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B2B AN SEXt2 F 7tX| Hif ¥S0| okl =g}
Ao o Xl= B SEA-TUA SRBAE SHeE

A= B2BEA A 552 F 71A] ol elso] FgAtel] gt Ftufake] Al=|ef Gt 7t A g Tt o w gk Pk v
-H"jéﬁ = Arolrt. o1& £15l B2B Aol A Q] g Atet At FREEA oA BE Ak 1A Yol FEAte] =7t
591 ] 35 (relationship behavior) 2} A-22% 38-5(consultative task behavior)of] F&-& 0]d 21 0 2 719-& A ¥t
1:11}—4 T 7FA] pof 8 E-2 A Rte] Fa bl gk o) Al 2o A/d Al=lof PRk nE Ao 7S Ao,
ol A A W2 SO Ao A P2 AT AFe v  FaFS v Aolghs AR 7M. AA 53] ‘3}
& 57 F57Y A= AiRte] BAR G o) JFEm ]7:% Zo = 7HdE ARk 7HE-& A5 ol tit
B2B 357149 2 7714 22 205704 ] tht gt 22 Rldste] bt 22 23k T &SIt AA, 517"7\]
Al BE A2A B5oll Aol Y= vAH, F 71 {*“H 5o Fufjrte] A= E ot SO M2l
(HS] FFE PR Q2 SISk TRk, Fujzte] 3 o7t 7 8- ZH2 PAIA & o]l (+)9] Pk w|A] 1L
Zoeh =4, A4 5ol A/l mAlE FaFe] TA sl A/l v
FHO E F JFE U2 2-E ERIskATh A, 1A 3 O] Z ool |2 o] AREA o] Tojdof m]
FHTHE & FFS PR = A 02 Holu FAA 0 2 {-0J617] ¢ro} 7|2t E] ik, 2 0] SHE A AJAR kA A AJA
o2k Aot A, = o] il 352 TR E Aol oA 7kR] AFEA SfE el tiet At o] FEgE Ao A2
o] ufate] 4lg]of o] w gt FkS vl =A] fFEote] FFF ot b AAEo] WA 4 Qe Ao R A7tE B, 35
719 YA ] TS TA BT AEE PF L i:rkro}oﬂ o, IA Y5 A2 A ol At 4129 519l a gl
Q1 SOl dat ARl mIR)= 2PE ARl BAHE Wk AlA, 2 e 3aAket FulRRE SAlll A Faste] 1 At
B/ 7t ARHelE = Qloh o 4= Qo A RA 0 = B2B {%fﬂoﬂ/ﬂ FaAPEulAReke] BAE 245517 flsf ofw et wul s

= FAIshE 2ol A IR AAHE Al skl ot
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2 dAFAeE 33718 YA Hufdls
‘YA 35 (relationship behavior)’ ¥} A2 Y

o
=
5(consultative task behavior)’ S 2 S-Eslo] SLuf

71949] Al=let TAAT O A= FFS 5t
BLE iy

AR S 7198 71 ke HAE
21, A% 5& %t dEolwt AL + Sl
(Crosby et al., 1990). & © W2 H[=UA Aof
S AT Aol B35 F= WA Fsole

Nm[

JHF 7l (Derlega et al., 1987), &= (Pruit, 1981),

>

4= "X (Crosby et al., 1990), HFYAo]Hd Y
ZHs A2 (Biong & Selnes 1996), 9aF 2 T
ofdl wh] A<r(Kennedy et al., 2001) 5°] g

Hop. AgAte] m=d w2 HE AE, d99
T, 48 AHFN 59 WEol WAREEY A=
2 9RO Ao JFe nHA SHe
™(Crosby et al., 1990), 5271949 FIA-L
TFuizigel ou|la A71AEe JRE TR/

o A 5ol Fulr]do] A= QAo dF

o
S vty gt (Morgan & Hunt, 1994).

AR =L 1970 Mark HananZh= A
E 9] A2l ‘Consultative Selling’oll4 *-2 At
5t7] AlZFSES S M (Ingram et al., 2009), A&
2 AH|2of digt FAAEY] T g
dol nAoA 7AXE Asotr BEi{IF ZAE
a5t HujdEo=  AgoJgtrh(Bragg, 1986).
A2A PF FE B2CO AHA] Aol et
AFoA HePEo] o, AF o577 F2
Aok FoF Aol A aE]o] 7] wjZoll B2BA]
FolAel a7k wEg Agoldelse 9,
2022).

