
FOUNDATION REPAIR CASE STUDY · ENGINEERING BRAND EXPERIENCE

THE CRACK IS UPSTAIRS.

A homeowner sees a diagonal line in the brickwork. What is happening is

twelve feet below, in soil that stopped carrying the load. Trident

Foundation Systems sells work nobody will ever see, in a trade where

every site looks the same. We built a digital experience that connects the

symptom someone can see to the engineering they cannot.
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ABOVE GRADE

BELOW GRADE
Pile to competent
bearing stratum

WHAT THE HOMEOWNER SEES

A DIAGONAL LINE IN THE BRICKWORK

WHAT IS HAPPENING

SOIL THAT STOPPED CARRYING THE LOAD

WHAT ANSWERS IT

ONE SEQUENCE OF FOUR SYSTEMS

SCHEMATIC ONLY · GEOMETRY CARRIES NO ENGINEERING MEANING

4
Symptoms decoded into the
conditions they indicate

4
Systems presented as one
engineered sequence

6
Numbered below-grade
callouts over the real work

1
Continuous page, because
the argument is cumulative
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THE BUSINESS

SELLING WORK
NOBODY WILL SEE
Trident describes itself at the top of its own site in four words: what

holds everything above. Foundation contractors sell work with three

awkward traits. The customer cannot see what is being repaired. They

cannot judge whether the proposed fix is the right one. And the price

is high enough that getting it wrong matters.

The usual result is a sector of near-identical websites: a stock photo of

a cracked wall, a list of services, a free-estimate button and a lot of

adjectives. They compete on price because they give the customer no

other basis to choose. We built the opposite, a site organised around

translation rather than persuasion.

WHERE THE SITE STARTS

1 With the symptom. The only thing the visitor already possesses.

2 With what it means. The condition below grade behind it.

3 With the system that answers it. Described by mechanism.

4 With the work itself. Shown, with the components labelled.

THE CHALLENGE

WHY FOUNDATION WORK RESISTS BEING EXPLAINED
Every difficulty comes back to one fact: the customer is asked to authorise

expensive work on something they will never inspect, on the word of someone

they met last week. Five pressures shaped the build.

A SYMPTOM, NOT A
CAUSE
They search for a crack in a
wall while the condition is
settlement, water or
bearing failure. A site
organised by service name
never meets that search.

THE WORK IS
INVISIBLE
Once backfilled, nothing
can be inspected. Trust has
to be built before the
quote, not after.

NO LIKE-FOR-LIKE
COMPARISON
Three contractors, three
approaches, three prices.
Without understanding the
condition, the customer
compares the only number
they understand.

JARGON EXCLUDES
THE BUYER
Competent bearing
stratum signals expertise to
engineers and alienates
everyone else when it
arrives untranslated.

EVERY SITE LOOKS
THE SAME
When every competitor
runs the same template,
price is the only axis left,
the worst one for a
business whose value is
engineering judgement.

The reframe: do not try to sell foundation repair. Make the customer competent

enough to judge it, on the reasoning that someone who understands why their

wall is cracking will choose the contractor who explained it.

THE SEARCHES BEHIND THE VISIT

PEOPLE SEARCH THE SYMPTOM, NOT THE SERVICE NAME
Foundation demand is led by description: stair-step cracks in brick, bouncy

floors, water through a wall. The terms below are the language visitors use,

shown as search language, not as a list of products offered.

THE VISIBLE CRACK
Four indicators are written in the

visitor's own words, including

the colloquial forms, such as

floors that dip, bounce or cup.

Each is translated into the
condition it points to.

Foundation repair

Foundation crack repair

WATER BELOW THE
HOUSE
The water section treats

moisture below a floor as a
structural issue: sealing the

ground, correcting bearing and

giving water a route out.

Waterproofing and drainage

form the protect stage of the
sequence.

Foundation waterproofing

Basement waterproofing

French drain installation

THE CRAWLSPACE
A bouncing floor feels like a

flooring problem. Tracing it to

the crawlspace redirects an

enquiry that would otherwise

have gone to a carpenter, and
crawlspace is its own issue type

on the form.

