The 15-Minute “Complete Marketing Audit” Handbook
Fast & Easy 12-Point Diagnostic that Reveals Hidden Marketing Gaps
Simple Checklists to Help Identify “Revenue Leaks” in Any Business’s Marketing Efforts
Business owners can quickly identify marketing gaps that may be costing them customers.

What You’ll Discover Inside The
15-Minute “Complete Marketing Audit” Handbook™

The Real Reason Most Local Businesses Lose Customers (And Never Know Why)
Why great businesses quietly lose leads to competitors who simply show up better online—and how to spot it fast.

The 12-Point Marketing MRI™ System
A simple diagnostic framework that reveals where your business may be invisible, overlooked, or losing opportunities.

SECTION 1
The “Invisible on Google” Problem
How search visibility determines who gets the call—and why businesses that don’t show up first often don’t get called at all.
✔ Includes a 15-point SEO visibility checklist

SECTION 2
The AI Recommendation Shift
How AI tools are beginning to recommend businesses—and why companies with clear messaging and expertise signals are being chosen first.
✔ Includes a 15-point AI visibility checklist

SECTION 3
The Google Maps Advantage
Why your Google Business Profile may be your most powerful (and underused) lead source—and how small improvements can increase calls.
✔ Includes a 15-point Google profile checklist

SECTION 4
The Listing Consistency Factor
How inconsistent business listings can quietly weaken your credibility—and how to identify hidden issues across directories.
✔ Includes a 15-point citation checklist

SECTION 5
The Trust & Review Gap
Why customers trust reviews more than advertising—and how even small differences in ratings can influence who gets chosen.
✔ Includes a 15-point reputation checklist

SECTION 6
The Social Visibility Layer
How customers use social media to validate businesses—and why inactive profiles can create doubt.
✔ Includes a 15-point social presence checklist

SECTION 7
The Video Trust Multiplier
Why businesses using video often stand out instantly—and how simple videos can build credibility before a customer ever calls.
✔ Includes a 15-point video marketing checklist

SECTION 8
The “Proof of Work” Factor
How photos and visual evidence influence buying decisions—and why customers want to see real results before choosing a business.
✔ Includes a 15-point visual proof checklist

SECTION 9
The Authority Signal Advantage
How certifications, expertise, and recognition position your business as the trusted choice—and why many companies never leverage this.
✔ Includes a 15-point authority checklist

SECTION 10
The Hidden Power of Review Responses
Why how you respond to reviews matters just as much as the reviews themselves—and what customers look for.
✔ Includes a 15-point engagement checklist

SECTION 11
The Lead Conversion Gap
Why many websites fail to turn visitors into inquiries—and how small improvements can increase customer contact.
✔ Includes a 15-point conversion checklist

SECTION 12
The Referral Engine Most Businesses Ignore
How partnerships and professional relationships can generate consistent leads—and why many businesses leave this untapped.
✔ Includes a 15-point referral checklist

The “Revenue Leak” Reality
How small gaps across multiple areas can combine to reduce visibility, trust, and lead flow—and what that means for your business.

What Your Results Actually Mean
How to interpret your checklist results—and what multiple “No” answers may be telling you about your marketing.

Your Next Step: The Complete Marketing Audit
How to go beyond the checklist and uncover the exact opportunities your business may be missing—plus how to turn insights into growth.


