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Problems

Cost of acquiring NEW 
CUSTOMERS and Ads is getting 

higher.

O2O CUSTOMER BEHAVIOR are 
hard to fulfill and satisfy.

Building up CRM for SMEs costs 
high and time-consumed.
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Solutions

A Cost-Effective CRM SaaS Integrating customer 
data from  Omni-channel

Omni-channel customer data 
integration.

AI assistant Making Money. Fast implementing Saving Money.

Cloud Services



Customer / Company

Foundation of CRM

Calendar (Task / Meeting)Tagging Contact CollectorCustomer Notes

coming soon

Web UI App UI
APIs

GSSCLOUD

Infra. Integration

Account Center -SSO

Purchase / Provision Integration

External System Integration

E-commerce

ERP / Order System

Point-of-Sales

Analytics

•RFM Analysis

•CLV Prediction

•Rule/ML based

•EDM Analysis

•Sales Analysis

Services

•Service Notes

•Service Script

•Follow Up Task

•Service Reminder

Sales

•Opportunity Mgnt

•Contact History

•Order Mgnt

•Task / Meeting

Marketing

•Marketing Edm

•Marketing Script

•Line@ Integration
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Vital CRM Features Building Blocks
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Build up 360∘ View of Customers

360∘Customer  View

Preference

New Engagement

Networking

Order History

eDM

SMS

Important Date

Marketing Script

Events

Opportunities

Calendar

Notes

Social Messages



• Hard to encourage male customer to repurchase

• Remain the balance between providing both professional and 

personalized service as they grow.

One-time buyer 
Problem

Hard to encourage 
customer to 
repurchase

Increasing
Marketing &
Service cost 

Men Shoes & Accessories 

Challenges
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Insight to Action

• RFM
• Web page
• Email marketing

• Buying Cycle
• Online Behavior

• Lifetime Value
• Repurchase

Prediction Analytics Tagging by

Target Customers
Behavior Data Feedback
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Data

Demographic 
Data

Web/App 
Behavior

Transaction 
Data

Engagement 
Data

Channel

Email

SMS

Social

Direct Mail



DEMO

1. Personalized Customer Care for

New Customers

2. Target only Swing Customers to

Repurchase
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Personalized Customer Care for New Customers
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Target only Swing Customers to Repurchase



Cost of implement

High Affordable

Hard

Competitors Analytics

Time to implement

Easy
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Benchmarks

Vital CRM SAP Salesforce

Insight to Action Win weak fair

Tagging for 

Customer
Win weak weak

Task 

Management
Win fair weak
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Gartner CRM Vendor Guide 
Listed in 2017, 2018

Taiwan Excellence Awarded

We've Awarded by



2017 v.s. 2018

40.70% 

2018 v.s. 2019

82.33% 
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The Percentage Growth Rate of Total Revenue
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2018 CRM Market Size (Worldwide)
Total Available Market 

$48,230M

2018 CRM Market Size (Asia Pacific) 
Serviceable Available Market

$6,215M

2018 Target Market Size
Serviceable and obtainable market

$882M

Market Size (US$)

Target Market： emerging Asia Pacific countries
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(Gartner 2018)

1,000+ 

Customers

20+ 

Customers

5+ 

Customers
5+ 

Customers

Taiwan Thailand Malaysia Singapore IndonesiaVietnam
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Business Model (US$)

$882M $42M10K

We take $12K for annual subscription fee at

customer acquisition cost $1.5K

churn rate 20%

Target Market Size
Serviceable market

Number of Customer

500% growth

Projected Revenue

5% of serviceable market



ISO 27001 Certified Web Vulnerability 
Scanned
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High Availability : 99.95%

Quality & value, we're committed



Website : www.gsscloud.com/en

Contact : Joseph Lai

Email : joseph_lai@gss.com.tw

Q&A

mailto:joseph_lai@gss.com.tw


ISO 9001 ISO 27001 CNS 27001

Professional Software Products 
and Services

500 Employees

Founded in 1987
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Company Profile

