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The Experience Age Imperative

Composable CRM, Real-time Orchestration, Omnichannel Operations, and Governed GenAl in the
Flow of Work

Purpose

This position paper serves as an executive compass for CRM and Cx talent modernization. The
focus is on showing how to build Customer Success Architects who can convert experience strategy
into secure, resilient, Al-enabled operating models that work end-to-end across digital business-
technology platforms, data, workflows, and governance.

It enables CRM aspirations agenda leaders to consistently deliver adoption, productivity, and value at
scale by linking market shifts to role-based capability building and measurable outcomes.

Context

Across the globe, BPO, KPO and GCC landscape, customer interaction has evolved from ticket
resolution to relationship-building at scale. Many organizations are on their way to implement
omnichannel journeys, hyper-personalization, tighter regulatory scrutiny, and outcome-based
service levels. Contact centres are becoming digital command centres where CRM architecture,
customer data, workflows, and knowledge must work together with reliability, security, and
measurable experience impact. In this shift, GenAl is emerging as a practical workforce multiplier
by accelerating onboarding, continuous learning, improving productivity, enabling consistent
decision support, and elevating interaction quality through real-time guidance and responses.
Leaders who modernize their CRM and contact-centre architectures now create faster, smarter,
strategy-aligned successful operating models.

Executive Summary

Most global CRM trends and directions research suggests that CRM and CX modernization
succeeds when leaders institutionalize strategic roles that can translate CRM strategy into
operating models. This transformation depends on roles that design composable architectures,
adoptemergingtechnologies, engineer resilient workflows, govern decisions, and make outcomes
measurable.

When CRM and contact-centre modernizationis approachedjust as anIT enablinginitiative rather
than an operating model, value becomes fragile, adoption becomes limited, integrations become
brittle, compliance risks rise, and decisions become hard to defend at speed. The leadership
opportunity is to build a workforce that can architect and operate the end-to-end system with
built-in security, reliability, and human experience-centric design.

This position paper frames a future-ready talent upskilling approach built on synergy of three
CRM CX Architect Program tracks, designed to accelerate time-to-value, drive productivity, and
reinforce ROloutcomesandaddress the CRM CX architecture modernization needs of enterprises.

In the pages that follow, this paper lays out the market shifts redefining CRM and CX, the strategic
role gap thatlimits value realization, and a clear definition of the Customer Success Architectas the
bridge between experience ambition and reality. It then presents a practical three-track capability
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compass including CRM Enterprise Solution Architecture, Contact Centre Architecture, and Al-
Centric CRM Adoption Architecture, to turn CRM architects into cognitive era CRM architects.

Enable your architects to achieve measurable CRM business results faster, reliably.

CRM Trends and Modernization Urgency

Most market perspectives on CRM and contact-centre direction are converging on composable,
cloud-native experience orchestration which provides an integrated operating model and
connects interaction channels, workflows, data, systems, and teams, rather than a collection of
tools.

GenAl is increasingly treated as a workflow layer embedded into case handling, knowledge
management, quality, supervisor operations, and performance management. The next
generation of CRMs will support agentic orchestration, intelligent automation, and real-time
decision intelligence for next-best-action personalization. This will need human-in-the-loop
mechanism to ensure that data quality, response drift and performance issues are tracked and
remedied before they become incidents.

In parallel, cloud contact-centre consolidation and workforce engagement platforms are
progressing toward unified analytics, monitoring, and automation at scale, creating a stronger
architectural requirement for integration-first design, governance, and resilient operations.

Gartner's customer service perspective clearly indicates that customer centricity improves
when the frontline workforce is enabled inside the flow of work, with adaptable CRM workflows,
seamless handoffs, and systems that are genuinely easy to adopt. Gartner research highlights
that 45% of customer service reps avoid adopting new technologies, often because legacy tools
remain accessible, and leaders must phase out old systems while protecting productivity. Gartner
also finds that high-effort transitions between self-service and assisted channels damage CX
and reduce future digital adoption, while seamless handoffs that carry customer context prevent
repetition and improve outcomes

For India's IT services, BPO/KPO, and GCC leaders, the implications are immediate. CRM
modernization or refresh needs to be executed with security, governance, compliance, platform
engineering disciplines, resilience/SRE-grade operations, business continuity, and a phased
roadmap that transforms the operating models without downtime.

