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CHAPTER 7 

CONCLUSION 

7.1. Conclusion 

To address the issues of declining revenue and the prohibition on importing 

second-hand clothing, the chosen solution is to create a new market using the Blue 

Ocean Strategy. This strategy involves developing reworked jackets, which 

combine two defective or damaged jackets into one unique and high-quality jacket. 

This strategy circumvents regulations on importing second-hand clothing by 

eliminating the use of imported materials.  

Additionally, several elements need to be rebuilt: 1) eliminating the disposal of 

defective items and operating within banned sectors, 2) reducing environmental 

impact while enhancing product variety, 3) improving product quality, uniqueness, 

and fostering positive public perception through social media content on platforms 

like Instagram and TikTok, and 4) creating reworked jacket products with 

customization options. 

This strategy also targets new customer segments previously untapped by Thrift 

Shop X, categorizing them into three non-customer segments. The first tier 

includes thrift store shoppers looking for unique, high-quality options. The second 

tier consists of individuals who avoid thrift stores due to concerns about quality, 

fashion, or hygiene. The third tier comprises potential customers who have never 

considered purchasing reworked jackets and are unaware of thrift store offerings. 

Finally, according to customer feedback gathered from the Blue Ocean Strategy 

implementation, more than 80% of respondents rated the design of reworked 

jackets 4 out of 5, highlighting strong interest. This feedback underscores the 

successful achievement of the pre-defined critical success factors. 

7.2. Suggestion  

a. In future research, it is recommended to develop a Blue Ocean Strategy (BOS) 

that incorporates all principles, specifically "overcoming key organizational 

hurdles" and "integrating execution into strategy." These elements were not 

implemented in this study of the thrift shop due to research limitations, but they 

are essential for creating a comprehensive and effective BOS. 
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b. Future studies should consider incorporating cost and pricing considerations 

using BOS tools such as the price corridor of the target mass. This approach 

can help determine optimal pricing strategies that appeal to a broad customer 

base while maintaining profitability, ensuring the economic viability of the 

product market in the long term.
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Appendice 2 : Observation Sheets 1 

Observation Sheet 

Company Name Thrift Shop X 

Address 
Jl. Sambirejo No.20, Gempol, Condongcatur, Kec. 
Depok, Kabupaten Sleman, Daerah Istimewa 
Yogyakarta 55281, Indonesia. 

Type of Business Second-hand Clothes Store / Thrift shop 

Product Crewneck and Tshirt 

Tanggal 21-Sep-22 

Type of 
observation 

Interview 

Interviewees Owner 

No. Question Answer 

1 
How have the store's sales been 
doing over the last few months? 

For the sales, these few months 
tend to decline. 

2 
In your opinion, what is the 
reason for this decline in sales? 

Now there are many competitors 
that have appeared so that the 
competition is getting tougher 

3 
What are the impacts caused by 
the emergence of this competitor? 

Difficulty in finding thrift bales 
because they often run out of stock. 
Then, there is price competition so I 
need to apply discounts and lower 
prices to attract consumers. 

4 
Are there any problems in product 
promotion? 

We can only make sales on 
Instagram, while many competitors 
use other social media such as 
TikTok and Facebook 

5 
Have you ever thought about 
developing a new product? 

Yes, because competitors sell the 
same products as this store, even 
more varied because they also sell 
cargo pants and hoodies. But there 
are doubts because the cost is quite 
expensive 

6 
In your opinion, what needs to be 
improved or what solution does 
this store need? 

I think this store needs a marketing 
strategy to overcome this intense 
competition in order to increase 
sales. 
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Appendice 3 : Observation Sheets 2 

Observation Sheet 

Company Name Thrift Shop X 

Address 
Jl. Sambirejo No.20, Gempol, Condongcatur, Kec. 
Depok, Kabupaten Sleman, Daerah Istimewa 
Yogyakarta 55281, Indonesia. 

