current performance to future goals helps shape strategic 
plans, allocate resources, and identify areas for improvement. 

o Regular comparison fosters continuous improvement and risk 
mitigation, ensuring alignment with company objectives. 

5. Benchmarking and Peer Feedback: 

o Don’t rely solely on your boss for feedback. Collaborate with peers and 
other departments like finance, marketing, and operations for insights 
that can inform your decisions and improve your performance. 

6. Key Metrics: 

o Revenue to Target: Understand how targets are set and track progress 
toward meeting or exceeding them. 

o MQL to SQL: Learn the process of converting marketing leads to sales 
leads and optimize for better results. 

o Funnel Health and Pipeline Data: Monitor the health of your sales 
funnel and ensure a steady flow of leads. 

o Retention, New Contracts, and Renewals: Focus on customer 
retention and securing new contracts to maintain business growth. 

o Calls Made and Meetings Booked: These activity metrics are 
fundamental to tracking progress and hitting sales goals. 

 

Conclusion: 

This session highlights the critical role that KPIs and metrics play in evaluating and 
guiding performance in a sales environment. By understanding these metrics early 
on, you can set clear goals, identify problem areas, and position yourself for success. 
Regularly seeking feedback from peers and using data-driven insights are key to 
staying competitive and effective in your role. 


