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Ako vnimame Al?
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Zdroj: Ipsos Omnibus maj 2026, vzorka 1009 respondentov
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'udi na Slovensku (55 %)

je ohromenych
tym, co Al dokaze.
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Aby som sa dozvedel/a nieCo nové

-

Pre zabavu

je Stéle V56§Ou Na ulohy v praci/v Skole
saéaSt’Ou néého Iba som si to vyskusal/a
zivota.

Ako spolocCnika v okamihoch samoty

Iné

Nevyuzil/a som

Zdroj: Ipsos Omnibus maj 2026, vzorka 1009 respondentov
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_UDIA OTVORENE ZDIELAJU
SVOJE OSOBNE zalezitosti

-~ ~ —

Ale k Al komunikacii s firmam# 5
taki otvoreni nie su. U{ '

ZATIAL...

CX 2.0: Zakaznicka skusenost novej generacie Al ® NTTDaTa
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'udi na Slovensku ma pocit, ze sa
zakaznicka starostlivost vdaka Al
stava prilis automatizovanou a
heosobnou.

Zdroj: Ipsos Omnibus maj 2026, vzorka 1009 respondentov
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Co zvladneme sami digitalne?
A kde chceme l'udsky kontakt? =2 cudsky kontakt Digitaine

VyrieSenie probléemu s vyuctovanim
Konzultacia drobného zdravotného problému
Otvorenie noveho bankoveho uctu
Ziskanie technickej podpory
Vyber mobilného pausalu
Kupa noveho televizora .
Objednanie terminu u lekara :
Kupa letenky .

Zistenie stavu objednavky

Zdroj: Ipsos Omnibus maj 2026, vzorka 1009 respondentov
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Vacsina l'udi, stale
uprednostnuje ...

... ['udi.

66 7%

Zdroj: Ipsos Omnibus maj 2026, vzorka 1009 respondentov
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A iba tretina si zatial myslim,
ze asistenti na baze Al su
nevyhnutnou buducnostou
komunikacie.

33 %

® nTTDaTa ‘
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... riadte ocakavania a

budte transparentni.
Kym budu l'udia
otvorenejsi a
technologie lepsSie
'udi chce jasne vediet, Ci

komunikuje s clovekom alebo s Al.

Zdroj: Ipsos Omnibus maj 2026, vzorka 1009 respondentov

CX 2.0: Zakaznicka skusenost novej generacie Al
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TOP fakty o slovenskej Alfe

Demografi tvrdia, ze generacia digitalneho veku GEN ALFA (+ NAJMLADSIA

-w
Precc a ? potrebovala jedine¢ny symbol, a tak namiesto GEN 2) ‘*
restartovania abecedy zvolila grécke pismeno «. 6‘.0 f’“

Technologie: Regionalny
Smartphone, Smart TV BABY BOOM: CiM CHCUBYT NAJPOPULARNEJSIE
: ’ 5 . ) o MENA
Tablet, Notebook, hra¢ske Presovsky kraj je Chlapci: Dievcata: JAKUB SOFIA
konzoly lidrom (viac ako 9 000 Atléti Doktorky .
SAMUEL ELISKA
novorodencov), tesne IT Herecky
za nim nasleduje ADAM NINA
Kosicky kraj Policajti / Kozmeticky
' hasiéi
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PODLA
DETI

Hranie hier je najpopularnejsou online aktivitou,
nasleduje chatovanie a pocuvanie hudby.

OBLUBENE ONLINE AKTIVITY (8- 14 ROKOV

Hranie hier 77
Texting b1
PocCuvanie hudby/podcastov 50
Sledovanie filmov/serialov 43
Socialne siete 39
Skola a u¢enie 25
Kreativhe & vzdelavacie appky 24
Vyhladavanie info/sprav 21
Online shopping / hladanie e-shopov 13
Citanie 7

uvdzanév %
CX 2.0: Zakaznicka skisenost novej generacie Al
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AZIJSKA v
AMERICKA
KULTURA!
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C & yotwbecom . 9

Library
History

o like videos,

Signint
{, and subscribe

C OHWHCH

Sign in

Explore

j
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naer Thinae' Cact Tect Their
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Denisa Vys$ihiovska o
mesiacmi

£ KONSPIRACNI TEORIZ~*

ZAHADY DAVNYCH VYSPELYCH
~ CIVILIZACI: Podzemni lidé, Atlantida,...

tadeas * 530 tis. zhliadnuti + pred 5 mesiacmi
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VPLYV DETINA TO, CO SA IM KUPUJE

® Rozhodne ano

m Skor ano

®m SKOr nie

® Rozhodne nie

CX 2.0: Zakaznicka skisenost novej generacie Al
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Na ¢o mifia GEN ALFA peniaze?

—

PODLA DET

Sladkosti a dal$ie pochutiny (snacky)

PODLA RODICOV

Sladkosti ainé obéerstvenie || G 65
Hracky a zberatel'ske predmety || | N NI 29
Daré&eky pre rodinu a priatelov || | | | A NNEIN 26
Posedenie s kamaratmi (fastfood, kino) || | | A EEIE 23

N|
(o)
(o})
W

Kozmetika a drogéria

Oblecenie a doplnky

N
o N

Darceky pre rodinu a kamaratov

Hra&ky a zberatel'ské predmety _ 23 Obleée.nieadoplrﬂfy N 22
e B 23 e —
Posedenieskamarétmi(fastfood,..._ 22 i g’k ) p.J 12
- , nihy, komiksy, sasopisy |l
Hry a digitalny obsah(nakupyv...- 13 Doprava (MHD, cestovné listky) [T 11
Doprava (MHD, cestovné listky) - n Skolské potreby [ 8
Skolske potreoy [N 11 Hry a digitalny obsah (nakupy v... JJJl| 8
Elektronika a prislusenstvo - 10 ko [l 8
Kniny, komiksy, casopisy [l 9 Sportové a volnogasove aktivity || 6
M s

Sport a volnogasové aktivity Elektronika a prisluSenstvo . 5
Hudba/filmy a online predplatné I y Charita/charitativne ucely I 3
Charita/dobroc¢inné ucely I 1 Hudba/filmy a online predplatné | 1

uvazanév %
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Gen Alfa pouziva
umeli inteligenciu

8-11 rokov | 26,9%
12-14 rokov|73,8%

CX 2.0: Zakaznicka skusenost novej generacie Al
© lpsos | Jin 2026
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SLEDUJTE RIADTE
OCAKAVANIA | OCAKAVANIA

' = Formujusaaj Vyberajte
mimo vasej mudro, kam Al
kategorie uz pustite

= A uzoddetstva Budte

transparentni
ohl'adom Al

© Ipsos|Jun 2026 24
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DAKUJEM

MENO:

Roman Pudmarcik

KONTAKT:

roman.pudmarcik@ipsos.com
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CX s umelou inteligenci:
méneé ,prosim vydrzte®,
vice ,wow!”

