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What is an Ideal Customer Profile?

Imaginary buyer most likely to become a high-value customer

Method to target your resources to the most valuable accounts & prospects

One ICP can have several buyer personas — implications in technical setup

Crucial that understanding of the ICP & Buyer Persona are the same. Collaboration!



Why a clear ICP is important

Align your company, marketing and sales strategy

Efficiency in directing marketing efforts - cut noise

Optimize content and conversion points — Higher conversion rates

Faster sales cycles and higher lifetime value



Ideal Customer Profile | \’ARDRE

e Detailed demo/firmographic definition of your ideal buyer:
o Location

Budget

Company size

Revenue (B2B)

Purchasing power (B2C)

Age/gender (B2C)

o O O O O

e |CPs are tightly tied to business targets.
What are you after?

Top line growth?

Profit?

Larger market share?

Other?

o O O O



Ideal Customer Profile evolution

e 2001-2012: Geo expansion

Qe Z
66% growth in restaurants C—)u\’e \

30 new locations/year qarLdm

ITALIAN KITCHEN

e |CP: Likely loyalists
o  Broad middle class families
o  Budget- and value-conscious
o  Looking for a fancier-than-average dining
experience
o  >10 visits/year

e Actions
o Longer menu
o  More email promotions
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2001-2012: Geo expansion

66% growth in restaurants @h%

30 new locations/year qarLdm

ITALIAN KITCHEN

|CP: Likely loyalists

O
o
o

O

Broad middle class families

Budget- and value-conscious

Looking for a fancier-than-average dining
experience

>10 visits/year

Actions

o
o

Longer menu
More email promotions
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2012-2019: Increased profitability
9% growth in restaurants

<10 new locations/year

ICP: Wealthier occasional diners

o  Upper middle class couples & groups
o  Quality-conscious
o Looking for an average meal
o  <5visits/year
Actions

o  Shorter menu, pricier on average
o 50% fewer email promotions






What do | need to set up?

1. Break down and map your ICP into a list of attributes and corresponding values
2. Know your data model. Make sure the data gets there on time to make a decision!
3. Automation rules to assign profile, change grade match, supporting scoring

4. Activation through your funnel



mplementation in Pardot - Fields

1. Map necessary fields

Quality

[ )
e Formulations

Edit Custom Field
Name™  Ciouds in Use

Type” multiselect v

Custom Fielg 1" Clouds.in_Use

Salesforce.com Field — CloudsinUse__c (CloudsinU v &

Name

Keep this Neld's type and possible values (for dropd
Wetite

[ Required

[ Record and display multiple responses (useful for fi

Use pre-defined values (for checkboxes, radio butto

Create Custom

Values

A Type”

Custom Fleld ID”

salesforce.com Field
Name

Name"

Account NPS Score_c (Account NPS Score. <)
Accounts Worth __c (Accounts Worth__c)
AccumulatedCreditvalue_c (AccumulatedCreditvalue
Aiven_Account_TD__c (Aiven_Account_ID,
Automated_Customer_Health__c (Automated_Customer_Health
iAccountName__c)

BilingAddress (BilingAddress)
BillingCountryCode (BillngCountryCode)
BillingCountry_c (BillngCountry__c)
bilingGeocodeAccuracy (BillngGeocodeAccuracy)
billingLatitude (BilingLatitude)

SilingLongilude (BiingLongitude)
SilingStateCode (SillngstateCode)

Businessld__c (Businessld_c

CsMiscorestatus_c (CsMScorestatus_c)
CsMiscore_c (CsMscore__c)
c

)

a c veryPa 9
Changed By Health Risk Action Plan__c (Changed By Health Risk Action Plan_c) 2

) Required
() Record and display multiple responses (useful for fields that are set to always be displayed like reporting issues)

0 Use pre-defined values (for checkboxes, radio buttons, drop downs, and mult-selects)

Create Custom Field [t}

110,20205:13PM

howing| 50 v of 27

o

2. Make sure in CRM the fields are in

correct levels

e Forms and quality

e Data source

‘| Configure Account Fields

Default Fields

Updated: Filter:

All Time v country

NAME @ TYPE
Billing Country Text
Shipping Country Text

Custom Fields

Updated: Filter:

AllTime v region

NAME @ TYPE
Sales Region Text

Prospect Fields

Shippir.

