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You know all those articles that promise things like “The 5 
surefire steps to finding your niche now!”?

This isn’t one of those articles.

In fact, this isn’t an “article” at all...it’s a revolutionary 
approach to finding that deep connection between your 
life’s calling and the people who need your work most in 
this world… 

So you can stop marketing with 
hope…

And start marketing with consistent 
effectiveness, true authority and great 
authenticity.

I see people on FaceBook every day asking what they can 
do to get more traffic and clients, and my first question is 
always, “Who is your audience? Who are you speaking to?” 

It’s amazing how many people don’t know how to answer 
that question... but are still busy “marketing.”

I used to be one of those people…

But then years ago I saw a speaker talk about claiming your 
niche and building your platform on it... 

During the talk she said that “Your niche is the 1 square inch 
you drill a mile deep in the marketplace”.
 
That comment hit me like a ton of bricks.
 
I immediately knew why so many entrepreneurs had such a 
difficult time finding and claiming their niche!
 
I mean, how do you KNOW that you’re on the right 1 square 
inch BEFORE you spend all the time, effort and money 
drilling a mile deep into that space in the market?
 
Truth is, most people don’t know...
 
Instead, they guess.
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 Yes, those guesses may be educated and informed, perhaps 
by the latest “market research”, but they’re still guesses... 

They are often decisions that feel almost made up... 

It’s not a deep, in your bones KNOWING that you’re doing 
EXACTLY the work you are here to do, for the people who 
want it and need it most from you.

Instead, it’s often the next best guess at what your work is 
really about and who it’s truly meant to serve...

Know what I mean?
 
If you’re like the people I serve, you know you have a gift to 
bring to the world... 

You have a calling that you are here to answer… and your 
work is the vehicle to express your calling.
 
And if you’re like most people in my tribe, you’ve become an 
entrepreneur to share your gifts and express your purpose, 
but have struggled to find your right niche and create the right 
messaging to consistently attract the right people and grow 
your business.
 
Or maybe you have a business now, but have a yearning 
to mold your existing business into a more purposeful, 
meaningful expression of your purpose...
 
But that right niche? 

It just seems to elude you.
 
Sure, you’re in the ballpark, but you 
haven’t landed on home base.
 
But it’s that last 20% of dialing in your unique niche and 
knowing precisely how to express your work in the world that 
is quite literally, everything.

You have a calling that you 
are here to answer… and 

your work is the vehicle to 
express your calling.
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You probably have some success already, but not nearly 
what you know you can have – and feel called to have.
 
Your marketing works sometimes with some people (but 
you never know precisely why).
 
And it sucks because I know your calling won’t relent... 

But at the same time, when you can’t seem to find the 
breakthrough you need in marketing and sales to get your 
work into the hands of the people that need it, you wonder 
what is blocking you and why you can’t seem to get this 
right. 

Am I right?
 
Your marketing journey probably started by you simply 
trying to talk about your calling and the deeper work you 
feel called to do. 

You were earnest and excited, and while others found it 
intriguing that you “went for your dreams,” by and large, 
they didn’t buy.
 
So then you probably did what anyone would do – you 
started reading online articles about marketing, with titles 
like:
 

“The 5 surefire steps to finding your niche now!” 

“How to find your perfect niche in 60 minutes or less with 

these 4 questions.”

“The Top 10 Most Profitable Niche Markets Revealed:”
 
After reading these articles, you realize that there’s 
more to learn, so you start following experts on their 
blogs and social media, and eventually buy programs on 
messaging and finding your target market. 

You probably even hired marketing gurus or joined a 
mastermind to help you find your niche and market 
effectively.
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But their promises fell flat and it didn’t work 
for you.
 
Not necessarily because they aren’t 
effective strategies…
 
But because they weren’t made for 
someone like you.
 
Truth is, you’re different.
 
You’re what I like to call a ‘bridge person.’ 

You’re here to ‘bridge’ a new reality into 
this world through business. 

