
 

QUICK GUIDE TO LOCAL SERVICE ADS  

For Local Home Service Professionals 

 

Are you tired of wasting money on ads that don't bring in real customers? Are you 

ready to discover the secret weapon that successful local home service 

businesses are using to dominate their market? Look no further! 

Quick Guide to Local Service Ads For Local Home Service Professionals is your 

ticket to mastering the most powerful tool for attracting high-quality leads right 

when they need your services the most. Imagine getting connected directly with 

homeowners searching for your exact services, all while only paying for genuine 

customer interactions. This is not some far-fetched marketing gimmick—it's the 

proven power of Google Local Service Ads (LSA). 

Inside this no-fluff, high-impact guide, you'll uncover: 

● How to Set Up Your LSA Account for Maximum Exposure: A step-by-step 

walkthrough that even your tech-averse friend could follow. 

● Lead Marking Mastery: Learn the secrets of managing your leads effectively 

to get more calls and keep your ad costs down. 

● Budget and Bidding Strategies: Stop throwing money at ads that don’t work. 

Instead, learn how to make every dollar count, driving more business for 

less. 

● Real-World Success Tips: Discover the strategies that have helped 

countless home service businesses skyrocket their LSA leads by over 500%. 

By Will Troup, Founder of LocalSink 
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Local Service Ads 



 

Unlock More Opportunities for Your Home Service Business with Google Local Service 

Ads (LSA)! 

In today’s fast-paced world, standing out and attracting new customers is more important than 

ever for your home service business. That’s where Google Local Service Ads come in—a 

powerful and affordable way to connect with people who need your services right now! 

 

Benefits of Using Google Local Service Ads (LSA) 

for Your Home Service Business 

Direct Access to High-Quality Leads 

Google Local Service Ads connect you directly with potential customers actively searching for 

the services you offer in your area. This means you're reaching people who are ready to hire, 

ensuring that your business is seen by the right audience at the right time. By appearing at the 

top of Google search results, you increase your visibility and attract more qualified leads, 

leading to higher conversion rates. 

Pay for Results, Not Clicks 

With LSA, you only pay when a potential customer contacts you directly through the ad—either 

by calling or messaging your business. This performance-based model means you’re not 

wasting money on clicks that don’t convert into real business opportunities. Every dollar spent is 

tied to actual customer interactions, making LSA a cost-effective marketing tool for your home 

service business. 

Enhanced Trust with Google Guaranteed Badge 

LSA allows you to earn the Google Guaranteed Badge, a mark of trust and reliability. This 

badge shows potential customers that your business has been thoroughly vetted by Google, 

which can significantly increase their confidence in choosing your services over competitors. 

Businesses with the Google Guaranteed Badge often see higher click-through rates and 

increased bookings, as customers prefer to work with verified professionals. 

Easy-to-Use Dashboard for Lead Management 

The LSA platform includes a user-friendly dashboard where you can manage all your leads in 

one place. This feature simplifies your workflow, allowing you to see at a glance which leads 

have contacted you, booked a service, or require follow-up. It also includes tools for tracking 

performance, managing budgets, and disputing invalid leads, making it easy to stay on top of 

your advertising efforts. 

Boosted Local SEO Performance 

Appearing in Local Service Ads can also boost your local search engine optimization (SEO) 

efforts. As your business gains more visibility through LSA, you may also notice an increase in 



 

organic search traffic. This is because customers who see your business at the top of search 

results are more likely to click through to your website, enhancing your overall online presence. 

Increased Customer Reviews and Credibility 

LSA encourages satisfied customers to leave Google Verified Reviews, which are highly trusted 

by other potential clients. These reviews are directly linked to jobs booked through LSA, 

providing a reliable measure of your business’s quality and customer satisfaction. Accumulating 

positive reviews not only boosts your credibility but also enhances your visibility and ranking in 

search results. 

But don’t just take my word for it—I’ve seen firsthand how powerful LSA can be. By using the 

strategies outlined in this guide, I’ve helped my clients increase their LSA leads by over 

500%! That’s right—500% more leads, simply by setting up their accounts correctly, optimizing 

their ad strategies, and ensuring they stand out with the Google Guaranteed Badge. This kind of 

growth isn’t just a possibility; it’s a reality, and I’m here to help you achieve the same success. 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Eligibility 

Before you dive into setting up your Google Local Service Ads, make sure to check if you’re 

eligible for the Google Guaranteed Badge. It’s a great way to build trust with potential customers 

and show them that your business is reliable and verified by Google. 

 

ELIGIBLE HOME SERVICES 

 

● Appliance Repair 
● Carpenter 
● Carpet Cleaning 
● Countertop Pro 
● Drain Expert 
● Electrician 
● Fencing Pro 
● Flooring Pro 
● Foundation Pro 
● Garage door 
● General Contractor 
● Handyman 
● Home Inspector 
● Home Insulation 
● Home Security 
● Home Theater 
● House Cleaning 
● HVAC 
● Junk Removal 
● Landscaper 
● Lawn Care 
● Locksmith 
● Moving Services 
● Painter 
● Pest control 
● Plumber 
● Pool Cleaning 
● Pool Contractor 
● Roofing 
● Sewage System 
● Siding Pro 
● Snow removal 
● Tree services 
● Water Damage Restoration 
● Window Cleaning 
● Window Repair 

 

 

 



 

Signing Up for Local Service Ads 

 

 
Go to ads.google.com/localservices/signup and click “Continue” 

 

 
 

 
 

Type in your Country or Region, State, ZIP code, and Job Category. Once that’s done, click the 

blue “Check Eligibility” button.  

