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Your Step-by-Step Guide to Creating and Embracing 
Your Six-Figure Niche

Greetings From The Top 6 C L U B

Hi there entrepreneur!

I am delighted to share my niche secrets with you. After filling my own business by 
declaring a powerful niche and helping so many other clients  to do the same, I 
know the power of a strong niche. I adamantly believe that this is the fast path for 
any new entrepreneur trying to build his or her business rapidly. It is also for much 
more mature entrepreneurs who have always struggled to fill their practices. I am 
going to show you step-by-step how to create and  embrace your niche to build a six-
figure business for yourself.

This lecture guide accompanies the audio you have received; it will not make sense on 
its own.  In order to experience the full benefits of the program, I ask that you listen 
to the audio a few times so that this material sinks in. Do ALL the exercises as they 
are presented to you, while listening to the audio. Take your time—there is no rush.

Then, apply what you have learned. You must implement to get results, and creating a 
powerful niche will help you get great results. Trust the process.

Don’t spend another day confusing your clients with mixed messages. Make sure your 
prospective clients know exactly what you specialize in and why they should spend 
their money with you.

I wish you every success with your business and your profitable niche!

Much love,

Tommi Wolfe
Founder of the Top 6 Club 
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Click on a section to start creating your niche.
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A. Why Must You Choose a Niche?
1. WHAT IS A NICHE?

The dictionary defines it as “a place or position suitable or appropriate for a
person or thing: to find one’s niche in the business world.”

We are looking at a niche as a way to set your business apart from the masses. 
You will set yourself up to appeal to a very specific market of your ideal clients 
rather than the mass market. This will help you get focused and clear on who 
you serve and how best to help them. 

1. WHY MUST YOU NICHE?

Top 10 Reasons to Niche
1.

It is a fundamental marketing step that is the basis for creating a 
thriving business

2. It is the fast path to filling your business with clients easily

3. You get to work with awesome clients that you love working with

4. You get to share your true gifts and passions with the world

5.
It helps you speak about your business in a convincing way to 
prospective clients

6.
It is easy for people to understand what you do and to refer prospective 
clients to you

7. It is the basis for powerful copy on your website and marketing materials

8.
It makes you highly attractive to clients, so you will not need to be pushy 
when you sell

9.
You are losing money in unrealized profits everyday that you delay 
choosing your niche

10.
You can’t afford to market to the masses and be everything to everyone. 
Seriously!
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2. WHY DOESN’T EVERYONE NICHE?

3. WHAT YOU WILL GET IN THIS PROGRAM

 ❖ I will guide you step-by-step as you create your ideal niche

 ❖ I will show you exactly where to start, what to think about, and how to talk 
about your niche 

 ❖ I will  give you some hints on how to unblock yourself if you get stuck, and

 ❖ I will show you where to get more help if you need it

Let’s get started!



© The Startup Expert PG || 6

Your Step-by-Step Guide to Creating and Embracing  
Your Six-Figure Niche

B. Be Authentic in Your Offerings
When they choose the services they want to offer to the world, I notice that 
a lot of entrepreneurs get distracted by all sorts of noise. At the most basic 
level, I believe it is important to choose a service that you love and identify 
with, that uses your talents and gifts and  aligns with your values. 

Anything else is unlikely to bring you satisfaction. 

AUTHENTIC SERVICES EXERCISE
What services can you provide that you love and that fulfill as many of the following 
factors as possible?

 ❖ YOU   are passionate about this

 ❖ YOU   feel authentic

 ❖ YOU  -r values are in alignment

 ❖ YOU  -r talents

 ❖ YOU  -nique

 ❖ YOU  -r experience (your past)

 ❖ YOU  -r story

You
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C. Your “Plus” Factors

A phenomenon I often notice is that the strongest niches use a 
combination of unique factors from a person’s life and experience, 
all bundled together to create something that is powerful, 
profitable and unique to you.  

For example, a business coach with experience in theater may 
choose to coach actors. A garden designer may utilize a love of watercolor 
painting, schooling in art design, and appreciation of nature to create her 
garden design magic.

PLUS FACTOR EXERCISE
Here are the personal “Plus Factors” from my life and experience that I can offer to 
my market:
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D. Choosing Your Target Market

TARGET MARKET EXERCISE
List the target market(s) that you are considering:

 ❖ Tap into your passion  ❖ Cast your net too wide

 ❖ Be specific  ❖ Worry that you are excluding people

 ❖ Have a connection with them  ❖ Pick a group you have no connection 
with

 ❖ Get to know them very well  ❖ Pick people who can’t afford you

 ❖ Use your experience  ❖ Pick people you can’t hook

 ❖ Have a hook
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E. Buy Triggers
It is important to understand what makes a potential client buy. This may be 
simpler than you think. There are a set of common buy triggers that most people 
respond to; once you know what the triggers are, you can wrap your marketing 
message around them.  You and your potential clients will both benefit. You will 
benefit because. Awareness of these triggers will make it a whole lot easier to 
sell your offerings. Your potential clients will benefit because they can easily 
understand how they will benefit from your services.

