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Abstract
Customer relationship management (CRM) has currently become one of the hottest issues and a focal-center in
the business field. In fact, due to the competitive environments among hotels sector, it is essential that hotels
should adopt new strategy such as CRM technology to help hotel managers, service customers and to improve
organizations performance. Though previous research showed that the relationship between CRM technology and
hotel performance is ambiguous, these inconsistent findings may be lack understanding of the instrument that
connect CRM technology and hotel performance. Moreover, studies that evaluate the relationships between CRM
dimensions (customer orientation, CRM organization, knowledge management, technology-based CRM) and hotel
performance are still inadequate. This research evaluates the relationship between CRM dimensions and hotel
performance in Jordan. The research surveys a sample of 50 hotels in Jordan and uses correlation and regression
for analyses and testing. Based on these findings, this study demonstrates a significant relationship between CRM
dimensions and hotel performance.

Keywords: customer orientation, CRM organization, knowledge management, technology-based CRM, hotel
sector in Jordan.

1. Introduction
Customer relationship management (CRM) is one of the major sources of competitive advantage in hotels sector.
Furthermore, customer relationship management (CRM) is an extensively accepted instrument that supports
customer-oriented organizations decisions (Mohammed et al., 2014). More specifically, CRM is regarded to be
among the best strategies and practices for hotels in order to develop their performance and thus to make sure that
their long-term business is survival (Kasim & Minai, 2009; Sigala, 2005; Wu & Lu, 2012). In Jordan, the hotels
sector operates in a business environment that is illustrated by strong competition, making it vulnerable to
international competition (Rababah, 2012; Al-Momani, & Noor, 2009). Besides, the occupancy rates of hotels in
Jordan have varied between 2010 and 2016 (MOTA, 2016).
This also reveals that hotel performance in Jordan needs development. In other words, hotel managers need to use
an appropriate strategy and practice to develop their performance (Alshourah, 2012). Consequently, to develop
both customer satisfaction and to improve profitability, hotels must nowadays emphasize on implementing a
CRM strategy that aims to look for, collect and store the right data, share it through the whole hotel and then use
it all in organizational levels to improve a personalized; and unique customer experience (Abdullateef, 2011;
Ammari, 2014; Mohammed et al., 2014). However, in spite of the wide use of CRM in the organizations, there
have been only limited studies and publications within the hotels sector (Ammari, & Nusair, 2015). At the same
time, the effect of CRM implementation on organization performance has not received adequate attention from
academics and there are still a few of empirical researches in this field (Krasnikov et al., 2009; Kumar, 2008;
Piskar & Faganel, 2009). In addition to justification for this study regarding to CRM technology and hotels
performance, previous research have demonstrated inconsistent findings concerning their relationship.
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In particular, some of the previous research showed a significant and positive impact CRM technology on hotels
performance (Akroush et al., 2011; Kasim & Minai, 2009), while others have indicated non-significant between
CRM technology and hotels performance (Ernst, Hoyer, Krafft, & Krieger, 2011; Jayachandran et al., 2005;
Reigby et al., 2004). Consequently, there is a need for more studies to be performed within the hotel industry in
Jordan countries (Alshourah, 2012). In this respect, Jordan has been recording a steady growth in the hotels
industry.

2. Problem Statement
These days the hotel sector is experiencing a rise in globalization, competition, and higher level of customer
turnover. Furthermore, increasing customer acquisition costs and growing customer expectations are making the
hotels performance and competitiveness depend considerably on their ability to satisfy customers efficiently and
effectively ( Adam et al., 2010). On the other hand, there are lacks of transparency, quality, and analysis of
these data in this sector (Adam et al., 2010). Scholars (e.g., Kasim & Minai, 2009; Mohmmed, & Rashed, 2012;
Ammari, & Nusair, 2014) also explored CRM to be the best business strategy for hotel companies to differentiate
themselves from their competitors. Therefore, Jordanian hotels must also focus on CRM strategies for durable,
dichotomous and profitable relationships with guests. Finally, the problem which this study seeks to address is the
relationship between CRM performances an organizational performance in hotel sector.

