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ABSTRACT

This article aims to develop a conceptual research framework to explain the factors influencing customer
decision-making when choosing vintage barbershops. Utilizing documentary research, the study reviews and
synthesizes theories, concepts, and empirical evidence regarding consumer behavior, service marketing, and
the nostalgia economy from 2016 to 2025. The synthesis reveals that consumer decision-making in this context
extends beyond functional benefits to include aesthetic dimensions and identity construction linked to nostalgia.
Consequently, the proposed framework integrates the "Service Marketing Mix (7Ps)"—Product, Price, Place,
Promotion, People, Physical Evidence, and Process—as independent variables influencing the "Five-Stage
Consumer Decision-Making Process". The study specifically highlights the critical roles of Product, Physical
Evidence, and Promotion in conveying vintage semiotics to stimulate need recognition and alternative evaluation.
This framework provides a robust theoretical foundation for developing hypotheses for future empirical research
and offers practical implications for entrepreneurs crafting experience-based marketing strategies in the growing
men's grooming industry.
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(Herawaty & Fachri, 2024; Yusuf et al., 2024; Zamnur & Harjatno, 2024; Adnan et al., 2023; Zakaria et al., 2022;
Kuning et al. 2023; Arifin et al., 2020)

'
A0 a

HaNANH NUANE m’aL@m:v?aaﬁﬂi:nauﬁmmimmmmzﬁdLL'mé”aamwmslm‘wmaamﬁua%‘ﬁaﬂiﬂﬂmm:

q
a

Wud1 JTudUgUNTUNIW (aesthetics) AMUFTAINTLNY ANMWFZDNG LazaNIWaIMaluitu F8nswadeniy
Ranelauszanuaslansuanldusmadedreftoiey smadoana MIANBIAUAIGNAT VITENMATIU UAL
msaanaruiagsauaawlaildl Sherif Barbershop wuin mimuiassainsnisnswasgnadindannuianela
2898NA" Foflawasiunsay 7Ps sunsnannwledn Product (Qmmﬁg}ﬂﬁﬂﬁ{u) People/Process
(U32UNTAIUSNNT) uas Physical Evidence/Promotion (U3581n1auuasn1sfassiindadonu) dnaiiu
aaﬁﬂszﬂa‘uﬁhuﬂi:aumammmﬂﬁs’mﬁ‘uﬁmu@maé’wﬁ%awqaﬂﬁwaognﬁﬂ (Adnan et al., 2023; Seok,
2021)

Fmsy “hudanaalagiune asddsznay 7Ps Seflanuimanluifvesnssdszaunsaiuasdydneal Tu
{16 Product lalldusResSmasany winune “wininadssaumIoiuma” ANEuUSMInanNNuLIsEN e
waziSaaafisnnuada ufia Price s1ananaseianm i lndowsidourianonsidoy Lﬁmﬁuqmﬁu%\a
mwsnwoiuazianansaiani: 1ufia Place vtafidenudanlosiusnulseiamaniniosuaossinaunsn
wsuanuiandunald ludd Promotion mﬂ%mwLL@:@T’JSﬂwﬁmmuuﬁaaaﬂaﬁmuWSnﬂi:@J’uﬂawuj’ﬁﬂ
“vintage anemoia” ﬁammé’ﬁﬂimmmaﬁ@uu?’[&iﬁﬂimmﬁﬂimuﬁuqﬂ‘lfu LazRINAGaNITLIAnANNLRDANAY
wazANINL et avas ue/USINT People, Physical Evidence W8y Process 53m1'flum§aaﬁaa%wﬁnﬂumsﬁw
I “dynziuing” gninenanadiiranndaduazaiud a1utalauauad9Muisudu nostalgia economy uaz
NINRIAAINUNTIIN (Kobozeva & Eremeeva, 2025; Kulczynski & Hook, 2024; Bhutto et al., 2021)

o lunsauunanuit “Tesusndszaun1ensaaauinig (7Ps)’ ﬁ]:gﬂifLﬂ%ﬂ”’;LLﬂiﬁ%%ﬁ'ﬂ tyznaudls
NAAATLHN 3101 TEININNITIAINAUIY NITHILETNNITAANG YAaIn3 NILEWDANHHENNNTYNTN LAY
ATTUAIRMTIALSNNT lumseuiunade “nmtaaaulatfenltusnmshudanualadining’ %w:gﬂmmmmw