2 3= B2B A4 F
A FABANA FE7IH 147
dol T 7A] wH Pl
e AR eH, 3571949 F 71| Trjels
HAYEY} A4 FFom FEste] FE7
of thet Frl7|gel Al=let gAF 1F wAA

ofwgh FeFe uA)ea] Aw Bt

offt
i o Job oo @

i
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o
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1. B2B(Business to Business) 7{2ii

719 2t ASE °l7|st= B2B(Business to
Business) 7 2l& ¢lg|ylo] vrdstr] AJZHE 2000
g zbole 719 o] ARG Mdes
ARgEo] Loy dAof Solet RE 71 T+ A
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2 Al E (buying center)E Foll AHE a2t

o shglom, FujAlE o] AL US F 7F

T2 AT 4 Aok skeloh AA, ot

(initiators)®] 2 F&2 AAEZ T AAEZS 7

2o o e ARSIt HxE FH7I
|

go] AEel st 7of a4 she xAgo

T ZHbuyers)= 7|E T2
Fote 24 A% Ha% 2449
of JgIAelo] ToAIEI Skl Aol A
HsHA == 22 golt), mizjEto R
ZH(gatekeepers)= FHE ] B Alofsh=
Hojrt.

Agol wet b4 AAE FubE o] 2474
o) wsjE, ToAIE HekAe] W7 Sl
ojzm g w3t AA%% FH7Y

of,

=
T o2 e
>

mu o o

gsel Basht Jsge B
8] Abgste] oAl 227499

[N ofr

i}

NAFolok 3hH, o2 Fd TAE 9 AT
o 714 A0l Ae FAsHE Zo] e Fa

S8, 495, 2019).

N
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2. 1074
11 B2 kA (customer orientation)< 14wl
Ao wujz|F At =2 tiH|El= ZfdolH Al
AFgo] 484 FoAANE M F85H oF

Eat=s ol 2l
of ZxVA] Higt osiE Fo| Shil, FHEAL
AsoA A&He2 H§ U 7HHE AFsh]

Mg oA FAstom, B89 242 9ls
TG FYArge] Wk 1A A
A7 chpe Bolwt e AT
o U oAREe AFSLA 5
(Narver & Slater, 1990).

Saxe and Weitz(1982)= 1 AAFAHS £
7Y, ARt AF7E, AFAA, 142 1GR9
u], 7|94 gjrie oln, wE8 5 67HA]
Aoz FAste] AA AAFE] wF AHE
=35t7] 98 E55kct. Williams(1992)= Saxe
and Weitz(1982)7}F A ARt 67FA] 810 A5
Ao}, omA, ST WL Fste] A4S
Atk G RANGHL 1A 9| G} o
XS, F7H BAE FeAISH A

S|
H
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Qo AHe5, A5, 2019). (Newell et al., 2011).

3. 2A™EE 4. XEH AS

AN = Tk Ape a]zqi St o)A T AEZ P52 Hanan(2011)°] 25 A2 &7
HeAsHA gel=e] gtew, pAA wupPE 4 FHAdsd, ALY o TS AT 99
sl = 7k g & 6]—1/]-011“4-(Newe11 et al, FOo=2 Jdo] thAo] A9 (high-level) 2JAHEA
2011). A #A AERD BAYE 2 FFA - AolH Feo] ofs| FrPTAL, oo tigh A
mz7E @Estal AeAgste] HlEUA mEY 2 Ae dd¥Ee gRith ol AEH WE
e THAZIE ZAd wEol Ae™(Crosby et © SR ZHUA olf= Aol Hi9t £AI7T
al,, 1990), 7] GACIA ] o A= wds  SFstal uFeiRly]l wZolth(Zoltners et al
QI A Aol o]FofAAL ol z7] H|= 2022)
29 e gzl Whler E8d

o}
(Gremler & Gwinner, 2008). 12] = o
A} ololgell wet BaAet Fulat el 28
X__]l
2
=

R
1
v
>

NAA BARE Z2 A et oA i 5ozt 134%} T E1r(N€W611 et al, 2011). 1L
A -5 (personal relationship behaviors)’©] 4 A B UzE ajolste] si4d
ofA M, HlZYA BAE {2 @ FHA7A A AAID ek oyt 1ZHo] IA|shR] gt
®x 9

al

TH(Newell et al., 2011). M2 7122 Aotste] nAMe] Agkx =xm

o)

T HA g etz @A olet sk, el Aol 715t AL HHO=E sh= ol

o] IAE FAste g or Aogd &+ 3l = 7 UATHEREE £, 2013).

