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How to Get High Converting Traffic with a $500 Google Ads 
Budget 

1. Content Analysis and Summary 

Paragraph 1 – Core Idea​
 The video challenges one of the most common misconceptions about Google Ads: that you need a 
large budget to see results. Josiah Roche explains that even a modest budget—around $500 per 
month—can generate meaningful results if managed strategically. The central message is that when 
budgets are small, every click matters, leaving no room for waste or unfocused targeting. 

Paragraph 2 – Budget Reality & Buyer Intent​
 With a $500 monthly budget, advertisers can expect roughly 100 clicks per month, depending on cost 
per click. This makes click quality far more important than click volume. The goal isn’t traffic—it’s 
attracting users with real buying intent. Josiah introduces the idea of “opportunity cost,” emphasizing 
that every dollar spent on the wrong person is a dollar not spent on someone ready to convert. 

Paragraph 3 – Smart Targeting & Campaign Structure​
 The video strongly advocates for tight geographic targeting and ultra-specific, high-intent keywords. 
Instead of targeting entire cities, advertisers should focus on nearby neighborhoods to reduce 
competition and lower CPCs. Campaign structure should remain simple: one search campaign, one ad 
group, and a small set of tightly related keywords. Dynamic Keyword Insertion (DKI) is used to increase 
relevance and instantly connect with searchers. 

Paragraph 4 – Optimization & Conversion Focus​
 Success doesn’t stop at ads. Quality Score optimization plays a major role in reducing CPCs, but 
conversions ultimately depend on the landing page. A clear, focused landing page with a strong offer 
and a single call-to-action is essential. The video concludes by reminding viewers that Google Ads is not 
a “set-and-forget” platform—continuous optimization, testing, and adaptability are required, especially 
with limited budgets. 

Integrated CTA:​
 If you’re running Google Ads on a tight budget, this strategy proves that smart execution beats bigger 
spend—start applying these principles today. 

 

2. Key Takeaways (25) 

1.​ You don’t need a large budget to succeed with Google Ads​
 

2.​ A $500 budget makes every click valuable​
 

3.​ Click quality matters more than click volume​
 

4.​ Broad targeting wastes small budgets​
 

5.​ Opportunity cost is critical in PPC​
 

6.​ Narrow geographic targeting reduces competition​
 



7.​ Proximity increases conversion likelihood​
 

8.​ High-intent keywords outperform generic ones​
 

9.​ “Near me” keywords signal buying intent​
 

10.​ Phrase and exact match protect your spend​
 

11.​ Simple campaign structures perform better​
 

12.​ One search campaign is enough to start​
 

13.​ One ad group reduces dilution​
 

14.​ Dynamic Keyword Insertion boosts relevance​
 

15.​ Pinning headline one increases impact​
 

16.​ Social proof builds instant trust​
 

17.​ Scarcity and urgency drive action​
 

18.​ Numbers attract attention in headlines​
 

19.​ Quality Score directly affects CPC​
 

20.​ Ads and landing pages must align​
 

21.​ The landing page is your salesperson​
 

22.​ Simple pages convert better​
 

23.​ One CTA beats many CTAs​
 

24.​ Negative keywords protect your budget​
 

25.​ Continuous optimization compounds results​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Budget Planning 

Task 1: Set Your Daily Budget 

●​ Step 1: Log into Google Ads​
 

●​ Step 2: Divide $500 by 30 days​
 

●​ Step 3: Set your daily budget to ~$15​
 

 

Category 2: Targeting 



Task 1: Tighten Geographic Targeting 

●​ Step 1: Select your city​
 

●​ Step 2: Choose nearby neighborhoods only​
 

●​ Step 3: Exclude distant or irrelevant areas​
 

 

Category 3: Keywords 

Task 1: Select High-Intent Keywords 

●​ Step 1: List your main service​
 

●​ Step 2: Add “near me” or neighborhood names​
 

●​ Step 3: Use phrase match and exact match​
 

 

Category 4: Campaign Structure 

Task 1: Build a Simple Campaign 

●​ Step 1: Create one Search campaign​
 

●​ Step 2: Add a single ad group​
 

●​ Step 3: Limit keywords to 5–10​
 

 

Category 5: Ad Copy 

Task 1: Implement Dynamic Keyword Insertion 

●​ Step 1: Enable DKI in Headline 1​
 

●​ Step 2: Pin Headline 1​
 

●​ Step 3: Add a clear offer and a number​
 

 

Category 6: Landing Page 

Task 1: Optimize Your Landing Page 

●​ Step 1: Match the headline to the ad​
 

●​ Step 2: Present one strong offer​
 

●​ Step 3: Use one clear CTA button​
 

 

Category 7: Optimization 



Task 1: Continuously Improve 

●​ Step 1: Review Search Terms weekly​
 

●​ Step 2: Add irrelevant terms as negatives​
 

●​ Step 3: Test new ad variations​
 

 
 

Why I Use Both Exact Match + Broad Match (And Ignore 
Google's 'Expert' Advice) 

1. Content Analysis and 4-Paragraph Summary 
Paragraph 1 – Core Topic & Context​
 This video breaks down one of the most debated topics in modern Google Ads: whether advertisers 
should rely solely on broad match keywords or continue using a combination of broad and exact match. 
While Google representatives often encourage advertisers to “only use broad match,” the speaker 
explains that this advice mainly applies to large, high-spend accounts with massive conversion volume. 
For most real-world advertisers, especially those focused on profitability and control, blindly following a 
broad-only approach can leave money on the table. 

Paragraph 2 – How Broad vs Exact Match Really Works Today​
 The speaker clarifies the fundamental difference between match types. Broad match targets the 
meaning of a search using Google’s AI and semantic understanding, while exact match targets specific 
search intent—even though exact match is looser than it was years ago. Broad match excels at 
discovery and expansion, picking up variations and related meanings, whereas exact match still provides 
tighter precision for high-intent searches that directly drive revenue. 

Paragraph 3 – Why Broad Alone Isn’t Enough​
 Although Google claims broad match will capture exact searches, relying solely on it means fully 
trusting Google’s AI to interpret intent correctly during every auction. With multiple variables 
involved—quality score, bidding strategy, competition—important searches can be missed. By layering 
exact match for proven, high-converting “kingmaker” keywords, advertisers can signal to Google that 
they must appear when those exact searches happen, reclaiming control where it matters most. 

Paragraph 4 – The Winning Framework & Actionable Conclusion​
 The recommended framework is clear: don’t use broad match until a campaign is dialed in with 
consistent conversions (typically 30–50+ per month). Once performance is stable, layer in broad match 
to expand reach using smart bidding and Google’s AI, while maintaining exact match for top revenue 
drivers. This combination creates a full-coverage strategy—precision plus scale—maximizing both 
performance and growth in modern Google Ads. 

👉 CTA: Apply this hybrid keyword strategy to your campaigns today, and watch how combining control 
with AI-powered expansion unlocks more consistent, scalable results. 

 

2. 25 Key Takeaways 
1.​ Broad match targets search meaning, not exact wording​

 
2.​ Exact match still provides intent control, even with close variants​

 



3.​ Google promotes broad match mainly for large, high-volume accounts​
 

4.​ Smaller or growing accounts need more control, not less​
 

5.​ Broad match taps into Google’s AI and audience discovery​
 

6.​ Exact match behaves more like old phrase match today​
 

7.​ Broad match expands reach but can miss critical intent​
 

8.​ Auction variables affect whether broad captures exact searches​
 

9.​ High-converting queries should always be added as exact match​
 

10.​ Exact match signals priority to Google’s system​
 

11.​ Broad match alone means fully trusting Google’s AI​
 

12.​ Combining match types creates full-funnel coverage​
 

13.​ Phrase match is often phased out once performance stabilizes​
 

14.​ Smart bidding works best with broad + conversion data​
 

15.​ Don’t use broad match too early in a campaign​
 

16.​ “Dialed-in” means 30–50+ monthly conversions​
 

17.​ Exact match protects money-making keywords​
 

18.​ Broad match excels at intent expansion, not precision​
 

19.​ Poor-performing exact keywords can be paused without risk​
 

20.​ Control should increase with performance maturity​
 

21.​ Broad match works best once the algorithm is trained​
 

22.​ High-intent searches deserve forced eligibility​
 

23.​ Broad and exact together outperform either alone​
 

24.​ Match types influence how Google prioritizes keywords​
 

25.​ The hybrid approach is the modern Google Ads money strategy​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Campaign Preparation 

