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This guide aims to provide you with the structure you need to find your ICP.

For you to be able to follow along with this template, you'll need access to a
1. list of your existing customers

2. company data provider, such as Vainu

3. Bl system, such as QuickSight

Vainu's connector enriches your CRM data automatically and allows you to avoid
manual data projects. So, if your organization is using Salesforce, Dynamics, HubSpot, or
Pipedrive as a CRM and has already connected it with Vainu, you can skip step 2.

Suppose you don't yet have a solution for directly feeding relevant company data points
into your Bl or CRM system. In that case, you'll need to manually enrich a list of your
existing customers. Rest assured, this template will walk through the process of

manually enriching a list of companies.
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An ideal customer profile (ICP) is a description of the type of

company that would derive the most value from your organization’s
offering.

As such, an ICP lays out the descriptive characteristics of those
companies, be they firmographics or technographics, such as
industry, location, revenue, or technologies, that could be causative
factors in their positive evaluation of your product or service.
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As ICP companies would be the ones that derive the most value
from your organization’s offering, it's safe to assume that these
companies would also be willing to pay the most for your product or
service, as well as being the least likely to churn.

These factors make them very productive companies for your
organization to pursue, which is what you should be doing with your
ICP—using it to find new companies that fit the profile.




Step 1: Get a list of your existing customers

This analysis is based on your customer portfolio. For that reason,
the first step in the process is to get a list of your existing
customers. This type of information could be stored in numerous
databases, such as your CRM or CS system.

In this demonstration, we will show how to get a list of existing
customers from a customer success platform, Planhat, and the only
customer data included in the list is company name and Business
ID. Inclusion of Business ID is essential as that is how Vainu, and
likely other data providers, identify companies.
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O In the Data tab, select All Companies under General. Q Select Filters, change STATUS to Customer, and Search.

+-
COMPANIES » + COMPANIES

= General

All Companies

»  Revenue
+ ENGAGEMENT o » ENGAGEMENT
* ONBOARDING » OMNBOARDING
» Data check » Data check
» CRM integrations » CRM integrations
» CSMs » CSMs
»  Offices »  Offices
» Package _ ;s » Package
» Cohorts » Cohorts
» Business Units »  Business Units

» Filters »  Filters
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General

All Companies

*  Revenue

ENGAGEMENT

»  ONBOARDING

Data check

CRM integrations

» CSMs

Offices

Package

» Cohorts

Business Units

»  Filters

COMPANIES

COMPANY

Select All

Select All Visible

Q Check the box next to COMPANY, and Select all.

status equal to:customer

EXTID

+ ?+ W,

General

All Companies

»  Revenue

ENGAGEMENT

»  ONBOARDING

Data check

CRM integrations

» CSMs

Offices

Package

» Cohorts

Business Units

»  Filters

COMPANIES

COM

< T < T < IO < I < IR < IO < IO < IO < IO IO O < <

status equal to:customer

EXTID

O Go to the icon of the three vertical dots and Export to Excel.

=| o

Import Companies
Log Activity
Plan Activity
Apply Playbook
Add Opportunity
Add Tag
Remove Tag

Set Qwner

Set Co-Owner
Set Phase
Follow

Unfollow

Export to Excel gﬁ

Remove
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Step 2: Enrich your list with company data

In this demonstration, we'll showcase how Vainu can be used to enrich a static list of companies. To do this, you'll need
(1) a Vainu account and
(2) access to the relevant country database(s).

See why top companies trust Vainu
to grow their revenue.

Start your free trial >>
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Q Log in to Vainu. Select Target Group and Upload list. Q UPLOAD (CSV, XSL, XLSX) and select the appropriate file.

= DYNAMIC LISTS (1) 5
SAVE CHANGES

Ny liste #2022

& STATIC LISTS (7) m

Vainu Customers (Netherla... 109
Vainu Customers (Domain ... 1k

Wainu Customers (Finland) 772

Vainu Customers (Sweden) 19

=1 SHARED WITH YOU (17)
enrichment Lauri
Reference Customers 17.1...

enrichment jouluntaikaa
20 000

companies in your list, split the file into two se

DevOps open positions

c o . . . . Step 2: Enrich your list with company data "‘



Q Once the upload is ready, add the appropriate country

DOWNLOAD.
database(s), click SEND TO and select Excel/CSV. O

{ SEND TO.. # I

List #1

Upload list: atabase: Where 1o0?

