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1. Introduction  
Indonesia, which is a member of the G20, is classified as a newly industrialized country. In 2010, the Central Bureau of 

Statistics (BPS) recorded around 52.8 million Micro-Small-Medium Enterprises (MSMEs) in Indonesia. This number increased by 

about 22% in 2018 to 64.2 million. MSMEs make a very significant contribution to the economy in Indonesia, especially in terms 

of income, employment contribution, and the growth of human resources in conducting business operations. The Ministry of 

Cooperatives and SMEs (2005) states that the role of MSMEs in Indonesia can be seen from (i) their role as the main players to 

drive the economy in various sectors, (ii) providing the largest employment opportunities, (iii) playing an important role in 

developing the local economy and empowering the community, ( iv) creating new markets and innovating, and (v) its role in 

export activities to participate in maintaining the balance of payments. Putra (2016) stated that MSMEs have several advantages 

including the use of natural resources and are labor-intensive. BPS stated that MSMEs contributed to the Gross Domestic Product 

(GDP) of 61.07% and absorbed 97% of the workforce in Indonesia in 2018. MSMEs were even considered as the saviors of the 

Indonesian economy during the crisis period in the 1992-2000 (Manurung, 2006). Wahyuningsih (2009) states that MSMEs have 

some special features such as small capital, a fairly high risk but directly proportional to the return and provide an 

entrepreneurial spirit for their owners.  

Law Number 20 of 2008 classifies MSMEs based on their assets and total sales. Businesses that are included in the micro-

enterprise category are businesses owned by individuals and/or individual business entities that have assets with a maximum 

amount of IDR 50 million and total sales of IDR 300 million. Small businesses have assets between IDR 50 million to IDR 500 

million and total sales from IDR 300 million to IDR 2.5 billion. Medium-sized businesses have assets between IDR 500 million to 

IDR 10 billion and total sales between IDR 2.5 billion to IDR 50 billion. Businesses that have assets and sales exceeding these 

criteria will be classified as large businesses. 

The growth of MSMEs in Indonesia is still experiencing several challenges, such as difficulties in accessing capital and 

marketing (Orlando & Pollack, 2000; Midgley, 2008; Tambunan, 2019). In addition, other challenges faced by MSMEs in Indonesia 

include licensing, management, and adaptation to external factors such as social conditions or government regulations. OECD 

(2012) states that MSMEs have a lower productivity level of 4% when compared to large-scale businesses. The government has 

implemented several policies with the aim of improving the welfare of entrepreneurs, providing access to capital, training, and 

marketing for MSMEs. Various programs held by the government, such as People's Business Credit (KUR), Civil National Capital 

(PNM), Fostering a Prosperous Family Economy (Mekaar), ULaMM (Micro Capital Service Unit), and programs that collaborate 

with government financial institutions such as the BUMN Creative House and state-owned banks. Not only the government, 

currently private institutions such as banking, fintech, and other sectors also participate in organizing programs that support 

MSMEs. 

The number of parties who have the same noble goal of supporting the growth of MSMEs in Indonesia has not been 

optimally utilized. There are many MSMEs who are not familiar with the organizations, activities or policies that can support

their business. This illustrates that a platform that can bring together parties who can support MSMEs and MSMEs who need 

assistance is needed. This research seeks to design the ideal business integrator platform to answer this need. 

This business integrator platform, called OperBisnis, is designed to be a platform in the form of a website, mobile 

application, and also social media. OperBisnis realizes the importance of collaboration with parties involved in the growth of 

MSMEs in Indonesia. Technology-based platform, OperBisnis, aspires to provide solutions for all aspects of supporting MSMEs in 

an integrated, practical, and credible platform. MSMEs are expected to be able to use this platform to (i) get information about 

tips on starting a business and developing a business (ii) getting to know parties, events, and articles that can help entrepreneurs 

learn and expand their business networks (iii) understand the importance of business valuation and exit strategy opportunities 

for a better business growth, and (iv) perform a business transaction safely and efficiently. 
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2. Literature Review 
2.1. Platform Definition 
 Platforms are new business models that use technology to connect people, organizations and resources in an interactive 
ecosystem where extraordinary amounts of value can be created and exchanged (Parker et. al., 2016). 
 
