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ABSTRACT

The priority of tourism development in Indonesia covers the development of home
stay, digitization and air connectivity.The purpose of this study is to explore the
utilization of ICT in its relation to distribution channels used by home stay owners
in Ubud as a form of small medium business owned by local communities. Data
collection techniques used were stratified random sampling, secondary research,
focus group discussion and in depth interview. Through qualitative descriptive
analysis techniques, the results of this study concluded that most of home stays in
Ubud is familiar with ICTand has now become a major distribution channel that
contributes greatly to the occupancy of home stay.
Keywords: Homestay, ICT, Tourism

INTRODUCTION
The advancement of ICT (Technology,

Information and Communication) has
influenced widely on human life both as
economic and social beings. Utilization of
ICTS has significantly brought about changes
in the structure of industry and business.
Computerized and networks have encouraged
the performance of an organization to be more
productive andeffectively in the use of human
resources as well as any major material or
production support which indeed impact to
cost efficiency.

Utilization of computers and technology
today has become fundamental in the
operation of an organization and society
(Kroeker, 2010; Yonck, 2010). This is also

emphasized by Berisha-Shaqiri (2015),he said
that economists greatly appreciate the
importance of ICTs in business growth,
especially in minimizing costs and promoting
their best products. Utilization of ICT is of
course not only used in running an
organizational or production organization, but
more broadly covering the marketing process
of the production. Product innovation and
supply chain/distribution channel innovation
become an increasingly competitive and
growing business globally.The company has
changed its organization and business model
so that they can build and develop productive
and strategic activities(Achrol, and Kotler,
1999).ICTs have brought fundamental
changes to all levels of the organization and
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one of the key benefits is the marketing
function through ICTs (Bond and Houston,
2003; Prasad et al., 2001; Roberts, 2000;
Tatikonda and Stock, 2003; Tzokas and
Saren, 1997).

The existing ofconventional production
and distribution modelhowever will keep
remain the market share (existing market), but
the emergence of various innovations including
based on ICT will finally be a serious threat
and potentially disrupt the marketof
conventional products (disruptive innovation)
as well as growing new market share who
would prefer more innovative products in
terms of product quality and ease of the
distribution channel.Innovation, especially
product innovation is known as the key in the
process of providing value to the creation of
a product (Han et al, 1998)

From the consumer perspective, there
might be much conveniences obtained by
consumers in choosing a product or service,
including the activities related totourism
industry.In 2017 the Ministry of Tourism
targets the development of 20,000 homestays
in Indonesia.There are three priorities of the
Ministry of Tourism which is implemented in
2017, 1; the establishment of home stay; 2.
digitalization and; 3. air connectivity. This
indicates that the government has now been
considering an integrated, connected and pro-
economic tourism development approach
where tourism is no longer solely linked to
the large scale investments but rather
isregarded to improve the competitiveness of
local products or build tourism and its
communities.

Through ICT, the boundary between
consumers and producers has been diminishing
and of course this atmosphere is expected to
be a good start for small entrepreneurs with
limited resources to be able to perform an
effective marketing process.But the question
is what digitalization strategies should be

pursued by local business practitioners in this
case the home stays owners in an effort to
increase the competitiveness of their products
and services.As is known local products have
many limitations if required to compete with
large national and international scale investors
with their business standards, networks and
resources.

This is also confirmed by Hillery (2012),
which says that the fundamental problems
faced by Micro Small Medium Enterprises
(SMEs) is the limited information, the
limitations of technology and human resources
and SMEs do not know the development of
products desired by the market and how to
distribute it.This research will explore the role
of ICT especially in relation to distribution
channel by homestaysowners in Ubud.

Research Method
In this study, the author use descriptive

qualitative research methods that describe the
relationship between the phenomena
studied.The sampling technique used in this
research is stratified random sampling.The
basis of the random sampling technique is
taken when the population of the research
object is relatively heterogeneous, so it needs
to be sorted into the sub-population.The
stratified random sampling steps are, 1;
prepare the sampling frame; 2. for sampling
the frame based on the desired stratum; 3.
determine the number of samples in each
stratum; 4. select samples from each stratum
randomly.According to Arikunto (2006), a
stratified random sampling method is a
sampling method by dividing the population
into several strata or homogeneous groups,
then samples taken from each strata
randomly.In this study, the total population of
local home stays incorporated in the Ubud
Home Stay Association (UHSA) is 18 home
stays (access August 2017).
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To determine the sample, the author make
the classification into three (3) strata with the
provisions; 1) home stays with the number of
reviews above (>) 131; 2) home stays with
the number of reviews below (<) 131; 3) home
stays that do not have any review. After placed
the home stay’s classification, the authors
chose 1 sample at random from the list of

existing home stays.As a popular website used
by tourists in assessing the quality of a tourist
destination and its facilities, tripadvisor.com
is adopted by the authorto doan initial
secondary research with the aim of seeing the
rank and number of reviews provided by the
guests who had stay experience at the
homestays in Ubud village.

