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LEGAL DISCAIMER 

 
 
THE INFORMATION CONTAINED IN THIS MATERIAL (INCLUDING, BUT NOT LIMITED TO ANY MANUALS, CDS, RECORDINGS, MP3S OR OTHER CONTENT IN 
ANY FORMAT) IS BASED ON SOURCES AND INFORMATION REASONABLY BELIEVED TO BE ACCURATE AS OF THE TIME IT WAS RECORDED OR CREATED. 
HOWEVER, THIS MATERIAL DEALS WITH TOPICS THAT ARE CONSTANTLY CHANGING AND ARE SUBJECT TO ONGOING CHANGES RELATED TO 
TECHNOLOGY AND THE MARKETPLACE AS WELL AS LEGAL AND RELATED COMPLIANCE ISSUES. THEREFORE, THE COMPLETENESS AND CURRENT 
ACCURACY OF THE MATERIALS CANNOT BE GUARANTEED. 
 
THESE MATERIALS DO NOT CONSTITUTE LEGAL, COMPLIANCE, FINANCIAL, TAX, ACCOUNTING, OR RELATED ADVICE. THE END USER OF THIS 
INFORMATION SHOULD THEREFORE USE THE CONTENTS OF THIS PROGRAM AND THE MATERIALS AS A GENERAL GUIDELINE AND NOT AS THE ULTIMATE 
SOURCE OF CURRENT INFORMATION AND WHEN APPROPRIATE THE USER SHOULD CONSULT THEIR OWN LEGAL, ACCOUNTING, TERMS OF SERVICE FOR 
MENTIONED SERVICES OR OTHER ADVISORS. 
 
ANY CASE STUDIES, EXAMPLES, ILLUSTRATIONS ARE NOT INTENDED TO GUARANTEE, OR TO IMPLY THAT THE USER WILL ACHIEVE SIMILAR RESULTS. IN 
FACT, YOUR RESULTS MAY VARY SIGNIFICANTLY AND FACTORS SUCH AS YOUR MARKET, PERSONAL EFFORT AND MANY OTHER CIRCUMSTANCES MAY AND 
WILL CAUSE RESULTS TO VARY. THE INFORMATION PROVIDED IN THIS PRODUCT IS SOLD AND PROVIDED ON AN “AS IS” BASIS WITHOUT ANY EXPRESS OR 
IMPLIED WARRANTIES, OF ANY KIND WHETHER WARRANTIES FOR A PARTICULAR PURPOSE OR OTHER WARRANTY EXCEPT AS MAY BE SPECIFICALLY SET 
FORTH IN THE MATERIALS OR IN THE SITE. IN PARTICULAR, THE SELLER OF THE PRODUCT AND MATERIALS DOES NOT WARRANT THAT ANY OF THE 
INFORMATION WILL PRODUCE A PARTICULAR ECONOMIC RESULT OR THAT IT WILL BE SUCCESSFUL IN CREATING PARTICULAR MARKETING OR SALES 
RESULTS. THOSE RESULTS ARE YOUR RESPONSIBILITY AS THE END USER OF THE PRODUCT. 
 
IN PARTICULAR, SELLER SHALL NOT BE LIABLE TO USER OR ANY OTHER PARTY FOR ANY DAMAGES, OR COSTS, OF ANY CHARACTER INCLUDING BUT NOT 
LIMITED TO DIRECT OR INDIRECT, CONSEQUENTIAL, SPECIAL, INCIDENTAL, OR OTHER COSTS OR DAMAGES, IN EXCESS OF THE PURCHASE PRICE OF THE 
PRODUCT OR SERVICES. THESE LIMITATIONS MAY BE AFFECTED BY THE LAWS OF PARTICULAR STATES AND JURISDICTIONS AND AS SUCH MAY BE 
APPLIED IN A DIFFERENT MANNER TO A PARTICULAR USER. THE RIGHT TO EVALUATE AND RETURN THIS PRODUCT IS GUARANTEED (PLEASE REFER TO 
THE TERMS OF THE GUARANTEE). 
 
THEREFORE, IF THE USER DOES NOT AGREE TO ACCEPT THE PRODUCT OR SERVICES ON THESE TERMS, THE USER SHOULD NOT USE THE PRODUCT OR 
SERVICES. INSTEAD, THE PRODUCT AND ALL RELATED MATERIALS SHOULD BE RETURNED IMMEDIATELY TO THE SELLER AND THE USER’S MONEY WILL 
BE REFUNDED. IF THE USER DOES NOT RETURN THE MATERIALS AS PROVIDED UNDER THE GUARANTEE, THE USER WILL BE DEEMED TO HAVE 
ACCEPTED THE PROVISIONS OF THE DISCLAIMER. 
 

