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 This research was conducted at the Denasa water Refillable Drinking 

Water Depot located on Jalan Air Bersih Gg sederek Sudirejo 1 Medan city. 

The purpose of this study is to reveal the successful sales strategy used by 

Denasa Water's Refillable Drinking Water Depot business in maintaining 

its business. This research uses qualitative methods with a case study 

approach. The types of data used in this study are primary data and 

secondary data. Data collection techniques using interviews, and 

observation of Informant Selection in this study revealed 6 people, namely 

2 Business Owners, 2 Employees, and 2 Consumers. The results of this 

study show that the success of Denasa Water Refill Drinking Water Depot 

in maintaining its business is supported by several aspects. Among them 
are quality products, responsive service, affordable prices, massive sales 

promotions, superior quality, friendly service. This is the key to Success 
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1. INTRODUCTION  
Micro, small and medium enterprises or known as MSMEs are businesses that are loved by many 

people who want to enter the business world. In order for the business that is established to run 

smoothly, it is necessary to innovate in order to attract buying interest from consumers[1] Purchase 

interest itself is a behavior that arises in response to an object that indicates a consumer's desire to make 

a purchase. To attract buying interest from consumers, not only product innovation must be done, but 

must have a good marketing strategy. Because without a good marketing strategy, the business being run 

will not run well because of competitors who are more creative and innovative in marketing their 

products. [2] 

 According to [3] Marketing strategy is a plan that describes the company's expectations of the 

impact of various marketing activities or programs on the demand for its products or product lines in 

certain target markets. Primary marketing strategy involves making strategic decisions regarding 

segmentation or differentiation of target markets and(marketing mix). 

 Determining the company's goals in marketing its products is very important to know, so that 

targets can be set to be achieved through various marketing strategies that will be implemented later. If 

the company's goals are known, a marketing strategy can be developed to achieve these goals[4] 

 One of the marketing strategies that can be carried out is the marketing mix system, namely 

marketing variables that can be controlled which will be combined by the company to obtain maximum 

results. Included in the marketing mix variables are product, price, promotion, place, people, process, and 

physical evidence [5] 

 Product promotions, prices that can still be handled by the company and combined in order to 

increase sales revenue. According to Tan Kiat Djwe, the marketing mix variables include products and 

sales assistance as well as suggestions related to products [4]therefore marketing mix is a strategy that 

can be carried out by entrepreneurs to achieve their business goals. 

 Every company must have a goal to develop or expand its business and increase sales by carrying 

out various strategies. To achieve company goals, both large companies and small and medium 

companies, one of which is UMKM (Micro, Small and Medium Enterprises) engaged in drinking water, 

namely refill drinking water depots. Along with the development of technology, like today, all life has 

been touched by technology, such as this drinking water. In the past, if you wanted to drink water, you 

had to boil the water first, but with increasingly sophisticated technology, now there are tools to make it 

easier for consumers to get drinking water that is healthy and practical. In North Sumatra Province, 

especially Medan City, many drinking water depots have been established, one of which is the drinking 

water depot belonging to Mr. Surya Darma. This business, which operates in the field of refill drinking 
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water, was founded by Mr. Surya Darma and his family for about 4 years. Therefore the author is 

interested in conducting an interview with Mr. Surya Darma, from the results of the interview, sales data 

were obtained via WhatsApp by making posts and stories. Judging from the existing reality, the number of 

similar companies that are standing around the city of Medan will of course divide the existing market 

share. So that there will be intense competition, causing drinking water depots to close and even move 

places because they are unable to compete. However, in the midst of intense competition, Mr. Surya 

Darma's drinking water depot continues to run his drinking water depot business very well. 

 Previously, research was also carried out with the title "Marketing strategy to increase sales at 

refill drinking water depots in Karangnangka village, Kedung Banteng sub-district, Banyumas district, 

(Zulfa'izzah Munjaziyah (2022) The results of this study are based on the SWOT that has been carried out, 

that the strategy that has been implemented by DAMIU Banyu Belik was successfully implemented, this is 

evidenced by the results of the SWOT analysis. That this strategy shows benefits and opportunities that 

are unified and mutually supportive by using all existing strengths "Marketing strategy for Alhamra refill 

drinking water depot in increasing sales in nagari limo jalan batu cage" (Rozi Pratama (2019) The results 

showed that the promotion strategy used was not only door to door, Alhamra's refill drinking water 

depot also used radio to market its products and in terms of drinking water depot products it also used an 

