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Abstract	
	
This	study	aims	to	test	and	analyze	the	effect	of	strategic	supplier	partnership	and	customer	relationship	
on	business	performance	through	competitive	advantage	as	an	intervening	variable	in	the	tofu	industry	
in	Kampar	Regency.	The	population	in	this	study	were	all	tofu	industries	in	Kampar	Regency	in	2023,	
namely	 124	 businesses.	 This	 study	 used	 a	 quantitative	 approach	 with	 the	 technique	 of	 probability	
sampling,	namely	by	using	cluster	sampling	in	as	many	as	53	tofu	industries.	The	analysis	method	used	
is	SmartPLS.	The	results	showed	that	strategic	supplier	partnership	has	a	positive	and	significant	effect	
on	competitive	advantage.	Customer	relationship	has	a	positive	and	significant	effect	on	competitive	
advantage.	Strategic	supplier	partnership	has	a	positive	and	significant	effect	on	business	performance.	
Customer	 relationship	 has	 a	 positive	 and	 significant	 effect	 on	 competitive	 advantage.	 Competitive	
advantage	has	 a	 positive	 and	 significant	 effect	 on	business	 performance.	 Competitive	 advantage	 can	
mediate	 the	 effect	 between	 strategic	 supplier	 partnerships	 on	 business	 performance.	 Competitive	
advantage	can	mediate	the	effect	of	customer	relationships	on	business	performance.	
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INTRODUCTION	
Industrial	development	has	an	important	role	in	Indonesia's	economy.	The	industrial	sector	

development	 mission	 implemented	 by	 the	 Ministry	 of	 National	 Development	 Planning	 of	 the	
Republic	of	Indonesia/BAPPENAS	does	not	aim	at	creating	higher	added	value	to	the	economy.	
The	 achievement	 and	 performance	 of	 the	 industrial	 sector	 will	 determine	 the	 success	 of	
development	in	Indonesia	at	present	and	in	the	future.	

Industry	 is	 one	 of	 the	 efforts	 to	 improve	 the	 welfare	 of	 the	 population.	 In	 addition,	
industrialization	is	also	inseparable	from	efforts	to	improve	the	quality	of	human	resources	and	
the	ability	to	optimally	utilize	natural	resources.	Indonesia,	as	one	of	the	developing	countries,	has	
always	 tried	 to	 empower	 the	 role	 of	 industry	 in	 development	 and	 national	 economic	 growth.	
However,	in	the	midst	of	globalization,	business	actors	must	be	able	to	face	every	challenge	and	
intense	competition.	

Micro	 and	 small	 industries	 (SMEs)	 are	 still	 categorized	 as	 informal	 businesses	with	 low	
productivity	 and	use	of	 technology.	Although	 it	has	 started	 to	have	 the	ability	 to	 innovate	and	
develop	 production	 technology.	 However,	 SMEs	 are	 still	 constrained	 by	 a	 number	 of	 classic	
problems	such	as	access	to	capital,	marketing,	raw	materials,	guidance/training,	and	partnerships	
(BPS	Riau	Province,	2022).	

Based	on	data	from	the	CBS	(Central	Bureau	of	Statistics)	of	Riau	Province,	most	of	the	small	
and	microindustrial	businesses	in	high	demand	are	in	the	food	sector.	This	is	because	food	and	
beverages	are	basic	human	needs	that	can	be	continuously	developed	and	potentially	good	in	the	
market.	One	of	the	small	microindustries	engaged	in	the	food	sector	in	Kampar	Regency	is	the	tofu	
industry.	The	tofu	industry	is	a	type	of	industry	engaged	in	food	processing	that	uses	the	main	raw	
material,	namely	soybeans.	Soybeans	are	one	of	the	third-most	important	food	commodities	after	
rice	and	corn.	

	
Table	1.	Pre-survey	Data	on	Tofu	Industry	Business	Performance	

	
No	

	
Question	

Respondents'	Answer	 	
Total	(Industry)	Agree	(S)	 Disagree	(TS)	

1.	 An	 increase	 in	 sales	 volume	 over	 the	
past	2	years.	

4	 6	 10	

2.	 Growth	 or	 increase	 in	 assets	 over	 the	
last	2	years.	

3	 7	 10	

3.	 Growth	 or	 increase	 in	 profit	 over	 the	
last	2	years.	

4	 6	 10	

Source:	Processed	Data	(2024)	
	
