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Co je to zakaznicka zkusenost?

Zakaznicka zkusenost

> Jakakoli interakce mezi zakaznikem a spolec¢nosti po dobu trvani jejich vztahu
> Zahrnuje faze povédomi o spolec¢nosti, zjiStovani informaci, ziskavani zajmu, interakce, nakupu, uzivani produktu/poskytnuti sluzby, poprodejni podpory

Co utvari zdkaznickou zkuSenost?
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Priklad

Obsluha nepopletla objednavky a
vypada to velmi chutné

Muzete zvolit jakoukoli platebni
metodu

Jidlo je dostate¢né teplé Obsluha je rychla

Ocekavate, Ze za svoje
? Usmévava obsluha PFijemné viemy penize dokstalnete dobrou Cena odpovida kvalité jidla
valitu
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Co je to zakaznicka zkusenost?

Priklad €.
1:

O koho se
jedna?

Priklad €.
2:

O koho se
jedna?

Zakaznik
nema ¢as a
rad by se
najedl nékde
pobliz

Neni dulezité

o #

Neni dulezité

Zakaznik
chce stravit
vecer

v pfijemném
prostredi

Neni dulezité

Zakaznik
ocekava
prvotridni
kvalitu jidla
a napoju

Neni dulezité

Zakaznik
ocekava
profesionalni
obsluhu
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Zakaznik chce
byt rychle
obslouzen
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Neni dulezité

Zakaznik
nechce prilis
utracet

Neni dulezité



Zakaznik
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oznejte dukladné svého zakaznika a drzte ho na o€ich

Co déla?
Jak vystupuje na verfejnosti a jak se
chové v soukromi?

Co citi?
Jaké emoce proZiva?

B2B svét

VERRONA, s.r.

Age: 55

B2C svét

Komu nasloucha?
Co fikaji jeho blizci?

Cosi mysli? Segment: Top MSE /

Education: high scho
Jak se citi v dané situaci?

Headquarters : Pragy
Marital status: marri 4 =

Mohammed Altameh

. _ Living it out

Zakaznicka Place of fina: P Branch: Wholesale
persona g- Prag Number of emol Persona detals Clster detats Ghanne! preference
umber of employee] Age: 28 (25-50) Size: 186 403 (22%) AM 3%

—
" 10100 mi 55 B sndon oo, | [NebborofTnemeciopn tonshiy35 53

Jak komunikuje? S &im nebo s kym se setkava? :ﬁf{::lﬁrr;‘:l:;: svenue: 10-100 mi Educaton: Unersly (broad) | Assets (cabit— crect: 25 SR () NSRRI 2o%

= A 5 - L7, 3 & Wh riner? Residency: Big city LV average: 57 (1) B 9%

Co sdéluje ostatnim? Kdo jsou jeho blizci? the company. he enjoys ,“;i;':‘;r;mf:,d e i s St 4 IS o

and most modem equipd forwarding, custom) (1 "Not at all - 5 “Definitely")
He Fyes in a house on ta advisar | lawyed

.
. Young energetic man focused on career wilh healthy self-esteem. He is driven by gaining a higher social sttus and eaming more
one af his chidren will 1 = intermediale wags
.
.

money. He Ikes to relax and spend fime wih friends. Success means for him having comfortable life and growth in carer.

staffing agency
companies for cust ,»Be clear, honest and always there for me.”
What does he thin

he is worried about 4

Co ho trapi?
Ceho se nejvice obéva?

Co povazuje za uspéch?
Ceho chce v Zivoté doséhnout?

Roles in the What does he do during weekdays... What worries him

Wasting time with unimportant things (e.g. socil mecia)

s o
o solves the successo ot having @nough Income for comforabie e
company Age: Visiting  Working  Eating  Gym Not having enough SavIngs (e.q. for investments,
oo tostiion an iy and sel.  outside by
. o—
Educy —i- ot having work-life balance, spercing to0 muon tme

atwork which causes back problams
Worried about losing his status / money inthe fuure
(e.g. caused by getting fired, not succeeding in business)

What does he do Marita weekends

Social  Small
media  business
&news aspiration

Who does he meet with
3 3

How does he communicate

* managss and control

+ manages cash flow

* plans, uses more so
accountants

Watching Traveling
sports.