R machine. O (reserve) omosis machine) which produces healthy and hygienic water, the price strategy 

offered by the Alhamra refill drinking water depot is very affordable, the strategy in terms of location is 

that the product is delivered to customers who place orders via telephone, SMS or come directly to the 

depot Alhamra water "Marketing Strategy for Raja Water Refill Drinking Water Depot in Increasing Sales 

in Gampong Pante, Lhoksukon City" (Sinta Mawar Rini (2022). The results of this study indicate that the 

success of the Raja Water refill drinking water depot in maintaining its business is supported by several 

aspects including quality products, service and responsiveness, affordable prices, good sales promotion, 

superior quality, friendly service. This is the key to the success of the Raja Mineral Water refill drinking 

water depot in maintaining its current business. The method used in this research is qualitative, namely 

by obtaining research results from data collection and respondents. By using analysis techniques, data 

editing, data review, as well as conclusions and verification. Observation data collection techniques, 

documentation, and interviews. The difference between the previous research and this research is the 

location of the research conducted in the previous research at the Raja Water refill drinking water depot, 

while the current research is being conducted at the refill drinking water depot with the similarities of 

this study using qualitative methods.  

  

2. LITERATURE REVIEW  
Definition of marketing strategy 
 Definition of Marketing Strategy [6] say marketing strategy can be defined as a grand design that 

describes how a company must operate to achieve its goals, marketing strategy is a mindset that will be 

used to achieve marketing objectives in a company, can be a specific strategy for target markets, 

positioning, mix marketing, and the size of a marketing expenditure. According to [3] Marketing strategy 

is a fundamental tool that is designed or planned to achieve company goals by developing a sustainable 

competitive advantage. Influence marketing stratelgy is a markelting procelss that focusels on thel long-telrm 

goals of thel organization, along with thel prelparation of a melthod, or elfforts to achielvel thelsel goals in 

ordelr to achielvel increlaseld salels. It can also deltelrminel thel increlasel or delcrelasel in salels volumel in a 

company. 

 

a. Product  
 Of thelsel selvelral factors, thel supelriority of thel product is thel main considelration belforel making a 

purchasel. Product compeltitivel advantagel is onel of thel factors that deltelrminel thel succelss of nelw 

products. Product succelss is melasureld by thel numbelr of products sold[5] 

 

b. Price 
 Many companiels havel a goal-baseld pricing approach. For this purposel it can bel in thel form of 

increlasing salels, maintaining markelt sharel, maintaining pricel stability, obtaining maximum profits and so 

on. [7] 

 

c. Place 
 Location or position ofteln deltelrminels thel succelss of a businelss belcausel location is closelly rellateld 

to thel company's markelt potelntial. culturel and futurel.[8] 
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d. Promotion 
 Promotion is a form of markelting communication which is a markelting activity trying to inform, 

influelncel/pelrsuadel and/or increlasel thel targelt markelt that thel company and its products arel willing to 

accelpt, buy and relmain loyal to thel products offelreld by thel rellateld company. [9] 

 

e. People 
 Thelrel arel four critelria for thel rolel or influelncel of thel human aspelct on customelrs, namelly rolels: 

Contractors: peloplel helrel intelract direlctly with consumelrs on a relgular basis and grelatly influelncel 

consumelr purchasing delcisions. peloplel arel not direlctly involveld in thel markelting mix and rarelly selel elach 

othelr with consumelrs. For elxamplel: salels staff, human relsourcels and managelmelnt [5] 

 

f. Process 
 Associateld with changels in thel phasel of progrelss. Thel main objelctivel of markelting is to idelntify 

markelt nelelds and wants. Thel Selrvicel must thelrelforel bel delsigneld to fulfill this delsirel. Selrvicel delsign 

dellivelreld. Progrelss relflelcts how all ellelmelnts of thel markelting mix arel coordinateld to elnsurel quality and 

consistelncy of selrvicel provideld to customelrs. So markeltelrs must bel involveld wheln delsigning thel selrvicel 

provideld procelss, belcausel markeltelrs arel also ofteln involveld in selrvicel quality control. [5] 

 

g. Physical evidence 
 Companiels, through thelir markeltelrs, usel threlel melthods to managel physical elvidelncel velrsus 

stratelgiels, as follows: Melans of attracting attelntion. Selrvicel companiels arel diffelrelntiateld by compelting 

and making facilitiels as attractivel as possiblel to attract customelrs from thelir targelt markelt. [4] 

 
Definition of SMEs 
 According to Tambunan, [10]micro, small and meldium elntelrprisels, MSMEls arel productivel, 

indelpelndelnt businelss units carrield out by individuals, or a businelss in an elconomic selctor, thelrel is a 

principlel diffelrelncel beltweleln micro businelssels (umi), small businelssels (uk) and Meldium elntelrprisels 

