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ABSTRAK
Awwalia, Naili Rizqi, 2022, Implementasi Strategi Personal Selling Pada
Produk Simpanan Mudharabah Biasa (SIMASA) (Studi Kasus
KSPPS BMT Surya Raharja Cabang Karangbinnagun-
Lamongan). Skripsi Prodi Ekonomi Syariah, Fakultas Syariah,
Institut Pesantren Kh. Abdul Chalim, Pembimbing I. Nur Dinah
Fauziyah, M.E. Pembimbing Il Sundari M.Pd.

BMT merupakan lembaga keuangan mikro yang berprinsip syariah
dan berbadan hukum koperasi. Dalam segala usahanya BMT
menganut pada peraturan undang-undangan UU. No.25 Tahun 1992
tentang perkoperasian pasal 7 ayat 4, peraturan pemerintah Rl No.9
Tahun 1995 tentang pelaksanaan kegiatan usaha simpan pinjam oleh
koperasi keputusan mantri Negara koperasi dan usaha kecil dan
menengah  N0.91/Kep/M.KUKM/1X/2004  tentang  Petunjuk
Pelaksanaan Kegiatan Usaha Koperasi Jasa Keuangan Syariah.

Pada penelitian ini peneliti mengunakan pendekatan kualitatif studi
kasus, lokasi penelitian ini di KSPPS BMT Surya Raharja Cabang
Karangbinangun-Lamongan. Teknik pengumpulan data yang
digunakan adalah observasi, wawancara, dan dokumentasi. Teknik
analisis data yang digunakan adalah triangulasi sumber data

Hasil yang didapat dari penelitian dilapangan menunjukkan bahwa
dalam menjalankan kegiatan promosi produk simpanan mudharabah
biasa (SIMASA) KSPPS BMT Surya Raharja Cabang
Karangbinangun-Lamongan menerapkan tahap-tahap personal selling.
Diantaranya yaitu identification, approach, presentation, overcoming
objections, closing, follow up, meskipun teori mengenai strategi
personal selling belum sepenuhnya dipahami oleh karyawan, namun
pada pelaksanaannya tanpa disadari ia telah menerapkan teori
personal selling.

Kata Kunci: BMT, KSPPS, Mudharabah, Personal Selling



ABSTRACT
Awwalia, Naili Rizqgi, 2022, Implementation of Personal Selling Strategy on
Ordinary Mudharabah Savings Products (SIMASA) (Case Study of
KSPPS BMT Surya Raharja Karangbinnagun-Lamongan Branch).
Thesis of Islamic Economics Study Program, Sharia Faculty, Islamic
Boarding School Institute Kh. Abdul Chalim, Advisor I. Nur Dinah
Fauziyah, M.E. Supervisor Il Sundari M.Pd.

BMT is a microfinance institution with sharia principles and a
cooperative legal entity. In all its efforts, BMT adheres to the laws and
regulations. No.25 of 1992 concerning cooperatives, Article 7
paragraph 4, Government Regulation of the Republic of Indonesia No.
9 of 1995 concerning the implementation of savings and loan business
activities by cooperatives, Decree of the State Mantri of Cooperatives
and Small and Medium Enterprises No. 91/Kep/M.KUKM/1X/2004
concerning Guidelines for the Implementation of Sharia Financial
Services Cooperative Business Activities.

In this study, the researcher used a qualitative case study
approach, the location of this research was KSPPS BMT Surya
Raharja, Karangbinangun-Lamongan Branch. Data collection
techniques used are observation, interviews, and documentation. The
data analysis technique used is triangulation of data sources

The results obtained from the research in the field indicate that in
carrying out promotional activities for ordinary mudharabah savings
products (SIMASA) KSPPS BMT Surya Raharja Karangbinangun-
Lamongan Branch applies the stages of personal selling. Among them
are identification, approach, presentation, overcoming objections,
closing, follow-up, although the theory of personal selling strategy has
not been fully understood by employees, in practice he has unwittingly
applied personal selling theory.

Keywords: BMT, KSPPS, Mudharabah, Personal Selling
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