Survei Internasionalisasi UKM Indonesia
Petunjuk: Berikan tanda cek (√) untuk jawaban anda dalam tanda kurung yang disediakan; atau ikuti petunjuk lain untuk menjawab pertanyaan. Hasil survei yang akan dilaporkan hanya dalam bentuk ringkasan dan kesimpulan. Partisipasi anda sukarela dan seluruh jawaban anda akan dijaga kerahasiaannya. 

	Nomor Kuesioner:
	 |__|__|__|__|__|__|

	Nama Perusahaan
	

	Lokasi
	Provinsi:    _______________                

	Responden
	Jabatan:
	________________



	Bagian 1. Informasi Umum Perusahaan



1.1. Kapan perusahaan anda didirikan (tahun)? ________________

1.2. Berapakah jumlah pegawai di perusahaan anda saat ini?
Pegawai manajerial 		: ____________
Pegawai non-manajerial		: ____________

1.3. Sebutkan produk utama perusahaan anda (boleh lebih dari satu jenis)
a. Furnitur		 					[	]
b. Barang kerajinan tangan					[	]
c. Garmen/pakaian jadi					[	]
d. Peralatan rumah tangga & pertukangan			[	]
e. Produk berbahan kulit (contoh: sepatu & tas)		[	]
f. Aksesori pakaian						[	]
g. Makanan dan minuman					[	]
h. Produk pertanian						[	]
i. Komponen mesin						[	]
j. Lainnya (sebutkan)		 ___________________		[	]

1.4. Apakah perusahaan anda adalah usaha perorangan?
a. Ya	 	[	]   Lanjutkan ke Pertanyaan 1.10		
b. Tidak 	[	]   Lanjutkan ke Pertanyaan 1.5	

1.5. Apa bentuk badan hukum perusahaan anda saat ini?
a. Persekutuan					[	]
b. Perseroan terbatas					[	]
c. Perusahaan publik ltd				[	]
d. Lainnya (sebutkan) ___________			[	]

1.6. Sejak kapan perusahaan anda memiliki badan hukum tersebut (tahun)? ________

1.7. Sebutkan struktur kepemilikan perusahaan anda.
a. Kepemilikan investor lain kurang dari 10% 				[	]
b. Kepemilikan investor lain antara 10% sampai 50%			[	]
c. Kepemilikan investor lain lebih dari 50% 				[	]
d. Seluruhnya dimiliki oleh investor lain 				[	]

1.8. Apakah ada investor asing di perusahaan anda?
a. Ya 	  	[	]   Lanjutkan ke Pertanyaan 1.9		
b. Tidak	[	]   Lanjutkan ke Pertanyaan 1.10	

1.9. Seberapa besarkah kepemilikan investor asing?
a. Kepemilikan investor asing kurang dari 10% 				[	]
b. Kepemilikan investor asing antara 10% sampai 50%			[	]
c. Kepemilikan investor asing lebih dari 50% 				[	]
d. Seluruhnya dimiliki oleh investor asing 				[	]

1.10. Apakah anda punya pengalaman ekspor langsung? (menjual langsung ke luar negeri atau melalui perwakilan, distributor atau pengecer yang berlokasi di luar negeri) 
a. Ya 	  	[	]   Lanjutkan ke Pertanyaan 2
b. Tidak	[	]   Lanjutkan ke Pertanyaan 3


	Bagian 2.  Proses Ekspor (Untuk UKM Dengan Pengalaman Ekspor) 



2. 
2.1. Kapan perusahaan anda pertama mengekspor? (tahun) _______________

2.2. Dari mana anda mendapatkan informasi tentang peluang ekspor di negara tujuan? (boleh pilih lebih dari satu)
a. Surat kabar, televisi dan internet					[	]
b. Asosiasi bisnis		 					[	]
c. Rekanan bisnis							[	]
d. Kementerian/lembaga pemerintah pusat				[	]
e. Pemerintah daerah		 					[	]
f. Keluarga/saudara							[	]
g. Komunitas emigran Indonesia di negara tujuan			[	]
h. Kontak dari calon pembeli						[	]
i. Lainnya (sebutkan) __________					[	]
2.3. Pada tabel berikut terdapat berbagai hal yang dapat mendorong/memotivasi UKM untuk mengekspor. Berikan penilaian seberapa penting masing-masing faktor dalam mendorong anda untuk mengekspor dalam skala 1 to 3, dimana 1-tidak penting, 2-penting dan 3-sangat penting.

