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• Co-founder at Zephyr


• Cellist


• Sushi connoisseur


• Tennis/pickleball player


• Star Trek nerd


• RIA owner
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• Marketing Coordinator


• Website builder & marketer


• Human/dog mom


• Loves yoga and coffee
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• Benefits of specialization.


• Three dimensions of specialization.


• Marketing with your niche.

Agenda



You’ve Been Told to Specialize



• “Everyone else is doing it” (they’re not).


• “Michael Kitces told me to.”


• FOMO.


• It’s important to get clear about why you 

want to (or don’t want to) specialize.

But Why?



• Scalability & efficiency.


• Higher fees.


• Deeper & more meaningful work.


• Clearer, easier, and more effective marketing.


• Shortened (or zero) sales process.

Benefits of Specialization



• Not reinventing the wheel each time.


• Develop consistent processes.


• Get really good at doing what you do best.


• Spend less time doing it.

Scalability & Efficiency



• Reduce the number of substitutions for what 

you do.


• Your service becomes more valuable.


• Family doctor vs. heart surgeon.

Higher Fees



• Really get to know your area of expertise.


• Strong connections with clients.


• Make a greater impact.

Deeper Work



• Marketing becomes highly focused.


• Foundation for content.


• Easier to create a strategy.


• Easier to find opportunities.


• Easier to implement.


• Gets the right attention more effectively.

Stronger Marketing



• No need to “convince” people to work with 

you.


• Prospective clients are already “sold”.


• Dramatically reduces client acquisition cost.


• Lets you focus on serving, rather than 

selling.

Eliminates Sales Process



So Where Do I Start?



• Target Market


• Discipline


• Perspective

Three Dimensions



• Profession / occupation.


• Behavioral.


• DIY investors.


• FIRE.


• Unique demographic.


• Blended families.


• Divorced single women with kids.


• Liberal democrats.

Target Market



• Equity comp.


• Social security.


• Budget coaching / cash flow.


• ESG investing.


• Tax efficiency.


• Digital assets / crypto

Discipline



• “Financial planning should be simple.”


• “Budgeting is a waste of time.”


• “Real estate is the way to build wealth.”


• “Crypto is the future / crypto is a scam.”


Perspective



• “We specialize in retirees.”


• “We work with people ages 45 - 65 with 

over $1M in investable assets.”


• “We work with business owners.”


• “We differentiate on customer service.”


• “We do comprehensive financial planning.”

Weak Positioning



• Follow your passion.


• Look at your existing clients.


• Analyze the market.


• Align with your expertise and experience.


• Remember that you can change your mind.

Choosing a Niche



If there are a significant number of other advisors “specializing” in the same thing, it’s not a niche. Go as deep 

and specific as you can. Use the “networking event sniff test”. If at least one other advisor at a networking 

event would say the same thing as you, you’re not specific enough.


You can go deep within one dimension (i.e. “optometrists”) or by blending dimensions.

Go Deep



• Socially conscious ESG investors 

(behavior + discipline).


• Women in tech (profession + 

demographic + discipline in equity comp).


• Gen X&Y sales professionals who hate 

budgeting (profession + demographic + 

perspective).

Blend Dimensions



“We do it all!”



• “Specializing” in more than one thing is not 

specializing (at least in your marketing 

messaging).


• When you try to serve everyone your 

message becomes white noise.


• Your prospective clients are craving clarity 

and focus.

Take a Stand



• Become an authority in your space


• Seek opportunities within networks


• Build a community

Marketing With Your Niche



• Niche-specific podcast.


• Courses, webinars for your audience.


• Written content, guest articles.


• Public speaking for industry events.


• Boldly and clearly stated on the front 

page of your website.


• Content becomes easy when you are 

focused.

Become an Authority



• Professional associations.


• Online forums and Facebook Groups.


• Speak at industry events.


• Be a guest on themed podcasts.


• Sponsor events in your niche.


• Write for niche-aligned publications.


• If you can find thriving networks related to your 

niche, it’s probably a strong niche.

Network in Your Niche



• Grow your email list.


• Social media following and groups.


• Podcast listeners.


• Other advisors who can refer to you.

Build a Community



You Don’t Have to Turn People Away

















Advisors All Sound the Same – It Doesn’t Take Much



• Consider differentiating on perspective, 

or choose a market/discipline that comes 

with variety.


• There is always variety. After all, we’re 

working with people.

“But I Like Variety.”



• You’re already losing business by not 

specializing.


• You can always take on non-niche 

clients if you want to.


• Once you grow with your niche, you 

won’t worry about it anymore.

“But I Don’t Want to 
Lose Business.”



• It’s an evolution.


• You can always change your mind.


• You’ll know soon enough if you’re on 

the right (or wrong) path.

“I’m Afraid of Choosing 
the Wrong Niche."



• Benefits of specialization include higher fees, greater efficiency, deeper work, easier marketing & sales.


• Niching is more than choosing a target market: look at market, discipline, and perspective.


• Consider tightening your focus with blending and crossover within dimensions.


• “Specializing” in more than one thing (in your marketing message) is not really specializing.


• Be bold – go all in and own your niche with content and authority.


• It’s ok to not specialize as an intentional choice.


• It doesn’t take much effort to benefit from specialization if it’s strong enough.

Key Takeaways



Contact Michael Reynolds -  michael.reynolds@zephyrcms.com

HAVE QUESTIONS?

mailto:michael.reynolds@zephyrcms.com

