DAFTAR PUSTAKA

Agnihotri, R., & Rapp, A. 2011. Perspectives on competitive intelligence within
business: A tactical tool for sales- people to gain a competitive advantage.
The Marketing Review, 11(4): 363-380.

Ahearne, M., Lam, S. K., Hayati, B., & Kraus, F. 2013. Intrafunctional Competitive
Intelligence and Sales Performance: A Social Network Perspective. Journal
of Marketing, 77(5): 37-56.

Akgln, A. E., Keskin, H., & Byrne, J. 2012. Antecedents and Contingent Effects
of Organizational Adaptive Capability on Firm Product Innovativeness.
Journal of Product Innovation Management, 29: 171-189.

Ali, Z., Sun, H., & Ali, M. 2017. The Impact of Managerial and Adaptive
Capabilities to Stimulate Organizational Innovation in SMEs: A
Complementary PLS-SEM Approach. Sustainability, 9(12).

Altintas, F., Kurtulmusoglu, F. B., Altintas, M. H., Kaufmann, H.-R., & Alkibay,
S. 2017. The mediating effects of adaptive selling and commitment on the
relationship between management control and sales performance. EuroMed
Journal of Business, 12(2): 221-240.

Aydin, S., Koc, E., & Kaya, N. 2017. The Influence of Critical Success Factors on
B2B Sales Performance and the Mediating Role of Social Intelligence.
Business Management and Strategy, 8(2): 1.

Baker, T. L., Agnihotri, R., & Rapp, A. 2011. Conceptualizing Salesperson
Competitive Intelligence: An Individual-Level Perspective. Journal of
Personal Selling and Sales Management, 31(2): 141-156.

Baker, T. L., Cronin, J. J., & Hopkins, C. D. 2009. The impact of involvement on
key service relationships. Journal of Services Marketing, 23(2): 114-123.

Banyte, J., & Dovaliene, A. 2014. Relations between Customer Engagement into
Value Creation and Customer Loyalty. Procedia - Social and Behavioral
Sciences, 156: 484-489.

Bappeda, & Tengah, B. J. 2015. Tinjauan Pdrb (Produk Domestik Regional
Bruto) Kabupaten Kota Se-Jawa Tengah 2014: Bappeda dan BPS Jawa
Tengah.

Barnes, B. R., Leonidou, L. C., Siu, N. Y. M., & Leonidou, C. N. 2015.
Interpersonal Factors as Drivers of Quality and Performance in Western—
Hong Kong Interorganizational Business Relationships. Journal of
International Marketing, 23(1): 23-49.

198



Barney, J. 2001. The resource-based view of the firm: Ten years after 1991. Journal
of Management, 27(6): 625-641.

Barney, J. 2016. Firm Resources and Sustained Competitive Advantage. Journal
of Management, 17(1): 99-120.

Bartkus, K. R., Peterson, M. F., & Bellenger, D. N. 1989. Type A Behavior,
Experience, and Salesperson Performance. Journal of Personal Selling &
Sales Management, 9(2): 11-18.

Behrman, D. N., & Perreault, W. D. 1982. Measuring the performance of industrial
salespersons. Journal of Business Research, 10(3): 355-370.

Biedenbach, T., & Muller, R. 2012. Absorptive, innovative and adaptive
capabilities and their impact on project and project portfolio performance.
International Journal of Project Management, 30(5): 621-635.

Biong, H., & Selnes, F. 1997. The Strategic Role of the Salesperson in Established
Buyer-Seller Relationships. Journal of Business-to-Business Marketing,
3(3): 39-78.

Boles, J. S., Babin, B. J., Brashear, T. G., & Brooks, C. 2015. An Examination of
the Relationships between Retail Work Environments, Salesperson Selling
Orientation-Customer Orientation and Job Performance. Journal of
Marketing Theory and Practice, 9(3): 1-13.

Boles, J. S., Johnson, J. T., & Barksdale, H. C. 2000. How Salespeople Build
Quality Relationships. Journal of Business Research, 48(1): 75-81.

Bonney, F. L., & Williams, B. C. 2009. From Products to Solutions: The Role of
Salesperson Opportunity Recognition. European Journal of Marketing,
43(7/8): 1032-1052.

Brown, S. P, Cron, W. L., & Leigh, T. W. 1993. Do feelings of success mediate
sales performance-work attitude relationships? Journal of the Academy of
Marketing Science, 21(2): 91-100.

Brown, S. P., Cron, W. L., & Slocum, J. W. 1998. Effects of Trait Competitiveness
and Perceived Intraorganizational Competition on Salesperson Goal Setting
and Performance. Journal of Marketing, 62(4): 88.

Brown, S. P., & Peterson, R. A. 1994, The Effect of Effort on Sales Performance
and Job Satisfaction. Journal of Marketing, 58(2): 70.

Calantone, R. J., Cavusgil, S. T., & Zhao, Y. 2002. Learning orientation, firm

innovation capability, and firm performance. Industrial Marketing
Management, 31(6): 515-524.

199



Cao, Q., Gedajlovic, E., & Zhang, H. 2009. Unpacking Organizational
Ambidexterity: Dimensions, Contingencies, and Synergistic Effects.
Organization Science, 20(4): 781-796.

