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PENGARUH WORD OF MOUTH DAN PERSONAL SELLING TERHADAP 

KEPUTUSAN PEMBELIAN DI CATERING PANDAN LEAF 

 

ABSTRAK 

 

Catering  Pandan  Leaf  telah  menerapkan  strategi  Word  of  Mouth  terhadap  teman-teman, 

kerabat   terdekat,  saudara,  dan pelanggannya serta melakukan personal selling kepada calon 

pembelinya. Namun sejak adanya Covid-19 hal itu berdampak pada jumlah pemesanan 

yang menurun pada catering Pandan Leaf. Penelitian ini bertujuan untuk mengetahui 

pengaruh word  of  mouth (X1) dan personal selling (X2) terhadap keputusan pembelian 

(Y) pada konsumen di catering Pandan Leaf. Metode yang digunakan dalam penelitian ini 

adalah kuantitatif. Dengan menggunakan penyebaran kuesioner kepada 100 responden. 

Teknik yang digunakan dalam pengambilan sampel adalah accidental sampling, sedangkan 

teknik analisis data yang digunakan dalam penelitian ini adalah analisis regresi linier 

berganda dengan bantuan SPSS 20 dalam mengolah datanya. 

 

Hasil penelitian menunjukkan word  of  mouth dan personal selling secara simultan 

berpengaruh signifikan terhadap keputusan pembelian pada konsumen di catering Pandan 

Leaf. word  of  mouth dan personal selling secara parsial berpengaruh signifikan terhadap 

keputusan pembelian 

 

Kata kunci : Word  Of  Mouth, Personal Selling dan Keputusan Pembelian
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ABSTRACT 

 

Catering Pandan Leaf has implemented a Word of Mouth strategy to its friends, closest 

relatives, relatives, and customers as well as doing personal selling to potential buyers. 

However, since the Covid-19 outbreak, it has had an impact on the number of orders that 

have decreased for Pandan Leaf catering. This study aims to determine the effect of word of 

mouth (X1) and personal selling (X2) on purchasing decisions (Y) on consumers at Pandan 

Leaf catering. The method used in this research is quantitative. By using questionnaires to 

100 respondents. The technique used in sampling is accidental sampling, while the data 

analysis technique used in this study is multiple linear regression analysis with the help of 

SPSS 20 in processing the data. 

 

The results showed that word of mouth and personal selling simultaneously had a significant 

effect on consumer purchasing decisions at Pandan Leaf catering. word of mouth and 

personal selling partially have a significant effect on purchasing decisions 

 

Keywords: Word Of Mouth, Personal Selling and Purchase Decision 

 


