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 Part 1 Introduction Definitive Guide to Finding Your  Profitable Niche   Here’s Why Choosing A Profitable Niche Will Unlock The Next Level Of Success In Your Business  When you focus your business on the right niche, (one that is profitable): 
• Ideal clients seek you out, eager to work with you; 
• Your niche is something you become known as an expert for; 
• Your income increases because it’s easier to attract the right clients; 
• You get invited to speak for awesome audiences who want what you offer; 
• Marketing and growing your business becomes easy; 
• You get a lot more word-of-mouth and referrals.   “When you zero in on a niche, you become sought after by clients eager to work with you.”   
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 Dear friend, If you’re struggling with ‘finding your niche’ in your business...I’m hoping this guide can help. I want to let you know that struggling with your niche is very common. Most clients I meet struggle with “niching.” Often people choose a niche that sounds good, but just isn’t PROFITABLE (which means people aren’t paying much for your services). Or perhaps you’re just resisting having to make a choice. The problem is, when you don’t have a clearly defined niche...Everything in your business is difficult. It’s especially difficult to communicate what you do...which makes it really difficult for potential clients to say “yes” to paying for your services. Whether you’ve been in business for years or you’re new to business...when you take the time now to choose your niche wisely, it will pay you back immensely for years to come.  Meet Bill Baren As founder of Bill Baren Coaching, Bill has become known worldwide as a transformational business coach. Over 50,000 from 32 countries people have participated in Bill's online and live trainings. Bill's purpose is to help conscious business owners make more money with their gifts by enrolling all the clients they want so they can make the difference they are here to make. He is the creator of the Big Shift Experience, Premium Packages Success System, Get Clients in Your Backyard, the Teleseminar Enrollment System, Time Mastery Program, Reliable Revenue Success System, and Master of Enrollment.   
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 How I Discovered The Path To A Million Dollar Business By Finding My Niche  For the first years of my coaching business, I resisted having a niche like crazy.  I was coaching everyone I could on just about everything. But it was terribly difficult to market my business. Or to communicate exactly what I do. One day I got “niching religion” and decided to narrow my niche on one clear thing....and I believe that was the turning point that led to a multi-million dollar coaching business. You know, I really love doing a mile deep (and serving people deeply), rather than a mile wide (and doing a little bit of everything, but in a shallow way). See, when you become focused on a clear niche and a clear message… And you commit yourself to them… Then your website, your services, packages, your marketing, your public speaking, your webinars, your networking – literally everything you do will connect and speak to what your niche really wants. It’s much easier to tap into an already existing community of people who already want what you have to offer -- the very gifts you’re here on this planet to provide. 
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 Is It Possible To Pick the Wrong Niche? 
 Yes, it happens all the time. If you choose to focus on something that people aren’t willing to invest in, then no matter how hard you work, your business will never take off. However, there are thousands of niches where you can have a profitable business. You’ll increase your chances of picking a successful niche when you deeply research the problems that your audience wants to solve and the results they want to achieve. This guide will help you answer three fundamental questions: 

• Who are the people who need what I offer? 
• What results are people willing to pay for? 
• What problem will be solved for them if they hire me? When you discover the answers to questions like these you'll be able to discover the perfect niche to take your business to the next level.  “If you focus on a niche that people aren’t willing to invest in, your business will never take off.”    
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   Part 2  How To Find Your Niche  Accurately identifying and claiming your “tribe” (the people you serve) and then delivering a result to them they want is what it’s all about.  First, What is a Niche? Let me show you the 3 pieces you need to have when you are crafting your “niche statement” for your business: A Niche = (1) a particular target audience or tribe of people (2) with a specific, painful problem that they are willing to invest into resolving (3) and an ultimate result that they want to get more than anything else. When you’re working on your niche, you want to be sure to include all 3 of these pieces. Note that your niche can only be profitable if there’s a clear and compelling problem and ultimate result that your audience is willing to invest into. Here’s an example from one of our clients: “I work with new mothers (audience) who are struggling to lose the weight after childbirth (problem) to help them get back to their ideal weight and feel great about themselves (ultimate result).”   
