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ABSTRACT 

The purpose of this research is to find out the influence of product quality, sales promotion, and distribution channel on 

the level of oyster mushroom sales volume in Kutalimbaru district, North Sumatra, Indonesia. Samples in this study 

amounted to 50 producers of oyster mushrooms. Data obtained through observations, interviews, literature studies, and 

the distribution of questionnaires. Data analysis techniques used are multiple regression analysis techniques. The results 

showed that there is an influence of product quality, sales promotion, and distribution channel of oyster mushrooms to 

the sales volume of oyster mushrooms in Kutalimbaru District, North Sumatra, Indonesia. 
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1. INTRODUCTION 

Oyster mushroom or Pleurotus Ostreatus is quite 

liked by Indonesian people. This is because oyster 

mushrooms have a high protein source, are rich in 

vitamins and minerals, and are low in carbohydrates, fats, 

and calories. Based on data from the Agriculture Office 

of North Sumatra Province in 2013, there are only 5 

districts/cities that produce mushrooms, namely Asahan 

Regency, Deli Serdang Regency, Langkat Regency, 

Tebing Tinggi City, and Binjai City. This indicates that 

there is still at least oyster mushroom cultivation for the 

province of North Sumatra, Indonesia. 

In North Sumatra Micro, Small and Medium 

Enterprises (MSMEs) that produce the first oyster 

mushrooms were in Kutalimbaru District in 2012. the 

sales volume of oyster mushrooms decreased. This is a 

problem for the sale of oyster mushrooms in Kutalimbaru 

Subdistrict. If this condition continues the sale of oyster 

mushrooms may go bankrupt.   

According to [8], "Sales volume is goods sold in the 

form of money for a certain period in which it has a good 

service strategy". Sales volume can be influenced by 

several factors, including product quality, sales 

promotion, and distribution channels. The problem of 

oyster mushroom quality that has been found is, the 

producers do not maintain the physical quality of oyster 

mushrooms, resulting in consumers are less interested in 

buying oyster mushrooms. The importance of 

maintaining the quality of oyster mushrooms is an 

advantage for an effort in increasing sales volume. 

Definition of product quality itself according to [8] the 

ability of a product in demonstrating its functions, this is 

included in the overall durability, reliability, accuracy, 

ease of operation, and repair of the product, as well as 

other product attributes 

Sales promotions can also help in increasing sales 

volume. However, oyster mushroom producers in this 

location do not run sales promotions vigorously. The 

promotion is simple, namely only through the mouth to 

mouth between fellow consumers. Due to the lack of 

sales promotion, this causes oyster mushroom consumers 

only people who live around the sales location. Sales 

promotion according to [9] A key element in marketing 

campaigns as a collection of incentive tools that stimulate 

the purchase of products and suits faster and greater to 

consumers. 

The oyster mushroom distribution channel is only 

managed by the producers themselves and can also be 
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through agents. Producers also only sell oyster 

mushrooms to nearby traditional markets or sell them to 

sales agents. Furthermore, the sales agent also sells oyster 

mushrooms to the nearest traditional market so that the 

distribution channel of this oyster mushroom becomes 

very narrow. The definition of distribution according to 

[5] can be interpreted as marketing activities that seek to 

pioneer and facilitate the delivery of goods and services 

from producers to consumers so that their use is by the 

injured (type, price, quantity, place, and when needed).  

Based on the problems that have been described 

before, this is what causes researchers to be interested to 

know the influence of product quality, sales promotion, 

and distribution channels on the level of oyster 

mushroom sales in Kutalimbaru District, North Sumatra, 

Indonesia. 

2. RESEARCH METHOD 

2.1. Population and Sample 

The population in this study amounted to 50 

producers in Kutalimbaru Subdistrict, North Sumatra, 

Indonesia. Sampling techniques of this research using 

total sampling so that the sample in this study amounted 

to 50 respondents.  

2.2. Data collection methods 

The method of data collection is as follows: 

1. Observation, which is observing directly to the 

District Kutalimbaru North Sumatra, Indonesia. 

2. Interview, which is doing a question and answer with 

oyster mushroom producers Kutalimbaru District 

North Sumatra, Indonesia. 

3. Literature studies, i.e. data collected through journals 

and books related to research 

4. Questionnaire or questionnaire, which is spreading 

the questionnaire to oyster mushroom producers 

Kutalimbaru District North Sumatra, Indonesia. 

2.3. Data Analysis Techniques 

Multiple Linear Regression Analysis 

 The analytical techniques used in this study are 

multiple regression analysis techniques. The models of 

multiple regression equations are: 

 Y = a + b1X1 + b2X2 + b3X3 + e 

Description: 

Y = Sales volume 

a = Constant 

b1-5 = Independent variable regression coefficient 

X1 = Product quality variable 

X2 = Sales promotion variable 

X3 = Variable distribution channel 

3. RESEARCH AND DISCUSSION RESULTS 

3.1. Research Results 

Based on the results of the study, multiple regression 

equations such as table 1, namely: 

Y= 3,050 + 0.266X1+ 0.029X2+ 0.483X3 + e 

The explanation is as follows: 

1.  0.266 means that each one-unit increase in product 

quality (X1) will cause sales volume to increase by 

0.266 with other free variable conditions considered 

constant. 

