
B2B Growth Audit Checklist

 

Your site loads in under 3 seconds
 

You can tie a lead back to its source
 

LEAD FOLLOW-UP & NURTURE

New leads get a response within 1 hour
 

You have an automated email follow-up
 

You know your cost per lead by channel
 

You have a lead capture form that works
 

WEBSITE & LEAD CAPTURE

Your website has clear CTAs on every page
 

TRACKING & MEASUREMENT

Google Analytics 4 is installed and configured
 

No lead goes more than 7 days without contact
 

15 questions to find the gap sin your marketing foundation.

This checklist covers the five areas where B2B companies most commonly leak leads, waste budget, or miss revenue. Go
through each item honestly. If you check fewer than 10, there is low-hanging fruit that could change your pipeline within 90 days.
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Speed to lead matters. After 5 minutes, the odds of qualifying a lead drop 80%. After an hour, most are gone.

Every page should guide visitors toward a next step: contact form, demo request, quote, or resource download.

Not just a Contact Us page buried in the footer. A form that is visible, has minimal fields, and actually gets submissions.

Whether automated or manual, every lead in your pipeline should be touched at least weekly until they convert or disqualify.

If you are running paid ads, you should know exactly what each qualified lead costs, broken down by platform and campaign.

Not just installed. Configured with conversion events, goals, and proper attribution. You should know which pages drive leads.

Run it through Google Page Speed Insights. If it scores below 50 on mobile, you are losing visitors before they see your content.

When a lead comes in, do you know if it came from Google Ads, organic search, LinkedIn, or a referral? If not, you are guessing.

When someone fills out a form or downloads a resource, they should get an immediate email, not silence until someone follows up.
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Book a free 15-minute strategy call
We will walk through your results and show you where the quickest wins are.

0-7 checked:
 

8-12 checked:
 

13-15 checked:
 

You have a documented content plan
 

You review ad performance at least monthly
 

CONTENT & SEO FOUNDATION

You have at least 10 pages of useful content
 

Your Google Business Profile is complete and active
 

You are not spending on broad or irrelevant keywords
 

PAID ADVERTISING HEALTH

Your ad campaigns have conversion tracking installed
 

Blog posts, guides, case studies, or resource pages that answer real questions your buyers are asking. Not fluff.

Someone should be looking at cost per lead, conversion rates, and ROAS every month and making adjustments.

For local B2B: photos, hours, services, posts, and reviews. Google rewards active profiles with better local visibility.

Not just click tracking. Actual conversion tracking that tells you which ads produce leads, not just which ads get clicked.

You know what you are publishing, when, and why. Even a spreadsheet with 12 topic ideas beats figuring it out as you go.

Check your search terms report. If you are paying for clicks that have nothing to do with your services, you are burning money.

Your Score

Your foundation is solid. Focus on optimization and scaling.

Infrastructure needs work before any campaign spend will pay off.

Gaps are costing you leads and revenue. Quick wins are available.

Scored below 13?
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