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	Abstract
This study aims to analyze the income of offline store traders in the Gorontalo City Central Market after the emergence of Online Shop. The main problem raised is to examine the impact of the rise of online shops on the financial condition of traditional traders. This study uses a qualitative method with a descriptive approach to explore the experiences and deep perceptions of the affected traders. The research informants consisted of 5 shop owners (textiles, shoes, and cosmetics) in the Gorontalo City Central Market who have been running their businesses for many years.The results of the study consistently show that the presence of online shops has had a very significant negative impact on the financial condition of offline store traders in the Gorontalo City Central Market.Before the rise of online shops (around 2018 and below), offline store sales conditions were very good and stable, with an average daily turnover ranging from IDR 1,000,000 to IDR 2,000,000,  even reaching up to IDR 5,000,000 during the high season. After the emergence of online shops (around 2018-2020), merchants' income experienced a sharp decline.

Keywords: Offline Store, Online Shop, Revenue, Impact




Abstract
Penelitian ini bertujuan untuk menganalisis pendapatan para pedagang toko offline di Pasar Sentral Kota Gorontalo setelah munculnya Online Shop. Permasalahan utama yang diangkat adalah mengkaji dampak dari maraknya online shop terhadap kondisi finansial pedagang tradisional.
Penelitian ini menggunakan metode kualitatif dengan pendekatan deskriptif untuk menggali pengalaman dan persepsi mendalam para pedagang yang terdampak. Informan penelitian terdiri dari 5 pemilik toko (tekstil, sepatu, dan kosmetik) di Pasar Sentral Kota Gorontalo yang telah menjalankan usaha mereka selama bertahun-tahun. Hasil penelitian secara konsisten menunjukkan bahwa kehadiran online shop telah memberikan dampak negatif yang sangat signifikan terhadap kondisi finansial para pedagang toko offline di Pasar Sentral Kota Gorontalo.Sebelum maraknya online shop (sekitar tahun 2018 ke bawah), kondisi penjualan toko offline sangat baik dan stabil, dengan omzet harian rata-rata berkisar antara Rp1.000.000 hingga Rp2.000.000, bahkan mencapai hingga Rp5.000.000 saat musim ramai. Setelah munculnya online shop (sekitar tahun 2018-2020), pendapatan pedagang mengalami penurunan tajam.

Kata Kunci : Toko Offline, Online Shop, Pendapatan, Dampak 
 

1. INTRODUCTION
 The rapid development of technology has changed the way people shop. Online shopping is becoming a popular alternative for consumers due to its convenience, accessibility, and wide range of products offered. This shift in consumer behavior has an impact on offline stores, especially small-scale merchants who rely on physical markets. According to Reyhan et al. (2024), traders in Ambulu and Tanjung Markets feel the negative impact of the presence of platforms such as TikTok Shop, including fewer buyers, decreased income, and even some traders are forced to close their businesses.
Offline traders, especially in traditional markets, often have limited resources. Some do not have their own place to sell and have to rent stalls, thus adding to financial pressure. Before the rise of online stores, merchants enjoyed relatively stable income as traditional markets remained a daily necessity of society. However, after the advent of online stores, many merchants experienced a significant decrease in daily revenue. For example, one trader reported his income dropping from around IDR 500,000 to IDR 200,000 per day, while another trader from IDR 1,000,000 to a much lower amount. This decline in turnover also forces traders to reduce the number of workers or limit the stock of goods, so that the sustainability of their business is threatened (Sune et al., 2024).
The Gorontalo City Central Market is one of the centers of economic activity in Gorontalo City, accommodating various types of offline businesses, such as clothing, shoes, cosmetics, and household appliances stores. Observations in this market show that merchants have experienced a decline in sales since the use of online shopping platforms has become more widespread. Based on data from the Gorontalo City Trade and Industry Office (2025), there are 19 stores identified in this market, consisting of 10 shoe stores, 6 clothing stores, and 3 skincare or cosmetics stores. This diversity of business types makes Central Market representative to research the direct impact of online stores on the income of offline merchants.
Previous research by Sune et al. (2024) showed that despite the revitalization of traditional markets, the income of fixed traders can decrease significantly. Based on Wilcoxon's test, 73 out of 87 merchants reported a noticeable decrease in revenue, suggesting that consumer preference for online shopping was a major factor in reduced offline sales. These findings confirm that the existence of online shopping platforms plays a significant role in the financial performance of offline traders.
Based on the observed phenomenon and the importance of understanding the impact of digitalization on small-scale traders, this study aims to analyze the income of offline store traders in the Gorontalo City Central Market after the rise of online stores. This research is expected to provide a deeper understanding of how online shopping affects traditional markets and the sustainability of offline businesses.

