
NiCE and AWS –
Leveraging the “Power of 3”

Craig Moss
Strategic Alliances 
Director International
Craig.moss@nice.com
+44 7790 772 653

크레이그 모스

mailto:Craig.moss@nice.com


• The NiCE-AWS Global Partnership

• NiCE-AWS Go To Market for our partners

• NiCE+AWS joint messaging and themes

• Events for the diary

• $20k in 1 hour courtesy of NiCE and AWS



The NiCE and AWS Global Relationship



NiCE and AWS are Strategic Partners

Commercial leverage 
Technical best practise 
and “well architected” 

principles

https://www.nice.com/press-releases/nice-signs-strategic-collaboration-agreement-with-aws-to-accelerate-end-to-end-customer-service-automation-at-scale
https://www.nice.com/press-releases/nice-signs-strategic-collaboration-agreement-with-aws-to-accelerate-end-to-end-customer-service-automation-at-scale


Leveraging AWS Services natively

https://resources.niceactimize.com/wp-content/uploads/2025/06/Actimize_AWS_NF_FINAL_final_26_10_17.pdf
https://www.youtube.com/watch?v=gfLB9Kmf0XA


Leveraging NiCE+AWS in your 
partner Go To Market



All our NiCE offerings are available on 
AWS Marketplace

(and can be purchased via our partners!)

AWS Marketplace: NICE CXone MpowerAWS Marketplace: NiCE Cognigy -
AI Agents for Enterprise Contact 

Centers

AWS Marketplace: X-Sight

Conversational 
AI

CXOne Actimize

https://aws.amazon.com/marketplace/pp/prodview-7ptiwb4rnfvtg?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-6c25zypcl2fro?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-6c25zypcl2fro?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-6c25zypcl2fro?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-6c25zypcl2fro?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-6c25zypcl2fro?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-6c25zypcl2fro?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-jcol4qp64ezyc?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-jcol4qp64ezyc?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-jcol4qp64ezyc?sr=0-1&ref_=beagle&applicationId=AWSMPContessa


NiCE Partners also leveraging the Marketplace 
“Shop Window” for their bundled services

AWS Marketplace: Infosys Actimize Fraud Management 
Studio

Infosys + 
Actimize

https://aws.amazon.com/marketplace/pp/prodview-dckouedtxfrr4?sr=0-1&ref_=beagle&applicationId=AWSMPContessa
https://aws.amazon.com/marketplace/pp/prodview-dckouedtxfrr4?sr=0-1&ref_=beagle&applicationId=AWSMPContessa


There’s only 2 ways to 
retire your AWS volume 

commitment

Why is AWS Marketplace important to customers?

A W S  C u s t o m e r A W S  S e l l e r

I think I’ll spend 
$1million on AWS – can 

I have a discount?

Sure – commit to 
$1million a year for 3 

years and I’ll give you a 
6% discount

A W S  C u s t o m e r

Cool
1) Migrate / Build stuff 
on AWS and wait for 
AWS consumption 

(takes time and can be 
delayed)

2) Buy software via 
AWS Marketplace 

and retire up to 25% 
of your commitment



There’s only 2 ways to 
retire your Microsoft 
volume commitment

Why is Microsoft Marketplace important to customers?

M i c r o s o f t  
C u s t o m e r

M i c r o s o f t  S e l l e r

I think I’ll spend 
$1million on Microsoft –
can I have a discount?

Sure – commit to 
$1million a year for 3 

years and I’ll give you a 
6% discount

M i c r o s o f t  
C u s t o m e r

Cool 1) Migrate / Build stuff 
on Azure and wait for 
Azure consumption 

(takes time and can be 
delayed)

2) Buy software via 
Microsoft 

Marketplace and 
retire up to 50% of 
your commitment



AWS Programs for NiCE partners

BOX (Business Outcome 
Accelerator)

• $70k + of AWS investment 
to help you create and sell 
your “Power of 3” offering 

with NiCE and AWS

• 55+ Sales Qualified Leads 
from AWS, based on your 

solution.

