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ABSTRACT

UKM Prime Store operates as aretail store that sells various
oils by taking oil from authorized oil distributors,
digtributing it to various motorbike repair shops and to as
many agents as possible so that it reaches consumers. The
strategic plan needs to be used due to the decline in market
demand by 20% in 2019, where in 2018 2000 boxes were
sold per month, but in 2019 only 1600 boxes were sold per
month, in 2020 there was an increase of 10% at the
beginning of the year to 1700- 1800 in January - June 2020,
then decreased again until the end of 2020. The purpose of
this research is to increase sades volume by utilizing
technological  advances, increasing sales through
brochuresand promotions. The methods used are the SWOT
method, QSPM and the 4P method. From the strategic
results obtained 6 strategies that can be used from QSPM
data processing, it is hoped that UKM can increase sales by
taking advantage of technological advances, and increase
sales through brochures and promotions made by UKM.
This research is expected to help companies and UKM
affected by the pandemic to get up and increase the sales of
their products again.

DOI: https://doi.org/10.35891/jkie. v8i2. 2535

1. Introduction

The automotive world is obviously closely related to lubricant, because every vehicle must use it
and routinely replace it once every 3 months to preserve and maintain the performance of the machine.
As technology develops, new vehicles produced nowadays have a feature that will tell its owner when
it'stime to replace the oil. Astime progresses, more types of oil are available on the market, including
fake ones. Customers can buy a well known brand of ail, but at prices that are much lower than the
normal price, which will certainly destroy the authentic oil market.

UKM Prime Store operates as a retail store that sells various oils by taking oil from authorized
il distributors, by distributing it to various motorbike repair shops and to as many agents as possible
so that it reaches consumers. The strategic plan needs to be used due to the decline in market demand
by 20% in 2019, where in 2018 2000 boxes were sold per month, but in 2019 only 1600 boxes were
sold per month, in 2020 there was an increase of 10% at the beginning of the year to 1700- 1800 in
January - June 2020, then decreased again until the end of 2020.
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2. Literature Review

The research “Marketing Strategy Analysis Using SWOT Matrix and QSPM (Case of Study:
Restoran WS Soekarno Hatta Malang)” shows that in order to maintain the image of a company,
several actions must be taken such as, improving the restaurant’ s facility, maintaining the quality and
customer service to attract customers, improving management functions and good teamwork for the
sake of the company, offering a delivery order for customers, taking advantage of developing
technology for marketing, offering a cheaper option for middle to lower class customers as well as
maintaining a good relationship with the supplier (Hany Setyorini, Mas ud Effendi, Imam Santoso
2016). The research “Quantitive Strategic Planning Matrix (QSPM) (Case of Study: Quality
Improvement Strategy of Graduated Cullinary Students)” shows that in order to improve the quality of
the graduates, an improvement on the accreditation assessment must be done (Tuatul Mahfudl,
Y ogiana Mulyani 2017). The research “ Applying 8P Marketing Strategy To Increase Sales at Warung
Marso Malang” shows that by using 8P method, there's a significant change of increasing sales at
Warung Marso Malang (Asep Dana Saputra, Rahman Nurmala, Andhika Prayoga Cakrawala 2018).

3. Methodology

This research is conducted at UKM Prime Store which is located at Jalan Bilal, Gg. Idris No 38,
Medan, North Sumatera. This research is limited to only discussing about internal and external factors
of the store that is obtained by interview with the store management. The research procedureis carried
out asfollows:

a. Survey
Survey is doneto collect information about the store

b. Problem Identification
Problem Identification is done by interviewing the store management to obtain information about
the store

c. Literature Review
Literature Review is donein order to find information that may help this research

d. Variable ldentification
Research variable identification is in the form of internal and externa environmenta variables and
this data includes the strengths, weaknesses, opportunities and threats of the store.

€. Respondent Classification
Respondents consist of 5 chosen people from the store who have knowledge about the store
condition internally and externally.

f. Data Analysis
Data compilation is done by using SWOT method, Quality Startegic Planning Matrix (QSPM), 4P
method and KPI.

