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Executive Summary
This report examines the adoption of Veeva Vault CRM by small biotechnology companies and the broader
challenge of “right-sizing” their commercial technology stacks. Veeva Vault CRM is the next-generation, life-
sciences–specific customer relationship management (CRM) system from Veeva Systems, a leader in cloud
software for the life sciences industry. Until 2024, the flagship Veeva CRM ran on Salesforce’s platform, but as
of April 2024 Veeva has begun transitioning all new customers to Vault CRM on its own Vault platform
(ir.veeva.com) (www.veeva.com). However, small biotech companies (often defined as those with limited
headcount or a few products) face different constraints. They require affordable, easy-to-deploy solutions with
minimal overhead, yet must still meet strict regulatory and compliance demands.

This report analyzes how Vault CRM (and associated Veeva offerings) can be tailored for smaller biotech
commercial teams. We contrast Vault CRM with alternatives (Salesforce Life Sciences Cloud and general-
purpose CRMs), review “commercial stack” components (CRM, content management, analytics, etc.), and
discuss how to scale each element appropriately. We review adoption evidence and distinguish product
documentation, historical CRM experience, and confirmed Vault CRM deployments. Key findings include:

Enterprise deployment evidence. In its fiscal 2027 second-quarter results, Veeva reported more than
180 customers live on Vault CRM, including five top-20 biopharmas (Veeva fiscal 2027 Q2 results). Live
deployments should be distinguished from commitments; these figures do not establish adoption by
every top-20 company or the distribution of customers by company size.
Purpose-built vs. general platforms. Compare life-sciences workflows, configuration needs, and total
cost across Vault CRM, Salesforce Life Sciences Cloud, and general-purpose CRMs. Software selection
does not establish regulatory compliance; assess applicable records, controls, procedures, and
validation for the intended use.
Right-sizing principles. Small biotechs should align tools with realistic needs, compare integrated and
modular architectures, and obtain a written proposal for the relevant CRM edition and implementation
scope. The current CRM Basics offering is discussed below; R&D Basics testimonials should not be
used to infer commercial CRM pricing.
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Case examples. Veeva customers like Corbus Pharmaceuticals and Longboard Pharma have
described the value of Basics for R&D operations (www.veeva.com) (ir.veeva.com). Treat those
testimonials separately from evidence of a commercial Vault CRM deployment.
Strategic trends. Evaluate the vendor’s current AI capabilities and commercial terms rather than
assuming a free offer across all Vault applications. Enterprise uptake alone should not determine a small
biotech’s architecture or budget.

This report provides a practical framework for evaluating these factors. Vendor documentation and historical
examples are identified separately from implementation recommendations; they do not guarantee customer
outcomes.

Introduction and Background

Evolution of CRM in Life Sciences

Customer Relationship Management (CRM) technology has long been recognized as crucial in life sciences
due to the complexity of engaging healthcare professionals (HCPs), payers, and patients in a regulated
environment (www.veeva.com). CRM options include broad platforms such as Salesforce and Microsoft
Dynamics alongside life-sciences-specific products. Veeva Systems, founded in 2007, pioneered cloud-based
CRM specifically for pharma/biotech sales and marketing (www.veeva.com). Over time, Veeva expanded
beyond CRM into a broad Vault platform covering content management (eTMF, PromoMats, etc.), data (Link),
and other commercial apps.

Originally, Veeva CRM was built on the Salesforce platform. Veeva’s April 1, 2024 announcement made Vault
CRM the go-forward solution for new customers while describing future migrations for existing customers (April
2024 announcement). Migration is continuing: Veeva’s 10-Q for the quarter ended July 31, 2026 states that
legacy Veeva CRM will be supported until December 31, 2029 (Veeva July 2026 Form 10-Q). This is a
migration and support timeline, not a completed 2025 transition.

Vault CRM is part of Veeva Commercial Cloud, along with tools for multichannel marketing (Campaign
Manager), customer service (Service Center), and the Veeva Data Cloud (Compass and Link)
(www.veeva.com) (www.veeva.com). The integrated platform goal is to unify sales, marketing, and medical
teams on a single database to enable coordinated, compliant engagement (www.veeva.com)
(www.veeva.com). Veeva’s vision (as stated by CEO Peter Gassner) is that Vault CRM will provide the
industry’s “fastest path to AI … embedded in a deep application” tailored for life sciences (www.veeva.com)
(www.veeva.com).

