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Managing PPC bids effectively is crucial to
running a successful advertising campaign for RV
dealers. The right bidding strategy can make or
break a campaign by controlling how much you
pay per click, impacting your return on ad spend
(ROAS), and ensuring you’re not wasting your
budget on clicks that don’t convert. Bid
management can be challenging without a
structured approach, but this PPC Bid
Management Cheat Sheet will guide you
through the best practices for managing and
optimizing your bids to maximize performance.

Introduction: Why PPC Bid Management
Matters

For RV dealers, every dollar spent on PPC
advertising needs to deliver a return. Proper bid
management helps you:



. Optimize for conversions by targeting high-
intent users.

. Control your budget by minimizing
overspending on low-performing keywords.

. Increase your ROAS by focusing on keywords
and ads that drive results.

Without careful bid management, RV dealers
could waste valuable budget on clicks that don’t
result in leads or sales.

Section 1: Understanding the Basics of Bidding

Google Ads offers several bidding strategies,
each designed to meet different campaign goals,
from driving traffic to generating conversions.
Selecting the right bidding strategy for your RV
dealership is crucial for ensuring your ads
perform well.

Common PPC Bidding Strategies for RV
Dealers:



1. Manual CPC Bidding: This strategy gives
you full control over how much you bid for
each keyword. You can adjust your bids
based on performance, competition, and
your campaign goals. This is ideal when you
need tight control over your ad spend.

. BestUse: When you want to test different
bid levels or when dealing with a limited
budget.

2. Target CPA (Cost-Per-Acquisition): This
automated strategy adjusts bids to get as
many conversions as possible within your
desired CPA. If your goal is lead generation,
such as capturing inquiries or scheduling test
drives, this strategy is highly effective.

. Best Use: When your primary goal s to
lower the cost of acquiring new leads or
customers.



3. Maximize Conversions: This strategy
uses automated bidding to maximize the
number of conversions your campaign
receives within a set budget.

. BestUse: For campaigns focused on
high-volume lead generation where
conversion tracking is in place.

4. Enhanced CPC (eCPC): eCPC is a semi-
automated strategy that adjusts your manual
bids based on the likelihood of a conversion,
allowing Google to raise or lower your bids in
real-time.

. Best Use: When you want some control
over bids but also leverage automation to
optimize for conversions.

5. Maximize Clicks: This strategy sets bids
to get as many clicks as possible within your
budget, making it ideal for driving traffic.



. Best Use: When the goal is increasing site
visits rather than focusing strictly on
conversions.

Section 2: Setting Your Initial Bids

When setting your initial bids, you’ll need to
consider factors like keyword competitiveness,
your budget, and your campaign goals. Setting
bids too low could mean your ads aren’t shown,
while setting them too high could quickly drain
your budget without generating results.

Steps for Setting Initial Bids:

1. Keyword Research: Start by conducting
thorough keyword research using tools like
Google Keyword Planner or SEMrush to
identify the average CPC for your target
keywords. RV-related keywords like “Class A
motorhomes” or “RV financing” may have



higher competition, so be prepared to set
competitive bids.

2. Start Conservative: If you’re new to PPC
or testing a new campaign, start with
moderate bids and monitor performance.
Adjust bids up or down based on
performance data over time.

3. Focus on High-Intent Keywords: Bid
higher for keywords that demonstrate strong
purchase intent, such as “buy new RV near
me” or “Class A motorhome sale,” since
these users are more likely to convert.

Pro Tip: Use Google Ads’ Bid Simulator tool to
estimate how different bid amounts might
impact your campaign’s performance.

Section 3: Adjusting Bids Based on
Performance



Once your campaign is running, you’ll need to
continually monitor performance and adjust bids
to optimize results. Bids should be adjusted
based on metrics such as CTR (click-through
rate), conversion rates, and CPC.

Best Practices for Bid Adjustments:

1. Focus on High-Performing Keywords: If
certain keywords are driving a high volume of
conversions at a low cost, consider
increasing your bids to ensure your ads stay
competitive.

