BEST PRACTICES FOR ADDRESS DATA
B2B DATA HAS AN ALARMINGLY HIGH DECAY RATE: ABOUT 2.1% EACH MONTH. At this rate,
waiting even one month after collecting lead data could reduce your marketable database from
10,000 leads to 9,790. If you convert only 1% of your leads, you’re still missing out on two deals
simply because of bad timing and data decay.
We know data is at the heart of successful marketing and when you’re sending high-touch items,
you need physical addresses that are correct. These are our best practices for
ensuring your address data is optimized for success.

BE PICKY WHEN SELECTING A DATA PROVIDER
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This isn’t a surprise, but starting with the most reliable data you can
get is core to achieving maximal success. Many data providers
include low-quality “filler” data, but when it comes to physical sends,
no address is better than a bad address. Don’t accept that – demand
accurate, high-quality data but expect to pay for it too.
If you’re going to use an expensive data provider, you can limit your
costs by only sending them leads that are a good match. Do a little
up-front research to vet your own leads and send only the highest
quality ones to the data provider for addresses.

KEEP DUPLICATES OUT OF YOUR DATABASE
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Before sending a physical package, make sure you know the intended
audience. Most marketing automation platforms automatically prevent
duplicates from receiving the same email twice. Take advantage of this
feature and configure your platform to filter out duplicates to maximize
your impact.
If you don’t have this feature, you’ll have to do the process manually
but you should do it. Duplicated entries will cause data decay across
the database and could lead to duplicate physical sends, costing you
money and watering down your campaign.
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USE PROGRESSIVE PROFILING
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Self-reported data is the most accurate. For leads that are engaging with your
site, utilize the power of progressive profiling to slowly collect address data – and
quickly act on it. If a lead is willing to provide their address, they’re ready to
engage with a physical package.
You can start adding progressive profiling to your platform by mixing up what
you ask for on your gated content. If your platform allows it, even make the
questions change based on past entries. The more data you can collect, the
stronger your database will become.

Initial form for lead capture

Progressive form

First Name

Company Name

Last Name

Street Address

Email Address

City

Country

Postal Code

State

Submit
Submit

CALCULATE THE ROI OF HAND-VERIFYING
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Human-validated address information can drastically improve reach. But is it
worth the cost? We built a spreadsheet to help figure it out, and we’re pretty
excited about it. Consider creating a similar calculator as shown below, or ask
us for ours. We’re happy to share!

Example ROI calculation

3,150
6,850

Pieces Sent

$102,750.00

Costs for Sends

$172,750.00

Total Cost

$22,750.00
$28.02
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Bad Addresses Found

Diﬀerence in Cost
Cost per Lead Reached

HAND-VERIFY YOUR ADDRESSES
If you think it’s worth it to do hand-verification, here’s how to get started.
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Work with a data provider to append the list. We suggest LeadSpace,
Social123, and Oceanos. Once data is returned, it’s time to begin the
hand-validation process.

1

Identify each lead on LinkedIn. Since social media information is
self-reported and generally up-to-date, this is the most reliable source
of information.

2

Determine whether the lead still works at the company suggested in
the purchased list.
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Search Google Maps for a business address for the lead’s company
that is within the area listed in the lead’s LinkedIn location.
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Now, try to find a company website that validates this address or
provides another address within the same proximity of the LinkedIn
location – we recommend using this address over Google Maps if there
is a discrepancy.
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See if this address matches the address from the data provider. If it
does, it is a match, and you can be reasonably confident that your
direct mail piece will reach the intended person.

Occasionally, even this process won’t cut it. If you’re still concerned about the
quality of your data, try the old-fashioned method and pick up the phone.
Call each lead’s organization directly and ask for the best mailing address.
Remarkably, this method generally has a high response rate. Perhaps not
surprisingly, most people are excited about the idea of receiving a package.

SEND A LOW-COST TEST MAILER
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Sometimes, a simple low-cost mailer, such as a postcard or brochure,
helps strip out undeliverable addresses from your list prior to sending the
premium, high-impact piece. If you’re concerned about the quality of your
address records, consider a test mailer as an alternative or addition to
hand-verification.
With Tactile Marketing Automation® it is easy to add a postcard mailer
into your campaign. If the postcard comes back as undeliverable, you can
tag those leads as needing more research or deeper verification if they’re
worth the trouble.

Has your organization developed a strategy for tackling this problem?
We’d love to hear your solution! Send us your story at dgaugler@pfl.com.