The Strategic Role of CRM Architects

The most urgent gap across CRM and contact-centre transformation is the shortage of strategic
roles and the associated role maturity. Modern CRM architects and frontline leaders need an
enterprise “Big picture” mindset that translates strategy into operating models i.e enterprise-
architecture aligned CRM design, data integration, and resilient automated workflows, data
quality management, information security, observability and resilience, regulatory compliance,
while staying relentlessly customer-centric and metrics-driven.

The new baseline is now unmistakable. Leaders need consultative solutioning and authentic
technical guidance. Cognitive era demands CRM architects who are listening deeply, framing
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options, clarifying trade-offs, and defending decisions with sound, implementable architecture
with a clear transformation roadmap.

Al-centric engagement is now vital to future-proof multi-generation persona journeys by
personalizing every interactioninreal time, meeting Gen-Z's speed and self-service expectations.
From the edge comprising digital channels, devices, contact centres to proactive advisory, Al
turns signals into next-best actions, seamless handoffs, and always-on assistance across the
entire lifecycle.

They need workflow engineering practices powered by process mining, CI/CD, and Al-enabled
automation.

They need to leverage Al agents to augment human agents with coaching, next-best actions, and
knowledge retrieval that "remembers” context responsibly, with safety and ethics built in. They
need to practice agile methods that suit an iterative deployment with clear Definition of Done
(DOD).

Equally critical are enterprise disciplines of security-first design, compliance-by-design,
auditability through Architecture Review Boards and decision records, and data-led hyper-
personalization grounded in decision intelligence.

A Customer Success Architect is the role that makes CRM + CX modernization operationally real
by connecting architecture, data, workflows, governance, and metrics so customer outcomes are
dependable at scale. This is the leadership bridge between transformation intent and execution
certainty.

Inmodern contact-centre environments, where CRM architecture, customer data, workflows, and
knowledge must operate together as a digital command centre, the Customer Success Architect
becomes the integrator of decisions, ensuring reliability, security, and measurable experience
impact. This role carries a distinctive leadership signature as it converts metrics into alignment,
adoption, and 24x7 operational excellence through disciplined decisions and operating cadence.

Synergy of CRM Customer Success Architecting Roles and Capabilities

CRM Enterprise Solution Architect: This role designs the end-to-end CRM ecosystem as an
enterprise capability by aligning business journeys, domain data, integration patterns, security,
and performance so the CRM estate becomes a dependable business growth platform. It enables
business growth agenda execution by converting strategy into scalable solution blueprints that
accelerate time-to-value, reduce fragmentation, and create repeatable pathways for adoption,

expansion, and measurable outcomes.

Contact Centre CX Architect: This role engineers omnichannel engagement operations where
channels, workflows, knowledge, and workforce practices operate as one resilient system,
minimizing friction across handoffs and strengthening customer trust through consistent,
high-quality experiences. It enables business growth agenda execution by improving service
productivity and experience reliability at scale, ensuring customer interactions continuously
translate into retention, loyalty, and upsell readiness.
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Al-Centric CRM Adoption Architect: This role operationalizes Al as a “workflow intelligence
layer” across the customer journey by embedding copilots and agentic assistance into decision
points, governance, quality assurance, and proactive advisory while keeping safety, compliance,
and observability built in. It enables business growth agenda execution by multiplying workforce
effectiveness and predicting/acting on customer needs earlier, shiftingengagement fromreactive
support to proactive value delivery.

Synergy of the three roles: Together, these roles create a single operating model for business
growth. While enterprise CRM architecture ensures coherence, contact centre architecture
ensures experience execution, and Al-centric adoption architecture ensures continuous
intelligence and scale. This synergy turns customer engagement into a measurable, renewable
advantage including faster decisions, smoother handoffs, higher adoption, and consistent
outcomes across portfolios and multiple generations of customers.

If your CRM strategy is moving toward consolidation, Al-enabled operations, and measurable
customer outcomes, the fastest path is to build a talent pipeline that can architect and operate
the full system end-to-end. These programs create that architecture role readiness.

Road Ahead and Conclusion - The Imperative for a New Architectural Era

What is Changing: The BPM landscape is undergoing a fundamental shift as customer interaction
moves from mere ticket resolution to relationship-building at scale. Enterprises are transitioning
away from a collection of isolated tools toward composable, cloud-native “experience
orchestration” where channels, workflows, and data are unified into a single operating model. In
this environment, GenAl has emerged as a pervasive workflow layer embedded directly into case
handling, knowledge management, and performance operations. Furthermore, the move from
static, legacy bots to LLM-powered conversational flows has turned contact centres into digital
command centres that require integrated, real-time decision intelligence.

