DAFTAR PUSTAKA

Abbasi, H., Rahimi, F., & Senobari, M. (2013). The Impact of Waiting Time on
Customer Satisfaction & Loyalty in the State and Private Banks in
Tehran. World of Sciences Journal, 1(16), 161-174.

Amabile, T. M. (1983). The social psychology of creativity: A componential
conceptualization. Journal of personality and social psychology, 45(2),
357.

Anderson, E. W., & Sullivan, M. W. (1993). The antecedents and consequences of
customer satisfaction for firms. Marketing science, 12(2), 125-143.

Ariff, M. S. B. M., Fen, H. S., & Ismail, K. (2012). Relationship Between
Customers' Perceived Values, Satisfaction and Loyalty of Mobile Phone
Users. Review of Integrative Business and Economics Research, 1(1), 126.

Bai, B., Law, R., & Wen, I. (2008). The impact of website quality on customer
satisfaction and purchase intentions: Evidence from Chinese online
visitors. International journal of hospitality management, 27(3), 391-402.

Baker, J., Parasuraman, A., Grewal, D., & Voss, G. B. (2002). The influence of
multiple store environment cues on perceived merchandise value and
patronage intentions. Journal of marketing, 66(2), 120-141.

Basir, M. S., Ahmad, S. Z., & Kitchen, P. J. (2010). The Relationship between
sales skills and salesperson performance: an empirical study in the
Malaysia Telecommunications Company. International Journal of
Management and Marketing Research, 3(1), 51-73.

Basu Swastha dan Irawan. (2005). Asas-asas Marketing. Liberty, Yogyakarta.
Berlyne, D. E. (1960). Conflict, arousal, and curiosity.

Bolton, R. N., & Lemon, K. N. (1999). A dynamic model of customers’ usage of
services: Usage as an antecedent and consequence of satisfaction. Journal
of marketing research, 36(2), 171-186.

Boonlertvanich, K. (2009). A conceptual model for the repurchase intentions in
the automobile service industry: the role of switching barriers in
satisfaction-repurchase intention relationship. International journal of
business research, 9(6), 1-22.

Botti, S. (2004). The psychological pleasure and pain of choosing: when people
prefer choosing at the cost of subsequent outcome satisfaction. Journal of
personality and social psychology, 87(3), 312.

Boyatzis, R. E. (1982). The competent manager: A model for -effective
performance. John Wiley & Sons.

121



122

Briesch, R. A., Chintagunta, P. K., & Fox, E. J. (2009). How does assortment
affect grocery store choice?. Journal of Marketing research, 46(2), 176-
189.

Brown, S. W., & Swartz, T. A. (1989). A gap analysis of professional service
quality. Journal of marketing, 53(2), 92-98.

Cadeaux, J. (2008). Transition strategies between product space and service time:
user assets, search characteristics, and co-production. Journal of Strategic
Marketing, 16(1), 75-87.

Canter, D. (1983). The purposive evaluation of places: A facet
approach. Environment and behavior, 15(6), 659-698.

Chang, H. H., Wang, Y. H., & Yang, W. Y. (2009). The impact of e-service
quality, customer satisfaction and loyalty on e-marketing: Moderating
effect of perceived value. Total Quality Management, 20(4), 423-443.

Chaudhuri, A., & Holbrook, M. B. (2001). The chain of effects from brand trust
and brand affect to brand performance: the role of brand loyalty. Journal
of marketing, 65(2), 81-93.

Chen, C. F., & Tsai, M. H. (2008). Perceived value, satisfaction, and loyalty of
TV travel product shopping: Involvement as a moderator. Tourism
management, 29(6), 1166-1171.

Chung, F. T., & Lee, Y. K. (2011). Online Consumer Loyalty: A Perspective of
Electronic Service Quality. X1=£#£ (39), 65-83.

Cronin Jr, J. J., Brady, M. K., & Hult, G. T. M. (2000). Assessing the effects of
quality, value, and customer satisfaction on consumer behavioral
intentions in service environments. Journal of retailing, 76(2), 193-
218.Croshy et al. (1990). Relationship Quality in Service Selling: An
Interpersonal Influence Perspective. Journal of Marketing.

Croshy, L. A., Evans, K. R., & Cowles, D. (1990). Relationship quality in services
selling: an interpersonal  influence  perspective. Journal  of
marketing, 54(3), 68-81.

