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For RV dealers, running a successful pay-per-
click (PPC) campaign requires constant 
optimization and performance improvements to 
maximize results. Without regular refinement, 
your campaign can quickly become inefficient, 
leading to higher costs, fewer conversions, and 
missed opportunities to capture leads. By 
optimizing key elements such as cost-per-click 
(CPC), click-through rate (CTR), and conversion 
rates, RV dealers can enhance their campaign 
performance and drive better ROI. 

This PPC Performance Improvement Guide is 
designed to help RV dealers optimize their 
existing PPC campaigns and get the most out of 
their advertising efforts. 

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

Cost-per-click (CPC) is one of the most critical 
metrics in PPC advertising. The lower your CPC, 
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the more clicks and traffic you can drive within 
your budget. Reducing CPC allows you to stretch 
your ad spend further, reaching more potential RV 
buyers without exceeding your budget. 

Strategies to Lower CPC: 

1. Optimize Keyword Bidding: 

o Regularly review your keyword 
performance. Focus on high-converting 
keywords that are driving results, and 
lower bids on underperforming or 
expensive keywords. 

o Use Google Ads’ Keyword Planner to 
find more affordable keyword 
opportunities, especially long-tail 
keywords that are less competitive but 
highly targeted (e.g., “buy Class A 
motorhome for family vacations”). 

o Action: Adjust bids weekly or monthly 
based on keyword performance. 



~ 4 ~ 

2. Improve Quality Score: 

o Quality score is a measure of your ad 
relevance, CTR, and landing page 
experience. The higher your quality score, 
the lower your CPC. 

o To improve quality score, ensure that your 
keywords, ad copy, and landing page are 
closely aligned and relevant to the user’s 
search query. 

o Action: Review your quality score 
regularly and make adjustments to 
improve relevance and user experience. 

3. Utilize Negative Keywords: 

o Negative keywords prevent your ads from 
showing for irrelevant searches, which 
helps you avoid unnecessary clicks and 
lowers your overall CPC. 

o For example, if you only sell new RVs, use 
negative keywords like “used” or “second-
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hand” to filter out traffic that won’t 
convert. 

o Action: Regularly add negative keywords 
based on search term reports to improve 
your targeting. 

4. Test Bidding Strategies: 

o Experiment with different bidding 
strategies such as Target CPA or 
Maximize Conversions to see which one 
delivers better results at a lower cost. 

o Action: Use Google Ads Bid Simulator to 
predict how changes to your bids could 
affect your campaign performance. 

 
Section 2: Increasing Click-Through Rate (CTR) 

A high click-through rate (CTR) indicates that 
your ad is relevant and engaging to your target 
audience. Improving CTR can lead to higher 
quality scores, lower CPC, and more traffic. 
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Strategies to Improve CTR: 

1. Write Compelling Ad Copy: 

o Make your ad copy highly relevant to the 
searcher’s intent. Highlight features that 
resonate with potential RV buyers, such 
as special promotions, financing options, 
or exclusive deals. 

o Use attention-grabbing headlines like 
“New RVs for Sale—Best Prices in [City]” 
or “Exclusive Offers on Family RVs.” 

o Action: Use Responsive Search Ads 
(RSAs) to test multiple ad copy variations 
and let Google optimize for the best-
performing combination. 

2. Use Ad Extensions: 

o Ad extensions provide additional 
information and increase the visibility of 
your ads, making them more likely to be 
clicked. 
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o For RV dealers, use sitelink extensions 
to direct users to specific RV categories 
(e.g., “New Inventory,” “Used RVs,” 
“Financing”), call extensions for mobile 
users to call directly, and price 
extensions to display your starting 
prices. 

o Action: Add relevant ad extensions to all 
your campaigns to enhance your ad’s 
appeal. 

3. Refine Audience Targeting: 

o By ensuring your ads are shown to the 
right audience, you can improve CTR and 
avoid wasted clicks. 

o For example, use in-market audiences to 
target users who are actively researching 
RVs or similar vehicles. You can also use 
remarketing to target users who have 
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previously visited your website but didn’t 
convert. 

o Action: Regularly review your audience 
performance and adjust targeting based 
on engagement and conversions. 

 
Section 3: Boosting Conversions 

Once users click on your ad, the next step is 
turning that traffic into leads or sales. Optimizing 
for conversions is crucial to ensure that your PPC 
efforts result in meaningful outcomes, such as 
form submissions, phone calls, or RV bookings. 

Strategies to Boost Conversions: 

1. Create Highly Relevant Landing Pages: 

o Ensure your landing page aligns with the 
promise made in your ad. If your ad 
promotes “Luxury RVs for Sale,” the 
landing page should prominently feature 
luxury RV models with detailed 
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descriptions, pricing, and clear calls-to-
action. 

o A mismatch between ad copy and landing 
page content can confuse users and 
lower your conversion rates. 

o Action: Regularly A/B test landing pages 
to determine which design, layout, and 
messaging convert best. 

