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1. PRELIMINARY 

The dynamics of business competition continues without stopping. Organizations are required to 

continue to move and innovate in order to maintain the quality of the products and or services it 

produces for the satisfaction of its customers. This applies to all companies/organizations, therefore 

there must be continuous improvement efforts on the products and or services they produce. In order 

to achieve optimal results, this effort must be supported by a management strategy that is able to 

empower all available resources, so that the goals and objectives that have been set can be achieved. 

Many management strategies are offered by various literatures to help companies run their 

organizations. One of them is McKinsey's 7S Strategic Management concept. This 7S concept scheme 

was first introduced by McKinsey, a management consulting agency that offers the 7S concept to be 

applied as an alternative management strategy in the business world. Although the concept was 

created about 30 years ago, it still has strong relevance to the business world today. 

McKinsey 7S Framework is a management model to see how effective an organization is in achieving 

its desired goals. There are several models and analyzes that can be used to determine where our 

organization is. The 7S factors in this framework are interdependent so if we fail to pay proper 

attention it will affect the others. In addition, the company's focus will affect the relative importance 

of each of these 7S factors over time. 

2. HUMAN RESOURCE MANAGEMENT CONCEPT 

 

 
Source: Harvard Business School Management Consulting Club 

Abstract: Management is the process of people working together to achieve goals. The place or container for 

the process of people's cooperation is the Organization. In carrying out the process to achieve the goal, the 

principle must be efficient and effective. In order for efficient and effective principles to work as expected, a 

management strategy is needed. One of the management strategy approaches established by the organization 

is McKinsey's 7S (read: Seven S) concept, which includes Structure, Strategy & Systems, Shared Values, 

Skills, Staff, &Style. 
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3. CORPORATE STRATEGY 

The traditional view of managerial behavior has placed an emphasis on planning, organizing, leading 

and controlling. However, increasing international competitiveness and the need for organizations to 

respond quickly to constant changes in their environment have attracted attention back in recent years 

to the concept of organizational learning to achieve organizational effectiveness. 

High production targets, and the limited number of skilled workers are a few of the challenges that the 

company must face. With the resources owned by the company, the Modern Retail Start Up Company 

strives to achieve the company's vision, namely "To become a credit retail company that can reach all 

corners of the region and is owned by the wider community". 

The strategy of the Modern Credit Retail company is to provide convenience in shopping for people 

who do not have a credit card by establishing Garage Shop outlets in densely populated residential 

areas, apart from that, modern Credit Retail will also make it easier for network development where 

modern credit retail companies only provide requirements to provide place and make a deposit of IDR 

7,000,000 for people who want to become company partners. 

In selecting a generic strategy, the company considers that at this time a new company will enter the 

Modern Credit Retail industry. According to Porter (1985), as a company that is just about to enter an 

industry, to catch up with other competitors who have already been in the industry, there are only two 

generic strategy options, namely focusing on low cost or differentiation. 

In the Modern Credit Retail industry, the focus of consumers is to get goods according to their needs 

in an easy way and with easy payment methods, in the modern retail industry in Indonesia such as 

Columbia and home credit only credit sales of secondary goods to support life. . Meanwhile, in this 

modern credit retail company, the company will sell secondary and primary goods on credit in 

collaboration with financial institutions. So based on the explanation, the generic strategy taken by 

modern credit retail companies are to focus on differentiation. 

Strategies can be identified on the basis of most elements of organizational orientation towards 

product market development, Miles and Snow (1978) stated that there are four types of strategies, 

namely Prospectors, Defenders, Analyzers, and Reactors. 'The focus is primarily on strategies and 

their correlations, not the processes used to formulate, design, organize and implement strategies' 

(Snow and Hambrick, 1980). 

As for achieving the overall goal, the company divides into three strategies that will be carried out as 

follows: 

Short-term: 

In the first quarter the company targets the opening of 48 outlets where each outlet is targeted to have 

35 consumers, in the second quarter the company targets the opening of 60 outlets with each outlet 

having 45 consumers, in the third quarter the company targets the opening There are 75 outlets, each 

outlet has 60 consumers and in the fourth quarter, modern credit retail companies are targeting to open 

90 outlets with each outlet having 70 consumers. So that in the first year the company is targeted to 

have 273 outlets that will serve 15,630 consumers and in the second year the company targets to have 

546 outlets to serve 49,140 consumers. 