Task 1: Confirm Campaign Readiness 



●​ Step 1: Open your Google Ads account​
 

●​ Step 2: Check monthly conversion volume​
 

●​ Step 3: Confirm at least 30–50 conversions per month​
 

●​ Step 4: Verify stable CPA or ROAS performance​
 

 

Category 2: Keyword Structuring 

Task 1: Identify High-Intent Keywords 

●​ Step 1: Open the Search Terms report​
 

●​ Step 2: Sort by conversions and conversion value​
 

●​ Step 3: Highlight top-performing search terms​
 

Task 2: Add Exact Match Keywords 

●​ Step 1: Copy high-performing search terms​
 

●​ Step 2: Add them as exact match keywords​
 

●​ Step 3: Ensure bids align with value​
 

 

Category 3: Broad Match Expansion 

Task 1: Layer Broad Match Safely 

●​ Step 1: Duplicate proven keywords as broad match​
 

●​ Step 2: Keep smart bidding enabled​
 

●​ Step 3: Monitor search term relevance weekly​
 

 

Category 4: Optimization & Control 

Task 1: Evaluate Performance 

●​ Step 1: Compare exact vs broad conversions​
 

●​ Step 2: Pause underperforming exact terms if needed​
 

●​ Step 3: Let broad continue discovering new intent​
 

 



Category 5: Scaling 

Task 1: Expand Intelligently 

●​ Step 1: Review new converting search terms​
 

●​ Step 2: Add new “winners” as exact match​
 

●​ Step 3: Repeat monthly​
 

👉 CTA: Follow this checklist monthly to scale Google Ads safely without losing control. 

 
 

 

10 Google Ads Hacks I’d Use If I Had To Start Over Today 

1. Content Analysis and 4-Paragraph Summary 

Paragraph 1 – Core Topic & Context​
 This video breaks down 10 practical Google Ads “hacks” designed for advertisers starting from scratch 
who want profitability as fast as possible. Drawing on experience managing over $20 million in ad spend, 
the speaker explains that most advertisers fail not because Google Ads doesn’t work, but because they 
overlook foundational principles that allow Google’s algorithm to optimize correctly. The focus is not on 
theory, but on shortcuts that reduce wasted spend and accelerate learning. 

Paragraph 2 – Data, Targeting & Early Optimization​
 The first set of hacks emphasizes feeding Google high-quality data. Correct conversion tracking (both 
browser-side and server-side) is presented as non-negotiable, since Google’s AI relies on accurate 
signals to optimize bidding and targeting. Aggressive negative keyword usage is encouraged to prevent 
budget leakage, paired with frequent search term reviews. Warm audience uploads—email lists, past 
buyers, and engaged users—are highlighted as a powerful way to shorten Google’s learning curve and 
reduce early testing costs. 

Paragraph 3 – Campaign Structure, Ads & Landing Pages​
 The speaker recommends starting with Search campaigns to capture high-intent traffic, then expanding 
into Performance Max, Demand Gen, Display, and YouTube once conversion data exists. Ad assets 
(extensions) are positioned as an underused advantage that increases click-through rates without 
additional cost. Equal importance is placed on landing pages and post-click experience, with strong 
emphasis on testimonials, simplified layouts, benefit-driven messaging, and video sales letters to unlock 
major conversion rate improvements. 

Paragraph 4 – Scaling, Creative & Long-Term Profitability​
 Later hacks focus on scaling intelligently: concentrating limited budgets on one or two best-selling 
offers, hiring influencers to produce high-quality non-search creative, and increasing customer lifetime 
value through upsells, subscriptions, and premium offers. The final takeaway is strategic 
discernment—most Google recommendations should be applied, but not blindly. Advertisers who 
combine data accuracy, focused budgets, strong creative, and back-end monetization consistently 
outperform those chasing surface-level optimizations. 

CTA:​
 👉 Apply these Google Ads fundamentals before scaling spend—small fixes here can unlock massive 
ROAS gains. 

 

2. 25 Key Takeaways (Actionable) 



1.​ Conversion tracking accuracy determines Google Ads success​
 

2.​ Use both browser-side and server-side tracking​
 

3.​ Google can’t optimize without clean conversion data​
 

4.​ Build aggressive negative keyword lists early​
 

5.​ Over-filtering is better than wasting budget​
 

6.​ Review search terms reports frequently​
 

7.​ Exclude “kind-of relevant” searches that don’t convert​
 

8.​ Focus on ROAS, not impressions or reach​
 

9.​ Upload all warm audiences immediately​
 

10.​ Email lists and past buyers speed up optimization​
 

11.​ Start with Search campaigns first​
 

12.​ Search provides high-intent conversion data​
 

13.​ Expand to Performance Max and Demand Gen later​
 

14.​ Non-search traffic is often cheaper than search​
 

15.​ Use every relevant ad extension available​
 

16.​ Ad assets increase CTR without extra cost​
 

17.​ Control auto-generated extensions manually​
 

18.​ Landing pages matter as much as ads​
 

19.​ Testimonials significantly boost conversions​
 

20.​ Simplified layouts outperform cluttered pages​
 

21.​ Video sales letters can unlock big CRO gains​
 

22.​ Consolidate budgets around best-selling offers​
 

23.​ Google learns faster with focused spend​
 

24.​ Influencer-generated ads outperform brand-made creatives​
 

25.​ Increasing customer lifetime value makes ads scalable​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Tracking & Data Setup 



Task 1: Configure Conversion Tracking 

●​ Step 1: Define your primary conversion (purchase, lead, booking)​
 

●​ Step 2: Install browser-side tracking via Google Tag Manager​
 

●​ Step 3: Add server-side tracking for redundancy​
 

●​ Step 4: Test conversions using Google’s diagnostics​
 

●​ Step 5: Verify conversions match real outcomes​
 

 

Category 2: Keyword Control 

Task 1: Build a Negative Keyword Foundation 

●​ Step 1: List obvious words you never want to pay for​
 

●​ Step 2: Add them as account-level negatives​
 

●​ Step 3: Launch campaigns with strict filters​
 

Task 2: Maintain Search Term Hygiene 

●​ Step 1: Open Search Terms Report weekly​
 

●​ Step 2: Identify irrelevant or low-intent queries​
 

●​ Step 3: Add them immediately as negatives​
 

 

Category 3: Audience Signals 

Task 1: Upload Warm Audiences 

●​ Step 1: Export email list of customers/leads​
 

●​ Step 2: Upload to Google Ads Audience Manager​
 

●​ Step 3: Enable observation targeting​
 

●​ Step 4: Let Google build lookalikes​
 

 

Category 4: Campaign Structure 

Task 1: Start With Search 

●​ Step 1: Create tightly themed keyword groups​
 

●​ Step 2: Write intent-focused text ads​
 

●​ Step 3: Optimize for conversions, not clicks​
 



Task 2: Expand After Data 

●​ Step 1: Launch Performance Max​
 

●​ Step 2: Add Demand Gen or YouTube​
 

●​ Step 3: Use existing conversion data to guide scaling​
 

 

Category 5: Ads & Assets 

Task 1: Add All Relevant Ad Extensions 

●​ Step 1: Create sitelinks​
 

●​ Step 2: Add callouts and structured snippets​
 

●​ Step 3: Enable promotions if applicable​
 

●​ Step 4: Review auto-generated assets weekly​
 

 

Category 6: Landing Page Optimization 

Task 1: Improve Post-Click Experience 

●​ Step 1: Simplify layout and messaging​
 

●​ Step 2: Highlight benefits above the fold​
 

●​ Step 3: Add testimonials and trust signals​
 

●​ Step 4: Embed a short video explainer​
 

 

Category 7: Budget Focus 

Task 1: Consolidate Spend 

●​ Step 1: Identify top 1–2 offers​
 

●​ Step 2: Allocate majority of budget there​
 

●​ Step 3: Pause low-performing distractions​
 

 

