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Creating a well-optimized Google Ads campaign 
is essential for boat dealers looking to reach 
potential customers online. Whether you're 
targeting individuals looking to buy a new boat, 
get a quote, or visit your dealership for a test 
drive, Google Ads is an effective platform to help 
you generate leads and sales. However, setting 
up a Google Ads campaign requires careful 
planning, strategic keyword targeting, and proper 
configuration to get the most out of your ad 
spend. 

In this detailed guide, we’ll walk through the step-
by-step process to set up a Google Ads 
campaign for boat dealers, including keyword 
selection, audience targeting, budget allocation, 
and tracking. 
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Introduction: Why Boat Dealers Need Google 
Ads 

The boating industry is highly competitive, and 
many potential customers start their boat-buying 
journey online. Google Ads allows you to reach 
high-intent users—those searching for specific 
boat models, dealerships, or related services—
and capture their attention when they’re ready to 
make a purchase. Whether your goal is to drive 
traffic to your website, generate leads, or 
increase showroom visits, Google Ads is an 
essential tool in your marketing strategy. 

With the right setup, you can: 

• Target buyers actively searching for boats 
and related services. 

• Increase lead generation for inquiries, test 
drives, and sales. 
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• Maximize your return on ad spend (ROAS) 
by reaching the right audience at the right 
time. 

 
Step 1: Define Your Campaign Goals 

The first step to creating a successful Google Ads 
campaign is to define your business goals. Your 
goals will guide how you set up your campaigns, 
from the types of ads you create to the keywords 
you target. 

Common Goals for Boat Dealers: 

• Lead Generation: Get potential buyers to fill 
out a form, request a quote, or schedule a 
test drive. 

• Sales: Direct users to specific boat models 
and encourage them to make a purchase. 

• Website Traffic: Increase the number of 
visitors to your website to build awareness of 
your brand. 
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• Brand Awareness: Increase visibility for your 
dealership or boat brands. 

Actionable Tip: Be specific with your goals. For 
example, "Generate 50 new leads per month" 
is a more actionable goal than "Increase 
website traffic." 

 
Step 2: Set Up Your Google Ads Account 

If you don’t already have a Google Ads account, 
you’ll need to create one. Setting up an account 
is free, and Google provides guidance throughout 
the setup process. 

Steps to Set Up Your Account: 

1. Sign Up for Google Ads: Go to Google 
Ads and sign in with your Google account. 

2. Choose Your Campaign Type: Google 
will ask what your primary advertising goal is 
(e.g., get leads, website traffic, brand 

https://ads.google.com/
https://ads.google.com/
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awareness). Choose the goal that aligns with 
your business objectives. 

3. Set Your Campaign Name: Choose a 
descriptive name for your campaign, such as 
"Pontoon Boats Lead Generation" or "Luxury 
Yachts Sales." 

 
Step 3: Select the Right Campaign Type 

Google Ads offers several campaign types, each 
serving different goals and audiences. For boat 
dealers, the most common and effective 
campaign types include: 

Search Campaigns 

• Best for Lead Generation and Sales: Search 
campaigns allow your ads to appear at the 
top of Google search results when users 
search for relevant keywords (e.g., “buy 
fishing boat,” “pontoon boats for sale in 
[City]”). 
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• Example: A user searches for “best pontoon 
boats 2024” and sees an ad for your 
dealership featuring your current inventory 
and special promotions. 

Display Campaigns 

• Best for Brand Awareness: Display ads 
appear on a network of websites across the 
internet, showcasing your ads in front of 
users while they browse online. 

• Example: A banner ad for your dealership 
appears on a popular boating or fishing blog, 
reminding users about your dealership and 
boats for sale. 

Shopping Campaigns 

• Best for Promoting Specific Boats: 
Shopping ads showcase your boats directly in 
Google search results with images, prices, 
and other details. Users can click on the ad to 
view more details on your website. 
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• Example: When a user searches for “buy 
fishing boat near me,” they see an image of a 
boat you have for sale with the price and link 
to your dealership. 