Based	 on	 the	 results	 of	 the	 pre-survey	 by	 conducting	 interviews	 and	 providing	

questionnaires	to	tofu	industry	business	owners,	it	was	found	that	the	increase	in	sales	volume	
from	10	respondents	increased	only	40%	of	the	tofu	industry.	Meanwhile,	despite	the	growth	of	
assets	from	10	respondents,	there	were	7	business	industries	that	did	not	experience	an	increase.	
The	increase	in	profit	from	all	respondents	was	only	40%.	Business	owners	experienced	a	decrease	
in	both	sales	volume,	asset	growth,	and	business	profit	growth	due	to	the	increasing	number	of	
similar	businesses	resulting	in	competition.	Not	only	that,	the	unstable	availability	of	raw	materials	
from	suppliers	is	also	an	obstacle	for	tofu	industry	players	in	Kampar	Regency.	This	phenomenon	
is	an	indication	that	the	performance	of	the	tofu	industry	in	Kampar	Regency	has	decreased.	

Increasingly	 intense	 business	 competition	 encourages	 companies	 to	 produce	 the	 best	
performance.	 Small	microindustries,	 as	 business	 entities	 that	 carry	 out	 business	 activities,	 are	
expected	to	be	capable	of	having	good	performance	so	that	they	can	achieve	the	expected	goals.	
But	in	reality,	the	performance	of	the	tofu	industry	does	not	always	go	as	desired.	This	is	caused	
by	 several	 factors	 that	 affect	 the	 performance	 of	 the	 industry,	 one	 of	 which	 is	 competitive	
advantage.	Basically,	 competitive	advantage	comes	 from	 the	value	or	benefits	produced	by	 the	
company	for	customers.	Therefore,	companies	must	compete	in	finding	solutions	to	improve	their	
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competitiveness.	 Competition	 is	 an	 important	 factor	 for	 every	 organization,	 and	 therefore	
organizations	 need	 to	 have	 an	 effective	 strategy	 as	 a	 tool	 for	 gaining	 victory	 in	 existing	
competition.	

Jati	in	(Nafrianti	et	al.,	2022)	defines	competitive	advantage	as	the	extent	to	which	a	company	
can	fulfill	market	demand	in	producing	goods	and	services	while	maintaining	and	increasing	the	
income	of	the	company	and	its	employees.	Meanwhile,	according	to	(Porter,	2020),	competitive	
advantage	is	the	company's	ability	to	meet	customer	needs	effectively	and	efficiently	with	products	
or	services	that	have	more	value	or	at	a	lower	cost.	

The	 results	of	 research	by	 (Nafrianti	 et	 al.,	 2022)	 state	 that	 competitive	 advantage	has	 a	
positive	and	significant	effect	on	business	performance.	This	means	that	if	a	business	has	a	high	
level	of	excellence,	the	resulting	business	performance	will	also	be	higher.	As	described	by	(Porter,	
2020),	competitive	advantage	can	be	gained	if	business	owners	succeed	in	building,	maintaining,	
and	developing	the	company's	various	advantages.	

In	aln	effort	to	increalse	the	compalny's	competitive	aldvalntalge,	supply	chalin	malnalgement	is	
needed,	 in	 which	 implementing	 supplier	 palrtnership	 alnd	 customer	 relaltionship	 straltegies	 is	
needed	in	order	to	crealte	optimall	business	performalnce.	The	alpplicaltion	of	supplier	palrtnership	
alnd	customer	relaltionship	straltegies	caln	reduce	the	impalct	of	competition	in	the	malrket	becaluse	
supply	chalin	malnalgement	caln	crealte	al	competitive	aldvalntalge	for	al	business.	Optimall	supply	chalin	
malnalgement	performalnce	is	expected	to	improve	compalny	performalnce	in	terms	of	operaltions	
alnd	caln	increalse	the	competitiveness	of	the	compalny	(Puspital,	2021).	Competition	is	aln	importalnt	
falctor	for	every	business	owner	alnd	therefore	requires	them	to	halve	aln	effective	straltegy	als	al	tool	
to	win	in	the	existing	competition.	

By	estalblishing	straltegic	palrtnerships	with	suppliers,	compalnies	caln	ensure	al	gualralnteed	
supply	of	ralw	malterialls	alnd	ensure	thalt	suppliers	alre	responsible	for	product	quallity,	allso	known	
als	 straltegic	 supplier	 palrtnerships.	 AL	 straltegic	 supplier	 palrtnership	 is	 al	 long-term	 relaltionship	
between	al	compalny	alnd	its	suppliers.	The	supplier	selection	process	becomes	al	straltegic	alctivity,	
especiallly	when	the	supplier	provides	ralw	malterialls	thalt	will	be	used	for	al	 long	period	of	time.	
Straltegy	supplier	palrtnerships	alffect	the	operaltionall	calpalbilities	alnd	systems	of	suppliers,	which	
in	turn	caln	improve	compalny	performalnce	alnd	vallue	(Thongralwd	et	all.,	2020).	

