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HOW MUCH SHOULD YOU SPEND ON YOUR

LEAD GENERATION?

Effectivelead generation is thecornerstone ofbusinessgrowth. But how
much should you invest? Finding the right balance between budget and
results is essential. Let’s break down key factors to consider when
determining your lead generation budget.

DEFINE YOUR GOALS

Are you aiming for brand awareness, customer acquisition,
or both? Your goals will shape your strategy and budget.
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CALCULATE CUSTOMER LIFETIME VALUE (CLV)

Know the value a customer brings over their entire relationship with you

@ business. Allocate a portion of this value to your lead generation budget.
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SET A MARKETING BUDGET

Traditionally, businesses allocate 7-10% of their total
revenue to marketing. Adapt this to your needs,
considering your growth stage and industry benchmarks.

COST-PER-ACQUISITION (CPA)

Determine how much you will spend to acquire one customer—factor in
industry standards, profit margins, and CLV to find a competitive CPA.
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TEST AND OPTIMIZE

Begin with a smaller budget and test different strategies.
Scale up the ones delivering the best results. Continuous ' A
optimization ensures efficient spending.
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CONSIDER CONVERSION RATES

Estimate your conversion rates at each sales funnel stage. Allocate the
budget accordingly to drive leads through the funnel effectively.
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EXPLORE DIFFERENT CHANNELS

Allocate funds across multiple channels such as social
media, SEO, email marketing, and paid advertising.
Monitor performance and adjust allocation based on ROI.

COMPETITOR ANALYSIS

Research your competitors’ lead generation efforts. This can provide
insights into industry standards and help you make informed budget

decisions.
MONITOR ROI (0 )
Regularly track each lead generation channel’s ROI. Shift Q

resources to the channels delivering the best results. W
/ SCALABILITY

As your business grows, your lead generation budget should too.
Be prepared to adjust your budget to support increased demand.
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Determining your lead generation budget requires careful consideration of your
goals, industry benchmarks, and available resources. By understanding your
customer’s lifetime value, testing strategies, and optimizing based on results,

you can find the perfect balance between spending and success.
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