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INTRODUCTION 

Micro, Small, and Medium Enterprises (MSMEs) are a vital 
component of the local economy in Tojo Una-Una Regency (Aminullah et 
al., 2024; Sutomo et al., 2019). The majority of the population in this 
region earns a living from businesses centered on trade, services, 
agriculture, and fisheries. However, establishing their companies presents 
a number of difficulties for many MSME actors. They struggled to manage 
cash flow, capital, and financial statement recording due to a lack of 
financial literacy. Additionally, due to the limited use of digital technology, 
MSME goods continue to face obstacles such as limited market access, low 
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competitiveness, and difficulty penetrating international markets. Limited 

access to financial resources is another challenge because most MSMEs 
lack the structured financial records required for approval by lenders 
(Makatita, 2024; Molosiwa & Holland, 2025). According to Sinaga (2025), 
MSMEs in Indonesia generally face similar obstacles, particularly in terms 
of financial literacy and limited access to capital, which impacts their low 
global competitiveness. 

One of the essential skills that MSMEs need to possess in order to 
grow is financial literacy. Business owners can better manage their money, 
understand the true condition of their company, and improve their 
creditworthiness, which will allow them to obtain loans or funding from 
financial institutions by learning financial planning, transaction 
documentation, and basic report creation. Additionally, accountable and 
transparent corporate practices will increase customer and partner trust. 
Financial literacy is the knowledge, skills, and beliefs that influence 
attitudes and behaviors to improve the quality of decision-making and 

financial management in order to achieve the financial well-being of society 
(Kumar et al., 2023; Lone, 2023; She et al., 2022). 

Using digitalization is very important for reaching a wider audience 
in addition to financial literacy. Social media, marketplaces, and e-
commerce platforms allow MSMEs to sell their goods outside their local 
communities (Mariana et al., 2025). Thru technology-based inventory 
management, digital payment systems, and financial applications, 
digitalization also increases company productivity (Jurnalita, 2024; 
Maulana, 2024). By taking this step, MSMEs in Tojo Una-Una can increase 
their competitiveness and adapt to the ever-changing market trends. 
According to Yani (2025), technology factors have been proven to have a 
significant and positive influence on increasing MSME income. Based on 
e-commerce adoption theory, the use of information-based technology 
reflects the ability of business owners to integrate technological 

developments and digital knowledge into trading activities, with the aim of 
driving sustainable income growth (Ding & Huo, 2025; Guo et al., 2024). 
From an Islamic economic perspective, the application of technology in 
business transactions is not solely profit-oriented, but also reflects the 
principle of mutual assistance (ta'awun) so that it does not cause losses to 
any party (Ali, 2024; Aravik & Tohir, 2025). However, building a business 
network also heavily relies on the ability to promote your business 
professionally. MSMEs can utilize a pitch deck as a strategic tool to present 
their company to government agencies, investors, and other partners. 
MSMEs can present their company profile, product benefits, market 
potential, and business growth plans concisely yet effectively using well-
designed presentations. This will increase the likelihood of securing 
funding, collaborations, and mentorship from various stakeholders. 

One implementation option to help MSMEs in Tojo Una-Una develop 
their capabilities is a community service initiative. Financial literacy 

training, internet marketing, and basic presentation deck development are 
all included in this exercise. After the training, there is a strict mentoring 
program that covers topics such as business presentation advice, creating 
online store accounts, and financial record-keeping. The final phase of this 
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program involves monitoring and evaluation to ensure that MSMEs truly 

thrive and receive sustainable input and solutions. 
 
 
METHODS 

The method for implementing this service activity uses a 
participatory-educational approach, which actively involves MSME actors 
in every learning process. The activity was held in Tojo Una-Una Regency, 
with the main target being MSME actors from various business sectors. 
The implementation process was carried out in several stages, starting 
with initial observation to map needs and constraints, delivering material 
in the form of interactive lectures, training on preparing pitch decks, 
introducing the concept of cost of goods sold (COGS), and concluding with 
discussions and Q&A sessions accompanying each stage. This approach is 
expected to provide practical understanding, enhance practical skills, and 
strengthen the capacity of MSMEs so they can develop and compete 

sustainably (Pakkawaru et al., 2025) 
The stages of the activities carried out are as follows: 
1. Observation, to identify requirements, barriers, and growth potential, 

the implementation team first observed MSME actors using field 
surveys and rapid interviews. This observation focuses on financial 
literacy, digitalization, and business strategies. 

