PERAN SALES MARKETING DEPARTEMENT DALAM PROMOTION RATE PROGRAM DI CITRA
GRAND HOTEL &amp; RESIDENCE
KARAWANG
MELI ANDITHA F, Fahmi Prihantoro, S.S., S.H., M.A.
UNIVERSITAS

GADJAH MADA Universitas Gadjah Mada, 2016 | Diunduh dari http://etd.repository.ugm.ac.id/

INTISARI

Karawang merupakan salah satu tujuan industriesamb di Indonesia
selain Jakarta, Bekasi, Surabaya, dan Banten. Réngarhadap banyaknya
industri asing menyebabkan peningkatan kedatangasyamakat mancanegara
yang memiliki kepentingan bisnis terhadap indutsrsebut. Pembangunan hotel
sebagai sarana akomodasi di Karawang sangatlah gesa mendapatkan pasar
wisatawan domestik dan asing.

Penelitian dan penulisan tugas akhir ini bertujuatuk mengetahui peran
sales marketingebagai salah satu upaya dalammmotion rate prograndi Citra
Grand Hotel & Residence Karawang. Penelitian ifakdianakan selama 3 bulan
dan metode pengumpulan data yang di gunakan ada&ibde wawancara,
observasi, dan studi pustaka. Metode analisis gitgkualitatif digunakan untuk
menganalisis data yang didapatkan.

Hasil penelitian menunjukan, Citra Grand Hotel &siRlence Karawang
melakukan kegiatapromotion rate progransebagai upaya yang dilakukan tim
sales marketingguna mempromosikan dan memasarkan produk dan pelayh
Citra Grand Hotel & Residence Karawang. Upayamotion rate progranyang
dilakukan yakni melalui website, media sosglles visitdancontractrate serta
lebih di fokuskan kepada tamu yang berasal damporate,hal ini di mudahkan
karena letak hotel yang berada di wilayah kawasduastri. Kendala yang sering
di alami oleh timsales marketingepertimedia promosi sosial media yang kurang
di update misscomunicatiomlengan calon tamu dan adamgding management
menyebabkan penurunaoccupancy yang terjadi di Citra Grand Hotel &
Residence Karawang. Namun kendala tersebut dapatadi oleh pihak sales
marketing dengan cara mengevaluasi kerja tim patés marketing.
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ABSTRACT

Karawang is one of the largest industrial destinatin Indonesia besides
Jakarta, Bekasi, Surabaya and Banten. Influencetlm amount of foreign
industry led to an increase in the arrival of fayei people who have business
interests against the industry. Hotel developmenaaneans of accomodation in
Karawang very fast, in order to gain market doneatd foreign tourist.

The research aims to determine the role of salesketiag as one of the
effort in the promotion rate program in Citra GranHotel & Residence
Karawang. This research was conducted over 3 moatit data collection
methods used were interview, observation, andalitee. Descriptive qualitative
analysis method was used to analyze the data adatain

This research was Citra Grand Hotel & Residence ate@ng did the
acitivities promotion rate program as the effort6 sales marketing team to
promote and market their products and services itraCGrand Hotel &
Residence Karawang. Efforts promotion rate prog@mducted through website,
social media, sales visit and the contract rate amate focus to corporate guests,
this is facilitated because the location of theehat located in the industrial area.
Obstacles often experienced sales marketing teaso@él media such as media
promotion is lacking in updates, misscomunicatidth yrospective guests and
their rolling management lead to decreased occupahat occurred in Citra
Grand Hotel & Residence Karawang. However, thesstambes could be solved
by the sales marketing by evaluating teamwork iessanarketing.
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