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Running a PPC campaign without constant 
optimization can lead to wasted ad spend and 
missed opportunities. Boat dealers, in particular, 
face tough competition online, where capturing 
the attention of potential customers searching for 
boats requires strategic planning and frequent 
performance improvements. This guide is 
designed to help boat dealers enhance their PPC 
performance by providing actionable strategies 
that will lower cost-per-click (CPC), improve 
click-through rates (CTR), boost quality scores, 
and ultimately drive conversions. 

 
Introduction: Why Optimizing Your PPC 
Campaign is Essential 

In the boating industry, PPC advertising is one of 
the most effective ways to target boat buyers 
when they’re actively searching for new or used 
boats. However, even the best campaigns need 
ongoing optimization to maintain peak 
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performance. Without regularly improving your 
campaigns, you could see: 

• Increasing CPCs: As competition rises, costs 
can escalate if campaigns aren’t optimized 
for efficiency. 

• Decreasing CTRs: Irrelevant or outdated ads 
might lead to fewer clicks, reducing the 
effectiveness of your ad spend. 

• Low Conversion Rates: If your ads aren’t 
tailored to your audience, potential buyers 
might not take action. 

This PPC Performance Improvement Guide will 
walk boat dealers through key strategies to refine 
their PPC efforts, leading to better results. 

 
Step 1: Lowering Cost-Per-Click (CPC) 

Cost-per-click (CPC) is one of the most 
important metrics in any PPC campaign. For boat 
dealers, reducing CPC without sacrificing ad 
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quality or relevance is essential for increasing 
return on investment (ROI). 

Key Strategies to Lower CPC: 

1. Optimize Keyword Bidding 

o Long-Tail Keywords: Use more specific 
long-tail keywords (e.g., “pontoon boats 
for sale in [City]”) to reduce competition 
and lower CPC. Long-tail keywords 
typically have lower search volumes, but 
higher purchase intent, making them 
more cost-effective. 

o Adjust Bids Based on Performance: 
Regularly review your keyword 
performance and adjust bids accordingly. 
Lower bids on underperforming keywords 
while increasing bids on high-performing 
keywords that drive valuable traffic. 

2. Focus on Quality Score 
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o Ad Relevance: Ensure that your 
keywords, ad copy, and landing pages are 
closely aligned. The more relevant your 
ads are, the higher your quality score, and 
the lower your CPC. 

o Expected Click-Through Rate (CTR): 
Improve your expected CTR by testing and 
refining ad copy that resonates with your 
audience. Ads with higher CTRs are 
rewarded with lower CPCs. 

3. Negative Keywords 

o Add Negative Keywords: By adding 
irrelevant terms as negative keywords 
(e.g., “free boat” or “DIY boat”), you can 
prevent your ads from being triggered by 
searches that won’t convert. This reduces 
wasted clicks and keeps CPC down. 

Actionable Tip: Use Google Ads’ Keyword 
Planner to identify long-tail keyword 
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opportunities and competitor CPC data. Focus 
on improving quality scores through 
continuous ad copy optimization. 

 
Step 2: Increasing Click-Through Rates (CTR) 

A higher CTR indicates that your ads are 
resonating with your target audience, and it 
directly impacts both your quality score and 
campaign performance. Improving CTR requires a 
mix of audience understanding, compelling ad 
copy, and optimized visuals (for display ads). 

Key Strategies to Improve CTR: 

1. Write Compelling Ad Copy 

o Highlight Unique Selling Points (USPs): 
Boat buyers want to know why they 
should choose you over competitors. 
Include compelling USPs, such as 
“Largest Selection of Family Boats,” 
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“Exclusive Summer Discounts,” or “Free 
Test Drive for All New Models.” 

o Emphasize Benefits, Not Just Features: 
Focus on what the user will gain. Instead 
of “Wide Range of Pontoon Boats,” try 
“Explore the Water with the Best Pontoon 
Boats – Perfect for Families.” 

o Include Strong Calls-to-Action (CTAs): 
CTAs should be clear, direct, and action-
oriented (e.g., “Browse Our Inventory 
Now,” “Get a Free Quote Today”). 

2. Utilize Ad Extensions 

o Sitelink Extensions: Direct users to 
relevant parts of your website, such as 
“New Inventory,” “Used Boats,” or 
“Financing Options.” Sitelinks not only 
increase CTR but also improve ad 
visibility. 
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o Call Extensions: For mobile users, 
integrating a call extension makes it easy 
for potential buyers to contact your 
dealership directly. 

o Price Extensions: Highlight prices for 
specific boat models to attract users with 
strong purchasing intent. 

3. Ad Customization 

o Dynamic Keyword Insertion: Use 
dynamic keyword insertion to 
automatically update your ads with the 
user’s search terms. This makes your ad 
more relevant and can increase CTR. 

o Audience Segmentation: Personalize 
your ads based on segmented audience 
data. Target different types of boat buyers 
(e.g., fishing enthusiasts, luxury yacht 
buyers, or families) with tailored 
messaging. 
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Actionable Tip: Regularly A/B test your ad copy 
to see which variations drive higher CTRs. Use 
Google Ads’ Ad Variations feature to compare 
different headlines, descriptions, and CTAs. 

