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In the competitive world of intellectual property (ip) services, the difference
between thriving and merely surviving often comes down to one critical
factor: **how clearly you define and communicate your unique value**.
This guide will walk you through the three-step strategy that separates
growing |IP practices from those that stagnate—positioning, differentiation,
and niching.

At weareip, we've observed countless IP consultants, lawyers, and firms
navigate the challenging landscape of professional services. Time and
again, we see that what separates those who grow from those who stall is
their ability to strategically position themselves, create meaningful
differentiation, and carve out profitable niches where they can become the
obvious choice for their ideal clients.
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Why niche matters in IP

Most IP professionals do not have an expertise problem. They have a market clarity problem.
e When your positioning is broad, you compete on price and familiarity.
e When your differentiation is invisible, you sound interchangeable.
e Whenyour niche is undefined, your marketing and business development effort gets
diluted.

Niching is the commercial shortcut to becoming easier to remember, easier to refer, and easier to
buy.

The 3-Step Niching Strategy

The niching sequence matters. It is the result of three disciplined choices:
Positioning: decide how you want to be perceived.
Differentiation: make that positioning true and visible in the market.

Niching: focus where you can be the obvious choice for a defined buyer situation.

3-Step Niching Strategy

How do you want to be perceived?

l

Differentiation
How do you want to turn your positioning into market reality?

‘ Positioning ]
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# Step 1: Positioning — Why Should Clients Choose You?

## The Foundation of Every Successful IP Practice

Positioning isn't about crafting clever slogans or designing eye-catching logos. It's about **how
clients perceive you compared to other firms** in the marketplace. This perception becomes
the lens through which potential clients evaluate your services, your expertise, and ultimately,
your value.

Consider these two scenarios:

**Generic positioning**: "We provide comprehensive IP services"

**Strategic positioning®**: "We help startups secure IP protection before raising capital”

The difference is profound. The first positions you as just another IP provider in a crowded

market. The second immediately communicates who you serve, when they need you, and why
your timing matters.

## The Cost of Poor Positioning
Without clear positioning, you're forced to compete on two factors that erode profitability:

e Price: When clients can't distinguish your value, they default to comparing costs
e Chance: You rely on luck and timing rather than strategic market presence

## Building Your Position

Effective positioning answers three fundamental questions:

1. **Who** do you serve? (Your ideal client profile)

2. **What** specific problem do you solve? (Your core value proposition)
3. **When** do they need you most? (Your timing advantage)

When you can answer these questions clearly, you anchor yourself in the client's mind as the
obvious choice for their specific situation.
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A simple positioning statement template

Template

I help [WHO] with [SITUATION] by delivering [OUTCOME], using [METHOD/PROOF].Example: | help
funded startups preparing for investor due diligence secure clean IP ownership and brand
protection, using a structured audit and filing roadmap.

Common positioning traps in IP

e Listing services instead of owning a buyer problem ("patents, trade marks, designs,
copyright").

e Trying to speak to too many audiences at once (startups + corporates + peers +
universities).

e Leading with credentials only (impressive, but not necessarily relevant).

e Using category words instead of buyer language ("IP strategy" without explaining what it
achieves).

weareip | marketing the intangible
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# Step 2: Differentiation - Turning Positioning into
Market Reality

## Making Your Position Visible and Credible

Positioning only works if you can make it visible in the marketplace. That's where differentiation
comes in. **Differentiation is how you turn your positioning strategy into market reality**.

For IP professionals, differentiation rarely lies in the services themselves. Most firms offer
similar core services - patent filings, trademark registrations, IP audits, enforcement actions.
The real differentiation happens in two critical areas:

## How You Deliver Your Services

Process innovation: Streamlined workflows that save clients time

Communication style: Regular updates, plain-English explanations, proactive guidance
Technology integration: Modern tools that enhance client experience

Service Deliverable: Methodology is clearer than competitors (e.g., audit > roadmap >
execution)

Timing and responsiveness: Meeting critical deadlines with room to spare

Packaging: Productised service offers that remove uncertainty (fixed-scope audits, starter
bundles).