Video Campaigns (YouTube Ads) 

• Best for Showcasing Boat Features: Video 
campaigns allow you to run ads on YouTube 
or across the Google Display Network. These 
are great for video tours of boats or 
promotional content. 

• Example: A YouTube ad shows a walkthrough 
of your newest yacht or a promotional video 
about your dealership. 

Actionable Tip: If you’re primarily focused on 
lead generation and sales, Search and 
Shopping campaigns are likely to deliver the 
best results for boat dealers. 
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Step 4: Conduct Keyword Research 

The success of your Google Ads campaign 
largely depends on the keywords you choose to 
target. These are the terms potential buyers are 
searching for when they’re looking for boats, 
dealerships, or boating services. 

How to Choose Keywords: 

1. Use Google Keyword Planner: Google’s 
Keyword Planner is a free tool that helps you 
discover new keyword ideas, check search 
volume, and estimate costs for each 
keyword. 

o Example Keywords: “buy pontoon boat 
near me,” “luxury yachts for sale,” “used 
boats in [City].” 

2. Focus on High-Intent Keywords: Target 
keywords that indicate a strong intent to buy. 
For example, “best fishing boats for sale” 
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shows that the user is actively looking to 
purchase a boat. 

3. Include Negative Keywords: Negative 
keywords prevent your ad from showing for 
irrelevant searches. For instance, if you don’t 
sell used boats, you could add “used” as a 
negative keyword. 

Actionable Tip: Regularly review your keyword 
list and performance data. Adjust your bids for 
high-performing keywords and consider 
pausing those that aren't driving results. 

 
Step 5: Set Your Bidding Strategy and Budget 

The next step is to decide how much you're 
willing to spend on your ads and choose a bidding 
strategy that aligns with your goals. 

Budget Allocation: 

• Set a Daily Budget: Choose how much you 
want to spend per day. Start with a budget 
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that is realistic for your business and scale as 
you see results. 

Bidding Strategies: 

• Maximize Clicks: Google will automatically 
set your bids to get as many clicks as 
possible within your daily budget. This is a 
good option if your goal is website traffic. 

• Target CPA (Cost-Per-Acquisition): Google 
will optimize bids to get the most conversions 
(leads or sales) at your desired CPA. This is 
best for lead generation campaigns. 

• Maximize Conversions: If you want Google 
to automatically adjust bids to get the highest 
number of conversions within your budget, 
this is the strategy to use. 

Actionable Tip: Start with Maximize 
Conversions or Target CPA to let Google 
optimize for the highest-value clicks. 
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Step 6: Write Compelling Ad Copy 

Your ad copy is the first thing potential 
customers will see, so it’s important to make it 
clear, relevant, and engaging. 

Best Practices for Ad Copy: 

• Include Relevant Keywords: Make sure your 
keywords appear in the ad headline and 
description to increase ad relevance. 

• Highlight Your Unique Selling Points 
(USPs): Mention special offers, promotions, 
or features that set your dealership apart 
(e.g., “Free Test Drives,” “Exclusive Financing 
Options”). 

• Strong Call-to-Action (CTA): Use clear CTAs 
like “Get a Free Quote,” “Schedule a Test 
Drive,” or “Browse Our Inventory.” 

Example: 

Headline 1: “Luxury Pontoon Boats for Sale in 
[City]” Headline 2: “Free Test Drive & Financing 
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Available” Description: “Shop the best selection 
of new pontoon boats. Exclusive summer 
promotions! Schedule your test drive today.” 

 
Step 7: Create Landing Pages for Better 
Conversions 

Your landing page is where users go after clicking 
on your ad. A well-designed landing page can 
make all the difference in converting traffic into 
leads or sales. 

Best Practices for Landing Pages: 

• Keep It Relevant: The content on the landing 
page should match the message in your ad. If 
your ad promotes luxury yachts, the landing 
page should feature those yachts, not all 
boats in general. 