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 Start By Focusing On An Urgent Problem or Result That People Want  I hear it all the time… “I don’t know which audience to focus on…” But what if you don’t have to actually worry so much about WHO? The truth is, finding the right niche for your business isn’t about looking at what audiences are out there and trying to pick one. It’s about discovering a need people are having and then offering them a solution to get that need cared for. That’s right… It’s about identifying urgent needs in the marketplace and building your business around that. The first step, really the most important step for any business owner, and it's vital not to skip over this step, is really to choose to focus on the urgent needs and results that a tribe of people are literally waiting for someone like you to come along to help them with.   “Identify unmet needs in the marketplace and build  your business around that.”  
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   My #1 Proven Method For Discovering a Profitable Niche: The “Niche Interview” The best way to understand the needs of your target audience is to ASK clients or potential clients. Sometimes you’ll be shocked to find out what they really care about! Here’s the biggest mistake many business owners make: it’s to assume they know their clients’ needs – with your expertise, you can sometimes overlook the basic concerns of “ordinary” people. So rather than guessing what your audience wants – ask them! Here’s the set of interview questions I developed over 5 years ago to make it really easy for you find out EXACTLY what your audience wants (and wants to invest into). How to Interview Members of Your Audience 
• Choose 6 people from your target audience (clients or prospective clients) and set up a time for an interview (or a free initial consultation). You can schedule one 15 or 20 minute consultation with an actual prospect or client per day, by phone or in person. 
• You can let them know that you’re doing research to better serve people like them and their opinion really matters to you. People love to help. 
• Ask questions and then just listen. Be sure to write down their specific words that relate to problems, pain, and emotions. You’ll want to use the exact language of ordinary people in your marketing. Do not rephrase their words into the technical jargon of your field, it will resonate less than the language your audience uses. When you’ve discovered the most pressing problems of your audience, this will be a catalyst for your business to grow. Because now you can go out into the world and offer your audience a specific solution to their most urgent problems (instead of what YOU think they want)!  



© Bill Baren Coaching Inc.  

 Interview Questions  Please tailor these questions to apply to the area you work in. Listen for emotional hot button words and write them down. The more tangible and specific, the better. 
• What’s your biggest fear or frustration in your life right now related  to ___________ (the problem area you work with, such as health)? 
• What worries you? What about this area keeps you up at night? 
• What are your biggest challenges? 
• What would you like to change / make different? 
• What’s the biggest result you want to have in this area? 
• What would help you achieve this result? 
• How much time would you invest into getting to this result? 
• How much money would you being willing to invest into that result? 
• What would you like to learn more about in this area? 
• Who do you consider to be an expert or authority in this area?    
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 How To Discover A Business Niche That Is Virtually Guaranteed To Succeed And Make You Happy  A successful niche is one that you have PASSION for, and it solves an urgent PROBLEM or PAIN, and there’s a significant group of PEOPLE who are willing to invest into have their problem or pain solved. If any of these 3 pieces is missing, then your choice of niche is going to hold your business back. Having a niche that is profitable is the foundation for EVERYTHING in your business. Answering and exploring the following questions will help you discover a successful niche:  PASSION (You) 
• What do you love to do? What areas are you passionate about? 
• What are you good at? What are your areas of knowledge or expertise? What skills have people paid you for in the past? 
• Which problems or results do you enjoy helping people with the most? What impact do you want to have in the world? 
• What ideas do you want to share? 
• What do you enjoy learning about?  PAIN (An Urgent Pain Or Problem That Many People Have) 
• Make a list of all the problems you help (or have helped) clients with. 
• What problems would your tribe pay the MOST to resolve or get rid of? 
• What primary emotions are people with these problems experiencing? 
• What results and outcomes would your tribe be willing to invest into getting? 
• Have you determined whether people are actually paying for these results? 
• If you could be well known for solving a particular type of problem, what  would it be?   
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 PEOPLE (Your Target Audience or Tribe) 

• What groups of people do you want to serve? 
