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ABSTRAK 

Dengan adanya pertumbuhan hotel berbintang di Kota Bandung yang semakin 

meningkat, maka persaingan industri perhotelan semakin ketat, seperti yang terjadi 
di Hotel Mercure Bandung Nexa Supratman. Sales call dinilai sebagai ujung 

tombak Hotel Mercure Bandung Nexa Supratman dalam melakukan penjualan. 
Penelitian ini bertujuan untuk memahami proses sales call, mengukur 

efektivitasnya, dan dampak terhadap peningkatan penjualan. Dengan menggunakan 

pendekatan deskriptif kualitatif, data dikumpulkan melalui wawancara dengan tiga 
informan yang memiliki  tiga segmen pasar yang berbeda yaitu, corporate, 

government, dan social event, observasi, serta dokumentasi berupa data sekunder. 
Temuan ini menunjukkan bahwa ketiga salesperson hotel Mercure Bandung Nexa 

Supratman telah melakukan seluruh tahapan sales call dengan pendekatan yang 

berbeda setiap segmennya, namun terdapat beberapa indikator kinerja penjualan 
yang belum mencapai target sehingga belum efektif, serta sales call berdampak 

positif  dalam meningkatkan penjualan. 

Kata kunci : Sales Call, Efektivitas, Penjualan 
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ABSTRACT 

By the increasing growth of star hotels in the city of Bandung, the competition in 

the hospitality industry is getting tighter, such as which happened at Mercure 
Bandung Nexa Supratman Hotel. Sales call is considered as the spearhead of Hotel 

Mercure Bandung Nexa Supratman in making sales. This study aims to understand 
the sales call process, measure its effectiveness, and the impact on increasing sales. 

Using a descriptive qualitative approach, data was collected through interviews 

with three informants who have three different market segments namely, corporate, 
government, and social events, observation, and documentation in the form of 

secondary data. The findings show that the three salespersons of Mercure Bandung 
Nexa Supratman hotel have conducted all stages of sales calls with different 

approaches for each segment, but there are several sales performance indicators 

that have not reached the target so they are not effective, and sales calls have a 

positive impact in increasing sales. 

Keywords: Sales Call, Effectiveness, Sales 
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