2. RESEARCH METHODS
 Types of Research
This research uses a qualitative method, which is an approach that aims to understand social phenomena in depth by exploring the meanings, perceptions, views, and experiences of research subjects in the context of real life. This method is performed under natural conditions without variable manipulation. The data collected is narrative, in the form of words, images, videos, and field notes, which are then analyzed descriptively.
The research involved five informants who were offline store owners in the Gorontalo City Central Market. Data were obtained through interviews, observations, documentation, and field notes. All data is analyzed to produce an understanding of the impact of digitalization on traditional businesses.
Research Background
This research focuses on changes in the dynamics of the retail business due to the emergence of online shops. Online shopping is now the main choice of consumers due to its convenience, product variety, and competitive prices. Offline store traders feel the negative impact, in the form of a decrease in visitors and turnover.
This research aims to:
1. Analyze changes in consumer behavior from offline to online shopping.
2. Identify the impact of such shifts on offline merchant revenue.
3. Explore adaptation strategies that offline merchants can implement to stay competitive in the digital era.
Research Approach
This study uses a qualitative case study with a location in the Central Market of Gorontalo City. The case study approach was chosen because it allows researchers to delve into traders' experiences, perceptions, and adaptation strategies in depth.
This method is effective for understanding social reality contextually, especially when the boundaries between the phenomenon and its context are unclear. In-depth interviews and direct observations provide an authentic picture of the situation of traders in facing competition with online shops.
Research Time and Location
The research was conducted in several stores that have not used the online shop system in the Gorontalo City Central Market, during the period from December 2024 to January 2025.
The Role of the Researcher
The researcher acts as a passive participatory observer, where the researcher's whereabouts are known by the informant. This allows for natural and accurate data collection, and makes it easier for informants to provide information openly related to the purpose of the research.


	Yes
	Shops and Businesses
	Name of the Informant

	1
	Anna Beauty (Hijab Shop)
	Farhana Syamsudin

	2
	Stars (Shoe Shop)
	Fahrul Gifar

	3
	A3 (Clothing Store)
	Firdawati Mahmud

	4
	Rahmat Toko (Clothing Shop)
	Rahmat Andika

	5
	Al-Jazilah House of Hijab (Hijab Shop)
	Tiara Salsabila



Informants were selected based on their experience and in-depth understanding of the dynamics of the textile sector in the Central Market. All informants have been in business for more than 10 years, so they are able to provide a comprehensive perspective on market changes and adaptation strategies to the rise of online shops.
List of key interview questions:
1. Since when did you start running a business in the Central Market?
2. What is the background of choosing a textile business?
3. What was the sales condition before the rise of online shops?
4. What was the average daily/monthly turnover during that period?
5. When did you start to feel the influence of online shop?
6. How does turnover change after online shops are rampant?
7. What is the role of price in competition with online shops?
8. What strategies are needed to keep traditional traders afloat?
Data Collection Techniques
Data collection techniques include:
1. Observation – Observing changes in consumer behavior and their impact on the income of offline traders (Sugiyono, 2017).
2. In-depth interviews – Conducted with a number of traders to get more detailed information related to experience and adaptation strategies (Sugiyono, 2015).
3. Documentation – Collect evidence in the form of photos, videos, and field notes to support the validity of the data.
4. Field notes – Record summaries of key points during interviews and observations.
The entire interview is recorded using audio or video to ensure that the information is properly stored.
Data Analysis Techniques
Data analysis used a qualitative interactive model from Miles, Huberman, and Saldana (2014), which included three stages:
1. Data Reduction – Sorting, summarizing, and simplifying data to highlight relevant information, as well as eliminating data that is not relevant to the focus of the research.
2. Data Presentation – Data is compiled in the form of descriptive narratives, tables, or matrices to make it easier to identify patterns between digitalization and its impact on merchant revenue.
3. Conclusion Drawing and Verification – Initial conclusions are formulated from the time of data collection, verified through source triangulation, member check, and checking the consistency of informant answers, to ensure validity and objectivity.

