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MOTTO 

 

“In Christ alone  

my hope is found, He is my light,  

my strength, my song” 

(Kristian Stanfill) 

 

 

“Janganlah takut, sebab Aku menyertai engkau;janganlah bimbang  

sebab aku ini Allahmu; Aku akan memberikan kekuatan kepadamu,  

sungguh, Aku akan menolong engkau; sungguh, Aku akan  

meneguhkan engkau dengan tangan kanan-Ku yang adil” 

(Yesaya 41:10) 

 

 

“God knows the right time, the right place,  

the right person, and the right answer  

to our prayers” 

  



 

 

vii 
 

DAFTAR ISI 

 
LEMBAR PERSETUJUAN PEMBIMBING .......................................................... i 

PERNYATAAN ................................................................................................... iii 

KATA PENGANTAR ........................................................................................... iv 

MOTTO .............................................................................................................. vi 

DAFTAR ISI ....................................................................................................... vii 

DAFTAR TABEL .................................................................................................xi 

DAFTAR GAMBAR ........................................................................................... xiii 

DAFTAR LAMPIRAN ....................................................................................... xiv 

ABSTRAK .......................................................................................................... xv 

BAB I ................................................................................................................... 1 

PENDAHULUAN ................................................................................................. 1 

1.1. Latar Belakang ..................................................................................... 1 

1.2. Rumusan Masalah ................................................................................ 9 

1.3. Tujuan Penelitian ................................................................................ 10 

1.4. Manfaat Penelitian .............................................................................. 11 

1.5. Sistematika Penulisan .......................................................................... 12 

BAB II ............................................................................................................... 15 

TINJAUAN PUSTAKA ...................................................................................... 15 

2.1 Landasan Teori ................................................................................... 15 

2.1.1 Niat Beli .......................................................................................... 16 

2.1.2 Profesionalisme ............................................................................... 18 

2.1.3 Interaksi ......................................................................................... 19 

2.1.4 Diskon Harga .................................................................................. 21 

2.1.5 Kepercayaan ................................................................................... 23 

2.2 Penelitian Terdahulu ........................................................................... 25 

2.3 Pengembangan Hipotesis ..................................................................... 30 



 

 

viii 
 

2.3.1. Pengaruh Profesionalisme terhadap Niat Beli ................................... 30 

2.3.2. Pengaruh Profesionalisme terhadap Kepercayaan ............................ 31 

2.3.3. Pengaruh Interaksi terhadap Niat Beli ............................................. 32 

2.3.4. Pengaruh Interaksi terhadap Kepercayaan ...................................... 34 

2.3.5. Pengaruh Harga Diskon terhadap Niat Beli ...................................... 35 

2.3.6. Pengaruh Harga Diskon terhadap Kepercayaan ............................... 36 

2.3.7. Pengaruh Kepercayaan terhadap Niat Beli ....................................... 38 

2.3.8. Pengaruh Kepercayaan dalam Memediasi Hubungan Anatara 

Profesionalisme dan Niat Beli ....................................................................... 39 

2.3.9. Pengaruh Kepercayaan dalam Memediasi Hubungan Anatara Interaksi 

dan Niat Beli ............................................................................................... 40 

2.3.10. Pengaruh Kepercayaan dalam Memediasi Hubungan Anatara Harga 

Diskon dan Niat Beli .................................................................................... 42 

2.4 Kerangka Penelitian ............................................................................ 43 

BAB III .............................................................................................................. 44 

METODE PENELITIAN .................................................................................... 44 

3.1. Jenis Penelitian ................................................................................... 44 

3.2. Objek, Subjek, dan Tempat Penelitian ................................................. 45 

3.3. Populasi dan Sampel ........................................................................... 45 

3.4. Metode Pengumpulan Data ................................................................. 47 

3.5. Definisi Operasional ............................................................................ 49 

3.6. Pengukuran Data ................................................................................ 52 

3.7. Metode Analisis Data ........................................................................... 52 

3.7.1. Statistik Deskripstif ......................................................................... 52 

3.7.2. Pengujian Instrumen ....................................................................... 54 

3.7.3. Outer model ..................................................................................... 54 

3.7.4. Inner model .................................................................................... 57 

3.7.5. Uji Hipotesis ................................................................................... 58 

3.7.6. Uji Mediasi ..................................................................................... 58 

3.8. Hasil Uji Kuesioner ............................................................................. 61 

3.8.1. Face Validity ................................................................................... 61 

3.9. Structural Equation Model ................................................................... 64 

3.10. Alat Analisis ........................................................................................ 64 



 

