
 

 

Micro-Famous: Become Well-Known in Your Niche 

It’s not necessary for the whole world to know who you are to be highly successful. You only 
need the right people to know who you are. 
 

For example, if you’re a real estate broker, you want the people in your area to know who you 
are. If you own a company that provides web links, you want all of the SEO business owners to 
know your name. 
 

If you’re a realtor in San Diego, it won’t matter much if you’re a household name in Portugal. 
However, being famous to the right population can make all the difference in the world. 
 

Luckily, being famous on a small scale is easier than you think! 
 

Follow these tips to ensure that the right people know who you are: 
 

1. Specialize. It’s easier to become well-known if you’re extremely good at something. It’s easier 
to be extremely good at something specific.  For example, keeping with our San Diego real es-
tate example, you don’t want to be a general realtor in San Diego. You want to be the realtor that 
specializes in high-end San Diego beach properties. 

 

2. Identify your target audience. Who are you trying to serve? What does your ideal customer 
look like? Develop a composite of the people that you want to know you. Are they a certain age? 
Male, female, or both? What income level do they have? What profession are they in? What 
hobbies do they have? 
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(continued) 
 Be as detailed as necessary, but not more detailed than necessary. 

It’s important to know who you’re trying to reach. 
 

 Avoid wasting your time with those who aren’t in your niche. 
 

Rise above the noise. What does your audience need? What is the 
common problem they all have? Center your message around this 
need and your ability to solve it. 
 

 Noise is simply non-meaningful messaging. Be meaningful to your 
audience.  

“ Center your 

message around 

this need and your 

ability to solve it.” 
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Become an authority. When people want to solve a problem, they want an expert. But how does 
the average person spot an expert? They aren’t experts themselves, or they wouldn’t need you. 
Consider these ideas to be looked at as the expert: 
 

 Put content in front of ready-made audiences. There are others who already have the at-
tention of those you want to reach. Write a guest post for a blog. Be a guest on a podcast. 

 

 Teach an online class. Create a class and put in on one of the several websites that special-
ize in that sort of thing, such as Udemy.com. Everyone will assume you’re an expert if you’re 
teaching a course that you created. 

 

 Put content on social media and on your own website regularly. It’s important to be con-
sistent with your postings, so stick to a schedule. 

 

 Use linkedin.com. Keep your profile up to date and use all the features that are supplied on 
that platform to post content. 

 

 Write a book. It’s not as daunting as it seems. It only takes a few pages a day to write a book 
in six weeks. There’s no expense for creating a Kindle book. It’s hard to find a respected ex-
pert that hasn’t written a book. 

 

Make friends with the well-known experts in your fields. You can become famous by associa-
tion. Interview these experts. Contribute a guest post to their website. Ask them to write the intro-
duction to your book. 

 

Being famous has its advantages. This is especially true within your niche. The world within 
your niche is quite small, so it’s not nearly as challenging to be famous within your niche 
as it is to be famous in general. 
 

A little fame can go a long way toward building your career or business. You don’t have to be a 
household name. Just a little fame will do. 

 

*** 
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Masterful Quotes 

 

 

 “A business has to be involving, it has to be fun, and it has to  
exercise your creative instincts.”  

   – Richard Branson  
    

“Success usually comes to those who are too busy to be looking for it.”  

    – Henry David Thoreau  

The Future of ALL Business is Here 

Back in the day, business was all about competition, prestige, and presence. Business owners kept a close 
eye on their competitors and invested their money in looking more profitable, prominent, and successful 
than similar businesses in the area. 
  
The bigger they looked the better they liked it, even though the numbers might not have reflected their 
superiority. Being seen to be a significant business in any given field depended largely on image, on peo-
ples’ perception of you in the local community. 
 

The internet has changed ALL of that! 
 

These days, more than anything else, cooperation and collaboration are the keys to lasting success. 
 

It’s now possible to cooperate and collaborate with people on the other side of the world and, thanks to 
Google Translate, even language is no longer a barrier! 
 

It Makes Perfect Sense! 
 

Cooperation and collaboration have become the ace in the pack for growing a business. 
 

