
 
 

Case Study 10 

Lifting a Dubai Moving Company to Page-One Dominance—and a 3× Surge in Bookings 

Industry: Residential & Commercial Relocation (Dubai, UAE) 

Engagement Length: 19 months (completed) 

The Challenge 

A family-owned moving firm in Dubai faced 

an uphill battle against well-funded franchises 

bidding heavily on Google Ads. Core search 

phrases—“movers in Dubai,” “house 

movers Dubai,” and “office relocation 

Dubai”—left the company stuck between 

positions 12 and 18. Organic traffic hovered 

around 1 400 visits a month, and the phones 

were quiet outside of peak summer. The 

owners needed sustainable visibility that 

wouldn’t drain cash every quarter. 

What We Did 

1. Technical & UX Overhaul 
o Compressed images, enabled server-side caching, and shifted to a UAE-based 

CDN—mobile load time dropped from 6.1 s to 2.4 s. 

o Added bilingual (English | ةيبرعلا) navigation with proper hreflang tags for 

regional relevance. 

2. Local Keyword Architecture 
o Clustered 30 high-intent queries into three pillar pages (home, villa, office moves) 

and seven geo-landing pages covering Dubai Marina, JLT, Arabian Ranches, etc. 

o Integrated micro-service pages for packing, storage, and handyman add-ons to 

capture long-tail searches. 

3. Authority & Local Citations 
o Earned 35 backlinks from UAE property blogs, Chamber of Commerce listings, 

and local news features on residential trends. 

o Standardised NAP data across 80+ directories and optimised Google Business 

Profile with weekly photo uploads and Q&A posts. 

4. Schema & Conversion Enhancements 

o Implemented MovingCompany, FAQ, and Review schema—rich snippets began 

showing star ratings within two months. 

o Replaced a six-field quote form with a two-step slider and added a one-tap 

WhatsApp booking option. 



 
 

The Outcome 

 96 % of target keywords now rank on Google’s first page; five money phrases hit 

Position 1 within seven months. 

 Organic traffic climbed from 1 400 to 5 100 visits per month—a 264 % increase. 

 Monthly quote requests jumped 212 %, and call-tracking reports show a 3× rise in 

inbound bookings. 

 Bounce rate fell from 63 % to 45 %, while average session duration nearly doubled to 2 

minutes 58 seconds. 

 The client has since slashed paid-ad spend by half yet maintains steady lead flow, even in 

off-season months. 

 

 

Data integrity note:  

Performance metrics derive from internal campaign logs and client-reported CRM figures. The 

client’s name remains confidential at their request. 

 

“We finally outrank the giants without paying for every click. The enquiries feel like referrals 

now—people already trust us before they even pick up the phone.”  

(Client name withheld at their request.) 


