ANALISIS STRATEGI PERSONAL SELLING BPJS KESEHATAN KANTOR CABANG MADIUN
HALIMAH TRI SALASATI, Paramita Her Astuti, S.E., M.Sc.

Universitas Gadjah Mada, 2018 | Diunduh dari http://etd.repository.ugm.ac.id/

UNIVERSITAS
GADJAH MADA

DAFTAR ISI
PERNYATAAN KEASLIAN TUGAS AKHIR ..o ii
KATAPENGANTAR .ttt WY
DAFTAR IS] ..ttt e ettt e e e st e e e s anbbee e e s anees vi
DAFTAR GAMBAR ...ttt IX
INTISARI ...t e et e e e et e e e st b e e e e e nnrbeeas X
ABSTRACT Lttt e s nraeas Xi
BAB | PENDAHULUAN ..ottt e e 12
1.1 Latar Belakang .........oovviiieiiiiieie e 12
1.2 RUmMUSan Masalah ...........ccooiiiiiiii 15
1.3 TUJUAN PENUTISAN.....ciiiiiee ettt e e stae e eree e 16
1.4 Kerangka PenulISaN..........ccoveiiiieiiiiciiice e 16
BAB || GAMBARAN UMUM PENULISAN ..ot 18
2.1 KONAIST UMUM .o 18
2.1.1  Sejarah BPJS KeSehatan ..........ccccocuveiiiieeiiie e 18
2.1.2  L0go BPJS Kesehatan............cccceeeiieiiiiie i 21
2.1.3  ViSTOAN IMISH ..t 23
2.2 LANAASAN TOK c.eeeutiiuiieiiieiie sttt 24
2.2.1  Strategi PEMASAran ..........cccveiiieeiiiee e st 24
2.2.2  Bauran PEmMasaran Jasa ............coeeiuiiiiiiieiiiieiiiie e 24
2.2.2.1 Pengertian Bauran PEmasaran .............ccccceeeiiuveeeiieeeiveeesieeesieee s 24
2.2.2.2  PeNQertian JASA........ccciuiiieeiiiiiie ittt e s sree e 25

Vi



ANALISIS STRATEGI PERSONAL SELLING BPJS KESEHATAN KANTOR CABANG MADIUN
HALIMAH TRI SALASATI, Paramita Her Astuti, S.E., M.Sc.

Universitas Gadjah Mada, 2018 | Diunduh dari http://etd.repository.ugm.ac.id/

..

UNIVERSITAS
GADJAH MADA

2.2.2.3  Karakteristik JASa ..........ccouiiiiiiiiieiiiiiie e 26
2.2.2.4 Konsep Bauran PEmasaran Jasa............cccoverivrerineeninieenieeenieeenns 27
2.2.2.5 Elemen-elemen Bauran Pemasaran Jasa ...........cccoocvevvveneeiiieennnnn. 28
2.2.3  PIOMOST oottt ettt 31
2.2.3.1 Pengertian PrOMOSI .......cccueiiuiiiiieiie et 31
2.2.3.2 TUJUAN PTOMOST ...cuviiiiiieiiieiie sttt 31
2.2.3.3  BaAUIaN PrOMOSI...cc.eviiiiieiieiiee ettt 32
2.2.4  Personal SelliNg........ccoooviiiiiiieii 34
2.2.4.1 Pengertian Personal SEHiNg.........cccooiiiiiiiiiniii e 34
2.2.4.2 Fungsi Personal Selling..........ccccoviiiiiiiiii e, 35
2.2.4.3 Tujuan Personal SEHINgG .......ccccocveeiie e 35
2.2.4.4  KarakteriStiK .........coooiiiiiiiiiiieiiciies e 36
2.2.4.5 Proses Personal Selling ........ccccoovveeiiieiiiie e 37
2.3 TiNJauan PUSLAKA ..........cccuieiiiie et 41
2.4 Metodologi PeNUIISAN.........cccveeiiiie e 41
2.4.1  JeniS Penelitian.........ccooiiiiiiiiieiic e 41
2.4.2  Subjek dan Objek Penelitian..........ccccveeiiuireiiire e 42
2.4.3  Populasi dan Sampel .........cccoveeiiie i 43
2.4.4  Sumber Data Penelitian ..........cccoooieiieiiiiieiiesiese e 43
2.45  Teknik AnaliSis Data...........cccoviveiieriiiiiiiiieseese e 44
2.5 AR UKU ..o 45
BAB [11 HASIL DAN PEMBAHASAN ....oooiiii et 48
3.1  Memilih Prospek (Prospecting)........cccccccvuveeiiiieeiiiee e 48

Vil



ANALISIS STRATEGI PERSONAL SELLING BPJS KESEHATAN KANTOR CABANG MADIUN
HALIMAH TRI SALASATI, Paramita Her Astuti, S.E., M.Sc.

Universitas Gadjah Mada, 2018 | Diunduh dari http://etd.repository.ugm.ac.id/

UNIVERSITAS
GADJAH MADA

3.2 Pra-Pendekatan (Pre-Approach) ..........cccocveveieiieiiieiiienie e 56
3.3 Pendekatan (APProach) .......ccccooiieiiieiiiiiiesie e 57
3.4 Presentasi (Presentation)...........cccouvveriiiiieniienie e 60
3.5 Mengatasi Keberatan (Handling Objection)..........cccooviviiiiiiniieninnn. 64
3.6 Penutupan (ClOSING) ......coiuiiriieiiieiii et 67
3.7 Tindak Lanjut (FOHOW UP)......cooiiiiiiiiiiiee e 70
BAB IV PENUTUP ..ottt e e 72
4.1 KESIMPUIAN ..ot 72
A2 SAIAN ..ot 73
DAFTAR PUSTAKA ottt ettt ettt e e nntaeaa e 75

viii



UNIVERSITAS
GADJAH MADA

Gambar 2.
Gambar 2.
Gambar 2.
Gambar 2.
Gambar 2.
Gambar 3.
Gambar 3.
Gambar 3.

ANALISIS STRATEGI PERSONAL SELLING BPJS KESEHATAN KANTOR CABANG MADIUN
HALIMAH TRI SALASATI, Paramita Her Astuti, S.E., M.Sc.

Universitas Gadjah Mada, 2018 | Diunduh dari http://etd.repository.ugm.ac.id/

DAFTAR GAMBAR

1 L0g0o BPJS KESENALAN........eeiiiiiiiieiiieiiie e 21
2 KaraKteriStiK JASA.........ccuureiiireiiiieiiite et 27
3 Elemen-elemen Bauran Pemasaran Jasa...........cccceovveiuienneiineninneninns 30
4 BAUIan PrOMOSH ...eeieieeiiieeeeiieeesiieeesieeesieeessiee e snaeeesneneasnaeeesnseeesnnenens 34
5 Proses Personal Selling ..o 40
1 Tahap Presentasi (Presentation)...........cccuvevveeriiresiinessieee e seeee e 64
2 Tahap Mengatasi Keberatan (Handling Objection)...........cccccevivininenn 66
3 Tahap Penutupan (ClOSING) ......ccoveiiieiiiiiiesiieseee e 69



