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Abstract: As the economy of a country grows, the needs of its population also increase and diversify. Growing income of a large 

population would increase the wood demand significantly. The demand for wood at household level could transform from fuel needs 

to life-style based needs including construction and furniture needs. Further, the demand from industrial sector could also transform 

from traditional (e.g., paper and pulp) to modern forms (e.g., sports goods). The supply of wood could also transform from traditional 

sources, namely forests, to plantations and agro-forestry, and imports in an increasingly liberalized global economy. So the study 

focuses on the Forest Resources and the Trends in the production, consumption, Imports and Export of Timber products in India. 
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I.Introduction 

 The inherent features which had placed Timber in the forefront of all the important raw materials used were many and valid; 

but one of its important attributes was its availability in many species, in many sizes, in various shapes and in varied condition to suit 

almost every type of demand. It was naturally one of the aesthetically pleasing materials because of its grain patters and its varied 

colours and its appearance could be easily improved by strains lacquers and other types of varied finishes. It could be easily shaped 

with the help of tools, fastened with the help of adhesives, nails, screws and bolts. 

 

II. Objectives of the Study 

 After reviewing the various studies pertaining to the Timber marketing and forest economy the six specific objectives of the 

study had been framed for conducting the present study. 

 To know about the profile of the Timber Traders in the Tirunelveli District. 

 To make a comprehensive analysis of the financial position and the growth of the Timber within Tirunelveli district. 

 To find out the problems faced by the Timber Traders in Tirunelveli District and  

 To summaries the findings and to offer suitable suggestions, for the successful marketing of Timber in Tirunelveli district. 

 

III. Hypothesis 

 To study examine at testing the following hypotheses framed in tune with the objectives of the study. 

 There is no relationship between the years of existence and the levels of growth of the sample Timber units. 

 The form of organization and the levels of growth of the sample Timbers unit. 

 The ownership of the saw mills of the sample Timber traders and their levels of growth. 

 The mode of commencement of the sample Timber units and their levels of growth. 

 The registration with the District industries centre by the sample Timber units and their levels of growth. 

 There is no relationship, but the availing of the Financial Assistance by the sample Timber units and their levels of growth. 

 

IV.Timber Trading in Tirunelveli district 

 Obviously ‘Timber trading’ adds to our comfortable living. Comparatively speaking with other districts in Tamilnadu, 

Timber Trading in Tirunelveli district finds in ‘good condition’ this district comprises talus like Alangulam, Ambasamudram, 

Nanguneri, Palayamkottai, Tirunelveli, Radhapuram, Tenkasi, Senkottai, Sankarankovi, Sivagiri, Kadayanallur, Manur and 

Thiruvengadam for perfect administration. 
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 Obviously there are 150 ‘Saw Mills’ and 300 “’without saw Mills Merchants’ in this district. But more ‘Saw Mill Merchants’ 

are in Senkottai and Tenkasi among the 13 taluks. Obviously, the need of woods and timber in this district is somehow fulfilled by the 

traders but it is not sufficient due to the increasing population and hence the use and usage of ‘Timber’ is increasing day by day. As to 

fulfill the needs, various kinds of woods are imported from the ‘domestic and abroad’ by way of ‘Logs and Saw’ woods like ‘Merba’ 

and ‘Vietnam Bin Koda’ is imported as ’Sawn Size’ and the others are imported as ‘Logs’. 

 

V. Sampling Designs 

 The Tirunelveli District had been selected for the study, since the Timber industry was one of the dominant Industries in the 

District. In the study area, there were 76 Registered Timber Traders who had been marketing different varieties of Timber and who 

had been catering to the requirements of the present as well as the potential customers.  

 

VI. Tools of Analysis 

 The collected data, both primary and secondary were put to a critical statistical examination, with the help of the chosen 

Tools. The Tabular analysis, the percentage analysis, chi-Square test, T test, Kruskal Wallis test, Mann Whitney Test and ANOVA 

had been very widely used in this study and inferences had been drawn from the results obtained. 

