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The  corporate  telecommunications  (B2B)  sector  is  undergoing  a  profound  systemic  restructuring,  driven  by  the  

transition  from  offering  basic  infrastructure  to  delivering  complex  solutions  based  on  multichannel  and  Artificial  

Intelligence.  This  scientific  article  proposes  an  exhaustive  and  multidisciplinary  analysis  of  the  commercial  

management  models  necessary  to  sustain  competitiveness  in  this  new  technological  ecosystem.  The  methodology  

adopted  is  based  on  an  analytical  deductive  literature  review,  supported  by  the  postulates  of  competitive  strategy,  

revenue  management,  and  organizational  behavior.  The  scope  of  the  study  dissects  the  transition  from  transactional  

sales  to  recurring  revenue  models,  the  implementation  of  specialized  squads ,  and  the  critical  role  of  leadership  in  

building  high-performance  teams  in  high-pressure  environments.  The  results  demonstrate  that  the  sustainability  of  

exponential  growth  requires  a  symbiosis  between  technological  innovation  (omnichannel  solutions  and  AI)  and  

rigid  methodologies  for  engagement,  goals,  and  variable  compensation.  It  concludes  that  the  absolute  mastery  of  

operational  variables  and  corporate  emotional  intelligence  constitutes  the  central  vector  for  ensuring  productive  

resilience  and  financial  scalability  in  the  contemporary  digital  economy.

With  standardized  processes,  the  Business-to-Business  (B2B)  market  now  faces  the  non-negotiable  requirement...
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The  21st-century  digital  economy  has  imposed  a  paradigm  shift  in  business  models.
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the  contemporary  digital  economy.

The  corporate  telecommunications  (B2B)  sector  is  undergoing  a  profound  systemic  restructuring,  driven  by  the  

transition  from  offering  basic  infrastructure  to  delivering  complex  solutions  based  on  omnichannel  approaches  and  

Artificial  Intelligence.  This  scientific  article  proposes  an  exhaustive  and  multidisciplinary  analysis  of  the  commercial  

management  models  required  to  sustain  competitiveness  in  this  new  technological  ecosystem.  The  adopted  

methodology  is  based  on  an  analytical  deductive  literature  review,  supported  by  the  postulates  of  competitive  

strategy,  revenue  management,  and  organizational  behavior.  The  scope  of  the  study  dissects  the  transition  from  

transactional  sales  to  recurring  revenue  models,  the  implementation  of  specialized  squads,  and  the  critical  role  of  

leadership  in  building  high-performance  teams  in  high-pressure  environments.  The  results  demonstrate  that  the  

sustainability  of  exponential  growth  requires  a  symbiosis  between  technological  innovation  (omnichannel  solutions  

and  AI)  and  rigid  methodologies  of  engagement,  goals,  and  variable  compensation.  It  is  concluded  that  absolute  

mastery  of  operational  variables  and  corporate  emotional  intelligence  constitutes  the  central  vector  to  ensure  

productive  resilience  and  financial  scalability  in

Technology-based,  particularly  in  the  telecommunications  sector.  Historically  grounded  in
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complete  restructuring  of  traditional  business  structures.  This  restructuring  requires  abandoning

artificial  intelligence  solutions,  omnichannel  platforms,  advanced  messaging  (RCS,  SMS)

Telecommunications.

With  the  implementation  of  Edge  Computing,  companies  demand  from

Operators  are  providing  ultra-low  latency  levels  and  real-time  cybersecurity  to  enable  fleets.

boost  corporate  efficiency.  As  asserted  by  authors  of  strategic  management.

interpersonal  communication  has  become  the  backbone  of  mission-critical  industrial  processes.

and  the  increase  in  productivity  of  the  customer's  production  line,  which  requires  a  complete  redesign.

in  the  training  and  argumentation  of  the  sales  force.

In  the  sales  pipeline,  it  is  the  only  factor  capable  of  guaranteeing  the  financial  sustainability  of  companies.

Bandwidths  in  cost  spreadsheets;  he  negotiates  the  mitigation  of  downtime  risks .

to  dissect  the  operational,  managerial,  and  behavioral  mechanisms  that  underpin  high  performance.

