Al-Driven People ! :
Enablement < ampllfN

for the Hybrid
Contact Center
Workforc

Enable People.
Improve Performance.
Make Work More Fun.

About AmplifAl

AmplifAl is the SaaS People Enablement
Platform for employee-focused
enterprises. We enable hybrid workplaces
to achieve optimal results and retention
using Al-driven actions and insights
modeled after top performers.
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Our 4 Step Solution

: Easily Integrate All Data Sources 2 Develop High Performer Personas
Connect data from all data sources to make it Using clustering we develop dynamic personas of
easily usable. high performer.

3 Create Actions / Measure Effectiveness Y Improve People and Out es
Our intuitive Ul delivers Al generated personalized Outcomes are delivered by users taking effective
actions for each user which are then measured for actions which improyés people and shifts the bell
effectiveness. curve.
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Flat Files, Excel.... All Data Sources

Shifting from Management to Enablement

Enablement

Spending time

enabling and

m |\ Improving people.

Learn more at AmplifAl.com §!|.'- dm pllfAI

Management

Spending majority of “
time managing data y
and reports. [
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Uplifting People. Satisfying Customers.

Al-Driven People Enablement effectively uses data to empower employees to
perform at their best - so customers receive the best.
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‘Coaching the middle
yields higher sales
performance (quota
attained) than coaching
the tails.”

EDHarvard
¢ Business
Review

Optimizing Actions

Nudges
Micro-Learning
Coaching

Recognition

Learn more at AmplifAl.com

66

7
Sales Service CRM Call/ACD Quality Surveys 4
Frontline Associates
Improve
R, A
AmplifAl Actions 4 Customer
s Experience
4 Frontline
Lea' Performance
- 4 Lead
*.Preditive Analytics. A Lcader
- Effectivness

Exec es 4 Organizational
Outcomes

33% 20% 24%

Lift in Coaching Lift in Sales, CX Lift in Employee
Effectiveness Performance Retention

“The higher the

/ performer, the more
¢¢ frequently you
\: .. should be providing
- - [recognition]
00000 00000 § O Harvard
oo::::::: ::::::ooo feedback. ¢Business
000000000000 00000000000 Review
00000000000000O0 000000000000000
Low High
Performers Performers
e 00 ®
00 (I 00
e 00 @
@ o0 000
| .
Sk amplifAl


https://amplifai.com