	Jenis Motivasi
	Tidak Penting
1
	
Penting
2
	Sangat Penting
3

	Motif Pertumbuhan

	M1
	Merambah atau mencoba pasar baru
	
	
	

	M2
	Besarnya pasar negara tujuan
	
	
	

	M3
	Stabilitas pasar negara tujuan
	
	
	

	M4
	Mendahului pesaing di negara tujuan
	
	
	

	M5
	Mengikuti kompetitor di negara tujuan
	
	
	

	Motif Terkait Pengetahuan

	M6
	Pengalaman internasional pemilik/manajer
	
	
	

	M7
	Pengetahuan pemilik/manajer atas peluang global
	
	
	

	M8
	Pengalaman, usia dan ukuran perusahaan
	
	
	

	M9
	Memperkenalkan produk baru hasil penelitian dan pengembangan perusahaan  
	
	
	

	M10
	Yakin akan keunikan/kualitas produk
	
	
	

	M11
	Perkiraan melemahnya nilai tukar rupiah
	
	
	

	Jaringan dan Hubungan Sosial

	M12
	Keberadaan dan aksesibilitas jaringan usaha
	
	
	

	M13
	Saran dan referensi dari jaringan sosial
	
	
	

	M14
	Komunitas emigrant Indonesia di negara tujuan
	
	
	

	M15
	Permintaan dan pembeli luar negeri
	
	
	

	Kondisi Dalam Negeri

	M16
	Pasar dalam negeri yang sangat terbatas untuk produk perusahaan
	
	
	

	M17
	Persaingan yang sangat keras di dalam negeri
	
	
	

	M18
	Dorongan/insentif dari pemerintah Indonesia
	
	
	

	M19
	Citra Indonesia yang bagus di negara tujuan
	
	
	

	M20
	Lokasi Negara tujuan yang dekat
	
	
	

	M21
	Menurunnya biaya transportasi dan komunikasi
	
	
	

	M22
	Penyederhanaan prosedur di dalam negeri
	
	
	



2.4. Ke negara mana anda mengekspor untuk pertama kali? ________________

2.5. Setelah ekspor pertama anda (pada pertanyaan 2.4), apakah anda sudah mengekspor ke negara lain?
a. Ya 	  	[	]   Lanjutkan ke Pertanyaan 2.6 
b. Tidak	[	]   Lanjutkan ke Pertanyaan 2.7

2.6. Sebutkan wilayah ke mana anda pernah mengekspor setelah ekspor pertama  (boleh pilih lebih dari satu)  
	Wilayah Pasar Tujuan
	Ekspor

	a
	Negara ASEAN yang berbatasan langsung (Malaysia, Singapura, Filipina)
	

	b
	Negara ASEAN lain (Thailand, Vietnam, Kamboja, Laos, Myanmar, Brunei Darussalam)
	

	c
	Asia Timur (Jepang, Cina, Taiwan, Korea Selatan, Korea Utara, Mongolia)
	

	d
	Timur Tengah (Bahrain, Mesir, Iran, Irak, Yordania, Kuwait, Libanon, Oman, Palestina, Qatar, Arab Saudi, Siria, Turki, Emirates Arab, Yaman)
	

	e
	Australia, Selandia Baru, Papua Nugini, Timor Leste dan Pasifik
	

	f
	Asia Selatan (India, Pakistan, Bangladesh, Sri Lanka, Nepal, Bhutan, Maladewa, Afghanistan)
	

	g
	Amerika Utara (AS & Kanada)
	

	h
	Eropa Barat
	

	i
	Eropa Timur
	

	j
	Rusia & Asia Tengah (Kazakhstan, Kirgistan, Tajikistan, Turkmenistan
Uzbekistan)
	

	k
	Afrika
	

	l
	Amerika Tengah & Selatan
	



2.7. Apakah anda masih aktif mengekspor saat ini? 
a. Ya 	  	[	]   Lanjutkan ke Pertanyaan 2.8 
b. Tidak	[	]   Lanjutkan ke Pertanyaan 2.9

2.8. [bookmark: _GoBack]Indicate your current market share (domestic vs export) of your products, both in terms of the amount of products as well as total value sales.
	
