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Marketing Audit 
 

Your Name:   _____________________________________ 

Website URL:  _____________________________________ 

Do you have analytics running on your website?    Yes  No 

# of Hits Monthly:  __________  Bounce Rate:   __________ Conversion Rate:  __________ 

How long have you been in this business/niche?   __________ years 

How would you define the current stage of your business? 

__________ Planning/Start up 

__________ Part Time and Starting to Grow 

__________ Full Time but not at the level I want it to be 

__________ Thriving and Ready to Scale!  

 

Have you owned or run other businesses before?    Yes  No 

Do you have a logo?       Yes  No 

Do you have brand colors?  (Are the Hex or RGB codes handy?)  Yes  No 

Autoresponder (Email) Platform:   ___________________________________ 

 Do you have a nurture sequence in place for new signups?  Yes  No 

Payment Processor (ex/Paypal, Stripe):   ____________________________________ 

Do you have a regular column, podcast or other media show?    Yes  No 

# of subscribers on Email List:   __________ 

Social Media Platforms: 

Facebook Personal:     # of Followers:    __________ 

Facebook Biz or Fan Page:    # of Followers:    __________ 

Facebook (or other online) Group:   # of Members:    __________ 

Linked In:     # of Connections:   __________ 

Linked In Group:    # of Members:    __________ 

Twitter:      # of Followers:    __________ 

Instagram:     # of Followers:    __________ 

YouTube Channel:     # of Followers:   __________ 

Other:  ________________________  # of Followers:    __________ 
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Offline Meetings/Groups You Belong to: 

Member of: 

_________________________________ # of Members:    __________ 

_________________________________ # of Members:    __________ 

_________________________________ # of Members:    __________ 

 

Meetings/Associations You Run/Own: 

_________________________________ # of Members:    __________ 

_________________________________ # of Members:    __________ 

_________________________________ # of Members:    __________ 

 

Potential Joint Venture Partners: 

_________________________________ _________________________________ 

_________________________________ _________________________________ 

_________________________________ _________________________________ 

 

Personal Network   

Approximate # of business contacts offline:  _________ 

Approximate # of friends/acquaintances/coworkers/etc. offline:  __________ 

Is your family/significant other supportive of your business venture?    Yes  No 

 

What is your core business?   _________________________________________ 

Who do you serve?  

___________________________________________________________________________ 

___________________________________________________________________________ 
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What do you offer?  (Specifics on Seminars/Consulting/Packages/Products) 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

What is the price point for your service(s)?  

___________________________________________________________________________ 

___________________________________________________________________________ 

Do you have a marketing funnel in place? If yes, what is it? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

How would you rate yourself in these business skills? (1-5, 1 being non-existent; 5 being excellent) 

Marketing and Sales:     __________ 

Bookkeeping:      __________ 

Budgeting:       __________ 

Administration/Operations:    __________ 

Fulfillment of Product/Services:    __________ 

Leadership/Emotional IQ:     __________ 

Website Skills:      __________ 

Internet Skills:        __________ 

 

# of Employees or Virtual Assistant(s):   __________   

How much time do you have available to devote to marketing (weekly)?    __________ 

How much money do you have available to devote to marketing (monthly)?  __________ 
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Business Goals Worksheet 
 

Current Revenue:     Current # of Clients:  

 

What do you want your business to look like in five years?  

Goal Revenue:     Goal # of Clients:   

Type of work you will do:  

Type of clients you will work with:  

 

What do you want your business to look like in one year? 

Goal Revenue:     Goal # of Clients:   

Type of work you will do:  

Type of clients you will work with:  

 

What specific goals do you have for a marketing campaign? (Quantify your goals) 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

 

Will accomplishing these goals move you towards your overall business goal(s)?   Yes  No 
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Target Market Analyzer 

 

 

Male __________  Female __________  Both __________ 

Single __________  Married __________  Both __________ 

 

Age Range: __________ 

Educational Level: 

 High School     __________ 

 High School Grads    __________ 

 4 Year College     __________ 

 Advanced Degree/Specialized Knowledge  __________ 

 

Economic Level: (Check all that apply) 

 Under $20,000 per year    __________ 

 $21,000 – $40,000 per year    __________ 

 $40,000 – $60,000 per year   __________ 

 $60,000 – $80,000 per year   __________ 

 $80,000 – $99,000 per year   __________ 

 $100,000 – $250,000 per year   __________ 

 Over $250,000 per year    __________ 
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What is the main problem my best prospect has that my product or service will solve? 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

 

What are any other problems that my best prospect has that my product or service will solve? 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

 

What do I or can I do differently that solves my clients’ problem in a way that nobody else can or has? 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

 

Now take your answers, and address your prospects wants in relation to what you offer. What is the 

problem you are solving and what is the benefit to your client? 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 
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Describe your best target client: (You can answer each question separately or incorporate your answers 

into a descriptive paragraph.) 

Where do they live? 

Where do they shop? 

Where do they eat out? 

What do they do for a living? 

Where they are in their career? (i.e., C-level, management, entry level, etc) 

Do they hire things out or do it themselves? (Lawn service, cleaning, taxes, etc.)  

Is their household one income, two incomes, or even more? (Part-time and second jobs) 

What kind of car do they drive? 

How much do they spend on a typical evening out? 

How many times a month do they go out? 

Are their kids in public or private schools? 

What hobbies do they have?  

 

What does my ideal client want (not what they need)? 

 

Do I offer what they want? 

 If not, can I change what I offer? 

 Can I add what they want to what I offer? 

 And/or Can I increase their sense of need/desire for what I have? 

 

  



8 
 

How do I find my target market? 

Where do they hang out online? (Social media, forums, news or information sources such as Medium, 

Substack, Quora, HubPages, Beam 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

 

Offline? 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 
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Products/Services Worksheet 
 

 

Product    Unit Price   %  of Revenue 

 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 

____________________________________ $_______________   _______________% 
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Message Worksheet 
 

Feature      Benefit 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

______________________________  ___________________________________________ 

Now, go through the benefits and rank them according to how important/valuable you think they are 

for your prospective clients.  

 

What is Your USP (Unique Selling Proposition)? 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

What are the 3-5 main points that you want people to know about your product or service? (Hint: 

They are probably a combination of what prospects ask you for and deliver the greatest value to your 

clients) 

___________________________________________________________________________ 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

What is your Call To Action (CTA)?  (Put this on Page 2 of the Marketing Plan)  
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Know Your Numbers Worksheet 
 

 

Monthly Revenue or Units Sold Goal:     _______________ 

 

# of Sales Conversations Needed:   _______________ 

# of Prospects Needed to get 

Needed # of Sales Conversations: _______________ 

 

# of People needed to enter funnel:   _______________ 

 

 

 

**Remember:  You may not have good numbers for this until you actually start marketing. Fill in your 

best guess and change the numbers as needed. 
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Media and Strategy Worksheet 

 

 

If you already have a large following  

 

__________ Email Campaign 

__________ 3 Video Launch 

__________ JV Launch 

__________ Blogging (Usually a Slow Build) 

__________ FB or Online Group 

__________ Webinars 

__________ Live Seminars  

 

 

If you’re starting from scratch  

 

__________ Guest Blogging or Podcast Guest 

__________ Lead Magnet (Ethical Bribe) opt in to email campaign 

__________ Direct Mail  

__________ One-on-One Networking 

__________ Speaking to groups 

__________ Webinars (for Lead Generation) 

 

Choose the three most viable strategies and put them in the proper lines in the Media and Strategies 

section of the Marketing Plan. You will fill in the rest of the strategy information when you get to Step 

Six. 

 

 


