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Abstract  

Introduction/Main Objectives: The current research aims to explain the correlation between 
independent variable of rational perceived value and trust. Then, they are being correlated with 
customer’s satisfaction as mediator variable and customer’s loyalty as dependent variable. 

Background Problems: Online food delivery is the popular service as platform to order food and 
beverage. These applications give an ease on customer to buy food and beverage. GoFood is the most 
frequent online food delivery that is being used in Indonesia. South Jakarta is the metropolitan city that 
is being the lifestyle compass of the young folks, especially gen z that is influenced by globalization. 
Gen Z is the most familiar generation with online food delivery as digital native. It’s important to learn 
the influence of value and providing future claims of prior research which stated that trust doesn’t have 
ant effect on customer’s loyalty. 

Research Methods: Samples that are successfully being drawn are 100 respondents with purposive 
snowball sampling method in South Jakarta. Data analysis method that is being used in this research is 
Spearman’s Rank and mediation analysis with bootstrapping technique of PROCESS with SPSS 25 
application. 

Finding/Results: The result of this study is being supported with primary data using questionnaire. The 
result can be elaborated this way: (1) rational perceived value correlates with customer’s satisfaction; 
(2) trust correlates with customer’s satisfaction; (3) rational perceived value correlates with customer’s 
loyality; (4) trust influences customer’s loyality; (5) customer’s satisfaction influences customer’s loyality; 
(6) rational perceived value influences customer’s loyality through customer’s satisfaction; (7) trust 
influences customer’s loyality through customer’s satisfaction. 

Conclusion: Rational perceived value and trust have a strong position in marketing world, especially in 
yielding customer’s satisfaction and customer’s loyalty. The model proposed in this study is enough to 
explain the influence of rational perceived value and trust towards customer’s loyalty, either directly or 
indirectly through customer’s satisfaction. 
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Introduction  

Digital transformation has reshaped food and beverage consumption, particularly through 
online food delivery (OFD) services (Kristin et al., 2022). In Indonesia, OFD is widely adopted, 
with Gen Z as the primary user group (Az-zahra et al., 2021; Santika, 2023). Among available 
platforms, GoFood leads the market, surpassing Grabfood and Shopeefood (Santika, 2023). 
South Jakarta, designated as a creative economy hub and lifestyle center for youth, serves as 
the research location, reflecting strong OFD engagement among Gen Z (Kemenparekraf, 
2018; "Fenomena Culture Jaksel," 2025). 

This study employs the Theory of Planned Behavior (TPB) as the overarching framework 
(Ajzen, 1991). TPB constructs are operationalized as follows: rational perceived value 
represents perceived behavioral control, trust represents subjective norm, customer 
satisfaction represents attitude, and customer loyalty represents behavior. Rational perceived 
value was selected due to price sensitivity observed in preliminary surveys. Trust is examined 
to address conflicting findings regarding its effect on loyalty (Maghembe & Magasi, 2024). 
Satisfaction is positioned as a mediating variable, with loyalty as the outcome. This research 
addresses theoretical, empirical, and population gaps. 

Literature Review and Hypothesis Development 

The Theory of Planned Behavior (TPB) explains behavior through attitude, subjective norm, 
and perceived behavioral control (Ajzen, 1991). In this study: 

Rational Perceived Value (perceived behavioral control) refers to customers’ utility 
assessment based on price and value compatibility (Susanti et al., 2020). 

Trust (subjective norm) is the expectation that a party will fulfill obligations, measured through 
tangibles and assurance (Kirana & Basiya, 2024; Wahyuti & Poniman, 2017). 

Customer Satisfaction (attitude) reflects post-purchase evaluation relative to expectations, 
with indicators: emotion, evaluation, and expectation compatibility (Risal & Aqsa, 2021; 
Suryawan & Yugopuspito, 2022). 

Customer Loyalty (intention and behavior) includes attitudinal and behavioral dimensions, 
such as repurchase and positive word-of-mouth (Lee et al., 2022; Risal & Aqsa, 2021). 

Hypotheses: 

H1: Rational perceived value positively influences customer satisfaction. 

H2: Trust positively influences customer satisfaction. 

H3: Rational perceived value positively influences customer loyalty. 

