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SA-S: Advanced Transactional Selling 
Telecommunications Call Centers 

Course Description 

Transactional Solution Selling provides problem resolution, transitioning, and selling a 
customer on a solution (multiple complementary products or services) that solves one or 
more business issues in a high speed, low touch, transactional manner.  

Advanced Transactional Selling uses the broad knowledge you currently have in 
Transactional Solution Selling and adds depth in key areas of the process such as; Active 
Listening & Building Rapport, Transitioning/Interviewing, Horizontal, Vertical & Executive 
Level Positioning, Closing and Knowing your Competition, Your Company and Yourself. 

Why This Course is Needed? 

You’ve taken your Customer Care, 
Inbound or Outbound sales staff 
through Transactional Solution 
Selling and they’ve had about a 
year to practice what they’ve 
learned. Now you need to bring 
their sales skills to the next level.  

With the Applied practice that your 
Sales Executives experience in this 
course, business results are 
immediate.  

Here are two examples of how these 
results can benefit your sales staff. 
 

Target Audience 

Sales (Inbound, Outbound or 
Acquisition) knowledge and experience is required. SA-S Transactional Solution Selling 
course completion is a plus. Telecom technical knowledge and experience is preferred. 

Length  
2-days – With TSS Prerequisites  
4-days – Without TSS Prerequisites 
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Course Objectives 
After completing this course you will be able to: 

• Use the broad knowledge you currently have in Transactional Solution Selling and 
add depth in key areas of the process such as 

o Active Listening Depth 
 The 80 Percent Syndrome 
 Building Rapport 

o Transitioning/Interviewing Depth 
 The Decision Making Process 
 Dealing with the Decision Maker 
 The Decision Flow Diagram 

o Positioning Depth 
 Executive Roles and Responsibilities 
 Four Basic Principles of Good Business Acumen 
 What Does The CxO Need To See 
 Executive Level Positioning 
 Driving Impact Dollars 
 Detailed Questioning 

o Solution vs. Business Related Benefit 
 Solution/Benefit Depth - Telecom Spend Depth 

o Closing Depth 
 Planning for Objections 
 Handling Objections 
 Dealing with Rejection 

o Knowing your Competition, Your Company and Yourself 
 Strengths, Weaknesses, Opportunities & Threats 

 


