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ABSTRAK 

 

 
Ronni Kristian Boy. 201410325228. Skiripsi dengan judul : 

PengaruhSalesmanship dan Sales PromotionTerhadap Volume PenjualanProduk 

Softener Royale (StudiKasus Pada Customer PT. Bekasi Distribusindo Raya Area 

Kota Bekasi). 

 Penelitian ini dilakukan pada Customer PT. BDR. Penelitian ini bertujuan 

untuk mengetahui pengaruh salesmanship dan sales promotionterhadap volume 

penjualanproduk softener royale. Populasidalampenelitaniniyaitusebanyak 9649 

customer dan jumlah sampel yang ditetapkan sebanyak 100 responden dengan 

menggunakanpurposive sampling. Metode analisis yang digunakan meliputi uji 

kualitas data, uji asumsi klasik, regresi linier berganda, uji t, dan uji f. Berdasarkan 

uji instrumen, indikator-indikator bersifat valid dan reliabel. Pada uji asumsi 

klasikdata berdistribusi secara normal, data memilikihubungan yang linier, 

tidakterjadiautokorelasi, tidak ada gejala multikolonieritassertatidak terjadi 

heterokedastisitas. Koefisien determinasi menunjukkan angka sebesar 0,428 yang 

artinya salesmanship dan sales promotionmampumenjelaskanvariasi volume 

penjualan sebesar 42,8%.Berdasarkanhasil uji t dan uji f dapatdisimpulkanbahwa 

salesmanship dan sales promotionberpengaruh positif dan signifikan terhadap 

volume penjualanproduk softener royale baik secara parsial maupun secara simultan. 

 

Kata kunci: Salesmanship, Sales Promotion, Volume Penjualan 
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ABSTRACT 

 

 

 Ronni Kristian Boy. 201410325228. Skiripsi with title: Influence 

Salesmanship and Sales Promotion Of Sales Volume Softener Royale Product (Case 

Study In Customer PT Bekasi Distribusindo Raya Area Bekasi City). 

 This research was conducted at Customer PT. BDR. This study aims to 

determine the influence of salesmanship and sales promotion of sales volume of 

softener royale products. The population in this research is as much as 9649 

customers and the number of samples set as many as 100 respondents by using 

purposive sampling. Analytical methods used include data quality test, classical 

assumption test, multiple linear regression, t test, and f test. Based on instrument test, 

the indicators are valid and reliable. In the classical assumption test the data is 

normally distributed, the data has a linear relationship, no autocorrelation occurs, 

no symptoms of multicolonierity and no heterokedastisitas. Coefficient of 

determination shows the number of 0.428 which means salesmanship and sales 

promotion able to explain the variation of sales volume of 42.8%. Based on the result 

of t test and f test it can be concluded that salesmanship and sales promotion have 

positive and significant effect to sales volume of softener royale product either 

partially or simultaneously. 

  

 Keywords: Salesmanship, Sales Promotion, Sales Volume 
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