You’re a truth-seeker, a way-shower, an 
edge-rider, and an emerging leader here to 
light the path toward a new world for your 
tribe... 

Because of this, the old, traditional ways 
of marketing, niching and messaging just 
don’t work for you - and never will.
 
You aren’t doing your business just so you 
can have the internet marketing promise 
of having the “ultimate freedom lifestyle, 
making money while you sleep!”
 

What you’re doing is answering your 

calling... 

Yes, you want to make money. Perhaps 
you want to make a lot of it! And yes, 
you want to live well, but your primary 
motivation is service. 

You know that wealth is a byproduct of 
purpose, not the other way around.
 



Here’s the problem for people like you and me when it comes 
to working with traditional marketers…  
 
Most marketing professionals try to map a known market 
onto you. 

They tell you that there are only certain things that people 
buy, so they put you in a tiny little niche bucket that makes 
sense, but ultimately feels fake to you... 

It dumbs down the truth of your work, dumbs down your 
mission, and frankly, dumbs down your inspiration and 
reason for doing your work in the first place.
 
But you probably already tried “marketing your truth”, using 
the words that felt most natural to explain what you do, and 
that didn’t work so well either, so you give it a go.
 
And because you’re a truth-seeker - and the made-up-niche 
didn’t FEEL TRUE, you never got behind it (fully) and that 
niche failed as well.
 
At the end of the day, it seems like the only two options are:

1) You market something that’s watered-down and is 
supposed to work but it doesn’t, or

2) You market the truth of your work and that doesn’t seem to 
land or generate enough business either.
 
Argh!!
 
You end up bouncing between niches, never landing on the 1 
square inch you can confidently drill a mile deep…

And you’re left wondering why 
nothing seems to work.
 
You never developed a cohesive 
messaging strategy that draws the 
right people in - consistently... 

So your income goes up and down unexpectedly, and you 
begin to doubt yourself and your mission… even though your 
calling still will not relent.
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When you go on facebook live, not many people show up…

Your email list is small and not very responsive...

And the hardest part is that you’re talking about what matters 
most to you in the world… and sharing it with crickets! 

Not only is that demoralizing because you’re sharing what 
matters most to you in the world – it’s also confusing because 
you know that your calling is meant to reach many more 
people!
 
I’d like to show you how to find the niche that is true to your 
calling, highly effective in the market, and uniquely yours…
 
In this PDF I’m going to help you see an entirely new way to 
market. 

It’ll help you see how to find that “1 square inch” so you can 
confidently share your work in a way that feels totally true and 
magnetizes in your perfect tribe.
 
You’ll see how to find exactly who you’re here to serve, why 
you’re the one to serve them and see how you need to talk with 
them so they recognize you and consistently respond.
 
This will get you clear on what the path is to owning your niche 
(especially if traditional methods haven’t worked for you), and 
what the first steps to take to get the clarity you’ve been looking 
for.
 
Sound good? Okay, let’s dive in.
 
First things first: while most marketers try to map you onto a 
market, what actually needs to happen if you want to market the 
truth of your work effectively is to map your market onto you.
 
See, I believe that receiving a calling is a receptive act. That means 
that there is a group of people out in the world that sent out the call 
in the first place... 

I call these people your tribe. 



These are the people that are waiting for you, want what you have, 
and can only get what they MOST need, from you.
 
The question is, who are these people? And even more importantly, 
where do you find them?
 
Funny enough, you find your perfect tribe in your past.
 
Your past has given you a “Life PhD” in certain areas of life. This 
PhD come from your life’s biggest struggles and challenges – your 
core wounds.
 
Core wounds and Marketing you 
ask?
 
Yes – precisely.
 
See, people buy with emotion, 
and justify their purchases with logic.
 
So to find and connect with your ideal tribe, you must start by 
finding the deep, authentic, emotional connection you naturally 
have with your tribe… and then find the logical needs they 
have which you can serve.
 
I invite you to consider that your life’s greatest struggles didn’t 
happen to you, they happened for you…
 
They were actually a training program for your life’s greatest 
contribution.
 
