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ABSTRACT:This study aims to determine the effect of word of mouth and product quality on purchase
decisions with brand image as a mediating variable. This research was conducted at consumers of The Body
Shop in Denpasar with a research sample of 116 consumers of The Body Shop products. All data obtained from
the distribution of questionnaires are feasible, then analyzed using path analysis and sobel test. The results
showed that: (1) word of mouth has a positive and significant effect on brand image and purchasing decisions,
(2) product quality has a positive and significant effect on brand image and decision making; (3) brand image
has a positive and significant effect on purchasing decisions, (4) word of mouth has a positive and not
significant effect on purchasing decisions through brand image, (5) product quality has a positive and
significant effect on purchasing decisions through brand image. The implication of this study is that word of
mouth can be improved by minimizing inaccuracy of information, while brand image can be improved by
working with influencer partners who are considered to have influence in the world of beauty so that they can
create a better brand image and can enhance one's confidence when using The Body Shop product. Finally, the
purchase decision can be improved by improving product quality and maintaining the company's brand image
and providing prices that are comparable to product quality.
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. INTRODUCTION

1.1 Research Background

Current economic developments increasingly lead to fierce competition, especially for similar
companies. To maintain or capture existing market share, they are required to have their own unigueness that
can attract or attract consumers. One of the tightest business competitions is beauty and body care products that
make producers compete to maintain their products with a variety of diverse brands. The Ministry of Industry
(Ministry of Industry) noted the national cosmetics industry grew 7.36% in the first quarter of 2018, an increase
compared to 2017 which grew 6.35%. Along with that, the number of cosmetic companies in Indonesia also
increased by 153 companies in 2017 so that the total currently reaches more than 760 companies. The driver of
the growth of the cosmetics industry market is due to a shift in the beauty trend that fosters a broader
diversification of cosmetic products and increased awareness regarding beauty for male and female consumers
in various general categories.

As a result of this competition caused a decrease in the percentage of Top Brand Index in the Top
Brand Award from one of the cosmetics companies, The Body Shop. The concept of Top Brand regarding the
brand of a product is based on three parameters, namely: top of mind, last used, future intention.
The three parameters are formulated by calculating the weighting average of each parameter to form the Top
Brand Index (TBI). The following data (Table 1) show the Top Brand Index of several The Body Shop products
in Indonesia.

Table 1 Top Brand Index of The Body Shop Products in Indonesia

Year Product_ _
Body Mist Body Butter Lip Gloss Foot Cream
2015 32,0% 29,0% 10,8% 3,2%
2016 22,6% 21,7% 6,1% 4,5%
2017 14,0% 11,6% 4,3% -
2018 17,1% 12,7% -

Source: http://www.topbrand-award.com
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Based on the table above, it shows that some of The Body Shop products have decreased the value of
TBI. This means there are indications of a decline in top of mind, last usage, and future intention. In the four
product examples above, it can be seen that the number of percentages produced from 2015 to 2018 continues to
decline. Although body mist and body butter products remain in the top category in the Top Brand Award, the
percentage of TBI values continues to decline. In the lip gloss product the percentage of TBI value decreased
from 2015 to 2016 with quite significant namely from 10.8% to 6.1% and in 2017 it declined again to 4.3%,
even in 2018 the Body Shop lip gloss product had already been not registered with the Top Brand Awards. In
2017 The Body Shop foot cream products are no longer on the Top Brand Awards list. This decline in the Top
Brand Index is an indication of the decline in consumers' buying interest in buying The Body Shop products.
This is the basis of this research to analyze factors that influence purchasing decisions.

Factors that influence purchasing decisions are brand image, word of mouth and product quality. Brand
image according to Kotler and Keller (2012: 768) is a set of perceptions and beliefs held by customers towards a
brand that is reflected through associations in the customer's memory. Brand image is a factor that can influence
consumers to buy. This was confirmed by the findings of several research studies. Soim, et al. (2016) examined
the effect of brand simPATI prime card products on the Telkomsel Matos Booth. The results of this study
indicate that all dimensions of brand image together have a positive and significant effect on purchasing
decisions. Supriyadi et al. (2016) examined the influence of brand image of Converse brand shoes products at
the Faculty of Social Sciences, Merdeka University Malang. The findings of this study are that brand image
variables have a positive and significant effect on the purchasing decision variable on Converse brand shoes.
Mamahit et al. (2015) examined the effect of brand image of Toyota All New Yaris car products at PT.
Enduring Hasjrat Manado where brand image has a positive and significant effect on Toyota All New Yaris
Purchase Decisions at PT. HasjratAbadi Manado. Fatriana, et al. (2016) examined the influence of brand image
of Samsung Android Smartphone products in the city of Palembang. The results of this study are variable brand
image has a positive and significant effect on the decision to purchase Samsung Android Smartphone in the city
of Palembang. Gifani and Syahputra (2017) examined the influence of brand image of Oppo Smartphone
products on Telkom University Students where brand image has a positive and significant effect on the
purchasing decisions of Oppo smartphone products.

