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Choosing Your Niche 
(Target Market Worksheet)

#1 Reason Why People Don’t Choose A Niche Is Fear: 
“I don’t want to limit myself to just one group!”
Step 1: List every possible target market you can think of for your services below on the left side. On the right side, write down what you would sell them.

Step 2: Put a star next to the top 3-5.
	Target Market
	Product Or Service To Sell Them

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	


Compare The Potential Value Of Each Target Market
One of the easiest ways to identify profitable market niches is to look within your own client base for solutions and clients you can replicate. However, many IT firms service a wide variety of client types, so it is not always clear who their ideal prospect is. This form will help you evaluate the different types of clients and target markets you service to uncover overlooked opportunities and profitable niches you can capitalize on. Simply choose a client type and rate the opportunity using the questions below. Rate each opportunity on a scale of 1 to 10 with 1 being poor and 10 being ideal or a “yes.”

· How Easy Is It To Identify Similar Clients? Can you easily obtain a list of prospects (decision makers) for this target market? Are there lists you can rent? Associations? Trade publications? JV partners?

· Can They Easily Afford Your Services? Would a $1,500 per month managed services contract be a real strain on their resources (1 rating) making it difficult to sell and collect on, or would it be something they can easily pay for (10 rating)? The less strain on their budget, the easier it will be to sell.

· How Profitable? Did the services you delivered have a high profit margin (10 rating) or very little margin (1 rating)? Make sure you know the gross profit and net profit for each solution you sell! There is no point in adding more clients to an unprofitable model, or in attracting unprofitable clients. Remember, if you don’t sell a high-profit service, you will have to make up for it in numbers.

· Are There Ongoing Opportunities? Did the client only want you to implement a one-off solution or did they end up giving you a number of new projects once you got in the door? Is there a very high probability for some type of subscription income?

· How Common Is The Problem You Solved? Were the problems/solutions unique to this particular client (1 rating) or were their problems/solutions commonly shared by other businesses in that same niche so that you could easily replicate the solution you’ve provided (10 rating)? 


· Are You Solving A Major Problem For That Client? The bigger and more painful the problem, the more clients will pay for the solution. For example, is the “problem” causing them to lose significant revenue opportunities, profits and clients? Are there government regulations or legal requirements driving the need? Competitive pressure? Or is your solution more of a “nice to have” (1 rating) instead of an absolute must (10 rating)?


· How Easy Was It To Sell? Take into consideration how easy (or difficult!) it was to get an appointment with the decision maker, the length of the sales cycle and the number of objections you had to overcome.


· Is The Market Size Manageable? Is the market big enough to easily sustain the sales/profits you want, but small (focused) enough that you can afford to implement a reasonable marketing effort? If it’s too large, you might not be able to effectively market to it.


· Leverage Point Rating: This would include your expertise, background, experience or the contacts you have within a certain vertical market. For example, you have MORE leverage in a target market if you have worked with multiple companies in that industry and have a deep knowledge of how they operate and what problems they are likely to have. Other high-leverage points include having a good list of prospects/customers in that niche, relationships with good potential JV partners, expertise you might have about a solution they need or custom solutions you’ve developed specific to that industry.


· Total Rating: Add up all of the ratings for each client in this column. Those client types with the highest rating are the ones you want to focus on.

	Target Market Score Card

	Target Market #1:
	

	Easy To Identify?
	Can They Easily Afford Your Services?
	How Profitable?
	Ongoing Opportunities?
	How Common Is The Problem?
	Are You Solving A Major Problem?
	How Easy Was It To Sell?
	Manageable Size?
	Leverage Point Rating:
	Total Rating

	
	
	
	
	
	
	
	
	
	


	Target Market #2:
	

	Easy To Identify?
	Can They Easily Afford Your Services?
	How Profitable?
	Ongoing Opportunities?
	How Common Is The Problem?
	Are You Solving A Major Problem?
	How Easy Was It To Sell?
	Manageable Size?
	Leverage Point Rating:
	Total Rating

	
	
	
	
	
	
	
	
	
	


	Target Market #3:
	

	Easy To Identify?
	Can They Easily Afford Your Services?
	How Profitable?
	Ongoing Opportunities?
	How Common Is The Problem?
	Are You Solving A Major Problem?
	How Easy Was It To Sell?
	Manageable Size?
	Leverage Point Rating:
	Total Rating

	
	
	
	
	
	
	
	
	
	


	Target Market #4:
	

	Easy To Identify?
	Can They Easily Afford Your Services?
	How Profitable?
	Ongoing Opportunities?
	How Common Is The Problem?
	Are You Solving A Major Problem?
	How Easy Was It To Sell?
	Manageable Size?
	Leverage Point Rating:
	Total Rating

	
	
	
	
	
	
	
	
	
	


	Target Market #5:
	

	Easy To Identify?
	Can They Easily Afford Your Services?
	How Profitable?
	Ongoing Opportunities?
	How Common Is The Problem?
	Are You Solving A Major Problem?
	How Easy Was It To Sell?
	Manageable Size?
	Leverage Point Rating:
	Total Rating

	
	
	
	
	
	
	
	
	
	


“Right Fit” Client Exercise:

Once you have an idea of who your target market (or niche) is, next you want to define clearly what your ideal client is. There is nothing more draining, frustrating and unprofitable than trying to work with clients who are simply not a “right fit” for you. Keep in mind that you can have “right fit” AND “wrong fit” clients in the same target market!
List The Clients You Love Working With, And Why:

	Client Name Or Type:

	

	What Makes Them Great To Work With?

	

	

	

	


List The Clients You HATE Working With, And Why:

	Client Name Or Type:

	

	What Makes Them Difficult To Work With?

	

	

	

	


Summarize Your Ideal Client And Target Market:

My ideal client is someone who…
(Think title, company size, industry, employees, situation, values, beliefs, current circumstances, income, etc.)

And who is frustrated with and/or that desperately wants…

And would pay a lot of money to…
STRIVE FOR EXCELLENCE * BE DISCIPLINED * STAY FOCUSED * HAVE FUN * BE COMMITTED * NEVER, EVER QUIT
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