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VALIDASI DAN PERENCANAAN BISNIS GROMBI:
STRATEGI MULTI POINT OF SALES UNTUK

MENINGKATKAN PENJUALAN

(Nathasya Marcellina Putri)

ABSTRAK

Grombi merupakan usaha camilan berbasis umbi yang dikembangkan dalam
konteks pertumbuhan industri makanan ringan yang pesat. Melalui rangkaian
program seperti WMK, inkubasi Skystar Ventures, dan P2MW, bisnis ini
menjalani proses validasi pasar yang mencakup riset konsumen, pengembangan
produk, serta pengujian saluran distribusi melalui tenant kampus, titip jual, bazar,
dan event kewirausahaan. Kinerja operasional usaha menunjukkan dinamika
naik-turun akibat kondisi kampus, performa bazar, dan volume konsumen, namun
secara keseluruhan Grombi berhasil membangun fondasi pertumbuhan yang kuat
dengan strategi multi-channel dan peningkatan kualitas operasional serta
pemasaran. Evaluasi pengembangan bisnis menunjukkan kesiapan usaha untuk
ekspansi tiga tahun ke depan melalui penambahan titik penjualan, penguatan
brand, dan profesionalisasi sistem operasional. Pada aspek pemasaran, penelitian
ini menekankan pemanfaatan strategi multi point of sales sebagai pendekatan
utama untuk meningkatkan jangkauan dan penjualan produk. Grombi menerapkan
berbagai titik penjualan seperti kantin kampus, bazaar, dan titip jual untuk
memperluas akses konsumen serta memastikan distribusi yang lebih merata.
Evaluasi performa tiap kanal menunjukkan bahwa strategi ini mampu
meningkatkan visibilitas, mendorong penjualan pada segmen yang berbeda, dan
memberikan dasar pengambilan keputusan yang lebih tepat dalam menentukan
prioritas pemasaran. Untuk mencapai target pertumbuhan sebesar 10% pada 2026,
12% pada 2027, dan 15% pada 2028, Grombi akan memperkuat fondasi
operasional dan citra merek melalui kerja sama dengan kantin kampus, bazaar,
dan kanal online pada tahun pertama; memperluas pasar serta mengembangkan
produk melalui pembukaan multi point of sales berbasis model bisnis B2C
karyawan pada tahun kedua; serta membentuk struktur organisasi yang lebih
sistematis dan mempercepat ekspansi multi point of sales pada tahun ketiga guna
meningkatkan kinerja dan keberlanjutan bisnis.

Kata kunci: Multi Point of Sales, Strategi Pemasaran, Penjualan, Grombi,
Titik Penjualan.
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VALIDATION AND BUSINESS PLANNING FOR GROMBI:

MULTI POINT OF SALES STRATEGY TO INCREASE SALES

(Nathasya Marcellina Putri)

ABSTRACT (English)

Grombi is a cassava-based snack business developed amid the rapid growth of the
snack food industry. Through various programs such as WMK, Skystar Ventures
incubation, and P2MW, the business underwent a comprehensive market
validation process that included consumer research, product development, and
distribution channel testing through campus tenants, consignment partnerships,
bazaars, and entrepreneurship events. The operational performance of the
business showed fluctuations due to campus activity cycles, bazaar performance,
and consumer volume; however, overall, Grombi succeeded in establishing a
strong foundation for growth through multi-channel strategies and improvements
in operational and marketing quality. The business development evaluation
indicates the company's readiness for three-year expansion through the addition
of sales points, brand strengthening, and operational system professionalization.
In the marketing aspect, this study highlights the use of a multi point of sales
strategy as the main approach to expanding market reach and increasing product
sales. Grombi utilizes various sales points such as campus canteens, bazaars, and
consignment channels to broaden consumer access and ensure more evenly
distributed product availability. The evaluation of each sales channel shows that
this strategy effectively enhances visibility, drives sales across different customer
segments, and provides a stronger foundation for making informed marketing
decisions. To achieve the projected growth of 10% in 2026, 12% in 2027, and
15% in 2028, Grombi will strengthen its operational foundation and brand image
through collaborations with campus canteens, bazaars, and online channels in the
first year, expand its market and develop products through the opening of
additional multi point-of-sales under a B2C employee-based model in the second
yvear; and establish a more structured organization while accelerating multi
point-of-sales expansion in the third year to enhance performance and long-term
business sustainability.

Keywords: Multi Point of Sales, Marketing Strategy, Sales Performance,
Grombi, Sales Channels.
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