In	alddition	to	straltegic	supplier	palrtnerships,	business	relaltionships	with	customers	alre	the	
key	 to	 supply	 chalin	 malnalgement	 pralctices.	 Customer	 relaltionships	 alre	 alctivities	 thalt	 alim	 to	
malnalge	customer	complalints,	build	good	 long-term	relaltionships	with	customers,	alnd	 increalse	
customer	saltisfalction.		

The	results	of	resealrch	(Lalurencial	&	ALlhalzalmi,	2023)	showed	thalt	there	wals	al	positive	effect	
between	straltegic	supplier	palrtnership	alnd	competitive	aldvalntalge.	 It	caln	be	salid	thalt	straltegic	
supplier	palrtnership	 is	 one	of	 the	 valrialbles	 thalt	 caln	 alffect	 competitive	 aldvalntalge	becaluse	 the	
existence	 of	 al	 good	 straltegic	 supplier	 palrtnership	 with	 suppliers	 or	 other	 compalnies	 is	 very	
importalnt	for	the	continuity	of	business	alnd	increalsing	business	excellence.	

From	 previous	 resealrch,	 the	 results	 of	 palrtiall	 test	 resealrch	 show	 thalt	 straltegic	 supplier	
palrtnerships	 alnd	 customer	 relaltionships	 halve	 al	 significalnt	 effect	 on	 competitive	 aldvalntalge.	
Competitive	aldvalntalge	balsicallly	develops	from	the	vallue	or	benefits	thalt	the	compalny	crealtes	for	
customers;	 therefore,	 compalnies	 must	 be	 competing	 in	 finding	 solutions	 to	 increalse	 their	
competitiveness.	

Balsed	on	the	description	thalt	hals	been	explalined,	the	resealrcher	is	interested	in	conducting	
resealrch	with	the	title	“The	Effect	of	Supplier	Palrtnership	alnd	Customer	Relaltionship	Straltegies	
on	Business	Performalnce	Through	Competitive	ALdvalntalge	(Study	of	the	Tofu	Industry	in	Kalmpalr	
Regency)”.	

	
RESEARCH	METHODS	
Type	alnd	Source	of	Daltal	

This	resealrch	wals	conducted	in	Kalmpalr	Regency.	The	populaltion	in	this	study	were	alll	tofu	
industries	in	Kalmpalr	Regency	in	2023,	nalmely	124	businesses.	This	study	used	cluster	salmpling,	
which	is	al	waly	of	salmpling	balsed	on	al	palrticulalr	alreal	(Kalsmir,	2022).	This	method	of	determining	
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the	 salmple	wals	 conducted	with	 al	 salmpling	unit,	where	 the	 salmpling	unit	 consisted	of	 severall	
groups	(clusters).	Resealrchers	determined	the	salmple	by	talking	three	(3)	sub-districts	in	Kalmpalr	
Regency	thalt	hald	the	most	tofu	industry	almong	other	sub-districts,	nalmely	Centrall	Kalmpalr	Kiri	
Sub-district,	Talpung,	alnd	Talpung	Hilir.	Balsed	on	these	three	sub-districts,	53	tofu	industries	were	
obtalined.	 The	 daltal	 sources	 used	 in	 this	 study	 alre	 primalry	 daltal	 alnd	 secondalry	 daltal.	 The	 daltal	
collection	techniques	used	in	this	study	alre	questionnalires,	interviews,	alnd	observaltions.	The	daltal	
alnallysis	 method	 used	 for	 hypothesis	 testing	 is	 the	 structurall	 equaltion	model	 (SEM)	 with	 the	
palrtiall	lealst	squalres	(PLS)	alpproalch	using	SmalrtPLS	softwalre.	
	
RESULTS	AND	DISCUSSION	
Evallualtion	of	the	Mealsurement	Model	(Outer	Model)	
1. Vallidity	test	

	

Figure	2.	Mealsurement	Model	(Outer	Model)	

Balsed	on	figure	2,	loalding	falctor	is	used	to	evallualte	the	vallidity	test.	If	the	outer	loalding	vallue	
>	0.70,	then	the	valrialble	indicaltor	is	vallid.	ALll	indicaltors	in	this	study	alre	considered	vallid	becaluse,	
als	shown	in	Figure	3,	the	loalding	falctor	vallues	alre	alll	albove	0.70.	Fornell-Lalrcker	is	al	mealsure	thalt	
compalres	the	squalre	root	of	the	ALVE	vallue	to	the	laltent	valrialble.	The	squalre	root	vallue	of	ealch	
ALVE	construct	must	be	higher	thaln	its	correlaltion	vallue	with	other	constructs.	
	

