
CRM Training
December 10, 2024



Go-Live decison:

• Postponed to Wednesday, December 11

• Q&A Sessions might be postponed depending
on that decision

Ongoing activities:

• User training

• Final confirmation of data migration

• Re-testing of critical bug fixes

Project status and activities until go-live 



Training objectives

• Bring you up to spead on the new solution by focusing on the
changes compared to the current solution

• This is

• not a general CRM training

• not a MSD CRM training

Training material:

• Training is recorded and will be made available through Helpdocs
(see Windows Start-Button)

• Support:

1. Team

2. Power Users

3. IT-Support

4. Ambit

Training objectives



Training scope



CRM Basis
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• CRM with pure Client Fokus

• CRM is primarily for Sales and Marketing

• and for users with sales activities or sales support

• New Solution to come in 2025 für PMs

• PMs to continue using current application until then
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Scope of new CRM 



Start the CRM Select Application Select Account Screen
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How to start



• Teams define data access (accounts, contacts, …..)

• Bellevue UK

• Bellevue  (Rest:  CH, EU, Asia)

• User roles define functionality

• Sales Manager:  Sales team

• Marketing Manager:  Marketing team

• Team Member:  Rest of CRM users

• Power User: CWR, GWA, STI
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CRM Teams and Users

Power Users

• Maintenance of master data (Funds, Shareclass, Interests, 
Mailings, Employee profiles with Photos, etc.)

• Bulk upload

Team Member license

• Limited license;  can’t create new Accounts

• Cost 10% of a Sales Enterprise license



Accounts and Contacts
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Account:

• Account Status automatically derived based on open and closed 
Opportunities and Holdings

• BB Biotech Representative for more flexibility in mailings

• Region based on publicly available ZIP code information

Account relations:

• Competitors

• Recommendation List

• Account hierarchies and aggregation of opportunities 
and holdings

Other to point out:

• Search requires the use of wildcards «*»

• Migrated activities show the Created date, not modified

• https://postleitzahlenschweiz.ch/tabelle/
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Account Management

https://postleitzahlenschweiz.ch/tabelle/


- New:  Relationship Manager for Mailings

- Users and their Territory

- Contact Manager vs. Deputy vs. Relationship Manager
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Contact Management



Opportunities & Holdings
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• Enter volume or quantity 
 Calculation of the other based on current NAV

• Probabilities:  25%, 50%, 75%

• Won converts Opportunity to Holding

• Rationale for lost opportunities
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Opportunity Management



Client Interests & 
Preference Center
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• Campaigns and Mailings are based on Interests

• Marketing List are discontinued

• Interests:

• Mailings

• Topics

• Products / Shareclasses

• Soft Topics (Legacy from migration)

• KEEP INTERESTS UPTODATE !

• DO NOT ASSIGN SOFT TOPICS !  
Rather eliminate them.
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Interest catalog

Mailings:
• Bellevue Product Update Retail
• Bellevue Product Update 

Professional
• Bellevue Product Update 

Individual
• BB Biotech Factsheet
• Bellevue HC Trust Update
• BB Biotech NAV Daily
• BB Biotech NAV Weekly
• Bellevue Corporate News
• BB Biotech Corporate News
• Events
• Social Events
• Newsflows
• Webinar
• Healthcare in  a nutshell

Topics and Soft Interests
• Biotech
• Medtech
• Digital Health
• AI Health
• Obesity
• Healthcare Diversified
• Healthcare Strategy
• Healthcare Sustainable
• Healthcare Asia Pacific
• Healthcare Emerging Markets
• BB Biotech
• Healthcare Trust
• Small Cap Schweiz
• Small Cap Europe
• Private Market
• Alternatives
• Bonds
• Multi Asset
• Fasnacht
• Golf
• ZFF
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Migration to Interests

Events

Blau:  Migration 
Go-Live

Orange:  Migration 
nach Go-Live

X
X

Topics2Topics.CSV MarketingLists2Mailings.CSV

MarketingLists2Topics.CSV 
(inkl. Soft Interests)
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Mapping Sample – Marketing List



• Same mechanism as Interests, but «negative»

• Mailings and Topics can only be added to either 
Interests OR Blacklist

• You must first explicitly remove the item from one list before 
adding it to the other

• No validation when time of sending

• Mails are sent based on Interest catalog 
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Blacklist



• Shareclass country registrations are validated at assignment

• Warnings can be over-ruled

• Over-ruling is logged

• Overview of over-ruled assignments to facilitate regular review

• NO CHECK / REMOVAL OF CONTACTS AT TIME OF SENDING 
OUT PRODUCT UPDATE EMAILS
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Shareclass validation against registrations



