
ABSTRACT 

 

UNICO SYSTEM DEVELOPMENT COMPANY SALES TURNOVER MART TO 

INCREASE SALES BASED ON SALES RETAIL, WHOLESALE AND ONLINE 

 

This research discusses about the development of selling mechanisms in 

Unicomart to increase the overall turnover from retail, wholesale, and online selling 

channels. This research is based on the fact that Unicomart’s sales were declining to 

the point that the overall turnover also took a plunge. The purpose of this research is 

to identify the most appropriate selling systems that will increase the company’s 

turnover through retail sales, wholesale purchases, and online sales. The variables 

used in this research are sales system and overall turnover. Sample collection is 

performed using purposive sampling technique. This research is categorized as a 

descriptive qualitantive research. The data collection methods in this study include 

interviews with structured open questions and field observation. Meanwhile, the 

documentation is obtained from interview transcripts, interview voice recording, and 

informant photographs. A total of 8 informants are used as research sources. They 

are 3 Unicomart retail customers, 2 Unicomart wholesale customers, a source from a 

sister company, a stationary expert, and a sales expert. Source triangulation is used 

to check the validity and reliability of the data. This technique requires information 

retrieval from multiple sources before applying the triangulation technique to process 

the data.  Observation is used to compare the sources' statements and the actual 

conditions in the field. The data analysis process in this study is performed using 

Miles and Hubermal model, which consists of data collection, data reduction, data 

presentation, and conclusion deduction. Research results suggest that in order to 

increase the turnover of Unicomart, certain systems need to be implemented, such as 

improving the retail selling system by implementing bonus and discount systems, 

creating a customer relationship management system, and adding membership 

system. Additionally, the wholesale selling system can be improved by implementing 

bundling system, using salesman, and opening new distribution channels by 

searching new distributors and agents. Finally, the online selling system can be 

improved by implementing the paid promotion system, creating a website with 

subscriber function, and adding a member-get-member system. 
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