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Niche in a Nutshell 

How Claiming a “True” Niche Can Make You 
“Essential” to Your Ideal Client 

Presenter
Presentation Notes
It is such an honor to be here.  I love giving back to my coaching community!  Like many of you, when I went through coaching school, I got incredibly lit up and felt like I was on fire.  I was so excited to have finally found a true passion that could make a difference in people’s lives and have a huge ripple effect in the world.  Since working with professional coaches is my niche, I hear all the time this same story from others who discovered coaching and felt like they finally had arrived!  And like many coaches, when I started out, I didn’t want a niche.  I knew I could help anyone and make a big transformation through coaching and I loved the variety of different clients I could help.  Narrowing to a niche felt constraining and really like a marketing ploy and I didn’t want to be confined.  It wasn’t until a niche actually started to naturally form in my practice that I began to see the huge benefit to my clients, as well as to me, to narrowing to a niche.  It was a huge “ah ha” for me and I have since seen how it truly transformed my ability to make a transformation in the lives of my clients.  We often hear that there is a financial benefit to honing in on a niche, but for me that wasn’t a huge driver.  I wanted to make as much change in the world as possible, and I started to really get that I can make an even bigger transformation in the world by choosing a niche. And I want that for all of you.  Now with that said, I think it is important to note that according to the ICF study done last year, coaches with specific niches make a lot more money than “life coaches” who don’t have a specific niche, so if you want to maximize your earning potential, niching will help you get there.  So, whether you are motivated by money or motivated by the impact you can make,either way, choosing a niche will help you create a thriving practice that makes a bigger difference in the world.  
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Do you 
currently 

have a 
Niche? 

1. Yes and it’s pretty specific and I 

only work within my niche 

2. Yes and it’s pretty specific but I 

still work with lots of people 

outside my niche 

3. Yes but it’s pretty broad 

4. No but I definitely want to 

pursue a specific niche 

5. No but I like serving a diverse 

market and likely won’t choose 

one 
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Our Clients Need Us More Than Ever 

Illustration by https://fritsahlefeldt.com 
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But Do they 
Know that? 
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Our Ideal Client Must See Our 
Work As Essential 
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So what exactly is a niche? 

Presenter
Presentation Notes
There are many ways that people define “Niche”.  As oxford dictionary says, at its heart, it is a specialized segment of the market for a particular kind of product or service.  But I have my own definition of what makes a “True” Niche
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Simplicity and 
Clarity of 
Message 

A Defined 
Network that you 

can tap into 

Common 
challenges, pain 

points and 
desires that your 
coaching process 

addresses 

A “True” Niche must have three key 
criteria: 

Presenter
Presentation Notes
In order to be a true niche, it must have these three criteriaUse example of a niche that doesn’t have one of these.  Such as a Life Purpose Coach
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• “By Narrowing, I narrow my opportunities” 

• “I will repel prospects who aren’t in my niche” 

• “I will be pigeon-holed and I’ll lose freedom to change my 

business” 

• “There won’t be enough clients and I’ll go broke! Too 

many people do what I do” 

• “My current clients will stop working with me” 

• “I will have to say NO to people who aren’t in my niche” 

• “I don’t know how to pick a niche or where to begin” 

