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BACKGROUND
EXECUTIVE SUMMARY

Additional factors of complexity derive from: 
• Timing: interval variability in managing schedules (intervals, minutes, hours)
• Agent attrition levels: high rate of customer service attrition, which significantly 

impacts the cost of overall recruiting, onboarding, training and engaging
• Technology: issues in inherent technical systems which causes delays in customer 

servicing
• Agent monitoring: analysis of individual agents using industry-standard metrics and AI 

tools to provide training (including microlearning) and performance assessment.

WFM represents disciplined processes in managing, forecasting and optimizing a contact 
center’s workforce, which in turn has significant profitability and operational implications. 
Given both the complexity and importance of WFM, companies have turned to various 
systems, such as Alvaria, to understand and strengthen their operations. 

Workforce Management (WFM) is simply the optimization of one’s 
workforce. Powerful technology trends, such as explosion in 
omnichannel capabilities and consumer preferences, and societal trends 
(notably impact of COVID-19 on driving remote workforce planning for 
contact centers)  has added significant complexity. 
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EXECUTIVE SUMMARY

Frost & Sullivan appreciates this opportunity to present our thoughts on Alvaria's Workforce Management (WFM) benefits calculator to be leveraged by 
contact centers for WFM budget allocations, investment around improving the customer experience (CX) and general strategic decision-making at the 
executive level. Our analysis consider the technological, societal and consumer-driven transition contact centers are currently undergoing—namely around 
the need to be omnichannel, proactive and contextual in delivering excellent services to customers--trends which have been further accelerated by 
COVID-19. 

The current analysis also includes two in-depth discussions with Alvaria customers around each customer’s use and perception of the Alvaria WFM 
Benefits tool (see Case Studies below). In addition, consideration is given to the methodological approach taken by Alvaria in providing a directional tool 
for contact centers to consider, allocate or otherwise manage current and future budgets. This analysis additionally considers recommendations for how to 
improve the value of Alvaria’s WFM Benefits tool in future iterations. 

Overall, Frost & Sullivan believes Alvaria’s WFM Calculator provide significant value to contact centers and should be integrated into the day-to-day 
operations of contact centers around the world. Contact Centers are clearly evolving, and despite the increasing prevalence of chatbots / conversational AI 
and self-service-enabling technologies, the ability for contact centers to recruit, onboard, engage, manage and keep their workforce will be critical to 
compete and win in virtually any industry. Accompanying this certification is Frost & Sullivan’s logo to indicate the company’s strong support for Alvaria’s 
WFM Benefits tool 

Regards,  

EXECUTIVE SUMMARY

Jesse Hollander
Senior Consultant
Frost & Sullivan, Business & Financial Services

March 19, 2021
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CERTIFIED STAMP TO BE INCLUDED IN ALVARIA MATERIALS
EXECUTIVE SUMMARY



7

Confidential

MARKET BACKGROUND



8

Confidential

THE GLOBAL ON-PREMISE CONTACT CENTER APPLICATIONS MARKET IS ESTIMATED AT 
$5.8 BILLION AS OF 2019 AND IS FORECAST TO REACH $9.9 BILLION BY 2026, GROWING AT 
A 7.9% CAGR (2019-2026)

Total Contact Center Applications Market: Revenue Forecast by Region, Global, 2017–2026 

Source: Frost & Sullivan, Cloud Solutions Powering the Global Contact Center Applications Market, Forecast to 2026. Release Date; 09-FEB-202

The COVID-19 pandemic has accelerated enterprise migration from on-premise to cloud application solutions, driven by the demand 
for workforce engagement management and analytics applications. The pandemic has increased the deployment of cloud/hybrid 
setups and created opportunities for leveraging digital solutions that support WAHA, self-service bots, and AI-enabled solutions. 
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ACCORDING TO ONE SURVEY IN 2019, EXCEL ACCOUNTED FOR ¼ OF WORKFORCE 
MANAGEMENT TOOLS TODAY

MARKET BACKGROUND

23.7%

20.4%

15.9%

12.2%

9.8% 9.4%
8.2%

0.4%

Excel Injixo Other NICE Verint Teleopti Aspect Pipkins

76%

Source: Frost & Sullivan, Injixo: 2019 Contact Centre WFM Benchmark Report: conducted among workforce management professionals globally between August 2018 and February 2019
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LEADING CONTACT CENTERS ARE FOCUSED ON SEVERAL KEY INITIATIVES TODAY

01 02 03 04

Enhancing
Customer Service

Increasing 
Agent Performance

Introduce Microlearning and 
gamification technology

Optimizing Contact Center 
Workforce

Customer service is increasingly 
omnichannel, requiring the modern 
contact center to balance text, chat, email 
and video to engage the customer and 
access customer information seamlessly. 