Crawl space repair

Crawl space waterproofing

Crawl space encapsulation

CHOOSING A
CONTRACTOR
Anyone comparing contractors is

judging trust before price. The
site gives them a published

method and labelled evidence to

compare, instead of a free-

estimate badge.

Foundation repair near me

Foundation repair companies

These terms describe how people search. They are not a list of named services:

the site presents foundation stabilization, structural repair, waterproofing and
drainage, and restoration.

WHAT WE BUILT

01 / 07

ONE PAGE, FIVE MOVES
The site is a single continuous page with no service pages to navigate between,

because the argument only works in sequence. You cannot understand why a

helical pile is the answer until you understand what stair-step cracking means.
The order is the strategy, and the ask comes last.

01

SYMPTOM

What the visitor
already has

02

SYSTEM

One condition,
the right system

03

PRINCIPLE

Mechanism,
not adjective

04

WORK

Six labelled
components

05

CONFIDENCE

A diagnostic
enquiry

THE ORDER IS THE STRATEGY
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TEACH THE VISITOR
TO READ THEIR WALL
The opening section is the most unusual on the site. Instead

of introducing the company, it teaches the visitor to interpret

the damage they came in with. Each description first says

what you are looking at, precisely enough to confirm a match,

then translates it into cause. A company confident enough to
teach its reading method is saying it has nothing to hide

behind jargon.

SELF-QUALIFICATION A visitor who recognises their symptom arrives

at the form with the right vocabulary.

CAPTURED DEMAND Linking sagging floors to the crawlspace

catches enquiries the category normally loses.

FOUR SYMPTOMS, DECODED

01 Stair-step cracking in brick or block.

02 Movement in block, where width and direction show the source.

03 Water and staining.

04 Sagging floors that dip, bounce or cup.

ONE ENGINEERED SEQUENCE

FOUNDATION STABILIZATION
Helical foundation, load onto bearing stratum

STRUCTURAL REPAIR
Structural bracing for damage already done

WATERPROOFING AND DRAINAGE
Drainage plus membrane, water given somewhere to go

RESTORATION
Engineered assembly, bearing verified
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STABILIZE, REINFORCE,
PROTECT, RESTORE
The four systems are named with verbs, not product names,

and framed as one engineered sequence rather than four

items to choose from. A list invites selection, and a

homeowner is not equipped to choose. A sequence invites

comprehension, and relocates the decision to where it

belongs, with the diagnosis. A customer who sees one chain is

far less likely to ask for only the cheapest link.

MECHANISM, NOT
ADJECTIVE

Load is transferred off failing soil, so the

structure is no longer standing on the

problem.

A CHAIN OF CAUSES Drainage connects back to settlement by

moving water away from the soil that carries
the building.
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LOOK AT THE WORK, WITH
THE PARTS LABELLED
An unlabelled photograph of an excavation is a muddy hole.

The same photograph with six numbered components
becomes something a homeowner can read, remember and

repeat to a spouse or a second contractor. The section is

called Look at the work, an instruction rather than a heading,

and it invites inspection in place of testimonials. Labelling

converts evidence into vocabulary.

SIX CALLOUTS

01 Pile

02 Existing footing

03 Bearing wall

04 Excavation

05 Compact machine

06 Crawlspace

THE CAUSAL CHAIN

SEAL THE GROUND
Stop moisture entering below the floor

CORRECT BEARING
Stabilize what carries the structure

GIVE WATER A ROUTE OUT
Move it away from the footing
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MOISTURE BELOW A FLOOR
DOES NOT STAY BELOW IT
The water section opens by correcting a common assumption,

without condescension: moisture below a floor does not stay

below the floor. That reframes crawlspace and drainage work

from optional improvement to structural necessity, and

explains a causal chain rather than asserting a benefit. A

customer who understands the connection is more likely to
authorise the drainage element than defer it.
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A FORM SIZED TO THE MOMENT
Someone who has just found a crack wants to be looked at,

not qualified. The evaluation form has six short fields, with no

budget question, no timeline dropdown and no scheduler.

