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[bookmark: _GoBack]Tujuan penelitian ini adalah untuk mengetahui dan menganalisis Pengaruh Personal Selling, Sales Promotion Dan Distribusi Terhadap Keputusan Pembelian Pada PT. Guardian Pharmatama Cabang Medan. Jenis penelitian adalah kuantitatif. populasi yang akan diteliti adalah konsumen PT. Guardian Pharmatama Cabang Medan khususnya apotik yang ada di medan sebanyak 231 apotik, peneliti menggunakan teknik random sampling, maka di dapatkan hasil yang berjumlah 69 responden sebagai objek penelitian ini. Teknik pengumpulan data dalam penelitian ini dengan observasi, dokumentasi serta kuesioner dengan skala pengukuran data Skala Likert. Teknik analisis data menggunakan uji validitas, reliabilitas dan asumsi klasik. Metode analisis data menggunakan regresi linear berganda dengan bantuan program SPSS. Hasil penelitian menunjukkan personal selling berpengaruh positif dan signifikan terhadap keputusan pembelian, sales promotion berpengaruh positif dan signifikan terhadap kinerja karyawan, distribusi berpengaruh positif dan signifikan terhadap keputusan pemebelian. Secara simultan menunjukkan bahwa personal selling, sales promotion dan distribusi secara serentak berpengaruh positif dan signifikan terhadap keputusan pembelian PT. Guardian Pharmatama Cabang Medan dengan nilai Fhitung (19.778) > Ftabel (2,74), dan nilai signifikansi sebesar 0,001 < 0,05.
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ABSTRACT

The objective of this research was to determine and analyze the influence of
personal selling, sales promotion and distribution on purchasing decisions at PT.
Guardian Pharmatama Medan Branch. The type of research was quantitative.
The population studied was consumers of PT. Guardian Pharmatama Medan
Branch, especially pharmacies in Medan, as many as 231 pharmacies, the
researcher used random sampling techniques, so the results were obtained
totaling 69 respondents as the object of this research. Data collection techniques
in this research were with observation, documentation and questionnaires with
Likert scale data measurement. A data analysis technique was (o use tests of
validity, reliability and classical assumptions. The data analysis method uses
multiple linear regressions with the help of the SPSS program. The results
showed that personal selling had a positive and significant influence on
purchasing decisions, sales promotion had a positive and significant influence on
employee performance, distribution had a positive and significant influence on
purchasing decisions. Simultaneously it shows that personal selling, sales
pmmotmn and distribution simultaneously had a positive and significant
the purchasing decision of PT. Guardian Pharmatama Medan
serveavalue (19,778) = Fuupie (2.74), and significance value of 0.001





