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SIX-PART MINI-SERIES

The Competitive 
Research & 
Analysis Strategy & 
Overview
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Your 5 Types of 
Competitors: Deep 
Dive

02
Analyze Your 
Competitors 
Product, 
Distribution, & 
Sales Strategies
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SIX-PART MINI-SERIES

Analyze Your 
Competitors' 
Content Marketing 
Strategy

04
Step-By-Step to 
Completing a SWOT 
Analysis & 
Determine your 
Unique Value 
Proposition

05
The Competitive 
Landscape in 2022: 
Expert Panel & 
Networking Event

06



How To
Stand
Out



In Today’s 
Session, You 

Will Discover:

• Quickly Identify Your Competitors
• Get Background Information
• Analyze Your Competitors Products and 

Services
• Discover Your Competitors Targeting and 

Positioning
• Research Your Competitors Distribution 

Strategies
• Review Your Competitors Communication 

Strategies
• Discuss Ghost Shopping
• Review a SWOT Analysis Example
• BigVu Best Practices



https://ahrefs.com/blog/competitor-analysis/

https://ahrefs.com/blog/competitor-analysis/


Identify 3-5 Relevant 
Competitors



1. Quickly 
Identify your 
competitors: 
Define 3-5 
relevant 
competitors

• Look for keyword overlap
• Look who’s advertising
• Look at category listings



https://ahrefs.com/webmaster-tools

https://ahrefs.com/webmaster-tools?utm_source=webinar&utm_medium=partnerships&utm_campaign=dec2021






Get Background 
Information



2. Get
Background
Information

• Year founded
• Are there any venture capital

investors?
• Which companies did they acquire?
• Number of employees
• Number of customers
• Revenue











Analyze Your 
Competitors Products 
and Services



https://docs.google.com/spreadsheets/d/1GJef-SEef9IrBcQozBrrG4M8qTI8_P6VeEMfGB8C_qo/copy?usp=sharing

https://docs.google.com/spreadsheets/d/1GJef-SEef9IrBcQozBrrG4M8qTI8_P6VeEMfGB8C_qo/copy?usp=sharing


3. Discover Your 
Competitors 
Features and 
Solutions

•Visit product pages
• Test their 

products/service out 
for yourself
• Start off High-level 

information



3. Competitor 
Pricing

•View product pages
• If custom quotes, do 

ghost shopping
• Talk to current and 

past customers







https://www.jimmynewson.com/competitive-pricing-tools-for-your-products-and-services/

https://www.jimmynewson.com/competitive-pricing-tools-for-your-products-and-services/


3. Customer
Reviews

• Pay more attention to 2-4 star 
reviews
•More to unpack there
• Find what they like, don’t like 

and what might be missing to 
have achieved a higher 
review
• Review platforms:
• Google Business Profile 

(Formally GMB)
• Yelp
• FB
• G2



4. Strengths 
and 
Weaknesses

•Document a few strengths 
and weaknesses for each 
competitor
•Mailchimp Example:
• Strengths: It’s likely 

capable of anything you’d 
want from such a product
•Weakness: More 

expensive than alternative, 
likely too overwhelming 
for a beginner



Discover Your 
Competitors Targeting 
& Positioning



4. 
Competitors 
Targeting & 
Positioning

• Visit your competitors’ homepage
• Product and Pricing Pages
• Online interviews with key staff
• Check out their ads
• Youtube, Vimeo & Other social media

platforms: Search for commercials and demos
• Facebook: Page Transparency

• Traditional Media: TV, Billbooards, Radio













Research Your 
Competitors 
Distribution Channels



5. Competitor 
Distribution 
Channels

DTC (Direct to consumers)
•Website
• Their Brick & Mortar
•Door-to-door
•Direct Mail



5. Competitor 
Distribution 
Channels

Through Middleman/3rd

Party
•Wholesalers
•Retailers
•Huge Supply Chains
•Affiliates & Referrals



5. Competitor 
Distribution 
Channels

Tips/Discovery

• Start with visiting their 
website (DTC)
•Google their brand and 

see if you can order 
through third-parties 
(Retailers)



Review Your Competitors 
Communication 
Strategies



6. Competitors 
Communication 
Strategies

• Logos
•Brand colors
•Mascots
• Slogans
• Fonts



6. Competitors 
Communication 
Strategies

Slogan Examples

• Just Do It
•30 Minutes or Less
•America Runs On 

Dunkin
• Finger-Lickin’ Good
•Diamonds Are Forever
• They’re GRRR-EAT!



Ghost Shopping





7. Time for 
Some Ghost 
Shopping

•Review the whole buying 
process
•What are their sales tactics?
•Who’s their customer 

service?
•How’s the onboarding 

process and customer 
retention



RETENTION 
STRATEGIES

• Build customer trust and 
long-term relationships.
• Create a robust customer 

loyalty program.
• Leverage your customer 

data.
• Re-engage customers using 

marketing automation.
•Measure customer lifetime 

value.
• Personalize your 

communications and offers.
Source: Formation.ai

https://formation.ai/blog/7-strategies-for-customer-retention-that-really-work/


SWOT Analysis



8. SWOT 
Analysis

• Strengths: advantages of the 
business or product over 
competitors
• Weaknesses: disadvantages of the 

business or product relative to 
competitors
• Opportunities: external factors the 

business can leverage to its 
advantage
• Threats: external factors that can 

cause problems for the business



Homemade 
Bakery Example



BigVu Best Practices



Get Special Deal Now

https://desk.bigvu.tv/ref?fpr=jimmy-newson35
https://desk.bigvu.tv/ref?fpr=jimmy-newson35
https://desk.bigvu.tv/ref?fpr=jimmy-newson35


Download Template
Define Your Top 3-5 Competitors
Find Out Everything You Can
Revisit Every 6 – 12 Months



Join Next Workshop

https://us06web.zoom.us/webinar/register/7016433027923/WN__xABG5xqSFiyi2-lZjwEwg


https://www.movingforwardsmallbusiness.com/on-demand-workshop-create-the-ultimate-business-strategy-for-your-business-in-2022/


Visit Moving 
Forward Small 
Business Resource 
Section

www.movingforwardsmallbusiness.com

Get Resource Guide

https://www.movingforwardsmallbusiness.com/ultimate-list-of-market-research-tools


https://www.movingforwardsmallbusiness.com/small-business-resources

https://www.movingforwardsmallbusiness.com/small-business-resources/


Want More Great Training, 
Resources and Networking 
Opportunities to Grow Your 

Business?

BECOME A MEMBER TODAY!

www.MovingForwardSmallBusiness.com

http://www.movingforwardsmallbusiness.com/
https://www.movingforwardsmallbusiness.com/membership-account/membership-pricing/
http://www.movingforwardsmallbusiness.com/