• Are there particular places where your tribe hangs out or congregates? 
• Are there specific groups of people who often have the pains and problems mentioned above? 
• What groups or communities do you belong to? If you're a member of your own target audience, then you can understand what challenges they have and the results they want.   “When you commit to a niche, it becomes absolutely  effortless for you to attract clients.”    
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    Part 3  7 Characteristics of an Ideal Business Niche  These 7 questions will help you evaluate if you have a niche where you will be well compensated for your work.   The Niche Assessment Checklist  How “hot” is your niche? If you’ve already identified a niche you want to focus on, answering these 7 questions will help you evaluate if you have a niche where you will be well compensated for your work. NOTE: If you’re stuck and not sure what your niche is, come back to this page when you have done more work to discover your niche. Then you can evaluate the possible niche you’ve identified. 1. Are there particular places where your tribe hangs out or congregates? 2. Can you honestly say that you care, respect, and perhaps even love your tribe? 3. Do you know what result your tribe is willing to invest into getting? (for example, what results does your tribe currently invest into now?) 4. Are you passionate about delivering the result your tribe wants? 5. Do you want to be known for delivering that result? 6. Do you currently have the expertise or the desire to commit to being the best at delivering this result? 7. Can you identify other players who are creating successful businesses  marketing to that same tribe? (i.e. there are other people making a  good living solving the same problems you want to solve  for your tribe?)   
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 HOW TO USE THIS TOOL This seven point Niche Checklist will help you to determine whether you can actually be successful with your niche or not. Remember, your niche is not just your tribe. Your niche is the people you serve AND what you do for them. The way this works – there are seven questions, and you don’t get to go on to the next question until you have a yes to the previous question. The more yes’s you have the higher the likelihood of your success. With the first three questions, if you don’t get “yes” for all of them, it will be difficult to be successful. If you can a give a “yes” to Question #4 and 5, that significantly increases your chances of success. If you can answer “yes” to Question #6 and 7, then you’re going to rock it completely with your business. “Your niche is not just your tribe but the  people you serve AND what you do for them.”  GUIDE TO THE 7 QUESTIONS Question #1: Are there particular places where your tribe hangs out or congregates? If you cannot find a place where they hang out, you won't find a place for you to market your business, either. This could be online or offline. It could be at networking events, associations, or social networks like Facebook or Meetup.com. It could be a mass of people searching for a particular solution on Google. It can even be on other people’s newsletters. It’s also much easier if your tribe self-identifies itself easily. For example, women who want to find their soul mate.  
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 If you’re looking for a tribe and you think your tribe is women age 25 to 50, that’s not a tribe. Now, if you’re talking about new mothers who are having trouble adjusting to life after the first baby is born, that’s definitely a tribe. You can find where they hang out online. You can tap into an already existing community of new mothers. Now, only if you have answer of yes to this first question, do you get to move on to question #2.  Question #2: Can you honestly say that you care, respect, and perhaps even love your tribe? If you don’t have a genuine caring for your tribe – by that I mean not forced where you have to try to love them – you’ll lose your mojo for your business soon. You’re going to spend a lot of time with these people, so it’s important to pick a tribe that you actually care about. Sometimes we pick our niche, our tribe with our head rather than with our heart, so the heart has to be part of this equation. If you’ve got the answer to #1 and #2, you get to move onto question #3.  Question #3: Do you know what result your tribe is willing to invest into getting? (for example, what results does your tribe currently invest into now?) Now this is a BIG one! You need to provide a highly desirable result that your tribe is ready to invest into. Just because you picked a tribe doesn’t mean you have a niche! It’s even more important to be able to identify what result your tribe urgently wants. And your tribe needs to want it enough to want to pay for getting that result. Remember, it’s what your tribe WANTS (!), not what you think it needs. Until you get a yes to this question, you can't move on to #4. And if you’ve got the first three as “Yes”, you’re doing well.  
