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Why You Need True Performance Insights Now

 
  
 

 
 

Almost every marketer is budget-starved, and marketers with growth 
objectives are particularly sensitive to dollars spent. That is why it is hard 
to justify allocating budget away from campaigns and into technology 
or infrastructure. However, there is one critical piece of infrastructure 

that drives the e�ectiveness of every dollar spent on campaigns:
marketing performance analytics.

Allocating marketing budget 
without true performance insights 
is like trying to �ll a leaky glass, in 
which water is the revenue that 
marketers desperately try to grow. 
While obvious, that doesn’t stop 
marketers from trying to drink 
from the glass and �x it at the 
same time.

In this guide, we illustrate the cost of forgoing marketing performance 
analytics, particularly metrics around your lead lifecycle (funnel) and 

campaign performance (attribution). 
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Lacking Funnel Metrics - Consequences
As a growth marketer, your goal is to maintain a healthy funnel, feeding leads at the 
top, converting them throughout the middle, and helping to push them to a close. 
This lifecycle for leads generates revenue for your company. But, what if there are 
undiagnosed problems in your funnel? The below are the common ailments that 

could lead to huge detriments to marketing e�ectiveness and company growth.

Are you generating enough volume?

Sparse Funnel

Are leads dropping out? Where, and why?

Leaky Funnel

Are your leads not converting?

Bottlenecks

Are there ine�ciencies in your funnel?

Slow Funnel
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Lead Lifecycle Health from Funnel Metrics

Low 
conversion 
rate. Let’s 
investigate 
these leads!

Stage-by-Stage Conversion Rates (by Campaign Type) 

With funnel metrics, and a solution for comprehensively tracking all of your 
leads through each (full) lifecycle, you can easily diagnose problem areas and 
opportunities to improve your business processes. In the below example, we 
have leads coming in from Webinar campaigns that seem to convert at a very 
low rate. Perhaps this is an indication of a fault in pursuing these leads, or 
marketing is bringing in the wrong type of leads from Webinars. Further 
investigation can yield some very eye-opening conclusions and actionable 

insights for improving marketing e�orts.
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Budget Allocation Assumed Revenue Attributed

$1.5M

$500K

Revenue Attributed “Correctly”

Campaign A

Campaign B

$500K

Campaign A

invested
$500K

Campaign B

invested

revenue

revenue

Campaign A only 
brought in $500K 
with the same 
investment as 
Campaign B. 

Lacking Attribution Metrics - Consequences 
You could be leaving money on the table. Let’s pretend there is a company with a simple $1 
million marketing budget that runs two equal cost lead-generating marketing campaigns 

every year, A and B.  And let’s say these campaigns generate a total of $2 million of 
revenue. Without attribution, you might assume each campaign brings in half of the total 

revenue, so running both campaigns every year is a good  idea.

However, after tying actual deals and revenue to the marketing campaigns, the company 
realizes that Campaign A returns $1 in revenue for every dollar spent whereas Campaign B 
returns $3 in revenue for every dollar.  So this is the more accurate campaign attribution 

picture.

$1.0M

Campaign A

revenue
$1.0M

Campaign B

revenue
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Budget Decisions with Attribution Metrics

$3.0M

Result of Optimized Marketing Mix

Campaign B

revenue

Value of shifting 
Campaign B = $2 
more revenue 
per dollar 
invested. 
Shifting $500K 
from campaign 
A to B yields 
another $1.0 
million in 
revenue.

Compared to the 
prior marketing 
mix, this optimal 
investment mix 
yields another 
$1M of revenue!

6

If Campaign B returns $3 for every $1 invested compared to the $1 from Campaign A, that 
means every dollar shifted towards Campaign B yields $2 more in revenue for the company. 
That’s 100% more ROI than just the $1 from Campaign A. So with that same $1 million budget, 
you get $3 million of revenue instead of the $2 million from splitting your budget evenly. See 

the shift below. 

With that knowledge, you would shift your budget to what works, and out of what doesn’t. 
The below pie chart would represent the optimized marketing mix in this scenario. Now, 
this is a simple example with some assumptions (such as a steady ROI with increased 

investment). However, it illustrates the need for attribution metrics and insights.
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Marketing Excellence and Leadership
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Manage Team for Success

Empowered by the right tools and information, you as a professional marketer can �nally 
demonstrate personal marketing excellence and leadership. The bene�ts are immense, and 
we highlight a few key bene�ts below to illustrate the signi�cance of having a marketing 

performance measurement solution at your �ngertips.

Win Trust From Your Boss Look Smart During Board Meetings

Gain Credibility and Buy-In
Across the Organization

Eliminate Time Wasted on
Low-Reward Activities 

Drive Growth for Company
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Get What You Need From a Marketing
Performance Management Solution
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When it comes marketing performance measurement solutions, the bene�ts are too 
enormous to ignore but a marketing professional needs to get value from an onboarded 
technology ASAP. With all of the martech vendors out there and a myriad of analytics 
solutions, what do you need to accomplish your marketing goals? Below are four 
must-haves to demand from a true performance measurement solution that maximizes 

and optimizes the ROI of your marketing activities.

Customizable multi-touch attribution that 
links all your campaigns to revenue

Best-practice dashboards and reports to 
generate truly actionable insights 

Comprehensive view of funnel health, 
including marketing and sales, with 

granularity to diagnose and investigate

Single source of truth for leads, lead �ow, 
accounts, contacts, and opportunities
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About Full Circle Insights

Full Circle Insights delivers marketing and sales performance management 
solutions to optimize a company’s marketing mix and drive more revenue. The 
company offers multi-touch attribution, comprehensive funnel metrics and lead 
management technology. Built 100% on the Salesforce App Cloud, Full Circle 
Insights’ products complement leading marketing automation solutions.

Founded by former Salesforce executives, CRM implementation veterans and 
marketing automation specialists, the Full Circle Insights industry pioneers are 
seasoned in creating marketing measurement foundations to grow revenue. 

Learn more at www.fullcircleinsights.com.

Salesforce, Salesforce App Cloud and others are trademarks of salesforce.com, inc.




