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ABSTRACT 

 

The internet network has an impact on people's lives due to advances in information 

technology and changing times. The internet is used to do things more efficiently, such 

as spending free time shopping and carrying out online shopping activities which can 

be obtained easily through social media, websites or marketplaces. Shopee, as the e-

commerce with the most visitors, often provides incentives for consumers interested 

in making purchases, such as providing promotional tools including flash sales, free 

shipping vouchers, cashback, discounts which can be called sales promotions. There 

are many categories ranging from goods to service products, old products to the 

newest products, all available on Shopee which supports someone's shopping lifestyle. 

The research aims to determine whether impulsive buying behavior is significantly 

influenced by sales promotions and shopping lifestyle in purchasing products at 

Shopee. Using a quantitative approach through associative research sampling using 

non-probability sampling techniques through purposive sampling techniques which 

must meet predetermined criteria, namely consumers who have purchased products 

twice or more at Shopee in the Surabaya area. Collecting data by distributing e-

questionnaires online via Google form which was filled in by 100 respondents 

according to the criteria. The findings show that the dependent variable impulsive 

buying behavior is significantly influenced by the independent variables, namely sales 

promotion and shopping lifestyle in purchasing products at Shopee. It is hoped that 

Shopee will maintain sales promotions in the form of flash sales, free shipping 

vouchers, cashback, discounts and expand product categories to support the shopping 

lifestyle so that consumers are more impulsive in purchasing products. 

 

Keywords: Sales Promotion, Shopping Lifestyle, Impulsive Buying Behavior 
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ABSTRAK 

 

Jaringan internet memberikan dampak terhadap kehidupan masyarakat akibat 

kemajuan teknologi informasi dan perubahan zaman. Internet digunakan untuk 

melakukan suatu hal agar lebih efisien, seperti menghabiskan waktu luang untuk 

berbelanja dan melakukan aktivitas belanja online yang bisa didapatkan dengan 

mudah melalui media sosial, website, maupun marketplace. Shopee sebagai e-

commerce dengan pengunjung terbanyak seringkali memberikan sebuah rangsangan 

untuk konsumen tertarik melakukan pembelian seperti memberikan alat promosi 

diantaranya yaitu flash sale, voucher gratis ongkir, cashback, discount yang dapat 

disebut dengan sales promotion. Banyaknya kategori mulai dari produk barang 

sampai dengan produk jasa, produk lama sampai dengan produk yang terbaru, semua 

ditersedia di Shopee yang mendukung gaya hidup berbelanja seseorang. Penelitian 

bertujuan untuk mengetahui perilaku impulsive buying sigifikan dipengaruhi oleh 

sales promotion dan shopping lifestyle dalam melakukan pembelian produk di 

Shopee. Menggunakan pendekatan kuantitatif melalui penelitian asosiatif 

pengambilan sampel menggunakan teknik non-probability sampling melalui teknik 

purposive sampling yang harus memenuhi kriteria yang telah ditentukan yaitu 

konsumen yang sudah dua kali atau lebih membeli produk di Shopee di wilayah 

Surabaya. Mengumpulan data dengan menyebarkan secara online e-quesioner melalui 

Google form yang di isi oleh responden sebanyak 100 orang sesuai kriteria. Temuan 

menunjukkan variabel dependen perilaku impulsive buying dipengaruhi signifikan 

oleh variabel independen yaitu sales promotion dan shopping lifestyle dalam 

melakukan pembelian produk di Shopee. Diharapkan bagi pihak Shopee untuk 

mempertahankan sales promotion yang berupa flash sale, voucher gratis ongkir, 

cashback, discount dan memperbanyak kategori produk untuk mendukung gaya hidup 

berbelanja agar konsumen lebih impulsif dalam melakukan pembelian produk. 

 

Kata Kunci : Sales Promotion, Shopping Lifestyle, Perilaku Impulsive Buying 
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