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ANALISIS EFEKTIVITAS STRATEGI PEMASARAN PRODUK 

PUPUK HAYATI CAIR DI INDONESIA 

(STUDI KASUS PT BIO KONVERSI INDONESIA) 

Yasiduhu Zalukhu1 

 

ABSTRAK 

 

Penelitian ini bertujuan untuk analisis efektivitas strategi pemasaran 

produk pupuk hayati cair biokonversi. Strategi pemasaran merupakan 

serangkaian fungsi organisasi dalam menentukan segmentasi, target 

pasar dan memuaskan pasar dengan membangun unsur bauran 

pemasaran yakni produk, harga, saluran distribusi dan promosi. Data 

diperoleh dari hasil wawancara, kuisioner, observasi dan dokumentasi. 

Metode yang digunakan yakni metode studi kasus dengan pendekatan 

deskriptif. Awareness dari pemerintah dan petani menyatakan familiar 

terhadap produk Pupuk Hayati Cair (PHC) Biokonversi sedangkan 

distributor menyatakan sangat familiar. Hasil yang diperoleh dari 

realisasi penjualan Pupuk Hayati Cair (PHC) Biokonversi secara 

Business to Government adalah sebesar 194,7% (sangat efektif). 

Penjualan PHC Biokonversi secara Business to Business adalah 28,4% 

(sangat tidak efektif) dan secara Business to Costumer adalah sebesar 

0,9% (sangat tidak efektif). Pangsa pasar PT BKI tergolong perelung 

pasar (<10%) dari pasar pupuk Indonesia. Pemasaran PT BKI memiliki 

segementasi dan target pasar yakni petani yang mulai sadar pemupukan 

berimbang menggunakan pupuk hayati atau organik. PT BKI 

menghadirkan solusi dengan menjual PHC Biokonversi berkualitas 

tinggi dan harga kompetitif. PT BKI perlu mempertimbangkan inovasi 

produk baru, evaluasi kesesuaian harga dan fokus pengembangan 

pemasaran secara Business to Business dan Business to Costumer agar 

meningkatkan daya saing dan  efektivitas pemasaran perusahaan. 

 

Kata Kunci : Pupuk Hayati Cair, Efektivitas, Strategi Pemasaran,  

         Penjualan. 
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(CASE STUDY PT BIO CONVERSION INDONESIA) 

 

Yasiduhu Zalukhu1 

 

ABSTRACT 

 

This study aims to analyze the effectiveness of marketing strategies for 

bioconversion liquid biofertilizer products. Marketing strategy is a series of 

organizational functions in determining segmentation, target markets and 

satisfying markets by building marketing mix elements, namely products, prices, 

distribution channels and promotions. Data were obtained from interviews, 

questionnaires, observation and documentation. The method used is a case study 

method with a descriptive approach. Awareness from the government and 

farmers stated that they were familiar with Bioconverted Liquid Biofertilizer 

(PHC) products while distributors stated that they were very familiar. The results 

obtained from the realization of sales of Bioconverted Liquid Biofertilizer (PHC) 

by Business to Government are 194.7% (very effective). Sales of Bioconverted 

PHC on a Business to Business basis are 28.4% (very ineffective) and on a 

Business to Customer basis are 0.9% (very ineffective). PT BKI's market share is 

classified as a market periphery (<10%) of the Indonesian fertilizer market. PT 

BKI marketing has segementation and target markets, namely farmers who are 

starting to realize balanced fertilization using biological or organic fertilizers. 

PT BKI presents a solution by selling high quality PHC Bioconversion and 

competitive prices. PT BKI needs to consider new product innovations, evaluate 

price suitability and focus on developing marketing on a Business to Business 

and Business to Customer basis in order to increase the competitiveness and 

marketing effectiveness of the company. 

 

Keywords: Liquid Biofertilizer, Effectiveness, Marketing Strategy, Sales. 
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