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About this Document

This document describes the integration of the D&B Marketing Universe into the SAP BW.

Section 2 gives an overview of the advantages of integrating D&B data.

Section 3 describes on a more technical level how the integration is realized and gives an overview of the upload process.

Section 4 describes the prerequisites you have to work through before using D&B data.

Section 5 describes step by step how you upload D&B data.

Section 6 describes how you use D&B data in a marketing campaign.

Section 7 is a glossary.

Appendixes 8 to 12 contain technical information on all of the components involved in the integration of D&B data.

1 Overview

Dun & Bradstreet (D&B) is one of the leading providers of external market data today, helping businesses throughout the world build profitable relationships with other companies. D&B sells information on companies worldwide. The data provided includes information on companies and structural information on groups – the so-called family trees ‑ and has proved to be a valuable tool for businesses from both a marketing and a purchasing perspective. 

For this purpose, D&B has introduced the D-U-N-S number (Data Universal Numbering System), a unique nine-digit code that helps identify companies and group entities within an organization quickly and effectively — even in the case of complex corporate family trees.

SAP has integrated D&B’s external market data into the standard Business Content. Data provided by D&B is useful for marketing purposes on the one hand and purchasing purposes on the other. In the case of BW, two scenarios have been developed, with D&B Marketing Universe for SAP BW focusing on the marketing aspect, and D&B Vendor/Customer Analytics for SAP BW targeting purchasing requirements.

D&B Marketing Universe for SAP BW
In a competitive global business environment, an understanding of enterprise-wide information is crucial to making the right decisions. On the one hand there is a tremendous amount of data generated by day-to-day business operational applications. In addition there is valuable data available from external sources such as market research organizations, independent surveys and quality testing labs.

The advantage of integrating D&B data is that it combines the internal day-to-day data generated from SAP components (for example, SAP CRM or SAP R/3 or other operational systems) with the external market and business data from the unique business database of D&B. For example, a campaign manager can create target lists for marketing campaigns based on the analysis of the company’s market penetration data.

The integration has two overall aims:

· SAP BW master data is enhanced by additional company information provided by D&B.

· With the D&B Marketing Universe you can combine and compare your own sales data with D&B’s own global marketing database comprising over 27 million companies worldwide. A D&B Marketing Universe comprises for example all companies in Germany.

The D&B Marketing Universe empowers your company to better understand your customers and locate new market opportunities. You can analyze and compare your own customer data and the delivered prospect data to maximize the overall effectiveness of marketing expenditure.

By using D&B Marketing Universe for SAP BW to help create a detailed profile of the ideal customer your company can:

· Target new prospects with greater precision

· Buy only the specific contact details that are needed

· Calculate your market penetration and potential revenue

· Minimize new customer acquisition costs

· Discover untapped marketing opportunities

· Identify the most important customers to retain

· Maximize the overall effectiveness of your marketing expenditure

1.1 Components of the D&B Marketing Universe for SAP BW

The D&B Marketing Universe for SAP BW empowers you to analyze your own customer data together with information delivered from D&B.
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Using the power of mySAP.com (1) you can interrogate standard reports available through the Workplace and the Business Information Warehouse query tools. These reports are available to various users within your organization through defined roles (for example, Campaign Manager or Marketing Analyst). This enables you to push the information to the relevant personnel in your organization.

Standard reports (2) are provided which operate on top of the BW Market Potential MultiCube, which is composed of the standard Sales InfoCube and the new Marketing InfoCube. If required your administrators can also create non-standard reports to interface with the MultiCube and other SAP BW InfoCubes.

With standard reports you can target the marketing campaign (3) using the OLAP function to ‘slice and dice’ the data derived from the your own transaction system against that provided by D&B. By comparing your existing customers with the universe of potential prospects, you can identify and target the most attractive prospects.

The reports help you answer such questions as:

· How high is your market penetration?

· Which size of company (by sales or employees) provides you with the best business opportunities?

· In which industry sectors are you most successful, and where is there further potential?

· Are there industry sectors in which you are under-represented and that have excellent prospects?

· What are highest spending customers like?

· Who are your key prospects?

· Which prospect companies most closely match your best customers?

· Who are the customers that are most important to retain?

The answers to these questions will help you identify a target group for a marketing campaign. Your target group can comprise customers, customers and prospects, or just prospects.

You can then request contact details (4) (addresses, telephone numbers and so on – the so-called tactical data) for the selected prospects from D&B. An automated process transmits the relevant D-U-N-S numbers to D&B, who will send back the associated contact details.

This data can then be imported into a SAP CRM application (5), standalone SAP BW system or 3rd party CRM application, for example to start a marketing campaign.

1.2 Updating the D&B Marketing Universe

To ensure that your company can make the best informed decisions on the most up to date market position, the D&B Marketing Universe for SAP BW is typically refreshed with your company‘s latest customer data and D&B’s business information on a six-monthly or quarterly basis (depending on the contract entered into with D&B). You just send to D&B a file listing all of your customers so that they can be matched and D-U-N-S numbered. This process is usually repeated at the same interval as the D&B Marketing Universe is refreshed.

Once you want to start a marketing campaign you can load up the latest details of the prospects by sending a file of D-U-N-S numbers to a D&B Web site. A file of contact details is returned, which you can then load into a CRM system, if one is in place.

2 Integration of the D&B Marketing Universe into SAP BW

The integration of the D&B Marketing Universe into the SAP BW environment is a complex interaction of several components including SAP R/3, other 3rd Party OLTP Systems, SAP BW, SAP CRM, 3rd party CRM and, of course, the D&B Marketing Universe database.

The following sections describe the data model and the interaction between the components during the upload process. Chapter 4 Implementation describes the prerequisites you have to work through. Chapters 5 Uploading D&B Data and 6 Using D&B Data for Campaigning describe your tasks during the whole process step-by-step.

2.1 Data Model

Technically all analyses are run against a MultiCube, which is made up of the following:

· The internal data are available from the Sales InfoCube (0SD_C03). The Sales InfoCube is part of the Business Content provided by SAP. This InfoCube contains the InfoObject 0CUSTOMER (0BPARTNER as an attribute of 0CUSTOMER) which is given the D-U-N-S number and its attributes (for example, sales, number of employees, SIC code) from D&B.

· The external data are delivered by D&B and stored in a BasicCube called the D&B Marketing InfoCube. This InfoCube contains the D-U-N-S number which is also given several attributes.

· The MultiCube joins the Sales and the Marketing InfoCubes. The D-U-N-S number and all its attributes can be used to analyze the company’s market penetration. Technically, the attributes D-U-N-S number, and so on of the InfoObject 0CUSTOMER in the Sales InfoCube are joined with the D-U-N-S number and its attributes in the Marketing InfoCube.
2.2 Upload Process
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At the beginning stands all the customer and sales data provided from SAP R/3 and/or other OLTP systems (1). This data is usually stored in a Sales Cube in BW, which itself can also be enhanced with business partner information from a CRM system. Additionally you have different master data coming from your OLTP and/or CRM system.

The next step in the process is the rationalization of the customer/business partner master data (2). The data exchange starts from the initial point with the transfer of all customer data to a D&B Web site.

D&B matches the data against their Marketing Universe database. During this process D&B matches every customer record to a D-U-N-S number. This also helps to identify duplicates and former customers in your company’s database.

The resulting file (customer number, business partner number, D-U-N-S number) is sent back to your company (3). Besides the matched file several other files are returned from D&B. Most of them are needed only once for the initial filling of certain InfoObjects. The most interesting files are needed repeatedly for the recurring enhancement and update of the internal customer data and the delivered D&B data (the Marketing Universe that your company purchased from D&B).

The internal data such as enhanced customer and sales data is stored in the Sales Cube and the Marketing Universe data from D&B is stored in the Marketing Cube. If a CRM system is connected the D-U-N-S number is also relevant for the CRM system (4). Therefore the mapping results (business partner number – D-U-N-S number) are also sent back to the CRM system. The CRM system then integrates the D-U-N-S number into the business partner master data.

To join this data a MultiCube and several standard reports are delivered (5), which for example can be used to identify target groups for campaigning. The target groups can include customers with known address data as well as prospects with unknown address information. 

You can request the complete address and contact information of the prospects in the target groups by sending the list of D-U-N-S numbers to D&B (6). This process can be triggered from the BW. The resulting flat file can be sent to D&B across the Internet.

D&B will process your file and send the requested information back (7). The received contact information can be uploaded into the BW.

From the BW, your selected target group, including the received contact information is supplied to the CRM system during the process of target group creation (8). This process can be triggered from the BW. During this process a business partner is created in your SAP CRM system for those D-U-N-S numbers of your target group, which do not have a corresponding business partner number in your SAP CRM system. The contact information from D&B is used to create the business partner, for example, address information, contact person and so on. From your SAP CRM system, the contact information can be used to start a campaign. 

After activities for this campaign have been created, they can be loaded into the BW (9) and the success of the campaign can be analyzed.

2.3 Update Process

The upload process for D&B data will typically be repeated on a six-monthly or quarterly basis. This ensures that your company can make decisions on the most up-to-date market data.

The update process comprises the same steps as the upload process. During this process you send all your customers and business partners to D&B to be processed again. The reason for this is, that you might have gained new customers and business partners in the mean time, which need to be matched. This ensures that the prospects sent from D&B have not already become customers of your company in the mean time.

After repeating the rationalization process there is a different result set. Some records that were previously not matched are now matched and the marketable indicator on other records may have changed. For example, a customer may not exist any more, and hence is no longer marketable. Also you receive the updated market information for which you have a contract with D&B, meaning the most up-to-date information on all companies in the market, including new ones.

The following example shows the different sets resulting from two rationalization processes.
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3 Implementation

Before you can use the D&B Marketing Universe you have to meet some prerequisites. The next sections describe the implementation process step-by-step. You have to work through the prerequisites only once.

The following chart gives an overview of the individual steps.
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3.1 Setting the BC Components

Setting the BC components enables you to use D&B Objects.

1. Select transaction RSOR.

2. From the Edit menu, choose Set BC components.

3. Mark the field referring to the component DP_DB under the Active column.

4. Save your settings.

3.2 Activating Content

If you have not used the standard InfoCube 0SD_C03 yet, transfer the InfoCube from the standard Business Content using the usual procedure for Content transfer. Transferring the InfoCube 0SD_C03 is a prerequisite for the following steps and is not described in more detail here.

To activate Business Content you collect and install several elements.

5. Select transaction RSOR.

6. On the left-hand navigation window, click on Business Content and then on Object Types.

7. In the toolbar, click on the Source System Assignment icon and select the SAP_DEMO flat file as your source system.

Now you can start to activate the required elements. Be sure to proceed step-by-step as specified in the following sections.

3.2.1 Activating InfoObjects 0BPARTNER, 0CUSTOMER, 0DBDUNS_NUM, 0SOLD_TO

If the InfoObjects 0BPARTNER, 0CUSTOMER, 0DBDUNS_NUM and 0SOLD_TO are activated before the BC component settings have been made, the InfoObjects do not include all the required attributes. You have to activate these InfoObjects again.

8. Click on Grouping and select only necessary objects.

9. Collect the InfoObjects:

· In the column All Objects According to Type, expand the InfoObject branch and double-click on Select Objects.

· Select the InfoObjects 0BPARTNER, 0CUSTOMER, 0DBDUNS_NUM and 0SOLD_TO and click on Transfer Selections.

The specified InfoObjects are now displayed in the list on the right side of the Workbench.

10. For the collected InfoObjects 0DBDUNS_NUM, 0BPARTNER, 0CUSTOMER and 0SOLD_TO mark Install and Match in the appropriate columns.

11. Start the installation using the Install button.

3.2.2 Activating Transfer Rules

If the transfer rules for the InfoObjects 0BPARTNER, 0CUSTOMER and 0DBDUNS_NUM are activated before the BC component settings have been made, the transfer rules do not include all the required attributes. You have to activate these transfer rules again.

12. Click on Grouping and select only necessary objects.

13. Collect the transfer rules:

· In the column All Objects According to Type, expand the Transfer Rules branch and double-click on Select Transfer Rules.

· Select the following transfer rules:
0CUSTOMER_ATTR    SAPDEMO
0DBDUNS_NUM_TEXT     SAPDEMO
0DBDUNS_NUM_ATTR     SAPDEMO
0DBDUNS_NUM2_ATTR     SAPDEMO
0DBDUNS_NUM3_ATTR     SAPDEMO
0BPARTNER_ATTR     SAPDEMO. 

· Click on Transfer Selections.

The specified transfer rules are now displayed in the list on the right side of the Workbench.

14. For the collected transfer rules mark Install in the appropriate columns.

15. Start the installation using the Install button.

3.2.3 Activating InfoCube 0SD_C03

If the standard InfoCube 0SD_C03 is activated before the BC component settings have been made, the InfoCube does not include all the required attributes. You have to activate the InfoCube again.

16. Click on Grouping and select only necessary objects.

17. Collect the InfoCube:

· In the column All Objects According to Type, expand the InfoCube branch and double-click on Select Objects.