3. Literature Review
CRM is often described as a strategy or a set of activities a firm employs to increase a competitive advantage.
Antonio confirms that, “the essence of strategy is in activities - selecting to perform activities differently or to
perform different activities than rivals” (Antonio, 2004). Therefore, if one agrees with the premise that CRM is a
strategy, one can reasonably deduce that CRM must consist of a series of activities that provide the company the
chance to get or maintain a competitive advantage over their competitors. Therefore, CRM that presents a
competitive advantage to a firm has not been fully explored in the CRM literature. Consequently, it is necessary
to spend some time to develop the link between CRM and competitive advantage.
3.1 Customer orientation
Customer orientation indicates to the employee’s inclination to meet the customers’ needs. It has a positive effect
on employees’ customer satisfaction and their overall performance. Furthermore, to improve an organizations
performance, it is important to have customer-oriented behaviors that aid in maintaining a good relationship with
all customers (Brown et al., 2002). However, there are many purposes of customer-oriented behaviors, but
perhaps the most important is to increase and improve long-term satisfaction, which will in return create customer
loyalty. Studies have shown that stronger customer-oriented behaviors in organizations have a positive effect on
the organizations’ overall performance (Kim, 2008; Yilmaz et al., 2005). This finding suggests that managers
need to add a customer-centered strategy that modifies and adjusts their cultural norms, employee performance
rewards, and organizational structures (Minghetti, 2003).
When employees of customer-oriented hotels, for example, provide wonderful service, the overall image of the
hotel will improve and the likelihood of the system to continue is high (Fan & Ku, 2010). Because of the growing
market environment and pressure in the hotel industry, hotel managers need to maximize efforts in order to see
results, growth, and an increase in profits. Thus, a more customer-oriented approach may be the best possible
option for them to improve their performance (Tajeddini, 2010). Therefore, the literature claiming the marketing
concept has assumed that the implementation of the customer orientation would lead to the greatest organizational
performance (Kennedy et al., 2002; Piercy, 2002). And many studies have reported a positive relationship
between the customer-orientation strategy and organization’s performance (Asikhia, 2010; Dowling, 1993; Liu et
al., 2003; Sin et al., 2005; Tajeddini, 2010; Zhou et al., 2009). In conclusion, the customer-orientation strategy is
one of an organization’s resources to improve customer satisfaction and business profit and is also a very
important dimension of CRM. Therefore, organizations must have a customer-centric culture to implement CRM
successfully and consequently develop a competitive advantage.
3.2 Knowledge management
Customer knowledge has been considered as a critical organizational resource, this resource allows a company to
strengthen its link with the customers, and achieve sustainable competitive advantage (Croteau & Li, 2003; Shi &
Yip, 2007).
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Consequently, customers’ knowledge plays a crucial role in CRM. Organizations can use it to construct and
improve their relationship with customers (Zahay & Griffin, 2004), and it enables organizations to achieve a
competitive advantage in the market (Sin et al., 2005). Moreover, successful CRM is based on effectively
transforming customer information into customer knowledge (Plessis & Boon, 2004; String fellow et al., 2004).
Created customer knowledge needs to be public and shared throughout the organization (Ryals & Knox, 2001),
because the potential of knowledge happens when it is shared within diverse functions of the organization in order
to meet present customers and their predictable needs. Knowledge management helps an organization to succeed
by building better customer relationships and it has a positive effect on an organization’s performance (Akroush
et al., 2011; Sin et al., 2005; Yim et al., 2005). Thus, in order for organizations to stay competitive, they need to
obtain new information about their customers, discover and make use of their existing knowledge, and share this
knowledge within the organization. Furthermore, many studies have explored that there is a positive relationship
among knowledge management and market effectiveness and financial performance (Sin et al., 2005), customer
retention (Yim et al., 2005), and customer satisfaction (Abdullateef, 2011). In spite of these benefits there are few
studies that illuminate the role of knowledge management in the hotels performance (Hallin & Marnburg, 2008;
Lo et al., 2010; Shaw & Williams, 2009).
3.3 CRM organization
First and foremost, to build customer-oriented behaviors, organizations have to develop an appropriate working
environment for service in work. For example, providing staff with the modern tools, and technology, customersatisfaction tracking and complaints management systems, inspirational leadership, and appropriate rewards
systems can all create these behaviors (Mechinda & Patterson, 2011). Researchers argue that CRM cannot be
successful even if the organizations enjoy the most advanced technology and adapt a customer - oriented method,
unless the project is completely integrated by them (Sin et al., 2005; Yim et al., 2005). Further, as a confirmation
for this point Ku (2010) stresses that CRM success requires effective service and suitable operation procedures,
rather than only technological systems. Therefore, the achievement of CRM completion depends on the active
involvement of the employees in the organization itself (Boulding, Staelin, Ehret, & Johnston, 2005; Payne, 2006;
Tamilarasan, 2011).
Therefore, we can say that CRM organization has to be an essential means in the way they organize their actual