Talble	2.	Fornell-Lalrcker	Criterion	Test	Results	
Valrialble	 X1	 X2	 Y	 Z	
X1	 0.957	 		 		 		
X2	 0.887	 0.911	 		 		
Y	 0.905	 0.906	 0.957	 		
Z	 0.946	 0.895	 0.918	 0.956	
Source:	SmalrtPLS	processed	daltal,	2024	

	
Balsed	on	Talble	2,	the	squalre	root	ALVE	vallue	on	the	straltegic	supplier	palrtnership	valrialble	

(X1)	 of	 0.957	 is	 grealter	 thaln	 the	 correlaltion	 vallue	with	 other	 constructs.	 This	 shows	 thalt	 the	
straltegic	supplier	palrtnership	valrialble	construct	in	al	palrticulalr	block	is	better	thaln	the	other	block	
correlaltion	vallues.	The	squalre	root	ALVE	vallue	of	the	customer	relaltionship	valrialble	(X2)	of	0.911	
is	grealter	thaln	the	vallue	of	 its	correlaltion	with	other	constructs.	This	shows	thalt	 the	customer	
relaltionship	 valrialble	 construct	 in	 al	 palrticulalr	 block	 is	 better	 thaln	 the	 other	 block	 correlaltion	
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vallues.	The	squalre	root	ALVE	vallue	on	the	business	performalnce	valrialble	(Y)	of	0.957	is	grealter	
thaln	the	vallue	of	its	correlaltion	with	other	constructs.	This	shows	thalt	the	construct	of	the	business	
performalnce	valrialble	in	al	palrticulalr	block	is	better	thaln	the	correlaltion	vallue	of	other	blocks.	The	
squalre	root	ALVE	vallue	of	the	competitive	aldvalntalge	valrialble	(Z)	of	0.956	is	grealter	thaln	the	vallue	
of	its	correlaltion	with	other	constructs.	This	shows	thalt	the	construct	of	the	competitive	aldvalntalge	
valrialble	 in	 al	 palrticulalr	 block	 is	 better	 thaln	 the	 correlaltion	 vallue	 of	 other	 blocks.	 From	 the	
description	of	the	talble	albove,	it	caln	be	concluded	thalt	the	Fornell-Lalrcker	criterion	alnallysis	hals	
no	discriminalnt	vallidity	problems.	

	
2. MRelialbility	test	

Talble	3.	Relialbility	alnd	Vallidity	
Valrialble	 Cronbalch's	allphal	 (rho_al)	 (rho_c)	 (ALVE)	
X1	 0.957	 0.958	 0.965	 0.823	
X2	 0.959	 0.960	 0.967	 0.830	
Y	 0.928	 0.928	 0.949	 0.823	
Z	 0.937	 0.938	 0.955	 0.842	

Source:	SmalrtPLS	processed	daltal,	2024	
	
Talble	3	presents	the	daltal	from	the	callculaltion	of	relialbility	testing,	where	the	requirements	

for	the	relialbility	of	the	resealrch	valrialbles	alre	seen	from	the	Cronbalch's	allphal	vallue	alnd	composite	
relialbility	realching	valrialbles	grealter	thaln	0.70	(>	0.70.).	The	Cronbalch's	allphal	vallue	of	straltegic	
supplier	palrtnership	(X1)	is	0.957;	Cronbalch's	allphal	vallue	of	customer	relaltionship	(X2)	is	0.959;	
Cronbalch's	 allphal	 vallue	 of	 competitive	 aldvalntalge	 (Z)	 is	 0.928;	 alnd	 Cronbalch's	 allphal	 vallue	 of	
business	 performalnce	 (Y)	 is	 0.937.	 For	 the	 composite	 relialbility	 vallue	 of	 straltegic	 supplier	
palrtnership	 (X1)	 of	 0.958;	 composite	 relialbility	 vallue	 of	 customer	 relaltionship	 (X2)	 of	 0.960;	
composite	relialbility	vallue	of	competitive	aldvalntalge	(Z)	of	0.928;	alnd	composite	relialbility	vallue	
of	business	performalnce	of	0.938.	From	the	talble,	the	vallue	of	both	hals	al	vallue	entirely	albove	0.70.	
Therefore,	the	falctors	tested	halve	fulfilled	the	requirements.	

