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Abstract 
The evolution of ethics in sales practices has become an important subject in the 
increasingly complex and globally connected context of modern business. This 
research aims to analyze the development of ethics in sales from a historical 
perspective to future strategies. Through a literature study approach, this analysis 
identifies a significant shift from sales practices that focus solely on profits 
towards more ethical and sustainable practices. The first subchapter explains the 
evolution from the aggressive and less ethical sales practices of the past to the 
more transparent and responsible approach of today. The second subchapter 
highlights trends in modern sales ethics, including the increasing use of 
technology to increase transparency and personalization in company-consumer 
relationships. The third subchapter explores the implications of technology, 
especially artificial intelligence and data analysis, in improving a company's 
operational efficiency while maintaining high ethical values. The fourth 
subchapter formulates strategies for the future, including the development of a 
strict code of ethics, responsible technology implementation, and commitment to 
corporate social responsibility and sustainability. The conclusions of this research 
confirm that companies must adopt a holistic approach to ethics in sales to build a 
strong reputation and sustainable relationships with consumers and society. By 
integrating ethical values into their business strategies, companies can position 
themselves to better face future challenges while strengthening competitiveness in 
an increasingly complex global marketplace. 
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INTRODUCTION 

As background to "The Evolution of Sales Ethics: Analyzes of the Past 

and Strategies for the Future," it is necessary to understand that ethics in sales has 

undergone a significant transformation along with the times and changes in the 

global business paradigm. In this context, research on the evolution of sales ethics 

not only tracks normative and practical changes in business practices, but also 

analyzes their impact on business actors, consumers and society at large. This 
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discussion includes a shift from sales practices that were often considered 

aggressive and unethical in the past, towards a more sustainable and socially 

responsible approach. 

Initially, sales practices tended to be dominated by strategies that aimed to 

achieve maximum sales by using persuasive tactics that sometimes crossed ethical 

boundaries. For example, excessive pressure on consumers, manipulation of 

information, and practices that exploit consumer ignorance are often considered 

the norm in certain industries. However, along with increasing awareness of the 

importance of ethics and social responsibility, especially in the current 

information era, this paradigm is starting to change. 

These developments are reflected in studies and cases that illustrate how 

companies are starting to adopt more transparent, honest and sustainable sales 

practices. Sales ethics are no longer just an additional consideration, but are at the 

heart of a successful business strategy. Companies that are able to adapt to these 

new norms often reap long-term benefits in the form of greater consumer loyalty 

and a better reputation in the marketplace. 

Strategies for the future are also the main focus of this research. With 

advances in technology and global connectivity, sales practices have evolved in 

unprecedented ways. Leveraging big data and artificial intelligence in the sales 

process has opened the door to deeper consumer analysis and personalization of 

the purchasing experience. However, new ethical challenges arise with the use of 

these technologies, including issues of data privacy, information security, and 

environmental sustainability. 

Through an in-depth analysis of the evolution of sales ethics from the past 

to the present, this research aims to provide guidance for companies and 

practitioners to develop strategies that are sustainable and in line with ethical 

values. Practical implications of this research include the development of stricter 

codes of ethics, better employee training in business ethics, and increased 
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awareness of corporate social responsibility in an increasingly connected global 

context. 

Overall, "The Evolution of Sales Ethics: Analyzes of the Past and 

Strategies for the Future" encourages understanding that ethics in sales is not only 

about compliance with existing regulations and laws, but also about adopting deep 

moral values in all aspects of business interaction. Thus, this research contributes 

to the development of theories and practices that are more sustainable, responsible 

and respectful of all parties involved in this complex global business ecosystem. 

 

METHOD 

The literature study method used in research on "The Evolution of Sales 

Ethics: Analyzes of the Past and Strategies for the Future" includes a 

comprehensive approach to collect, analyze and synthesize relevant literature 

related to the evolution of ethics in the sales context. This research began with 

identifying primary and secondary sources which included scientific journals, 

books, research reports, and articles from various academic databases such as 

Google Scholar, JSTOR, ProQuest, and SpringerLink. 

The first step in this method is to conduct a systematic search using related 

keywords such as "sales ethics evolution," "ethical sales practices," "business 

ethics in sales," and the like. This search aims to identify the most relevant and 

up-to-date literature in the domain under study. After identification, selection of 

the most relevant literature was carried out based on inclusion criteria such as 

quality of research methodology, relevance to the topic, and unique contribution 

to understanding the evolution of ethics in sales. The selected sources are then 

critically analyzed to explore various theoretical and empirical perspectives 

regarding the development of ethics in sales practices from the past to the present. 

