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Abstract 
Purpose - This research aims to analyze the factors that contribute to the success of PT AKBAR ANUGRAH JAYA scrap metal and steel business in Indonesia.
Design/Methodology/Approach - This research used a case study to examine PT AKBAR ANUGRAH JAYA. The method used is qualitative by collecting data through interviews, observations, and secondary data analysis.
Findings - This research found that the success of PT AKBAR ANUGRAH JAYA in Indonesia is influenced by several factors, such as: Extensive and strong business network. High product quality. Good customer service. Effective marketing strategy. Professional management.
Originality/Value - This research contributes to the knowledge of the factors that contribute to the success of scrap metal and steel businesses in Indonesia. The research also provides insights for other companies looking to enter or expand the scrap metal and steel business in Indonesia.
Keywords - Scrap metal, Steel, Business, Success, Indonesia


I.	Background of the Study
Scrap Metal (Iron and Steel) industry goes hand in hand with the Iron and Steel Industry (Suyanto A, Tirta A, Umardani Y, 2020). Scrap metal industry existed because there is a shortage of the materials throughout the world (Department of the Treasury Internal Revenue Service, 2021). According to Ministry of Public Works and Public Housing Ngawi (2022) Iron is a natural material that comes from the element Ferrum (Fe).  The report also suggested that Iron is created from naturally occurring iron ore that was subsequently processed. Furthermore, from the same report, If Iron is mixed with other elements such as carbon, manganese, phosphorus, sulfur, silicon, and aluminum it can form Steel. The iron and steel industry are frequently referred to as the “Mother of industry” (Laporan analisis intelijen bisnis, 2022). In addition, the Iron and Steel sector contributes significantly to infrastructure development industry of the country (Meidiana N D, 2022). The same study also referred Iron and Steel Industry goods serve as feedstock for others, including heavy machinery, construction materials, and railway coaches. Figure 1. presents data on Iron and Steel demand in 2019 - 2023.
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Figure 1. Projected Iron and Steel demand worldwide from 2019 – 2021, with forecasts for 2022 and 2023
Source: (Statista (2023)

Based on figure 1.1 in 2022 – 2023 World demand for Iron and Steel is estimated to grow 2% (Statista,2023). The same report indicated that In March 2021 a company in China called China Baowu Steel  Group Corp becomes the world's largest Iron and Steel manufacturer with the revenue of USD 98 Billion. The report also suggested that China is the world's largest consumer of Iron and Steel.
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Figure 2 Production Iron and Steel in the world (2019 – 2022)
Source: World Steel Association (Rizaty A, 2023)

As shown in Figure 2 on global Iron and Steel production from 2019 to 2022, the Iron and Steel sector has experienced an average increase of 0.11% per year since 2019 (Rizaty A, 2023). Furthermore, the production of Steel is influenced by the reserve of Iron Ore (Jannah M, 2022). Figure 3 shows the world's Iron Ore reserves in 2022.

 [image: ]

Figure 3 Iron Ore reserves in the world (2022)
Source: United States Geological Survey (USGS) (Wibowo H, 2023)

Based on United States Geological Survey (2022), Australia has the highest percentage of iron ore reserves in 2022 with 27.8% at 50 Billion Tons, followed by Brazil with 18.9% at 34 Billion Tons, and Russia with 13.9% at 25 Billion Tons. Meanwhile, countries such as China, Canada, Ukraine, and Indonesia have Iron Ore reserved,11.1%, 3.3% and 3.6%, and 1.7% respectively (Wibowo, 2023). Furthermore, Figure 4 depicts the total of all Iron Ore reserves produced.
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Figure 4 Iron Ore production in the world (2022)
Source: United States Geological Survey (USGS) (Sadya S, 2022)

Figure 4, taken from the website United States Geological Survey (USGS) (2022) indicates that Australia in 2022 has the largest Iron Ore reserves in the world. It is not surprising that in the same year it also became the largest producer of Iron Ore in the world with 880 Million Tons. The same figure also showed Brazil and China rank second and third with a production of 410 M Tons and 380 M Tons respectively.
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Figure 5 Demand Iron and Steel in Asia 2023
Source: Statista (2024)

Figure 5 showed that in 2023, Asia and Oceania are expected to become the leading consumers of produced Iron and Steel products with 1.3 Billion Tons. China Consume 85% of the total Iron and Steel in Asia with 1.2 Billion Metric Tons (Zhang & Ju, 2024).  Previously in 2021, China has become the largest producer of Steel with is 1.06 Billion Tons (Mahdi, 2021). Most of Iron and Steel in China are, use in the automotive industry, sanitary industry, equipment industry, and machinery industry. (Global Steel Trade, 2020). Figure 6 present production Iron and Steel in Asia 2020.
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Figure 6 The top 10 of Iron and Steel producing country in Asia (2020)
Source: World Steel Association (Mahdi, 2021).

Based on Figure 6 from to World Steel Association the top 10 Asian Iron and Steel manufacturing countries  produced  1.3 Billion  Tons  or 73.92%. Steel  is primarily used in the construction and automotive industries in Indonesia (Cama Steel, 2019). Furthermore, same source indicates 78% of Steel purchases are used in construction and 8% are used in the automotive industry.
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Figure 7 Capacity Iron and Steel making in Asean and Asia
Source: Nakamizu M taken and processed from OECD (Organisation for Economic Co-operation and Development)

Furthermore, Figure 7 showed the comparison of production capacity between ASEAN and the rest of Asia. Based on the same figure Capacity Iron and Steel production in Asia in 2019 is 1616.5 Million Metric Tons. The production capacity increased to 1656.6 Million Metric Tons in 2023. The same figure also indicates that capacity production in ASEAN countries increased by an average of 2.22% per year from 2022 to 2023 (Nakamizu M, 2023). Based on figure 1.8 describes crude steel production capacity by the ASEAN countries. 

[image: ]
Figure 8 ASEAN 6 countries (Vietnam, Indonesia, Malaysia, Thailand, Philippines, Singapore) production capacity Crude Steel (2019 - 2022) (Million Ton)
Source: Nakamizu M taken and processed from OECD (Organisation for Economic Co-operation and Development)

Based on figure 8 the Six ASEAN countries have a total crude steel production capacity of 304.6 million tons (2019 – 2022) (Nakamizu M, 2023). The same study also showed that Vietnam and Indonesia rank first and second in term of Steel production between 2019 to 2022 with an average production of 26.2 Million Tons and 20.1 Million Tons respectively. Figure 1.9 Present demand Iron and Steel in Indonesia.
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Figure 9 Demand Iron and Steel in Indonesia (Million Ton) 2019 – 2023
Source: Rini S take and processed website IISIA (The Indonesian Iron and Steel Industry Association)

Based on table 9 Iron and Steel demand in Indonesia between 2019 – 2023 shows a growth rate of up to 7% per year or average 17.89 Million Tons per year (Rini S, 2019). Furthermore, the same research suggests that the demand for Iron and Steel is higher than production. As a result, there is a deficiency between demand and supply in the country. As many in other industries, when the demand is higher than the supply then the price will be controlled by the supplier. Figure 10 present production Iron and Steel in Indonesia.
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Figure 10 Iron and Steel Production in Indonesia 2019 – 2023
Source: Mustajab R take and processed website IISIA (The Indonesian Iron and Steel Industry
Association)

Based on figure 9 The Indonesian Iron and Steel Industry Association (IISIA) predicts that steel production in Indonesia would total 15.2 million tons by 2023. It is an increase of 5.56% from the previous year (Mustajab R, 2023). Based on Pusat Baja Surabaya (PBS) (2023), the 75% of the Iron and Steel production in Indonesia are controlled by Ten Companies. Those Ten Companies can be found in table 1.
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Table 1.1 Ten Largest Iron and Steel Companies in Indonesia
source: PUSAT BAJA SURABAYA (PBS)

As mentioned above, when the supplier controls the price, it will result in higher price equilibrium. The Iron and Stell industry are no different from any other industry. The bargaining power lies with the company that controls the supply in which the supplier reaps higher profit due to the shortage of iron. This is where the scrap metal industry filled the shortage of Iron and Steel materials. One of the companies that is involved in the scrap metal industry is PT Akbar Anugrah Jaya which based in West Cikarang, Bekasi, West Java. The company is in MM2100 Industrial Estate. The company location is strategic due to its surrounding companies that require Scrap metal raw materials. 

