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YEAR 1: ESTABLISH

• Define your niche
• Tailor your services
• Refine your brand 

and messaging

YEAR 2: ELEVATE

• Specialize marketing
• Deepen your expertise
• Keep telling your story

YEAR 3: ENHANCE

• Continue brand-building
• Refine your focus 

and marketing… go deeper

IT’S A 3-YEAR PLAN



How do I really MARKET TO MY NICHE?

Go where your niche is: build a simple “get started” plan

Change your brand and messaging to reinforce your niche

Make sure your conversation & content is targeted to your niche, not general

Target only  
niche firms

No exceptions, know how best to help

REFERRAL 
RELATIONSHIPS 

WITH COIs

ACQUISITIONBUILDING 
BRAND & 

CREDIBILITY

PERSONAL 
INTERESTS 

NETWORKING

CLIENT 
REFERRALS



Which generates 
ideal clients?
GENERAL MARKETING
BROAD / GENERAL MESSAGE

o Shred It Party 
o JP Morgan’s Guide to the Markets

NICHE-FOCUSED MARKETING
ATTENDEES / TOPIC SPECIFIC TO TARGET

o Utilizing Your Practice as a Conduit for Cash Flow 
o Speaking at Industry Events
o Q1 Googler Pain Points



How to Save with Discipline

Election 2020

FOMC Raises Rates

Avoid Making These 7 
Financial Assumptions

GENERALIST BLOG SPECIALIST BLOG

The Secret Weapon of High-Powered 
Women

5 Reasons I Don’t like SIMPLE 
IRAs for Optometry Practices

Mid-Life Women and Career 
Burn-Out or When Can I Retire?

PPP Flex Act & Forgiveness: 
Strategies and Highlight for 

Optometrists

Are you speaking to
SOMEONE

or
EVERYONE?



Don’t overcomplicate it.



KNOW AND DO

KNOW YOUR 
NUMBERS

o What’s your goal?
o How many new clients 

do you need? 

KNOW YOUR 
NICHE’S WORLD

o Do your homework 
o Know their language
o Change your 

conversation

DO SAME STUFF AS 
BEFORE…BUT FOCUS

o Start focused marketing 
activities

o Develop strategy for  
non-niche clients



Choose Your Own Adventure

Lighthouse OR Answering the phoneOR Beach



Know Your

NICHE
Do you know in-depth the issues that your niche faces?

• Work / industry issues
• Financial challenges
• What keeps them awake at night?

No? Then do some research.
• Professional associations
• Interview thought leaders
• Interview ideal clients 

Yes? Look for ways to provide services & educational 
content supporting those needs.



Share your new niche with existing clients and COIs

Determine how to handle non-ideal referrals

Refine and refocus your marketing

Stop taking clients outside your niche 

GET TO WORK
IDENTIFY CLIENTS THAT NEED TO BE TRANSITIONED AND ESTABLISH TIMELINE



GET
FOCUSED

BURN THE SHIPS
OLD IS OUT, NEW IS IN

Marketing 100% to your niche

Taking on only niche clients

Committing a brand to your niche

Quicker transition of non-ideal clients

STEADY TRANSITION
MAKE NEW FRIENDS, BUT KEEP THE OLD

Narrow marketing / niche campaign

Narrowing prospect profile 

Broader brand with specialties

Transition out non-ideal clients over time 



APPLY ACT

• Use the Ideal Client Profile and Top 
Client Niche Inventory to get clear 
on your niche’s needs and language

• Use your Marketing Action Playbook 
and Client Interview Guide to refine 
and refocus your marketing

• Share your new niche with existing 
clients and COIs

• Determine how to handle non-ideal 
referrals

• Stop taking clients outside your niche 

• Find Your Yellow Tux: How to Be Successful 
by Standing Out, Jesse Cole

• Stop Asking for Referrals, Stephen Wershing
• Why It’s Easier to Market to a Financial 

Adviser Niche, Michael Kitces
• The Power of Practice Management: Best 

Practices for Building a Better Advisory 
Business, Stephanie Bogan

WATCH & 
READ
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