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1. Latar Belakang
Di era globalisasi seperti sekarang ini, perusahaan-perusahaan semakin dituntut untuk mampu bersaing dan mampu menciptakan inovasi-inovasi dan terobosan baru bagi dunia perdagangan. Hal ini dikarenakan kemajuan zaman yang secara tidak langsung membuat kebutuhan semakin meningkat dan beragam. Semakin hari pola pikir masyarakat makin berkembang dan semakin selektif dalam memenuhi kebutuhan hidupnya. Sedangkan perusahaan selalu berusaha untuk mencari keuntungan serta berpikir bagaimana agar perusahaannya dapat terus bertahan ditengah kondisi persaingan yang semakin ketat. Sehingga setiap perusahaan wajib mempunyai strategi pemasaran yang jitu.
Pemasaran merupakan salah satu dari kegiatan-kegiatan pokok yang dilakukan oleh para pengusaha dalam usahanya untuk mempertahankan kelangsungan hidupnya, untuk berkembang, dan mendapatkan laba. Berhasil tidaknya dalam pencapaian tujuan bisnis tergantung pada keahlian mereka dibidang pemasaran, produksi, keuangan, maupun bidang lain. Selain itu juga tergantung pada kemampuan mereka untuk mengkombinasikan fungsi-fungsi tersebut agar organisasi dapat berjalan lain.

UD. Sumber Rejeki adalah sebuah usaha yang bergerak dibidang penjualan alat masak, panci dan lain-lain. UD. Sumber Rejeki ddirikan oleh Bapak Anjas Hidayat beralamatkan dijalan Gunung Petung RT. 3 No. 53 Kelurahan Rempanga. Jumlah karyawan yang bekerja sebanyak 30 orang dengan jam operasional mulai pukul 08.00 - 16.00.

Mengingat adanya persaingan dengan usaha sejenis yang ada di daerah Rempangan dan sekitarnya, maka pemilik UD. Sumber Rejeki wajib memiliki strategi unik untuk dapat menggaet konsumen sebanyak mungkin. Strategi yang dipilih oleh pemilik UD. Sumber Rejeki adalah memiliki produk yang lengkap dan meningkatkan kepercayaan konsumen.

Proses pembeli dimulai dengan pengenalan masalah atau kebutuhan. Pembeli menyadari suatu perbedaan antara keadaan sebenarnya dan keadaan yang diinginkannya. Kebutuhan itu dapat digerakkan oleh rangsangan dari dalam diri pembeli atau dari luar. Para pemasar perlu mengenal berbagai hal yangdapat menggerakkan kebutuhan atau minat tertentu dalam konsumen. Para pemasar perlu meneliti konsumen untuk memperoleh jawaban, apakah kebutuhan yang dirasakan atau masalah yang timbul, apa yang menyebabkan semua itu muncul, dan bagaimana kebutuhan atau masalah itu menyebabkan seseorang mencari produk tertentu ini.
Human resources are seen as one of the most important assets that must be maintained, especially the existence of employees’ performance, which is needed for the sustainability of organizational performance. Factors which may affect the employees’ performance, are information and communication technology (ICT) and empowerment. Therefore, there is a need for human resources that are able to master technology quickly, adaptively and responsively to changing technologies. Also, it is necessary to empower employees that operate useful information and communication technology to effectively and efficiently complete their work. This study aims to determine the relationship of empowerment toward the organizational performance, to determine the role of ICT as a mediator of empowerment toward the organizational performance. A total of 200 questionnaires were distributed to employees Regional Drinking Water Company East Java Indonesia, and finally 128 questionnaires were collected and used as a sample in this study. The data were examined using smart Partial Least Squares (PLS). The results showed that empowerment has a direct effect on employee performance. In addition, information and communication technology mediated the effect of empowerment on employee performance.(Ekowati et al., 2021)
This study aimed to investigate the effects of leadership styles on counterproductive work behavior, quality of working life, and psychological empowerment. The target population was employees in SOE Islamic banks in Malang Raya, Indonesia. A proportional random sampling was used to obtain a sample size of 160 from the 310 bank employees. SEM-PLS, a measurement and structural equation model was employed to explain the relationship between variables. The results showed that transformational leadership could reduce employee counterproductive work behavior through quality of work-life, while transactional leadership increases this behavior. Furthermore, the quality of work-life cannot mediate the effect of transactional leadership on counterproductive work behavior, while psychological empowerment cannot moderate the impact of transformational leadership on quality of work-life.(Sabran et al., 2022)
Human Capital is undeniably a very important factor for economic growth. In this paper, we investigate the impact of Human Capital on growth using the Neoclassical and Endogenous Growth models. We use the Generalized Method of Moment (GMM) method with 8 different Human Capital proxies measured in terms of quantity and quality of education. Using the LSDV method, we find: (i) Human Capital plays a significant role in explaining growth, (ii) Identical initial technology assumption cannot be ignored in the growth model, (iii) The selection of proxies in terms of quantity and quality of education is very influential on the conclusion of the impact of Human Capital. to growth. With the GMM method, it is concluded that followers will diffuse to catch- up leader, while countries that are close to the leader will take advantage of the power of innovation. Our results also reinforce the view that trade and institutions are two of the most influential factors in our model. Finally, it is important to examine the issue of income inequality in developing country growth models and the issue of reverse causality between education and economic growth.(Soegiarto et al., 2022)
The purpose of this study was to examine the influence of job satisfaction and organizational commitment towards organizational citizenship behavior. The study was a case study on employees of local water company “Tirta Mahakam” located in Kutai Kartanegara Regency. Quality of service will always be a significant factor for organizations that focus on customer satisfaction. It is done to improve business activity and organizational performance. To have excellent quality services depends on the human resources of the organization. The organization needs human resources that are performing well. Human resources/employees who show strong OCB are believed to be able to perform better. That is why organizations need to create employees with strong OCB. This study was a causal associative study using a quantitative approach. Data were collected using a closed questionnaire with a total sample of 83 respondents, and the selection of respondents chosen using simple random sampling. The results showed that job satisfaction and organizational commitment simultaneously affected organizational citizenship. Job satisfaction partially influenced organizational citizenship behavior. Organizational commitment partly influenced organizational citizenship behavior. Job satisfaction was proven to have the most significant influence(Iskandar et al., 2019)
Abstract