2.  0.029 means that each increase of one-unit promotion 

variable (X2) will cause sales volume to increase by 

0.029 with other free variable conditions considered 

constant. 

3.  0.483 means that each increase of one-unit variable 

distribution channel (X3) will cause the sales volume 

to increase by 0.483 with other free variable 

conditions considered constant. 

4.  3050 means: if product quality (X1), sales promotion 

(X2), distribution channel(X3), then the sales volume 

on oyster mushroom products in Lau Bakeri Village 

is 3,050. 

3.2. Coefficient of Determination (R2) 

Table 2 shows that adjusted R Square's determinant 

coefficient obtained is 0.417, which means that 41.7% of 

sales volume variables are affected by product quality 

variables, sales promotions, distribution channels, while 

the remaining 58.3% is explained by the influence of 

other factors or variables outside the model such as 

individual sales, consumer satisfaction, the purchasing 

power of the community. 

3.3. Hypothesis Testing 

3.3.1. Simultaneous Hypothesis Testing Using F Test 

Simultaneous significance test results can be seen in 

the following table: 

Table 1. Multiple Linear Regression Equations 

Model Undstandar-

dized 

Coefficients 

Stan-

dar-

dized 

Coeffi-

cients 

t Sig. 

B Std. 

Error 

Beta 

 

1 

(constant) 3,050 2,486  1,227 ,226 

Product 

quality 

,226 .139 ,267 1,910 ,063 

Sales 

promotions 

,029 ,075 ,044 ,384 ,703 

Distribution 

channel 

,483 ,128 ,515 3,778 ,000 
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3.3.2. Partial Hypothesis Testing Using t Test 

Based on table 3 the value of F calculates 8,000 with 

a significant level of 0.000. F table 2.43. Therefore, F 

calculates the > F table then the criteria is H1 Accepted 

so that it can be stated that product quality, sales 

promotion, distribution channels, simultaneously have an 

effect and significant on sales volume. 

a. The Effect of X1 on Y 

The product quality variable is t calculate 1910 > t 

table 1679. This means that H1 is accepted so that 

product quality variables partially affect the sales volume 

of Oyster Mushroom products in Kutalimbaru District, 

Deli Medium. 

b. The Effect of X2 on Y 

The sales promotion variable is t calculate 0.384 < t 

table 1.679. This means H0 is accepted so that the 

promotion variable partially has no effect on sales 

volume on Oyster Mushroom products in Kutalimbaru 

District Kab Deli Sedang. 

c. X3 effect on Y  

Variable distribution channel is t calculate 3778 > t 

table 1679. This means that H1 is accepted so that the 

variable distribution channel partially affects the sales 

volume of Oyster Mushroom products in Kutalimbaru 

District. 

4. DISCUSSION 

Based on the results of the study showed that the 

quality of the product affects the level of sales. The 

quality of oyster mushrooms affects the sales volume of 

oyster mushrooms in Kutalimbaru District, North 

Sumatra, Indonesia. This is by research conducted by [3], 

there is an influence of the quality of Jordan bread on the 

volume of Jordan bread sales on the CV. Minahasa 

Mantap Perkasa. Then the results of research that have 

been done by [4] also showed that the quality of Avanza 

car products affects the sales volume of Avanza car 

products. 

The results showed that the promotion of oyster 

mushroom sales influenced the volume level of oyster 

mushroom sales in Kutalimbaru District, North Sumatra, 

Indonesia. Research conducted by [1] also showed that 

the promotion of Yamaha Mio motorcycle sales affects 

the volume of Yamaha Mio motorcycle sellers at PT. 

YAMAHA CENTRAL ALFA SCORPIO. Similarly, the 

results of research that have been conducted by [2] 

showed that there is an influence of sales promotion on 

sales volume in PT. Astra International Tbk-TSO 

Soetoyo Malang Branch.  

Based on the results of the study showed that the 

distribution channel of oyster mushrooms affects the 

sales volume of oyster mushrooms in Kutalimbaru 

District, North Sumatra, Indonesia. This is in line with 

the results of research conducted by [3], namely the 

influence of Jordan's distribution channel on the volume 

of Jordan bread sales on the CV. Minahasa Mantap 

Perkasa. Furthermore, the results of research that have 

been done by [6] showed there is also the influence of 

distribution channels on sales volume at Sari Intan 

Manunggal Knitting Bandung  

Partial hypothesis testing showed that sales 

promotions did not affect sales volume while distribution 

channels and product quality affected sales volume. 

Variables that have a more dominant influence on sales 

volume are distribution channel variables. 

Based on the results of the analysis above, it is known 

that F-count > F-table (8,000 > 2.43) which indicates that 

the hypothesis is accepted. This means that product 

quality, sales promotion, and distribution channels 

simultaneously have a significant positive effect on sales 

volume. 

 The coefficient of determination (R2) indicates that 

the Adjusted R-value obtained is 0.417, which means that 

41.7% of sales volume variables are affected by product 

quality variables, sales promotions, and distribution 

channels while the remaining 58.3% is explained by the 

influence of other factors or variables outside the model. 

5. CONCLUSION 

There is an influence of product quality, sales 

promotion, and distribution channel of oyster mushrooms 

to the sales volume of oyster mushrooms in Kutalimbaru 

District, North Sumatra, Indonesia. 
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