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EXxperian LLid

e Annual sales in excess of
£1 billien

e 13,000 people
werldwide

e Offices In 18 countries

e Vore than 40,000 clients
A oVver 60 countries



B2B Current Landscape

o View / reality: that B2B marketing|Is the “peor;
relation™ of Big Sister B2C In terms, of targeting

sephistication and technelegy.

o Why IS this Se7?

+ Scale of the market

= 46 million consumers, 3 million

firms.



B2B Current Landscape

« B2B mailing volumes: are lower and Vet respense
fates no) better tham B2C

+ this has limited the size of the prize and the investment
In targeting data and techniques by suppliers.

o Historically B2B has had relatively: geed ameunts of
actual data on firms.

+ This has reduced the need to apply sophisticated
techniques to predict what is not there.

+ Thisis no longer the case.



B2B Current Landscape

e [IAUS, We get a Vicious circle of lack off Investment
N targeting technoelogy = lack ef resulis = lack of
InVestment.



B2B Current Landscape
e [ihe fundamentals ofi targeting PUSINEeSsses are no
different firem targeting| Consumers.
o e fundaments bemng: -
+ [lArget customer segmentation or “proefiling:.
+ Prespect guantification and “selectionr.

o |iS [USt that the Investment In the application of B2B
methodolegy and technolegy has not been very.
high.



Suppliers of Business Data

e OF670 DMA members 36 are Dusiness; liIst ewners

« Numiber ofisuppliers has declined due te increased
competition andlinvestment Cests

o Polarisation between smaller niche eperators and
VolUnme mass market



Business Data - Trends

EXplesion|in Business Data SeUrces:

o 4,750 business list entries in LADS

» Over 3000 husiness lists availahile

s c250 commerciallhusiness datalnases
e frem S0 suppliers

e More investment In databases = more SeUrces =
ncreased cempetition



Business List Sources

Internall customer anadl prospect data

Response Lists

Controlled! Circulation Publications
Exhibitiion Attendees
Complled Datalnases



Internal Customer andl Prospect
Daiic

s How good Is the guality 2
e [How has it been updated ?
 Coverage : Depth and Breadin

Intccler?al data will'always lhe supplemented by exteral
ata

1@ source more Infermation en existing custemers anad
iefresh prespects

BUIF seen as threat te growin off exiernal data



Response Lists

o |ncreasing avaiability

e [Low volumes of names with imited market
penetration

o BUyers, enguirers, & Incentivised! respenders by
value, product, iecency

o Suppliers: seftware BUuyers, PeokBUyers, training
product buyers

e FIrst choice for direct sales



Controlled Circulation Readers oi
Business Magazines

Suppliers: Business Magazine Publishers
LLarge velumes in niche markets

Highly: selectable: Joh fnction), BUSIness activity,
purchasing responsioility,

Quality ol data varnanle

EXcellent penetration off senier and middle mat
AAMES



Exhibition Attendees

Goed vertical market coverage e.g. Computing,
Eeod machineny, Packaging

Quality of data vames widely,

Suppliers include: Reed Exnibitiens, Blenheim

Used by manufacturing and niche Sectors



Complled Datalnases

» Clesest o "UNIVERSE" coverage
 Named individuals limited te; Directors

o Selection nclude: company:size, SIC code,
posicode, financial mfermation

e Data source: directores, co house, phoene

o Users: alll categories



Compiled Data Suppliers

s EXpenan

s Yell Data

« D&B

o AcCXiom

« \Wegener Direct
e Conduit

e Varketscan



Business Data Owners - Trends

o Publishers refeclsing 0n Cone markets

 Compiled list ewners seeking data alliances (o get
closest to “universe”

« Vore Buyer files coming on market - a major
volume file such as VIKING; s/ biggest threat to
existing market

s [ncreasing/internatienalisation eff data markets



List Quality

 Company Address chianges 12%, pa
 Named Chief Executive change 16%) pa
s SIC code change 1.2% pa

Resulting in £180 million wastage

Source: Conduit 2002



Samplingl Considerations

e« Randem
+ geography, size ((empleyees / turnever)
+ Industry sector
e [ndependence
+ Deware of linkage
+ JrOUpP accounts
e Sjze of sample

» typically smaller 1000 firms +



Samplingl Considerations

« Emploeyees in Business:

+ Nearly 90% of businesses in the UK (89.68%) employ
only 1% of UK workforce. Nearly 99% (98.77%) make up
only 2%.

+ Over one third of businesses in the UK (36%) contain only
1 or 2 employees. 95% of firms have 20 or fewer
employees.



Sampling Considerations

Number of Employees by Value

_ 98% of UK
90% of UK firms workforce

employ 1% UK employed by
w orkforce only 1% of UK
firms




Samplingl Considerations

e UrnGVer:

+ Over half of companies in the UK (50.24%) turn over only
1% of the UK total. Over 95% make up only one tenth of
the UK total.

+ 13% of UK firms turn over £10,000 or less annually.

+ 57% of UK firms turn over £100,000 or less annually.

o 7% of UK firms turn over £1,000,000 or more annually.
+ 1% of UK firms turn over £10,000,000 or more annually.

e Profit and Loss:

* 6.5% of companies made a loss in their previous year's
accounts.



Samplingl Considerations

Turnover by Value

Nearly half
of UK
turnover
comes from
only 1%of
firms




Euture Development

Commercial Mosaic



Commerciall MOSAIC

o Ohjective tordevelop the first “multi-dimensienal™
descriptive classification of businesses in the UK.

o Classification’at the mdvidual company:level (I.e. 3
millien erganisations).

+ Neighbeurhood or area hased systems are. of
imited value, as unlike peeple; business, of the
same type donit really “flock together”.

» Development directed by Richard Webher, the
erginator ofi classification; systems; in the UK.



Commercial MOSAIC - Development

o Bult from > 60 variables e.g.
+ Business type, I.e. limited/nen-limited
+ SIC code
+ Age ol business
+ Einanciallistatus / bad debt etc
+ Independent erganisation / greup
+ Numloer of directers
+ Age ol directors

» Directers’ individual and residence
charactenstics (e.qg. wealth, education ete).

+ Small office /[ home offices

» Product and service usage (40 categories e.q.
[@W materals, Services, technology etc):



Commercial MOSAIC - Development

o Classification yielded 13/ business groups
and S0 types.

Commercial



Group Name % Employees

A
B

D

Major Retail 5.00
Industrial Blue Chips 5.74

FHeets and Finances

Hotels and Catering

Health and Social Work
Property Portfolio
Independent Entrepreneurs
Energetic Enterprises

Cottage Industry

% Companies
0.03
0.19




Pricing

e |ist rentalis for ONE TIME use, User owns the
[ESPONSES

o £75 10 £250 per theusand names and addresses
» More selections = More expensive

s \/olume discounts can be negotiated

o Minimun Order usually: £500

+ WW\V. ProsSpectiocator.com



Pricing Continued

o Greater the depih ofi datal the more IS changed

» LISt Leasing more commen (Unlimited use fier 1
yean) c£300/000

« [Data Proiiling and Data everlays ne set rate -
depends on volume



Data Elements

 Name: (title, ierename, surname, henours)
« Johihtle (cede for function)

e Company Name

e Address

s [lelephone number

o Fax number

e E mall

o BUSIness demogliaphics



Business Demographics

« Commercial Mosaic

o Standard Inaustral Classification (UK US)

o Size of Company by Turnever (cempany)

o Sjze off Company by Employees (company: el site)
s [Head Office/ branch office

e Purchasing Power

o Computer platferms

e [Fleet size



