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Sejiva.id

Sejiva.id is a socio-eco enterprise
that provides transformative,
meaningful travel experiences that
have a positive impact on the
destinations we visit, focusing on
three main pillars:

People

Supports local communities by
encouraging travelers to engage
with and support local businesses,
artisans, and services

Nature

Conserves natural resources by
supporting eco-conscious business
partners, communities and
accommodations with proven
measures.

Culture

Promotes cultural preservation by
encouraging travelers to respect
and engage with local traditions,
customs, and heritage.

Together, we can transform the way we explore, appreciate, and protect

our planet.
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Executive Summary

The contemporary mercantile
climate in Indonesia presents
severe, compounding difficulties
for small-to-medium enterprise
owners, characterized by an acute
incidence of executive isolation
alongside pervasive psychological
distress.

This comprehensive investigation,
evaluating corporate leaders
across key industrial sectors
including fast-moving consumer
goods and digital technology,
revedls a distinct cohort currently
constrained within a restrictive
developmental stage.

These business owners routinely
combat stagnant transaction
volumes, intensifying price-
sensitivity among consumers, and
critical liquidity shortfalls.

Furthermore, the empirical data
exposes a stark misalignment
between existing support
structures and the actual
requirements of expanding firms.
Standard group-based
educational programs are deemed
largely ineffective by this
demographic; instead, an
overwhelming consensus demands
highly specific, individualised
advisory support scheduled outside
standard operating hours.

To prevent widespread structural
deterioration within this critical
national economic sector,
immediate and targeted
institutional intervention is required
to deliver highly pragmatic,
executive-level assistance focused
on resolving immediate operational
friction.
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About This Survey

The 2026 Founder Readiness Audit
serves as a systematic, rigorous
diagnostic instrument specifically
constructed to assess both the
psychological endurance and
operational resilience of enterprise
proprietors within the metropolitan
region of Jakarta.

This strategic investigation
translates raw quantitative data
gathered directly from corporate
leaders into precise, actionable
intelligence, deliberately bypassing
superficial metrics to isolate the
specific structural impediments
that arrest organizational scale.

For executive cohorts currently
traversing an exceptionally
demanding macroeconomic
climate, these analytical findings
provide an essential objective
benchmark.

By accurately quantifying the
prevalence of professional
isolation, capital constraints, and
commercial friction, this report
establishes a robust scientific
framework.

Indonesian business owners are
thus equipped to evaluate
corporate vulnerabilities,
effectively converting subjective
operational stress into a structured
plan for long-term organizational
stability.
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Survey Methodology

This scientific inquiry implements a
quantitative methodology
employing a digital questionnaire
directed exclusively to founders
and executive proprietors of
medium-scale enterprises
exhibiting annual revenues
between Rp 2.5 billion and Rp 50
billion in Jakarta, Indonesia.

The diagnostic instrument was
structured to harvest objective
data regarding pressing
operational challenges, specifically
asking respondents to articulate
their primary growth impediments,
the frequency of executive
isolation, and their current
psychological state.

Representing a diverse cohort of
sixty-six respondents from sectors
including fast-moving consumer
goods, professional services,
technology, consulting, and
trading, the metropolitan locus of
Jakarta was selected due to its
position as the primary commercial
epicentre.

The digital questionnaire utilized
structured rating scales and
multiple-choice options to preserve
data integrity, with subsequent
analytical procedures executing
descriptive statistics to establish
precise frequencies. The ultimate
intent of this research is to supply
empirical data to support targeted,
executive interventions.

o0 9

&» sejiva


https://sejiva.id/

06
Part 1

Founder's Profile

& sejiva


https://sejiva.id/

part 1

Founder's Profile

07

Which industry does your business operate in?

Others (Manufacturing, Logistics, etc.)
4.5%

Professional Services & Consulting
15.2%

Consumer Goods / Retail (FMCG)
34.8%

The concentration of audited
respondents in Technology/SaaS
(30 entries) and Consumer
Goods/Retail (23 entries) highlights
two distinct but equally challenging
business environments. Technology
founders face a market correction
where investors now prioritize
profitability, sustainable growth,
and customer retention over rapid
user acquisition. At the same time,
FMCG and retail businesses
contend with rising material costs,
supply chain pressures, and
increasingly price-sensitive
consumers as household
purchasing power declines.
Together, these sectors illustrate
the realities of the 2026 business
landscape:

/

Technology / SaaS / Digital Service
45.5%

intense competition, shrinking
margins, and growing pressure to
maintain resilience.