H4: Trust positively influences customer loyalty. 

H5: Customer satisfaction positively influences customer loyalty. 

H6: Rational perceived value influences customer loyalty through customer satisfaction. 

H7: Trust influences customer loyalty through customer satisfaction. 
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Figure 1. Conceptual Framework 

 

 

 

 

 

 

Source: Author’s Work, 2026 

Research Methods  

This study employs a quantitative approach with deductive reasoning, involving two 
independent variables (rational perceived value and trust), one mediator (customer 
satisfaction), and one dependent variable (customer loyalty). The population comprises Gen Z 
GoFood users in South Jakarta. Data were collected using purposive snowball sampling, 
targeting respondents aged 15–28 years, residing in South Jakarta, and having used GoFood. 
Questionnaires were distributed to several universities and high schools in South Jakarta, 
including the University of Indonesia, UPN Veteran, SMK Al-Hidayah Lestari, and SMAN 70 
Jakarta. The sample size of 100 respondents was determined using the Lemeshow formula 
with a 10% accuracy level. 
 
Instrument validity was tested using Pearson's correlation, with items considered valid if r-
calculated exceeded r-table at α = 0.05. Reliability was assessed using Cronbach's Alpha, with 
a threshold of > 0.6 indicating reliability. Data analysis employed Spearman's rank correlation 
for direct hypothesis testing due to non-normal data distribution, which helps avoid Type I and 
Type II errors. Mediation analysis was conducted using Hayes' PROCESS macro with the 
bootstrap method, suitable for non-normal data and small sample sizes. Operational definitions 
and indicators for each variable are presented in Table 1. 
 
Table 1. Operational Definition of Used Variables 

Variable  Indicators Items  

Rational 
Perceived 

Value 

 Price Affordability 1. The food and beverage price is 
affordable 

2. The food and beverage price in 
GoFood is competitive 

  Compatibility of 
Price to Service 

Received 

3. Excellent service, customers are 
willing to pay high prices when 
ordering on GoFood 

4. Food and beverage prices on 
GoFood are commensurate with 
the service received 

Trust  Tangibles 5. Customers trust GoFood's service 
6. The GoFood app works well 
7. Customers trust the quality of 

GoFood's food 
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8. Customers trust the hygiene of 
GoFood's food 

  Assurance 9. Customers trust GoFood's data 
security 

Customer’s 
Satisfaction 

 Emotion 10. Customers are satisfied with their 
decision to purchase food and 
beverages from GoFood 

11. Customers are happy when 
purchasing food and beverages 
from GoFood 

  Evaluation 12. Customers feel that purchasing 
food and drinks on GoFood is the 
right thing to do 

13. Customers do not regret their 
decision to purchase food and 
drinks on GoFood 

  Compatibility to 
One’s 

Expectations 

14. GoFood meets my desires 
15. GoFood meets my needs 

Customer’s 
Loyalty 

 Attitudinal 
Loyalty 

16. Customers plan to purchase food 
and drinks on GoFood again 

17. Customers make the GoFood app 
their first choice when purchasing 
food and drinks online 

18. Customers purchase food and 
drinks on GoFood because they 
like the online app's brand 

  Behavioral 
Loyalty 

19. Customers recommend 
purchasing food and drinks on 
GoFood 

20. Customers purchase food and 
drinks on GoFood because they 
like the brand of this online app 

Source: Author’s Work, 2026; Arisandi et al., 2021; Arli et al., 2024; Lee et al., 2022; Purba et 
al., 2025; Rahmayani, 2023; Rismanita, 2018; Suryawan & Yugopuspito, 2022; Susanti et al., 
2020; Triyuni et al., 2021; Wahyuti & Poniman, 2017 

Result 

The value of median, mean, and mode will determine the normality of the data. These values 
can help us to determine the normality of the data distribution (von Hippel, 2005). Graph 
visualization is also featured to help the interpretation of the data. The first variable that will be 
discussed is rational perceived value. The table shows that the mean of the rational perceived 
value is 3.56, and the median is 3.5. This means that when rounded up, it equals 4, indicating 
agreement (1 is huge disagreement and 5 is huge agreement). Almost all respondents were 
rational in choosing GoFood based on price and service. The standard deviation of the mean 
is 0.7, which is smaller than the mean because it does not reach the first quartile. Furthermore, 
when viewed from the mode (3.5000), median (3.5000), and mean (3.5575), the distribution 
curve is positively skewed. Therefore, it is not a normally distributed data. 
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Figure 2 Rational Perceived Value Frequency Distribution Graph 

