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TRANSISI KEGIATAN LIVE SELLING MAKARIZO PADA 

MASA PENUTUPAN TIKTOK SHOP DI TAHUN 2023 

(Clarissa Kurniawan) 

ABSTRAK 

Perkembangan teknologi membuka banyak peluang baru, salah satunya dalam cara 

berkomunikasi, transaksi jual beli kini dilakukan secara daring. Live streaming 

digunakan perusahaan untuk menjual produk. Live streaming mulai berkembang 

dengan adanya aplikasi TikTok yang menjadi aplikasi favorit untuk melakukan live 

streaming. TikTok Shop sempat mengalami penutupan di bulan Oktober 2023 

sehingga penjual tidak dapat berjualan melalui live streaming. Salah satu 

perusahaan yang sering melakukan live streaming untuk penjualan adalah 

Makarizo. Makarizo merupakan merek yang menjual produk perawatan rambut. 

Makarizo mendalami pasar TikTok dengan melakukan live streaming dan membuat 

konten secara rutin dengan memanfaatkan TikTok Shop. Penelitian ini bertujuan 

untuk mengetahui transisi dari strategi yang dilakukan Makarizo di platform 

TikTok sebelum, saat, dan setelah penutupan TikTok Shop. Konsep yang 

digunakan dalam penelitian ini adalah Personal Selling, Relationship Selling, dan 

Content Creation. Jenis penelitian ini adalah kualitatif sifat deskriptif. Penelitian 

ini menggunakan metode studi kasus dengan teknik pengumpulan data 

berupa wawancara. Hasil dari penelitian ini adalah Makarizo mengaplikasikan 

setiap konsep pada aktivitas live streaming sebelum, saat, dan setelah penutupan 

TikTok Shop. Kesimpulan dari penelitian ini adalah kegiatan live selling Makarizo 

bertransisi dalam bagian pesan, selama penutupan TikTok Shop, konsumen 

diarahkan untuk melakukan pembelian ke e-commerce lain. Setelah TikTok Shop 

kembali dibuka, Makarizo menciptakan strategi baru yaitu live tematik. Dalam 

membangun relasi, Makarizo lebih mudah berelasi saat ada TikTok Shop, selama 

penutupan TikTok Shop komunikasi lebih renggang karena konsumen diarahkan 

untuk melakukan pembelian di luar TikTok. Terdapat penyesuaian juga dalam 

pembuatan konten Makarizo dalam call to action yang diberikan pada akhir video. 

Kata Kunci: Live Streaming, TikTok Shop, Personal Selling, Relationship Selling, 

Content Creation 
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TRANSITION ON MAKARIZO’S LIVE SELLING ACTIVITIES 

DURING THE CLOSING OF TIKTOK SHOP IN 2023 

(Clarissa Kurniawan) 

ABSTRACT 

Technological developments open new opportunities in communication, with 

buying and selling transactions. Companies use live streaming to sell products, and 

TikTok became the most used platform. TikTok Shop was closed in October 2023, 

preventing selling activities on TikTok. Makarizo, a hair care brand is exploring 

the TikTok market by doing live streaming and creating content regularly using 

TikTok Shop. This research aims to determine the transition of strategies carried 

out by Makarizo on the TikTok platform before, during, and after the closure of the 

TikTok Shop. The concepts used in this research are Personal Selling, Relationship 

Selling, and Content Creation. This type of research is qualitative descriptive. This 

research uses a case study method with data collection techniques in the form of 

interviews. The result of this research is that Makarizo applies each concept to live 

streaming activities before, during and after the closure of the TikTok Shop. This 

research concludes that Makarizo's live selling activities transitioned to the 

message section, during the closure of the TikTok Shop, consumers were directed 

to make purchases to other e-commerce sites. After the TikTok Shop reopened, 

Makarizo created a new strategy, namely thematic live. In building relationships, 

it was easier for Makarizo to connect when there was a TikTok Shop, during the 

closure of the TikTok Shop communication was easier because consumers were 

directed to make purchases outside of TikTok. There are also adjustments in the 

creation of Makarizo content in the call to action given at the end of the video. 