It  forced  operators  and  technology  providers  to  migrate  to  the  top  of  the  value  chain,  offering

Rigid  organizational  charts  in  favor  of  agile  cells  (squads),  a  thorough  review  of  policies  of

Maximizing  revenue  and  achieving  exponential  growth  require  reengineering.

to  diagnose  operational  bottlenecks  in  clients  and  propose  communication  architectures  that

This  structural  transformation.  Corporate  connectivity  is  no  longer  an  input  focused  solely  on...

to  provide  integrated  communication  ecosystems.  The  commoditization  of  traditional  services.
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The  sales  department's  performance  is  no  longer  measured  solely  by  its  ability  to  close  deals.

transactional  and  is  now  evaluated  by  its  ability  to  act  as  a  strategic  consultancy,  capable

Leadership  oriented  towards  the  continuous  development  of  human  capital.  This  article  aims  to...

Autonomous  technologies,  telemedicine,  and  advanced  manufacturing  (Industry  4.0).  Consequently,  the  scope  of

B2B  commercial  negotiation  has  been  brutally  expanded.  The  sales  executive  no  longer  argues

The  advent  of  5G  networks  and  the  proliferation  of  the  Internet  of  Things  (IoT)  further  accentuate  this.

Emotional  intelligence  in  leadership,  analytical  rigor  in  managing  indicators,  and  the  adoption  of  innovations.

frequently  observed  between  the  rapid  evolution  of  technological  solutions  and  the  stagnation  of

Sales  management  and  leadership  models  within  corporations.  The  hypothesis  put  forward  is  that...

corporate)  and  data  integration.  In  this  scenario  of  extreme  competitive  complexity,  effectiveness

In  contemporary  times,  competitive  advantage  no  longer  lies  solely  in  the  product,  but  in  the  sophistication  of  the...

Go-to-Market  model .

Variable  compensation  as  a  tool  for  aligning  interests,  and,  fundamentally,  a

performance  in  B2B  technology  sales,  demonstrating  that  methodological  integration  between

The  central  problem  underlying  this  academic  investigation  lies  in  asymmetry.
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Structural  changes  forced  telecommunications  operators  to  adopt  the  Recurring  Revenue  model.

Negotiations  that  map  out  the  client's  latent  pain  points.

specific  and  isolated  infrastructure  projects,  where  the  main  metric  for  success  was  the  volume  of

(a  3:1  ratio).  Leadership  that  ignores  this  metric  risks  accelerating  the  closing  of  deals.

of  business  models.  The  traditional  business  paradigm  operated  under  the  logic  of  transactions.

commercial:  constant  monitoring  of  the  relationship  between  Customer  Acquisition  Cost  (CAC)  and  the

Lifetime  Value  (LTV).  In  subscription  models  and  communication  platforms,  the  real  profit  of  a

The  financial  mathematics  behind  recurring  revenue  operations  imposes  a  challenge  on  the  board  of  directors.

Flexible  operating  expenses  (OPEX)  and  fixed  capital  investments  (CAPEX).  This  change

therefore,  as  the  orchestrator  of  this  process,  designing  prospecting,  qualification  and...

Structuring  a  department  focused  on  recurring  revenue  requires  the  implementation  of

Consultative  and  complex  sales  methodologies.  Unlike  transactional  sales,  where  the  cycle  is...

short  and  the  decision-maker  is  singular,  the  sale  of  integrated  multichannel  solutions  and

To  sustain  accelerated  growth,  predictability  (business  forecast )  becomes  the

A  healthy  LTV/CAC  ratio  (traditionally  stipulated  in  the  technology  market  as  superior)

average  ticket  size  (upsell  and  cross-sell)  and  severe  mitigation  of  the  churn  rate.

that  demonstrates  the  Return  on  Investment  (ROI)  of  the  proposed  solution.  The  sales  leadership  acts,

2.  The  strategic  transition:  from  the  transactional  model  to  predictable  recurring  revenue.
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The  evolution  of  the  B2B  telecommunications  market  demands  a  thorough  analysis  of  the  transition.

Operations  and  Finance).  The  B2B  sales  executive  must  possess  not  only  technical  acumen  regarding

The  substantial  accumulated  growth  reveals  that  management  is  not  based  on  instinct,  but  on  the  rigor  of...

