A guide to Key Performance
Indicators( KPIs) for the Investment
Banker

Section 1: Instructions for using the KPI Guide in your
Performance Management System

Identify the relevant KPIs: Depending on your role in the organization, you may
want to focus on different KPIs. For example, HR professionals may want to track
cost per hire, while managers may be more interested in the time-to-fill metric.

Determine the time frame: Decide on the time frame for tracking each KPI. For
example, you may choose to track the number of qualified technical candidates
sourced and engaged per month.

Collect the data: Collect the necessary data to calculate each KPI. For example,
to calculate the candidate acceptance rate, you will need to know the number of
job offers accepted and the total number of job offers.

Calculate the KPlIs: Use the formulas provided in the table to calculate each KPI.

Interpret the results: Once you have calculated the KPIs, interpret the results to
evaluate the effectiveness of the performance management system. For
example, if the time-to-fill metric is high, it may indicate that the recruitment
process needs to be streamlined.

Use the results to make improvements: Regularly collect the necessary data for
each KPI. Keep track of the results over time to monitor performance, identify
areas for improvement, and ensure compliance with regulations. Use the insights
gained from the KPIs to make improvements to the performance management
system. For example, if the candidate satisfaction rate with the recruitment
process is low, consider making changes to improve the candidate experience.
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Section 2: Key Performance Indicators For Role Investment

Banker

KPI

Deal Completion
Rate

Client
Satisfaction
Rating

Investment
Portfolio
Performance

New Business
Acquisition Rate

Deal Pipeline
Value

Revenue
Generated per
Client

Detailed Description

This KPI measures the percentage of
deals successfully completed by the
Investment Banker within a specific

period.

This KPI assesses the satisfaction level
of clients with the Investment Banker's
services, indicating the quality of client

relationships.

This KPI measures the return on

investment (ROI) and overall

performance of investment portfolios
managed by the Investment Banker.

This KPI assesses the rate at which the
Investment Banker acquires new clients
or expands business with existing

clients.

This KPI measures the total value of
potential deals in the Investment
Banker's pipeline, indicating the

potential revenue generation.

This KPI calculates the average revenue
generated from each client, providing
insights into the profitability of client

relationships.

Formula

(Number of completed deals
/ Total number of initiated
deals) x 100

(Sum of client satisfaction
ratings / Total number of
clients)

(Total portfolio value - Initial
investment) / Initial
investment

(Number of new clients
acquired / Total number of
potential clients) x 100

Sum of the values of all
potential deals in the
pipeline

Total revenue generated /
Total number of clients
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Template

Collection

cPD MEMBERSH)p

Success Rate in  This KPl measures the success rate of (Number of successful
Pitch the Investment Banker in converting pitches / Total number of
Presentations pitch presentations into secured deals. pitch presentations) x 100

This KPI measures the average time
taken to complete a deal, from initiation Total time taken to complete
to closure, providing insights into deals / Number of

Deal Cycle Time operational efficiency. completed deals

This KPI assesses the growth rate of the

Investment Banker's market share within (New market share -
Market Share the industry, indicating competitiveness Previous market share) /
Growth and market position. Previous market share

This KPI measures the percentage of  (Number of retained clients /

clients retained by the Investment Total number of clients at
Client Retention Banker over a specific period, indicating the beginning of the period)
Rate client satisfaction and loyalty. x 100
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