Jiri Zeman
Account Director, Central Europe

June 2026




Customer Expectations Have Changed

Effective, efficient, and emotionally intelligent experiences from their POV

Solve my problem

» Understand my goal

« Address it completely

« Accurate, relevant info

* Provide choice, self-service

Don't waste my time

Connect the dots

No friction or redundancy
Consistent across channels
Concise and proactive

Treat me right

My preferences
Personalize

Consider my emotions

Explain decisions

Genesys | 2025



A Crisis of Loyalty

Competing with the best experiences people have ever had, anywhere

30% 38%

Customers stopped using Annual attrition rate of
a company last year after contact center agents?
a bad experience'’

Genesys | 2025



Welcome to the

ssssssssssss



Big "T" Transformation

SERVICE ECONOMY EXPERIENCE ECONOMY
Best offer wins Best experience wins
Operational efficiency OR loyalty Operational efficiency AND loyalty
CCaaS with Al add-ons Al engine at the platform’s core
CCaaS Al

Predefined rules,

Reason, plan, and act
scripts, and workflows

autonomously

Genesys | 2025 @
[ J



A Generational Leap in Al

Agentic Al |

Act

Generative Al

Create

Conversational Al

NLP Predictive Al Engage
Perceive Predict

@ O

®
Genesys | 2025 @
@



Al-Powered Experience Orchestration

Automate

Personalize

Augment

Optimize

Unprecedented
operational efficiencies

World-class CX for
loyalty and growth

°
Genesys | 2025 @
[ J



Levels of Experience
Orchestration




Level 0

Zero
Orchestration

No system support
Humans do
everything

SERVICE ECONOMY

The Levels of Experience Orchestration

Level 5
Level 4 Universal
Level 3 Agentic Agentic '
Experience Orchestration
Level 2 System- Generation
Generated
Predefined Conversations
Level 1 Dialogue
Menu-Based Automation
Navigation

Transcribed
Voice only
Limited

- ~ AGENTIC Al
GENERATIVE Al
CONVERSATIONAL & PREDICTIVE Al

NATURAL LANGUAGE PROCESSING

Transactional Prescriptive Semi .autonomous Fully autonomous
Omni-channel Personal Emotlon—a\INare Hyﬁcer(-jpers'onal
Rigid Channel-less Language-less Self-adjusting

EXPERIENCE ECONOMY

Genesys | 2025



Al Innovation Moving at Full Velocity

The Latest Innovations Driving Agentic Virtual Agents Further

Al Guides Guides that stay accurate, blend knowledge with transactions, and deliver more reliable, context-aware
actions throughout the customer journey

A unified, context-aware knowledge layer that ingests content automatically at source, delivers multi-

Knsvﬁgdge source answers with RAG, and powers seamless follow-ups across Virtual Agents and Copilots.
abric
7
Enhanced Voice experiences that sound human, with lifelike generative speech, rapid responses, and natural
Experiences conversational flow.

Genesys | 2025 @
[ J




introducing APT-1-a NEW LARGE action Model (LAM)

Agentic Virtual Agent Powered by LAM

Intent — Action
APT-1 translates customer intent into
multi-step actions across your systems P

Understand Plan

Outcomes, Not Just Responses
Unlike LLMs that generate responses,
LAMSs generate outcomes - verifying
success at each step.

End-to-End Resolution

This moves Al from understanding to

execution, enabling virtual agents that

can autonomously resolve end-to-end Act
customer tasks.

Adapt

Genesys | 2025 @
[ J



Genesys delivers Level 4 capabilities today

Level 5
Level 4 Universal
Level 3 Agentic Agentic
Experience Orchestration
System- ,
Level 2 Generation
Generated
Predefined Conversations
Level 1 Dialogue
Menu-Based Automation
Level 0 Navigation

Zero
Orchestration

GENERATIVE Al
CONVERSATIONAL & PREDICTIVE Al
NATURAL LANGUAGE PROCESSING

No system support Transcribed iEresEaE Prescriptive Semi autonomous Fully autonomous

Humans do Voice only T e e—] el Emotion-aware Hyper-personal

everything Limited Rigid Slrernatces Language-less Self-adjusting
SERVICE ECONOMY EXPERIENCE ECONOMY

Genesys | 2025 @
[ J



Al driving value
across the
entire journey

Agent

Copilot

5-20% reduction in ACW
+18% FCR
10-15% handle time

STA

® 146B words
transcribed

@ 38.7K completed
Quality Evaluations

® Operational efficiency

“ Employee

Customer needs

Customer he'Pb% goes to
mobile app or
Intent website
Agent takes over .
) S

R

Admin
Copilot

Supervisor

Copilot

improvements ® Reduced setup &

configuration time
development boosted

& Scheduling

Predictive Routing

® -15%in AHT
®  +14% in employee sat.
® ~§81.48Min cost

savings annually

Forecasting

® Faster time to production ® 26.7K Al Forecast
refreshes

® 130K Work Plans

Predictive Engagement

® +68% in conversions
® +29% in revenue
® .72% in site dwell time

Virtual Agent

® +50-70% in self-service
® 70-80% containment
® ~50%FCR

Journey Management
® ~900M
events analyzed

® 900+ customers using
Journey Flows

Confidential | 2025 g
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Aktivna anketa

Kde prevadzkujete vase kontaktné centrum

ESte stale na vlastnych zariadeniach - On-Premise

G G 7%

Uz sme v Cloude
17%

Nemame zatial zakaznicke kontaktné centrum
17%

_~v¥=— ~-Eo-ﬁ.¥ !%?Lni%mumw
_slidojcoh

! ‘#01234







~2000

Era hardvéru

S SS USSP S—— E S — | S — L —. .

~2008

Era SIP

Cesta kontaktnych centier do cloudu

~2014

Era
Virtualizacie

Dnes

Era Cloudu

Zajtra

Era Al

« Ustredne « flexibilita « redukeia hardvéru « ziadna infrastruktara
» stovky kablov » stdle on-premise » Skdlovanie vykonu » rychla adopcia
« Specializované rozhrania

Mesiace, roky Mesiace Mesiace TyZdne

@

@

O

Doba instalacie

&

®) NTTDaTa
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Manila . oK

63 krajin na 5 kontinetoch

Zakaznicka podpora v 36 jazykoch

1100 agenov

i Ceresit]

FLEXIBLE '

LEPIDLO



Realita vs. o¢akavania pri presune CX do cloudu

Hura, sme v
Cloude!

