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gungsstrukturen und Gruppenarbeit - Ein interdisziplinärer Ansatz, Opladen 1996, S. 330-
352  
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(213) Kleinaltenkamp, Michael: Einführung in das Business-to-Business-Marketing, in: Kleinalten-
kamp, Michael; Plinke, Wulff (Hrsg.): Technischer Vertrieb - Grundlagen, Berlin et al. 1995, 
S. 135-192 

(214) Engelhardt, Werner H.; Kleinaltenkamp, Michael: Analyse der Erfolgspotentiale, in: Kleinal-
tenkamp, Michael; Plinke, Wulff (Hrsg.): Technischer Vertrieb, Berlin et al. 1995, S. 195-285 

(215) Kleinaltenkamp, Michael: Standardisierung und Individualisierung, in: Köhler, Richard; 
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(222) Engelhardt, Werner H.; Kleinaltenkamp, Michael; Reckenfelderbäumer, Martin: Leistungs-
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Dienstleistungen, in: Corsten, Hans (Hrsg.): Integratives Dienstleistungsmanagement, 
Wiesbaden 1994, S. 31-70  
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(229) Kleinaltenkamp, Michael; Karpen, Ingo O.; Kleinaltenkamp, Moritz J.: Novel Practice Incep-
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ness Fitness: Measuring and Managing Across Business Logics, 48th EMAC Conference 
2019, Hamburg, Germany 
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(241) Blachetta, Marie; Kleinaltenkamp, Michael: Dispersion of Marketing Activities: A Case 
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International Conference on Business Market Management, July 2-4, 2015, London 

(242) Kleinaltenkamp, Michael: How to Configure Touch Points: The Influence of Service Design 
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(243) Ilias Danatzis, Ingo Karpen, Michael Kleinaltenkamp: Actor Resource Integration Readi- 
ness and Value Cocreation in Service Ecosystems, in: Proceedings of the 14th Interna- 
tional Research Symposium on Service Excellence in Management (QUIS14), Shanghai, 
June 18-21, 2015 
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International Research Symposium on Service Excellence in Management (QUIS14), 
Shanghai, June 18-21, 2015 

(245) Wernicke, Carolin; Kleinaltenkamp, Michael: The impact of resource integration practices in 
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tional Research Symposium on Service Excellence in Management (QUIS14), Shanghai, 
June 18-21, 2015 

(246) Cozzolino, A.; Wankowicz, E., Massaroni, E., Kleinaltenkamp, M.: Sustainable supply chain 
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service providers, in: Gummesson, E., Mele, C., Polese, F. (Eds.): Service Dominant Logic, 
Network and Systems Theory and Service Science: Integrating three Perspectives for a 
New Service Agenda, 

(247) Wernicke, Carolin; Kleinaltenkamp, Michael: The impact of resource integration practices in 
co-innovation on service beneficiaries’ value-in-use, in: Proceedings of the Naples Forum 
on Service, Naples, June 9-12, 2015 

(248) Kleinaltenkamp, Michael; Nenonen, Suvi; Storbacka, Kaj: Deconstructing the Assumptions 
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in: Proceedings of the ANZMAC 2014 Conference, December 1-3, Brisbane, Australia 
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of Humour in Service Encounters, in: Proceedings of the ANZMAC 2014 Conference, 
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(250) Blachetta, Marie; Kleinaltenkamp, Michael: The Informal Dispersion of Marketing Activities 
in B2B Firms, in: Proceedings of the ISBM Academic Conference 2014: Advances in Busi-
ness-to-Business Marketing, San Francisco, July 30/31 

(251) Wernicke, Carolin; Kleinaltenkamp, Michael: The Impact of Co-Innovation Management on 
Customers' Value-in-Use in Business-to-Business Contexts, in: Proceedings of the ISBM 
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Academic Conference 2014: Advances in Business-to-Business Marketing, San Francisco, 
July 30/31 

(252) Classen, Matthias; Kleinaltenkamp, Michael: Expanding the Concept of Market Orientation 
to Fit B2B Markets, in: Proceedings of the ISBM Academic Conference 2014: Advances in 
Business-to-Business Marketing, San Francisco, July 30/31 