Job py

Josef Novotny is the owr
o hewants fo pass the|  meticulous, ambitious a
son / daughter, buth{  company, he enjoys spol
vision most modem
lives in a small house on
have ene of his children

What motivates him

Having comfortable life and status (enough money.
g00d house, car, family)

improving family relationships

Career growth and more opportunites af work (e
promotion, seff-improvement)

How does he con
Gaining financial security with more income or savings

Marie Koneins is the rig)
happy whn th compan

Failure and of deing som
which she is constantly

get to enjoy her grandchi
and their children's child
of change in the compan|

Mostlending products + Frequent use of cards +
High usage of ATM, POS - Interested in
investments  High assets + Use of Apple Pay

Age: Having Strong soclal connections around himself
( S e e | O
Educe the picture  fun content
m Marits What is his approach to finances What is importantto him
Job pf Very active customer « Saves quite alot + Setting expectations « Avallability «

Transparency - Honesty - Options - Proactivity
- Simple instructions - Accessibility - New
solutions to his needs / issues

What does he expect from experience?

256 Expectations
Go beyond requiar
prescribed solutions and

20% Integrity 20%
Be open, honest and
proactive, give me.

timescales options.

Be always accessible.
" and availablo, so I don't
wait

What is a good value proposition for him?

Guilt-free shopping

Savings made easier

Daily life with benefits
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y

6 piliru skvélé zakaznické zkusenosti

PERSONALIZACE

Individualni pFistup se snahou
vytvofit emocni pouto

EMPATIE

Schopnost porozuméni
zakaznikovi v jeho situaci

KPMG

.7

3 o:T

CAS A USILI
Snaha minimalizovat zakaznikovo usili

a odstranéni procesnich nedostatk
a prostoju

ATioR

OCEKAVANI

Rizeni a pfekonavani oéekavani
zakazniku

Document Classification: KPMG Confidential
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RESENi PROBLEMU
Schopnost obratit negativni
zkuSenost v pozitivni — efektivné
resit situace a patficné
kompenzovat

AYVA

NT/ | \RTY

INTEGRITA
Vnimana i realna davéryhodnost
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Nase pilifre maji primy vliv na NPS

Sampioéni zakaznické zkusenosti Empatie

Personalizace

Solidni zakaznicky zazitek x .
Cas a usili

NPS

ATloN Oéekavani

Zacatek cesty k transformaci .
g ResSeni problému

&>
@>

Integrita




USAA je celosvétovym lidrem v ReSeni probléma a Empatii

USAA je druha nejlepsi banka v celosvétovém hodnoceni v roce 2021
Srovnani NPS vybranych znacek k priiméru trhu

Poradi v Znatka NPS Trh Prumér NPS Delta
sektoru* 2021 trhu NPS
2. YYUSAA 61 us 21 40

* ze 222 znacek

USAA nejvice vynika v ukazateli Cena/Vykon a také v pilirich O¢ekavani
a Empatie

Pilifové srovnani USAA oproti Ceské spofitelng, 2021

Cena/
@ | & I
21%

14%

15%

13% 1% 11%

7% I I
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Inspirace

Pozitivni témata v komentarich zakaznikl

»Necitim se hloupé“

Zakaznici chvali, Zze personal vzdy vychazi vstfic jejich
potfebam, chova se k nim empaticky a trpélivé, mluvi
srozumitelné. Zakaznici se diky tomu neciti trapné a
hloupé, ale Ze se o né jejich banka opravdu stara.

»Banka mi Setfi €as a nervy“

Klienti si velice ceni toho, Ze maji zakaznicky servis k
dispozici kdykoliv a kdekoliv. Drtivou vétSinu probléma Ize
vyfeSit hned, a to telefonicky €i online pfes chat v mobilni
aplikaci.

»Je spolehliva“

Néktefi zakaznici jsou s bankou jiz 50 let, pochvaluji
transparentni a férové jednani, v€asnou komunikaci a
rychlou reakci na problémy a stiznosti.

Zavérecné shrnuti
USAA perfektné spliuje ocekavani zakaznikti. Diky
empatickému chovani zaméstnancl a individualnimu pfistupu

zakaznici maji pfijemny pocit, Ze bance na nich zalezi.

