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Abstract 
This study aims to analyze the marketing strategies implemented by Gurita Playground, an 

indoor children's playground located in Denpasar, Bali. The background of this study is based 

on the decline in the number of visitors and the failure to achieve monthly sales targets, despite 

the company's various promotional efforts. This study uses a SWOT analysis approach to 

evaluate the strengths, weaknesses, opportunities, and threats faced by the company, and to 

formulate an optimal marketing strategy. Data were obtained through observation, interviews, 

questionnaires, and documentation, using a purposive sampling technique with six respondents 

from internal and external parties. The analysis results show that Gurita Playground's main 

strengths are its strategic location, unique play facilities, and the presence of a family cafe. 

However, weaknesses such as the lack of digital promotional innovation, high ticket prices, and 

negative reviews related to cleanliness hinder business growth. On the other hand, increasing 

parental awareness of the importance of educational playgrounds and the trend of family events 

present opportunities that can be exploited. The recommended strategy is an aggressive strategy 

(SO), which utilizes internal strengths to seize external opportunities, such as strengthening 

digital promotions, holding educational events, establishing partnerships with schools and 

parenting communities, and developing innovative play facilities. This strategy is expected to 

increase competitiveness, attract more visitors, and drive sustainable sales growth.
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Introduction 

The development of the children's entertainment industry in Indonesia has shown significant growth in recent years. This is 

inseparable from growing parental awareness of the importance of recreational spaces that are not only enjoyable but also support 

children's emotional, social, and creative development. According to Yuniar (2021) [50], the presence of educational 

entertainment facilities is crucial in supporting children's holistic learning and play experiences. Furthermore, Smith and Johnson 

(2020) state that children who have regular access to playgrounds tend to have better social skills, such as collaboration and 

conflict resolution. 

In Bali, particularly Denpasar City as a center of economic and social activity, the need for children's recreational facilities is 

increasing. Data from the Central Statistics Agency (2024) shows an increase in the ratio of children per 1,000 women of 

childbearing age, from 250.13 in 2022 to 267.04 in 2023. This increase is an indicator of the growing number of children, which 

directly expands the potential market for the playground and children's entertainment industry in the area (Widhianthini et al., 

2023) [45]. 

One player in this industry is Gurita Playground, strategically located on Jalan Tukad Batanghari, Denpasar. This playground 

offers indoor play facilities and a family cafe. Despite its advantages, such as its easily accessible location and food service, 

Gurita Playground still faces various challenges, such as declining visitor numbers, negative customer reviews regarding 

cleanliness, limited facilities, and prices perceived as inadequate for the services provided. 

In terms of marketing, Gurita Playground's strategies, such as discount promotions, Weekend Market events, cafe bundling 

programs, and the use of social media platforms like Instagram and TikTok, have not significantly boosted sales. This is evident 

in 2024 sales data, which shows a downward trend from month to month, even falling short of the monthly target of IDR 

50,000,000.  
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According to Zebua, Gea, & Mendrofa (2022) [51], an 

effective marketing strategy must be able to create added 

value for customers and generate a sustainable competitive 

advantage for the company. 

In addition to internal weaknesses, Gurita Playground also 

faces external pressure in the form of increasingly fierce 

competition with the presence of various competitors such as 

YooHoo Playground, Lavinci Kitchen & Playground, and 

SunnySide Play & Shop, which offer more complete facilities 

at more competitive prices, including outdoor play areas and 

educational programs such as kids classes. This is a serious 

challenge for Gurita Playground to remain relevant and 

attractive to consumers. 

In this situation, companies need to conduct a comprehensive 

evaluation of their marketing strategy using a SWOT 

(Strengths, Weaknesses, Opportunities, and Threats) 

analysis. This analysis is crucial for identifying internal and 

external factors that influence business performance and 

formulating new, more targeted strategies. According to 

Kotler and Keller (2016), a successful marketing strategy is 

one that adapts to market dynamics, optimizes internal 

strengths, and capitalizes on external opportunities to create 

value and maintain customer loyalty. 

Therefore, a more innovative and customer-based marketing 

approach is needed so that Gurita Playground can increase its 

competitiveness, attract more visitors, and achieve sales 

targets for long-term business sustainability. 

 

Research Method 

This research was conducted at Gurita Playground, located at 

Jalan Tukad Batanghari No. 69, West Denpasar, Bali. The 

object of the research was the marketing strategy used by 

Gurita Playground, using a SWOT analysis approach to 

review the company's internal and external factors. 