Besides brand image, the factors that influence purchasing decisions are word of mouth
communication. Kotler and Keller (2007), argues that Word of Mouth Communication (WOM) is a
communication process in the form of giving recommendations both individually and in groups to a product or
service that aims to provide information personally. Word of Mouth Communication is also one of the factors
that influence purchasing decisions. This is confirmed by the findings of several research studies. Andari and
Napu (2016) examined the effect of word of mouth on purchasing decisions on domestic airline tickets at
Davina Tour and Travel Gorontalo. The results of this study show that word of mouth consisting of indicators,
namely cognitive content, richness of content, and strength of delivery simultaneously have a positive and
significant influence on purchasing decisions. Putra (2015) examined the effect of word of mouth on purchasing
decisions at Anjis Café Roti Gempol and Kopi where word of mouth had a positive and significant effect on
purchasing decisions at Roti Gempol and Kopi Anjis Cafe. Lotulung, et al. (2015) examined the effect of word
of mouth on Evercoss Mobile purchasing decisions on CV. Tristar Jaya Globalindo Manado. The findings of
this study show that Wom (Word of Mouth) has a positive and significant influence on purchasing decisions on
CV. TristarGlobalindo Manado. Subandi (2016) examined the effect of word of mouth promotion on PT. Sun
Flower where the promotion of word of mouth has a positive and significant effect on purchasing decisions.

Factors that also influence purchasing decisions are product quality. According to Kotler and
Armstrong (2008:210), product quality is the ability of a product to display its functions and that includes
overall performance, reliability, durability, features and performance. Some studies show that product quality
influences consumer decisions to buy. This was confirmed by several studies. Kristian and Widayanti (2016)
examines the quality of Honda motorcycle products in KridaWacana Christian University Campus 1 students
where the results of this study show product quality has a positive and significant effect on purchasing decisions
for Honda motorcycles. Rahayu and Haryanto (2017) examined the effect of product quality on purchasing
decisions in Media Insurance Magazine. The results of this study show that Product Quality has a positive and
significant effect on Purchasing Decisions. Rofig and Hufrom (2017) examined the effect of product quality on
purchasing purchasing decisions at the PowerNoise Store Malang where product quality has a positive and
significant effect on purchasing decisions. Sunarto (2015) examined the effect of product quality on the
KartikaMagetan leather craft shop. The results of the study show that there is a positive and significant influence
between product quality on purchasing decisions at the KartikaMagetan Leather Shop. From the background
explanation above, this research was carried out with the title "Effect of Word of Mouth Communication and
Product Quality on Purchasing Decisions mediated by Brand Image on The Body Shop Products in Denpasar”.
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1.2 Research Objectives

The purpose of this study was to find out: the effect of word of mouth on brand image and purchasing
decisions; the influence of product quality on brand image and purchasing decisions; the influence of brand
image on purchasing decisions; the role of brand image in mediating the effect of word of mouth and product
quality on purchasing decisions of The Body Shop products.

1. LITERATURE REVIEW

2.1 Word of Mouth Communication

According to Kotlerand Keller (2007), Word of Mouth Communication (WOM) is a communication
process in the form of giving recommendations both individually and in groups to a product or service that aims
to provide personal information. Word of mouth is one of the communication channels that are often used by
companies that produce both goods and services because word of mouth is considered very effective in
facilitating the marketing process and being able to provide benefits to the company.

Silverman (2001) argues that word of mouth communication (WOM) is interpersonal communication
that occurs between individuals one with another individual based on the experience of each individual to a
company or product in the form of goods or services.
Based on the opinion of Andy (2009), word of mouth consists of two types, namely:
1) Organic word of mouth is a talk that blossom naturally from the positive qualities of your company.
2) Amplified word of mouth is a conversation that was started by an intentional campaign to make people talk.

In the research of Sweeney et al. (2012:240-245) there were three indicators of Word of Mouth which
were based on the message (sender) and receiver (receiver), namely cognitive content, richness of content, and
strength of delivery. In Rachman and Abadi's research (2017) word of mouth indicators used are talking about,
promoting, and recommending. Whereas in Putra’s research (2015), Word of mouth indicators used were talkers,
topics, tools, talking parts, and tracking.

