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Desktop Marketing Tools
Software and data for business-to-business sales and 
marketing professionals.

• Generate better leads

• Zero-in on your best customers

• Focus on your hottest prospects

• Find markets that offer unexpected potential

• Learn what differentiates responders from buyers

• Analyze advertising, web, and marketing response

• Improve your sales & marketing R.O.I.

• And more...

BROC-7/01/61200
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There are two main types of data that make up the
on-board database:

Base Data — Complete demographic data on more
than 14 million U.S. businesses, from the industry’s
leading supplier of business-to-business marketing
data, D&B.

Open Data — Specialty data from multiple 
industry-specific data suppliers. 

Base Data
Following is a list of all the Base Data elements. The
elements that you can use to narrow your search are
marked with an asterisk (*).

Demographic Data
SIC Division *
2-, 4-, 6-, and 8-digit
SIC Codes *
Annual Sales *
Headquarters or Branch *
Total Employees * 
Employees at Site *
Year Started 
(Years in Business) *
Public or Private *
Subsidiary Indicator *
Legal Status (Corporation,
Sole Proprietorship, etc.) *
Import/Export Indicator *
Manufacturing Indicator *
New/Changed Records *

Business Data
Unique Identifier
Trade Business Name *
Legal Business Name *
Executive at Site *
Executive Title

Contact Information
Main Phone Number
Address
City *
State *
ZIP Code
ZIP+4
Delivery Point

Mapping/Location Data
Physical Address
Physical City
Physical State
Physical ZIP Code
Physical ZIP+4
3-digit ZIP Code *
3-digit ZIP Name 
5-digit ZIP Code *
County FIPS code
County *
Metro Area FIPS Code
Metro Area *
State FIPS Code
Latitude
Longitude

Data

Who are D&B Sales &
Marketing Solutions
tools for? 

• Marketing managers,
directors, VPs

• Sales managers, 
directors, VPs

• Market analysts 
& researchers 

• Database marketers 
& analysts

• Product managers 

• Strategic planners

• Business developers

• Marketing consultants

• Anyone responsible 
for improving their 
company’s sales 
and marketing R.O.I. 

Are you facing growing pressure to
spend less and sell more?

D&B Sales & Marketing Solutions (formerly iMarket Inc.) has pioneered the delivery

of business-to-business marketing information. Our desktop, server, enterprise, and

web-based solutions are used by over 60,000 businesses—from emerging companies

to many of the Fortune 100—to dramatically improve the return on their marketing

and sales investments. And, since 1994, over 175,000 sales and marketing 

professionals have benefited from attending our free informational seminars. 

D&B

Ad Audit Services

WEFA, Inc.

American List Counsel, Inc

OneSource Information
Services, Inc.

iNvision

Hugo Dunhill Mailing Lists, Inc.

Harris InfoSource

NuOs 
Corporation

Insurance Services

Office, Inc.

D&B 
on-board
database

A Sampling of Data Providers.

The key to generating better leads and increasing
your sales and marketing R.O.I. (return on investment)
is to target the right audience, with the right message,
offering products and services your audience
needs. With marketing software and data from
D&B Sales & Marketing Solutions, this is easier
than ever before.

D&B Sales & Marketing Solutions offer a range 
of tools, providing functionality from basic
prospecting and list building to powerful customer
and lead analysis. Choose the one that best helps
you achieve your goals.

MarketPlace™
Instant prospect lists and basic market research.
(See pages 4 and 5.)

MarketPlace Pro™ 
Prospecting, list suppression, and data enhancement.
(See pages 6 and 7.)

MarketPlace Gold™  
Intelligent prospecting, based on insight from
your customer and lead data. (See pages 8-10.)

The Data
All D&B Sales & Marketing Solutions software
tools are powered by an on-board database 
compiled from many industry-leading data
providers, giving you the depth of data you need
for more precise target marketing.

