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Abstract

This study aims to determine the effect of Self-Concept, Reference Group, Online
Shop Social Media and Lifestyle On Consumptive behavior Student of Padang
State University Faculty of Economics. The population in this study were all FE
students UNP. The sampling technique used was accidental sampling in order to
obtain a sample of 396 students. The research instrument used in the form of a
questionnaire. Analysis of the data in this study using Path Analysis (Path
Analysis) using SPSS 16.0 for Windows.The results showed that: (1) the self-
concept affects the lifestyle, (2) the reference group does not affect the lifestyle, (3)
online shop social media influence on lifestyle, (4) the concept of self-influence on
consumer behavior, ( 5) reference group has no effect on consumer behavior, (6)
online shop social media has no effect on consumptive behavior, and (7) the
lifestyle influence consumptive behavior.

Keywords: self-concept, the reference group, online shop social media, lifestyle,
consumptive behavior.

Introduction

Adolescence is a period of transition and a search for identity, adolescents undergo a process of
formation in their behavior, where teenagers seek and strive to achieve the pattern of the ideal self, it
causes the teens is easy to be tempted by promotions of products and services offered in a number of
mass media or directly promoted in the market. Increasing number of teens who have excessive
consumption behavior and feared if it continues will be a pattern or hedonistic lifestyle. Consumption
behavior is an act of individuals in obtaining and using goods or services through a specific decision
making process in an effort to meet the needs in order to reach maximum satisfaction (Hartiyani
2016), Every individual who is always in need of goods and services in fulfilling the needs and desires
of the infinite is what makes one of the problems that led to the behavior of individuals into consumer
behavior with free lifestyle.

The phenomenon of consumer behavior occurred in the country of Indonesia. Indonesia is one
country that has a very high consumer behavior. Indonesia is ranked the world's 11 consumer
behavior (Grover 2011), 93% of Indonesian consumers including recreational shoppers (recreational
shopper) they shop not out of necessity, but more for the pleasure (Damayanti & Nu'man, 2007). One
of the actors in the Indonesian consumer behavior by students. Students are a group of consumer-
oriented person, because this group likes to try new things and branded, students will tend to imitate
the new fashions. (Damayanti & Nu'man, 2007).

Based on the results of preliminary observations made on the campus of the State University of
Padang, obtained information that a lot of students who exceed the limit in the consumption of goods
or services. It is known that of the 25 students in the average has 71% of students do consumer
behavior and 29% of students do not do the consumer behavior.

Based on the results of interviews with some of the students that almost all the students
interviewed said often can’t management time well, because more fun to access social media, then
forget the time when going to the mall for just a walk or shopping, hang out in the café with her
friends , go where entertainment, cinema etc.

Consumptive behavior that occurs in various places one of Indonesia are caused by external
factors and internal factors. Internal factors that influence consumer behavior is the concept of self.
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Prime (2017) which says that the internal factors that influence consumer behavior is observation, self-
concept, learning, motivation, personality and self-esteem. While external factors that lead to
consumer behavior is the reference group. According to Lin and Chen (2009) reference group is able
to contribute to the changes that occur in the variable behavior of consumption by 52%. This shows
that people still can’t control the consumptive behavior well as the negative influence of the reference
group.

While other internal factors that influence consumer behavior is a lifestyle. Lifestyle also gives an
influence on consumer behavior patterns of students. The higher a person's lifestyle, the higher the
person's consumption behavior (Kaharu and Budiarti 2016), Lifestyle is a behavior that is
characterized by a life of luxury and excessive (Fitria 2015), If that continues to be done and not
thinking owned financial form, while the excessive desire, it can cause negative effects to society. If
finances are insufficient desire anything could be done just to make it happen, for example, rob, steal,
and so on. Illustration lifestyle is expected that students learn good lifestyle, which is good for the
future-oriented so useful in the future for the country and nation. Students are not affected by the
outside world, remained focused on his college campus. Consumer behavior like this can always be
rooted in the lifestyle of students. Thus, in its development, people will grow up to be people with
consumptive lifestyle. Consumptive lifestyles should be supported with adequate financial. Greater
problem occurs when the level of financial achievement was made with all sorts of ways that are not
healthy. Start of work patterns that to use various instant ways such as corruption. In the end the
consumer behavior will cause some impact on both economic and psychological.