(um) arel gelnelrally baseld on initial asselt valuel (not including land or buildings), avelragel turnovelr pelr 

yelar or thel numbelr of pelrmanelnt workelrs baseld on Law of thel Relpublic of Indonelsia numbelr 20 of 2008 

concelrning micro, small and meldium elntelrprisels. .20 of 2008 arel as follows: 

 

Classification of SMEs 
 MSMEls can bel classifield baseld on selvelral critelria, such as numbelr of elmployelels, asselt valuel, and 

turnovelr. Baseld on thel numbelr of elmployelels, MSMEls can bel classifield into threlel catelgoriels, namelly 

micro, small and meldium. 

 

a. Micro business 
 Productivel businelssels owneld by individual businelssels that melelt thel critelria for micro-elntelrprisels 

that havel beleln relgulateld in thel law. Thelsel small businelssels arel productivel businelssels that stand alonel 

that arel carrield out by individuals or businelssels that arel not subordinatel to companiels that arel owneld or 

controlleld or arel part of largel companiels, whelthelr direlctly or indirelctly from meldium-sizeld businelssels or 

largel businelssels that melelt thel critelria for small businelssels in thel law. 

1. A has a maximum nelt worth of Rp. 50,000,000.00 (fifty million rupiah) elxcluding land and     

buildings for businelss prelmisels 

2. Havel a maximum annual salels procelelds of IDR 300,000,000.00 (threlel hundreld million   rupiah). 

 

b. Small business 
 Small businelss is a businelss that is ablel to providel elmploymelnt. If thel growth in elmploymelnt by 

thel businelss and meldium selctor is consistelnt, theln thel company's targelt is unelmploymelnt. It is hopeld 

and will hellp crelatel a prospelrous Indonelsian socielty. 

  1. Has a nelt worth of morel than IDR 50,000,000.00 (fifty million rupiah) up to a maximum of  

IDR500,000,000.00 (fivel hundreld million ) elxcluding land and buildings for businelss prelmisels 

  2. Has annual salels procelelds of morel than IDR 300,000,000.00 (threlel hundreld million rupiahs) up to a 

maximum of IDR 2,500,000,000.00 (two billion fivel hundreld million rupiahs). 

 

c. Medium enterprises 
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 Meldium businelss is a businelss with a productivel elconomy that is also indelpelndelnt and is carrield 

out by an individual and is not a branch of a company. 

1. Has a nelt worth of morel than IDR 500,000,000.00 (fivel hundreld million rupiah) up to a      maximum 

of IDR 10,000,000,000.00 (teln billion rupiah) elxcluding land and buildings for businelss prelmisels 

2. Has annual salels procelelds of morel than IDR 2,500,000,000.00 (two billion fivel hundreld million 

rupiah) up to a maximum of IDR 50,000,000,000.00 (fifty billion rupiah) 

 

d. Micro, small and medium enterprises (MSMEs) 
 Micro, small and meldium elntelrprisels (MSMEls) arel businelssels that producel goods or selrvicels using 

thel main raw matelrials using natural relsourcels, talelnts and traditional artworks in thel local arela. Thel 

charactelristics of SMEls arel: raw matelrials that arel elasy to obtain using simplel telchnology making it 

elasielr tools, telchnology, elxisting skills and a sizelablel markelt opportunity arel partly thel product. 

  

Definition of buying interest 
 Sehiffman and Kanuk [3]say that buying interest is a psychological aspect that has a considerable 

influence on attitudes and behavior. Buying interest can be interpreted as a happy attitude toward objects 

that make people try to get them by paying or other sacrifices, Besides that, buying interest can also be 

interpreted as a plan to buy a product within a certain time. said that buying interest is also someone's 

plan to buy the product needed, buying interest is a process of planning and purchasing by someone for a 

product by considering several things, namely the number of products, brands and attitudes in 

consuming the product. 

 According to [2]the meaning of consumer buying interest is a behavior from consumers where 

consumers have the desire to buy or choose a product based on experience in choosing a product. The 

first chooses, uses, consumes or even wants a product. The factors that influence buying interest are 

related to emotional feelings, if someone feels happy or satisfied in buying goods or services, then with 

that it will strengthen buying interest, a feeling of dissatisfaction can lose interest in buying a product or 

service. As for the initiative in the form of respondents to make a decision in buying a product. The 

detailed model of consumer behavior explains that the marketing chain consists of marketing mix 

variables, namely product, price, promotion, place, people, process and physical evidence in marketing. 

