


DO YOU WANT TO SELL MORE EBOOKS, AND MAKE MORE MONEY ON KINDLE?







This eBook reveals a little-known way to supercharge your eBook sales!



Learn why doing market research
 for
 Kindle is NOT about doing market research ON Kindle – and what to do instead!



Read on to find out everything you need to know – even if you haven’t published an eBook yet!













HOW TO USE THE GOOGLE KEYWORD PLANNER TO SELL MORE KINDLE EBOOKS:



The ultimate beginner’s guide to learning how YOU can use Google AdWords Keyword Planner to market and sell eBooks, get ideas for topics, niches and titles, and
 know
 which eBooks will sell

















INTRODUCTION: Just what the heck
 is
 the Google Keyword Planner, anyway – and can it really improve your eBook sales?







I’ll explain, in plain English, exactly what the Keyword Planner is, and does, right after we cover the most important issue in this eBook:
 selling
 .



If you’re reading this eBook, it’s because you want to
 sell
 more eBooks on Kindle.



The problem with most titles that claim to teach you how to sell more of your own eBooks is that they aren’t focused and specific enough, and simply rehash the same information that you could find in any of the
 other
 titles on the topic. This eBook is different, because it only discusses
 one
 tool, and a tool that actually gives you real results. The Keyword Planner is invaluable, and if you can’t improve your sales by using it, it’s because you aren’t using it properly. Period.



Because this eBook simply dials in and focuses on the Keyword Planner, and how using it can increase your sales, there is no fluff, filler material, or waffle in the eBook – even in the form of general information about Kindle publishing. I assume, for the purposes of this eBook, that you are familiar with all of the basic features of Kindle Direct Publishing. If you aren’t, then you can find everything you need to know in just about
 any
 eBook on Kindle publishing, or in Amazon’s help pages.



So, what is the Keyword Planner – and why should you care about it?



The Keyword Planner gives you two things:







	
Ideas
 for keywords that you can incorporate into your marketing and advertising materials, or (in the case of information products like eBooks) into the products themselves, in order to put your product in front of the people
 using
 those keywords to search for and buy it.









	
Estimates
 of the traffic that keywords you are
 considering
 using might get.









The second use of the Keyword Planner doesn’t require much explanation here (although I explain the
 process
 of using the planner to estimate traffic later in this eBook). The implications of being able to estimate traffic for keywords are fairly obvious. The
 first
 use, however, requires some discussion, because the sheer selling power of being able to get keyword
 ideas
 , and actually have a meaningful starting point for your market research, is not always obvious to all eBook publishers. Let’s start with that vital concept of
 market research
 – so read on to find out why this is the difference between success and failure on Kindle.













Why Market Research, or the Lack of it, will Save or Kill Your Kindle Business







Not
 all
 market ‘research’ is useful. Offline, most of the ‘market research’ that people do in business is a waste of time – because, in the offline context, there is usually no reliable way to tell what will sell or not. Even when you can explicitly
 ask
 a statistically significant number of potential customers what they would or would not buy, their responses to these
 questions
 can be completely different from their actual buying decisions about the product itself, and your marketing for it.



So, why do people do this type of market research offline? For the most part, it’s simply because they are required to in some way, particularly when
 starting
 a business. The bank or institution from which you seek start-up funding will require it. It’s simply a fact that most of the gatekeepers to normal offline business are people who have never been
 in
 business – or, at least, have never succeeded in business. Your bank manager isn’t a businessperson, and doesn’t have a clue whether the market research that he or she is obliged to require you to do is valid or not. The same is true of the staff at your local Business Gateway, and so on. If any of these people had
 succeeded
 in business, they would still be
 in
 business, and not in those jobs. So, if most offline market research is worthless, why should you keep reading?



The answer is that market research
 online
 , as an eBook publisher, using Google’s tools, is a completely different story. Everything that you
 can’t
 (reliably) do with conventional market research, offline, you
 can
 do online with Google.



