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The data quality solutions market continues to evolve and grow, fueled by desire for cost and

operational efficiency. The solutions leverage augmented capabilities to deliver automation and

insights. Data and analytics leaders should use this research to make the best choice for their

organizations.

Strategic Planning Assumptions
By 2022, 60% of organizations will leverage machine-learning-enabled data quality technology for

suggestions to reduce manual tasks for data quality improvement.

Market Definition/Description
As organizations accelerate the speed of digital transformation and innovation, there is a greater

market demand for data quality solutions. This stems from a need to overcome the challenges from

complex and distributed data landscapes, and new and urgent business requirements. Data and

analytics leaders are facing intensive pressure to provide “trusted” data that can help business

operations to run more efficiently and making business decisions faster and with greater confidence.

Data quality initiatives have traditionally been mandated to fulfill compliance requirements and to

reduce operational risks and costs. Increasingly, data quality is also a necessity when amplifying

analytics for better insights and making trusted, data-driven decisions.

As artificial intelligence (AI) technologies mature and become more widely adopted, many data

quality vendors have started incorporating them into their solutions. In building augmented

capabilities, they are driving better automation in areas that have traditionally relied on intensive

manual tasks such as data matching, cleansing and transformation. Augmented data quality extends

conventional data quality features to reduce manual tasks with automatic recommendations on “next

best actions.”

The term “data quality” relates to the processes and technologies for

identifying, understanding and correcting flaws in data that support effective

data and analytics governance across operational business processes and
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data and analytics governance across operational business processes and

decision making. The packaged solutions available include a range of critical

functions, such as profiling, parsing, standardization, cleansing, matching,

enrichment, monitoring and collaborating.

Considering the expansion in market demand, and the evolution and innovation of technologies,

Gartner changed the name of this Magic Quadrant from “Magic Quadrant for Data Quality Tools” to

“Magic Quadrant for Data Quality Solutions.” Effective data quality practices require more than a tool.

A complete data quality solution includes built-in workflow, knowledge bases, collaboration,

interactive analytics, and automation to support various uses cases across different industries and

disciplines.

Gartner sees end-user demand expanding toward broader capabilities spanning data management,

and data and analytics governance. As a result, the market for data quality solutions continues to

integrate closely with the markets for data integration tools, metadata management solutions and for

master data management (MDM) products, all of which are used to build solid foundations with

trusted data asset. Users expect effective integration of, and interoperability between, these

products. Evaluating and selecting data quality solutions is much less of a specialized IT task than it

was formerly. It now requires greater collaboration with business leaders and users.

Gartner’s market perspective focuses on transformational technologies or approaches delivering on

the current needs of end users. The following are the key capabilities that organizations need in their

data management solutions portfolio, if they are to address the increasing importance and urgency

of data quality:

Connectivity: The ability to access and apply data quality rules to a wide range of data sources,

including internal and external, on-premises and cloud, relational and non-relational data sources.

■

Data profiling, measurement, and visualization: Data analysis capabilities that give business and

IT functions (especially those supporting business users) insight into the quality of data and help

them identify and understand data quality issues.

■

Monitoring: Capabilities that assist with the ongoing understanding and assurance of data quality

through monitoring of, and alerting to, possible data quality issues.

■

Parsing: Built-in capabilities that decompose data into its component parts.■

Standardization and cleaning: Built-in capabilities that apply government, industry or local

standards, business rules or knowledge bases to modify data for specific formats, values and

layouts.

■
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Magic Quadrant

Matching, linking and merging: Built-in capabilities that match, link and merge related data entries

within or across datasets, using a variety of techniques such as rules, algorithms, metadata and

machine learning.

■

Multidomain support: Packaged capabilities aimed at specific data subject areas, such as

customer, product, asset or location.

■

Address validation/geocoding: Capabilities that support location-related data standardization and

cleansing, and completion for partial data in real-time or batch process.

■

Data curation and enrichment: Capabilities that integrate externally sourced data to improve

completeness and add value.

■

Business rule development and implementation: Capabilities that create, deploy and manage

business rules that can then be called within the solution or by third-party applications for data

validation purpose.

■

Issue resolution and workflow: Process workflows and user interfaces that enable nontechnical

business users to identify, quarantine, assign, escalate, resolve and monitor data quality issues.

■

Metadata management: Capabilities that capture, reconcile and interoperate metadata relating to

the data quality process.

■

DataOps environment: Collaboration of data management practice focused on improving the

communication, integration and automation of data flows between data managers and data

consumers across an organization.

■

Deployment environment: Styles of deployment, hardware, operating system and maintenance

options for deploying data quality operations.

■

Architecture and integration: Commonality, consistency and interoperability among various

components of the data quality toolset (including third-party tools).

■

Usability: Suitability of the solution to engage and support the various roles (especially

nontechnical business roles) required in a data quality initiative.

■

Figure 1. Magic Quadrant for Data Quality Solutions



12/23/2020 Gartner Reprint

https://www.gartner.com/doc/reprints?id=1-1ZO87MBT&ct=200813&st=sb 4/34

Vendor Strengths and Cautions

Ataccama

Ataccama is a Visionary in this Magic Quadrant; in the previous edition, it was also a Visionary.

Ataccama has headquarters in Toronto, Canada. Its data quality product is Ataccama ONE DQ

(version 12.5, which became generally available in December 2019). Ataccama has an estimated 370

customers for this product line. Its operations are mostly in EMEA and North America, and its clients

are primarily in the banking and securities, healthcare, and public sectors.

Strengths

Source: Gartner (July 2020)
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Cautions

Experian

Experian is a Challenger in this Magic Quadrant; in the previous edition, it was also a Challenger.

Experian has its corporate headquarters in Dublin, Ireland. Its data quality products include Experian

Aperture Data Studio (version 2), which became generally available in January 2020, Experian

Pandora (a legacy data quality product) and QAS Pro (a web-based address validation product).

Experian has an estimated 6,700 customers for these product lines. Its operations are geographically

diversified, and its clients are primarily in the financial services, retail and public sectors.

Strengths

Growth in revenue, customers, and company size: Ataccama has demonstrated solid growth in

revenue (20% year over year [YoY]) and customer base for the last three years for its data quality

products and services alone. Two freemium products (Ataccama Data Quality Analyzer and

Ataccama ONE Profiler) had 55,000 downloads, representing a 57% increase YoY. The number of

employees grew by 50%, with 43% of this increase attributed to product development staff.

■

Technology innovation: Ataccama has invested in adding key emerging technologies to its core

capabilities including automatic discovery and suggestions, AI-enabled data matching, and

anomaly detection. Gartner’s Peer Insights reviews also show customer satisfaction with AI

functionality to assist users.

■

Integrated data management solution: Ataccama extends its partnership with Manta for a data

lineage solution that is fully integrated into Ataccama ONE to enhance data quality evaluation, data

cataloging and maintenance of a metadata glossary. This outreach to technology partners

complements Ataccama ONE’s capabilities beyond its core data quality, master data management,

and metadata management features, and delivers an integrated data management solution.

■

Upgrade and migration: Surveyed reference customers’ scores for Ataccama were below average

for ease of upgrade and migration between versions of the vendor’s data quality solutions. Peer

Insights reviewers also noted that the software releases and update cycles could be improved.

■

Interactive visualization: Reference customer scores put Ataccama’s data visualization

capabilities behind those of most of the vendors in this Magic Quadrant. Specifically, the tools

were seen as insufficiently user-friendly for developers and nontechnical business users.

■

Lack of local resources with skills and experience: Ataccama’s reference customers commented

that the vendor lacks good local assistance and programmers familiar with the tool, and that the

learning curve is steep if Ataccama consultants are not engaged. In addition, the vendor’s product

documentation (in terms of its completeness, clarity and usefulness) scored below average. This

may slow adoption of Ataccama’s solution.

■



12/23/2020 Gartner Reprint

https://www.gartner.com/doc/reprints?id=1-1ZO87MBT&ct=200813&st=sb 6/34

Cautions

IBM

IBM is a Leader in this Magic Quadrant; in the previous edition, it was also a Leader. IBM has

headquarters in Armonk, New York, U.S. Its data quality products are IBM InfoSphere Information

Server for Data Quality (version 11.7.1 FP1), which became generally available in June 2020, and

Watson Knowledge Catalog, powered by Cloud Pak for Data (version 3), which became generally

available in April 2020. IBM has an estimated 2,500 customers for these product lines. Its operations

are geographically diversified, and it has clients in various sectors.

