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ARTICLE INFO ABSTRACT 
 This research aimed to find out the establishment process of startup users in 

Palembang City, Indonesia, especially the influencing factors. The establishment 
of startup users consisted of nine aspects, including competent skills, inspired by 
friends who started selling online, attending business workshops/seminars, 
inspired by YouTube content, inspired by personal hobbies, informed by friends, 
supported by family, connected with distributors, and experienced in the business. 
The research employed a qualitative approach by collecting data through 
observation, interviews, and document analysis. The research results indicated 
that the success of startup users in Palembang City was influenced by skill, 
experience, social support, and adaptation ability to market and technological 
changes. These findings provided valuable insights for developing the local startup 
ecosystem and emphasizing the essence of education, training, and social 
networks in building individuals to become entrepreneurs in the digital era. 
 
Keywords: The Establishment Process, Startup Users 

 
Introduction 

 
In the era of globalization and the development of information technology, the emergence of startups in various 
cities has become inevitable. One of the cities in Indonesia, Palembang City, experienced this development. The 
establishment process of startup users in Palembang City is significantly intended to understand the dynamics 
of the growth of the startup user ecosystem in the region. Startup growth can be measured from the company’s 
and the users’ or consumers’ perspectives as an integral part of the ecosystem (Shrestha et al., 2021). The 
establishment process of startup users includes various aspects, such as awareness of new services or products, 
market acceptance, and adaptation to technological innovation (Weil, 2018). On the social side, social network 
theory can also provide valuable insights. Relationships between individuals in Palembang City can critically 
contribute to the process of disseminating information and adopting technology (Valente, 2012).  
The dynamics of the startup ecosystem growth in Palembang City are vital for business and economic 
development, including the significant social impact. Changes in consumption patterns, lifestyles, and 
individual interactions become relevant in this context. This phenomenon creates the necessity to identify the 
influencing factors of the establishment process of startup users; thus, appropriate strategies can be 
implemented in developing the local startup ecosystem. Due to the presence of startups in Palembang City, 
local factors, e.g., culture, infrastructure, and government policies significantly contribute to shaping people’s 
perceptions and acceptance of startup innovation (Hitt et al., 2009). Through a deeper understanding of users’ 
roles in this ecosystem, a more conducive environment for the growth and sustainability of local startups can 
be created (Audretsch, 2014).  
Startup growth can be measured from the company’s and users’ or consumers’ perspectives as integral parts of 
the ecosystem. The establishment process of startup users includes various aspects, such as awareness of new 
services or products, market acceptance, and adaptation to technological innovation. Therefore, this research 
aimed to dig deeper into the establishment process of startup users in Palembang City. Psychological, social, 
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and technological aspects can affect the establishment process of startup users. In addition, the characteristics 
of Palembang City, both in terms of culture and economic conditions, can also contribute to the behavioral 
patterns of startup users in the region. Bovet and Cesati (2000) revealed that social and cultural aspects 
significantly contribute to technological adoption. This approach could be used as a basis for understanding 
differences and similarities in startup user behavior in various local contexts.  
This research employed a qualitative approach by collecting data through interviews, observation, and 
document analysis. A qualitative method was chosen because it could provide a deeper and more contextual 
understanding of the observed phenomena, especially in complex contexts such as the startup user 
development process (Creswell, 2007). A qualitative approach to analyzing local characteristics and cultural 
dynamics could be adopted to understand the unique factors influencing startup users (Priya, 2021). Hopefully, 
the research results will provide a more comprehensive overview of the dynamics of the startup user 
development process in Palembang City and valuable insight for further development in the local startup 
ecosystem.   
 

Method 
 
This research employed qualitative methods. The primary data was obtained through observation, interviews, 
and documentation. The research was conducted from November to December 2023 in Palembang City, 
Indonesia. Primary data was collected through observation, interviews, and documentation of informants with 
criteria, namely those who sold goods or services online. The research informants consisted of 14 people across 
Palembang City. The informants were between 25 and 45 years old, and most of their highest educational 
background was senior high school. The data analysis technique used the Miles and Huberman, namely data 
reduction, data display, and conclusions. The research results are then analyzed and reviewed with relevant or 
contradictory previous research.  
 

