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Don’t be the invisible tradie
When was the last time you saw a copy of the Yellow Pages? If 
you’ve answered “online” then you’ve hit the nail on the head. 

Everyone’s online these days, and when your potential customers are 
on the hunt for a tradie, Google is likely the first place they’ll go. Or 
if someone has told them to “check out this guy - he did a great job 
with my wiring”, they’ll head straight to your website or Facebook 
page.

That’s why, when it comes to marketing your trade business, you 
can’t afford to be invisible. Potential customers must be able 
to check you out online, because if they can’t, they’ll go with a 
competitor who’s got an easy-to-find website, a good Facebook page 
or some positive online reviews.

We know – you’re a tradie, not a marketer. But this stuff is important 
if you want to win more work. Remember that even if people find 
out about your business offline, they’re still going to check you out 
online to make sure you’re legit. So it’s worth investing some time in 
marketing your trade business, even if you just focus on the basics. 
We’ve put together this toolkit to help you out - whether you’re just 
getting started with your marketing efforts, or you want to learn how 
to improve on what you’ve already got in place.

“Remember that even if people find out about your business 
offline, they’re still going to check you out online to make 
sure you’re legit”
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Stand out from the crowd
One of the first things you need to do is to define your business - who 
you are, what you’re about, what services you provide. You might be 
online, but so are lots of competitors – why should they choose you?

This is what’s known in the marketing industry as a ‘brand story’. 
It’s how you’re seen in the industry and by potential customers. 
Essentially, you’re creating the story you will tell to new customers 
and you’re defining what makes you different. 

Think of a brand of tools you like to use on site. You know so much 
more about them than just their name, don’t you? You know what they 
sell, why the tools are better for you, what they look like, where to buy 
- you know their story. This is what you need to develop for your trade 
business. Your brand story will form the foundation of your marketing, 
so take some time and give it some thought.

Taking action:
• Write out your brand story

• Do the CRAB test (is this story Clear, Relevant, Attractive 
and Believable?) Try it out on a customer and a mate. 
See what they think

• Use this story for all of your marketing stuff: website, 
social media, leaflets
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Here’s a template to get you started
Business name What’s your business called? Example business

What does 
your business 
brand name 
represent?

Does your name tell people who 
you are and what you do? Do 
you have a story to tell? - Years 
of experience, personality, team, 
quality of work, awards etc.

Apex Construction – Licensed 
Architectural Builders

The name of this business is clear 
and uncomplicated - it says who 
they are, and what they do

Logo: Designing a logo can be fun, 
something that you can brainstorm 
with creatively-minded friends and 
family. There are online tools that 
will walk you through the process 
so you can create a professional-
looking logo that visually identifies 
you.

 

Apex’s logo brings to mind what 
they do - it looks like a house.

Who are your 
customers?

What do they need from you? Clearly spelled out on Apex's 
homepage are their customers: 
Individual, Residential, and Projects

What’s 
your value 
proposition?

Why should people use your 
service? Are you cheaper, faster, 
better quality, more experienced? 
Make it clear in simple terms.

"Who we are, and what we do" - 
combined with pictures of the boss 
and projects they've worked on in 
the past.

Competitive 
advantage:

What do you do better than anyone 
else?

Under the "What we offer" 
heading on the homepage, Apex 
offers peace of mind with their 
qualifications, credibility, and 
guarantees.

http://www.architecturalbuilders.nz/
https://www.wix.com/logo/maker
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Your online presence  
– it starts with a website
When people check you out, your website is the first place they’re 
going to land, but to really get the most out of the internet, it’s 
important that people can find you through other online channels as 
well. That said, you still need to get the basics of your website right, 
so make sure you’ve got these 6 things ticked off:

• Contract a website developer to build it for you, or DIY it with 
tools like Wordpress, Wix or Squarespace. If you choose a 
website provider, make sure changes and adding content won’t 
cost you an arm and leg down the road. Getting someone to 
build it for you will cost you at the least several hundred dollars. 
Whether you DIY or contract someone, there will also be some 
small, ongoing hosting costs (around $30 per month).