________________________________________________________________ The aim of this study was to analyze the impact of 900 VA electricity tariff adjustments on household consumption patterns in East Borneo. This policy potentially increased the poverty, considering that in the last few years, East Borneo had experienced a contraction in economic growth. The analysis of this study used the Linear Approximation of Almost Ideal Demand System (LA/ AIDS), and the concept of elasticity to reach the objectives of this study using Susenas in 2016 and 2017. The results of the analysis showed that the policy indirectly had more impact on all residential electricity customers rather than on 900 VA and above customers. The residential electricity customers would generally be more responsive to reduce the non-staple consumption in addition to respond the subsidies revocation, compared to 900 VA and above users. This circumstance was certainly related to the economic condition of 900 VA and above residential electricity customers who were more capable, so the food needs were no longer a household staple. Meanwhile, the middle economic households would continue to maintain the nutritional status of the household by continuing to consume high protein food sources (fish / meat / eggs / milk). Meanwhile, based on the type of region, the revocation of 900 VA subsidies and the increase in household non-subsidized tariffs for rural was more responsive than urban households. This was understandable since the level of electricity dependence of the urban community was quite high than the rural area(Sari & , Adawiyah, 2019)
2. Rumusan Masalah
a. Apakah kelengkapan produk dan kepercayaan berpengaruh terhadap pembelian ulang konsumen pada UD. Sumber Rejeki di Rempanga ?.

b. Diantara variabel tersebut, variabel manakah yang berpengaruh dominan terhadap terhadap pembelian ulang konsumen pada UD. Sumber Rejeki di Rempanga ?
3. Tujuan Penelitian
a. Besarnya pengaruh dari kelengkapan produk dan kepercayaan terhadap pembelian ulang konsumen pada UD. Sumber Rejeki di Rempanga.

b. Variabel yang berpengaruh dominan terhadap terhadap pembelian ulang konsumen pada UD. Sumber Rejeki di Rempanga.
4. Manfaat Penelitian :

a. Bahan masukan bagi pemilik UD. Sumber Rejeki di Rempanga dalam mengambil suatu kebijaksanaan dalam hal meningkatkan hasil penjualan.
b. Pengaplikasian teori yang diterima diperkuliahan dengan kenyataan yang ada didalam kegiatan perusahaan / usaha.
c. Salah satu syarat untuk menyelesaikan studi dan memperoleh gelar Sarjana Ekonomi pada Fakultas Ekonomi Universitas Kutai Kartanegara
5. Tinjauan Pustaka :
a. Keputusan pembelian menurut Assauri (2007 : 68), adalah mengidentifikasikan semua pilihan yang mungkin untuk memecahkan persoalan itu dan menilai pilihan-pilihan secara sistematis dan obyektif serta sasaran-sasarannya yang menentukan keuntungan serta kerugiannya masing-masing
b. Produk adalah segala sesuatu yang dapat ditawarkan ke pasar untuk diperhatikan, dibeli atau dikonsumsikanke dalam pengertian produk termasuk obyek-obyek fisik, jasa, tokoh-tokoh, tempat dan pikiran. (Alma, 2015 ; 99).
c. Kepercayaan merupakan suatu hal yang penting bagi sebuah komitmen atau janji, dan komitmen hanya dapat direalisasikan jika suatu saat berarti. Kepercayaan ada jika para pelanggan percaya bahwa penyedia layanan jasa tersebut dapat dipercaya dan juga mempunyai derajat integritas yang tinggi. (Karsono, 2016: 124)
6. Penelitian Terdahulu 
a. Vigit Bayu Prihantoko, 2021, Pengaruh Harga Dan Kelengkapan Produk Terhadap Keputusan Pembelian (Studi Kasus Pada Konsumen Alyamart Grosir Dan Eceran Buntu Banyumas).

b. Masibbuk, 2019, Pengaruh Kelengkapan Produk, Kualitas Layanan Dan Tata letak Terhadap Keputusan Pembelian (Studi Kasus Pada Golden Pasar Swalayan Di Kota Manado).

c. Yuni, 2020, Pengaruh Lokasi dan Kelengkapan Produk Terhadap Keputusan Pembelian di Toko Trend Mode Berkah Murah Ponorogo.
7. Variabel Pokok / Utama Yang Diteliti :


Variabel dalam penelitian ini adalah produk, kepercayaan dan pembelian ulang.
8. Indikator Variabel :
a. Produk  :

· Kelengkapan produk
· Kualitas 
· Garansi 
· Jenis terbaru
b. Kepercayaan   :

· Kinerja menenuhi harapan
· Pemenuhan kebutuhan
· Efisiensi waktu dan biaya
c. Pembelian ulang  :

· Jumlah pembelian
· Selera konsumen
· Rekomendasi 
· Kemauan datang kembali
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9.  Alat / Model Analisis :
· Regresi Berganda
 Y   = a + b1XI + b2X2 + b3X3  + b4X4 e
· Uji F 
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