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Pay-per-click (PPC) advertising is a vital tool for 
boat dealers looking to drive traffic, generate 
leads, and increase sales. But to get the most out 
of your PPC campaigns, regular audits are 
necessary. Conducting a thorough PPC audit 
ensures that you're getting the best return on your 
ad spend, refining your targeting, and optimizing 
your ad copy. This comprehensive PPC 
Campaign Audit Checklist will guide boat 
dealers through each essential aspect of a 
successful audit, helping to identify areas for 
improvement and fine-tuning strategies for better 
results. 

 
Introduction: Why Boat Dealers Need PPC 
Audits 

Boat dealers often invest heavily in PPC 
advertising, particularly on platforms like Google 
Ads and Facebook Ads, to reach potential 
customers who are actively searching for boats. 
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However, simply launching a campaign isn’t 
enough. A poorly optimized PPC campaign can 
waste significant amounts of money on irrelevant 
clicks, low conversion rates, or inefficient 
targeting. 

A PPC audit allows you to analyze your current 
campaigns, uncover performance gaps, and 
make data-driven decisions to boost 
performance. Audits can help you: 

• Improve ROI: Ensure every dollar spent on 
ads is driving qualified traffic. 

• Identify inefficiencies: Find 
underperforming keywords, irrelevant clicks, 
and budget misallocations. 

• Refine your strategy: Optimize bids, 
targeting, and ad copy to achieve better 
results. 

Let’s dive into the PPC Campaign Audit 
Checklist tailored specifically for boat dealers. 
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Step 1: Keyword Optimization 

The foundation of any successful PPC campaign 
is keyword optimization. Boat dealers should 
ensure they’re targeting the right keywords that 
will drive qualified traffic and lead to sales. Start 
by reviewing your current keyword list. 

Key Areas to Focus On: 

1. Identify High-Performing Keywords 

o Check Performance Data: Look at click-
through rates (CTR), conversion rates, and 
cost-per-click (CPC) to determine which 
keywords are driving the most valuable 
traffic. 

o Evaluate Search Intent: Ensure that your 
keywords match the search intent of your 
audience. For example, terms like “buy a 
boat near me” indicate higher purchase 
intent compared to “types of boats.” 
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2. Expand or Refine Your Keyword List 

o Use Keyword Tools: Tools like Google 
Keyword Planner, SEMrush, or Ahrefs 
can help you discover new, relevant 
keywords. 

o Focus on Long-Tail Keywords: Long-tail 
keywords like “affordable fishing boats for 
sale in [City]” tend to have lower 
competition and higher purchase intent. 

3. Remove Low-Performing or Irrelevant 
Keywords 

o Check for Irrelevant Terms: Identify 
keywords with low CTR, high CPC, or low 
conversion rates and consider pausing or 
removing them from your campaign. 

o Add Negative Keywords: Negative 
keywords prevent your ads from showing 
for irrelevant searches. For example, if 
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you’re selling new boats, you might want 
to add “used” as a negative keyword. 

4. Consider Seasonal Keywords 

o Boating is Seasonal: Depending on the 
time of year, certain keywords may 
perform better. Review seasonal trends 
and adjust your keyword targeting 
accordingly (e.g., “summer boat sales”). 

Actionable Tip: Review and update your 
keyword list monthly to ensure you’re always 
targeting the most relevant search terms for 
your audience. 

 
Step 2: Ad Copy Best Practices 

The next part of your audit should focus on the 
quality of your ad copy. For boat dealers, the ad 
copy should not only catch the user’s attention 
but also compel them to click and take action. 
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Here’s how you can optimize your ad copy during 
a PPC audit: 

Key Areas to Focus On: 

1. Review Ad Relevance 

o Match Ad Copy to Keywords: Ensure that 
your ad copy closely aligns with the 
keywords you're targeting. For example, if 
you’re bidding on “luxury yachts,” make 
sure your ad speaks directly to those 
searching for high-end boats. 

o Use Keyword Insertion: Dynamic 
keyword insertion allows you to 
automatically insert the search query into 
your ad copy, making the ad more 
relevant to the user. 

