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PERAN SALES INTERN DALAM PENJUALAN MAGGOT
KERING KE DISTRIBUTOR DAN OMEGA EGG KE END
USER: STUDI KASUS DI PT MAGALARVA SAYANA
INDONESIA

Hengky Wijaya

ABSTRAK

Laporan ini membahas peran Sales Intern dalam mendukung kegiatan
pemasaran dan penjualan Maggot kering dan Omega Egg di PT Magalarva
Sayana Indonesia, sebuah perusahaan yang berfokus pada biokonversi limbah
organik menggunakan Black Soldier Fly (BSF). Pemilihan perusahaan ini
didasarkan pada ketertarikan terhadap industri pakan berkelanjutan dan
ekonomi sirkular yang berkembang pesat di Indonesia. Selama periode
magang, penulis bertanggung jawab atas pengelolaan leads, tindak lanjut
pelanggan, strategi pemasaran digital, serta pencarian vendor kemasan
produk Whole Dried Larva.

Dalam pelaksanaan magang, beberapa kendala ditemukan, di antaranya
kesulitan dalam manajemen leads, tantangan komunikasi dengan pelanggan,
serta hambatan dalam negosiasi dengan vendor kemasan. Untuk mengatasi
kendala tersebut, berbagai strategi diterapkan, seperti penyaringan leads yang
lebih selektif, penerapan strategi komunikasi yang lebih persuasif, serta riset
vendor yang lebih luas guna mendapatkan penyedia kemasan terbaik. Melalui
pengalaman ini, penulis memperoleh wawasan praktis dalam dunia penjualan
dan pemasaran, serta pemahaman yang lebih dalam mengenai industri pakan
alternatif berbasis biokonversi.

Kata kunci: Sales Intern, pemasaran digital, manajemen pelanggan,
biokonversi, Black Soldier Fly
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THE ROLE OF SALES INTERN IN DRIED MAGGOT SALES
TO DISTRIBUTORS AND OMEGA EGG TO END USERS:

CASE STUDY AT PT MAGALARVA SAYANA INDONESIA
Hengky Wijaya

ABSTRACT (English)

This report discusses the role of a Sales Intern in supporting marketing and
Sales activities for dried Maggot and Omega Egg at PT Magalarva Sayana
Indonesia, a company specializing in organic waste bioconversion using
Black Soldier Fly (BSF). The selection of this company was based on an
interest in the sustainable feed industry and circular economy, which is
growing rapidly in Indonesia. During the internship period, the author was
responsible for lead management, customer follow-ups, digital marketing
strategies, and vendor sourcing for Whole Dried Larva product packaging.
Several challenges were encountered throughout the internship, including
difficulties in lead management, communication barriers with customers, and
obstacles in negotiating with packaging vendors. To address these
challenges, various strategies were implemented, such as more selective lead
filtering, the application of more persuasive communication strategies, and
broader vendor research to obtain the best packaging supplier. Through this
experience, the author gained practical insights into the world of Sales and
marketing, as well as a deeper understanding of the alternative feed industry
based on bioconversion.

Keywords: Sales Intern, digital marketing, customer management,
bioconversion, Black Soldier Fly
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