Source: Author’s Work, 2026 
 
The second variable is trust, the mean of this variable is 4, indicating agreement. This means 
that almost all respondents trust GoFood's services, as evident from the mode. The standard 
deviation is quite large, at 0.75, suggesting an abnormal distribution curve. Furthermore, the 
mean (4.0133), median (4.0000), and mode (4.0000) indicate a slight right-skewing, or 
positive, distribution curve. 

Figure 3. Trust Frequency Distribution Graph 

Source: Author’s Work, 2026 

The Third variable is customer’s satisfaction, The mean of the customer satisfaction variable 
was 3.8617. This indicates that almost all respondents expressed satisfaction with GoFood's 
service. Furthermore, the mean (3.8617), median (4.0000), and mode  (4.0000) show a 
negative skewed curve. The standard deviation is also quite large (0.8023), indicating that the 
distribution curve is non-normal. 

Figure 4. Customer’s Satisfaction Frequency Distribution Graph 

Source: Author’s Work, 2026 
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The fourth variable is customer’s loyalty, the mean of the customer loyalty variable is 3.59, 
indicating that most respondents answered in the affirmative. This means that respondents 
agree that they are loyal to GoFood. Furthermore, when viewed from the mean, median, and 
mode, the curve skews negatively or to the left because the mean (3.5950) < median (3.5000) 
< mode (4.0000). This indicates that the distribution curve is not normally distributed. 

Figure 5. Customer’s Loyalty Frequency Distribution 

Source: Author’s Work, 2026 

The next explanation is about the result of direct inferential statistics test. For the relationship 
between rational perceived value and customer’s satisfaction is proven from the SPSS 
analysis, it can be seen that the correlation test analysis has a significance value smaller than 
0.05. Then rtable is 0.165 and r is 0.576, because r > rtable, H1 is accepted and H0 is rejected. 
So these values indicate that there is a correlation between the two variables. A positive value 
indicates that there is a correlation between rational perceived value (X1) and customer 
satisfaction (Z). The meaning of this correlation relationship is that the higher the rational 
perceived value, the higher the customer satisfaction. 

For the relationship between trust and customer’s satisfaction is also met. From the SPSS 
analysis that has been conducted, it is known that the trust variable can influence customer 
satisfaction. It is known that the correlation test analysis has a significance value of less than 
0.05. Then, rtable is 0.165 and rhitung is 0.609, because r > rtable, H2 is accepted and H0 is 
rejected. The effect of trust on customer satisfaction is positive. The meaning of this correlation 
relationship is that the higher the trust, the higher the customer satisfaction. 

The next explanation is the relationship between rational perceived value and customer loyalty. 
Rational perceived value has a positive influence on customer loyalty, this is because the 
resulting p-value is < 0.05 with a positive r value. Then it is known that the correlation test 
analysis has a significance value smaller than 0.05. Then rtable is 0.165 and rhitung is 0.486, 
because r > rtable H3 is accepted and H0 is rejected. The meaning of this correlation 
relationship is that the higher the rational perceived value, the higher the customer loyalty. For 
the relationship between trust and cutomer loyalty is proven from the SPSS analysis, it can be 
seen that the correlation test analysis has a significance value smaller than 0.05. Then rtable 
is 0.165 and r is 0.494, because r > rtable, H4 is accepted and H0 is rejected. The correlation 
relationship shown is positive. Trust influences customer loyalty because the higher the trust, 
the higher the loyalty. And then the direct relationship between customer satisfaction and 
customer loyalty is also met. From the SPSS analysis, it can be seen that the customer 
satisdaction variable has a significance value smaller than 0.05. Then rtable is 0.165 and r is 
0.709, because r > rtable, H5 is accepted and H0 is rejected. Customer satisfaction has a 
positive effect on customer loyalty. The meaning of this relationship is that the higher the 
customer satisfaction, the higher the customer loyalty. 
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Table 2. Spearman’s Correlation Analysis 

