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Selling a Niche Practice Attorneys invest years of hard work into their practice and upon retirement simply walk away,
not even attempting to sell what took a lifetime to build. Over the last few decades, many lawyers have accepted the
application of business and marketing principles in the context of a law practice.

The luckier ones know right away, while others eliminate options as they go. If you are unsure of what a niche
market is or how to determine your niche, here are some tips to get you started. What is a niche market? A
niche market is the specific group you offer services to. This can be clients of a certain age, lifestyle, religion,
or any other characteristic you may specialize in. Why should counselors have a niche market? Niche
marketing is significant to any small business. Small businesses cannot produce enough product or offer
enough services for an entire market, but niche markets allow small businesses to focus on a group size they
can manage. For counselors, this means providing the greatest quality of care to the greatest amount of clients
they can help without burning out. Example niche markets in counseling include helping clients with
depression or relationship issues, those going through divorce or problems coping with career changes,
sexuality, personality disorders, recent diagnoses, etc. Examine Your Interests Your niche should be
something you are passionate about. What did you enjoy studying in school? What kinds of articles or studies
do you read in your spare time? Are there certain appointments you look forward to more than others? Are you
a member of any organizations? Do you have personal experience with an issue? Think about your answers
and see if there are any common denominators. Listen to this podcast for more information on unique niche
markets. Are there any holes in the market? Are there any groups of clients that may have trouble finding a
counselor? You will be more likely to attract clients if you stand out from other counselors in your area. For
example, information on becoming an Autism expert can be found here.
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Finding a practice's niche is a lot like determining what career to pursue in high school. The luckier ones know right
away, while others eliminate options as they go. If you are unsure of what a niche market is or how to determine your
niche, here are some tips to get you started.

May 9, at 3: That way, the big firm will help you pay off the loans that you just took out in order to attend law
school in the first place. During one of my first days in law school at Emory, a professor surveyed his fresh 1L
faces. He first asked everyone to raise their hands if they planned to go into corporate law. Some people raised
their hands, and then put them down. Then the professor asked us to raise our hands if we planned to go into
litigation. Okay, those are two options, I thought. What will the next question be about? Oh wait, there was no
next question. The professor left us only those two. What about everyone else? There had to be more options.
But most other attorneys strike out on their own. So to help you get some ideas on where to take your career,
here are a few fascinating niche legal carve-outs you may have never heard of before. But it can be just as
rewarding to practice this area of the law. A law professor commented to Cassandra Kirsch how few attorneys
are practicing in the area of cyber attacks, and Kirsch ran with it. Before starting her own firm, Kirsch wrote a
probing law review article on this topic, spent time in the Hague at the International Court of Justice, and was
heavily recruited to join a Biglaw firm. Eventually, she struck out on her own to have greater freedom and
opportunity. Obviously, this is an interesting and important area of the law! And it sounds awesome. Staci
Jennifer Riordan is one of the few attorneys who can honestly say that they found their passion in Biglaw. She
heads up the Fashion Law practice at Nixon Peabody. Riordan worked in the fashion industry prior to
attending law school in her 30s. When she was working in the fashion industry, she found that she was the one
who was always volunteering to read the fine print in the deals her company was making. And her attention to
detail was second to none. She had seen firsthand how one little mistake could derail an entire fashion show,
and sometimes even a designer! But did you know that there are even niches within niches? One is the IP â€”
or intellectual property â€” of cannabis industry. While it was a fine job, she wanted to focus on something
she found more interesting. I generally refer to this area as ART law, even though that occasionally draws
confusion about whether I know much about paintings and sculptures. That could be people who want
children, want to carry children, or the doctors and clinics that facilitate the process. The practice most
commonly includes egg, sperm, and embryo donation, as well as surrogacy contracts. That could be where you
come in! You might be the next one to carve out a new area never heard of before.
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If you ever want to sell your practice, you need to start by running it like a business. Then, put together a team to sell it,
including an accountant and an attorney familiar with selling businesses.