3. RESULTS AND DISCUSSION
 Research Results
Geographically, the Gorontalo City Central Market has a very strategic location because it is in the middle of the city and is the center of economic activities for people from various circles, both from within the city and outside the region. The existence of this market is an important landmark that is easily accessible through various directions of public transportation. The Central Market is known as a shopping center that provides various types of merchandise, ranging from clothes, shoes, bags, cosmetics, to household appliances. The market area consists of several parts, namely los, stalls, and courtyards. The courtyard is the outer area of the main market building occupied by traders selling retail products such as shoes, clothes, and skincare or cosmetic products. Traders in the courtyard are generally micro and small business actors who operate independently.
In recent years, the Central Market has experienced a decline in the number of visitors and sluggish buying and selling activities. This is influenced by the shift in people's consumption patterns towards digital, namely the increase in shopping preferences through online shop platforms. Even so, this market remains an important location that reflects the economic dynamics of the local community, especially in seeing the impact of technological changes on the income of offline store traders.
Results of Interviews with Traders
The five traders interviewed have different backgrounds in running a business, but all agreed that the Central Market is a strategic location to sell. One of the traders who has been selling for 18 years stated:
"I started in 2006, when it was still an old market. I used to sell small fabrics, now thank God I have my own shop,"
Several other merchants initially helped the elderly before finally opening their own stores in 2015–2017. There are also those who have only started a business in the Central Market for 3 years because they see market revitalization and strategic location opportunities.
Motivations for choosing a textile business as a livelihood vary, but all traders see the textile business as a stable job, always sought after by people, and according to their ability. One trader stated:
"I have always liked to sew, so I understand fabric. In the past, when I was a girl, I often helped my aunt who sold at the market, over time I think I could too. Finally, when I got married, I started my own business, selling fabrics, starting from a small business, over time, thank God, I was able to add more goods and more subscriptions."
Other reasons arise from economic factors, hereditary family experiences, and the belief that textiles are a never-ending need:
"People always need fabric, whether it's for school, celebrations, uniforms, or whatever. So I think this business can continue. It's just a matter of how we take care of customers and stock goods so that they are satisfied."
Before the rise of online shops, the sales conditions of traders in the Central Market were very good and stable. Buyer visits are high almost every day, especially during the new school year, Ramadan, and celebration seasons. The traders said that transactions went smoothly and the daily turnover could reach one to two million rupiah. One of the traders revealed:
"At that time, we were never empty of buyers. Sometimes the stall opens at eight in the morning, at nine o'clock it is already crowded. Many buy for uniforms, create events, or sell again. Anyway, we never complain about the income."
The average daily turnover ranges from hundreds of thousands to millions of rupiah, depending on the type of goods and the shopping season of the community. Some traders even recorded a monthly turnover of tens of millions of rupiah, reflecting that the Central Market is still the main shopping center for the public.
Merchants began to feel the impact of online shops between 2017 and 2020. This impact is marked by a decrease in the number of visitors, an increase in price comparison by consumers, and a shift in people's shopping behavior to online platforms. One trader stated:
"It started to feel like it was in 2018, at that time there were buyers who came looking at the hijab, but said 'on Shopee there is cheaper'. From there, I began to realize that online has reached mothers as well, not just young people."
The decline in sales turnover was significant and consistent. Some traders reported monthly turnover was down by more than half from before. Other impacts include slowing the turnover of goods, the need to reduce stock, and the loss of repeat customers. A trader said:
"In the past, we could get more than a million a day, now sometimes only two hundred thousand, and there have even been buyers. If there is only an old subscription, even then you only buy one or two pieces."
The price factor is a major challenge for physical traders. Prices in online stores are often cheaper because the distribution chains are different and there are promos such as cashback and free shipping, thus lowering the competitiveness of physical stores and customer trust:
"We in this store take goods from distributors, not directly from factories. So our prices have gone up from the beginning. While online, many sell directly from factories, or import them on a large scale, so they can give you cheap prices. We can't compete with that."
To survive, traders suggest several strategies, including technology adaptation, service improvement, strengthening customer relations, stock updates according to trends, as well as collective cooperation and promotion between traders. Government support in the form of digital training is also considered important. One of the traders stated:
"We have to start learning online as well, at least post things on WA or Facebook. Now many customers are asking questions through cellphones, so we have to follow the developments."
Another recommended approach is to maintain good relationships with customers:
"Buyers if they feel well served, they still come even though the price is slightly different. So we have to be more friendly, help choose fabrics, give pieces, and keep the relationship loyal."
Collaboration between merchants is also considered important to attract visitors:
"Maybe if we make a promotion together, or make a kind of small bazaar in the market, people will be interested in coming again. So not only the promotion of the store itself, but also the crowd so that this market is alive again."
Overall, the results of the study show that the rise of online shops has a significant negative impact on traditional traders in the Gorontalo City Central Market. To remain competitive, traders need to adapt to technology, strengthen customer service and relationships, follow market trends, and collaborate with other traders, supported by digital training and government policies.

