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CHAPTER 5: DATA ANALYSIS AND INTERPRETATION 

 

The primary data gathered from the value chain players in the Cinnamon industry 

will be analyzed using Descriptive and Inferential statistics. The essential statistics 

will be drawn for data sets and their interpretations are justified as necessary.  

 

In the qualitative analysis the collected data will be analyzed in a tabular form to 

identify the operational aspects of the findings. The interpretation and the 

combination of the qualitative findings will lead to achieve the research objectives.  

 

5.1 Quantitative Analysis  

 

Primary data collected through interviews consists of three main sectors namely 

Plantation, Processing and Marketing. They are used for the quantitative analysis and 

evaluated against the two main constructs Technology Competency and Market 

Orientation. Each component comprised of many variables as discussed in Chapter 3 

and are measured by many indicators. This collection of industry data is summarized 

in an appropriate manner to ease the analysis.   

 

5.1.1 Descriptive statistics  

 

This section presents a descriptive analysis of the sample data collected. It aims to 

provide an overview of the responders and an insight into their perception. Therefore 

the technology competency and market orientation constructs will be analyzed in 

relation to the Cinnamon industry in Sri Lanka. 

 

Composition Based on Sectors:  

 

Table 5.1 represents the total number of interviews conducted under each category of 

the value chain players:  
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Table 5.1 : Composition of the Responders  – Sector wise 

Category Number 

Cinnamon cultivators 

 Large Scale 

 Medium Scale 

 Small Scale 

Cinnamon peelers 

Cinnamon oil producers (Leaf and bark oil producers) 

Cinnamon traders 

Other Cinnamon diversified product manufacturers 

 

30 

30 

30 

30 

15 

30 

5 

 

 

 Figure 5.1 : Composition of Responders (%) - Sector wise 

Analysis based on variables:   

For Technology Competency Construct 

The sample analysis for the above construct is as follows: 

 

Construct # 01: Technology Competency 

Technology Competency is associated with 04 variables as defined in the previous 

chapters. These variables were identified through the degree of consent of each 

indicator. 

17%

17%

18%

18%

9%

18%
3% Planter L

Planter M

Planter S

Peeler

Oil Manu:

Traders

Other



- 114 - 

 

Variable    #1:   Knowledge & Experience 

Indicator K1 :   Amount of knowledge to provide technical support to fulfill basic 

                          operations  

    

Table 5.2 : Composition of the perception with regard to (Knowledge & Experience) Vs 

(Amount of knowledge to provide technical support to fulfill the basic operations) 

 

 

 

 

 

 

 

 

 

 

 

 

Table 5.2 revealed a majority i.e. about 65.5% from the entire industry agreed for the 

above indicator and there is only 0.6% disagreed. Therefore it is evident there is a 

significant percentage of the industry value chain players agree with Amount of 

knowledge to provide technical support to fulfill the basic operations within the industry 

and it has become an important aspect. Because there is only 31.6%, falls under 

undecided level. 

 

Likewise the degree of agreeability in the form of composition percentage of each 

indicator with regard to the Technology Competency is summarized in Table 5.3. 

 

 

 

 

 

 

 

 

  

Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 2 1 .6 .6 .6 

3 55 31.6 32.4 32.9 

4 86 49.4 50.6 83.5 

5 28 16.1 16.5 100.0 

Total 170 97.7 100.0  

Missing System 4 2.3   

Total 174 100.0 
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Table 5.3 : Technology Competency Composition Percentages 