Medium-term: 

In the medium term, the company targets to carry out e-comers in the sale of goods on credit by using 

the web with the address www.tokogarasi.com and involves all authorized outlets owned by modern 

credit retail companies. 

Long-term: 

The company's long-term goals are calculated from five years and above, with increasing trust from 

customers and consumers the company begins to develop itself so that in maintaining that trust the 

company needs several long-term goals, the long-term goals are: To become a big pioneer of the 

Micro Market trend setter business in Indonesia with the concept of credit sales to customers. 

Producing 30% of products sold under its own name and brand. 

http://www.tokogarasi.com/
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4. CORPORATE CULTURE AND VALUES (SHARED VALUE)  

Company culture is similar to a person's personality. Corporate culture is a shared nor more value that 

is the basis for acting by an individual in an organization. Since corporate culture has a strong 

influence on the behavior of all employees, it also has a major influence on the company's ability to 

change the direction of its strategy. If there is a change in the company's mission, goals, strategies or 

policies, if the steps taken are in accordance with the company's culture, the strategy implementation 

process will be easier to do. 

Culture as defined above can be said as a set of values or beliefs that produce certain patterns of 

behavior collectively within the corporation. With these shared values, common problems that arise as 

a result of environmental changes can be overcome effectively because there is a togetherness that is 

built on the basis of mutual trust. 

Based on the definition of culture, the company has a work culture motto: "Quality sales and service". 

In ensuring this culture can be implemented in modern credit retail companies, modern credit retail 

companies must do several things, namely the company will provide sales bonuses for company 

outlets that have sales levels that have met the company's targets. 

In addition to providing sales bonuses, the company will conduct trainings for implementing 

corporate culture, while the training that partners will get is sales training, training to recognize 

consumer desires, financial management training and training on the use of sales software. 

The existence of the customer service division will assist the company in implementing corporate 

culture, consumers can submit criticisms and suggestions regarding the services of partners or outlet 

owners that will be followed up by the company. 

In addition to providing sales bonuses to partners or outlet owners, the company will also provide 

sales incentives to sales who meet the target to get new partners or outlets, but bonuses for sales will 

be carried out in groups, this is done by the company to strengthen supervision between one 

salesperson and another. Other. 

5. DEVELOPMENT AND TRAINING (SKILLS) 

To ensure the channeling of the company's goals and ensure the implementation of the company's 

strategy, the modern Credit Retail company stipulates that every employee must have basic skills in 

marketing and be able to plan the market share that must be entered and design the marketing 

concepts of a modern Credit Retail company. These basic skills will have an influence on the 

company's operational journey that focuses on marketing and network development so that marketing 

expertise is mandatory for all employees or prospective employees who apply for jobs in modern 

credit retail companies. 

The skills of employees of modern credit retail companies will also be developed in the training 

methods that will be provided by management. This training will be routinely carried out by 

management in order to develop employee skills to achieve company goals and carry out company 

strategies. 

Development is a long-term educational process that will be carried out by the company using 

systematic and organized procedures so that non-managerial workers learn conceptual and theoretical 

knowledge for general purposes 

Training is a short-term educational process that uses systematic and organized procedures, so that 

non-managerial personnel learn technical knowledge and skills for specific purposes 

The objectives of developing and training in a modern Credit Retail company in addition to improving 

human resources in this company are as follows: 

No Uraian 

1 Meningkatkanproduktifitas: pelatihandapatmeningkatkanprestesiuntukberproduksi 

2 Meningkatkanmutu: pengetahuandanketerampilan 

dapatmengurangi error kerja 

3 Meningkatkanketepatandalamperencanaan SDM: 

Mendapatkan SDM yang sesuai 
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4 Meningkatkansemangatkerja: iklimakanmenjadilebih 

kondusifjika di beripelatihan 

5 Menarikdanmenahankaryawan yang berkualitas: 

implikasinyaadalahkenaikankarir 

6 menjagakesehatandankeselamatankerja 

7 menghindarikeusangan 

8 sebagai personal grouth 

There are three main stages in training and development, namely: 

