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Abstract: 

A good bonding or understanding in between seller and customer of a business is point of 
focus of this study. What a seller thinks and what a customer thinks on a given business are to 
be the two sets of variables of this study. A culmination of the two sets would provide up to 
bringing or constructing a model that will be able to determine a resultant value of their joint 
wars or thoughts. Such a modeling work has been explained by the study and it should be a 
new in the history of the nature of the study. The study has lots of future scopes from 
developing ideas to know customers (more) better, transparent and closely to correcting 
views of a seller towards the journey of the business concerned. This study may be a gateway 
to transform the qualitative management analysis to its quantitative nature. This should 
formulate the psychology of reckoning of business from both sides, customer and a 
business seller, simultaneously. The modeling is a new concept-building framework that 
would increase the methodology in manifolds of further researches. 
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INTRODUCTION 
A seller is always in an attempt to design and sell the business in a good compilation of all 
associated attributes [Sharma and Singhania. 2016]. On other side, customers take all his/her 
psychological or biological or else variables into a better output to buy the business [Heinonen, 
2018; Naumann, et al., 2020]. Attributes and variables are related to a business concerned and 
human qualities or stimuli respectively. There are two processes that are usually to be seen in 
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any business market, one is business-selling process (taken by a marketer or business itself) 
and other is purchase making process of human (or customer). Two processes jointly make an 
interaction [Tumbull, 1996] between seller and customer and such joint interaction is hereby 
termed by symbiosis or symbiotic process. As considered in this study, such a process continues 
to go on again and again, resulting eventually to a cyclic nature of the process (Figure 1). This 
cyclic nature is important to the interest of the business after all [Biemans, et al., 2022; Harvard 
Business Review. 2006; Lemon and Verhoef, 2016]. A marketer could have made, in many 
instances [Fukunaga, et al., 2016; do Prado, et al., 2018], initiatives in making better 
competitive edges in the business market by using the behaviour of this cyclic nature of the 
symbiosis. But, every time it is seen that a gap persisting with many causes, between sales and 
promoting the business (marketing), makes up the cycle (even more) stronger [Rehme, 2012; 
McColl, 2020; Ahluwalia, et al., 2000; Camacho, et al., 2022]. This present study has explained 
theoretically about how such a symbiotic nature can be turned into an anticipating model to get 
a basis of the symbiotic condition of business. 

Background of the study 

Attributes are important to a marketer about how to make them implemented through a 
business product or service. For customers, it is the variables which take on to a reaction 
(symbiotic) while come in contact with the attributes (Table 1). Such a reaction can be thought 
of or perceived or said as an effect of the symbiosis. 

Customers usually think in his/her all possible ways (psychologically and/or biologically etc.) 
before the purchase, through the reaction. This reaction, resembling the symbiotic nature 
(condition), is to be irrespective of customer or seller, rather it is better spelt as simultaneous. 
Because like customers there should be the responsibility (symbiotic) to seller also. In business, 
seller spreads all required attributes to customers and both then in a mutual interaction, make 
an overall symbiotic reaction (which is of simultaneously reactive nature), causing to a final 
outcome for the business (whether the business) to be purchased or not. Let’s term this overall 
reaction as symbiotic centricity which can form an interaction matrix for interaction matrix 
model (IMM). This basis of symbiotic reaction or IMM is solely to the consideration for 
constructing the study. There can be two kinds of such centricity as, 

1) Customer centric or centricity
[S= f(C)].

2) Seller centric or centricity
[C = f(S)].
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Each of the two centricity is to deliver IMM, described afterwards. 
 
For the first centricity, it can be well understood by its mathematical functional expression as, 
 
S = f(C) = B1. 
 
where, 
 
C = level of purchasing proposition of customer by magnitude or value (numerical). 
 
S = level of selling by magnitude or value (numerical) of seller, marked by B1 for the study’s 
elaboration. 
 
It is quite now clearly understandable that seller finalizes its level of selling attributes that 
should be spread along or provided among the customers in the business market. So, there must 
be a conversion or transformation mechanism that may be applied to for customers’ variables 
and seller’s attributes. Suppose, there is a magnitude of 5 unit available as an overall impact of 
all variables of customer in a given business market and corresponding to such 5 unit there 
should be a 10 unit of overall impact of all attributes of seller for the business given. This 
proportion may be anything say, it may be 5 to 3 or 5 to 10 or 2 to 8 or such, respectively. For 
information, such a proportion is to be subject to an accomplishment of objectives of a business. 
Also, such a value of S can be represented in terms of cost or budget disbursed against various 
promotional programmes, compensation, incentives, discount etc. in marketing or business 
management. For a business to sustain, such a budget against value of S should be lesser than 
sales achieved (revenue) in order to realize a business profit after all. 
 