 
Step 3: Improving Quality Scores 

Your quality score is a critical factor in 
determining your ad rank and how much you pay 
per click. Google assigns quality scores based on 
three factors: ad relevance, landing page 
experience, and expected CTR. For boat 
dealers, improving quality scores leads to lower 
CPCs and higher ad placements. 

Key Strategies to Improve Quality Score: 

1. Ensure Ad Relevance 

o Keyword Alignment: Make sure your ad 
copy closely matches the keywords 
you're targeting. If your keyword is “buy 
pontoon boat in [City],” the ad headline 
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should include something like “Pontoon 
Boats for Sale in [City].” 

o Ad Group Structure: Group similar 
keywords together in tightly-themed ad 
groups. This ensures that each ad is 
highly relevant to the keywords within that 
ad group. 

2. Improve Landing Page Experience 

o Match Landing Page Content to Ads: 
The content on your landing page should 
be directly relevant to the ad copy. If your 
ad promotes fishing boats, the landing 
page should highlight your fishing boat 
inventory, not all boat models. 

o Mobile Optimization: Ensure your 
landing page is fully optimized for mobile 
users, as a significant portion of boat 
buyers may be searching from their 
smartphones. 
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3. Enhance User Experience 

o Fast Page Load Times: Slow pages can 
reduce your quality score and increase 
bounce rates. Optimize images, minimize 
code, and use caching to improve load 
times. 

o Clear Navigation and CTA: Make it easy 
for users to navigate your landing page 
and take action. Include clear CTAs like 
“Request a Quote” or “Book a Test Drive” 
prominently on the page. 

Actionable Tip: Use Google Ads’ Landing Page 
Report to identify which landing pages need 
improvement in terms of speed, relevance, 
and mobile optimization. 

 
Step 4: Boosting Conversions 

Driving traffic through PPC is important, but the 
ultimate goal is to convert visitors into leads or 



~ 12 ~ 
 

customers. For boat dealers, optimizing 
conversion rates is key to maximizing the ROI of 
your PPC campaigns. 

Key Strategies to Boost Conversions: 

1. Optimize Landing Pages 

o Reduce Friction: Ensure that your 
landing page is easy to navigate and that 
users can find what they’re looking for 
quickly. Simplify forms by only asking for 
essential information (e.g., name, email, 
phone number). 

o Trust Signals: Include trust signals such 
as customer reviews, testimonials, 
industry awards, or certifications. These 
elements build credibility and reassure 
potential customers that they’re making a 
good choice. 

2. Remarketing Campaigns 
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o Target Previous Visitors: Use 
remarketing to show ads to users who 
previously visited your site but didn’t 
convert. Dynamic remarketing can show 
them the specific boat models they 
viewed, encouraging them to return and 
complete their purchase. 

o Tailored Offers: Provide exclusive offers 
or discounts to past visitors to incentivize 
them to return. For example, “Save $1,000 
on Any New Purchase.” 

3. Conversion Tracking 

o Set Up Proper Conversion Tracking: 
Ensure that all key actions are being 
tracked—whether it’s booking a test drive, 
submitting a lead form, or calling your 
dealership. Use tools like Google 
Analytics and Google Ads Conversion 
Tracking to track these conversions 
accurately. 
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o Analyze Conversion Paths: Use Google 
Analytics’ Multi-Channel Funnels to see 
which marketing channels contribute to 
conversions. If PPC is consistently part of 
the conversion path, consider allocating 
more budget toward it. 

Actionable Tip: Regularly test different landing 
page designs, CTAs, and offers using A/B 
testing to see which elements result in the 
highest conversion rates. 

 
Conclusion: Maximizing PPC Performance for 
Boat Dealers (Continued) 

Optimizing your PPC campaigns for performance 
is an ongoing process that requires continuous 
analysis, testing, and adjustment. By focusing on 
lowering CPC, improving CTR, increasing quality 
scores, and boosting conversions, boat dealers 
can significantly enhance their PPC campaigns’ 
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effectiveness, ultimately driving more traffic and 
generating more sales. 

Recap of Key Steps: 

1. Lowering CPC: Focus on keyword 
relevance, long-tail keywords, and quality 
score improvements to reduce your cost-per-
click. 

2. Increasing CTR: Write compelling ad 
copy, use ad extensions, and personalize ads 
to boost your click-through rate. 

3. Improving Quality Scores: Ensure your 
ads are highly relevant, and your landing 
pages provide a great user experience to 
maintain a strong quality score, which lowers 
CPC. 

4. Boosting Conversions: Use optimized 
landing pages, remarketing, and conversion 
tracking to ensure that you are converting 
traffic into leads or sales effectively. 
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By consistently applying these optimization 
techniques, you will increase the overall 
performance of your PPC campaigns, reduce 
wasted ad spend, and generate a higher return on 
investment (ROI). Regular audits, data-driven 
decision-making, and testing will help keep your 
PPC strategy aligned with your dealership’s sales 
and lead generation goals. 
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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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