Doctors who treat on a lien basis Pro Se officers at Appeals Board Court reporters Marketing companies
Interpreter services Take some time on this â€” at least 15 to 20 minutes. You should end up with dozens of
participants on your map. One of these nuggets will end up as the basis for your niche practice area. For each
of the participants you listed in step 1, ask yourself these questions: What mistakes are they making? What
problems are they actively trying to mitigate? What problems are they going to have but have not identified?
Any issue, no matter how small, should be listed. Each solution should utilize legal knowledge and expertise
you currently have, or could easily acquire. Be sure your solutions are high value â€” that is, that they deliver
a tangible preferably monetary benefit to the client. But solutions are really just ideas. Now you need to
package your solution into a product. Your product can be anything: This step should be done with marketing
in mind â€” and that includes how you will price your product. Selling an expensive package right off the bat
is probably going to be tough. You will likely need to warm your prospective clients up to the idea of retaining
you. Ideally, you will have both a low-cost or free option and a high-end option. Afterward, you may parlay
that into a paying gig to implement your solution. Obviously, there are exceptions. Finally, always focus on
the value your solution provides.
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It's easier to differentiate yourself with a niche practice, too, because there's far less competition. Four Steps to Focus in
on Your Target Yes, developing a new niche will take research and diligence, but don't let the learning curve deter you.

Joanne Weber, Broker - Preschool Specialist - Southern California The Ryan Craig Company is in its 35th
year as the recognized expert in Southern California, dealing exclusively in the sale of preschools, Montessori
schools, day care centers, and private schools. Our extensive list of references speaks for itself. Phone Joanne
at for more info. Call today to get pre-qualified or receive financing: Our team prides itself on providing an
exceptional escrow experience. For more info phone Diane Boudreau-Tschetter at or Brad Steinberg, Broker Laundromat Specialists Laundry specialists - founded in by three laundry professionals, PWS is a
family-owned corporation. Through the years it has grown to become the largest vended laundry equipment
distributor in the United States. Call Brad Steinberg at to sell or buy a coin or card laundromat. I provide
business brokerage niche services specializing in the hospice and home health care agency industry in the Los
Angeles County or Ventura County areas. For either buying or selling assistance please phone or email me
today. Why Restaurant Buyers Typically Fail: Best Pro Tips For Buying A Restaurant Buying a restaurant no
matter what type can have many pitfalls, and potential restaurant buyers should know how to avoid getting
burned! Several restaurant intermediaries and advisors weigh in on this BizBen Discussion about the best way
to find, purchase and run a restaurant successfully! He explains the nuances of the SBA loan process when
considering business purchase financing or getting pre-qualified. Chuck Post laundry buyer rep, consultant,
due-diligence expert discusses the factors of appraising laundries. Why such high purchase prices is baffling many times the value is so misunderstood that it results in laundry buyers over-paying for a laundromat. Reach
Chuck direct at Buyers need to look carefully at all financial info for the "real" adjusted net income or cash
flow. Peter Siegel, MBA business purchase financing expert at explains. Buying A Restaurant With
Financing: When it comes to financing a restaurant, potential restaurant buyers have many options to choose
from. Valuation, Pricing, Finding Buyers, Resouces Laundrys are popular choices among business buyers as
they often can be successfully run as an absentee run business.
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I provide business brokerage niche services specializing in the hospice and home health care agency industry in the Los
Angeles County or Ventura County areas. For either buying or selling assistance please phone or email me today.

