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	Research aim :This study aims to analyze the innovation of using TikTok social media as a promotional media in creating competitiveness and business sustainability at UMKM BerkahFD Gorden Kediri.
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1. Introduction
	Based on data from the Kopusmik (Cooperatives and Micro Enterprises) Service in 2024, there were 25,833 micro-entrepreneurs in Kediri Regency, divided into several business sectors.[1]. In the Law of the Republic of Indonesia Number 20 of 2008 concerning Micro, Small, and Medium Enterprises, it is stated that Micro Enterprises are productive businesses owned by individuals and/or individual business entities that meet the criteria of Micro Enterprises, Small Enterprises are productive economic enterprises that stand alone, carried out by individuals or business entities that are not subsidiaries or branches of companies owned, controlled, or are part of either directly or indirectly a Medium Enterprise or Large Enterprise that meets the criteria of Small Enterprises, Medium Enterprises are productive economic enterprises that stand alone, carried out by individuals or business entities that are not subsidiaries or branches of companies owned, controlled, or are part of either directly or indirectly a Small Enterprise or Large Enterprise with the amount of net assets or annual sales results[2]. Many MSMEs still face various challenges in adopting IT (Information Technology). These challenges include limited financial resources for technology investment, lack of technological knowledge and skills among MSME owners and employees, and resistance to change and innovation.[3]. Despite the many benefits offered by information technology, MSMEs still face various challenges in its implementation. Some of the main challenges include lack of technological knowledge, financial constraints for initial investment in technology, and resistance to change within the organization.[3]. In the era of globalization and tight competition, MSMEs need to evolve to increase sales, especially to compete with foreign products that are increasingly entering the Indonesian industrial and manufacturing base.[4].
	The owner of UMKM Gordeb BerkahFD Kediri faces problems with trade or marketing competition using digital marketing. Digital marketing will have an impact on UMKM and the like, making competition even tighter. Therefore, to win the marketing competition, the owner must implement a good competitive strategy. There are several similar businesses in this area that still use traditional marketing to market their business. Therefore, the owner of UMKM Gordeb BerkahFD decided to use digital marketing to develop his business because he saw that his competitors were still using traditional methods to introduce their business. Competitiveness can be created and developed by implementing the right competitive strategy, such as good resource management. The following is data on competitors who have used digital marketing and those who have not used digital marketing for marketing in the surrounding area:
Table 1.1
Competitor Data for UMKM Curtain Industry in the surrounding area
	NO
	Name of Competitors of Similar MSME Services
	Marketing Methods