Carlborg, P., Kindstrém, D., & Kowalkowski, C. 2013. The evolution of service
innovation research: a critical review and synthesis. The Service Industries
Journal, 34(5): 373-398.

Cartwrig, D. L., Boughton, P. D., & Miller, S. W. 1995. Competitive Intelligence
Systems: Relationships To Strategic Orientation And Perceived Usefulness.
Journal of Managerial Issues, vii(4): 420-434.

Cepeda-Carrion, 1., Leal-Millan, A. G., Martelo-Landroguez, S., & Leal-
Rodriguez, A. L. 2016. Absorptive capacity and value in the banking
industry: A multiple mediation model. Journal of Business Research,
69(5): 1644-1650.

Chakrabarty, S., Brown, G., & Widing li, R. E. 2013. Distinguishing Between the
Roles of Customer-Oriented Selling and Adaptive Selling in Managing
Dysfunctional Conflict in Buyer—Seller Relationships. Journal of Personal
Selling & Sales Management, 33(3): 245-260.

Chen, C.-C., & Jaramillo, F. 2014. The double-edged effects of emotional
intelligence on the adaptive selling—salesperson-owned loyalty relationship.
Journal of Personal Selling & Sales Management, 34(1): 33-50.

Chen, J.-S., & Tsou, H.-T. 2012. Performance effects of IT capability, service
process innovation, and the mediating role of customer service. Journal of
Engineering and Technology Management, 29(1): 71-94.

Chen, J. S., Hung Tai, T., & Huang, A. Y. H. 2009a. Service Delivery Innovation:
Antecedents and Impact on Firm Performance. Journal of Service
Research, 12(1): 36-55.

Chen, T., Drennan, J., Andrews, L., & Hollebeek, L. D. 2018. User experience
sharing: Understanding customer initiation of value co-creation in online
communities. European Journal of Marketing, 52(5/6): 1154-1184.

Chen, Y.-S., Lin, M.-J. J., & Chang, C.-H. 2009b. The positive effects of
relationship learning and absorptive capacity on innovation performance
and competitive advantage in industrial markets. Industrial Marketing
Management, 38(2): 152-158.

Churchill, G. A., Ford, N. M., Hartley, S. W., & Walker, O. C. 1985. The
Determinants of Salesperson Performance: A Meta-Analysis. Journal of
Marketing Research, 22(2): 103.

200



Cohen, W. M., & Levinthal, D. A. 1990. Absorptive Capacity: A New Perspective
on Learning and Innovation. Administrative Science Quarterly, 35(1): 128.

Croshy, L. A., Evans, K. R., & Cowles, D. 1990. Relationship Quality in Services
Selling: An Interpersonal Influence Perspective. Journal of Marketing, 54:
68-81.

Doyle, P. 2000. Valuing Marketing’s Contribution. European Management
Journal, 18(3): 233-245.

Dubinsky, A.J., & Ingram, T. N. 1987. Erratum. Journal of Business & Industrial
Marketing, 2(2): 27-36.

Dursun, T., & Kilic, C. 2010. Market Orientation as a Strategic Driver of Individual
Customer Orientation. Journal of Global Business Management, 6(2): 1.

Eisenhardt, K. M., & Martin, J. A. 2000. Dynamic capabilities: what are they?
Strategic Management Journal, 21(10-11): 1105-1121.

Enders, C., & Bandalos, D. 2001. The Relative Performance of Full Information
Maximum Likelihood Estimation for Missing Data in Structural Equation
Models. Structural Equation Modeling: A Multidisciplinary Journal,
8(3): 430-457.

Enkel, E., Heil, S., Hengstler, M., & Wirth, H. 2017. Exploratory and exploitative
innovation: To what extent do the dimensions of individual level absorptive
capacity contribute? Technovation, 60-61: 29-38.

Evans, K. R., McFarland, R. G., Dietz, B., & Jaramillo, F. 2013. Advancing Sales
Performance Research: A Focus on Five UnderResearched Topic Areas.
Journal of Personal Selling & Sales Management, 32(1): 89-105.

Evanschitzky, H., Wangenheim, F. V., & Woisetschlager, D. M. 2011. Service &
solution innovation: Overview and research agenda. Industrial Marketing
Management, 40(5): 657-660.

Feng, T., Sun, L., Zhu, C., & Sohal, A. S. 2012. Customer orientation for decreasing
time-to-market of new products: IT implementation as a complementary
asset. Industrial Marketing Management, 41(6): 929-939.

Ferdinand, A. T. 2014a. Metode Penelitian Manajemen: Pedoman Penelitian
untuk Penulisan Skripsi, Tesis, dan Disertasi Ilmu Manajemen (5 ed.).
Semarang: Badan Penerbit Universitas Diponegoro.

Ferdinand, A. T. 2014b. Structural Equation Model dalam Penelitian
Manajemen, Aplikasi Model-model Rumit dalam Penelitian untuk
Skripsi, Tesis, dan Disertasi Doktor. Semarang: Undip Press.

201



Ferdinand, A. T., & Wahyuningsih, W. 2018. Salespeople’s innovativeness: a
driver of sales performance. Management & Marketing, 13(2): 966-984.