. , Buduci
Zavedenie nového stav

procesu alebo technoldgie

TR / :
Sucasny " Ok, funnge

to!

Zaciatok Koniec
projeketu projeketu

Produktivita

Reaktivna
zmena

produktivity

PrecCo je to
tazsie ako
predtym? ®@ NTTDaTa
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Preco CX migracie zlyhavaja?

RieSenie 1:1
» Kopirovanie
existujaceho stavu

* Co chceme
dosiahnut nie Ako

Pridelenie
TPudskych
zdrojov

* Dedikovani PO,
SME

» Tréningy a
pripravenost
pracovnych stanic

L1 support pocas
HyperCare

Vyjasnene
poziadaviek
» Zozbieranie

potrieb napriec¢
organizaciou

» Zakaznicka
spatna vazba

Komunikacia

zakaznikom ;

« Co prinesie
pripravovana
zmena

@) NTTDaTa



CX? | ' Spokojny Spokojny
: . v 8 akcionar zakaznik

Customer eXperience

| Spokojny
o——— o/ agent

"mmKto pomo6ze agentom?

9 0101 9101
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= Genesys Cloud

Vyvoj sentimentu klienta podla operatora

+420222245707 35.7%
i .

Operator
Vaclav Kalpar 103
+420222245707 28

Empatia operatora

splia ocakdvania

Klient
Lukas Krch 68
Klient 28
+420608743529 28
Jozef Kotoucek 1

Produktivita operatora

@ ino 6.90% £) @ nie 93.10% )

Overenie totoZnosti klienta

@ pasivny 6.90% () @ aktivny 93.10% ()

Predajné signaly

@ ino 64.67% (o) @ nie 35.33% (9

@ ino 72.07% () @ nie 27.93%

—_a P

Celkovy sentiment Pocet klientov v konverzacii
konverzacie

37.3%
e pozitivny 42.31% () @ neutralny 34.49% (@ pozitivny 33.91% (0 @ neutralny 17.24% (o)
nesplAa oZakavania © negativny 19.28% (0 @ negativny 16.25% (0 @ neznamy 32.65% ()
Sentiment na zaciatku Sentiment na konci Zadrzanie rizika klienta Pouzivanie vulgarizmov

konverzacie konverzacie

pozitivny 6.90% f @ neutralny 73.96% (0) pozitivny 51.72% (o) @ neutralny 30.98% ()
@ negativny 19.14% (0) ® negativny 17.30% (o) @ nie 87.15% (3) @ ano 12.85% () @ nie 93.76% () @ #no 6.24% (3
Dévody konverzacie Dovody konverzacie
Klient cheel zrusit predplatné sluzby na dialku. 2 poistenie domacnosti
Klient chcel kontaktovat iné oddelenie. 2 skodova udalost nespravne Gétovanie
Klient chcel kontaktovat oddelenie predaja. 1 postip hlasenie skod y emena adresy

nedoruéenie tovaru ukoncenie zmluvy

puts  CESTOVNE poistenie uraz s
Zhrnutie konverzacie platba p0|sten|e auta upomienka

dodatoiné jfirvidacia

indexacia auto 2 i \V} Ot n é p 0O i Ste nie poistné

-

Klient vyhladaval informacie o zmene adresy dorucenia.

-

Hovor sa tykal duplikdcie zmluvy a overenia platby.

Y ( Vi i istuid i 1 tvrdenie Ziadosti R 2 - likvidéci

Hovor sa tykal nesthlasu s vySkou novej platby existujiceho klienta. po dodatoéné hlasenie vozidio " \In c'la .'
Y Y & i e = 1 < - : - zaplatenie premie

?T;em sa tykal netspesnej platby na Gcet a domacej posty. 1 Skodné udalost  havaria pod.mkame #vorhe mmup P

Zh s ammsvava POIStENie zodpovednosti
: : : - , . Todpovednasti
Vysledok konverzacie poistnié majetku PoOistenie majuva
Poziadavka nebola vyrieSena. 2 poistna udalos¢ aVarijné poistenie
Poziadavka vyrieSena Ciastocne. 2 zruSenie poistania

-

Poziadavka bola vyriesena.

¢

=
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Al je dobry sluha,
ale zIy pan

Je tato huba jedla?

Mate pravdu - ta huba bola jedovata.
Ospravedlfiujem sa za to zmatenie!
Chceli by ste sa dozvediet viac o jedovatych hubach?

noyy o N ) e '.’N'.‘

l ‘W/I)ﬂﬁw..“';lh‘i\”j.bf,:Av‘v,f,‘ 7

1 Wkt AR R
| 174 7457 M.

/ 177000 i WA
(i \’«.y\'/ WA



®* O O

C M 25 copilotstudio.preview.microsoft.com/environments/5423413c-19eb-ebf2-97b0-445fcab3cb07/bots/02668b58-4741-f011-8779-6045bd0357b6/overview

/1\

-0
oo [ All Bookmarks
. : Environment NN
& Copilot Studio JRX DEV 3 ? (sc)
R : L
B SimBot (4 Overview Knowledge Tools Agents Topics  Activity  Analytics  Channels Published 6/16/2025 Publish Settings Test
ome B = €5
Create . » Test your agent - vy G X
Details £ Edit
/]
Agent Name
0 SimBot
+0
Flows
Description
ot :
(i]m) None provided
Tools
Orchestration
Use generative Al to determine how best to respond to users and events. Learn more ‘) Enabled
Response model
GPT-4o (default) . . L . .
( ' Zdravim, jsem SimBot, virtualni asistent. Méli
byste védét, Ze k zodpovézeni vasich otazek
nékdy pouzivam umélou inteligenci.
Analytics Open Analytics 4 minutami
Check your agent's key performance info from the last 7 days.
Total runs © Successful runs @ Failed runs © Average duration © >

13 46% 54% 50 sec

Make sure Al-generated content is accurate and appropriate
before using.

Instructions © Saved

@) nNTTDaTa




Ziva ukazka
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Martin Chmelik

Go to Market Manager

martin.chmelik@nttdata.com
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Karel Ruzi¢ka, Security Solutions Ar
Peter Mihalovi¢, Solutions Consultan

-

© 2026 NTT DATA, Inc. .




Agenda

Al meni nasu pracu aj nase zZivoty

Generativna Al vs Agentska Al

Dopady Al na kyberneticku bezpecnost

Rizika Al

Co s tym?

@) NTTDaTa



Al is advancing, reshaping critical elements of our lives

PREDICTIVE AI & ML

Al systems analyzing data to
recognize patterns and make
predictions or classifications

Ex. Customer churn prediction
(e.g., Which customer is likely
to leave?)

