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Abstract—The aim of this research is to analyze the influence of brand 

image, product design and price perception to purchase decision of the 

consumers of SPECS sports shoes in Indonesia. This study used 

verificative method  to know the influence of a variable to others. The 

sample of this study was determined purposively to 100 college students 

wear SPECS sports shoes at the Faculty of Economics and Business 

University of Pancasila Jakarta. The data collected through the library 

by maximally utilize related literarues and questionnaire speraded to 

the respondents. The findings reveals that the variable brand image, 

product design and price perception of SPECS sports shoes significantly 

influence consumer purchase decision. Familiarity, design and the low 

price of the SPECS shoes stimulated the consumer’s decision on the 

purchase. Product design helps consumer to get the highest benefit and 

satisfaction, while the money spent to pay the price of the SPECS sports 

shoes fits the consumer and suits the quality of the product. 
Keywords— Brand image, product design and price perception and   

buying decision 

 

I. .Introduction 

The agreement of ASEAN Economic Community (AEC) has 

been carried out, Indonesia must prepare if does not want to be 

the market of the incoming products from the ASEAN countries. 

Indonesia with the highest number of population in South East 

Asia has a high consumer base attraction. With an advance 

technology, the business world nowadays has undergone a rapid 

change. Consumers demand a product in accordance with their 

taste, need, and purchasing power. Therefore, there will be a 

serious competition in several comodity trading.  It will make the 

company that is unable to improve the good value and 

competition power loses to the foreign company that is able to 

move fast, efficient, and has high productivity with the 

production technology.  

To win the competition, the company must show the 

best product and fulfil the consumer taste that is always 

developing and changing. Therefore, it is important for the 

company to know the consumer behavior that will determine 

their purchase decision[1].  [2] stated that a general purchase 

process has some sequences as follow: problem identification, 

information search, alternate evaluation, purchase decision and 

after-purchase behavior. The marketer’s duty is to understand 

every step of behavior, people’s attitude, unanticipated 

situational factor and risk assumption that influence the purchase 

decision and consumer satisfaction level after purchase, the 

benefit and elimination and the action from the company.  

The importance of understanding consumer behaviour has 

become the attention from various kind of industries, one of them 

is sports shoes industry. The increasing of exercise awareness in 

society is marked by the developing of sports centres like gym, 

futsal field, football field, jogging track in the housing complex 

area and many more. The competitive competition is also shown 

in many kinds of shoes available in the market. Some big 

companies like Adidas, Nike, Specs, Puma, and Reebok are 

producers that have a tight competition in this industry [3] 

In the 21st century, the purchase decision of a sports 

shoes is quite difficult since the consumers have little knowledge 

of it, therefore, brand image can give an important role. [4] stated 

that brand image is a perception of brand that is a reflection of 

the consumer’s memory on the brand association. It is a group of 

belief, idea, impression and people’s perception on a brand. With 

SPECS sports shoes slogan in advertising “Buktikan 

Indonesiamu” ask Indonesian people to use local product. The 

brand association of product can make the customers easy to 

process and recall some information of the brand that is useful in 

purchase decision process [5]. In this case, SPECS sports shoes 

is assumed has no brand image that becomes the consumer’s 
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consideration to make immediate purchase decision. 

Another factors that influence the purchase decision is 

product design. It is a factor that needs serious attention from the 

management, especially from new product development team 

because most of  the targeted consumers have started considering 

on the product design that is able to fulfil their needs. The 

development of consumer’s need that varies toward the sport 

product design, SPECS focuses in football, futsal and badminton. 

In fact, nowadays the products not only shoes but also sports 

apparel and equipment.  The design of SPECS sports shoes are 

varies but it has not attracted the consumers yet in deciding the 

immediate purchase.  

Price has the influence to the purchase decision. The 

higher the price, the lower the purchase decision, vice versa. The 

quality of SPECS shoes is not much different with the foreign 

brands. However, the price of SPECS is relatively cheaper about 

Rp 200.000 to Rp 400.000 each pair, while Adidas is about Rp 

400.000 to Rp 1,5 million each. The affordable price of SPECS 

sports shoes that perceived by consumers has not been able to 

pushthe immediate purchase decision from the consumer. Based 

on the explanation above, the aim of this research is to analyze 

how far the influence of brand image, product design and price 

perception to purchase decision of the consumers of SPECS 

sports shoes.  

 

2.1. Purchase Decision 

Consumer’s purchase decision of a product offered is also 

influenced by the perception on price, product, promotion, 

place (marketing mix). [6] stated the purchase decision is 

“some steps done by customers before making decision on a 

product”. Decision making is an activity of an individual that 

directly involves in getting and using the product offered. 