	1.
	Jihan Curtain
	Digital Marketing

	2.
	Fenny Curtains
	Digital Marketing

	3.
	Tisha Gorden
	Digital Marketing

	4.
	Zakky Curtains
	Digital Marketing

	5.
	Pearl Curtain
	Digital marketing


Source: processed 2024.
	Internet technology is one of the solutions for marketing access that can quickly have an impact on the development of MSMEs. Tiktok is one of the digital media marketingwhich is used by the business users. Tiktok media is present in Indonesia widely used by the community to be creative to do business. The Tiktok application is currently often used as digital marketing. For example, like promoting a product latest, make up products, place promotions hang out or cafe and others[5]. Marketing through TikTok has a significant impact on consumer purchasing interest, especially in reaching younger audiences and increasing brand awareness.[6].
	In addition to the increasing popularity of the TikTok application, there is a possibility that businesses can benefit from using TikTok. TikTok's goal is to shift from an entertainment media platform to a tool for business strategy.[7]. With the implementation of Digital Marketing Innovation activities: Supporting MSMEs in Managing Business Effectively[8]. Digital marketing is the key to increasing sales in the digital age. Successful social media strategies, online advertising, and data analysis create brand awareness and drive purchases. Continuous adaptation to technology and consumer behavior is essential. With flexibility and innovation, companies can build long-term and successful relationships in a dynamic digital marketplace.[9].Tiktok is one of the Tiktok social media that provides a place for its users to express themselves and be creative through video content. BerkahFD Gorden Kediri, as one of the MSMEs engaged in curtain sales, has utilized social media to expand its market reach and improve the sustainability of its business. Through innovation in promotional content, interaction with customers, and the use of the latest features of the Tiktok social media platform, BerkahFD Gorden Kediri strives to create sustainable competitive advantages.
	TikTok Shop has several advantages that set it apart from other e-commerce platforms. TikTok supports creativity in marketing campaigns, and brands can use creative elements to attract users' attention and interest like ads. In addition, there are features available for TikTok Shop users that are very helpful for users and sellers.[10]. Direct integration with creative content on the TikTok app, allows sellers to market products through short videos, live streaming, and visually appealing reviews. This creates an interactive and entertaining shopping experience, unlike traditional e-commerce which is more static. Additionally, TikTok’s intelligent algorithm helps target products to the right audience based on their interests and behaviors, increasing the chances of conversion. TikTok Shop also leverages viral trends to boost sales, which is hard to replicate on other platforms. TikTok’s unique algorithm offers an equal opportunity for all videos to go viral, generating massive reach and engagement. TikTok also stands out with creative features like lip-syncing and the ability to collaborate with other users, which can increase brand engagement and engagement.[11].
	To increase curtain business sales through TikTok Shop, various innovations are implemented. One of them is utilizing the live streaming feature to demonstrate various types of curtains, how to install them, and provide tips on choosing materials that match interior design. Creative videos that show the transformation of a room before and after using curtains can also attract the attention of the audience, especially if accompanied by trending music and educational elements, such as curtain care. Collaboration with influencers or content creators who focus on interior design can help expand market reach, while custom design options, such as choosing colors or patterns according to customer needs, can highlight the unique value of the product. In addition, the use of popular hashtags, as well as the creation of hashtags specifically for brands, can strengthen visibility on the platform. To attract consumer interest, promotions such as flash sales, limited discounts, or bundling packages are offered by UMKM BerkahFD Gorden, especially during live streaming. No less important, videos that show home decoration inspiration, installation tutorials, and aesthetic packaging processes can build customer trust and encourage them to share products on their social media. With this strategy, TikTok Shop is expected to be an effective channel to increase curtain sales creatively and interactively.
The main challenges of BerkahFD Gorden UMKM include the lack of consistency in creating interesting content, the need for time and creativity to follow TikTok trends, and understanding the ever-changing TikTok algorithm. In addition, competition with other UMKM that already use digital marketing adds pressure to create innovative and effective marketing strategies, especially in facing a dynamic and competitive digital market. In terms of human resources (HR), BerkahFD Gorden Kediri UMKM faces limitations in terms of digital knowledge and skills, especially in creating creative content that is relevant to TikTok trends.
		This study aims to analyze in more depth how innovation in the use of social media Tiktok, especially TikTok, can contribute to competitiveness and business sustainability. This study will use qualitative methods to explore the strategies that have been implemented by BerkahFD Gorden Kediri. The results of this study are expected to not only provide insight for BerkahFD itself, but can also be a valuable guide for other MSMEs in developing effective and innovative digital marketing strategies. With continuous adaptation to technology and consumer behavior, MSMEs in Indonesia are expected to be able to build long-term relationships with customers and succeed in facing the dynamic digital market.
1.1. Statement of Problem
		This research refers to the background, so the formulation of the research problem is as follows:
1. What challenges does BerkahFD Gorden Kediri face in utilizing TikTok as a promotional media for the sustainability of its business?
2. How does the innovation of using TikTok as a promotional media affect the competitiveness of BerkahFD Gorden Kediri?
3. What is the strategy to increase consumer interest and create sustainable competitiveness through TikTok?
1.2. Research Objectives
		The purpose of this research is based on the background and formulation of the research problem.are as follows:
1. Identifying the challenges faced by BerkahFD Gorden Kediri in utilizing TikTok as a promotional media for the sustainability of its business.
2. Analyzing the innovation of using TikTok as a promotional media in an effort to increase the competitiveness of BerkahFD Gorden Kediri.
3. Formulate effective strategies to increase consumer interest and create sustainable competitiveness through the use of TikTok.
2. Method
	This study uses a qualitative method to analyze the innovation of Tiktok social media as a promotional media in creating competitiveness in the sustainability of UMKM BerkahFD Gorden Kediri. Qualitative research methodology aims to analyze and describe phenomena or research objects through social activities, attitudes and perceptions of people individually or in groups.[12]. In this method, researchers interact directly with informants. With the owner, several employees and consumers to conduct interviews with open questions.
	An interview is a dialogue between a researcher and an informant face to face or via media (e.g. telephone) to obtain research data.[13]. To obtain direct information from informants in this study, researchers used an in-depth interview method. Structured interviews were used as a thematic technique, and researchers created interview guidelines containing specific questions. Thus, researchers gain a deep and focused understanding, so that informants are expected to provide a deeper understanding of the experience and perspective of Tiktok as a promotional medium.
	Qualitative method samples do not emphasize quantity or representation, but rather the quality of information, credibility and richness of information held by informants or participants.[14]. Therefore, according to Strauss and Juliet Corbin, the criteria for informants should be as follows:
1. It's quite long and intensive with the information they will provide.
2. Still looks full of informed activities.
3. Have enough time to provide information.
4. They are not conditioned or engineered in providing information, and
5. They are ready to provide information like a teacher with a variety of experiences.[15].
	The purpose of this study is to collect quality information and data through direct communication between researchers and informants. The main focus of this interview is to explore the innovation of social media tiktok as a promotional media in UMKM BerkahFD Gorden. This interview method has proven to be very useful for identifying various phenomena. In addition, this method helps us understand the context behind the data collected from each informant. After that, the data collected from the interview were analyzed using thematic analysis. This technique is intended to identify the 4P's of innovation Model introduced by Joe Tidd and John R. Bessant in their management textbook "Managing Innovation: Integrating Technological, Market and Organizational Change". 4P's of innovation is a framework for organizing and focusing innovation efforts consisting of paradigm, process, position, and product.
	According to Sugiyono (2019), qualitative data analysis is carried out interactively and continuously until the data reaches saturation. The stages in this data analysis include:
1. Data collection
In qualitative research, data is collected through observation, in-depth interviews, documentation, or a combination of the three called triangulation.
1. Data Reduction
Data reduction is the process of summarizing, selecting, and focusing on important information with the aim of finding relevant themes and patterns.
1. Data Presentation
The summarized data can be presented in the form of brief descriptions, charts, or relationships between categories to make it easier to understand.
1. Data Verification