(O GENERATIVE AI

Al systems generating
original content including
text, images, audio, or ot
media

Ex. Content generation

Increased security and scalability requirements

Foundational

(e.g., generate a customized
marketing email or image)

Enterprise focus right now

PHYSICAL AI

Al systems capable of sensing
and interacting with the
physical world through robotics
and sensors

Ex. Autonomous vehicles,
humanoid robots (e.g.,
self-drive vehicles, drones
for package deliveries)

O AGENTICAI

Al systems that act
autonomously, make decisions,
and adapt to environments in real
time

Ex. Autonomous product
her recommendation system (e.g.,
self-optimizing digital campaigns)

Specialty

® nTTDaTa

Sensitivity Label: Public Presentation



Today’s operat:
Agents, not jus

By 2028,8?0

Source: F5 Corporate Strategy, 2025.



Enterprises are advancing from generative Al apps to agentic Al workflows

Definition

18)

Generates content and recommendations S

to augment human processes

Autonomously initiates and completes tasks

Architecture

©
©

Ds

Al deployed as standalone apps, activated _—

on-demand, isolated within specific solutions

Deeply integrated across apps and
protocols, uses event-driven autonomic
processes

Deplovment Primarily static API calls, manual initiation through 5 dDr}il\?:rrmn;Cthiemlg’lt?c:ga;:c? fe%?—r’:;[;gtlclgrieAlelj-al
P —> protocols processing
Intearation Limited integration, point solutions and isolated — Errc(;)r?edsltrr];?igo;atlOrg’ar(r:]tlij\l/tel-isrﬁztreomerabiIit
° data flows o across platfor,rﬁs g ’
E fQ Drafting a marketing email or summarize a 7 Automatl_cally |dent|f¥ leads, builds
xamples yﬁ; personalized marketing cadence, and

meeting transcript

Sensitivity Label: Public Presentation

monitors responses

® nTTDaTa



Comparing generative Al vs agentic Al

Generative Al Agentic Al

o Creates operational efficiency o Creates operational efficiency and improves decision making

o Driven by data o Driven by autonomous action

o Security focuses on protecting proprietary data, ensuring o Security focuses on controling access, monitoring behavior
privacy and testing robustness of models and maintaining accountability

o In practice, this means setting guardrails around what users
can enter into prompts and enforcing DLP safeguards in
outputs

In practice, this means enforcing zero trust security strategies
around how agents access information and applications

o Works best when a human is kept in the loop o Is designed to work autonomously (that’s the whole point!)

The impact of something going wrong is astronomical
(changing source code, single source of truth, taking
irreversible actions, etc...)

o The impact of something going wrong is relatively low (data
loss, Al hallucinations, bias, etc.)

® nTTDaTa

Sensitivity Label: Public Presentation



Al and cybersecurity

Secu rity with Al Al is used to improve security outcomes

Machine learning (Al/ML) 2010s onwards EDR/XDR

Generative Al (GenAl) 2023 onwards Copilots

Security by Al Al improves security outcomes with automation
Agentic Al 2026 onwards Al SOC

Security against Al Al enables more convincing/illusive attacks

Generative Al (GenAl) 2025 onwards Deepfakes
Agentic Al 2025 onwards Vibe hacking, Rogue agents, Malicious agent
Security for Al The Al itself is the target of cyberattacks

. Data (training or inference)
. LLM/Application

. Access

. Agents

. MCP Servers
7 ®) nTTDaTa
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Security risks posed by Generative Al

1. Employee use of GenAl SaaS services

« Data leakage

« Inappropriate prompts, e.g.
“How do | make a nuclear bomb?”
“How much does my boss earn?”
“Is my employer planning layoffs?”

» Acceptance of hallucinatory responses

2. Presenting a GenAl experience to employees and/or customers

« Data leakage through prompt injection

« Data poisoning (training or inference)

« Exploitation of vulnerabilities in the app code
« DDoS attack against the LLM

®) NTTDaTa



Security risks posed by Agentic Al

« Secret agents, rogue agents, and double agents
« MCP servers: agents’ window to the world
* The vibe coding issue

®) NTTDaTa



OWASP Top 10 for Large Language Model Applications

LLMO1: Prompt Injection

Manipulating LLMs via crafted inputs can lead to unauthorized access,
data breaches, and compromised decision-making.

LLMO2: Insecure Output Handling

Neglecting to validate LLM outputs may lead to downstream security
exploits, including code execution that compromises systems and
exposes data.

LLMO3: Training Data Poisoning

Tampered training data can impair LLM models leading to responses
that may compromise security, accuracy, or ethical behavior.

LLMO4: Model Denial of Service

Overloading LLMs with resource-heavy operations can cause service
disruptions and increased costs.

LLMO5: Supply Chain Vulnerabilities

Depending upon compromised components, services or datasets
undermine system integrity, causing data breaches and system
failures.

LLMO0G6: Sensitive Information Disclosure

Failure to protect against disclosure of sensitive information in LLM
outputs can result in legal consequences or a loss of competitive
advantage.

LLMO7: Insecure Plugin Design

LLM plugins processing untrusted inputs and having insufficient access
control risk severe exploits like remote code execution.

LLMO08: Excessive Agency

Granting LLMs unchecked autonomy to take action can lead to
unintended consequences, jeopardizing reliability, privacy, and trust.

LLMO09: Overreliance

Failing to critically assess LLM outputs can lead to compromised
decision making, security vulnerabilities, and legal liabilities.

LLM10: Model Theft

Unauthorized access to proprietary large language models risks theft,
competitive advantage, and dissemination of sensitive information.

® nTTDaTa
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Existing Security Strategies Fall Short

Existing identity solutions - such as multi-factor authentication (MFA), IdP/ Directory, single sign on
(SSO) and identity threat detection and response (ITDR) - are still important to an organization’s
overall security strategy, but they were not designed to secure agentic Al deployments.

r -1 Insufficient Visibility and Monitoring:
27 S\
N\ Organizations struggle to gain comprehensive visibility
L - into agent activities, identify unauthorized agents and

detect abnormal behaviors that could signal a threat.

Lack of Agentic Accountability:

/ \ There is no standard way to register agent identities,
@ - @ map agents to humans for accountability or govern the

agent’s lifecycle.

Overprivileged Agents:

Agentic access is often hardcoded at worst or coarse-
grained at best — leaving organizations with unreliable
agents acting with too much (or too little) entitlement.

Sensitivity Label: Public Presentation

It’s not a matter of if you’ll roll out agentic Al for
your organization. It’s a matter of when —and
what amazing things you’ll do once fully
implemented. Soon, every employee will have an
army of Al agents at their disposal, augmenting
their own abilities at machine scale to move
business forward at incredible speeds.
Gartner forecasts that by 2028 15% of day-to-day
work decisions will be made by agentic Al.

