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Business, Search & Competitive Growth Investigation

What's working. What's holding the business back. And what its competitors appear to
have missed.

Investigation Detail

Client MyLedgerBook

Market Ireland - sole traders, freelancers, tradespeople and small limited companies

Reference GWT-26-MLB

Investigation date 19 September 2026

Prepared by

Objective Increase qualified discovery and trial starts by concentrating on evidence-backed search, conversion and
competitive openings.

EXECUTIVE CONCLUSION
MyLedgerBook has a credible Irish-specific product story, but it is competing against larger brands with stronger
authority, ecosystems and established accountant networks. The near-term opportunity is not to imitate those
suites. It is to own narrower Irish problems they do not explain as simply, exploit search topics already showing
relevance, remove remaining trust contradictions, and make switching and privacy advantages easier to
understand. The competitor review identifies several openings - especially Irish compliance education, euro-first
simplicity, unlimited-invoice positioning, transparent support access and migration reassurance - that can be
developed without pretending the larger competitors are weak overall.

SAMPLE CLIENT REPORT
This is a complete example of the current James Calder Report format. It combines client-supplied evidence, live public research and
analyst judgement. Competitor gaps are evidence-backed observations from reviewed public pages, not guarantees of ranking, traffic or
revenue.
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1. Executive Brief
What we would do if this were our own business.

261 1 118 2
Google impressions

8-12 Sep
organic click

8-12 Sep
reported Reddit clicks

earlier test
reported signups

earlier test

This investigation combines the supplied Search Console baseline, earlier paid-acquisition evidence, the current
live MyLedgerBook website, product positioning, and fresh public competitor research completed on 19
September 2026. Historical performance figures are labelled by their original date so that old evidence is not
presented as current.

The strongest strategic conclusion is concentration. MyLedgerBook should not try to out-feature Xero, Sage or
BrightBooks. It should make its Irish compliance workflow, simplicity, privacy posture and switching reassurance
unusually easy to understand - then build search authority around the exact problems those features solve.

THE THREE MOVES
1. Fix every remaining launch/trust contradiction.    2. Strengthen VAT Invoice Requirements and RTD before
chasing broad software terms.    3. Turn competitor gaps into specific comparison, switching and Irish-compliance
assets.
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2. Business & Offer Diagnosis
The product is more differentiated than a generic 'accounting software' label suggests.

The current live homepage positions MyLedgerBook as accounting software built for Irish businesses, with
invoicing, expenses, VAT3, RTD, VIES and income-tax figures. It also emphasises EU hosting, accountant access,
receipt capture and explicit support-access transparency.

Signal Commercial meaning

Irish VAT3 / RTD / VIES / tax figures Concrete localisation rather than generic bookkeeping.

Sole trader + small limited company focus A narrower audience can support clearer language and onboarding.

Euro pricing / Irish positioning Removes the foreign-currency feel present in some global competitors.

Switching support Reduces migration anxiety for businesses already using another system.

Privacy / EU hosting / no ad tracking Trust differentiator for financial records.

Transparent support access log Unusually tangible privacy proof; worth explaining near trust objections.

POSITIONING OPPORTUNITY
Do not compete on 'more features'. Compete on: Irish bookkeeping and tax administration without the accounting
headache - with the reassurance that moving from another system is practical.

Live-source basis: MyLedgerBook homepage, privacy and security pages reviewed 19 Sep 2026.
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3. Search Market Baseline
The first organic data is useful - but still early.

Meaningful Search Console visibility in the supplied export began on 8 September. Google quickly tested the site
across more queries, so the site-wide average position became worse as low-ranking commercial terms entered
the sample. That is not the same as an across-the-board ranking decline.

Date Clicks Impressions CTR Avg. position

8 Sep 0 17 0% 24.8

9 Sep 1 52 1.92% 36.3

10 Sep 0 70 0% 50.4

11 Sep 0 59 0% 50.8

12 Sep 0 63 0% 51.7

MEASUREMENT RULE
Record the date of every material change. Compare the affected page/query at 7, 14, 30, 60 and 90 days. A single
ranking movement is not proof; repeated interventions create the evidence base.

Historical client evidence: supplied Google Search Console export covering 8-12 Sep 2026.
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4. Where Google Was Already Showing Interest
Use existing relevance before manufacturing new content.

