ABSTRACT

PT. HM Sampoerna, Tbk. Bandung is company that exist in cigarette industry. One of the cigarette product is Dji Sam Soe Filter. The problem of this product is the decreased of sale volume and decreased of sale benefit in four periode from 2001 until 2004. This problem occured because of the company didn’t full enough to implement the promotion equipment sale that able to escalate the consumer versality for buying.
The purpose research is to recognize how to impress sales promotion of Dji Sam Soe Filter toward the sales purpose in PT. HM Sampoerna, Tbk. Bandung. Using the method of description analysis by data collection technique which is library, observation, correspondent and questioner.

According from research data that writer had, showed that there is positive and significant influence between sales promotion variable to reach sales goal in PT. Sampoerna, Tbk. Bandung. Coefficient analysis coralation that writer had through spearman rank is 0,607 and the peak spot table’s P for N=26 is 0,329, then the hypothesis test are 0,587 > 0,329, it meant that between the proliferation product and the sales goal had significant relation. Beside that we have coefisien determination 36,84 %. It meant that the sales promotion of Dji Sam Soe Filter have a strong relation with reach of goals and the rest 63,16% is the other variable beside the sales promotion that impact the sales goal on PT. HM Sampoerna, Tbk. Bandung.

Obstacle in PT. HM Sampoerna, Tbk. Bandung in implemented the product is the government rules no.19 about limitation cigarette promotion, the limitation of capital allocation serve by the company for implement sales promotion equipment, the rival from the competitor that always cheated and copied every program that implemented.
Suggest from the writer for the company are should increase the budget to assure the sales promotion implementation, company should improve more inovative in order to implement the sales promotion program to be much more achievable for the consumer. 
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