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Can Buyers See the Full Picture?

Checklist.



Does your website clearly explain all the sectors
you currently operate in?

Can a buyer quickly understand how your
expertise transfers across multiple markets?

Are your newer capabilities given the same
prominence as your legacy services?

Would a visitor know you work in offshore wind,
decommissioning, industrial services or wider
energy infrastructure without having to search for
it?

Many energy businesses have spent years expanding into new
markets, developing new capabilities and building expertise
across adjacent sectors. But when buyers research suppliers
online, they often see only part of the picture.

Use this checklist to assess whether your digital visibility
reflects the business you have actually become.

Tick every statement that is true for your business.

THE VISIBILITY GAP CHECKLIST
CAN BUYERS SEE THE FULL PICTURE?

1 SERVICE VISIBILITY

Buyers cannot evaluate capabilities they cannot
easily find.

A B F I F T Y O N E . C O MP A G E  2



If a buyer searched for a newer service offering,
would they find you?

Do you have dedicated pages for key capabilities
and sectors?

Does your content demonstrate expertise across
all the markets you serve?

Are you visible for the services you want to win
work from in the future?

Does your website reflect how the business
operates today rather than how it was structured
several years ago?

Are related services connected together logically?

Could a buyer easily discover adjacent capabilities
while researching a specific service?

Is your navigation helping buyers understand the
full breadth of the business?

2 WEBSITE STRUCTURE

Many businesses have evolved faster than the
structure of their websites.

3 SEARCH & DISCOVERABILITY
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If buyers cannot find evidence of capability, they may
assume it does not exist.



Do your case studies reflect the full range of work
you now deliver?

Would a first-time visitor understand that your
expertise applies across multiple sectors?

Would a buyer discover capabilities you have
developed in the last five years without being told
about them?

Could a prospective client understand the scale of
your capability after spending 15 minutes on your
website?

Does your digital presence accurately represent
the business that exists today?

4 COMMERCIAL VISIBILITY

Yes

No

Not Sure

If a potential client spent 20 minutes researching you
online, would they leave with an accurate understanding
of everything your business is capable of?

5 FINAL QUESTION
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Scoring: Yes = +2 ticks | Not Sure = +1 tick | No = 0 ticks



16-19 ticks: Highly Visible

Your visibility appears closely aligned with your
operational capability. Buyers are likely seeing an
accurate picture of the business you have
become.

10-15 ticks: Partially Visible

Some parts of your capability may be difficult for
buyers to discover or understand. There may be
opportunities to improve clarity, discoverability
and commercial positioning.

0-9 ticks: Visibility Gap Identified

Your business may be significantly more
diversified and capable than it appears online.
Buyers could be missing important parts of your
expertise during supplier research.
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SCORING

Enter your score:
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