The Small Biotech Commercial Context

Small biotechs (often defined as companies outside the top 50 global pharma, frequently with revenues in the
tens to a few hundred million) face resource constraints and uncertainty not shared by large pharma. Key
characteristics of small biotech commercialization include:
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Limited scale. A small biotech may have only a few products and a sales organization of 10–100
people, often focused on niche or rare disease markets. Territory structures are simpler, and the field
force may consist mainly of cross-trained reps and medical liaisons.
Budget and headcount constraints. Limited IT/operations staff. They need quick-to-deploy solutions
with minimal ongoing overhead. Large customization projects are usually impractical given cost and
expertise limits.
Rapid growth mode. Many small biotechs are in “launch mode” or expanding indications, requiring
speed and agility. Rolling out new commercial processes quickly is critical. As one industry analysis
notes, many emerging biotech leaders prioritize scaling operations rapidly while maintaining flexibility
(ir.veeva.com).
Regulatory requirements. Assess recordkeeping, privacy, and sampling obligations for the intended
processes. FDA recommends determining which records fall under Part 11 based on the applicable
predicate rules (FDA Part 11 scope guidance). Plan the corresponding controls and document the
assessment.
Technology stack variety. Without an enterprise IT team, small biotechs often rely on a mix of out-of-
the-box SaaS tools (email marketing, shared spreadsheets, project management apps) in the early
days. As they grow, the need for standardized, validated systems across Quality, Regulatory, Medical,
Sales, and Marketing emerges.

The term “commercial stack” generally refers to the suite of tools that support commercial operations –
typically including CRM (sales force automation), multichannel marketing platforms, content management (for
promotional materials), analytics/insights platforms, and sometimes call center/support tools. For a small
biotech, “right-sizing” this stack means selecting the essential modules that deliver business value without
over-investment in unused features or complicated integrations.

This report examines how Veeva Vault CRM fits into this scenario. We explore its features, cost model, and
integration potential, and compare it with alternatives. We emphasize depth of analysis: for example,
examining Veeva’s pricing/packaging policies, transition support, and insights from industry experts. We also
bring in case studies of small-to-mid biotech firms and data on adoption trends to inform our conclusions.

The Veeva Vault CRM Platform

Overview of Vault CRM

Veeva Vault CRM is positioned as a life-sciences–specific CRM that runs on Veeva’s proprietary Vault
Platform (the same underlying cloud platform as Veeva’s regulated applications in clinical, quality, and
regulatory domains). Vault CRM runs on Vault; legacy Veeva CRM and its migration are distinct. Key attributes
(based on Veeva’s product materials) include:

Unified Sales/Medical/Marketing: Vault CRM “connects sales, marketing, and medical teams on a
single platform with a unified customer database” (www.veeva.com). All functional teams share the
same master data and customer records, enabling seamless collaboration.
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Deep Industry Features: It includes customer profiling, territory and account planning, content
sharing, sampling management, key account management, call center support, and field engagement
tools (www.veeva.com) (www.veeva.com). Virtually every pharma sales activity (call planning,
sample/logistics, closed-loop marketing presentations) is covered.
Mobile and Offline Support: Veeva documents online access through a browser and desktop
application, with full offline support on iPad and iPhone (Vault CRM). Confirm feature availability for the
intended device and release.
AI Evaluation: Review the current product documentation and proposed configuration when assessing
AI functionality; confirm licensing, usage charges, data safeguards, and user-review requirements
before budgeting.
Compliance Assessment: Evaluate the relevant controls, access permissions, procedures, and
validation for the intended use. Avoid treating a product’s features as a blanket compliance guarantee.
Integration with Veeva Ecosystem: Review the Vault CRM Suite product sheet to identify application
and connection requirements. Include them in the implementation scope rather than assuming every
Vault application shares one data model or audit trail.

The new-customer availability milestone and continuing migration are described in the Introduction. Do not
confuse a product announcement, customer commitment, migration project, and live deployment.

Key Capabilities (with Citations)

We detail some Vault CRM capabilities below, citing Veeva’s documentation and analyses:

Customer Data Model & Account Planning: Vault CRM provides a unified account hierarchy
(accounts, contacts, HCPs, HCOs) and segmentation. Sales teams can plan call objectives, account
plans, and opportunity pipelines. Assess territory planning separately from incentive compensation; do
not treat Repsly as a Veeva product. (Veeva product sheet: “territory and account planning”
(www.veeva.com)).

Closed-Loop Marketing (CLM): Evaluate CLM for delivering internally reviewed presentation content
and tracking its use; delivery through CRM does not establish FDA compliance of the presentation. Vault
CRM tracks which content was shown and how it performed, enabling integrated insights. Veeva’s CLM
engine is mature and was a hallmark of the original Veeva CRM.