Purchase decision is measured through 1)attitude of other 

people 2) buying situation. 3) decision at the moment of 

buying. A specific buying process consists of the sequences as 

follow: needs problem recognition, information search, 

alternative evaluation, purchase decision and behaviour after 

purchase. The purpose purchasing also influenced by the 

unpredictable situation factors. Consumer creates the purchase 

purpose based on the factors like: family income, price and 

expected benefit of product. After purchasing a product, 

consumer will have some levels of satisfaction and 

unsatisfaction. Consumer will also involve in the actions after 

the purchase and using of the product. 

 [7] found that a high brand awareness will stimulate consumer 

to have a more positive opinion from the product that can 

create a higher purchase intention. The individual decision 

making has the biggest influence, directly or indirectly, 

followed by external variable with the personal habit that can 

influence the process of decision making [8]. The company 

must understand how a consumer will make a purchase 

decision, how to adjust the mix in value chain, operation and 

build its own competitive brand through the retail operation or 

their own outlet [9]. If company combines the psychological 

finding and the research of consumer behavior in price 

strategy, they can improve their profitability, moreover 

maximize their profit [10].  [11]. in his research states that the 

understanding of consumer behaviour can give a better idea for 

marketer on how marketing works, make them possible to 

design a stronger marketing strategy since old design does not 

attract buyer [12]. has an argument that price is the most  

important factor in influencing a purchase decision of a 

product, while the product strategy is not really influenced.  

2.2. Brand Image 

Brand image is a perception on brand that is the 

reflection of consumer’s memory on toward the association of its 

brand [13],.According to [14] brand image is a kind of 

associations in the consumer’s minds when considering a 

particular brand. The association can be the memories about the 

brand’s character, traits, strengths, and weaknesses of the brand. 

By creating the right brand image of a product, it will influence 

consumer evaluation on the alternative brand [15],  

According to [16] that the present purchase is directly 

influenced by brand awareness and indirectly by brand image, 

brand equity influences purchase decision [17], [18]. Next, [19] 

stated that brand can give a big benefit to the producer and 

consumer, brand can make a certain level where a satisfied 

consumer can choose the product easier so that the brand can 

increase the value for the consumer. Interactivity and attitude had 

a significant positive effect to the attitude on brand that in time 

will have a positive effect to the purchase decision [20], [21] 

explained that the brand image is not the only factor that 

significantly influenced in choosing a product or brand to buy. 

There are other aspects such as quality, convenience, 

expectations and demographic characteristics also influence the 

purchase decision. There was a suitable model in the relation 

between material, co-brand image and consumer buying 

intention [22], [22] Customer perceived value had a positive 
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effect on customer satisfaction and customer satisfaction had a 

positive impact on behavioural intentions [23]. Presented also by 

[24] that the brand equity had a positive effect on the interest in 

the purchase and equity relationships had positively affected to 

the interest of purchase. 

 

2.3. Product Design 

According  [25] design is a product quality that is measured 

based on the product plan and all features that give effect on how 

the product is seen, felt and functioning”. [26] explained that 

product design is one of the aspects that create product image. 

Companies are also increasingly aware of the importance of the 

marketing value of the product design, especially the design 

appearance. There are two factors related to the design of 

products, that was the colour and quality of the product. It had 

been known before that the use of right colour can increase the 

selling of a product and also by socializing a right product 

quality image that is suitable with the consumer need. Besides, 

the whole design of sports equipment has been continuously 

existed, creative and bright colours design has amazed people. 

Unique product and brand in bright colours is used in fashion.  

Furthermore an integrated creativity makes the consumers not 

buying the product for their need but for popularity, creativity, 

and fashion [27]. The research of [28]  said that an adapted 

clothes prototype may make consumer change the function, 

suitability and fashion style that  is environmentally friendly. The 

research of [29] has given the first effort that explains how style 

can be functioned as a value that connects the community with 

brand centered in fashion context. A high prediction accuracy is 

a method that supports optimum product design and significantly 

contributed to company profitability [30],  

Moreover, the research of [31] stated that company uses different 

marketing strategy with a different design innovation strategy in 

designing a product. [32] argued that design strategy is adopted 

by the company in a market leader aggressively and consumer 

innovation has positive effect on the attitude to design.  [33]; 

[34].  

2.4. Price Perception 

Price is a factor that must be controlled harmoniously 

with the goal achieved by the company. The definition of price 

according to  [34] “price is an amount of money that is charged 

on a product or service or a number of value that consumer 

exchanges with the benefit from having or using a service 

product that is exchanged”. The price that is paid by the 

consumer is influenced by the consumer’s income. [35] 

suggested in his research that price is the second important 

factor for consumer so that the operator can decrease the service 

fee and can increase the network facility. From marketing point 

of view, price is a monetary unit or other measurement (service 

and other item) that was exchanges to get the possession or using 

right of a service or thing. Price is flexible, means it can be 

adjusted fast. From the four elements of traditional marketing 

combination, price is the easiest element that can change and 

adapt with the market dynamics. It can be seen from the price 

competition (discount war) that mostly happens in retail industry. 