Nadprimérny servis také kompenzuje vys$sSi ceny a klienti
hodnoti pomér ceny ku vykonu velice pozitivné.
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STARLING BANK je svétovym lidrem v nastaveni O¢ekavani

Starling Bank je treti nejlepsSi bankou ve svété v roce 2021
Srovnani NPS vybranych znacek k priméru trhu

Poradi v Znatka NPS Trh Pramér NPS Delta
sektoru* 2021 trhu NPS
3. OSTARL\NG BANK 39 UK 5 34

* ze 222 znacek

Starling Bank nejvice vynika v ukazateli Cena/Vykon a také v pilifich
Personalizace a O¢ekavani

Pilitové srovnani Starling Bank oproti Ceské spofiteln&, 2021

9%

Cenal
vykon

14%

9%

3%
1%
0%

-2%
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Inspirace

ATION

Pozitivni témata v komentarich zakaznikl

»Vynikajici online zkusenost*

Zakaznici chvali jednoduchost a rychlost pfi komunikaci
s bankou hned od zalozeni u¢tu na par kliki na mobilu,
pfes pFehledné fizeni svych financi a transakci online v
uzivatelsky pfivétivé aplikaci.

»Jsem panem svych financi“

Zakaznici si nejvice ceni moznosti fidit svoje finance:
napf. Ze si v aplikaci sami vytvofi novy uc€et v cizi méné
aniz by museli ¢ekat na pomoc bankéfe. Také muzou
poskytnout pfistup ke svému 0ctu détem, rodinnym
pFislusnikim nebo kamaradim atd. Zaokrouhlovani utrat
pomaha klientim spofit, aniz by se museli snazit.

Zavérecné shrnuti

Zakaznici vnimaji Starling bank jako novou, moderni a
inteligentni banku, jeZz poskytuje nejlepsSi a nejjednodussi
online zkuSenost.

Starling banka umoznuje svym zakaznikim si prizpusobit
rozhrani aplikace dle svych potfeb a preferenci, diky éemuz ma
nadprimérné hodnoceni pilife Personalizace.
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Nas integrovany design propojuje témata kolem klienta

Postupné propojujeme témata ... ... abychom popsali kompletni obrazek
1. Popis zakaznika — segmentace, tvorba persony '9\
2. Zakaznicka zkusenost — interakce a optimalni zakaznicka e-6
zku$enost Zakaznik
3. Business use case — kanaly, mozné varianty interakci a
scénare
4. Procesy — popis sledu procesnich kroku, s dlrazem na =
automatizaci LA
5. Pozadavky a dopady do IT — popis funkci, sluzeb, systémd, Business
aj. potfebnych pro procesy
6. Pozadavky a dopady do dat — popis datového poZadavku,
data flow, architektury, a;. E
-—

7. Dalsi dle potieby, napf. legal and compliance .
Technologie

8. Zadani na transformaci

ﬁég_f__ln 1 zadani @ 1 tym 2.3 1 jazyk



Soucinnost:

Zaroven propojujeme spolecnost

Identifikace

Popis Zakaznicka Business use dopadui do IT Tvorba

, i . Proces , .,
zakaznika zkuSenost cases y zadani

aj. oblasti

CX
BUS (segment, procesni analytici, produkt, aj.)

IT (a dalsi napf. legal)

Mahammed Altameh

se vypl
Roll Predpoklady Kanaly / varianty
Ka: Zékamnikstoupi Web
do obchodu Paboék:

Zakami
Py ky
Systém /Aplikace nabizi

Happy day scénat Rainy day

Zakaznicka cesta — - =
f . . . 1 £ 1 = U, e B =
raze razZe aze * % T T i =

[Glolcloloioioioioloiol

]
&

Touchpoint



Pracujeme v nastroji KPMG Discovery

V Discovery mulize na integrovaném designu pracovat vic lidi zaroven i vzdalené, ale vSichni porad vidi, co potrebuiji.

Persony o P CH R AR
Zakaznicka cesta (Interakce) i WA + LB = quaItricsf“"'
: =R e F @ MEDALLIA
Kanaly, Painpoints, Gainpoints atd.
- PFibéh klienta ek
Discovery = Business use case R e e S S
Lol o % | I I I I | @ ENTERPRISE
Procesy B = =
Wireframy | ) ) d>ure ’0 Figma
Dopady do IT @ ENTERPRISE
Backlog (user stories, BRQ) T Jira
] @ @ ¥ 0 @ @ @ @

':J Azure DevOps

| 17
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Od vyzvy k hmatatelnému reseni za 30 dni

Véera O Dnes Zitra G

United Kingdom Large Corporate Printy Growth Corporates

— : e all

= UzZivatelé pracuji ve tfech rliznych systémech s = Pochopenikdo je klient , uZivatel” a jaké ma potreby = VSe na jednom misté v logickych kontejnerech.
nejednotnym pohledem na klienta a tabulkovym a ocekavani. = Vizudlné privétivé a jednoduché uZivatelské
uzivatelskym rozhranim. = Dukladné porozuméni soucasné uZivatelské cesty, prosttedi vychazejici z potfeb uzivatell.