business processes for employees and customers (Sin et al 2005; Yim et al., 2005). In the end, all of organizations
resources (such as marketing capabilities, policies, culture, and organization structure) have to be integrated in
order to implement CRM successfully and, in turn, develop organizations performance. Most prior research also
affirm the positive effect of CRM organization on customer retention (Yim et al., 2005), financial and marketing
performance (Akrouch et al., 2011; Sin et al., 2005). Furthermore, Richards and Jones (2008) notice that CRM
organization may even impact marketing decisions such as brand differentiation, price, communication, and
distribution. For example, it has also been reported that several hotel chains cleverly quote their room prices
according to the customer data that were collected previously (Nunes & Dréze, 2006). The main purpose behind
collecting data about customers is to get a clear image about them from different perspectives (Sin et al., 2005).
Therefore, organizations can validate such data to be able to institute and develop beneficial relationships with
their customers (Zahay and Griffin, 2004.
3.4 Technology-based CRM
Due to advances in information communication technology (ICT), a modern system has come about to reduce
internal costs and better interact with the environment also to increase economic profit in the long term. Different
hotels and businesses now implement different CRM systems (Moriarty et al., 2008). Because of this, Dutu and
Halmajan (2011) stated that unless CRM strategy is used with information technology, it will fail. Furthermore,
the strategic applied of technology in marketing is one of the most important chances in the hotel sector since it is
essential to obtain the right information from the right people at the right time, so that the right decisions can be
made and/or services delivered (Mohammad, et at., 2013). Also, the applied of CRM technology is predictable to
improve the firms capability to maintain beneficial customer relationships by enabling information integration and
sharing that influences smooth and efficient firm-customer interactions, suitable analysis of customer data and
customization of response (Mukerjee & Singh, 2009). Furthermore, Sirirak et al. (2011) found that hotels have
adopted ICT as a tool because of increasing competition and customer expectations.
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Additionally, numerous studies report that CRM technology has a significant positive impact on their
organization’s performance (Abdullateef, 2011; Akroush et al., 2011; Sin et al., 2005). Similarly, Kasim and
Minai (2009) have found that the technology coupled with CRM has a positive impact on hotel performance.
3.5 Measuring Hotel Performance
Performance is a multi-dimensional construct that cannot be adequately reflected in a single performance item
(Mohammed et al., 2013). Studies on firms’ performance have adopted various approaches to conceptualize and
measure performance. This argument suggests that a compound measure of performance would reflect more
exactly a firm’s development, as opposed to a single qualitative or accounting-related performance measure. This
study used the balance scorecard (BSC) approach to measure hotel performance through three categories:
customers (measures are concerned with what really matters to the customers); internal process (measures related
to the critical internal processes in which the organization must excel to implement strategy); and learning and
growth perspectives: (measures focused on building continuous improvement in relation to products and
processes, and to also create long-term growth) (Mohammed et al., 2013). The BSC approach has been used
extensively in manufacturing industries and non-profit organizations (Kaplan and Norton, 2001). The model has
also been widely embraced by business writers as a leap forward in performance measurement and reporting
(Goulian & Mersereau, 2000). Furthermore, it translates mission and strategy into objectives and measurable
terms that is viewed from the financial and internal business process perspectives (Chang & Ku, 2009).
In line with this argument, Wu and Hung (2007) found that financial figures alone cannot provide a full
understanding of CRM’s effect and findings; so, the total performance perspective should be employed in the
assessment of CRM findings. Therefore, it is critical using BSC to evaluate the impact of CRM on organizational
performance (Wu and Hung, 2007). To sum up, to assess business performance, the BSC approach uses both
financial and non-financial indicators (Kaplan & Norton, 2004; Wu & Hung, 2007; Wu & Lu, 2012). Thus, the
application of BSC to measure hotel performance has been used here, since hotels consist of several dissimilar
activities such as food (restaurant), housekeeping, point-of-sale (front office), and receiver (storeroom) activities
(Paraskevas, 2001), which have different charge structures. The diversity of the activities makes the use of
financial measures alone insufficient. Through CRM, organizations improve customer relationships. Thus, any
measure of results must comprise the idea of the customers (Chang et al., 2005). As a result, this study uses the
BSC concept as a framework for hotel performance evaluation in order to better understand the impact of CRM
dimensions. Using the four BSC perspectives to evaluate hotel performance along with arguments about the
impact of CRM dimensions, coupled with the RBV theory) theory that advocates that all of resources (i.e.
customer-orientation strategy, CRM organization, knowledge management, and technology-based CRM) leading
to competitive advantage, this study proposes the following hypotheses:
H1. Customer orientation has an influence on the hotels performance.
H2. Knowledge management has an influence on the hotels performance.
H3. CRM organization has an influence on the hotels performance.
H4. Technology based CRM have an influence on the hotels performance.

