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ABSTRACT

Supply Chain Management is a concept or mecha forms of cooperation so as to ensure sIr
to increase the total productivity of a companyha movement of goods in the production process. B
supply chain through optimization of time, locat to implement Customer Relationship, planning sh
and quantity flow of materials. Both large compal be made as much as possible, in addimust be
and SMEs in SCM implementation are require created integration between SMEs with the neec
satisfy customers, develop products in a tin consumers. On other side, problem solving is
manner, spend low cost in the field of inventoryl centralized but must share information ak
product delivery, manage the industry carefully — marketing, sales and service. In order to comj
flexibly. Today, consumers are more critical ¢ SMEs should increase the use of informa
request products with fast delivery. SCM becol technolgy. Using of information technology Cci
one of the best solutions to improve productiv solve various problems such as cost savings, Ige
through intereompany effectiveness and efficien operaton time, increase productivityaccelerate
This study was conducted to look at the factors delivery of products or services to custorr
influence supply chain managememplementatio

in SMEs in creating competitiveness. SN Keywords: SMEs, SCM, Competitive Advantage
demonstrate & form of cooperation in their busine

activities, involving parties such as workers,- 1. INTRODUCTION

workers, suppliers, and consumers, so it is inteé!® he Government of East Java Province has
to do research on how to apply the supply chai economic development strategy called "Jatimnor
SMEs in order to implement supply chi with an approach to strengthen the synergy of t
management, maintai the smoothness of tl main aspects of activities, namely producti
production process, until the delivery of SI' pusiness financing, and product marketing. In
products. strategy efbrts to encourage the economy is done
paying attention to aspects of mastery of tekotoui
Based on the results of the research, to ensuf@ys production management, especially by SMEs.
chain management performance reflected througl aspect of economic activity can run sinericallywyit
flexibility of delivery and storage cost managemsr strengthen the competitiveness of regional econ
achieved, managers must optimize the supply flo (DRD, 2017). Conditions of intense busin
raw materials. This is because supply fl have the competition require companies to implement strat
greatest effect on the smoothness of supply ¢ policies, not least Small and Medium Enterpri
managementfurther the smooth flow of supply ci (SMEs). SMEs have an important role in
increase sales through the ability to provide pot® |ndonesian economy. Due to this  SM
according to customer demand. With Supf unemployment due to the unabsor labor force in