2. Craft Compelling Headlines 

o Use Action-Oriented Language: Entice 
potential buyers by using verbs like 
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“Shop,” “Browse,” “Discover,” and “Test 
Drive” in your headlines. 

o Highlight Unique Selling Points (USPs): 
Do you offer free test drives, exclusive 
financing options, or seasonal discounts? 
Make sure these are mentioned in the 
headline to capture attention. 

3. Optimize Descriptions 

o Include a Strong CTA: Always include a 
clear and strong call-to-action (CTA) in 
your description, such as “Schedule a 
Test Drive Today” or “Get Exclusive Boat 
Offers Now.” 

o Focus on Benefits: Rather than just 
listing features of a boat, emphasize the 
benefits. For example, “Explore the water 
with our top-rated family fishing boats.” 

4. Test Multiple Ad Variations 
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o A/B Testing: Run multiple versions of your 
ads with slight variations to see which 
performs best. This could be different 
headlines, CTAs, or promotional 
messages. 

o Evaluate Ad Extensions: Use ad 
extensions to add extra information like 
pricing, location, or direct links to landing 
pages (e.g., “Find Us Near [City]”). 

Actionable Tip: Regularly review ad 
performance metrics such as CTR and 
conversion rates, and adjust your ad copy 
accordingly. Refresh your ad copy every few 
months to keep it fresh and relevant. 

 
Step 3: Budget Allocation 

Properly managing your PPC budget ensures that 
you’re getting the most value out of your ad 
spend. Misallocating your budget can lead to 
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wasted spend on underperforming campaigns 
while starving successful ones. As part of your 
PPC audit, review how your budget is distributed 
across campaigns. 

Key Areas to Focus On: 

1. Review Campaign-Level Budget 
Allocation 

o Analyze ROI by Campaign: Which 
campaigns are driving the highest return 
on ad spend (ROAS)? Shift more of your 
budget toward high-performing 
campaigns. 

o Reallocate Funds: If certain campaigns 
are underperforming (low CTR or high 
CPC), reduce the budget for those and 
focus on better-performing campaigns. 

2. Adjust Based on Seasonality 

o Seasonal Budget Shifts: If boat sales 
peak in certain seasons (e.g., spring and 
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summer), make sure you’re allocating 
more of your budget during those months. 

o Monitor Budget Depletion: Ensure you’re 
not running out of budget before the end 
of the month, especially during high-
demand periods. 

3. Set Appropriate Bids 

o Use Automated Bidding: Consider using 
automated bid strategies such as 
Maximize Conversions or Target CPA 
(Cost Per Acquisition) to make real-time 
adjustments based on performance. 

o Adjust Bids by Device: If most of your 
conversions are coming from mobile, 
consider increasing your bids on mobile 
devices. 

4. Monitor Wasted Spend 

o Eliminate Waste: Look for areas where 
you might be wasting ad spend, such as 
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targeting irrelevant keywords or using 
broad match too frequently. 

Actionable Tip: Review your budget allocation 
weekly, especially during busy seasons or 
promotional campaigns. Adjust your bids 
based on real-time performance to avoid 
overspending or underspending. 

 
Step 4: Targeting Settings 

Targeting is one of the most crucial aspects of 
any PPC campaign. Boat dealers need to ensure 
they are reaching the right audience — those who 
are most likely to purchase a boat. This section of 
the audit focuses on refining your targeting to 
optimize results. 

Key Areas to Focus On: 

1. Geographic Targeting 

o Location Review: Make sure your ads are 
being shown in areas where you operate. 
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If you’re targeting too broad a region, you 
may be wasting spend on areas outside 
your dealership’s reach. 

o Adjust Bids by Location: If certain 
regions are driving more leads or sales, 
consider increasing your bids in those 
areas. 

2. Demographic Targeting 

o Review Audience Demographics: 
Evaluate which demographics (age, 
gender, income level) are driving the most 
conversions. Adjust your targeting 
accordingly to focus more on high-
converting demographics. 

3. Device Targeting 

o Analyze Performance by Device: 
Determine whether desktop, mobile, or 
tablet drives the most conversions, and 
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adjust your bidding strategy to prioritize 
those devices. 

o Optimize for Mobile: Ensure that your 
landing pages and ad copy are optimized 
for mobile users if they make up a 
significant portion of your traffic. 

