


It’s important to study companies that sell products similar to
   yours so that you can determine if they have a competitive 
advantage or disadvantage. Your competition is helping you 
do this and they don’t even know it. 

Perhaps you’re thinking, “What do you mean they’re helping me? They’re 
trying to put me out of business!” Well, here’s some good news. Your 
competitors are posting information on their websites about their history, 
products, services, terms and conditions, delivery information, price 
packages, frequently asked questions—and sometimes even their suppliers or 
partners. This information is readily available, displayed for the world to see. 
Your competitors are doing this to try to inform their customers. But this 
information is available to you as well.  

POSITIONING YOUR BUSINESS  
The information on a competitor’s website helps you to see their 
competitive advantages and disadvantages. To help you learn from 
competitors, here are some questions worth asking: 

• What do they do very well?  
• What don’t they do quite as well as you do?  
• What are some areas where they’re leading the  industry?  
• How are they positioning themselves?  
• What is their brand?  
• What are their strengths?  
• What are their weaknesses?  
• What areas are beyond their expertise?  
• Are there opportunities for you to fill the gaps? 
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STUDYING THE  
COMPETITION



POSITIONING YOUR 
BUSINESS  

“

It can be very difficult to position yourself and determine how you’re 
different or better than the competition if you don’t even know what 
they’re offering. Sometimes it can also be hard to decide how much you 
should be charging for products and services. So studying the 
competition provides a frame of reference. Your competition has a 
strong influence on your sales strategy. In fact, acquiring knowledge 
about your competitors can actually help develop and increase your 
overall product knowledge. 

One of my clients was struggling to describe his products and services, 
so I suggested that he visit the websites of about three of his major 
competitors. I wanted him to take a look at their product offerings and 
their packages. After doing that, my client was able to see how easily his 
competitors communicated their offerings. He drew inspiration from 
their websites and discovered ways he could describe his own services. 
This exercise also gave him a great opportunity to see how he was better 
in some ways than the competition. 
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Acquiring knowledge about your competitors can actually 
help develop and increase your overall product knowledge. 

Another client of mine visited some of her competitors’ websites and 
discovered they were charging a lot more than she did for delivering the 
same type of service. That helped her make a decision to increase her 
fees so that she could both be more credible in the marketplace and get 
a greater return on her investment. 



STUDY THE COMPETITION 
Prospects often ask about competing businesses. Your answers to those 
questions could help you sell your product or service. Your attitude 
toward the competition is important. Always avoid criticising them 
because doing so will only make you look unprofessional. And make 
sure you get your facts straight so that you remain credible. Indeed, it’s 
often best to avoid referring to the competition altogether. Keep the 
focus away from them and squarely on your business and how you can 
help. Provide value every step of the way when dealing with prospects 
by offering great service and additional information, knowledge, or 
consulting. This can often neutralise a competitor’s proposal. 

Here’s what I suggest you do to study the 
competition. Start by doing an Internet 
search using keywords that your prospects 
would use to find solutions to their problems.

http://www.

There’s a great online tool called Google Insights. Just type in certain 
keywords and it will display the current top search terms along with 
keywords that are rising in popularity as search terms on the Internet. 

Once you have found your competition, visit the websites of five or ten 
of the most relevant search results and grab your pen and paper.

Start noting areas of specialty, 
products and services offered, how 
those products and services are 
delivered, pricing and so on. What 
does your competition do better and 
differently than you? What do you do 
better and differently than your 
competition? Remember, only by 
studying your competitors can you 
determine if they have an advantage 
or disadvantage. 
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Your task this week is to study the competition. Visit the 
websites of your top competitors and take note of their 
offerings. This will provide a frame of reference for identifying 
your position in the market. 

ACTION PLAN
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TAKE YOUR SELLING SKILLS TO THE NEXT LEVEL! 
If you have been inspired by this programme, why not take your development to the next 
level? To learn more about our motivational sales keynotes, team role-profiling, coaching, 
sales workshops, sales leadership training, train-the trainer certification and licensing, 
online courses as well as books and other support tools, please connect with us!

SOCO SALES TRAINING PTE LTD 
prosper@socoselling.com 
www.socoselling.com

CONNECT WITH US/

Latest News & Updates Latest Videos

Behind the scenes funProfessional Network

https://www.facebook.com/SocoSalesTraining/
https://www.youtube.com/channel/UCMM01q-domw-UeO5QLvg_yw
https://www.linkedin.com/in/socoselling/
https://www.instagram.com/socoselling/
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