	The conclusions obtained need to be verified continuously during the research process so that the data produced is valid, objective, and accountable. With this approach, qualitative data analysis becomes a continuous process that is interrelated between data reduction, data presentation, and conclusion drawing.In addition, researchers conducted triangulation by directly observing how informants interact with researchers. Source triangulation to test data credibility is done by checking data that has been obtained through several sources.[16]. It is expected that this method will strengthen the research results and provide a more complete picture. Therefore, this study, which is equipped with interview data, can provide a significant contribution to building a plan to improve the innovation of MSME promotion.
3. Results and Discussion /Results and Discussion
	The results of this observation indicate that the innovation of Tiktok social media as a good promotional media has a great impact on the sustainability of UMKM BerkahFD Gorden; social media promotional innovation that is already good, and sustainability is getting higher. Shows that the informants who are worthy of being selected are based on the opinions of Strauss and Juliet Corbin. The four informants who meet the criteria for this study are the owner (P), consumer 1 (K1), consumer 2 (K2) and consumer 3 (K3) at UMKM BerkahFD Gorden, and they were interviewed about the promotional innovations carried out by UMKM.
The results of interviews with informants at UMKM BerkahFD Gorden, according to them:
Paradigm
[bookmark: _Hlk185719899]Questions regarding the general perspective and attitudes of informants towards the use of TikTok as a promotional media for UMKM BerkahFD Gorden Kediri.
	Q: TikTok is very helpful in introducing new products and TikTok can also make MSMEs competitive in the market.


