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Class 2 Supplement 
 

Defining Your Money Pond (Niche) 
 

After coaching and consulting with clients for years, I’ve noticed a startling 
trend.  Most people do not know who their target market is, or worse- they 
tell me that EVERYONE is their target market. 
 
I think this comes from a scarcity mentality that if the net isn’t cast “wide 
enough” they’ll miss someone.   

 
Don’t fall into this trap! 

 
It’s much better to big a BIG fish in a small pond when you’re starting out.   
 
Once you dominate a “micro-niche” then you can expand (or go to a bigger 
pond).   
 
To be honest, there’s just TOO much information out there on the Internet.  
 
As a solo entrepreneur you’re going to get lost in the crowd if you don’t 
define your niche early in the game. 
 
Another big mistake that I see many new (and even more advanced) 
marketers making is what niche they are targeting.   
 
If your goal is to sell stuff, then you need to ensure that niche has, 
ummm….. money. 
 
No brainer, right? 
 
Apparently not. 
 
You would be amazing at the number of people who are targeting niches 
without money.   
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Sure, some of those people may be able to work their way up and out of 
their situation, but do you really want to have to mess with all of that?  
 
Perhaps if you have a lot of time you need to fill!  
 
But if you’re looking for quicker results, going to an empty well isn’t going to 
give you the water you need. 
 
So how do you go about determining your own Money Pond?  
 
Start with YOU: 
 

• What Product/Service are you selling?  Who has needs that can be 
met by those products/services? 

 
• Think about things that you enjoy.  What are the things you are 

passionate about?  
 

• What do people say that you’re good at? 
 

• What are your particular skills and abilities? 
 

• What topics interest you? 
 

When you’re brainstorming about your Niche, use a Mind Map to organize 
your thoughts. 
 
Once you’ve picked out your Money Pond, make sure that it passes the 
test: 
 
1.  Is your group well defined? 
 
2.  Is there competition in your niche?  If so, is it saturated or can you     
     define your niche further if it is saturated? 
 
3.  Are you connected with your niche? 
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4.  Can you access the people in your niche? 
 
 
5.  Do the people in your niche WANT what you’re offering? 
 
6.  Can the people in your niche afford what you’re selling? 
 
7.  Is it truly a money pond or is it a money puddle? 
 
If your Money Pond passes this test, Congratulations! It’s time to move on 
to defining your Ideal Client within your Money Pond so you can catch the 
BIG fish! ; ) 
 
 
 
 
 

 


