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A quiz

How valuable is this? How much is it?
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And what’s the price of this?

A quiz
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So, what is the price of data in the B2B market? What are the features 
that are driving the prices of data products?
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We found 15 scrapable DMs + 30 individual providers that allowed us to 
collect information about 215,075 data products from 2,115 data sellers
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14,472 (7%) of data products did not inform about scope and 1,177 claim 
to have global scope

Nº products by country Top countries by paid products

Country % paid products

United States 30%

Canada 9.3%

United Kingdom 9.2%

Germany 7.6%

France 7.4%

Spain 7.1%

Only 11,823 data products are paid, and 4,162 from 443 distinct providers of 
them disclose information about their prices
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Data sells at an immensely wide range of prices

One-off data product pricesSubscription-based data product prices

Most valuable data products in the long tail are related to marketing. We will come back to them later.
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Focusing on AWS marketplace, we observe that prices depend heavily on the 
category, which in this DMs resemble “industries”

Box-plot data product prices by industry
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Cross DMs analysis is more challenging, since DMs i) provide different detail, 
and ii) use different categorisation and criteria to assign categories to products
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Cross DMs analysis is more challenging, since DMs i) provide different detail, 
and ii) use different categorisation and criteria to assign categories to products
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So, which are the features actually driving the prices of data products?
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Top 33 datasets worth > US$30K per 
month share some characteristics…

 All of them provide huge amounts of data for MM people, 

10k locations or companies

 61% of them offer daily updates

 They provide fresh rather than long-historical data

 67% of them are US-focused, 21% are global

 73% of them relate to retail and marketing

 Most valuable B2B marketing products include precise 

enterprise data, and key contact information

 At least 48% of them enable a very granular location-

based analysis, and 27% of them geo-located data

 21% B2C marketing products allow for session 

reconstruction (i.e., connecting the different data points 

of individuals and entities)
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… and we are able to find clear simple 
seller-specific pricing strategies

R² = 0.7677
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Price vs country GDP in mobile coverage pricing

R² = 0.9295
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 All of them provide huge amounts of data for MM people, 

10k locations or companies

 61% of them offer daily updates

 They provide fresh rather than long-historical data

 67% of them are US-focused, 21% are global

 73% of them relate to retail and marketing

 Most valuable B2B marketing products include precise 

enterprise data, and key contact information

 At least 48% of them enable a very granular location-

based analysis, and 27% of them geo-located data

 21% B2C marketing products allow for session 

reconstruction (i.e., connecting the different data points 

of individuals and entities)

Top 33 datasets worth > US$30K per 
month share some characteristics…
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Based on this analysis we derived a list of “desirable” features of data that 
data prices seem to depend upon
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We have provided a first glimpse into the growing market of B2B data.

We found that data sells at an immensely wide range of prices up to US$500k or US$150k monthly.

We have pointed to the challenges of comparing across DMs and potential solutions for that.

We were able to list groups of features that are determining prices of real products in the market.

We came to the conclusion that there is a need of an overarching solution to provide transparency on 

how much a piece of data might be worth in the market, and why.

Bottomline…
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We are working on such a data quotation tool to be able to predict the prices 
of a data product out of its metadata based on market prices and transactions
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Such a tool will have limitations, since it does not consider: i) the usability for 
the buyer, ii) the quality of the data, iii) the specific value for a buyer.
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Now it is Q&A time!

For more information please contact:

Santiago Andrés Azcoitia

santiago.azcoitia@imdea.org
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