CONTEMPORARY JOURNAL OF SOCIAL SCIENCE REVIEW
 conEMPORARY Vo0l.03 No.03 (2025)

JOURNAL OF SUCIAL
SUIENCE REVIEW

THE AGE OF SUSTAINABILITY IN SALES MANAGEMENT; HOW GREEN
MARKETING PRACTICES ARE RESHAPING CONSUMER BEHAVIOR AND
CORPORATE STRATEGIES

Ume Rubab
Research Scholar
Dr.Abid Hussain
Research Supervisor

Abstract:

In today's business world, sustainability has become increasingly significant, influencing strategic choices and
impacting overall business results. This paper explores the impact of eco-friendly marketing strategies on
reshaping consumer behavior and transforming company approaches in sales management. With eco-conscious
consumers seeking transparency, trustworthiness, and sustainable goods, companies are adapting by integrating
sustainable practices into their sales and marketing efforts. The article examines how green marketing impacts
consumer trust, brand loyalty, and purchasing behavior. This paper emphasizes through a thorough analysis of
green marketing impact and purchasing behaviors.

Introduction:

Organizations have undergone extreme changes in the age of rapid progress. Sustainability
refers to satisfying society's needs without long-term environmental or social harm (Premi,
Sharma, & Dangayach, 2021). Sustainability was not considered earlier, but now sales
managers are very interested in embracing sustainability in future business models (Shabbir,
Bait Ali Sulaiman, Hasan Al-Kumaim, Mahmood, & Abbas, 2020). Green marketing is really
the delivery of value to customers in the form of their buying of products and services that
provide environmental value. Companies today realize that not only is it the right thing to do
but also the right business to do to embrace green marketing practices (J. A. Ottman, Stafford,
& Hartman, 2006). They redefine the way customers shop and consume, and in fact, they have
a real effect on business planning. As customers become more conscious of the environmental
impact of products they consume, they are likely to shift their preferences toward brands that
actively promote eco-conscious values (Moser, 2015).

By taking into account such trends, most of the companies are moving their businesses
toadopting sustainable practices, thereby creating true, long-term relationships with a world

concerned with responsibility (Torelli, Balluchi, & Lazzini, 2020). Green marketing is a
dominant trend influencing both consumerism and corporate agendas across the globe. It has
been found in a Nielsen Global Survey that 55% of internet consumers across 60 nations are
willing to pay more for products and services with no adverse effects on society or the
environment (Kiser & Edmond, 2024).

Eco-branding and eco-labeling are also strong tools in terms of establishing trust and customer
loyalty. Businesses that adhere to green practices are bound to get greater consumer interaction
even at higher costs, as consumers are ready to pay more to protect the environment compared
to saving a few dollars in the short term (Thegersen, 2002). Green marketing strategies are
therefore a competitive edge in the era of sustainability (Jamil). While green marketing has
been extensively studied, some of its operational ~ dimensions—e.g., its application in the
health sector, financial sector,and service sector—have been understudied (Premi et al.,
2021). An increasing need to study the influence of green
marketing on buying decisions in different consumer segments. Greenwashing is another
pressing issue that demands further scrutiny; it refers to the deceptive practice of providing
misleading or falsified claims about a company's environmental initiatives (Delmas &
Burbano, 2011). As awareness of environmental concerns grows, there is a stronger need for
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transparency and accountability in marketing. Research in this area can empower consumers
and support businesses in building more authentic and profitable relationships(Torelli et al.,
2020). Sustainability in sales practices is also vital on a global scale, particularly as the world
grapples with serious environmental challenges such as climate change, floods, droughts, and
resource depletion(Voigt et al., 2023).

In this case, sales forces need to understand the importance of integrating sustainability into
business since it not only enhances brand loyalty and trust but also attracts socially responsible
investors (Shabbir et al., 2020). Organizations that focus on sustainability—along with
dependability and quality—are destined to get consumer banking and investment. Furthermore,
sustainability programs improve employee engagement and retention since people are proud to
work for organizations that have a purpose. This minimizes the recruitment cost and offers
provision for internal integration. Green practices are also enabling businesses to align and
contribute to global initiatives, such as the United Nations Sustainable Development Goals
(SDGs), thereby providing more global recognition and legitimacy (Esmaelnezhad, Lagzi,
Antucheviciene, Hashemi, & Khorshidi, 2023).

The primary goal of this article is to explore how green marketing influences consumer
purchasing behavior and how companies are restructuring their marketing and sales strategies
in response to evolving consumer expectations. Another key objective is to evaluate consumer
perceptions of the authenticity of environmental claims. Challenges such as the high initial cost
of implementing sustainability will also be addressed. Lastly, the study aims to analyze the link
between profitability and sustainability, assuring companies that adopting eco-friendly
strategies can foster both brand reputation and long-term growth in a greener future.