Using the Keyword Planner, you can identify actual market
 demand
 , rather than people’s mere responses to questions. You can see which keywords people were actively
 searching
 for, unprompted by you, and in what numbers. Real, specific, trackable,
 verifiable
 proof of people’s
 hunger
 for your product.



Think about that for a minute. Imagine this happening in a conventional offline business. It never does. You simply can’t identify demand this clearly and reliably in any offline context. Online, however, you have all the information you will ever need to sell what massive numbers of people
 actually want to buy
 .

















Kindle Specifics







Not only is market research critically important, and actually doable, online, but you simply can’t get away
 without
 doing it on Kindle.



For all that publishing eBooks in the Kindle Store is simply the best business opportunity in existence, it is perfectly possible to publish significant numbers of eBooks on Kindle and still
 fail
 , and make no real money with your eBooks. If this happens, it will be for one simple (avoidable) reason: you didn’t use the Keyword Planner to do real market research, or adapt your eBooks and marketing materials accordingly.



So, what on earth does
 Google’s
 Keyword Planner have to do with sales on
 Amazon’s
 Kindle Store, when the information provided by the planner relates to searches on Google, and not on Amazon? The answer is that Google
 itself
 loves Amazon, and people
 searching
 on Google love Amazon.



Amazon’s content ranks highly on Google, and eBooks that have been properly keyword-optimised, using the Keyword Planner, show up in Google’s search results a
 lot
 . And what happens when people searching for certain keywords on Google see a Kindle eBook listed in the search results? To start with, the link “Amazon.com” is displayed as the first part of the link. People are much,
 much
 more likely to click on this than they are to click on the link for an unfamiliar website, bearing the name of an individual person or an unfamiliar company. People
 trust
 Amazon – in fact, Amazon has more people’s credit card numbers stored on file than many
 countries
 have people in their entire populations. Think about that. That trust translates to
 action
 . It’s what makes the person searching on Google ignore all the other search results, and click on the link for your eBook. In addition to this, people searching on Google can also see the average number of stars that your eBook has received in reviews,
 directly in the Google search results
 . So you get the benefit of that social proof, enhancing trust in your eBook,
 before
 the reader even clicks the link and goes to the Kindle store to view your eBook.



So, knowing what people are
 searching
 for on Google, and in what numbers, is more important than trying to figure out what people are
 buying
 on Kindle.

















AdWords v. Kindle







When starting to use the Keyword Planner, one of the most important things that you can do is to distinguish between Google’s originally intended uses of the planner, and the uses that you, as an eBook publisher, should find for the tool.



Google assumes that you are using the planner to build an AdWords campaign. You might be, at some point, but you don’t care about that aspect of the tool for our purposes in this eBook. Instead, you are using the Keyword Planner to do four things:







	
To identify in-demand topics for your eBooks













	
To identify specific, popular niches within those topics













	
To find the best keywords to use in your eBook titles, descriptions, and other marketing aspects in the Kindle store









	
To find better-performing keywords so that you can adapt your existing eBooks, making them sell better.















Some Background: Google, Adwords, and the Old Keyword Tool







This chapter explains some of the greater context for your use of the Keyword Planner, so that you understand the full potential of the planner, and so that you can can avoid poor or out of-date information when you do your own research.



Why
 would
 you continue to research, after reading this eBook? Doesn’t it give you all the information that you need? It does, but the technology itself might be updated in the future – and people might come up with more inventive ways to apply the planner to the Kindle context.









Google







Of course, everyone is familiar with Google’s search engine. Many people, however, are much less familiar with Google’s other services and products, and know little about how Google actually makes its profits. Understanding some of this background information will help you to put your use of the Keyword Planner in context.



Google offers an email service (Gmail), social networking through Google+, cloud storage through Google Drive, and office software (Google Docs), as well as the Chrome operating system. The majority of its profits, however, come from its online
 advertising
 services – and from the
 AdWords
 program in particular.



