
The Third International Conference on Entrepreneurship 

Book One 248 

 

 

 

 

 

 

 

THE ANALYSIS OF PRICE AND PROMOTION INFLUENCE 

TOWARD PURCHASING DECISION IN ATHALIA DAILY SPA 

AND SLIMMING BANYUWANGI JAWA TIMUR 
 

Andriani Ratna Najmani
1
, Christina Whidya Utami

2
 

 

Universitas of Ciputra Surabaya 

INDONESIA 

 Emails: 
1
andriani.najmani@gmail.com, 

2
whidyautami@ciputra.ac.id 

 

ABSTRACT 

 

Athalia had not analyzed the influence of price and promotion to 

purchase decision of Athalia’s services before. The purpose of this 

research was to analyze price and promotion’s affection 

simultaneously to purchasing decision of Athalia’s services, to 

analyze price’s affection partially to purchasing decision, and to 

analyze promotion’s affection partially to purchasing decision, to 

make the best strategy for the future. This research used quantitative 

research method with the questionnaire for the respondents. The 

sampling method was Proportional Stratified Sampling. The 

conclusion of this research was price (X1) and promotion (X2) 

simultaneously affected purchasing decision, price partially affected 

purchasing decision, and promotion partially affected to purchasing 

decision. The limitation of this research was the result of 

determination coefficients (R2), gave the information only 30.7% 

purchasing decision (Y) had been affected by price (X1) and 

promotion (X2). The other limitation was this research had not 

discussed more about Publicity because Athalia had never done the 

Publicity itself. 
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INTRODUCTION 

Spa has now become a lifestyle and health tourism for its customers. Each spa company has 

various styles and concepts in accordance with the targets and their respective market segments, 

it is becoming one of the media in satisfying urban communities’ needs to get spa treatments. 

Athalia Daily Spa and Slimming is a service company that offers a variety of treatments start 

from the head, the body, to the foot. Athalia Company was established in July 2013 and is 

derived from the word "God’s Grace". Athalia’s vision is becoming a modern enterprise 

providers to care for the woman's natural beauty, with quality services and high professionalism 

in Banyuwangi and Indonesia for the next. 

Athalia provides treatment care services with the concept of modern tropical. The value added 

of Athalia is using service standards, using standard of caring, which is located in the shop side 

close to three residential populations, receive treatment for women only, and has a treatment 

capacity up to eight people at the same time. 
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The main product of Athalia is Body SPA. Athalia customers’ segmentation is women between 

20-40 years, among the students up to working women with minimum income of Rp 3.000.000, 

live in Banyuwangi and surrounding areas, pay attention to the appearance and need relaxation 

from work fatigue. Athalia’s current position as a service company which provides a complete 

spa and become a pioneer of 10 variants and slimming spa facilities and the best service in 

Banyuwangi city. Athalia treatments offered prices ranging from Rp 30,000 up to Rp 250.000.  

 

Athalia offers a free trial promo, promo buy 1 get 2 free, discount from 10% up to 30 % 

(depends on product maintenance), membership promo, bundling or packaging promo, and also 

frequent visit card promo. 

Some of the customers who come for treatment in Athalia clearly explained that the product has 

a quality which is beneficial for skin beauty care and the quality Athalia’s product has its own 

position compared to others. The place and the product is not the primary factor which is being 

the problems of the consumer purchase decisions in Banyuwangi city.  

Since Athalia had been established, pricing and promotional has not been analyzed deeply, so 

that the effect of price and promotion run against the customer's purchase decision is not known 

valid. This study will analyze the effect of product price, offer, and promotion that has been run 

against the customer's purchase decision of Athalia Daily Spa and Slimming. 

Based on the background of the study and the problems of the study, the writer formulates 

research questions to be answered as follows: 

1. Does the price and promotion simultaneously have a positive influence on purchasing 

decisions of Athalia treatment products? 

