
How Backrefs Agency Use Shapes Modern Link
Building Strategies

Why Link Building Still Matters for Agencies
Every agency that promises to improve a client's search visibility eventually runs into the same
wall: link building. It is the hardest part of SEO to scale, and the easiest to get wrong. Over the
years I have watched teams burn hours on broken outreach tactics, only to end up with
spammy links that hurt more than they help. That is where a deeper understanding of backrefs
agency use becomes critical. It is not about chasing numbers. It is about understanding which
links actually move the needle and how to replicate that process at scale.

I have worked with agencies that treat link building like a volume game. They buy lists, send
templated emails, and hope something sticks. The smarter ones take a different approach.
They study the backlink profiles of competitors, identify patterns in high-value links, and build
campaigns around those insights. This shift from quantity to quality is what separates
agencies that deliver lasting results from those that churn through clients. And the data that
drives this shift comes from tools that specialize in backlink analysis.

The Core Tools Agencies Rely On
When I first started in SEO, the options for backlink analysis were limited. You had a handful of
tools and you made do. Today the landscape is much richer, and agencies have access to
platforms that can surface link data in ways that were unimaginable a decade ago. The key is
knowing which tool fits the task at hand.

SEMrush and Ahrefs

These two are the heavyweights. SEMrush gives you a broad view of a domain's backlink
profile along with competitive intelligence on keywords and traffic. Ahrefs, on the other hand, is
built around its Site Explorer, which is arguably the most intuitive way to inspect any URL's
backlinks. I have used both extensively, and I find Ahrefs slightly better for raw link discovery,
while SEMrush wins when I need to connect link data with broader campaign metrics.
Agencies that master both tend to have a more complete picture of their client's link
landscape.

Moz and Majestic

Moz pioneered Domain Authority, a metric that still appears in countless reports. While it is not
a Google ranking factor, it remains a useful comparative metric for estimating link equity.
Majestic, with its Trust Flow and Citation Flow, offers a different lens. I remember a campaign



where we used Majestic to filter out low-quality link prospects by setting a minimum Trust Flow
threshold. That simple filter saved us weeks of wasted outreach. For agencies that need to vet
large link lists, Majestic is still a go-to.

Google Search Console and Google Analytics

It is easy to overlook these free tools, but they are essential for any agency's workflow. Google
Search Console shows you which sites link to yours, along with the most linked pages. Google
Analytics can reveal which referral traffic from backlinks actually converts. I have seen
agencies spend money on premium tools while ignoring the data already sitting in their Google
accounts. That is a mistake. The best backrefs agency use always starts with first-party data
before layering on third-party tools.

Niche and Outreach-Focused Tools
Beyond the big platforms, there are specialized tools that agencies turn to for specific parts of
the link building process. LinkResearchTools is one that I have used for deep link audits,
especially when cleaning up toxic backlinks for a client who had been hit by a manual penalty.
It is not the most user-friendly tool, but its diagnostic capabilities are unmatched.

Monitor Backlinks and CognitiveSEO both offer solid backlink monitoring and competitor
analysis. They are not as comprehensive as Ahrefs or SEMrush, but they can be more
affordable for smaller agencies. I have recommended Monitor Backlinks to freelancers who
need a simple way to track new and lost links without the overhead of a full suite.

For outreach, BuzzStream and Pitchbox are the standard. BuzzStream helps you manage email
sequences and track responses, while Pitchbox integrates link prospecting directly into the
outreach workflow. I have used Pitchbox on a campaign where we needed to send
personalized emails to 200 bloggers in a niche industry. It saved hours of manual work and
kept our follow-ups organized. Hunter.io is another tool that comes in handy when you need to
find email addresses for a list of target domains. It is simple but effective.

Free and Low-Cost Alternatives
Not every agency has the budget for a full suite of paid tools. Ubersuggest, created by Neil
Patel, offers a free tier that includes basic backlink data. It is not as deep as Ahrefs, but it can
give you a starting point for competitor analysis. SEO PowerSuite is a desktop-based option
that gives you a lot of functionality for a one-time fee. I have used it for batch backlink analysis
when I needed to process a large number of domains without incurring per-query costs.