(253) Zhu, Miaomiao; Kleinaltenkamp, Michael; Geiger Ingmar: Fairness Judgements as Pivotal 
Determinants to Achieve Compliance in German and Chinese Business Relationships, in: 
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Marketing, San Francisco, July 30/31 

(254) Kleinaltenkamp, Michael; Nenonen, Suvi; Storbacka, Kaj: Value Propositions and Business 
Model Framing, in: Edvardsson, Bo; Gustafsson, Anders; Lusch, Robert F.; Vargo, Ste- 
phen L. (eds.): Proceedings of the 4th Forum on Markets and Marketing, Karlstad (Swe- 
den), June 16-19, 2014, pp. 21-23  

(255) Baxter, Roger; Kleinaltenkamp, Michael: How Relationship Conditions Affect Suppliers’ 
Resource Inputs, in: Proceedings of  the 43rd EMAC conference, Valencia 2014 

(256) Danatzis, Ilias; Kleinaltenkamp, Michael: Creating Value-In-Use in B2b Markets: The Role 
of Customer Resource Integration Readiness, in: Proceedings of  the 43rd EMAC confer-
ence, Valencia 2014 

(257) Zhu, Miaomiao, Kleinaltenkamp, Michael, Geiger, Ingmar: Where Should Fairness Judg- 
ment Be Anchored? – A Fairness as a Decision Heuristic for Achieving Inter-Firm Compli- 
ance, in: Proceedings of  the 43rd EMAC conference, Valencia 2014  

(258) Großmann, Tobias; Petermann, Arne; Kleinaltenkamp, Michael: Path Dependence in B2B 
Relationships: Partner-Specific Absorptive Capacity as a Self-Reinforcing Mechanism, 
in: Proceedings of the 3rd International Conference on Path Dependence, Berlin 2014 

(259) Sibum, Marie; Kleinaltenkamp, Michael: The degree of dispersion of marketing activities in 
B2B organizations: Antecedents, consequences and the role of informal performing of 
marketing activities, in: Proceedings of the ANZMAC 2013 Conference, Auckland (Neu- 
seeland), 2nd – 4th December 2013 

(260) Zhu, Miaomiao; Kleinaltenkamp, Michael: Where should fairness judgment be anchored? – 
Fairness as a decision heuristic for achieving inter-organizational compliance, in: Procee- 
dings of the ANZMAC 2013 Conference, Auckland (Neuseeland), 2nd – 4th December 2013 

(261) Kellermann, Norman; Kleinaltenkamp, Michael: Agent-based simulation in marketing: A tool 
for combining marketing concepts with dynamics and social interaction, in: Procee- 
dings of the ANZMAC 2013 Conference, Auckland (Neuseeland), 2nd – 4th December 2013 

(262) Baxter, Roger, Kleinaltenkamp, Michael: Intended Resource Inputs Into Customer Rela-
tionships, in: Proceedings of the 6th International Conference on Business Market Man-age-
ment, Bamberg 2013 

(263) Danatzis, Ilias; Geiger, Ingmar; Großmann, Tobias; Kleinaltenkamp, Michael; Zhu, Miao-
miao: Special Session “Fairness in Inter-Organizational Relationships”, Proceedings of the 
6th International Conference on Business Market Management, Bamberg 2013 

(264) Kleinaltenkamp, Michael, Nenonen, Suvi, Storbacka, Kaj: When Solutions Business is not 
the Solution but the Problem, in: Proceedings of the 6th International Conference on Busi-
ness Market Management, Bamberg 2013 

(265) Danatzis, Ilias; Kleinaltenkamp, Michael: The Effects of Perceived Structural and Social Di-
mensions of Fairness and Unfairness on the Quality of Buyer-Seller Relationships - A 
Transaction Cost Perspective, in: Proceedings of  the 42nd EMAC conference, Istanbul 
2013 

(266) Fischer, Andreas; Kleinaltenkamp, Michael: Multistage Marketing in Downstream Supply 
Chains - Antecedents and Impacts, in: Proceedings of  the 42nd EMAC conference, Istanbul 
2013 
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(267) Schönhoff, Alejandro, Geiger, Kleinaltenkamp, Michael: Does multi-stage marketing pay?, 
in: Proceedings of the 42nd EMAC conference, Istanbul 2013 

