
Acquisition Costs 
How much should a firm pay for a new client? 

 
Marketing is jet fuel for your firm. The more fuel, the farther and faster your 

company will grow. Here are a few ways to figure out how much a new 

client should cost. The below is for a 9-month campaign with sample data: 

About the Customer 

1. Average customer value ___________________________ $50,000 
2. Revenue goal from new customers __________________ $500,000 
3. Number of new customers needed __________________ 10 customers 

About the Sales Cycle 

4. How many leads to convert to a customer? ___________________ 8 
5. Number of leads required to meet goal _______________________ 80 

Budget: 

6. Suggested marketing budget 10%+* of line 2 ________________ $50,000 
7. Advertising budget _______________________________________ $7500 
8. Cost/lead is [ line 6+7/line 5 ] ______________________________ $719/lead 
9. Cost to acquire new customer [ line 4 x line 8 ] _______________ $5752 
10.Approximate cost [ line 1 / line 9 ] __________________________ 11.5% 

Thoughts: 

Compare your budget to competitors, industry or vertical norms 

Adjust parameters to meet your business goals 

Compare to current plan 

 
* 10% is a good standard for an established business with modest competition. Variables that can push the 
budget up to 50%+ include new markets, significant competition, new-to-market-or technical products or 
services, B2B, or needed campaign velocity. 
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