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“If everybody is doing it one way, there’s a good  
chance you can find your niche by going exactly in  
the opposite direction.”
-Sam Walton 
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We’ve all heard that the key to 
exponential success as a business 
owner is finding your niche within 
your industry. Many people never 
push themselves to niche because 
they have a hard time getting past the 
fact that niching will likely require 
turning down work.  Fear of loss of 
clients can be crippling and keeps 
many creatives in a holding pattern 
that will never allow them to rise 
above their competition.  For others, 
they just don’t know exactly HOW 
to go about finding their niche (or 
they think that they have one but it’s 
not working) and it is that group of 
people that I want to address right 
now.

I want to give you a simple but 
possibly game changing way to define 
your niche. 

 The goal is that when a potential 
client goes looking for a particular 
product or service, you are the first 

and only name they think of.  I 
learned the following mind blowing 
way of thinking from successful 
internet marketer Ryan Lee who 
contributes regularly to Entrepreneur 
Magazine.  What I am about to share 
with you is possibly one of the most 
game-changing strategies I have ever 
implemented in my business.  

Are you ready?

In order to establish a true niche in 
your industry you need to go at least 
3 layers deep in your specialization. 
Three is the minimum.  In general, 
the more you drill down your specific 
offering and target audience the more 
potential you have for exponential 
business growth.  Let me give you an 
example.

Layer 1: Suzie is a Photographer

Layer 2: Suzie is a Portrait 
Photographer

Layer 3: Suzie is a Portrait 
Photographer Specializing in 
Children between the ages of 2 and 
10.

Alright...not bad...but were not at the 
“special sauce” yet.

Layer 4: Suzie is a portrait 
photographer who specializes in 
special needs children between the 
ages of 2-10.

BAM.  That layer, my friends, is 
where the magic happens.  Childrens 
portrait photographers are a dime a 
dozen. But when mom-of-3 Marissa 
is talking to her friend Taryn on the 
playground about her frustration 
with past portrait photographers who 
don’t understand how to work with 
and photograph her special needs 
son Luke; Taryn (who doesn’t even 
have a special needs son herself ) 
recalls hearing about this amazing 
photographer who specializes in 
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just that and passes on her name to 
Marissa.

I will add a side note here that I fully 
believe that your niche should have 
everything to do with your unique 
story and passions as an individual. 
So, in this case, let’s say portrait 
photographer Suzie grew up with a 
younger brother with severe Autism 
and has a special understanding of 
and passion for special needs kids 
that she thought was irrelevant to her 
passion as a photographer.

Let’s look at one more example.

Layer 1: Sarah is a graphic designer

Layer 2: Sarah is a graphic designer 
who does “brand design”

Layer 3: Sarah is a graphic designer 
who does brand design who 
specializes exclusively in designing 
stunning collateral marketing pieces

Ok...not bad...already deeper than 
most of the graphic designers you 
know?  But it can get even better!

Layer 4: Sarah is a graphic 
designer who does brand design 
and specializes in killer collateral 
marketing pieces made out of wood.

Wait, what?

It turns out, Sarah’s dad was a 
carpenter and as a kid she used to 
take the scraps and shavings of wood 
from her dad’s shop and burn designs 
onto them that she would sketch 
out by hand. Now she is completely 
innovating in the market with 
everything from exclusively designed 
paper thin wooden business cards and 
gift boxes to custom store signage.  
And when the new hipster coffee 
joint opens downtown and wants to 

lead out with an earthy hand-crafted 
vibe they know exactly who they are 
going to call to create something 
magical for their brand because they 
remembered seeing her work two 
years prior long before they ever had 
need for it.

So now it’s your turn. All it takes is 
5 minutes and a scrap piece of paper.  
What are your layers and how deep 
and authentic can you get?  Once you 
figure it out never look back friends! 
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When I started my business a little 
under 4 years ago, I very quickly 
learned the importance of attracting 
my ideal client. What is an ideal 
client, you may be wondering? A lot 
of business owners think that an ‘ideal 
client’ is one who loves your work and 
is willing to pay whatever amount 
that you charge. Wrong. Every single 
client that hires us loves our work and 
pays our prices – and we know that 
not all of them have been our ideal 
client. Can I get an amen? Let’s first 
set the foundation for the tips that 
I’m going to share today with my 
definition of an ideal client.

“Your ideal client is one who not only 
loves your work and is willing to pay 
for it, but also has characteristics that 
allow you to showcase your best work 
& leave you both happy once your 
working relationship is complete.”