Bradford Wilcox, and Christopher G. Apart from the parental valuation of obedience, the lines of authority in
conservative Protestant families are demarcated and affirmed by the more frequent use of corporal punishment
in such homes. Recommendations in favor of corporal punishment are coupled with the mandate that parents
clearly articulate their behavioral expectations to children, and are accompanied by caveats that urge leniency
in the face of mitigating circumstances e. In fact, many best-selling evangelical advice authors explicitly
instruct parents to spank defiant children early in the face of willful disobedienceâ€”before tempers flareâ€”to
offset the chance that physical punishment might escalate into abuse. Moreover, many of these commentators
recommend that parents use a neutral instrument e. At the same time, evangelical child-rearing experts
discourage the use of parental yelling as a means of discipline. In their view, yelling signals a loss of control
by the parent, breeds disrespect in children, and is seen as both ineffective and abusive. Our survey research
reveals that, on average, evangelical parents spank their children considerably more often than their
non-evangelical counterparts. Interestingly, these same parents also yell at their youngsters significantly less
than their peers. So, evangelical parents seem to be heeding the advice they receive from leading religious
conservatives. Taken together, these findings suggest that spankings in evangelical homes are more narrowly
circumscribed around specific infractions and are considerably more controlled than those meted out in other
households where spankings occur. Within this religious subculture, specific passages in the Bible e. Other
scriptural passages e. These readings of scripture, then, support the frequentâ€”yet bounded and
restrainedâ€”use of corporal punishment by evangelical parents. However, our analyses of conservative
Protestant parenting advice manuals and survey data with evangelical parents suggest that corporal
punishment in evangelical homes may insulate children from the negative effects typically associated with
physical discipline. As noted, evangelical parenting experts have written volumes of advice manuals
describing what they define as the proper administration of corporal punishment. Moreover, we surmise that
physical discipline takes on a unique meaning within this religious subculture because conservative Protestant
leaders define corporal punishment as a demonstration of love and concern for the psychological, social, and
spiritual well-being of youngsters. Conservative Protestant parents are not only more likely to spank their
children. As it turns out, these caregivers are considerably more inclined to affirm their youngsters with
frequent hugs and words of praise. For those situated within this religious subculture, the evangelical emphasis
on affectionate child-rearing comes as no surprise. The very same conservative Protestant advice manuals that
highly recommend the spanking of children have whole chapters dedicated to the more tender side of effective
child-rearing. Because evangelicals see the nature of children as a product of willfulness and tenderness,
physical discipline is encouraged to "shape the will" while regular displays of affection and support are urged
to "build the spirit. Evangelical child-rearing manuals, many of which have sold millions of copies, also
admonish fathers not to become so engrossed in their professional careers that they neglect the needs of their
wives and children. This advice, commonly reinforced from pulpits in local evangelical congregations, seems
to be getting through to the men situated at the grassroots of this religious subculture. Conservative Protestant
fathers report considerably more involvement with their youngsters than their mainline and non-religious
counterparts. Higher levels of paternal involvement within evangelicalism are not spurred on merely words of
encouragement articulated by religious luminaries. Within local conservative Protestant churches across the
nation, pro-father language is coupled with an array of faith-based youth activities e. The reality behind the
gloss of "new fatherhood" is that broad cultural and economic shifts have prompted menâ€”and increasingly
womenâ€”to privilege their work lives over their family commitments. Yet, by effectively carving out a
distinctive, neo-traditional niche for fathers to fill within the household, conservative Protestant congregations
and social movements such as the Promise Keepers have made it possible for men to strike the delicate
balance between work and family by putting their faith into action within the home. Toward a Reconsideration
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Given the fact that evangelical child-rearing melds authority-minded and emotionally expressive parenting
styles, the time is right to reconsider the one-dimensional portraits of conservative Protestant parentsâ€”and,
particularly, notions of an authoritarian evangelical father. These unflattering and inaccurate depictions have
held sway in American culture for far too long. However, critics of religious conservatives would do well to
remember that many of the values embraced in progressive quartersâ€”i. Indeed, these progressive parenting
strategies are utilized more by evangelicals than by other parents. The portrait that emerges from research on
conservative Protestant child-rearing paints a more complicated and balanced picture of parenting within a
religious subculture that, by some estimates, is comprised by nearly twenty percent of the American
population. This unique amalgam of traditional and progressive child-rearing practices is not producing
discernible negative developmental outcomes in evangelical youth. Quite to the contrary, existing evidence
suggests that evangelical parenting yields positive benefits for the children raised in such homes. Parenting
Ideology and Practice in Evangelical Families, on this subject. Their previous work on evangelical
child-rearing includes the following publications and research papers. Conservative Protestants and the
Hermeneutic Interpretation of Scripture. Remaking the Godly Marriage: Gender Negotiation in Evangelical
Families. The Case of Parental Yelling. Gender and Parenting in Conservative Protestant Households.
Conservative Protestantism and Corporal Punishment. University of Illinois Press. Bartkowski, and Michelle
L. Musick, and George W. Conservative Protestantism and Support for Corporal Punishment. American
Sociological Review Religion and Parental Values Reconsidered. Bradford, and John P. Conservative
Rhetoric, Progressive Practice.
