
Defining Your Niche
 Finding Your Audience 
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Part Two



Hopefully, you took
a rest, went over
your work and are
ready to keep on
truckin'



Now comes the hard part, but an essential one. 

Take your top three markets and be more specific, i.e.
healthcare market. 

Do you want to reach nursing home administrators,
dentists or dental assistants even, orthodontists, nurses
or directors of nursing? 

The healthcare industry taken as a whole is a huge market.
It’s your goal to zoom in on a very specific group of people,
the more targeted you can become, the more you will
succeed. 

Trust me on this one - really focus and think. If you need to
walk away and take a break and come back to this section
then do so. The same would go for any other market you
listed. You must determine a very specific group of people
within each market.

See Example Below



Example

Market #1 – Healthcare

Audience (a very specific group of people you want to reach)

1. Retail for home health care (upper management only)
2. Nursing Administrators to long-term health care facilities
3. Dentists specializing in cosmetic procedures

This is just an example. The field is wide open. 

If you have a great solution to this very specific group of people’s
problem, then you will do great! 

Remember you do not need a Ph.D. or a nursing degree to speak to this
group of people. Do not be intimidated by degrees and certifications. 

You have a solution to their problem. That’s it. This is where many are
misinformed or feel they do not “qualify” to speak to this group. 

If your experience is in Management at the administration level, then
you can speak in any market and within any group on this topic. 

Now it’s your turn.



 Market #1

1.
2.
3.

Market #2

1.
2.
3.

Market #3

1.
2.
3.



By now, you should have narrowed
down the market in which you want to
work and identified some very specific
groups of people within it. 

What will determine which group you
will market to is this: 

A comparison of your beliefs with
theirs. What are their qualities and are
they really your ideal audience? 

If belief-systems contradict one
another, then this is not a good match.
Move on.



Another determining factor is if this is a paying group of
people. 

Sounds obvious, right? Maybe, maybe not. 

Do some research. Is this a group that makes enough money to
pay you? Are they visible and easily accessible? Do they have
groups, associations and organizations? 

Do they have a very specific problem that needs a solution/s? 
Is this a solution that you can provide? 

We Can Pay You!



You can also research other speakers who have a
similarly targeted group. 

Who is their audience? 
Where do they speak? 
What companies and organizations hire them
consistently and repeatedly? 

Do not by any means copy another speaker. You
may research, but always remember the
importance of being YOU. It is only the YOU that
you are that will make your speaking successful,
not a repackaging of someone else’s persona, ideas
or materials.



On the next page is another exercise to help you narrow in
on your audience. 

You have already listed your top 3 markets and which
groups within that market you would like to target. Now
comes the research part. 

Use the model you created above when listing your target
markets and groups of people for the exercises below:
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Do This!



Market #1 _________________________________

Can this market pay me?
______________________________________________________

Audience #1_____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? If so, what might it be?
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. Don’t back away from a group you feel you are
perfect for and one you are meant to serve, simply because you have a
little competition. 

However, if you are trying to compete with hundreds to get in front
of a very small group of people, you may want to think about another
group. It may be are too many fish in the water already.

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this
group of people has? (Be very specific. It needs to be something that
they are searching out help for; something that they just can’t seem
to solve or find answers to within their group.)

© Charli Jane Speaker Services | www.CharliJane.com | info@CharliJane.com | All rights reserved. No duplicating

Market & Audience Viability Worksheet Cont.

1.



8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. 

What is it? 

Is it enough of a problem that they are willing to pay you to deliver
the solution?
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Market & Audience Viability Worksheet Cont.



Audience #2 _____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations
or organizations? (Do your research thoroughly before
answering this one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? 
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Market & Audience Viability Worksheet Cont.



6. Do I have competition? If so, whom and what will set me apart
from the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and
helps you become creative. Don’t back away from a group you feel
you are perfect for and one you are meant to serve, simply because
you have a little competition. However, if you are trying to
compete with hundreds to get in front of a very small group of
people, you may want to think about another group. 

In-Depth: A little more on “the problem” and your solutions
7. What do I believe is the number one problem or challenge this
group of people has? (Be very specific. It needs to be something that
they are searching out help for; something that they just can’t
seem to solve or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is
it? Is it enough of a problem that they are willing to pay you to
deliver the solution?)
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Market & Audience Viability Worksheet Cont.



Audience #3 _____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations
or organizations? (Do your research thoroughly before
answering this one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? 
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Market & Audience Viability Worksheet Cont.