Influence r Sig. Explanation 

X1 → Z 0.576 0.000 Significant 

X2 → Z 0.609 0.000 Significant 

X1 → Y 0.486 0.000 Significant 

X2 → Y 0.494 0.000 Significant 

Z → Y 0.709 0.000 Significant 

Source: Author’s Work, 2026 

The next explanation is about the indirect influence of the variables, rational perceived value 
has a positive effect on customer loyalty through customer satisfaction because the LLCI and 
ULCI bootstrap interval values do not contain the value 0 and the p-value < 0 (Preacher and 
Hayes, 2004). This indicates that the upper and lower values of the confidence interval are not 
too far from the estimated point (Preacher and Hayes, 2004). The next indirect relationship 
with bootstrapping test results indicate that trust has a positive effect on customer loyalty 
through customer satisfaction. This is because there is no zero value between LLCI and LLUC 
(Preacher and Hayes, 2004). This indicates that the upper and lower values of the confidence 
interval are not too far from the estimated point (Preacher and Hayes, 2004). 

Discussion  

This study examined seven hypotheses regarding factors influencing customer loyalty among 
Gen Z GoFood users in South Jakarta, with all hypotheses supported. 

Direct Effects 

Rational perceived value positively influences customer satisfaction 

Rational perceived value positively influences customer satisfaction was supported, indicating 
that price affordability and value compatibility enhance satisfaction. Rational customers who 
perceive fair value alignment experience greater satisfaction, consistent with Susanti et al. 
(2020) and Andianto & Firdausy (2020). In online food delivery contexts, competitive pricing 
and service-value congruence remain critical satisfaction drivers. 

Trust positively influences customer satisfaction 

Trust positively influences customer satisfaction was confirmed, demonstrating that data 
security, application performance, and service reliability foster satisfaction. This aligns with 
Kirana & Basiya (2024) and Viorentina (2023), emphasizing that tangible indicators (app 
functionality, food hygiene) and assurance (data security) are essential for satisfaction in digital 
platforms. 

Rational perceived value positively influences customer loyalty 

Rational perceived value positively influences customer loyalty was supported, showing that 
perceived value reduces brand switching intention. This finding complements contradictory 
evidence (Farahdibaj, 2023; Maghembe & Magasi, 2024) by reinforcing that price and value 
compatibility directly influence loyalty, consistent with Andianto & Firdausy (2020) and Gálvez-
Ruiz et al. (2023). 
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Trust positively influences customer loyalty 

Trust positively influences customer loyalty was confirmed, as trustworthy platforms reduce 
perceived transaction risk, fostering loyalty. This supports Triyuni et al. (2021) and Farahdibaj 
(2023) while addressing Maghembe & Magasi's (2024) null findings. Tangibles and assurance 
build both attitudinal and behavioral loyalty. 

Customer satisfaction positively influences customer loyalty 

Customer satisfaction positively influences customer loyalty demonstrated the strongest 
correlation (r = 0.709), confirming satisfaction as a primary loyalty antecedent. Emotional 
fulfillment, positive evaluation, and expectation conformity drive repurchase intention and 
advocacy, consistent with Susanti et al. (2020), Risal & Aqsa (2021), and Andianto & Firdausy 
(2020). 

Indirect Effects 

Rational perceived value influences customer loyalty through customer satisfaction 

Rational perceived value influences customer loyalty through customer satisfaction was 
supported through bootstrap mediation analysis. Rational value perceptions influence 
satisfaction, which subsequently shapes loyalty. This aligns with Febraska (2022), confirming 
that satisfaction mediates the value-loyalty relationship in online food delivery contexts. 

Trust influences customer loyalty through customer satisfaction 

Trust influences customer loyalty through customer satisfaction was confirmed, demonstrating 
that trust affects loyalty indirectly through satisfaction. Supporting Agustin et al. (2025) and 
Kirana & Basiya (2024), this pathway indicates that satisfaction is a necessary precondition 
customers must first feel satisfied, perceive GoFood as the right choice, and have needs met 
before loyalty develops. 