Theresearch flowchart isasfollows:

Start
v
Field Study

®
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Study of literature
v
Formulation problem
v
Data Collection
- Review past years sales data
- Online salesreview
- Review the competitors
- Share the questionaire
v
Data Procesing

- Datarecap

- Matrix SWOT

- Matrix IFE & EFE
- Matrik IE

- Matrix QSPM

v
Marketing Mix 4P
v
KPI
v
Result and Conclusions

Source: Data Processing Results

4. Resultsand Discussion

UKM Prime Store is one of the stores that operates in the automoative field, founded by Jacky in
2018. The area of sales has reached Aceh. Data compilation that will be carried out in this research
will review last year's sales data, handing out questionnaires to the store’ s customers, surveying online
sales and reviewing the competitors of the store.

a. Internal and External Enviromental Analysis (SWOT)

Internal environment refers to strengths and weaknesses, whereas external environment refersto
opportunities and threats. Mapping of internal and external environments of the company as well as
the prepared strategies.

Table1l. Matrix SWOT
Strength Weakness

S.1. Have good quality, and of |W.1. Poorly trained employees

course the origina product |W.2. Narrow and piled up
External/internal S.2. Selling various types of storage

brands and variants of |W.3. Modest promotion

motor vehicle ail W.4. QOil stock that is not ready
S.3. Easy purchase W.5. slow response
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S.4. An affordable price

Threat

ST

WT

T.1. Inauthentic products
T.2. Better promotion

ST.1. Increased advertising and

promotion (online)

WT.1. Add customer service to
improve service quality

T.3. Economy ST.2. Maintain friendly prices | WT.2. Collaborating with
T.4. Pandemic condition that | ST.3. Improvement of sales other companies

isn’t controllable facilities & services

ST.4. Maintain the quality of
the ail sold
Opportunities SO WO

O.1. Able to be ordered| SO.1.Increase sales volume by | WO.1. Collaborating with

through online apps (grab, leveraging technological other companies

gojek) advances WO.2. Rent a new place for
0O.2. Able to be purchased an | SO.2. Expanding marketing offline selling

convenient stores reach (franchise)
0.3. Offering franchise SO.3.Make it easy for
0O.4. Shipping national wide customers to shop

b. MatriksInternal Factor Evaluation (IFE) dan Eksternal Factor Evaluation (EFE)

External environment analysis is carried out by identifying internal factor of the company to
find out the strengths and weaknesses of the company itself. After being identified, value and rating
will be given to each of the variables. Interna factor “having good quality and authentic products’ is
given 0.53 rating. The same method is used for other calculations of internal and externa factors.
Based on the calculation, the IFE matrix score is 3.89. IFE & EFE Matrix Table can be seen in Table

2.
Table2. IFE & EFE Matrix
Strenghts Rating Average Value Average Total Scrore
Having good quality and authentic products 4.2 0.12 0.53
Various types 3.6 011 0.38
Easy puchase 3.8 0.11 0.42
Affordable price 4.6 0.14 0.63
W eaknesses

Poorly trained employees 3.2 0.09 0.3
Narrow place 4.4 0.13 0.57
Poor advertising 4.2 0.12 0.52
Unready stock of products 34 01 0.34

Slow respond 2.6 0.08 0.2
Total 1 3.89

- Rating Value Total
Opportunities Average Average Score

Able to be ordered through online apps (Grab/Gojek) 34 0.14 0.47
Able to be purchased an convenient stores 3.2 0.13 0.42
Offering franchise 3.2 0.13 0.42
Shipping national wide 3.6 0.15 0.53
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Threats
Inauthentic products 22 0.09 0.2
Better promotion 2.8 0.11 0.32
Economy 2.2 0.09 0.2
Pandemic condition that isn’t controllable 4 0.16 0.65
Total 1 321

Source: Data processing

External environment analysis is carried out by identifying the company’s external factors such
as opportunities and threats of the company itself. After being identified, value and rating will be
given to each of the variables. Based on the calculation, the EFE matrix scoreis 3.21..

After the IFE & EFE matrix is arranged, the next step is to arrange it in the IE matrix table,
where the average value of IFE is 3.89 and the average value of EFE is 3.21. Those values show that
the company is in quadrant 1, which is Growth & Build, meaning the company needs a strategy to
grow and develop to be better in the future. The IE matrix can be seenin Table 3.

