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Running successful Google Ads campaigns can 
be one of the most effective ways for boat 
dealers to drive traffic to their websites, generate 
leads, and increase sales. However, even 
seasoned advertisers can fall into common 
pitfalls that reduce their campaigns’ 
effectiveness, waste ad spend, and ultimately 
hurt their return on investment (ROI). 

In this guide, we’ll walk through the top 10 
Google Ads mistakes boat dealers should avoid 
to ensure their campaigns are optimized for 
maximum performance and success. 

 
1. Using Too Many Broad Keywords 

One of the most common mistakes in Google Ads 
campaigns is relying too heavily on broad match 
keywords. Broad match allows your ads to 
appear for searches that are related to, but not 
necessarily the same as, your target keywords. 
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This can lead to irrelevant traffic and wasted ad 
spend, especially in a competitive industry like 
boating. 

How to Avoid This Mistake: 

• Use Modified Broad Match: Instead of using 
broad match, use modified broad match (by 
adding a “+” in front of keywords), which gives 
you more control over which searches trigger 
your ads. 

• Focus on Phrase or Exact Match: These 
match types allow you to target more specific 
queries, ensuring that your ads are only 
shown for the most relevant searches. 

Example: 

Instead of using a broad match keyword like 
“boats for sale,” use modified broad match like 
+boats +for sale or an exact match keyword like 
[boats for sale in [city]] to avoid irrelevant 
searches. 
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2. Ignoring Negative Keywords 

Failing to use negative keywords is another 
major mistake that can drain your budget by 
showing your ads for irrelevant searches. 
Negative keywords prevent your ads from 
appearing for searches that are not relevant to 
your products or services, such as queries for 
boat-related accessories or “DIY” boat-building 
guides. 

How to Avoid This Mistake: 

• Regularly Update Your Negative Keywords 
List: Review your search terms report to 
identify irrelevant queries that triggered your 
ads and add those as negative keywords. 

• Common Negative Keywords for Boat 
Dealers: Keywords like “used,” “cheap,” “DIY,” 
or “free” may not align with your business if 
you only sell new or luxury boats. 
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Example: 

If your dealership specializes in new boats, you 
should add “used boats” as a negative keyword 
to avoid paying for clicks from users looking for 
second-hand boats. 

 
3. Not Using Ad Extensions 

Many boat dealers overlook the power of ad 
extensions, which allow you to provide more 
information to potential customers directly in 
your ad. Ad extensions improve the visibility of 
your ads, increase click-through rates (CTR), and 
improve your ad rank without additional cost. 

How to Avoid This Mistake: 

• Utilize Sitelink Extensions: Link to specific 
pages on your website, such as “New Boats,” 
“Service & Maintenance,” or “Special 
Financing Options.” 
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• Use Call Extensions: Allow users to call your 
dealership directly from your ad, which is 
especially useful for mobile users. 

• Highlight Promotions: If you’re running a 
special promotion or offer, use promotion 
extensions to display these offers 
prominently in your ads. 

Example: 

A call extension for mobile users can increase 
the likelihood that a potential customer will call 
your dealership directly, improving conversion 
rates for mobile traffic. 

 
4. Failing to Optimize Landing Pages 

No matter how effective your ads are, if users 
land on a poorly optimized landing page, your 
conversion rates will suffer. A high-quality landing 
page should match the ad’s message, be easy to 
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navigate, load quickly, and include clear calls to 
action (CTAs). 

How to Avoid This Mistake: 

• Ensure Relevance: The landing page must 
directly reflect the content of your ad. If your 
ad promotes a specific boat model, the 
landing page should showcase that model, 
not take users to a generic homepage. 

• Optimize for Speed and Mobile: Ensure your 
landing pages load quickly and are fully 
optimized for mobile devices. Many boat 
buyers search from their smartphones, so a 
mobile-friendly landing page is crucial. 

Example: 

If you’re running an ad for “Pontoon Boats for 
Sale,” the landing page should feature pontoon 
boats with pricing, photos, and clear CTAs like 
“Schedule a Test Drive” or “Get a Quote.” 
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5. Poor Ad Copy and Weak Calls to Action 
(CTAs) 

The ad copy is one of the most critical elements 
of your Google Ads campaign. Without 
compelling, relevant ad copy and a strong CTA, 
users are less likely to click on your ad, which can 
lower your CTR and quality score. 

How to Avoid This Mistake: 

• Highlight Unique Selling Points (USPs): 
Ensure your ad copy emphasizes what sets 
your dealership apart, such as “Largest 
Selection of Family Boats” or “Exclusive 
Summer Discounts.” 

• Use Action-Oriented CTAs: Encourage users 
to take action immediately with CTAs like 
“Browse Inventory,” “Schedule a Test Drive,” 
or “Get a Free Quote.” 

Example: 
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An ad with a strong CTA like “Call Now for 
Exclusive Offers on Luxury Yachts” will be more 
effective than a generic CTA like “Learn More.” 

 
6. Not Utilizing Remarketing Campaigns 

Remarketing allows you to target users who have 
previously visited your website but didn’t convert. 
Many boat dealers miss out on these high-value 
leads by not setting up remarketing campaigns. 

How to Avoid This Mistake: 

• Set Up Remarketing Lists: Use Google Ads 
remarketing to target users who visited your 
boat inventory pages or looked at specific 
models but didn’t take action. 

