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Company Overview

3



About

4

Leader of Taiwan’s enterprise cloud service

Certification

Profile

Staff

Product Range

From 2013 From 2007 From 2021

• Founded in 1987
• Stock code: 6752 (TWSE), Market valuation: US$40M
• Office Locations: Taipei, Kaohsiung, Shanghai

• The R&D team (over 500 staff) is ISO 27001-certified.

• The SaaS team is ISO/IEC 27018-certified.

• 39 staff members are certified for ISO/IEC 27001:2013
Auditor & Lead Auditor 

• Enterprise Could Service (SaaS)
• Enterprise On-Premises Software Service 
• Information Security Software Service



Market Coverage

Taiwan

China

Thailand

Japan

Vietnam Chinese Petroleum Corporation 5



GSS Vital Family Cloud Compound Growth Rate Exceeds 40% YOY
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Retail
23%

E-commerce
20%

Brand Product 
17%

Manufactory
16%

Professional 
Service 

9%

Education
8%

NPO
7%

Sectors for Vital CRM Customers

40,000+
Account users

1,800+ Paid 

Enterprises
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Value Proposition of Vital Family

The best SaaS provider in Asia/Pacific, focused on provisioning cost-effective 
software solutions to facilitate customers’ business growth. 

Cost-Effectiveness

Solutions 
Integration

Vital Family

Customer Relationship
Management

Knowledge
Management

Vital Family

Form & Workflow
Management

Loyalty
Management

Solutions 
Integration

SSO

Single
Organization
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Customer’s Pain Points & 

Our Solution and Benefits
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Pain Points & Solutions

Low brand loyalty and poor 
retention rate

Poor customer satisfaction due to 
varied communications channels

High expense and long duration to 
integrate with Martech

Employ loyalty points, raffle, thru 
QR code to increase customer 

retention rate

Aggregate varied communications 
channels to boost customer 

satisfaction

Integrate best third-party Martech
solutions to build up customer 

ecosystem efficiently
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Vital CRM Benefits

■ Better alignment of sales and marketing goals,

■ Enhanced marketing efficiency,

■ Superior ability to generate more and better-qualified leads,

■ Higher customer retention rate, 

■ Retain loyalty customer with ease. 
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Capabilities
• Product Structure 

• Key features  
Customer information System, Note System, Task 
System, Script (Services &  Marketing), Tag System, 
Search Function, Mobile APP, EDM

• Key Selling Point 
ECA, Pipeline Management, Loyalty Management, 
Insight analytics, Social Media integration
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Vital CRM Product Structure 

Customer / Company

Foundation of CRM

Calendar (Task / Meeting)Tagging Contact CollectorCustomer Notes

coming soon

Web UI App UI APIs

GSSCLOUD Infrastructure Integration:
SSO account center, Purchase/provision 
integration

External System Integration: 
E-commerce, Point-of-Sales,
ERP, Order System, etc.

Marketing

•Marketing Edm

•Marketing Script

•Line@ Integration

Sales

•Leads Mgnt

•Contact History

•Order Mgnt

•Task / Meeting

Services

•Service Notes

•Service Script

•Follow Up Tasks

•Service Reminder

Analytics

•RFM Analysis

•CLV Prediction

•Rule/ML based

•EDM Analysis

•Sales Analysis

•etc
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Event to Pipeline Management Workflow

Create Lead Opportunity Order

Legend: Function

Database

Activity

• Social Media
• Workshops
• Landing Page
• Videos
• Online Ads
• Partners
• Demos
• Automation
• Webinar 
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Insight Data Analytics

• Sales activities
• Sales cycle length
• Estimated value of sales pipeline
• Average order value

• Product performance
• Lead/Opportunity Conversion ratio
• etc.

Contacts / 

Account

Tasks

Meetings

Emails

Notes
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Feature: Customer 360 Information in One Page

Tags

Activity, Order, Edm History

Customer 
Information 
+Network 

Task
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Feature: Categorize Customer with Tags

Classifying customers with visualized labels allows for quick access to specific customer groups, helping 
engage with your target audience easily.

