VereQuest's Check-Up™ learning modules support frontline teams engage in
more effective and engaging conversations with customers.
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The Check-Up™ is specifically designed for contact centers where the
Helping companies keep the promises they make®

environment is fast-paced, ever-changing and time away from customers is at
a premium.

» Cost-effectively customized to your unique
environment. Classroom delivery and/or
elearning formats available.
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» SCORM-compliant modules hosted on
your LMS.
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