· Select the InfoCube 0SD_C03 and click on Transfer Selections.

The specified InfoCube is now displayed in the list on the right side of the Workbench.

18. For the collected InfoCube mark Install and Match in the appropriate columns.

19. Start the installation using the Install button.

3.2.4 Activating InfoObjects with Automatic Upload

After activating the standard InfoCube 0SD_C03 you activate the D&B InfoObjects listed in the table below.

	InfoObject
	Description
	Type

	0DBEMPBND
	Employee band
	Text

	0DBEMPBND
	Employee band 
	Hierarchy

	0DBSALBND
	Annual turnover band
	Text

	0DBYRSBND
	Year started band
	Text

	0DBCUSTAT
	Indicator of current customer status 
	Text

	0DBLOCACOD
	Location Code
	Text


Using the transfer rule in data flow before for these InfoObjects, the InfoPackages are collected as well. In the case of these D&B InfoObjects, files for upload are available in your system already. The files are uploaded automatically during the activation process.

20. Click on Grouping and select in data flow before.

21. Collect the InfoObjects:

· In the column All Objects According to Type, expand the InfoObject branch and double-click on Select Objects.

· Select the InfoObjects specified in the table above and click on Transfer Selections.

The specified InfoObjects are displayed in the list on the right side of the Workbench with Install already marked.

22. Start the installation using the Install button.

3.2.5 Activating Dun&Bradstreet Marketing Analysis Role

Next you activate the Dun&Bradstreet Marketing Analysis role. Using the transfer rule in data flow before and afterwds the Marketing InfoCube 0DBMKTC01 and the Market MultiCube 0DB_MC01 are collected as well.

23. Click on Grouping and select in data flow before and afterwds.

24. Collect the role:

· In the column All Objects According to Type, expand the Role branch and double-click on Select Objects.

· Select the SAP_BW_DB_MARKET_ANALYSIS role and click on Transfer Selections.

The specified role is displayed in the list on the right side of the Workbench with Install already marked.

25. Start the installation using the Install button.

3.2.6 Activating RRQA Report Report Interfaces

Finally you activate the RRQA report report interfaces.

26. Click on Grouping and select only necessary objects.

27. Collect the report report interfaces:

In the column All Objects According to Type, expand the tree Report Report Interface  BBS Query Receiver and double-click on Select Objects.

· Select all objects with a long description containing either the prefix D&B or Dun & Bradstreet. Click on Transfer Selections.

The specified report report interfaces are displayed in the list on the right side of the Workbench with Install already marked.

28. Start the installation using the Install button.

3.3 Creating InfoPackages

After matching your customer and business partner data to the D-U-N-S number D&B returns a CD with several files on it. To upload the D&B files into the corresponding InfoObjects, several InfoPackages are required. With InfoPackages you can control which data is uploaded and you can schedule the upload process. InfoPackages also contain information about the data structure of the files that you want to upload.

To prepare the upload process, you create new InfoPackages.

29. Select transaction rsa1.

30. If Modeling is not already selected on the left-hand side of the window, click on Modeling and then on InfoSources.

Expand the tree Non-SAP Sources  Data Provider  External Market Data  Dun & Bradstreet  Dun & Bradstreet Master Data.

31. Expand the tree for the element where you want to create a new InfoPackage for example, the InfoObject Legal Status 0DBLGLSTAT.

Right-click on SAP Demo PC Files and select Create InfoPackage from the context menu.

32. Specify the parameters and save the InfoPackage.

For a detailed description of the InfoPackages required and their parameters, see the following sections.

3.3.1 InfoPackages for Initial Upload

Together with the first D&B data files you also receive some D&B files containing customer-independent information. These files need to be uploaded only once. To prepare the upload process, you create the required InfoPackages. 

The following table shows the files you get from D&B for the initial upload. For each file you create one InfoPackage. In the right column you see the InfoObjects to which the new InfoPackages belong.

	D&B file
	Technical name
	InfoObject for which you create the InfoPackage

	Legal Status Text File
	0DBLGLSTAT_TEXT.CSV
	0DBLGLSTAT

	D&B Rating Net Worth - Text
	0DBRATENW_TEXT_MU.CSV
	0DBRATENW

	D&B Rating Condition – Text
	0DBRATECON_TEXT_MU.CSV
	0DBRATECON

	D&B Score - Text
	0DBSCORE_TEXT_MU.CSV
	0DBSCORE

	D&B Sector Code - Text
	0DBSECTCOD_TEXT_MU.CSV
	0DBSECTCOD

	Country Code Text File
	0DBCTRYCOD_TEXT.CSV
	0DBCTRYCOD

	D&B Region Code - Text
	0DBREGCOD_TEXT_MU.CSV
	0DBREGCOD

	D&B Area Code - Text
	0DBAREACOD_TEXT_MU.CSV
	0DBAREACOD

	D&B District Code - Text
	0DBDISTRCOD_TEXT_MU.CSV
	0DBDISTRCOD

	SIC Text File
	0DB87SIC1_TEXT.CSV
	0DB87SIC1

	SIC Hierarchy File
	0DB87SIC1_HIER.CSV
	0DB87SIC1


All the InfoPackages have the same pattern as described in following table. Create the InfoPackages with this information.

	Tab
	Field
	Value

	Select data
	
	

	
	
	No entries required

	External data
	
	

	
	Load external data from
	Application server

	
	File name
	A combination of the path of the working directory on the application server and the file name.

For example D:\usr\sap\QB5\D19\work/0DBLGLSTAT_TEXT.CSV 
for InfoPackage 0DBLGLSTAT_TEXT

Ask your system administrator which directories the files will be stored in (see also 5.3 Storing D&B Data on an Application Server).

	
	Control file
	No

	
	File type
	CSV file

	
	Data separator
	,

	
	Escape sign
	“

	External data parameters
	
	

	
	Thousand separator
	,

	
	Character for decimal point
	
.

	
	Number of headers that should be ignored when loading
	

1

	Processing
	
	

	
	Update data
	PSA and then in the InfoObject

	Update parameters
	
	

	
	Update mode
	Full update


3.3.2 InfoPackages for Repeated Upload

Each time D&B provides new data, the master data for the InfoObjects DUNS Number (0DBDUNS_NUM) and Customer number (0CUSTOMER) require updating. If you are using a SAP CRM system, the InfoObject Business Partner (0BPARTNER) also requires updating. The data has also to be loaded into the Marketing Cube. For this purpose the following files are sent from D&B:

· D&B Marketing Universe Matched Client File (0DB_IMPORTFILE_MU.csv)

· D-U-N-S Text File (0DBDUNS_NUM_TEXT_MU.csv)

· D&B Universe of Abstract Data (0DBDUNS_NUM_ABSTRACT_MU.csv)

The first time you get data from D&B, D&B provides these files in addition to the files required for initial upload.

For the InfoObjects 0CUSTOMER, 0BPARTNER and 0DBDUNS_NUM new InfoPackages are required. The D&B Marketing Cube (InfoSource 0DB_MKT_1) needs one new InfoPackage as well. 

· For the InfoObject 0DBDUNS_NUM you create four InfoPackages for the different data sources:

· One for the text description (data source 0DBDUNS_NUM_TEXT)

· Three for the master data upload (for each data source 0DBDUNS_NUM_ATTR, 0DBDUNS_NUM2_ATTR, 0DBDUNS_NUM3_ATTR).

· For each of the InfoObjects 0CUSTOMER and 0BPARTNER and for the D&B Marketing Cube (InfoSource 0DB_MKT_1) you create one new InfoPackage.

The parameters of the InfoPackages are described in the following tables. Create the InfoPackages with this information.

InfoPackages 0DBDUNS_NUM_TEXT, 0DBDUNS_NUM_ATTR and 0DBDUNS_NUM3_ATTR


	Tab
	Field
	Value

	Select data
	
	

	
	
	No entries required

	External data
	
	

	
	Load external data from
	Application server

	
	File name
	A combination of the path of the working directory on the application server and the file name.

For example
D:\usr\sap\QB5\D19\work/0DBDUNS_NUM_ABSTRACT_MU.CSV for InfoPackage 0DBDUNS_NUM_ATTR

D:\usr\sap\QB5\D19\work/0DBDUNS_NUM_CONT_MU.
csv for InfoPackage 0DBDUNS_NUM3_ATTR

D:\usr\sap\QB5\D19\work/0DBDUNS_NUM_TEXT_MU.
csv for InfoPackage 0DBDUNS_NUM_TEXT

Ask your system administrator which directories the files will be stored in (see also 5.3 Storing D&B Data on an Application Server).

	
	Control file
	No

	
	File type
	CSV file

	
	Data separator
	,

	
	Escape sign
	“

	External data parameters
	
	

	
	Thousand separator
	,

	
	Character for decimal point
	
.

	
	Number of headers that should be ignored when loading
	

1

	Processing
	
	

	
	Update data
	PSA and then in the InfoObject

	Update parameters
	
	

	
	Update mode
	Full update


InfoPackage 0DBDUNS_NUM2_ATTR, 0CUSTOMER and 0BPARTNER


	Tab
	Field
	Value

	Select data
	
	

	
	
	No entries required

	External data
	
	

	
	Load external data from
	Application server

	
	File name
	A combination of the path of the working directory on the application server and the file name.

For example
D:\usr\sap\QB5\D19\work/0DB_IMPORTFILE_MU.csv

Ask your system administrator which directories the files will be stored in (see also 5.3 Storing D&B Data on an Application Server).

	
	Control file
	No

	
	File type
	CSV file

	
	Data separator
	,

	
	Escape sign
	“

	External data parameters
	
	

	
	Thousand separator
	,

	
	Character for decimal point
	
.

	
	Number of headers that should be ignored when loading
	

1

	Processing
	
	

	
	Update data
	PSA and then in the InfoObject

	Update parameters
	
	

	
	Update mode
	Full update

	
	Error Handling
	Valid records update, reporting possible (request green)

	
	Error Handling – Termination by no. errors
	9999999999


InfoPackage for InfoSource 0DB_MKT_1


	Tab
	Field
	Value

	Select data
	
	

	
	
	No entries required

	External data
	
	

	
	Load external data from
	Application server

	
	File name
	A combination of the path of the working directory on the application server and the file name.

For example
D:\usr\sap\QB5\D19\work/0DB_IMPORTFILE_MU.csv

Ask your system administrator in which directories the files are to be stored (see also 5.3 Storing D&B Data on an Application Server).

	
	Control file
	No

	
	File type
	CSV file

	
	Data separator
	,

	
	Escape sign
	“

	External data parameters
	
	

	
	Thousand separator
	,

	
	Character for decimal point
	
.

	
	Number of headers that should be ignored when loading
	

1

	Processing
	
	

	
	Update data
	PSA and then in the InfoObject

	Data targets
	
	

	
	
	Select data targets

Under the column Updating the data target, mark the field that refers to the D&B Marketing Cube

	Update parameters
	
	

	
	Update mode
	Full update

	
	Error Handling
	Valid records update, reporting possible (request green)

	
	Error Handling – Termination by no. errors
	9999999999


3.4 Configuring Size of Data Packets and Frequency

To upload large sized flat files, the setting of the following parameters within the BW Customizing is important:

· Size of data packets

· Frequency

For data transfer into BW, the individual data records are sent in packets of variable size. Using the parameters for the size of data packets you can control how large a data packet typically is. If no entry is maintained, the data is transferred with the default setting of 10,000 Kbytes per data packet. Within BW Customizing you can increase this setting to 40,000 Kbytes or higher.

By specifying the frequency, you determine after how many data IDocs an Info IDoc is sent, or how many data IDocs are described by an Info IDoc. Choose a frequency of between 5 and 10, but not greater than 20.

33. Open the customizing tree from the SAP Easy Access menu under the folder Tools Business Engineer.

34. Double-click on BW Customizing and select SAP Reference IMG.

Expand the tree BW Customizing Implementation Guide  Business Information Warehouse  Links to Other Systems  Maintain Control Parameters for the data transfer.

35. Change the parameters as required.

3.5 Expanding Table Spaces

SAP recommends that the following table spaces should be expanded:

· PSAPSTABD

· PSAPSTABI

· PSAPFACTD 

· PSAPFACTI 

· PSAPDIMD 

· PSAPDIMI

· PSAPCLUD 

· PSAPODSI 

· PSAPTEMP

The following table can be used as a guide. It illustrates the table space sizes that are used to upload 1,8 million records based on an Oracle database. 

	Table space
	Size (kb)
	Free

	PSAPSTABD
	
2.048.000
	At least 1.6 GB free

	PSAPSTABI
	
2.048.000
	At least 1.6 GB free

	PSAPFACTD 
	
716.800
	

	PSAPFACTI 
	
965.904
	

	PSAPDIMD 
	
102.400
	

	PSAPDIMI
	
117.744
	At least 40 MB free 

	PSAPCLUD
	
51.200
	

	PSAPODSI
	
2.702.824
	

	PSAPTEMP
	
5.013.480
	At least 5 GB free


For detailed information, see SAP note number 184905.