Market presence: Experian continues to maintain a good market share — fourth highest for data

quality products and services. It has a large ecosystem with approximately 20,000 B2B customers

and individual credit information in 44 countries across the world. This represents a significant

market potential for its data quality offerings, especially in banking and financial industries.

■

Customer data focus: Experian specializes in “customer” data and customer enrichment insight.

80% of its customers are using party data (customer) domain. Experian offers a range of SaaS and

on-premises contact data validation capabilities covering address, email, phone and geolocation.

Experian positions this as its market differentiator.

■

Ease of use and implementation: Reference customers for Experian expressed strong satisfaction

with the ease of installation, deployment and use of their products. The score is among the

highest of all vendors included in this Magic Quadrant. This feedback is consistent with previous

Magic Quadrant reference customer surveys. Specifically, the role-based usability of Experian

products enables easy adoption by nontechnical business users.

■

Product innovation: Experian lags behind its competitors in introducing new innovations and

practices with emerging technologies. For example, Experian does not use machine-learning-

driven issue resolution that learns and applies rules to similar scenarios. Neither does it provide

prebuilt integration to share and consume data quality rules or processes to and from business

analytics solutions.

■

Data quality features: Experian reference customers scored the product below average for several

core data quality features such as multidomain support, visualization, parsing, standardization and

cleansing. Visualization scores are below the average, with limited utilization across the

company’s user base (80% of surveyed respondents don’t use it or have no plans to use it).

■

Pricing and value relative to cost: Reference customers for Experian score its pricing and

licensing approach, and the value of its data quality tool relative to its cost, below the survey

average. Lack of contract negotiation and support has also resulted in negative feedback from its

customers.

■
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Strengths

Cautions

Infogix

Infogix is a Visionary in this Magic Quadrant; this is its first appearance in the Magic Quadrant.

Infogix has headquarters in Naperville, Illinois, U.S. Its data quality products are Data360 (version 4.3

Market understanding and product strategy: IBM demonstrates deep understanding of this

market and has increased focus on driving the DataOps to deliver business-ready data using its

solution capabilities. Reference customers praised IBM for having the vision to modernize the

platform for the future.

■

Technology innovation: The latest IBM data quality product — Watson Knowledge Catalog —

reflects the vendor’s investments in key emerging technologies to build an end-to-end data

platform that integrates data quality, data governance and data consumption into one experience.

The innovation in AI/ML-driven automation, built-in workflow for governance objects, redesign of

persona-based user experience, and container-based and microservices deployment options give

IBM a competitive advantage.

■

Pricing and value: Surveyed reference customers scored IBM among the highest for the value of

its data quality tools relative to their cost. Scores for its pricing and licensing approach are also

well above the average. IBM has shown consistent improvement in these areas for the past few

years.

■

Product migration path: IBM’s product strategy is to migrate its existing InfoSphere Information

Server customers toward the latest Watson Knowledge Catalog. The Information Server product

lines will likely move into “maintenance mode” in the future. The ML-based data rule definition

generation is currently only available in WKC. Also, all newly created ML features moving forward

will only be available in WKC. Customers currently tied to this suite need to consider a migration

path to WKC to take advantage of IBM’s new and innovative technologies.

■

Ease of implementation, upgrade and migration: Reference customers indicated dissatisfaction

with IBM in terms of product installation, upgrade and migration between versions of the vendor’s

data quality solutions. There has been consistent feedback about IBM InfoSphere Information

Server on this subject for several years. The survey scores are below average for these areas. The

container-based and microservices-based WKC architecture is expected to alleviate this concern.

■

Data quality features: IBM scored lower than average for several core data quality features such

as visualization, parsing, matching, linking and merging, and monitoring. These are important data

quality features that IBM needs to improve. IBM is actively addressing this issue in its current and

future releases.

■
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of which became generally available in March 2020), and Infogix ACR, a legacy product for

mainframe systems. Infogix has an estimated 230 customers for these product lines. Its operations

are mostly in Asia and North America, and its clients are primarily in the financial services, healthcare

and insurance sectors.

Strengths

Cautions

Informatica

Informatica is a Leader in this Magic Quadrant; in the previous edition, it was also a Leader.

Informatica has headquarters in Redwood City, California, U.S. Its data quality products are

Informatica Data Quality (IDQ) which became generally available in December 2019 (version 10.4),

Informatica Axon Data Governance (version 7.0), which became generally available in May 2020,

Informatica Data Engineering Quality (version 10.4), which became generally available in December

Metadata solution background: Founded 40 years ago, Infogix focuses on industrial practices in

data management and has a history in transactional data monitoring. As well as its data quality

features, Data360 has extensive metadata management capabilities that support compliance, risk

management and governance initiatives.

■

Customer satisfaction: Infogix retains a loyal customer base with a reported 98% customer

retention rate. It is among the highest-rated vendors in this Magic Quadrant for customer

satisfaction. Reference customers especially praised its product technical support, professional

services, and support for product evaluation and contract negotiation.

■

Ease of use and implementation: Reference customers identified ease of use, installation, upgrade

and integration as strengths of Infogix. They also praised its offer of user-friendly ETL and data

validation, and flexibility to read any data. Infogix scored above average in these areas.

■

Market presence: Despite its long history in the data management market, Infogix has limited

market visibility, as indicated by its comparatively rare presence in competitive situations known to

Gartner, and infrequent mentions by users of Gartner’s client inquiry service.

■

Data quality features: Infogix scored lower than average for several core data quality features

such as multidomain support, standardization and cleansing, unstructured data support, and real-

time processing.

■

End-user training: Infogix scored lower than average for the quality and availability of end-user

training. Infogix’s relatively small customer base has resulted in limited availability of relevant

product expertise externally. Reference customers indicated that insufficient user training is a

barrier to adoption, given the limited external support available.

■
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2019 and Informatica Data as a Service. Informatica has an estimated 5,500 customers for these

product lines. Its operations are geographically diversified, and it has clients in various sectors.

Strengths

Cautions

Market understanding and presence: Informatica continues to grow strongly with 5% revenue

growth YoY and was the second highest vendor for market share by revenue in 2019. It has a deep

understanding of the data quality market and a proven track record of adapting quickly to market

changes. Its market understanding is highly correlated with its sales and marketing strategy, and

with closed-loop market execution. It is frequently mentioned by users of Gartner’s inquiry service,

and 42% of survey participants shortlisted Informatica in competitive evaluations for data quality

solutions.

■

Product Innovation, vision and strategy: Informatica offers integrated data management

solutions, underpinned by metadata-driven artificial intelligence. Its broad product portfolios

provide comprehensive data management capabilities, including data quality, metadata

management, data governance and master data management. These all come together as one

end-to-end hybrid platform at enterprise scale. Reference customers praised Informatica’s

consistent innovation to improve its data quality solutions

■

Data profiling and multidomain support: Informatica’s data profiling capability is the key to

enabling integrated, end-to-end data quality across all of its data management solutions.

Informatica scored among the highest in the data profiling and multidomain support areas.

Reference customers commented that data profiling was quick and easy, requires no or little

configuration, and allows connections to multiple data domains.

■

Price-value ratio questioned: Informatica has a wide range of products that operate as an

integrated data platform to support the various use cases. This makes it difficult for customers to

derive the value of their platform from a single product. In addition, Informatica’s pricing models

are relatively higher than the market. As a result, Informatica reference customers scored the data

quality solution for value received in relation to the investment cost lower than the survey average.

To address this, Informatica introduced more flexible pricing structures, such as consumption-

based pricing with Cloud Data Quality (CDQ). Customers may revise their opinion of the value over

time.

■

Ease of installation, upgrade, and integration: Reference customers identified these as

challenging areas for Informatica products, and said they often required strong technical

resources to perform these tasks. The ability to integrate with other technologies outside the

Informatica ecosystem can also be challenging. Informatica scored below average for these

areas. Informatica is addressing these issues with its latest cloud native versions and quick

installation templates in cloud ecosystems.

