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Advanced Industries Niche

Source: The Brookings Institution, Feb 2015

Industries that conduct large amounts of R&D and employ a disproportionate 
share of STEM workers (Science, Technology, Engineering & Math)
• Pharmaceutical
• Aerospace
• Energy
• 3‐D printing
• Telecommunications
• Software design
• Data processing
• More…
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Faith‐Based Investing

Source: Amazon, May 2014

Source: Peabody Gazette, March 2014



Develop Your Niche Expertise



Immerse Yourself in Your Niche



Get Current on Niche Media



• Connect on LinkedIn
• Review connections 
• Review connections' connections
• Review LinkedIn Groups
• Search LinkedIn for niche prospects
• Follow niche leaders on Twitter, 

Pinterest, Instagram

Connect on Niche Social Media



Conduct 10 Information Interviews

• Your best clients in the niche
• Niche experts
• Niche leaders
• Centers of influence
• Well‐connected prospects



Look for Trigger Events

• Layoffs
• Early retirement
• Life events
• Higher taxes
• Inheritance
• Benefit events
• Sale of business



Identify Issues & Pain Points
• Dentists: “Tied to the chair”

• Doctors: “Taking calls”

• Retirees: “Rising taxes; inflation”

• CPAs (divorce): “Opt‐out spouse”

• Business owners: "Valuation"

• Airline pilots: “Mandatory retirement”

Niche Pain 
Points & 
Solutions



Pain Points Discovered

Phil



Determine Your Solution

Get Your 
Bucket 

Strategy 
Here!



Solutions

Joe



Solutions

Jay



Guess the Niche?



Choose Your Expertise

David

Bennett

Mark



‘SWOT’ Your Market
Strengths (Internal)

Competitive advantages
Unique selling points
Supporting resources

Reach/ Distribution/Awareness
Price/Value/Quality

Designations/Education

Weaknesses (Internal)
Competitive disadvantages

Lack of resources
Reputation/Vulnerabilities

Financials
Service issues

Opportunities (External)
Market developments

Competitor vulnerabilities
Demographics/Trends

COIs/Prospects
Usage

Product awareness
Price

Threats (External)
Market developments

Regulations
Competition/Competitive products

Usage
Demographics/Trends

Price
Sales cycle

SWOT 
Matrix



Marketing Plan

1. Set "Hard Goal"
2. Define Ideal Niche Client
3. Create Positioning Statement
4. Choose Marketing Channels
5. Build Niche Lists 



Your "Hard" Goal

Set one measurable goal for the next 12 months 
• What's your overall business goal? 
• Growth goal?
• How many clients are we talking about?



Sample Hard Goals
• Add 16 new clients 
• 20 new clients with average $500k to invest
• Increase fee‐business to 60% of AUM
• $2M average account size  
• Acquire 10 new clients aged 40‐50
• Build marketing list of 1200 names
• Build a COI list of at least 25 names
• Increase AUM by $50‐75 million



Identify Your Ideal Niche Client

Demographics Values & 
Motivations

Emotional 
Connection

Social Connections

Net Worth & 
Assets

Needs & 
Challenges



Create a Positioning Statement
Dude, I need a 
retirement plan! DUDE! I'm a 

retirement 
specialist!!

Whoa!!

Whoa!!



Elements of a Positioning Statement

• Who you are
• What business you are in
• Who your ideal client is
• The pain you solve
• The outcome you offer
• What makes you different
• An emotional connection

Positioning 
Statement 
Worksheet



We provide [benefit,] [benefit,] and 
[benefit] for our [target market] so they can 

[satisfy desire].

Simple Positioning Template



Wealth Capital Management provides a team of 
experts who can assist senior executives in

creating income plans andmanaging liabilities 
so they can grow their assets before and during 

retirement.

Simple Positioning Example



For [target market] who [client's
need/opportunity], [firm name] is a 
[product/service/expertise] that [key 

benefit/compelling reason to buy]. Unlike 
[primary competitor], our product/service is 

[primary differentiation].

Robust Positioning Template



For professional women managing multiple retirement and 
investment accounts, Wealth Capital Management is a 
retirement income specialist that can help design and 

manage a tax efficient income plan that can systematically 
fund our clients' retirement years. Unlike larger financial 
firms, our strategies are custom‐fitted to each woman's 

unique goals and family situation.

Robust Positioning Example



Choose Marketing Channels



What Works for Your Niche?



Build Your Niche Lists



Worksheets



Compile List of Pain Points



Write Ideal Niche Client Profile



Draft Positioning Statement



Niche Marketing Plan



Coaching Call

A 7 a.m. workshop for 
working Moms?
Uh, let's think this 

through…

You MUST complete 
at least ONE

assignment from 
Session 1 for the call!



Next Session – June 11th!

• Develop COI Referral 
Strategy

• Develop a Niche Referral 
Guide

• Create your first niche 
campaign

• Other marketing  ideas

Create niche COI Referral Guide

COI Communication Schedule

Build client Niche Referral Guide

Create a List of Services

Create a Niche Resource Guide & 
Market It on LinkedIn

For COIs

For clients & prospects



Questions?

Email richniche@horsesmouth.com


