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In today’s competitive digital landscape, RV
dealerships need a comprehensive PPC
strategy to effectively attract potential buyers
and increase sales. Without a well-thought-out
plan, ad campaigns can quickly become
inefficient and costly. A structured PPC blueprint
allows RV dealers to optimize their marketing
efforts, target the right audience, and improve the
overall return on ad spend (ROAS).

This guide outlines a PPC Strategy Blueprint
specifically for RV dealers, covering critical
aspects such as keyword research, bidding
strategies, audience targeting, and ad
copywriting. By following this blueprint, RV
dealers can maximize their Google Ads or
Facebook Ads campaigns to drive more qualified
traffic and conversions.



Section 1: Defining Your PPC Goals and
Objectives

The first step in building a successful PPC
strategy is to clearly define your goals. Your
objectives will shape how you create your
campaigns and what metrics you’ll measure for
success.

Common PPC Goals for RV Dealers:

1. Lead Generation: Attracting inquiries
from potential buyers who are interested in
specific RV models or services.

2. Sales Growth: Driving more visitors to
purchase RVs directly from your website or
book a test drive.

3. Brand Awareness: Increasing the
visibility of your dealership and promoting
special offers or seasonal sales events.



Actionable Steps:

. Set SMART Goals: Ensure your goals are
Specific, Measurable, Achievable,
Relevant, and Time-bound. For example,
“Increase test drive bookings by 15% within
the next 60 days.”

. Align Campaign Types with Goals: For lead
generation, use Search Ads and Display
Ads. For brand awareness, opt for Video Ads
or Facebook Ads.

Section 2: Keyword Research for PPC

Keyword research is the foundation of any
successful PPC strategy. It helps you understand
what terms potential buyers are searching for and
how to target them effectively.

Steps for Effective Keyword Research:



1. Use Keyword Tools: Start with tools like
Google Keyword Planner, SEMrush, or
Ahrefs to identify relevant keywords for RV
buyers. Look for high-intent terms such as
“buy Class A motorhome” or “best RV for
road trips.”

2. Categorize Keywords by Buyer Intent:

. Top-of-Funnel Keywords: These are
broader search terms like “RV types” or
“RV features” that target users in the
research phase.

- Bottom-of-Funnel Keywords: High-
conversion terms such as “buy RV near
me” or “RV dealerships in [City].”

3. Include Long-Tail Keywords: Long-tail
keywords are more specific and often have
lower competition. For instance, instead of
targeting “buy RV,” use “buy Class C
motorhome in [City].”



4. Identify Negative Keywords: To prevent
wasted ad spend, set up negative keywords.
For example, if you don’t sell used RVs, add
“used” as a negative keyword.

Actionable Tips:

. Regularly update your keyword list to reflect
changes in buyer behavior or seasonal
trends.

. Monitor keyword performance and adjust
bids for the most profitable terms.

Section 3: Audience Targeting and
Segmentation

Effective audience targeting is key to ensuring
your ads reach the right people—those most
likely to convert. By segmenting your audience,
you can create highly tailored campaigns that
resonate with specific buyer groups.

Steps for Audience Targeting:



1. Demographic Targeting: Use Google Ads
or Facebook Ads to target users based on
age, gender, household income, and
geographic location. RV buyers tend to fall
within certain demographics, so focus on age
groups like 35-65 and higherincome
brackets.

2. Behavioral Targeting: Reach users who
are in-market for RVs by using behavioral
data. Platforms like Google Ads allow you to
target people based on their past browsing
habits and searches.

3. Remarketing: Use remarketing ads to
target users who have previously visited your
website or engaged with your brand but didn’t
convert. This is a powerful tool for re-
engaging potential buyers who may still be
considering an RV purchase.

4. Lookalike Audiences: On platforms like
Facebook Ads, create lookalike audiences



based on your current customers. This helps
you reach new users who share similar
characteristics with your existing buyers.

Actionable Tips:

. Regularly review your audience performance
and make adjustments to bids for higher-
performing segments.

. Create custom audience segments for
specific offers, such as promotions or new RV
models.

Section 4: Bidding Strategies

Your bidding strategy determines how much
you’re willing to pay for clicks and conversions,
impacting your ad visibility and overall campaign
performance.



Common PPC Bidding Strategies:

1. Manual CPC Bidding: Gives you full
control over your keyword bids, allowing you
to set specific bid amounts for each keyword.

- When to Use: Ideal for campaigns where
you want to tightly control your spending
or test different bid levels.

2. Automated Bidding: Google’s machine
learning adjusts your bids in real-time based
on the likelihood of conversions.

. Target CPA (Cost-Per-Acquisition):
Google sets your bids to achieve a
specific CPA goal.

- Maximize Conversions: Google
automatically adjusts bids to get as many
conversions as possible within your
budget.