Opportunity Funding

• Migration Acceleration 
Program (MAP)

• PoC funding

• Sandbox Funding

Marketing Development 
Funds (MDF)

• $3.5k (Select Tier 
Partners)

• $50k (BOX milestone 4)



NiCE + AWS
Joint messaging themes



Leveraging Data – CXone + Amazon 
Quick Suite
NiCE are a launch partner of the newly-announced (Oct-25) Amazon Quick Suite



Amazon Bedrock is a fully managed service offering comprehensive developer tools for fine-tuning and utilizing various pre-
trained foundational models to build GenAI applications. Besides seamless integration with the AWS ecosystem, Amazon 
Bedrock offers unique advantages compared to standalone GenAI solutions including:

•Multi-Model Testing: Simultaneously evaluate and compare the performance and latency of various models in a unified 
environment. Unified API Access: Utilize a single API to interact with multiple LLMs across different vendors and modalities, 
including text and images.

Enhance with GenAI – Amazon 
Bedrock
Pre-Built Bedrock integrations in Cognigy



NiCE Performance Management WFM / 
WEM with Amazon Connect
NiCE is one of Amazon’s recommended options for WFM / WEM with Amazon Connect



For the Diary…

AWS Summit London
Excel Arena

April 22nd 2026

AWS Summit Sydney
May 13th 2026



NiCE and AWS – Force multiplier for our partners!

• NiCE have dedicated resources 
within NiCE and AWS to help our 
partners best leverage AWS’ (many) 
programs and investments

• Mechanisms such as BOX and 
Marketplace have been developed 
specifically to accelerate our “Power 
of 3”

• NiCE #AI and #Agentic solutions are 
highly complimentary to AWS’s GTM 
solutions

• NiCE are an AWS QuickSuite launch 
partner, AWS European Sovereign 
Cloud launch partner, and 
referenced as an Amazon Connect 
“surround” solution for WFM, 
Optimization, Speech analytics and 
Quality Management

• AWS Bedrock for GenAI can be easily 
leveraged as a governance layer for 
“bring your own model” agentic 
workflows and LLM selection

• NiCE SaaS solutions such as CXOne, 
Actimize and ProActiveAI are 
continually optimised on AWS –
Operational excellence,Security, 
Reliability, Performance efficiency, 
Cost optimization and Sustainability. 

• Our significant volume commitments 
and support from AWS is reflected in 
our SaaS pricing, today. 

• Our solutions are listed in AWS 
Marketplace and are approved eligible 
to reduce AWS customers’ volume 
commitments – not all of our 
competitors have this

You already benefit 
from NiCE’s significant 
buying power with AWS

Co-Sell and Joint GTMEasier Access to AWS 
programs and $$$’s



Now about that $20k…





Problem statement details
Security – manual authentication of security 
codes leads to errors and potential security 
breaches (including “spoofing” of imperial 
codes)
Docking protocol changes require expensive re-
training of staff
High turnover due to demands of 24/7 operation
Error rate and potential for accidents due to 
high volume of space ship movements
High variability in languages, pilot sentiment
High priority visitors get caught in “log jam” due 
to human reliance
Lack of obvious pre-booking system, or ability 
to upsell other products i.e. Imperial Honour
Guard.



Business case details
Constant Support Traffic: With over 1 million personnel on 
board (including troops, technicians, and crew), the Death 
Star requires massive, continuous resupply of food, fuel, and 
components, suggesting hundreds to thousands of transport 
ships docking regularly.
Military Complement: The station carries a standard 
complement of over 7,000 starfighters, 3,600 shuttles, and 
thousands of other assault craft. These ships would be in 
constant operation, launching and landing for patrols, 
training, and missions.
Given the above We are assuming on a given day a median 
number of 5,000 ships docking per day. (30 x 5000 = 
150,000 a month, or 1.8million a year!
Docking Capacity: The station featured numerous docking 
bays and dry docks capable of accommodating Star 
Destroyers, supported by 768 tractor beam emplacements 
to pull in ships.
Support Staff: While not broken down by specific docking 
duties, the staff included tens of thousands of support crew, 
logistics teams, and technical personnel who managed the 
hangar bays, tractor beams, and thousands of incoming TIE 
fighters and shuttles.



