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Abstract
 The purpose of this study is to review and understand the marketing strategies carried out to increase the sales of gambang cakes. This research uses qualitative methods, to collect the data the researcher uses the technique of observation, interviews, documentation. The results showed that the MSME Cakes gambung luwu regency used marketing strategies such as promotion, good service so that consumers felt comfortable, and the location where this greatly affected the sales of gambung cakes in luwu regency which was on the side of the palopo-makassar axis the marketing strategy that had the greatest influence on the sales turn over of gambung cake MSME product was the promotional strategy, this was indicated by the number of consumer responses to gambung cake products through promotion.
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Abstrak 
Tujuan penelitian ini untuk mengkaji dan memahami strategi pemasaran yang dilakukan untuk meningkatkan penjualan kue gambang. Penelitian ini menggunakan metode kualitatif untuk mengumpulkan data peneliti menggunakan teknik observasi, wawancara, dan dokumentasi. Hasil penelitian menunjukkan bahwa UMKM kue gambung kabupaten luwu menggunakan strategi pemasaran seperti promosi, pelayanan yang baik sehingga konsumen merasa nyaman dan lokasi yang berada dipinggir jalan poros palopo-makassar sangat mempengaruhi penjualan kue gambung karena mudah dijangkau oleh konsumen. Peneliti menemukan strategi pemasaran yang paling besar pengaruhnya terhadap omset penjualan produk UMKM kue gambung kabupaten luwu adalah strategi promosinya dengan banyaknya respon konsumen terhadap produk kue gambung melalui promosi.

Kata kunci: Strategi Pemasaran, Bauran Pemasaran, Kue Gambung

1. INTRODUCTION 
Increasingly fierce competition in the business world is inevitable for companies so that companies are required to be able to understand and understand the dynamics or changes that occur in the market, especially those related to innovation steps that must be taken in order to answer market dynamics and consumer needs and desires, as well as in an effort to increase company competitiveness. Innovation carried out by the company, through the creation of new and different products from existing products or making improvements from existing products, because innovation as a company mechanism to adapt in a dynamic environment so as to create service performance that satisfies customers because innovation is one of the important variables in determining performance (Baker and Sinkula, 1999, Wahyono, 2002). Therefore, through new product innovations, it can increase sales, profits and competitive advantages of the company. 
Micro, Small and Medium Enterprises (MSMEs) have an important and strategic role in national economic development. In addition to playing a role in economic growth and employment, MSMEs also play a role in distributing development results. MSMEs have also proven to be unaffected by the crisis. When the crisis hit in the period 1997-1998, only MSMEs were able to remain firmly established.
Small and medium-sized industries in Luwu Regency in 2020, especially the gambung cake making business unit which is one of the household industries. Being one of the economic systems of the community that is able to produce gambung cakes, so that with the production of gambung cakes in Luwu Regency, it automatically becomes a consumer (marketing) center where the production of gambung cakes in Luwu Regency is very famous and in demand.
Among them, the MSMEs built a traditional cake market center in Luwu Regency located in buntu village, Suli district, and opened an exhibition of traditional cakes characteristic of Luwu Regency. This  effort is made by the government so that the production of gambung cakes in luwu district can be famous and in demand.
Various types of products produced by MSME business people have quality. This is due to their desire to be able to compete in the market. Even though these business people are MSMEs, they consider aspects of quality and quality before the goods they produce will be marketed. The condition of competitive market competition is an aspect that cannot be separated from attention, they must compete with each other to be able to become the one that the market is interested in, not to mention having to compete with large companies. The reason why MSME business people consider quality and quality aspects is certainly one of them is because their awareness of consumers and potential consumers is more selective before making purchase decisions.
The existence of MSME business actors contributes significantly to economic development. In this case, the business they build absorbs labor in their respective regions. This is very helpful for the government in its efforts to reduce unemployment and alleviate poverty. Various types of products produced by MSME business people have quality.
The condition of competitive market competition is an aspect that cannot be separated from attention, they must compete with each other to be able to become the one that the market is interested in, not to mention having to compete with large companies.
Launching a new product is not easy, because the development of a new product costs money and the product must have value compared to other similar products. So that the ability to innovate is very necessary for the company. The ability to innovate is the level where individuals / units users adopt new ideas earlier than other members of the system (Sumarwan, 2010).
Based on this data, it can be concluded that most businesses in Indonesia are on the scale of small and medium-sized enterprises. The strategic contribution of the MSME sector has made the government continue to develop the growth of Indonesian MSMEs in order to create economic independence and community welfare.
The district government's policy of paying more attention to MSMEs than businesses that have been predicated as large companies is the main basis for the development of MSMEs in Luwu Regency. Large companies judged without more attention will still be able to run and develop.
From the background exposure above, the author wants to be able to study and analyze more deeply one of the small food industries in Luwu Regency. Then the author will take the title "Marketing Strategy Of Gambung Cake In Luwu Regency".

