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ABSTRAK

Penelitian ini bertujuan untuk mengetahui pengaruh dari Sales Promotion,
Shopping Lifestye dan Store Atmosphere terhadap Impulse Buying. Jenis penelitian
yang digunakan dalam penelitian ini adalah pendekatan kuantitatif. Populasi dalam
penelitian ini yaitu konsumen yang pernah melakukan pembelian di toko Sentra
Ponsel ITC Permata Hijau, dan Teknik pengambilan sampel dengan non probability
sampling. Data yang digunakan yaitusdata primer melalui penyebaran kuesioner
kepada 100 responden yang pernah berkunjung ke PT.Sentra Ponselindo ITC
Permata Hijau. Metodeanalisis yang digunakan yaitu-menggunakan analisis regresi
berganda, Uji F, Uji t dan Koefisien Determinasi. Hasil. penelitian menunjukan
bahwa secarassimultan terdapat pengaruh yang signifikan antara Sales Promotion,
Shopping.Lifestyle - dan Store Atmosphere terhadap Impulse. Buying. Sales
Promotion secara parsial tidak berpengaruh signifikan terhadap Impulse Buying.
Shopping Lifestyle secara parsial berpengaruh signifikan terhadap Impulse Buying.

Kata Kunci: Sales Promotion, Shopping Lifestyle, Store Atmosphere dan
Impulse Buying
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ABSTRACT

This study aims to determine the effect of Sales Promotion, Shopping Lifestyle and
Store Atmosphere on Impulse Buying. The type of research used in this study is a
quantitative approach. The population in this study are consumers who have made
purchases at the Sentra Ponsel ITC Permata Hijau shop, and the sampling
technique is non-probability sampling. The data used is primary data by
distributing questionnaires to 100.respondents who have visited PT. Sentra
Ponselindo ITC Permata Hijau. The analytical-method used is multiple regression
analysis, F test, t test and the coefficient of determination. The results of the study
show that simultaneously there is a significant influence between Sales Promotion,
Shopping Lifestyle and Store Atmosphere on Impulse Buying. Sales Promotion
partially has no significant effect on Impulse Buying. Shopping Lifestyle partially
has a significant effect on Impulse Buying.

Keywoards: Sales Promotion, Shopping Lifestyle, Store Atmosphere and Impulse
Buying.
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