 

ix 
 

3.10.1. Smart Partial Least Square (Smart PLS) ...................................... 64 

BAB IV .............................................................................................................. 65 

ANALISIS DATA DAN PEMBAHASAN ............................................................. 65 

4.1. Prosedur Pengumpulan Data ............................................................... 65 

4.2. Pilot Test ............................................................................................. 65 

4.2.1. Hasil Uji Validitas............................................................................ 65 

4.2.2. Hasil Uji Reliabilitas ........................................................................ 68 

4.3. Hasil Statistik Deskriptif Responden .................................................... 69 

4.3.1. Analisis Responden Berdasarkan Filtering ....................................... 69 

4.3.2. Profil Responden Berdasarkan Demografis ...................................... 71 

4.4. Analisis Deskriptif ............................................................................... 74 

4.4.1. Analisis Deskriptif Variabel Profesionalisme .................................... 75 

4.4.2. Analisis Deskriptif Variabel Interaksi ............................................... 76 

4.4.3. Analisis Deskriptif Variabel Harga Diskon ....................................... 77 

4.4.4. Analisis Deskriptif Variabel Kepercayaan ........................................ 78 

4.4.5. Analisis Deskriptif Variabel Niat Beli ............................................... 80 

4.5. Hasil Analisis Partial Least Squared (PLS) ............................................ 81 

4.5.1. Outer model (Measurement Model).................................................... 82 

4.5.2. Inner Model .................................................................................... 88 

4.6. Pengujian Hipotesis ............................................................................. 91 

4.7. Pengujian Mediasi ............................................................................... 96 

4.8. Pembahasan Hipotesis ....................................................................... 100 

4.8.1. Pengaruh Profesionalisme Terhadap Niat Beli ................................ 100 

4.8.2. Pengaruh Profesionalisme Terhadap Kepercayaan ......................... 101 

4.8.3. Pengaruh Interaksi Terhadap Niat Beli .......................................... 103 

4.8.4. Pengaruh Interaksi Terhadap Kepercayaan ................................... 103 

4.8.5. Pengaruh Harga Diskon Terhadap Niat Beli ................................... 105 

4.8.6. Pengaruh Harga Diskon Terhadap Kepercayaan ............................ 106 

4.8.7. Pengaruh Kepercayaan Terhadap Niat Beli .................................... 106 

4.8.8. Pengaruh Kepercayaan Dalam Memediasi Hubungan Antara 

Profesionalisme dan Niat Beli ..................................................................... 108 

4.8.9. Pengaruh Kepercayaan Dalam Memediasi Hubungan Antara Interaksi 

dan Niat Beli ............................................................................................. 109 



 

 

x 
 

4.8.10. Pengaruh Kepercayaan Dalam Memediasi Hubungan Antara Harga 

Diskon dan Niat Beli .................................................................................. 110 

BAB V .............................................................................................................. 112 

PENUTUP........................................................................................................ 112 

5.1. Kesimpulan ....................................................................................... 112 

5.1.1. Kesimpulan Profi Responden ......................................................... 112 

5.1.2. Kesimpulan Deskriptif Variabel ..................................................... 112 

5.1.3. Kesimpulan Uji Hipotesis .............................................................. 112 

5.2. Implikasi Manajerial ......................................................................... 116 

5.3. Keterbatasan Masalah ....................................................................... 117 

5.4. Saran ................................................................................................ 118 

DAFTAR PUSTAKA ........................................................................................ 120 



 

 

xi 
 

DAFTAR TABEL 

Tabel 2. 1. Penelitian Terdahulu ............................................................................ 25 

Tabel 3. 1 Definisi Operasional ............................................................................. 49 

Tabel 3. 2 Perhitungan Interval Kelas ................................................................... 53 

Tabel 3. 3 Kuesioner Face Validity ....................................................................... 62 

Tabel 4. 1 Hasil Uji Validitas Konvergen n=30 .................................................... 66 

Tabel 4. 2 Hasil Average Variance Extracted (AVE) ............................................. 67 

Tabel 4. 3 Hasil Average Variance Extracted (AVE) ............................................. 67 

Tabel 4. 4 Hasil Uji Reliabilitas ............................................................................ 68 

Tabel 4. 5 Responden merupakan pengguna fitur layanan TikTok Live Shop ..... 69 

Tabel 4. 6 Responden pernah menonton Live streaming di aplikasi TikTok ........ 70 

Tabel 4. 7 Responden memiliki keinginan untuk melakukan pembelian di Live 

streaming TikTok .................................................................................................. 71 

Tabel 4. 8 Profil Responden Berdasarkan Jenis Kelamin ..................................... 72 

Tabel 4. 9 Profil Responden Berdasarkan Usia ..................................................... 72 

Tabel 4. 10 Profil Responden Berdasarkan Profesi ............................................... 73 

Tabel 4. 11 Profil Responden Berdasarkan Rentang Penggunaan Dalam Sehari . 73 

Tabel 4. 12 Profil Responden Frekuensi Belanja per Bulan ................................. 74 

Tabel 4. 13 Hasil Analisis Deskriptif Variabel Profesionalisme ........................... 75 

