Financial Analysis and SWOT Strategy for Garlic Juice Production at Jamu DW MSME, Samarinda




ABSTRACT :

Micro, Small, and Medium Enterprises (MSMEs) play an important role in the development of the Indonesian economy, which is a forum for Indonesian people to express the creativity of business actors by utilizing potential natural resources from each region that have not been optimally utilized, and also plays a role in reducing unemployment rates by absorbing a lot of labor. One of the MSMEs in Samarinda City that uses agricultural commodities is garlic as its raw material is Jamu DW.  This research was carried out to identify internal and external factors affecting its development, and formulate strategies through SWOT analysis of the business garlic Juice of Jamu DW. The research was conducted at Jamu DW MSMEs Samarinda from December 2023 to March 2024. Sampling using the purposive sampling method with the owner of Jamu DW and the reseller as the respondents. Data analysis using the calculation of enterprise analysis and the SWOT analysis method. The results of the research show that the total production costs obtained from the sale of garlic juice by Jamu DW amounted to IDR 9.012.194,00 month-1, revenue of IDR 16.807.200,00 month-1, and income of IDR 7.795.006,00 month-1. Based on the analysis of the SWOT, the result of the matrix calculation in Quadran I is the S-O strategy, or support an aggressive strategy. The company can maintain the quality of the product according to the standard, provide friendly and professional service, and take advantage of the strategic location of the business. The results of the research showed that internal factors in Jamu DW’s garlic juice business are the availability of labor, the location of the business, halal certificates, friendly and professional service, simple means of production, simple product packaging, social media content and limited capital, as well as external factors such as government support, fewer competitors, partnerships, alternative treatments, customer reviews, changes in tastes, prices and availabilities of raw materials, and government regulations.
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INTRODUCTION 
Micro, Small, and Medium Enterprises (MSMEs) play a key role and are an important milestone in Indonesian economic development. MSMEs are a facility for the Indonesian community to express the creativity of entrepreneurs by exploiting the potential natural resources of every area that has not been profitably exploited, plus MSMEs also play a role in reducing the unemployment rate by absorbing a lot of the workforce. The various programmes and efforts supported by the government aimed at stimulating the development of MSMEs, with the availability of technology and advances in marketing strategies, MSMEs can also reach wider markets, both domestically and in the global market. In this aspect, MSMEs in Indonesia are not only the engine of the economy, but also a symbol of the continuously growing adaptability and competitiveness in the face of changing and changing economic challenges.
The development of MSMEs in Indonesia is demonstrated by the increasing number of UMKMs that exist in Indonesia. According to data obtained from the ASEAN Investment Report 2022, the number of UMKMs in Indonesia reaches a figure of about 65 million units [1]. Eastern Kalimantan also showed rapid growth over the past two years; in 2022, it was 344.581 units, and in 2023 it was 460.147 units [2]. As the capital of Eastern Kalimantan, the City of Samarinda by 2023 is 130.524 units [3].
The growth in the number of MSMEs in Samarinda is consistent with the increase in the MSME s sectors, one of which is the agribusiness sector. Many MSMEs use agricultural commodities to produce products, such as vegetables, fruits, spices, and herbal crops, as raw materials for MSME products.
One of MSME in Samarinda that uses agricultural commodities is garlic, as its raw material is Jamu DW MSMEs. Jamu DW markets its own products in the form of herbal juice that has the name “Jus Sano DW” or known as garlic juice. Jamu DW was pioneered by Dyah Wulansari in 2014. This garlic juice is sold in a 600 ml package for IDR100,000 per bottle. This product uses the main ingredients of garlic, red ginger, lemon, and vinegar. With the basic ingredients, garlic juice has