2.2 Product Quality

According to Kotler and Keller (2009), quality is the totality of features and characteristics of a product
or service that depends on its ability to satisfy expressed or implied needs. Quality in the view of consumers is a
matter that has its own scope that is different from the quality in the view of the producer when issuing a
product that is commonly known as true quality (Mamabhit et al., 2015).

Product quality is a potential strategy weapon to defeat competitors. Capability of product quality to
show various functions including resilience, reliability, accuracy and ease of use (Kotler and Armstrong, (2008).

According to FandyTjiptono (2008) indicator indicators in product quality are performance, durability,
conformance to specifications, features, reliability, esthetics, perceived quality, service ability. In the research
conducted by Kristian and Widayanti (2016) and research conducted by Rahayu and Haryanto (2017), product
quality indicators used were product performance, product features, product reliability, durability, aesthetics,
brand image, perceived quality. Whereas in the research conducted by Rofiq and Hufrom (2017), the product
quality indicators used are the quality of raw materials, attractive designs, and the power stage of the product.

2.3 Brand Image

According to Kotler and Keller (2012:248) "Brand Imagery describes the extrinsic properties of the
product or service, including the ways in which customers have psychological or social needs." Brand Image
describes the extrinsic nature of a product or service including the way in which the brand tries to meet the
customer's psychological or social needs.

Kotler and Keller (2012: 768) define brand image as a set of perceptions and beliefs held by customers
towards a brand that are reflected through associations in the customer's memory. Creation of these perceptions
can be created based on personal experience or hearing their reputation from others or the media (Aaker and
Biel, 2009).

Brand image indicators according to Keller (2003:167) are favorability of brand association,
unigueness of brand association, and strength of brand association. The indicators that make up the brand image
according to Aaker and Biel (2009:71) and used in the research of Supriyadi et al. (2016) are corporate image,
user image, and product image.

2.4 Purchase Decision

According to Kotler (2002), purchasing decisions are actions of consumers to want to buy or not to the
product. Of the various factors that influence consumers in purchasing a product or service, usually consumers
always consider the quality, price and products already known to the public.According to Kotler and Keller
(2009:146), in general humans act rationally and consider all types of information available and consider
everything that can arise from their actions before committing to a certain behavior. To make the purchasing
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decision process, consumers will go through several stages, namely problem recognition, information search,
evaluation of alternatives, purchasing decisions, and post-purchase behavior.

According to Kotler and Keller (2012), there are six dimensions of purchasing decisions, namely:
product choice, brand choice, dealer choice, purchase amount, purchase timing, payment method. In a study
conducted by Fatriana et al. (2016) indicators of purchasing decisions used are problem recognition, information
search, evaluation of alternatives, purchasing decisions, post-purchase behavior.Whereas in the research
conducted by Rahayu and Haryanto (2017) the purchasing decision indicators used are cognitive (product
knowledge), affective (emotional), and conative (behavior).

2.5 Previous Research

Previous research is one of the references in conducting research so that it can enrich the theory used in
reviewing research. The results of research by Andari and Napu (2016) and Putra (2015) show that word of
mouth has a positive and significant effect on purchasing decisions. Further research Kristian and Widayanti
(2016) and Rahayu and Haryanto (2017) explain that product quality also has a positive and significant effect on
purchasing decisions. In addition to being influenced by word of mouth and product quality, purchasing
decisions were also influenced by brand image, as the results of Soim et al. (2016) and Mamahit et al. (2015).
The brand image factor is also influenced by word of mouth (Indra, 2018) and product quality (Hendrayani and
Seminaries, 2017). Even Aniset al. (2015) explained the results of his research that brand image mediates the
effect of word of mouth on purchase intention. Whereas Dewi and Ardani (2018) stated that brand image
mediates the effect of product quality on consumers' trust in a product.

2.6 Framework and Hypotheses
Based on the literature review and the results of previous studies, the research conceptual framework is as
shown in Figure 1.

Word of
Mouth (X1)

H4

16 //_-‘

Purchase
Decision (Y)

Product
Quality (X2)

Figure 2.:Conceptual Framework

Based on the above framework, the hypothesis in this study are:

H1: Word of mouth directly influences positively and significantly on brand image;

H2: Product quality directly has a positive and significant effect on brand image;

H3: Brand image directly has a positive and significant effect on purchasing decisions;

H4: Word of mouth directly influences positively and significantly on purchasing decisions
H5: Product quality directly has a positive and significant effect on purchasing decisions;

H6: Brand image significantly mediates the effect of Word of Mouth on purchasing decisions;
H7: Brand image significantly mediates the effect of Product Quality on purchasing decisions.

