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“Progress is never linear and sometimes it 

feels like a total mess, but is still progress” 

@iamhayleykaye 

 

 

 

"It always seems impossible until it’s 

done." – Nelson Mandela 
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INTISARI 
 

Penelitian ini menguji pengaruh Showrooming Intention terhadap Niat Beli di toko 

melalui Taktik Wiraniga (Kualitas Interaksi, Kecocokan Harga, Saran Produk 

Alternatif dan Kebijakan Retur). Pengambilan sampel dilakukan dengan 

menggunakan metode purposive sampling dengan besaran sampel 180 responden. 

Responden dipilih berdasarkan kriteria, yaitu: wanita, berusia lebih dari 17 tahun, 

melakukan pembelian produk merek Wardah, Emina, atau Make Over selama 6 

bulan terakhir. Penelitian ini menggunakan Partial Least Square sebagai metode 

analisis. Hasil penelitian menunjukan bahwa Showrooming intention berpengaruh 

terhadap niat beli di toko melalui taktik wiraniga (kualitas interaksi yang tinggi, 

kecocokan harga pada saluran online dan offline). 

Kata Kunci: Showrooming Intention, Taktik Wiraniaga, Kualitas Interaksi, 

Kecocokan Harga, Niat Beli 
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ABSTRACT 
 

This study examines the effect of Showrooming Intention on In-Store Buying 

Intentions through Salesperson’s Tactics (Interaction Quality, Matching Prices, 

Suggestions Alternative Product and Explaining Return Policy). Sampling was 

done using purposive sampling method with a sample size of 180 respondents. 

Respondents were selected based on the following criteria: women, aged over 17 

years, had purchased products from the Wardah, Emina, or Make Over brands in 

the last 6 months. This study uses Partial Least Square as an analytical method. 

The results of the study show that showrooming intention has an effect on 

purchase intention in stores through sales person tactics (high interaction, 

matching price through online and offline channels). 

Keyword: Showrooming Intention, Salesperson Tactics, Interaction Quality, 

Matching Prices,  Buying Intention  
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