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Penjualan 

Manajemen pemasaran merupakan alat perencanaan perusahaan yang telah dibuat untuk 

memenuhi tujuan perusahaan. Salah satu rencana yang digunakan perusahaan adalah 

menggunakan strategi bauran pemasaran dalam memperkenalkan produknya. Tujuan dari 

pengabdian ini adalah untuk membahas Analisis Pemasaran Bank Digital untuk anak-anak 

(Dex Junior), agar semua produk yang dihasilkan tepat sasaran serta mendeskripsikan apa 

yang terkait dengan masalah dan unit yang dipelajari antara fenomena yang diujikan. Dex 

junior sebagai produk digital hadir untuk memenuhi kebutuhan konsumen dan 

menyesuaikan dengan perkembangan zaman. Penelitian ini dilakukan menggunakan 

metode penelitian deskriptif dengan langkah-langkah sebagai berikut yaitu menentukan 

data yang dibutuhkan, mengumpulkan data, analisis data dan membuat proyeksi 

kebutuhan. Dengan perencanaan ini diharapkan perusahaan dapat memprediksi cara 

pemasaran yang tepat, dan mampu menjamin keberlangsungan perusahaan karena adanya 

penjualan yang maksimal. Dalam penelitian ini didapat hasil bahwa perencanaan 

pemasaran sangat diperlukan untuk memahami potensi perusahaan, target dan kebutuhan 

konsumen. Pemasaran merupakan tombak dalam usaha dalam mempertahankan 

keberlanjutan bisnis. 

 

 ABSTRACT 
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Marketing management is a company planning tool that has been created to meet 

company goals. One of the plans used by the company is to use a marketing mix strategy 

in introducing its products. The purpose of this service is to discuss Marketing Analysis 

of Digital Banks for children (Dex Junior), so that all products produced are right on 

target and describe what is related to the problem and units studied between the 

phenomena being tested. Dex junior as a digital product is here to meet consumer needs 

and adapt to current developments. This research was conducted using descriptive 

research methods with the following steps, namely determining the data needed, 

collecting data, analyzing data and making projections of needs. With this planning, it is 

hoped that the company can predict the right marketing methods and be able to guarantee 

the company's sustainability due to maximum sales. In this research, the results obtained 

show that marketing planning is very necessary to understand the company's potential, 

targets and consumer needs. Marketing is a spearhead in efforts to maintain business 

sustainability. 

This is an open access article under the CC–BY-SA license. 

 

 

 

 

I. INTRODUCTION  

Marketing is one of the important activities in the company to meet the needs and desires of 

consumers which in turn can generate profits for the company. Marketing serves as an organizational 

function and a set of processes in creating, communicating and delivering value to customers in order to 

manage customer relationships in ways that benefit the organization and those with an interest in the 

organization. The increasingly fierce business competition in the era of globalization must be responded to 

by business actors by implementing strategic steps for the continuity of their business. The intense 

competition in various businesses today requires every company management to create special strategies in 

order to have an advantage in competing. Yan Mao et al. (2014) said that business strategy is a strategy to 

achieve goals which is often analogous to chess strategy, where systematic thinking, planning, readiness to 
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move, courage to take risks, and passion to win the game are some of the characteristics of the game of chess 

that are relevant to business management practices. .. 

According to Tjiptono (2015) Fandy Tjiptono, marketing is the most direct communication function 

with the external environment, even though companies only have limited control over the external 

environment. Marketing aims to attract buyers to consume the products offered, therefore marketing plays an 

important role in developing strategy, so that the marketing activities carried out by the company must be 

planned in advance. 

Companies engaged in the field of products or services have a goal to survive and develop, this goal can 

be achieved by efforts to maintain and increase the level of profits or company profits. This can be done, if 

the company can maintain and increase sales of products or services produced. By implementing an accurate 

marketing strategy by exploiting opportunities to increase sales, the company's position in the market can be 

improved or maintained. In this regard, the implementation of modern marketing today has a very large role 

as a direct support for increasing company profits by setting marketing goals and objectives. According to 

Gunawan (2021) personal selling consists of personal interactions with customers and prospects to make 

sales and maintain relationships with customers. Personal selling is interaction between individuals, face to 

face, aimed at creating, improving, controlling or maintaining mutually beneficial exchange relationships 

with other parties, thereby achieving marketing goals and objectives. 