® nTTDaTa


https://www.gartner.com/en/articles/intelligent-agent-in-ai

Reimagining Security for the Agentic Workforce

* Protecting the world from agents is an identity and access problem.
* Protecting agents from the world means ensuring agents can’t be manipulated by bad actors.

« Visibility into agentic activity is foundational. See every agent. Including the ones you didn't know existed.

+ Every agent operating in your enterprise needs a proper identity lifecycle: onboarded with clear
accountability, monitored during operation, and governed throughout its existence.

« Enforce least privilege at every tool call. Access policies for agents need to be least privileged.

* Fusing identity and the network for agentic control. Governing agentic identity effectively requires visibility
at two layers simultaneously: the identity layer and the network layer.

+ Detect and respond to security threats and incidents at machine speed. Agents operate faster than any
human can monitor.

® nTTDaTa

Sensitivity Label: Public Presentation



Zhrnutie ® nTTDaTa

1. Zamerajte sa na vSetky aspekty bezpecnosti a
spravajte sa k Al identitam ako k uzivatelskym:
« Data (DLP)
 Aplikacie (Zero trust)
 |dentity and pristupy (IAM, IDM, PAM)
Agent musi byt asociovany s realnou identitou a
musi podliehat governance procesom.

2. Nedoverujte agentom - kazdé vyuZitie agenta musi
prejst penetraénym testovanim.

3. Zabezpecenie Al musi byt automatizovane,
rychlost reakcie ¢loveka je uz nedostatocna.

4. Al vyzaduje auditing, monitoring a sledovanie
nakladov v realnom Case.




Dalsie kroky

Kyberneticka bezpecnost uz nie je
technologické, ale biznisové riziko:

Je potrebné prepojit viac€ro vrstiey.

ochrany a zladit bezpgcnost's
ostatnymi technologiami
Kyberneticka bezpecnost ma byt
investiciou do vysledkov.

Spolo¢nost NTT sa zameriava na
dlhodobu spolupracu pri
definovani a budovani spolo¢nych
rieSeni, ktoré vas s istotou

posunie do digitalnej buducnosti.

Nase timy su pripravene
poskytnut konzultacie v
akomkolvek vychodiskovom bode
a pri akejkolvek naliehavej vyzve.
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Human first
(Al second)

Lighting Beetle



Pomahame znackam rast budovanim
vynimocného vztahu s ich zakaznikmi
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Customer
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User
Experience



Skusenost je
stret oCakavani
srealitou
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100 %

“Delivery gap”

50 %

8 %
.

Znacky, ktoré veria, Znacky, ktorych
Ze maju vynimocnu zakaznici suhlasia
hodnotovi ponuku

0%

(zdroj: Bain & Company)



Al-first



Priklad z praxe



Ad-first



human-first






BVS éelila;“yysokému poéf@izékaznickych
dopytov smertjticich na call centrum. Nebolo
jasné, Ci je problém na webe, v zakaznickej
podpore alebo komunikacii so zakaznikmi.

Riesenie: Redizajn faktar



Vysledky

022 %

znizenie dopytov
tykajucich sa faktar

00 %

znizenie poctu
upomienok






Napriek pravidelnému zasielaniu upomienok
zostaval velky podiel dlhov neuhradeny a
Uspesnost thrady dosahovald |ba 19 %

RieSenie: Redizajn upomienok



Vysledky
020 %

narast poctu
uhradenych
upomienok



- Inovaciaje
novy sposob pozerania
na stary problem



Zakaznicke

Biznisové
ciele

Technické
obmedzenia




Pracadizajnéra
sazacinatu

Zakaznicke

Biznisové
ciele

Technické
obmedzenia

a pokracuje tu
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1. Mente data na insighty



1. Mente data na insighty
2. Overujte hypotézy s ludmi



1. Mente data na insighty
2. Overujte hypotézy s ludmi
3. Poditajte stratu / navratnost



Minimum
Viable

Podcast

Odportacam

Sprava o stave
Customer
Experience
naSlovensku

Lighting Beetle




Marek
Hrabovsky

hrabovsky@lbstudio.sk

Lighting Beetle*




43‘1 Born Digital NTTDAarta

Bez dat neni uspésna transformace.
Bez rozhodnuti nejsou vysledky.

Born Digital
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Zakaznici <} Born Digital
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CX bez lidi? ﬂg Born Digital

AI nema nahradit lidskost v CX. Ma odstranit Sum,

slepotu a nahodnost, aby lidé mohli byt lidstéjsi tam,

kde na tom opravdu zalezi.

Problém kontaktnich center dnes neni nedostatek lidi
nebo nedostatek dashboardl. Problém je, Ze data se
casto nepreklapéji do rozhodnuti a rozhodnuti se
nepteklapé&ji do zmény chovani operatort. AI
Analytika a AI Kouc propojuji cely retézec:
interakce -> insight -> rozhodnuti -> trénink ->

zména vykonu.




ﬂg Born Digital
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Customer Insights Analytics \

Analytika nad analytikou I ‘




Customer Insight Analytics

qg Born Digital

Duvody Interakce

Automaticky klasifikuje kazdy hovor, chat a
e-mail podle zaméru, produktu a mnoha
daldich parametrd.

POMAHA IDENTIFIKOVAT A
PREDCHAZET ZBYTECNYM HOVORUM

\

Vs

Customer Experience

Analyzuje dynamiku sentimentu klientd,
empatii a profesionalitu agentd nebo
oznacuje fraze porusujici pravidla.

ZVYSUJE NPS/CSAT POMOCI AKCNICH
TIPU PRO KOUCINK

Sales Analytics

Zaznamenava prezentaci produktu, reakce nebo
namitky zakaznikl a srovnava miru uspésnosti
podle skriptu/agenta.

OPTIMALIZUJE HOVORY,
ZVYSUJE KONVERZI

Vs

Churn Prevention

Predpovida riziko Ubytku zaméstnanct z
interakce s obsahem a spousti upozornéni
v realném Case

UDRZI SI ZAKAZNIKY S VYSOKOU
HODNOTOU
JESTE PREDTIM, NEZ ODEJDOU

Upozornéni na neobvyklé situace

Detekuje anomalie, jako je nahly narast stiznosti, signaly podvodll nebo vypadky sluzeb.