Table3. Matriks IE

TABEL IE
IFE
Strong(3.0- | Average(2.0 Weak(1.0
4.0) -2.99) eak(1.0-
1.99)
High(3.0- | I i
“4.U)
Medium(2.0 Y
EFE -2.99)
Low (1.0 -
1.99) kL
Growth & Hold &
Build Maintain

Source: Data processing

¢. Quality Strategic Planning Matriks (QSPM)

QSPM is one of the stages in strategy analysis, where the appropriate strategy will be selected
for the company and will be calculated using QSPM analysis method. The result of this research
shows that the highest score of the Total Attractiveness Scores (TAS) will be the most necessary
strategy for the company to maintain the company’ s performance and future development.

Based on the strategy, the result shows the highest score of TAS is 0.5, which is “maintaining
the quality of products’. By focusing on this strategy, it is expected for sales to increase every year.
The employees are aso expected to have good knowledge of the products in order to be able to offer
the best customer service and maximum sales. QSPM table can be seen in table 4.
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Table4. QSPM Matrix

No. Analysis Strategy TC_IJ:[EISO]C Rating
Increasing sales by taking advantage of developing
1 0.44 I
technology
2 Maintaining the quality of products 0.48 I
3 Increasing area of sales 0.32 VIl
4 Making it easy for customer to shop 04 v
5 Working together with other companies 0.12 X
6 Renting a new place for offline sales 0.18 IX
7 Improving advertising and promotion 0.36 VI
8 Maintaining affordable prices 0.39 \Y,
9 Improving facilities and services 04 Il
10 Having more customer service to increase service quality 0.18 VI

Source: Data processing

d. Marketing Mix 4P
After the QSPM strategy for the company is determined, next step is to classifying the products

according to 4P which includes product, price, promotion and place. The main purpose is for the
company to achieve its purposes and increasing sales easily.
a) Product :

Maintaining the quality of products.
b) Price

Maintaining affordable prices.
¢) Promotion

Improving advertising and promotion.

Improving facilities and services.
d) Place

Increasing sales volume by taking advantage of devel oping technology (online).

Increasing area of sales (franchise).

e. Preparation of Tactical and Operational Plans
Tactical and operational plans are carried out in order for the company to achieve its purposes

easily by breaking down every strategy starting from tactical to operational.

Table5. Preparation of Tactical and Operational Plans

Strategic Planning
. Keep the good
Keep ?d.l 'ng prices Increase sales volume by Expanding
the original Increase the Improve sales . .
. ] e ) taking advantage of marketing reach
good quality promation facilities & services . f
il technology (online) (franchise)
Tactical Planning
Distributors, Distributors Promotion . . Distributors
Selection Selection Planning SalesPlanning SalesPlanning Selection

Operational Planning H
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. Active with Receive customer Be active with social Transportation
Small Profit . . . )
social media review media (town)
Original Give the better
. . Provid ; - . -
Product High profit pror(::gtisn service Digital marketing Expedition (out of
. . " -
with bonus R Positive rapon;m to training town)
customer review
Material Flow

Source: Data processing

f. Detail Operational Plans
This plan method is carried out in order to achieve the company’s purposes for several years in
the future. As can be seen in table 5, the whole strategy for the next 3 years is broken down.

Table6. Operational Plan Table

Tactica . : Run On PIC Estimated
No | Strategy Plamning | OPeraiona Planning oo 023| Dept. | 29 Cost
Keep sdlling the| . .
. Distributors _ Keep the Start from
1 orlgl.nal QOOd Selection Original Product v Jacky customer Rp720.000/dus
quality oil
5 Keepthegood | Distributors Small Profit v Jack K::g rt:aerk ot Rp 500/bottle -
prices Selection | High profit with bonus y grices Rp 1.000/bottle
Active with social media
Increase the Promotion - - ) Sales
3 . ) I Provide promotion to v Willy Rp1,000,000
promotion Planning Growth
customer
Receive customer review
Improve sales Give the better service
4 |tacilities& Saes e the postive v Suwa | Goodplace | 1 4 006,000
. Planning ndi and service
services responses to customer
review
Increase sales Be active with social
volume by media
5 | taking advan- Saes — . v willy | A Rp5,000,000
Planning | Digital marketing Growth
tage of techno- -
) training
logy (online)
Expanding Transportation (town)
marketing Distributors - Whole Rp100,000,000/
6 reach Selection Expedition (out of v Sales Sumatra Store
. town)
(franchise)