partnership strategy, a supplier partnersh strategic the workforce is reduced. SME sector has t
alliance model should be developed through ce
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promoted and made as the main agenda of Indoneska’'s  Literatur Review
economic development. One of the efforts that SMEs1. Supply Chain Management
can survive in the long run is the provision of tlght  Supply chain management is an alternative strategy
product for consumers, at the right time, and ithat provides solutions in the face of environmkenta
economical cost. The availability of the productlanuncertainty to achieve competitive advantage thinoug
the economical selling price can only occur if thex reduced operating costs and improved customer
good coordination between the company and tlervice and customer satisfaction. Supply chain
parties in the supply chain (Permana, et al 201Thanagement offers a mechanism that governs
Coordination of the parties in the supply chaibusiness processes, increases productivity, and
involves not only supply coordination but also n&rk reduces company operating costs. Supply chain
information useful for enterprise planning. management illustrates the coordination of therenti
supply chain, starting from raw materials and egdin
Lack of product inventory will result in loss ofwith satisfied customers. The purpose of supplyrcha
sales, while certain advantages will result imanagement is to coordinate activities within the
accumulation of products and increased inventosgpply chain to maximize the competitive advantage
maintenance costs. In addition, coordination witand benefits of the supply chain for end consumers
sales networks as one of the supply chain {Bleizer and Render, 2017).
important (Sondakh, et al., 2018). Thus the role of
suppliers, transportation companies, andee & Whang (2000) defines supply chain
distributorship network is needed for the survivahanagement as business process integration from end
of SMEs. Awareness of cheap, fast and qualitysers through suppliers that deliver products,isesy
products that gave birth to a new concept imformation, and even value enhancements to
Supply Chain Management. Supply Chaigonsumers and employees. Through the supply chain,
Management is a concept or mechanism twmpanies can build cooperation through the creatio
increase the total productivity of a company in thef a coordinated network (network) in the provisain
supply chain through optimization of time,goods and services for consumers efficiently
location and quantity flow of materials. Both larg€D'Amours et al., 1999). One of the most important
enterprises and SMEs in SCM implementation atkings in supply chain management is the sharing of
required to meet customer satisfaction, develapformation, therefore in material flow, cash floand
products in a timely manner, low cost in inventorynformation flow are all elements of the supply icha
and product delivery, managing industry carefullthat need to be integrated (Chen et al., 2004).
and flexibly. Today consumers are increasingly
critical and demanding products with fasfThe principle of supply chain management is
delivery. SCM becomes one of the best solutiormsically synchronization and coordination of
to improve productivity through effectiveness andctivities related to material / product flow. Argile
efficiency between different companies. supply chain has components called a channel
consisting of suppliers, manufacturers, distributio
Kurniawan (2018) argues that there are marenters, wholesalers, and retailers who all work to
complaints that often arise in discussions abouSCmeet end customers. A supply chain may involve a
among others: a. consumer dissatisfaction and thember of manufacturing industries in an upstream t
occurrence of lost sales with respect to shortdge downstream chain. A supply chain is not always a
inventory b. supplier problems resulting in theelatstraight chain (Anatan and Ellitan, 2009).
introduction of new products to the market c. esces
inventory and product expiration d. major supplieds reality, a manufacturing industry can have
are often out of business. In the future, SCM faile hundreds or even thousands of suppliers, and pt®duc
increasingly serious challenges, as more complproduced by an industry are distributed to multiple
consumer demand and intercompany relationshipsdenters serving hundreds or even thousands of
the value chain. Research on supply chain analysibolesalers, retailers, merchants, and consumers. A
and design in enhancing competitive advantage éach channel in a supply chain has mutually
important for companies of both large and mediusupportive activities including product design,
scale. demand forecasting, material procurement,
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production, inventory control, distribution,to consumers. An important point on which this
transportation, deviation or warehousing, customeoncept is based is the focus of reducing futiibd
service  support, and payment processingptimizing value on the supply chain. Supply Chain
Management of supply chain management requirRgnagement is the management of various activities
the intervention of the relevant parties (Muljamda in order to obtain raw materials, followed by
Ellitan, 2017). Supply chain management applicaiotransformation activities into products in the pss,
basically have three main objectives: cost reduactiathen into finished products and forwarded with
capital reduction, and service improvement. Codelivery to consumers through the distribution syst
reductions can be achieved by minimizing logisticActivities undertaken include the purchase of
costs, for example by choosing a transport tool tmaditional secar and various other important @otis
model, warehousing, service standards that minimimsated to suppliers and distributors. ThereforgfBup
costs. To achieve the required capital decline @hain Management includes, among other things,
business activity, firms must be able to minimike t determination (Chopra and Meindl| (2010):
level of investment in logistics. While the
improvement of service is very important to be donk Transportation.
proactively because the service or logistics ses/ic2. Payments by cash or credit (transfer process)
that. thc.e. company greatly affects the income and Supplier
profitability of the company. 4. Distributors and parties assisting transaction§ suc
Supply chain management essentially covers the as Bank _
scope of work and responsibility. All activitiedated 9. Debtoraccounts receivable
to the flow of materials, information, and mone. Warehousing
along the supply chain are activities within thege 7. Order fulfilment
of supply chain management. Table 1 shows the fagir |nformation on demand forecasts, production or
areas qf supply chain management coverage related t inventory control.
the main functions of the supply chain.

Supply chain helps Business Strategy. How decisions
2.2 Supply Chain Management Strategy about the supply chain impact on strategy will be
Supply Chain Management deals with the comples®own in the following table (Chopra and Meindl
cycle of raw materials from suppliers, to operation (2010).
activities in the company, continues to be distelu

Table 1. Impact of Supply Chain Decision on Busirss Strategy

Supplier Market share research, join jn Offer products at the| Rapid response to change
Objectives developing products and | lowest possible cost| requirements and requests far
options minimum stock out
Main Criteria | Prioritize product developing Priority cost selection Prioritize capacity selenti
in Choosing skills speed and flexibility
Process A modular process that leadsCapitalize on average Investment in flexibility and
Characteristics to mass customization high usage flexible processing
Stock Minimize inventory in the | Minimize inventory | Develop a responsive system,
Characteristics| chain to avoid obsolescence through economical| with buffer stock position to
chains ensure supply
Design Product| Aggressive investment to | Short lead time foras  Aggressive investment to
Characteristics | reduce lead time development long as possible reduce production lead time
does not increase the
cost