4. Methodology
The objective of this study is to identify the Customer Relationship Management and its impact on hotels
performance in Jordan. The method will be discussed in this study in the following order: research Design,
population and sample, data collection method, data analysis, result and implication.
.
4.1 Research Framework:
The proposed model of this research is based on the resource based view theory. It indicates that the hotels have
the resources and capabilities can effectively perform valuable business strategy for achieving a competitive
advantage to the hotels successfully. This proposed contains four dimensions of CRM which comprise customer
orientation, CRM organization, knowledge management, and technology based CRM. This propose is
constructing on prior researches (Abdullateef et al., 2010; Chang et al., 2010; Wu & Lu, 2012). Furthermore,
Figure (1) demonstrates the model of this research. The research investigates the relationship between customer
relationship management dimensions and hotels performance.
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Figure1 Theoretical Framework
Dependent variable

Customer
orientation
Knowledge
management

Hotel performance

CRM organization
Technology –basedCRM
4.2 Measurement of variables
Based on previous literature, regarded customer relationship management was operationalized utilizing the
measuring of our factors in the previous research. The scales of customer orientation, knowledge management,
CRM organization, and Technology-based CRM adopted from the study by (Ammari, & Nusair, 2015;
Mohammed, & Rashid, 2012), and Hotels performs were operationalized using the measurement developed by
items from (Basri et al., 2014). Hence, the current study employed the instrument that used by (30 items). All
items were rated on a five point Likert scales (1=strongly disagree, and, 5= strongly agree.
4.3 Sample and data collection
To investigate hypotheses for this research, we applied standardized questionnaire as the major tool of data
collection. Leedy and Ormrod (2005) noticed that the best method to learn about the relationship between
measurable factors with the intention of explaining, predicting and managing phenomena is the quantitative
research technique. Moreover, the quantitative method is very useful to analyze and prove theories, explored
significant factors for future research and relate factors posed by questions or hypothesis, using standards of
validity and reliability and statistical procedures (Creswell, 2009). The sample for this study include of general
managers and senior managers chosen from 3-5 star hotels operating in the Jordanian hotel sector. Particularly,
the population of the study is drawn from the CRM managers in Jordanian Hotels. The choice of this class of
hotels is because customers look for an offer and a dissimilar service compared with other less-starred hotels.
Additionally, these customers pay further to obtain a high-quality service, especially a service that is customized
according to their needs and wants. To react to their expectations and to maintain their loyal customers, hotels
should be used in technology and in CRM in particular to give the best service. However, Convenience sampling
was applied in this study. Furthermore, the number of questionnaires administered (direct face to face) was about
200. A total of 170 complete and usable questionnaires are retained for data analysis, with a response rate of 85.5
per cent. Finally, in this study, sample size is sufficient as the total number of factors is 25 and the sample data is
170 respondents’, which represent the desired ratio (Hair e t at., 2006).
4.4 Research Design
The survey research design is applied for this study. Hair et al (2010) found that “a survey is a way of collecting
relatively information in-depth which talks about respondent attitudes and beliefs. Primary data will be gathered
for the present research. The gathering of primary data will be achieved through using a personal survey
approach. This research is cross-sectional in nature where data is gathered once to answer the study’s research
questions. Data is gathered through personal survey using questionnaire to get a good grasp of the CRM
dimensions among the mangers in the hotel sector and its impact on the performance of Jordanian hotels. For this
research, Likert scale was employed to measure responses since this scale is widely used in market research and
has been widely evaluated in both marketing and social science (Garland, 1991). Though, researchers confirmed
that a five-point scale is just as good as any other (Sekaran, 2010) that could reduce confusion to the respondents.
To ensure consistency among factors and to avoid confusion among respondents, all items will be measured using
one to five point Likert scale (Ackfeldt & Coole, 2003).
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4.5 Data Analysis
Before the main analysis, numerous statistical tools and techniques were used with the help of SPSS software,
version 18. These contain validity and reliability analyses in order to evaluate the goodness of measures and
descriptive statistics, to describe the characteristic of respondents and test of differences ,to test non-response
bias , to compare the customer relationship management performance by the respondents with different
demographic profiles and correlation analysis ,to describe the relationship between factors and regression analysis
and to test the influence of customer relationship management dimensions on hotels performance.

5. Results and Implications
5.1 Descriptive statistics
Table 2 (as demonstrated below) provides the descriptive statistics o f the four main variables built in this study
model. Detailed descriptive statistics of each variable can be found in Table 2 that contain means and standard
deviations as below. Finally, the aim of descriptive analysis was to current raw data into a transformed form that
will make easy to read and understand.
Table: 2 Descriptive Statistics of Main Variables (n = 200)
Variables
Hotels performance
Customer orientation
Knowledge management
CRM organization
Technology based CRM

Min
1.00
1.00
1.00
1.00
1.00

Max
5.00
5.00
5.00
5.00
5.00

M
3.8298
3.7222
3.8306
3.6162
3.7522

SD
.49278
.487883
.48994
.60900
.54229

From Table (2), the mean values for Hotels performance, Customer orientation, Knowledge management,
Knowledge management, CRM organization, Technology based CRM fall in the range of 3.6162 and 3.8306.
Clearly, this indicates that respondents perceive a moderate level of customer relationship management
dimensions offered and they perceive a high level in their hotels performance. However, in terms of CRM
organization measure, the mean scores are at the moderate level.
5.2 Scale Reliabilities
One of the major issues in studies is the scale’s internal consistency (Pallant, 2001). The basis for internal
consistency evaluate is that all individual items of a scale should all be measuring the same construct and thus be
highly correlated (Hair et al., 2006). The commonly indicator used to gauge internal consistency of a scale is the
Cronbach’s coefficient alpha. Several scholars such as (Hair et al., 2006; Nunnally, 1978; Pallant, 2007) indicate
that studies Cronbach’s alpha coefficients above .70 of a scale. Sekaran (2000) also suggests that a Cronbach’s
alpha slightly lower than .60 is considered to be poor and those in the .70 are acceptable and those over .80 are
good. In this study, the recommendations suggested by the scholars are applied.
Table 3: Reliability Analysis
Factors
Hotels performance
Customer orientation
Knowledge management
CRM organization
Technology based CRM

