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ABSTRAK 

Sebagai sebuah perusahaan, terdapat peran penting dari divisi  pemasaran 

untuk memberikan profit atau pendapatan dari pencapaian target untuk perusahaan. 

Dalam waktu tiga tahun terakhir, kerjasama pembangunan booth pameran yang 

didapatkan oleh  PT. Wanindo Prima dari hasil telemarketing belum pernah berhasil 

mencapai target. Dalam penelitian ini, penulis mencari tahu kemampuan tim 

operator telemarketing dalam Informing, Persuading, dan Reminding layaknya 

tujuan sebuah kegiatan promosi menurut Harman Malau (2017). Setelah 

dilakukannya penelitian, penulis menemukan bahwa tim sales telah berhasil 

menginformasikan, membujuk, dan mengingatkan calon pelanggan mengenai 

kerjasama dengan PT. Wanindo Prima. Selain itu, penulis menduga tidak 

tercapainya target perusahaan adalah disebabkan oleh tim sales yang memegang 

banyak tanggung jawab, jumlah target tidak maksimal, serta tidak adanya motivasi 

tim sales dalam pencarian data calon exhibitor. Penulis pun memberikan beberapa 

rekomendasi kepada PT. Wanindo Prima selaku sebuah perusahaan dalam 

mengembangkan strategi dari kegiatan telemarketing yang diterapkan. 

 

Kata Kunci: Pemasaran, Telemarketing, Kontraktor, Pameran.  
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ABSTRACT 

As a company, there is an important role of the marketing division to in 

generating profit or income from achieving targets for the company. In the last 

three years, the cooperation in the construction of exhibition booths obtained by 

PT. Wanindo Prima from the results of telemarketing has never succeeded in 

achieving the target. In this study, author tries to find out the ability of the 

telemarketing operator team in Informing, Persuading, and Reminding like the 

purpose of a promotional activity according to Harman Malau (2017). After 

conducting the research, author found that the sales team had succeeded in 

informing, persuading, and reminding potential customers to cooperate with PT. 

Wanindo Prima in their booth construction project. In addition, author suspects 

that the non-achievement of the company's target is caused by the sales team 

holding too many responsibilities, the number of target that is not optimal, also no 

motivation of the sales team in searching for data on potential exhibitors. Author 

also gave several recommendations to PT. Wanindo Prima as a company in 

developing strategies for the telemarketing activities that are applied. 

 

Key Words: Marketing, Telemarketing, Contractor, Exhibition.  
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