• Optimize for Mobile: Many users will be 
clicking from mobile devices, so make sure 
your landing pages are mobile-friendly. 
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• Use Clear CTAs: Make it easy for users to 
take the next step—whether it’s filling out a 
form, calling your dealership, or scheduling a 
test drive. 

 
Step 8: Set Up Conversion Tracking 

Tracking conversions is essential for measuring 
the success of your campaigns. By setting up 
conversion tracking, you’ll be able to see how 
many leads or sales are generated from your ads. 

How to Set Up Conversion Tracking: 

1. Set Up Google Ads Conversion 
Tracking: Go to the Tools & Settings section 
in Google Ads and set up tracking for specific 
actions, such as form submissions, phone 
calls, or test drive bookings. 

2. Use Google Analytics: If you’re already 
using Google Analytics, you can link it to your 
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Google Ads account to get more insights into 
user behavior and conversions. 

 
Step 9: Monitor, Test, and Optimize 

Once your Google Ads campaign is live, ongoing 
monitoring and optimization are essential for 
success. You’ll want to regularly review your 
campaign performance, adjust your bids, refine 
your keywords, and test different ad variations to 
ensure you’re maximizing your return on 
investment (ROI). 

Best Practices for Campaign Optimization: 

1. Monitor Key Metrics: 

o Click-Through Rate (CTR): A low CTR 
may indicate that your ad copy isn’t 
resonating with your audience or that 
you’re targeting the wrong keywords. 
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o Conversion Rate: If your ads are driving 
clicks but not conversions, revisit your 
landing page or review your targeting. 

o Cost-Per-Conversion (CPA): This helps 
you understand how much you’re 
spending to acquire each lead or sale. If 
your CPA is too high, optimize your bids or 
focus on higher-converting keywords. 

2. Test Different Variations (A/B Testing): 

o Ad Copy: Test different headlines, 
descriptions, and calls-to-action to see 
which variations perform best. 

o Landing Pages: Experiment with different 
landing page designs, messaging, and 
CTAs to improve conversion rates. 

o Bidding Strategies: Test different bidding 
strategies (e.g., Maximize Clicks vs. Target 
CPA) to see which approach yields better 
results for your specific goals. 
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3. Refine Your Keyword Strategy: 

o Pause Underperforming Keywords: If 
certain keywords are driving clicks but not 
conversions, consider pausing them to 
avoid wasting ad spend. 

o Add New Keywords: Continuously 
research and add new keywords based on 
user search behavior or new boat 
models/services you want to promote. 

o Expand Negative Keywords: Regularly 
review your search terms report to 
identify irrelevant searches and add them 
to your negative keyword list. 

4. Adjust Your Budget: 

o If certain campaigns or ad groups are 
outperforming others, reallocate more of 
your budget to these high-converting 
campaigns. 
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o Increase your budget during peak boating 
seasons to capitalize on higher demand. 

 
Conclusion: Setting Up a Successful Google 
Ads Campaign for Boat Dealers 

Running a well-optimized Google Ads campaign 
can help boat dealers reach potential customers 
who are actively searching for boats and boating 
services. By following these step-by-step 
instructions, you can ensure your campaign is set 
up for success—from selecting the right 
keywords and writing compelling ad copy to 
monitoring performance and optimizing for better 
results. 

Key Takeaways: 

1. Define Clear Goals: Whether you want to 
generate leads, increase sales, or boost 
website traffic, your goals will guide your 
campaign setup. 
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2. Choose the Right Keywords: Focus on 
high-intent, relevant keywords and exclude 
irrelevant searches with negative keywords. 

3. Write Engaging Ad Copy: Highlight your 
unique selling points and use strong CTAs to 
drive user action. 

4. Optimize Landing Pages: Ensure that 
your landing pages are mobile-friendly, 
relevant, and optimized for conversions. 

5. Track Conversions and Monitor 
Performance: Use conversion tracking and 
regularly review key performance metrics to 
make data-driven decisions. 
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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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