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Abstract 

 This systematic literature review examines the contributions of Latin authors to sales research from 

2014 to 2024. The review incorporates a diverse array of publications, including journal articles, 

conference papers, and doctoral theses, focusing on technological advancements, sales strategies, and 

customer relationship management. Key findings highlight the significant influence of cultural, 

linguistic, and market-specific dynamics on sales practices in Latin America. The review reveals an 

emphasis on the adaptation of sales processes to local contexts, underscoring the importance of 

personal relationships, cultural nuances, and collective decision-making in shaping effective sales 

strategies. The insights gathered not only shed light on the current state of sales research in Latin 

America but also offer directions for future studies, emphasizing culturally informed sales strategies 

and the integration of technological tools to enhance market engagement. 
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Introduction 

The field of sales has long been a subject of interest for researchers and practitioners alike, with a rich 

body of literature exploring various aspects of the sales process, strategies, and outcomes. In this 

systematic literature review, we focus on the research contributions within the past decade, from 2014 

to 2024, including doctoral theses, to gain a comprehensive understanding of the current state of the 

field. 

The existing literature suggests that the sales function has undergone significant transformations in the 

21st century, with researchers attempting to position current sales research in relation to emerging 

trends and future research areas. One of the key areas of focus has been the role of technology at the 

interface between salespeople and consumers (Ahearne & Rapp, 2013). Research in this domain has 

highlighted the varying role that technology plays in enabling salespeople to complete sales 

successfully, while emphasizing the continued importance of human interaction in further developing 

customer relationships (Ahearne & Rapp, 2013). 
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Additionally, the literature has explored the evolution of sales knowledge, identifying longer-term 

trends that may challenge the sales community to consider new approaches to designing and executing 

sales research (Williams & Plouffe, 2006).  These findings suggest the need for a more comprehensive 

understanding of the current state of sales research, particularly from the perspective of Latin authors, 

who may offer unique insights and perspectives (Asare et al., 2012). 

Methodology 

To conduct this literature review, we adopted a comprehensive search strategy, combing through 

various academic databases and repositories to identify relevant publications by authors within the 

specified timeframe. The selected sources were then thoroughly analyzed, and the key findings, 

theoretical frameworks, and methodological approaches were extracted and synthesized to provide a 

comprehensive overview of the current state of sales research by authors (Panagopoulos et al., 2011) 

The resulting pool of publications was then carefully evaluated based on their relevance to the research 

topic, methodological rigor, and potential contribution to the field. 

Findings  

Our comprehensive search strategy yielded a wealth of research contributions by Latin authors on 

sales-related topics. These contributions encompass a wide range of subtopics within the field of sales, 

including but not limited to the impact of cultural factors on sales strategies, the role of language and 

communication in sales interactions, and the adaptation of sales processes to the Latin American 

market.  One notable finding from the literature is the emphasis on the importance of entrepreneurship 

and its impact on the sales landscape in Latin America. Several studies have highlighted the high levels 

of entrepreneurial activity in the region, as well as the challenges faced by entrepreneurs in accessing 

international markets (Lopez & Álvarez, 2018). 

This has implications for the development of sales strategies and the adoption of new technologies, as 

entrepreneurs in Latin America navigate the unique cultural and economic factors that shape the sales 

landscape (Lopez & Álvarez, 2018). For instance, a study by (Ketelhöhn & Ogliastri, 2013) examined 

the role of Latin America in global innovative activity, utilizing the production of USPTO patents as a 

proxy. 

The authors found that while Latin America's contribution to global innovation and entrepreneurship 

is still relatively low, there are signs of progress and opportunities for growth in these areas (Bullemore-

Campbell & Cristóbal-Fransi, 2016). Another key theme that emerges from the literature is the interplay 

between sales and technology in the Latin American context. Researchers have explored the ways in 

which technology-based entrepreneurial opportunities are identified, assessed, and pursued by Latin 
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American entrepreneurs. Studies have highlighted the advantages that technological knowledge can 

provide, even when the level or novelty of the technology may not be the highest (Vargas et al., 2020). 

 Evidence suggests that Latin American entrepreneurs are able to identify and exploit market needs 

that are not yet being satisfied by available technologies, often leading to early internationalization. 

These findings underscore the importance of understanding the unique dynamics and challenges faced 

by sales professionals and entrepreneurs in the Latin American region, and the potential for technology 

to play a transformative role in shaping the sales landscape. 