De Bono, E. (1993). Serious Creativity: Using the power of lateral thinking to
create new ideas. London: Harper Collins Publisher.

DeShields Jr, O. W., Kara, A., & Kaynak, E. (1996). Source effects in purchase
decisions: The impact of physical attractiveness and accent of
salesperson. International Journal of Research in Marketing, 13(1), 89-
101.

Dick, A. S., & Basu, K. (1994). Customer loyalty: toward an integrated
conceptual  framework. Journal of the academy of marketing
science, 22(2), 99-113.

Doney, P. M., & Cannon, J. P. (1997). An examination of the nature of trust in
buyer—seller relationships. Journal of marketing, 61(2), 35-51.



123

Engel, J. F., & Roger, D. (1993). Blackwell, and Paul W. Miniard
(1995). Consumer behavior, 1.

Engel, James F, et al. (1990). Customer Behavior. Diterjemahkan oleh: F X
Budiyanto. Perilaku Konsumen, Jilid I1. Binarupa Aksara, Jakarta.

Fandy Tjiptono. (2002). Manajemen Jasa. Majalah Info Bisnis, Edisi Maret.
Yogyakarta: Andi.

Fornell, C. (1992). A national customer satisfaction barometer: The Swedish
experience. Journal of marketing, 56(1), 6-21.

Gallarza, M. G., Gil-Saura, 1., & Holbrook, M. B. (2011). The value of value:
Further excursions on the meaning and role of customer value. Journal of
consumer behaviour, 10(4), 179-191.

Goldsmith, R. E., Lafferty, B. A., & Newell, S. J. (2000). The impact of corporate
credibility and celebrity credibility on consumer reaction to advertisements
and brands. Journal of advertising, 29(3), 43-54.

Gould, G. (1995). Why it is customer loyalty that counts (and how to measure
it). Managing Service Quality: An International Journal, 5(1), 15-19.

Gramer & Brown. (2006). Loyalitas Pelanggan sebagai Strategi Bersaing.
Erlangga: Jakarta

Grewal, D., Levy, M., & Lehmann, D. R. (2004). Retail branding and customer
loyalty: an overview. Journal of retailing, 4(80), ix-xii.

Grosso, M., & Castaldo, S. (2015). How store attributes impact shoppers’ loyalty:
do different national cultures follow the same loyalty building
process?. The International Review of Retail, Distribution and Consumer
Research, 25(5), 503-515.

Grosso, M., Castaldo, S., & Grewal, A. (2018). How store attributes impact
shoppers’ loyalty in emerging countries: an investigation in the Indian
retail sector. Journal of Retailing and Consumer Services, 40, 117-124.

Guenzi, P., Johnson, M. D., & Castaldo, S. (2009). A comprehensive model of
customer trust in two retail stores. Journal of Service Management, 20(3),
290-316.

Gupta, A., & Khanna, S. (2014). Community-acquired Clostridium difficile
infection: an increasing public health threat. Infection and drug
resistance, 7, 63.

Hennig-Thurau, T., Gwinner, K. P., & Gremler, D. D. (2002). Understanding
relationship marketing outcomes: an integration of relational benefits and
relationship quality. Journal of service research, 4(3), 230-247.

Hunt, R. G., Boguski, T. K., Weitz, K., & Sharma, A. (1998). Case studies
examining LCA streamlining techniques. The International Journal of Life
Cycle Assessment, 3(1), 36.



124

Hurriyati, R. (2005). Bauran pemasaran dan loyalitas konsumen. Bandung:
Alfabeta, 27, 100.

Indriyo, G. (2000). Manajemen Pemasaran. Yogyakarta : BPFE UGM
Jeff, M. (2001). Pengantar Bisnis, Edisi Pertama. Jakarta: Salemba Empat.

Kandampully, J., & Hu, H. H. (2007). Do hoteliers need to manage image to
retain loyal customers?. International Journal of Contemporary
Hospitality Management, 19(6), 435-443.Kotler, Philip & Garry
Armstrong. (2010). Prinsip-Prinsip Pemasaran, Jilid 1 dan 2 Edisi Kedua
Belas. Jakarta : Erlangga

Kismono, G. (2001). Pengantar bisnis. Edisi I, Cetakan I, BPFE, Yogyakarta.

Kotler, P. (2000). Marketing Management: Edisi Milenium. Jakarta:
Prenhallindo.