Source: Heizer and Render (2000)
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3.  Findings and Discussion

3.1. Profile of Participants

This research was conducted bsing Focus Grou
Discussion in the first phase followed by

participants in the FGD and subsequently condu
second stage interviews to 6 owners or pmp
SMEs in the second stage representing 6 categufr
SMEs. Twenty have participated in the us Group
Discussion, all of which are small and med-sized
manufacturing and service companies, accordin
the criteria used for this study. Participat
companies are selected samples and provic
complete response to the required data Com
profiles participating in this research are viewec
terms of business line, length of operations, a:
owned, and general performance achieved ove
past 3 years. These companies are engage
different businesses according to 6 categories.of
them are micro, small, and medium enterprises
have been in their own business for more than 1
years, and only 3 relatively new companies (opeg:
less than a year).

3.2. Experience Experience of SMEs and Lessc
Learned Related to Business Managemt
and Supply Chain.

Most SMEs are still trying to compete in terms

price. Very few people think of creating unic

products, creating messages and marketing mate

asking customers to provide opinions about a g

product or service. NeverthelesBfty percent of

business actors have done marketing planning.

product development is slow due to access to d¢
and slow innovation. SMEs are also limited
conducting market research. Most SMEs are man
by families and do not have any cooftion with
outside entities.

It is not uncommon for SMEs to suffer busin
losses. However, for business actors who sell g
that can not rotten does not cause significantel
Here is a sharing of one of the fuel suppliersatels,
restaurants anbdig shops. These business actors t
feel the business crowded or quiet. To a\
loneliness of business in the long term, entrepres
strive to get customers that can be trusted. Amc
strategy is to get established customer organiza
not individual customers. Never take too much pri
always trying to create bargaining power w
suppliers and customers, and providing faster ce
to customers is what keeps this business away
the risk of loss.

Another experience shared by the floin the Kayun
area, to overcome the loneliness of business
possible loss of business is to sell raw mateniahe
sense of interest that has not been stringed. t&ffo
diversify the flower arrangements are also d«
Employers also sell at a cher or competitive price
than existing competitors. Maintaining custor
loyalty is especially important in maintaini
relationships with customers of major agenc
However, it takes patience in terms of billing ¢
payment time from the customer. Billi customers
from outside the city is felt more difficult, soofn
this experience business actors advise b
customers make payments fi

For the food business is not uncommon to face
risk of loss, especially in the early days of basm
The man thing to do is to find out consum
responses about the results of food products

menjajagi consumer tastes, taste and purchi
power. In addition, the business location fact@o
needs to be considered. Doing business in the diE
food needdo be careful to read the market when b
and quiet, so when quiet do not do too m
production. Not infrequently diversified food busss
so that not only sell one type of food alc

Some businesses start their business driven b
layoffs of theworkplace. They also do not love
spend money, savings or debts from cooperative
perbankkan. Mental factors to rise is necessatpel
deterioration of business. One of the inform:
working in the field of auto parts and building i®@s
looking for competitive suppliers, so they can prov
cheaper prices to customers with the same qudii
goods on the market.

For the clothing retailer, rarely faces the risklass.
Usually they take goods from factories and h
capital trust they pay whemarketed products are
sold. In this business there is only crowded oelpr
The Eid or Christmas season is a very lucre
moment for this business. For retail that sell
individual usually give payment time with installnie
1-2 months. Retailers angl as wholesalers should ¢
customers to pay in advance. In addition, the tgidib
lobby and attract customers and maintain ¢
relationships with suppliers and customers is ne:
in this business.
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Sharing continues with solutions in the face afommunicate well with customers. Building a
business. Most entrepreneurs are not afraid métwork is needed by business actors. Offering low
competition. As proposed by one of the informantwices and providing long term payback is a good
engaged in the business of ornamental plants in steategy for MSMEs too. Common problems facing
area Bratang. He applied the strategy by providii®MEs are limited funds, business location, no
competitive prices and good quality of crops. D& nguarantees for bankers, business permits and
use the services of a realtor making this busicass cooperative education (Bisnisukm, 2012).
mejual with competitive prices, because in this
business is usually a realtor sells at very highgst 3.3. SCM Design For SMEs
In addition it is necessary to maintain loyalty andhe researcher tried to make the design of UMKM by
build trust with suppliers and customers. Anothetoing in dept interview to 6 UMKM business actors.
problem faced is rogue employees who do not woilkhe things explored in the design of SCM UMK
optimally when not supervised. The aspect afclude several things: SMM SCM Condition, Stock
employee honesty also determines the success of $etting, Distribution  Arrangement, Readiness
business. Information System and Optimasiasi relationshigwit
suppliers. Next is the identification of constraim@ind
Sharing continues with solutions in the face dfolutions in SME SCM as described below.