The low price settlement can increase a fair price, decreased 

financial risk and strengthen a higher buying intention  from 

price strategy done, [36]  

The research of [37] stated the relation between 

customer’s value and market price from a long-lasting product 

category. The result supports the claim that price is based on 

value although it is more superior than other price policy; 

however, it is not yet set as the most superior practice. Settinga 

low price can increase price fairness perceived, decrease 

financial risk and strengthen higher buying intention from price 

strategy held [38]. Consumer evaluation is influenced by the 

attraction of high quality and low price and retailer context. The 

attraction from the same level is from the price desired and the 

willingness to pay, buying intention that is higher for the price 

desired and quality perception [39]. The attractiveness of 

advertising and pricing strategies could increase consumer 

perceptions and purchase intentions [40]. With the high brand 

awareness and low brand awareness, price discount was more 

effective than premium price [41]. The price sensitivity had a 

significantly moderate effect to quality value and consumer 

buying intention [42]. 

 

 

 

 

Figure 1 Study Framework 
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Based on the theory above, the hypotheses and literature 

framework formed is as follow:  

H1 : The more positive a brand image of a product influence the consumer buying decision  

H2 :  The more superior a product design influence  the consumer buying decision  

H3 : The more flexible the product price influence the consumer buying decision    

H4 :  Positive brand image, superior product design, and flexible price influence the consumer buying 

decision  

RESEARCH METHOD 

This research applied the descriptive method by using 

quantitative approach.This study also use verificative method to 

know the influence between the variables. The sample of this 

study is purposive sampling, that are 100 college students whose 

wear SPECS sports shoes in Faculty of Economics and Business 

University of Pancasila Jakarta. 

 

2.4. Measurement 

The questionnaire in Likert scale of five levels use to 

get a response from the survey. The dependent variable in this 

study is the brand image (X1), product design (X2), and the price 

perception(X3), while the independent variable is the purchase 

decision (Y). The data were processed using SPSS Ver 20.0. 

Basis for a decision on the validity of the test, by comparing the 

sig (2-tailed) of less than 0.05, then the statement item is valid, 

and vice versa, if sig (2-tailed) alpha greater than 0.05, then the 

item is not a statement valid, the overall indicator questions have 

r test > r table so declared invalid. Reliability test showed that all 

variables have high coefficients α, which is above 0.60 so it can 

be said that all of the concept of measuring each variable of the 

questionnaire is reliable. Therefore, items on each variable 

concept fit for use as a measuring tool. 

 

3. Discussion 

All of the respondents in this study is male with age of 

21-25 years old about 50%, then less than 20 years old about 

50%. Next is analysis descriptive on research variable as follow:  

 

 

 

 

 

 

 

 

Table 1 

Consumer Answer Recapitulation on 

Brand Image 

No Statement Average 

1 SPECS shoes are 

sports shoes 

brand that is well 
known by the 

people 

3,92 

2 SPECS shoes has 
a good image as 

a famous sports 

shoes  

3,98 

3 I can identify 
SPECS sports 

shoes only from 

the logo 

3,84 

4 I wear SPECS 

shoes because of 

the qualified 
brand  

3,76 

5 I like wearing 

SPECS shoes for 
exercising 

3,42 

 Average 3,78 

Source: Data processed, 2014 

Table 2 

Consumer Answer Recapitulation on 

Product Design 

No Statement Average 

1 SPECS shoes 

always has 

newest models  

3,96 

2 SPECS shoes 

models come in 

various sizes  

3,78 

3 The design of 
SPECS shoes is 

more attractive 

than other shoes 

3,26 

4 SPECS shoes 

design always 

follows the 
fashion style of 

young people 

2,96 

5 SPECS shoes 

design is light to 
wear for exercise 

3,84 

 Average  3,56 

   
 

 

Table 1 shows the average answer of the consumers on 

brand image of Specs sports shoes that is 3,78 which means 

consumers agree on the brand image of Specs sports shoes. It is 

because Specs shoes is one of the famous sports shoes brands 

that can be proved with the highest score for Specs shoes 

indicator as a famous sports shoes with the simple logo that easy 

to identify the brand. 

