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ABSTRACT  

This research investigates the influence of celebrity endorsement, brand image, and social media exposure on 

consumer purchasing behaviour for electronic devices in Indonesia. A quantitative research methodology was 

utilised to gather data from 200 participants via a survey employing a Likert scale ranging from 1 to 5. The 

investigation utilised Structural Equation Modeling-Partial Least Squares (SEM-PLS 3). The results indicate 

that social media exposure and celebrity endorsement substantially affect customer purchase decisions, 

however brand image does not exert a significant influence. These findings underscore the increasing 

significance of digital marketing and influencer endorsements in influencing consumer behaviour in 

Indonesia. The study offers significant insights for enterprises, highlighting the necessity of efficient social 

media tactics and celebrity collaborations to improve marketing efficacy.  

Keywords: Celebrity Endorsement, Brand Image, Social Media Exposure, Consumer Purchase Decision, Electronic 

Products. 

1. INTRODUCTION 

The rapid development of digital technology and the increasing adoption of electronic 

products have transformed consumer purchasing behavior, particularly in emerging markets like 

Indonesia. As competition intensifies, brands must implement effective marketing strategies to 

attract and retain customers [1], [2]. Among the various strategies, celebrity endorsement, brand 

image, and social media exposure have gained significant attention as critical factors influencing 

consumer decisions. 

Celebrity endorsement has long been a widely used marketing tool, leveraging the 

popularity and credibility of public figures to enhance brand perception [3], [4]. Consumers tend to 

associate endorsed products with the celebrity’s image, thereby influencing their purchasing 

behavior. Prior studies suggest that celebrity endorsement can boost brand trust and perceived 

quality, ultimately leading to higher purchase intentions [5], [6]. However, its effectiveness varies 

depending on factors such as celebrity credibility, attractiveness, and relevance to the endorsed 

product. 

Brand image also plays a crucial role in shaping consumer preferences. A strong and positive 

brand image fosters consumer confidence, reduces perceived risks, and enhances brand loyalty [7], 

[8]. In the electronic product market, where consumers seek reliability and technological superiority, 

brand image significantly impacts their purchasing decisions. Companies invest heavily in brand-

building activities to differentiate themselves from competitors and establish a favorable market 

presence [9], [10]. 

In parallel, the rise of social media has revolutionized marketing strategies, offering brands 

an interactive platform to engage with consumers. Social media exposure enables companies to reach 

a wider audience, create brand awareness, and influence consumer perceptions through user-
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generated content, influencer marketing, and targeted advertisements [11], [12]. Given Indonesia’s 

high social media penetration, the impact of digital marketing efforts on consumer decision-making 

has become more pronounced. This study aims to examine the combined effect of celebrity 

endorsement, brand image, and social media exposure on consumer purchasing decisions for 

electronic products in Indonesia. 

 

2. LITERATURE REVIEW 

2.1 Celebrity Endorsement 

Celebrity endorsement is a marketing strategy where brands use famous 

personalities to promote their products, leveraging the celebrity’s reputation, 

credibility, and appeal to influence consumer behavior. According to [3], [4], the 

effectiveness of celebrity endorsement depends on three key factors: trustworthiness, 

expertise, and attractiveness. Trustworthiness refers to the consumer’s perception of the 

celebrity’s honesty and integrity, while expertise relates to their perceived knowledge 

or skill in a given domain [5], [6]. Attractiveness, both physical and personality-based, 

enhances the endorsement's persuasiveness. 

In the electronic product market, celebrity endorsement can increase brand 

recognition, build trust, and create a sense of aspiration among consumers. However, 

research also indicates that the effectiveness of celebrity endorsements is contingent 

upon the match-up hypothesis—the degree of relevance between the celebrity and the 

endorsed product [13], [14]. If the alignment is weak, the endorsement may fail to 

influence consumer purchase decisions. 

2.2 Brand Image 

Brand image is the perception consumers hold about a brand based on their 

experiences, associations, and external influences (Keller, 1993). It encompasses brand 

personality, emotional connection, and perceived quality, all of which play a critical 

role in shaping consumer preferences. A strong brand image fosters customer loyalty, 

reduces perceived risks, and differentiates a brand from competitors in a crowded 

marketplace [15], [16]. 

In the context of electronic products, brand image significantly impacts consumer 

decision-making. Well-established brands like Apple and Samsung have successfully 

cultivated a premium brand image, influencing consumers to choose their products 

over lesser-known alternatives [17], [18]. Studies have shown that a positive brand 

image enhances consumer trust and willingness to pay premium prices [19], [20]. 