Now that we have the definition of 
an ideal client established, how then 

do we setup our businesses in order 
to attract them? I’m here to share 
with you 5 tips that will help you 
work towards building a business that 
will leave your ideal clients running 
towards your services instead of away, 
and also leave them wanting to share 
your businesses with other potential 
ideal clients after the job is done! 
Let’s hit it!

1. KNOW YOUR IDEAL 
CLIENT 

I know that this may seem 
elementary, but as mentioned above, 
a lot of businesses assumed that their 
ideal client is simply anyone who 
is willing to pay – which is hugely 
misguided. Clients may be willing to 
pay your prices, but if by the end of 
the relationship you both (or perhaps 
just you) are miserable, angry and full 
of regret – this is not your ideal client. 

Just because they are willing to pay, 
does not mean that they will allow 
you to showcase your best work and 
you both are compatible and able to 
work well together. Here is the step 
that a lot of us miss – do the research, 
find out who they are, what they like, 
where they shop, what aesthetic they 
are looking for, and what exactly they 
are looking for in whatever service it 
is that you are offering!

2. ALIGN YOUR BRAND WITH  
THEIR DESIRES

Once you understand who they are 
and what it is that they are looking 
for in the services that you offer, then 
you can begin to make changes in 
your advertisements (portfolio, blog 
posts, service offerings, etc.) to bring 
what they want to the forefront. If 
your ideal clients enjoy a classic, 
luxurious feel instead of a rustic 

3 STEPS FOR ATTRACTING YOUR  
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atmosphere, then dig through your 
portfolio and pull all of those photos 
to the front of your website and leave 
the rest behind. You may think that 
a low amount of versatility may hurt 
you, but in actuality – I have learned 
that the motto ‘quality over quantity’ 
reigns supreme. While I don’t 
recommend that you have 1 piece of 
work scrolling through the entirety 
of your website, I will stand firm and 
say that two to three solid jobs that 
scream your ideal client will go much 
further than 50 all-over-the-place 
ones. This doesn’t just go for your 
website, this goes along with your 
online presence, the posts that you 
share on social media, your favorites 
page, how you present yourself at 
networking events, etc. Your ideal 
clients may not even be present, but 
connections to them will which 
could possibly lead to a referral and, 
ultimately, an inquiry!  

3. LOVE YOUR IDEAL 
CLIENTS HARD! 

What is the most successful way of 
ensuring that you are able to work 
with your ideal clients time and time 
again? By ensuring that when you are 
able to work with them, that you go 
above and beyond and treat them like 
royalty. There’s no better way to get 
your ideal clients to tell her friends 
and family (which are also most likely 
ideal clients, too!) about you and your 
work than to give them something 
to rave about! I love gifting my ideal 
clients with special things throughout 
our time working together including 
an initial welcome gift, snail mail, lots 
of hugs, and more! Most importantly, 
ensuring that, as their wedding 
planner, that they are continually at 
ease and that I am doing everything 

Photos by Andrea Pesche Photography

in my power to make sure that their 
planning experience is a positive one 
and one that they’ll enjoy reminiscing 
about years from now! Now that’s not 
to say that I treat my less-than-ideal 
clients with any less care, however, 
let’s be real and say that on those days 
when I am just near tears from how 
much of a misfit those clients and 
I are – I am not encouraged to do 
anything that may encourage them to 
send more less-than-ideal clients my 
way. I’m just not!

I hope that these tips seriously make 
you rethink how you are presenting 
your business to the world, including 
your ideal clients! And remember, it’s 
okay to not appease to everyone – in 
doing so, you are attracting your true 
ideal clients, and reflecting everyone 
else – which is perfectly okay and 

will save you tons of heartache and 
tears down the road! Allow your ideal 
clients to build you up and energize 
you for the next one – not break you 
down and leave you with little/no 
energy for you or your loved ones! 

Thank you Rising Tide Society for, 
once again, allowing me to share 
with all of our pretty cool members – 
here’s to 2016 and attracting our ideal 
clients!



“I don’t skate to where the 
puck is; I skate to where the 
puck is going to be.”  
—Wayne Gretsky

We have now entered into the 
Brilliance Age, when a culture of 
invention is created by the individual 
imagination. In this transformative 
period in history, people across 
the planet are opting out of the 
stale pockets of conformity and 
transitioning to greener pastures of 
divergent living. The Brilliance Age 
is about the end of doing more of the 
same and shifting into your brilliance. 

Shifting your brilliance and seeing 
differently require a sharp sense of 
focus. 

Focus is the ability to identify an 
important goal or vision and to 
channel your efforts toward specific 
actions that support achieving that 
goal or vision. It’s like turning on the 
high beams when driving in the dark 
or turning on a spotlight to focus on 
what really drives performance. 