Bauloadaun @ﬂuﬁﬁi a0 1

[ {1 1 o A v Y Aa v [ A
ﬂ%%ﬂﬁﬂ\‘lNaﬂizﬂﬂ@laﬂﬂi(ﬂﬂﬂ%slﬂ?.lEl\‘]Qﬂﬂﬂi%ﬂ'\ilﬁﬂﬂiﬁﬂiﬂ'\ii’]%@lﬂN&Iﬁ1@la')%t°ﬂ%
Lﬁagimmimauﬁﬂﬂi:mumiéfﬂ§u1a°uaa;§u’%1nﬂL°1Tﬂﬁ'1_|ahuﬂxammamwmau’%nw 7Ps AU waAay
29613znauvad 7Ps RN30uNINa N R UnUIn I nanus19209n32UIUNNTAARIID AILANITATTHINDIAINN

FaINMIIUTINGANTTNRAINIITUIANT wddededszansluusununsivestetuaasldiRuanuaunuiainan
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adhaiduszuy fraen9au n3An®7 Swales Barbershop WU ANIWLINT FISIUILAINRZAIN UAZINMN
fianfwadunudannuiinalavasgne Iﬂmamzmmua:?aé’wmﬂﬂama:mnﬁﬁﬁbﬁm@gaq@ \eRarson
Hanuisweladudimneidyvesanuiniuazmsldusmtn denaziawitTasusu Product, Price uaz
Physical Evidence Suaursaanisaasulaidonlduaznavunlgusnistiluszozenn (Herawaty & Fachri, 2024;
Arifin et al., 2020 Zamnur & Harjatno, 2024)

Turiuasifiennu swudnendl Sadimo Barbershop A31980UBNTNATEINITHILFSUNIIANA MU vua
WA ILNIWLINT wuinalyslugu s1e wazvhiaiinaBauinadnadisdaanuisnalavasgnd mm:ﬁqmmw
U3ms luaanaagdinodayluuSunasndn Ui Eboss Barbershop Ainui¥iLa ATLNWLINT WAz 4
andwaldsuanatnslnedannuiinala laslueasunsnatuisanuudsdrwvesanuisnalalasnieuas
46.6 UH=N9UM Elcapitano Barbershop Tut29la3a-19 uaaslwifiuin qmmwu’%miﬁ’éwﬁwa@iavﬁmwﬁawa‘ta
LAZANNANGLABATY wazdBniwanisdanrinainuianala sauneuasriainadannuiinala ualafina
Tasa396aauANE 11710 % WRa1RERTWIN Product/Service Quality, Price Waz Place {4
a9ftsznay 7Ps Adihwinddydematsndumadenusznisdadulaldusnis (Yusuf et al., 2024; Zamnur &
Harjatno, 2024; Kuning et al. 2023)

TadueuyasIng nazuIumg LLa:msmmﬂ%’mﬂﬁﬂgwmﬂasmimwiusl,mmma%u WAN®Y Hunky Dory
Barbershop waadl#iAniIn AMNINLINT (sﬁai'suﬁamﬁ WRGANITN u,a:mwL"Blm’mtymaa”ﬁ']m”@ww) Jondwalde
mﬂasmﬁﬁfm%'m”nﬁiaﬂ%mmﬁawaimmzm’mﬁna 1%“11mzﬁmi%'ufmmvl;\idaNa@iammﬁawah NudnBd
Sherif Barbershop Wy qmmgﬂﬁﬂ USTINIMATI% waznsaananuiasianaanwlada1eianinadaninung
walvadnadiy vazidonu nudnmeu servicescape Tuunfiuatfouluinwdld wudy Tedudugunionn
ANMNFZAINELY ANNEZNG wazanwamalnin dudnadonnuionalauazanuaslansuanlgusnnsdn
ma\‘igﬂﬁﬂ Naﬁlwﬁmmf:azﬁauwﬁlwm People, Physical Evidence LLaz Process @iaﬂ’ﬁa%"]{lﬂimUﬂ’]‘miﬁfi{lﬁday;
ﬂgalumsumiﬂinﬁumaLﬁaﬂLm:wnﬁnﬁwﬁ'\imﬂ“ﬁﬁﬂﬁ (Arifin et al., 2020; Adnan et al., 2023; Seok, 2021)
anasthuuSununsivesFerlugiuSunusnisiu g 1w Hiuenmns lssweauna Aawma wazusnssunuims
1Wide 7Ps dulngdudunwidedanu nandfe WAAIEI/LTNIT 3107 YARINT NITVIUMT UAZHANZIUN
munw anuduasddszneufiianinadiuinadnafisdaanuienale waunde LAEANNANATBIZNAT YUt
AMiauazmIsisIumIaaaanafinauandanuldauansuzgasnniy wana Nt M3dnmuwada 7Ps lu
USUNUSMIIUT339 (1% Airbnb) waasliifiuin @ﬂﬁ']ﬁ'nnamﬁaﬁﬁ Service Product LLaz Physical Evidence 410
ﬁq@h’%%aaﬂaﬁ f‘ﬁaﬁuﬂ'uuﬂmm%wﬁrymaaqmmwu%miL%aﬁi:aummiuawﬁ'ﬂgmmom:meh
N3zUAIWNIU L nLa AR WD (Berlianto, 2024; Dewanta et al., 2025; Wang, 2023; Adelia & Aprianingsih,
2023; Patrick et al., 2022)