	Amount of Products
	Value of Sales

	Domestic
	________%
	________%

	Export
	________%
	________%

	
	100%
	100%


Next go directly to SECTION 4 (Barriers to export)

2.9. Why did you stop exporting? (You may tick more than one)
a. Price of the exported goods was no longer competitive		[	]
b. Difficulty in finding buyers/customers				[	]
c. Difficulty in managing buyers/customers/foreign partners		[	]
d. Bankruptcy of main buyers/customers				[	]
e. Potential in the growth of domestic (Indonesian) market		[	]
f. Political/social uncertainty in target markets			[	]
g. Change of business strategy of company				[	]
h. Lack of funds to finance exporting activities 			[	]
i. Other (please specify) _________					[	]

2.10. Do you have plans to re-start exporting activities in the future? 
a. Yes 	  [	]   
b. No	  [	]   
       Next go to SECTION 4 (Barriers to export)

	Section 3. Non Exporting SMEs’ Export Intention 



3. 
3.1. Do you have plan to export in the future? 
a. Yes				[	] Go to Question 3.3
b. No 			[	] Go to Question 3.2

3.2. Indicate the reason(s) you are not interested in exporting in the future (You can tick more than one)
a. No clue of how to initiate export					[	]
b. Confidence in prospects/demands in domestic market		[	]
c. Insufficient human resources					[	]
d. Insufficient financial resources					[	]
e. No confidence on the competitiveness of the products		[	]
f. Do not understand how international market operates		[	]
g. No knowledge/information of potential target markets		[	]
h. Others (please specify)	____________				[	]
Next go to SECTION 4 (Barriers to export)

3.3. Which country were you interested in for your first export? _________________

3.4. What effort(s) have you made to export? (You may tick more than one)
a. No concrete effort yet					[	]
b. Collecting information on business opportunity		[	]
c. Verify/cross check information to other sources		[	]
d. Made contact with potential foreign customers		[	]
e. Made contact with foreign/domestic  partners		[	]
f. Look for government supporting programmes		[	]
g. Drafting the export contract 				[	]
h. Producing the ordered goods				[	]
i. Others (please specify)_______				[	]

3.5. Where did you obtain the information on the opportunity of your target markets? (You may tick more than one)
a. Newspapers, television and internet media			[	]
b. Business association	 				[	]
c. Business partners/associates				[	]
d. Central government agencies				[	]
e. Regional government agencies				[	]
f. Family/relatives						[	]
g. Indonesian emigrant societies in target markets		[	]
h. Contact made by buyer			 		[	]
i. Others (please specify) __________				[	]
3.6. Below is a series of statements related to the motives to export. Indicate the motives that drive you to attempt to export.  Please TICK how significant each of the following motive on a scale of 1 to 3, where 1-not important, 2-important and 3-highly important.

	Types of Motives
	Not
Important
1
	
Important
2
	Highly Important
3

	Growth Motives

	M1
	Exploit or exercise new markets
	
	
	

	M2
	Large size of destination markets
	
	
	

	M3
	Stability of destination markets
	
	
	

	M4
	Gain “first mover advantage” in destination markets
	
	
	

	M5
	Follow peers/competitors’ action
	
	
	

	Knowledge-Related Motives

	M6
	Owner/manager’s international experience & exposure
	
	
	

	M7
	Owner/manager’s awareness of global opportunity
	
	
	

	M8
	Firm’s size, age and experience
	
	
	

	M9
	Introduce new products from R&D activities  
	
	
	

	M10
	Confidence in the uniqueness/quality of the product
	
	
	

	M11
	(Expected) weak domestic (Rupiah) exchange rate
	
	
	

	Network/ Social-Ties

	M12
	Availability & accessibility of business networks
	
	
	

	M13
	Advice & referral trust from social networks	
	
	
	

	M14
	Indonesian emigrant communities in target markets
	
	
	

	M15
	Enquiries/demand from foreign customers
	
	
	

	Domestic Condition

	M16
	Limited home market for company’s products
	
	
	

	M17
	Stiff competition in home market
	
	
	

	M18
	Encouragement/incentives from home government
	
	
	

	M19
	Home country’s good image in destination markets
	
	
	

	M20
	Close location to country’s borders
	
	
	

	M21
	Decreasing transportation & communication cost
	
	
	

	M22
	Simplified domestic export procedure
	
	
	






	Section 4. Barriers to Export (For ALL Respondents)



