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CORPORATE PRODUCT DIAGNOSTICS
Pre-audit
Diagnostic Brief
Data that helps quickly identify revenue loss points and prepare an evidence-based audit.
	Company
	  

	Contact person
	  

	Website / product
	  

	Date completed
	  



	How to use this document
Enter confirmed figures only. If data is unavailable, mark it as missing: the absence of measurement is itself a diagnostic finding. This brief shortens discovery and highlights risk areas, but it does not replace verification of analytics, CRM, code and documents.


1. Business context and unit economics
Which product or service generates the main share of revenue?
	Answer / link to evidence:




Which categories are priorities, high-margin and available for sale now?
	Answer / link to evidence:




What are the average order value, gross margin and sales cycle?
	Answer / link to evidence:




How many leads and paid orders are received in an average month?
	Answer / link to evidence:




What business goals are set for the next 3–6 months?
	Answer / link to evidence:




2. Traffic, advertising and search demand
Main traffic sources and their shares: advertising, SEO, direct visits, referrals and partners.
	Answer / link to evidence:




Which campaigns, queries, pages and ads generate leads, and which generate clicks only?
	Answer / link to evidence:




Advertising budget, CPC, CPL and CPA based on available data.
	Answer / link to evidence:




Which pages receive high traffic but fail to produce an action?
	Answer / link to evidence:




Are campaigns separated by brand, product, category and generic queries?
	Answer / link to evidence:




3. Funnel and user behaviour
Visitor → lead conversion and qualified lead → order conversion.
	Answer / link to evidence:




Separate conversion events: call, form, cart, messenger, price request and callback.
	Answer / link to evidence:




Shares of new and returning users; mobile and desktop devices.
	Answer / link to evidence:




Drop-off points: first screen, product page, form, cart, payment and response waiting time.
	Answer / link to evidence:




How many leads are lost because of errors, abandoned forms, slow response or missing status?
	Answer / link to evidence:




4. SEO and content
Which pages and queries already rank in search? Which categories remain weak?
	Answer / link to evidence:




Are there a semantic core, landing pages, duplicates, indexing issues or filter problems?
	Answer / link to evidence:




Who owns product cards, specifications, compatibility, stock, delivery, warranties and documents?
	Answer / link to evidence:




Which frequent customer questions are not answered by the content?
	Answer / link to evidence:




What SEO work was completed in the last three months, and how was the outcome measured?
	Answer / link to evidence:




5. Analytics and data quality
Which systems are connected: Yandex Metrica, call tracking, CRM, advertising platforms and BI?
	Answer / link to evidence:




Which goals and events are configured? Are lead, order and revenue statuses passed through?
	Answer / link to evidence:




Are leads reconciled between the website, analytics and CRM? What is the discrepancy rate?
	Answer / link to evidence:




Are bots, internal visits and test leads excluded?
	Answer / link to evidence:




Is there a dashboard for the funnel, channels, devices, landing pages and profit?
	Answer / link to evidence:




Who checks data quality, how often, and how are website or campaign changes recorded?
	Answer / link to evidence:




6. UX, interface and trust
Does the first screen clearly explain what is offered, for whom and what action comes next?
	Answer / link to evidence:




Which objections, limitations and conditions must a user clarify manually with a manager?
	Answer / link to evidence:




Are there critical differences between mobile and desktop journeys?
	Answer / link to evidence:




Which trust signals are available: documents, guarantees, cases, reviews and company details?
	Answer / link to evidence:




Can the key journey be completed without an error, dead end or unnecessary waiting?
	Answer / link to evidence:




7. Technical scope: frontend, backend and integrations
What is the website built on, who maintains the code and where is the repository stored?
	Answer / link to evidence:




Are there a backend/API, database, user roles and external integrations?
	Answer / link to evidence:




Known errors, unstable forms, slow pages, responsive-layout problems or accessibility issues.
	Answer / link to evidence:




How is a lead routed to CRM, email or Telegram, and what happens if delivery fails?
	Answer / link to evidence:




Are there a staging environment, backups, error monitoring and a release process?
	Answer / link to evidence:




8. CRM, automation and first response
How is a lead record created and which fields are mandatory?
	Answer / link to evidence:




How is an owner assigned, SLA monitored and the first response recorded?
	Answer / link to evidence:




Does the customer receive an immediate, honest acknowledgement with a request number and next step?
	Answer / link to evidence:




Which actions may be automated and where is a human decision mandatory?
	Answer / link to evidence:




Which analytics statuses are required: new, qualified, in progress, order, rejected and rejection reason?
	Answer / link to evidence:




9. Personal data, cookies and security
Which personal data is collected, for what purposes and on what legal basis?
	Answer / link to evidence:




Where does primary collection and storage of Russian users’ data take place?
	Answer / link to evidence:




Which external services, CRM, analytics tools and processors receive the data?
	Answer / link to evidence:




Are the consent version, date, source and withdrawal recorded?
	Answer / link to evidence:




Who has access; are 2FA, TLS/HTTPS, logging and backups enabled?
	Answer / link to evidence:




Are retention periods, blocking, deletion and incident-response procedures defined?
	Answer / link to evidence:




Have required notifications been filed, and are the privacy policy, consents and cookie notice current?
	Answer / link to evidence:




10. Materials and rights
Who owns the copy, photos, video, illustrations, fonts and software components?
	Answer / link to evidence:




Are licences, agreements or written publication permissions available?
	Answer / link to evidence:




Which materials are confidential, and may they be sent to external services or AI tools?
	Answer / link to evidence:




Who approves final content and legal wording?
	Answer / link to evidence:




11. Data and access for review
☐ Yandex Metrica export for the last 3–6 months
☐ Advertising campaign and spend data
☐ List of pages with the highest traffic
☐ List of pages and channels that generate leads
☐ Priority categories, average order value and margin
☐ Anonymised CRM status and rejection-reason export
☐ Recent SEO work and known technical issues
☐ Privacy policy, consents, cookies and list of external processors
☐ Form → CRM → customer response → manager flow
☐ Contacts responsible for marketing, sales, content, development and data
12. Priorities and delivery model
What must be fixed first, and why?
	Answer / link to evidence:




Which specialists are available internally: SEO, marketing, analytics, design, frontend, backend, QA and legal?
	Answer / link to evidence:




Which workstreams should metaArtsIa own, share with the client team or leave to the internal team?
	Answer / link to evidence:




Is there a mandatory deadline, budget range or restriction on technology and suppliers?
	Answer / link to evidence:




Who makes decisions and who accepts the result of each stage?
	Answer / link to evidence:




Deliverables
☐ Verified funnel map and data-source map
☐ Evidence-backed list of errors, gaps and bottlenecks
☐ Estimate of unrealised potential based on confirmed source data
☐ Prioritised backlog: impact, effort, dependencies and acceptance criteria
☐ Work allocation: client team / metaArtsIa / jointly
☐ Indicative implementation timeline and budget
☐ Measurement plan for post-launch results
	Confidentiality and legal notice
Share only necessary information and anonymise exports whenever possible. The technical architecture for collection, storage, analytics and consent records can be designed within the engagement. Final legal grounds, documents and wording must be approved by the data controller with qualified legal counsel. Russian requirements, including 152-FZ, Roskomnadzor notifications and data localisation, apply only where legally relevant.
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