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ABSTRACT

The purpose of writing this final reported are the influenced determine of the cost
of the promotion against on sales value and analyze the influenced of promotions
at PT NUSA SARANA CITRA BAKTI LAHAT againts the increase car sales
promotion cost. Method used are quantitative method and techniques of data
collection by interview and library research. To analyzed the data, the author use
the correlation coefficient formula, coefficient determination. Influential
promotional cost for 4% of the volume of sales and promotion mix of the most
influential is the exhibition of 0,9%. The conclusions made this final report is the
marketing cost incurred are less effective in increasing sales value. The companie
should further increase the promotion and the cost of promotion to get the sales
volume increasing.

Keyword:  Promotion cost, Sales Volume, Influenced
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