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ABSTRAK 

 

Penelitian ini berjudul “Pengaruh Variabel – variabel Relationship 

Marketing Terhadap Loyalitas Pelanggan pada Italiano Café di Jember”. 

Penelitian ini bertujuan untuk mengetahui dan menganalisis pengaruh 

Relationship Marketing terhadap Loyalitas Pelanggan pada Italiano Café di 

Jember. Populasi dalam penelitian ini adalah konsumen Italiano Cafe di Jember. 

Metode sampling yang digunakan adalah purposive sampling dengan jumlah 

responden sebanyak 120 orang. Variabel yang digunakan yaitu sebanyak 3 

variabel.Metode analisis yang digunakan adalah analisis regresi linier berganda 

dengan konfirmatori. Analisis linier berganda dengan konfirmatori digunakan untuk 

mengkonfirmasikan hubungan variabel indikator dengan variabel laten yang 

mempengaruhi loyalitas pelanggan pada Italiano Café di Jember dengan metode 

pendugaan. Dalam penelitian ini analisis linier berganda dengan konfirmatori 

digunakan untuk mengetahui variabel yang dominan mempengaruhi loyalitas 

pelanggan Italiano Cafe sehingga dapat tetap memilih Italiano Cafe sebagai 

pilihan.Berdasarkan hasil penelitian yang dilakukan, dari 3 variabel yang diteliti. 

Dalam hal ini terdapat pengaruh yang signifikan variabel-variabel relationship 

marketing yang terdiri dari kepercayaan, komitmen relational dan kekeluargaan 

berpengaruh terhadap loyalitas pelanggan Italiano Cafe di Jember.  

 

Kata Kunci : Loyalitas konsumen, relationship marketing 
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ABSTRACT 

 

This research was entitled the " Influence of Relationship Marketing 

variables on Customer Loyalty to Italiano Cafe in Jember". This research aimed at 

knowing and analysing the Relationship Marketing influence on Customer 

Loyalty to Italiano Cafe in Jember. The population in this research was the 

consumer Italiano Cafe in Jember. The method sampling that was used was 

purposive sampling with the number of respondents totalling 120 people. The 

variable that was used that is as many as 3 variables. The analysis method that 

was used was the analysis of linear regression multiplied with confirmatory. The 

linear analysis multiplied with confirmatory was used to confirm relations of the 

indicator variable variably latent that influenced the customer's loyalty to Italiano 

Cafe in Jember with the fathoming method. In this research the linear analysis 

multiplied with confirmatory was used to learn the dominant variable influenced 

the customer's loyalty Italiano Cafe so as to be able to continue to choose Italiano 

Cafe as the choice. Was based on results of the research that was carried out, from 

3 variables that were researched. In this case was gotten by the significant 

influence variables relationship marketing that consisted of the belief, the 

commitment relational and familiarity was influential towards the customer's 

loyalty Italiano Cafe in Jember. 

 

Key word : Customer Loyalty, relationship marketing 
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