Page / topic Impr. Position Decision

Accounting software - small business Ireland 98 77.30 Support; authority gap

RTD Ireland 68 14.29 Optimise

VAT invoice requirements Ireland 26 16.85 Optimise first

VAT3 Ireland 23 28.87 Support / monitor

VAT registration threshold Ireland 21 23.62 Support / monitor

Sole trader accounting Ireland 17 58.76 Monitor

Pricing 10 12.70 High value / low data

Sole trader expenses Ireland 10 50.60 Update selectively

DECISION
The RTD and VAT-invoice assets were already close enough to page one to justify focused improvement. The
broad accounting-software guide showed relevance but not competitive authority.

Historical client evidence: supplied Search Console page data, 8-12 Sep 2026.

REPORT BY ROLF STENBERGReport by Rolf Stenberg



Global Web Technologies |  GWT-26-MLB Page 6

5. Customer Search Intelligence
Low-volume queries reveal language and intent even when they do not justify a new page.

Query Impr. Position Interpretation

vat invoice requirements ireland 7 15.71 Near-page-one exact
target

rtd vat return ireland 5 20.60 Strong RTD cluster

vat rtd 5 27.40 Broad RTD cluster

sole trader bookkeeping 5 54.40 Relevant; authority weak

can i invoice and say vat inclusive for whole numbers 2 9.00 Real customer question

rtd what does it mean 2 11.00 Definition intent

accounting software for small business 6 90.17 Commercial; difficult
today

DO NOT TURN EVERY QUERY INTO AN ARTICLE
Use long-tail questions in FAQs, examples and supporting sections unless demand, commercial relevance and
SERP evidence justify a dedicated asset.
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6. Competitor Set
Who matters in the buying decision - and why.

The competitor set is deliberately mixed. Xero and Sage represent established global/large-platform alternatives
with Irish localisation. BrightBooks represents a more directly Irish-oriented accounting product. FreshBooks
represents an invoicing-led international alternative that can attract the same freelancer/sole-trader audience
even where Irish compliance is not its central proposition.

Competitor Why included Public positioning reviewed

Xero Ireland Large established cloud suite; strong accountant
ecosystem

Irish VAT/RTD, invoicing, bank reconciliation, pricing

BrightBooks Irish-focused bookkeeping/accounting alternative VAT filing, banking, invoicing, euro pricing

Sage Ireland Established Irish small-business accounting option VAT, bank connections, invoicing, accountant collaboration

FreshBooks Strong invoicing/accounting brand for freelancers Invoicing, reports, 30-day trial, client-tier pricing

IMPORTANT
A competitor can be strong overall and still leave a specific opening. The purpose of this section is not to declare
winners; it is to identify where MyLedgerBook can make a clearer, narrower promise.
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7. Where Competitors Are Strong
The report should acknowledge strengths before claiming gaps.

Competitor Observed strength Implication for MyLedgerBook

Xero Broad feature set, bank reconciliation, document capture,
reporting, established Irish VAT/RTD workflow

Do not compete on breadth. Make Irish simplicity and
migration reassurance sharper.

BrightBooks Euro pricing, VAT filing, banking, general ledger; Standard
offers unlimited invoices

Irish positioning alone is not unique. MyLedgerBook needs a
clearer ease/privacy/tax-workflow story.

Sage Strong Irish brand, bank connections, VAT preparation,
invoicing and accountant collaboration

Trust and familiarity are formidable; target simpler
owner-managed use cases.

FreshBooks Polished invoicing, payments, reports, 30-day trial and
freelancer-friendly messaging

Match clarity of front-office benefits while differentiating on
Irish compliance.

Public competitor pages reviewed 19 Sep 2026: Xero Ireland, Bright Software Group/BrightBooks, Sage Ireland and FreshBooks.
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8. What Competitors Appear to Have Missed
The useful question is not only 'what do they do?' but 'where is the opening?'

Opening Evidence observed How MyLedgerBook can use it

Irish compliance explained for
owner-managers

Large suites describe VAT features, but their product
breadth dilutes the 'Irish admin made simple' story

Own practical VAT3/RTD/VIES education and connect
each problem directly to the workflow.

