Revenue-
Driven
Customer
Engagement:
6 Digital
Strategies

Every Switch Loses the Thread

A customer asks a question on WhatsApp, follows up by email, then calls when it
gets complex. Each switch, the context vanishes, and so does the sale.

Customers want one seamless
journey; fragmented technology is
what breaks it into channels.

Engagement is a Revenue Lever

Engagement isn't a marketing line item — it moves every line of the P&L.
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Strategy 1
Unify every channel so agents see the full customer
history, no matter where the conversation started.

Strategy 2
Personalize based on intent, behavior, and timing, not
just the customer’s first name.

Strategy 3
Reach out proactively with reminders, alerts, and

updates before small issues become support
requests.

Strategy 4
Sell inside the conversations customers already use,

making it easier to ask, decide, and buy.
Strategy 5

Respond in minutes with routing and automation
because customers decide fast.

Strategy 6
Measure the metrics tied to revenue, including speed,
resolution, satisfaction, and channel performance.

Where Proactive Outreach Pays Off

Reaching out first cuts
inbound volume and Shipping alerts

Oopens new revenue. head off frustrated
tickets before they start.

Restock & renewal
alerts

bring customers back
at the right moment.

Why Teams Choose 8x8 Converse

8x8 Converse brings every conversation into one workspace, whichever
channel the customer chose.

Omnichannel inbox across SMS,
WhatsApp, Viber, LINE, SMS, web
chat and more

Smart routing by skill, language, and
availability

Automation workflows that escalate
complex issues to the right team

Real-time analytics across every
channel in one view
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Connect Every
Channel, Win the Deal

The businesses that win aren't the ones
with the most channels; they're the ones

that connect every channel into one
coherent experience.

See It in Action

For more information, contact us at
hello-cpaas@8x8.com or visit cpaas.8x8.com
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