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ABSTRAK 

 

RIZA AULIA NURNADYA, 22042010292, PENGARUH LIVE STREAMING 

SELLING, PRICE DISCOUNT, DAN REVIEW PRODUCT TERHADAP 

KEPUTUSAN PEMBELIAN PRODUK SKINCARE GLAD2GLOW PADA 

TIKTOK SHOP  

 

Penelitian ini bertujuan untuk menganalisis dan mengetahui pengaruh Live 

Streaming Selling (X1), Price Discount (X2), dan Review Product (X3) terhadap 

Keputusan Pembelian (Y) produk skincare Glad2Glow pada TikTok Shop, baik 

secara simultan maupun parsial. Penelitian ini menggunakan pendekatan kuantitatif 

dengan jenis penelitian kausal. Data primer dikumpulkan melalui penyebaran 

kuesioner berbasis Skala Likert kepada 157 responden yang merupakan pengikut 

akun TikTok Shop @glad2glow_id dan telah melakukan pembelian produk 

skincare Glad2Glow. Teknik pengambilan sampel yang digunakan adalah non-

probability sampling dengan pendekatan purposive sampling. Analisis data 

dilakukan menggunakan analisis regresi linier berganda, uji F, uji t, dan koefisien 

determinasi dengan bantuan software SPSS versi 31. Berdasarkan hasil pengujian, 

secara simultan Live Streaming Selling, Price Discount, dan Review Product 

berpengaruh signifikan terhadap keputusan pembelian dengan nilai F hitung sebesar 

182,909 > F tabel 2,66 (sig < 0,05). Secara parsial, Live Streaming Selling 

berpengaruh signifikan dengan nilai t hitung 5,795 > 1,97559, Price Discount 

sebesar 5,397 > 1,97559, dan Review Product sebesar 7,226 > 1,97559 (sig < 0,05), 

di mana Review Product menjadi variabel paling dominan; selain itu, nilai koefisien 

determinasi (R²) sebesar 0,782 menunjukkan bahwa 78,2% variasi keputusan 

pembelian dapat dijelaskan oleh ketiga variabel tersebut. Temuan ini menegaskan 

bahwa strategi pemasaran digital yang diterapkan melalui TikTok Shop terbukti 

efektif dalam memengaruhi keputusan pembelian konsumen terhadap produk 

skincare Glad2Glow. 

 

 

Kata kunci: Live Streaming Selling, Price Discount, Review Product, Keputusan 

Pembelian, Glad2Glow, TikTok Shop 
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ABSTRACT 

 

RIZA AULIA NURNADYA, 22042010292, THE EFFECT OF LIVE 

STREAMING SELLING, PRICE DISCOUNTS, AND PRODUCT REVIEWS 

ON PURCHASE DECISIONS FOR GLAD2GLOW SKINCARE PRODUCTS 

ON TIKTOK SHOP 

 

This study aims to analyze and determine the effect of Live Streaming Selling (X1), 

Price Discount (X2), and Product Review (X3) on Purchase Decisions (Y) of 

Glad2Glow skincare products on TikTok Shop, both simultaneously and partially. 

This study uses a quantitative approach with a causal research type. Primary data 

were collected by distributing Likert Scale-based questionnaires to 157 respondents 

who are followers of the TikTok Shop account @glad2glow_id and have purchased 

Glad2Glow skincare products. The sampling technique used was non-probability 

sampling with a purposive sampling approach. Data analysis was carried out using 

multiple linear regression analysis, F test, t test, and coefficient of determination 

with the help of SPSS software version 31. Based on the test results, simultaneously 

Live Streaming Selling, Price Discount, and Product Review have a significant 

effect on purchasing decisions with a calculated F value of 182.909 > F table 2.66 

(sig <0.05). Partially, Live Streaming Selling has a significant effect with a t-value 

of 5.795 > 1.97559, Price Discount of 5.397 > 1.97559, and Product Review of 

7.226 > 1.97559 (sig < 0.05), where Product Review is the most dominant variable; 

in addition, the coefficient of determination (R²) value of 0.782 indicates that 78.2% 

of the variation in purchasing decisions can be explained by these three variables. 

This finding confirms that the digital marketing strategy implemented through 

TikTok Shop has proven effective in influencing consumer purchasing decisions for 

Glad2Glow skincare products. 

 

Keywords: Live Streaming Selling, Price Discount, Product Review, Purchase 

Decision, Glad2Glow, TikTok Shop 

 


