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The need for shelter had been one of the main concerns of human beings.
As the growth of economy increases, residential property developers started to be
established. These developers compete against each other, marketing their product
as intensely as they could to the customers Recently, one of the most popular ways
to persuade potential buyers is by inviting them to an event called customer gathering.
As customers receive the persuasive messages conveyed during customer gatherings,
they will process the message cognitively either through Central Route or Peripheral
Route, as stated by the Elaboration Likelihood Model.

This research aims to find out the cognitive route that customers take to
process the persuasive message they attained during customer gatherings. This
research uses the quantitative approach. Data collection is carried out through
questionnaires distributed to customers attending customer gatherings.

From the research, it was concluded that customers process the persuasive
message they attained during customer gatherings through both of the cognitive
route stated by Elaboration Likelihood Model, which are the Central Route and
Peripheral Route.
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Kebutuhan untuk tempat tinggal telah lama menjadi hal yang penting bagi
manusia. Selaku perkembangan ekonomi, pengembang properti residensi juga ikut
berkembang. Pengembang-pengembang tersebut terus bersaing, memasarkan
produk mereka segencar-gencarnya. Belakangan ini, salah satu cara yang paling
popular untuk meyakinkan pembeli adalah dengan mengundang mereka ke acara
customer gathering. Seraya pelanggan menerima pesan persuasi yang disampaikan
selama customer gathering, mereka akan memproses pesan tersebut secara kognitif,
antara melalui Central Route atau Peripheral Route seperti yang dijelaskan oleh
Elaboration Likelihood Model.

Penelitian ini bertujuan untuk mencari tahu proses kognitif pelanggan saat
menerima pesan persuasi selama customer gathering. Penelitian ini mengunakan
pendekatan kuantitatif, dengan pengumpulan data yang dilakukan melalui pembagian
kuisioner kepada pelanggan yang hadir di customer gathering.

Dari penelitian ini, dapat disimpulkan bahwa pelanggan memproses pesan
persuasi yang mereka terima selama customer gathering melalui kedua jalur kognitif
yang terdapat dalam Elaboration Likelihood Model, yaitu central route dan
peripheral route.
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