DISCUSSION
A. Analysis of Offline Store Traders' Income at the Central Market in Gorontalo City
Based on the results of interviews with informants, it was revealed that the income condition of textile traders in the Gorontalo City Central Market before the rise of online shops showed quite good stability. In the context of accounting, revenue is the gross inflow of economic benefits arising from the normal activities of the company during a period (PSAK No. 23). This is in line with the conditions experienced by traders during that period, where cash inflows from sales took place consistently and reliably. 
Farhana Syamsudin, as a senior trader with 18 years of experience, described a stable income condition with a daily turnover of IDR 1,000,000 to IDR 1,500,000, and can even reach IDR 2,000,000 on certain days. Similarly, Fahrul Gifar reported a monthly turnover of up to IDR 50,000,000. These figures show that in that period, textile traders had an adequate level of income to maintain business continuity and even develop working capital. 
From the perspective of accounting theory, this condition reflects the optimal revenue recognition principle, where sales transactions occur directly between sellers and buyers without intermediaries on digital platforms. This allows traders to recognize the full revenue at the time of the transaction, without any commission deductions or platform fees that reduce the net income.
The emergence of online shops as an alternative distribution channel has fundamentally changed the income structure of traditional textile traders. Based on the findings of the study, traders began to feel a significant impact on their income from 2017-2020, with the peak of the decline occurring during the COVID-19 pandemic.
The decline in income experienced by informants shows a shift in the concept of income from an accounting perspective. Where previously revenue was earned through direct sales with relatively stable profit margins, traders now face competitive pressures that force them to adjust pricing strategies and fee structures.
Farhana Syamsudin reported a decrease in daily income from around Rp 1,000,000 to only Rp 200,000, sometimes even no sales at all. Fahrul Gifar experienced a decrease in monthly turnover from IDR 50,000,000 to only IDR 10,000,000-15,000,000. This data shows a decrease in income of up to 70-80% from the previous condition.
In accounting theory, this decline can be analyzed through the concept of marginal revenue, where each additional unit sold generates a decreasing revenue due to competitive pressure from online platforms. This is in line with the microeconomic theory that states that in a perfectly competitive market, companies will face a declining revenue curve as competition increases.
B. [bookmark: _Toc205056644]Factors Affecting Income Changes
An analysis of the factors influencing the change in the income of textile traders reveals several important dimensions related to accounting theory and financial management:
a. Cost Structure and Profit Margin
Merchants face challenges in different fee structures to online sellers. As revealed by Farhana Syamsudin, market traders take goods from distributors at prices that have experienced mark-ups, while sellers Online can access goods directly from the factory at a lower price. In management accounting, this is related to the concept of Cost structure and value Chain Analysis, where the trader's position in the value chain determines their ability to set competitive prices (Muhlisoh et al., 2025).
b. Price Elasticity and Consumer Sensitivity
The research findings show that consumers have become more price-sensitive and actively compare prices between physical and online stores . This reflects market conditions with high demand elasticity, where small changes in prices can have a significant impact on sales volume and, ultimately, total revenue.
c. Changes in Consumer Behavior and Channel Preference
The shift in consumer preferences from offline to online shopping  not only impacts sales volume, but also on revenue recognition patterns. Traditional merchants who are used to direct cash sales now have to face the fact that most transactions are turning to digital platforms that they are not good at.
1. [bookmark: _Toc205056645][bookmark: _Toc198833920][bookmark: _Toc198905030]Necessary Adaptation Strategies
Based on the discussion above, it can be concluded that the main challenge faced by traders is the low ability to adapt to changes in the digital market. For this reason, a number of adaptation strategies are needed, including according to  (Ratnawati & Yasin, 2024; Sine et al., 2020) :
1. Business Digitalization
The most basic step that traders can take in facing the challenges of the digital era is to digitize their business, which is to integrate information technology in their business processes. Digitization does not have to be done on a large scale, but can be started from simple steps such as creating a store account on the marketplace (Shopee, Tokopedia, TikTok Shop) and promotion through social media.
In today's digital era, business actors, including traders, are increasingly required to be able to utilize information technology and social media as a means of marketing. This is in line with the findings (Pulukadang et al., 2024) in his research on the Karawo House Business in Gorontalo City which shows that marketing and sales are carried out online and offline, including through social media and digital promotion. Thus, the use of online shops by market traders is also an important strategy in increasing consumer reach and revenue potential.
2. Improving Financial Literacy and Basic Accounting
One of the main weaknesses found in this study is the low ability of traders in financial recording and management. Many of them still record income and expenses manually without further analysis. Therefore, increasing financial literacy is an important adaptation strategy.
In today's digital era, technological developments, in particular, financial technology, It also encourages changes in transaction patterns of business actors, including traditional market traders. This is in line with the statement (Kau et al., 2023) which states that Financial Technology has brought about major changes in financial management and has had a significant impact as it improves efficiency as well as expands access to financial services.
3. Product Innovation and Diversification of Offerings
Traditional merchants often get stuck on products they've been selling for a long time without paying attention to changing consumer preferences. Therefore, product innovation is the key to maintaining competitiveness in the midst of a flood of products from online stores.
4. Improving the Quality of Direct Service
One of the advantages of physical stores that online stores don't have is direct interaction with customers. Therefore, traders in the Central Market can maximize direct service as a strategy of competitive advantage.
 
