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Website Utilization Support with CXC to Realize Sophistication of Customer
Engagement
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Abstract

Recently, while companies are actively working on digital marketing, the reality is that
many companies still have not grown out of the unidirectional method of providing information
to customers and have been unable to utilize their websites as bidirectional channels. These
companies face a problem: the loss of competitiveness because the diffusion of smart devices
excludes them from customers’ options. In order to solve this problem, Fujitsu provides
FUJITSU Digital Marketing Platform CX360, which supports customer-driven digital
marketing. In addition, we have used this as the basis to systematize CXC? (CXC Cube),
a consulting framework that supports sophistication of customer contact points, including
corporate websites. By making use of these systems, sophistication of long-term and deep
relationships between customers and companies (customer engagement) is realized. This paper
presents the conventional issues with sophistication of customer engagement and Fujitsu’s
approach, and also outlines CXC? and an example of its application.
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