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ABSTRAK 

 Perkembangan industri perbankan yang semakin kompetitif, khususnya dalam 
produk tabungan berbasis digital dan bagi hasil harian, mendorong bank syariah untuk 

melakukan inovasi produk guna meningkatkan daya saing. Penelitian ini bertujuan 
untuk menganalisis strategi bersaing produk Tabungan Bagi Hasil Harian 
(TABASHA) dalam meningkatkan daya saing di Bank Panin Dubai Syariah KCU 

Surabaya dengan menitikberatkan pada strategi differentiation, pricing, dan focus 
strategy. 

 Penelitian ini menggunakan pendekatan kualitatif dengan jenis penelitian 
lapangan (field research) dan teknik pengumpulan data melalui wawancara, observasi, 
serta dokumentasi. Informan penelitian terdiri atas pihak manajemen, marketing 

funding, customer service, dan nasabah pengguna produk TABASHA. Data yang 
diperoleh dianalisis melalui tahapan reduksi data, penyajian data, dan penarikan 

kesimpulan untuk memperoleh gambaran mengenai strategi bersaing produk 
TABASHA di Bank Panin Dubai Syariah KCU Surabaya. 

Hasil penelitian menunjukkan bahwa strategi bersaing produk TABASHA 

diterapkan melalui strategi differentiation, pricing, dan focus strategy. Strategi 
differentiation diwujudkan melalui layanan digital berbasis PDSB Mobile serta akad 

mudharabah sebagai elemen diferensiasi syariah dan pembangun kepercayaan 
nasabah. Strategi pricing diterapkan melalui penetapan bagi hasil setara 5,75% per 
tahun dengan mekanisme pembagian harian yang transparan dan kompetitif. Adapun 

focus strategy dilakukan melalui edukasi dan pemasaran terkait akad mudharabah, 
sistem bagi hasil, dan keunggulan TABASHA sebagai tabungan syariah digital. 

Implementasi strategi tersebut didukung oleh dukungan manajemen, transformasi 
digital, sistem keamanan berlapis, serta pengawasan DPS dan OJK, namun masih 
menghadapi hambatan berupa persaingan dengan bank digital lain, kendala teknis 

layanan digital, ketidaksesuaian data dengan sistem Dukcapil, dan rendahnya 
pemahaman masyarakat mengenai akad mudharabah serta sistem bagi hasil. 

Secara keseluruhan, inovasi produk TABASHA mampu meningkatkan daya 
saing Bank Panin Dubai Syariah melalui penerapan sistem bagi hasil harian yang 
transparan, layanan digital yang efisien, dan prinsip syariah berbasis akad mudharabah. 

Oleh karena itu, Bank Panin Dubai Syariah KCU Surabaya perlu meningkatkan 
kualitas layanan digital, memperkuat edukasi masyarakat, dan mengoptimalkan 

promosi produk agar strategi bersaing TABASHA dapat berjalan lebih efektif dan 
berkelanjutan.. 
 

Kata Kunci: Strategi Bersaing, TABASHA, Mudharabah, Daya Saing, Perbankan 
Syariah. 
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ABSTRACT 

 

The increasingly competitive banking industry, particularly in digital savings 

products and daily profit-sharing schemes, encourages Islamic banks to innovate their 
products in order to enhance competitiveness. This study aims to analyze the 

competitive strategy of the Tabungan Bagi Hasil Harian (TABASHA) product in 
improving competitiveness at Bank Panin Dubai Syariah KCU Surabaya, with a focus 
on differentiation, pricing, and focus strategy. 

This study employed a qualitative approach with a field research design. Data 
were collected through interviews, observation, and documentation. The informants 

consisted of management, marketing funding staff, customer service officers, and 
customers using the TABASHA product. The data were analyzed through the stages of 
data reduction, data display, and conclusion drawing to obtain a comprehensive 

understanding of the competitive strategy of the TABASHA product at Bank Panin 
Dubai Syariah KCU Surabaya. 

The findings show that the competitive strategy of TABASHA is implemented 

through differentiation, pricing, and focus strategy. The differentiation strategy is 
reflected in digital services based on PDSB Mobile and the mudharabah contract as an 
element of Islamic differentiation and trust-building. The pricing strategy is 

implemented through a profit-sharing rate equivalent to 5.75% per year with a 
transparent and competitive daily distribution mechanism. Meanwhile, the focus 

strategy is carried out through education and marketing related to the mudharabah 
contract, the profit-sharing system, and the advantages of TABASHA as a digital 
Islamic savings product. The implementation of these strategies is supported by 

management support, digital transformation, layered security systems, as well as 
supervision by the Sharia Supervisory Board (DPS) and the Financial Services 

Authority(OJK). However, several obstacles remain, includin g competition from 
digital banks, technical problems in digital services, mismatched customer data with 
the Dukcapil system, and the public’s limited understanding of mudharabah and the 

profit-sharing system. 

Overall, TABASHA product innovation has enhanced the competitiveness of 
Bank Panin Dubai Syariah through a transparent daily profit-sharing system, efficient 

digital services, and Islamic principles based on the mudharabah contract. Therefore, 
Bank Panin Dubai Syariah KCU Surabaya needs to improve the quality of its digital 
services, strengthen public education, and optimize product promotion so that 

TABASHA’s competitive strategy can be implemented more effectively and 
sustainably. 

Keywords: Competitive Strategy, TABASHA, Mudharabah, Competitiveness, 

Islamic Banking. 
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