Below is a series of barriers to export. Indicate how detrimental each barrier you face (or you perceive) in exporting. Please TICK how significant each of the following barriers on a scale of 1 to 3, where 1-not important, 2-important and 3-highly important.
4. 
4.1. Internal barriers to export
	No
	Type of Barriers
	Not Important
1
	
Important
2
	Highly Important
3

	Informational barriers

	B1
	Limited information to locate/analyse potential markets
	
	
	

	B2
	Unreliability, inaccessibility and high cost of data regarding target markets
	
	
	

	B3
	Difficulty in identifying business opportunities in target markets
	
	
	

	B4
	Inability to contact potential overseas customers
	
	
	

	Human resource barriers

	B5
	Lack of managerial time to deal with internationalisation
	
	
	

	B6
	Inadequate quantity of and/or untrained personnel for internationalisation
	
	
	

	Financial barriers

	B7
	Shortage of funds to finance working capital for internationalisation (such as for production, research & travelling)
	
	
	

	B8
	Shortage of funds to finance investment needed for
Internationalisation
	
	
	

	B9
	Shortage of insurance for internationalisation (including  export products and assets abroad)
	
	
	

	B10
	Difficulty in granting credit facilities to foreign customers
	
	
	

	Product and price barriers

	B11
	Difficulty in developing new products for foreign markets
	
	
	

	B12
	Difficulty in adapting product design/style demanded by foreign markets
	
	
	

	B13
	Difficulty in meeting foreign product quality/standards/ specifications
	
	
	

	B14
	Difficulty in offering satisfactory prices to foreign customers
	
	
	

	B15
	Difficulty in matching competitors’ prices in foreign markets
	
	
	

	B16
	Lack of excess production capacity for exports
	
	
	

	Distribution, logistics and promotion barriers

	B17
	Difficulty in establishing/using distribution channels in target markets
	
	
	

	B18
	Difficulty in obtaining reliable foreign representation
	
	
	

	B19
	Difficulty in supplying inventory abroad
	
	
	

	B20
	Excessive export transportation/insurance costs
	
	
	

	B21
	Difficulty in offering technical/after-sales service abroad
	
	
	

	B22
	Difficulty in adjusting promotional activities to the target markets
	
	
	



4.2. External barriers to export
	No
	Type of barriers
	Not Important
1
	
Important
2
	Highly Important
3

	Procedural barriers

	B23
	Unfamiliar exporting procedures/paperwork
	
	
	

	B24
	Difficulties in communicating with overseas customers
	
	
	

	B25
	Slow collection of payments from abroad
	
	
	

	B26
	Difficulties in enforcing contracts/resolving disputes in foreign countries
	
	
	

	Home Governmental barriers

	B27
	Lack of home government export assistances/incentives
	
	
	

	B28
	Unfavourable home rules and regulations related to exports (such as no diplomatic relations, export restriction, etc)
	
	
	

	Foreign Governmental barriers

	B29
	Foreign governments’ restriction on foreign ownership & on the movement of people/business persons (such as problems obtaining visas, limited duration of stay, etc.)
	
	
	

	B30
	Foreign governments’ unequal treatment compared to domestic firms in tax/eligibility to affiliate
	
	
	

	B31
	Foreign governments’ unequal treatment compared to domestic firms in public procurement
	
	
	

	B32
	Foreign governments’ unequal treatment compared to domestic firms in business competition regulation
	
	
	

	B33
	Laws and regulations are sophisticated or not transparent in foreign countries
	
	
	

	Customer and foreign competitor barriers

	B34
	Different Foreign customer habits/attitudes
	
	
	

	B35
	Stiff competition in overseas markets
	
	
	

	Business environment barriers

	B36
	Poor/deteriorating economic conditions abroad
	
	
	

	B37
	Foreign currency exchange risks
	
	
	

	B38
	Unfamiliar formal and informal foreign business practices
	
	
	

	B39
	Different socio-cultural traits
	
	
	

	B40
	Verbal/nonverbal language differences
	
	
	

	B41
	Inadequacy of infrastructure for e-commerce
	
	
	

	B42
	Political instability in foreign markets
	
	
	

	B43
	Negative image of Indonesia or Indonesian products abroad
	
	
	

	Tariff and non-tariff barriers

	B44
	High tariff barriers in host countries
	
	
	

