


As a leader in your organization, your responsibilities include 
paying attention to the details. How do you truly measure 
performance? How do you KNOW everything is going 
according to plan, working the way it should be, or the results 
are accurate?  Are you achieving the outcomes that your 
team and organization need? 

Key Performance Indicators (KPIs) help to answer these 
questions.  They quantify individual and organizational goals 
and evaluate performance accordingly.  By tracking relevant 
KPIs they assist in decision-making, help you set strategic 
objectives, and allow you to evaluate your business process in 
real-time. KPIs link organizational vision to individual action.

“Measurable” is the Name of the Game

To help measure these key metrics you first need to ensure your 
KPIs are S-M-A-R-T.

Specific :  Be clear about what each KPI will measure, and why 
it’s important

Measurable : The KPI must be measurable and have a clearly 
defined data source

Achievable : You must be able to deliver on the KPI*

Relevant : Your KPI must measure something that matters and 
improves performance or leads to a better bottom line.

Time-Bound : The KPI must be achieved within an agreed 
upon time frame**

Why SMART 
KPIs?
All businesses will 
benefit from SMART 
KPIs.  There are a lot to 
choose from and some 
are often needed for 
specific goals and 
objectives.  The right 
KPIs for one 
organization may not 
be the best for another.  
If your organization is 
considering designing 
and monitoring KPIs 
but are unclear on 
where to start or which 
KPIs will be most 
beneficial, please 
contact us for more 
information.

*An alternative to the A 
can also be:  
Actionable :  the KPI 
must be tangible and 
objectively show you the 
improvements that you 
need to make to help your 
business.

**An alternative to the T 
can also be:  Timely:  
Using old data gives you 
a measure of what was 
going on and can be used 
for comparison purposes, 
but new data allows you 
to understand what’s 
going on now.



Company Performance:  KPI Examples
KPIs will vary from business-to-business, depending on your goals. However, we’ve identified 
a few of the most important and most common ones that you should – at least – be 
tracking to ensure your business is on the right track.

1. Revenue & Income vs Forecast

Entire courses have been taught on this subject and yet, it’s something many still struggle 
with today. Tracking revenue or income against your forecast allows you to see the big 
picture of how you’re performing. If you’re off track, you know you need to dive in and start 
understanding where you’re off track and start fixing problems. 

2. Profit Margin by Product or Service

Not all your products and services are created equal. Some cost more to produce, some 
services are more time intensive, some products need intensive manufacturing, etc.… 
That’s why profit margin is so powerful. This metric can show not just ROI, but which 
services to promote more heavily, which products to discontinue, etc.

3. Sales by Product or Service

If your business provides multiple products or services, it’s critical to understand how they 
perform with your customers—which items are popular, where and when? What services or 
products are often purchased together? How do customers respond to new offerings? 
Performing over time, you can use sales by product or service to make informed business 
decisions and evaluate how you should be marketing, when to discontinue certain 
products, or when to sell at a discount, and more.

4. Employee Satisfaction and Retention

Similar to customer NPS and churn, you can track satisfaction and retention among your 
employees. Gauge how your employees feel about their workplace and how well 
you’re recruiting and retaining top talent. Employee attrition can be a high cost for 
businesses so it’s critical to keep your finger on the pulse of satisfaction among your 
teams.

5. Customer Satisfaction

To understand and predict the long-term health of your business, you must track customer 
satisfaction. One way to do this is with Net Promoter Score (NPS). Using a simple customer 
survey, you can quickly understand how your customers feel about your product or service 
and how eager they are to recommend it to others (or make further purchases). The more 
“promoters” you have, the more successful your business is likely to be. If you have 
detractors, try to understand what’s keeping them from being raving fans.



Accounting Performance:  KPI Examples
The accounting department is central to the success of any organization.  Not only do key 
performance indicators (KPIs) give management an idea of how well the business is 
performing, they also provide accounting professionals clear objectives to aim for, keeping 
their focus aligned with the company's business objectives.  Here are some of the important 
accounting specific KPIs.

1. Days to Close

A KPI that applies across the department is the timely and accurate completion of the 
financial statement close process.  By getting a grip on data quality, troubleshooting 
process glitches, and working ahead, finance teams can spend fewer days devoted to the 
month, quarter or year-end close.  As a result they will have more resources to be spent 
providing finance expertise to the operations of the business and higher value projects.

2. Day Sales Outstanding (DSO): 

Effective oversight of the accounts receivable balance is key to cash management. Take 
your accounts receivable and divide it by the number of total credit sales, then multiply that 
number by the number of days in the time frame you are examining. The lower the number, 
the better your organization is doing at collecting accounts receivable.  Another measure of 
a company's effectiveness in collecting its receivables is the accounts receivable turnover 
ratio.  In this case the higher the number the less favorable cashflow and the greater the risk 
for bad debt.

