
Dear [First Name],

We’re pleased to share your personalized
BrandMuscle Local Marketing Maturity Matrix
Assessment results with you.

What Does This Mean For You?
Based on your own assessment, it is likely that XX% of 
your business partners are generating incremental business 
growth as a result of the marketing support that you provide. 

Keep in mind, your assessment may be an overestimate of those at the Equipped level or above, 
as corporate program owners tend to have a more positive assessment than do local partners.

How To Succeed With Local Marketing Maturity
We have developed a robust local marketing maturity framework based on extensive research into 15 
local marketing competencies and two enablers. This framework classifies each local business partner 
as being in one of five maturity levels. Local partners that reach the highest level, Optimizing, 
generate twice the revenue growth of businesses in the lowest two levels.

Your Maturity Matrix Stage

[Company Name] 
Local Marketing Maturity Matrix™ 
Assessment Report

XX%

Your Top Growth Priorities
Businesses that move one in three of their local partners up from the Disengaged and Developing 
levels to Equipped, can drive an incremental 0.5% annual total revenue growth. Based on your 
assessment, the top two priorities for unleashing growth are:

Priority #1 – This is an indicator of ___.
Uuu

Priority #2 – This is an indicator of ___.
Uuu

Equipped+

1 2

©2019 BrandMuscle, Inc.



The Road To Equipped
Seven of the fifteen competencies, and both enablers, are key to moving your local business 
partners from the Disengaged and Developing levels up to Equipped. Your assessment results on 
each of these keys is described below, with specific takeaways for you.

Underperforming Area for Improvement Acceptable

Do your local partners having skin in the game? Do they believe in marketing or 
spend time on it? Are they investing any of their own money on marketing? If 
either is no, the local partner wont value your investment in them, so why do it?

This will be a three line paragraph that is variable based on the % equipped 
based on the assessment. This will be a three line paragraph that is variable 
based on the % equipped based on the assessment.

Enablers

38%
Equipped

Administration includes two components including policies and processes, as 
well as program tools. Of these, having onerous or difficult processes and 
policies will keep your local partners from getting to the Equipped level.

This will be a three line paragraph that is variable based on the % equipped 
based on the assessment. This will be a three line paragraph that is variable 
based on the % equipped based on the assessment.

Admin

55%
Equipped

Program variety and some digital tactics are critical to reaching Equipped. 
Without optimized online business listings it’s hard for prospects to find you and 
without a local website its hard to be informed on business details and offers.

This will be a three line paragraph that is variable based on the % equipped 
based on the assessment. This will be a three line paragraph that is variable 
based on the % equipped based on the assessment.

Program

65%
Equipped

If the messaging in your content or the look and feel of its execution falls short 
of expectations, local business partners will be hesitant to use it. Similarly, also 
be seen as minimally relevant, even if it may be somewhat generic.

This will be a three line paragraph that is variable based on the % equipped 
based on the assessment. This will be a three line paragraph that is variable 
based on the % equipped based on the assessment.

Content

82%
Equipped

If the local partner doesn’t think that your company is sufficiently committed to 
the program, they don’t anticipate a successful outcome. Likewise, if they feel 
there will be no or limited impact on their business, they won't invest their time.

This will be a three line paragraph that is variable based on the % equipped 
based on the assessment. This will be a three line paragraph that is variable 
based on the % equipped based on the assessment.

Commitment

61%
Equipped
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Business Partner Priority: Social Media
Social media is a top three priority for half of all local businesses in our 
benchmark. While Social Media does not currently factor into the success 
model, it should be a program focus due to the high level of interest.

The benchmark shows what it takes to be successful. It’s not enough to just 
claim your page and/or account or post periodically. To drive growth, you 
should be actively engaged with the community and/or use targeted 
advertising on the platform.

Local Marketing Best Practices And Key Takeaways
The overall takeaway of this model is the importance of recognizing each of your local business 
partners are their own business. They make their own business decisions on the basis of what is best 
for their business. For you and for your local business partners, joint success has the best chance of 
being achieved when both parties interests are aligned. This cannot be taken for granted. Here are 
four takeaways from the Local Marketing Maturity Matrix that will help you achieve greater 
alignment:

Don't treat all business partners the same
As the benchmark shows, partners are in different states of readiness to execute using the 
marketing resources and support that you provide. This suggests that you should not be giving 
the exact same program to every partner, but rather tailoring your program in a way that 
enables each business partner to reach the next level of maturity.

1

Create incentives to align
However, providing funds without partners “having skin in the game” is less effective. Creating 
incentives that encourage partners to also commit their own time and resources, will increase 
the effectiveness of your marketing funds.

Promote your program
How will your local partners realize your commitment to the marketing program? Why should 
they be fully committed and believe that it can be a major driver of growth for their business? 
Assuming that you've provided the right resources and support, this is a communication 
issue. You need to promote the value of your marketing program, and explain how it helps 
your local partners.

Impart marketing knowledge
Our research has identified the importance of each local business partner having a base level 
of marketing knowledge that gives them confidence in what’s possible, along with having 
tools to make smart marketing spend decisions. Where will they get this knowledge? Who will 
provide it? You play an important role in helping them attain the necessary level of knowledge 
to be successful.

Social Media

61%
Engaging

2

3
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Methodology
With input from more than 1,000 local business partners, BrandMuscle and independent third-party 
researchers conducted statistical analysis of benchmark data and identified a formula for success in 
driving partner revenue growth through local marketing programs. Our formula demonstrates that 
fluency in each of these competencies has a direct impact on revenue growth. Local partners at the 
highest level of marketing maturity achieve two times the revenue growth compared with partners in 
the bottom segments.

The BrandMuscle Local Marketing Maturity Matrix™
This assessment is part of a broader set of diagnostic tools that has been created based on a local 
marketing maturity framework. These tools have been designed to help you and your partners  
maximize the impact of your local marketing investments.

This framework identifies six dimensions and 15 competencies that are critical to local marketing 
success. Our research also identified two foundational “enablers”: 1) marketing knowledge of partners; 
2) partner willingness to spend on marketing.
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DOWNLOAD

REGISTER

Ready To Take Your 
Local Marketing Maturity 
To The Next Level?

Learn more about BrandMuscle’s Local 
Marketing Maturity Matrix and how the 
components and formula unleash growth.

Download the 2019 State of 
Local Marketing Report

How are your local business partners performing 
and how do they perceive the impact of the tools 
and support you provide to them? 

Those who qualify will receive a comprehensive 
diagnostic report that goes deeper than this
assessment, and an optional consultative session 
to explain results, including:
• Level of Partner Maturity
• Top Priorities for Growth
• Rank versus Benchmark in each of six Core Competencies 

Register for the Complete 
Local Marketing Maturity 
Diagnostic Report
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https://go.brandmuscle.com/diagnostic

https://go.brandmuscle.com/2019-solm

https://go.brandmuscle.com/2019-solm
https://go.brandmuscle.com/diagnostic
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