
What Is a Competition Analysis and Why Your SEO
Agency Needs One
Every SEO agency has faced the same moment. A potential client asks how you will
outperform their competitors, and you realize you do not yet have a clear picture of who those
competitors are or what they are doing right. That is where the question "what is a competition
analysis" becomes more than a definition. It becomes the foundation of your strategy.

A competition analysis is a structured process of identifying your client's main rivals,
examining their online presence, and uncovering the tactics that drive their rankings and traffic.
For a white label SEO service, this analysis is the raw material that powers every campaign.
Without it, you are guessing. With it, you can show a client exactly where the opportunities lie
and how you plan to capture them.

The Core of a Competition Analysis
When you ask "what is a competition analysis" in the context of SEO, the answer starts with
data. You need to know which keywords your client's competitors rank for, how strong their
backlink profiles are, what content resonates with their audience, and where their technical
SEO might have weaknesses. Tools like Ahrefs, SEMrush, and Moz give you a starting point.
They show you the organic keywords driving traffic to competitor sites, the estimated traffic
volumes, and the domain authority of each rival.

But a proper analysis goes beyond a single tool. You layer in data from Google Search Console
and Google Analytics to understand how your client's own site performs relative to those
competitors. You use Similarweb to estimate traffic sources and user behavior. SpyFu can
reveal which paid keywords competitors bid on, and Majestic SEO provides historical backlink
data that helps you see trends over time. Screaming Frog crawls competitor sites to expose
technical gaps like broken links, missing meta descriptions, or slow load speeds that you can
exploit.

The goal is not to copy what others do. It is to find the gaps they leave open. A competitor gap
analysis and a content gap analysis are two sides of the same coin. The first looks at the
overall strategy differences between your client and their rivals. The second zooms in on the
topics and questions competitors cover that your client does not. Together, they reveal a
roadmap for gaining ground.

Why Agencies Need This Service
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If you run an SEO agency, you already know that clients want proof before they commit. They
want to see that you understand their market better than they do. A thorough competition
analysis becomes a powerful sales tool. It shows a prospect that you have done the
homework, that you can articulate why certain competitors are winning, and that you have a
plan to close the gap.

For example, I worked with an agency that serviced a mid-sized ecommerce brand. The client
sold outdoor gear and had been stuck on the second page for "camping stove" for months. The
agency ran a competition analysis using Ahrefs and SEMrush. They found that the top three
competitors all had comprehensive guides on campfire safety and stove maintenance, content
the client had never produced. They also noticed that those competitors had backlinks from
outdoor enthusiast forums that the client had never reached out to. Within three months of
creating those guides and pursuing those link opportunities, the client hit page one for the
target keyword. The analysis did not just solve a problem. It justified the agency's retainer and
deepened the client relationship.

This is where white label SEO comes into play. Many agencies lack the in-house capacity to run
deep, ongoing competition analyses for every client. They partner with a white label service
that specializes in this exact work. The white label provider handles the data gathering, the tool
subscriptions, and the interpretation. The agency receives a polished report they can present
as their own. It saves time and money while maintaining the agency's authority in front of the
client.

The Tools and the Process
Let me walk you through a practical workflow. I start with Google Keyword Planner and
Ubersuggest to build a broad keyword list for the client's niche. Then I move to Ahrefs or
SEMrush to see which of those keywords the top competitors already rank for. I look at the top
ten results for each important term and note the sites that appear most often. Those are the
direct competitors.

Next, I use MozBar to get a quick domain authority check on each competitor while browsing
their pages. BrightLocal is useful for local SEO clients, because it shows local pack rankings
and citation gaps. Searchmetrics helps me compare content performance side by side. I also
run a Screaming Frog crawl on competitor sites to spot technical advantages they have, such
as faster load times or better internal linking structures.

One step that often gets overlooked is the content gap analysis. I export the top pages from
each competitor using Ahrefs and compare them to the client's own content library. The topics
missing from the client's site become the basis for a content plan. Neil Patel and Brian Dean
from Backlinko have both written extensively about how content gaps are the easiest wins in



SEO. They are right. When you answer questions your competitors have not answered, you
capture traffic they are leaving on the table.

What the Analysis Does Not Do
It is important to be honest about the limits of a competition analysis. It can tell you what your
rivals are doing, but it cannot tell you why they are doing it. A competitor might have a strong
backlink profile because they paid for links, because they earned them through genuine PR, or
because they have been around for a decade and accumulated them naturally. The analysis
shows the what, not the why. You have to use your judgment and your knowledge of the
industry to interpret the data.

Another limit is that tools like Ahrefs and SEMrush estimate traffic. They are not precise.
Google Analytics data for a competitor is not available to you unless they share it. So you have
to treat every number as an approximation. The value of the analysis lies in the patterns it
reveals, not in the absolute figures.

Finally, a competition analysis is not a one-time project. Competitors change their strategies,
new rivals emerge, and Google updates its algorithms. The best agencies treat competition
analysis as an ongoing process, revisiting it quarterly or whenever a major shift happens in the
market. That is why many choose to outsource this work to a white label SEO provider. It keeps
the analysis fresh without burning out the internal team.

Turning Analysis into Action



Once you have the data, the real work begins. You take the findings from your competition
analysis and turn them into a prioritized action plan. If the content gap analysis shows that
competitors all have detailed buying guides and your client does not, that becomes a high-
priority task. If the backlink analysis reveals that competitors have links from ten industry
publications your client has never contacted, you build a link outreach campaign targeting
those same sites.

You also use the analysis to set realistic expectations with the client. If a competitor has a
domain authority of 80 and a thousand referring domains, your client is not going to outrank
them in a month. But you can show the client a path: here are the keywords where the gap is
smallest, here are the content opportunities they have ignored, and here is how we will chip
away at their lead over six to twelve months. That kind of transparency builds trust and often
leads to longer retainers.

I have seen agencies lose clients simply because they could not explain why progress was
slow. A competition analysis gives you a narrative. You can say "we are gaining on competitor
X because our content gap analysis shows we now cover topics that they have not updated in
two years, and our backlink velocity is exceeding theirs." That story keeps clients confident
even when rankings take time to move.

Final Thoughts
So what is a competition analysis? It is the process that turns raw data into a strategic
advantage for your agency and your clients. It answers the question "what is a competition
analysis" with something far more useful than a textbook definition. It gives you a repeatable
method for understanding the battlefield, identifying weak points in your client's position, and
proving your value to the people who pay your invoices.

Whether you run the analysis yourself with tools like Ahrefs, SEMrush, and Moz, or you partner
with a white label service that does it for you, the key is to make it a core part of your offering.
Clients today expect more than just link building and blog posts. They want a data-backed
strategy that shows them exactly how you will beat their competition. That is what a
competition analysis delivers.