 

VII. Analysis 

7.1 Motivating Factors based on Nature of organization 

 An attempt was made to know the motivating factors based on nature of organization such as sole trader and partnership. To 

test the motivating factors based on nature of organization, the following null hypothesis was proposed. 

H0 : There is no significant difference between nature of organization and motivating factors.  

The non-parametric statistics of Mann-Whitney U test was used to analyse the motivating factors based on nature of 

organization and test the proposed null hypothesis. The details of the result of Mann-Whitney U test is illustrated in table 1. 

Table 1  

Mann-Whitney U Test: Motivating Factors Based on Natural of organization 

Factors U-value Z-value p-value Mean rank 

Sole trader Partnership 

With sawmill 766.500 -3.235 0.001 57.74 83.02 

Without sawmill 966.000 -2.578 0.010 58.56 77.69 

 

A Mann-Whitney U test was run to determine if there were differences in motivating factors between sole trader and 

partnership. The table discloses that among with sawmill and without sawmill merchants, the null hypothesis (H0) is rejected at the 

5% level of significance with regard to the motivating factors due to the p value is less than 0.05. It shows that nature of organization 

wise there is a significant different in motivating factors. 

 

7.2 Motivating factors based on Age 

 An attempt was made to know the motivating factors based on age. To test the motivating factors based on age, the following 

null hypothesis was proposed. 

 H0: There is no significant difference in motivating factors among different age group of with sawmill and without sawmill 

merchants in Tirunelveli district. The details of the result of Kruskal-Wallis test is reported in  table-2. 

Table 2 

Kruskal-Wallis Test: Motivating factors based on Age 

Loans Chi-Square 

X2 

p value Mean Rank 

Below 40 41 to 50 51 to 60 Above 60 

With sawmill 17.461 0.001 36.94 60.77 75.81 83.40 

Without sawmill 0.6926 

 

0.875 66.69 60.56 65.37 65.73 

  

The table discloses that among with sawmill merchants, the null hypothesis (H0) is rejected at the 5% level of significance 

with regard to the motivating factors due to the p value is less than 0.05. It shows that age wise there is a significant difference in 

motivating factors. 

The table further discloses that among without sawmill merchants, the null hypothesis (H0) is retained at the 5% level of 

significance with regard to the motivating factors due to the p value is more than 0.05. It shows that age wise there is no significant 

difference in motivating factors. 

 

7.3 Motivating factors based on Educational qualification 

 An attempt was made to know the motivating factors based on educational qualification. To test the motivating factors based 

on educational qualification, the following null hypothesis was proposed. 

 H1 : There is no significant difference in motivating factors among different educational qualification of with sawmill and 

without sawmill merchants in Tirunelveli district. The details of the result of Kruskal-Wallis test is reported in table 3. 
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Table 3  

Kruskal-Wallis test: Motivating factors based on Educational qualification 

Loans Chi-Square 

X2 

p value Mean Rank 

SSLC HSC Graduate Post Graduate Professional 

With sawmill 57.970 0.000 67.37 32.97 42.35 79.55 96.40 

Without 

sawmill 

29.097 0.000 50.31 78.06 59.51 111.29 23.50 

 

7.4 Motivating factors based on Previous Occupation 

 An attempt was made to know the motivating factors based on previous occupation. To test the motivating factors based on 

previous occupation, the following null hypothesis was proposed. 

 H1: There is no significant difference in motivating factors among different previous occupation of with sawmill and without 

sawmill merchants in Tirunelveli district. The details of the result of Kruskal-Wallis test is reported in table 4. 

Table 4 

Kruskal-Wallis Test: Motivating factors based on Previous Occupation 

Loans Chi-

Square 

X2 

p value Mean Rank 

Govt.Service Pvt employee Business Professional 

With sawmill 31.038 0.000 40.46 54.73 61.63 100.88 

Without sawmill 16.538 0.001 66.17 57.89 123.50 95.00 

  

The table reveals that among with sawmill merchants and without sawmill merchants, the null hypothesis (H0) is rejected at 

the 5% levels of significance with regard to the motivating factors due to the p value is less than 0.05. It shows that previous 

occupation wise there is a significant difference in motivating factors among with sawmill merchants and without sawmill merchants. 

