
PAID SOCIAL SCORECARD

SURGEUNLIMITED

Meta Ads Offer-to-Creative Fit
Scorecard
Find whether the offer, message, creative and follow-up are strong enough to create
qualified demand.

A practical workbook for service businesses
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SECTION 01

The expensive gap is rarely the quality
of the work
Weak paid-social results are often blamed on targeting. The larger leak may be an offer nobody urgently wants,

creative that never earns attention, or a follow-up path that treats every form fill as equally valuable.

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

belongs in the gap column.

[ ] The campaign has one clear audience and one recognisable commercial problem.

[ ] The offer gives the right prospect a credible reason to act now.

[ ] The opening hook names a real situation, pain, desire or objection.

[ ] Creative shows the offer, proof or useful mechanism instead of relying on decoration.

[ ] Claims can be supported without invented urgency, guarantees or results.

Where a ready-to-buy prospect could lose confidence
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SECTION 02

Can the right customer recognise the
right fit quickly?

[ ] Ads and landing pages continue the same promise and language.

[ ] Prospecting, engaged audiences and high-intent retargeting have different jobs.

[ ] Lead forms collect enough context to judge fit without becoming an interrogation.

[ ] CRM feedback distinguishes qualified opportunities from cheap form fills.

[ ] Testing changes one meaningful variable at a time and records the result.

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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SECTION 03

Build a testable paid-social system
Turn the gaps you found into a short commercial action plan.

01 / STRENGTHEN THE OFFER

Strengthen the offer
Clarify who it is for, the costly problem it solves and why acting now is commercially sensible.

02 / CREATE ANGLE FAMILIES

Create angle families
Build distinct hooks around financial pain, operational frustration, identity, proof and the desired future.

03 / CLOSE THE FEEDBACK LOOP

Close the feedback loop
Send page, ad, campaign and lead-quality data into one CRM view so the next test learns from sales reality.
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SECTION 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 to know what is weakening your paid-social
funnel?

Surge Unlimited can review the offer, creative, audience, page and follow-up path, then identify the

next tests worth running.

surgeunlimited.com.au/contact