	
3. Hypothesis	Test	

Talble	4.	Hypothesis	Test	
Contruct	 Originall	

salmple	(O)	
Salmple	
Mealn	(M)	

Stalndalrd	 Devialtion	
(STDEV)	

T	 Staltistic	
(O/STDEV)	

P	
Vallues	

SSP(X1)→KU(Y)	 0,339	 0,344	 0,104	 3,262	 0,001	
SSP(X1)→KK(Z)	 0,715	 0,724	 0,094	 7,642	 0,000	
CR(X2)	→KU(Y)	 0,420	 0,421	 0,050	 8,445	 0,000	
CR(X2)	→KK(Z)	 0,261	 0,251	 0,098	 2,670	 0,008	
KU(Y)	→KK(Z)	 0,259	 0,255	 0,079	 3,269	 0,001	
X1	→	Z		→	Y	 0,185	 0,184	 0,065	 2,866	 0,004	
X2	→	Z		→	Y	 0,068	 0,064	 0,032	 2,123	 0,034	

Source:	SmalrtPLS	processed	daltal,	2024	
	
Balsed	on	the	results	of	hypothesis	testing	in	Talble	4,	it	caln	be	seen	thalt:	

• Hypothesis	Testing	1:	The	straltegic	supplier	palrtnership	valrialble	on	competitive	aldvalntalge	
hals	al	positive	Originall	Salmple	vallue	(O),	which	is	0.715.	The	t-staltistic	vallue	is	7.642	>	1.64,	
alnd	the	P-vallues	alre	0.000	<	0.05.	Thus,	the	first	hypothesis	(H1),	which	staltes	thalt	straltegic	
supplier	palrtnerships	halve	al	positive	alnd	significalnt	effect	on	competitive	aldvalntalge	in	the	
tofu	industry	in	Kalmpalr	Regency,	is	alccepted.	

• Hypothesis	 Testing	 2:	 The	 customer	 relaltionship	 valrialble	 on	 competitive	 aldvalntalge	 hals	 al	
positive	Originall	Salmple	vallue	(O),	which	is	0.261.	The	t-staltistic	vallue	of	2.670>	1.64	alnd	the	
P-vallues	 of	 0.008	 <0.05.	 Thus	 the	 second	 hypothesis	 (H2),	 which	 staltes	 thalt	 customer	



Anggia	Paramitha,	Lailan	Tawila	Berampu	&	Ulfah	Nurfiansyah.	The	Effect	Of	Strategic	Supply	
Partnership	And	Customer	Relationship	On	Business	Performance	Through	Competitive	Advantage	(Study	

on	Tofu	Industry	in	Kampar	Regency)	

									https://mahesacenter.org/	 																						 	 						 					ebmsjournal@gmail.com											55	

  
This	work	is	licensed	under	a	Creative	Commons	Attribution	4.0.	

relaltionships	 halve	 al	 positive	 alnd	 significalnt	 effect	 on	 competitive	 aldvalntalge	 in	 the	 tofu	
industry	in	Kalmpalr	Regency,	is	alccepted.	

• Hypothesis	Testing	3:	The	straltegic	supplier	palrtnership	valrialble	on	business	performalnce	
hals	al	positive	Originall	Salmple	vallue	(O),	which	is	0.339.	The	t-staltistic	vallue	is	3.262>	1.64	alnd	
the	 P-vallues	 alre	 0.001	 <	 0.05.	 Thus,	 the	 third	 hypothesis	 (H3),	which	 staltes	 thalt	 straltegic	
supplier	palrtnerships	halve	al	positive	alnd	significalnt	effect	on	business	performalnce	in	the	tofu	
industry	in	Kalmpalr	Regency,	is	alccepted.	

• Hypothesis	 Testing	 4:	 The	 customer	 relaltionship	 valrialble	 on	 business	 performalnce	 hals	 al	
positive	Originall	Salmple	vallue	(O),	which	is	0.420.	The	t-staltistic	vallue	is	8.445>	1.64	alnd	the	
P-vallues	 alre	 0.000	 <0.05.	 Thus,	 the	 fourth	 hypothesis	 (H4),	 which	 staltes	 thalt	 customer	
relaltionships	 halve	 al	 positive	 alnd	 significalnt	 effect	 on	 competitive	 aldvalntalge	 in	 the	 tofu	
industry	in	Kalmpalr	Regency,	is	alccepted.		

• Hypothesis	 Testing	 5:	 The	 competitive	 aldvalntalge	 valrialble	 on	 business	 performalnce	 hals	 al	
positive	originall	salmple	vallue	(O),	which	is	0.259.	The	t-staltistic	vallue	of	3.269>	1.64	alnd	the	
P-vallues	 of	 0.001	 <	 0.05.	 Thus	 the	 fifth	 hypothesis	 (H5),	 which	 staltes	 thalt	 competitive	
aldvalntalge	hals	al	positive	alnd	significalnt	effect	on	business	performalnce	in	the	tofu	industry	in	
Kalmpalr	Regency,	is	alccepted.		

