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ABSTRAK 

Penelitian ini dilatarbelakangi karena adanya gaya hidup masyarakat yang 

semakin modern sehingga membuat Supermarket mengembangkan usahanya dengan 

menjual produk perkakas dan renovasi rumah. Namun bagi PT. Ace Hardware 

Indonesia, Tbk, produk perkakas dan renovasi rumah adalah barang – barang utama 
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Penelitian terfokus pada pendekatan komunikasi verbal dan non verbal yang 

dikemas dalam bentuk standar pelayanan berupa dasar pelayanan dan keahlian 

menjual, standart pelayanan tersebut terdapat unsur komunikasi verbal dan non 

verbal. 

Hasil penelitian ini adalah bagaimana pendekatan itu dilakukan agar 

pelanggan melakukan pembelian setelah Advisor memberikan standar pelayanan 

sampai dengan menutup penjualan. 
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ABSTRACT 

 

This research is motivated because of there increasing people’s lifestyles 

are more modern, so the Supermarket expand the business by selling tools and 

home improvement products. But, for PT. Ace Hardware Indonesia, Tbk, the tools 

and home improvement products is a basic goods for sell. Then, Ace Hardware 

only need to develop human resources. The research conducted in store Ace 

Hardware Grand Indonesia. 

The reserach focus on the approach verbal dan non verbal communication 

in the form Standart Services that is Basic Service and Selling Skill, the Standart 

Services are an element of verbal and non verbal communication. 

The results of this research is how the approach was done so that the 

customer bought after the Advisor provided the Basic Service and Selling Skill 

close the sale for customer. 
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