David Evans, author of Dare to Be 
a Man, says, “Your goals choose your 
actions, decisions, relationships, 
leaders, teachers, and mentors.” 
Without focused thought and energy 
put toward a well-defined vision, you 
have little chance of seeing anything 
of value come to fruition.

When you set new goals or create a 
new vision for your life, your focus 
is typically clear at the onset. But 
over time, that focus and your energy 
can become scattered. No matter 
what role you play, whether in your 
personal or professional setting, all 
day you are bombarded with multiple 
messages, competing priorities, 
and pressing issues that need your 
undivided attention. Life has gotten 
complex, and it takes a clear line of 
sight to stay on course.

It may be time to turn up your high 
beams to increase your capacity to 
focus. It’s easy to lose sight or become 
distracted thinking about all the 
things you could or should be doing. 
Learning to focus on the important 
items will move you toward your 
vision.

Shifting effectively requires focusing 
on the right things at the right 
time. All too often, we allow people, 
circumstances, and events to distort 
our perspective and our vision. What 
actions do you need to take to get 
back on track to where you want to 
go, who you want to become, and 
what you want to do? 

Try the following strategies to 
sharpen your focus:

Work to reduce or eliminate disruptions.

 

Use good personal organization and time 
management skills.

Commit to directing your energy at key 
targets.

Ensure all activities are aligned with 
desired results.

Devote the majority of time to the top 
20% of the priority list. 

Stay fully alert.

Eliminate waste.

Show the power of resistance: learn to 
say no.

Anticipate surprises.

Beware of the dangers of multitasking.

Hone your discerning skills.

Improve your self-discipline.

Become familiar with your personal 
concentration threshold.

As we move further into the 
Brilliance Age, move away from old 
habits and modes of thinking, and 
work to sharpen your focus on the 
behaviors and thought processes that 
will allow you to shift into your own 
brilliance.

STRATEGIES FOR SHARPENING YOUR 
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FOR MORE, YOU CAN 

VISIT SIMON ONLINE,  

OR GRAB A COPY OF 

HIS NEW BOOK! 

http://simontbailey.com/
http://www.amazon.com/Shift-Your-Brilliance-Harness-Power/dp/0768404576/ref=sr_1_1?ie=UTF8&qid=1453824955&sr=8-1&keywords=simon+t+bailey


You may or may not have an ideal 
client profile (some people call it an 
avatar). If you’re new in business but 
you aren’t sure how to do all that, it’s 
my job  to describe why and, more 
importantly, how you should do it. 
If you  already created an avatar, stay 
put and read on. If you’re not getting 
the number or quality of clients who 
gladly hand over money for your 
product or service, take a good hard 
look at the info I’m explaining below!

THE CLIENT CLARITY 

METHODOLOGY

Step 1: YOU

You’re trying to figure out who your 
ideal client is but the first step in 
identifying your ideal client starts 
with you. I know... it feels a bit 
strange but this is where you get 
honest with yourself and identify your 
value proposition. In corporate speak, 
it means finding the thing that sets 
you apart in your market. Without 
digging deep in this step, you’ll just 
look like everybody else because you 
don’t have a strong foundation to 
stand on. 

Think about these questions for you:

Who are you? The parts of you that have 
something to do with your work.

What do you care about?

What are your values?

What part of your journey is unique?

What can people learn from you?

What do you LOVE to do (as it relates 
to your business) and would you do it for 
free?

Step 2: WHO?

Finally, now we talk about your 
client. It’s time to figure out who 
your clients are. What do your clients 
believe in; what’s important to them? 
Here, you think about the core of 
this client so that you can get into 
her head. In a standard client avatar, 
you might hear people saying what 
TV shows they like to watch - while 
that might not seem important, it 
probably isn’t. Focus in on the person 
as it relates to your work. You want to 
be able to get into your client’s  head 
and think like she thinks!

Answer these questions:

Who is she? (I use “she” because all my 
clients are women. If you have male 
clients, , please replace any  pronouns 

with what’s appropriate for you!)

What does she care about?

What does she stand for?

What does she love?

Step 3: HELP!

Here’s where fun starts. If you 
successfully completed Step 1 , you 
probably know the answer to many 
of the questions you’ll see below. It’s 
important to think about what help 
your ideal client (Step 2) needs. It 
isn’t  really your ideal client if they 
aren’t resonating with these specific 
burning needs. This is how you dig 
deeper and figure out how you can 
help with their problems.

Some questions to ponder:

Where does she need help?

How can you help her?

Are there any barriers standing in the 
way?

How does she want to feel?

What are her “pain points” when it 
comes to your line of work? 