Variable  Indicator  1 2 3 4 5 

Knowledge &  K1 0 0.6 31.6 49.4 16.1 

Experience  K2 0 0 20.7 51.7 25.3 

  K3  0 0 21.3 59.2 17.2 

  K4 0 0 30.5 47.7 19.5 

  K5 0 0 16.7 61.5 19.5 

  K6 0 0 21.3 51.1 25.3 

  K7 0 0 26.4 52.3 19.0 

  K8 0 0 20.7 56.9 20.1 

  K9 0 2.9 27.6 46 21.3 

  Ave: 0.0 0.4 24.1 52.9 20.4 

Innovative &  C1 0 6.3 37.4 43.7 10.3 

Creative ability C2 0 5.7 34.5 45.4 11.5 

  C3 0 4.6 38.5 46.6 8.0 

  C4 0 13.2 58 26.4 0 

  C5 0 1.7 24.1 55.2 16.7 

  C6 0 4 35.1 51.7 6.9 

  Ave: 0 5.9 37.9 44.8 8.9 

Exposure 

(Internal E1 0 11.5 49.4 28.7 8 

& External) E2 0 4.6 43.1 43.1 6.9 

  E3 0 8.6 37.9 42.5 8.6 

  E4 0 4.6 40.2 44.3 8.6 

  E5 0 9.2 50.6 33.3 4.6 

  E6 0 5.2 41.4 46.6 4.6 

  E7 0 2.9 36.8 51.1 6.9 

  E8 0 0 33.3 52.9 11.5 

  Ave: 0 5.8 41.6 42.8 7.5 

Attitude &  A1 0 2.9 37.9 47.7 9.2 

Perception A2 0 0.6 28.7 62.6 5.7 

  A3 0 1.1 24.1 57.5 14.9 

  A4 0 0.6 20.1 63.8 13.2 

  A5 0 3.4 46 42 6.3 

  A6 0 0 13.8 64.4 19.5 

  A7 0 4 31 54 8.6 

  Ave: 0 1.8 28.8 56.0 11.1 

Note: For Indicators refer Table 3.1. 



- 116 - 

 

Considering the variables of Technology Competency, on average there are more 

than 73.3% of the industry value chain players agreed to the total of Knowledge and 

Experience’s indicators (Figure 5.2). There is a situation where the agreed 

percentage increased beyond 80% level for individual indicator. Indicators relating to 

period of experience (K2) and experience leads to solve any practical issues (K6) 

…etc. provide substantial impacts for the technology competency.  

 

Figure 5.2 : Knowledge & Experience Composition % 

 

For Innovative & Creative ability the agreed amount on average for all the indicators 

is 53.7%, while 37.9 % stayed undecided (Figure 5.3). This is a clear indication that 

the industry value chain players don’t have a clear understanding on producing value 

added innovative products by incorporating Cinnamon and they only concentrate on 

producing the existing traditional products. Further it is important to note that the 

indicator C4 highlighting there should be a possibility to incorporate existing 

resources for implementing the technological solutions was disagreed by 13.2%, 

while 58% remained undecided. The reason is the value chain players don’t 

incorporate many resources apart from the land for plantations and the very limited 

amount of equipments for Cinnamon processing.   

 

Figure 5.3 : Innovative & Creative Ability Composition 
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For internal and external exposure the total responses show even lesser percentages. 

The agreed amount remained at 50.3% while 41.6% undecided and 5.8% disagreed. 

The fact being the majority of the value chain players don’t have any considerable 

exposure to the technological means matching the Cinnamon industry, they have a 

doubt on how to gain positive impacts through these implications (Figure 5.4). 

  

Figure 5.4 : Internal & External Exposure Composition 

 

Attitude and perception indicators are comparatively agreed with the highest 

percentages. A total of 67% agreed for all the indicators on average and there is a 

situation where the total agreed amount reached 84% as well. This indicator suggests 

there should be a proper technological knowledge through very simple mechanisms 

for the industry employees. It is correctly implied for the industry since the majority 

of the value chain players involved in the business activities has a low education 

level.  

 

But the management should have a self motivation to persuade the others towards 

the technological aspects is equally highlighted as an important indicator (A3). It 

also should be considered simultaneously with the indicator (A4) highlighting Extent 

of motivation of technology for operational activity believing it gives positive results, which 

is also having a positive result of 77% (Figure 5.5). 
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Figure 5.5 : Attitudes & Perception Composition 

 

  

 

For Market Orientation 

 

The Market Orientation construct consists of 3 variables as discussed previously. All 

the indicators were considered similar to the above analysis under technology 

competency: 

 

 Variable   #2: Customer Orientation 

 Indicator U1: Monitor level of commitment in serving customer needs  

 

Table  5.4 : Composition of the perception with regard to (Customer Orientation) Vs  

(Monitor level of commitment in serving customer needs) 

  
Frequency Percent Valid Percent Cumulative Percent 

Valid 2 1 .6 .6 .6 

3 55 31.6 32.4 32.9 

4 86 49.4 50.6 83.5 

5 28 16.1 16.5 100.0 

Total 170 97.7 100.0 
 

Missing System 4 2.3 
  

Total 174 100.0 
  

 

It indicates that 65.5% agreed for Monitor level of commitment in serving customer needs 

establishing a high impact on customer orientation. At the same time there is no one 
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strongly disagreed and 0.6% at disagreed level and 31.6% at undecided level within 

the industry. 

