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Is the level of
competition in 
a range I can 
successfully
target? (1)

Maybe the keyword
is too specific.
If it’s multiple 

words take one
off and try again. (2)

YES NO

Maybe the keyword
is too broad. Try

adding a word to make 
it more specific. (4)

Take a quick look
 at the Sample Listings 

table. Does my 
Days to Ship

look favorable? (3)

Do the photos of 
competing listings 

look like a good 
fit for my product? 

Will I look favorable?

Make it a priority
to improve your
processing times

and move on to a yes.

Is it because
 your photos need 
improvement? (5)

Am I happy
where the Budget, 

Midrange, and 
Premium price 

ranges are? Does 
my product fit 

where I think it 
should? Example: 
If I want to be a 

high quality 
competitor, 
am I priced 
properly?

Make it a priority 
to redo your

photos and move
on as a YES.

Perhaps you can
re-price or modify 

your product so
 it’s a better fit. (6)

Congratulations!
You have a 

keyword worth
trying! 

Are monthly
Etsy searches and 

Engagement at
least five bars?  

YES NO

YES NO

YES

YES
NO
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(1) Some shops can compete for more competitive keywords than others. This is 
because Etsy uses a Listing Quality and Shop Quality Score in their search. Basically this 
means that once your listing has a track record of success, you can gradually increase 

the competition level of the keywords you target. 

(2) Sometimes if a keyword is too specific, then it isn't obvious enough to shoppers. 
You're often looking for the sweet spot of obvious enough to shoppers, yet not too 

obvious that every other shop on the internet is using it. An example of very specific is 
"silver starfish charm jewelry for her". To make it a little less specific, remove a couple 

words, "silver starfish jewelry".

(3)  In the Sample Listings table there’s a column for Days to Ship. This column shows 
you if you’re getting your products in the mail faster or slower than your competition.
Shoppers can filter search results for listings that ship in 1 or within 3 business days. 

Buyers are more likely to buy products that ship quickly. 

(4) To take a super broad example that would be ultra competitive, "gift". If you're trying 
to target gift, you have a ton of competition. Maybe you can narrow it down a bit though. 

Maybe your product is a great "bridesmaid gift". Adding more specific words to your 
keyword will narrow it down and usually bring down the level of competition.

(5) Photos are very important to your listing. Your primary photo is most important 
because it determines whether or not a customer is going to click your listing to see 
more of it. You want to make sure your photos look at least as good as the others 

coming up in search, ideally better than the others!

(6) Pricing is often overlooked by sellers, yet buyers are very attune to it whether or not 
they realize it. Price higher than average and you're considered a premium high quality 
product, price average and you're considered one of the crowd, price low and you’ll be 

considered the low cost basic option. Price appropriately because it matters. For 
example: if you're underpricing a premium product, your buyer will think something is 
wrong. Imagine I tried to sell you a brand new iPhone for 1/10th the store cost. What

 are the chances you’d buy the phone?


