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Running a Google Ads campaign is a powerful 
way for RV dealers to reach potential buyers and 
generate leads. However, even the most 
experienced advertisers can fall into common 
pitfalls that can hurt their campaigns and waste 
ad spend. Avoiding these mistakes is key to 
running successful and cost-effective 
campaigns. 

This guide outlines the Top 10 Google Ads 
Mistakes to Avoid for RV dealers, helping you 
maximize your PPC efforts and avoid costly 
errors. 

 
Mistake 1: Using Broad Match Keywords 
Without Caution 

One of the most common mistakes RV dealers 
make is relying too heavily on broad match 
keywords. Broad match keywords allow your ads 
to appear for search terms that may be only 
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loosely related to the keyword you’re targeting. 
This can result in irrelevant clicks, wasting your 
ad spend on users who aren’t actually interested 
in purchasing an RV. 

How to Avoid This: 

• Use phrase match or exact match keywords 
to have more control over which searches 
trigger your ads. 

• Utilize modified broad match by adding a “+” 
sign in front of key terms to ensure your ads 
only appear for relevant searches. 

• Continuously monitor your Search Terms 
Report to identify and add irrelevant terms to 
your negative keyword list. 

 
Mistake 2: Not Using Negative Keywords 

Negative keywords are essential for preventing 
your ads from being shown for irrelevant 
searches. Without negative keywords, your ads 
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could be triggered by searches that don’t align 
with your business, leading to wasted clicks and 
budget. 

How to Avoid This: 

• Regularly check your Search Terms Report 
and add irrelevant search terms as negative 
keywords. For example, if you don’t sell used 
RVs, add “used” as a negative keyword. 

• Create a robust list of negative keywords at 
the start of your campaign and update it over 
time as you gain more data. 

 
Mistake 3: Ignoring Ad Extensions 

Many advertisers overlook ad extensions, 
missing out on the opportunity to provide 
additional information and increase the click-
through rate (CTR) of their ads. Ad extensions can 
help make your ad more compelling by providing 
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extra details, such as contact information, RV 
financing options, or links to specific inventory. 

How to Avoid This: 

• Use sitelink extensions to link directly to 
specific RV models or services. 

• Add call extensions to make it easy for 
mobile users to contact your dealership. 

• Include location extensions to show your 
dealership’s address and allow users to get 
directions easily. 

 
Mistake 4: Sending Traffic to a Generic 
Homepage 

Another common mistake RV dealers make is 
sending all traffic to their homepage, rather than 
directing users to a specific landing page that 
matches their search intent. If a user clicks on an 
ad for a specific RV model but is taken to a 
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generic homepage, they may leave without taking 
further action. 

How to Avoid This: 

• Create dedicated landing pages for each ad 
group or keyword. For example, if your ad 
promotes “Class A motorhomes for sale,” 
ensure that users are taken to a page that 
features those motorhomes. 

• Ensure that your landing pages are optimized 
for conversions, with clear calls to action 
(CTAs), fast load times, and mobile 
responsiveness. 

 
Mistake 5: Poor Ad Copy with Weak CTAs 

Ad copy plays a crucial role in driving clicks and 
conversions. Many RV dealers make the mistake 
of writing generic or uninspiring ad copy that 
doesn’t speak directly to the needs of potential 
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buyers. Similarly, weak CTAs can fail to 
encourage users to take the next step. 

How to Avoid This: 

• Write ad copy that addresses the user’s 
intent. For example, if someone searches for 
“best RV for family vacations,” highlight 
family-friendly features like spacious interiors 
or extra sleeping capacity. 

• Use strong CTAs like “Schedule a Test Drive,” 
“Get a Free Quote,” or “Browse Our Inventory 
Today.” 

• Regularly A/B test different headlines, 
descriptions, and CTAs to determine which 
combinations perform best. 

 
Mistake 6: Not Testing Ads Regularly 

Running the same ads for extended periods 
without testing variations can result in declining 
performance. Many advertisers fail to test 



~ 8 ~ 

different ad versions, missing out on the 
opportunity to improve their campaign’s CTR and 
conversion rates. 

How to Avoid This: 

• Set up A/B testing (also known as split 
testing) to test different versions of your ads. 
Try different headlines, descriptions, CTAs, 
and landing pages to see which versions drive 
the best results. 

• Use Responsive Search Ads to test multiple 
headlines and descriptions, allowing Google 
to automatically show the best-performing 
combinations. 

 
Mistake 7: Failing to Track Conversions 

Without conversion tracking, it’s impossible to 
know whether your Google Ads campaigns are 
delivering results. Many RV dealers make the 
mistake of focusing solely on clicks and 
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impressions without tracking key actions like 
form submissions, phone calls, or bookings. 

How to Avoid This: 

• Set up Google Ads conversion tracking to 
measure valuable actions on your website, 
such as form submissions, test drive 
bookings, or contact requests. 

• Use call tracking to track phone calls 
generated by your ads. This is especially 
important for RV dealers, as many buyers 
prefer to speak with a representative before 
making a purchase decision. 

 
Mistake 8: Ignoring Mobile Users 

Mobile traffic is increasingly important in today’s 
digital landscape, and RV buyers are no 
exception. Ignoring mobile users by not 
optimizing ads and landing pages for mobile 
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devices can lead to missed opportunities and 
lower conversion rates. 

How to Avoid This: 

• Ensure that your ads and landing pages are 
fully mobile-optimized. Use a responsive 
design that adjusts based on the user’s 
device. 

• Monitor the performance of your ads across 
different devices (desktop, mobile, and 
tablet) and adjust your bidding strategy 
accordingly. 

 
Mistake 9: Not Adjusting Bids Based on 
Performance 

Many advertisers set their bids at the beginning of 
their campaign and forget to adjust them based 
on performance. This can result in overspending 
on underperforming keywords or missing out on 
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opportunities to bid higher on top-performing 
ones. 

How to Avoid This: 

• Regularly review your bid strategy and adjust 
bids based on keyword performance. 
Increase bids for keywords that are driving 
high-quality traffic and lower bids for 
keywords with poor conversion rates. 

• Consider using automated bidding 
strategies, such as Target CPA (Cost-Per-
Acquisition) or Maximize Conversions, to 
help optimize bids based on your campaign’s 
goals. 

 
Mistake 10: Ignoring Ad Scheduling 

Ad scheduling allows you to control when your 
ads appear, ensuring that they’re shown during 
the times when your target audience is most 
likely to be searching for RVs. Many advertisers 
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fail to optimize their ad schedules, leading to 
wasted ad spend during low-traffic periods. 

How to Avoid This: 

• Analyze your Google Ads reports to identify 
the days and times when your ads perform 
best. 

• Adjust your ad schedule to focus on peak 
hours when users are more likely to convert. 
For example, RV buyers may be more active in 
the evenings or on weekends. 

 
Maximizing Google Ads Success for RV Dealers 

Avoiding these common Google Ads mistakes 
can help RV dealers run more efficient and 
successful campaigns. By focusing on keyword 
targeting, ad copy, landing page relevance, and 
conversion tracking, you can ensure that your 
ads reach the right audience and deliver a strong 
return on investment. 
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