Table 5.5: Market Orientation Composition Percentages 

Variable  Indicator  1 2 3 4 5 

Customer 

Orientation 

U1 0 0.6 31.6 49.4 16.1 

U2 0 0 20.7 51.7 25.3 

  

  

  

  

  

  

  

  

  

  

  

U3 0 0 21.3 59.2 17.2 

U4 0 0 30.5 47.7 19.5 

U5 0 0 16.7 61.5 19.5 

U6 0 0 21.3 32.7 36.4 

U7 0 0 26.4 51.1 25.3 

U8 0 0 20.7 56.9 20.1 

U9 0 2.9 27.6 46 21.3 

U10 0 6.3 37.4 43.7 10.3 

U11 0 5.7 34.5 45.4 11.5 

U12 0 4.6 38.5 46.6 8 

Ave: 0.0 1.7 27.3 49.3 19.2 

Competitor 

Orientation 

P1 0 13.2 58 26.4 0 

P2 0 1.7 24.1 55.2 16.7 

  

  

  

  

  

  

  

P3 0 4 35.1 51.7 6.9 

P4 0 11.5 49.4 28.7 8 

P5 0 4.6 43.1 43.1 6.9 

P6 0 8.6 37.9 42.5 8.6 

P7 0 4.6 40.2 44.3 8.6 

P8 0 9.2 50.6 33.3 4.6 

Ave: 0 7.2 42.3 40.7 7.5 

Inter 

functional 

Coordination 

T1 0 5.2 41.4 46.6 4.6 

T2 0 2.9 36.8 51.1 6.9 

T3 0 0 33.3 52.9 11.5 

  

  

  

  

  

  

  

  

T4 0 2.9 37.9 47.7 9.2 

T5 0 0.6 28.7 62.6 5.7 

T6 0 1.1 24.1 57.5 14.9 

T7 0 0.6 20.1 63.8 13.2 

T8 0 3.4 46 42 6.3 

T9 0 0 13.8 64.4 19.5 

T10 0 4 31 54 8.6 

Ave: 0 2.1 31.3 54.3 10.0 
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One of the most important variables of the Market Orientation aspect is the customer 

orientation which was agreed by 68.5% of the value chain players on average. More 

than 80% agreed that the after sales services should be focused and satisfied in a 

more effective manner.  The agreed amount reached 77% level, both for the U2 and 

the U8 indicators and 76.4%, both for the U3 and U7 (Figure 5.6). It is therefore 

implied the importance in identifying the customer needs in a more appropriate 

manner and reasonable pricing mechanisms become very important from the 

industry perspective. 

 

Figure 5.6 : Customer Orientation Composition 

 

Competitor Orientation was agreed only by 48.2% on average, which is at lower 

level compared to other situations. The highest percentage of 42.3% on average is 

under undecided option. Having the feeling that the industry is not giving the 

required competitiveness in practice or no competition is understood by the value 

chain players for this native product to Sri Lanka may be the reason. On the other 

hand lack of supplying to meet the required demanded quality products may also be 

the reason. This is significant when considering the indicator P1, where it is only 

26.4% agreed and being the lowest among the rest. It implies no actions taken to face 

the competitiveness.  

 

On the other hand the agreed amount for actions taken against the bargaining power 

of the raw material suppliers’ is also at a minimum level (37.9%). Aspect of 

changing against the competitiveness is also at a lower level of 36.7%, implying 

there are no proper linkages built among the value chain players and no strategic 

measures in doing so (Figure 5.7). 
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Figure 5.7: Competitor Orientation 

 

Inter Functional Coordination is also explained as a valuable variable for the entire 

industry and 64.3% agreed on average for the indicators and 2.1% disagreed. The 

undecided amount remains at 31.3%, since most of the industries are small holdings 

and operating day to day activities without clear vision and objectives set for the 

future.  

 

Figure 5.8 : Inter Functional Coordination 

 

Although the T9 indicator - Informal information exchange  to fulfill   industrial 

Expectations shows a high percentage (83.9%), the ability to come to an agreement 

in producing the same product units remain at a lower level of 48.3%. The reasons 

may be the individual companies and the small holders have got used to supply the 

same old products demanded from many years back and dislike to change and 

focusing on producing new product ranges (Figure 5.8). 
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Mean & Standard Deviation  

 

The following descriptive statistics were considered for the sample comprised of 

Cinnamon industry value chain players. The construct Technology Competency is 

linked with certain number of indicators representing variety of specific 

characteristics. Since the analysis limits the incorporation of total number of 

indicators on individual basis, the mean values were calculated to denote such 

indicators as necessary. But the contribution from these different indicators may not 

have the same weight. But to continue with the analysis it was assumed these 

indicators have the same weight and equally contributing to the variable. The 

minimum, maximum, mean & standard deviation statistics were considered to 

describe the sample characteristics from the statistical perspective (Appendix 10). 

