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ABSTRAK 

MISAEL MARCELL SULAIMAN. Pengaruh Volume, Saluran Akuisisi 

Konsumen, dan Tingkatan Pelanggan Terhadap Keberhasilan Transaksi PT XYZ. 

Dibimbing oleh SUHARNO. 

 

Perkembangan pemasaran digital mendorong agregator B2B 

mengoptimalkan saluran akuisisi dan proses penjualan. Penelitian ini menganalisis 

pengaruh volume transaksi, saluran akuisisi, dan tingkatan pelanggan terhadap 

penerimaan aktual serta keputusan pembelian PT XYZ. Menggunakan data 

sekunder internal periode Januari-April 2026 (304 prospek untuk regresi logistik 

dan 149 transaksi aktual untuk regresi linear berganda), hasil menunjukkan volume, 

saluran akuisisi konsumen, tingkatan pelanggan, dan interaksi volume-saluran 

berpengaruh signifikan terhadap penerimaan. Saluran organik menghasilkan 

penerimaan lebih tinggi dan meningkatkan peluang keputusan pembelian sebesar 

4,59 kali dibanding saluran berbayar. Sebaliknya, volume berpengaruh negatif 

terhadap keputusan pembelian akibat kompleksitas transaksi B2B berskala besar, 

sedangkan tingkatan pelanggan tidak signifikan. Implikasi manajerial menyarankan 

penerapan Fast-Track Desk, Tiered Value Engineering, serta strategi retensi 

terdedikasi pelanggan Tier A. 

 

Kata kunci: keputusan pembelian, penerimaan perusahaan, pemasaran digital, 

regresi logistik, regresi linear berganda, saluran akuisisi konsumen 

 

ABSTRACT 

MISAEL MARCELL SULAIMAN. The Effects of Transaction Volume, 

Consumer Acquisition Channel, and Customer Tier PT XYZ’s Transaction Success. 

Supervised by SUHARNO. 

 

Digital marketing developments encourage B2B aggregators to optimize 

acquisition channels and sales processes. This study analyzes the effects of 

transaction volume, acquisition channels, and customer tiers on actual revenue and 

purchase decisions at PT XYZ. Utilizing internal secondary data from January-

April 2026 (304 prospects for logistic regression and 149 closed transactions for 

multiple linear regression), results show volume, consumer acquisition channel, 

customer tier, and volume-channel interaction significantly affect revenue. Organic 

channels yield higher revenue and increase closing odds by 4.59 times compared 

to performance marketing. Conversely, volume negatively influences purchase 

decisions due to large-scale B2B transaction complexities, while customer tiers are 

non-significant. Managerial implications suggest implementing a Fast-Track Desk, 

Tiered Value Engineering, and dedicated retention strategies for Tier A accounts.  

 

Keywords: Company revenue, customer acquisition channels, digital marketing, 

logistic regression, multiple linear regression, purchase decision  
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