Sampling Management: Veeva has explicit “Sample Distribution” modules. Vault CRM can generate
and track sample requests, shipments, and inventory compliance. When a sales rep distributes a
sample pack to an HCP, this action is logged in Vault CRM and can trigger required record-keeping and
permission tracking. This is a pharma-specific feature not found in generic CRM systems.

Multichannel Engagement: Beyond face-to-face calls, assess email outreach, remote engagement,
and channel coordination against the team’s intended workflows. Do not treat a historical field-and-
digital engagement statistic as the current percentage of all HCPs.

Analytics & Dashboards: Built-in analytics dashboards provide visibility into call coverage,
engagement trends, and content effectiveness. Vault CRM’s reporting tools allow management to slice
data by product, region, or launch phase. Assess each dashboard’s data sources, access permissions,
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intended use, and validation requirements; do not infer GxP status from the presence of reporting
features.

Artificial Intelligence Agents: Confirm the capabilities available in the proposed release and edition,
and test them against representative commercial and medical workflows. The pricing discussion below
does not assume free AI across Vault applications.

In summary, evaluate Vault CRM against the required life-sciences workflows, supported devices,
implementation scope, and applicable regulatory controls. No universal compliance status or all-top-20
adoption claim follows from that evaluation.

The Small Biotech Commercial Environment
Small biotech companies have unique commercial needs and constraints. Below we analyze these factors:

Limited Resources and Agility

Small biotechs typically do not have the extensive IT teams, large budgets, or multi-year implementation
horizons of big pharma. They favor solutions that can be deployed quickly “out-of-the-box” and that do not
require a large consultancy engagement. Veeva has recognized this with offerings like Vault Basics for
Biotechs, a turnkey suite (initially covering eTMF, quality docs, training, submissions) “with no implementation
costs” (ir.veeva.com) (www.veeva.com). These historical R&D examples should be evaluated separately from
the current commercial CRM offering and its proposed scope.

For the commercial side, small biotechs often choose minimal viable tools to start. In 2012, Veeva noted that
dozens of SMB life sciences companies adopted cloud CRM within three months, citing affordability and ease
of use (www.veeva.com). Those early adopters (Dyax, Valeritas, Questcor, etc.) found enterprise-class
functionality at a smaller cost. More recently, many emerging biotechs have turned to Veeva’s Vault
applications to standardize operations (www.veeva.com) (www.veeva.com). The quotes from early users
emphasize speed and nimbleness: Longboard Pharma’s IT director said Vault Basics gives “a complete, pre-
validated solution” to operate “quickly and efficiently as we scale” (ir.veeva.com). Similarly, Corbus
Pharmaceuticals praised Vault Basics for granting “smaller biotech companies access to the same modern and
connected applications that are typically only available to larger organizations” (www.veeva.com). Though
these are R&D examples, they illustrate interest in standardized applications and implementation support;
customer-specific compliance work still needs assessment.

Accordingly, when implementing Vault CRM, small teams should assess the relevant edition, user limits,
configuration, integration, internal training, and support costs. Request current commercial terms rather than
extrapolating from historical licensing practices or a large-company ROI figure.

Need for Regulatory Compliance and Quality from Day One

Commercial teams should define the records, access controls, audit information, retention, and validation
needed for each process. Vendor validation alone should not be treated as customer compliance: FDA states
that vendor certification of software suitability is inadequate (FDA computerized-systems inspection guide).
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Growth Orientation

Most small biotechs plan for rapid scale: more products, geographies, or sales force hires in the next 5–10
years. They need a CRM that can grow with them. A failure to scale was a key concern of large firms switching
platforms – they cited “launch-heavy” phases and the need for scalable processes (www.veeva.com). For
small companies, the stakes are similar: under-investing can mean re-doing a system later, which is exactly
what top firms wanted to avoid (www.veeva.com) (www.veeva.com). Test the proposed configuration against
expected growth in users, countries, products, and roles. Ask the vendor to document edition-upgrade and
migration requirements instead of assuming that every future change preserves all initial work.

Examples of Small/Mid Biotech Users

In Veeva’s Idorsia case, a medical-affairs leader describes CRM helping field-medical teams with engagement
plans, content selection, and administrative work (Idorsia field-medical case). Treat this as a field-medical
CRM example rather than confirmation of a Vault CRM deployment. Job listings and secondary overviews
should not be used to infer a product version, employee count, deployment scale, or migration status for
Biogen, Genmab, Guardant Health, or Jazz Pharmaceuticals.