Tabel 1
Popularity Rate of Homestays (UHSA) in Ubud village According

to Number of Reviews on Trip Advisor Page
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From the above data,author can classify the
level of popularity of homestay in the village
of ubud into three groups namely; 1) homestay

with high-level reviews; 2) low level of review;
3) without any reviews or not yet registered.

Tabel 2

Strata / Homestay Classification by Level of Reviews on Trip Advisor

From the data, it can be seen that there are
five home stays that have a high level of
popularity with the number of reviews above
131 reviews, there are 11 home stays with low
level of reviews with the category under 131
reviews, and the last two home stay that do
not have reviews.The data will be the reference
for the authors in determining the home stay
sample where the author will take each one
home stay from the three groups or strata.In
case study, author takes three home stays
samples which represent the 3 strata/
classification, they are Suparsa’s home stay,
GunungMerta home stay and Bom-bom house
home stay. The next step is to conduct Focus
Group Discussion (FGD) with UHSA’s board

members; 1). I NyomanSudarmathe owner
ofOmahD’Taman home stay; 2). Ida
BagusWiryawanthe ownerof GunungAmrtha;
3). I KetutRetathe owner of KarangMesari
homestay. And the final stage isconducting in-
depth interviews with other home stay’s
samples; 1). Ni PutuLasminithe owner ofBom-
bom house home stay and Ni PutuNitithe
owner of Suparsa’s homestay.

Result and Discussion
In-depth interviews and focus group
discussions that have been conducted on
interviewees and home stay samples show the
following findings.
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Source: Compiled by author (2017)

From result of data processing can be
explain that Online Travel Agent (OTA) is the
main distribution channel that contributes the
largest market to two sample homestays that
classified in the high and low-level review
classes, it reaches an average of 50% of the
total source of incoming home stays bookings
on all three sample homestays.The second
largest distribution channel source is the walk-
in guests which contribute 32% of the total
guests staying in the three homestay
samples.While the third largest market source
came fromrepeater guest who had stayedin
previous period through individual reservation
with an average percentage of 13%.Online
marketplace and travel agency ranks last as
distribution channels which only contribute an
average of 5% for the marketplace and 0.3%
of travel agents for the entire sample homestay.

From the interview with Ida
BagusWiryawan(Head of UHSA and owner
of gunungmertha homestay) stated that:

Booking.com becomes a major market
contributor almost throughout the home stays
in Ubud.As a home stay owner, Booking.com
has provided features such as a pulse that
allows the home stay owner to interact directly
with prospective guests, and making it easier
to communicate with the guest prior-arrival
and see guest reviews after staying in the
homestay.

From these facts it can be concluded that
most of homestay as an household business
has utilized the advancement of ICT in this
case as the main distribution channel.
Meanwhile, from the results of diagram shows
that Bom-bom house as the representative of
no-review and unregistered home stay became
the only homestay sample that has a low
percentage of OTA contribution. Currently the
owner ofbom-bom house still does not manage
the account on Tripadvisor to the fullest. This
is indicated by the absence of pictures and
reviews on the account of bom-bom house on
the Tripadvsior page.

Diagram 1
The Guest Reservation Source
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Meanwhile, this is also confirmedby the
owner of bom-bom house which stated that:

Bom-bom house currently does not much
active in the Internet network, especially in
using online travel agents. Bom-bom house
joined booking.com and Airbnb.com since six
months ago, April 2017 exactly.

This indicates that the bom-bomhouse
became the only sample homestay that has not
utilized ICT optimally to open a more varied
distribution channel rather than relying on
walk-in or repeater guests as the conventional
model of distribution channels.

Although the dominance of room
reservations in Ubud home stay has been
dominated by booking.com as one of the
largest online travel agencies in the world, but
there is alsoan online strategy that will be

created to increase the level of interest of
tourists to stay in home stay in Ubud.

According to INengahSudarma:
In the future, UHSA will create its own

marketplace site that will accommodate
prospective guests to make room booking
directly through UHSA marketplace sites that
feature other activities during the guest’s stay.

By creating own-marketplace that will
be managed by UHSA members, it is
expectedto enrichthe promotional materials
that more emphasized on cultural activities
where the current content/promotional
materials of homestay in Ubud more refers to
the aspect of the commercialization of
accommodation services with cheaper tariffs.

