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n inside look at the process for our
competitive landscape analysis.
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Our Method

Our CLASs begin by identifying a set of _
websites to include in our analysis. These sites
are split into two groups: a peer group and an
aspirational group.

For this example, we have decided to look at
ecommerce sites selling fine leather goods.
However, we have performed CLAS for tech
businesses, manufacturers, and non-profits.
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ldentifying the Set

We recommend at least twenty sites to get a large
enough sample size for a CLA. We have done CLASs of
over fifty websites, divided into multiple groupings.

While we divide these websites into “peer” and

“aspirational” groups, this is not a judgment on the
quality of the businesses represented here, but on the
quality o ite lients come to L




FINAL CLA SELECTION

* Holtz Leather: holtzleather.com

* Colonel Littleton: colonellittleton.com
 Budd Leather: buddleather.com
« Saddleback Leather: saddlebackleather.com

 Will Leather Goods: www.willleathergoods.com

» Duvall Leatherworks: www.duvallleatherwork.com N

Frank Clegg:



https://holtzleather.com/
http://www.colonellittleton.com/
https://www.buddleather.com/
https://saddlebackleather.com/
http://www.willleathergoods.com/
http://www.duvallleatherwork.com/
https://frankcleggleatherworks.com/
https://ghurka.com/
http://www.jwhulmeco.com/
http://www.portlandleathergoods.com/
https://lifetimeleather.com/
https://www.jackgeorges.com/

Generally, we begin our CLA with a list of known
competitors provided by the client. Our client may also

have some benchmarking examples that help direct us
toward our aspirational set.

For this example, we searched for key terms related to
“fine leather goods” and built our lists from the results.

To be in the same competitive sphere as our imaginary
client, the businesses we chose had to have an

ecommerce store selling hand-crafted leather goods in
the price range of roughly $100-1,000 USD.

i

We excluded both generic and luxury brands as not
matching the target customer of our client.
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SHOP NOW

Check out today’s giveaway!




FREE U.S. GROUND SHIPPING  Ship To: | United States Login / Register | Search for products... ™0

Order by 2:00pm CT for Same Day Shipping
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THE GREAT AMERICAN LEATHER COMPANY®

Shop v What’s New Gift Guides v American Alligator  Private Stock v Last Chance Sale = Corporate Gifts Our Story v

" _MADE 1IN JAMERICA

TI—IE GREAT AMERICAN LEATHER COMPANY®
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To Us ITS MORE THAH JST A




Welcome Visitor Login | Create an Account Shopping Cart: 0 ltems - $0.00

B (800) 332-BUDD

PO Box 291 » Perkasie, PA 18944-0291

My Account | Shopping Cart

Covid 19 Tee Masks Women's Leather Men's Leather Home & Beyond About Blog

English Pewter Whiskey Glass
Walking Pheasant Motif

Item Number: PN 549/2
As Low As: $79.95

@  More Details




ADDLEBACK LEA ER LOVE41
/e
heu e _‘_ THEY'LL FIGHT OVER IT WHEN YOU'RE DEAD Q 8 ﬁ%, 'Q
-'-:,,:_:F‘,_‘;_{_!j,j,}jf*:' 100 YEAR WARRANTY  NO BREAKABLE PARTS  OVER-ENGINEERED
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CDC SPEC WASHABLE REUSABLE CLOTH FACE MASK CORPORATE GIFTS CONTACTUS FAQ

TURN IN YOUR BOSS

' FOR FREE LEATHER




FREE U.S. SHIPPING FOR ORDERS OVER $100
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Aspirational Group

« Frank Clegg

« Ghurka

« J.W. Hulme

« Portland Leather
« Lifetime Leather

« Jack Georges
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A Letter From Frank Clegg & Covid-19 Updates (o] ACCOUNT WISHLIST CART (0)

LEATHER BAGS ACCESSORIES NEW ARRIVALS FRANK CLEGG DISCOVER CLEGG RETAILERS
SINCE 1970

Contact Support
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SALE - up to 75% OFF (click here)

JW HULME :

