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POCKET CARD: Doubling Revenue 
from Direct Mail Campaigns with 
SAP® InfiniteInsight® 
 

 

From credit cards to loans to insurance and more, over 5 million customers in Japan 
rely on financial services from POCKET CARD Co., Ltd. Founded in Minato-Ku, Tokyo, in 
1982, the company was looking to uncover hidden revenue potential across its existing 
customer base as well as to reactivate nonactive customers and identify new ones. 
 
With the SAP® InfiniteInsight® solution, POCKET CARD is taking advantage of the power 
of predictive analytics to better target customers for promotional campaigns. Analysts 
are able to build predictive models from millions of customer records and tens of 
millions of historical account transactions within a few hours. The result has been 
drastic increases in the success of telemarketing and direct mail campaigns, which 
means that more customers, new and old, are getting the financial services they need. 
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Executive overview  

Top objectives 
•  Increase revenue by promoting cash advance services and revolving credit 

and by streamlining marketing calls for affiliated insurance services 
•  Reactivate nonactive existing cardholders and find a new customer base 

suitable for specific services 
 
Resolution 
•  Adopted the SAP® InfiniteInsight® solution for predictive modeling and data 

analysis to gain customer insight 
•  Enabled data-driven customer segment targeting decisions for each 

campaign, rather than relying solely on marketer experience 
•  Enabled the analysis of enormous amounts of data such as monthly credit 

card statements, outstanding loans, and repayments 
 
Key benefits 
•  Allows analysts to simulate infinite scenarios and select the optimal 

models for their business needs 
•  Enables the building of predictive models from millions of customer 

records and tens of millions of historical account transactions within a few 
hours 

Company 
POCKET CARD Co., Ltd. 
 
Headquarters 
Tokyo, Japan 
 
Industry 
Banking 
 
Products and Services 
Financial services, including 
credit card, loan, and insurance 
agency services 
 
Employees 
350 
 
Revenue 
¥34,174 million 
(US$312.8 million) 
 
Web Site 
www.pocketcard.co.jp 
 

 
 
“The total turnover for targeted direct mail campaigns doubled, thanks 
to SAP InfiniteInsight.”  

 

Kuniharu Takenaka, Manager, Sales Planning, POCKET CARD Co., Ltd.  

 

BUSINESS TRANSFORMATION  TOP BENEFITS ACHIEVED  

 

180% 
Boost in the sales 
conversion rate of 
telemarketing calls for 
insurance services 
 

200% 
Increase in total revenue 
for targeted direct mail, 
compared with mailing 
to  lists of nonactive 
cardholders compiled 
without models 
 

400% 
Higher conversion for 
promotional campaigns 
for cash advance and 
revolving credit with 
preferential interest 
rates to new customers 
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© 2014 SAP SE or an SAP affiliate company. All rights reserved. 
 
No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission of SAP SE or 
an SAP affiliate company. 
 
SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered trademarks of 
SAP SE (or an SAP affiliate company) in Germany and other countries. Please see http://www.sap.com/corporate-
en/legal/copyright/index.epx#trademark for additional trademark information and notices. Some software products marketed by SAP 
SE and its distributors contain proprietary software components of other software vendors. 
 
National product specifications may vary. 
 
These materials are provided by SAP SE or an SAP affiliate company for informational purposes only, without representation or warranty 
of any kind, and SAP SE or its affiliated companies shall not be liable for errors or omissions with respect to the materials. The only 
warranties for SAP SE or SAP affiliate company products and services are those that are set forth in the express warranty statements 
accompanying such products and services, if any. Nothing herein should be construed as constituting an additional warranty. 
 
In particular, SAP SE or its affiliated companies have no obligation to pursue any course of business outlined in this document or any 
related presentation, or to develop or release any functionality mentioned therein. This document, or any related presentation, and SAP 
SE’s or its affiliated companies’ strategy and possible future developments, products, and/or platform directions and functionality are all 
subject to change and may be changed by SAP SE or its affiliated companies at any time for any reason without notice. The information in 
this document is not a commitment, promise, or legal obligation to deliver any material, code, or functionality. All forward-looking 
statements are subject to various risks and uncertainties that could cause actual results to differ materially from expectations. Readers 
are cautioned not to place undue reliance on these forward-looking statements, which speak only as of their dates, and they should not 
be relied upon in making purchasing decisions.  