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In a world where every law firm is (or says) they are "full-service," comes this issue of Law Practice Today dedicated to
niche practice marketing. Depending on your firm, practice and related industries, a niche can be many things to many
peopleâ€”with no real right or wrong answers.

Posted by Nicole Blanckenberg on Best Practice , eCommerce Tools Over the last couple of weeks I decided
to open an online store so I could take our readers step by step through the entire process from beginning to
end. What niche will you be selling, you may ask? The secret to finding a niche is about finding a balance
between your passions, your skills and the demand of the market. Before I could decide what I was going to
sell I needed to think about the niche I was going to sell in: I totally understand how trying to find a niche can
be frustrating and demotivating; which is why I put together this guide. But, firstâ€¦ What exactly is a Niche
Market? A niche market is a specific market that a product is focusing on. A niche can be further broken down
into smaller market segments that will be determined by things like demographics age and location and buying
power. Firstly, choosing a niche allows you to think about, research and understand your target audience. It
allows you to put yourself in the mind of your possible consumer, to see what types of products you should be
pushing to fill their needs. Secondly, as any seasoned online store owner knows, product popularity fluctuates.
So why look at your passions? Because your passions will point you in the initial direction before you get your
research on. For me that was simple to do: But, how to materialize that into a possible online store niche? To
do that I broke my lists down further. For example, for travel, possible niches include travel gear, travel books,
travel destinations and so forth. Then, for each item on the list, I followed the remaining steps to see if the
niche was indeed profitable. Identify Your Audience For each possible brainstormed niche, the next step is to
look at the audience potential: For example, one of my possible niches was travel, which in itself is very
broad. This can include a wide range of ages, locations, and financial standings. A student backpacker will
have a lot less to spend and have different needs to fill, than a professional business traveler. So, I broke it
down into different types of possible audience segments within that niche. Product store aimed at backpackers
and digital nomads Product store aimed at family vacationers Product store aimed at luxury travel lovers
Product store aimed at people who want to experience different countries Product store aimed at business
travelers Product store aimed at travel hobbyists Write down the broad niches you are passionate about,
interested in and know something about, without censoring yourself, and then break it down further to get
your list of possible of store niches. To really break into a niche you need to be able to add value within it. The
thing is, there will be hundreds of other stores selling the same products within the same niche. You need to
ask yourself whether your store is able to solve problems or provide for the needs of your potential shoppers in
that niche, and whether you can provide value â€” or offer a unique spin â€” to make your store stand out.
Being an expert in your niche allows you to provide informative content and position yourself as the go-to
expert within that niche, making your store, your products and your brand more trustworthy, knowledgeable
and helpful and ultimately more profitable. I am not saying you absolutely have to be an expert, but it
definitely will give you a step up. Is There Customer Interest? Next, ask yourself if there is customer interest.