 
For the second centricity, it is mathematically as, C = f(S) = B2; where, S = level of selling 
proposition, by magnitude or value (numerical), of one or more than one seller in a given 
business market; C = level of purchasing, by magnitude or value (numerical), of customer 
marked by B2 for the study’s elaboration. 
In this second centricity, customer should reckon himself/herself about the purchasing decision 
after seeing several levels of selling proposition of one or more than one seller. Similar way of 
having a transformation mechanism is considered to be valid in this case also like above 
centricity. So, in this way, we can have a particular centricity for a given business. Conversely, 
there should be two kinds of business proposition by the two kinds of centricity as explained. 
Figure 2 shows such discriminating conditions among businesses over matrix formed in 
between B1 and B2 wherein firm arrow lines show an improvement in business and dotted 
arrow lines indicate a jump onto a different definition of business from a given business. 
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Unit magnitude of symbiosis effect (of symbiosis relation) by each symbiotic centricity can be 
determined. Such magnitude would be able to reflect an effect of interaction or symbiosis 
between C and S, symbiotically. This symbiotical approach has been described in the 
methodology of this present study which would turn into a model (called as interaction matrix 
model, IMM) to specify a field of magnitudes (B1 or B2) caused after a symbiosis. Such a 
model would unfold a spectrum of behaviour of symbiotical effect between C and S and 
characterizes nature of business (Figure 2). This model would help to business marketer in 
arranging marketing programme and subsequently reckon on accountability to minimize or 
optimize unnecessary economical wastes of business management. 

 
This present study would discuss the following as objectives of the study – 
 

 To investigate symbiosis or interaction between customer and seller in a given business. To 
explain the symbiotical relation by respective magnitude of customer and seller. 

 
 To make a conversion or transformation basis of building factors of C and S into a numerical magnitude. To 

facilitate the magnitudes into mathematical approaches to get them defined and well narrated. 

 
 To construct IMM model, defining to illustrate the possibility of realizing the symbiosis 

with more vibrant closeness scientifically. 
 To explain implications of the study to other than marketing management. 

 
METHODOLOGY 
 
The study would observe the interaction between customer (C) and seller (S) as a symbiotic 
relationship, in a given business where other interactions such as interactions of S with 
competitors, suppliers, country’s economy (macro & micro) standards, etc. are assumed to be 
constant. In many cases, these other interactions are found be fluctuating although [Baptista, et 
al., 2016; Karthikeyan and Nagasamy, 2019; Mabrouk, 2020; Tescari, 2022; Chatain, 2010; 
Brito, 2017; Žabkar, 2001]. Subjectively, promotional changes (improvements) are not away 
surely [Ziliani, 2005; Patro, 2023; Pembi, et al., 2017] and it’s nothing but a cause of symbiotic 
condition or reaction to happen, based on centricity, as mentioned before.  
 
However, during the symbiosis, there should be an exchange of factors (attributes and 
variables) between C and S, through a mechanism of transformation or conversion. For an 
example, for C such an exchange would take place by transforming attributes of S, by using 
his/her own stimuli. This is symbiotic reaction that occurs within a sphere of C or S. This sphere 
is built up by psychological and biological stimuli. This is similarly applicable for S also, as 
because all attributes of business are arranged, prepared and designed by S who is also a human 
indeed, subjected by business objectives. While C takes care of his/her own need fulfilments, 
S also makes all possible attempts to take the business to a position of selling or persuasive 
selling. So, it is obvious that there should be a symbiosis of human stimuli occurring for a cause 
of business. Table 2 gives various features of symbiosis operation. 
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It is war of stimuli or stimulus exchanges or objective accomplishment by stimulus’ best efforts 
of responses. Such a symbiosis operation may be called as a good one if both C and S are with 
best optimization or such can reach at their own destination with little hazards or discomforts. 
Such optimization can follow various mechanisms from severity of functional expressions to 
simple arithmetical operations like addition, subtraction, multiplication, division, etc. Each of 
such operations could define a symbiosis status existing between C and S (Table 3). Each of 
two kinds of centricity, as explained earlier, would be individually applicable by these 
mechanisms. So, business characters would be possible to be found out for centricity as specific 
to a business condition. 

