References

Abesinghe, A. H., & Selvarajan, P. (2018). A Study on Factors Affecting the Preference for
Luxury Condominium Apartments in Colombo Metropolitan Area, Sri Lanka.
International Journal of Advanced Research in Management, Architecture,
Technology and Engineering, 4(6), 245 - 250.

Alfons, A., Ates, N. Y., & Groenen, P. J. (2021). A Robust Bootstrap Test for Mediation
Analysis. Organizational Reserch Methods, 25(3), 25-37.

Amyx, D., Sharma, D., & Alford, B. L. (2014). The Influence of Role Ambiguity and Goal
Acceptance on Salesperson Performance and Commitment.

Ariyawansa, R. G. (2007). An Empirical Study of Consumer Behavior in Housing Market
in Colombo. Built-Environment Sri Lanka, 8(1), 11-19.

Ariyawansa, R. G., & Udayanthika, A. G. (2012). Living in high-rise: An analysis of
demand for condominium properties in Colombo. International Journal of
Sociology and Anthropology, 4(1), 31-37.

Bayoud, H. A. (2021). Tests of normality: new test and comparative study. Communications
in Statistics - Simulation and Computation, 50(12), 4442-4463.

Beeler, L., Zablah, A., & Rapp, A. (2021). Blinded by the brand: inauthentic salesperson
brand attachment and its influence on customer purchase intentions. Journal of
Personal Selling & Sales Management, 41(3), 268-284.

Bucker, B., & Theeuwes, J. (2014). The effect of reward on orienting and reorienting in
exogenous cuing. Journal of Cognitive, Affective, & Behavioral Neuroscience,
14(1), 635-646.

Cangur, S., & Ercan, I. (2015). Comparison of Model Fit Indices Used in Structural
Equation Modeling Under Multivariate Normality. Journal of modern applied
statistical methods, 152-167.

Chinelato, F. B., Filho, C. G., & Junior, C. L. (2021). Does brand-relationships matter? The
role of brand attachment in salesperson performance in retailing. Spanish Journal of
Marketing, 26(1), 1-28.

Damsa, C., & Jornet, A. (2021). The unit of analysis in learning research: Approaches for
imagining a transformative agenda. Learning, Culture and Social Interaction, 31(2),
68-75.

Daoud, J. (2017). Multicollinearity and Regression Analysis. Journal of Physics Conference
Series, 49(1), 85-92.

Gammoh, B., Mallin, M., & Toledo, U. 0. (2014). The impact of salesperson-brand
personality congruence on salesperson brand identification, motivation and
performance outcomes. Journal of Product & Brand Management, 23(7), 543-553.

Gaus, N. (2017). Selecting research approaches and research designs: a reflective essay.
Qualitative Research Journal, 17(2),99-112.

113



Ghazali, N. H. (2016). A Reliability and Validity of an Instrument to Evaluate the School-
Based Assessment System: A Pilot Study. International Journal of Evaluation and
Research in Education, 5(2), 148-157.

Ghorbanzadeh, D., & Rahehagh, A. (2021). Emotional brand attachment and brand love:
the emotional bridges in the process of transition from satisfaction to loyalty.
Rajagiri Management Journal, 15(1), 16-38.

Giacobbe, R. W., Jr, D. W., Croshy, L. A., & Bridges, C. M. (2006). A Contingency
Approach to Adaptive Selling Behavior and Sales Performance: Selling Situations
and Salesperson Characterisctics. Journal of Personal Selling and Sales
Management, 26(2), 115-142.

Gillespie, E. A., & Noble, S. M. (2017). Stuck like glue: the formation and consequences of
brand attachments among salespeople. Journal of Personal Selling & Sales
Management, 37(3), 228-249.

Goleman, D. (2006). Social Intelligence: The Revolutionary New Science of Human
Relationships. Bantam Dell, New York.

Greener, S. (2018). Methodological choices for research into interactive learning.
Interactive Learning Environments, 26(2), 149-153.

Gyomlai, M. D., Ahearne, M., Rouzies, D., & Kapferer, J.-N. (2022). All that glitters is not
sold: selling a luxury brand outside a luxury environment. Journal of Personal
Selling & Sales Management, 42(1), 26-45.

Herjanto, H., & Franklin, D. (2019). Investigating Salesperson Performance Factors: A
Systematic Review of the Literature on the Characteristics of Effective Salespersons.
Australasian Marketing Journal, 27(2), 104-112.

Hernandez, J. G., Arandia, O., & Rangel, A. C. (2016). A Review of Research Methods in
Strategic Management; What Have Been Done, and What is Still Missing. Journal
of Knowledge Management, Economics and Information Technology, 6(2), 1-42.

Hewamanne, K. (2015). Checklist for Buying a New Condominium.
https://dailynews.Ik/2015/10/07/business/checklist-buying-new-condominium  on
07.10.2015

Jayalath, J. M. (2016). Determinants of Market Value for Condominium Properties: Case
Study in Dehiwala, Colombo. University of Sri Jayewardenepura, 892-907.

