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ABSTRAK 

Selama periode tahun 2014-2018, target penjualan PT Oriflame Pekanbaru hanya 

tercapai pada tahun 2017. Penelitian ini bertujuan untuk mengetahui pengaruh 

kualitas produk, harga, dan promosi terhadap keputusan pembelian produk PT 

Oriflame baik secara parsial maupun simultan. Penelitian menggunakan data primer 

yang dikumpulkan dengan teknik kuesioner. Sampel sejumlah 150 responden 

diambil dengan teknik quota sampling. Data dianalisis menggunakan analisis 

deskriptif dan regresi linier berganda yang lolos uji asumsi klasik. Hasil analisis 

deskriptif menunjukkan bahwa semua variabel penelitian (keputusan pembelian, 

kualitas produk, harga, dan promosi) berkategori sangat tinggi. Hasil analisis 

regresi menunjukkan bahwa kualitas produk, harga, dan promosi berpengaruh 

positif terhadap keputusan pembelian baik secara parsial maupun simultan. Nilai 

koefisien determinasi persamaan regresi sebesar 0,611. 

 

Kata kunci: keputusan pembelian, kualitas produk, harga, promosi 

  



ABSTRACT 

During the 2014-2018 period, PT Oriflame Pekanbaru's sales target was only 

reached in 2017. This study aims to determine the effect of product quality, price, 

and promotion on the purchase decisions of PT Oriflame products either partially 

or simultaneously. The study uses primary data was collected by questionnaire 

technique. A sample of 150 respondents was taken by using the quota sampling 

technique. Data were analyzed using descriptive analysis and multiple linear 

regression that passed the classical assumption test. Descriptive analysis results 

show that all research variables (purchasing decisions, product quality, prices, and 

promotions) are very high in category. The results of the regression analysis 

showed that product quality, price, and promotion had a positive effect on 

purchasing decisions both partially and simultaneously. The coefficient of 

determination of the regression equation is 0.611. 

 

Keywords: purchasing decision, product quality, price, promotion 
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