Category 8: Creative Scaling 

Task 1: Hire Influencers 

●​ Step 1: Identify creators in your niche​
 

●​ Step 2: Brief them on your offer​
 



●​ Step 3: Use their videos for non-search ads​
 

 

Category 9: Profitability Levers 

Task 1: Increase Customer Lifetime Value 

●​ Step 1: Add upsells or subscriptions​
 

●​ Step 2: Create premium offers​
 

●​ Step 3: Build email follow-ups for repeat sales​
 

 

Category 10: Optimization Discipline 

Task 1: Apply Google Recommendations Selectively 

●​ Step 1: Review recommendations weekly​
 

●​ Step 2: Apply those aligned with your goals​
 

●​ Step 3: Disable auto-apply where necessary 

 
 

 

What Top Google Ads Experts Do That Beginners Don’t 

1. Content Analysis and Summary (4 Paragraphs) 
Paragraph 1 – Core Problem & Context​
 The video opens by addressing a harsh reality most marketers don’t want to admit: the majority of 
people running Google Ads are losing money. Despite following best practices—good targeting, clean 
creatives, solid offers—campaigns still fail. The reason isn’t incompetence or poor ad settings. 
According to Neil Patel, Google Ads failure is widespread because marketers are optimizing the wrong 
part of the system. Google profits regardless of advertiser success, and most advertisers focus 
obsessively on surface-level tweaks rather than addressing the real issue. 

Paragraph 2 – The 8-Second Window After the Click​
 The critical insight introduced is that profitability is determined in the first 8 seconds after someone 
clicks an ad. Most landing pages convert around 2.3%, meaning nearly all paid traffic bounces without 
buying. Patel reframes this as a website experience problem, not a traffic problem. Using simple math, 
he demonstrates how increasing conversion rates—from 2% to even 8–10%—dramatically reduces 
customer acquisition cost and separates profitable businesses from those that burn cash. 

Paragraph 3 – Funnels, Data, and Customer Journeys​
 Beyond landing pages, the video exposes a deeper issue: bad measurement and attribution. Most 
marketers rely on last-click attribution, ignoring the reality that buyers interact with a brand 6–20 times 
before converting. Ads that appear unprofitable in dashboards often drive brand searches, repeat 
purchases, and referrals later. Profitable companies measure lifetime value, not short-term conversions, 
allowing them to outbid competitors and scale sustainably. 

Paragraph 4 – Conversion Engineering & Psychology​
 The video culminates in a structured “conversion engineering” system backed by real data from 13,000 



surveyed advertisers. Profitable marketers consistently implement 5–7 conversion factors—funnels, 
multiple payment options, email follow-ups, upsells, persona-specific pages—while failed campaigns 
implement two or fewer. Each factor is rooted in consumer psychology, from commitment escalation to 
social proof bias. The takeaway is clear: Google Ads become profitable when businesses engineer what 
happens after the click, transforming ads from a gamble into a scalable growth engine. 

CTA (Integrated):​
 👉 If you want Google Ads to become a predictable profit center instead of a slot machine, start by fixing 
what happens after the click. 

 

2. Key Takeaways (25 Actionable Points) 
1.​ Google Ads failures are usually caused by poor post-click experience, not bad targeting​

 
2.​ The first 8 seconds after a click determine profitability​

 
3.​ Average landing pages convert only ~2.3% of visitors​

 
4.​ Increasing conversion rate is cheaper than lowering CPC​

 
5.​ Same traffic + better website = radically different results​

 
6.​ Funnels outperform single-page “buy now” pages​

 
7.​ Most buyers don’t convert on their first visit​

 
8.​ Lifetime value matters more than last-click ROAS​

 
9.​ Bad attribution kills profitable campaigns prematurely​

 
10.​ Profitable advertisers can afford higher CPCs​

 
11.​ Email capture is critical for non-buyers​

 
12.​ Upsells and cross-sells multiply ad ROI​

 
13.​ Multiple payment options reduce friction instantly​

 
14.​ Multi-step checkouts increase completion rates​

 
15.​ Persona-specific messaging boosts relevance​

 
16.​ Remarketing should be behavior-based, not generic​

 
17.​ Video increases trust, especially on mobile​

 
18.​ Long-form landing pages help analytical buyers​

 
19.​ Testimonials outperform brand claims​

 
20.​ Most failed campaigns use 0–2 conversion factors​

 
21.​ Profitable campaigns use 5–7 conversion factors​

 



22.​ Conversion optimization is psychology, not hacks​
 

23.​ Funnels use value anchoring to increase order size​
 

24.​ Measurement windows should extend beyond 30 days​
 

25.​ Google Ads work best as part of a system, not in isolation​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Foundation (Weeks 1–2) 

Task 1: Add Multiple Payment Options 

●​ Step 1: Log into your e-commerce or checkout platform​
 

●​ Step 2: Enable PayPal, Apple Pay, and Google Pay​
 

●​ Step 3: Test checkout on desktop and mobile​
 

●​ Step 4: Confirm payment icons are visible near CTA buttons​
 

Task 2: Capture Emails From Non-Buyers 

●​ Step 1: Create a simple lead magnet (guide, checklist, tool)​
 

●​ Step 2: Add an exit-intent popup to your landing page​
 

●​ Step 3: Connect popup to your email platform​
 

●​ Step 4: Write a 3–5 email follow-up sequence​
 

 

Category 2: Conversion Engine (Weeks 3–4) 

Task 3: Implement a Multi-Step Checkout 

●​ Step 1: Split checkout into two pages​
 

●​ Step 2: Page 1 = name + email​
 

●​ Step 3: Page 2 = payment + details​
 

●​ Step 4: Add a progress bar (“Step 1 of 2”)​
 

Task 4: Add Social Proof 

●​ Step 1: Ask customers for short video testimonials​
 

●​ Step 2: Record smartphone videos if needed​
 



●​ Step 3: Place testimonials near headline and checkout​
 

●​ Step 4: Avoid distracting animations​
 

 

Category 3: Optimization Layer (Weeks 5–6) 

Task 5: Create Persona-Specific Pages 

●​ Step 1: Identify top customer types (e.g., startups vs enterprises)​
 

●​ Step 2: Duplicate your landing page​
 

●​ Step 3: Rewrite headlines and testimonials per persona​
 

●​ Step 4: Send targeted ad traffic to matching pages​
 

Task 6: Set Up Smart Remarketing 

●​ Step 1: Segment visitors by behavior​
 

●​ Step 2: Create ads for cart abandoners​
 

●​ Step 3: Show educational ads to non-engagers​
 

●​ Step 4: Use urgency ads for warm visitors​
 

 

Category 4: Advanced Systems (Weeks 7–8) 

Task 7: Add Upsells & Cross-Sells 

●​ Step 1: Identify complementary products​
 

●​ Step 2: Add a post-purchase upsell page​
 

●​ Step 3: Offer discounts for immediate acceptance​
 

●​ Step 4: Track changes in AOV and LTV 

 
 

 

How To Clean Up Google Ads Traffic 

1. Content Analysis and 4-Paragraph Summary 
Paragraph 1 – Core Problem & Goal​
 The video focuses on a common issue faced by local businesses running Google Ads: attracting large 
volumes of irrelevant traffic that waste ad spend and produce poor-quality leads. Chris explains that dirty 
traffic directly increases cost per lead, lowers conversion rates, and reduces overall campaign 



performance. The core objective of the video is to show practical, repeatable steps to clean up Google 
Ads traffic so businesses can generate better leads at a lower cost. 

Paragraph 2 – Negative Keywords as the Foundation​
 A major emphasis is placed on negative keywords as the single most important tool for cleaning up 
traffic. Chris walks through how to use the Search Terms Report inside Google Ads to identify irrelevant 
searches and exclude them at either the campaign or ad group level. He explains match types for 
negative keywords in simple terms and recommends reviewing search terms weekly. Additional 
methods include using public negative keyword lists, Google Keyword Planner, and manually excluding 
irrelevant service types, job-related searches, free/cheap queries, and competitor brand names. 