The measurement that becomes the consideration of the 

consumer in evaluating brand image is that brand must have 

positive image, high reputation, and recognizable benefit. Image 

is influenced by many external factors of the company. Effective 

image will influence three things as follows: first, assuring 

product character and value suggestion. Second, delivering the 

character in different various ways so that it is not disturbed by 

the characters of competitor. Third, giving emotional strength 

that is more than mental image. To make it functional, image 

must be delivered through every available communication media 

and brand contact.  

Table 2 shows the average answer of consumer on 

product design of Specs sports shoes that is 3,56which means 

consumers agree on the design of Specs sports shoes that always 

come with the newest design with various sizes, up to date with 

youth’s fashion style,and light to wear. But however, all those 

things still has low response from the consumer. It can be a 

feedback for the company in deciding the design strategy. 

Company have to realize the importance of marketing 

value of product design, especially the appearance. The expected 

result from design strategy is to increase the growth, market and 

profit. Standard product strategy with modification is also 
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possible to link with the market and get experience in developing 

new product standard. 

Table 3 shows the average answer of consumer on the 

price of Specs sports shoes that is 3,79 which means consumer 

agree on the price of Specs sports shoes that affordable and 

suitable with the consumer buying power. But however, it still 

get the lowest response from the respondents. The price is also 

more efficient than other brands with the same category and in 

accordance with product quality. Price is an amount of money 

needed to get some combination of product and service. If a 

product makes consumer spend more expense than the benefit 

acquired, so the product will have a negative value perception. 

Company have to set the price in accordance with value given 

and understood by the customers. If the price is higher than the 

value accepted, the company will lose the possibility to gain 

profit, and if the price is too low, company will not be succeeded 

to get the possibility of making profit. 

Table 3 

Consumer Answer Recapitulation on 

Price Perception 

No Statement Average 

1 The price of 
Specs sports 

shoes is 

affordable and 
suits my buying 

power 

3,78 

2 The price of 

Specs shoes suits 
the market price 

3,66 

3 The price of 

Specs shoes is 
more efficient 

than other 

similar sports 
shoes 

3,84 

4 The price of 

Specs sports 

shoes meets the 
product quality 

3,88 

 Average 3,79 

Source: Data processed, 2014 

Table 4 

Consumer Answer Recapitulation on 

Product Design 

No Statement Average 

1 I am willing to 
buy Specs shoes 

to support the 

sports activity  

3,50 

2 I prioritize to buy 
Specs shoes than 

other product 

3,32 

3 I do purchasing 
of Specs shoes 

because it is 

available in 
sports stores 

4,10 

4 I consider to buy 

Specs shoes 

because it is light 
to wear  

3,82 

5 I am willing to 

repurchase Specs 
shoes because I 

feel satisfied         

3,58 

 Average   3,66 
 

Table 4shows the average question of consumer on 

purchase decision of Specs sports shoes that is 3,66 which means 

the consumer agree with the purchase decision of Specs sports 

shoes because it supports the sport activities, the availability in 

many sport stores, light to wear and the satisfaction in wearing it.  

In purchase decision of product, consumer often 

involves some parties in the trading or buying product. The 

consumers create brand preference in the choice group and an 

intention to buy the most favourite brand. However, there are 

two factors among intention to buy and purchase decision. First 

is attitude, how far the attitude eliminate the likeable alternative 

which is depend on two things, that are, intensity of negative 

attitude to likeable alternative and consumer’s motivation to 

follow other interest. Second, unanticipated situational factor that 

can be occurred and change buying intention. Those factors are 

income, family, price and benefit of the product. Consumer also 

can make sub purchase decision which are: brand decision, 

supplier, quantity, time and payment method.  

 

3.1. Multiple Linier Regression Analysis 

The changing value of a variable is not always happened 

by itself; however it caused by the change of other variable that 

related each other. To recognize the changing pattern of purchase 

decision that is caused by the brand image, product design and 

price perception, it uses model = a + b1X1 + b2X2 + b3X3. 

Multiple linear regression analysis in this research use SPSS 

program version 20.0 and the result can be seen on Table 5 

below: 

 

Table 5 

Multiple linear regression analysis  
Coefficients 

 

                         Model 

Unstandardized 

Coefficients 

Standardized 

Coefficients  

B Std. Error Beta T Sig. 

1 (Constant) 2.660 2.060  1.291 .203 

Brand Image .326 .102 .391 3.190 .003 

Product Design .342 .130 .304 2.632 .012 

Price .224 .105 .238 2.127 .039 

               a. Dependent Variable: Purchase Decision 

 

 
                           a. Dependent Variable: Purchase Decision 

Source: Data processed, 2014 

 

Based on the data processing as seen on the table 

above, it is resulted double linear regression equation as 

follow: 

Ŷ = 2,660 +  0,326X1 + 0,342X2 + 0,224X3 

 

3.2. The Influence of Brand Image, Product Design and 

Price Perception on Purchase Decision 

On every equation made, the first step that must be 

done is having an overall significance test in a regression 

equation based on hypotheses test. To test whether the 

regression product design is truly can be used to predict Y 

so it will use F test. The result of F test fit the SPSS 

calculation can be seen on the Table 6 below: 
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Table 6 

F Test Calculation Result 

ANOVA
b
 

Model 

Sum of 

Squares df 

Mean 

Square F Sig. 