Psychological impact, a person will feel themselves inferior to others if he could not buy what she
wants. While socially, someone will always follow the attributes that are favored without going be
your self. Because you want to buy something they want, regardless of how much money should be
spent, someone will keep on asking parents somehow regardless of ethics again. By doing so, they
will see their parents as a money machine that will give them money whenever they ask.

While other external factors, namely the online shop on social media. Several types of online social
media shop most practiced is an online shop instagram, twitter, facebook and whatsapp. These days
social media is one medium of communication and information that is widely used by most people.
Social media can access information and communicate in a flexible, fast, and economical without
limitation of time and place. Through social media, human any time can find and share information
in everyday life, even one like instagram social media is appropriate as live as any gallery can be
poured therein. Users of social media such as: instagram each month more than 800 million an even
every day to reach 500 million people. Social media is a smartphone-based applications from online to
share photos, (Paulina Guerrero, et al 2016), Shop online shopping phenomenon in social media such
as: instagram, whatsapp, twitter, and facebook has spread in various Indonesian society, both
parents, adults, to teenagers. Online shop or online shopping is a process of purchase of goods or
services made over the internet (Miranda et al. 2017), Shop online presence makes the process of
buying and selling to be more modest, but it is the marketing of products made by the seller on social
media websites make people (buyers) resulted in two convictions: save time and cost (Lubis and
North 2018).

Methods

This type of research is descriptive and associative. This research was conducted at the Faculty of
Economics, University of Padang in December 2018. The entire population in this study Faculty of
Economics University of Padang. Accidental sampling technique that sampling obtained a total
sample of 396 students.

The data collection technique using questionnaires / questionnaire has been in testing the validity
and reliability testing. Data were analyzed using descriptive analysis and path analysis. The steps
path analysis: data normality test, homogeneity test data, and test path coefficient. Path coefficient
test is divided into two sub-structures, namely, sub-structure 1 (the influence of self-concept, the
reference group, online media shop sosiaal against lifestyle).
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Figure 1 Sub Structure 1

With the structure of this equation:

Xy = Pyax1 X1+ PyaxaXz + PraxsXs + &,

and the sub-structure 2 (the effect of self-concept, the reference group, online shop social media, and
lifestyle of the consumer behavior)

Self concept
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Figure 2 Sub Structure 2

With the structure of this equation:
Y =Pyx; X1 + PyxyXo + PyxsXs+ Pyxu X, + &
Hypothesis testing using t test to test the path coefficients and determine the level of significance
of each independent variable on the dependent variable under the condition :
1) If t t table, then Ho is rejected means that there is a significant relationship between independent
variables with the dependent variable=
2) If t <t table, then Ho accepted means there is no relationship between independent variables and
related variables
Then determine the coefficient of the line, the amount of direct and indirect influence of the
independent variables to the dependent variable.

Results and Discussion
Results

This study to see the effect of self-concept, the reference group, online shop social media, and
lifestyle of the consumer behavior of students.

Based on the results of the research data processing using the program SPSS for Windows version
16. The results obtained test path coefficients in the table that will show the following:
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Table 1 Coefficient Line Self-Concept, Reference Group, Social Media and Online Shop

Of Lifestyle Students
. Cocffidens
Model Coefficients unstandardized séznecfl?ifelrzjj . Sig.
B Std. Error beta
(Constant) 29.873 3,780 7.903 0,000
Self concept 0,085 0,026 0162 3,232 0,001
Reference group 0,053 0,036 0.075 1,490 0,137
Online Shop Social -0.049 0,020 -0.123 -2.452 0,015

Media
Dependent Variable: Lifestyle

Based on the analysis in the sub-structure lines 1 found that the variable self-concept, and
online shop social media significantly influence the lifestyle variables while the variable reference
group did not significantly influence the lifestyle variables, so it needs to be done before it can
continue triming test the hypothesis.