■
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Information Builders

Information Builders is a Visionary in this Magic Quadrant; in the previous edition, it was also a

Visionary. Information Builders has headquarters in New York City, New York, U.S. It offers Omni-Gen

Data Quality Edition (version 3.1.5), which became generally available in June 2020. Information

Builders has an estimated 320 customers for this product. Its operations are mostly focused in North

America and EMEA, and its clients are primarily in the financial services, healthcare, and public

sectors.

Strengths

Cautions

Hadoop integration with older versions: Execution from Informatica Data Quality to a Hadoop

environment is delivered through Informatica Data Engineering Integration (DEI) and Informatica

Data Engineering Quality (DEQ), which enable users to execute data quality processes directly in

Hadoop ecosystems. Although addressed with version 10.4, older versions of DEI and DEQ are not

available with some older versions of Informatica Data Quality. Some reference customers have

commented on this scenario.

■

Marketing and sales strategies: Information Builders has transformed its marketing and sales

strategies by focusing on a “data first” strategy, which used to be the Phase 2 goal in its sales

cycle. This shift has allowed Information Builders to gain market attraction for its Omni-Gen

product line. Its dedicated industry focus is on financial services, healthcare and public sectors.

Reference customers highly praised the company for its industry specialization. The company’s

Academic Alliance Program provides free educational licenses for its software and training

curriculum to academic institutions, and this new program provides good opportunities for brand

loyalty and awareness.

■

Cloud and hybrid enablement: Information Builders’ strong initiatives in cloud and hybrid

architecture support streamlined deployments either on-premises, in major public cloud

environments, or through a fully hosted and managed service with Omni-Gen Total Access Cloud

— Data Quality Edition. It scored above average for off-premises implementations via SaaS or

cloud-based deployment models.

■

Integration with MDM and data integration tools: Information Builders scored among the highest

for integration with its MDM solution and data integration tools as well as integrating with other

MDM solutions. Reference customers indicated an easy process to connect multiple data sources.

Ease of integration is especially critical when Information Builders provides the option for clients

to leverage partners to provide additional data management solutions such as MDM and metadata

solutions.

■
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Innovative Systems

Innovative Systems is a Challenger in this Magic Quadrant; in the previous edition, it was a Niche

Player. Innovative Systems has headquarters in Pittsburgh, Pennsylvania, U.S. Its data quality

products include the Enlighten Data Quality Suite and FinScan, both of which reside on the

Synchronos Enterprise Customer Platform (version 5.1.1, which became generally available in March

2020). Innovative Systems has an estimated 1,030 customers for these products. Its operations are

mostly in Americas and EMEA, and its clients are primarily in the banking and securities, insurance

and media sectors.

Strengths

Market share and visibility: Gartner’s market share data shows that Information Builders saw a

4.7% drop in revenue for its data quality product and occupied only 0.2% of overall market share in

2019. Roughly 4% of all survey participants considered the company during the vendor selection. It

is also rarely mentioned by users of Gartner’s client inquiry service.

■

Technology innovation: Information Builders does not appear to have compelling technology

innovation, compared with those of its competitors. There is a lack of out-of-the-box machine

learning, automated issue resolution, metadata-driven governance, and AI matching. Information

Builders expressed that AI/ML capabilities are a major part of their 2020 roadmap.

■

Scalability, performance and product documentation: Information Builders scored below the

average for scalability and performance for diverse data, and product documentation. Reference

customers expressed challenges with certain large-scale deployment use cases with product

performance. Documentation is also lacking information.

■

Core functionalities: Innovative Systems offers solid and stable core data quality functionalities,

driven by a crowdsourced AI-based approach. Its reference customers score it above average in

the areas of parsing, standardization, cleansing, matching, linking, merging, business-driven

workflow, and real-time processing. Over 33% of deployments apply data quality functions to real-

time data streams, such as address validation at check-out, GPS tracking data, real-time credit

checks and anti-money-laundering screening. Innovative Systems received very high appreciation

from its customers.

■

Customer service and support: Reference customers expressed a high degree of satisfaction with

its service and support, giving it one of the highest overall scores in the areas of product technical

support, professional services, and end-user training. Innovative Systems retains a loyal customer

base with some using its products for over 30 years.

■

Pricing and value: Reference customers praise Innovative Systems’ flexible approaches to pricing

and licensing. Comments indicate that products are reasonably priced and the company exceeds

customer expectations while offering good-value products.

■
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Cautions

Melissa Data

Melissa Data is a Niche Player in this Magic Quadrant; this is its first appearance in the Magic

Quadrant. Melissa Data has headquarters in Rancho Santa Margarita, California, U.S. Its data quality

products include Contact Zone (version 8.1.0.4, which became generally available in April 2019) Data

Quality Suite (version 3333, which became generally available in February 2020), Data Quality

Components for SQL Server (version 9.4, which became generally available in November 2019), and

Unison (version 1.2.10, which became generally available in April 2020). Melissa Data has an

estimated 1,000 customers for these products. Its operations are mostly in North America, and its

clients are primarily in the communications, financial services and healthcare sectors.

Strengths

Mind share and market visibility: Despite a long history in the data quality tool market, and steady

growth in revenue and customer base, Innovative Systems still has a relatively limited market

presence. Additionally, it is rarely seen by Gartner in competitive situations and is rarely mentioned

by users of Gartner’s client inquiry service.

■

Industry focus and domain usage: Innovative Systems is most active in the financial services

sector, where their focus includes data quality for compliance and risk mitigation. More than 75%

of its revenue (customer base) is from the banking, securities and insurance sectors. Although

financial services is one of the most demanding industries for data quality initiatives, prospective

customers in other sectors should check that this vendor’s technology and services will fully meet

their business requirements. In addition, Gartner sees relatively limited usage of Innovative

Systems products outside the customer/party data domain.

■

Performance and scalability: A few reference customers commented on their concerns about

performance, and the scalability of the vendor’s data quality solutions. Specifically, in some use

cases, batch processes use a lot of memory and can be slow with larger files. Innovative Systems

scored below average in this area.

■

Data validation services: Data Quality Suite is a data verification solution for validating and

standardizing various data objects such as business entities, names, addresses, geocodes, emails,

and phone numbers via SaaS or API calls based on multiple authoritative reference data sources

and domain-specific rules. Melissa offers more comprehensive data validation services than its

competitors in the market.

■

Pricing and value: Melissa Data received high scores for its pricing and contract flexibility.

Reference customers report that the pricing model for its products and services is very favorable.

The cost of solutions is low in relation to expectations, budget and the value received by its

customers.

■
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Cautions

MIOsoft

MIOsoft is a Visionary in this Magic Quadrant; in the previous edition, it was also a Visionary. MIOsoft

has headquarters in Madison, Wisconsin, U.S. Its data quality product are MIOvantage Platform

(version 14.0.170, which became generally available in February 2020), and MIOvantage DQ Explorer

(version 1.4, which became generally available in February 2020). MIOsoft has an estimated 500

customers for these product lines. Its operations are mostly in Asia and North America, and its

clients are primarily in the telecommunications, insurance, and public sectors.

Strengths

Customer experience: Reference customers reported a positive experience with Melissa Data’s

technical support, professional services, product documentation and overall capabilities with

respect to their requirements. They perceive Melissa Data as high value for dependability and

responsiveness.

■

Innovation and functionality: Melissa Data’s innovation focus is primarily on data validation and

enrichment technologies. It has yet to demonstrate innovation in areas such as data preparation,

machine-learning-driven automation, or predictive analytics specifically for data quality processes.

Innovation in these areas is increasingly required for digital business.

■

Multidomain support: Gartner sees limited adoption of Melissa Data’s products by reference

customers outside the party data domain, even though it supports healthcare, geographic and

financial data. Its multidomain support functionality scored below the survey average.

■

Geographic focus and international support: Melissa Data generates an estimated 95% of its

revenue from North America, and it has minimal presence in the rest of the world. Melissa Data is

currently expanding into international markets with offices in Great Britain, Germany, Singapore

and India. Currently, Melissa does not support a multilingual user interface, and English is the only

supported language out of the box.

■

Customer satisfaction: MIOsoft retains a loyal customer base and is among the highest-rated

vendors in this Magic Quadrant for customer satisfaction. Reference customers especially praise

its product technical support, professional services, and its overall service and support. Gartner

has seen similar feedback from its customers for several years.