The population in this study was internal company 

stakeholders, specifically managers and employees related to 

marketing and customer service. The sample was taken using 

a non-probability sampling method, a purposive sampling 

technique, aimed at six respondents: three internal 

respondents (managers, marketing staff, and customer 

service) and three external respondents (loyal customers 

based on visit frequency and purchase history) (Sugiyono, 

2019; Rumengan et al., 2023) [34]. 

This study uses two types of data : quantitative data (e.g., 

sales data) and qualitative data (e.g., organizational structure 

and business activities) (Jailani & Saksitha, 2024; Rofiah, 

2022) [18]. Data sources include primary data (observations, 

interviews, questionnaires, and documentation) and 

secondary data such as sales reports, competitor data, 

scientific journals, and previous theses. Data collection 

techniques include direct observation, structured interviews 

with management, internal company documentation, and 

questionnaires distributed to selected respondents. 

The data analysis technique used is a SWOT analysis, which 

covers four aspects: strengths, weaknesses, opportunities, 

and threats. The data obtained is entered into the IFAS 

(Internal Factor Analysis Summary) and EFAS (External 

Factor Analysis Summary) matrices, each with weighting and 

assessment according to the instructions of Rangkuti (2016), 

Mutiara (2021) [21], and Sembiring & Fatihudin (2020) [31]. 

The results of the IFAS and EFAS are then analyzed in the 

SWOT Matrix to formulate four main strategic alternatives: 

• SO (Strength-Opportunity): Using strength to take 

advantage of opportunities. 

• ST (Strength-Threat): Using strength to overcome 

threats. 

• WO (Weakness-Opportunity): Reducing weaknesses 

to take advantage of opportunities. 

• WT (Weakness-Threat): Minimize weaknesses to 

avoid threats. 

 

This approach aims to develop an optimal marketing strategy 

to increase the competitiveness and sales of Gurita 

Playground in the children's entertainment industry in 

Denpasar City. 

 

3. Results and Analysis 

Internal Environmental Analysis 

Gurita Playground boasts internal strengths such as its 

strategic location on Jalan Tukad Batanghari, Denpasar, 

attractive facilities such as a comfortable indoor play area, 

and a supporting restaurant that provides added value for 

visitors. The company has also implemented Standard 

Operating Procedures (SOPs) regarding child safety and 

security, which adhere to international guidelines, although it 

does not yet have official certification. However, several 

internal weaknesses exist, such as a lack of digital 

promotional innovation, the absence of educational facilities 

such as kids' classes, relatively high entrance fees compared 

to competitors, and negative reviews from visitors regarding 

cleanliness and service quality. The decline in sales through 

2024 also reflects the suboptimal marketing and management 

strategies currently implemented. 

 

External Environmental Analysis 

Externally, Gurita Playground faces significant opportunities 

stemming from growing parental interest in safe, educational, 

and integrated family play facilities. Potential collaborations 

with schools or parenting communities, as well as leveraging 

social media for promotion, could increase market exposure 

and reach. However, Gurita Playground also faces threats 

from competitors in the Denpasar area offering more 

affordable prices, a wider variety of play facilities (indoor 

and outdoor), and engaging children's educational programs. 

This competition necessitates innovation and adaptation of 

marketing strategies to ensure Gurita Playground remains 

relevant and sustainable in the increasingly competitive 

playground industry, which faces high operational costs. 

 

Internal Strategic Factor Analysis Summary (IFAS) and 

External Strategic Factor Analysis Summary (EFAS) 

Internal Strategic Factor Analysis Summary (IFAS) and 

External Strategic Factor Analysis Summary (EFAS) are 

crucial steps in the business strategy formulation process, 

allowing for systematic identification of a business's 

strengths, weaknesses, opportunities, and threats (Rangkuti, 

2016). IFAS is used to identify and evaluate internal factors 

such as product advantages, promotional capabilities, and 

resource limitations at Gurita Playground. Meanwhile, EFAS 

is used to analyze external factors that can impact business 

sustainability, such as market trends, opportunities from 

events, challenges from competitors, and economic 

conditions. Through this analysis, Gurita Playground can 

obtain a comprehensive overview of internal and external  
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conditions that support future strategic decision-making. 

 

SWOT Analysis Diagram 

To provide a clearer picture of the research object's position 

and condition based on the average calculation results on the 

rating scale, this section will present a SWOT analysis in 

diagram form. This SWOT analysis aims to identify the 

company's strengths, weaknesses, opportunities, and threats. 

