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Abstract

This research aims to identify how efforts to improve human resource
performance through technology training during the COVID-19 pandemic. This
research design uses multiple case studies to explore the use of networks that
support the capabilities of small and medium enterprises (SMEs). Data analysis
shows that with the support and technology training provided by SME owners to their
employees, they get a number of benefits, including making SMEs able to compete
and increasing sales sales, especially during the COVID-19 Pandemic. Therefore,
this study suggests that SME managers should strive to provide training to their
employees in the context of technology, especially digital marketing.
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Introduction

Small and medium enterprises (SMEs) are a very diverse part of economic
activity, and their characteristics vary depending on the business sector in which they
operate, the markets they serve, the products they produce [1]. Previous studies
have noted that SMEs are generally not involved in formal strategic planning [2] and
that even SMEs that attempt to plan strategies tend to do so only inconsistently.
However, in current conditions, with the emergence of the Covid-19 pandemic, the
impact is very much felt on the economy, as well as the increasingly intense
competition in SMEs demands that every business actor thinks of the right strategy
to remain competitive [3].

Management skills in managing small and medium enterprises (SMES) require
adopting a more formal approach in managing business activities. Therefore,
considering the current facts, every business actor needs the right strategy so as to
produce a competitive advantage. On the other hand, the infrastructure support
offered by the government does not necessarily have a positive impact on the
success of SMEs themselves [4]. Existing research shows that SMEs use networks
to acquire resources to improve business performance [5]; However, the network
that is built cannot be realized properly if it is not accompanied by knowledge of the
technology that is currently being felt. Therefore, this research is intended to gain a
better understanding of efforts to improve HR performance through technology
training so that it is hoped that each UKM can be competitive in running its business.
To achieve this, the research formulation is How technology training is provided by
UKM owners in an effort to improve human resource performance, especially in the
city of Bandung?

This paper is divided into five sections. The next section will be presented on
Network related literature especially in the context of SMEs. The third part will
discuss the research design adopted in this research, the case studies are presented
in Section 4 and section 5 will present the results of the analysis of each case. The
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final section will discuss the conclusions, where the insights gained from this
research will be summarized, and the research limitations and recommendations for
future research.

Literature Review: Technology Training

According to the concept of HR, training refers to the ability of a company or
organization to build internal competencies to cope with a rapidly changing
environment. Thus, training can be defined as a series of company activities in using
its resources to obtain and improve business performance. Research [6] states that
technology training can positively improve business performance [7]. Through an
understanding of technology, an employee can manage his business activities well
[8]. The training provided by the owner to employees is proven to increase sales
turnover [5]. Current technological developments greatly contribute to the success of
SMEs, especially the ability to explore the market widely [9]. This is because the
characteristics of SMEs that have successfully pursued growth are closely related to
the network capabilities that are built [10].

In the context of SMEs, the application of technology in business is defined as a
company's ability to explore to obtain information on trends in new products and
services, as well as to get suppliers to meet their targeted needs in developing
solutions to problems that arise. The function of technology in business activities
demands that the company or organization be proactive in initiating, anticipating, and
looking for new opportunities, anticipating changes in the market, and responding
actively to changes. [11] states that the concept of a company's ability to develop its
HR performance lies in how companies integrate, build and configure internal and
external competencies to cope with a rapidly changing environment. Through
understanding technology, managers can better manage HR. Technological
developments in the context of SMEs contribute to successful performance,
especially in the ability to increase market share [12].

Research Methods

This research uses a qualitative approach using case studies, which do not use
statistical calculations but with a logical approach [13]. This study aims to develop a
theory in the application of networks in the application of SMEs which are
considered as a phenomenon that is not widely understood. This method is capable
of analyzing new phenomena where there are complex interactions between
entities[12, 13]. This study follows Eisenhardt [12] recommendation that selected
cases must have a certain degree of variation to allow logical replication [13]. A brief
summary of the case firms included in this study is as follows:

Table 1
Characteristics of Case Studies

T )

Size of 20 workers 23 workers of
products industrial, masks craftsmen and Manufacture of masks and materials
materials.
Market Local Local
Owners Private Joint
Network Developed by the owner of the Joint
. owner previously worked in a textile owner does not have much experience, all
Business Owner . . . .
. company, graduated from high of his experience comes from friends and
Profile The .
school The relatives.
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To analyze the questions posed, interviews were conducted with 15 participants,
and a focus group / group discussion was conducted. This was carried out in
November 2020. This approach is considered to be helpful in building an
understanding of how SMEs in Bandung apply technology to seek competitive
advantages during the current Covid-19 pandemic. The analysis was carried out in
three stages, namely: descriptive analysis (analyzing the results of research
conducted on cases in general), in-case analysis (analyzing all findings in each
case), and cross-case analysis (analyzing and comparing findings between cases
[14]. Further analysis can be carried out by comparing the findings of each sample
and then identifying patterns for generalization [13]

Figure 1. Three Stages of Analysis of

Descriptive Within case Cross-case
analvsis analysis analysis

source: Eisendhart ( 1989)

CASE STUDY

SMEA The

owner or manager of UKM A has a long experience working in the handicraft
industry. , he has held a variety of different positions, from production to marketing to
supervision. In his last position, he traveled frequently with the aim of expanding
market size. From here, he gained rich experience especially understanding of social
media, identifying business opportunities, and maintaining the network to find
relationships the size of this network is obtained through introductions located in
West Java, only a few are outside West Java. In reaching the market segment, the
company is supported by two distributors, while fulfilling market demand.

