
Case Study - Locksmith Services 
 

Service: Locksmith 
Goal: Quote Forms and Calls 
 

I got this account through a reference from my friend, who has now moved to the USA. This 
client wanted to get the maximum number of calls and quote form submissions. I developed the 
following strategy for this client: 

I created three search campaigns for the client's three services, Commercial Locksmith 
Service, Residential Locksmith Service, and Automotive Locksmith Service. I assigned a 
similar budget to all three campaigns and used manual bidding for the first few weeks to 
complete the learning phase quickly and gather more data. 

I implemented a phrase match keyword strategy and turned off Google Search Partner and 
Display Network to prevent low quality traffic. Also, I created one ad group with two ads to test 
different headlines and descriptions. 

In the first month, I achieved excellent results, with a Cost/Conv of only $20.50. Given that the 
locksmith industry has a high average CPC, these results were impressive within just the first 
month. 

November 
 
Clicks​ ​ 210 
Cost​ ​ $1.27k 
Conversions​ 62 
Cost/Conv​ $20.50 
 

 
 
December 
 



After seeing good results, the client increased the budget. While I was able to generate more 
conversions, the Cost/Conv increased. This was because the Automotive Locksmith campaign 
was performing exceptionally well, but the client decided to shift focus to Commercial and 
Residential services, as these services generated higher revenue for him. 

Since the average CPC for Commercial and Residential services is higher than Automotive, the 
overall Cost/Conv. increased. However, despite this, I was still able to deliver strong results for 
the client 

Clicks​ ​ 423 
Cost​ ​ $3.79k 
Conversions​ 138 
Cost/Conv​ $27.43 
 

 
 
January 
 

Despite a slight increase in Cost/Conv., we achieved great results as the client's acceptable cost 
per lead threshold was $35.00. Since we were well within this range, the client further increased 
the budget. 

With the increased budget, I launched two new Local Performance Max campaigns to enhance 
visibility and attract more local users to the store. This strategy proved to be highly effective, as 
Cost/Conv. improved, and conversions nearly doubled while reducing the cost per lead. 

 
Clicks​ ​ 1.3k 
Cost​ ​ $5.61k 
Conversions​ 248 
Cost/Conv​ $22.63 
 
 



 
 
 
 
 
February 
 
In February, I achieved almost the same results as in January. The average CPC was higher 
due to an increase in overall market competition, which led to fewer clicks despite spending a 
similar amount. However, the conversion rate remained strong, allowing us to maintain 
performance levels close to those of January. 
 
Clicks​ ​ 826 
Cost​ ​ $5.37k 
Conversions​ 233.50 
Cost/Conv​ $23.00 
 

 
 
March 
 
In March, the performance has been exceptionally strong. I have achieved a similar number of 
conversions while spending significantly less. Even though the average CPC has increased 
further, leading to fewer clicks, I have still managed to generate high quality conversions at a 
much lower cost/conv. 



 
Clicks​ ​ 689 
Cost​ ​ $4.23k 
Conversions​ 232 
Cost/Conv​ $18.25 
 
 
 

 