THE SEARCH FOR YOUR  

IDEAL CLIENT
BY @REINAANDCOMPANY 
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Step 4: HOW?

This is where you get a little technical 
and typically your client gets a glazed 
over look in her eyes. You want to 
explain how you help but don’t throw 
in too much of the professional 
jargon. You want to explain how 
the process is unique. Your client 
experience should ooze from this 
place.

Some questions to consider:

What experiences do you bring that 
make the outcome unique?

What tools do you have to make this 
happen?

As a result of working with you, how 
will she be able to get what she’s looking 
for in Step 3?

What’s your process?

What’s your unique flavor of how you do 
things?

Step 5: WHY?

The most important step in the 
entire process of identifying your 
ideal client falls on this question 
of WHY. Why does she need your 
help? It’s about digging in deep 
and figuring out the “so what” of 
what you offer. People don’t hire a 
premium photographer because they 
just need a photographer. They hire 
a premium photographer ultimately 
because they want to remember what 
the day looked like, felt like, and feel 
like a memory is perfectly captured 
in time. Having those photos help 
them remember the sensations and 
emotions from that day. It’s the 
ultimate result that you provide to 
the client that matters. If you haven’t 
asked yourself, “why” a bunch of times 
to your current why, go and try that!

Ponder away and dig deep here!

What’s the ultimate result of what you’re 
offering?

Why is the service or product necessary or 
important? What will that do for your 
ideal client’s life?

What happens because they hire you or 
use your product?

What story can you tell about your 
product and how it’s special? 

Step 6: WHERE?

After discovering all about you and 
your ideal clients, it’s time to actually 
find them. This is where it gets fun! 
You can brainstorm all the ways you 
could reach your ideal client in their 
natural habitat!

Since you already know who they are 
and what they like…

Where do they spend their time online?

What social media platforms do they use 
most often?

When they purchase something, how do 
they decide if something is “legit” or not? 
(i.e., word-of-mouth, reviews, Facebook 
ads, a professional website)

Where could you meet them in person? 
Where do they shop?

What vendors do they patronize? Is 
there potential for collaboration?

BOTTOM LINE. 

If you remember nothing else from 
this post, remember this: People 
spend their money on people and 
businesses that they like. People 
purchase from those who get them. 
They want to feel special, not just like 
an ATM. Treat every client who signs 
on the dotted line well. You’re lucky 
enough to get to do the thing you 
love to do!
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Post only images that showcase 

your brand and the type of 

clientele that you want you attract. 

If you post photos of families, 

you’re going to keep getting family 

portrait inquiries. If you hate 

photographing a certain type of 

session, never post it. Eventually 

those types of inquiries will stop 

coming in and you will start to 

attract the kind of clientele and 

the kind of work that you have a 

passion for!  

@ELIZABETHNORDPHOTO 

Dont be afraid to say ‘no’ in order 

to stick to your niche - you dont 

have to take every session that 

comes your way. You have to start 

building your brand somewhere. 

If you do take sessions outside 

of your ideal client, dont feel the 

need to post them on social media. 

Just deliver their images and keep 

your postings consistent. 

@JAMIEWIESELERPHOTO

I have found that it is okay that 

I am not necessarily my ideal 

client. My services attract a more 

premium/luxury client while I 

planned my own wedding on a 

very minimal budget. It has just 

played out that my planning and 

design style is more attractive to 

a higher end market and that is 

where I thrive. Other planners in 

my area do a fabulous job in other 

sections of the market..and I’m so 

glad that they do so I have a great 

referral list. When you’ve found 

the target market that makes 

the most sense for your offering, 

do your research. How do they 

make purchase decisions? How do 

they purchase services in other 

industries (real estate, clothing, 

education, etc)? These questions 

have helped me to better serve 

my wedding planning clients and 

further refine my processes to fit 

my ideal client’s needs and desires. 

@MADISONSANDERSEVENTS

When I started my company I 

created an imaginary lady who 

represented my ideal client. I 

wrote a full description about 

Her in my business plan - where 

she likes to shop, what she likes 

to do in her free time, what her 

favorite brands are, what are her 

values and properties in life, what 

do she career and relationships 

look like, what’s her favorite food, 

etc. I didn’t write about what 

type of wedding she wants but 

rather WHO she is. Seven years 

later, I use Her in every business 

decision - Will she be attracted 

to this website design? Do theses 

services fit with her needs? Does 

this portfolio image match her 

style? If she wouldn’t like it than I 

don’t do it!  

