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Customer
 ▪ DAB bank AG

Sector
 ▪ Banking and fi nancial services

Initi al Situati on
 ▪ Siebel Call Center
 ▪ Siebel Marketi ng
 ▪ Technical/graphical preparati on of 

services-related correspondence 
via Siebel and legodo

Role of legodo
 ▪ Manufacturer and supplier 

of the soft ware
 ▪ Siebel consultant for DAB bank
 ▪ Technical consultant and trainer

Advantages
 ▪ Integrated across-the-board 

processes for services and quotati ons 
in Siebel and the legodo soft ware.

 ▪ Minimized maintenance of templates 
and textual building blocks by 
the technical department

Brief Profi le of DAB bank AG
The DAB bank AG (www.dab-bank.de) is 
Germany’s and Austria’s leading direct 
bank that trades securiti es for both pri-
vate and commercial clients. As of June 30, 
2007, the bank managed 1,085,324 portf o-
lios corporati on-wide, representi ng assets of 
€ 32.84 billion. Established in 1994 in Munich 
as Germany’s fi rst discount brokerage, the DAB 
bank serves a broad spectrum of target groups 
with a diverse range of high expectati ons.

Requirements and Targets
Customizati on is the keyword in the banking 
sector that makes its mark in the highly compe-
ti ti ve fi eld for opti mized and integrated commu-
nicati ons.

The bank’s existi ng system, however, was no 
longer able to handle the high demands placed 
on customer services. Hence, a criti cal prerequi-
site of a soluti on was the integrati ng of docu-
mentati on into existi ng CRM processes, supple-
mented by clarity, reproducibility, and constant 
control to ensure sustainable superb quality. 
Only through sustained high standards of qua-
lity for services-related correspondence and 
good customer care can one enhance customer 
sati sfacti on and retenti on. 

The decision to go for legodo was easy – becau-
se C4 guaranteed a uniform standard for corpo-

rate communicati ons and corporate design in all 
 dealings with the bank’s clients.

Value added by legodo
The integrati on of documentati on into the busi-
ness processes helped opti mize not only sales 
and advisory services, but also customer service 
processes. 

legodo supports about 250 users at DAB bank 
AG, mainly through centrally administered tex-
tual building blocks and templates for respondi-
ng via a host of output channels to a diverse ran-
ge of enquiries for services. Such multi -channel 
support encompasses lett ers, e-mails, and faxes. 

Automati on minimizes the banking personnel’s 
eff ort to write and maintain services-related 
correspondence. The system includes func-
ti ons to automati cally compose customized 
correspondence, assign the salutati on by type 
of portf olio and client, fi lter templates by case, 
and comply with informati on-based rules for si-
gnatures.

„legodo won us over right from the start and we are happy with the soluti -
on. In parti cular, we are pleased that legodo is always on top of our growing 
needs.“ 

The DAB bank AG banks on legodo
Seamless integrati on of documentati on into the DAB bank’s business processes boosted the quality of 
sales and advisory services, while markedly improving  customer service processes.

The DAB bank has the key competi ti ve advantage of being able to address such diversity through custo-
mized soluti ons for private and commercial clients, whether novices, pros, traders, or savers.
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