business. Most entrepreneurs are not afraid f3.1_ SME. SCM Conditions and Efforts to

competition. As proposed by one of the informants Ensure Partnership
m the results of observations made and intesview

engaged in the business of ornamental plants in
area Bratang. He applied the ‘strategy by prowdlqg the perpetrators of SMEs shows that most of the
%upply chain system with a close partnership sysem

competitive prices and good quality of crops. D& n
use the services of a realtor making this busicass a SME engaged in the culinary field. SMEs that do
fot use the methods of close partnership with

mejual with competitive prices, because in thi
onsumers, will have difficulty maintaining the

business is usually a realtor sells at very highest
uality of the resulting product. The main problem

In addition it is necessary to maintain loyalty an
build trust with suppliers and customers. Anothq cing SMEs is the lack of information about their

problem faced is rogue employees who do not WOLK - ific suppliers
optimally when not supervised. The aspect o '

Employee honesty alsp dilermimes the success of é}l\%ed on the results of interviews with informants,
USINess. SMEs that manage supply chain by establishing close

A busi h ter buvi I;%) rtnerships and using some suppliers look quite
usinessman who owns a computer buying allfcessfyl. This method is successful after SMEs ru
selling business in THR Mall, kiloan business a

) . . heir business for some time. In the early dayghef
boardlng_ house al_so share_ Expeggneeg J! ﬂ(13'§tablishment of SMEs this method was not
opportl;r;lty. ghe. pOTr: at al |st.tr.10t qfrald tr? fiﬁ%uccessful because suppliers are still looking for
compet!t!on Alu”ngd ) ed%ompet |b|0nf 'S.d"’t‘ s‘z t)é.uppliers that match the business undertaken. SMEs
competition. Also advised do not be GRREIAD experience constraints on the initial process eirth

origin of_the Bd'e|3F s used f_or Ca_prlltatl) nl(()t fo usiness in selecting the appropriate suppliersiand
consumption. Building cooperation with banks an stablishing partnerships with suppliers.

cooperatives is essential in this endeavor. The

payment system backed up in the business of bgyiﬂgfore identifying the most suitable SCM method
and_ Se"'ﬂg computers mmaupun kos-kosan busmeuss%d for SMEs, SME representatives are explained
during this give good results. about theoretically existing SCM methods, namely
. . close partnerships with suppliers, close consumer
Various strategies to get customers or new Cusmmgﬁrtnerships JT Supply Systems, Electronic

totorder are arllso doneth b¥ LJM};M tact(ztrs.mFo rocurement ( e-procurement), electronic data
entrepreneurs who move the 1ood industry attraat n nterchange (EDI) outsourcing, subcontractor, Third

customers by providing the best products accortijngF,arty Logistics / 3PL, strategic planning, suppigia

taste, always think positive and serve customets . . : . -
’ nchmarking, vertical integration, some suppliers,
wholeheartedly, and have mental steel. In addition g g PP

¢ tinuall > ¢ d ' iuppliers, holding safety stocks and the use of
must —continually —ofter 1o 0 customers —anQytemal consultants, but from the results of
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discussions and interviews with informants, thegetwork and can reach international markets with a
prefer to use the methods used in close partnershipler range of promotions.
with suppliers and use some suppliers. save costs a
remember the scale of their business is not t8d3.2. Strategic Supplier Partnership in SMEs
large.Based on the results of this study also atde From the results of interviews with representatioés
that most SMEs do not have their own logisticSMESs, it is known that the supply chain system used
departments. Business scale and cost constraiats iar still a close partnership with suppliers. Ths i
common reasons SMEs prefer not to have their owecause the supply chain system has low cost and
logistics department. No doubt, one of the keys #fficient for small and medium scale business
successful SMEs in running their business is tlategory. Of the 20 SMEs being sampled, the
existence of fast logistics and cost effective.nfrtbe informants from each of the SMEs mostly have the
results of the discussion it was found that theezew same response. By using a close partnership, in
no special partners for logistics for SMEs. Becadmge addition to minimizing costs will also maintain the
partnering with an efficient and reliable logisticguality of the resulting product. The main problem
service provider, SME players can minimize th&aced is the lack of information on suppliers
logistical barriers that may arise. With the exise specifically for SMEs. Informants in this case estpe
of an integrated logistics platform, it is expectbdt the existence of integrated, fast and accurate
the logistics problems faced by SMEs can be reducadformation about existing suppliers. In addititimere