By decoding the pattern of your struggles, you can determine 
precisely who your tribe is, because they share those same 
underlying patterns with you.
 
It’s what I call “wound-bonding” and it’s how people naturally 
connect.
 
If you felt worthless, you might notice that your best clients feel 
that way in some area of their lives too..
 
If you had a history of betrayal, of course you would be best 
suited to working with others who run that same energy and 
have a difficult time trusting people as a result.
 

Your life’s greatest 
struggles didn’t happen 
to you, they happened 

for you…

“ “
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Or if, like me, you felt different, or like an outcast and didn’t 
feel like you belonged, you will know the ins and outs of 
that journey and be best suited to supporting others going 
through that today.
 
Now of course, these underlying issues are largely 
unconscious, so you can’t market to them...
 
But the symptoms of those patterns are quite obvious in 
our lives – and it’s those symptoms you CAN market to.
 
For example, if you’re a relationship coach and you 
struggled with worthlessness, your ideal tribe members 
might be women in marriages who don’t feel respected by 
their husbands, don’t know what to do and are on the brink 
of divorce.
 
If you had a history of betrayal and work with executives, 
your ideal execs might be those who have difficulty 
trusting people, which prevents them from relying on their 
executive team and creates a bottleneck that slows down 
innovation and growth.
 
And in my tribe, because I have a Life PhD in belonging, 
my tribe has unique issues that come up around finding a 
niche and marketing effectively…

One of the primary ones is that they have a difficult time 
being polarizing in their marketing... 

Rather than using a sharp sword of truth in their marketing 
and positioning, their marketing messages are nice and 
acceptable... 

So rather than repelling the wrong people and compelling 
the right people in a really powerful way, their marketing is 
boring, dismissible, and largely ineffective.
 
See, it’s the underlying, unconscious pattern that makes 
your tribes greatest problems show up over and over and 
over again. 

And they can’t figure out a lasting solution because our 
wounds put blinders on us!
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But because you’ve been them on some level and deeply 
understand their patterns, you know them inside and out, 
and are the perfect guide to help them out of their struggle.

 
When you mix this deep understanding of who they are with 
the specificity of the exact symptoms that become painful 
problems in their health, work life or relationships, you find 
your 1 square inch.
 

It’s on this 1 square in that you can market with a great depth 
that captures their emotions and speaks directly to the 
logical, tangible problems they have. 
It’s this level of precision that dials in that last 20% of 
vagueness and moves you from marketing “in the ballpark” 
to being on “home base” in your marketing and sales...

And the good news is that it’s this 1 square inch where your 
tribe is ALREADY actively seeking help and willing to spend 
money for a lasting solution!

Plus, when you use Tribal Marketing, you start seeing that 
your ideal tribe members are everywhere... 

Rather than wondering where you should go to market, 
you’ll see that your ideal tribe members are already 
surrounding you… you just didn’t see them, because you 
didn’t really know who they were, until now.
 
So when you go to yoga, or to the grocery 
store or to a networking meeting, you start 
spotting them...
 
And when you know the ins and outs of 
who they are and learn to speak to them so they recognize 
it too…

That’s when they start responding consistently and ask you 
for more.
 
It’s this work that allows me to routinely have strangers hire 
me with ease at top dollar amounts. 

With Tribal Marketing I can speak so directly to my tribe’s 
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need that I can meet a total stranger at an event, 
hit it off with them, set up a follow up sales call with 
them and have them hire me for a VIP coaching 
engagement where they invest between $15k - $30k.
 
One of my clients, Chris Angel, trains real estate 
agents... 

When he started the course he didn’t really know what 
set him apart and certainly didn’t know how to identify 
and speak to his ideal clients. 

When he saw his Life PhD and connected it to his 
tribe’s greatest needs in real estate, he began 
speaking directly to his ideal people. 

As a result, his lead acquisition costs on his facebook 
ads went down exponentially and he started getting 
many more qualified leads that wanted his specific 
brand of real estate training.
 
This is the foundation of the Tribal Marketing process. 

