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Dear Fellow Advisor

Do you operate with the ‘take all comers’ philosophy of a generalist, as many planners 
do? Perhaps you feel that you should try to serve every prospect, so you describe 
yourself as broadly as possible using terms like “financial planner” or “Certified 
Financial Planner™” or the nebulous “financial advisor.”

The problem with these words is that they force people to figure out what you really 
do and whom you best serve. Vague descriptors provide minimal insight into the 
value you provide. The person you’re talking to—a prospect, complementary service 
provider or even someone you’ve met at a party—has to work to ask the right follow-
up questions to discover if you are a fit. Often, they won’t bother. If you are using 
ambiguous descriptors on your website, for example, you’ve lost the opportunity for 
ideal readers to learn more in the few seconds you have their attention.

Ironically, too many financial planning professionals are so concerned with missing 
out on a prospect that they let countless opportunities slip right past them without 
even realizing it. The generalist strategy is one of the least effective marketing 
strategies since clients rarely search for someone who can work with everyone; they 
seek professional expertise from someone who can help them solve their specific 
problems. When you describe yourself as a specialist, you have much higher odds of 
forming an immediate connection with the right prospects.

Clearly categorizing what you do and identifying your niche will attract the ‘perfect’ 
prospects who eagerly want to learn more.

In this workbook I outline my 9-Step Possibility Process™ and teach you how your 
knowledge, experience, interests, and life stage can all help you identify the right 
niche for you. Take time to answer each step in the process fully, and you’ll step away 
with an expanded view of the possibilities open to you.  

 Go out, use what you learn, have fun, and create what you want! 

 Thank you for joining me.

 

Sincerely,

 

WELCOME!
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Step 1  Identify your FAVORITE clients

Step 2  Identify your BEST clients

Step 3  List out your SKILLS and TECHNICAL 
             KNOWLEDGE

Step 4  Leverage your CREDENTIALS and 
       EXPERTISE

Step 5  Leverage your PAST

Step 6  Leverage your LIFE STAGE

Step 7  Leverage your CULTURE, SEXUAL       
         ORIENTATION, or RELIGION

Step 8  Identify your HOBBIES/INTERESTS and 
           ORGANIZATIONS

Step 9  Leverage your experience of FINANCIAL 
         EVENTS

       Select Your Niche!
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How do you find your niche?
“THE POSSIBILITY PROCESS”
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Step 1

Identify your FAVORITE clients.  You look forward to seeing them; 
you enjoy helping solve their problems; you find you’ve taken a personal interest in 
their situation; you empathize with them; you would almost work for them for free.  
Describe each client by demographics and psychographic attributes.

Demographics

Client Name

Age

Income

Net Worth

Marriage 
Status

Location

Ethnicity

Employment
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Step 1

Psychographics

Client Name

Personality 
Traits

What draws 
you in about 
them?

Concerns

Issues

Attitudes
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Step 2

Identify your BEST clients.  Keep in mind  these may not be the same 
people who have brought in the most revenue for you.  Maybe they’ve purchased the 
intricate insurance product, they have a large portfolio, they are willing to pay higher 
fees, they have renewed multiple times, they have referred many friends.  Describe  
these clients.

Demographics

Client Name

Age

Income

Net Worth

Marriage 
Status

Location

Ethnicity

Employment



6

Step 2

Psychographics

Client Name

Personality 
Traits

What draws 
you in about 
them?

Concerns

Issues

Attitudes
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Step 3

List out the skills and technical knowledge within the financial 
planning process where you excel or you enjoy the work most.  Here are a few 
examples:

•  Are you also a lawyer with strong estate planning knowledge and skills?

•  Were you an equity research analyst and you enjoy actively managing portfolios?

•  Are you a whiz at helping people with budgets and cost containment?

•  Are taxes your forte?

•  Were you once a project manager with holding people accountable as your 
   strong suit?

•  Are you knowledgeable about employment benefits and able to examine 
   retirement and other investment-oriented employment benefits available to  
   business clients and their employees?

Other questions to ask yourself:

•  What topics do I enjoy reading about?  Real estate? Education? Lifestyle issues?

•  What publications, web sites, information interest me?