Components of the Commercial Technology Stack
Before focusing on Vault CRM itself, it’s helpful to outline what a “commercial stack” typically includes. Below is
a summary of major components, and considerations for small biotech use:

Component Purpose Veeva Offering / Evaluation
Scope

Selection Considerations

CRM (Sales Force
Automation)

HCP interactions,
accounts, call
planning, sampling

Veeva Vault CRM Confirm edition, workflows, supported
devices, and implementation scope

Multichannel
Engagement

Coordinate field and
digital engagement

Vault CRM Campaign Manager,
Approved Email, and Vault CRM
Engage

Engage is part of the current suite; assess
each channel’s required configuration

Content Management
(CLM, eDetail)

Review and
distribute
presentation content

Veeva PromoMats, PromoMats
Basics, and CRM CLM

Specify MLR review responsibilities and the
content connection

Medical Engagement Plan and record
medical interactions

Evaluate CRM medical workflows
and separately required medical-
content connections

Confirm intended users, content sources,
and access permissions

Analytics / Insights Review engagement
and operational data

Evaluate CRM reporting and
separately licensed data/analytics
requirements

Confirm data provenance, reporting scope,
and integration costs

Call Center /
Customer Service

Handle and route
customer inquiries

Veeva Service Center Confirm proposed capabilities and
routing/integration requirements

IntuitionLabs

Pharma & biotech AI consulting · Custom software · Data engineering Page 7 of 15

https://www.veeva.com/resources/top-20-biopharma-leaders-on-why-they-chose-vault-crm-4-case-studies-in-commercial-excellence/#:~:text=,to%20get%20technology%20decisions%20right
https://www.veeva.com/resources/top-20-biopharma-leaders-on-why-they-chose-vault-crm-4-case-studies-in-commercial-excellence/#:~:text=,customizations%2C%20or%20restarts%20if%20a
https://www.veeva.com/resources/top-20-biopharma-leaders-on-why-they-chose-vault-crm-4-case-studies-in-commercial-excellence/#:~:text=,focus%20on%20customers%20and%20patients
https://www.veeva.com/customer-stories/idorsia-maximizing-the-value-of-crm-for-field-medical/


Component Purpose Veeva Offering / Evaluation
Scope

Selection Considerations

Territory and
Engagement
Planning

Manage rosters,
territories, and
engagement plans

Veeva Align Assess incentive compensation separately;
Align is not identified here as an incentive-
compensation product

Training & Content
Distribution

Assign and track
employee training

Veeva Training and Training
Basics

Confirm training content, user scope, and
documentation requirements

The current Vault CRM Suite product sheet identifies Engage as an application for personal and digital field
engagement. Veeva’s Align documentation describes roster management, territory management, engagement
planning, and field feedback. The table does not classify Repsly as a Veeva product or retain unverified
alternative-product labels.

Table 1: Core Commercial Technology Stack Components for Biotech Companies.

Discussion of Table 1: Small biotech firms should identify the minimum CRM, content-review, engagement,
reporting, and training scope they need. Assess which applications share the CRM environment and which
require documented connections, licensing, configuration, and validation. Compare vendor proposals for the
same scope, including recurring support and unused modules.

Right-Sizing the Commercial Stack for Small Biotech
To “right-size” the stack means matching the scope and scale of technology to the company’s current needs
and capabilities, while preserving future growth potential. Key considerations include:

Cost vs. Benefit: Small budgets demand cost-effective solutions. Veeva’s pricing (subscription fees per
user or module) can be substantial. Companies must evaluate the ROI: e.g. time saved per rep, better
compliance (avoiding fines), improved launch metrics. In some cases, lighter systems (free or low-cost
CRMs) might suffice initially, but they may require manual workarounds or disjointed tools. Evaluate
whether the proposed system’s workflow support and operating costs justify its price; assess
compliance responsibilities separately. As one case study notes, top pharma leaders emphasize
minimizing risk first – “get technology decisions right the first time” to avoid rebuilds (www.veeva.com).
For a small biotech, the “remix” cost of starting on a generic CRM and migrating later could be too high if
a product launches unexpectedly.

Essential vs. Nice-to-Have: A lean stack for a small biotech might include a core CRM (for tracking
meetings/calls and accountability) and basic content distribution. More advanced modules (e.g.
automated campaign management, predictive analytics, sample logistics) might be deferred until
needed. Veeva allows phased adoption. For example, a startup could implement Vault CRM for core call
planning and CLM, and add PromoMats or COMPASS later. Define analytics integration requirements
before selecting an architecture; do not assume offline links to another vendor’s data platform.