UMOZNUJE RYCHLOU REAKCI NA INCIDENTY A CHRANI REPUTACE ZNACKY




Analytika nad analytikou — Akce qg Born Digital

@ Akce [/ spoustéc¢ — informovat o
t/ ostatni oddéleni, vytvorit tikety

Date and time of call: 28.05.2025, 10:42 - 10:56
Agent name: Jana Kovégova
Client ID: 24567891

Call summary:

The client contacted the service line regarding early repayment of a mortgage. During the call, he repeatedly expressed dissatisfaction with the current interest
rate and stated that he is considering switching to another bank that offered him more favorable terms. The client’s tone was irritated, but the communication
proceeded without incident

. . v . . . agn s = .
Reagujte proaktivné, jakmile dojde ke kritické interakci!
Identified reasons for churn risk:
* Another bank (***) offered her an interest rate of 3.1%, while he currently has 3.9% at ***
= Negative experience at the branch —unprofessional behavior of the staff
* Feeling of insufficient care for long-term clients

AT
Recorded client objections:

Definujte, co pro vasi firmu znamena ,kriticky“, a nechte si

zasilat upozornéni pokazdé, kdyz dojde k zaznamenani iy St e o vyt Ssonrs e a1 bt et
- . * “When | asked about options to reduce the interest rate, they just brushed me off at the branch.”

takové interakce (hovor, chat, e-mail).

Vytvarejte tikety pfes API (napf. pro pfislusné oddéleni na
zakladé obsahu) nebo posilejte e-mail se vSemi
podrobnostmi — nemusite si interakci znovu poslouchat ani
Cist!

Priklad: call centrum pro sluzby vs. call centrum pro udrZzeni
zakaznikl -> automaticka komunikace bez zasahu
operatora



Analytika nad analytikou — Alerty 4;§ Born Digital

@ Upozornéni v realném €ase na
t/ to, co vyzaduje pozornost Workflows Veera 19:18

&L & Telekom alert §
Sluzba: Nefunkcné Wi-Fi

Pocet hlaseni za poslednych 15 min: 7
Cas pravidla: Dec 2, 2025 @ 19:18:34

Nechte si zasilat proaktivni upozornéni, jakmile klicové
ukazatele prekroc€i nastavené prahové hodnoty (nahlé
narusty ¢i poklesy objemu, poruseni SLA, neobvykla
témata...).

Nastavte frekvenci kontrol (napf. kazdych 15/30 minut) a
smérujte upozornéni do aplikace Teams, na e-maily nebo
dokonce spustte hovor od hlasového robota konkrétni
osobé kdykoli béhem dne.

Filtrujte podle produktu, segmentu zakazniku, lokality a
dalSich kritérii!



Analytika nad analytikou — Sledovani anomalii lﬁ‘l Born Digital

@ Méjte vzdy pf'evh_led
\+J o tom, co se deje

Automatické prehledy vykonu

pro vSechny vase kanaly — call centrum,
hlasové roboty, e-mailové roboty... bez
nutnosti ru¢niho sledovani.

Denni/tydenni (nebo vlastni) aktualizace,
které mohou zahrnovat detekci anomalii a
proaktivni upozornéni.

Jednoduché nastaveni: vyberte ¢asové
obdobi, obsah a misto doruceni
(Teams/e-mail...).

o
B Zhrnutie diania na linke Voicebot medzi Dec 2, 2025 6:00-22:00 B
Popis:

* Pocas dna sa opakovane vyskytovali vypadky pevného internetu a Magio TV v lokalite Chorvatsky Grob.

* Viaceré hlasenia potvrdili lokalne technické poruchy sluzieb pevného internetu a Magio TV v Kosiciach, Lu¢enci a
Bratislave.

* Zaznamenané boli regionalne vypadky pevnych sluzieb aj v Turanoch nad Ondavou, Novych Zamkoch a okoli.

* V Bratislave (viaceré mestské casti) bola zvysena frekvencia hlaseni vypadkov pevného internetu a Magio TV.

Denné anomalie

* V lokalite Chorvatsky Grob medzi 7:00 a 10:00 sa prejavoval vyrazny narast incidentov na pevnom optickom internete, v
jednom intervale az 13 pripadov.

* Sucasne v Chorvatskom Grobe bol medzi 7:00 a 10:00 potvrdeny opakovany vyskyt vypadkov na access node
UBAM:CHOG_MOAL-01, ¢o signalizuje kratkodoby Spickovy narast technickych problémov.

* V sluzbe INTERNET_OPTIC sa zvySeny pocet incidentov objavil najma medzi 7:00 a 7:15, kde bolo zaznamenanych az
11-13 pripadov v kratkom case; ide o kratkodobi Spicku.

* V ostatnych lokalitach a sluzbach nebol zisteny Spickovy narast alebo dlhodoba anomalia nad hranicou 10 pripadov za
den.

B Zhrnutie diania na linke Voicebot medzi Dec 2, 2025 22:00 - Dec 3, 2025 6:00 B
Popis:

* Jednotlivé pripady blokovania SIM karty a problémy s PIN/PUK kodom, vratane eSIM.
* QOjedinelé technické problémy pri prenose telefonneho cisla na SIM karte.
Hlasenia vypadkov alebo technickych tazkosti so sluzbou Magio televizia.
Individualne poziadavky tykajice sa audiotextovych sprav a sluzieb Voyo.
Ojedinelé technické problémy s internetovym balikom a aktivaciou sluzieb v mobilnej sieti.

Timestamp: Dec 3, 2025 @ 06:15:43.291




Analytika nad analytikou — Detekce anomalii

Born Digital

@ Automaticr:ky rozpozna
X/ neobvyklé vzorce

Strojoveé uc€eni rozpoznava statisticky
vyznamné zmény ve srovnani s historickym
chovanim (nejedna se pouze o pevné dana
pravidla).

Zjistéte, co se zménilo, jak zavazna je dana
zmeéna a na co ma dopad (produkt, region, typ
zakaznika, kanal...).

Doplrite udaje z vaSeho CRM systému nebo
uzivatelskych dat (napf. poloha) — neni tfeba se
zakaznika ptat.

¥; Anomalia zistena! ¥;
! Service Data Status:

* INTERNET_OPTIC

¢ Kedy:
* Bucket start: Dec 2, 2025 @ 08:15:00
* Bucket end: TBD - +15min.

