
HOW TO SEM

Often wrongly used interchangeably, SEO and SEM are two different marketing channels that businesses can

use to reach their target audiences on search engines.

What’s the difference between SEM and SEO?

● Search Engine Optimisation (SEO) is an essential tactic for brands that want to drive website traffic

and grow their online visibility. Search engine marketing (SEM) is a digital marketing strategy used to

increase the visibility of a website in search engine results pages (SERPs). Search engine marketing is

also alternately referred to as paid search or pay per click (PPC).

● Arguably, they both sound like the same thing, but in reality, these are two very different approaches

to becoming visible on the SERPs.

Many brands use paid search to increase brand awareness, increase the number of email sign-ups, to

generate leads and convert visitors to customers.

● Overall, the main difference between SEM vs. SEO is that SEM is a paid strategy and SEO is an organic

strategy.

Why is SEM Important?

● With an increasing number of consumers researching and shopping for products online, search

engine marketing has become a crucial online marketing strategy for increasing a company’s reach.

● In fact, the majority of new visitors to a website find it by performing a query on a search engine.

● In search engine marketing, advertisers only pay for impressions that result in visitors, making it an

efficient way for a company to spend its marketing dollars. As an added bonus, each visitor

incrementally improves the website’s rankings in organic search results.

● Since consumers enter search queries with the intent of finding information of a commercial nature,

they are in an excellent state of mind to make a purchase, compared to other sites such as social

media where users are not explicitly searching for something.

● Search marketing reaches consumers at exactly the right time: when they are open to new

information. Unlike the majority of digital advertising, PPC advertising is non-intrusive and does not

interrupt their tasks.

● Results are immediate with SEM. It is arguably the fastest way to drive traffic to a website.

How SEM Works?

● Search engines use complicated algorithms to ensure the most relevant results are returned for each

search, including location and other available information.

● In paid search advertising, sponsored ads appear at the top of and on the side of search engine

results pages to gain more visibility and prominence than the organic results.

● Let’s say that you are a customer looking for a product or service online. You go to a search engine

and type in your search terms (also known as keywords). In your search results page, you will come

across various company ads whose keywords match the keywords in your search.
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● These ads appear in prominent locations on the page - along with the other search listings that

match your keywords. The paid listings are highly relevant to your specific search, making it likely

that you will click on them.

● SEM networks are self-serve operations. Once a marketer selects a network, he or she can get a

campaign up within a short period of time.

When setting up a campaign within an SEM network, the marketer is prompted to:

● Conduct keyword research and select a set of keywords related to their website or product.

● Select a geographic location for the ad to be displayed within.

● Create a text-based ad to display in the search results.

● Bid on a price they are willing to pay for each click on their ad.

Text-only ads are easy to produce. Marketers enter a headline, text for the body of the ad, a call-to-action

and a URL for the hyperlink.

The Benefits of SEM

● While with SEO, it can often take months to see real results, with SEM, you can be driving clicks and

conversions in a very short period of time.

● You can take full control over when ads show and who they show to, making the channel perfect for

testing out new strategies, sending traffic to a sale, or for accelerating traffic during quieter periods.

● The reality is that SEO and SEM shouldn't be seen as channels in isolation and, ideally, should be seen

as two parts of a larger digital strategy that drives visibility, traffic, and conversions from the search

engines.

Google Ads

● Google AdWords is actually two networks: Google Search Network and Google Display Network. The

first network consists exclusively of search-related websites owned by Google, while the second

includes properties such as YouTube, Blogger and Gmail. Bing Ads allows customers to buy ads on

both Yahoo's network of websites and Bing’s network.

● While Google Ads is a much larger network (around 2x the size), the pricing is often lower on Bing

Ads. Marketers may be able to get a better rank for a competitive keyword phrase for less than they

get on Google. And some report that the clickthrough rates are higher as well.

● With Google Ads, brands conduct keyword research and create campaigns that target the best

keywords for their industry, products, or services. When users search for those keywords, they see

the custom ads at the top or bottom of SERPs. The brand is charged each time a user clicks on the ad.

A/B Testing

● Since you are already making an investment in search engine marketing to bring traffic to your

website, it is a worthwhile effort to optimize that traffic for conversions and increase the efficiency of

your spending.

● A/B testing your landing pages is an easy way to maximise your spend, either by optimising for

average order value or revenue per page. A/B testing (also known as split testing or bucket testing) is

a method of comparing two versions of an audience or webpage against each other to determine

which one performs better. A/B testing is essentially an experiment where two or more variants of a

Copyright © 2021 Sparrowly Group - All Rights Reserved 2



page are shown to users at random, and statistical analysis is used to determine which variation

performs better for a given conversion goal.

● Optimising your landing page can increase your Quality Score with search engine marketing

networks, thus reducing your average CPC.

SEO or SEM - Which Should You Use?

The answer to this question is plain and simple; it depends on:

● What your specific goal is - If you want to drive quick traffic to a sale, test a new offer, or kickstart a

slow month, SEM should be your choice. If you want to drive long-term growth, SEO may be

preferable.

● Your existing performance - If you already have strong organic visibility, SEM could be a great way to

supplement this with additional visibility.

● Your margins - In some cases, once you take into account high click costs and low product margins, it

doesn't make sense to run SEM. In cases like this, SEO is likely the channel to drive much stronger

returns. It is worth estimating the CPC (cost-per-click) that you need to pay with the PPC keyword

tool and to understand what your conversion rate would need to be to make a profit.

● Consider the lifetime value of your customer - When using SEM, you can find that higher LTV

(Customer Lifetime Value) accounts for higher click costs. But a lower LTV may mean that SEO comes

up as a stronger strategy.

Source - https://blog.alexa.com/sem-vs-seo/

Copyright © 2021 Sparrowly Group - All Rights Reserved 3

https://www.semrush.com/keyword-tool/
https://www.semrush.com/keyword-tool/
https://blog.alexa.com/sem-vs-seo/


These two powerful marketing channels together open up a wealth of opportunities to drive growth from

potential customers who are searching for businesses just like yours. When you combine SEO and SEM, you

have the ability to integrate the channels and:

● Use data insights from your SEM strategy to supercharge your SEO approach, including gaining

valuable insights into expected conversion rates, performance at a keyword level, estimates around

traffic opportunities, and more. In this respect, think of SEM as a testing-bed for SEO.

● You can make your SEO efforts work harder by creating remarketing campaigns as part of your SEM

strategy to reach those that previously didn't convert into customers. You can target them with

search ads, display ads, and more.

● You can take over the SERPs by combining these two tactics, and make sure you are visible both in

the ads space and organic listings.

The reality is that, for most businesses, a successful search strategy should see you integrating both SEO and

SEM.
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