=  Minimalni nebo Zadné vyuZiti dat k identifikaci procestim a systémuam. = Maximalni vyuZiti internich i externich dat a potreb
novych pfilezitosti. = Design nové zkuSenosti a budoucich funkcionalit. klienta.

= Nepracuje se s potfebami klienta.

m 19
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Zakaznikem jsou interni uzivatelé

Definovali jsme uZivatelské persony a identifikovali jejich potreby, o¢ekavani a klicové KPI, na jejichz zakladé jsme pak vytvorili budouci (to-be) cestu.

User persona: Product partner

Name: Mara

PROFILE

Mara works as a product partner
who manages and develops
products at a global level

Slskonrefocnfier) lhe dlenl
service team (CST) incl.

manager to deliver s T
meet the clients’ business needs

e oy WAl an b
develop a successful  portfolio
Tt o b o e
generation, and to delver the best
possible client experience.

Role: GB/LC Product partner
) Banking system: Commercial/Global Banking

Business segment: GB

(134

Itwould be great to
see a breakdown of
performance by
product.

6"

The systems arent integrated so there’s a
lot of manual entry across systems.

669

What would really help the front-line is generating insights.
Bring all the information that is available together in one place.

mmmmm User persona: Senior manager

Minimum re

—  Good undel

— Abity to ad
~ Collaborati
~ Directui

“Wow factol

Name: Sally
Role: GB/ LC Senior manager
Banking system: Commercial/Global Banking

Business segment: GB

€69

Access and intel about the client such as revenue driven financial information
would be a game changer.

(134

The systems are not integrated thus there is a lot
of manual data entry across systems.

User persona: GB/ LC Relationship Manager

669 (131

integrated so I'd like to spend more time focusing on my client

- ingin|
Qualitative metrics such as visibilty, dri
Customer Satisfa —  Transaction
(CSAT) and NPS providers) ¢

Monthly recurring revenue
Monthly funnel

]

PROFILE

Sally works as a senior manager
who  provides  guidance  and
monitors the perfmmam e. She runs
d nls, o the work of
other, empl \o ees across,
depariments. She acts as a liason

between depariments, employees
and senior management

She works closely with the client
service team (CST) incl. Product
partner and Relafionship manager
to deliver solutions that meet the
dlients’ business needs.

~  Financial Performance
—  Customer Satisfaction
~  Employee Safisfaction
—  Internal Process Quality

. The systems aren’t
Name: Henry there’s a lot of manual entry
Role: GB/LC Relationship Manager (i.e., GRB/CMB) across systems.

Banking system: Commercial/Global Banking

building a relstionship

(132

Business segment: GB

Residence: London, United Kingdom

PROFILE GAINS OPPORTUNITIES

I'want to be able to offer my client{s) a personalized report that is catered to their needs
Age: 38 and that helps me identify and forecast new opportunities for them.

um requiremems (aka brilliant basics)
ol for ek by combin
vt S sa o engagecustome acros ouchpo

~ Quick access o cent's informato

2 Vicwing chents nformaton n one lace

~ Clearsinuctured client data

_ )  Seamiess and mobie-friendly UX

y agrieheoslvfualif g bo i oace = Glaboraion and seamless commricatonvih CST members, nc productpaters

team (CST), incl. key product parners to - of all new cST (e.g. noif plan updates, actions, overdue tasks, etc.)

deliver solutions that meet the cents" 2 Moy ienlty opparinics. scamiciey e HSBE sk pvelis WS v propion i vt cormtton

Henry works as an account owner — a ~ Aviity of the customer nesds, banks capabiitis, incl.risk
relationship manager (RM) who manages
and develops a portlolio of clients at a
alobal level. ie., GRB/CMB.

interactions.

business needs. 2 Anity 0 creats es ile moieng 2 colsboraie CoT it ce
~ denty nactity and immediately understand wy lion activty acros the business may curenty be dormantnactive
Henry main motivations include growing = and friggers and opportunity action plan