Based on the quantitative data obtained, the diagram is 

expected to assist in formulating a more appropriate strategy 

according to the internal and external conditions faced. The 

midpoint of the SWOT diagram is obtained from: 

Based on the SWOT analysis conducted on children's 

playgrounds, the following is an explanation of the four 

alternative strategies: 

 

Strengths-Opportunities (S-O) Strategy 

This strategy emphasizes leveraging internal strengths to 

seize external opportunities. In the context of playgrounds, 

unique play facilities are a key strength that can be leveraged. 

Opportunities such as the growing interest in safe and 

educational playgrounds, the abundance of family events, and 

parental awareness of the importance of healthy play 

activities represent significant opportunities. Therefore, 

playgrounds can optimize creative facilities and educational 

events to increase their appeal and expand market share. 

Intensive promotion of educational activities also needs to be 

strengthened to attract more family visitors. 

 

Strengths-Threats (S-T) Strategy 

This strategy aims to use internal strengths to overcome or 

minimize the impact of external threats. In the increasingly 

fierce competition among playgrounds, especially with the 

presence of other playgrounds offering lower prices and 

similar facilities, as well as competition on social media and 

digital platforms, playgrounds must leverage the advantages 

of unique facilities and educational events as a strong 

differentiation. In addition, an optimal digital marketing 

strategy must be implemented to increase brand awareness 

and customer loyalty, so that threats from competitors can be 

minimized.  

 

Weaknesses-Opportunities (W-O) Strategy 

This strategy focuses on improving internal weaknesses to 

capitalize on existing opportunities. The primary weaknesses 

of the amusement park are the lack of marketing and 

promotional personnel and the large number of competitors 

with similar facilities. Therefore, it is necessary to recruit and 

train competent marketing personnel so that promotions can 

be carried out more evenly and effectively. Furthermore, the 

use of family events and children's festivals as direct 

promotional media must be increased to reach a wider 

market. Improving communication and branding is also 

crucial to attract the attention of parents, the primary target 

audience. Emphasizing parental awareness of the importance 

of play also helps reduce the perception of high prices. 

 

Weaknesses-Threats (W-T) Strategy 

This strategy requires the amusement park to minimize 

internal weaknesses while avoiding threats from the external 

environment. Given intense price competition and fluctuating 

operational costs, such as maintenance and procurement of 

play equipment, amusement parks must reduce conventional 

promotional costs and focus on increasing the efficiency of 

digital promotions and innovative cost management to 

maintain competitive ticket prices without sacrificing service 

quality. Furthermore, building strategic partnerships with 

various stakeholders can help expand market reach and 

reduce operational costs, as well as conducting regular 

service quality evaluations. This is crucial for maintaining 

business sustainability amidst competition and cost 

challenges. 

 

Conclusion 

Based on the SWOT analysis, it can be concluded that Gurita 

Playground in Denpasar possesses a core strength in the form 

of safe, educational, and engaging play facilities. However, 

weaknesses that still require attention include a suboptimal 

promotional strategy and limited collaboration with early 

childhood education institutions. Externally, there are 

significant opportunities in increasing parental awareness of 

the importance of educational play areas and the proliferation 

of family events that can be used as promotional tools. 

However, Gurita Playground also faces threats in the form of 

competition from other playgrounds and rapidly changing 

child play trends. The most appropriate marketing strategy 

for Gurita Playground to increase sales is an aggressive 

strategy (S-O strategies). This strategy was chosen because it 

allows the company to optimize internal strengths to 

maximize external opportunities. This approach involves 

strengthening digital promotions through social media, 

utilizing influencers to promote the company, holding regular 

educational events, establishing partnerships with parenting 

communities and kindergartens/early childhood education 

institutions, and expanding innovative play facilities that are 

appropriate for child development. This aggressive strategy 

is believed to significantly increase competitiveness and 

expand market reach. 

 

References 

1. Amalia NR, Yulianti F, Kadir A. Analisis Strategi 

Pemasaran Dalam Meningkatkan Penjualan Pada Cafe 

Bree Sweetandfreeze Banjarmasin (Menggunakan 

Analisis SWOT). Jurnal Rimba: Riset Ilmu Manajemen 

Bisnis Dan Akuntansi. 2023;1(3):41-8.  

2. Aprilna A. Telah dibuka! Gurita Playground dan Board 

Game Café, tempatnya nyaman anak-anak terhibur. 2022 

Jul 9.  

3. Arief RYN, Suardika IB, Galuh W JH. Strategi 

peningkatan daya saing dengan analisis SWOT di PT. 

