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NFIP Marketing Strategy

Objective

At the end of this session, participants will have an 
understanding of the strategy and tactics used to achieve 
the Mitigation goal of 5 percent net annual growth in the 
number of flood insurance policies in force (PIF).
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Net Growth

• Continue to attract new business.
• Improve the retention rate among current 

policyholders.
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NFIP Growth Strategy

1. Provide financial incentives to WYO companies for new 
business.

2. Foster lender compliance through training, guidance 
materials and regular communication.

3. Conduct NFIP training for insurance agents via instructor-
led and online modules.

4. Seek opportunities to simplify NFIP processes to make it 
easier for agents to sell and for consumers to buy.

5. Conduct the national marketing and public awareness 
campaign to promote flood insurance benefits.
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FloodSmart Challenge and Mission

NFIP Marketing Strategy

Overcome denial and resistance:
• I don’t live in the flood zone so I’m not at risk. 
• This area flooded 10 years ago so it’s unlikely to happen again.
• If I am flooded, my homeowners insurance covers it.
• If I am flooded, the government will provide funds to help me.

Use messaging to clarify misconceptions and promote 
benefits:

• Homeowners insurance does not cover flooding.
• The consequences of flooding can be devastating.
• Flood insurance protects your biggest investment.
• Almost anyone can get flood insurance, in both high- and low- to 

moderate-risk areas.
• The NFIP works — from policy acquisition through the claims 

process.
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The FloodSmart Marketing 
Campaign

• Informs the public about flood risks
• Combats misconceptions
• Connects consumers to agents
• Provides useful tools for insurance agents
• Engages partners and influencers



7

NFIP Marketing Objectives

• Grow number of flood insurance policies in 
force by 5 percent annually.

• Lessen financial consequences of flooding for 
individuals and small businesses.

• Increase understanding of the risks and 
consequences of flooding.
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FloodSmart Marketing Strategies

• Contribute to growth through:
– Customer acquisition
– Customer retention
– Winning back lapsed policies
– Leads-to-sales conversion improvement through 

stakeholder involvement
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Campaign Audiences

• Consumers
• Agents/Industry
• Influencers
• Federal/State/Local Partners
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Direct Response Marketing Strategy

Campaign elements include:
• Consumer and Agent Web site development
• Direct response TV
• Print advertising
• Public relations
• Direct mail
• Online advertising
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Drives consumers to…

• With the campaign objective of prompting  action and 
promoting policy growth, each marketing piece must 
spur consumers into taking action:  learning more about 
their own flood risk, contacting their agent, and 
ultimately, purchasing a policy.  

• To make this easy, the campaign drives consumers to:
– Visit FloodSmart.gov or call the referral call center
– Contact their agent directly



FloodSmart Campaign



FloodSmart Campaign



FloodSmart Campaign



15

FloodSmart Campaign
Direct Response TV Advertising



FloodSmart Campaign
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FloodSmart Campaign
Media Relations & Outreach Partnerships



Flood Safety Awareness Week
FloodSmart Campaign



Hurricane Season Countdown Widget

FloodSmart Campaign
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FloodSmart Campaign
Insurance Agent Resources
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FloodSmart Campaign
Insurance Agent Resources
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FloodSmart Campaign
Regional Support
• Seasonal Outreach

– Spring/Midwest Flood Season
– Hurricane Season

• Quick Response Unit
– Immediate, post-event outreach to media and stakeholders 

in affected areas
• Hot Topics

– Major map and levee status changes
– Other issues that affect large numbers of policyholders in a 

given area
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FloodSmart Campaign Results

Nearly 5.6 Million Policies in Force
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FloodSmart Campaign Results
• Campaign Highlights

– Retention has improved since the campaign began from 76% to 90.5%.  
– DRTV Impressions: 3,944,491,000
– Print Estimated Circulation:  46,267,637 
– PR Impressions: 1,325,297,687 
– Online Media Impressions: 958,628,060 
– DM Pieces Mailed: 27,023,871 
– Calls to Call Center: 421,279 
– FloodSmart.gov visits: 10,292,775 
– Agent Referrals (FS.gov): 420,460 
– Agent Referrals (call center): 80,333 
– BRCs: 45,940 
– Risk Profile Visits: 2,104,409 
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Your Role in the FloodSmart 
Campaign
• Be prepared

– Know your risk level and take the steps needed to 
protect yourself

– Along with flood insurance, you can also protect 
yourself by safeguarding your home and possessions, 
developing a family emergency plan, and 
understanding your policy. 

• Be an advocate for the importance of flood insurance 
within your neighborhood
– Volunteering/Community Associations
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For More Information

• www.FloodSmart.gov

• Julie Hildreth, The FloodSmart Team
Julie.hildreth@ogilvypr.com
202-729-4063

http://www.floodsmart.gov/�
mailto:Julie.hildreth@ogilvypr.com�
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