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Solution Engineering Metrics

Guide for Frontline Leaders

Solutions Engineers (SEs) are the technical bridge between product capabilities and customer needs,
yet their impact often goes unmeasured and undervalued. Anyone who works with SEs know they
directly impact revenue — through their demos, POCs, technical wins, and more.

But it's hard to prove without good data. To justify headcount, gain budget, and scale their influence,
SE leaders need the better metrics. Use this guide to identify the top metrics to help you prove your
team's value to leadership, identify bottlenecks to improve efficiency, and make data-driven decisions.

1. Business Impact

These metrics tie SE work directly to revenue and deal success, making it easy to demonstrate your

team's contribution to the bottom line.

Metric Description

Total pipeline/revenue from closed-
Revenue Influenced won deals where SEs were engaged
(POCs, demos, etc.)

% of technical evaluations resulting

Technical Win Rate ; . .
in a technical win

Average Deal Size Average ACV of deals with SE
(SE-Engaged) involvement

SE Win Rate Lift vs. Additional win rate points when SEs
Non-SE are involved

Notes

Pull from CRM & tag SE-involved
opportunities

(Technical Wins / Total Evals) x 100
Track quarterly trends

Compare to non-SE deals for lift

Highlight in leadership reports

Recommendation: Highlight these metrics to leadership to prove SE value and scale your influence.
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2. Evaluation Efficiency

These metrics focus on speed and conversion through the technical sales process, helping you identify
where deals get stuck and how to move faster.

Metric Description Notes

POC - Closed-Won % of completed POCs that convert L

Rate to closed-won Log POC start and completion in CRM

Avg POC Duration Average.days from POC start to Target reductllons via self-service or
completion staggered delivery

Eval = Close % of technical evaluations that lead

Conversion Rate to closed deals Include closed-lost analysis for learnings

Total number of technical

evaluations/POCs per quarter Monitor per-SE workload

Technical Eval Volume

Recommendation: Prioritize POC duration. Trimming even a few days can have an outsized impact on
velocity and conversion rates.

3. Capacity & Coverage

These metrics help you ensure your team has the bandwidth to support the sales pipeline effectively
and make the case for additional headcount when needed.

Metric Description Notes
Pipeline Coverage Rate = % of sales pipeline covered by SE resources @ Use to justify hiring

Number of Solution Engineers per Account

Executive Adjust based on deal complexity

SE-to-AE Ratio

Average number of demos delivered per SE

per month Balance quantity with quality

Demos per SE

Recommendation: Use the Business Impact metrics to justify increasing SE headcount. A better SE-
to-AE ration prevents bottlenecks and increases win rates.
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