abundant benefits such as helping to lower blood pressure, maintain stamina and endurance, shed fat, and is also a supporting product for weight loss.
Jamu DW is marketing its products with two different approaches, offline and online, through platforms like WhatsApp, Instagram, and Facebook. Jamu DW in a month produced as many as 240 bottles of garlic juice at two different sales prices, i.e., IDR100,000 for the sale of the product and IDR 66,700 for the sales through the reseller. Although the sales reached 240 bottles with a ratio of 10% sold individually and 90% through the retailer, Jamu DW has not conducted an accounting with agreement, so there is no in-depth analysis of the income from the sales of Garlic Juice.
Besides, other obstacles are still faced by Jamu DW in developing its business. Some of these barriers need to be addressed through the factors that influence the company. Internal factors, such as simple means of production and capital constraints, have to be overcome. On the other hand, external factors like inconsistent availability of raw materials and changing consumer appetites are also challenging.
After observing this Jamu DW, it is apparent that there are still a number of emerging problems, such as the lack of workforce and the inefficiency of the online marketing process through social media, caused by two main factors. Firstly, the lack of understanding in creating interesting and informative product promotional content, and secondly, there is not enough time to manage social media and time to create promotional content.
In the face of various obstacles, Jamu DW must find the right solution to develop its business. Business development strategies are key to overcoming these obstacles. By formulating smart strategies and focusing on competitive advantage, Jamu DW can expand the market, increase competitiveness, and create sustainable growth opportunities.
The problems that will be examined in this study can be determined, namely: what are total costs, revenue and income of the garlic juice business on Jamu DW MSMEs?; what are the internal and external factors that affect the development of the garlic juice business on Jamu DW MSMEs?; and What are the development strategy of the garlic juice business on Jamu DW MSMEs?
The research was carried out to identify internal and external factors affecting its development, and formulate strategies through SWOT analysis of the business garlic Juice of Jamu DW.

2. RESEARCH METHODS
2.1. Time and Location
This research was conducted over three months, from December 2023 to March 2024. The research location was the Jamu DW MSME on Jl. Marsda A. Saleh, Samarinda Ilir District, Samarinda City, East Kalimantan.
2.2. Data Collection Method
The data required for this research are: (1) primary data, data obtained directly by the researcher through observations at the research site and interviews with the business owner regarding matters required for the research; and (2) secondary data, data obtained from government agencies, previous studies, and other supporting research sources.
2.3. Sampling Method
The sampling method used in this research was purposive sampling [4]. Samples were taken directly from the object of study, namely the business owner of the Jamu DW MSME, and through partners who collaborate with the MSME. Partners who collaborate with the Jamu DW MSME are partners involved in the sales process or resellers. The number of research respondents consisted of the owner and 3 resellers.

2.4. Analysis Data Methods
To analyse the first problem used the calculation of the business analysis on Jamu DW MSMEs by taking into account the costs, revenue and income that Jamu DW earned in the of garlic juice during on month of production.
2.4.1. Total Cost
The costs included are the costs incurred by Jamu DW MSMEs in the process of producing garlic juice. This calculation of the total cost (TC) is obtained by adding the fixed cost to the variable cost. Formulated as follows [5] :
TC = TFC + TVC
Description : TC =Total Cost (IDR); TFC=Total Fixed Cost (IDR); TVC=Total Variable Cost (IDR)
2.4.2. Revenue
The revenue is the amount of value earned by Jamu DW from the sale of garlic juice products. Calculation of revenue (TR) obtained with the result of price (P) multiplied by the amount of production (Q) is formulated as follows [6] :
TR = P x Q
Description : TR=Revenue (IDR); P=Price (IDR); and Q=Total Production (bottle)
2.4.3. Income
Income is obtained by the difference between admission costs and total costs. Formulated as follows [7] :
I = TR – TC
Description : I = Income (IDR); TR = Total Revenue (IDR); and TC = Total Costs (IDR)

2.4.4. SWOT Analysis
To analyze internal and external factors that can influence the development of the garlic juice business at the Jamu DW MSME and determine business development strategies, a SWOT analysis was conducted. The SWOT analysis serves to identify various factors in a structured manner.

2.4.4.1. Internal Factors Analysis Summary (IFAS) and External Factors Analysis Summary (EFAS). 
Internal Factors Analysis Summary (IFAS) is an analytical tool used to evaluate the internal condition of a company in order to identify factors that constitute strengths (S) and weaknesses (W) of the company. External Factors Analysis Summary (EFAS) is an analysis tool used to evaluate the external conditions of a company to identify factors that come from outside the company, such as
opportunities (O) and threats (T).
IFAS and EFAS methods help to compare the strengths and weaknesses of a strategy with the opportunities and threats of the company. In the IFAS method, the respective factors of internal and external factors are given weight and rank, so that from the results obtained, the company can know how far internal and external factors affect the company [8].
The SWOT Matrix can clearly show how the opportunities and threats that come from the outside environment faced by the company can be aligned with the strengths and weaknesses that the company possesses. The SWOT matrix produces 4 strategies as follows [9] :
1. SO strategy is a strategy by optimizing all internal strengths to pursue and exploit external opportunities.
2. ST strategy is a strategy by optimizing all internal strengths to face all the obstacles and potential threats.
3. WO strategy is a strategy for optimizing all existing opportunities to minimize weakness.
4. The WT strategy is a strategy for reducing weakness and avoiding potential threats.


