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D I G I TA L  H E A LT H  A S S E S S M E N T

Executive Summary
What we found when we looked at your digital presence across listings, reviews, website, social media, SEO, and
advertising.

Example Business Name has a strong foundation: they're #1 on Google Maps for their core

category, the website is secure and has the address listed, and they're posting consistently on

Facebook. But there are real gaps that are likely costing them business right now. Six directories

have the wrong phone number, their average review score of 3.17 is well below the 4.66 industry

standard, and their website takes nearly 6 seconds to load its main content on mobile. The good

news: these are fixable, and the fixes are straightforward.

Your Digital Presence at a Glance

LOCAL VISIBILITY

Fair
#1 on Maps, but listed on only 10 of 58 directories with
30% accuracy

REPUTATION

Needs Work
3.17 avg review score vs. 4.66 industry average across
17 total reviews

WEBSITE

Fair
Good desktop speed, but 5.6s mobile LCP and no
phone number on homepage

DIGITAL MARKETING

Needs Work
No paid search, 16 organic visits/mo, high social volume
but low engagement

Data sourced from Google, Facebook, and 56 additional directory and analytics platforms. Competitor benchmarks reflect the local
service industry in the greater metro area.



PR I O R I TY  F I N D I N G S

Priority Findings
Ranked by likely business impact: the issues most likely costing you leads or customers today.

01 Your review score is turning away customers
WHAT WE FOUND

17 total reviews with a 3.17 average score across Google and Facebook. The industry average is 4.66. The
closest competitor has 1,125 reviews at 5 stars.

WHY IT MATTERS

88% of consumers trust online reviews as much as personal recommendations. Below 4.0, most prospects
won't contact you. This is likely your single biggest barrier to new business.

WHAT WE'D RECOMMEND

A review response and generation strategy. Respond to every existing review (including negatives).
Implement a post-project review request flow. Goal: 4.0+ within 6 months.

02 Wrong phone numbers are sending leads to a dead end
WHAT WE FOUND

Six directories, including Facebook, YP.com, Superpages, Mapquest, DexKnows, and Opendi, list an
outdated phone number instead of the current one. One directory links to a completely different
business. Only 30% of listings are accurate vs. 46.86% industry average.

WHY IT MATTERS

When a potential customer calls the wrong number, you lose that lead permanently. You'll never know it
happened. This is silent revenue loss.

WHAT WE'D RECOMMEND

Listing cleanup and ongoing citation management across the 15-20 directories that actually drive traffic
in your area. Not all 58 matter, and we'd focus on the ones customers use.

03 Your website is slow on mobile, where most customers are
WHAT WE FOUND

Desktop loads in 1.3s (good), but mobile tells a different story. Mobile page load: 4.9s. Largest content
paint: 5.6s (Google considers >4s slow). Page weighs 4.3MB, about 3x heavier than it should be. No phone
number on the homepage.

WHY IT MATTERS

60%+ of local searches happen on mobile. Google uses mobile speed as a ranking factor. A 5.6s load
means visitors leave before they see your work.

WHAT WE'D RECOMMEND

Image compression, lazy loading, code optimization to get under 3s. Add phone number above the fold as
a click-to-call link. Add social profile links.



04 High social volume but nobody's engaging
WHAT WE FOUND

74.5 Facebook posts/month, nearly 7x the industry average. But only 0.35 likes/post (avg: 1.2) and 0.08
shares/post (avg: 0.1). The effort is there; the content isn't connecting.

WHY IT MATTERS

Algorithms reward engagement, not volume. Posting without engagement trains the platform to
suppress your content. Quality over quantity is the path forward.

WHAT WE'D RECOMMEND

Reduce to 8-12 high-quality posts/month. Focus on before/afters, testimonials, and educational content. 
Goal: 2+ likes/post within 3 months.

05 Organic search is a missed opportunity, but you have a head start
WHAT WE FOUND

25 organic keywords, ~16 visits/month from search. The top local competitor has 89 keywords and 82
visits. But you're #1 on Google Maps for your primary service category, a major competitive advantage.

WHY IT MATTERS

Your Maps dominance means Google trusts your business for local relevance. Targeted content like service
pages, galleries, and blog posts could dramatically increase organic traffic without ad spend.

WHAT WE'D RECOMMEND

Dedicated service pages per product category. Project gallery with location-specific descriptions. Target
long-tail keywords in your service area.

How You Compare

METRIC YOUR BUSINESS INDUSTRY AVG LEADER

Total reviews 17 5 148

Avg review score 3.17 4.66 5.0

Listing accuracy 30% 47% n/a

Organic keywords 25 n/a 89

Google Maps rank #1 n/a n/a

Mobile page speed 4.9s <4.3s <2.5s

Social engagement 0.35 1.2 14.33



Q U I C K  WI N S  &  R OA D M A P

Quick Wins
Three things you could do this week, before any formal engagement, that would immediately improve your
digital presence.

1 Respond to every Google and Facebook review
Go through all 17 reviews and reply: thank positive reviewers by name, address negatives
professionally. Businesses that respond to reviews see an average 12% increase in review volume.

2 Update your phone number on Facebook
Your Facebook page shows the wrong phone number. Go to Page settings and correct it. Verify
your address and website while you're there. A 5-minute fix that stops an active lead leak.

3 Add your phone number to the website homepage
Add it prominently near the top as a click-to-call link. On mobile, a visible phone number is the
fastest path from "interested" to "calling you." Less than 30 minutes of dev time.

Recommended Roadmap
How we'd sequence the work to maximize impact with minimum disruption.

PHASE 1

Mo 1-2 Foundation: Fix What's Broken

Listing cleanup across top 15-20 directories · Review response + generation strategy ·

Website speed optimization + phone number on homepage

PHASE 2

Mo 3-4 Growth: Build on Your Strengths

Service pages + project gallery · Social media reset (quality over volume) · On-page SEO, local

keyword targeting, schema markup

PHASE 3

Mo 5-6 Acceleration: Compete and Convert

Paid search pilot ($500-1K/mo on high-intent keywords) · Retargeting setup · Performance

review and strategy adjustment



N EXT  ST E P S

What We Bring to the Table
Every finding in this report maps to a capability we use with clients every day.

Listings Management
Managed cleanup and ongoing monitoring across 70+
directories. Automated accuracy checks so bad data
doesn't creep back in.

Reputation Management
AI-assisted review responses, automated review
generation workflows, and sentiment monitoring to
protect and build your online reputation.

Website Performance
Speed optimization, mobile-first design, and
conversion-focused page structures that turn visitors
into phone calls.

Local SEO
Local keyword strategy, dedicated service pages, Google
Business optimization, and schema markup to increase
organic visibility.

Social Media
Content strategy built around engagement, not volume.
Scheduling, creative, and performance tracking in one
place.

Digital Advertising
Targeted paid search campaigns on high-intent local
keywords, with transparent reporting and budget
control.

How It Works

1
Discovery Call

We walk through these findings
together and learn more about your

business goals.

2
Tailored Plan

Based on our conversation, we build
a Statement of Work focused on your

priorities.

3
Get to Work

We execute, report on progress, and
adjust as we learn what moves the

needle.

Ready to talk about what you want to tackle first?
Every business is different, and so is every engagement. We'll work with you to find the right scope, the
right pace, and the right budget.

Brian McGuire · (404) 689-1331 · brian@bmcguiremarketing.com

Book Your Digital Health Review →

bmcguiremarketing.com · Atlanta, GA · Confidential
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