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ABSTRAK

Lutfi Nur Fauzi, 2014 SKRIPSI. Judul “ Analisis Perilaku Konsumen Terhadap
Keputusan Pembelian Sepeda Motor Yamaha Mio GT di Kota Malang

Pembimbing : Dr. Salim Al Idrus, MM, M.Ag
“
Kata Kunci ; Perilaku konsumen, keputusan pembelian.

Perkembangan industri dan teknologi membawa dampak bagi kehidupan manusia.
terutama di dunia usaha pada saat ini. Pada saat ini kebutuhan akan sepeda motor
dikalangan konsumen menjadi suatu hal penting bagi penunjang kegiatan yang
dilakukan sehari-hari. Banyak produsen sepeda motor yang bersaing mendapatkan
konsumen untuk dapat membeli produknya. Maka peneliti ingin mengulas tentang
pengaruh perilaku konsumen terhadap keputusan pembelian sepeda motor Yamaha
Mio GT.

Penelitian ini bertujuan untuk menjelaskan hubungan klausal antara perilaku
konsumen dan keputusan pembelian melalui pengujian hipotesis. Teknik analisis data
yang digunakan yakni (1) uji validitas dan reabilitas dari item-item kuesioner, (2) Uji
regresi linier berganda (3) Uji asumsi klasik. Kemudian model regresi tersebut
dilakukan pengujian hipotesis yakni secara simuitan (uji F). secara parsial (uji t) dan
variabel yang dominan. =

Berdasarkan pengujian hipotesis diperoleh bahwa secara simultan variabel perilaku
konsumen mempunyai pengaruh yang cukup nyata yakni sebesar 9,221. Dan apabila
dilihat dari Adjust R square maka variabel perilaku konsumer mempunyai pengaruh
terhadap keputusan pembelian yakni sebesar 40,9%. Sedangkan, berdasarkan uji t
(secara parsial) semua variabel berpengaruh terhadap keputusaan pembelian. Dilihat
dari koefisien regresi 8 maka dapat disimpulkan bahwa komponen variabel perilakn
konsumen yang dominan mempengaruhi keputusan pembelian adalah variabel kelas
sosial yakni sebesar 0,321. Atas dasar hasil penelitian disarankan konsumen dalam
memperguniakan produk tidak melampaui batas kewajaran, dalam Islam kita
diperbolehkan menikmati benda-benda yang baik dan halal dalam kehidupan. Jadi
kita diperbolchkan memanfaatkan produk, sejauh kita memanfaatkan produk secara
positif.



ABSTRAK

Lutfi Nur Fauzi, 2014 Thesis. Title "Analysis of Consumer Behavior Buying
Decision Against Motorcycles Yamaha Mio GT in Malang

Preceptor : Dr. Salim Al Idrus, MM, M.Ag
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Keywords: Consumer behavior, purchasing decisions:

The develcpment of industry and technology had implications for human life,
especially in the business world today. At this time the need for motorcycle among
consumers becomes an important thing to support activities performed daily. Many
motorcycle manufacturers competing to get consumers to buy their products. The
researchers wanted to review on the influence of consumer behavior on purchase
decisions Yamaha Mio motorcycle GT.

This study aims to describe the relationship between consumer behavior clause and
purchasing decisions through hypothesis testing. Data analysis techniques used are
(1) the validity and reliability of the questionnaire items, (2) multiple lincar
regression (3) Test the classical assumptions. Then the regression model testing the
hypothesis that simultaneous (test F), partial (t test) and the dominant variable.

Based on the hypothesis testing is obtained that simultaneously have variables
influence consumer behavior which is equal to 9,221 real enough. And when seen
from the R-square Adjust variable consumer behavior has an influence on the
purchasing decisions of 40.9%. Meanwhile, based on t test (partially) all variables
affect the purchase despair. Judging from the regression coefficients B it can be
concluded that the vaviable component of consumer behavior that predominantly
affects the purchase decision is the social class variable which is equal to 0.321. On
the basis of the results of the study suggested the consumer in using the product do
not exceed reasonable limits, in Islam, we are allowed to enjoy ths good things in life
and lawful. So we are allowed to take advantage of the product, as far as we take
advantage of the product positively.
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