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AKTIVITAS PERSONAL SELLING DALAM EVENT

MARKETING INTERNDI PT ONLINEMEDIAGUNA

(PERGIKULINER)

Maritza Salsabila Fathoni

ABSTRAK

Laporan ini membahas mengenai pengalaman magang peserta selama
melakukan kerja magang di PergiKuliner sebagai Event Marketing Intern.
Penulis bertanggung jawab dalam mencari tenant untuk Pop-up Festival
yang biasa diselenggarakan di perkantoran, universitas, sekolah, maupun
open space lainnya. Proses pencarian tenant melibatkan kemampuan
personal selling mulai dari prospecting and qualifying, pre approach,
approach, presentation, handling objections, closing, dan follow-up. Tentu,
pada proses pencarian tenant, penulis mengahadapi berbagai tantangan dan
kenadala terutama pada saat menghadapi keluhan dan objection dari tenant.
Tidak jarang terkadang, terjadi kesenjangan antara teori personal selling
yang dipelajari selama kuliah dengan yang sebenarnya terjadi di lapangan.
Penulis belajar untuk menghadapi berbagai tantangan secara langsung
dibantu mentor. Dengan melaksanakan kerja magang di PergiKuliner,
penulis belajar secara langsung bagaimana event marketing bekerja dan juga
penulis mengasah dan mengaplikasikan secara langsung teori yang sudah
dipelajari dan juga mengembangkan kemampuan soft skill seperti problem
solving, negotiation, public speaking dan time management yang nantinya
akan sangat berharga di masa depan.

Kata kunci: Event Marketing Intern, tenant, personal selling
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PERSONAL SELLING ACTIVITIES IN EVENT

MARKETING INTERNAT PTONLINEMEDIAGUNA

(PERGIKULINER)

Maritza Salsabila Fathoni

ABSTRACT (English)

This report discusses the internship experience of participants during their
internship at PergiKuliner as an Event Marketing Intern. The author is
responsible for finding tenants for Pop-up Festivals that are usually held in
offices, universities, schools, or other open spaces. The tenant search
process involves personal selling skills ranging from prospecting and
qualifying, pre-approach, approach, presentation, handling objections,
closing, and follow-up. Of course, in the tenant search process, the author
faces various challenges and obstacles, especially when dealing with
complaints and objections from tenants. Not infrequently, sometimes there is
a gap between the personal selling theory learned during college and what
actually happens in the field. The author learns to face various challenges
directly with the help of a mentor. By doing an internship at PergiKuliner,
the author learns directly how event marketer works and also hones and
directly applies the theories that have been learned and also develops soft
skills such as problem solving, negotiation, public speaking and time
management which will be very valuable in the future.

Keywords: Event Marketing Intern, tenant, personal selling
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