[ Excel/CsV

Create a CSV file

Notifications x

@  The list "List #17 is now ready for download

Lehto Group Oyj-'_ Aktia Bank hbp+_ Elisa Oyj+_ Keskisuomalainen Oyj"_

~ 544.7m€ 1 ~ 201.0m€ ~1.9b€ 5 ~ 206.8m€

Lehto Group Oyj: Lehto lopettaa Ruotsin liketoimi Arrangemanget mellan rch Alexander Elisa laajensi mobiiliverkkoa malainen ostaa Savon Painon
Col L.. 54 a o
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Step 3: Prepare your data for analysis

In this demonstration, we decided to limit our focus to the following data points:

e Business Name

e Main Industry

Vainu Custom Industry (VCI)
e Turnover (latest) EUR
Technologies

Digitalization index

Most of these data points are ready to be used as they are, but a few, such as the Vainu Custom Industry and Technologies, need to
be prepared before they can be used effectively.
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Vainu Custom Industry and Technologies

The Vainu Custom Industry and Technologies data points come as long strings and can contain non-breaking spaces. Hence, it may
be necessary for you to clean the data points before you can convert them into a usable format for analysis.

Create new columns next to VCI/ and Technologies columns.

Q For removing any non-breaking spaces, you can use the
formula =TRIM(CLEAN((SUBSTITUTE(A2,CHAR(160),")))).

"Vainu Custom Industry” & "Technologies”

File Edit

Ca NI -]

Building Maint

Wi nsert Format Data T

ance,Professional Sarvi
rvice, B2B,B2C,Service
terms, Software, Information
5, Raal

ial, Management Information Systems

Service, B2C Business Infarmation
ms. B2B, Payroll

{ICT)Infr
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Performance Management, Operating

mation

jQuery Migi

TLS vi.1, Hol
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AMP; Lin
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Sign-in, P
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Technolegies [cleaned]
a, Whatsapp
k., Tumblr, Viontakh
avatar, Jav

{"Respon:
SEQ, Ad lider, Outl
Jguery, Gravity Forms,
2, Websits

PHP, TLS v1.1,
rousel, WordPress 5, Youtube, SSLITLS
n, Percona,
trap 4.4, HubSpot

C ront, Varnish
Apache-coyote,
Hul L]

Create columns that are specific to a VCI or technology. Use
the formula =IF(COUNTIF(B2,"*Office Administration*"),"1","") to
detect if a cell contains that VCI or technology.
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Step 4: Import your data into a Bl system

For this demonstration, we used Amazon QuickSight.

Q In Quicksight, select Datasets and New dataset. Q Upload a file. Once it's been uploaded, press Select.

[ad Quicksight nikolai@vainio -

[ed Quicksight nikolai@valnu.io ~

Choose your sheet
dics) (VICI) v3.xdlsx
Create a Dataset
FROM NEW DATA SOURCES | file:

| ]T Upload a file

:I{I[" Athena

<y (m~ B~ i Desktop = Q

Redshift Salieoication: = Miscellaneous
Al _ Desktop B Vainu Custom...) (VCI) v3.xlsx

'q:’ PostgreSQL — ORACLE ® Red

Vainu Customers (Nordics) (VCI) v3.xIsx
@ Blue Microsoft Excel Workbook (.xlsx) - 735 KB

CCCCCCC

0 All Tags... Options Cancel Open
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Step 5: Conduct the analysis

In this demonstration, we'll be showcasing different types of analyses that you could conduct when completing an ICP analysis.

1. Number of customers per Main Industry

O ur ana IyS IS beg an by |00k| ng at the Number of customers per Main Industry
d i St ri b ut i O n Of O u r C u Sto m e rS a C rO S S Computer programming, consultancy and related activities (62) Wholesale trade, except of motor vehicles ... Employment activities (78) Public administration and ... Information s... Electricity, ga... Warehousin... Retail trade,...  Wholesal...
176 107 31 27 22 22 20 20 18

different industries. A significant
number of our customers are in one of et
three industries: Computer e semas s
programming, consultancy and related
activities (62), Activities of head offices, s e P

Rental and leasin...  Constructi...  Services...  Other ... Sport...  Scient...
18 12 1 10 9 9

management consultancy activities (70), .

and Wholesales trade, except of motor Tmee i e e GRS wasecole..
vehicles and motorcycles (46). el e — ik
The question arises: How come these BREh e Publshing activies (8 O st .. e, . 7 e
three industries alone account for ~37% Offceadm... roogs,.

5

of our existing customers? Group By: Main Industry
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2. VCIl breakdowns of the three industries

Next, a VCI breakdown of the three industries was conducted to
develop a more comprehensive understanding of the business
domains that our existing customers operate within.