Kotler, P. (2002). Manajemen Pemasaran Edisi Milenium. Jakarta: Prenhallindo.

Kotler, P., & Armstrong, G. (2003). Dasar-dasar Pemasaran, Edisi ke sembilan,
Jakarta. PT. Indeks.

Kotler, P., & Armstrong, G. (2015). Marketing An Introducing Prentice Hall.

Kotler, P., & Keller, K. L. (2007). Manajemen pemasaran edisi kedua belas jilid
1. Penerbit: PT. Indeks. Jakarta.

Kotler, P., & Keller, K. L. (2009). Manajemen Pemasaran Edisi 13. Jakarta:
Erlangga.

Kusniawati, A. (2017). Implementasi Strategi Promosi dan Kualitas Pelayanan
terhadap Nilai Pelanggan serta Implikasinya Tingkat Hunian
Kamar. Jurnal limiah Manajemen Kontigensi, 5(2), 98-106.

Kusuma, A. R. (2009). Pengaruh Kualitas Pelayanan, Kompetensi Tenaga
Penjualan, Dan Citra Perusahaan Terhadap Minat Beli Ulang (Studi pada
PT. Ratna Intan Kusuma di Semarang) (Doctoral dissertation,
UNIVERSITAS DIPONEGORO).

Lam, S. Y., Shankar, V., Erramilli, M. K., & Murthy, B. (2004). Customer value,
satisfaction, loyalty, and switching costs: an illustration from a business-
to-business service context. Journal of the academy of marketing
science, 32(3), 293-311.

Larreche, B. W. (2000). Manajemen Pemasaran Suatu Pendekatan Strategis
Dengan Orientasi Global. Jakarta: Erlangga, hal, 18.

Larreche, B. W. (2000). Manajemen Pemasaran Suatu Pendekatan Strategis
Dengan Orientasi Global. Jakarta: Erlangga, hal, 18.

Levy & Weitz. (2001). Retailing Management, 4th edition. New York:
Mc.GrawHill, Irwin.



125

Levy, Michael & Weitz, Barton A. (2001). Retailing Management, 5th edition.
New York: Mc GrawHill.

Lovelock, C., & Wright, L. (2005). Manajemen Pemasaran Jasa, Jakarta:
PT. INDEKS Kelompok Gramedia.

Lovelock, C., Wirtz, J., & Mussry, J. (2011). Pemasaran Jasa. edisi 7. Erlangga:
Jakarta.

Luarn, P., & Lin, H. H. (2003). A customer loyalty model for e-service context. J.
Electron. Commerce Res., 4(4), 156-167.

Luarn, P., & Lin, H. H. (2003). A customer loyalty model for e-service context. J.
Electron. Commerce Res., 4(4), 156-167.

Lupiyoadi, H., & Hamdani, A. (2006). Manajemen Pemasaran Jasa, Edisi
Kedua. Jakarta: Penerbit Salemba Empat, 525.

Lusch, R. F., Dunne, P. M., & Carver, J. R. (2011). Introduction to retailing.
Cengage Learning, Incorporated.

McGoldrick. (2002). Retail Marketing. Manchester School of Management,
UMIST, McGraw-Hill Education.

Mishra, V. K., Natarajan, K., Padmanabhan, D., Teo, C. P., & Li, X. (2014). On
theoretical and empirical aspects of marginal distribution choice
models. Management Science, 60(6), 1511-1531.

Mohan, G., Sivakumaran, B., & Sharma, P. (2012). Store environment's impact on
variety seeking behavior. Journal of Retailing and Consumer
Services, 19(4), 419-428.

Moliner, M. A., Sanchez, J., Rodriguez, R. M., & Callarisa, L. (2007).
Relationship quality with a travel agency: The influence of the
postpurchase perceived value of a tourism package. Tourism and
Hospitality Research, 7(3-4), 194-211.

Moliner, M. A., Sanchez, J., Rodriguez, R. M., & Callarisa, L. (2007). Perceived
relationship quality and post-purchase perceived value: An integrative
framework. European Journal of Marketing, 41(11/12), 1392-1422.

Moncrief. (1986). Continuous Ambulatory Peritoneal Dialysis. Raven Press, New
York.

Monroe, K.B. (1990). Pricing: Making Profitable Decisions. McGraw-Hill, New
York.