iIs no special cooperation between suppliers and SME
The identification of SME logistics is about movingnanagers so that the existing form of cooperatson i
supplies into production and about moving the outplimited to providers of raw materials for SMEs Imatt
generated by SMEs. From the interviews, logistics 80 with the smooth availability of raw material$ig
SMEs are divided into 3 dimensions, namelgesulted in SMEs constrained by the unavailabdity
infrastructure and physical transportation, trad@w materials in the process of production.
facilitation and logistic service providers. The
problems that arise in infrastructure and trangtiom = The main target of Customer Relationship for SMEs
operations are congestion and delay of landg to promote long-term growth and profitability of
transportation. The high cost of transportation ted SMEs through a better understanding of customer
destruction of infrastructure so that the means béhavior. In this case customer relationship aims t
transportation used more wasteful of fuel and othprovide more effective feedback and better integnat
operational costs, the number of illegal charges@l for SMEs. In this case, Customer Relationship
the way and limited other means of transportatiomcludes the methods and technologies that companie
Theoretically, the relationship between companies ause to manage their relationships with customehns. T
suppliers should be more synergies through tiformation stored for each customer and prospect i
application of technology in the field of supplyaih, analyzed and used for this purpose. From interviews
one of them with the application of informatiorand observations, almost all SMEs do not use this
technology such as e-supply chain management. Fr@ustomer Relationship strategy. The relationshai th
the discussion with informants, all SMEs who beconexists between SMEs and their customers is lintied
sample have not adopted a form of integrated eeller and buyer relationship only. This is duehe
commerce that made the information media kabsence of planning in running the business, not
company to consumer. In this case, there is mutegrated SMEs with consumer needs so that
integrated e-commerce model that not only presgntsustomer satisfaction is not clearly identified. e
catalog of products only but more integrated atither hand solving the problem involves only one
stakeholders of the company to facilitate the pseceparty and not integrated with consumers so that SME
of allocating resources in the supply chain. can not improve its performance.

SMEs not yet supported by technology, usually Bheoretically, the relationship between the company
family business unit and have a low market, thesefoand the supplier must be more synergy through the
the resulting product is limited and marketing leige application of technology in the field of supplyadt,
also limited to the nearest consumer. In contrast ane of them with the application of information
large scale businesses that already have a saédhnology. In this case, there is no integrated
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information technology system that not only presengreatly helping to reduce unemployment. One key to
a catalog of products but more integrated aihe success of micro, small and medium enterprsses
stakeholders of the company to facilitate the psecethe availability of a clear market for MSME prodsict
of allocating resources in the supply chain. Th&eanwhile, the fundamental weaknesses faced by
absence of this technology support system of SMESSMEs in the field of marketing is low market
because in general the existing SMEs is a famityientation, weak in complex and sharp competition
business unit and has a low market, therefore thrd inadequate marketing infrastructure. Facing an
resulting product is limited and the level of mankg increasingly open and competitive market mechanism,
is also limited to the nearest consumer. In cohtids market control is a prerequisite for improving
large-scale businesses that already have a sdaamnpetitiveness. Therefore, the role of governnient
network and can keep the international market welteeded in encouraging the success of MSMEs to
promoted. Likewise with the lack of informationexpand market access through the provision of web
related to the progress of science and technolodpased information technology facilities that can be
causing their facilities and infrastructure is alsat used as a medium of global business communication.
fast growing and less support the progress of legsin
as expected. Based on interviews and observations, the supply
chain in SMEs has not been implemented clearly. In
Characteristics of SMEs that have small-scale scales case, the supply chain used by SMEs is still
and very sensitive, certainly can not apply therent conventional in the sense of partnering closely g
supply chain used large-scale companies. Becawssgpliers and not yet having a clearly integrated a
unlike large corporations that have considerabietegrated department. This is due to the smalt cos
geographic coverage and large resources, SMémnstraints and business scale of SMEs. To overcome
basically do not have a clear enough view tiis problem required an integrated supply chain
implement in their operations. To that end, SCMystem for SMEs both self-production and consumer
applications for SMEs should use a special andlsimgide. In this case there are specialized supplier,
method. In the Supplier partnership strateggonsumer and production centers for SMEs with a
partnership or strategic alliance should be deweslopparticular production. Inaddition there should atso
through certain forms of cooperation so as to ensw union of SMEs that serves to integrate suppliers,
smooth movement of goods in the production procegsoduction and consumers. To improve the
In Customer Relationship planning should be made psrformance of the supply chain, the existing syste
much as possible, but it must create integrationust be integrated with information technology.
between SMEs with the needs of consumers. On the
otherhand in problem solving is not centralizedhis SMEs show a form of cooperation in their business
case should share information about marketingssabtivities, involving parties such as workers,
and service. Finally, in order to compete in thabgl suppliers, suppliers and consumers. Findings on the
era of SMEs should increase the use of informatiamplementation of supply chains in SMEs in order to
technology. The use of information technology immplement supply chain management, to collaborate
enterprise activities such as value chains caneaddrbetween various parties, to maintain the smoothness
emerging issues such as cost savings, speed upfimef the production process, until the delivery of EM
operations, increased productivity, acceleratgmoducts becomes an important idea for the