Is there a significant number of people as passionate about your possible niche as you are. Spend some time on
online forums or talking to people around you that fit into your possible audience. Ask yourself if people are
spending money in the niche and are there presently problems or needs that your online store could fill. To dig
further, I would need to look at each possible segmented niche to gauge the amount of interest and to which
products that segment would. As a potential store owner without an existing customer base I could
crowd-source for information, it was time to hit Google, step 4. Research Industry Trends Now this is where
you really get your hands dirty. To do this you will need to research trends, search volumes and demand
within your niche, as well as what products are being sold. There is an abundance of online resources out there
for you that can help you conduct your search on finding a profitable niche. These are the ones I used. You can
search anything from antiques to video games, as well as by keyword. Google Google trends is a great source
of trending, interest and search data. Not only will it show you the search volumes over the last five years, but
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you can see where in the world there is most interest. This is an important consideration when choosing your
niche whether you are going to be selling locally or globally. You can also use Google Trends to search
Google Shopping. This will give you the biggest trending products online from as recent as an hour ago to as
far back as On the left, all the categories or sub-niches within that niche will be displayed. Go back to your
possible niches and ask yourself, would this fit the segment I have chosen? Carrying on with my example,
using the best sellers from below, it is clear that most of the best sellers would not be in high demand among
backpackers. So if I still want to aim for that niche I would have to dig a little deeper. Get Specific With
Google Keyword Planner You can use the Keyword Planner to get niche segment ideas, as well as to check
the demand on the segment you are shortlisting. Finding Possible Products The kinds of products you can sell
in your market niche will determine how profitable the potential niche can be. Have a look at your list of
potential niches and see if there are any of the below types of products you could implement to increase
profitability within your niche. Products that are Hard To Find Locally By supplying products that are difficult
to find in the areas you are marketing to, you are able to tap into demand and make your store the go-to for a
niche. Small Products Will your products be small enough to ensure cheaper shipping costs and therefore
higher margins? Consumable Products Products that are used up quickly, coupled with good customer service,
means more frequent business which ultimately brings in more sales and profit. Having products that have
accessories or additional, will make them easier to upsell. Once you know there is a demand and a list of
products, you need to look at the numbers to see exactly how profitable it will be. To do that you need to work
out your potential margins and pricing. Plus you need to look at a lot of other competitive variables, to get a
truer understanding of what the average sales price is. Which brings us to the final step: Analyze the
Competition To find out who your biggest competitors would be, a simple Google and Amazon search will get
you started. You will want to look at who your competitors in the potential niche would be, who their
customers are, what kind of content they provide, shipping options, price, etc. Now, I am not saying that
competition is the worst thing in the world. Not only does it prove the popularity of a niche, confirm demand
and ensure there are sales to be had, but it gives you a chance to see how you can position your store to win
customers over. It is about being able to provide value. People will pay more for things like good service,
faster delivery, and better quality. My Main Takeaways There are no perfect profitable niches. Yeah, I said it.
Stay tuned in the coming months as we explore and tackle the ins, outs, struggles and small successes of
opening up an eCommerce store from scratch. Nicole Blanckenberg Nicole is a content writer at StoreYa with
over fifteen years experience and flair for story telling. She runs on a healthy dose of caffeine and enthusiasm.
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The Practice: The Danger and Pleasure of a Niche Practice By Brian Tannebaum There's been a lot written about niche
practices, but Brian Tannebaum will tell you the truth about the danger and.

Market segmentation Markets generally fall into two broad types, namely consumer markets and business
markets. A consumer market consists of individuals or households who purchase goods for private
consumption and do not intend to resell those goods for a profit. A business market consists of individuals or
organisations who purchase goods for one of three main purposes; a for resale; b for use in producing other
goods or services and; c for general use in daily business operations. Market segmentation is the process of
dividing a total available market, using one of a number of key bases for segmenting such as demographic,
geographic, psychographic, behavioural or needs-based segments. Whereas a pyschographic segmentation
might yield segments such as Young Singles, Traditional Families, Socially Awares and Conservatives.
Identifying consumer demand and opportunity within these segments should assist the marketer to idenfify the
most profitable segments. Although there are many different ways to segment a market, the most common
bases used in practice are: Psychographic â€” Attitudes, values, beliefs, interests and lifestyles. This profile
typically describes the similarities between consumers within each segment and the differences between
consumers across each of the segments. A profile will include all such information as is relevant for the
product or service and may include basic demographic descriptors, purchasing habits, disposition to spend,
benefits-sought, brand preferences, loyalty behavior, usage frequency and any other information deemed
relevant to the subject at hand. Additional research may be undertaken at this juncture to ascertain which
segments require detailed analysis with the potentail to become target segments. Selecting the target market[
edit ] A key consideration in selecting the target markets is whether customer needs are sufficiently different
to warrant segmentation and targeting. In the event that customer needs across the entire market are relatively
similar, then the business may decide to use an undifferentiated approach. On the other hand, when customer
needs are different across segments, then a differentiated i. In certain circumstances, the segmentation analysis
may reveal that none of the segments offer genuine opportunities and the firm may decide not to enter the
market. The secondary target market is likely to be a segment that is not as large as the primary market, but
may have growth potential. Alternatively, the secondary target group might consist of a small number of
purchasers that account for a relatively high proportion of sales volume perhaps due to purchase value,
purchase frequency or loyalty. However, these considerations are somewhat subjective and call for high levels
of managerial judgement. Accordingly, analysts have turned to more objective measures of segment
attractiveness. Historically a number of different approaches have been used to select target markets. Under
this approach, the business attempts to define the primary geographic catchment area for the business by
identifying people who live within a predetermined distance of the business. For a retailer or service-provider
the distance might be around 5 km; for domestic tourist destination, the distance might be km. This method is
used extensively in retailing. Using this method, the business allocates its resources to target markets based on
historical sales patterns. This method is especially useful when used in conjunction with sales coversion rates.