 

7.5 Motivating factors based on Monthly income 

 An attempt was made to know the motivating factors based on monthly income. To test the motivating factors based on 

monthly income, the following null hypothesis was proposed. 

H0 : there is no significant difference in motivating factors among different monthly income of with sawmill and without sawmill 

merchants in Tirunelveli district. The details of the result of Kruskal-Wallis test is reported in table 5. 

Table 5  

Kruskal-Wallis Test: Motivating factors based on monthly income 

Loans Chi-

Square 

X2 

p value Mean Rank 

Up to Rs. 

2,00,000 

Rs. 2,00,000 

to 4,00,000 

Rs. 

4,00,000 to 

6,00,000 

Rs.6,00,0

00 to 

8,00,000 

Rs. 

8,00,000 

to 

10,00,000 

above Rs. 

8,00,000 

With 

Sawmill 

13.44 0.020 44.07 49.97 73.50 75.21 74.65 58.06 

Without 

Sawmill 

1.898 0.755 - 57.67 64.21 63.83 68.23 70.61 

  

The table discloses that among with sawmill merchants, the null hypothesis (H0) is rejected at the 5% level of significance 

with regard to the motivating factors due to the p value is less than 0.05. It shows that monthly income wise there is a significant 

difference in motivating factors among with sawmill merchants. The table further discloses that among without sawmill merchants, 

the null hypothesis. 

 (H0) is retained at the 5% level of significance with regard to the motivating factors due to the p value is more than 0.05. It 

shows that monthly income wise there is no significant difference in motivating factors among without sawmill merchants. 

7.6 Motivating factors based on Community 

 An attempt was made to know the motivating factors based on community. To test the motivating factors based on age, the 

following null hypothesis was proposed. 

H1: There is no significant difference in motivating factors among different community of with sawmill and without sawmill 

merchants in Tirunelveli district. The details of the result of Kruskal-Wallis test is reported in table 6. 

Table 6 

Kruskal-Wallis test: Motivating factors based on Community 

Loans Chi-Square X2 p value Mean Rank 

Backward class MBC/DNC Scheduled 

Caste 

Forward 

Community 

With 

sawmill 

34.094 0.000 47.92 61.50 86.18 91.48 

Without 

Sawmill 

27.094 0.000 56.02 56.26 

 

94.13 43.60 
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 The table discloses that among with sawmill merchants and without sawmill merchants, the null hypothesis (H0) is rejected at 

the 5% level of significance with regard to the motivating factors due to the p value is less than 0.05. It shows that community wise 

there is a significant difference in motivating factors among with sawmill merchants and without sawmill merchants. 

 

7.7 Age and Reason for selecting timber trade 

 In order to study the relationship between reason for selecting timber trade and age groups, ‘ANOVA’ test is attempted with 

the null hypothesis as, “there is no significant difference in reason for selecting timber trade among different age group of merchants 

in Tirunelveli district”. The result of ‘ANOVA’ test for reason for selecting timber trade among different age group of merchants is 

presented in table 7. 

Table 7 

Reason for selecting timber trade among different age group of timber merchants –ANOVA 

Particulars Age Sum of Squares df Mean Square F p value 

With Sawmill 

merchant 

Between Groups 30.386 3 10.129 4.910 0.003 

Within Groups 249.614 121 2.063   

Total 280.000 124    

Without 

sawmill 

merchant 

Between Groups 26.617 3 8.872 4.867 0.003 

Within Groups 220.583 121 1.823   

Total 247.200 124    

  

Table discloses that among with sawmill and without sawmill merchants, the calculated ‘F’ value of reason for selecting 

timber trade among different age group of with sawmill and without sawmill merchants are 4.910 and 4.867 which is significant at the 

‘p’ value of 0.003 and 0.003. Since the respective ‘p’ value is less than 0.05, the null hypothesis is rejected. Therefore, it may be 

concluded that there is a significant difference in reason for selecting timber trade among different age group of with sawmill and 

without sawmill merchants in Tirunelveli district. 

