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STRATEGI KOMUNIKASI PERSONAL SELLING FOR OURS 
GROUP AGENCY DALAM PEMASARAN PRODUK 

ASURANSI (STUDI KASUS ALLIANZ LIFE INDONESIA) 

 Aileen Jonea 

ABSTRAK 

Industri asuransi berperan penting dalam memberikan perlindungan finansial 
melalui pembayaran premi, dengan agen asuransi memiliki peran kunci dalam 
menghubungkan perusahaan dengan calon nasabah melalui strategi komunikasi 
personal selling yang efektif. Strategi ini membantu pemasar membangun identitas 
kuat, membedakan diri dari pesaing, dan menjelaskan nilai produk asuransi, dengan 
tujuan utama menciptakan relasi jangka panjang. Penelitian ini menganalisis 
strategi komunikasi personal selling For Ours Group dalam memasarkan produk 
asuransi Allianz Life Indonesia, menggunakan berbagai teori dan konsep, 
diantaranya personal selling, relationship marketing theory, dan AIDA (attention, 
interest, desire, and action) model. Jenis penelitian ini menggunakan pendekatan 
kualitatif dengan paradigma post-positivisme dan dilakukan melalui metode studi 
kasus deskriptif. Data dikumpulkan melalui wawancara mendalam serta observasi 
terhadap pelaksanaan strategi yang dilakukan oleh perancang strategi dan tiga 
salesperson For Ours Group. Penelitian ini menunjukkan bahwa strategi personal 
selling yang diterapkan oleh For Ours Group tetap berperan dalam meningkatkan 
penjualan dan membangun hubungan kuat dengan nasabah. Strategi ini berhasil 
diimplementasikan terutama oleh agen yang memiliki pengalaman di bidang 
asuransi di atas satu tahun. Hal ini didasarkan pada teori dan konsep yang ada, serta 
diterapkan melalui pelatihan intensif seperti mentoring dan training. Pendekatan 
personal dalam interaksi dengan nasabah dan penerapan yang konsisten 
memastikan keberhasilan strategi ini dalam membangun hubungan jangka panjang. 
Dalam temuan ditemukan bahwa agen baru mengalami kendala dalam handling 
objection. Berdasarkan hasil penelitian, disarankan For Ours Group memberikan 
pelatihan yang lebih intensif dan komprehensif bagi agen baru sebelum mereka 
terjun ke lapangan dan memanfaatkan teknologi seperti media sosial dalam 
pelatihan agar lebih kompeten di era digital. 

 
Kata kunci: Asuransi, Model AIDA, Penjualan Personal, Teori Pemasaran 
Hubungan 
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PERSONAL SELLING COMMUNICATION STRATEGY OF FOR 
OURS GROUP IN INSURANCE PRODUCT MARKETING (CASE 

STUDY OF ALLIANZ LIFE INDONESIA) 

Aileen Jonea 

ABSTRACT 

The insurance industry plays a crucial role in providing financial protection 
through premium payments, with insurance agents playing a key role in connecting 
companies with prospective customers through effective personal selling 
communication strategies. These strategies help marketers build a strong identity, 
differentiate themselves from competitors, and explain the value of insurance 
products, with the goal of creating long-term relationships. This study analyzes the 
personal selling communication strategies of For Ours Group in marketing Allianz 
Life Indonesia's insurance products, using various theories and concepts, including 
personal selling, relationship marketing theory, and the AIDA (attention, interest, 
desire, and action) model. This type of research employs a qualitative approach 
with a post-positivism paradigm and is conducted through a descriptive case study 
method. Data were collected through in-depth interviews and observations of the 
strategies implemented by the strategists and three salespersons of For Ours 
Group. The study shows that the personal selling strategy implemented by For Ours 
Group continues to play a role in increasing sales and building strong relationships 
with customers. This strategy has been successfully implemented, particularly by 
agents with more than one year of experience in the insurance field. This success is 
based on existing theories and concepts and is applied through intensive training 
such as mentoring and training sessions. A personal approach in customer 
interactions and consistent implementation ensure the success of this strategy in 
building long-term relationships. The findings also revealed that new agents face 
challenges in handling objections. Based on the results of the research, it is 
recommended that For Ours Group provide more intensive and comprehensive 
training for new agents before they enter the field and leverage technology such as 
social media in training to become more competent in the digital era. 

Keywords: AIDA Model, Insurance, Personal Selling, Relationship Marketing 
Theory 
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