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Effective bid management is essential to running
a successful PPC campaign for RV parks and
resorts. Proper bid management allows you to
control how much you're willing to spend on
specific keywords, ad placements, or audiences,
which in turn impacts your ad's performance,
positioning, and ultimately, the number of
conversions you receive. Mismanaging bids can
lead to overspending or missing out on valuable
opportunities to reach potential guests.

In this PPC Bid Management Cheat Sheet, we’ll
outline the key strategies and best practices for
managing and optimizing bids to get the most out
of your PPC campaigns.

Section 1: Why Bid Management is Critical

Bidding is at the core of PPC advertising. The
amount you bid on keywords or placements
determines your ad rank, which influences the



likelihood of your ad appearing in front of
potential customers. For RV parks and resorts,
managing bids effectively ensures that your ads
appear at the right time, to the right audience,
without overspending on clicks that don’t
convert.

Key Benefits of Bid Management:

1. Optimizes Ad Spend: Proper bid
management prevents you from wasting your
budget on clicks that are unlikely to convert,
helping you maximize your return on
investment (ROI).

2. Improves Ad Rank: Higher bids increase
your chances of securing top ad placements,
but only if they’re aligned with quality scores
and relevance.

3. Increases Conversions: Optimizing bids
based on performance allows you to spend
more on keywords, placements, and



audiences that are likely to drive bookings
and reservations.

Section 2: Types of Bidding Strategies for RV
Parks and Resorts

There are several bidding strategies available in
platforms like Google Ads and Facebook Ads,
each suited to different campaign goals. Here’s a
breakdown of common strategies and when to
use them:

1. Manual CPC Bidding

Manual CPC (cost-per-click) bidding gives you
complete control over how much you bid for each
keyword or ad placement. You set maximum bids
for each click, which means you can adjust your
bids based on performance.

. When to Use: Manual CPC is best used when
you have experience with PPC and want full
control over your bids. It's ideal for testing



keywords and gaining insights into which
terms are performing well.

. Actionable Tip: Start with manual bidding
when launching a new campaign or ad group,
so you can adjust your bids based on data.

2. Target CPA (Cost-Per-Acquisition)

Target CPA is an automated bidding strategy that
aims to get as many conversions as possible at
your target cost per acquisition. You set your
desired CPA, and Google adjusts bids in real-time
to meet this goal.

. When to Use: Use Target CPA if your primary
goal is to increase bookings or leads and
you’re comfortable letting Google adjust bids
for you.

. Actionable Tip: To maximize the
effectiveness of Target CPA, make sure your
conversion tracking is properly set up and



you're tracking meaningful actions like
bookings or inquiries.

3. Maximize Conversions

Maximize Conversions is an automated bidding
strategy that seeks to drive as many conversions
as possible within your set budget. This strategy
is ideal for campaigns focused on lead generation
or reservations.

. When to Use: Use this strategy when you
have a fixed budget and want to focus on
generating as many conversions as possible,
regardless of the cost per conversion.

. Actionable Tip: Ensure that your landing
pages and website are optimized for
conversions to get the most out of this
strategy.

4. Enhanced CPC (ECPC)

Enhanced CPC automatically adjusts your
manual bids based on the likelihood of a click



leading to a conversion. Google increases or
decreases your bid to maximize the chances of a
conversion while staying within your set budget.

. When to Use: ECPC is a great option if you
want to combine the control of manual

bidding with the optimization of automated
bidding.

. Actionable Tip: Use ECPC to bid higher on
high-performing keywords and lower on low-
performing ones, while still maintaining some
control over your bids.

5. Maximize Clicks

Maximize Clicks is an automated strategy where
Google adjusts bids to get as many clicks as
possible within your set budget. It’s focused on
driving traffic to your website.

. When to Use: Use Maximize Clicks if your
goal is to increase traffic and brand
awareness rather than conversions.



. Actionable Tip: Maximize Clicks is often used
for top-of-funnel campaigns aimed at
increasing site visits rather than focusing on
direct bookings.