D&B Sales & Marketing Solutions.
We help business-to-business sales and 
marketing professionals identify and reach
their most profitable prospective customers.
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Data

To get: You spend (per record):

Mailing info 1 credit (10 cents)

with Employee Range 1.5 credits (15 cents)

Telemarketing info 1.5 credits (15 cents)
(Mailing info + phone #)

with Employee Range 2 credits (20 cents)

Full demographic info 3.5 credits (35 cents)

Open Data — Select and export data on the 
following industries:

• Business Indicators 
• Education
• Energy
• Exchanges and Area Codes 
• Fax Numbers*
• Information Technology 
• Insurance 
• Law
• Manufacturing
• Telecommunications 

Contact Names - Target specific job functions and
job titles in the following industries:

• Education
• Financial Services
• Health Care 
• Information Technology 
• Law
• Management

* Note to all fax list users:
It is a violation of federal and state law to send unsolicited advertisements
to a fax machine. (See United States Code Title 47 Section 227.)
Anyone violating those laws may be subject to civil and criminal
penalties which may exceed $500 for each transmission of an unsolicited
fax. D&B Sales & Marketing Solutions provides business data for lawful
purposes only and expressly forbids the use of its business data in any
unlawful manner.

Open Data Providers
Here’s a sampling of the companies that 
provide Open Data to D&B Sales & Marketing
Solutions on-board database (as of July 2002). 

• Ad Audit Services Inc.
• American List Counsel, Inc.
• CC3
• D&B
• Harris InfoSource
• Hugo Dunhill Mailing Lists, Inc.
• Insurance Services Office, Inc.
• iNvision Consulting Services, Inc.
• Market Data Retrieval
• Noble Ventures
• NuOS Corporation
• OneSource Information Services, Inc.
• WEFA, Inc.

New data providers, data, and contact names are
added each quarter, so be sure to check
www.imarketinc.com/opendata often for updates
and enhancements.

Pay only for what you want, when you want it
D&B Sales & Marketing Solutions prospecting
tools are based on a metering system, allowing
you to build, preview, and modify lists before you
actually license any data. When you license a list,
meter credits are deducted from a pre-paid
account. You’re only charged for the data you
want and there’s no charge to do market research
or to analyze data!

For each company name you license for prospecting,
you pay 10, 15, 20, or 35 cents, depending on the
kind of information you need. Additional charges
apply when using Open Data and when you
export Open Data elements. 

Standard pricing is $0.10 per meter credit, but 
volume discounts are available for large data buyers.
Call for details.

3

Note to Open Data Users:
D&B’s data offerings may change from quarter to quarter. 
In the event that we discontinue a relationship with a data provider,
we will inform you about alternate sources of similar information.



MarketPlace is for sales and marketing 
professionals who need to:
• Generate highly-targeted prospect lists

based on Base Data like industry, number of
employees, years in business, and more, and on
Open Data like information technology indicators,
financial indicators, energy industry indicators,
and more.

• Sell more effectively by precisely targeting the
prospects who are most likely to buy. With
MarketPlace contact names, you can target not
only the right companies, but the right people at
those companies. 

• Size markets quickly and accurately.

Cost- and time-saving features
• All lists are multiple-use lists — Print labels and

reports or export data for licensed lists for an
entire year, as many times as you want, at no
extra charge.

• No select charges — Test your list with 
different selects until you get the list you want.
There’s no cost until you license the list.

• Don’t pay for names you don’t want— Review the
list and delete names you don’t want, before
you license the list.

• No list minimums — Create lists as small or large
as you want.

• List sampling — Test large lists with small random
samples, before you license the whole list.

Precisely-targeted prospect lists, 
in minutes, from your desktop

MarketPlace
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Now shipping in
MarketPlace

Millions of contact

names and the 

ability to select by

job function and job

title, giving you

access to the names

of managers, directors,

and other top 

decision-makers!

...Open Data 
speciality selects

...and Open Data 
contact names

MarketPlace is as easy as 1-2-3

Step 1. 
Specify what kinds of
companies you want
to market to using standard
demographic selects...

Step 3. 
License the list and 
print prospect reports and 
mailing labels—and start
bringing in new customers!