## How You Communicate Value

Industry-specific expertise: Speaking your clients' language and understanding their
challenge

Outcome-focused messaging: Emphasizing business results, not just legal compliance
Educational content: Sharing insights that help clients make better IP decisions

Case studies and success stories: Demonstrating real-world impact

Highlighting your specialization**: Clear messaging about your tight domain or industry
focus (e.g., medtech, Saas, etc.)

Simplicity in Communication: Explain complexity in plain business terms.
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## The Differentiation Challenge

Many IP professionals struggle with differentiation because they focus on features rather than
outcomes. Clients don't hire you for your technical expertise alone - they hire you for the
business results your expertise can deliver.

**|nstead of**: "We have 20 years of patent experience"

**Try**: "We help medical device companies protect their innovations and attract investors"

In practice, differentiation is the set of signals that makes a buyer think: “This person feels
like the right fit for my situation.”

Key principle

Differentiation is not what you claim. It is what the market can repeat about you after one visit to your
profile.

weareip | marketing the intangible
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# Step 3: Niching - Where You Become the Only Option

## Overcoming the Fear of Narrowing Down

Niching is often the most challenging step because it requires a fundamental mindset shift. We
consistently hear the same concerns from IP professionals:

"If | narrow down to one area, I'll lose opportunities"
"What if | won't make enough money?"
"What if | choose the wrong area and get stuck?"

These fears are understandable, but they miss the transformative power of strategic niching.

## The Growth Paradox of Niching

Here's what actually happens when IP professionals embrace strategic niching:

### You Attract Better Clients

e Quality over quantity: Instead of competing for any IP work, you attract clients who
specifically need your expertise

e Higher engagement: Clients who find you through your niche positioning are more
committed to working with you

o Better fit: You work with clients whose challenges align with your strengths and interests

### You Command Premium Fees
® Specialized expertise: Niche specialists can charge more than generalists
e Reduced competition: Fewer competitors means less price pressure
e Value-based pricing: Clients pay for outcomes, not just time
### You Generate Direct Referrals
o Clear referral path: Other professionals know exactly when to refer clients to you

o Word-of-mouth marketing: Satisfied niche clients refer similar businesses
® Industry recognition: You become known as "the IP expert for [your niche]

weareip | marketing the intangible
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## The Authority Multiplier Effect

Niching is focusing your positioning and differentiation on a defined buyer situation where you
can become the obvious option.

IP professionals who niche down don't shrink their opportunities - they magnify their authority.
When you're known as the go-to expert for a specific type of client or challenge, your influence
and income potential actually increase.

4 1P niche examples to spark thinking:

Patent portfolio audits for scaleups preparing for Series A/B due diligence

IP coordination for foreign associates needing reliable EUIPO/EPO execution
Brand clearance + filing bundles for SaaS founders before naming a product
IP audits for accelerators and innovation hubs supporting cohorts

Niche Fit Scorecard

Rate each niche idea from 1 (weak) to 5 (strong). Total score helps you prioritise.

Criterion What ‘good’ looks like Score (1-5)

Credibility You can point to real experience, cases, sectors, or
pattern recognition

Enjoyment You actually like the work and could do more of it

Reachability You know where these buyers spend time
(LinkedIn, events, ecosystems)

Willingness to pay They have budget and urgency; they buy on value,
not only price

Defensibility Your differentiators are hard to copy (method,
proof, access, reputation)

Growth path Clear upsells / retainers / repeat work potential

weareip | marketing the intangible
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Free copy-paste tool: the “IP Niches” Prompt

Use this prompt in ChatGPT or Claude. It will ask you six career-focused questions, then will
help you identify your best 5 “IP Niches” that you might look into.

How to use it

Copy the prompt from the next page and paste it into your Al tool. Answer the questions in one message
or one by one.

Act like a senior positioning and niching strategist for IP professionals. You specialize in
helping IP consultants, IP lawyers, and IP law firms identify precise service niches and craft
commercially sound offers.

OBIJECTIVE

You will interview me (a generic IP professional) about my last 10 years of life, career, and
experience (plus earlier industry exposure) to extract high-signal patterns. Then, using only
what | share, you will recommend 5 tightly defined, commercially promising niches | could
serve with IP consultancy services. You must not proceed to Step 2 until Step 1 is fully
completed and confirmed.