Capital One is one example of physical 
retail being leveraged to catalyze digital 
customer engagement—and as services 
are increasingly delivered in digital 
(remote) formats, the need for data-driven 
and customer-centric contact centers will 
be greater. COVID-19 has only increased 
this urgency, as foot traffic shifts to web 
traffic and companies endeavor to meet 
customers wherever they are.

Agent Experience (AX) has long been 
considered a critical driver for Customer 
Experience (CX), with the clear win-win-
win between contact centers, agents and 
customers benefiting when the agents are 
actively engaged and feel empowered in 
their work. 

Research has shown significant cost 
savings by having an engaged workforce 
(with one report finding that actively 
disengaged employees cost the US 
anywhere from $483B to $605B each year 
in lost productivity. Time, resources and 
money is lost however.

With increased technology (notably AI 
which can “listen to” conversations and 
identify issues or challenges in agent 
behavior) comes the opportunity to 
introduce learning into the agent 
experience in a seamless way. 

In lieu of hour-long webinars or half-day 
training programs, video- or text-based 
microlearning programs are being 
introduced in the modern contact center, 
improving agent performance, customer 
experience and contact center profitability. 

Both prior to--and certainly following—
COVID-19, the contact center workforce 
needs to work in a  decentralized fashion, 
prompting contact centers to increase 
investment in security, training and 
workforce management. 

Leading companies have optimized their 
workforce using tools like Alvaria’s WFM 
Benefits calculator to gain a clear 
understanding of the incremental benefits 
through better adherence, reduced 
shrinkage, improved schedule fit and 
decreased attrition.

MARKET BACKGROUND

Source: Frost & Sullivan
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THERE ARE MULTIPLE GROWTH OPPORTUNITIES IN THE CONTACT CENTER TODAY

Source: Frost & Sullivan, Source: Frost & Sullivan, Cloud Solutions Powering the Global Contact Center Applications Market, Forecast to 2026. Release Date; 09-FEB-202

01 02 03 04

WAHA Cloud Dominance Process Automation Security

The COVID-19 pandemic has 
compelled most contact centers in 
the region to opt for the work-at-
home-agents (WAHA) model. This 
pandemic accelerated the migration 
to cloud/hybrid setups and created 
opportunities for leveraging 
solutions that support a bigger 
WAHA base, self-service bots, and 
AI-enabled solutions. 

Due to the challenges brought on by 
the pandemic, contact center 
application service providers had to 
quickly respond to the remote 
working and work-from-home 
needs of the industry, provide free 
or trial offers for remote agents, and 
offer generous pricing models.

The increased demand for cloud 
solutions, together with intense 
market competition, has led to 
cloud-to-cloud migration. 

Several new cloud contact center 
customers in North America and 
Europe have already implemented 
cloud solutions from other vendors. 
Cloud vendors must leverage 
innovations and showcase their 
competitive advantages to clients.

Frost & Sullivan further sees a shift 
in companies pushing for the 
adoption of process automation as 
an integral part of business 
optimization strategies. 

High-value capabilities such as 
social media, WebRTC, Big Data, 
artificial intelligence (AI), analytics, 
and personalization are poised to 
generate fresh demand and drive 
user-base expansion. The vendors in 
the region need to focus on their 
research and development (R&D) 
efforts and integrating these new 
features will give them a 
competitive advantage.

Security remains a major challenge 
that is delaying the decision-making 
process in customers’ migration to 
the cloud. Some industries with 
high-security requirements may 
need to work with vendors for their 
data security and privacy needs. 

This increases the complexity of the 
cloud migration process and 
negates some of the cost 
advantages, if, for example, a 
contact center needs call recordings 
stored locally. The customers may 
also want to preserve their data 
sovereignty. 

MARKET BACKGROUND
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A RECENT FROST & SULLIVAN CUSTOMER CONTACT VIRTUAL EXECUTIVE MINDXCHANGE 
EVENT FOUND COMMON THEMES AMONG PARTICIPANTS IN THEIR OWN CX INITIATIVES

01 02 03 04

Rethink Agent Roles Empower Agents Create a Shared Purpose Integrate Technology

Rethink agents' roles by investing in 
employees from a talent 
perspective, rather than just the 
skills they developed, to optimize 
each employee's efforts and 
outcomes. 

