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PENERAPAN STRATEGI DIRECT MARKETING B2B 

DALAM PT WARNAPRIMA KIMIATAMA 

 
Richie Vijjasena 

 

ABSTRAK 

 

 

Di era globalisasi dan persaingan bisnis yang semakin kompetitif, komunikasi 

pemasaran memegang peranan strategis dalam menunjang keberlangsungan dan 

pertumbuhan perusahaan, khususnya dalam industri kimia seperti solvent dan 

thinner. PT Warnaprima Kimiatama sebagai salah satu produsen dan distributor 

thinner serta bahan pelarut kimia di Indonesia menerapkan berbagai strategi 

komunikasi pemasaran seperti direct marketing, public relations, dan pemanfaatan 

platform digital. Beroperasi dalam pasar business-to-business (B2B), perusahaan 

menekankan pentingnya membangun hubungan jangka panjang dengan klien 

melalui pendekatan komunikasi yang efektif dan personal, berdasarkan konsep 

marketing mix 7P. Perkembangan teknologi digital turut mendukung optimalisasi 

saluran komunikasi seperti media sosial, email, dan pesan instan. Melalui program 

magang ini, penulis bertujuan untuk mengamati sekaligus menerapkan teori 

komunikasi pemasaran yang telah dipelajari selama kuliah ke dalam praktik nyata 

industri, serta memahami bagaimana perusahaan membangun loyalitas pelanggan 

dan mengelola hubungan bisnis secara berkelanjutan. 

 

Kata kunci : komunikasi pemasaran, business-to-business (B2B), strategi 

pemasaran, direct marketing 
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THE IMPLEMENTATION OF DIRECT MARKETING B2B IN PT 

WARNAPRIMA KIMIATAMA 

 
Richie Vijjasera 

 

ABSTRACT 

 

 

In today's era of globalization and increasingly fierce business competition, 

marketing communication plays a strategic role in supporting the sustainability and 

growth of companies, particularly in the chemical industry that produces solvents 

and thinners. PT Warnaprima Kimiatama, as one of the solvent and thinner 

manufacturers and distributors in Indonesia, implements various marketing 

communication strategies including direct marketing, public relations, and the use 

of digital platforms. Operating in a business-to-business (B2B) market, the 

company emphasizes long-term relationship building with clients through effective 

and personalized communication approaches based on the 7Ps of the marketing 

mix. The advancement of digital technology also supports the optimization of 

communication channels such as social media, email, and instant messaging. 

Through this internship, the writer aimed to observe and apply marketing 

communication theories learned in college to real-world industry practices, as well 

as to understand how the company fosters customer loyalty and manages business 

relationships. 

 

Keywords : marketing communication, business-to-business, marketing strategy, 

direct marketing 
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