Proposed solution
Automated authentication engine leveraging NiCE-Cognigy conversational AI and 
secure authentication engine. Integration with payment gateway for commercial / non-
military traffic, linked to Actimize fraud prevention
Integration to galactic messaging App, hand-held communicators, and force-
sensitive midichlorian users. 
Translation engine leveraging NiCE-Cognigy integration to AWS bedrock and 
customized RAG to protocol droid-trained private LLM for 6m+ language translations
Symantic recognition for traditional syntax imperial code and non-traditional / 
combined outer systems and rebel scum code variations
Conversational / personalized interaction with pilots – recommendations of future 
transit routes including closed systems due to rebel action, giant space worms or 
asteroid collision. 
Front-end pre-booking system that integrates with back-end booking and calendar 
systems, CRM integration esp for VIP or sensitive shipments (Carbonite freezing 
chambers, etc)
Supervisor view and call recording for training / compliance reasons including 
oversight from Galactic Senate. 
Future: integrate with an upsell capability linking to additional products – i.e. VIP 
Experience for private docking area, imperial honour guard, Tie Fighter escort to 
hyperspace intersection, private viewing of superweapon firing.
Future: variant for planetary docking processes leveraging Amazon Leo (Kuiper) low 
orbit satellite constellation



Business Outcomes - 1
Reduction in Docking Handling time Per Spaceship (DHPS): We 
anticipate a reduction in the average docking time per spaceship (from 
authentication, tractor beam engagement and unloading) from 20 imperial 
minutes to 16 minutes due to 81% automation rate in the process. 

This  20% gain in potential handling capacity during docking procedures  will result 
in overall capacity increase of 2-4% (esp. for short dock / transfer use case), or 
36,000 – 72,000 additional dockings  per annum.  Assuming a median docking / 
handling fee of $5000, the solution will result in $180million - $360million 
additional revenue  per annum!



BOX Milestone 1 submission filled out!
 

 
 

AWS Business Outcomes Xcelerator (BOX) 
Galactic Consulting Corp, Nice-Cognigy, AWS Multi-Partner 

Feasibility Study 
 
 
 
 
 
 
 
 
 

Submission Summary 

  

 
1 We define a Business Outcome Solution as one that impacts a customer’s top or bottom line.  

Study Submitter 
Name/Title Mof Craig  
Submitter Phone/Email craig@death.star  

Date Submitted  Jan-2026  
Lead Partner Galactic Consulting Corporation  
Supporting Partners NiCE-Cognigy, AWS  
Customer Use Case Tractor Beam Operations For floating battle-stations  
AWS Services Bedrock, AppStream, EC2, S3  
Expected Launch Date April-2026  
Is this a Public Sector 
solution? No  
Is this a Business 
Outcomes Solution?1 Yes  
Target Industry for 
solution? 

Commercial docking companies operating within giant imperial battle-stations (latterly 
planetside docking facilities)  

Target Customer Persona 
for solution? 

COO, Head of Docking operations, CX manager, Grand Mofs and Imperial Battlefleet 
Commanders (influencers)  

Study instructions: [Remove before submitting.] The Feasibility Study submission is Milestone 1 in 
the BOX Program. This study allows you to evaluate the logistical, financial, and market challenges 
of a proposed Business Outcomes Solution. This document captures the details required to 
determine if a solution should be built. It is designed to gauge a solution’s potential business 
impact and whether the outcomes will result in the return on investment required to build the 
solution. Partners will also submit a Business Plan with a more in depth evaluation of the customer 
and financial impact of the solution. 

Submitted!

AWS like it!

But sadly there’s  no AWS region on the planet of 
Alderaan! 


[image: Star Wars SVG Download Star Wars Logo Clip Art for Cricut Vinyl Cutter  Cricut Sillhouette and other Vinyl Cutters][image: ]For fun example only – not for submission!







AWS Business Outcomes Xcelerator (BOX)

Galactic Consulting Corp, Nice-Cognigy, AWS Multi-Partner Feasibility Study

Study instructions: [Remove before submitting.] The Feasibility Study submission is Milestone 1 in the BOX Program. This study allows you to evaluate the logistical, financial, and market challenges of a proposed Business Outcomes Solution. This document captures the details required to determine if a solution should be built. It is designed to gauge a solution’s potential business impact and whether the outcomes will result in the return on investment required to build the solution. Partners will also submit a Business Plan with a more in depth evaluation of the customer and financial impact of the solution.



















