
Organization

 With 4,732 branch offices, 24,000 

employees, and more than 9 million 

customers, La Caixa is the largest 

savings bank in Spain.

The Challenge

Accelerate SMB market growth by 

enabling sales reps to develop highly 

targeted campaigns for financial 

products and services.

The Strategy

 Supply self-service BI and reporting 

technology to identify companies with 

the greatest likelihood of purchasing 

certain products.

The Results

 The BI environment provides a means to 

define new campaigns and launch them 

to the branch offices. This has allowed La 

Caixa to grow its SMB customer base by 

9 percent in just 10 months and increase 

profitability in this segment from 10 per-

cent to 16 percent..

Information Builders Solution

 WebFOCUS, FOCUS, and Information 

Builders’ Consulting.

Snapshot

Customer Profile

La Caixa Savings Bank

 Information Builders enables agile information 

solutions with business intelligence (BI) and 

integration technologies. WebFOCUS – the most 

widely utilized business intelligence platform – 

connects to any enterprise system or application 

and enables simple and intuitive interaction 

with information.

La Caixa Savings Bank

Boosts Profitability With Self-Service BI Environment

WebFOCUS Accelerates Growth in SMB Market Via Highly Targeted 

Marketing Campaigns

Today’s financial services companies achieve a competitive edge by maintaining 

a close handle on the profitability associated with each aspect of their business. 

Just ask La Caixa Bank, where business intelligence (BI) technology is driving record 

profitability in one of its key growth markets. The Barcelona-based company uses 

BI software from Information Builders and other software companies to retain and 

expand its client base, improve cross-selling opportunities, and increase customer 

profitability through a better understanding of customer behavior

 “One of the basic objectives in our company’s strategic plan is to significantly increase 

our total number of business customers,” says Xavier Gonzalez, an IT manager . at 

La Caixa, who is focused on the commercial segment. “Instead of building a new 

channel, we are enabling our well-established network of almost 5,000 branch offices 

to address this market. We’ve seen a 9 percent increase in small business customers in 

less than one year thanks to our targeted marketing campaigns.”



 According to Gonzalez, BI technology provides sales executives at each branch with the 

information they need to identify likely prospects and close new deals. “It streamlines the entire 

business development process, from initiating new marketing campaigns to obtaining solid leads 

to winning new customers,” he adds. “Our BI tools empower sales people to do their jobs better.”

 BI Insight Propels Custom Marketing Campaigns

 La Caixa has become the largest savings bank in Spain through its focus on retail banking. To 

build on this solid foundation, the bank has spent the last three years defining a new portfolio 

of financial services for the small and medium-sized business (SMB) market. Business intelligence 

technology is helping to align these strategic growth objectives with tactical marketing initiatives..

 According to Gonzalez, the real impact of BI comes from wielding customer knowledge to skillfully 

execute the bank’s marketing campaigns. A new self-service reporting environment, created with 

Information Builders’ WebFOCUS technology, simplifies the process of gathering information by 

placing responsibility for reporting in  the hands of end users at the branch offices. “BI facilitates 

commercial activity within our offices and financial consultancies, enabling us to concentrate on a 

number of pertinent factors as we launch new products,” Gonzalez says.

 La Caixa uses data-mining techniques to analyze more than 1,000 variables for each customer. This 

helps them identify companies with the greatest likelihood of purchasing certain products. “Each 

commercial campaign includes financial indicators that rate the buying potential of prospective 

customers,” says Gonzalez. “We can preselect a target group of prospects that are best suited 

to each product offering, then assign those prospects to the correct sales representatives. The 

self-service BI environment allows sales executives to categorize potential customers according to 

more than 20 different criteria.”

 Some campaigns are designed to attract new customers. Other campaigns target existing 

customers with cross-selling initiatives. La Caixa assigns leads to particular offices based on whom 

they deem best equipped to deal with each type of prospect. 

 “We grant a high level of decision-making authority to each office, so they can exclude companies 

they do not wish to contact – or even reassign them to other offices,” Gonzalez explains. “We use 

WebFOCUS to specify the primary events and alerts that have been detected for each company.”.

 Self-Service Portal Simplifies Learning

To simplify access to its self-service reporting environment, La Caixa created a BI portal that is 

highly intuitive. No training is required to acquaint business users with the basic capabilities. “The 

portal is easy to use and the reports are easy to understand,” Gonzalez explains. “Users can sort 

data to meet their specific criteria. For example, they can select a particular campaign and target 

audience, then drill down by branch, customer type, and so forth to obtain the information

they need.”