3.6 Customizing BW for the Usage of the D&B Marketing Universe

36. In your BW system, select transaction rsmonitor_db.

37. From the Environment menu, choose D&B Registration.

38. Create a new scenario using the Create icon.

39. If you are using a SAP CRM system, choose the logical system name of your CRM system. If you use a 3rd party CRM leave the logical system blank. 

40. In the field CRM Scenarios choose D&B Integration of external Data.

41. Save your scenario.

3.7 Customizing for Business Partner Creation from BW in SAP CRM

42. In your CRM system, register the InfoObject DUNS Number 0DBDUNS_NUM as an identification object for the business partner.

Use transaction sm30 to maintain the table RSCRMEXTERN as follows:

· Logical System: system name of the CRM system

· InfoObject: 0DBDUNS_NUM

· InfoObject: 0BPARTNER

· ID Category: BUP001 (provided with the customizing of your CRM system)

· Maximal allowed age of master data (in calendar days): for example 365 for 1 year 

43. Bear in mind that the D&B scenario is a B2B scenario. Therefore only companies and organizations are considered as business partner. To check if the ID category BUP001 is valid for organizations, proceed as follows:

· In your CRM system, use transaction sm30 to display the table v_tab039A.

· Mark the row with BUP001 and click on the Details icon. 

The Identificationtype should be relevant for organizations only. 

4 Uploading D&B Data

Having completed the preparatory steps (see 4 Implementation) you can start uploading D&B data. The upload process for D&B data is typically repeated on a six-monthly or quarterly basis. This ensures that your company makes decisions on the most up to date market data. The following chart gives an overview of your tasks during the whole process.
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4.1 Uploading Data from OLTP Systems

First you have to upload the relevant master and transactional data. This step involves:

· Extraction of master data for the InfoObject Customer number (0CUSTOMER) from SAP R/3 (table KNA1), or other 3rd party source systems, into BW

· Extraction of master data for the InfoObject Business Partner (0BPARTNER) from SAP CRM or another 3rd party CRM system into BW

· Extraction of the transactional data into the InfoCube 0SD_C03. The D&B Marketing Universe for SAP BW solution uses the billing information for the InfoCube. Therefore you should use at least InfoSource 2LIS_13_VDHDR and 2LIS_13_VDITM for filling the InfoCube.

The uploads are a prerequisite for any subsequent steps.

4.2 Rationalizing Customer and Business Partner Master Data

To get your data D-U-N-S numbered, you send all your customer and business partner data to D&B for rationalization. Rationalization means that D&B will match all customers and business partner to the unique D-U-N-S number. 

The rationalization process requires a flat file listing all your customers and business partners. The flat file also contains necessary address and sales revenue information:

· The address data is needed by D&B to match the customer to the unique D-U-N-S number. For the identification, the customer name and address is required. 

· The sales revenue of a customer is used as a measure of the importance of the customer to your company. This measure influences the effort D&B takes to match the customer. The sales revenue is derived from the standard Sales InfoCube 0SD_C03, which is filled from R/3 or from another 3rd party transaction system.

To create the flat file:

44. Select transaction rsmonitor_db.

45. Click on Rationalization.

46. Choose the query I_0SD_C03/0SD_C03_QDB001 for selection of customer and business partner data. Use of this query for rationalization is compulsory.

47. Click on the Execute icon.

A dialog box for country selection appears.

48. In the dialog box choose the required option:

· If the rationalization process is supposed to be tested, you can choose a country for which you would like to extract all customers.

· If the customers extracted are for dispatch to D&B, it is absolutely essential that you do not choose a country.

49. Click on the Execute icon to generate the flat file.

You find the resulting flat file on the application server using transaction al11 in the default directory, for example your home directory DIR_HOME. The file name is BIC0CDBEXPnnn.ASCII, where nnn stands for a numeric counter.

For a detailed description of the structure of the export file, see 8.2.1 BW Export File.

50. Send the flat file to D&B.

D&B processes the file and matches your customer and business partner data to the D-U-N-S number.

4.3 Storing D&B Data on an Application Server

After matching your customer and business partner data to the D-U-N-S number, D&B returns several files on a CD. We recommend that you transfer the files to your application server and create a corresponding folder for each file provided by D&B.
51. On an application server, create a corresponding folder for each file provided by D&B.

52. Copy the files from the CD to the corresponding folders.

Note: The folder to which you copy a file must correspond to the folder that you specified when creating the InfoPackage for the upload. See 4.3 Creating InfoPackages.

4.4 Uploading Initially Delivered D&B Files

The following D&B files are required for initial upload only:

	D&B file
	Technical name

	Legal Status Text File
	0DBLGLSTAT_TEXT.CSV

	D&B Rating Net Worth - Text
	0DBRATENW_TEXT_MU.CSV

	D&B Rating Condition – Text
	0DBRATECON_TEXT_MU.CSV

	D&B Score - Text
	0DBSCORE_TEXT_MU.CSV

	D&B Sector Code - Text
	0DBSECTCOD_TEXT_MU.CSV

	Country Code Text File
	0DBCTRYCOD_TEXT.CSV

	D&B Region Code - Text
	0DBREGCOD_TEXT_MU.CSV

	D&B Area Code - Text
	0DBAREACOD_TEXT_MU.CSV

	D&B District Code - Text
	0DBDISTRCOD_TEXT_MU.CSV

	SIC Text File
	0DB87SIC1_TEXT.CSV

	SIC Hierarchy File
	0DB87SIC1_HIER.CSV


For a detailed description of the file structures and contents see 8 Appendix I Files for Data Exchange.

You can upload these files in any order. To start the upload for a file:

53. Select transaction rsa1.

54. If Modeling is not already selected in the left navigation window, click on Modeling and then on InfoSources.

Expand the tree Non-SAP Sources  Data Provider  External Market Data  Dun & Bradstreet  Dun & Bradstreet Master Data.

55. Expand the tree for the element where you want to start the upload, for example, the InfoObject Legal Status 0DBLGLSTAT.

56. Expand the branch SAP Demo PC Files.

Right-click on the required InfoPackage and select Schedule from the context menu.

57. Start the data load.

58. Use the BW Monitor to check whether the D&B files have been uploaded successfully.

4.5 Uploading Repeatedly Delivered D&B Files

In addition to the D&B files delivered only once, (see 5.4 Uploading Initially Delivered D&B Files) you also get the following files:

	D&B file
	Technical name

	D&B Marketing Universe Matched Client File
	0DB_IMPORTFILE_MU.csv

	D-U-N-S Text File
	0DBDUNS_NUM_TEXT_MU.csv

	D&B Universe of Abstract Data
	0DBDUNS_NUM_ABSTRACT_MU.csv


For a detailed description of the file structures and contents, see 8 Appendix I Files for Data Exchange.

These files are also delivered each time you request new data from D&B, for example on a six-monthly or quarterly basis depending on your contract with D&B. 

Each time D&B provides new data both the master data for the D-U-N-S number and the customer number require updating. If a SAP CRM system is involved, the business partner number requires updating, too. The data also has to be loaded into the Marketing Cube.

The upload process for these files can be described as a ten-step procedure. The following chart gives an overview of the individual steps.
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4.5.1 Uploading the D-U-N-S Text File

Upload the D-U-N-S Text File (0DBDUNS_NUM_TEXT_MU.csv) into the D-U-N-S number (InfoObject 0DBDUNS_NUM).

For step-by-step-instructions, see 5.4 Uploading Initially Delivered D&B Files.

4.5.2 Uploading D&B's Universe of Abstract Data

Data source: 0DBDUNS_NUM_ATTR

Upload D&B’s Universe of Abstract Data (0DBDUNS_NUM_ABSTRACT_MU.csv) into the D-U-N-S number (InfoObject 0DBDUNS_NUM). For step-by-step instructions, see 5.4 Uploading Initially Delivered D&B Files.

For a detailed description of the transfer structure for the upload, see 9.1 Transfer Structure for Uploading D&B’s Universe of Abstract Data.

If you want to customize the bands for employee number (0DBEMPBND), annual turnover (0DBSALBND) and/or the year started (0DBYRSBND) proceed as follows:

59. Change the files for the referring InfoObjects.

60. Upload these files again. 

61. Change the ABAP routines in the transfer structure 0DBDUNS_NUM_ATTR and in the transfer structure 0CUSTOMER_ATTR.

4.5.3 Enhancing the D-U-N-S Number with Status Information

Data source: 0DBDUNS_NUM2_ATTR

To assign the indicators of current customer (0DBCUSTAT) and business partner status (0DBBPSTAT) to the D-U-N-S number, you have to upload the D&B Marketing Universe Matched Client File (0DB_IMPORTFILE_MU.csv) into InfoObject 0DBDUNS_NUM. For step-by-step instructions, see 5.4 Uploading Initially Delivered D&B Files.
For a detailed description of the transfer structure for the upload, see 9.1 Transfer Structure for Uploading D&B’s Universe of Abstract Data.

When uploading the data, BW checks the following:

· Is a Customer Id assigned to a concerning D-U-N-S number? If true, the attribute 0DBCUSTAT is filled with 1. 

· Is a Business Partner Id assigned to the concerning D-U-N-S number? If true, the attribute 0DBBPSTAT is filled with 1.

	InfoObject
	Description
	Origin

	0DBCUSTAT
	Indicator of current customer status
	ABAP Routine

	0DBBPSTAT
	Indicator of current business partner status
	ABAP Routine


4.5.4 Applying Attribute Changes to InfoObject D-U-N-S Number

After the 0DBDUNS_NUM master data has been reloaded, you have to apply attribute changes to the InfoObject 0DBDUNS_NUM.

62. From the Administrator Workbench menu, select Tools and then Apply Hierarchy/Attribute change.

63. Click on the InfoObject list button.

64. Select the InfoObject to be activated and deselect any other InfoObjects.

65. Click on the Save InfoObject list icon.

66. Click on the Execute button.

4.5.5 Updating InfoObject Customer Number

Data source: 0CUSTOMER_ATTR

The InfoObject 0CUSTOMER requires enhancement with the D-U-N-S number and current data provided by D&B. The attributes provided by D&B Marketing Universe Matched Client File (0DB_IMPORTFILE_MU.csv) will be added as attributes to 0CUSTOMER.
For step-by-step instructions, see 5.4 Uploading Initially Delivered D&B Files.

If you want to customize the bands for employee number (0DBEMPBND), annual turnover (0DBSALBND) and/or the year started (0DBYRSBND) proceed as follows:

67. Change the files for the referring InfoObjects.

68. Upload these files again. 

69. Change the ABAP routines in the transfer structure 0DBDUNS_NUM_ATTR and in the transfer structure 0CUSTOMER_ATTR.

4.5.6 Applying Attribute Changes to InfoObject Customer Number

After the 0CUSTOMER master data has been reloaded you have to apply attribute changes to the InfoObject 0CUSTOMER.

For step-by-step instructions, see 5.5.4 Applying Attribute Changes to InfoObject D-U-N-S Number.

4.5.7 Updating InfoObject Business Partner

This step is required only when a SAP CRM system is involved.

Data source: 0BPARTNER_ATTR for SAP_DEMO flat file

If a SAP CRM system is connected, the InfoObject Business Partner (0BPARTNER) also has to be enhanced with the D-U-N-S number. Use the D&B Marketing Universe Matched Client File (0DB_IMPORTFILE_MU.csv) for this purpose.

For step-by-step instructions, see 5.4 Uploading Initially Delivered D&B Files.

4.5.8 Applying Attribute Changes to InfoObject Business Partner

This step is required only when a SAP CRM system is involved.

After the 0BPARTNER master data has been reloaded, you have to apply attribute changes to the InfoObject 0BPARTNER.

For step-by-step instructions, see 5.5.4 Applying Attribute Changes to InfoObject D-U-N-S Number.

4.5.9 Enhancing Business Partner in SAP CRM with D-U-N-S Number

This step is required only when a SAP CRM system is involved.

70. Select transaction rsmonitor_db.

71. Click on the Derive Business Partner button. 

72. Select the InfoObject for the D-U-N-S number (0DBDUNS_NUM, unless you changed it).

73. Start the process using the Execute icon. 

4.5.10 Uploading Transactional Data into the Marketing Cube

Data source: 0DB_MKT_1

Use D&B’s Universe of Abstract Data (0DBDUNS_NUM_ABSTRACT_MU.csv) for upload of transactional data into the Marketing Cube (0DBMKT01). For step-by-step instructions, see 5.4 Uploading Initially Delivered D&B Files.

For a detailed description of the update rules, see 9.3 Transfer Structure for Uploading Transactional Data.

5 Using D&B Data for Campaigning

As a campaign manager, you can create target groups for marketing campaigns based on the analysis of your company’s market penetration data.

Creating the target group for a marketing campaign comprises the following steps:
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74. Use standard or customized reports to analyze sales data and D&B data. Save one or more query views with which the target group should be selected.

75. Select the target group.

76. Request contact details from D&B for those prospects in the target group for which no address information is available in the BW yet.

77. Import contact details for the prospects received from D&B.

78. Select the final target group, which will now include the address information received from D&B.

In the following sections you find a detailed description of the individual steps.