CHCampbell et al., 2006). APAo] wp=2H =2t Galante(2008)°]] W2WH 272 P& Fujjy]
I AL Rt ARAgS WEY] IRt ¥4 dol HAek A =8 3 AT fAAE
T5& FHo= o= FaAter Ak 7t w olafist= TA, FHiZIFel Aol 71o] 7t
ol & £ IHl o, gx AL wOoFE Tolohs B, FE71Y ALY AHIA
Ztol tigt Fufrbe] Skl FHAQ = g Azs :rLUH7]‘?j°] Hos 870l AdASH=
o] X thyl St tH(Gremler & Gwinner, 2008). E3F 4 5 3EAR Yo FAe T

Campbell et al.(2006)> FEiA7} H-foF &9 Cron and DeCarlo(2010)= ZF7149] YA}
TAAR] Qo] Hehg &-goto] Aeste] FaAt ol 224 FFS S LMo A2 7HAE
of thgh Xz A 2 A= FA4o] 7Hesitt dEolld 4 A oh= 37HA] WS AAleFAH

7Pgeter. A

A, TG AT BAY BA E

d = A

Ael el A AEL oA A W BE, Az J9E ol & YES ZoFt I
T 52 S Fol olafshe o £2E FE £ sH Zolth B4, Tulvldle] BANEE
agolw], AW OR Feigt FRAW PR 7T @ SHE W BE S YEE moFE 94T
9 gge AT fASE O Fast & ske otk A, TE71Y JAHLS A
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Gold 1AL $eshe AzA 3ol Wag
A9 ARG Aol BFY 5 A she] 24
o YzE FZAATE 4TS SAsH Zoltk

A8A YEe DA wESHE AuAS A
53 ARG 2AL sel, AR Ags A
2 2 sl A A

25 #&Stch(Rackham & De Vincentis,
1999). Cron and DeCarlo (2010)2 AH=2 50|
TH7197F AES "ol dlgs aAoqA AF
sto] Mze 7S FEAFIE aFwen], 1
ZHo] olof gt thrtE
ol oJxof 7]ykst

5. M2
A== ZA71AQ0 A TA FA gQloz ¢
QoM 7HFEE Aog FAS 7R A o

ARFZE A HEYA ojEstalz}t sk o2t
gt 4~ Qlth(Moorman et al., 1992). Webb(1996)<
EE AdSo] 7Hse WFeR thE Aol

{o
ui
all
>

]5}%.31, Robinson(1996)
Alo]

AA =oAL Zelal, ool

of =t A

Ganesan(1994)2 41=2]9] tixpeddof o %2

ARl AFE ARG AFHEA HR Y 7
o] oj&E A7t F7IAF el wA|+= o
et AFoA A=FE T O(benevolence)?t 418
(credibility)olet= & 712 Apgoz2 FESHA
ol w3l tEY Y 57| B oro] 24
ZFQo g2 Ajdlo] AAR O] 0]

alle] o)z}t EAlskn Slck.

ot ol L
“l"j— AT

IRt FT sh= Zo] ozt wek thfel A
112stk= 9% o|th(Ganesan,
1994). 4182 Wt tE 2] 4124 (reliability) 2}
& (expertise)°ll 7|22 Sh= ATA Algog
A Aerare] ARl 9 7% ool dig o
23} 71t)E YEFY H(Lindskold, 1978), ATl
o] te B 7154, A4, AT 52
it

H

o|FE (20172 AFE 29, 5 T F7HA
Ao g FEsto] 2BRF Hko] Fd= mA=
CEO9| #H4 a]lo] bzt A4E Hasial,
It o] E(2022)2 ZHEAES] BAA
et A4E 59 AFE sol9 Algor 34
il FgstAn 2 dFelAe AFE 2
of 9lo1A Ganesan(1994)2] 945 ETiz 359
AT To4 5 F 71 aAdor FAJsto]
A5 AmE vzt gt

HAX|E2 =
A A& l:-_(relationshlp contmulty)— uf 7]

A~
¥ 4 ge

is -
o, @e) Ad PAS GAHer At
A9

O

5H= O] o|ti(Ganesan, 1994). X3} o] g HA
(2016)9] AFoNA= TAAEY = 7 9Lk,
Aol E2 Ak S FARRE 9fn]
Qolz AR E T 9rtm Mwsiar).