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 Question #4: Are you passionate about delivering the result your tribe wants? You need to be passionate about your tribe, but you also need to be passionate about the results that they want. Without this passion, you won’t have the energy to persevere in your business – you’ll be challenged to get out of bed every day to work on growing your business. For me, any time someone signs up for one of my training programs, I am jumping up and down, because I'm excited that they are going to get result I care about. And I know that's the way that I can make a difference in the world. If you get all the clients that you want as a result of working with me, guess what happens? I get to make a big difference, because there’s a ripple effect of how many people I can positively impact with the work that I’m doing.  Question #5: Do you want to be known for delivering that result? Can you see yourself being at a gathering of your tribe members where everyone is looking at you as the expert for delivering that result? You’re walking by and somebody says, “Oh yes, there’s so-an-so who does so-and-so.” Wow! By the way, that also means that you need to let go of being known for any other result. If you can say, “Yes, I want to be known for this,” then you get to move on to question #6.  Question #6: Do you currently have the expertise or the desire to commit to being the best at delivering this result? At this point, if you have all yeses… and you have the expertise already (and/or you know you can commit to continued mastery in what you do), then you have probably picked a great niche for yourself.    
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 Question #7: Can you identify other players who are creating successful businesses marketing to that same tribe? (i.e. there are other people making a good living solving the same problems you want to solve for your tribe?) This is the last one. Think of this as a bonus, because this can really take you from a good business to a huge business. If you can find other people who have built a successful business marketing to the same tribe, then your chances of success are even higher because your niche has already proven itself. It has a proven record of success. By the way, most people have an instinct to go in the opposite direction. “The more competition I have in an area or niche, the less likely I am to succeed.” But it’s actually the opposite. The more people that pave the way for you, the easier it will be for you to be successful. (One question you can ask yourself – is everyone who desires the result you offer being served? If not, there’s room for you too).         To wrap this up, take some time to work though the questions on this Niche Checklist, and you now have a way to see whether you can actually have a niche that will allow you to have a successful business in the long run. Once you have established your tribe, and you know what the ultimate result is that you help people with, the next step is to be able to create and market premium packages that helps your tribe get exactly what they want. 
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  Part 4  Determine Your Ultimate Result  Clients pay a premium for results. Everything in your business should revolve around the result you are providing to your niche.        What is the Ultimate Result You Can Deliver  That Will Take Your Business To The Next Level Of Success? Question for you: what’s the #1 thing your clients want? Answer: They want RESULTS. Results are everything in your business; it’s why clients come back week after week. Think about FedEx. They are known for one result – getting your package delivered overnight. And they had $35 billion in sales last year. If a company that large can focus on a result, so can you! So if you have a hard time describing what you do, then choose one main  result to focus on. What is the most urgent, #1 result your clients want?  If you focus on that, you can create a successful business. 
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  Fill in Your Ultimate Result here: The Ultimate Result My Clients Want Is     “What is the most urgent result your clients want? Focus on that.”  Ultimate Result Examples (That A Lot Of People Want)  
� Save enough money to have your retirement completely taken care of � Lose 20 pounds in 3 months 
� Look 10 years younger � Get a professional job that pays $100K or more 
� Get rid of back pain � Loving relationship with your teenage children 
� Find your soulmate � Get a basketball scholarship to your favorite college 
� Have twice as much energy � Sleep well every night 
� Migraine gone forever � Get all the clients you want 
� Rescue your relationship � Be debt-free  “Offer your audience a specific solution to their most urgent problems” 
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       The Ultimate Result Test: How To Make Sure Your Clients Will LOVE The Result You’re Offering Them How do you know if you have a successful Ultimate Result for your business, something your clients really want? Answer these questions, and see if your Ultimate Result passes the test. 1. Does it solve an urgent problem or pain that a lot of people have? If you were sitting at a café, conference or other venue where your audience gathers, would you hear people frequently talking about your ultimate result (using the same words you do)? 2. Does your result make someone feel a powerful emotion? 3. Is it tangible? Is it external? Can it be measured and seen? 4. Is your prospect proactively searching for solutions? Are they motivated enough by their pain or challenges to start looking for a solution? 5. Is your potential client willing to invest into your result? Are people in the marketplace already investing into your result? 6. Is it clear enough to pass the 9-year old test? If you tell it to a 9-year old and they can’t understand it, it’s too complicated.   