CRM FIELD

Sales_Region,

Custom Fields

Filter:
region

NAMEQ® FIELD  SALESFORCE.COM FIELD NAME
Region Area

Region for Contact & Lead Region  Region__c

Default Fields

Filter:
country

NAME©® FIELD SALESFORCE.COM FIELD NAME
Country country MailingCountry

TYPE
Dropdown

Dropdown

FIELD API NAME
Area_c

Region__c

TYPE

Dropdown



Implementation in Pardot - ICP score

Pardot/MCAE ICP build up automated

Matching of the intention and fit
1.

2.

ICP Score

ICP value (true/false)

8 | prospect gade

Actions

nnnnnnnnnnnnn

Score

P

{

Grade
matched

ICP score evaluation, profile and
account match

o

Automation for
evaluation

SDR Validation
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Use case: Engagement differentiation [

Normal customer experience B
e Slow track, longer warm up s
e Less activation for inactives A
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Use case: Engagement differentiation
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Use case: Level of service

Email not displaying correctly?
View it in your browser

ICP experience & aiven

e Differentiated level of service (demo) or
self-service (with free trial)

Hi Adele,

We just wanted to check on you and let you know that our team is here to help you
search for the right Kafka solution.

Check out our documentation to find answers to the most common problems, or
post your question on StackOverflow (tag: Aiven). You can also schedule a call with
eat u res us and talk to our Kafka experts directly!

. Book a call
e Dynamic content

e Custom Redirect & Conditional Completion

Action (1) . k il
@& aiven ve

HiAdele,

With Aiven, your infra is already set up for you. Select your services, integrations,
cloud provider, and storage needs, and you're ready to go

Ten minutes and a few button clicks. That's all it takes to build a fully functional,
open source data e with Aiven._Sign up for our 30-day free trial and see
for yourself!l

Need more help?

Check out our documentation to troubleshoot issues or post your question on
StackOverflow (tag: Aiven).

Start a free trial



Use case: Personalised chat journey ‘

ICP experience

e Chat visibility

e Strong ICP actions R
@& aiven
Features :
e Chat that connects with Pardot & CRM —
e Field mapping S—

e Profiles, scores and ICP score



Use case: Personalised chat journey

ICP experience

e Chat visibility
e Strong ICP actions

Features

e Chat that connects with Pardot & CRM
e Field mapping
e Profiles, scores and ICP score

How can we help you today?

Chat with us live
-

Book a call with our account team 1

Learn more

Great! We are here to help. The
topics below are most frequently
requested. Select the one you'd
like to learn more about

Plans, Pricing & Value Calculations

- > Documentation

How to guide

Let us know if you need any help
by leaving the message in the

chat.

How could we help you today?

Chat with us live

Book a call with our account team "}

I'd like to start a FREE trial

View Documentation

Looking for Industry use cases

Sure, here is the documentation
for you.

'oov H

& alven
Anything else we could help you
with?

Chat with us

Book a meeting with us [T
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Key takeaways

1.

Know your business, buyer profile and ideal customer in level where you can
differentiate attributes - before implementing

Align technical matrix of fit (grade)& intent (score) together with your stakeholders
across the organization

Prioritise and boldly implement it to your processes and activities. Keep
consistent.

Learn from the results, adjust, and implement constantly
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Jaime Lépez - Sr D|recto
jaime.lopez@aiven.io

Adele Kurki - M
adele.kurki@ai



Grade - Fit & Score - Intent

1. Set up criteria and prioritise it

2. Setgrading profiles

3. Automation to assign roles (can be also
adjusted manually)

4. Automation to assign grade match

| Automation

vvvvvvvvvvvvvvvvvvv Create Automation Rules

Actions

Wwn =

i DAR DRe
Content & Lead audit

Evaluate the threshold

Consider using different scoring
categories

Make sure you have coherent
implementation through your activities
guiding to same MQL rule

Apply respective scoring category to the
activity and check that your activities are
in correct scoring categories.

Keep in mind that documentation saves
time in alighment the process