APATE AHHESS ol Fi7d 357
o A5AQ1 BAE FAdste] AEFwuiet
1} 2 s 0101 A}jo]g}%
=9 4 opal FASItHDoney et al., 1997;
Kalwani & Naraynads, 1995).

A& AEAQ BAE T HAaAA
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279 Aol Fgo] Fhsate, T 7o)
19 7re] ATBAT} AHAL] wat FAH o

B AplME <T8 >3 e ARy e &
=35It 3RS 1R Ao WA S (7L

la)?t 2224 FFHdibel H+He dFE =

A AZ|(7H2a)9F S0 A=|(7Hd3a)ell A(+)
o] s vA Aolgt 7HdE AlgleH, FaAt
o] AEA PFo] HEA AR (7Hd2b)et 59] 4l
g|(7Hd3b)ell A< FF= mA Aol M
Alder. 123 FF2ke] A 52 WA
of vlsf A7 Aol o & H+He FFS
2 ZHd2c)0lH, sa2te] #A P2 A
gsol Hal 5o A= o & e IF
nd AFH3c)ol2t M-S Al wiA|Ete

Tt AREA A1F](7Hd4a), S0] A15](71d4b)

2 o

2l
= ot e

MU e

Supplier’s Sales Attitude

Supplier’s Sales Belavior

Customer Orientation
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Buver’s Trust Relationship Outcome

Relationship Continuity

H4b(+) () Supplier Response
(") BuyerResponse

Benevolence

<1y 1> 872y



B2B ZHAOIA 3FXte| F 7HX| BOf HS0| FO4Rte| Al2|ot A Mo O|X= HE | 109

oI & glow], B4 Tul7] el FYA
A9 4 AES B A 7 olaS WA
£ Zo] obd 719 7+ BAZ BAAAI IR
geaga gedsts A FHe Fu oot

(Crosby et al., 1990).
AW ES FAA LT Aufr]del @At
149 ARE Ffota, Fonst #AE A
B AALe] High FREe] Al=]of] JFE m
A 4 9Jth(Morgan & Hunt, 1994). T2 1519
M= Fa719e A4 F Ao tigh 7]y
o] Z|1Zto]| 7I§to] E= A dPFo] FAARL
et kel AE z)7te FAFAR] JFe v
Att= AL 952l oh(Gao et al., 2005).
nme] W BAV WA AT 2
Aol =t A3 st glow
(Zoltners et al., 2022), FHAIHA O] A 2A P52
Fulrldol 2zl Uzg Hel, AW, vop}
SaRe AEsud s A B Aol

g2

=

W50l

o5t Ath(Newell et al, 2011). AH22] P52
A2 0 gH S 7|ER AN A 73S
7] A&stalar eEskal, Al 51, A3l
ZHo 9] WA FHiE el Eto=A A&
Q1 A S olEol ¥ 4 Q& Ao= A4
gtk olof] & AtolA= AR F o] BAN S
W A sl Aol dF= uE ALz Tt
oo, o3} 22 7Hd-E A5k

7td1a: B8
ols
o

7t81b : SR DAX|HO| XAz H Ao H(+)
o| &

22 387|¢e TojdSat Fofxte| Me|

Y= I TH(Newell et al., 2011).
gl oizte] Uz, el
wte] Be 28 g mot
Lo £go] B Aew Adde

A QAN e AT WY i 24
o

O o ooy E% i Jo
e
offt
l
S
>
fol
S UL RO}
oo
ftlo

P79 JUARS] A A5 BL o)
FR71A5 P71 2 MEUAS PRI
Aste o Fasky, 4PATE] dn = B
Also] A og Al=o] JFS mlAl= AL
2 el Qei(Campbell et al., 2006; Crosby

et al.,, 1990; Doney & Cannon, 1997; Gao et al.,
2005; Morgan & Hunt, 1994).