Jian, 0. Z.,Yin, K. Y., & Awang, M. (2020). Developing And Validating the Measurement
Model for Employee Engagement Construct Using Confirmatory Factor Analysis.
International Journal of Academic Research in, 10(8), 924-941.

Joseph F. Hair Jr., G. T., Ringle, C. M., Sarstedt, M., Danks, N. P., & Ray, S. (2021). An
Introduction to Structural Equation Modeling. Partial Least Squares Structural
Equation Modeling, 29(5), 1-29.

Kamakura, W. A. (2010). Common Methods Bias. International Journal of Marketing, 8(1),
44-51.

114



Karunarathne, H. M., & Ariyawansa, R. G. (2015). Analysis of House Purchase Intention.
Sri Lankan Journal of Management, 9(1), 28-51.

Khatun, N. (2021). Applications of Normality Test in Statistical Analysis. Open Journal of
Statistics, 113-122.

Kimberlin, C. L., & Winterstein, A. G. (2009). Validity and reliability of measurement
instruments used in research. American journal of health-system pharmacy, 65(23),
2276-2284.

Knaub, J. R. (2007). Heteroscedasticity and Homoscedasticity. Heteroscedasticity in
Establishment Surveys, 431-435.

Lambright, K. T. (2010). An Update of a Classic: Applying Expectncy Theory to
Understand Contracted Provider Motivation. Journal of Administration and Society,
42(4), 375-403.

Lee, D. H. (1998). The Moderating Effect of Salesperson Reward Orientation on the
Relative Effectiveness of Alternative Compensation Plans. Journal of Business
Research, 43(2), 65-77.

Li, W., Xiang, P., Chen, Y.-J., & Xie, X. (2017). Unit of Analysis: Impact of Silverman and
Solmon’s Article on Field-Based Intervention Research in Physical Education in the
U.S.A. Journal of Teaching in Physical Education, 36(2), 131-141.

Lopez, T. B., Hopkins, C. D., & Raymond, M. A. (2006). Reward Preferences of
Salespeople: How do Commissions Rate? Journal of Personal Selling and Sales
Management, 26(4), 381-390.

Louangrath, P. (2017). Minimum Sample Size Method Based on Survey Scales.
International Journal of Research & Methodology in Social Science, 3(3), 44-52.

Lundgvist, C. (2019). Time horizons in young people’s career narratives — strategies,
temporal orientations and imagined parallel futures negotiated in local settings.
Journal of Education Inquiry, 11(1), 1-18.

Madden, A. D. (2021). A review of basic research tools without the confusing philosophy.
Journal of Higher Education Research & Development, 41(5), 1633-1647.

Majid, U. (2018). Research Fundamentals: Study Design, Population, and Sample Size.
URNCST Journal, 2(1), 1-7.

Malliari, A., & Togia, A. (2016). An analysis of research strategies of articles published in
Library Science journals: the example of Library and Information Science Research.
Journal of Librarianship and Information Science, 5(3), 805-818.

Melnikovas, A. (2018). Towards an Explicit Research Methodology: Adapting. Journal of
Futures Studies, 23(2), 29-44.

Mishra, P., Pandey, C. M., Singh, U., Gupta, A., Sahu, C., & Keshri, A. (2019). Descriptive
Statistics and Normality Tests for Statistical Data. Annals of Cardiac Anaesthesia
Journal, 22(1), 67-72.

115



Morgado, F. F., Meireles, J. F., Neves, C. M., Amaral, A. C., & Ferreira, M. E. (2017). Scale
development: ten main limitations and recommendations to improve future research
practices. International Journal of Psychological Research and Reviews 30(1), 2-
20.

Muresherwa, E., & Jita, L. C. (2022). The Value of a Pilot Study in Educational Research
Learning: In Search of a Good Theory-Method Fit. Journal of Educational and
Social Research, 12(2), 155-164.

Newell, S. J., Hansen, A. C., & Strelan, P. (2020). A construct validity analysis of the
concept of psychological literacy. Australian Journal of Psychology, 73(2), 1-13.

Onyemah, V. (2008). Role Ambiguity, Role Conflict, and Performance: Empirical Evidence
of aninverted-U Relationship. Journal of Personal Selling & Sales Management,
28(3), 299-313.

Ou, W. M., & Wang, H. D. (2009). The influence of controllability on compensation: a view
through data of Major League Baseball. International Journal of Commerce and
Management, 19(4), 321-336.

Park, J. E., & Holloway, B. B. (2013). Adaptive Selling Behavior Revisited: An Empirical
Examination of Learning Orientation, Sales Performance, and Job Satisfaction.
Journal of Personal Selling & Sales Management, 23(3), 239-251.

Park, Y. S., Konge, L., & Artino, A. R. (2019). The Positivism Paradigm of Research.
Journal of the Association of American Medical Colleges, 95(5), 690-694.

Paulssen, M. (2009). Attachment Orientations in Business-to-Business Relationships.
Journal of Psychology and Marketing, 26(6), 507-533.

