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ABSTRACT

Companies need salespersons to introduce and sell their products to customers.
Salespersons have an important role and influence to reach the target of selling
expected by the company. To reach the target of selling depends on how
salespersons perform the process of sales and effective communication for
customers. The title of the final report this is efforts of increased the target the
sale of fire and security through salespersons on CV Agape Pratama. There are
problems is the first, how the relation between salesperson with sales goals.
Second, efforts of company to reach the targets of the sales. The aim of this
research is to find out the relationship between salespersons with the target of
selling and efforts done by the sales of companies in reaching the target. A
method of in this report used descriptive quantitative and compared the theory
with problem that which occurs in the company. This research result indicates the
relatedness of sales personnel and sell targets was 93 %, that means 93 % of the
number of salespersons influence sales and an effort to reach the target of selling
targets were to perform the process of effective sells and improve the capabilities
salespersons. The conclusion is a company must add number of salespersons to
reach the target predetermined sales can be achieve and improve the capabilities
salespersons.

Keywords: Targets Selling, Salespersons



DAFTAR ISI

Halaman
HALAMAN JUDUL ....cooiiiiiic et i
HALAMAN PENGESAHAN ......ooiiiie e ii
SURAT PERNYATAAN ..ottt sne e nnee iii
LEMBAR PENGESAHAN PENGUJI.......coooiiiiieeeeeee e iv
MOTTO DAN PERSEMBAHAN ......cooiiiiiiiiie e %
KATA PENGANTAR ..ottt ae e nne e vi
UCAPAN TERIMA KASIH ..ot viii
ABSTRAK . e X
DAFTAR IST ..o e Xi
DAFTAR GAMBAR. ..ottt Xiii
DAFTAR TABEL ...t Xiv
DAFTAR LAMPIRAN ..ottt XV
BAB1 PENDAHULUAN

1.1 Latar Belakang Pemilihan Tempat Magang......................... 1
1.2 Perumusan Masalah ............ccccoeiiiiiiiiiiiiie e 4
1.3 Ruang Lingkup Pembahasan..............ccccoeveiiiiiiniiiinieiceee 4
1.4 Tujuan dan Manfaat Penelitian.............ccccoooveieniiiiiieineenn. 5
1.2.1 Tujuan Penelitian ...........cccceeveiiieriiiiiiee e 5
1.2.3 Manfaat Penelitian ............cccoeeoiiriiiiiieniiiie e, 5
1.5 Metode Penelitian ..........ccceeeeiieeiiiiiiineiiee e 6
1.5.1 Ruang Lingkup Penelitian ..............ccccceernivirieinnnenn. 6
1.5.2  Jenis dan Sumber Data ............ccceveeiiiieniiiireeieene 6
1.5.3 Teknik Pengumpulan Data .............ccccceniiinininnennn. 6
1.5.4 Analisa Data.........cccoooueriiiiiiiiieiieeie e 7

BAB Il TINJAUAN PUSTAKA
2.1 Definisi Pemasaran ...........cccoceeveeeeiiiriiieiniie e 10
2.2 Definisi Penjualan..........cccccoeeeieeiiiieieieiiie e 10
2.3 Tujuan Penjualan ...........ccccooeeeiiiiiiiinieeciee e 11
2.4 Tahap-tahap dalam Proses Penjualan .............cccceeviiennneennn. 12
2.5 Pengeritan Bauran Promosi (Promotional Mix).................... 14