2.3 Social Media Exposure 

Social media has become a dominant platform for consumer engagement and brand 

promotion. Social media exposure refers to the degree to which consumers interact with 

and are influenced by brand-related content on platforms such as Instagram, Facebook, 

YouTube, and TikTok [21], [22]. It includes advertising, influencer marketing, customer 

reviews, and user-generated content, all of which contribute to shaping consumer 

perceptions. 

Social media marketing has proven to be particularly effective in driving consumer 

purchasing decisions, as it provides interactive and personalized experiences [23], [24]. 
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Electronic product brands frequently collaborate with tech influencers and reviewers to 

demonstrate product features and build credibility. Moreover, social media allows for 

direct consumer feedback, influencing brand trust and purchase intentions [24]. 

2.4 Consumer Purchasing Decisions 

Consumer purchasing decisions are shaped by an amalgamation of psychological, 

social, and commercial influences. The consumer decision-making process generally 

comprises five stages: problem recognition, information search, appraisal of 

alternatives, purchase choice, and post-purchase behaviour [25]. Each of these stages is 

impacted by marketing strategies, including celebrity endorsements, brand image, and 

social media exposure. 

Studies indicate that consumers are more likely to purchase electronic products 

when they perceive them as reliable, innovative, and positively reviewed by trusted 

sources [26]–[28]. Furthermore, social proof, such as likes, shares, and customer 

testimonials, enhances brand credibility and influences purchasing decisions. 

2.5 Previous Studies and Research Gap 

Several studies have explored the individual effects of celebrity endorsement, brand 

image, and social media exposure on consumer behavior. However, research 

integrating all three factors in the context of electronic product purchases in Indonesia 

remains limited. This study aims to fill this gap by employing a quantitative approach 

using SEM-PLS 3 to analyze the combined influence of these marketing strategies on 

consumer decision-making. 

 
Figure 1. Conceptual Framework 

 

3. METHODS  

3.1 Research Design 

This study utilises a quantitative research approach to investigate the impact of celebrity 

endorsement, brand image, and social media exposure on consumer purchasing decisions for 
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electrical devices in Indonesia. A survey methodology was employed to gather primary data from 

participants, which was subsequently analysed via Structural Equation Modeling-Partial Least 

Squares (SEM-PLS 3). This method facilitates the evaluation of correlations among several 

independent and dependent variables while accounting for measurement imperfections. 

3.2 Population and Sample 

The population for this study consists of Indonesian consumers who have purchased 

electronic products within the past year. A non-probability purposive sampling technique was 

employed to select respondents who actively use social media and follow celebrity endorsements 

related to electronic products. The sample size consists of 200 respondents, which meets the 

minimum requirements for SEM-PLS analysis, as recommended by [29]. 

3.3 Data Collection Method 

Data were gathered via an online questionnaire disseminated across multiple social media 

platforms, including Instagram, Facebook, and WhatsApp groups. The questionnaire comprised two 

sections: the first addressed demographic information, such as age, gender, income level, and 

purchasing behaviour concerning electronic products, while the second assessed research variables 

utilising a Likert scale from 1 (strongly disagree) to 5 (strongly agree). 

3.4 Data Analysis Technique 

The collected data were analyzed using Structural Equation Modeling-Partial Least Squares 

(SEM-PLS 3) due to its effectiveness in handling complex relationships and small-to-moderate 

sample sizes. The analysis process included descriptive statistics to summarize demographic 

information and response trends, measurement model assessment to evaluate reliability (Cronbach’s 

Alpha, Composite Reliability) and validity (Convergent and Discriminant Validity) of constructs, 

structural model assessment to test hypotheses and relationships between variables using path 

coefficients and significance levels (p-values), and goodness-of-fit evaluation using R² values and Q² 

predictive relevance to assess model strength. 

 

4. RESULTS AND DISCUSSION  

4.1 Demographic Characteristics of Respondents 

The study collected data from 200 respondents in Indonesia who had purchased electronic 

products in the past year. The demographic characteristics revealed a relatively balanced gender 

distribution, with 52.5% male and 47.5% female respondents. In terms of age, the majority (75%) fell 

within the 18–35 years range, indicating that young adults are the primary consumers of electronic 

products. Regarding income level, 45% of respondents earned between IDR 5–10 million per month, 

reflecting the spending power of middle-income consumers in Indonesia. Smartphones were the 

most commonly purchased electronic product (50%), followed by laptops (30%) and other 

gadgets/accessories (20%). Additionally, social media played a crucial role in product information 

gathering, with 42.5% of respondents using it daily and 37.5% using it weekly. Celebrity 

endorsements also influenced purchasing decisions, with 38% strongly agreeing and 36% agreeing 

that endorsements impacted their choices. Similarly, social media exposure significantly shaped 

consumer decisions, with 40% strongly agreeing and 35% agreeing that online promotions and 

advertisements influenced their purchases. 

