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Principles of Marketing
Measuring marketing performance



This lecture covers:

Measuring marketing performance
 

• How to measure results
• Metrics & KPIs
• PDCA 
• Post-campaign analysis



G - GENERATE

• How are you going to track marketing performance, 
measure results and response?



G - GENERATE

• Step 1 – Define your benchmark
• Step 2 – Set non-subjective KPIs to measure performance 
• Step 3 – Consistency is critical
• Step 4 – Align to objectives



Critical success factors





KPI examples

• CLTV – Customer Lifetime Value
• CPA – Cost per acquisition
• Close rate
• Customer retention rate



Example KPIs



Example KPIs



Task: What are the KPIs for your marketing 
strategy and campaign?

• Remember to link back to the objectives
• Consider the channels and tactics you have chosen
• These KPIs could be specific to each stage of the RACE



Task
EAIDAL Customer 
Stage

How are we going to track success?

1. Educate

2. Awareness

3. Interest

4. Desire

5. Action

6. Loyalty

A. How are we going to track success? 

Consider:
- Tools needed
- Resources

B. What does success look like for Freddie 
at each stage?



Y - YIELD

• What learnings will you take to improve or inform the 
next marketing campaign?



Planning for continuous improvement

• Metrics and KPIs 

• Continuous 
improvement



Green, (2022), https://blog.hubspot.com/marketing/pdca-cycle-model 

What questions should you ask at each stage?

https://blog.hubspot.com/marketing/pdca-cycle-model


Example



Hard vs soft metrics

Source: Wesson (2023), 
https://www.revenuemarketingalliance.com/measuring-account-based-

marketing-abm-results/ 

https://www.revenuemarketingalliance.com/measuring-account-based-marketing-abm-results/
https://www.revenuemarketingalliance.com/measuring-account-based-marketing-abm-results/


Dashboards

Source: Geckoboard, (n.d), https://www.geckoboard.com/dashboard-
examples/marketing/ 

https://www.geckoboard.com/dashboard-examples/marketing/
https://www.geckoboard.com/dashboard-examples/marketing/


Dashboards



Task
EAIDAL Customer 
Stage

KPIs

1. Educate

2. Awareness

3. Interest

4. Desire

5. Action

6. Loyalty

A. What KPIs are we going to use to measures 
success?

The KPIs chosen should link to:
- Objectives
- Tactics chosen
- Be different at each stage of the EAIDAL model

B. What action do we take if there is 
underperformance?





Post-campaign analysis

1. What can be repeated?

2. What can be changed?

3. What can be eliminated?



Post-campaign analysis

What can be repeated?
• This question focuses on what worked well in the campaign. 

• For example, if a certain ad format or messaging resonated well with the 
audience and led to higher engagement or conversions, this is something 
to repeat.

• If a specific channel consistently delivered good results, it's worth 
including in future campaigns. Any element that contributed positively to 
the campaign's outcomes is a candidate for repetition.



Post-campaign analysis

What can be changed?
• This question addresses aspects of the campaign that showed promise but 

didn't quite hit the mark. 

• Perhaps a certain message didn't resonate as well as hoped, or the timing of 
a social media post didn’t align with the audience’s online presence. 

• It could also relate to aspects like targeting: Did the campaign reach the 
intended audience successfully, or could adjustments be made to improve 
reach in future campaigns? Any area that has potential for improvement falls 
under this category.



Post-campaign analysis
What can be eliminated?

• This question is about identifying what didn't work in the campaign. 

• If a particular ad format failed to engage the audience, or a channel didn't 
deliver the expected results, these elements might need to be removed. 

• It's also important to analyse why these aspects didn't work – whether it 
was due to the campaign strategy, execution, budget, or other factors. The 
aim is to learn from less successful aspects to avoid repeating the same 
mistakes in future campaigns.



Post-campaign analysis

1. Did the campaign achieve its goals and objectives?
2. Which channels were most effective in driving results?
3. What was the audience response and engagement level?
4. What were the key touchpoints in the customer journey stages?
5. What were the key strengths and weaknesses of the campaign?
6. What were the conversion rates and ROI?
7.  What actionable recommendations can be made for future campaigns?



Task: Conducting a PCA
• Identify and include the steps that you could take to measure and 

monitor the following:
• Did the campaign achieve its objectives?
• Which channels performed best, and which underperformed?
• How could the budget be reallocated to optimise channel usage?
• Which channels should be used in future campaigns, and which should 

be discarded?
• Is the selection of metrics appropriate based on the objectives, channels, 

and tactics? What metrics are missing?



This lecture covered:

Measuring marketing performance
 

• How to measure results
• Metrics & KPIs
• PDCA 
• Post-campaign analysis



Thank you!
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