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INTISARI

Penelitian ini bertujuan untuk mengetahui adanya perbedaan persepsi
konsumen terhadap bisnis jaringan berdasarkan tingkat pemahaman penjualan
langsung dan tingkat penghasilan tetap di luar bisnis jaringan. Penelitian ini juga
melakukan kajian mengenai pengaruh tingkat pemahaman dan tingkat penghasilan
tersebut dalam pembentukan persepsi konsumen tentang bisnis jaringan.

Analisis persepsi konsumen dilakukan dengan meodel sikap multiatribut
formulasi Fishbein. Pengumpulan data dilakukan dengan menyebarkan kuesioner.
Responden yang berhasil dijaring sejumlah 200 yang terdiri atas 73 member aktif,
71 member non aktif, dan 56 bukan member bisnis jaringan.

Uji beda persepsi dianalisis dengan Chi-Square, hasilnya menunjukkan
bahwa terdapat perbedaan persepsi konsumen terhadap bisnis jaringan jika
ditinjau dari tingkat pemahaman penjualan langsung. Hasil uji beda juga
menunjukkan bahwa tidak terdapat perbedaan persepsi konsumen terhadap bisnis
jaringan jika ditinjau dari tingkat penghasilan tetap. Uji pengaruh dilakukan
dengan analisis regresi, hasilnya menunjukkan bahwa tingkat pemahaman
penjualan langsung mempengaruhi persepsi konsumen sedangkan tingkat
penghasilan tetap di luar bisnis jaringan tidak mempengaruhi persepsi konsumen.

Kata-kata kunci: persepsi, bisnis jaringan, tingkat pemahaman penjualan
langsung, tingkat penghasilan tetap di luar bisnis jaringan,
formulasi Fishbein



ABSTRACT

This research aims at identifying whether differences are existed in
consumers’ perception about network business based on two factors: the level of
direct selling knowledge and the level of salary excluded from network business
income. The study also analyzed the influences of these two factors in forming
consumers’ perception about network business.

The consumers’ perception was analyzed using multi-attribute attitude
model with Fishbein formulation. Data were eamed by spreading the
questionnaires. The study successfully obtained 200 respondents (73 active
member, 71 non-active member, and 56 non-member).

Perception diffcrences were tested using Chi-Square analysis. Results
showed that there were differences on consumers’ perception about network
business based on the level of direct selling knowledge. Meanwhile, from the
salary level factor, there were no differences on consumers’ perception. The
influences of knowledge level and salary level toward perception were tested
using regression analysis. Results showed that the level of direct selling
knowledge had strong influences toward consumers’ perception; in contrast, the
salary level had no influences toward consumers’ perception.

Key words: perception, network business, level of direct selling knowledge,
level of salary, Fishbein formulation
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