II.	Scrap Metal Industry

The recycling of Scrap Metals has been a common practice for centuries. It involved the melting down and reuse of metals (Department of the Treasury Internal Revenue Service, 2021). Furthermore, from the same source, the Scrap Metals business is prevalent in industrial areas. Recycling not only generates business but also conserves resources and helps to reduce the amount of waste in landfills (Department of the Treasury Internal Revenue Service, 2021). Scrap metal Industry can be divided into ferrous and nonferrous types (Department of the Treasury Internal Revenue Service, 2021). From The same source, Ferrous scrap refers to scrap iron and steel. It includes scrap from old automobiles, farm equipment, household appliances, steel beams, railroad tracks, ships, and food packaging and other containers. The scrap metal industry in Indonesia, as well as in the rest of the world, has its roots, particularly the automotive and metal industries (Sulaeman & Kusnanto, 2020). Furthermore, from the same source Scrap metal entrepreneurs in Indonesia usually start by selling scrap metal as a liaison or supplier. After gaining experience and building a network of contacts, they tend to be more interested in expanding their business (Sulaeman Eman, 2020).

III.	Profile Pt Akbar Anugrah Jaya (AAJ)

PT AKBAR ANUGRAH JAYA (AAJ) is a company founded by H. Masan in 2002 which operates in the field of Scrap metal industrial waste with more than 20 years of experience. The company focus on buying and selling scrap Iron and Steel., AAJ acts as a collector (supplier) of iron and steel obtained from the automotive and building construction industries from several companies in the Bekasi, Cikarang and Karawang area. Most of the Iron and Steel that PT Akbar collected comes from companies such as are Pt Nusa Toyotetsu (NTC) in the automotive sector, and Pt Robertson Fastbuild Indonesia in the steel building construction sector and other small companies. After the Iron and Steel is collected, it is then cut, and sorted based on the dimension and weight., After sorting, the scrap metals then transported to the processing company or smelter (recycler). Iron and Steel are usually transported by trucks in the amount of 8-20 Tons per trip per week. Once the recyling Iron and Steel are sorted it is then transported to Pt Hua Xing Industry which is located in Cileungsi, Bogor, West Java to be smelted. Figure 1.11 Present AAJ Old Iron and Steel Collection Chart per year.
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Figure 11 AAJ Old Iron and Steel Collection Chart per year 2019 – 2022
Source: AAJ

Based on Figure 11 shows the collection data of Iron, Scrap Metal, and Steel by PT AKBAR ANUGRAH JAYA (AAJ). The collection of scrap metal from PT Akbar showed increase year by year since 2019 with the exception in 2020 when the Covid Pandemic occurred. PT Akbar is not alone in collection of scrap Iron and Stell in the Cikarang Area, there are also many companies that compete in Scrap metal and the Iron and Steel trading industry. One of the biggest collectors of Iron and Steel companies in the Cikarang area is Pt Putra Selang Jaya. 
AAJ is a corporation in the Scrap Metal Iron and Steel Industry that gathers and selling used commodities with selling value, including Scrap Iron and Steel, Aluminium, Iron ore, Copper, and other materials.  The firm has been in operation for more than two decades, starting in 2002. The majority of the scrap metals AAJ acquired is from our sellers in the Automotive and Industrial Construction sectors. The supplier is Pt Nusa Toyotetsu is an automobile company and PT Robertson Fastbuild Indonesia, a construction company. There are other supplier such as PT Mitsubishi Logistics Indonesia, PT Emina Cheese Indonesia, PT Topla Abadi Jaya, PT Oriental Asahi Jp Cartoon Box, PT Green Electronics Indonesia, PT Teco Elektro Indonesia, PT Nippn Products Indonesia, PT Nok Indonesia, and PT Astra Components Indonesia are included. The Company then sold its scrap metals such as Pt Hua Xing Industry and Pt Bki, among others. In addition, the products are also distributed to other Scrap Iron and Steel competitors, individual businesses, or comparable enterprises like Pt Putra Selang Jaya (PSJ).



IV.	Problem statement
[image: ]
Figure 12 Production and Demand Iron and Steel Indonesia (2019 - 2022)
Source: Rini S & Mustajab R take and processed website IISIA (The Indonesian Iron and Steel Industry Association)

According to Rini S (2019), the demand for Iron and Steel in Indonesia is expected to grow at a rate of up to 7% per year, averaging 17.89 Million Tons per year between 2019 and 2023, as shown in figure 12. However, the same research also indicates that the demand for Iron and Steel is higher than the supply. As a result, there is a supply deficit in the country. As is the case in other industries, when demand exceeds supply, suppliers have control over prices (Mustajab R, 2023). In 2021, the Indonesian government made the decision to allow the import of steel in order to address the supply and demand imbalance (The Indonesian Iron and Steel Industry, 2022).  This resulted in approximately 50% of the supply, or 6.6 million tons, was imported, causing imbalances also to raw materials within the country IISIA (The Indonesian Iron and Steel Industry Association). However, importers have faced challenges with exchange rates and quotas, which can sometimes lead to improper license identification (Pambagio A, 2019). To protect imported Steel, the import is regulated and monitored by government the Importer Identification Number for Producers (API-P) (Pambagio A, 2019 It has been noted that there have been cases where importers have used the license (API-P) to sell finished goods instead of raw materials, which may not be in line with the policy's objectives (Pambagio A, 2019). As a result many policies and regulations inadvertently impede the growth of the national steel industry. (Pambagio A, 2019) Furthermore, from the same source high production costs, resulting from expensive raw materials, energy, idle capacity, and inefficient technology, lead to the price fluctuation for domestic iron and steel. If the price of imported iron and steel is too expensive, most companies turn to recycling Iron and Steel using Scrap Metal (Fauzan, 2022). Therefore, from the case that exists AAJ is running the business of Scrap Metal Industry that sells Scrap Iron and Steel to the melting iron and steel companies, for example Pt Hua Xing Industri and Pt BKI. Besides, the sale and sale of the scrap metal iron and Steel is helping to keep the environment from the garbage of companies that produce the Iron and Iron waste, for example Pt Nusa Toyotetsu (Automotive) and Pt Robertson Fastbuild Indonesia (Construction) who became the salesman of scrap Metal Iron and Steel to AAJ.  In AAJ sales continue to increase from year to year, therefore this study aims to determine the success factors of AAJ in the Scrap iron and steel industry.

V.	Research Design

The two primary techniques used in research: are quantitative methods and qualitative methods (Lee & Litchman, 2023). Quantitative research is an empirical study that uses numerical data to analyze relationships between variables (Creswell J W, 2020).  Another study suggested that quantitative research uses data collected through surveys, experiments, and questionnaires, and then analyzed using statistical methods to support hypotheses and determine conclusions (Sekaran U & Bougie R, 2021). Furthermore, according to other journal quantitative research involves the collection of numerical data and statistical analysis to test hypotheses and simplify findings (Bryman A & Bell E, 2023).

In contrast, qualitative research focuses on feelings, ideas, or experiences, aiming to find testable hypotheses through narrative data collection (Ugwu & Val, 2023). In-addition, qualitative research uses interviews, observations, and documentation to understand social experiences in depth (Nugraha, 2023; Nanda, 2023). Furthermore, the main characteristics of qualitative research include a focus on subjects, non-numeric data, inductive analysis, contextual research, flexibility, participant voices and perspectives, and the ability to develop theory (Creswell, 2020; Meriam, 2020).

This study uses Qualitative method, as it allows further in-depth understanding of the industry and be able to solve complex problem that may not be easily quantifiable. These points also been confirmed by Saldanha D, (2021) In-addition Qualitative methods are used because they allow researchers to understand the meaning and subjective experiences of individuals. Furthermore, with the help of Porter Five Forces. PESTLE Model and SWOT analysis it helped the researcher in analyzing the competitive landscape of industry. PESTLE Model helped in analysing the external and internal factors that influence industry, while SWOT analysis will paint comprehensive picture of the organization's condition, including internal and external factors, as well as positive and negative elements (Johnson & Scholes K, 2015; Fred R D, 2011). All the above tools will help in understanding market complexities, industry dynamics, enrich theoretical understanding and develop contextual solutions.




