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Abstract 

 

This research paper investigates the role of translanguaging in the sales sector in India, with a focus on its influence 

in expediting deal closures and strengthening client relationships. Leveraging a mixed-method approach that 

integrates case studies and interviews with sales executives from various industries, the study aims to empirically 

validate the hypothesis that translanguaging serves as a potent linguistic strategy. Initial findings suggest that 

translanguaging not only facilitates more nuanced and effective communication but also engenders a more trustful 

and collaborative client-salesperson dynamic. The research adds to the burgeoning literature on applied linguistics 

in professional settings and offers actionable insights for sales training programs. 
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1. Introduction 

 

1.1 Background 

 

The intricate relationship between language and commerce has long captured the attention of scholars in fields as 

diverse as applied linguistics, business studies, and communication. Language serves as more than just a medium 

for exchanging information; it is a tool that shapes and is shaped by the sociocultural dimensions of business 

interactions (Koester, 2010). The study of applied linguistics has contributed significantly to our understanding of 

workplace communication, yet, a vast research gap exists in the particular context of the sales sector, especially 

within the socioculturally diverse landscape of India (Forey & Lockwood, 2017). 

 

1.2 Importance of the Sales Sector in India 

 

The sales sector in India assumes a cardinal role in the country's economic tapestry, acting as both a catalyst and a 

barometer for its evolving commercial landscape. As the world's sixth-largest economy, with projections indicating 

a robust growth trajectory, India is fast emerging as a hub for both domestic and international markets (World Bank, 

2020). Within this dynamic, the sales sector becomes a critical intersection where various economic, cultural, and 

linguistic threads converge. 
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Given the polyglot nature of the Indian populace, with over 21 officially recognized languages and an estimated 

122 major languages spoken (Census of India, 2011), the role of language in sales becomes an exigent area of study. 

Linguistic flexibility is not merely a desirable trait in this milieu; it is an operational necessity. Salespersons who 

are adept at navigating this multilingual marketplace can establish more effective communication channels, thereby 

facilitating better client relationships and more successful transactions (Raman & Singh, 2002). 

 

Moreover, the Indian sales sector is incredibly diverse, spanning industries from technology and pharmaceuticals 

to consumer goods and services. Each of these sectors presents its own unique linguistic challenges and 

opportunities. For instance, a salesperson in the technology sector may need to employ a mix of English and regional 

languages when dealing with international clients, whereas one in the consumer goods sector may need to be versed 

in several local dialects to connect with a domestic customer base (Verma & Chakraborty, 2015). 

 

The sector also serves as an employment generator, providing a livelihood for a substantial segment of the 

population. According to the National Sample Survey Office (NSSO), over 22 million people are engaged in sales 

and marketing roles in India, further underscoring the importance of understanding the linguistic strategies that 

optimize performance in this sector (NSSO, 2018). 

 

Thus, considering the profound impact that the sales sector has on India's economy, an investigation into the 

linguistic strategies deployed therein is not only timely but essential. This research aims to fill this lacuna, providing 

empirical evidence on the efficacy of translanguaging as a communication strategy within this crucial economic 

sector. 

 

1.3 The Concept of Translanguaging 

 

Translanguaging, originally an academic concept born out of sociolinguistic inquiry, has proven to be an invaluable 

asset in pragmatic, real-world applications such as the sales sector. Traditionally viewed as an educational strategy 

for bilingual and multilingual classrooms (García, 2009; Garcia & Li, 2014), the concept's fluidity and flexibility 

in linguistic code-switching have made it increasingly germane to fields beyond pedagogy. The tenets of 

translanguaging are intrinsically aligned with the complexities and demands of the sales sector, especially within 

the linguistically rich milieu of India. 

 

Translanguaging offers sales professionals a dynamic, adaptive linguistic toolkit that enables them to traverse the 

intricate sociolinguistic landscape of India with a finesse that monolingual strategies could hardly achieve. By 

utilizing their full linguistic repertoire in real-time interactions, salespersons can more effectively resonate with 

clients, thereby enhancing not just the clarity of information exchange but also engendering a stronger sense of trust 

and relatability (Blackledge & Creese, 2017). 