Submission Summary

		Study Submitter Name/Title

		Mof Craig

		



		Submitter Phone/Email

		craig@death.star

		



		Date Submitted

		 Jan-2026

		



		Lead Partner

		Galactic Consulting Corporation

		



		Supporting Partners

		NiCE-Cognigy, AWS

		



		Customer Use Case

		Tractor Beam Operations For floating battle-stations

		



		AWS Services

		Bedrock, AppStream, EC2, S3

		



		Expected Launch Date

		April-2026

		



		Is this a Public Sector solution?

		No

		



		Is this a Business Outcomes Solution?[footnoteRef:2] [2:  We define a Business Outcome Solution as one that impacts a customer’s top or bottom line. ] 


		Yes

		



		Target Industry for solution?

		Commercial docking companies operating within giant imperial battle-stations (latterly planetside docking facilities)

		



		Target Customer Persona for solution?

		COO, Head of Docking operations, CX manager, Grand Mofs and Imperial Battlefleet Commanders (influencers)

		












Partnership Overview 

		Partner 1 Name

		Galactic Consulting Corporation



		SFDC Link

		AWS can help populate this one



		APN SFDC Link

		AWS can help populate this one



		Partner Tier

		Can be confirmed on AWS Partner Finder - Find an AWS Partner



		Partner Since

		1977 (Galactic Year)



		Business Plan Owners

		Galactic Consulting Corporation + NiCE + AWS PDM



		Current APN Programs

		See Partner Finder - Find an AWS Partner



		Office Locations 

		Death Star 1, above the forest moon of Endor (currently)



		Key Focus Verticals of Partner 

		Logistics, Travel and Transport



		EXISTING Competencies & Service Delivery Programs

		See Partner Finder - Find an AWS Partner



		Partner 2 Name

		NiCE Ltd. 



		SFDC Link

		https://aws-crm.lightning.force.com/lightning/r/Account/0015000000poruNAAQ/view



		APN SFDC Link

		https://apn-portal.lightning.force.com/lightning/r/Account/001E000001KcyUiIAJ/view



		Partner Tier

		Technology Partner (AWS Partner NICE)



		Partner Since

		2018



		Business Plan Owners

		Craig Moss / Strategic Alliance Director NiCE Ltd, +44 (0)7790 772 653 / craig.moss@nice.com



		Current APN Programs

		ISV Accelerate





		Office Locations 

		New Jersey, London, Dusseldorf



		Key Focus Verticals of Partner 

		Public Sector, Financial Services, Insurance, Retail, Media, Manufacturing, Airlines, CPG



		EXISTING Competencies & Service Delivery Programs

		· Financial Services Technology Competency

· Conversational AI Software Competency

· Government ISV Competency





		Partner 3 Name (if needed), add Partner 4+ below.

		



		SFDC Link

		



		APN SFDC Link

		



		Partner Tier

		



		Partner Since

		



		Business Plan Owners

		



		Current APN Programs

		



		Key Focus Verticals of Partner 

		



		EXISTING Competencies & Service Delivery Programs

		







Solution Overview 

		Executive summary

		Imperial Battle-stations represent a significant projection of imperial power across the systems in which they operate, boasting impressive sizes (160-200km circumference), large populations (1million+ employees, families and visitors at any given time) and significant supply chain and trade operations outside of core military function representing thousands of ships docking and transporting from the station on a given day. 

The process by which ships dock with the station is, however, notably cumbersome and human-centred, with a lack of automation and inconsistent user experience – creating not only an inhospitable CX but also potential security issues due to archaic authentication processes. 



· Constant Support Traffic: With over 1 million personnel on board (including troops, technicians, and crew), the Death Star requires massive, continuous resupply of food, fuel, and components, suggesting hundreds to thousands of transport ships docking regularly.

· Military Complement: The station carries a standard complement of over 7,000 starfighters, 3,600 shuttles, and thousands of other assault craft. These ships would be in constant operation, launching and landing for patrols, training, and missions.

· Given the above We are assuming on a given day a median number of 5,000 ships docking per day. (30 x 5000 = 150,000 a month, or 1.8million a year!

· Docking Capacity: The station featured numerous docking bays and dry docks capable of accommodating Star Destroyers, supported by 768 tractor beam emplacements to pull in ships.

· Support Staff: While not broken down by specific docking duties, the staff included tens of thousands of support crew, logistics teams, and technical personnel who managed the hangar bays, tractor beams, and thousands of incoming TIE fighters and shuttles.



