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ABSTRAK 

Penelitian ini bertujuan untuk mengetahui efektivitas komunikasi pemasaran yang 

terfokus pada contacting dan door to door serta mengidentifikasi upaya pemasaran 

PT. Victory International Futures cabang Malang dalam meningkatkan penjualan 

produk perusahaan melalui analisis SWOT. Penelitian ini menggunakan metode 

kualitatif dengan teknik pengumpulan data berupa observasi, wawancara, dan 

dokumentasi. Teknik analisis data yang digunakan meliputi pengumpulan data, 

analisis SWOT, matriks SWOT, dan diagram kartesius. Dari hasil analisis SWOT 

diperoleh skor kekuatan sebesar 1,12, kelemahan sebesar 1,25, peluang sebesar 1,03 

dan ancaman sebesar 1,31. Analisis ini kemudian digambarkan dalam diagram 

kartesius yang menunjukkan bahwa titik koordinat berada pada strategi W-T, yaitu 

strategi defensif dengan cara optimalisasi pelatihan dan pengembangan karyawan, 

meningkatkan branding di sosial media, pengurangan ketergantungan individu dan 

peningkatan kolaborasi, pengelolaan reputasi perusahaan, program peningkatan 

kepercayaan dan pengurangan keraguan karyawan baru, dan pengurangan turnover 

marketing. Meskipun terdapat ancaman dan kelemahan, peluang dan kekuatan yang 

ada sangat mempengaruhi bisnis ini. Strategi yang digunakan oleh PT. Victory 

International Futures cabang Malang adalah strategi dengan analisis SWOT, yang 

diharapkan para dapat membantu para pelaku usaha mempertahankan perkembangan 

bisnis yang sedang berjalan 

Kata Kunci : Efektivitas, Strategi Komunikasi Pemasaran, SWOT, Jumlah Pelanggan 
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ABSTRACT 

This research aims to determine the effectiveness of marketing communications that 

focus on contacting and door to door as well as identifying PT's marketing efforts. 

Victory International Futures Malang branch in increasing sales of company products 

through SWOT analysis. This research uses qualitative methods with data collection 

techniques in the form of observation, interviews and documentation. The data analysis 

techniques used include data collection, SWOT analysis, SWOT matrix, and Cartesian 

diagrams. From the results of the SWOT analysis, a strength score of 1.12 was 

obtained, weaknesses were 1.25, opportunities were 1.03 and threats were 1.31. This 

analysis is then depicted in a Cartesian diagram which shows that the coordinate 

points are in the W-T strategy, namely a defensive strategy by optimizing employee 

training and development, increasing branding on social media, reducing individual 

dependence and increasing collaboration, managing company reputation, programs to 

increase trust and reduce new employee hesitation, and reduced marketing turnover. 

Even though there are threats and weaknesses, the existing opportunities and strengths 

greatly influence this business. The strategy used by PT. Victory International Futures 

Malang branch is a strategy with SWOT analysis, which is expected to help business 

actors maintain ongoing business development 

Keywords : Effectiveness ; Marketing Communication Strategy, SWOT, Number of 

Customers 
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