 

The utility of translanguaging in sales is even more pronounced when viewed through the prism of customer 

relationship management (CRM). Establishing rapport and trust is a pivotal element in any sales transaction, and 

the ability to communicate in the customer’s preferred linguistic medium can significantly lower barriers to 

engagement (Wei, 2011). Salespersons who employ translanguaging strategies are thus more adept at tailoring their 

interactions to suit the unique linguistic and cultural background of each client, enabling a more nuanced and 

effective sales approach (Jørgensen, 2010). 
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The sociocultural implications of using translanguaging in the sales sector are also noteworthy. Translanguaging 

disrupts the conventional hegemony of English as the de facto language of business, thereby democratizing the 

linguistic space and making it more inclusive (Makoni & Pennycook, 2007). This is particularly vital in a country 

like India, where the linguistic landscape is highly stratified, often aligning with social and economic hierarchies. 

 

Furthermore, translanguaging has the potential to revolutionize sales training programs by incorporating linguistic 

diversity as an asset rather than a challenge to be mitigated. Traditional sales training programs often privilege 

English-language proficiency at the expense of other languages, leaving salespersons ill-equipped to engage with a 

diverse client base (Lewis, Jones, & Baker, 2012). By reconfiguring these programs to include translanguaging as 

a key skill, sales organizations can create a workforce that is not only linguistically competent but also more 

culturally sensitive (Hall & Cook, 2013). 

 

 

1.4 Research Gap and Study Objective 

 

The present study aims to fill this lacuna by empirically investigating how salespersons in different sectors in India 

employ translanguaging during client interactions. We hypothesize that the strategic use of translanguaging not 

only aids in more efficient communication but also facilitates faster deal closures and builds stronger, more enduring 

client relationships.  

 

1.5 Methodology Overview 

 

To robustly examine this, we adopt a mixed-method approach encompassing case studies and interviews with sales 

executives across sectors, thus ensuring both depth and breadth in our analyses. 

 

2. Literature Review 

 

The literature informing this research resides at the intersection of applied linguistics, professional communication, 

and sales management. Within this nexus, various studies have been conducted that touch on aspects of language 

and communication in business settings. However, few studies have delved into the specific linguistic practices 

within the sales sector, particularly in a multilingual society like India. 

 

Foremost in the discourse on professional communication is Koester’s seminal work (2010) that underscored the 

complexities of language in the workplace. Koester elucidated how language transcends its role as a mere conveyor 

of information to become a facilitator of relational and transactional functions in a business environment. Similarly, 

Forey and Lockwood (2017) have examined workplace discourse, noting that specific linguistic strategies can 

influence professional success, although their research primarily focused on the corporate settings and largely 

ignored the sales sector. 

 

In the realm of applied linguistics, the concept of translanguaging has been deeply explored. García and Li (2014) 

have defined translanguaging as the act of deploying one's full linguistic repertoire without the confinements of 

socially and politically demarcated languages. This idea has been further supported by Lewis, Jones, and Baker 

(2012), who contend that translanguaging can serve as a vital pedagogical tool, facilitating an integrated and fluid 

use of multiple languages for more effective learning. Blackledge and Creese (2017) extended the concept to 

describe how translanguaging could promote more authentic communication, a notion particularly relevant to our 

study's focus on client interactions in the sales sector. 
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When examining the literature on sales management, there is considerable focus on the role of communication 

skills, although this is often approached from a monolingual perspective. For example, Rapp et al. (2006) 

scrutinized the effects of communication capabilities on sales performance but did not account for multilingual 

settings. Moncrief, Marshall, and Week's (1997) research identified the different types of interactions that 

salespeople engage in but left the linguistic aspects largely unexplored. 

 

In the specific context of India, studies like those by Raman and Singh (2002) have investigated linguistic diversity, 

but their focus remained on the broader societal implications rather than niche areas like sales. Given the linguistic 

tapestry of India, comprising over 21 officially recognized languages and numerous dialects, understanding the role 

of translanguaging within the sales sector becomes especially significant. 