The findings also reveal the
limitations of generic business
support frameworks. A SaaS
founder addressing customer
churn and capital efficiency
requires fundamentally different
guidance from a retail
entrepreneur managing distributor
margins and shelf space
negotiations. The data underscores
the need for sector-specific
strategic advisory and mentorship
that directly addresses each
industry's unique operational and
macroeconomic challenges, rather
than relying on one-size-fits-alll
solutions.

o0 9
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What is your current annual revenue in Rupiah (IDR)?

48.5% - <Rp 2 Billion

37.9% - Rp 2 Billion - Rp 15 Billion

13.6% - > Rp 15 Billion

The revenue distribution of audited
respondents reveals significant
barriers to business growth.
Thirty-two founders operate below
the Rp 2 billion threshold,
highlighting the challenges of
early-stage market penetration
and financial stability. With limited
resources and heavy reliance on
personal capital and organic cash
flow, these businesses remain
highly vulnerable to disruptions.
Meanwhile, 25 respondents in the
Rp 2-15 billion range have
achieved product-market fit but
face scaling challenges, including
operational restructuring, talent
acquisition, and increased capital
requirements.

Only nine respondents exceed

Rp 15 billion in revenue, illustrating
a sharp decline in businesses that
successfully scale beyond the
small-enterprise stage. The
findings suggest that growth
limitations are often driven not by
weak products, but by restricted
access to appropriate financing.
Many founders fall into the "missing
middle", too large for microfinance
yet unable to secure traditional
bank loans, private equity, or
venture capital. The data highlights
the need for improved access to
growth capital and stronger
financial management capabilities
to support sustainable business
expansion.
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What is your BIGGEST challenge keeping you awake at night?

Operational bottlenecks and supply chain

Talent retention and team alignment
15.2%

Capital gap / Access & Expansion funding
34.8%

Revenue stagnation is the most
significant concern among audited
founders, with 28 respondents
identifying it as their primary
business challenge. The findings
point to shifting consumer
purchasing patterns, increasing
market saturation, and declining
effectiveness of traditional
customer acquisition strategies.
As competition intensifies and
pricing pressure grows, many
businesses struggle to sustain
growth, while weakening customer
loyalty raises broader questions
about long-term value creation
and market positioning.

Access to capital represents a
closely related challenge, cited by
23 respondents.

7.6%

Sales Stagnation
42.4%

Limited funding restricts businesses
from investing in product
development, talent acquisition,
and strategic expansion, reinforcing
a cycle of stagnant growth.
Conseqguently, many founders
remain focused on short-term cash
flow management rather than
long-term planning and innovation.
The data suggests that business
support initiatives should address
both revenue generation and
capital access, providing practical
strategies to strengthen sales
performance while creating clearer
pathways to sustainable financing
and growth.
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What friction is currently slowing down your growth?

54.5% - Structural challenges

12.1% - Regulatory hurdles

7.6% - Stakeholder disputes

Structural market conditions are
the most significant obstacle facing
audited founders,

with 36 respondents identifying
external economic pressures as
their primary challenge. The
findings suggest that many
businesses are operating in an
environment of rising operational
costs, inflationary pressures, and
constrained consumer spending.
As costs increase while pricing
power remains limited, founders
are forced to manage increasingly
narrow margins, making
sustainable growth more difficult
and reducing tolerance for
operational mistakes.

25.8% - Internal inefficiency and lack of systemisation

Internal inefficiencies were cited by
17 respondents, highlighting the
importance of operational
resilience during periods of
economic uncertainty. While
external factors may drive many of
the challenges businesses face,
weak processes, limited
automation, and the absence of
standardized systems can amplify
financial strain and restrict growth.
The data underscores the need for
founders to strengthen operational
discipline, improve efficiency, and
build scalable internal systems that
can support long-term resilience in
a challenging market environment.
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How often do you feel the 'Lonely Founder' issue?

59% - Often (3-4 times a week)

13.1% - Rarely.

Founder isolation emerges as one
of the most widespread challenges
in the audit, with 56 respondents
reporting that they experience it
either frequently (30) or
occasionally (26). The findings
suggest that this isolation is less
about physical loneliness and more
about the unique pressures of
leadership. Founders must
navigate financial uncertainty,
personnel management, and
market volatility, often without
peers in their personal networks
who fully understand the

complexity of these responsibilities.