Nijssen, E., Singh, J., Sirdeshmukh, D., & Holzmieller, H. (2003). Investigating
industry context effects in consumer-firm relationships: preliminary results
from a dispositional approach. Journal of the Academy of Marketing
Science, 31(1), 46-60.



126

Nurdiansyah, M. D. (2016). Pengaruh Kualitas Layanan, Harga Dan Atmosfer
Toko Terhadap Kepuasan Pelanggan Toko Buku Togamas Gajah Mada
Sidoarjo. JEM17: Jurnal Ekonomi Manajemen, 1(01).

Oliva, T. A, Oliver, R. L., & MacMillan, I. C. (1992). A catastrophe model for
developing service satisfaction strategies. Journal of marketing, 56(3), 83-
95.

Oliva, T. A., Oliver, R. L., & MacMillan, I. C. (1992). A catastrophe model for
developing service satisfaction strategies. Journal of marketing, 56(3), 83-
95.

Oliver, R. L. (1980). A cognitive model of the antecedents and consequences of
satisfaction decisions. Journal of marketing research, 17(4), 460-469.

Oppewal, H., Alexander, A., & Sullivan, P. (2006). Consumer perceptions of
corporate social responsibility in town shopping centres and their
influence on shopping evaluations. Journal of retailing and Consumer
services, 13(4), 261-274.

Pablo, Samuel. (2018, Desember 4). Industri Ritel Rl Mulai Pulih, Tumbuh 10%
di Tahun Ini. Retrieved January 24, 2019 from the World Wide Web:
https://www.cnbcindonesia.com/news/20181204164531-4-44946/industri-
ritel-ri-mulai-pulih-tumbuh-10-di-tahun-ini

Patel, B. S., & Desai, A. K. (2013). Factors affecting customer satisfaction in
organized retail stores: a study of Surat city. Indian Journal of Applied
Research, 3(5), 106-108.

Patterson, P. G., & Spreng, R. A. (1997). Modelling the relationship between
perceived value, satisfaction and repurchase intentions in a business-to-
business, services context: an empirical examination. International
Journal of service Industry management, 8(5), 414-434.

Pembelian Dan Kepuasan Pelanggan. Jurnal Administrasi Bisnis. VVol. 15 No.2.

Peter, J. P., & Olson, J. C. (2000). Consumer behavior: Perilaku konsumen dan
strategi pemasaran. Jakarta: Erlangga.

Philip, K. (2005). Manajemen Pemasaran, Jilid I dan Il, PT. Indeks, Jakarta.

Putera, Andri Donnal. (2017, November 2). Bisnis Ritel Enggak Ada Matinya.
Retrieved January 24, 2019 from the World Wide Web:
https://ekonomi.kompas.com/read/2017/11/02/081944726/bisnis-ritel-
enggak-ada-matinya

Putera, Andri Donnal. (2018, April 10). Ini Cara Industri Ritel Ikuti
Perkembangan Zaman. Retrieved January 24, 2019 from the World Wide
Web: https://ekonomi.kompas.com/read/2018/04/10/111300326/ini-cara-
industri-ritel-ikuti-perkembangan-zaman

Putera, Andri Donnal. (2018, Juli 20). Rahasia Miniso Buka Ratusan Gerai Dalam
Dua Tahun di Indonesia. Retrieved January 24, 2019 from the World Wide


https://www.cnbcindonesia.com/news/20181204164531-4-44946/industri-ritel-ri-mulai-pulih-tumbuh-10-di-tahun-ini
https://www.cnbcindonesia.com/news/20181204164531-4-44946/industri-ritel-ri-mulai-pulih-tumbuh-10-di-tahun-ini
https://ekonomi.kompas.com/read/2017/11/02/081944726/bisnis-ritel-enggak-ada-matinya
https://ekonomi.kompas.com/read/2017/11/02/081944726/bisnis-ritel-enggak-ada-matinya
https://ekonomi.kompas.com/read/2018/04/10/111300326/ini-cara-industri-ritel-ikuti-perkembangan-zaman
https://ekonomi.kompas.com/read/2018/04/10/111300326/ini-cara-industri-ritel-ikuti-perkembangan-zaman

127

Web:  https://ekonomi.kompas.com/read/2018/07/20/221100726/rahasia-
miniso-buka-ratusan-gerai-dalam-dua-tahun-di-indonesia

Putera, Andri Donnal. (2018, Juli 20). Rahasia Miniso Buka Ratusan Gerai Dalam
Dua Tahun di Indonesia. Retrieved January 24, 2019 from the World Wide
Web:  https://ekonomi.kompas.com/read/2018/07/20/221100726/rahasia-
miniso-buka-ratusan-gerai-dalam-dua-tahun-di-indonesia

Putri, L. H. (2014). Pengaruh Store Atmosphere Terhadap Keputusan Pembelian
Dan Kepuasan Pelanggan (Studi pada Monopoli Cafe and Resto Soekarno
Hatta Malang). Jurnal Administrasi Bisnis, 15(2).

