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STRATEGI PENGELOLAAN AFILIATOR DALAM RANGKA 

MENINGKATKAN PENJUALAN PRODUK KESEHATAN 

(Studi Kasus pada PT Dia Wellness Lestari) 

Eliza Ana Merissa 

ABSTRAK 

Penelitian ini bertujuan untuk menganalisis strategi pengelolaan afiliator dalam rangka 

meningkatkan penjualan produk kesehatan pada PT Dia Wellness Lestari melalui program 

Shopee Affiliate, dengan fokus pada penerapan teori Channel Management dan Integrated 

Marketing Communication (IMC). PT Dia Wellness Lestari merupakan bisnis niche market 

yang menargetkan konsumen penderita diabetes. Penelitian ini menggunakan metode kualitatif 

dengan pendekatan studi kasus. Data primer diperoleh melalui wawancara dengan pihak 

marketing, afiliator, dan konsumen, sedangkan data sekunder diperoleh dari dokumentasi 

internal perusahaan, literatur akademik, dan publikasi terkait. Analisis data menggunakan 

model Miles dan Huberman yang meliputi reduksi data, penyajian data, dan penarikan 

kesimpulan. 

Hasil penelitian menunjukkan bahwa strategi pengelolaan afiliator dilakukan melalui 

seleksi berbasis tujuan (peningkatan awareness atau penjualan), penawaran komisi tinggi 

(20%), pemberian sampel produk gratis, serta program bonus berbasis kinerja. Faktor 

pendukung keberhasilan meliputi insentif kompetitif, relevansi produk dengan kebutuhan 

konsumen, dan reputasi merek di pasar niche. Hambatan yang dihadapi mencakup minimnya 

arahan konten, ketiadaan evaluasi terstruktur, serta rendahnya tingkat penerimaan undangan 

kerja sama. Program Shopee Affiliate berkontribusi terhadap peningkatan penjualan sebesar 

10–15% per bulan. 

Penelitian ini merekomendasikan pembentukan tim khusus pengelolaan afiliator, 

penyusunan panduan konten yang konsisten dengan nilai merek, optimalisasi program insentif, 

dan peningkatan retensi afiliator berkinerja tinggi. Temuan ini diharapkan dapat menjadi 

referensi bagi pelaku bisnis niche market dalam mengimplementasikan strategi pemasaran 

digital berbasis afiliasi secara efektif. 

Kata kunci: Affiliate Marketing, Channel Management, Integrated Marketing 

Communication, Niche Market, Penjualan Produk Kesehatan. 
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AFFILIATE MANAGEMENT STRATEGIES TO INCREASE HEALTH 

PRODUCT SALES (Case Study at PT Dia Wellness Lestari) 

Eliza Ana Merissa 

ABSTRACT 

This study aims to analyze the affiliate management strategy to increase health product sales 

at PT Dia Wellness Lestari through the Shopee Affiliate program, focusing on the application 

of Channel Management and Integrated Marketing Communication (IMC) theories. PT Dia 

Wellness Lestari operates in a niche market targeting consumers with diabetes. This research 

uses a qualitative method with a case study approach. Primary data were obtained through 

interviews with the marketing team, affiliates, and consumers, while secondary data were 

gathered from internal company documentation, academic literature, and related publications. 

Data analysis employed the Miles and Huberman model, consisting of data reduction, data 

display, and conclusion drawing. 

The results show that affiliate management strategies are implemented through goal-based 

selection (brand awareness or sales improvement), offering a high commission rate (20%), 

providing free product samples, and implementing performance-based bonus programs. 

Supporting factors include competitive incentives, product relevance to consumer needs, and 

brand reputation in the niche market. The main challenges faced are the lack of content 

guidance, absence of a structured evaluation system, and low acceptance rate of collaboration 

invitations. The Shopee Affiliate program contributed to a 10–15% increase in monthly sales. 

This study recommends establishing a dedicated affiliate management team, developing 

standardized content guidelines aligned with brand values, optimizing incentive programs, and 

improving the retention of high-performing affiliates. These findings are expected to serve as 

a reference for niche market businesses in effectively implementing digital marketing strategies 

based on affiliate programs. 

Keywords: Affiliate Marketing, Channel Management, Integrated Marketing Communication, 

Niche Market, Health Product Sales. 
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