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ABSTRACT 

 

In the Philippine market, the tiangge sector continues to manifest strong 

growth despite setting lower prices for their products. This qualitative 

phenomenological research examined the selling skills of 12 tiangge 

vendors in Guagua, Pampanga, exploring their lived experiences and 

business strategies. Employing a semi-structured, open-ended interview 

guide and thematic analysis, the study gathered in-depth insights into the 

vendors' experiences and selling practices. The findings indicated that 

these vendors mostly exhibited skills in bargaining, relationship-

building, communication, integrity, problem-solving, referrals, 

adaptability, and positive thinking. However, issues in their selling skills 

include low income, rental expenses, weather conditions, the threat of e-

commerce, unpleasant customers, and work-related burnout. The 

vendors’ resilience in hurdling these challenges was attributed to coping 

strategies including spiritual and family motivations, opportunity 

recognition, the suki (loyal customer) system with price flexibility, and 

product diversification aligned with market trends. 
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Introduction 
In the current economic climate, Filipino 

consumers seek cost-effective, affordable prod-
ucts. The practice of "tawad" or haggling has 
been a significant part of Filipino consumer cul-
ture in informal markets. The retail industry is 
experiencing a significant trend called 
"tiangge" or bazaar market shopping, which of-
fers lower prices, bargaining opportunities, 
and second-hand items. Filipino consumers are 

adopting more discerning shopping habits, of-
ten looking for discounts and making price 
comparisons before purchasing (Cosep, 2019). 
92% plan their purchases in advance, prioritiz-
ing basic necessities and allocating time for 
finding the best deals, according to a study by 
Sucgang (2019).  

Relative to that, the tiangge market in Gua-
gua, Pampanga is thriving with vendors selling 
a variety of items at low prices. This has led to 

mailto:ianlimpin14@gmail.com


Butiu et al., 2025 / Exploring the Selling Skills of Tiangge Market Vendors in Guagua, Pampanga 

 

    
 IJMABER 1718 Volume 6 | Number 4 | April | 2025 

 

intense competition, with vendors aiming to at-
tract more buyers. Moreover, vendors often 
struggle to compete with their neighbors, as 
they frequently sell similar products (Serrato 
et. al., 2020). Retail outlets selling the same 
items tend to serve the same market, which can 
simultaneously provide competitive ad-
vantages and increase competition (Omanyala, 
2018).  

Thus, this study investigated the selling 
skills of tiangge market vendors in Guagua, 
Pampanga, focusing on their strategies to out-
sell competitors. Despite the focus on bargain 
and flea market economies, little research has 
explored the strategies employed by these ven-
dors to gain an edge over their competitors. 
This research aimed to identify the selling skills 
of tiangge vendors, obstacles they faced, and 
coping strategies they used to manage these 
challenges.   

 
Significance of the Study 

The findings of this study are beneficial to 
the following: 

For Tiangge Market Vendors: This study will 
help tiangge market vendors become more 
knowledgeable and aware of the selling skills 
they are using and which skills they lack. As a 
result, they can apply the insights from this re-
search to improve their daily business opera-
tions. 

For the Consumers: This research will pro-
vide consumers with an understanding of the 
challenges and experiences faced by tiangge 
market vendors in their business activities. It 
aims to educate consumers about the complex-
ities of tiangge operations, which may lead to 
better customer relationships and increased 
support for local vendors. 

For the Local Government Unit (LGU): The 
discoveries from this study will aid the LGU in 
better understanding and supporting the mar-
keting initiatives of tiangge vendors in Guagua, 
Pampanga. It will also inform the LGU’s policies 
and programs to ensure that vendors have a 
conducive environment in which to operate. 

For the Future Researchers: This study will 
serve as a reference and guide for future re-
searchers interested in examining the selling 
skills of market vendors or similar topics. It will 
contribute to the growing body of knowledge in 

this area, providing valuable insights for fur-
ther studies. 

 
Theoretical Framework 

The study utilizes the Buying Formula The-
ory, developed by E.K. Strong in the early 
1900s, to understand consumer behavior and 
develop effective advertising strategies. This 
buyer-oriented theory focuses on the custom-
er's perspective in the buyer-seller relation-
ship, emphasizing the role of the salesperson in 
understanding buyer needs and problems. The 
theory is chosen because it encompasses the 
selling skills necessary to market products and 
illustrates the steps consumers take when mak-
ing purchasing decisions.  

Furthermore, this also aims to address cog-
nitive processes that influence the decision to 
make a purchase. The concept is based on the 
premise that a need or problem prompts the 
buying decision, and the solution to this need 
may be found in a product, service, or a combi-
nation of both, provided by the producer or 
seller, capturing the purchaser's interest in ac-
quiring a solution. The theory helps research-
ers better understand customer behavior and 
build effective advertising campaigns that in-
fluence consumers at each stage of the purchas-
ing process.  

 
Statement of the Problem 

This research aimed to explore the selling 
skills of tiangge market vendors in Guagua, 
Pampanga. Specifically, it sought to answer the 
following questions: 
1. What selling skills do the participants typi-

cally possess? 
2. What issues and challenges do vendors en-

counter with regard to their selling skills? 
3. What coping strategies do vendors use to 

overcome these challenges? 
4. What emerging framework can be devel-

oped based on the study’s findings? 
 
Scope and Delimitation 

This study focused on exploring the selling 
skills of tiangge market vendors in Guagua, 
Pampanga. The research primarily aimed to ex-
amine the various selling skills of these ven-
dors, the challenges they face, and how they 
cope with those challenges. The study used a 
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qualitative phenomenological approach, em-
ploying thematic analysis to interpret the data. 

The study participants were limited to 
those who met the following criteria: (1) must 
be a tiangge market vendor, (2) either male or 
female, (3) must have been a tiangge vendor for 
at least two years, (4) sell either dry or wet 
goods in the local/public market, and (5) oper-
ate their stalls in Guagua, Pampanga. A total of 
12 participants were interviewed. 

The researchers only included vendors who 
met the specified criteria, and those who did 
not meet the criteria were excluded from the 
study. The study was conducted over the pe-
riod from February to November 2024. 

 
Research Design 

Qualitative research is a method used to in-
vestigate real-world challenges, focusing on 
understanding people's experiences and per-
spectives through social institutions and hu-
man behavior (Tenny et. al., 2022). This study 
used a qualitative research approach to gather 
insights from participants' lived experiences, 
aiming to make them visible to the public.  

Phenomenological research, on the other 
hand, describes the essence of a phenomenon 
from the perspective of individuals who have 
experienced it. This approach is valuable for 
delved-in understanding of thoughts, feelings, 
and experiences of the audience, helping to de-

velop new theories about behavior in con-
trolled situations (Neubauer et. al., 2019). 
Thus, the researchers used the phenomenolog-
ical qualitative analysis framework to study the 
lived experiences of tiangge market vendors in 
various social contexts, aiming to gain a better 
understanding of their subjective experiences. 

 
Participants of the Study 

This study focused on tiangge market ven-
dors in Guagua, Pampanga, using purposive 
sampling as the primary data source. The re-
searchers selected 12 participants based on 
specific criteria, such as being tiangge market 
vendors, being male or female, having been 
vendors for at least two years, selling products 
in the local/public market, and operating their 
stalls in Guagua, Pampanga.  

Purposive sampling, a judgmental sampling 
technique, falls under the category of non-
probability sampling and is best suited for ex-
ploratory studies. According to Nikolopoulou 
(2023), purposive sampling allows researchers 
to focus on specific areas of interest and collect 
in-depth information, making it suitable for 
this study. The study was conducted on a lim-
ited number of participants, as not everyone is 
a vendor in the tiangge market. This method al-
lows for a more manageable and effective 
study, as it allows for in-depth information col-
lection and focus on specific areas of interest.

 
Table 1. Socio-Demographic Profile of Tiangge vendors in Guagua, Pampanga 

Participant Sex Age Years of Being a Tiangge Vendor 
P1 Male 34 8 years 
P2 Female 36 4 years 
P3 Female 45 20 years 

P4 Female 57 6 years 
P5 Female 30 8 years 
P6 Male 33 5 years 
P7 Female 68 3 years 
P8 Female 46 14 years 

P9 Female 44 2 years 
P10 Female 38 5 years 
P11 Male 40 14 years 
P12 Male 50 20 years 

The demographic profile of the partici-
pants, including sex, age, and years as a tiangge 
vendor, shows that over half are women with a 

range of 30-70 years, placing them between 
young-aged adults to old-aged adults. The 
years of experience, ranging from two to 
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twenty years, reflects the participants' varying 
levels of expertise, which can significantly im-
pact their sales strategies and business plans. 