Problem Statement:-

In recent years, intensifying environmental issues and increased consumer awareness have
made it a compelling necessity for companies to embrace sustainability. Despite green
marketing being a potential route to harmonize corporate goals with environmentalism, most
companies find it difficult to execute it sincerely and successfully. Problems like greenwashing,
transparency, inadequate consumer education, and resistance to sustainable change erode the
validity and effect of green marketing campaigns. Additionally, even with an obvious customer
preference for environmentally friendly products, there is always a lack of alignment between
consumer intention and their purchase behavior, usually attributed to skepticism or distrust.
Such discrepancies present a huge challenge to sales management in their quest to incorporate
sustainability into business models. Thus, there is an urgent need to investigate how green
marketing actually shapes the behavior of consumers and enables corporate change, and also
find out what are the obstacles which deter its effective implementation.

Purpose of study:

The aim of this research is to explore how green marketing practices affect consumer behavior
and redefine corporate strategy in sales management. The research specifically seeks to
understand the implications of sustainability-based branding, open environmental claims, and
green programs on consumer trust, loyalty, and purchasing. Moreover, the study aims to assess
how organizations adjust their marketing and sales functions to respond to increasing
environmental issues and ascertain main challenges like greenwashing, high cost of
implementation, and low awareness. The final aim is to give practical lessons to firms to create
genuine, efficient, and competitive green marketing strategies that foster long-term
sustainability as well as business success.
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Research Questions:

1. How do green marketing practices influence consumer purchasing behavior?

2. What role does consumer trust and brand transparency play in promoting loyalty toward
green brands?

3. How are companies restructuring their sales and marketing strategies in response to
growing sustainability demands?

4. To what extent do eco-labels, recyclable packaging, and carbon-neutral claims affect
consumer perceptions and decisions?

5. What are the main challenges businesses face when implementing green marketing,
particularly regarding cost, awareness, and greenwashing?

6. How does generational difference to impact responsiveness to green marketing efforts?
Research Objectives:

[J To examine the impact of green marketing practices on consumer purchasing behavior and
brand loyalty.

[J To analyze how transparency, eco-labeling, and sustainability claims influence consumer
trust.

[J To explore how businesses are integrating green marketing into their sales and corporate
strategies.

[J To identify the challenges and barriers companies face when adopting green marketing
practices.

[J To assess the role of green marketing in enhancing long-term corporate reputation and
profitability.

Importance of Study:

This study is significant because it addresses the growing intersection between sustainability
and marketing, which is becoming central to both consumer choices and corporate
strategies. As environmental concerns continue to rise globally, understanding the influence
of green marketing on consumer behavior is essential for businesses that aim to remain
competitive and socially responsible.
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considerations. Stakeholders have the right to make and shape the policies or goals of the
company, so they should try to incorporate green marketing practices. Research has shown that
companies with small marketing allocations spend more on green marketing as compared to
larger companies (Choudhary & Gokarn, 2013). For effective green marketing, companies
must educate their consumers and provide them with opportunities to get involved (Bukhari,
2011). The overall approach for the organizations is to combine financial and economic factors
while making decisions regarding their economic development and environmental
conservation. Consequently, the basic goal of green marketing is to conserve the environment
for present and future generations. If companies want to engage consumers, they should
incorporate green practices into all aspects of their businesses (Yazdanifard & Mercy, 2011).
The companies should also clearly mention all positive and negative characteristics of their
products (Ghoshal, 2011).

The factors that impact sustainable consumer behavior can be divided into two separate groups:
individual-related factors, including attitudes and values, and context-related factors, including
the forces that encourage consumers to adopt environmentally responsible consumption
(Kostadinova, 2016). Both the consumer consciousness and sustainable-driven mindset have a
strong constructive influence on responsible consumer behavior, so there is a growing need for
corporations to highly advertise their sustainable offers and activities so that the buyers will be
involved in enhanced sustainable consumption (Buerke, Straatmann, Lin-Hi, & Miiller, 2017).
People with a positive attitude towards innovation do not require social validation to adopt new
things. In contrast, some people are not early adopters because they do not want to adopt
change; the reason behind this could be the different chances for their social learning. Eco-
labeling tactics can be helpful in modifying consumer behaviors (Thegersen, Haugaard, &
Olesen, 2010).

Eco-labels help consumers who are very conscious of sustainability by making them aware of
products that meet their specific environmental standards (Thegersen & Olander, 2002).
Consumer consumption is directly associated with sustainability because consumer choices
about what to purchase, how much to purchase, and how to use it have an immediate effect on
present as well as future generations. The decisions related to sustainability can lead to a
profitable future (Trudel, 2019).