1 Regressio

n 

286.861 3 95.620 21.55

9 

.000
a
 

Residual 204.019 46 4.435   

Total 490.880 49    

a. Predictors: (Constant), Price, Product Design, Brand Image 

b. Dependent Variable: Purchase Decision 

Source: Data Processed, 2014 

 

Based on ANOVA test or F statistic test, it has the 

value of F test about 21,559 with the probability of 0,000. 

Probability is lower if compared to 0,05, then the model 

regression can be used to predict the purchase decision or it 

can be said that brand image, product design and price 

perception variable at the same time influence the purchase 

decision significantly. While adjusted R square is 0,557, it 

means 55,7% variation of the purchase decision can be 

explained by the variation from the three independent 

variables that are brand image, product design and price 

perception, and the remain is 44,3% is explained by other 

causes out of the model. Purchase decision is influenced by 

many factors, in this research those factors are brand image, 

product design and price. It is proven that all of those 

variables significantly influence purchase decision on 

SPECS sports shoes.  

The results are consistent with previous research [46] 

where the influence of price, product design, and brand 

image are simultaneously significant on purchase decisions. 

The products and trademarks are unique with the use of 

bold colors, fashion, and creativity is integrated.  The role 

of innovation creates a positive experience for consumers in 

purchase of clothing, shoes, and accessories. In addition, 

high brand awareness and a low level of brand awareness, 

discount price is more effective than a premium price [47]. 

Price sensitivity has a significant moderate impact on 

quality value of commodities and consumer buying 

intention [43]. 

The result of this research agree with the work 

where price, product design and brand image 

simultaneously influence the purchase decision 

significantly. Together with the research from the 

increasing of various sophisticated and new fashion product 

for young consumer is the booster of decision making.  The 

brand awareness that is high stimulates the consumer to 

have opinion that is more positive from the product that 

initiate a higher buying intention  which will influence the 

process of decision making.  

 

3.3. The Influence of Brand Image to Purchase Decision  

The second significance level test is directed to test 

each coefficient in the regression equation individually and 

partially. The value of t test brand image variable (X1) is 

3,190 and the significance value is 0,003 lower than 0,05 so 

it can be concluded that brand image significantly 

influences the purchase decision of SPECS Sports Shoes, 

while t test is positive which means the more positive brand 

image of a product, the stronger purchase decision of 

consumer. Image is one of the basic characters in modern 

marketing orientation through giving more attention and 

building strong image. It will create the product’s image 

itself in consumer’s mind and becomes the basic motivation 

for the consumer in choosing a product. The statistical 

result of brand image has coefficient regression 0,326 

which means brand image has a positive influence to 

purchase decision of SPECS sports shoes. While the 

research significant level on brand image is about 0,003 < 

0,05, so that the hypotheses which stated that brand image 

significantly influences the purchase decision is acceptable. 

Consumer generally believe in the famous brand 

because already have a good image in the society. It is in 

accordance with [48] where the brand image has a 

significant influence on purchasing decisions. There is 

fitness model on the relationship between material co-

branding image and consumer purchase intention. This 

study agree with [49], [50] and [51] that buying nowadays 

was directly influenced by brand awareness and indirectly 

by the brand image, brand equity influences purchase 

decision. 

 

3.4. The influence of Product to Purchase Decision  

T test value variable of product design (X2) is 2,632 

and its significance 0,012 lower than 0,05 so it can be 

concluded that product design is significantly influences the 

purchase decision on SPECS sports shoes which means if 

product design is getting better so the purchase decision 

will increase. Product design is one of the aspect in product 

image creator. The company is more aware on the 
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importance of marketing value from product design 

especially appearance design. Similarly, it can be also by 

socializing the product quality image correctly according to 

the consumer needs.  

The statistical result of product design has coefficient 

regression 0,342 which means the product design has a 

positive influence, if a product design becomes more 

excellent, the consumer purchase decision will be stronger. 

While the level of research significance on product design 

is about 0,012 < 0,05, so that hypotheses that stated 

excellent product design significantly influences the 

purchase decision can be accepted. Design can give 

attribute to a product that can be a character on a product 

brand. The special characteristic of the product will be able 

to distinguish with other similar products of the competitor. 