Why Incremental Upskilling is Insufficient: Traditional, incremental upskilling is no longer
enough because the legacy flow-based designs used in static bots break in the face of LLM-
powered complexity. Deep platform knowledge and execution strengths, while previously world-
class, cannot address the critical capability gaps created by highly complex, interdependent
enterprise ecosystems. Relying solely on technical configuration expertise often leads to over-
customization and poor boundary decisions, while simple upskilling fails to bridge the strategic
thinking gap required to align technical design with business value. Clients now expect Al-powered
strategies and measurable business impact, which cannot be delivered through traditional CRM
implementations alone.

Why New Professional Identities are Required: This evolution demands the creation of entirely
new professional identities to replace platform-centric specialists. Organizations must transform
delivery and technical leads into enterprise-aware architects who can define, justify, and govern
reference architectures rather than just building integrations. This shift requires a move from
being technology advisors to becoming architects of Al-enabled business solutions —leaders who
possess the consulting acumen to evaluate complex platform trade-offs and defend decisions
with boardroom-level clarity. Without this fundamental shift in identity, organizations risk
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diminishing relevance, higher integration rework, and the erosion of their competitive advantage
in high-value transformation programs.

CRM and CX are entering a decisive modernization cycle shaped by authentic global trends.
Customers expect seamless omnichannel journeys. Service organizations are being measured
on speed, effort reduction, and consistent resolution quality. Enterprise CRM platforms are
evolving toward composable architectures with Al embedded directly into the flow of work. In this
environment, CRM and contact centres are enterprise operating systems for growth, trust, and
productivity. Leaders who modernize with an architecture —first, data-led approach gain a durable
advantage.

This position paper frames a future-ready capability model built on the synergy of three capability
areas—CRM Enterprise Solution Architecture, Contact Centre CX Architecture, and Al-Centric
CRM Adoption Architecture — to build a strong CRM/CX architect pipeline that can deliver
modernization across the full lifecycle. These architects develop capabilities for blueprinting,
integration, governance, adoption, and continuous value realization. Together, these capability
areas enable enterprise-grade architects who can design composable CRM and CX ecosystems,
orchestrate seamless handoffs and workflow execution, and operationalize Al safely through
evaluation, observability,and governance. Theresultisaworkforce that can convert modernization
intent into dependable operating models—ready for multi-vendor ecosystems and adaptable to
adjacentdomains suchas CPQ, field service, partner operations, and regulated customer journeys.

Leaders can anticipate three compounding benefits:

» Accelerated business outcomes: faster time-to-value, stronger adoption, and renewal-
ready experience improvements driven by disciplined architecture decisions and a value-
realization cadence.

« Execution certainty at scale: resilient, secure, compliant CRM/CX platforms with clear
governance, reusable artifacts, and defensible decisions that reduce delivery risk and prevent
value leakage.

» Asustainable growth engine: a continuously replenished architect pipeline that strengthens
proposal credibility, reinforces delivery excellence, and enables differentiated Al-enabled
CRM/CX services—positioning the enterprise to win and expand in the next generation of
customer engagement.

Note: The Only Constant is Change

This position paper is intentionally a living reference, not a fixed doctrine. CRM and CX are being
reshaped continuously by platform consolidation, Al-first and agentic workflows, privacy and trust
expectations, and new operating models that blend human expertise with a digital workforce.
Leaders should read every recommendation through the lens of today's customer behavior,
regulatory context, ecosystem moves, and talent realities. Re-validate assumptions frequently,
refresh priorities quarterly, and treat this paper as a compass—always calibrated to current trends.
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Solutions: Building Business-aligned Talent Capabilities for Experience
Orchestration

Customer Success Architect Capability Intervention (CRM + Contact-Centre + Governed GenAl)

This companion brochure describes how NIIT StackRoute supports organizations in building the
capabilities described in the position paper.

Who this is for

This intervention is designed for leaders and practitioners who sit at the intersection of CRM
platforms, contact-centre operations, customer data, workflows, and governance — particularly
in BPO/KPO/GCC environments where scale, reliability, compliance, and measurable CX impact
are non-negotiable.

