
 

 

 

●​ Click-Through Rate (CTR): 1.1–1.5% 
(well above LinkedIn B2B benchmark 
of ~0.5%) 

●​ Landing Page Conversion Rate: 
28–35% (report downloads) 

●​ Cost Per Lead (CPL): $35–$50 
●​ Lead Volume: 150–300 qualified leads 

in first 30 days 
●​ Engagement Rate: 4–6% (likes, 

comments, shares) 

 

 

●​ Click-Through Rate (CTR): 0.9–1.3% 
●​ Landing Page Conversion Rate: 

25–32% (gated report downloads) 
●​ Cost Per Lead (CPL): $40–$55 
●​ Engagement Rate: 5–8% (high due to 

shareable research content) 
●​ Follow-up Metrics: 15–20% of 

downloaded leads advance to demo 
requests 

 



 

●​ Click-Through Rate (CTR): 0.8–1.2% 
●​ Video View Rate (if video asset used): 

50–70% completion 
●​ Cost Per Click (CPC): $4–$6 
●​ Engagement Rate: 6–9% (strong 

resonance with pain point) 
●​ Brand Lift: +10–15% increase in aided 

brand recall (via LinkedIn brand lift 
study) 

 

 

●​ Click-Through Rate (CTR): 1.0–1.4% 
●​ Landing Page Conversion Rate: 

22–30% 
●​ Cost Per Lead (CPL): $38–$52 
●​ Share Rate: 2–4% (high shareability 

of investment trend data) 
●​ Pipeline Influence: 12–18% of leads 

from this campaign enter sales 
pipeline within 60 days 

 



 

●​ Click-Through Rate (CTR): 0.7–1.1% 
●​ Demo Booking Rate: 8–12% of clicks 
●​ Cost Per Demo Booking: $180–$250 
●​ Sales-Accepted Lead (SAL) Rate: 

35–45% of booked demos 
●​ Engagement Rate: 4–7% (comments 

often requesting more information) 
 

 


