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Introduction

Creating is exciting work, and all creations start with a great idea. However, an idea 
that’s not thoroughly thought out can lead to a failed effort. That’s why a crucial 
step on the journey to creating a successful business is to clarify your business 
idea. This step is the most critical step in any business startup.

The long-term success of any business idea is predicated upon finding a gap 
(Niche) in the marketplace, where the business idea can thrive and be successful. 

Identifying your Niche Market starts with linking your background, experiences, 
expertise, knowledge, passion, and vision of the future, with things that you can do 
to solve problems for other people.



An Ideal Niche Market

An ideal Niche Market must address the two criteria listed below:

1. One or more of the following gaps in a competitive space (market):

• A specific problem experienced by consumers, that’s unsolved by other 
businesses, which you have the skills, expertise, knowledge, resources, and 
passion to address.

• A specific problem experienced by consumers, that’s being poorly addressed 
by other businesses, which you have the skills, expertise, knowledge, resources, 
and passion to address more effectively.

• A specific problem experienced by consumers, where the solutions offered by 
other businesses are unaffordable by a segment of those consumers with the 
problem; and where you have the skills, expertise, knowledge, resources, and 
passion to address the problem at a more affordable cost.

• The population of consumers with a specific problem is so huge, many 
businesses are needed to address the consumer demand for solutions, and not 
enough businesses currently exist to adequately address the specific problem. 
Moreover, you have the skills, expertise, knowledge, resources, and passion to 
help address that problem for consumers.

2. Lots of easy-to-find customers (people who have a desire to have a specific 
problem solved and are willing to pay your business to solve that problem).

If your business idea meets the criteria above, then you have identified a solid 
Niche Market. Finding a Niche Market will help ensure that your business 
idea will have lasting success. 

 



Validating Your Niche Market Through Research

Smart entrepreneurs understand the need to validate their assumed Niche 
Market. Such validation requires deeper research into specific market focuses 
(business opportunities related to your planned products/services). It doesn’t 
matter if you don’t have any knowledge about consumer demands for your planned 
products/services, because the research will help you become the expert you’ll 
need to become, to give your business idea the best chance of success.

While you are researching, try as much as possible to find information (consumer 
needs as it relate to the problem(s) your products/services address, the value 
consumers place on such products/services, and what consumers are willing or can 
afford to pay for such products/services) that aren’t so obvious to others. 

It’s important to explore multiple problems and solutions that fit your skills, 
expertise, knowledge, resources, and passion. It’s also important to remember 
that markets can change quickly, so that the answers you find today, may not apply 
months from now.



Worksheet #1

As a part of your research, investigate trends related to problems you are 
interested in solving, and the companies that are currently working to solve those 
problems, by addressing the following:

1. Make a list of specific consumer problems that aren’t currently solved, that you 
are interested in helping to solve.

2. Make a list of specific ways current problem-solving products/services can be 
improved.

3. Is there some gap in the market that you can fill through your competences and 
strengths?

4. What will be the value of your products/services for consumers if you fill those 
gaps?

5. Are consumers in this market ready for improvements you can provide? 

6. Are consumers spending money now, paying for similar types of solutions? How 
much are they spending annually on an average? Can you offer similar solutions 
at a competitive price?

7. Are there companies offering comparable products/services to what you 
envision offering? If so, how can you make your products/services different, but 
still valuable to your potential customers? 



Worksheet #2

Use the table below to help you clarify your Niche Market:

 Consumer Problem(s)
 that Need to be

Solved

Solutions (Products/
 Services) that I Can
 Offer Based on My

Background

 The Market Demand
for Such Solutions

Competitor Offerings

   



Worksheet #3

Once you've completed the above research, it's time to have some fun by 
completing the following sentences:

I Help [define your customers] to [define the solutions you offer to customer]

By [identify the products/services you are offering that provided solutions to your customers]

For example, my sentence is:

I Help passion and purpose-driven entrepreneurs to overcome the pitfalls of business start-up

By providing, through business coaching, a tested and proven system for creating a profitable business

Remember, this sentence can change and evolve with you; it's not fixed in stone. 
Feel free to share your sentence with me via email at amorielmcclerklin@gmail.
com.
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