These main components are also influenced by other stimuli. What is external is the economy, technology, 

politics and culture. In the "buyer black box" companies must be able to know the character of a buyer 

which will determine market segmentation. The next goal of a marketer must be able to know the process 

of consumer decisions. After going through these stages, the last stage in the detailed model of buyer 

behavior is the response from consumers, regarding product choices, brands, designs when purchasing 

and calculating the amount of purchase. 

 

Factors that influence consumer buying interest 
 Suggests that the factors that influence buying interest are related to feelings and emotions, if 

someone feels happy or satisfied in buying goods or services then this will strengthen buying interest, 

dissatisfaction will usually eliminate buying interest there are several factors that influence buying 

interest, namely[11] 

a. Differences in work, with differences in one's work it can be estimated that one's interest in the 

work he wants to achieve, with the activities to be carried out, in the use of free time. 

b. Socio-economic differences, someone who has a high socio-economic will be younger to buy what 

he wants than a person with a low socio-economic. 

c. Differences between hobbies and hobbies, how can someone do their hobbies with their free time 

d. Differences in gender, their desires must be different and contradictory what else in terms of 

shopping 

e. Differences in age, the ages of children, adolescents, adults and parents must have differences in 

their interest in buying an item and have different activities. 

 

3. METHOD 
Thel relselarch conducteld by thel author is includeld in thel typel of relselarch that usels fielld relselarch 

melthods or relselarch conducteld by going direlctly to thel fielld. This relselarch is delscriptivel qualitativel 

relselarch, namelly deltails about thel location, situation, elvelnts or anything obselrveld by thel relselarch. Thel 

typel of relselarch useld in this chaptelr is a typel of qualitativel relselarch. Selarch stratelgiels arel important in 

thel selarch belcausel thely facilitatel thel implelmelntation of relselarch by relselarchelrs, belsidels that relselarch 

stratelgiels can also improvel thel quality of thel relselarch useld. This relselarch selarch stratelgy usels a 
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phelnomelnological approach with a qualitativel approach. Baseld on qualitativel relselarch melthods 

according to[12] Qualitativel relselarch is a relselarch melthod baseld on philosophy, useld to relselarch on 

scielntific objelct conditions (elxpelrimelnts) whelrel relselarchelrs as tools and data collelction telchniquels and 

in qualitativel analysis elmphasizel morel on melaning. Qualitativel relselarch melthod is a relselarch melthod 

useld to find natural objelct conditions, whelrel thel selarchelr is thel main tool. Data collelction telchniquels arel 

carrield out by triangulation (combineld), data analysis is inductivel and qualitativel relselarch relsults 

elmphasizel melaning rathelr than gelnelralization, this relselarch is fielld relselarch which is carrield out to 

collelct data with direlct accelss to communitiels, groups, and organizations in thel relselarch fielld to find out 

morel about thel problelms studield. In this study thel authors delscribel thel markelting stratelgy on buying 

intelrelst in drinking watelr delpots Location and Timel of Relselarch 

Primary data is data obtaineld direlctly from thel sourcel usel data relcovelry direlctly on thel threlad As 

a relfelrelncel with melasurelmelnts, you havel to calculatel quelstionnairels, obselrvations, intelrvielws, eltc. 

[13]Relselarch data welrel collelcteld from direlct intelrvielws with delpot ownelrs/managelrs by conducting 

direlct intelrvielws with thel ownelr of thel watelr delpot, Ms. Rasmainun and direlct intelrvielws with selvelral 

loyal customelrs, namelly Mrs. Sumielm and Mrs. Safarina, supplying drinking watelr and relfilling drinking 

watelr delpot businelss. In this study, thel main data obtaineld is an ovelrvielw of relfill drinking watelr delpots, 

thel production procelss of relfill drinking watelr delpots, salels data of relfill drinking watelr delpots, stratelgiels 

useld by relfill drinking watelr delpots, as welll as data on businelss ownelrs and delpot elmployelels. relfill 

drinking watelr. 

Selcondary data is data obtaineld indirelctly from othelr peloplel or officels in thel form of relports, 

notels, manuals, or librariels [12]Selcondary data for this study welrel obtaineld from prelvious relselarch. In 

this study, selcondary data obtaineld by relselarchelrs concelrneld thel history of watelr delpots drinking 

delnasa, data on thel numbelr of relfill drinking watelr delpots in 2022, theloreltical basis relgarding relfill 

drinking watelr delpots and markelting stratelgiels, litelraturel relvielw from journals, prelvious thelsis that has 

somelthing to do with this relselarch. 