Create an environment where 
agents can be moved to different 
functions, yet adapt quickly. Many 
employees don't like change. 
Providing the appropriate training 
and having a safe environment to 
try something new can make them 
more willing to learn techniques 
and tools. This gives your company 
the required flexibility to handle 
sometimes unpredictable staffing 
and customer interactions week by 
week

Create a shared purpose and 
management transparency to 
empower employees to perform 
better. They feel part of a 
community, know their role in the 
organization, understand what they 
need to do, and ultimately, are 
more likely to perform better

Conversational AI has helped agents 
that embraced it as they found 
great value in delivering better 
customer care. Some agents were 
confident about their capabilities 
and did not see the value that this 
solution could offer until they saw 
conversational AI users perform 
better than them and then came on 
board

Source: Frost & Sullivan, Silver Linings in a Pandemic-Humanization of Agents and Customers Creating Opportunities for Growth, Release Date: March 1, 2021

MARKET BACKGROUND
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Retail trade, 
14%

Insurance 
carriers and 

related 
activities, 

12%

Business 
support 

services, 11%

Wholesale 
trade, 7%

Professional, 
scientific, and 

technical 
services, 6%

Other, 50%

In 2019, there were over 3 million customer service 
representatives in the United States, a number 
projected to actually decline (-2%) over the next 
decade. 

The impact of self-service technologies on the 
consumer side, and Artificial Intelligence and 
optimization technology on the agent management 
side, is sharpening the need for customer service 
representatives to be as efficient as possible—even 
as companies providing contact center services enter 
a post-COVID age of digital / contact-less service. 

VPN enables distributed customer service workforce 
(which introduces its own level of complexity). The 
additional emotional component, noted above, adds 
to further variability in the customer service setting.

Largest employers of Customer 
service Representatives, 2019 (%)

Source: Frost & Sullivan,  Bureau of Labor Statistics

MARKET BACKGROUND

THE NATURE OF CUSTOMER SERVICE REPRESENTATIVE WORK IS CHANGING
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Frictionless Personalized Omnichannel Complex Coherent Remote
Customers are demanding 
fast, easy interactions with 
organizations—considered 
a "frictionless 
experience”—requiring 
agents to move between 
back-office systems and 
support the customer in 
multiple ways.

Customers are seeking 
agents to understand who 
they are, where they’re 
from, what their specific 
needs are (on the call itself 
and generally around their 
product / service needs) 
and provide an overall 
personalized experience.

Customers are moving 
across multiple channels, 
including web, chat 
(Facebook Messaging, 
WhatsApp) and voice. 
Challenge for contact center 
workforce is to translate 
these multiple channels 
into a 360-degree 
understanding of the 
customer.

As self-service / 
conversational AI continues 
to be embraced by contact 
centers, more complex 
customer needs are 
elevated to human 
representatives, requiring 
more knowledgeable (and 
informed) agents to 
manage customer needs.

Customer service agents 
are the frontlines of 
businesses and are the 
bridge between customer 
need and the company 
overall. 

Agents must think ”beyond 
the contact center” so the 
customer has a more 
holistic company 
experience.

Accelerated by COVID-19, 
agents are increasingly 
distributed, working in 
remote settings away from 
other employees (with 
whom to build company 
morale) and managers. 

This presents multiple 
challenges in terms of agent 
morale, engagement, 
adherence and attrition.

THE AGENT EXPERIENCE IS INCREASINGLY:

Arguably, Alvaria’s WFM tool addresses several 
of these areas, notably around the increasing complexity of the 
agent experience and, for contact centers, managing, engaging 
and keeping agents long-term.

MARKET BACKGROUND

Source: Frost & Sullivan
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RESPONSES FROM THE 2020 CUSTOMER CONTACT WEEK STUDY HIGHLIGHTED THE 
IMPORTANCE OF UNDERSTANDING AND ADDRESSING CUSTOMER NEEDS
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4.1
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4.1

