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 Who do you really, really want to work with? 

"Success is not final; failure is not fatal It is the courage to continue that counts." 

Winston Churchill 

 

Great reasons to narrow your Focus 
I know… it’s a bit nerve-wracking to hear that you may not want to market to the whole world. It 

feels so limiting, right? All our fears pop out about not having enough clients! 

Here are a few simple truths about choosing a narrower focus or niche.  

What is a niche? 
First, let’s get clear on what a “niche” is.  

It’s an area we choose to specialise in and become an authority on. We can focus on a specific 

demographic (where people live), age, gender, profession, problem or complaint. We focus on a 

specific group of people who want a solution with a specific a problem. You want to position yourself 

as the go-to person for this problem. It helps you with marketing, formulating your message and 

talking in the language that your ideal clients use to describe their problem. That means when they 

see this message in your communication (website, newsletter, Facebook, Twitter or speaking), they 

perk up and say “This person gets me!” 

So…. Who is the group of people you claim to work with, and what problem do they need to solve? 

To be effective in marketing, and with our business, we need to find out what the burning question 

problem is that keeps them up at night. If we have a solution for their problem, they’ll want to hear 

about it! 

 

Why is having a niche important? 
 You want to establish yourself as and authority in a particular problem and solution. 

 You want to stand out as an EFT practitioner. Thousands of other EFT (or other health 

practitioners) claim to be “health and wellness coaches” or that they can help people live 

happier, more meaningful, and fulfilling lives. In the noise of thousands of people with that 

message, you’ll never stand out in the market place. 

 You want to succeed with a successful business! You want to connect with people quickly 

who need your service. They need to recognize and know that you understand them. They 

need to feel heard - they want to know you're going to be the best person for THEIR 

problem. The only way they'll know it is if all your communication (website, social media, 

newsletters) are geared towards their problem and that you have a solution. They don’t 

want to come to "I work with everything" coach. They want to come to a person who gets 

them, and who knows what it feels like in their shoes! 

 For Google search engine optimization, you want the “problem” and “solution” language on 

your website! 
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When is it appropriate to say I'm an EFT Coach?  
Or any other version such as “Quantum-Touch Practitioner” or “Reiki Master”.  

It’s actually mostly not appropriate to lead with that sentence! Most people at network meetings (or 

any other meetings) do not have a clue what “EFT” or most other healing modalities are. The minute 

you bring your modality into the picture, you open a can of worms. Now people need to ask what 

that is, what that means, it may bring up all their limiting beliefs about what can and can’t work…. 

And you may pass up the opportunity to be of service to a person in huge need. 

One of the only places where it could possibly be well received is at a meet up or network event 

where everybody in the group is an alternative health care professional! Not even here is it the best 

way to say I'm an EFT coach. It’s certainly not the quickest way to get business – because there may 

be 10 EFT Practitioners in the room. How will you possibly stand out?  

The day that most people in the world know what EFT is, it’ll be safe to lead a conversation with “I'm 

an EFT practitioner”. Until then, you're not doing yourself a favour.  

We need clients to have a business. Let’s get clear on your niche (the people you want to help solve 

a particular problem) and use THOSE words when people say "What do you do?" 

 

Let’s make a start! 
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Exercise1: Discover your Niche 
 

Step #1: Your Business Needs  

 Why am I in business, truly? 

 What is most important to me in my life? 

 I want to have certain things and experiences, but what is the larger purpose of my 

business?  

Step #2: What do I LOVE? 

 Which kinds of clients really energize me? 

 What do I love doing? 

 What energizes me? 

 What am I passionate about? 

 Who in particular am I really good with? 

 What articles do I read?  

 What books?  

 What really interests me? 

 What do I take a stand for, or what do I WANT to take a stand for? 

 Step #3: What am I GOOD with? 

If you get stuck here, you may want to look back to the answers some of your friends gave you in the 

confidence building exercise. 

 Who in particular am I really good with? 

 What in particular am I really good with? 

 What natural talents do I have? 

 What skills have I learned, that I’m good with? 

Step #4: What are their Problems? 

Look at some of the previous answers. 

 What problems do these people have? 

 What really keeps them up at night? 