VI.	Data Collection Techniques

Data collection is the process of collecting and measuring data from various sources to answer research questions, test hypotheses, or make decisions (Creswell J, 2018). Data collection is important to obtain accurate and reliable information about a problem to be studied (Bryman, 2022).
 In addition, the purpose of Data Collection is to gain better knowledge and understanding of a problem to be researched (Saunders M, Lewis P, & Thornhill A, 2021). For Data collection Creswell J W and Poth C, (2021) suggest using reading materials, interviews, observations, and documentation. Furthermore, the same study says this data collection will be valuable in insight and correlation to understanding for solution. To validate the data collected the study also use Triangulation method created by Norman Denzin.  Social scientist Norman Denzin first suggested triangulation as a study methodological strategy in the 1970s. The idea was first presented by Denzin in his 1970 book "The Research Act: A Theoretical Introduction to Sociological Methods,". Denzin covered the significance of utilizing a variety of techniques, sources of information, and viewpoints in this groundbreaking work to improve the validity and reliability of qualitative research findings. Triangulation involves three main types: Data triangulation, Investigator triangulation, and Theory triangulation. When collecting data from various sources or employing various techniques to investigate a single event, this is known as data triangulation. While Investigator triangulation refers to involving multiple researchers or investigators in the study to compare and contrast their perspectives and interpretations. In Contrast Theory triangulation involves using multiple theoretical perspectives or frameworks to analyze the data. Figure 3.1 show data triangulation recreated by Ihsan Rahmat in "The Use of Triangulation Method in Qualitative Research: A Literature Review" (2014), there is interview, observation, and documentation.

[image: ]

Figure 13 Triangulation
Source: Triangulation by Ihsan Rahmat



VII.	Interview

The interview method is a type of verbal communication or question and answer (Q&A) in the form of a conversation that seeks information from the interviewee (Flick, 2022). Additionally, from the same source, these interviews can be conducted individually or in groups, and can be structured, semi- structured, or unstructured. Interviews have several important benefits in qualitative research (Merriam, 2020). Firstly, the interview allows researchers to obtain rich and contextualized data by digging deeper into the experiences and perspectives of the interviewees (Merriam, 2020). Secondly, interviews can help verify and triangulate data obtained from other sources, thereby increasing the research's credibility (Denzin & Lincoln, 2021). Thirdly, interviews allow researchers to understand how interviewees interpret and give meaning to the phenomena being studied, providing deeper insights into social reality (Stake, 2023).

This study involved interviews with president commissioner of AAJ and Pt Putra Selang Jaya (PSJ). In the area Bekasi PSJ controlled approximately 40% buying and selling Scrap Iron and Steel. The parties responsible for the information provided were president commissioner representing AAJ and PSJ. The president commissioner interviewed represented the owner due to the owner limitations in explaining using academic language. The interviews were conducted using a three-step approach that followed the researcher frameworks, including Porter Five Forces analysis, PESTLE model, and SWOT analysis. The purpose of the discussion was to uncover the root of the problem more openly and valuable perspective of the participants regarding the outlook of industry. The discussion was then analyzed to determine the cause of the problem and provide a solution.

VIII.	Observation

Observation is a research method that involves systematically observing and recording phenomena to understand situations or behaviors (Punch, 2020). Observation is a valuable tool in qualitative research as it allows researchers to gather direct and in-depth data about the context and social interactions that occur in the field (Creswell, 2018). Observation helps in studying complex phenomena and increases data validity by allowing researchers to verify and understand the information from other sources (Creswell, 2018). Observation is used to analyze Porter Five Forces  (Interaction  with  suppliers, interaction with customers, product quality or substitute products, and relationships between companies, particularly competitiveness of the industry). This observation is to help AAJ analyses its competitiveness and develop successful strategy.

IX.	Documentation

Documents offer background information, help researchers understand the present in relation to the past, and can supplement information gathered through other methods (Creswell J, 2020) Furthermore, documentation is the systematic recording and preservation of information about past events, activities or decisions (Yin, 2018). The same journal suggest that documentation served several purposes in research, including in providing historical context, triangulating data, and aiding analysis. Furthermore, different research methodologies employ various documentation strategies, such as keeping research notes, collecting historical documents, and analysing visual data (Flick, 2022). Additionally, from the same journal these strategies help researchers benefit the present in relation to the past, increase research validity, and enrich the research process.In this case the AAJ documents were obtained from internal company documents such as sales data, and photos of activities at AAJ. Sales data shows that the company's sales are increasing and able to survive because the company are able to manage cost, adjust according to the Scrap Iron and Steel market, and maintain good relationships with suppliers and buyers. AAJ activity photos show that the business is running according to plan as the premises, products, company inventory, technology tools, and work safety are running well. Photos of the company's activities can be found in External Analysis and Internal Analysis sections.

X.	External Analysis

Conducting an external study provides firms with a strategic plan to handle the dynamic and always evolving industry environment (Harvad Business School, 2024). In-addition, External analysis is the process of gathering and analysing information about factors outside the organization that may affect its performance (Johnson G, Whittington R, Scholes K, & Angwin D, 2023). External analysis is essential for organizations to understand the business environment, identify new markets, manage risk, and improve company performance (Mintzberg H, Ahlstrand B & Lampel J, 2020). Furthermore, there are various tools and techniques that can be used to perform external analysis, such as, PESTLE analysis, and Porter Five Forces analysis (Arthur A, Thompson Jr A J, Strickland III, & John E G,
2023).

XI.	Porter Five Forces Analysis
According to the Harvard Business School website The Five Forces Model, developed by Michael Porter, is a framework for understanding competitive forces and the distribution of economic value in an industry. Figure 2.2 shows Power Five forces frameworks.
Porter Five Forces model can be used to analyze industry conditions as follows:
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Figure 14 Framework Porter Five Forces: AAJ in industry Scrap Iron and Steel
Source: Porter, 1985, p. 22

Based on figure 14 porter five forces includes Threat of New Entrants, Threat of Substitutes, Bargaining Power of Supplier, and Bargaining Power of Buyers, Rivalry Among of Competitors. Porter, M.E (1979) Porter Five Forces analysis is crucial for understanding the dynamics of the Scrap Metal industry. The analysis using Porter Five Forces will reveal the market structure, pricing, distribution, consumer preferences, and strategic decision-making of the industry.  

XII.	Threat of New Entry (High)
Threat of New Entry is the power possessed by new entrants to enter the market and take market share from existing companies (Porter M E, 2008). The purpose to analyze the Threat of New Entry is to help firms understand the level of competition in the market and develop appropriate strategies to compete with new entrants (Porter M E, 1980). The benefit of Threat of New Entry is that it can encourage companies to innovate, improve efficiency, raise the quality of their products or services, while lowering production costs (Dess G G, Lumpkin G T, & Eisner A B, 2021) The first step is to get information about how new entrants enter the Iron and Steel buying and selling business such as AAJ. This data collection contains new entrants including high costs, regulatory requirements, company loyalty, and limited access to distribution channels. The benefit of the Threat of New Entry question is to help AAJ improve performance and achieve competitive advantage.

Based on the interviewed between AAJ and PSJ results regarding the Threat of New Entrants in the Scrap Iron and Steel industry is HIGH. This indicates that anyone who wishes to start this business can do so. There are no strict regulations regarding this business. From the observation in the fields anyone can become a trader in scrap metals. However, the main problem is that in order to achieve a larger profit, a larger capital investment is required. 

XIII.	Threat of New Substitute (Low)
Threat of New Substitute is a threat faced by an industry from the emergence of new products or services that can replace existing products or services (Porter M E, 1980; Barney, 1991). Threat of New Substitute is important because it can cause a decrease in demand and prices for existing products or services, thereby reducing industry profitability (Porter M E, 1980). In addition, the purpose of analyse the Threat of New Substitute is to help companies understand and identify the threats faced from new products or services, and to develop strategies to overcome them (Barney, 1991). Furthermore, Benefit Analyze new substitutes to identify potential customers and products that can be used by the company in the future, thus enabling the development of effective strategies (Porter M E, 2020). The benefit of the Threat of New Substitute question is that it helps AAJ to increase their competitiveness and to maintain their competitive advantage in the market.

Based on the interviewed between AAJ and PSJ results regarding the Threat of New Substitute. the threat of new substitutes for Iron and Steel Scrap is very low. Given that iron and steel is a key raw material for the automotive and building manufacturing industries. From observation there are few other materials that can substitute Iron such as Aluminum, glass or Carbon fiber (Kurniawan R, & Susetyo, 2023). However, due to the strength and economic benefits, iron metal is best suited to for Automotive and Construction (Bard, 2024).

