
 
 

144 
 

DAFTAR PUSTAKA 
 

Badan Pengatur Hilir Minyak dan Gas Bumi. (2019). Jumlah Badan Usaha Pemilik Ijin 

Niaga Umum Migas.Tersedia di https://www.bphmigas.go.id, diakses pada 6 Januari 

2020. 

 

Creswell, Jhon W. (2016). Research Design Pendekatan Kualitatif, Kuantitatif, dan 

Mixed. Pustaka Pelajar, Yogyakarta.  

 

De Vito, J.A. (2011). Komunikasi Antar Manusia, Edisi Kelima. Karisma Publishing 

Group, Jakarta. 

 

Dubinsky, A.J. (1981). A Factor Analytic Study of the Personal Selling Process. The 

Journal of Personal Selling and Sales Management Vol.1, No.1, 26-33. 

 

Dwyer, et al. (2000). An Empirical Investigation of Critical Success Factors in the 

Personal Selling Process for Homogenous Goods. Journal of Personal Selling and 

Sales Management Vol XX, No.3, 151-159. 

 

Kotler, Philip. (2009). Marketing Management, 13th edition. Pearson Prentice Hall, 

U.S.A. 

 

Kotler, P.T., & Kevin L.K. (2016). Marketing Management, 16th global edition. 

Pearson Education Limited, England. 

 

Limbu et al. (2016). Empathy, Nonverbal Immediacy, and Salesperson Performance: 

The Mediating Role of Adaptive Selling Behavior. Journal of Business & Industrial 

Marketing, Vol. 31, No.5, 654-667. 

 

Miles, B. Mathew dan Michael Huberman. (2007). Analisis Data Kualitatif Buku 

Sumber Tentang Metode-metode Baru. UI Press, Jakarta. 

 

Moleong, Lexy J. (2012). Metodologi Penelitian Kualitatif. PT Remaja Rosdakarya, 

Bandung. 

 

Moncrief W.C., & Marshall, G.W. (2005). The Evolution of The Steps of Selling. 

Industrial Marketing Management, Vol.34, No.1, 13-22. 

 

Pettijohn et al. (2001). Characteristics of Performance Appraisals and Their Impact on 

Sales Force Satisfaction. Human Resource Development Quarterly, Vol. 12, Iss.2, 127-

146. 

Proses Personal Selling pada Penjualan BBM Industri dan Marine PT Pertamina Patra Niaga
ERRIZA A AGUITA, John Suprihanto, Dr., M.I.M, 
Universitas Gadjah Mada, 2020 | Diunduh dari http://etd.repository.ugm.ac.id/

https://www.bphmigas.go.id/


 
 

145 
 

 

Sutisna. (2007). Perilaku Konsumen dan Komunikasi Pemasaran. PT Remaja 

Rosdakarya, Bandung. 

 

Walker, E., & Stanton, J. (2008). Fundamental of Marketing, 2nd edition. John 

Maxwell Publisher, Vancouver. 

 

Zhong, Xiang Yuan. (2001). Personal Selling: The Relationship Between Selling 

Ability and Sales Performance. Thesis Abstract International, Proquest. Purdue 

University, Indiana. 

 

 

 

 

 

 

 

 

 

 

 

 

Proses Personal Selling pada Penjualan BBM Industri dan Marine PT Pertamina Patra Niaga
ERRIZA A AGUITA, John Suprihanto, Dr., M.I.M, 
Universitas Gadjah Mada, 2020 | Diunduh dari http://etd.repository.ugm.ac.id/


	DAFTAR PUSTAKA 

