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Recommended for

SDRs, Account Executives, Marketing Managers, Customer Success 
Managers

Increasing the likelihood of closing deals

Organizations that rely on targeted, data-driven approaches to identify and 
engage potential customers

Expected results

Higher Conversion Rates

Improved Sales Efficiency

Enhanced Customer Acquisition Strategy
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"Are you struggling with identifying and engaging the right companies at 

the perfect moment when they’re ready to buy? This play will help you 

perfect your timing and personalize your outreach!"
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Introduction
It’s widely acknowledged that defining your Ideal Customer Profile (ICP) is the 

first step toward driving growth and improving sales. However, identifying your 

ICP is only part of the equation. To truly optimize your sales and marketing 

efforts, you need to focus on a more dynamic aspect; recognizing ICP 

companies that have shown intent. These are businesses that not only align 

with your ideal customer criteria but are also actively demonstrating buying 

signals or engagement with your brand.



In this play, we will walk you through the process of identifying ICP companies 

that have shown intent and explain how to harness that intent to drive better 

sales outcomes.


Monitor intent signals



Set up intent monitoring



Having defined your ICP, the next step is to monitor for signs that these 

companies are showing interest or intent to buy. These intent signals can come 

from various actions, like visiting your website, downloading content, or 

engaging with third-party platforms that track buyer activity.



To make this process efficient, it’s essential to use tools that can monitor these 

signals in real-time. Platforms like Leadfeeder by Dealfront, for example, can 

help you track which companies are visiting your website and alert you when 

companies that match your ICP show signs of interest. Intent monitoring tools 

can provide data from sources like search behavior or content engagement, 

giving you a clearer picture of which prospects are actively exploring solutions 

like yours.



By setting up these tools, you can receive real-time notifications when an ICP 

company is showing intent, allowing your team to take timely action. Acting on 

these alerts means that your outreach is always relevant and well-timed, 

increasing your chances of converting these leads into customers.



To set up intent monitoring using Leadfeeder by Dealfront, you’ll first need to 

have saved a list of your ICP companies in Dealfront Target. Once you’ve got 

your list of ICP companies saved, simply follow these steps:

https://www.dealfront.com/resources/playbooks/define-your-icp/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/reasons-ideal-customer-profile-in-b2b/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/web-visitor-intent-data-elevate-outreach-strategy/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/solutions/web-visitor-tracking/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/intent-data-guide/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/resources/playbooks/define-your-icp/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
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�� Go to Leadfeeder by Dealfront�

�� On the left hand side, click “+ Create custom feed”.

�� On the right, under “Feed Name” you can customize the feed. To do so, 

simply name the feed according to what you observe. For example, “ICP 

companies”�

�� Beneath this you can choose if you want to receive weekly updates 

about new companies identified in this feed. The first two checkboxes 

will be ticked by default and we recommend keeping these boxes ticked 

so that you never miss out on new additions to your feed�

�� Next you’ll need to choose your filters: scroll down to the filters tab and 

click “Add a new filter”, then from the dropdown select “Company info” 

and then “company list”. Now select the created list in Target “ICP 

Companies” and select “Add”�

�� To exclude companies that already exist in your CRM, you’ll want to add 

another filter: Select “CRM” and then “Connection to CRM”. Within the 

filter you can then choose “is not” and “Connected” from the 

dropdowns. Your custom feed will now only show companies in the 

selected list that are not connected to your CRM.
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�� Now you need to define which intent makes a company interesting for 

you. Here are some examples:

�� Add a new filter. Click “Behaviour” and select the filter that is most 

important for you (eg. File download, page url, pages views per day, video 

play, visit length etc.) For this example, we will use the behavior of a 

prospect visiting the pricing page.

Frequent Visits to Product Pages - when a prospect repeatedly visits 

pages that describe your products or services, it shows they are actively 

exploring what you offer.

Visits to Request Demo Page Without Filling Out the Form - when a 

prospect visits the "Request Demo" page but doesn't complete the form, it 

suggests they have significant interest but may need a gentle nudge or 

more information before committing.

Regular Visits to Pricing Pages - if a prospect frequently checks your 

pricing page, it's a strong indicator that they are considering making a 

purchase and are evaluating the cost.

Downloading High-Value Content - actions like downloading case studies, 

whitepapers, or reports indicate that the prospect is seriously evaluating 

solutions and gathering information to make a decision.

Signing Up to Consume Your Content - any prospect filling out a form with 

their contact details, signing up to hear from you, is a prospect with their 

interest peaked and one that’s keen to hear more about what you have to 

say.





https://help.dealfront.com/en/articles/1595574-send-identified-companies-to-slack?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://help.dealfront.com/en/articles/1595574-send-identified-companies-to-slack?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://help.dealfront.com/en/articles/86369-configure-email-notifications-in-leadfeeder?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf#h_601f44b46d
https://help.dealfront.com/en/articles/7949842-send-identified-companies-to-your-crm-with-automation?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf




https://www.dealfront.com/blog/essential-guide-to-cold-calling-and-emailing/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/essential-guide-to-cold-calling-and-emailing/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/b2b-sales-strategy-for-dach/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/outbound-prospecting-germany/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
https://www.dealfront.com/blog/b2b-sales-strategy-for-benelux/?ajs_aid=34230446-bded-4489-9078-670c18ed6cbf
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Contact Sales 
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+ 44 20 3936 9083 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Visit our help center

General inquiries


info@dealfront.com

This playbook was brought to you by Dealfront

Dealfront is the go-to-market platform for Europe that gives businesses 

everything they need to win leads and close deals. 



Dealfront’s multilingual AI understands the nuances of European data, so it can 

access data and insights that other tools can’t, all within Europe’s complex 

compliance standards.



Dealfront – The way to win deals in Europe.

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