ABSTRAK

Adapun penelitian ini bertujuan untuk mengetahui dan menganalisis
pengaruh strategi pemasaran, kualitas pelayanan dan kepuasan pelanggan
terhadap peningkatan penjualan produk sari kurma gingseng salsabil pada PT.
Shad Global Indonesia MSUT27 Medan Deli secara simultan. Penelitian ini
merupakan penelitian deskripsi kuantitatif. Teknik pengumpulan data dilakukan
melalui daftar pernyataan (questioner) dan studi dokumentasi. Sampel dalam
penelitian ini sebanyak 48 responden, dengan analisis regresi linear berganda.
Pengujian hipotesis regresi linear berganda melalui uji t dan uji f. Secara parsial
Strategi Pemasaran berpengaruh Terhadap Peningkatan Penjualan, diketahui
hasil perhitungan thiwng > tranel Yaitu 13,328 > 2,014 dan nilai sig 0,000 < 0,05
maka H; diterima dan Hy di tolak. Kualitas Pelayanan berpengaruh Terhadap
Peningkatan Penjualan, diketahui hasil perhitungan thiung > tanel Yaitu 5,264 >
2,014 dan nilai sig 0,000 < 0,05 maka H; diterima dan Hy di tolak. Dan
Kepuasan Pelanggan berpengaruh Terhadap Peningkatan Penjualan hal ini
dapat dilihat dari hasil perhitungan thiung > tranel 2,546 > 2,014 dan nilai sig
0,014 < 0,05 maka Hs diterima dan Hy di tolak. Secara simultan Strategi
Pemasaran, Kualitas Produk dan Kepuasan Pelanggan berpengaruh Peningkatan
Penjualan, diketahui hasil perhitungan fhiwng > fraper Yaitu 431,340 > 3,20 dan
nilai sig 0,000 < 0,05 maka H, diterima dan Hy di tolak. Sehingga dapat
disimpulkan bahwa Strategi Pemasaran, Kualitas Pelayanan dan Kepuasan
Pelanggan berpengaruh terhadap Peningkatan Penjualan. Nilai koefisien
determinan sebesar 0,967 berarti Peningkatan Penjualan produk sari kurma
gingseng salsabil pada PT. Shad Global Indonesia MSUT27 Medan Deli
dipengaruhi strategi pemasaran, kualitas produk dan kepuasan pelanggan
sebesar 96,7%.
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ABSTRACT

This research aims to determine and analyze the influence of
marketing strategy, service quality and customer satisfaction on increasing sales
of ginseng salsabil date juice products at PT. Shad Global Indonesia MSUT27
Medan Deli simultaneously. This research is a quantitative descriptive research.
Data collection techniques were carried out through a list of statements
(questionnaires) and documentation studies. The sample in this study was 48
respondents, with multiple linear regression analysis. Multiple linear regression
hypothesis testing via t test and f test. Partially, Marketing Strategy has an
effect on increasing sales. It is known that the calculation results of tcount >
ttable are 13.328 > 2.014 and the sig value is 0.000 < 0.05, so H1 is accepted
and HO is rejected. Service quality has an effect on increasing sales. It is known
that the calculation results of tcount > ttable are 5.264 > 2.014 and the sig value
is 0.000 < 0.05, so H2 is accepted and HO is rejected. And Customer
Satisfaction has an effect on increasing sales. This can be seen from the
calculation results of tcount > ttable 2.546 > 2.014 and a sig value of 0.014 <
0.05, so H3 is accepted and HO is rejected. Simultaneously, Marketing Strategy,
Product Quality and Customer Satisfaction have an effect on increasing sales. It
is known that the results of the calculation of fcount > ftable are 431.340 > 3.20
and the sig value is 0.000 < 0.05, so H4 is accepted and HO is rejected. So it can
be concluded that Marketing Strategy, Service Quality and Customer
Satisfaction have an influence on increasing sales. The determinant coefficient
value of 0.967 means an increase in sales of ginseng salsabil date juice products
at PT. Shad Global Indonesia MSUT27 Medan Deli is influenced by marketing
strategy, product quality and customer satisfaction by 96.7%.
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