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Abstract : Sales has changed. Selling has taken on aspects of relationship marketing and sales force play a critical role in
developing long-term relationships between buyers and sellers which is seen to serve the company’s targets and create success
for a long run. The purpose of this study was to examine what really matters in buyer-seller encounters and determine what
expectations business buyers have. We studied 17 business buyers by a qualitative interview. We found that buyers appreciate
encounters where the salesperson face the buyer as a way he or she is as a person, identificate the real needs to improve
buyers’ business and build up cooperation for long-term relationship. This study show that personality matters are a key
elements when satisfying business buyers’ expectations.
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