TATA COMMUNICATIONS

Great CX-pectations
how experience
became your
competitive edge

From consideration to sale and beyond, you have the potential to
make - or break - customer experience (CX) across every interaction.
And with the pandemic changing consumer behaviour forever, rising

to higher ‘CX-pectations’ has never been more critical.
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Meet your CX
enablers

Delivering CX that leaves a lasting impression goes
beyond the boundaries of the traditional call centre.
It is the work of your whole team.

Four KPIs to measure CX

You can’t improve what you don’t know. So keeping track of CX across the four critical areas will highlight success and pinpoint avenues to
address the following:
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ENGAGEMENT STATS
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What to look for
In a CX partner

First Name Last Name
Tina Smith
With brand loyalty, retention and reputation riding on great CX,
Email Contact

it is essential to select the right partner, who can deliver:

D Open, programmable APIs for anonymisation,
m authentication and notification
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A tailor-made, fully compliant contact centre offering @ Let me start co-browse
i . . session to help you
across public and private cloud environments

@ Global availability with the ease of end-to-end \_ )
deployment

To make CX your competitive edge, talk to
Tata Communications today

Learn more

For more information, visit us at www.tatacommunications.com
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