Results and Discussion 
 
The Establishment Process of Startup Users in Palembang City, Indonesia  
Based on the research results, the establishment process of startup users in Palembang City could be classified 
into nine categories, namely competent skills, inspired by friends who initially sold conventionally and 
eventually became online sellers, attended business workshops/seminars, inspired from YouTube, hobbies, 
informed by friends, supported by family, connected with distributors, and experienced in business. These can 
be explained further below:    
 
Competent Skills  
Skill is the ability of someone or group to work in a particular field. Skills essentially contributed to establishing 
startup users in Palembang City, as stated in this interview excerpt:  
 
“I have the skills to produce the goods to be sold, heretofore. With this skill, I finally tried selling online, but I 
still sold something offline or face-to-face with buyers.”  
 
The interview results revealed that a person’s abilities can influence someone in using online startups in 
Palembang City. Even though he does business online, the informant also stated that he still sells 
conventionally. The informant described that he had the skill to produce the goods he sold. It implies that he 
has particular expertise or skills in creating or producing the product. The informant also conveyed that he had 
been selling in person or offline for a long time. It indicated that he had experience interacting face-to-face with 
buyers. It can be an advantage in building relationships with customers. Even though he had experience selling 
offline, the informant attempted to gain opportunities in selling online. It denotes awareness of the importance 
of business expansion to online platforms to reach a broader market. Informants do not rely only on one sales 
method. He continues to run the business offline while exploring online market opportunities. This 
diversification can provide skill and flexibility when running a business.  
  
The previous research focused on individual’s skill to influence online startup usage. Sen et al. (2023) reveal 
that awareness of the importance of business expansion to online platforms is a critical factor in establishing 
startup users. In this context, Ufimtsev (2006) highlights the importance of individual expertise or skills in 
influencing startup users. Research by Bartaula (2023) emphasized the essence of diversifying sales strategies 
to increase business stability and flexibility. A consistent finding with interview results was obtained that 
informants relied on one sales method and ran the business offline while exploring online market 
opportunities.  
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Figures 1. (a) and (b) Startup User Businesses with their skills; (c) Interview with an Informant    

 
Inspired by Friends  
The emergence of online startup users in Palembang City was inspired by friends who initially only sold offline. 
Then, the friends sold their goods online. These results can be seen in the interview excerpt below:  
“In the past, I only sold my goods face-to-face; however, I sell them online now.” 
 
Based on the interview above, it can be interpreted that someone could build a business using an online startup 
because he could learn from the experience of friends who previously sold offline to become online sellers. The 
informant indicated a change in sales strategy from face-to-face (offline) to online sales. The informant stated 
that at one time, he only relied on direct or offline sales. However, with changing times or situations, he adapted 
his sales strategy. The informant stated that he had incorporated online sales into his business model. It could 
be caused by changes in market trends, a desire to reach a broader range of customers, or a response to 
technological developments. The transition from face-to-face sales to online sales showed business flexibility. 
Informants were willing to adapt to changes in the business environment and take advantage of new 
opportunities that might arise.  
Changing sales strategies from offline to online in response to changing market trends has been a relevant 
research topic in previous literature. Research by Sen et al. (2023) highlighted the importance of adapting to 
technological developments in building startup business models. In this context, Bartaula (2023) revealed that 
an individual’s skill to learn from friends’ experiences and adapt sales strategies was a critical factor in startup 
success. In addition, research by Ufimtsev (2006) highlighted the importance of business flexibility and the 
skill to adapt to changes in the business environment. The interview results indicated the informants’ 
willingness to adapt to market changes and take advantage of new opportunities, consistent with the research 
findings. 
 

 
Figures 2. (a) and (b) Startup Users’ Efforts Inspired by Friends;  (c) Interview with an Informant  
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 Attending Business Workshops/ Seminars  
Nowadays, many workshops or seminars have been carried out, e.g., online selling. The emergence of startup 
users in Palembang City due to attending business workshops/seminars can be seen in this interview excerpt: 
  
“At that time, I initially attended a workshop.” 
“I can be who I am today because I participated in an entrepreneurship seminar.” 
 
The interview results above imply that the seminar/workshop activities on entrepreneurship followed by 
someone can increase a person’s experience and abilities as a startup user. Training/seminars must be carried 
out in online business (Susanti, 2020). The informant indicated that he had improved his skills and knowledge 
by participating in entrepreneurship workshops and seminars. The informant reflected that he initially 
attended a workshop. It denotes awareness of the importance of improving skills and knowledge through 
training or structured learning activities. The informant also stated that he could reach his current position or 
situation due to participation in entrepreneurship seminars. This seminar may provide the insight, skills, or 
resources necessary to succeed in an entrepreneurial context.   
 
