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The #1 Secret for Sales 
Teams to Create an Ideal
Customer Profile

An ideal customer profile, or ICP, is a tool that helps your sales 

teams understand your ideal client. It represents the target 

audience that benefits the most from your product offerings 

so that you can focus your efforts on those that are likely 

to convert. 

The ICP process can help you boost your bottom line and ensures 

that you maximise your marketing and prospecting efforts! 

Keep reading to learn more about how to create an ideal 

customer profile. 
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The Risk of Not 
Understanding your
Ideal Customer

One of the biggest pitfalls your sales team can run into is not 

understanding your ideal customer. This lack of understanding can 

lead them to spend time trying to convince the wrong people to buy 

your products. 

When this happens, the goals of your sales team and customer do not 

line up – the offer is presented for all the wrong reasons, and your 

conversion rates will be low. Even if you can convert them, they may 

have a low customer lifetime value or a higher churn rate.

Worse, you can end up with unhappy customers that can damage your 

company’s image. In other words, failing to understand your ideal 

customer can be a costly mistake!
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So, how can you minimise the risk of marketing to the wrong 

audience?

This is where ideal customer profiles come in. It can help your team 

avoid wasting time and effort on people who are not the right fit for 

your brand. Just because you can market to a wide range of individuals 

and companies doesn’t mean you should. 

Similarly, ICPs can help you boost your win rates, lifetime customer 

value, average deal size, and more. Since they direct your sales reps to 

the prospects that want and need your help – and can afford it – they 

are more likely to succeed.

What Every Sales 
Team Needs to Know

So, what does your sales team need to know about your ideal 

customer? The list is rather long!

First, look at demographics. How big are the organisations? Are there 

certain job titles that play the biggest part in deciding to buy? What 

industries do they serve? How long have they been in business?
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Once your sales team can identify who your ideal client is, they must 

dig a bit deeper. This involves understanding what their goals and pain 

points are. They should ask questions like what they want to achieve 

with your products and services, and how that is different than what 

they are currently doing to overcome those challenges. 

Your sales reps should also understand their buying process, what 

features are most important to them, and the budget they have 

available. If you want to impress them, you should also work to learn 

about their business goals, distribution channels, culture, and more.

Simply put, the more you know, the better!
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How to Build an 
Ideal Customer Profile

Let’s get into how you can build your ideal customer profile. We can 

break it down into four steps:

The best place to start when building an ICP is to look at your best 

clients. Think of those customers that are paying you well and are 

satisfied with your products. Make a list of at least 10 to 15 of these 

clients. 

Remember that the goal of this exercise is to help you focus your sales 

efforts on those prospects with needs that best align with your brand. 

1. Identify Your Top Customers

After listing out your top customers, look at what they have in 

common. This is where that understanding comes in – list out all the 

attributes they share, whether they seem relevant at first or not. 

The idea here is to come up with a long list of characteristics that 

describe your ideal client!

2. What Do They Have in Common?
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Let’s get into how you can build your ideal customer profile. We can 

break it down into four steps:

Next, narrow down that list of attributes to those that matter the most. 

Try to bring the list down to 5 or so characteristics that truly resonate 

with your ideal client. 

If you do this right, anyone on your sales team should easily be able to 

envision what an ideal customer looks like – and who is not. 

3. Choose the Most Important Attributes

Now that you have everything planned out, it’s time to put it on paper 

and fill out your ICP template. This written document will serve as a 

resource for your sales team and ensure that their efforts are focused 

on the right audience. 

4. Complete the ICP Template
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Using your ICP 
to Drive Revenue

Unfortunately, setting up the ICP alone will not drive revenue – you 

must put it to work!

Tailor your email templates and sales scripts based on the customer 

profile you created. Also make sure that you update your website, 

including your landing and pricing pages, to best connect with your 

ideal client. 

If you have developed more than one ICP, use segmentation in your 

sales efforts whenever possible. That means you would have separate 

ads, marketing emails, and scripts for each one. 

You can also use your ICP to improve sales forecasting. Since you 

understand your audience’s buying process, you can better segment 

your sales funnel and predict when a prospect will convert. 

Implementing these practices will help you speed up the sales process, 

increase your conversion rates, and boost revenue!
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