@PERFECTLYPOSHEVENTS

Finding your niche is not the same 

thing as just doing something 

because you are good at it. To find 

that sweet spot you have to push 

past what comes easy. You have to 

challenge yourself to move beyond 

what has been or is being done 

to create something unique that 

fires you up! That is where passion 

meets purpose.  

@MEGANMARTINCREATIVE

I think there is a lot of pressure to 

find one ideal client. Businesses 

change so much over the years 

(especially in years 1-3) and 

your perfect client will evolve 

and develop as you grow your 

business. My favorite exercise for 

finding a realistic ideal client early 

on in your business is making a list 

of clients over the past year. Out 

of that list, what were the clients 

you loved working with? What 

were the clients you would rather 

not work with again? Then analyze 

the list on both levels. Begin 

to write down patterns of their 

personality, income level, gender, 

likes/dislikes etc. Discover WHY 

you loved working with them. And 

most importantly find common 

traits of the people who weren’t 

your ideal client. Sometimes 

discovering who you don’t jive 

with is a great place to start!  

@ASHLEYANDMALONE

Finding your niche takes time 

but once you fully embrace the 

type of sessions or work you love 

that passion will show through 

in your final product. Happiness 
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in your trade leads you to your 

best work! In working with your 

ideal client I recommend utilizing 

questionnaires and only showing 

the type of sessions or work you 

want to book on social media. 

@NICOLELEWISPHOTOGRAPHY

Finding your ideal client takes 

time to define. As you’re starting 

up, you’ll often work with a wide 

range of clients, good and bad. 

After finishing a job for a “less 

than ideal” client, think about the 

red flags you could have noticed 

early on that would have helped 

you say no to the job. We have a 

mental list of these red flags and 

if we start seeing too many in our 

initial meetings with a client, we 

politely decline the job. This can 

save you from a lot of headaches 

down the road!  

@STEEZDIAZ / @CHELS_DIAZ

Finding a niche and ideal 

client is not only attracting but 

also repelling people. Being 

authentic and true to yourself in 

all marketing and social media 

platforms helps ensure to find the 

right type of client. A way you 

can connect to your ideal client 

is doing, buying and experiencing 

what they do in their lives and 

sharing your experiences and 

thoughts with them too. 

@MRS_HALEY_PHOTOGRAPHY

While there is no magic formula, I 

find that gut instinct works really 

well. If you have any doubts after 

your initial interactions with a 

potential client or things aren’t 

flowing naturally through the 

workflow you’ve established for 

your business, it’s best to turn this 

client away and even refer them 

elsewhere. This will save you time, 

headaches, loss of profit, and 

efficiency. This will also limit your 

portfolio to ideal clients which will, 

in turn, easily attract more ideal 

clients. Never take clients out of 

guilt or desperation if you want to 

grow a brand. Know exactly WHY 

you’re signing each and every 

client you’re signing and if it’s 

not for the right reasons for your 

business, move on without regret. 

@MARIGOLDGREY

Work with others in your industry 

who are successfully booking the 

types of clients you want! Even 

if that just means sitting down 

for coffee, second shooting, or 

asking to spend a day with them 

in their studio, forming friendships 

with other creatives is essential! 

Not only will you learn a ton, but 

those relationships can also lead 

to potential referrals. I’ve found 

that many people who are a 

step ahead of me in business are 

more than willing to lend some 

of their knowledge in the spirit of 

community over competition! 

 @BETSYFICK

Don’t be afraid to say no! If 

you’re trying to cater to a specific 

clientele, make sure that’s what 

you’re showing on your website 

and social media. Say no to the 

things that don’t fit with your 

goals! If you feel like your portfolio 

doesn’t nail what you love yet, 

set up a styled shoot so that you 

can have a few images that better 

portray your ideal style. That way 

you can make friends with fellow 

vendors who cater to your ideal 

clients too!  

@ADDIEESHELMANPHOTO

For photography, only *show* 

what you WANT to shoot (on your 

website, blog, etc.)! This was huge 

for us in attracting the ideal client. 

@PURE
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TUESDAYSTOGETHER DISCUSSION QUESTIONS

• Icebreaker: Share about the best client you’ve ever worked 

with. 

• What story makes your business different from others? As 

Shay Chocharane asks, what are the stories that make up the 

“layers” of your business?

• Do you find that it’s difficult to attract your ideal client? 

• What are some ways you’ve successfully (or not so 

successfully), attracted your ideal cient? 

These are just to start the discussion. Feel f ree to include your own and encourage 

group members to do the same! 
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S IMON T.  BAILEY,   REINA POMEROY,  LACOYA HEGGIE  
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AND THANK YOU MEGAN BRAEMORE FOR THIS  

MONTH’S COVER IMAGE! 


