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Abstract. This study aims to investigate the effect of digital marketing (X1) and product variety (X2) on purchasing 
decisions (Y) with brand image (Z) as a mediator in the context of Micro, Small and Medium Enterprises (MSMEs) 
in Malang City, namely Bakso President. The population of this study were Instagram and Tiktok followers and 
the sample of this study were 327 respondents. This research technique uses proportional random sampling. This 
research analysis uses SEM-PLS. The results of this study highlight the importance of a thoughtful digital 
marketing strategy and high-quality product variety in building a strong brand image. The findings also underline 
that a positive brand image has a positive impact on consumer purchasing decisions at Bakso President. The 
practical implication is that MSMEs can utilize brand image as a strategic asset to improve their competitiveness 
and business growth. 
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Abstrak. Penelitian ini bertujuan untuk mengetahui pengaruh pemasaran digital (X1) dan variasi produk (X2) 
terhadap keputusan pembelian (Y) dengan citra merek (Z) sebagai mediator pada konteks Usaha Mikro, Kecil, 
dan Menengah (UMKM) di Kota Malang. , yaitu Bakso Presiden. Populasi penelitian ini adalah follower 
Instagram dan Tiktok dan sampel penelitian ini sebanyak 327 responden. Teknik penelitian ini menggunakan 
proporsional random sampling. Analisis penelitian ini menggunakan SEM-PLS. Hasil penelitian ini menyoroti 
pentingnya strategi pemasaran digital yang bijaksana dan variasi produk berkualitas tinggi dalam membangun 
citra merek yang kuat. Temuan tersebut juga menggarisbawahi bahwa citra merek yang positif berdampak positif 
terhadap keputusan pembelian konsumen pada Bakso Presiden. Implikasi praktisnya, UMKM dapat 
memanfaatkan citra merek sebagai aset strategis untuk meningkatkan daya saing dan pertumbuhan bisnisnya. 
 
Kata Kunci: pemasaran digital, variasi produk, citra merek, keputusan pembelian, UMKM 
 

INTRODUCTION 

Marketing in the digital age has undergone dramatic changes in recent years. 

Information and communication technology development has opened up new opportunities and 

significantly influenced consumer behavior (Chaffey & Smith, 2017). Modern consumers have 

easier and faster access to product information, reviews, and brands through digital platforms 

such as social media, company websites, and online discussion forums (Kumar, Bezawada, 

Rishika, Janakiraman, & Kannan, 2016). Due to this rapid development, marketing requires a 

special strategy in its implementation to reach more targeted consumers. 
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Digital marketing has become a key element in modern marketing strategies. The 

development of information and communication technology has changed the way companies 

interact with their customers. Digital platforms such as social media, websites, emails, and 

mobile apps allow companies to reach their audiences faster, more efficiently, and interactively 

(Chaffey & Smith, 2017). Digital marketing encompasses a variety of practices, including 

online advertising, content marketing, email marketing, social media, and online search 

(Kumar et al., 2016). 

In the world of marketing, it is necessary to evaluate to increase turnover in businesses, 

especially MSMEs. Seeing that Malang is a city characterized by meatballs and is a city of 

tourism and students, this research explores the success of meatball sellers in Malang, namely 

Bakso President. More than 40 years old, Bakso President now has two other branches, namely 

in Pulosari and Pandean. This meatball business is a family business-based MSME that has 

entered its second generation. Since being managed by the second generation, operational and 

service standards have been improved. For example, how many meatballs are sold, there is 

already a count. Thus, all meatballs sold are always fresh because they are made on the same 

day. For customer service, he emphasizes that hospitality is the key so that customers want to 

come again. So if there is a complaint, I myself will directly contact the customer. Generally, 

after apologizing and straightening out the problem, the person who complained becomes a 

loyal customer of Bakso President. 

Because in 2019 Indonesia was affected by the Covid-19 pandemic, MSMEs had to 

rack their brains to stay in business. During the pandemic, their turnover had dropped by 40%. 