2.4.4.2. SWOT Matrix
The SWOT Matrix can clearly show how the opportunities and threats that come from the outside environment faced by the company can be aligned with the strengths and weaknesses that the company possesses. The SWOT matrix produces 4 strategies as follows :
5. SO strategy is a strategy by optimizing all internal strengths to pursue and exploit external opportunities.
6. ST strategy is a strategy by optimizing all internal strengths to face all the obstacles and potential threats.
7. WO strategy is a strategy for optimizing all existing opportunities to minimize weakness.
8. The WT strategy is a strategy for reducing weakness and avoiding potential threats.

3. RESULTS AND DISCUSSION
3.1. Total Cost,  Revenue, Income
3.1.1. Fixed cost
Fixed costs are costs whose amounts tend to be fixed and unchanged, regardless of how large or small the output is. The fixed cost generated by this production process is the cost of depreciation expense of the equipment. In a month, Jamu DW performed two productions. For the first production of 120 bottles, the cost is IDR 268.097,00. Then, the total depreciation expense of equipment for garlic juice in a month is IDR 536.194,00 month-1.

3.1.2. Variable cost
Variable costs are costs whose amounts are not fixed and tend to change depending on how large the output is produced. Here are the variable costs of producing garlic juice :
1) Cost of raw materials
These costs in the production of garlic juice covers purchase costs of garlic juice, red ginger, lemon, honey, turmeric, apple cider vinegar, and water. Purchases of raw materials are made whenever production is to be carried out, causing fluctuations in some raw material prices, especially on garlic, red ginger, and turmeric.
Total cost of raw materials for the first production is IDR 2.666.000,00, and for the second production is IDR 2.744.000,00. The total cost of raw materials in a month of production is IDR 5.410.000,00 month-1.
2) Miscellaneous expenses
These costs in the production of garlic juice covers purchase cost of packaging bottles, stickers, electricity usage, gas, and home rent expense. The cost of miscellaneous expenses in a month of garlic juice production is IDR 2.466.000,00 month-1.
3) Labor costs
The workforce in this research refers to the amount of workforce at Jamu DW MSMEs for the garlic juice production, which currently involves only one woman as the owner of Jamu DW. The labor cost for one-time production is Rp300.000,00, and for the total labor cost in a month of garlic juice production is IDR  600.000,00 month-1.

Total costs are the sum of fixed costs and variable costs in the process of producing garlic juice. Jamu DW MSMEs issued a total cost of IDR 9.012.194,00 month-1 for the production of garlic juice for a month.

3.1.3. Revenue
Revenue of the Jamu DW MSMEs from the sale of garlic juice multiplied by the sale price per bottle. There are two sales prices of garlic juice: IDR 100.000,00 for direct purchases and IDR 66.700,00 for resellers. In a month, 240 bottles were sold, with 90% sold to the reseller and the rest sold at retail. Revenue from retail sales was Rp2.400.000,00, while revenue from the reseller was  IDR 14.407.210,00. Therefore, total revenue obtained by Jamu DW during one month of production is IDR 16.807.200,00 month-1.


3.1.4. Income
Income is the result of the difference between the total revenue of Jamu DW and the total cost of production of garlic juice issued by Jamu DW. Total income obtained by Jamu DW during one month of production of garlic juice is IDR 7.795.006,00 month-1. That result is obtained from the difference between the total revenue of IDR 16.807.200,00 month-1 reduced by the total cost of garlic juice production of IDR 9.012.194,00 month-1.

