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ABSTRAK 

Galieh Dwi Prabowo 201610415015 Komunikasi Persuasif Medical 

Representative Terhadap Dokter Dalam Pemasaran Obat. 
Saat ini pertumbuhan bisnis di bidang farmasi terus meningkat, untuk memenuhi 

kebutuhan akan obat-obatan yang di butuhkan oleh pelanggan. Medical representative 

atau sering juga disebut dengan Medrep adalah suatu jenis pekerjaan dibidang farmasi 

yang bertugas untuk mempresentasikan produk-produk berupa obat yang ditawarkan 

kepada dokter atau target produk, agar tertarik untuk menggunakannya. PT Sanbe 

Farma memiliki beberapa karyawan medical representative tugasnya ialah mencari 

konsumen. Medical representative fokus mencapai atensi, hati serta pikiran pelanggan 

hingga ingin beli produk Permasalahan yang ditemui seorang medical representative 

yaitu mejalani  komunikasi persuasif. dengan dokter. Informasi yang disampaikan dari 

hari ke hari hampir sama. 
Penelitian ini menggunakan Konsep AIDAmenurut Kotler dan Keller (2016), 

menggunakan metode kualitatif, observasi, wawancara dan dokumentasi. Hasil 

penelitian 1. Attentions : Komunikasi Persuasif Medical Representative Sanbe Farma, 

cukup memberikan perhatian, karena konsumen cukup sering dikunjungungi oleh 

Medical Representative komunikasi yang baik adalah kunci dari seorang Medical 

Representative untuk menarik minat membeli dari klien. Tampilan seorang Medical 

Representative Sanbe Farma cukup menarik perhatian dan berpenampilan rapih. 2. 

Interest: Komunikasi Persuasif Medical Representative Sanbe Farma memberikan 

informasi produk yang jelas membawa brosur beserta list produk, memberikan promo 

produk obat, menarik berupa diskon untuk keuntungan. Komunikasi PersuasifMedical 

Representative Sanbe Farma dalam mendorong konsumen untuk membeli produk yang 

ditawarkannya dan tidak membeli produk pesaing. Faktor yang menjadi keputusan 

pembelian yang dipertimbangkan.. 3.Desire: Komunikasi Persuasif promosi Medical 

Representative Sanbe Farma secara jelas dan persuasif menjelaskan manfaat produk 

serta nilai tambah yang diberikan. Medical Representative Sanbe Farma lebih banyak 

menunjukkan keunggulan dari brand dan produknya. Memberikan bukti ilmiah yang 

mendukung klaim produk, seperti hasil penelitian klinis, studi kasus, atau testimonial 

dari pasien atau profesional medis yang telah menggunakan produk Komunikasi 

Medical Representative Sanbe Farma memberikan informasi produk atau layanan 

perusahaan mengandalkan inovasi atau teknologi terbaru, Komunikasi Medical 

Representative Sanbe Farma mendengarkan dengan penuh perhatian dan empati. 

menghormati kerahasiaan informasi pribadi konsumen. 4.Action Komunikasi Persuasif 

Medical Representative Sanbe Farma memberikan penjelasan yang komprehensif 

tentang produk atau layanan yang ditawarkan. Menggambarkan manfaat produk secara 

rinci, menjelaskan cara kerjanya, dan mengilustrasikan bagaimana produk dapat 

memenuhi kebutuhan atau memecahkan masalah yang dihadapi oleh konsumen. 

Menangapi keluhan, merespons dengan cepat keluhan, konsumen merasa  

 

(Kata Kunci : Komunikasi Persuasif, Medical Representative) 
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ABSTRACT 

Galieh Dwi Prabowo 201610415015 Medical Representative Persuasive 

Communication Against Doctors in Drug Marketing.Currently, business growth in the 

pharmaceutical sector continues to increase, to meet the need for medicines needed by 

customers. Medical representative or often also called Medrep is a type of work in the 

pharmaceutical field whose job is to present products in the form of drugs offered to 

doctors or product targets, so they are interested in using them. PT Sanbe Farma has 

several medical representative employees whose job is to find consumers. Medical 

representatives focus on getting the customer's attention, heart and mind so that they 

want to buy products. The problem that a medical representative encounters is through 

persuasive communication. with a doctor. The information conveyed from day to day 

is almost the same.This study uses the concept of Attention, Interest, Desire, Action 

(AIDA) according to Kotler and Keller (2016), using qualitative methods, observation, 

interviews and documentation.Research results 1. Attentions: Persuasive 

Communication Sanbe Farma Medical Representative, pay enough attention, because 

consumers are visited quite often by Medical Representatives. Good communication is 

the key for a Medical Representative to attract interest in buying from clients. The 

appearance of a Sanbe Farma Medical Representative is quite attractive and neat in 

appearance. 2. Interest: Sanbe Farma Medical Representative Persuasive 

Communication provides clear product information, brings brochures along with 

product lists, provides promos for medicinal products, attractive in the form of 

discounts for profits. Sanbe Farma Medical Representative Persuasive 

Communication in encouraging consumers to buy the products it offers and not buy 

competitors' products. Factors that are considered as purchasing decisions. 3. Desire: 

Persuasive Communication Promotion of the Sanbe Farma Medical Representative 

clearly and persuasively explains the benefits of the product and the added value 

provided. Medical Representatives of Sanbe Farma show more of the advantages of 

their brands and products. Provide scientific evidence that supports product claims, 

such as clinical research results, case studies, or testimonials from patients or medical 

professionals who have used Sanbe Farma Medical Representative Communication 

products providing information on company products or services relying on the latest 

innovations or technology, Sanbe Farma Medical Representative Communications 

listen with care and empathy. respect the confidentiality of consumer personal 

information. 4. Persuasive Communication Action Sanbe Farma Medical 

Representative provides a comprehensive explanation of the products or services 

offered. Describe the benefits of the product in detail, explain how it works, and 

illustrate how the product can meet a need or solve a problem faced by consumers. 

Respond to complaints, respond quickly to complaints, consumers feel 

(Keywords: Persuasive Communication, Medical Representative) 
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