ABSTRAK

Nyarista Susilowati.180531100063.1lmu Komunikasi.Digital Personal Selling
Account Manager pada Pelanggan Potensial PT Telkom BGES Witel Madura.

Tujuan dari penelitian ini adalah untuk mengetahui bentuk dan
implementasi digital personal selling Account Manager divisi Business ,
Government , Enterprise Service PT Telkom Witel Madura. Subjek dari penelitian
ini adalah Account Manager di masing-masing segmen.

Metode penelitian ini menggunakan pendekatan kualitatif deskrip.
Pengumpulan data menggunakan observasi dan wawancara serta dokumentasi .
Analisis data menggunakan teknik Miles & Huberman dan teknik uji keabsahan
data menggunakan triangulasi sumber dan triangulasi teori.

Dari hasil penelitian yang didapatkan dapat diketahui bahwa bentuk dan
implementasi digital personal selling yang dilakukan Account Manager pada
pelanggan PT Telkom BGES Witel Madura dapat mempermudah mengawali proses
inisiasi dengan pelanggan dan juga membangun hubungan dengan pelanggan.

Kata kunci: digital personal selling , pendekatan personal, media digital , hubungan
pelanggan.

Abstract

Nyarista Susilowati. 180531100063. Communication Science. Digital Personal
Selling Account Manager to Potential Customers of PT Telkom BGES Witel
Madura.

The purpose of this study was to determine the form and implementation of
digital personal selling Account Manager Division of Business, Government,
Enterprise Service PT Telkom Witel Madura. The subject of this research is the
Account Manager in each segment.

This research method uses a descriptive qualitative approach. Collecting
data using observation and interviews as well as documentation. Data analysis used
the Miles & Huberman technique and the data validity test technique used source
triangulation and theoretical triangulation.

From the research results obtained, it can be seen that the form and
implementation of digital personal selling carried out by the Account Manager on
PT Telkom BGES Witel Madura customers can facilitate the initiation process with
customers and also build relationships with customers.

Keywords: digital personal selling, personal approach, digital media, customer
relations.
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