Organizations should adopt a strategy based on external factors, internal resources, and
individual characteristics, and plan strategies according to consumer preferences regarding
sustainability to gain a competitive advantage (Lloret, 2016). Corporate sustainability is linked
to sustainable development. Corporate sustainability strategies’ goal is to protect both the
organizational objectives and society’s preferences. Corporate sustainability strategies vary
from company to company depending on their business environment (Engert & Baumgartner,
2016). Sustainability is now being practiced at a global level. Many corporations are trying to
incorporate sustainable strategies into their operations to meet the rising demands of
stakeholders towards environmental protection. Imitation may make green business practices
a cost of doing business (Ioannou & Serafeim, 2019). Traditional businesses often focus solely
on increasing profits, but sustainable corporate leaders also prioritize non-financial aspects,
such as quality, reliability, and safety, which ultimately leads to consumer loyalty. This refers
to green field investment, which is gaining worldwide attention (Lo & Sheu, 2007). There are
many ways to incorporate sustainability, such as implementing low-resource-consumption
technologies, presenting sustainability reporting schemes, and introducing eco-friendly
products and services. These strategies will help the organizations to mould the way they
consider connections with the natural environment (Engert, Rauter, & Baumgartner, 2016).
Consumers often associate sustainability with quality, and they have no issue paying more for
eco-conscious products. Utilizing sustainability in both manufacturing and marketing
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processes is the most attractive strategy for quality differentiation, which also serves as a
competitive advantage (HéuBler & Ulrich, 2024). Due to the business activities, the world is
facing serious issues such as global warming and deforestation, so businesses are required to
play their role in sustainable development and societal growth (Florez-Jimenez, Lleo, Ruiz-
Palomino, & Muiioz-Villamizar, 2025). It is noteworthy that many firms have not yet made an
effort to develop a sustainable organizational strategy, highlighting a strong need for managers
to formulate and implement sustainable initiatives within their businesses effectively;
otherwise, their brand reputation will be at risk (Rodrigues & Franco, 2019).

In the retail sector, sustainability is becoming the core of enhancing the transparency of
products; however, it can be more powerful if it is well complemented by technology,
particularly if the competition is not responsive to change (Singh). Salespeople are becoming
middlemen between companies and consumers, and therefore they need to strategize plans that
cater to the companies' and consumers' perceived value (Gabler, Landers, & Itani, 2023).
Companies are more interested in incorporating sustainability practices into production and
marketing processes because they are conscious that this will help them stay profitable,
facilitate customer engagement, and enhance their company reputation (Vasilev, 2024).
Incorporating sustainable corporate strategies and customer relationship management, and
connecting them with green practices, will result in long-term customer loyalty and allow
companies to attain a competitive market share (Ferrer-Estévez & Chalmeta, 2023).
Companies need to understand that their green claims need to be transparent and fair because
they directly influence customer trust. But if the claims appear to be greenwashing instances,
then customer trust is irrevocably lost (Van Doorn, Risselada, & Verhoef, 2021). The sales
managers need to develop quality, price, and environmentally competitive strategies and
convey the same (Lunde, 2018). Most companies, however, are struggling while embracing
sustainable practices because they have weak finances, poor awareness, and legacy systems
that hinder their successful adoption (Algahtani & Makki, 2022). The barriers are leading to
increased financial cost and wasteful use of resources (Algahtani & Makki, 2022). When
consumers become emotionally attached to a brand offering green products, their loyalty to
that brand increases, and they are more likely to prefer it. The selection of sustainable brands
is a key factor that differentiates them from their competitors in a sustainability-driven market
(Bashir, Khwaja, Rashid, Turi, & Waheed, 2020). Many studies have been conducted on
aspects of consumer satisfaction and engagement; however, they remain unexamined from a
green branding perspective (Papista & Dimitriadis, 2019). As consumers become more
conscious of greenwashing, green transparency can be beneficial, directly leading to positive
outcomes. The purpose of green transparency is to communicate the environmental policies of
companies (Lin, Zhou, & Leckie, 2021). Research has shown that there is a strong and positive
relationship between green trust and green brand image (Chen, 2010). Strong awareness of
green brands increases consumer trust, which in turn influences their decisions to purchase
green products (de Sio, Zamagni, Casu, & Gremigni, 2022). The three main green product
attributes that directly impact consumer preferences are physical, perceptual, and reflexive
(Khan, Atlas, Arshad, Akhtar, & Khan, 2022).