Introduction
Why Most Businesses Are Losing Customers Without Realizing It
For many years, local businesses grew primarily through word-of-mouth. A satisfied customer told a friend, a neighbor made a recommendation, or someone remembered seeing a company’s sign or advertisement. While those factors still matter, the way people find and choose businesses today has changed dramatically.
Most buying decisions now begin online.
Before someone calls a contractor, hires a service provider, or schedules an appointment, they usually perform a quick search. They look at the businesses that appear in search results, read reviews, browse photos, compare websites, and look for signs that a company is trustworthy and experienced.
In other words, customers now research businesses before contacting them.
This shift has created a new reality: the companies that appear most visible, credible, and trustworthy online tend to receive the majority of inquiries.
Visibility is no longer just helpful—it determines who gets the call.
Several factors influence whether a business appears trustworthy during this research process. Search visibility plays a major role, because customers often contact the companies they see first. Reviews and ratings shape perception because people naturally trust feedback from other customers. Photos and videos provide visual proof that the company performs real work. Authority signals, such as helpful content or industry expertise, help reinforce credibility.
When these elements work together, they create a strong marketing presence that helps customers feel confident choosing a business.
However, many business owners assume their marketing is working simply because their company has a website or a listing online. In reality, small gaps in visibility, reputation, or authority can quietly reduce the number of customers discovering the business.
These gaps are often invisible from the inside.
A business owner may believe everything looks fine, while competitors with stronger visibility quietly capture a larger share of inquiries.
These unseen weaknesses are sometimes referred to as marketing “revenue leaks.” They represent opportunities where potential customers are searching for services but choosing another company instead.
The good news is that many of these gaps can be identified quickly once you know where to look.
The following 12-point marketing diagnostic is designed as a simple self-assessment that helps reveal areas where your business may be missing visibility, credibility, or customer inquiries.

Section 1 — SEO / Google Search Visibility
Why Search Visibility Matters
When people need a product or service today, their first step is usually a quick Google search. Whether someone is looking for a contractor, restaurant, service provider, or professional, search engines have become the starting point for most buying decisions. Customers typically type a short phrase describing what they need, such as “plumber near me,” “tree removal service,” or “kitchen remodeling contractor.” Within seconds they are presented with a list of businesses that appear most relevant to their search.
Because of this behavior, the businesses that appear first often receive the majority of calls and inquiries. In fact, many customers never look beyond the first page of search results. This means that companies appearing near the top naturally capture more attention and often receive more opportunities.
Search visibility is influenced by several factors. A website that clearly explains its services, includes helpful information, and references the areas it serves is more likely to appear when customers search locally. Websites that load quickly, work well on mobile devices, and include detailed service pages also tend to perform better.
Businesses that regularly publish helpful information related to their services may also gain stronger visibility because search engines interpret that content as a sign of expertise and relevance.
If your business is difficult to find when potential customers search for the services you provide, it may mean that competitors are receiving those inquiries instead.
15-Point SEO Visibility Checklist:
• Does your business appear on the first page of Google for your main service?
• Do you have separate pages for each major service?
• Are your service pages optimized for your local area?
• Do you mention your city and service areas clearly?
• Do competitors appear above you in search results?
• Does your website load quickly?
• Is your website mobile friendly?
• Does your homepage clearly explain your services?
• Do you publish helpful information related to your industry?
• Do you update your website periodically?
• Do you target multiple service areas or neighborhoods?
• Do you have pages for high-demand services?
• Do customers mention finding you through Google?
• Do you appear in Google Maps results?
• Do you rank for multiple keywords related to your services?

Section 2 — AI Recommendation Visibility
How AI Tools Are Influencing Business Discovery
Artificial intelligence is quickly becoming another way customers discover businesses. Many people now use AI-powered search tools, voice assistants, and digital helpers to ask questions such as “Who is the best contractor near me?” or “Which company provides reliable tree removal services?” Instead of simply showing a list of links, these tools often recommend specific businesses based on the information they find online.
AI systems tend to favor businesses that clearly explain what they do, demonstrate expertise, and provide helpful information for customers. Websites that include detailed service descriptions, frequently asked questions, and educational content make it easier for AI systems to understand the company’s services and authority.
In addition, reputation signals such as reviews and testimonials help reinforce credibility. When customers frequently mention expertise, professionalism, or helpful service in their feedback, these signals help strengthen how a business is interpreted by recommendation systems.
Businesses that publish helpful guides, tips, or explanations related to their industry often gain additional visibility because they demonstrate knowledge and authority. These signals help both search engines and AI tools determine which businesses may be most useful to recommend to potential customers.
In the coming years, companies that clearly communicate their expertise and provide valuable information online will likely appear more often in these recommendation-driven search environments.
15-Point AI Visibility Checklist:
• Does your website clearly explain what services you offer?
• Do you answer common customer questions online?
• Do you publish helpful advice or guides?
• Do you demonstrate expertise in your industry?
• Do you provide educational content for customers?
• Do customers refer to your knowledge in reviews?
• Do you explain your process clearly on your site?
• Do you have FAQ pages?
• Do you provide helpful tips or insights?
• Do you publish blog articles or guides?
• Are your services explained clearly and simply?
• Do you share expertise through content or videos?
• Are you referenced by other websites or sources?
• Do customers view you as a trusted expert?
• Do you provide detailed service descriptions?