 

 
 

http://ads.google.com/localservices/signup


 

 
 

Type in your email and click “Next.” 

 

 
 

 

 

 

 



 

 
 

You will then be asked for the business details seen below. The following information will be 

needed: 

● Business name 

● Business registration name (optional) 

● Business phone 

● Website (optional) 

● Messaging preferences for receiving leads (email or text) 

● Owner’s first and last name 

● Total Number of Fieldworkers* 

● Year Founded 

● Address (Street, City, State, ZIP code) and 

● A confirmation if physical address is available** 



 

 

Ensure that everything is accurate. 

*Fieldworkers - anyone that goes into customers houses and has contact with customers. If 

someone's in the office answering phone calls and never goes to customers' homes, you don't 

need to include them in this. 

**If you're using a virtual office, select no when they ask if this is a place customers can visit, 

but if it's an office customers can visit, then hit yes. 

 

 

You now have access to the Local Service Ads Dashboard! 

 



 

Business Verification 

After you complete the initial signup process, you'll be directed to a page that looks like this: 

 

 
 

The following information is needed for verification: 

 

● License Number 

Enter your license number here. This could be your plumber's license, roofer's license, or any 

other relevant credential you hold. Once entered, you'll be prompted to verify your license. 



 

 
 

● Proof of Insurance 



 

Upload a PDF file to show proof of insurance. The file should contain current documents of 

general liability insurance for the practice showing the amount, expiration date, and the policy 

must satisfy the minimum insurance amount specified by occupation.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

● Background Check 

This is going to take you to a separate platform where you will enter the emails of all of your 

field workers and for every person that works at your company that is going into customer 

homes. Again, this doesn't have to be Like CSRs or people that are just in the office. This is 

customer facing workers. 

 

*PS - we’ve had success with just adding one email/name for the Evident background check. 

Try just adding your name & email for less headache. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

●  Customer Reviews 

You need at least three reviews for local service ads so make sure that you have three reviews 

on your Google business profile. If you don't, I would highly recommend just reaching out to 

previous clients and calling them and saying, “Hey, it would mean a lot if you could write a five 

star review.” It'll only take two minutes of your time.  

 

Make sure you have the link ready to send to their email. That's a quick way to get three reviews 

off the bat if you don't already have it. Most of the clients we work with have more than three 

reviews already, but if they don't, just make sure you get those. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

● Budget 

Set a flexible price between $500 and $2000 to get started. This will help you land your first few 

clients without going too low or too high. 

 

● Billing Information 

 



 

Marking Leads  

If you want to get the most out of your Local Service Ads, properly marking your leads within the 

LSA dashboard is key. It’s all about optimizing your campaign performance to generate more 

calls from potential customers. 

Frequency of Lead Marking 

Leads within the LSA dashboard should be marked consistently, ideally on a daily basis. Heck- 

you could do it on an hourly basis if you’re ambitious. Google will send you more leads at a 

lower cost. 

Helping Your Team Understand the Importance of Lead Marking 

When introducing CSRs who are unfamiliar with Local Service Ads (LSA), it's essential to 

explain why lead marking is crucial and how it affects LSA performance. Here’s how you can 

effectively communicate this to your team: 

● Training: During your training, make sure to cover the significance of lead marking. 

Even better, just send them this guide! 

 

 

Consequences of Not Marking Leads 

Failing to mark leads can negatively impact LSA performance in multiple ways: 

● You will get less leads 

● You will pay more for leads 

● Your LSA account will be “shadow-banned” until resolved 

Outcome of Consistent Lead Marking 

By consistently marking leads, your Local Service Ads account will experience: 

● Increased call volume 

● Lower Costs 

 

As a local home service business owner, properly marking your leads is key. When you take the 

time to consistently and accurately mark your leads, you're helping Google understand what 

types of customers are most valuable to your business. 



 

This accurate lead marking helps Google optimize your ad placement, meaning your ads are 

shown to the right people at the right time. The result? More calls from potential customers who 

are actively searching for your services. 

On top of that, properly marked leads can lead to lower costs per lead. By demonstrating to 

Google that you're effectively managing your leads and targeting the right audience, you'll find 

that your ads become more efficient, driving more calls at a lower price. And, because Google 

rewards businesses that maintain high-quality lead management practices, you’ll stay at the top 

of Google Search, keeping your business visible and competitive. 

To sum things up, if you mark leads the right way, every dollar you spend on LSA is working as 

hard as it can to bring you new customers and grow your business. 

 

 

 

 

How to Mark Leads 

 

On the left side of the dashboard, go to “Leads” 

 

 

 

 
 

And unmarked leads in the “Active” column. The current presence of a significant number of 

unprocessed leads within the LSA dashboard indicates a potential decline in future lead 

generation. Addressing this backlog is essential to maintain optimal campaign performance. 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Let’s take a look at one of the unmarked leads.  
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