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ABSTRACT

This study aims to determine the partial influence of Digital Marketing and
Personal Selling on Consumer Purchase Decisions for Eiger products at Lippo
Plaza Jember. The research applies a quantitative method with multiple linear
regression analysis involving 60 respondents. The results show that Digital
Marketing has a positive and significant effect on Purchase Decisions, indicated by
a t-value of 5,322 and a significance level of 0.000, while Personal Selling has no
significant effect, shown by a t-value of —0,664 and a significance level of 0.510.
Thus, Digital Marketing is the most influential factor in increasing purchase
decisions, whereas Personal Selling needs improvement to contribute more

effectively.
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