delivery of products and services to customers. development of SMEs in the future. Based on the
results of the research, to ensure supply chain
4.  Conclusions and Suggestions management performance reflected through the

The results of this FGD indicate that Micro, Snaadtd flexibility of delivery and storage cost arrangenseis
Medium Enterprises (MSMEs) are the largesichieved, managers are required to optimize the flo
economic actors group in Indonesian economy anfiraw material supplies. This is because supmiy$l
proven to be the national economic safety valve imave the greatest effect on the smoothness of wuppl
times of crisis, and become the dynamics of econonthain management, further the smooth flow of supply
growth after the economic crisis. In addition tonge can increase sales through the ability to provide
the largest business sector of its contribution froducts according to customer demand.

national development, MSMESs also create significant

employment opportunities for domestic workers, thus
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The supply chain determines a substantial portion o Production and Operation Management, 6 (3),
product cost and quality as well as the opportutaty 248

create differentiation. One of the keys to corperat,
success in business competition is to own and
maintain a competitive advantage that lies in the
company's ability to differentiate itself from
competitors and the ability to perform productian #&. Ellitan, L. &Anatan, L. 2007. Manajemen
lower costs. This can be achieved through supply Operasidalam Era Baru Manufaktur, Alfabeta,
chain management and building business partnershipsBandung (ISBN: 978-979-8433-35-1).

and business networks and choosing the right SGM E|itan. L. & Anatan. L. 2008, Manajemen

strategy (Kathandaraman and Wilson, 2001). The Operasi: Konsepdan Aplikasi, Refika Aditama
trend of globalization has shifted the paradigm in Bandung (ISBN:979-1073-9'8-8). :

business competition between companies individually .

into business competition between business network§: Ellitan, L. 2017. The Role of Partnership on
This condition requires companies to no longer $ocu Reésource-Performance Relationships of Indonesia
on stand alone-competition but rather on coopezativ SMES, International Review of Management and
competition in ecosystem partnership. Companies BusinessResearch, Vol 6 Issue 3, pp. 1116-1125.

must change the way companies serve and deliver Heizer, J & Hender, B. 2006Production and

customer value through manufacturing networks Qperation Management, 10" Edition. Upper
(Ellitan and Anantan, 2008). To achieve a succéssfu Ssaddle River: Prentice Hall Inc.

business partnership several points or approaatees -
addressed (Anatan and Ellitan, 2009): 1) radicdf- T ; 201tZ' Prqquctlon and
thinking, 2) enhancing competitive ability togeth®y Operatlon_ Management’ 11" Edition. Upper
integrating corporate culture or even differeniovail Saddle River: Prentice Hall Inc.

cultures, 4 ) development of R & D facilities orl3.Kurniawan, R., Cristiananta, B., Ellitan., L. 2018.

Dewan Riset Daerah. 201Pembangunan Jawa
Timur Berkeadilan dan Berdaya Saing. Dewan
Riset Daerah Provinsi Jawa Timur.

research networks. Evaluation of Corporate Strategy and Dynamic
Capability to Business Performandeternational
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