2. Does the price partially have a positive influence on purchasing decisions of Athalia 

treatment products? 

3. Does the partial sale have a positive influence on purchasing decisions of Athalia treatment 

products? 

 

Referring to research question above, the writer formulates the purpose of the study as follows: 

1. To analyze the effect of price and promotions simultaneously on purchasing decisions of 

Athalia treatment products. 

2. To analyze the effect of partial price on purchasing decisions of Athalia treatment products. 

To analyze the effect of the partial sale of the product purch asing decisions of Athalia treatment 

products. 
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Table 1. Research Sample Strata 

Information f  =  F = f n 

consumers who have purchased the unit with 

a minimum nominal of Rp 500.000,- in a 

single transaction 

f1 =  F1 =  x 40 = 3 

consumers who have purchased units of the 

total transaction amount over Rp 250.000,- to 

Rp 300.000,- 

f2 =  F2 =  x 40 = 14 

consumers who have made member purchase 

with a minimum transaction amount Rp 

800.000,- 

f3 =  F3 =  x 40 = 9 

consumers who have made member purchase 

more than Rp 800,000,-,- 
f4 =  F4 =  x 40 = 3 

consumers who have purchased the unit for 

the first time 
f5 =  F5 =  x 40 = 11 

TOTAL SAMPLE 40 

 

RESULT AND DISCUSSION 

Respondent Characteristic 

 

Table 2. Respondents’ Characteristics Based on Age 

Age Amount Percentage 

<20 years 3 7.50% 

20 – 30 years 13 32.50% 

31 – 40 years 12 30% 

>40 years 12 30% 

TOTAL 40 100.00% 

 

The description of respondents’ responses for the price variable: The highest perception of 

respondents regarding the price of treatment services in Athalia which lies with affordable price 

for consumers and the reduced price of Athalia treatment in accordance with consumer ratings, 

which is indicated by the average value of the indicator X1.1 and X1.2 at 4:05, lowest 

perception of respondents tend to be associated with the assumption that the price of Rp 

198,000,- a floor on the price of Athalia consumers are willing to pay, which is indicated by an 

average of 3,725 on the indicator X1.4. 

The description of respondents’ responses for the promotion variable: The highest perception 

from the respondents regarding the promotion of Athalia’s services was on the gift giving that 

attracted customers over Athalia, which was indicated by the average score of the indicator X2.8 

at 4.55. The lowest perception of the respondents was the statement related to the reception of 

information of Athalia’s promotion via radio, which was indicated by the average score of 3,325 

on the indicator X2.2. 

The description of the respondents’ answers in the purchasing decision variables: The highest 

perception from the respondents regarding the promotion of Athalia’s services was on the gift 

giving that attracted customers over Athalia, which was indicated by the average score of the 

indicator X2.8 at 4.55. The lowest perception of the respondents was the statement related to the 
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reception of information of Athalia’s promotion via radio, which was indicated by the average 

score of 3,325 on the indicator X2.2.  

 

Validity and Reliability  

Validity Test  
Validity test was aimed to test the accuracy of measurements and conducted on each question 

regarding to sig score from Pearson Correlation. If sig score from Pearson Correlation was less 

than 0.05, then the question was valid and if it was greater than 0.05, then the question was 

invalid. 

Table 3. Result analysis of validity test 

Variable Indicator Sig (2-tailed) Description 

Price The price of Athalia’s care 

products is affordable 

0.000 Valid 

 The discount in Athalia is in your 

estimation  

0.000 Valid 

 Rp. 250.000,- is the highest price 

you are willing to pay  

0.000 Valid 

 Rp. 198.000,- is the lowest price 

you are willing to pay 

0.000 Valid 

Promotion You receive the information about Athalia’s 

promotion through newspaper 

0.000 Valid 

 You receive the information about Athalia’s 

promotion through radio 

0.000 Valid 

 You receive the information about Athalia’s 

promotion through Athalia’s counter 

0.000 Valid 

 You receive the information about Athalia’s 

promotion through Athalia’s therapist 

0.000 Valid 

 The free trial makes you interested on 

Athalia 

0.001 Valid 

 The promotion By 1 Get 2 makes you 

interested on Athalia 

0.026 Valid 

 The discount makes you interested on 

Athalia 

0.020 Valid 

 The gift makes you interested on Athalia 0.030 Valid 

 You receive the information about Athalia’s 

promotion through your community (which 

has been infiltrated by Athalia) 

