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Indeed, small businesses have been racing to get their websites video-capable over the past year - and those same small businesses are spending more on paid search advertising.  According to a new report, small business advertisers spent more than twice as much on paid search and nearly 4 times as many of them reported having video on their website vs. a year ago.

Local online advertising firm WebVisible just released the second installment of their study, “State of Small Business Online Advertising,” which examines trends among their nearly 12000 small business advertisers and represents around $22M in Q4 2009 U.S. small business advertiser spending.

While there are a lot of nuggets of data about where SMBs are headed with online advertising, I thought I would take some time to highlight the aspects of the data that most apply to our readers: video, search, and conversion.

Video Continues to be Both the Present and the Future

In fact, “video capability” was the single fastest growing feature that small businesses added to their website.  In the same quarter of the previous year, only 5% of small business websites had video.  In Q4 of 2009, that number climbed to 19%–four times as many.  That’s rapid growth for just one year.
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I expect this number to jump significantly again in the coming year.  At ReelSEO, we’ve been banging the gong on small businesses embracing video for a long time.  It’s one of the best ways to engage your audience, and is rapidly becoming one of the best ways to position your company in front of those that are seeking out your product or service via search.

Speaking of Search Engines…

There are many findings in the report that might pique your interest.  For example, small businesses seem to be leading the charge on embracing Google’s competitors (Bing, Ask, and Yahoo) for advertising purposes.  The click through rates from 2008 to 2009 may point to one reason why these companies are moving some spend to Bing and Yahoo.  In 2009, the click through rates for Google improved over 2008 by about 32%.  However, for Yahoo, the jump was 123% and Bing went up 109%.  Google still trounces them both on cost-per-click, which can matter greatly assuming similar conversions.



Overall, spending by small businesses on search advertising rose to an average of $2,149—that’s an increase of 111% over Q4 2008 and a jump of 30% over Q3 2009.  No one should be surprised by these numbers, and you can certainly expect to see them climbing again in the next WebVisible report.

Here’s a quote from Kirsten Mangers, the CEO of WebVisible, that is both a statement of the obvious and the most important thing that you (as well as webvisible customers, partners, etc..) can glean from this article:

“These numbers show increased confidence by small businesses in using search to gain leads – and increased ability to turn those leads into sales.”

Conversion Rates are Rising?

Any form of advertising that captures the imagination of cost-conscious local merchants has to be effective.  And by that measure, online video is hot.  It would be tough for the small business to stay in online advertising if they couldn’t see conversions going up as a result.  Small companies rarely have the luxury of throwing money at campaigns for brand awareness.

Which is why these increases in spending are exciting—it shows that online advertising is working for many small businesses.  In my experience, these small business owners rarely make marketing decisions based on gut feelings.  Even when they do, their focus quickly changes away from the novelty of the medium onto measured effectiveness. In the end, it’s usually something quantifiable on the bottom line that informs and guides their spending decisions.

The conversion stats are pretty impressive, with 35.5% of clicks resulting in conversion actions (versus 32% for the previous quarter and 26.6% for the same quarter of the previous year).
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As a side note, keep in mind that it is also true that small business advertisers are becoming more and more sophisticated over time when it comes to tracking and measuring online advertising effectiveness.  This may just be an indication of that welcome trend.

Glance back over the stats I shared above… are you seeing a pattern?  More small businesses are spending their ad dollars online, implementing online video and targeting search… which is leading to better click through rates and higher conversion rates.  For us, it is affirmation that the advice we’ve been giving for years is becoming more widely accepted and is proving to be successful.

Summary & Takeaways for Small Businesses:

1) Get video on your website. There’s not a single business I’ve met that can’t find a way to use video to improve customer relations, branding, or profits.  When small businesses are racing to get their websites video-capable, you know it has officially moved from gimmicky entertainment to a legitimate business tool.

2) Remove the blinders and consider using going beyond Google for some of your search ad spend.  The click-through-rates may be rising faster on these engines, and there is certainly evidence to suggest that conversions for certain types of small businesses are higher on the secondary engines than on Google.  But at the very least: try advertising on search engines!

3) Finally, don’t let your advertising efforts and your new found passion for video blind you from the most important conversion piece in the entire chain:  your own website. Make it video capable, make it pretty, and make it useful.  While video and search can be huge wranglers of traffic to your site, they are only part of the conversion process.  You haven’t really helped your business until the conversion action takes place.

Search and video will definitely work to help market your business online.  But they are only pieces of the puzzle.  As most small business owners know all too well, at the end of the day you still have to have an attractive, useful product or service.  If you skip that step… all the fancy web marketing in the world won’t save you.        As seen on:  http://www.reelseo.com/video-small-business-advertisers/