5.1 Analyzing Sales Data and D&B Data

With the standard set of reports, a campaign manager can analyze D&B data and sales data using the MultiCube to produce a target group. Your company may also choose to develop your own customized reports.

Using standard reports you can target the marketing campaign using the OLAP functionality to ‘slice and dice’ the data derived from your own transaction system with that provided by D&B. By comparing your existing customers with the universe of potential prospects, you can identify and target the most attractive prospects.

The reports help you answer such questions as:

· How high is your market penetration?

· Which size of company (by sales or employees) provides you with the best business opportunities?

· In which industry sectors are you most successful, and where is there further potential?

· Are there industry sectors in which you are under-represented and that have excellent prospects?

· What are highest spending customers like?

· Who are your key prospects?

· Which prospect companies most closely match your best customers?

· Who are the customers that are most important to retain?

The answers to these questions will help you identify a target group for a marketing campaign. Your target group can comprise customers, customers and prospects, or just prospects. For a detailed description of the queries, see 10 Appendix III Query Definition.

To analyze the data and save your result as a query view, proceed as follows:

79. Start the BEx Browser.

80. Choose the appropriate workbook and refresh the query.

81. Navigate through the query to a point where the view represents the target group you want to select.

82. Each of these reports is connected with report report interfaces. To get detailed information about the corresponding companies in the target group, and to save the view for later target group selection, you have to jump to one of the following reports provided by SAP:

· D&B Marketing Details – All businesses

· D&B Marketing Details – Prospects

· D&B Marketing Details – Customers

Use the context menu (right mouse click) to access the report report interface. Choose Goto and then choose one of these reports in the context menu.

83. Save a new workbook within the BEx Analyzer using the Save icon and the Save as new workbook option. 

84. Save your view within the BEx Analyzer using the Save icon and the Save query view option.

Using this procedure, you can save different query views for different target groups. Later on, different views can be merged into one target group in your SAP CRM system (see 6.2 Selecting Target Groups, step 3).

5.2 Selecting Target Groups

You can export prospects, prospects and customers or just customers to an external 3rd party CRM system, as well as to a SAP CRM system, to start a campaign with this target group.

85. To start target group selection, you can use two different procedures.

Alternative 1: You have already saved one or more query views beforehand as described in 6.1 Analyzing Sales Data, or you want to use more than one query view to create a target group.

· In the Administrator Workbench, select transaction rsmonitor_db.

· Click on the Selection Target Group button.

· Choose the query view you want to use.

Alternative 2: You are currently working with the BEx Analyzer and you have saved the query view as described in 6.1 Analyzing Sales Data. In this case, you can start the target group selection directly from the BEx Analyzer.

· Use the context menu (right mouse click) to access the report report interface.

· Choose Goto and then Target Group Selection (technical name RSCRMBW_TG_GENERATE_DB).

· In the dialog box, select the query view that you saved previously.

86. In the following screen, assign 0DBDUNS_NUM to the field InfoObject External Key.

87. Depending on the scenario you have chosen (with SAP CRM or without SAP CRM, see 4.6 Customizing BW for the Usage of the D&B Marketing Universe), you have to fill different fields.

If you are not using a SAP CRM system:

· Assign 0CUSTOMER to the field InfoObject Customer.

· Give an appropriate name to the target group file.

If you are using a SAP CRM system:

· Assign 0BPARTNER to the field InfoObject Customer.

· In the Target Group Parameters tab, determine your CRM system.

· To create a new target group, give an appropriate name to the target group (don't use blanks or special signs). Click on the New button. To save the target group in the CRM system, click on the Save button.

· To select an existing target group from the SAP CRM system, press <F4>. You can enhance the existing target group by choosing the appropriate option in the Target group tab, or you can overwrite the existing target group by choosing initial.

· Mark Create business partner to create a business partner for a D-U-N-S number in your SAP CRM system if no business partner exists for this D-U-N-S number.

88. Schedule the target group selection using the Scheduling Options button.

89. Click on the Generate Target Group Icon.

90. Using the Monitor button you can check the target group selection process.

Using a 3rd party CRM System

A flat file is created and saved on the application server in your home directory DIR_HOME. The file name corresponds to the name you specified in step 3. This flat file contains the list of D-U-N-S numbers and, if available, the customer number. This information could be used to create a target group in a 3rd party CRM system. Since the address information for some of the prospects is still missing, we recommend that you do not use this flat file, but use the file created with step 6.5 Selecting Target Groups and Starting the Campaign.

Using a SAP CRM System

The target group with the name specified in step 3 is downloaded to your SAP CRM system. Also, for those prospects where no business partner exists in your SAP CRM, a business partner is created with the available contact details for the D-U-N-S number. For this purpose the D-U-N-S numbers are transmitted to SAP CRM, and SAP CRM checks, whether a business partner already exists for a D-U-N-S number or not. If no business partner exists in SAP CRM, one is created with the D-U-N-S number and the contact details already provided by D&B if

· You marked Create business partner in step 3
· Address information for this D-U-N-S number is available in your BW system - that is the tactical data flag is set for the D-U-N-S number.

The duplicate check functionality from SAP CRM identifies duplicates and eliminates them. After all necessary business partners have been created, a target group is created with all the business partners according to the given D-U-N-S numbers.

The specified target groups are now available for further processing. However, you should not use the target group for a campaign right now, because only known customers and prospects with address information are included. Prospects for which no address information is available are not included. Therefore you should now proceed with step 6.3 to 6.5 before you use the target group for further processing.

5.3 Requesting Contact Details for Selected Prospects

After selecting your target groups, you export those prospects to flat files for which no address information is available or the address information is older than one year. You can send these files to D&B to receive the complete address and contact information (tactical data) for the prospects.

For each target group a request for contact details will create one flat file. This file will only contain prospect data and not customer data. If you have already received contact details for a D-U-N-S number during the last year, this D-U-N-S number is excluded from the file. If the received contact details are older than one year, the contact details are requested again. The reason for this is that the address of the prospect may have changed, or the prospect might not exist anymore. The time frame is set to a year as a default.

91. Select transaction rsmonitor_db.

92. From the Candidates for Target Grps list, select one or more target groups for which you want to request contact details.

In the Tactical Data Requested column, a green light indicates that you have already requested contact details for the prospects in this target group.

93. Click on Request Tactical Data.

You find the resulting flat files on the application server using transaction al11 in the default directory, for example your home directory DIR_HOME. The file name corresponds to the name of the target group you selected.

94. If several files were created, merge the files into one file.

95. Send the file to D&B.

If there are any duplicates in the merged file, then D&B will provide the contact details for all the records in the file but will deduplicate the file for charging purposes.

5.4 Importing Requested Contact Details for Prospects

Data source: 0DBDUNS_NUM3_ATTR

D&B will send back the D-U-N-S Contact Details File (0DBDUNS_NUM_CONT_MU.csv). This file contains address and contact information for the requested D-U-N-S numbers.

Upload the D-U-N-S Contact Details File into SAP BW as master data for the D-U-N-S number (InfoObject 0DBDUNS_NUM).

During the upload process, the tactical data flag is filled.

See also 8 Appendix I Files for Data Exchange and 9.4 Transfer Structure for Importing Contact Details.

5.5 Selecting Target Groups and Starting the Campaign

After receiving and uploading the requested contact details, you can either use this data directly, or refine it by running further queries. 

5.5.1 Using the Data Directly

Not only the customers but also the prospects for which you have received address information from D&B are now available for further processing.

Using a 3rd party CRM System

If you use a 3rd party CRM system, you carry out the steps described in 6.2 Selecting Target Groups again. You find the resulting flat file on the application server using transaction al11 in the default directory, for example your home directory DIR_HOME. The file name corresponds to the name of the target group. You can now use this file to create a target group in your CRM system.

Using a SAP CRM System

96. Select transaction rsmonitor_db.

97. From the Candidates for Target Grps list, select your target group.

98. Click on the Candidates to target group button.

All prospects in this target group for which you have requested and received contact details are now downloaded to your SAP CRM system. Business partners are created and added to the target group you selected from the Candidates for Target Grps list.

You can now use this complete target group to create a campaign in SAP CRM. After creating activities for this campaign, you can load them into the BW and analyze the success of the campaign.

5.5.2 Refining Target Groups

You can refine your target groups by running further queries. If this results in the identification of new prospects, you have to request the contact details for those prospects from D&B again. In that case, you would return to step 6.1 Analyzing Sales Data and D&B Data and run through the subsequent steps again.

5.6 Excluding Companies from Target Group Selection

To avoid irritating recently contacted customers and prospects and contacting competitors or other companies that are not desired, the InfoObject 0DBDUNS_NUM contains the attribute 0DBNOCONT (No Contact). Using this attribute, you can mark corresponding companies as ‘No contact’ companies. Thus a more accurate targeting of potential customers or interested companies is possible.

Within the queries the ‘No Contact’ attribute is used to determine the number of prospects (equal to Number of Businesses – Number of Customers – No Contact) and the potential revenue (equal to Average Revenue * Prospects * Penetration % / 100).

To maintain the attribute 0DBNOCONT of the InfoObject 0DBDUNS_NUM, proceed as follows:

99. Select transaction RSD1.

100. Choose the InfoObject 0DBDUNS_NUM.

101. Click on Maintain.

102. Choose the desired companies for example by filtering on the D-U-N-S number.

103. Set the No Contact flag field to 1.

104. Save your changes.

Your changes take effect with your next target group selection. D-U-N-S numbers with the ‘No Contact’ flag are excluded from the request for contact details and from the target groups downloaded to SAP CRM or to a flat file.

6 Glossary

Abstract Data Universe

Includes demographic data supplied by D&B, required to analyze and select targets (industry codes, annual sales figures, regional location, and so on), but not sufficient to contact those targets directly. Such a universe will comprise all marketable records held by D&B for one or more complete countries.

Branch

A branch is a secondary location of its headquarters. It has no legal responsibility for its debts, even though bills may be paid from the branch location. It will have the same legal business name as its headquarters, although branches frequently operate under a different trade style. A branch may be located at the same address as the headquarters if it has unique operations.

Business Partner

A person, an organization, or a group of persons or organizations in which a company has a business interest.

Contact Details

Specific data supplied by D&B that allows a prospect to be contacted, and which can be made available to a CRM system.

It typically includes the name, full address, telephone number and contact name. It is requested from D&B using a Web-based process once the target prospects have been selected.

Division

A division, like a branch, is a secondary location of a business. However, a division carries out specific business operations under a divisional name. Divisions look similar to branches in D&B Worldbase, because they carry the branch status code.

Domestic Ultimate

The highest family member in the same country, within direct upward linkage. A case may be its own domestic ultimate. There might be more than one domestic ultimate in the same country in a family tree.

Dun & Bradstreet (D&B)

Dun & Bradstreet (D&B) is the leading worldwide provider of business-to-business credit, marketing, purchasing, and receivables management and decision-support services. Customers rely upon D&B to provide the insight they need to build profitable, quality business relationships with their customers, suppliers, and business partners - the companies they interact with every day.

D-U-N-S Number

The D&B D-U-N-S number (Data Universal Numbering System) is D&B's distinctive nine-digit identification sequence that links you to a wealth of quality information products and services originating exclusively from D&B. The D&B D-U-N-S number is an internationally recognized common company identifier in EDI and global electronic commerce transactions. 

The world's most influential standards-setting organizations, more than 50 global, industry and trade associations, and the U.S. Federal Government recognize, recommend and/or require the D&B D-U-N-S number.

Once a D&B D-U-N-S number has been assigned to a business entity, the same number will never be re-issued for another business entity. A D-U-N-S number remains with the associated business as long as the business exists, even if during its development its legal form should change.

D&B D-U-N-S numbers are the key to building corporate family relationships in the D&B file. Since each location of a business may have its own unique D&B D-U-N-S number, a large organization is likely to have many different D&B D-U-N-S numbers within its corporate family. D&B links the D&B D-U-N-S numbers of parents, subsidiaries, headquarters and branches on more than 57 million corporate family members around the world.

Global Ultimate

The upper most parent of a corporate family. All family members carry this D-U-N-S number for ease of grouping the family tree together.

Headquarters

A business location that has branches or divisions reporting to it, and is financially responsible for those branches or divisions. If the location is more than 50% owned by another corporation, it will also be a subsidiary. If it owns more than 50% of another corporation, then it is also a parent.

K.P.I.

Key Performance Indicators

KPIs express abstract objectives in financial or physical units for comparative purposes. Data pertaining to the various planning processes such as demand planning or production planning is collected, measured and transformed into physical or financial information that can be used to compare results and thus measure performance. For example, one of the supply chain flexibility metrics is Supplier On-time Delivery Performance, which indicates the percentage of orders that are fulfilled on or before the original requested date. 
Parent

A corporation that owns more than 50% of another corporation. The parent company also may be a subsidiary of another corporate entity in the same family tree. If the parent also has branches, then it is also a headquarters.

Prospect

A company that is not a current customer, but that has been identified as a potential customer.

Single Location

A single location has no branches or subsidiaries reporting to it. If it is more than 50% owned by another entity, it also will be a subsidiary.