Festervand, T. A., Grove, S. J., & Eric Reidenbach, R. 1988. The Sales Force as a
Marketing Intelligence System. Journal of Business & Industrial
Marketing, 3(1): 53-59.

Friesen, D. P. 2013. The Relationship of Market Orientation, Absorptive Capacity,
Organizational Learning, and Positional Advantage to Corporate
Performance in Turbulent and Non-Turbulent Environments. Wayne
State University.

Geiger, S., Geiger, S., & Guenzi, P. 2009a. The sales function in the twenty-first
century: where are we and where do we go from here? European Journal
of Marketing, 43(7/8): 873-889.

Geiger, S., Storbacka, K., Ryals, L., Davies, I. A., & Nenonen, S. 2009b. The
Changing Role of Sales: Viewing Sales as a Strategic, Cross Functional
Process. European Journal of Marketing, 43(7/8): 890-906.

Ghozali, 1. 2014. Model Persamaan Struktural, Konsep dan Aplikasi dengan
Program AMOS 21.0 (5 ed.). Semarang: Badan Penerbit UNDIP.

Giacobbe, R. W., Jackson, D. W., Crosby, L. A., & Bridges, C. M. 2013. A
Contingency Approach to Adaptive Selling Behavior and Sales
Performance: Selling Situations and Salesperson Characteristics. Journal
of Personal Selling & Sales Management, 26(2): 115-142.

Goad, E. A., & Jaramillo, F. 2014. The good, the bad and the effective: a meta-
analytic examination of selling orientation and customer orientation on sales
performance. Journal of Personal Selling & Sales Management, 34(4):
285-301.

Grant, R. M. 1991. The Resource-Based Theory of Competitive Advantage:
Implications for Strategy Formulation. California Management Review,
33(3): 114-135.

Gronroos, C. 1982. An Applied Service Marketing Theory. European Journal of
Marketing, 16(7): 30-41.

Gronroos, C. 1998. Marketing services: the case of a missing product. Journal of
Business & Industrial Marketing, 13(4/5): 322-338.

Gronroos, C. 2006. On defining marketing: finding a new roadmap for marketing.
Marketing Theory, 6(4): 395-417.

Gronroos, C., & Svensson, G. 2008. Service logic revisited: who creates value?
And who co-creates? European Business Review, 20(4): 298-314.

202



Guenzi, P., De Luca, L. M., & Spiro, R. 2016. The combined effect of customer
perceptions about a salesperson’s adaptive selling and selling orientation on
customer trust in the salesperson: a contingency perspective. Journal of
Business & Industrial Marketing, 31(4): 553-564.

Gummesson, E. 2007. Exit services marketing - enter service marketing. Journal
of Customer Behaviour, 6(2): 113-141.

Gummesson, E., Gummesson, E., & Gronroos, C. 2012. The emergence of the new
service marketing: Nordic School perspectives. Journal of Service
Management, 23(4): 479-497.

Gummesson, E., Lusch, R. F., & Vargo, S. L. 2010. Transitioning from service
management to service-dominant logic. International Journal of Quality
and Service Sciences, 2(1): 8-22.

Guo, B., Tim Mcintyre-Bhatty, D. W. W. P., & Wang, Y. 2014. Environmental
turbulence, absorptive capacity and external knowledge search among
Chinese SMEs. Chinese Management Studies, 8(2): 258-272.

Haas, A., Snehota, I., & Corsaro, D. 2012. Creating value in business relationships:
The role of sales. Industrial Marketing Management, 41(1): 94-105.

Hair, J. F. J., Black, W. C., Babin, B. J., & Anderson, R. E. 2014. Multivariate Data
Analysis (7th ed.). USA: Pearson Education Limited.

Hapsari, R., Clemes, M. D., & Dean, D. 2017. The impact of service quality,
customer engagement and selected marketing constructs on airline
passenger loyalty. International Journal of Quality and Service Sciences,
9(1): 21-40.

Harmeling, C. M., Moffett, J. W., Arnold, M. J., & Carlson, B. D. 2016. Toward a
theory of customer engagement marketing. Journal of the Academy of
Marketing Science, 45(3): 312-335.

Harreld, J. B., O'Reilly, C. A., & Tushman, M. L. 2007. Dynamic Capabilities at
IBM: Driving Strategy into Action. California Management Review, 49(4):
21-43.

Hill, M. E., McGinnis, J., & Cromartie, J. 2007. A Marketing Paradox. Marketing
Intelligence & Planning, 25(7): 652-661.

Holmes, T. L., & Srivastava, R. 2002. Effects of job perceptions on job behaviors:
Implications for sales performance. Industrial Marketing Management,
31(5): 421-428.

203



Homburg, C., Droll, M., & Totzek, D. 2008a. Customer Prioritization: Does It Pay
Off, and How Should It Be Implemented? Journal of Marketing, 72(5):
110-130.

Homburg, C., Jensen, O., & Krohmer, H. 2008b. Configurations of Marketing and
Sales: A Taxonomy. Journal of Marketing, 72(2): 133-154.