Step 2. 
Review your list and delete 
any companies that you
don’t want to pay for



MarketPlace

MarketPlace Output
Once you’ve created a prospect list, you can:

• Print mailing labels to a wide variety of 
popular label formats

• Export the demographic data and import it into
other programs like GoldMine or ACT! (for con-
tact management), MapInfo (for mapping),

Microsoft Excel (for number-crunching), and
Microsoft Word (for mail merges). You can also
append most Open Data elements. 

• Print prospect reports

• Print telemarketing reports
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Mailing labels, a telemarketing listing, and a prospect report printed from MarketPlace.



MarketPlace Pro

Prospecting, data enhancement,
and list suppression
MarketPlace Pro is for sales and 
marketing  professionals who need to:
• Remove (suppress) existing customers and leads

from new prospect lists.

• Enhance customer and lead databases with key
business demographic data.

MarketPlace Pro includes MarketPlace, 
so you can also: 
• Generate highly-targeted prospect lists based on

Base Data like industry, number of employees,
years in business, annual sales, and more, and
on Open Data like information technology 
indicators, financial indicators, energy industry
indicators, and more.

• Sell more effectively by precisely targeting the
prospects who are most likely to buy.

• Size markets quickly and accurately.

Match rates
MarketPlace Pro uses the latest neural-net and
“fuzzy-logic” matching techniques to compare
your customer or lead file to its on-board data-
base. MarketPlace Pro has proven to deliver
match rates equal to or exceeding the 50–75%
you can  expect from a service bureau. Because
data matching is an imperfect science, no service
bureau or software will ever match 100% of your
records.
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Don’t forget,

MarketPlace Pro 

contains the same 

on-board database 

of more than 14 

million U.S. businesses 

and the same 

robust prospecting

functionality 

that’s in our 

flagship product,

MarketPlace.

How MarketPlace Pro works
1. Import your customer or

lead file as a DBF, CSV,
or tab-delimited file.

2. Match your customer or 
lead file to the D&B Sales
& Marketing Solutions
on-board database.

3. Output your customers or
leads as a MarketPlace list.

4. Open your new customer or 
lead list in MarketPlace, license 
additional demographic data 
like industry, annual sales, and 
number of employees, and 
append the data to your original
customer or lead file.



Enhance your customer and lead databases with valuable demographic data
With MarketPlace Pro, you can export critical demographic data from the on-board database so you can
append it back onto your original files. 

By doing this, you can turn records that look like this in your database:

MarketPlace Pro

Into records that look like this:
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MarketPlacePro saves you time and
money and gives you control
• Save money by removing (suppressing) records

you already own. MarketPlace Pro can turn any
file — your lead or customer database, a list of
trade show attendees, etc. — into a file that you
can suppress from new MarketPlace prospect
lists.

• There are no setup or matching fees. Service
bureaus charge a matching price per thousand,
setup fees, and additional costs for appending

data elements. With MarketPlace Pro, you simply
pay for the data if you choose to append it 
to matched records, saving you thousands of
dollars over what you might pay a service
bureau.

• Get fast results. With a service bureau, it often
takes weeks for results. With MarketPlace Pro,
you get results in minutes or hours, not days or
weeks.

Acme Trucking Corporation

1 Main St.

Des Moines, IA 50301

800-555-1234

SIC 7513-9901 (Truck leasing, without drivers)

Employees: 25–49

Annual sales: $5 million

Year started: 1990

Location type: Headquarters

Ownership: Private

Metro area: Des Moines, IA

Executive: Jim Doe, CEO

Mailing address: P.O. Box 1

Physical address: 1 Main Street

Acme Trucking
1 Main St.
Des Moines, IA 50301
800-555-1234



Understand your customers, 
leads, and markets
MarketPlace Gold is for sales and 
marketing professionals who need to:
• Profile and clone their best customers to find more

customers just like them.

• Measure market penetration and potential.

• Analyze and compare response to marketing
and sales programs.

• Generate better leads.

• Remove (suppress) existing customers and leads
from new prospect lists.

