01. INTRODUCTION

LAYER 1: THE DIGITAL ENTRY POINT (TRAFFIC & DEVICE)

Mobile Dominance

Nearly three-quarters of all 0
dealershig wetie now origmates

from mobile devices, for

outstripping desktop (24.1%) and ]

tablet (3.5%) usage.
Organic Search is the Visual Engagement Baseline
Growth Engine : ]

~ 51%of global traffic is driven by = ; |
$50, though this drops to 44% in Average time an ele is 2 minutes and 45

~ the U.S. due to a more competitive acconde, with ridect viewing an average of 3.8
paid advertising landscape. *  pages per session In inspect inventory.

LAYER 2: THE ACQUISITION ENGINE (PAID MEDIA)

THE ANATOMY OF A HIGH-PERFORMING

MOTORCYCLE DEALERSHIP:

2026 MARKETING BENCHMARKS

LAYER 3: THE ENGAGEMENT CORE (SOCIAL & COMMUNITY)

Search Intent vs. Social Discovery
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The cost per acquisition for a qualified m High brand pession results in an
lead has-dae 15% year-evan year hat occaptionally etrong allalt-through rate
remains highly viable given high unit . for search advertisements compared to

margins. I other automotive sectors.

TikTok: The Viral Optimized Posting
Opportunity Cadence_

Motoryecia content thrives on TW;ip"':';"t'i"g dealers
TikTok witha 4.2% engagement | oSting 45 times weeklyon
pitesiariingnsgrami( 85%) weeklp for short-fawa vides
and Facebook (0.48%). Y

content like Deels and TikToks.

5 g Passion Drives Performance

Riding culture is inherently slsusl and ity-driven,
allowing dealars in outﬁerionn general automotive
engagement benelimarks.

LAYER 4: THE CONVERSION & RETENTION CHAMBER

22% The Service

Average Web Conversion :‘o‘:‘ef{tl‘:nﬁlmmme
service de| ient retention

o oeier S o2 5% e P 19% N isthe critcal metic fo building

conversion rate through superior mobile ::‘""ﬂs‘a"l'e's" dealer health and repeat

optimization and fast site speeds.
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" igh-intent “hobbyiet” subscribers
This total value accounts for unit : show messive engagement with
mergles, parts, aocessories, and recurting § yua| communications, Saubie the
service revenue over the lifetime of the standard 23.6% open el

rider relationship.