The result of this research agrees with the previous research 

by  [42] concludes that product design has significant 

positive influence on purchase decision. Innovation 

consumers have a positive effect on attitudes toward design 

where designers and marketers are both focused on 

providing the best products to customers. 

 

3.5. The Influence of Price Perception to Purchase 

Decision 

T test value price variable (X3) is 2.127 and its 

significance value is 0,039 fewer than 0,05 so it can be 

concluded that price is significantly influences the purchase 

decision on SPECS sports shoes, which means if price 

becomes more competitive then the purchase decision will 

increase. Price influences consumer decision in doing the 

purchase, the higher the price, the lower the purchase 

decision, and vice versa. Consumer has own perception on 

the price itself, that the higher the price, the higher quality it 

has. It happens when the consumer does not have any clue 

from the product quality besides the price. 

The statistical result on price is that coefficient 

regression 0,224 which means price has positive influence, 

so if the product price is more flexible, the purchase 

decision of SPECS sports shoes will increase. While the 

research significance level is 0,039 < 0,05, so that the 

hypotheses that stated the price perception significantly 

influence the purchase decision is accepted.  

[42] stated that the price is the second factor that 

most important for consumers so that the operator can 

reduce their the service price and increase the network 

facilities. The attractiveness that generated at the same 

level is the expected price and the willingness to pay.  

 

4. Conclusion and Suggestion 

Brand image, product design and price perception of 

SPECS sports shoes significantly influence consumer purchase 

decision. It shows that those three variables become the 

important consideration for consumer in deciding the purchase of 

SPECS sports shoes. Brand image shows that consumer reaction 

will be influenced by consumer familiarity on the product related 

with SPECS shoes. Shoes product design is a factor that can 

boost the consumer to decide the purchase. If the product design 

is getting better, it will have role in helping consumer to get the 

highest benefit and function expected from SPECS. Price 

perception is also a factor that can boost consumer to decide 

buying SPECS sports shoes. The better consumer acceptance on 

price, the faster decision making to purchase. Besides, the price 

can explain how much money that will be spent according to the 

needs and satisfaction on the product they will buy.  

In developing the design, it is better for the producer to 

design the shoes with the fashion style of the young people to get 

attention of the youngsters and can influence their purchase 

decision. Consumer familiarity on the related product with brand 

image can help in creating purchase decision because it will be in 

the consumer’s mind and also will be attracted on the SPECS 

sports shoes product. Production management of SPECS sports 

shoes can see the market by seeing what the trend is and what the 

consumer wants with simple and casual logo design.  

This study is limited in terms of the sample of 100. 

However, further research can be conducted with a larger sample 

and broader research area, so that more research findings can be 

generalized. The research variables can also be expanded by 

observing consumer behaviour in terms of attitude and 

motivations of purchase. It also can be revealed the expansion of 

the study variables associated with customer trust and customer 

experience so that it can be seen the customer satisfaction, and 

ultimately can revealed the competitive advantage strategy to 

deal with the extraordinary competitor in the sport shoes market 

in Indonesia. 

 

 

 

 



Int. J Sup. Chain. Mgt  Vol. 6, No. 4, December 2017 

 

206 

References 

[1] Kotler, Philip (2009). Marketing Management: Analysis, 

Planning, Implementation, and Control, Prentice Hall 

International, Inc. A Division of Simon & Scuster, 

Englewood Cliffs.  

[2] Kotler, P. & Keller, (2012). Marketing Management, 14
th
 

Global Edition, Prentice Hall International, Inc., USA. 

 [3]Deny, S. (2014). RI Punya 2 Pilihan saat Pasar Bebas 

ASEAN Dibuka.bisnis.liputan6.com › Bisnis › Ekonomi.19 

Feb 2014, 09:50 WIB. 

[4] Fajarianto, B,. Lubis, N., & Saryadi. (2013). Pengaruh 

kualitas pelayanan dan brand image terhadap loyalitas 

pelanggan melalui kepuasan pelanggan (studi kasus pada 

CV. AHASS Sahabat Sejati Motor Tembalang 

Semarang).Diponegoro Journal of Social And Politic, 

Hal. 1-12 http://ejournal-s1.undip.ac.id/index.php/ 

[5]Sadat, M. (2009). Brand Belief: Strategi Membangun Merek 

Berbasis Keyakinan. Penerbit Salemba Empat. Jakarta . 

[6] Lin, Y.C., Lee, Y.C., & , Y.F. (2015). Exploring the 

influence of tea beverage health claims on brand 

evaluation and purchase intention, The International 

Journal Of Organizational Innovation. Vol 8 Num 

2. Pp 88-99 

[7] Kaewwongwattana, P., Phimolsathien, T., & Pimdee, P. 

