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ABSTRAK 

ANALISIS STRATEGI BAURAN PEMASARAN DALAM MENINGKATKAN 

VOLUME PENJUALAN KEDAI TEMPONG SURABAYA. 

 

Penelitian ini bertujuan untuk mengidentifikasi strategi pemasaran yang digunakan 

oleh Kedai Tempong Surabaya dalam upaya meningkatkan volume penjualan. Metode 

pengambilan sampel dilakukan secara purposive dengan mengevaluasi penerapan 

strategi bauran pemasaran 7P (produk, harga, tempat, promosi, orang, bukti fisik, 

proses). Penelitian ini dianalisis menggunakan pendekatan deskriptif kualitatif serta 

analisis SWOT (Strength, Weakness, Opportunity, Threat). Analisis SWOT digunakan 

untuk menilai kekuatan dan kelemahan internal perusahaan serta peluang dan ancaman 

dari lingkungan eksternal. Dengan analisis SWOT, dapat dihasilkan beberapa alternatif 

strategi pengambilan keputusan yang efektif. Hasil penelitian menunjukkan bahwa 

Kedai Tempong Surabaya memiliki kekuatan internal sebesar 2,25, kelemahan 0,71, 

peluang 1,53, dan ancaman 1,33. Berdasarkan diagram analisis SWOT, Kedai 

Tempong Surabaya berada di posisi kuadran 1, yang mendukung strategi pertumbuhan 

agresif (growth oriented strategy) untuk meningkatkan omzet penjualan. 

 

Kata Kunci : Bauran Pemasaran, Volume Penjualan, Analisis SWOT 
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ABSTRACT 

ANALYSIS OF MARKETING MIX STRATEGY IN INCREASING SALES 

VOLUME OF KEDAI TEMPONG SURABAYA 

 

This research aims to identify the marketing strategies used by Kedai Tempong 

Surabaya to increase its sales volume. The sampling method was conducted 

purposively by evaluating the implementation of the 7P marketing mix strategy 

(product, price, place, promotion, people, physical evidence, process). This study was 

analyzed using a descriptive qualitative approach as well as a SWOT analysis 

(Strength, Weakness, Opportunity, Threat). SWOT analysis was used to assess the 

company's internal strengths and weaknesses, as well as external opportunities and 

threats. Through SWOT analysis, several alternative decision-making strategies can 

be generated. The results of the study show that Kedai Tempong Surabaya has internal 

strengths of 2.25, weaknesses of 0.71, opportunities of 1.53, and threats of 1.33. Based 

on the SWOT analysis diagram, Kedai Tempong Surabaya is positioned in quadrant 

1, which supports an aggressive growth-oriented strategy to increase sales turnover. 

 

Keywords: Marketing Mix, Sales Volume, SWOT Analysis