• Stand alone preference center for customer self service 

• Mailings are grouped in the Preference Center to not 
overload client
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Preference Center



• Consent 
• Compliance profiles (separate customer consent for Bellevue Asset Management and BB Biotech commercial communication)

• opt-in/opt-out for commercial communication and for marketing topics subscription
• Sales driven subscription Management via interests catalog

Ectl. Nach interests catalog und nach preference center zeigen.
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Consent und Subscription Management

Sales driven

Customer driven (Preference center)



Campaigns and Mailings
Journey, Events, Mailings
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• Campaigns = Journeys = fully-automated workflows end2end

• Segments = Filter based on  (= dynamic Marketing Listes)

• Account and Contact data

• Interest

• Blacklist

• Fully automatic execution of Journey

• Sending of reminders

• Booking of event invitation replies (confirmations, cancellation) 

• Thank you notes

• Delivery of event documents

• Updating of Interests (to come)

• Multi-

• Language

• Corporate designs
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Journeys



24

Campaign Insights (Marketing)

• Overview 
across all 
campaigns

• Drill-down 
and 
statistics 
about a 
single 
campaign 
(event, 
mailing, 
etc.)



• Overview 
across all 
campaigns

• Drill-down 
and 
statistics 
about a 
single 
campaign 
(event, 
mailing, 
etc.)
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Campaigns Insights (Marketing)



Client Insights
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• Insights on client 
(Contact) on specific 
event invitations
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Client insights - Events



• Insights on your 
clients re Journeys 
(not individual 
emails)
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Client insights - Mailings



Outlook Integration
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• Outlook integration
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Outlook integration



Copilot & Intelligence
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• Highlights (summary) on documented activities for 
Accounts and Contacts 
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Copilot integration



Technical Integrations
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ODS to CRM

• Daily delivery of NAV/Price and Performance data to calculate 
Opportunity and Holding volumes

• Shareclass registrations to verify Shareclass assignments for 
mailings

• Exchange rates

CRM consumers

• Inducement

• Power BI Dashboards (to come)
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Technical data integrations



ESG Solution
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• Will be replaced in the course of 2025

• PMs to continue tracking ESG cases in current (old) CRM 
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ESG Solution for PM continues in current CRM



Mobile Access
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• Native (not Citrix)

• Supported devices:   iOS (iPhone, iPad)

• Installation guide sent out with go-live

38

Mobile access



Outlook 2025
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• Dashboards

• Converting Event Participations to Topics
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Support
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1. Your team
2. Power Users
3. IT-Support
4. Ambit (only through defined users)
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Support



Appendix
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Newsletter design concept (proposal Reto)

Account

• Segmentation (Intermediaries, Instit. Cl, …)
• Account Type (Bank, IFA, Asset Mgr, …..)
• Priority (A, B, C)
• Country
• ……

Contact

• Contact Type (Business, Private, ….)
• Priority
• Country
• ……..

Interest Catalog

• Topics (Healthcare, Research, etc.)
• Newsletters

• Product Update, Observer, etc.

Registrations

• ID-SC
• Country
• Investor Type
• Approved (y/n)

Journey Segment (1)

Newsletter (1)

Validation Report

Snapshots_SC

• ID-SC
• Date
• NAV
• PerfYTD
• Factsheet URL
• Etc.

SC Data

ODS CRM

ODS

Daily updates of Registrations 
and Shareclass data either 
by GoAnywhere (preferred) or 
REST API  or csv/ftp

Specifies which shareclasses are 
registered in which country

Principles followed in design:
1. Decouple to reduce complexity in technical 

solution and usability
2. Keep flexible
3. Do not prohibit, but enable control

Segments are purely based on 
Account/Contact and Interest data.  If the 
user selects an SC for a Contact that is not 
registered in that country, the segment nor 
newsletter don’t care.
If possible, the user should be alerted when 
selecting the SC in the Interest Catalog.

To support compliance, we would provide a 
view that lists all Contacts with SC assigned 
that are not compliant with the Registrations.

Holdings Opportunities

Optional: Could be 
automatically 
updated

Wir könnten auch die URLs liefern für die verlinkten 
Dokumente wie Factsheet ,etc..  Dann muss diese 
nicht dynamisch zusammengestellt werden.  Alle 
Logik sitzt dann im ODS.

Product Catalog

• Funds (ID-F)
• BB Biotech, MedTech&Serv, etc.
• Shareclasses (ID-SC)
• B, I2, etc.
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