
Dental Google Ads Case Study

Brand Intro:- 
In this Case Study, we're going to cover a Dental Clinic Client who
offers Dental services. We'll be taking a closer look at what we did to
make this dental clinic successful. The Target Location for this
client is Hollywood, FL and they were looking to generate more
clients for his dental business

From 3 Leads to 300 For
Dental Clinic



How We Started:-
The client had been running Google Ads campaigns but was unhappy with the results
from their previous advertiser. The campaign only resulted in 3 conversions even
though they had spent near to $1000. They wanted to increase their leads with Google
Ads and approached us for a google ads campaigns audit in May 2022



Account Challenge :-

#1. Negative keywords were not being used

Our analysis showed that there were a lot of areas that needed
improvement, such as:



#2 Broad match was being used, resulting in irrelevant traffic



#3 Ad grouping was not well set up



#4. A/B testing was not in place



#5. Poor Ad Copies 



#6. Bids were not being optimized



#7. Quality score was poor



What we did:-
After conducting an audit of our PPC campaigns, we were able to identify which areas needed
improvement. We started restructuring the campaigns and setting up different campaigns
based on the services offered using the best PPC Practices.



Conducted competitive analysis to see what tools and strategies our competitors are using.



Researched relevant keywords and crafted ad copy to match.



Created tightly themed Groups with 5-10 keywords each.



Used relevant ad extensions as appropriate for each campaign.



This allowed us to not only get more leads, but also generate more phone calls. We also
setup call-only campaigns to increase the number of calls coming in, as well as search
campaigns to generate lead forms from the website.



CPA reduced from $300 to $30, 10 Times Reduction in Cost Per Lead
From 3 Leads to nearly 300 Leads.

After we implemented the new campaigns structure, we were absolutely amazed by the
results we saw in the tenth month. In fact, they improved 8 times from what they were
before. The CPA was impressive and nearly $28 per lead. Just restructuring the campaigns
made that huge of an impact. 



276.00 Conversions
RESULTS

$27.20 Cost Per Lead



Now that we had a steady stream of leads, the next step was to assist those leads in
becoming appointments and sales. We used GoHighLevel CRM to collect leads' data,
automatically send messages to those leads, and then manage a detailed lead report.

This makes it simple for clients to turn leads into sales and provides
them with high-level reporting.



Thankyou


