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The Incoming Sales Call 

Course Description 
The relationship representatives establish in the first few seconds of the customer's call will dictate their 
chances of success. The first words out of their mouths are the most important part of the whole customer 
interaction. In the first few seconds, they'll establish whether they and the organization they work for are 
professional and responsive to their customers, or not. Representatives want to provide the customer with 
service, but they also want to look for opportunities to provide products or services to the customer. In this 
course, they will learn what they can do to help make sure the conversation and the relationship with the 
customer get off to a positive start. They will also learn how they can make the transition from taking an order 
or providing a service to a sales conversation. 