« Zavainost: 184 §

* Typicka hodnota: 2.04

* Skutoéna hodnota: 11

¢ Top Influencer:
* meta_Service_Type: NTHD_FIX_INTERNET
* meta_Service Data Status: INTERNET_OPTIC
* meta_Selected_Address_City: Chorvatsky Grob

Rule timestamp: Dec 2, 2025 @ 08:32:12.446
éera 11:17

Anomalia zistena! ¥;
! Mesto:

* Chorvatsky Grob

* Kedy:
* Bucket start: Dec 2, 2025 @ 11:00:00
* Bucket end: TBD - +15min

* Zavainost: 35 @

* Typicka hodnota: 1.18

* Skutocna hodnota: 4

* Top Influencer:
¢ meta_Service_Type: NTHD_FIX_INTERNET
* meta_Service_Data_Status: INTERNET_OPTIC
* meta_Selected_Address_City: Chorvatsky Grob

Rule timestamp: Dec 2, 2025 @ 11:17:15.017



Detekce anomalii - Sledovani v dashboardu 4§ Born Digital
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Sledujte odchylky v Case pomoci
historickych trendovych krivek a wrepner. orc (RENSR
map

Jakmile obdrzite upozornéni, oteviete c éé\h

prehledovou stranku, kde uvidite cely
kontext — az po

jednotlivé interakce (napf.

konkrétni hovory).



Analytika nad Analytikou — budoucnost/souasnot? 4§ Born Digital

Vas digitalni Al
@ Analytik

Mluvte o svych datech tak, jako byste
mluvili s
lidskym datovym analytikem.

Ptejte se na konkrétni oteviené

otazky, pozadejte o B D e
navrhy, shrnuti nebo

porovnani.

Pokud chi zlepsit spokojenost v nasem call centru, na co bych se mél zaméfit?

ﬂ Odpovéd:

Z dat vychazi, Ze spokojenost zlepsite nejuic tim, Ze se zaméfite na kritické hovory a na témata, kde se kumuluje negativni koncovy sentiment (zejména
,Zklamany/Nastvany/zZmateny").

*,N=6) se v souhrnech opakuje

3) ,Prot” - co redlné spousti nespokojenost (z pfikladd shrnuti)u nejeastéjsino kriticko-negativniho tématu (,SniZeni zalohy na plyn...

1. klient je nagtvany/zklamany kvili neekané zméné zilohy (napf. strzend Edstka neodpovida otekavanf),
2. Frustrace z toho, ze zména probéhla ,bez souhlasu” a klient tomu nerozumi,
3.nésledné se fesi ,administrativni néprava” (vrdceni/pfenastaveni zalahy + zas|4ni dokumentu k potvrzeni e-mailem), coZ byva emogné vypjate.

4) Doporuéeni, na co se zaméfit (podle dat)

1. Sniovat podil kritickjch hovord — jsou silné spojené s negativni emaci na konci {u kritickjch hovord je ,zklamany/Na3tvany” vyrazn& Zast&jsi ne u nekritickjch)
2.Zlepsit procesy a ikaci kolem (] VUl i
1. hlavné scéndfe ,netekand zména” (Eastka strzend jinak, zména zaloh) + jasné vysvétleni ,prot” a ,co ted”
3.Zjednodusit a zpFehlednit dokonZeni pfes e-mail / elektronicky podpis
1. témata s problémy okolo podpisu se v negativnich hovorech objevuji opakované.
& Cileny coaching agentd, ktefi vyénivaji v negativni mife (pfi N220)
1. nejuy3&l miru negativniho konce mé napf. ,Maurenc, Dominik..” 14/34 = 41,2 %, ,Kasparova, Tereza...” 9/25 = 36 %, ,Zimna, Vanesa..” 8/27 = 33,3 %
(To nenf ,vina", ale dobry starting point pro poslech/kalibraci - Zasto to koreluje s typem agendy, kterou fesi.)

ﬂ Odpovéd:

Ano — mézu udélat jednoduchy textovy graf (bar chart). Nize je TOP 20 agentd podle pottu hovord (méfitko: max = 79 hovori)

Stepanova N T O ——
sochoroval | ISR
janosec T T
Uyhlidaloy | 61
skulinova I Y R 50
kvapil " 57
Be rkova2 I 53
janikova I 53
vavrovas I 53
Antalkova ] 52
nacolova I as
wolfova e as
Barth T a7
schniedova | IR a5
gelnar [ as
Szabo3 I aa
kostreboval T aa
Habustova I 43
hofmanoval T 43
kutacoval —T—1 a3

Cheete graf pro vechny agenty (dlouhé), nebo tieba jen TOP 50 / konkrétni tym (pokud feknete jak filtrovat)?



Analytika nad Analytikou — budoucnost/souasnot? 4§ Born Digital

= @ QF
project._id.keyword: 682 ﬂ Dobry den, jsem Vase nova datova analyticka. S ¢im vam mohu pomoci? &
14
Délka hovoru @ A
Vidim, ze nejcastéjsim ddvodem volani je kategorie ,Dotaz ohledné smlouvy neba jejiho dodatku”. Jaké jsou jejich otazky — co jim neni jasné? X
Zakladni inform
ﬂ U hovord v kategorii ,Dotaz na smlouvu nebo dodatek” (v aktudlnich datech 173 hovord) se opakuji hlavné tyto nejasnosti / otdzky (podle ,hlavni téma
Poget nahravek hovoru” a redlnych shrnuti):
1. Nedoruéeny dodatek / smlouva - chtéji poslat znovu (typicky e-mail/posta)
« Projevy: ,nedostala jsem nabidku / dodatek®”, . pfisla SMS o nedoruéeni dokumentd”, ,mazete to poslat znovu?”
« Priklady ze shrnuti: klientka neobdrzela nabidku na snizeni ceny — agent znovu posila dodatky; klient vola kvili SMS o nedoruéeni dokumentd k
prodlouzeni — agent posila znovu postou.
2.5Snizeni ceny / sleva je (nebo neni) v dokumentech - neumi ji najit / ovéfit
1 020 - Projevy: ,méla tam byt sleva”, ,v ceniku to nevidim*, ,je dodatek spravné?"
I} « Prfiklad: klientka fesila ,nesrovnalosti v ceniku a slevé” — po vysveétleni zjistila, ze sleva v dokumentech je a dodatek podepise.
3. Stav zpracovani a platnost zmeény - od kdy zacne platit nova cena / kdy se to projevi
Nejkrat3i hovor « Projevy: ,uZ je to aktivni?*, ,kdy zatne platit sniZeni ceny?, ,je moje Zadost zpracovana?”
« Pfiklad: klient dostal informaci, Ze Zadost jesté neni zpracovana — domluva, Ze zavola pozdé&ji na ovéfeni; jinde zaznélo, Ze sniZzeni zaéne platit
od urcitého data (napf. od 1. kvétna).
4, Pradlouzeni smlouvy — jestli je automaticke a jestli musi néco podepisovat / reagovat
« Projevy: ,musim na nabidku reagovat?”, ,prodlouZi se ko samo?”
« Priklad: agent potvrdil automatické prodlouzeni (napf. u plynu) a Ze klient nemusi na novou nabidku reagovat.
S.Fixace (hlavné plyn) - pedminky, délka, dopady, minimalni odbér -
0:03200 « Projevy: ,jaké jsou podminky fixace”, ,prot cena klesa/neklesa”, ,jak je to s minimalnim odbérem* =
« Priklad: dotaz na fixaci na 3 roky + feSeni minimalniho odbéru a pfepocta. 2
Poget hovorii po agen| E.Smlouva pro vice odbérnych mist / ,,druhy ddm* - chybi dokument i pro dalsi misto "i
. « Projevy: ,proc minepfisel dodatek i pra druhy dam?” s
- w
@  Start typing... °o@® g
o

=0 e ey ' oo rresoTTe

Zalohv =@statni H Dotaz na smlouvu nebo dodatek



Analytika nad Analytikou — budoucnost/soucasnot?