Key Words: Live Streaming, TikTok Shop, Personal Selling, Relationship Selling, 

Content Creation 

 

 

 

 

 

 



 

 

ix 
Transisi Kegiatan Live…, Clarissa Kurniawan, Universitas Multimedia Nusantara 

DAFTAR ISI 

HALAMAN PERNYATAAN TIDAK PLAGIAT ............................................. ii 

HALAMAN PENGESAHAN .............................................................................. iii 

HALAMAN PERSETUJUAN PUBLIKASI KARYA ILMIAH MAHASISWA

 ................................................................................................................................ iv 

KATA PENGANTAR ........................................................................................... v 

ABSTRAK ........................................................................................................... vii 

ABSTRACT ......................................................................................................... viii 

DAFTAR ISI ......................................................................................................... ix 

DAFTAR TABEL................................................................................................. xi 

BAB I  PENDAHULUAN ..................................................................................... 1 

1.1 Latar Belakang Penelitian ..................................................................... 1 

1.2 Rumusan Masalah Penelitian ................................................................ 8 

1.5 Kegunaan Penelitian ............................................................................ 10 

1.5.1 Kegunaan Akademis ..................................................................... 10 

1.5.2 Kegunaan Praktis .......................................................................... 10 

1.5.3 Keterbatasan Penelitian................................................................ 10 

BAB II  KERANGKA KONSEP ....................................................................... 11 

2.1 Penelitian Terdahulu ............................................................................ 11 

2.2 Landasan Konsep ................................................................................. 19 

2.2.1 Live Streaming................................................................................ 19 

2.2.2 Direct Marketing ............................................................................ 24 

2.2.3 Personal Selling.............................................................................. 25 

2.2.4 Relationship Selling ....................................................................... 29 

2.2.5 Content Creation ............................................................................ 30 

2.3 Kerangka Pemikiran ............................................................................ 31 

BAB III  METODOLOGI PENELITIAN ........................................................ 33 

3.1 Paradigma Penelitian ........................................................................... 33 

3.2 Jenis dan Sifat Penelitian ..................................................................... 34 

3.3 Metode Penelitian ................................................................................. 34 

3.4 Pemilihan Informan Penelitian ........................................................... 35 

3.4.1 Cantika Oryza Savira (Brand Activation) ................................... 36 



 

 

x 
Transisi Kegiatan Live…, Clarissa Kurniawan, Universitas Multimedia Nusantara 

3.4.2 Priskilla Theresia Tetrasetya (Live Stream Host) ....................... 36 

3.4.3 Putiari Alaina Rizki (Content Creator) ........................................ 37 

3.4.4 Kevin Sanly Putera (Dosen Komunikasi) ................................... 37 

3.5 Teknik Pengumpulan Data .................................................................. 37 

3.5.1 Data Primer ................................................................................... 38 

3.5.1.1 Wawancara ................................................................................ 38 

3.5.2 Data Sekunder ............................................................................... 38 

3.5.2.1 Jurnal .......................................................................................... 38 

3.6 Teknik Keabsahan Data....................................................................... 38 

3.7 Teknik Analisis Data ............................................................................ 39 

BAB IV HASIL PENELITIAN DAN PEMBAHASAN ................................... 40 

4.1 Subjek dan Objek Penelitian ........................................................... 40 

4.1.1 Objek Penelitian ............................................................................ 40 

4.1.2 Subjek Penelitian ........................................................................... 41 

4.2 Hasil Penelitian ..................................................................................... 44 

4.2.1 Strategi Makarizo Sebelum Penutupan TikTok Shop ............... 50 

4.2.2 Strategi Makarizo Saat Penutupan TikTok Shop ...................... 71 

4.2.3 Strategi Makarizo Setelah TikTok Shop Kembali Buka ........... 83 

4.3 Pembahasan .......................................................................................... 97 

4.3.1 Makarizo Menerapkan Konsep Personal Selling Sebelum, Saat, 

dan Setelah Penutupan TikTok Shop ........................................................ 97 