Podsakoff, P. M., MacKenzie, S. B., & Podsakoff, N. P. (2003). Common Method Biases
in Behavioral Research: A Critical Review of the Literature and Recommended
Remedies. Journal of Applied Psychology, 88(5), 879-903.

Ponto, J. (2005). Understanding and Evaluating Survey Research. Journal of the Advanced
Practitioner in Oncology, 6(2), 168-171.

Prathapasinghe, D., Perera, M. P., & Ariyawansa, R. G. (2018). Evolution of Condominium
Market in Sri Lanka: A Review and Predict. Department of Estate Management &
Valuation, University of Sri Jayewardenepura.

PwC Sri Lanka. (2020). Economic Impact Assessment of the Port City Colombo. PwC Sri
Lanka.

Ridzuan, F., & Zainon, W. M. (2019). A Review on Data Cleansing Methods for Big Data.
Procedia Computer Science, 731-738.

Roman, S., & Lacobucci, D. (2010). Antecedents and Consequences of Adaptive Selling
Confidence and Behavior: A Dyadic Analysis of Salespeople and Their Customers.
Journal of the Academy of Marketing Science, 12(2), 363-382.

Rybaczewska, M., Sparks, L., & Sulkowski, L. (2020). Consumers’ purchase decisions and
employer image. Journal of Retailing and Consumer Service, 55(2), 1-8.

116



Sapkota, M. (2019). Research Philosophy in Development Studies: An Inquiry from
Qualitative Design. Research Nepal Journal of Development Studies, 2(1), 137-150.

Saunders, M., Lewis, P. and Thornhill, A. (2007) Research Methods for Business Students.
4th Edition, Financial Times Prentice Hall, Edinburgh Gate, Harlow.

Shrestha, N. (2020). Detecting Multicollinearity in Regression Analysis. American Journal
of Applied Mathematics and Statistics, 8(2), 39-42.

Snyder, H. (2019). Literature review as a research methodology: An overview and
guidelines. Journal of Business Research, 12(3), 94-102.

Simintiras, A. C., Ifie, K., Watkins, A., & Georgakas, K. (2013). Antecedents of Adaptive
Selling Among Retail Salespeople: A Multilevel Analysis. Journal of Retailing and
Consumer Services, 20(4), 419-428.

Singh, R., Kumar, N., & Puri, S. (2017). Thought Self-Leadership Strategies and Sales
Performance: Integrating Selling Skills and Adaptive Selling Behavior. Journal of
Business and Industrial Marketing, 32(5), 1-36.

Souza, A. C., Alexandre, N. M., & Guirardello, E. d. (2017). Psychometric properties in
instruments evaluation of reliability and validity. Journal of Epidemiology and
Community Health, 26(3), 23-31.

Struminskaya, B., & Gummer, T. (2021). Risk of Nonresponse Bias and the Length of the
Field Period in a Mixed-Mode General Population Panel. Journal of Survey
Statistics and Methodology, 10(2), 1-22.

Taber, K. S. (2017). The Use of Cronbach’s Alpha When Developing and Reporting
Research Instruments in Science Education. Journal of Research in Science
Education, 48(1), 1-24.

Talukder, K. I., & Jan, M. T. (2017). Factors Influencing Sales People's Performance: A
Study of Mobile Service Providers in Bangladesh. Academy of Marketing Studies
Journal, 21(2), 1-20.

Thavapalakumar, M. (2020). Report of Real Estate in a Pandemic.
https://www.themorning.lk/real-estate-in-a-pandemic/ on 06.12.2020

Thoma, R. J., Cook, J. A., McGrew, C., King, J. H., Pulsipher, D. T., & Yeo, R. A. (2018).
Convergent and discriminant validity of the impact with traditional
neuropsychological measures. Journal of Applied Neuropsychology, 8(3), 12-18.

Tojib, D. R., & Sugianto, L. F. (2006). Content Validity of Instruments in IS Research .
Journal of Information Technology Theory and Application, 9(3), 102-115.

Wettasinghe, C. (2019). Report of a Prime Slump. https://www.echelon.lk/a-prime-slump/
on 22.04.2019

Whittington, R., Pollak, C., Valkama, A. K., Brown, A., Delmont, A. H., Bak, J.,
Palmstierma, T. (2021). Unidimensionality of the Strengths and Vulnerabilities
Scales in the Short-Term Assessment of Risk and Treatability (START).
International Journal of Forensic Mental Health, 21(2), 175-184.

117



Woiceshyn, J., & Daellenbach, U. S. (2018). Evaluating Inductive versus Deductive
Research in Management Studies: Implications for Authors, Editors, and Reviewers.
Qualitative Research in Organizations and Management An International Journal,
13(1), 2-28.

Xu, H., Zhang, N., & Zhou, L. (2019). Validity Concerns in Research Using Organic Data.
Journal of Management, 46(7), 112-120.

Yeo, C., Hur, C., & Seonggoo. (2019). The Customer Orientation of Salesperson for
Performance in Korean Market Case: A Relationship between Customer Orientation
and Adaptive Selling. Journal of Sistainability, 11(21), 1-18.

118