UKM B

Owners of UKM B as much as 90% of their products are marketed in the city of
Bandung, especially the South Bandung area. And suppliers to agents around South
Bandung, and take advantage of direct sales. The owner and founder, too, has
extensive experience. The owner holds a bachelor's degree in Bandung City, and
pursued a career in marketing before deciding to set up his own business. As a
marketer, he also has a lot of experience meeting people from various companies
during his university years and in different areas of expertise.

EMPIRICAL FINDINGS

This section describes the important findings from the analysis. This matching
was obtained from the analysis to reveal the findings presented in Table 2 as well as
the description:

Table 2.
Findings Regarding SME Networks A

Relying on owner-owned social media networks to gain market

Increase market penetration
knowledge.

quality of the network built through business information
technology developed by the manager greatly determines the
success of market penetration.

Manager's Ability in Managing the
Network. The

Facilitating the acquisition of

. . Transfer of knowledge through the use of social media from other
network information and

parties can support companies in the market

knowledge
Reach customers Customers in various regions offer opportunities for companies to
in various regions create unique products through social media
Compatibility with network Utilization of technology supports companies to synchronize
assistance internal and external resources
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Technology Implementation:
Finding Customers in theMarket

SMErelies on their production and marketing capabilities to serve market
demands and to be able to compete by relying on the experience they have.
However, the ability to manage technology is very limited. On the other hand, the
owner's business experience greatly affects the management of his human
resources so that it has an impact on the performance of the business he is engaged
in. UKM A has an advantage compared to UKM B due to the owner's extensive
experience as a manager. His personal experience has obtained a lot of information
about the market. On the one hand, SME B has several obstacles in understanding
market needs. Even though the owner of UKM B has extensive management
knowledge, because he is a graduate in management, this is not a guarantee to be
able to expand his business network. This obstacle is in the form of difficulty in
identifying the products needed by customers. In this case, UKM B can do website
development to improve business performance because many competitors use a
similar strategy. In particular, many customers today make purchases via the
internet.

Technological Capability in an Effort to Improve Human Resource
Performance

Every SME in running a business cannot be separated from relying on its ability
to penetrate the market. Managers of the two companies, demonstrated proficiency
in the application of different technologies, and had different levels of experience.
The success of UKM A in entering the market is supported by the experience of its
managers who have worked at the company. The manager's experience affects the
dependability and reliability of the buildable network. Managers of UKM A and
business networks built through social media have the same understanding, so that
trust during collaboration is not a problem for either party. In short, SME A has a
better relationship quality than SME B. On the other hand, the owner of UKM B has
little experience in his business career, and he develops business for the company
by relying on his knowledge and closest friends. As a result, the performance
process of UKM B is less structured, the company is trying to find opportunities in
any way.

Facilitating the acquisition of information and knowledge through
information technology

Information obtained and knowledge can also help SMEs to develop their
relationships. For example, the manager of UKM A has several relationships that run
businesses that produce different products in certain areas. Although the company
produces different products from SME A, the company has greater knowledge and
experience about the market and can manage its human resources well. If the
relationship is willing to provide information and knowledge about customers in a
particular area, this will be very valuable for the company in helping to understand
the outside market.

Reaching Customers in Different Regions

For both companies, the geographic proximity of customers is not a high priority
in terms of selecting target markets. The availability of social media to be reached in
the target market is more important than the proximity of the area. The literature
suggests that it is easier for companies to enter similar areas. However, the findings
of this study differ that SME B provides a unique and innovative product when
compared to SME A.
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Compliance with technology assistance

The ability of human resources to apply technology has supported the two SMEs
to improve the suitability between internal and external conditions. Through the use
of technology, companies can access additional resources, and therefore,
management can design better strategies. For example, SME A has improved its
ability to meet product demand. In short, these SMEs can develop greater flexibility
to adapt to different customer orders. External suitability, which refers to the
suitability between company resources and the environment, is shown in the ability
of human resources (employees) to adapt to different or changing environments, and
facilitate the learning process. Achieving internal and external conformity is not
necessary in all situations. With limited resources, SME B prefers to focus on its
internal business by providing creative and innovative products, even though they do
not adapt to consumer desires. Therefore, SMEs experience challenges in achieving
these two types of strategies, due to limited resources. However, the role of
technology can be used to overcome this limited resource.

Conclusions and Suggestions The

purpose of this study is to find out how SMEs are trying to improve the
performance of human resources through the application of technology to support
HR performance during the Covid-19 pandemic. Empirical evidence shows that the
ability to manage technology can improve a company's ability in this case is the
context of SMEs to adapt to dynamic business environments. In particular, the
quality of human resources when understanding the application of technology in
business can exploit the market and obtain information as well as knowledge and
resources. The success of SMEs in acquiring knowledge increases their
organizational capabilities, which in turn increases their ability to adapt to changing
environments. Despite facing undeniable resource constraints, the ability of
managers to develop quality human resources is highly dependent on their previous
work experience and it is not the result of training or other forms of formal education.

To reduce dependence on managers, UKM has tried to make network
development routines, but the results have not been satisfactory. This is because
knowledge of information technology occurs at the individual level, not at the
organizational level. This study has several limitations, which also indicate
opportunities for further research. This research was conducted on SMEs located in
the city of Bandung. Therefore, the results of this study can be validated in the
context of other cities that have different characteristics. If subsequent research
conducted in a different context yields similar or the same conclusions, the
generalizability of this study will be confirmed. On the other hand, if the results are
different, this will give researchers new directions in developing new theories.
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