Section 3 — Google Business Profile
Why Your Google Business Profile Matters
Your Google Business Profile is one of the most powerful tools for attracting local customers. When people search for services in their area, Google often displays a map section with several nearby businesses. These listings typically include company names, ratings, photos, contact information, and directions. For many businesses, this is the first place potential customers look before deciding who to call.
Companies that maintain active and complete profiles often receive significantly more calls and website visits than businesses that ignore this listing. A well-maintained profile can show potential customers that the business is legitimate, professional, and responsive.
Several elements influence how visible a profile becomes. Customer reviews are one of the most important signals. Businesses with a strong number of positive reviews tend to attract more attention and credibility. Photos are another powerful factor. Images of completed work, projects, staff, and facilities help potential customers see the quality of the business before they even make contact.
Activity also matters. Businesses that regularly update their profile with posts, new photos, and accurate service information often appear more active and trustworthy to both customers and search engines.
For many local businesses, a strong Google Business Profile can be one of the fastest ways to increase visibility and customer inquiries.
15-Point Google Business Profile Checklist:
• Is your Google Business Profile fully completed?
• Is your business category correctly selected?
• Do you list all the services you provide?
• Do you regularly add photos of your work?
• Do you have more than a handful of customer reviews?
• Do you respond to customer reviews?
• Do you update your listing with posts or updates?
• Is your phone number correct and clickable?
• Are your business hours accurate?
• Do you include a detailed business description?
• Do you appear in Google Maps results for your services?
• Do customers contact you directly through your listing?
• Do you have more reviews than some competitors?
• Do your photos show real examples of your work?
• Does your listing make a strong first impression?


Section 4 — Citation Consistency
Why Business Listings Matter
Across the internet, your business information appears in many different places. These listings may include local directories, review platforms, industry websites, and business databases. Search engines use these listings to confirm that your business is legitimate and active.
A key factor in this process is something called citation consistency. This refers to the accuracy and consistency of your business name, address, and phone number—often called “NAP.” When this information appears consistently across directories, search engines gain confidence that the business information is reliable.
However, if listings contain outdated phone numbers, incorrect addresses, or variations of the business name, it can create confusion for both search engines and customers. Inconsistent information may weaken your search credibility and make it harder for potential customers to reach you.
Keeping business listings accurate and consistent across directories helps reinforce trust and visibility. It also makes it easier for customers to find correct contact information when they are researching your services online.
Maintaining accurate listings is a simple but often overlooked step that can strengthen a company’s overall online presence.
15-Point Citation Consistency Checklist:
• Is your business name spelled the same across all listings?
• Is your address consistent everywhere online?
• Is your phone number the same across directories?
• Do you appear in major business directories?
• Are outdated phone numbers removed from listings?
• Are old addresses removed from listings?
• Do you appear on industry-specific directories?
• Do your listings link to your website?
• Are your business hours consistent across directories?
• Do you have a listing on major review platforms?
• Do your listings include a business description?
• Are duplicate listings removed or corrected?
• Do your listings include your services?
• Are your listings easy to find when searching your business name?
• Do all listings provide accurate contact information?