Source: Data processing
1 year estimated cost £Rp 2.000.000.000 (two billion rupiah).

g. Arranging Key Performance Indicator (KPI)
KPI arrangement is necessary in order to find out about our target for the next 3 years, so that
the company can focus and achieve the target every year. The whole KPI can be seenin table 6.
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Table7. KPI Table

No Key Performance Unit of 2021 Target | 2022Target | 2023 Target
Indicators M easur ement
1 | % SdesGrowth % 10% 10% 10%
2 | Customer Satisfaction Score Scale 4.25 45 4.99
(1-5, 5=Very Sdtisfied)

3 | % Genera Oil Available % 80% 85% 90%

4 | % Specid Oil Available % 20% 20% 30%

5 | Branch Store Unit 1 5 10

6 | Branch Store Turnover Million Rp100 Rp100 Rp100

7 | % Net Profit % 6% 6% 6%

Source: Data processing

5. Conclusion

Based on the strategy results collected from QSPM, it is expected for the company to increase
its sales by taking advantage of developing technology and improving its advertising and promotion.
By detailing and breaking down all the strategies, it is expected to be the solution in order for the
company to achieve its purposes and reach itstarget for the next several years.

Acknowledgements

| would like to express my gratitude to God Almighty for His blessings and grace, | am able to
finish thisjourna in time. | would also like to thank Mr. Irwan Budiman and Mrs. Anita Sembiring as
my supervisors who have been willing to take the time to guide me, so that this journa can be
finished. Last but not least, | would like to thank Mr. Jacky as the CEO of Prime Store who has
allowed meto conduct this research at his company.

References
Abyaa, H., Khalilib, M., Ebrahimic, M., Movaheda, A. 2015. Strategic planning for tourism industry
using SWOT and QSPM. Management Science Letters 5, 295-300
Abbasi, F., Esparcia, J., Saadi, H.A. 2019. From Aanlysis To Formulation Of Strategies For Farm
Advisory Services (Case Study: Vaencia— Spain). Sciendo Vol 11 No 1 P. 43-73
Abdolshah, M., Beshedli, B.F., Besheli, S. Norouzi, A. 2017. Strategic Planning for Agriculture Section
using Swot, QSPM and Blue ocean- case Study: Eshragq Agro-industry company. IJAMAD 8(2),
149-162
Banutu, M., Gomez. 2012. Coca-Cola: International Business Strategy for Globalization.I TARC
Basset, M.A., Mohamed, M., Smarandache, F. 2018. An Extension of Neutrosophic AHP-SWOT
Analysisfor Strategic Planning and Decision-Making. Symmetry 10, 116
Fauzi, A., & Mas ud, M. I. (2019). Proses Manufaktur Pada Mesin Primer Dan Sekunder CV . Karunia
Menggunakan Metode Linier Progamming. JKIE (Journal Knowledge Industrial Engineering),
6(2), 59-65. https://doi.org/https://doi.org/10.35891/jkie.v6i2.2055
Hanik, U., & Mas'ud, M. |. (2019). Perencanaan Inovas Pengembangan Agrowisata Bukit Flora
Dengan Pendekatan Metode Bisnis Model Kanvas. JKIE (Journal Knowledge Industrial
Engineering)Journal Knowledge Industrial Engineering, 6(3), 81-90.
https://doi.org/https://doi.org/10.35891/j kie.v6i 3.2088
Hermansyah, M. 2021 Implementation of Decision Support Systems In Cement Supplier Evaluation

Using Fuzzy Analytical Hierarchy Process (F-AHP). JKIE Vol 8 No 1

Hermansyah, M., & Mas ud, M. I. (2018). Penentuan Menu Makanan Dalam Pemenuhan Kebutuhan
Kaori Buruh Pabrik Dengan Analisis Detak Jantung. Jurnal Rekayasa Sstem Industri, 7(1), 11.

-105 -



P-ISSN: 2460-0113 | JKIE (Journal Knowledge Industrial Engineering) | E-ISSN: 2541-4461
DOI: https://doi.org/10.35891/jkie.v8i2.2535 1Vol. 8, No. 2, August 2021, pp.98-106

https://doi.org/10.26593/jrsi.v7i1.2371.11-20
Mahfud, T., Mulyani, Y. 2017. Aplikasi Metode QSPM (Quantitative Strategic Planning Matrix)
(Studi Kasus: Strategi Peningkatan Mutu Lulusan Program Studi Tata Boga). JSHP Vol 1 No.1.