These findings collectively emphasize that rational perceived value and trust operate both 
directly and indirectly through customer satisfaction to influence loyalty among Gen Z digital 
consumers. 

Conclusion 

Rational perceived value and trust each have a direct influence on customer satisfaction and 
customer loyalty. Similarly, customer satisfaction has a significant influence on customer 
loyalty. The indirect relationship between rational perceived value and trust on customer loyalty 
through customer satisfaction has also been shown to have a significant influence. The 
meaning of these proven hypotheses is that rational perceived value and trust each play an 
important role directly in the formation of customer satisfaction and customer loyalty. The 
mediation relationship indicates that customer loyalty is formed by rational perceived value and 
trust, indicated that customer satisfaction is formed first as a mediating variable. The direct and 
indirect relationships indicate that the model proposed in this study is quite good. 

Acknowledgement 

Thanks to Mr. Yunus Handoko, Mrs. Ike Kusdyah Rachmawati, Institut Teknologi dan Bisnis 
ASIA Malang that had helped the researcher to finish the research smoothly. 

https://conference.asia.ac.id/index.php/ecosia/


ECOSIA 2026 | 327 

  1381  https://conference.asia.ac.id/index.php/ecosia/ 

References 

Agustin, L., Fadhilah, M., & Kusumaningrum, N. (2025). Pengaruh Brand Trust Dan Brand 
Image Terhadap Loyalitas Konsumen Melalui Kepuasan Pelanggan Sebagai Variabel 
Intervening Pada Kosmetik Wardah (Studi Pada Masyarakat Kota Yogyakarta). Jurnal 
Manajemen Terapan Dan Keuangan (Mankeu), 14(01), 60–74. 

Ajzen, I. (1991). The Theory of Planned Behavior. Organizational Behavior and Human 
Decision Processes, 50(2), 179–211. https://doi.org/10.1016/0749-5978(91)90020-T 

Al-Hameed, K. A. A. (2022). Spearman’s correlation coefficient in statistical analysis. Int. J. 
Nonlinear Anal. Appl, 13(October 2021), 2008–6822. 
http://dx.doi.org/10.22075/ijnaa.2022.6079 

Andianto, K., & Firdausy, C. M. (2020). Pengaruh Perceived Value, Perceived Quality dan 
Customer Satisfaction terhadap Customer Loyalty Warunk Upnormal di Jakarta. Jurnal 
Manajerial Dan Kewirausahaan, 2(3). https://doi.org/10.24912/jmk.v2i3.9589 

Arisandi, D., Shar, A., & Hariyadi, R. (2021). Pengaruh Kualitas Produk, Kualitas Pelayanan, 
Harga, Faktor Emosional, Biaya Dan Kemudahan Terhadap Kepuasan Belanja Busana 
Secara Daring. Kompleksitas: Jurnal Ilmiah Manajemen, Organisasi Dan Bisnis, 10(2), 
92–102. https://doi.org/10.56486/kompleksitas.vol10no2.163 

Arli, D., van Esch, P., & Weaven, S. (2024). The Impact of SERVQUAL on Consumers’ 
Satisfaction, Loyalty, and Intention to Use Online Food Delivery Services. Journal of 
Promotion Management, 30(7), 1159–1188. 
https://doi.org/10.1080/10496491.2024.2372858 

Arum, L. S., Zahrani, A., & Duha, N. A. (2023). Karakteristik Generasi Z dan Kesiapannya 
dalam Menghadapi Bonus Demografi 2030. Accounting Student Research Journal, 2(1), 
59–72. 

Az-zahra, H. N., Tantya, V. A., & Apsari, N. C. (2021). Layanan Online Food Delivery. Jurnal 
Penelitian Dan Pengabdian Kepada Masyarakat (JPPM), 2(2), 156. 