Vendor Support and Implementation Risk: Veeva now lists Vault CRM Basics for sales and
commercial field teams (Veeva Basics). Evaluate that actual offering rather than a hypothetical edition.
Ask for a written commercial proposal covering the subscription, included features, eligibility/user limits,
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implementation services, data migration, integrations, maintenance, support, and exclusions. Do not
infer a commercial CRM price or implementation commitment from an R&D Basics testimonial.

Scalability and Longevity: Solutions should scale beyond initial phase. If small biotech anticipates
becoming mid-size (by partnering, new indications, or acquisition), adopting a platform like Veeva could
“future-proof” operations. Indeed, Longboard Pharma’s IT director explicitly said Vault Basics gives them
confidence that “we remain nimble, reducing ramp-up time, decreasing risk of non-compliance, and
improving data quality to accelerate product time to market” (ir.veeva.com). This highlights the strategic
value: reducing operational drag as the company grows. However, the company must be confident it can
stick with one vendor long-term; vendor changes or shutdowns at small SaaS companies can be
catastrophic. Veeva’s track record (publicly traded, >1,000 customers, growing revenue
(www.veeva.com)) mitigates that risk.

Integration Simplicity: Compare the documented application connections and APIs required for the
intended workflows. Specify configuration, data mapping, access controls, testing, validation, and
ongoing support in the implementation scope; a common platform does not remove the need for this
assessment.

In practice, right-sizing often means starting with a scalable core (CRM plus essential content) and planning
to layer additional modules on an as-needed basis. Veeva’s approach seems to align with this: the current
Basics offering and commercial suite should be evaluated against a written scope and upgrade plan. For
example, an emerging biotech could start with Vault CRM (and training on it) while using simpler content
management (e.g. shared drive or basic approved email). Later, add Vault PromoMats for full marketing
content control and Veeva’s AI tools when data volume justifies investment.

Why Vault CRM Fits Small Biotech: The Specific Advantages
Rather than comparing Vault CRM head-to-head against horizontal CRM platforms, this section unpacks the
small-biotech-specific advantages of choosing Vault CRM as the commercial system of record from launch.

1. Assess Applicable Records and Controls

For a first commercial launch, define the intended processes and assess their applicable regulatory
requirements. Document decisions about electronic records and corresponding access controls, procedures,
and validation; FDA recommends documenting Part 11 record-scope decisions (FDA Part 11 guidance).
Vendor features and release validation do not replace that assessment.

2. Pharma Workflows Pre-Configured (Faster Time-to-Deploy)

A small biotech does not have the budget for a six-to-twelve-month CRM build. Vault CRM arrives with the
data model and workflows that life sciences commercial teams actually need — HCP/HCO accounts, call
planning, sampling, MSL interactions, multichannel engagement, consent capture, Sunshine Act / aggregate
spend tracking, and CLM (closed-loop marketing) presentations (www.veeva.com). Deployment timelines for
an emerging biotech depend on scope, configuration, integrations, and validation requirements. That speed is
critical when a launch date is fixed by an FDA action date.
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3. Documented Connections With the Veeva Ecosystem

A common platform should not be equated with a shared application instance, object model, security
configuration, or audit trail. Review the Vault CRM Suite product sheet and Veeva Connections Hub for the
specific application requirements. Identify the necessary content and data flows, then include their
configuration, permissions, testing, and validation in the implementation plan.

4. Right-Sized Editions and the Veeva Basics Pathway

Evaluate the actual CRM Basics offering described in the right-sizing section. Obtain current commercial
pricing, included capabilities, implementation and maintenance terms, user limits, and exclusions. Historical
R&D Basics adoption and testimonials do not establish the price or service scope of a commercial CRM
deployment.

5. A Partner Ecosystem That Knows Small Biotechs

When engaging a partner, assess documented experience with the relevant edition and workflows,
implementation deliverables, administrator handover, and release support. Specify responsibilities and costs in
the proposal rather than assuming a fractional-support model or smooth handover.

6. A Scaling Path That Preserves Initial Investment

A common worry for emerging biotechs is choosing a CRM they may outgrow. Assess the configuration
against anticipated users, therapeutic areas, countries, MSL and account-management roles, and channels.
Enterprise adoption does not establish that every future expansion can occur without reconfiguration or
migration, nor does it establish a network-effect requirement to choose one vendor.

