Find the trust and follow-up gaps that lose high-value
electrical work before price comes up.

The expensive gap
Can the right customer see the fit?
A cleaner path from search to quote

Your next 30 days

SURGEUNLIMITED For electricians




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

Electrical work is trust-sensitive. Licensing, safety, availability, job type and service area all influence the
decision before price is discussed. A generic page can make a capable contractor look like the wrong fit.

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

[1 Our highest-value electrical services have their own clear pages.

[1 Emergency, residential, commercial and project work are not blurred into one generic message.
[1] Licences, accreditations and safety credentials are easy to find and current.

[1] The suburbs or regions we genuinely service are stated without making thin duplicate pages.

[1 A mobile visitor can call or request a quote without searching for the next step.

Where a ready-to-buy prospect could lose confidence
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02 can the right customer recognise
- - -
the right fit quickly?
[1 Project photos explain the scope and outcome, not just show a finished switchboard.
[1 Reviews mention the services and qualities future customers care about.
[1 Quote requests collect job type, location, timing and useful project detail.

[1 Missed calls and form enquiries have an owner and a response-time target.

[1 We can trace a booked job back to the page, search or campaign that created it.

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?
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03 Build a cleaner path from search to
quote

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

01 choose the commercial priority

Pick the service that matters most to capacity and margin. Do not ask one page or campaign to sell every
kind of electrical work.

02 Mmake trust visible

Put licensing, relevant proof, service-area clarity and the next step beside the promise—not buried in a
footer or gallery.

03 Tighten the hand-off

Collect enough job detail to qualify the enquiry, then make the first human response fast and accountable.
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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

SURGEUNLIMITED surgeunlimited.com.au | 5



Want us to find the quote gaps you cannot
see?

Surge Unlimited can review the path from search visibility to service page, enquiry and
follow-up, then identify the few fixes most likely to improve qualified electrical enquiries.

surgeunlimited.com.au/contact
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