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Maybe your mother told you when you were growing up that you should treat everyone the 

same. Well, your mother was wrong…at least when it comes to the world of 1 to 1 marketing. No 

longer are you encouraged to place prospects upon the same level playing field. In fact, with 1 to 

1 marketing, you want to embrace the diversity of your prospects and customers. You want to 

play to those exact differences and incorporate them into your marketing messages in order to 

get their attention and make them want to work with you!   

 

As with any marketing strategy, you start off by identifying your target market – the people who 

need your product or service. So you sit down and imagine a target. You imagine finding those 

people with laser point focus. You know who they are and now you have to get your message 

across to them. You have to tell them who you are, what you do and how you can help them. 

Using the 1 to 1 marketing approach, you toss aside the marketing shotgun; this is no time to 

“pray and spray” your message, hoping that it will be heard and acted upon. 

 

The idea is that by personalizing your marketing message you are showing the customer that 

you know how to serve their specific needs. No customer wants you coming at them with a 

cookie-cutter approach and a “one-size-fits-all” solution. They want to feel like you know exactly 

what they need, and that you are the business that can provide it. Thus, your message needs to 

be current and relevant to that customer. 

 

Let’s face it, your target market gets hit up with marketing messages on a daily basis. We all do, 

in both our personal and professional lives. It becomes second nature to shut down, to shut off 

the messages that have little to do with our own needs. The same is true of any business. They 

receive mailers, get text or email messages, faxes…all filled with pitches, promises, features and 

benefits of the numerous products and services available to make their business more 

successful, run more smoothly, save money and so on. 

 

In the end, a customer will equate your marketing messages with the type of service they will 

receive when working with you. If your message is personalized and meets their needs, the 

prospect will anticipate that working with you will be a breeze. Everyone likes to work with the 

expectation of receiving terrific customer service and specific solutions. 
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About interlinkONE 

interlinkONE delivers a software solution that manages all your marketing needs. 

Our online, integrated software enables companies to build, manage, execute and measure all 

aspects of their marketing efforts and initiatives in one solution.    

The solution streamlines operations and reduces cost by unifying all marketing communications 

and initiatives.  It brings together the people and processes involved to ensure a consistent 

message is delivered across all outbound and inbound marketing campaigns.   The integrated 

marketing software solution provides a holistic view of your entire marketing operation.      
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