 
 
Symbiosis Status 
 
After a mechanism by stimulus responses as explained is over, we can get or realize a status or 
effect of symbiotic relationship, by magnitude. Say for centricity S = f(C), we can get the status 
or effect for a set of levels. For this centricity as shown by Table 3, there are a number of levels 
or magnitudes of C for a given level of S. The tabulation illustrates the levels of C as C1, C2, 
C3, …, Cn for a level of S such as S1. This is a set that delivers a status or effect through the 
mechanism by stimuli and such mechanism is assumed like the form as, 
(S1YC1YC*)U(S1YC2 YC*)U(S1YC3 YC*)U . . . , U(S1YCn YC*);  
where, symbol Y: symbiosis mechanism or operand (immediate). 
 
symbol U: symbiosis mechanism or operand (subsequent). 
 
Operations of Y and U are already mentioned by Table 2, as mechanisms. 
 
symbol C*: relative contribution that is a contribution considered (by S, in case of S = f(C)) 
during an interaction or symbiosis between C and S. Such a contribution may be same or 
different, by magnitude, for all interactions in a given set. 
So, such a status of symbiosis would definitely result to a magnitude that is sufficient to reflect 
or define an effect of interaction or symbiosis. In this way, we can determine for all sets of 
symbiosis the magnitude of symbiosis status and such status for a given all sets is the symbiosis 
status which could also be termed as symbiotic alternatives because of possibility or potential 
of each of the alternatives to act on or get deleted out from the selection of finalization or an 
optimization (Table 3). A best value by optimization or else could provide the status magnitude 
as a final magnitude of symbiosis status for the centricity or stimulus operation. 
 
Distinguishing between symbiosis matrix and interaction matrix 
 
Depending on centricity type, two different conditions are formed. For customer centricity, that 
is S = f(C), it is about seller or business nature. For seller centricity, that is C = f(S), it’s the 
nature of customer. We can get a matrix in each of two types of centricity. Table 4 initiates with 
the meaning of required components of the matrix. 
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Each centricity has one dependent component and it should indicate significance of its 
functional relationship by its own magnitude. This significance can be obtained by implication 
by a matrix formation by using components. There could be several characters of business and 
customer that are possible to be found out. Figure 3 has illustrated this with respect of 
competitiveness (for seller or business), in Figure 3.1, and motivation level (for customer), in 
Figure 3.2. These two illustrations are for two types of centricity and each of which is an 
interaction matrix. These two interaction matrices once thought of simultaneously together 
would result to what has been explained as Symbiosis matrix illustrated in Figure 2. So, 
interaction between C and S would define business character finally, defining correlative 
measures (against matrix quadrants) initiated by C and S for a given business. 
 
For information, a symbiosis status is linked to interaction matrix first and then to symbiosis 
matrix. 
 
Construction of Interaction Matrix Model (IMM) 
 
All necessary tabulations are given in Appendix A. 
 
A magnitude-based model has been constructed in this present study, by using methodology as 
explained against Table 3, Table 4. All the magnitudes are all about the symbiosis status 
resembling an effect of symbiotic relationship between C and S. To do this, a set of magnitudes 
against each of C and S has been assumed as p1 and p2 as suitable (Table A.1). Onto the 
assumed values or magnitudes, mechanisms explained in Table 2 have been applied. There are 
four tabulations, Table A.1 to Table A.4 (of Appendix A), for mechanism against four arithmetic 
operations. Each of the mechanisms would render to a specific nature or behaviour of symbiosis 
status or relationship. Such charts of magnitudes or values have then been transferred to 
calculations average and weighted average which could be said as the model basis of IMM. All 
chart magnitudes for average and weighted average basis are plot by trend-line profiles (Figure 
A.1 and Figure A.2 respectively) whose mathematical expressions (brought out by microsoft 
excel spreadsheet) are the model definitions for IMM, given in Table A.5. With this, the 
construction of IMM is complete and it is hereby expected to work on any real-life business 
conditions, onto utilizing interaction or symbiosis status. 
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RESULTS AND DISCUSSION 
 
Following discussions can be made based on findings of the study - 
 
A framework construction of the symbiosis nature has been explained by in the study and by 
the model so formed could be useful to the business results or anticipation. 
Intensity of the symbiosis so explained and obtained, it can be now evidently said that there 
should be denomination or ranking of such intensity. Figure 3 is shown with such explanation. 

 
As there should be an inclusion of psychological stimuli (represented by attributes, of variables 
both quantitative and qualitative nature) in making a decision over a given symbiosis relation, 
such kind of study would be helpful to characterize all business participants about their degree 
or level of participating and/or accounting psychology. Also, there could be several other 
participants like supplier, competitor, various business influencers etc. etc. whom could at well 
be taken into constructing the model by the methodology as given by present study. 
 