Read on to find out why this is important, where your use of the Keyword Planner is concerned.









AdWords







The AdWords program allows you to advertise in the Google content network. The details of running an AdWords advertising campaign, as I’ve already explained, are not that important, for the purposes of this eBook – because you are only concerned with using the Keyword Planner to research profitable topics, niches, and titles.



What
 is
 essential is that you understand how important the AdWords program (and the tools that it offers, such as the planner)
 is
 to Google, so that you can see why learning to use the planner is a worthwhile time investment.



In 2011, advertising programs such as AdWords and AdSense (a sister service to AdWords) contributed 96% of Google’s total profits. Google
 relies
 on these services, and will continue to ensure that they work, and work well. This means not only that you can rely on information provided by the Keyword Planner, but also that it will continue to be refined and improved, because advertisers make their decisions about how to advertise through AdWords, based on information from the Keyword Planner.



Essentially, the planner tool drives AdWords, and AdWords drives Google’s profitability. It works. Google needs it, and it will be around for a long time.








The Old Keyword Tool





The Keyword Planner (sometimes referred to as the Keyword Planner
 tool
 ) replaced the old Google Keyword Tool. It’s important to be able to distinguish between the two, because there is a lot of out-dated information on the web about how to use the old Keyword Tool, and you don’t want to waste your time with this information in you on-going research. Google’s own information, obviously, is up to date, and only describes the current Keyword
 Planner
 .







Some Essential Differences







Here are some key differences between the old Keyword Tool, and the current Keyword Planner, which you can use to help determine whether you are looking at the right information online.







	
The Keyword Planner
 combines
 the old Keyword Tool with the Traffic Estimator









	
Unlike the old Traffic Estimator and Keyword Tool, the Keyword Planner is designed to be as user-friendly and streamlined as possible









	
The Keyword Planner gives you several ways to filter keywords, so that you can select the most useful









Looking out for mention of these features will enable you to tell whether you are looking at information about the Keyword Planner, or the Keyword Tool.









Setting Up an AdWords Account







In order to use the Keyword Planner, you will need to create an AdWords account. It is free to do this, and the process is simple.



To start with, go to the Google AdWords home page (type AdWords into Google and you will easily find it in the initial search results), and click the “start now” button.



You will be asked to enter your email, and a web address. This can simply be a free wordpress.com blog that you have set up in five minutes.



After filling in your username and password information, you will be asked to supply a mobile phone number, in order to receive a verification code by text. As soon as you have the code, and enter it, your AdWords account will be active, and you can start using the Keyword Planner.









Existing eBooks, and the eBooks you are Personally Committed to Publishing







One of the biggest mistakes you could make would be to assume that keyword research using the Planner only applies to the process of publishing eBooks created in response to such research – created to
 meet
 market demand. It can also be used to improve sales of eBooks that were created
 without
 doing such research.



In addition, it can be applied to the eBook that you feel you
 must
 publish,
 regardless
 of market demand. Perhaps you have an eBook that you want to write yourself, to get a personal message out to the world. Even in this situation, effective keyword research can be applied to give that eBook the best chance of success
 after
 you have written it.









The Process: Actually Using the Keyword Planner







This chapter takes you through the entire (simple) process of using the Keyword Planner, step by step.



You need to find the Planner in order to get started, so sign into the Adwords account that you created earlier, and, in the ‘Keywords’ field, click ‘Select your keywords’. A box will drop down, containing a field at the bottom, in which you can enter potential keywords. In this field, type in a general
 topic
 that you are considering publishing an eBook on – for example, ‘mountaineering’.



After you have done this, and hit the “add” button, your topic keywords will appear in the box, and the average number of searches performed for those keywords each month will appear on the right-hand side. In order to get ideas for
 related
 keywords, and to see the average monthly searches for those keywords, hover the cursor over the keywords, and click on the “more like this” box that appears. A list of related keywords will appear beneath your original keywords.