Section 5 — Reputation & Trust Signals
Why Reputation Influences Buying Decisions
Before contacting a business, many customers look for signs that the company is trustworthy and reliable. Online reviews have become one of the most influential factors in this decision process. People often read reviews to see what other customers experienced before choosing who to call.
Positive reviews help build confidence. They show that real customers have received good service and were satisfied enough to share their experience. Businesses with strong review profiles often appear more credible and dependable than companies with little or no feedback.
Reputation also plays a role when customers compare multiple businesses. When someone sees two similar companies, they are more likely to choose the one with better ratings, more reviews, or stronger testimonials. Even small differences in review numbers can influence which company receives the call.
Beyond reviews, trust signals can include testimonials, examples of past work, professional certifications, and visible proof of experience. These signals help reinforce the impression that the company is knowledgeable and capable.
A strong reputation doesn’t happen by accident. Businesses that actively encourage customer feedback and showcase positive experiences tend to build stronger credibility and attract more inquiries over time.
15-Point Reputation & Trust Checklist:
• Does your business have positive customer reviews online?
• Do you have more than a few reviews on major platforms?
• Do customers frequently leave positive feedback?
• Do you respond to both positive and negative reviews?
• Do you display testimonials on your website?
• Do reviews mention professionalism or quality work?
• Do customers recommend your business to others?
• Do you highlight customer success stories?
• Do you showcase before-and-after project examples?
• Do you display any certifications or credentials?
• Do customers mention reliability or expertise in reviews?
• Do you monitor your reputation online?
• Do you encourage satisfied customers to leave reviews?
• Do your ratings appear strong compared to competitors?
• Does your business appear trustworthy when someone researches it online?


Section 6 — Social Presence
Why Social Visibility Matters
Social media has become another way customers research businesses before making a decision. When someone hears about a company or discovers it online, they often look at its social profiles to learn more about how the business operates. Active social pages can reinforce credibility by showing real work, customer interactions, and updates from the company.
Even if customers do not contact a business directly through social media, these platforms still influence perception. A company with active profiles often appears more established and engaged with its community. Businesses that share helpful insights, project updates, or educational tips demonstrate that they are knowledgeable and involved in their industry.
Social media can also help build familiarity with a brand. When customers see posts about completed projects, company milestones, or helpful advice, it reinforces the impression that the business is active and experienced. This visibility can strengthen trust and make a company more memorable when someone eventually needs its services.
While social media alone may not generate all of a company’s leads, it contributes to the overall digital presence that customers evaluate when deciding which business to contact.
15-Point Social Presence Checklist:
• Does your business have active social media profiles?
• Do you post updates about your work or projects?
• Do you share helpful information related to your services?
• Do customers interact with your posts?
• Do you respond to comments or messages?
• Do you share photos of completed projects?
• Do you highlight customer success stories?
• Do you post consistently throughout the year?
• Do you showcase your team or staff?
• Do you promote seasonal tips or advice related to your industry?
• Do you share company updates or announcements?
• Do customers mention discovering you through social media?
• Do your profiles clearly explain what your business does?
• Do you include links to your website?
• Do your social profiles reinforce a professional image?


Section 7 — Video Marketing
Why Video Builds Trust
Video has become one of the most powerful ways businesses can communicate with potential customers. Seeing a company’s work, process, or expertise in action often builds confidence faster than written descriptions alone. Video helps people understand how a service works and what they can expect when they hire a business.
For many industries, video offers the opportunity to demonstrate real projects or explain common questions customers may have. For example, a service provider might show how a project is completed, walk through the steps of a process, or explain what customers should look for when choosing a contractor.
Videos can also help businesses differentiate themselves from competitors. Many companies rely only on text and images, while those that create helpful or informative videos can stand out as more transparent and knowledgeable. Even short videos that explain services or show examples of work can help potential customers feel more comfortable contacting the business.
In addition, video content often performs well on websites, social media platforms, and search results. Businesses that incorporate video into their marketing can strengthen both their credibility and visibility online.
15-Point Video Marketing Checklist:
• Does your business publish videos related to your services?
• Do you explain your services through video content?
• Do you demonstrate real projects or examples of work?
• Do you answer common customer questions through video?
• Do you introduce your team or staff in videos?
• Do you show how your process works?
• Do you publish short educational or instructional videos?
• Do customers comment on or share your videos?
• Do your videos help explain what makes your service unique?
• Do you include videos on your website?
• Do you post videos on social media platforms?
• Do you highlight customer success stories through video?
• Do your videos show professionalism and expertise?
• Do customers mention seeing your videos before contacting you?
• Do your videos help build trust with potential customers?


