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Why do we need to keep an eye on our client’s competitors?
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- Cause we need to go from advertising to business 
partners.  

- Performance + Conversions all day, every day.  
- Timing is critical.  
- Alerts when opportunities/threats come in. 
- Influence the decision making process.  
- Unlock creative/strategic opportunities.  
- Data is out there available to us, it’s time to grab 
it and organize it.
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Main challenges when doing competitor’s analysis
1. We stick to social media/listening
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2. Cost/Access to tools.
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3. Is SEO/SEM still relevant?
How do we analyze it?
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4. The consulting companies
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Source: 2019 Deloitte Global Automotive Consumer Study
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Main challenges when doing competitor’s analysis
5. Not real time but quarterly/yearly reports

Competitor Analysis 
David Uribe - June 2019 
©TBWA\Worldwide



Proprietary & confidential 

Competitor Analysis 
David Uribe - June 2019 
©TBWA\Worldwide

What if we told you there’s a new way?  
And our clients are loving it!
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How to keep an eye on your clients’ competitors with DATA
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Labels + Dashboards + Alerts

We developed a methodology in which by using 
taxonomy, dashboards and anomaly detection we are 
identifying business opportunities/threats in real time. 
Alerting our clients and unlocking new biz/creative 
opportunities. 
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Process
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1. Define your sources

1. Websites. 
2. Landing pages. 
3. Social media. 
4. CRM/email marketing. 
5. SMS. 
6. Adwords/search.
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2. Create a classification (taxonomy) model

Competitor Analysis 
David Uribe - June 2019 
©TBWA\Worldwide

Brand, duration, source, type of promotion/communication, price, incentives, etc.

1. What are the labels? 
2. Who populates it? 
3. How often?

*Taxonomy sheet for download
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3. What is the anomaly?
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Anomaly detection: In data mining, anomaly detection (also outlier detection) is the identification of rare items, 
events or observations which raise suspicions by differing significantly from the majority of the data*

1. What are the regular promotions? 
2. What are aggressive promotions? 

Tip: Most aggressive promotions usually have a very short 
time limit. 

*Source: Wikipedia
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Example
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For this Telco client we keep a close eye on what their competitors offer on a daily basis and whenever we see 
promotions that are under X value offering over Y data/airtime we alert our client. 

*Source: Wikipedia
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4. Data visualization
Use any of the visualization tools to map out your competitor’s landscape. 
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5. Set alert mechanisms
Once an anomaly happens, the dashboard should trigger an alert (First for the agency then the client).
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6. Generate weekly reports with recommendations (Business focused)
Translate the learnings into actionable insights for the creative, planning and account teams. Then take it to 
your client.

1. Who did what? 
2. Key promotions. 
3. Key messaging. 
4. Key channels. 
5. Recommended actions.
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Other cool things we’re doing with  
these methodologies
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1. Promotional keyword analysis (For our copywriters)
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2. Cost of products progression
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3. Real time product/offer design methodologies
Have you heard of design thinking?



Thank you
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