3.2. Internal and External Factor Analysis of Garlic Juice on Jamu DW MSMEs
Based on the interview results and data analysis obtained from Jamu DW MSMEs, internal and external factors can be identified as follows :
3.2.1. Internal factors
Internal factors are factors that come from inside Jamu DW, such as strength and weakness. Its influence on the activities, performance, and decision-making of Jamu DW. Internal strength supports the development of Jamu DW optimally, while internal weakness can hinder Jamu DW activity and growth. The variable of each strength and weakness factor can be seen in Table 1.
Table 1. Identify Strength And Weakness Factors
	No.
	Internal Strategy Factors

	
1
2
3
4

1
2
3
4
	Strength
Availability Workforce Strategic business location Halal certificate on product
Friendly and professional service
Weakness
Simple infrastructure of production Simple product packaging
Less attractive social media content Limited business capital


Source: Primary Data (processed), 2024

3.2.2. External factors
External factors are factors that come from outside Jamu DW, including opportunities and threats. Opportunities for Jamu DW can be advantageous situations, while threats can hinder activities and development for Jamu DW that externally from outside the Jamu DW MSMEs. The variables of each opportunity and threat can be seen in Table 2.
Table 2. Identify opportunities and threat factors
	Number
	External Strategy Factors

	
1
2
3
4
	Opportunities
Government support
Lack of competition threat
The established partnership for alternative disease treatment




	5
1
2
3
4
	Positive reviews from customers
Threat
Changes in consumer appetite Fluctuating raw material price Availability of raw materials
Changes in government regulations


Source: Primary Data (processed), 2024

3.3. IFAS Matrix
Based on internal factors of the business development strategy for garlic juice at Jamu DW, which constitute strengths and weaknesses. Mass and ratings are then assigned to each factor. The function of this process is to determine the score value that represents the strategic factors identified as strengths and weaknesses for the development of garlic juice. The results indicate that the total IFAS Matrix score is 2.86. The IFAS Matrix results can be seen in Table 3.
Table 3. IFAS Matrix (Internal Factor Analysis Strategy)

	No.
	Internal Strategy Factors
	Mass
	Rating
	Score

	
	Strength (S)
	
	
	

	1
	Availability Workforce
	0,11
	3,5
	0,37

	2
	Strategic business location
	0,16
	4
	0,63

	3
	Halal certificate on the product
	0,11
	3,75
	0,39

	4
	Friendly and professional service
	0,16
	4
	0,63

	
	Sub total
	0,53
	
	2,03

	
	Weakness (W)
	
	
	

	1
	Simple infrastructure of production
	0,05
	1,5
	0,08

	2
	Simple product packaging
	0,11
	2,25
	0,24

	3
	Less attractive social media content
	0,16
	1,5
	0,24

	4
	Limited business capital
	0,16
	1,75
	0,28

	
	Sub total
	0,47
	
	0,83

	
	Total
	1
	
	2,86


Source: Primary Data (processed), 2024
3.4. EFAS Matrix
Based on external factors of the business development strategy for garlic juice at Jamu DW, which constitute opportunities and threats. Mass and ratings are then assigned to each factor. The function of this step is to determine the score value that represents the strategic factors as opportunities and threats for the development of garlic juice. The results indicate that the total EFAS Matrix score is 2.68. The EFAS Matrix results can be seen in Table 4.
Table 4. EFAS Matrix (External Factor Analysis Strategy)

	No.
	External Factors Strategy
	Mass
	Rating
	Score

	
	Opportunities (O)
	
	
	

	1
	Government support
	0,08
	3
	0,25

	2
	Lack of competition threat
	0,13
	3
	0,38

	3
	The established partnership
	0,13
	3,75
	0,47

	4
	Alternative disease treatment
	0,13
	3,75
	0,47

	5
	Positive reviews from customers
	0,13
	4
	0,50

	
	Sub total
	0,58
	
	2,06

	
	Threat (T)
	
	
	