6. Do I have competition? If so, whom and what will set me apart
from the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and
helps you become creative. Don’t back away from a group you feel
you are perfect for and one you are meant to serve, simply because
you have a little competition. However, if you are trying to
compete with hundreds to get in front of a very small group of
people, you may want to think about another group. 

In-Depth: A little more on “the problem” and your solutions
7. What do I believe is the number one problem or challenge this
group of people has? (Be very specific. It needs to be something that
they are searching out help for; something that they just can’t
seem to solve or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is
it? Is it enough of a problem that they are willing to pay you to
deliver the solution?)
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Market & Audience Viability Worksheet Cont.



NOW: 
Do the same exercise
below with each market
you listed previously in
the above exercise
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Market #2 _________________________________

Can this market pay me?
______________________________________________________

Audience #1_____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? If so, what might it be?
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. Don’t back away from a group you feel you are
perfect for and one you are meant to serve, simply because you have a
little competition. However, if you are trying to compete with
hundreds to get in front of a very small group of people, you may
want to think about another group. It may be are too many fish in the
water already.

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this group
of people has? (Be very specific. It needs to be something that they are
searching out help for; something that they just can’t seem to solve
or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is it? Is
it enough of a problem that they are willing to pay you to deliver the
solution?)
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Market & Audience Viability Worksheet



Audience #2_____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? If so, what might it be?
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. Don’t back away from a group you feel you are
perfect for and one you are meant to serve, simply because you have a
little competition. However, if you are trying to compete with
hundreds to get in front of a very small group of people, you may
want to think about another group. It may be are too many fish in the
water already.

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this group
of people has? (Be very specific. It needs to be something that they are
searching out help for; something that they just can’t seem to solve
or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is it? Is
it enough of a problem that they are willing to pay you to deliver the
solution?)
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Market & Audience Viability Worksheet



Audience #3_____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? If so, what might it be?
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. Don’t back away from a group you feel you are
perfect for and one you are meant to serve, simply because you have a
little competition. However, if you are trying to compete with
hundreds to get in front of a very small group of people, you may
want to think about another group. It may be are too many fish in the
water already.

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this group
of people has? (Be very specific. It needs to be something that they are
searching out help for; something that they just can’t seem to solve
or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is it? Is
it enough of a problem that they are willing to pay you to deliver the
solution?)
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Market & Audience Viability Worksheet



Market #3 _________________________________

Can this market pay me? 

Audience #1_____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? If so, what might it be?
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. Don’t back away from a group you feel you are
perfect for and one you are meant to serve, simply because you have a
little competition. However, if you are trying to compete with
hundreds to get in front of a very small group of people, you may
want to think about another group. It may be are too many fish in the
water already.

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this group
of people has? (Be very specific. It needs to be something that they are
searching out help for; something that they just can’t seem to solve
or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is it? Is
it enough of a problem that they are willing to pay you to deliver the
solution?)
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Market & Audience Viability Worksheet



Audience #2 _____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? 
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. 

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this
group of people has? (Be very specific. It needs to be something that
they are searching out help for; something that they just can’t seem
to solve or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is it? Is
it enough of a problem that they are willing to pay you to deliver the
solution?)
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Market & Audience Viability Worksheet



Audience #3 _____________________________ (answer the below
questions about this group of people)

1. What are their beliefs and do they coincide with mine? 

2. Can this group of people pay me? 

3. Are they visible and easily accessible? Do they have associations or
organizations? (Do your research thoroughly before answering this
one.) 

4. Do they have a clearly & easily identifiable and specific problem? 

5. Can I provide a solution to this group? 
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Market & Audience Viability Worksheet



6. Do I have competition? If so, whom and what will set me apart from
the rest of the crowd? Remember don’t be afraid of a little
competition. This is a good thing and keeps you on your toes and helps
you become creative. 

In-Depth: A little more on “the problem” and your solutions

7. What do I believe is the number one problem or challenge this
group of people has? (Be very specific. It needs to be something that
they are searching out help for; something that they just can’t seem
to solve or find answers to within their group.)

8. What do I believe my solution is that will help them solve their
problem? (Once again be very specific. You need to have a clear
solution to a very clear problem that your audience has. What is it? Is
it enough of a problem that they are willing to pay you to deliver the
solution?)
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Market & Audience Viability Worksheet



Whew!
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You made it!!

Now on to part three and the last part! 
It won't take long, I promise!