Subsidiary

A corporation that is more than 50% owned by another corporation and will have a different legal business name from its parent company. A subsidiary can be a single location, a headquarters, or a parent.

Tactical Data

See Contact Details

7 Appendix I Files for Data Exchange

Data exchange with flat files is implemented in both SAP solutions that process data supplied by D&B, namely:

· D&B Vendor/Customer Analytics for SAP BW

· D&B Marketing Universe for SAP BW

While these two solutions are fulfilled, at least initially, from different sources, there are a number of similar or identical file requirements for both solutions.

Where possible, these requirements have been harmonized. In those cases where the file structures are identical, a common name is used, even where the actual use to which the data is put differs slightly.

In this appendix, only the file structures that are relevant for D&B Marketing Universe for SAP BW are described. For a detailed description of the D&B Vendor/Customer Analytics for SAP BW, refer to the corresponding document enhancement.

Technical Names and Suffixes

In order to distinguish between files that are common to both solutions and those that are peculiar to one or the other, technical names are used as well as the common descriptions.

The text files have a suffix depending on the solution: MU for Marketing Universe or VC or Vendor/Customer. For those files used in both solutions, the following conventions apply:

· Files that are uploaded initially and are used by both solutions have no suffix.

· For files that are uploaded repeatedly and are used in both solutions, the MU or VC suffix be added.

· Some of the files are delivered with Business Content. Those files have no suffix.

File Structures

In the following sections the file structures are described. For each file you find the definition of the fields contained in that file, that is field name, description, data type and field length. All files for import into BW are in csv format with a comma as separator.

During data upload, the fields of the data source are mapped to the corresponding InfoObjects. The name of a corresponding InfoObject has an 0 prefix and is otherwise identical to the field name, for example the CUSTOMER field is mapped to the 0CUSTOMER InfoObject.

7.1 Files for Both D&B Solutions for SAP BW (Uploaded Initially)

	Common Description
	Technical Name
	Price/Status
	Comments

	
	
	D&B Vendor/ Cust. Analytics
	D&B Marketing Universe
	

	SIC Text File
	0DB87SIC1_TEXT.csv
	Standard
	Standard
	Description of SIC codes

	SIC Hierarchy File
	0DB87SIC1_HIER.csv
	Standard
	Standard
	Hierarchy of SIC codes in BW format

	Legal Status Text File
	0DBLGLSTAT_TEXT.csv
	Standard
	Standard
	Description of Legal Status

	Country Code Text File
	0DBCTRYCOD_TEXT.csv
	Standard
	Standard
	Description of Country Code


7.1.1 SIC Text File

Technical name: 0DB87SIC1_TEXT.csv

Loaded with data source: 0DB87SIC1_TEXT

File Structure

	Field
	Description
	Type
	Length

	DB87SIC1
	Full US 1987 SIC Code
	CHAR
	4

	TXTLG
	Long text
	
	60


7.1.2 SIC Hierarchy File

Technical name: 0DB87SIC1_HIER.csv

Loaded with data source: 0DB87SIC1_HIER

File Structure

	Field
	Description
	Type
	Length

	NODEID
	Internal ID of the hierarchy node (enumeration 00000001, 00000002 and so on)
	NUMC
	8

	INFOOBJECT
	Name of the InfoObject (0DB87SIC1 or for dummy nodes ‘0HIER_NODE’)
	CHAR
	30

	NODENAME
	For master data, the key of the master table (for dummy nodes enter an arbitrary name)
	CHAR
	32

	LINK
	Leave blank 
	CHAR
	1

	PARENTID
	ID of the father node using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	CHILDID
	ID of the first child node using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	NEXTID
	ID of the first next node on the same hierarchy level using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	LANGU
	Language key (required only for dummy nodes), E for English
	CHAR
	1

	TXTSH
	Text short (required for dummy nodes)
	CHAR
	20

	TXTMD
	Text medium (required for dummy nodes)
	CHAR
	40

	TXTLG
	Text long (required for dummy nodes)
	CHAR
	60


7.1.3 Legal Status Text File

Technical name: 0DBLGLSTAT_TEXT.csv

Loaded with data source: 0DBLGLSTAT_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBLGLSTAT
	Legal status
	CHAR
	3

	TXTLG
	Long text
	
	60


7.1.4 Country Code Text File

Technical name: 0DBCTRYCOD_TEXT.csv

Loaded with data source: 0DBCTRYCOD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBCTRYCOD
	Country code
	NUMC
	3

	TXTLG
	Long text
	
	60


7.2 Files for Both D&B Solutions for SAP BW (Uploaded Repeatedly)

	Common
Description
	Technical Name
	Price/Status
	Comments

	
	
	D&B Vendor / Cust. Analytics
	D&B Marketing Universe
	

	BW Export File
	See 8.2.1 BW Export File
	Standard
	Standard
	For both solutions, the same export file format is generated using a standard BW query. The file is then used to carry out the matching process at D&B.

	D-U-N-S Family Tree File
	0DBDUNS_NUM_HIER_MU.csv

0DBDUNS_NUM_HIER_VC.csv
	Standard
	Not part of standard solution, requested as option
	File in format that is loadable into BW hierarchy format.

Process, developed by Doug Jolly, generates file from Worldbase.

	D-U-N-S Text File
	0DBDUNS_NUM_TEXT_MU.csv

0DBDUNS_NUM_TEXT_VC.csv
	Optional (additional cost)
	Standard
	Comprises D-U-N-S number with textual description. Includes Global Ultimate D-U-N-S for all records in delivered Abstract Data or in delivered 1784 File

	D-U-N-S Contact Details File
	0DBDUNS_NUM_CONT_MU.csv

0DBDUNS_NUM_CONT_VC.csv
	Optional (additional cost)
	Supplied only for those records for which it is requested
	Contains names, addresses, phone numbers and so on to be used in contacting the organization.


7.2.1 BW Export File

Technical name: BIC0CDBEXPnnn.ASCII, where nnn stands for a numeric counter (D&B Marketing Universe for SAP BW solution), DBFILE.ASCII or a user-defined name (D&B Vendor/Customer Analytics for SAP BW solution)

If you are using the D&B Marketing Universe for SAP BW solution, the BW Export file contains address and sales revenue information on all of your customers and business partners (if a SAP CRM system is involved). The BW Export file is generated using a standard BW query. 

If you are using the D&B Vendor/Customer for SAP BW solution, the BW Export file contains address information and the purchase amount of each vendor. The BW Export file is generated using a standard BW export program that is based on a standard BW query.

The file is then sent to D&B used to carry out the matching process.

File Structure

	Field
	Description
	Type
	Length

	DBSOURSYST
	BW source system ID
	CHAR
	2

	DBDATAID
	Customer ID or vendor ID
	CHAR
	10

	BPARTNER
	Business partner ID
	CHAR
	10

	DB_FILLER
	Customer defined filler
	CHAR
	50

	NAME
	Name/Text of DBDATAID
	CHAR
	40

	NAME2
	Business name 2
	CHAR
	40

	NAME3
	Business name 3
	CHAR
	40

	STREET
	Street name & number
	CHAR
	70

	CITY
	City/province
	CHAR
	40

	REGION
	Region code
	CHAR
	3

	COUNTRY
	Country code
	CHAR
	3

	PHONE
	Phone number
	CHAR
	30

	DBDUNS_NUM
	D-U-N-S number
	CHAR
	9

	POBOX
	P.O. box
	CHAR
	10

	POSTCD_GIS
	Postal code / zip code (address)
	CHAR
	10

	POSTCD_BOX
	Postal code / zip code (P.O. box)
	CHAR
	10

	TAX_NUMB
	Tax number
	CHAR
	16

	INV_RC_VAL
	Invoice amount (1) 
	DEC
	20

	INV_RC_VALCURR
	Local currency (invoice amount)
	CHAR
	5

	ORDER_VAL
	Effective purchase order value, only filled within the D&B Vendor/Customer Analytics for SAP BW scenario
	DEC
	20

	ORDER_VALCURR
	Currency (effective purchase order value)
	CHAR
	5

	DB_ACTION
	Action flag (2)
	CHAR
	1


(1) Invoice amount as at posting date. Derived from Purchasing InfoCube 0PUR_C01 (D&B Vendor/Customer Analytics for SAP BW) or from Sales InfoCube 0SD_C03 (D&B Marketing Universe for SAP BW). Converted into one currency, no decimal places transferred.

(2) Only used within the D&B Vendor/Customer Analytics for SAP BW scenario. The action flag influences processing on D&B’s side. It is set during the export process according to your choices:

M = Match. Usually set for new or changed records

R = Refresh. Set with no identification of change

N = No match required. Set if another refresh is not required, either if a match has previously failed or if the last refresh has been relatively recent

7.2.2 D-U-N-S Family Tree File

Technical name: 0DBDUNS_NUM_HIER_MU.csv (D&B Marketing Universe for SAP BW solution), 0DBDUNS_NUM_HIER_VC.csv (D&B Vendor/Customer Analytics for SAP BW solution)

Loaded with data source: 0DBDUNS_NUM_HIER

This file is optional for the D&B Marketing Universe for SAP BW solution.

The data provided from D&B also include structural information on groups – the so-called family trees. The family tree shows the parents, subsidiaries, headquarters and branches of a corporate family.

D&B provides a hierarchy file for all vendors included in the BW Export file. While this file includes all cases of majority ownership, it does not take account of minority interests.

The tree in the hierarchy file comprises the full upward linkage for all vendors included in the BW Import file, that is the complete path within the family tree from the vendor to its Global Ultimate. This path is called the critical path.

The hierarchy file contains a single tree. The root of the entire tree merely serves as a heading for the Global Ultimates. The Global Ultimates themselves are found on the second level of the tree. Each Global Ultimate is the root of a family tree that contains all critical paths of the vendors belonging to that tree.

The family tree also includes subsidiaries as well as branches of any headquarters within the critical path. To distinguish between subsidiaries and branches of a company, all subsidiaries are summarized under a dummy subsidiary node and all branches are summarized under a dummy branch node.

As an option, the hierarchy can be supplied, including subsidiaries and branches but excluding the dummy subsidiary and branch nodes. This gives you no indication as to whether a company is a subsidiary or a branch.

File Structure

	Field
	Description
	Type
	Length

	NODEID
	Internal ID of the hierarchy node (enumeration 00000001, 00000002 and so on)
	NUMC
	8

	INFOOBJECT
	Name of the InfoObject (0DBDUNS_NUM or for dummy nodes ‘0HIER_NODE’)
	CHAR
	30

	NODENAME
	For master data, the key of the master table (for dummy nodes enter an arbitrary name)
	CHAR
	32

	LINK
	Leave blank 
	CHAR
	1

	PARENTID
	ID of the father node using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	CHILDID
	ID of the first child node using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	NEXTID
	ID of the first next node on the same hierarchy level using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	LANGU
	Language key (required only for dummy nodes), E for English
	CHAR
	1

	TXTSH
	Text short (required for dummy nodes)
	CHAR
	20

	TXTMD
	Text medium (required for dummy nodes)
	CHAR
	40

	TXTLG
	Text long (required for dummy nodes)
	CHAR
	60


Child ID, Next ID: These fields are optional. They only must be supplied if the sequence of the nodes is supposed to be specified by the hierarchy file. The sequence is important for a family tree.

Language key, Description short, Description medium, Description long: These fields should be spaced since the D-U-N-S number description (name) is delivered with the D-U-N-S file. It is used for the root node only, that is the title dummy node.

7.2.3 D-U-N-S Text File

Technical name: 0DBDUNS_NUM_TEXT_MU.csv (D&B Marketing Universe for SAP BW solution), 0DBDUNS_NUM_TEXT_VC.csv (D&B Vendor/Customer Analytics for SAP BW solution)

Loaded with data source: 0DBDUNS_NUM_TEXT

In addition to the BW import files (0DB_IMPORTFILE_MU.csv and 0DB_IMPORTFILE_VC.csv) and the D-U-N-S Family Tree file, there is a corresponding D-U-N-S Text file containing the D-U-N-S numbers used in the BW import and D-U-N-S Family Tree files along with the company names. BW requires this information to display a D-U-N-S number description in queries and hierarchy displays. 

All D-U-N-S numbers included in the BW import and D-U-N-S Family Tree file should be listed in the D-U-N-S Text file.

File Structure

	Field
	Description
	Type
	Length

	DBDUNS_NUM
	D-U-N-S number
	NUMC
	9

	TXTLG
	Company name
	CHAR
	60


7.2.4 D-U-N-S Contact Details File

Technical name: 0DBDUNS_NUM_CONT_MU.csv (D&B Marketing Universe for SAP BW solution), 0DBDUNS_NUM_CONT_VC.csv (D&B Vendor/Customer Analytics for SAP BW solution)

Loaded with data source: 0DBDUNS_NUM3_ATTR

This file is optional for the D&B Vendor/Customer Analytics for SAP BW solution.

The D-U-N-S Contact Details file contains detailed address and contact information for the specified D-U-N-S numbers. The D-U-N-S Contact Details file is uploaded into SAP BW as master data for the D-U-N-S number (InfoObject 0DBDUNS_NUM). During the upload process, the tactical data flag is filled.

