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ABSTRAK 

 

Penelitian bertujuan untuk mengetahui efektivitas selling skill coaching terhadap peningkatan 
kinerja salesman PT. Pesona Graha Hexa Mandiri Semarang. Subyek penelitian adalah 2 salesman yang 
memenuhi kriteria sesuai dengan yang sudah ditetapkan yaitu pencapaian persentase kinerja selama 3 
bulan kurang dari 80%. Desain eksperimen yang digunakan dalam penelitian ini adalah quasi 
eksperimental dengan the one group pretest and posttest design. Pengumpulan data penelitian 
menggunakan angket skala nilai untuk mengukur selling skill salesman. Dalam penelitian ini peneliti 
mengadaptasi skala dari ILPS Scale dan ADAPTS Scale.  

Berdasarkan analisis data pretest dan posttest menggunakan teknik wilcoxon signed rank test, 
diperoleh nilai z=-2,368 dengan p=0,018 (p< 0,05). Hasil ini mengindikasikan adanya perbedaan yang 
cukup signifikan dalam hal pengetahuan selling skill subyek antara sebelum dan sesudah program 
coaching. 

Data penjualan salesman tiga bulan terakhir setelah program coaching selesai dipakai sebagai 
evaluasi program coaching terhadap kinerja kedua subyek. Kesimpulan penelitian ada pengaruh yang 
cukup signifikan dari program selling skill coaching terhadap kinerja salesman PT. Pesona Graha Hexa 
Mandiri Semarang antara sebelum dan sesudah coaching. Dengan kata lain bahwa selling skill coaching 
efekif terhadap kinerja salesman. 
 
Kata kunci : salesman, peningkatan kinerja, selling skill coaching. 
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ABSTRACT 

 

This research is purposed to know the effectiveness of selling skill coaching to the work 
performance of the salesman of Pesona Graha Hexa Mandiri Company. The subjects in this research are 
2 salesman who appropriate with criteria such as achievement percentage of performance in 3 month 
under 80%. The experiment design is used by this research is quasy experimental with the one group 
pretest and posttest design. The collection of the research data is value scale questionnaire to measure 
the selling skill of the salesman. In this research, the researcher has adapted the scale from ILPS Scale 
and ADAPTS Scale. 

Based on the data analysis of the pretest and posttest using the wilcoxon signed rank test 
techinique, proceed score z=-2,368 with p=0,018 (p< 0,05). This result indicates there is a significant 
differentiation in knowledge aspect of the selling skill’s subjects before and after the coaching program.  

The last three months sales data after the end of the coaching program is used as an evaluation 
of the coaching program to the two research subjects. The conclusion of the research revealed that there 
is a significant effect from the selling skill coaching program to the salesman work performance of the 
Pesona Graha Hexa Mandiri Company in Semarang before and after the coaching. The other means that 
selling skill coaching is effective to the  salesman work performance. 
 

Keywords : salesman, advancing work performance, selling skill coaching. 
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