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ANALISIS PROSES PERSONAL SELLING DALAM RANGKA REFRESHMENT
PADA LEMBAGA SERTIFIKASI PROFESI PERBANKAN DI JAKARTA

Muhammad Furgon Nicolas Minov

ABSTRAK

Penulisan tugas akhir ini bertujuan untuk mengetahui proses dan peranan personal
selling refreshment yang dilakukan oleh salah satu lembaga yang berjalan dibidang
sertifikasi profesi perbankan dan efektif atau tidaknya peranan dan proses personal
selling. Metode dalam penelitian ini adalah penelitian kualitatif yang melibatkan 3
responden. Sumber data yang dianalisis adalah sumber data primer (data yang
diperoleh langsung dari Lembaga Sertifiksi Profesi Perbankan) dan sumber data
sekunder (data yang diperoleh melalui wawancara yang dilakukan dengan
karyawan Lembaga Sertifikasi Profesi Perbankan). Hasil wawancara kemudian
dijabarkan untuk mengetahui perihal lainnya. Penelitian ini menggambarkan
bagaimana peranan dan proses kerja personal selling Lembaga Sertifikasi
Perbankan yang mengikuti teori personal selling yang ada dengan Standar
Operational Procedure (SOP) personal selling refreshment yang dimaksudkan agar
dapat berjalan sesuai dengan ketentuan lembaga serta mendapatkan nasabah
melampaui target yang diberikan lembaga dan tentunya memberikan keuntungan
bagi lembaga dengan mengatasi hambatan-hambatan yang dihadapi Lembaga

Sertifikasi Profesi Perbankan.

Kata kunci: Personal selling, Refreshment, SOP (Standar Operational Procedure)
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ANALISYS PROCESS OF PERSONAL SELLING IN ORDER TO REFRESHMENT
IN THE BANKING PROFESSIONAL CERTIFICATION INSTITUTION IN
JAKARTA

Muhammad Furgon Nicolas Minov

ABSTRACT

The writing of this final project aims to determine the process and role of personal
selling refreshment carried out by one of the institutions that runs in the field of
banking professional certification and whether or not the role and process of
personal selling is effective. The method in this study is qualitative research
involving 3 respondents. The data sources analyzed were primary data sources
(data obtained directly from the Banking Professional Certification Institute) and
secondary data sources (data obtained through interviews conducted with
employees of the Banking Professional Certification Institute). The results of the
interview were then explained to find out about other matters. This study illustrates
how the role and work process of personal selling of Banking Certification
Institutions that follow the personal selling theory that exists with the Personal
Selling Standard Operating Procedure (SOP) which is intended to run in
accordance with company requirements and get customers to exceed the target
given by the company and of course provide profit for the company by overcoming

the obstacles faced by the Banking Professional Certification Institute.

Key words: Personal selling, Refreshment, SOP (Standard Operating Procedure)
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