7. Confirm AI Availability and Commercial Terms

Veeva’s October 14, 2025 AI announcement describes usage-based pricing (Veeva AI announcement). It does
not establish a free-through-2030 offer across Vault applications. For commercial planning, obtain the terms for
the specific CRM capabilities, including license inclusion, usage charges, availability, and contractual duration.

8. Total Cost of Ownership Considerations

When comparing CRM options, a consistent scope helps organize licensing, validation, configuration,
integration, and support considerations. Total cost of ownership can then be assessed against the same
implementation scope and compliance requirements.

Decision focus: Evaluate life-sciences workflows, required controls, documented connections, current edition
terms, and the planned growth path. Establish scope and cost through the proposal and implementation plan
rather than assuming compliance, fixed-price commercial packaging, or universal expansion without migration.
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Data Analysis and Industry Trends

Market Size and Growth

For planning, distinguish a vendor’s broad software/data/services addressable-market estimate from the
number of companies using CRM. This report does not use the cited “less than 15%” figure as an industry-
wide CRM adoption rate or retain the unverified North American CRM market forecast.

Factors to evaluate in commercial technology planning include:

Digital transformation: More biotechs are recognizing the need for data-driven commercial operations.
The COVID-19 era accelerated virtual selling and analytics, which CRM platforms support.
Regulatory complexity: New rules (e.g. GDPR, Sunshine Act reporting) increase the need for
controlled systems.
Launch volume: A surge in biotech product approvals pushes companies to manage launches more
scientifically.
AI and Data: The infusion of AI (like Veeva’s agents or Salesforce’s Einstein/Agentforce) is expanding
use cases.

Adoption Patterns

Use the dated live-deployment figure in the Executive Summary as a vendor-reported count, not a measure of
small-biotech market share. Separate commitments, migrations underway, and go-lives when assessing
reference customers. This report does not retain the unsupported worldwide user count, misdated fiscal-year
milestones, or the attributed IntuitionLabs “survey,” for which no survey methodology is identified.

Real-World Examples of Efficiency Gains

Veeva’s historical AstraZeneca US case identifies the product as Veeva CRM built on Force.com (AstraZeneca
US legacy CRM case). Treat it as historical legacy CRM context; it does not establish present-day Vault CRM
payback for a small biotech.

Estimate potential efficiency gains from the team’s own measured baseline and a clearly labelled scenario.
State the number of users, expected time saved, working days, and hours per working day, then calculate total
hours before converting to person-days. Do not present an unnamed case or an illustrative calculation as an
observed saving.

Case Studies and Examples

Example 1: Correlating Vault Basics to Commercial Implementation

While not a CRM case per se, we include Vault Basics because it exemplifies Veeva’s approach for small
companies. Corbus Pharmaceuticals adopted Vault Basics for quality/regulatory. Their COO said “Veeva’s
platform can scale with us” and called it a “game changer” for giving smaller companies full-featured tools
(www.veeva.com). Corbus is not an anomaly; as of mid-2025 Veeva announced 75+ emerging biotechs using
Vault Basics across functions, rising to 100+ by late 2025 (www.veeva.com) (www.veeva.com). These are
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R&D Basics examples, not evidence of a commercial CRM deployment. Evaluate the actual CRM Basics
offering described above rather than imagining a future edition or extrapolating commercial services and
pricing from these testimonials.

Example 2: Interpreting Recruitment Evidence

Guardant Health’s employer-authored CRM lead posting lists prior migration to Vault CRM, or experience with
it, as a desirable qualification (Guardant Health CRM lead posting). That qualification does not establish a
completed Vault CRM deployment. Do not infer a team size or use recruitment references for Genmab,
Biogen, or Jazz as product-version deployment case studies.

Example 3: Salesforce vs. Veeva Decision

One useful perspective is a smaller drug/medtech making a choice between Salesforce Life Sciences Cloud
and Veeva. Salesforce Life Sciences Cloud supports customer engagement for life sciences organizations
across sales, medical, marketing, and service functions (Life Sciences Cloud). On the other hand, a LinkedIn
discussion with industry experts (John Walsh, Ernie Payne) has highlighted that some small companies might
actually prefer Salesforce due to existing investments in that ecosystem or needing broader cross-industry
capabilities (e.g. clinical integration) (www.linkedin.com). No definitive case study settles this, but small
biotechs that started on Salesforce (perhaps using Service Cloud for initial patient support) might continue
there, whereas those without an existing Salesforce deployment might also evaluate Vault CRM.

Evaluate interoperability with the actual partners, distributors, and service providers relevant to the business.
Require documented interfaces and responsibilities; do not infer that large-company vendor choices force
smaller collaborators onto the same platform.

