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 Data Quality Fuels Growth
Quality data makes a difference to sales  
and marketing growth.

Whether you fuel your marketing campaigns with current 
data or old data can make the difference in your ROI. That’s 
the conclusion of a Dun & Bradstreet (D&B) survey* of 500 
B2B decision-makers in the US, UK, and Canada, working 
in sales or marketing; companies that invest in data quality 
thrive. Those that don’t either hold steady when they could 
be growing, or they fall behind. 

As marketing continues to evolve, a high-quality email list 
and simple firmographic segmentation are no longer enough 
to fully realize sales and marketing ROI gains.

From the rapidly emerging adoption of programmatic 
advertising practices, to the continued aggressive investment 
in marketing technology and the use of highly focused 
marketing tactics, the dependency on quality data has never 
been greater.

Activating Data

Quality data alone won’t move the needle. If quality data 
is the fuel of sales and marketing growth, activation is the 
ignition. 

Data activation unlocks the value in data by enabling insights 
to inform specific sales and marketing actions, such as:

• Highly personalized messaging—at scale;

• Understanding who best to target, and how, for 
Account Based Marketing (ABM);

• Connecting online and offline customer experiences 
for buying journeys that start online but are 
completed in person;

• Identifying whitespace opportunities to expand the universe of prospects. 

In this report, we will discuss the challenges and opportunities in maintaining and 
leveraging education data that is complete, accurate, and fresh, for use in the 
sophisticated activation approaches that education marketers need to be most 
impactful.  

*The Dun & Bradstreet 7th Annual B2B Sales and Marketing Data Report

Of companies that increased
their investment in data quality:

100%
saw overall
performance
gains.

94%
report that their
sales and marketing
performance improved.

100%
saw no improvement
in sales and marketing
performance.

75%
saw a decline in sales 
and marketing
performance.

35%
saw overall
performance
decline.

Of companies that decreased
their investment in data quality:
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 COMPLETE
Blind Spots Are Hurting Your Marketing Efforts

Most organizations don’t have a complete enough picture on their prospects—or 
even on their own customers—leading to serious consequences: 

• One in five businesses loses revenue and customers as a result of 
incomplete data, according to research by Dun & Bradstreet.

• Recent Gartner research has found that organizations believe poor data 
quality to be responsible for an average of $15 million per year in losses. 
(Gartner)

Complete data makes sophisticated marketing methods possible:

• Targeting – 92% of B2B decision-makers in the D&B survey rated data 
quality as important to campaign targeting. Smart targeting considers 
multiple aspects of the prospect audience:

 − Demographics – the basics of age, gender, education level, etc. 

 − Firmographics – the district, school, enrollment, grade span, or 
funding levels.

 − Behavior – the buying data that helps you understand what 
customers buy and why.

When synthesized together, this data allows you to identify and target the most 
profitable segments of the market, and a Bain & Co. survey showed that 81% of 
executives believed that market segmentation was crucial for growing profits. 

• Personalization – A Forbes survey of marketing executives 
found that 48% cited data quality as one of the leading 
roadblocks to achieving a personalization-driven culture. 
That also translates into a roadblock to growth. An Evergage 
study found that “the top five benefits of personalization 
include increased visitor engagement (55%), improved 
customer experience (55%), improved brand perception 
(39%), increased conversion rates (51%), and increased lead 
generation and customer acquisition (46%).” (Evergage, Inc).

• Customer Profiling – A unified database that includes 
customer demographics, firmographics, and behavioral 
data allows you to generate individual, centralized customer 
profiles for sales and marketing. With this data-powered 
and integrated view of a customer, companies are better 
positioned to motivate their targets to buy and to accelerate 
their sales success.

A company that doesn’t 
know its customers is the 
one that fails, and one of 
the best ways to get to 

know your customers is 
through quality data.

— The Daily MBA

https://www.gartner.com/smarterwithgartner/how-to-create-a-business-case-for-data-quality-improvement/
https://hbr.org/2008/02/find-your-sweet-spot-1.html
https://www.evergage.com/wp-content/uploads/2018/04/Evergage-2018-Trends-in-Personalization-Survey.pdf
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What Complete Education Data Looks Like

Education marketers without a complete prospect picture may be missing basic, 
fundamental information like the size of a school, what grade level an educator 
teaches, or a consistent way to reach a contact. 

Missing Purchase
Behavior

Missing Educator
Names

Missing Contact Info Grade-Level Info Missing Industry Info

Missing School/
District Level Info

This is important because educators are more than just their job. The ability to 
connect with them on multiple channels depends on a deeper understanding 
of what makes them tick. Do you know if the 8th grade math teacher is also a 
baseball coach? Or part of the PTA? 

Do you suspect your customer data has holes that could be hiding opportunities? 
Matching your customer data to a more complete database can give you a more 
accurate, detailed view of your customers. The match process allows you to 
identify prospects, improve market segmentation, and enhance your customer file.

Looks like a teacher, acts like a teacher…but is it really 
a teacher or a look-alike?

