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The purpose of this study was to determine the magnitude of the influence of Social
Media, Personal Selling, and Sales Promotion on Oriflame Product Purchase Interest in STIE
Latifah Mubarokiyah Suryalaya students, either partially or simultaneously.

The research method used is a survey method. Data collection technigues were carried
out through interviews, questionnaires, and literature studies. The sampling technique used was
random sampling with a student population of STIE Latifah Mubarokiyah as many as 186
respondents. The data that has been obtained were analyzed using path analysis.

Based on the analysis results show that Social Media, Personal Selling, and Sales
Promotion have a significant effect on Purchase Interest of Oriflame products in STIE Latifah
Mubarokiyah Suryalaya students, either partially or simultaneously.
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ABSTRAK
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Tujuan penelitian ini untuk mengetahui besarnya pengaruh Media Sosial, Personal Selling,
dan Promosi Penjualan terhadap Minat Beli Produk Oriflame pada mahasiswa STIE Latifah
Mubarokiyah Suryalaya, baik secara parsial maupun simultan.

Metode penelitian yang digunakan adalah metode survey. Teknik pengumpulan data
dilakukan melalui wawancara, kuesioner, dan studi Pustaka. Teknik pengambilan sampel
menggunakan random sampling dengan populasi mahasiswa STIE Latifah Mubarokiyah yaitu
sebanyak 186 responden. Data yang telah diperoleh dianalisis dengan menggunakan analisis jalur.

Berdasarkan hasil analisis menunjukkan bahwa Media Sosial, Personal Selling, dan
Promosi Penjualan berpengaruh secara signifikan terhadap Minat Beli produk Oriflame pada
mahasiswa STIE Latifah Mubarokiyah Suryalaya baik secara parsial maupun secara simultan.
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