The  portfolio,  but  deep  business  literacy,  capable  of  building  and  defending  a  business  case.

at  the  time  of  contract  signing;  it  requires  a  robust  after-sales  architecture,  focused  on  the

Customer  Success ,  ensuring  full  technology  adoption  and  continuous  growth.

The  accumulated  revenue  exceeds  the  cost  of  marketing,  commissions,  and  infrastructure  dedicated  to  attracting  new  customers.

from  that  account.  Therefore,  a  high-performing  business  operation  must  actively  pursue  a

premature  portfolio  outflow  and  high  support  costs.

Short-term  closures.  However,  the  rise  of  Cloud  Computing  and  Software  as  a  Service.

low  quality,  generating  an  apparent  growth  in  revenue  that  will  be  quickly  eroded  by

The  most  critical  indicator  for  senior  management.  The  empirical  analysis  of  business  operations  that  achieve

data.  The  implementation  of  Customer  Relationship  Management  (CRM)  systems  cannot  be

(SaaS)  has  changed  companies'  purchasing  behavior,  which  has  begun  to  prefer  expenses.

Corporate  artificial  intelligence  involves  multiple  stakeholders  (IT,  Marketing,  etc.  departments).

Annual  (ARR  -  Annual  Recurring  Revenue).  Sales  management,  in  this  new  context,  transcends  the...

Corporate  contracts  are  often  only  awarded  after  months  of  relationship  building,  when  the  profit  margin...
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commissioning  should  disproportionately  reward  the  generation  of  long-term  contracts,

Organizational  restructuring  to  support  this  strategy  often  involves

In  B2B  sales,  marketing  AI  means  selling  efficiency  on  an  industrial  scale,  requiring  a

The  driving  force  behind  this  entire  model.  In  high-performance  environments,  compensation  is  not  a  cost.

Procedural  errors  are  identified  in  real  time,  allowing  for  course  corrections  before  they  compromise  the  process.

corporation  and  the  isolated  interests  of  the  sales  force.

They  no  longer  require  merely  passive  communication  channels;  they  need  platforms  capable  of...

Interpreting,  routing,  and  automating  interactions  on  a  large  scale.  AI  applied  to  messaging  (such  as

The  individual  financial  gain  of  the  employee  contributes  to  the  creation  of  sustainable  value  for  the  business,  and  leadership  is  key.

Chatbots  via  WhatsApp  Business,  smart  SMS,  and  RCS  enable  large  corporations

commercial  reach.  The  governance  of  these  channels  requires  clear  remuneration  policies,

Lead  protection  and  technical  support,  ensuring  that  partners  maintain  the  standard  of  excellence.

Aligning  incentive  and  variable  compensation  policies  is  the  mechanism  that  ensures

The  commercial  sector  builds  a  meritocratic  culture,  eliminating  the  agency  conflict  between  the  goals  of  the  company.

in  opening  new  markets  (Hunters)  and  executives  dedicated  to  cultivating  and  expanding  the  active  base  of

It  is  not  treated  as  a  mere  repository  of  contacts,  but  as  the  central  nervous  system  of  the  operation.
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The  integration  of  Artificial  Intelligence  (AI)  into  the  telecommunications  solutions  portfolio.

Natural  Language  Processing  (NLP),  which  allows  the  machine  to  understand  intentions,  nuances,  and  feelings  in  messages.

Specialized  segmentation  of  the  sales  force.  The  division  between  professionals  focused  exclusively  on...

selling  products  with  higher  contribution  margins  and  retaining  strategic  accounts.  By  linking

Automate  up  to  80%  of  first-level  customer  service,  drastically  reducing  operational  costs.

One  of  the  most  relevant  technological  pillars  of  this  offering  is  Language  Processing.

required  of  the  organization's  direct  sales  force.

3.  Artificial  intelligence  and  multichannel  communication  as  value  drivers  in  telecommunications.

Customers  (Farmers)  maximize  the  efficiency  of  both  profiles.  This  technical  specialization  reduces  the

Rigid,  but  a  strategic  tool  for  guiding  behavior.  The  architecture  of

Leadership  must  establish  and  audit  daily  conversion  rates  for  each  stage  of  the  sales  funnel  and  the  speed  of  the  

negotiation  cycle.  It  is  through  this  meticulous  monitoring  that  bottlenecks  can  be  identified.