4.0

3.8

3.5

3.4

3.3

Reducing customer effort

Consistency across channels & touch points

Proactively resolving customer needs

Collecting great customer insights & feedback

Increasing self-service use

Increasing personalization

Increasing first contact resolution

Always honoring customers' channel preferences

Increasing agent satisfaction

Reducing waiting / transfers

Increasing brand reputation

Predicting customer behavior

Increasing agent retention

Reducing agent effort

Generating revenue from reneweals/upsells/cross-sells

Reducing handle time / talk time

Reducing call/contact volume

52.87%

43.68%

40.23%

33.33%

29.89%

27.59%

27.59%

26.44%

24.14%

22.99%

22.99%

14.94%

12.64%

12.64%

12.64%

9.08%

No 360-degree view of customers/experience

Legacy systems prevent you from upgrading / enhancing…

Channels not sufficiently integrated

Insufficient data analysis

Limited workforce / performance management

Slow or unintuitive systems

High agent effort / frustration when using contact center…

No unified desktop / dashboard

Can't turn insights into actions

Trouble scaling / upgrading system

Cost of maintaining / upgrading systems

Uptime / reliability of systems

Not receiving sufficient support from technology partner /…

Can't integrate internal tools with outsourced centers

Other

Contact center tools not integrated with overall business

Frictionless
Personalized
Omnichannel

Complex
Coherent
Remote

Source: Frost & Sullivan, Customer Contact Week – Digital; 2020 CCW Market Study. The State of Contact Center Technology

How important will the following contact center objectives be 
five years from now? 

Does your contact center/CX function face any of the following 
challenges?

Other

MARKET BACKGROUND
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Projected Period

Mean and Median Attrition Rates (2008-2022)2

Source: Frost & Sullivan, 1xperHR; 2Techsee; 2014, 2018-2022 projected by Frost & Sullivan based on historical averages; 2015-2017 reflect mid-year average attrition rates
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CONSIDERATION ON AGENT TURNOVER
MARKET BACKGROUND
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ALVARIA’S WORKFORCE MANAGEMENT TOOL 
ASSESSMENT
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FROST & SULLIVAN HAS TAKEN A MULTISIDED APPROACH TO ASSESSING ALVARIA’S WFM 
BENEFITS CALCULATOR

Source: Frost & Sullivan

FACTOR COMMENT ALVARIA

Methodology Alvaria has considered four top-line pillars of WFM and provided a straightforward tool for customers to make directional decisions by 
for investment planning.  Frost & Sullivan believes that the mathematical calculations involved in each of the four key areas (Adherence, 
Shrinkage, Attrition and Schedule Fit) are sound and appropriate to achieve their core objective.

Industry Need The modern contact center is currently undergoing a transition from single channel (voice), single location (all operating out of a shared 
workspace) workforce to one which is omnichannel (voice, text, web, chat, self-service, in-person) and distributed (remote workforce). 
This results in significant complexity for contact center managers to allocate (and defend) budgets related to technology investments, 
generally, and WFM, specifically. 

Customer Need Labor is typically a contact center’s greatest operating expense and one which is largely fixed and represents one of the greatest areas 
where inefficiency and poor performance can quickly result in lost revenue (both direct and indirect). Research into the ROI of superior 
customer service abounds in both literature and anecdote; with customer service agents representing the frontline, agents who are not 
disengaged, poorly trained, or inefficiently managed can result in significant financial and reputational loss for a company. A WFM 
strategy is therefore critical for leading businesses. 

Contextual Flexibility Because contact centers—and their workforce—are increasingly distributed across function, geography and channel, Frost & Sullivan 
would recommend building within the tool additional options for a blended pricing approach (e.g., three “contexts” around geography, 
channel, size, etc.) with varying costs and assumption and then blended into a master calculator). While this increases the complexity of 
the use of the tool,  this could provide more relevance to contact center which operate multiple locations or channels.

Practical application One customer noted that while Alvaria’s WFM Benefits tool is helpful there are elements which make it more theoretical and 
directional rather than practical and specific; while this may be by design, customers may perceive Alvaria’s tool as a place to start and 
then turn to Excel or another program to make further calculations or otherwise manage assumptions in a way that is more flexible by 
the user. This ‘place to start’ could be seen as a limitation to the tool and constrain user adoption. However, as noted above, Alvaria has 
the opportunity to build further flexibility into the core four-element analysis (e.g., blended pricing) without adding out-of-scope 
functionality, such as long-term planning. 

ALVARIA’S WFM TOOL ASSESSMENT
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ASSESSMENT OF ALVARIA METHODOLOGY

Source: Frost & Sullivan

Adherence

Attrition Schedule Fit

DEFINITION
Agents effectively adhering to shift patterns and delivering 
customer and non-customer facing time as prescribed by the 
planning time. 