XIV.	Bargaining Power of Supplier (Low)
Bargaining of supplier is one of the forces in Porter Five Forces that refers to the ability of suppliers to reduce prices, reduce product quality, or limit the number of products they sell to buyers (Porter M E, 1980; Chen Y, 2020). Bargaining of suppliers is important because it can affect a company profitability (Chen Y, 2020). Furthermore, from the same journal suppliers with high bargaining power can push down prices, which can lower a company profit margin. Bargaining objectives of suppliers is to gain maximum benefit from their relationship with buyers (Porter, 1980). In addition, from the same journal Suppliers with high bargaining power can demand higher prices, better product quality, and more favourable payment terms. In-addition, the benefit of Bargaining of Suppliers is to get the best price from suppliers and increase the value the company gets from purchasing (Kaynak E & Hartley J, 2020). Questions on bargaining of suppliers would be useful for AAJ to know its strengths in negotiating with suppliers. This is aimed at improving the company profitability.

Based on the interviewed between AAJ and PSJ results supplier bargaining power is LOW. The suppliers in relation to AAJ and PSJ is determined by the latter two parties through the presentation of the market price to their suppliers. Suppliers also require AAJ and PSJ as a dumping ground for scrap iron and steel, which they follow the price bargaining power of AAJ and PSJ. In addition, suppliers also have a limited quantity, which means that the scrap iron and steel produced is waste from their production. From observations in the fields, people sell their scrap iron from various parts appliances or pipes. The amount is negligible, and it will require the seller to have a large scrap metal in order to significantly dictate the selling price.

XV.	Bargaining Power of Buyers (High)
Bargaining power of buyers refers to the ability of buyers to reduce prices, improve product quality, or get better services from sellers (Porter M E, 1980; Chen Y, 2020). Bargaining of Buyers is important because it can help buyers to get better products or services at a lower price 
(Porter M E, 1980). In addition, the purpose of Bargaining of Buyers is to get the maximum profit from the purchase transaction (Chen Y, 2020). Furthermore, bargaining power of Buyers benefits buyers as it allows them to get lower prices, higher quality products, and better services 
(Porter M E, 2020). The benefit of Bargaining Power of Buyers question is to find out how strong AAJ buyers are. If they have no alternatives, the company will get high profits, otherwise 
if they have many alternatives, the company's revenue will be low. This phase aims to determine 
the extent to which buyers influence AAJ in purchasing goods.

Based on the interviewed between AAJ and PSJ results regarding the bargaining power of buyers, In the context of price negotiations, it is evident that the role of the buyer is of significant consequence, as they are the primary determinant of the terms of the agreement. In addition, the reason buyers have more negotiating power is because they require large quantities, meaning that if AAJ cannot meet the quantities or do not meet the rating they also buy from other players or other companies.  Companies sell scrap iron and steel to smelters, who then reprocess the raw materials into new products. From observation, and experience, the seller can dictate the price. The price of the scrap metals always related to the world price of iron ore. Furthermore, since the buyer needs a large amount of iron ore it can dictate the price.

XVI.	Rivalry Among Existing Competitors (High)
Rivalry Among Existing Competitors is competition between existing companies in the same industry to gain market share and profits (Porter, M E, 2020). This competition can take many forms, such as price wars, product innovation, and marketing campaigns (Barney J B, & Hesterly W S, 2015). Rivalry Among Existing Competitors is important because it encourages companies to innovate and improve efficiency (Porter, M E, 2020). In Addition, from the same journal objective of Rivalry Among Existing Competitors is to gain a competitive advantage and increase profitability. Furthermore, Benefit Rivalry among existing competitors encourages innovation, increases efficiency, and produces better products and services for consumers (Porter M E, 2019). The benefits from the questions of Rivalry Among competitors for AAJ are to assess market attractiveness, predict industry trends, identify industries to participate in, and position themselves for success. This phase aims to identify AAJ competitors in the Iron and Steel Industry. It considers the number of competitors, their market share, differentiating products and AAJ ability to respond to change.

Based on the interviewed between AAJ and PSJ results interviews regarding the Rivalry Among Existing Competitors. Rivalry Among Competitors in the Scrap Iron and Steel Industry that is lived by AAJ and PSJ is in a very HIGH position, the market dominated by a company that has been decades starting this business AAJ 30% PSJ 40% and the remaining 30% is filled with smaller players. The high cost is also one of the factors of competition among competitors, the difference in quality and quantity also shows the strength of each large company that dominates this market. From observations, PSJ is AAJ main competitors locally due to its market share in the area.

XVII.	Internal Analysis
Internal Analysis is the process of evaluating the strengths, weaknesses, opportunities, and threats (SWOT) of an organization to understand its position in the market and identify areas for improvement (Barney & Hesterly, 2020). Internal Analysis is an in-depth examination of an organization's internal resources, processes, and capabilities to identify areas that can be optimized to achieve its strategic goals (Dess & Lumpkin, 2021). Internal Analysis is important because it helps an organization to understand its strengths and weaknesses, so that it can develop more effective strategies to achieve its goals (Amit & Schoemaker, 2019).   In addition, the purpose of Internal Analysis is to gain a clear understanding of the internal situation of the organization, so that it can make more informed decisions about its future (Grant R M, 2020). Furthermore, the benefit of Internal Analysis is that it helps organizations to improve their efficiency, effectiveness, and competitiveness (Hitt M A, Ireland R D, & Hoskisson R E, 2021). 
In this study, for internal analysis Segmentation, Targeting, Positioning (STP), Marketing Mix 7P Analysis Resource-Based View Analysis, Business Model Canvas, SWOT, and SOAR is used to analyze the Scrap Iron and Steel Industry.
 
XVIII.	Segmentation, Targeting, Positioning
STP (Segmentation, Targeting, and Positioning) is a marketing framework used to divide a market into smaller segments, select the most profitable segments, and position products or services in the minds of consumers (Kotler P, & Keller K L, 2020). STP is important because it helps companies to focus on the most profitable market segments and develop more effective marketing strategies (Smith A, 2021). In addition, the purpose of STP is to improve the effectiveness and efficiency of a company marketing strategy (McDonald M, & Dunbar I, 2019). Furthermore, the benefits of STP are that it helps companies to increase market share, increase sales, and increase profitability. (Chaffey D, & Smith P R, 2020). The following is a comprehensive analysis of each stage. Special emphasis is placed on contemporary references within the AAJ Scrap Iron and Steel industry:

Segmentation is the process of dividing a market into homogeneous groups of consumers based on certain characteristics, such as demographics, psychographics, and behavior (Kotler P, & Keller K L, 2020). The purpose is to make it easier for companies to understand the needs and desires of different consumers, so that they can develop more effective products and marketing strategies (Armstrong G, Kotler P, & Opresnik M, 2018). In addition, Segmentation is important for companies because it helps them focus their resources on the right target market, thereby increasing efficiency and effectiveness (Kotler P, & Keller K L, 2020). Furthermore, from the same journal benefit segmentation it helps companies develop products and services that better suit consumer needs, thereby increasing market share, sales, and profits.

The Scrap Iron and Steel market are divided into several segments:
● Consumers: Smelting industries that use Iron and Steel as raw materials to make new Iron and Steel.
● Traders: Purchases Scrap Iron and Steel from the automotive and construction industries, or from entrepreneurs in the same business.
● Collectors: Scrap Iron and Steel are collected from various sources, including automotive and construction companies, obsolete buildings, and used vehicles. The benefit of segmentation for AAJ is that it can determine the customers, traders, and collectors of Scrap Iron and Steel.

Targeting is the process of selecting one or more market segments that will be the focus of the company's marketing (Kotler P, & Keller K L, 2020). The purpose is to focus the company's resources on the most potential consumer groups, thereby increasing marketing and sales effectiveness (Armstrong G, Kotler P, & Opresnik M, 2018). Targeting is important because it helps companies to focus resources on the right target market, improve the effectiveness of marketing strategies, and increase profits (Kotler P, & Keller K L, 2020). In addition, from the same journal the benefits of Targeting for companies include helping companies to understand consumer needs and wants better, developing products and services that are more in line with consumer needs. The benefits of targeting for AAJ Industries can target the smelting industry by offering high quality Iron and Steel Scrap at competitive prices. AAJ can target construction and automotive companies as suppliers.

Positioning is the process of designing a product or service to occupy a unique and valuable place in the minds of consumers (Kotler P, & Keller K L, 2020). The purpose is to differentiate the product or service from competitors and make it more attractive to the target market (Armstrong G, Kotler P, & Opresnik M, 2018). Positioning is important because it helps companies to differentiate the product or service from competitors and make the product or service more attractive to the target market (Kotler P, & Keller K L, 2020). The Positioning benefits for companies include helps companies to understand consumer needs and wants better (Armstrong G, Kotler P, & Opresnik M, 2018).  In addition, from the same journal it helps companies to develop products and services that are more in line win consumer needs.