Typical participant profiles include:
« CRM/ Contact Centre Solution Architects; Enterprise Architects; Platform & Integration
Architects

« CXtransformation owners, product/program leaders responsible for operating model
change

« Operations leaders across Quality, Workforce Management, Knowledge Management and
Supervisor enablement

« Data/analytics stakeholders supporting experience measurement and decision intelligence
« L&D/ Talent leaders building architect capability pipelines
What this enables

The program is built to develop Customer Success Architects—strategic CRM/CX modernization
roles that convert experience ambition into implementable, secure, resilient operating models.
The capability emphasis aligns to three integrated areas that compound together in practice:

« CRM Enterprise Solution Architecture (Composable CRM architecture + integration +
governance)

« Contact Centre CX Architecture (Omnichannel convergence + reliability/SRE-grade
operations)

« Al-Centric CRM Adoption Architecture (GenAl embedded into workflow with evaluation,
observability and governance)

Program structure at a glance

The intervention is organized as three synergistic tracks. Organizations may run one track to
address a specific gap, or sequence them to build an end-to-end capability uplift. Each track is
outcome-led and anchored in real enterprise ecosystems and decision points.
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Track 1: CRM Enterprise Solution Architecture

CRM Enterprise Solution Architect: This role designs the end-to-end CRM ecosystem as an
enterprise capability by aligning business journeys, domain data, integration patterns, security,
and performance so the CRM estate becomes a dependable business growth platform. It enables
business growth agenda execution by converting strategy into scalable solution blueprints that
accelerate time-to-value, reduce fragmentation, and create repeatable pathways for adoption,
expansion, and measurable outcomes.

Outcome: Architects design composable CRM ecosystems that scale—integration-
first, governed, secure, and roadmap-driven.

What it covers:

« Composable CRM reference architectures and extensibility patterns

» Integration-first design (APIs/events), ecosystem thinking, and boundary decisions
« Customer data/context considerations and data quality dependencies

» Security-by-design and compliance-by-design decisions for CRM modernization

» Architecture decision discipline (ADR/ARB) and transition roadmaps

What participants produce / take back:

« Reference architecture artifacts (target and transition views)
o Decisionrecords / ADR pack for major architectural trade-offs
» Integration blueprint and governance considerations

o Outcome/KPl alignment map for adoption, productivity, experience impact

Capabilities Stack of a CRM Enterprise Architect

Solutioning
Interactions

Enterprise
Mindsets

CRM
Foundations

CRM Solution
Architecture

Consulting Acumen
Interaction Excellence

Architectural Thinking
Systems Thinking

Core Value Streams
Core Business Processes

Data-led Decisions
Storytelling

Business-CRM
Capabilities Mapping

Channels & Journeys
Workflow Automation
Customer 360

Authenticity-Centric Guidance
Business Case & Priorities

Security, Governance,
Compliance, Risk Contexts

Sales/Service/ Partners
Field/Analytics/ Intelligence
Orchestration/ NFRs

CRM Business Value
Success Measures

Reference Architecture
AI-CRM & Roadmap

CRM Adoption Plan
Transition Methodology

Core CRM Use Cases
Core Building Blocks

Conceptual Architecture
Data Architecture

Integration Architecture
Extensibility & Customization
Architecture Review/ ADR

CRM decision Support
CRM Observability
Operating Cadence

Team —based CRM
Solution Arch. o
Case Presentation

Copyright®©, owned by NIIT Ltd.
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Solutjg,

Consulting
Acumen

Competency
Dimensions of a CRM
Enterprise Architect

Operations
Acumen

Copyright©, owned by NIIT Ltd.

Contact Centre CX Architecture

Contact Centre CX Architect: This role engineers omnichannel engagement operations where

channels, workflows, knowledge, and workforce practices operate as one resilient system,

minimizing friction across handoffs and strengthening customer trust through consistent,

high-quality experiences. It enables business growth agenda execution by improving service

productivity and experience reliability at scale, ensuring customer interactions continuously

translate into retention, loyalty, and upsell readiness.

Outcome: Leaders design omnichannel operating models with context continuity, operational

control, and resilience at scale.