	B45
	Inadequate property rights protection (e.g. intellectual property) in host countries
	
	
	

	B46
	Restrictive health, safety and technical standards (e.g. sanitary requirements) in host countries
	
	
	

	B47
	Arbitrary tariff classification and reclassification in host countries
	
	
	

	B48
	Unfavourable quotas and/or embargoes imposed by host countries
	
	
	

	B49
	High costs in customs administration in host countries
	
	
	

	B50
	Stiff competition with exporters from other countries with preferential tariff from regional trade agreement with host countries
	
	
	



4.3. Below is a series of export barrier attributes. Please identify the Top 5 barriers that are most important to your decision to export, with 1 (most important) to 5 (least important).

	Export Barrier Attributes
	Rank

	a
	Health, safety & technical standards in host countries
	

	b
	Difficulty in granting credit facilities to foreign customers
	

	c
	Unfamiliar exporting procedures/paperwork
	

	d
	Inadequate quantity and/or untrained personnel for internationalisation
	

	e
	Inability to contact potential overseas customers
	

	f
	Difficulty in meeting foreign product quality/standards/ specifications
	

	g
	Laws and regulations are sophisticated or not transparent in foreign countries
	

	h
	Shortage of funds to finance working capital for internationalisation
	

	i
	Difficulty in adjusting promotional activities to the target markets
	

	j
	Difficulty in establishing/using distribution channels in target markets
	














	Section 5. Government Support Programmes (for ALL respondents)



	1. 
2. 
3. 
4. 
5. 
5.1. Support Programme: International trade fairs (shows/exhibition/expo) organised by Ministry of Cooperatives and SMEs/Ministry of Trade/Ministry of Agriculture/Ministry of Industry.  
5.1.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.1.2
[      ]       Go to Question 5.1.5

	5.1.2 How did you know about the support                                      programme?
	5.1.3 How useful is the support programme for your exporting activities?      
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.1.4 In what aspects can the support programmes be improved?  (You can tick more than one)
	5.1.5 Why have you not participated in this programme?

	a. Regularity/continuity
b. More option of destination countries
c. Longer fair duration
d. More promotion about the fair in destination countries
e. Easy application process
f. Wider publication of the programme
g. Others (specify)______            
Next go to Question 5.2
	[      ] 
[      ]       
[      ]       

[      ]  
[      ]       
[      ]   
[      ]       
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
b.	Not convinced of the programme’s benefit  
c.	Difficult procedure/ requirements to apply 
d.	Others (specify)______             
Next go to Question 5.2	 
	[      ] 
[      ]
[      ]       

[      ]   

[      ]
[      ]       



	5.2. Support Programme: Publication of SME Catalogue by Ministry of Cooperatives & SMEs. The catalogue provides SMEs’ contacts and products description in four languages (English, Arabic, Indonesian and Japanese).   
5.2.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.2.2
[      ]       Go to Question 5.2.5

	5.2.2. How did you know about the support                                      programme?
	5.2.3. How useful is the support programme for your exporting activities?   
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.2.4. In what aspects can the support programmes be improved? (You can tick more than one) 
	5.2.5. Why have you not participated in this programme?

	a. Broader distribution of the catalogue
b. More spaces for pictures of products         
c. Add more languages
d. Complement it with online catalogue
e. Easy application process
f. Wider publication of the programme
g. Others (specify)_______
Next go to Question 5.3
	[      ] 
[      ]       
[      ]       
[      ]  
[      ]       
[      ]   
[      ] 
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
d. Not convinced of the benefit  
e. Difficult procedure/ requirements to apply 
f. Others (specify)______             
Next go to Question 5.3	 
	[      ] 
[      ]
[      ]       
[      ]   

[      ]
[      ]  



	5.3. Support Programme: Support Programme: Managerial training organised by Ministry of Cooperatives and SMEs/ Ministry of Trade/ State Ministry of Development Planning in the following areas: business planning, marketing, cultural differences awareness, language skills and knowledge of export procedures.
5.3.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.3.2
[      ]       Go to Question 5.3.5

	5.3.2. How did you know about the support                                      programme?
	5.3.3. How useful is the support programme for your exporting  activities?   
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.3.4. In what aspects can the support programmes be improved? (You can tick more than one) 
	5.3.5. Why have you not participated in this programme?