2. LITERATURE REVIEW 
Marketing Strategy
Marketing is one of the main activities that must be carried out by entrepreneurs including agribusinessmen in their efforts to maintain their survival, to earn profits and to develop. The success or failure of the business depends on its expertise in marketing, production, finance and human resources (Firdaus, 2012).
Marketing is an activity that must be carried out by entrepreneurs in all fields. This is done because entrepreneurs are always profit-oriented and always want to develop their business. Price differences that occur at the level of producers and end consumers are the result of a series of marketing activities (Astuti, 2014).
Company and company objectives
The establishment of a company has a clear purpose. There is an opinion that states that the goal of the company is to achieve maximum profit or maximum profit. Another opinion says that the purpose of the company is to prosper the owners of the company or the owners of shares. While another opinion states that the company's goal is to maximize the value of the company which is reflected in its stock price. The three opinions are actually substantially not much different. It's just that the emphasis he wants to achieve is different from one goal to another. The opinion that states that the company's goal is to achieve the maximum profit or achieve maximum profit contains the concept that the company must carry out its activities effectively and efficiently. Effective is related to the goals to be achieved, while efficient is related to the minimum possible costs to achieve these goals (Martono and Harjito, 2010: 2).
MSME Business
Micro, small and medium enterprises (MSMEs) are an important part of the economy of a country or region, including in Indonesia. The development of the small and medium business (MSME) sector gives its own meaning to efforts to increase economic growth and in efforts to reduce the poverty rate of a country. Growth and development the MSME sector is often interpreted as an indicator of development success, especially for countries that have low per capita income.
The huge role of MSMEs provides an explanation that MSMEs must be improved even better. MSMEs will be able to survive and compete if they are able to implement good management management. Management in general includes the fields of marketing, production, human resources (HR), and finance. Certain concepts and designs at the strategy level are key success factors.
Micro, small and medium enterprises (MSMEs) have an important role in the economy in Indonesia. MSMEs have a proportion of 99.99% of the total business actors in Indonesia or as many as 56.54 million units. Micro, small and medium enterprises have been able to require their existence in the economy in Indonesia.
When the storm of the monetary crisis hit Indonesia in 1998, small and medium-sized enterprises were relatively able to survive compared to large companies. Because the majority of small-scale businesses are not too dependent on large capital or outside loans in foreign currencies. Thus, there are fluctuations in exchange rates, large-scale companies in general always dealing with foreign currencies are the most likely to withstand the impact of the crisis.