4. CONCLUSION
 The presence of digital shopping platforms has had a negative impact on the financial condition of traditional traders. Traders began to feel this influence from 2017-2020 with the peak of the decline occurring during the COVID-19 pandemic, where income decreased drastically to 70-80% from the previous condition. The daily turnover that previously reached Rp 1,000,000-2,000,000 dropped to only Rp 200,000 and sometimes there were even no sales at all.
 This change is triggered by a fundamental shift in consumer behavior that is increasingly sensitive to prices and prefers the convenience of online shopping with various benefits such as promos, cashback, and free shipping. Traditional merchants face structural challenges in competing due to differences in distribution chains, where they pick up goods from distributors at prices that are already mark-up, while online sellers can access goods directly from factories at more competitive prices. This drastic decline in income has an impact on traders' ability to manage working capital, the frequency of stock picking, and the turnover of goods, which ultimately threatens the long-term sustainability of the business. Nonetheless, merchants are showing awareness of the need to adapt to digital technology developments and recognize that the integration of technology in sales operations is an urgent need to survive in the digital age.
Traders in the Gorontalo City Central Market are expected to start utilizing digital technology to market their products, for example by using social media, instant messaging applications, or joining the marketplace. In addition, it is important for traders to start recording financial transactions in a more structured manner in order to monitor their business performance more accurately and develop the right strategy
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