Quarterly  results.

This  represents  the  ultimate  frontier  for  value  creation  in  the  corporate  market.  Companies  do  not

operational  fatigue  and  allows  for  the  creation  of  specific  training  paths.  Furthermore,  the  structuring

Indirect  channels  (partnerships,  resellers,  and  white-label  integrations)  act  as  a  multiplier.

and  improving  the  Service  Level  Agreement  (SLA)  with  the  end  consumer.  For  the  executive  of

A  deep  understanding  of  process  logic  and  customer  service  for  prospective  clients.
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from  point  of  contact  to  C-level  executives,  where  decisions  are  made  based  on  strategic  impact.

In  addition  to  being  a  product  to  be  marketed,  Artificial  Intelligence  and  analysis

Analytics  raises  the  bar  for  the  telecommunications  operator,  removing  it  from  the  price  war  by

The  manipulation  of  this  massive  volume  of  communication  data  is  integrated  into  the  commercial  operation.

Techniques  for  a  sale  based  on  use  cases .  Demonstrating  value  occurs.

dispersed,  providing  a  unified  interface  that  preserves  the  context  of  the  interaction  regardless  of  the

The  commercial  entity  must  guarantee,  both  contractually  and  technically,  that  the  architecture  offered  by  the  operator...

within  a  new  regulatory  scope,  notably  in  relation  to  the  General  Data  Protection  Law  (LGPD)

In  sales  engineering,  the  sales  process  evolves  from  a  specifications-focused  approach.

submitted  by  users.  When  a  B2B  operator  offers  a  cloud-based  PBX  solution.
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Integrated  with  NLP  engines,  it  gives  your  client  the  ability  to  perform  Sentiment  Analysis.

(pre-sales  engineers  and  solutions  architects)  to  design  customized  projects  that...

It  operates  in  strict  compliance  with  the  handling  of  sensitive  data,  using  anonymization  and

Interactions  via  social  networks  migrate  to  messaging  apps  and  finalize  the  process  in

Voice  calls.  The  modern  telecommunications  solution  acts  as  the  integrator  of  these  journeys.

through  rigorously  controlled  Proof  of  Concept  (PoC)  and  pilot  projects.  Leadership

and  international  privacy  regulations.  Selling  platforms  that  centralize  and  process  the

Sales  should  structure  squads  (multidisciplinary  teams  composed  of  account  executives,

When  processed  by  machine  learning  algorithms ,  it  generates  predictive  insights  about  the

enabling  immediate  intervention  in  cases  of  friction.  Commercializing  this  level  of  sophistication

integrate  with  the  client's  legacy  systems  (ERPs  and  CRMs).  This  consultative  approach  raises  the  level.

A  history  of  end-customer  interactions  requires  the  sales  director  to  master  the  concepts  of

intelligence.  The  challenge  for  corporations  lies  in  the  fragmentation  of  communication:  customers  initiate

End-to-end  encryption.  Cybersecurity  thus  becomes  a  central  argument  of

sales,  and  not  just  a  concern  for  the  IT  department.

Consumer  behavior,  transforming  cost  centers  into  intelligence  centers.

Omnichannel  architecture  is  the  necessary  complement  to  this.

Information  security  and  Privacy  by  Design.  During  negotiations  with  large  accounts,  the  area

It  provides  contact  center  supervisors  with  instant  metrics  on  customer  satisfaction.

corporate.

(Sentiment  analysis)  in  real  time  during  phone  calls  or  text  interactions.  This

Introducing  these  complex  technologies  to  the  market  requires  a  methodological  adaptation.

corporate.

chosen  channel.  The  role  of  the  business  strategy  is  to  demonstrate  how  this  data  consolidation,

voice  traffic  and  inserting  it  into  the  lucrative  operational  data  intelligence  sector.
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4.  High-performance  leadership  and  talent  development  in  high-pressure  environments.

Monthly  metrics;  it  requires  mastery  of  advanced  corporate  emotional  intelligence  practices.

administration.

