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 The behavior of human buying and selling transactions has changed 
from face-to-face transactions to online transactions. Changes in 
transaction behavior also occur in the sale and purchase of drugs. 
People choose to buy online because they think it is cheaper and 
easier. The community does not consider the safety of the drugs 
consumed. By using an analytic survey method involving 77 
respondents, with a backward stepwise conditional logistic linear 
regression test analysis, researchers want to examine what factors 
influence consumers in buying drugs online. The result of this study 
is that the completeness of the drug, the quality of the drug, the price 
of the drug, information about the drug, and the ease of obtaining the 
drug gives a significant value of 0.001 in buying drugs online. There 
needs to be an evaluation to reduce drug abuse, the public must be 
careful about the drugs purchased by paying attention to the drug 
distribution permit, the condition of the drug that is not damaged, 
and the side effects of drug use. This research can be taken into 
consideration by business actors in the pharmaceutical sector in 
increasing drug sales through online by improving these factors. 
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INTRODUCTION  
The Internet is proof of development technology. The real existence of the internet it's been a long 
time coming. The internet is growing stable at each year, so raises comfort for users. In Indonesia, 
the internet entered in 1994 official, moment the internet is utilized in everything field (Asia, 2021). 

Agreement The ASEAN Economic Community (AEC) was carried out by ASEAN member 
countries in 2015, has the objective For increase the development economy, and progressive social 
and development culture in SEAN member countries. (Princess, 2021) Progress technology supports 
the implementation of AEC in Indonesia(Princess, 2021). Form MEA implementation is one of them 
is online sales. Online sales don't know territorial boundaries, sellers, and buyers No meet direct To 
do transactions, the distance between seller and buyer is Possible No One area Can So different 
islands or different countries. 
  Influencing factors _ for the consumer in choosing a place to purchase based on results of 
research conducted _ by Hope (2015) are location, equipment, and costs. Close location, easily 
obtained or accessed easily is the choice, of the consumer. Consumers want their needs he has to 
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want can obtain in one place(Harahap, 2015). With development technology and the mushrooming 
marketplace of course location No be one _ factor in election place purchase. 

Based on the results of research conducted by Lina Aryani (2019), influencing factors 
consumer choose to buy online is _ quality product that doesn't There is a difference between online 
and offline, online prices are cheaper, though There is fare Send However Still there is a free promo 
fare send, security product, service seller( Aryani, 2016). 

Change behavior society that does transaction sell buy goods Online also occurs in 
purchases of medicine. Previously purchase the drug in a manner conventional done in a pharmacy 
or at the drugstore. Condition digitization public Lots Utilize the Internet on purchases medicine. 
Proof that consumers choose purchase drugs online is _ many electronic systems a sales site drug 
online. Based on results Hafsah Fatimah 's research (2021) provides description of 40% behavior 
public more choose drug online (Fatima, 2021). 

 Drug used doctor For treatment , however drug own effect side that can caused seriously 
you can endanger body ( Ministry of Health RI, 2006). Research results show that public consider 
effect aside the moment consuming Common cold medicine is a process of healing. presumption 
respondent like That must addressed in a manner Be careful Because There is trend ignore 
detrimental effect  moment consume medicine and stuff this is very dangerous for condition patient 
(Aqnes Budiarti, Dharmika Wijaya Sakti, 2009). Can interpreted public No understand danger 
consume effect side drug especially drugs consumed. No on instruction doctor. associated with 
purchase drug online, consumers No notice possible danger happened. 

Development technology change civilization public in be one of them in transact medicine. 
Purchase drug Online supported with many electronic systems that facilitate sale drug online. Factor 
What only influences consumers who buy drug online? 

RESEARCH METHOD  
Quantitative research withan analytical survey approach with a crossectional design. The research 
was conducted in Semarang City, with population as many as 235 lecturers so that samples with the 
slovin formula were obtained as many as 77 lecturers. How to collect data by ecsidental sampling 
with a questionnaire instrument in the form of a google form. Google form the author sends in the 
whatsapp group communication forum of the Central Java Research and Community Service 
Institute. The inclusion criteria in sampling are lecturers in the Semarang city area, who have bought 
drugs online.  The data were carried out backward stepwise conditional type logistic linear 
regression test with the help of SPSS.  The significance value that the researchers used was 0.005. T 
table with sample 77 found 1.664. 
 The independent variables in this study are completeness of choice, quality of drugs, price, 
availability of information, ease of obtainment, and habits. The dependent variable is buying drugs 
online. 