 
Research Instrument 

The study utilized a semi-structured inter-
view approach, combining elements of both 
structured and unstructured interviews, to 
gather comprehensive data on tiangge vendors. 
The interviews were conducted face-to-face, al-
lowing for open-ended discussions and facili-
tating in-depth research.  

Meanwhile, the semi-structured question-
naire included five main parts, each featuring 
follow-up questions. The first section covered 
the demographic profiles of the participants, 
including their name, age, and experience as a 
tiangge vendor. The second section focused on 
the selling skills of the participants, asking 
about their strategies and competitive edge. 
The third section explored the challenges and 
issues faced by vendors in relation to their sell-
ing skills, while the fourth section explored the 
coping strategies they use. The final section 
sought insights into the framework that could 
be developed based on the study's findings. 
This method allows for flexibility and sponta-
neity, making it an effective method for qualita-
tive research. 

 
Data Collection Procedure 

Before conducting the face-to-face inter-
views, the researchers developed and validated 
the semi-structured questionnaire. Once the in-
terview guide was finalized and validated, the 
necessary documents were submitted, and per-
mission was sought from the General Infor-
mation’s Office in the Municipality of Guagua to 
interview 12 tiangge vendors. 

Upon receiving approval, the researchers 
distributed informed consent forms to the par-
ticipants. These forms indicated the partici-
pants' acceptance of the interview and included 
statements emphasizing that any information 
collected would be used solely for research 
purposes. The researchers also assured partic-
ipants that their privacy and confidentiality 
would be fully protected. As highlighted by 
Thourani (2022), informed consent is a critical 
aspect of research ethics, ensuring that partici-
pants voluntarily agree to participate with a full 

understanding of the research's purpose and 
the risks involved. Conducting research with-
out obtaining informed consent would be un-
ethical and a violation of human rights. 

After receiving the necessary approvals and 
consent, the researchers proceeded with 
photo-voice documentation and conducted 
semi-structured, one-on-one interviews. Pho-
tovoice is a participatory technique often used 
in qualitative research where participants use 
photography and stories to convey their expe-
riences and issues (Nykiforuk et al., 2016). This 
method, along with the interview guide, al-
lowed the researchers to gather firsthand ac-
counts from tiangge vendors, offering a com-
prehensive understanding of their experiences. 
The interviews aimed to capture both verbal 
responses and visual depictions to enrich the 
study's findings. 

Also, a sequence of questions from the in-
terview guide were used to delve into relevant 
themes during the conversation. Such detours 
from the instructions were intended to learn 
about the tiangge market vendors' firsthand ex-
periences. Furthermore, the study's results 
have included components based on photo in-
terpretation and a semi-structured one-on-one 
interview, resulting in a complete understand-
ing. 

 
Data Analysis 

This study utilized thematic analysis within 
the framework of qualitative descriptive design 
to identify, analyze, and interpret patterns in 
qualitative data. The process is reflective and 
active, with researchers playing a significant 
role in interpreting the data from their per-
spectives. Coding is essential for identifying 
patterns and organizing data into themes. The 
researchers used both inductive and deductive 
approaches in thematic analysis. Inductive the-
matic analysis is a data-driven approach that 
allows themes to emerge naturally from the da-
taset, free from pre-existing theories or frame-
works.  

On the other hand, deductive thematic anal-
ysis starts with a predetermined set of codes 
based on existing knowledge or theory and 
looks for evidence in the data that supports 
these codes (Villegas, 2022). 
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Ethical Consideration 
The importance of ethical considerations in 

research cannot be overstated. Research ethics 
provide principles to ensure moral conduct, 
guide researchers in using funds responsibly, 
and prevent research misconduct. These guide-
lines hold researchers accountable for conduct-
ing studies that respect human rights, avoid 
harm, and maintain the credibility of the re-
sults. Ethical considerations ensure that re-
search outcomes are trustworthy and valid 
(Mazumdar, 2022). 

For this study, the researchers adhered to 
Republic Act No. 10173, also known as the Data 
Privacy Act of 2012 (DPA), which protects per-
sonal data collected in government and private 
sector information systems. Before starting the 
interviews, the researchers obtained the par-
ticipants' consent and thoroughly explained 
the study’s goals and objectives. Participants 
were also asked for permission to record the 
interviews to ensure that all responses were 

accurately captured. Additionally, the re-
searchers ensured that all participants fully un-
derstood the study’s purpose and benefits be-
fore consenting to participate. Participants 
were informed that they could withdraw from 
the study at any time without any conse-
quences. 

To protect the participants' privacy, their 
personal information was kept confidential 
throughout the study. All names were anony-
mized to prevent any link to the collected data, 
and all sensitive information was handled in ac-
cordance with ethical guidelines. Upon the 
completion of the study, all photos, voice re-
cordings, and informed consent documents 
were deleted or destroyed to protect the partic-
ipants' privacy, as stipulated by the Data Pri-
vacy Act. This ensured that all data collected 
during the research process remained strictly 
confidential and were used only for academic 
purposes. 

 
Results and Discussions 
SOP1: What selling skills do the participants typically possess?  
Table 2. Selling Skills 

Participants Key Points Code Theme 
P1, P2, P3, P4, P5, P7, 
P9, P12 

Offering discounts and ad-
justing the prices to close 
deals with customers 

Product Discounts 
Budget-Friendly 
Pricing 

Bargaining 
Skills 

P3, P5, P6, P10 Forming positive relation-
ship with customers 

Customer Relations 
Building Trust 

Relationship-
Building Skills 

P2, P4, P6, P8, P9, P11 Talking to customers to 
encourage them to buy 

Social Interaction Communica-
tion Skills 

P6, P10,  Being honest to customers Honesty Integrity Skills 
P1, P6, P8 Accepting defective prod-

ucts and resolving issues 
with customers 

Problem Resolution Problem-Solving 
Skills 

P7, P8, P9 Giving customers sugges-
tions where to buy 

Referring Other 
Sellers 

Referral Skills 

P4, P7, P8 Offering new and trendy 
products 
Adding product variations 

New Product Offer-
ings 
Wide Product Range 

Adaptability 
Skills 

P8, P11 Showing enthusiastic per-
sonality to customers 

Optimism Positive-Think-
ing Skills 

 
In response to the first question, eight key 

themes emerged regarding the selling skills 
participants possess. These include bargaining 

skills, relationship-building skills, communica-
tion skills, integrity skills, problem-solving 
skills, referral skills, adaptability skills, and 
positive-thinking skills.  
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Each of these skills played a role in shaping 
the vendors' approach to selling in the tiangge 
market. Some of them possess bargaining skills, 
in which participants in this category ad-
dressed their strategies for satisfying customer 
demands, such as assessing their financial ca-
pability and offering discounts. Fuchs (2020) 
emphasized the importance of price discounts 
in customer decision-making, stating that offer-
ing a discount is one of the easiest ways to de-
velop immediate consumer interest in a busi-
ness. Another important skill that emerged was 
relationship-building; participants discussed 
the significance of treating customers properly 
and adapting to their behaviors in order to de-
velop long-term relationship. As pointed out by 
Adams (2023), building an excellent working 
relationship with customers is critical to a busi-
ness's long-term success. A strong connection 
based on trust and communication makes cus-
tomers feel more comfortable and connected to 
the business, which can lead to increased cus-
tomer retention and repeat purchases.  

