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IAB METRICS  
CONTEXTO

La medición precisa y estandarizada de 
métricas es fundamental para guiar las 
decisiones estratégicas y operativas. La 
diversidad de plataformas, herramientas y 
enfoques ha generado una fragmentación 
que dificulta la coherencia en la 
interpretación de datos y la alineación de 
objetivos empresariales. Reconociendo esta 
necesidad, IAB México, en colaboración 
con profesionales líderes y con el apoyo de 
SAMSUNG ADS, ha desarrollado esta guía 
detallada de métricas, denominada IAB 
METRICS 

Inicialmente concebida como una guía 
estática, la iniciativa evolucionó a través 
de sesiones de trabajo con expertos de 
la industria, transformándose en una 
plataforma dinámica y colaborativa.

Este desarrollo continuo permite que 
IAB METRICS  se mantenga relevante y 
adaptable a las cambiantes necesidades 
del sector digital, facilitando una adopción 
amplia y eficiente por parte de nuestros 
Socios.

Esta primera edición está orientada a 
perfiles de nivel C-Level, dentro de las 
compañías, proporcionando a los altos 
directivos las métricas más relevantes 
para monitorizar semanal, mensual y 
trimestralmente. En futuras ediciones, se 
abordarán las necesidades específi cas de 
managers y perfiles operativos, asegurando 
una cobertura integral para todos los niveles 
organizacionales.

El principal objetivo de IAB METRICS es crear 
una plataforma colaborativa e interactiva 
que sirva como marco de referencia para 
impactar en las decisiones de negocios a 
través de métricas clave. Esta plataforma 
está diseñada para adaptarse de manera 
versátil a las necesidades de cada socio, 
permitiendo una integración fluida en 
diferentes entornos.

IAB METRICS puede ser gestionado y 
adaptado a través de diversas herramientas 
digitales, incluyendo: Miro, Notion, Airtable, 
Google Drive, Looker
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METODOLOGÍA

Categorías amplias que agrupan métricas 
relacionadas.
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Cómo se estructura y entiende el proyecto

Secciones

Indicadores específicos que miden el 
desempeño en diferentes áreas

Métricas

Estrategias y acciones recomendadas para 
mejorar las métricas clave.

Tácticas de crecimiento

Las secciones están diseñadas para cubrir 
los aspectos más críticos de la industria 
digital, permitiendo una visión holística y 
segmentada del desempeño empresarial.

Las métricas dentro de cada sección, se 
presentan las métricas más relevantes, 
categorizadas según su tipo y su impacto 
en los objetivos de negocio.

Las tácticas de crecimiento para cada 
métrica, se incluyen tácticas de crecimiento 
específicas que facilitan la mejora continua 
y el alineamiento con los objetivos 
estratégicos.



TIPO DE MÉTRICAS
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MÉTRICAS DE 
RESULTADO

Son métricas cuantitativas que se calculan en función del resultado 
del período analizado. Generalmente, están influenciadas por 
métricas accionables y otras métricas de resultado o de costos. 

Ejemplos: Ingresos totales, Retorno de inversión (ROI)

MÉTRICAS DE 
DIAGNÓSTICO

Estas métricas muestran la relación entre dos métricas y no 
pueden ser impactadas directamente, pero revelan el estado de 
las métricas relacionadas. 

Ejemplos: Tasa de conversión (relación entre visitas y ventas), 
Costo por adquisición (CPA) en relación con el valor de por vida 
del cliente (CLV)

MÉTRICAS  
ACCIONABLES

Son métricas que pueden ser impactadas directamente por 
acciones específicas, permitiendo ajustes rápidos y efectivos en 
las estrategias. 

Ejemplos: Tasa de clics (CTR), Engagement en redes sociales

MÉTRICAS DE 
COSTOS

Incluyen todos los costos incurridos por un negocio para operar con 
éxito, proporcionando una visión clara de la eficiencia financiera. 

Ejemplos: Costo por impresión (CPM), Gastos operativos totales
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IMPACTO DIRECTO

Representado por una flecha 
apuntando hacia la derecha, indica 
una relación de causa y efecto donde 
una métrica influye directamente en 

otra.

CONEXIÓN DIRECTA 
SIN IMPACTO

Representada por una flecha 
discontinua apuntando hacia la 

derecha, muestra una relación entre 
métricas sin una influencia directa.

IMPACTO INVERSO

Representado por una flecha 
apuntando hacia la derecha, indica 
una relación de causa y efecto donde 
una métrica influye directamente en 

otra.

CONEXIÓN INVERSA 
SIN IMPACTO

Representada por una flecha 
discontinua apuntando hacia la 
izquierda, muestra una relación 

inversa sin una influencia directa.

TIPO DE CONEXIONES



IAB METRICS 2024 8

CÓMO USAR LA GUÍA

Identifica qué métricas pueden impactar los indicadores clave de 
rendimiento (KPI)

Elige y monitorea las métricas más relevantes para tu negocio

Descubre qué métricas son responsables de los valores atípicos en 
tus datos

Investiga métricas no convencionales para análisis

Ajusta los KPI de la empresa y empleados

Deja de rastrear métricas que no son muy importantes

Selecciona las mejores tácticas para mejorar tus métricas

Monitorea cómo cada métrica influye en tus ingresos

Utiliza una lista curada de preguntas para revelar conocimientos 
menos obvios



OBJETIVO DE NEGOCIO
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Sección Métrica Tipo Definición

Construcción 
Marca

Ad Awareness Diagnóstico
Mide la recordación de una campaña 
publicitaria, representada por una delta 
positiva o negativa.

Construcción 
Marca

Ad Message 
Association

Diagnóstico Indica el nivel de asociación logrado con el 
mensaje principal de la campaña.

