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ABSTRAK

Tujuan dari penelitian ini adalah untuk mengetahui pengaruh
kepercayaan, promosi dan word of mouth terhadap keputusan pembelian pada
konsumen OSLO Batik Surakarta. Penelitian ini juga bertujuan untuk mengetahui
secara bersama-sama pengaruh dari ketiga variabel independen terhadap variabel
dependen. Jenis penelitian merupakan penelitian kuantitatif, dengan sampel
sebanyak 100 responden. Pengambilan sampel menggunakan teknik convinience-
purposive sampling. Teknik pengumpulan data penelitian melalui kuesioner
dengan skala likert. Metode analisis data yang digunakan adalah uji validitas, uji
reliabilitas, uji asumsi klasik, dan uji analisis regresi linier berganda. Hasil
menunjukkan bahwa baik secara parsial dan simultan variabel kepercayaan,
promosi dan word of mouth berpengaruh positif dan signifikan terhadap
keputusan pembelian. Pada koefisien determinan (R?) diperoleh hasil 0,629
artinya variabel kepercayaan (X1), promosi (X3), dan word of mouth (X3) mampu
menerangkan variabel keputusan pembelian (Y) sebesar 0,629 atau 62,9%, dan
sisanya dapat dijelaskan variabel lain yang tidak terdapat di dalam model.

Kata Kunci: kepercayaan, promosi dan word of mouth dan keputusan pembelian.

ABSTRACT

The purpose of this study is to determine the influence of trust, promotion
and word of mouth on purchasing decisions at consumers Oslo Batik Surakarta.
This study also aims to determine jointly the influence of the three independent
variables to the dependent variable. The type of research is quantitative research,
with a sample of 100 respondents. Sampling using convinience-purposive
sampling technique. Techniques of collecting research data through
questionnaires with Likert scale. Data analysis methods used were validity test,
reliability test, classical assumption test, and multiple linier regression analysis
test. The results show that both partially and simultaneously the variables of trust,
promotion and word of mouth have a positive and significant effect on purchasing
decisions. In the determinant coefficient (R?), the result is 0.629 means that the
trust variable (X;), promotion (X;), and word of mouth (X3) are able to explain
customer satisfaction variable (Y) of 0.629 or 62.9%, and the rest can be
explained other variables which is not in the model.

Keywords: trust, promotion and word of mouth and purchase decision.
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