Entry-plan invoice limits Xero Starter states more than 20 invoices requires
Standard; BrightBooks Starter lists 25 purchase & sales
invoices

Make unlimited invoicing prominent wherever
price/value is compared, while stating exact
MyLedgerBook terms.

Euro-first simplicity Xero Ireland pricing reviewed is billed in USD;
BrightBooks and Sage use euro pricing

Use euro pricing as reassurance, not as a standalone
claim of superiority.

Transparent support access MyLedgerBook publicly explains reason-required,
customer-visible, permanently logged support access

Turn this into a trust proof competitors are unlikely to
match in the same explicit form.

Switching anxiety Migration is a major barrier in accounting software;
MyLedgerBook can import clients/open invoices and
continue invoice numbering

Build a concrete 'switch without starting over' path and
comparison content.

Sole-trader tax workflow FreshBooks stresses tax-time reports; Sage stresses
records/VAT; MyLedgerBook explicitly surfaces Irish
income-tax figures

Build practical Form 11/tax-set-aside content around
the actual product workflow.

WORDING DISCIPLINE
These are openings found in the public material reviewed - not claims that competitors have no capability
elsewhere. Before publishing a direct comparison, re-check the competitor's current plan/features and cite the
source.
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9. Competitive Opportunity Map
Where MyLedgerBook can realistically attack without trying to become a bigger Xero.

Opportunity Evidence Value Feasibility Decision

VAT invoice + RTD authority cluster Existing near-page-one signals + direct product fit High High Attack
now

Switching from Xero / other systems Product supports client/open-invoice import +
invoice sequence continuity

High High Strengthe
n

Unlimited invoicing value story Competitor entry tiers show invoice limits Med-High High Make
visible

Privacy / support-access proof Distinctive live security explanation Medium High Use near
trust
objections

Irish sole-trader tax workflow Product explicitly prepares income-tax figures High Medium Build
authority

Broad 'accounting software Ireland' Large established competitors dominate category Very high Low today Defer
broad
attack

THE STRATEGIC SHAPE
Win narrow Irish problems first. Let those assets build topical proof and qualified discovery. Then use that
authority to support broader commercial pages.
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10. Priority Action - VAT Invoice Requirements
Update the existing asset; do not create a competing article.

The exact query 'vat invoice requirements ireland' averaged position 15.71 in the supplied baseline. It is one of the
clearest early opportunities because the subject is directly connected to invoicing and VAT record quality.

• Turn the page into a practical Irish VAT invoice checklist, checked against current Revenue guidance.

• Add a worked invoice example with callouts showing required information.

• Explain standard vs simplified invoices and relevant special wording where appropriate.

• Use actual Search Console language in FAQs.

• Bridge the guide to how structured invoice fields feed the VAT/bookkeeping workflow.

• Link to VAT3, RTD, VAT registration and the product/pricing path.

WHY THIS FIRST
Google had already supplied relevance evidence. Improving an asset around positions 8-16 has a stronger basis
than publishing another generic accounting article.
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11. Priority Action - RTD Ireland
Optimise the guide and connect the filing problem to the product workflow.

The RTD guide had the strongest early page-level signal: 68 impressions at an average position of 14.29 in the
supplied baseline.

• Open with a direct answer: what the RTD is, who needs it and why VAT-rate records matter.

• Show what a business should record during the year rather than treating RTD as a filing-day problem.

• Explain VAT3 versus annual RTD in one simple comparison.

• Add practical pre-filing checks and common mistakes.

• Explain how correctly recorded sales and purchases prepare RTD figures without claiming to replace Revenue
filing or professional advice.

• Link strongly to VAT3, VAT invoice requirements and VAT-basis guidance.

REPORT BY ROLF STENBERGReport by Rolf Stenberg



Global Web Technologies |  GWT-26-MLB Page 13

12. Conversion & Trust Investigation
Traffic is useful only if the visitor understands the offer and trusts the product.

The earlier client-reported Reddit test produced about 118 clicks and two signups - roughly 1.7% on a simple
count. Because MyLedgerBook intentionally avoids third-party conversion tracking, that ratio is indicative rather
than precise attribution.

The current live homepage is materially stronger than the version reviewed on 15 September: it now presents the
product as built for Irish businesses and explains VAT3, RTD, VIES, income-tax figures, EU hosting and
support-access transparency. However, the live Terms page found in search still contains an 'Early access' clause
and the old .eu contact address. That is a real consistency risk because a cautious buyer may read legal pages
before entrusting financial data.