Paragraph 3 – Location & Competitor Filtering​
 For local businesses, Chris highlights the importance of excluding competitor brand names and 
irrelevant geographic locations. By reviewing Google Maps, Google Search, and Yelp, advertisers can 
identify competing businesses and add their brand names as negative keywords. He also recommends 
excluding other states, cities, or regions that fall outside the service area to prevent wasted spend on 
out-of-location searches. 

Paragraph 4 – Keyword Intent & Match Types​
 The final section explains how keyword selection and match types play a critical role in traffic quality. 
Broad, low-intent keywords like “dumpsters” or “handrails” attract unfocused traffic, while high-intent 
keywords like “handrail installation near me” attract ready-to-buy users. Chris strongly recommends 
prioritizing phrase match and exact match keywords over broad match, especially for local lead 
generation. When combined with strong negative keyword lists, these strategies significantly improve 
lead quality, conversion rates, and overall ROI. 

CTA integrated:​
 For viewers who want to DIY, Chris offers a free Google Ads course. For business owners who prefer 
hands-off management, he offers a free consultation to review and optimize campaigns. 

 

2. 25 Key Takeaways 
1.​ Irrelevant Google Ads traffic directly increases cost per lead​

 
2.​ Cleaning traffic improves both lead quality and lead volume​

 
3.​ The Search Terms Report is the best place to find wasted spend​

 
4.​ Negative keywords are essential for every campaign type​

 
5.​ Add irrelevant searches as campaign-level negatives when possible​

 
6.​ Phrase and exact match work best for negative keyword control​

 
7.​ Review search terms weekly, not just once​

 
8.​ Public negative keyword lists save time and uncover common waste​

 
9.​ Keyword Planner helps identify unwanted service variations​

 
10.​ Competitor brand names should almost always be excluded​

 
11.​ Broad keywords attract low-intent searches​

 



12.​ High-intent “near me” keywords perform better for local leads​
 

13.​ Broad match keywords expand too aggressively without negatives​
 

14.​ Phrase match balances intent and reach​
 

15.​ Exact match provides the tightest traffic control​
 

16.​ Match types define how much freedom Google has​
 

17.​ Location-based negatives prevent out-of-area clicks​
 

18.​ Excluding other states reduces irrelevant impressions​
 

19.​ Google Maps is useful for identifying competitors​
 

20.​ Yelp can reveal additional brand names to exclude​
 

21.​ Keyword intent matters more than keyword volume​
 

22.​ Fewer high-quality keywords outperform many broad ones​
 

23.​ Negative keyword lists grow over time​
 

24.​ Cleaner traffic improves conversion tracking accuracy​
 

25.​ Better traffic leads to better ROI and scalability​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Campaign Preparation 

Task 1: Access Your Google Ads Data 

●​ Step 1: Log into your Google Ads account​
 

●​ Step 2: Select the campaign you want to clean up​
 

●​ Step 3: Click “Insights & Reports”​
 

●​ Step 4: Open the “Search Terms” report​
 

 

Category 2: Negative Keyword Cleanup 

Task 1: Identify Irrelevant Searches 

●​ Step 1: Scan the search terms list carefully​
 

●​ Step 2: Highlight searches unrelated to your service​
 



●​ Step 3: Click the keyword​
 

●​ Step 4: Choose “Add as negative keyword”​
 

Task 2: Add Negative Keywords Correctly 

●​ Step 1: Select “Campaign-level” for highly irrelevant terms​
 

●​ Step 2: Use phrase match with quotation marks for flexibility​
 

●​ Step 3: Save changes​
 

●​ Step 4: Repeat for all irrelevant terms​
 

 

Category 3: Expanding Your Negative Keyword List 

Task 1: Use Public Negative Keyword Lists 

●​ Step 1: Google “common negative keywords Google Ads”​
 

●​ Step 2: Open a trusted list​
 

●​ Step 3: Copy relevant exclusions (jobs, free, cheap, DIY)​
 

●​ Step 4: Add them to your campaign​
 

Task 2: Use Keyword Planner 

●​ Step 1: Open Google Keyword Planner​
 

●​ Step 2: Enter your main service keywords​
 

●​ Step 3: Identify irrelevant variations​
 

●​ Step 4: Add them as negatives​
 

 

Category 4: Competitor & Location Filtering 

Task 1: Exclude Competitor Brand Names 

●​ Step 1: Search your service on Google Maps​
 

●​ Step 2: List competing businesses​
 

●​ Step 3: Add brand names as negative keywords​
 

●​ Step 4: Repeat for national brands​
 

Task 2: Exclude Unwanted Locations 



●​ Step 1: List states you do not serve​
 

●​ Step 2: Add state abbreviations as negatives​
 

●​ Step 3: Add nearby cities outside your service area​
 

●​ Step 4: Review periodically​
 

 

Category 5: Keyword & Match Type Optimization 

Task 1: Improve Keyword Intent 

●​ Step 1: Remove overly broad keywords​
 

●​ Step 2: Focus on “service + near me” phrases​
 

●​ Step 3: Add installation or service modifiers​
 

●​ Step 4: Group similar intent keywords together​
 

Task 2: Adjust Match Types 

●​ Step 1: Pause broad match keywords​
 

●​ Step 2: Add phrase match versions​
 

●​ Step 3: Add exact match versions​
 

●​ Step 4: Monitor performance weekly 

 
 

 

The Proven Set up of Google Ads For Lead Generation (Easy to 
Follow) 

1. Content Analysis and Summary 
Paragraph 1 – Core Concept & Big Insight​
 The video explains why most Google Ads lead generation campaigns fail and how the top 1% 
consistently win. The key revelation is that Google Ads success is not just about keywords and ads—it’s 
about combining Search campaigns, optimized landing pages, Google Maps (GBP), and strict traffic 
quality controls. Most advertisers unknowingly allow spam traffic, junk placements, and low-intent 
searches to drain their budgets, while elite advertisers aggressively filter traffic and design campaigns 
for lead quality, not volume. 

Paragraph 2 – Campaign Setup & Conversion Strategy​
 The walkthrough begins with building a Search-based lead generation campaign (not Performance Max) 
to maintain control. The video emphasizes correct conversion tracking—forms and phone calls—and 
introduces the idea of importing qualified and converted leads back into Google Ads via CRM 
integration. While this data improves lead quality signals, the video cautions against optimizing for these 
events too early due to volume limitations, especially for low-budget accounts. 



Paragraph 3 – Traffic Quality, Targeting & Keyword Strategy​
 A major focus is eliminating junk traffic by disabling Google Search Partners, tightening location 
targeting to “Presence only,” and avoiding premature audience targeting. Keyword research is done 
manually using Google Keyword Planner, prioritizing high-intent, longer-tail “near me” keywords and 
limiting keyword volume to reduce optimization complexity. The video also shows how to proactively 
identify and block competitor traffic using broad-match negative keywords, preventing wasted spend. 

Paragraph 4 – Ads, Landing Pages & Scaling with Google Maps​
 The ad creation strategy focuses on filtering leads upfront using pricing transparency, keyword 
insertion, and location insertion. Extensions (calls, sitelinks, snippets, callouts) are used aggressively to 
dominate SERP real estate. The video concludes by proving that landing pages are the biggest 
conversion lever, showing a real-world comparison where a focused lead-gen landing page achieved 
~16% conversion rate versus ~1.25% for a generic page. Finally, integrating Google Business Profile 
location assets allows ads to appear in Google Maps, unlocking a massive competitive advantage. 

