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ABSTRAK
BRIGITA MAHARANI PATARIANNO PUTRI. Evaluasi Pelatihan Sales

Head Mastery Program di PT Tiki Jalur Nugraha Ekakurir Menggunakan Model
Kirkpatrick. Dibimbing oleh FUAD WAHDAN MUHIBBUDIN dan ANGGI
MAYANG SARI.

Industri logistik Indonesia menunjukkan tren pertumbuhan positif, tetapi
tetap rentan terhadap dinamika eksternal, sehingga PT Tiki Jalur Nugraha Ekakurir
(JNE) menyelenggarakan Sales Head Mastery Program (SHMP) bagi 17 kepala
tim penjualan regional Jabodetabekcilcik yang memiliki kesenjangan kompetensi.
Penelitian ini mengevaluasi efektivitas SHMP menggunakan model Kirkpatrick
pada level pembelajaran, perilaku, dan hasil, serta menguji keterkaitan antarlevel
evaluasi. Hasil penelitian menunjukkan peningkatan signifikan pada level
pembelajaran dengan N-Gain kategori sedang dan capaian sangat tinggi pada level
perilaku, sedangkan peningkatan achievement revenue belum signifikan meskipun
secara deskriptif mayoritas peserta mengalami peningkatan. Uji keterkaitan
antarlevel juga tidak signifikan, sehingga setiap level evaluasi perlu dikelola secara
terpisah. Rekomendasi manajerial ditujukan kepada penyelenggara pelatihan, HRD,
dan Board of Directors melalui penguatan materi, tindak lanjut pasca pelatihan,
pengembangan berbasis kompetensi, evaluasi pelatihan yang lebih komprehensif,
serta pemanfaatan hasil evaluasi sebagai dasar investasi pengembangan SDM.
Kata kunci: evaluasi pelatihan, kepala tim penjualan, Kirkpatrick, logistik, Sales
Head Mastery Program

ABSTRACT
BRIGITA MAHARANI PATARIANNO PUTRI. Evaluation of the Sales

Head Mastery Program at PT Tiki Jalur Nugraha Ekakurir Using the Kirkpatrick
Model. Supervised by FUADWAHDAN MUHIBBUDIN and ANGGIMAYANG
SARI.

Indonesia's logistics industry continues to grow despite remaining
vulnerable to external dynamics, prompting PT Tiki Jalur Nugraha Ekakurir
(JNE) to implement the Sales Head Mastery Program (SHMP) for 17 sales
team leaders in the Jabodetabekcilcik region with identified competency gaps.
This study evaluated the effectiveness of SHMP using the Kirkpatrick model
at the learning, behavior, and results levels and examined the relationships
among the evaluation levels. The findings showed significant improvement
at the learning level with a moderate N-Gain and very high behavior
implementation, whereas the increase in revenue achievement was not
statistically significant although most participants showed descriptive
improvement. The relationships among Kirkpatrick levels were also
insignificant, indicating that each evaluation level should be managed
independently. Managerial recommendations are directed to training
organizers, HRD, and the Board of Directors through strengthening training
content, post-training follow-up, competency-based development,
comprehensive training evaluation, and utilizing evaluation results to support
human resource development investments.
Keywords: head sales, kirkpatrick, logistic, Sales Head Mastery Program, training
evaluation
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