0.011 Valid 

Purchasing 

Decision 

You purchase Athalia’s care treatment 

because of the needs or desire for body care 

0.000 Valid 

 You purchase Athalia’s care treatment 

because of the recommendation of close-

related person 

0.000 Valid 

 You purchase Athalia’s care treatment after 

making a selection on a variety of 

alternative cares 

0.000 Valid 

 You will recommend Athalia’s care 

treatment to other people 

0.004 Valid 
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Reliability Test  

Reliability test was used to test the consistency and stability of the measuring instrument (Nazir, 

2014: 117). Cronbach's alpha was used to express reliability coefficient. The more close to 

score 1, the higher the level of reliability. A research instrument could be said to be reliable if it 

had a Cronbach's alpha’s score higher than or equal to 0.7 (Zulganef in Fernando, 2014). The 

score of Cronbach's Alpha if Item Deleted which was lower than overall Cronbach's Alpha gave 

conclusion that the variable is reliable 

 

Table 4. The result of reliability test analysis 

Variable Indicator Cronbach’s 

Alpha if Item 

Deleted 

Cronbach’s 

Alpha 

Description 

Harga The price of Athalia’s care products 

is affordable 

0.783 0.836 Reliable 

 The discount in Athalia is in your 

estimation  

0.804 Reliable 

 Rp. 250.000,- is the highest price 

you are willing to pay  

0.791 Reliable 

 Rp. 198.000,- is the lowest price 

you are willing to pay 

0.792 Reliable 

Promosi You receive the information about 

Athalia’s promotion through 

newspaper 

0.740  Reliable 

 You receive the information about 

Athalia’s promotion through radio 

0.738 Reliable 

 You receive the information about 

Athalia’s promotion through 

Athalia’s counter 

0.764 Reliable 

 You receive the information about 

Athalia’s promotion through 

Athalia’s therapist 

0.743 Reliable 

 The free trial makes you interested 

on Athalia 

0.783 Reliable 

 The promotion By 1 Get 2 makes 

you interested on Athalia 

0.802 Reliable 

 The discount makes you interested 

on Athalia 

0.820 Reliable 

 The gift makes you interested on 

Athalia 

0.801 Reliable 

 You receive the information about 

Athalia’s promotion through your 

community (which has been 

infiltrated by Athalia) 

0.800 Reliable 

Keputusan 

Pembelian 

You purchase Athalia’s care 

treatment because of the needs or 

desire for body care 

0.638 0.751 Reliable 

 You purchase Athalia’s care 0.737 Reliable 
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treatment because of the 

recommendation of close-related 

person 

 You purchase Athalia’s care 

treatment after making a selection 

on a variety of alternative cares 

0.549 Reliable 

 You will recommend Athalia’s care 

treatment to other people 

0.715 Reliable 

 

 

Multiple Linear Regression Analysis 

Multiple linear regression analysis was used to determine the influence of the independent 

variables the price (X1) and the promotion (X2) to the dependent variable the purchase decision 

(Y). Based on the data from Table 9, the regression equation was generated as follows: 

Y = 1.792 + 0.297 X1 + 0.322 X2 

The meaning of the equation was: 

  1= 0.297 indicated that the positive sign on the regression coefficient symbolized an 

unidirectional relationship between price and purchasing decision, then the price variable (X1) 

increased by one unit and the other variables impacted the increase in purchasing decisions (Y) 

amounted to 0.297 units.  