Common Misconceptions and Fears 

Presenter
Presentation Notes
So, I’d like to start by first addressing that there are lots of common misconceptions and fears about choosing a specific niche. Many people let these misconceptions and fears get in their way from choosing a niche when it would otherwise really serve themFirstly, a lot of people feel that by narrowing I am going to narrow my opportunities because suddenly the sign on my door won’t appeal to everyone.  And although it is true that you won’t appeal to everyone, you will be a lot more appealing to your Divine Ideal Client and so your opportunities, if you narrow to the right degree, are actually going to get more abundant by narrowing.  Secondly, we are afraid we will repel prospects who aren’t in our niche.  I want to first say, that repeling some people is not necessarily a bad thing.  We can’t be all things to all people and there are definitely people out there we shouldn’t be working with.  But even when we pick a specific niche, it doesn’t mean we stop attracting people to us who are outside of that niche.  Last year, I was at a party and I was talking to this guy who was an accountant who asked me what I do.  I told him I help professional coaches build thriving, sustainable, and joyful practices.  He said “Wow!  I would love to have a thriving, sustainable, and joyful accounting practice.  Sometimes I feel like I’m pushing mud up a hill, especially during tax season.  Could you help me?”  I very clearly told him who I worked with, but it still intrigued him and had him lean in even though I honestly had zero interest in helping someone with their accounting practice.  When we talk passionately about what we do, it draws people in, even when our message isn’t meant for them.Thirdly, a lot of people feel they would be pigeon holed and lose the freedom to change their business.  The truth is, our businesses are always changing.  We are either growing  & changing or we are shrinking.  If we didn’t change our businesses, it would lose it’s luster.  I’ve been at this for over 17 years, and my business has continued to adapt and change over time.  You always have the freedom to change your businessThe fourth misconception is that there won’t be enough clients and I’ll go broke.  There are too many people who do what I do.  The truth is, if there are a lot of other practioners in your niche, not a single one of them is going to do exactly what you do.  Your divine ideal client and the challenges/desires you address and how you address them will be unique.  Your energy is unique.  And if you believe in an abundant Universe, there is enough for everyone.  Now, you want to narrow your niche only to the degree that it serves you, so you do want to make sure the market is big enough for the niche you are choosing, but given that most of my clients only want 15-20 clients at a time max, the market doesn’t have to be huge for you to have a nice big piece of that pie.The fifth misconception is that your current clients will stop working with you.  I still have 2 long term entrepreneurial clients that aren’t coaches.  One is a financial advisor and the other is a commercial real estate professional.  They both know that I focus on coaches now and they don’t care because I make a significant difference to them in their businesses.  Your beloved clients will continue to work with you as long as you are helping them make significant transformation in their lives.The six misconception is that you have to say NO to people who aren’t in your niche.  If your prospect and you both agree that you can make a significant difference to them and there is transparency that they are outside of your regular focus, then go for it.  I think a challenge here is the disclosure.  When I was a new coach, I hired a coach a met who was assisting me in my fulfillment class at CTI where I was trained.  I don’t remember what inspired me to hire him as my coach, but soon after we were working together, I was at an event with him and someone asked “who do you work with” and he said professional athletes and I was totally taken aback.  I couldn’t be any farther from a professional athlete if I tried and I actually felt betrayed that he didn’t tell me that I was so far off from his ideal client and I decided to not work with him as a result.  It deeply ingrained the importance of transparency.  Had he told me that in our discovery session, we could have discussed it further and perhaps I would have still chosen him as my coach, but because he didn’t, it had me question his integrity.  So, it is totally ok to work with people out of your niche as long as you disclose to them who you usually work with but talk about the tools and credibility you have to help them specifically.Lastly, a big fear that keeps people from choosing a niche is having no idea how to  pick a niche or how to do this in a way that will feel fun, resonant and ease-ful, but don’t worry because I’m going to help break that down for you today!
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Top Five 
Reasons a 

Niche is 
Useful 

1. You are more attractive to your Divine 

Ideal Client 

2. You can deepen your process, toolbox, 

and expertise through narrowed focus 

and energy 

3. You create a simple, leveraged business 

4. You increase your credibility and 

become an Expert 

5. You can increase your access to your 

niche’s network 

 

Presenter
Presentation Notes
And in case you aren’t sold on the idea of doing a niche yet, I want to share the top five reasons to have a niche.You are more attractive to your divine ideal client.  They will see that you focus on people just like them and it will draw them into you.  Potential clients will find you more easily and people will refer them to you because it’s clear who you work withYou can deepen your process, toolbox and expertise through narrowed focus and energy, without a lot of work.  By narrowing, you can go deeper without a lot of effort.  You’ll stop being all things to all people and can divert your energy into creating this deepeningThe more you focus in, the simpler and more leveraged your business can become.  Over time, this means a lot less effort to develop and maintain your practice, which means you can either handle more clients or simply work less.The more you narrow, the more time you have to focus in and deepen your own knowledge which can be passed on to your clients.  The more clients you work with, the better and richer your toolbox will become and you can really become a master.  This will heighten your credibility and position you as an expertBy specializing, it gives you more access to your network.  As an example, I get referred to new ICF chapters every time I give a talk at an ICF chapter.  The feedback I always get is how valuable my content is because I really know this audience.  Because I serve professional coaches, I beat out a lot of other speakers for coveted spots.  In fact, when I served a wider entrepreneurial audience I didn’t have success getting speaking gigs with the ICF because they didn’t see me as an expert on their industry even though I was a coach myself.  So by focusing, I broadened my opportunities in my specific niche.  So there you have 5 top reasons why having a niche is useful.  And one I didn’t even mention was that you have the propensity to make a lot more money when you focus on a niche.   
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Narrow to 
the Degree 