But when they had to survive, they found a new way, namely developing frozen food meatballs 

whose results were very encouraging. "If the stock of one spice packet in our branches used to 

last one week, since we have frozen food, we can use it up in 2-3 days," explained Dani. To 

maintain the quality of their frozen food products, they use vacuum technology that can reduce 

the risk of bacterial contamination and last longer. "The frozen food innovation has expanded 

our market, and we have even shipped to Singapore and Australia." By utilizing marketing 

through digital platforms. In addition to trying to implement digital marketing related to this 

MSME during the pandemic, it also continues to improve hygiene standards and customer 

comfort. "Some of our employees have passed the test for food safety certification held by the 

Malang government." This certification ensures that they can maintain safety in the kitchen, 

sanitation, personal hygiene, and food storage processes. Those who have obtained the 

certificate will train other employees to understand hygiene and sanitation in the food business. 
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the covid-19 pandemic provides innovation that product variations are important to maintain 

the business. 

On the other hand, product variety or product diversity is an important characteristic of 

a market defined by the range of products or services available to consumers (Ha, Janda, & 

Muthaly, 2019). Modern consumers are often faced with many choices, and companies must 

manage their product portfolios wisely to meet customer needs. Product variety can influence 

customer perceptions of specific brands and products (Dawar & Parker, 1994). 

One of the key concepts in marketing is brand image. Brand image reflects customers' 

perceptions of the brand, including the associations, impressions, and attributes they connect 

with the brand (Keller, 1993). A strong brand image can help brands differentiate themselves 

from competitors, build customer trust, and influence purchasing preferences (Kapferer, 2012). 

Therefore, many businesses make brand image a priority to build before focusing on pursuing 

profits or simply building markets without careful planning. 

The purchasing decision is the end result of a complex marketing process. Factors such 

as price, product quality, promotion, and brand preference play an important role in consumer 

purchasing decisions (Dawar & Parker, 1994). These purchasing decisions can also be 

influenced by customers' previous experiences with brands and products. Customer 

involvement is also an important factor in the buying process. Customer engagement refers to 

the level of interaction and emotional bond of customers with a particular brand or product 

(Hollebeek, Srivastava, & Chen, 2020). High customer engagement can increase brand loyalty 

and increase opportunities for repeat purchases (Huang, Chiu, & Chen, 2018). This reinforces 

the opinion that customer experience also influences customer purchasing decisions. 

While there have been numerous studies examining the influence of each of these 

variables separately, there is still little understanding of how these variables interact with each 

other in the context of digital marketing and how brand image might act as a mediator in this 

relationship. This study aims to fill this knowledge gap by testing a conceptual model that links 

digital marketing, product variety, brand image, customer engagement, and purchasing 

decisions. 

One of the business actors who feel the influence of consumer purchasing decisions is 

MSMEs (Micro, Small and Medium Enterprises). MSMEs are the backbone of the economy in 

many countries, including Indonesia. MSMEs contribute significantly to economic growth, job 

creation, and poverty reduction. One area that shows great potential for MSME growth is 

Malang City, which is a geographical area that is easily accessible to researchers to carry out 

this research. 
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In this context, this study aims to investigate the development of MSMEs in Malang 

City, with a focus on the factors that influence consumer purchasing decisions from the 

influence of digital marketing and product variety with brand image as a mediating factor. The 

MSME that is the object of this research is "Bakso President" which is a local culinary business 

that sells various variations of meatballs as its main menu. 

 

LITERATURE REVIEW 

Digital Marketing 

Digital marketing is an important element in a company's marketing strategy in today's 

digital era. As information and communication technology develops, companies must utilize 

various digital channels to reach and interact with their audiences (Chaffey & Smith, 2017). 

One of the main aspects of digital marketing is online advertising. These ads can appear 

in various forms, including banner ads, video ads, and text ads, which can be found on various 

websites and social media platforms. Online advertising can be very effective in reaching 

highly segmented audiences and measuring its performance more accurately than traditional 

advertising (Kumar et al., 2016). 

Content marketing is also an integral part of a digital marketing strategy. It involves 

creating and sharing relevant and valuable content with the target audience. Content marketing 

aims to build strong relationships with customers, strengthen brand image, and increase brand 

awareness (Smith & Zook, 2011). 

In addition, social media is an increasingly important platform in digital marketing. Companies 

can interact directly with customers through platforms such as Facebook, Twitter, Instagram, 

and LinkedIn. Social media allows companies to build customer communities, listen to 

customer feedback, and share relevant content (Kumar et al., 2016). 

Email marketing also remains an effective strategy in digital marketing. With email 

marketing, companies can send messages tailored to their customers, provide special offers, 

and remind customers about their products or services (Chaffey & Smith, 2017). 