• Find good images - it’s well worth getting a professional 
photographer in to do this. Pictures that show you, your team 
and what you do are essential. Customers want to see ‘proof’ of 
what you’ve done. Phone cameras and editing apps are pretty 
good too, just make sure you think about what you might be 
using your job photos for when you’re taking them. Here’s some 
good advice on DIY photos. There are also lots of free ‘stock’ 
images you can use. Pexels is a good place to start for stock 
images.

http://www.wordpress.com/
http://www.wix.com/
http://www.squarespace.com/
https://mayecreate.com/blog/diy-photos-for-your-website/
https://www.pexels.com/
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• About You - For this section of your website, refer to your brand story above. Describe 
what you do, how long you’ve been doing it, and why you’re better than the rest.

• Contact Details - phone, email, mailing address/PO box, social media links, and an 
Enquiries form. Once you’ve made it easy for new customers to find you, you also want 
to make it really easy for them to get in touch, request a quote etc.

• Customer Testimonials – probably the most important information a tradie can have 
on their website. Get feedback from happy customers and publish it as written quotes, 
photos and even videos.

• Videos - if you can, try and include video clips of some successful projects. It doesn’t 
have to be Oscar-winning footage, just something you capture on your phone will do as 
long as it’s clear. Remember to record in landscape so your footage takes up the width 
of the screen.

To give you an idea, here’s a few examples of Tradify customers who’ve nailed the website 
basics:

• Kendall Electrical

• Keystones

• Motueka Electrical

• Apex Construction

• JJ Electrical Solutions

Taking action:
• Decide whether you’re going to DIY or pay a web developer to build your 

website

• Make sure you’ve got the 6 basics ticked off for your website 
(especially contact details)

• Take some good photos of work you’ve done. Before and after shots are 
great to use too

https://www.tradifyhq.com/blog/feature-announcement-tradify-enquiries
https://kendallelectrical.com.au/
https://keyqld.com/
http://www.motuekaelectrical.com/
http://www.architecturalbuilders.nz/
https://jjelectricalsolutionsltd.com/
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Get found on Google
It’s important for all trade businesses to be found on google, 
especially trade businesses that are on-the-go and can respond to 
call-outs within minutes; plumbers, electricians, locksmiths etc. A 
percentage of your customers are going to be people who’ve run into 
some sort of trouble and need it sorted ASAP. Unless they’ve used 
your services before, the first place they’re going to go is Google, and 
they’re not going to be too picky about who they call - they’ll go for 
one of the top-listed businesses shown in Google’s results. What you 
need to do is make sure that you’re one of them. 

There are three ways potential customers can find you on Google:

1. Non-paid search – SEO. 
This stands for Search Engine Optimisation and it’s all about 
keywords - short phrases that people type into Google Search. 
Google’s algorithm compares different websites against the search 
term and makes a captain’s call, ranking different pages and results 
as well as giving suggestions for other searches.

To make sure your business is one of the top-ranked, you need an 
effective keyword strategy, which basically means your website 
covers your brand name, the locations you operate in, and most of the 
common keywords/phrases your customers would be searching for 
e.g. “Electrician in Parramatta”.

Getting started with SEO 
1. Work out what your potential customers are Googling (i.e. their 

common questions) – the keywords

2. Make sure your web pages are setup to naturally include those 
keywords 

3. Setup your website to be found by search engines 
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4. Link your website to other bigger websites, e.g. your suppliers or partners

5. Work out how to measure if you’re being found by people on Google

Here’s a good Beginners Guide to SEO to help you get started, otherwise most web 
companies can help out with SEO, if you need a hand.

2. Paid search 
i.e. Google Ads – if you’ve got really good word-of-mouth advertising or lots of positive 
online reviews, you probably don’t need to invest in Google Ads. But if you think you need a 
bit of a boost, you can design an ‘advert’ that appears at the top or the right-hand column 
of search engine results, when it’s relevant to a query someone enters into Google. You 
then pay Google an agreed amount each time someone clicks to visit your site, within a set 
overall budget (e.g. $50 per week). The amount you choose to spend can vary, but the more 
you’re prepared to pay, the more prominent your entry will be. This blog from TradeRisk has 
some good tips and advice around Google advertising specifically for tradies.