As a result, many leaders carry
significant decision-making and
emotional burdens

27.9% - Sometimes

with limited opportunities for
meaningful discussion.

This challenge is compounded by
the difficulty of openly sharing
concerns with key stakeholders.
Founders may hesitate to discuss
financial pressures with employees
or display uncertainty to investors,
leaving them with few outlets for
candid conversations.

The data highlights the importance
of structured peer-support
networks, mentorship, and trusted
executive communities where
leaders can exchange experiences,
gain strategic insights, and receive
informed guidance from others
facing similar business redlities.
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Select your current mental state:

Thriving:
12.1%

Burnout:
22.7%

The audit reveals a significant
psychological burden among
founders, with 43 respondents
reporting persistent stress and
anxiety. While many continue to
appear productive and resilient,
prolonged exposure to uncertainty
and pressure can negatively affect
decision-making, creativity, and
long-term strategic thinking. The
findings suggest that sustained
stress has become a normalized
aspect of entrepreneurship,
potentially limiting both individual
well-being and business
performance over time.

An additional 15 founders reported
experiencing burnout, indicating
that a large maijority of the audited

High-Functioning Anxiety:
65.2%

Cohort faces some form of
psychological strain. This level of
exhaustion can reduce
organizational resilience and make
businesses more vulnerable to
operational challenges. The data
highlights the need to view founder
well-being as a strategic business
priority rather than a personail
concern. Effective leadership
increasingly depends on balancing
business performance with
sustainable work practices, clear
boundaries, and proactive
approaches to maintaining mental
and emotional resilience.
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What new skills do you want to master this year?

High-Level Negotiation & Persuasion Skills
42.4%

Advanced Technology & Al
7.6%

Personal Branding
34.8%

Financial Restructuring & Capital Raising
15.2%

Founders identified high-stakes
negotiation, persuasion, and
personal branding as key strategic
priorities, reflecting the growing
importance of leadership influence
in an increasingly competitive
market. As businesses face
challenges such as sales
stagnation and limited access to
capital, founders recognize that
strong communication,
relationship-building, and
negotiation skills can create
meaningful advantages beyond
product or service differentiation
alone. These capabilities are
becoming critical for securing
partnerships, attracting customers,
and accessing growth
opportunities.

The emphasis on personal
branding and thought leadership
also signals a shift in how trust and
credibility are established. Many
founders see their personal
reputation as a powerful asset that
can strengthen brand visibility,
reduce customer acquisition costs,
and attract talent, investors, and
strategic partners. The findings
suggest that leadership
development should extend
beyond operational and technical
skills to include communication,
public positioning, and influence-
building capabilities, which
increasingly play a central role in
shaping business growth and long-
term success.
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What is your preferred learning method?

1-on-1Deep Dive

Large Scale Seminars / Conferences
4.5%

68.2%

~ Peer-to-Peer Mastermind Groups
19.7%

Self-Paced Online Courses

The audit found that

45 early-stage founders preferred
one-on-one intensive mentorship,
highlighting a strong demand for
personalized guidance over
generalized training programs.
Many founders face complex and
highly specific challenges, such as
operational bottlenecks, leadership
issues, financial management, and
growth constraints, which are
difficult to address through
standard workshops, online
courses, or broad-based seminars.
The findings suggest that founders
place greater value on practical
advice tailored to their unique
business circumstances.

This preference underscores the
importance of experienced

7.6%

mentors who can provide context-
specific insights, challenge
assumptions, and help founders
navigate critical decisions. Effective
mentorship often requires a deep
understanding of both the business
and its operating environment,
making it a resource-intensive but
highly valuable form of support.
The data indicates that
entrepreneurship programs,
accelerators, and support
initiatives may achieve stronger
outcomes by increasing access to
persondadlized coaching and
strategic advisory services
alongside traditional

educational offerings.
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Have you participated in an accelerator program?

Yes, previously
24.2%

The audit found that 50 surveyed
founders had never participated in
an accelerator or formal business
development program, highlighting
a significant gap in access to
entrepreneurial support. This
finding is particularly notable given
the widespread challenges
identified throughout the audit,
including sales stagnation, funding
constraints, founder isolation, and
high levels of stress. As aresult,
many entrepreneurs are navigating
complex business environments
with limited access to structured
guidance, mentorship, or
professional networks.

