
How to Create Useful KPIs for
Your Business
Tips for Creating KPIs for Your Company

Key Performance Indicators (KPIs) are one of the most powerful
tools you have for measuring and driving business success. But
here’s  the  catch:  KPIs  are  only  effective  if  they’re
meaningful and actionable. That means you can’t just track a
random set of metrics. You need to carefully select KPIs that
align with your company’s unique goals and use them to inform
data-driven decisions.

If you’ve ever felt overwhelmed by metrics or unsure whether
your KPIs are delivering real value, don’t worry. By following
these six tips, you’ll learn how to create KPIs that cut
through the noise and push your business forward.
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Align KPIs With Strategic Objectives1.

The  foundation  of  any  useful  KPI  is  alignment  with  your
company’s strategic objectives. Think about your big-picture
goals:  Are  you  trying  to  grow  revenue,  improve  customer
satisfaction,  reduce  operational  costs,  or  expand  market
share? Your KPIs should directly reflect these priorities.

For example, if your goal is to increase revenue, you might
track metrics like monthly recurring revenue (MRR) or customer
acquisition  cost  (CAC).  If  customer  satisfaction  is  your
focus,  consider  monitoring  net  promoter  score  (NPS)  or
customer retention rates.

The key is to choose KPIs that measure progress toward your
specific objectives. Misaligned KPIs – no matter how well
they’re tracked – won’t provide meaningful insights or help
you achieve your goals.

Make KPIs SMART2.

A  good  KPI  should  follow  the  SMART  criteria:  Specific,
Measurable, Achievable, Relevant, and Time-bound. This ensures
that your KPIs are clear, actionable, and trackable.

For example, instead of setting a vague goal like “increase
sales,” create a specific KPI such as “increase monthly sales
by 10 percent within the next quarter.” This clarity gives
your team a defined target to aim for and a timeline for
achieving it.

Measurable KPIs are especially important because they provide
hard data you can use to assess performance. Numbers don’t
lie,  and  having  clear  metrics  helps  you  make  objective
decisions based on facts rather than gut feelings.

Focus on Quality Over Quantity3.
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When it comes to KPIs, less is often more. It’s tempting to
track  every  metric  imaginable,  but  doing  so  can  lead  to
information  overload  and  confusion.  Instead,  focus  on  a
handful of KPIs that truly matter to your business.

Start by identifying 3-5 core KPIs for each major goal or
department. For example:

Sales might track revenue growth, conversion rates, and
average deal size.
Marketing  could  focus  on  lead  generation,  website
traffic, and campaign ROI.
Operations might prioritize cost per unit, production
efficiency, and delivery times.

By narrowing your focus to the most impactful metrics, you’ll
be better equipped to monitor progress and make meaningful
improvements.

Avoid Vanity Metrics4.

Vanity metrics are numbers that look impressive on the surface
but don’t provide actionable insights. For example, tracking
website page views might sound good, but unless those views
are converting into leads or sales, the metric isn’t actually
helping you.

Ask  yourself  whether  each  KPI  directly  ties  back  to  your
goals.  If  it  doesn’t,  it’s  probably  not  worth  tracking.
Instead, focus on metrics that show real progress, such as
customer  retention  rates,  profit  margins,  or  operational
efficiency.

Cutting out vanity metrics helps you focus your energy on what
truly matters and ensures your KPIs drive better decision-
making.
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Use KPIs to Cut Through the Noise5.

In  business,  it’s  easy  to  get  distracted  by  day-to-day
challenges  or  emotional  reactions  to  short-term  setbacks.
That’s where KPIs come in.

KPIs act as a compass, helping you stay focused on your long-
term goals. By providing clear, objective data, they help you
make  decisions  based  on  facts  rather  than  feelings.  For
example:

If sales are down, KPIs can pinpoint whether the issue
lies with lead generation, conversion rates, or customer
churn.

If a new product launch isn’t performing as expected,
KPIs like customer feedback scores or return rates can
reveal specific areas for improvement.

As a business leader, KPIs give you the clarity you need to
navigate  challenges,  identify  opportunities,  and  keep  your
team aligned with your strategic vision.

Review and Adjust Your KPIs6.

Your business is constantly evolving, and your KPIs need to
evolve with it. A metric that was relevant last year might not
be  as  useful  today,  especially  if  your  goals  or  market
conditions have changed.

Set a schedule to review your KPIs regularly – quarterly is a
good starting point. During these reviews, ask yourself:

Are these KPIs still aligned with our goals?
Are we consistently tracking and analyzing them?



Do we need to add or remove any metrics based on current
priorities?

Don’t be afraid to refine your KPIs as needed. The goal is to
create a living system that adapts to your business’s changing
needs, keeping you on track for success.

Adding it All Up

If you want your business to grow, you have to get good at
measuring. And the best way to measure accurately and hold
your team accountable is by setting useful KPIs. 

As we’ve pointed out, the emphasis should always be on the
quality of metrics over the quantity. When you get the right
KPIs plugged in, everything else will fall into place.


