THE MARGINSEYE SEO REPORTING TOOLKIT

The system, not just the software.
PART 1: THE LEAN TECH STACK

Stop buying software you don't understand. You don't need a $500/month enterprise
suite when you're just trying to prove your worth. Start here.

1. The Source of Truth: Google Search Console (Free). This is where Google tells
you what it actually sees.

2. The Behavior Tracker: Google Analytics 4 (Free). This tells you what humans
do once they land on the site.

3. The Visualizer: Looker Studio (Free) OR AgencyAnalytics ($49/mo). Looker is
free but takes time to build. AgencyAnalytics is paid but saves you 10 hours a
month. Pick your poison based on your budget.

4. The Communication Channel: WhatsApp or Email. Don't overcomplicate it. If
your client is in Kenya, they live on WhatsApp. Send the weekly pulse there.

PART 2: THE TEMPLATES
Don't reinvent the wheel every month. Use these exact structures.
Template A: The Weekly Pulse (For WhatsApp or Quick Email)

Keep it under 150 words. Send it every Monday.
"Morning [Client Name]. Quick update for Week [X]:
e Traffic: [Number] sessions ([Up/Down] X% from last week).
e Leads/Sales: [Number] ([Up/Down] X from last week).
« The Win: [One specific thing that went well, e.g., 'The new Al page hit page 1 for
our main keyword."]
e« The Focus: [What we are doing this week, e.g., 'Fixing the contact form and
publishing 2 new blogs.'] Have a great week. Let me know if you want to jump on
a call."

Template B: The Monthly Deep Dive (For PDF or Google Doc)

Keep it to 5 pages max. Send it the first week of the month.

Page 1: The Executive Summary. Three sentences. What worked, what didn't, bottom
line impact.

Page 2: The Money Slide. Leads, sales, conversion rate. A simple 3-month trend line.
Page 3: The Visibility. Organic traffic, top 5 keyword movements, Al search visibility
(how many times ChatGPT/Perplexity cited us).



Page 4: The Work Done. Bullet points of content published, technical fixes, backlinks
built.
Page 5: The Roadmap. Top 3 priorities for next month. What we need from the client.

PART 3: THE "BEFORE YOU SEND" CHECKLIST
This is the human filter. The machine gives you the data, but this checklist ensures you
don't look like a robot. Check these off before hitting send.

o Did I explain the red arrows? If traffic or rankings dropped, did | write a
sentence explaining why and what we are doing about it? Never let a client
guess why a number is down.

o Did Itieitto money? Did | mention leads, sales, or revenue at least once on the
first page?

e Isthejargon gone? Did | change "bounce rate" to "people leaving the site"? Did
| change "SERP features" to "Google's Al answers"? Speak their language.

« Is the next step clear? Does the client know exactly what is happening next
week?

o Did lread it out loud? If it sounds like a textbook, rewrite it. It should sound like
you're talking to them over coffee.

PART 4: USING Al IN YOUR REPORTING (WITHOUT LOSING YOUR SOUL)

We are building in the Al era. Use it, but don't let it replace your brain.
How to use it:

o Paste your raw data into ChatGPT and say: "Summarize these traffic and ranking
changes into 3 bullet points for a non-technical business owner."

e Use it to draft the "What We Did" section based on your Jira/Trello tickets.

How NOT to use it:

o Do not let Al write your strategy or your "Executive Summary" without heavily
editing it. Al doesn't know the client's business context. It doesn't know the client
is stressed about cash flow this month.

e Never copy-paste an Al summary directly to a client. It always sounds slightly
hollow. Add your own voice. Add the human touch.

PART 5: THE MINDSET SHIFT

Here is the final piece of the toolkit. It's not a template. It’s a thought.

When you are building a report, stop asking: "How can | prove | did a lot of work this
month?"

Start asking: "How can | make this client feel like they are in safe hands?"

Reporting isn't a receipt for services rendered. It's a trust-building exercise. It's you
looking your client in the eye and saying, "l see what's happening. | understand it. And |
know exactly how we are going to fix it or scale it."

Build the system. Trust the system. Then go do the actual work.