Problem statement



· Security – manual authentication of security codes leads to errors and potential security breaches (including “spoofing” of imperial codes)

· Docking protocol changes require expensive re-training of staff

· High staff turnover due to demands of 24/7 operation

· Error rate and potential for accidents due to high volume of space ship movements

· High variability in languages, pilot sentiment

· High priority visitors get caught in “log jam” due to human reliance

· Lack of obvious pre-booking system, or ability to upsell other products 







		Description of Solution

		· Automated authentication engine leveraging NiCE-Cognigy conversational AI and secure authentication engine. Integration with payment gateway for commercial / non-military traffic, linked to Actimize fraud prevention

· Integration to galactic messaging App, hand-held communicators, and force-sensitive midichlorian users. 

· Translation engine leveraging NiCE-Cognigy integration to AWS bedrock and customized RAG to protocol droid-trained private LLM for 6m+ language translations

· Symantic recognition for traditional syntax imperial code and non-traditional / combined outer systems and rebel scum code variations

· Conversational / personalized interaction with pilots – recommendations of future transit routes including closed systems due to rebel action, giant space worms or asteroid collision. 

· Front-end pre-booking system that integrates with back-end booking and calendar systems, CRM integration esp for VIP or sensitive shipments (Carbonite freezing chambers, etc)

· Supervisor view and call recording for training / compliance reasons including oversight from Galactic Senate. 

· Future: integrate with an upsell capability linking to additional products – i.e. VIP Experience for private docking area, imperial honour guard, Tie Fighter escort to hyperspace intersection, private viewing of superweapon firing.

· Future: variant for planetary docking processes leveraging Amazon Leo (Kuiper) low orbit satellite constellation





		Technology considerations

		The core agentic solution can be implemented in a matter of weeks using pre-built flows, however we anticipate some experimentation in ideation phase to integrate with legacy imperial communication hardware. Latency issues for hyperspace transmissions prior to engaging with short-wave Space station communications will also need to be considered, as lag may effect AI agent performance and need mitigation with local meshed CDN network. These are to be tested during Milestone 2 MVP build. 



		Market Fit

		[What is the target market, demand, and who are the key competitors?]



Current Market Situation: Each Death-Star is itself it’s own market, given size and scale of the platform.  The current solution is considered archaic and has been in place for many years across all imperial battlestations. Given a likely production of multiple battle-stations following successful firing of super-weapon at the peaceful planet of Alderaan, we anticipate repeating the solution to each future station. Additionally, the Empire has tens of thousands of planetary spaceports of lesser size where we see a scaled-down version of this solution being easily adapted to this far larger potential market.  



Market Size and Demand Potential: The Galactic Empire controls a massive, decentralized bureaucracy consisting of over 1.5 million member worlds and approximately 69 million colonies, protectorates, and puppet states. (1,000 sectors). Of these, we anticipate over 10,000 worlds to have large and complex space port operations where this solution could fit. 



Technological Maturity: The proposed technology has been implemented with live installations in many land-based and traditional transport operations (i.e. sea-borne shipping). We believe it is adaptable to Space-based battle-stations subject to some nuances such as latency that will be tested during MVP stage. 



Competitive Landscape: Some limited automation has been introduced in Battle Station operations via use of Protocol droids, but multi-modal solutions have not been implemented. Strict Imperial sourcing requirements and previous budget priorities around building large yet strangely vulnerable Star Destroyers has typically made it unfavourable for competing technology vendors. 



Willingness to Pay and ROI: Recent security breaches and high-profile failings of existing docking processes have led to a high willingness to pay for a more robust and automated solution. We anticipate the RoI of <1 month making this a “no brainer”. 







		Marketing strategy

		We are already in discussions with Grand Mof Tarkin and anticipate Death Star 1 will be the anchor / reference customer for this solution. We are also in initial discussions with Death Star II (currently being built near Endor) and will be hosting a number of events on Coruscant including a sponsored dinner at the annual Pod Race, targeting additional space port operations managers. We anticipate BOX milestone 3 (55 SQLs) will significantly accelerate the pipeline. 





		Organization/Teaming Structure

		Galactic Consulting will prime, NiCE will support with Co-Sell along with AWS for additional services. 



We anticipate the contribution of each partner as follows:



Galactic Consulting 

Architecture Design, including GenAI capabilities surrounding core Agentic solution, Delivery of solution, Infrastructure deployment inc region selection, integration with systems of record (i.e. CRM) and managed services wrapper. They will also act as Sales and marketing prime for lead receipt and origination. 