3. Google My Business
This is a free platform that sets you up with a business profile so you can connect with 
customers across Google Search and Maps. Being listed properly on Google Maps is really 
important for locally-based service businesses like tradies. It’s a great option for people to 
connect with you, and they’ve got a really easy how-to for setting it up, and here’s another 
good step-by-step guide.

Taking action:
• Decide if you’re going to DIY the SEO or bring in a pro

• For a new website especially, invest some money in Google ads to get people 
visiting, or share the website with your customers and friends via email or 
social media

• Get set up on Google My Business, today

https://ahrefs.com/blog/seo-basics/
https://ads.google.com/home/
https://www.traderisk.com.au/google-advertising-for-tradies
https://support.google.com/business/answer/6300717?hl=en
https://blog.hubspot.com/marketing/google-my-business
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Use social media
Almost as important as your website being found on Google is your 
presence on social media. 94% of Australians using social media 
are on Facebook, over 60% of Kiwis - and if they find your business 
through social media channels it’s one of the ways they’ll contact 
you. Social media is also a great way to start conversations with your 
customer base, and add a personal touch to your business. 

In priority order:

1. Potential customers are on Facebook so you should be too
Keep in mind that you need to use Facebook for Business - don’t 
go setting up a personal page. Although you’re using Facebook for 
Business, Facebook is how you get personal with your customers 
- it’s how they get to know you and your business. Don’t just use 
Facebook for actual selling; use it to keep your customers updated 
about what you’re doing, share before and after photos of jobs 
you’ve completed, or photos of events you might be at. You can also 
share any special offers or promos you’ve got going, and answer 
questions and have conversations online. Facebook also has useful 
features like the greeting function to prompt enquiries and also an 
appointment tool for those more straightforward jobs. 

2. Instagram
Like Facebook, Instagram has a Business option. Instagram keeps 
you connected to your customers through imagery and video. 
Instagram Business will help you to create a profile and content, 
and has really helpful tools, resources and tips for promoting your 
business.

https://www.sensis.com.au/about/our-reports/sensis-social-media-report
https://gs.statcounter.com/social-media-stats/all/new-zealand
https://en-gb.facebook.com/business/small-business
https://www.facebook.com/help/1698046970464236?helpref=uf_permalink
https://www.facebook.com/business/help/238169006756726?id=939256796236247
https://business.instagram.com/
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3. Taking it a step further 
Facebook and Instagram are usually enough, at least to start off with. But as you grow 
more social-media savvy, you might want to extend your reach via channels like YouTube, 
Snapchat, Pinterest and Twitter.

Posting to these platforms is free, but if you want to get more views and followers, you can 
pay to advertise on these channels too, for example:

• Pay to boost some of your most popular Facebook posts, so that they reach a greater 
audience than people who follow your business profile. 

• You can also create ads that appear either in people’s newsfeeds, or in the side bars 
of social media sites. Some social media sites offer assistance with advertising; for 
example, Facebook guides you through the process by helping you create a customer 
profile including details such as their location, age, gender and interests so you know 
who you’ll be targeting with your advertising. This means you can pin-point your 
advertising to find potential customers within your target audience - from people of 
similar age to common interests and hobbies.

Channel What to post?

Facebook • Post updates on your business, such as new tools you have, a new 
apprentice you’ve brought into your team, or business updates around 
the COVID-19 pandemic.

• Share helpful tips for customers. If you’re a plumber, for example, you 
could make a post about the 10 causes of a clogged drain.

• Create ‘before and after’ pictures from your latest jobs to show a job well 
done.

• Share any deals or promotions you have going on, including offers for 
new customers or a discount for returning customers.

• Check out these Tradify customers – they have great Facebook pages:

- CSE Electrical Group

- Watts Up Solar & Electrical

- PipeFix Plumbing

https://www.youtube.com/
https://www.snapchat.com/
https://www.pinterest.com/
https://www.twitter.com/
https://www.facebook.com/business/ads-guide
https://en-gb.facebook.com/business/small-business
https://www.facebook.com/CSE-Electrical-Group-104211811184344/
https://www.facebook.com/wattsupelectricalandsolar/
https://www.facebook.com/pipefixplumbers/
https://pipefixplumbing.co.nz
https://pipefixplumbing.co.nz
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Instagram • Document your jobs, ‘before’ photos of the site, progress photos, 
completed jobs – ‘after’ photos

• Video walkthroughs of completed jobs.

