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ABSTRAK 

 

Alfina Rahma Nazilal Mubarok (20042010231), Pengaruh Personal Selling 

Dan Telemarketing Terhadap Volume Penjualan Jasa Ekspor Peti Kemas 

(Studi Kasus di Divisi General Agency PT Samudera Agencies Indonesia 

Cabang Surabaya) 

 

Ekspor Indonesia adalah pilar utama pertumbuhan ekonomi negara, terutama 

melalui transportasi laut karena kondisi geografisnya sebagai negara kepulauan. 

Sarana pengangkutan laut penting untuk menghubungkan berbagai kota dan pulau. 

Pertumbuhan ekspor melalui laut menunjukkan peningkatan volume penjualan 

ekspor di Indonesia. Perusahaan lokal terkemuka di Indonesia, PT. Samudera 

Indonesia, dikenal luas dalam industri ekspor dan impor dengan jangkauan bisnis 

yang meliputi wilayah Asia secara menyeluruh. Penelitian ini memiliki tujuan 

untuk mengidentifikasi dan mengetahui tentang Pengaruh Personal Selling dan 

Telemarketing terhadap Volume Penjualan Jasa Ekspor Peti Kemas di Divisi 

General Agency PT Samudera Agencies Indonesia Cabang Surabaya. Metode 

penelitian ini bersifat deskriptif kuantitatif karena menggunakan data berupa angka 

yang dianalisis dengan metode statistik. Populasi dalam penelitian ini adalah jumlah 

Personal Selling, Telemarketing, dan total volume penjualan di Divisi General 

Agency PT. Samudera Agencies Indonesia Cabang Surabaya setiap minggu dari 

bulan Januari hingga Desember 2023, dengan total 52 data. Metode analisis data 

yang digunakan adalah regresi linear berganda. Hasil penelitian ini adalah 1) Secara 

simultan, variabel Personal Selling dan Telemarketing berpengaruh positif 

signifikan terhadap Volume Penjualan Jasa Ekspor Peti Kemas Divisi General 

Agency PT. Samudera Agencies Indonesia Cabang Surabaya, 2) Secara parsial, 

variabel Personal Selling berpengaruh positif signifikan terhadap Volume 

Penjualan Jasa Ekspor Peti Kemas Divisi General Agency PT. Samudera Agencies 

Indonesia Cabang Surabaya, 3) Secara parsial, variabel Telemarketing berpengaruh 

positif signifikan terhadap Volume Penjualan Jasa Ekspor Peti Kemas Divisi 

General Agency PT. Samudera Agencies Indonesia Cabang Surabaya. 

Kata kunci: Personal Selling, Telemarketing, Volume Penjualan, Ekspor, 

Samudera Indonesia 
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ABSTRACT 

 

Alfina Rahma Nazilal Mubarok (20042010231), The Influence of Personal 

Selling and Telemarketing on Sales Volume of Container Export Services (Case 

Study in the General Agency Division of PT Samudera Agencies Indonesia 

Surabaya Branch) 

 

Indonesia's exports are the main pillar of the country's economic growth, especially 

through sea transportation due to its geographical condition as an archipelagic 

country. Maritime transportation is important for connecting various cities and 

islands. The growth of exports by sea shows an increase in export sales volume in 

Indonesia. The leading local company in Indonesia, PT. Samudera Indonesia, is 

widely known in the export and import industry with a business reach that covers 

the Asian region as a whole. This research aims to identify and find out the influence 

of Personal Selling and Telemarketing on the sales volume of container export 

services in the General Agency Division of PT Samudera Agencies Indonesia 

Surabaya Branch. This research method is descriptive quantitative because it uses 

data in the form of numbers which are analyzed using statistical methods. The 

population in this research is the number of Personal Selling, Telemarketing, and 

total sales volume in the General Agency Division of PT. Samudera Agencies 

Indonesia Surabaya Branch every week from January to December 2023, with a 

total of 52 pieces of data. The data analysis method used is multiple linear 

regression. The results of this research are 1) Simultaneously, the Personal Selling 

and Telemarketing variables have a significant positive effect on the Container 

Export Services Sales Volume of the General Agency Division of PT. Samudera 

Agencies Indonesia Surabaya Branch, 2) Partially, the Personal Selling variable 

has a significant positive effect on the Container Export Services Sales Volume of 

the General Agency Division of PT. Samudera Agencies Indonesia Surabaya 

Branch, 3) Partially, the Telemarketing variable has a significant positive effect on 

the Container Export Services Sales Volume of the General Agency Division of PT. 

Samudera Agencies Indonesia Surabaya Branch. 

Keywords: Personal Selling, Telemarketing, Sales Volume, Exports, Samudera 

Indonesia  