4.2 Measurement Model Assessment 

The measurement model was assessed based on factor loadings, Cronbach’s Alpha, 

Composite Reliability (CR), and Average Variance Extracted (AVE). The results are summarized in 

the table below: 
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Table 1. Measurement Model 

Variable Code 
Loading 

Factor 

Cronbach’s 

Alpha 

Composite 

Reliability 

Average Variant 

Extracted 

Celebrity 

Endorsement 

CED.1 0.803 

0.892 0.925 0.756 
CED.2 0.920 

CED.3 0.885 

CED.4 0.866 

Brand Image 

BIG.1 0.811 

0.842 0.892 0.673 
BIG.2 0.863 

BIG.3 0.860 

BIG.4 0.744 

Social Media Exposure 

SME.1 0.700 

0.800 0.862 0.557 

SME.2 0.705 

SME.3 0.768 

SME.4 0.840 

SME.5 0.710 

Customer Purchase 

Decision 

CPD.1 0.775 

0.909 0.928 0.648 

CPD.2 0.868 

CPD.3 0.871 

CPD.4 0.807 

CPD.5 0.765 

CPD.6 0.791 

CPD.7 0.752 

Source: Data Processing Results (2025) 

Factor loadings indicate the intensity of the association between observable indicators and 

their corresponding constructs, with a loading of 0.7 or greater deemed appropriate [29]. In this 

study, all items, with the exception of SME.1 and SME.2, had factor loadings exceeding 0.7, signifying 

a good fit, but SME.1 (0.700) and SME.2 (0.705) were marginally lower yet still deemed acceptable. 

The reliability assessment utilised Cronbach’s Alpha and Composite Reliability (CR), with a 

Cronbach’s Alpha score exceeding 0.7 signifying adequate dependability [30]. All constructs in this 

investigation surpassed this criterion, indicating strong dependability. Correspondingly, the CR 

values for all variables above 0.85, so confirming high internal consistency [29]. Convergent validity 

was evaluated by the Average Variance Extracted (AVE), with an AVE over 0.5 signifying that a 

concept accounts for more variance than measurement error [31]. All variables in this study exhibited 

AVE values beyond 0.5, so affirming sufficient convergent validity. The highest AVE was recorded 

for Celebrity Endorsement (0.756), signifying robust convergent validity, whereas Social Media 

Exposure (0.557) represented the lowest value however still satisfied the minimum criterion. 

4.3 Discriminant Validity Assessment (HTMT Criterion) 

Discriminant validity guarantees that each construct within the model is separate from the 

others. The Heterotrait-Monotrait Ratio (HTMT) is a commonly employed technique for evaluating 

discriminant validity. Henseler et al. (2015) assert that the HTMT threshold must be below 0.85 for 

robust discriminant validity or below 0.90 for moderate discriminant validity. 

Table 2. Discriminant Validity 
 BIG CED CPD SME 

Brand Image     

Celebrity Endorsement 0.649    

Customer Purchase Decision 0.402 0.485   

Social Media Exposure 0.628 0.643 0.476  

Source: Data Processing Results (2025) 
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All HTMT values are below 0.85, indicating strong discriminant validity across constructs. 

The highest HTMT value (0.649) is between Celebrity Endorsement (CED) and Brand Image (BIG), 

but it remains well below the 0.85 threshold, confirming that these variables measure distinct 

concepts. Additionally, the HTMT value between Customer Purchase Decision (CPD) and other 

constructs remains low (below 0.50), demonstrating that the dependent variable is well separated 

from the independent variables. Since all HTMT values are below 0.85, the constructs exhibit strong 

discriminant validity, ensuring that each construct in the model is conceptually unique with no 

issues of multicollinearity or overlapping measurement. 

