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ABOUT ME
I’m Taylor – a high-energy, creative-
based small business attorney who
has been practicing law for 7+ years
and a business owner for the last 4+
of those years. 

I believe that any woman can start
with nothing but the right tools,
strategies & people around them and
build a successful business. No fancy
business degree or legal degree
needed. No extensive business
knowledge or experience is necessary.
And you deserve a no-nonsense
blueprint of how to get there --
without the legal jargon or funny stuff. 

At my legal blog, Taylor the
Attorney I specialize in helping
female creative entrepreneurs with
their legal and business needs. I
do this by providing easy-to-use
legal templates, affordable one-
on-one legal consulting (ask for
group rates) at
www.TaylortheAttorney.com.

Talk soon, 

Taylor Tomanka

http://www.theextrablog.com/


Auditing the Competition
Did you know your competition can be your greatest
resource when you’re just starting out? You can get
GREAT ideas from your competition, especially
when you’re first starting out - just be sure to never
copy! Use others as inspiration and as a way to
prepare yourself for the market you’re about to jump
into. 

That’s why I’m telling you to audit your competitors
when you’re setting up your business and while
you’re developing your business and marketing
plans. It will only help you strengthen your quality of
service and marketing strategies. 

 



Think of This Example

You may be thinking...how does analyzing your
competition make MY service quality and product
placements better? 

You never really intended to create a business. You
just made some candles and posted them online.
But, you fell into the market when your candles went
viral on Instagram/TikTok. Because you were an
overnight success, you never audited your
competition. Sure, you’re making money because
you went viral - but you could be making twice that if
you had audited your competition. You never
realized that your market is actually willing to buy
your candles for $10 more! That’s a huge mistake to
make that will cost you in lost sales.  

 
 



Gathering Information

Identify trends, directions, and possibilities in
your field
Identify service gaps in the market that you can
exploit 
Identify service gaps that your competition is
exploiting that you should get in on 
Identify tried and true marketing strategies that
are effective for reaching your target audience
Identifying new audiences you may not have
even been aware of 
Knowing where your business stands in relation
to competitors. 

Now that you’re convinced you SHOULD audit your
competition, you may be thinking what information
can I gather on my competition that means
something to me and my business? Let me tell you
all of the vital information you can gather, just from
auditing your competitors:

 
 



Analyzing your competition effectively is different
than just “analyzing” them for pricing and promotions.
Here, I’m going to walk you through how to get the
most out of your audit so that you can take that
information and put it into your marketing and
business plan. This will most likely come out as your
USP (Unique Selling Point) otherwise known as your
Competitive Advantage, which is going to be your
main selling point and key message driver. 

 

How To Analyze Your 
Competitors Effectively



List out 5 businesses that are similar to yours that are
successful: 
1.
2.
3.
4.
5.

What are the above 5 company’s USPs (off the top of
your head or do a bit of research)?
1.
2.
3.
4.
5.
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Is their site visually appealing? 
Does it load quickly?
If you were a prospective client, would you easily
be able to find the information you need?
Can you make an appointment online? 
Can you connect with them on social media? 
Are they sharing interesting and useful content?
Are they sharing content more or less often than
you?
Do they have social sharing buttons? Is their
content being shared? 
Check out where they rank compared to you for
certain industry keywords. Are they using
keywords you’re not using or haven't thought of? 

Now, go to their website and social media accounts
and note the following metrics to measure for each
of the 5 brands:
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BLOG POSTS
EBOOKS
WEBINARS
PODCASTS
VIDEOS
SLIDES/POWERPOINTS
VISUAL CONTENT
FAQS
CASE STUDIES

 What types of content are they sharing? 

Now compare this to your content. What are
they doing better and where should you put
more effort when it comes to your website? 
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NUMBER OF FOLLOWERS AND 
HOW ENGAGED THEIR FOLLOWERS ARE
(DO THEY GET LOTS OF LIKES, COMMENTS,
AND SHARES?) 
TYPE OF CONTENT THEY SHARE (PHOTOS?
VIDEO? WHAT PERCENTAGE IS THEIRS VS.
CURATED?) 
HOW OFTEN THEY POST 
WHAT CALLS TO ACTION THEY USE 

Now, figure out what social media site your
competitors are on that they are excelling at. Look at: 

Now compare this to your content, again. What
are they doing better and where should you put
more effort when it comes to social media? 
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How much do they charge for a similar product of
yours?
1.
2.
3.
4.
5.

What are their latest promotions or sales?
1.
2.
3.
4.
5.
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What makes you different from each of them?
1.
2.
3.
4.
5.

NOW, How could you improve on their USPs?
1.
2.
3.
4.
5.
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Contact
@TaylortheAttorney

@TaylortheAttorney

@TaylortheAttorney

Hello@TaylortheAttorney..com

Social Media:

Email:



Book a 
Discovery Call!

Book a free 20 minute discovery call to go

over your situation with the attorney. She'll

answer your questions and  provide

advice on the best next step - that's right

for your business specifically!

BOOK  A  CAL L

https://calendly.com/taylortheattorney

