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 Penelitian ini bertujuan untuk 
menganalisis implementasi penjualan eceran 
terhadap daya minat beli konsumen. Unsur-unsur 
retailing menurut Mr Hanri Ma’ruf ada 6 yaitu 
lokasi, barang dagangan, harga, promosi, 
pelayanan, suasana dalam toko. Adapun 
permasalahan dalam penelitian ini yakni 
bagaimana perencanaan penjualan eceran PT 
Sumber Jaya kimia, bagaimana implementasi 
penjualan eceran terhadap minat beli konsumen 
chamical PT Sumber Jaya kimia, Seberapa besar 
evektivitas penjualan eceran terhadap minat beli 
konsumen chemical pada PT Sumber Jaya kimia. 
Metode yang digunakan dalam penelitian ini 
adalah metode analisis deskriftif. Sumber data 
yang digunakan data yang digunakan adalah 
observasi, wawancara, dokumentasi dan 
triangulasi yang dianggap relavan dalam 
penelitian ini. Berdasarkan hasil analisis 
implementasi penjualan eceran berpengaruh 
secara signifikan terhadap 6 unsur yaitu : Harga, 
lokasi barang dagangan, promosi, pelayan suasana 
dalam toko. 
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 Abstract(12 pt) 

 This study aims to analyze the implementation of 
retail sales on consumer purchasing power. The 
elements of retailing according to Mr. Hanri 
Ma'ruf are 6 namely location, merchandise, price, 
promotion, service, atmosphere in the shop. The 
problem in this research is how the retail sales 
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planning of PT Sumber Jaya Kimia, how the 
implementation of retail sales to the buying 
interest of PT Sumber Jaya Kimia's chamical 
consumers, how big is the effectiveness of retail 
sales on the buying interest of chemical consumers 
at PT Sumber Jaya Kimia. The method used in 
this research is descriptive analysis method. 
Source of data used by the data used are 
observation, interviews, documentation and 
triangulation which are considered relevant in this 
study. Based on the analysis of the 
implementation of retail sales significantly 
influence the 6 elements, namely: Price, location of 
merchandise, promotions, service atmosphere in 
the shop. 
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