Customers 
by regions

Taiwan

China

Japan

Thailand

Malaysia

Laos

Australia

South Africa



Brief History
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1,000+

40,000+
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Manufacturing Retail Healthcare Professional 
Service

Paid Customers

User Accounts



Top Five

Priority Solutions

CRM 76 %

E-commerce 69 %

Personalization 49 %

Point-of-sales 39 %

Mobile Payment 38 %

Source: Gartner (2017)
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Top Five Industry-specific Solution Priorities of 

Retail CIOs across 98 Countries



ERP

LINE official Account

Facebook  Messenger
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Vital CRM as The Center of Cyber-physical 
Integration Hub



Data on Facebook, LINE, Website, 
paper document, etc.

Unmanaged customer data

Too much effort & time-consuming.

Making after surgery caring &
review appointment

Lack of new and return customer

Hard to recommend latest treatment

Sweet Space Dental Clinic
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New Customer

Customer Satisfaction 

Employee Turnover Rate 

Problems
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New Customer

Customer Satisfaction 

Employee Turnover Rate 

40%

30%

80%

Benefit



Ref. http://www.nist.gov/customcf/get_pdf.cfm?pub_id=909505
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Vital CRM Follow Standard Cloud Service Structure
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Intelligent Properties

IP Number IP Name

I471734 CLOUD SERVICE SYSTEMS AND CLOUD METHODS

I349236 MONITORING SYSTEM FOR DYNAMIC TREATMENT 

FLOW

567429 ROLE BASE ACCESS CONTROL METHOD IN 

ORGANIZATION



CLV Prediction

Buying Cycle 

Prediction

RF-Pageview Analysis

RFM Analysis

Sales Analysis

Tasks Analysis

Email Analysis

Opportunity Analysis
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Creating Customer Insight Leads Better Actions
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Web/Mobile Interface Ready!
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Sales Management Comes The First Order of 

CRM Solutions Adoption

Source: Gartner (2019)
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Scrum – Agile Developing Framework

Vital CRM Has 119 Iteration Updated Since 2010

https://funevo.com/2015/06/27/scrum-ru-men-jie-shao-xin-shou-zhi-nan-introduce/



a

Customers 7*24 Service
SSO AC

Deploy Monitor

Service Payment

Paypal、Credit Card

Channel

Channel Mgnt.

Affiliate Co-Mkt

Consulting 1 Line Srvc

Client

1. Subscribed all services from 
single provider

2. 30 days free trial to make sure 
the service is suitable

3. consulting service provided

Channel

1. An easy use channel communication 
portal 

2. Co-marketing, co-selling with Channel

3. Provide sales training and service 
people training
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Continuous Operation and Services Framework 



ERP

LINE official Account

Facebook  Messenger
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Vital CRM as The Center of Cyber-physical 
Integration Hub



Business Model Canvas - Vital CRM 

Key Partners

MS Azure, 
Amazon AWS, 
CDN, SMS 
provider, Name 
Card Reader

Key Activities

Agile Development
Version Upgrade
APIs Development 
Ecosystem 
Integration

Key Resources

Technical Team

Value 
Propositions

Cloud Services to 
empower
Enterprise 
management
and business by IT 
system

Customer     
Relationships

Customer 
Successful Team

Channels

Online Store,
Direct Sales Team, 
Marketing, 
Sales and Service 
Partners in Target 
Market

Customer 
Segments

Company 
Revenue under 
$100M

Employees under 
500

Cost Structure

Cloud Platform, System Developing, Marketing, 
Sales & Service Operation

Revenue Streams

New Subscription and Renew Subscription in 
Annual Basis

http://www.businessmodelgeneration.com
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On-Premises

Saas
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CRM Is Forecast To Grow at A 17% CAGR through 2022 in 
Asia/Pacific

CRM Cloud Spending Exceeds

Spending on On-Premises Worldwide


