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Benefits 
 

    support was delivered in
•   Direct impact on custom
    of technical support thro
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•   50% improvement in cus

At Microland, the emphasis is on building a comprehensive knowledge base and focusing on the Top 10 Reasons for customer calls. This strategy  
helps us with faster call resolution and lowered repeat calls, helping our clients make direct savings on support costs. 

– Sharad Heda, CEO, 
   Global Technical Support Business 
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