Ramanathan, S., & Dhar, S. K. (2010). The effect of sales promotions on the size
and composition of the shopping basket: Regulatory compatibility from
framing and temporal restrictions. Journal of Marketing Research, 47(3),
542-552.

Ramanathan, S., & Dhar, S. K. (2010). The effect of sales promotions on the size
and composition of the shopping basket: Regulatory compatibility from
framing and temporal restrictions. Journal of Marketing Research, 47(3),
542-552.

Reichheld, F.F., Sasser, E.W. (1990). Zero Defections: quality comes to services.
Harv. Bus. Rev. 68, 105-111.

Reingen, P. H., & Kernan, J. B. (1993). Social perception and interpersonal
influence: Some consequences of the physical attractiveness stereotype in
a personal selling setting. Journal of Consumer Psychology, 2(1), 25-38.

Retailenia. Sejarah Retail. Retrieved January 24, 2019 from the World Wide Web:
https://retailenia.wordpress.com/2015/09/26/sejarah-retail/

Reynolds, K. E., & Beatty, S. E. (1999). A relationship customer
typology. Journal of retailing, 75(4), 509-523.

Rivai, V. (2009). Manajemen sumber daya manusia untuk perusahaan: Dari teori
ke praktik. Rajawali Pers.

Saladin, D., & Oesman, Y. M. (2003). Intisari Pemasaran dan Unsur-unsur
Pemasaran. Cetakan Ketiga, Bandung: Linda Karya.

Schurr, P. H., & Ozanne, J. L. (1985). Influences on exchange processes: Buyers'
preconceptions of a seller's trustworthiness and bargaining
toughness. Journal of consumer research, 11(4), 939-953.

Simamora, B. (2002). Panduan riset perilaku konsumen. Gramedia Pustaka
Utama.

Sirdeshmukh, D., Singh, J., & Sabol, B. (2002). Consumer trust, value, and
loyalty in relational exchanges. Journal of marketing, 66(1), 15-37.

Sirohi, N., McLaughlin, E. W., & Wittink, D. R. (1998). A model of consumer
perceptions and store loyalty intentions for a supermarket retailer. Journal
of retailing, 74(2), 223-245.


https://ekonomi.kompas.com/read/2018/07/20/221100726/rahasia-miniso-buka-ratusan-gerai-dalam-dua-tahun-di-indonesia
https://ekonomi.kompas.com/read/2018/07/20/221100726/rahasia-miniso-buka-ratusan-gerai-dalam-dua-tahun-di-indonesia
https://ekonomi.kompas.com/read/2018/07/20/221100726/rahasia-miniso-buka-ratusan-gerai-dalam-dua-tahun-di-indonesia
https://ekonomi.kompas.com/read/2018/07/20/221100726/rahasia-miniso-buka-ratusan-gerai-dalam-dua-tahun-di-indonesia
https://retailenia.wordpress.com/2015/09/26/sejarah-retail/

128

Sirohi, N., McLaughlin, E. W., & Wittink, D. R. (1998). A model of consumer
perceptions and store loyalty intentions for a supermarket retailer. Journal
of retailing, 74(2), 223-245.

Sistaningrum, W. (2002). Manajemen penjualan produk. Yogyakarta: Kanisius.

Sivadas, E., & Baker-Prewitt, J. L. (2000). An examination of the relationship
between  service quality, customer  satisfaction, and  store
loyalty. International Journal of Retail & Distribution
Management, 28(2), 73-82.

Subagio, H., & Saputra, R. (2012). Pengaruh perceived service quality, perceived
value, satisfaction dan image terhadap customer loyalty (studi kasus
Garuda Indonesia). Jurnal Manajemen Pemasaran, 7(1), 42-52.