1. METHODOLOGY

The population used in this study is consumers who use The Body Shop products in Denpasar.
Sampling in this study is non probability sampling, which is a sampling technique that does not provide the
same opportunity or opportunity for each element or member of the population to be selected as sample
members by purposive sampling method, which is sampling carefully chosen by taking the research object
selective and has specific characteristics, according to the problem and purpose of the study, therefore the
sample criteria in this study are consumers who have bought or used The Body Shop products in Denpasar.

In this study the population taken was large and the number was not known with certainty. Because the
population size is unknown, it uses the iterative formula method described by Soemantri (2006:96), so that the
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number of samples obtained is 116 respondents who are consumers who use The Body Shop products in
Indonesia.

Data collection in this study is by observation and survey methods (field research) by distributing
questionnaires containing statement sheets to consumer respondents who use The Body Shop products in the
City of Denpasar with the aim of obtaining a number of information needed.

The instrument in this study has been tested for validity and reliability. Furthermore, the collected data
is analyzed in several stages, namely descriptive analysis, path analysis, and sobel test to test the mediation
hypothesis. Descriptive statistics are statistics used to analyze data by giving a description or description of a
data that is seen from the mean, standard deviation, maximum value and minimum value. Descriptive statistics
are intended to analyze data so that the sample used does not provide a generalized picture of conclusions
(Sugiyono, 2008:133). According to Ghozali (2011:249), path analysis is an extension of multiple linear
regression analysis, or path analysis is the use of regression analysis to estimate causal relationships between
variables (causal models) that have been predetermined. Pathway analysis alone cannot determine causal
relationships and also cannot be used as a substitute for researchers to see causality between variables.

In the path path analysis, a pathway model must be developed to test whether there is a mediation role.
The path model is a diagram that connects independent variables, intermediaries and dependents (Sarwono,
2007:4). In path analysis, relationship patterns are shown using arrows, where a single arrow shows a causal
relationship between exogenous and endogenous variables. To measure the presence or absence of the influence
of mediation or intervening using a comparison of path coefficients. The path coefficient itself according to
Sarwono (2007: 4) is a standard regression coefficient that shows the direct influence of an independent variable
and variable depending on a model. Path coefficients are calculated by making two structural equations namely
regression equations which show hypothesized relationships (Ghozali 2011: 251). Below is a path model that is
made based on the variables contained in this study, namely as follows:

M =bl X1+ b2 X2 +el
Y=b4 X1 +b5X2+hb3 M +e2
Where:

M = Brand image

Y = Purchase decision

X1 = Word of Mouth

X2 = KualitasProduk

b1 = Path coefficient X1 > M
b2 = Path coefficient X2 > M
b3 = Path coefficient M 2> Y
b4 = Path coefficient X1 > Y
b5 = Path coefficient X2 > Y
el =errorterm1

e2 =error term 2

Testing the mediation hypothesis can be done with the Sobel Test (Sobel Test). The sobel test is used to
test the strength of the indirect effect of word of mouth variable (X1) and product quality (X2) to the purchasing
decision variable () through the brand image (M) variable. Indirect effects are calculated by multiplying the
path coefficient X with respect to M (a) with the path coefficient M to Y (b) or ab.

V. RESULTS AND DISCUSSION
4.1 Data Description

The description of the respondent's responses regarding the variables in the study was carried out by
classifying the average score of the respondent's answer on a predetermined measurement scale. The average
value of the overall word of mouth variable is 3.72 which is included in the good criteria which means that in
general the information received by respondents is accurate, complete and can help respondents to make
decisions.

Likewise, the average value of all product quality variables is 3.75 which is included in the good
criteria which means that in general respondents feel The Body Shop products have performance as expected
and in accordance with the promised claims and The Body Shop products have attractive packaging and quality
products.

The average value of the overall brand image variable is 3.80 which is included in the good criteria
which means that in general respondents feel The Body Shop is a well-known cosmetics company that can make
consumers confident in using The Body Shop products and have guaranteed quality.

The average value of the entire purchase decision variable is 3.60 which is included in the good criteria
which means that in general respondents will buy back and recommend The Body Shop products and make The
Body Shop products as the first choice when buying body care products.
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4.2 Path Analysis
4.2.1  Path Analysis of Structural Equation 1

In this study, path analysis technique was used to see the effect of causal relationships of each
exogenous variable consisting of word of mouth and product quality on endogenous variables consisting of
brand image and purchasing decision. This study also examined the role of mediating variables namely brand
image in mediating the relationship between word of mouth variables and product quality on purchasing
decisions.

