':‘éCIENXT SIBMS

Scienxt Journal of Business & Management Studies

“SCIENXT

. SIBMS
Scienxt Journal of Yooty
Business & Management
Studies

Scienxt Center of Excellence (P) Ltd. www.scienx! t.com

Scienxt Journal of Business and Management Studies
Volume-2 || Issue-1 || Jan-June || Year-2024 || pp. 1-14

Enhancing sales through a holistic approach

“IKomala Subramani
*ILecturer, Department of Management, Saintgits Institute of Management (SIM), Kottayam, Kerala, India

?Alexander Emmanuel
2Assistant Professor, Department of Management, Saintgits Institute of Management (SIM), Kottayam, Kerala,
India

*Corresponding Author: Komala Subramani
Email: komalasubramani.99@gmial.com

Scienxt Center of Excellence (P) Ltd SIMBS||1



https://scienxt.com/

Volume-2|| Issue-1|[2024|| Jan-June SIMBS
Komala et al., Scienxt Journal of Business & Management Studies

Abstract:

Sales research is increasingly recognizing the blending of salesperson
responsibilities, the growing number of interactions involved in sales processes and
activities, and the nonlinear nature of value (co)creation. This has resulted in a shift
towards more holistic and systemic views to explain selling and sales related
phenomena. We adopt such a view to examine broader social structures and argue
that recognizing their overlapping and nested nature is important to understanding
sales processes. To aid the investigation of social structure and theorizing more
generally, the practice of examining levels of aggregation and theoretical
abstraction is introduced. This practice can also in the framing of articles and

identification of their contributions to the sales and broader literature.
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