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Map your ideal customers to content needs at every stage of their journey. Complete one profile per ICP — do not merge profiles.

Before You Start
This worksheet works best when grounded in real conversations, not assumptions. Before filling it in:
1. Review the last 10 sales calls or onboarding conversations
1. Pull the top 5 support or FAQ themes
1. Check your best-performing content — who shared it and why?

ICP Profile A
	Job title / role
	

	Company type & size
	

	Industry / vertical
	

	Years of experience
	

	Primary goal
	

	Biggest frustration
	

	How they find content
	

	Objection to buying
	



Their content needs
What does this person search for, read, or share? Not what you want them to read.
	Write 3–5 specific content topics this ICP would value:



ICP Profile B
	Job title / role
	

	Company type & size
	

	Industry / vertical
	

	Years of experience
	

	Primary goal
	

	Biggest frustration
	

	How they find content
	

	Objection to buying
	



Their content needs
What does this person search for, read, or share? Not what you want them to read.
	Write 3–5 specific content topics this ICP would value:




Journey Map
For each ICP, map the content they need at each stage. Be specific about format and topic — not just 'awareness content'.
	Stage
	ICP A — Content needed
	ICP B — Content needed
	Gap / Missing

	Awareness
	
	
	

	Consideration
	
	
	

	Evaluation
	
	
	

	Decision
	
	
	

	Post-purchase
	
	
	



Content Gap Analysis
The most valuable gaps are where your ICP has a strong need and you have no content.
	Topic / Question
	ICP it serves
	Priority (H/M/L)
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