In this study the effect of Word of Mouth on Brand Image was calculated through the SPSS 21.0
program. The following shows the results of the calculation of the first structure in Table 2.

Table 2.:Result of Path Analysis of Structural Equation 1

Standardized
Unstandardized Coefficients Coefficients
[Model 1B Std. Error Beta t Sig.
1 (Constant) 1.350 0.981 1.376 0.172
Word of Mouth (X1) 0.276 0.089 0.270 3.095 0.002
Product Quality (X2) 0.465 0.082 0.496 5.685 0.000
R?:0.488

Based on the results of the path analysis in Table 2, the structural equations formed are as follows.

M=b1X1 + b2X2 + el

M= 0,270X1 + 0,496X2 + el

The structural equation can be interpreted namely:

1) Word of mouth variable has a coefficient of 0.270 means that word of mouth has a positive influence on
brand image, this is interpreted if word of mouth is good then the brand image will increase by 0.270.

2) Product quality variable has a coefficient of 0.496 means that product quality has a positive influence on
brand image, this is interpreted if the quality of the product is good then the brand image will increase by
0.496

4.2.2  Path Analysis of Structural Equation 2
In this study calculated the effect of word of mouth, product quality and brand image on purchasing decisions
through the SPSS 21.0 program. The following are shown in the calculation of the second structure in Table 3.

Table 3.:Result of Path Analysis of Structural Equation2

Standardized
Unstandardized Coefficients Coefficients
IModel B Std. Error Beta t Sig.
1 (Constant) -1.008 0.925 -1.090 0.278
Word of Mouth (X1) 0.544 0.087 0.486 6.267 0.000
Product Quality (X2) 0.178 0.087 0.173 2.048 0.043
Brand Image (M) 0.267 0.088 0.245 3.041 0.003
R?:0.629

Based on the results of the path analysis in Table 3, the structural equation formed is as follows.

Y=b4 X1+hb5X2+hb3M+e2

Y=0,486X1 + 0,173X2 + 0,245M + e2

The structural equation can be interpreted, namely:

1) Variable word of mouth has a coefficient of 0.486 means that word of mouth has a positive influence on
purchasing decisions, this is interpreted if word of mouth is good then the purchasing decision will increase
by 0.486.

2) Product quality variable has a coefficient of 0.173 means that product quality has a positive influence on
purchasing decisions, this is interpreted if the quality of the product is good then the purchasing decision
will increase by 0.173

3) Brand image variable has a coefficient of 0.245 means that brand image has a positive influence on
purchasing decisions, this is interpreted if the brand image is good then the purchasing decision will
increase by 0.245.
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4.3 Hypotheses Testing

In this test, the value of each determination coefficient for structural equation 1 and structural
equation2 will be seen and the value of each error variable in each structure with the aim of preparing the final
path diagram model. The following is the calculation of the error variable value for each structure.

In calculating the effect of error (e), the results obtained for the effect of structural error 1 (e1) of 0.716
and the effect of structural error 2 (e2) of 0.609. Then the total determination coefficient will be calculated as
follows:

R2m  =1-(el)? (e2)?

=1-(0,716)% (0,609)>

=1-(0,513) (0,371)

=1-0,190=0,810

In the calculation of the total coefficient of determination obtained by 0.810, the conclusion is that 81%
of purchase decision variables are influenced by word of mouth, product quality and brand image, while the
remaining 19% are influenced by other factors not included in the research model or outside the research model.
In this final step, the results of the calculation of the path coefficient will be explained, which is indicated by the
standardized Beta coefficient value for each influence of the relationship between variables. The following are
presented the path coefficient values of each variable influence through Figure 2.

Word of
Mouth (X 1)

b4
0.486

bl
0.270
Purchase

i Decision (Y)
0.496

Product
Quality (X2)

b5
0.173

Figure 2.:Structure of Causal Relations

In Figure 2, the magnitude of the effect of word of mouth and product quality on brand image and
purchasing decisions is displayed, and the value of the influence of brand image variables on purchasing
decisions, each of which is derived from the standardized Beta coefficient and the value of each error variable of
each -one structural equation.

Based on the path diagram in Figure 5, we can summarize the calculation of the direct effect, the
indirect effect and the total effect of each structural equation that will be presented in Table 4 below.

Table 4.:Direct Effect, Indirect Effect, and Total Effect Among Research Variables

Direct Effect Indirect Effect (Through M) Total Effect
X1 ->M 0,270 0,270
X2 —-M 0,496 0,496
M—>Y 0,245 0,245
Xl —>Y 0,486 0,066 0,552
X2 —>Y 0,173 0,122 0,295

In Table 4, the summary results of the values of each path are shown directly and indirectly between variables in
each structural equation produced through path analysis techniques.