Research Swetasoma (2022) states that the number of internet users in 2019-2020 in Indonesia reached 

73.7 percent, up from 64.8 percent in 2018. Based on projections from the Central Statistics Agency (BPS), 

Indonesia's population in 2019 was 266,911. 900 million, so Indonesian internet users are estimated at 196.7 

million users. According to Jahn & Kruse (2019) the banking business, which has been running mostly using 

conventional mechanisms, must transform digitally in terms of procedures, ways of working, organization 

and business models so that they are more flexible and able to follow consumer needs. Cahyaningtyas & 

Sasanti (2019) argue that this digital transformation process needs to be supported by an appropriate 

transformation strategy in order to provide competitiveness and value to a banking business.  

The development of digital-based banking business in Indonesia has enormous potential. This can be seen 

from the demographic structure in Indonesia, with the largest population in the world, which is dominated by 

generations Y and Z, which makes it the country with the most prospective in absorbing the flow of 

digitalization. All of this is in line with easy access to use digital infrastructure and this is an attraction for 

people in using online transactions, especially in banking transactions. Research (Kraus et al., 2022)) states 

that the number of internet users in 2019-2020 in Indonesia reached 73.7 percent, up from 64.8 percent in 

2018. Based on projections from the Central Statistics Agency (BPS), Indonesia's population in 2019 was 

266,911. 900 million, so Indonesian internet users are estimated at 196.7 million users. 

The aim of this research is for companies to make marketing projections before running their business. 

Marketing projections will help business actors in formulating strategies in implementing and determining 

targets. 

 

II. PROBLEM 
When creating new products, Index Bank often does not think about the marketing side of the product, 

only focusing on the advantages of the new product. This is what makes the new product not distributed well 

to consumers so that the level of sales achievement is not optimal, so proper planning is needed.Marketing 

projections are very important when starting a business. Many businesses fail because they don't have 

direction on where their products will be sold. A marketing mix must exist so that a business has a diverse 

market. The absence of a marketing strategy will threaten business continuity. 
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Figure 1. Plasa Bank Index 

III. METHOD  

This research uses qualitative methods to describe marketing planning for digital banking in the 

Dex Junior division. The method taken comes from documentation where data is obtained from 

various previous literature sources, namely official agency websites and journals for the validity of 

the research. 

 
The steps in carrying out marketing projections for digital savings are as follows: 

1. Determine the required data 

Determine the type of data needed to project marketing results. This can include historical sales data, 

market data, consumer trends, competitor data, and external factors such as economic conditions 

2. Collect data 

Collect the necessary data according to the research plan. Data can be obtained from internal 

company sources, such as sales records and customer data, as well as from external sources such as 

marketing research agencies and industry publications. 

3. Data analysis 

Analyze historical data to understand trends and patterns that may impact future marketing 

projections. 

4. Make projections of needs 

Choose the appropriate method or model for carrying out marketing projections, so that business 

continuity continues 

 

IV. RESULT AND DISCUSSION 

 Wahyudi & Aruan (2013) defined that "Marketing strategy is a set of goals and objectives, policies 

and rules that provide reference direction and distribution for a company's marketing work at all levels over a 

certain period of time, primarily as a company response to environmental and changing competitive 

conditions.  According to Gitleman & Kleberger (2014) Marketing strategy aims at markets and consumers 

which is part of business strategy. According to research presented by Indira & Amanda (2016) argue that 

the influence of personal selling on sales has a significant effect, with the statement that the better the 

personal selling process is implemented, the higher the sales volume that will be achieved. Marketing is the 

main activity in selling products and services so that they are known to the public, thereby 

triggering consumer interest, thus influencing purchasing power. With a good marketing strategy, 

sales will increase so that it will affect the company's profits. The emergence of marketing strategies 

that change from time to time has become a trend that companies follow. As now in the digital era, 

promotions using social media are increasingly widespread so that all companies will carry out 

online promotions to increase sales and expand the market. 
 

Sales 

Sales & Marketing Activities 

Marketing activities for Dex Junior in achieving optimal revenue for market penetration through 

feature development (multicurrency and can be used as e-money for transportation payments in Asean 
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countries). Sales & Marketing Activities are divided into several stages are adjusted to the marketing 

goals and objectives.  