(2015).Determinants of consumer decision making of a 

common ticketing system in Bangkok’s Metropolitan 

Commuter Transportation Systems. The Journal of 

Applied Business Research. Volume 31, Number 6. Pp 

2035-2038. 

[8] Thongchai L., & Nuntana U. (2013). A Matter of Shoes: The 

Analysis of Desired Attributes of Shoes and Its Retail 

Shops from Bangkok Consumers’ Perspectives, 

International Journal of Marketing Studies; Vol. 5, No. 2. 

ISSN 1918-719X E-ISSN 1918-7203. 

[9] Larson, R.B. (2014).Psychological Pricing Principles for 

Organizations with Market Power. Journal of Applied 

Business and Economics. Vol. 16(1) 2014 , p11-25. 

[10] Lee, H.S. (2015). The effects of avatar on trust and purchase 

intention of female online consumer: consumer 

knowledge as a moderator.  International Journal of 

Electronic Commerce Studies. Vol.6, No.1, pp.99-118, 

2015 doi: 10.7903/ijecs.1395. p 99-117. 

[11] Lu, H., Hu, H.Y., & Hu, S. Z. (2014). Research on the 

relationship model between ingredient co-branding image 

and purchasing intentions. International Journal of 

Business and Social Science,Vol. 5, No. 7; June.  

[12] Dash, M. (2010.) Buyers’ preferences for purchase of 

selected handicrafts with special reference to Orissa. The 

IUP Journal of Management Research, Vol. IX, No. 6. P 

38-56. 

[13] Kessuvan, A., Parthanadee, P. & Buddhakulsomsiri, J. 

(2015). The study of consumption behaviors and factors 

affecting decision to purchase fishery products of 

consumers in the North and Northeast of Thailand. 

International Food Research Journal. 22(6): 2670-2678. 

[14] Dib, H., &Alnazer, M.(2013). The impact of sales 

promotion on perceived transaction value and purchase 

intentions the moderating role of promotional benefit 

level. International Journal of Economy, Management 

and Social Sciences. Vol 2 - No 9, Pages 731-736. 

[15 Aylar, Z. (2012). Investigating the Effect of Brand 

Awareness and Brand Image on Purchase Behavior of 

Customers.International Journal of Research in Social 

Sciences, Volume 2, Issue 2. 

[16] Kazemi, A., Hosseini, S. Y., & Moradi, M. (2014). An 

analysis of influential factors of brand equity and its 

impact on consumer buying decision-the selected 

branches of Mellat Bank in Bushehr City as case study, 

International Journal of Academic Research in Business 

and Social Sciences, Vol. 3, No. 11.  

[17] Goh, K.Y. (2014), Engaging consumers with advergames: 

an experimental evaluation of interactivity, fit and 

expectancy, Journal of the Assosiation for Information 

System, Volume 15, Issue 7, pp. 388-421.  

[18] Rajput, et al. (2012)] 

[19] Torlak, O., Tiltay,  M. A., & Dulger, M.F. (2014). The 

effect of electronic word of mouth on brand image and 

purchase intention: an application concerning cell phone 

brands for youth consumers in Turkey, Journal of 

Marketing Development and Competitiveness, vol. 8(2). 

[20] Koshki, N., Esmaeilpour, H., & Ardestani., A. S. (2014). 

The study on the effects of environmental quality, food 

and restaurant services on mental image of the restaurant, 

customer perceived value, customer satisfaction and 

customer behavioral intentions: (Case Study of 

Boroujerd’s Restaurants)”, Kuwait Chapter of Arabian 

Journal of Business and Management Review.Vol. 3, 

No.10. Pp 261-272  

[22] Fuad, A. (2012). Analisis pengaruh harga, desain produk, 

dan citra merek terhadap keputusan pembelian (studi 

kasus pada produk Crooz di Distro Ultra Store Semarang). 

Diponegoro Journal Of Management.Vol 1, No 1,  Hal 1-

9 . http://ejournal-s1.undip.ac.id/index.php/dbr  

[23] Chang, Y. C., Chen, J. W. & Liu, L. W. (2012). A study of 

constructed process of branding images of athletic 

products manufacturers and the concepts of marketing 

strategies. Journal of Sports Health and Leisure, 3, 107 - 

118. 

[24]  Cao, H., et al., (2014). Adaptable apparel: a sustainable 

design solution for excess apparel consumption problem. 

Journal of Fashion Marketing and Management. Vol. 18 

No. 1. pp. 52-69. 

[25] Pihl, C. (2014). Brands, community and style – exploring 

linking value in fashion blogging. Journal of Fashion 

Marketing and Management.Vol. 18 No. 1, 2014 pp. 3-

19. 

