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DEFINING YOUR NICHE, 
IDEAL CLIENT, AND BRAND
▪ Scoping out your niche
o What do we mean by “niche”?

o Why your niche matters

o Narrowing in on the problems you solve

▪ Identifying your ideal client
o Who are they?

o What do they want, and what are they solving for?

▪ Clarifying your consulting brand
o What results will your clients get with you?

o Features vs. benefits

o Testimonials
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YOUR CONSULTING BRAND

CONSULTING
BRANDPRINCIPLES SUPERPOWERS

Principles are what 
you stand for, and 

reflect who you are

Superpowers are 
what you’re great 
at; they’re about 
what you do well

Your Consulting
Brand is how you 
want to be known 

to others as a 
consultant



BRAND WORKSHEET + SMALL GROUPS



TOP TIPS 1. Niche matters
▪ If you ”do everything,” you’re un-refer-able

▪ Narrowing your niche allows you to differentiate your 
business, focus your efforts, and create a clear target for 
the right clients to find you

2. Know your ideal client
▪ To win more business, you must understand the clients 

you’re best for. Who are they? What do they need? Really 
get into it!

3. Understand what makes you unique
▪ You have a one-in-a-million combination of principles, 

superpowers, and experiences

▪ How will you apply your uniqueness to solve your clients’ 
problems?

4. Be clear, and be bold
▪ Make sure your all of your external communications 

reinforce your consulting brand and highlight your ideal 
clients and the problems you solve

▪ Shout it from the rooftops!



WANT MORE?

Come to Kate & Julian’s half-day ODF Pre-Conference session:

Designing Your Own Organization Design Business:                          
Building Your Premium OD Practice
We’ll cover:

▪ Crafting your unique value proposition

▪ Mastering project scoping

▪ Pricing for maximum value

▪ Strategic partnership development

…and much more!

Watch for additional info when the ODF Conference is announced!
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