The third skill is the communication skills 
in which participants dealt with sales tech-
niques highlighting the significance of engaging 
customers, presenting products, and providing 
excellent customer service to gain a competi-
tive advantage. As highlighted by Khan (2024), 
a key part of persuasion is effective communi-
cation. Salespeople must clearly, simply, and 
convincingly communicate the benefits and 
value of their product. Meanwhile, integrity 
skills refer to the ability to be honest and truth-
ful about the products they sell in the market. 
Integrity serves as the foundation of trust be-
tween a business and its customers and is es-
sential for developing long-term customer rela-
tionships (Mock, 2023). In addition, problem-
solving skill is a skill which they use specifically 
when selling their items by offering guarantees 
and solutions. According to Kaplan (2023), 
problem-solving skills involve the ability to 
identify problems, brainstorm and analyze  
solutions, and implement the best options. Re-
ferrals are one of the best ways to boost sales; 
hence the sixth skill is referral skills. As Cheng 
(2023) noted, referrals are a vital part of sales 
because they provide a continuous flow of new 
leads and potential customers. Regarding the 
participants, this particular skill relies on their 

capacity to suggest additional vendors to the 
customers.  

Adaptability skills come afterwards, this 
selling skill dimension focuses on the capacity 
to adapt and change according to the always 
shifting market. It's more vital than ever to stay 
informed on market trends and developments 
in the fast-paced, constantly-evolving business 
setting of today. As Thomas (2023) empha-
sized, one of the most crucial reasons for stay-
ing informed about industry trends and tech-
nological advancements is that it helps you stay 
ahead of the competition. Furthermore, the 
ability to think positively was the final selling 
skill. Participants in this category show that 
their approach to customer service is to keep a 
positive attitude in order to boost sales. Wil-
liams (2019) explained that smiling reflects the 
business and reinforces the business's promise 
to the customer. It helps shape the customer's 
first impression, which directly signals the 
business's commitment to providing a suitable 
product or service. 

 
Participants’ Supporting Statements 

P1: “‘Pag may discount lagi ‘yung customer. 
Kasi sa atin, sa atin ngayon ‘yung sampong piso 
na madidiscount mo, twenty pesos na madidis-
count mo. Malaking bagay na ‘yon. Talagang 
sa’yo babalik. magiging suki na talaga.” (When 
customers have discounts always. Because for us, 
a ten-peso or a twenty-peso that you’ll get from 
a discount, that’s already a big help. They will 
come back to you, they will become your fre-
quent customers) 

P10 and P6: “Kausapin mo lang nang 
maayos ‘yung customer mo, siyempre ‘pag ma-
kulit talaga. Tsaka maging friendly ka sa cus-
tomer mo.” (Talk to your customers nicely, even 
if they are persistent. And be friendly to your cus-
tomers). “Ah, salestalk. Una na yun. tsaka, ma-
ganda ‘yung pakitungo sa customer. ‘Yung pin-
aka-especial.” (Ah, salestalk. That’s first. Then, 
having a good treatment to your customers. The 
most special) 

P2: “Marami kasi na ang binabalik-balikan 
talaga nila ay ‘yung pag-i-entertain mo sa ka-
nila. Kailangan ma-sales talk talaga. Kailangan 
talaga may babalikan sila. Alam mo ‘yung  
pupunta silang masaya? Ta’s lalabas silang 
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gano’n, masaya.” (Many of our buyers are com-
ing back because of the way we treat them. You 
really need to do sales talk. They really need to 
come back for a reason. You know they feel 
happy going here? Then, they are still happy go-
ing out). 

P6: “Unang-una, dapat tapat ka sa suki mo. 
Pangalawa, dapat ‘yung ibibigay mong item, 
‘yung sigurado ka na maganda siya.” (First and 
foremost, you should be honest to your frequent 
customers. Secondly, you should make sure that 
you give items to them that are superior in qual-
ity). 

P8: “Isa pa lang ano diyan pagka-
halimbawa, meron damage, papalitan ko ‘yun. 
Wala na kaming usapan na ‘di pwedeng palitan 
eh’. Hindi, hindi gano’n. Basta’t ‘pag may dam-
age siya papalitan ko.” (One more thing, just like 
for example, the product has damage, I will re-
place it. We don’t have any agreement that ‘it’s 
cannot be replaced anymore’. No, it’s not like 
that. As long as it has damage, I will replace it). 

P7: “Kung wala naman ‘yung mga items na 
binibili sa’kin, tinuturo ko kung saan sila bibili 

non. Kahit na, kung tutuusin mo dapat nga ‘wag 
mo ituturo kung saan sila bibili ‘di ba. Kase pag 
nakabili sila du’n, ‘di na sila pupunta dito sa’kin. 
Pero ‘yun nga, kung meron ako dito, dito nalang 
sila bibili.” (If the items they will be buying are 
not available in my store, I will point out where 
they can buy those items. Even if, in fact, you 
shouldn’t point where they can buy their desired 
items right? Because if they will be able to pur-
chase in that store, they will not come in my own 
store anymore. But if I have those items, they will 
buy here instead). 

P4: “Kung minsan mamimili sila mga bago. 
‘Yung mga bago ‘di ba ‘yung uso ngayon ‘yung 
sinasabi ko, ‘yung uso ngayon. Mamimili sila, 
kung ano ‘yung uso gano’n.” (Sometimes, they 
will buy new items. Those items that are trendy, 
right, I am saying to them buy items that are in-
demand nowadays. They will buy on what items 
are trending, like that). 

P11: “Lagi tayong nakangiti.” (We should al-
ways smile). Atsaka palabiro sa mga customer” 
(And just being mischievous with customer). 

 
SOP2: What issues and challenges do vendors encounter with regard to their selling skills? 
Table 3. Issues and Challenges of the Vendors 

Participants Key Points Code Theme 
P5, P6, P7, P9, P11, 
P12  

Unstable sales which  
affects the business  

No Customers 
Low Sales 

Low Income  

P1, P3, P4, P5, P12 Paying for rent Lease Payments Rental Expense 
P4, P6, P11, P12 Facing climatic changes Environmental 

Phenomena 
Weather Conditions 

P1, P2, P7, P9, P10, 
P11, P12 

Battling against online 
businesses 

Online Selling Threat of E-Commerce 

P4, P8 Having to encounter 
grumpy and short-tem-
pered customers 

Customers’ Nega-
tive Attitude 

Unpleasant Customers 

P1, P10, P12 Overcoming physical ex-
haustion and health 
problems 

Fatigue 
Stress 
Sickness 

Work Burnout 

 
In this statement of the problem, the partic-

ipants identified the issues and challenges they 
commonly encounter as vendors in the tiangge 
market. Six themes emerged from the infor-
mation gathered: low income, rental expenses, 
weather conditions, the threat of e-commerce, 
unpleasant customers, and work burnout.  

Most of the participants experienced low 
income due to unstable sales that affects the 
growth of the business venture. According to 
Houston (2023), when sales are poor or non-
existent, cash flow is severely limited, leading 
to various problems, such as the inability to pay 
bills, rent, or purchase merchandise. Another 
challenge that the participants encountered 
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was rental expenses; in this case, the partici-
pants struggle with their rental costs and only 
have enough money to cover other recurring 
expenses. To discuss further, Barton (2023) 
pointed out that as rents rise, sellers increase 
their prices to cover the costs, which makes 
them less competitive and limits their growth.  

On the contrary, there are unforeseeable 
events such as weather phenomena that in-
clude heat waves, severe rains, winds, and 
other extreme weathers. These natural forces 
can pose serious risks to businesses by affect-
ing sales percentages and causing damage their 
products. According to Bertand and Parnau-
deau (2017), unexpected and unusual weather 
events pose serious risks, especially for busi-
nesses that understand how typical weather 
patterns affect their bottom line. Other than 
that, the rise of the internet business venture 
has had the greatest impact on the participants. 
Customers' preferences have shifted dramati-
cally as a result of its convenience and success, 
making it more difficult for vendors to maintain 
a competitive edge. Luna (2022) explained that 
e-commerce companies have expanded rapidly 
in recent years, providing customers with the 
convenience of shopping from the comfort of 
their homes.  