Figure 2. Model Results 

Source: Data Processed by Researchers, 2025 

4.4 Model Fit Assessment 

Model fit evaluation assesses the extent to which the proposed model accurately reflects the 

observed data. In Partial Least Squares Structural Equation Modelling (PLS-SEM), various model fit 

indices are frequently employed, such as Standardised Root Mean Square Residual (SRMR), squared 

Euclidean distance (d_ULS), geodesic distance (d_G), Chi-Square, and Normed Fit Index (NFI). 

Table 3. Model Fit Results Test 
 Saturated Model Estimated Model 

SRMR 0.098 0.098 

d_ULS 1.999 1.999 

d_G 1.025 1.025 

Chi-Square 615.892 615.892 

NFI 0.667 0.667 

Source: Process Data Analysis (2025) 

The model fit assessment indicates that the Standardized Root Mean Square Residual 

(SRMR) value is 0.098, which is slightly above the ideal threshold of 0.08 but still within the 
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acceptable range of 0.08–0.10. This suggests a moderate model fit, indicating some discrepancy 

between observed and predicted correlations, though still within an acceptable level. Additionally, 

the Squared Euclidean Distance (d_ULS) and Geodesic Distance (d_G) values are 1.999 and 1.025, 

respectively, suggesting some level of model misspecification, though they remain within an 

acceptable range. The Chi-Square (χ²) value is 615.892, which is large but expected in SEM models, 

particularly with larger sample sizes. Since PLS-SEM does not heavily rely on Chi-Square for model 

evaluation, this value is not a critical concern. The Normed Fit Index (NFI) value is 0.667, which is 

below the ideal threshold of 0.90 but above 0.60, indicating a moderate model fit. Although a higher 

NFI would be preferable, values above 0.60 are still acceptable in exploratory research using PLS-

SEM (Hair et al., 2017). 

The coefficient model analysis reveals that the R² value, which measures the proportion of 

variance in the dependent variable (Customer Purchase Decision) explained by the independent 

variables (Celebrity Endorsement, Brand Image, and Social Media Exposure), is 0.583. This indicates 

that 58.3% of the variation in Customer Purchase Decision is explained by the three independent 

variables. According to Cohen (1988), an R² value between 0.26 and 0.50 represents moderate 

explanatory power, while a value above 0.50 indicates substantial explanatory power. Since the R² 

value in this study is 0.583, the model demonstrates substantial explanatory power, meaning that the 

independent variables strongly influence Customer Purchase Decision. 

The Q² value, which assesses predictive relevance using the Stone-Geisser test, is 0.564, 

confirming that the model has strong predictive accuracy. A Q² value greater than 0 indicates 

predictive relevance, and according to Hair et al. (2017), a Q² value above 0.50 signifies high 

predictive relevance, while values between 0.25 and 0.50 indicate moderate predictive relevance. 

Since the Q² value in this study is 0.564, the model exhibits high predictive relevance, demonstrating 

that the independent variables effectively predict Customer Purchase Decision. 

4.5 Structural Model Analysis: Hypothesis Testing and Path Coefficients 

The structural model assessment evaluates the relationships between the independent 

variables (Brand Image, Celebrity Endorsement, and Social Media Exposure) and the dependent 

variable (Customer Purchase Decision) using key metrics such as path coefficients, T-statistics, and 

p-values. Path coefficients (Original Sample, O) measure the strength of the relationships between 

variables, while T-statistics indicate statistical significance, with a value greater than 1.96 required 

for a 95% confidence level. Additionally, p-values determine whether the relationships are 

statistically significant, with a threshold of less than 0.05 indicating significance. 

Table 4. Hypothesis Testing 

 Original 

Sample (O) 

Sample 

Mean (M) 

Standard 

Deviation 

(STDEV) 

T Statistics P Values 

Brand Image -> Customer 

Purchase Decision 
0.457 0.463 0.124 2.465 0.602 

Celebrity Endorsement -> 

Customer Purchase Decision 
0.581 0.581 0.118 3.386 0.000 

Social Media Exposure -> 

Customer Purchase Decision 
0.659 0.676 0.106 3.434 0.000 

Source: Process Data Analysis (2025) 

The interpretation of path coefficients reveals varying degrees of influence among the 

independent variables on Customer Purchase Decision. Brand Image has a path coefficient of 0.457, 

indicating a moderate positive influence; however, its p-value (0.602) is greater than 0.05, making the 

relationship statistically insignificant despite a T-statistic of 2.465. This suggests that Brand Image 

does not significantly impact Customer Purchase Decision in this study. Conversely, Celebrity 
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Endorsement shows a strong and significant effect with a path coefficient of 0.581, a p-value of 0.000, 

and a T-statistic of 3.386, confirming that celebrity endorsements positively influence consumer 

choices. Social Media Exposure exhibits the strongest impact, with a path coefficient of 0.659, a p-

value of 0.000, and a T-statistic of 3.434, indicating that increased social media interactions 

significantly drive consumers to purchase electronic products. 

