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Who should tune out?  

People who do not like to: 

 Spend significant amount of time working on the computer 

 Interact with real live people only infrequently and over the phone 

Who I am and what got me started? 

I serve about eight different micro-niche markets -- from a market that teaches people how to make 
jewelry using Scrabble tiles to helping people improve their memory.  

 I've also coached more than 45 people through the micro-niche process and given folks ideas of the 
type of things around which they can build a business in the micro-niche space -- from beekeeping to 
Porsche owners to homeopathy, PCOS weight loss, chiropractics, cosmetic dentistry and so on. 

I built my business primarily selling information products -- books, CDs and courses -- on highly specific 
subjects that the general market would not be interested in. For example, I’ve offered a book on 
teaching your pug how to swim. Because pugs are terrible swimmers, this is a product that sells well in 
the micro-niche market of pug owners. 

There are riches in niches. I make anywhere from $3,000 to over $25,000 a month in the different micro-
niches I'm involved in. My clients make between a few thousand to well over six figures a month in their 
various micro-niches. 

A micro-niche site is a site built around a very narrow niche. 
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The reason micro-niches are such a good opportunity is that they are too small for the big boys out 
there. So for example, no big jewelry company is going to go into the Scrabble tile jewelry space because 
it's too small. It only makes $2,000 to $4,000 a month, but it is meaningful money to the small 
entrepreneur. Their insignificance to the big boys also means that you won't be competing with the 
sharpest marketers in the industry. 

Tip: When I first started, I didn't focus on how to make $100,000 or a million dollars a year. I 
focused on growing my different businesses $500 at a time. And I also attached each one to an 
expense. For example, I’d ask, “How can I pay my mortgage or my student loan with this?” Very 
quickly, I was able to pay those expenses and generate a profit. 

Critical elements that make you successful in the micro-niche business 

CHOOSE YOUR MARKET WISELY. There are three categories of subcultures from which to draw your 
micro-niche: Interest groups like beekeeping, industry groups like pest control operators, and mass 
market submarkets like weight loss for women who suffer from PCOS. 

 BE ON THE LOOKOUT FOR WHAT'S ALREADY SELLING. There's a saying "Pioneers get 
slaughtered and settlers get rich." You want to be a settler. Don't try to sell something that's 
never been sold before.  

 

 THINK INCH-WIDE AND MILE-DEEP. Don't go broad. For example, don’t go from teaching 
Scrabble tile jewelry to teaching people how to make other kinds of jewelry. Instead, teach 
them how to make Scrabble tile jewelry first with scrapbooking paper, then custom photos 
and other types of materials.  

SELL TO YOUR MARKET WISELY. One of the biggest mistakes that people do is that they undervalue 
their existing customers and forget that the easiest people to sell to are the customers you already have. 
So the key is to have many things you can sell to one customer. 

 SURVEY AND SELL. Ask your market what they want to know. Run surveys. You can judge 
the likelihood of a responder buying from you by the length of their response. Focus on 
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hyper-responsive prospects' responses and build your product creation, marketing and 
advertising around their responses, concerns, challenges. 

 
 CREATE INFO PRODUCTS. There's a couple of ways you can offer these. First, find someone 

who's already created a product, and offer to license it in exchange for royalties or sell it for 
a commission split. Second, you can create your own thing. One of the fastest and easiest 
ways to do this is to recruit one or more experts on your topic, interview them and convert 
their input into a book, cheat sheet or quick start guide. When you build a product like this, 
you can keep 100 percent of the revenue, give contributors exposure in your community 
and get exposure and traffic from their communities. 

Mistakes you would never do again 

RELY ON ONE ADVERTISING CHANNEL. Google AdWords has evolved over the years and it's become a 
little more difficult to succeed with it. Never be dependent on only one specific advertising channel. 

HUSTLE FOR JOINT-VENTURE TRAFFIC ONLY. I used to get on the phone to negotiate with joint-venture 
partners on a one-time sale. If you’re selling a one-time product, promote it also on a site that sends you 
recurring traffic, 24/7. If you hustle for joint-venture traffic, send them a recurring product that earns 
you money every single month. Ideally, you create a world with both components -- recurring traffic and 
recurring income. 

What to remember about the micro-niche model 

Think inch wide and mile deep, and sell more and more and more stuff to your existing customers. 

To learn more 

Visit my website at RyanLevesque.net. Even if the coaching program is closed, sign up anyway to receive 
solid micro-niche marketing tips.  

http://www.ryanlevesque.net/