2.2. OperBisnis 
 OperBisnis is an integrator platform that is tailored to the needs of MSMEs in Indonesia so that they can integrate with many 
parties such as individual and institutional investors, business incubators, the government, and other parties (Yuniar et. al., 
2021). 
 
2.3. Study of MSMEs Problems 
 To support MSMEs, we raise an important question: How can we create an environment which is easily accessible by the 
MSMEs, enable them to collaborate with a lot of parties that can support their growth and in the end create a digital 
ecosystem?Nicolescu (2009) states that there are internal and external factors that can affect the ability of SMEs to survive. The 
formulation of the main problem must be studied in the form of a description and classification of the problems faced by MSMEs 
in running a business. This can be caused by internal factors such as financial regulatory competence, or external factors such as 
government policies. 
 
2.4. MSMEs Problems and Challenges Caused by Internal Factors 
 Nicolescu (2009) states that internal factors have a greater influence on the performance of MSMEs compared to external 
factors. Sumaryana (2018) says that there are three most important things from these internal factors, namely the skills of 
workers and employers, the use of technology, as well as organization and management. The problems and challenges of MSMEs 
from internal factors (Yuniar et. al., 2021) can be described as follows: 
a. Legal, Legal problems faced by MSMEs include: 

Legal entity,Based on data from the Creative Economy Agency (BEKRAF) in 2018, 96.1% of MSMEs did not have legal 
entities yet. The main reasons being some MSMEs do not want to deal with taxation or there is limited understanding regarding 
the type of legal entity that best suits their needs, such as Limited Liability Company, CV (Commanditaire Vennootschap), Firm, 
or Maatschap. The absence of a legal entity, limits the actions that MSMEs could take to develop their business, for example, to 
get credit from a bank, or other business processes that highly require documentation.  
Intellectual Property Rights (IPR), Due to not having a legal entity, important things such as intellectual property rights have not 
become one of the prioritized aspects by the MSMEs. In addition, MSMEs’ owners usually do not understand the procedures for 
registering copyright or trademark rights or do not want to incur costs. According to the Ministry of Cooperatives and SMEs’ 
statement (2020), only about 10% of MSMEs have registered their copyright.  
 The Ministry of Cooperatives and SMEs provides free IPR registration facilities for MSMEs that meet established criteria and 
procedures. Despite the free facilities given, the small number of MSMEs who registered their copyrights prove that the majority 
of MSMEs do not know about the program. MSMEs are advised to immediately register IPR because misuse of trademarks and 
creations can be a complicated and detrimental problem. Intellectual Property Rights is very important, especially if MSMEs have 
plans to expand their business to global or export activities. 
b. Human Resources (HR) 

MSMEs may find it difficult to find workers who meet the criteria and have capabilities in terms of knowledge or 
competence. This is natural because in the process of developing a business, there is certainly more to do and more workers 
with special skills needed. Foulkes (1975) mentions that the workforce and the company's ability to recruit and maintain a 
good workforce are factors that affect blockages in the company's production process which have an even greater impact 
than the company's capital requirements. 
Siagian (2009) states that in order to increase the productivity of HR, the following efforts can be made: (i) Continuously 
make improvements, (ii) improve the quality of work results, (iii) empower HR, and (iv) work ethic philosophy of the 
organization. MSMEs are advised to improve their knowledge and skills in HR management, for example by learning HR 
management as a good leader, communicative, selective and wise in recruiting, being firm in making regulations, evaluate 
performance and using a reward and punishment system. Meanwhile, if employees feel they do not meet the criteria and do 
not have good performance, employees can be given the opportunity for training or seminars. The existence of good HR 
management will increase employee loyalty and have an impact on business productivity. 

