
Five Techniques to Conduct Analysis of Your Competitors          
       
Quick, write down, or say out loud every meaningful thing you know about your closest 
competitors... If you’re thinking too hard you probably don’t know enough.  Keeping a 
competitive edge in this industry is tough, and you absolutely must know your 
competitors as well as you know your own community.  Utilize these techniques to 
conduct an in-depth analysis of your competition. 
 
1- Ask Basic Questions 
When you’re starting out you need to know the basics first. 
•What are their strengths in your market? 
•What major threat do they pose to my community? 
•What are their weaknesses relative to us? 
•What opportunities are there for our community to out lease them? 
Use these questions as a starting point, but by all means make up your own.  The more 
you answer these questions, the more specific questions will emerge. 
 
2-  Develop a File of Your Competitions’ Marketing Materials and Ads 
Closely read all of the information you can get your hands on and do some close 
analysis.  Compare their materials to your own and make comparisons among your 
competitors.  Which techniques are working?  What is the top performer in your market 
doing compared to the worst performer?  Figure out which amenities seem to be most 
attractive.  Most importantly, make sure your materials exceed everyone else’s. 
 
3- Visit Their Web Site 
This goes along with collecting their materials.  Does their site offer services or 
information that yours doesn’t?  Visit their sites regularly to stay on top of any 
developments. 
 
4- Listen to What Your Customers Say about Rival Communities 
It’s tremendously useful to know why a resident picked your community over your 
competition.  Those reasons should be highlighted in all of your marketing.  It’s also 
helpful to ask what lost prospects liked about your competition.  When you send follow-
ups, ask them to fill out a courtesy card with the reasons they didn’t pick your 
community.  Listen to the reasons and find a way to fix them! 
 
5- Be Ethical 
All the techniques given here are ethical.  Make sure your tactics don’t harm your 
competitor or require you to lie or cheat in any way.  It’s a good rule of thumb to avoid 
tactics you wouldn’t want competitors to use on you. 
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