
BUSINESS GROWTH 
READINESS CHECKLIST

A  P R A C T I C A L  G U I D E  T O  E N S U R I N G  Y O U R  B U S I N E S S 
I S  P R E P A R E D  F O R  M A R K E T I N G  S U C C E S S

This checklist helps business owners evaluate the internal systems that must be strong for marketing to deliver 
its full value. Use this roadmap to identify strengths, uncover bottlenecks, and prepare your business to get 
the best return on your marketing investment.

Recommendations

Lead Handling & Sales Readiness

R E S P O N D I N G  T O  L E A D S

	F All calls, emails, and form fills are answered 
or returned within 5–15 minutes

	F A clear process exists for who 
handles leads and how quickly

	F Voicemail boxes, inboxes, and form 
notifications are monitored daily

L E A D  N U R T U R I N G

	F Follow-up attempts happen multiple 
times over several days

	F Follow-up includes a mix of 
calls, texts, and emails

	F Prospects receive helpful information 
(FAQs, next steps, reminders, etc.)

R E - E N G A G E M E N T

	F Past customers are contacted 
periodically with updates/offers

	F Unclosed estimates are followed up 
on with a structured process

	F A database of previous leads 
exists and is actively used

Customer Service & Reputation

C U S T O M E R  E X P E R I E N C E

	F Staff communicates clearly and 
professionally at every stage

	F Service standards are documented 
and consistently followed

	F Customer expectations are set upfront 
and reinforced during service

R E P U T A T I O N  M A N A G E M E N T

	F You consistently request reviews 
after each job/visit

	F You have more positive reviews 
than competitors in your area

	F Any negative reviews receive 
timely, professional responses

R E T E N T I O N  &  R E F E R R A L S

	F Repeat customers are common in your business

	F A referral encouragement system is in place

	F Customer complaints are used as 
feedback to improve operations

Offering Quality & Market Fit

Q U A L I T Y  &  C O N S I S T E N C Y

	F You confidently deliver a service that 
meets or exceeds expectations

	F Your offering is competitive with 
others in your market

	F Feedback from customers validates 
your value proposition

D I F F E R E N T I A T I O N

	F You can clearly explain what 
makes your business unique

	F Your messaging reflects real strengths, 
not generic statements

	F Competitors cannot easily 
replicate your advantages



M A R K E T  A L I G N M E N T

	F There is real demand for your 

service in your area

	F Your pricing matches the perceived 

value and market norms

	F Your offering solves a clear customer pain point

Pricing Strategy & Expectations

M A R K E T  A W A R E N E S S

	F You understand how your pricing 

compares to competitors

	F You can explain your pricing 

confidently and transparently

	F Customers rarely express shock 

or confusion at your rates

V A L U E  A L I G N M E N T

	F The customer experience supports 

the price you charge

	F Higher pricing is backed by superior 

service, not assumption

	F Lower pricing does not harm 

perceived value or credibility

	F Budget Expectations

	F You understand that your marketing 

budget must match your goals

	F You’re prepared to invest at a 

competitive level in your market

	F You understand marketing is a long-

term growth system, not a quick fix

Operational Readiness

C A P A C I T Y  &  S C H E D U L I N G

	F You have staff capacity to handle more leads

	F Your scheduling timeline is 

competitive for your industry

	F You can scale operations if demand increases

I N T E R N A L  C O M M U N I C A T I O N

	F Team members know how to handle 

leads, customers, and follow-up

	F Processes exist for quoting, 

billing, and service delivery

	F Communication with customers 

is timely and consistent

C U LT U R E  &  A C C O U N T A B I L I T Y

	F Staff members act as positive 

brand representatives

	F Standards are documented, 

measured, and reinforced

	F Team members understand their 

impact on customer experience

Marketing System Alignment

I N T E G R A T E D  S T R A T E G Y

	F You are not relying on one 

marketing tactic alone

	F Paid search, SEO, reviews, retargeting, 

and content support each other

	F Your website aligns with your 

brand and conversion goals

	F Reinforcement Across Channels

	F Branding looks consistent everywhere 

(website, ads, social, print, etc.)

	F Messaging is clear and matches what 

customers actually experience

	F Prospects receive multiple touch-

points during the buying journey

M E A S U R E M E N T  &  I M P R O V E M E N T

	F You track leads by source and quality

	F You monitor conversion rates across the funnel

	F You evaluate both marketing AND 

internal processes regularly



BUSINESS GROWTH 
READINESS SCORE

 
 

C O U N T  Y O U R  C H E C K - M A R K S :

45-60: STRONG FOUNDATION. 

You are well-positioned for high-return marketing.  
Growth will compound faster for you.

30-44: PARTIAL READINESS. 

Marketing will help, but internal improvements  
will dramatically increase ROI.

15-29: NEEDS STRENGTHENING. 

Marketing will struggle until key operational,  
service, or follow-up issues are addressed.

14-0: NOT YET READY FOR 
AGGRESSIVE MARKETING. 

Focus on internal fixes first; 
then marketing will become 

a powerful accelerator.

Want to Improve 
Your Score?

The team at Inner Spark 
would love to learn more 
about your business and 
what challenges you 
need help with. 

GET IN TOUCH TODAY. 

	► innersparkcreative.com 

	► info@innerspark.agency

	► 334-826-7502