Masud, M. I., & Wijayanti, E. (2017). Andisis Evaluasi Biaya Dan Penjadwalan Waktu Proyek
Pengolahan Limbah Pt. Ki Dengan Pendekatan Pert. J-Ensitec, 3(2), 111-117.
https://doi.org/10.31949/j-ensitec.v3i2.644

Masud, M. I., & Wahid, A. (2020). Model pengembangan pengelolaan hasil tangkap ikan masyarakat
pesisir kabupaten Pasuruan melalui pendekatan linear programming dan business model canvas
dalam industri 4.0. Agromix, 11(1), 115-124. https://doi.org/10.35891/agx.v11i1.1672

Nejad, M., Agha, F., Zadeh, Y. F. 2017. QSPM Uage In SWOT Analysis As A Tool For Strategic

Management Of Caspian Sea Coasts (Case Study: Tourism Development In Caspian Eastern
Coast At Gilan Province). Journal of Tourism Management Research, Vol 4, No 1, 1-11

Novitasari, & Mas'ud, M. I. (2020). Integrasi Linier Programming dan Program Dinamik Untuk
Menentukan Jumlah Produksi Kopi Yang Optimum di Ud. Gading Mas. JKIE (Journal
Knowledge Industrial Engineering), 7(1), 30-37. https://doi.org/10.35891/jkie.v7i1.2095

Pazouki, M., Jozi, SA., Ziari, Y.A. 2017. Strategic management in urban environment using SWOT

and QSPM model. Global J. Environ. Sci. Manage.,3(2): 207-216.

Quesado, P., Guzmén, B.A., Rodrigues, L.L. 2017. Advantages and contributions in the balanced
scorecardimplementation. Omniascience, 14(1) : 186-201

Saputra, A.D., Nurmala, R., Cakrawala, A.P. 2018. Penerapan Strategi Pemasaran 8P Terhadap
Peningkatan Omset Penjualan Pada Warung Marso Malang. Jurnal Eksekutif Vol 15 No. 1.

Shojael, M. R., Taheri, N.S., Mighani, M.A. 2010. Strategic planning for a food Industry Equipment
manufacturing factory, Using SWOT Analysis, QSPM, and MAUT models. Asian Journal Of
Management Research.

Setyorini, H., Effendi, M., Santoso, I., 2016. Analisis Strategi Pemasaran Menggunakan Matriks
SWOT dan QSPM (Studi Kasus: Restoran WS~ Soekarno Hatta Malang). Jurnal Teknologi
dan Manajemen Agroindustri 1: 46-53.

Steele, Kostourou, McClements, C Watling, G Libby, D Weller, et al. 2010. Effect of gender, age and
deprivation on key performance indicators in a FOBT-based colorectal screening programme. J
Med Screen 17: 68-74.

Subramaniam, Nurunnabi, M. 2020. A framework for comprehensive evaluation of drivers and
barriers for renewable energy development in significant countries. Energy Reports 6. 1838-
1864.

Syafd at, A., Wahid, A. 2020. Strategi Pemasaran Produk Sepatu Menggunakan Metode Analisis
Swot Dengan Matrik IFAS EFAS di PT Bagoes TjiptaKarya. JKIE Vol 7 NO 3

Wanga, y., Xua, L., Solangia, Y.A. 2020. Strategic renewable energy resources selection for Pakistan:
Based on SWOT-Fuzzy AHP approach. Elsevier, 52 (2020) 101861

Wahid, A. 2021. Improving the Quality of Tempe Products with GMP and Model Based Integrated
Process Improvement in SME Pacarkeling. JKIE Vol 8 No 1, PP 1-9

Wibowo, M.E., Daryanto, A., Rifin, A. 2018. Strategi Pemasaran Produk Sosis Siap Makan (Studi
Kasus: PT Primafood Internasional). Manajemen IKM,Vol 13 No 1

Yulianto, E. D., Munir, M. 2020. Optimasi Rute Distribusi Produk Untuk Meminimalkan Biaya
Transportasi Dengan Metode Saving Matrix di PT.XYZ. JKIEVol 7NO 3

-106 -