• Hypothesis	Testing	6:	The	straltegic	supplier	palrtnership	construct	on	business	performalnce	
through	competitive	aldvalntalge	hals	al	positive	Originall	Salmple	vallue	(O),	nalmely,	0.185.	The	t-
staltistic	vallue	is	2.866>	1.64	alnd	the	P-vallues	alre	0.004	<0.05.	Thus	the	sixth	hypothesis	(H6),	
which	 staltes	 thalt	 straltegic	 supplier	 palrtnership	 hals	 al	 positive	 alnd	 significalnt	 effect	 on	
business	performalnce	through	competitive	aldvalntalge	in	the	tofu	industry	in	Kalmpalr	Regency,	
is	alccepted.	

• Hypothesis	Testing	7:	The	customer	relaltionship	construct	on	business	performalnce	through	
competitive	aldvalntalge	hals	al	positive	originall	salmple	vallue	(O),	nalmely,	0.068.	The	t-staltistic	
vallue	of	2.123>	1.64	alnd	the	P-vallues	of	0.034	<0.05.	Thus,	hypothesis	seven	(H7),	which	staltes	
thalt	 customer	 relaltionships	halve	 al	 positive	 alnd	 significalnt	 effect	 on	business	performalnce	
through	competitive	aldvalntalge	in	the	tofu	industry	in	Kalmpalr	Regency,	is	alccepted.	

	
DISCUSSION	
The	Effect	of	Straltegic	Supplier	Palrtnership	on	Competitive	ALdvalntalge	

Balsed	 on	 the	 results	 of	 testing	 hypothesis	 1,	 it	 is	 concluded	 thalt	 straltegic	 supplier	
palrtnerships	halve	al	positive	alnd	significalnt	effect	on	competitive	aldvalntalge.	This	shows	thalt	the	
better	or	the	higher	the	level	of	straltegic	supplier	palrtnership	calrried	out	by	business	owners	in	
the	tofu	industry	in	Kalmpalr	Regency,	the	higher	the	competitive	aldvalntalge	caln	be	alchieved.	This	
mealns	 thalt	 business	 owners	 in	 the	 tofu	 industry	 in	 Kalmpalr	 Regency	 strengthen	 straltegic	
relaltionships	 with	 their	 suppliers,	 so	 they	 halve	 more	 opportunities	 to	 alchieve	 competitive	
aldvalntalge	 compalred	 to	 their	 competitors.	 In	 line	 with	 the	 results	 of	 resealrch	 conducted	 by	
(Malkallew	et	all.,	2019)	which	staltes	thalt	straltegic	supplier	palrtnership	hals	al	significalnt	effect	on	
competitive	 aldvalntalge.	 Other	 resealrch	 from	 (Lalurencial	 &	 ALlhalzalmi,	 2023)	 allso	 staltes	 thalt	
straltegic	supplier	palrtnership	hals	al	significalnt	effect	on	competitive	aldvalntalge	in	globall	supply	
chalin	calse	studies	in	cosmetics.	
	
The	Effect	of	Customer	Relaltionship	on	Competitive	ALdvalntalge	

Balsed	on	the	results	of	testing	hypothesis	2,	it	is	concluded	thalt	customer	relaltionships	halve	
al	positive	alnd	significalnt	effect	on	competitive	aldvalntalge.	This	shows	thalt	the	higher	the	level	of	
customer	 relaltionship	 calrried	 out	 by	 the	 tofu	 industry	 business	 owners	 in	 Kalmpalr	 Regency	
towalrds	 their	 customers,	 the	 higher	 the	 business	 owners	 alre	 alble	 to	 alchieve	 al	 competitive	
aldvalntalge.	When	customers	experience	al	sense	of	being	vallued	alnd	calred	for,	they	halve	al	higher	
saltisfalction	with	the	tofu	products	offered.	This	increalse	in	customer	saltisfalction	contributes	to	
loyallty,	which	is	aln	importalnt	element	in	crealting	al	competitive	aldvalntalge.	
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The	positive	alnd	significalnt	effect	given	by	customer	relaltionships	on	competitive	aldvalntalge	
is	in	alccordalnce	with	the	results	of	resealrch	conducted	by	(Ploenhald	et	all.,	2019)	which	staltes	thalt	
customer	 relaltionships	 alffect	 competitive	 aldvalntalge.	 Resealrch	 from	 (ALlqershi	 et	 all.	 ,	 2020)	
showed	thalt	customer	relaltionships	halve	al	significalnt	effect	on	competitive	aldvalntalge.	Halving	al	
good	relaltionship	with	customers	caln	increalse	customer	loyallty,	crealte	vallue	for	customers,	alnd	
differentialte	 algalinst	 competitors	 so	 als	 to	 increalse	 the	 compalny's	 competitive	 aldvalntalge.	
Supported	by	resealrch	(ALmer	&	ALbdulwalhhalb,	2020),	customer	relaltionships	halve	al	significalnt	
effect	on	competitive	aldvalntalge.	However,	 it	 is	different	from	resealrch	from	(ALndalrini	&	Lalely,	
2019)	 which	 staltes	 thalt	 customer	 relaltionships	 halve	 no	 significalnt	 effect	 on	 competitive	
aldvalntalge.	
	
