
 
 

TARGET MARKETING TIPS #2 
 
In the Orange County, California telephone directory there are 20 pages of insurance 
agencies.  No, I did not count the actual number of agencies on those 20 pages, but the 
logical question you should be asking is “why should anyone do business with me over 
all of those others?”  The answer to that question is that you must be different, and that 
you must make the prospect believe you are different.   
 
Being creative is one of the answers.  Many years ago a good friend of mine (Ron) found 
a unique way of making potential clients believe he was a unique insurance agent in the 
hotel and motel business.  Ron was on vacation and visiting a friend in Lake Tahoe.  
While sitting at the lake he thought about how great it would be if he could insure 
something that would allow him to travel to great places and make it tax deductible.  Ron 
went out and bought a camera.  For the next several days he went around the lake and 
took pictures of hotels and motels.  When he got back home he developed the pictures 
and sent a letter to each of the hotel owners along with the picture he took of their hotel.  
The letter said, “My firm specializes in insuring only the best hotels and motels such as 
the one pictured here.”  When Ron called the owners of the hotels they remembered him 
as the guy that sent them the picture of their hotel.   
 
Ron was able to develop a target marketing program because he was simply creative and 
set himself apart from all the others.  Before he wrote his first motel he made people 
believe he was the expert in that industry, and as a result Ron now writes between 1000-
1200 hotels and motels and works exclusively from referrals.   
 
I welcome your comments, and if you are interested in taking my complete Target 
Marketing Seminar, please give me a call at 714 813-3221.  Four hours could change 
your entire career.  (4 CE credits available in California) 
 
 