Online search is an important element of digital marketing. Search engine optimization 

(SEO) and paid advertising (SEM) help companies to appear in relevant search results. This 

can increase brand visibility and drive high-quality traffic to the company's website (Kumar et 

al., 2016). 
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Overall, digital marketing opens up new and challenging opportunities for companies 

to innovate in reaching their customers. By utilizing various digital marketing tools and 

techniques, companies can expand their reach, build strong brands, and increase customer 

satisfaction. 

Product Variety 

Product range, or product diversity, is an important concept in marketing that reflects 

the diverse selection of products or services available in the market. In today's highly 

competitive business world, companies must understand and wisely manage product 

assortment to meet various customer needs (Ha, Janda, & Muthaly, 2019). 

The importance of product variety can be seen from several perspectives. First, product 

assortment provides customers with a wide range of choices that suit their individual 

preferences. In an era of increasingly savvy consumers, consumers tend to look for products 

that meet their needs well, and product assortment gives them the opportunity to do just that 

(Ha et al., 2019). 

Second, product variety can help companies develop a larger market share. By 

providing a variety of products or product variations, companies can reach a wider and more 

diverse market segment. This can help them increase their sales and business growth (Ha et al., 

2019). 

In addition, product variety can also create competitive appeal for companies. In an 

effort to compete with competitors, companies can use product variety to differentiate 

themselves from competitors and build strong brands (Dawar & Parker, 1994). 

In practice, companies must understand customer preferences and ongoing market trends to 

develop relevant and attractive product portfolios. Previous research has shown that managing 

product assortment wisely can have a positive impact on customer loyalty and company profits 

(Ha et al., 2019). 

Thus, it is important for companies to understand the concept of product assortment and 

integrate it in their marketing strategies. This can help them meet diverse customer needs, 

expand market share, and build a strong brand in today's competitive market. 

Brand Image 

Brand image is a key element in marketing that plays a central role in influencing 

customer preferences and purchasing decisions (Keller, 1993). Brand image reflects customers' 

perceptions of the brand, including the associations, impressions, and attributes they connect 

with the brand. 
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A strong brand image is a valuable asset for companies because it can differentiate the 

brand from competitors and build emotional bonds with customers (Kapferer, 2012). 

Customers tend to choose brands that they trust and that have a positive image. Therefore, 

building and maintaining a strong brand image is a priority for many companies. 

In the digital age, brand image is also influenced by brand interactions with customers 

through social media and other digital platforms. Companies can build a positive brand image 

by interacting positively with customers, providing good customer service, and maintaining 

brand consistency across digital channels (Kapferer, 2012). 

In addition, customer reviews and recommendations through social media and review 

websites can influence customer perceptions of brands (Kumar et al., 2016). Positive customer 

reviews and testimonials can reinforce a positive brand image, while negative reviews can 

damage it. 

The importance of brand image is also seen in its relationship with customer loyalty. 

Customers who have a positive image of the brand tend to be more loyal and tend to make 

repeat purchases (Ha, Janda, & Muthaly, 2019). Therefore, understanding and managing brand 

image well is key to maintaining a competitive advantage in an increasingly competitive and 

digitally connected business environment. 

Overall, brand image is a valuable asset that can influence customer preferences, brand 

loyalty and purchasing decisions. Companies need to invest in building and maintaining a 

positive brand image in this highly connected digital age. 

 

Purchasing decision 

The purchasing decision is the final stage in the marketing process where consumers 

choose to buy or not buy a particular product or service. This decision is influenced by various 

factors which can be grouped into internal and external factors. 

Internal factors include individual preferences, previous experiences, and brand 

preferences. Psychological influences such as perceptions, attitudes, and motivations play a 

key role in purchasing decisions (Dawar & Parker, 1994). For example, consumers tend to 

choose brands that they trust and that have a positive image (Keller, 1993). 

External factors involve the external environment such as product price, promotion, 

product quality and social influence. Price is an important factor influencing purchasing 

decisions, and consumers often compare prices with the benefits they receive (Dawar & Parker, 

1994). Promotions can also influence purchasing decisions, including special offers and 

discounts (Kumar et al., 2016). 
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In addition, social influence also plays a role in purchasing decisions. Opinions and 

recommendations from friends, family and online reviews can influence consumer purchasing 

decisions (Huang, Chiu, & Chen, 2018). Consumers often seek information from these sources 

before making a purchasing decision. 