it Serves 

Bullseye vs. Dartboard 
 

Presenter
Presentation Notes
Narrow to the degree that it serves. You are always aiming at the bullseye in your marketing, biz development and Strategic AlliancesBut you get to decide how big your dartboard isDartboard usually gets smaller and smaller as your business maturesMy dartboard and bullseye are almost identical at this point.
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• Entrepreneurial “Catalysts” 
• Widows looking for love 
• Women who want to get their “sexy” back 
• Executives at Marketing & Ad Agencies 
• Mid career professionals who want to reinvent their 

careers 
• People who want to heal the loss of a sibling 
• Creative Conscious Leaders 
• Executives who crave work/life balance 
• Financial Coaching for Widows 
• Women Execs who want to be “full throated” leaders 
• Women who want to be in the best physical & 

emotional shape of their lives 
• Executives in mission driven organizations 

 
 

Examples of niches my clients have focused 
on this year 

Presenter
Presentation Notes
I work with 15-18 coaches at any given time so here are some of the examples of the niches my clients focused on last year.  As you can see from this list, there is a wide range.  And there are several that are similar but are different in their own right.  You will also notice that none of them say “Executive Coach” or “Dating Coach” – they are even more specific which is what makes them unique in their greater market segment
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So How Do I choose a Niche? 

Presenter
Presentation Notes
There isn’t one cut and dry way to choose your niche but there are two primary ways most people go about this
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Top Down 
Approach  
(what most 
biz coaches 
would have 

you do) 

 
 
 

• Where are the greatest coaching 
needs in my community? 

• Where are there needs that are 
currently underserved? 

• Who can afford to pay me 
(Discretionary Income)?  

• Choose from one of the top 5 
most successful  & proven 
niches: 
– Corporate/Leadership 
– Business/Marketing for 

Entrepreneurs 
– Relationships 
– Money 
– Health/Wellness 

Presenter
Presentation Notes
Most business coaches take this approachIt is a very left brain approach.  Even though we want to use our left brain as part of our decision, when we lead from this place, it is harder to tune into the resonance.5 years ago I did a business coaching program that took this approach to niches.  Out of the 30 women in the program, almost everyone picked a niche and committed to go completely in that direction, but about half of the women, 6 or 8 months in, changed their direction because they decided they didn’t like it.  So taking this approach alone doesn’t get to the resonance factor.  Additionally, several of them chose niches that they just didn’t have much expertise or credibility in.  As an example, if you haven’t had a successful business yourself, you have no business coaching anyone else on their business.  Not only do you not have credibility that you can leverage in your marketing, but it would be very difficult to help guide someone through a meaningful transformation in their business if you’ve never done this before.  So let’s talk a little bit about credibility
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Credibility 
is Key 

Credibility comes in 3 forms: 
  
 

1. I’ve walked in their shoes 
2. I am a maker of 

Champions 
3. My credentials, education 

and professional 
experience 
 

 You must have at least one of 
these criteria to have 
credibility, but if you have 
two, it is better, and with all 
three you are golden!  
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Bottom Up 
Approach  

(my preferred 
starting 

place) 

• Where do I already have 
credibility and expertise? 

• What am I most passionate 
about? 

• What has been my own personal 
journey and how have I 
transformed in my own life?  
What major challenges have I 
overcome? 

• What type of people are already 
drawn to me? 

• Who are the clients I have 
enjoyed working with the most? 

• Where/How do these people 
commune? 

Presenter
Presentation Notes
What I prefer to do is START with the bottom up approach because that examines where you already have credibility and expertise as well as really hits on the resonance factor.
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But use in conjunction to find the 
best niche for you 

Presenter
Presentation Notes
But really using both of these together, starting with bottom up, usually helps you hone in on something that is both resonant and a sound business choice.  
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But How?!? 