Azizah, N., & Chalimatusadiah. (2025). Uji Validitas dan Uji Reliabilitas Instrumen Penelitian 
Pemahaman Konsep Aljabar. Jurnal Pendidikan Tambusai, 9(1), 6637–6643. 
file:///C:/Users/Lenovo/Downloads/160-Article Text-452-1-10-20210727.pdf 

Bishara, A. J., & Hittner, J. B. (2012). Testing the Significance of a Correlation with Nonnormal 
Data. Psychological Methods, 17(3), 399–417. https://doi.org/10.1037/a0028087 

Blömker, J., & Albrecht, C. M. (2024). Psychographic segmentation of multichannel customers: 
investigating the influence of individual differences on channel choice and switching 
behavior. Journal of Retailing and Consumer Services, 79(January). 
https://doi.org/10.1016/j.jretconser.2024.103806 

Farahdibaj, H. A. (2023). Pengaruh Customer Perceived Value, Perceived Ease of Use, 
Kepuasan Dan Kepuasan Terhadap Loyalitas Nasabah Mobile Banking Bank Syariah 
Indonesia. Islamic Economic and Finance Journal, 4(02), 93–108. 
https://doi.org/10.31106/laswq.v4i02.25794 

Febraska, A. (2022). Pengaruh Perceived Quality dan Perceived Value terhadap Customer 
Loyalty Mahasiswa di Kota Surakarta Menggunakan Aplikasi Shopee Food dengan 

https://conference.asia.ac.id/index.php/ecosia/


ECOSIA 2026 | 327 

  1382  https://conference.asia.ac.id/index.php/ecosia/ 

Kepuasan Konsumen sebagai Variabel Mediasi [Universitas Muhammadiyah Surakarta]. 
https://eprints.ums.ac.id/102680/ 

Fenomena Culture Jaksel di Kalangan Gen Z dan Milenial: Antara Tren dan Identitas Sosial. 
(2025, October 6). Media Mahasiswa Indonesia. 
https://mahasiswaindonesia.id/fenomena-culture-jaksel-di-kalangan-gen-z-dan-milenial/ 

Gálvez-Ruiz, P., Calabuig, F., Puyana, M. G., González-Serrano, M. H., & García-Fernández, 
J. (2023). The Effect of Perceived Quality and Customer Engagement on the Loyalty of 
Users of Spanish Fitness Centres. Academia Revista Latinoamericana de 
Administración, 36(4), 445–462. https://doi.org/10.1108/ARLA-01-2023-0014 

Iba, Z., & Wardhana, A. (2023). Metode Penelitian. Eureka Media Aksara. 

Kemenparekraf. (2018). Kota Administrasi Jakarta Selatan. 
https://katakreatif.kemenparekraf.go.id/assetsapi/country/pdf/1656046451559-
kotakreatif-36. Profil-Kota-Administrasi-Jakarta-Selatan.pdf  

Kirana, D. G., & Basiya, R. (2024). Pengaruh Trust Dan Perceived Risk Terhadap Minat Beli 
Ulang Dimediasi Oleh Kepuasan Pelanggan Studi Pada Pelanggan Produk Skincare Di 
Marketplace Shopee. Management Studies and Entrepreneurship Journal, 5(1), 2690–
2701. http://journal.yrpipku.com/index.php/msej 

Kristin, R., Kurniawati, M., & Ninawati, N. (2022). Ordering Online Food Delivery Service (OFD) 
by Early Adulthood in Greater Jakarta. Proceedings of the 3rd Tarumanagara 
International Conference on the Applications of Social Sciences and Humanities (TICASH 
2021), 655(Ticash 2021), 1387–1391. https://doi.org/10.2991/assehr.k.220404.222 

Lee, C. C., Yeh, W. C., Chang, H. C., Yu, Z., & Tsai, Z. Y. (2022). Influence of Individual 
Cognition, Satisfaction, and the Theory of Planned Behavior on Tenant Loyalty. Frontiers 
in Psychology, 13(July). https://doi.org/10.3389/fpsyg.2022.882490 

Maghembe, M., & Magasi, C. (2024). The role of customer perceived value, brand trust and 
Service personalization in shaping customer loyalty. International Journal of 
Management, Accounting and Economics, 11(9), 1197–1219. 

Memon, M. A., Thurasamy, R., Ting, H., & Cheah, J. H. (2025). Purposive Sampling: a Review 
and Guidelines for Quantitative Research. Journal of Applied Structural Equation 
Modeling, 9(1), 1–23. https://doi.org/10.47263/JASEM.9(1)01 

Mushlih, M., & Rosyidah, R. (2020). Buku Ajar Statistika “Aplikasi di Dunia Kesehatan.” 
UMSIDA Press. 