What it covers:

Omnichannel journey architecture and seamless handoffs (self-service « assisted)
Workforce/quality/knowledge enablement integration patterns

NFR-led design: performance, uptime, observability, business continuity

Reliability practices aligned to SRE-grade operations for CX ecosystems

Operational analytics and governance rhythms for sustained outcomes
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What participants produce / take back:

«  Omnichannel journey blueprint with context handoff points
» NFR catalogue and observability view (signals, dashboards, alerting concepts)
« Governance rhythm proposal (reviews, decision cadence, metrics)

« Riskregister for modernization and cutover without disruption

Capabilities Stack of a Contact Centre CX Architect

Solutioning Consulting Acumen Data-led Decisions Authenticity-Centric Guidance CX Value Model(s)
Interactions Interaction Excellence Storytelling Stakeholder Engagement CX Service Economics

: Architectural Thinking Business-CX Security, Governance, .
Enterprise N ) e . ) " CX Reference Architecture
N Services Portfolio- Capabilities Mapping Compliance, Risk Contexts Al-Enabled CX & Roadma
Mindsets Thinking Service Blueprints SRE & Observability P

X

Foundations

Routing & Queuing Knowledge Management Service Analytics Transition Methodology

Channels & Engagement Case Management Self-Service & Al-Bots CX Adoption by Persona
Operations & Escalation Workforce Management Al-Centric Agent Guidance

- Core CX Domains Conceptual Architecture Integration Architecture ARB/ ADRs
CX Solution o d o A - .
. Core Building Blocks Data Architecture Extensibility & Customization Decision Intelligence
Architecture Agent Experience Design Automation Architecture Content Architecture Service Process Orchestration

Introspect 1: Introspect 2: Introspect 3: Final Assessment

Business-Technology CX Conceptual CX Enterprise-Fit
Alignment Architecture

Copyright®©, owned by NIIT Ltd.

Competency Dimensions of a Contact Centre CX Architect

Consulting
Acumen

Competency
Dimensions of a Contact
Centre CX Architect

Operations

Copyright©, owned by NIIT Ltd.
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Al-Centric CRM Adoption Architecture

Al-Centric CRM Adoption Architect: This role operationalizes Al as a "workflow intelligence
layer” across the customer journey by embedding copilots and agentic assistance into decision
points, governance, quality assurance, and proactive advisory while keeping safety, compliance,
and observability built in. It enables business growth agenda execution by multiplying workforce
effectiveness and predicting/acting on customer needs earlier, shiftingengagement fromreactive
support to proactive value delivery.

Outcome: Organizations operationalize GenAl safely in the flow of work—measured,
governed, and continuously improved.

What it covers:

o Workflow-embedded copilot/agent patterns (human-in-the-loop by design)
« Guardrails, evaluation, drift monitoring and Al observability

« Prompt governance and ‘golden conversation’ patterns

» Knowledge modernization (curation, retrieval strategy, feedback loops)

« Impact measurement aligned to AHT, CSAT, FCR, quality and productivity

What participants produce / take back:

» Al use-case map prioritized by impact x risk
» Evaluation and governance framework (quality, safety, compliance)
» Knowledge operating model and prompt library approach

» Adoption measurement plan with operational KPIs

Capabilities Stack of an Al-Centric CRM Adoption Architect

Al Trust & Ethics

Solutioning
Interactions

Enterprise
Mindsets

Al Technology
Foundations

Al CRM

Adoption Architecture

Consulting Acumen
Interaction Excellence

Al workflow Intelligence
Human-Al Collaboration
Al Autonomy Levels

Al Cognitive Capabilities
Al-Assistance to Al-Native
Al Platforms

Data-led Decisions
Storytelling
New Al Roles & Collaboration

Business-Al
Capabilities Mapping
Risk-Aware Adoption

LLMs & LLMOPs
Data Pipelines & Agents
Al Applications

Authenticity-Centric Guidance
Stakeholder Engagement

Al Security, Al Governance,
Compliance, Al Risk Contexts
SRE & Observability

Al Orchestration
Al Models & Testing
Human-in-the-loop

Al Guardrails
High Impact Al Use Cases

Al Reference Architecture
Al Benefits Realization
Al-Ready Data Engineering

Al Adoption & Culture

Data Integration & Quality
Al-Monitoring & Infrastructure

Core AI-CRM Domains
Core CRM Workflows
Prompt & Context Engg.

Al Conceptual Architectures
Al-Data Architecture
API & Events Architecture

NFR Engineering for Al

Orchestration & Process Mining

Consent-by-design

ARB/ ADRs
Decision Intelligence
Al & FinOps

Team —based Al
Solution Arch.
Case Presentation

Copyright®©, owned by NIIT Ltd.
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Consulting Acumen

Competency
Dimensions of an Al-
Centric CRM Adoption
Architect

Operations
Acumen

Copyright®©, owned by NIIT Ltd.