Construcción 
Marca

Brand Aided 
Awareness

Diagnóstico
Indica el nivel de recordación de una marca, 
representado mediante una delta positiva o 
negativa.

Construcción 
Marca

Brand 
Consideration

Diagnóstico
Indica el nivel de consideración de compra 
o uso de la marca (producto o servicio) 
generado por la campaña

Construcción 
Marca

Brand 
Positioning 
Attributes

Diagnóstico
Indica el nivel de asociación logrado con los 
atributos del producto o servicio anunciados 
en la campaña.

Construcción 
Marca

Channel 
Contribution

Diagnóstico

Indica el nivel de contribución de una 
campaña publicitaria en un medio o canal 
específi co hacia alguna métrica de marca, 
representado mediante una delta positiva o 
negativa.

Construcción 
Marca

Share of Mind Diagnóstico
Busca a personas expuestas a la campaña y 
se compara con personas
no expuestas para obtener deltas

Construcción 
Marca

Top of Mind Diagnóstico
Primera marca que surge en la mente del 
consumidor al hacerle una pregunta sobre 
una categoría en especial.

Construcción 
Marca

Total 
spontaneous 

awareness
Diagnóstico

Indica el nivel de recordación de una 
marca de forma espontánea, representado 
mediante una delta positiva o negativa.

CONSTRUCCIÓN DE MARCA



OBJETIVO DE NEGOCIO
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Sección Métrica Tipo Definición

Accionable Activated Users Resultado

El conteo de usuarios únicos que han 
completado con éxito el proceso de 
activación, como crear una cuenta o realizar 
un inicio de sesión inicial.

Accionable
New Registered 

Users
Resultado

Usuarios que se registraron por primera 
vez y se convirtieron en usuarios conocidos, 
a quienes el equipo de marketing puede 
comenzar una conversación.

CRM New Customers Resultado

Clientes que están realizando su primera 
compra en la plataforma de comercio 
electrónico dentro de un período de tiempo 
específico.

CRM
Number of 

Subscribed Users
Resultado

Usuarios que han aceptado recibir mensajes 
de marketing o actualizaciones regulares de 
la plataforma de comercio electrónico.

Email Clicked Resultado Número de destinatarios que hicieron clic en 
cualquier enlace rastreado.

Email Opened Resultado Número de destinatarios que abrieron la 
campaña de correo electrónico.

Facebook Results Resultado
Acciones deseadas que se lograron según el 
objetivo de la campaña (como compras si el 
objetivo es ventas).

Finanzas Acquisition Cost
Costo de 

nuevos clientes
Es el costo de adquirir un nuevo cliente.

Google Ads Conversions Resultado
Acciones que ocurren después de que un 
usuario interactúa con un anuncio o listado 
de producto gratuito.

Google Ads
Total 

conversion 
value

Resultado La suma de los valores de conversión para 
las “Conversiones”.

RESPUESTA DIRECTA



OBJETIVO DE NEGOCIO
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Sección Métrica Tipo Definición

Finanzas
Accumulated 

ROI
Diagnóstico

Mide la rentabilidad de las inversiones en un 
período específico, considerando ganancias y 
pérdidas.

Finanzas
ACOS 

(Advertising Cost 
of Sales)

Diagnóstico

Relación entre el gasto publicitario y las 
ventas generadas a partir de esa publicidad, 
midiendo la efectividad de las campañas 
publicitarias para impulsar las ventas en 
relación con su costo.

Finanzas
Incremental 

Revenue
Resultado

Ingresos adicionales generados por 
una acción o inversión específi ca, en 
comparación con los ingresos base, que 
reflejan el impacto de los cambios realizados 
por la empresa.

Finanzas
LTV (Customer 
Lifetime Value)

Diagnóstico
Ingreso total previsto que un cliente generará 
a lo largo de toda su relación con una 
empresa.

Finanzas
ROAS 

(Return on Ad 
Spend)

Diagnóstico

Ingresos generados por las campañas 
publicitarias por cada dólar gastado, 
midiendo la efectividad de los esfuerzos 
publicitarios para impulsar ventas e ingresos 
en relación con su costo.

Finanzas Revenue Resultado

Total generado por la venta de bienes 
o servicios antes de deducir gastos. Es 
fundamental para evaluar el desempeño 
financiero y el potencial de crecimientvo de la 
empresa.

Finanzas
ROI 

(Return On In-
vestment)

Diagnóstico

Rentabilidad de una inversión en relación 
con su costo. Esta métrica mide el retorno 
fi nanciero generado por los esfuerzos en 
comparación con su costo.

Finanzas
TACOS (Total 

Advertising Cost 
of Sales)

Diagnóstico

Suma todos los gastos publicitarios en rela-
ción con las ventas totales, proporcionando 
una visión integral de los costos publicitarios 
frente a los ingresos generales, sin limitarse 
solo a las ventas generadas por dichos esfuer-
zos.

Lealtad
Loyalty Program 

ROI
Diagnóstico Retorno de la Inversión del programa de 

lealtad, mide su efectividad fi nanciera..

RETENCIÓN Y LEALTAD



Esta guía de métricas no debe entenderse 
como un documento exhaustivo, sino 
como un recurso complementario a 
una plataforma interactiva que hemos 
desarrollado. 

Aquí se incluyen algunas métricas a modo 
de ejemplo. Para acceder a la guía completa, 
que contiene más de 700 métricas y sus 
estrategias asociadas, los usuarios pueden 
solicitar acceso al archivo compartido de 
Google Drive. 

Una vez aceptados, tendrán acceso a 
la plataforma completa, actualizada 
regularmente por expertos de la industria 
para adaptarse a los cambios del entorno 
digital.