Positioning benefits for AAJ helps to understand the needs and desires of the Iron and Steel smelting company customers.

Position AAJ is now a significant enterprise that dominates the market for the purchase and sale of scrap iron and steel due to its extensive supplier network at 30% in the MM2100 Industrial area (West Cikarang). However, AAJ position remains below that of PSJ 40% in the MM2100 Industrial area (West Cikarang) and the remaining 30% is filled with smaller players. To enhance its market position, it is mperative to expand into other sectors to increase the number of suppliers and exert greater control over the market.

XIX.	Marketing Mix 7P
The 7P Marketing Mix is a framework that companies use to develop comprehensive and effective marketing strategies (Kotler P, & Keller K L, 2020). The 7P Marketing Mix is important because it helps companies to develop an integrated and coherent marketing strategy (Armstrong G, Kotler P, & Opresnik M, 2018). In addition, from the same journal it focuses resources on the most important elements. The goal of the 7P Marketing Mix is to increase market share, increase sales, and increase profits (Kotler P, & Keller K L, 2020). The framework includes elements such as product, price, place, promotion, people, process, and physical evidence (Armstrong G, Kotler P, & Opresnik M, 2018).

Products are defined as goods or services offered to consumers (Agbemafo & Folorunso, 2021). Products have an important function in the process of understanding consumer needs and wants (Ahmed & Hussain, 2022). In addition, product introduction is an effective way to Improve the efficiency and effectiveness of business operations, and customer satisfaction (Kumar & Verma, 2023). AAJ offers a variety of services for collecting and processing scrap materials, with a strong emphasis on quality control and consistent grading. In addition, PT AAJ provides value-added processing options, such as disassembling outdated equipment or shredding materials to meet specific size requirements.

The products offered by the AAJ Company encompass a diverse range of materials, including various types of used iron and steel, waste from the automotive industry, used machinery, used drums, iron from old buildings, and a multitude of other metals. From Observation scrap iron ore can comes in many sizes. However, AAJ needs to sort based on the requirement of the buyers. 

Price is how much money consumers pay for the product (Kalyanaram G, Willett G, & Zhang J, 2021). Price is important determine competitive and profitable prices. (Van H, Peter C, & Wiesel T, 2022). In addition, price increases sales and profits (Wang Y, Chan K H, Xiao J, 2023).
AAJ establishes competitive pricing models by considering the type of scrap, quantity, and market volume. Open and honest communication is essential for establishing confidence in the scrap iron and steel market by providing clear pricing, loyalty programs with supplier and buyer. In addition, appropriate price negotiations can incentivize customers to make repeat purchases.

	Jenis Besi dan Baja Bekas
	Keterangan
	Harga per Kilogram (Rp)

	Kelas A
	Masih bagus dan tidak berkarat
	Rp6.000 - Rp6.600

	Kelas B
	Sudah sedikit berkarat
	Rp5.800 - Rp6.000

	Kelas C
	Sudah sangat berkarat
	Rp5.300 - Rp5.800



Table 2 Table Price Scrap Iron and Steel
Source: Discussion with President Commissioner of AAJ

Table 2 is a sample of the price of Iron and Steel in April 2024; prices are subject to change/fluctuate due to demand and supply. In addition, based on the observation, the price of Scrap Iron and Steel is also based on the location of the seller.

Place is where the product is available for purchase (Marpaung N D, 2019). Place is important for choosing the right distribution channel to reach consumers (Dyah A U, 2022) In addition, place is useful for way to Improve the efficiency and effectiveness of business operations and increase to brand awareness (Rini E P, 2021) AAJ has a strategically located shelter for Iron and Steel Scrap with clear signage and fast access. Additionally, mobile services are available for individual customers interested in purchasing Iron and Steel Scrap metals.

From observation, the location of the warehouse could also determine the profitability of the company. AAJs warehouse is strategically located near suppliers and buyers, located in the MM2100 area of West Cikarang, Bekasi, West Java, Indonesia. This location also supports AAJ in acquiring more Scrap Iron and Steel.

Promotion is an activity carried out to communicate products to consumers (Suki N, Ramayanti W I, & Herawati D, 2021). Promotion is important to develop an effective promotional strategy to communicate products to consumers (Permana & Putri, 2021). In addition, the benefits of promotion are to increase brand awareness (Septiani & Anggraini, 2022). AAJ utilizes various channels to effectively engage the targeted demographics, including Smelting Company, social media, and individual buyers.

Shipping to smelting companies which means selling Scrap Iron and Steel to smelting companies that recycle scrap into new iron and steel products. The process delivering to the smelting companies usually takes. However, the shipment to smelting companies is depending on the highest offer for the Scrap Metals. Based on the observation there is little significant effect on the promotion. AAJ still searching for supplier that can meet the quantity demanded by the buyer.

People are the employees involved in the sales and customer service process (Trisnoadi & Yulianti, 2022) People are important for building a reliable sales and customer service team (E. Septiani & Indriastuti, 2021) In addition, people are useful for building solid internal company relationships (Sari & Hastuti, 2021).

AAJ allocates resources to acquire training and knowledge to improve waste management efficiency, ensure accurate classification and implement safety procedures. In addition, they also aim to develop a customer-centric culture that prioritizes exceptional service and effective communication. From the observation skill of workers is important during the sorting and cutting process.

Process is the way the product is manufactured, distributed, and sold (Wulandari A D, Sasongko W, & Andriani T, 2021). Process is important for developing products and services that suit the target market (Wirajaya F, Indriawati R, & Yuniarti S, 2022). In addition, process is useful for increasing market share, and customer satisfaction (Yuniarti R et al., 2021)

AAJ has implemented improved waste collection, cutting, and processing protocols to reduce costs and processing time. In addition, selling and shipments are made to smelting companies.

Physical Evidence is the look and feel of the product, as well as the experience that consumers feel when using it (Yuniarti R & Fauziah F A, 2023). Physical Evidence is important for customers to understand a product (Hassan F, Rahman Z U, & Hussain I, 2021).In addition, the benefits of Physical Evidence are to increase customer satisfaction and improve product quality (Ha & Kim, 2022).

AAJ ensures clean and orderly maintenance of the garbage grounds, prioritizing security and projecting a professional appearance. Additionally, the company allocates resources to acquire and maintain high- quality equipment to optimize processing efficiency. AAJ establishes a uniform branding strategy for marketing, warranties, and customer relationships to facilitate consumer identification. 



XX.	SWOT and SOAR

SWOT (Strengths, Weaknesses, Opportunities, Threats) is a strategic analysis tool used to evaluate the strengths, weaknesses, opportunities, and threats of an organization (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020). SOAR (Strengths, Opportunities, Aspirations, Results) is a framework similar to SWOT, but it focuses on the strengths, opportunities, aspirations, and results of an organization (Helms M. M. & Nixon J, 2021). SWOT and SOAR are important tools for organizations to understand their internal and external situations, identify opportunities and threats, and develop effective strategies (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020; Helms M. M. & Nixon J, 2021). The same journal explain purpose of SWOT and SOAR is to assist organizations in making better decisions, improving organizational performance, and achieving organizational goals. Furthermore, the same journal the benefits of SWOT and SOAR for organizations include increased self-awareness, improved decision-making, improved strategic planning and improved performance. Table 2.9 showed an analysis of AAJ SWOT and SOAR based on available information and published sources:
[image: ]
Table 3. SWOT and SOAR AAJ Company
Source: Discussion with President Commissioner of AAJ

Strengths in SWOT and SOAR are internal strengths possessed by an organization, such as qualified human resources, advanced technology, or a strong brand (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020). Strength is important because it helps an organization to understand its competitive advantage, leverage its strengths to achieve goals, and develop effective strategies brand (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020; David F R, 2018). In addition, from the same journal the purpose is to identify the organization's competitive advantage and leverage it to achieve goals. Furthermore, from the same journal explains benefits of Strength for organizations include increasing competitiveness, increasing market share, and increasing profits.

From observation and interviews here are the following of AAJ strengths:
●	Extensive experience: AAJ has extensive experience in the Scrap Iron and Steel industry for more than 20 years.
●	Good reputation: AAJ has a good reputation as a reliable and reliable Iron and Steel Scrap collector and supplier.
●    Wide network: AAJ has an extensive network with suppliers and customers of Iron and Steel
Scrap.
●    Product quality: AAJ Jaya provides high quality Iron and Steel Scrap at competitive prices.