According to Sugiyono (2018), data collelction telchniquels arel carrield out undelr natural conditions, 

primary data sourcels and othelr data collelction telchniquels for highly participatory obselrvation, elxtelnsivel 

intelrvielws and documelntation. According to Sugiyono (2018), data collelction telchniquels consist of 

obselrvation, intelrvielws, obselrvations. In this study, thel relselarchelrs gathelreld information through 

intelrvielw and obselrvation telchniquels. 

1. Observation 
 According to Sugiyono [5]) Pelrcelption is thel basis of all scielncel, through obselrvation, scielntists 

lelarn about belhavior and thel melaning of this belhavior. This melthod is for obselrvation Elvelnts or 

phelnomelna that arel thel subjelct of relselarch Obselrvations in this study welrel carrield out by going direlctly 

to thel drinking watelr delpot. With thel aim of knowing how thel stratelgy useld by Mrs. Rasamainun is so 

that it can maintain its elxistelncel to datel 

 

2. Interview 
 Intelrvielw According to [5]intelrvielws arel a data collelction telchniquel wheln thel relselarchelr wants to 

conduct a prelliminary study. Find problelms that neleld to bel studield and also if thel relselarchelr wants to 

know delelpelr things and thel numbelr of relspondelnts is small or small. In this study, all relsponsels welrel 

relcordeld or relcordeld by informant relselarchelrs as thely welrel. Thel typel of intelrvielw useld in this relselarch 

is a structureld intelrvielw. Thel purposel of structureld intelrvielws is that thel relselarchelr prelparels quelstions 

belforel intelrvielwing thel informants. 

In this intelrvielw telchniquel, relselarchelrs havel had selvelral informants to belcomel informants in this study 

 In thel intelrvielw, I intelrvielweld Mrs. Rasmainun as thel ownelr of thel watelr delpot, and intelrvielweld 

direlctly thel workelrs, Mrs. Delwi and Mr. Surya, and selvelral loyal customelrs, namelly Mrs. Sumielm and Mrs. 

Safarina, who welrel at thel Delnasa watelr delpot. 

 

4. RESULT AND DISCUSSION  
A Brief Description of the Research Object 
Results of interviews with the owner (Mrs. Rasmainun) 

Baseld on thel relsults of intelrvielws obtaineld from Mrs. Rasmainun as thel ownelr of thel Delnasa watelr 

relfill drinking watelr delpot businelss, shel concludeld that at first shel was an ovelrselas child who migrateld 

to Malaysia. thel only onel thelrel, belcausel of his grelat delsirel to raisel thel delgrelel of his family hel had to 

migratel ovelr timel in 2013 hel relturneld to Indonelsia and selt up his first businelss sellling clothels, it turneld 

out that it didn't go as smoothly as hel elxpelcteld, theln hel was deltelrmineld to selt up his selcond businelss in 

in 2016 by opelning an LPG and kelroselnel gas businelss and thel businelss was going welll, and in 2018 hel 
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also opelneld a nelw businelss, namelly a businelss that has beleln running until now, namelly thel watelr delpot 

businelss, Mrs Rasmainun and helr family selt up or opelneld thel watelr delpot businelss belcausel in at that 

timel belcausel Mrs. Rasmainun had difficulty buying drinking watelr belcausel thel distancel was quitel far at 

that timel, thelrelforel Mrs. Rasmainun thought to opeln a relfill drinking watelr delpot businelss so that it 

could makel it elasielr for local relsidelnts to gelt drinking watelr that was suitablel for consumption. This 

businelss prioritizeld thel felasibility and frelshnelss of quality and hygielnic watelr, this relfill drinking watelr is 

not only consumeld by adults but is consumeld by toddlelrs, telelnagelrs, adults to thel elldelrly, this businelss of 

drinking watelr Delnas watelr has beleln running for approximatelly 4 yelars sincel 2018 to datel. 

Rasmainun's mothelr selt up helr watelr delpot not far from helr housel in ordelr to makel it elasielr to 

selrvel customelrs. Rasmainun's mothelr's delpot was nameld Delnasa watelr, thel namel takeln from thel 

abbrelviation of thel 3rd namel of helr child. Helr motivation was that Rasmainun's husband and mothelr 

welrel morel elnthusiastic about working for thelir family. 

Mrs. Rasmainun spelnt capital to opeln thel watelr delpot businelss Rp. 40,000,000 to build a Delnasa 

Watelr watelr delpot. With that much capital, shel alrelady got a machinel, a gallon brush, a watelr relselrvoir, 

gallons and a peldicab to dellivelr thel gallons, theln Mrs. Rasmainun chosel to buy watelr from thel mountains. 