 

2. Key Takeaways (25) 
1.​ Google Ads success is about lead quality, not lead volume​

 
2.​ Search campaigns outperform Performance Max for lead gen control​

 
3.​ Always track form fills and phone calls​

 
4.​ Import qualified leads into Google Ads if possible​

 
5.​ Don’t optimize for qualified leads without enough data​

 
6.​ Disable Google Search Partners to avoid spam traffic​

 
7.​ Use “Presence only” location targeting​

 
8.​ Never allow traffic from outside your service area​

 
9.​ Avoid audience targeting early—use observation mode instead​

 
10.​ Run ads only during business hours you can respond​

 
11.​ Separate services into separate ad groups​

 
12.​ Use Google Keyword Planner manually​

 
13.​ Prioritize “near me” and long-tail keywords​

 
14.​ Fewer keywords = easier optimization​

 
15.​ Duplicate keyword metrics = unnecessary redundancy​

 
16.​ Competitor traffic destroys lead quality​

 
17.​ Add competitor names as broad negative keywords​

 
18.​ Start with Exact Match keywords​

 



19.​ Always align keyword → ad → landing page​
 

20.​ Use pricing in headlines to pre-qualify clicks​
 

21.​ Use keyword insertion to boost relevance​
 

22.​ Use location insertion for hyper-local ads​
 

23.​ Extensions increase SERP dominance and CTR​
 

24.​ Avoid Google lead forms due to spam risk​
 

25.​ Landing pages determine campaign profitability​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Campaign Preparation 

Task 1: Set Up Conversion Tracking 

●​ Step 1: Create a thank-you page for form submissions​
 

●​ Step 2: Track phone calls lasting 30–60 seconds​
 

●​ Step 3: Verify conversions are firing correctly​
 

●​ Step 4: Connect CRM if available for qualified lead imports​
 

 

Category 2: Campaign Creation 

Task 2: Create a Search Campaign 

●​ Step 1: Click “New Campaign” in Google Ads​
 

●​ Step 2: Choose “Leads” or “Create without guidance”​
 

●​ Step 3: Select Search (not Performance Max)​
 

●​ Step 4: Continue without advanced automation​
 

Task 3: Set Bidding Strategy 

●​ Step 1: Use “Maximize Clicks” for new/low-budget accounts​
 

●​ Step 2: Use “Maximize Conversions” only if you have data​
 

●​ Step 3: Avoid Target CPA without 30+ conversions​
 

 



Category 3: Traffic Quality Controls 

Task 4: Eliminate Junk Traffic 

●​ Step 1: Disable Google Search Partners​
 

●​ Step 2: Set location targeting to Presence only​
 

●​ Step 3: Target only your actual service area​
 

●​ Step 4: Schedule ads only during business hours​
 

 

Category 4: Keyword & Negative Keyword Setup 

Task 5: Build High-Intent Keywords 

●​ Step 1: Open Keyword Planner​
 

●​ Step 2: Discover new keywords​
 

●​ Step 3: Focus on “near me” terms​
 

●​ Step 4: Select ~10 strong keywords per service​
 

●​ Step 5: Use Exact Match only​
 

Task 6: Add Negative Keywords 

●​ Step 1: Switch to “Brand” filter in Keyword Planner​
 

●​ Step 2: Identify competitor names​
 

●​ Step 3: Extract root brand terms​
 

●​ Step 4: Add as Broad Match negatives​
 

 

Category 5: Ad & Landing Page Optimization 

Task 7: Build High-Filtering Ads 

●​ Step 1: Add pricing to headlines​
 

●​ Step 2: Pin pricing headlines​
 

●​ Step 3: Use keyword insertion​
 

●​ Step 4: Use city-based location insertion​
 

Task 8: Optimize Landing Pages 



●​ Step 1: Place form above the fold​
 

●​ Step 2: Use bullet points instead of paragraphs​
 

●​ Step 3: Show steps clearly​
 

●​ Step 4: Add FAQs and trust signals​
 

 

Category 6: Google Maps Integration 

Task 9: Connect Google Business Profile 

●​ Step 1: Open Data Manager in Google Ads​
 

●​ Step 2: Connect Google Business Profile​
 

●​ Step 3: Ensure same email is used​
 

Task 10: Add Location Assets 

●​ Step 1: Open Assets → Location Assets​
 

●​ Step 2: Add at account level​
 

●​ Step 3: Verify Maps ad preview​
 

 
 

The Google Ads Hack That Quietly Saves You Money 

1. Content Analysis and 4-Paragraph Summary 
Paragraph 1 – Core Concept & Why It Matters​
 The video explains why negative keywords are one of the most undervalued yet powerful tools in Google 
Ads. A negative keyword prevents ads from showing for searches that are unlikely to convert, protecting 
ad spend and improving return on ad spend (ROAS). Instead of focusing on maximizing impressions or 
clicks, the video emphasizes that a Google advertiser’s real job is to generate the highest-quality traffic 
possible. By filtering out irrelevant or low-intent searches, advertisers can dramatically reduce wasted 
spend and improve overall campaign efficiency. 

Paragraph 2 – Strategic Use of Negative Keywords​
 Using practical examples like excluding the word “free” when selling premium leather sofas, the video 
shows how intent mismatches cause wasted clicks. It goes beyond obvious exclusions and 
demonstrates how advertisers can intentionally exclude searches that might convert but are statistically 
less valuable—such as users searching for a different product color or lower-tier options. This approach 
prioritizes customer lifetime value over raw conversion volume, helping businesses focus on the top 10% 
of customers who generate the most revenue. 

Paragraph 3 – How to Build and Apply Negative Keyword Lists​
 The video walks through the exact steps for creating negative keyword lists in Google Ads, including 
choosing campaign-level vs ad-group-level application. It explains how reusable negative keyword lists 
can be applied across multiple campaigns for consistency and scale. Common negative keyword 



categories include pricing terms, competitor platforms (like Amazon), irrelevant services, and brand 
names not sold by the business. Over time, negative keyword lists typically grow much larger than active 
keyword lists—and that’s considered best practice. 

Paragraph 4 – Ongoing Optimization & Advanced Discovery Methods​
 The final section focuses on ongoing optimization using the Search Terms Report and Google Keyword 
Planner. Advertisers are encouraged to review search terms multiple times per week to identify waste 
and add new negatives quickly. The video also highlights the importance of accurate attribution using 
external tracking tools, showing how Google Ads can underreport conversions. While Google’s AI and 
smart bidding are valuable, the key takeaway is that combining automation with human 
insight—especially via negative keywords—produces the best long-term results. 

CTA (Integrated):​
 If you want better Google Ads performance, lower wasted spend, and higher ROAS, start building and 
maintaining a robust negative keyword system today—or work with experts who do it for you. 

 

2. Key Takeaways (25 Actionable Points) 
1.​ Negative keywords stop ads from showing for irrelevant searches​

 
2.​ They protect budget from low-intent users​

 
3.​ ROAS matters more than clicks or impressions​

 
4.​ “Free” is a common negative for premium offers​

 
5.​ Excluding low-value searches can improve profitability​

 
6.​ Negative keyword lists often exceed active keyword lists​

 
7.​ Campaign-level negatives cover broad exclusions​

 
8.​ Ad-group negatives allow granular control​

 
9.​ Not all potential customers are equal in value​

 
10.​ Search intent matters more than keyword similarity​

 
11.​ Negative keywords help focus on high-LTV customers​

 
12.​ Brand-name confusion causes wasted clicks​

 
13.​ Keyword Planner reveals Google’s intent groupings​

 
14.​ Search Terms Report is a goldmine for negatives​

 
15.​ Regular review prevents ongoing waste​

 
16.​ Performance-based exclusions improve efficiency​

 
17.​ Smart bidding still needs human oversight​

 
18.​ Google Ads may underreport conversions​

 



19.​ Third-party attribution improves decision-making​
 

20.​ Exclusions scale better than targeting alone​
 

21.​ AI lacks business-specific nuance​
 

22.​ Negative keywords reduce cost per conversion​
 

23.​ Lists can be reused across campaigns​
 

24.​ Location settings affect keyword discovery​
 

25.​ Consistent optimization compounds over time​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Preparation 

Task 1: Define Your Ideal Customer 

●​ Step 1: Write down who your best customers are​
 

●​ Step 2: Identify traits of customers you don’t want​
 

●​ Step 3: List services or products you do NOT offer​
 

 

Category 2: Creating a Negative Keyword List 

Task 1: Access Negative Keywords 

●​ Step 1: Log into Google Ads​
 

●​ Step 2: Click Campaigns → Audiences, Keywords & Content​
 

●​ Step 3: Select Keywords → Negative Keywords​
 

Task 2: Create a List 

●​ Step 1: Click the + button​
 

●​ Step 2: Choose “Create new negative keyword list”​
 

●​ Step 3: Name the list clearly (e.g. “Global Exclusions”)​
 

 

