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Stl’ at e g | C G r OWt h THE OUTREACH PERIMETER LinkedIn Engagement Rate Email Open Rate Posts Per Week
i i Linkedin is the dominant social Clients actively seek financial The optimal Linkedin frequenc
(Emall &Social Channels) platform for accountants, g ing pdates and toys reminders, balang visibility with tﬂe i
20 times the engagement of resulting in hig{l open rates and high-quality substance required
Facebook for financial content. avery low 8.2% misubscribe rate. for professional credibility.

Global vs. U.S. Paid Search

THE CONVERSION LAYER TI 05% 1 6.3%

(PPC & Acquisition) Global Average U.S. Firms Paid
Paid Search Share Search Share
U.S. firms rely more or(:traid acquisition (16.3%) compared

to the global average (11.5%) due to higher domestic
competition.

O/ Google Ads Conversion Rate
5 oll o A) Accounting outperforms many other
professional services in PPC effectiveness,
despite an average Search CPA of $81.93,

220/ Lead-to-Client Clase Rate

O Approximately one in five qualified leads
becomes a paying client, mehing the high
acquisition cost highly profitable over the

client’s lifetime.
62.4% 54.1%
THE ENGINE ROOM o 70 Tol 70 3m l4s
(Digital Infrastructure & Traffic) | Desktop-DominantTraffic  Organic Search Share Average Visit Duration
Unlike most industries, accounting  SEO and content marketing Visitors are deeply engaged, viewing an
remains desktop-heavy as clients™  are non-negotiable, drivin average of 2,5 pages per Visit to evaluate

research complex financial data over half of all global traffic to u,oug%g leadership and stalf credentials.

during professional work hours. accounting websites.
(Retention & Client Trust) Average Client Retention Rate Net Prometer Score (NPS)
High switching costs and relationship-  This industry benchmark reflects the
based service result in a low annual high level of satisfaction and professional

churn rate of only 12%. trust inherent in the sector.



