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Abstraction 

 
SMEs are the backbone of one of Indonesia's economy. In terms of the number and variety of businesses 
and products that can be exported only once in a month, showed a competitive advantage with a large 
capital compared to large companies. SMEs often seen next to the eye because of the SMEs do not have 
bargaining power. Their bargaining power is very small because the level they complete primary school 
education, women, and the long run is still two-year effort and the number of their workers from one to 
ten people and has a capital of 50 million so far and they still need training embroidery and less 
understanding of their about marketing and direct sales without the intermediary of Bali.  
Embroidery business problems today is the capital. Due to insufficient capital there are things that need 
to be increased in correspond with internal strengths and weaknesses with external opportunities and 
threats. From the SWOT analysis is seemingly:   
1. Need increase in sales management and marketing, production, personnel, purchasing by making a 
conceptual framework of goals and objectives to be achieved and determine the factors that affect 
marketing by conducting market surveys on the market so that desiring  can identify markets, set 
standards and control operations one of them with a way to determine job descriptions and job 
specification and good communication and determine the after-sales standards and environmental 
quality by having the information system.   
2. Should maintain the ability to identify opportunities and internal strengths in sales management, 
production, personnel, purchasing and administration with a way: see where the five functions that 
make sure themselves well in the competition, plan and set operational standards and inspection are 
communicated by the employer to the labor and get resources quickly adapted to market needs so that 
shows the effectiveness storehouse activity and motivate employees with rewards system so that they 
are motivated and secure corporate citizenship in the public eye.   
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I. Introduction: 
 
SME sector has proven to be quite reliable from the various political and economic turmoil, but there 
are still many obstacles to be overcome so that its role in the international market could still be reliable 
for increased contributions in the gross domestic product. SMEs that reliable of the various political and 
economic turmoil because of economic actors is 40.1 million units of small and medium enterprises and 
their activities are not connecting  with capital market mechanism and provide employment multiplier 
can be effected to the economic turnover. However, SMEs often reliable followed by constraints such 
as:   
 

1. Access to funding difficulties.   

2. Difficulties overseas market access.    

3. Low technology.   

4. Productivity and low product quality.    



5. Still depends on the domestic market.   

6. Yet a reliable availability of human resources as needed.   

7. Sometimes the raw material difficulties.   

 

Although SMEs that have difficulties as mentioned above, SMEs still survive because of the creativity 

and spirit entrepreneurs in running their business. For SMEs, the failure is a step toward success and 

valuable experience. In addition to the SME Entrepreneurship spirit, they also need reassurance through 

research to address SMEs below:   

1. Does the SWOT analysis method will be able to realize the internal and external environment of SMEs 

business in Probolinggo embroidered clothing in the face of competition in the global era?   

2. Does the method of sales management strategy: segmentation, targeting, and positioning; tactics: 

differentiation, marketing and sales mix and value: brand, service, and the process will be able to 

overcome or reduce the problems of marketing and business networks of SMEs in Probolinggo 

embroidered clothing in the face of competition in global era?   

3. Does the method of purchasing management supply chain strategy will be able to overcome the 

problems of SMEs capital in Probolinggo embroidered clothing in the face of competition in the global 

era?  

4. Are personnel management or labor will be able to overcome the problems of SMEs development in 

Probolinggo embroidered clothes in the face of competition in the global era?   

5. Does the method of production management Plan, Do, Check and Action will be able to overcome the 

production problems of SMEs in Probolinggo embroidered clothing in the face of competition in the 

global era?   

6. Does the method of administration management review of the hardware, software and U n s will be 

able to overcome or reduce the problems of business management, license management embroidered 

clothing SMEs in Probolinggo in the face of competition in the global era?   

 

II. Study of literature   
 

a. SWOT Analysis Method   

SWOT analysis method is often done in running a business. SWOT analysis is useful to know the 

strengths and weaknesses of the internal environment of SMEs and the opportunities and constraints of 

the external environment of SMEs. Blending the strengths and weaknesses with opportunity and 

barriers to business policies (OS), (TS), (OW) and (TK) to anticipate environmental changes and reduce 

the weaknesses of the business.   

Benefits of this method of SWOT analysis will help SMEs in terms of:   

1. Identify opportunities and constraints of factors: economic, social, cultural, demographic, 

environmental, political, legal and governmental, technological, competitive power) key is very 

important embroidery SMEs.   

2. Identifying strengths and weaknesses internal to the basic functions of management, audit 

management marketing, finance / accounting, production / operations and research and development 

and management information system) the key is very important embroidery SMEs.   

3. Matching internal strengths and weaknesses with external opportunities and constraints in order to 



use force to take advantage of opportunities and reduce the weaknesses to take advantage of reducing 

the threat from the outside.   

 

b. Management Personnel   

Personnel management activities associated with the willingness to work in a way to create good 

relations between employers and workers, and establish good communication in the workplace, the 

ability to work through education and training and more productive motivation for strategy and policy 

personnel from recruitment  with personnel how to conduct planning at the right place and right people 

and do career planning and conduct of reward and punishment to maintain the success and 

effectiveness of human resource management.   