	1
	Changes in consumer appetite
	0,08
	2
	0,17

	2
	Fluctuating raw material prices
	0,13
	1,25
	0,16

	3
	Availability of raw materials
	0,13
	1
	0,13

	4
	Changes in government regulations
	0,08
	2
	0,17

	
	Sub total
	0,42
	
	0,61

	
	Total
	1,00
	
	2,68


Source: Primary Data (processed), 2024

3.5. SWOT Analysis Diagram
Based on the results of the IFAS and EFAS matrix, then it is known for the total score for each factors. From the results, the X-axis and Y-axis coordinate values are obtained. The X-axis coordinate obtained from reducing the total strength score with the total weakness score; therefore, it is known as the X-axis coordinate of 2.03-0.83= 1.2, then X > 0. Then, the Y-axis coordinate is obtained by reducing the total opportunities score with the total threat score, so the Y-axis coordinate of 2.06-0.61 = 1.45. then Y > 0. Resulting in coordinate point (1.2;1.45). Then, the diagram presented in the following image is obtained :
[image: ]
Figure 1. Strategic Positioning Map of DW's Garlic Juice Business Development for Jamu MSMEs in Samarinda City

The image shows that the value of X > 0 is 1.2 and  Y > 0 is 1.45. This indicates that the strategic position for developing the garlic business at Jamu DW lies in quadrant I, supporting an aggressive strategy or SO (Strength - Opportunities) strategy, where the company has both internal strength and external opportunities to capitalize on.
3.6. SWOT Matrix
The IFAS and EFAS matrix analysis is arranged into a SWOT matrix to analyze the formulation of alternative SO, WO, ST, and WT strategies, so that the results of the SWOT matrix analysis are as follows :
1. SO Strategy
a. Maintaining product quality in accordance with halal standards as an alternative treatment for disease, while keeping positive customer reviews.
b. Provide friendly and professional service to create a sense of comfort for the consumer.
c. Take advantage of a strategic business location where there is no threat from competitors and facilitate distribution to engaged partners.
d. Maximize government support by utilizing support programs for Jamu DW MSMEs' labor force.
e. Take advantage of the partnerships that have been embedded with market traders and resellers.
2. WO Strategy
a. Take advantage of government support through MSMEs training and obtain enterprise capital assistance, as well as production facilities from the government.
3. ST Strategy
a. Provide friendly service and provide quality and halal certified products to maintain consumer loyalty.
b. Partnering with market traders around the business location of the Pasar Merdeka to obtain affordable prices and keep a stock of raw materials.

4. WT Strategy
a. Engage in partnership or obtain funding assistance to minimize the pressure of commodity price fluctuations and to undertake raw material disposal in order to avoid and anticipate shortages.
b. Create interesting and informative social media content to enhance consumer understanding of product benefits and maintain consumer loyalty.

Based on the results of data analysis and the SWOT matrix, it can be concluded that the development strategy that is suitable to be applied to the garlic juice business of the Jamu DW MSME in Samarinda City is aggressive. An aggressive strategy in the garlic juice business where the Jamu DW MSME has internal strength factors to be able to take advantage of existing external opportunity factors. [10] This strategy also helps optimize resources, improve operational efficiency, and build stronger relationships with customers and partners
A business development strategy plays a crucial role in determining the company's future direction. By considering both internal and external factors affecting the company, this strategy can help the Jamu DW MSME gain a better understanding of its business conditions. This not only helps evaluate current business performance but also helps plan future steps. It also provides a solid foundation for sound decision-making to ensure continued business growth. Selecting the right strategy will provide a clear direction for the Jamu DW MSME in facing challenges and opportunities in the market.


4.  CONCLUCIONS

1. The production costs obtained from Jamu DW MSMEs' garlic juice business amounted to IDR 9.012.192 month-1. The revenue obtained from Jamu DW MSMEs' garlic juice business was IDR 16.807.200 month-1. The income obtained from Jamu DW MSMEs' garlic juice business was IDR 7.795.006 month-1.
2. IFAS of the business development strategy for garlic juice at Jamu DW MSMEs, which is the main strength factor, is the strategic business location and friendly and professional service. EFAS of the business development strategy for garlic juice at Jamu DW MSMEs, which is the main opportunities factor, is the positive reviews from customers, while the main threat factor is the availability of raw materials.
3. The main strategy in the business development strategy for garlic juice at Jamu DW MSMEs is Quadran I (S-O), by maintaining product quality in accordance with halal standards as an alternative treatment for disease keeping positive costumer reviews, provide friendly and professional service to create a sense of comfort to the consumer, take advantage of strategic business location where there is no threat from competitors and facilitate distribution to engaged partners, maximize government support by utilize support programs for Jamu DW MSMEs labor force and take advantage of the partnerships that have been embedded with market traders and resellers.
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