Clearly, you want to select topics, and keywords, in high demand, so that you
 know
 that your eBook will sell (because people are searching for it in large numbers). This means that you should only consider topics that draw (in total, across all of the related keywords for the topic) at least 20, 000 searches per month. Having said that, you don’t want to consider topics that draw more than about 80, 000 searches per month. The range between 20, 000 and 80, 000 represents your best opportunity to sell significant numbers of eBooks.



If your potential topic does not draw at least 20, 000 searches, abandon it. Ignore any emotional attachment you have to the topic, and any personal interest that you might have in it. Pick another topic to test, and repeat the process.



When you do find a topic that draws at least 20, 000 searches, you can publish on it with confidence – but you aren’t finished with the Keyword Planner. Now you need to use the planner to find the best (best-
 selling
 ) specific
 niche
 within that topic – and the next section explains how to do this.









Selecting a Powerful Niche







Having found a hot, in-demand
 topic
 to publish on is great, but you need to publish in a specific niche
 within
 that topic, in order to be confident that your eBook will sell. This is because you will make much more money, selling many more eBooks, by catering to people who are
 driven
 to find solutions to specific problems, than you will by catering to people who are simply
 motivated
 to find more general information, out of curiosity and interest.



The person who is motivated to do something has the luxury of choosing not to act on that motivation. He or she can procrastinate – and not buy your eBook. The person who is driven to solve a problem, on the other hand, can’t wait. The problem won’t go away by itself. He or she
 has
 to buy your eBook, in order to get the solution.



So, as an example, “mountaineering” is a good topic to test, using the Keyword Planner. It’s a starting point, and you will quickly be able to see whether any niche within that topic is likely to be one in which you can sell eBooks, just by testing the topic itself. Writing a general eBook on the
 topic
 of “mountaineering”, however, would be a poor publishing strategy, because it doesn’t solve a specific problem for anyone – it only provides general information to those who are interested.



Luckily, the Keyword Planner is just as powerful a tool for finding popular, best-selling niches as it is for identifying publishable topics.



The simplest way to find a great niche for your eBook is that, very often, typing a general topic into the planner will return some very specific
 niche
 keywords in the search results. If you see that one of these performs well enough, you can end your search right there.



So, for example, typing in “mountaineering”, to test the topic, will return general keyword results like “mountain climbing”, and “how to climb mountains”, but you might also see something as specific as “essential mountain-climbing equipment”, if enough people have been searching for these exact keywords.



This is a specific enough niche to give you an eBook that sells, if the number of average searches for this one term is above that vital 20, 000 figure. You can
 also
 confidently choose this niche if you run the term “essential mountain-climbing equipment” through the keyword planner again, and find that the total number of searches for
 related
 keywords is over 20, 000.



What if your original search on the more general topic does
 not
 return specific niches as keyword suggestions, or if the ones that it
 does
 return are not popular enough to run with? In this case, the next step is to collect as many specific niche ideas as you can, under that general heading, and simply run each of them through the keyword planner individually, until you find one that draws enough monthly searches.



So, if you see that “mountaineering” is a good topic, but the planner does not suggest specific niches that would work, you can go to Wikipedia, type in “mountaineering”, and start cutting-and-pasting more specific niche terms from the general article on mountaineering
 into
 the Keyword Planner, until you find a niche that works.



You are now almost at the end of the process, and ready to create and publish your eBook, with confidence that it should sell. All that is left is to nail down the perfect, best-selling
 title
 for your eBook – and it should be no surprise that the Keyword Planner can help you to do that. So read on to find out how!









Finding a Title that Sells







So, you have a good, in-demand topic to publish on, and a popular niche within that topic. Does the specific title that you select for your eBook actually matter all that much?



The answer is
 yes
 . Seemingly minor differences in the wording of your title can make a huge difference in the number of sales that you get, and can often
 multiply
 your sales.



