
 
 
 

 
 

TARGET MARKETING TIPS #4 
 
This is the fourth article in a series of Target Marketing ideas that I hope will help you to 
think differently and set yourself apart from your competition.   In this article I will deal 
with one of the big fallacies of target marketing; the belief that you must have something 
that no other agent has in order to be successful. 
 
When I began selling insurance to the floor covering industry I was using the same 
product with Unigard Insurance that every other Unigard agent had.  A couple of years 
later when I moved the program to Firemans Fund I was once again using the same 
policies that were available to all FF agencies.  The only difference was that I had enough 
floor covering business to go through the group department of the carrier.  I had no 
special coverage, no special price, only the special relationship with a carrier that wanted 
to target this industry and would do everything they could to help me.  
 
So, how did I get to that point?  Once I received the endorsement of the floor covering 
association I began positioning myself as the expert in that industry.  By the time I wrote 
my first 20 floor covering dealers, I had in fact become an expert insurance agent for that 
industry.  I began attending their functions and marketing in all of the ways that I now 
teach others to do.  I began to receive more and more referrals and the word spread within 
that industry that I was the guy that dealers needed to call to solve their problems and go 
to for all their insurance.  I learned their needs and established procedures in our office to 
satisfy those needs.  
 
It is certainly nice to have a program that is different, unique and special, but it is not 
necessary to have one in order to begin target marketing.  Once you’ve written a 
substantial number of accounts in any type of industry the insurance companies will take 
notice.  This will be the time to ask for special coverage, excess commission and more.  
 
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) 
 
 