c. Finance 
Srikandi and Setyawan (2004) stated that one of the dominant factors causing the failure of MSMEs in developing their 
business is the ability to manage their finances. Financial problems faced by MSMEs owners include financial management, 
for example, MSME actors do not separate personal and business finances because they are too focused on increasing capital, 
do not record details of business expenses, and an inadequate financial projections or budget allocations. Ediraras (2010) 
states that good financial management will make businesses more transparent and accountable. Lack of financial 
management can deter maximization of profits and unfulfilled tax obligations. Hence, MSMEs are advised to be able to 
maintain their bookkeeping, be wiser in financial control, or use a platform that can assist all types of financial management 
needs and tax payments. 

d. Marketing 
Triyaningsih (2012) argues that one of the big problems encountered by MSMEs is marketing. MSMEs do not have all the 
information necessary to be able to market their products to a wider market. There are so many things that can be discussed 
when it comes to marketing. Starting from product, distribution, promotion, to pricing. Kotler (1989) says that marketing 
strategy is an approach used by a business to achieve a predetermined target and includes such things as the target market, 
product placement in the market, marketing implementation plans and the level of costs that must be incurred. All aspects 
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are needed to form effective marketing. Quality products and attractive packaging will not get the spotlight if there is no 
place to distribute them. Even vigorous promotion will not mean much if there is no strong brand value. MSMEs have to 
ensure that these four aspects have their respective plans. Moreover, to implement the marketing plan, strong media is 
needed, both online (marketing through integrated social media) and offline (a strong business network from suppliers to 
buyers). For MSMEs to be able to improve their business, excel from competitors, and get customer loyalty, continuous 
market research is required to find out market tastes and industry trends.  

e. Technology 
Deloitte (2015) found that 36% of MSMEs have not used digital technology, 37% of MSMEs only have very basic digital skills, 
18% of MSMEs have digital skills at the intermediate level, and only about 9% of MSMEs have advanced digital skills. The 
rapid development of technology means that there are new methods that can be adapted by MSMEs in their business 
activities. Technology can improve the business because it is an added value for the company or make the business becomes 
obsolete due to late in adapting. Deloitte (2015) states that the use of technology for MSMEs can contribute to an increase in 
income of up to 80% and up to 1.5 times more likely to create jobs if they adapt to using cloud-based technology in their 
business processes. 

 
2.5. MSME Problems and Challenges from External Factors 
 Nicolescu (2009) states that external factors that can affect the performance of MSMEs are factors outside the company 
itself, such as access to capital and government policies as well as the country's economic conditions. The problems and 
challenges of MSMEs from external factors (Yuniar et. al., 2021) can be divided into the following: 

a. Access to Capital 
Capital is certainly an obstacle for MSMEs, both in starting a business and developing it. As the saying goes “Many 
roads lead to Rome”, MSME players need to know that there are several ways that can be used to get additional capital, 
for example, the government program for the People's Business Credit (KUR) or Mekaar, or loans (banks or online). 
However, for lending at a bank or online, MSMEs have to be familiar with the existing risks and applicable regulations, 
lest they could be detrimental if they do not match the capabilities and developments of the business being run. 

b. Economic Situation 
The business climate is strongly influenced by economic conditions that occur in the region, country, and globally. This 
is inseparable from investment activities, inflation, and other phenomena. Cooperation between MSMEs and the 
government is necessary in order to improve the country's economy. 

c. Political 
Stable political conditions and government policies that support MSMEs will have a positive impact on ongoing 
businesses, and vice versa. For example, in the pre-reform era when politics in Indonesia faltered and had an impact 
on the Indonesian economy, or other examples such as global sentiment between one country and another so that the 
opportunities for import and export processes faltered. However, in the midst of this reform era with political 
uncertainty, there are also many opportunities to overcome the negative impacts because the government allocates a 
lot of its support to MSMEs. 

d. Social 
MSMEs have to monitor social conditions that are always changing and can affect the company, in terms of 
demographics, customs and culture, religion, education, and so on. For example, the products offered by MSMEs in 
area A are not necessarily as popular as in area B, because of the customs and culture or behavior of an area that is not 
familiar with the products of the MSMEs. However, it creates an opportunity for the MSMEs to make an innovation for 
the products which are niche to the need of a specific market. 