Homburg, C., Miller, M., & Klarmann, M. 2010. When does salespeople’s
customer orientation lead to customer loyalty? The differential effects of
relational and functional customer orientation. Journal of the Academy of
Marketing Science, 39(6): 795-812.

Hughes, D. E., Le Bon, J., & Rapp, A. 2012. Gaining and leveraging customer-
based competitive intelligence: the pivotal role of social capital and
salesperson adaptive selling skills. Journal of the Academy of Marketing
Science, 41(1): 91-110.

Hult, G. T. M., Ketchen, D. J., & Slater, S. F. 2005. Market Orientation and
Performance: An Integration of Disparate Approaches. Strategic
Management Journal, 26(12): 1173-1181.

Hunt, S. D. 1999. The Strategic Imperative and Sustainable Competitive
Advantage: Public Policy Implications of Resource-Advantage Theory.
Journal of the Academy of Marketing Science, 27(2): 144-159.

Hunt, S. D. 2013. A general theory of business marketing: R-A theory, Alderson,
the ISBM framework, and the IMP theoretical structure. Industrial
Marketing Management, 42(3): 283-293.

Hunt, S. D., & Madhavaram, S. 2020. Adaptive marketing capabilities, dynamic
capabilities, and renewal competences: The “outside vs. inside” and “static
vs. dynamic” controversies in strategy. Industrial Marketing Management,
89:129-139.

Hunt, S. D., & Morgan, R. M. 1995. The Comparative Advantage Theory of
Competition. Journal of Marketing, 59(2): 1.

Hunt, S. D., & Morgan, R. M. 1996. The Resource-Advantage Theory of
Competition: Dynamics, Path Dependencies, and Evolutionary Dimensions.
Journal of Marketing, 60(4): 107.

Huntley, J. K. 2006. Conceptualization and measurement of relationship quality:
Linking relationship quality to actual sales and recommendation intention.
Industrial Marketing Management, 35(6): 703-714.

Indonesia, B. 2020. Produk Domestik Regional Bruto Provinsi-Provinsi di
Indonesia Menurut Lapangan Usaha 2015-2019. Jakarta: Badan Pusat
Statistik.

204



Ingram, T. N., LaForge, R. W., & Leigh, T. W. 2002. Selling in the new
millennium: A Joint Agenda. Industrial Marketing Management, 31(7):
559-567.

Itani, O. S., Agnihotri, R., & Dingus, R. 2017. Social media use in B2b sales and
its impact on competitive intelligence collection and adaptive selling:
Examining the role of learning orientation as an enabler. Industrial
Marketing Management, 66: 64-79.

Jansen, J.J. P., Bosch, F. A. J. V. D., & Volberda, H. W. 2005. Managing Potential
And Realized Absorptive Capacity: How Do Organizational Antecedents
Matter? Academy of Management Journal, 48(6): 999-1015.

Jaramillo, F., Ladik, D. M., Marshall, G. W., & Mulki, J. P. 2007. A Meta-Analysis
of the Relationship Between Sales Orientation-Customer Orientation
(SOCO) and Salesperson Job Performance. Journal of Business &
Industrial Marketing, 22(5): 302-310.

Javalgi, R. G., Hall, K. D., & Cavusgil, S. T. 2014. Corporate entrepreneurship,
customer-oriented selling, absorptive capacity, and international sales
performance in the international B2B setting: Conceptual framework and
research propositions. International Business Review, 23(6): 1193-1202.

Jelinek, R. 2014. Beyond commitment: entrenchment in the buyer—seller exchange.
Journal of Personal Selling & Sales Management, 34(4): 272-284.

Kaehler, C., Busatto, F., Becker, G. V., Hansen, P. B., & Santos, J. L. S. 2014.
Relationship between Adaptive Capability and Strategic Orientation: An
Empirical Study in a Brazilian Company. iBusiness, 06(01): 1-9.

Kanninen, T., Penttinen, E., Tinnild, M., & Kaario, K. 2017. Exploring the dynamic
capabilities required for servitization. Business Process Management
Journal, 23(2): 226-247.

Kaptein, M., McFarland, R., & Parvinen, P. 2018. Automated adaptive selling.
European Journal of Marketing, 52(5/6): 1037-1059.

Kara, A., Andaleeb, S. S., Turan, M., & Cabuk, S. 2013. An examination of the
effects of adaptive selling behavior and customer orientation on
performance of pharmaceutical salespeople in an emerging market. Journal
of Medical Marketing: Device, Diagnostic and Pharmaceutical
Marketing, 13(2): 102-114.

Karpen, I. O., Bove, L. L., Lukas, B. A., & Zyphur, M. J. 2015. Service-Dominant
Orientation: Measurement and Impact on Performance Outcomes. Journal
of Retailing, 91(1): 89-108.

205



Kaynak, E., Kara, A., Chow, C. S. F., & Laukkanen, T. 2016. Role of adaptive
selling and customer orientation on salesperson performance: Evidence
from two distinct markets of Europe and Asia. Journal of Transnational
Management, 21(2): 62-83.

Kohli, A. K., & Jaworski, B. J. 1990. Market Orientation: The Construct, Research
Propositions, and Managerial Implications. Journal of Marketing, 54(2): 1.