■

Ease of installation, use and upgrade: According to our survey, the average time taken to deploy a

MIOsoft solution was one of the shortest in this Magic Quadrant. The ease of use, upgrade and

migration between versions are also ranked among highest in the survey. Its customers especially

praise it for user friendliness for nontechnical business users.

■
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Cautions

Oracle

Oracle is a Challenger in this Magic Quadrant; in the previous edition, it was a Leader. Oracle has

headquarters in Redwood Shores, California, U.S. Its data quality product is Oracle Enterprise Data

Quality (version 12.2.1.4, which became generally available in November 2019). Oracle has an

estimated 550 customers for this product. Its operations are geographically diversified, and it has

clients in various sectors.

Strengths

Scalability and performance: Gartner has seen consistent feedback from its reference customers

that MIOsoft’s products are powerful when doing real-time data processing of stream data or IoT

data. Its performance, scalability and reliability are among the highest in this Magic Quadrant.

■

Marketing and sales strategies: Although MIOsoft has headquarters in U.S., 74% of its revenue in

2019 was from Asia, specifically the telecommunications industry from that region. In addition, an

estimated 73% of its sales are from resellers or OEM partners. This presents a narrow focus on

the company’s marketing effort, and high dependency on an external sales force. Although

offering a high-performance data quality product, MIOsoft’s sales and marketing execution and

presence are very limited. Only 1% of survey participants considered it during the vendor selection

process, and Gartner does not often see it in competitive situations.

■

Availability of product expertise: The relatively small size of MIOsoft and its customer base limits

the wider availability of relevant product expertise, which may act as a barrier to adoption. MIOsoft

currently does not have formal user groups, where customers can learn from their peers. However,

MIOsoft is expanding its partnerships in an attempt to address this issue.

■

Pricing and cost: MIOsoft scored below average in the areas of vendor’s pricing and contract

flexibility and cost of vendor’s data quality solutions relative to customers’ expectations and

budget.

■

Market growth: Oracle has recovered its revenue by growing Oracle Enterprise Data Quality (EDQ)

by 6.2% YoY based on Gartner’s Market Share report. This growth is largely from cloud-based

deployments. Half of Oracle’s reference customers have EDQ deployed in the cloud or as hybrid

models.

■

Product strategy: In addition to the stand-alone EDQ product, Oracle data quality capabilities are

also built into the Autonomous Database and embedded in Oracle Cloud Applications. Oracle also

makes the data profiling function directly available for all users where data is used, managed, and

organized in Oracle applications. Three-quarters of reference customers claim that they are using

■
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Cautions

Precisely

Precisely is a Leader in this Magic Quadrant; in the previous edition, it was also a Leader, as Syncsort.

Precisely has headquarters in Pearl River, New York, U.S. Its data quality products include the

Precisely Trillium product family (version 16, which became generally available in February 2020) and

Precisely Spectrum Quality family (version 2019, which became generally available in December

2019). Precisely Trillium includes Trillium Discovery, Trillium Quality and Trillium Geolocation.

Precisely Spectrum Quality includes Spectrum Quality, Spectrum Discovery and Spectrum Global

Addressing. Precisely has an estimated 4,000 customers for these products. Its operations are

geographically diversified, and it has clients in various sectors.

Strengths

Oracle EDQ in ongoing operation of business applications. This is above the survey average of 60%

from all vendors.

Core data quality features: Oracle scored above average in the areas of standardization, cleansing,

matching, linking, merging, and business rule creation and deployment. Reference customers

especially praised its powerful and flexible matching and transformation capabilities using out-of-

the-box tools.

■

Technology innovation: Oracle’s innovation primarily focuses on its database and data platform

technologies. Gartner has yet to see Oracle introduce innovations and practices directly to EDQ —

for example, enabling machine-learning-based and metadata-driven automation in data quality

processes. Oracle is considered by Gartner less competitive compared with its rivals in the

innovative technology roadmap for its data quality products. Oracle is investing in innovative

features specifically for data quality processes — including those powered by AI and ML

technologies — which will be available to EDQ customers in future releases.

■

Performance and scalability: Half of Oracle’s reference customers indicated that they face

inadequate performance and scalability when handling very high volumes of data. They also

highlighted that tuning options for scalability are not sufficient and expressed a desire for

improvements in this area. Oracle EDQ scored below the survey average in this area.

■

Pricing and licensing: Oracle reference customers continue to identify high prices and a complex

licensing model as areas of concern. Oracle also scored below average when it comes to

customer satisfaction with the value the product provides for the money spent.

■

Business momentum and market growth: The acquisition of the Pitney Bowes software and data

business in December 2019 has extended Precisely’s customer bases and technologies. Precisely

now has the third-highest market share (2019) by revenue, right after SAP and Informatica. By

■
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Cautions

Redpoint

Redpoint is a Niche Player in this Magic Quadrant; in the previous edition, it was also a Niche Player.

Redpoint has headquarters in Wellesley Hills, Massachusetts, U.S. Its data quality product is

Redpoint Data Management (version 9.0, which became generally available in January 2020). The

vendor has an estimated 280 customers for this product. Its operations are mostly in North America

and Asia, and its clients are primarily in the retail, financial services and healthcare sectors.

adding location intelligence, metadata and data stewardship capabilities, Precisely is now in a

better competitive position with more comprehensive product portfolios and cross-sell

opportunities.

Core data quality functionality: Precisely reference customers score its core data quality

functionality — including parsing, standardization and cleansing, matching, linking and merging —

above the survey average, for Trillium product lines. They also praise the maturity of the products,

which has been a consistent strength for many years.

■

Address validation and geocoding capabilities: Precisely was scored highly by its reference

customers for both Trillium and Spectrum Quality product lines for address validation and

geocoding/spatial data enrichment capabilities. This is a long-standing strength for both product

lines.

■

Product strategy and roadmap: Precisely has gone through a rebranding process since the

acquisition. It has also disclosed plans for the Trillium and Spectrum lines to converge through a

cloud-based architecture, supported by its core technologies. How well it is able to execute on this

roadmap remains to be seen and should be closely monitored. In addition, any consolidation of

pricing and licensing models or product support should be considered by existing customers of

both products.

■

Ease of installation, upgrade and integration: Reference customers identified ease of installation,

deployment, upgrade and migration between versions as challenging areas for the Spectrum

Quality product line. In addition, some implementation partners’ staff (those from Pitney Bowes)

seem to lack the product knowledge and skills needed. Precisely scored below average for these

areas of concerns.

■

Product documentation and end-user training: The completeness, clarity and usefulness of

Precisely’s product documentation was rated below average by our customer references for both

Trillium and Spectrum Quality product lines. Customers commented that documentation needs to

be more user friendly. End-user training was also a concern, with initial learning considered to be

cumbersome for both products.

■
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Strengths

Cautions

SAP

SAP is a Leader in this Magic Quadrant; in the previous edition, it was also a Leader. SAP has

headquarters in Walldorf, Germany. Its data quality products include SAP Information Steward

(version 4.2.13, which became generally available in December 2019), SAP Data Services (version

4.2.13, which became generally available in December 2019), and SAP Data Intelligence (version 3.0,

which became generally available in March 2020), which replaces SAP Data Hub. SAP has an

Customer satisfaction: Redpoint retains a loyal customer base and is among the highest-rated

vendors in this Magic Quadrant for customer satisfaction. Some of the company’s reference

customers comment that Redpoint has been a great partner for more than 10 years, and have seen

consistent improvement in Redpoint’s product features and collaborative efforts to meet their

business requirement.

■

Ease of installation, upgrade and use: Reference customers for Redpoint expressed strong

satisfaction with the ease of installation, deployment and use of its products and scored it among

the highest here. Customers especially highlighted user friendliness telling us that automations

were easy and intuitive. This feedback is consistent from previous Magic Quadrant surveys.

■

Performance and scalability: Redpoint scored above the average for the performance and

scalability of its data quality products, specifically in supporting real-time data processing in

Hadoop environments with billions of transaction records.