There are also resources like Backlinko, run by Brian Dean, which publishes detailed case
studies on link building techniques. While not a tool itself, the methodology shared there can

https://real-review.com/backrefs/


inform how an agency approaches outreach and content-driven link acquisition. I have adapted
several of Brian Dean's skyscraper technique variations for clients in competitive niches, and
they have consistently outperformed generic outreach.

How Backrefs Agency Use Informs Strategy
The real value of backrefs agency use is not in the raw data. It is in the strategic decisions that
data enables. When an agency analyzes a competitor's backlink profile, they are not just
looking at numbers. They are looking for patterns: which types of content earn links, which
domains link to multiple competitors, and which gaps exist that the agency can exploit.

I once worked with an agency that was struggling to earn links for a client in the financial
services space. Competitors were getting links from industry publications and resource pages,
but the client's content was too sales-oriented to attract those same opportunities. We used
Ahrefs to identify the top linking domains for three direct competitors, then cross-referenced
those with the client's existing backlink profile. The gap was clear: the client had no mentions
on educational .edu domains or from major finance blogs. That insight led to a content
partnership strategy that produced six high-quality links in four months. Without the backlink
data, we would have been guessing.

Another example comes from an agency that used backrefs agency use to recover from a
negative SEO attack. A competitor had built hundreds of spammy links pointing to the client's
site. Using LinkResearchTools and Google Search Console, the agency identified the toxic links,
disavowed them, and submitted a reconsideration request. The client's rankings recovered



within weeks. That kind of response is only possible when you have the tools and the know-
how to act quickly.

Trade-Offs and Judgment Calls
Every tool has its limitations. Ahrefs and SEMrush are expensive, and their data can sometimes
lag behind real-time changes. Moz's Domain Authority is a useful benchmark but can be
gamed by aggressive link builders. Majestic's Trust Flow is helpful but not a guarantee of
quality. The best agencies understand these trade-offs and do not rely on any single metric or
tool. They triangulate data from multiple sources and apply human judgment.

I have also seen agencies over-rely on automation. Tools like Pitchbox and BuzzStream are
powerful, but they cannot replace the personalization that makes outreach successful. Sending
500 templated emails through an automated sequence might get you a few links, but the
relationships you build through genuine, one-to-one communication will always yield better
long-term results. The smartest agencies use automation for efficiency, not as a substitute for
strategy.

Building a Sustainable Link Building Process
For agencies that want to build a repeatable link building process, the first step is to establish a
baseline. Use Google Search Console to understand the client's current backlink profile. Then
layer in Ahrefs or SEMrush for competitive analysis. Identify the top 20 linking domains for
competitors and categorize them by type: editorial links, directory links, forum links, and so on.
That categorization alone will reveal where the opportunities are.

From there, prioritize outreach targets based on relevance and authority. Use Hunter.io to find
contact information, and craft personalized pitches that reference specific content on the
target's site. Track your outreach in BuzzStream or a simple spreadsheet. Monitor new links
with Monitor Backlinks or CognitiveSEO. And always measure the impact on organic traffic and
conversions through Google Analytics.

This process is not glamorous, but it works. I have seen agencies that follow this method
consistently earn 10 to 15 quality links per month for their clients. The key is consistency and a
willingness to adapt when a tactic stops working.

Final Thoughts
Link building is not dead, but it has evolved. The days of mass directory submissions and
comment spam are long gone. Today's agency landscape demands a data-driven approach
that combines the right tools with real human insight. Understanding backrefs agency use is



about more than just knowing which buttons to click. It is about knowing what the data means
and how to act on it.

If you are running an agency and you are not yet using a combination of these tools to inform
your link building strategy, you are leaving money on the table. Start with the free tools, invest
in one or two paid platforms, and build a process that prioritizes quality over volume. Your
clients will thank you, and your rankings will reflect the effort.


