
A L L  YOU NEED  TO PROVE ROI

YOUR 
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As marketers, we work tirelessly to move the needle on what often seems like a 
laundry list of metrics. But, when it comes to marketing metrics that matter to your 
execs the 6 featured below should cover it. 
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WHAT 
IT IS

WHAT 
IT IS

WHY IT
MATTERS

WHY IT
MATTERS

Customer 
Acquisition 
Cost (CAC)

Marketing % of 
CAC

(M%-CAC)

The total average 
cost your company 
spends to acquire a 

new customer.

Marketing portion 
of total CAC, 

calculated as a 
percentage of the 

overall CAC.

Sales & Marketing Cost

(Revenue customer pays in a period – Gross margin)

# New customers started as a marketing lead

CAC

Total # new customers who interacted with marketing

# New Customers

Estimated churn for customer
: CAC

# New Customers

(Margin – Adjusted Revenue

Total # New Customers

Marker 
of sales/

marketing 
efficiency.

Indicator of  
marketing team’s 
performance and 
spending impact 
on overall CAC. 

CAC

LTV:
CAC

MOC%

M%
– CAC

Time to 
payback 

CAC

MIC%
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SALES AND MARKETING COST = Program 
& Advertising Spend + Salaries + Commissions 
& Bonuses + Overhead for Sales & Marketing in 
a given period.

MARKETING COST = Expenses + Salaries 
+ Commissions & Bonuses + Overhead for 
marketing department only in a given period.

CHURN PERCENTAGE = # Customers you 
lose during a time frame ÷ Total # of customers 
at beginning of the frame (Note: Do not include 
any new sales from that month).

MARGIN-ADJUSTED REVENUE = How 
much your customers pay on average per month.

APPENDIX

METRIC WHAT 
IT IS

WHY IT
MATTERS

Ratio of 
Customer 
Lifetime 

Value to CAC 
(LTV:CAC)

Total value derived 
from each customer 

compared with 
cost to acquire that 

customer.

The higher the 
ratio, the more 
ROI your sales 
and marketing 
team is delivering.

THE FORMULA

Marketing Cost

Sales & Marketing Cost

METRIC WHAT 
IT IS

WHY IT
MATTERS

Time to 
Payback CAC

Number of months 
it takes to earn 

back the CAC  spent 
acquiring new 

customers.  

The less time it 
takes to payback 
CAC, the sooner 

you can make 
money from new 

customers. 

THE FORMULA

METRIC WHAT 
IT IS

WHY IT
MATTERS

Marketing 
Originated 

Customer %
(MOC%)

Portion of your total 
customer acquisitions 

directly originated 
from marketing 

efforts. 

Illustrates impact 
lead generation 
efforts have on 
acquiring new 

customers. 
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METRIC WHAT 
IT IS

WHY IT
MATTERS

Marketing 
Influenced 

Customer % 
(MIC%)

Percentage of all 
new customers that 

marketing interacted 
with while they were 

leads.

Provides a big-
picture look 

into the overall 
impact marketing 
has on the entire 

sales process.

THE FORMULA
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