■

Market growth and visibility: Redpoint has a small customer base in the data quality segment,

leading to its low market share. It had a relatively small increase in data quality only customer

numbers in 2019, and remains relatively less-known in the overall data quality market. Only 4% of

survey participants considered Redpoint during the vendor selection process. It is also rarely

mentioned by users of Gartner’s client inquiry service.

■

Pricing and licensing model: Reference customers for Redpoint indicated that its solution is

expensive compared with those of competitors considered, and that it has a complicated licensing

model. They also continued to express a desire for a more-flexible licensing structure. Redpoint’s

overall survey scores for pricing and licensing approach and contract flexibility are below the

averages for vendors in this Magic Quadrant.

■

User community: The quality of Redpoint’s peer user community scored below the average in the

survey. Reference customers remarked that lack of activity in the company’s user forums meant

they were of little benefit. Such resources are important for enabling customers to quickly benefit

from the skills and experience of their peers.

■
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estimated 24,200 customers for these product lines. Its operations are geographically diversified,

and it has clients in various sectors.

Strengths

Cautions

Market growth and presence: SAP continues to have strong growth in market share, ranked as the

highest (20%) for data quality products and services. It has 15% YoY combined data quality

customer growth. SAP has a large customer base and strong brand recognition. It is often listed in

competitive situations.

■

Comprehensive data management portfolio: SAP data quality products are undergoing a strategic

transformation centered on SAP Data Intelligence. This transformation brings tighter integration

with existing SAP data management capabilities such as data integration, data preparation, and

metadata cataloging and governance. This comprehensive portfolio provides added value to SAP

customers with an integrated data management solution that also integrates with SAP’s business

applications and business processes.

■

Product strategy and innovation: SAP Data Intelligence is the next evolution of the SAP Data Hub

on-premises solution. All current SAP Data Hub customers will be moved to SAP Data Intelligence

at no additional charge and with no loss of functionality. In addition to existing strong metadata

capabilities from Data Hub, SAP Data Intelligence adds machine learning content for AI/ML

operations. SAP consistently innovates in many areas and is driving the automation of data quality

processes.

■

UI interface and dashboard: Reference customers highlighted the need for improvements in user

interface for better user experience, especially the management console in Data Services, and

rules editor function in Information Steward. Some customers also commented about a lack of

dashboard capabilities in some components in SAP Data Services. SAP has just rewritten its UI (in

SAP UI5) to refresh and modernize the user experience in the latest version of Information

Steward.

■

Pricing and licensing, value: Overall rating for evaluation and contract negotiation is below

average with SAP’s pricing and licensing approach causing concern among some customers. They

have cited concerns related to the cost of the product, and the value the product provides for the

money spent. This feedback has been consistent for the past several years.

■

Technical support and product documentation: SAP reference customers continue to cite poor

technical support and product documentation as concerns. As such, scores for these areas are

below the survey average. SAP has increased its efforts to improve customer support and

satisfaction by introducing next-generation support to include channels for real-time support and

collaboration.

■
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SAS

SAS is a Leader in this Magic Quadrant; in the previous edition, it was also a Leader. SAS has

headquarters in Cary, North Carolina, U.S. Its data quality products are SAS Data Management

(version 9.4M6, which became generally available in November 2018), SAS Data Quality Desktop

(version 9.4M6, which became generally available in November 2018), SAS Data Quality (version 3.5,

which became generally available in April 2020), SAS Data Preparation (version 2.5, which became

generally available in April 2020), and SAS Data Governance (version 9.4M6, which became generally

available in November 2018). SAS has an estimated 2,700 customers for these product lines. Its

operations are geographically diversified, and it has clients in various sectors.

Strengths

Cautions

Market understanding and growth: SAS has demonstrated strong market understanding and has

aligned its sales strategy and marketing accordingly. SAS continues to have solid growth in

revenue (6% increase in data quality products in 2019 based on Market Share report), and

customer base.

■

Product strategy and innovation: SAS is strategically transforming its data quality products by

bringing them into SAS Viya, a cloud-native platform with improved open-source support. SAS Viya

enables tighter integration of data quality functions with SAS analytics, data integration, data

preparation and data governance. The vendor has also invested heavily in active metadata and

ML-based self-learning capabilities to provide recommendations to users and suggest next best

actions during the data preparation process.

■

Product technical support: SAS technical support has the highest score across all vendors. Its

customers appreciated the true partnership through excellent support and customer service from

the vendor.

■

Lack of some data quality features: SAS lacks native support in several key emerging

technologies, such as packaged machine learning algorithms and techniques to automate parsing

of data in its data quality product lines. SAS plans to provide innovative features in 2021 as part of

SAS Data Quality on SAS Viya at no additional cost. SAS also does not have packaged solution for

transactional data and machine data. Instead, achieving this requires custom development to

extend the existing quality knowledge base. SAS’s professional services team typically works with

customers for this enhancement.

■

Ease of use, implementation and upgrade: Some reference customers highlighted the need for

improvements in the ease of installation, upgrade and migration for SAS Data Management and

SAS Data Quality; specifically, patch management is one area with difficulties. SAS scored below

average in these areas of concern.

■
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Syniti

Syniti is a Niche Player in this Magic Quadrant; in the previous edition, it was also a Niche Player, as

BackOffice Associates. Syniti has headquarters in Hyannis, Massachusetts, U.S. Its data quality

products are Syniti Data Quality (version 7.1.2, which became generally available in February 2020),

Data Stewardship Platform (version 7.1.2, which became generally available in February 2020), and

SAP Advanced Data Migration by Syniti (version 7.0.6, which became generally available in

September 2019). Syniti has an estimated 370 customers for these product lines. Its operations are

mostly in North America and Asia, and its clients are primarily in the pharmaceuticals and life

sciences, manufacturing and food sectors.

Strengths

Cautions

Pricing and contracts: Even though SAS has simplified its pricing and licensing structure, some

reference customers still mentioned that it is difficult to understand the licensing models and the

limitations of the licensing agreements. Some also commented that the contract renewal process

can be difficult. They highlighted contracts and pricing as areas that require improvement.

■

Partnership with SAP and beyond: Syniti has a long history of partnership with SAP. It has a global

reseller agreement and elite partnership status in many SAP programs. Syniti provides data quality

and data migration solutions and implementation services designed specifically for SAP. Syniti has

recently been seen to extend its partnership with multiple other big vendors, leveraging its strength

in system integration and implementation experiences. With this extended partner ecosystem,

Syniti has continued to broaden its sales opportunities.

■

Multidomain, and business-driven workflow: Syniti’s solution provides good support for all data

domains and offers capabilities suitable for a wide variety of customer use cases and data

journeys. The score is among the highest in this Magic Quadrant. Reference customers also

praised highly on business-driven workflow of its data quality products.

■

Pricing, licensing and value: Refinements to the pricing and licensing structure of Syniti’s data

quality solution has been well received by our reference customers. They scored Syniti among the

highest in pricing and contract flexibility. The value of the vendor’s data quality solution also

delivered well above the average in relation to its cost.

■

Market growth and visibility: There were some increases in Syniti’s customer base last year, but a

very limited increase in revenue. Eighty percent of its revenue came from consulting and

professional services. Syniti’s data quality solution is mentioned very infrequently in Gartner client

inquiries, and we see it mentioned in few competitive situations. In the survey for this Magic

Quadrant, few respondents listed Syniti in their top three candidates for data quality solution

providers.

■
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Talend

Talend is a Leader in this Magic Quadrant; in the previous edition, it was also a Leader. Talend has

headquarters in Redwood City, California, U.S. Its data quality product is Talend Data Management

Platform (version Winter ‘20, which became generally available in January 2020). Talend has an

estimated 1,800 licensed customers for this product line. It also has two open-source data quality

products: Talend Open Studio for Data Quality (version 7.2 from June 2019) and Talend Data

Preparation Free Desktop (version 2.5 from May 2018). Its operations are geographically diversified

and its clients are primarily in the media and services, financial services, and manufacturing sectors.

Strengths

Cautions

Data profiling, address validation and location spatial data enrichment: Reference customers for

Syniti scored its support for data profiling, address standardization and validation, and location

enrichment capabilities lower than the average for vendors in this Magic Quadrant.

■

Professional services scarcity: Reference customers specifically indicated that externally sourced,

experienced resources are difficult to find. However, good ETL/SQL resources can be easily trained

in the methodology and can come up to speed quite quickly. Nevertheless, reference customers

would like to see more system integrators and outsourcers with skills in Syniti’s products.