NiCE

The core agentic solution is based on NiCE Conversational AI + CCaaS and Knowledge systems, along with Actimize and WFM technologies. Nice will act as secondary partner and embedded into onboarding, optimization and post-sales activities. 



AWS 

Will be supporting as Tier 3 support esp for Aws services post-sale, as well as CoSell activity and executive sponsorship during sales cycle where requested. 





		Schedule

		We anticipate an initial Beta Trial order with Death Star 1 in February/March, whilst we build initial proposition assets in parallel using Milestone 1 funding and ideation with 2-3 additional customers.  Following this we anticipate move to MVP build and testing of ancillary functions (i.e. hyperspace exits), with a view to GTM go live in April onwards. 





		Initial Financial projections

		Reduction in Docking Handling time Per Spaceship (DHPS): We anticipate a reduction in the average docking time per spaceship (from authentication, tractor beam engagement and unloading) from 20 imperial minutes to 16 minutes due to 81% automation rate in the process. 



[image: ]

This 20% gain in potential handling capacity during docking procedures will result in overall capacity increase of 2-4% (esp. for short dock / transfer use case), or 36,000 – 72,000 additional dockings per annum.  Assuming a median docking / handling fee of $5000, the solution will result in $180million - $360million additional revenue per annum!



Solution cost: 

ProActive AI (5000 conversations per day): $144,000 per annum

Core CCaaS solution: $300,000 per annum

Solution wrap and integrations: $1million per annum

AWS services inc Bedrock and LLM consumption (natural language tokens): $400,000

Implementation costs (1 off): $2million (complex CRM integrations)



 https://partyrock.aws/u/Mossyy2/ZJfDeP33u/Cognigy-Cost-Calculator



We anticipate a <1 month RoI based on the above!



Year 1 expectations (Milestone 3 onwards)

2-3 anchor deals including initial implementation on Death Star 1: $2million revenue ($400k to AWS)



Year 2 expectations 

10 wins at planetary spaceports, and expansion of solution to other systems of record such as hyperspace gateways. $10m+ revenue ($2million to AWS)



Year 3 expectations

30+ wins as broadly adopted by larger spaceports such as Coruscant and Mon Calamari shipyards. Anticipate larger solution revenue per spaceport as legacy systems are replaced - $30million revenue ($6million to AWS per annum)





		Draft Reference Architecture

		
[image: ]



		First Customer Targets

		Death Star 1, Death Star 2, Coruscant Space Port, Naboo Space Port, Watto Trade Federation



		Findings and recommendations

		[Sum up the findings of the feasibility study and include each partner’s recommendations on whether to and how to move forward.]



For AWS to consider







Solution Team Structure

		Which Partner is the first line of support? How does the support model work?

		Galactic Consulting Corp to Prime, 3rd line support provided by NiCE. Bedrock and infra supported by AWS. 







		Who generated opportunities for the solution? If multiple, describe how the partners work together?

		Galactic Consulting Corp to prime sales; we anticipate doing joint events with NiCE+AWS for amplification. 







		Have the partners determine if they can work together commercially?

		Yes











Next steps: Submit Feasibility study here.









AWS Feedback

		Additional input and recommendations from AWS teams

		[leave blank in submission. AWS feedback to be included with any feedback or additional steps required.]





 

This document is for discussion purposes only and does not create a legally binding or enforceable agreement or offer and is not enforceable against either party.  

Neither party will be liable to the other party as a result of the failure to fulfill any obligation described in this document or the failure to enter into any agreement contemplated by this document. 



image1.png

20sec 40 sec

szl

Greeting  Verification & Understanding Problem Solving & Closing &
&intro  Authentication the Issue Resolution CSAT

Incoming

St
Sai
‘ 240 seconds
| : Wrap-up
240 seconds AHT
Al-driven Al-driven Al-driven Al-driven Impericl
Identification Routing Problem Resolution Wrap-Up Z
95% automation rate 70% automation rate 0% automation rate

— 81% automation rate (390 seconds of 480 automated)






image2.png

High Level Platform Architecture & Connectivity

(oo

W

30+ Digital

M@

Q

@@@ e

{F@







image3.jpeg







image4.png

aWS partner








Thank You
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