How to Use a Competition Analysis Website to
Outperform Your SEO Rivals

Why you should look beyond your own site data

When | started doing SEO for clients back in 2015, | spent most of my time inside Google
Analytics and Google Search Console. | looked at what was working, which pages were
bringing traffic, and which keywords were ranking. That approach helped, but it only showed
one side of the story. It was only after | started using a proper competition analysis website
that | began to understand what | had been missing. The gap between what your data tells you
and what your competitors are doing can be the difference between a flat year and a
breakthrough.

A competition analysis website gives you a window into the strategies that other sites in your
space are using. You can see which keywords they rank for, where their backlinks come from,
and how their content is structured. That information is gold when you are trying to win a new
client retainer or justify your current approach to an existing client. Instead of guessing, you
can show data-backed recommendations that come from real competitive intelligence.

What a good competition analysis tool actually does

Not all tools are equal. The market is full of platforms that claim to give you a complete view of
your competitors, but many of them only scratch the surface. A solid competition analysis

website should let you do several things. It should give you a clear snapshot of your
competitor’s traffic sources, top pages, and keyword portfolio. It should also let you compare
your domain authority against theirs and see how your backlink profile stacks up. Tools like
Ahrefs, Semrush, and Moz have been the standard for years, and they are good at this kind of
work. But there are also niche players like SpyFu, Similarweb, and SE Ranking that give you a
different angle, sometimes at a lower price point.

| have used most of these at one point or another. For a quick competitor keyword gap
analysis, Semrush and Ahrefs are hard to beat. If | want to understand a competitor’s organic
growth over time, | look at Similarweb. For backlink analysis, Majestic still holds up well,
especially when you want a deep look at link trust flow. Screaming Frog is not strictly a
competition analysis website, but it is essential for auditing a competitor’s site structure and
finding technical issues that might be holding them back.

How to structure a competitive audit


https://livadaras.com/services/competition-analysis
https://livadaras.com/services/competition-analysis

When | sit down to audit a competitor, | follow a rough order. First, | identify the top three to five
competitors that actually matter. These are not the biggest sites in the world; they are the ones
that rank for the same keywords as my client and target the same user intent. Then | run each
competitor through a competition analysis website to pull their top organic keywords,
estimated traffic, and backlink sources. | look for patterns. Do they publish a lot of long-form
guides? Do they have a strong presence on niche blogs? Are they getting links from high-
authority news sites or from smaller industry directories?

One thing | have learned over time is that domain authority is not the only metric that matters. |
have seen sites with a relatively low domain authority outrank bigger brands because they
understood user intent better and built content that answered specific questions. Brian Dean
from Backlinko wrote about this years ago, and it is still true. A competition analysis website
that only shows you raw numbers without context is not enough. You need to interpret the data
through the lens of what the user is actually searching for.

The role of content and keyword gaps

One of the most practical uses of a competition analysis website is finding content gaps. You
can run a competitor keyword gap report and see which keywords your competitors rank for
that you do not. That is often where the low-hanging fruit lives. For example, if you work with
an SEO agency that serves local businesses, you might discover that your competitors are
ranking for phrases like "white label SaaS for local SEQ" while you have no page targeting that
term at all. That is a gap you can fill quickly with a well-written article or landing page.

Neil Patel has talked about this approach many times. He recommends looking at the top 10
results for your target keyword and analyzing what they all have in common. Then you write
something better, longer, or more detailed. A competition analysis website makes that process
systematic. You can export the data, sort by difficulty and volume, and prioritize the
opportunities that will move the needle most.

Technical SEO and site structure

Another area where competition analysis helps is technical SEO. You can use a tool like
Screaming Frog to crawl a competitor’s site and see how they structure their internal links, how
they use headings, and whether they have any obvious technical issues. Then you can compare
that to your own site. | once worked with a client who was struggling to rank for a set of
commercial keywords. We ran a crawl of their top competitor's site and noticed that the
competitor had a much cleaner site architecture, with category pages that linked to every
relevant product page. That simple structural difference was giving the competitor a clear
edge. We restructured the client’s site along similar lines, and within three months we saw a
noticeable lift in rankings.
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Tools like Yoast and other on-page checkers are fine for basic optimization, but they do not
give you the competitive context you need. That is where a dedicated competition analysis
website becomes indispensable. It shows you not just what is wrong with your site, but what is
right with theirs.

Winning client retainers with data

If you run an SEO agency, you know that retaining clients is often harder than acquiring them.
Clients want proof that their investment is paying off. A competition analysis website gives you
the ammunition you need to show progress and justify your strategy. Instead of saying "we
improved your rankings,' you can say "we closed the gap on three of your top competitors in
the last quarter, and here is the data to prove it." That kind of concrete evidence builds trust and
makes it easier to renew retainers.

| have seen agencies use this approach to win new business as well. They prepare a sample
competitive audit for a prospect, using a white label competition analysis service that shows
the prospect’s position relative to their competitors. The prospect sees the gaps and the
opportunities in a clean, branded report. That is a powerful sales tool. It is not about selling a
tool; it is about selling insight.

Pitfalls to watch out for

As useful as these tools are, they are not perfect. Data from a competition analysis website is
an estimate, not an exact measurement. Google Search Console and Google Analytics give you
the truth about your own site, but for competitors you are working with third-party estimates. |



have seen cases where two different tools showed wildly different traffic numbers for the same
site. So take the numbers as directional, not absolute. Use them to spot trends and prioritize,
but do not base a whole strategy on a single metric.

Also, keep in mind that the competitive landscape changes fast. A site that was your main rival
six months ago might have shifted its focus or lost traffic due to a Google update. Regular
monitoring is essential. | recommend running a competitive audit at least once a quarter, and
more often if your industry is volatile. Kinsta, for example, operates in a competitive hosting
space where new players appear all the time. If you were not checking your competition
analysis website regularly, you could miss a new entrant that is eating your market share.

Putting it all together

The best approach is to make a competition analysis website a regular part of your workflow.
Start with a baseline audit of your top competitors. Identify the keywords they rank for that you
do not. Look at their backlink sources and see if you can replicate or improve on them. Check
their content strategy and see what formats are working. Then use that information to inform
your own content and outreach efforts.

| have been doing this long enough to know that data alone does not win campaigns. But data
combined with judgment, experience, and a willingness to test does. When you use a
competition analysis website wisely, you are not copying your competitors. You are learning
from their successes and failures so you can make smarter moves for your own clients. That is
the real value. And for an SEO agency, that kind of insight is what keeps clients happy and
retainers coming back.



