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Using Google AdWords as a Research Tool

In the early days of modern advertising, it took months of painstaking work and thousands of pounds to research the right words to use in an advertising campaign for a new product. Now, using a Google AdWord campaign you can achieve the same result in a couple of weeks, and without paying a penny - well just £5! 
How? Let's say you've done keyword research to optimise your website. You've used keyword research tools to tell you how competitive any given keyword phrase is and predict how often it will be used as a search term each day. 
If you are in a very high-volume market with recognisable products and a large number of competing websites (such as fitted kitchens) there will be a lot of internet traffic, and the results you've got from the keyword research tools will be relatively reliable. However, even the best known of these tools, Wordtracker, only tracks about 1% of searches in the last year. It extrapolates from this data to predict how often search terms will be used each day.
So you can see that if you are in a low volume market, with relatively few competitors, and relatively few internet searches for your goods or services, the research tool will have even less data for its extrapolations, and these will be less reliable.
But set up a Google AdWords campaign (for just £5), run it for a short period, and you can test the performance of as many words and phrases as you like. You'll find out what really happens in your target market today. And if you put in low bids for the payment per click, your Ad will not appear in the first 5, 6 or 7 positions, you won't get many clicks, so you won’t even have to spend much money. But you'll still get the data you need on what search terms people are using, so that you can use these as keywords in your advertising and PR. 
We recently read an interesting article from AdWords guru Perry Marshall who advocates this approach, and couldn't put it better ourselves. Here is what he says:
"What a lot of people don't realise about AdWords is that it's more than just an advertising tool. It's a way to do market research faster, less expensively and more accurately than just about any method out there. 

Guessing is expensive. AdWords eliminates all that and lets you focus on cold, hard reality. You find out fast what really works and what really doesn't.

The example I use is about a little project I did at my church. We were putting on a presentation about spirituality in the "Lord of the Rings" books. To determine what to name our presentation, I set up an AdWords campaign and

· bid on phrases like "Tolkien", "lord of the rings", "two towers" etc. 

· split tested various ads with headlines reflecting potential titles for our presentation

In a matter of a few hours, after spending a whopping $2.78, we knew which phrase would appeal to most people who were interested in exactly this sort of thing.
Now, what's this got to do with your business? Lots.

· What should you name your company to attract the most customers? 

· What domain name is most appealing to searchers looking for your product or service? 

· What should you call your next seminar in order to get the most registrations? 

· What should you title your next eBook in order to get the most downloads?

These questions are vitally important to your success. And rather than paying a market research firm thousands to conduct a focus group, or worse yet just guessing and hoping, you can use AdWords and have an answer in as little as a few hours - for as little as $2.78!"

At The AdWord Adviser we regularly follow Perry's advice and it does work - though you might have to spend a bit more than a few hours for some topics!

For example, we recently tested search phrases to do with second hand Vauxhalls within 100 miles of a client’s town, and got valuable results in 4 days for a total cost of £6.25.
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