Instead of various operator (of arithmetic nature), application of statistics and probability or 
fuzzy theory or set theory etc. can be applicable as well for more insight derivation or 
exploration of the study. Best application of mathematics is highly needful and there is 
immense scope of it for expressing the symbiosis. It would clear out many insights which have 
been in dearth of unknowing and exploring for a nation grow. 
Entirely the study is suitable to anticipation of customer from eye of customer and vice-versa 
if proper database is available. This database may also be generated by the IMM itself for a 
given field of business, as well. 
 
CONCLUSIONS 
 
The study is a fantastic culmination of perspectives of customer and seller. For a given 
business, their mutual culmination would be the resulting (as effect) by the interaction in 
between them. 
A business happens means a symbiosis matrix must have occurred. That symbiosis is to be 
IMM. In fact, there should always be an existence of such symbiosis (or IMM) behind every 
business or exchange of transaction. 
It becomes a need of the hour to have IMM for a given field of business or market, to a business 
manager/marketer. For this, framework of IMM should provide the constructing layout so as 
to generate and get the results. 
What a customer thinks in response to a given status (advertising etc.) of business should be 
determined through joint effort of seller and customer. That scope of iterations should be kept 
handy or ready to a marketer and a business can be, at well, checked by a generated chart of 
values of IMM (as given in by the study). This provision may be, in near future, brought into 
a standardization or ready-made basis corresponding to a kind of business. 
Lots of the scope of researches are available to the study, right from mathematical inclusions 
to psychological uplifts, as required for the business. 
 
 



International Journal of Innovation Studies 9 (1) (2025) 
ISSN:2096-2487 / E-ISSN:2589-2975 
 

 

 319 

References: 
 
1. Sharma, Tanya., Singhania, Saloni. 2016. Bridging the Gap between Marketing and Sales. 

International Journal of Management and Commerce Innovations, ISSN 2348-7585 
(Online), Vol. 3, Issue 2, pp.830-833. 

2. Heinonen, K. 2018. Positive and negative valence influencing consumer engagement, 
Journal of Service Theory and Practice, 28 (2), 147-169. doi: 10.1108/JSTP-02-2016-
0020. 

 
3. Naumann, Kay., Bowden, Jana., Gabbott, Mark. 2020. Expanding customer engagement: 

the role of negative engagement, dual valences and contexts. European Journal of 
Marketing (Emerald Publishing Limited), Vol. 54, No. 7, 2020, pp. 1469-1499. doi: 
10.1108/EJM-07-2017-0464. 

 
4. Turnbull, Peter., Ford, David., and Cunningham, Malcolm. 1996. Interaction, relationships 

and networks in business markets: an evolving perspective. Journal Of Business & 
Industrial Marketing (MCB University Press.). Vol. 11, No. 3/4, pp. 44-62. 

 
5. Biemans, Wim., Malshe, Avinash., Johnson, Jeff S. 2022. The sales-marketing interface: A 

systematic literature review and directions for future research. Industrial Marketing 
Management. 102 (2022) 324- 
337. doi: 10.1016/j.indmarman.2022.02.001. 

6. Harvard Business Review. 2006. Ending the war between sales and marketing. 
https://hbr.org/2006/07/ending-the-war-between-sales-and-marketing. 

7. Lemon, Katherine N., Verhoef, Peter C. 2016. Understanding Customer Experience 
Throughout the Customer Journey. Volume 80, Issue 6. doi: 10.1509/jm.15.0420. 

8. Lyus, David., Rogers, Beth., Simms, Christopher. 2011. The role of sales and marketing 
integration in improving strategic responsiveness to market change. Database Marketing 
& Customer Strategy Management (Macmillan Publishers Ltd.). Vol. 18, 1, 39-49. doi: 
10.1057/dbm.2011.5. 

 
9. Fukunaga, G., Takayasu, H., Takayasu, M. 2016. Property of Fluctuations of Sales 

Quantities by Product Category in Convenience Stores, PLoS ONE, 11(6): e0157653. doi: 
10.1371/journal.pone.0157653. 

10. do Prado, Lucas Sciencia., Martinelli, Dante Pinheiro. 2018. Analysis of negotiation strategies between buyers 
and sellers: an applied study on crop protection products distribution. RAUSP Management Journal. 

53 (2018) 225-240. doi: 10.1016/j.rauspm.2018.01.001. 
11. Rehme, Sarina., Rennhak, Carsten. 2012. The conflict between marketing and sales. 