•  What areas am I drawn to for my CE?

List out any ideas that come to mind:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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Step 4

Leverage your credentials and areas where you can claim 
expertise.  Include any DEGREES or DESIGNATIONS you may have, such as 
insurance agent, CFP®, attorney, nutritionist, R.N., MBA, direct marketing expert, 
webmaster, yoga instructor, certified massage therapist, champion cyclist. 

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________
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Step 5

Leverage your past (similar to your credentials).  What else have 
you done for a living?  What particular insights into a niche do you have, whether from 
a particular industry, trade, or career stage?  What transitions have you personally 
made?  What is on your resume?

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________
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Step 6

Leverage your life stage.  Identify the particular life stage(s) with which you 
can best associate yourself.   

                 

Graduating College   Engaged    Pregnant

Preparing to Adopt   New Parents    Parents of Teens

Empty Nesters   Nearing Retirement   Recent Retirees

Retirees    Caring for Aged Parents  Divorced

Widowed    Enduring Illness

What are other areas in which you feel you will be able to relate to clients? 
What other key life events have you experienced?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________



11

Step 7

Leverage your culture, sexual orientation, or religion.  Think 
about your political beliefs or social issues that are important to you.  

Through which affiliations do you feel you are able to relate to your clients? 

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________
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Step 8

What are your hobbies and interests?  What organizations do you 
belong to?

Sailing    Electronics   Rotary Club 

Travel     Dancing   PTA   

Golf     Theatre and Arts  Country Club

Decorating/Crafts   Outdoor Recreation  Garden Club

Pets     Sports    Book Club

Sustainable Living   Cooking   Patron of the Arts 

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________
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Step 9

Leverage the financial events that you have experienced.

  

Receiving inheritance Putting kids through college Stock option “success”

Buying/selling a home Buying/selling a business  Exiting Bankruptcy

Divorce Settlement  Supporting Parents    Winning Lottery

Paying down large amounts of credit card debt or school loans 

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________
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Select Your Niche

Now that you have completed The Possibility Process™ I am certain you can see how 
taking all of these different perspectives can reveal your niche. 

EXERCISE 

1. Set a timer for 60 seconds.

2. Write down as many niches as possible during this time. Do not judge your 
choices. Brainstorm all possibilities now that you’ve sparked your imagination. 

__________________________________             __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________ __________________________________

__________________________________             __________________________________ 

 

3. Circle the ONE that you feel is the most likely one you want to pursue. 
What resonates with you right this minute? Circle it.  (You can revisit this step if the 
niche does not fit for you).

4. Ask yourself a few questions about this niche. 

  •   What do you expect their biggest financial concerns or needs are? 

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________
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Select Your Niche

   •   What type of service(s) would match up for them (that you currently or want 
       to offer)?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

  •   Which skills/technical knowledge do you have that align with this niche?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

  •   What are they interested in? What are their hobbies? How do they spend 
       their time? Is there a match with yours?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

  •   How can you immediately sell yourself as an expert to this audience? How 
      do your credentials, degrees, former work experience, life stage, personal  
      experience match up?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

  •   What else do you already know about these people?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________
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Select Your Niche

  •   What would you want to find out?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

 

5. Gauge the viability of this niche.  

How are you feeling about the potential opportunity? What does your intuition say?

____________________________________________________________________________________

Is it too broad to relate effectively? Too narrow to generate enough revenue?

____________________________________________________________________________________

How well do you fit with this audience? How many of the 9 steps match up? 

____________________________________________________________________________________

How do the services you offer fit with their needs?

____________________________________________________________________________________

How appealing are these clients to you?

____________________________________________________________________________________

 

6. Find out more about your audience. Design a survey, interview people who fit 
the niche, and round out what you need to know to feel comfortable selecting this niche. 
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Select Your Niche

Is this niche right for you? 

If no, Go back to step 3 and go through the viability screening again. Repeat until you 
find a niche that fits for you. 

If yes, congratulations! 

 

WRITE DOWN YOUR NICHE: _____________________________________________.  

 

Thank you for participating in The Possibility Process™. 

Learn more powerful marketing strategies at http://www.kristinharad.com. 


