ABSTRACT

One of the emerging industries is the fashion industry. Fashion also reflects the image of the person itself. Shape of color, style, fabric, design is not just a mere primary requirement. However, it has become an artistic need. The fashion industry is an important instrumental in improving the economy of a country. This background also demanded OMIDOKI CLOTHING to innovate and to compete the clothing business that has getting tighter. OMIDOKI products are not intensively promoted. Based on the background, the researcher conducted research on the influence of promotion on the sales level of OMIDOKI products on OMIDOKI CLOTHING Bogor.

Descriptive research method, data collection through questionnaire, observation and interview. Questionnaires distributed to all employees as many as 20 people, so the sampling technique is a census. Data analysis technique used is regression analysis with correlation and coefficient of determination. 

Based on the results of the research, it can be concluded that the promotion strategy of OMIDOKI CLOTHING is at a moderate level. Promotion is done without aimed to increase sales, so consumers OMIDOKI CLOTHING tends to stagnate or the market does not increase. With these promotional conditions have an impact on less optimal sales, which is indicated by the number of sales, sales targets and profits obtained by the company. The result of statistic test shows that there is a positive influence of promotion on sales level at OMIDOKI CLOTHING Bogor, that is shown by regression equation Y = 0,122 + 0,373 X, meaning that if promotion is done optimally then sales will produce optimal performance also, but if promotion is less optimal then Sales performance will be optimal cake. The correlation coefficient value is 0.896 and the coefficient of determination is 80.28%. Thus promotion influences sales by 80.28% while the rest is influenced by other things not investigated such as product mix strategy, distribution, and pricing. 
The obstacles facing the company in promoting OMIDOKI CLOTHING are the lack of innovative human resources and the increasingly tight competition among other CLOTHINGs. The effort to overcome these obstacles is to provide opportunities for employees to innovate through the disclosure of information from other companies and through pricing competing with other service providers without changing the quality of the product.
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