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IMPLEMENTASI SALES MARKETING & ACCOUNT 

MANAGEMENT DALAM EKOSISTEM LAYANAN RUMAH 

TANGGA DIGITAL DI PINHOME SERVICE 

(Muhamad Dzaki Ridwansyah) 

ABSTRAK 

 

    Laporan ini menguraikan pengalaman magang penulis di Pinhome Service, 

sebuah unit layanan berbasis teknologi dari perusahaan startup properti digital 

Pinhome. Program magang dilaksanakan selama empat bulan, dengan penugasan 

pada dua fungsi utama, yakni Sales & Marketing serta Account Management. Fokus 

kegiatan magang diarahkan pada pelaksanaan strategi pemasaran langsung dan 

pengelolaan hubungan layanan dengan klien B2B, khususnya dalam sektor jasa 

rumah tangga digital. 

Sebagai Sales & Marketing Intern, penulis menjalankan aktivitas pemasaran seperti 

distribusi brosur (flyering), pendekatan door-to-door ke pelanggan individu dan 

bisnis, penyusunan dan pengiriman pesan promosi melalui WhatsApp Blast, serta 

pelaksanaan program local champion berbasis sistem komisi. Sementara itu, saat 

mengemban peran sebagai Account Management Intern, penulis bertugas dalam 

merespons permintaan layanan dari klien, menjadwalkan pengerjaan melalui 

platform Basecamp, melakukan pembaruan status layanan di Google Sheets, serta 

menyusun dokumentasi dan laporan kinerja untuk kepentingan evaluasi internal dan 

eksternal. 

Selama pelaksanaan magang, penulis menghadapi sejumlah tantangan seperti 

keterbatasan literasi digital konsumen, kendala koordinasi lintas tim, serta 

keterlambatan penugasan teknisi lapangan. Solusi yang diterapkan mencakup 

pendekatan edukatif kepada pelanggan, penguatan sistem komunikasi dua arah, 

serta monitoring aktif terhadap sistem layanan berbasis digital. Melalui pengalaman 

ini, penulis memperoleh pemahaman menyeluruh tentang pentingnya integrasi 

antara fungsi pemasaran dan manajemen layanan dalam ekosistem bisnis digital 

yang dinamis, sekaligus meningkatkan kesiapan untuk menghadapi tantangan dunia 

kerja secara profesional. 

Kata kunci: Magang, Sales Marketing, Account Management, Layanan Rumah 

Tangga, Startup, Pinhome 
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IMPLEMENTATION OF SALES MARKETING & ACCOUNT 

MANAGEMENT IN THE DIGITAL HOUSEHOLD SERVICE 

ECOSYSTEM AT PINHOME SERVICE 

(Muhamad Dzaki Ridwansyah) 

 

ABSTRACT (English) 

 

This report describes the author's internship experience at Pinhome Service, a 

technology-based service unit of the digital property startup company Pinhome. 

The internship program was carried out for four months, with assignments in two 

main functions, namely Sales & Marketing and Account Management. The focus of 

the internship was on implementing direct marketing strategies and managing 

service relationships with B2B clients, particularly in the digital home services 

sector. 

As a Sales & Marketing Intern, the author carried out marketing activities such as 

flyering distribution, door-to-door approach to individual and business customers, 

drafting and sending promotional messages through WhatsApp Blast, and 

implementing a commission-based local champion program. Meanwhile, as an 

Account Management Intern, the author was in charge of responding to service 

requests from clients, scheduling work through the Basecamp platform, updating 

service status on Google Sheets, and compiling documentation and performance 

reports for internal and external evaluation purposes. 

During the internship, the author faced a number of challenges such as limited 

consumer digital literacy, cross-team coordination constraints, and delays in 

assigning field technicians. Solutions implemented included an educative approach 

to customers, strengthening the two-way communication system, and active 

monitoring of digital-based service systems. Through this experience, the author 

gained a thorough understanding of the importance of integration between 

marketing and service management functions in a dynamic digital business 

ecosystem, while improving readiness to face the challenges of the professional 

world. 

Keywords: Internship, Sales Marketing, Account Management, Household Service, 

Startup, Pinhome 
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