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“Boleh jadi kamu membenci sesuatu, padahal ia amat baik bagimu dan boleh jadi 

pula kamu menyukai sesuatu, padahal ia amat buruk bagimu” 

( QS : AL BAQARAH  : 216 ) 

 

“Hadapi dengan tenang, akhiri dengan senang” 
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ABSTRAK 

 

Penelitian ini bertujuan untuk menganalisis pengaruh sales promotion, electronic 

word of mouth, dan hedonic shopping motivation terhadap impulse buying pada e-

commers shopee. Pemilihan sampel dalam penelitian ini menggunakan purposive 

sampling. Sampel penelitian ini yaitu sebanyak 110 responden. Metode penelitian 

dalam penelitian ini yaitu uji regresi linear berganda. Berdasarkan hasil penelitian 

menunjukan bahwa secara simultan variabel sales promotion, electronic word of 

mouth, dan hedonic shopping motivation berpengaruh terhadap impulse buying. 

Secara parsial, variabel sales promotion dan hedonic shopping motivation 

berpengaruh positif dan signifikan terhadap impulse buying. Sedangkan variabel 

electronic word of mouth tidak berpengaruh terhadap impulse buying.   

 

Kata kunci : Sales Promotion, Electronic Word Of Mouth, Hedonic Shopping 

Motivation,  dan Impulse Buying.  
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ABSTRACT 

 

The study aims to analyze the influence sales promotion, electronic word of mouth 

and hedonic shopping motivation on impulse buying at e-commers shopee. The 

selection of samples in this study used purposive sampling. The sample of this 

studi was 110 respondent. The research method in this study is multiple linear 

regresion. The result of analysis show that simultaneously the variables of sales 

promotion, electronic word of mouth and hedonic shopping motivation affect 

impulse buying. For partial, the variables of sales promotion and hedonic 

shopping motivation has a positive and significant effect on impulse buying, while 

the variable electronic word of mouth have no effect on impulse buying. 

 

 

 

Keyword : Sales Promotion, Electronic Word Of Mouth, Hedonic Shopping 

Motivation and Impulse Buying. 
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