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ABSTRACT

This study aims to analyze the business strategies employed by Griya
Sehat Reflexi in Howitzer Raya to enhance customer satisfaction. The
analysis uses the SWOT framework to identify internal strengths and
weaknesses as well as external opportunities and threats faced by the
company. The study employs a qualitative method with data collection

through interviews and field observations.

The results show that Griya Sehat Reflexi has strong internal strengths,
such as resources, technology, and organizational capabilities. However,
the company also faces various threats from competitive competition and
buyer power. Based on the SWOT analysis, an effective business strategy
for enhancing customer satisfaction is the S-0 (Strength — Opportunity)
strategy, which minimizes weaknesses and maximizes strengths and

opportunities..

Therefore, this study hopes to contribute to businesses in enhancing
customer satisfaction and maintaining their competitive edge. The findings
are expected to serve as a reference for future research and provide a
contribution to the development of knowledge in the field of business

strategy and customer satisfaction.



