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What Makes a Keyword a Key Word?

A keyword (or more usually a key phrase) is what your potential buyer types into Google when looking for your products and services. 

Why Google? Google now accounts for more than 85% of all internet searches in the UK (and over 60% worldwide)
Far from sitting in a closed room to make up the search engine rules, Google devises them in response to what happens in the real world - what words and phrases your potential customers type in, and what they click onto next. 

From this, Google discovers what your internet searcher regards as a ‘relevant’ result when they type in (for example) ‘digital camera reviews’ as opposed to ‘buy cheap Sony 5MP digital camera’.

Then they reward website owners and advertisers (you!) by putting your website link at the top of the first page of the search results or the ad listings, if it seems to be ‘relevant’.

However, don’t optimise your site just because someone tells you it’s what Google needs; do it because it is what your potential customers want - and will respond to. 

You need to balance what Google uses to judge ‘relevance’ and what your customer wants to see. This means if Google needs to see the keyword phrase repeated 3 times, you must make sure that it still reads well for a human being!

So what makes a keyword a Key Word for you? Your customers do. 

Take advice from Google, from your customers, from keyword experts, and from sales and marketing experts in your field, to understand exactly what your customers will respond to and how, then always put what your customers need and want first. 

That is most likely to be what Google rewards you for
Choosing The right Keywords For Your Website
It's your customers that make a word a Key Word for you and your business. You must understand exactly what your customers will respond to and focus on what they need and want. 
To do this you need to understand how potential customers think when searching the Internet for products and services. Contrary to what you might imagine, they tend not to enter solutions (i.e. the service you are offering) but words and phrases which describe the problem they want to solve. 

So you need to know what problems your products and services solve for your customers - in their language and their perception! A very common mistake is to assume that you understand what problems you solve. For example, do you sell wood-burning stoves, or do you actually sell environmentally sustainable ways of heating your home? 
The only way you can be certain that you understand your value to your customers is to ask them!

So, conduct a survey. Go to customers for whom you have completed work, and ask two questions:

1. What problem(s) do I solve for you? 

2. Why did you choose me to do the work for you?

This will give you the words and phrases that your customers use when thinking and talking about the work you do. And it will tell you what they think is your USP (Unique Selling Point) - the benefits your customers get from using you.
Now research the words and phrases to see how popular they are as search terms on the Internet (which for most practical purposes means Google). Tools such as WordTracker, Google's Keyword Tools and Keyword Discovery will tell you how popular any given keyword phrase is and predict how often it will be used as a search term each day. The same tools will tell you how many websites are optimised for certain exact phrases. This enables you to balance popularity against competition to come up with a keyword effectiveness indicator.

Then you can make an intelligent evaluation: if a word or phrase is used only once a day with only one site competing with yours, it's probably not worth using unless your product is very rare and of very high value. It's more likely that you'd want to look for phrases used more often per day, but with relatively few competing sites. 
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