 How do they feel?  

 What can’t they do as a result of this problem? 

 What qualifies me to help them with this problem? 

 Why can I let them feel heard with this? 

Step #5: What do People pay for? 

 What kind of requests do I get from people (The might say “You should teach that!”) 

 What requests do current clients have? 

 What do others offer that you're also drawn to? 

 What do you want to take a stand for? 

 What things do other people in your field get paid to do? 
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Step #6: What is the intersection between what I love, what I’m good with, and what 

people will pay for? 
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Exercise 2: Clear the Fears 
It’s so normal that some fears may have popped up for you around narrowing your focus. Here are 

the most common fears with a reframe or two. Spend a bit of time tapping for the fear so you can 

move forward with your niche, find clients who need help and enjoy the journey! 

Fear # 1: I’ll choose the wrong one! 

It’s a big one for most people. Patsy Perfectionist will try to tell us that we need to pick ‘the one right 

one’ from the start and stick with it forever.  

Not so. We can change after we discover whether it works for us or not. We need to start 

somewhere else and grow with it. You don’t have to stay with this niche forever.  

Tapping points: Go back to the times you felt you made a “wrong” or “bad” decision, and tap so you 

no longer feel any charge about those events.  

Fear #2: I’ll be bored! 

We think when we narrow our marketing message down to one problem, we’ll work with the same 

thing over and over.  

Not so. Every person is unique, and for every single person the reasons they have those problems 

are totally different. Every person’s childhood is different. Every person will bring different events to 

clear, different angles to the problem. So much is hidden behind the scenes and you’ll always need 

to dive deep underneath the surface of the apparent problem. 

Tapping points: Tap for the fear of being bored, or times in your life that you were indeed bored with 

a subject or job. We’re not changing your personality – we’re only minimizing a possible limit to 

finding your profitable niche. 

Fear #3: This niche is too small! 

We fear our niche is too small and we’ll only have a few people to work with. We’re afraid about the 

millions of people who suddenly won’t choose us anymore.  

Drop this one. The truth is, some niches will not want to pay you or won’t be able to pay. Be clear on 

those ones and if you want to be in business, don’t choose them.  

Look at niches who will pay you and there is no such thing as being too small. People even make 

money with “micro-niches”. There are enough people on the planet and there is a group of people 

who want your solution, and you. The smaller and more specialised your niche, the more you can 

charge! 

Tapping points: Go back to events where you felt “left out” or “you didn’t benefit” or “there wasn’t 

enough for you” or anything similar.  

Fear # 4: I’m still struggling with this problem myself! 

You might feel like you’ll be a fraud if you attempt to help anyone else while you still have this 

problem, or parts of this problem.  



7 

© 2014 Mastery Circle  www.savvyselfgrowth.com 

The remedy:  

 Find a very unique angle that people really want help with. For instance if you’re a weight 

loss coach, perhaps specialise in weight loss for a wedding day.  

 The benefit is that you have your finger on the pulse of what your clients are struggling with! 

You truly “get” them and their struggle, what they feel like and what they think. Make the 

most of this opportunity by writing in your journal, writing blog posts, and get it out there so 

that your ideal clients will be able to identify with you! 

Tapping points: Find all the places and events where you were told, or got the message you need to 

be perfect.  

 

Getting Stuck? 

A quick word if you’re getting stuck. Remember this is a process. Let’s rather start somewhere, than 

getting stuck in the niche forever. Guess what… I was stuck on this point for years! And it didn’t 

move me forward. I was petrified to choose the wrong one. It’s very unpleasant to be stuck and 

certainly doesn’t make any money.  

You can refine your niche later. For now you can always START with something, get experience with 

clients (which looks really great in the form of testimonials and referrals!) and get more specific as 

you go along and discover what works better.  

It’s a process, a journey. And while you’re refining your niche, it doesn’t mean that you can’t work 

with anyone else. If someone else contacts you because they heard from a friend, or they found you 

some other way, you can absolutely work with them and assist them to solve their problem with 

your skills. Sometimes a niche finds us, not the other way around – so be open to people showing 

you what your niche could be!  

Well done with the wonderful work you’re doing! 


