
 

 
 

STRATEGI CUSTOMER RETENTION MARKETING PT. CG POWER 

SYSTEM INDONESIA UNTUK MEMPERTAHANKAN LOYALITAS 

PELANGGAN BISINIS KE BISNIS 2011 

 

SKRIPSI 

 

Diajukan sebagai salah satu syarat untuk memperoleh gelar Sarjana Strata 1 (S-1) 

Komunikasi Bidang Studi Marketing Communication & Advertising 

 

Disusun Oleh 

Irni Fitriani 

44307110009 

 

FAKULTAS ILMU KOMUNIKASI 

UNIVERSITAS MERCUBUANA 

JAKARTA 

2012 

https://lib.mercubuana.ac.id



https://lib.mercubuana.ac.id



https://lib.mercubuana.ac.id



https://lib.mercubuana.ac.id



 

v 

“It is better to sit alone than in company with the bad, and it is better still 

to sit with the good than alone. It is better to speak to a seeker of 

knowledge than to remain silent, but silence is better than idle words.”  

Prophet Muhammad SAW 
 

 

"Good people do not need laws to tell them to act responsibly, while bad 

people will find a way around the laws." 

Plato (427-347 B.C.) 

 

"There are only two ways to live your life. One is as though nothing is a 

miracle. The other is as though everything is a miracle." 

Albert Einstein (1879-1955) 

 

“Gantungkanlah cita-citamu setinggi langit.” 

“Seribu orang tua hanya dapat bermimpi, satu orang pemuda dapat 

mengubah dunia.” 

Soekarno – Presiden RI Pertama 
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