2. Material Presentation, interactive presentations on financial literacy, 
digitalization, Product Costing (HPP), and Pitch Decks served as the 
main content format. For deeper and more beneficial knowledge, 
participants have the opportunity to discuss with each other and ask 
questions.  

3. Discussion and Q&A, session Participants were given the opportunity 
to ask questions, share experiences, and discuss concrete solutions to 
the digital security issues they face. 

4. Evaluation, the assessment using surveys, conversations, and group 
reflections marks the end of the exercise. This phase aims to evaluate 
the effectiveness of the training, measure participants' improved 
understanding, and provide feedback for the continuation of the 
community service program. 
 

 
 
 
 
 
 
 
 
 

Figure 1. Stages of Community Service Activities 
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RESULTS AND DISCUSSION  

The community service activity themed "Strategies for Upgrading 
MSMEs in Tojo Una-Una Regency: Financial Literacy, Digitalization, and 
Pitch Decks" was carried out systematically and involved the active 
participation of MSME actors. Throughout the activity, there was a 
noticeable improvement in participants' understanding and skills in 
managing business finances, utilizing digitalization for marketing and 
transactions, and preparing simple pitch decks as a business presentation 
medium. This series of activities is designed thru several complementary 
stages, from initial observation to evaluation and reflection.  

Each stage makes a significant contribution to forming a more 
complete understanding and more adaptive attitudes among MSME actors 
in facing the challenges of business competition in the digital era. 
In the initial observation phase, the implementing team conducted field 
surveys and brief interviews with MSME actors in Tojo Una-Una Regency 
to identify their needs, obstacles, and business development potential. The 

observation results indicate that the majority of MSME actors still face 
difficulties in managing cash flow, recording financial statements, and 
determining the cost of goods sold due to limited financial literacy. 
Additionally, the utilization of digital technology is still limited to simple 
social media platforms like WhatsApp and Facebook for promotion, while 
understanding of e-commerce, digital payment systems, and data-driven 
marketing strategies remains minimal.  

On the other hand, almost all MSME actors are still unaware of the 
importance of a pitch deck as a business presentation tool to attract 
partner or investor support. This condition highlights the urgent need for 
training in financial literacy, digitalization, and pitch deck preparation 
skills so that MSMEs in Tojo Una-Una can sustainably increase their 
competitiveness and move up the value chain. 

 

 
 

 
 
 
 
 

 
 
 

 
 
 

 
 

 
Figure 2. Presentation of Financial Literacy Material (Cost of Goods Sold 

Calculation), Digitalization (QRIS), and Pitch Deck 
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In the first module, participants were given basic knowledge about 

the importance of financial literacy in managing a business. Cost of goods 
sold (COGS) calculation, cash flow management, and simple transaction 
recording are all components of it. The explanation was delivered in a 
communicative manner with real-life case studies. For example, one 
example is how MSME actors often mix personal finances with business 
finances, making it difficult to determine actual profits. Simple 
bookkeeping simulations help participants understand the difference 
between business income and expenses. They also learned about the 
importance of regular record-keeping in the business decision-making 
process. Additionally, participants can learn about the cost components 
that make up the product price thru exercises calculating the cost of goods 
sold (COGS). These exercises also help them determine a more competitive 
selling price. This material provides participants with essential skills 
needed to maintain business sustainability. This finding aligns with 
(Awaluddin et al., 2025; Kyeyune & Ntayi, 2025), which proves that MSME 

training is effective in improving financial literacy among rural 
communities and encouraging the establishment of new businesses based 
on local potential, thus financial literacy directly contributes to the 
sustainability and economic development of the community. 

In the second module, participants were introduced to the utilization 
of digital technology as an important strategy for expanding market reach 
and improving business efficiency. The material focuses on using social 
media (such as Facebook, Instagram, and WhatsApp Business) as a means 
of product promotion, as well as utilizing QRIS as a faster, safer, and more 
consumer-friendly non-cash payment method. According to Winarsih and 
Hafif (as cited by Lady Noor & Mirzam Arqy Ahmadi, 2024), digital 
transformation has four main goals: ensuring businesses remain 
competitive, increasing the efficiency of business processes, improving 
customer satisfaction, and assisting business owners in making different 

strategic decisions. Thus, digitalization is understood not only as a means 
of marketing, but also as an important instrument for strengthening the 
competitiveness of MSMEs. The material was presented by showcasing 
examples of digital marketing practices from MSMEs that successfully 
utilize online media, making it easier for participants to understand its 
relevance to their businesses. In addition, a simulation of using QRIS was 
provided as a solution for MSMEs looking to offer convenient transactions 
to their customers. Thru this material, participants are expected to be 
better prepared to adapt to the digital era and be able to compete with 
other more modern business owners. 

