
not auditing 
regularly

 +Schedule audits at 
least twice a year

 +get an executive 
summary

 +Your summary  
 should include: 

 + trends &  
opportunities  
over time 

 +fast wins, 
quick fixes

 + Wasted  
 spend

Ignoring  
the dragon

 + ensure your team  
 has access to all  
 sales funnel data 

 + focus on metrics  
 that affect the  
  bottom line:

 + cost per 
demo or 
appointment

 + Cost per 
sale

 +revenue  
per lead

stopping  
at the  

last click

 + make sure audits 
include the full 
impact of search:

 + Multichannel 

 + impact of high-

funnel keywords

 + Click & impression 
assists

 + assists across 
devices

 + activity on your 
website, especially 
landing pages
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