Lﬁm‘haaﬂ‘mmi@”@ndnmﬂs:qn@i‘ﬁuu‘%m “udanuglasiume’ daafiuduifves nostalgia waznisuslna
Awnadhlulunsaumaliened widuduininauss nostalgia 32y fyzuszasdiaznauiimuliiindseda
v land faenws naw aUnInidauya Lan3LaL304 mmsnm:@jumwj’ﬁﬂimﬂmaﬁmm:mmﬁaamﬂﬁu
mwﬁwaaqmumﬁwuﬁm sanaluTlnasuitisanudaeans anuvindeiie LAZAMNUGUVBIN TUG
Wi whudanualassuine Tasaeu Product (MIBaNLULUINILAzUNNLNALLITauyA) Physical
Evidence (nM3aanuuusu iwasined lsaed w3ssdoaladlusy uaz Promotion (Maldlnui dasnus uas

Geuadauga) Safidnunmgsluminduldandiasznings ‘anudasnsdszaunsaliume” audrawang



(9]

ﬂi:i.lﬁumiﬁum‘ﬁagaLLa:ﬂ‘szLﬁumaLﬁaﬂ (Kobozeva & Eremeeva, 2025; Kulczynski & Hook, 2024; Song et

al., 2024; Bhutto et al., 2021)
Il MzRaNNFINUEznivesdUIzNeY 7Ps NunaanBiinnAnTTnvasgndlunuidefiineatas s

ﬁ?ﬂlu@]’lﬁ\‘]@i alud

@391 1 MIFLATERANUFINUEEnINeIRENoY 7Ps MUNAAWELTIWnAnTINvasgnd

RRTITA

usun

=
N13IANE

a9dlsznay 7Ps Nittw

NAABNIIAAFRIINGANTIN

U
anan
u

Herawaty &
Fachri (2024)

Swales
Barbershop

(Bulaiidy)

Service Quality

(Product/People/Process), Facilities

(Physical Evidence), Pricing (Price)

Facilities W&z Pricing 48n5Wa
BIUINBENIT AN
A o . A o
Wala TIRVOUNRGADNITLEDN LT

U313

Arifin et al.

(2020)

Hunky Dory
Barbershop

Service Quality

(People/Process/Product), Price

Service quality JaNTWALEILIN
dannunInalanazaunng
A ' ' =
PN I sINaAaANNN
wala

Yusuf et al.

(2024)

Sadimo
Barbershop

Jember

Promotion, Price Perception,

Location (Place), Service Quality

Promotion, Price, Location i
ANTWALEILINFBAMUNIND LD
#7% Service Quality ‘laifi

wudATY

Zamnur &

Harjatno (2023)

Elcapitano
Barbershop
739la39-19

Service Quality, Price, Location,

Satisfaction, Loyalty

Service Quality JHagaAUN
walauazanuAndlauasiuas
HAUANNNINEla % Price

WAz Location AHagGanNNR

walaug idamunna

Adnan et al.

(2023)

Sherif
Barbershop

Customer Value (Product), Store

Atmosphere (Physical Evidence),

Social Media Marketing (Promotion)

2
[~

PIRINTIuABNTNa19le

@iammﬁawﬂﬁmaagﬂﬁ'}

Seok (2021)

Barber Shop
(MnAale)

Aesthetics, Convenience,
Cleanliness, Air-conditioning

(Physical Evidence)

Servicescape JWaLTILINGD
ANuNINalanazANNAIla

NRUNIMUSNNT

Lopez-Jauregui

et al. (2019)

ur NI

\an (adu)

Pricing, Services
(Product/People/Process),

Communication (Promotion)

Pricing, Service, Communication

udiumannavasgnen
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Adelia & UaIUT 7Ps asUaInlsznau Product, People, Process,
Aprianingsih Physical Evidence {8niwada
(2023) anuRsnele Tidinadaninm
an@

