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An important part in creating your own blog is to start researching 

other blogs within your industry and there should be dozens availa-

ble to take inspiration from.  We want to find and look at everything 

your competitors are doing from the design of their blogs to the type 

of articles they are producing and the tone of voice they’re using but  

most importantly how popular their posts are.

Step 1: Research
To do this we’re going to start by using Feedly.

Feedly is a news syndication tool which pulls in the RSS feed of any 

site that you want to follow.  As a reader it’s a great way to get all the 

news and articles that I want to read from my favourite places all 

over the internet into one single place. Think of it as your own per-

sonal magazine tool.

Feedly will come in handy for us so we can gather all our competi-

tors in one place and analyse them.
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To start, visit Feedly at http://www.feedly.com and sign-up for a free 

account and then start searching and adding your competitors RSS 

feeds into the feedly system.  If you have no such list of competitors  

then don’t worry, feedly itself can be used to search for topic related 

blogs. 

After entering a site into Feedly you’ll also get to see the of number 

of RSS subscribers that any given blog has.   This is a great tool be-

cause it shows you exactly what you’re up against in terms of com-

petition.

  

At this stage spend some time, a lot of time, not just hours but days 

and weeks to analyse your competitors.  What are they posting up, 

how many times a day and what’s the general tone of the site.

The key here is to build ideas and demolish them as well.  You’re not 

looking to copy them but take notes on what people want to hear 

and what works.  This is going to help you decide what you want to 

talk about and to who which is an important part in the creation of 

your blog.

Golden rule 3: You need to identify who your audi-
ence is and what they want to hear.  

This can be very tricky.
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Eg. My business is a design studio and my clients want to hear 

tips and developments that may help their business but a lot of 

my content is about design itself which can be too techie or a 

load of jargon for clients to understand. It’s actually other de-

signers who favour this type of content.

So I have two audiences being clients/businesses and other design-

ers?

After much deliberation I decided to go against best practice advice 

and turn my blog into a magazine site targeting both designers and 

businesses so it’s not potholed by either audience.  I call it a creative 

business blog.

Next, use a tool called QuickSprout.  QuickSprout is a free online 

tool that allows you to input a competitors url (as well as your own) 

into the system and analyse the sites popularity compared to yours.  

It will give you a full run down of information from social media and 

sharing to SEO and load times so you can see where a site might be 

successful in terms of content creation.

After using feedly and sprout you should start to get a bigger and 

better picture for the inner workings of a successful blog and by 

gathering all the results you should be able to work out:

- What type of content is popular?
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- Which social networks are better for sharing your content?

- How many times posts are published a day?

- What type of headings are they using?

- How many subscribers do they have?

- Who are they targeting?

- What tone of voice are they using?

- A comparison to your site?

With all that information you need to think about who you really 

want to attract and try producing content towards that audience but 

if you’re still unsure then let’s take a practical approach instead.  

In the next lesson let’s look at how we’re going to produce 365 

articles for a years worth of posts. 
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