This method is used in retail. A disadvantage of the method is that it assumes past sales will remain constant
and fails to account for incremental market potential. This method is used to identify new business potential.
Primary research, typically in the form of surveys, identifies people who have not purchased a product or
service, but have positive attitudes and exhibit some interest in making a purchase in the short-term. Although
this method overcomes some of the disadvantages of other methods, it is expensive even when syndicated
research is used. Chain ratio and indexing methods: This method is used in marketing of branded goods and
retail. It involves ranking alternative market segments based on current indices. Widely used indices are the
Category Index and Brand Index. By dividing the Category Index by the Brand Index, a measure of market
potential can be obtained. International segmentation and targeting[ edit ] Segmentation and targeting for
international markets is a critical success factor in international expansion. Yet, the diversity of foreign
markets in terms of their market attractiveness and risk profile, complicates the process of selecting which

Page 9

SELLING A NICHE PRACTICE BY JOHN VENTURA pdf
markets to enter and which consumers to target. Targeting decisions in international markets have an
additional layer of complexity. An established stream of literature focussing on International Market
Segmentation IMS suggests that international segmentation and targeting decisions emply a two stage process:
Macro-segmentation assess countries for market attractiveness, i. This is facilitated by the relatively wide data
availability for macro-variables. Most government departments collect business census data as well as data for
a broad range of economic and social indicators that can be used to guage the attractiveness of various
destinations. During the research and analysis carried out during the segmentation and targeting process, the
marketer will have gained insights into what motivates consumers to purchase a product or brand. These
insights can be used to inform the development of the positioning strategy. The communications strategy is the
primary means by which businesses communicate their positioning statement to target audiences. Marketing
mix Once the segmentation has been carried out, target markets selected and the positioning strategy
developed, the marketer can begin to shape the marketing mix or marketing program around the needs, wants
and motivations of the target audience. The four core marketing activities include: Product â€” the item or
service that is being offered, through its features and consumer benefits and how it is positioned within the
marketplace whether it be a high or low quality product. Price, is a reference to the sacrifices made by a
consumer to acquire a product and may include both monetary and psychological costs such as the
combination of the ticket price, payment methods and other associated acquisition costs. Place refers to the
way that a product physically reaches the consumer â€” where the service or item is sold; it also includes the
distribution channels in which the company uses to get products or services to market. Finally, Promotion
refers to marketing communications used to convey the offer to consumers and may include; personal selling,
advertising, public and customer relations, sales promotion and any other activities to communicate with target
markets. Instead, they relied on checklists or lengthy classifications of factors that needed to be considered to
understand consumer responses. Jerome McCarthy published his now-classic work, Basic Marketing: A
Managerial Approach that the discipline accepted the 4 Ps as constituting the core elements of the marketing
mix. The commonly accepted 7Ps of services marketing include: The product is the primary means of
demonstrating how a company differentiates itself from competitive market offerings. The differences can
include quality, reputation, product benefits, product features, brand name or packaging. Price[ edit ] Price
provides customers with an objective measure of value. Price can be an important signal of product quality.