Type of Business Second-hand Clothes Store / Thrift shop 

Product Crewneck and Tshirt 

Tanggal 12-Jun-23 

Type of 
observation 

Interview 

Interviewees Admin/staff 

No. Question Answer 

1 
What problems do you think this 
store has? 

Not maximizing sales because they 
only use 1 social media to sell 
products, namely Instagram. 

2 
Have you ever thought about 
using other social media besides 
Instagram to sell products? 

I have, but my job here is not only as 
a social media admin, but also 
sorting incoming items and taking 
care of package delivery. Therefore I 
feel unable to take care of other 
social media. 

3 
What solution do you think is 
needed for this store? 

Adding 1 or 2 more employees. So 
that this store can maximize sales 
by selling products not only on 
Instagram but also via Tiktok. 
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Appendice 4 : Observation Sheets 3 

Observation Sheet 

Company Name Thrift Shop X 

Address 
Jl. Sambirejo No.20, Gempol, Condongcatur, Kec. 
Depok, Kabupaten Sleman, Daerah Istimewa 
Yogyakarta 55281, Indonesia. 

Type of Business Second-hand Clothes Store / Thrift shop 

Product Crewneck and Tshirt 

Tanggal 12-Jun-23 

Type of 
observation 

Interview 

Interviewees Tailor 

No. Question Answer 

1 
What problems do you think this 
store has? 

I don't really understand but what I 
feel is that there are lots of items 
that are defective or damaged. 

2 
Have you ever thought about 
repairing the seams of the 
damaged item? 

Of these items, some can still be 
repaired and some are actually still 
good but can no longer be repaired 
so they will eventually be thrown 
away. 

3 
What solution do you think is 
needed for this store? 

If possible, defective items can be 
reused so they are not just thrown 
away. 
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Appendice 5 : Questionnaire Form 1  
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Appendice 6 : Questionnaire Form 2  
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Appendice 7 : Questionnaire Form 3  
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Appendice 8 : Validity test using SPSS 
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Appendice 9 : Reliability test using SPSS 
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Appendice 10 : R Distribution Table  

N 
The Level of Significance 

N 
The Level of Significance 

5% 1% 5% 1% 

3 0.997 0.999 38 0.320 0.413 

4 0.950 0.990 39 0.316 0.408 

5 0.878 0.959 40 0.312 0.403 

6 0.811 0.917 41 0.308 0.398 

7 0.754 0.874 42 0.304 0.393 

8 0.707 0.834 43 0.301 0.389 

9 0.666 0.798 44 0.297 0.384 

10 0.632 0.765 45 0.294 0.380 

11 0.602 0.735 46 0.291 0.376 

12 0.576 0.708 47 0.288 0.372 

13 0.553 0.684 48 0.284 0.368 

14 0.532 0.661 49 0.281 0.364 

15 0.514 0.641 50 0.279 0.361 

16 0.497 0.623 55 0.266 0.345 

17 0.482 0.606 60 0.254 0.330 

18 0.468 0.590 65 0.244 0.317 

19 0.456 0.575 70 0.235 0.306 

20 0.444 0.561 75 0.227 0.296 

21 0.433 0.549 80 0.220 0.286 

22 0.432 0.537 85 0.213 0.278 

23 0.413 0.526 90 0.207 0.267 

24 0.404 0.515 95 0.202 0.263 

25 0.396 0.505 100 0.195 0.256 

26 0.388 0.496 125 0.176 0.230 

27 0.381 0.487 150 0.159 0.210 

28 0.374 0.478 175 0.148 0.194 

29 0.367 0.470 200 0.138 0.181 

30 0.361 0.463 300 0.113 0.148 

31 0.355 0.456 400 0.098 0.128 

32 0.349 0.449 500 0.088 0.115 

33 0.344 0.442 600 0.080 0.105 

34 0.339 0.436 700 0.074 0.097 

35 0.334 0.430 800 0.070 0.091 

36 0.329 0.424 900 0.065 0.086 

37 0.325 0.418 1000 0.062 0.081 

 

 

 