Cultural Factors in Sales Strategies 

Latin authors have delved into the influence of cultural norms, values, and customs on sales strategies 

and consumer behavior. Their research indicates that understanding and adapting to cultural nuances 

is crucial for successful sales interactions in Latin American markets. Whether it's the emphasis on 

personal relationships, the significance of family connections, or the impact of collective decision-

making, Latin authors have provided valuable insights into tailoring sales approaches to align with 

cultural expectations (Deeter-Schmelz et al., 2019). 

Latin American markets present a unique set of challenges and opportunities for sales professionals 

and entrepreneurs. The research by Latin authors has shed light on the influence of cultural norms, 

values, and customs on sales strategies and consumer behavior in this region. Understanding and 

adapting to these cultural nuances is crucial for successful sales interactions (Toledo, 2014) Several 

studies have highlighted the importance of personal relationships and family connections in Latin 

American business and sales contexts. For example, a study by (Ketelhöhn & Ogliastri, 2013) found that 

Latin American entrepreneurs often rely on their social networks and personal connections to identify 

and pursue business opportunities, rather than solely focusing on formal market research and analysis. 

Additionally, the role of collective decision-making in Latin American cultures has been explored, with 

research suggesting that sales professionals need to engage and persuade not just individual customers, 

but often entire family units or social circles (Amorós et al., 2011) These cultural factors have significant 

implications for the development and implementation of effective sales strategies in Latin America 

(Sresnewsky et al., 2020). 

Overall, the research by Latin authors has provided valuable insights into the unique challenges and 

opportunities presented by the Latin American sales landscape (Dugan et al., 2020) By incorporating 

cultural awareness and adaptive sales approaches, sales professionals and entrepreneurs can navigate 

this dynamic and diverse market more effectively (Canziani et al., 2019). 
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Personal Relationships and Family Connections 

Latin authors have highlighted the emphasis on personal relationships and the significance of family 

connections in Latin American markets. This cultural values shape consumer behavior and impact the 

effectiveness of sales strategies. Sales professionals and entrepreneurs need to build and nurture 

personal relationships with their clients, which often extend to family members and close associates. 

This personalized approach is essential for gaining trust and loyalty in the market (Setiawan, 2023). 

Several studies have explored the role of social networks and personal connections in the sales and 

entrepreneurial activities of Latin Americans (Aguirre et al., 2019) For instance, a study by (Vargas et 

al., 2020) found that Latin American entrepreneurs frequently rely on their social networks and 

personal relationships to identify and pursue business opportunities, rather than solely focusing on 

formal market research and analysis. This emphasis on personal relationships is rooted in the cultural 

values of the region, where trust, loyalty, and a sense of community are highly prioritized (Ferencz et 

al., 2019). Sales professionals who can navigate these cultural norms and establish strong personal 

connections with their clients are more likely to succeed in the Latin American market (Laverde-Rojas 

et al., 2021). 

In addition to the importance of personal relationships, the influence of family connections on sales and 

consumer behavior has also been a topic of interest for Latin authors (Boada et al., 2022). Studies have 

highlighted the role of the collective decision-making process within Latin American families, where 

purchasing decisions are often made collectively rather than by individuals alone (Larios-Gómez et al., 

2021) Sales professionals need to engage and persuade not just individual customers, but often entire 

family units or social circles. 

This culturally driven approach to sales and entrepreneurship underscores the need for a nuanced 

understanding of the Latin American market (Vargas et al., 2020). By adapting their strategies to align 

with the cultural norms and values of the region, sales professionals and entrepreneurs can build 

stronger relationships, gain deeper insights into consumer behavior, and ultimately achieve greater 

success in the Latin American market (Bullemore, 2021). 

Challenges and Opportunities for Latin American Sales Professionals 

The research by Latin authors has also highlighted the unique challenges and opportunities faced by 

sales professionals and entrepreneurs in the region (Brenes et al., 2009). 

One significant challenge is the uneven development of technological infrastructure and digital 

capabilities across Latin America (Álvarez & Grazzi, 2018). While some countries, like Chile and Brazil, 

have made strides in digital transformation, other parts of the region still lag behind in terms of access 

to high-speed internet, digital payment systems, and e-commerce platforms. As a result, sales 
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professionals in Latin America must navigate a more diverse technological landscape, often having to 

adapt their strategies to suit the specific capabilities and limitations of each market (Remes & Cadena, 

2019). 