• Enhance customer and lead databases with key
business demographic data.

• Analyze sales territory performance.

MarketPlace Gold includes
MarketPlace, so you can also:
• Generate highly-targeted prospect lists based on

Base Data like industry, number of employees,
years in business, annual sales, and more, and
on Open Data  like business indicators, financial
indicators, and energy industry indicators.

• Sell more effectively by precisely targeting the
prospects who are most likely to buy.

• Size markets quickly and accurately.

Only have company names, addresses,
and phone numbers in your file? 
That’s all you need! MarketPlace Gold matches
your customer or lead database to its Base data-
base, giving you the additional demographic data
you need to analyze by industry, annual sales,
number of employees, and more.

MarketPlace Gold answers the 
big questions
Successful marketers know that their customer
and lead data is a strategic tool. By segmenting
and analyzing customers and leads, they can
answer the following important questions.

Customer profiling
• What characterizes my best and worst 

customers?

• What kinds of companies become my repeat
customers and my most profitable customers?

• Which industries give me the most revenue
and which give me the highest average 
revenue?

• Where are my best cross-selling opportunities?

• Which industries buy which products?

Market penetration and potential
• Which industries have I been most successful in?

• What is the relative size of my market potential?

• Which market segments offer potential I didn’t
expect?

Response analysis
• Are my marketing programs attracting qualified

leads?

• Who is responding to my ads, web site, trade
show booth, and direct marketing?

• Which industries not only responded to my lead
generation activities, but which ones bought
the most?

Sales territory performance
• How can I deploy my sales force equitably?

• Where should I focus my best sales reps?

MarketPlace Gold
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Don’t forget,

MarketPlace Gold

contains the same

on-board database 

of more than 14 

million U.S. businesses 

and the same 

robust prospecting

functionality 

that’s in our 

flagship product,

MarketPlace.
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MarketPlace Gold

Analyzing market penetration with MarketPlace Gold 
Below is an example of a MarketPlace Gold customer base market penetration analysis.

Interpreting the analysis report
If you only pursued industries where you had a lot of customers, you might have ignored Custom 
computer programming. But, since it’s one of your best-penetrated industries, it’s probably a good
market to hit with a special vertical marketing campaign. And, even though you have the most 
customers in Management consulting, there’s still a lot of room to grow. You might want to do a large,
targeted campaign to this industry. 

The bottom line: There is no right or wrong answer. MarketPlace Gold provides data and 
analytical tools that free you up to develop marketing programs and strategies, so you don’t have to
spend time running numbers.
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You have a fair amount of  customers in
Custom computer programming services
(779) and it’s your best-penetrated 
market (at 1.62%).

You’ve got more than twice as many 
customers in Management consulting
(1,825), but since the market is so large
(131,424) your penetration is lower (1.39%).

continued...



MarketPlace Gold

MarketPlace Gold is powerful,  yet easy to use
MarketPlace Gold is designed for sales and 
marketing professionals by sales and marketing
professionals, so you don’t have to be a database
analyst to get fast, actionable results.

And, MarketPlace Gold is an all-in-one tool. You
can match and analyze your customer or lead
databases all with one software tool, from your
desktop. 

Match rates
MarketPlace Gold uses patented neural-net and
“fuzzy-logic” matching techniques to compare
your customer or lead file to its on-board data-
base. MarketPlace Gold has proven to deliver
match rates equal to or exceeding the 50–75%
you can  expect from a service bureau. Because
data matching is an imperfect science, no 
service bureau or software will ever match 100%
of your records.
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Added power, with add-on modules
■ The Custom Fields Module, which comes as part

of your MarketPlace Gold subscription, lets you
analyze by information (like revenue) from
your own database. That means you can see
which industries spend the most money with
you, generate the highest average revenue per
customer, and more.

■ The High-Capacity Module lets you analyze
databases with more than 60,000 records (max.
capacity: 500,000 records).

■ The Unlimited-Capacity Module lets you analyze
databases with more than 500,000 records.

