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ABSTRAK

AUDINA FARAH DEWINTHA TUAPATTINAYA, 20042010098,
PENGARUH LIVE STREAMING, DISCOUNT, CUSTOMER TRUST
TERHADAP IMPULSIVE BUYING DI TIKTOK SHOP

Penelitian ini bertujuan untuk mengetahui dan menganalisis pengaruh live
streaming, discount, customer trust terhadap impulsive buying di TikTok Shop baik
secara simultan maupun parsial. Penelitian dalam skripsi ini dilatar belakangi oleh
fenomena semakin banyaknya terjadi impulsive buying yang terjadi pada e-
commerce. Persaingan saat ini semakin kuat dan ketat. Sehingga TikTok Shop harus
mempunyai strategi yang kuat pula untuk menghadapi persaingan tersebut. Salah
satu strategi yang kuat misalnya dengan adanya dengan menyediakan fitur live
streaming, pemberian discount, serta mengedepankan customer trust untuk
keberlanjutan TikTok Shop kedepannya. Penelitian ini menggunakan variabel
bebas (X) yakni Live Streaming, Discount, Customer Trust serta variabel terikat ()
yaitu Impulsive Buying. Penelitian ini menggunakan metode kuantitatif asosiatif
dengan teknik pengambilan sampel purpossive sampling sebanyak 100 responden
pengguna aplikasi TikTok Shop. Metode pengumpulan data menggunakan
kuesioner. Pengujian instrumen menggunakan uji validitas dan uji reliabilitas dan
hasil pengujian menunjukkan bahwa keseluruhan instrumen dinyatakan valid dan
reliabel. Teknik analisis data menggunakan regresi linier berganda, uji asumsi
klasik, uji f dan uji t. Hasil dari penelitian ini adalah secara parsial “Live Streaming
dan Customer Trust” memiliki pengaruh signifikan dan positif sedangkan untuk
variabel Discount tidak berpengaruh signifikan terhadap Impulsive Buying di
TikTok Shop. Serta secara simultan Live Streaming, Discount, Customer Trust
berpengaruh signifikan dan positif sebesar % terhadap Impulsive Buying di TikTok
Shop.

Kata Kunci : Live Streaming, Discount, Customer Trust, Impulsive Buying



ABSTRACT

AUDINA FARAH DEWINTHA TUAPATTINAYA, 20042010098, THE
INFLUENCE OF LIVE STREAMING, DISCOUNT, CUSTOMER TRUST
ON IMPULSIVE BUYING IN TIKTOK SHOP.

This research aims to determine and analyze the influence of live streaming,
discounts, customer trust on impulsive buying at TikTok Shop, both simultaneously
and partially. The research in this thesis is motivated by the phenomenon of
increasing numbers of impulsive buying occurring in e-commerce. Competition is
currently getting stronger and tighter. So TikTok Shop must also have a strong
strategy to face this competition. One strong strategy, for example, is by providing
a live streaming feature, giving discounts, and prioritizing customer trust for the
sustainability of the TikTok Shop in the future. This research uses the independent
variable (X), namely Live Streaming, Discount, Customer Trust and the dependent
variable (Y), namely Impulsive Buying. This research uses an associative
quantitative method with a purposive sampling technique of 100 respondents who
use the TikTok Shop application. The data collection method uses a questionnaire.
Instrument testing uses validity and reliability tests and the test results show that
the entire instrument is declared valid and reliable. The data analysis technique uses
multiple linear regression, classical assumption test, f test and t test. The results of
this research are that partially "Live Streaming and Customer Trust" have a
significant and positive influence, while the Discount variable has no significant
influence on Impulsive Buying in the TikTok Shop. And simultaneously Live
Streaming, Discounts, Customer Trust have a significant and positive % effect on
Impulsive Buying in the TikTok Shop.

Keywords: Live Streaming, Discount, Customer Trust, Impulsive Buying
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