RESULTS AND DISCUSSIONS  
Result 

In this study, the variables of drug completeness, drug quality, drug prices, information about drugs, 
and ease of obtaining drugs are factors that support consumers in buying drugs online. The results 
of the backward stepwise conditional analysis are shown in the table below. 

 
Table 1. Backward stepwise conditional analysis results 

Variable T Value Significant 

Completeness  20,518 0,001 

Quality 20,313 0,001 
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Price 10,321 0,001 

Information 33,054 0,001 

Ease 8,258 0,001 

 
There were 77respondents in this study, found df of 76 and table t value of 1.665. After a 

backward test of drug completeness, the test results gave a significant value of 0.001 and t value of 
20.518 or exceeding the table t value, which can be interpreted as product completeness is a factor 
that supports consumers in buying drugs online. 

Theresults of u ji backward on product quality give a significant of 0.001 and a t value of 
20.313 or exceed the t value of the table, so it can be interpreted that drug quality is a factor that 
supports consumers in buying drugs online. Consumers assume that drugs sold online are of the 
same quality. 

Theresults of u ji backward on drug prices give a significant value of 0.001 and a t value of 
10.321 or more from the table t value, meaning that price is a factor that supports consumers in 
buying online. The price of drugs sold online varies from one drug store to another so that consumers 
can choose the cheapest price. 

The results of uji backward on drug information provided on online sales sites provide a 
significant value of 0.001 and a t value of 33.054 or exceed the t value of the table so that it can be 
interpreted drug information listed on the website even though it is incomplete still makes consumer 
choices in buying drugs online. 
 
Discussion 
Factor Completeness Drug 

      The completeness of medicinal products has a significant influence in buying drugs by 
consumers. A variety of products to choose from, the presence of substitute products When the 
desired drug is not available, consumers can open their own storefronts without having to use the 
seller's permission as at the time of offline purchase. 
      Completeness product is product offered by the seller For noticed , owned , used , or 
consumed so that can fulfil desire or need consumer(Kotler, Armstrong, 2004). Product said 
complete when all type products produced by manufacturers available For offered to future 
consumers can  owned , used or consumed by consumers produced by producers(Kotler, Amstrong, 
2008) . 
      Indicator completeness product according to Pujiastuti (2009) and Hafidzi(2013) are cited 
by Nurmin covers Completeness variation form goods offered;  Completeness variation size goods 
offered ; Products offered  is need daily ; Products offered  quality ; Availability products sold ;Type 
available brands ( Nurmin & Eramaya, 2018). 
      Drug store, online pharmacy in promote product drugs being sold with install into the 
online shop window. Marketing product drug free easy advertised by party manufacturers , 
however For drug hard No permitted For advertise except in print health science or print media 
scientific pharmaceutical (BPOM RI, 2021). Good marketing, continuous promotion with new 
applications by showing a competitive advantage, giving an advantage(Rejeb et al., 2022). Marketing 
communication strategies through digital marketing can build and influence brand awareness in 
consumers or potential consumers so that they are familiar with the existence of the brand(Pambudi, 
bambang setiyo, 2019). 
      It is easier for consumers to choose the desired drug by looking at the drug along with 
information about the drug. However, the sale of the drug through online has a weakness that is 
detrimental to consumers in the delivery of consumers cannot see directly the drugs installed on 
Showcase (only pictures), it could be that the new seller finds a new. 
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Factor Quality Drug 

      Consumer will investigate quality product to be he buy with see quality goods. Quality is 
ability product For carry out function including inside it is durability product , reliability product , 
speed of service(Kotler, Armstrong, 2008). Factor supporter’s buyer in taking decision purchase one 
of them is quality product. Competition in sales as well as for increase request consumer company 
must try to produce quality product. One thing to want customer gets goods quality at the price 
lowest(Brata, 2017). Quality product is reject measuring from something product  For can said 
product the Good or no, in other words, quality product is ability from the product the For 
demonstrate function(Cardia et al., 2019). 

       Drugs own different reactions for each man, varies reaction Because of the characteristics 
man for example age, type gender, nutritional status, and others(Cristiano Antonino, 2022). Buying 
public drugs online without a recipe doctor Can be effective or have no effect because the reaction 
chemistry of drugs or drugs consumed has no appropriate target. The community looks for quality 
purchased drugs online with see buyers’ comments previously to the medicine purchased.  
 