2. Simplify Forms and CTAs: 

o Reduce friction by keeping your forms 
short and easy to complete. Only ask for 
essential information such as name, 
email, and phone number. 

o Use clear and direct calls-to-action 
(CTAs), such as “Schedule a Test Drive,” 
“Get a Free Quote,” or “Contact Us 
Today.” 
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o Action: Test different CTAs and form 
lengths to see which generate the most 
conversions. 

3. Use Remarketing: 

o Many users won’t convert on their first 
visit to your website. Remarketing allows 
you to target users who previously visited 
your website with relevant ads that 
encourage them to return and complete a 
desired action. 

o For example, show ads featuring RV 
models that the user viewed on your site 
but didn’t purchase. 

o Action: Set up dynamic remarketing 
campaigns to personalize ads based on 
users’ previous interactions with your site. 

4. Optimize for Mobile Users: 

o Many RV buyers will be researching their 
purchases on mobile devices. Make sure 
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your landing pages are mobile-friendly 
and load quickly on smartphones and 
tablets. 

o Action: Use Google’s Mobile-Friendly 
Test to ensure your landing pages are 
optimized for mobile devices. 

 
Section 4: Improving Quality Score 

Your quality score affects both your ad rank and 
CPC. Improving your quality score can help you 
get more visibility at a lower cost, while also 
improving your overall campaign performance. 

Strategies to Improve Quality Score: 

1. Ensure Keyword Relevance: 

o Make sure your keywords are relevant to 
the ad copy and landing page content. 
Google rewards ads that closely align 
with the user’s search intent. 



~ 12 ~ 

o For example, if you’re targeting “RV for 
family vacations,” ensure that your ad and 
landing page both focus on family-friendly 
RV features. 

o Action: Regularly review and update your 
keywords to ensure alignment with your 
ads and landing pages. 

2. Optimize Ad Relevance: 

o Keep your ad copy relevant to the user’s 
search query. Avoid generic ad copy that 
doesn’t match the user’s intent. If your ad 
targets “Class A motorhomes for sale,” 
your ad copy should focus specifically on 
that RV class. 

o Action: Create ad groups with tightly 
themed keywords and ads to improve 
relevance. 

3. Enhance Landing Page Experience: 



~ 13 ~ 

o Google considers landing page 
experience when determining quality 
score. A well-designed, informative, and 
user-friendly landing page will help 
improve your score. 

o Ensure your landing page loads quickly, is 
easy to navigate, and contains all the 
information the user needs to make a 
decision. 

o Action: Use Google PageSpeed Insights 
to improve your landing page speed and 
overall user experience. 

 
Section 5: Monitoring and Reporting 

Finally, ongoing monitoring and reporting are key 
to ensuring your PPC campaigns are performing 
as expected and identifying areas for 
improvement. 

Strategies for Monitoring and Reporting: 
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1. Track Key Metrics: 

o Keep an eye on important metrics such as 
CPC, CTR, conversion rate, and cost-
per-conversion (CPA). These metrics will 
give you insights into how well your 
campaigns are performing and where you 
can make improvements. 

o Action: Use Google Ads reports to 
analyze performance at the campaign, ad 
group, and keyword levels. 

2. Set Up Automated Rules: 

o Use automated rules to help manage your 
campaigns. For example, you can set a 
rule to increase bids for keywords with 
high conversion rates or pause ads that 
aren’t driving results. 

o Action: Regularly review your automated 
rules to ensure they are aligned with your 
goals. 
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3. A/B Test Ads and Landing Pages: 

o Continuously test different versions of 
your ads and landing pages to identify 
what works best. A/B testing helps you 
understand which elements drive the 
most engagement and conversions. 

o Action: Run A/B tests on headlines, 
descriptions, landing page layouts, and 
CTAs to optimize performance. 

 
Optimizing Your PPC Campaigns for Success  

For RV dealers, running a successful PPC 
campaign requires ongoing optimization and 
refinement. By focusing on reducing CPC, 
improving CTR, boosting conversions, and 
enhancing your quality score, you can 
significantly improve your PPC performance and 
generate better results for your dealership. 
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Key Takeaways: 

• Lower your CPC by optimizing keyword bids, 
improving quality scores, and using negative 
keywords to avoid irrelevant traffic. 

• Increase your CTR by writing compelling ad 
copy, using ad extensions, and targeting the 
right audience segments. 

• Boost your conversions by creating relevant, 
optimized landing pages, simplifying forms, 
and using remarketing to re-engage potential 
buyers. 

• Enhance your quality score by ensuring your 
ads are relevant to the user’s intent, 
maintaining alignment between your 
keywords, ad copy, and landing page, and 
offering a great user experience. 

• Monitor and track performance regularly to 
stay on top of your campaign’s performance, 
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making data-driven decisions to continually 
improve your PPC campaigns. 

By consistently optimizing these key areas, RV 
dealers can drive more traffic, capture more 
leads, and ultimately increase sales while 
maximizing their return on ad spend (ROAS). 

 

 

 



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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