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Powering Growth:  Customer & Revenue Analysis for Electric-Z
Unlocking ROI & Growth Potential (October 2021 - July 2025)



Electric - Z

AS A GROWING RESIDENTIAL ELECTRICAL SERVICES COMPANY, ELECTRIC-Z IS STEADILY
BUILDING ITS CUSTOMER BASE AND JOB VOLUME.

The question we’ll answer:

To scale effectively, the team needs clarity on who its customers are, which services drive the most revenue, and where the strongest

geographic opportunities exist.  Equally important is understanding which referral and campaign sources have historically generated

the highest-quality jobs. Without this visibility, decisions about marketing, resource allocation, and service expansion remain based on

guesswork rather than data.

The pain points:

• Unclear total customer base and month-to-month new customer growth, making capacity and hiring decisions guesswork.

• No easy breakdown of jobs by service type and margin, so high-value, underbooked services are being missed.

• Geographic performance is opaque — ZIP code revenue and underserved neighborhoods are not mapped into the marketing plan.

• Original campaign source attribution for booked jobs is incomplete, so ROI by channel is unknown. (Many marked as NULL).

• Inconsistent service naming, missing ZIPs, and fragmented CSR assignment fields create messy aggregations.

Why this matters now:

• Data snapshot available from October 2021 through 31 July 2025 gives a recent baseline for an immediate growth plan. (prior to Oct

2021 it was a different CRM used.)

• With ~11,000 rows to work from, there’s enough volume to detect meaningful patterns by service, CSR, and geography.

• Fixing joins and attribution now lets Electric-Z prioritize high-value services, tighten marketing spend, and scale field capacity where

it will make the biggest revenue impact.

To solve this challenge we’ll analyze month over month performance across customers, jobs, services, CSRs, and geography — and

attribute job volume back to original campaign sources where possible. 
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OUR APPROACH:



Understanding The Business Problem

After establishing itself as a reliable service provider in the electrical space, Electric-Z is looking to sharpen its understanding of customers,

services, and revenue drivers. With thousands of jobs completed and a growing customer database, the team needs clarity on where growth is

happening, which services and geographies are most profitable, and how marketing sources contribute to job bookings. Their goals include

maximizing customer lifetime value, identifying top-performing services and regions, and ensuring that new customer acquisition translates into

repeat business and sustainable revenue.
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Tools & Strategies

We collected and analyzed customer and job data from the Customer List  and the Job Detail by CSR, totaling ~11,000 rows. To merge the

datasets, we joined on customer name (since Customer ID is missing) - This allowed us to track month-over-month performance, breaking down

customer acquisition, repeat rates, job volume, service mix, CSR contribution, and geographic distribution. We also added attribution analysis to

uncover which original campaign sources generated the most jobs.
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Key Questions Addressed

Our analysis focused on uncovering insights to guide growth decisions, including:

• How many unique customers exist, and how many are new vs. returning each month?

• What is the overall job volume trend — growth, flat, or seasonal?

• Which services generate the most bookings and the most revenue?

• Which ZIP codes drive the most jobs and revenue, and which are underserved?

• How do customer registrations compare to jobs completed? Are there gaps?

• Which original campaign sources contribute the most jobs and revenue?
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Insights & Recommendations

By analyzing customers, jobs, and revenue patterns, we can surface actionable strategies such as:

• Identifying the strongest customer segments (repeat vs. new) to prioritize retention or acquisition.

• Highlighting the services that generate the most revenue and uncovering underbooked, high-margin opportunities.

• Mapping ZIP codes to locate high-performing regions while identifying underserved areas for targeted campaigns.

• Pinpointing which campaign sources are driving quality jobs, allowing Electric-Z to double down on the most effective channels.

• Creating a clearer connection between customer registration and job completion, closing gaps in conversion.
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Downloading Customer Data in Service Titan

Customer data is stored in a main table that records all customer information, the date they were added, and the

campaign source (e.g., SEO, Ads). However, not every entry in this table represents a paying customer — many are

bad leads, incorrect information, or spam from form submissions. To track actual revenue-generating activity, there is a

separate sheet that logs completed jobs per customer, including the date each job was dispatched.



Downloading Detailed Jobs Data in Service Titan

In this separate table, detailed job data is recorded, including revenue, customer name, location, first dispatch date,

last job date, and more. This dataset allows us to analyze when each job was completed, the value of the job, how

often a customer returned for additional work, and even the CSR who handled the call—useful for evaluating sales rep

performance.



Joining The Tables

Since a unique Customer ID is not available, both tables were joined using the customer name as the matching key.

This provides a unified view of the customer journey—showing when a customer was first added to the database,

when their first job was dispatched, and the total revenue generated. Each subsequent job performed by the customer

is also captured with full details.



Q - WHICH UNDERBOOKED JOB ACTUALLY COMES WITH A
HIGH AOV?

Purpose: To identify hidden opportunities. Even if a job isn’t booked frequently, a high AOV means it has strong revenue potential.