 

Employee Training Plan 

 

Organizational Structure, Types and Human Resources 

The objectives of planning organizational structure and human resources for retail credit companies 

are: 

 

The objectives of planning organizational structure and human resources for modern credit retail 

companies are: 
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The company adopts a Traditional organizational structure. This structure is based on the functions of 

divisions and departments. It is a type of structure that follows organizational rules and procedures. 

Characterized by providing clear lines of authority at all levels of management. 

The type of structure used is functional structure - this type of organizational structure groups people 

according to the functions they perform in professional life or according to the functions performed in 

the organization. 

The organization is led by a Director and 3 Managers who are divided according to their respective 

departments. The company's organizational structure is shown in the following figure: 

 

6. COMPANY REGULATIONS (SYSTEM) 

Personnel regulations are regulations used by the company to control all employees so that they can 

work according to the plans set by the company. Furthermore, if in the middle of the journey it turns 

out that there are deviations or errors, corrective action or improvement and refinement of the plan 

must be carried out. The presence of employees, discipline, behavior, cooperation, implementation of 

work and maintaining the situation of the work environment are things that must be controlled by the 

company. The regulations include: regulations on working days and overtime hours; rules for rest and 

leave, employment and termination of employment. 

In the Regulation of Working Days, Working Hours and Calculation of Company Overtime, Law no. 

13 of 2003 concerning Manpower; Kepmenakertrans No. 102/MEN/VI/2004 concerning 

Overtime Working Time and Overtime Wages. Meanwhile, the regulations regarding leave and rest 

days for companies refer to Article 79 paragraphs 1–5, Law no. 13, 2013 concerning Manpower. As 

for the regulations on Employment Relations and Termination of Employment (PHK) companies refer 

to article 156 and article 160 to article 169 of Law no. 13 of 2003 concerning Manpower. 

One important part that is the object of attention of company regulations is occupational safety and 

health (K3). The implementation of K3 is stated in the Work Agreement where the company and 

every employee are fully aware that K3 is a shared obligation and responsibility. If there is a 

violation, the company will apply sanctions. 

The company's focus in implementing K3 is: 

-Prevent work accidents 

-Prevent occupational diseases 

Company policy settings related to Occupational Safety and Health (K3) are adjusted to the following 

regulations: 
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- Law Number 13 of 2003 concerning Manpower. 

- Law No. 1 of 1970 concerning Occupational Safety. 

- Law No. 23 of 1992 concerning Health. 

After the employee has a cooperative relationship, the company will provide severance pay and award 

money as stipulated in article 156 paragraph 2 of Law no. 13 of 2003, namely the amount of 

severance pay as follows: 

 

In addition to providing severance pay, the company will also provide award money with the 

following details: 

 

In addition, this company system also aims to build emotional closeness between the company and its 

employees and retail credit partners. This is promoted by the company and fostered by carrying out 

various activities that involve all members of the company, such as and partners: 

1. Iftar together 2.Annual Gathering 3. Blood donation 

7. LEADERSHIP (STYLE) 

Leadership is the process of directing and influencing members in terms of various activities that must 

be carried out. The leadership process is focused on what leaders do, namely the process in which 

leaders use their influence to clarify organizational goals for employees, subordinates, or those they 

lead, motivate them to achieve these goals, and help create a productive culture within the 

organization. 

Modern Credit Retailing Companies apply Transformational leadership, i.e. leadership is not the 

ability to motivate people to work hard for their paychecks but the ability to transform followers to be 

more self-directed in everything they do. The result is a relationship of mutual stimulation and 

elevation that converts followers into leaders and can convert leaders into moral agents (Burns, 1978, 

p. 4). 

