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Running Google Ads for your fishing guide
business can be an effective way to attract new
clients, increase bookings, and grow your
business. However, many businesses fall into
common traps that prevent their campaigns from
achieving maximum results. These mistakes can
lead to wasted ad spend, irrelevant traffic, and a
poor return on investment (ROI).

In this blog post, we’ll outline the Top 10 Google
Ads Mistakes to Avoid for fishing guides,
whether you specialize in general guided fishing
trips or niche offerings like fly fishing. Avoiding
these mistakes will help you optimize your
campaigns, reduce wasted spending, and drive
more high-quality leads.



Mistake 1: Using Too Many Broad Match
Keywords

When running Google Ads campaigns, the type of
keywords you choose directly impacts how your
ads perform. Broad match keywords cast a wide
net, meaning your ads may show up for searches
that aren’t relevant to your services. For example,
bidding on a broad term like “fishing” could result
in your ad appearing for searches like “fishing
gear” or “fishing jobs,” which aren’t aligned with
the intent of booking a guided fishing trip.

How to Avoid This:

. Focus on exact match and phrase match
keywords to have more control over the
searches that trigger your ads.

. Use long-tail keywords like “book guided
fishing trips in [Location]” or “private fishing
tours for families.”



. Tip: Regularly review your Search Terms
Reportin Google Ads to identify irrelevant
queries and refine your keyword strategy.

Mistake 2: Ignoring Negative Keywords

Failing to use negative keywords can resultin
wasted ad spend on irrelevant clicks. Negative
keywords prevent your ads from showing up for
searches that don’t align with your business. For
example, if you don’t offer DIY fishing trips or
budget tours, you should add those as negative
keywords to filter out irrelevant traffic.

How to Avoid This:

. Regularly update your negative keyword list
based on the queries that are triggering your
ads but not converting.

. Example Negative Keywords: “DIY fishing
trips,” “cheap fishing guides,” “fishing
equipment.”



Mistake 3: Sending Traffic to a Generic
Homepage

One of the most common mistakes is sending
users to a generic homepage rather than a
targeted landing page. If someone clicks on an ad
for "guided fishing trips," they expect to land on a
page that gives them more details about those
trips, not a general page with unrelated
information.

How to Avoid This:

. Create dedicated landing pages for each
campaign, matching the user’s search intent.
If you run ads for “fly fishing trips,” the landing
page should focus specifically on those
services.

. Tip: Include a clear call-to-action (CTA), such
as “Book Now” or “Check Availability,” to
encourage conversions.



Mistake 4: Not Utilizing Ad Extensions

Ad extensions provide additional information to
users and can significantly improve your ad’s
performance. Fishing guides can use extensions
to share more details, such as trip pricing,
reviews, or direct links to booking pages.

How to Avoid This:

. Use sitelink extensions to direct users to
relevant pages like “Book a Trip,” “Pricing,” or
“Reviews.”

. Add call extensions so potential clients can
contact you directly.

. Location extensions are helpful for targeting
users searching for local fishing guides.



Mistake 5: Failing to Track Conversions

Without conversion tracking, you won’t know
which keywords, ads, or campaigns are driving
bookings or inquiries. Conversion tracking allows
you to measure the success of your campaigns
and make data-driven decisions.

How to Avoid This:

. Setup Google Ads conversion tracking to
track actions like form submissions, calls, or
completed bookings.

. Use Google Analytics alongside Google Ads
to gain a deeper understanding of user
behavior after they click on your ad.

Mistake 6: Writing Weak Ad Copy

Your ad copy is what convinces users to click on
your ad. If it doesn’t clearly communicate the
value of your service or include a strong CTA,
users are less likely to engage with it. Generic or



unclear ad copy can lead to low click-through
rates (CTR) and poor performance.

How to Avoid This:

. Focus on benefits that set your service apart,
such as “Experienced Local Guides” or
“Exclusive Fishing Locations.”

. Use a strong CTA like “Book Your Trip Now” or
“Check Availability for Summer Tours.”

. Tip: Test different versions of ad copy to see
which resonates most with your audience.

Mistake 7: Only Using One Ad Variation

Running only one ad variation limits your ability to
optimize for performance. If you’re not testing
multiple ads, you might miss opportunities to
improve CTR and conversions.

How to Avoid This:



. Create at least 3-4 ad variations for each ad
group to test different headlines,
descriptions, and CTAs.

. Use Responsive Search Ads (RSAs) to allow
Google to automatically test different
combinations of headlines and descriptions.

Mistake 8: Ignoring Mobile Optimization

With a growing number of users searching for
services on mobile devices, failing to optimize
your ads for mobile can result in a poor user
experience and lost conversions.

How to Avoid This:

. Ensure that your landing pages are mobile-
friendly, with fast loading times and a clear
layout.

. Increase bids for mobile devices if you find
that mobile users are converting at higher
rates.



Mistake 9: Overlooking Remarketing

Remarketing is a powerful tool for re-engaging
users who have visited your website but didn’t
book a trip. Without remarketing, you’re missing
out on opportunities to convert visitors who have
already shown interest in your services.

How to Avoid This:

. Set up remarketing campaigns to show
tailored ads to users who have previously
visited your website. For example, offer a
discount or a special promotion to encourage
them to return and book a trip.

Mistake 10: Not Adjusting Bids Based on
Performance

A successful PPC campaign requires regular
monitoring and adjustments. If you’re not
adjusting bids based on performance data, you



could be overspending on underperforming
keywords or missing opportunities to increase
conversions on high-performing keywords.

How to Avoid This:

. Monitor the performance of your keywords
and adjust bids accordingly. Increase bids for
high-converting keywords and reduce or
pause bids for keywords that aren’t
performing well.

. Tip: Use automated bidding strategies like
Target CPA or Maximize Conversions to
optimize your bids for conversions.

Conclusion: Avoiding Google Ads Mistakes for
Fishing Guides

By avoiding these common Google Ads mistakes,
fishing guides can run more efficient campaigns,
reduce wasted ad spend, and generate more
high-quality leads. Regular audits, keyword



optimization, and ongoing improvements are key
to ensuring that your Google Ads campaigns drive
bookings and boost your business.

Key Takeaways:

. Use long-tail keywords and negative
keywords to improve targeting.

. Create dedicated landing pages that match
the user’s search intent.

. Implement conversion tracking to measure
success and make data-driven decisions.

. Regularly monitor and adjust bids, keywords,
and ad performance for the best results.
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