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In search engine optimization, one-word keywords still powerful, study says
In the competition to garner search engine traffic, the strategy of using multi-word keyword phrases has attracted increasing interest. Yet a report from search marketing company iProspect.com Inc. shows that Fortune 1000-level companies must target shorter phrases with natural search engine optimization efforts, or risk losing qualified traffic to competitors. 

A review of data mined from iProspect`s data warehouse, which contains natural search engine ranking and traffic data for keywords targeted by iProspect`s Fortune 1000-level clients over the past five years, shows that 88% of natural search engine traffic still is generated by one- and two-word searches. 39% of natural search results clicks to these companies’ sites result from one-word searches, while 49% result from two-word searches, iProspect found. 

Failing to target relevant single keywords in natural search optimization efforts means that companies could risk losing conversions that come from the 39% of search referral traffic that single-word queries drive, iProspect notes. 

Naga Krothapalli, iProspect`s director of business analytics, calls the results of the data review demonstrating the continued power of one-word keywords to these larger companies a surprise. “We expected to see a dramatic increase in the percentage of search referrals being generated by three-, four- and even five-word queries. Though there has been an increase in referrals form multi-word keyword phrases lately, it’s worth noting that one-word searches still generate four out of ten clicks to large companies` web sites,” Krothapalli says. 

IProspect lists possible reasons for this phenomenon, including an increasing number of new and not yet sophisticated search engine users, who may tend to use single-word queries and click on those results. Also driving the findings are the sheer number of searches on branded keywords, particularly in the case of Fortune 100 brands. Having an additional impact on the findings is the number of referrals big brands get on unbranded keywords, simply because a user recognizes the band’s name in search results and chooses to click on that listing over the listings of lesser-known brands, according to iProspect. 
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