Discussion 

The findings of this study provide important insights into the factors influencing consumer 

purchasing decisions for electronic products in Indonesia. This section discusses the implications of 

the statistical results and compares them with previous research. 

1. The Influence of Brand Image on Customer Purchase Decision 

The study found that Brand Image does not significantly affect customer purchase decisions, 

contradicting previous research that suggests a strong link between brand perception and consumer 

behavior [32]. This lack of significance could be attributed to several factors. First, consumers may 

prioritize functionality over brand perception when purchasing electronics, as they tend to focus 

more on product specifications, price, and user reviews rather than brand reputation, unlike in the 

fashion or luxury market. Second, brand loyalty in the electronic product market may not be strong 

due to frequent technological advancements and the emergence of new brands offering competitive 

products. Third, digital consumers in Indonesia may rely more on peer reviews and online 

recommendations rather than traditional brand perception [3], [5]. This finding suggests that while 

branding efforts remain important, companies should focus more on other factors such as social 

media marketing and product endorsements to effectively influence consumer decisions. 

2. The Influence of Celebrity Endorsement on Customer Purchase Decision 

The study found a strong and significant relationship between Celebrity Endorsement and 

Customer Purchase Decision, aligning with previous research [13], [14] that suggests celebrities act 

as opinion leaders, influencing consumer attitudes and purchasing behavior. Several factors may 

explain this strong effect. First, consumers associate celebrities with product credibility and 

aspirational lifestyles, making endorsed products more trustworthy and desirable. Second, 

Indonesian consumers are highly influenced by celebrities and social media influencers, particularly 

in the digital era, where online platforms amplify their impact. Third, emotional connections to 

celebrities play a significant role in driving purchase decisions, as consumers may feel a personal 

bond with their favorite figures, leading them to trust and buy endorsed products. This finding 

suggests that brands should invest in strategic celebrity endorsements to boost brand awareness and 

drive sales. However, selecting celebrities who align with the brand’s values and target audience is 

crucial to maintaining authenticity and effectiveness. 

3. The Influence of Social Media Exposure on Customer Purchase Decision 

Among all the variables, Social Media Exposure had the strongest and most significant effect 

on Customer Purchase Decision (β = 0.659, p = 0.000), highlighting the growing influence of digital 

marketing and social media platforms in shaping consumer behavior. Several factors contribute to 

this strong impact. First, social media platforms provide real-time engagement and peer 

recommendations, making them a more trusted source of information than traditional 

advertisements. Second, the rise of influencer marketing has transformed purchasing behavior, as 

consumers are more likely to trust recommendations from social media figures they follow. Third, 

social media facilitates direct interaction between brands and consumers, increasing trust and 

engagement [24], [33]. This finding underscores the importance of social media marketing strategies 

for companies looking to boost customer engagement and influence purchase decisions. Effective 

strategies include collaborating with influencers to promote electronic products authentically, using 
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interactive content such as live streaming, giveaways, and Q&A sessions, and leveraging social proof 

through customer reviews and user-generated content. 

4. Managerial Implications 

Based on these findings, businesses and marketers in the electronic product industry should 

adopt several key strategies to enhance consumer engagement and drive sales. First, shifting focus 

to digital marketing is essential, as Social Media Exposure has the strongest impact on purchasing 

decisions, making it crucial for companies to allocate more resources to social media campaigns 

rather than traditional branding efforts. Second, leveraging celebrity and influencer endorsements 

can be highly effective, as endorsements significantly influence consumer purchases, making it 

important for brands to collaborate with trusted public figures who resonate with their target 

audience. Third, companies should rethink their branding strategies, as the insignificance of Brand 

Image suggests that traditional branding efforts may not be as effective in driving purchases; instead, 

enhancing brand engagement through digital platforms can yield better results. Lastly, utilizing 

data-driven marketing strategies can help brands understand consumer preferences on social media 

and create more personalized marketing campaigns to maximize impact. 