Korschun, D., Bhattacharya, C. B., & Swain, S. D. 2014. Corporate Social
Responsibility, Customer Orientation, and the Job Performance of Frontline
Employees. Journal of Marketing, 78(3): 20-37.

Krishnan, B. C., Netemeyer, R. G., & Boles, J. S. 2002. Self-Efficacy,
Competitiveness, and Effort as Antecedents of Salesperson Performance.
Journal of Personal Selling & Sales Management, 22(4): 285-295.

Kumar, V., & Pansari, A. 2016. Competitive Advantage through Engagement.
Journal of Marketing Research, 53(4): 497-514.

Lacoste, S. 2018. From selling to managing strategic customers - a competency
analysis. Journal of Personal Selling & Sales Management, 38(1): 92-122.

Lambert, D. M., Marmorstein, H., & Sharma, A. 1990. Industrial Salespeople as a
Source of Market Information. Industrial Marketing Management, 19(2):
141-148.

Le Bon, J., & Merunka, D. 2006. The Impact of Individual and Managerial Factors
on Salespeople’s Contribution to Marketing Intelligence Activities.
International Journal of Research in Marketing, 23(4): 395-408.

Leigh, T. W., & Marshall, G. W. 2001. Research Priorities in Sales Strategy and
Performance. Journal of Personal Selling & Sales Management, 21: 83-
93.

Levihn, U., & Levihn, F. 2016. The Transition from Product to Solution Selling:
The Role and Organization of Employees Engaged in Current Business.
Journal of Business-to-Business Marketing, 23(3): 207-219.

Li, D.-y., & Liu, J. 2014. Dynamic capabilities, environmental dynamism, and
competitive advantage: Evidence from China. Journal of Business
Research, 67(1): 2793-2799.

Li, L.-y. 2011. Marketing of competence-based solutions to buyers in exploratory
relationships: Perspective of OEM suppliers. Industrial Marketing
Management, 40(7): 1206-1213.

Liinamaa, J., Viljanen, M., Hurmerinta, A., Ivanova-Gongne, M., Luotola, H., &
Gustafsson, M. 2016. Performance-based and functional contracting in

206



value-based solution selling. Industrial Marketing Management, 59: 37-
49.

Lilien, G. L. 2016. The B2B Knowledge Gap. International Journal of Research
in Marketing, 33(3): 543-556.

Liu, H., Ke, W., Kee Weli, K., & Hua, Z. 2013. Effects of supply chain integration
and market orientation on firm performance. International Journal of
Operations & Production Management, 33(3): 322-346.

Lowik, S., Kraaijenbrink, J., & Groen, A. 2016. The team absorptive capacity triad:
a configurational study of individual, enabling, and motivating factors.
Journal of Knowledge Management, 20(5): 1083-1103.

Lusch, R. F., & Nambisan, S. 2015. Service Innovation: A Service-Dominant Logic
Perspective. MIS Quarterly, 39(1): 155-175.

Lusch, R. F., Vargo, S. L., & Malter, A. J. 2006. Marketing as Service-Exchange.
Organizational Dynamics, 35(3): 264-278.

Lusch, R. F., Vargo, S. L., & O’Brien, M. 2007. Competing through service:
Insights from service-dominant logic. Journal of Retailing, 83(1): 5-18.

Lusch, R. F., Vargo, S. L., & Wessels, G. 2008. Toward a conceptual foundation
for service science: Contributions from service-dominant logic. 1BM
Systems Journal, 47(1): 5-14.

Luu, T. 2014. Knowledge sharing and competitive intelligence. Marketing
Intelligence & Planning, 32(3): 269-292.

Ma, H. 2000. Competitive Advantage and Firm Performance. Competitiveness
Review, 10(2): 15-32.

MacCallum, R. C. 2003. 2001 Presidential Address: Working with Imperfect
Models. Multivariate Behav Res, 38(1): 113-139.

Madhavaram, S., & Hunt, S. D. 2007. The service-dominant logic and a hierarchy
of operant resources: developing masterful operant resources and
implications for marketing strategy. Journal of the Academy of Marketing
Science, 36(1): 67-82.

Maglio, P. P., Vargo, S. L., Caswell, N., & Spohrer, J. 2009. The service system is
the basic abstraction of service science. Information Systems and e-
Business Management, 7(4): 395-406.

Majhi, S. G., Snehvrat, S., Chaudhary, S., & Mukherjee, A. 2020. The Synergistic
Role of Individual Absorptive Capacity and Individual Ambidexterity in

207



Open Innovation: A Moderated-Mediation Model. International Journal
of Innovation Management.

Mani, S., Kothandaraman, P., Kashyap, R., & Ashnai, B. 2016. Sales Role-Plays
and Mock Interviews. Journal of Marketing Education, 38(3): 183-198.

Mariadoss, B. J., Milewicz, C., Lee, S., & Sahaym, A. 2014. Salesperson
competitive intelligence and performance: The role of product knowledge
and sales force automation usage. Industrial Marketing Management,
43(1): 136-145.

McGrath, R. G. 2013. The End of Competitive Advantage: How to Keep Your
Strategy Moving as Fast as Your Business. Boston, Massachusetts:
Harvard Business Review Press.

