
 

Free Tools
available on the Internet
right now.

For Conducting
Keywords Research

Wordtracker
www.wordtracker.com
Determine what people are
searching for

Wordtracker helps you
identify keywords and
phrases that are relevant to
your business and most likely
to be used as queries by
search engine visitors. The
service requires a monthly
subscription, but a free trial is
available.

Google Keyword
Tool
www.google.com

 

4 Tips for Supercharging Your
Paid Search Advertising
Campaign
by Melinda A. Caughill, Vice President - Marketing, Third
Person, Inc.

Almost 9 in 10 of all people in the United States use
search engines on a daily basis.

According to the Pew Internet & American Life Project

These are numbers you can't ignore.

If you're looking to for
customers, chances are
that they're also looking
for you... through a
search engine.

Thus, if you're not already, it's time to get familiar with
paid search advertising.

What is paid search advertising?
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Paid Search Engine Advertising or Search Engine Marketing (SEM)

Featured Article -- "4 Tips for Supercharging Your Paid Search
Advertising Campaign"

Free Tools -- For conducting keyword research and determining keywords used
by your competitors.

Free Charts --
Chart #1 -- E-Mail Marketing Open and Click-Through Rates
Chart #2 -- Search is Generating Most B2B Leads Ð But How Good are They?

Free Podcast -- Featuring a discussion about free Internet marketing tools



Use the Google Keyword Tool
to get new keyword ideas

Generate keyword ideas by
search for descriptive words
or phrases (e.g. green tea) or
by having Google review your
current web page content and
make suggestions.

NicheBot
www.nichebotclassic.com
Finds exactly what people
search for

NicheBot assembles several
popular keyword discovery
tools in one place. Create a
free account and you can use
the tools for free without
having to type in the captcha
every time you search.

Quintura
www.quintura.com
A search engine that allows
you to see related search
terms.

While viewing the Quintura
Cloud, you can visually
navigate and easily refine in
order to find relevant
information faster and more
efficiently.

Want your web site
ranked higher with search
engines? Sign up for this
FREE search engine
optimization learning
series. Learn more...

 

For Determining
Keywords Used by
Your Competitors

For those of you who are unfamiliar with paid search,
here's a simple introduction.

Search advertising allows you to place ads
on targeted web pages featuring relevant
search engine query results. Thus, if you
sell blue widgets, any time someone search
includes the words "blue widgets" - your ad
can be front and center. And, you don't pay
for the ad placement unless the user
actually clicks on your ad. To see how paid
search ads appear in Google, please refer to
the illustration below.

Unfortunately, as common as search advertising is, too
many campaigns still suffer from one or more common
mistakes. Thus, here a four tips to supercharge the
performance of any paid search campaign.

Conduct Ongoing Keyword Research.
A paid search begins and ends with your
keywords. Keywords dictate when your ad will
appear. (Your ad only shows when someone uses
your chosen keywords in a search.) You need to
be sure that these keyword relate to your offer.
Otherwise, your ad will receive poor clickthrough
rates, high bounce rates , and very few, if any,
conversions. In short, you'll be running a paid
search campaign that just doesn't work.

So how do you conduct keyword research? I've



KeywordSpy
www.keywordspy.com
Gather, compare and create
effective keyword ad
campaigns

KeywordSpy is a search
engine tool which tells you
the exact terms and phrases
that are driving the most
traffic to your competitors'
websites, helping you
increase targeted traffic and
lower your cost-per-
acquisition.

SpyFu
www.spyfu.com
Spy on your competitors

SpyFu is the destination for
entrepreneurs and business
innovators seeking the best in
competitive intelligence. Use
this information to catapult
your web site ahead of your
competition.

Compete
www.compete.com
Provides free information for
every site on the Internet

An Online competitive
intelligence service that
combines site and search
analytics in one site to help
you quickly master online
marketing. Use it to identify
rival search marketing
strategies to take your SEM
and SEO efforts to the next
level, and stay on top of rivals
with site metrics and
audience profiles.

Cool Stats

Search advertising is
becoming increasingly
important as fewer and fewer

listed several free or relatively inexpensive
research tools in the column to the left. Feel free
to try any or all of the resources available to you.
Or sign up for the free "Seven Simple Steps to
Basic Search Engine Optimization" educational
series. Lesson 2 is all about selecting keywords.

Once you've chosen your keywords, it's vital to
test these. Let the numbers tell you which ones
actually work and which ones to delete.

Then, just when you think you've got your
campaign running smoothly, do it all again --
research, test and tweak. Your campaign will
thank you for it.

Utilize Negative Keywords.
More often than, there are search words that are
similar to your ideal keywords but contain words
that render that search completely irrelevant to
your offer.

