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Creating an Intelligent, Integrated Contact 
Center for Competitive Advantage

DISCOVER FOR YOURSELF WHY CRM IS THE INTELLIGENT 
CHOICE FOR AN INTELLIGENT CONTACT CENTER!
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TYPICAL CUSTOMER SERVICE BENEFITS FROM 
AN INTEGRATED CRM SOLUTION INCLUDE:

post-sale revenue

15-25%

IMPROVED REDUCED

call abandonment

5-15%

customer retention

5-15%
compliance errors

0-5%

complaint management

20-30%
service resolution time

10-25%II

customer info accuracy

50-60%
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An integrated CRM solution is critical 
to creating an intelligent contact 
center, providing agents with 
historical context tools for deeply 
personal and insightful interactions.

ATTRIBUTES OF A CRM USER