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   Part 5  Create An Irresistible Marketing Message  Learn how to immediately grab the attention of the people in your niche.           
 Don't Think of Marketing as Marketing  Even though I love marketing, I never think about it as marketing. This is how I do think about it: 

• How do I get to know the people in my niche I am meant to serve in a deep and intimate way? 
• What is it I can do to help my tribe in a way that I am going to enjoy and that will make a difference to them? 
• How can I teach and educate my tribe? 
• How can I talk about my work in a way that creates excitement?  
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 Marketing is not just, “How do I get people to hire me or buy my stuff?” Marketing is the ultimate act of service where I get to teach, inspire and share who I am with the world. What if you knew that you could freely give to as many people as possible because you knew that some of those people are going to be more than happy to hire you. Now your job becomes two-fold: to figure out what cool things you can share with people, and to share your message with people in a way that has people be excited, enthustistic and eager to learn more!  “Figure out what cool things you can share with people and find more and more people to share it with.”   How To Captivate Clients  And Grow Your List With An Irresistible Marketing Message  The first thing people always want to know about your business is “what do you do?” If you answer, “I’m a business coach,” or “I’m a consultant,” you can already see people’s eyes start to gloss over. Instead, the way to get people’s attention is by communicating what’s in it for them. That’s what makes your marketing message “irresistible.” And if you’ve already followed my 3 step formula for crafting your business niche, then creating your marketing message is easy! Just fill in the blanks on the next page.  
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  The Irresistible Marketing Message Formula   The Marketing Message Formula  I work with (target audience)   who have (challenge or problem)    I help them get (ultimate result or outcome)   For example, I recently worked with a client (successful case study)   
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        The 3 Key Elements Of Your Irresistible Marketing Message 1. Your Target Audience Start by indicating who you work with so that your prospect (and you) will know right away if what you offer is right for them. 2. Challenge/Problem You Solve If your client has a problem or challenge that you solve, their ears will perk up now! 3. Ultimate Result or Outcome (what happens when the problem is resolved) Offering a highly desirable result will catch the attention of people in your audience and they’ll be interested in finding out more about your services.  BONUS: Spice Up Your Marketing Message With A Successful Case Study What hooks your prospects is that you've produced similar results for others and they know you can do the same for them. Marketing Language Example: Health Coach “I work with new mothers (audience) who are struggling to lose the weight after childbirth (problem) to help them get back to their ideal weight and feel great about themselves (ultimate result).” For example, I recently worked with a new mom who was exhausted and had no time for exercise after giving birth to her baby boy. She was increasingly depressed about her body. She thought she had no time for exercise. Once I put her on my program, she was excited to see that the weight started to come off right away. She lost 5 lbs. in the first week. She was back to better shape than before she was pregnant in less than 3 months. 
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 Part 6  5 Big Myths Stopping You From  Choosing A Niche  Does the idea of committing to a niche make you cringe inside? Are you doing everything you can to resist deciding on a niche?   5 Big Myths Stopping You From Choosing A Niche Does the idea of committing to a niche make you cringe inside? Are you doing everything you can to resist deciding on a niche? Let me see if I can help. I’ve listed 5 of the biggest reasons below... see if any of these apply to you!  Myth #1: I Don't Want to Turn Away Potential Clients By Choosing a Niche And Narrowing My Audience One, when you narrow your focus, you get even more clients, because your services will be a better match for your target audience. And when you specialize in a niche, your clients are often higher-paying. Just as heart surgeons (who solve a specific problem) earn more than general practice doctors. Secondly, many of the people you feel you may be “turning away” are people you aren’t attracting now anyway because your message is too generic and vague. Lastly, by having a specific focus to your business, you’ll attract quite a few good clients who aren’t directly in your target audience. For example, we have a colleague who does physical therapy for athletes, and she attracts many non-athlete patients  because of the credibility she has in her niche.  