In addition, research by Wales et al. (2013) highlighted the role of training and workshops in improving skills 
and knowledge in an entrepreneurial context. The interview results showed that participation in 
entrepreneurship seminars had improved the informants’ abilities, which is in line with the research of Wales 
et al. Meanwhile, Akbar (2022) revealed that participation in entrepreneurship seminars could provide the 
insight, skills, and resources necessary for business success. It was consistent with what the informants stated 
in the research results. Research by Yousaf et al. (2020) emphasized the importance of individual awareness of 
improving skills and knowledge through structured learning activities such as workshops and seminars. These 
findings supported the conclusion that participation in entrepreneurship seminar activities could improve 
individual abilities as startup users. 
 

 
Figures 3. (a) and (b) Startup User Businesses due to Attending Business Workshops/Seminars 

 
Inspired by YouTube  
Fourth, the startup user was inspired by YouTube. The interview results can be seen in the statement below:  
“After I watched YouTube, I was inspired to use startup.”  
 
The informant intends that with the ease of today’s technology, someone can learn something or find 
inspiration about something by simply watching YouTube. It is an advancement in information and 
communication technology (Suherlan & Okombo, 2023). For instance, the informant got inspired to use 
startups from watching things related to using startups on YouTube. The informant stated that the positive 
influence of watching YouTube triggered him to be involved in startups. The essence of the informant’s 
statement reflected the positive impact of digital content, especially videos on the YouTube platform, as a 
source of inspiration. It happened because of digital interactions (Rizvanović et al., 2023). Another essence 
could also be related to literature that discussed how digital content consumption could stimulate business 
ideas and innovation. It showed a relationship between entrepreneurship and social media (Barrera-Verdugo 
& Villarroel-Villarroel, 2022). 
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Figures 4. (a) Startup User Business Inspired by YouTube; (b) Interview with an informant 

 
Hobby   
Fifth, the emergence of startup users because of hobbies. It can be seen in this interview excerpt:  
“At first, it was a hobby. Then, it became my business until now.”  
 
The informant implies that the establishment of a startup user can start from a hobby, and then this hobby 
turns out to be a business opportunity to earn income. A startup’s existence results in income obtained by its 
users (Azzahra & Artanti, 2022). The informant’s statement reflects the ongoing transformation from hobby to 
business. Starting from a hobby can become a business (Kadile & Biraglia, 2022) and indeed generate income 
(Lim, 2020). This statement can relate to hobby monetization, where someone turns their hobby into a source 
of income or business. This statement also reflects how a person’s interests or hobbies can become the basis 
for starting a business.  
 

 
Figures 5. (a) and (b) Startup User Business as a Hobby 

 
Informed by Friends  
The sixth is the establishment of startup users due to information from friends. It can be seen in the interview 
excerpt below:   
 
“At that time, I got the information from a friend, and then I became interested, and finally, I joined.” 
 
The informant’s statement implies that a friend’s invitation can influence a person’s use of a startup. Therefore, 
initially, the person does not know the information. They then become aware of the information. Hence, once 
the information is known, it results in interest and ultimately joining to use the startup. It denotes that a 
person’s decisions can be influenced by networks or friends (Gibbs et al., 2007). The informant’s statement 
reflects how obtaining information from friends can trigger a person’s interest and participation in an activity 
or organization. Social influence has been shown to significantly influence human behavior in general (Graf-
Vlachy et al., 2018). Concepts from the diffusion of Innovation theory can include how information and 
innovations spread through social networks and how friends or co-workers can be the primary source of 
information that motivates people to adopt or join a new idea or activity. Information through social ties has 
an essential impact on a person’s behavior (Berger, 2014). This statement relates to interpersonal 
communication studies, which discuss how communication between individuals, primarily through closest 
sources such as friends, can influence a person’s decisions and actions. Social engagement theory can be used 
to explain how social connections and interactions with other people, including friends, can motivate 
participation in an activity or group.  
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Figures 6. (a) and (b) Startup User Businesses Informed by Friends 

 
Supported by Family    
Seventh, the emergence of startup users due to family help can be seen in these interview excerpts:   
 
“My wife helped me from the beginning until now.” 
“From the start, I was helped by my parents.” 
“My son helped me from the beginning until now.” 
“My parents and family helped me build this.” 
“My family has helped me from the past until now.”  
 
