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RINGKASAN

Seiring meningkatnya kesadaran masyarakat terhadap kesehatan kebugaran
tubuh yaitu berolahraga, Maka mulainya tumbuh industri olahraga yang dimana
peluang usaha yang sangat meyakinkan di era sekarang. Peluang bisnis yang sangat
besar ini juga membawa tantangan tersendiri bagi kaum pengusaha, yaitut ketatnya
persaing di dunia bisnis, khususnya di kota-kota besar seperti surabaya. Salah satunya
Adalah Gymale hadir meramaikan industri olahraga di Surabaya. Gymale merupakan
industri dibidang olaraga yang didirikan oleh Ale Daffa Athalla putra, Gymale yang
telah dikenal sebagai salah satu industri olahraga dibidang jasa yang mengusung
tagline Siap Jadi Jawara, Gymale memilih fokus terhadap membentuk karakter Gym
para jawara dengan notabe Gym khusus pria. Namun, di tengah persaingan yang
samakin ketat, Gymale di Surabaya perlu memahami faktor-faktor yang
mempengaruhi Loyalitas Member, seperti Promotion Strategy, Content Marketing,
dan Kualitas Layanan untuk terus mengembangkan stategi agar dapat meningkatkan
Loyalitas Member.

Penelitian ini merupakan penelitian kuantitatif dengan tujuan untuk menguji
dan menganalisis pengaruh Promotion Strategy, Content Marketing, dan Kualitas
Layanan terhadap Loyalitas Member pada Gymale di Surabaya. Dengan jumlah
sampel sebanyak 100 responden yang dikumpulkan menggunakan kuesioner, teknik
analisis data yang digunakan meliputi Uji Deskriptif, Uji Instrumen, Uji Asumsi
Klasik, dan Uji Hipotesis menggunakan bantuan software SPSS 25. Penelitian ini
dilaksanakan pada bulan Oktober - November 2025.

Hasil penelitian ini menunjukkan bahwa Promotion Strategy secara parsial
berpengaruh signifikan terhadap Loyalitas Member, Content Marketing secara parsial
tidak berpengaruh secara signifikan terhadap Loyalitas Member, dan Kualitas
Layanan secara parsial berpengaruh signifikan terhadap Loyalitas Member. Secara
simultan, Promotion Strategy, Content Marketing, dan Kualitas Layanan secara
simultan berpengaruh signifikan terhadap Loyalitas Member pada Gymale.



SUMMARY

Along with the increasing public awareness of physical fitness, particularly
through exercise, the sports industry has begun to grow, representing a very promising
business opportunity in today's era. This significant business opportunity also presents
its own challenges for entrepreneurs, namely intense competition in the business
world, especially in major cities like Surabaya. One such company is Gymale, which
is enlivening the sports industry in Surabaya. Founded by Ale Daffa Athalla, Gymale
is a sports company specializing in sports services. With the tagline "Ready to Be a
Champion," Gymale focuses on developing the character of a champion gym, as it is
a men's-only gym. However, amidst increasingly fierce competition, Gymale in
Surabaya needs to understand the factors influencing member loyalty, such as
promotion strategy, content marketing, and service quality, to continuously develop
strategies to increase member loyalty.

This quantitative research aims to examine and analyze the influence of

promotion strategy, content marketing, and service quality on member loyalty at
Gymale in Surabaya. With a sample size of 100 respondents collected using a
questionnaire, data analysis techniques included descriptive testing, instrument
testing, classical assumption testing, and hypothesis testing using SPSS 25 software.
This research was conducted from October to November 2025.
The results of this study indicate that Promotion Strategy partially has a significant
effect on Member Loyalty, Content Marketing partially has a significant effect on
Member Loyalty, and Service Quality partially has a significant effect on Member
Loyalty. Simultaneously, Promotion Strategy, Content Marketing, and Service Quality
simultaneously have a significant effect on Member Loyalty at Gymale.
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ABSTRAK

Penelitian ini bertujuan untuk menganalisa dan membuktikan Pengaruh
Promotion Strategy, Content Marketing, dan Kualitas Layanan terhadap Loyalitas
Member Gymale di Surabaya. Penelitian ini menggunakan metode kuantitatif dengan
jumlah sampel 100 responden yang dikumpulkan menggunakan kuesioner dan teknik
analisis data yang digunakan adalah Uji Deskriptif, Uji Instrumen, Uji Asumsi Klasik,
dan Uji Hipotesis dengan SPSS. Penelitian ini dilakukan dari bulan Oktober -
November 2025. Adapun hasil penelitian menunjukkan bahwa semua indikator valid
dan reliabel. Berdasarkan Uji Regresi Linear Berganda, variabel Kualitas Layanan
memiliki pengaruh yang lebih dominan, sedangkan variabel Content Marketing,
memberikan pengaruh yang lebih rendah. Hasil Uji T menyatakan bahwa Promotion
Strategy berpengaruh signifikan terhadap Loyalitas Member, Content Marketing tidak
berpengaruh secara signifikan terhadap Loyalitas Member, dan Kualitas Layanan
berpengaruh signifikan terhadap Loyalitas Member. Uji F menyatakan bahwa secara
simultan, Promotion Strategy, Content Marketing, dan Kualitas Layanan berpengaruh
signifikan terhadap Loyalitas Member Gymale di Surabaya. Sedangkan hasil dari uji
Koefisien Determinasi (R?) menunjukkan bahwa pengaruh variabel independen
terhadap variabel dependen sebesar 81,7% sedangkan sisanya 18,3% dipengaruhi
variabel lain di luar model penelitian.

Kata Kunci : Promotion Strategy, Content Marketing, Kualitas Layanan,
Loyalitas Member
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ABSTRACT

This study aims to analyze and prove the influence of Promotion Strategy,
Content Marketing, and Service Quality on Member Loyalty of Gymale in Surabaya.
This study uses a quantitative method with a sample of 100 respondents collected
using a questionnaire and the data analysis techniques used are Descriptive Test,
Instrument Test, Classical Assumption Test, and Hypothesis Test with SPSS. This study
was conducted from October - November 2025. The results of the study indicate that
all indicators are valid and reliable. Based on the Multiple Linear Regression Test,
the Service Quality variable has a more dominant influence, while the Content
Marketing variable has a lower influence. The results of the T Test state that
Promotion Strategy has a significant effect on Member Loyalty, Content Marketing
does not have a significant effect on Member Loyalty, and Service Quality has a
significant effect on Member Loyalty. The F test states that simultaneously, Promotion
Strategy, Content Marketing, and Service Quality have a significant effect on Member
Loyalty of Gymale in Surabaya. While the results of the Determination Coefficient
(R?) test show that the influence of the independent variable on the dependent variable
is 81.7% while the remaining 18.3% is influenced by other variables outside the
research model.

Keywords : Promotion Strategy, Content Marketing, Service Quality, Member
Loyalty
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