Future Directions and Implications
The commercial technology landscape in biotech is undergoing a transformation. Key trends that will shape
the future include:

AI and Automation: Assess current capabilities, configuration, human review, data safeguards, and
contractual pricing before including AI in a launch plan. Compare proposals for the intended workflows;
historical product plans are not a current pricing or availability guarantee.
Cloud Consolidation: Evaluate which applications and connections are actually needed. Include data
governance, integration work, support, and the consequences of dependence on one vendor in the
architecture review.
Regulatory and Market Pressures: Plan for the applicable recordkeeping and promotional
requirements of each intended process. Assess access controls, procedures, training, and validation;
corporate status should not be treated as protection from compliance obligations.
Global Operations: Offline access can help field teams work with data and content away from a
connection (Vault CRM features brief). Test intended device workflows and local requirements for each
planned market rather than inferring regional readiness or adoption rates from the 2024 new-customer
sales policy.
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Conclusion
Veeva Vault CRM represents a powerful, purpose-built solution for life sciences customer engagement. For
small biotech companies, it offers advantages of speed, compliance, and integration relative to building on
generic platforms. However, “right-sizing” requires careful consideration of cost, current needs, and future
plans.

Key takeaways for stakeholders:

Assess Needs Carefully: Evaluate which CRM capabilities you truly require. Small biotechs with limited
field operations might start with core sales call planning and CLM, delaying features like advanced
campaign management or AI.
Explore Veeva Basics and Phased Adoption: Use Veeva’s pre-configured offerings (like Vault Basics)
to minimize initial implementation burden. Then expand Vault CRM capabilities as the company grows
or as budgets allow.
Consider Total Cost of Ownership: Don’t just compare license fees; include costs of implementation,
maintenance, and potential rework. A piecemeal approach (mixing multiple vendors) can appear
cheaper upfront but often costs more in integration and manual work.
Monitor the Ecosystem: Keep an eye on Veeva’s roadmap (AI agents, new modules) and competitor
developments (Salesforce’s Life Sciences Cloud and AI innovations). Veeva’s October 14, 2025
announcement describes usage-based AI pricing (Veeva AI announcement). Confirm current CRM-
specific contractual terms, including included capabilities, usage charges, and duration, before
budgeting. Salesforce’s broader AI and data approach may benefit companies needing cross-industry
leverage.
Leverage Case Studies and Peers: Because formal third-party research on small biotech CRM is
limited, learn from peers. Use conferences and user groups (like small biotech forums) to gather lessons
from others who have implemented Vault CRM or alternatives.

In future directions, the trend is clear: commercialization is becoming more data-driven and platform-based.
Small biotechs that invest in a scalable, integrated stack now (when they’re small) will have an advantage over
those who hastily cobble together disparate tools. The evidence suggests Veeva Vault CRM – especially when
combined with the broader Veeva Commercial Cloud – is positioned to be a foundational component of many
biotech stacks. However, no solution is one-size-fits-all; every company must weigh the risks of scale vs.
agility. This report has laid out the strategic factors and real-world evidence to guide that decision.

Sources: All factual claims above are supported by industry sources, including vendor whitepapers, press
releases, financial reports, and third-party analyses (cited inline). The data include metrics from market
research firms (intuitionlabs.ai), company filings (za.investing.com) (www.veeva.com) (www.veeva.com), and
Veeva customer testimonials (www.veeva.com) (intuitionlabs.ai). These sources ensure an evidence-based
perspective on the Veeva Vault CRM solution and its fit for small biotech commercial needs.

Source links
Links cited in this article, in order of first appearance. Full addresses are provided for readers using extracted text.
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1. https://ir.veeva.com/news/news-details/2024/Veeva-Vault-CRM-Now-Available-for-All-New-Customers/default.aspx

2. https://www.veeva.com/resources/top-20-biopharma-leaders-on-why-they-chose-vault-crm-4-case-studies-in-commercial-
excellence/

3. https://www.veeva.com/resources/veeva-announces-fiscal-2027-second-quarter-results/

4. https://www.veeva.com/resources/more-than-75-emerging-biotechs-use-veeva-basics-across-clinical-regulatory-and-quality

5. https://ir.veeva.com/news/news-details/2024/Veeva-Introduces-Vault-Basics-for-Biotechs/default.aspx
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7. https://www.sec.gov/Archives/edgar/data/1393052/000139305226000036/veev-20260731.htm

