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ABSTRAK 

Strategi Business to Business (B2B) marketing berperan penting dalam 

meningkatkan penjualan melalui pendekatan relasional dan komunikasi yang 

terarah kepada mitra usaha. Penelitian ini menyoroti penerapan strategi B2B yang 

didukung oleh aktivitas personal selling dan program trade sales promotion seperti 

diskon, cashback, dan insentif penjualan. Hasil temuan menunjukkan bahwa 

penawaran produk yang disampaikan secara langsung dan personal mampu 

membangun kepercayaan mitra toko atau kontraktor dan meningkatkan loyalitas 

mereka. Kendala seperti keterbatasan koordinasi daring dan keterlambatan 

informasi disiasati dengan pencatatan internal dan komunikasi aktif bersama tim 

sales. Temuan ini menunjukkan bahwa kombinasi pendekatan personal dan insentif 

dagang dapat mendorong efektivitas strategi B2B dalam konteks industri distribusi 

cat. 

Kata kunci: B2B marketing, personal selling, trade sales promotion, loyalitas 

mitra, strategi penjualan 
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ANALYSIS OF BUSINESS TO BUSINESS (B2B) MARKETING STRATEGY 

IN INCREASING SALES AT PT TANU ALVINDO PERKASA 

(Stephani Widagdo) 

 

 

ABSTRACT 

Business to Business (B2B) marketing strategy plays a vital role in boosting sales 

through relationship-based approaches and targeted communication with business 

partners. This study highlights the implementation of B2B strategies supported by 

personal selling activities and trade sales promotions such as discounts, cashback, 

and incentive programs. Findings indicate that direct and personalized product 

offers help build trust and strengthen partner loyalty among stores and contractors. 

Challenges like limited online coordination and delayed promotional updates were 

addressed through internal documentation and proactive communication with the 

sales team. These findings emphasize that combining personal interaction with 

trade incentives can enhance B2B strategy effectiveness in the paint distribution 

industry. 

Keywords: B2B marketing, personal selling, trade sales promotion, partner 

loyalty, sales strategy 
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