4. Audience Segmentation 

o Retargeting: Implement remarketing 
strategies to target users who have visited 
your site but haven’t yet converted. Set up 
custom audiences to reach past visitors 
who have shown interest in specific boat 
models. 

o Lookalike Audiences: Use lookalike 
audiences to expand your reach by 
targeting users similar to those who have 
already converted. 

Actionable Tip: Regularly review and adjust 
your targeting settings based on campaign 
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performance. Tailor your audience segments 
to match the buyer personas most likely to 
purchase a boat. 

 
Step 5: Landing Page Optimization 

The landing page is crucial to converting the 
traffic you generate through your PPC campaigns. 
Without a well-optimized landing page, the best 
PPC ads may still underperform, leading to 
wasted spend. Here’s how to ensure that your 
landing pages work seamlessly with your PPC 
ads: 

Key Areas to Focus On (Continued): 

1. Match Landing Pages to Ads 

o Relevance is Key: Ensure that your 
landing page directly reflects the content 
of the ad. If a user clicks on an ad about 
“Luxury Boats for Sale,” they should be 
taken to a page showcasing your luxury 
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boat inventory, not your homepage or a 
general boat page. 

o Consistency: Keep the messaging, 
imagery, and tone of your landing page 
consistent with the ad that leads to it. 
This continuity helps build trust and 
increases the likelihood of conversion. 

2. Simplify the User Experience 

o Minimalist Design: Avoid overwhelming 
users with too much information on your 
landing page. Keep the design clean and 
focused on driving the desired action 
(e.g., filling out a form, calling the 
dealership, or booking a test drive). 

o Remove Distractions: Limit the number 
of links or extra content that could 
distract the visitor from completing the 
main action. Focus the user’s attention 
on the primary conversion point. 
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3. Clear Calls-to-Action (CTAs) 

o Strong CTAs: Use clear and compelling 
CTAs that encourage users to take 
immediate action. For example, use 
“Schedule Your Test Drive Today” or “Call 
Now to Reserve Your Spot.” 

o Above the Fold: Place CTAs prominently 
above the fold, where users can see them 
without scrolling. You can also repeat the 
CTA further down the page to ensure it’s 
visible as they scroll. 

4. Fast Loading Speed 

o Page Speed Matters: Google and other 
search engines prioritize fast-loading 
pages, and so do users. Slow loading 
times can significantly increase bounce 
rates, which reduces conversions and 
hurts your Quality Score on Google Ads. 
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o Optimization Tips: Compress images, 
enable browser caching, and use a 
content delivery network (CDN) to 
improve loading times. Use tools like 
Google PageSpeed Insights to assess 
and optimize your landing page speed. 

5. Mobile Optimization 

o Responsive Design: Ensure that your 
landing pages are fully optimized for 
mobile devices. This includes responsive 
design that adapts to different screen 
sizes and makes it easy for users to 
interact with forms or CTAs on smaller 
screens. 

o Click-to-Call Functionality: For mobile 
users, integrating click-to-call buttons 
makes it easy for them to contact you 
directly from the landing page, which can 
drive more conversions for boat dealers. 
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6. Test Different Variations (A/B Testing) 

o Test Layouts and Designs: Try different 
variations of your landing page to see 
what works best. A/B testing allows you to 
compare two versions of a page to 
identify which layout, design, or copy 
drives more conversions. 

o Test Headlines and CTAs: Experiment 
with different headlines, CTAs, and offers 
to determine what resonates most with 
your audience. Minor changes in wording 
or design can lead to significant 
improvements in conversion rates. 

Actionable Tip: Continuously monitor your 
landing page’s performance using tools like 
Google Analytics or Hotjar to track user 
behavior. Make iterative improvements based 
on the data to maximize conversions. 
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Step 6: Conversion Tracking and Reporting 

One of the most critical aspects of a PPC audit is 
ensuring that you are properly tracking 
conversions. Without accurate tracking, it’s 
impossible to measure the effectiveness of your 
campaigns or make informed decisions on where 
to optimize. 