Menguc, B., & Barker, T. 2005. Re-examining field sales unit performance:
Insights from the resource-based view and dynamic capabilities perspective.
European Journal of Marketing, 39(7/8): 885-909.

Mora Cortez, R., & Johnston, W. J. 2017. The future of B2B marketing theory: A
historical and prospective analysis. Industrial Marketing Management, 66:
90-102.

Morgan, N. A., Zou, S., Vorhies, D. W., & Katsikeas, C. S. 2003. Experiential and
Informational Knowledge, Architectural Marketing Capabilities, and the
Adaptive Performance of Export Ventures: A Cross-National Study.
Decision Sciences, 34(2): 287-321.

Murovec, N., & Prodan, I. 2009. Absorptive capacity, its determinants, and
influence on innovation output: Cross-cultural validation of the structural
model. Technovation, 29(12): 859-872.

Najafi-Tavani, S., Najafi-Tavani, Z., Naudé, P., Oghazi, P., & Zeynaloo, E. 2018.
How collaborative innovation networks affect new product performance:
Product innovation capability, process innovation capability, and absorptive
capacity. Industrial Marketing Management, 73: 193-205.

Narver, J. C., Slater, S. F., & Tietje, B. 1998. Creating a Market Orientation.
Journal of Market-focused Management, 2(3): 241-255.

Nath, P., Nachiappan, S., & Ramanathan, R. 2010. The impact of marketing
capability, operations capability and diversification strategy on
performance: A resource-based view. Industrial Marketing Management,
39(2): 317-329.

Neuman, W. L. 2014. Social Research Methods: Qualitative and Quantitative
Approaches (7 ed.). England: Pearson Education Limited.

208



O'Cass, A., & Sok, P. 2013. Exploring innovation driven value creation in B2B
service firms: The roles of the manager, employees, and customers in value
creation. Journal of Business Research, 66(8): 1074-1084.

Ogilvie, J., Rapp, A., Bachrach, D. G., Mullins, R., & Harvey, J. 2017. Do sales
and service compete? The impact of multiple psychological climates on
frontline employee performance. Journal of Personal Selling & Sales
Management, 37(1): 11-26.

Oliver, R. L., & Anderson, E. 1994. An Empirical Test of the Consequences of
Behavior- and Outcome-Based Sales Control Systems. Journal of
Marketing, 58(4): 53.

Panagopoulos, N. G., & Avlonitis, G. J. 2010. Performance implications of sales
strategy: The moderating effects of leadership and environment.
International Journal of Research in Marketing, 27(1): 46-57.

Panagopoulos, N. G., Rapp, A. A., & Ogilvie, J. L. 2017. Salesperson Solution
Involvement and Sales Performance: The Contingent Role of Supplier Firm
and Customer—Supplier Relationship Characteristics. Journal of
Marketing, 81(4): 144-164.

Park, J.-E., & Holloway, B. B. 2003. Adaptive Selling Behavior Revisited: An
Empirical Examination of Learning Orientation, Sales Performance, and
Job Satisfaction. Journal of Personal Selling & Sales Management,
XXI1(3): 239-251.

Patterson, W., & Ambrosini, V. 2015. Configuring absorptive capacity as a key
process for research intensive firms. Technovation, 36-37: 77-89.

Pekovic, S., Rolland, S., & Gatignon, H. 2016. Customer orientation and
organizational innovation: the case of environmental management practices.
Journal of Business & Industrial Marketing, 31(7): 835-848.

Pelham, A. 2006. Do consulting-oriented sales management programs impact
salesforce performance and profit? Journal of Business & Industrial
Marketing, 21(3): 175-188.

Pelham, A. 2014. Sales Force Involvement in Product Design: The Influence on the
Relationships Between Consulting-Oriented Sales Management Programs
and Performance. Journal of Marketing Theory and Practice, 14(1): 37-
55.

Pelham, A. M. 2002. An Exploratory Model and Initial Test of the Influence of
Firm Level Consulting-Oriented Sales Force Programs on Sales Force
Performance. Journal of Personal Selling & Sales Management, XXI1(2):
97-1009.

209



Peters, L. D., Lobler, H., Brodie, R. J., Breidbach, C. F., Hollebeek, L. D., Smith,
S. D., Sérhammar, D., & Varey, R. J. 2014. Theorizing about resource
integration through service-dominant logic. Marketing Theory, 14(3): 249-
268.

Plouffe, C. R. 2018. Is it navigation, networking, coordination ... or what? A
multidisciplinary review of influences on the intraorganizational dimension
of the sales role and performance. Journal of Personal Selling & Sales
Management, 38(2): 241-264.

Plouffe, C. R.,, & Barclay, D. W. 2007. Salesperson Navigation: The
Intraorganizational Dimension of the Sales Role. Industrial Marketing
Management, 36(4): 528-539.

Purohit, B. 2018. Salesperson performance: role of perceived overqualification and
organization type. Marketing Intelligence & Planning, 36(1): 79-92.

Rakthin, S., Calantone, R. J., & Wang, J. F. 2016. Managing market intelligence:
The comparative role of absorptive capacity and market orientation.
Journal of Business Research, 69(12): 5569-5577.