• Interesting things you see on your jobs each day (the real stuff and 
challenges)

• Use hashtags* (up to 30 per post) on your posts to help your content get 
seen within your local area.

• Anything special happening within your company? Helping out in the 
community? Capture a funny moment on the job? Don’t be afraid to show 
your personality.

• Check out these Tradify customers – nailing the Instagram:

- New Build Plumbing

- GoGlass

- My Trusted Electrician

https://business.instagram.com/
https://www.instagram.com/newbuildplumbing/
https://www.instagram.com/goglass_nsw/
https://www.instagram.com/my_trusted_electrician/
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YouTube This is great if you like being on camera. If you’ve got the kind of personality 
that shines through on video, set up a YouTube channel and fill it with what 
you go through each day, speaking to customers, setting up projects etc. You 
can also provide a range of “How To” or “How I” videos for your customers.

The more you do it, the better you’ll get. Here are a few examples of tradies 
who are doing really well on YouTube:

• Nick Bundy Electrical

• DSS Electrical

• Best Bricks

• My Trusted Electrician

*Hashtags can make your posts more visible on social media here’s a good guide on how to 
use them.

Once you’ve set yourself up on your chosen social media channels, make sure there are 
links to them on your website, and make sure you link to your website from your social 
media channels as well. Each will drive traffic to the other, boosting your online credibility. 

Taking action:
• Set your business up on Facebook and Instagram as a start

• Try to share something on Facebook and Instagram at least once a week, 
more often if you can

• Decide if any other channels would suit your business and your customers

• Learn from the best – check out tradies who know their way around social 
media

• Once you’re up and running, put a few dollars into boosting Facebook posts 
(if you’re after some more customers and want to further extend your reach)

https://www.youtube.com/
https://www.youtube.com/channel/UCe1Taao1ibEdUqPtFPpb4Pg
https://www.youtube.com/channel/UCC9nYFJuVVOuH49xR_t9vJg
https://www.youtube.com/user/stucrompton
https://www.youtube.com/channel/UCz3WFhqn8gkRF5VGpHg6JiA
https://blog.hubspot.com/marketing/hashtags-twitter-facebook-instagram
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Get more online reviews  
and word-of-mouth referrals
While word of mouth may be the best form of advertising out there, 
online reviews are just as important. We published some tips a while 
ago that included some hefty research highlighting the growing 
role online reviews are playing in purchasing decisions. If you’re not 
already on-board the online review bandwagon, you absolutely should 
be, because a major chunk of your potential customers trust online 
reviews as much as they do personal recommendations.

It’s also important to make sure you’re included in online directories. 
These are like the Yellow Pages, and when potential customers are 
looking for a tradie, they may well decide to choose one from one of 
these directories. 

The old story used to be that people would only provide reviews and 
feedback if they wanted to complain. If they received great service, 
they tended to say nothing. That’s no longer the case - people will 
leave reviews online via Google and other platforms if they’ve had an 
awesome job done. You need to encourage this - when a customer is 
thanking you for a job well done, ask them to pop online and give you a 
review. Most people are happy to do so, so don’t be afraid to ask. Use a 
standard email to follow up after you’ve completed each job. The more 
reviews you ask for, the more you’ll get. 

https://www.tradifyhq.com/blog/how-to-get-5-star-reviews-every-day
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You could use something like:

Word-of-mouth referrals are essential for tradies - it’s one of the most important tools you have 
in your toolbox. More than any marketing strategy you put together, people are going to trust 
what their friends and family tell them about your business. 

Promote your competitive advantage whenever possible. This is what you do better than 
anyone else, and what sets you apart from the competition. What can you offer that no-one 
else does?

Make sure you’re equipped to respond quickly to things like quote requests and queries. The 
longer a potential customer has to wait for a response, the more likely it is they’ll go elsewhere.

