2026 Marketing Benchmarks: The Environmental Services Digital Ecosystem
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Average Bounce Rate

13-point gap: Mobile (84%) vs. Desktop (51%) shows
mobile users are often in the initial, less-committed phase.
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Phenomenal retention is the primary profit driver, Top 10% convert at triple the average (3.5%) Lead 24% 18% Compliance updates drive massive engagement
making aggressive acquisition costs sustainable. using service-specific pages. Opportunity Close vs. newsletters (19%), with very low 6.16%

unsubscribe rate.