	a. Regularity/continuity
b. Broader/deeper contents         
c. Longer duration
d. More exporting practical aspects     
e. Easy application process
f. Wider publication of the programme                    
g. Others (specify)______            
Next go to Question 5.4
	[      ] 
[      ]       
[      ]       
[      ]  
[      ]       
[      ]   
[      ]       
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
d. Not convinced of the benefit  
e. Difficult procedure/ requirements to apply 
f. Others (specify)______             
Next go to Question 5.4	 
	[      ] 
[      ]
[      ]       
[      ]   

[      ]
[      ]       



	5.4. Support Programme: Support Programme: Export financing from Indonesia Eximbank in the forms of buyer’s credit/ export investment loan/export working capital loan.
5.4.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.4.2
[      ]       Go to Question 5.4.5

	5.4.2. How did you know about the support                                      programme?
	5.4.3. How useful is the support programme for your exporting activities?   
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.4.4. In what aspects can the support programmes be improved?  (You can tick more than one)
	5.4.5. Why have you not participated in this programme?

	a. Simple requirements
b. Shorter processing time
c. Larger scheme (in monetary value)
d. Wider publication of the programme
e. Others (specify)______            
Next go to Question 5.5
	[      ] 
[      ]       
[      ]       
[      ]  
[      ]       
       
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
d. Not convinced of the benefit  
e. Difficult procedure/ requirements to apply 
f. Others (specify)______             
Next go to Question 5.5 
	[      ] 
[      ]
[      ]       
[      ]   

[      ]
[      ]       




	5.5. Support Programme: Support Programme: Export insurance from Indonesia Eximbank in the forms of insurance for the risk of export failure, for the risk of payment failure, for investment made by Indonesian companies overseas and for any political risk in a country of destination for exports.
5.5.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.5.2
[      ]       Go to Question 5.5.5

	5.5.2. How did you know about the support                                      programme?
	5.5.3. How useful is the support programme for your exporting activities?   
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.5.4. In what aspects can the support programmes be improved?  (You can tick more than one)
	5.5.5. Why have you not participated in this programme?

	a. Simple requirements
b. Shorter processing time
c. Larger scheme (in monetary value)
d. Wider publication of the programme
e. Others (specify)______            
Next go to Question 5.6
	[      ] 
[      ]       
[      ]       
[      ]  
[      ]       
      
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
d. Not convinced of the benefit  
e. Difficult procedure/ requirements to apply 
f. Others (specify)______             
Next go to Question 5.6	 
	[      ] 
[      ]
[      ]       
[      ]   

[      ]
[      ]       



	5.6. Support Programme: Support Programme: Export Guarantee from the Indonesia Eximbank in the forms of export working capital credit guarantee and import L/C guarantee for exporters needing imported raw materials/spare parts.
5.6.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.6.2
[      ]       Go to Question 5.6.5

	5.6.2. How did you know about the support                                      programme?
	5.6.3. How useful is the support programme for your exporting activities?     
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.6.4. In what aspects can the support programmes be improved? (You can tick more than one)
	5.6.5. Why have you not participated in this programme?

	a. Simple application process
b. Shorter processing time
c. Wider publication of the programme
d. Others (specify)______            
Next go to Question 5.7
	[      ] 
[      ]       
[      ]       
[      ]  
      
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
d. Not convinced of the benefit  
e. Difficult procedure/ requirements to apply 
f. Others (specify)______             
Next go to Question 5.7	 
	[      ] 
[      ]
[      ]       
[      ]   

[      ]
[      ]       



	5.7. Support Programme: Support Programme: Technical training provided by Ministry of Industry/Ministry of Cooperatives and SMEs/ Ministry of Agriculture in specific production processes, packaging, logistics or machinery aimed at specific markets.
5.7.1. Have you participated in this support programme in the last 3 years?

	a. Yes (year)___________     
b. No  	
	[      ]       Go to Question 5.7.2
[      ]       Go to Question 5.7.5

	5.7.2. How did you know about the support                                      programme?
	5.7.3. How useful is the support programme for your exporting activities?   
	1
	Not Useful
	

	2
	Useful
	

	3
	Very Useful
	




	a.	Publicly announced        
b.	Contacted by the agency          
c.	Business association    
d.	Business partners/associates            
e.	Others (specify)______       
	[      ] 
[      ]       
[      ]       
[      ]      
[      ]  
	

