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Å Lack of market information 
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https://documents1.worldbank.org/curated/en/685791521537975174/pdf/Gender-gap-in-earnings-in-Vietnam-why-do-Vietnamese-women-work-in-lower-paid-occupations.pdf
https://openknowledge.worldbank.org/bitstream/handle/10986/23469/Breaking0the0m0le0dominated0sectors.pdf?sequence=1&isAllowed=y
https://documents1.worldbank.org/curated/en/956031468185386493/pdf/100247-BRI-Series-Box393225B-Female-Entrepreneurs-Who-Succeed-in-Male-Dominated-Sectors-in-Ethiopia.pdf
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éhowever, this could be partly explained by 
differences in the distribution of employment 
status and product categories between male and 
female merchants





Some hypotheses of why some feminine product categories were associated with lower sales: 

1 2 3 4
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https://openresearch-repository.anu.edu.au/handle/1885/49336?mode=full
https://www.worldbank.org/en/country/indonesia/publication/beyond-unicorns-harnessing-digital-technologies-for-inclusion-in-indonesia
https://blogs.worldbank.org/eastasiapacific/whats-holding-indonesian-women-back-understanding-social-norms-limit-girls
https://www.ilo.org/global/topics/care-economy/lang--en/index.htm
https://www.worldbank.org/en/country/indonesia/publication/indonesia-economic-prospects-iep-june-2021-boosting-the-recovery
https://www.oecd-ilibrary.org/development/sigi-2019-global-report_bc56d212-en
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Generally, being 
female decreased the 
likelihood of adopting 
e-commerce during 
the pandemicé.

32

éhowever, take-up 
rates were higher 
amongst some 
groups of female 
entrepreneurs 





These non -traditional new female 
merchants had some intrinsic advantages

This might lead to better sales performance among new 
female merchants



Indeed, we find that, in terms of 
sales performance in 
November * 

1 2 3
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Promote and enhance online 
entrepreneurship

a. Provide business trainings 
and mentoring programs 
and establish networking 
platforms

b. Offer accelerator programs 
for growth-oriented 
entrepreneurs 

Improve participation of women in 
online entrepreneurship

a. Tailor programs and business 
plan training for women with 
young children

b. Promote access to safe, 
reliable, and affordable child 
and elderly care

c. Challenge social norms on 
gendered care responsibilities

Closing knowledge gaps
a. Conduct analytical studies to 

understand gender differences 
in activities and profits for 
online entrepreneurs

b. Conduct RCTs to create growth 
mindsets paired with other 
interventions like business 
training or childcare options.



https://thedocs.worldbank.org/en/doc/e975e535c0a25907216079e138c56307-0070012021/original/Indonesia-Shopee-World-Bank-Digital-Merchant-Survey.pdf
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Calibration Rake/RIM Weighting 



Due to sensitivities to ask directly 
about sales and hence merchantsô 
reluctance to fill-in the survey, and 
the higher likelihood of merchants 
to report inaccurate figures, we 
asked sales performance using 
categorical questions:  



(1) Multinominal logit
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