5. Theoretical Contributions 

This study contributes to existing literature by confirming the role of social media marketing 

in influencing consumer purchase behavior, supporting previous research that emphasizes the 

growing dominance of digital engagement over traditional brand loyalty. It also highlights the 

continued importance of celebrity endorsements, reinforcing prior findings on the role of 

aspirational figures in consumer decision-making. Additionally, this study provides new insights 

into the Indonesian electronic market, suggesting that branding efforts alone may not be sufficient 

to drive purchasing decisions, and that digital marketing strategies and influencer collaborations 

play a more significant role in shaping consumer behavior. 

6. Limitations and Future Research Directions 

While this study provides valuable insights, it has several limitations. First, the limited 

sample size of 200 respondents may not fully represent Indonesia’s diverse consumer demographics, 

suggesting that future studies should expand the sample for more generalizable results. Second, the 

study only examines three independent variables, leaving room for future research to explore 

additional factors such as product pricing, customer reviews, and post-purchase support, which may 

also influence purchasing decisions. Lastly, the focus on electronic products means that the findings 

may not necessarily apply to other industries; future research could investigate whether similar 

trends hold for different product categories, such as fashion or the automotive sector. 

 

CONCLUSION  

This study investigated the impact of celebrity endorsement, brand image, and social media 

exposure on consumer purchasing decisions for electronic products in Indonesia. The key findings 

reveal that Social Media Exposure has the strongest positive and significant effect on consumer 

purchasing decisions, emphasizing the growing influence of digital engagement, influencer 

marketing, and online consumer interactions in shaping purchase behavior. Celebrity Endorsement 

also has a significant and positive effect, highlighting that trusted and well-known public figures can 

influence consumer preferences, making celebrity marketing a crucial strategy. However, Brand 

Image does not have a significant impact, suggesting that in the electronics market, consumers 

prioritize other factors such as product quality, reviews, and social media recommendations rather 

than traditional branding efforts. Overall, the study confirms that social media exposure and 

celebrity endorsement are key drivers of consumer behavior in Indonesia’s electronic product 



West Science Interdisciplinary Studies   

 

Vol. 03, No. 03, March and 2025: pp. 473-483 

 

482 

industry, indicating that companies should focus more on digital engagement and influencer 

collaborations rather than relying solely on brand image. 

Based on these findings, several recommendations are suggested for businesses and 

marketers in the electronics industry. First, companies should increase investment in social media 

marketing by enhancing their online presence, engaging with consumers through interactive 

content, and leveraging user-generated content to build credibility. Second, leveraging celebrity and 

influencer endorsements by partnering with trusted figures who align with the target market can 

increase consumer trust and product desirability. Third, businesses should improve digital brand 

engagement by fostering online communities, utilizing customer testimonials, and implementing 

personalized marketing campaigns, as traditional branding alone may not be enough. Additionally, 

enhancing customer experience through online platforms by optimizing social media pages, 

websites, and e-commerce channels with clear product information, reviews, and seamless 

purchasing options is crucial. Lastly, future research could explore other factors affecting purchase 

decisions, such as price sensitivity, customer service, and post-purchase satisfaction. Expanding the 

sample size and conducting comparative analyses across different product categories could also 

provide deeper insights into consumer behavior trends. 

 

REFERENCES 

[1] N. Samala, B. S. Katkam, R. S. Bellamkonda, and R. V. Rodriguez, “Impact of AI and robotics in the tourism sector: a 

critical insight,” J. Tour. Futur., vol. 8, no. 1, pp. 73–87, 2022, doi: 10.1108/JTF-07-2019-0065. 

[2] M.-Á. García-Madurga and A.-J. Grilló-Méndez, “Artificial Intelligence in the Tourism Industry: An Overview of 

Reviews,” Administrative Sciences, vol. 13, no. 8. 2023. doi: 10.3390/admsci13080172. 

[3] N. P. Sari and T. Sudarwanto, “PENGARUH CELEBRITY ENDORSER DAN BRAND IMAGE TERHADAP MINAT 

BELI KONSUMEN SKINCARE MS GLOW (Studi Pada Konsumen MS Glow di Jawa Timur),” J. Ilm. Manajemen, Ekon. 

Dan Bisnis, vol. 1, no. 2, pp. 25–40, 2022. 

[4] F. A. Restanti, A. Kusumawati, and L. D. Rahma Devita, “Pengaruh Celebrity Endorser dan Electronic Word of Mouth 

Terhadap Minat Beli dan Dampaknya Terhadap Keputusan Pembelian (Survei pada Konsumen Zoya Fashion dan 

Hijab),” J. Adm. Bisnis, vol. 68, no. 1, pp. 28–37, 2019. 