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 Myth #2: What If I Pick the Wrong Niche? Rather than spending months or years thinking about which niche would be best, it’s better to get started in a niche (even if it is the “wrong” niche), because the knowledge you’ll gain in the process will be extremely valuable in shifting to the “right” niche. There are thousands of niches where you can have a profitable business. You’ll increase your chances of picking a successful niche when you deeply research the problems that your audience wants to solve and the results they want to achieve, and determine what problems your niche audience is willing to invest into.  Myth #3: I Don't Have the Expertise to Serve Clients in My Niche Chances are, you already have a core skill set that people in your chosen niche will need. And when you focus on a niche, you can build your expertise and skills by learning even more about the specific needs and problems of your target audience. Your niche will value you even more as your services become even more targeted to what your audience REALLY wants. And you have more of an opportunity to be seen as an expert and to generate long-term referrals.  Myth #4: I Can't Afford to Lose Income In My Current Business While Pursuing a Niche Your business will grow faster when you focus on a niche. So you won’t have to lose income while pursuing clients with a niche strategy. By being more focused on a niche, you’ll actually increase your conversion rate and generate more word of mouth in your niche. And your marketing efforts will be more effective, since you’ll appeal more strongly to your niche with a targeted message that speaks to their needs. Choosing a niche will be just what you need to have your marketing efforts be more focused and effective at bringing clients (rather than marketing to the general public in a way that appeals to no one in particular).   
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 Myth #5: If I Focus On Problems, I Disempower My Clients Many business owners who are healers object to focusing on “problems”, because they want to focus on creating positive transformation. But here’s the big mistake that often happens in marketing – you offer what you think clients need, instead of what they actually want. For example, many health practitioners offer “vibrant, radiant health” (vague benefit), when clients may want to lose 10 pounds and look better in their clothes (specific problem). Here’s the thing: often times, clients are motivated to take action because they have a perceived problem or pain they want to get rid of. And once you start working with them to reduce the problem, then you have the opening to offer them your system for achieving greater possibilities and transformation in their lives.   
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 Part 7  Final Thoughts   Learn these 2 Important Secrets That Will Help You Succeed With Your Niche.   Are You Ready To Create A 6-Figure Business And Attract and Retain High-Paying Clients Doing What You Love? Here's the deal: I’ve seen too many talented and hard-working coaches and entrepreneurs finish inspired to build their business, only to find themselves struggling with a lack of clients and lack of income. Most of them end up frustrated, wishing someone would just "show them the plan that works" so they can make money doing what they love most -- helping people achieve greater success. 2 Secrets That Will Help You Succeed With Your Niche Secret #1: Clients Are Willing to Pay for RESULTS (no matter what the economy) Clients hire you because they have a result they want in their life or  business. (They want to lose weight, have more clients, make more  money, find their life partner, deal with a difficult relationship, etc). And who do clients turn to when they want high impact results?  Experts and specialists like you. When a client has a business  challenge, they will seek out someone with specialized  business coaching training. And similarly, if a client has  chronic health condition, the kind of person they will seek  out has health coaching training. 
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  Secret #2: Business Owners Who Specialize On Specific Results Are What Clients Are Looking For Clients are happy to PAY FOR specialized help so they can see rapid results in their life and in their business. One of the easiest, most proven ways to attract new clients, make more money and fulfill your desire to help others is to offer a specific system or program that gives you credibility as an expert in your niche.   
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 Go Forth And Niche!  Now that you’ve taken the first step to finding the right niche for your tribe, you’ll be able to start creating results for your clients that enable you to: 
• Charge higher fees and have an abundance of clients wanting to work with you. 
• Be seen as an expert in your niche, so that you attract clients more easily. 
• Create powerful results for your clients so they stay with you longer and enjoy referring new prospective clients to you. 
• Know exactly what to do when you're working with clients, because you're using a proven program/system for achieving results with them. 
• Create a steady stream income from clients each month so that you have peace of mind and a sense of fulfillment from doing what you love.    
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Address: 3601 San Pablo Avenue – Emeryville, CA 94608 E-Mail: wecare@billbaren.com Phone: 415-362-8502 