 2= 0.322 indicated that the positive sign on the regression coefficient symbolized 

unidirectional relationship between Promotion with Purchasing Decision, the promotion 

variables (X2) increased by one unit and the other variables impacted the increase in purchasing 

decisions (Y) amounted to 0.322 units 

 

 

F-test 

F-test was used to evaluate the influence of all independent variables toward the dependent variable 

or a significance test of regression model (Widarjono, 2015: 21-22). The results of F-test in the 

form of Sig score of 0.001 (less than 0.05), which means that there was a significant influence on 

the price variable (X1) and promotion variable (X2) toward the purchasing decision variable (Y) 

simultaneously. 

 

t-test  

t-test was used to verify whether the individual independent variables affected the dependent 

variable (Widarjono, 2015: 22-23). The conclusion of t-test of this research: 

 the sig. score of t-test for the price variable (X1) was 0.016, which was less than 0.05, we 

conclude that the price variable partially had significant effect on purchasing decisions of spa 

body products from Athalia (Y).  

 the sig. score of t-test for promotion variable (X2) was 0.01,  which was less than 0.05, we 

conclude that the promotion variable partially had significant effect on purchasing decisions of 

spa body products from Athalia (Y). 

 

The coefficient of determination (R
2
) 

The coefficient of determination (R
2
) was used to measure how well the regression line in 

accordance to the actual data, measured the percentage of the total variation in the dependent 

variable Y that is explained by the independent variables in the regression line (Widarjono, 2015: 

17). This research showed that 30.7% of the purchasing decision variable (Y) is influenced by the 
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price variable (X1) and promotional variable (X2). The correlation coefficient (R) is 0.554 indicated 

that the relationship between the price variable and promotion variable with purchasing decisions 

in Athalia relatively strong. 

 

Classic Assumption Test  

a. Multicolinearity Test  

This test was performed to determine the linear relationship between the independent variables in 

the regression. This study showed that VIF was less than 10, it could be concluded that there was 

no multicollinearity problem.  

b. Heteroskidastity Test  

This test was performed to test their variants disturbance from the variables which were not 

constant. This study showed that the Sig. score of t test from variable Price (X1) was 0,629 and the 

Sig. score of t-test from promotion variable (X2) was 0.6. The score was greater than 0.05, there 

was no heteroscedasticity.  

c. Autocorrelation Test  
This test was performed to determine whether there was a correlation between one disturbance 

variable with other variable of the observation. The results of the analysis of auto correlation test 

produced the score of 2.088 DW. DW score of 2.088 was between the score of dU (1.6) and 4-dU 

(2.4) so that it could be concluded that there was no autocorrelation.  

d. Linearity Test  
Linearity test aimed to determine whether two independent variables had a linear relationship or 

not which significantly affected the dependent variable. The information on this study showed sig 

linearity score of 0.011 (less than 0.05) and sig deviation from linearity of 0.63 (greater than 0.05), 

it could be concluded that there was a linear relationship between the price variable (X1) with the 

purchasing decision variable (Y).  

Linearity test results between promotion variables (X2) with the purchasing decision variable (Y) 

produced sig linearity score of 0.04 (less than 0.05) and sig deviation from linearity of 0.196 

(greater than 0.05), it could be concluded that there was a linear relationship between the price 

variable (X1) with the purchase decision variable (Y).  

e. Normality Test  

This test was conducted to determine whether the residual data was normally distributed or not. 

The method could be used was Kolmogorov-Smirnov test which aimed to determine whether the 

samples came from populations with normal distribution. The results provided information that Sig 

Asymp score. (2-tailed) of 0.631 was greater than 0.05, it could be concluded that the data was 

normally distributed. 

