
Content Gap Analysis Examples
Use these worked examples to learn content gap analysis by watching it happen, not by staring at a blank template. Each variant is a realistic scenario in a different industry: the competitor comparison that was run, the gap it exposed, the decision made, and the page that was published to fill it. Read the one closest to your business first, then apply the same reasoning to your own keyword exports. The numbers in each story are illustrative; swap in your own before acting.
SaaS: Integration Guides
When to use: A project-management tool discovers competitors owning 'how to connect X with Y' searches.
Scenario: a mid-size project-management SaaS compared its ranking keywords against two rivals and found a cluster it was entirely missing: integration how-tos like "connect [Tool] with [Other Tool]."
The gap
· Both competitors ranked page 1 for dozens of integration queries; the SaaS ranked for none.
· The searches were low difficulty and high intent, coming from users mid-setup.
· The company already had the integrations built, just no pages explaining them.
The action taken
1. Built a templated integration page per connector, each targeting one "connect X with Y" keyword.
2. Linked every integration page from the docs and the relevant feature page.
3. Added a short setup video and a real screenshot so the page out-helped the thin competitor versions.
Why it worked: the intent was transactional and the pages matched a product the company genuinely offered, so they earned rankings and drove activations rather than vanity traffic.
 
Ecommerce Fashion: Buying Guides
When to use: A sustainable clothing brand finds it ranks for products but not the editorial searches above them.
Scenario: a sustainable apparel store ranked well for product and category pages but compared itself to two editorial-heavy competitors and found a gap in top-of-funnel guides.
The gap
· Competitors ranked for "what to wear for [Occasion]" and "[Material] vs [Material]" guides.
· The brand had zero editorial content, so shoppers met rivals first and bought there.
· Many gap keywords fed directly into categories the brand already sold.
The action taken
1. Wrote 6 buying guides mapped to real categories, each linking to relevant product pages.
2. Added a material-care hub answering the "how to wash [Fabric]" queries competitors ignored.
3. Used original photography of actual products so guides doubled as merchandising.
Why it worked: the guides captured shoppers earlier in the journey and passed internal link authority down to the category pages that convert.
 
Local Dental: Procedure & Cost Pages
When to use: A multi-location dental practice sees rivals capturing 'how much does X cost' searches.
Scenario: a dental group compared its site to two competing practices in the same city and found the gap was in procedure-explainer and cost pages, not the homepage.
The gap
· Rivals ranked for "[Procedure] cost in [City]" and "is [Procedure] painful."
· The practice had a single generic services page, so it lost these high-intent local searches.
· Patients were researching cost and recovery before ever booking a consult.
The action taken
1. Built one detailed page per major procedure, each answering cost, process, recovery, and insurance.
2. Added transparent price ranges and an FAQ, then linked each page to the matching booking form.
3. Localized titles and content to [City] so pages matched the geographic intent.
Why it worked: answering money and pain questions honestly built trust and matched exactly what nearby patients were typing before booking.
 
Travel: Itinerary Long-Tail
When to use: A destination-guide site finds competitors owning specific itinerary and timing queries.
Scenario: a travel content site ranked for broad destination terms but compared itself to two rivals and found a long-tail gap in itineraries and timing.
The gap
· Competitors ranked for "[Number] days in [Destination]" and "best time to visit [Destination]."
· The site had one overview page per destination but none of the specific planning queries.
· These long-tail terms had lower volume individually but strong intent and easier difficulty.
The action taken
1. Created day-by-day itinerary pages for the destinations with the biggest combined gap.
2. Added a "best time to visit" page per destination with month-by-month guidance.
3. Interlinked itineraries, timing pages, and the existing overview into a tight cluster.
Why it worked: lots of easy, specific long-tail pages added up to more qualified traffic than chasing a few fiercely contested head terms.
 
Fintech: Calculators & Glossary
When to use: An accounting-software company finds rivals ranking with tools and definition pages.
Scenario: a small-business accounting SaaS compared itself to two competitors and found the gap was interactive tools and a glossary, not feature pages.
The gap
· Rivals ranked for "[Tax/Finance] calculator" and "what is [Accounting Term]."
· These pages pulled in huge top-of-funnel volume the SaaS captured none of.
· The terms mapped cleanly to problems the product itself solves.
The action taken
1. Shipped 3 free calculators targeting the highest-volume tool searches, each with a soft product CTA.
2. Built a glossary of [Number] definitions, interlinked to relevant feature and blog pages.
3. Prioritized terms by the volume-to-difficulty score before writing a single page.
Why it worked: free tools and clear definitions earned links and rankings, then funneled a slice of that audience toward a genuinely relevant product.
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