LINK AQUÍ

https://docs.google.com/spreadsheets/d/13avPDAGpTKT1gtZT0W7ctt1EG-1tnHo5eVvsfOs5VYM/edit?gid=911029337#gid=911029337


AGRADECIMIENTOS

IAB METRICS 2024 13

Extendemos nuestro más sincero agradecimiento a todos los profesionales de la industria 
digital que han contribuido en la curaduría de esta guía. Su experiencia y dedicación han 
sido esenciales para el éxito de este proyecto:

Alfredo Alor
Analista de Marketing Digital 
NTT Data

Carlos Medina
Strategic Marketing Manager 
Samsung Ads

Cristina Pineda
COO | MCK Agency   
Presidenta del Comité de Business 
Intelligence | IAB México

Diego Arias
Media Manager Latam 
Google

Heliane Esperón
Head of Digital Marketing & E-commerce  
NTT Data  
Presidenta Comité de Lineamientos y 
Mejores Prácticas |  IAB México

Jorge Fuentes
Director 
Retail Universe

Luis Badillo
CEO
MCK Agency

Miguel Anaya
Digital & Global Growth Partnerships
Nielsen

Miguel Narvaez
Managing Director
Xarvis

Néstor Islava
VP of Sales
Canela Media

Nicolas Maslo
Vice President of Strategy & New Business 
LATAM 
Beeyond Media

Pavel Álvarez
Business Development & Marketing Lead 
Thinkcare

Pedro López
Brand & Media Sr Director | Kantar
VP Comité de Business Intelligence
IAB México



IAB México: www.iab.com.mx
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Keywords
Website Pages

Position Ranking

Clicks & Traffic

Organic Traffic

Result �� Main metric

Share of Organic Traffic

Diagnostic

Branded Traffic

Result

Backlinks

Result

Organic Impressions

Result

Organic CTR

5 reasons 7 tactics

Actionable
Keywords Ranking

7 tactics 8 reasons

Actionable

Coverage Issues

5 reasons 7 tactics

Actionable

Organic Visibility

Diagnostic

Average Position

Result

Search Visibility

Diagnostic

Traffic Value

Diagnostic

First Input Delay (FID)

5 reasons 7 tactics

Actionable

Indexed Pages

Result

Interaction to Next Paint
(INP)

5 reasons 7 tactics

Actionable

Largest Contentful Paint
(LCP)

5 reasons 7 tactics

Actionable

Website Health Score

Diagnostic

Organic Clicks

Result

Clicks per Keyword

Diagnostic

Average Volume

Diagnostic

Non-indexed Pages

Result

Removal Requests

7 reasons 7 tactics

Actionable

Removals

Result

Keywords

Result

Number of "Good" URL

Result

Number of "Need
Improvement" URL

Result

Number of "Poor" URL

Result

Direct Traffic

Result

Penalties

5 tactics 6 reasons

Actionable

Domain Age

Result

Duplicate Pages

Result

Broken Links

Result

Referring Domains

4 reasons 7 tactics

Actionable

Indexed Videos

Result

Non-indexed Videos

Result

Share of Branded Traffic

Diagnostic

% of Indexed Pages

Diagnostic

Website Pages

Result

Keywords List Growth Rate

Diagnostic

% TOP-10 Keywords

5 reasons 5 tactics

Actionable

Commercial Keywords

4 reasons 5 tactics

Actionable

Informational Keywords

5 reasons 7 tactics

Actionable

Share of Do-follow Backlinks

Diagnostic

No-follow Backlinks

5 reasons 7 tactics

Actionable

Do-follow Backlinks

4 reasons 7 tactics

Actionable

Standard Deviation of
Average Position

Diagnostic

Backlinks List Growth Rate

Diagnostic

Cumulative Layout Shift (CLS)