Rapp, A., Agnihotri, R., Baker, T. L., & Andzulis, J. M. 2014a. Competitive
intelligence collection and use by sales and service representatives: how
managers’ recognition and autonomy moderate individual performance.
Journal of the Academy of Marketing Science, 43(3): 357-374.

Rapp, A., Bachrach, D. G., Panagopoulos, N., & Ogilvie, J. 2014b. Salespeople as
Knowledge Brokers: A Review and Critique of the Challenger Sales Model.
Journal of Personal Selling & Sales Management, 34(4): 245-259.

Rapp, A., & Baker, T. L. 2017. Introduction to the special issue on the intersection
of professional selling and service. Journal of Personal Selling & Sales
Management, 37(1): 4-10.

Reinartz, W. J., & Berkmann, M. 2018. From Customer to Partner Engagement: A
Conceptualization and Typology of Engagement in B2B. 243-268.

Rodriguez, M., & Honeycutt, E. D. 2011. Customer Relationship Management
(CRM)'s Impact on B to B Sales Professionals’ Collaboration and Sales
Performance. Journal of Business-to-Business Marketing, 18(4): 335-356.

Saaksjarvi, M., Polsa, P., & Storbacka, K. 2011. Management Practices in Solution
Sales—A Multilevel and Cross-Functional Framework. Journal of
Personal Selling and Sales Management, 31(1): 35-54.

Saarijarvi, H., Kuusela, H., Neilimo, K., & Narvédnen, E. 2014. Disentangling
customer orientation — executive perspective. Business Process
Management Journal, 20(5): 663-677.

210



Saarijarvi, H., Mitronen, L., & Yrjola, M. 2014. From selling to supporting —
Leveraging mobile services in the context of food retailing. Journal of
Retailing and Consumer Services, 21(1): 26-36.

Sangtani, V., & Murshed, F. 2017. Product knowledge and salesperson
performance: rethinking the role of optimism. Marketing Intelligence &
Planning, 35(6): 724-739.

Saxe, R., & Weitz, B. A. 1982. The SOCO Scale: A Measure of the Customer
Orientation of Salespeople. Journal of Marketing Research, 19(3): 343.

Sekaran, U., & Bougie, R. 2016. Research Methods For Business: A Skill
Building Approach (Seventh ed.): Wiley.

Sharma, A., lyer, G. R., & Evanschitzky, H. 2008. Personal Selling of High-
Technology Products: The Solution-Selling Imperative. Journal of
Relationship Marketing, 7(3): 287-308.

Singh, R., & Das, G. 2013. The impact of job satisfaction, adaptive selling
behaviors and customer orientation on salesperson's performance: exploring
the moderating role of selling experience. Journal of Business & Industrial
Marketing, 28(7): 554-564.

Singh, R., & Koshy, A. 2012. A new conceptualization of salesperson's customer
orientation. Marketing Intelligence & Planning, 30(1): 69-82.

Singh, R., & Venugopal, P. 2015. The impact of salesperson customer orientation
on sales performance via mediating mechanism. Journal of Business &
Industrial Marketing, 30(5): 594-607.

Siregar, E. 2019. UMK Lebih Murah, Ganjar: 140 Pabrik Jabar Pindah ke Jateng,
CNBC Indonesia. online.

Slater, S. F., & Narver, J. C. 1996. Competitive strategy in the market-focused
business. Journal of Market-Focused Management, 1(2): 159-174.

Slater, S. F., & Narver, J. C. 1998. Customer-led and market-oriented: let’s not
confuse the two. Strategic Management Journal, 19(10): 1001-1006.

Slater, S. F., & Narver, J. C. 2000. The Positive Effect of a Market Orientation on
Business Profitability. Journal of Business Research, 48(1): 69-73.

Spiro, R. L., & Weitz, B. A. 1990. Adaptive Selling: Conceptualization,
Measurement, and Nomological Validity. Journal of Marketing Research,
27(1): 61.

211



Spohrer, J., & Maglio, P. P. 2008. The Emergence of Service Science: Toward
Systematic Service Innovations to Accelerate Co-Creation of Value.
Production and Operations Management, 17(3): 238-246.

Statistik, B. P. 2020. Produk Domestik Regional Bruto Provinsi-Provinsi di
Indonesia Menurut Lapangan Usaha 2015-2019: BPS RI.

Supyuenyong, V., Dwivedi, Y. K., Islam, N., & Kulkarni, U. 2009. Influence of
SME characteristics on knowledge management processes. Journal of
Enterprise Information Management, 22(1/2): 63-80.

T.M. Nguyen, T., & Dinh Nguyen, T. 2014. The impact of cultural sensitivity and
information exchange on relationship quality. Marketing Intelligence &
Planning, 32(7): 754-768.

Teece, D., & Pisano, G. 1994. The Dynamic Capabilities of Firms: an Introduction.
Industrial and Corporate Change, 3(3): 537-556.

Teece, D. J. 2007. Explicating Dynamic Capabilities- the Nature and Micro-
foundations of (Sustainable) Enterprise Performance. Strategic
Management Journal, 28(13): 1319-1350

Teece, D. J. 2010. Business Models, Business Strategy and Innovation. Long
Range Planning, 43(2-3): 172-194.

