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RINGKASAN 

 

Implementasi Profesionalisme Kerja pada Salesman di Swiss-Belinn 

Tunjungan; Gabriela Stefanie Lauren; 4105018057; 2021; Universitas Katolik 

Widya Mandala Surabaya. 

 

Laporan tugas akhir ini dibuat untuk mengetahui implementasi kepribadian 

salesman yang profesional di Sales and Marketing Division Swiss-Belinn 

Tunjungan. Penelitian ini dilatarbelakangi oleh pengamatan penulis tentang 

kepribadian salesman di Swiss-Belinn Tunjungan yang professional. Sehingga 

dalam laporan tugas akhir ini akan ditemukan penjelasan tentang implementasi 

kepribadian salesman yang profesional di Sales and Marketing Division Swiss-

Belinn Tunjungan. Melalui penelitian yang telah dilaksanakan selama penulis 

melaksanakan kegiatan PKL di hotel tersebut, ditemukan ada 5 kepribadian 

salesman yang profesional di Sales and Marketing Division Swiss-Belinn 

Tunjungan. Lima kepribadian salesman yang profesional tersebut meliputi 

engaging personality, assuring personality, compelling personality, dynamic 

personality, curiosity personality. Engaging personality dapat diimplementasikan 

dengan bersikap murah senyum, rendah hati, mencairkan suasana dan mampu 

menyesuaikan diri. Assuring personality dapat diterapkan dengan menguasai 

product knowledge dan percaya diri dari cara menjawab dan body gesture. 

Compelling personality dapat diterapkan dalam memberi informasi serta solusi dan 

saran terhadap klien. Dynamic personality juga dapat diterapkan dengan pantang 

menyerah dalam menghadapi rintangan ketika melakukan penjualan. Serta 

didukung oleh curiosity personality yang diterapkan dalam mencari informasi dan 

hal terbaru yang berguna untuk membekali salesman ketika bertemu dengan klien. 

Melalui Laporan Tugas Akhir ini diharapkan dapat menjadi bahan pengetahuan 

bagi manajemen Swiss-Belinn Tunjungan Surabaya. 

 

Kata kunci: kepribadian, salesman, profesional, engaging personality, assuring 

personality, compelling personality, dynamic personality, curiosity personality, 

murah senyum, rendah hati, menyesuaikan diri, percaya diri 
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ABSTRACT 

Implementation of Work Professionalism in Salesmen at Swiss-Belinn Tunjungan; 

Gabriela Stefanie Lauren; 4105018057; 2021; Widya Mandala Catholic University 

Surabaya. 

 

This final project report was made to determine the implementation of a 

professional salesman personality in the Sales and Marketing Division of Swiss-

Belinn Tunjungan. This observation is motivated by the author's observations about 

the professional personality of the salesman at Swiss-Belinn Tunjungan. So that in 

this final project report will be found an explanation of the implementation of a 

professional salesman personality in the Sales and Marketing Division of Swiss-

Belinn Tunjungan. Through observation that has been carried out while the author 

carried out street vendor activities at the hotel, it was found that there were 5 

professional salesman personalities in the Sales and Marketing Division of Swiss-

Belinn Tunjungan. The five professional salesman personalities include engaging 

personality, assuring personality, compelling personality, dynamic personality, 

and curiosity personality. Engaging personality can be implemented by being 

smiling, humble, breaking the atmosphere and being able to adapt. Assuring 

personality can be applied by mastering product knowledge and being confident in 

how to answer and body gestures. Compelling personality can be applied in 

providing information as well as solutions and suggestions to clients. Dynamic 

personality can also be applied by never giving up in the face of obstacles when 

making sales. And supported by the curiosity personality that is applied in finding 

the latest information and things that are useful to equip salesmen when meeting 

with clients. Through this Final Project, it is hoped that it can be a source of 

knowledge for the management of Swiss-Belinn Tunjungan Surabaya. 

 

Keywords: personality, salesman, professional, engaging personality, assuring 

personality, compelling personality, dynamic personality, curiosity personality, 

smiling, humble, adaptable, confident. 
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