File Structure

	Field
	Description
	Type
	Length

	DBDUNS_NUM
	D-U-N-S number
	CHAR
	9

	BUSNAME1
	Company name
	CHAR
	90

	DBADDRES1
	Address 1 (physical)
	CHAR
	64

	DBADDRES2
	Address 2 (physical)
	CHAR
	64

	DBCTYNAM
	City name
	CHAR
	50

	DBSTATPRV
	State / province
	CHAR
	50

	DBPOSTCOD
	Postal code / zip code
	CHAR
	16

	DBCTRYNA
	Country name
	CHAR
	20

	DBCTRYCOD
	Country code
	CHAR
	3

	COUNTRYISO
	ISO code for country
	CHAR
	2

	DBCTRYACO
	Country telephone access code
	CHAR
	8

	DBTELPHON
	Telephone
	CHAR
	16

	DBFAXNBR
	Fax number
	CHAR
	16

	DBKEYCONT
	Executive 1 name
	CHAR
	60

	DBKEYTITL
	Executive title
	CHAR
	60

	DBTIMSTMP
	Timestamp
	DATS
	8


7.3 Files for D&B Marketing Universe for SAP BW

	Description
	Technical Name
	Price/Status
	Comments

	D&B Marketing Universe Matched Client File
	0DB_IMPORTFILE_MU.csv
	Standard
	Matched and augmented records for existing customers

	D&B Universe of Abstract Data
	0DBDUNS_NUM_ABSTRACT_MU.csv
	Standard
	Universe of Abstract Data for all marketable records for one or more countries

	File Requesting Contact Details From D&B
	Corresponds to the name of the target group for which the file is created
	Priced according to number of requests you make
	List of D-U-N-S numbers for target prospects, for which you have requested contact details (name, D-U-N-S number, and so on)

	D&B Rating Net Worth -Text
	0DBRATENW_TEXT_MU.csv
	Standard
	Description of D&B Rating Net Worth

	D&B Rating Condition -Text
	0DBRATECON_TEXT_MU.csv
	Standard
	Description of D&B Rating Condition

	D&B Score –Text
	0DBSCORE_TEXT_MU.csv
	Standard
	Description of D&B Score

	D&B Sector Code –Text
	0DBSECTCOD_TEXT_MU.csv
	Standard
	Description of Sector Codes

	D&B Region Code -Text
	0DBREGCOD_TEXT_MU.csv
	Standard
	Description of Region Code

	D&B Area Code -Text
	0DBAREACOD_TEXT_MU.csv
	Standard
	Description of Area Code

	D&B District Code -Text
	0DBDISTRCOD_TEXT_MU.csv
	Standard
	Description o District Code


7.3.1 D&B Marketing Universe Matched Client File

Technical name: 0DB_IMPORTFILE_MU.csv

Loaded with data source: 0CUSTOMER_ATTR, 0BPARTNER_ATTR and 0DBDUNS_NUM2_ATTR

The D&B Marketing Universe Matched Client File contains the following information:

· SAP customer number and SAP business partner number (if a SAP CRM system is involved)

· D-U-N-S numbers and its attributes, where there is a successful match

· A flag indicating whether the record is marketable. A marketable record means that there is complete address and contact information for marketing purposes.

It also contains additional information like employee number, turnover band, D-U-N-S number of the H/Q parent and the global ultimate companies.

File Structure

	Field
	Description
	Type
	Length

	DBSOURSYST
	Source system key
	CHAR
	2

	CUSTOMER
	Customer ID
	CHAR
	10

	BPARTNER
	Business partner ID
	CHAR
	10

	DBDUNS_NUM
	D-U-N-S number
	CHAR
	9

	DB_MATCDS
	Match code
	CHAR
	8

	DB_MAKTCOD
	Marketability code
	CHAR
	1

	
	Company name
	CHAR
	60

	DBCTYNAM
	City name
	CHAR
	30

	DBCTRYCOD
	Country code
	CHAR
	3

	DB87SIC1
	Full US 1987 SIC code
	CHAR
	4

	DBEMPTOT
	Total employees for company
	NUMC
	7

	DBANSALES
	Annual turnover
	NUMC
	18

	DBLGLSTAT
	Legal status
	CHAR
	3

	DBYRSTD
	Year started
	CHAR
	4

	DBHQDUNS
	HQ/Parent D-U-N-S number
	NUMC
	9

	DBGUDUNS
	Global ultimate parent D-U-N-S number
	NUMC
	9

	DBLOCACOD
	Location code
	CHAR
	1


7.3.2 D&B Universe of Abstract Data

Technical name: 0DBDUNS_NUM_ABSTRACT_MU.csv

Loaded with data source: 0DBDUNS_NUM_ATTR

0DBDUNS_NUM_ABSTRACT_MU.csv contains the D&B Universe of Abstract Data. The file contains relevant companies (identified by the D-U-N-S number) for an area previously specified by your company in a contract with D&B. A D&B Marketing Universe comprises for example all companies in Germany.

File Structure

	Field 
	Description
	Type
	Length

	DBDUNS_NUM
	D-U-N-S number
	NUMC
	9

	
	Company name
	CHAR
	90

	DBCTYNAM
	Town / city
	CHAR
	30

	DBSECTCOD
	Sector code
	NUMC
	13

	DBCTRYCOD
	Country code
	CHAR
	3

	DB87SIC1
	Full US 1987 SIC code
	CHAR
	4

	DBEMPTOT
	Total employees for company
	NUMC
	7

	DBANSALES
	Annual turnover
	NUMC
	18

	DBLGLSTAT
	Legal status
	CHAR
	3

	DBYRSTD
	Year started
	CHAR
	4

	DBHQDUNS
	HQ/Parent D-U-N-S number
	NUMC
	9

	DBGUDUNS
	Global ultimate parent D-U-N-S number
	NUMC
	9

	DBLOCACOD
	Location code
	CHAR
	1

	LATITUDE
	Latitude
	Number

(KYF)
	

	LONGITUDE
	Longitude
	Number

(KYF)
	

	DBRATENW
	Rating – net worth
	CHAR
	3

	DBRATECON
	Rating - condition
	CHAR
	1

	DBSCORE
	Score
	CHAR
	3


7.3.3 File Requesting Contact Details from D&B

Technical name: corresponds to the name of the target group for which the file is created

File Structure

	Field
	Description
	Type
	Length

	DBDUNS_NUM
	D-U-N-S number 
	CHAR
	9


7.3.4 D&B Rating Net Worth -Text

Technical name: 0DBRATENW_TEXT_MU.csv

Loaded with data source: 0DBRATENW_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBRATENW
	Rating – net worth
	CHAR
	3

	TXTLG
	Long text
	
	60


7.3.5 D&B Rating Condition -Text

Technical name: 0DBRATECON_TEXT_MU.csv

Loaded with data source: 0DBRATECON_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBRATECON
	Rating – condition
	CHAR
	1

	TXTLG
	Long text
	
	60


7.3.6 D&B Score - Text

Technical name: 0DBSCORE_TEXT_MU.csv

Loaded with data source: 0DBSCORE_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBSCORE
	Score
	CHAR
	3

	TXTLG
	Long text
	
	60


7.3.7 D&B Sector Code - Text

Technical name: 0DBSECTCOD_TEXT_MU.csv

Loaded with data source: 0DBSECTCOD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBSECTCOD
	Sector code
	CHAR
	13

	TXTLG
	Long text
	
	60


7.3.8 D&B Region Code -Text

Technical name: 0DBREGCOD_TEXT_MU.csv

Loaded with data source: 0DBREGCOD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBREGCOD
	Region code
	CHAR
	5

	TXTLG
	Long text
	
	60


7.3.9 D&B Area Code -Text

Technical name: 0DBAREACOD_TEXT_MU.csv

Loaded with data source: 0DBAREACOD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBAREACOD
	Area code
	CHAR
	7

	TXTLG
	Long text
	
	60


7.3.10 D&B District Code -Text

Technical name: 0DBDISTRCOD_TEXT_MU.csv

Loaded with data source: 0DBDISTRCOD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBDISTRCOD
	District code
	CHAR
	10

	TXTLG
	Long text
	
	60


7.4 Files Delivered with Business Content

	Description
	Technical Name
	Price/Status 
	Comments

	Employee Band - Text
	0DBEMPBND_TEXT.csv
	Standard
	Description of the banding categories for numbers of employees

	Employee Band -Hierarchy
	0DBEMPBND_HIER.csv
	Standard
	Hierarchy file (in BW format) indicating the number of employees

	Annual Turnover Band - Text
	0DBSALBND_TEXT.csv
	Standard
	Description of Annual turnover bands

	Year Started -Text
	0DBYRSBND_TEXT.csv
	Standard
	Description of the year started

	D&B Location - Text
	0DBLOCACOD_TEXT.csv
	Standard
	Description of D&B Location

	D&B Customer Status - Text
	0DBCUSTAT_TEXT.csv
	Standard
	Description of current customer status


7.4.1 Employee Band - Text

Technical name: 0DBEMPBND_TEXT.csv

Loaded with data source: 0DBDBEMPBND_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBEMPBND
	Total employee band for company
	CHAR
	1

	TXTLG
	Long text
	
	60


7.4.2 Employee Band - Hierarchy

Technical name: 0DBEMPBND_HIER.csv

Loaded with data source: 0DBEMPBND_HIER

File Structure

	Field 
	Description
	Type
	Length

	NODEID
	Internal ID of the hierarchy node (enumeration 00000001, 00000002 and so on)
	NUMC
	8

	INFOOBJECT
	Name of the InfoObject (0DBEMPBND or for dummy nodes ‘0HIER_NODE’)
	CHAR
	30

	NODENAME
	For master data, the key of the master table (for dummy nodes enter an arbitrary name)
	CHAR
	32

	LINK
	Leave blank 
	CHAR
	1

	PARENTID
	ID of the father node using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	CHILDID
	ID of the first child node using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	NEXTID
	ID of the first next node on the same hierarchy level using leading zeros (enter 00000000 if there is none)
	NUMC
	8

	LANGU
	Language key (required for dummy nodes), E for English
	CHAR
	1

	TXTSH
	Text short (required for dummy nodes)
	CHAR
	20

	TXTMD
	Text medium (required for dummy nodes)
	CHAR
	40

	TXTLG
	Text long (required for dummy nodes)
	CHAR
	60


7.4.3 Annual Turnover Band - Text

Technical name: 0DBSALBND_TEXT.csv

Loaded with data source: 0DBSALBND_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBSALBND
	Annual turnover band
	CHAR
	1

	TXTLG
	Long text
	
	60


7.4.4 Year Started -Text

Technical name: 0DBYRSBND_TEXT.csv

Loaded with data source: 0DBYRSTD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBYRSTD
	Year started
	CHAR
	1

	TXTLG
	Long text
	
	60


7.4.5 D&B Location - Text

Technical name: 0DBLOCACOD_TEXT.csv

Loaded with data source: 0DBLOCADOD_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBLOCACOD
	Location code
	CHAR
	1

	TXTLG
	Long text
	
	60


7.4.6 D&B Customer Status - Text

Technical name: 0DBCUSTAT_TEXT.csv

Loaded with data source: 0DBCUSTAT_TEXT

File Structure

	Field
	Description
	Type
	Length

	DBCUSTAT
	Indicator of current customer status
	NUMC
	1

	TXTLG
	Long text
	
	60


8 Appendix II Transfer Structures for the Upload

8.1 Transfer Structure for Uploading D&B’s Universe of Abstract Data

	InfoObject
	Description
	Origin

	0DBDUNS_NUM
	D-U-N-S number
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBCTYNAM
	City name
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBSECTCOD
	Sector code
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBCTRYCOD
	Country code
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DB87SIC1
	US 1987 SIC 1
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBEMPTOT
	Employees total
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBANSALES
	Annual turnover
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBLGLSTAT
	Legal status
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBYRSTD
	Year started
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBHQDUNS
	HQ/Parent: D-U-N-S number
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBGUDUNS
	Global Ultimate D-U-N-S number
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBLOCACOD
	Location code
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0LATITUDE
	Latitude
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0LONGITUDE
	Longitude
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBRATENW
	Rating – net worth
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBRATECON
	Rating - condition
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBSCORE
	Score
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBEMPBND
	Employee band for company
	ABAP Routine

	0DBSALBND
	Annual turnover band
	ABAP Routine

	0DBYRSBND
	Year started band
	ABAP Routine

	0DBREGCOD
	Region code
	ABAP Routine

	0DBAREACOD
	Area code
	ABAP Routine

	0DBDISTRCOD
	District code
	ABAP Routine

	0DB_MAKTCOD
	Marketability code
	ABAP Routine


See also: 5.5.2 Uploading D&B's Universe of Abstract Data
8.2 Transfer Structure for Updating Customer Number