AnaTaf 1 azdnlddn muidensluSunufiuesfeduazuintu g aﬁfnm&uauuﬁgwm%qLLmﬁﬂﬁ’h
“a3fsznandinlizauninIanauing (7Ps) fkadanszuiumiaadulaianliuinvesgndt diunaln
fayds anufanals mItufmen vieuad uazaunnd lussunvesiudanusladinng unuimvaes
Product, People, Physical Evidence W&z Promotion an3anudneity Lﬁagﬂﬁaﬁuﬁﬁ85@@:LLQZL§QGLﬁ13uLﬂ%ﬁ
N3z nostalgia LazANudaINIIEIeaInHIlanIzIaIgnA Foin nTauLWIAAM I Res WA IuluiaTe
fa 'l ﬁd@%aguuﬁaaﬁ;ﬂh Tastsulszaunmamsaaanimng 7 shudauddnsmnlunsesuiganuuands
lunsdadulafenluimsiudanualadininasaigndn (Kobozeva & Eremeeva, 2025; Kulczynski & Hook,
2024; Bhutto et al., 2021)

unasl: AILATIZHUATNAIUINIDLURIAANITIVY

INNINUMIBLAZFILATIEHLENEN T2 Bl UT I NAT5BT M TN sanTasTlaszddydniunIHaw
NIBULWIAAMTISBLABIAL “ﬁaﬁbﬁlﬁawaﬂs:‘ﬂu@iami@”ﬂ?mlwaaQﬂ@Tﬂuﬂﬁlﬁaﬂl"ﬁu%mﬁm@”ﬂwuavl,@fﬁu
wa” laadraduszuy Yszmsusn lwBonnug uﬂmmi{ﬁuagjuug'lmmmhaaans:mumsﬁﬂﬁulwaaﬁu’ﬂm
wuuauaen naanulnilirenndestuusunusmsvaisuaznsaanadara laguiwinnmssasuladenls
u’%miﬁvl,@ﬁﬁﬁ’@agﬁﬁm “M3te” ‘vrmLﬁwmsﬂi:aummiﬁmauﬂqwmsm:%ﬁfﬂﬁammﬁmmi UREGUYVREGEE
mMydsziduniaiden miaaaulaldusnig waensdsziiunainisltusns (Wardhana et al., 2023; Stankevich,
2017; Luo, 2021; Patil, 2018; Kotler & Keller, 2016)

U5z 37889 UNANMUFILATIERUWIAA “FInlIz8UNI9NIIARIALSNNS (7Ps)” @a1uNToU Booms WAz Bitner LAz
WM INNRN L lUARIIRAIBAALSNT I@m:y‘iw NAAATI 310 TEININNTIATIRUNY NMTFILFINNNTAANA
UARINT MIKUFUDINHUSN NN UAZNITUIUMIIALINT nasssznaunaniiesdnsusnissansals
fwuatszaunsnivasgnaluusdazaaduni (touchpoint) ladataduszuy madszgnd 7Ps AuuTuNNSIUeIT
o luudsuBsUsesnisnuaunits seaulifingn daulsiasy wiaeaitauandneni WAEUINIANFUNALILTN
gimiall 7Ps VL@TLmuﬂzmm (Herawaty & Fachri, 2024; Yusuf et al., 2024; Arifin et al., 2020 Zamnur & Harjatno,
2024; Adnan et al., 2023; Zakaria et al., 2022; Kuning et al. 2023; Seok, 2021; Berlianto, 2024; Wang, 2023;
Adelia & Aprianingsih, 2023; Pomering & Johnson, 2018; Patrick et al., 2022)

Uszn3fieny n3satezinuisuianizusununiiuessedusrnuiing nuanusaansasdidyzsnsaing
@imﬁa\‘]’h anﬂW‘u%mi (Product/People/Process) 1101 (Price) ¥inla (Place) mimmmmzﬁlmmﬁauéﬁu
(Physical Evidence) m3fiagnImInaauaznisasariwiossnuaawlari (Promotion) §1ndaninadannuns
wala AnuAna LLa:/ﬁ%mm@mﬂ“ﬁﬁmwao@nﬁ’ﬁ Wolpsnsulddsuuusiaasnszuaunsaadnla doudiana
Vl@i”ﬁﬂﬂaﬁ'ﬂmmfﬁminﬁuaglumgumsﬂiuﬁummﬁan MIaaaKIAlTUIANT LAZN1TABUERBIRAINTIT LTS