4.4 Discussion

This study found that word of mouth has a positive and significant influence on brand image, in other
words the better The Body Shop word of mouth in Denpasar, the higher the brand image of The Body Shop
products in Denpasar. This is in line with the research conducted by Nabila (2016), Rahman (2016), Umamy et
al (2016), Anggitasari (2016), Ruhamak and Rahayu (2016).

This study found that product quality has a positive and significant influence on brand image, in other
words the better the quality of The Body Shop products in Denpasar, the higher the brand image of The Body
Shop products in Denpasar. This is in line with the research conducted by Anis (2015), Ridho and
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Suharyono(2017), Sihabudin (2015) and Dewa (2016). To improve product quality, companies should pay
attention to product performance to meet consumer expectations and in accordance with the claims promised by
The Body Shop. Companies also need to pay attention to product packaging to keep it attractive and choose
high-quality materials to produce quality products. Thus the brand image created will be better.

This study found that brand image has a positive and significant influence on purchasing decisions, in
other words the better The Body Shop brand image in Denpasar, the higher the decision to purchase The Body
Shop products in Denpasar. This is in line with the research conducted by Soim et al (2016), Supriyadi et al
(2016), Mamahit et al (2015), Fatriana et al (2016) and Gifani and Syahputra (2017). To increase brand image
can be done by building brand awareness through cooperation with influencer partners so that The Body Shop
will be better known and indirectly will increase consumer confidence when using The Body Shop products. In
addition, maintaining the quality of The Body Shop products is also an important thing that must be considered
to create a good brand image.

This study found that word of mouth has a positive and significant influence on purchasing decisions,
in other words the better The Body Shop word of mouth in Denpasar, the higher the decision to purchase The
Body Shop products in Denpasar. This is in line with the research conducted by Andari and Napu (2016), Putra
(2015), Lotulung et al (2015), and Subandi (2016).

This study found that product quality has a positive and significant influence on purchasing decisions,
in other words the better the quality of The Body Shop products in Denpasar, the higher the decision to purchase
The Body Shop products in Denpasar. This is in line with the research conducted by Kristian and Widayanti
(2016), Rahayu and Haryanto (2017), Rofig and Hufrom (2017), Sunarto (2015). To improve product quality,
companies should pay attention to product performance to meet consumer expectations and in accordance with
the claims promised by The Body Shop. Companies also need to pay attention to product packaging to keep it
attractive and choose high-quality materials to produce quality products.

This study found that brand image does not mediate the effect of word of mouth on purchasing
decisions of The Body Shop products in Denpasar. This shows that brand image is not a factor that can explain
why word of mouth affects purchasing decisions. It is assumed that the factors that are able to explain the
influence are risk perceptions because the better word of mouth will reduce the risk perception of the
consequences of negative consequences that may be accepted for the purchase of The Body Shop products and
indirectly it will increase buying interest.

This study found that brand image mediates the effect of product quality on purchasing decisions of
The Body Shop products in Denpasar. This means that brand image is a factor that is able to explain why
product quality influences purchasing decisions. The better quality of the product will create a good brand image
and indirectly it can increase buying interest.

V. CONCLUSION
Based on the results of the research obtained, it can be concluded that word of mouth and purchasing
quality have a positive and significant effect on the brand image and purchasing decisions of The Body Shop
products in Denpasar. Similarly, the brand image also has a positive and significant effect on the purchasing
decisions of The Body Shop products in Denpasar. However, the brand image apparently did not mediate the
effect of word of mouth on the purchasing decisions of The Body Shop products in Denpasar. Brand image is a
mediator on the influence of product quality on purchasing decisions of The Body Shop products in Denpasar.

BIBLIOGRAPHY

[1]. Aaker, D. A. & Alexander, L. B. (2009). Brand Equity and Advertising: Advertising Role In Building Strong BranD. Hillsdale:
Lawrence Erlbaum Associates, Inc.

[2]. Andari, R. &Napu, D. M. (2016). Pengaruh Word of Mouth TerhadapKeputusanPembelianTiketMaskapiPenerimaanDomestik di
Davina Tour and Travel Gorontalo. Tourism and Hospitality Essentials Journal, Vol. 6, No. 1, 1013-1022.

[3]. Andy, S. (2009). Word of Mouth Marketing:How Smart Companies Get People Talking (Revised Edition). New York: Kaplan
Publishing.