This analysis involves a close reading of major theories in business ethics, 

including concepts such as distributive justice, corporate social responsibility, and 
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norms of business behavior that can form the basis for the evaluation of sales 

practices. 

Next, a literature synthesis was carried out to integrate the main findings 

from the various sources that have been analyzed. This process involves grouping 

and organizing the findings to identify general patterns, trends, and changes in the 

evolution of sales ethics. For example, a literature synthesis can reveal how 

regulatory changes or shifts in social values affect a company's approach to ethics 

in sales. Apart from that, in this literature study method, critical reflection is also 

carried out on the theories used and research methodology applied in relevant 

studies. This aims to ensure the validity and reliability of the findings obtained as 

well as to identify weaknesses or limitations of the existing literature. 

Finally, the results of this literature analysis and synthesis are used to 

formulate guidelines and strategies for companies in developing more ethical and 

sustainable sales practices in the future. Practical implications of this research 

could include recommendations for internal policy changes, development of ethics 

training programs for employees, or advocacy for changes to stricter regulations 

related to ethics in business. Overall, this literature study method provides a solid 

foundation for understanding and analyzing the evolution of ethics in sales, as 

well as for developing strategies that can guide the development of more ethical 

and sustainable sales practices in the future. 

 

DISCUSSION 

To provide results and discussion regarding "The Evolution of Sales Ethics: 

Analyzes of the Past and Strategies for the Future," it will be divided into four 

sub-chapters, each of which discusses different but holistically related aspects. 

Each subchapter will describe the development of ethics in sales practices from a 

historical perspective to its future implications, with a focus on literature analysis 

and strategic development. 
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The Evolution of Ethics in Sales Practices 

The evolution of ethics in sales practices has undergone significant 

transformation throughout the history of modern business. In the beginning, sales 

practices were often based on an aggressive approach and little regard for moral 

principles. An example is the use of manipulative sales tactics and information 

that is not fully transparent to influence consumer purchasing decisions. Literature 

studies show that in the past, economic benefits were often prioritized over ethical 

considerations and broader social impacts. 

However, along with developments in business ethics thinking and 

society's demands for transparency and corporate social responsibility, sales 

practices have moved towards a more ethical approach. Research in the literature 

regarding this evolution illustrates a paradigm shift from a focus on profits alone 

towards more sustainable sales practices, which consider the interests of all parties 

involved. For example, companies are starting to develop stricter codes of conduct, 

encourage transparency in communications with consumers, and take steps to 

avoid sales practices that could harm or deceive consumers. 

Understanding this evolution is not only important for analyzing how sales 

practices have evolved over time, but also for formulating the basis for more 

sustainable and ethical future strategies. The implications of this study reinforce 

the need for a holistic approach to ethics in sales, where companies not only 

comply with existing regulations but also integrate moral values into every aspect 

of their operations. 

 

Trends and Patterns in Modern Sales Ethics 

Trends in modern sales ethics reflect a response to rapid social, 

technological and economic change. Analysis of the literature shows that more 

ethical sales practices are not only a legal requirement, but also a significant 

competitive differentiation for companies in various industrial sectors. A concrete 

http://www.kisainstitute.com/


 

Kisa Institute, Volume 1, No. 7, June, 2024                                               www.Kisainstitute.com  6 
 

example of this trend is the increasing use of technology to increase transparency 

and personalization in company-consumer relationships. Case studies in the 

literature highlight how leading companies are using artificial intelligence and 

data analytics to better understand consumer behavior, which in turn allows them 

to deliver more accurate and relevant information to consumers. This not only 

increases consumer confidence but also reduces the risk of information 

manipulation that could be detrimental. 

In addition, patterns in modern sales ethics also include increased 

corporate social responsibility (CSR) and environmental sustainability. 

Companies are increasingly realizing the importance of not only achieving 

financial goals but also contributing positively to society and the environment 

around them. Initiatives such as community development programs, 

environmentally friendly raw material policies, and advocacy for social justice are 

increasingly becoming an integral part of companies' sales and marketing 

strategies. This analysis highlights that these trends not only reflect a response to 

increasingly complex and diverse market demands but are also part of a broader 

evolution towards a more inclusive and sustainable economy. The literature study 

in this subchapter not only illustrates what is happening currently in sales ethics, 

but also provides insight into the direction in which sales practices can and should 

develop in the future. 

 

Implications of Technology in Sales Ethics 

Technological developments, especially in terms of artificial intelligence 

(AI) and data analysis, have had a significant impact on modern sales ethics. 