MEN WOMEN BUSINESS TRAVEL GIFTS SALE OUR LEATHER SEARCH Q = 2

EST @ 1905

Military Olive - Fall New Color

Shop Olive Collection

% REFER A FRIEND
SV SEE | JOINOURLIST




[~ CLICK HERE TO SAVE 25% ABOUT US FAQ ACCOUNT CART (0) CHECKOUT SEARCH

PORTLAND

LEATHER WOMEN MEN SMALL GOODS ‘ALMOST PERFECT' SALE
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Independence Day Sale: 10% Off + Free Shipping On Orders $25 +
About Us  Contact Us  FAQs 1 (800) 506-8378

4, J
American Leather

'Built To Las

HANDCRAFTED TO'ORDER, LIFETIME WARRANTY, MADE IN THE USA

Shop Best Sellers e




FREE GROUND SHIPPING ON ALL ORDERS ABOVE $100 SHIPPING WITHIN THE CONTIGUOUS UNITED STATES.

EXPRESS SHIPPING AVAILABLE WORLDWIDE.

JA[:K I}E“HI}ES‘ Women ~ Men~ Bags~ Voyager ~ MadeinUSA -~ Collections ~ Monogramming GiftIdeas! + Sale! ~+ W f

FINE LEATHER GOODS
Since 1787

0O P O =2 & Q W™ Cart
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After selecting the competitive set, we create a
list of traits to compare across each site.

We are looking for common features, trends,
and outliers.
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Every business is different, and so is every CLA.
Depending on our client’s needs, we customize our CLA
to look for specific factors. This might include:

« Website analysis: design trends, UX, calls-to-action,
custom functionality.

« Messaging analysis: headlines, subheads, tag lines,
elevator pitches, navigation.

 Marketing analysis: blog, social media,
downloadable content, newsletters, personas.

 Brand analysis: messaging trends, logo style, brand

colors.
" ouild create



Set Characteristics

For our sample study, we decided to run a branding and
N marketing analysis focusing on three general
characteristics:

 Navigation

* Style of navigation menu

* Number of navigation items
« Number of navigation menus




Brand Matrix

We begin by plotting the homepages on a graph
that shows how they compare with each other. This
helps visualize what we mean when we call one
group “aspirational.”
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Navigation

PEER GROUP Hidden Menu # of Primary Nav Iltems # of Nav Menues

Holtz Leather
Colonel Littleton
Budd Leather
Saddleback Leather
Will Leather Goods
Duvall Leatherworks

S XS X XS
~N N U1~

ASPIRATION/




Navigation

While it’s subtle, we can already see a difference between how the peer and aspirational groups use
navigation in three ways.

1. Hidden navigation.
Also known as hamburger menus, this navigation style is a major usability error for desktop
users, as it removes important navigation items from view and obscures them behind an extra
click. It can save space on mobile, but should otherwise be avoided. Half of the peer group had
hidden navigation on their site, while none of the aspirational group did.

2. Number of items in primary nav.
On average, the peer group and aspirati t the same er of items in their
primary navi i ' ' seen when we

look at the




Navigation

By contrast, the peer group used more navigation menus overall, had more nav items in those
menus, and showed little rhyme or reason to how they split them apart, as can be seen in the

example from Saddleback Leather:

SADDLEBACK LEATHER LOVE41 1

! ‘ THEY LL'FIGHT " OVERTEWHEN: YOU'RE'DEAD Search Q 8 % \;, ?
' ADDLEBACK 100 YEAR WARRANTY  NO BREAKABLE PARTS  OVER-ENGINEERED

i EATHER (O

CDC SPEC WASHABLE REUSABLE CLOTH FACE MASK CORPORATE GIFTS CONTACT US FAQ




Navigation

PEER GROUP

Holtz Leather

Colonel Littleton

Budd Leather

Saddleback Leather

Will Leather Goods
Duvall Leatherworks

Men, Women, Home & Office, Hats, World of HL, Corporate, Our Story, About
Us

Shop, What’s New, Gift Guides, American Alligator, Private Stock,
Last Chance Sale

