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CHAPTER I 

INTRODUCTION 

 

1.1 Background 

 Fashion and lifestyle are the primary needs of people that could change 

(the trend) every year. Both men and women need clothes to fulfill their needs and 

also to express their style look. Fashion also has differences arising on each 

individual as tastes attributed to differences in age, genre, social and moment. In 

Indonesia, fashion business has been growing rapidly. Appearance of foreign 

brand variety and the construction of shopping centers with stores that offer a 

variety of fashion products (example: Aigner, Bally, and Hugo Boss at Ciputra 

World Surabaya) is the fact of the growing fashion industry in Indonesia. Based 

on that fact, there is an opportunity for young designer to participate the 

competition  to win the market. Nikicio, Monstore, and Peter Says Denim are the 

example of Indonesian designers who join the fashion business. 

 Herture is a fashion brand from Surabaya that has been already established 

for two years. Currently the products sold are T-shirts and shirts. Herture sells 

products through two ways: online and offline. Online sales can be processed via 

SMS and email with a specific format, and offline sales can be processed by 

visiting certain events like Sunday Market Surabaya. 
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Figure 1.1 Herture’s Turn Over 
Source : Processed Primary Data (2015) 

 From Figure 1.1, it can be concluded that all this time, Herture sales has 

been increased and decreased or fluctuating. Herture sales peak was at semester 5 

in 2013 and decreased in the following semester in 2014. Several attempts have 

been made to introduce Herture products to increase sales, like following events 

outside the city such as in Yogyakarta and following fashion show in Surabaya’s 

CFD (Car Free Day) and Commersale in Airlangga University. These efforts still 

have not been able to increase Herture’s turn over. This condition causes Herture 

take an appropriate steps to increase sales, one of them is to make a bigger market  

then identify the factor that influence customer to buy the product (the purchase 

intention). 

 According to Schiffman and Kanuk in Lianto and Semuel (2014) 

purchasing intention is the motivation power that exists in individual, which are 

impacting on doing an action. A product has been consumed if it already 
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purchased. Decision to buy is influenced by the value of products that are already 

in evaluation. According to Kotler and Armstrong (2010: 161), evaluation process 

is consumer evaluate brand alternative with similar type of products. Evaluation 

process is crucial because consumer think which brand that can fulfill their need. 

After that consumers decide to buy the product. 

 According to the background, researcher did a preliminiary interview 

about factors that influence people in Surabaya before deciding to buy fashion 

products. Based on tenants that joining Sunday Market Surabaya, there are several 

brands that derived from Surabaya. Street Vacation, After Midnight, WSIW, Full 

Us, and LLL are the brands that have the same target market and types of product  

with Herture.  

Table 1.1 Interview Results 
Respondent Name Owner of Reason to Buy 

Vloek Street Vacation Quality and Price 

Abel After Midnight Quality and Price 

Febrina WSIW Brand Image and Price 

Novia Full Us Brand Image and Design 

Hubait Fletcher and Co Brand Image and Design 

Fiqih LLL Brand Image and Price 

Source : Processed Primary Data (2015) 

 Based on Table 1.1, it can be concluded that the variable of brand image 

and price are the factors that have more influence on the consumers purchase 

intention when compared with variable quality and design. From the seven 

respondents, four of them stated that the brand image is a factor that affects the 

purchase intention of their consumers. In addition, four of the seven respondents 
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also stated that the price is also a fundamental aspect that affects the purchase 

intention of their consumers. 

 According to Sitinjak in Haryono (2015), brand image is an important 

aspect in building a brand, and also a consumer perception based on the 

circumstances.  Based on interviews of researcher, other factors that influences 

the purchase intention is price. According to Nitisusastro (2013:199), the price is 

sacrifice incurred to acquire products or services. From the background and real 

problems on Herture’s business, the researcher wants to identify whether the 

brand image and price have an influence on Herture’s consumers purchase 

intention. 

1.2 Research Question 

 Based on the background, the researcher can formulate the problems as 

follows: 

1. Does brand image significantly affect the purchase intention of Herture’s 

products?! 

2. Does price significantly affect the purchase intention of Herture’s 

products? 

1.3 Research Purpose 

 Based on the previous problem formulation, the researcher can identify the 

purpose of this thesis as follows: 

1. Determine and explain the effect of brand image on the purchase intention 

of Herture’s products. 
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2. Determine and explain the effect of price on the purchase intention of 

Herture’s products. 

1.4 Research Benefit 

 The researcher hopes this thesis can be useful in academic for various 

parties. The benefit that can be obtained from this thesis, can be described as 

follows: 

1. For the researcher : 

a. The researcher can identify the problem. 

            b. The researcher can practice the theoretical to the real problem. 

2. For the readers :  

a. The readers can use the results as a reference for further research. 

b. The readers can use the results as a lesson in making paper. 

3. For Herture : 

a. Herture obtain information related to consumer assessment of the brand 

image and Herture’s products prices. 

b. Herture obtain input in understanding trends and the consumer purchase 

intention as individuals in the purchase of Herture’s products. 

  