Prices can also attract specific market segments. For instance, premium pricing is used when a more affluent
segment is the target, but a lower-priced strategy might be used when price-conscious consumers are the
target. Price can also be used tactically, as a means to advertise, short stints of lower prices increase sales for a
variety of reasons such as to shift product over-runs or out of season goods. For maximum efficiency,
distribution channels must identify where the target market are most likely to make purchases or access the
product. Distribution or place may also need to consider the needs of special-interest segments such as the
elderly or those who are confined to wheelchairs. For instance, businesses may need to provide ramps for
wheelchair access or baby change rooms for mothers. Promotion[ edit ] Promotion refers to "the marketing
communication used to make the offer known to potential customers and persuade them to investigate it
further". Target marketing allows the marketer or sales team to customize their message to the targeted group
of consumers in a focused manner. Research has shown that racial similarity, role congruence, labeling
intensity of ethnic identification, shared knowledge and ethnic salience all promote positive effects on the
target market. Research has generally shown that target marketing strategies are constructed from consumer
inferences of similarities between some aspects of the advertisement e. Consumers are persuaded by the
characteristics in the advertisement and those of the consumer. When television first came out,
undifferentiated marketing was used in almost all commercial campaigns to spread one message across to a
mass of people. Differentiated marketing however is a method which requires a lot of money to pull off. Due
to messages being changed each time to advertise different messages it is extremely expensive to do as it
would cost every time to promote a different message. Differentiated marketing also requires a lot time and
energy as it takes time to come up with ideas and presentation to market the many different messages, it also
requires a lot of resources to use this method. Concentrated marketing or niche marketing[ edit ] Niche
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marketing is a term used in business that focuses on selling its products and services solely on a specific target
market. Despite being attractive for small businesses, niche marketing is highly considered to be a difficult
marketing strategy as businesses may need thorough and in-depth research to reach its specific target market
in order to succeed. Niche marketing, is also primarily known as concentrated marketing, which means that
firms are using all their resources and skills on one particular niche. Niche marketing has become one of the
most successful marketing strategies for many firms as it identifies key resources and gives the marketer a
specific category to focus on and present information to. This allows companies to have a competitive
advantage over other larger firms targeting the same group; as a result, it generates higher profit margins.
Smaller firms usually implement this method, so that they are able to concentrate on one particular aspect and
give full priority to that segment, which helps them compete with larger firms. According to, Hamlin, Knight
and Cuthbert, , [34] niche marketing is usually when firms react to an existing situation. There are different
ways for firms to identify their niche market, but the most common method applied for finding out a niche is
by using a marketing audit. This is where a firm evaluates multiple internal and external factors. This would
then help determine which marketing approach would best fit their niche. There are 5 key aspects or steps,
which are required to achieve successful niche marketing. Developing a market plan is when a firms
marketing team evaluates the firms current condition, what niches the company would want to target and any
potential competition. A market plan can consist of elements such as, target market, consumer interests, and
resources; it must be specific and key to that group of consumers as that is the speciality of niche marketing.
Focusing your marketing program is when employees are using marketing tools and skills to best of their
abilities to maximise market awareness for the company. Niche marketing is not only used for remaining at a
competitive advantage in the industry but is also used as a way to attract more consumers and enlarge their
client database. By using these tools and skills the company is then able to implement their strategy
consistently. Smaller and medium-sized firms are able to compete against niche marketing, as they are able to
focus on one primary niche, which really helps the niche to grow. Smaller firms can focus on finding out their
clients problems within their niche and can then provide different marketing to appeal to consumer interest.
When new companies are formed, different people bring different forms of experience to the company. This is
another form of niche marketing, known as niche based on expertise, where someone with a lot of experience
in a specific niche may continue market for that niche as they know that niche will produce positive results for
the company. This is where merging industry specialist are utilised. As one company may have the tools and
skills to market to the niche and the other may have the skills to gather all the necessary information required
to conduct this marketing. According to Caragher, , [33] niche marketing, if done effectively, can be a very
powerful concept. Direct marketing[ edit ] Direct marketing is a method which firms are able to market
directly to their customers needs and wants, it focuses on consumer spending habits and their potential
interests. Direct marketing is done by collecting consumer data through various means.
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Aside from lawyers, doctors, accountants and architects, selling professional liability insurance to niche markets is a
relatively new practice. To be effective in the professional liability market, you must understand first how professional
liability differs from general liability, and then the.

Select multiple States by holding down the Ctrl key Broker Name: Fairfield County accounting firm is looking
to expand our practice. Our primary focus is on small business accounting, write-up,payroll processing and
income tax preparation. Successful since with several prior practice acquisitions. We are willing to consider
transitional situations where the current owner is planning for succession. CPA with 20 years tax experience
primarily focusing on partnerships with a niche in Real Estate seeks opportunity to work with a CPA that is
retiring in 1 or 2 years with their own practice for eventual purchase. Nassau County Location would be ideal.