Number of items
5
5
5
5
5

Cronbach’s Alpha
.839
.881
.860
.853
.879

5.3 Multiple Regressions
In order to answer the research question that addresses the relationship between CRM dimension and hotels
performance, regression analysis was conducted to test the hypothesis. In this analysis, CRM dimension is treated
as the independent variables, whereas hotels performance as the dependent variables. However, before
conducting the analysis, the data were first examined to detect whether there are any violations of the basic
assumptions underlying the regression analysis, namely linearity, normality and homoscedasticity (Hair et al.,
2010). Furthermore, multiple regressions are used to explain the relationship between a single dependent
(criterion) variable and several independent (predictor) variables.
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There are a few approaches that are used for multiple regression analysis such as standard regression, hierarchical
or sequential, and stepwise regression (Palant, 2007). Table 4 demonstrates the relationship between CRM, and
hotels performance.
Table: 6 Summary of Multiple Regression Analysis for Customer Relationship Management Performance
Model

Unstandardized
Standardized
Coefficients
Coefficients
t
Sig
B
Std. Error Beta
1 (constant)
.414.091
45.47
.000
Customer orientation
.589
.111
.597
5.312
.000
Knowledge management
. 114
069
.107
6.645
.010
CRM organization
.624
.037
. 625
16.660 .000
Technology based CRM
.321
042
.336
7.575
.000
a. In dependent Variable: mean_ CRM performance
b. DV = Hotel performance R= .474 (a) R Square= .222
F= 80.098, Sig=.000. Note: Significant levels:
***p<.00; **p<.01; *p<.05
5.4 Correlation of Analysis
Pearson correlation coefficients was performed to test and reveal the inter-correlation among the factors,
Customer orientation, Knowledge management, CRM organization, Technology based CRM, and Hotels
performance. To obtain this, the bivariate association that was conducted computes Pearson’s correlation
coefficient with significance levels. Furthermore, Pearson’s correlation coefficient correlation coefficient has
value from -1 to +1. If the correlation is 0, it points that there is no liner relationship among the two factors.
However, the closer the correlation is to either +1 or -1, the stronger relationship among the two factors. On the
other hand, the closer the correlation is to 0, the weaker the correlation (Hair et al.,2010). Cohen (1988) and
Pallant (2007) recommend a guideline to interpret the strength of the relationship between two variables (r) as
shown in Table 3.
Table: 3 Pearson Correlations of Study Variables
HP
CO
KM
CRMO TB CRM
HP
1.0
CO
.38(**) 1.0
KM
.36(**) .64(**)
1.0
CRM O .35(**) . 56(**)
.66(**)
1.0
1.0
TB
.46(**) .67(**)
.68(**)
.59(**) .55(**)
CRM
** Correlation is significant at the 0.01 level (2-tailed).
Note. HP=Hotels Performance, CO= Customer orientation, KM= Knowledge management, CRM O= CRM
Organization, TB CRM= Technology based CRM.

5. Discussion and Conclusion
The aims of the present study are to investigate the success of customer relationship management dimension and
its impact on hotels performance in Jordan. From the findings demonstrated in prior sections, the current study
indicated that CRM technology has a significant and positive relationship with the hotels performance. The result
is consistent with that reported by previous study of Mohammed and Rashid (2012), who found a significant and
positive relationship between CRM and hotels performance. They found CRM plays an important role in
attracting customer to hotels. The findings were also revealing by Lo et al. (2010), who explored the effect of
CRM on hotels performance. Additionally the results supported the argument made by Ammari and Nusair (2014)
who stated that successful implementation of CRM technology can play a key role in developing marketing
capabilities, which lead to better organizational performance. In conclusion, this study has provided a theoretical
model to illustrate the firm relationship among customer relationship management dimensions, and hotel
performance. It contributes widely to the body of knowledge, as it provides an inclusive framework that is applied
for explanation the effect of the CRM four dimensions on hotel performance.
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Furthermore, it is an accepted actuality that the concept of customer relationship management neither has been
completely verified, nor empirically evaluated to determine the strength of the relationship among dimensions of
customer-relationship management and hotel performance. Thus, this study will also increase awareness among
hotel managers to pay more attention to CRM dimensions, and to assist them in developing hotel performance and
competitiveness. Furthermore, CRM technology can be used as an operational instrument for business internal
quality control because it can transmit significant customers’ data to where they are needed.

