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ABSTRACT 
 
 
 

Develop A Strategy to Increase United Tractors Truck Sales Through The Customer 

Maintenance Improvement Program 

 

By 
 

Ramdani 

Ivan Kurniawan, S.T., B.Eng., MBA, Advisor 

Dr. MauIahikmah GaIinium, S.Kom, M.Sc., Co-Advisor 

 
 

 

SWISS GERMAN UNIVERSITY 

 

 

In 2021 the number of sales increased by 50% from the previous year.  The demand for truck 

needs s very high due to the rising coal prices.  This triggered the company PT. United 

Tractors to implement CMIP (Customer Maintenance improvement Program) marketing 

strategy to be able to increase truck sales. This s one of the strategies of United Tractors 

Banjarmasin Branch to maintain customer loyalty because with this strategy customers get 

maintenance training for mechanics both new and experienced. The purpose of this study s 

to analyze marketing strategies using the SWOT method and determine the level of influence 

of marketing strategies on customer loyalty.  Based on the results of research with the SWOT 

method (strength, weakness, opportunities, and threats) it is known that by applying the 

CMIP (Customer Maintenance improvement Program) marketing strategy to PT. United 

Tractors Banjarmasin Overseas Area (KM71) is in the strength–opportunity (SO) position, 

which is to use the company's internal strength to take advantage of existing external 

opportunities.  The degree of influence obtained by multiple linear regression analysis of 

87.5% of marketing strategies affecting customer loyalty. While the remaining 12.5% s 

explained by other factors outside the research model.  

 

Keywords: Strategy, Customer Maintenance improvement Program, SWOT Analysis, 

Regression 

 



 

 

 

DEVELOP A STRATEGY TO NCREASE UNITED TRACTORS TRUCK SALES  

THROUGH THE CUSTOMER MAINTENANCE MPROVEMENT PROGRAM Page 4 of 103 

  

 

Ramdani 

ABSTRAK 
 
 
 

Pengembangan Strategi Untuk Meningkatkan Penjualan Truk United Tractors Melalui 

Program Peningkatan Pemeliharaan Pelanggan 

 

OIeh 

 

Ramdani 

Ivan Kurniawan, S.T., B.Eng., MBA, Advisor 

Dr. MauIahikmah GaIinium, S.Kom, M.Sc., Co-Advisor 

 
 

 

SWISS GERMAN UNIVERSITY 

 

 

In 2021 jumlah penjualan meningkat 50% dari tahun sebelumnya.   Permintaan kebutuhan 

truk sangat tinggi karena kenaikan harga batu bara.   Hal ini memicu perusahaan PT United 

Tractors menerapkan strategi pemasaran CMIP (Customer Maintenance improvement 

Program)  untuk  dapat meningkatkan penjualan truk. Hal ini merupakan salah satu strategi 

United Tractors Cabang Banjarmasin untuk menjaga loyalitas pelanggan karena dengan 

strategi ini pelanggan mendapatkan pelatihan maintenance untuk mekanik baik yang baru 

maupun yang berpengalaman. Tujuan penelitian ini untuk menganalisis strategi pemasaran 

menggunakan metode SWOT dan mengetahui tingkat pengaruh strategi pemasaran terhadap 

loyalitas pelanggan.  Berdasarkan hasil penelitian dengan metode SWOT (strength, 

weakness, opportunities, and threats) diketahui bahwa dengan penerapan strategi pemasaran  

CMIP (Customer Maintenance improvement Program) PT United Tractors Banjarmasin 

Area Rantau (KM71) berda pada posisi strength–opportunity (SO), yaitu menggunakan 

kekuatan internal perusahaan untuk memanfaatkan peluang eksternal yang ada.  Tingkat 

pengaruh yang diperoleh oleh beberapa analisis regresi linier dari 87,5% strategi pemasaran 

yang mempengaruhi loyalitas pelanggan. Sedangkan sisanya 12,5% s dijelaskan oleh faktor-

faktor lain di luar model penelitian.  

 

Kata Kunci: Strategi, Customer Maintenance improvement Program, Analisis SWOT, 

Analisis Regresi  
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