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ABSTRAK 

Penelitian ini bertujuan untuk mengetahui dan menganalisis pengaruh 

promosi penjualan dan penjualan pribadi terhadap keputusan pembelian mobil 

Daihatsu Xenia pada pameran di BLU Plaza Bekasi. 

Strategi yang digunakan dalam penelitian ini adalah strategi penelitian 

asosiatif kuantitatif dan Metode penelitian yang digunakan adalah survei. Populasi 

dalam penelitian ini adalah pembeli mobil Daihatsu Xenia PT. Armada Auto Tara 

cabang Kalimalang yang mengadakan pameran di BLU Plaza Bekasi. Sampel 

menggunakan indikator sehingga sampel yang sebanyak 70 responden. 

Berdasarkan hasil dan pembahasan menunjukkan bahwa secara parsial 

terdapat pengaruh signifikan promosi penjualan terhadap keputusan pembelian 

mobil Daihatsu Xenia pada pameran di BLU Plaza Bekasi ; secara parsial terdapat 

pengaruh signifikan penjualan pribadi terhadap keputusan pembelian mobil 

Daihatsu Xenia pada pameran di BLU Plaza Bekasi serta secara berganda terdapat 

pengaruh signifikan promosi penjualan dan penjualan pribadi terhadap keputusan 

pembelian mobil Daihatsu Xenia pada pameran di BLU Plaza Bekasi. 

Kata kunci : Promosi Penjualan, Penjualan Pribadi, Keputusan Pembelian 
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THE INFLUENCE OF PERSONAL SALES AND SALES PROMOTION ON 

DAIHATSU XENIA CAR PURCHASE DECISION 

AT EXHIBITION AT BLU PLAZA BEKASI 

 
ABSTRACT 

This study aims to determine and analyze the effect of sales promotions 

and personal sales on purchasing decisions for Daihatsu Xenia cars at exhibitions 

at BLU Plaza Bekasi. 

The strategy used in this research is quantitative associative research 

strategy and the research method used is a survey. The population in this study 

were buyers of Daihatsu Xenia PT. Armada Auto Tara Kalimalang branch which 

held an exhibition at BLU Plaza Bekasi. The sample uses indicators so that the 

sample is 70 respondents. 

Based on the results and discussion, it shows that partially there is a 

significant effect of sales promotion on the decision to buy a Daihatsu Xenia car 

at an exhibition at BLU Plaza Bekasi; Partially, there is a significant effect of 

personal sales on the decision to purchase a Daihatsu Xenia car at the exhibition 

at BLU Plaza Bekasi and multiplied there is a significant effect of sales promotion 

and personal sales on the decision to buy a Daihatsu Xenia car at the exhibition 

at BLU Plaza Bekasi. 

Keywords: Sales Promotions, Personal Sales, Purchasing Decisions 
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