However, some situations are inevitable, 
such as dealing with a customer who possesses 
hostile attitudes. Encountering negative atti-
tudes in a market situation is inescapable be-
cause a customer's behavior changes and they 
may have high expectations for the amount of 
satisfaction given. Rude customers can nega-
tively impact employee satisfaction, retention, 
brand reputation, and financial success. Per-
sonal preferences, societal norms, social influ-
ences, and psychological motivations all play a 
role in this complex decision-making process 
(Kondrenko, 2024). Similarly, work burnout is 
inevitable; being human entails having con-
straints in so much ways. According to Yanna et 
al., (2023), work burnout is a major cause of de-
clining work quality and operational efficiency, 
which can lead to increased costs, reduced  
revenues, and a drop in the overall economic 
performance of businesses. Excessive stress 
can induce low motivation and illness, resulting 
in decreased work quality and efficiency.   
Participants’ Supporting Statements 

P7: “Naistress ka ‘pag walang benta kagaya 
ngayon anong oras na wala pa’kong benta  
naman.‘Yan ‘yung pinagkastress naming lahat, 
‘pag wala pang benta.” (You get stressed when 
there are no sales, like today; what time already? 
That's what we all stress about when there are 
no sales) 

P3, P4, and P5: “Siyempre naisip namin 
‘yung bayad, kuryente, tsaka ‘yung pwesto. 
Siyempre inisip mo magbabayad ka naman na 
monthly. (Naturally, we thought about the pay-
ment, electricity, and leasing. Certainly, you con-
sidered the monthly cost). “Sa renta, kung min-
san inuutang muna namin, inuutang muna 
namin ‘yung renta.” (With rent, sometimes we 
owe first, we owe the rent first). “Hmm, number 
one ‘yung rent. Kasi doon talaga halos napu-
punta lahat eh.” (Hmm, rent is number one. Be-
cause that's where almost everything goes). 

P6 and P12: “Pangalawa, ‘pag ganito, 
bumabagyo. Minsan pinapasukan ako dito ng 
tubig.” (Secondly, when it's like this, when it 
storms. Sometimes flood enters here). “Tulad 
ngayon tag-ulan, walang benta, walang tao.” 
(Like right now, its rainy season, there are no 
sales, there are no buyers). 

P11: “Sa panahon natin ngayon ang pinaka 
unang-una, number one na pinaka-apektado 
sa’min kumbaga humina yung paninda namin 
dahil sa shopping online, online shopping. 
Unang-una online selling pinakamasakit sa’min 
kasi sa online selling bukod sa mababa, hindi mo 
na kailangan puntahan kasi dadalhin sa’yo e, ka-
katukin ka e. Sobrang apektado ako sa online 
selling.” (Nowadays, the number one that af-
fected us the most, is that our profit becomes low 
because of the shopping online, online shopping. 
First and foremost, online selling affects us, be-
cause from the low price it offers, aside from the 
low price, you don’t have to go where it is or-
dered but instead, it will be brought or delivered 
to you just by a knocking on the door. Online sell-
ing has affected me so much). 

P8: “Yung isa ano…mataas na opisyal pala 
ng bayan. Ta’s ang ginawa niya binalibag niya 
yung i-stock ko. Siyempre, parang na-ano ako 
sarili ko. Ta’s ‘kilala mo ba ako’, ‘di mo ba’ko ki-
lala.’”  (There is one that, because he is one of the 
high officials of the town. And then what that 
person did is that, to throw away my stocks. Of 
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course, I was taken aback. And then he asked me, 
"Do you know me?" "You didn't know me?”). 

P1 and P10: “Ah ano lang stress lang ng ano 
konti lang naman. Normal na sa tao ‘yung may 
problema.” (Oh, it’s just a little bit of stress. It’s 
normal for people to have problems). “Mahirap 

din ‘pag may sakit ka, gano’n lang may sakit ka, 
kailangan mo pa din magtinda kasi para sa 
pamilya mo. Mga pagod, stress.” (It is also tough 
when you are sick, but you still need to face your 
duty because you need to provide for your family. 
You get tired and stressed). 

 
SOP 3: What coping strategies do vendors use to overcome these challenges? 
Table 4. Coping Strategies of the Vendors 

Participants Key Points Code Theme 
P1, P2, P3, P4, P5, 
P6, P7, P8, P9, P10, 
P11, P12 

Having continuous 
faith and belief in God. 
Also, instilling patience 
and perseverance for 
family’s well-being 

Prayers and Trust in God 
Family and Child’s Fu-
ture 
Patience and Persever-
ance 

Spiritual and Fam-
ily Motivations 

P1, P6, P11 Finding other ways and 
being resourceful in life 

Seeking Opportunity Opportunity 
Recognition 

P2, P3, P4, P5, P12 Lowering prices to have 
loyal customers 

Suki 
Flexible Pricing 

Suki System and 
Price Flexibility 

P4, P5, P6 Acquiring trendy prod-
ucts and expanding 
product offerings 

Product Adaptation 
Product Trends 

Product Diversifi-
cation and Trends 

 
In the statement of the problem, the partic-

ipants revealed the coping strategies they em-
ploy to overcome their struggles and chal-
lenges as tiangge vendors. From the data gath-
ered, four key themes eventually emerged: 
spiritual and family motivations, opportunity 
recognition, the suki (loyal customer) system 
with price flexibility, and product diversifica-
tion aligned with market trends.  

Tiangge vendors demonstrate remarkable 
resilience and adaptability in their business 
practices. Their perseverance and patience, 
deeply rooted in faith, and these tiangge ven-
dors are primarily motivated by the fundamen-
tal need to secure their families' financial well-
being. According to Miley (2024), praying for 
business direction helps align its vision with 
God's will, rather than solely relying on per-
sonal understanding. Similarly, Rashid (2023) 
emphasized that fundamental survival needs, 
such as food, water, shelter, and security, are 
fundamental for continued existence.  

Aside from this, tiangge vendors actively 
seek and capitalize on other opportunities,  
exhibiting resourcefulness in diversifying in-
come streams and mitigating financial risks. 
According to Tiyou (2023), resourcefulness is 

an essential trait for business owners aiming to  
succeed in a competitive business environ-
ment. In connection with the previous state-
ment, Viter (2023) emphasized that being re-
sourceful is an invaluable skill that can be 
learned and applied in both personal and pro-
fessional settings. 

Furthermore, tiangge vendors foster strong 
customer relationships ("suki") and employ 
flexible pricing to attract and retain clientele. 
According to Dolan (2016), in a commercial 
context, suki relationships—market-exchange 
partnerships—may unfold between two indi-
viduals who agree to become regular customer 
and supplier. In addition, flexible pricing is a 
strategy in which businesses adjust their prices 
aligned with customer demand, market compe-
tition, and other factors (Kosno, 2022).  

Finally, they strategically manage their 
product offerings through diversification, bal-
ancing a wide variety of goods with trendy, in-
demand items to remain competitive and re-
sponsive to evolving consumer preferences. 
These combined strategies highlight their pro-
active approach to navigating challenges and 
ensuring long-term business success. In the 
words of Williams (2024), he justified that  
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diversification is essential because it allows 
businesses to spread risk across multiple areas, 
minimizing reliance on a single market or prod-
uct. This strategy can lead to increased revenue 
sources and improved long-term viability. As 
well as that, keeping up with trends requires an 
inventive mindset, a strategic approach to 
adaptability, and a deep understanding of mar-
ket dynamics (Miller, 2023) 

 
Participants’ Supporting Statements 

P1, P2, and P3: "Simple lang, kailangan ma-
nalangin lang palagi. Kasi si Lord naman lagi 
‘yung kasama natin sa bawat problema na 
darating." (It's simple: just pray all the time. 
Since the Lord is constantly with us in our prob-
lems). “‘Yung ano, ‘wag ka lang mapagod na-ano 
mag-start ulet. ‘Yung ‘wag ka lang susuko 
gan’yan.” (Ah, you know, just don’t get tired of 
starting over; don’t give up). “Siyempre may 
anak kami nag-aaral, nagbabayad kami ng ba-
hay, ito ‘yan gan’yan. Mga bata oo, mga bina-
bayaran nila ‘yan. Kasi kung hindi ka ma-
ghanapbuhay, paano makapag-aral ‘yung anak 
mo.” (Of course, we have children attending 
school; we also pay for the house, among other 
things. The children, yes, we have to cover their 
needs. If you do not find a source of income, how 
can your children continue their education?). 

P6 and P11: "Ano, dumi-diskarte eh. Min-
san, nag-oonline na lang, nag-popost sa ano. sa 
Marketplace" (Just being resourceful. Some-
times, I make use of online or I am posting my 

products in the Marketplace). "Nakipag-
sapalaran sa kahit papaano, kami man, kaming 
lahat kami dito tinitiis namin talaga ‘yon." (Ven-
turing in some ways, even us, all of us here are 
enduring that). 