	Researcher:
	What is your view on the role of social media, especially TikTok, in promoting MSME products such as BerkahFD Gorden Kediri?



Informants agreed that TikTok has proven effective as a platform to promote MSME products because of its ability to create creative and engaging content, as well as reach a wider audience, especially young people. With its short and easily accessible video format, TikTok allows MSMEs to introduce their products in an entertaining and informative way.
[bookmark: _Hlk185720058]Questions regarding informants' assessments regarding the extent to which TikTok plays a role in supporting the growth and development of MSMEs in general, with a focus on the adaptation of digital technology in promotion.
	Researcher:
	In your opinion, how big is the influence of TikTok social media on the development of MSMEs in this digital era?



P: The influence is very good for introducing new products, TikTok changes the way of selling, makes us grow faster.
	


The conclusion from the informant's answer is that TikTok has a very big influence on the development of MSMEs, especially in introducing new products and increasing visibility. This platform provides an opportunity for MSMEs to grow faster because they can reach a wider market with lower marketing costs compared to other social media.	
Questions regarding the reasons behind choosing TikTok as a promotional medium compared to other platforms, as well as the factors that make TikTok superior or more effective.
	Researcher:
	What differentiates the use of TikTok from other social media platforms in promoting MSMEs?



	Q: The features on TikTok are more interesting than other platforms and the videos go viral faster.



The conclusion from the informant's answer is that TikTok differentiates itself with short video content that is easily viral and highly interactive. Users can interact directly with the content through comments, challenges, or trends, which is not found on many other platforms. This gives TikTok an advantage in terms of higher audience engagement.
Questions about the factors behind the introduction of UMKM BerkahFD Gorden to consumers via Tiktok Social Media
Researcher: How did you find out about BerkahFD Gorden?
K1: I found out about BerkahFD Gorden through an ad that appeared on TikTok while I was scrolling.
K2: My friend who has shopped at BerkahFD Gorden gave a recommendation via WhatsApp.
K3: I saw a lot of positive reviews on TikTok which caught my attention to try their product.
In conclusion, consumers learn about BerkahFD Curtains through various channels, such as advertisements on TikTok, recommendations from friends, or positive reviews that appear on social media platforms.ocial. TikTok has become one of the main channels that attracts the attention of many people.
Process
[bookmark: _Hlk185720335][bookmark: _Hlk185720389]Questions about how the process of using TikTok is practically implemented in UMKM BerkahFD Gorden Kediri, for example the type of content created and the frequency of posting.
	Researcher:
	How does UMKM BerkahFD Gorden Kediri use TikTok to promote their products?



	Q: Make videos on how to use curtain products, make interesting promotional and discount videos, and upload content that involves viewers, such as curtain installation tutorials.



Informants agreed that BerkahFD uses TikTok to create various types of content, including videos showing products, tutorials, and interesting promotions that are relevant to their audience. The content not only showcases products but also engages the audience in a more personal way, such as inviting them to follow popular trends or challenges.
Questions about barriers that MSMEs may face in using TikTok, such as limited resources, understanding of the algorithm, or difficulty in creating engaging content.
	Researcher:
	What are the challenges faced by BerkahFD Gorden Kediri in optimizing TikTok as a promotional media?


	Q: TikTok is sometimes difficult to understand, so you have to keep learning. Being consistent in creating interesting content is a challenge, and creating trending TikTok content takes a long time.



Informants indicated that the biggest challenge in optimizing TikTok is maintaining consistency in creating interesting content that is in line with emerging trends. In addition, understanding the TikTok algorithm that is constantly changing is also a challenge to achieve better visibility and gain high engagement.
Questions about Innovation and Creativity of UMKM actors BerkahFD Gorden Kediri as an attraction for consumers
Researcher: In your opinion, how does the innovation offered by BerkahFD Gorden through TikTok influence your purchasing decision?
K1: Exclusive discounts and promotions available only to TikTok followers provide more incentive to purchase.
K2: Educational videos about the latest curtain design trends helped me choose products that better suit my home style.
K3 : ExistenceCustomer testimonials that show their real experiences make it easier for me to make purchasing decisions.
Conclusion Innovations such as exclusive discount offers, educational videos, andCustomer estimons influence consumer purchasing decisions. TikTok provides a space for BerkahFD Gorden to communicate directly with the audience, build trust, and encourage consumers to buy.
Position
[bookmark: _Hlk185720543]Questions about the extent to which the use of TikTok helps BerkahFD Gorden Kediri compete with other competitors in the same market, as well as what elements make them superior.
	Researcher:
	In your opinion, has the use of TikTok given UMKM BerkahFD Gorden Kediri a competitive advantage over their competitors?