4.3.2 Makarizo Menerapkan Konsep Relationship Selling Sebelum, 

Saat, dan Setelah Penutupan TikTok Shop ............................................. 109 

4.3.3 Makarizo Menerapkan Konsep Content Creation Sebelum, Saat, 

dan Setelah Penutupan TikTok Shop ...................................................... 113 

BAB V  SIMPULAN DAN SARAN ................................................................. 117 

5.1 Simpulan ................................................................................................... 117 

5.2 Saran ......................................................................................................... 120 

5.2.1 Saran Akademis ................................................................................ 120 

5.2.2 Saran Praktis ..................................................................................... 120 

DAFTAR PUSTAKA ........................................................................................ 121 

LAMPIRAN ....................................................................................................... 126 

 



 

 

xi 
Transisi Kegiatan Live…, Clarissa Kurniawan, Universitas Multimedia Nusantara 

DAFTAR TABEL 
Tabel 2. 1 Penelitian Terdahulu ............................................................................ 15 

Tabel 4. 1 Transisi Strategi Aspek Personal Selling ............................................. 44 

Tabel 4. 2 Transisi Strategi Tahapan Personal Selling ......................................... 46 

Tabel 4. 3 Transisi Strategi Relationship Selling .................................................. 47 

Tabel 4. 4 Transisi Strategi Content Creation ....................................................... 49 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

xii 
Transisi Kegiatan Live…, Clarissa Kurniawan, Universitas Multimedia Nusantara 

DAFTAR GAMBAR 

Gambar 1. 1 Pengguna E-Commerce di Indonesia (2024) ..................................... 1 

Gambar 1. 2 Pertumbuhan Live Stream Shopping di Indonesia ............................. 2 

Gambar 1. 3 Keuntungan Memiliki Live Streaming Platform ................................ 3 

Gambar 1. 4 Platform Berbelanja Media Sosial...................................................... 4 

Gambar 1. 5 Preferensi Konsumen dalam Berbelanja ............................................ 5 

Gambar 1. 6 Kategori Industri Kecantikan ............................................................. 6 

Gambar 1. 7 Top of Mind Produk Perawatan Pribadi ............................................. 7 

Gambar 2. 1 Kerangka Penelitian ......................................................................... 32 

Gambar 4. 1 Cantika Oryza Savira ....................................................................... 42 

Gambar 4. 2 Priskilla Theresia Tetrasetya ............................................................ 42 

Gambar 4. 3 Putiari Alaina Rizki .......................................................................... 43 

Gambar 4. 4 Kevin Sanly Putera ........................................................................... 43 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

file:///G:/UMN/Sem%208/SKRIPSI_CLARISSA%20KURNIAWAN_00000043188_VEGA%20KARINA%20ANDIRA%20PUTRI.docx%23_Toc170502470


 

 

xiii 
Transisi Kegiatan Live…, Clarissa Kurniawan, Universitas Multimedia Nusantara 

DAFTAR LAMPIRAN 

Lampiran A Lembar Pengecekan Turnitin .......................................................... 126 

Lampiran B Form Bimbingan Skripsi ................................................................. 127 

Lampiran C Daftar Pertanyaan Wawancara ........................................................ 128 

Lampiran D Transkrip Wawancara ..................................................................... 130 

Lampiran E Pattern Matching ............................................................................. 170 

Lampiran F Dokumentasi Wawancara ................................................................ 181 

Lampiran G CV Peneliti...................................................................................... 183 


		2024-06-28T19:52:56+0700
	Lolita Lavietha


		2024-07-01T18:26:04+0700
	e-meterai.live [22clarissakurniawan@gmail.com]
	e_meterai_signature
	[YG84M4UNLA0H21RX0000A9] METERAI 10000




