MORE THAN THE SUM OF INTERACTIONS

Virtually all interactions between a customer and the contact
center touch multiple systems across the enterprise. Each
collects, stores and manages its own data. As companies aspire
to use big data in customer engagement activities, they need

E N GAG E M E N I to establish a unified view of customer interactions across these
disparate systems. Companies that build and maintain such a
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e MAXIMIZE THE CUSTOMER JOURNEY:
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less likely to struggle with
inefficient agent processes,
compared to their peers.

Top performers increase

agent productivity by
0 11.7%

year-over-year.
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