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Keyword research is the foundation of any Pay-
Per-Click (PPC) campaign. As a boat dealer, 
targeting the right keywords can help you reach 
potential customers who are actively searching 
for boats, parts, accessories, or services. In PPC, 
keywords act as the bridge between what users 
are searching for and the ads they see, making 
them critical for ensuring your campaigns are 
effective, relevant, and profitable. 

In this comprehensive guide, we will walk you 
through a step-by-step approach to conducting 
keyword research specifically tailored to boat 
dealers, along with practical tips on how to find 
high-performing keywords, avoid pitfalls with 
negative keywords, and balance search volume 
with competition. 
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Introduction: Why Keyword Research is 
Essential for Boat Dealers 

For boat dealers, PPC keyword research goes 
beyond simply targeting "boats for sale." The 
industry has a variety of segments, including 
fishing boats, yachts, pontoons, and luxury 
cruisers. Understanding the buying intent behind 
each search and choosing the right set of 
keywords can dramatically affect your click-
through rates (CTR), quality scores, and cost-
per-click (CPC). 

Effective keyword research helps boat dealers: 

• Attract qualified traffic: Target users with 
high purchase intent by selecting keywords 
that align with your inventory and services. 

• Minimize wasted ad spend: By excluding 
irrelevant keywords, you avoid spending 
money on clicks that don’t lead to sales. 
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• Increase conversions: By focusing on the 
right keywords, you increase the likelihood of 
attracting users who are ready to buy. 

 
Step 1: Start with Buyer Intent Keywords 

The first step in conducting keyword research for 
PPC is identifying keywords that reflect high 
buyer intent. These are the keywords that 
indicate the user is likely to make a purchase 
soon, as opposed to simply gathering 
information. 

Types of Buyer Intent Keywords: 

1. Commercial Keywords: These keywords 
signal that the user is in the purchasing phase 
of the buyer’s journey. For example: 

o “Buy fishing boats near me” 

o “New pontoon boats for sale” 

o “Luxury yachts for sale in [City]” 



~ 5 ~ 

2. Brand-Specific Keywords: These 
keywords involve specific boat brands or 
models that users are interested in. For 
example: 

o “Yamaha boats for sale” 

o “Bayliner cruisers near me” 

o “Used Sea Ray boats” 

3. Location-Specific Keywords: Many 
users search for products or services in their 
local area. Adding location-specific keywords 
is especially important for boat dealers who 
operate within a specific region. For example: 

o “Boat dealers in [City]” 

o “Marina services in [Region]” 

Actionable Tip: Make sure to include both 
broad and narrow purchase-intent keywords in 
your campaigns. Keywords that reflect 
urgency, such as “buy now” or “special offer,” 
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can help you attract leads who are ready to 
make a decision. 

 
Step 2: Use Keyword Research Tools 

There are many keyword research tools available 
that can help you discover high-performing 
keywords for your PPC campaigns. These tools 
provide valuable data on search volume, 
competition, and potential cost-per-click. 

Best Keyword Research Tools for Boat Dealers: 

1. Google Keyword Planner: Google’s own 
tool is one of the best starting points for 
keyword research. It allows you to find new 
keyword ideas, see historical search volume, 
and get insights into keyword competition 
and estimated costs. 

2. SEMrush: SEMrush offers comprehensive 
keyword research capabilities, including 
keyword difficulty scores, competitor 
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analysis, and related keywords. You can see 
which keywords your competitors are bidding 
on and find gaps to exploit. 

3. Ahrefs: Ahrefs’ keyword explorer provides 
search volume, keyword difficulty, and click 
metrics to help you find profitable keywords. 
It also provides suggestions for related 
keywords that you might not have 
considered. 

4. Moz Keyword Explorer: Moz provides 
insights into keyword opportunities and 
prioritizes keywords based on their potential 
impact. It’s a great tool for discovering long-
tail keywords that might have lower 
competition but high purchase intent. 

Actionable Tip: Use at least two different 
keyword tools to cross-check data and find 
hidden opportunities that may not be as visible 
in a single tool. 
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Step 3: Balance Search Volume with 
Competition 

When selecting keywords, it’s important to 
balance search volume with competition. 
Keywords with high search volume may attract 
more clicks, but they often come with higher 
competition, which can drive up your cost-per-
click. Conversely, low-volume keywords may cost 
less but may not drive sufficient traffic. 

Key Considerations: 

1. High-Volume Keywords: These keywords 
generate a lot of traffic, but they also tend to 
be more competitive and expensive. Use 
high-volume keywords sparingly, especially if 
they align with your highest-margin products. 

2. Long-Tail Keywords: These are more 
specific keywords that often have lower 
search volume but higher conversion 
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potential. Long-tail keywords such as 
“affordable fishing boats in [City]” or “best 
family pontoon boats under $50k” are less 
competitive and can lead to better-qualified 
leads. 

3. Competition Levels: Use keyword 
research tools to identify how competitive a 
keyword is. Tools like SEMrush and Ahrefs 
provide keyword difficulty scores that 
indicate how hard it will be to rank or bid on 
certain keywords. 

4. Cost-Per-Click (CPC): For each keyword, 
analyze the CPC to ensure that it aligns with 
your budget. While high-volume keywords 
may seem appealing, their CPC may exceed 
your desired cost, making them less 
profitable. 

Actionable Tip: Use a mix of high-volume, high-
competition keywords alongside lower-
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volume, lower-competition long-tail keywords 
to create a balanced strategy. 

