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ABSTRACT

The purpose of this study is to know the influence of direct selling, perceived price
and sponsorship to the implications in the purchase decision on PT Pfizer
Products. Research data was collected from Juny 30™ 2016 until August 30"
2016. The sample was selected by the Tabachnik & Fidell method with only 130
respondents. The multiple linear regression analysis method was used in the
research by SPSS version 22.0 (Statistical Package for the Social Sciences)
system. The result conveyed that the Direct Selling had an influences to Purchase
Decision, Perceived Price had an influences to Purchase Decision, Sponsorship
had an influences to Purchase Decision, Direct Selling, Perceived Price, and
Sponsorship had an influences Purchase Decision.
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ABSTRAK

Penelitian ini bertujuan untuk mengetahui dan menganalisis pengaruh direct
selling, perceived price dan sponsorship terhadap implikasinya pada purchase
decision Produk PT Pfizer. Data penelitian ini merupakan data yang dikumpulkan
melalui observasi pada 30 Juni 2016 samapi dengan 30 Agustus 2016. Metode
sampling yang digunakan adalah Tabachnik & Fidell menggunakan 130
responden. Metode analisis yang diguanakan dalam penelitian ini adalah
menggunakan analisis regresi linier berganda dengan menggunakan SPSS versi
22.0 (Statistical Package for the Social Sciences). Hasil penelitian menunjukkan
bahwa Direct Selling berpengaruh terhadap Purchase Decision, Perceived Price
berpengaruh terhadap Purchase Decision, Sponsorship berpengaruh terhadap
Purchase Decision, Direct Selling, Perceived Price, dan Sponsorship berpengaruh
terhadap Purchase Decision.

Kata Kunci : direct selling, perceived price, sponsorship, purchase decision
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