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Veeva Systems, a leading cloud-based software provider for the life sciences
industry, recently previewed the latest version of its Veeva CRM (Customer
Relationship Management) system, which will include the revolutionary Veeva
CRM Suggestions. Veeva also recently expanded Veeva OpenData customer
reference data for Italy through its acquisition of Merqurio’s healthcare
professional (HCP) and healthcare organisation (HCO) database. Jan van den
Burg, Veeva’s European VP of Commercial Strategy, explains the significance of
these recent developments.
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level. The recommendations are
established through a comprehensive
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directly.
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representative can instantly follow the
recommended course of action by, for
example, sending an email with a
simple click,” said van den Burg. “The
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