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Tracking sales enablement success can be challenging, especially when metrics 
go beyond basic revenue numbers. This checklist provides a straightforward way 
to monitor essential metrics—from lead conversion rates to content adoption—
helping sales enablement leaders understand what’s working and where 
improvements are needed. Use this checklist to track key metrics, identify trends, 
and refine your sales enablement strategy for maximum impact.



  

Direct metrics – Impact linked directly to 
revenue
Direct metrics clearly show how your sales enablement efforts impact revenue and sales effectiveness. 
Tracking these data points—from conversion rates to quota attainment—can reveal strengths and highlight 
areas for improvement, enabling you to fine-tune your strategy and support reps in achieving better outcomes.

Measure how effectively leads progress to the opportunity stage.

Formula: Opportunities / Total Leads

Track how often your team converts opportunities into closed deals.

Formula: Deals Won / Total Opportunities

Track success in competitive situations by calculating wins where competitors were also considered. 

Formula: Competitive Wins / Total Competitive Opportunities  

Monitor deal size to identify opportunities for cross-selling and upselling.

Formula: Total Deal Revenue / Number of Deals Closed 

Measure the percentage of reps hitting quota within each cycle.

Formula: Rep’s Sales / Assigned Quota 

1. Lead-to-opportunity conversion rate

2. Win rate

3. Competitive win rate

4. Average deal size

5. Quota attainment
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Indirect metrics – Indicate potential
revenue impact
Indirect metrics provide valuable insight into the overall health of your sales enablement program. By tracking 
factors like process adherence, time to productivity, and rep satisfaction, you can identify gaps in training, 
assess content effectiveness, and ensure reps are well-supported and engaged. These metrics help you 
optimize resources and continuously improve team performance and retention.

  

Ensure reps follow the established sales process.

Tracking: Checklist of completed steps or CRM documentation

Measure the time new hires take to reach full productivity.

Formula: Total Ramp-Up Time / Number of Reps

Assess how long reps take to meet quota post-onboarding.

Formula: Sum of Cycles to First Quota / Number of Reps

Track voluntary departures among sales reps to spot retention issues.

Formula: Voluntary Rep Departures / Total Sales Reps

6. Sales process adherence

7. Average time to productivity

8. Time to quota

9. Rep turnover rate
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Gauge rep satisfaction to improve retention and engagement.

Scoring:** Percentage of Promoters – Percentage of Detractors

Assess rep retention of training content and key skills.

Tracking: Monthly or quarterly assessments, role-plays, or call evaluations

Track how often reps use enablement content and customer engagement.

Tracking: Document or file insights from Google Workspace, CRM, or content management tools

Monitor lead response rates on content and CTAs to assess engagement.

Tracking: Click-through rates and conversion data from email, ads, and web analytics

10. Employee Net Promoter Score (eNPS)

11. Knowledge retention

12. Content usage and adoption

13. Calls-to-Action insights
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Put it into action
Ready to take your sales enablement strategy to the 
next level? Discover how Mindtickle can empower you 
with data-driven insights, streamlined coaching, and the 
tools you need to drive real results.

Get Your Demo

Monthly/quarterly review
Regular reviews are essential to keeping your sales enablement strategy on track. By analyzing trends, setting 
new goals, and making targeted adjustments to training and content, you can ensure continuous improvement 
and alignment with your team’s evolving needs. Use these insights to refine your approach and maximize your 
program’s impact each cycle.

Analyze trends: Identify patterns in performance to determine strengths and areas for improvement.
  
Set goals: Based on results, set goals for the next cycle to boost effectiveness.

Take action: Adjust training, content, and enablement support as needed.

https://campaigns.mindtickle.com/sales-enablement/?utm_source=linkedin&utm_medium=ads&utm_campaign=mt-us-ca-sales-enablement-always-on-lead-gen-mg&utm_term=sales-enablement-success-tracker-monthly-quarterly-checklist&utm_content=download-now