P3 and P4: “Kunwari example suki ko taga-
Bacolor nag-order siya ng black shoes para sa 
anak niya. Nung namili ako, kinuha ko siya sabi 
niya, pag ano bibili ako ulit sa’yo. Kaya doon 
kami nag-ano ng suki namin.” (For example, I 
have a regular customer from Bacolor who or-
dered black shoes for her child. When I went 
shopping, I bought them for her, and she said, 
‘When I buy again, I’ll buy from you.’ That’s how 
we build relationships with our regular custom-
ers). “Siyempre ‘pag may bibili, tatawad siya, 
bigyan namin ng discount gano’n.” (Of course, 
when someone buys, they’ll haggle, and we give 
them a discount). “Oo nagbibigay din ng ano, dis-
count.” (Yes, we also give discounts). 

P6 and P4: “‘Yung sa akin kasi sari-sari, pa-
rang halo-halo na eh. Para maraming choices 
‘yung customer, para makabenta kasi marami 
silang choice.” (Mine has already variation of 
products. So that customer will have a lot of 
choices, to be able to sell also because they have 
many options to choose from). “Mamimili sila, 
kung ano ‘yung uso gano’n. ‘Yung mga bago ‘di 
ba ‘yung uso ngayon ‘yung sinasabi ko, ‘yung uso 
ngayon.” (They will buy on what items are trend-
ing, like that. Those items that are trendy, right, 
I am saying to them buy items that are in-de-
mand nowadays). 

 
SOP 4: What emerging framework can be developed based on the study’s findings?  
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

Figure 1: Emerging Framework 
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The figure above illustrates the emerging 
framework of this study. Based on the analysis 
of the participants' responses, a framework for 
the selling skills of tiangge vendors, their chal-
lenges, and coping strategies has emerged and 
been established. 

The selling skills function as internal forces, 
surrounding and impacting the livelihood and 
day-to-day business operations of the tiangge 
vendors. These emerging skills—such as bar-
gaining, relationship-building, communication, 
integrity, problem-solving, referrals, adaptabil-
ity, and positive thinking—are essential for 
vendors to effectively manage their business 
ventures. These skills serve as guiding internal 
forces, reflecting the continuous cyclical pro-
cess that vendors undergo to develop compe-
tence and ultimately improve their quality of 
life. 

On the other hand, challenges such as low 
income, rental expenses, weather conditions, 
the threat of e-commerce, unpleasant custom-
ers, and work burnout exist as external forces, 
countering the internal efforts of the tiangge 
vendors. These challenges represent various 
external pressures that negatively affect the 
well-being of the sellers and the overall success 
of their business. However, with the support of 
coping strategies—including spiritual and fam-
ily motivations, opportunity recognition, suki 
system and price flexibility, and product diver-
sification and trends—positioned beneath the 
selling skills, vendors are able to stay 
grounded, maintaining a sense of courage and 
determination. These coping mechanisms ena-
ble tiangge vendors to remain resilient and per-
sistent in their chosen business landscape. As a 
result, they can overcome challenges while re-
taining their competitiveness and the will to 
move forward.  

 
Conclusions 

Based on the results and findings of the 
aforementioned study, the following conclu-
sions are hereby drawn: 
1. The skills possessed by tiangge vendors de-

termine the various techniques they use to 
attract customers and ensure their satisfac-
tion. Some vendors have bargaining skills, 
allowing them to offer discounts or adjust 
prices based on customer preferences. In a 

market setting, building relationships with 
customers is critical to earning their trust 
and encouraging them to patronize the 
products being offered. Additionally, strong 
communication and referral skills enable 
vendors to engage with customers, address 
their complaints, and resolve any issues. 
Honesty and transparency are also essen-
tial for helping customers purchase the 
items they want. Since customers are the 
lifeline of a business—particularly in a 
market setting, where transactions are di-
rect—tiangge vendors must be adaptive to 
changing trends to capture their attention. 
Even in unpleasant interactions, maintain-
ing a positive attitude can shift customers' 
perspectives. 

2. Challenges are a natural phenomenon for 
individuals, especially those involved in a 
market setting. Tiangge vendors face such 
challenges due to natural forces or environ-
mental shifts. There are uncontrollable fac-
tors that can negatively impact their busi-
ness, such as weather conditions like rain 
and floods, which are unpredictable natural 
events. Additionally, frequent issues such 
as low sales and the rise of e-commerce can 
adversely affect their income, leaving it in-
sufficient to cover other expenses. Simi-
larly, limited income makes it difficult for 
them to cover rent expenses. Negative in-
teractions with customers and burnout are 
also inevitable, as being human involves 
flaws—whether they stem from personal 
limitations or external factors that influ-
ence their attitude or behavior. 

3. Coping methods for tiangge vendors in-
clude spiritual and family motivations, op-
portunity recognition, suki system and 
price flexibility and product diversification 
and trends, which reinforce their selling 
skills despite the challenges they face. Un-
wavering faith and a devoted mindset, rec-
ognizing their family’s needs, and having 
patience and perseverance motivates them 
to keep moving forward, regardless of the 
obstacles they encounter. Additionally, 
having a limited income drives them to 
seek alternative ways to cover their ex-
penses, whether for family or other pur-
poses. Moreso, their strategy to offer  
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discounts and adjust their prices help these 
vendors believe they will succeed. And in 
the face of challenges, their way through ex-
panding their products and keep-up with 
the trends foster sustainability and com-
petitiveness in a constantly changing busi-
ness landscape. 

 
Recommendations 

Further recommendations include: 
1. Providing training programs is essential for 

tiangge vendors. Programs that focus on ef-
fective selling methods, efficient resource 
allocation, and customer relationship man-
agement are key elements to consider in ex-
panding these vendors' skills and 
knowledge in their businesses. This sup-
port can be offered through sales training 
sessions, workshops, and information-
sharing discussions, where tiangge vendors 
can learn new skills relevant to their envi-
ronment. In turn, this would help them gain 
awareness and knowledge, enhancing their 
market competitiveness, increasing reve-
nue, and improving financial stability. Fur-
thermore, it would strengthen the relation-
ship between sellers and buyers, build a 
loyal customer base, increase brand recog-
nition, and ultimately support business 
growth. 

2. Educational programs for launching online 
stores may be necessary for tiangge ven-
dors, who view internet businesses as a 
threat to their livelihood. These programs 
aim to provide vendors with the oppor-
tunity to start an online business that com-
plements their physical storefronts. Since 
e-commerce transforms how businesses 
reach customers, the goal of this program is 
to help vendors adapt to using the internet 
as part of their selling process. Selling prod-
ucts online is an effective strategy for 
tiangge vendors in today’s market environ-
ment. Additionally, promotional campaign 
awareness can be highly beneficial for 
tiangge vendors. Such campaigns can pro-
mote their market, increase visibility, and 
potentially boost customer sales. Promo-
tional efforts can also educate the public 
about the products and services offered by 
tiangge vendors. By creating and  

implementing awareness campaigns 
through various channels, such as social 
media, local media, and physical signage, 
tiangge vendors can reach a broader audi-
ence and attract more customers. Further-
more, awareness campaigns can enhance 
social influence, foster cooperation, and 
garner support within the market.  

3. Collaboration and cooperation with the lo-
cal government unit (LGU) to provide sup-
port and fair-trade programs for tiangge 
vendors can help sustain their businesses 
by ensuring a constant source of income. 
Various local government support pro-
grams can assist vendors, especially those 
seeking to develop their businesses to meet 
their families' needs, which keeps them 
motivated in the market. By collaborating 
with government organizations, these initi-
atives can expand opportunities for ven-
dors. Partnerships with other groups or 
government entities may lead to funding, 
personnel training, increased market ac-
cess, and the provision of necessary equip-
ment and infrastructure upgrades. This col-
laboration aims to gather essential infor-
mation while demonstrating a commitment 
to mutual growth and empowerment. As a 
result, these programs can inspire and mo-
tivate tiangge vendors, fueling their pas-
sion and dedication to continue moving for-
ward despite the challenges they face or 
may encounter in the future. 