5 reasons 7 tactics

Actionable

  SEO
48 metrics 99 tactics



  Returns and Refunds NEW
45 metrics 73 tactics

Consequences of returns

Returns processing

Causes of returns

Return Rate

Actionable

Return on Sales

Diagnostic

Time to Return

Actionable

Return per Customer

Diagnostic

Refund Rate

Actionable

Exchange Rate

Actionable

Resell Rate of Returns

Diagnostic

Cost of Returns

Costs

Net Returns Impact

Result

% of Customers with Returns

Diagnostic

Return Shipment Time

Diagnostic

Return Cost Per Unit

Diagnostic

New Customers Return Rate

Diagnostic

Return Resolution Time

Diagnostic

Return Experience
Satisfaction

Actionable

Post-Return Purchase Rate

Diagnostic

Return Reason Frequency

Actionable

Return Prevention Rate

Actionable

Repeat Return Rate

Actionable

Return Fraud Rate

Actionable

Product Defect Return Rate

Actionable

Return Handling Time

Diagnostic

Return Logistic Cost

Costs

Packaging Return Rate

Actionable

Return Stock Recovery Rate

Diagnostic

Net Promoter Score (NPS)
After Returns

Diagnostic

Refund Processing Time

Diagnostic

Product Return Elasticity

Diagnostic

Policy Compliance Rate

Diagnostic

Returns

Result

Value of Returns

Result

Customers with Returns

Result

Defective Returns

Result

Refunds Issued

Costs

Exchanges

Result

Resold Returned Items

Result

Return-Related Inquiries

Result

Return Shipments

Result

Unresolved Returns

Result

First-Time Return Rate

Diagnostic

Orders with Returns

Result

SKU Return Rate

Actionable

Return Handling Cost

Costs

Returns per Order

Diagnostic

Customer Return Rate

Diagnostic



Product Sales

Product Reviews

Product Range

Average Price per Item

Result

Number of Units Sold

Result

Average Items per Order

Result

Average Cost per Item

6 reasons 7 tactics

Actionable

Gross Merchandise Value

Result �� Main metric

Average Item Rating

Result

Total Reviews

5 reasons 9 tactics

Actionable

Average Units per Item

5 reasons 7 tactics

Actionable

Item Penetration in
Customers

7 reasons 7 tactics

Actionable

Customer Penetration in
Products

6 reasons 7 tactics

Actionable

Cross Sell Index

5 reasons 7 tactics

Actionable

Number of Products that
Bought Single

6 reasons 6 tactics

Actionable

Positive Reviews

Result

Neutral Reviews

Result

Negative Reviews

Result

% of Positive Reviews

Result

% of Neutral Reviews

Result

% of Negative Reviews

Result

Reviews per Customer

5 reasons 6 tactics

Actionable

% of Reviews with Replies

6 reasons 6 tactics

Actionable

Reviews per Item

Result

Total Items

5 reasons 7 tactics

Actionable

% of A-category Items

Diagnostic

% of B-category Items

Diagnostic

% of C-category Items

Diagnostic

Active Items

Result

% of Active Items

Diagnostic

% of Customers with Reviews

Diagnostic

Item Penetration
in Orders

6 reasons 7 tactics

Actionable

% of Items with Reviews

7 reasons 7 tactics

Actionable

% of New Items

Diagnostic

Product Range Growth Rate

Diagnostic

% of Seasonal Items

Diagnostic

% of Limited Edition Items

Diagnostic

Average Product Lifespan

Diagnostic

% of Customizable Items

Diagnostic

Review Engagement Rate

Result

Product Availability Rate

6 reasons 7 tactics

Actionable

Repurchase Frequency

Diagnostic

Review Velocity

Diagnostic

Review Length

5 reasons 6 tactics

Actionable

Review Response Time

Diagnostic

% of Bundled Products

Diagnostic % of Reviews with Photo

6 reasons 6 tactics

Actionable

Product Mix Index

Diagnostic

% of Repeated Products

Diagnostic

% of Subscription Items

Diagnostic

Purchase-to-Review Time

5 reasons 6 tactics

Actionable

Average Number of Variants
per Product

6 reasons 7 tactics

Actionable

Product Diversity Index

Diagnostic

Total Categories

5 reasons 7 tactics

Actionable

Release-to-Purchase Time

Diagnostic

Seasonal Variation Index

Diagnostic

% of Eco-Friendly Items

Diagnostic

Average Margin per Item

5 reasons 8 tactics

Actionable

% of Reviews with Video

6 reasons 6 tactics

Actionable

  Product  NEW
56 metrics 136 tactics



  Orders

Paid Orders AOV

Coupons

Unpaid Orders

Order Gap Analysis

Average Discount

% of Orders with Coupon

AOV

�� Main metric

Average Time from First Visit
to Paid Order

Conversion Rate

AOV of First Orders

AOV of Repeat Orders

Average % of Discount

Paid Orders

Conversion to Order
Payment

Average Time from Add to
Cart to Payment

Transaction Path Length

Average Time to Payment

% of Unpaid Orders

AOV of Unpaid Orders

Unpaid Orders

Cost per Paid Order

Coupon Conversion

Orders with Coupon Average Coupon Lifespan

Average % of Orders with
Coupon per Customer

Coupon Stack Rate

Payment Failure Rate

Revenue Lost to Unpaid
Orders

Payment Recovery Rate

Unpaid Order Recovery Cost

Coupon Discount Expense

Active Coupons

Average % of Promotional
Items per OrderAverage % of Delivery Cost

Attach Rate

Coupon Satisfaction

Orders with Free Delivery

Average Number of
Promotional Items per Order

Average Tax Percentage per
Order

% of Orders with Free
Delivery

Average Delivery Cost

Cancelled Orders% of Cancelled Orders

Abandonment Cart Recovery
Cost

Conversions from Add to
Cart to Paid Order

Average Offered % of
Discount

Coupon-Heavy Customer
Ratio

Average Price per Item in
Order with Coupon

Average Items per Order
with Coupon

AOV of Orders with Coupon

Free Delivery Threshold

% of Successful Up-selling

% of Successful Cross-selling

NEW
50 metrics 97 tactics



Meta Leads

Video Ads

Engagement

Clicks

GA Impressions

Result

Touchpoints

Diagnostic

3-second video plays

Diagnostic

Page engagement

Result

Instant experience view time

7 tactics 9 reasons

Actionable

Instant experience view

5 tactics 9 reasons

Actionable

Outbound clicks

Result

Instant experience outbound
clicks

Result

Clicks (all)

Result

Get directions clicks

Result

Phone Number Clicks

Result

Link clicks

Result

Post Comment

13 reasons Actionable

Meta Leads

Result

Post engagements

Result

2-second continuous video
plays

Diagnostic

Meta purchase conversion
value

Result

Meta purchases

Result

Instant experience clicks to
open

Result

Unique CTR (all)

10 reasons 9 tactics

Actionable

Unique CTR (link click-
through rate)

10 reasons 4 tactics

Actionable

CTR (link click-through rate)

12 reasons 7 tactics

Actionable

CTR (all)

13 reasons 35 tactics

Actionable

CPM (cost per 1,000
impressions)

13 reasons 15 tactics

Actionable

CPC (cost per link click)

Diagnostic

Frequency

10 reasons 8 tactics

Actionable

Cost per unique link click

Diagnostic

Cost per unique click (all)

Diagnostic

Cost per like

Diagnostic

Cost per lead

Diagnostic

CPC (All)

