ﬁPREsswiRE

VistaXM’s CX-as-a-Service Model Emerges as
the Fastest Path to Revenue Growth for
Enterprise Companies

We Run CX So You Can Run Your Business

SALT LAKE CITY, UT, UNITED STATES, October 14, 2025 /EINPresswire.com/ -- As more B2B

companies confront the limits of building customer experience (CX) programs in-house,l
VistaXxMUDis leading a shift towardOCX-as-a-Service, a fully

“ managed solution that turns customer experience into

Customer experience is no measurable revenue growth (ROI).

longer nice-to-have. It's
where revenue is won or
lost”

For years, companies have tried to manage CX internally.
But most efforts stall, burdened by long timelines, costly
teams, and data that never translates into action.
According to VistaXM, DIY programs consistently fail for

Paul Barr

four main reasons:

They are too slow.OMost in-house CX initiatives take 18-24 months to deliver meaningful results
- time competitors use to widen the gap.

They are too expensive.0Building and maintaining a qualified CX team often costs millions
before ROI appears.

They lack influence.OInternal teams rarely have the authority or frameworks needed to drive
change across sales, service, and partner organizations.

They lack expertise. Running CX programs and understanding the results takes analytical
expertise that is expensive and hard to find. In addition, most companies do not know how to
get the full value of the software they use to collect the data, nor how to create unbiased surveys
that provide the feedback they need.

VistaXM'sOCX-as-a-Servicelapproach solves these challenges by replacing cumbersome internal
programs with a fully managed CX engine - combining expert strategy, continuous analysis, and
actionable insights in a single service. The result: companies can identify churn risks earlier,
improve renewal rates, and uncover new revenue opportunitiesin months, not years.


http://www.einpresswire.com
http://www.vistaxm.com/
http://www.vistaxm.com/solutions/
http://www.vistaxm.com/insight-hub/roi-calculator/

“DIY CX efforts fail not because companies don't care, but because developing a team of experts
takes time - 18 months, at least, and is expensive,” said Erik Vogel, CEO of VistaXM. “Our model
removes that friction and provides insights in as little as 90 days."

Unlike software-only solutions or one-off consulting projects, VistaXM operates as an ongoing
growth partner by continuously measuring customer journeys, identifying friction points, and
guiding organizations on how to act. Clients have reported greater insight and higher retention
rates, all at a much lower cost.

“Customer experience is no longer nice-to-have. It's where revenue is won or lost,” added Paul
Barr, CRO of VistaXM. “With CX-as-a-Service, companies no longer waste years trying to build an
internal program. They can start acting on the data that matters today.”

VistaXM'’s CX-as-a-Service platform is now used by IT solution providers, fintech, manufacturing

companies, and MSPs to improve retention, accelerate expansion, and build stronger partner
ecosystems.

Learn more atOwww.vistaxm.com

About VistaXM:

VistaXM helps B2B companies turn customer experience into a growth engine. Through its CX-
as-a-Service model, VistaXM delivers the expertise, data, and execution needed to reduce churn,
accelerate renewals, and unlock new revenue opportunities without the cost and complexity of
building internal programs.
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