• Create Dynamic Remarketing Ads: Show 
users personalized ads featuring the specific 
boats or services they viewed on your site to 
entice them back. 
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Example: 

If a user viewed several fishing boats but didn’t 
submit an inquiry, a dynamic remarketing ad that 
shows the exact boats they were interested in can 
help re-engage them and increase the chances of 
conversion. 

 
7. Not Testing Ad Variations (A/B Testing) 

Many boat dealers set up their Google Ads 
campaigns and let them run without testing 
different versions of their ads. A/B testing allows 
you to test different headlines, descriptions, and 
CTAs to see what resonates best with your 
audience. 

How to Avoid This Mistake: 

• Test Multiple Ad Variations: Use Google 
Ads’ A/B testing functionality to create 
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different versions of your ads with slight 
changes to headlines, descriptions, or CTAs. 

• Analyze the Data: After testing, analyze 
which ad variations performed best in terms 
of CTR, conversions, and cost-per-click, and 
refine your campaigns accordingly. 

Example: 

Test two versions of your ad: one with a CTA 
saying “Browse Our Luxury Boat Collection” and 
another with “Get Exclusive Yacht Offers Now.” 
Measure which version drives more clicks and 
conversions. 

 
8. Not Tracking Conversions 

Without proper conversion tracking, you won’t 
know which keywords, ads, or campaigns are 
generating leads and sales. Conversion tracking 
is crucial for understanding the ROI of your 
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Google Ads campaigns and for making informed 
decisions on where to allocate your budget. 

How to Avoid This Mistake: 

• Set Up Google Ads Conversion Tracking: 
Use Google Ads’ built-in conversion tracking 
tool to track important actions, such as form 
submissions, phone calls, and test drive 
bookings. 

• Integrate Google Analytics: Use Google 
Analytics to track user behavior on your 
website and see which ad campaigns are 
driving the most valuable traffic. 

Example: 

If you’re running a lead generation campaign, set 
up conversion tracking for form submissions and 
phone calls. This way, you’ll know which ads are 
generating the most leads. 
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9. Failing to Monitor Campaign Performance 

Setting up your Google Ads campaign and letting 
it run without continuous monitoring is a recipe 
for wasted ad spend. Market trends, competition, 
and user behavior can change over time, so your 
campaigns need regular adjustments to stay 
effective. 

How to Avoid This Mistake: 

• Regularly Review Performance Metrics: 
Use Google Ads reports to monitor key 
performance indicators (KPIs) such as CTR, 
conversion rate, CPC, and ROI. If you notice 
performance dipping, make adjustments to 
bids, keywords, or ad copy. 

• Set Up Automated Rules: Use automated 
rules to pause low-performing ads, increase 
bids for high-converting keywords, or adjust 
your budget based on performance. 
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Example: 

If you notice that a particular campaign is driving 
a high volume of traffic but few conversions, you 
can lower the bid on underperforming keywords 
or tweak the ad copy to improve relevance. 

 
10. Ignoring Ad Scheduling 

Not all potential customers are searching for 
boats at the same time. Many boat dealers make 
the mistake of running their ads 24/7 without 
considering peak times when their target 
audience is most likely to search and convert. 

How to Avoid This Mistake: 

• Use Ad Scheduling: Analyze your Google 
Ads reports to identify the times of day or 
days of the week when conversions are 
highest. Adjust your ad schedule to focus 
your budget during these peak periods. 
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• Exclude Low-Converting Times: If your data 
shows that clicks are high during certain 
hours but conversions are low, consider 
excluding those timeframes to maximize your 
budget. 

Example: 

If your data shows that conversions spike in the 
evening but drop off overnight, set your ads to run 
only during peak hours when your audience is 
most active. 

 
Conclusion: How to Maximize Google Ads 
Success for Boat Dealers 

Running a successful Google Ads campaign 
requires careful planning, ongoing optimization, 
and constant monitoring. By avoiding the 
common mistakes outlined in this guide, boat 
dealers can ensure that their ad spend is used 
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efficiently, their ads reach the right audience, and 
they see a higher return on investment. 

Key Takeaways: 

1. Avoid Broad Keywords: Refine your 
keyword strategy to focus on intent-driven, 
specific keywords. 

2. Leverage Negative Keywords: Regularly 
update your negative keywords list to avoid 
irrelevant traffic. 

3. Use Ad Extensions: Take advantage of all 
ad extensions to enhance visibility and 
improve CTR. 

4. Optimize Landing Pages: Ensure that 
your landing pages are highly relevant to the 
ads and offer a seamless user experience. 

5. Test and Optimize Ad Copy: 
Continuously test different ad variations and 
use strong CTAs to encourage user action. 
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6. Implement Remarketing: Don’t miss out 
on re-engaging visitors who didn’t convert on 
their first visit. 

7. Track Conversions: Set up accurate 
conversion tracking to measure campaign 
effectiveness. 

8. Monitor Campaign Performance: 
Regularly review performance metrics and 
make adjustments to stay competitive. 

9. Utilize Ad Scheduling: Focus your ad 
spend on peak times when your target 
audience is most likely to convert. 

By following these strategies, boat dealers can 
optimize their Google Ads campaigns for better 
performance, reduce wasted spend, and drive 
more qualified traffic to their websites, leading to 
higher sales and better ROI. 
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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! 

 

https://bigcanoedigital.com/
mailto:hello@bigcanoedigital.com