Melindo Elang Indah. Jurnal Valtech (Jurnal Mahasiswa 

Teknik Industri). 2021;4(2):248-53.  

4. Asrulla A, Risnita R, Jailani MS, Jeka F. Populasi dan 

sampling (kuantitatif), serta pemilihan informan kunci 

(kualitatif) dalam pendekatan praktis. Jurnal Pendidikan 

Tambusai. 2023;7(3):26320-32.  

5. Aziz MA. Analisis Strategi Pemasaran Beras Dalam 

Meningkatkan Penjualan: Studi Kasus: CV. Rahmat 

Jaya. Jurnal Riset Rumpun Ilmu Tanaman. 2023;2(2):25-

35.  

6. BPS Kota Denpasar. Rasio Ibu Anak (RIA) Kota 

Denpasar [Internet]. Denpasar: BPS Kota Denpasar; 

2023 [cited 2025 Oct 29]. Available from: 

https://denpasarkota.bps.go.id/id/statistics-

table?subject=519  

7. Daulay N, Ramadhani S, Aslami N. Analisis Strategi 

Pemasaran Untuk Meningkatkan Volume Penjualan 

Bumbu UD. Nurhalimah Pasar Ujung Batu Kecamatan 

http://www.multidisciplinaryfrontiers.com/


 Journal of Frontiers in Multidisciplinary Research  www.multidisciplinaryfrontiers.com 

 
    334 | P a g e  

 

Sosa Kabupaten Padang Lawas Sumatera Utara Dalam 

Kajian Ekonomi Islam. Jurnal Manajemen Akuntansi 

(JUMSI). 2023;3(1):576-83.  

8. Edbert C, Habiburahman H. Analisis Strategi Pemasaran 

Dalam Meningkatkan Penjualan: (Studi Kasus Outlet 

Smartphone Samsung di Mall Boemi Kedaton). 

JURNAL WIDYA. 2023;4(1):24-32.  

9. Fauzi CB, Mandey SL, Rotinsulu JJ. Analisis Strategi 

Pemasaran Untuk Meningkatkan Daya Saing di Coffee 

Shop Pulang Manado. Jurnal EMBA: Jurnal Riset 

Ekonomi, Manajemen, Bisnis Dan Akuntansi. 

2022;10(2):51-62.  

10. Firmansyah F. Perkembangan sosial emosional dan 

kreativitas anak usia dasar. Al-Ihtirafiah: Jurnal Ilmiah 

Pendidikan Guru Madrasah Ibtidaiyah. 2021;1(2):127-

40.  

11. Gurita Playground and Cafe. Gurita Playground 

Weekend Market [Video]. TikTok. 2024 Jun.  

12. Gurita Playground and Cafe. Weekend Market: Lomba 

di Gurita Playground [Video]. Instagram. 2024 Jun 26.  

13. Gurita Playground and Cafe. Promo Bulan September 

[Image]. Instagram. 2024 Sep.  

14. Habsy BA, Mufidha N, Shelomita C, Rahayu I, 

Muckorobin MI. Filsafat dasar dalam konseling 

psikoanalisis: Studi literatur. Indonesian Journal of 

Educational Counseling. 2023;7(2):189-99.  

15. Haque-Fawzi MG, Iskandar AS, Erlangga H, Sunarsi D. 

STRATEGI PEMASARAN Konsep, Teori dan 

Implementasi. Bogor: Pascal Books; 2022.  

16. Hulu B, Dakhi Y, Zalogo EF. Pengaruh Strategi 

Pemasaran Terhadap Volume Penjualan Pada Ud. Mitra 

Kecamatan Amandraya. Pareto: Jurnal Riset Bisnis dan 

Manajemen. 2021;6(2):16-25.  

17. Ikhsan RF, Devi A, Kosim AM. Analisis Strategi 

Pemasaran Dalam Meningkatkan Penjualan Rumah 

Makan Pecak Hj. Sadiyah Cilodong Depok. El-Mal: 

Jurnal Kajian Ekonomi & Bisnis Islam. 2021;2(1):22-47.  

18. Jailani MS, Saksitha DA. Tehnik analisis data kuantitatif 

dan kualitatif dalam penelitian Ilmiah. Jurnal Genta 

Mulia. 2024;15(2):79-91.  

19. Llavinci cafe. Kitchen, coffe bar, and playground 

[Image]. Instagram. 2024.  