Section 8 — Photo & Visual Proof
Why Visual Proof Builds Credibility
Customers want to see evidence of the work a business performs before making a decision. Photos and visual examples provide that proof. When potential customers can see completed projects, before-and-after transformations, or examples of services being performed, it helps them understand the quality and scope of the work.
Visual proof also reinforces credibility. Businesses that share real project images demonstrate that they have experience and a track record of delivering results. These visuals often help customers feel more confident that the company is capable of completing the job they need.
Before-and-after photos are especially powerful because they clearly show the difference a service can make. These comparisons help potential customers visualize the results they might expect. Images of equipment, staff, and work environments can also add transparency and authenticity.
Photos are valuable across many platforms, including websites, social media, and Google listings. Businesses that regularly update their photo galleries often appear more active and professional to customers researching their services.
Providing strong visual proof can make the difference between a customer continuing their research or deciding to contact the business directly.
15-Point Photo & Visual Proof Checklist:
• Do you display photos of completed projects on your website?
• Do you share before-and-after project examples?
• Do your photos clearly show the quality of your work?
• Do you regularly update your photo gallery?
• Do you include images of your team or staff at work?
• Do your photos appear on your Google Business Profile?
• Do you share project images on social media?
• Do your photos help explain your services visually?
• Do you show equipment, tools, or work environments?
• Do customers comment on your project photos?
• Do your photos look professional and clear?
• Do you highlight your best projects visually?
• Do your images demonstrate real-world results?
• Do you organize photos by service or project type?
• Do your photos help customers understand what you do?


Section 9 — Local Authority Signals
Why Authority Signals Matter
In competitive markets, customers often choose the business that appears most knowledgeable and trustworthy. Authority signals help reinforce that perception. These signals can include certifications, professional memberships, awards, media mentions, and educational content that demonstrates expertise in a particular field.
When potential customers research a company online, they often look for signs that the business is experienced and recognized within its industry. Certifications, licenses, and affiliations with professional organizations show that the company meets industry standards and maintains professional credibility. Media mentions or community recognition can also reinforce trust, signaling that the business has a positive reputation beyond its own marketing materials.
Educational content is another powerful authority signal. Businesses that share helpful insights, guides, or expert advice often position themselves as knowledgeable leaders in their industry. When customers see that a company understands the problems they are facing and can explain solutions clearly, it builds confidence in that company’s expertise.
Search engines also interpret authority signals as indicators of credibility. Businesses that demonstrate expertise through certifications, recognition, and educational content may gain stronger visibility online because these signals help confirm legitimacy and trustworthiness.
Strengthening authority signals can help a business stand out in crowded markets where customers are comparing multiple service providers.
15-Point Local Authority Checklist:
• Do you display professional certifications or licenses?
• Are you a member of any industry organizations?
• Do you highlight awards or recognitions your business has received?
• Do you publish educational articles related to your services?
• Do customers view you as an expert in your field?
• Have you been mentioned in local media or publications?
• Do you share professional insights or tips online?
• Do you demonstrate expertise through helpful content?
• Do you participate in community events or local initiatives?
• Do you provide educational resources for customers?
• Do you collaborate with other respected businesses?
• Do customers refer to your knowledge in reviews or testimonials?
• Do you explain industry best practices on your website?
• Do you position your company as a trusted authority?
• Do you highlight your experience and credentials clearly?