(continued) 
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Look at how many automobile manufacturers are using the same components, engines, and running gear. 
Look how many Real Estate companies are listing for sale other agents’ properties with an agreement to 
share the profits. 
  
And it’s happening at every level. Why? Because it makes perfect sense to do so, that’s why. 
 

It’s more important than ever to seek out others who can support, promote, endorse, and recommend 
you. The better you get at it, the more often your phone will ring. And it doesn’t cost anything! 
 

Advertising versus Personal Recommendation 

 

These days it’s very difficult to make business advertising work effectively AND within a reasonable 
budget. We are bombarded with advertising 24/7. Just getting anyone to read an ad is an accomplish-
ment, let alone respond to it. 
  
It’s been said that you only have 2 seconds to get someone’s attention in an advertisement these days, 
and after 7 seconds, if you’re not speaking their language, they’re gone. 
 

Advertising is both a science and an art, for those who understand it. For the rest of us, it remains a mys-
tery! 
 

But personal recommendation never gets old, tired, or ineffective! Just look at how social media has 
boosted recommendations and endorsements for all kinds of business. General Electric uses it. So does 
the local tattoo artist. 
 

Plus, most people have become jaded regarding advertising. They often look at it with a grain of salt, not 
quite believing anything that is said in the ad. Instead, they look to recommendations and reviews. 
 

Personal experience - even the experience of strangers - is more believable and works better than ad-
vertising! 
 

Connecting With Others 

 

Switched-on, internet-aware entrepreneurs have adapted tried and tested strategies to work on the 
world-wide web. They’ve made businesses hugely profitable using cutting edge technology. But at some 
level, sooner or later, being personable still becomes important. 
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All entrepreneurs are personable at some level. That doesn’t necessarily mean they all have the outgoing 
personality of a Richard Branson. Many business owners are quite introverted, but when they connect, 
they connect very well with others. 
  
The common trait is that they are all great listeners. They pay attention when someone is talking. 
They’re also good at reading people. These are all business skills that can be learned over time, but faster 
is usually better for most entrepreneurs! 
  
Seize Every Opportunity 

 

Seize every opportunity you can to engage with those who already know what you need to learn.  
  
Everything that is reciprocal is good for everyone. Both paying it forward AND paying it back become 
very useful strategies. 
 

Building, nurturing, and engaging with useful individuals to promote you and your business is a whole lot 
of fun. If you seek out others with common interests, similar values, and perspectives in alignment with 
yours, you can also find friends for life. 
 

No Limits 

 

There are no limits to where you can go and what you can do with your personal contacts. Bear in mind 
that not everyone will be ready RIGHT NOW to work with you. But if you nurture the relationship in an 
effective way, when the time IS right, everything will fall into place. 
 

Growing a business both nationally and internationally is dependent on both the quantity and quality of 
your contacts and how well you nurture them. 
 

But what’s even more exciting is not just about who YOU know, it’s about who THEY know, and then 
who THEY know! 
 

With the advent of Social Media, it’s possible to create strong connections with people in 100 countries or 
more around the world if you put your mind to it. 
 

ALL of these connections can be created, nurtured, and developed on a one-to-one basis: Friends rec-
ommending friends, colleagues recommending colleagues, enthusiasts recommending fellow enthusiasts 
and so on, from every conceivable walk of life, from every culture, in every age group, male, female. 
(continued) 
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Even if you’re working from home from your modest set-up on your kitchen table, you can have custom-
ers, business partners, promoters, and endorsers in Peru, Australia, Singapore, Norway, and Tahiti, and 
you can connect with all of them in the same day! 
  
And because of the time zone differences, you can even make money from your business while you sleep. 
How cool is that? 

 

Bottom line is this. People skills are paramount for growing a successful business with Cooperation and 
Collaboration. 
 

Do You Have What It Takes? 

 

The good news is that EVERYONE already has an abundance of people skills. They may just need to be 
polished a little and put into practice in a way that works for you. 
 

Polishing occurs with practice. The more opportunities you seize to engage with others, the more you 
learn, the more you grow, and the more your capabilities expand. And so does your business. 
 

Make it part of who you ARE, not just what you do, and you and your business will thrive. 
 

*** 

 

 

 