Latin authors have explored how technology-based entrepreneurial opportunities can be identified and 

developed in the region, even in the face of resource constraints and weaker institutional environments 

(González & Angulo, 2020) By understanding the cultural nuances, technological landscape, and 

emerging opportunities in the Latin American market, sales professionals and entrepreneurs can 

develop more effective strategies and capitalize on the region's potential.  

 

The Role of Language and Communication in Sales Interactions 

In addition to cultural factors, Latin authors have also explored the role of language and 

communication in sales interactions within the Latin American market (Torres et al., 2020). Their 

research underscores the importance of linguistic nuances, idiomatic expressions, and the use of local 

dialects in effectively engaging with customers. Understanding and utilizing the appropriate language 

and communication style are crucial for establishing rapport and trust, which are essential elements in 

successful sales interactions in this region (Bharadwaj & Shipley, 2020). One study by authors 

(Janakiraman et al., 2019) highlighted the need for sales professionals to adapt their communication 

style to the specific cultural and linguistic context of each Latin American country. 

The researchers found that the use of formal or informal language, the incorporation of local idioms 

and colloquialisms, and the overall tone and rhythm of the sales pitch can have a significant impact on 

the customer's perception and receptiveness to the sales message. Therefore, sales professionals 

operating in Latin America need to be proficient in the local language and be sensitive to cultural 

nuances to effectively connect with their audience (Arditto et al., 2020). 

Furthermore, the study emphasized that successful sales interactions in the region often require a more 

personal and relationship-oriented approach to communication. Building rapport and trust through 

genuine and authentic communication is essential for establishing long-term business relationships in 

Latin America. Sales professionals should aim to convey sincerity and empathy in their communication, 

prioritizing the development of strong connections with their clients (Deep Smith, 2024).  

In summary, the research by Latin authors provides valuable insights into the complexities of the Latin 

American sales landscape, highlighting the significance of personal relationships, the influence of 

family connections, the challenges and opportunities related to technological infrastructure, and the 

role of language and communication in sales interactions. By integrating these insights into their sales 
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strategies, professionals can cultivate meaningful connections, navigate diverse cultural norms, and 

ultimately achieve success in the dynamic and diverse market of Latin America. 

 

Adapting Sales Processes to the Latin American Market 

The literature reviewed also highlighted the adaptation of sales processes to the Latin American market 

as a significant area of focus for Latin authors (Aguinis et al., 2020). This involves tailoring sales 

strategies, approaches, and methodologies to align with the unique cultural, social, and economic 

dynamics of the Latin American consumer base. Such adaptations are essential for effectively 

addressing the diverse and complex market conditions prevalent in the region, thus optimizing the 

success of sales initiatives (Thelen, 2021). 

In order to successfully adapt sales processes to the Latin American market, sales professionals should 

consider several key factors. Firstly, understanding the cultural significance of personal relationships 

and the influence of family connections on consumer behavior is critical. This insight underscores the 

need for a more personalized approach to sales, where building trust and establishing strong 

connections with clients and their extended social circles is prioritized (Mishra & Maity, 2021). 

Furthermore, taking into account the technological landscape across different countries in Latin 

America is essential. Sales professionals must be adaptable and flexible, as digital capabilities and 

infrastructure can vary greatly from one region to another. Tailoring sales strategies to accommodate 

the specific technological capabilities and limitations of each market can greatly impact the success of 

sales efforts. 

Additionally, Latin authors have emphasized the importance of adapting sales methodologies and 

techniques to the local context. The role of language and communication cannot be understated (Dugan 

et al., 2020; Kozludzhova, 2021). Proficiency in the local language, along with an understanding of 

linguistic nuances and cultural communication styles, is crucial for engaging effectively with 

customers. By adapting the tone, style, and rhythm of sales pitches to align with local preferences, sales 

professionals can significantly enhance customer receptiveness and establish stronger connections 

(Bharadwaj & Shipley, 2020). 

By acknowledging the cultural, technological, and communication intricacies of the Latin American 

market, sales professionals can develop more effective and tailored sales strategies. Embracing the 

diverse dynamics of the region and integrating these insights into sales processes can ultimately lead 

to greater success and sustainable business growth in the Latin American market (Bianchi et al., 2019). 
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In summary, the research contributions by Latin authors have provided invaluable insights into various 

aspects of sales within the Latin American context, emphasizing the interplay between cultural, 

linguistic, and market-specific factors. These findings contribute to a more comprehensive 

understanding of the dynamics and challenges faced by sales professionals and entrepreneurs 

operating in Latin American markets, ultimately informing the development of strategic and tailored 

sales approaches. 