	InfoObject
	Description
	Origin

	0DBDUNS_NUM
	D-U-N-S number
	0DB_IMPORTFILE_MU.csv

	0DB_MATCDS
	Match codes
	0DB_IMPORTFILE_MU.csv

	0DB_MAKTCOD
	Marketability code
	0DB_IMPORTFILE_MU.csv

	0DBCTYNAM
	City name
	0DB_IMPORTFILE_MU.csv

	0DBCTRYCOD
	Country code
	0DB_IMPORTFILE_MU.csv

	0DB87SIC1
	US 1987 SIC 1
	0DB_IMPORTFILE_MU.csv

	0DBEMPTOT
	Employees total
	0DB_IMPORTFILE_MU.csv

	0DBANSALES
	Annual turnover
	0DB_IMPORTFILE_MU.csv

	0DBLGLSTAT
	Legal status
	0DB_IMPORTFILE_MU.csv

	0DBYRSTD
	Year started
	0DB_IMPORTFILE_MU.csv

	0DBHQDUNS
	HQ/Parent: D-U-N-S number
	0DB_IMPORTFILE_MU.csv

	0DBGUDUNS
	Global Ultimate D-U-N-S number
	0DB_IMPORTFILE_MU.csv

	0DBLOCACOD
	Location code
	0DB_IMPORTFILE_MU.csv

	0DBSECTCOD
	Sector code
	ABAP Routine (master data 0DBDUNS_NUM)

	0DBEMPBND
	Employee band for company
	ABAP Routine

	0DBSALBND
	Annual turnover band
	ABAP Routine

	0DBYRSBND
	Year started band
	ABAP Routine

	0DBCUSTAT
	Indicator of current customer status
	ABAP Routine

	0DBBPSTAT
	Indicator of current business partner status
	ABAP Routine

	0DBREGCOD
	Region code
	ABAP Routine

	0DBAREACOD
	Area code
	ABAP Routine

	0DBDISTRCOD
	District code
	ABAP Routine


See also: 5.5.5 Updating InfoObject Customer Number
8.3 Transfer Structure for Uploading Transactional Data

	InfoObject
	Description
	Origin

	0DBDUNS_NUM
	D-U-N-S number
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBEMPTOT
	Employees total
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBANSALES
	Annual turnover
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBBUSNUM
	Number of businesses
	ABAP Routine

	0DBEMPLNUM
	Employees total 
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0DBSALESAMO
	Estimated annual turnover
	0DBDUNS_NUM_ABSTRACT_MU.csv

	0CALDAY
	Calendar day
	ABAP Routine

	0CALYEAR
	Calendar year
	ABAP Routine (from 0CALDAY)

	0CALMONTH
	Calendar month
	ABAP Routine (from 0CALDAY)

	0CALQUARTER
	Calendar quarter
	ABAP Routine (from 0CALDAY)

	0DBCUSNUM
	Number of customers
	ABAP Routine (master data 0DBDUNS_NUM)


See also: 5.5.10 Uploading Transactional Data into the Marketing Cube
8.4 Transfer Structure for Importing Contact Details

	InfoObject
	Description
	Origin

	0DBDUNS_NUM
	D-U-N-S number
	0DBDUNS_NUM_CONT_MU.csv

	0DBADDRES1
	Address 1 (physical)
	0DBDUNS_NUM_CONT_MU.csv

	0DBADDRES2
	Address 2 (physical)
	0DBDUNS_NUM_CONT_MU.csv

	0DBCTYNAM
	City name
	0DBDUNS_NUM_CONT_MU.csv

	0DBSTATPRV
	State/province 
	0DBDUNS_NUM_CONT_MU.csv

	0DBPOSTCOD
	Postal code / zip code
	0DBDUNS_NUM_CONT_MU.csv

	0DBCTRYCOD
	Country code
	0DBDUNS_NUM_CONT_MU.csv

	0COUNTRYISO
	Country ISO code
	0DBDUNS_NUM_CONT_MU.csv

	0DBCTRYACO
	Country telephone access code
	0DBDUNS_NUM_CONT_MU.csv

	0DBTELPHON
	Telephone
	0DBDUNS_NUM_CONT_MU.csv

	0DBFAXNBR
	FAX Nbr.
	0DBDUNS_NUM_CONT_MU.csv

	0DBKEYCONT
	Executive name 1
	0DBDUNS_NUM_CONT_MU.csv

	0DBKEYTITL
	Executive title
	0DBDUNS_NUM_CONT_MU.csv

	0DBTIMSTMP
	Timestamp
	0DBDUNS_NUM_CONT_MU.csv

	0DBTACDAT
	Tactical data
	ABAP Routine


See also: 6.4 Importing Requested Contact Details for Prospects
9 Appendix III Query Definition

9.1 Query D&B Marketing Analysis

Technical name: 0DB_MC01_Q0001

Based on InfoCube: 0DB_MC01

Use

This query allows you to perform a market segmentation to understand the profile of your customer base and to target new prospects with greater precision. The ability to segment by SIC, Employee Band, Sales Turnover, Legal Status, Year Started and Geography allows many views to be reflected of the existing customer base and potential target groups.

By looking at the initial SIC view when analyzing the penetration percentage, the following question can be reviewed:

· In which industry sectors are you most successful and where is there further potential?

The following question can be answered by looking at the number of prospects within any industry sector:

· Are there industry sectors in which you are under-represented and that have excellent prospects?

By looking at the average revenue in isolation, you can identify the most profitable customers within a sector, although this might be misleading without referencing the number of customers. The combination of the 2 key figures allows the following questions to be answered in part:

· What are highest spending customers like?

· Which prospects most closely match your best customers?

By filtering on this selection you can look at how they are represented in terms of the split by number of employees or any other key figures.

By performing this analysis you have a better view of what your customers are like.

The ability to switch the characteristic value from SIC to the size of company allows you to provide the differing profiles that can answer:

· Which size of company provides you with the best business opportunities?

Finally, switching the characteristic value to Global Ultimate D-U-N-S provides you with the valuable ‘Family analysis’ view that shows which businesses belong to which group. From this group, you can look at your customers’ spending habits in any one group. This allows you to target groups of related customers and see what their spending habits are. This will enable you to:

· Minimize new customer acquisition costs

· Identify from the customer base the customers you most need to retain by group analysis

· Identify potential cross selling opportunities

· Understand selling patterns across all companies within the group

From this query you can navigate to all the D&B Marketing Details and the D&B G.I.S. Penetration queries to view the details of each market segment selected.

When you open this query a variable popup is displayed, allowing you to choose the monthly interval for which you would like to view the sales amount of your customers.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code

	0DBSECTCOD
	Sector Code


Free Characteristics

	InfoObject
	Description

	0DBGUDUNS
	Global Ultimate D-U-N-S

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBYRSBND
	Year Started Band

	0DBCUSTAT
	Indicator of Current Customer Status

	0DBLGLSTAT
	Legal Status

	0DBCTRYCOD
	Country Code

	0DBREGCOD
	Region Code

	0DBAREACOD
	Area Code

	0DBDISTRCOD
	District Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK002
	Number of Customers

	0DB_MC01_RK003
	Number of Businesses

	0DB_MC01_RK010
	No Contact

	0DB_MC01_RK003-0DB_MC01_RK002-0DB_MC01_RK010
	Number of Prospects

	100*0DB_MC01_RK002/0DB_MC01_RK003%100
	Penetration %

	0DB_MC01_RK0001
	Revenue

	0DB_MC01_RK0001/ 0DB_MC01_RK002
	Average Revenue

	Avg Revenue * Nbr of prospects *Penetration % /100
	Potential Revenue


Report Report Interface Targets

	Query
	Description of the Query

	0DB_MC01_Q0002
	D&B Marketing Details - All Businesses

	0DB_MC01_Q0010
	D&B Marketing Details - Customers

	0DB_MC01_Q0011
	D&B Marketing Details - Prospects

	0DB_MC01_Q0005
	D&B GIS Penetration Analysis


9.2 Query D&B GIS Penetration Analysis

Technical name: 0DB_MC01_Q0005

Based on InfoCube: 0DB_MC01

Use

This query provides an overview of the geographical allocation of existing customers and prospect companies. It is used for SAP BW GIS purposes.

It initially shows a grid report of the different key values by Sales Region. This can be visually displayed on a thematic map that can show hot to cold sales in terms of penetration percentage, revenue and so on. This enables analysis of sales territory management and also provides information on where for example to locate distribution centers by looking at the latitude/longitude points on to the map. The ability to drill down and sub-divide the market segment through the map and then obtain the results from the query allows you to quickly get to customers and prospects within a certain boundary. The boundaries available are country (where multiple – pan-European, global solution), region, county, district and sector code according to administration levels.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code

	0DBCUSTAT
	Indicator of Current Customer Status

	0DBYRSBND
	Year Started Band

	0DBLGLSTAT
	Legal Status


Free Characteristics

	InfoObject
	Description

	0DBCTRYCOD
	Country Code

	0DBAREACOD
	Area Code

	0DBDISTRCOD
	District Code

	0DBSECTCOD
	Sector Code

	0DBDUNS_NUM
	D-U-N-S Number

	0DBGUDUNS
	Global Ultimate D-U-N-S

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DB87SIC1
	US 1987 SIC Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBREGCOD
	Region Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK002
	Number of Customers

	0DB_MC01_RK003
	Number of Businesses

	0DB_MC01_RK010
	No Contact

	0DB_MC01_RK003-0DB_MC01_RK002-0DB_MC01_RK010
	Number of Prospects

	100*0DB_MC01_RK002/0DB_MC01_RK003%100
	Penetration %

	0DB_MC01_RK0001
	Revenue

	0DB_MC01_RK0001/ 0DB_MC01_RK002
	Average Revenue

	Avg Revenue * Nbr of prospects *Penetration % /100
	Potential Revenue

	Avg Revenue * Nbr of businesses - Revenue -Potential Revenue
	Remain Revenue


Report Report Interface Targets

	Query
	Description of the Query (and restriction or calculation formula)

	0DB_MC01_Q0002
	D&B Marketing Details - All Businesses

	0DB_MC01_Q0010
	D&B Marketing Details - Customers

	0DB_MC01_Q0011
	D&B Marketing Details - Prospects

	0DB_MC01_Q0001
	D&B Marketing Analysis


9.3 Query D&B Customer (%) vs. Revenue (%)

Technical name: 0DB_MC01_Q0004

Based on InfoCube: 0DB_MC01

Use

This query shows the number of customers and the revenue for each primary industry sector as percentages, allowing you to assess how much revenue is generated from each of the sectors. In addition, this can also be shown by split of employees, turnover, and by country.

This allows you to compare the allocation of your customer base to the revenue base.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code


Free Characteristics

	InfoObject
	Description

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBCTRYCOD
	Country Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK002
	Number of Customers

	0DB_MC01_RK0001
	Revenue

	%GT 0DB_MC01_RK002
	Customer %

	%GT 0DB_MC01_RK0001
	Revenue %


Report Report Interface Targets

	Query
	Description of the Query

	0DB_MC01_Q0002
	D&B Marketing Details - All Businesses

	0DB_MC01_Q0010
	D&B Marketing Details - Customers

	0DB_MC01_Q0011
	D&B Marketing Details - Prospects


9.4 Query D&B Customer (%) vs. Norm (%)

Technical name: 0DB_MC01_Q0003

Based on InfoCube: 0DB_MC01

Use

This query shows the number of customers and the number of all businesses for each primary industry sector as percentages, allowing you to assess the split of where your customers are in relation to the rest of the businesses. In addition, this can also be shown by split of employees, turnover, and by country.

This allows you to compare the allocation of your customer base to the norm base.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code


Free Characteristics

	InfoObject
	Description

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBCTRYCOD
	Country Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK002
	Number of Customers

	0DB_MC01_RK003
	Number of Businesses

	%GT 0DB_MC01_RK002
	Customer %

	%GT 0DB_MC01_RK003
	Norm %


Report Report Interface Targets

	Query
	Description of the Query

	0DB_MC01_Q0002
	D&B Marketing Details - All Businesses

	0DB_MC01_Q0010
	D&B Marketing Details - Customers

	0DB_MC01_Q0011
	D&B Marketing Details - Prospects


9.5 Query D&B Historical View

Technical name: 0DB_MC01_Q0008

Based on InfoCube: 0DB_MC01

Use

This query compares currently uploaded data to historical data. When you open this query, a variable popup is displayed that allows you to choose the month for which you want to compare the current upload status.

Free Characteristics

	InfoObject
	Description

	0DBGUDUNS
	Global Ultimate D-U-N-S

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBCUSTAT
	Indicator of Current Customer Status

	0DBLGLSTAT
	Legal Status

	0DBYRSBND
	Year Started Band

	0DBCTRYCOD
	Country Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBCUSNUM
	Number of Customers

	0DBBUSNUN
	Number of Businesses

	100*0DBCUSNUM /0DBBUSNUM%100
	Penetration %

	0DBSALEAMO
	Annual Turnover (000’s)

	0DBEMPLNUM
	Number of Employees


Structure(s)

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_QT0001
	Comparison of Current to Historical Data


9.6 Query D&B Marketing Details - All Businesses

Technical name: 0DB_MC01_Q0002

Based on InfoCube: 0DB_MC01

Use

This query is called from the Marketing Analysis query and shows the details of the companies that belong to a certain market segmentation. This query has three types – Businesses, Prospects and Customers. 