 
EARNINGS DISCLAIMER 

 
ANY INCOME OR EARNINGS STATEMENTS ARE ESTIMATES OF INCOME POTENTIAL ONLY, AND THERE IS NO ASSURANCE THAT YOUR EARNINGS WILL 
MATCH THE FIGURES WE PRESENT. ANY INCOME OR EARNINGS DEPICTED ARE NOT TO BE INTERPRETED AS COMMON, TYPICAL, EXPECTED, OR NORMAL 
FOR THE AVERAGE STUDENT. WE CAN MAKE NO GUARANTEES AS TO YOUR INCOME OR EARNINGS OF ANY KIND, AT ANY TIME. 
 
WHERE SPECIFIC INCOME FIGURES ARE USED, AND ATTRIBUTED TO AN INDIVIDUAL OR BUSINESS, THOSE PERSONS OR BUSINESSES HAVE EARNED THAT 
AMOUNT. BUT, THERE IS NO ASSURANCE THAT YOUR EARNINGS OR INCOME WILL MATCH THOSE FIGURES, OR THAT YOU WILL MAKE ANY MONEY AT ALL. 
 
ANY AND ALL CLAIMS OR REPRESENTATIONS AS TO INCOME EARNINGS MADE ON OUR WEB SITES OR IN OUR MATERIALS OR INFORMATION ARE NOT TO 
BE CONSIDERED AS AVERAGE EARNINGS. TESTIMONIALS ARE NOT REPRESENTATIVE. THERE CAN BY NO ASSURANCES THAT ANY PRIOR SUCCESSES, OR 
PAST RESULTS, AS TO INCOME EARNINGS, CAN BE USED AS AN INDICATION OF YOUR FUTURE SUCCESS OR RESULTS. 
 
ALL PRODUCTS AND SERVICES OF OUR COMPANY ARE FOR EDUCATIONAL AND INFORMATIONAL PURPOSES ONLY. 
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We ALL know that to get your listings seen on Etsy, we must 
choose the right Keyword phrases and tags for our listings.  
 
HOWEVER, getting your Etsy offers “seen” is not enough… 
We must also user our keywords to get our listings seen by 
people who actually want to BUY our item once they see it! 
 
In other words, we need to be using our listing Keywords 
and tags to NOT ONLY get our listings showing up in search 
results, BUT ALSO TO LASER target precise Etsy audiences; 
audiences that are precisely interested in BUYING what they 
click on! 
 
DO THIS, and your “conversion rates” (and sales) will 
skyrocket. This guide is aimed at getting you started on the 
right foot targeting specific audiences on ETSY using 
keywords and tags. 
 
  
Let's get started!  



Using “Marmalead” To Analyze Your Current Tags & 
Keywords: 
 
You want to start by using Marmalead to analyze your tags 
and keywords. Why?... Simple… You need to see what’s 
working and what’s not.   
 
NOTE: The details of how to use Marmalead can be found 
here.  
 
A lot of times, beginners are seeing low to no sales on Etsy 
in spite of having a good number of views of their listing(s), 
great descriptions, photos and persuasive copy… and the 
reason why (a lot of times) is they're targeting the wrong 
buyers with the wrong tags & keywords.  
 
For example, one common mistake is picking tags that are 
very “broad” and thus very competitive. Let’s face it. If your 
tag is “funny mug” it means your chance of showing up in 
search at all is slim to none (because this keyword is so 
highly popular/competitive) AND…  
 
It also means that if you DO show up in search (for example 
if your listing is NEW – Etsy gives a search boost to “new” 
listings…), you are still unlikely to make a sale as your 
AUDIENCE is too broad… Your ‘funny mug’ might be funny 
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to a mom looking for a funny mug but not a nurse looking 
for a funny mug, a dad looking for a funny mug, a cat lover 
looking for a funny mug, an engineer looking for a funny 
mug, etc. In other words, our ‘targeting’ has to be tighter 
than just “funny mug”. 
 
SIDE NOTE: If you are making use of ETSY ADS (which also, 
by definition, targets specific keywords), broader keywords 
cost MUCH MUCH MORE per click with, as said, lower 
conversion rates. Targeting very tightly results in much 
lower costs per click AND higher conversion rates, 
 
Realize that broader keywords have a lot higher search 
competition which means less chance of being seen AND 
broader keywords also target broader audiences which 
means, even if seen, a lower chance people will be 
interested specifically in what you are offering.  
 