Our Digital Marketing products and services match online audiences to our 
best-in-the-industry educator data, so you don’t waste your time or budget 
reaching the wrong people.
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Know Your Customers

Educators and administrators (in particular) want to work with people they can 
trust and connect with. That connection is built through progressive marketing 
interactions that demonstrate to your customer that you know them:

• You know me and my school.

• You’re bringing me solutions and content that address my interests and 
concerns.

• You talk to me on my preferred channels.

• Our interactions evolve as my needs evolve.

Meet Jane...

 9 3rd Grade teacher

 9 Shelton Elementary School in 
Shelton, CT

 9 6 Years teaching

 9 33 Years old

 9 Resides at 123 Main Street, 
Shelton, CT

 9 Married with 2 children

 9 Master’s degree

 9 Owns her home

 9 Has a household income range  of 
$75,000-$99,000

 9 Loves to travel with her family

Clean, complete data makes your marketing relevant, and relevance is the key to 
relationships. It also allows you to personalize your communications so that the 
recipient feels like you know and value them.

Marketers need to have this complete picture because teachers and 
administrators have a surprising amount of purchasing influence and power. US 
educators play major roles in planning, recommending, and implementing school 
purchases. That creates a real opportunity for marketers because teachers are 
especially targetable by subject taught, by grade, by student demographics, etc. 
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Putting Complete Education Data to Work

One of the benefits of complete education data is the ability to effectively target 
and message prospects in response to market trends and events. For example, fall 
2020 is a back-to-school season like no other. Educators are facing unprecedented 
changes in how they will teach, where they will teach, and the materials and 
technology they will need to teach successfully. 

In partnership with our award-winning media brand WeAreTeachers, MDR 
surveyed nearly 3,000 PreK-Grade 12 educators nationally in August 2020 on their 
needs for the coming school year. Some highlights:

• Only 31% were fully confident they’d have the classroom/remote learning 
tools they needed to teach effectively. Are you able to target curriculum 
directors or IT staff?

• Many of the typical classroom supplies, such as crayons, calculators, and 
notebooks, will be needed at scale to be provided to students for use at 
home or in the classroom where the sharing of materials and supplies may 
be limited. Can you reach teachers by grade level?  

• Per teachers, 75% of districts will be providing digital devices for student 
use. Do you have the demographic data to identify districts working to 
bridge the digital divide? 

Complete data gives education marketers the insight and flexibility to narrowly 
focus campaigns for the greatest impact. 

“Sales and marketing teams that make data quality a 
priority are better able to align their efforts and improve 
performance. And, a focus on data can help organizations 
leverage and take advantage of the full value of their martech 
stack, more seamlessly connecting investment to ROI.” 

— Dun & Bradstreet  

7TH ANNUAL B2B MARKETING DATA REPORT
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 ACCURATE
Data Hygiene Requires Constant Maintenance

Education data that goes untouched becomes useless over time. Educators 
move on, move up, change schools, and change roles. At MDR, our own data 
management efforts bear this out. There’s simply a high churn rate in education.

NAMES CHANGED
All K-12 Schools

EMAILS CHANGED
All K-12 Schools
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           37,672
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To ensure data is accurate in an industry as fluid as education requires both a 
rigorous data hygiene process on the part of data providers and frequent, if not 
constant, updates to in-house marketing data. 

According to  
Dun & Bradstreet’s B2B 
survey, at a rate of 2-to-1 
decision-makers indicated  
that data accuracy was the 

most important element  
of data quality.

The Data Hygiene Process

Data quality isn’t a fixed point; it’s the result of constant attention to the sources of 
your data, the completeness of your data, and the systems and processes you put 
in place to update your data and keep it accurate. Here are the steps MDR takes 
to provide customers with the most accurate data in the industry:

• Extensive phone interviews with schools, districts, and state departments

• Direct connectivity with central office staff at the largest school districts

• Electronic data feeds from state DOEs

• Online data mining and aggregation

• Daily email validation and accuracy testing

• Data linkage and overlay to best-of-breed data partners

MDR’s data hygiene process is the product of over 50 years of focus and 
refinement. On-staff expert researchers make daily updates to verify more than 
7 million teacher names each year. We consolidate these daily updates into 
a comprehensive batch which is refreshed every two weeks, and available to 
customers throughout the year. Numerous third-party audits have rated MDR’s 
data at 93% accuracy for contact names and 99% accuracy for school names. 

We’re so confident in the quality of our data hygiene process that MDR offers a 
No-Fail Delivery Guarantee. Show us an undelivered piece of USPS mail and we 
will give you a credit. Deploy an email through us and you won’t pay for any emails 
that do not reach the inbox. 

https://mdreducation.com/the-mdr-delivery-guarantee/
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 FRESH
Stale Data Hurts You in the ROI

Companies and nonprofits relying on stale data this year may find themselves 
talking to an audience that has moved on or that has different needs. The 
pandemic has accelerated the pace of change in education data even further. 
Schools are responding rapidly to evolving conditions, and teachers are switching 
schools, changing roles or grades, and adapting how they teach. Many districts 
are also planning a reevaluation at the first semester mark and may institute 
further changes in response to circumstances at that point.  

