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ABSTRAK 

 

 

 

Konsumen melakukan pembelian impulsif karena faktor-faktor situasional 

yang dirasakan konsumen saat berbelanja di dalam toko, dimana faktor-faktor 

situasional ini dapat dibagi dalam faktor personal yang terdiri atas money 

availability, family influence, serta time availability, dan juga faktor di dalam toko 

yang terdiri atas sales promotion, store environment, serta friendly empolyees, 

Pembelian impulsif konsumen juga dapat disebabkan oleh berbagai hal seperti 

ketersediaan uang, mood, harga, layout toko, ketersediaan waktu, promosi, 

lingkungan toko serta referensi kelompok yang berpengaruh negatif terhadap 

impulse buying selain itu juga terdapat POS terminal/fasilitas ATM yang 

berpengaruh positif terhadap impulse buying. Penelitian ini bertujuan untuk 

mengetahui pengaruh personal factor, in-store factor, mood of consumer, POS 

terminal/ATM facility berpengaruh positif terhadap impulse buying di Pull & Bear 

Galaxy Mall Surabaya.  

Populasi dalam penelitian ini adalah konsumen Pull & Bear Galaxy Mall 

Surabaya. Jumlah sampel yang diteliti sebanyak 100 responden. Pengambilan 

sampel menggunakan teknik purposive sampling. Analisis data menggunakan 

analisis analisis regresi linier berganda dengan menggunakan program SPSS. Hasil 

analisis data menunjukkan bahwa money availability, family influence, time 

availability, sales promotion, store environment, friendly employees, mood of 

customer dan POS terminal berpengaruh positif dan signifikan terhadap impulse 

buying di Pull & Bear Galaxy Mall Surabaya. 

 

Kata Kunci: money availability, family influence, time availability, sales promotion, 

store environment, friendly employees, mood of customer, POS terminal, impulse 

buying 
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THE IMPACT IN-STORE FACTORS, PERSONAL FACTORS, MOOD OF 

CONSUMER, POS TERMINAL TO IMPULSE BUYING AT PULL & 

BEAR IN GALAXY MALL SURABAYA 

Abstract 

 

Consumers make an impulse buying because of the perceived situational 

factors of consumers when shopping in stores, where these situational factors can 

be divided into personal factors consisting of money availability, family influence, 

As well as time availability, and also the factors in the shop consisting of sales 

promotion, store environment, and friendly employees, the impulse buying of 

consumers can also be caused by various things such as money availability, mood, 

price, store layout, Availability of time, promotion, store environment, and group 

references negatively affect impulse buying in addition to there is also POS 

terminal/ATM facility that have positive effect on impulse buying. This research 

aims to determine the influence of personal factors, in-store factor, mood of 

consumer, POS Terminal/ATM facility has positive effect on impulse buying in 

Pull & Bear Galaxy Mall Surabaya.  

The population in this study is a consumer of Pull & Bear Galaxy Mall 

Surabaya. Number of samples studied as much as 100 respondents. Sampling using 

purposive sampling techniques. Data analysis uses multiple linear regression 

analysis using SPSS program. Data analysis results show that money availability, 

family influence, time availability, sales promotion, store environment, friendly 

employees, mood of customer and POS terminal have positive and significant effect 

on impulse buying in Pull & Bear Galaxy Mall Surabaya. 

 

Keywords: money availability, family influence, time availability, sales promotion, 

store environment, friendly employees, mood of customer, POS terminal, impulse 

buying 

 


	new doc 2019-07-12 11.54.16-20190712115620
	Cov-Absc
	PERNYATAAN KEASLIAN KARYA ILMIAH DAN PERSETUJUAN PUBLIKASI KARYA ILMIAH
	DAFTAR LAMPIRAN

	ABSTRAK