●    Efficient process: AAJ has an efficient process for the collection, processing, and delivery of Iron and Steel Scrap.


Weaknesses in SWOT are internal aspects of the company that are weaknesses and shortcomings that can hinder its efforts in achieving its goals (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020). In addition, from the same journal identifying Weaknesses is important for companies as it helps them develop strategies to overcome shortcomings and improve their competitiveness. Furthermore, from the same journal the purpose of identifying Weaknesses is to recognize internal factors that may impede the company’s progress, raise awareness of the company's shortcomings, and develop strategies to overcome them. Once Weaknesses for companies can be identified, the company can make the necessary adjustment such as improving efficiency, enhancing product and service quality, and increasing competitiveness (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020).

From observation and interviews here are the following of AAJ Weaknesses:
●	Operation scale:  AAJ still has a relatively small operating scale compared to its major competitors. AAJ market share is 30% below PSJ 40%.
●    Capital shortage: AAJ needs to raise revenue in order to get capital for business expansion.
●    Technology: AAJ still uses relatively old technology for cutting and selection of Iron and Steel Scrap.
●	Workforce Skills:  AAJ needs to improve its workforce skills to improve efficiency and productivity.

Opportunities in SWOT and SOAR are external factors that are favorable and can be utilized by the organization to achieve its goals (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020). Opportunities is important for organizations as they aid in identifying new prospects for growth and development, capitalizing on favorable market trends, and enhancing competitiveness in the market (Barney J, & Hesterly W, 2020). In addition, the purpose of Opportunities is to assist the organization in achieving its objectives by capitalizing on advantageous external factors, formulating effective strategies to compete in the market, and enhancing organizational performance (Mintzberg H, Ahlstrand B, & Lampel J, 2019). Furthermore, the benefits of Opportunities for organizations include increasing organizational growth and development, increasing competitiveness in the market, and increasing organizational profits (Hitt M A, Ireland R D, & Hoskisson R E, 2021).

From observation and interviews here are the following of AAJ Opportunities:
●	Growth of the market: The Scrap Iron and Steel market in Indonesia is predicted to grow rapidly in the next few years because of the growth of domestic development such as IKN (Ibu Kota Negara) is a national strategic project promoted by the Indonesian government (The Indonesia Iron and Steel Association, 2024).
●	Regulatory changes: The Indonesian government is considering new regulations that will encourage the use of Scrap Iron and Steel in the manufacturing industry (Kementrian Perindustrian Republik Indonesia, 2024).
●	Environmental Awareness: Public awareness of the environment is increasing, which can increase demand for Scrap Iron and Steel as environmentally friendly raw materials(Sunardi, Dzakwan, Sugiyarmasto, & Mahayana, 2017).

Threats in SWOT are external factors that can harm or hinder organizational success (Johnson G, Whittington R, Scholes K, Angwin D, & Regnér P, 2020). Threats are an important as it assists organizations in recognizing potential dangers that may hinder operations and strategies (David F R, 2021). In addition, from the same journal this recognition enables the development of contingency plans to address these threats and make informed decisions about the future of the organization. The purpose of including Threats analysis is to identify organizational weaknesses that may make the organization vulnerable to external threats, develop strategies to address or avoid these threats, and capitalize on opportunities that may arise from them (Thompson A, & Strickland A, 2020). The use of Threats analysis provides several benefits for organizations (Barney J, & Hesterly W, 2020).  The same journal explains these include raising awareness of potential dangers, improving preparedness for unexpected situations, enhancing adaptability to environmental changes, and increasing the likelihood of long-term success.

From observation and interviews here are the following of AAJ Threats:
●	Competition: The competition in the scrap iron and steel industry is becoming more intense with the entry of new players.
●	Price fluctuations: The price of scrap iron and steel in the worldwide market often fluctuates, which can impact the profitability of AAJ.

Aspiration in SOAR is an idealized picture of what the organization or team wants to achieve in the long term (Liker J K, 2020). In addition, from the same journal aspiration is qualitative and inspirational, and serves as a guide for the organization or team in making decisions and taking actions. Aspiration is important as it provides clear direction and purpose for the organization or team, motivates, and inspires members to achieve common goals, and fosters a positive and productive organizational culture (Liker J K, 2020). Furthermore, from the same journal the purpose of Aspiration is to create a sense of unity and common purpose among organizational or team members, focus organizational or team efforts and resources on achieving a common goal, and improve organizational or team performance and results. The same journal also indicated benefits of Aspiration for organizations or teams include increased motivation and morale, increased productivity and efficiency, improved work quality and results, and increased competitiveness.

From observation and interviews here are the following of AAJ Aspiration:
●	Establish dominance in the Indonesia the first in JABODETABEK Scrap Iron and Steel sector, positioning ourselves as the leading market player.
●   	Enhance the financial viability and worth of an environmentally conscious corporation.
●   	Engaging in activities that have a beneficial impact on society and the environment.

Result is the outcome that an organization or individual wants to achieve (Smith A, & Lewis M, 2021). In addition, from the same journal these results must be specific, measurable, achievable, relevant, and time-bound (SMART). Results are important as they offer direction and focus for the organization or individual, aid in prioritizing actions, and measure progress (Smith A, & Lewis M, 2021). The purpose of Result is to create a clear vision of what the organization or individual wants to achieve, increase their motivation and commitment, and help them achieve their goals (Smith A, & Lewis M, 2021). Furthermore, from the same journal the advantages of utilizing Result for both organizations and individuals include enhanced performance, improved efficiency and effectiveness, heightened customer satisfaction, and increased profits.

From observation and interviews here are the following of AAJ Result:
●	Specific: Increase sales of scrap metal by 20% in the next quarter.
● 	Measurable: Ferrous scrap sales will be measured by tonnage sold.
● 	Attainable: A 20% increase in sales should be challenging yet realistic based on previous sales trends and current market conditions.
● 	Relevant: Increasing sales of ferrous scrap is relevant to AAJ Industries goal of improving profitability.
●    Time-bound: A 20% increase in sales must be achieved within 3 months. Customer Satisfaction:
●    Specific: Increase customer satisfaction score to 90% within the next 1 year.

●	Measurable: Customer satisfaction will be measured through the type of quality goods, asking customers about their satisfaction with products, services, and prices in the industry.
●	Attainable: Improving the customer satisfaction score to 90% should be challenging yet realistic based on the service improvement initiatives that will be implemented.
●	Relevant: Improving customer satisfaction is relevant to AAJ goal of building long-term customer relationships.
●	Time-bound: Increasing the customer satisfaction score to 90% should be achieved within the next 1 year.

XXI.	Business Strategy Formulation

Business Strategy Formulation (BSF) is the process of determining the direction and actions of an organization to achieve its long-term goals. (Wardhani D A, Nasution H, & Pujangkoro S, 2020). BSF is important to help organizations adapt to environmental changes and achieve competitive advantage (Barney J B, & Hesterly W S, 2020). In addition, the purpose of BSF is to formulate strategies that enable the organization to achieve its vision and mission. (Johnson G, Whittington R., Scholes K, Angwin D, & Regner P, 2023). Furthermore, BSF can benefit organizations improve performance, increase efficiency, and reduce risk (Mintzberg H, Ahlstrand B, & Lampel J, 2021).

Porter Five Forces analysis results will be used to produce a summary of EFAS (External Factor Analysis Summary) and IFAS (Internal Factor Analysis Summary). EFAS and IFAS are tools used to identify and evaluate external and internal factors that can affect a company (Rachmawati, Ike K, Handoko, Yunus, Rahman, Agus, Hidayatullah, & Syarif, 2019). In compiling the EFAS and IFAS tables, all strategic factors are used and measured based on the following characteristics.

The value of EFAS and IFAS were the result of the discussion between the author with president commissioner AAJ. Furthermore, the value it is then verify with observation in the fields.

The weight is determined based on the assessment results of AAJ business owners regarding their internal and external factors. The total weight of each external and internal factor has a maximum value of 1.00. The higher the number of weights, the higher the importance of the factors analysed, and each factor has a different weight.

The rating value is determined by the degree of influence of the analysed factors on the condition of the company. on the condition of the company. The rating value will be high if and the value will be low if it does not correspond to the expectations or the company's conditions. The value is set from 5.00 for an excellent rating and 1.00 for a poor rating.