Price Factor 
      Research conducted by Asma (2018) states that price  something product can raises loyalty 
customer(Asma et al., 2018). Supported by research conducted by Cardia, et al (2019) that the more 
Good price something product will add loyalty buyers , however no price Good lower loyalty 
buyer(Cardia et al., 2019). Indicator perception price there is task that is  
a. Power Price Competitiveness 

High Low price noticed consumer with compare price with price competitors. 
b. Suitability Price with Price Benefits 

High low price noticed by consumers from benefits from purchased product. Product give 
benefit bigger or the same with the amount paid, the consumer consider balanced between 
prices and benefits product. However, When the amount is already paid no in accordance with 
received benefits consumer, then considered expensive price. 

c. Price Appropriate  
Price is used as an indicator of product quality. If a high price is considered good product 
quality, vice versa, good product quality is followed by a high price(Muharam & Soliha, 2017). 
Another study conducted by Rachel Gohar et al, resulted in that income has a detrimental 
impact on consumer spending but does not occur in Indonesia and China. However, in the short 
term, prices have an asymmetrical effect on consumer spending in Indonesia, Russia, and 
Turkey(Gohar et al., 2022). 
Research conducted by Hernikasari at.al (2022) supports this Cardina, that price give significant 
influence in decide purchase (Hernikasari et al., 2022). On purchase drug through online, buyers 
can easy access through internet network, compare price drugs in drug stores / pharmacies that 
are one to another. 
 

Factor Information 
      Results of research conducted Desy W and Endang P (2018) that There is significant 
influence between quality information to decision buy online( Desy Wahyuni, 2018) .Different with 
results his research Subagyo that information No influence to decision purchase( Subagyo, Tukidi 
, 2019).  Influencing factors quality E-Commerce information (quality of information) is relevance, 
accuracy and precision time. Information submitted relevant (exists suitability) for user, the 
information presented No misleading ( accurate ), and accuracy time. ( Romla & Ratnawati, 2018) 
Quality information about product or the services provided by a website will be influence interest 
buyer via online. 
      Today E-Comers provides solutions to meet customer needs for complete 
availability(Ongowarsito et al., 2011). Drug is material chemistry that can caused exists reaction in 
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body, society will utilize information about product medicine to be bought. Medication installed 
on showcase. However, no accompanied with information make buyer No Certain to drug them. 
 

Factor convenience 
      Transaction online purchase, consumer only A little activity, no must do procedures at the 
time buy offline. convenience procedure simple ordering procedure various payments accordingly 
desire buyers, and the ease of the delivery process fast and precise product  strengthen patient for 
buy online. 
      Convenience use application used for transact give influence positive  to   interest   use 
Return (Gama Putra Brahmanta & Nuruni Ika Kusuma Wardhani, 2021).  Also supported by his 
research Ivan Sidarta (2014) that convenience give influence significant to decision purchase online  
(Sidharta & Sidh, 2014). 
      Purchase Can done independently by consumers or on recipe doctor. Medication included 
class free and free limited can bought in a manner free by consumers. Whereas class drug hard, 
narcotic bought with recipe doctor. Sale drug online yet arranged terms, give opportunity for seller 
serve purchase the right medicine with recipe doctor, yes given without recipe doctor. For buyers 
also with easy buy desired drug No use recipe, buy based on history medicine ever consumed or 
buy drug based on information utility medicine. Easy meaning in buy drug online can see from two 
side that is easy procedure without _ through procedure and simplicity get drug without must 
activity many. 
 

CONCLUSION  
Technology has changed consumer habits in drug transactions. The completeness of drugs installed 
in online storefronts, the quality of drugs that are considered the same between online and online 
purchases, price competition between online and offline, information listed on a complete website, 
and the ease of obtaining drugs are factors that influence buyers in choosing drugs online. People 
do not pay much attention to the safety and dangers of drugs purchased online. There needs to be 
an evaluation from the government regarding online drug sales to reduce drug abuse. People who 
purchase drugs online need to be careful of drugs purchased by paying attention to drug distribution 
permits, undamaged drug conditions, and side effects of drug use. For the next research it is 
necessary to compare the profit and the amount of drug sales through online in pharmacies. 
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