When the results of the VCI breakdown of the individual
industries were aggregated, it became clear that two VCls,
Software, and Consulting, were associated with ~64% of the
companies in the big three industries and ~24% of our total
number of existing customers (~14% and ~10% respectively),
which seemed noteworthy.

Moving ahead, it was decided to continue focusing on three
industries identified in analysis 1. However, at this point, it
might have proved interesting to shift the focus of the
investigation to the Software and Consulting VCls.

VCI breakdown of "Computer programming, consultancy and related activities (62)"

VCI breakdown of "Activities of head office, management consultancy activities (70)"
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3. Average Digitalization Index by Main Industry

Following that, the Digitalization Index of the three industries
was analyzed. Activities of head offices, management
consultancy activities (70), Wholesales trade, except of motor
vehicles and motorcycles (46), and Computer programming,
consultancy and related activities (62) have average indexes of
0.4494, 0.5305, and 0.6155 respectively, with their average
being 0.5318.

Considering that the average Digitalization Index of all existing
customers is 0.5256, the scores did not seem especially
noteworthy. That is not to say that the Digitalization Index of a
company could not be a significant factor for our ICP. Rather,
these results do not indicate that Digitialization Index is an
explanatory factor for the three industries alone accounting for
~37% of Vainu's existing customers.

Average of Digitalization Index by Main Industry
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4. Main Industry CRM

After this, the CRM usage—specifically one of the four CRMs
that Vainu has built connectors to—was analyzed. Compared to
the average CRM adoption rate of Vainu’'s existing customers
(29%), the average of the three industries was significantly
higher (~36%).

However, upon further review, it was found that this above-
average adoption rate was due to Computer programming,
consultancy and related activities (62) having a significantly
higher adoption rate than average (~51%), with Wholesales
trade, except of motor vehicles and motorcycles (46) and
Activities of head offices, management consultancy activities
(70) having unnoteworthy adoption rates, ~30% and ~23%.

This is not to say that CRM could not be a significant factor in
determining whether a company is ICP or not. As a matter of
fact, CRM usage is a factor included in Vainu's ICP. Rather, the
results do not indicate that adoption of one of the four CRMs is
an explanatory factor for the three industries accounting for
such a significant percentage of Vainu’'s existing customers.

Main Industry CRM

Legend
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4. Main Industry Turnover

Finally, the average turnover of the main industries was
analyzed. At a glance, it does not seem that average industry
turnover is an explanatory factor. The big three industries have
a significant spread in turnover, with Activities of head offices,
management consultancy activities (70) (8.24M) and Computer
programming, consultancy and related activities (62) (19.48M)
being significantly lower than the average industry turnover of
all of our existing customers (93.22M), whereas Wholesales
trade, except of motor vehicles and motorcycles (46) is
significantly above the average industry turnover (192.57M).

Again, these results do not suggest that turnover is not a
relevant factor for Vainu's ICP—similar to CRM usage, turnover
is a factor in Vainu's ICP. Instead, these results do not indicate
that turnover is an explanatory factor for the three industries
accounting for so many of Vainu's existing customers.

4ain Industry Turnover
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Our goal with this guide was to provide you with some inspiration
regarding the different factors that could be worth investigating as
part of your analysis to find your ICP. Hopefully, we've done that, and
you've found this guide helpful.

It's important to note the limitation of this analysis: It was assumed
that the industries with the most existing customers contained
proportionally more ICP companies than other industries. The later
analyses built upon this assumption and sought to uncover possible
commonalities between the three industries identified in analysis 1.

|deally, you ought to be more thorough and investigate several
different avenues. Also, in your analysis, you ought to include a
greater number of customer data points, such as retention rates,
churn rates, annual recurring revenue (ARR), etc. The inclusion of
more customer data points should not require a different structure.
However, the more data points you include, the more data
preparation you'll likely have to do.
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If all you're missing is the data necessary to conduct the analysis,
then you're in luck: Vainu is a company data provider and we'd be
happy to help, so please feel free to contact us. We also offer a free
trial, so you can try Vainu out with no strings attached.

Alternatively, if you think the results of such an analysis could
potentially be valuable, but you don't necessarily have the resources
available to undertake such a project, then you should still reach out
—Vainu would be happy to help you find your ICP.

All the company data you need for
research, analysis, and more.
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VAINU

Headquartered in Helsinki, Finland, Vainu was founded in 2013 and today provides more than 10,000 sales,
marketing, and data professionals with actionable company data to facilitate timely and relevant B2B
communications through the creation of hyper-targeted company profiles and target segments.

Learn more at www.vainu.com


https://www.vainu.com/demo-request/
https://www.vainu.com/