Key Areas to Focus On: 

1. Set Up Conversion Tracking 

o Define Key Conversions: For boat 
dealers, conversions might include 
actions such as test drive bookings, 
contact form submissions, phone calls, 
or even visits to specific product pages. 
Set up tracking for these actions to 
measure campaign success. 

o Google Ads Conversion Tracking: 
Ensure that Google Ads conversion 
tracking is installed correctly on your 
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landing pages. You can track specific 
actions (like form fills or call clicks) and 
attribute them to your PPC campaigns. 

o Google Analytics Goals: Set up goals in 
Google Analytics to track important user 
actions. Make sure these goals are 
aligned with your business objectives, 
such as “leads generated” or “boat 
inquiries.” 

2. Monitor Key Metrics 

o Cost-Per-Conversion: One of the most 
important metrics is your cost-per-
conversion (CPC). Track how much each 
conversion is costing you, and identify 
campaigns or keywords where the CPC is 
too high relative to the value generated. 

o Conversion Rate: Monitor the conversion 
rate of each campaign to see how many 
clicks are turning into leads or sales. If 
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your conversion rate is low, you may need 
to adjust your ad copy, landing pages, or 
targeting settings. 

3. Use Attribution Models 

o Understand User Journeys: Use 
attribution models (e.g., last-click, first-
click, linear) to better understand how 
users interact with your ads throughout 
the buying process. For example, a user 
may first interact with a display ad but 
convert after seeing a search ad. 

o Multi-Channel Attribution: Don’t just 
rely on one channel for PPC success. 
Track how other marketing efforts (email, 
social media, organic search) are 
contributing to your PPC conversions and 
allocate budgets accordingly. 

4. Generate Reports 
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o Monthly Reports: Create detailed reports 
each month to track the progress of your 
PPC campaigns. Include key performance 
indicators (KPIs) like impressions, clicks, 
CTR, conversions, and CPC. 

o Custom Dashboards: Use tools like 
Google Data Studio or Tableau to create 
real-time dashboards where you can 
monitor PPC performance at a glance. Set 
up automated reports so you always have 
up-to-date data on campaign 
performance. 

Actionable Tip: Regularly review your 
conversion tracking setup to ensure that all the 
data you need is being accurately collected. 
Make use of data analytics tools to 
continuously optimize your campaigns based 
on conversion performance. 
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Conclusion: A Comprehensive PPC Audit for 
Boat Dealers 

Conducting regular PPC audits is essential for 
boat dealers who want to maximize the efficiency 
and effectiveness of their ad campaigns. By 
following this PPC Campaign Audit Checklist, 
you can optimize every aspect of your campaign, 
from keyword targeting to ad copy, budget 
allocation, and landing page performance. 

Summary of Key Audit Areas: 

1. Keyword Optimization: Ensure you’re 
targeting relevant, high-performing keywords 
and eliminating wasteful ones. 

2. Ad Copy Best Practices: Review ad copy 
to ensure relevance and optimize it for better 
CTR and conversion rates. 

3. Budget Allocation: Reallocate your 
budget to focus on high-performing 
campaigns and eliminate wasted spend. 
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4. Targeting Settings: Refine geographic, 
demographic, and device targeting to reach 
the right audience. 

5. Landing Page Optimization: Ensure that 
your landing pages are user-friendly, fast-
loading, and relevant to the ads. 

6. Conversion Tracking and Reporting: Set 
up accurate tracking to measure success and 
use reports to continuously improve your 
strategy. 

By regularly auditing your PPC campaigns, you’ll 
gain deeper insights into performance, identify 
opportunities for improvement, and ultimately 
drive more qualified leads and sales for your boat 
dealership. 

 
This PPC Campaign Audit Checklist offers 
actionable, step-by-step guidance for boat 
dealers to evaluate and optimize their current 
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advertising efforts. By carefully auditing each 
component of a PPC campaign, businesses can 
identify areas for improvement and make data-
driven adjustments that significantly boost 
performance. With a comprehensive approach to 
keyword research, ad copy, targeting settings, 
and conversion tracking, boat dealers can 
improve the return on their advertising spend and 
grow their customer base. 
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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, SEO, 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! 
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