
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 

Knowing exactly what you stand to offer your clients is key. Those who 

make an impact know exactly what they want to do, what they offer and 

how they are different. They not only know who they speak to but exactly 

what they speak to them about. When you meet people, you need to be 

able to tell them in 30 SECONDS, exactly what you do and who you are, 

with conviction. 
 
The key to your success is to get clear about who you are and what your message is, a message that will 

stay with you the whole journey. Knowing exactly WHY you started this, why you deserve to be seen. Let 

the message be personal to you and your vision and what you are genuinely passionate about. 

 

Because… If you don’t know who you are or what you want, how will your audience, your clients 
and your peers? How will you be recommended by others for work? How will you be trusted by 
your customers for purchase. 
 
The key to your success is to get clear about who you are and what your message is, a message that will 

stay with you the whole journey. Knowing exactly WHY you started this, why you deserve to be seen. Let 

the message be personal to you and your vision and what you are genuinely passionate about.  
 

The thing most people get wrong when chasing impact and influence is chasing the destination and 

what they think they want - the numbers, the externals. Now we want to be clear about what we want of 

course, whether it be a published book, more clients, or owning our own studio – but what we want isn’t 

the destination, it isn’t the chase, finding our purpose and being completely sure about our message, is. 

Once we are sure on our purpose, then we can map out exactly what we want.  

 

SO HOW DO WE FIND OUR PURPOSE  
AND MAP OUT OUR NICHE?  

NAILING 
YOUR NICHE 

and owning 
 
Your USP 
 



 

STEP 1: GET CLEAR ABOUT WHY YOU STARTED… 
WHAT IS YOUR STORY? 
 
We need to remember why we started and what we set out to achieve 

with our work. It will often reignite our love and help us remember what a 

difference we want to make. It may even make you realise your love is 

elsewhere now… 

 

MY STORY 
 
Most people don’t realise how powerful their own story is to their journey.  

It is because of what you have been through that will allow you to help 

others. It will end up being who you attract. It is your story that will end up 

being your sales message and the framework for all your work. It will be 

what makes people resonate with you on the highest level. 

 

 

  



 

STEP 2: FINDING YOUR GENIUS/PURPOSE/PERSONAL LEGEND. 
 
Two of our favourite books’ The Leap’ by Gaye Hendricks and  

‘The Alchemist’ by Paulo Coelho talk about finding our purpose, our 

legend, our genius. What are you crazy good at, what drives you, makes 

your heart pump - what were you put here to do?  

 
“TO ACCOMPLISH ONE’S PERSONAL LEGEND IS WHAT YOU HAVE 
ALWAYS WANTED TO ACCOMPLISH.” 
 
 
I started my work so that I could  
 

_______________________________________________________________________ 
 

The thing I love most about my work is that…   
 

_______________________________________________________________________ 
 

When it comes to my work, I am really good at… (get super specific)   
 

_______________________________________________________________________ 
 
The problem I help to solve through my business is: 
 

_______________________________________________________________________ 
 
The desires I help people fulfil are: 
 

_______________________________________________________________________ 
 
The typical clientele I attract are? 
 

_______________________________________________________________________ 
 

 
 
 
 
 
 
 
 
 



 

STEP 3: MASTERING YOUR GENIUS ZONE 
 
Gaye Hendricks, author of ‘Take The Leap’ describes our level of 

competency in work. What zone are you sitting in. He explains how all 

our activities in the world occur from four main zones. The key is to 

spend as much time in your GENIUS as possible 

 

If money, judgements, time weren’t an issue - what would you be doing? 
 

_______________________________________________________________________ 
 
I don’t feel like I am working when I am 
 

_______________________________________________________________________ 
 
What in my work produces the highest ratio of money vs time spent? 
 

_______________________________________________________________________ 
 
What is my unique ability? 
 

_______________________________________________________________________ 
 
 

STEP 4: UNDERSTANDING WHAT YOU WANT TO BE KNOWN FOR  
AND WHAT YOUR NICHE IS. 

  



 

Making an impact and being a key voice in a specific area with a specific message will 

attract people, brands, revenue and clients in that area. The niche you claim is the space 

where people can find you, where people know to promote you. Be brave enough to firmly 

cement yourself in a space and claim it as your own. No matter how different it is. 

 
“THERE ARE PEOPLE WHO OWN BIG SPACES, BUT MOST OF THEM STARTED  
WITH A SMALL TOWN BEFORE THEY OWNED THE WHOLE LAND” 

 

Stepping in to your niche is key in any business. Completely Key. Brands want to work with people in their 

respective niche, people want to go to people who are experts in their niche. The niche you claim is the 

space where people can find you, where people know to promote you. They know to trust you and that 

you are an expert in that field.  
 

The most successful people own a space within a space. 

 
I want to be known as the go-to for: 
 

_______________________________________________________________________ 
 
Someone who wants to: 
 

_______________________________________________________________________ 
 
Someone who needs: 
 

_______________________________________________________________________ 
 
Someone who is looking for: 
 

_______________________________________________________________________ 
 
Someone whose goal is to: 
 

_______________________________________________________________________ 
 
I want to be known as the subject matter expert in: 
 

_______________________________________________________________________ 
 
Your Purpose Statement: 
I.E. Hey, I’m/we are [NAME] and I/we help [WHO] go from [A] to [B]. 
 

_______________________________________________________________________ 
 

 
 


