Why Keywords Competition Analysis Is Essential
for SEO Agencies

Understanding the competitive landscape of search

Every SEO agency knows the sinking feeling of watching a client's rankings slip while a
competitor climbs. The knee-jerk reaction is to throw more content or backlinks at the problem.
But without understanding exactly what the competition is doing, those efforts are blind
guesses. That is where a methodical approach to keywords competition analysis changes the
game. It is not about copying competitors; it is about reverse-engineering their strategy to build
something better for your own clients.

| have been on both sides - working in-house and consulting for agencies. The agencies that
retain clients longest are the ones who can show, not just tell, why a certain keyword is worth
targeting and how the competition is owning that space. When you can pull up data on search
volume, keyword difficulty, and the exact pages that rank, you stop relying on hunches. You
start building a roadmap that actually competes.

What keywords competition analysis really means

At its core, keywords competition analysis is the process of identifying which terms your
competitors rank for, evaluating the strength of those rankings, and deciding where you can
realistically outrank them. It combines several data sources: search volume tells you how many
people are searching, keyword difficulty tells you how hard it is to rank, and domain authority or
page authority gives a sense of the competitive weight behind each result.

Tools like SEMrush, Ahrefs, and Moz make this easier, but they also flood you with numbers.
The skill is in filtering noise from signal. For example, a keyword with high search volume but a
keyword difficulty of 80 might be a trap for a new site. Meanwhile, a long-tail keyword with
moderate volume and lower difficulty could be the quick win that builds momentum. A good
competition analysis factors in search intent too - a user searching "best SEO tool for small
business" is further along in their buying journey than someone searching "SEO tool."

Start with a competitor audit

Before diving into any tool, | usually compile a list of three to five direct competitors. These are
sites that appear in the top ten results for your client's core terms. Using SpyFu or Similarweb,
you can see which keywords drive their traffic and how that traffic has changed over time.
SpyFu is particularly useful because it shows the actual ads competitors have run, which hints
at which keywords they value most commercially.
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From there, a keyword gap analysis becomes the next logical step. This compares your client's
keyword portfolio against competitors to find terms they rank for but your client does not. The
gaps often reveal entire content categories that are being missed. For instance, a B2B SaaS
client might have great content on features but zero coverage on implementation guides, which
competitors are using to capture bottom-of-funnel traffic.

Tools of the trade and how to use them

Every SEO agency has its favorite stack, but the real value comes from cross-referencing data.
Google Keyword Planner remains a solid foundation for search volume and cost-per-click data,
but it lacks the competitive depth of paid platforms. Ahrefs and SEMrush both offer robust
competitor backlinks analysis, which is critical because backlinks are still one of the strongest
ranking signals.

When | run a keywords competition analysis for a client, | start with Ahrefs to check the domain
rating of competitors and see how many referring domains point to their top pages. Then |
switch to SEMrush for a content gap analysis, identifying topics that competitors cover but my
client does not. That combination alone usually surfaces at least a dozen opportunities within
an hour.

One thing many agencies skip is rank tracking at the keyword level over time. It is not enough
to know that a competitor ranks number one today. You need to see whether that ranking is
stable or volatile. A page that bounces between positions 1 and 10 might be easier to displace
than one that has held position 2 for six months. Tools like Moz and Ahrefs have rank tracking
features, but | prefer dedicated rank trackers for their granularity.

Beyond keywords: understanding the competition's strengths

Keywords competition analysis is incomplete without looking at the pages themselves. What
makes a competitor's top page rank? Is it a long-form guide, a listicle, a product page, or a
video? Is the content regularly updated? Does it have strong internal links from high-authority
pages on the same domain? These qualitative factors are not captured by keyword difficulty
scores alone.

Page authority and domain authority, while not Google metrics themselves, are useful proxies.
A competitor with high domain authority can rank for terms that a lower-authority site cannot
touch, regardless of content quality. That is where white hat SEO strategies matter most.
Instead of chasing the same hard keywords, you can target related long-tail keywords that have
lower competition and clearer search intent. Over time, building authority on those terms can
open the door to the harder ones.
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Using the analysis to win and retain clients

Agencies that master keywords competition analysis find it easier to land agency retainers.
Why? Because they can show prospects exactly where their competitors are winning and
exactly what it would take to close the gap. It is a tangible deliverable, not a vague promise. |
have seen agencies take a simple competitor backlinks report and turn it into a six-month
content strategy that directly targets gaps. Clients pay for clarity, and data-driven clarity is hard
to argue with.

One practical example: an agency | consulted for was pitching a mid-sized e-commerce client.
They ran a keyword gap analysis and found that the client's biggest competitor was ranking for
dozens of product comparison terms that the client had no content for. The agency built a
series of comparison guides, optimized them with internal links, and within four months had
taken over several of those terms. The client signed a twelve-month retainer based on that
initial analysis alone.

The role of search intent and user experience

Search intent is the thread that ties everything together. A keywords competition analysis that
ignores intent will produce misleading recommendations. A term like "best running shoes" has
commercial intent; users want to compare options. A term like "how to tie running shoes" has
informational intent. Ranking for the wrong intent might get clicks but zero conversions.

Core Web Vitals have also become a factor. Even if your keyword difficulty is low and your
content is strong, a slow-loading page will struggle to rank against competitors with better



technical performance. When | analyze a competitor's page, | check its loading speed and
mobile usability. If their page is fast and mine is not, | know where to invest first before trying
to outrank them.

Building a repeatable process

The best agencies do not treat keywords competition analysis as a one-off project. They build
it into their monthly workflow. Every month, they run fresh competitor backlinks reports, check
for new content gaps, and update rank tracking data. This ongoing monitoring is what secures
agency retainers, because it shows the client that the agency is always looking for the next
opportunity.

A simple monthly process might look like this: export top twenty keywords from rank tracking,
run a keyword gap analysis against three main competitors, review content gap analysis for
new topics, and check competitor backlinks for any new links to their top pages. That cycle,
repeated month after month, keeps the agency ahead of shifts in the competitive landscape.

| have found that the agencies who do this well also invest time in teaching their clients what
the data means. When a client understands why you are targeting a low-volume keyword
instead of a high-volume one, they trust your judgment more. That trust is what turns a short-
term project into a long-term partnership.

Final thoughts on competitive research

Keywords competition analysis is not a magic bullet. It will not fix a bad product or a weak
brand. But for agencies who already deliver solid SEO work, it is the tool that separates good
from great. It gives you a map of where the competition is weak and where your client can win.
Used consistently, it builds the kind of data-backed confidence that clients are willing to pay for
month after month.

If you are running an agency and have not yet folded competitive analysis into your standard
offering, you are leaving opportunities on the table. The tools are there - SEMrush, Ahrefs, Moz,
SpyFu, Similarweb, Google Keyword Planner. The data is available. The only missing piece is
the discipline to turn that data into action.



