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ABSTRACT 

 

The purpose of this research is to test the influence of service quality 

and price on customer buying decision in The Global Jaya Selang 

Company with B2B and B2C customers as the forms of commercial 

transactions of the company. The independent variables on this research 

are service quality (X1) and price (X2), while the dependent variable is 

the customer buying decision. Technique of data analysis used in this 

study is multiple regression analysis techniques using dummy variabel. 

The sample used is purposive sampling which involves 78 respondents, 

where 30 respondents are categorized as B2B customers and 48 

respondents are B2C customers. The research results show that the 

service quality and price have significant influence on the customer 

buying decision in The Global Jaya Selang Company and have no 

difference between B2B and B2C customers on service quality and price 

to customer buying decision in The Global Jaya Selang Company.   
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INTRODUCTION 

In this era of globalization, the industrial sector is among the sectors that have increased rapidly. 

As in Indonesia, the numbers of large-sized and medium-sized industry are still increasing. The 

Global Jaya Selang Company as a sole trader company is one of the businesses that focus on 

selling hoses, pipes, and hose accessories specified for industrial machinery and hydraulic 

machines usages. The Global Jaya Selang Company adopts B2B and B2C as its forms of 

commercial transactions.  

However, the recent sales level of The Global Jaya Selang Company has decreased significantly, 

due to the increasing and tight competition among similar businesses. Prior to this, the 

researcher conducted a preliminary survey to ten customers of the company before buying 

hydraulic hoses or industrial hoses as the company’s products. The survey result showed that 

seven out of ten customers (70%) who bought the products of the company shared similar 

perception, that the service quality became their priority when deciding to buy hydraulic hoses 

or industrial hoses. Furthermore, six out of ten customers (60%) also agreed that price 

influenced their buying decision. Only four customers (40%) bought the company’s products 