Diagnostic

Cost per page engagement

Diagnostic

Cost per post engagement

Diagnostic

Cost per 3-second video
plays

Diagnostic

Cost per 1,000 Accounts
Center accounts reached

Diagnostic

Unique link clicks

Result

Unique clicks (all)

Result

Video average play time

11 reasons 12 tactics

Actionable

Post Saves

12 reasons Actionable

Post shares

12 reasons Actionable

Results

Result �� Main metric

Photo views

11 reasons Actionable

Video plays at 95%

Diagnostic

Video plays at 75%

Diagnostic

Video plays at 50%

Diagnostic

Video plays at 25%

Diagnostic

Video plays at 100%

Diagnostic

Video plays

Result

Amount spent

Costs

Reach

Result

Likes

10 reasons 6 tactics

Actionable

Meta Leads Conversion Value

2

Clicks per account

Diagnostic

Cost per result

Diagnostic

Cost per video plays

Diagnostic

Cost per 2-second
continuous video play

Diagnostic

Post Reactions

12 reasons Actionable

Result rate

Diagnostic

  Meta Ads
58 metrics 108 tactics



  Loyalty Program NEW
44 metrics 97 tactics

Points Redemption

Points Earning

Members

Active Loyalty Members

Result

Redemption Rate

Actionable

Points Earned

Result

Points Redeemed

Result

Points Expiry Rate

Actionable

Exclusive Offer Redemption
Rate

Actionable

Feedback Response Rate

Diagnostic

High-Value Members

Diagnostic

Repeat Redemption Rate

Diagnostic

First Redemption Time

Diagnostic

Loyalty Program Awareness
Rate

Actionable

Loyalty Member Spend
Increase

Diagnostic

Loyalty Program Advocacy
Rate

Diagnostic

Lifetime Points Earned

Diagnostic

Lifetime Points Redeemed

Diagnostic

Member Profile
Completeness

Actionable

Time to Tier Upgrade

Diagnostic

Average Spend per
Redemption

Diagnostic

Inactive Member Rate

Diagnostic

Time to First Purchase Post-
Enrollment

Diagnostic

Points Earned per Order

Diagnostic

Member Engagement Index

Diagnostic

Redemption Frequency

Diagnostic

Member Activation Rate

Actionable

Cross-category Redemption
Rate

Diagnostic

Points Redeemed Per Orders

Diagnostic

Average Points Balance

Diagnostic

Points Transfer Rate

Actionable

Member Growth Rate

Diagnostic

Loyalty Program ROI

Diagnostic

Member Communication
Opt-in Rate

Actionable

Issues Rate

Diagnostic

Orders with Redeption

Result �� Main metric

% of Orders with Redeption

Diagnostic

Fraud Activity Rate

Actionable

Point Accrual Rate

Actionable

Point Expiry Period

Actionable

Signup Bonus Points

Actionable

Max Redemption Percentage

Actionable

Birthday Bonus Points

Actionable

Loyalty Program Satisfaction
Score

Diagnostic

Inactive Loyalty Members

Result

Loyalty Members

Result

Blocked Loyalty Members

Result



  Influence marketing NEW

Campaign Monitoring

Content Creation & Collaboration

Discovery & Outreach

Strategy Development

Brand Alignment Score

Actionable

Influencer Selection Success
Rate

Actionable

Contacted Influencers

Actionable

Collaborating Influencers

Result

Average Followers of
Contacted Influencers

Actionable

Total Influencer Payments

Costs

Reach Potential

Result

Total Influencers Followers

Result

Average Followers of
Collaborating Influencers

Diagnostic

Expected Impressions

Result

Post Impression Rate

Diagnostic

Engagement Potential

Result

Pre-Click Engagement Index

Diagnostic

Industry Average
Engagements

Diagnostic

Industry Average
Impressions

Diagnostic

Industry Engagement Rate

Diagnostic

Created Content Pieces

Actionable

Released Content Pieces

Result

Content Approval Rate

Actionable

Campaign Interactions

Result

Influencer Link Clicks

Result

Click-Through Intent

Actionable

Engagement Rate

Actionable

Influencer Content
Engagement

Result

Influencer Impressions

Result

Influencer Cost Per Mille
(ICPM)

Diagnostic

Influencer Cost Per Click
(ICPC)

Diagnostic

Influencer Cost Per
Engagement (ICPE)

Diagnostic

Influencer Marketing
Campaign Costs

Costs

Influencer Performance
Score

Diagnostic

Earned Media Value (EMV)

Result

Influencer ROI

Diagnostic

Predictive ROI

Average Influencer Payment

Diagnostic

Orders with Influencers
Сoupons

Result �� Main metric

Unreleased Content Pieces

Result

Lost Сosts

Costs

Success Rate

Diagnostic

Revenue with Influencers
Coupons

Result

Profile Engagement Rate

Diagnostic

Influencer Profile
Engagements

Result

Influencer Followers

Result

42 metrics 56 tactics

Made with FanFuel App



  Google Ads
72 metrics 116 tactics

Interactions

Budget

Frequency of impressions and reach Impressions

Conversions

Google Ads video views

Result

Quality Score

Actionable

View-Through Conversions

Result

Net cost

Costs

Impr. (Top) %

Diagnostic

Average daily budget

Costs

Clicks

Result

Clickthrough rate (CTR)

Actionable

Conversion cycle

Actionable

Conversion rate

Diagnostic

Conversion value per cost

Diagnostic

Conversion window

Actionable

Conversions

Result

Cost-per-click (CPC)

Diagnostic

Cost-per-thousand
impressions (CPM)

Actionable

Cost-per-view (CPV)