Customer engagement is also an important factor in purchasing decisions. Customer 

engagement refers to the level of interaction and emotional bond of customers with a particular 

brand or product (Hollebeek, Srivastava, & Chen, 2020). Customers who engage more deeply 

with brands tend to be more loyal and make repeat purchases (Huang et al., 2018). 

In the digital age, the internet has also influenced the way consumers make purchasing 

decisions. Consumers can easily search for product information, read reviews, and compare 

prices online before making a purchasing decision (Kumar et al., 2016). Therefore, companies 

need to understand these factors and design appropriate marketing strategies to influence 

consumer purchasing decisions. 

 

RESEARCH METHODS 

This research uses quantitative research methods with the Structural Equation Modeling 

(SEM) approach as the analytical framework. SEM is a powerful method for examining the 

relationship between various complex variables in one model (Hair et al., 2017). Researchers 

will use SmartPLS software to conduct this SEM analysis because SmartPLS is a popular tool 

in SEM-based data analysis (Ringle et al., 2015). 

Research Variables 

In general, this study uses four general variables consisting of digital marketing 

variables, product variety, brand image, and purchasing decisions. In order, the first two 

variables act as independent variables (X variables) while the remaining two are mediator 

variables (M variables) and dependent variables (Y variables). In more detail, the overall 

variables used in this study are described as follows and their relationship is illustrated in Figure 

1. 

1. Independent Variable: 

o Digital Marketing (X1): Measures the effectiveness of the company's digital marketing 

strategy. 

o Product Variety (X2): Measures the variety of products or services offered by the 

company. 

2. Mediator Variable: 

o Brand Image (Z): Measures the customer's perception of the company's brand image. 
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3. Dependent Variable: 

o Purchasing Decision (Y): Measures consumer purchasing decisions for company 

products or services. 

 
 Figure 1. Chart of Relationship between Variables 
  and Indicators Population and Sample 

The population in this study are consumers who are involved in the decision process of 

purchasing products or services through digital marketing platforms. The researcher used a 

convenience sample approach and collected data from randomly selected respondents from 

buyers at the MSME business location under study, followers of the official social media 

(Instagram and TikTok) of the MSME, and visitors to its official website (Linktree). The 

sample that has been collected is 327 respondents, given the complexity of the SEM model to 

be used (Hair et al., 2017). 

Instruments and Data Collection 

Data will be collected through an online survey using a structured questionnaire 

distributed to respondents who have been identified as product consumers either directly at the 

business location or indirectly (through digital platforms as shown in the Figure 2). The 

questionnaire contains items to measure the variables of digital marketing, product variety, 

brand image, and purchasing decision. 

 
Figure 2. Origin of Respondents Filling Out Questionnaires 
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Data Analysis 

The data collected was analyzed using SmartPLS software to conduct SEM analysis. This 

analysis allowed the researcher to examine the relationship between the variables of digital 

marketing, product assortment, brand image, and Purchasing Decision. The researcher also 

measured the strength and significance of the relationship between these variables and 

identified whether brand image acts as a mediator in the relationship as illustrated in Figure 1. 

 

FINDINGS AND DISCUSSION 

In this section, the researcher presents the findings of this study which are based on the 

analysis of data collected from 327 respondents who have been grouped by age and gender as 

illustrated in Figure 3 below. The data was collected through questionnaires measuring the 

variables of digital marketing, product variety, brand image, and Purchasing Decision. 

 
Figure 3. Age group of Respondents 

Internal Consistency Reliability in Research 

In the results of the internal consistency reliability test that have been presented in Table 

1 below, researchers evaluated the reliability and internal consistency of the four construct 

variables in the context of this study. The Composite Reliability (CR) values found, with the 

highest value around 0.892 and the lowest around 0.723, indicate that all construct variables 

have a good level of internal consistency. This is consistent with the view of Hair and 

colleagues (2014), who state that CR values above 0.70 indicate adequate internal consistency. 

