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Agent Advantage'™
for Salestorce

The Loyalty Program Agent enhances
customer interactions to increase
loyalty program engagement.

BUSINESS CHALLENGE

The challenge in running loyalty programs and large-scale promotions lies in ensuring a seamless and
personalized customer experience while preventing disruptions that could negatively impact customer
satisfaction for the company.

AGENTIC SOLUTION

The Loyalty Program Agent streamlines customer interactions and automates personalized
promotions, enhancing customer satisfaction and driving revenue growth for the company's loyalty
programs.

VALUE PROPOSITION

Enhanced Customer Engagement:
Offers personalized promotions that resonate with customer preferences, fostering loyalty.

Increased Revenue Potential:
@ Sentiments and urgency of the orders are considered to provide the best solution and
support to customers, fostering trust and confidence.

Proactive Customer Care:
Anticipates customer needs and addresses issues before they impact satisfaction, leading to

higher retention rates.



Sujo wdhary

Deloitte.
Digital
Man Director

AGENT CAPABILITIES DeIGIEONsulting LLP

schowdhary@deloitte.com
Personalized Promotions Proactive Issue Detection
Utilizes customer data to generate tailored Monitors customer interactions to identify potential

Hossam Saati

E)roal?gotions, enhancing customer engagement and issues before they escalate, ensuring proactive Senior Manager
yary. support. Deloitte Consulting LLP
hoalsaati@deloitte.com
Real-time Issue Resolution @ Sentiment Analysis
Enables speedy resolutions to customer inquiries, Agent understands the sentiment of the customer to
reducing wait times and improving satisfaction. curate personalized messages to show empathy or

appreciation.
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