	5.7.4. In what aspects can the support programmes be improved? (You can tick more than one)
	5.7.5. Why have you not participated in this programme?

	a. Easy application process
b. Wider publication of the programme
c. Regularity/continuity
d. Broader/deeper content         
e. Longer duration
f. More practical aspects                              
g. Others (specify)______          
	[      ] 
[      ]       
[      ]       
[      ]  
[      ]       
[      ]   
[      ]       
	a. Not aware of the programme
b. Applied but not granted
c. Not interested in exporting          
d. Not convinced of the benefit  
e. Difficult procedure/ requirements to apply 
f. Others (specify)______             

	[      ] 
[      ]
[      ]       
[      ]   

[      ]
[      ]       



Current, former and aspiring SME exporters, go to SECTION 6 Question 1
Non exporting SMEs with no intention to export, go to SECTION 6 Question 2
	Section 6. SME’s Networking for Internationalisation



	6.1 Indicate the source of assistance(s) you use for each of export functions below. Indicate how useful the assistances are for your export activities/attempt. Leave blank for functions for which you do not receive any assistance. (For current, former and aspiring exporters only)



	Assistances/Functions
	Source of Assistances (You may tick more than one)
	Overall Usefulness

	
	Central
Government Agencies
	Regional Government Agencies
	Family/ Relatives
	Business Partners/ Associates
	Business Association/ Chambers
	Private Companies/ SOE Services
	Universities/ Research Institutes
	Indonesian Emigrants
Community
	Not
useful
1
	
useful
2
	Very useful
3

	a
	Obtaining information on foreign markets’ data and analysis, business opportunities and potential customers 
	
	
	
	
	
	
	
	
	
	
	

	b
	Increase the capacity/capability of personnel for internationalisation
	
	
	
	
	
	
	
	
	
	
	

	c
	Working capital or investment funds for internationalisation
	
	
	
	
	
	
	
	
	
	
	

	d
	Export guarantee or insurance
	
	
	
	
	
	
	
	
	
	
	

	e
	Credit facilities for foreign customers
	
	
	
	
	
	
	
	
	
	
	

	f
	Developing new products & adapting product design/style for foreign market
	
	
	
	
	
	
	
	
	
	
	

	g
	Meeting foreign markets’ product quality/standards/specifications
	
	
	
	
	
	
	
	
	
	
	

	h
	Establishing/using distribution channels in the target markets
	
	
	
	
	
	
	
	
	
	
	

	i
	Obtaining reliable foreign representations/contacts
	
	
	
	
	
	
	
	
	
	
	

	j
	Supplying inventory abroad
	
	
	
	
	
	
	
	
	
	
	

	k
	Offering technical/after-sales service abroad
	
	
	
	
	
	
	
	
	
	
	

	l
	Promotional activities in the target markets
	
	
	
	
	
	
	
	
	
	
	

	m
	Understanding home rules and regulations with regard to export
	
	
	
	
	
	
	
	
	
	
	

	n
	Understanding export procedures/paperwork
	
	
	
	
	
	
	
	
	
	
	

	o
	Communicating with overseas customers & understanding their habits/attitudes
	
	
	
	
	
	
	
	
	
	
	

	p
	Collection of payments from abroad
	
	
	
	
	
	
	
	
	
	
	

	q
	Enforcing contracts/resolving disputes in foreign markets
	
	
	
	
	
	
	
	
	
	
	

	r
	Ensuring equality with other firms in target markets in terms of asset ownership, movement of people, tax, eligibility to affiliate, public procurement and competition regulation
	
	
	
	
	
	
	
	
	
	
	

	s
	Defining competition strategy in target markets
	
	
	
	
	
	
	
	
	
	
	

	t
	Understanding property rights protection  in foreign markets
	
	
	
	
	
	
	
	
	
	
	

	u
	Meeting health, safety and technical standards  in foreign markets
	
	
	
	
	
	
	
	
	
	
	

	v
	Understanding tariff classification in foreign markets
	
	
	
	
	
	
	
	
	
	
	

	w
	Obtaining quota allocation in target markets
	
	
	
	
	
	
	
	
	
	
	

	x
	Understanding foreign business practices,
different socio-cultural traits and verbal/nonverbal language differences
	
	
	
	
	
	
	
	
	
	
	

	y
	Forecasts on target markets’ economic conditions, exchange rate risks and political instability
	