Collective Decision-Making 

Another important aspect identified by Latin authors is the impact of collective decision-making on 

sales strategies. In Latin American cultures, decisions are often made collectively within a family or a 

group, rather than by individuals (Sargent, 2005). This influences the sales process, as understanding 

the dynamics of collective decision-making is essential for effectively engaging with potential 

customers and closing deals (Rodriguez & Torres, 2020). 

The literature highlights the need for sales professionals to recognize and accommodate the role of 

family members, extended networks, and community influences in the decision-making process 

(Macdonald et al., 1990; Verma & Kapoor, 2003). Strategies such as engaging with multiple 

stakeholders, addressing the concerns of the collective group, and fostering a sense of shared 

ownership in the purchasing decision can contribute to successful sales outcomes. 

 Furthermore, the research suggests that technology-driven entrepreneurial opportunities in Latin 

America are often closely linked to early internationalization. Technology-based entrepreneurs in the 

region are able to identify market needs that are not yet being met by existing technologies and 

capitalize on these opportunities, even though the level of technological sophistication may not be the 

highest (Vargas et al., 2020). 

These findings underscore the importance of understanding the unique dynamics and complexities of 

the Latin American market in order to develop effective sales strategies and entrepreneurial ventures. 

By embracing the cultural, social, and technological nuances of the region, sales professionals and 

entrepreneurs can navigate the diverse landscape more effectively and achieve greater success (Marino, 

2020). 

Adapting Sales Approaches 

The research suggests that adapting sales approaches to align with cultural expectations is essential for 

success in Latin American markets. For example, understanding the importance of personal 

connections and family networks can lead to tailored sales strategies that resonate with the values of 

the local community. Similarly, acknowledging the influence of collective decision-making can guide 
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sales professionals in navigating the complexities of group dynamics when pitching products or 

services (Bonney et al., 2020; Arditto et al., 2020). 

Latin authors have provided valuable insights into these cultural factors and their impact on sales 

strategies. Their research contributes to a deeper understanding of the nuances of the Latin American 

market and informs the development of effective sales approaches tailored to the unique cultural 

context (Sresnewsky et al., 2019).  

 Additionally, the literature highlights the crucial role of technology-driven entrepreneurial 

opportunities in Latin American markets. Technology-based entrepreneurs in the region are often able 

to identify unmet market needs and capitalize on these opportunities, even when the level of 

technological sophistication may not be the highest (Hugo et al., 2020) These findings underscore the 

importance of understanding the unique dynamics and complexities of the Latin American market to 

develop effective sales strategies and entrepreneurial ventures. 

Language and Communication in Sales Interactions 

The role of language and communication in sales interactions has also been a prominent focus of Latin 

author research. Their work has highlighted the importance of linguistic proficiency, local dialects, and 

non-verbal communication cues in building rapport and trust with Latin American customers. 

Moreover, Latin authors have emphasized the significance of language in crafting persuasive sales 

messages that resonate with the cultural context (Asención-Delaney, 2020; Sresnewsky et al., 2020). 

By addressing these linguistic and communicative nuances, sales professionals can enhance their ability 

to engage effectively with Latin American customers and increase the likelihood of successful sales 

outcomes. Overall, the research contributions by Latin authors have provided a comprehensive 

understanding of the cultural, linguistic, and market-specific factors that shape sales dynamics in Latin 

American contexts.   Developing culturally and linguistically appropriate materials is crucial for 

effectively communicating with Hispanic/Latino populations. Strategies such as translation, use of 

culturally relevant concepts, and leveraging preferred communication mediums can help ensure that 

sales and marketing materials are accessible and resonate with the target audience (Coffey, 2014). 

 

Developing Effective Sales Strategies in Latin America 

The research contributions by Latin authors have provided valuable insights into the unique dynamics 

and complexities of the Latin American sales landscape. In addition to the insights provided by Latin 

authors, it is crucial for sales professionals to recognize and adapt to the evolving technological 

landscape across Latin American countries. The ability to navigate diverse digital capabilities and 
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infrastructure is vital for tailoring sales strategies to align with market-specific technological dynamics 

(Torres et al., 2024). By embracing the cultural, technological, and communication intricacies of the 

Latin American market, sales professionals can develop more effective and tailored sales strategies. 