Sales Team 

The Digital Development Division, apart from utilizing the marketing team for existing 

conventional products (because the products sold are in line), also builds its own marketing team to 

support planned marketing activities and increase activities in digital, which cannot be carried out 

by the team for conventional products. The marketing team in question also includes a team that always 

provides information so that the Digital Development Division can upgrade the features of Dex 

Junior and the application.

 

Sales Budget 

For marketing costs on advertising costs, the allocation is 80% digital and the remaining 20% offline. 

The allocation of costs is also based on Dex Junior customers, namely parents who have children. The 

sales budget is divided into 3, namely advertising costs which for advertising also consist of digital and 

offline advertising, marketing and administrative costs and interest and acquisition costs as follows: 

 

Table 1. Sales Budget 

 
 

Projected revenue stream 

For revenue in the short term, it is only based on inter-office interest income (RAK), namely 

from the total funds collected multiplied by the calculation applicable to the parent company, Index 

Bank. For example, currently the RAK interest applicable at Index is 5% x Nominal Funds accumulated in 

Dex Junior / 360 x number of days). Dex Junior also for the medium term can get fees from sharing billers 

as well as starting to have additional revenue from the results of foreign exchange (foreign exchange), and 

for the long term it can run like BAU (Business As Usual), namely RAK, biller fees, foreign 

exchange (foreign exchange) and transaction fees. 

 

Scenario and Assumptions 

As mentioned in the revenue projection, for the time being the source of revenue is from RAK and 

foreign exchange transactions. It is assumed that the income in the short term (1 to 2 years) is only from the 

difference in RAK, i.e. the RAK interest earned is 7.5% while the interest earned is 7.5%. given to 

customers is 2.5% then the difference in RAK earned is 5%pa. The transaction fee (about 10% of the 
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total account amount) is given free as a promo event so it becomes a fee and the administration fee is also 

not charged. 

Assumed medium-term income (3 to 4 years), namely the difference in RAK, namely the RAK 

interest earned is 7.5% while the interest given to customers is 2.5%, so the difference in RAK 

earned is 5% pa. Additional income from foreign exchange transactions is assumed in the third year there 

is a foreign exchange transaction of 1% of the total Dex Junior savings fund and for the fourth year 2.5% 

additional revenue from transaction fees (around 15% of the total number of accounts). 

Assumed long-term income in year 5 remains from the RAK difference, assumed to remain 5%pa. 

Additional income from foreign exchange transactions, which is assumed to be 2.5% of the total Dex Junior 

savings fund in the fifth year. Transaction fees (about 25% of the total number of accounts) are no 

longer subsidized by Dex Junior and are charged to the customer at the amount billed by the vendor. As per 

the product, the administration fee is still not charged. 

 

Monthly projection for 5 years 

What is expected with the Dex Junior product is that it can add value to the parent company, whose 

corporate strategy is to conduct an IPO. 

 

Table 2. Monthly Revenue Projection (Short Term) 

Mont

hly 

Acquisition 
Difference 

B.RAK 
Accoun

t 

Number of Acccount Balance 

Precipitation 
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Table 3. Monthly Revenue Projection (Medium Term) 

 
 

Table 4. Monthly Revenue Projection (Long Term) 

 
 

Table 5. Net Marketing Contribution (NMC) costs 

 
 

V. CONCLUSION 
External and internal communication in introducing products to prospective customers is needed. 

Creating efficiency through product innovation and process innovation as one step in getting customers. In 

conducting marketing, the bank has several targets to be achieved. To achieve this goal, banks need to take 
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several steps such as creating products that suit the wants and needs of their customers, providing more value 

to the products offered compared to competing products, creating products that provide benefits and safety 

for their products, providing true information. needed by customers in terms of their finances when needed 

and provide maximum service starting from prospective customers to become customers of the bank 

concerned. 

By knowing the needs and wants of customers as well as the marketing environment that influences them, 

it will make it easier for banks to carry out strategies to get new customers. To implement this strategy, the 

bank 

must first conduct a competitor analysis. This analysis is carried out to find out the weaknesses and 

strengths of competitors as well as to see opportunities and threats that may arise both now and in the future. 

Special Thanks to the Dex junior business planning team for their collaboration in planning this Digital 

Division, especially the marketing team and parties who have helped carry out this research. 
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