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STRATEGI CUSTOMER RELATIONSHIP MANAGEMENT (CRM) PADA 

EVENT ORGANIZER TANGAN KANAN PENGANTIN DALAM 

MEMPERTAHANKAN LOYALITAS KONSUMEN 

 

PARAMITHA RAMADHANTY 

 

ABSTRAK 

 

Penelitian ini bertujuan untuk meneliti tentang Strategi Customer Relationship 

Management (CRM) Pada Event Organizer Tangan Kanan Pengantin Dalam 

Mempertahankan Loyalitas Konsumen. Waktu penelitian selama 4 bulan terhitung 

bulan April – Agustus 2021. Metode penelitian yang digunakan peneliti yaitu kualitatif 

deskriptif dengan menggunakan teori Rantai Nilai CRM dikemukan oleh Francis 

Buttle. CRM disebut sebagai strategi yang dapat menjalin dan menjaga hubungan 

dengan konsumen agar loyal kepada perusahaan. Hasil penelitian ini menunjukkan 

bahwa event organizer Tangan Kanan Pengantin memberikan layanan event organizer 

dan dapat menyediakan segala kebutuhdan serta pelengkap pernikahan konsumen. 

Event Organizer Tangan Kanan Pengantin biasanya dapat mencapai 3-8 pelanggan per 

bulan. Event Organizer Tangan Kanan Pengantin mulai menunjukkan hasil yang positif 

dalam upayanya mencapai tujuannya. Event Organizer Tangan Kanan Pengantin saat 

ini memiliki banyak konsumen sampai ke influencer Instagram. Tentu saja, ada strategi 

pemasaran yang dapat membuat mereka dipercaya dan membantu mereka mengatur 

acara. Berdasarkan hasil wawancara dengan para pendiri, pengurus, dan konsumen 

setia, strategi yang digunakan oleh event organizer Tangan Kanan Pengantin berhasil 

memuaskan konsumen dan mampu menjalin hubungan yang baik serta bekerjasama 

kembali dengan Event Organizer Tangan Kanan Pengantin. 

 

 

 

Kata kunci: Strategi Customer Relationship Management, Event Organizer, Loyalitas 

Konsumen 
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CUSTOMER RELATIONSHIP MANAGEMENT (CRM) STRATEGY ON EVENT 

ORGANIZER TANGAN KANAN PENGATIN IN MAINTAINING CONSUMER 

LOYALTY 

 

PARAMITHA RAMADHANTY 

 

 

ABSTRACT 

 

This study aims to examine the Customer Relationship Management (CRM) Strategy 

at the Tangan Kanan Pengantin Event Organizer in Maintaining Consumer Loyalty. 

The research time is 4 months from April to August 2021. The research method used 

by the researcher is descriptive qualitative using the CRM Value Chain theory 

proposed by Francis Buttle. CRM is referred to as a strategy that can establish and 

maintain relationships with consumers to be loyal to the company. The results of this 

study indicate that the Tangan Kanan Pengantin event organizer provides event 

organizer services and can provide all the needs and complements of consumers' 

weddings. Tangan Kanan Pengantin Event Organizers can usually reach 3-8 

subscribers per month. The Tangan Kanan Pengantin Event Organizer is starting to 

show positive results in its efforts to achieve its goals. The Tangan Kanan Pengantin 

Event Organizer currently has many consumers to Instagram influencers. Of course, 

there are marketing strategies that can earn them trust and help them organize events. 

Based on the results of interviews with the founders, administrators, and loyal 

customers, the strategy used by the Tangan Kanan Pengantin event organizer has 

succeeded in satisfying consumers and able to establish good relationships and 

collaborate again with the Tangan Kanan Pengantin Event Organizer. 

 

 

Keywords: Strategy of Customer Relationship Management, Event Organizer, 

Customer Loyalty 
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