Improvement in one 
factor has the 
opportunity to drive 
improvement in 
another, as better 
operations, less 
attrition, more 
engaged agents and 
happier customers 
further drive success 
in the contact center

FROST & SULLIVAN COMMENT ON ALVARIA METHODOLOGY
Alvaria’s core focus on time and wage factors for calculating 
the economic impact on a percent change in adherence rates 
is sufficient to derive a high-level, directional support for 
scenario modeling. 

Shrinkage
DEFINITION
Any paid time where an agent is not allocated to be logged into 
take contacts (split between ‘out of office’ and ‘in office’)

FROST & SULLIVAN COMMENT ON ALVARIA METHODOLOGY
Alvaria’s core focus on time and wage factors for calculating the 
economic impact on a percent change in shrinkage rates is 
sufficient to derive a high-level, directional support for scenario 
modeling. 

DEFINITION
Frequency of agents leaving the contact center based on length of 
time spent with the company

FROST & SULLIVAN COMMENT ON ALVARIA METHODOLOGY
Alvaria’s core focus on the time, wage and attrition factors for 
calculating the economic impact on a percent change in attrition 
rates is sufficient to derive a high-level, directional support for 
scenario modeling. 

DEFINITION
How closely do agent schedules fit with estimated customer 
demand at a monthly, weekly daily and Interval level. 

FROST & SULLIVAN COMMENT ON ALVARIA METHODOLOGY
Alvaria’s core focus on time and wage factors for calculating the 
economic impact on a percent change in schedule fit is sufficient 
to derive a high-level, directional support for scenario modeling. 

ALVARIA’S WFM TOOL ASSESSMENT
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COMPANY

Founded in the UK in 1934, William Hill 
is a global online betting and gaming 
company. It is organized into four 
business segments: retail, online, U.S. 
existing, and U.S. expansion. 

Today, the company has over 16,000 
people worldwide. Its company's 
product and service portfolio comprises 
various activities such as gaming 
machines in licensed betting offices and 
online and telephone activities including 
sports betting, casino, poker, and other 
gaming products. 

BACKGROUND

William Hill did not, historically, have a 
strong focus on the customer experience 
(which was relatively less important in 
online gambling). However, as online 
gambling has exploded and more 
competitors have entered the space, 
William Hill knew they had to increase 
their CX to sufficiently compete. 

The company is further challenged by the 
emotional state of typical callers which 
places additional stress on customer 
service agents. William Hill adopted 
Alvaria’s tool to help professionalize its 
WFM and drive greater buy-in for WFM 
investment across the company.

KEY BENEFTIS OF ALVARIA’S TOOL FOR WILLIAM HILL

1. Help professionalize William Hill’s 
Customer Experience focus through 
sophisticated WFM

2. Helps establish baseline statistics as 
well as scenario modeling for 
investment decisions

3. Helped William Hill articulate 
business case for investment in 
workforce

4. Complemented  / compensated for 
lack of internal skill set around 
optimizing WFM

5. Alvaria support in WFM education 
across William Hill divisions

6. Creates shared language around the 
importance of CX and WFM across 
William Hill

7. Alvaria serves as third-party which 
offers further validation on WFM 
optimization

8. Supports William Hill in establishing 
strategic objectives and goals for 
specific investments

9. Provides a check-in / validation tool 
across a quarter or year after 
implementing a specific initiative

“It's not just the the calculations and understanding the what. It's 
really about clarifying and visualizing the wow.”

Head of Customer Service Systems Improvement

ALVARIA’S WFM TOOL ASSESSMENT

Source: Frost & Sullivan



21

Confidential

STRATEGIC CONSIDERATIONS
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FROST & SULLIVAN BELIEVES THERE ARE SEVERAL WAYS TO IMPROVE ALVARIA’S
CURRENT WFM BENEFITS TOOL AS CURRENTLY DEVELOPED

Source: Frost & Sullivan

01 02 03 04

Provide Benchmarks Enable Blended Scenario Integrate Visualization Enable Deep dive

Provide benchmark intelligence 
to guide customers during 
scenario modeling. 

This could include:
• Function
• Industry
• Company Size
• Geography 
• Channel
• Agent Skill Level (e.g., single 

skills, multi-skill)

Information could be provided 
based on range or single figure 
(e.g., average, median, high/low)

Integrate options for customers 
to include pricing and other 
assumptions across multiple 
(though limited to maintain 
simplicity) pricing options. 