In this session, participants were introduced to the concept of a pitch 
deck as a professional business presentation tool to attract partners and 
investors. According to Vazquez et al. (cited by Farhas et al., 2025), a 
business plan is very important for MSMEs because it helps them set 
short-term and long-term goals and strategies to achieve them. The activity 

was conducted by assigning MSME actors to prepare materials step by 
step, explaining the main components of a pitch deck, including: business 
profile, founding background, market analysis, product or service 
advantages, marketing strategy, and simple financial projections. The 
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presentation was delivered using simple pitch deck examples relevant to 

the scale of MSMEs, so participants did not find it difficult to understand. 
Participants were then instructed to begin drafting the basic outline of 
their own business pitch decks, for example, by writing down their 
business profile and flagship products. In this session, participants also 
received practical tips, such as how to present market data even when 
limited, and how to concisely but convincingly convey product advantages. 
This material provides new insights for participants, showing that even 
small businesses can be presented in a structured and professional 
manner, thereby increasing the confidence of potential partners and 
investors. 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

 
Figure 3. Results of the Pitch Deck Created by MSME Actors in Tojo 

Una-Una Regency 
 

 

 
 
 
 
 
 
 

 
 
 

 
 
 

 
Figure 4. Discussion and Q&A Session 

 
In the final session, the facilitator provided a dedicated space for a 

Q&A session. This session aims to actively involve community 
participation so that they not only passively receive information but can 



Amalia et al.,  Volume 2, Number 2 Year 2025 
 

 

90 

also confirm their understanding and convey the challenges they face in 

their daily practice. Participants were given the opportunity to ask 
questions regarding the management of the cost of goods sold (COGS), 
strategies for utilizing QRIS as a safer and more practical digital 
transaction tool, and techniques for preparing relevant pitch decks to 
develop their businesses. Thru this interaction, the community not only 
receives direct answers from the resource person but also gains experience 
in sharing and discussing with fellow MSME actors. Thus, the Q&A session 
becomes an important means to deepen the material, raise awareness, and 
motivate participants to be able to apply the knowledge they have gained 
in managing their businesses. 

The pre-test results showed that participants only mastered an 
average of 39% of the material, while the post-test results increased to 
88%. This indicates a significant improvement in participants' 
understanding after attending the training. This increase can be explained 
thru David Kolb's Experiential Learning Theory, where the learning 

process is considered most effective when participants are actively involved 
in the learning experience cycle (Barida, 2018). Participants not only 
passively receive information, but also go thru concrete experience stages 
(simulating the calculation of cost of goods sold, practicing the use of QRIS, 
and preparing a pitch deck), reflecting on those experiences, abstract 
conceptualization in the form of understanding new concepts, and finally 
reapplying them in the context of their respective businesses.  

Thus, the higher post-test results indicate that this community 
service activity successfully facilitated experiential learning, leading to 
increased understanding among participants and greater readiness for 
real-world application. 
 

 
CONCLUSIONS  

The community service activity with the theme "Strategies for 
Upgrading MSMEs in Tojo Una-Una Regency: Financial Literacy, 
Digitalization, and Pitch Decks in the Community Service Program" was 
carried out successfully and received a positive response from the 
participants. Using a participatory-educational approach, this activity not 
only conveyed knowledge but also encouraged the active involvement of 
MSME actors in understanding the importance of financial management, 
the use of digital technology, and the preparation of pitch decks as a 
business development strategy. 

The series of activities, from initial observation, interactive material 
delivery, practical simulations, to discussion and Q&A sessions, proved 
effective in enhancing participants' understanding and skills. They became 
more aware of the importance of neat financial record-keeping, using QRIS 
for safer and more efficient transactions, and the ability to present their 
businesses professionally thru a pitch deck. 

Overall, this activity has a real impact on strengthening the capacity 
of MSMEs to be more adaptable and competitive in the digital age. It is 
hoped that similar activities can be carried out continuously, so that 
MSMEs in Tojo Una-Una Regency will be increasingly prepared to upgrade, 
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establish strategic partnerships, and expand their markets at the local, 

national, and international levels.  
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