Table 2 Coefficient Determination Self-Concept, Reference Group, Online Shop Social
Media Of Lifestyle Students
Model R R Square Adjusted R Square Std. Error of the Estimate
1 , 210A , 044 , 037 4.466

The influence of other variables that can be seen from the value of the coefficient of residual
(Px4el) can be calculated as follows:
Px4el =1 — RZx1x2x3x4
=v1-10,044
- ./0,956

=0.977

Then if the effect is not significant variables excluded from the model, it can be made triming test
in the following table:

Table 3 Path coefficient danOnline Shop Self Concept Social Media Against
Student Lifestyle (Reference Group issued)

Coefficients unstandardized standatrc'lized
Model Coefficients t Sig.
B Std. Error beta
(Constant) 33.025 3.137 10.527 0,000
Self concept 0.079 0,026 0.151 3,037 0,003
online Shop -0.045 0,020 -0.112 3,609 0,025

Social media
Dependent Variable: Style cohabited

According to the table 25 after triming test, a decline on the path coefficient of 0.162 variable self-
concept becomes 0.151. While the variable shop online social media was also a decline from the path
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coefficient becomes -0.112 -0.123. The images of the sub structure 1 after a variable reference group
removed, can be described as follows:

Self concept 0.977
0.151
Online shop
social media ™ Lifestyle
0.112

Figure 3 Sub Structure 1 (Effects of Self-Concept and Social Media Online Shop Of
Lifestyle Students)
Based on the above sub-structure, we can make the following equation:
Xy = Prax1 X1+ Praxa X3 + &4
X, =0,151X; + 0,112 + 0,977,
Sub Structure 2 (Influence of Self-Concept, Reference Group, Online Shop Social Media and
Lifestyle Students Against Consumer Behavior).

Table 4 Coefficient Line Self-Concept, Reference Group, Online Shop Social Media and
Lifestyle Consumer Behavior Against Students

Coefficients standardized
Model unstandardized Coefficients t Sig.
B Std. Error beta

(Constant) 15.924 5,918 2.691 0.007
Self concept .298 0,039 0.359 7.642 0,000
Reference group 130 0.052 0,118 2.513 0,012
Online shop social 0,072 0,029 0,115 2,456 0,014
media
Lifestyle 0.275 0.073 0.175 5.647 0,000

Dependent Variable: Consumer Behavior

Based on the analysis in the sub-structure paths 2 that the variable self-concept, the reference
group, shop online social media, and lifestyle variables significantly influence consumer behavior.
To see the size of the contribution or other variables path coefficients as follows:

Table 5 Coefficient Determination Self-Concept, Reference Group, Online Shop Social
Media and Lifestyle Consumer Behavior Against Students
.~ ModelSummary
Model R R Square  Adjusted R Square Std. Error of the Estimate
1 , 430a , 185 , 177 6.494
The influence of other variables that can be seen from the value of the coefficient of residual
(Pye2) can be calculated as follows:
Pye2  =+1—R2?x1x2x3x4

=,/1-10,185
=,/0,815

=.902
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The images of sub-structure 2 as follows:

Self concept 902
0.359 l '
Reference group 0,118
Consumptive behaviour
online Shop Social media | o5 ———%
0.175
Lifestyle

Figure 3 Sub Structure 2 (Influence of Self-Concept, Reference Group, Online Shop Social
Media and Lifestyle Students Against Consumer Behavior)

Based on the above sub-structure, we can make the following equation:
Y = Pyx1 Xy + PrxaXy + PryaXs + PrxaXy + &5
Y =0,359X1 +0,118X2 + 0,115X3 + 0,175X4 0.902+¢,

