


Identifying Your ICP

Understanding your Ideal Customer Profile (ICP) is a
critical step in creating a targeted and effective
acquisition and sales strategy.

By identifying the characteristics of your most valuable
customers, you can tailor your outreach efforts, optimise
marketing campaigns, and increase the likelihood of
successful conversions. Here's a comprehensive guide on
how to identify your ICP:

1. Internal Stakeholder Alignment:

Start by aligning your internal teams and divisions, if
applicable, including sales, marketing, and product
development, to gather diverse perspectives and ensure
alignment on your understandings of the current
landscape.

Each department holds valuable insights into the
characteristics of an ideal customer.
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4. Define Demographic Criteria:

Identify key demographic characteristics that define
your ideal customer, such as industry, company size,
location, revenue, and employee count. This will help
narrow down your target audience.

5. Evaluate Technographic Attributes:

If applicable, consider the technologies your customers
use. Understanding the software, tools, or platforms they
leverage can help refine your ICP, especially if your
product integrates with specific technologies.

6. Analyse Psychographic Factors:

Dive into the psychographics of your customers. Explore
their values, attitudes, interests, and behaviours. This
information can be crucial for creating targeted
messaging that resonates with your ideal audience.



7. Assess Behavioural Patterns:

Examine the buying behaviors of your most successful
customers. Look at the channels they prefer, their
engagement frequency, and the specific triggers that led
them to make a purchase.

8. Consider Firmographic Details:

Incorporate firmographic criteria such as the company's
structure, decision-making hierarchy, and growth
trajectory. Understanding the organizational dynamics
helps tailor your sales approach.

9. Utilise Predictive Analytics:

Leverage predictive analytics tools to analyse patterns in
your customer data. These tools can help identify
characteristics that are predictive of a successful
customer, enabling you to refine your ICP.



10. Monitor Customer Lifetime Value
(CLV):

Evaluate the CLV of your customers. Identify the
characteristics of customers with the highest CLV, as
they are likely to be the most valuable for your business
in the long term.

11. Segment Your Customer Base:

Divide your existing customer base into segments based
on various criteria. Compare the characteristics of high-
value segments to uncover shared traits that define your
ICP.

12. Engage in Competitor Analysis:

Study your competitors' customer base. Identify overlaps
and differences, and learn from their successes and
failures in targeting specific customer profiles.



13. Iterate and Refine:

Recognise that your ICP is not static. Regularly revisit
and refine your ideal customer profile as your business
evolves, industries change, and new trends emerge.

14. Collaborate Across Teams:

Maintain open communication between sales,
marketing, and customer support teams. Collaborative
insights contribute to a holistic understanding of your
customer base.

15. Create a Detailed ICP Document:

Compile all the identified characteristics into a
comprehensive ICP document. This document should
serve as a reference for all customer-facing teams,
ensuring a unified approach.
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