
The Mindset of… 
NICHE MARKETING  

for fun and profit
A fun interactive 

Monday Mindset with 
Coach Donna Stott



JACK OF ALL TRADES, MASTER OF NONE…

“She’s a great all-around Agent”
Vs

“She is phenomenal with people moving to the last home they will likely ever own. It’s amazing the questions she 
asks that helps you pinpoint what is really important. You won’t make a mistake if you work with her on that.”

“He works all over town”
Vs

“No one knows Bridgeville like him. I’ve seen his sold signs on nearly every street in the neighborhood over the 
last few years and I’ve met him personally at several open houses, you’ve got to talk to him before listing your 

house there.”

He works 24/7 – 365 days – always available!
Vs

He works by appointment during normal business hours…  and is well worth the wait because of his expertise.



Having A 
Specific Niche 

Causes a lot 
more than JUST 

Ease In Your 
Business…



What is a niche…

Wikipedia defines a niche as the subset of the market on 
which a specific product is focusing. The market niche 
defines the product features aimed at satisfying specific 
market needs, as well as the price range, production 
quality and the demographics that is is intended to 
impact. It is also known as a “small market segment.”



BENEFITS OF 
HAVING THE 
RIGHT NICHE 

#1 You can build relationships 
much more quickly. 

When you speak to a niche, they hear you 
because you are speaking their language and 
directly to them. Everything you say can be 
directly related to THEM, so they feel special. 

“That isn’t for everyone, but it’s 
obviously for ME.”      



BENEFITS OF 
HAVING THE 
RIGHT NICHE 

#2 People like people who are like them. 

How easy is it to strike up a conversation with someone 
you have things in common with, or you know a lot 
about?

There is obvious connection that make 
building rapport straightforward and 
eliminates most awkwardness. If you run 
into someone at a party that is in your 
niche, you’d have to work HARD not  have 
rapport.  Note: That does not mean you’ve 
spoken once or emailed…. It’s that you’ve 
had several meaningful conversations over 
time.  



BENEFITS OF 
HAVING THE 
RIGHT NICHE 

#3 Having a niche allows you to 
target your marketing saving 
money and lowering waste. 

• If you primarily work one neighborhood 
for example, where do you mail?

• Where do you post?
• What do you blog about?
• Where do you hold open houses?
• Where do you knock doors?



BENEFITS OF 
HAVING THE 
RIGHT NICHE 

#4 Having a niche allows you to 
HYPER focus your social media and 
website efforts.

• Your website is all about your niche.
• Your social media page is all about your 

niche. 
• You can have a targeted YouTube, that will 

be watched. 
• Your Linked In can target all professionals in 

your niche.  
• You become a VOICE for your niche. Easily.



BENEFITS OF 
HAVING THE 
RIGHT NICHE 

#5 You can charge higher prices when 
you are THE REGOCNIZED Expert 

• Who do you think gets paid more on 
average… a general practitioner or an 
oncologist.  Yep, the specialist. 

• Who charges more, the corner mechanic or 
the BMW dealership service dept?  

It’s not that one service is better than the other 
necessarily… it’s that people are WILLING to 
pay a specialist more. HAPPY to pay more. 



Niching Causes You to be Perceived as 
an Expert

People actually want to work with EXPERTS.

Who here has not lost a listing - to another probably 
NOT AS GOOD agent - only because the other agent 
was considered an “expert in the neighborhood.”

Why fight that when you can BE the expert and 
eliminate OTHER COMPETITION with that. 



It’s harder to charge 
higher prices than the 
competition if you are 

not perceived as an 
Expert

Experts make more Money



Questions to ask when establishing your niche:
1. Do people in this niche have enough equity or cash to pay my fees?

2. Is the average commission income on a sale enough to both cover my expenses 

and create a profit?

3. Is this niche easy to find (especially important if niche is not a geographic 

area) and market to?

4. Is this a small enough niche to make an impact quickly as an expert?

5. Is someone else already a recognized expert I’d be competing with?



Questions to ask when establishing your niche:
6. What are my strengths?

7. What background do I have that could lead to a logical niche?

8. What area do I already have genuine expertise in, or I could create expertise 

quickly? 

9. How much money do I want to earn?

10. What % of market share in this niche would I need to make the money I want 

to earn?



Questions to ask when establishing your niche:
11. Where do I live or want to live?

12. How old am I compared to a niche I am considering?

13. Who have I worked with before that I really enjoyed?

14. What problems do the people in my niche have and am I capable of solving 

them? 

15. What socio-economic group do I best fit in or is my next level?



ARE YOU CONCIOUSLY 
CREATING NICHE THAT BEST 
SERVES YOU?



Your Coaching Matters Niche

Real Estate related small business 
owner/entrepreneurs, who would like to 

grow, change, or prepare to sell their 
businesses, and with a goal of at least 

$120,000 per year income.



Let’s look at a few other examples:

Niche: Parents of kids at ABC School
Not a Niche: The City of ABC

Niche: People in the Financial Profession
Not a Niche: People who are Professionals

Niche: Retirees within 8 miles of my office
Not a Niche: People over 45 years old

Niche: Bridgeville Subdivision of 1000
Not a Niche: Northwest Atlanta 

What do you notice about 
these?

Which are too specific/too 
general?

Time to breakout and discuss



Breakout Time

Breakout and Discuss what you notice 
about what IS and IS NOT a Niche.

Share with your Partners for 3 
minutes each. 

I’ll call time in the middle.



WHAT DID YOU NOTICE?
Example: 45 years and older is 1/3 of the entire population, not narrow enough~



THE KEY 
TO 
HIGHEST 
PROFITS

Finding the balance 
between too narrow 
and too broad a niche. 



If You Were Forced To Choose An 
EXTREMELY Narrow Niche… and you 
had to decide in 3 minutes…

What Would Be? 



Take a minute to close your eyes and 
imagine… the perfect business. Making 
the most income with the smallest 
number of people. You have so much 
business you turn down anyone who is 
not a good fit. 



Breakout Time

Breakout and Discuss
Share with your Partner for 1 minute 
each. What WOULD your VERY 
NARROW NICHE be?

I’ll call time in the middle.



WHO WANTS TO SHARE?
What is it like to imagine that business with ONLY your ideal client.



HOMEWORK

Part 1: Create an image… and Avatar if you will… of your ideal niche client. Remember, this won’t 
describe every client you have, just an ideal one.  Also remember no one OWNS a niche. So if someone 
else has one you want to copy, feel free J

What do they own?
What do they do?
Where do they live?
What socio-economic group do they belong to?
What are their fears?
What problems do they have you can solve?
What are their hopes and dreams that I can help with?
What beliefs do they hold about themselves and their homes/investments?

Part 2: What messages can you provide that will be meaningful to this person?