From the data processing of the above can be formulated path structure and the influence of
independent variables on the dependent variable in the following figure:

Self concept i0-977 0.359 1 -TOZ
0.151 0.175 v
Lifestyle Consumptive
Reference Y _: behaviour
0,118
Online Shop 0.112 T
Social media UTIS

Figure 4 Structure of End of Line

Determining the Effect of Variable
Direct Impact
1) The direct effect of self-concept (X1) on consumer behavior (Y)
X1YtoY=X1 €—X1—>
= (Pyx1) (Pyx1)
=(0.359) (0.359)
=0.129
So the magnitude of the direct influence of the self-concept (X1) to the consumer behavior of
students (Y) is 12.9%.
2) The direct effect of the reference group (X2) to the consumer behavior of students (Y)
X2YtoY=X2 €—X2—>
= (Pyx2) (Pyx2)
=(0.118) (0.118)
=0.013924
So the magnitude of the direct influence of the reference group (X2) to the consumer
behavior of students (Y) is approximately 1.39%.
3) The direct effect of online shop social media (X3) against (Y) of the consumer behavior of
students (Y)
X3toY=YX3<— X3 —>
= (Pyx3) (Pyx3)
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=(0.115) (0.115)
=0.013225
So the magnitude of the direct influence of online shop social media (X3) on consumer
behavior (Y) is 1.32%.
4) The direct effect of lifestyle (X4) on consumer behavior (Y)

X4YtoY=X4 €X4 —>
= (Pyx4) (Pyx4)
=(0.175) (0.175)
=0.030625

So the magnitude of the direct influence of lifestyle (X4) on consumer behavior (Y) is equal

to 3.0625%

Indirect Influence
1) The indirect effect of self-concept (X1) on consumer behavior (Y) through lifestyle (X4).

X1 to Y via:

X4 QX4 X1=Y&—Y —>
= (PYX1) (rx1x4) (Pyx4)
= (0.359) (0.0352) (0.175)
=0.00221
So the indirect effect of self-concept to consumer behavior through lifestyle by 0.22%

2) The indirect effect of reference group (X2) on consumer behavior (Y) through lifestyle (X4).
X2 to Y via:
QX4X4X2=Y&—Y —>
= (PYX2) (rx2x4) (Pyx4)
= (0.118) (0.0153) (0.175)
=0.0003
So the indirect influence of the reference group on consumer behavior through lifestyle is
0.31%
3) The indirect effect of online shop social media (X3) On Consumer Behavior (Y) Through Lifestyle
(X4)
X3 to Y via:
QX4X4X3=Y<Y —>
= (PYX3) (rx3x4) (Pyx4)
= (0.115) (0.085) (0.175)
=0.0017
So the indirect effect of social media to online shop consumer behavior through lifestyle is
0.17%.
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Table 6
Recapitulation Effect Againt Independent Variable Dependent

1 The influence of the self-concept of the consumer 12.9
behavior
2 The influence of the reference group on consumer 1.39
behavior
3 The influence online shop social media on 1.32
consumer behavior
4 The influence of lifestyle on consumer behavior 3.06
Total Direct Impact 18.67
5 The indirect effect of self-concept to consumer 0.22
behavior through lifestyle
6 Indirect influence of the reference group on 0.31
consumer behavior through lifestyle
7 Online shop indirect effect of social media on 0.17
consumer behavior through lifestyle
Total Indirect Influence 0.70
Total Effect of Direct and Indirect 19.37
Influence of Other Variables 80.63

Based on the above table it can be seen the influence of each independent variable on the
dependent variable, either directly or indirectly. Total donated influence of independent variables on
the dependent variable of 19.37% while 80.63% was contributed by other variables that are not
included in this study.