■

Business momentum and market strategy: Talend executed strongly in the data quality solution

market in 2019, growing license revenue by approximately 47% and data quality customers by

21%. Talend demonstrated good market understanding, healthy sales and a marketing strategy

aligned with emerging trends. Talend increasingly appears in competitive situations seen by

Gartner.

■

Core data quality capabilities: Talend reference customer ratings for overall product capabilities

was above the average. The areas of data profiling, standardization and cleansing, matching,

linking, and merging, and multidomain support met customer expectations well.

■

Ease of use, implementation, and integration: Some reference customers praised Talend for its

user friendliness for business and nonbusiness users, and its simple and robust SaaS Solution.

Talend’s customers also said the integration with other applications was easy and flexible, and

offers a large set of connectors to other technical tools.

■

Technical support: Talend’s reference customers raised concerns about the vendor’s technical

support. It rated below the average across all vendors for not meeting customer expectations due

to slow responses or poor reactivity. Specifically, some customers commented that technical

support and follow-up of open cases required improvement. Talend has recently reorganized the

Customer Success function with new leadership and processes.

■
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Vendors Added and Dropped

We review and adjust our inclusion criteria for Magic Quadrants as markets change. As a result of

these adjustments, the mix of vendors in any Magic Quadrant may change over time. A vendor’s

appearance in a Magic Quadrant one year and not the next does not necessarily indicate that we

have changed our opinion of that vendor. It may be a reflection of a change in the market and,

therefore, changed evaluation criteria, or of a change of focus by that vendor.

Added

Dropped

Inclusion and Exclusion Criteria
The inclusion criteria represent the specific attributes that vendors had to have in order to be

included in this Magic Quadrant.

To be included, vendors had to fulfill all the following criteria. They must:

Monitoring and reporting: Talend’s reference customers indicate that monitoring capability is not

sufficient to support various use cases, and that improvement is required in reporting and

dashboarding for monitoring of flows.

■

Communication of product roadmap: Some reference customers indicated a lack of

communication regarding Talend’s product roadmap and said that its vision for the future was not

very clear and not well shared.

■

Infogix■

Melissa Data■

Precisely (formerly included as Syncsort)■

Syniti (formerly included as BackOffice Associates)■

Pitney Bowes (acquired by Syncsort in December 2019)■

Offer stand-alone on-premises software solutions and cloud-based services that are positioned,

marketed and sold specifically for general-purpose data quality applications. Vendors that provide

several data quality product components must demonstrate that these are integrated, and

collectively meet the full inclusion criteria for this Magic Quadrant.

■

Deliver core data quality functions for the following, at minimum: profiling, parsing,

standardization, cleansing, interactive visualization, matching, multidata domain support,

business-driven workflow, business rule creation and rule-based data validation.

■
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The following types of vendor were excluded from this Magic Quadrant, even if their products met the

above criteria:

Evaluation Criteria

Ability to Execute

Gartner analysts evaluate technology vendors on the quality and efficacy of the processes, systems,

methods and procedures that enable their performance to be competitive, efficient and effective, and

to positively affect their revenue, retention and reputation.

Gartner evaluates vendors’ Ability to Execute in the data quality solutions market by using the

following criteria:

Support multiple data domains and diverse use cases across different industries.■

Support data quality functionality with packaged capabilities in more than one language and for

more than one region.

■

Support the above functions in both scheduled (batch) and interactive (real-time) modes.■

Enable large-scale deployment via server-based and cloud-based runtime architectures that can

support concurrent users and applications.

■

Maintain an installed base of at least 100 current production (maintenance or subscription fee-

paying) customers for their data quality product(s).

■

The customer base for production deployment must include customers in more than one region

(North America, Latin America, EMEA, Africa and Asia/Pacific).

■

Vendors that are limited to deployments in a single specific application environment, industry,

language, or data domain are excluded, because they do not provide complete market coverage.

■

Vendors that support limited data quality functionalities or addressing very specific data quality

problems (for example, address cleansing and validation) are excluded, because they do not

provide the complete suites of data quality functionality expected of today’s data quality solutions.

■

Vendors that operate only in a single country and support only one language.■

Vendors that lack the integrability or interoperability with other data management solutions such

as metadata, MDM or data integration solutions.

■

Vendors that support only on-premises deployment and have no option for cloud-based

deployment on any public cloud environment (for example, AWS, Azure, or Google Cloud).

■
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Product or service: The vendor’s core goods and services that compete in and/or serve the

defined market. Included are current product and service capabilities, quality, feature sets, skills

and so on. Products and services can be offered natively or through OEM

agreements/partnerships, as defined in the Market Definition and detailed in the subcriteria.

■

Overall viability: Viability includes an assessment of the overall organization’s financial health, the

financial and practical success of the business unit, and the likelihood that the individual business

unit will continue offering and investing in the product(s). The vendor’s financial strength (as

assessed by revenue growth, profitability and cash flow) and the strength and stability of its

people and organizational structure are considered. This criterion reflects buyers’ increased

openness to considering newer, less-established and smaller providers with differentiated

offerings.

■

Sales execution/pricing: The organization’s capabilities in all presales activities and the structure

that supports them. Included are deal management, pricing and negotiation, presales support and

the overall effectiveness of the sales channel. We evaluate the effectiveness of the vendor’s

pricing model in light of current and future customer demand trends and spending patterns (for

example, operating expenditure and flexible pricing), as well as the effectiveness of its direct and

indirect sales channels.

■

Market responsiveness/record: The vendor’s ability to respond, change direction, be flexible and

achieve competitive success as opportunities develop, competitors act, customer needs evolve

and market dynamics change. This criterion also considers the vendor’s history of responsiveness

to changing market demands. We evaluate the degree to which the vendor has demonstrated the

ability to respond successfully to market demand for data quality capabilities over an extended

period.

■

Marketing execution: The clarity, quality, creativity and efficacy of programs designed to deliver

the organization’s message. This messaging is intended to influence the market, promote the

brand and the business, increase brand awareness, and establish a positive identification with the

product/brand and organization in the minds of buyers. This “mind share” can be driven by a

combination of publicity, partnerships, promotional initiatives, thought leadership, social media,

referrals and sales activities. We evaluate the overall effectiveness of a vendor’s marketing efforts,

the degree to which it has generated mind share, and the magnitude of the market share achieved

as a result.

■

Customer experience: Relationships, products and services/programs that enable clients to be

successful with the products evaluated. Specifically, we include the quality of technical and

account support that customers receive. We may also include ancillary tools, customer support

programs, availability of user groups, SLAs and so on. We evaluate the level of satisfaction

expressed by customers with a vendor’s product support and professional services. We also

■
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Table 1: Ability to Execute Evaluation Criteria

Source: Gartner

Completeness of Vision

Gartner analysts evaluate vendors on their ability to convincingly articulate logical statements. The

evaluation covers current and future market direction, innovation, customer needs and competitive

forces, and how well they correspond to Gartner’s view of the market. Gartner assesses vendors’

Completeness of Vision in the data quality tool market by using the following criteria:

assess their overall relationship with the vendor, as well as customer perceptions of the value of

the vendor’s data quality solution relative to costs and expectations.

Operations: The vendor’s ability to consistently meet its goals and commitments. Factors

considered include the quality of the organizational structure, skills, experiences, programs, the

stability of key staff and other means that enable the vendor to operate effectively and efficiently.

■

Product or Service High

Overall Viability Medium

Sales Execution/Pricing High

Market Responsiveness/Record Medium

Marketing Execution Medium

Customer Experience High

Operations Low

Evaluation Criteria Weighting

Market understanding: The degree to which the vendor leads the market in new directions (in

terms of technologies, products, services or otherwise). The vendor’s ability to adapt to significant

market changes and disruptions, such as by supporting business-centric roles and providing

advanced data quality functionality for the IoT (connectivity and deployment), data lakes,

streaming data and external data. Also considered is the degree to which vendors are aligned with

the significant trend of convergence with other data-management-related markets — specifically,

the markets for data integration tools and MDM solutions.