DO NOW
Update the Terms and Privacy references so the legal pages match the current production offer and
myledgerbook.ie identity. This is not cosmetic: financial-software buyers can use legal/privacy pages as trust
checks.

Live-site review 19 Sep 2026: homepage, Terms, Privacy and Security pages.
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13. Paid Acquisition & Waste Control
Do not buy more traffic until each click teaches something.

Earlier Google Ads evidence showed that commercial accounting searches can be expensive, and the earlier
Reddit test showed that inexpensive clicks do not automatically become trials. With privacy constraints, the
answer is not to abandon measurement but to use first-party, non-behavioural source attribution where
technically practical.

Control Recommendation

Search terms Review actual queries; add negatives quickly for login, jobs, free-tool and irrelevant brand intent.

Landing promise Mirror the ad's problem in the first screen rather than sending every ad to one generic message.

Primary outcome Count trial starts / qualified signups, not CTR alone.

Attribution Use campaign-specific URLs or server-side source codes attached to signup; avoid behavioural
tracking.

Budget Scale only when qualified trial economics improve.

DECISION
Paid acquisition remains a test channel, not proof of demand. The next spend should be judged on qualified trials
and search-term quality.
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14. Content & Authority Plan
Every new asset should have a job.

Opportunity Decision Reason

VAT Invoice Requirements upgrade DO NOW Existing near-page-one evidence + direct product fit

RTD guide upgrade DO NOW Strongest early visibility + product fit

VAT cluster internal linking DO NOW Low effort; consolidates topical evidence

Sole Trader Starter Pack PROMOTE Useful reference asset and conversion bridge

Switching from Xero / migration STRENGTHEN Competitor gap + product capability

Cash receipts vs invoice basis QUEUE Strong Revenue/product alignment

Irish VAT Invoice Checker PROTOTYPE Potentially useful/linkable; validate before full build

Generic next article HOLD No evidence it beats current update opportunities
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15. Internal Linking Architecture
Build a path from problem -> understanding -> product.

Source Prominent next links Commercial logic

VAT invoice requirements VAT3; RTD; product/pricing Invoice -> records -> return -> software

RTD Ireland VAT3; invoice requirements; VAT basis Annual RTD -> periodic VAT -> source
records

VAT3 Ireland RTD; threshold; invoice guide Build a VAT compliance hub

VAT threshold VAT3; invoice guide; sole trader accounting Registration -> operating process

Sole trader expenses Starter Pack; sole trader accounting; product Admin -> bookkeeping system

Accounting software guide VAT guides; switching; pricing Commercial page inherits topical proof

Switching guide Import clients/open invoices; invoice number; trial Migration concern -> trial
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16. The Opportunities We'd Attack First
Five specific openings identified from the combined business, search and competitor
evidence.

# Opportunity Why now First move

1 Own practical Irish VAT invoice guidance Existing search signal + direct product fit Upgrade current page; worked checklist +
example

2 Own RTD record-keeping education Strongest early visibility + product workflow Upgrade RTD guide; connect year-round
records to return

3 Make switching a commercial asset Migration anxiety blocks software changes Dedicated switching proof: imports +
invoice continuity

4 Use competitor invoice limits in value
messaging

Xero/BrightBooks entry tiers show invoice caps Accurate comparison/value section;
re-check plans before publishing

5 Turn privacy into proof, not a slogan Support-access logging is unusually concrete Show EU hosting + visible support-access
controls near signup

WHAT WE WOULD NOT DO
We would not attack broad 'accounting software Ireland' as the primary SEO battle, publish articles to keep a
schedule, or increase paid spend simply because clicks are available.
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17. 30 / 60 / 90-Day Plan
A controlled sequence rather than an endless checklist.

Window Actions

Days 0-14 Fix Terms/Privacy production inconsistencies; upgrade VAT Invoice Requirements and RTD; strengthen VAT internal
links; expose switching and privacy proof near commercial decisions.

Days 15-30 Measure affected pages at 7/14/30 days; strengthen switching/comparison content; promote the Sole Trader Starter
Pack; review paid search terms and signup cohorts.

Days 31-60 Publish the strongest approved new guide/tool only after rescoring; build selective legitimate citations/outreach
around the strongest reference asset; improve comparison/value proof.