 

For Knowledge and Experience variable the minimum value is 3.3, which is just 

above the undecided level and remain on the agreeable-side. The maximum value is 

4.8 and it is very much closer to strongly agreed level. The Mean value is 4, almost 

on the agreed consent. The deviation from Mean is 0.2659 implying that the values 

are almost distributed around the mean value and this will show positive implications 

for the entire sample for representing the variable.   

 

Minimum value is 2.7 and the maximum value is 4.5 for the Innovative and Creative 

ability. Minimum value although lies below the undecided level, it is much closer to 

the undecided level than the disagree level. The maximum value on the other hand 

lies exactly in between agreed and strongly agreed levels. However the Mean value 

is 3.6 which show an overall opinion in the agreed position. Compared with the 

Knowledge and Experience level the acceptance is lying below by 0.4 points. This is 

further emphasized by having a standard deviation of o.34 implying the whole 

responses lay very close to the mean value. Therefore this too is accepted by the 

sample very positively.  

 

Internal and External Exposure variable with regards to the Technology 

Competency shows minimum and maximum values of 2.6 & 4.4 respectively and 

these figures are almost the same with the above figures of the variable discussed. 
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Since the mean value is 3.54 and the standard deviation is 0.33, a similar conclusion 

could be drawn in this regards as well. 

 

However the Attitudes and Perception is playing a medium role compared with other 

variables under Technology Competency. The above discussed 3 variables could be 

placed in two separate locations without much difficulty. Because the last two 

variables almost at the same level. Therefore Attitude and Perception remains in 

between those two levels. By simple comparison we can place this variable just 

second to the first variable and conclude this too is positively accepted by the value 

chain players in the industry. Since the standard deviation is just below the first 

variable it shows a good solid distribution around the mean value than the first case. 

 

Descriptive statistics of variables under Marketing Orientation are shown in 

Appendix 10. These variables also behaved in a very much similar manner to the 

earlier case. Since the mean values are almost equal and above the undecided level it 

shows that these variables are also accepted. Since the minimum, maximum and the 

standard deviation figures of the Customer Orientation and the Inter Functional 

Coordination are almost similar, it implies they were highly accepted by the industry 

value chain players. But Competitor Orientation shows a small decrease with 

comparison to the above two and a higher value is shown for the Standard deviation. 

Therefore it could be concluded that although this variable is also accepted it remains 

lower level than the above two.  

 

5.1.2 Inferential statistics  

 

This section incorporates inferential statistics such as Pearson Correlation to analyze 

the relationships among the variables. This will help to identify the significance of 

these variables and form regression models for future modeling purposes if 

necessary. But this aspect is beyond the target of this study.  
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Correlation  

 

Correlation measures the strength of the linear relationship between the two 

variables. This is also known as the degree of linear relationship. This study focuses 

the behaviour of the two main constructs and the associated indicators as required.  

 

A. Technology Competency 

 

The correlation among the Technology Competency variables could be analyzed 

using the Persons coefficients as follows. The following correlation table explains 

there is a positive but weak relationship among all the variables. It could be 

concluded since the correlation coefficients of all the pairs are positive and lies 

between 0 and 0.5 (Appendix 11).  

 

Accordingly the boxes which are shaded show a P - value less than the 

corresponding α – value and denotes a significant correlation in between those 

variables. But for the other boxes the correlation between the variables isn’t 

significant. It is proved that there is a significant correlation in between the following 

variables: 

 (Knowledge & Experience) Vs (Attitude & Perception) 

 (Innovative & Creative Ability) Vs (Internal & External Exposure) and  

 (Internal & External Exposure) Vs (Attitude & Perception).  

But among the remaining three possible combinations, among the variables there is 

no significant correlation.  

 (Knowledge & Experience) Vs (Innovative & Creative Ability)  

 (Knowledge & Experience) Vs (Internal & External Exposure) 

 (Attitude & Perception) Vs (Innovative & Creative Ability). 
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Figure 5.9 : Correlation of (Knowledge & Experience)- (K&E) Vs (Innovative & 

Creativity Ability)- (I&C) variables in Technology Competency 

 
Although there is a positive weak correlation between the above variables it is 

evident that correlation isn’t significant (Figure 5.9). 

