
 
 

TARGET MARKETING TIPS #7 
 

TARGET MARKETING IS A STATE OF MIND 
 
 

This is the seventh article in a series of Target Marketing ideas that I hope will help you 
to think differently and set yourself apart from your competition.  I call this my STATE 
OF MIND article.  
 
If I were to ask each of you to give me your definition of Target Marketing, most would 
tell me that it is going after a specific class business, such as all of the flower shops in 
California.  Although this is certainly part of the target marketing process it is not what I 
consider to be the true definition.  I believe target marketing is a STATE OF MIND; 
meaning that you are always looking for an opportunity to develop a program where 
others may not see one.  There are opportunities in many places including your own book 
of business, using centers of influence and even claims that occur with your own 
policyholders.  
 
It was this state of mind that lead me to develop a program for the Home Depot in 1998 
after a specific type of claim by one of my policyholders.  Home Depot’s endorsement 
enabled me to write every line of insurance for large floor covering firms that were doing 
their installations.  I often wondered why I was the one that came up with this unique 
program, but in hindsight, I think it was because of my state of mind; looking for a 
program where there is none. 
 
Part of my target marketing seminar deals with this subject and gives you exact details of 
how to go about being on the lookout for these opportunities.  

 
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) 
 

 