P
my clients position with that)

and developing a _successful portiolio - e ]
measured on overall revenue generation, — Understand what my client’ tracitional compefiars are doing
deepening the ciient relationships, a,m — Understand macro environmen my cientis operating in and any mega irends which can have subscquent impact
- ing R
Abilty 10 have an i 1o arrest aftion /loss i share of w
CEEErE B IDEE - GolmmeEebig relmsmu ahioee CST (. oo :m..ess product partners and senior ‘management
- rlost vith key v :pmnmny analys

T “ 2 Forecasing based on past and urrnt data by analysi ends uih aniy off, event based Ifes changes

Fears

One-of deals / Event based business should not
disproportionately increase my forecast for future years

~ Should not be required to rekey | retype information
already available on system

Frustrations

Lack of clear roles and responsibiiity within CST requires
‘constant nudge and follow up to ensure timely actions:
Forecasts are inaccurate and the process o reconcile is
tedious.
e
based on planned aciio
Uk 1 ock anciloy pusinss promise vs actucls
— Need to navigate across mulliple systems o source.

tion

‘Wow’ factors (aka ma

~  Revenue generation ) . 5 5
- feams. Clear. helps fo get fime vilh CST. Eficienty identity which lienis need fo be a
—  Activity management targets T T e
—  Client engagement and —  Understand, identify and forecast existing and new opportunities/deals
catisfaction ~ Structured writing that goes into planning. Easy view at the cientlevel of who's talking to who and when
- Esyway seesmeas a that a nd shous target
—  Upsell Rate (2. number of = re of key client inferactions and relationships — remain informed via stalus and progress of current activities and deal
clients who uorage their T Aty o track deal ot neat roal e it ot view o accountable Exeeut o eath ol 5200 with S 10 sacate whets roquired
product) — Aulomac refresh of pian vith abiity to adjust on—off, event based ransacions for fufure annual forecast

_ Lengih of pipeline stages (Le, Abilty 1o track HSEC share of wallet in client's business and to monitor actual vs promised ancillary business, RWA actions and impact for the relationship
Abilty 1o generate insights both ntemal and extemal, incl. historical rends to fag early warming Signs Vith regards 1o potential loss of business / iallet

Sl T s ‘Abity fo customize and produce different reports as required

the sales process) ~ Abilty to understand mega trends and identify potential future winners to tap

—  Consumer lifecycle value

Document Classification: KPMG Confiden

red indicates RM's abilities
(i:e. not related to RM's soft capabilties

Zéakladni potreby, bez
kterych se RM
neobejde.

,Kouzelné” momenty,
které vylepsi
uzivatelsky zazitek.
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Uzivatelska cesta dnes

| Vytvorili jsme pohled na soucasny stav (as-is) uzivatelské cesty v nastroji KPMG Discovery, abychom identifikovali klicova bolestiva mista...

URNEY FOR CLIENT PLANNING
CME, CSP, CSR)

Faze, subfaze a
painpoints

r—

P?beh
uZivatele

Pain points ®

m 21
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Uzivatelska cesta zitra

| ...Poté jsme vytvofili pohled na budouci (to-be) uZivatelskou cestu v nastroji KPMG Discovery.

UZivatelska
persona

Faze, subfaze a &——
painpoints

Pfibéh e———
uZivatele

Napady ke zlepseni (aka
reseni) adresujici as-is ~ ®—
painpoints

Vymysleli jsme 47 napadd na
zlepseni, ze kterych se nakonec
vyrobilo 70 pozadavk

Diagram znazornujici e P e e e e e e e o e e e T e T = N e e e e S e P e = Moty et el el ey v
Uroven interakci mezi &—: e : A : : e : : '
uZivateli A

Document Classification: KPMG Confidential
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Vysledkem je funkcni ,klikaci® prototyp

o3 000 (U3

€5 C 0 & mpmmbeom P Ao
My Clients e

Client Plan rogress
Moersk 2022 ClentPlan V1.5~ aps
9%, e—
Clients Scorecard Team Client Plan Tracker Plan Timeline
Maersk >
Open High To-Do 4 InProgress + DonelFollow Up +
Maersk
Client 8 >

