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GADheilMbricant market in Indonesia is showing an indication for increase gradually.

This had a correlation with the growth of vehicle, industrial and consumed a gasoline
which increases in demand. Increasing potential markets makes many producers to enter
the market and make a competition. Because of that competition, PT. Pertamina (Persero)
must settled a reliable compete strategy on marketing their production which is to
increase their distribution quality.

As the leader market, PT. Pertamina (Persero) faced three challenges on their way
to defer their position: extend their market totally, protect their market totally and
increasing their market totally. And because that three things is very related with
distribution rate where as PT. Pertamina (Persero) didn’t use direct selling method so PT,
Pertamina (Persero) needs to know interest and satisfaction their distribution from many
different aspect, there is : tangible, reliability, responsiveness, assurance and empathy.

This research using primary data which obtained by spreading the questioners to
PT. Pertamina’s (Persero} lubricant distributor which represent especial distribution
channel. And secondary data gotten from internal of company (Pertamina) and Statistical

Bureau Center.
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