By selecting all the customers from the Marketing Analysis query, this query can be sorted by revenue to:

· Identify the most important customers to retain

In terms of prospects, it is possible to identify which are the top 100 prospects from market segmentation by turnover or size of company. To provide:

· Your key prospects

From this screen it is possible to select a number of D-U-N-S numbers to be downloaded to a file. This file can then be transferred to a D&B Web site, which will return address and contact details that can be used as part of a campaign.

This query can also be used to identify the detailed businesses or groups of businesses by slicing and dicing the various attributes presented at the top of the screen. Therefore, additional business benefit can be realized if, for example, you want to get:

· A list of all businesses in the Industry segment whose turnover is greater than x, and number of employees are greater than y, and have a certain city location

This query is usually the target query for the report report interface, that is, it is possible to navigate the other queries and then jump to this query for more detailed information.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code

	0DBREGCOD
	Region Code

	0DBAREACOD
	Area Code

	0DBDISTRCOD
	District Code


Free Characteristics

	InfoObject
	Description

	0DBGUDUNS
	Global Ultimate D-U-N-S

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBLGLSTAT
	Legal Status

	0DBYRSBND
	Year Started Band

	0DBSECTCOD
	Sector Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBCUSTAT
	Indicator of Current Customer Status

	0DBDUNS_NUM
	D-U-N-S

	0DBCTYNAM
	City Name

	0DBCTRYCOD
	Country Code

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK0001
	Revenue

	0DB_MC01_RK005
	Annual Turnover (000’s)

	0DB_MC01_RK004
	Number of Employees

	0DB_MC01_RK003
	Number of Businesses


Report Report Interface Targets

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	RSCRMBW_TG_GENERATE_DB
	Target Group Selection


9.7 Query D&B Marketing Details - Customers

Technical name: 0DB_MC01_Q0010

Based on InfoCube: 0DB_MC01

Use

For further information on this query, refer to the query D&B Marketing Details – All Businesses.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code

	0DBCUSTAT = customer
	Indicator of Current Customer Status

	0DBREGCOD
	Region Code

	0DBAREACOD
	Area Code

	0DBDISTRCOD
	District Code


Free Characteristics

	InfoObject
	Description

	0DBGUDUNS
	Global Ultimate D-U-N-S

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBYRSBND
	Year Started Band

	0DBLGLSTAT
	Legal Status

	0DBSECTCOD
	Sector Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBDUNS_NUM
	D-U-N-S

	0DBCTYNAM
	City Name

	0DBCTRYCOD
	Country Code

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK0001
	Revenue

	0DB_MC01_RK005
	Annual Turnover (000’s)

	0DB_MC01_RK004
	Number of Employees

	0DB_MC01_RK002
	Number of Customers


Report Report Interface Targets

	Query
	Description of the Query

	RSCRMBW_TG_GENERATE_DB
	Target Group Selection


9.8 Query D&B Marketing Details - Prospects

Technical name: 0DB_MC01_Q0011

Based on InfoCube: 0DB_MC01

Use

For further information on this query, refer to the query D&B Marketing Details – All Businesses.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code

	0DBCUSTAT = not a customer
	Indicator of Current Customer Status

	0DBREGCOD
	Region Code

	0DBAREACOD
	Area Code

	0DBDISTRCOD
	District Code


Free Characteristics

	InfoObject
	Description

	0DBGUDUNS
	Global Ultimate D-U-N-S

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBYRSBND
	Year Started Band

	0DBLGLSTAT
	Legal Status

	0DBSECTCOD
	Sector Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBDUNS_NUM
	D-U-N-S

	0DBCTYNAM
	City Name

	0DBCTRYCOD
	Country Code

	0DB87SIC1
	US 1987 SIC Code


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK005
	Annual Turnover (000’s)

	0DB_MC01_RK004
	Number of Employees

	0DB_MC01_RK003
	Number of Businesses

	0DB_MC01_RK002
	Number of Customers

	0DB_MC01_RK003-0DB_MC01_RK002
	Number of Prospects


Report Report Interface Targets

	Query
	Description of the Query

	RSCRMBW_TG_GENERATE_DB
	Target Group Selection


9.9 Query D&B Tactical Data

Technical name: 0DB_MC01_Q0007

Based on InfoCube: 0DB_MC01

Use

This query displays all data on contact details that has previously been received from D&B.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBTACDAT = 1
	Tactical data


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBDUNS_NUM
	D-U-N-S Number

	0DBADDRES1
	Address 1 (physical)

	0DBADDRES2
	Address 2 (physical)

	0DBCTYNAM
	City name

	0DBSTATPRV
	State / Province 

	0DBPOSTCOD
	Postcode

	0DBCTRYCOD
	Country Code

	0DBCTRYACO
	Country Telephone Access Code

	0DBTELPHON
	Telephone

	0DBFAXNBR
	Fax Number

	0DBKEYCONT
	Executive 1 Name

	0DBKEYTITL
	Executive Title

	0DBTIMSTMP
	Timestamp


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK002
	Number of Customers


9.10 Query D&B Family Tree Analysis

Technical name: 0DB_MC01_Q0012

Based on InfoCube: 0DB_MC01

Use

This query is structured similarly to the D&B Marketing Analysis query, only distinguished by the starting point. By using the characteristic value to Global Ultimate D-U-N-S as the starting point, the query provides you with the valuable ‘Family analysis’ view that shows which organizations belong to which family. From this family, you can look at your customers’ spending habits in any one family. The condition ‘Global Ultimates with at least one customer’ delivered by the standard Business Content ensures that only those Global Ultimates are displayed to which at least one of your customers belongs. The condition ‘Global Ultimate with more than one family member’ delivered by the standard Business Content ensures that only those Global Ultimates are displayed where there is more than one company in the family.

When you open this query a variable popup is displayed, allowing you to choose the monthly interval for which you would like to view the sales amount with your customers.

Filter

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MAKTCO = 1
	Marketability Code

	0DBSECTCOD
	Sector Code


Free Characteristics

	InfoObject
	Description

	0DB87SIC1
	US 1987 SIC Code

	0DBEMPBND
	Employee Band

	0DBSALBND
	Annual Turnover Band

	0DBYRSBND
	Year Started Band

	0DBCUSTAT
	Indicator of Current Customer Status

	0DBLGLSTAT
	Legal Status

	0DBCTRYCOD
	Country Code

	0DBREGCOD
	Region Code

	0DBAREACOD
	Area Code

	0DBDISTRCOD
	District Code


Rows

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DBGUDUNS
	Global Ultimate D-U-N-S


Columns

	InfoObject
	Description of the InfoObject (and restriction or calculation formula)

	0DB_MC01_RK002
	Number of Customers

	0DB_MC01_RK003
	Number of Businesses

	0DB_MC01_RK010
	No Contact

	0DB_MC01_RK003-0DB_MC01_RK002-0DB_MC01_RK010
	Number of Prospects

	100*0DB_MC01_RK002/0DB_MC01_RK003%100
	Penetration %

	0DB_MC01_RK0001
	Revenue

	0DB_MC01_RK0001/ 0DB_MC01_RK002
	Average Revenue

	Avg Revenue * Nbr of prospects *Penetration % /100
	Potential Revenue


Report Report Interface Targets

	Query
	Description of the Query

	0DB_MC01_Q0002
	D&B Marketing Details - All Businesses

	0DB_MC01_Q0010
	D&B Marketing Details – Customers

	0DB_MC01_Q0011
	D&B Marketing Details – Prospects

	0DB_MC01_Q0005
	D&B GIS Penetration Analysis

	0DB_MC01_Q0001
	D&B Marketing Analysis


10 Appendix IV InfoCube Definition

10.1 InfoCube D&B Marketing Cube

Technical name: 0DB_MKT_1

Use

The Marketing Cube covers all data delivered by D&B. D&B first of all provides the D-U-N-S number that clearly identifies the company. Apart from that, D&B provides several attributes by which a company can be categorized in terms of geographical location, company size (referring to the number of employees and annual turnover), classification within an industry sector (corresponding to the US SIC Code), and dependencies within the company family. 

The Marketing Cube also includes the two key figures Number of Customers (0DBCUSNUM) and Number of Businesses (0DBBUSNUM). Both figures are enhanced while transaction data is uploaded. For every company, the value of 0DBBUSNUM is set to 1, thereby allowing the key figure to detect the overall number of companies. For each customer, the value of 0DBCUSNUM is set to 1, thereby allowing the key figure to detect the overall number of customers.

In order to conduct any further analyzes (especially for viewing historical data), the Marketing Cube must also include the following key figures:

· 0DBEMPLNUM 

· 0DBSALESAMO

The key figure 0DBEMPLNUM states increases in a company‘s number of employees over a certain period of time. The key figure 0DBSALESAMO displays a company‘s annual turnover over a certain period of time. 

For the analysis purposes outlined above, the Marketing Cube contains the time characteristics 0CALYEAR, 0CALMONTH, 0CALQUARTER and 0CALDAY.

InfoSources

0DB_MKT_1

Characteristics

	InfoObject
	Description

	0DBDUNS_NUM
	D-U-N-S Number

	0DBCTRYCOD
	Country Code

	0DBANSALES
	Annual Turnover

	0DBEMPTOT
	Number of Employees


Time Characteristics

	InfoObject
	Description

	0CALYEAR
	Calendar Year

	0CALMONTH
	Calendar Month

	0CALDAY
	Calendar Day

	0CALQUARTER
	Calendar Quarter


Key Figures

	InfoObject
	Description

	0DBBUSNUM
	Number of Businesses

	0DBCUSNUM
	Number of Customers

	0DBEMPLNUM
	Employees Total

	0DBSALESAMO
	Annual Turnover


Units

	InfoObject
	Description

	0STAT_CURR
	Statistic Currency


10.2 InfoCube D&B Marketing Universe

Technical name: 0DB_MC01

Use

The analysis, and therefore all queries, is based on the MultiCube. The MultiCube covers the BasicCubes D&B Marketing Cube (0DB_MKT_1) and Sales Cube (0SD_C03). 

In addition to all key figures provided by the D&B Marketing Cube, the MultiCube contains the key figure Net Value in Statistics Currency (0NET_VAL_S) from the Sales Cube that produces the billing value of the corresponding customer in coherence with 0DOC_CLASS (with value set to I), 0DEB_CRED (with value set to D) and 0VTYPE (with value set to 10).

InfoSources

No InfoSources available.

Characteristics

	InfoObject
	Description

	0DBDUNS_NUM
	D-U-N-S Number

	0CUSTOMER
	Customer

	0DBCTRYCOD
	Country code

	0DBANSALES
	Annual Turnover

	0DBEMPTOT
	Number of Employees

	0VTYPE
	Value Type for Reporting

	0DOC_CLASS
	Document Category/ Quotation/ Order/ Delivery/ Invoice

	0DEB_CRED
	Credit/Debit Posting (C/D)


Time Characteristics

	InfoObject
	Description

	0CALYEAR
	Calendar Year

	0CALMONTH
	Calendar Month

	0CALDAY
	Calendar Day


Key Figures

	InfoObject
	Description

	0DBBUSNUM
	Number of Businesses

	0DBCUSNUM
	Number of Customers

	0DBEMLNUM
	Employees Total

	0DBSALESAMO
	Annual Turnover

	0NET_VAL_S
	Net Value in Statistics Currency


Units

	InfoObject
	Description

	0STAT_CURR
	Statistics Currency


11 Appendix V Data Flow

11.1 Implementation
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When you implement D&B Marketing Universe for SAP BW, the flat files delivered with Business Content are uploaded in BW. See also 4.2.4 Activating InfoObjects with Automatic Upload.

11.2 First Contact with D&B
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In order to get your customer and business partner master data D-U-N-S numbered, you export the data to a flat file and send this file to D&B. See also 5.2 Rationalizing Customer and Business Partner Master Data.

11.3 Initial Upload
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Together with the first D&B data files, you also receive some D&B files containing customer-independent information. These files are uploaded into BW only once. See also 5.4 Uploading Initially Delivered D&B Files.

11.4 Repeated Upload
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Each time D&B provides new data the master data for the InfoObjects DUNS Number (0DBDUNS_NUM), Customer number (0CUSTOMER) and - if you use a SAP CRM system, the InfoObject Business Partner (0BPARTNER) - require updating. Also the data has to be loaded into the Marketing Cube. See also 5.5 Uploading Repeatedly Delivered D&B Files.

11.5 Request for Contact Details


[image: image12.wmf]0DBDUNS_NUM

master data

0DB_REQUEST_DUNS_MU.

csv

D&B

D&B Marketing

Universe

BW

D&B

Marketing

Universe

(0DB_MC01)

0DBDUNS_NUM_CONT_MU.

csv


After selecting target groups, you export those prospects to flat files for which no address information is available or the address information is older than one year. You can send these files to D&B to receive the complete address and contact information for the prospects. See also 6.3 Requesting Contact Details for Selected Prospects.
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