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Great, let’s get started.  The first element of the formula that we’re going to look 
at will impact everything else yet to come and it is a fun place for you to start 
designing your new concept for your studio.  In order for your business to 
become the best around, you need to set yourself apart from the pack, and 
dramatically at that. To do this, you find a section of your market that no one 
else is really dominating.  They call this a niche, basically a group of people with 
specific characteristics that you are focused on selling to.  By choosing to be 
bold and be something more than just general singing, acting, dancing 
performing arts holiday camps you will differentiate your studio from the others 
out there. Because, sure, there are a lot of performing arts studios and holiday 
camps out there that are great, but they’re not really any different to the studio 
in the next suburb.  And our goal is to be dramatically different, to set ourselves 
apart.  
 
When choosing to be different, it is incredibly important that your niche becomes 
the core foundation upon which everything is built. You’ve got to walk the talk.  
Let me give you the example that I used, my niche was based around We Give 
Kids Confidence.  The leader training, communicating with parents, advertising 
design, the structure of the camp, how we treated the children: everything 
reflected those four little words. I going to talk about this more later on, but for 
now let’s talk about the effect this can have on your business and it’s 
competition.  It was only when I had fully implemented this niche philosophy of 
We Give Kids Confidence that my business skyrocketed to a whole other level.   
 
By getting specific with a niche market you are meeting the needs of a certain 
bunch of people.  And the best thing about this is it just makes for an easy sale, 
because as soon as they see your advertising, or hear about what you do, 
they’re going to know, yep, that’s the one I want, because you’re different to 
everyone else around. But to know your niche, you need to know exactly who 
they are.  Once you know that who you want to target is children who could do 
with a confidence boost, or kids desperate to be the next Lady Gaga, 
something like that, you can design your camp around giving experiences that 
will make that happen.  When you’re planning your marketing, advertising 
becomes easy, because you know exactly who you are targeting. I wonder, 
when you have designed advertisements in the past, have you been focused on 
filling a gap in the market, filling a need people have, or merely describing your 
school better than other advertisements out there?  It is an interesting thought 
and an important step in giving your business an edge over the competition.   
Once you’ve defined your niche, your differentiation, you can promote your edge 
- and promote like crazy.   
 
 
 
 
Of course there are a lot of kids out there who don’t need to be given 
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confidence.  In fact, some have the opposite problem!  But do you think that 
worried me?  No!  Quite the opposite, this niche generated so much business 
that I was jumping over the moon, I wasn’t worried about all the customers I 
might be missing.  The whole point of a niche is to be selective as to your target 
market.  We aren’t after the masses. This way, when I did my advertising, I knew 
I was targeting parents from a very specific area, who could afford vacation 
care, with children between the age of 5 and 12 who are looking for a 
guaranteed positive, confidence boosting experience for their children to attend 
in the holidays.  Did you pick up that I said that I was targeting parents - not the 
children, which is a mistake I have seen many businesses make in their 
advertising.  In the vast majority of instances, it is the parent who is going to be 
reading the newsletter, researching holiday programs on the net and ultimately 
making the decision.  Not the child.  You are selling to the parent – and it does 
pay to remember this.    
 
So have a think about what you are passionate about providing for your 
customers.  What does your business do really well, what do you do really well, 
better than other businesses in your area? Is there a service you could provide 
that would target a particular need of a particular type of student? Just off the 
top of my head, you might decide to become the “triple threat” singing, acting 
and dancing specialists, training at an elite level.  Or the Glee Club Camp - I 
know heaps of kids that would absolutely love that! How about providing 
focused training on becoming a star, learning the fame game?  You’ve got 
heaps of options out there.      
 
Another option, the other avenue you could go down is for you to become an 
expert in something, with specialised knowledge in something that your 
business thrives at delivering. Now, no need to go and do a PHD, but spend 
some time and invest in researching a topic that is going to add a whole bunch 
of value to what you give.  When I was making this decision, I chose confidence 
building in children because this is a topic firstly that I am passionate about, and 
that I know a lot of parents are interested in for their children, and there is also a 
lot of information on the internet regarding building confidence in kids, so it was 
easy for me to access and gather quite a lot of information to build my 
knowledge. What I did, here’s a little tip, I wrote articles about how parents can 
develop confidence in their children, and I sent them (for free) to schools so they 
could include them in their newsletter.  Instantly I was an expert in the area I was 
seeking to become known in.  Of course, it pays to choose a niche that people 
actually are interested in. To use a funny expression, you want become the 
scratch to your customers itch.  Give them what they want; what they crave and 
your business will simply sell itself.  We Give Kids Confidence as a niche was a 
powerful sales tool in my experience, and please you have my absolute blessing 
to use it.  Just check out your local competition first and make sure no one else 
nearby is doing the same, so that you’ve got your excellent differentiation.   
 
 
 


