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MARKETING STRATEGY FORMULATION GUEST HOUSE 
SETIA BHAKTI WANITA WOMEN COOPERATION IN 

SURABAYA 
 
 
 

Grenol Finsen The 
Grenolthe@yahoo.com 

 
 
 

Abstract 
 
 

This research was conducted on the services of homestay in Guest House 
Setia Bhakti Wanita Women Cooperation. This research purpose to find out 
the marketing strategy formulation Guest House Setia Bhakti Wanita 
Women Cooperation in Surabaya. This research used the qualitative 
approach, data is collected in the form of a description of the process. The 
data collecting techniques used in this research is the interview, observation, 
and the Balanced Scorecard. The Data collected in the analysis based on the 
strenght, weakness, opportunities, and threats (SWOT) of product, price, 
place, and promotion (four P’s) Guest House. The results of the analysis are 
obtained in the form of the creation of a special promotions every month, 
forming an interesting programs, increased promotional budgets that needs 
to be increased, establishing a good relation with consumers as well as with 
other companies, try to do direct marketing and public relation, and form an 
attractive advertising. Based on the results of the research then can 
suggested product strategy recommendations to make packaging products, 
price strategy recommendations to create a discount price based on months, 
place strategy recommendations to create a relationship with the Agency, 
and promotion strategy recommendations to create a sales promotion. 
 

Keywords: Marketing strategy, Balanced Scorecard, SWOT Analysis, 
Product, Price, Place, and Promotion 
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FORMULASI STRATEGI PEMASARAN UNIT GRIYA TAMU 
KOPERASI WANITA SETIA BHAKTI WANITA DI SURABAYA 

 
 
 

Grenol Finsen The 
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Abstrak 
 
 

Penelitian ini dilakukan pada jasa homestay di Unit Griya Tamu Koperasi 
Wanita Setia Bhakti Wanita. Penelitian ini bertujuan untuk mengetahui 
formulasi strategi pemasaran Unit Griya Tamu Koperasi Wanita Setia 
Bhakti Wanita di Surabaya. Penelitian ini menggunakan pendekatan 
kualitatif, yaitu data yang terkumpul dalam bentuk deskripsi proses. Adapun 
teknik pengumpulan data yang digunakan dalam penelitian ini adalah 
wawancara, observasi, dan Balanced Scorecard. Data yang terkumpul di 
analisis berdasarkan strenght, weakness, opportunities, dan threats (SWOT) 
dari product, price, place, dan promotion (empat P) Unit Griya Tamu. Hasil 
analisis yang diperoleh berupa dibentuknya sebuah promosi khusus setiap 
bulannya, membentuk program-program yang menarik, peningkatan 
anggaran promosi yang perlu untuk ditingkatkan, menjalin hubungan yang 
baik dengan konsumen serta perusahaan lainnya, mencoba melakukan 
public relation serta direct marketing, dan membentuk media iklan yang 
menarik. Berdasarkan hasil penelitian maka dapat disarankan  rekomendasi 
strategi product untuk membuat packaging produk, rekomendasi strategi 
price untuk membuat harga diskon berdasarkan bulan, rekomendasi strategi 
place untuk membuat hubungan kerjasama dengan keagenan, dan 
rekomendasi strategi promotion untuk membuat promosi penjualan. 
 

Keywords: Strategi pemasaran, Balanced Scorecard, Analisis SWOT, 
Product, Price, Place, dan Promotion 

 
 
 
 
 



 

ix 

 

DAFTAR ISI 

Halaman 

HALAMAN JUDUL .....................................................................  i 

HALAMAN PERSETUJUAN ......................................................  ii 

HALAMAN PENGESAHAN .......................................................  iii 

PERNYATAAN KEASLIAN KARYA ILMIAH DAN PERSETUJUAN 

PUBLIKASI KARYA ILMIAH ....................................................  iv 

KATA PENGANTAR ...................................................................  v 

Abstract ..........................................................................................  vii 

Abstrak ..........................................................................................  viii 

Daftar Isi ........................................................................................  ix 

Daftar Gambar ...............................................................................  xi 

Daftar Tabel ...................................................................................  xii 

Bab 1 Pendahuluan 

1.1. Latar Belakang .........................................................  1 

1.2. Bidang Kuliah Praktik Bisnis ...................................  5 

1.3. Tujuan Kuliah Praktik Bisnis ...................................  5 

1.4. Manfaat Kuliah Praktik Bisnis .................................  6 

1.5. Sistematika Penulisan Laporan Kuliah Praktik 

   Bisnis .......................................................................  7 

Bab 2   Tinjauan Kepustakaan 

2.1. Pemasaran .................................................................  8 

2.2. Bauran Pemasaran Hospitality..................................  11 

2.3. Analisis SWOT sebagai Perumusan Strategi ............  23 

2.4. Analisis Balanced Scorecard ...................................  28 

2.5. Perencanaan Strategi Pemasaran ..............................  31  

2.6. Strategi Pemasaran ...................................................  37 



 

x 

 

2.7. Koperasi ...................................................................  41 

Bab 3   Hasil dan Pembahasan Kuliah Praktik Bisnis 

3.1. Gambaran Umum Kopwan SBW .............................  43 

3.2. Waktu dan Pelaksanaan Kegiatan .............................  46 

3.3. Metode Pengumpulan Data ......................................  47 

3.4. Hasil dan Temuan .....................................................  48 

3.5. Analisis Permasalahan ..............................................  64 

3.6. Pembahasan Permasalahan .......................................  68 

Bab 4   Kesimpulan dan Saran 

4.1. Kesimpulan ...............................................................  72 

4.2. Saran .........................................................................  75 

Daftar Pustaka 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

xi 

 

DAFTAR GAMBAR 

Gambar 2.1. Diagram Analisis SWOT ..........................................  24 

Gambar 2.2. Proses Perencanaan Strategi Bisnis ...........................  32 

Gambar 3.1. Unit Griya Tamu .......................................................  46 

Gambar 3.2. Diagram Milestone ....................................................  55 

Gambar 3.3. Diagram Milestone Bidang Pemasaran .....................  63 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

xii 

 

DAFTAR TABEL 

Tabel 3.1. Tarif Kamar ..................................................................  45 

Tabel 3.2. Analisis SWOT Produk Unit Griya Tamu ....................  65 

Tabel 3.3. Analisis SWOT Harga Unit Griya Tamu ......................  66 

Tabel 3.4. Analisis SWOT Distribusi Unit Griya Tamu ................  67 

Tabel 3.5. Analisis SWOT Promosi Unit Griya Tamu ..................  67 

Tabel 3.6. Diskon Penjualan Tahun 2013 ......................................  69 

Tabel 3.7. Promosi Penjualan Tahun 2013 ....................................  71 