Category 3: Adding Obvious Negatives 

Task 1: Add Universal Exclusions 



●​ Step 1: Add terms like “free,” “cheap,” or “jobs” if irrelevant​
 

●​ Step 2: Add platforms you don’t sell on (e.g. Amazon)​
 

●​ Step 3: Add irrelevant services or features​
 

 

Category 4: Search Terms Optimization 

Task 1: Review Search Terms 

●​ Step 1: Go to Insights & Reports → Search Terms​
 

●​ Step 2: Scan for irrelevant searches​
 

●​ Step 3: Select them and click “Add as negative keyword”​
 

Task 2: Performance-Based Filtering 

●​ Step 1: Sort by cost or conversions​
 

●​ Step 2: Identify underperforming terms​
 

●​ Step 3: Exclude low-ROAS search terms​
 

 

Category 5: Keyword Planner Discovery 

Task 1: Find Hidden Negatives 

●​ Step 1: Open Tools → Keyword Planner​
 

●​ Step 2: Click “Discover new keywords”​
 

●​ Step 3: Enter your main target keywords​
 

●​ Step 4: Add irrelevant suggestions as negatives​
 

 

Category 6: Ongoing Maintenance 

Task 1: Create a Review Routine 

●​ Step 1: Check search terms 2–3 times per week​
 

●​ Step 2: Update negative keyword lists regularly​
 

●​ Step 3: Apply lists to new campaigns​
 

 
 



The RIGHT Way to Set Up Google Search Ads Campaigns | 
Step-by-Step Tutorial 

1. Content Analysis and Summary 
Paragraph 1 – Core Topic & Intent​
 This video delivers a complete, step-by-step walkthrough on how to build a brand-new Google Ads 
Search campaign using a proven framework refined through managing millions of dollars in ad spend. 
The presenter emphasizes removing confusion, ignoring misleading “guru advice,” and focusing on clean 
structure, control, and data-driven decision-making. The goal is to help advertisers launch campaigns 
that generate results quickly while avoiding common setup mistakes that waste budget. 

Paragraph 2 – Campaign Creation & Strategic Setup​
 The tutorial begins inside Google Ads, explaining why campaign objectives (Sales, Leads, Awareness) 
do not impact performance and should not restrict available settings. Instead, the campaign is created 
without goals guidance to maintain full control. The video walks through proper campaign naming 
conventions, bid strategy selection for new vs. established accounts, and why Max Clicks or Manual CPC 
is preferred when there is no historical conversion data. 

Paragraph 3 – Targeting, Keywords, and Control​
 A major focus is placed on precision targeting—disabling Search Partners and Display Network initially, 
tightening location targeting to “People in or regularly in your location,” and avoiding Google’s overly 
broad defaults. The presenter explains keyword match types in detail, showing why Exact and Phrase 
match outperform Broad match during early campaign stages. Real search term examples demonstrate 
how Broad match can trigger irrelevant traffic if used too early. 

Paragraph 4 – Optimization, Ads, and Scaling​
 The final portion covers ad creation, asset usage, budgets, scheduling, device exclusions, bid strategy 
changes post-launch, and negative keyword implementation. Bonus optimizations include disabling 
tablet traffic initially, switching to Manual CPC after campaign creation, and proactively blocking 
wasteful queries. The video concludes by reinforcing that scalable success comes from disciplined 
structure, clean data, and gradual expansion—not shortcuts. 

 

2. Key Takeaways (25) 
1.​ Campaign objectives do not affect performance—only visible settings​

 
2.​ Always start campaigns without goals guidance​

 
3.​ Clean naming conventions prevent account chaos​

 
4.​ New accounts should avoid Max Conversions initially​

 
5.​ Max Clicks or Manual CPC is best for fresh data collection​

 
6.​ Aim for ~30 conversions/month before smart bidding​

 
7.​ Disable Display Network in Search campaigns​

 
8.​ Turn off Search Partners during launch phase​

 
9.​ Use radius or ZIP targeting for local services​

 



10.​ Switch location targeting to “People in or regularly in”​
 

11.​ Avoid interest-based location targeting​
 

12.​ Set language targeting to match ad copy and staff​
 

13.​ Use audience segments in Observation only​
 

14.​ Audience layering rarely moves the needle early​
 

15.​ Start with Exact and Phrase match keywords​
 

16.​ Broad match requires conversion data to work well​
 

17.​ Avoid Single Keyword Ad Groups (SKAGs)​
 

18.​ Group keywords by intent, not minor variations​
 

19.​ Write ads manually before testing Google AI assets​
 

20.​ Add as many relevant ad assets as possible​
 

21.​ Budgets must support 10+ clicks per day​
 

22.​ Ad schedules should reflect real business hours​
 

23.​ Disable tablet traffic early to reduce noise​
 

24.​ Add negative keywords immediately after launch​
 

25.​ Scale only after performance is predictable​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Campaign Creation 

Task 1: Start a New Campaign 

●​ Click the blue + Create Campaign button​
 

●​ Select Create campaign without goals guidance​
 

●​ Choose Search as the campaign type​
 

Task 2: Name the Campaign Properly 

●​ Start with channel identifier (e.g., “S” for Search)​
 

●​ Add service type (e.g., Carpet Cleaning)​
 

●​ Include location (e.g., Fort Wayne)​
 



 

Category 2: Bidding Strategy 

Task 1: Choose the Right Bidding Method 

●​ Select Max Clicks or Manual CPC​
 

●​ Set a max CPC limit based on keyword research​
 

●​ Do NOT use Max Conversions without data​
 

 

Category 3: Network & Location Settings 

Task 1: Control Traffic Sources 

●​ Turn OFF Display Network​
 

●​ Turn OFF Search Partners​
 

Task 2: Tighten Location Targeting 

●​ Use radius or ZIP code targeting​
 

●​ Set location option to People in or regularly in​
 

●​ Avoid “Interest in location” targeting​
 

 

Category 4: Keywords & Match Types 

Task 1: Add Keywords Strategically 

●​ Use Exact and Phrase match types​
 

●​ Group keywords by intent (residential vs commercial)​
 

●​ Avoid Broad match at launch​
 

Task 2: Avoid Keyword Pitfalls 

●​ Do not create SKAGs​
 

●​ Do not mix unrelated intent in one ad group​
 

 

Category 5: Ads & Assets 

Task 1: Build Ads Manually 



●​ Write headlines and descriptions yourself​
 

●​ Avoid auto-generated assets at launch​
 

●​ Use keyword-rich display paths​
 

Task 2: Add Extensions 

●​ Include images, sitelinks, callouts, and structured snippets​
 

●​ Add lead forms or call extensions if relevant​
 

 

Category 6: Budget & Scheduling 

Task 1: Set Budget Correctly 

●​ Ensure budget supports 10+ clicks/day​
 

●​ Adjust based on average CPC​
 

Task 2: Set Ad Schedule 

●​ Match business hours exactly​
 

●​ Double-check account time zone​
 

 

Category 7: Post-Launch Optimization 

Task 1: Device Adjustments 

●​ Exclude tablets initially (-100%)​
 

●​ Focus on desktop and mobile​
 

Task 2: Add Negative Keywords 

●​ Block vacuum brands, DIY terms, competitors​
 

●​ Exclude out-of-area locations​
 

 
 

Google Ads Experiments: The Fastest Way to Improve 
Performance 

1. Content Analysis and Summary (4 Paragraphs) 



Paragraph 1 – Core Problem & Promise​
 The video addresses a common and costly problem in Google Ads: making changes to live campaigns 
that immediately harm performance. Whether it’s a sudden drop in ROAS, conversions falling off a cliff, 
or a general sense that something “broke,” the speaker emphasizes that even experienced advertisers 
face this issue. The solution introduced is Google Ads Experiments—a built-in feature designed to test 
changes safely without risking existing performance. Rather than guessing, advertisers can rely on 
controlled data to make confident decisions. 

Paragraph 2 – What Google Ads Experiments Are & Why They Matter​
 Google Ads Experiments allow advertisers to duplicate a campaign, make a single controlled change, 
and split traffic evenly between the original and test version. This creates a true A/B test environment 
where results are reliable and statistically valid. Unlike manually duplicating campaigns, experiments 
prevent overlapping audiences, uneven budget allocation, and algorithmic favoritism. The result is clean, 
apples-to-apples data that can actually be trusted when deciding which version performs better. 