 

CONCLUSION AND SUGGESTIONS  

Conclusion  

The results of the analysis of the influence of price and promotions from Body Spa products on 

purchase decisions in Athalia Daily Spa and Slimming, informed the following conclusions:  

a. Price and promotion simultaneously had a positive effect toward purchasing decision of 

Athalia’s care products, it was the result from comparison process about price and promotion 

which Athalia’s consumer did with Athalia’s competitor before making purchase decision.  

b. Price partially had a positive effect toward purchasing decision of Athalia’s care products, it 

was the result from Athalia’s market segment that discerned the price and the discount 

appropriate with the quality given by Athalia. 
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c. Promotion partially had a positive effect toward purchasing decision of Athalia’s care products, 

it was the result from Athalia’s market segment that was interested in making purchase 

transaction because of the reward (umbrella) and free sample products given by Athalia.  

 

Suggestions 

The company should concern and reexamine toward the strategies applied, such as following:  

 Applying new price strategy (bundling price basic premium spa product with other products). 

 Making re-briefing about Athalia’s promotion products and emphasizing about the target should 

be reached in order that Athalia’s counters and therapists always give information to the 

customer.  

 Applying free trial promotion toward the customers who had never come to Athalia and 

customers who had never bought Athalia’s care products.  

 Giving reward to the purchase with certain nominal (Rp 250.000,- and Rp 500.000,-) and 

seeking for the reward desired by Athalia’s consumer directly (daily questionnaire)  

 Extending network by infiltrating other communities, minimal 3 communities a week  

 Communicating with the communities about the promotion and the products once a week 

For the next research, it is suggested to add other factors influencing purchasing decision which 

can be viewed from other marketing-mix 7 P components (Product, Price, Place, Promotion, 

People, Physical Evidence, and Process) and to fill questionnaires with deep interview method 

in order that the data can be obtained maximally. 

 

 

REFERENCES 

 

Bisnis Indonesia. Pemetaan Sektor Jasa Industri. 

(http://www.kemenperin.go.id/artikel/6717/Sektor-Jasa-Industri-Dipetakan, accessed 

on November 8, 2015 , 11.19) 

 

Fernando, R. (2014) “Pengaruh Word of Mouth dan Atribut Produk Terhadap Keputusan 

Pembelian Ice Manias Indonesia”. Surabaya: Universitas Ciputra. 

 

Hariadi, D. (2012) “Pengaruh Produk, Harga, Promosi, dan Distribusi terhadap Keputusan 

Pembelian Konsumen pada Produk Projector Microvision”. Jurnal Ilmu dan Riset 

Manajemen Volume 1 No. 8 (diakses dari 

http://ejournal.stiesia.ac.id/index.php/jirm/article/view/46/37, accessed on November 5, 

2015 , 09.00). 

 

Iswanto, R. (2014) “Pengaruh Harga dan Kualitas Produk terhadap Keputusan Pembelian Jasa 

Photo Cabin”. Surabaya: Universitas Ciputra. 

 

Martono, N. (2011) Metode Penelitian Kuantitatif. Jakarta: RajaGrafindo Persada. 

 

Kevin, H. & Rudelius. (2013). Marketing. 11th Edition. New York: McGraw-Hill Irwin. 

 

 

Kompas. Spa Kekuatan Baru dari Pariwisata Indonesia. 

(http://travel.kompas.com/read/2014/06/22/1710103/Spa.Kekuatan.Baru.Pariwisata.In

donesia, accessed on November 8, 2015 , 13.16) 

http://www.kemenperin.go.id/artikel/6717/Sektor-Jasa-Industri-Dipetakan
http://ejournal.stiesia.ac.id/index.php/jirm/article/view/46/37


The Third International Conference on Entrepreneurship 

Book One 256 

 

 

 

 

 

 

 

 

Kotler et al., (2008) Prinsip Prinsip Pemasaran. Edisi Keduabelas. Jilid Pertama. Jakarta: 

Penerbit Erlangga. 

 

Kotler et al.,  (2010) Manajemen Pemasaran. Edisi Ketigabelas. Jilid 1. Jakarta: Penerbit 

Indeks. 

