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CRM Cloud Service
Vital  CRM

Galaxy Software Service 

By: Flora Hu

Galaxy Software Services

Staff Number: more than 500

100% 
專業軟體公司

ISO 9001 ISO 27001 CNS 27001

Headquarters: Taipei
Offices: Kaohsiung, Shanghai

Customers:
Taiwan, Greater China, Japan,
South Africa, Australia

3rd Taiwan 
Mittelstand
AwardEstablished in 1987
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5 essential characteristics of Cloud Service 

• on- demand self-service,
• broad network access, 
• resource pooling, 
• rapid elasticity, 
• measured service. 

2015 is the tipping point for CRM 
When Spending on Cloud SaaS 
Will Exceed Spending on On-

Premises CRM for the First Time
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CRM Worldwide Software of Spending by Deployment Type

Acquisition

Activation

Retention

User Find you

Users’ First Experience
with you

Means and Ways User
Return to you

Revenue

Referral

User tell others 
about youBuy from you,

Be your user

AARRR 
Metrics
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The Most Common Goal for CRM
• Customer Satisfaction
• Customer Understanding
• Sales Person Productivity
• Cross-selling and upselling 
• Marketing effectiveness
• Customer Acquisition
• Cost to Serve

A Cloud Business Software 
• on- demand self-service,
• broad network access, 
• resource pooling, 
• rapid elasticity, 
• measured service.

Vital CRM

Vital CRM is re-branded from Videgree in 2016.
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O'Ringo林果良品-
回到鞋工藝的美好年代

Founder : Alu
- 2nd generation of a 

Shoe Company

http://www.oringoshoes.com

Using “Tag” for client classification
• Classifying customers with visualized tags allows for quick access to 

specific customer groups, helping to engage your target audience in 
an easy way.

Customer attributes and preferences

Easy and Clear for Customer Care and 
Mmarketing Segmentation

Analyzing consumer buying behavior
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Personalized e-mail and SMS Service
• Feel the hospitality with personalized information  
• Pre-defined Message Pattern such as Birthday Greeting makes 

customer engagement easier

Dear Customer Dear John

Scheduled SMS Dispatch
Automatically sending greetings on special occasions

Customer Care By 
Pre-defined Auto-Trigger Smart Message Agent

• Not just about buying shoes• Not just about buying shoes

• Delivering pleasant shopping 
experience for customers

• Delivering pleasant shopping 
experience for customers

• Establishing friendship• Establishing friendship

• Continuous customer engagement• Continuous customer engagement

The 3rd day: free exchange of shoes  

The 3rd week: one year warranty

The 3rd month: 
craftsmen’s stories

The 330th day: free heel tips replacement

The 3rd year: 20% discount for loyal customers
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http://www.gsscloud.com/
tw/user-story/180-oringo-
increase-their-sales-
near-70-with-videgree

台灣製造的床墊品牌，悅夢床墊
Joy Dream Mattress ",in Taiwan, manufactures comfortable 
mattress for beloved customers.

http://www.dreambed.tw/
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Client understanding from different dimension 

Attachable documents, contracts, event photos, and other files

Notes on clients’ interests, 
preferences, and others

By Tags

By  Notes 1. Using Tag to identified 
Customer Needs.
2. Send personalized email to 
remind client about how to 
maintain the mattress.

Client understanding from Purchasing history
& RFM Analysis

RFM Analysis
• Recency—How recently a 

customer has purchased?
• Frequency—How often they 

purchase?
• Monetary—How much the 

customer spends?
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Checklist and Reminder 
• Internally: Automatically reminding salespersons or customer service 

staff about planned actions (system/email/app)
• Externally: Automatically sending greetings or wishes to clients 

(SMS/email/telephone)

Integrated Scheduler and Calendar for Productivity
• The calendar displays client appointments and to-do list

Format: Calendar / Checklist

Category: Telephone / Email / Meeting

Responsible Person: Salesperson / Secretary 

Task Status:  Queued / Completed / Assigned

∗ Automatically synched with Google Calendar

*Displayed as calendar

*Displayed as list
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Task Management Client Visit MapClient Tracking

Mobility for Productivity

20
20

溝通與服務，一直是我們悅夢

堅持的品牌態度

Communicating and Service 

are both "Joy Dream 

Mattress" is attitude. Three 

important things are think 

more for your clients, do not 

persuade them, and have a 

great experience.

• 3 employees for for stores before 
using Vital CRM, total 7 employees 
for 7 stores now.

• 550% revenue growing in 5 years 

Source: http://www.gsscloud.com/tw/user‐story/565‐videgree‐5‐5‐5
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21

Affordable Price for SMB

Price in NTD$

7 Reasons Why You Must Adapt Cloud Services 
To Your Business

• Less Cost 
• 30 days Free trial
• Pay as you go
• Continuously improve and update new features
• Always latest new version
• Anytime, anywhere and any devices 
• Build up the best management practice for 
organization
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Please visit our Cloud Services portal: http://www.gsscloud.com/ 

Start and Enjoy your 30-day free trial now!

Thank you!

www.gss.com.tw www.gsscloud.com

Welcome to keep contact ! 
Flora Hu ,
886-919-386-916, 
flora_hu@gss.com.tw