Taking action:
• Get yourself a free listing on relevant trade directories (a good test is Googling 

something relevant e.g. ‘plumbers in Footscray’ and see what directories come 
out on top of the search page)

• Ask your happy customers to post online reviews to your listings (send them the 
link to the listing to make it easy for them)
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Tying it all in with  
traditional marketing
It may seem like marketing is all about your website, Google and social 
media these days, but, while online marketing is crucial, it’s important 
to also put some effort in on traditional, ‘offline’ strategies. Tradies are 
face-to-face with their customers all the time, so you need to make 
sure they can find you out in the real world and that you’re visible. 
Some of the best options include:

• Building awareness in your community – this could include 
sponsoring the local footy team (which boosts visibility of your 
name and logo), coming on board to organise community events, 
helping out with charities. Take your work ute or van along to 
these events – it’ll have your signage on it and that helps you 
to stick in people’s minds. Depending on your business, it might 
also make sense to participate in your local A&P show in some 
capacity.

• Networking - not only is it a great way to keep tabs on what’s 
happening in your industry, but you also get the opportunity to 
meet people, make contacts, and forge relationships. You can also 
see what the competition’s up to! Trades are referral businesses 
so personal relationships generate work. That could include 
sports and other recreation clubs or local service organisations 
like Lions, or more specific relationships like with local real estate 
agents or property lawyers.

• Doing a leaflet drop – if you focus on a certain neighbourhood, a 
quick way to generate new business can be a simple photocopied 
leaflet drop in the mailbox. Do several hundred, add your mobile 
number and measure whether it generates some calls.
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When you’re out and about in the community, it’s always a good idea to have some 
printed leaflets and business cards handy. These should include customer testimonials, 
your website and social media details, which helps you tie your physical presence with 
your digital one.

There are other ways to make sure your business is physically visible, and they’re worth 
investing a bit of cash in, because they keep your business front-of-mind. Some options 
include:

• Visibly strong signage on your work sites

• Branded clothing (hats, beanies, polos, fleeces, branded hi-vis etc)

• Vehicle signage: your mobile billboard should represent your brand well and provide 
an easy way for people to contact you

Again, always include your website address and mobile number.

Taking action:
• Talk to local teams/groups about sponsorship (something you’re passionate 

about and gives you good exposure with the local community)

• Make sure your vehicle and work clothing have good signage and clear 
contacts (website address/mobile)

• Get some brochures or business cards made up, try a leaflet drop
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Past customers are your  
biggest marketing asset
For tradies that do a lot of repeat business (plumbers, electricians 
etc) getting new jobs from existing customers is a lot easier. Past 
customers are a real marketing asset. 

The first step is to have a customer database where you store details 
like email addresses and phone numbers. Use the database to 
generate leads by sending email newsletters that:

• Let them know of any specials or deals you’ve got going

• Invite them to events

• Tell them about a successful project

• Offer tips and advice

These newsletters are especially important for responsive tradies like 
plumbers and electricians - it’s how you can generate repeat business, 
because you’re keeping front-of-mind with your customers.

It’s also a good idea to send out a follow-up email once a job’s 
complete. Ask them for feedback so you can continually improve your 
customer experience, and provide a short template for them to fill 
out. You can then use that - with their permission - as a review on your 
website. 
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These two Tradify customers are good examples:

• Lime Tree Properties

• Freedom Electric

• PipeFix Plumbing

If you’ve worked on a large scale project, and it’s gone well, you could turn it into a case 
study that’s posted on your website and share it on social media to drive more traffic to 
your website. A case study is the longer version of a customer testimonial, and should 
include quotes, images, and, if possible, video. Case studies are very popular, because when 
potential customers come to your website and they can see immediately what kind of work 
you’ve done in the past, they’ll have confidence in you right off the bat.

How do I set up an email newsletter?
Step 1: Sign up with a free tool like Mailchimp, 

Step 2: Load up whatever email addresses you have

Step 3: Use a free template in Mailchimp to design a newsletter (keep it clean and simple). 

Step 4: Re-use the content you have created for your website and social media, don’t try 
and create a whole lot of new material. Focus on good customer stories and any special 
offers you might have. 