Program Highlights

These programs are built to move beyond imparting knowledge into practical execution. They
are designed to be applied in real settings, governed through disciplined architecture review, and
evidenced through observable business and operational outcomes. The experience is immersive
and scenario-led, anchored in authentic enterprise ecosystems—so participants practice the
architectural decisions that matter most in production environments.

The capability emphasis strengthens disciplines senior leaders consistently demand
from CRM and CX modernization architects:

« NFR-driven thinking, scalability, performance engineering, and technical resilience for change

« Governance and compliance readiness built into architecture, workflows, integrations, and
operational cadence

« Financial and operational accountability through FinOps-informed decisions that optimize
cost, performance and value together

» Dataintelligence, analytics, personalization, and Al so design choices can be measured,
improved and scaled with confidence

» Decision defensibility: reusable artifacts, clearer rationale, and actionable metrics
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Learning journey philosophy: Impart —Immerse - Introspect
Theprogramsessionsfollowalean, blended designthathelpsexperienced practitionersinternalize
strategic thinking and apply it to real modernization work. Experiential and collaborative learning
is at the heart of the journey.

¢ Masterclasses and * Integrated

Deep-dives
* Core Modules for

Knowledge and
Comprehension

* Broadeningthe T:
Immersive Learning
for Applicationand

Workplace Activities
for Synthesis

« Critical Thinking and
Self-Reflection

Analysis

=y INTROSPECT

Copyright© 2023, owned by NIIT Ltd. L-133077 '
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Impart: Short practitioner-led masterclasses that establish modern reference points,
frameworks, decision criteria and patterns relevant to CRM/CX modernization in the Al era.

Immerse: Scenario-led case simulations where participants practice architectural decision-
making, trade-off analysis, NFR reasoning, governance artifacts, and executive storytelling in
authentic enterprise contexts.

Introspect: Cognitive checks and consolidation through real-life project documentation—
capturing decisions, rationale, risks, and measurable outcomes as reusable artifacts for

ongoing governance.

Outcomes and impact organizations can expect

Theintendedoutcomeisastrongerarchitectural capability pipelineanda CRM/CXtransformation-
ready operating rhythm. Decisions become more defensible, artifacts more reusable, and metrics
more actionable. As capability matures, participants become fluent in patterns that enable
dependable, scalable execution in complex, multi-vendor enterprises.

Organizations typically use this intervention to drive improvement in:

» Faster time-to-value and stronger adoption through disciplined architecture decisions and

value-realization cadence

« Execution certainty at scale through resilient, secure, compliant CRM/CX platforms with

clear governance and reduced delivery risk

« Sustained capability-building through an architect pipeline that strengthens delivery
excellence and modernization credibility
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« Operationalization of Al with evaluation, observability and governance to reduce pilot-to-

production friction

How NIIT-StackRoute typically supports clients

We begin by aligning on the organization's modernization context—current CRM/contact-centre

landscape, desired outcomes, and non-negotiable constraints related to risk, compliance and

uptime. We then tailor emphasis across the three tracks so capability-building directly reinforces

the transformation roadmap, rather than running as a disconnected learning activity. Throughout

the engagement, the focus remains practical: strengthening decision quality, governance

routines, and measurable adoption in the teams that will carry the change.

Inquire

Inguire the Need and build a
Strategic Engagement
Model

Transform

Transform Talent to build
Organizational Capability
and Promote Thought
Leadership

Catalyze

Catalyze Development and
Change

I.M.P.A.C.

Model
Model required

Competencies in alignment
with Roles and Need

Process

Perform Gap Analysis

Architect

Architect the Learning
Interventions

Copyright@ and Trademarks owned by NIIT Ltd.
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About NIIT - StackRoute

StackRoute is the preferred technology learning partner for organizations, offering a comprehensive
portfolio of custom learning solutions for tech talent at all career stages, from fresh hires and early
careerstomid-levelandseniorprofessionals. Originally establishedin August 2015asanNIITincubated
venture, StackRoute provides custom learning designs to build business aligned talent capabilities.
Our extensive portfolio includes full stack engineering programs for fresh hires, deep skilling programs
in Data Science, Data Engineering and Cybersecurity, Architect competence development programs,
Programs for Project|Program|[Delivery roles, Product Management, and Business Analyst-Product
Owner learning interventions. StackRoute delivers disruptive IT learning with immersive experiences
backed by mastery learning ensuring guaranteed outcomes and collaborates with various large, mid-
sized, and small global IT organizations, Global Capability Centers (GCCs), and product engineering

teams.
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