Turn finished concrete work into evidence that wins the next
project.

The expensive gap
Can the right customer see the fit?
Turn each job into a sales asset

Your next 30 days

SURGEUNLIMITED For concreters




01 The expensive ?(ap is rarely the
quality of the wor

Concreting is visual, local and often high-consideration. A finished slab alone rarely explains preparation
quality, access constraints, finish, scale or why the project is relevant to the next buyer.

Use this as a decision tool, not another marketing checklist. Mark only what is true today. Anything uncertain
belongs in the gap column.

[1 Every priority service has examples that genuinely match that type of concrete work.

[1 Project records include suburb or region, service type, finish and approximate scope where
appropriate.

[1] Before photos show the access, ground or problem the finished image cannot explain.

[1 Process photos demonstrate preparation, formwork, reinforcement or finishing without making
unsupported claims.

[1 Finished photos are clean, well lit and show scale from more than one useful angle.

Where a ready-to-buy prospect could lose confidence
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02 can the right customer recognise
n the righ :
the right fit quickly?
[1 Captions explain the customer's requirement and the work completed in plain language.
[1] Permission is confirmed before identifying a customer, address or sensitive site detail.
[1 Relevant projects link to the matching service page and a clear quote action.

[1 Quote forms collect project type, location, timeframe, access and approximate dimensions.

[1 We track which project examples contribute to real quote requests and won work.

The comparison moment

A prospect is rarely judging your marketing in isolation. They are opening several providers, looking for the
fastest credible answer to four questions: do you handle this job, do you work here, can I trust you, and
what happens next?

SURGEUNLIMITED surgeunlimited.com.au | 3



03 Turn each completed job into a sales
asset

Turn the gaps you found into a short commercial action plan.

01 capture the story

Record the requirement, site constraint, preparation, finish and outcome while the job is still fresh.

02 Match proof tointent

Place driveways beside driveway searches, slabs beside slab searches and decorative finishes beside the
buyers comparing finishes.

03 Route the next project

Use a relevant quote form and follow-up path that collects enough detail to qualify scope without creating
unnecessary friction.
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04 Your next 30 days

The highest-value service or job type to prioritise

The proof customers need before they enquire

The first page, campaign or follow-up gap to fix
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Want your best work to win the next
project?

Surge Unlimited can connect project proof, service pages, local visibility and quote follow-up so
strong concreting work does more than sit in a gallery.

surgeunlimited.com.au/contact
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