Here are some of the most powerful  
reasons why people buy:

 
 ❖ Money (both saving it and making it)

 ❖ Time (saving time and freeing it up)

 ❖ Relationships (finding, improving or ending)

 ❖ Health

 ❖ Peace of mind

These powerful buy triggers should give great insight to newer entrepreneurs 
on how to position their services and create powerful marketing messages 
around them. 

BUY TRIGGER EXERCISE
Which Buy Triggers are relevant to your target market?
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F. Declaring Your Powerful Niche
It is time. Take the work we have done so far, and declare your powerful, 
profitable niche.

DECLARING MY POWERFUL NICHE EXERCISE
 Declaration of your chosen niche.

Congratulations? How does that feel?

Can your target market 
afford you?

I realize that it is not always about the money!
Nonetheless, choosing a target market that doesn’t have 

the funds to work with you is not wise.

How hard do you want to work to earn your living?  
Sometimes it makes sense to be pragmatic!
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G. Help, I Am Stuck!
1. WHAT IF YOU ARE STUCK?

While some lucky entrepreneurs easily choose a tight niche, for many others 
this is not the case. Don’t be overly concerned if you are stuck. It is very common 
for entrepreneurs to be reluctant to niche, and many find it stressful. This is 
normal. However when people do commit to a niche, the stress is usually over. 

Often letting go of a previous idea or ambition can be painful. But remember why 
you are choosing a niche; when the money starts flowing, the pain of releasing 
distracting areas subsides fast. 

Also, declaring your niche is a PROCESS—it is not an instant decision for many 
people.  The process can take time, sometimes months. So be kind to yourself if 
you are struggling. The best way to hurry the process is to start talking about 
your “most-likely-but-still-temporary” niche and trying to sell it. Customer 
feedback and response (or lack of it) is a great sharpener of niches, and it will 
help yours evolve.

Questions to Help You Find Your Niche

1. What type of clients have I loved working with most in the past?

2. What types of clients naturally gravitate to me?

3. What do I love doing most?

4. When am I happiest?

5. How do I want to spend my days in this business?

6. Which of my options has the strongest BUY triggers?

7. Which of my niche options makes the most business sense?

8. Which of my niche options is likely to be easiest?

9.
Are others having success with my proposed niche?
(This is a good sign; the niche works!)

10. Would I rather niche and be profitable quickly or keep my options open?
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2. WHAT IF YOU CAN’T DECIDE BETWEEN TWO OR THREE NICHES?
This is really common. I strongly suggest filling out this chart; it will help you make 
your final choice.

NICHEs PROs CONs

 

  

NICHE 1

NICHE 2

NICHE 3
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WHAT IF YOU ARE STILL STUCK?

DON’T PANIC. While most entrepreneurs will have broken the dreaded niche 
block, some will invariably remain stuck. I know this is stressful, but you will 
get past it. I have two more suggestions:

 ❖ Ask all your most trusted family members and friends what career they would 
choose for you. It is amazing, but sometimes they know you better than you 
know yourself. Pay special attention to patterns.

 ❖ Work with a professional business coach to get clarity. I would be honored 
to help you, and have a few little tricks up my sleeve.  You can find me at  
www.Top6Club.com.

Continue when you have  
chosen a niche …

PICK SOMETHING 
that resonates and meets 

the criteria in this 
workbook and go!

REMEMBER: 
a niche is not a life sentence.

You can change it if it is  
not working for you! 

A WORD OF 
WARNING:

Don’t get paralyzed 
by indecision.  

This costs money. 
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H. Getting to Know Your Target Mar-
ket

A description of your target market includes everything you know about it--its 
lifestyle, needs, demographics, etc. You need to know this information precisely, 
so that you can understand its problems and make sure your services help solve 
them. 

1. WHO ARE YOUR IDEAL CLIENTS?

 ❖ WHAT age?

 ❖ WHAT sex?

 ❖ WHAT do they have in common?

 ❖ WHAT do they do for a living?

 ❖ WHAT do they earn?

 ❖ WHAT do they read?

 ❖ WHERE do they hang out?

 ❖ WHAT do they do for fun? 

 ❖ WHAT keeps them up at night?

 ❖ DO they have kids?

 ❖ ARE they Married? Single? Widowed? Divorced?

All of these questions are designed to answer the million dollar question 
below. Some of these questions may be helpful to your niche, some may not. But 
they will all help you get a better idea of your target market.

THE MILLION DOLLAR NICHE QUESTION
WHERE CAN YOU FIND THESE PEOPLE IN LARGE NUMBERS EASILY AND INEXPENSIVELY?
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2. BEWARE OF UNHELPFUL IDEAL CLIENT DESCRIPTIONS
Often I see my clients describe their target market like this:

 ❖ Someone I like

 ❖ Someone who resonates with me

 ❖ Someone who will benefit from my services

Of course the descriptions are all completely true! Nobody 
would want these clients if this were not true. However, these 
descriptions won’t help you find your ideal clients. Regard them as  
“a given, but not helpful right now,” and omit them from this exercise!