We are is interested in purchasing an accounting practice to merge into our existing firm preferably in Bergen
county or nearby. We have successfully completed acquisitions in the past. Call or email Peter Manetta
Partner at Looking to purchase firms in the , to , gross receipts range. The next wave has started. So, now it is
time for you to learn the value of a truly multi-disciplinary approach to your tax practice, before the Internet,
fee compression, and other external forces further erode your value. Integrate other requisite disciplines now,
and stay ahead of the curve. Inquiries welcome to learn how, now. Open to seller taking on a consulting role
post closing or selling part of practice now and remaining part over several years. Cash in hand for healthy
down payment and looking to move quickly once suitable practice is identified. Will request NDA as buyer
currently works in tax field. We are currently after good quality practices in the New York area. Please email
azim easypaye. I would sign non disclosure agreement. Confidential response to CpaPurchase gmail. I am not
a broker. Confidential response to PurchaseCPA gmail. Expertise lies in Schedule C, Schedule E with some
foreign tax return experience. Would be glad to sign a non-disclosure agreement. Please contact me at
mynCPA gmail. No Audits or Reviews. Interested parties, please respond to this email. Currently, operating a
small accounting firm in Ellis County and am looking to expand. Ideal set up would be small to medium size
clients that could be easily transferred to my office. Please contact me at cpapracticetobuy gmail. If you are in
business for yourself and would like to increase your clientele, our successful business model will help you
gain new customers within weeks. If you are currently working for someone else or looking for work but
always wanted to go into business for yourself we will help you become a fully established firm and
generating a six figure income in less than a years time. Part of our successful program includes setting weekly
customer appointments for you. Take advantage of the upcoming tax season now. Click here for the full
description of the opportunity and start receiving accounting and tax customers immediately: Practice should
have both bookkeeping and tax business and individual clients. There will be additional services provided
including monthly reporting, quarter filers and payroll clients. I can be reached by email at cmartin yahoo.
Leave your name, telephone number and the best time to contact you. Buyer interested in purchasing existing
practice in South Oklahoma City. Please call Darren Montgomery at or email at montgomerycpa coxinet.
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9: Selling the Couch with Melvin Varghese, Ph.D. by Melvin Varghese, Ph.D. on Apple Podcasts
Practice Details: Owner is retiring and ready to sell this niche business tax practice. Well established, in business over
25 years located in the Northern Milwaukee Metro area. This practice has a well-established and loyal client base.

Getty Images Prior to founding my startup, I was already an established authority figure in the world of online
marketing and entrepreneurship. Because of this, I enjoyed sharing my experiences and knowledge both online
and offline by being featured in leading publications like TechCrunch, Inc, Mashable and many others. I
founded Due, an online invoicing and payments tool, and quickly realized that I was an absolute outsider. In
other words, I had to start from scratch. First things first, you need to do a little homework about your specific
industry. Review some back copies of trade magazines and articles from industry leaders and influencers. Play
close attention to the ads on these sites and sources. Instead of getting overwhelmed, focus on one subject at a
time. Attempting to learn too much at one time is just setting yourself for failure. Furthermore, it will help you
understand your niche better so that you can become that authority figure in your industry. Since I had
experience with freelancing and entrepreneurship, the easiest place to start when discussing the payments
industry was covering topics like invoicing topics for freelance designers and the hottest FinTech startups.
Become a brand advocate and educator. This is some information right here. For me, this meant building up
the blog on our company site, as well as my own site. Keep in mind that when write a blog post or an article
for an industry website or magazine, try to keep the jargon and buzzwords to a minimum. Get involved in your
industry. Besides writing and attending leading industry events, you also want to get involved with your
industry as much as possible by becoming a member of leading associations and organizations in your
industry. You could also volunteer at events, engage with influential industry figures, and join a board of
directors. Did you ever try to play a musical instrument like the guitar? Or, according to Malcolm Gladwell in
Outliers, "10, hours before you get good. Jun 16, More from Inc.
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