 
Step 4: Incorporate Negative Keywords 

Negative keywords are terms for which you don’t 
want your ads to appear. Including negative 
keywords in your PPC campaigns prevents your 
ads from showing for irrelevant searches, thereby 
reducing wasted clicks and improving ROI. 

How to Use Negative Keywords: 

1. Identify Irrelevant Terms: Start by 
reviewing your current campaign data. Are 
there searches or clicks that are not 
converting? These could be terms you should 
exclude. 

o For example, if you only sell new boats, 
add “used” as a negative keyword to avoid 
appearing for searches like “used boats 
for sale.” 
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o Similarly, if you don’t sell small watercraft 
or accessories, exclude terms like 
“canoes” or “kayaks.” 

2. Expand Over Time: As your campaign 
runs, continue to monitor search terms and 
update your negative keyword list 
accordingly. This will help refine your 
targeting and improve the quality of traffic 
over time. 

3. Use Keyword Tools for Negative 
Keywords: Tools like Google Ads Search 
Terms Report can help identify irrelevant 
terms that are generating clicks but not 
conversions. Add these to your negative 
keyword list to improve your campaign’s 
efficiency. 

Actionable Tip: Regularly audit your search 
terms to identify new negative keywords that 
will help filter out irrelevant traffic and save on 
ad spend. 
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Step 5: Consider Seasonal Keywords 

Boating is a seasonal activity in many regions, 
and your PPC campaigns should reflect these 
shifts. Keywords that perform well during the 
summer months may not be as effective during 
the winter. Understanding seasonal trends can 
help you allocate your budget more efficiently. 

Key Strategies for Seasonal Keyword Targeting: 

1. Seasonal Product Keywords: During 
peak boating season (typically spring and 
summer), search volumes for products like 
“pontoon boats for sale” or “family fishing 
boats” may increase. Prioritize high-
converting, seasonal keywords to capitalize 
on these trends. 

2. Boat Show Keywords: If your dealership 
participates in regional boat shows, target 
keywords like “[City] boat show tickets” or 
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“[City] boat show 2024” to attract event-
goers. 

3. Service and Maintenance Keywords: As 
the season winds down, focus on keywords 
related to winterization and maintenance, 
such as “boat winterizing service near me” or 
“boat storage options in [City].” 

Actionable Tip: Use Google Trends to analyze 
how keyword search volumes fluctuate 
throughout the year and adjust your campaigns 
accordingly. 

 
Step 6: Monitor and Refine Keyword 
Performance 

Once your PPC campaigns are live, it’s crucial to 
monitor keyword performance regularly. The 
keyword landscape can change quickly as 
competition increases, or consumer behavior 
shifts. 
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Key Performance Metrics to Track: 

1. Click-Through Rate (CTR): A high CTR 
indicates that your ad is resonating with the 
audience and that the keyword is relevant. 
Keywords with low CTR may need ad copy 
adjustments or could be phased out. 

2. Conversion Rate: Analyze how well each 
keyword converts into sales or leads. 
Keywords with high CTR but low conversion 
rates may not be as valuable, and you may 
want to pause them or adjust your landing 
pages to improve conversions. 

3. Cost-Per-Conversion (CPA): Measure 
how much it costs to acquire a lead or sale 
for each keyword. Keywords with a high CPA 
may not be worth the investment unless 
they’re driving high-value conversions. 

4. Quality Score: Google assigns a quality 
score to each keyword based on relevance, 
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CTR, and landing page experience. Improving 
your quality score can lower your CPC and 
improve ad placement. 

Actionable Tip: Use automated rules in Google 
Ads to pause underperforming keywords or 
increase bids on high-converting keywords. 
Regularly update your keyword list to stay 
ahead of competitors. 

 
Building a Winning PPC Strategy with Keyword 
Research 

Keyword research is a dynamic, ongoing process 
that plays a critical role in the success of any PPC 
campaign. For boat dealers, the ability to 
identify, target, and continuously refine a list of 
high-performing keywords can significantly 
impact click-through rates (CTR), conversion 
rates, and cost-per-click (CPC). By using the 
right combination of buyer intent, long-tail, and 



~ 16 ~ 

location-specific keywords, and excluding 
irrelevant terms through negative keywords, boat 
dealers can ensure they are targeting the right 
audience at the right time. 

Key Takeaways: 

1. Start with Buyer Intent Keywords: Focus 
on keywords that indicate the user is ready to 
purchase, and ensure they reflect your 
inventory and services. 

2. Use Keyword Tools: Leverage tools like 
Google Keyword Planner, SEMrush, and 
Ahrefs to discover new keywords and monitor 
performance. 

3. Balance Search Volume and 
Competition: Combine high-volume, 
competitive keywords with long-tail, low-
competition keywords for better targeting and 
ROI. 
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4. Incorporate Negative Keywords: Filter 
out irrelevant traffic by regularly updating 
your negative keyword list to reduce wasted 
clicks and optimize your budget. 

5. Seasonal Keyword Strategy: Adjust your 
keyword strategy based on seasonal trends 
and customer behavior. 

6. Monitor and Refine: Continuously track 
key metrics such as CTR, conversion rates, 
and cost-per-conversion to optimize your 
keyword performance. 

By applying these strategies, boat dealers can 
significantly enhance the effectiveness of their 
campaigns, reduce wasted spend, and ultimately 
drive more sales and leads. 
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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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