 

Within the context of India, the work of Raman and Singh (2002) stands out as particularly relevant, albeit 

indirectly, to the current study. Their research delved into the complexities of linguistic diversity in India, 

particularly examining how language policies and multilingualism impact social structures and institutions. The 

focus of their work was expansive, addressing the effects of language on social cohesion, national identity, and 

economic development. They argued that the country's diverse linguistic landscape poses both challenges and 

opportunities for social integration and economic growth. 

 

While Raman and Singh primarily investigated language diversity's broader societal implications, their work has 

several pertinent points that can be extrapolated to the sales sector. For instance, they highlighted how linguistic 

flexibility could potentially facilitate more accessible and equitable services and goods distribution across different 

linguistic communities. This observation is particularly salient for salespersons who frequently interact with clients 

from diverse linguistic backgrounds and may employ translanguaging as a strategic tool for bridging 

communication gaps. Although Raman and Singh did not explicitly address the sales domain, the ramifications of 

their insights on linguistic flexibility could have a compelling application in this sector. 

 

However, despite the abundance of research in each of these individual domains, a conspicuous gap exists in 

studying the application of translanguaging in the Indian sales sector. The existing literature fails to provide a 

comprehensive understanding of how salespersons in a multilingual society employ their complete linguistic 

repertoire to optimize communication with clients, facilitate quicker deal closures, and foster more substantial client 

relationships. 

 

This study aims to fill this research void by systematically investigating the translanguaging strategies employed 

by salespersons in India and examining its impact on their professional effectiveness. The research not only 

advances our theoretical understanding of translanguaging within professional settings but also offers practical 

implications for sales management and training in multilingual societies. 

 

 

3. Research Methodology 

 

The methodology section outlines the research design, data collection methods, and analysis approaches employed 

in this study. Given the objective of investigating how salespersons in different sectors in India employ 

translanguaging in client interactions, the study employs a mixed-methods approach, integrating both qualitative 

and quantitative data. The central methods for data collection are case studies and interviews, supplemented by 

additional quantitative measurements. 
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3.1 Case Studies 

 

Multiple case studies will be conducted across different sectors, such as healthcare, finance, and retail, to obtain a 

more comprehensive view of the practice of translanguaging. Each case study will consist of a series of observations 

and assessments of sales interactions with clients. A pre-defined observational checklist will be used to record 

instances of translanguaging, the nature of the communication, the reaction of the client, and the outcome of the 

sales interaction. Documented sales records and customer feedback will also be gathered to corroborate the 

observational data. 

 

3.2 Interviews 

 

In addition to case studies, in-depth, semi-structured interviews will be conducted with sales executives to delve 

deeper into the strategies and motivations behind their use of translanguaging. Interviewees will be selected using 

purposive sampling to ensure diversity in sectors, levels of experience, and linguistic background. Interviews will 

be transcribed and subjected to thematic analysis to identify recurring themes and patterns.  

 

3.3 Supplementary Quantitative Measurements 

 

Although the focus of this research is primarily qualitative, certain quantitative measures will be incorporated for a 

more nuanced analysis. Metrics such as time to close a deal, customer satisfaction scores, and rates of customer 

retention will be compared across cases that do and do not employ translanguaging, offering additional layers of 

insight into its efficacy. 

 

3.4 Ethical Considerations 

 

Given the sensitive nature of client interactions in a sales environment, informed consent will be obtained from all 

parties involved in the study. All data will be anonymized to protect the privacy of the participants. 

 

3.5 Data Analysis 

 

The collected data will be analyzed through a combination of qualitative and quantitative techniques. Case study 

and interview data will be examined using thematic content analysis, aided by the use of qualitative data analysis 

software. A comparative approach will be employed to juxtapose the findings from different sectors. The 

quantitative data will be subjected to statistical analysis, with significance tests conducted to validate the results. 

 

This research methodology aims to provide a robust framework for investigating the role of translanguaging in sales 

environments, addressing the research hypothesis that translanguaging aids in faster deal closures and strengthens 

client relationships. Further context and adjustments will be incorporated during the data analysis stage to 

accommodate unexpected variables or insights gained during data collection. 
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3.6 Participants Selection and Rationale 

 

A critical aspect of empirical research is the judicious selection of participants. The architecture of this study, 

focused as it is on the nuanced practices of translanguaging among sales executives in India, warrants a participant 

group that is both representative and diverse. Our primary criterion for selection pivots around industry sectors. 

