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ANALISIS EFEKTIVITAS PERMANENT JOURNEY PLAN (PJP) 

SALES dalam MENDORONG PENJUALAN (Sell-Out) PRODUK 

JOYDAY ICE CREAM di MODERN TRADE 

Junivo Yusvian - 1241911026 

ABSTRAK 

Penelitian ini bertujuan untuk menganalisis efektivitas pelaksanaan Permanent Journey 

Plan (PJP) sales dalam mendorong peningkatan penjualan (sell-out) produk Joyday Ice Cream 

di Modern Trade. PJP merupakan rencana kunjungan rutin sales yang berperan dalam menjaga 

ketersediaan stok, kualitas display, kondisi freezer, serta pelaksanaan program promosi di 

outlet ritel. Mengingat karakteristik produk es krim yang bersifat mudah rusak dan sangat 

dipengaruhi oleh pembelian impulsif, efektivitas PJP menjadi faktor penting dalam mendukung 

kualitas eksekusi ritel dan performa penjualan. 

Penelitian ini menggunakan pendekatan kualitatif dengan desain deskriptif-analitis. 

Data dikumpulkan melalui observasi lapangan, wawancara mendalam, dan dokumentasi yang 

melibatkan Sales Merchandiser (SMD), Supervisor Sales/KAE, serta PIC/Kepala Toko di 

sejumlah outlet Modern Trade. Teknik analisis data dilakukan menggunakan analisis tematik 

dan analisis naratif untuk mengidentifikasi pola pelaksanaan PJP, kendala operasional, serta 

dampaknya terhadap kualitas eksekusi ritel dan tingkat penjualan. 

Hasil penelitian menunjukkan bahwa efektivitas PJP dipengaruhi oleh konsistensi 

kunjungan sales, ketersediaan stok, kual`itas display dan freezer care, serta ketepatan eksekusi 

promosi. Pelaksanaan PJP yang konsisten terbukti meningkatkan visibilitas produk, menjaga 

ketersediaan SKU fast-moving, mendorong impulse buying, dan berdampak positif terhadap 

peningkatan sell-out. Sebaliknya, ketidakkonsistenan PJP berpotensi menyebabkan out-of-

stock (OOS) dan menurunkan peluang penjualan. 

Penelitian ini menyimpulkan bahwa PJP memiliki peran strategis dalam meningkatkan 

kualitas eksekusi ritel dan mendorong pertumbuhan sell-out Joyday Ice Cream di Modern 

Trade. 

 

Kata kunci: Permanent Journey Plan (PJP), Retail Execution, Sell-Out, Joyday Ice Cream, 

Modern Trade, Impulse Buying. 
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ANALYSIS OF THE EFFECTIVENESS OF THE PERMANENT 

JOURNEY PLAN INECOURAGING SALES (SELL-OUT) OF OYDAY 

ICE CREAM in MODERN TRADE 
 

Junivo Yusvian - 1241911026 

ABSTRACT 

This study aims to analyze the effectiveness of the implementation of the Permanent 

Journey Plan (PJP) sales in driving sell-out growth of Joyday Ice Cream products in the 

Modern Trade channel. PJP is a structured routine sales visitation plan designed to ensure 

stock availability, maintain display quality, monitor freezer conditions, and support the 

execution of promotional programs at retail outlets. Given that ice cream products are highly 

perishable and strongly influenced by impulse purchasing behavior, the effectiveness of PJP is 

a critical factor in enhancing retail execution quality and improving sales performance. 

This research adopts a qualitative approach with a descriptive-analytical design. Data 

were collected through field observations, in-depth interviews, and documentation, involving 

Sales Merchandisers (SMD), Sales Supervisors/Key Account Executives (KAE), and Store 

PIC/Store Managers across selected Modern Trade outlets. Data analysis was conducted using 

thematic analysis and narrative analysis to identify patterns in PJP implementation, 

operational challenges, and its impact on retail execution quality and sales outcomes. 

The findings indicate that PJP effectiveness is influenced by sales visit consistency, 

stock availability, display quality and freezer maintenance, and accuracy in promotional 

execution. Consistent PJP implementation has been shown to enhance product visibility, 

ensure the availability of fast-moving SKUs, stimulate consumer impulse buying, and 

contribute positively to increased sell-out. Conversely, inconsistent execution increases the risk 

of out-of-stock (OOS) situations and reduces potential sales opportunities. 

This study concludes that the Permanent Journey Plan (PJP) plays a strategic role in 

strengthening retail execution quality and driving sell-out growth of Joyday Ice Cream in the 

Modern Trade channel. 

Keywords: Permanent Journey Plan (PJP), Retail Execution, Sell-Out, Joyday Ice Cream, 
Modern Trade, Impulse Buying. 
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