⚫ Customer attributes and preferences

⚫ Clear grouping

⚫ Market segmentation
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Feature: Powerful Search to Find Your Customers and 
Communicate with Customized Messages

Search by Category

Retain Customer

Search by additional fields

Search Prospects
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Feature: Improve Customer Satisfaction with Service Scripts

• Continuous customer engagement,
• Not just about buying products,
• Establishing friendship,
• Delivering pleasant shopping experience 

for customers

The 3rd day: After 
Surgery Tips

The 3rd week: Reminder of 
review appointment

The 3rd month: Caring 
for Recovery

The 330th day: free experience of 
new treatment

The 3rd year: 20% discount for loyal 
customers

18



Feature: Powerful Search to Manage Sales Pipeline Effectively

Focus on potential 
opportunities

Explore new 
opportunities with tags
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Feature: ECA (No Code, Low Code Setup)

Create automation scripts and tags with ease and convert leads into orders

20



Feature: Mobile Apps to Access Vital Anywhere
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Customer Data Analytics
1. Vital Insight analytics

2. Over 22 Insight analyses

3. Customizable Insight analyses 
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Vital Insight Analytics

Customer

Channel

Email

SMS

Social Media

Direct Mail
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Intelligent Insight

Blending AI and 

Domain Expertise

Data

Demographic Data

Transaction Data

Engagement Data

Web/App Behavior
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Over 22 Insight Analysis Reports 

Var

Order Insight

Sales Target Insight Leads  Insight

Product InsightCustomer Insight
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Insight Analysis + RFM Model 

VIP Customer 

Potential 
Customer 

Stable 
Customer  

Features Customer  

New 
Custom
er  

Sleep 
Customer  

Passed By 
Customer

R
ec

en
cy

Frequency & Monetary
Index 

Average Spend 

Company Volume 

RFM Index

RFM Flow
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Customizable Insight Analyses

• Predicted CLV in 1 month: NT$9,698
• Predicted Churn Rate: 35%
• Gender: Male
• Age: 20-30 yrs
• City: Taipei
• Source: Paid Search
• RFM Group: Promising
• Usually make purchase on store B…...

Insight + GA (Google Analytics)

Customer  Segmentation Analysis

CLV (Customer Lifetime Value) 

Users can also select various filter criteria to narrow 
down analyses further.
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Social Media Integration
1. Social Media in Business 

2. CRM + LINE/Facebook Integration 
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Before and After Comparison

Message with no personalization

No guarantee of history message back 
up

Personalized messages

Keep all contact messages and integrate 
with CRM customer information

We have to change! More efficient 

Send 1 on 1 message only when 
customers send first

Send 1-on-1 message upon customers 
joining your Facebook fans/followers or 
Line@ group 
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Integrate with CRM Customer Information
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Send Personalized Facebook Messenger and LINE Messages

Send messages with 
stickers and photos

Personalized 
messages 

Set up time 
to send

Select 
customers
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1-on-1 Live Chat in Vital CRM

LINE@ contact 
lists

Dialogue box 

Reply messages with
stickers and photos
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Third Party Integration

女

女

Marketing Automation 
System

ERP

Easy online form

Cloud-based 
Communications System

AI Customer Service
LINE OA Integration

Facebook Messenger Integration

Questionnaire Service

E-commerce Platforms

Hotel PMSFintech Integration Service

Tailored solutions by sectors and 
applications
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Comparison Matrix

Vital CRM Salesforce Zoho CRM

Contact Management V V V

Opportunity Management V V V

Dashboard and Reports V V V

Loyalty Management V V V

Social Media Integration

(Messenger & LINE Chat)
V V Integrate with FB Leads Ads

Ease-of-use
Intuitive UI for user to pick up most 

quickly
Need time to get familiar with the system Easy to use, set up, and administer

Implementation Cost Cost-effective High Medium

Total Cost Cost-effective High Medium
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Success Stories
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30
• Social Media Marketing 
• Service Management 

On-Board  Current Paid Users Use Cases

90% 
Customer Satisfaction

(Line Survey)  

Customers Results
2019
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130
• Sales Management 
• Lead Management 
• Task Management 

On-Board  
2016

Current Paid Users Use Cases

+30% 
Service Renew Rate

140% 
Sales Growth 

Customers Results
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Vital CRM Pricing
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Pricing & Plan

38



Q&A
Thanks for your listening!

www.gss.com.tw

www.gsscloud.com

Ph: +886 (0) 2-2586-7890
39

http://www.gss.com.tw/
http://www.gsscloud.com/

