70

DAFTAR PUSTAKA

Agus M. Hardjana. 2003. Komunikasi intrapersonal & Komunikasi
Interpersonal. Yogyakarta: Penerbit Kanisius.

Alo liliweri. 1997. Komunikasi Antar-Pribadi, Bandung: Citra Aditya Bakti.

Anglin, Paul; Edelstein, Robert; Gao,Yanmin and Tsang, Desmond. 2011. How
Does Corporate Governance Affect the Quality fo Investor Information
? The Curious Case of REITs. JRER, Vol. 33, No. 1.

ANTARANEWS.COM. 2017. Tiga strategi utama Mitsubishi di Indonesia. Melalui

http://otomotif.antaranews.com/home/autofinance/tiga  strategi  utama

Mitsubishi di Indonesia [28/01/19]

Baldauf et al. 2001. "Examining Business Strategy, Sales Management, and
Salesperson Antecendents of Sales Organization Effectiveness.” Journal of
Personal Selling & Management. Vol. XXI, Number 2 (Spring), p. 109-
222.

Barton A. Weitz dan Kevin D. Bradford. 1999. Personal Selling and Sales
Managemen: A Relationship Marketing, Vol. 27, No.2. E-Jurnal on-line.

Melalui Http://jam.sagepub.com [02/18/19]

Bougie, & Sekaran. 2013. Edisi 5, Research Methods for Business: A skill
Building Approach. New York: John Wiley&Sons Ltd.

Dimyati, Mudjiono. 2010. Belajar dan Pembelajaran. Jakarta : PT. Rineka Cipta.

Emir. 2010. Metodologi Penelitian Pendidikan:Kuantitatif dan Kualitatif.

Jakarta: Rajawali Pers.


http://otomotif.antaranews.com/home/autofinance/tiga%20strategi%20utama%20Mitsubishi%20di%20Indonesia
http://otomotif.antaranews.com/home/autofinance/tiga%20strategi%20utama%20Mitsubishi%20di%20Indonesia
http://jam.sagepub.com/

71

Ferdinand, Augusty. 2002. Pengembangan Minat Beli Merek Ekstensi. Badan
Penerbit Universitas Diponegoro, Semarang.

Franke, G. R., & Jeong-Eun Park. 2006. Salesperson Adaptive Selling Behavior
and Customer Orientation. Journal of Marketing Research, hal. 693-

702.

GAIKINDO. 2017.Data Penjualan Tahunan. Melalui http://www.gaikindo.or.id/
[28/01/19]

Harist Sujan, Barton A Weitz & Nirmalya Kumar. 2004. “Learning Orientation
Working, Smart and Effective Selling.” Journal of marketing. Vol 58, July
1994, p.57.

Jaramillo, Fernando, Jay Parakash Mulki, and Paul Solomon. 2006. “The role
ofethicalclimate on salesperson role stress, job attitudes, turnover intention,
and jobperformance.” Journal of Personal Selling & Sales Management.
Vol. XXVI,No.3, summer, pp.271-282.

Javenpaa, Sikka L, Kathien Knoll,dan Dorothi E Leidner. 1998.” Is Anybody Out
There ? Antecedents of Trust in Global Virtual Teams.” Journal of
Management Information System. Vol.14, No.4 (Spring), p.31.

Kompas.com. 2017. Indonesia masuk 10 besar penjualan Mitsubishi global.

Melalui http://kompas.otomotif.com/ [28/01/19]

Koran Tempo. 2015. Semester I, Penjualan Mobil Anjlok 18,2 Persen. Melalui

http://koran.tempo.co/ [28/01/19]



http://www.gaikindo.or.id/
http://kompas.otomotif.com/
http://koran.tempo.co/

72

Netemeyer, R.G., Boles J.S., Mc Kee, D.O., Mc Murrian, R. 1997. An
investigation into the antecedents of organizational citizenship
behaviors in a personal selling context. 61 (3); 85-98.

Plank, E.R., Reid, D.A dan Pullins, E.B. 1999.” Perceived Trust in Business-to-
Business Sales: A New Measure.” Journal of Personal Selling & Sales
Management. Volume XIX.

Rentz, Joseph, David Shepherd, Armen Tashchian, Pratibha a. Dabholkar, dan
Robert T. Ladd. 2002. " A Measure of Selling Skill: Scale Development and
Validation." Journal of Personal Selling.

Riduwan. 2008. Dasar-dasar Statistika. Bandung: Alfabeta.

Sekaran, U. 2006. Metode Penelitian Untuk Bisnis 1. (4th ed).Jakarta: Salemba
Empat.

Shoemaker & Johlke, 2002. An Examination of the Antecedents of A Crucial
Selling Skill: Asking Questions”. Journal of Managerial Issues Vol.14 No.
1 Spring 2002.

Soeratno, Lincolin Arsyad. 1999. Metodologi Penelitian untuk Ekonomi dan
Bisnis. Yogyakarta: (UPP) AMP YKPN.

Spiro dan Weitz. 1990.” Adaptive Selling: Conceptualization, Measurement, and
Nomological Validity.” Journal of Marketing Research. 27, 61-
69..Academy of Management Journal.29 (6) hal.120-125.

Sudjana, Nana. 2000. Dasar-Dasar Proses Belajar Mengajar. Bandung: PT. Sinar

Baru Algensindo.



73

Sugiyono. 2009. Metode Penelitian Kuantitatif, Kualitatifdan R&D. Bandung :
Alfabeta.

Sugiyono. 2012. Memahami Penelitian Kualitatif. Bandung : Alfabeta.

Sugiyono. 2011. Metode Penelitian Kuantitatif, Kualitatif dan R&D. Bandung:
Alfabeta.

Sujanet al. 1994.” Learning Orientation, Working, and Efective Selling.” Journal
Marketing.

Tempo.co. 2017. Mitsubishi motors resmikan pabrik baru di Indonesia.

Melalui http://nasional.tempo.co/ [28/01/19]

Wasono, Mario. 2012. Pengaruh Financial Distress Ratio Model Altman
Terhadap Harga Saham Pada Perusahaan Manufaktur Yang
Terdaftar di BEI Periode 2008-2010, (tidak dipublikasikan. Fakultas
Ekonomi Universitas Negeri Malang, Malang).

Weilbaker’, Dan C. 1990.”The Identification of selling needed for missionary type

sales.” Journal of Personal Selling and Sales Management (Summer) Vol.10,

p.45-48.


http://nasional.tempo.co/