Presenter
Presentation Notes
Before we jump into the “how”, I’d love to see if there are any questions on what we’ve covered so far?  What questions do you have?
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• Choose 1-3 niches to explore 
• Set up interviews with people in that niche 

– Potential clients themselves 
– Other professionals that work with them 
– Other influencers in that niche 

• Ask them about their biggest challenges, 
obstacles and desires 

• See where you are “leaning in” and “leaning out” 
• Narrow to one niche based on what you 

discover 
• Keep interviewing people until you are crystal 

clear about your Divine Ideal Client & Niche 

Get out and talk to people 

Presenter
Presentation Notes
I often say that choosing a niche is like dating.  But there are a few ways you can approach datingYou could be the type who wants to date one person they like and see if it works out, and if not, end that relationship and start anew.Or you could be the type that wants to go out on a few dates with different people until you decide who you really like and want to pursue a relationship with.You can also take either approach with niches, just make sure you don’t fully commit to one niche until you’ve explored it fully.Last year I had one client who I loved that explored one niche at a time but explored 3 before she found “the one” and it ended up being a very lengthy process for her but when she found her niche, it was abundantly clear that it was “the one”.  Most of my clients prefer to explore several, as the resonance with the ultimate niche is a clear standout and that gives them a feeling of confidence that they are choosing the right one.  
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Your 
talents, 

expertise 
and 

interests as 
a coach 

Your 
Niche’s 
biggest 

challenges, 
obstacle 

and desires 

The Key –  
Finding Your Niche Sweet Spot 

The 
Sweet 

Spot 
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Offering 

• Define Your Process to address the challenges in your 
niche 

• Build out you Program, Offerings and Tool Box 

Branding 

• Define your Messaging 
• Create your branding 
• Build out (or revise) your website 

Biz Dev 

• Tap into the network 
• Build Strategic Alliances with others that serve your 

niche 
• Develop a business development and marketing strategy  

Build it out 

Presenter
Presentation Notes
Offering – you first want to build out your process.  Look for holes that need to be filled with tools and knowledge.  You can outsource or use other people’s materials until you develop your own (make sure to give credit to your sources).  Make sure this offering really meets the needs of your potential clients.  Put this in front of your COIs and get the litmus testBranding – until you are clear about your offering, program and processing, your messaging won’t be as compelling.  And if you have an existing website, you want to revise it to really sing to this niche and Divine Ideal Client.  It might mean rebranding (name, logo, etc) or just giving a facelift to what you’ve already created.  Biz dev – How can you further tap into the network you created with your interviews?  How can you get greater access?  Are there organizations and associations in my niche that need speakers?SAs – one of the biggest mistakes coaches make is doing Sas before they are clear on their niche and ideal client.  Just because you can help someone doesn’t mean that you should build a SA around it.  Ideally, SA will be in your niche so you can leverage your process and tools and not have to recreate the wheel to accommodate a different niche focusYou should build a biz dev strategy that is specific to BOTH your strengths and what resonates with your DIC.  There are thousands of biz dev strategies you could employ.  It should be something you AND your DIC are drawn to.  As an example, Social Media can provide dozens of different biz dev strategies, but if you personally don’t use or worse, dislike SM, then you shouldn’t use it as a primary strategy because it won’t be an energetic match and you won’t get the results of someone who really loves the genre.  And even the way you go about a strategy – say “speaking” which is a great strategy for many coaches,  may be different based on who you are and your strengths and what your DIC would be most drawn to.  
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1. If you are “niche-less” – use the “bottom up” questions to hone 

in on 1-3 niches to explore 

2. If you have a niche already, set up some interviews in your 

niche to further hone in on your sweet spot; build out your 

network; and develop an even better process, offering and 

toolkit. 

3. Sign up to get a free Interview Guide for your Niche Interviews 

and a copy of the PowerPoint from today’s session. Sign up at: 

http://broadviewcoaching.com/niche  

4. Sign up for a complimentary Business Breakthrough Session 

with Tara at: 

http://broadviewcoaching.com/businessbreakthrough 

 

Next Steps 

http://broadviewcoaching.com/niche
http://broadviewcoaching.com/businessbreakthrough
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What Questions 
Do You Have? 
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Tara Butler Floch 
tara@broadviewcoaching.com  
www.broadviewcoaching.com  

 
Thank-you! 

 
 

Stay In Touch! 

mailto:tara@broadviewcoaching.com
http://www.broadviewcoaching.com/
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