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ABSTRAK 

 

Muhammad Anan Alwan, 202110415214, Strategi Komunikasi Pemasaran 

Personal Selling Dalam Menarik Minat Beli Konsumen Pada Toko Sport Station 

di AEON Mall Deltamas Cikarang  

 

Pada penelitian ini penulis meneliti mengenai strategi komunikasi pemasaran 

personal selling dalam menarik minat beli konsumen pada toko Sport Station di 

AEON Mall Deltamas Cikarang. Tujuan pada penelitian ini untuk mengetahui 

bagaimana strategi personal selling di toko sport station AEON Mall Deltamas 

dalam menarik minat beli konsumen. Penelitian ini menggunakan metode kualitatif 

dengan teknik pengumpulan data melalui wawancara, observasi, dan dokumentasi. 

Hasil penelitian menunjukkan bahwa strategi personal selling yang diterapkan 

melibatkan komunikasi yang jelas, padat, serta pendekatan ramah yang disesuaikan 

dengan kebutuhan konsumen. Strategi ini meliputi penyampaian informasi 

mengenai produk terbaru, produk best seller, serta promo yang sedang berlangsung. 

Tantangan yang dihadapi dalam strategi ini meliputi konsumen yang pasif atau 

ragu-ragu dalam mengambil keputusan pembelian. Namun, hambatan tersebut 

dapat diatasi dengan memberikan edukasi produk yang lebih mendalam serta 

memastikan pelayanan yang maksimal. Keberhasilan strategi ini diukur melalui 

pencapaian target harian dan bulanan, serta jumlah penjualan individu yang 

dilakukan oleh sales. Dengan demikian, personal selling di Sport Station AEON 

Mall Deltamas terbukti efektif dalam meningkatkan minat beli konsumen dan 

memperkuat loyalitas pelanggan. Penelitian ini memberikan wawasan tentang 

personal selling dalam menarik minat beli konsumen. 

 

Kata Kunci: Strategi komunikasi pemasaran, personal selling, minat beli 

konsumen 
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ABSTRACT  

 

Muhammad Anan Alwan, 20211041521, Personal Selling Marketing 

Communication Strategy in Attracting Consumer Purchase Interest at the Sport 

Station Store at AEON Mall Deltamas Cikarang  

In this study, the authors examined the personal selling marketing communication 

strategy in attracting consumer purchase interest at the Sport Station store at AEON 

Mall Deltamas Cikarang. The purpose of this study was to determine how the 

personal selling strategy at the AEON Mall Deltamas sport station store in 

attracting consumer buying interest. This research uses qualitative methods with 

data collection techniques through interviews, observation, and documentation. 

The results showed that the personal selling strategy applied involved clear, concise 

communication, as well as a friendly approach tailored to consumer needs. This 

strategy includes delivering information about the latest products, best seller 

products, and ongoing promos. Challenges faced in this strategy include consumers 

who are passive or hesitant in making purchasing decisions. However, these 

obstacles can be overcome by providing more in-depth product education and 

ensuring maximum service. The success of this strategy is measured through the 

achievement of daily and monthly targets, as well as the number of individual sales 

made by sales. Thus, personal selling at Sport Station AEON Mall Deltamas has 

proven effective in increasing consumer buying interest and strengthening customer 

loyalty. This research provides insight into personal selling in attracting consumer 

buying interest. 

Keywords: Marketing communication strategy, personal selling, consumer buying 

interest 
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