■
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Marketing strategy: We look for clear, differentiated messages, consistently communicated

internally and externally through channels, social media, advertising, customer programs and

positioning statements. Also considered are the degree to which the vendor’s marketing approach

aligns with and/or exploits emerging trends (such as bimodal data governance and business-

centric data quality programs) and the overall direction of the market.

■

Sales strategy: We look for a sound strategy for selling products that uses an appropriate network

of direct and indirect sales resources, partnerships, and marketing, service and communication

affiliates. The goal is to extend the scope and depth of the vendor’s market reach, skills, expertise,

technologies, services and customer base. We particularly assess the use of partnerships. A

sound sales strategy also aligns sales models with customers’ preferred buying approaches, such

as freemium programs and subscription-based pricing.

■

Offering (product) strategy: This criterion concerns the vendor’s product development and delivery

approach, emphasizing differentiation, functionality, product portfolio, methodology and features

as these map to current and future requirements. It also covers the degree to which the vendor’s

product roadmap reflects demand trends, fills current gaps or weaknesses, and emphasizes

competitive differentiation. Also considered are the breadth of the vendor’s strategy regarding a

range of product and service delivery models, from traditional on-premises deployment to SaaS

and cloud-based models.

■

Business model: This criterion concerns the design, logic and execution of the organization’s

business proposition for revenue growth and sustained success. We consider the vendor’s overall

approach to executing its strategy for the data quality solutions market. This approach includes

delivery models, funding models (public or private), development strategies, packaging and pricing

options, and partnership types (such as joint marketing, reselling, OEM and system

integration/implementation).

■

Vertical/industry strategy: We assess the vendor’s strategy to direct resources, skills and offerings

to meet the specific needs of individual market segments, including vertical markets. The degree

of emphasis that the vendor places on vertical-market solutions is considered, as is the depth of

its vertical-market expertise, including certifications.

■

Innovation: We assess the extent to which the vendor demonstrates creative energy in thought

leadership and in differentiating ideas and product roadmaps that could significantly extend or

even reshape the market in a way that adds value for customers. Particularly, we examine how well

vendors support— or plan to support — key trends with regard to personas, data diversity, latency,

data quality analytics, intelligent capabilities and deployment, for example.

■

Geographic strategy: We evaluate the vendor’s strategy to direct resources, skills and offerings to

meet the specific needs of geographies outside its “home” geography, either directly or through

■
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Table 2: Completeness of Vision Evaluation Criteria

Source: Gartner

Quadrant Descriptions

Leaders

Leaders demonstrate strength in depth across the full range of data quality functions, including core

functions (parsing, standardization and cleansing), profiling, interactive visualization, matching,

multidomain support, business-driven workflow, business rule development and data validation.

Leaders exhibit a clear understanding of dynamic trends in the data quality market; they explore and

execute thought-leading and differentiating ideas; and they deliver product innovations based on the

market’s demands.

Leaders align their product strategies with the latest market trends. These trends include focusing on

a nontechnical audience, trust-based governance, growth in data diversity, low data latency, data

quality analytics (not just reporting) and intelligent capabilities (such as machine learning and

artificial intelligence). Other trends are new delivery options (such as cloud, hybrid cloud and IoT

partners, channels and subsidiaries, as appropriate. We do so in light of global demand for data

quality capabilities and expertise.

Market Understanding High

Marketing Strategy Medium

Sales Strategy Medium

Offering (Product) Strategy High

Business Model Low

Vertical/Industry Strategy Low

Innovation High

Geographic Strategy Medium

Evaluation Criteria Weighting
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edge deployment), and alternative pricing and licensing models (such as open source and

subscriptions).

Leaders address all industries, geographies, data domains and use cases. Their products support

multidomain and alternative deployment options such as SaaS or microservices. They offer excellent

support for business roles and easy-to-use visualization, and include out-of-the-box machine learning

and predictive analytics.

Leaders offer extensive support for a variety of traditional and new data sources (including cloud

platforms, IoT platforms, Hadoop and mobile devices), a trust-based governance model, and delivery

of enterprise-level data quality implementations.

Leaders have significant size, an established market presence, and a multinational presence (either

directly or through a parent company).

Leaders undertake clear, creative and effective marketing, which influences the market, promotes

their brand, and increases their mind share.

Challengers

Challengers have established presence, credibility and viability, along with robust product capabilities

and solid sales and marketing execution.

Challengers may not have the same breadth of offering as Leaders, and/or in some areas may not

demonstrate as much thought leadership and innovation. For example, they may focus on a limited

number of data domains (customer, product and location data, for example).

Challengers may lack capabilities in areas such as streaming data, machine learning predictive

analysis and support for new data sources.

Compared with Leaders, Challengers often exhibit less understanding of some areas of the market,

and their product strategies may suffer from a lack of differentiation.

Visionaries

Visionaries are innovators.

Visionaries demonstrate a strong understanding of trends in the market. These include focus on a

nontechnical audience, trust-based governance, growth in data diversity, low data latency, data

quality analytics, intelligent capabilities (such as machine learning). Also included are new delivery

options (such as cloud and IoT edge deployment), and alternative pricing models (such as open

source and subscriptions). Visionaries’ product capabilities are mostly aligned with these trends, but

not as completely as Leaders.

Although Visionaries can deliver good customer experiences, they may lack the scale, market

presence, brand recognition, customer base and resources of Leaders.
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Niche Players

Niche Players often specialize in a limited number of industries, geographic areas, market segments

(such as small and midsize businesses) or data domains (such as customer data or product data).

They often have strong offerings for their chosen areas of focus and deliver substantial value for

customers in those areas.

However, Niche Players typically have limited market share and presence, limited functionalities, or

lack financial strength. Niche Players often have to catch up with the latest innovations, such as the

IoT (connectivity and deployment), machine learning and interactive visualization.

Context
Every organization — no matter how big or small — needs data quality. Every business process needs

data quality whether it is as simple as processing a new order, or as complicated as approving a loan

application. Every decision needs data quality whether it’s decided offline or in real time. Data quality

is vital for every aspect of business operation. However, Gartner reference survey data indicates that

managing data quality issues across the organizational landscape is increasingly cited as a top

challenge (by 60% of respondents) to data management practice (see “Survey Analysis: Data

Management Struggles to Balance Innovation and Control”).

Organizations with multiple business units operating in several geographic regions with many

customers, employees, suppliers and products will inevitably face more severe data quality issues.

Low levels of data literacy and silo-oriented attitudes, prevalent among senior business leaders, often

result in a lack of investment in systemic and sustainable data quality improvement. Consequently,

key business goals, such as financial performance and customer experience, are adversely impacted.

Gartner’s Magic Quadrant customer reference survey shows that organizations estimate the average

cost of poor data quality at $12.9 million every year. This number is likely to rise as business

environments become increasingly digitalized and complex. As data quality is seen as a mandatory

aspect of every business, data quality solutions are in greater demand, and are often embedded into

critical business applications such as CRM and ERP.

Use this Magic Quadrant to help you find the right vendor and product for your organization’s needs.

Gartner strongly advises against selecting a vendor simply because it is in the Leaders quadrant. A

Challenger, Niche Player or Visionary could be the best match for your requirements. Use this Magic

Quadrant in combination with the companion “Critical Capabilities for Data Quality Solutions” and

“Toolkit: RFP Template for Data Quality Tools,” as well as Gartner’s client inquiry service.

Given the current economic and market conditions caused by the COVID-19 pandemic, it is also

important to analyze cost-saving opportunities by looking at the nontechnological characteristics of

vendors, such as acquisitions processes, pricing models, speed of deployment, total cost of

ownership, availability of skills, and support and service capabilities.

javascript:void(0);
javascript:void(0);
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In addition, application leaders should take the following actions to improve data quality best

practices and optimize the use of modern data quality solutions:

Market Overview
Trusted, high-quality data is a vital component for the success of digital initiatives. Organizations are

accelerating the speed of their digital transformations by introducing digital products, adopting cloud

computing, modernizing their business processes and embracing distributed infrastructure to leave

the data at edges. At the same time, they are facing greater challenges in data quality from a mix of

diversified and distributed datasets. In addition, growing regulatory requirements from governments

and industries, such as GDPR and CCPA, put more pressure on organizations to manage personal

data properly. One of the most important tasks of any data quality initiative is how to incorporate

regulatory requirements into the architecture of products and services.