(268) Kleinaltenkamp, Michael: Resource Integration and Institutional Change – On the value-in-
Use of Institutions within the Market Process, Proceedings of the “Forum on Markets and 
Marketing 2012”, University of Auckland Business School, 10th – 12th December 2012 

(269) Kleinaltenkamp, Michael: Modern Value Chain structures as Drivers of Global Marketing –
Consequences for Marketing Research, Joint ANZMAC-EMAC Session (BIGMAC), Pro-
ceedings of the ANZMAC 2012 Conference, Adelaide (Australien), 3rd - 5th December2012 

(270) Schönhoff, Alejandro; Kleinaltenkamp, Michael; Geiger, Ingmar: Does Mulstistage Market-
ing Pay?, Proceedings of the ANZMAC 2012 Conference, Adelaide (Australien), 3rd - 5th De-
cember 2012 

(271) Kleinaltenkamp, Michael; Macdonald, Emma; Wilson, Hugh: Value Co-creation in a Usage 
Center, in: Institute of the Study of Buiness Markets (ed.): Proceedings of the ISBM Aca-
demic Conference, Chicago 2012, August 15th -16th, 2012 

(272) Marie Sibum, Michael Kleinaltenkamp, Geiger, Ingmar: Marketing without Marketers? –An-
tecedents and Consequences of the Dispersion of Marketing Activities in B2B Organiza-
tions, in: Institute of the Study of Buiness Markets (ed.): Proceedings of the ISBM Academic 
Conference, Chicago 2012, August 15th -16th, 2012 

(273) Zhu, Miamiao; Kleinaltenkamp, Michael: Where to Anchor Outcome Fairness: An Explora-
tion of Antecedents of Fairness Judgment, in: Institute of the Study of Buiness Markets 
(ed.): Proceedings of the ISBM Academic Conference, Chicago 2012, August 15-16, 2012  

(274) Kleinaltenkamp, Michael; Macdonald, Emma; Wilson, Hugh: ‘You’ll  Never Walk Alone’ –
Value Co-creation in a Usage Center, in: Lee, Seung-Hee (ed.): Proceedings of the 2012 
Global Marketing Conference at Seoul, July 19th - 22nd, 2012 

(275) Kleinaltenkamp, Michael; Minculescu, Ioana: Customization or Standardization – The Im-
pact of Uniquness on Firm Performance, in: Lee, Seung-Hee (ed.): Proceedings of the 2012 
Global Marketing Conference at Seoul, July 19th - 22nd, 2012 

(276) Minculescu, Ioana; Kleinaltenkamp, Michael: The Impact of Uniquness on Firm Perfor-
mance, in: Mickelsson, Jacob; and Helkkula, Anu (eds.): Innovative Service Perspectives: 
Proceedings from the AMA SERVSIG International Service Research Conference, Helsinki, 
Finland, June 7th - 9th 2012,  

(277) Haase, Michaela; Kleinaltenkamp, Michael (Eds.): Sustainable Development of Markets 
and Marketing Systems in a Globalized World, Proceedings of the 37th Annual Macromar-
keting Conference, Freie Universität Berlin, Berlin 2012 

(278) Kleinaltenkamp, Michael; Sibum, Marie, Lüddecke, Navina: Dispersion of Marketing Activi-
ties: Relevance and Challenges for B2B Organizations, in: Proceedings of the 41th EMAC 
conference, Lisbon 2012 

(279) Mallach, Raphael; Kleinaltenkamp, Michael: The Dark Side of Relational Rents, in: Pro-
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(280) Kleinaltenkamp, Michael; Macdonald, Emma; Wilson, Hugh: How co-creation processes 
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nological Path Dependence in Two-sided Markets with an Application to Platform Competi-
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Roger; Lee, Yeonhee: The bonding effects of relationship value and switching costs in in-
dustrial buyer-seller relationships: an investigation into role differences, in: Proceedings of 
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Proceedings of the 7th International Research Conference on Relationship Marketing and 
Customer Relationship Management, Berlin 2003  

(304) Kleinaltenkamp, Michael, Günter, Bernd: Die Mehrstufigkeit der Kunstmärkte – Lernen vom 
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mehmungsführung und Unternehmensforschung der Ruhr-Universität Bochum, Bochum 
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(307) Kleinaltenkamp, Michael; Weight, Martin: Interrelations between Interorganizational and In-
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