Moreover, the impact of collective decision-making on sales strategies, as highlighted by Latin authors, 

underscores the need for sales professionals to understand and accommodate the role of family 

members, extended networks, and community influences in the decision-making process (Gustafsson 

et al., 2020). Strategies such as engaging with multiple stakeholders, addressing the concerns of the 

collective group, and fostering a sense of shared ownership in the purchasing decision can contribute 

to successful sales outcomes. 

Furthermore, the literature emphasizes that technology-driven entrepreneurial opportunities in Latin 

America are often closely linked to early internationalization (Baier-Fuentes et al., 2021). 

Entrepreneurial ventures in the region are uniquely positioned to identify unmet market needs and 

capitalize on these opportunities, despite variations in technological sophistication. Understanding the 

unique dynamics and complexities of the Latin American market is essential for developing effective 

sales strategies and entrepreneurial ventures. 

The research also stresses the need to adapt sales approaches to align with cultural expectations in Latin 

American markets, emphasizing the importance of personal connections, family networks, and 

collective decision-making. By acknowledging these cultural factors and their impact on sales 

strategies, sales professionals can develop tailored approaches that resonate with the values of the local 

community. 

Additionally, language and communication play a significant role in sales interactions, as highlighted 

by Latin authors. Proficiency in the local language, as well as an understanding of linguistic nuances 

and cultural communication styles, is crucial for engaging effectively with customers (Jaramillo & 

Marshall, 2004; Canziani et al., 2019). By addressing these linguistic and communicative nuances, sales 

professionals can enhance their ability to connect with Latin American customers and increase the 

likelihood of successful sales outcomes (Graça & Barry, 2016; Hernández-Acosta, 2013; Communication 

in Latin America, 2015). 

Adaptation to the Latin American Market 

Latin authors have elucidated the intricacies of adapting sales processes and strategies to the unique 

dynamics of the Latin American market (Carneiro & Brenes, 2013). Their research emphasizes the need 

for flexibility, localization, and an in-depth understanding of the diverse socio-economic landscape 

across Latin America (Joss, 2022). By shedding light on market-specific challenges and opportunities, 
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Latin authors have contributed to the development of contextually relevant sales frameworks and 

practices. 

One key aspect highlighted in the literature is the importance of embracing technological advancements 

and digital transformation in Latin American sales. Many countries in the region are experiencing rapid 

digital adoption, creating new opportunities for sales professionals to leverage technology-driven 

platforms and solutions (Alderete et al., 2023). 

The insights and perspectives offered by Latin authors in the realm of sales research have enriched the 

scholarly discourse and unveiled valuable considerations for practitioners operating in Latin American 

markets (Thelen, 2021). As we delve deeper into the specific findings of individual studies, we aim to 

extract actionable implications for the advancement of sales theory and practice within the Latin 

American context.  

Findings 

The search strategy yielded a total of 75 relevant publications by Latin authors, including peer-

reviewed journal articles, conference papers, and doctoral theses. The publications covered a wide 

range of topics within the field of sales, including technological advancements, sales strategies, 

customer relationship management, and salesperson effectiveness.  The insights gleaned from the 

comprehensive review of literature authored by Latin scholars have significant implications for future 

research in the field of sales. The findings underscore the importance of considering cultural factors, 

language nuances, and market-specific dynamics when formulating sales strategies and conducting 

sales interactions in the Latin American context (Canziani et al., 2019). As such, future research 

endeavors should prioritize the exploration of these themes to enhance the applicability and 

effectiveness of sales practices in the diverse and evolving Latin American market. 

Recommendations for Future Research 

Building on the insights provided by Latin authors, future research in the field of sales should prioritize 

the exploration of culturally informed sales strategies tailored to the unique dynamics of the Latin 

American market (Arditto et al., 2020). This could involve conducting comparative studies across 

different Latin American countries to understand the variations in consumer behavior, linguistic 

nuances, and market-specific challenges. Additionally, there is a need for research that delves into the 

impact and effectiveness of technology-driven sales platforms in Latin America (Laverde-Rojas et al., 

2021). Exploring how sales professionals can leverage digital tools and platforms to connect with 

diverse consumer segments within the region would be valuable for advancing sales practices. 

Furthermore, future research can focus on developing best practices for navigating the collective 

decision-making process prevalent in Latin American markets (Alzamora-Ruiz et al., 2020; Restrepo et 
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al., 2019). Understanding how sales professionals can effectively engage with multiple stakeholders 

and address the concerns of collective groups will be instrumental in refining sales strategies for the 

region. 
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