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ABSTRAK 

Perkembangan icoffee ishop isendiri iyang iterjadi idi 
ikota iSurabaya ijuga imengalami iperubahan iyang 
isignifikan.iDimana ihal iini isangat imenarik iperhatian ikarena 
ikonsep iyang isemakin iberkembang idengan icepat ijuga iharus 
imenghadapi iberbagai imacam itantangan.iNamun ingopi idi 
ipusat-pusat iperbelanjaan idan iperkantoran ijuga ikini isudah 
imenjadi itren idan igaya ihidup imetropolitan.iLihat isaja, 
imisalnya, igerai-gerai iminum ikopi iseperti iJanji iJiwa, iKopi 
iKenangan, iCincau iStation idan iStarbuckss iCoffee iyang 
ikerap idibanjiri ipengunjung.iOrang irela iantri iuntuk 
imendapatkan isecangkir ikopi idengan iharga iyang imurah 
ihingga imahal.iKarena ihal iini ikonsumen imemiliki isudut 
ipandang idalam imemperhatikan iexperiential imarketing idan 
iloyalitas isehingga idapat imemberikan ikeberhasilan 
ipenjualan.iDalam ipenelitian iini imenggunakan ipendekatan 
inon-probability isampling isampling iuntuk imengambil isampel 
imenggunakan ikuesioner iyang idiberi iskor ipada iskala 
iLikert.iPenelitian iini imelibatkan i114 ipartisipan iyang 
isemuanya ikonsumen idari iJanji iJiwa.iDengan ihasil idari 
ipenelitian iyang itelah idikaji ikali iini imenunjukkan ijika 
iexperiential imarketing idan iloyalitas ipelanggan iberpengaruh 
isecara isignifikan iterhadap ikeberhasilan ipenjualan idan 
iberpengaruh isecara isimultan. 

Kata ikunci: iExperiential iMarketing, iLoyalitas iPelanggan, 

iKeberhasilan iPenjualan 
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ABSTRACT 
The idevelopment iof ithe icoffee ishop iitself ithat ioccurred iin 

ithe icity iof iSurabaya ialso iexperienced isignificant ichanges.iWhere 
ithis iis ivery iinteresting ibecause ithe iconcept ithat iis igrowing 
irapidly ialso ihas ito iface ivarious ikinds iof ichallenges.iHowever, 
icoffee iin ishopping icenters iand ioffices ihas ialso inow ibecome ia 
itrend iand imetropolitan ilifestyle.iJust ilook iat, ifor iexample, icoffee 
idrinking ioutlets isuch ias iPromise iJiwa, iKopi iKenangan, iCincau 
iStation iand iStarbucks iCoffee iwhich iare ioften iflooded iwith 
ivisitors.iPeople iare iwilling ito iqueue ito iget ia icup iof icoffee iat ia 
icheap ito iexpensive iprice.iBecause iof ithis, iconsumers ihave ia ipoint 
iof iview iin ipaying iattention ito iexperiential imarketing iand iloyalty 
iso ithat ithey ican iprovide isales isuccess.iIn ithis istudy, ia inon-
probability isampling iapproach iwas iused ito itake isamples iusing ia 
iquestionnaire ithat iwas iscored ion ia iLikert iscale.iThis istudy 
iinvolved i114 iparticipants, iall iof iwhom iwere iconsumers iof 
iPromise iJiwa.iWith ithe iresults iof ithe iresearch ithat ihas ibeen 
ireviewed ithis itime, iit ishows ithat iexperiential imarketing iand 
icustomer iloyalty ihave ia isignificant ieffect ion isales isuccess iand 
ihave ia isimultaneous ieffect. 

Keywords i: iExperiential iMarketing, iCustomer iLoyalty, iSales 

iSuccess 
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