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ABSTRAK 

 

ARISKA ANDRIYANI NOGO KUMANIRENG. 201610415186. 

PERAN SALES PROMOTION GIRL (SPG EVENT) DALAM 

MENINGKATKAN KINERJA PENJUALAN PADA PRODUK ROYALE BY 

SOKLIN DI AEON CAKUNG (STUDI DESKRIPTIF PADA SPG EVENT PT. 

SAYAP MAS UTAMA AGENCY PLATE ORGANIZER) 

 

Tujuan penelitian ini adalah untuk mengetahui peran Sales Promotion Girl 

(SPG Event) dalam meningkatkan kinerja penjualan pada produk Royale by Soklin 

di AEON Cakung. Jenis penelitian ini adalah penelitian kualitatif dengan metode 

deskriptif. Informan penelitian ini adalah dua orang Sales Promotion Girl, satu 

orang Leader Sales Promotion Girl, satu orang manajemen Agency Plate 

Organizer, dan satu orang Asisten Sales Manager produk Royale by Soklin. 

Teknik pengumpulan data penelitian melalui wawancara, observasi, dan 

dokumentasi. Pengecekan keabsahan data dalam penelitian ini menggunakan 

teknik triangulasi. Teknik triangulasi yang digunakan dalam penelitian ini adalah 

teknik triangulasi sumber dan metode. Hasil penelitian diperoleh data bahwa 

Wings Group selaku produsen produk Royal by Soklin menyelenggarakan event 

setiap Jumat, Sabtu, Minggu atau lebih dikenal dengan event JSM. Melalui event 

JSM yang diselenggarakan setiap Jumat, Sabtu, Minggu dapat meningkatkan 

kinerja penjualan produk Royale by Soklin. Wings Group bekerjasama dengan 

Agency Plate Organizer sebagai perusahaan penyedia jasa SPG. Peran sales 

promotion girl event dalam meningkatkan kinerja penjualan pada produk Royale 

by Soklin di AEON Cakung dilakukan melalui enam aspek/dimensi personal 

selling, yaitu: (1) prospecting and qualifying, (2) preapproach, (3) presentation 

and demonstration, (4) handling objections, (5) closing, dan (6) follow up. Dari 

dimensi personnal seling yang paling berperan dalam menentukan keputusan 

pembelian dari konsumen adalah dimensi presentation and demonstration. 

Tahapan presentation and demonstration merupakan tahapan sales promotion girl 

dalam memberikan penjelasan mengenai product knowledge Royale by Soklin. 

Melalui penjelasan yang diberikan oleh sales promotion girl menjadikan 

konsumen mengetahui dan lebih mengenal produk Royale by Soklin dan akan 

tertarik untuk membeli produk tersebut.  

 

Kata kunci: Sales Promotion Girl, Kinerja Penjualan, Royale by Soklin 
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ABSTRACT 

 

ARISKA ANDRIYANI NOGO KUMANIRENG. 201610415186. ROLE 

OF SALES PROMOTION GIRL (SPG EVENT) IN INCREASING SALES 

PERFORMANCE ON ROYALE BY SOKLIN PRODUCTS IN AEON CAKUNG 

(DESCRIPTIVE STUDY OF SPG EVENT PT. SAYAP MAS UTAMA AGENCY 

PLATE ORGANIZER) 

 

The purpose of this study was to determine the role of Sales Promotion 

Girl (SPG Event) in increasing sales performance for Royale by Soklin products 

at AEON Cakung. This type of research is a qualitative research with descriptive 

method. The informants of this study were two Sales Promotion Girls, one Sales 

Promotion Girl Leader, one Agency Plate Organizer management, and one 

Assistant Sales Manager for Royale by Soklin products. Research data collection 

techniques through interviews, observation, and documentation. Checking the 

validity of the data in this study used a triangulation technique. The triangulation 

technique used in this study is the source and method triangulation technique. The 

results of the study obtained data that the Wings Group as the manufacturer of 

Royal by Soklin products organizes events every Friday, Saturday, Sunday or 

better known as the JSM event. Through the JSM event which is held every 

Friday, Saturday, Sunday, it can improve the sales performance of Royale By 

Soklin products. Wings Group cooperates with Agency Plate Organizer as a 

provider of SPG services. The role of sales promotion girl events in improving 

sales performance on Royale by Soklin products at AEON Cakung is carried out 

through six aspects/dimensions of personal selling, namely: (1) prospecting and 

qualifying, (2) preapproach, (3) presentation and demonstration, (4) handling 

objections, (5) closing, and (6) follow up. From the personal alternating 

dimension, the ones that play the most role in determining consumer purchasing 

decisions are the presentation and demonstration dimensions. The presentation 

and demonstration stage is the sales promotion girl stage in providing an 

explanation of product knowledge Royale by Soklin. Through the explanation 

given by the sales promotion girl, consumers know and are more familiar with 

Royale by Soklin products and will be interested in buying these products. 

 

Keywords: Sales Promotion Girl, Sales Performance, Royale by Soklin 
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