=a =

Competitor Analysis: Timeline  Sauads  Report

Client Overview

Plan Documents

®
e manelt | [Gemeoe P Meetingwinksol -
Deal Up date : Proposal V10 & 2
ClientC o A e v| | 2 2 Needs Riskscore ® RFP. newEV. @ Lisa Sirpaon @ s Wik PaBich Acosunt Cvervion
L D 6
Jane Do RupertJackson
Clento > , p— T |y
in] " Deal Update 1 RFP Response_Rev2 & a s Ve
REP Reminder :
— ™ ) _ (= Y © -
e ss ¢ sy (@) wamsnn o
CllentsPlan for upcoming call, for upcoming call [ Yo © g = Y
s Mest ith . Coloman i [Yp——— [ — =
o @ Suet Patrson ommechan e
Cllent Portflio Funnel bR 0 - Y
ora Bels o
[ o ] [ ion ]
Reminder for RFPIN! SynDeal FINAL &,
siso000 @ ontmek @

5 a Timeling
@ Mia Ferruccl @ Lio Cuecitini
«» :

4
| ]

Plan Questions
Inteligence and Data Driven Actions

s e

Client Needs e [

e!akeholder &Strategy Map
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So what does this mean for the business?

Specific use case for the future vision of client development

| We created a story line to illustrate a specific scenario for the future vision of client account planning

———e ‘I engage with a key client who shares their business expansion plans which raises interesting opportunities

——=o ‘| use insight- and client-driven discoveries to identify potential opportunities’

‘I update the client account plan, incl. client strategy, needs, new opps., contacts and
experience’

— [~ | —e ‘I create actions linked to new opportunities and to the right contacts’

Eeer—1] ‘I engage with the client to discuss and progress the
- opportunities / to identify new opportunities’

Each vignette slide represents a phase with touchpoints and a unigue story line that describes the use case from a RM’s and SM'’s perspective.
The pain points are recurringly addressed throughout each story line.
To capture the rich user experience of the RM/SM, each story line is accompanied by wireframes with a pre-defined set of key features.
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l } I@N Ey Our products ~ For business + Brighter Money + Help Find us @ signin

Welcome to Virgin Money

We're not like other banks. Discover what makes us different.

Vyzva - Jak digitalizovat ,,analogovou‘ banku, aby se zlepsSila zakaznicka
zkusenost a snizily provozni naklady?



Nékolik souvislosti...
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= Vice aplikaci pro zakazniky

= Nizka uroven digitalni vyspelosti
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= \ysoké naklady (na feSeni nasledkud,
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Mocné nastroje pro identifikaci a reseni vyzev

Customer Lifecycle

Macro Journey

Atlas zakaznickych cest
‘ Micro-journey

2

B

Delight Customers
Digital Maturity

p
=a

Strategic Ambition

Synthesis

Themes

N

@/
e

Concept Prioritisation

Ideate

Ideation

Set of
Ideas

Evaluate

Capabilities +
features

Wireframe, Test, Assess

3. Develop

Future planning

&
,a“
%\

Learn, [terate, Repeat
Roadmap, Build, Test, Readiness,

N

Nas pfristup pfi identifikaci pfilezitosti...

Agilni ,,design sprint“ pristup

o

Reguirements

Do Know

Should be

Activity Research
e
_gz-‘ Current
<« pain points
4 v v 4 ré Clusts E
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&
7 v _ v ’
noveho reseni...
Don't Know Current
Processes
Could be
How might we Unstructured research
question [ challenge Findings
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Vysledek nasi prace pro Virgin Money

At Virgin Money we are building our Digital First Bank with our customers
uppermost in our plans

Here’s how l>
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> HOME PLANNING TOOL | PRIORITY

EIGHTING

RNEYS | COMPLETE ATLAS | \

Welcome to the Customer Journey Atlas

Enterprise to Engineering - the agile framework for VM

Becoming anagie.
enterprise means
changing the way we work ransformation
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Priklad principt banky Lol iy

riyad bank

Smart and creative solutions Always there for me Show me you know me

Integrity —
Resolution —

Time & Effort s

Aways there for me J S —

Empathy —

You are always accessible, reliable and responsive
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Reseni do dvou tydnt, zadatek vyvoje do tfi @money

Vyzva Problém Zkusenost Proces UX/UI Backlog
— Nejhorsi a — Dva kontaktni tymy — Reseni ihned — Propojeni workflow — Jednoduché — ZlepSeni a machine
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’ v o v s v,
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autentizace hlasem
a zarizeni
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case
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