4. Future researchers can further explore the 
use of technology by tiangge market ven-
dors. Furthermore, they may consider max-
imizing the benefits of emerging technolo-
gies, such as mobile devices, to develop a 
mobile app specifically for tiangge vendors. 
Such an app could simplify and enhance 
transactions by eliminating the need for 
customers to visit a store in person, making 
it more convenient for both sellers and buy-
ers with just the press of an icon. Future 
studies could also examine the potential 
benefits of tiangge vendors forming a com-
munity to foster communication with cus-
tomers. Moreover, researchers could inves-
tigate the role of cooperatives and how they 
may benefit the businesses of tiangge  
vendors. By exploring different and unique 
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innovations, future researchers can assist 
tiangge market vendors in gaining greater 
visibility and encourage more people to 
support their stores. 

5. Future recommendations based on this 
study could focus on geographic accessibil-
ity, diverse marketing strategies, and effec-
tive resource utilization to identify the var-
ious factors that influence vendors' busi-
ness performance and success. Addition-
ally, future studies can delve deeper into 
the budget management practices of these 
vendors, as their monthly expenses are a 
primary concern. Moreso, future studies 
can investigate the competitive landscape, 
market environment, and product demand 
among tiangge vendors, exploring how 
these elements affect their business en-
deavors while preserving traditional val-
ues. Meanwhile, it is recommended to in-
volve more participants in future inter-
views to increase reliability and gain a 
deeper understanding of the lives of vari-
ous vendors. Furthermore, this study sug-
gests focusing on different market indus-
tries, not just the tiangge market, which 
have existed and thrived in the public mar-
ket for many years. Lastly, future studies 
could aim to increase market visibility and 
public exposure to encourage more people 
to purchase from these informal market 
sectors. 

 
Acknowledgement 

The proponents would like to extend their 
heartfelt appreciation and sincere gratitude to 
the numerous individuals who, in one way or 
another, contributed to making this Business 
Research study possible through their valuable 
guidance, inspiring leadership, and unwaver-
ing support. It was both an honor and a privi-
lege for the proponents to collaborate with 
these esteemed individuals, who, in various 
ways, dedicated their time and presence to this 
pursuit. Their invaluable support made this 
study all the more meaningful and fulfilling. 

To their Business Research Adviser and 
Technical Adviser, Dr. Rowina M. Twaño, 
RECE, DBA, and Dr. Mark Joseph V. Sangil, 
LPT, DBA, the proponents extend their  
profound gratitude for their consistent  

guidance and assistance throughout this study. 
Their abiding words of motivation and expert 
advice guided the researchers through every 
stage of their Business Research journey. 

The proponents also express their warmest 
appreciation to Dr. Yuri Walter D. Akiate, 
DBA, PhD, FBE, and Prof. Cristal Rio U. Ma-
nuel, MBA, for their brilliant suggestions, con-
structive feedback, and commendable recom-
mendations, which greatly elevated the tech-
nical quality of this study. 

The researchers further extend their un-
conditional love and thanks to their loving par-
ents, who provided not only financial support 
and moral encouragement but also the strength 
and encouragement to complete this study. The 
proponents remain forever grateful for the 
words of wisdom that inspired them to push 
beyond their limits, contributing to their 
growth and independence as students. 

To the tiangge vendors of Guagua, Pam-
panga, the proponents express their profound 
gratitude for their valued participation during 
the data-gathering phase and for sharing their 
lived experiences. These rich and authentic 
narratives motivated the researchers to aspire 
higher for their business advocacy. The propo-
nents also wish to thank the Local Govern-
ment Unit of Guagua for permitting the con-
duct of the study and for facilitating the smooth 
processing of necessary documents. 

Most importantly, the proponents offer 
their profoundest gratitude to the Almighty 
God for ensuring their safety and providing the 
much-needed resources and wisdom essential 
in the accomplishment of this study. They are 
deeply thankful for the confidence and insight 
bestowed upon them to embrace and overcome 
challenges, transforming their creative vision 
into a tangible reality. All glory is dedicated to 
Him! 

Finally, the researchers extend their sincere 
appreciation to all who supported them in their 
most unique ways during the course of this 
study. The proponents' success is shared with 
all of you! 

This research goes beyond a mere academic 
endeavor; it stands as a testament to the resili-
ence and vision of the tiangge vendors. By shed-
ding light on their ambivalent life experiences, 
the researchers hope for a brighter future that 



Butiu et al., 2025 / Exploring the Selling Skills of Tiangge Market Vendors in Guagua, Pampanga 

 

    
 IJMABER 1730 Volume 6 | Number 4 | April | 2025 

 

illuminates their unique sales approaches and 
fosters greater opportunities for a more sus-
tainable and progressive trajectory in the sales 
industry. 
 
References 
Adams, K. (2023). 4 Reasons Why Building Cus-

tomer Relationships is Especially Im-
portant Now. Octane. DOI: 
https://www.octaneai.com/blog/cus-
tomer-relationships#:~:text=Build-
ing%20a%20working%20relation-
ship%20with,and%20your%20re-
peat%20purchase%20rate 

Barton, V. (2023). What is the Long-Term Im-
pact of Rising Rent Costs for Business in 
the UK? Chamber of Business. DOI: 
https://www.chamberofbusi-
ness.co.uk/articles/what-is-the-long-
term-impact-of-rising-rent-costs-for-
business-in-the-uk/ 

Bertand, J-L., & Parnaudeau, M. (2017). Severe 
Weather Threatens Businesses. It’s Time 
to Measure and Disclose the Risks. Har-
vard Business Review. DOI: 
https://hbr.org/2017/09/severe-
weather-threatens-businesses-its-time-
to-measure-and-disclose-the-risks 

Cheng, H. (2023). Referral Strategies for Sales 
Teams: Boosting Your Pipeline. Freedom 
to Ascend. DOI: https://www.free-
domtoascend.com/marketing/market-
ing-tactics/a-b-testing/referral-strate-
gies-for-sales-teams/ 

Cosep, M. (2019). Common Filipino Shopping 
Behaviors. DOI: https://cebudailyn-
ews.inquirer.net/233606/common-fili-
pino-shopping-behaviors 

Dolan, R. (2016). Social Values and Organiza-
tion. Countrystudies. DOI: http://coun-
trystudies.us/philippines/41.htm 

Fuchs, J. (2020). Considering a Sales Discount? 
Here's What You Need to Know. HubSpot. 
DOI: https://blog.hubspot.com/insid-
ers/should-i-discount-my-product 

Houston, M. (2023). A Lack of Sales Will Kill 
Your Business. Forbes. DOI: 
https://www.forbes.com/sites/melissa-
houston/2023/09/10/a-lack-of-sales-
will-kill-your-business/ 

Kaplan, Z. (2023). What Are Problem-Solving 
Skills? Definition and Examples. Forage. 
DOI: https://www.thefor-
age.com/blog/skills/problem-solving-
skills  

Khan, F. A. (2024). The Power of Persuasion: 
How Salespeople Can Sell Anything Re-
gardless of Their Past! LinkedIn. DOI: 
https://www.linkedin.com/pulse/power
-persuasion-how-salespeople-can-sell-
anything-regardless-khan-5ebxc 

Kondrenko, K. (2024). Customer Behavior in 
Retail Stores: Why Businesses Should 
Care. Uxpressia. DOI: https://ux-
pressia.com/blog/retail-customer-behav-
ior 

Kosno M. (2022). Flexible Pricing — Everything 
You Should Know. Brandly360. DOI: 
https://brandly360.com/en/blog/flexi-
ble-pricing-everything-you-should-
know/ 

Luna, L. (2022). How do E-commerce Business 
Affect the Small vendors? LinkedIn. DOI: 
https://www.linkedin.com/pulse/how-
do-ecommerce-businesses-affect-small-
vendors-lisa-luna-1e 

Mazumdar, M. (2022). Ethical Considerations 
in Research Every Author Should Know. 
DOI: https://researcher.life/blog/arti-
cle/ethicalguidelines-for-researchers/ 

Miley, S. (2024). The Role of Prayer in Business 
Success. Crossroads Professional Coach-
ing. DOI: https://crossroad-
coach.com/prayer-for-success-in-busi-
ness/#:~:text=Pray-
ing%20about%20our%20busi-
ness%20direction,us%20con-
sciously%20make%20that%20alignment 

