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ABSTRAK 

 

Laporan ini membahas peran Sales Intern dalam penyusunan penawaran dan 

tindak lanjut pelanggan untuk layanan pemasangan karet industri B2B di PT 

Gema Citra Persada. Pemilihan perusahaan ini didasarkan pada ketertarikan 

penulis terhadap industri jasa teknis yang berperan penting dalam mendukung 

keberlangsungan operasional manufaktur dan pertambangan melalui solusi 

pelindung seperti rubber lining. Selama pelaksanaan magang, penulis terlibat 

langsung dalam berbagai aktivitas penjualan seperti menerima permintaan 

penawaran, menyusun dan mengirimkan penawaran harga, melakukan 

follow-up pelanggan, serta proses negosiasi dan penjadwalan pemasangan.  

 Dalam praktiknya, ditemukan beberapa kendala seperti kesulitan negosiasi 

harga, respon pelanggan yang lambat, kesulitan menjelaskan layanan teknis, 

koordinasi internal yang kurang efisien, dan penjadwalan yang berubah-ubah. 

Untuk mengatasi kendala tersebut, penulis menerapkan sejumlah solusi 

antara lain menawarkan nilai tambah layanan, menyederhanakan komunikasi 

menggunakan media visual, mengoptimalkan koordinasi tim, dan 

menggunakan sistem penjadwalan yang lebih fleksibel. Pengalaman ini 

memberikan pemahaman nyata mengenai dinamika penjualan B2B, 

keterampilan komunikasi bisnis, serta pentingnya kolaborasi dalam tim lintas 

fungsi. 

 

Kata kunci: Sales Intern, penawaran B2B, follow-up pelanggan, rubber 

lining, koordinasi tim 
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PREPARATION AND CUSTOMER FOLLOW-UP FOR B2B 

INDUSTRIAL RUBBER LINING INSTALLATION SERVICES 

AT PT GEMA CITRA PERSADA 

 

Leonardo Jaka Pramudita 

 

ABSTRACT (English) 

 

This report discusses the role of a Sales Intern in preparing quotations and 

following up with clients for industrial rubber lining installation services in 

a B2B context at PT Gema Citra Persada. The company was chosen due to 

the author's interest in the technical services industry, which plays a vital role 

in supporting the operations of manufacturing and mining sectors through 

protective solutions such as rubber lining. During the internship, the author 

was directly involved in various sales activities including receiving quotation 

requests, drafting and sending pricing proposals, conducting client follow-

ups, as well as managing negotiations and installation scheduling.  

 Several challenges were encountered throughout the internship, such as 

difficulties in price negotiations, delayed customer responses, challenges in 

explaining technical services, inefficient internal coordination, and 

unpredictable scheduling. To address these issues, the author implemented 

several solutions, including offering added value services, simplifying 

communication using visual media, optimizing team coordination, and 

applying a more flexible scheduling system. This experience provided the 

author with practical insights into B2B sales dynamics, business 

communication skills, and the importance of cross-functional team 

collaboration.. 

 

 

Keywords: Sales Intern, B2B quotation, customer follow-up, rubber lining, 

team coordination 
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