Teece, D. J. 2012. Dynamic Capabilities: Routines versus Entrepreneurial Action.
Journal of Management Studies, 49(8): 1395-1401.

Teece, D. J., Pisano, G., & Shuen, A. 1997. Dynamic capabilities and strategic
management. Strategic Management Journal, 18(7): 509-533.

Terho, H., Eggert, A., Haas, A., & Ulaga, W. 2015. How sales strategy translates
into performance: The role of salesperson customer orientation and value-
based selling. Industrial Marketing Management, 45: 12-21.

Thakur, R. 2016. Understanding Customer Engagement and Loyalty: A Case of
Mobile Devices for Shopping. Journal of Retailing and Consumer
Services, 32: 151-163.

Theoharakis, V., & Hooley, G. 2008. Customer orientation and innovativeness:
Differing roles in New and Old Europe. International Journal of Research
in Marketing, 25(1): 69-79.

Todorova, G., & Durisin, B. 2007. Absorptive capacity: Valuing a
reconceptualization. Academy of Management Review, 32(3): 774-786.

212



Tuli, K. R., Kohli, A. K., & Bharadwaj, S. G. 2007. Rethinking Customer Solutions:
From Product Bundles to Relational Processes. Journal of Marketing,
71(3): 1-17.

Ulaga, W., & Reinartz, W. J. 2011. Hybrid Offerings: How Manufacturing Firms
Combine Goods and Services Successfully. Journal of Marketing, 75(6):
5-23.

Valenzuela, L., Torres, E., Hidalgo, P., & Farias, P. 2014. Salesperson CLV
orientation’s effect on performance. Journal of Business Research, 67(4):
550-557.

van Doorn, J., Lemon, K. N., Mittal, V., Nass, S., Pick, D., Pirner, P., & Verhoef,
P. C. 2010. Customer Engagement Behavior: Theoretical Foundations and
Research Directions. Journal of Service Research, 13(3): 253-266.

Varghese, J., Edward, M., & Sahadev, S. 2017. A multipath model of salesperson
performance in the financial services industry. South Asian Journal of
Business Studies, 6(3): 195-213.

Vargo, S. L., & Lusch, R. F. 2004. Evolving to a New Dominant Logic for
Marketing. Journal of Marketing, 68(1): 1-17.

Vargo, S. L., & Lusch, R. F. 2007. Why “service”? Journal of the Academy of
Marketing Science, 36(1): 25-38.

Vargo, S. L., & Lusch, R. F. 2008. From goods to service(s): Divergences and
convergences of logics. Industrial Marketing Management, 37(3): 254-
259.

Verhoef, P. C., Reinartz, W. J., & Krafft, M. 2010. Customer Engagement as a New
Perspective in Customer Management. Journal of Service Research, 13(3):
247-252.

Wang, C. L., & Ahmed, P. K. 2007. Dynamic capabilities: A review and research
agenda. International Journal of Management Reviews, 9(1): 31-51.

Wang, G., & Netemeyer, R. G. 2004. Salesperson creative performance:
conceptualization, measurement, and nomological validity. Journal of
Business Research, 57(8): 805-812.

Wang, Q., Zhao, X., & Voss, C. 2016. Customer orientation and innovation: A
comparative study of manufacturing and service firms. International
Journal of Production Economics, 171: 221-230.

Weitz, B. A. 1978. Relationship between salesperson performance and
understanding of customer decision making. Journal of Marketing
Research, 15(4): 501-516.

213



Weitz, B. A., Sujan, H., & Sujan, M. 1986. Knowledge, Motivation, and Adaptive
Behavior: A Framework for Improving Selling Effectiveness. Journal of
Marketing, 50(4): 174.

Wright, S., Pickton, D. W., & Callow, J. 2002. Competitive intelligence in UK
firms: a typology. Marketing Intelligence & Planning, 20(6): 349-360.

Xie, X., Zou, H., & Qi, G. 2018. Knowledge absorptive capacity and innovation
performance in high-tech companies: A multi-mediating analysis. Journal
of Business Research, 88: 289-297.

Zablah, A. R., Franke, G. R., Brown, T. J., & Bartholomew, D. E. 2012. How and
When Does Customer Orientation Influence Frontline Employee Job
Outcomes? A Meta-Analytic Evaluation. Journal of Marketing, 76(3): 21-
40.

Zahra, S. A., & George, G. 2002. Absorptive Capacity: A Review,
Reconceptualization, and Extension. The Academy of Management
Review, 27(2): 185.

Zhang, T., Anil Bilgihan, D. M. G. N. D., Kandampully, J., & Bilgihan, A. 2015.
Motivations for customer engagement in online co-innovation communities
(OCCs). Journal of Hospitality and Tourism Technology, 6(3): 311-328.

Ziggers, G. W., & Henseler, J. 2016. The reinforcing effect of a firm's customer
orientation and supply-base orientation on performance. Industrial
Marketing Management, 52: 18-26.

Zubac, A., O'Cass, A., Hubbard, G., & Johnson, L. W. 2010. The RBV and value
creation: a managerial perspective. European Business Review, 22(5): 515-
588.

214