Miller, J. (2023). Adapting to Consumer Trends. 
LinkedIn. DOI: 
https://www.linkedin.com/pulse/adapt-
ing-consumer-trends-jason-miller-fpbac 

Mock, T. (2023). Honesty with Your Clients. 
DOI: https://mocktheagency.com/con-
tent/honesty-with-your-clients/ 

Neubauer B, Witkop C, Varpio L (2019) How 
Phenomenology Can Help Us Learn from 
the Experiences of Others. DOI: 
10.1007/s40037-019-0509-2 

Nikolopoulou, K. (2023). What is Purposive 
Sampling? | Definition & Examples. DOI: 

https://www.octaneai.com/blog/customer-relationships#:~:text=Building%20a%20working%20relationship%20with,and%20your%20repeat%20purchase%20rate
https://www.octaneai.com/blog/customer-relationships#:~:text=Building%20a%20working%20relationship%20with,and%20your%20repeat%20purchase%20rate
https://www.octaneai.com/blog/customer-relationships#:~:text=Building%20a%20working%20relationship%20with,and%20your%20repeat%20purchase%20rate
https://www.octaneai.com/blog/customer-relationships#:~:text=Building%20a%20working%20relationship%20with,and%20your%20repeat%20purchase%20rate
https://www.octaneai.com/blog/customer-relationships#:~:text=Building%20a%20working%20relationship%20with,and%20your%20repeat%20purchase%20rate
https://www.chamberofbusiness.co.uk/articles/what-is-the-long-term-impact-of-rising-rent-costs-for-business-in-the-uk/
https://www.chamberofbusiness.co.uk/articles/what-is-the-long-term-impact-of-rising-rent-costs-for-business-in-the-uk/
https://www.chamberofbusiness.co.uk/articles/what-is-the-long-term-impact-of-rising-rent-costs-for-business-in-the-uk/
https://www.chamberofbusiness.co.uk/articles/what-is-the-long-term-impact-of-rising-rent-costs-for-business-in-the-uk/
https://hbr.org/2017/09/severe-weather-threatens-businesses-its-time-to-measure-and-disclose-the-risks
https://hbr.org/2017/09/severe-weather-threatens-businesses-its-time-to-measure-and-disclose-the-risks
https://hbr.org/2017/09/severe-weather-threatens-businesses-its-time-to-measure-and-disclose-the-risks
https://www.freedomtoascend.com/marketing/marketing-tactics/a-b-testing/referral-strategies-for-sales-teams/
https://www.freedomtoascend.com/marketing/marketing-tactics/a-b-testing/referral-strategies-for-sales-teams/
https://www.freedomtoascend.com/marketing/marketing-tactics/a-b-testing/referral-strategies-for-sales-teams/
https://www.freedomtoascend.com/marketing/marketing-tactics/a-b-testing/referral-strategies-for-sales-teams/
https://cebudailynews.inquirer.net/233606/common-filipino-shopping-behaviors
https://cebudailynews.inquirer.net/233606/common-filipino-shopping-behaviors
https://cebudailynews.inquirer.net/233606/common-filipino-shopping-behaviors
http://countrystudies.us/philippines/41.htm
http://countrystudies.us/philippines/41.htm
https://blog.hubspot.com/insiders/should-i-discount-my-product
https://blog.hubspot.com/insiders/should-i-discount-my-product
https://www.forbes.com/sites/melissahouston/2023/09/10/a-lack-of-sales-will-kill-your-business/
https://www.forbes.com/sites/melissahouston/2023/09/10/a-lack-of-sales-will-kill-your-business/
https://www.forbes.com/sites/melissahouston/2023/09/10/a-lack-of-sales-will-kill-your-business/
https://www.theforage.com/blog/skills/problem-solving-skills
https://www.theforage.com/blog/skills/problem-solving-skills
https://www.theforage.com/blog/skills/problem-solving-skills
https://www.linkedin.com/pulse/power-persuasion-how-salespeople-can-sell-anything-regardless-khan-5ebxc
https://www.linkedin.com/pulse/power-persuasion-how-salespeople-can-sell-anything-regardless-khan-5ebxc
https://www.linkedin.com/pulse/power-persuasion-how-salespeople-can-sell-anything-regardless-khan-5ebxc
https://uxpressia.com/blog/retail-customer-behavior
https://uxpressia.com/blog/retail-customer-behavior
https://uxpressia.com/blog/retail-customer-behavior
https://brandly360.com/en/blog/flexible-pricing-everything-you-should-know/
https://brandly360.com/en/blog/flexible-pricing-everything-you-should-know/
https://brandly360.com/en/blog/flexible-pricing-everything-you-should-know/
https://www.linkedin.com/pulse/how-do-ecommerce-businesses-affect-small-vendors-lisa-luna-1e
https://www.linkedin.com/pulse/how-do-ecommerce-businesses-affect-small-vendors-lisa-luna-1e
https://www.linkedin.com/pulse/how-do-ecommerce-businesses-affect-small-vendors-lisa-luna-1e
https://researcher.life/blog/article/ethicalguidelines-for-researchers/
https://researcher.life/blog/article/ethicalguidelines-for-researchers/
https://crossroadcoach.com/prayer-for-success-in-business/#:~:text=Praying%20about%20our%20business%20direction,us%20consciously%20make%20that%20alignment
https://crossroadcoach.com/prayer-for-success-in-business/#:~:text=Praying%20about%20our%20business%20direction,us%20consciously%20make%20that%20alignment
https://crossroadcoach.com/prayer-for-success-in-business/#:~:text=Praying%20about%20our%20business%20direction,us%20consciously%20make%20that%20alignment
https://crossroadcoach.com/prayer-for-success-in-business/#:~:text=Praying%20about%20our%20business%20direction,us%20consciously%20make%20that%20alignment
https://crossroadcoach.com/prayer-for-success-in-business/#:~:text=Praying%20about%20our%20business%20direction,us%20consciously%20make%20that%20alignment
https://crossroadcoach.com/prayer-for-success-in-business/#:~:text=Praying%20about%20our%20business%20direction,us%20consciously%20make%20that%20alignment
https://www.linkedin.com/pulse/adapting-consumer-trends-jason-miller-fpbac
https://www.linkedin.com/pulse/adapting-consumer-trends-jason-miller-fpbac
https://mocktheagency.com/content/honesty-with-your-clients/
https://mocktheagency.com/content/honesty-with-your-clients/
https://doi.org/10.1007/s40037-019-0509-2


Butiu et al., 2025 / Exploring the Selling Skills of Tiangge Market Vendors in Guagua, Pampanga 

 

 
IJMABER  1731 Volume 6 | Number 4 | April | 2025 

 

https://www.scribbr.com/methodol-
ogy/purposive-sampling/#:~:text=Re-
vised%20on%20June%2022%2C%2020
23,on%20pur-
pose%E2%80%9D%20in%20purpos-
ive%20sampling 

Nykiforuk, C. et. al. (2016). Photovoice as a 
Method for Revealing Community Percep-
tions of the Built and Social Environment. 
PubMed Central. DOI:  
https://www.ncbi.nlm.nih.gov/pmc/arti-
cles/PMC4933584/ 

Omanyala, E. (2018). The Advantages and Dis-
advantages of Retail Outlets Selling Simi-
lar Products being Located Close To-
gether. Research Solutions. DOI: 
https://researchsolutionsincblog.word-
press.com/2018/02/03/the-advantages-
and-disadvantages-of-retail-outlets-sell-
ing-similar-products-being-located-close-
together/ 

Rashid, T. (2023). The Three Human Needs: 
Survival, Belonging, and Becoming. 
LinkedIn. DOI: 
https://www.linkedin.com/pulse/three-
human-needs-survival-belonging-becom-
ing-rashid-temuri 

Serrato et. al., (2020). An Assessment on the Ef-
fects of the Pandemic on the Stall Owners 
of Taytay Tiangge. DOI: 
https://www.course-
hero.com/file/82613255/CHAP-1-5-
DRAFTdocx/ 

Sucgang, K. (2019) An Ethnomethodological 
View of Bargain Shopping in Greenhills 
Tiangge. Philippine Journal of Develop-
ment Communication. 86-101. DOI: 
https://pjdc.uplb.edu.ph/wp-con-
tent/uploads/2022/07/PJDC-4-2-06.pdf 