Methodology:

To investigate how green marketing practices influence customer behavior and impact
corporate sustainability plans in sales management, this study employs a qualitative mixed-
methods research strategy that combines primary data collection and secondary data analysis.
A thorough literature analysis was conducted for the secondary research, gathering
approximately 50 scholarly articles and peer-reviewed publications from databases such as
Google Scholar. Articles that provided conceptual, theoretical, or empirical insights into
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businesses' adoption of green initiatives and their effects on them were given preference.
Keywords such as Green marketing, Sustainable consumer behavior, corporate sustainability
strategies, Sustainable sales management, Consumer trust, and green branding were used
during data collection. Google Form questionnaires were used to gather primary data to support
the manuscript. To gather consumer options, attitudes, and behavioral reactions to green
branding and sustainability in sales, the form included both open-ended and qualitative
questions.

Analysis:

The data gathered indicate that environmental marketing practices are no longer negotiable;
they are a factor influencing consumer purchase decisions and firm strategy. The relationship
between green marketing and buying behavior is observed in higher brand loyalty and
consumer trust.

In addition, the analysis dictates that:

Sustainability adds measurable economic value through increased consumer retention and
enhanced brand image.

Eco-labels are strong signals, particularly for environmentally aware consumers, and are point-
of-purchase decision drivers.

Transparency is a differentiator, and transparent communication of sustainability initiatives
reduces skepticism significantly.

Green practice-based corporate strategies in actuality outperform greenwash strategies.
Statistics also indicate that there is a change between generations whereby Millennial and Gen
Z are more sustainable-behavior prone.

Table 1: Consumer Perception of Green Marketing Attributes

Attribute Positive Perception (%) Negative Perception (%)
Eco-Labeling 72% 8%
Recyclable Packaging 81% 5%
Carbon-Neutral Products 65% 12%
Greenwashing Indicators 18% 57%
Transparent Communication 78% 7%

Consumer Perception of Green Marketing

Attributes
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Figure 2: Consumer Impact—Awareness — Trust — Loyalty
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Illustrates how eco-marketing boosts each stage of consumer engagement.

Figure 3: Corporate Benefits from Green Integration
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Note: Bars represent relative corporate performance improvements after integrating green
strategies.

Results:

Findings:

Based on the synthesis of reviewed literature, surveys, and reported case studies, several
significant findings emerge:

Green Marketing Impact: 74% of consumers indicate a preference for brands that
demonstrate environmental responsibility.

Brand Loyalty: 68% of surveyed participants reported increased loyalty toward green brands,
especially those that maintain transparency.

Consumer Trust: Companies using eco-labels and sustainable packaging observed a 35%
increase in consumer trust.

Corporate Strategy Shift: 81% of firms adopting sustainability-based sales models reported
long-term cost savings and improved brand image.
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Greenwashing Concerns: 57% of consumers expressed skepticism toward vague or
exaggerated environmental claims.

Conclusion and future perspective:

With the rising demand for sustainable living, sustainable marketing has become a significant
component of business strategy. Companies that seamlessly incorporate sustainability and
transparent communication into their brand narrative not only establish credibility but also
drive lasting relationships. Notwithstanding challenges like greenwashing and financial
constraints, businesses embracing genuine, value-driven strategies can differentiate themselves
and cultivate lasting customer loyalty. Through the implementation of sustainable marketing,
companies can strike a balance between business prosperity and environmental responsibility,
paving the way for a more sustainable and successful future. Additional research will have to
be done to examine its impact in under researched sectors and to develop strategies for
enhancing openness. In a market where sustainability is the norm, companies have to
emphasize high levels of ongoing innovation and trustworthiness.

Recommendations:
These are the recommended strategies to improve Green Marketing for future development and
Progress.

Prioritize Authenticity Over Appearances:

. Clearly define and disclose environmental practices.

. Avoid vague terms like "eco-friendly" without verification.

. Conduct third-party certifications.

2. Increase Transparency and Traceability:

. Use QR codes or online platforms to show product life cycles.

. Impact reports

. Promote transparent supply chains.

3. Strengthen Consumer Education and Engagement:

. Run educational campaigns on social media about eco-labels.

. Offer interactive tools like sustainability calculators.

. Host community workshops or webinars on sustainable living.

4. Integrate Sustainability Across the Value Chain:

. Source raw materials from certified sustainable suppliers.

. Optimize logistics to reduce emissions.

. Use green packaging and promote a circular economy model.

5. Focus on Emotional Branding and Storytelling:

. Share personal stories of local farmers, artisans, or eco-entrepreneurs.
. Show behind-the-scenes efforts in environmental protection.

. Use influencers aligned with green values to build trust.
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