[26] Tsafarakis, S., Grigoroudis, E., & Matsatsinis, N. (2011). 

Consumer choice behaviour and new product 

development: an integrated market simulation approach. 

Journal of the Operational Research Society. 62, 1253–

1267. 

[27] Horn, C.F., Brem, A., H., & Ivens, B. (2014). Damaging 

brands through market research. Can customer 

involvement in prediction markets damage brands?. 

Marketing Intelligence & Planning. Vol. 32 No. 2. pp. 

232-248.  

 [281] Hsu,Y., (2011). Design innovation and marketing strategy 

 in successful product competition. Journal of Business 

 & Industrial Marketing. 26/4. pp 223–236.  

[29] Rioche,  L.F., & Ackermann, C.L.(2013). Consumer 

innovativeness, perceived innovation and attitude towards 

“neo-retro”-product design. European Journal of 

Innovation Management. Vol. 16 No. 4, pp. 495-516.  

[30] Zolfania, S.H., Zavadskas, E.K., Turskis, Z. (2013). Design 

of products with both international and local perspectives 

based on Yin-Yang balance theory and Swara method. 

Economic Research. ISSN 1331-677 . Vol 26 (2): 153-

166. 

  

[31] Sääksjärvi, M., & Hellén K. (2013). How designers and 

http://me.liputan6.com/septian.deny
http://ejournal-s1.undip.ac.id/index.php/
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://proquest.umi.com/pqdweb?RQT=318&pmid=113211&TS=1317153761&clientId=56330&VInst=PROD&VName=PQD&VType=PQD
http://www.waprogramming.com/index.php?action=authors&aid=353
http://www.waprogramming.com/index.php?action=authors&aid=354


Int. J Sup. Chain. Mgt  Vol. 6, No. 4, December 2017 

 

207 

marketers can work together to support consumers’ 

happiness. International Journal of Design Vol. 7 No. 3.  

www.ijdesign.org. 

 [32] Perry, P., & Kyriakaki, M. (2014). The decision-making 

process of luxury fashion retail buyers in Greece. Journal 

of Fashion Marketing and Management. Vol. 18 No. 1, 

pp. 85-106.     

 

[33] Vasiliu, C. and Cercel, M.O. (2015). Innovation in retail: 

impact on creating a positive experience when buying 

fashion products. Amfiteatru Economic, 17(39), pp. 583-

599.  

 [34] Ashaduzzaman, M.,Ahmed S.M.S., Khan, M.M. (2011). 

Consumerchoice behaviortowards mobile phone 

operators in Bangladesh, 

InternationalRefereedResearchJournal,Vol.–II,Issue–4.pp 

1253–1267. 

 

[35] Wei, C.F., Bruce C.Y.L., Kou, T.C., & Wu, C.K. (2014). 

Green marketing: the roles of appeal type and price level, 

Advances in Management & Applied Economics, vol. 4, 

no.5. 

 [36] Codini, A.  Saccani, N. & Sicco, A. (2012). The 

relationship between customer value and pricing 

strategies: an empirical test. Journal of Product & Brand 

Management, Vol. 21 Iss: 7, pp.538 – 546. 

  [37] Shirai, M. (2014). Effects of quality and price appeals on  

consumers’ internal reference prices  and quality 

perceptions, Modern Economy, 5, 831. 

 

 [38] Lan, S.H., & Sheng, T.C. (2014). The study on key factors 

of influencing consumers’ purchase of green buildings 

application of two-stage fuzzy analytic hierarchy process. 

International Business Research. Vol. 7, No. 6.  

 [39] Alnazer. M. (2013). The moderating role of promotional 

benefit level and brand awareness on the effectiveness of 

price discount and premium. Advances InManagement. 

Vol.6(12).  

 

[40] Wu, Y.F., Wu, C.S., Lee, C.J., & Tsai, L.F. (2014). The 

relationship between package redesign and purchase 

intention. Te International Journal of Organizational 

Innovation Vol 6 Num 3. 

  
[41] Othman, C., & Rahman, M.S. (2014). Investigation of the 

relationship of brand personality, subjective norm and 

perceived control on consumers’ purchase intention of 

organic fast food,  Modern Applied Science; Vol. 8, No. 3.  

 [42]Rajput, N., Kesharwani, S., & Khanna, A. (2012). 

Consumers’ Attitude towards Branded Apparels: Gender 

Perspective. International Journal of Marketing Studies, 

4(2), p111.  

 

 

http://www.emeraldinsight.com/author/Codini%2C+Anna
http://www.emeraldinsight.com/author/Saccani%2C+Nicola
http://www.emeraldinsight.com/author/Sicco%2C+Alessandro