 

Lasander, C. (2013) “Citra Merek, Kualitas Produk, dan Promosi Pengaruhnya terhadap 

Kepuasan Konsumen pada Makanan Tradisional”. Jurnal EMBA Volume 1 No. 3 

Halaman 284-293 (diakses dari 

http://ejournal.unsrat.ac.id/index.php/emba/article/view/2024/1610, accessed on  

November 9, 2015 , 09.10) 

 

Mande, J. B. (2013) “Promosi, Distribusi, Harga Pengaruhnya terhadap Keputusan Pembelian 

Rokok Surya ProMild”. Jurnal EMBA Volume 1 No. 4 Halaman 95-104 (diakses dari 

http://ejournal.unsrat.ac.id/index.php/emba/article/view/2577/2109, accessed on 

November 9, 2015 , 09.15) 

 

Maxmanroe. Melirik Segarnya Peluang Bisnis Spa di Indonesia. 

(https://www.maxmanroe.com/melirik-segarnya-peluang-bisnis-spa-di-indonesia.html,  

accessed on November 8, 2015 , 12.52). 

 

Nazir, M. 2014. Metode Peneiitian. Cetakan Kesembilan. Bogor: Ghalia Indonesia. 

 

Sangadji & Sopiah. (2013) Perilaku Konsumen. Edisi Satu. Yogyakarta: Penerbit Andi. 

 

Schiffman & Kanuk. (2010) Consumer Behavior Tenth Edition. United States: Prentice Hall 

Pearson Education. 

 

Sebastian, A. (2014) “Pengaruh Kualitas Produk dan Harga Sp Terhadap Keputusan Pembelian 

Konsumen di Gua Maria Kerep Ambarawa”. Surabaya: Universitas Ciputra. 

 

Setianingrum, A. (2015) Prinsip-Prinsip Pemasaran Plus Tren Terkini. Yogyakarta: Penerbit 

Andi. 

 

Sugiyono. (2012) Metode Penelitian Kuantitatif Kualitatif dan R&D. Bandung: Alfabeta. 

 

Supriyono, H. & Warso. (2014) Pengaruh Produk, Harga dan Promosi Terhadap Keputusan 

Konsumen dalam Membeli Rumah pada Perumahan Bukit Semarang Baru (Bsb) City 

di Semarang. Jurnal Skripsi Ekonomi Manajemen Fakultas Ekonomi Universitas 

Pandanaran Semarang. (accessed on November 10, 2015, 10.05). 

 

Suharsaputra, U. (2012) Metode Penelitian Kuantitatif, Kualitatif, Dan Tindakan. Bandung: 

Refika Aditama. 

 

Sri International. (2014) Global Spa and Wellness Economy Monitor Full Report. 

(http://mrot.pl/images/pliki/GWI_Global_Spa_and_Wellness_Economy_Monitor_Full

_Report_.pdf, accessed on November 25, 2015 , 10.02). 

http://ejournal.unsrat.ac.id/index.php/emba/article/view/2024/1610
http://ejournal.unsrat.ac.id/index.php/emba/article/view/2577/2109
https://www.maxmanroe.com/melirik-segarnya-peluang-bisnis-spa-di-indonesia.html
http://mrot.pl/images/pliki/GWI_Global_Spa_and_Wellness_Economy_Monitor_Full_Report_.pdf
http://mrot.pl/images/pliki/GWI_Global_Spa_and_Wellness_Economy_Monitor_Full_Report_.pdf


The Third International Conference on Entrepreneurship 

Book One 257 

 

 

 

 

 

 

 

 

Tjiptono, F. (2010) Pemasaran Jasa. Malang: Bayumedia Publishing. 

 

Tjiptono & Chandra. (2011) Service, Quality, & Satisfaction. Edisi 3. Yogyakarta: Penerbit 

Andi. 

