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Guide to:
Targeting Interior
Designers...

Identifying Your Strengths
Define and Understand Your Market
Create an Effective Marketing Strategy
What makes your business special?
First and foremost, irrespective of the market or individual you are trying to sell to its worth undertaking
a review of your product or service and what it actual means to an Interior Designer.
Put yourself in the shoes of the Interior Designer and ask yourself questions. Why would they want to
buy from me/us? What is it about our product that stands out? Speak to existing customers who have
already bought from you and ask them why they choose you? What did they like most? What did they
dislike most? It’s much easier to sell to an existing customer who sees value in your product/service than
it is to a prospective one, so make sure you gather as much information as you can to help inform your
marketing strategy going forward.
Once you have collected all this valuable information about your business, take time to sit down,
involve your team and talk about the key things that make you different form competitors, identify your
unique selling points. What is it that makes you different, is it something about your product or service,
logistically is it easier to buy from you or more convenient? Is it you or a team member, the old adage
of ‘people buy people’ rings true. Conveying your true enthusiasm for a product or service will go a long
way towards influencing an Interior Designer to buy in to your offering.

“Marketing is really just about sharing your
passion.”
- Michael Hyatt

Segmentation
Once you’ve established what it is about your business and its product or service that makes it special its
time to look at your target market. The classification of ‘Interior Designers’ and the sectors they operate in
are considerable. Breaking the market down into smaller groups not only makes it easier to manage but
also enables a more effective and targeted approach.
Segmentation is the process of defining and subdividing a large market like the design sector into clearly
identifiable segments having similar needs, wants, or demand characteristics. The objective is to design
a marketing strategy that precisely matches the expectations of customers in the targeted segment. Not
all businesses are large enough or have the budgets to supply the needs of an entire market; so, breaking
them down into segments and selecting those that you are best equipped to handle provides a sound
starting point.
The four basic market segmentation-strategies are based on
•
Behavioural - on the basis of their behaviour, usage and decision-making pattern.
•
Demographic - variables such as Age, gender, family size, income, occupation, religion,
race and nationality.
•
Psychographic - uses lifestyle of people, their activities, interests as well as opinions to define a
market segment
•
Geographical – on the basis of their geography

Interior Designers and their mindset
Its pretty common knowledge that Interior Designers are visual people with an appreciation and passion
for good design, artistic flair and creativity. However, the role of an Interior Designer is a diverse one, with
multifaceted skills and demands. Interior designers work with others to design building interiors. These
can be commercial, residential, public sector or heritage sites.

“Interior Designers are
always considering
new and unique
items and have the
potential to be long
term, dependable
customers.”

In the commercial setting interior designers often work on very large projects as part of a team, and work
closely with architects, surveyors, structural engineers and building contractors. Interior designers help to
develop brand strategies for the commercial sector, including retail and leisure
Interior Designers seek inspiration in everything, from nature, people, books, social media, blogs,
websites, shops, and people. Which makes getting your product or service noticed a tough task.
Fortunately, Interior Designers embrace change as they move from project to project looking to create
new designs. If all their projects looked the same their business would soon faulter. Interior Designers
are always considering new and unique items and have the potential to be long-term, dependable
customers.
Ultimately the end goal for an interior designer is to ensure their clients are happy, so bear in mind the
needs and wants of the client (if you can gain information on who they are).

time54
What Are Designers Looking For?
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Marketing tools for the trade…
Irrespective of industry or market, successful marketing strategies rely on a combination of timely,
relevant, and regular deployment of marketing tools. Following are a selection key marketing tools for
targeting Interior Designers. Content marketing provides your business with a voice and a purpose, and
is the reason for your audience (customers, prospective customers and industry peers) to engage with
you. It is producing and distributing focused, timely and relevant educational, enjoyable, or insightful
information.

To put this in to real terms, it could be a case study where your company has been involved within a
design project. You can develop the content and get a testimonial from the Interior Designer and/or
their clients. This collaboration and advocacy marketing helps to increase reputation and influence in
your content, and ultimately improves your position in the eyes of the Interior Designer. By creating
this content, it tells your story and informs and educates your audience as to how your company solves
problems. Importantly, it will help to build trust and confidence in your brand.
Once your content is in place, you then distribute it to the market via various marketing channels:
•
•
•
•
•

Email marketing
Social media (Pinterest is a popular platform for Interior Designers)
Website content
Trade publications
External blogs / online communities

Personalisation is key here, make sure the content you have is relevant to each member of your audience
and is of value to them. Another tool to consider is video content. YouTube viewers watch a billion hours
of video each day. Facebook users watch over 8 billion videos per day. Video usage is increasing yearon-year and that includes informative, educational product and brand videos, not just videos about dogs
and people falling over!
Videos help your audience to engage with your brand. We live in a much more digital-savvy world
where, dare we say it, users are more likely to watch a video than read paragraphs of text. Interior
Designers like to watch, share, embed and comment on videos over social media platforms, which in turn
will help to increase your brand awareness by educating your audience. The engagement with video will
also benefit your website’s search engine rankings, giving you increased reach and further engagements
with potential customers.

If you’d like to find out about targeting Interior Designers and developing a marketing
strategy please feel free to contact us at Time54 Marketing.
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it’s time to get more business
Social Media
Email Marketing
Marketing Strategy
Media Planning
Advertising
SEO & PPC Analytics
Exhibitions and Events
Website Design
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