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ABSTRAK

Pengaruh Pengaruh Harga, Store atmosphere dan Kepercayaan
Pelanggan terhadap loyalitas Pelanggan yang di Mediasi oleh Kepuasan
Pelanggan pada Gus Barber; Moh. Muhibbudin; 3120040; 2024; 130 halaman.
Barbershop salah satu layanan yang banyak diminati oleh masyarakat, faktor-
faktor seperti harga, atmosfer toko, dan kepercayaan pelanggan memainkan
peranan penting dalam menentukan kepuasan dan loyalitas pelanggan. Tujuan
penelitian ini merupakan untuk mengetahui dan menganalisis pengaruh langsung
dan mediasi dari variabel yang telah ditulis dalam judul penelitian. Medote
penelitian ini menggunakan kuantitatif dengan analisis SEM melalui system
Smart-PLS versi 4.0. pengujian yang dilakukan yakni Outer model, inner model,
uji moderasi. Dan uji hipotesis. Sampel yang diguanakan untuk penelitian ini
sebanyak 132 responden. Berdasarkan hasil yang diperoleh menunjukkan tidak
ada pengaruh signifikan harga terhadap kepuasan pelanggan, tidak ada pengaruh
signifikan store atmosphere terhadap kepuasan pelanggan, ada pengaruh
signifikan kepercayaan pelanggan terhadap kepuasan pelanggan, tidak ada
pengaruh signifikan harga terhadap loyalitas pelanggan, ada pengaruh signifikan
store atmosphere terhadap loyalitas pelanggan, tidak ada pengaruh signifikan
kepercayaan pelanggan terhadap loyalitas pelanggan, pengaruh signifikan
kepuasan pelanggan terhadap loyalitas pelanggan, kepuasan pelanggan tidak
signifikan berperan sedagai variabel mediasi yaitu memediasi pengaruh tidak
langsung harga terhadap loyalitas pelanggan dengan, kepuasan pelanggan tidak
signifikan berperan sebagai variabel mediasi yaitu memediasi pengaruh tidak
langsung store atmosphere terhadap loyalitas pelanggan dan kepuasan pelanggan
signifikan berperan sedagai variable mediasi yaitu memediasi pengaruh tidak
langsung kepercayaan pelanggan terhadap loyalitas pelanggan.

Kata Kunci: Harga, Store atmosphere, Kepercayaan Pelanggan, loyalitas
Pelanggan, dan Kepuasan Pelanggan.
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ABSTRACK

The Effect of Price, Store atmosphere and Customer Trust on Customer
loyalty Mediated by Customer Satisfaction at Gus Barber, Moh. Muhibbudin,
3120040, 2024; 130 pages. Barbershop is one of the services that is in great
demand by the public, factors such as price, store atmosphere, and customer trust
play an important role in determining customer satisfaction and loyalty. The
purpose of this study is to determine and analyze the direct and mediating effects
of the variables that have been written in the research title. This research medote
uses quantitative with SEM analysis through the Smart-PLS version 4.0 system.
The tests carried out are QOuter model, inner model, moderation test. And
hypothesis testing. The sample used for this study was 132 respondents. Based on
the results obtained, it shows that there is no significant effect of price on
customer satisfaction, no significant effect of store atmosphere on customer
satisfaction, there is a significant effect of customer trust on customer satisfaction,
no significant effect of price on customer loyalty, there is a significant effect of
store atmosphere on customer loyalty, there is no significant effect of customer
trust on customer loyalty, significant effect of customer satisfaction on customer
loyalty, customer satisfaction does not significantly act as a mediating variable,
namely mediating the indirect effect of price on customer loyalty with, customer
satisfaction does not significantly act as a mediating variable, namely mediating
the indirect effect of store atmosphere on customer loyalty and customer
satisfaction significantly acts as a mediating variable, namely mediating the
indirect effect of customer confidence on customer loyalty.

Keywords: Price, Store atmosphere, Customer Trust, Customer loyalty, and
Customer Satisfaction
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