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ABSTRAK 
 

Penelitian ini bertujuan untuk mengetahui pengaruh promosi penjualan, 

persepsi harga dan kualitas pelayanan terhadap keputusan pembelian mobil 

merek Isuzu ELF pada PT. Armada Auto Tara Kalimalang. 

Strategi penelitian yang digunakan dalam penelitian ini adalah strategi 

asosiatif. Populasi dalam penelitian ini yaitu konsumen yang melakukan 

pembelian tahun 2018 yaitu sebanyak 73 konsumen, dan seluruh populasi 

dalam penelitian ini dijadikan sampel menggunakan teknik sensus. Teknik 

analisis data yang digunakan yaitu uji validitas dan reliabilitas, analisis 

koefisien determinasi dan uji hipotesis. 

Hasil penelitian menyimpulkan bahwa 1) Promosi penjualan berpengaruh 

signifikan terhadap keputusan pembelian mobil merek Isuzu ELF pada                

PT. Armada Auto Tara Kalimalang sebesar 6,40%, 2) Persepsi harga 

berpengaruh signifikan terhadap keputusan pembelian mobil merek Isuzu ELF 

pada PT. Armada Auto Tara Kalimalang sebesar 15,60%, 3) Kualitas pelayanan 

berpengaruh signifikan terhadap keputusan pembelian mobil merek Isuzu ELF 

pada PT. Armada Auto Tara Kalimalang sebesar 8,80%, 4) Promosi penjualan, 

persepsi harga dan kualitas pelayanan berpengaruh signifikan terhadap 

Keputusan pembelian mobil merek Isuzu ELF pada PT. Armada Auto Tara 

Kalimalang sebesar 80,20%.  
 

 

Kata kunci : Promosi Penjualan, Persepsi Harga, Kualitas Pelayanan,  

Keputusan Pembelian 
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INFLUENCE OF SALES PROMOTION, PRICE PERCEPTION,  

AND SERVICE QUALITY ON PURCHASE DECISION 

OF ISUZU ELF BRAND CARS 
 

(Studi at PT. Armada Auto Tara Kalimalang) 
 

 

ABSTRACT 

This study aims to determine influence of sales promotion, price 

perception and service quality on purchasing decisions of Isuzu ELF brand cars 

at PT. Armada Auto Tara Kalimalang. 

The research strategy used in this study is the associative strategy. The 

population in this study is consumers who make purchases in 2018 as many as 

73 consumers, and the entire population in this study was sampled using census 

techniques. Data analysis techniques used are the validity and reliability test, 

the coefficient of determination analysis and hypothesis testing.  

The results of the study concluded that 1) Sales promotion has a 

significant influence on purchasing decisions for Isuzu ELF brand cars at            

PT. Auto Tara Kalimalang fleet of 6.40%, 2) Price perception has a significant 

influence on purchasing decisions for Isuzu ELF brand cars at PT. Auto Tara 

Kalimalang fleet of 15.60%, 3) Quality of service has a significant influence on 

purchasing decisions for Isuzu ELF brand cars at PT. Auto Tara Kalimalang 

fleet of 8.80%, 4) Sales promotion, price perception and service quality 

significantly influence the purchase decision of the Isuzu ELF brand car at           

PT. Kalimalang Tara Auto Fleet of 80.20%. 
 

 

Keyword :  Sales Promotion, Price Perception, Service Quality, Purchase 

Decision 
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