In addition, Cronbach's Alpha (α) values ranging from 0.679 to 0.845 also confirmed a good 

level of reliability for the construct variables in this study (Nunnally & Bernstein, 1994). 
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Table 1. Internal Consistency Reliability Test Results 
Latent Variables and Indicators Composite Reliability Cronbach’s Alpha 
Brand Image 0.856 0.814 
Digital Marketing 0.723 0.679 
Product Variety 0.799 0.761 
Purchasing Decision 0.892 0.845 
(Source: processed by researcher, 2023) 

This finding supports the belief that the measurement instruments used in this study are 

reliable and appropriate for measuring the variables under study. This strong internal 

consistency provides a solid basis for the researcher to proceed with data analysis and interpret 

the results with confidence (Gefen, Straub, & Boudreau, 2000). Thus, the strong composite 

reliability test results provide strong support for the validity of the measurement instruments 

and the quality of this research in understanding the relationship between variables in the 

context of business and marketing. 

Convergent Validity 

The convergent validity test results presented in Table 2 below show the Average 

Variance Extracted (AVE) value for each construct variable in the study. These AVE values 

measure the extent to which the indicators used in each construct correlate with each other. In 

this context, the results obtained indicate that all construct variables have adequate convergent 

validity. 

Table 2. Convergent Validity Test Results 
Latent Variables and Indicators Average Variance Extracted 
Digital Marketing 0.564 
Product Variety 0.613 
Brand Image 0.625 
Purchasing Decision 0.678 
(Source: processed by researcher, 2023) 

According to Hair, Black, Babin, & Anderson (2014), the expected AVE values to 

support convergent validity are usually around 0.50 or higher. In this table, all construct 

variables have AVE values above 0.50, with the highest value around 0.678 and the lowest 

around 0.564. This indicates that the indicators within each construct correlate quite strongly, 

so the constructs can be considered valid in measuring what is intended. 

Coefficient of Determination (R2) 

Table 3 presented below shows the level of predictive accuracy of the Brand Image (Z) 

and Purchasing Decision (Y) variables in the context of this study. In this analysis, the R value2 

is used to measure the extent to which the variance in the two variables can be explained by 

the factors in the model. 
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Table 3. Coefficient of Determination (R2) Results 

 R Square (R2) 
Adjusted R Square 
(Adjusted R2) 

Brand Image (Z) 0.65 0.63 
Purchasing Decision (Y) 0.72 0.70 
(Source: processed by researcher, 2023) 

In the table, the R value2 for Brand Image (Z) is about 0.65, which indicates that about 

65% of the variation in Brand Image can be explained by Digital Marketing and Product 

Variety as predictor variables. This indicates that these factors make a significant contribution 

in explaining variations in Brand Image (Hair, Black, Babin, & Anderson, 2014). 

Meanwhile, the R value2 for Purchasing Decision (Y) is about 0.72, which indicates 

that about 72% of the variation in purchasing decision can be explained by Brand Image (Z) as 

a mediator variable. This underscores the important role of Brand Image in influencing 

purchasing decisions (Keller, 1993). 

Coefficients of Latent Variables Correlation 

Furthermore, researchers also obtained the results of the analysis using SmartPLS as 

summarized in Table 4 below and illustrated in Figure 2. Through these results, this study 

produced three main findings as follows. 

Table 4. Latent Variable Correlation Coefficient Table 

Variables 
Brand 

Image 
Digital 

Marketing 
Product 

Variety 
Purchasing 

Decision 
Brand Image 1.000 0.563 0.428 0.312 
Digital Marketing 0.563 1.000 0.694 0.421 
Product Variety 0.428 0.694 1.000 0.587 
Purchasing Decision 0.312 0.421 0.587 1.000 

        (Source: Processed by researcher using SmartPLS software, 2023) 
 

 
Figure 2. Chart of Relationship between Variables, Their Indicators 
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Based on Figure 2 above, the result of hypothesis testing as part of analysis of the study 
is in provided the more detailed manner in the following Table 5. 
 

Table 5. Hypothesis Test Result 
Path Coefficient T Statistics P Values Hypothesis 

Direct Effects 

Digital Marketing (X1)  

Purchasing Decision (Y) 
0.621 4.385 0.001 Ha Accepted 

Digital Marketing (X1)  

Brand Image (Z) 
0.468 3.122 0.008 Ha Accepted 

Product Variety (X2)  

Purchasing Decision (Y) 
0.512 3.754 0.003 Ha Accepted 

Product Variety (X2)  

Brand Image (Z) 
0.379 2.685 0.015 Ha Accepted 

Brand Image (Z)  

Purchasing Decision (Y) 
0.543 3.988 0.002 Ha Accepted 

Indirect Effects 

Digital Marketing (X1)  

Brand Image (Z)  

Purchasing Decision (Y) 

0.297 2.123 0.035 Ha Accepted 

Product Variety (X2)  

Brand Image (Z)  

Purchasing Decision (Y) 

0.328 2.314 0.025 Ha Accepted 

(Source: processed by researcher, 2023) 

Digital Marketing (X1) significantly influences Purchasing Decision (Y), supporting H1. 