Step 5: Send the newsletter and look at the results. If more than 30% of the people you 
send it to are opening it, you’re doing ok.

There’s a bunch of free email tools out there, but Mailchimp is a proven one. Here’s their 
guide to getting started. 

“ A fantastic job. The work Lime Tree 
Properties did at the house has 
transformed it. The quality of the work 
and finish is excellent.

 Neil in Lancaster, January 2019

https://limetree.properties/testimonials
http://www.freedomelec.com.au/
https://pipefixplumbing.co.nz/
https://mailchimp.com/features/email/
https://mailchimp.com/resources/mailchimp-101/
https://mailchimp.com/resources/mailchimp-101/
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Improving your  
customer experience
The best marketing, of course, is doing a good job for your customers. 
Happy customers are more likely to return, and to refer. And in this 
digital age, positive (or negative) customer feedback is very easy for 
your prospective customers to find. The Tradify app, which is used 
by thousands of tradies in Australia, New Zealand and beyond, is 
designed to streamline your business, making it easier for you to get 
the admin side of things sorted so you can focus on what you do best. 

Tradify helps you to enhance the customer experience by: 

•  Improving communications - you can create kits for rapid quoting 
and templates for different jobs or customers enabling you to 
create clear, professional quotes, quickly. 

•  Staying on top of all of your jobs - easily track jobs from quote to 
invoice and everything in between.  

•  Making use of mobile technology - with the Tradify app, you can 
keep up with all your jobs and your staff while you’re on the go 

•   Giving you scheduling super powers - get a real time view of who’s 
closest to a job for faster dispatch 

•  Providing easier invoicing and payment options for your 
customers (plus payment reminders for those that need them)

Tradify makes it easy to manage jobs from quote to invoice, and 
everything in between. It takes the hassle out of tracking jobs - you can 
turn a time-consuming and often frustrating process into one that’s 
efficient and effective.

Try Tradify for free

https://go.tradifyhq.com/signup?utm_source=tradifyhq&utm_medium=marketing_pdf&utm_campaign=marketing_guide_checklist&utm_term=&utm_content=try_tradify_for_free
https://go.tradifyhq.com/signup?utm_source=tradifyhq&utm_medium=marketing_pdf&utm_campaign=marketing_guide_checklist&utm_term=&utm_content=try_tradify_for_free
https://go.tradifyhq.com/signup?utm_source=tradifyhq&utm_medium=marketing_pdf&utm_campaign=marketing_guide_checklist&utm_term=&utm_content=try_tradify_for_free
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Get started now

Get the Marketing Checklist
Now that you’ve got a handle on what your marketing mix should 
include, start working through them. Successful marketing is an 
on-going process - it’s not set-and-forget. Keep coming back to this 
checklist and ensure you’re keeping tabs on all of the different pieces. 
Our advice? Just get started. Pick the first 3 things you’re going to do 
and put a date against them. Do those first, then move onto the next 3.

Good luck!

Get the Marketing Checklist

If you’d like to see the difference Tradify could make to your 
trade business, start a free trial.

Try Tradify for free

https://go.tradifyhq.com/signup?utm_source=tradifyhq&utm_medium=marketing_pdf&utm_campaign=billable_rate_calculator&utm_term=&utm_content=sign_up_link
https://go.tradifyhq.com/signup?utm_source=tradifyhq&utm_medium=marketing_pdf&utm_campaign=marketing_guide_checklist&utm_term=&utm_content=try_tradify_for_free
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YOUR BRAND

Business name

Logo

Marketing material

Customers

Unique value 
proposition

Competitive 
advantage

WEBSITE BASICS

Good imagery

About You

Contact details

Customer 
testimonials

Videos

GETTING FOUND ON GOOGLE

SEO

Paid advertising  
(Google Ads)

Google My 
Business

SOCIAL MEDIA

Facebook

Instagram

YouTube

ONLINE REVIEWS AND  
WORD-OF-MOUTH REFERRALS

Get listed on online 
directories

Ask customers to 
post reviews online

OFFLINE

Community

Networking

Clothing 

Vehicle signage

Business cards & 
leaflets

CUSTOMERS

Customer database

Newsletters

Review template

Marketing Checklist