@

»
« 08:06 az 13:35 téhoz dne). Takze ,posledni tydny” v aktualnim indexu nelze vyhodnaotit.
Co ale umim fict z dostupnych zaznamd (Pavlina Sochorova, celkem 14 hovora):
Jak si vedla (souhrn vykonu)
« Koncovy sentiment klienta (14 hovord):
« Spokojeny: 6 (43 %)
« MNeutralni: 4 (29 %)
« Chybi vyhodnoceni: 4 (29 %)
« Negativni (Zklamany/Nastvany/Zmateny): 0
« Kritické hovory: 0/ 14
« Mix kategorii: nejvic ,Dotaz na smlouvu nebo dodatek” (7/14), pak Facturace (2) & daléi jednotlivé.
v - . . . +v0
Pravdepodobne nedostatky / rizika (z metrik komunikace + Formularu)
1) Prilis vysoky podil feci operatora (riziko “monologu”)
+ Pridmérna doba mluveni:
« agent:222s
« klient: 100 s
+ pomér agent/klient: 2,22% (agent mluvi zhruba dvojnasobek)
To casto vede k tomu, Ze klient sice “souhlasi”, ale odchézi jen neutralné (ne Gplné ujistény)
Na co se zaméfit v koutinku
« Struktura odpovédi: 1-2 véty ,verdikt”, pak teprve vysvétleni.
« Prdbé&Zné kontrolni otazky: ,Je to takhle srozumitelné?” / ,Chcete cenu pfepocitat i pro variantu X?*
Start typing...

ad
-
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Z nahodného feedbacku na systematické zlepsovani vykonu

Trénuje operatory na realnych situacich z jejich kazdodenni prace
VytvaFi individudlni scénate podle skuteénych hovord, chyb, témat
a zakaznickych emoci

Simuluje narocné zakazniky, eskalace, namitky i citlivé situace
Dava okamzitou zpétnou vazbu k ténu, empatii, argumentaci,
postupu a dodrzeni skriptu

Pomaha team leaderim $kalovat coaching bez nutnosti poslouchat
stovky hovorl

Propojuje analytiku s rozvojem lidi: insight -> trénink -> zména

chovani



Al Trenér <. Born Digital

Al digitalni klient

(1) Jak pracovat s digitalnim klientem?
g
oy
Vaclav, 37 let | Pracovnik helpdesku °
@
Vaclav potfebuje (vér na Eastefnou rekonstrukci svéhao
bytu. Je vhodny na zacatecnicky trénink nabidky Gvéru. "
Zacatecnik
Dana, 35 let Vedkyne g vaclav dorazil na domluvenou schizku za Géelem
l‘ l; =) ziskani financi na ¢astecnou rekonstrukci bytu.
’ Vstoupil do kancelafe a nyni tise vyckava. A
5y
v

Dana pfichazi vypovédét stavebni spofeni. Cast penéz chre
vyuzit na koupi vybaveni détskeho pokoje, cast spofit
efektivngji.

Virpu-uécr SP

Napsat zpravu




Al Kouc/ka

Hodnoceni rozhovord

¢ Zpét

Dana, 35 let védkyné

Vypoved SP

Tveé silné stranky:

Ukazal jsi, Ze dokazes reagovat rychle a strucné, ale
komunikace postradala Uvodni strukturu.

7%

Povedlo se ti udrzet zdvorilé a struéné zakonceni schizky,
25. 05. 2026 kdyz jsi klientku slusné vyprovodil a potvrdil dalsi kroky.

Ukazal jsi iniciativu v hovoru a aktivné jsi ved| klientku
smérem k vyjasnéni jeji situace a potreb.

Jednal jsi zdvofile, respektoval jsi klienta a udrzel pfijemny
a profesionalni tan rozhovoru.

Kratce jsi udrzel interakei a dal klientovi prostor sdélit jeji
situaci a patieby.

Udrzel jsi klidny a vstiicny ton, diky éemuz klientka mohla
bez pieru$ovani popsat své potieby a plan na financovani
détského pokoje.

Ukonéeni rozhovoru mélo pozitivni a profesionalni tan, kdy

)
-

Zahajit rozhovor

ﬁ Dobry den, Marku, vitejte, jsem Bara, vase

digitalni mentorka.

Pracuji s vasimi razhovory s Al klienty, abych vam
pomohla cilené rozvijet obchodni dovednosti -
nejde o hodnaoceni, ale o spolecnou praci na
zlepseni.

Co byste dnes chtél konkrétné probrat (napfiklad
Uvod schizky, zjiStovani potfeb, uzavirani)?
Kolik tasu na to dnes mate? Tyto rozhovory
obvykle zaberou do tficeti minut.

Napsat zpravu

Born Digital
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Real Time Voice + Avatar

qg Born Digital

Nova prelomova technologie V2V eliminujici
vsechny chyby predchozi generace voicebott

- Skakani do reci

- MultijazyCnost

- Nulova latence

- Prirozeny rozhovor - zadna rigidnost

https://avatar-
1.demo.borndigital.ai/?k=eYObNta66ASVfS5dINBhdUGv

2U9uXox4

i J

https://cus er-test.borndigital.ai/voice-to-voice-

bank-demo endar



https://avatar-1.demo.borndigital.ai/?k=eY0bNta66ASVfS5dINBhdUGv2U9uXox4
https://avatar-1.demo.borndigital.ai/?k=eY0bNta66ASVfS5dINBhdUGv2U9uXox4
https://avatar-1.demo.borndigital.ai/?k=eY0bNta66ASVfS5dINBhdUGv2U9uXox4
https://avatar-1.demo.borndigital.ai/?k=eY0bNta66ASVfS5dINBhdUGv2U9uXox4
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar
https://customer-test.borndigital.ai/voice-to-voice-bank-demo/calendar

qg Born Digital

Mgr. Ondrej Pohl

Head of Indirect Sales

Ondrej.pohl@borndigital.ai
+420 602 332 381
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