	P: Yes, TikTok gives us a new way to introduce products, TikTok can also reach many consumers at a low cost.



From the informant's answers, it shows that TikTok provides a significant competitive advantage for MSMEs because it allows them to reach a wider audience at a low cost. TikTok's ability to create easily viral content provides an opportunity for MSMEs to compete with big brands, introducing their products in a fresher and more creative way.	
Questions regarding the uniqueness of BerkahFD Gorden Kediri's promotional content on TikTok and what differentiates it from content created by competitors.
	Researcher:
	What makes BerkahFD Gorden Kediri UMKM promotional content more interesting on TikTok compared to competitors?



	Q: Our content always follows TikTok trends and creates content that is simple and easy to understand for everyone.



The conclusion from the informant's answer is that BerkahFD's content on TikTok is different because it always follows the latest trends, is creative, and is easy for the audience to digest. Interactive content and a focus on attractive visuals make their products stand out, while a simple yet clear approach ensures that the audience understands the message being conveyed.
Questions about the competitiveness and brand loyalty of UMKM BerkahFD Gorden Kediri towards consumers
Researcher: How big is the influence of the media?ocial (especially TikTok) in creating your loyalty towards BerkahFD Gorden?
K1: TikTok makes it easy for me to get direct and up-to-date information about their products and promotions.
K2: Good interactions between brands and customers on TikTok make me feel valued as a consumer.
K3: Creative content andsocialtive on TikTok makes me feel closer to the brand and more loyal to their products.
Conclusion Mediaocial, especially TikTok, has a significant influence in creating consumer loyalty. Good interactions and interesting content make consumers feel more connected to the brand, creating a strong sense of trust and loyalty towards BerkahFD Gorden.
Product
Questions regarding the extent to which TikTok influences consumer views or perceptions of products sold by UMKM BerkahFD Gorden Kediri, whether there is an increase in brand awareness or product assessment.
	Researcher:
	How does TikTok social media influence consumer perceptions of curtain products offered by BerkahFD Gorden Kediri?



	Q: TikTok can increase buyer confidence by showing real product quality.



The informants agreed that TikTok played a major role in building a positive perception of BerkahFD products. By showing products creatively and transparently through videos, TikTok helps increase consumer trust and interest in the product. This is important to strengthen brand loyalty and attract new customers.	
Questions about their marketing or product strategies after using TikTok, as well as changes that occurred due to TikTok's influence.
	Researcher:
	Are there any changes in marketing strategy or product development after using TikTok as a promotional medium?



	P: Yes, after using TikTok, we focused on content creation. We now hold promotions on TikTok more often.