 
3.  Method 
 This study uses a descriptive approach. Narbuko and Achmadi (2009:44) state that descriptive research is a study that seeks 
to find solutions for the problems according to existing data and involves data presentation, data analysis and interpretation of 
analysis results. This study discusses the problem by using literature studies and primary data as a source of information which 
is then analyzed to be interpreted. The interpretation then being compiled as the basis of the solution to existing problems.  
 
4.  Results and Discussion 
4.1. Solutions for MSMEs 
Supporting MSMEs in Indonesia has become the objective of many parties. Many organizations were founded on this noble 
cause. However, unfortunately, many MSMEs do not know the existence of organizations, policies or activities that can support 
progress for their businesses. Tambunan (2009) states that close cooperation between MSMEs and other parties such as banks, 
university research institutions, government agencies, business associations, chamber of commerce, business development 
services and others, will provide agglomeration benefits generated by a higher level of efficiency. higher than if the MSMEs work 
alone. For this reason, OperBisnis strive to bring these parties together and create efficiencies for all parties. Based on their 
impact on MSMEs, these organizations can be classified as follows: 

a. Financial institutions such as banks, peer-to-peer lending companies or investment institutions can be a solution to 
MSMEs capital problems. 

b. A business incubator can help a business in the early stages of establishing the business. The Ministry of Cooperatives 
and SMEs based on regulation no 81.3/Kep/M.KUKM/VIII/2002 defines incubators as institutions engaged in 
providing facilities and business development, both management and technology for SMEs to improve and develop 
their business activities and or development of new products so that they can be transformed into sustainable 
entrepreneurs and/or competitive new products within a certain period of time. There are several government 
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institutions that participate as business incubators. Many universities are also used as vehicles for the government to 
provide business incubations. In addition, there are also many private institutions that act as business incubators. 

c. Training/educational institutions provide learning facilities for MSMEs, both free and paid. Usually, the material 
provided is in the form of seminars or mentoring, assistance in evaluating business performance, and technical 
training such as financial management or accounting, taxes, marketing, and so on. Learning facilities are also found in 
the collaboration between institutions and the government. 

d. A business accelerator that offers funding for MSMEs with the potential to grow. Usually, this is related to technology-
based start-ups, but it does not rule out opening opportunities for MSMEs that have the potential to grow in the long 
term. 

e. Potential investors. Potential investors can be individual investors who are angel investors or even family and 
relatives. In addition, there are also institutional investors such as companies that usually have the same vision and 
mission as MSMEs and invest in the form of funding or human resources in managing the business. 

f. Government institutions that help and accommodate all the aspirations of MSMEs. Examples of government agencies 
that are active in assisting MSMEs include the Ministry of Cooperatives and SMEs, the Technology Incubator Center – 
the Agency for the Assessment and Application of Technology, the Ministry of Research, Technology and Higher 
Education, the Ministry of Trade, and so on. 

g. Entrepreneurship organization. Joining fellow entrepreneurs in a community or association can provide a support 
system for the entrepreneurs through community events or sharing sessions. In addition, by joining the community, 
entrepreneurs can wider their network to be able to find out and obtain information that can facilitate their 
businesses. 

h. Other institutions 

 

 

 

 

 
 

 

 

 

 

 
 

Figure 1. MSMEs Supporting Organizations 
 
With their respective organizational goals, the above institutions/parties can participate in helping MSMEs to develop strategies 
related to external and internal problems. The following is an overall model that describes the integrator platform, as well as the 
roles between functions: 
 

MSMEs 

Financial Institutions Business Incubator 

Business Accelerator 

Training / Educational 
Institutions 

Government Institutions Entrepreneur 
Organization 

Potential Investors 

Other Institutions 
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Figure 2. Platform Integrator Framework 
 