Meanwhile, employees of Modern Credit Retail Companies will build employees with the perspective 

of Followership Partners, namely employees who are actively involved in every process of the 

company, have high performance, and promote positive relationships within the group, Gardner 

(1990). 

The characteristics of leaders that are put forward by Modern Credit Retail Companies are as follows: 
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8. PROCUREMENT AND PLACEMENT OF MANPOWER (STAFF) 

In the procurement and placement of manpower management will take several steps including 

forecasting job requirements, analyzing work and conducting recruitment. 

Following are the steps regarding human resource planning: 

 

The function of procurement of human resources in the company aims to obtain workers in sufficient 

numbers and qualifications and according to company needs. 

Procurement of human resources begins with planning for manpower needs, recruitment and selection 

of workers, then ends with the placement of employees. 

Determination of the number of workers can be done by considering the workload in the company and 

by calculating the amount of labor that can be available in the company in a certain period. In 

manpower planning, the department or section of human resources in a company needs to carry out 

the JOB ANALYSIS process, which is a systematic analysis of various jobs or positions within a 

company. The results of the job analysis can be used to compile: 

 

The required workforce recruitment can be obtained from various sources. 

a. Internal Recruitment 

One way to do this is through promotion or transfer of employees. 

b. External Recruitment 
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Namely by recruiting new workers to fill existing job vacancies in the company. Sources from 

external recruitment include: Advertising job vacancies in the media, Labor Bureau, 

Recommendations from internal workers, Educational institutions (job fairs at universities), Labor 

selection 

The purpose of labor selection is to find or select workers who are in accordance with the 

requirements or qualifications of certain positions. Placement of employees After the selection 

process is carried out, the company is expected to be able to carry out the process of placing 

employees in the appropriate position or position. 

- Performance appraisal 

Performance appraisal intended to measure work performance which refers to the work achieved by a 

person in carrying out the tasks assigned. 

- Training and development 

Training and development aimed at eliminating the gap between the elements and qualifications 

possessed by an employee with the elements and qualifications desired by the company. 

- Career development 

Career development Employees can go through several ways, namely: 1.Promotion. 

2.Demotion. 3.Transfer. 

4. Termination of employment or layoffs. 

The company will also conduct a performance evaluation for all employees of modern credit retail 

companies. The company uses the Point Method to determine the division of employee groups. The 

determining factors used by the company are as follows: 

 

The compensation variables are described and divided into the following groups: 
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After the company determines the compensation variable above, using the composition of weight and 

degree of factor, the company determines the value of each level with a maximum value of 500: 

 

The application of the Point Method in determining the employee class in accordance with the work 

evaluation of each employee, where then the company divides the employees into 3groups: 

 

Group A 

Group A is a grouping of employees at the board of directors level, where at this level has 

responsibility for strategic planning and decision making that affect company policies, procedures, 

and practices. 

Group B 

Group B is a grouping of employees at the manager level, where at this level has the responsibility to 

supervise and direct their subordinates, as well as to report directly to the director according to their 

division. 

Group C 

Group C is a grouping of employees at the executive level, where at this level in carrying out their 

work they are more concerned with physical work or work actors. 

9. COMPENSATION AND BENEFITS 

The purpose of providing compensation, among others, is as a bond of cooperation, job satisfaction, 

effectiveness, motivation, employee stability, and work discipline. 

Compensation is divided into two main components, namely: 

a. Financial compensation, which is further divided into direct compensation and indirect 

compensation. 

b. Non-financial compensation 

Financial compensation 

Direct : 

• Basic salary 

• Holiday allowance 

• Salary increases 

• Fix allowance: food allowance, credit, vehicle fuel 

Indirects : 

• Health Insurance 

• BPJS 

• Days off and holidays 
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In principle, the remuneration system adopted by the company is competency based pay. Where the 

company considers in a balanced way the rewards given to the inputs and outputs of employees. The 

input in this case is how someone does a job to be able to achieve performance goals. This relates to 

what competencies that person needs to master. Likewise with the output, is what the work achieved 

by the person in his work. This output is the performance target generated by the person. 