Tenny, et. al., (2022). Qualitative Study. Na-
tional Center for Biotechnology Infor-
mation. DOI: 
https://www.ncbi.nlm.nih.gov/books/N
BK470395/ 

Thomas, L. (2023). The Importance of Staying 
Up-To-Date with Industry Trends and 
Technological Advancements. LinkedIn. 
https://www.linkedin.com/pulse/im-
portance-staying-up-to-date-industry-
trends-lawrence-thomas 

Thourani, A. (2022). Importance of Informed 
Consent Process in Research & 
Healthcare. Revive Research Institute. 
DOI: https://www.reviv-
eresearch.org/blog/importance-of-in-
formed-consent-process/ 

Tiyou, T. (2023). Mastering Resourcefulness: A 
Key Skill for Entrepreneurs. LinkedIn. 
https://www.linkedin.com/pulse/mas-
tering-resourcefulness-key-skill-entre-
preneurs-tonytiyou 

Villegas, F. (2022). Thematic Analysis: What it 
is and How to Do It. QuestionPro. DOI: 
https://www.questionpro.com/blog/the-
matic-analysis/ 

Viter, I. (2023). What is Resourcefulness? 
Meaning, Examples & Importance. Runn. 
DOI: https://www.runn.io/blog/what-is-
resourcefulness 

Williams, A. (2024). Business Diversification – 
When, Why and How It's Done. Shorts. 
https://blog.shorts.uk.com/genus/busi-
ness-diversification-strategy-exam-
ples#:~:text=Diversifica-
tion%20is%20important%20be-
cause%20it,and%20im-
proved%20long%2Dterm%20sustaina-
bility 

Williams, P. (2019). 5 Powerful Benefits of a 
Smile in Business. LinkedIn. DOI: 
https://www.linkedin.com/pulse/5-
powerful-benefits-smile-business-pre-
cious-wil-
liams#:~:text=It%20helps%20to%20for
m%20the,with%20anxi-
ety%2C%20stress%20or%20depression 

Yanna, L, et. al., (2023). Analysis of the Impact 
of Job Burnout on Quality and Economic 
Benefits of Enterprises. Research Gate. 
DOI: https://www.researchgate.net/pub-
lication/372231585_Analysis_of_the_Im-
pact_of_Job_Burnout_on_Qual-
ity_and_Economic_Benefits_of_Enter-
prises#:~:text=Job%20burn-
out%20is%20a%20crucial,eco-
nomic%20performance%20of%20busi-
ness%20enterprises

 

https://www.scribbr.com/methodology/purposive-sampling/#:~:text=Revised%20on%20June%2022%2C%202023,on%20purpose%E2%80%9D%20in%20purposive%20sampling
https://www.scribbr.com/methodology/purposive-sampling/#:~:text=Revised%20on%20June%2022%2C%202023,on%20purpose%E2%80%9D%20in%20purposive%20sampling
https://www.scribbr.com/methodology/purposive-sampling/#:~:text=Revised%20on%20June%2022%2C%202023,on%20purpose%E2%80%9D%20in%20purposive%20sampling
https://www.scribbr.com/methodology/purposive-sampling/#:~:text=Revised%20on%20June%2022%2C%202023,on%20purpose%E2%80%9D%20in%20purposive%20sampling
https://www.scribbr.com/methodology/purposive-sampling/#:~:text=Revised%20on%20June%2022%2C%202023,on%20purpose%E2%80%9D%20in%20purposive%20sampling
https://www.scribbr.com/methodology/purposive-sampling/#:~:text=Revised%20on%20June%2022%2C%202023,on%20purpose%E2%80%9D%20in%20purposive%20sampling
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC4933584/
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC4933584/
https://researchsolutionsincblog.wordpress.com/2018/02/03/the-advantages-and-disadvantages-of-retail-outlets-selling-similar-products-being-located-close-together/
https://researchsolutionsincblog.wordpress.com/2018/02/03/the-advantages-and-disadvantages-of-retail-outlets-selling-similar-products-being-located-close-together/
https://researchsolutionsincblog.wordpress.com/2018/02/03/the-advantages-and-disadvantages-of-retail-outlets-selling-similar-products-being-located-close-together/
https://researchsolutionsincblog.wordpress.com/2018/02/03/the-advantages-and-disadvantages-of-retail-outlets-selling-similar-products-being-located-close-together/
https://researchsolutionsincblog.wordpress.com/2018/02/03/the-advantages-and-disadvantages-of-retail-outlets-selling-similar-products-being-located-close-together/
https://www.linkedin.com/pulse/three-human-needs-survival-belonging-becoming-rashid-temuri
https://www.linkedin.com/pulse/three-human-needs-survival-belonging-becoming-rashid-temuri
https://www.linkedin.com/pulse/three-human-needs-survival-belonging-becoming-rashid-temuri
https://www.coursehero.com/file/82613255/CHAP-1-5-DRAFTdocx/
https://www.coursehero.com/file/82613255/CHAP-1-5-DRAFTdocx/
https://www.coursehero.com/file/82613255/CHAP-1-5-DRAFTdocx/
https://pjdc.uplb.edu.ph/wp-content/uploads/2022/07/PJDC-4-2-06.pdf
https://pjdc.uplb.edu.ph/wp-content/uploads/2022/07/PJDC-4-2-06.pdf
https://www.ncbi.nlm.nih.gov/books/NBK470395/
https://www.ncbi.nlm.nih.gov/books/NBK470395/
https://www.linkedin.com/pulse/importance-staying-up-to-date-industry-trends-lawrence-thomas
https://www.linkedin.com/pulse/importance-staying-up-to-date-industry-trends-lawrence-thomas
https://www.linkedin.com/pulse/importance-staying-up-to-date-industry-trends-lawrence-thomas
https://www.reviveresearch.org/blog/importance-of-informed-consent-process/
https://www.reviveresearch.org/blog/importance-of-informed-consent-process/
https://www.reviveresearch.org/blog/importance-of-informed-consent-process/
https://www.linkedin.com/pulse/mastering-resourcefulness-key-skill-entrepreneurs-tonytiyou
https://www.linkedin.com/pulse/mastering-resourcefulness-key-skill-entrepreneurs-tonytiyou
https://www.linkedin.com/pulse/mastering-resourcefulness-key-skill-entrepreneurs-tonytiyou
https://www.questionpro.com/blog/thematic-analysis/
https://www.questionpro.com/blog/thematic-analysis/
https://www.runn.io/blog/what-is-resourcefulness
https://www.runn.io/blog/what-is-resourcefulness
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://blog.shorts.uk.com/genus/business-diversification-strategy-examples#:~:text=Diversification%20is%20important%20because%20it,and%20improved%20long%2Dterm%20sustainability
https://www.linkedin.com/pulse/5-powerful-benefits-smile-business-precious-williams#:~:text=It%20helps%20to%20form%20the,with%20anxiety%2C%20stress%20or%20depression
https://www.linkedin.com/pulse/5-powerful-benefits-smile-business-precious-williams#:~:text=It%20helps%20to%20form%20the,with%20anxiety%2C%20stress%20or%20depression
https://www.linkedin.com/pulse/5-powerful-benefits-smile-business-precious-williams#:~:text=It%20helps%20to%20form%20the,with%20anxiety%2C%20stress%20or%20depression
https://www.linkedin.com/pulse/5-powerful-benefits-smile-business-precious-williams#:~:text=It%20helps%20to%20form%20the,with%20anxiety%2C%20stress%20or%20depression
https://www.linkedin.com/pulse/5-powerful-benefits-smile-business-precious-williams#:~:text=It%20helps%20to%20form%20the,with%20anxiety%2C%20stress%20or%20depression
https://www.linkedin.com/pulse/5-powerful-benefits-smile-business-precious-williams#:~:text=It%20helps%20to%20form%20the,with%20anxiety%2C%20stress%20or%20depression
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises
https://www.researchgate.net/publication/372231585_Analysis_of_the_Impact_of_Job_Burnout_on_Quality_and_Economic_Benefits_of_Enterprises#:~:text=Job%20burnout%20is%20a%20crucial,economic%20performance%20of%20business%20enterprises

