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AKTIVITAS CUSTOMER RELATIONSHIP MANAGEMENT DI PT 

SUMBER TRIJAYA LESTARI 

Tanzania Febriana 
 

ABSTRAK 
 
 

Usaha Mikro, Kecil, dan Menengah (UMKM) memainkan peran krusial dalam 

perekonomian Indonesia, menyumbang sekitar 61,97% dari roduk Domestik Bruto 

(PDB), melihat kontribusi signifikan UMKM salah satu perusahaan retail 

terkemuka, PT Sumber Alfaria Trijaya (Alfamart) pada tahun 2022 mendirikan 

Aksesmu. Aksesmu nerupakan aplikasi digital yang beroperasi memfasilitasi 

kebutuhan UMKM. Dalam menjangkau target pasar dan membangun hubungan 

yang kuat dengan konsumen, penulis, yang menjadi bagian dari sub-divisi CRM di 

Aksesmu, berperan dalam mengkomunikasikan berbagai informasi terkait 

penawaran, fitur aplikasi terbaru, dan program-program baru kepada Outlet Binaan 

Aksesmu (OBA). Melalui kesempatan tersebut, penulis menerapkan secara 

langsung strategi Customer Relations, Sales Promotion, dan Social Media 

Marketing Strategy, melalui grup WhatsApp di berbagai wilayah. Divisi CRM juga 

bertugas menanggapi pesan dari OBA, bekerja sama dengan admin dan layanan 

pelanggan. 

 
Kata kunci: Customer Relationship Management, Sales Promotion, Social Media 

Strategy 
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CUSTOMER RELATIONSHIP MANAGEMENT ACTIVITIES AT PT 

SUMBER TRIJAYA LESTARI (AKSESMU) 

 
 

Tanzania Febriana 
 
 
 

ABSTRACT 
 
 

Micro, Small, and Medium Enterprises (MSMEs) play a crucial role in Indonesia's 

economy, contributing approximately 61.97% to the Gross Domestic Product 

(GDP). Recognizing the significant contribution of MSMEs, one of the leading 

retail companies, PT Sumber Alfaria Trijaya (Alfamart), established Aksesmu in 

2022. Aksesmu is a digital application designed to facilitate the needs of MSMEs. 

In reaching the target market and building strong relationships with consumers, 

the author, who is part of the CRM subdivision at Aksesmu, is responsible for 

communicating various information related to offers, new application features, and 

new programs to Aksesmu's Partner Outlets (OBA). Through this opportunity, the 

author directly applies Customer Relations, Sales Promotion, and Social Media 

Marketing Strategy via WhatsApp groups across various regions. The CRM 

division is also responsible for responding to messages from OBA, in collaboration 

with the admin and customer service teams. 

 
 
 

Keywords: Customer Relationship Management, Sales Promotion, Social Media 

Strategy 
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