Based on the results of the interviews above, it can be interpreted that family plays a vital role for a startup user 
because the family can assist in the form of funding and motivation; thus, someone can survive as a startup 
user. There is a relationship between family roles and entrepreneurship that a person carries out (Cardella et 
al., 2020). These informants’ statements have in common the emphasis on family support from the beginning 
until now. It reflects that the family is vital to individual success in various aspects of life, including business 
sustainability. Family can help maintain a business and become a successful entrepreneur (Reisinger & Lehner, 
2015). Informants also showed consistency in family support. It could illustrate long-term commitment and 
consistency in providing support, both emotional and practical. The informant’s statements also reflected the 
cooperation and involvement of family members in various stages of life. The family can determine a business’s 
sustainability (Tunio et al., 2021). The support expressed by informants could involve various aspects, 
including emotional support (e.g., encouragement and motivation) and practical support (e.g., financial 
support or direct assistance in business). Informants also emphasized the continuity of family support. It might 
indicate that such support occurs not only in the early stages but persists throughout the individual’s journey.  
 

 
Figures 7. (a) Startup Users’ Efforts due to Family Assistance;  (b) Interview with an Informant  

 
Connected with Distributors    
Then, eighth, startup users are established because they are connected with distributors, as seen in this 
interview excerpt:   
 
“I am connected with a distributor. Then, I helped sell online. Furthermore, many people bought it, so finally, 
I tried my own business until now.”  
 
The informant’s statement interprets that a network of acquaintances can cause someone to become a startup 
user because, from these introductions, someone can learn to open their own business. Relationships or 
networks with various parties positively impact the establishment of a startup, namely, increasing knowledge 
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for innovation (Analia et al., 2019). Analysis of the informants’ statements reflected the evolution of the 
business, from introducing themselves to distributors to running their own business after helping them sell 
online. Networks can impact a person’s success (Wolff & Moser, 2009). The informant’s statement also reflects 
a change in the business model from getting to know distributors to online sales and finally attempting their 
own business. Social networks can be critical to a person’s business success (Vasilchenko & Morrish, 2011). The 
informant highlighted the importance of responding to increasing market demand through online sales.   
 

 
Figures 8. (a) Startup User Business Due to being Connected with Distributor;  (b) Interview with an 

Informant  
 
Experienced in Business 
Lastly, the establishment of startup users due to the experience of businesses can be seen in this interview 
excerpt:  
 
“My childhood experience has been opening a business, hence, I built this from my experience with online and 
offline businesses.”  
 
The interview result above implies that the person’s experience can become capital as a startup user. In 
addition, technology mastery is also necessary for online businesses today (Jaidan, 2020). The informant 
indicated that he built his business based on his childhood experience of opening a business, both online and 
offline. The informant’s statement reflects that entrepreneurial experience since childhood can be an essential 
basis for building and managing a business. Experience can influence a person’s business success (Hopp & 
Sonderegger, 2015). The informant’s statement about building a business based on experience for online and 
offline businesses showed the individual’s skill to adapt traditional entrepreneurial skills into the context of the 
digital era. Skills can support entrepreneurial abilities (Pennetta et al., 2023).   
 

 
Figures 9. (a) and (b) Startup User Businesses Due to Business Experience 

 
Conclusion 

 
Their skill and experience can influence the success of startup users in Palembang City in producing goods, 
interacting directly with customers, and running a business conventionally. It indicates the importance of 
having relevant skills and experience in building and managing a business, both online and offline. Primarily, 
there is a skill to adapt to market and technological changes. Startup users leverage online platforms to expand 
their market reach, demonstrating flexibility in sales strategies and innovation readiness. Information from 
friends, as well as support from family, has a vital role in influencing a person’s decision to use a startup. 
Interpersonal communication and social networks also contribute to the dissemination of information and 
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motivation to join online platforms. Hobbies can be a foundation for starting a business and becoming a startup 
user. The transformation from a hobby into a source of income implies the importance of using personal 
interest as motivation to build a business. Participation in workshops, seminars, and entrepreneurship training 
activities can improve the skills and knowledge needed to become a successful startup user. It emphasizes the 
importance of education and training in preparing individuals for entrepreneurship in the digital era. A 
network of acquaintances with distributors and experience opening an online and offline business can be 
valuable capital in establishing and managing a startup. The skill to adapt to market and technological 
developments is also critical to long-term success.     
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