Tabel 4. 14 Hasil Analisis Deskriptif Variabel Interaksi ....................................... 76 

Tabel 4. 15 Hasil Analisis Deskriptif Variabel Harga Diskon ............................... 77 

Tabel 4. 16 Hasil Analisis Deskriptif Variabel Kepercayaan ................................ 78 

Tabel 4. 17 Hasil Analisis Deskriptif Variabel Niat Beli....................................... 80 

Tabel 4. 18 Nilai Outer Loadings (Pengujiam Pertama) ....................................... 83 

Tabel 4. 19 Nilai Outer Loadings (Pengujiam Kedua) .......................................... 84 

Tabel 4. 20 Hasil Uji AVE ..................................................................................... 85 

Tabel 4. 21 Nilai Cross Loading ........................................................................... 86 

Tabel 4. 22 Nilai Cronbach’s alpha dan Composite Reliability ............................ 87 

Tabel 4. 23 Hasil Uji R-square dan Q-square ....................................................... 88 

Tabel 4. 24 Hasil Uji F-square .............................................................................. 89 



 

 

xii 
 

Tabel 4. 25 Hasil Uji Hipotesis Langsung (Path Coefficient) ............................... 92 

Tabel 4. 26 Hasil Uji Hipotesis Mediasi ............................................................... 96 

 

  



 

 

xiii 
 

DAFTAR GAMBAR 

Gambar 1. 1 Kota dengan pengguna TikTok terbesar tahun 2024 .......................... 4 

Gambar 1. 2 Pilot Test Aplikasi Live streaming yang sering digunakan ................ 6 

Gambar 2. 1 Model Kerangka Penelitian .............................................................. 43 

Gambar 3. 1 Jalur Pengaruh Mediasi .................................................................... 59 

Gambar 3. 2 Jenis Klasifikasi Mediasi .................................................................. 60 

Gambar 4. 1 Model Struktural .............................................................................. 81 

Gambar 4. 2 Outer model ...................................................................................... 82 

Gambar 4. 3 Model Struktural Uji Hipotesis ........................................................ 91 

Gambar 4. 4 Kepercayaan sebagai mediasi antara Profesionalisme dan Niat Beli 97 

Gambar 4. 5 Kepercayaan sebagai mediasi antara Interaksi dan Niat Beli .......... 98 

Gambar 4. 6 Kepercayaan sebagai mediasi antara Harga Diskon dan Niat Beli .. 99 

  



 

 

xiv 
 

DAFTAR LAMPIRAN 

Lampiran 1 Kuesioner ......................................................................................... 125 

Lampiran 2 Kuesioner dalam Google Form........................................................ 132 

Lampiran 3 Hasil Pengisian Kuesioner ............................................................... 142 

Lampiran 4 Hasil Olah Pengisian Kuesioner Responden ................................... 151 

Lampiran 5 Hasil Uji Validitas dan Reliabilitas 30 Responden .......................... 161 

Lampiran 6 Hasil Olah Data Smart-PLS ............................................................. 164 

Lampiran 7 Jurnal Acuan .................................................................................... 168 

Lampiran 8 Turnitin ............................................................................................ 187 

  



 

 

xv 
 

PENGARUH KEPERCAYAAN SEBAGAI MEDIASI 

PROFESIONALISME, INTERAKSI, DAN HARGA DISKON 

TERHADAP NIAT BELI PADA LIVE STREAMING TIKTOK 

 

 

Erginsa Arisandy Kuhon 

Elisabet Dita Septiari, SE., M.Sc., Ph.D. 

 

 

Program Studi Manajemen, Fakultas Bisnis dan Ekonomika 

Universitas Atma Jaya Yogyakarta 

Jalan Babarsari 43-44, Yogyakarta 

 

 

 

Abstrak 

Penelitian ini dilakukan untuk menguji pengaruh profesionalisme, interaksi, dan 

harga diskon terhadap niat beli konsumen pada platform TikTok Live-streaming, 

dengan peran kepercayaan sebagai mediasi. Objek dalam penelitian ini adalah 

TikTok live streaming. Setelah proses pengumpulan data dilakukan, total sebanyak 

219 responden berhasil diperoleh, namun hanya 211 responden yang memenuhi 

kriteria yang telah ditentukan. Teknik pengambilan sampel menggunakan metode 

purposive sampling, dengan pengumpulan data kuesioner  melalui Google Form 

dan menggunakan skala Likert 5 poin. Analisis data dilakukan menggunakan 

SmartPLS 3 untuk uji coba awal terhadap 30 responden dan pengolahan data 

seluruh responden. Metode analisis data yang digunakan dalam penelitian ini adalah 

Structural Equation Modeling (SEM) berbasis Partial Least Square (PLS).  

 

Kata Kunci: Tiktok, Live streaming, Profesionalisme, Interaksi, Harga Diskon, 

Kepercayaan, Niat Beli