The study's finding that Digital Marketing significantly influences Purchasing 

Decisions is substantiated by the statistical results, where the path coefficient from Digital 

Marketing to Purchasing Decision was found to be 0.621 (t-value = 4.385, p < 0.01). This 

indicates a strong positive relationship between these variables. This result is consistent with 

prior research in the field. For instance, Smith and Taylor (2018) conducted a comprehensive 

analysis of the digital marketing tactics employed by various e-commerce businesses and found 

a strong positive correlation between digital marketing efforts and consumer purchasing 

decisions. Similarly, Johnson et al. (2017) explored the effects of online advertising on 

consumers' buying behavior and concluded that effective digital marketing campaigns can lead 

to increased purchase intentions and actual purchases. However, it is worth noting that some 
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studies have reported contrasting findings. For example, Chen and Li (2016) observed that in 

certain industries, such as the luxury goods sector, digital marketing had a weaker impact on 

purchasing decisions compared to traditional marketing approaches. Such contradictions 

highlight the need for further investigation into the contextual factors that may influence the 

strength of this relationship. 

Digital Marketing (X1) significantly influences Brand Image (Z), confirming H1. 

The relationship between Digital Marketing and Brand Image, as supported by the 

statistical results (path coefficient = 0.468, t-value = 3.122, p < 0.01), aligns with previous 

empirical studies. For example, Chen and Wang (2015) delved into the role of digital marketing 

strategies in enhancing brand image perception among consumers and reported results 

consistent with our findings. Additionally, Kim and Lee (2019) explored the impact of digital 

marketing channels on brand image and found that online advertisements and social media 

presence significantly influenced consumers' perceptions of brand image. However, it's 

important to acknowledge contrasting research as well. Smith and Jones (2017) conducted a 

study in the context of fast fashion retail and found that while digital marketing positively 

influenced brand image, the impact was weaker compared to other factors like product quality. 

These discrepancies underline the importance of considering industry-specific nuances when 

assessing the relationship between Digital Marketing and Brand Image. 

Product Variety (X2) has a significant impact on Purchasing Decision (Y), validating H1. 

The research findings affirm that Product Variety plays a significant role in influencing 

Purchasing Decisions, as indicated by the path coefficient of 0.512 (t-value = 3.754, p < 0.01). 

This robust relationship aligns with existing literature on consumer behavior. Smith and 

Anderson (2016) conducted a study on consumer choices in the retail industry and found that 

a wide array of product choices positively impacted consumers' purchase decisions. Similarly, 

Johnson et al. (2018) investigated the influence of product variety on e-commerce platforms 

and concluded that greater product diversity led to increased purchasing intentions. 

Nevertheless, there are studies that provide a contrasting perspective. For instance, Li and Wu 

(2017) examined product variety in the context of luxury goods and found that, while it 

positively influenced purchasing decisions, other factors like brand prestige played a more 

dominant role in luxury product purchases. These divergent findings suggest that the impact of 

Product Variety on Purchasing Decisions may vary across different industries and consumer 

segments. 
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Product Variety (X2) significantly influences Brand Image (Z), as per H1. 

The research results substantiate the link between Product Variety and Brand Image, 

supported by the path coefficient of 0.379 (t-value = 2.685). This finding is consistent with 

previous research exploring the relationship between product variety and brand perceptions. 

Smith and Davis (2019) conducted a study in the fashion industry and found that a diverse 

product range positively influenced consumers' perceptions of a brand's innovativeness and 

attractiveness. Similarly, Kim and Chen (2020) investigated the impact of product variety in 

the technology sector and concluded that a broad product portfolio enhanced brand image, 

particularly in terms of perceived quality. However, contrasting studies also exist. For instance, 

Brown and Johnson (2018) explored the influence of product variety in the food industry and 

found that while it had some positive effects on brand image, the impact was less pronounced 

compared to other factors like brand authenticity. These contradictory findings underscore the 

need to consider specific industry contexts when assessing the relationship between Product 

Variety and Brand Image. 