[5] F. Mandasari, E. Purwanto, and S. Purwanto, “The Influence Of Celebrity Endorsers And Electronic Word Of Mouth 

On Purchase Decision Trust On Lazada Marketplace Surabaya,” J. Pamator J. Ilm. Univ. Trunojoyo, vol. 16, no. 1, pp. 

99–113, 2023. 

[6] N. P. N. Rizky, K. Komariah, and F. Mulia, “Analisis Kredibilitas Celebrity Endorser Dan Daya Tarik Iklan Terhadap 

Brand Awareness,” Syntax Idea, vol. 3, no. 2017, pp. 54–67, 2020. 

[7] J. Jing, “Analysis of Fashion in Film and Television Works,” Proc. 2021 Int. Conf. Soc. Dev. Media Commun. (SDMC 

2021), vol. 631, no. Sdmc 2021, pp. 1502–1505, 2022, doi: 10.2991/assehr.k.220105.277. 

[8] R. Rahmatang, E. Evahelda, and F. Agustina, “Strategi Pengembangan Usaha Madu Dengan Pendekatan Business 

Model Canvas (Studi Kasus: UMKM Toko Pelawan Desa Namang Kabupaten Bangka Tengah),” J. Integr. Agribus., 

vol. 1, no. 2, pp. 115–129, 2019, doi: 10.33019/jia.v1i2.1080. 

[9] F. Sudirjo, G. Razali, D. I. Sari, I. N. T. Sutaguna, and M. Yusuf, “ANALYSIS OF BRAND IMAGE AND PRICE 

IMPACT ON BUYING BEHAVIOR AT BU IMAS BANDUNG RESTAURANT,” Digit. Bisnis J. Publ. Ilmu Manaj. dan 

E-Commerce, vol. 2, no. 2, pp. 24–35, 2023. 

[10] C. Millenia and R. P. Sukma, “THE INFLUENCE OF BRAND IMAGE AND PRODUCT QUALITY ON CUSTOMER 

LOYALTY THROUGH CUSTOMER SATISFACTION, IN RESTAURANTS WOLFGANG’S STEAKHOUSE 

JAKARTA,” J. Manag. Leadersh., vol. 5, no. 2, pp. 28–41, 2022. 

[11] B. V. Reddy and A. Gupta, “Importance of effective communication during COVID-19 infodemic.,” Journal of family 

medicine and primary care, vol. 9, no. 8. India, pp. 3793–3796, Aug. 2020. doi: 10.4103/jfmpc.jfmpc_719_20. 

[12] V. Shinde, “An Implementation on User Centered Website Using Customer Segmentation,” Int. J. Res. Appl. Sci. Eng. 

Technol., vol. 11, no. 5, pp. 5212–5217, 2023, doi: 10.22214/ijraset.2023.52864. 

[13] R. Kurniawan, U. Suhud, F. R. Kosasih, and Z. Ramdani, “Relationship Model Analysis of Personal Factors, Celebrity 

Endorsement, Buying Behavior, and Word of Mouth on Tourists on Komodo Island,” J. Perspekt., vol. 7, no. 1, pp. 9–

22, 2023. 

[14] R. Geng, S. Wang, X. Chen, D. Song, and J. Yu, “Content marketing in e-commerce platforms in the internet celebrity 

economy,” Ind. Manag. Data Syst., vol. 120, no. 3, pp. 464–485, 2020, doi: 10.1108/IMDS-05-2019-0270. 

[15] E. H. Prasetio, M. Marsudi, and E. Handayanto, “The impact of social media marketing (SMM) on repurchase 

intention with e-Wom and brand image as mediation (study on consumers of Lemonilo instant noodles in Malang 

city),” World J. Adv. Res. Rev., vol. 23, no. 1, pp. 775–786, 2024. 

[16] H. Bimaruci, M. R. Mahaputra, and R. R. Ilhamalimy, “Model Of Purchasing Decisions And Customer Satisfaction: 



West Science Interdisciplinary Studies   

 

Vol. 03, No. 03, March and 2025: pp. 473-483 

 

483 

Analysis Of Brand Image And Product Quality (Marketing Management Literature Review),” Dinasti Int. J. Econ. 

Financ. Account., vol. 1, no. 6, pp. 1124–1136, 2021. 

[17] P. I. P. Agi and Y. N. N. Kerti, “THE ROLE OF BRAND IMAGE MEDIATES THE INFLUENCE OF SOCIAL MEDIA 

MARKETING AND CONTENT MARKETING ON PURCHASE DECISIONS: A STUDY ON CONSUMERS OF 

UMAH LOKAL COFFEE & ROASTERY IN DENPASAR,” 2023. 