Tagianizluusnisndans e high-contact LWLae experiential gdL“ﬁu%’mﬁﬂNN (Yusuf et al., 2024; Arifin et al.,
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2020; Zamnur & Harjatno, 2024; Adnan et al., 2023; Zakaria et al., 2022; Kuning et al. 2023; Seok, 2021;
Lopez-Jauregui et al., 2019; Herawaty & Fachri, 2024)

‘Llizmi‘ﬁé ﬂ’]iyimmﬁ’nimnﬁuﬁ’m nostalgia, retro LAz vintage consumption Haddlnailunmsdens “u
danuladiune WlniRoslugusgsfedany mnduiuiszaunsafguilnaldaisuazdasassnsnsal
Hiwn1Iuilnadyyzraseda anuiinlnem LLazmiLﬂumuﬂﬁwaa"gu"ﬁumﬁ'@wﬁﬁu Nu3s8dn
2461/3EN0LUYNINNTBBNUDY LT AI8NHIUAZA lTUTUND TANTANIZU “Vintage anemoia” LLazLﬁumﬁuﬁﬁm
auLaansBLazA NN T a U ILUTHS BT nostalgia economy wwualiTInavmadinlenagnsiunauas
L'%"adL&haﬁmiumia%ammLL@m@mLLazmmﬁﬂﬁmadgnﬁ’w Wardoulpsnu 7Ps axufiuinda nostalgia andsag
Tagtanzlu Product, Physical Evidence uas Promotion Uas&IHasansn1sasswinisnnudasms madsadn
MILREN LAZWOANTINWAINTLITUSNNT (Kobozeva & Eremeeva, 2025; Kulczynski & Hook, 2024; Song et al.,
2024; Bhutto et al., 2021; Ahlberg et al., 2021)

MNMIFIATEFAIRUAT UNANNEIEUe “NTauumAamTIse” Amnuald saudsdunanda “Tasusulszay
NINIAANALINT (7Ps)’ Usenausie 1) HRAAIHA 2) 3101 3) TaIN1INIIATIRINY 4) MIFULFEITUMIANG 5)
UARINT 6) NIRUFUBANHUINIINIBAIN UAZ 7) NI2LIUNTHLINT lassundznmdumifnfe udaz
p9fsznauvas 7Ps JanSwarsuanda ‘misadulaidenltusmitudanualasiwne’ Sefioruriunsou
nszuaumsaasule 5 Tuaon (GIndnsaTEwINfsAUFaINsINiINgAnssunasnsltusnis) Tasaiain
anFwadsnanaznaIuaIM Nl adnm AnuNawela MITUFAMAN nostalgia WAENINAINKIINAL
MWIBNIVDITI U

ﬂsm_lLLmﬁ@ﬁmmmﬁﬂﬂlﬁflugmﬁm%’umiaammumu"ﬁﬁ'm%aﬂ%mm V% MINAWILLURDUMNIANITUS
gﬂ@T’]Lﬁmﬁ’uaaﬁﬂi:ﬂau 7Ps LATIZAUNNIAAABLY/NYANTINATITUSNTINUAANUR IASILND UAYINIANT
SiensfifanTaseusuuiguuazRinnaniiasdisznoulaves 7ps Sininaninadensdaguladonls
u’%mm’mﬁq@ wanani ﬂ'ﬂLﬂ@IﬂﬂﬂﬁIﬁ“ﬁaﬁ”ﬂL%{lqmnﬁwLﬂTﬁvliJmmﬂmmﬁﬁ nostalgia, 8aaneal wazUszaunsoh
Fanuninuazansualluudanuslasinnaesnaandsddn S’fﬁa:mma’%mﬁmmauymimmqwﬁLLa :
ﬂi:TﬂﬁﬁL%aﬂﬁﬂ'ﬁﬁm%’ugﬂ”ﬂi:ﬂaumﬁm@”@wuavl,mr%‘mmﬂumiaaﬂLLUUﬂaqwﬁmmmmu’%miﬁ@auauama

waiavaswndnssuguilnalugadagiiu

= =)
naanIsNdszné@
av & ' A a A & A “ o A, ' o A A v A o o ea
UNAMVIU I URIUARIVAITINLIANUT 1509 “UIFUNFINRAONITAARWIARON ITUITAITIUAANNR MBI WLND
) @ o A § I f A o o o v a o
maagnmlmam@aaﬁq’%" LﬁauJumuwwaamsﬁnmmngm WANFATMIIANINWIL AN §UIUIANTIN

MIVANT WWINUADTNTAEIUFHUN
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