6. Reference
Abdullateef, A. O. (2011). The impact of customer relationship management on caller satisfaction in customer
contact centers: Evidence from Malaysia. Unpublished PhD thesis, UUM, Malay.
Abdullateef, A.O., Mokhtar, S.S., Yusoff, R.Z. (2010), The impact of CRM Dimensions on Call Center
Performance. International Journal of Computer Science and Network Security, 10(12), 184-195.
Alshourah, S, (2012),The antecedent of customer relationship management and its impact on hotels performance
in Jordan. Theses phd published UUM.
Al-Momani, K., & Noor, N. A. M. (2009). E-Service Quality, Ease of Use, Usability and Enjoyment as
Antecedents of E-CRM Performance: An Empirical Investigation in Jordan Mobile Phone Services. The
Asian Journal of Technology Management Vol, 2(2), 50-63.
Ammari, N,(2014), Key factors for a successful implementation of a customer relationship management
technology in the Tunisian hotel sector. Journal of Hospitality and Tourism Technology Vol. 6 No. 3,
2015 pp. 271-287
Ammari, N, & Nusair, K, (2015), Key factors for a successful implementation of a customer relationship
management technology in the Tunisian hotel sector
Akroush, M. N., Dahiyat, S. E., Gharaibeh, H. S., & Abu-Lail, B. N. (2011). Customer relationship management
implementation: an investigation of a scale's generalizability and its relationship with business
performance in a developing country context. International Journal of Commerce and Management,
21(2), 158-190.
Ackfeld , A., & Coole, L. (2003). A study of organization citizenship behavior in a retail setting (electronic
version). Journal of business research, 58 (2), 151-159
Asikhia, O. (2010), “Customer orientation and firm performance among Nigerian small and medium scale
businesses”, International Journal of Marketing Studies, Vol. 2 No. 1, pp. 197-213.
Adam, A. S., Stalcup, L. D., & Lee, A. (2010). Customer Relationship Management for Hotels in Hong Kong.
International Journal of Contemporary Hospitality Management, 22(2), 139-159.
Antonio, T, (2004),Factors influencing customer relationship management (CRM) performance in agribusiness
firms. Thesis Publish, Purdue University.
Boulding, W., Staelin, R., Ehret, M., & Johnston, W. J. (2005), A customer relationship management roadmap:
what is known, potential pitfalls, and where to go. Journal of Marketing, 69(4), 155– 66.
Brown, T.J., Mowen, J., Todd, D. & Licatta, J. (2002), “The customer orientation of service workers: personality
trait determinants and effect on self and supervisor performance ratings”, Journal of Marketing Research,
Vol. 39 No. 1, pp. 110-119.
Chang, W., Park, E.J., Chaiy, S. (2010), How does CRM technology transform into organizational performance?
A mediating role of marketing capability. Journal of Business Research, 63, 849Chang, T.M., Liao, L.L. and Hsiao, W.F. (2005), “An empirical study of the e-CRM performance influence model
for service sectors in Taiwan”, Proceedings of the 2005 IEEE International Conference on e-Technology,
e-Commerce and e-Service, pp. 240-245, available at:
http://ieeexplore.ieee.org/stamp/stamp.jsp?tp¼&arnumber¼1402302& userType¼instv (accessed May
28, 2011).
Chang, H. & Ku, P. (2009), “Implementation of relationship quality for CRM performance: acquisition of BPR
and organizational learning”, Total Quality Management, Vol. 20 No. 3, pp. 327-348.
Croteau, A.M. & Li, P. (2003), “Critical success factors of CRM technological initiatives”, Canadian Journal of
Administrative Sciences, Vol. 20 No. 1, pp. 21-34.
Creswell, J.W. (2009), Research Design: Qualitative, Quantitative, and Mixed Methods Approach, 3rd ed., Sage,
Los Angles, CA
207