OPERATING PRINCIPLES

- Be structured, concise, and professional.

- Ask one question at a time; wait for my reply before moving on.

- After each answer, reflect back a 1-2 sentence summary and ask: “Ready for the next
question? (Yes/No)”.

- If “No”, ask up to 2 clarifying follow-ups, then re-summarize and ask again.

- Log everything in a running “Working Profile” with clearly labeled fields (keep it updated and
show it after each question).

- If | provide vague statements (e.g., “various industries”), ask me to name 3-5 specific
examples with dates and outcomes.

- If  don’t know something, record “unknown” and continue.
- Do not give niche suggestions until Step 1 is confirmed complete.
STEP 1 — INTERVIEW (6 CORE QUESTIONS WITH TARGETED SUB-QUESTIONS)

Ask these 6 questions in order. Under each, also ask the sub-questions to drive specific,
decision-grade data. Capture responses in the Working Profile fields indicated in [brackets].




Q1. Client types and delivered value

Main: In the last 5-10 years, which client types have you worked with most (e.g., startups,
SMEs, corporates, universities, government agencies, law firms), and what IP support did you
provide?

Sub-questions:

- Typical buyer roles/titles you interfaced with? [Buyer_Roles]

- Average engagement size and length (ranges are fine)? [Deal_Size, Engagement_Length]

- 2-3 measurable outcomes per client type (e.g., patents filed, licensing revenue, reduced
disputes)? [Outcomes_By_ClientType]

- Any regulated contexts or compliance frameworks navigated (e.g., FDA, EMA, export
controls, standards bodies, open-source licenses)? [Regulatory_Contexts]

Q2. Industries/sectors and depth of exposure

Main: Which industries or sectors have you worked with most often (e.g., biotech, medical
devices, pharma, software, Al/ML, fintech, semiconductors, manufacturing, creative
industries)?

Sub-questions:

- For each key industry, indicate stage focus (pre-seed, Series A-C, late-stage, public), typical
TRL (if applicable), and business model patterns (B2B, B2C, platform, hardware+software).

[Industries_Detail]

- Name 3-5 representative organizations per industry and your exact contribution.
[Representative_Accounts]

- Any sub-verticals with unique IP dynamics (e.g., diagnostics vs. therapeutics; SaaS vs.
embedded software)? [Subverticals]

Q3. IP service mix and methods

Main: Across your career, which IP services have you delivered most frequently (e.g., audits,
portfolio landscaping/rationalization, FTO/clearance, patent drafting/prosecution
coordination, licensing/tech transfer, litigation support, training, strategy/valuation,
standards/OSS policy)?

Sub-questions:

- Your repeatable frameworks or methods (briefly name them)? [Frameworks_Methods]

- Tooling you rely on (databases, analytics, docketing, valuation models)? [Tooling]




- Success proofs (case studies, before/after metrics, testimonials available)? [Proof_Assets]
Q4. Markets/regions and maturity differences

Main: Which markets or regions have you worked in (e.g., Malta, Spain, EU-wide, UK, US,
APAC, global)? Did you notice differences in IP needs, budget maturity, or timelines?

Sub-questions:

- Language capabilities and cross-border experience (treaties, regional filings, PCT routes,
Madrid system, EPC)? [Crossborder_Experience]

- Procurement patterns (RFPs, panels, referrals, accelerators)? [GoToMarket_Channels]

Q5. Differentiators and personal unfair advantages

Main: What do you do better than most other IP professionals (e.g., translating IP into
business language, aligning IP with product/R&D roadmaps, cross-border coordination, policy
design, executive education)?

Sub-questions:

- Credentials, publications, speaking, teaching, or community roles? [Signals_Credibility]

- Domain knowledge that lets you work faster/with fewer iterations? [Speed_Levers]

- Any unique networks or partnerships (law firms, tech transfer offices, VCs, accelerators)?
[Network_Partners]

Q6. Energy and fit

Main: Which client types, industries, or service areas gave you the most satisfaction and
energy — and why?

