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STARATEGI PERSONAL SELLING I1QOS DALAM
MENINGKATAN MINAT PEMBELIAN KONSUMEN

Edward Wibisono

ABSTRAK

IQOS adalah produk tembakau alternatif pengganti rokok yang dalam
pemasaranya lebih memfokuskan pendekatan secara langsung dengan
memakai strategi personal selling, Melalui pendekatan kualitatif dengan
metode studi kasus, data dikumpulkan melalui wawancara mendalam dengan
staf penjualan (IQOS staff), supervisor, manajer area, serta konsumen yang
telah berinteraksi langsung di booth 1QOS. Hasil penelitian menunjukkan
bahwa keberhasilan personal selling 1QOS ditunjang oleh beberapa aspek
penting, antara lain pelatihan dan pemahaman produk (product knowledge),
standar pelayanan berbasis SOP “WeCare”, keterampilan komunikasi
interpersonal, motivasi kerja, serta dukungan teknologi seperti program
lending, referral, dan after-sales service. Temuan juga mengungkap bahwa
IQOS berfokus tidak hanya pada transaksi, tetapi juga pada pembangunan
relasi jangka panjang melalui pendekatan komunikasi dua arah yang
profesional dan edukatif. Penelitian ini memberikan kontribusi terhadap
literatur pemasaran dengan menyoroti bagaimana strategi personal selling
yang terstruktur dapat mempengaruhi keputusan pembelian dan loyalitas
konsumen dalam konteks produk tembakau alternatif.

Kata kunci: personal selling, IQOS, Konsumen
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IQOS Personal Selling Strategy in Increasing Consumer Purchase
Interest

Edward Wibisono

ABSTRACT

IQOS is an alternative tobacco product that serves as a substitute for
conventional cigarettes, with its marketing strategy primarily focusing on a
direct approach through personal selling.”. Through a qualitative approach
with a case study method, data was collected through in-depth interviews with
sales staff (1QOS staff), supervisors, area managers, and consumers who had
interacted directly at the 1QOS booth. The results of the study indicate that
the success of 1QOS personal selling is supported by several important
aspects, including training and product knowledge, service standards based
on the "WeCare" SOP, interpersonal communication skills, work motivation,
and technological support such as lending programs, referrals, and after-
sales service. The findings also reveal that 1QOS focuses not only on
transactions, but also on building long-term relationships through a
professional and educational two-way communication approach. This study
contributes to the marketing literature by highlighting how a structured
personal selling strategy can influence purchasing decisions and consumer
loyalty in the context of alternative tobacco products.

Keywords: Personal selling, IQOS, Consumen
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