 “The portal is easy to use 

and the reports are easy to 

understand. Users can sort 

data to meet their specific 

criteria. For example, they 

can select a particular 

campaign and target 

audience, then drill down 

by branch, customer type, 

and so forth to obtain the 

information they need.”



 By filtering customer information according to user-specified variables, sales managers can 

define target groups that they believe will respond favorably to certain offers – such as a new 

bankcard for business customers, or a new assurance for agricultural customers. “The system 

initially presents summary data,” continues Gonzalez. “By drilling down, it is possible to obtain 

very detailed information, in addition to numerous links to related reports that contain specialized 

information about the business.”

 Other management tools monitor commercial credit lines and generate business development 

reports for clients and potential clients. By default, all reports are displayed in an HTML page on 

the corporate intranet. Users can export results to Microsoft Excel for further manipulation or 

download hardcopy reports in PDF format.

 Building and Maintaining the System

According to Gonzalez, WebFOCUS has the flexibility and versatility they need to support diverse 

marketing initiatives in the field. They particularly like its Web-based user interface and thin-client 

deployment model. “Also, the software is very well priced – with no charge for self-service users – 

which makes it affordable to roll out to the field,” he says.

 Information Builders’ Consulting supplied the necessary services to build and deploy the first 

phase of the BI environment in just four months. The consultants continue to assist with the 

bank’s BI initiatives. The production-reporting environment consists of a dual-processor IBM server 

running AIX 5.2, Oracle 9.2.0.6, WebSphere 5.1, and WebFOCUS 5.3.3.

 Data primarily originates from legacy systems on an IBM mainframe computer, as well as from 

third-party list brokers. Developers have created more than 70 interfaces to the bank’s main-frame 

information systems to access customer information such as address, assets, number of products, 

risk profile, and profit potential. La Caixa uses the data to create Oracle-based data marts for each 

marketing campaign.

 Cashing In on the Benefits of BI

Astute use of technology will continue to define La Caixa as a market leader, even as its low 

operating margins ensure profitability. Within the SMB sector, the bank has increased its customer 

base by 9 percent in the last 10 months and has dramatically increased profitability in this seg-

ment from 10 percent to 16 percent – largely as a result of its BI initia-tives. “Workers in our 

branches have been able to follow the CEO’s directive for sustained profitable growth,” concludes 

Gonzalez. “Each successful campaign uncovers opportunities to drive greater benefit from our 

BI investments.”

 “The software is very well 

priced – with no charge for 

self-service users – which 

makes it affordable to roll 

out to the field.”

Find Out More

 To find out how our solutions 

can help your company 

succeed, talk to an Information 

Builders representative today. 

Contact your local Information 

Builders office, visit us at 

informationbuilders.com, 

or in the U.S. and Canada, 

call (800) 969-4636.
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 North America

 United States
  ■ Atlanta,*  GA  (770) 395-9913

  ■ Baltimore,  MD  Professional Services:  

 (703) 247-5565

Boston,* ■   MA  (781) 224-7660

Channels, ■   (800) 969-4636

Charlotte, ■   NC  Professional Services:  

 (704) 494-2680

Chicago,* ■   IL  (630) 971-6700

Cincinnati,* ■   OH  (513) 891-2338

Dallas,* ■   TX  (972) 490-1300

Denver,* ■   CO  (303) 770-4440

Detroit,* ■   MI  (248) 641-8820

Federal Systems,* ■   DC  (703) 276-9006

Hartford, ■   CT  (860) 249-7229

Houston,* ■   TX  (713) 952-4800

Los Angeles,* ■   CA  (310) 615-0735

Minneapolis,* ■   MN  (651) 602-9100

New Jersey* ■   Sales:  (973) 593-0022

New York,* ■   NY Sales:  (212) 736-7928

 Professional Services:  (212) 736-4433, ext. 4443

Orlando,* ■   FL  (407) 804-8000

Philadelphia,* ■   PA Sales:  (610) 940-0790

Phoenix, ■   AZ  (480) 346-1095

Pittsburgh, ■   PA Sales:  (412) 494-9699

St. Louis,* ■   MO  (636) 519-1411

San Jose,* ■   CA  (408) 453-7600

Seattle, ■   WA  (206) 624-9055

Washington,* ■   DC  Sales:  (703) 276-9006

 Professional Services:  (703) 247-5565

 Canada

Information Builders (Canada) Inc.
Ottawa ■   (613) 233-0865

Montreal* ■   (514) 421-1555

Toronto* ■   (416) 364-2760

Vancouver ■   (604) 688-2499

Mexico

Information Builders Mexico
Mexico City ■   52-55-5062-0660

Australia
 Information Builders Pty. Ltd.