TARGET MARKET EXERCISE
Describe your target market here:
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I. Target Market Issues and Problems
Understanding your target market’s problems well is invaluable, one of the 
“secret sauce”  ingredients of being able to market well. You will see why as we 
move forward.

TARGET MARKET PROBLEMS EXERCISE
Describe your target market’s deepest issues here. 

NOTE: Sometimes (not very often) your particular target market may not have 
problems but may rather have desires, hopes and dreams. An example is a new bride 
wishing for good things in the future. If this applies to you, replace “Issues/
Problems” with “Desires/Dreams.”

Issues / Problems Corresponding Emotions
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J. Your Problem Solvers

Describe the special skills and talents that you 
have in your toolbox that will resolve your 
target market’s top problems (or meet their 
burning desires).
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K. Results and Benefits
Being able to describe to potential clients how they will benefit from working 
with you is one of the most important things you will ever do for your business. 
Get CRISP on the results and benefits that you can help your target market 
experience. This is what you should discuss whenever you are speaking with 
prospects. For many of my clients, this is a quantum change in how they speak 
about their business. It can be difficult to start talking about your business 
this way. But practice makes perfect, and the results are MAGIC!

MOST DRAMATIC BENEFITS

First, describe the most dramatic result a client may expect. You can describe 
something you have achieved for yourself or something you have achieved for 
a client.
If you are new to business, you will need to use what you expect to accomplish. 
But use your actual results as soon as possible.

1. USE YOUR CUSTOMER’S RESULTS OR YOUR OWN
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2. DESCRIBE OTHER RESULTS AND BENEFITS
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L. What Makes You So Special?

This is not a facetious question! You need to be special. In fact, you need to be 
able to clearly articulate what you have that NOBODY else has. This is your 
unique value proposition, and it is very compelling for helping clients to want 
to do business with you.

UNIQUE VALUE PROPOSITION EXERCISE
Describe what makes you special and unique as an entrepreneur

1. Think about what you have to offer that is special.

2. Think about your unique “Plus” factors and if they can help you in this regard.

3.
Write down exactly what it is about doing business with you that is  
so unique and special.
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M. Creating Your Powerful Marketing Message
1. YOUR ELEVATOR SPEECH

FORMULA: 
I help {INSERT TARGET MARKET} to {INSERT MOST DRAMATIC RESULT OR BENEFIT}

FOR EXAMPLE: 
“I help NEW ENTREPRENEURS to MAKE BIG PROFITS IN AS FEW AS EIGHT MONTHS.”

2. YOUR SLOGAN

A short, catchy, bold variation of an elevator pitch.

FORMULA: 
I help {INSERT TARGET MARKET} make {INSERT MOST DRAMATIC RESULT OR BENEFIT}

OR May just include the benefit or result of working with you. 

FORMULA: {INSERT BENEFIT(S)}

FOR EXAMPLE: “Helping ENTREPRENEURS make BIG PROFITS FAST.” 
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3. YOUR CONVERSATIONS

FORMULA:  “You know how {INSERT TARGET MARKET} struggle with {INSERT 
PROBLEMS}? Well, I {INSERT YOUR PROBLEM SOLVER(S)} to enable them to {INSERT 
DRAMATIC RESULTS}.”

This shows you how to put together a powerful conversation about your company 
when chatting with a prospective client or at networking events. 

FOR EXAMPLE:   “You know how NEW ENTREPRENEURS struggle to GET CLIENTS 
AND MAKE REAL MONEY AT FIRST?  THERE IS SO MUCH TO LEARN!  Well, I TEACH 
MARKETING TOOLS AND TECHNIQUES to enable them to MAKE PROFITS IN AS FEW 
AS EIGHT MONTHS.”

THERE! YOU HAVE DECLARED YOUR UNIQUE, POWERFUL NICHE.
PLUS YOU HAVE DEVELOPED SOME POWERFUL, CLIENT-ATTRACTIVE MESSAGING.

Congratulations!

What is next?
Read on for your smartest next steps…
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N. Next Steps
Defining your niche is one of the hardest things you will have to do as an 
entrepreneur. Congratulations on your progress so far!  This is step number 2 
of the “10 Steps to 6 Figures” that I consider critical to building a lucrative 6 
figure business. Here are all 10 steps for you. 

I have found that nothing ensures the success of an entrepreneur more than 
leveraging the power, enthusiasm and smarts of other successful, powerful 
entrepreneurs.

WANT TO SPEAK WITH A BUSINESS COACH ABOUT 
YOUR NICHE AND BUSINESS?
This is why I created the Top 6 Club, this incredible 
platform specializes in launching 6 figure entrepreneurs 
through all of these 10 steps. 
It is a unique combination of:

• Entrepreneurial Smarts
• Getting your questions answered
• A supportive community to inspire you, hold you 

accountable and help you on the road to success.
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