 

7.8 Gender and Reason for selecting timber trade 

 In order to study the relationship between reason for selecting timber trade and gender groups., ‘independent samples t’ test  

is attempted with the null hypothesis as, “there is no significant difference in reason for selecting timber trade among different gender 

group of merchants in Tirunelveli district”. The result of ‘independent samples t’ test for reason for selecting timber trade  among 

different gender group of merchants is presented in   table-8. 

Table 8  

Reason for selecting timber trade among different gender group of timber merchants-Independent samples ‘t’ test 

Particulars 

 

F Sig. t df Sig. (2-

tailad 

With sawmill 

merchant 

8.809 0.004 -0.699 123 0.486 

  

Table discloses that among with sawmill merchants, the calculated ‘F’ value of reason for selecting timber trade among 

different gender group of with sawmill merchants is 8.809 which is significant at the ‘p’ value of 0.486. Since the respective ‘p’ value 

is higher than 0.05, the null hypothesis is accepted. Therefore, it may be concluded that there is no significant difference in reason for 

selecting timber trade among different gender group of with sawmill merchants in Tirunelveli district. 

 

VIII. Findings of Hypotheses Testing 

 It is identified that nature of organization wise there is a significant difference in motivating factors. 

 It is found that age wise there is no significant difference in motivating factors. 

 Educational qualification wise there is a significant difference in motivating factors among with sawmill and without sawmill 

merchants. 

 Previous occupation wise there is a significant difference in motivating factors among with sawmill merchants and without 

sawmill merchants. 

 Monthly income wise there is a significant difference in motivating factors among with sawmill merchants. 

 Community wise there is a significant difference in motivating factors among with sawmill merchants and without sawmill 

merchants. 

 Age wise there is a significant difference in reason for selecting timber trade among with sawmill and without sawmill 

merchants in Tirunelveli district. 

 Gender wise there is a significant difference in reason for selecting timber trade among without sawmill merchants in 

Tirunelveli district. 

 

IX. Suggestions 

After analyzing and interpreting the data, the following suggestions are made. 

 It is found from the study that few with sawmill merchants and without sawmill merchants have been involved in export, 

whole sale and retail business and export and retail business. Hence it is suggested that with sawmill merchants and without 
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sawmill merchants should take necessary effort to involve export, whole sale and retail business and export and retail 

business. 

 Only few with sawmill merchants and without sawmill merchants selling Vembu, Teak wood and Maruthu timber. Hence it 

is suggested that with sawmill merchants and without sawmill merchants should take necessary steps to sell Vembu. Teak 

wood ad Maruthu timber highly. 

 Only few with sawmill merchants and without sawmill merchants market the timber in local level and country level. Hence it 

is suggested that with sawmill merchants and without sawmill merchants should take necessary steps to market their timber 

in local level and country level. 

 Only few with sawmill merchants and without sawmill merchants were very serious problems with labour shortage, 

competition and high customs and transportation. Hence it is suggested that with sawmill merchants and without sawmill 

merchants should take necessary steps to arrange labour and arrange own transport and merchants should advertise their 

products to reduce the competition. 

 Since the customers expect more varieties of timber, the merchants have to invest more on the research and development so 

that they design different varieties of timber in order to attract more customers. 

 The timber merchants have to concentrate on determining competitive prices and increasing quality of timber. 

X. Conclusion 

 It is concluded that marketing practices of with sawmill merchants and without sawmill merchants are good. Merchants 

adopted different pricing strategy for sale of timber. The different pricing strategy are single pricing, dual pricing, few pricings and 

multi pricing. Merchants used different promotional tools for sale of timber. The different promotional tools are advertisement, 

personal selling, offering discounts, free door delivery providing added services, motivation carpenters and motivating architects and 

engineers. 
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