20. Musnaini M, Suyoto YT, Handayani W, Jihadi M. 

Manajemen Pemasaran. Jakarta: [publisher unknown]; 

2021.  

21. Mutiara PB. Analisis Matriks Ifas Dan Efas Pt Unilever 

Tbk Pada Pandemik Covid-19. Jurnal Bina Bangsa 

Ekonomika. 2021;14(2):363-71.  

22. Nainggolan RM, Sinaga BL, Siregar Z, Khaira I. 

Analisis perbandingan penjualan online dengan offline 

pada usaha showroom nabosi mobil jalan ring road no. 

58 ABC, TANJUNG SARI KOTA MEDAN. Jurnal 

Intelek Insan Cendikia. 2024;1(4):932-8.  

23. Nora YS, Rini ES, Fadli F. Analisis Strategi Pemasaran 

Untuk Meningkatkan Penjualan Pada Sugest Kopi 

Keude Matangglumpangdua. AT-TAWASSUTH: Jurnal 

Ekonomi Islam. 2024;9(1):41-56.  

24. Nurhayaty M. Strategi mix marketing (product, price, 

place, promotion, people, process, physical evidence) 7p 

di pd rasa galendo kabupaten ciamis. Jurnal Media 

Teknologi. 2022;8(2):119-27.  

25. Nyonyie RA, Kalangi JA, Tamengkel LF. Pengaruh 

kualitas produk terhadap loyalitas pelanggan kosmetik 

Wardah di Transmart Bahu Manado. Jurnal Administrasi 

Bisnis (JAB). 2019;9(3):18-24.  

26. Pandey MJP. Analisis Penerapan Strategi Bauran 

Pemasaran 7p Dalam Upaya Meningkatkan Penjualan 

Sepeda Motor Yamaha Pada Masa New Normal Di Pt. 

Hasjrat Abadi Yamaha Sentral Malalayang Kota 

Manado. Jurnal LPPM Bidang EkoSosBudKum 

(Ekonomi, Sosial, Budaya, dan Hukum). 

2023;6(2):1499-504.  

27. Ramadhan RP, Bela OL, Prasetyo HD. Analisis Strategi 

Pemasaran Dalam Upaya Meningkatkan Penjualan Pada 

Usaha Makaroni Kriukzz. Jurnal Bina Bangsa 

Ekonomika. 2022;15(1):277-81.  

28. Rifqi Suprapto SP, Azizi MZW. Buku Ajar Manajemen 

Pemasaran. Yogyakarta: Myria Publisher; 2020.  

29. Rofiah C. Analisis Data Kualitatif: Manual Atau Dengan 

Aplikasi?. Develop. 2022;6(1):33-46.  

30. Santana NAA, Wolok T, Niode IY. Analisis Strategi 

Pemasaran Dalam Meningkatkan Volume Penjualan 

Pada PT. Delta Pasific Indotuna Bitung. JAMBURA: 

Jurnal Ilmiah Manajemen dan Bisnis. 2023;5(3):1045-

54.  

31. Sembiring MJ, Fatihudin D. Manajemen Strategi dari 

Teori ke Praktek. [place unknown]: [publisher 

unknown]; 2020.  

32. Sope AS. Analisis Strategi Pemasaran Terhadap 

Peningkatan Penjualan. JIBEMA: Jurnal Ilmu Bisnis, 

Ekonomi, Manajemen, dan Akuntansi. 2023;1(2):87-

100.  

33. Sudiantini D, Hadita SP. Manajemen Strategi. 

Purwokerto: CV. Pena Persada; 2022.  

34. Sugiyono. Metode Penelitian Bisnis: Pendekatan 

Kuantitatif, Kualitatif, Kombinasi, dan R&D. Bandung: 

Penerbit Cv. Alfabeta; 2019.  

35. Suherman A. Manajemen Strategi. [place unknown]: 

Yayasan DPI; 2022.  

36. Sigit H. Buku Ajar Manajemen Strategi & Resiko. [place 

unknown]: [publisher unknown]; 2021.  

37. SunnysSide Bali. Playground di Bali [Image]. Instagram. 

2024.  

38. Suriani N, Jailani MS. Konsep populasi dan sampling 

serta pemilihan partisipan ditinjau dari penelitian ilmiah 

pendidikan. IHSAN: Jurnal Pendidikan Islam. 

2023;1(2):24-36.  

39. Sutrisna E, Wahyu D, Billy Lazuardi. Manajemen 

pemasaran. [place unknown]: Indonesia Emas Group; 

2024.  