What do I mean? Imagine you sell replacement
windows to home owners. One of your keywords
is most certainly "windows". However, you
quickly notice that your ad is appearing in
searches for Microsoft Windows -- a completely
irrelevant search.

By setting up negative keywords in your ad
campaign, you can dramatically improve the
relevance of your campaign and increase the
likelihood that the person clicking on your ad is
someone interested in your offer.

More examples of terms and their potential
negative keywords:
• "peanuts": "packaging" vs. "food"
• "tools": "power" vs. "hand" vs. "machine"
• "driver": "car"/ "truck" vs. "software"/"printer"
• "fire": "prevention" vs. "place"



people are opening and
clicking through on marketing
emails. Look at the
numbers...

 

More Cool Stats

Search has become an ideal
solution to balancing lead
flow because, in many cases,
the spigot can simply be
opened or closed to control
volume. The more complex
challenge is controlling lead
quality. This requires a much
more strategic approach to
optimizing not only web
pages for SEO but, in the
case of paid search, carefully
aligning the context of PPC
keywords with ad listings and
landing pages. Look at the
numbers...

Have a marketing pro
speak at your meeting or
event -- free! Learn
more...

Use Landing Pages.
Too often, search advertisers do 90% of their
campaign right... they determine the appropriate
keywords, set up negative keywords, writing
compelling ads... But then they direct their
visitors to their web site's home page.

This is like giving someone directions to your
neighborhood, but not your house. You take them
90% of the way, but then, when they're so very
close, you make them find their own way. Huh?

A person that uses a search engine is looking for
something. They have a need for information, or
a product or service. You need to make it as easy
as possible for this person to find exactly what
they're looking for and then take them another
step towards becoming a customer by having the
visitor fill out a contact form, download a
brochure, purchase a product, get a quote, etc.

By simply directing a visitors to your home page,
you're essentially saying, "The information you
want is here somewhere. Good luck finding it."

Why not take your visitor those last few blocks
by creating a specific landing page that includes
all the information they need to do business with
you?

If you want to learn more about landing pages,
check out the following resources:
• Seldom Static Blog - Landing Page Tips from
the Pros
• ClickZ - Seven Tips for Effective Landing
Pages
• Search Engine Land - Better B2B Landing
Pages: A Case Study

Track Conversions -- Not Clicks.
Conversions are the magical statistic. Whereas
clicks tell you how many people clicked on your



Try a Podcast

EMarketing
Talk Show
www.emarketingtalkshow.com

Creating and marketing a
successful online presence
can be costly when many
different tools are required to
get the job done, and we all
know that using the right tool
makes all the difference in the
world.
In our business we are lucky
because free Internet
marketing tools make great
link bait for many search
engine specialists, and as a
result there are a lot to
choose from. Cindy Turrietta
of Affordable Search Engine
Ranking and Ginette Degner
with Affiliate Idea Factory will
be going over some of their
favorites and explaining how
they use them.

 

ad, conversions tell you how many people
actually took action on your offer -- purchased
your product, filled out your request form for
more information -- basically those people
who've decided to take the next step in doing
business with your company.

By measuring conversions, you can measure the
return your getting for your search advertising
dollar. You'll see how many leads or new
customers your campaign is generating.

You can learn a lot by tracking conversions -- or
the lack of them. If, for example, many people are
clicking on your ad, but very few are converting,
there's more than likely a problem with your
landing page and/or offer. You're not giving your
visitors the information, product or service offer
that they're looking for. Or you may be missing
critical content that they your visitors need to feel
confident enough to take the next step with you.

ABOUT THE AUTHOR: As the Vice President of Marketing at
Third Person, Inc., Melinda A. Caughill works to create strategic
marketing plans that meet the goals, budgets and expectations
of her clients, including Brady Corporation, Signicast
Investment Casting, Harley-Davidson, and more. Melinda is
well versed in the areas of strategic marketing, business to
business advertising, business to consumer advertising, and
web site design, and loves to share her insights by speaking to
area groups and organizations.

If you enjoyed this issue of
Perspectives , please:

Forward this issue to a friend -- Use the handy
"Forward to a Friend" link located at the top of
the page.



Learn more about Third Person, Inc. -- Visit
our web site at www.third-person.net

Sign up to receive upcoming issues -- If you
received this issue from a friend, subscribe to this
monthly publication NOW - absolutely free!

 

 
Get more information like this by
following Third Person, Inc on
Twitter.

twitter.com/thirdpersoninc

Perspectives is published
monthly by Third Person, Inc.

205 W. Highland Ave., Suite 308,
Milwaukee, WI 53203
Phone: 414.221.9810

www.third-person.net

Third Person, Inc. is a Milwaukee advertising and web design company that achieves exceptional result s
by always putting the customers of our clients first. Read more...
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