 

Uyanto, S. (2009) Pedoman Analisis Data dengan SPSS. Yogyakarta: Graha Ilmu. 

 

Widarjono, A. (2015) Analisis Multivariat Terapan. Yogyakarta: UPP STIM YKPN. 

 

Jajeli, R. (2013) UMK Surabaya 2014 disepakati Rp 2,2 Juta. 

(http://news.detik.com/surabaya/read/2013/11/02/113052/2402210/475/umk-surabaya-

2014-disepakati-rp-22-juta/, accessed on November 22, 2013 , 8.44). 

 

Junaidi. (2012) “Tabel Durbin-Watson (DW), α = 5%”. (diakses dari 

http://lkeb.umm.ac.id/files/file/tabel-dw.pdf,  accessed on Januari 28, 2016 , 10.05). 

 

Kidane, F. (2012) “The role of cost analysis in managerial decision making: a review of 

literature”. Asian Journal of Research in Banking and Finance Volume 2 Issue 3 

(2012) 

(http://www.academia.edu/1819491/THE_ROLE_OF_COST_ANALYSIS_INMANA

GERIAL_DECISION_MAKING_A_REVIEW_OF_LITERATURE, accessed on 

Maret 17, 2013 , 15.02). 

 

KSEI. (2013) Laporan Keuangan Perusahaan Terbuka. (http://www.akses.ksei.co.id/, 

accessed on November 22, 2013 , 8.35). 

 

Kuncoro, M. (2009) Metode Riset untuk Bisnis dan Ekonomi. Jakarta: Erlangga. 

 

Mankiw, G. (2009) Principles of Economics. Singapore: South-Western Cengage Learning. 

 

MAPI. (2012) Perbandingan Pendapatan per Kuartal. 

(http://investasi.kontan.co.id/news/industri-boleh-panen-investor-belum-tentu, 

accessed on November 26, 2013 , 13.24). 

 

Martusa, R. & Wijaya. (2011) “Peranan Analisis Cost Volume Profit dalam Upaya 

Merencanakan Laba Perusahaan”. Akurat Jurnal Ilmiah Akuntansi Nomor 04 (2011) 

(diakses dari http://majour.maranatha.edu/index.php/maksi/article/view/661, accessed 

on Maret 19, 2013 , 14.55). 

 

Purwanti, A. & Prawironegoro, D. (2013) Akuntansi Manajemen. Jakarta: Mitra Wacana 

Media. 

 

Rudianto. (2009) Penganggaran. Jakarta: Penerbit Erlangga. 

 

Simamora, H. (2012) Akuntansi Manajemen Edisi III. Riau: Star Gate Publisher. 

 

http://news.detik.com/surabaya/read/2013/11/02/113052/2402210/475/umk-surabaya-2014-disepakati-rp-22-juta/
http://news.detik.com/surabaya/read/2013/11/02/113052/2402210/475/umk-surabaya-2014-disepakati-rp-22-juta/
http://lkeb.umm.ac.id/files/file/tabel-dw.pdf
http://www.academia.edu/1819491/THE_ROLE_OF_COST_ANALYSIS_INMANAGERIAL_DECISION_MAKING_A_REVIEW_OF_LITERATURE
http://www.academia.edu/1819491/THE_ROLE_OF_COST_ANALYSIS_INMANAGERIAL_DECISION_MAKING_A_REVIEW_OF_LITERATURE
http://www.akses.ksei.co.id/
http://investasi.kontan.co.id/news/industri-boleh-panen-investor-belum-tentu
http://majour.maranatha.edu/index.php/maksi/article/view/661


The Third International Conference on Entrepreneurship 

Book One 258 

 

 

 

 

 

 

 

Ulfatin, N. (2013) Metode Penelitian Kualitatif di Bidang Pendidikan. Malang: Bayumedia 

Publishing. 

 

Weygandt et al. (2008) Accounting Principles Eighth Edition. Asia: John Willey and Sons 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


