
 
 
 
 
 
 
 
 
 

 
Know Your Keywords for  
Search Engine Marketing Success 
By Pam Foster, Founder and Senior Copywriter, Web Content Optimization 
ContentClear Marketing www.contentclear.com
 
 
Search engine optimization is the industry term for enhancing the code and content of your Web site so it 
ranks higher in the search engines (Google, Yahoo, MSN, etc.). This is also referred to as “organic” 
because search engines find your Web pages naturally through the keywords on your pages. Let us 
explain. 
 
The foundation of successful search-engine optimization is in knowing the keywords your prospects 
use in search engines to find solutions to their needs. 
 
Here’s what we mean by keywords. If you want to fly to Kenya for a fabulous jungle safari, you’ll 
probably go to the Google search engine and type in the keywords: “flights to Kenya” or “cheap flights to 
Kenya” or “Kenya flights” or something similar. These keywords are very likely to be used by other 
people looking for flights to Kenya. So, these keywords will also likely be used by the airlines offering 
bargain flights to Kenya. 
 
A profitable Web site is “keyword rich,” meaning it revolves around carefully chosen and strategically 
placed keywords. And remember that keywords are big business! Your competition could race ahead of 
you if they use your keywords more effectively than you do. Make sure you carefully select keywords by 
truly understanding the words used by your desired audience. Also, each page of your site should focus 
on its own keywords. 
 
Here are 9 steps to finding the best keywords for your Web site. 
 
1. Make a list of all the keywords you can think of. They’re actually more than one word usually, but the 

industry calls words or phrases keywords to simplify the discussion. Two to five keywords are best. 
 
2. Put yourself in your customers’ shoes as you consider keywords. You can do this by interviewing 

customers. 
 
3. Check out your site traffic reports. If you already have a Web site, you can get keywords from your 

own traffic logs (from your hosting company).  
 
4. Check out your competition to discover the keywords they’re targeting. Enter your keywords and see 

what pages come up. Also, when you’re on their site, go to the top menu of your Internet screen and 
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select “View,” then “Source” (Internet Explorer) or “View,” then “Page Source” (Mozilla Firefox) to 
look at the source codes—showing their keywords (depending on how the site is coded). 

 
5. Cover all keyword variations. Keep in mind that people may misspell a keyword or phrase or use 

plurals, upper or lower case or other variations. 
 
6. Be descriptive. Add descriptive terms, such as low cost, affordable, cheap, free, etc. 
 
7. Use action words. Think of what your customers are trying to do—buy, find, purchase, define, shop, 

etc. 
 
8. Target local markets if that’s relevant. If you’re an electrical company in Milwaukee, your keywords 

may include “Milwaukee electrician” or “Milwaukee electricians.” 
 
9. Use online keyword research tools. There are a number of companies offering keyword research and 

rankings. www.wordtracker.com is the most widely used. 
 
One caution: don’t jam (“spam”) too many keywords into your Web pages or make them invisible to 
users (visible to search engines only). These practices are not allowed by search engines and they may 
boot you out of their rankings. 
 
These are just some of the ways you can boost your success on the Internet.  
 
To learn more, you’ll want to check out the ContentClear™ Marketing Method for Web Site Optimization, 
a clear, methodical 7-step approach to increasing Web conversions and sales.  
 
Pam Foster, senior copywriter and online content consultant, is the founder of the ContentClear™ 
Marketing Method for Web Site Optimization (www.contentclear.com). Her diverse 28-year marketing 
communications background includes writing and consulting for many types of industries promoting B2C 
and B2B products and services. She has 13 years of experience in Web content writing and strategy, SEO, 
and information architecture, as well as direct mail – all for clients such as L.L. Bean, Blue Cross and 
Blue Shield of Maine, the American Cancer Society, Harper College, AWAI, Downeast Energy and many 
others. 
 
Pam is co-author of 9 Easy Steps to Planning a Profitable Web Site and several other books under the 
Internet Jungle Guide brand (www.internetjungleguide.com). She has won 100+ marketing awards 
including New England DMA (Direct Marketing Association), Web Marketing Association, Telly, and 
Catalog Age. She is an AWAI Copywriters Wall-of-Fame honoree. Pam works mainly with larger 
corporate clients, helping them optimize their Web sites to boost conversions and sales. She also offers 
personal coaching services to copywriters looking to elevate their Web content and client service skills 
and learn her 7-step Web site optimization method. You can contact Pam at pam@contentclear.com. 
 
© 2008 Pam Foster, ContentClear Marketing www.contentclear.com and C S Wurzberger, the Neuland Business Campus Bookstore 
http://www.neulandbusinesscampus.com/BookStore.html
  
 
 

 2

http://www.contentclear.com/
http://www.internetjungleguide.com/
mailto:pam@contentclear.com
http://www.contentclear.com/
http://www.neulandbusinesscampus.com/BookStore.html