40. Sulistyo AB, Alwiyuni A, Juniarti AD, Hidayanti N. 

Analisis Strategi Pemasaran Dengan Menggunakan 

Metode SWOT Dan 4P Pada Keramik (Study kasus: PT. 

Sahabat Keramik Anugerah). Jurnal Teknik Industri: 

Jurnal Hasil Penelitian dan Karya Ilmiah dalam Bidang 

Teknik Industri. 2023;9(1):210-8.  

41. Syuhada R, Isyanto P, Yani D. Analisis Strategi 

Pemasaran Dalam Meningkatkan Penjualan Pada Café & 

Restoran Kokok Petok Di Cimalaya Wetan. E-Mabis: 

Jurnal Ekonomi Manajemen dan Bisnis. 2023;24(1):54-

65.  

42. Tampi E. Analisis Strategi Pemasaran Dalam 

Meningkatkan Penjualan Produk pada PT. Suluh Jaya 

Abadi. Jurnal EMBA: Jurnal Riset Ekonomi, 

Manajemen, Bisnis dan Akuntansi. 2023;11(3):126-37.  

43. Trivandi A, Samudra S, Rizki A. Penerapan Strategi 

Pemasaran dalam Pengembangan Usaha Banua Jersey. 

BUSINESS: Scientific Journal of Business and 

http://www.multidisciplinaryfrontiers.com/


 Journal of Frontiers in Multidisciplinary Research  www.multidisciplinaryfrontiers.com 

 
    335 | P a g e  

 

Entrepreneurship. 2023;1(1):17-27.  

44. Wahyudi W, Maulana AJ, Widyanto R, Rahayu A, 

Effendy IR. Buku ajar manajemen pemasaran. [place 

unknown]: PT. Sonpedia Publishing Indonesia; 2024.  

45. Widhianthini, Djelantik AWS, Pramestisari NAS. Profil 

kota layak anak Kota Denpasar Tahun 2023 [Internet]. 

Denpasar: [publisher unknown]; 2023 [cited 2025 Oct 

29]. Available from: 

https://www.kb.denpasarkota.go.id/public/uploads/dow

nload/download_242910091027_profil-kota-layak-

anak-tahun-2023.pdf  

46. Wijaya RA, Ilhama Qurratu’aini N, Paramastri B. 

Pentingnya pengelolaan inovasi dalam era persaingan. 

Jurnal Manajemen Dan Bisnis Indonesia. 2019;5(2):217-

27.  

47. Yani M. Strategi Bauran Pemasaran (Marketing Mix) 

Untuk Meningkatkan Omzet Penjualan. Business 

Management. 2022;1(2).  

48. Yoohoo Playground. Area bermain anak [Image]. 

Instagram. 2024.  

49. Yuliana Y, Ardansyah A. Analisis Strategi Pemasaran 

Untuk Meningkatkan Penjualan Minuman Kedai Kopi 

Square di Kota Bandar Lampung. SINOMIKA Journal: 

Publikasi Ilmiah Bidang Ekonomi Dan Akuntansi. 

2022;1(3):309-20.  

50. Yuniar N. Tren positif industri mainan, produsen lokal 

siap masuk kemancanegara. Antaranews [Internet]. 2021 

Jun 30 [cited 2025 Oct 29]. Available from: 

https://www.antaranews.com/berita/2239818/tren-

positif-industri-mainan-produsen-lokal-siap-masuk-ke-

mancanegara  

51. Zebua DPF, Gea NE, Mendrofa RN. Analisis Strategi 

Pemasaran Dalam Meningkatkan Penjualan Produk di 

CV. Bintang Keramik Gunungsitoli. Jurnal EMBA: 

Jurnal Riset Ekonomi, Manajemen, Bisnis dan 

Akuntansi. 2022;10(4):1299-307. 

 

How to Cite This Article 

Suriani NNY, Ekajayanti LGPS, Cahayani NMDG, 

Deniantara K. Marketing strategy analysis in an effort to 

increase sales value at “Gurita Playground.” J Front 

Multidiscip Res. 2025;6(2):331–335. 

  

Creative Commons (CC) License 

This is an open access journal, and articles are distributed 

under the terms of the Creative Commons Attribution-

NonCommercial-ShareAlike 4.0 International (CC BY-NC-

SA 4.0) License, which allows others to remix, tweak, and 

build upon the work non-commercially, as long as 

appropriate credit is given and the new creations are licensed 

under the identical terms. 

 

 

http://www.multidisciplinaryfrontiers.com/