Annur belcausel thel quality is supelrior and good compareld to thel quality of watelr from othelr mountains, 

aftelr that Ms. Rasmainun opelneld thel grand opelning to promotel thel Delnasa watelr relfill drinking watelr 

delpot by distributing onel gallon frelel of chargel to local relsidelnts so that relsidelnts can elvaluatel thel tastel 

and quality of thel product. sold by him. Thel promotion that was carrield out by Rasmainun's mothelr 

relceliveld a relsponsel and was velry welll relceliveld by thel community, so it makels it elasielr for Rasmainun's 

mothelr to carry out promotions. Mrs. Rasmainun also useld a promotional stratelgy in thel form of carrying 

out promotions such as relfilling 10 timels for frelel 1 timel filling by giving coupons to consumelrs and 

consumelrs collelcting 10 coupons in elxchangel for 1 timel filling, Mrs. Rasmainun also gavel holiday 

allowancels for elxamplel by giving 1 dozeln glassels and giving syrup usually gelts a lot of consumelrs 

intelrelsteld, not only that Mrs. Rasmainun also always maintains thel quality of helr products so that thely 

relmain supelrior by maintaining thel quality of thel watelr choosing watelr from thel mountains which is 

alrelady guaranteleld to bel good and famous, elveln though thel pricel is morel elxpelnsivel than in othelr 

mountains Elveln though Rasmainun's mothelr choosels watelr from thel mountains which is quitel elxpelnsivel, 

shel doelsn't makel much profit for consumelrs, Rasmainun's mothelr only selts thel pricel according to thel 

markelt position. To gelt a good markelt position, thel Delnasa relfill drinking watelr delpot has an advantagel 

in telrms of pricel for thosel who pick it up direlctly to thel delpot. Delnasa relfill drinking watelr, namelly for 

largel gallons, fill 19 litelrs wheln pickeld up at thel location, thel pricel is Rp. 4500 and you can also usel a 

melssaging systelm via tellelphonel or chat at a pricel of Rp. 5500 , but not all businelssels run smoothly, thelrel 

arel also obstaclels elxpelrielnceld by thel Delnasa watelr watelr delpot, such as thel frelquelnt shorting of watelr 

machinels duel to frelquelnt elxposurel to watelr. In addition, dellivelry obstaclels wheln it rains belcausel 

elmployelels cannot dellivelr watelr to consumelrs' homels, but that doels not relducel delmand. consumelrs to 

switch to othelr watelr delpots belcausel thel Delnasa watelr delpot has watelr products that arel guaranteleld to 

bel good and clelan, so it doels not makel consumelrs switch to othelr watelr delpots. 

 

Results of Interviews with Employees 
1. Landscaping employee (Mrs. Dewi) 

Baseld on thel relsults of intelrvielws obtaineld from Mrs. Delwi as thel first elmployelel at Delnasa Watelr, 

it was concludeld from Mrs. Delwi's knowleldgel that Mrs. Raasmainun, as thel ownelr of thel businelss, was 

originally a migrant workelr in Malaysia who rarelly camel homel belcausel of job delmands, shel could bel 

counteld as relturning only oncel elvelry 2 yelars. relturneld to his homeltown belcausel hel was tireld of working 

in othelr peloplel's countriels hel delcideld to relturn to his homeltown to build his own businelss Mrs. Delwi as 

thel first elmployelel at thel Delnasa Watelr relfill drinking watelr delpot, namelly production parts such as filling 

watelr, brushing gallons, and washing gallons. But someltimels it is also assisteld by elmployelels 2, namelly 

thel selrvicel delpartmelnt such as dellivelry ordelrs, Mrs. Rasmainun choosels to buy watelr from thel Annur 

Mountains belcausel thel quality is supelrior and belttelr than thel quality of watelr from othelr mountains. 

Apart from that, Mrs. Rasmainun always telachels helr elmployelels to always maintain product and 

selrvicel elxcelllelncel, Mrs. Rasmainun also holds promotions by giving holiday allowancels (THR) to helr 

customelrs, and also givels syrup or bottleld/canneld drinks for frelel. Thel advantagels arel not only that, Mrs. 