Paragraph 3 – When to Use Experiments & How to Set Them Up​
 Experiments are most valuable when a campaign is already performing well and a major change is 
being considered—such as switching bid strategies, testing broad match keywords, trying Performance 
Max, or changing ad copy or landing pages. The video walks through the full setup process inside 
Google Ads, including selecting a base campaign, creating a trial version, defining success metrics, 
setting budget splits, enabling sync, and scheduling the test. The emphasis is on changing only one 
variable to ensure clear attribution. 

Paragraph 4 – Best Practices, Limitations & Final Takeaway​
 The speaker shares proven best practices: only test one change at a time, wait for sufficient conversion 
volume before judging results, define KPIs upfront, and avoid making decisions based on early noise. 
While experiments are powerful, they do have limitations—especially with Performance Max, where only 
certain features can be tested. The final message is clear: don’t guess, test. The best Google Ads 
advertisers consistently use experiments to optimize safely and scale with confidence. 

CTA (Integrated):​
 If you want to scale Google Ads without risking performance, start testing your ideas properly—or work 
with experienced pros who do this every day. 

 

2. Key Takeaways (25 Actionable Points) 
1.​ Editing live Google Ads campaigns is risky and often leads to performance drops​

 
2.​ Google Ads Experiments enable true A/B testing inside the platform​

 
3.​ Experiments duplicate campaigns and split traffic evenly​

 
4.​ Manual campaign duplication is not a proper A/B test​

 
5.​ Google may favor one campaign when run side-by-side manually​

 
6.​ Experiments prevent overlapping audiences​

 
7.​ Budget allocation is controlled and predictable​

 
8.​ Data from experiments is statistically reliable​

 
9.​ Experiments are ideal when making major changes​

 



10.​ Bid strategy changes should always be tested​
 

11.​ Ad copy testing is low-risk and high-reward​
 

12.​ Broad match keyword tests should be done via experiments​
 

13.​ Performance Max can be tested without full commitment​
 

14.​ Custom experiments are the most flexible option​
 

15.​ Experiments can be scheduled and time-boxed​
 

16.​ Budget splits can be conservative or aggressive​
 

17.​ 50/50 splits offer balanced data collection​
 

18.​ Lower budget splits increase safety but slow results​
 

19.​ Sync ensures base campaign changes carry over​
 

20.​ Only one variable should be tested at a time​
 

21.​ At least 30–50 conversions per variant are recommended​
 

22.​ Early performance swings are common and misleading​
 

23.​ KPIs must be defined before launching​
 

24.​ Winning variants should always be applied​
 

25.​ Experiments reduce guesswork and improve scalability​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Preparation 

Task 1: Decide What to Test 

●​ Step 1: Review your campaign and identify one major change​
 

●​ Step 2: Choose a single variable (bidding, ads, keywords, landing page)​
 

●​ Step 3: Define your success metric (CPA, ROAS, conversions)​
 

 

Category 2: Setting Up the Experiment 

Task 1: Access Experiments in Google Ads 

●​ Step 1: Log into Google Ads​
 



●​ Step 2: Click “Campaigns” in the left menu​
 

●​ Step 3: Select “Experiments”​
 

Task 2: Create a Custom Experiment 

●​ Step 1: Click the plus (+) button​
 

●​ Step 2: Choose “Custom Experiment”​
 

●​ Step 3: Select campaign type (Search or Display)​
 

●​ Step 4: Name your experiment clearly and add a date​
 

 

Category 3: Configuring the Test 

Task 1: Duplicate the Campaign 

●​ Step 1: Select the base campaign​
 

●​ Step 2: Allow Google to create the trial version​
 

●​ Step 3: Keep the original campaign unchanged​
 

Task 2: Apply One Change 

●​ Step 1: Open the experiment campaign​
 

●​ Step 2: Change only the variable being tested​
 

●​ Step 3: Save changes​
 

 

Category 4: Scheduling & Monitoring 

Task 1: Set Goals and Budget Split 

●​ Step 1: Select primary KPI (CPA, ROAS, conversions)​
 

●​ Step 2: Choose desired improvement direction​
 

●​ Step 3: Set budget split (recommended 50/50)​
 

Task 2: Launch and Monitor 

●​ Step 1: Choose start and end dates​
 

●​ Step 2: Enable sync if needed​
 

●​ Step 3: Launch experiment​
 



●​ Step 4: Monitor results without making changes​
 

 

Category 5: Decision & Scaling 

Task 1: Analyze Results 

●​ Step 1: Wait for sufficient conversions​
 

●​ Step 2: Check statistical significance​
 

●​ Step 3: Compare KPIs objectively​
 

Task 2: Apply the Winner 

●​ Step 1: Apply winning variant to main campaign​
 

●​ Step 2: Pause losing variant​
 

●​ Step 3: Document learnings for future tests​
 

 
 

How To Write Google Ads Copy That CONVERTS! 

1. Content Analysis and Summary (4 Paragraphs) 
This video breaks down the most effective Google Ads copywriting strategies learned from spending 
over $12 million on Google Ads across hundreds of businesses. The core message is simple but 
powerful: when advertising on Google Search, copy is everything. Since advertisers can’t change fonts, 
colors, or layouts, the only true lever for differentiation is the words used in headlines and descriptions. 
The video emphasizes that strong ad copy directly determines click-through rate, conversion rate, Quality 
Score, and ultimately cost per click. 

A major focus of the video is ad search and ad copy congruity—ensuring that the language people use 
when searching on Google closely matches the language used in the ad itself. When users see their 
exact or near-exact search terms reflected in headlines, they instantly feel the ad is relevant to them. 
This increases both clicks and conversions while also improving Google’s Quality Score, which can 
reduce advertising costs. The video explains how Responsive Search Ads work and why pinning critical 
keyword-aligned headlines can sometimes be strategically valuable. 

The video then dives into conversion-focused copy principles, including the importance of using one 
clear call to action, avoiding jargon, and eliminating multiple CTAs that confuse users. It also highlights 
the importance of brand recognition, explaining that well-known brand names or trusted product brands 
should be featured prominently in ads whenever possible. From there, the focus shifts to writing 
benefit-driven copy, encouraging advertisers to move beyond features and instead communicate 
outcomes that matter to customers—saving time, reducing stress, improving confidence, or increasing 
status. 

Finally, the video explores advanced persuasion techniques that dramatically improve performance: 
laddering benefits up to emotional drivers, using guarantees to reverse risk, and intentionally standing 
out from competitors. The speaker stresses that most advertisers copy each other, creating bland, 
interchangeable ads. The best-performing ads come from experimentation—using humor, curiosity, 
cheeky comparisons, and bold guarantees. While many of these experiments may fail, the few that 



succeed can outperform standard ads by a wide margin, making experimentation essential for scalable 
success. 