Increasing complexity in 
managing distributed contact 
centers—further challenged by a 
growing diversity in channels—
means companies might have 
multiple scenarios to make: 
simplify this by enabling a 
blended scenario model 
incorporating differences in 
function, channel and geography.

Add visualization element to 
show previous and modeled 
scenario (e.g., 1% improvement 
could save $1 million, showing 
the ‘then/now’ scenario).

While discussions with Alvaria 
customers noted that 
visualization may not necessarily 
drive decision-making by main 
users of the Alvaria tool, a visual 
representation of workforce 
modeling could drive greater buy-
in across the organization

Greater granularity in the four 
key factors enables discussions 
around what really drives specific 
numbers, what upfront 
assumptions are made, etc.

One customer started with 
Alvaria model and then 
considered “cost savings” vs. 
“cost avoidance”

For example, they split 
Adherence into: “Delivered 
Hours” (e.g., if I pay you for 37 
hours, are you doing 37 hours 
regardless of it being in the right 
place) vs. ‘Adherence’  (have you 
worked the 37 hours in the right 
way) 

STRATEGIC CONSIDERATIONS
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ONE EXAMPLE OF FURTHER GRANULARITY IN FOUR KEY FACTORS COULD BE SPLITTING 
SHRINKAGE INTO EXTERNAL AND INTERNAL

By adding the option for customers to make 
assumptions for external and internal shrinkage 
rates, Alvaria can offer more flexibility—and, by 
extension, accuracy—in WFM investment 
decisions.

STRATEGIC CONSIDERATIONS

Source: Frost & Sullivan
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01 02 03 04

Collaboration Increased Security Integrate Visualization 3rd Party Integration (1)

Digital calculator could 
enable collaborative inputs 
across various departments

Greater security protocols as 
a SaaS platform

Easily add visualization with 
third-party integration (e.g., 
Tableau)

Integrate with third-party 
software (e.g., internal 
customer HR tools, customer 
demand forecast)

THERE ARE MULTIPLE BENEFITS TO DIGITIZING ALVARIA’S WFM BENEFITS TOOL*

Source: Frost & Sullivan;*this considers an expanded version of the currently envisioned online calculator being developed by Alvaria today 

05 06 07 08

3rd Party Integration (2) Automatic Benchmark Customizable Dashboard Move Beyond the Snapshot

Integrate third-party 
reference (e.g., industry-
standard wages, 
macroeconomic forecasts 
(correlated with product 
demand, etc.)

Automatically benchmark by 
industry, company size, 
channel, time, department, 
geography and other relevant 
factors

Offer customizable 
dashboards that can be 
specific to users across an 
organization

A digital platform can 
“remember”, “notify” and 
build in long-term forecasts 
based on existing scenarios 

STRATEGIC CONSIDERATIONS
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05 06 07

3rd Party Integration (2) Automatic Benchmark Customizable Dashboard Move Beyond the Snapshot

Integrate third-party 
reference (e.g., industry-
standard wages, 
macroeconomic forecasts 
(correlated with product 
demand, etc.)

Automatically benchmark by 
industry, company size, 
channel, time, department, 
geography and other relevant 
factors

Offer customizable 
dashboards that can be 
specific to users across an 
organization

A digital platform can 
“remember”, “notify” and 
build in long-term forecasts 
based on existing scenarios 

01 02 03 04

Collaboration Increased Security Integrate Visualization 3rd Party Integration (1)

Digital calculator could 
enable collaborative inputs 
across various departments

Greater security protocols as 
a SaaS platform

Easily add visualization with 
third-party integration (e.g., 
Tableau)

Integrate with third-party 
software (e.g., internal 
customer HR tools, customer 
demand forecast)

Source: Frost & Sullivan; Acorns.com; *this considers an expanded version of the currently envisioned online calculator being developed by Alvaria today 

Similar to portfolio scenarios, visualization 
could help drive buy-in within the 
organization for specific investment 
decisions needed in WFM 

STRATEGIC CONSIDERATIONS

THERE ARE MULTIPLE BENEFITS TO DIGITIZING ALVARIA’S WFM BENEFITS TOOL*
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The Growth Pipeline™ Company
Powering clients to a future shaped by growth

Jesse Hollander
Senior Consultant - BFS
P: +1 (727) 999-0544
E: jesse.hollander@frost.com

Gary Robbins
Sr. Partner - Brand and Demand Solutions
P: +(1) (516.850.9531)
E: grobbins@frost.com
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