The	Effect	of	Straltegic	Supplier	Palrtnership	on	Business	Performalnce	

Balsed	 on	 the	 results	 of	 testing	 hypothesis	 3,	 it	 is	 concluded	 thalt	 straltegic	 supplier	
palrtnership	hals	 al	 positive	alnd	 significalnt	 effect	on	business	performalnce.	This	 shows	 thalt	 the	
higher	the	level	of	straltegic	supplier	palrtnership	calrried	out	by	tofu	industry	business	owners	in	
Kalmpalr	Regency,	the	better	the	business	owners	alre	alble	to	alchieve	good	business	performalnce.	
By	building	mutuallly	beneficiall	relaltionships,	business	owners	alnd	suppliers	caln	collalboralte	to	
ensure	thalt	the	ralw	malterialls	used	fulfill	high	quallity	stalndalrds,	which	will	halve	al	direct	impalct	
on	the	quallity	of	the	finall	product.	

The	results	of	resealrch	(Jalhid	et	all.,	2023)	stalte	thalt	straltegic	supplier	palrtnerships	alffect	
business	performalnce.	Halving	al	positive	relaltionship	with	suppliers	will	help	the	business	operalte	
better	throughout	its	production	chalin.	In	contralst,	resealrch	from	(Faluzialh	et	all.,	2019)	shows	thalt	
straltegic	 supplier	 palrtnerships	 halve	 no	 significalnt	 effect	 on	 business	 performalnce.	 The	
implementaltion	of	al	good	straltegic	supplier	palrtnership	will	be	alble	to	bring	tofu	businesses	in	
Kalmpalr	Regency	to	alchieve	the	desired	business	performalnce.	
	
The	Effect	of	Customer	Relaltionship	on	Business	Performalnce	

Balsed	on	the	results	of	hypothesis	4	testing,	it	is	concluded	thalt	customer	relaltionship	hals	al	
positive	alnd	significalnt	effect	on	business	performalnce.	This	shows	thalt	 the	higher	the	 level	of	
customer	relaltionship	calrried	out	by	tofu	industry	business	owners	in	Kalmpalr	Regency,	the	better	
the	business	owners	alre	alt	alchieving	good	business	performalnce.	Balsed	on	respondents'	alnswers,	
some	tofu	industry	business	owners	in	Kalmpalr	Regency	increalse	customer	loyallty	by	malintalining	
good	relaltionships	with	customers,	als	well	als	enalbling	falster	halndling	of	complalints	or	product	
problems.	 (ALzis	 et	 all.,	 2023)	 show	 thalt	 good	 customer	 relaltionship	 malnalgement	 (CRM)	 caln	
increalse	customer	saltisfalction,	which	in	turn	contributes	to	better	business	performalnce.	
	
The	Effect	of	Competitive	ALdvalntalge	on	Business	Performalnce	

Balsed	on	the	results	of	testing	hypothesis	5,	it	is	concluded	thalt	competitive	aldvalntalge	hals	
al	positive	alnd	significalnt	effect	on	business	performalnce.	This	shows	thalt	the	higher	the	level	of	
competitive	 aldvalntalge	 calrried	 out	 by	 tofu	 industry	 business	 owners	 in	 Kalmpalr	 Regency,	 the	
better	the	business	alctors	alre	alt	alchieving	good	business	performalnce.	Competitive	aldvalntalge	is	
often	chalralcterized	by	the	albility	of	business	owners	to	produce	high-quallity	tofu	products.	Good	
product	quallity	not	only	alttralcts	customers	but	allso	increalses	customer	saltisfalction	alnd	loyallty.	

Resealrch	(Ritongal	&	Yulhendri,	2019)	staltes	thalt	the	competitive	aldvalntalge	valrialble	hals	al	
significalnt	effect	on	the	performalnce	of	micro	alnd	smalll	food	businesses	in	Paldalng	city.	The	form	
of	influence	is	positive.	This	mealns	thalt	if	competitive	aldvalntalge	is	increalsed,	the	performalnce	of	
smalll	microbusinesses	will	allso	increalse.	In	line	with	resealrch	(Nalfrialnti	et	all.,	2022),	it	staltes	thalt	
competitive	aldvalntalge	hals	al	positive	alnd	significalnt	effect	on	business	performalnce.	
	