 

c. Production Management   

Production management is the process of standardization of methods, execution of work, time jobs and 

work environment by doing plan: goals, targets, do: how to achieve them and set operational standards 

and allocation of resources according to what is planned, check: a way to ensure the work of the review 

and revise the implementation of standards operational if needed repairs.   

 

d. Sales Management   

Sales management are: the marketing process to find out stages and marketing techniques, the goal of 

sales management, sales paradigm through attitudes required to have large sales, determine the factors 

that affect sales, competition, marketing strategy marketing strategy (segmentation , targeting, and 

positioning), tactics (differentiation, marketing mix, and selling), and the provision of value (brand, 

service, and process) on the type of personal marketing (individual) and the conceptual framework with 

the type of marketing strategy, tactics, and value to satisfy customers and win the competition.  

 

e. Purchasing Management   

Purchasing management is a process of identifying needs, determining the location, supplier selection, 

negotiating price and other things to meet the needs of the ways to implement the supply chain: time, 

technology, continuity of supply, quality and cost to satisfy customers and reduce costs of goods 

deviations, and final product quality assurance so that the market mechanism is not disrupted.  

 

f. Management administration   

Management administration is an administration analysis technique by finding the problems, conducted 

a survey today, the discovery of problems with the cause, making repairs proposal  to get through , 

implementation of administrative improvements, follow-up after implementation of the hardware: 

provide replacement parts, finished goods Warehousing efficiency, set the order location of the factory, 

software: automation connected  with five functions and U n s: research capabilities, the ability to use 

new technology, innovation, R & D by forming creativity departments and others to achieve efficient 

operational standards and effective.   

 

 



III. Design Research   
 

Techniques to analyze data from this study is descriptive statistics. Statistics Descriptive only see: the 

average standard (WM), frequency (f), and percent (%). The reasons for the determination of descriptive 

statistics see the consistency of the three instruments above descriptive statistics. When the frequency 

of respondents' answers showed 70 respondents from a sample of 100 respondents was determined 

there should be 70% fit and percent average of about 3.5 - 4:00.   

 
IV. Research Results 

 
1. In general the education of primary school Embroidery and dominated moslem  women and religion. 
They run the business in general two years and type of business they do is embroidered: ngrewang, Juki 
and brades. They hire one to ten people and the composition of their capital for the first time and 30 
million dollars of capital was increased to 50 million so far and some of that capital in the form of 
machinery.  
2. Had received training two years ago that provided by parents, neighbors, brothers, teachers, 
companies and PEMKOT Probolinggo in the form of embroidery using a sewing machine.   
3. Embroidery business problems today is the lack of capital. Capital that they need to respond to 
requests for export to other countries once in a month.   
4. Form of training is needed are ways to make using machine embroidery, embroidery shirts and skirts 
so women can get the money. They also need marketing and sales training that is not through the 
intermediary of Bali and how to improve the business and know the ways to good.   
5. Identify external opportunities and internal forces are needed in the embroidery business with the 
average value of 4.6600 to 4.7300.   
6. Sales management primarily determine the general objectives and make sure he was selling well 
among competitors is very important to the average value of 4.0515 to 4.0729.   
7. Production management, especially to revise operational standards and how to act based on test 
results and plan the work and goals and how to achieve them and adequate supply of raw materials and 
reliable with an average value of 4.0714.   
8. Personnel management, especially in creating a good relationship between employers and workers 
and to set goals and measurable objectives of the company and communicated well with the average 
value of 4.0100 to 4.0500.   
9. Purchasing management, especially for fast time to market of new products to win the competition to 
reduce costs of goods and identify deviations and determine the location needs to meet the needs; 
provide new products to market at the right time when the goods needed in production lines with an 
average value 3.7500 to 3.9100.   
10. Especially Management administration at the level of motivation and employee satisfaction, public 
image and corporate citizenship activities and Warehousing effectiveness and feasibility of raw material 
reward systems for motivating and challenging employees to work better with an average value ranging 
from 3.6458 to 4.0500.   

 
V. Advice 

 
1. The need to match Embroidery internal strengths with external threats and internal weaknesses by 
matching external opportunities with average values ranging from 3.9271 to 3.9500.   
2. Sales management with a conceptual type of marketing with marketing strategies and the factors that 
influence sales with an average value of 3.5700 to 3.7500.   



3. Production management, especially to explain the goals and targets are achieved by determining the 
target profit, and improve operational standards by examining return and control its implementation 
with the average value of 3.5900.   
4. Management personnel in a good relationship in the workplace and job descriptions and job 
specialization is clear with an average value of 3.1800 to 3.2400.   
5. Management of purchase with the ability to focus the use of environmentally friendly, easy to 
maintain and repair and after sales service with an average value of 3.5900.   
6. Administrative management of the means for collecting customer feedback for product improvement 
and the ability to provide replacement parts and repair services, support level information systems in 
making strategic decisions and routine and the capability to identify new market opportunities and 
potential threats from the environment with an average value 3200 to 3.4400.   
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