Discussion

Based on the results of data processing showed the following results:

Effect of Self Concept of the Faculty of Economic Lifestyle Padang State University

Based on the analysis path that has been done, hypothesis test showed that self-concept and a
significant positive effect on student life style. This study proves that the concept of self can
contribute in one's lifestyle. The better the self-concept, then students will increasingly have a good
lifestyle, and conversely, if the bad concept itself then the student will have a bad lifestyle.

The results of this study showed that self-concept is one of the internal factors are important,
because the concept itself determines how the lifestyle of students in everyday life. The concept itself
is the notion of the individual, of how individuals see themselves as a person, how people feel about
themselves, and how the individual wants himself to be human that is expected(Roe and Bruwer
2017).

Based on test data variables description in mind that the concept of self has enough categories .It
means that students of the Faculty of Economics University of Padang has a self-concept of being.
Therefore, students should improve their self concept in order to adapt to the possibilities of
unexpected and improving himself in adjusting in modern lifestyle today.

The results are consistent with the results of research conducted by Pontania (2016) and Boyd
Thomas and Lee Okleshen Peters (2009) which revealed that self-concept and a significant positive
effect on lifestyle.
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Style of Reference Group of the Faculty of Economics, University of Padang.

Based on the analysis path models, there is no significant effect on the variable reference group
against the lifestyle of students. It means the absence of a reference group contribution in student life.
According to Edward (2013) the reference group for someone can consist of one or more persons and
usually the reference group could be something real (a real person) or that are not real and symbolic
(eg the successful executive or celebrity success: political figures, actors and sportsmen ).

The results of this study contrast with the results of research Salazar, et al (2013) that said
reference if have a significant impact on a person's lifestyle. Another study conducted by Syahfitri
(2017) also said that there is a direct influence of the reference group against the lifestyle of the city of
Pekan baru.

Online Shop Social Media Influence on Lifestyle Students of Faculty of Economics, University of
Padang

Based on the analysis path that has been done, that online shop media social and a significant
positive effect on the lifestyle of students Faculty of Economics, University of Padang. This means
that their contribution online shop social media in the lifestyle of students of Faculty of Economics,
University of Padang.

Based on test data variable descriptions online shop is known that social media has a considerable
category .It means that students of the Faculty of Economics Universitas Negeri Padang in online
shopping in the category that are still at the limits of reasonableness.

The results are consistent with the results of research conducted by Pandey and Chawla
(2014)online shop say that the effect on a person's lifestyle. In addition, another study conducted by
Way, et al (2016) which says that the online shop (online shopping) can alter one's lifestyle in an
instant. This means that the online shop social media significantly influence the lifestyle of students
Faculty of Economics, University of Padang. Where the majority of people or students in this study
agree with the stigma that the reason to online shop in social media is cheaper, more practical,
contemporary product, and do not need to leave home.

Influence Consumer Behavior Self Concept of the Faculty of Economics University of Padang

Based on the results of the path model analysis has been done, hypothesis testing showed that self-
concept and a significant positive effect on consumer students. This means that a good or bad self-
concept that you have will determine the level of consumer behavior of students. This study proves
that consumer behavior is motivated by the concept of self-possessed by each of the individual self.
This is in line with research conducted by Mittal (2015) who say that the more a person has low self-
concept, the higher the higher behavior consumption and self-concept that a person has, the lower its
consumption behavior.

The results of this study indicate that self-concept is one of the most important internal factor,
because the concept itself determine how attitudes, traits, and behaviors of students consumption.
The results are consistent with the results of the study Hidayat and Kurniawan (2016) who says that
the concept of self-influence on consumer behavior. In addition, it is also consistent with the results
found by the Murwanti (2015) that consumer behavior is influenced by the concept of self, it is
increasingly evident that someone who has a strong self-concept, the more there is a tendency
consumptive behavior also increased,