As you will have guessed, the process of choosing your title begins with the Keyword Planner. Very often, the specific niche that you select will also be phrased, in the planner’s search results, in a way that would be suitable for a
 basic
 title. So, to return to the examples used previously, when you select “essential mountain-climbing equipment” as your niche, you almost have the title of your eBook already. You
 could
 publish an eBook called “Essential Mountain-Climbing Equipment”, and it would probably sell. You would, however, be throwing sales and money away, by failing to add (and
 test
 ) the elements that really sell eBooks, in your title.



Certain words and phrases make your eBook much more attractive to the potential reader, and affect his or her buying decisions enormously. Whenever possible, you want to include the phrase “how to” in your title (you will notice that it is included in the title of
 this
 eBook). Anything that gives the reader the impression that the eBook contains clear, easily understandable
 instructions
 , and a specific
 method
 , is a powerful addition to your title. In particular, you should include the phrase “step-by-step” whenever you can.



Other elements that boost your eBook sales are words and phrases that reassure the reader as to the ease of the material. This is not about talking down to the reader. Remember, you are marketing to people who want a solution to a problem. It’s a
 problem
 . They want to solve it as quickly and easily as possible. That’s about efficiency, and an intelligent approach. Readers looking for solutions to problems won’t mind you implying that they want easy solutions, because only a fool wants a difficult solution when there is an easier one that works just as well. What you can’t do, however, is market your eBook on the basis of ease when the content is sophisticated and complex, and will be difficult for the reader to apply. Your title and content must be congruent.



As well as these other elements, you should try to include the word “you” in your title. This will not always fit into a title containing the other keywords that I have described, but you should try, because putting the word “you” in your title instantly helps the reader to connect with the eBook, because of its personal relevance. If you can’t fit the word “you” into the title itself, you should make sure that it is repeated throughout your eBook’s
 description
 on Amazon.



Here’s where the Keyword Planner comes in again – and this is the vital step that many people who
 do
 know about the planner, and use it with some success, still miss out. After you have identified key sales-boosting words and phrases to incorporate into your title, you should make up a list of as many
 variations
 on these as possible, and then run each specific potential title through the planner again.



So, for example, you might take the title “How to Find All the Essential Mountain-Climbing Equipment You Need” (containing the powerful words “how to”, “you”, and “need”) through the planner, and find that tens of thousands of people are typing almost identical search terms to this entire title into Google every month. That
 only
 tells you that the title is a great one, and should sell.



The only way to find out if there is an even
 better
 title, that would significantly out-perform this one, is by running
 all
 of the title variations that you can think of through the planner. You might have a great title, drawing 30, 000 searches for almost identical keywords, but when you see that a different title draws 50, 000 searches per month, what will you do? Clearly, you run with the best-performing title –
 but you can only do this if you
 see
 the differences in performance
 , and this will only happen if you commit to using the Keyword Planner to
 test
 .







AUTHOR’S NOTE







Thanks for letting me help with your publishing efforts through this eBook.



If you found the information in this eBook useful, why not leave a review on Amazon? All feedback is greatly appreciated.







Steven Calvin













LEGAL NOTICE



While all attempts have been made to verify information provided in this publication, neither the Author nor the publisher assumes any responsibility for any errors, omissions, or contrary interpretation of the subject matter herein.



This book is an information product, and is not intended for use as a source of legal, business, accounting or tax advice. Information contained herein may be subject to varying national, state and/or local laws or regulations. All users are advised to retain the services of qualified professionals for legal, business, accounting or tax advice.



The purchaser or reader of this publication assumes responsibility for the use of these materials and information, including adherence to all applicable laws and regulations, federal, state and local, governing professional licensing, business practices, advertising and all other aspects of doing business in any jurisdiction in the world. No guarantees of income are made. If you cannot accept these terms, kindly return the product. The Author and Publisher accept no responsibility or liability whatsoever on the behalf of any reader or purchaser of these materials.
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