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Abstract
The digital transformation has created various changes i  the retail industry,such as changes in consumer shopping behavior.These
changes present challenges for  marketing managers to innovate i  sales force management to remain competitive.The concept of
individual ambidexterity is considered an alte rat ive  intervention strategy in sales force management. Individual ambidexterity
behavio  includes explorative behavior that continues to lodtfor  new opportunities and exploitative behavior that increases routine
operational efficieny. This researh  examines the influence of  performance manag 1ment and empowering ledership  on the formation
of individual ambiexterity behavior which encourages sales  fo re  performance. The survey in this research was conducted on 223
salespeople who work in re14  stoes  in variousfood a d  beveage,personal cae,cosmetics, and  pharmaceutical sectors in East Java ,
Indonesia. The research results show that empowering leadeship  has a direct positive effect o  the formation of idividual
ambidexterity, while performance management has no direct positive effect on the  formation of individual ambidexterity.This study
also shows that individual ambidexterity directly influences sales force performance and mediates the relationship between empowering
leadership and sales force performance.
Keywords: Empowering Leadership; Individual Ambidexterity; Performance Management; Retail Stores; Sales Force.

Introduction1
In the increasingly fierce competition in the business world,promotional strateg1s are one of the factors that determine the
success of business continuity. One promotional strategy that is quite often used in the business world is the personal selling
strategy. One form of imtementing a personal selling strategy that is often carried out by various companies is placing sales
personne  in a number of retail stores to help increase sales of the company's products.
The digital transformation is one of the factors causing many companies to question the effectiveness of personal  1elling

strategies through the sales force.The digital transformation has caused a shift in a numbe1 bf consumers who prefer to shop
online. This phenomenon of changing the way of shopping certainly has the potential to reduce the numbe  of visitors who
shop at retail stores offline.
This change phenomenon equires company management to evaluate this strategy choice. However,the choice to abandon this
strategy also has the potential to increase the number of unemployment which will certaanly have a negative impact on the
national economy. Apart from that, the personal selling strategy is also advantageous as a means for companies to build
relationships directly with customers. Humans are still seen as ha i ig  advantages in the form of high empathy and contextual
thinking that cannot be replaced by technology.The existence of this dilemma encourages company management to become
agile learners. Increasing company management's understading of various factors that can improve the performance of sales
personnel is very important to be able to provide the best solutions to increase the effectiveness of sales personnel placed in
retail stores.
To find a solution, Ghoshal and Bartlett (1994) introduced a  concept of individual ambidexterity believed to improve individual
performance. Individual ambidexterity is a concept of combining explorative and exploitative abilities in an individual.
Exploration is often related to lok ing  for variatins  in existing routines that may lead to the creation of new things. In practice,
this explorative behavior cannot stand alone and must be balanced by an exploitative behavior. In contrast to exploration,
exploitation is often associated with the search for improvements and enhancements to existing forms of service, where the
nature of the change is generally small and in service of the same consumers or markets (O'Reilly & Tushman, 2008).
In creating individual ambidexterity to support sales force performance,companies need to build a management system that
encourages the creation of individual ambidexterity in each sales force. Ghoshal and Bartlett(1994) goup  two dimensions
related to the role of management that can be carried out to encourage the creation of individual ambidexterity behavior in
organizational members, namely performance management and social support. In implementing performance management to
manage sales force performance, management can be more comprehensive in managing orgeIizational efforts and resources
to incease productivity and develop sales force competitiveness. One type of leadership that is considered capable  of providing
socialsupport for its members is empowering leadership. Zhang and B rto l  (2010) define empowering  leadership as leadership
that allows leaders to share power with members  of their organization. This division of power is carried out through the process
of conveying an optimal job description, providing greater autonomy in making decisions,and increasing the self-confidence
of organizational members so that they can overcome various obstacles.
Furthermore,to provide the best solution for company management regarding the implementation of sales force placement
strtegies  in retail stores, this research will discuss in more depth the influence of performance management and empowering
leadership in  19couraging the creation of individual ambidexterity in sales personnel to support increased sales force
performance.In fact,a  number of studies on various variables that can encourage the creation of individual ambidexterity to
support sales force perforance  have been carried out in various fields, such as public employees (Luu et al., 2017), health
services (Malik etal.,2017),and software technology (Lindskog et al.,2021).  However, no research has been found on creating
individual ambidexterity in the context of sales force management in retail stores.
The shift in consumer habits towards online shopping presents a challenge for sales personnel working in offline retail stores
to develop individual ambidexterity behavior that balances exploration behavior looking for new opportunities and exploitation
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