Diagnostic

Daily spending limit

Costs

First page bid estimate

Diagnostic

First position bid estimate

Diagnostic

Frequency capping

Actionable

Average impression
frequency per user

Diagnostic

GA Impressions

Result

Interactions

Result

Invalid clicks

Result

Number of Keywords

Result

Maximum CPC bid

Actionable

Monthly spending limit

Costs

Negative keywords

Result

On-target precision (OTP)

Diagnostic

On-target reach

Result

Play rate

Actionable

Population

Result

Publisher purchased clicks

Result

Recommended average daily
budget

Costs

Target cost-per-thousand
impressions (tCPM)

Actionable

Top of page bid estimate

Diagnostic

Unique Reach

Result

View rate

Actionable

View-through conversion
window

Actionable

Impr. (Abs. Top) %

Diagnostic

Avg. monthly searches

Result

Cost per conversion

Diagnostic

Total conversion value

Result �� Main metric

Value per conversion

Diagnostic

Organic clicks in Google

Result

Unknown clicks

Result

On-target percentage reach

Diagnostic

Avg. CPE

Diagnostic

Click Share

Diagnostic

Engagement rate

Actionable

Engagements

Relative CTR

Diagnostic

Avg. Cost

Diagnostic

Interaction Rate

Diagnostic

Click conversion rate

Diagnostic

All conv. value

Result

All conv. value / click

Diagnostic

All conv. value / cost

Diagnostic

Cost / all conv.

Diagnostic

Value / all conv.

Diagnostic

All conversions

Result

Display Impr. share

Diagnostic

Display Lost IS (budget)

Diagnostic

Display Lost IS (rank)

Diagnostic

Impression Share (IS)

Diagnostic

Search Impr. share

Diagnostic

Search Lost Abs. Top IS
(Budget)

Diagnostic

Search Lost Abs. Top IS
(Rank)

Diagnostic

Search Lost IS (budget)

Diagnostic

Search Lost IS (rank)

Diagnostic

Search Lost Top IS (Budget)

Diagnostic

Search Lost Top IS (Rank)

Diagnostic



  Finances NEW
52 metrics 115 tactics

Revenue & Profits
Efficiency Assessment Expenses

Revenue

Result

COGS (Cost of Goods Sold)

5 tactics Costs

Net Profit

Result

Gross Profit Margin

Diagnostic

Gross Profit

Result

Sales Taxes

6 tactics Costs

Fixed Expenses

5 tactics Costs

Transaction Fees

5 reasons 6 tactics Costs

Shipping Expenses

5 reasons 6 tactics Costs

Marketing Expenses

6 tactics Costs

Handling Expenses

5 tactics Costs

Net Profit Margin

Diagnostic

Shipping Paid by Customer

Result

Discounts

Result

Refunds

5 tactics Costs

Operational Expenses

7 tactics Costs

Variable Expenses

6 tactics Costs

Rent

5 reasons 5 tactics Costs

Service Subscription Costs

5 reasons 5 tactics Costs

Sales

Result

Cost of Materials

5 tactics Costs

Manufacturing Labor Costs

6 tactics Costs

Operating Profit

Result

RPS (Revenue per Sessions)

Diagnostic

LTV (Customer Lifetime
Value)

Diagnostic

LTV/CAC

Diagnostic

ARPS (Average Revenue per
Session)

Diagnostic

ROAS (Return on Ad Spend)

Diagnostic

LTV-based RoAS

Diagnostic

ACOS (Advertising Cost of
Sales)

Diagnostic

TACOS (Total Advertising
Cost of Sales)

Diagnostic

POAS (Profit on Ad Spend)

Diagnostic

MER (Marketing Efficiency
Ratio)

Diagnostic

Incremental Profit

Result

ROI (Return On Investment)

Diagnostic

Accumulated ROI

Diagnostic

LTV X days

Diagnostic

Incremental Revenue

Result

Costs of Reverse Logistics

5 tactics Costs

Customer Service Expenses

6 tactics Costs

Packaging Costs

5 reasons 5 tactics Costs

R&D Costs (Research and
Development)

5 tactics Costs

Debt Servicing Costs

5 tactics Costs

Operating Profit Margin

Diagnostic

Net Profit Growth Rate

Diagnostic

ROCX (Return on Customer
Experience)

Diagnostic

Amortisation

5 tactics Costs

Inflation-Adjusted Net Profit
Growth Rate

Diagnostic

Non-manufacturing Labor
Costs

6 tactics Costs

Reinvested Net Profit

Result

Withdrawn Net Profit

Result

% of Reinvested Net Profit

Diagnostic



Email Funnel

Total Clicks

Result

Clicked

Result

CTOR (Click through Open
Rate)

7 reasons 7 tactics

Actionable

Cost per Email Click

Diagnostic

Total Opens

Result

Email Bounce Rate

5 tactics 7 reasons

Actionable

Open Rate

7 reasons 7 tactics

Actionable

Opens per Successful
Delivery

Diagnostic

Emails per Subscriber

5 tactics 7 reasons

Actionable

Emails Sent

Result

Cost per Open

Diagnostic

Email Marketing Costs

Costs

Subscribers List

Total Subscribers

Result

Spam Complaint Rate

6 tactics 7 reasons

Actionable

Unsubscribe Rate

6 tactics 7 reasons

Actionable

Subscribers List Growth Rate

Diagnostic

Opt-Ins

Result

Total Traffic from Email

Result �� Main metric

Successful Deliveries

Result

Opened

Result

Cost per Email Sent

Diagnostic

Email Ignore Rate

Diagnostic

Forwards

Result

Click Rate

Diagnostic

Confirmed Opt-ins

Result

Clicks per Unique Open

Diagnostic

Domain Reputation

5 tactics 7 reasons

Actionable

Delivery Rate

6 tactics 7 reasons

Actionable

Inactive Subscribers

Result

Hard Bounces

Result

Opt-Ins per Unsubscriber

Diagnostic

Abuse Complaints

Result

Spam Score

5 tactics 7 reasons

Actionable

Email Opt-in Rate

6 tactics 7 reasons

Actionable

Unsubscribed

Result

Soft Bounces

Result

Bounces

Result

Subscriber Feedback Score

6 reasons 6 tactics

Actionable

Email List Health Score

Diagnostic

Forward Rate

6 tactics 7 reasons

Actionable

  Email marketing
40 metrics 108 tactics



Active CustomersRetention

Customer BaseAcquisition

Non-activated Users

Result

% of Non-activated Users

Diagnostic

New Customers

Result

Customer Acquisition Cost
(CAC)

