Competitor Research Worksheet (Expanded)
Understanding your competitors is essential for defining your competitive edge and identifying opportunities in the market. This worksheet will guide you through analysing both direct and indirect competitors.

1. Identify Competitors
List your main competitors, both direct and indirect. Direct competitors offer similar products/services to the same audience, while indirect competitors provide alternative solutions to the same problem.
· Prompt: Who are your competitors?
· Competitor 1: (Name the competitor and their key offerings)
· Competitor 2: (Name the competitor and their key offerings)
· Competitor 3: (Name the competitor and their key offerings)
· Indirect Competitors: (Who offers alternatives to your product/service?)

2. Competitor Strengths and Weaknesses
Evaluate your competitors’ strengths and weaknesses. Understanding this will help you pinpoint areas where you can outperform them.
· Prompt: What are the strengths and weaknesses of each competitor?
· Competitor 1 Strengths:
· (What do they do well? This could be pricing, customer service, innovation, etc.)
· Competitor 1 Weaknesses:
· (Where do they fall short? This could be a lack of innovation, poor customer experience, etc.)
· Competitor 2 Strengths:
· (List their strengths)
· Competitor 2 Weaknesses:
· (List their weaknesses)
· Competitor 3 Strengths:
· (List their strengths)
· Competitor 3 Weaknesses:
· (List their weaknesses)

3. Unique Selling Propositions (USPs)
Identify each competitor's Unique Selling Proposition. This will help you determine what makes them stand out and how you can position your business differently.
· Prompt: What is each competitor’s Unique Selling Proposition?
· Competitor 1: (What unique value do they offer?)
· Competitor 2: (What makes their product/service stand out?)
· Competitor 3: (How do they differentiate themselves in the market?)

4. Market Positioning
Analyse how your competitors position themselves in the market. This will help you identify opportunities for differentiation.
· Prompt: How do your competitors position themselves? (Are they positioned as low-cost leaders, premium providers, niche players, etc.?)
· Competitor 1: (Describe their market position)
· Competitor 2: (Describe their market position)
· Competitor 3: (Describe their market position)

5. Gaps in the Market
Look for gaps in the market that your competitors are not addressing. This could be an underserved customer segment, an unmet need, or an area where you can innovate.
· Prompt: What market gaps exist that your competitors are not filling?
· Opportunities: (List areas where your business could step in and provide a solution)

6. Pricing Strategy Comparison
Compare the pricing strategies of your competitors to determine if there’s room for differentiation. This will help you establish a competitive price point for your product/service.
· Prompt: How do your competitors price their products/services?
· Competitor 1 Pricing Strategy: (Are they high-end, low-cost, or somewhere in between?)
· Competitor 2 Pricing Strategy: (Describe their approach to pricing)
· Competitor 3 Pricing Strategy: (How do they compare to others in the market?)

7. Customer Reviews & Feedback
Research customer reviews and feedback to gain insights into how customers perceive your competitors. This will help you identify their weaknesses and opportunities for improvement.
· Prompt: What are customers saying about your competitors? (Look for recurring themes in customer reviews, testimonials, and feedback)
· Competitor 1: (Summarize customer feedback)
· Competitor 2: (Summarize customer feedback)
· Competitor 3: (Summarize customer feedback)