International Journal of Business and Social Science

Vol. 7, No. 4; April 2016

Cohen, J. (1988). Statistical power analysis for the behavioral science (2nd ed). Mahwah. NJ: Lawrence Erlbaum
Associates
Ernst, H., Hoyer, M., Krafft, M., & Krieger, K. (2011). Customer relationship management and company
performance – The mediating role of new product performance. Journal of the Academic Marketing
Science, 39(2), 290-306.
Dowling, J. (1993), “Organizational legitimacy: social values and organizational behavior”, Pacific Sociological
Review, Vol. 18, pp. 122-136.
Dutu, C. & Halmajan, H. (2011), “The effect of organizational readiness on CRM and business performance”,
International Journal of Computers, Vol. 1 No. 2, pp. 106-114.
Ernst, H., Hoyer, M., Krafft, M., & Krieger, K. (2011). Customer relationship management and company
performance – The mediating role of new product performance. Journal of the Academic Marketing
Science, 39(2), 290-306.
Fan, Y. and Ku, E. (2010), “Customer focus, service process fit and customer relationship management
profitability: the effect of knowledge sharing”, The Service Industries Journal, Vol. 30 No. 2, pp. 203222.
Field, A. (2009). Discovering statistics using SPSS for Windows. London: Saga Publication
Goulian, C. and Mersereau, A. (2000), “Performance measurement-implementing a corporate scorecard”, Ivey
Business Journal, Vol. 65 No. 1, pp. 48-54.
Hair, J., Black, B., Babin, B., Anderson, R., & Tatham, R. (2006). Multivariate data analysis: Upper saddle river,
NJ: Pearson prentice hall.
Hair, J. F., Black, W. C., Babin, B. J., Anderson, R. E., & Tatham, R. L. (2010). Multivariate data analysis a
global perspective (7th ed.). U.S.A: Upper Saddle River
Hallin, C.A. and Marnburg, E. (2008), “Knowledge management in the hospitality industry: a review of empirical
research”, Tourism Management, Vol. 29 No. 2, pp. 366-381.
Jayachandran, S., Sharma, S., Kaufman, P., & Raman, P. (2005). The role of relational information processes and
technology use in customer relationship management. Journal of Marketing, 69(4), 177-192.
Kasim, A. and Minai, B. (2009), “Linking CRM strategy, customer performance measure and performance in
hotel industry”, International Journal of Economics and Management, Vol. 3 No. 2, pp. 297-316.
Krasnikov, A., Jayachandran, S. and Kumar, V. (2009), “The impact of customer relationship management
implementation on cost and profit efficiencies: evidence from the US commercial banking industry”,
Journal of Marketing, Vol. 73 No. 6, pp. 61-7
Kaplan, R.S. and Norton, D.P. (1992), “The balanced scorecard: measures that drive performance”, Harvard
Business Review, January/February, pp. 71-79.
Kaplan, R.S. and Norton, D.P. (2004), “Measuring the strategic readiness of intangible assets”, Harvard Business
Review, Vol. 82 No. 2, pp. 52-63.
Kennedy, K.N., Lassk, F.G. and Goolsby, J.R. (2002), “Customer mind-set of employees throughout the
organization”, Journal of the Academy of Marketing Science, Vol. 30 No. 2, pp. 159-171
Kumar, V. (2008), Managing Customers for Profit, Wharton School Publishing, Upper Saddle River, NJ
Kim, B.Y. (2008), “Mediated effects of customer orientation on customer relationship management performance”,
International Journal of Hospitality & Tourism Administration, Vol. 9 No. 2, pp. 192-218.
Ku, E.C.S. (2010), “The impact of customer relationship management through implementation of information
systems”, Total Quality Management & Business Excellence, Vol. 21 No. 11, pp. 1085-1102.
Leedy, P.D. and Ormrod, J.E. (2005), Practical Research: Planning and Design, 8th ed., Prentice-Hall, Englewood
Cliffs, NJ.
Liu, S.S., Luo, X. and Shi, Y. (2003), “Market oriented organizations in an emerging economy: a study of the
missing links”, Journal of Business Research, Vol. 56 No. 6, pp. 481-491.
Lo, A.S., Stalcup, L.D. and Lee, A. (2010), “Customer relationship management for hotels in Hong Kong”,
International Journal of Contemporary Hospitality Management, Vol. 22 No. 2, pp. 139-159.
MoTA. (2016). Statistics Department, 2010-2016. Amman. Jordan: Ministry of Tourism and Antiquities
Mechinda, P., Patterson, P.G. (2011), The impact of service climate and service provider personality on
employees' customer-oriented behavior in a high-contact setting. Journal of Services Marketing, 25(2),
101 – 113.
208

ISSN 2219-1933 (Print), 2219-6021 (Online)

