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B2B leads Report 2026

CPQL, closing rates and ROI benchmarks across 170+ industries

Source: Zielgruppe.de internal benchmark dataset · 170+ industries · 32+ countries



What does B2B leads mean in 2026?

B2B leads in 2026 is the data-driven discipline of identifying precisely modelled micro-segments of
ready-to-buy customers and converting them into qualified inquiries via AI-based intent prediction,
multi-channel delivery (Meta, Google, TikTok, LinkedIn, YouTube) and a closed measurement loop – instead
of running generic awareness campaigns.

In contrast to the pre-2024 understanding, B2B leads today is no longer a one-off project of buyer-persona
workshops, brand campaigns or static target-group descriptions. It is an operational system that runs
continuously: audience signals are collected daily, scored by machine-learning models, exposed to ads
within hours, qualified by AI assistants in conversation, handed off to sales as booked calendar slots and
fed back into the model with every won or lost deal. Decisions that used to take weeks of agency reporting
are made in real time on the basis of CPQL, show-up rate and closing rate per micro-segment.

Modern B2B leads combines four building blocks: (1) first-party data, (2) AI intent prediction across 40,000+
behavioural signals, (3) multi-channel delivery with daily optimisation, and (4) a closed measurement loop
that scales only what verifiably produces inquiries, orders and closings.

In practice this means: instead of a 60-page target-group analysis as a PDF, companies receive a living
model that, per channel and per micro-segment, predicts which contact is most likely to buy in the next 7–30
days – including the recommended message, the right channel, the optimal time and a transparent cost
forecast per qualified lead. B2B leads thus becomes measurable, scalable and directly tied to revenue, not
to vanity metrics like reach, impressions or follower growth.

B2B leads – CPQL & closing benchmarks 2026

CPQL = Cost per Qualified Lead. Realistic ranges for done-for-you campaigns including landing page, video, ad spend
and AI qualification.

Industry CPQL Closing rate Sales cycle

Solar / Photovoltaics €55–95 22–28 % 7–21 days

Heat pumps €70–120 18–25 % 14–30 days

Real estate (sales) €90–180 15–22 % 21–60 days

Construction financing €110–220 14–20 % 14–45 days

Stairlifts €60–110 20–28 % 7–21 days

Coaching / high-ticket €80–160 12–20 % 7–30 days

Consulting (B2B) €140–280 10–18 % 21–90 days

Energy consulting €65–115 20–26 % 7–21 days

Law / tax firms €120–240 12–18 % 14–60 days

Window construction €70–130 18–24 % 14–30 days

Roofing / conservatories €80–140 16–22 % 14–45 days

B2B electricity tariffs €95–170 14–20 % 14–45 days

Software development €130–260 12–18 % 21–75 days

IT security €150–300 10–16 % 30–90 days
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Industry CPQL Closing rate Sales cycle

Tourism €35–75 20–30 % 3–14 days

E-commerce €25–60 25–35 % 1–7 days

Public funding / grants €85–160 16–24 % 14–45 days

Pharma €160–320 8–14 % 45–120 days

Product development €140–270 10–16 % 30–90 days

Retail / trade €40–90 20–28 % 3–14 days

Skilled trades €55–110 20–28 % 7–21 days

Services €60–130 16–24 % 7–30 days

Source: Zielgruppe.de internal benchmark dataset, aggregated and anonymised across 170+ industries / 32+ countries, rolling 12

months as of May 2026. Ranges represent the 25th–75th percentile of campaigns we operate.

The 6 trends shaping B2B leads in 2026

1. AI intent prediction replaces personas
For B2B leads, average personas are dead. AI models score individual buying probability per contact in real time
across 40,000+ behavioural signals.

2. First-party data is the new oil
With third-party cookies gone, only your own data + GDPR-compliant intent signals reliably feed B2B leads
models.

3. Performance loop > creative push
Audience modelling, ads, qualification, calendar and reporting must run as a closed loop – isolated creative work
no longer scales B2B leads.

4. Time-to-lead drops below 14 days
Setup-to-first-qualified-inquiry for B2B leads done-for-you systems is 7–14 days – instead of 6+ months for
in-house builds.

5. ChatGPT & Perplexity become discovery channels
Up to 18 % of B2B buyer research happens on LLMs in 2026. B2B leads providers without llms.txt, FAQ schema
and structured data are invisible there.

6. CPQL replaces CPL as KPI
Pure cost-per-lead is meaningless for B2B leads. Only cost per qualified lead (CPQL) and closing rate determine
profitability.