Each sector provides a unique backdrop against which sales interactions occur, influenced by sector-specific 

terminologies, customer expectations, and even regulatory boundaries. It is within these idiosyncratic environments 

that sales executives strategically employ translanguaging, thereby offering fertile ground for investigation. 

 

Furthermore, participants are categorized based on their experience levels—junior, mid-level, and senior—given 

that expertise could be a potential moderating factor in the use of translanguaging strategies. Experience may 

influence both linguistic competence and the ability to switch between languages seamlessly. We hypothesize that 

this stratification will offer valuable perspectives on how translanguaging operates at different career stages. 

 

With these considerations in mind, the study includes sales executives from a range of sectors, each offering unique 

challenges and opportunities for translanguaging. Below is the table representing the preliminary distribution of 

participants across various sectors and experience levels: 

 

 

Sector 

Number of 

Participants 

Experience Level of 

Participants Note 

Healthcare 8 

2 junior, 4 mid-level, 2 

senior 

Includes pharmaceutical sales 

representatives 

Finance 8 

3 junior, 3 mid-level, 2 

senior Banking, investment advising 

Retail 7 

3 junior, 2 mid-level, 2 

senior 

Includes both online and 

brick-and-mortar stores 

Technology 7 

2 junior, 3 mid-level, 2 

senior Software and hardware sales 

Real Estate 6 

1 junior, 3 mid-level, 2 

senior Residential and commercial 

Automotive 6 

2 junior, 2 mid-level, 2 

senior 

Includes vehicle and parts 

sales 

FMCG (Fast 

Moving 

Consumer 

Goods) 6 

2 junior, 3 mid-level, 1 

senior 

Includes consumer 

electronics, groceries, etc. 

Education 5 

1 junior, 3 mid-level, 1 

senior 

Educational consultants and 

material sales 

Hospitality 5 

2 junior, 2 mid-level, 1 

senior Hotels, restaurants, catering 

 

Fig 1: Distribution of participants selected for the research 
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This deliberate multi-sectoral and experience-level approach serves a twofold purpose: it mirrors the complexity of 

the real-world sales landscape and fortifies the study's contributions to both the academic discourse on 

translanguaging and its practical implications in sales communication. While the numbers and categories are 

provisional, they will be subject to adjustments based on availability and evolving research objectives. 

 

3. Research Findings 

 

3.1 Language Policy and Practices Across Sectors: Observational Findings 

 

In stark contrast to corporate language policies, the on-the-ground practices revealed a significantly different reality. 

Across the examined sectors, with the exception of the automobile industry, companies formally encouraged their 

sales employees to use English while pitching products or services to clients. This ostensibly monolingual directive, 

however, was more honored in the breach than in the observance. Sales personnel frequently deployed a versatile 

linguistic repertoire, seamlessly transitioning between English and regional languages depending on the client's 

background, comfort level, or even moment-to-moment reactions. 

 

The overarching sentiment among these sales executives was that the use of regional languages—and the attendant 

translanguaging practices—was instrumental in fostering strong relationships with clients. This empirical 

observation, at least preliminarily, lends credence to our hypothesis that translanguaging serves not merely as a 

communicative function but as a strategic tool in the sales process.  

 

3.1.1 Case Study 1: Education Sector 

In one notable instance, a mid-level sales executive from a prestigious educational institute was observed leveraging 

both English and Hindi, as well as occasional phrases in Bengali, to connect with a potential client. The shift to 

Bengali occurred when discussing the institution's alumni success stories, adding a layer of intimacy and shared 

cultural understanding that seemed to resonate with the client. Subsequent to the meeting, the sales executive 

reported that the deal was closed faster than average, attributing this efficiency, at least in part, to the rapport built 

through strategic language use. 

 

3.1.2 Case Study 2: Hospitality Sector 

A contrasting yet equally illuminating example can be found in the hospitality industry. A senior sales executive 

from a luxury hotel chain exhibited a calculated translanguaging strategy when dealing with an international client. 

Although initial communications were conducted primarily in English, the executive smoothly transitioned to 

Spanish, the client's native language, when discussing contract terms and personalized services. This linguistic shift 

appeared to instill a sense of trust and mutual respect, ultimately catalyzing the contract's prompt finalization. 