3. Accounts Payable Turnover

As well as managing cash coming into the business, the accounting department must 
efficiently pay vendors so that the business runs smoothly without interruptions. The 
accounts payable turnover ratio is a liquidity ratio that measures the average number of 
times a company pays its creditors over an accounting period. The ratio is a measure of 
short-term liquidity, with typically a higher payable turnover ratio being more favorable 
although this must be balanced with maintaining positive vendor relationships.  

4. Inventory Turnover

Inventory turnover indicates the rate at which a company sells and replaces its stock of 
goods during a particular period. The inventory turnover ratio formula is the cost of goods 
sold divided by the average inventory for the same period.

The CFO Suite is your trusted resource for interim, project and direct-hire 
game changers that maximize the capabilities and capacity of your 

accounting and finance department through challenges and change.



Communication and Reporting

You’ll need a plan for capturing the many different types of 
information you need. Decide who will collect the data, when 
and how it will be compiled and analyzed. Make sure to build in 
a process for verifying the data to ensure its accuracy and that 
it meets the requirements set in the KPI itself. Now you have 
your KPIs and you’re recording them, now you must do 
something with them. 

Make sure that throughout the KPI target-setting process you 
ensure strategic alignment and that everyone is on the same 
page. You’ll need to communicate all these KPIs frequently with 
each of your teams, including leadership. Be prepared and be 
flexible so that you can adjust your strategy as needed if the 
team isn’t meeting the KPI goals.  

Designate a specific channel for communicating KPIs to the 
broader team, and for sharing progress made against each. 
Consider creating an overall “Performance Dashboard” for 
transparent tracking, and so your teams can see the big 
picture and stay focused on the goals you’re actively working 
to meet. Potentially include an “Executive Dashboard” focused 
on those specific KPIs for leadership. This dashboard should be 
limited to the 10 or so metrics that matter most. Keep it as 
streamlined as possible so you can get a sense of how your 
business is performing in a single glance. 

Why We Are 
Different
Through our 
consultative approach, 
founded upon years of 
practical experience in 
public accounting, 
industry and 
professional services, 
we are a unique firm 
dedicated to finding 
game changers to just 
get it done! We know 
what it takes to build 
the right team to 
support your 
organization through 
challenges and 
change.



Improve Performance through Facilitated Sessions

We utilize facilitated sessions to assist clients like yourself to 
drive process change or optimization which leads to improved 
KPIs. This two-step process has proven to successful uncover 
root causes with solutions developed as a team. With minimal 
time and money, companies get some amazing results. 

Step 1 :  A facilitated session that includes interviews of 
management and internal team discussion to understand 
problem areas or discuss specific processes or sub processes.  
During this step we identify, gaps, redundancies, and 
bottlenecks (this area is key to a successful future state) and 
pinpoint issues, areas of improvement, and 
recommendations.  

Step 2:  A presentation to Management of recommendations 
and action items. We obtain approval for changes to be 
made, facilitate agreement on “by when” dates, and assist 
with the execution.

It is amazing how many “Ah Hah” moments teams have during 
this process.   Many do not realize how their individual actions 
and timing impact those around them until they see it through 
this process.  We have found that using an unbiased external 
party to conduct such sessions is very effective as we can ask 
probing questions and challenge the current behavior. In 
addition, when needed we can also provide examples of how 
other organizations handle certain problem areas.



Conclusion

All businesses will benefit from SMART KPIs.  There are a lot to 
choose from and some are often needed for specific goals 
and objectives.  The right KPIs for one organization may not be 
the best for another.  If your organization is considering 
designing and monitoring KPIs but are unclear on where to 
start or which KPIs will be most beneficial, please contact us 
for more information.

With the foundational knowledge of the KPI anatomy and a 
few example starting points, it’s important you build out these 
metrics to be detailed and have specific data sources so you 
can truly evaluate if you’re achieving your goals. Remember, 
these are going to be the core metrics you’ll be living by. A 
combination of leading and lagging KPIs will paint a clear 
picture of your organization’s strategic performance and 
empower you to make agile decisions to impact the success 
of your team. 

The CFO Suite has supported a wide range of organizations 
through their KPI development and our experienced, game-
changing consultants are ready to help you navigate this 
process.  

The CFO Suite can help you get through this time 
when you might need that additional capability or 

capacity for your team.



The CFO Suite is your trusted resource for interim, project and direct-hire 
game changers that maximize the capabilities and capacity of your 

accounting and finance department.  

Through our consultative approach, founded upon years of practical 
experience in public accounting, industry and professional services, we are 
a unique firm dedicated to finding game changers to just get it done! We 

know what it takes to build the right team to support your organization 
through challenges and change.

VISIT OUR WEBSITE OR CALL US TODAY!
800.CFO.3481

If you have any questions, please feel free to email us at  info@cfosuite.com

If you’re interested in learning more about what KPIs are best for you, CFO 
Suite facilitated sessions and how The CFO Suite can help you, reach out to: 

Sabiha McConnell
Director of Advisory Services 

713-398-5664 
Sabiha.McConnell@CFOSuite.com