Section 10 — Review Engagement
Why Responding to Reviews Builds Trust
Online reviews play a major role in how potential customers evaluate businesses. However, the way a company responds to those reviews can be just as important as the reviews themselves. When businesses actively engage with customer feedback, it signals professionalism, accountability, and appreciation for their customers.
Responding to positive reviews shows gratitude and reinforces the relationship with satisfied clients. It demonstrates that the business values feedback and recognizes the people who support it. This interaction also encourages other customers to share their experiences because they see that their opinions matter.
Responding thoughtfully to negative reviews can be even more powerful. A professional and respectful response can show potential customers that the company takes concerns seriously and is committed to resolving issues. This level of transparency often strengthens trust rather than weakening it.
Customers frequently read review responses while comparing businesses. A company that actively engages with its customers appears more attentive and responsible than one that ignores feedback.
Review engagement is therefore more than a courtesy—it is a signal of professionalism and customer care that influences buying decisions.
15-Point Review Engagement Checklist:
• Do you regularly respond to customer reviews?
• Do you thank customers for positive feedback?
• Do you address concerns in negative reviews professionally?
• Do your responses show appreciation for customer input?
• Do you monitor reviews across multiple platforms?
• Do you respond promptly when reviews appear?
• Do your responses demonstrate professionalism?
• Do you encourage customers to share their experiences?
• Do customers mention your responsiveness in reviews?
• Do you resolve issues raised in negative reviews?
• Do you maintain a respectful tone in all responses?
• Do you treat reviews as opportunities to improve?
• Do you use feedback to strengthen your service?
• Do you engage with customers across review platforms?
• Do your responses reflect a commitment to customer satisfaction?


Section 11 — Website Conversion
Turning Website Visitors Into Customers
A website’s purpose is not only to provide information—it should also help turn visitors into customers. When someone arrives at a business website, they are often looking for quick answers: what services are offered, whether the company is trustworthy, and how they can get in touch.
If visitors cannot easily find a way to contact the business, they may simply move on to a competitor. Clear calls-to-action help guide potential customers toward the next step, whether that means making a phone call, requesting a quote, or scheduling a consultation.
Effective websites make these contact options visible and simple to use. Phone numbers should be easy to find. Contact forms should be straightforward. Customers should not have to search through multiple pages just to request service.
Trust signals also play an important role in conversion. Testimonials, reviews, photos, and project examples help reassure visitors that they are making the right choice.
When a website clearly communicates services, builds credibility, and provides easy contact options, it becomes much more effective at converting visitors into real inquiries.
15-Point Website Conversion Checklist:
• Is your phone number clearly visible on every page?
• Do you provide an easy contact form?
• Do you invite visitors to request a quote or consultation?
• Are calls-to-action clearly visible on your website?
• Can customers quickly understand what services you offer?
• Do you display testimonials or reviews on your site?
• Do you highlight examples of your work?
• Does your site make it easy to schedule service?
• Do you provide multiple ways to contact your business?
• Does your homepage encourage visitors to take action?
• Do you explain what happens after a customer contacts you?
• Do you offer helpful information before asking for contact details?
• Is your contact page easy to find?
• Do visitors know exactly how to reach you?
• Does your website guide visitors toward becoming customers?


Section 12 — Referral Network
Why Referral Relationships Matter
Many successful businesses grow through strong professional relationships. Referrals often come from other businesses that serve similar customers but provide different services. These partnerships can create a steady flow of new opportunities.
For example, contractors, service providers, and professionals frequently collaborate with businesses that complement their work. When one company encounters a situation outside its services, it may refer the customer to a trusted partner. These relationships benefit both parties while providing better service to the customer.
A well-developed referral network can significantly expand a company’s reach. Instead of relying solely on advertising or online discovery, businesses can receive recommendations directly from trusted partners. Customers who arrive through referrals often already have a higher level of trust because the recommendation came from someone they know.
Building these relationships requires intention. Businesses that actively connect with local professionals, contractors, and complementary service providers often create referral ecosystems that benefit everyone involved.
A strong referral network can become one of the most reliable sources of new business over time.
15-Point Referral Network Checklist:
• Do other businesses regularly refer customers to you?
• Do you have partnerships with complementary service providers?
• Do you collaborate with contractors or local professionals?
• Do you actively recommend trusted partners to your customers?
• Do you maintain relationships with businesses serving similar clients?
• Do you attend local networking events or associations?
• Do you communicate regularly with referral partners?
• Do you thank partners who send business your way?
• Do you look for new partnership opportunities?
• Do customers mention being referred to your business?
• Do you provide reliable service that encourages referrals?
• Do you stay connected with local business communities?
• Do you share referrals with trusted partners?
• Do you maintain long-term professional relationships?
• Do you actively cultivate referral opportunities?