[4]. Anggitasari, M. A. (2016). PengaruheWOMTerhadap Brand Image dan Brand Trust, Serta DampaknyaPadaMinatBeliProduk Smart
Phone Iphone. JurnalManajemenBisnis Indonesia (JMBI), Vol. 5, No. 3, 266-275.

[5]. Anis, L. M., Suharyono, &Sunarti. 2015. PengaruhKualitasProdukTerhadap International Brand Image Serta Dampaknya Terhadap
Keputusan Pembelian. Jurnal AdministrasiBisnis, Vol. 28, No. 2, 1-6.

[6]. Dewa, C. B. (2016). PengaruhKualitasProduk Yamaha N-Max TerhadapKeputusanPembelianDimediasi International Brand Image.
KonferensiNasionalllmuSosialdanTeknologi (KNIST). Maret 2016, 23-28.

[7]. Dewi, A. I. &Ardani, | G. A. K. S. (2018). Pengaruh Brand Image MemediasiPengaruh Word of Mouth Terhadap Purchase
Intention (StudipadaProduk Mie Samyang Hot Spicy Chicken di Kota Denpasar). E-JurnalManajemenUnud, Vol. 7, No. 4, 1771-
1801.

[8]. Fatriana, E., Karim, S., &Eka, D. (2016). Pengaruh Brand Image TerhadapKeputusanPembelian Smartphone Android di Kota
Palembang. JurnalllmuManajemenBisnisdanTerapan, No.1, 1-8.

[9]. Ghozali, I. (2011). AplikasiAnalisis Multivariate Dengan Program IBM SPSS 19. Semarang: BadanPenerbitUniversitasDiponegoro.

[10]. Gifani, A. &Syahputra. (2017). Pengaruh Citra MerekTerhadapKeputusanPembelianProduk Smartphone OPPO padaMahasiswa
Universitas Telkom. JurnalBisnisdan IPTEK, Vol.10, No. 2, 81-94.

www.ijbmi.org 56 | Page



The Effect of The Word of Mouth Communication and Product Quality on Purchase ...

[11].
[12].
[13].
[14].
[15].
[16].
[17].

[18].

[19].

[20].
[21].
[22].
[23].
[24].
[25].
[26].

[27].

[28].

[29].
[30].

[31].

[32].
[33].

[34].
[35].

[36].

[37].

[38].

[39].

Hendrayani, 1. A. N. &Seminari, N. K. (2017). PengaruhKualitasProdukmelaluiMediasi Citra MerekTerhadap Kepercayaan
PembeliProduk Oriflame. Prosiding Seminar Nasional AIMI, Jambim 27-28 Oktober 2017, 283-293.

Keller, K. (2003). Strategic Brand Management, Building Measurement and Managing Brand Equity. Upper Sadle River: NJ Person
Education Internasional.

Kotler, P. (2002). ManajemenPemasaran, EdisiMillenium. Jilid 2. Jakarta: PT. Prenhallindo.

Kotler, P. &Amstrong, G. (2008). PrinsipPrinsipPemasaran 2. Edisike 12. Jakarta: Erlangga.

Kotler, P. & Keller, K. L. (2012). Marketing Management. 13th Edition. New Jersey: Pearson Prentice Hall, Inc.

Kotler, P. & Keller, K. L. (2009). ManajemenPemasaran. Jilid 1. Edisike 13. Jakarta: Erlangga.

Kristian, D. &Widayanti, R. (2016). PengaruhKualitasProdukdanHargaTerhadapKeputusanPembelianSepeda Motor Honda
PadaMahasiswaKampus I Universitas Kristen KridaWacana. JurnalllmiahManajemenBisnis, Vol. 16, No 1, 45-58.

Lotulung, S. C., Lapian, J., &Moniharapon, S. (2015). PengaruhKualitasProduk, Hargadan Word of Mouth
TerhadapKeputusanPembelianHandphoneEvercossspada CV. Tristar Jaya Globalindo Manado. Jurnal EMBA, Vol. 3, No. 3, 817-
826.

Mamahit, P., Soegoto, A. S. &Tumbuan, W. A. (2015). Pengaruh Brand Image, Brand Trust, danKualitas Produk Terhadap
KeputusanPembelian Mobil Toyota All New Yaris pada PT. HasjratAbadi Manado. JurnalBerkalallmiahEfisiensi, Vol. 15, No. 05,
T77-787.

Nabila, N. (2016). Pengaruh Word of Mouth Terhadap Brand Image danKeputusanPembelianpadaKafeKolongJember. Skripsi.
Jember: FakultasEkonomidanBisnis, UniversitasJember.