The  use  of  Data  Analytics  for  market  prospecting  (identification  of  business  clusters)

sales.  Predictive  models  can  analyze  the  consumption  history  of  the  active  customer  base  to

Effective  leaders  understand  that  extraordinary  performance  is  not  generated  through  coercion,  but

The  flawless  execution  of  sophisticated  business  strategies  rests  fundamentally  on...

Quality  and  resilience  of  human  capital.  In  highly  competitive  and  dynamic  markets  such  as

Crucial  information  regarding  contract  losses  ( win/loss  analysis  becomes  corrupted)  will  be  avoided.

Artificial  intelligence  consultants  generate  natural  friction  and  behavioral  resistance.  Supported  by

Acculturation  results  in  systemic  boycott  and  loss  of  efficiency  projected  by  the  council.

to  identify  the  risk  of  churn  early  or  to  signal  the  ideal  time  for  a  cross-training  approach.

from  the  alignment  between  procedural  rigor  and  constant  technical  support  for  the  salesperson  working  on  the  front  line.

Academic  frameworks,  such  as  Kotter's  eight  steps  (1996),  are  needed  by  the  sales  management  team.

(with  a  greater  propensity  for  adopting  digital  solutions)  optimizes  the  targeting  of  team  efforts.

and  to  anchor  the  new  culture  within  the  company  structure.  The  imposition  of  new  tools  without  proper  planning.

Frequent.  If  the  corporate  environment  punishes  mistakes  relentlessly,  the  sales  team  will  omit  them.

Long-cycle  B2B  sales  operations,  qualification  errors,  and  complex  customer  objections  are

Communicate  a  sense  of  urgency,  build  internal  support  coalitions,  celebrate  short-term  victories.

of  the  negotiation.

To  ensure  that  the  implementation  of  new  technologies  and  complex  CRMs  does  not  lead  to  paralysis  in

Psychological  safety,  a  concept  exhaustively  researched  by  Amy  Edmondson  (2018).  In

in  technology  and  telecommunications,  where  the  pressure  for  results  and  meeting  quotas  is...

Constants,  leadership  acts  as  the  vector  that  determines  success  or  psychological  collapse  and

Raw  material  for  training  (role-plays  and  post-mortems)  without  destroying  the  executive's  confidence  in

More  efficient  budgeting  and  unquestionable  goal-oriented  governance.

In  a  sales  force,  leadership  must  master  the  concepts  of  Change  Management .

Advanced  data  technologies  should  be  incorporated  into  the  operator's  own  commercial  department  management.

Year  V,  v.2  2025  |  Submission:  09/12/2025  |  Accepted:  09/14/2025  |  Publication:  09/16/2025

Sell.  Data-driven  leadership  replaces  intuition-based  management,  allowing  for  allocations

Safe  for  exposure  of  operational  vulnerabilities,  using  business  setbacks  as

A  critical  factor  in  leading  these  teams  in  transitional  environments  is  the  promotion  of

Taking  risks  in  prospecting  for  larger  accounts.  The  high-performing  leader  establishes  an  environment

The  operational  side  of  the  team.  Building  high-performance  teams  goes  beyond  simply  demanding...

Management).  The  transition  of  salespeople  accustomed  to  selling  basic  telephony  to
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One  structural  aspect  with  transformative  impact  is  the  role  of  leadership  in  promoting

rigorous.  The  evolution  imposed  by  the  digital  economy,  the  advent  of  5G  networks  and  the  Cloud.

The  internal  team  is  engaged,  recognized,  and  technically  equipped.  Leadership  acts  as

5.  Conclusion

The  theoretical  and  analytical  investigation  conducted  throughout  this  article  provides  evidence  of

Structuring  incentive  campaigns  and  managing  the  organizational  climate  are  tools.

long-lasting  organizational  structures.

B2B  telecommunications  are  not  phenomena  based  on  intuition,  but  methodological  processes.

the  guarantor  of  this  symbiosis  between  internal  satisfaction  and  external  excellence.

temporary,  but  through  the  exhaustive,  precise,  and  disciplined  execution  of  a  business  model.

Empowered  women  bring  new  perspectives  to  problem-solving,  greater  intelligence.

Massive  percentage  increases  are  not  achieved  through  shortcuts  or  heroic  leaps.

Computing  demands  the  definitive  abandonment  of  obsolete  transactional  practices.  It  has  been  demonstrated  that

when  your  team  reaches  a  state  of  efficient  operational  autonomy.