 

2. Key Takeaways (25 Actionable Bullet Points) 
1.​ Google Search Ads are won or lost based on copy alone​

 
2.​ Ad copy is the primary way to differentiate from competitors​

 
3.​ Match ad language closely to user search terms​

 
4.​ Keyword-ad congruity increases clicks and conversions​

 
5.​ Strong congruity improves Google Quality Score​

 
6.​ Higher Quality Score can lower cost per click​

 
7.​ Responsive Search Ads rotate multiple headlines automatically​

 
8.​ Pin headlines when exact keyword alignment is critical​

 
9.​ Don’t stress about perfect keyword matching—aim for strong alignment​

 
10.​ Every ad should include one clear call to action​

 
11.​ Ads without CTAs convert significantly worse​

 
12.​ Weak CTAs reduce urgency and intent​

 
13.​ Avoid jargon or insider language in CTAs​

 
14.​ Never include multiple CTAs in one ad​

 
15.​ Feature your brand name if it has positive recognition​

 
16.​ Brand visibility increases trust and conversion rates​

 
17.​ Focus on benefits, not just features​

 
18.​ Explain why a feature matters to the customer​

 
19.​ Ladder benefits up to emotional outcomes​

 
20.​ Emotional drivers include status, relationships, and health​

 
21.​ Guarantees dramatically reduce buyer risk​

 
22.​ Guarantees increase click-through rates​

 
23.​ Guarantees can be conditional to protect margins​

 
24.​ Most competitors copy each other—this is a mistake​

 



25.​ Standing out through experimentation drives breakthrough performance​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Ad Copy Preparation 

Task 1: Define Your Core Keyword Theme 

●​ Step 1: Write down the main keyword your customer searches​
 

●​ Step 2: Identify similar phrases people might also use​
 

●​ Step 3: Group keywords by intent (service, price, comparison)​
 

Task 2: Understand Search Intent 

●​ Step 1: Ask what problem the searcher wants solved​
 

●​ Step 2: Identify whether they want information or to buy​
 

●​ Step 3: Match ad tone to buying readiness​
 

 

Category 2: Writing High-Converting Headlines 

Task 1: Mirror Search Language 

●​ Step 1: Copy the main keyword exactly as written​
 

●​ Step 2: Insert it into a headline naturally​
 

●​ Step 3: Pin the headline if exact matching is essential​
 

Task 2: Highlight Benefits 

●​ Step 1: Write the main feature of your offer​
 

●​ Step 2: Ask “Why does this matter?”​
 

●​ Step 3: Rewrite the headline focusing on the outcome​
 

 

Category 3: Calls to Action 

Task 1: Create One Clear CTA 

●​ Step 1: Decide the single action you want users to take​
 

●​ Step 2: Use simple language anyone can understand​
 



●​ Step 3: Place CTA in headline or description​
 

Task 2: Remove Conflicting CTAs 

●​ Step 1: Review all headlines and descriptions​
 

●​ Step 2: Delete any secondary CTAs​
 

●​ Step 3: Ensure only one action is encouraged​
 

 

Category 4: Emotional Optimization 

Task 1: Ladder Benefits to Emotions 

●​ Step 1: Identify the surface benefit​
 

●​ Step 2: Ask why that benefit matters​
 

●​ Step 3: Connect it to confidence, status, health, or relationships​
 

 

Category 5: Trust & Risk Reversal 

Task 1: Add a Guarantee 

●​ Step 1: Decide on a fair outcome guarantee​
 

●​ Step 2: Make it specific and bold​
 

●​ Step 3: Add reasonable conditions if needed​
 

 

Category 6: Standing Out 

Task 1: Create Experimental Headlines 

●​ Step 1: Write 5 unconventional headline ideas​
 

●​ Step 2: Include humor, curiosity, or cheeky comparisons​
 

●​ Step 3: Let Google test them automatically​
 

 
 

Keyword Ranker Demo With Abdul Hannan 

1. Content Analysis and Summary (4 Paragraphs) 



Paragraph 1 – Core Topic & Context​
 The video introduces a new SEO tool called Keyword Ranker, presented by Tony with special guest 
Abdul Hannan, focusing on how simple, scalable backlink building can still move rankings in 2026. The 
discussion centers on the need for consistent, high-authority backlinks that work across multiple use 
cases such as parasite SEO, YouTube videos, landing pages, web apps, and established authority sites. 
Unlike traditional backlink tools, Keyword Ranker requires no API keys, integrations, paid indexers, or 
technical setup, making it beginner-friendly while still powerful enough for advanced users. 

Paragraph 2 – What Makes the Tool Different​
 Abdul explains that Keyword Ranker is built around a curated database of over 5,500 rotating, proven 
websites, delivering 300+ contextual backlinks per campaign with Domain Authority ranging from 
25–50. These are not random or recycled links; each campaign pulls from a massive pool with only 
minimal overlap, ensuring diversity and natural link profiles. The backlinks include Web 2.0s, profile links, 
contextual blog placements, and niche-relevant pages—designed specifically to help break through 
ranking plateaus for difficult keywords. 

Paragraph 3 – Proof, Case Studies & Results​
 The video highlights real case studies from pilot users starting in November 2025, including a 
seven-year-old supplements website that nearly doubled its traffic after running multiple campaigns, and 
an iPhone comparison site that achieved page-one rankings for competitive keywords with volumes up 
to 1.9K searches per month. Results were typically observed within 30–40 days, emphasizing that the 
tool targets keywords that actually generate traffic—not vanity rankings with no search demand. 

Paragraph 4 – Ease of Use, Pricing & Final Takeaways​
 The live demo shows how campaigns can be launched in under a minute: add URLs, keywords, choose 
link volume, and optionally drip-feed links. Reports are delivered as white-label Excel files, and all links 
are automatically indexed using an integrated premium indexing system at no additional cost. Pricing is 
positioned as a “no-brainer,” with $197/year unlimited or $297 lifetime access, supporting unlimited 
campaigns, keywords (up to 500 per campaign), and even multiple URLs per campaign. The video 
concludes by emphasizing simplicity, scalability, and long-term value for SEO practitioners at any level. 

 

2. Key Takeaways (25 Actionable Bullets) 
1.​ High-authority backlinks still matter in 2026 when used correctly​

 
2.​ Consistency beats one-off link blasts​

 
3.​ 300 contextual backlinks outperform thousands of spam links​

 
4.​ Rotating databases prevent footprint issues​

 
5.​ Keyword Ranker uses 5,500+ unique sites​

 
6.​ Minimal overlap keeps link profiles natural​

 
7.​ Contextual links outperform bare URLs​

 
8.​ Suitable for parasite SEO and tier-2 strategies​

 
9.​ Works for YouTube videos and social profiles​

 
10.​ Effective for landing pages and web apps​

 
11.​ No API keys or integrations required​

 



12.​ Built-in premium indexing saves time and money​
 

13.​ Campaigns launch in under one minute​
 

14.​ White-label reports simplify client delivery​
 

15.​ Supports up to 500 keywords per campaign​
 

16.​ Multiple URLs can be used in a single campaign​
 

17.​ Drip-feeding helps control link velocity​
 

18.​ Database is continuously updated​
 

19.​ Tested across multiple niches​
 

20.​ Proven results from real client case studies​
 

21.​ Works for foreign-language keywords​
 

22.​ Intelligent site selection by keyword language​
 

23.​ Helps break ranking plateaus for hard keywords​
 

24.​ Unlimited usage removes scaling limits​
 

25.​ Pricing favors long-term SEO operators​
 

 

3. Actionable Step-by-Step Checklist 

Category 1: Preparation 

Task 1: Choose Your Target Asset 

●​ Step 1: Decide if you’re ranking a website, video, or landing page​
 

●​ Step 2: Copy the exact URL you want to promote​
 

●​ Step 3: Make sure the page has basic on-page SEO done​
 

Task 2: Select Keywords 

●​ Step 1: Pick 5–10 main keywords if you’re starting​
 

●​ Step 2: Use more keywords only if the page is well optimized​
 

●​ Step 3: Include variations and related phrases​
 

 

Category 2: Campaign Setup 



Task 1: Create a New Campaign 

●​ Step 1: Log into Keyword Ranker​
 

●​ Step 2: Click “Add Campaign”​
 

●​ Step 3: Paste your URL(s)​
 

Task 2: Configure Links 

●​ Step 1: Choose the default 300 backlinks​
 

●​ Step 2: Enable drip-feeding if needed​
 

●​ Step 3: Select a relevant category​
 

 

Category 3: Execution & Indexing 

Task 1: Launch Campaign 

●​ Step 1: Review your inputs​
 

●​ Step 2: Click “Create Campaign”​
 

●​ Step 3: Wait for link generation​
 

Task 2: Automatic Indexing 

●​ Step 1: Let the system send links to premium indexing​
 

●​ Step 2: Choose 3–15 days based on link volume​
 

●​ Step 3: No manual work required​
 

 

Category 4: Tracking & Scaling 

Task 1: Download Reports 

●​ Step 1: Open campaign dashboard​
 

●​ Step 2: Download Excel report​
 

●​ Step 3: Save for records or client delivery​
 

Task 2: Repeat & Scale 

●​ Step 1: Run additional campaigns for same URL​
 

●​ Step 2: Benefit from new rotating links​
 



●​ Step 3: Expand to other pages or assets​
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