01. INTRODUCTION

2026 Benchmarks: Inside the Food & Beverage Manufacturing Marketing Machine

02. MARKETING MACHINE
CROSS-SECTION
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THE EFFICIENCY LAYER:
PAID ADS & EMAIL ROI

$1.95

Average Google Ads CPC

While search ads offer high intent,
the highest RDI is found in Google
Shopping, which boasts a $0.68 CPC
and a 8.2% conversion rate.

Email:
The Highest-ROI Channel

24.5%

Open Rate

With a 24.5% open rate and 48%
open rate for weleome sequences,
email remains the most effective tool
for driving repeat business.

B2B Lead Acquisition Cost

$34.50
CPA

$115.00
CPA

B2B Industry average

Acquiring a B2B lead ($110.00 CPA)
costs significantly more than the
industry average ($34.50), reflecting
the high lifetime value of wholesale
clients.