	
	
	
	
	
	
	
	
	
	

	z
	Countering negative image of Indonesian products
	
	
	
	
	
	
	
	
	
	
	

	Go to Question 6.2



	6.2 Indicate the type of relationship you maintain with each networking source (you may tick more than one) (For ALL Respondents)



	Types of Relations Maintained by SMEs
	Networking Sources

	
	Central
Government Agencies
	Regional Government Agencies
	Business Association/ Chambers 
	Universities/ Research Institutes 
	Private Companies/ SOE Services 
	Business Partners/ Associates 
	Family/ Relatives
	Indonesian Emigrants
Community

	Formal relations

	a
	Regular participant in all supporting programmes for SMEs
	
	
	
	
	
	
	
	

	b
	Irregular participant in all supporting programmes for SMEs
	
	
	
	
	
	
	
	

	c
	Regular contact through formal/official discussions/seminars
	
	
	
	
	
	
	
	

	d
	Irregular contact through formal/official discussions/seminars
	
	
	
	
	
	
	
	

	e
	Member of forum set up by agencies/associations/ institutes
	
	
	
	
	
	
	
	

	f
	Strategic partnership(s)
	
	
	
	
	
	
	
	

	g
	Joint project(s)
	
	
	
	
	
	
	
	

	Informal relations

	h
	Personal relation with key persons
	
	
	
	
	
	
	
	

	i
	Indirect contact through other party
	
	
	
	
	
	
	
	

	j
	Others (please specify) _________________
	
	
	
	
	
	
	
	



Exporting SMEs, go to SECTION 7
Non-exporting SMEs, go directly to SECTION 8

	Section 7. Impact and Performance (for Current and Former Exporters Only)   



1. 
2. 
3. 
4. 
5. 
6. 
7. 
7.1. Indicate your satisfaction with regard to your exporting activities in the last 5 years on a scale of 1 to 3, where 1 = not satisfied, 2 = satisfied and 3 = very satisfied. 
	How satisfied are you with:
	
Not Satisfied
1
	
Satisfied
2
	Very Satisfied
3

	a
	Export sales
	
	
	

	b
	Growth in export sales
	
	
	

	c
	Profit from export
	
	
	

	d
	Growth in export profit
	
	
	



7.2. Indicate the improvement made by your company after exporting, on a scale of 1 to 3, where 1 = not improved, 3 = moderately improved and 3 = significantly improved.
	After exporting, do you find the improvement in the following aspects?
	Not Improved
1
	Moderately Improved
2
	Significantly Improved
3

	a
	Total profit
	
	
	

	b
	Total sales
	
	
	

	c
	Domestic sales 
	
	
	

	d
	Worker productivity 
	
	
	

	e
	Product quality
	
	
	

	f
	Production technique/technology
	
	
	

	g
	Efficiency (per unit cost of production) 
	
	
	

	h
	Marketing & networking techniques
	
	
	



	Section 8. Demographic and Socio-Economic Characteristics of SME’s Owner 
(for All Respondents)



	8.1
	What is your gender?
	Male      Female
	[     ]
[     ]

	8.2
	Which age group do you belong to (year)?
	Under 18  
18 – 25    
26 – 35     
36 – 45 	   
46 – 55 	    
56 – 65     
Over 66    
	[     ]
[     ]
[     ]
[     ]  
[     ]
[     ]
[     ]

	8.3
	What is your highest educational or professional qualification?
	No formal education 
Primary school 
Junior high school 
Senior high school  
Three-year college 
Bachelor degree 
Postgraduate 
	[    ]
[    ]
[    ]
[    ]
[    ]
[    ]
[    ]

	8.4
	How long have you been in business?
	________ years
	

	8.5 
	Have you studied abroad (high school or higher education)?
	Yes      
No
	[     ]
[     ]

	8.6
	Did you participate in any short courses/trainings abroad?
	Yes      
No
	
	[     ]
[     ]

	8.7
	Did you work overseas? 
	Yes      
No
	[     ]
[     ]

	8.8
	Did you work for domestic-based MNC or exporting company?
	Yes      
No
	[     ]
[     ]




Your participation in this survey is greatly appreciated. Thank you for your time and if you have further comments, please feel free to comment in the space provided below. Once again, we assure you that your identity will remain STRICTLY CONFIDENTIAL AND ANONYMOUS.

