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ABSTRAK

Penelitian ini bertujuan untuk mengetahui Strategi Pemasaran Coffee Shop Kopija
Reborn dalam mempertahankan pelanggan di tengah persaingan bisnis coffee shop
yang semakin Ketat. Penelitian ini menggunakan pendekatan kualitatif dengan
metode deskriptif, melalui teknik pengumpulan data berupa observasi, wawancara
dan dokumentasi. Analisis data dilakukan menggunakan pendekatan bauran
pemasaran (Marketing Mix) 7P yaitu product, price, place, promotion, people,
process dan physical evidence. Hasil penelitian menunjukan bahwa Kopija Reborn
menerapkan strategi pemasaran melalui inovasi produk, penetapan harga yang
terjangkau, lokasi yang strategis, serta promosi digital melalui media sosial. Selain
itu, pelayanan yang ramah, proses pelayanan yang efisien dan bukti fisik berupa
desain ruang yang estetik turut berperan dalam menciptakan pengalaman pelanggan
yang positif. Integrasi strategi pemasaran tersebut mampu membangun loyalitas
pelanggan serta memperkuat posisi Kopija Reborn di industri coffee shop lokal.
Kesimpulan penelitian ini menunjukan bahwa penerapan strategi pemasaran
berbasis bauran pemasaran 7P eketif dalam mempertahankan pelanggan, namun
perlu dilakukan inovasi berkelanjutan dan optimalisasi promosi digital untuk
meningkat daya saing usaha.

Kata Kunci : Coffeeshop, Pemasaran, Pelanggan, Strategi
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ABSTRACT

This study aims to analyze the marketing strategies implemented by Kopija Reborn
Coffee Shop in Klaten to maintain customer loyalty amid increasing competition in
the coffee shop industry. This research adopts a qualitative approach with a
descriptive method. Data were collected through observation, interviews, and
documentation, and analyzed using the 7P-marketing mix framework, consisting of
product, price, place, promotion, people, process, and physical evidence.

The findings reveal that Kopija Reborn applies marketing strategies through
product innovation, competitive pricing, a strategic location, and digital promotion
via social media platforms. Additionally, friendly service, efficient service
processes, and physical evidence in the form of an aesthetically designed interior
contribute to a positive customer experience. The integration of these marketing
strategies plays a significant role in building customer loyalty and strengthening
Kopija Reborn'’s position in the local coffee shop market.

In conclusion, the implementation of marketing strategies based on the 7P
marketing mix is effective in maintaining customer loyalty. However, continuous
innovation and the optimization of digital marketing are necessary to enhance
business competitiveness.

keyword : Coffeeshop, Customer, Marketing, Strategy
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