What Your Score Means
After completing the twelve marketing checklists in this handbook, you should now have a clearer picture of how your business appears across several important areas of visibility and credibility.
If you answered “Yes” to most of the questions, it suggests that your marketing foundation is relatively strong in those areas. Your business may already have good visibility, positive reputation signals, and effective ways for customers to discover and contact you.
However, if you answered “No” to several questions in one or more sections, those responses may reveal potential marketing gaps that could be affecting how customers find your business.
Many businesses discover through this type of self-assessment that certain elements of their marketing presence have been overlooked. For example, a company may have strong services but limited online visibility, or it may receive positive reviews but lack clear calls-to-action on its website. In other cases, businesses may have excellent expertise but little content or authority signals demonstrating that expertise online.
These gaps are sometimes referred to as marketing “revenue leaks.” They represent opportunities where potential customers may be searching for services but choosing another company because it appears more visible or credible during their research process.
The purpose of this handbook is to help identify those potential weaknesses so they can be addressed.
If several areas in this handbook revealed weaknesses, your business may have marketing gaps that competitors are quietly benefiting from.
The next step for many businesses is to run a more complete marketing analysis to better understand where those opportunities exist and how they can be improved.

Request Your Complete Marketing Audit
The checklist you just completed is designed to provide a quick overview of your business’s marketing presence. It can highlight common areas where businesses often lose visibility or miss potential customer inquiries.
However, a full marketing diagnostic goes much deeper.
A complete Local Marketing Audit examines how your business actually appears across search results, reputation platforms, authority signals, referral networks, and conversion systems. It also compares your visibility to competitors in your market to identify where opportunities may exist.
This deeper analysis can help reveal specific improvements that may strengthen your visibility and attract more inquiries from potential customers.
Many businesses discover that small changes—such as improving search visibility, strengthening review signals, or making it easier for customers to contact them—can significantly increase the number of opportunities they receive.
If you would like to see how your business performs across these marketing areas, you can request a Complete Marketing Audit to receive a more detailed analysis of your current marketing footprint and potential opportunities for improvement.


By now, you’ve seen how small gaps in visibility, reputation, and online presence can quietly reduce the number of customers discovering your business.

Most business owners find that while some areas are working well, others may be limiting their growth without them realizing it.

The checklist you just completed is a great starting point — but it only shows part of the picture.

To truly understand where your biggest opportunities are, you need to see how your business actually appears to potential customers in your local market.

That’s why we offer a Free Local Business Visibility Scan.

This scan looks at your business across key areas including:
• Google search visibility  
• Google Business Profile performance  
• Reviews and reputation signals  
• Online listings and consistency  
• Competitor positioning in your area  

You’ll receive a clear breakdown of what’s working, what’s missing, and where opportunities exist to improve your visibility and generate more leads.

There’s no obligation — it’s simply a way to help you understand how your business is currently positioned online.

👉 Request your free scan here: https://www.yourlegacywithtim.com/audit

Once you request your scan, we’ll begin analyzing your business and provide your results.

From there, you can decide what improvements make sense for you — whether you choose to implement them yourself or get help.

Either way, you’ll walk away with a clearer understanding of how to strengthen your online presence and attract more customers.


Get your FREE Local Business Scan:https://speakwithtim.com