Of course we go into much more depth in our 
programs, but my hope from this document is that you 
see a new way to find the connective tissue between you 
and your ideal tribe... 

That by finding your Life PhD you can move from 
constantly trying to map yourself onto an arbitrary 
market... to mapping the perfect market onto you.
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EXERCISE:
Here’s a simple exercise to begin the Tribal Marketing journey right now... 

STEP 1: 

Think about the times when you’ve experienced pain, trauma or struggle in your life 
and write down 5 specific instances or examples.

1.

2.

3.

4.

5.
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STEP 2: 

Now step back and ask yourself this question: what story did you make up about 
yourself during or after these experiences? These could be things like:

“I’m stupid”
“I’m unwanted”
“I’m too much”
“I’m unlovable”
“I’m a failure”

Write down the story you made up here: ___________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________

13 Jeffrey Van Dyk



STEP 3:

Now think about how that belief has shaped your world. What challenges have shown up 
over and over for you?

For example, maybe you have a story about being a failure, so you pushed super hard to 
success and have burned out physically and emotionally after so many years of pushing. 
This is a failure pattern (masquerading as success).

Maybe you have consistently felt invisible in your relationships, both as a parent and spouse. 
This is an invisibility pattern, which would cause people to not feel seen or heard.
Maybe you were always compared to your more favored sibling and told (verbally and non-
verbally) that you never measured up. Then as an adult you struggled with money and 
having enough. This is a not enough wound that has colored your world.

Whatever that thing is - it’s probably something you’ve struggled against for years! You 
probably hate it and wish you could just get rid of it, get over it and finally have the life you 
dream of. 

You know the thing I’m talking about? THAT is what you have a Life PhD in!!!

The thing is, you never knew it was a training program for your life’s work…

And you certainly never suspected it was the key to finding your perfect, soul purpose niche!

Write down your Life PhD here:_____________________________________________
____________________________________________________________________
____________________________________________________________________
____________________________________________________________________
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STEP 4:

Once you have that, then think about the primary area of life in which you serve your 
tribe (health, work or relationships)...

Then ask yourself: if someone were experiencing your Life PhD as well, what 
symptoms would likely creep up for them in the area of life for which your services 
offer solutions?

Let’s take the three patterns we looked at above and apply them to entrepreneurs…

For example: if you have a Life PhD in the “failure pattern” and you work with 
entrepreneurs, you might notice that your best clients are perfectionists and never 
launch their products, and it causes them to struggle financially.

Or if you have the “invisibility” pattern, you might notice your best clients struggle with 
messaging, and never seem to find the messaging or messaging strategy that feels 
true to them - and have a really difficult time getting people to pay attention to their 
marketing efforts

Or if you have a “not enough” pattern, you might work best with clients who can never 
break the 6-figure mark in their businesses because they just can’t seem to get out of 
their own way and hire the support they need (because there’s never enough money 
to hire them, or never enough qualified candidates, or never enough time in the day to 
get it done).
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The basic equation here is pattern + symptom = 
niche.

Now, as I mentioned, this is only the beginning…
 
Identifying this is the first step toward leading your 
unique tribe and having your marketing messages 
land so they consistently respond…

And there’s a lot more I want to teach you so that 
you can lock into your niche and bring effective 
marketing into your business…

Also, if you’re like many of my clients, this work is 
hard to do in a “bubble”...

It’s hard to go through it on our own because it 
can be hard to see ourselves (and our wounds) 
objectively and clearly.

That’s why I recorded a 90-minute deep dive 
training as a perfect next step for you…

The content will help you understand the 
Tribal Marketing process in more detail, 
and bring more clarity to finding your soul-
purpose niche…

The niche that will not only liberate your 
soul’s calling, but will finally allow you to 
land home with your tribe in a way that 
they understand and consistently respond 
to.
 
You can check it out and register for it 
here:
Tribalmarketing.biz
 
I look forward to supporting you 
further in the training!
 

See you there,
JEFFREY VAN DYK
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