Melbourne* ■   61-3-9631-7900

Sydney* ■   61-2-8223-0600

 Europe
Belgium* ■   Information Builders Belgium

 Brussels  32-2-7430240

France* ■   Information Builders France S.A.

 Paris  33-14-507-6600

Germany ■   Information Builders (Deutschland)

 Eschborn*  49-6196-77576-0

Netherlands* ■   Information Builders 

(Netherlands) B.V.

 Amsterdam  31-20-4563333

Portugal ■   Information Builders Portugal

 Lisbon  351-217-217-400

Spain ■   Information Builders Iberica S.A.

 Barcelona  34-93-344-32-70

 Bilbao  34-94-452-50-15

 Madrid*  34-91-710-22-75

Switzerland ■   Information Builders Switzerland AG

 Dietlikon  41-44-839-49-49

United Kingdom* ■   Information Builders (UK) Ltd.

 London  44-845-658-8484

 Representatives
Austria ■   Raiffeisen Informatik Consulting GmbH

 Vienna  43-12-1136-3870

Brazil ■   InfoBuild Brazil Ltda.

 São Paulo  55-11-3285-1050

China ■   

 InfoBuild China, Inc.

 Shanghai  86-21-5080-5432

 Rongji Software Technology Co., Ltd.

 Beijing  86-10-5873-2031

Denmark ■   InfoBuild AB

 Kista, SE  46-735-23-34-97

Egypt ■   Al-Hisn Al-Waqi (AHAW)

 Riyadh, SA  996-1-4412664

Ethiopia ■   MKTY IT Services Plc

 Addis Ababa  251-11-5501933

Finland ■   InfoBuild Oy

 Vantaa  358-207-580-840

Greece ■   Applied Science

 Athens  30-210-699-8225

Guatemala ■   IDS de Centroamerica

 Guatemala City  502-2412-4212

Gulf States ■   Al-Hisn Al-Waqi (AHAW)
■ Bahrain   ■ Kuwait   ■ Oman   ■ Qatar  
■ United Arab Emirates   ■ Yemen

 Riyadh, SA  996-1-4412664

India* ■   InfoBuild India

 Chennai  91-44-42177082

Israel ■   SRL Group Ltd.

 Tel Aviv  972-3-7662030

Italy ■   NessPRO Italy S.p.A.

 Genoa  39-010-64201-224

 Milan  39-02-2515181

 Turin  39-011-5513-211

Japan ■   K.K. Ashisuto

 Osaka  81-6-6373-7113

 Tokyo  81-3-5276-5863

Jordan ■   Al-Hisn Al-Waqi (AHAW)

 Riyadh, SA  996-1-4412664

Malaysia ■   Elite Software Technology Sdn Bhd

 Kuala Lumpur  60-3-21165682

Norway ■   InfoBuild Norway

 Oslo  47-23-10-02-80

Philippines ■   Beacon Frontline Solutions, Inc.

 Makati City  63-2-750-1972

Poland/Central and Eastern Europe ■   InfoBuild SP.J.

 Warsaw  48-22-657-00-14

Russian Federation ■   FOBOS Plus Co., Ltd.

 Moscow  7-495-124-0810

Saudi Arabia ■   Al-Hisn Al-Waqi (AHAW)

 Riyadh  996-1-4412664

Singapore ■   

 Automatic Identification Technology Ltd.

 Singapore  65-6286-2922

South Africa ■   

 InfoBuild South Africa (Pty.) Ltd.

 Gauteng  27-83-4600800

 Fujitsu Services (Pty.) Ltd.

 Johannesburg  27-11-2335911

South Korea ■   

 Unitech Infocom Co. Ltd.

 Seoul  82-2-2026-3100

 UVANSYS

 Seoul  82-2-832-0705

Sweden ■   InfoBuild AB

 Kista  46-735-23-34-97

Taiwan ■   Galaxy Software Services

 Taipei  886-2-2586-7890

Thailand ■   Datapro Computer Systems Co. Ltd.

 Bangkok  662-679-1927, ext. 200

Venezuela ■   InfoServices Consulting

 Caracas  58-212-763-1653

Toll-Free Number
Sales, ISV, VAR, and SI Partner Information ■   

 (800) 969-4636

* Training facilities are located at these branches.