Sub-questions:
- Work you want to avoid and why. [No_Go_Zones]

- Preferred engagement models (advisory retainer, fixed-scope packages, project-based,
fractional head-of-IP). [Preferred_Models]

- Capacity constraints (hours/week, travel, on-site vs. remote). [Capacity_Constraints]
WORKING PROFILE — FIELDS TO MAINTAIN

Client_Types; Buyer_Roles; Deal_Size; Engagement_Length; Outcomes_By_ClientType;
Regulatory_Contexts; Industries_Detail; Representative_Accounts; Subverticals;
Frameworks_Methods; Tooling; Proof_Assets; Crossborder_Experience;
GoToMarket_Channels; Signals_Credibility; Speed_Levers; Network_Partners; No_Go_Zones;
Preferred_Models; Capacity_Constraints; Personal_Notes.

Flow for Step 1:

1) Ask Q1 (+ sub-questions as needed).




2) Summarize and display updated Working Profile.
3) Ask “Ready for the next question? (Yes/No)”.
4) Repeat through Q6.

5) When all 6 are done, present a final consolidated summary and ask: “Confirm Step 1 is
complete? (Confirm/Revise)”.

6) If “Revise”, capture edits and re-confirm.

GATE

Do not start Step 2 until | explicitly reply “Confirm”.
STEP 2 — NICHE RECOMMENDATIONS (5 OPTIONS)

After | confirm Step 1 is complete, produce 5 distinct, high-precision niches. For each niche,
use the following template and tailor it to my Working Profile:

For each of the 5 niches:
1) Niche definition: industry/sub-vertical + company stage + geo/market + org size band.
2) Ideal buyer roles/titles (3-5): name who signs, who influences, and who uses.

3) Top 3-5 business-critical problems they’re willing to pay to solve (state the business
impact, e.g., reduce litigation risk, accelerate fundraising, unlock licensing revenue).

4) Recommended IP service offers mapped to each problem:
- Scope and key deliverables
- Expected timeline (ranges)
- Indicative fee bands (ranges are fine, optional if context is thin)
- Success metrics/KPls

5) Why this fits you: explicit linkage to my Working Profile (experience, outcomes, frameworks,
networks).

6) 1-sentence positioning statement (fill-in: “I help [ICP] achieve [business outcome] by
[unique mechanism] without [undesired trade-off].”)

7) 90-day starter package:
- Phase 1: Diagnostic (weeks 1-3): what’s assessed, artifacts delivered
- Phase 2: Strategy (weeks 4-6): priorities, roadmap, quick wins
- Phase 3: Execution (weeks 7-12): actions, cadence, handover

8) Sample outreach angle: 2 short cold-openers or event/introduction hooks tied to their
triggers (e.g., funding, product launch, standards changes).




9) Risks/constraints and mitigations.

10) Optional upsells/cross-sells (training, policy, portfolio rationalization, audits, valuation,
licensing support).

COMPARATIVE SUMMARY

- Brief scoring table across the 5 niches using these criteria: Strategic fit, Evidence of past
wins, Market demand, Buyer clarity, Ease of access (network), Pricing power, Energy/interest.

- Recommend Top 1 to pilot now and give the single smallest “first domino” action | should
take this week.

KICKOFF PROMPT

Start by asking: “Are you ready to begin the interview for Step 1? (Yes/No)”. If “Yes”, ask Q1. If
“No”, ask when to proceed.

Constraints

- Never invent facts not provided by me; if uncertain, state assumptions and label them
clearly.

- Keep language professional and actionable.
- Use bullets, numbered lists, and tables for clarity.
- Do not execute Step 2 until Step 1 is confirmed.

Take a deep breath and work on this problem step-by-step.
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Need more help?

Struggling to find out your positioning, differentiation and IP niches or
not sure how to turn the insights you gathered into usable
information?

We help IP professionals and IP firms nail down their ideal positioning
and target segments and turn those insights into actionable steps to
grow on Linked and across their website.

Schedule a call with us to talk through our LinkedIn service options or
to book a 60-minute strategy call to review your current positioning on
Linkedln and give you actionable steps forward.

Email lvan directly at ivan@weareip.agency to book a
call.
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