Recommendation

Jobs like Electrical Panel Installation, Whole Home Surge Protection, and Construction (Rough/TI) are underbooked

but carry higher order values.

 • Construction jobs → focus on B2B (contractors, developers).

 • Electrical/surge jobs → market to homeowners with safety messaging.

Run targeted campaigns (contractor partnerships for B2B, safety-focused ads for retail) to increase bookings

in these categories.



Q - ARE THERE PATTERNS OF SEASONALITY FOR THE
BUSINESS AS A WHOLE?

Purpose: Identify when demand naturally rises or falls (e.g., summer vs. winter, holidays, peak construction months).

Recommendation

We added two charts: one excluding null values (which

represented sales accumulated prior to October 2021 during the

Service Titan migration). Based on the second chart, November

shows the annual sales peak, while January and September are

consistently the slowest months. To help balance sales, perks or

promotions could be offered as summer ends and colder months

approach. Seasonal services like heater maintenance or hot water

system checks can be marketed to homeowners during this period.

Launch a late-summer/early-fall campaign highlighting cold-

weather prep (heater tune-ups, hot water inspections, surge

protection against winter storms). This creates urgency before

demand naturally drops, helping smooth out revenue during

slower months.



Q - WHAT ARE THE MONTHLY TRENDS IN JOB
VOLUME PER CATEGORY AND REVENUE?

Purpose: Identify which categories are seasonal vs. steady.

Recommendation

Observing each job’s demand month over month allows us to anticipate spikes and act early. For example, ceiling fan installations consistently

surge in March (2021–2025). Running ads, promotions, or seasonal campaigns leading into March would help capture this demand.

Build a marketing calendar aligned with historical demand trends. For recurring spikes like ceiling fans in March, launch campaigns 4–6

weeks beforehand, bundle with related services (e.g., lighting upgrades), and ensure staffing capacity to maximize revenue during

peak months.



Q - WHICH ZIP CODES ARE UNDERSERVED BUT NEEDS TO BE
FOCUSED MORE?

Purpose: Identify geographic areas where job volume is low compared to market potential.

Recommendation

Analyzing job counts and AOV by zip code shows that 89113 stands out as an anomaly: it has one of the lowest job counts but

ranks second in total revenue. This suggests it could be an affluent neighborhood where customers are willing to spend more

per job. Increasing penetration here could yield strong returns. Offline efforts such as distributing brochures door-to-door may

help raise awareness.

Combine offline outreach with digital targeting—run localized Google/Facebook ads geofenced to 89113, highlight

premium services in messaging, and offer referral incentives to existing customers in the area. 



Q - WHATS’S THE REVENUE DISTRIBUTION PIE PER
CUSTOMER?

Purpose: Identify high-value customers who drive a large portion of revenue.

Recommendation

It appears that a few B2B customers—STLV,

Pacific Bath, and Safe Step—account for

nearly 30% of total revenue. While this

provides a steady and reliable income stream,

it’s reassuring that the remaining revenue is

distributed across many smaller customers,

reducing the risk of over-dependence on just a

few clients. These figures are based on

accumulated revenue per customer over time.

Maintain strong relationships with these key

B2B partners while continuing to nurture

smaller customers. Consider strategies to

grow mid-tier clients, diversify revenue

sources, and reduce potential risk if any

major client reduces business in the future.



Q - HOW MANY CUSTOMERS HAVE ACTUALLY MADE A
PURCHASE?

Purpose: Determine the conversion from leads to revenue-generating customers.

Recommendation

Paying customers account for 35.5% of the total database added to Service Titan, while the remaining 64.5% did

not convert, mainly due to low-quality leads. Currently, not every customer’s campaign source can be tracked,

which limits the ability to identify which campaigns generate higher-quality leads.

Implement a more robust tracking system to capture the source of every lead. This will allow you to

analyze campaign performance, focus marketing spend on high-converting channels, and reduce

acquisition of low-quality leads, ultimately improving the overall conversion rate.



Q - WHAT IS THE MONTHLY GROWTH OF 
OUR CUSTOMER BASE?

Purpose: Support forecasting and resource planning, such as staffing, inventory, or budget allocation.

Recommendation

For example, in July 2025, 310 new customers were

added, and 83 of them made their first transaction.

Overall, the trend is upward, with Electric-Z showing

positive growth in customer acquisition.

Implement a first-purchase incentives to convert a

higher percentage of new sign-ups into paying

customers, further accelerating revenue growth.



Q - IS THE BUSINESS SHOWING POSITIVE REVENUE GROWTH
OVER TIME?

Purpose: Ensure the business is on track to meet long-term goals and profitability targets.

Recommendation

The above chart displays the exact number

of jobs contributing to revenue. By

overlaying a line on the month-over-month

revenue chart, we can observe a slight

upward trend.

Continue monitoring monthly job

volumes and revenue trends. To

accelerate growth, focus on increasing

high-value job bookings through

targeted marketing, seasonal

promotions, and upselling

complementary services to existing

customers.
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