Innovative Marketing, LLC Consulting Publishing Company “Business Perspectives”, 
Vol. 8, Issue 2, pp.74-90. 

13. McColl, Rod., Macgilchrist, Renaud., Rafiq, Shuddhasattwa. 2020. Estimating 
cannibalizing effects of sales promotions: the impact of price cuts and store type. Journal 
of Retailing and Consumer Services (Elsevier). Volume 53, 101982, pp.1-23. doi: 
10.1016/j.jretconser.2019.101982. 

14. Ahluwalia, Rohini., Burnkrant, Robert E., Unnava, H. Rao. 2000. Consumer Response to 
Negative Publicity: The Moderating Role of Commitment. Journal of Marketing Research, 
Vol. XXXVII (May 2000), 203-214. 

15. Camacho, L.J., Ramírez-Correa, P.E., Salazar-Concha, C. 2022. Consumer Ethnocentrism 
and Country of Origin: Effects on Online Consumer Purchase Behavior in Times of a 
Pandemic. Sustainability 2022, 14, 



International Journal of Innovation Studies 9 (1) (2025) 
ISSN:2096-2487 / E-ISSN:2589-2975 
 

 

 320 

348. doi: 10.3390/su14010348. 
16. Baptista, Cristina Sales., Mota, João., Santos, Jose Novais. 2022. Buyer–supplier 

interactions in business services: variety in relational interfaces. Service Business 
(Springer). doi: 10.1007/s11628-022-00494-9. 

 
17. Karthikeyan, Dr. T., Nagasamy, D. 2019. Factors Influencing Buying process in 

Commercial Vehicle Industry. Journal Of Critical Reviews ISSN:2394-5125. Vol 06, Issue 
02, pp. 232-237. 

18. Mabrouk, Nejah Ben. 2020. Interpretive structural modeling of critical factors for buyer-
supplier partnerships in supply chain management. Uncertain Supply Chain Management. 
8, 613-626. doi: 
10. 5267/j.uscm.2020.2.002. 

18. Tescari, Fábio Campos., Brito, Luiz Artur Ledur. 2016. Value Creation And Capture In 
Buyer-Supplier Relationships:A New Perspective. RAE (ISSN 0034-7590). V.56, n.5, pp. 
474-488. doi: 10.1590/S0034-759020160503. 

 
19. Chatain, Olivier. 2010. Value Creation, Competition, And Performance In Buyer-Supplier 

Relationships. Strategic Management Journal. Wiley InterScience 
(www.interscience.wiley.com). doi: 10.1002/smj.864. 

20. Brito, Renata P., Miguel, Priscila L. S. 2017. Power, Governance, And Value In 
Collaboration: Differences Between Buyer And Supplier Perspectives. Journal of Supply 
Chain Management. 53(2), 61-87. 

 
21. Žabkar, Vesna., Brenèiè, Maja Makovec. 2001. Relationships With Customers, Suppliers 

And Competitors 
– Implications For Firm’s Export Performance. Conference paper 17th IMP Conference, 
Oslo, Najdeno. pp.1-20. 

 
22. Ziliani, Cristina. 2005. Target promotions: How to measure and improve promotional 

effectiveness through individual customer information. Palgrave Macmillan Ltd, Journal 
of Targeting, Measurement and Analysis for Marketing, Vol. 14, 3, 249-259. 

 
23. Patro, Smruthi Rekha., Lakshmi, Dr. C., Shanthi, Dr. V. 2023. Influence of sales promotion 

on customer buying behaviour - with special reference to store brands. Eur. Chem. Bull. 
12 (Special Issue 6), 1723-1728. 

 
24. Pembi, Stephen., Fudamu, Aliyu Umaru., Adamu, Ibrahim. 2017. Impact Of Sales 

Promotional Strategies On Organizational Performance In Nigeria. European Journal of 
Research and Reflection in Management Sciences, ISSN 2056-5992, Progressive 
Academic Publishing, UK, Vol. 5 No. 4, pp. 31-42. 

 
 
 
 
 
 
 
 
 
 



International Journal of Innovation Studies 9 (1) (2025) 
ISSN:2096-2487 / E-ISSN:2589-2975 
 

 

 321 

 
 
  

 
 



International Journal of Innovation Studies 9 (1) (2025) 
ISSN:2096-2487 / E-ISSN:2589-2975 
 

 

 322 

 
 
 
 
 
 
 



International Journal of Innovation Studies 9 (1) (2025) 
ISSN:2096-2487 / E-ISSN:2589-2975 
 

 

 323 

 

 
 
 


