2026 AUTOMOTIVE MARKETING BENCHMARKS:
THE DIGITAL SHOWROOM ANATOMY

A technical, date-driven blueprint of marketing performance across

traffic, paid media, conversion, and retention channels.

01. TRAFFIC ECOSYSTEM
%
46%

Global Organic Dominance
Search remains the primary discovery
tool globally, followed by Direct traffic
et 2186, fngs lighting the importance of
long-term SEO and brand loyalty.
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The Mobile-First
Research Shift

68.5%

of all automotive visits now
ocvor on mobile devices,
though users ofton switch
to desktop for the final
“buying” phase.

U.S. Market's Paid
Media Reliance

In the U.S., Paid Search accounts for
24% of traffic (se 16% globally),
reﬂeding intouse competition in
metropol

lan dealership closters.
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Google Ads 'Eaprget Search Vehicle Ads (Google
R

Benchmark Shopping) Efficiency
$2.85 $46.50 4.2%
The induﬂ%sundard for

Google Search remains the Visual inventory ads have

workhorse of the industry a qualified load (form fill become a high-intent
with a 5.5% comiersion or vefl} from search pomerhouse, boosting a
rate for high-intent queries advorlising is currentg 4,2% conversion rate and
like *hear me* searches. hovering jost under 560. a$1.80 average CPC.

03. CONVERSION & ENGAGEMENT CORE

The "Mobile Gap”
Opportunity

MOBILE
TRAFFIC

68.5%

CONVERSION

1.9%

‘ MOBILE

While mobile drives nearly 70% of
OolTikt. lin 1970 egagemum rate is
exactly half of the desktop
conversion rate (3.8%).

4.2%

TikTok Engagement Rate

Video welkthroughs and
“behind the seonec” contont
on TikTok are significantly
outperftniing Instegrain
(1.45%5) and Facebook (0.25%).

Average Session
Duration

2:45

High engagement with
3od-degree viswy and video
content bas atchdand the
time users spend on
dealership sites.

(RTINS LS (SERVICE & LOYALTY)

5 8(y SERVICE
RETENTION
O rate

39.5%

EMAIL'S
TRANSACTIONAL
POWER

o SERVICE
VS. SALES
0 LOYALTY

Service lanes remain the primary
driver of repeat business, as service

customers are sl%niﬁcantl more likely
to become repeat vehicle buyers.

With a39.5% open rate and a low
0.2% onsubscribe rate, amall is the
most effective phonnel for service
reminders and lease renewals.

While service retention is high (39%),
sales retention to a spestlle Sealer
site at 32%, higillighting the 6.6 year
gap in vehicle purchase systes.



