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Introduction

As a follow up to a short IR club member survey done on the topic of IR 
databases in September 2009, Dr. Holger Schimanke, Director Investor 
Relations and Board Member of the IR club presented additional insight into 
the CRM topic.

The following presentation was given at the September 8, 2010 IR club 
meeting hosted by Bank am Bellevue in Küsnacht, Zurich. 
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The problem

*Source: IR Club Sept. 16, 2009

St. Galler Kantonalbank asked the IR club the following question*:

„We are experiencing difficulties with our current database tool
and would like to know, whether there is a better tool available
and at what price.

On the one hand the tool is used to store all the details of
our investors and media contacts, and on the other hand
for sending out ad hoc and other releases.“



10 September, 2010 3

Very heterogeneous answers show complexity of the topic

*Source: IR Club Sept. 16, 2009
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Initial observations and conclusions

– There is no one size fits all system available on the market.
– Scope of systems vary greatly due to size of company and scope 

of tasks required.
– Using two systems in parallel for selected tasks is not uncommon

(32% of replies)
– Systems are both web based (Thomson one) or stand alone

(Excel or access database)
– Custom solutions are generally developed in house to company 

specific needs;
small chance for transfer to other companies

*Source: IR Club Sept. 16, 2009

More comprehensive study
on the subject as the current scope required 
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Our experience on custom solutions 

CRM:
– Lotus Notes in-house development of IR database, separated from own 

developed solution for Group Communications for customer relationship 
management

– Stand alone database solution (Act 6!) on for combined customer relationship 
management for Media and Investor Relations

Publication:
– Mailings via Lotus Notes or InxMail directly
– Ad hoc publication via InxMail directly
– External providers such as Xpedite or NewsAktuell publish to contacts of 

exported database 
– External parties, such as Businesswire and Hugin contribute their news-wires 

and media contacts
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What is the ideal solution? 

Let’s step back for a moment …

What is the target a CRM database should serve for?
Our database should provide:
– Up to date contact details
– All relevant data about existing and potential

investors, media and other stakeholders
– Individual profiles for efficient targeting
– In depth meeting history and investment behavior
– Easy and cost efficient publication
– Cost efficient maintenance and with up-to date information,

to be easily accessed for all relevant parties

To target most relevant stakeholders
efficiently and with the right priority
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Targets for Investor Relations 

Knowing your investor
– Composition and changes of

global shareholder base
– Revealing the underlying holders

of accounts held in nominee or
custodian accounts 

– Fund breakdown gives right contacts to approach

Understanding your investor
– Predict share price reactions
– Know & understand the investment case of the investor

Efficient communication to investors
– Effective Road-show - Management spends time with the right people!
– Bridging the sell-side gap (direct access to investors)
– “Control” tool in case of corporate actions (M&A, capital measures, AGM…)
– Targeting: Broaden the shareholder base
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The target group 
Investors and key opinion leaders

Contacts in 
CRM database

Broker info

Public filings

Shareholder ID

Share registrar

Investor 1on1s

1on1s

Roadshows

Conferences

Ad hoc release

Sell Side Analysts
as multiplyers

Key Media 
as multiplyers

Targeting
Publication
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Getting the right data
Internal vs. external information sources

Contacts in 
CRM database

Broker reports

Public filings

Shareholder ID

Share registrar

Investor 1on1s

1on1s

Roadshows

Conferences

Ad hoc release

Sell Side Analysts
as multiplyers

Key Media 
as multiplyers

Targeting

Publication

Company collects all information
- High effort and maintenance
- Up to date?
- No access to all relevant information

External Provider
- Costs vs. maintenance and data quality?
- Up to date
- Broadest database
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Targeting 

Contacts in 
CRM database

Broker reports

Public filings

Shareholder ID

Share registrar

Investor 1on1s

1on1s

Roadshows

Conferences

Ad hoc release

Sell Side Analysts
as multiplyers

Key Media 
as multiplyers

Targeting

Publication

To target the right shareholder
- Know-how of to 30-100 shareholders required
- Fundamental profiles required
(investment style, decision maker, peer group investments)

- Prioritization of communication multipliers required
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Available systems, we had a look at …

CRM databases
– Stand alone solutions: Act! 

– Web based solutions: salesforce.com

– Integrated systems: Convento, Thompson One

– Tailor made solutions: Access, Lotus Notes

Publication Tools
– Direct Mailings for own database contacts: Outlook, Inxmail, Act!

– Combined providers for own and external distribution lists: Businesswire, 
NewsAktuell, Tensid, Hugin connector

– Publication providers for own database contacts: Xpedite
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Act! / salesforce.com

Act! 
-Stand alone solution
- Customizable 
with limitations

- Cost effective
- Export to Excel
- High maintenance

salesforce.com
- Web based solution
- Customizable 
- Cost effective 
- Export to Excel
- High maintenance
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Convento

- Hosted local solution
- Customizable 
with limitations

- Good maintenance
- Good data quality
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Thompson One –
Includes all contacts & allows individual meeting history
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Includes all relevant profile data
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..and provides in-depth know how of investment history
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Targeting tool included
…and can be combined with SID
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And how to publish a media release?

Direct Mailings possible with Act! or Outlook, 
not recommended for media releases

Ad hoc releases with individual providers:

- Businesswire: 
Best own media database

- Hugin connector: 
Good media database
Can be combined with Thompson One
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Value for money …
(Prices only for CRM Database p.a.)

Cost effective solution:
– Standard CRM Database for contact data and publication via external provider

Individual solution:
– Tailor made solution for contact data and publication via external provider
– Requires high maintenance
– High internal costs and resources required

Outsourced (one size fits all) solution:
– Thompson one and publication via external provider

CHF 500

CHF 15‘000

> CHF 30‘000
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