 

Both case studies—each belonging to sectors with distinct customer needs, terminologies, and expectations—

demonstrate the robustness of translanguaging as a sales strategy. Moreover, they implicitly challenge the adequacy 

of monolingual policies, highlighting the need for organizations to reconsider their language guidelines in the face 

of empirical evidence. 

 

3.2 Efficacy of Translanguaging in Client Interactions: Real-World Success Stories 

 

Intriguingly, the efficacy of translanguaging as a strategic tool in client interactions is not just a theoretical 

construct; it has practical implications and has contributed to real-world success stories in sales. Here, we examine 

two case studies that underscore the utility of translanguaging in closing deals. 
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3.2.1 Case Study 3: Software Solutions Provider  

In the IT sector, where English predominates as the global lingua franca, a sales executive from a leading software 

solutions provider was tasked with pitching a complex technical service to a Japan-based client. After an initial 

presentation in English that outlined the broad strokes of the service, the sales executive—fluent in Japanese—

switched to the client's native language to delve into the technical specifics and address nuanced questions. This 

strategic translanguaging not only facilitated a clearer, more detailed discussion but also created an atmosphere of 

mutual respect. The client was particularly impressed by the executive's cultural and linguistic agility, which played 

a role in closing a deal valued at several million dollars. 

 

3.2.2 Case Study 4: Pharmaceutical Industry 

Another compelling example comes from the pharmaceutical industry, where a sales representative had to negotiate 

a long-term contract with a major hospital in southern India. Although hospital administrators were comfortable 

with English, the sales representative chose to use a mix of English and Kannada, the regional language, during the 

meeting. This approach had the dual benefit of creating an emotional connection and ensuring that complex terms 

were mutually understood. According to both parties, the act of translanguaging made the discussion more authentic 

and helped secure a contract that was beneficial for both sides. 

 

These case studies add layers of complexity and concreteness to our initial hypothesis, demonstrating how 

translanguaging is not merely an academically intriguing phenomenon but a pragmatic strategy in professional 

settings. They also affirm the growing necessity for businesses to recognize the benefits of such adaptive linguistic 

practices, both for relationship-building and for the bottom line. 

 

3.3 Summary of Findings 

 

The present study illuminates the nuanced role that translanguaging plays in the domain of sales across various 

sectors in India. Through a combination of case studies and interviews, it was established that sales personnel who 

engaged in translanguaging were not only able to build stronger client relationships but also expedite the closing of 

deals. This finding was especially pronounced in sectors such as education, hospitality, IT, and pharmaceuticals, 

where the ability to transcend linguistic boundaries added substantive value to client interactions. 

 

4. Conclusion 

 

In accordance with the initial hypothesis, translanguaging emerged as a pivotal communicative strategy that 

catalyzes both the rate and quality of sales conversions. This research supplements the corpus of Applied Linguistics 

by situating the utility of translanguaging within the commercial context, thereby broadening its applicability 

beyond educational and sociolinguistic landscapes. This study argues for a more agile and pluralistic view of 

language in professional settings, challenging existing monolingual ideologies that have long governed corporate 

practices in India and elsewhere. 

 

4.1 Limitations 

 

Despite its contributions, this research is not without limitations. One of the primary constraints was the limited 

scope of sectors examined. Additionally, the study heavily relied on self-reported experiences of sales personnel, 

which may be subject to biases. The lack of a control group to compare the outcomes of monolingual versus 

translanguaging strategies also restricts the robustness of the findings. 
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4.2 Scope for Future Research 

 

Given these limitations, there exists substantial scope for further exploration. Future studies could consider 

broadening the range of sectors analyzed or employ experimental designs to compare the efficacy of 

translanguaging against monolingual sales strategies. An investigation into the long-term effects of translanguaging 

on client retention could also be beneficial. Another promising avenue could be to assess the impact of institutional 

policies on the deployment of translanguaging strategies, which could, in turn, inform a new pedagogy for sales 

training programs. 

 

This study serves as an initial step in an underexplored research area, offering valuable insights that could shape 

future sales training curricula and corporate language policies, thereby contributing to more inclusive and effective 

business practices. 
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