Plan on reselling MarketPlace Gold analysis data to
your clients?
Call for special reseller pricing.

How MarketPlace Gold works

1. Import your customer or lead file as a DBF, 
CSV, or tab-delimited file.

2. Match your customer or lead file to the
MarketPlace on-board database and view 
market penetration, program response, and
other important analysis reports. (You can 
also create a prospect list of any market
segment with one click from your analysis 
report and then open and license the list in
MarketPlace.)

3. Output your customers or leads as a 
MarketPlace list.

4. Open the list in MarketPlace, license additional
demographic data like industry, annual sales, 
and number of employees, and append the 
data to your original customer or lead file..



Key Applications

Create highly-targeted prospect lists. ■ ■ ■

Remove existing customers and leads from new  
prospect lists. ■ ■

Enhance in-house customer and lead databases. ■ ■

Analyze response to marketing and sales programs. ■

Generate more leads that look like your best customers 
(“clone” your best customers). ■

Calculate how much of a market segment you’ve already 
penetrated and what the remaining potential is. ■

Calculate the revenue potential of any market segment. ■

Understand which customer segments generate most of your 
revenue, generate the highest average revenue, cost the most
to service, and more. ■

Analyze customers and leads by numeric variables 
in your own database. ■

Which tool is right for you?
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Product Comparison

Product Gives you: Includes:

MarketPlace The power to generate highly-targeted • An industry-leading on-board 
prospect lists database of more than 14 million 

U.S. businesses

• Powerful list-building tools

• Open Data and Contact Names

MarketPlace Pro All of the above, plus the ability to: All of the above, plus:

• Enhance customer and lead databases • An integrated match engine
with key business demographics

• Remove (suppress) existing customers,
leads, and competitors from new 
prospect lists

MarketPlace Gold All of the above, plus the ability to: All of the above, plus:

• Profile and clone your best customers • Powerful analysis tools

• Measure market penetration and potential

• Analyze and compare response to  
marketing and sales programs

• Generate better leads

• Analyze by numeric fields (like revenue)
from your customer or lead database, in
addition to the demographic information 
in the on-board MarketPlace Gold database



We’re here when you need us
At D&B Sales & Marketing Solutions, we want to
do everything we can to help you become a more
successful marketer. That’s why we offer a variety
of no-charge and fee-based programs and services
to help you get more out of our software tools and
hone your marketing skills.

We’ll answer your basic questions without charge
and provide these fee-based services when you
need more in-depth help:

• Technical Support and Software Training. 
Choose phone or onsite training for help
installing and using our products or when you
have basic questions about incorporating our
tools into your overall sales and marketing strategy.

• Professional Services. 
For custom-designed database marketing systems
and solutions, tailored to your company’s needs. 

Data specifications
•  Input file formats (for MarketPlace Pro and

MarketPlace Gold): DBF, CSV, tab-delimited

•  Output file formats: MPB (MarketPlace), DBF,
CSV, tab-delimited

Open Data is a trademark and D&B is a registered trademark of D&B Corporation. Windows 95,
Windows NT 4.0, and Microsoft are registered trademarks of Microsoft Corporation.

Recommended You must have at least:

CD-ROM Drive 650 MB 8X or faster 650 MB 4X

Processor Pentium II 300mhz Pentium 90

Operating System Windows 95/98/NT 4.0/2000 Windows 95/98/NT 4.0/2000 

RAM* 64 MB or greater 32 MB

Available hard disk 500 MB (MarketPlace) 300 MB (MarketPlace)
space (before install)** 700 MB (MarketPlace Pro) 450 MB (MarketPlace Pro)

700 MB (MarketPlace Gold) 450 MB (MarketPlace Gold)

Display SVGA (800 x 600 @ 256 colors) SVGA (800 x 600 @ 256 colors)

Mouse Required Required

* Additional virtual memory is required.
**Heavy use of MarketPlace Open Data will require additional hard disk space.

460 Totten Pond Road, Waltham, MA  02451-1908
T 800.532.3775   F 800.468.5621   www.imarketinc.com