Understanding this basic principle will tremendously help 
you in selecting the right keywords and tags for your Etsy 
listings.  
 
Let’s look at a specific example. 
 
Suppose that you are selling wedding items. Let’s say that 
one of the items you offer is a printable wedding planner 



that you sell for $5. Using the key word “wedding” (either to 
place organically OR to advertise) would be a mistake. 
 
The Etsy search term “wedding” has over 6 million listings.  
 
So, you're competing with 6 million people/listings to place 
on Etsy’s 1st page AND, in the case of advertising, the cost 
per click for “wedding” is 90 cents per click. In other words, 
if 5 people clicked on your advertised listing and 1 buys, 
you’ve spent $4.50 to make $5 in sales…after Etsy fees, 
you’re losing money!  
 
So, you want to make sure that your targeted keywords are 
not broad but rather, very specific. Target longer phrases 
rather than single words. 
 
The quickest way to do this, as said, is to use “Marmalead” 
to tell you the competition, the search volume and the 
engagement. For various keyword phrases. Marmalead can 
also be used to discover additional new low competition 
tags or keywords.  
 
You want low competition phrases but that also have 
sufficient search volume.  
 
 

http://marmalead.com/stuartrecommends
http://marmalead.com/stuartrecommends


You should be using Marmalead to go through each listing 
and make sure that you're NOT using keywords that are too 
competitive. Again, you can see how to do that here. 
 
NEXT, you want to start using keywords that MORE 
PRECISELY target your ideal customer(s). 
 
 
 
Targeting Your Audience More Precisely by Using Long Tail 
Keywords.  
 
The KEY to success is to be sure to use longer MULTI-WORD 
phrases rather than single word phrases. This was eluded to 
above.  
 
The reason you want to use long tail keywords is because 
they target your audience much more specifically. You want 
to go after people who are actually looking for your exact 
product.  
 
THINK ABOUT who your ideal customer is and how you 
would target that person. 
 
Let’s look at a specific case… 
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Let’s use the same “wedding” example as above. We 
wouldn’t want to just target people searching “wedding” 
but rather people who are specifically looking for “printable 
wedding planners”. The latter search phrase is much more 
specific and much better matches what people searching 
that phrase are actually looking to buy. 
 
 
So, you need to take a look at your tags. Remove any tags 
that are too broad and not really targeting your ideal 
customer. Same with your keywords. 
 
For another example, consider if you are selling running 
shoes for women. If you use only the word “shoes” as one 
of your tags, you are targeting much too broadly… You’re 
targeting people looking for ballet slippers, high heels, 
men’s dress shoes, baby shoes and on and on and on…. 
 
There's over 684,000 people using the word shoes on their 
listings! 
 
And… If you are advertising, your cost per click on ETSY 
would be 65 cents. Ouch! 
 
This is why many beginners ask, “Why are my views so low / 
so costly / NOT CONVERTING? 



 
The few people who are clicking aren’t buying because 
you're showing your products mostly to the wrong people.  
 
You're not showing it to people that are actually searching 
for “women's running shoes”. Phrases like “woman's 
athletes’ shoes”, or “women’s shoes for the gym” are other 
very specific keyword phrases that would be better than 
just “shoes”. 
 
Again, to come up with good long tail keyword phrases, you 
want to define your ideal customer. In this case, our ideal 
customer is a woman…but more than that, it’s a woman 
that likes to walk or run, work out or be athletic.  
 
Thus, you’d want to use Marmalead to check out phrases 
like, woman walking shoes, or woman running shoes, 
woman's athletic shoes, woman’s gym shoes, etc. 
 
The nice thing about good long tail keyword phrases is, not 
only will you get more organic traffic (and in the case of ads, 
get much cheaper clicks), your conversion rates and sales 
will explode. 
 
You will start making considerably more money because 
now you're showing your products to the right individuals 
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who are actually LOOKING TO BUY them versus somebody 
who just typed in the word “shoes” only to look around.  
 
 

Conclusion: 

REMEMBER that we always want to be selecting and using 

keyword phrases and tags that are longer, have lower 

competition (yet good search volume), and precisely target 

out ideal customers. 

 

Success on Etsy depends on a number of factors… Good 

enticing descriptions, attractive photos, quality products, 

AND GOOD KEYWORDS/TAGS. To achieve the latter, we 

need to be constantly evaluating, testing and improving on 

our targeting of our ideal customer(s)! 

 

This doesn’t take much time and yet can pay off BIG. It can 

be the difference between few to no sales and HUGE SALES.  

 

Happy selling! 

Bart & Stuart 

  


