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ABSTRAK 

Industri event organizer di Indonesia mengalami peningkatan yang cukup pesat 

dalam beberapa tahun terakhir, sehingga persaingan antar perusahaan event 

organizer semakin ketat. Untuk dapat bertahan dalam persaingan, perusahaan perlu 

menerapkan strategi pemasaran yang efektif, salah satunya adalah personal selling 

yang digunakan oleh Maximize Event Bali. Penelitian ini bertujuan untuk 

mengevaluasi efektivitas personal selling yang dilakukan oleh Maximize Event 

Bali. Indikator yang digunakan untuk mengukur efektivitas personal selling 

meliputi Presentation and Demontration (Presentasi dan Demontrasi), Overcoming 

Objections (Penanganan Keluhan), Closing (Penutupan Penjualan), serta Follow-

up and Maintenance (Tindak lanjut dan Pemeliharaan hubungan dengan client). 

Metode penelitian yang diterapkan adalah kuantitatif deskriptif, dengan 

pengumpulan data melalui kuesioner yang disebarkan kepada 30 responden yang 

merupakan client Maximize Event Bali. Hasil penelitian menunjukkan bahwa 

efektivitas personal selling di Maximize Event Bali tergolong efektif, dengan nilai 

masing-masing indikator yaitu presentasi dan demonstrasi (4,56), penanganan 

keluhan (4,48), penutupan penjualan (4,45) dan tindak lanjut serta pemeliharaan 

(4,55). Meskipun secara keseluruhan dinilai efektif, indikator penutupan penjualan 

memiliki nilai yang relatif lebih rendah dibandingkan indikator lainnya. 

Berdasarkan temuan ini, disarankan agar Maximize Event Bali terus 

mempertahankan kualitas presentasi dan demonstrasi, penanganan keluhan, serta 

tindak lanjut dan pemeliharaan yang sudah baik, tetapi juga perlu meningkatkan 

kemampuan sales person dalam penutupan penjualan. Selain itu, Maximize Event 

Bali juga disarankan untuk lebih intensif dalam melakukan kegiatan tindak lanjut 

dan menjaga hubungan baik dengan client, dengan tujuan mempertahankan 

loyalitas dan meningkatkan peluang bisnis di masa depan. 

Kata Kunci : Efektivitas, Personal Selling (Penjualan Personal), Event 

Organizer, Marketing, Presentation and Demonstration (Presentasi dan 

Demontrasi), Overcoming Objections (Menangani Keluhan), Closing 

(Penutupan Penjualan), Follow-up and Maintenance (Tindak Lanjut dan 

Pemeliharaan). 
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ABSTRACT 

In recent years, the event organizer industry in Indonesia has grown quite 

rapidly, so competition between event organizer companies is getting tighter. To 

survive in the competition, companies need to implement effective marketing 

strategies, one of which is personal selling, as used by Maximize Event Bali. This 

study seeks to assess the efficacy of Maximize Event Bali  personal selling tactics. 

Indicators used to measure the effectiveness of personal selling include 

presentation and demonstration, overcoming objections, closing sales, and follow-

up and maintenance. The research method applied is descriptive-quantitative, with 

data collection through questionnaires distributed to 30 respondents who are 

clients of Maximize Event Bali. The findings indicated that Maximize Event Bali 

classified the effectiveness of personal selling as effective, based on the values of 

each indicator: presentations and demonstrations (4.56), handling complaints 

(4.48), closing sales (4.45), and follow-up and maintenance (4.55). Despite 

receiving an overall effective rating, the sales closure indicator performed 

relatively poorly compared to the other indicators. These findings suggest that 

Maximize Event Bali should keep up the high caliber of its presentations, 

demonstrations, complaint handling, follow-up, and maintenance while also 

enhancing the sales personnel's ability to close sales. In addition, Maximize Event 

Bali is also advised to be more intensive in conducting follow-up activities and 

maintaining good relationships with clients, with the aim of maintaining loyalty and 

increasing future business opportunities. 

Kata Kunci : Effectiveness, Personal Selling, Event Organizer, Marketing, 

Presentation and Demonstration, Overcoming Objections, Closing, Follow-up 

and Maintenance. 
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