Section 3: Setting Initial Bids for RV Parks and
Resorts

When launching a PPC campaign for your RV park
or resort, it’s important to set your initial bids
strategically. Too low, and your ads may not
appear; too high, and you risk overspending
without generating enough bookings to justify the
cost.

Steps for Setting Initial Bids:
1. Research Keyword Costs:

- Use tools like Google Keyword Planner
or SEMrush to identify the average CPC
for relevant keywords in your industry. For
RV parks and resorts, keywords like



“luxury RV parks,” “family-friendly RV
camping,” or “RV resorts near [City]” can
have varying CPCs depending on
competition and location.

Start with Moderate Bids:

- When launching a new campaign, start
with moderate bids that fall in the middle
of the suggested range for your target
keywords. This allows you to gather data
without overcommitting your budget.

Prioritize High-Intent Keywords:

- Bid higher on keywords that indicate
strong purchase intent, such as “book RV
resort near [City]” or “RV park
reservations.” These keywords are more
likely to drive conversions.

Monitor and Adjust:

- After the first few weeks of your
campaign, monitor your bids closely and



adjust based on performance. Increase
bids on keywords that are generating
bookings, and decrease bids on keywords
that aren’t delivering results.

Section 4: Ongoing Bid Adjustments

Bid management is not a set-it-and-forget-it task.
To maximize the performance of your PPC
campaigns, you need to continuously adjust your
bids based on data.

Best Practices for Ongoing Bid Adjustments:
1. Analyze Performance by Device:

- If mobile users are more likely to book a
stay at your RV park or resort, consider
increasing your bids for mobile traffic.
Alternatively, decrease bids for devices
that aren’t performing well.

- Actionable Tip: Use device bid
adjustments in Google Ads to allocate



more budget to the best-performing
devices.

Use Dayparting (Ad Scheduling):

Dayparting allows you to adjust your bids
based on the time of day or day of the
week when your ads perform best. If you
notice that most of your bookings occur in
the evenings or on weekends, increase
bids during these times.

Actionable Tip: Review your ad
scheduling report in Google Ads to
identify peak times and adjust bids
accordingly.

Adjust Bids by Location:

If you’re targeting a wide geographic area,
you may find that some locations perform
better than others. Increase bids for
regions that generate high conversions,
and decrease bids for areas that don’t.



- Actionable Tip: Use location bid
adjustments to allocate more of your
budget to high-performing geographic
areas.

4. Bid Higher on High-Performing
Keywords:

- Regularly review your keyword
performance and increase bids on
keywords that are driving a high volume of
bookings or inquiries. Similarly, lower bids
or pause keywords that are
underperforming.

Section 5: Monitoring Bid Performance

Monitoring your PPC performance is crucial for
making informed bid adjustments and ensuring
that your campaigns are delivering results.

Key Metrics to Monitor:



1. CPC (Cost-Per-Click): Track your average
CPC to ensure that your bids are within a
reasonable range and that you’re not
overspending on low-performing keywords.

2. Conversion Rate: Your conversion rate
tells you how many users who clicked on your
ad took a desired action (e.g., booking a stay).
High conversion rates indicate that your bids
and targeting are well-optimized.

3. ROAS (Return on Ad Spend): Calculate
your return on ad spend to determine if your
PPC campaigns are delivering value. If your
ROAS is low, consider adjusting your bids to
focus on more profitable keywords.

4. Quality Score: Google’s quality score
measures the relevance of your ads,
keywords, and landing pages. A high-quality
score can lead to lower CPCs and better ad
positions.



Conclusion: Optimizing Your PPC Bids for
Success

Effective bid management is key to maximizing
the performance of your PPC campaigns and
ensuring that you’re driving valuable traffic and
bookings to your RV park or resort. By
understanding the different bidding strategies
available and continuously adjusting your bids
based on data, you can reduce wasted ad spend,
iImprove your ad rank, and increase conversions.

Key Takeaways:

. Start with moderate bids and adjust based on
keyword performance.

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



. Regularly review device, location, and time-
of-day performance to make data-driven bid

adjustments.

. Monitor key metrics such as CPC,
conversion rate, and quality score to ensure
your bids are driving the best possible results.
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