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TrueServe™ is an integrated suite of
best-in-class contact center technologies
and industry-specific accelerators - all
designed to help you deliver a better
human experience while creating a

more efficient contact center.

The solution includes conversational Al-
driven self-service features, a flexible
orchestration layer, CCaaS, a next
generation agent console, and an
outcome-based design and analytics
system.

TrueServe™ has the flexibility and
modularity to meet you where you are
on your journey and accelerate your
path to value.

FEATURES

Conversational Al-driven self-service

The self-service features seamlessly support both voice and digital channels. The voice capabilities
include integrated rich chat interactions that provide a unique and differentiated multi-modal
experience.

Flexible orchestration

The pre-built orchestration layer has the flexibility to allow our self-service solution to connect
with any technology ecosystem while supporting APIs, interaction management, and configurable
redaction and encryption.

Contact center as a service

The solution offers a comprehensive, scalable suite of contact center capabilities built on leading
cloud-based technologies with full integration into our self-service features and agent console.

Next generation agent console

The agent console brings a 360-degree view of the customer to the forefront with agent assist
capabilities including next best action, dynamic knowledge, transcription, sentiment analysis,
guided and scripted workflows, and a consolidated softphone to simplify the job of the agent.

Outcome-based design and analytics system

BENEFITS

The conversational Al design and analytics system measures overall business value for virtual
assistants and provides granular, actionable insight into the customer experience journey with an
outcome-based analytic model and the ability to measure performance against goals.
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As used in this document, “Deloitte” means Deloitte Consulting LLP, a subsidiary of Deloitte LLP. Please see www.deloitte.com/us/about
for a detailed description of our legal structure. Certain services may not be available to attest clients under the rules and regulations of
public accounting.

This presentation contains general information only and Deloitte is not, by means of this presentation, rendering accounting, business,
financial, investment, legal, tax, or other professional advice or services. This presentation is not a substitute for such professional advice
or services, nor should it be used as a basis for any decision or action that may affect your business. Before making any decision or
taking any action that may affect your business, you should consult a qualified professional advisor.

Deloitte shall not be responsible for any loss sustained by any person who relies on this presentation.
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