3. RESEARCH METHODS
The problem approach used in this study is using a qualitative approach. A qualitative approach is a research method that focuses its attention on the fundamental general principles of the embodiment of symptomatic units that exist in human social life. Qualitative research is a research process that aims to understand a humanitarian problem based on compiling a complex and comprehensive picture according to the detailed views of informants and carried out in the midst of a natural setting.
4. RESULTS AND DISCUSSION
Marketing Strategies Carried Out to Increase Sales of Gambung Cakes in Luwu Regency
In general, marketing strategy is very important for companies where company strategy is a way to achieve the goals of a company. This is also supported by Sondang P. Siagan's opinion that today the term strategy has been used by all types of organizations And the main ideas contained in the original sense are still preserved, only the application is adapted to the type of organization that implements them, because in a real sense, top management is indeed involved in a certain form of warfare. 
Marketing strategy is marketing that refers to variables, which retail traders can combine into alternative avenues as a marketing strategy to be able to attract consumers. These variables include factors such as: variations in merchandise and services offered, prices, advertising, promotions, and spatial layouts, business locations to maintain survival and progress and excellence in an increasingly competitive retail business, then the business manager must strive to implement a strategy in the form of a sales mix program. Marketing Mix is a combination of four important points of marketing concepts that can be controlled by the company. The four core points or activities include product, price, place, and promotion, and are commonly abbreviated as 4P.
In the business world, promoting or marketing a product / service owned is very important to develop the business itself. Even with fierce competition, we must be smart to promote and market the business we have. So this marketing strategy revolves around these 4 things. Here are MSME business marketing strategies that can be applied to win the competition.
Product
Products are one of the most important components of a marketing strategy. Where this product is something that can be offered to the market to get buyers, to be used or consumed that can meet wants and needs (Kasmir, 2014). According to Assuari, products are goods or services produced for use by consumers to meet their needs and provide satisfaction.
The Kue Gambung MSME business will grow if it has quality products and can meet the needs and satisfaction of consumers, but besides that, the marketing of the Kue Gambung MSME business is good and promising, which is to have different and unique products. Not only that, new innovations are sometimes also needed to further develop the Kue Gambung MSME business that we have.
Based on the results of an interview conducted with Mrs. Nuraeni said that :
"The product that I made myself has a special recipe, it does not change the recipe from the first year I opened a gambung cake shop business, because in terms of taste and quality, many of my consumers or customers are satisfied with the gambung cake products that I sell" (Interview, Thursday, June 4, 2020).
This is in line with the theory put forward by Kotler and Armstrong that product quality has a close relationship with consumer satisfaction because product quality can be judged from the ability of the product to create consumer satisfaction (Kotler and Amstrong, 2008). The higher the level of product quality in satisfying consumers, it will cause high consumer satisfaction as well. As revealed by Mrs. Nuraeni that did not change the special recipe of gambung cake from the first year until now because consumers are satisfied with the taste of the gambung cake. In addition, to increase sales of gambung cakes must have their own characteristics both in terms of taste, aroma and quality. As the results of an interview conducted with Mrs. Hj. Haderah said that :
"The products I make have the advantages of taste and aroma. The durian is more pronounced because it uses its own real durian, so it can be distinguished from other gambung cakes". (Interview, Monday 8 June 2020).
In general, the product strategy made by the cake entrepreneur is good in accordance with consumer needs. One of them is to make gambung cakes with a different taste from its competitors without changing the taste and quality. Thus customers feel satisfied and will return to buy and even recommend to others.
Place
UMKM Kue Gambung has a very safe, strategic, and easy to reach place because it is located at the intersection, on the side of Jalan Poros, when customers buy at Toko Kue Gambung feel comfortable to buy the desired Kue Gambung. As the results of an interview with Mrs. Nuraeni as the owner of Toko Kue Gambung said that:
"I think my gambung cake shop business is already very strategic, because the place is on the side of the highway, easily accessible to buyers of the surrounding community who from deep corners of the village want to go out to buy my gambung cake, because the place is at the intersection of the highway and passenger cars if you want to stop by to buy ole-ole for his family who he wants to meet". (Interview, Thursday 4 June 2020).
Price
The Kue Gambung business in Luwu Regency provides a bonus of one package for every purchase of products above 2 packaging packages of Kue Gambung products, so that customers are interested in buying at Toko Kue Gambung and prices that can reflect the value of product quality. As the results of an interview conducted with Mrs. Dasmawati said that:
"For pricing to be equated with competitors' prices and never changing and to attract customers by giving a bonus of one loyal package of purchases at least above two packs. But the contents of the packaging for bonuses are not the same amount as the packaging I sell". (Interview, Monday 6 July 2020).
Promotion
Based on the results of an interview conducted with Nuraeni's mother said that:
"Yes, I promote my products both across sub-districts, districts, and even provinces through labels listed on the packaging, and through online media (Facebook)". (Interview, Thursday 4 June 2020) Promotional activities that have been carried out by Kue Gambung MSMEs include word of mouth, online media, banners, and traditional markets. However, promotion through online media has not been done well. The explanation of Mr. Alif, who is the biological son of Mrs. Hj. Hadiana and also the marketing department of MSMEs Kue Gambung that:
"The way we promote is by introducing our products to traditional markets, where we market our products, So that our products are known to many people, then through online media, and put labels on the packaging". (Interview, Monday 13 July 2020).

5. CONCLUSION
The results showed that MSMEs in Kue Gambung Luwu Regency use marketing strategies such as products In general, the product strategies made by kue gambung entrepreneurs are good in accordance with consumer needs. One of them is to make gambung cakes with a different taste from its competitors without changing the taste and quality. Thus customers feel satisfied and will return to buy and even recommend to others.
The Kue Gambung MSME place has a very safe, strategic, and easy to reach place because it is located on the side of Jalan Poros, when customers buy at Toko Kue Gambung feel comfortable to buy the desired Kue Gambung. In pricing, one of the efforts made by cake entrepreneurs is to set prices that vary according to consumer needs, namely providing prices ranging from the cheapest, medium and expensive. This can spur consumers to buy these products according to their economic circumstances.
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