How to Develop a Profitable Niche Practice

Written and Presented by:

Michelle Long, CPA

Learning Objective:

Have you ever wondered if you should narrow your firm’s services in order to create a niche in your market, or, if you should remain a generalist and serve any and all clients? After attending this course, the accounting professional will gain a solid understanding of the possible advantages to specialization, how to price your services and get more referrals, as well as the strategy involved in choosing and creating your own niche.  Additionally, the course will examine some of the possible types of niches, how to identify your own niche, and the risks and possible pitfalls of specialization.  The course ends with each attendee developing a personalized own action plan.
Course Content:

Using a blend of case studies, data from ProAdvisors, industry best practices and audience participation, the course will cover:
· Advantages to Niche Specialization

· Differentiation – competitive advantage

· Reputation – Referrals

· Increased Fees/billing rates

· Types of Niches and case examples

· Industry specialization – construction/contractors, retail/POS, inventory/manufacturing

· Service specialty – boutique firm – QuickBooks consulting, IT or 3rd party add-on integration

· Size/type of clients – smaller businesses, start-ups, growing companies, family owned businesses

· Identifying Your Niche

· Your firm’s overall mission / strategy—is it clearly defined?

· Exercise – 10 minutes – describe your ‘ideal’ firm in 3-5 years from now:

· Type of clients – size, industry, how many

· Employees or subcontractors? How many?

· Where working – office or remote?

· Your daily activities – what do you want to spend your time doing?

· Situation analysis – what are your firm’s strengths and weaknesses?  Areas of expertise or interest?

· Exercise—10 minutes to write down relevant thoughts/observations for their situation

· Situation analysis – What opportunities or threats exist for your firm?

· Growing industries or businesses? 

· Increasing client needs?

· Competitors’ services?

· Exercise—10 minutes to write down relevant thoughts/observations for their situation

· Evaluate Niche viability—potential size, long term viability of niche

· Risks / Potential pitfalls
· Downturn in niche—ex. Construction industry slowdown

· Competition—current and future

· Niche size—cannot be to narrow/small 

· Still need some diversification

· Action Plan

· Exercise – complete SWOT matrix – fill in key strengths, weaknesses, opportunities and threats

· Identify possible strategies/niches to pursue – Exercise 10 minutes

· Develop client references

· Become an ‘expert’ and create reputation – write articles, present seminars, etc.

· Evaluate and adjust as needed

Who should Attend?
This course is designed for any accounting professional who serves small business clients and who wants to explore differentiating their practice further in order to gain a competitive edge overall.  
Course Level: Intermediate
Recommended CPE: 2 Hours
Prerequisite: None

Advance Preparation: None
Delivery Method: Group-Live
Field of Study: Specialized Knowledge and Applications
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