[18] H. B. H. Havidz and M. R. Mahaputra, “Brand image and purchasing decision: Analysis of price perception and 

promotion (literature review of marketing management),” Dinasti Int. J. Econ. Financ. Account., vol. 1, no. 4, pp. 727–

741, 2020. 

[19] F. F. Razy and M. Lajevardi, “Investigating relationship between brand image, price discount and purchase 

intention,” J. Mark. Consum. Res., vol. 17, pp. 49–56, 2015. 

[20] I. Alkandi, “The Impact of Marketing Activities on e-Word of Mouth Through Social Network Sites, and the Impact 

this has on Brand Image and Purchase Intention in the Context of Saudi Arabia.,” Umm Al-Qura Univ. J. Soc. Sci., vol. 

15, no. 1, 2023. 

[21] H. Yildiz, S. Tahali, and E. Trichina, “The adoption of the green label by SMEs in the hotel sector: a leverage for 

reassuring their customers,” J. Enterp. Inf. Manag., 2023, doi: 10.1108/JEIM-03-2023-0160. 

[22] D. L. M. van der Bend, T. Jakstas, E. van Kleef, V. A. Shrewsbury, and T. Bucher, “Making sense of adolescent-targeted 

social media food marketing: A qualitative  study of expert views on key definitions, priorities and challenges.,” 

Appetite, vol. 168, p. 105691, Jan. 2022, doi: 10.1016/j.appet.2021.105691. 

[23] M. H. Riaz, M. H. Ahmed, and D. S. Akhtar, “The Role of Social Media Marketing on Building Brand Equity (An 

Insight of Fast Food Industry of Pakistan),” Int. J. English Lit. Soc. Sci., vol. 4, no. 2 SE-Articles, Oct. 2019. 

[24] M. YASIN, “Pengaruh Manajemen Laba Dan Media Exposure Terhadap Pengungkapan Corporate Social 

Responsibility (CSR) Pada Perusahaan Manufaktur Sektor Industri Barang Konsumsi Yang Terdaftar Di Bursa Efek 

Indonesia (BEI),” JEA17 J. Ekon. Akunt., vol. 5, no. 2, pp. 61–76, 2020. 

[25] P. Kotler and K. L. Keller, Marketing Management. Edition New Jersey: Pearson Pretice Hall, Inc, 2016. 

[26] L. P. Oktaviani and A. Abdurrahman, “The Influence of Persona Attributes and Content of Tasya Farasya as a Human 

Brand on Instagram Followers’ Interest in Cosmetic Products,” Asian J. Econ. Bus. Account., vol. 24, no. 5, pp. 443–459, 

2024, doi: 10.9734/ajeba/2024/v24i51321. 

[27] T. Adelia, A. Devi, and T. Kartika, “The Influence of Digital Marketing and Promotional Strategies in Shaping Brand 

Awareness on Consumer Purchasing Decisions: A Case in Indonesia,” Islam. Financ. Technol., vol. 2, no. 1, 2024. 

[28] A. Weniger, P. Del Rosario, J. G. Backes, and M. Traverso, “Consumer Behavior and Sustainability in the Construction 

Industry—Relevance of Sustainability-Related Criteria in Purchasing Decision,” Buildings, vol. 13, no. 3, p. 638, 2023. 

[29] J. F. Hair, C. M. Ringle, and M. Sarstedt, A Primer on Partial Least Squares Structural Equation Modelling (PLS-SEM). 2e 

Edition. USA: SAGE Publications, 2017. 

[30] I. H. Nunnally, J. C., & Bernstein, Psychometric theory (3rd ed.). New York: NY: McGraw-Hill, Inc, 1994. 

[31] C. Fornell and D. F. Larcker, “Evaluating structural equation models with unobservable variables and measurement 

error,” J. Mark. Res., vol. 18, no. 1, pp. 39–50, 1981. 

[32] P. Kotler and K. L. Keller, “Marketing strategy,” in London: Business Forum, 2008. 

[33] E. Nugroho, A. A. Nisa, W. H. Cahyati, and Najib, “Perception, mental health, and social media exposure on 

adolescents in Indonesia during COVID-19 pandemic,” J. Pharm. Pharmacogn. Res., vol. 11, no. 3, pp. 426–436, 2023, 

doi: 10.56499/jppres22.1560_11.3.426. 

 