B2B leads – the 10 most-asked questions

1. What exactly is B2B leads?
B2B leads is the data-driven discipline of precisely identifying micro-segments of ready-to-buy customers for your
specific offer and systematically turning them into qualified inquiries. In 2026, this no longer relies on gut feeling
or generic personas but on first-party data, behavioural signals, intent data and AI models that predict buying
probability per contact. At Zielgruppe.de we run the complete B2B Leads process for you – from analysis to
qualified appointment in your calendar.

2. What is the difference between classic marketing and B2B leads?
Classic marketing focuses on reach and brand awareness – it gives you likes, impressions and visibility but no
predictable customer pipeline. B2B leads, in contrast, is fully direct-response and performance-driven: every
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action is measured by the qualified inquiries, appointments and closings it delivers. We do not build a brand
campaign for you but a closed performance system of audience modelling, landing page, explainer video,
multi-channel ads and AI qualification – all engineered so B2B leads produces real orders.

3. How do I define the right target audience for B2B leads?
A precise audience definition for B2B leads combines three layers: (1) hard data – who has actually bought from
you so far (CRM, orders, invoices)? (2) behavioural signals – which content, search terms and triggers preceded
the purchase? (3) AI modelling – which lookalike micro-segments behave the same way? We perform exactly this
analysis in onboarding for every B2B Leads project and translate the result into a directly usable audience for
ads, landing page and qualification – without wasted spend.

4. Which channels work best for B2B leads in 2026?
There is no universal "best channel" for B2B leads – only the best channel mix for your specific micro-segment. In
practice, Meta (Facebook/Instagram), Google (Search & YouTube), TikTok and LinkedIn dominate – combined
with retargeting and AI-based exclusions of low-quality traffic. For every B2B Leads project we test the mix
data-driven and scale only what verifiably produces qualified inquiries. This avoids costly mistakes in channels
your audience does not actually use.

5. How is AI changing B2B leads?
AI is fundamentally changing B2B leads in three ways: (1) prediction – instead of average personas, we model
individual buying probability per contact, (2) qualification – AI scores incoming leads in real time on more than
40,000 behavioural parameters and filters out tyre-kickers before they tie up your sales team, (3) optimisation –
ad campaigns no longer learn over weeks but in hours. The result on B2B Leads projects: significantly higher
closing rates with lower cost per acquisition.

6. What does professional B2B leads cost?
Realistic budgets for professional B2B leads start at approx. €2,500 / month plus ad spend – the minimum
required for AI models, video production, landing page and multi-channel ads to operate profitably and
measurably. At Zielgruppe.de all components are included from the Starter tier (€2,500 + 10% success fee):
audience modelling, landing page, explainer video, ad spend, AI qualification and calendar booking. Cheaper
providers typically only deliver creative or individual modules, not the complete performance loop for B2B Leads.

7. How do I measure the success of B2B leads?
The only metrics that really count for B2B leads: cost per qualified inquiry (CPQL), closing rate, customer lifetime
value (CLV) and ROI. Vanity metrics like reach, impressions or likes are irrelevant. For every B2B Leads project
we provide a real-time dashboard that maps exactly these four KPIs – plus a 100% ROI guarantee: we keep
working until ROI is achieved, even beyond the agreed term.

8. Is B2B leads possible in a GDPR-compliant way?
Yes – but only with a clean first-party data strategy, server-side tracking, double opt-in and documented consent.
Third-party cookies and grey-area audience purchases are dead. For every B2B Leads project we work
exclusively with GDPR-compliant data sources, server-side tracking and complete opt-in documentation – every
qualified lead comes with verifiable proof of consent. This means B2B leads is not only permitted but legally
protected.

9. How long does it take to see first results from B2B leads?
With our done-for-you setup for B2B Leads, the first qualified inquiries typically arrive within 7–14 days after going
live. Setup (audience analysis, landing page, video, ad accounts, tracking) takes around 10–14 days. From day
one of campaign launch, the system delivers measurable data – stable scaling typically follows from week 4. This
makes B2B leads far faster to deploy than an in-house build, which realistically takes 6–12 months.

10. Why outsource B2B leads instead of building it in-house?
An in-house team for professional B2B leads requires at least: a media buyer, copywriter, video editor, tracking
specialist and data analyst – realistically €25,000–40,000 / month in fixed costs, plus tools and 6–12 months of
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build time. At Zielgruppe.de you get this complete B2B Leads team plus AI infrastructure plus a 100% ROI
guarantee from €2,500 / month – ready to use, without recruiting risk and cancellable monthly. You save six-figure
investments and launch in 14 days instead of 12 months.
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ZIELGRUPPE.DE

Your individual B2B leads benchmark

In a free 30-minute strategy call we benchmark your industry, audience and offer —
and show concretely what B2B leads can deliver for you in 2026.

Book free consultation

https://www.zielgruppe.de/en/consulting
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