Several factors may contribute to
this low participation rate, including
limited awareness of

No
75.8%

available programs, geographic
barriers, and concerns about the
relevance or value of existing
offerings. Many founders,
particularly those outside
technology-focused ecosystems,
may perceive accelerator
programs as insufficiently aligned
with their industry-specific needs.
The data suggests an opportunity
for entrepreneurship support
organizations to develop more
inclusive, practical, and sector-
relevant programs that address the
immediate operational challenges
faced by a broader range of
businesses, including retail,
consumer goods, and other
traditional industries.
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Are you part of an active founder community?

Yes
30.3%

The audit found that 46 surveyed
business owners do not belong to
any peer group, reinforcing the
broader themes of founder
isolation and limited access to
support networks. Without trusted
peers, entrepreneurs often miss
opportunities for knowledge
sharing, problem-solving, and
learning from the experiences of
others. This can increase the cost
of mistakes and make it more
difficult for founders to navigate
operational, financial, and strategic
challenges in rapidly changing
markets.

The findings also suggest that
many existing networking

No
69.7%

communities may not fully meet
founders' needs. Business owners
often seek practical insights,
trusted relationships, and
meaningful discussions rather than
purely transactional networking
opportunities. As a result, there is
growing demand for carefully
curated peer communities that
foster trust, confidentiality, and
open exchange among leaders
facing similar business challenges.
Such environments can provide
valuable emotional support,
strategic perspectives, and
collaborative learning that
contribute to both founder
well-being and business resilience.

o0 9
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Do you have an active Business Coach or Mentor?

15.2% - YES

The audit found that 56 startup
founders operate without a
dedicated advisor or mentor,
highlighting a significant gap in
entrepreneurial support. Running a
business often requires navigating
complex decisions involving
finance, operations, talent, and
growth, yet many founders do so
with limited access to experienced
guidance. This lack of support can
increase uncertainty, slow
decision-making, and reduce
opportunities to learn from the
experience of others who have
faced similar challenges.

Several factors contribute to this
gap, including the cost of

84.8% -NO

professional advisory services and
the difficulty of identifying mentors
with relevant industry expertise. As
a result, many founders rely on
informal advice from personal
networks, which may not always
provide the specialized knowledge
needed to address business
challenges effectively. The findings
suggest an opportunity to expand
access to affordable mentorship,
advisory networks, and alternative
support models that connect
founders with experienced
practitioners while accommodating
the financial realities of early-stage
businesses.
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Implementation of
Structured Peer Advisory
Protocols

Establish formal, closed-door
executive peer advisory boards
composed of non-competing
proprietors. These structured
assemblies must assemble monthly to
discuss operational vulnerabilities
under strict non-disclosure terms. By
structuring formal protocols for
mutual consultation, executives
mitigate the psychological toll of
professional isolation.

This institutionalised mechanism
replaces informal social gatherings
with rigorous, peer-reviewed
executive problem-solving, thereby
validating strategic enterprise
decisions in a systematic manner.

Deploying Non-Linear
Financial Hedging and
Liquidity Reserves

Proprietors must immediately
construct structural cash buffers
equivalent to six months of operating
expenditure to combat systemic
liquidity shortfalls. Rather than
allocating capital exclusively to
aggressive expansion, firms must
prioritize fiscal consolidation. This
structured capital preservation
strategy mitigates vulnerability to
macroeconomic fluctuations. By
establishing autonomous treasury
reserves, enterprises maintain
operational continuity during periods
of severe customer transaction

stagnation without relying on external
debt financing instruments.

Institutionalising Segmented
Performance Attribution
Metrics

Executives should replace subjective
performance appraisals with strict,
objective operational metrics
mapped to individual output. This
statistical assessment structure
eliminates internal friction by defining
precise responsibilities for each staff
member. By institutionalising
quantifiable performance attribution,
firms enhance human capital
efficiency. This quantitative
management approach mitigates the
operational fatigue of founders who
otherwise consume critical energy
supervising routine activities instead
of directing high-level corporate
strategy.