Analysis of the literature shows that technology has enabled companies to collect, 

analyze, and use consumer data in unprecedented ways. However, with this power 

also comes great responsibility to safeguard consumer privacy and avoid misuse 

of information. 
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Case studies presented in the literature illustrate how companies are 

meeting these challenges by developing strict data privacy policies and ensuring 

that technology use does not exceed ethical boundaries. Practical examples of this 

include the use of AI algorithms to provide relevant product recommendations 

without compromising individual privacy, as well as the use of data to improve 

the overall consumer experience. In addition, technology also allows companies to 

more effectively manage supply chains, reduce waste, and increase overall 

operational efficiency. However, companies are expected to adopt a socially and 

environmentally responsible approach to the use of these technologies, as well as 

to consider the long-term impact of technology decisions on all parties involved. 

This analysis confirms that technology, while providing great potential for 

improving sales ethics, also requires careful management and close oversight to 

ensure that its benefits can be enjoyed fairly and safely by all parties concerned. 

The implications of this subchapter not only consider technology as a tool to 

increase efficiency and profitability, but also as a means to strengthen ethical 

values in business as a whole. 

 

Strategies for the Future of Sales Ethics 

Strategies for the future of ethical sales must consider the challenges and 

opportunities faced by companies in this era of globalization and digitalization. 

Literature analysis shows that this strategy should cover a wide range of aspects, 

from the development of a comprehensive code of ethics to the responsible 

implementation of technology and sustainability-focused marketing strategies. 

First, companies need to strengthen their commitment to ethical values by 

developing and implementing clear and strict codes of ethics. This code of ethics 

should include guidelines for fair, transparent, and sustainable business conduct, 

as well as procedures for dealing with ethical violations appropriately and fairly. 
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Second, the integration of technology in sales strategy must be carried out 

with deep ethical implications in mind. For example, companies can adopt stricter 

data privacy policies, invest in technology to increase the transparency of 

communications with consumers, and develop AI algorithms that are not only 

efficient but also ethical in their use. Additionally, strategies for the future must 

also include a proactive approach to corporate social responsibility (CSR) and 

sustainability. Companies can increase their contribution to society and the 

environment by developing CSR programs that have a positive impact, such as 

educational initiatives, support for local communities, or investment in 

environmentally friendly technologies. 

Thus, strategies for the future of sales ethics must go beyond mere 

compliance with legal regulations and become an integral part of a company's 

identity and culture. This will not only strengthen the company's reputation but 

also improve long-term performance by building strong and sustainable 

relationships with consumers, employees and society as a whole. In this 

conclusion, it can be concluded that the evolution of ethics in sales practices has 

experienced significant changes over time, influenced by factors such as the 

development of social values, technological advances, and increasingly high 

consumer demands for transparency and responsibility. The literature study in 

"The Evolution of Sales Ethics: Analyzes of the Past and Strategies for the 

Future" highlights that although challenges in implementing ethical sales practices 

remain, there are also great opportunities to strengthen moral values in every 

aspect of business interactions. 

By understanding this evolution and formulating appropriate strategies for the 

future, companies can build a solid foundation for sustainable growth that is not 

only economically profitable but also strengthens trust and long-term relationships 

with all stakeholders. The implications of this research can provide valuable 

guidance for companies to face the challenges of globalization and digitalization 

http://www.kisainstitute.com/


 

Kisa Institute, Volume 1, No. 7, June, 2024                                               www.Kisainstitute.com  9 
 

in an ethical and responsible manner, while maintaining competitiveness in this 

increasingly complex market. 

 

CONCLUSION 

The conclusion of "The Evolution of Sales Ethics: Analyzes of the Past 

and Strategies for the Future" highlights the importance of developing ethics in 

sales practices as a foundation for a company's long-term success in an 

increasingly connected global era. Through in-depth analysis of the literature, we 

can see that changes in sales practices from the past to the present reflect a 

response to society's demands for transparency, social responsibility and 

environmental sustainability. To achieve sustainable success, companies need to 

adopt an approach that not only complies with existing legal regulations but also 

integrates ethical values in all aspects of their operations. Practical suggestions 

include the development of a comprehensive code of ethics, investment in 

responsible technology, such as artificial intelligence to increase personalization 

and transparency, and a commitment to corporate social responsibility (CSR) and 

sustainability. By taking these steps, companies can build a strong reputation, 

strengthen relationships with consumers and communities, and better position 

themselves to face future challenges. 
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