© Center for Promoting Ideas, USA

www.ijbssnet.com

Mohammed, A, Rahid, B,& Tahir, (2014a), Customer Relationship Management (CRM) Technology and
Organization Performance: Is Marketing Capability a Missing Link? An Empirical Study in the
Malaysian Hotel Industry. Asian Social Science, V1 (10), pp197-21.
Mohammed, A, Rahid, B, & Tahir, (2014b), The Mediating Influence of Marketing Capabilities on the
Relationship Between Knowledge Management and Organization Performance in Hotel Industry. MiddleEast Journal of Scientific Research 19 (12): 1679-1689, 2014
Mohammed, A, & Rashed, B, (2012), Customer Relationship Management (CRM) in Hotel Industry: A
framework Proposal on the Relationship among CRM Dimensions, Marketing Capabilities and Hotel
Performance. International Review of Management and Marketing, V(2),4. PP 220-230.
Mohammad, A, Rashid,B, & Tahir, S (2013), Assessing the influence of customer relationship management
(CRM) dimensions on organization performance, An empirical study in the hotel industry Journal of
Hospitality and Tourism Technology Vol. 4 No. 3, 2013 pp. 228-247
Moriarty, J., Jones, R., Rowley, J. and Kupiec-Teahan, B. (2008), “Marketing in small hotels: a qualitative
study”, Marketing Intelligence & Planning, Vol. 26 No. 3, pp. 293-315.
Mukerjee, K. & Singh, K. (2009), “CRM: a strategic approach”, Journal of Management Research, Vol. 8 No. 2,
pp. 65-82.
Minghetti, V. (2003), “Building customer value in the hospitality industry: towards the definition of a customercentric”, Journal of Information Technology & Tourism, Vol. 6 No. 2, pp. 141-152.
Nunes, J.C., & Dréze, X. (2006), your loyalty program is betraying you. Harvard Business Review, 84(4), 124–
131.
Nunnally, J. (1978). Psychometric theory: New York: Mc Graw-Hill.
Piskar, F. and Faganel, A. (2009), “A successful CRM implementation project in a service company: case study”,
Journal of Management, Informatics and Human Resources, Vol. 42 No. 5, pp. 199-208.
Pallant, J. (2007). SPSS survival manual: a step by step guide to data analysis using SPSS for windows: Crows
vest: Allen and Unwin
Payne, A. (2006), Handbook of CRM: Achieving Excellence in Customer Management. Burlington, MA:
Butterworth-Heinemann
Piercy, N. (2002), Market-Led Strategic Change: A Guide to Transforming the Process of Going to Market,
Butterworth-Heinemann, and Oxford
Paraskevas, A. (2001), “Internal service encounters in hotels: an empirical study”, International Journal of
Contemporary Hospitality Management, Vol. 13 No. 6, pp. 285-292
Plessis, M.D. and Boon, J. (2004), “Knowledge management in e-business and customer relationship
management: South African case study findings”, International Journal of Knowledge Management, Vol.
24, pp. 73-86..
Rababah, K, (2012), Framework for adoption of customer relationship management system in hospital. Theses
phd published UUM
Rigby, D. K., Reichheld, F. F., & Schefter, P. (2004). Avoid the four perils of CRM. Harvard Business Review,
80(2), 101-109.
Richards, K.A., Jones, E. (2008), Customer relationship management: finding value drivers. Industrial Marketing
Management, 37(2), 120–130.
Ryals, L.J. and Knox, S. (2001), “Cross-functional issues in the implementation of relationship marketing through
customer relationship management”, European Management Journal, Vol. 19 No. 5, pp. 534-543.
Sekaran, U. and Bougie, R. (2010), Research Methods for Business: A Skill Building Approach, 5th ed., Wiley
India, New Delhi.
Sigala, M. (2005), “Integrating customer relationship management in hotel operations: managerial and operational
implications”, International Journal of Hospitality Management, Vol. 24 No. 3, pp. 391-413
Sin L.Y.M., Tse A.C.B., Yim F.H.K. (2005), CRM: conceptualization and scale development. European Journal
of Marketing, 39(11/12), 1264-1290
Sirirak, S., Islam, N. and Khang, B.D. (2011), “Does ICT adoption enhance hotel performance?”, Journal of
Hospitality and Tourism Technology, Vol. 2 No. 1, pp. 34-49.
Shi, J. and Yip, L. (2007), “Driving innovation and improving employee capability: the effects of customer
knowledge sharing on CRM”, The Business Review, Vol. 7 No. 1, pp. 107-112
209

International Journal of Business and Social Science

Vol. 7, No. 4; April 2016

Stringfellow, A., winter, N. and Bowen, D. (2004), “CRM: profiting from understanding customer needs”,
Business Horizons, Vol. 47 No. 5, pp. 45-52.
Shaw, G. and Williams, A. (2009), “Knowledge transfer and management in tourism organization: an emerging
research agenda”, Tourism Management, Vol. 30, pp. 325-335
Tamilarasan, R. (2011), Customer Relationship Management in Banking Services. Journal of Advances in
Management, 4(1), 23-34.
Tajeddini, K. (2010), “Effect of customer orientation and entrepreneurial orientation on innovativeness: evidence
from the hotel industry in Switzerland”, Tourism Management, Vol. 31 No. 2, pp. 221-231.Wu, S.I. &
Lu, C. (2012), “The relationship between CRM, RM, and business performance: a study of the hotel
industry in Taiwan”, International Journal of Hospitality Management, Vol. 31, pp. 276-285.
Wu, S.I. & Lu, C. (2012), “The relationship between CRM, RM, and business performance: a study of the hotel
industry in Taiwan”, International Journal of Hospitality Management, Vol. 31, pp. 276-285
Wu, S.I. & Hung, J.M. (2007), “The performance measurement of cause-related marketing by balance scorecard”,
Total Quality Management, Vol. 18 No. 7, pp. 771-791.
Yim, F.H., Anderson, R.E., & Swaminathan, S. (2005), Customer Relationship Management: Its Dimensions and
Effect on Customer Outcomes. Journal of Personal Selling and Sales Management, 24(4), 265–280.
Yi-Wen, F. and Edward, K. (2010), “Customer focus, service process fit and customer relationship management
profitability: the effect of knowledge sharing”, The Service Industries Journal, Vol. 30 No. 2, pp. 203222.
Yilmaz, C., Alpkan, L. and Ergun, E. (2005), “Culture determinants of customer-and learning oriented value
system and their joint effects on firm performance”, Journal of Business Researches, Vol. 58 No. 10, pp.
1340-1352.
Zahay, D., & Griffin, A. (2004), Customer learning processes, strategy selection, and performance in business-tobusiness service Firms. Decision Sciences, 35(2), 169-203.
Zhou, K.Z., Brown, J.R. and Dev, C.S. (2009), “Market orientation, competitive advantage, and performance: a
demand-based perspective”, Journal of Business Research, Vol. 62, pp. 1063-1070

210