Issue type and ZIP give the business what it needs to route an
enquiry before anyone calls back, and Not sure as an option

removes the need to self-diagnose correctly in order to ask for

help. The hero offers two speeds: request an evaluation, or

keep exploring the systems.

DIAGNOSIS FIRST We look at the structure, the soil and the water

before anyone quotes a repair.

RESTRAINT AS POSITION No countdown offers, no free-inspection
starbursts, no financing banners.

THE EVALUATION FORM

→ Name and phone

→ ZIP code for routing

→ Property type: residential or commercial

→ Issue type: foundation movement, structural wall, water
intrusion, crawlspace or not sure

→ What are you seeing? In the visitor's own verb.

CREDENTIALS, AS PUBLISHED

SDVOSB
Service-disabled veteran-owned small business

OSHA 30
30-hour safety certification

NUCA
Utility contractors association, Dig-Safe referenced
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A SECOND MARKET, QUIETLY OPENED
Three credentials appear in the company section, each

labelled by type rather than displayed as a badge wall.

SDVOSB in particular signals eligibility for government and
institutional work, a different and more valuable buyer than

the residential homeowner the rest of the page addresses. It

opens a commercial and public-sector channel without

diluting the residential story.

RESULTS & IMPACT

A CAPABILITY, 

No enquiry, project-value, conversion or search figures were supplied and

none are claimed. What follows is the capability the experience creates.

Technical translation

Four symptoms decoded into conditions and

mapped to systems, so a homeowner can

describe their own problem accurately.

Category differentiation

A site that reads like an engineering firm in a

sector where competitors share the same

contractor template.

Evidence of invisible work
Labelled below-grade components turn a

photograph of an excavation into something a

prospect can read.

A published method
Diagnose, engineer, install, stabilize, stated

publicly, a commitment a customer can hold

the company to.

Triage-ready enquiries

ZIP, property type and issue type captured at
first contact, so an enquiry can be routed before

anyone calls back.

A second market

SDVOSB, OSHA 30 and NUCA presented as
compliance signals for commercial and public-

sector buyers.

No engineering specifications, structural calculations, load figures, depths, bearing capacities,

warranties, guarantees, completed project counts, locations, client names, revenue, enquiry
volume, conversion or search figures are claimed. Credentials are the client's own statements

and are not verified here. The schematic is illustrative. Nothing on this page is engineering

advice.

WHAT'S NEXT

THREE MOVES THAT
LET THE CONTENT
COMPETE IN SEARCH
The content already answers how this category is searched. The

structure, one URL for eight topics, is what limits it. The scroll can

remain the primary journey while search gets more to index.

A PAGE FOR EACH SYMPTOM AND SYSTEM
Four symptoms and four systems each as an indexable page that links
back into the sequence. Each symptom description is already close to an
article almost nobody in this category writes well.

LOCATION PAGES FOR THE AREAS SERVED
Foundation repair is a local purchase with a drive-time radius, and most
commercial queries carry a place name.

INSTRUMENT THE ARGUMENT
Scroll depth against the five moves, issue-type distribution from the form,
the share choosing Not sure, and the residential versus commercial split.

QUESTIONS

ABOUT THIS FOUNDATION REPAIR CASE STUDY
HOW DOES THE SITE PRESENT FOUNDATION REPAIR DIFFERENTLY? +

DOES THE SITE COVER CRACK REPAIR, BASEMENT WATERPROOFING OR CRAWL SPACE WORK? +

WHY IS THE WHOLE SITE ONE PAGE? +

IS YOUR BEST WORK 

Bytes & Partners builds digital experiences for businesses
whose value is buried: below grade, inside a process, or

behind expertise a customer cannot evaluate on their own.

If you are being compared on price because nobody can tell

what you do differently, that is a communication problem

with a structural fix. Translation is the work.

START A CONVERSATION

DOWNLOAD THE FULL CASE STUDY
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