Executing After-Hours
Executive Advisory
Engagements

Solid collaboration between
departments accelerates the
achievement of company goals.
Challenges include sectoral ego and a
lack of coordination. Leaders need to
organize cross-functional projects
and build team-based reward
systems. Project management tools
like Asana or Trello can also improve
synergy. Challenges include sectoral
ego and a lack of coordination.
Leaders need to organize

o0 9
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cross-functional projects and build
team-based reward systems. Project
management tools like Asana or
Trello can also improve synergy.

Constructing High-Stakes
Negotiation and Persuasion
Curricula

To address the primary capability
deficit identified by thirty-six
percent of surveyed owners,
enterprise leaders must undergo
rigorous instruction in advanced
persuasion methodologies.

This curriculum should focus on
cognitive decision architecture,
systematic objection resolution,
and strategic contract structuring.
Mastering these technical
communication procedures directly
assists in securing preferential
terms with suppliers, retaining
major institutional accounts, and
negotiating favorable debt terms
with banking institutions worldwide.

Transitioning to Quantitative
Cash Flow Forecasting
Systems

Firms must transition from
retrospective accounting methods
to forward-looking, weekly cash
flow projections spanning a rolling
thirteen-week window. This
technical modification enables
proprietors to detect impending
ligquidity deficits three months

before they occur. By implementing
systematic, data-driven
forecasting, management can
execute preventive adjustments,
such as deferring capital
expenditure or accelerating
accounts receivable collections,
thereby stabilizing the enterprise
treasury permanently.

Establishing Systematic
Executive Decompression
Protocols

To mitigate the fifty-seven percent
prevalence of high-functioning
anxiety, business owners must
implement structured cognitive
restoration protocols within their
weekly schedules. Executives
should establish rigid boundaries
separating operational activities
from personal recovery. This
structural intervention, supported
by psychological research,
prevents cognitive depletion and
maintains decision-making quality.
Treating personal recovery as an
essential corporate performance
metric reduces the likelihood of
catastrophic executive burnout
occurring.

Formulating Targeted
Thought Leadership and
Executive Influence

Proprietors must develop
structured thought leadership

o0 9
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frameworks to build institutional trust
and bypass traditional, high-cost
marketing channels. By systematically
distributing objective, industry-
specific analysis through professional
digital channels, executives establish
commercial authority. This calculated
prestige-building attracts premium
corporate clients and high-quality
talent, directly addressing the sales
stagnation and recruitment
challenges that currently constrain
the growth of Indonesian small-to-
medium enterprises in Jakarta.

Implementing Pragmatic
Decentralised Delegation
Hierarchies

Founders must systematically
deconstruct their current highly
centralized decision structures by
establishing clear delegation
hierarchies. By detailing specific
authority levels for operational
managers, proprietors reduce the
internal operational friction that
halts corporate scaling. This
systematic restructuring frees the
owner from routine supervisor
roles, permitting focus on long-
term corporate governance, major
commercial negotiations, and
high-level strategic financial
structuring of the enterprise.

Developing Objective Post-
Mortem and Fail-Forward
Metrics

Management must institute
regular, objective analytical
reviews of failed operational
initiatives and lost sales accounts.
Rather than assigning personal
blame, these post-mortem
assessments must identify systemic
failures in corporate processes. By
integrating systematic learning
procedures that document errors,
firms develop an adaptive
organizational culture. This
analytical methodology transforms
commercial losses into precise
operational improvements,
enhancing the long-term
competitive durability of the entire
enterprise.
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Indonesian Founders at a Breaking Point:
The Need for Persondalized Leadership Support

The analytical findings of this audit

demonstrate that Indonesian
small-to-medium enterprise
owners operate at the absolute
limits of their psychological and
operational endurance. The
defining revelation is the systemic
normalisation of intense anxiety,
severely exacerbated by
professional isolation and a
demanding macroeconomic
climate. These executives are
ensnared within a punitive
paradox: compelled to project
absolute confidence to external
stakeholders whilst privately
combatting diminishing consumer
demand and severe liquidity
constraints.

In conclusion, the existing
entrepreneurial support
infrastructure is fundamentally
misaligned with the acute realities
of modern leadership.

Traditional cohort-based programs
are demonstrably obsolete,
supplanted by an urgent demand
for bespoke, after-hours
mentorship that targets precise
operational friction. Unless
institutional actors and investors
deploy scientifically informed,
highly individualised interventions,
this vital economic sector will face
severe contraction. The future of
enterprise sustainability requires
support systems that are
relentlessly pragmatic, objective,
and surgically tailored to the
founder.
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