
MARKET & KEYWORD RESEARCH – AN 

INTRODUCTION 

If you already have a strong understanding of keyword research and how that 

relates to Internet marketing, feel free to skip this training and move on to the 

lesson about Market Samurai. However, it is always a good idea to at least go 

through this quickly to make sure you get the right concept or just to clarify what 

you already know. 

A market is: 

 A segment of the population that have a common need or desire.  

 … That have the wherewithal to buy. 

 … Are motivated to acquire a commodity or service that meets their need or 

desire. 

Often people like to define segments in terms of niches. A niche is effectively a 

segment of a market. For example: 

 Market: People interested in golf 

 Mega Niche: Golf Clubs 

 Niche: Irons 

 Micro Niche: Cavity Backed Irons 

The premise is, on the Internet, market and keyword research are synonymous.  

This is because on the Internet, people with common need or desire, can be defined 

by the keywords that are commonly and regularly used by people within that 

market. 

What’s so wonderful about the Internet is that you can actually target people that 

have a specific need by focusing on the keywords that they tend to enter to find 

that need. In the offline world, it is much harder to target a specific market and 

may have to look at specific things like buying habits, salary, age, or location. 

Not all keywords are equal though. Some keywords have a lot more traffic than 

others, or they may have more competing web pages. With the keyword golf, there 

are millions of pages online about it while for cavity backend irons there are much 

fewer pages. 

As an Internet market, you are interested in finding keywords that have a 

commercial value. If you have a group people with common need or desire and 

they are looking to buy something, probably they are going to use certain 



keywords. That’s going to be an indication about what they are interested in 

buying. 

Some people who search for free content and use the word free as a modifier in 

their keyword search may be less interested to buy something. 

Your goal is to find the keywords that are used by a large enough group of people 

who are willing to buy a product – that relates to the keywords / market being 

searched for – and for which there is an acceptable level of web page competition. 

Keywords have a hierarchy. It can be defined in terms of traffic and/or 

competition potential. The hierarchy in terms of competing pages (phrase matched) 

is as follow: 

 1,000,000+ – market 

 100,000 - 1,000,000 – mega-niche 

 30,000 - 100,000 – niche 

 < 30,000 – micro niche 

In order to understand what that means, let’s go to the search engine and define 

that more carefully. 

There is very little on the home page of Google. It is a bit of branding and some 

links to several functionalities that Google offers to its users. Google understands 

that until the users enter something, which is an indicative of their interest, then 

Google can’t return anything of any value to them. 

Google is waiting for you to start a search by entering a keyword or key phrase. 

Having entered that keyword, for example golf, Google then does its very best to 

give links to web sites that it believes are highly relevant to that keyword and also 

advertisements that are also relevant to the keyword on the right hand side of the 

page. 



 

Your screen may be different from above, but currently the search for golf returns 

593,000,000 competing pages. This is far too competitive. You could never hope to 

rank for the keyword golf in a short term or possibly long term unless you have a 

considerable amount of expertise and money to spend to optimize for that keyword. 

If you enter golf clubs in Google, you will notice there are about 11,000,000 

competing pages that have the word golf and club somewhere on the page but not 

necessarily together. This is known as the broad match search. 

 

To find out how many pages there are with the word golf and then club together in 

that order, you need to do a phrase-matched search. You need to place the 

keyword “gold club” within quotes. 



 

Google tells there are about 10,900,000 competing pages that have the phrase 

“gold club”  on the page somewhere.  What’s interesting about the difference 

between broad matched and phrase matched search results is that they are very 

similar (11,000,000 vs. 10,900,000). That means if people are using the words golf 

and club on a page, those words are more likely to be together. That’s not always 

true though. 

If you look at the search result for the keyword cavity backed irons (broad-

matched), Google tells there are only about 361,000 pages with the words cavity, 

backed and irons somewhere on the page but not necessarily together. 

 

Again, to find how many pages are optimized for phrase “cavity backed irons” 

exactly in that order, you need to put the key phrase in quotes. Now Google only 

shows there are only 2,280 competing pages. 



 

This is another example of phrase-matched search. The filter is important to us 

because if you have a page which is optimized for the phrase “cavity backed irons,”  

then subject to authority, Google will give preference in the broad-matched 

searches to pages that are optimized in phrase-matched form for that keyword. 

You will learn more about this later in the Thirty Day Challenge. 

The phrase-matched searches can be used to get a sense of how many other web 

sites are specifically optimized for the phrase you might be interested in. 

So, in Thirty Day Challenge, your focus is preferably to find micro-niche keywords, 

which have more than 30,000 competing pages. 

If you are really interested in a particular market and you can’t find any keywords 

that are less than 30,000 but you can find some of them in the range of 30,000 – 

50,000 then you may relax the filter to that level. 

Web page competition is just one major criterion. Another one is traffic. You want 

to be able to find keywords that have preferably more than 80 – 100 searches a 

day. That would be your initial goal. 

In last year’s Thirty Day Challenge, the process to find keywords with sufficient 

traffic and appropriate competing pages was more like a hit-and-miss affair. It is 

also definitely a manual process. You have to go and do a lot of manual searches to 

find it. 

This year, the team develops tool called Market Samurai. You will learn how to do 

this kind of assessment, drilling down to find those keywords using the tool in the 

next lesson for today. 



You’ll see how easy it is using this tool to be able to find keywords that meet the 

traffic and competition criteria. 

Finally, you need to understand how Market Samurai works and how it’s used to 

assess the keyword hierarchy. 

Market Samurai interfaces with the Google External Keyword tool, which basically 

returns a list of related keywords for the initial keyword search. If you enter golf 

into Market Samurai, you’ll get back hundreds of keywords that are determined to 

be related to the starting keyword golf, one of those keywords will be the phrase 

golf clubs. 

Golf clubs sits within the keyword cloud which associated with the starting keyword 

golf. Unfortunately, most of the keywords that come back from that keyword search 

are going to be very general (many one-word keywords). They are also going to be 

very competitive. 

Whilst you may use Market Samurai to get a sense of what some of the mega-niche 

keywords are in the golf market, you are not going to analyze the competition 

potential of those niche keywords using Market Samurai. 

You need to identify a niche or mega-niche keyword that may be interesting to a 

broader market, and then reuse Market Samurai to assess that particular niche 

keyword. The keywords that are going to be returned by Market Samurai will be 

related keywords that are entirely different if your starting keyword is golf clubs 

than if your starting keyword is golf. 

But, the related keywords that come back as the result of golf clubs are going to be 

much more relevant to that specific phrase than the golf search would be. Similarly, 

when you get to answer the micro-niche level, you can even use Market Samurai to 

search for the micro-niche keywords as well. 

You will do that later in the challenge when you’re looking for more keywords to be 

used to broaden exposure to a particular micro niche. 

The next lesson will teach you how to use Market Samurai to drill down into the 

micro-niche area. Please take a very careful note on how to do that because if you 

do that in a way that is explained in the video, you’re not going to have any 

problem at all with Market Samurai. 

If you restrict your searches to be too general, not only you are not going to find 

keywords that meet your traffic and page competition criteria, but you also run the 

risk of getting yourself banned from being able to do Google searches. 



Don’t be too concern about that though, even if you do find yourself temporarily 

banned, that will last in a limited period of time. The best way to using Market 

Samurai is to use it so you don’t get banned at all. That’s why you need to follow 

along with the next lesson. 

 

 

 

 


