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ABSTRACT 
 

 

This research aims to analyze and examine the effectiveness of a digital training ecosystem that 

integrates two primary channels: Structured E-Learning (LMS-based) and Social-Micro Learning 

(Instagram-based), in enhancing sales force competency and performance within the automotive 

industry. The phenomenon of digital disruption and shifting consumer behavior demands that 

sales forces possess high information speed and adaptive skills. However, traditional training 

models often face geographical constraints and structural rigidity in reaching extensive and 

fragmented distribution networks. Using a quantitative approach, this study tests a mediation 

model connecting formal and informal digital training channels to sales force effectiveness, with 

competency as the central intervening variable. The research population consists of salespersons 

in automotive Distribution Network with samples selected using proportional sampling.  The 

research findings are expected to provide theoretical contributions to the Human Resource 

Management (HRM) literature regarding the synergy between formal and informal learning 

within digital ecosystems. Practically, this study offers a framework for automotive principals 

and their partner networks to optimize social media as a strategic competency development tool. 
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