Competency-based remuneration system in a balanced manner considers 3 factors in determining the 

rewards given as the total income received by each employee, namely: 

Factor 1 Position or Position 

That is the value of the contribution given by the function of the position or position to the 

organization, which can generally be seen from 3 (three) things, namely, the demands of ability, 

problem solving and responsibility. This factor determines the amount of basic salary that people 

receive in return for the position or position they occupy 

Factor 2 Individual Competence 

That is the competence possessed and brought by people to do their work as required. This factor is 

usually taken into account in the reward in addition to the income received in the form of benefits or 

incentives. 

Factor 3 Performance 

That is the achievement or work result shown either individually, in a team or in an organization, 

which has succeeded in achieving the performance targets set by the organization. This factor is 

usually taken into account in rewards in the form of incentives or bonuses. 

Non-financial Compensation 

The company maintains a safe and healthy work environment to support employee comfort. The 

company also pays attention to the needs of employees in terms of career security, workforce welfare 

and learning/training opportunities so that they are able to face challenges and be responsible in their 

work. 

Non-variable benefits: 

• Employee loan 

• Pension fund 

Benefit variables: 

• Sales incentives 

• Year-end bonuses 

10. WORK APPRAISAL (PERFORMANCE APPRAISAL) 

Performance appraisal is to assess the ratio of real work results to the quality and quantity standards 

produced by each employee. This follow-up assessment allows employees to be promoted, demoted, 

developed, and get araise. 

REFERENCES 

 

[1] Bai. Long, Huan. Siqi, Li. Zhiguo, Julian McClements. David. Comparison of Emulsifying properties of 

food-grade polysaccharides in oil-in-wateremulsions: Gum arabic, beet pectin, and corn fiber gum.(2016). 

S0268-005X(16)31055-4. 

[2] Bourekoua. Hayat, Benatallah. Leila, Nasreddine Zidoune. Mohammed, M. Rosell. Christina. Developing 

gluten free bakery improvers by hydrothermal treatment of rice and corn flour. (2016). S0023-

6438(16)30365- 6. 

[3] David, Fred, R. (2006). Strategic Management: Concepts and Cases. Edition ten. Salemba Empat, Jakarta. 

[4] Fred R. David, “How Companies Define Their Mission,” Long Range Planning 22, no. 3 (1988): 40. 

[5] Guo, X., Zhang, J., Ma, Y., &Tian, S. Optimization of limited Hydrolysis of proteins 762 in rice residue 

and characterization of the functional properties of the products. (2013). 37,245-253. 

[6] Haming, murdifin. Nurnajamudin, Mahfud. (2014). Modern Production Management, Manufacturing 

Operations and Services. PT. Earth 

[7] Aksara. Hamper, J. Robert. (2014). The Ultimate Guide Strategic Marketing: Real World Method For 

Developing Successful, Longterm Marketing Plan. McGraw Hill Education. 



Implementation of Mckinsey's 7s Concept Management Strategy in Modern Credit Retail Companies 

 

International Journal of Managerial Studies and Research (IJMSR)                                                 Page | 23 

[8] H. Miyaji, Matsuyama, and K. Hosoda . Effect of substituting brown rice for corn on lactation and 

digestion in dairy cows fed diets with a high proportion of grain. (2014):97 :952–960 

[9] Hendratman, Hendi. (2018). The Magic Of Core lDraw. Publisher: informatics. 

[10] Harry. (2015). Business Risk Management, Enterprise Risk Management Every employee is Risk 

Owner.Grasindo. 

[11] Kieso, Weygandt Kimmel. (2017). European Journal of Work & Organizational Psychology, 9(1), 31-43. 

Financial Accounting IFRSEDITION 

[12] Polan, D.Romangnolo and Barbeau, W. Electrophoretic. Analysis of Ruminal Degradability of

 Corn Proteins. (1994).77:1093-1099. 

[13] Saludin. (2016). Design for SIX SIGMA, an effective way of building prime product & process 

performance from the ground up. Media DiscoursePartners. 