The result of the Weighted Value Score is obtained by multiplying the weight and rating of each factor by the weight and rating of each factor.
	[bookmark: _Hlk210568193]Porter Five Forces
	Description
	Impact

	Threat of New Entry
	How easy and cheap it is for
new	players	to	enter	the industry.
	High Entry, no difficult requirements for new players.

	Threat of New Substitute
	How likely a customer is to switch to an alternative product or service.
	Low - There are many substitute products and services for scrap iron and steel, such as aluminum and plastics, but they are not absolute.

	Bargaining Power of Buyers
	How much ability buyers have to push down prices and demand better quality and service.
	High - Buyers have a large selection of Scrap Iron and steel, so they can keep prices
down.

	Bargaining	Power	of Suppliers
	How much the supplier is able to raise input prices and reduce
quality and service.
	Low - Suppliers who set all prices in the market

	Rivalry	Among	Existing Competitors
	How intense is the competition among companies already in
the industry.
	High - The scrap iron and steel industry is highly competitive.



Table 4 Porter Fives Forces AAJ Summary
Source: Author creation discussion with President Commissioner AAJ

Based on Table 4 Porter Five Forces analysis, the scrap steel industry is a moderately attractive industry. The threat of new entrants and the threat of substitute products are relatively low. Bargaining power of buyers and bargaining power of suppliers are moderate. Competition among competitors is high.
	[bookmark: _Hlk210568558]Factor
	Rating
	Weight
	Weighted Value Score

	Market Growth
	3
	0.3
	0.9

	Increasing Demand from Construction Industry
	4
	0.2
	0.8

	Stricter Environmental Protection Requirements
	5
	0.1
	0.5

	Fluctuation in Raw Material
	2
	0.2
	0.4

	Prices Competition from Other Company
	2
	0.2
	0.4

	Subtotal
	16
	1
	3



Table 5. EFAS
Source: Author creation discussion with President Commissioner AAJ

Table 5 present the External Factors Analysis (EFAS) used to assess the market attractiveness and growth potential of the industry. EFAS considers five key external factors that may affect the company's performance:

•	Market Growth: A rating of 3 indicates that market growth is moderate. This indicates that the market still has the potential to grow but is not growing rapidly.
•	Increased Demand from the Construction Industry: A rating of 4 indicates that demand from the construction industry is high. This indicates that the construction industry is experiencing growth, which can increase demand for the company products and services.
•	Stricter Environmental Protection Requirements:  A rating of 5 indicates that stricter environmental protection requirements are an important factor for companies to consider. Companies should ensure that their products and services meet strict environmental standards.
•	Raw Material Price Fluctuations: A rating of 2 indicates that raw material price fluctuations are a risk factor for the company. The company should manage this risk in an effective way, such as hedging or diversifying supply sources.
•	Competition from Other Companies: A rating of 2 indicates that competition from other companies is moderate. This indicates that there are few competitors in the market, but the company still can compete effectively.

The weighted value score is calculated by multiplying the rank of each factor by its weight. The weights are calculated based on the relative importance of each factor. The total weighted value score is 3. This score indicates that the market attractiveness and growth potential of the industry are moderate.

Based on the EFAS analysis, the market attractiveness and growth potential of the industry are moderate. The company should consider these external factors when developing its business strategy. The company should focus on market growth, meet strict environmental protection requirements, manage the risk of raw material price fluctuations, and compete effectively with other companies.

	EFAS/IFAS
	Rating
	Weight
	Weighted Value Score

	 
	16 + 16 = 32
	1.00 + 1.00 = 2.00
	7.5 + 3.4 = 10.9



Table 6. IFAS
Source: Author creation discussion with President Commissioner AAJ

Table 6 presents the Internal Factor Analysis (IFAS), which is employed to evaluate the company strengths and weaknesses. The IFAS methodology considers five key internal factors that can influence a company performance:

•	Technology: The technology factor is given a rank of 1 and a weight of 0.1, this means that technology is a factor that does not affect the success of the company. The weighted score value for technology is 0.1.
•	Skill Labour: The Skill Labour factor is ranked 2 and weighted 0.2, this means that skill labor is considered a more important factor for the success of the company than technology. The weighted score value for Skill labour is 0.4.
•	Extensive Distribution Network: The distribution network factor is given a rank of 5 and a weight of 0.2, this means that the Extensive Distribution Network is the most important factor for the company's success. The weighted score value for Extensive Distribution Network is 1.0.
•	Product Quality: The product quality factor is given a rating of 5 and a distribution of 0.2, this means that product quality is as important as Extensive Distribution Network which is the most important factor in the company's success. The weighted score value for Quality Product is 1.0.
•	Cost: The cost factor is given a rank of 3 and a weight of 0.3, this means that cost is considered a more important factor for the success of the company than technology and skill labour, but less important than the distribution network and product quality. The weighted score value for cost is 0.9.

Based on the Porter Five Forces, EFAS, and IFAS analysis, it can be concluded that AAJ Company Scrap Iron and Steel industry is a competitive industry with several opportunities and threats. AAJ has some strong internal strengths, but also has some internal weaknesses that need to be addressed. Considering this analysis, several recommendations are suggested for AAJ. Firstly, the company should prioritize product differentiation of the most expensive types of iron and steel (S or A grade). This can be achieved through developing competitive pricing from competitors to get the highest rated iron type from supplier. Secondly, improving operational efficiency is crucial. The company should identify ways to reduce production costs. Building upon its existing positive brand reputation is also vital. Furthermore, leveraging its extensive distribution network is recommended to reach new customer segments. Finally, close monitoring of industry trends is essential to ensure adaptation to any emerging changes.

XXII.	TOWS MATRIX

TOWS Matrix is a strategic analysis tool that helps organizations match strengths, weaknesses, opportunities, and threats to develop effective strategies (Johnson G, Whittington R, Scholes K, Angwin D, Regner P, 2023). TOWS Matrix is important for organization understand its internal and external situation to formulate strategies that match the opportunities and threats (David F R, 2021). In addition, TOWS MATRIX purpose to help organizations identify strategies that capitalize on strengths, overcome weaknesses, take advantage of opportunities, and avoid threats (Thompson A & Strickland A J, 2020). Furthermore, the benefits of TOWS Matrix help organizations make purposeful and strategic decisions, improve efficiency and effectiveness, and better achieve their goals (Mintzberg H, Ahlstrand B & Lampel J, 2020). Table 3.5 is the result of the author discussion with the president commissioner regarding AAJ TOWS MATRIX.
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Table 7 TOWS MATRIX AAJ Company
Source: Discussion with President Commissioner AAJ

From the discussion between the researcher and the President commissioner of AJJ, it is determined that the company should utilize an extensive supplier network to meet the increasing demand for Scrap Iron and Steel. Example: expanding the network to add suppliers who have collaborated.

From the discussion between the researcher and the President commissioner of AJJ, it is determined that the company should leverage its industry experience and knowledge to mitigate fluctuations in Scrap prices. Diversifying the sources of Scrap Iron and Steel can help to reduce import dependency. Improving operating efficiency can help to mitigate the impact of the economic crisis.

Example: AAJ must have many options of multiple smelters, with the price of each smelter varying weekly. There are 2 smelting companies that AAJ usually goes to sell Scrap Iron and Steel. Before making a delivery, you must request information from the smelter regarding the price, if the price of one of these companies is higher, then the smelter that determines the higher price is chosen. In addition, it should be noted that when the price of USD rises, the price of iron and steel (recycling) will also rise, this is one way to pay attention to price fluctuations that occur in Scrap Iron and Steel.

From the discussion between the researcher and the President commissioner of AJJ, it is determined that Conducting research and development to improve scrap processing technology is a recommended strategy. Building relationships with the government to obtain information and support related to environmental regulations is another recommended strategy.  Finally, improving preparedness for natural disasters can help to minimize supply chain disruptions. Example: AAJ Scrap Iron and Steel cutting technology uses plasma cutting, which uses gas that is flowed through a plasma nozzle on thecutting tool. Cutting using plasma is quite easy and makes the iron and steel pieces neat and good. Second, AAJ must cooperate with the surrounding government in running this business. Environmental comfort is the main thing, AAJ must obey the rules set by the central and regional governments such as, having a large and strategic warehouse so as not to disturb the surrounding community, and safety equipment. For the workers.