Subagio, H., & Saputra, R. (2012). Pengaruh perceived service quality, perceived
value, satisfaction dan image terhadap customer loyalty (studi kasus
Garuda Indonesia). Jurnal Manajemen Pemasaran, 7(1), 42-52.

Supranto, J. (2006). Pengukuran tingkat kepuasan pelanggan untuk menaikkan
pangsa pasar. Jakarta: Rineka Cipta.

Suryana, D., & Si, M. (2006). Kewirausahaan: Pedoman Praktis (Kiat dan proses
menuju sukses). Jakarta: Salemba Empat.

Sutisna. (2005). Manajemen Pemasaran. Edisi Kesebelas. Jakarta: Indeks.

Swan et al. (1999). Customer Trust in the Salesperson: An Integrative Review and
Meta-Analysis of the Empirical Literature. Journal of Business Research
44(2):93-107.

Swan, J. E., Bowers, M. R., & Richardson, L. D. (1999). Customer trust in the
salesperson: An integrative review and meta-analysis of the empirical
literature. Journal of business research, 44(2), 93-107.

Tim Bisnisindex. (2012). Strategi Orang Sukses (SOS). PT Tangga Pjusataka.

Titus, P. A., & Everett, P. B. (1995). The consumer retail search process: a
conceptual model and research agenda. Journal of the Academy of
Marketing Science, 23(2), 106.

Tjiptono, F. (1995). Strategy Pemasaran, penerbit: Andi offset. Edisi Pertama,
Cetakan Pertama, Yogyakarta.

Tjiptono, F. (2015). Strategi Pemasaran Edisi 4. Yogyakarta: Andi.

Tu, Y. T., & Chih, H. C. (2013). An empirical study of corporate brand image,
customer perceived value and satisfaction on loyalty in shoe
industry. Journal of Economics and Behavioral Studies, 5(7), 469-483.

UNIDO (2002), Industrial Development Report 2002/2003, available at:
www.shwebizonline.com/c/eucall/profiles/212-unido-united-nations-
industrial-



129

Utami, C. W. (2010). Manajemen Ritel_Strategi dan Implementasi Operasional
Bisnis Ritel Modern Di Indonesia.

Valarie A.. Zeithaml, Bitner, M. J., & Dwayne D.. Gremler. (2003). Services
marketing: integrating customer focus across the firm. New York:
McGraw-Hill.

Wardhani, Sara. (2015). Otak Pria dan Wanita: Kita memang berbeda. Retrieved
August 8, 2019 from the World Wide Web:
https://www.kompasiana.com/sara.w.adhitama/550031eea3331153725100
af/otak-pria-dan-wanita-Kita-memang-berbeda

Wikipedia. (2017, Januari 3). Miniso. Retrieved January 24, 2019 from the World
Wide Web: https://id.wikipedia.org/wiki/Miniso

Woodruff, R. B. (1997). Customer value: the next source for competitive
advantage. Journal of the academy of marketing science, 25(2), 139.

Yamit, Z. (2002). Manajemen Kualitas Produk dan Jasa. Yogyakarta:
Ekonisia. Dalam Jurnal Ilmiah Focus Magister Administrasi, ISSN, 2089-
4112.

Zeithaml, V. A. (1988). Consumer perceptions of price, quality, and value: a
means-end model and synthesis of evidence. Journal of marketing, 52(3),
2-22.

Zeithaml, V. A. (2000). Service quality, profitability, and the economic worth of
customers: what we know and what we need to learn. Journal of the
academy of marketing science, 28(1), 67-85.

Zeithaml, V. A., Berry, L. L., & Parasuraman, A. (1996). The behavioral
consequences of service quality. Journal of marketing, 60(2), 31-46.

Zeithaml, V. A., Bitner, M. J., Gremler, D. D., & Pandit, A. (2006). Services
marketing: Integrating customer focus across the firm.

Zimmer, M. R., & Golden, L. L. (1988). Impressions of retail stores: A content
analysis of consume. Journal of retailing, 64(3), 265.


https://www.kompasiana.com/sara.w.adhitama/550031eea3331153725100af/otak-pria-dan-wanita-kita-memang-berbeda
https://www.kompasiana.com/sara.w.adhitama/550031eea3331153725100af/otak-pria-dan-wanita-kita-memang-berbeda
https://id.wikipedia.org/wiki/Miniso