Diagnostic

First-visit Purchase Rate

Diagnostic

% of New Customers

Diagnostic

New & Repeat Customers
Ratio

Diagnostic

New Customer Revenue

Result

Time to First Purchase

7 reasons 7 tactics

Actionable

Average First Order Value

Result

New Customer Orders

Result

Signup-to-Purchase
Conversion Rate

7 reasons 7 tactics

Actionable

Active Customers

Result �� Main metric

Orders per Customer

Diagnostic

Average Orders per Month
per Customer

Diagnostic

Sales per Customer

Diagnostic

Profit per Customer

Diagnostic

Monthly Active Customers

Diagnostic

Average Monthly Revenue

Diagnostic

Number of Subscribed Users

Result

% of Users who Used the App

5 reasons 7 tactics

Actionable

Average Number of Wishlist
Items

Diagnostic

% of Subscribed Users

5 reasons 7 tactics

Actionable

Number of Users with an
Active Wish-list

Result

% of Users with an Active
Wish-list

5 reasons 7 tactics

Actionable

Number of Users who Used
the App

Result

Purchased Items per
Customer

Diagnostic

Total Customers

Result

RFM: Number of
"Champions"

Result

RFM: Number of "Customers
At Risk"

Result

RFM: Number of "Can't Lose
Them!"

Result

Lifetime

Diagnostic

All Users

Result

User Base Growth Rate

Diagnostic

Repeat Customers

Result

Lost Customers

Result

Returned Сustomers

Result

Customer Base Growth Rate

Diagnostic

Inactive Customers

Result

% of Repeat Customers

Diagnostic

Early Repeat Rate

5 reasons 7 tactics

Actionable

Repeat Purchase Rate

5 reasons 7 tactics

Actionable

Conversion from N to M
Order

5 reasons 7 tactics

Actionable

Churn Rate

Diagnostic

Revenue Churn Rate

Diagnostic

Customer Retention Cost
(CRC)

Diagnostic

Repeat Customer Revenue

Result

% of Returned Customers

5 reasons 7 tactics

Actionable

Average Time from Last
Order to Return

Diagnostic

Time to Second Purchase

7 reasons 7 tactics

Actionable

Average Repeat Order Value

Result

Repeat Customer Orders

Result

  CRM
52 metrics 70 tactics



Checkout Funnel

Items Checked Out

Diagnostic

Average Number of Items in
the Cart

Diagnostic

Abandoned Carts

Cart Abandonment Rate

Result

Cart Views

Result

Conversion to Placing an
Order

6 reasons 7 tactics

Actionable

Payment Method Added

Result

Shipping Method Added

Result

User Logged in

Result

Checkouts

Result

Average Number of Unique
Items in the Cart

Diagnostic

Average Cart Value

Diagnostic

Average Time an Item is in
the Cart

Diagnostic

Average Number of Item
Units in the Cart

Diagnostic

Abandoned Carts

Result

Average Number of Items in
the Abandoned Cart

Diagnostic

Average Number of Unique
Items in the Abandoned Cart

Diagnostic

Average Abandoned Cart
Value (AACV)

Diagnostic

Average Number of Item
Units in the Abandoned Cart

Diagnostic

Shopping Cart Actions

Diagnostic

Conversion to Cart View

4 tactics 6 reasons

Actionable

Average Сart View Duration

Diagnostic

Placed Orders

Result

Paid Orders

Result �� Main metric

Conversion to Adding a
Payment Method

4 tactics 5 reasons

Actionable

Conversion to Adding a
Shipping Method

4 tactics 5 reasons

Actionable

Conversion to Authorization

4 tactics 5 reasons

Actionable

Conversion to Order
Payment

4 tactics 6 reasons

Actionable

Promo Code Applied

Result

Share of Checkouts with
Promo Code

5 reasons 7 tactics

Actionable

Average Discount by Promo
Code

5 tactics 6 reasons

Actionable

Average Time from Add to
Cart to Payment

5 tactics 7 reasons

Actionable

Cost per Order

Diagnostic

Registered and Logged in
During the Checkout Process

Result

Logged in During the
Checkout Process

Result

Logged in Before the
Checkout Process

Result

Transaction Path Length

Diagnostic

Required form Fields

5 reasons 7 tactics

Actionable

Checkout Engagement

5 tactics 6 reasons

Actionable

Checkout Conversion

Diagnostic

Mobile Abandonment Gap
(MAG)

Diagnostic

  Checkout Process
40 metrics 56 tactics



  Amazon Ads NEW
56 metrics 49 tactics

Conversions

Impressions

Search Term Impression
Rank

Diagnostic

Search Term Impression
Share

Diagnostic

vCTR

Actionable

Video 5 Second View Rate

Actionable

Video 5 Second Views

Result

Video Complete Views

Diagnostic

Video First Quartile Views

Diagnostic

Video Midpoint Views

Diagnostic

Video Third Quartile Views

Diagnostic

Video Unmutes

Result

VTR

Actionable

Avg Impressions Frequency

Actionable

Cumulative Reach

Result

Video Unmute Rate

Actionable

Amazon Add to cart

Result

Amazon ACOS

Diagnostic

Amazon Budget

Costs

Amazon Clicks

Result

Amazon CTR

Actionable

Amazon CPC

Diagnostic

Amazon Detail Page Views
(DPV)