AEd YEo Fujrlge] AYBE

T 4+ =S GYAde] Fujztet Al &

oA 7}A] A Eol et AS A7t vlH|
oF AAolA|Tt A2, Fso et dA4E A
o] Ad=E DA fIet siEAd e avtA v

Aol o1 9lthBerch,
2009; Butaney, 2007; Chevalier, 1993; Graziano &
Flanagan, 2005; Hicks, 2008; Kay, 2003).

e YEe Tul7Qae] 4uarg A
FAArde] AEA SET 719 AR 4
of tiet olsi=5 Uetli= #x=2 &8=7|= &
Th(Futell, 2004; Manning & Reece, 2004; Rackham
& DeVincentis, 1999). T3t =24 P52 sh=
FArrEe A AYY dEY e GA A&7t

A AL gAYl ABHo g FAEE 9

T

A7 Ahat A=) g Ao FHHE A
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AH 2d 5 F 7HA 842 FES 5 St
(Newell & Goldsmith, 2001; Rarick, 1963). 94
A o] ARAd-E A A A Aol ol 2AE
o, Fuizt SHolA A A= FuiAr B2
et Aol it sfAFo] Auhut gt Sl
2l o]af FdF-E T=rh(Liu & Leach, 2001) 4
PYATE AHEGS o, FIAEY =& I=A
TR 7H A= G AARE el Higt
O W(Busch & Wilson, 1976), 91
Ag/dol 14 A=FE 95 7t
5o otz W= Z-gE 4 AUH(Crosby et al.,
1990). THebA 2 AT e o 22 M-S
agarc

Nl

7td3a: 3271 SLALA

7td2b: S271Y AL HEH S0 HEE

Jh3b: 32719 YAMHC N2 WSO Ty
Mzlof B(+)° Y-S 0jA Ho|ck,

td2c 5719 SYAMREL AE2H W52 2
of s H=d L2lof o 2 Z(+)2 &

ojd Zojct.
Hd3c 33719 YARIS] BAREL 2N BE
of Hlef Zo| Az & 2 FH(+)2 FEE 0l

A zolct,
2.3 FOiXte| M|} BAX|£H =

AAE == 3F7147e BAIE A54Le
2§52 sk Furlgel ojmoln, o
Ad AWl o S, BE 52 Ee w
Aol A o] TS ]EHOPE 4013} a5 2
(Oliver & Bearden, 1983).

gul =
o 1IEFE = o
Jzo wAs T 2404 9 BE1AL

ol A AS a2 5 e 9Hes g
sfol, 450 TAST] o1H BAS AR
7o AR FAekE site] We] @ 4
A th(Kalwani & Narayandas, 1995). o= &57]
Qurel A%H Ad oAE meT Y A
02N, YA, 2002), 1] T2l
PAS §AT A 1AL Susls A T
L 7 aste A A aglols ¥ 4k 9
ThEYA, 2524, 2009)

FIMo2 PSR Fulrde] AR
A Aol el BHE B Belo] 4= ulg
Aol et At ghEo] ov], A%Ha A

Anderson and Narus(1990)= FgAtell tigh uf
Zke] A=7F YA o EA] Hiek =2 Tt
217 BoEw AS 7F BA 0] S =Y 5+ 9
R L IECEE LER RIS R
A= A it 24 A5 dFE =
oAl SrRl(A8H, 2012)° whet 2 AFoME
23 22 7S AAskoh

It84a; SSXC| MEH A

7t24b: SEAHO| et FLONXS] = of ME|7F 2HA K|
HO|=0f F(+)of Yeks OIE Ao|Ct

79 dgor AL Z1dTES AxY,
SR MU|AY Ve gEor FTEEIPOH,
TH7199 F9AET Azl FajAE A
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A Z¥7}F 205704 iAo R @ maElel AR XA}

= AYstel AZBA6| gk,

o T

FHE FF71d Wit 2EAR 20559
Wz EXog 2uzto] o] Ao

(58%) 02 7Fg wmoron], 1 theog Ax
6878(33.2%) 0.2 WFEREITE. o] o] et 205

H
T

LAt fFS AH|AY0] 151F(73.6%) 22 7}
& Esten, Alxslo] 497(23.9%) = e

TE7199 S8R A" 50tH(80Y, 39%)<t
40t(64%8, 31.2%)7F 7 Eekom, 7)o
A 30tH(979, 47.3%) 02 7 wo] 295yl

o Ao QlejAME FE7IU2

Aol 1669

v} A

=
(B1%)°] itk on, 7] g-2 "ol 1057
(51%), ©14d°] 1007 (49%) 0.2 H|-& Aro] £3}o]