Days 61-90 Repeat only the patterns producing qualified visibility and trial exploration; scale paid acquisition only where trial
economics justify it.
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18. How Success Should Be Measured
The report is useful only if the actions can be tested.

Horizon Primary measures Encouraging signal

7-14 days Indexing, impressions, target-page positions, legal/offer
consistency

Google keeps testing upgraded pages; trust contradictions
removed

30 days Top-20 query count, clicks, guide-to-product movement,
paid signup cohorts

More meaningful queries enter top 20; trial rate improves

60 days Organic sessions, top-10 queries, trial starts, source-coded
signups

Information assets begin feeding product exploration

90 days Trials, paid conversions, assisted evidence, citations/referring
domains

Repeatable commercial contribution begins to emerge

DO NOT DECLARE VICTORY TOO EARLY
A query moving from position 14 to 6 is encouraging, not a business outcome. A high CTR is not success if visitors
do not become qualified trials.
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19. Research Method & Confidence
Facts, estimates, observations and analyst judgement are kept separate.

Client/private evidence reviewed: supplied Google Search Console exports (8-12 Sep baseline); earlier Google
Ads search-term evidence; client-reported Reddit click/signup results; current product/feature information.

Live evidence reviewed on 19 Sep 2026: MyLedgerBook homepage, Terms, Privacy and Security pages; Xero
Ireland VAT/RTD, invoicing and pricing pages; BrightBooks pricing/product pages; Sage Ireland
accounting/sole-trader pages; FreshBooks accounting/pricing pages.

Competitor-gap method: identify the relevant competitor set; record strengths first; compare public
product/pricing/positioning; isolate openings that connect to the client's real capabilities; distinguish an observed
public-page gap from a claim that the competitor lacks a feature entirely.

Key limitations: the Search Console sample is short; rankings vary by location/device/time; paid attribution is
intentionally limited; competitor products and prices change; public pages do not reveal every internal capability.

Confidence Finding

High VAT Invoice Requirements and RTD deserve priority; broad commercial SEO is premature; live legal-page consistency
should be fixed.

Medium Switching, unlimited-invoice value and privacy/support-access proof can strengthen differentiation if presented clearly
and accurately.

Experimental VAT Invoice Checker and privacy-preserving source attribution should be prototyped and measured before larger
investment.

NO GUARANTEE
No ranking, backlink, AI-citation, traffic, signup, advertising or revenue outcome is guaranteed. Recommendations
reflect the evidence available at the investigation date.
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20. The Three Actions
If this were our business, these are the three things we'd do next.

01 - FIX TRUST AND OFFER CONSISTENCY
Bring Terms/Privacy/contact references fully into line with the current production offer and .ie identity. Put
switching and privacy reassurance beside the objections they answer. Priority: HIGH | Confidence: HIGH | Effort:
LOW-MEDIUM.

02 - STRENGTHEN THE TWO ORGANIC ASSETS GOOGLE ALREADY REWARDED
Upgrade VAT Invoice Requirements first, then RTD. Improve utility, internal linking and product connection.
Measure at 7/14/30 days before approving another generic guide. Priority: HIGH | Confidence: HIGH | Effort:
LOW-MEDIUM.

03 - TURN COMPETITOR GAPS INTO COMMERCIAL PROOF
Build switching, value and comparison content around openings the research actually supports: Irish compliance
clarity, invoice-limit value, euro-first simplicity, migration reassurance and transparent support access. Re-check
competitor claims before publication. Priority: HIGH | Confidence: MEDIUM-HIGH | Effort: MEDIUM.

PUBLIC RESEARCH SOURCES
MyLedgerBook: myledgerbook.ie; /terms; /privacy; /security

Xero Ireland: xero.com/ie/accounting-software/submit-vat-online/; /send-invoices/; /pricing-plans/; /pricing-plans/starter/

BrightBooks: brightsg.com/en-ie/brightbooks-cloud-based-bookkeeping-software/; /brightbooks-for-smes/

Sage Ireland: sage.com/en-ie/sage-business-cloud/accounting/; /industry/self-employed/

FreshBooks: freshbooks.com/pricing; freshbooks.com/en-eu/accounting; support.freshbooks.com pricing documentation
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