Peck, R., Olsen, C., & Devore, J. (2008). Statistics & Data Analysis (3rd Editio). Books/Cole. 

Preacher, K. J., & Hayes, A. F. (2004). SPSS and SAS procedures for estimating indirect 
effects in simple mediation models. Behavior Research Methods, Instrument’s, & 
Computers, 36(4), 717–731. https://doi.org/10.1037/1082-989x.11.2.142.supp 

Purba, P., Fanny Meutia, R., & Alfifto. (2025). Pengaruh Kualitas Pelayanan dan Perceived 
value terhadap Loyalitas Pelanggan Pemain Golf Royal Sumatera Medan. Journal Of 
Social Science Research, 5, 4122–4132. 

Rahmayani. (2023). Pengaruh Perceived Value Dan Brand Trus Terhadap Customer Loyalty 

https://conference.asia.ac.id/index.php/ecosia/


ECOSIA 2026 | 327 

  1383  https://conference.asia.ac.id/index.php/ecosia/ 

Melalui Customer Engagement Pada Pelanggan Indihome Di Kecamatan Medan 
Sunggal. Universitas Medan Area. 

Risal, M., & Aqsa, M. (2021). Consumer Loyalty as Impact of Marketing Mix and Customer 
Satisfaction. MIMBAR : Jurnal Sosial Dan Pembangunan, 37(2), 297–304. 
https://doi.org/10.29313/mimbar.v37i2.8055 

Rismanita, R. A. (2018). Pengaruh Perceived Value Dan Satistfaction Terhadap Brand Loyalty. 
Universitas Brawijaya. 

Santika, E. F. (2023, July 2). Gofood Jadi Platform Paling Laku untuk Jual Makanan UMKM 
pada 2022. https://databoks.katadata.co.id/produk-
konsumen/statistik/a892971e0af01b9/gofood-jadi-platform-paling-laku-untuk-jual-
makanan-umkm-pada-2022 

Sciascia, I. (2023). From Market Segmentation to Customer Loyalty. International Journal of 
Business and Management, 18(4), 192. https://doi.org/10.5539/ijbm.v18n4p192 

Suryawan, I. M. B., & Yugopuspito, P. (2022). The Effect of Consumer Decision Making Style 
on Consumer Satisfaction and Repurchase Intention in Buying Sneakers Product Online 
in Indonesia. Enrichment: Journal of Management, 12(2), 1419–1433. 

Susanti, V., Sumarwan, U., Simanjuntak, M., & Yusuf, E. Z. (2020). The Rational Factors of 
Perceived Quality and Perceived Value as the Drivers of Customer Satisfaction and Brand 
Loyalty. Bisnis & Birokrasi Journal, 26(3), 4–6. https://doi.org/10.20476/jbb.v26i3.11121 

Ting, H., Memon, M. A., Thurasamy, R., & Cheah, J. H. (2025). Snowball sampling: A review 
and guidelines for survey research. Asian Journal of Business Research, 15(1), 1–15. 
https://doi.org/10.14707/ajbr.250186 

Triyuni, N. N., Leo, G., & Suhartanto, D. (2021). Online Food Delivery Service: The Link 
Between Food Quality, E-Service Quality, Trust, and Loyalty. Journal of Business and 
Entrepreneurship, 207(Issat), 697–702. 

von Hippel, P. T. (2005). Mean, median, and skew: Correcting a textbook rule. Journal of 
Statistics Education, 13(2). https://doi.org/10.1080/10691898.2005.11910556 

Wahyuti, D., & Poniman, B. (2017). Pengaruh Kualitas Pelayanan Terhadap Kepuasan Dan 
Loyalitas Pasien Rawat Inap Di Rsu Assalam Gemolong Sragen. ProBank, 2(1), 39–54. 
https://doi.org/10.36587/probank.v2i1.130 

Wijaya, C. P., Aulia, F., Bahtyar, A., Psikologi, F., Bhayangkara, U., & Raya, J. (2024). Analysis 
of Customer Satisfaction Measurement on Department Store Customers. 1(2), 283–301. 

 

https://conference.asia.ac.id/index.php/ecosia/