2 1ol ot

> 4o

H

04 /\]'%5}?3\‘:]'.
DA F
Homburg et al.(2007)2] =

= =
£ TEA

7 9% =2 AR, Fo

o]
AR

rr

4

=
EH

Z1GH
=1 H

xlﬂ

g ool AE
, Foite] B4
e

= =]
6EFOR SR As]

=

of 7

CE

=

=1
oh=

4>

o

)

Saxe and Weitz(1982)%}

HEFE B8] 7
1hesm FRAe] XS YA
Al ot 2
IR i RS S L e o
2 HEe g by
< 4 A=A Eﬂfﬂ A

A&

3 AE 9 Ay

, AR 7+
AHE2E Al A
]S}

o
AR

= o
]

=

o —

<H 1> 22| A5t
35719 Hie % T2 | Hie %
EL 119 58.0 Az 49 23.9
oz SEQ 7 3.4 oz L= 3 1.5
= ME| A 68 33.2 =e ME| A 151 73.6
s 11 54 7|Ef 2 1.0
20CH 5 2.4 20CH 38 18.5
30CH 39 19.0 30CH 97 473
012y 40CH 64 312 o124 40CH 58 283
50CH 80 39.0 50CH 11 5.4
60CH 16 7.8 og | 0s
ISkt 1 0.5
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An Empirical Investigation on the Effect of a Supplier’s Two
Types of Sales Behaviors on the Buyer’s Trust and Relationship
Performance: Supplier-Buyer Dyadic Relationship

Gang-Hyun Lee*, Ho-Taek Yi**

ABSTRACT

Purpose: This study is a study to determine how a supplier's two sales behaviors affect the buyer's trust to the
supplier and the relationship performance between the two in a B2B relationship. To this end, it was hypothesized
that in the dyadic relationship between supplier and buyer in B2B transactions, the supplier's customer orientation
would affect the supplier's two sales behaviors, such as relationship behavior and consultative task behavior. In
addition, it was hypothesized that the supplier's two sales behaviors would affect the buyer's trust such as
supplier's benevolence and expertise. In this process, it was determined that relationship behavior would have a
greater impact on benevolence trust and consultative task behavior would have a greater impact on expertise trust.
Lastly, it was hypothesized that the two types of trust would affect buyers' relationship continuity. The model of

this study is shown in Figure 1.

Supplier’s Sales Attitude Supplier’s Sales Belavior Buver’s Trust Relationship Outcome

Relationship Continuity

Customer Orientation

H4b(+) () Supplier Response
(") BuyerResponse

Benevolence

<Figure 1> Conceptual framework
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Results: To test the hypothesis, a bilateral survey was conducted on 205 B2B supply and purchase companies in
the Daegu and Gyeongbuk regions, and the following results were derived. First, it was confirmed that supplier’s
customer orientation has a positive influence on relationship behavior and consultative task behavior, and that the
two sales behaviors have a positive influence on benevolence and expertise, which constitute buyer trust. In
addition, it was confirmed that the buyer's benevolence and expertise each had a positive influence on the
relationship continuity of buyerd. Second, it was confirmed that the impact of consultative task behavior on
expertise was greater than the impact of relationship behavior on expertise. Third, the effect of relationship
behavior on benevolence appears to have a greater impact than the effect of consultative task behavior on

benevolence, but was not supported as it was not statistically significant.

Conclusions: The academic and practical implications of this study are as follows. First, given that there is still
a lack of research on consultative task behavior in domestic sales behavior-related research, it is expected that
various derived studies can be conducted in the future by identifying how consultative task behavior affects
buyers' trust. Second, the sales behavior of the supplier's salesperson was divided into relationship behavior and
consultative task behavior, and the differential effects of relationship behavior and consultative task behavior on
benevolence and expertise in buyer’s trust were revealed. Third, this study can be said to have increased the
validity and generalization of the results by conducting a survey of dyadic relationship between suppliers and
buyers simultaneously. In practice, it provides implications on what kind of sales actions it is effective for

suppliers to pursue in order to maintain relationships with buyers in B2B relationships.

Keywords: Customer Orientation, Relationship Behavior, Consultative Task Behavior, Benevolence, Expertise, Supplier-
Buyer Dyadic Relationship