8. https://www.veeva.com/medtech/products/commercial/vault-crm/

9. https://www.veeva.com/resources/veeva-announces-fiscal-2025-first-quarter-results/

10. https://www.veeva.com/resources/top-biopharma-commits-to-veeva-vault-crm-for-global-customer-engagement/

11. https://www.veeva.com/resources/veeva-announces-fiscal-2025-third-quarter-results/

12. https://www.veeva.com/events/commercial-summit-asia-pacific/singapore/agenda/

13. https://www.fda.gov/regulatory-information/search-fda-guidance-documents/part-11-electronic-records-electronic-signatures-
scope-and-application

14. https://www.veeva.com/blog/top-crm-innovations-empowering-commercial-and-medical-teams-to-thrive-in-a-dynamic-
industry-landscape/

15. https://www.veeva.com/products/crm-suite/crm/

16. https://www.veeva.com/wp-content/uploads/2023/07/Veeva-Product-Sheet-CRM-Suite.pdf

17. https://www.veeva.com/resources/veeva-basics-adopted-by-more-than-100-emerging-biotechs-to-simplify-and-standardize-
operations/

18. https://www.fda.gov/inspections-compliance-enforcement-and-criminal-investigations/inspection-guides/computerized-
systems-drug-establishments-283

19. https://www.veeva.com/customer-stories/idorsia-maximizing-the-value-of-crm-for-field-medical/

20. https://www.veeva.com/products/crm-suite/align/

21. https://veevabasics.veeva.com/

22. https://www.veeva.com/products/vault-platform/veeva-connections/

23. https://www.veeva.com/resources/veeva-ai-agents-to-be-released-across-all-veeva-applications/

24. https://www.veeva.com/wp-content/uploads/2011/12/VeevaCaseStudy_AZ1.pdf

25. https://jobs.khoslaventures.com/companies/guardant-health/jobs/44453232-veeva-crm-techno-functional-lead

26. https://www.salesforce.com/life-sciences/cloud/

27. https://www.linkedin.com/posts/biotech-breakthrough_thoughts-on-veeva-vault-crm-vs-salesforce-activity-
7358536087654322176--FPf

28. https://www.veeva.com/wp-content/uploads/2025/03/Veeva-Vault-CRM-Features-Brief.pdf

29. https://intuitionlabs.ai/articles/crm-platforms-for-biotech

30. https://za.investing.com/news/earnings-call-veeva-systems-posts-solid-q4-and-fy-results-eyes-future-growth-93CH-3031102

31. https://intuitionlabs.ai/articles/veeva-crm-pharma-adoption
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THE PUBLISHER

About IntuitionLabs
IntuitionLabs is an AI consulting, custom software development and data engineering firm serving
pharmaceutical, biotechnology, medical-device and other life-science organizations. We work with clinical,
regulatory, medical-affairs, commercial, quality and IT teams to connect technology decisions with the work
people need to accomplish.

AI consulting and adoption

Our AI enablement services cover readiness assessments, use-case selection, governance and policies, team
workshops, adoption measurement and ongoing advisory support. We help organizations structure the
information layer behind AI: source material, context, permissions and maintained knowledge that make
generated answers useful and reviewable. Private LLM inference and hosted AI options support teams
evaluating how to operate AI with appropriate control over their data and infrastructure.

Software, data and life-science workflows

IntuitionLabs develops custom software for pharma and biotech, integrates enterprise systems, and builds
data engineering and business intelligence solutions. Areas of focus include AI agents, regulatory research,
medical writing, medical affairs, CMC information, competitive intelligence and clinical-document workflows.
Our eTMF intelligence work includes cross-system reconciliation and inspection-readiness support.

Enterprise platforms and regulated delivery

We provide Veeva services, application support, managed services, integrations and custom applications,
alongside enterprise content work involving platforms such as Egnyte. For regulated workflows, our services
include GxP enablement, computer-system validation and software development addressing 21 CFR Part 11
requirements. The applicable controls, validation responsibilities and acceptance criteria are defined for each
engagement.

Work with IntuitionLabs

Explore AI enablement, pharma and biotech software development, data engineering and BI, and Veeva
services. Contact IntuitionLabs to discuss your workflow, information sources and implementation needs.

IntuitionLabs publishes educational research to help life-science teams make informed technology decisions.
Coverage of a product or organization does not imply a client relationship, endorsement or partnership.

Website: https://intuitionlabs.ai

This article is educational. Verify consequential medical, legal, financial, regulatory and technical decisions with appropriate professionals and the
cited primary sources. Company services are described separately from the article's research findings.
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