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Creating value in business relationships: The role of sales
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6. Conclusive considerations

The issue that we have dealt with in this paper—how the relational
perspective on value creation in business relationships affects the
conception of the role and critical tasks of the sales function—is
broad. Our argument that the sales function has an important role
to play in creating value in supplier-buyer relationships is not partic-
ularly surprising or novel. What is surprising, however, is that sales
research has not paid much attention to the implications of the rela-
tional perspective on value creation for the sales function. The body
of research on sales' tasks appears neither linked to the value-

creating process in business relationships nor explicit about how
sales may contribute to creating relationship value. Hence, extant lit-
erature provides no clear picture of the content of sales' new role as
part of the value-creating process in business relationships. We
argue that a systematic linking of the relational value creating process
to the sales function's content can provide interesting and fruitful in-
sights about criticalities and priorities in sales management. We con-
tend that it can provide an interaction-based framework of tasks
which are key to creating value in business relationships and thus
critical for sales in its hitherto neglected role as co-creator of relation-
ship value.
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