3. Enhanced CPC: Google increases or
decreases your manual bids based on the
likelihood of a conversion. It’s a middle
ground between manual and automated
bidding.

Actionable Tips:

. Start with a moderate bidding strategy and
adjust based on performance.

. Use automated bidding for campaigns with
large datasets and a clear conversion goal,
such as lead generation or direct sales.

Section 5: Crafting High-Quality Ad Copy

Your ad copy is what convinces potential
customers to click on your ad. It needs to be
clear, concise, and compelling while highlighting
the benefits of your RV dealership.

Best Practices for Ad Copywriting:



1. Highlight Unique Selling Points (USPs):
What sets your dealership apart? Whether it’s
a wide selection of RVs, exclusive
promotions, or top-notch customer service,
make sure your ad copy reflects your USPs.

2. Use Strong CTAs: Your ad copy should
always include a call-to-action (CTA) that
encourages users to take the next step.
Examples include “Schedule a Test Drive
Today” or “Get a Free Quote Now.”

3. Incorporate Keywords: Ensure your main
keywords are featured in your headlines and

ad descriptions to improve relevance and
quality scores.

4. Test Ad Variations: Continuously run A/B
tests with different headlines, descriptions,

and CTAs to see which combination performs
best.

Actionable Tips:



. Use Responsive Search Ads (RSAs) to
automatically test multiple variations of your
headlines and descriptions.

. Tailor ad copy to match specific keywords or
audience segments.

Section 6: Setting Up Conversion Tracking

Without proper conversion tracking, it’s
impossible to know which campaigns, keywords,
or ads are driving the most valuable results.
Conversion tracking is essential for measuring
your success and optimizing your PPC strategy.

Steps for Setting Up Conversion Tracking:

1. Google Ads Conversion Tracking: Use
Google’s Conversion Tracking to measure
key actions, such as form submissions,
phone calls, and test drive bookings.

2. Google Analytics Integration: Link your
Google Analytics account with Google Ads



for more detailed insights into user behavior
and conversion paths.

3. Facebook Pixel: If you’re running
Facebook Ads, make sure to install the
Facebook Pixel on your website to track
conversions and retarget visitors.

4. Phone Call Tracking: Since many RV
buyers prefer to inquire by phone, set up
phone call tracking to measure the number of
calls generated by your ads.

Actionable Tips:

. Regularly review your conversion paths to
see how users interact with your ads before
converting.

. Optimize for higher-converting actions, such
as form submissions or phone calls.

Section 7: Optimizing Landing Pages



Your landing page is where potential buyers land
after clicking on your ad. A well-designed,
conversion-optimized landing page is crucial for
turning traffic into leads or sales.

Landing Page Best Practices:

1. Match Landing Page Content to Ad:
Ensure that the content on your landing page
is directly related to the ad that brought the
user there. If your ad promotes a specific RV

model, the landing page should feature that
RV.

2. Optimize for Mobile: Many users will be
clicking from mobile devices, so your landing
pages need to be mobile-friendly and load
quickly.

3. Include Strong CTAs: Like your ads, your
landing page should include clear CTAs, such
as “Contact Us for More Information” or
“Schedule a Viewing Today.”



4. Use Trust Sighals: Add elements such as
customer reviews, industry awards, or trust
badges to build credibility and reassure
potential buyers.

Actionable Tips:

. Use tools like Hotjar or Google Optimize to
track user behavior on your landing pages and
make adjustments based on insights.

. A/B test different landing page designs to see
which version converts better.

Building a Successful PPC Strategy for RV
Dealers

A well-executed PPC strategy is essential for RV
dealers who want to maximize their digital
marketing efforts. By focusing on keyword
research, audience targeting, bidding
strategies, and ad optimization, RV dealers can
drive high-quality traffic to their websites,



generate more leads, and ultimately close more
sales.

Key Takeaways:

1. Define Clear Goals: Start by outlining
your specific objectives, such as lead
generation or increasing sales, and choose
your campaign types accordingly.

2. Conduct Comprehensive Keyword
Research: Focus on high-intent and long-tail
keywords that align with RV buyer behavior.

3. Segment Your Audience: Use
demographic, behavioral, and remarketing
strategies to target the most relevant
potential customers.

4. Optimize Your Bidding Strategy: Use a
combination of manual and automated
bidding strategies to stay competitive without
overspending.



5. Write Compelling Ad Copy: Ensure your
ads are engaging, highlight your dealership’s
unique selling points, and include strong
calls-to-action.

6. Track Conversions: Set up robust
conversion tracking to measure which
campaigns, keywords, and ads are delivering
the most value.

/. Optimize Your Landing Pages: Ensure
that your landing pages are aligned with your
ads, mobile-friendly, and designed to convert.

By consistently monitoring your campaign
performance and making data-driven
adjustments, you can continually improve your
PPC strategy, reduce wasted spend, and generate
better results for your dealership.



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!
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