Reference Group Influence on Consumer Behavior Faculty of Economics University of Padang
Based on the analysis path models, there is no significant effect on the variable reference group on
consumer behavior of students. It has been suggested that the absence of a reference group
contribution in the consumer behavior of students. The tendency of individuals to behave excessively
in to buy something irrational and placing the needs but put forward his wishes(Thomas 2015), If the
consumer behavior continue to occur will result in financial conditions become uncontrollable
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otherwise it will lead to over-extraction and result in a buildup of goods because of purchases made
redundant or continuously (Astuti 2013),

The results of this study contrasts with research conducted by Rusich (2008) which says that the
reference group has a strong influence on consumer behavior because it is a place for people to do the
comparison value, providing information and guidance in making consumption.

Online Shop Social Media Influence on Consumer Behavior of Students of Faculty of Economics,
University of Padang

Based on the analysis path models, there is no significant influence on the variables online shop
social media on consumer behavior of students. It has been suggested that the absence of
contributions online shop social media on consumer behavior research to students of the Faculty of
Economics University of Padang.

The results are consistent with the results of research conducted by Kamelia (2007) which revealed
that there is no influence on the online shop social media on consumer behavior instagram students of
Communication Studies, State University of Malang.

The results of this study contrast with the results of research Wibowo (2018) which says that the
online shop positive and significant impact on consumer behavior. The rapid development of the
Internet makes a person has a good innovation in spending their products through social media, so
that their online shop social media affects someone to behave consumptive (Stephen 2008).

Lifestyle Influence on Consumer Behavior of Students of Faculty of Economics, University of
Padang

Based on the analysis path models, there is significant influence on lifestyle variables on consumer
behavior of students. May mean that the contribution of lifestyle in the consumer behavior of
students. The results showed that a sedentary lifestyle is one of the internal factors are important,
because of the lifestyle determine how the actions of students in consumer behavior. If the student
has a high lifestyle, then the consumer behavior will also be higher. Vice versa, if the student lowered
his lifestyle then correspondingly reduced consumptive behavior patterns. Lifestyle is a part of
everyday social life of people in the modern world (Liang 2014),

Based on test data description of the variables known that lifestyle variables students were in good
enough category. This means that students have a lifestyle that was so that his lifestyle is still in the
category of reasonable limits. The results are consistent with the results of research conducted by
Angra Melina (2018) which revealed that a sedentary lifestyle significantly influence consumer
behavior of students. Lifestyle shows how the consumption patterns that reflect or describe
individuals spend time and money (Sukarno, et al 2017).

Conclusion
Based on the results of processing and discussion of this research resulted in the following
conclusions:

1. The self-concept has an influence on lifestyle. Forms of self-concept variables influence on the
lifestyle is positive. This shows that the better the concept itself, it will be better the lifestyle of
students of Faculty of Economics, University of Padang.

2. Reference group does not have an influence on lifestyle. This shows that there is no reference
group contribute more to the lifestyle of students Faculty of Economics, University of Padang.

3. Online shop social media has an influence on lifestyle. Form of variables influence social media to
online shop is a positive lifestyle. This research will contribute to the development of knowledge
to the public regarding knowledge regarding the online purchasing process. besides that it can
also be taken into consideration by individuals to do business through digital.

4. The self-concept has an influence on consumer behavior. Forms of self-concept variables
influence on consumer behavior is positive. This suggests that a good or bad self-concept that
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you have will determine the level of consumer behavior Faculty of Economics University of
Padang.

5. Reference group does not have an influence on consumer behavior. This suggests that the
absence of a reference group contribution of this research to consumer behavior students of
Faculty of Economics, University of Padang.

6. Online shop social media does not have an influence on consumer behavior. This suggests that the
contribution of social media to online shop consumer behavior students of Faculty of Economics,
University of Padang.

7. Lifestyle has an influence on consumer behavior. Forms of lifestyle variables to influence
consumer behavior is positive. This shows that the better the lifestyle of a student, the better the
consumer behavior students of Faculty of Economics, University of Padang.
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