On top of that, the Coronavirus Aid, Relief, and Economic Security Act (CARES) 
earmarked $30.7 billion under an Education Stabilization Fund for states to spend 
on education:

• $13.2 billion for the Elementary and Secondary School Education Relief 
Fund.

• $14 billion for Higher Education Emergency Relief Fund.

• $3 billion for the Governors Emergency Education Relief Fund which 
governors can use for “significantly impacted” school districts or higher 
education institutions.

This injection of funds may enable schools to make previously unscheduled 
investments in infrastructure, EdTech, materials, and resources. Understanding the 
funding landscape can help you focus your efforts on the prospects with money to 
spend.

Education as an industry is prone to disruption from such funding changes, 
EdTech advances, pedagogical trends, and other emerging forces. Education 
marketers should institute a constant data refresh process to keep up. 
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Fresh Data Is More Important Than Ever

Data is current on the day it is collected. But, like a new car being driven off the 
lot, from that moment it begins to depreciate and its ability to drive ROI wanes. 
This year especially, having access to the most current data isn’t just a nice-to-have 
in an industry as digitally native as education—it’s a necessity.

Teachers are engaging with their schools (colleagues, students, parents) in digital 
ways (class website, social channels, LMS, email) every day. This school year, the 
use of technology-focused curricula and digital devices will explode, spurred by 
the adoption of remote learning models.  

Digital marketing tactics, like email, social, and display advertising, appear in 
the spaces where educators are spending their time. That’s important because 
in education marketing, it isn’t just who you know, it’s how and where you reach 
them. Speed is a valuable currency in digital marketing. When news breaks or an 
opportunity arises, you don’t want to be scrambling to pull together an updated 
email list.  

Education marketers are also making more use of sales acceleration tools, CRMs, 
marketing automation platforms, and, more recently, the connectivity of those 
systems to Customer Data Platforms (CDPs). The performance of such tools 
depends on complete, accurate, and fresh data.    

To support our customers as they implement these data-forward strategies, 
MDR has made access to our world-class education database faster and more 
frictionless:

• ConnectED Cloud is the online list-building tool that gives you access 
to MDR’s National Education Database of more than 7 million schools, 
colleges, libraries, day cares, administrators, teachers, and staff. Users can 
build their own email and direct mail lists with real-time counts and receive 
automatic notifications each time the list has an update.

• MDR CloudSync integrates MDR data directly into end-platforms such as 
Salesforce, Marketo, and MS SQL Server for a seamless workflow with data 
that refreshes twice a month throughout the year. 

• ConnectED Reach is a campaign platform that puts your email, digital 
ads, and asset management all in one tool that makes deployment and 
reporting easy and always accessible.
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 CONCLUSION

The quality of your data impacts every aspect of your marketing program: the 
assumptions about your customers that you use to build your strategies, the 
modeling you do to segment your audiences, your ability to reach your best 
prospects, the performance of your campaigns, the return on your investment in 
marketing automation, and so much more.

NEXT STEPS TO ENSURE ROI

1 Figure out if you have the right educators to target. Learn more about 
MDR’s 7+ million educators with over 400+ attributes.

2 Determine if your data is clean or dirty. Dirty data may be costing you in 
lost marketing time and useless leads, let MDR tune-up your database.

3 Refresh your data. Get a free Customer Name Match quote to append 
characteristics to complete your database.

 

https://mdreducation.com/education-data/
https://mdreducation.com/education-database/educator-data-quality-matters/
https://mdreducation.com/lp/free-match-quote/


About MDR 

MDR connects enterprises to the education community with innovative data-driven 
solutions that accelerate marketing and sales success. For more than 50 years, MDR 
has provided insights and structure to the complexities of the education marketplace 
through unique institution and personnel data and analytics. Innovative tools, 
unparalleled services, and deep market knowledge speed customers’ go-to-market 
strategies while delivering critical database hygiene, structure, and linkage to support 
modern CRM, Marketing Automation, and ERP connectivity. MDR’s marketing services 
range from content development and marketing agency services to data-driven social 
and digital advertising solutions. MDR’s recent innovations include AcceleratedData, 
MDR Visitor Intelligence, MDR CloudSync, MDR’s ConnectED Cloud, and the number 
one media brand for educators, WeAreTeachers. 

Feel free to contact us with any questions or to arrange for an in-person presentation. 
As you make your strategic plans for the upcoming year, please reach out to us at  
800-333-8802 or mdrinfo@dnb.com. 

For more insights into educators and the education market, visit MDReducation.com, 
check out our blog, or browse our other reports.

A Dun & Bradstreet Division

MDReducation.com

800-333-8802

mdrinfo@dnb.com

https://mdreducation.com/mdr-visitor-intelligence/
https://mdreducation.com/mdr-cloudsync
https://data.mdreducation.com/auth/sign-up
https://mdreducation.com/weareteachers/
http://mdreducation.com
https://twitter.com/mdrbiz?lang=en
https://www.linkedin.com/company/mdr
https://mdreducation.com/
mailto:mdrinfo%40dnb.com?subject=Marketing%20to%20Educators%20Guide
https://www.facebook.com/mdreducationmarketing/