2.6 Tenaga Penjualan (Personal Selling)..........cccccceovveeevieennnne. 15



BAB I

BAB IV

2.6.1 Definisi Tenaga Penjual ..........cccoeeevvvviiriciiie e,

2.6.2 Tujuan Tenaga Penjual............ccoeeevvniiericiiiieciieen,
2.6.3 Fungsi-fungsi Tenaga Penjual ..........ccccovveeviiinnnennn
2.6.4 Jenis-jenis Tenaga Penjual.............cccovveeveviiiecnnnennn.
2.6.5 Cara Penentuan Jumlah Tenaga Penjual....................
2.7 Target Penjualan...........ccccoeeeeiiieiiiiieie e
2.7.1 Pengertian Target Penjualan .............cccccceeeerennennnne.
2.7.2  Tujuan Target Penjualan...........c.cccccoeevivniininnnnnnee.
KEADAAN UMUM PERUSAHAAN
3.1 Sejarah Singkat Perusahaan ............ccccccovveiiiiieniiiiee e
3.2 Visi dan Misi Perusahaan............cccccoveeiiiiiiiiiiniiee e,
3.2.1 Visi Perusahaan...........ccccccooiiiiiniiiiniieee
3.2.2 Misi Perusahaan ...........cccccoeiiiiiniiiiie e
3.3 Arti Lambang Perusahaan.............ccccoeooiiiiiiiiiniiiee e
3.4 Nilai-nilai Perusahaan...........ccccccovviviiiieniieinie e,
3.5 Struktur Organisasi ........eeeeeeveeeersiieiereirieeeeiieeessireeeenneeenns
3.6  Aktifitas Personal Sellign ...........cccooeivviiiiiiieii e
3.7 Jumlah Tenaga Penjual .............coovvveieciiieiiiieee e
HASIL DAN PEMBAHASAN

4.1 Hubungan Jumlah Tenaga Penjualan terhadap Pencapaian

Target Penjualan...........ccccccvviiieiiieeiniie e
4.2  Usaha-usaha untuk mencapai target penjualan fire and
Security Melalui Tenaga Penjual.............ccceevveviveeciennreennnne.
BAB IV PENUTUP
5.1 KeSIMPulan.......ccoeeeioiiiieieiiie et
5.2 SATAN ..eiiiiiiiiiiee e e e
DAFTAR PUSTAKA ..

LAMPIRAN L.



DAFTAR GAMBAR

Halaman
GAMBAR 3.1 Logo CV Agape Pratama............cccccuveeiviiiiieeiiiie e 22
GAMBAR 3.2  Struktur Organisasi CV Agape Pratama...........c...cccceeeeeee. 24



TABEL 1.1

TABEL 3.1

TABEL 3.2

TABEL 3.3

TABEL 4.1

TABEL 4.2
TABEL 4.3

TABEL 4.4
TABEL 4.5

TABEL 4.6

DAFTAR TABEL

Halaman
Tenaga Penjual dan Target serta Realisasi Penjualan
Fire and Security pada CV Agape Pratama........................ 3
Produk Fire and SECUrity...........cooeeevviiiiiieiee e 26
Jumlah Tenaga Penjual pada CV Agape Pratama............... 31
Perputaran Tenaga Penjual pada CV Agape Pratama
Tahun 2009-2013 .....ooiiiiiiiiiiicie e 32
Persentase Ketercapaian Target Penjualan Fire and Security
Pada CV Agape Pratama............ccoveeiviviiieicii e, 34
Target dan Realisasi Penjualan per Tenaga Penjual............ 34

Hubungan Tenaga Penjual dengan Realisasi Penjualan pada

CV Agape Pratam Tahun 2009-2013 .........ccooeevvieenneennnen. 36
Produktivitas Tenaga Penjual pada CV Agape Pratama...... 38
Perputaran Tenaga Penjual pada CV Agape Pratama

Tahun 2009-2013 ....ooiiiiiiie e 39
Perhitungan Ramalan Realisasi Penjualan pada

CV Agape Pratama........c.cccceeevvcinieieie e 41



LAMPIRAN

[u—

Permohonan Surat Pengantar

Surat [zin pengambilan data

Surat balasan izin pengambilan data

Surat kesepakatan bimbingan laporan akhir
Kartu kunjungan ke perusahaan

Lembar rekomendasi ujian laporan akhir
Lembar konsultasi laporan akhir

Lembar persetujuan revisi

o ® Ny vk wN

Data rekapitulasi penjualan fire and security

10. Tabel rekapitulasi wawancara