Diagram 2
DominasiPangsaPasar

Source: Compiled by author (2017)



Volume 17 Nomor 1 Maret 2018                                            Jurnal KEPARIWISATAAN                                                                 ISSN: 1412-5498
E-ISSN: 2581-1053

29

There is considerable variation in data
obtained from in-depth interviews with the
owners of three sample homestays.The same
trend shown in the three samples is that
Western European countries such as France,
Italy, Germany, Netherlands, and Spain are the
main market share of home stay in Ubud.The
percentage of occupancy rate of western
European market share from the three sample
home stays reached 40%.The second largest
market share is Japan which reached an
average of 17%, followed by Australian
tourists in the third position with an average
percentage of 16% and followed by the
Korean market share in the 4th position with
an average percentage of 14%.

Conclusions and Recommendations

From the results of the discussion in the
previous section, can be drawn some
conclusions in this study that almost the
majority of home stay in Ubud have utilized
Information and Communication Technology
in terms of distribution channel to maximize
their home stay occupancy and
competitivenessalthough there is one sample
home stay that has not utilized the media of
Information and Communication Technology
to the fullest.Online Travel Agent in this case
is Booking.com as the largest reservation
source on homestays in Ubud has been
innovating its business process which provides
the same opportunity to local accommodation
business either homestay, apartment or home
sharing to be able to sell its products on
Booking.com as well as hotels or villas that
are designated and licensed for commercial
purposes.While there are suggestions that
need to be submitted by the author; 1).Bom-
bomhouse as the lowest ratedhome stay
sample and has also been confirmed by this
researchhas not maximized yet in utilizing in

ICT shouldstart to maximize the utilization of
ICT in managing the variants of home stay
distribution channels. The first step that needs
to be done is to maintain and update the
account of bom-bom house on the Trip
Advisor site.This is certainly related to the
current trend where Trip advisor has been used
by potential travelers / potential customers as
a reference through the reviews and
assessment of previous consumers to decide
to choose accommodation as a place to stay
for a vacation; 2). Ubud Home Stay
Association (UHSA) as a local association that
bridge the internal communication among the
home stay owner in Ubud is expected to
conduct more training programs to maximize
home stay marketing management model
through the utilization of ICT.

REFERENCES

Achrol, R.S. and Kotler, P. Marketing in the
Network Economy. (1999). Journal of
Marketing, 63 (special issues), 146 -163.

Arikunto S, 2006. Prosedur Penelitian Suatu
Pendekatan Praktik, Ed Revisi VI,
Penerbit PT RinekaCipta, Jakarta.

Berisha-Shaqiri, A, (2015). Impact of
Information Technology and Internet in
Business.Academic Journal of Business,
Administration, Law and Social
Science.IIPCCL Publising. 2015.

Bond, E.U. III and Houston, M.B. (2003),
“Barriers to matching new technologies
and market opportunities in established
firms”, Journal of Product Innovation
Management, Vol. 20, pp. 120-35.

Han, J., Kim, N. and Srivastava, R. (1998)
“Market orientation and organisational



30

performance: is innovation a missing
link?”, Journal of Marketing, Vol.62(4),
pp.30-46.

Hillery, D et al. (2012). Penerapan Teknologi
Informasi dan Komunikasi (TIK) pada
UMKM dengan Menggunakan
Technology  Acceptance  Modal
(TAM), (Study Kasus di Depokdan
Qingdao). Prosiding Seminar Ilmiah
Nasional Komputer dan Sistem Intelejen
(KOMMIT 2012). Universitas
Gunadarma-Depok 18 – 19 September
2012.

Kroeker, K.L, (2010). Engineering the web‘s
third decade. Association for
Computing Machinery, 53(3), 16-18.

Prasad, V.K., Ramamurthy, K. and Naidu, G.
(2001), “The influence of internet-
marketing integration on marketing
competencies and export performance”,

Journal of International Marketing, Vol.
9 No. 4, pp. 82-110.

Roberts, J. (2000), “From know-how to
show-how? Questioning the role of
information and communication
technologies in knowledge transfer”,
Technology Analysis & Strategic
Management, Vol. 12 No. 4, pp. 429-
43.

Tatikonda, M.V. and Stock, G.N. (2003),
“Product technology transfer in the
upstream supply chain”, Journal of
Product Innovation Management, Vol.
20, pp. 444-67.

Tzokas, N. and Saren, M. (1997), “Building
relationship platforms in consumer
markets: a value chain approach”,
Journal of Strategic Marketing, Vol. 5,
pp. 105-20.

SUKMA WINARYA PRABAWA: THE UTILIZATION OF INFORMATION TECHNOLOGY AND COMMUNICATION AS A DISTRIBUTION
CHANNEL IN INCREASING THE COMPETITIVENESSOF LOCAL BUSINESS IN TOURISM INDUSTRY

(Case study: Homestay inUbud Village, Bali)