That BerkahFD's marketing strategy has undergone significant changes after using TikTok. BerkahFD focuses more on creating creative, varied, and responsive content to the latest trends. Marketing is now more visual and involves the audience directly in a more interesting way through challenges or interactive content.
Questions about consumer shopping experiences at UMKM BwekahFD Gorden Kediri
Researcher: What is the reason you choose to shop at BerkahFD Gorden compared to other MSMEs?
K1: The quality of the products offered is very good, and I can see the details directly through TikTok videos.
K2: Fast and responsive service makes me more confident and comfortable shopping here.
K3: The price offered is quite competitive with the quality provided, and I feel like I get more value.
Consumers choose BerkahFD Gorden because of its good product quality, responsive service, and competitive prices. In addition, TikTok makes it easy to check the product directly, which strengthens the decision to buy.
	All informants agreed thatTikTok plays a vital role in promoting MSME products, especially BerkahFD, because it allows them to reach a wider audience in a creative and engaging way. TikTok helps MSMEs introduce their products more efficiently, increase visibility, and accelerate development with lower marketing costs. TikTok’s main difference compared to other platforms is its ability to create viral content through interactive short videos, as well as features that allow audiences to participate in trends or challenges. BerkahFD’s marketing process on TikTok involves creating content that is relevant to the target audience, following existing trends, and ensuring engagement with followers. Despite the challenges of maintaining consistency and understanding TikTok’s algorithm, BerkahFD’s success in integrating TikTok with other social media platforms such as Instagram and Facebook has further expanded their audience reach. TikTok provides a competitive advantage for BerkahFD, helping them compete with big brands and introduce products in a fresher and more creative way. This strengthens their market position by increasing visibility and introducing products to a wider audience. BerkahFD’s content on TikTok is engaging because it is creative, interactive, and always on trend, which makes their products stand out in the market. The use of TikTok also builds a positive perception of BerkahFD’s products, increasing consumer trust and attracting new customers. BerkahFD's marketing strategy is now more creative, focusing on visual and interactive content. Through TikTok, BerkahFD has succeeded in building an innovative, relevant, and trend-following brand image, which strengthens their competitiveness in the market.
	BerkahFD leverages TikTok to innovate in four key aspects of the 4P's of Innovation. From a product perspective, TikTok allows them to display products creatively and attractively, increasing consumer interest. In the process, using TikTok changes the way content is created to be more creative and responsive to trends, and facilitates direct interaction with the audience. In terms of positioning, TikTok provides a competitive advantage by expanding market reach and introducing BerkahFD as a dynamic and innovative brand. Finally, in terms of paradigm, TikTok changes their marketing approach from traditional methods to social media-based marketing, allowing BerkahFD to interact more closely with consumers and leverage digital trends to increase competitiveness.
	Based on the results of this study, it was found that the four dimensions proposed in the 4P's of Innovation theory (Product, Process, Position, Paradigm) play an important role in increasing the competitiveness of BerkahFD MSMEs. This finding is supported by the results of interviews with three informants, who stated that the use of TikTok as a promotional media has succeeded in introducing products more creatively, accelerating the marketing process that is more responsive to trends, strengthening market position by increasing visibility, and changing the marketing paradigm from traditional methods to a more modern and interactive social media-based approach.
4. Conclusion
	This study reveals that innovation in the use of TikTok social media as a promotional medium has contributed significantly to the sustainability of BerkahFD Gorden Kediri MSMEs. The implementation of digital strategies that focus on creativity, audience engagement, and adaptation to trends has succeeded in increasing the competitiveness and visibility of businesses in the digital market. The use of TikTok supports MSMEs in creating creative promotional content, increasing direct interaction with audiences, and optimizing platform algorithms to expand market reach. With a responsive approach to consumer needs and preferences, BerkahFD is able to build customer trust while strengthening brand image. The four dimensions of innovation—product, process, position, and paradigm—are the main pillars of this success, as proposed in the 4P's of Innovation theory. Despite facing challenges such as consistency in content creation and understanding platform algorithms, BerkahFD shows that investing in social media-based promotional strategies can provide sustainable competitive advantages. These findings are not only relevant to BerkahFD, but can also be a strategic guide for other MSMEs to maximize the potential of digital platforms.
	The contribution of this study confirms that the use of TikTok as a promotional medium effectively increases the competitiveness of MSMEs, especially by creating higher brand visibility, expanding market reach, and creating closer relationships with customers. The four dimensions of product, process, position, and paradigm innovation prove the importance of a creative and adaptive approach in digital marketing.
The limitation of this study lies in its focus only on UMKM BerkahFD Gorden Kediri. The findings may not fully reflect the situation of other UMKM with different business models or target markets. In addition, this study did not measure the impact of external factors, such as competition in the local market and changes in consumer trends, which may affect the success of promotional strategies through TikTok.
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