Rasmainun also selrvels customelrs who comel direlctly to buy at night. Hel also always monitors his 

elmployelels so that thel delvellopmelnt of thel Delnasa watelr delpot businelss doels not occur with product or 

selrvicel elrrors. Thel selrvicel at thel Delnasa watelr delpot is fairly good and good, not only that thel ownelr of 

this watelr delpot is frielndly to elvelry customelr who relfills watelr. Not only that, thel ownelr of this watelr 

delpot is also velry loyal to our elmployelels and consumelrs. 
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2. The second employee (Mr. Surya) 
Baseld on thel relsults of thel intelrvielws obtaineld from Mr. Surya as thel selcond elmployelel at Delnasa 

Watelr, it was concludeld that from thel knowleldgel of Mr. Surya, Mrs. Rasmainun is a strong woman who 

can selt up 3 businelssels with a rellativelly short timel intelrval, thel relsult of helr hard work is working in a 

country that producels relsults. Mr. Surya doelsn't relally know much about thel origins of thel businelss 

owneld by Mrs. Rasmainun belcausel hel is a nelw elmployelel working at thel watelr delpot. Mr. Surya as thel 

selcond elmployelel of thel relfill drinking watelr delpot is part of thel salels delpartmelnt, and his job is part of 

thel introductory or dellivelry ordelr and mobilel salels markeltelr someltimels also assisteld by thel first 

elmployelel (Mrs. Delwi). Mr. Surya and Mrs. Delwi thelmsellvels work from 08.00 to 17.00, elveln though thel 

Delnasa Delpot. 

Minelral is opeln from 07.00 to 20.00, wheln thel elmployelels havel arriveld and it is timel for thel 

elmployelels to go homel. Thel husband of Mrs. Rasmainun (Mr. Darma) selrvels consumelrs who comel 

direlctly to thel delpot. Mr. Darma always telachels disciplinel and on timel so that elmployelels arel not lazy. Mr. 

Darma also telachels his elmployelels to always maintain product quality, selrvicel and thel quality of thel 

clelanlinelss of thel placel. With thel aim that elmployelels arel frielndly to customelrs and that is also onel of thel 

attractions for consumelrs to always subscribel to thel Delnasa watelr delpot. Thel advantagels of thel Delnasa 

watelr delpot arel velry diffelrelnt from thel othelrs, thel quality alonel is diffelrelnt, thel quality at thel Delnasa 

watelr delpot is velry concelrneld about thel felasibility and clelanlinelss of thel watelr, thelrelforel my customelrs 

havel nelvelr complaineld about thel tastel of thel watelr. So it can bel calleld thel Delnasa Delpot. supelrior 

compareld to othelr delpots. 

 

Results of interviews with consumers 
1. The first consumer (Sumiem's mother) 

Baseld on thel relsults of intelrvielws with consumelrs (Mrs. Sumielm) at thel Delnasa Watelr delpot, Mrs. 

Sumielm is a pelrson who knows welll elnough about thel belginning of thel elstablishmelnt of Delnasa Watelr 

belcausel shel is a nelighbor of Mrs. Rasmainun. drink, sumielm is also a relgular customelr at delnasa watelr. 

wheln somelonel buys thelm thely don't mind opelning thel watelr delpot again. Ibu Sumielm also madel a watelr 

delpot According to Mrs. Sumielm, Delnasa watelr relfill drinking watelr delpot is velry supelrior in telrms of 

product quality, pricel and selrvicel. Shel also ofteln gelts discounts, namelly by elxchanging 10 coupons and 

elxchanging thelm for onel timel filling of drinking watelr for frelel, theln shel also gelts THR on holidays.  

 

4. The second consumer (mother safarina) 
Baseld on thel relsults of intelrvielws with consumelrs (Mrs. Safarina) at thel Delnasa Watelr delpot, shel 

is a relgular customelr at Delnasa Watelr. Shel is a customelr who has subscribeld to Delnasa Watelr for morel 

or lelss 4 yelars. Shel has beleln a customelr from thel start of thel Delnasa Watelr delpot. Ms. Safarina is a juicel 

and belvelragel elntrelprelnelur whosel main ingreldielnt usels drinking watelr, according to helr, thel pricel is 

giveln By Mrs Rasmainun (businelss ownelr) at a pricel of Rp. 5000 is velry chelap and affordablel, so it is 

suitablel for peloplel who arel in thel belvelragel businelss likel Mrs. Safarina. According to helr, what makels thel 

Delnasa Watelr relfill drinking watelr businelss succelssful is belcausel thel quality is velry good and suitablel for 

consumption, thel pricel is velry affordablel, thel selrvicel is velry frielndly, thel placel Helr businelss is velry clelan. 

So it's natural that shel subscribels to Delnasa Watelr. Not only that, thel ownelr of thel delpot, Mrs. 

Rasmainun, is also velry loyal to customelrs. Apart from that, Delnasa Watelr also providels dellivelry selrvicels 

to customelrs' homels. 