Data and analytics leaders need to understand the importance of empowering nontechnical business

users as the primary audience for data quality solutions, and adopting more flexible, trust-based data

governance models. They are applying these tools to a growing array of use cases, including

enterprise operations, data integration, data migration, MDM and — in two of the hottest trends —

data and analytics governance, and AI development.

During the COVID-19 pandemic, we have also seen public health agencies and healthcare

organizations heavily using data quality solutions to prepare data from a wide range of sources for

virus detection and outbreak prediction.

Data quality vendors are competing to address these requirements by introducing an array of

innovations and technologies. These include machine learning, active metadata repositories, and

knowledge graphs for impact analysis, all of which they are embedding in data quality solutions.

Consequently, the data quality solutions market has changed dramatically over the past few years. It

Embrace adaptive data and analytics governance by certifying the trust levels of data sources and

data itself, and identifying the data quality requirement for each level, because it may not be

practical or possible to achieve 100% perfect data. This will enable a more focused approach to

prioritizing data quality improvement efforts, and create agility and flexibility for collaboration

among stakeholders.

■

Gauge the level of technical innovation exhibited by data quality vendors by evaluating their data

quality intelligence capabilities, such as machine learning, predictive analtyics and knowledge

bases, to meet the challenges posed by data of increasing diversity.

■

Train nontechnical business users to become more data literate so that they can meaningfully use

the new automation capabilities offered to them. Ensure that they can properly interpret, and

manage data given business context, and decide proper use of the data while adhering to data

governance and data security requirements.

■
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has evolved from providing simple applications used mainly by IT for a single purpose (such as data

cleansing), to complete solutions for addressing a range of data quality problems, with built-in

workflows, knowledge bases, collaboration, and automation.

Gartner is seeing the following shifts in the focus of the data quality solutions market:

The data quality solutions market has continued to grow strongly, reaching $1.77 billion in 2019, an

increase of 6.2% over 2018 (see “Market Share: Data Quality Tools, Worldwide, 2019”). Gartner’s

interactions with clients on data quality topics have also shown high demand, increasing 45%

between 2018 and 2019.

In 2019, approximately 50% of the market was represented by four vendors: SAP, Informatica,

Precisely and Experian. The remaining half was divided between a large number of providers,

including some megavendors (such as IBM, Oracle and SAS) and smaller players (such as Ataccama,

Talend and Information Builder).

As the data quality solutions market matures, and data quality solutions are increasingly viewed as

must-have applications, choosing a vendor based on product capabilities alone will become

increasingly difficult. For example, many core data quality features (such as profiling, matching,

linking and cleansing), are very similar among every mainstream data quality vendor.

As data management vendors across all markets use AI to simplify and accelerate the productivity of

their data management activities, the data quality market is pursuing the same trend. Vendors are

heavily investing in emerging technologies like augmented data quality to differentiate themselves,

as seen in “Hype Cycle for Data Management, 2020.”

Newer technologies typically offer more out-of-the-box functionality and proven methodologies.

Consequently, the market’s smaller vendors are increasingly challenged to maintain high levels of

investment and are often forced to become, or stay as, Niche vendors.

Automation: Embedded AI is being used to reduce manual tasks and drive better automation,

especially in areas that traditionally require intensive manual tasks.

■

Integration: Integration with metadata management, data integration, data preparation and data

governance solutions, as end-to-end data management solutions.

■

Extensibility: Extended data quality functions across heterogenous data sources and landscapes

from a single data quality platform.

■

Scalability: Scaled over a wide range of data sources, data volumes, use cases and latencies.■

Simplicity: Persona-based UIs and workflows, design centrally and deploy anywhere

methodologies, and simplified licensing models.

■
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At the same time, however, customer dissatisfaction (with the high prices typically charged by larger

vendors, their relatively inflexible pricing models, less-attentive customer support and service, and

lengthy deployment times) creates opportunities for innovative, smaller vendors and startups. The

larger vendors recognize this threat and are responding, albeit slowly, by offering additional

implementation resources and alternative pricing options.

Considering the impact of the COVID-19 pandemic, enterprise is looking for competitive pricing

models to reduce costs. This is another important factor for all vendors striving for competitive

advantage.

Evidence
The analysis in this document is based on information from a number of sources, including:

Evaluation Criteria Definitions

Ability to Execute

Product/Service: Core goods and services offered by the vendor for the defined market. This

includes current product/service capabilities, quality, feature sets, skills and so on, whether offered

An RFI process that engaged vendors in this market. It elicited extensive data on functional

capabilities, customer base demographics, financial status, pricing and other quantitative

attributes.

■

Interactive briefings in which each vendor provided Gartner with updates on its strategy, market

positioning, recent key developments and product roadmap.

■

A web-based survey of reference customers identified by each vendor. This captured data on

usage patterns, levels of satisfaction with major product functionality categories, various non-

technology-related vendor attributes (such as pricing, product support and overall service delivery),

and more. In total, 154 organizations associated with 16 vendors across all major regions provided

input on their experiences with vendors and their solutions.

■

Feedback about solutions and vendors captured during conversations with users of Gartner’s

client inquiry service.

■

Market share and revenue growth estimates developed by Gartner’s technology and service

provider research unit.

■

Peer feedback from Gartner Peer Insights, which is a peer-driven ratings and reviews platform for

enterprise IT solutions and services covering more than 300 technology markets and 3,000

vendors.

■
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natively or through OEM agreements/partnerships as defined in the market definition and detailed in

the subcriteria.

Overall Viability: Viability includes an assessment of the overall organization's financial health, the

financial and practical success of the business unit, and the likelihood that the individual business

unit will continue investing in the product, will continue offering the product and will advance the

state of the art within the organization's portfolio of products.

Sales Execution/Pricing: The vendor's capabilities in all presales activities and the structure that

supports them. This includes deal management, pricing and negotiation, presales support, and the

overall effectiveness of the sales channel.

Market Responsiveness/Record: Ability to respond, change direction, be flexible and achieve

competitive success as opportunities develop, competitors act, customer needs evolve and market

dynamics change. This criterion also considers the vendor's history of responsiveness.

Marketing Execution: The clarity, quality, creativity and efficacy of programs designed to deliver the

organization's message to influence the market, promote the brand and business, increase

awareness of the products, and establish a positive identification with the product/brand and

organization in the minds of buyers. This "mind share" can be driven by a combination of publicity,

promotional initiatives, thought leadership, word of mouth and sales activities.

Customer Experience: Relationships, products and services/programs that enable clients to be

successful with the products evaluated. Specifically, this includes the ways customers receive

technical support or account support. This can also include ancillary tools, customer support

programs (and the quality thereof), availability of user groups, service-level agreements and so on.

Operations: The ability of the organization to meet its goals and commitments. Factors include the

quality of the organizational structure, including skills, experiences, programs, systems and other

vehicles that enable the organization to operate effectively and efficiently on an ongoing basis.

Completeness of Vision

Market Understanding: Ability of the vendor to understand buyers' wants and needs and to translate

those into products and services. Vendors that show the highest degree of vision listen to and

understand buyers' wants and needs, and can shape or enhance those with their added vision.

Marketing Strategy: A clear, differentiated set of messages consistently communicated throughout

the organization and externalized through the website, advertising, customer programs and

positioning statements.

Sales Strategy: The strategy for selling products that uses the appropriate network of direct and

indirect sales, marketing, service, and communication affiliates that extend the scope and depth of

market reach, skills, expertise, technologies, services and the customer base.
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Offering (Product) Strategy: The vendor's approach to product development and delivery that

emphasizes differentiation, functionality, methodology and feature sets as they map to current and

future requirements.

Business Model: The soundness and logic of the vendor's underlying business proposition.

Vertical/Industry Strategy: The vendor's strategy to direct resources, skills and offerings to meet the

specific needs of individual market segments, including vertical markets.

Innovation: Direct, related, complementary and synergistic layouts of resources, expertise or capital

for investment, consolidation, defensive or pre-emptive purposes.

Geographic Strategy: The vendor's strategy to direct resources, skills and offerings to meet the

specific needs of geographies outside the "home" or native geography, either directly or through

partners, channels and subsidiaries as appropriate for that geography and market.
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