- Action: Regularly check your Search
Terms Report to see which keywords are
generating leads and adjust your bids
accordingly.

2. Pause Low-Performing Keywords: If
certain keywords are generating clicks but not
conversions, reduce bids or pause them



altogether. This will help prevent wasted ad
spend.

- Action: Use conversion data to identify

underperforming keywords and reduce or
eliminate bids for those terms.

3. Adjust Bids by Device: If you notice that
users on mobile devices are converting at a
higher rate than desktop users, consider
adjusting your bids for mobile traffic.

- Action: Review performance by device in

Google Ads Reports and adjust bids
accordingly.

4. Use Time-Based Adjustments: If your
ads perform better during certain times of the
day or week (e.g., evenings or weekends when
potential buyers have more free time), adjust
your bids to capitalize on these peak times.

- Action: Set up ad scheduling to increase
bids during high-converting hours and



reduce bids during low-performing
periods.

Section 4: Monitoring Bid Strategy
Performance

Monitoring your bid performance is crucial to
ensure your strategy is working as intended and
delivering the desired results.

Key Metrics to Monitor:

1. CPC (Cost-Per-Click): If your CPC is too
high without corresponding conversions, you
may need to lower your bids or adjust your
keyword strategy.

2. Conversion Rate: Your conversion rate
tells you how many users who clicked on your
ad took a desired action (e.g., filling out a
form, calling the dealership). A high
conversion rate with a low CPC means your
bids are well-optimized.



3. CTR (Click-Through Rate): A high CTR
indicates that your ads are relevant to your
target audience, while a low CTR could
suggest that you need to improve your ad
copy or targeting.

4. Quality Score: Google uses quality
scores to determine how relevant and useful
your ads are to users. A higher quality score
can lead to lower CPCs and better ad
placements.

Pro Tip: Use Google Ads’ Auction Insights tool
to see how your ads perform compared to
competitors and identify opportunities to
increase bids on keywords where you’re losing
out on impressions.

Section 5: Leveraging Automated Bidding

As your campaign grows, manual bid
adjustments can become time-consuming.



Automated bidding strategies allow Google’s
algorithms to optimize your bids in real-time
based on various factors, including user behavior,
device, and time of day.

Best Automated Bidding Strategies for RV
Dealers:

1.  Target CPA: For lead generation
campaigns, this strategy helps ensure that
your bids are set to achieve a specific cost
per acquisition, such as booking a test drive
or submitting a quote request.

2. Maximize Conversions: This strategy
automatically adjusts bids to maximize the
number of conversions you receive within
your set budget, making it ideal for
campaigns focused on lead volume.

3. Enhanced CPC: Use this strategy to let
Google automatically adjust your manual
bids based on the likelihood of a conversion.



It’s a great option for balancing control with
automation.

Optimizing Your PPC Bid Management for RV
Dealers

Effective bid management is essential for
maximizing your PPC campaign performance
and ensuring you get the best return on your ad
spend. By understanding different bidding
strategies, setting the right initial bids, and
continuously adjusting bids based on
performance data, RV dealers can optimize their
campaigns for success.

Key Takeaways:

. Start with moderate bids and adjust based
on performance metrics like CTR, conversion
rates, and CPC.

. Use automated bidding strategies like
Target CPA or Maximize Conversions to



optimize bids without the need for manual
adjustments.

. Monitor bid performance regularly to ensure
your ads are driving conversions at a
reasonable cost, and pause or adjust bids for
underperforming keywords.



Achieve Your Business Goals

We Deliver End-to-End E-commerce and Marketing
Solutions that Help Companies Accelerate Growth

At Big Canoe Digital, we partner with businesses to
craft tailored e-commerce and marketing strategies
that drive results. Whether you need help with PPC
campaigns, SEQO, social media, or a new website,
our expert team is ready to guide you toward
success.

Partner with us today to unlock the full potential of
your marketing efforts and take your business to the
next level.

website: BigCanoeDigital.com
email: hello@bigcanoedigital.com
office: 877-338-3006

Contact us and let’s grow together!


https://bigcanoedigital.com/
mailto:hello@bigcanoedigital.com