4.2. OperBusiness Features 
OperBisnis is accessible in the form of a website, mobile application and various social media. OperBisnis features that can be 
useful for MSMEs include the following: 

a. Profile of MSMEs in need of funding 
By providing a page containing profiles of MSMEs that need funding, not only it can help these MSMEs, but also help 
those who have excess funds and want to invest in those types of businesses. This feature allows MSMEs to be able to 
seek business growth in order to get more significant profits. Moreover, there is a chance that some investors could 
also contribute in terms of skill improvement and business management. 

b. Profile of MSMEs supporting/agencies 
This page seeks to introduce institutions/parties that can help the growth of MSMEs. With this page, MSMEs can find 
the institution/party more easily and can use the services and participate in the activities of the institution/party. 

c. Activity calendar 
There are lots of training activities that can improve the skills of entrepreneurs or can be used as an arena to build 
networks to develop their businesses, such as seminars, business management training according to their functions, 
community meetings, competitions and business matching opportunities. Some of these activities are paid, some are 
free. Many entrepreneurs do not know about these activities even though they need them. Therefore, OperBisnis 
provides an activity calendar feature where users can view activities that support the development of MSMEs, both 
held by OperBisnis itself and those held by other parties. This feature also makes it easier for users to filter out 
activities that interest them in the future. 

d.  Learning articles 
OperBisnis also regularly releases articles related to the latest regulations, tips for supporting businesses, franchising, 
business processes, as well as everything that we think can be useful and easy to understand for MSMEs in Indonesia. 
This article is not only intended for MSMEs, but for all parties who are interested in the field of entrepreneurship. 

e.  Tutorial video 
OperBisnis also has an online talk show called BUS STOP: Business Talks with OperBisnis which lasts for 20-30 
minutes. The purpose of holding this event is as an effort to motivate and provide information to the public, especially 
MSMEs on a regular basis. Through this feature, OperBisnis also intends to introduce parties who can support the 
business of the MSMEs, such as business incubators, the entrepreneur community, and financial institutions. The 
parties can share their respective perspectives on the problems and solutions offered to MSMEs. 

f. Business valuation calculator and pitch deck 
Business valuation is one of the important factors for entrepreneurs to know the quality of their business. The 
valuation can be calculated through several methods. However, not all MSMEs have understood correctly and can 
project their business valuation. OperBisnis is also developing a business valuation calculator feature to help business 
owners to estimate the value of their business. As an advanced stage of calculating business valuations for MSMEs who 
wish to implement an exit strategy, OperBisnis is also developing a pitch deck template that can be used by MSMEs to 
introduce their business to potential investors and investment opportunities that are more targeted. 

g. Buying and selling business 
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Many MSMEs are built according to attractive business ideas, but the lack of execution causes most businesses to be 
closed. Especially in the midst of the COVID-19 pandemic, data from the Ministry of Cooperatives and SMEs shows that 
nearly 40% of MSME businesses were forced to stop operating. However, selling a business is not only caused by the 
loss incurred. There are also many other reasons, such as the need of the entrepreneurs to find a willing and 
competent successor, businesses that require diversification, funding and mentoring by partners. This can also 
support several parties who are looking for new business ideas but do not want to start from scratch. They can meet 
MSMEs owners who want to sell their business as a whole or partial through OperBisnis platform.  

 
5.  Conclusion 
 The presence of a credible, effective, and efficient business integrator platform is very useful to support the development of 
MSMEs in Indonesia. MSMEs can understand the importance of business growth and get exposure and facilities to market their 
business for more real opportunities.  Many organizations strive to support MSMEs in solving their problems, but the presence of 
each party has not been maximized in the form of integrated activities that allow collaboration. Therefore, the integrator 
platform should have the expected benefits for MSMEs. The presence of OperBisnis which is designed as a business integrator 
platform requires further evaluation in the form of checking feature functions with procedures such as Technology Readiness 
Level so that it can be used by more people and can develop qualified technology features. In addition, education for MSMEs is 
also needed to build awareness of the needs for business growth and how to reach parties who can work together for better 
opportunities.  
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