Putra, D. N. E. (2015). Pengaruh Word of Mouth TerhadapKeputusanPembelianpada Café Roti Gempoldan Kopi Anjis. E-
Proceeding of Management, Vol. 2, No. 1, 758-763.

Rachman, R. &Abadi, T. W. (2017). Komunikasi Word of Mouth danKeputusanPembelian Batik Bangkalan. Jurnal ASPIKOM,
Vol. 3, No.2, 285-295.

Rahman, A. (2016). Pengaruh Word of Mouth Terhadap Brand Image Dota 2 PadaMahasiswaUniversitas Telkom. e-Proceeding of
Management. Vol. 3, No. 1, 899-906.

Rahayu, S. &Haryanto, J. (2017). PengaruhKualitasProdukTerhadapKeputusanPembelianpadaMajalah Media Asuransi
(StudiKasus: PT. Media Asuransi Indonesia). JurnalPemasaranKompetitif, VVol. 1, No. 1, 64-76.

Ridho, M. &Suharyono. (2017). PengaruhKualitasProdukTerhadap Brand Image danDampaknyaPadaKepuasanPelanggan.
JurnalAdministrasiBisnis, Vol. 53, No. 1, 124-131.

Rofig, A. &Hufrom, M. (2017). PengaruhKualitasProduk, Harga, danLokasiTerhadapKeputusanPembelian di Powernoise Store
(StudiKasuspadaKonsumenPowernoise Store Malang). e-JurnalRisetManajemen. Vol. 07, No. 02, 152-167.

Ruhamak, M. D. &Rahayu, B. (2016). Pengaruh Word of Mouth Terhadap Purchase Intention Melalui Brand Image
PadalembagaKursusBahasa Image PadalLembagaKursusBahasalnggris Dynamic English Course Pare. Ekonomika. Vol. 1, No.2,
188-204.

Sarwono, J. (2012). Path Analysis denganSPSS :Teori, Aplikasi, ProsedurAnalisisUntukRisetSkripsi, TesisdanDisertasi. Jakarta. PT
Elex Media Komputindo.

Sarwono. (2007). PsikologiRemaja. Jakarta : Raja GrafindoPersada.

Sihabudin. (2015). PengaruhKualitasProdukdanPromosiTerhadap Citra MerekHandphone Samsung. JurnalManajemendanBisnis,
Vol. 1, No.1, 17-36.

Silverman, G. (2001). The Secret of Word-Of-Mouth Marketing:How to trigger exponential sales through runaway word of mouth.
United states of America: AMACOM.

Somantri, S. (2006). PsikologiAnakLuarBiasa. Bandung: PT. RefikaAditama.

Soim, F. M.,  Suharyono, &Abdillah, Y. (2016). Pengaruh Brand Image TerhadapKeputusanPembelian
(StudipadaPembeliKartuPerdanasimPATI di Booth Telkomsel Matos). JurnalAdministrasiBisnis, VVol. 35, No.1, 146-153.
Sugiyono. (2008). MetodePenelitianKuantitatifkualitatifdan R&D. Bandung: ALFABETA.

Subandi, T. (2016). PengaruhPromosi Word of Mouth danPreferensiMerekTerhadapKeputusanPembelian. PERFORMA:
JurnalManajemendan Start-up Bisnis, Vol. 1, No. 5.

Sunarto. (2015). Pengaruh Kualitas Produk Terhadap Keputusan Pembelianpada Toko Kerajnan Kulit Kartika Magetan. Jurnal
Equilibirium, Vol. 3, No. 2, 191-205.

Supriyadi, Yuntawati, F., &Ginanjar, I. K. N. (2016). PengaruhKualitasProdukdan Brand Image TerhadapKeputusanPembelian
(StudipadaMahasiswaPenggunaProduk Sepatu Merek Converse di FisipUniversitasMerdeka Malang). JurnalBisnisdanManajemen.
Vol.3. No.1, 135-144.

Sweeney, J. C., Soutar, G. N. &Mazzarol, T. (2012). Word of Mouth: Measuring The Power of Individual Message. European
Journal of Marketing, 46 (1/2), him. 237-257.

Umamy, C., Kumadji, S., Yulianti, E. (2016). Pengaruh Electronic Word of Mouth Terhadap Brand Image serta DampaknyaPada
MinatBeli. Jurnal Administrasi Bisnis. Vol.33. No.1, 114-119.

Ni Nyoman Rusmiati” The Effect of the Word of Mouth Communication and Product
Quality on Purchase Decisions through the Brand Image of the Body Shop Products in
Denpasar"” International Journal of Business and Management Invention (IJBMI), vol.
08, no. 08, 2019, pp 49-57

www.ijbmi.org 57 | Page