Home, Covid 19 Tee Masks, Women'’s Leather, Men’s Leather, Home &
Beyond, About, Blog

CDC Spec Washable Reusable Cloth Face Mask, Corporate Gifts,
Contact Us, FAQ

Shop All, Women, Men, Accessories

Home, Shop, Services, Duvall Blog, About, Contact, Cart/Checkout



Navigation

ASPIRATIONAL GROUP

Frank Clegg Leather Bags, Accessories, New Arrivals, Discover Clegg, Retailers, More

Ghurka Travel, Business, Women, Wallets, Accessories, Lifestyle & Specialty,
Sale

J. W. Hulme Home, Covid 19 Tee Masks, Women’s Leather, Men’s Leather, Home &
Beyond, About, Blog
Portland Leather Women, Men, Small Goods, Almost Perfect Sale

Lifetime Leather Men, Women, Small Goods, New

Jack Georges Women, Men, Bags, Voyager, Made in USA, Collections,
Monograming, Gift Ideas, Sale




Navigation [tems

PEER GROUP ASPIRATIONAL GROUP

XXX XX Our Story, Our Story, About Us, About, About XXX XX Women, Women, Women, Women, Women

XXXX Gift Guides, Corporate Gifts, Corporate Gifts, Corporate  XXXX Men, Men, Men, Men

XXXX Home & Office, Home & Beyond, Home, Home XXXX Sale, Sale, Sale, Almost Perfect Sale

XXX Men, Men’s Leather, Men XX XX Accessories, Accessories, Small Goods, Small Goods
XXX Women, Women’s Leather, Women XXX Travel, Travel, Voyager

XXX Shop, Shop, Shop All XX Bags, Leather Bags

XX Blog, Duvall Blog XX Business, Business

XX Covid 19 Tee Masks, CDC ... Cloth Face Mask XX Gift Ideas, Gifts
XX Contact Us, Contact ~ New, Ne rrivals
X Hats :
X Accessorie




Navigation [tems

Again, the peer and aspirational groups show marked differences in their primary navigation:

« “About” was the most common nav item for the peer group, appearing on 5/6 websites, but this
item didn’t appear anywhere in the aspirational group, except for maybe “Our Leather.”

 The aspirational group was faster to use their navigation to divide visitors by gender.

« The peer group used top level navigation to direct visitors toward home and office purchases, as
well as gifts.




Brand Colors
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Brand Colors

Peer Group | Aspirational Group
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Once again, the peer and asp|rat|ona| groups diverge significantly in their choice of brand
colors. Wh|let e peer group stick ans, pirational group




Social Media
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Holtz Leather
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Will Leather Goods
Duvall Leatherworks
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Social Media

The peer group had many more social icons than the aspirational group, and these included a wider
range of platforms. This is probably because the peer group are using social media widgets without
taking the time to optimize them or think about what platforms they should actually be on. This is

more common on sites using generic templates rather than templates custom-built for ecommerce.

The aspirational group has taken a more selective approach, as can be seen by the social platforms
where they appear. Every member of the aspirational set is on both Facebook and Instagram, and
all but one are on Pinterest—and only two members of the aspirational set appear on platforms
beyond these core three. :
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Summary

From our analysis, we observed the following:

 The aspirational group uses menu structure more
efficiently to direct visitors toward products.

* |In choosing brand colors, the peer group was
doggedly literal, opting for browns, tans, and leather
textures. The aspirational group kept a warm color
palette and incorporated leather th gh imagery.




Does your business need
a CLA?

A competitive landscape analysis offers valuable
Insights into competitor behavior, design trends, and
marketing behavior.

We recommend them to our clients when they are
beginning a major brand overhaul, when they are
preparing for a major site redesign, or any time they
need to take a peek at their competition.

As a flexible research tool, we can expand our scope to
look at any number of websites, or to analyze any site

feature you need.

In other words, we're delivering customized insights

for your unigue brand.
@ ouid create



Contact us to get = ¢
started. R

buildcreate.com/contact

" peild create


https://buildcreate.com/contact/
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