[14] SharmeenAlam, Sabrina. Deng, Youjun Protein interference on aflatoxin B1 adsorption by smectites in 

corn fermentation solution. (2017).0169-1317 

[15] Sham Ibn Siena. (2009). Website Development for Sman 1 Ciomas Using Codeigniter 1.7.1 Framework 

Technology. Depok: Faculty of Industrial Engineering, Department of Informatics, Gunadarma University. 

[16] Yuliantoro, R., Syah, TYR, Pusaka Semerdanta., HS Darmansyah. 2019. Implementation of Marketing 

Mix Strategy For Start up Business : Fruit Combining. RJOAS, 3(87), (2019). Russian Journal of 

Agricultural and Socio-Economic Sciences. 

[17] Marsuki Riskung Karim, Syah Tantri Yanuar Rahmat, Indradewa Rhian, Pusaka Semerdanta (2019). 

Implementation of Marketing Mix Strategy in the New Frozen Food Business: Nugget Duck-Duckan. 

Volume 3, No.3. 

[18] Adam, P. (2015). A Model of the Dynamic of Relationship between Stock Prices and Economic Growth of 

Indonesia. Applied Economics and Finance, 2 (3). https://doi.org/10.11114/aef.v2i3.829 

[19] Pujiastuti Sophia, YanuarTantri Hospital, PusakaSemerdanta, IndrawatiRatna (2019). Lasic Clinic New 

Business Model To Meet The Surgical Cost Challenges: A Contribution To Decrease Indonesia's 

Refractive Disorders Rate And To Meet Indonesia's Healthy Vision Of 2020. Russian Journal of 

Agricultural and Socio-Economic Sciences. RJOAS,6(90). 

[20] Marsiwi Caecilia Kwarti Krist, Syah Tantri Yanuar Rahmat, Pusaka Semerdanta, Indradewa Rhian (2019). 

Investment Feasibility Analysis in Financial Aspects of Startup Business In Lifestyle Combining 

Barbershop And Coffee shop Over PT. Jeeva Work Corporation. Vol 3, No4 

[21] Azmal Roisyam, Negoro Dimas Angga, Syah Tantri Yanuar Rahmat (2019). The Influence Cash Position 

Analysis over Debt to Equity Ratio, Return On Assets, And Inventory Turnover on Dividend Payout Ratio: 

Consumer Goods Companies in Indonesia Stock Exchange 2012-2017 Case Study. Vol 3, No4 

[22] Perdana Ryan, Syah Tantri YanuarRahmat, Indradewa Rhian, Pusaka Semerdanta, Darmansah (2019). 

Human Resources Implementation Using the McKinsey 7S Method for Business Startup: Duck Nugget 

Frozen FoodVol 3 No(3) 

[23] Chartini, Syah Tantri Yanuar Rahmat, Pusaka Semerdanta, Darmansah (2019). Operational Business 

Planning: Bunnies After School Program and Daycare Vol 3No(3) 

[24] Suhepi, A. and Syah, TYR (2018). The Influence of Training Design, Individual Characteristics, and Work 

Environment on Training Transfer and Its Impact on Employee's Performance. International Journal of 

Economics, Commerce and Management. Vol IV, Issue3. 

[25] Rinto, O., and Syah, TYR (2018). The Influence of Compensation and Motivation towards the 

Performance Mediated by Organizational Commitment: Study on HR and GA Employee in PT. Elephant 

Tunggan TBK, Indonesia. International Journal of Economics, Commerce and Management. Vol IV, 

Issue4 

 

 

 
Citation: Jaharudin et al. “Implementation of Mckinsey's 7s Concept Management Strategy in Modern Credit 

Retail Companies" International Journal of Managerial Studies and Research (IJMSR), vol 9, no. 11, 2021, pp. 

13-23. doi: https://doi.org/10.20431/2349-0349.0911003. 

Copyright: © 2021 Authors. This is an open-access article distributed under the terms of the Creative 

Commons Attribution License, which permits unrestricted use, distribution, and reproduction in any medium, 

provided the original author and source are credited. 

 

 

https://doi.org/10.11114/aef.v2i3.829