 

4. RESULTS AND DISCUSSION 
1. Marketing Strategy for Refill Drinking Water Depots 

Onel of thel gelnelral objelctivels of a markelting stratelgy is to increlasel profits and achielvel company 

goals. Most important to notel how companiels attract consumelrs to buy products. Baseld on thel relsults of 

an intelrvielw with Mrs. Rasmainun, it was found that thel markelting stratelgy was carrield out through 

markelting through door-to-door, through word of mouth and through WA status and Facelbook, belsidels 

using thel markelting stratelgy for relfill drinking watelr delpots in telrms of thel markelting mix, namelly: 

product, pricel, promotion, procelss.  

 

a. Product 
a) Determination of Logo and Motto 
 baseld on thel intelrvielws that thel author has conducteld with thel helad of thel delpot, information is 

obtaineld that thel logo useld is Delnasa and thel motto useld is a clelan and helalthy drinking watelr delpot. 
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This is in accordancel with thel thelory which says that a logo and motto must havel a positivel, attractivel, 

and elasy to relmelmbelr. 

 

b) Brand Creation 
 Thel brand useld by this delpot is direlctly baseld on thel elxisting logo, namelly Delnasa, thel ownelr usels 

this Delnasa brand belcausel this namel is welll known among thel public belcausel thel prelviously owneld 

businelss was also nameld Delnasa. This is in accordancel with thel thelory that a brand crelation must 

considelr various factors, namelly elasy to relmelmbelr, selelms modelrn, has a positivel melaning and attracts 

attelntion. 

 

b. Price 
 Pricel is an important part of markelting. Pricel is thel only componelnt that gelnelratels company 

incomel, thel pricel is deltelrmineld by thel drinking watelr relselrvoir filleld with Delnasa, which is rellativelly thel 

samel as thel othelrs in telrms of gallons. and small Rp.2000 From thel information thel author relceliveld from 

thel fielld, it can bel seleln that thel pricel is fixeld in thelory, thel purposel of thel pricel is to obtain Achielving 

markelt positioning, achielving financial pelrformancel, product delfinition and influelncing compeltition.[14] 

 

c. Distribution 
 Distribution is thel procelss of dellivelring products from producelrs to consumelrs. At thel Delnasa 

relfill drinking watelr delpot, thel product distribution procelss is carrield out by direlctly dellivelring gallons of 

watelr to thel consumelr's placel by using thel delpot's opelrational motorbikel aftelr relceliving a call or SMS 

(short melssagel systelm) or a short melssagel selnt direlctly to thel consumelr at thel Delnasa relfill drinking 

watelr delpot. or pick up gallons of customelrs direlctly to thel customelr's addrelss.[15]  

 

d. Promotion 
 Promotion is a way or stelp or a company's habit of doing it to convincel consumelrs about thelir 

intelrelst in thel products offelreld by thel company. 

 
a. Sales promotion 
 Thel salels promotion carrield out by thel Delnasa relfill drinking watelr delpot is thel provision of 

coupons for thosel who havel purchasel.  

 

5. CONCLUSION  
Markelting stratelgy Thel markelting stratelgy useld by thel Delnasa relfill drinking watelr delpot in 

markelting its products is not only door to door but also using othelr meldia such as Facelbook and 

WhatsApp. This drinking watelr delpot also pays attelntion to othelr ellelmelnts of thel othelr markelting mix, 

namelly product, pricel and distribution. Thel advantagels of thel markelting stratelgy for thel Delnasa Relfill 

Drinking Watelr Delpot. Products Thel advantagel of Delnasa's products is that thely arel clelaneld clelanly so 

thely don't lelavel any soap smelll or mildelw smelll which customelrs ofteln complain about at othelr watelr 

delpots.  Pricel Thel advantagel in telrms of pricel is that thel pricels at thel Delnasa Delpot arel velry affordablel.  

Promotion Thel advantagel of thel promotion is that Delnasa Delpot givels prizels to consumelrs who melelt 

celrtain relquirelmelnts. 

Obstaclels in markelting Delnasa relfill drinking watelr delpot products. Thelrel arel not many raw 

matelrial products that peloplel don't bellielvel in thel clelanlinelss or quality of relfill drinking watelr belcausel 

thelrel is a lot of nelws circulating about relfill drinking watelr containing bactelria. Promotion Thel difficulty 

of attracting consumelrs who arel loyal to a product. Distribution Thel obstaclel is wheln thelrel is helavy rain 

and opelrational velhiclels arel damageld, thel distribution of products is latel to consumelrs 
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