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Direct competitors

Understand your direct competitors to thrive in the market.

DEFINITION

Direct competitors are businesses that offer similar products or services to the same target market. Analyzing them helps
identify strengths, weaknesses, and opportunities for your own business.

KEY CONCEPTS

Market Positioning SWOT Analysis

This refers to how a competitor's product is perceived in the A framework to evaluate a competitor's strengths, weaknesses,

market compared to others. opportunities, and threats.

Pricing Strategies Customer Base

Understanding how competitors price their products can inform Identifying who a competitor's customers are can reveal market

your own pricing decisions. trends and gaps.

Unique Selling Proposition (USP)
This is what makes a competitor's product stand out from the

rest in the market.

EXAMPLES MEMORY TIPS COMMON MISTAKES

- Company A and Company B both sell * Remember 'SWOT' as 'Strengths, X Focusing only on one competitor

eco-friendly cleaning products. Weaknesses, Opportunities, Threats' to instead of the entire competitive

- A local coffee shop competes directly
with a national coffee chain in the same
neighborhood.

- Two smartphone manufacturers target

tech-savvy consumers with similar
features and prices.

QUICK RECAP

analyze competitors.

* Use 'USP' to recall what makes a
product unique and appealing.

* Think 'Position, Price, People' to
remember key areas to analyze in
competitors.

landscape.

X Neglecting to update competitive
intelligence regularly as markets change.
X Assuming all competitors are the same
without recognizing their unique
strategies.

Direct competitors are businesses offering similar products to the same customers. Understanding their strategies through tools

like SWOT analysis and market positioning is crucial for your startup's success.
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