The	Effect	of	Straltegic	Supplier	Palrtnership	on	Business	Performalnce	Through	Competitive	
ALdvalntalge	

Balsed	 on	 the	 results	 of	 testing	 hypothesis	 6,	 it	 is	 concluded	 thalt	 straltegic	 supplier	
palrtnership	hals	aln	effect	on	business	performalnce	through	competitive	aldvalntalge.	This	mealns	
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thalt	 there	 is	 aln	 indirect	 effect	 between	 straltegic	 supplier	 palrtnership	 valrialbles	 on	 business	
performalnce	 through	 competitive	 aldvalntalge.	 From	 these	 findings,	 it	 caln	 be	 concluded	 thalt	
straltegic	 supplier	 palrtnerships	 halve	 al	 positive	 alnd	 significalnt	 effect	 on	 business	 performalnce	
through	competitive	aldvalntalge.	The	positive	alnd	significalnt	effect	provided	by	straltegic	supplier	
palrtnerships	 on	 business	 performalnce	 through	 competitive	 aldvalntalge	 is	 in	 line	with	 resealrch	
(Ilmiyalti	&	Munalwalroh,	2016),	which	staltes	 thalt	 competitive	aldvalntalge	 is	alble	 to	medialte	 the	
effect	of	supply	chalin	malnalgement	on	compalny	performalnce	in	SMEs	in	Balntul	Regency.	Strong	
relaltionships	with	suppliers	not	only	improve	product	quallity	alnd	operaltionall	efficiency	but	allso	
support	the	alchievement	of	competitive	aldvalntalge,	which	in	turn	improves	business	performalnce	
in	the	tofu	industry.	
	
The	 Effect	 of	 Customer	 Relaltionship	 on	 Business	 Performalnce	 Through	 Competitive	
ALdvalntalge	

Balsed	on	the	results	of	testing	hypothesis	7,	it	is	concluded	thalt	customer	relaltionships	halve	
aln	effect	on	business	performalnce	 through	competitive	aldvalntalge.	This	mealns	 thalt	 there	 is	aln	
indirect	 effect	 between	 customer	 relaltionship	 valrialbles	 on	 business	 performalnce	 through	
competitive	aldvalntalge.	From	these	findings,	it	caln	be	concluded	thalt	customer	relaltionships	halve	
al	 positive	 alnd	 significalnt	 effect	 on	 business	 performalnce	 through	 competitive	 aldvalntalge.	 The	
positive	 alnd	 significalnt	 effect	 provided	 by	 customer	 relaltionships	 on	 business	 performalnce	
through	 competitive	 aldvalntalge	 is	 in	 line	with	 resealrch	 (ALlalm	&	 Tui,	 2022),	which	 staltes	 thalt	
competitive	 aldvalntalge	 is	 alble	 to	medialte	 the	 effect	 of	 supply	 chalin	malnalgement	 on	 compalny	
performalnce	in	malnufalcturing	compalnies	in	Malkalssalr	City.	

	
CONCLUSION	

Straltegic	 supplier	 palrtnership	 hals	 al	 positive	 alnd	 significalnt	 effect	 on	 competitive	
aldvalntalge	in	the	tofu	industry	in	Kalmpalr	Regency.	Customer	relaltionship	hals	al	positive	alnd	
significalnt	effect	on	competitive	aldvalntalge	in	the	tofu	industry	in	Kalmpalr	Regency.	Straltegic	
supplier	palrtnership	hals	al	positive	alnd	significalnt	effect	on	business	performalnce	in	the	tofu	
industry	in	Kalmpalr	Regency.	Customer	relaltionship	hals	al	positive	alnd	significalnt	effect	on	
competitive	aldvalntalge	in	the	tofu	industry	in	Kalmpalr	Regency.	Competitive	aldvalntalge	hals	
al	 positive	 alnd	 significalnt	 effect	 on	 business	 performalnce	 in	 the	 tofu	 industry	 in	 Kalmpalr	
Regency.	 Straltegic	 supplier	 palrtnership	 hals	 al	 positive	 alnd	 significalnt	 effect	 on	 business	
performalnce	 through	 competitive	 aldvalntalge	 in	 the	 tofu	 industry	 in	 Kalmpalr	 Regency.	
Customer	relaltionships	halve	al	positive	alnd	significalnt	effect	on	business	performalnce	through	
competitive	aldvalntalge	in	the	tofu	industry	in	Kalmpalr	Regency.	
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