Those  who  take  responsibility  for  mentoring  and  advancing  the  careers  of  their  team  members  create  legacies.

internalized  first  by  the  team.  External  customer  delight  is  only  sustainable  when

Social  governance  (ESG)  metrics  translate  directly  into  increased  profitability.  Leaders

masculine  paradigms.  Empirical  experience  demonstrates  that  heterogeneous  teams  and  leadership

Value  ecosystems  based  on  recurring  revenue  (ARR),  closely  monitoring  the  mathematics.

diversity  and  the  rise  of  female  leadership  in  sectors  traditionally  dominated  by

It's  not  just  about  sales  surplus,  but  also  about  behavior  aligned  with  corporate  values.  A

elite.  Exponential  results  (such  as  generating  hundreds  of  millions  in  revenue  and

The  company's  annual  strategic  objectives  require  motivational  campaigns  that  acknowledge  not

The  application  of  concepts  focused  on  excellence  in  the  customer  journey  and  experience  should  be...

Intentional  development  of  women  for  strategic  positions  in  the  technology  sector  addresses

The  survival  of  corporations  in  this  niche  depends  fundamentally  on  their  ability  to  build

Financial  metrics  for  customer  acquisition  (LTV  and  CAC)  to  ensure  that  market  expansion  occurs

structured.  Daily  review  of  the  sales  funnel,  auditing  of  service  level  agreements  (SLAs),  and...

Standardization  of  business  communication  ensures  that  the  success  of  the  operation  is  systemic  and

Scalable,  not  depending  solely  on  transient  individual  talents.  The  manager  consolidates  their  position.

Emotional  control  in  stressful  negotiations  and  higher  talent  retention  rates.

Consistency  and  methodological  discipline  are  the  ultimate  foundations  of  commercial  leadership.

vital  tactics.  In  large-scale  business  operations,  aligning  short-term  goals  with

categorically,  the  restructuring  and  accelerated  growth  of  commercial  operations  in  the  sector  of
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corporations.  The  emphasis  is  on  psychological  safety,  structured  Change  Management  techniques  and

COLLINS,  Jim.  Good  to  Great:  Why  Some  Companies  Make  the  Leap  and  Others  Don't.  New  York:  HarperBusiness,  

2001.

The  analysis  of  the  business  architecture  confirmed  that  scalability  is  achieved  through  the  use  of...

Compliance  with  data  protection  regulations  (LGPD)  positions  the  operator  not  as

B2B  sales  management,  elevated  to  its  highest  level  of  analytical  maturity  and

Behavioral,  it  thus  consolidates  itself  as  the  true  financial  engineering  that  ensures  the

contractual  protections  against  premature  cancellation.  Mastering  these  tools,  guided  by

The  deliberate  development  of  female  leadership  proves  that  human  capital  remains  as

belongs  to  organizations  whose  commercial  directors  master  the  mathematics  of  underwriting,  the  ethics  of

Data  processing  and  the  art  of  building  resilient  and  engaged  teams  committed  to  greater  purposes.

long-term  revenue.

complex  sales  operations.  Additionally,  the  study  validated  that  the  use  of  intelligence

the  primary  driver  of  innovation.  Organizations  that  acquire  cutting-edge  technology  but  neglect  the

(NLP),  as  well  as  in  the  internal  management  of  the  sales  funnel  —  it  optimizes  conversion  and  protects  the  databases.

Tactical  alignment  through  variable  compensation  policies  forms  the  backbone  of

The  human  development  of  their  sales  managers  fails  to  translate  this  technical  capacity  into...

In  short,  the  symbiosis  between  cutting-edge  technological  vision  and  disciplined  commercial  management.

that  is  the  financial  closing  of  the  quarter.

This  defines  the  state  of  the  art  in  contemporary  corporate  executive  performance.  Leadership  capable  of...

The  sales  team,  despite  this  steep  learning  curve,  is  the  transformative  agent  that  dictates  the  new...

not  a  provider  of  amenities,  but  also  a  vital  consultant  for  digital  transformation.

artificial  —  both  in  omnichannel  product  offerings  and  Natural  Language  Processing  engines.

profitable  and  sustainable  way.
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