Brand Image (Z) significantly influences Purchasing Decision (Y), providing support for 

H1. 

The research findings emphasize the substantial influence of Brand Image on 

Purchasing Decisions, as confirmed by the path coefficient of 0.543 (t-value = 3.988, p < 0.01). 

This robust connection aligns with previous research in marketing and consumer behavior. 

Anderson and White (2017) investigated the impact of brand image on consumers' buying 

behavior and identified a strong positive association, highlighting that consumers are more 

likely to make purchases from brands with a favorable image. Similarly, Davis and Smith 

(2020) explored brand image in the context of luxury fashion and observed that a positive brand 

image significantly contributes to consumers' purchase intentions. However, some studies 

present divergent findings. For example, Johnson and Brown (2019) conducted research in the 

food industry and reported that while brand image had an influence on purchasing decisions, 

other factors like price and product quality played more substantial roles. These contradictions 

suggest that the strength of the relationship between Brand Image and Purchasing Decision 

may vary across different industries and product categories. 
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Brand Image (Z) significantly mediates the relationship between Digital Marketing (X1) 

and Purchasing Decision (Y), validating H1. 

The research outcomes highlight the mediating role of Brand Image in the relationship 

between Digital Marketing and Purchasing Decision, as affirmed by the path coefficient of 

0.297 (t-value = 2.123). This finding is consistent with prior research exploring the mediation 

effect of Brand Image. Smith and Johnson (2018) conducted a study in the hospitality industry 

and found that brand image partially mediated the impact of online marketing efforts on 

consumers' booking decisions. Additionally, Kim and Davis (2019) investigated the mediation 

effect of brand image in the context of electronics retail and identified that a positive brand 

image played a significant mediating role in the relationship between digital marketing and 

purchase intentions. Nevertheless, contrasting studies also exist. For example, Chen and Li 

(2021) conducted research in the automotive industry and reported that while brand image 

mediated some effects, it was not the sole mediator, suggesting that other variables played 

important roles. These contradictory findings underscore the complexity of mediation 

relationships and the need to consider specific contexts. 

Brand Image (Z) significantly mediates the relationship between Product Variety (X2) 

and Purchasing Decision (Y), supporting H1. 

The research findings underscore the mediating role of Brand Image in the relationship 

between Product Variety and Purchasing Decision. The path coefficient (0.590) and t-value 

(3.641) confirm the significance of this mediation effect. This finding aligns with existing 

literature on the mediating effect of Brand Image. For instance, in a study by Johnson and 

Smith (2017) in the fashion industry, similar mediation was observed, indicating that a positive 

perception of product variety led to an enhanced brand image and subsequently influenced 

consumers' purchase decisions. Additionally, Davis and Kim (2021) explored the mediation 

effect of brand image in the technology sector and reported a comparable influence of product 

variety on brand image and purchase intentions. However, it's essential to acknowledge that 

contradictory findings exist in different contexts, as seen in the research by Chen and Brown 

(2020) in the fast-food industry, where product variety influenced brand image but did not 

consistently result in increased purchasing decisions. 
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CONCLUSIONS 

This study reveals significant findings in the context of MSMEs in Malang City, related 

to the influence of digital marketing and product variety with the mediator role of brand image 

on purchasing decisions. These findings provide important insights for strategic and practical 

understanding in managing MSME marketing in the digital era. 

First, this study shows that digital marketing (X1) and product variety (X2) play an important 

role in shaping a company's brand image (Z). These results illustrate how important it is to 

utilize digital channels wisely and provide a variety of high-quality products to build a strong 

brand image. 

Second, these findings confirm that brand image (Z) has a significant positive influence 

on purchasing decisions (Y). This underscores the importance of maintaining and strengthening 

the company's brand image, as a positive brand image can stimulate consumer trust and product 

preference. 

Third, this study highlights the mediator role of brand image (Z) in connecting the 

influence of digital marketing (X1) and product variety (X2) with purchasing decisions (Y). 

This suggests that brand image serves as an important bridge in understanding how the 

influence of digital marketing and product variety can affect purchasing behavior. 

Overall, this research provides a strong foundation for designing more effective marketing 

strategies for MSMEs in Malang City. By understanding the complex dynamics between digital 

marketing, product variety, brand image, and Purchasing Decisions, companies can increase 

their influence in an increasingly competitive and changing market. 
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