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ABSTRAK

Rani Angraeni, 1504941, “Pengaruh Personal Selling terhadap Keputusan
Berkunjung di ECO BAMBU” (Survei terhadap Person in Charge Wisatawan
Grup di ECO BAMBU), di bawah bimbingan Dr. Lili Adi Wibowo, S.Pd.,S.Sos.,
M.M. dan Yeni Yuniawati, S.Pd., M.M.

Penelitian ini bertujuan untuk menganalisis pengaruh personal selling yang terdiri
dari approach, presentation, handling objective, negotation, close terhadap
keputusan berkunjung di ECO BAMBU. Metode penelitian yang digunakan yaitu
explanatory survey dengan pendekatan cross sectional method dengan jumlah
sampel sebanyak 72 yang terdiri PIC (Person in Charge) wisatawan grup di ECO
BAMBU. Teknik analisis data yang digunakan adalah teknik analisis jalur.
Pelaksanaan personal selling di ECO BAMBU berada pada kategori tinggi dan
keputusan berkunjung berada pada kategori tinggi. Personal selling yang terdiri
dari approach, presentation, handling objective, negotiation, close memiliki
pengaruh postif terhadap keputusan berkunjung dengan sub variabel approach
memiliki pengaruh tertinggi dimana sebagai evaluasi dan bahan masukan untuk
meningkatkan kinerja, kualitas pelayanan, kualitas produk untuk lebih baik lagi di
ECO BAMBU. Hasil penelitian menunjukan terdapat pengaruh yang signifikan
antara personal selling terhadap keputusan berkunjung.

Kata kunci : Keputusan Berkunjung, personal selling dan ECO BAMBU
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ABSTRACT

Rani Angraeni, 1504941, "The Effect of Personal Selling on Purchase Decision in
ECO BAMBU" (Survey of Personal in Charge Group Tourists at ECO BAMBU),
under the guidance of Dr. Lili Adi Wibowo, S.Pd., S.Sos., M.M. and Yeni
Yuniawati, S.Pd., M.M.

Abstract - This study aims to analyze the effect of personal selling which consists
of approach, presentation, handling objective, negotiation, close in purchase
decisions at ECO BAMBU. The research method used is an explanatory survey
with a cross sectional method approach with a total sample of 72 consisting of PIC
(Person in Charge) group consumers who visited ECO BAMBU. Data analysis
technique used is path analysis technique. The implementation of personal selling
in ECO BAMBU is in the high category and purchase decision is in the high
category. Personal Seling which consists of approach, presentation, handling
objective, negotiation and close has a positive effect on purchase decisions with the
approach sub variable having the highest influence where as an evaluation and
input to service quality, product quality to be even better ECO BAMBU. The results
showed that there was a significant influence between personal selling on purchase
decisions.

Keywords — purchase decision, personal selling

Keywords: Purchase decision, personal selling and ECO BAMBU
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