Result

Estimated Missed Clicks

Diagnostic

Estimated Missed
Impressions

Diagnostic

Estimated Missed Sales

Diagnostic

Estimated Missed Spend

Diagnostic

Amazon Impressions

Result

New-to-Brand Orders

Result

New-to-Brand Sales

Result

Amazon Orders

Result

% of Orders New-to-Brand

Diagnostic

% of Sales New-to-Brand

Diagnostic

Amazon Recommended
Budget

Costs

Amazon ROAS

Diagnostic

Amazon Sales

Result

Sales per Order

Diagnostic

Amazon Spend

Costs

Top-of-Search IS

Diagnostic

Units per Order

Diagnostic

Units Sold

Result

vCPM

Actionable

Amazon Viewable
Impressions

Result

Attributed Branded Searches

Result

Order Rate New-to-Brand

Diagnostic

Units Ordered

Result

Units Ordered New-to-Brand

Result

Units Ordered New-to-Brand
Percentage

Diagnostic

View Attributed Branded
Searches

Result

View Attributed Conversions

Result

View Attributed Detail Page
View

Result

View Attributed Orders New-
to-Brand

Result

View Attributed Order Rate
New-to-Brand

Diagnostic

View Attributed Sales

Result

View Attributed Sales New-
to-Brand

Result

View Attributed Units
Ordered

Result

View Attributed Units
Ordered New-to-Brand

Result

View Attributed Orders

Result



Unique users

Conversion to Registration

10 tactics 7 reasons

Actionable

Website engagement

Average Session Duration

10 tactics 8 reasons

Actionable

Page Speed

7 reasons 9 tactics

Actionable

Views per Session

8 reasons 8 tactics

Actionable

Bounce Rate

Result

Sessions per User

Diagnostic

Sessions

Result

Registrations

Result

Interactions with product cards

  Website / App
  Activation

Add to Cart

Result

Add to Favorite

Result

Add to Favorite rate

10 tactics 8 reasons

Actionable

Add to Cart Rate

10 tactics 8 reasons

Actionable

Share of New Users

Diagnostic

New Users

Result

Total Users

Result

Items Viewed per Session

10 tactics 7 reasons

Actionable

Returning Users

Result

Conversion from Product
Card View to Add to Cart

10 tactics 7 reasons

Actionable

Conversion from Product
Card View to Favorite

10 tactics 7 reasons

Actionable

Time on Product Card

7 reasons 8 tactics

Actionable

Cost per Session

Diagnostic

Cost per User

Diagnostic

Traffic Share of Market

Diagnostic

Mobile app installation

App Page Views from Paid
Sources

Result

Paid App Install Rate

7 reasons 9 tactics

Actionable

Total App Installs

Result

Cost per Install

Diagnostic

Uninstalls

Result

Uninstalls Rate

Diagnostic

Tap Through Rate (TTR)

9 tactics Actionable

Impressions in App Catalog

Result

Average App Rating Score

Result

App Reviews

10 tactics 9 reasons

Actionable

Installs from Paid Sources

Result

Organic Installs

Result

Push Notification Opt-ins

Result

Opt-In Rate

7 reasons 9 tactics

Actionable

Organic App Install Rate

7 reasons 9 tactics

Actionable

App Page Views from Organic
Sources

Result

DAU (Daily Active Users)

Result

MAU (Monthly Active Users)

Result

App Stickiness

Diagnostic

Engaged Sessions

Result

Events per Session

10 tactics 7 reasons

ActionableWAU (Weekly Active Users)

Result

PCU (Peak Concurrent User)

Result

ACU (Average Concurrent
User)

Result

Paying Share

11 reasons 8 tactics

Actionable

Activation Rate

10 tactics 8 reasons

Actionable

Time to Activate

Diagnostic

Installs on Active Devices

Result

Event Count per User

Diagnostic

Event Count

Result

Items Viewed

Result

Item-list View Events

Result

Paying Users

Result

Activated Users

Result

Conversion Efficiency Index
(CEI)

Diagnostic

Share of Users Who Added
Items to Favorites

Diagnostic

Users Loyalty Rate

Diagnostic

User Engagement Rate

Diagnostic

Inter-Visit Time Distribution

Diagnostic

Users Churn Rate

7 reasons 8 tactics

Actionable

Active Users

Result

Engagement Rate

Result

Share of Users Who Put
Items in the Cart

Diagnostic

Low Engagement Sessions

Result

New Registered Users

Result

Share of New Registered
Users

Diagnostic

Engaged Sessions per User

Diagnostic

Average Engagement Time
per User

Diagnostic

Average Engagement Time
per Session

Diagnostic

Event Values

Result

Promotion Views

Result

Items Added to Cart

Result �� Main metric

Items Clicked in List

Result

Items Clicked in Promotion

Result

Items Viewed in List

Result

Items Viewed in Promotion

Result

Item Promotion Click
Through Rate

10 tactics 7 reasons

Actionable

Items in List Click Through
Rate

10 tactics 8 reasons

Actionable

Adds to Cart per Session

10 tactics 8 reasons

Actionable

Adds to Favorite per Session

10 tactics 8 reasons

Actionable

Items Clicked per List View

10 tactics 7 reasons

Actionable

Item Viewed in List Per
Session

Diagnostic

85 metrics 227 tactics