The business strategy employed is the general strategy developed by Michael Porter. A strategy is necessary to focus the company's competitive advantage in business development. To determine the profitability of a company, the company must have a sustainable competitive advantage (Porter, 1985). In addition, from the same journal there are two types of competitive advantage:  low cost and differentiation. Furthermore, from the same journal these two competitive advantages can be combined with the company's market coverage to produce three generic strategies. The three strategies are cost leadership, differentiation, and focus (Porter, 1985).
 
	Strategy
	Description
	Strengths
	Weaknesses
	Opportunities
	Threats

	Cost Leadership
	Focus on becoming the lowest-cost producer in the scrap iron and steel industry.
	Access to low-cost raw materials
	Limited product differentiation
	Expanding into new markets
	Economic downturns

	
	
	Efficient operations
	Lower profit margins
	Implementing new technologies to improve efficiency
	Increased competition from low-cost producers in other countries

	
	
	Strong supplier relationships
	Vulnerability to price fluctuations
	Consolidating with other scrap iron and steel companies
	Environmental regulations

	Differentiation
	Focus on creating unique and valuable scrap iron and steel products or services that customers are willing to pay a premium for.
	High-quality products
	Higher production costs - Limited market share
	Developing new products and services that meet specific customer needs.
	Increased competition from other

	
	
	 Strong brand reputation
	Vulnerability to changes in customer preferences
	Expanding into new markets –
	differentiated scrap iron and steel companies.

	
	
	 Superior customer service
	
	Building stronger relationships with key customers
	Changes in customer preferences

	Focus
	Focus on a specific niche market within the scrap iron and steel industry.
	Deep understanding of the needs of the niche market
	Limited market size
	Expanding into adjacent niche markets
	Increased competition from other companies that focus on the same niche market.

	
	
	Strong relationship with customers in the niche market
	Vulnerability to changes in the niche market.
	Developing new products and services for the niche market
	Changes in the needs of the niche market

	
	
	 Ability to tailor products and services to the niche market
	Higher costs of serving a specific niche
	Strengthening relationships with key customers in the niche market
	Economic downturns



Table 8 Generic Strategy by Michael Porter for Scrap Iron and Steel AAJ
Source: Discussion with President Commissioner AAJ

XXIII.	CONCLUSION AND IMPLEMENTATION PLAN

PT Akbar Anugrah Jaya (AAJ) is a company engaged in the sale and purchase of Scrap Iron and Steel which is a derivative industry of automotive and construction. AAJ has been established for more than 20 years since 2002. AAJ collects and sells metal scrap products, namely scrap iron and steel, which have collaborated with automotive and construction companies that produce waste or Scrap Iron and Steel. AAJ target market is smelting companies that recycle Scrap Iron and Steel. 

The results of the SWOT EFAS (external analysis) and IFAS (internal analysis) analysis of AAJ Company show that the internal position is quite good with an IFAS total score of 3.4, indicating the need for technological improvements to increase productivity and attention to high costs. On the EFAS side, the total score of 7.5 indicates that AAJ has a strong position in the face of external factors, such as market growth, increased demand and increasingly stringent environmental regulations. The Porter Five Forces analysis was also used to compile the EFAS and IFAS summaries, which provide an in- depth insight into the external and internal factors affecting the company performance. As such, it provides a comprehensive overview of the business strategy and analysis conducted for AAJ in the Iron and Steel Scrap industry. In addition, the porter five forces include general strategies to be implemented by AAJ, such as improving product quality, investing in new technologies, and working with strategic partners to expand market reach. Furthermore, the porter five forces also highlight the importance for AAJ to continuously monitor industry conditions and other external factors and improve product and service quality to remain competitive in the market.

To implement the plan, the business strategy used will be based on the results obtained in the previous chapter. Obtained in the previous chapter. The company will prioritize several business strategies business strategies to be able to solve existing business problems. The number of competitors and the initial need for business development. AAJ needs to prioritize the EFAS and IFAS advantages that the company has, by improving networking, Cost, product quality, and government regulations on the environment in the Iron and Steel Scrap business.

Increase networking or suppliers who produce good quality products, to increase the number, improve product quality and get an increase in company profitability. This requires more modern marketing.

The company previous marketing methods were still very traditional and there was no digitalization process, digitalization in today modern era is very important for a company to develop its business to increase profitability.

1.   In the first stage, AAJ must prepare an expert in the field of digital technology to create a website that contains the company profile.
2.   The second stage AAJ needs to discuss with the author and technology experts to make important and interesting points for the content on the website such as, Company Background, vision and mission, services provided by the company, company customers, company address and contacts.
3.   The last stage of website creation is carried out by technologists from the conclusions that have been discussed together. The websites present the result of the implementation of the company marketing plan AAJ for increase networking or suppliers who produce good quality products, to increase the number, improve product quality and get an increase in company profitability.

Improve marketing AAJ make the website company has a positive effect on the company, in improving the company profile made good and interesting managed to add new suppliers for the company. The website contains a professional company profile so that the company looks more elegant and experienced in its field.

To increase the profitability of AAJ certainly do operational costs well, from year-to-year AAJ has increased quite well in increasing the amount of Scrap Iron and Steel sold. In 2023 - 2024 quartile 1 January - April has a very good increase.
[image: ]
 

Figure 15 AAJ Iron and steel data collection 2019 - 2024 (January – April)
Source: Document Internal AAJ

Figure 15 presents the data collection and sell of AAJ Iron and Steel Scrap. In 2022 505 tons increased in 2023 522 tons and even more amazingly in the first quartile of 2024 in 4 months (January - April) AAJ managed to sell 254 tons, so that in the next quartile in 2024 it can get higher profitability. This significant increase occurred in April 2024. The transaction of AAJ collecting 88,930 tons of Scrap Iron with a purchase price of IDR 2,523 during the period. AAJ purchased 12 scrap iron machines by shredding them and then weighing them. This makes cost is one of the main factors to increase profitability. 
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NO Name of Company Location

1PT Industri Pipa Baja Indonesia, Tbk. (SPINDO) Surabaya (East Java) Jakarta (DKI Jakarta) ,Karawang (Jawa Barat)

2PT Toyogiri Iron Steel Bekasi, West Java

3PT Hanil Jaya Steel Sidoarjo, East Java

4PT The Master Steel Mfc Pulogadung,East Jakarta

5PT Putra Baja Deli Jakarta, Medan

6PT Krakatau Steel South Jakarta, Jakarta

7PT Gunung Raja Paksi Tbk (GRP) Medan, North Sumatra

8BUMISAKA STEELINDO Gresik, East Java

9PT Gunawan Dianjaya Steel, Tbk. Surabaya, East Java

10PT Jatim Taman Steel Mfg Surabaya & Gresik, East Jaba
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Strength Weakness

●        experience in the Scrap Iron and Steel industry 

for more than 20 years.

●        AAJ still has a relatively small operating scale 

compared to its major competitors.

●        good reputation as a reliable and reliable Iron 

and Steel Scrap collector and supplier.

●        needs to raise revenue in order to get capital for 

business expansion.

●        extensive network with suppliers and customers 

of Iron and Steel Scrap.

●        uses relatively old technology for cutting and 

selection of Iron and Steel Scrap.

●        provides high quality Iron and Steel Scrap at 

competitive prices.

●        workforce skills to improve efficiency and 

productivity.

●        efficient process for the collection, processing, 

and delivery of Iron and Steel Scrap.

Opportunities Threats

●        Demand for Iron and Steel is increasing 

continuously.

●        The competition in the scrap iron and steel 

industry is becoming more intense with the entry of 

new players.

●        Government support in processing scrap iron and 

steel recycling.

●        The price of scrap iron and steel in the worldwide 

market often fluctuates, which can impact the 

profitability

●        Environmentally friendly raw materials can 

increase people's interest in using Scrap Iron and 

Steel.

Aspiration Result

●        Establish dominance in the Indonesian Scrap Iron 

and Steel sector, positioning ourselves as the leading 

market player.

●        Sales Growth: Increase scrap metal sales by 20% 

in the next quarter (3 months). This will increase the 

profitability of AAJ Industries.

●        Enhance the financial viability and worth of an 

environmentally conscious corporation.

●        Improved Customer Satisfaction: Achieve a 

customer satisfaction score of 90% within the next 

year. This will be measured through quality of goods 

and direct feedback and will build long-term 

relationships with customers.

●        Engaging in activities that have a beneficial 

impact on society and the environment.

●        SMART Goals: Both initiatives follow the SMART 

goal framework: Specific, Measurable, Achievable, 

Relevant and Time-bound.
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