Figure 5.10 : Correlation of (Knowledge & Experience)-(K&E) Vs (Internal & 

External Exposure)-(I&E) variables in Technology Competency 

 
It is also evident that the (Knowledge and Experience) Vs (Internal & External 

Exposure) too has no significant correlation, although they have a positive but 

weaker correlation (Figure 5.10). 
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Figure 5.11 : Correlation of (Knowledge & Experience)-(K&E) Vs  (Attitude & 

Perception)-(A&P) variables in Technology Competency 

 
Since the correlation among the above variables (K&E Vs A&P) is significant, it is 

at weak level in positive direction. Therefore it could be concluded a weak positive 

linear relationship among the variables. The (Knowledge and Experience) has a 

linear relationship with the (Attitude and the Perception). This is agreeable since 

there is a possibility to change the attitude and the perception with the change in 

knowledge and the experience. Therefore it leads to a positive linear relationship. It 

is clearly visible in the above graph too (Figure 5.11). 

 

Under Technology Competency (Innovative & Creativity Ability) and (Internal and 

External Exposure) significantly related with positive but weaker correlation. But 

this linear relationship is the most powerful among the 3 positive relationships. It 

implies the (Internal and External Exposure) becomes an effective factor for the 

(Innovative & Creative ability) (Figure 5.12). When the HR is provided the 

opportunity to gain the exposure it will directly become a reason to benchmark with 

the others applications and apply the new things within the organization. Therefore it 

is also agreeable. 
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Figure 5.12:  Correlation of Innovative & Creativity Ability (I&C) Vs Internal & 

External Exposure (I&E) variables in Technology Competency 

 
It is proved there is a positive but medium level (with respect to the other two 

variables which are lower and higher than this) linear relationship among the 

(Attitude & Perception) and (Internal & External Exposure). It also could be 

described as the (Attitude and the Perception) will drive towards the (Internal & 

External Exposure) gaining (Figure 5.13). 

 

Figure 5.13 :  Correlation of (Attitude & Perception)- (A&P) Vs (Internal & 

External Exposure)- (I&E) variables in Technology Competency 
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Similarly the variables under Technology Competency discussed above could be 

summarized (Figure 5.14) and therefore it could be easily seen there is a positive but 

weaker relationship among the all variables.  

 

Figure 5.14: Correlation among Technology Competency variables 

 
 

K&E - Knowledge & Experience  I&E - Internal & External Exposure 

I&C - Innovative & Creative Ability A&P - Attitude & Perception 

 

 

B. Market Orientation 

 

Market Orientation comprised of the variables Customer Orientation, Competitor 

Orientation and Inter Functional Coordination. The correlation relationships among 

these variables are analyzed in the similar manner. 

All the variables have a positive but weak relationship among each other and 

importantly all of them have become significant correlations. Because the P - value 

is less than α - value (0.01 for two tailed test) in this case (Appendix 11). Therefore it 

implies there are significant but low strength linear relationships among all the 

variables. All the significant and important correlations are shaded in the table. 
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The correlation between customer orientation and inter functional coordination has 

the lowest level positive relationship compared with other correlations. But this 

correlation is almost the same as the correlation between customer orientation and 

competitor orientation. Since they are towards the positive side being significant it 

could be concluded the relationship is an important one.  

The highest correlation exists among the competitor orientation and inters functional 

coordination. Comparative to the other correlations this is at a higher level but it also 

falls under weak positive relationship.  

  Depending on the industry behaviour the customer orientation, competitor 

orientation and inter functional coordination are operating almost at independent 

levels. This is proved through proper analysis of the existing Cinnamon industry 

position. 

Market Orientation variables have a low linear relationship. This means responders 

agreed them in almost independent manner. The figure 5.15 explores in the summary 

form how these variables are correlated among each other and fall into the same 

direction. 

Figure 5.15 : Correlation among Marketing Orientation Variables 
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5.1.3 Factor analysis    

 

The factor analysis indicates up to what extent each variable is explained to the 

relevant contributor. It doesn’t show the affect or the impact of the variable 

contributing towards the contributor, but it statistically explains the numerical 

contribution.  

 

This further helps to reduce a large number of variables to a meaningful, 

interpretable and manageable set of factors when the situations arise. A principal-

component analysis transforms all the variables into a set of composite variables that 

are not correlated to one another.  

 

Viability test: 

It is focused to find out the relationship among the variables and the construct 

through calculating the inter relation among them. i.e.: it is evaluated the fact ‘what 

is expected through the analysis was measured correctly’. It is analyzed under the 

two constructs separately as follows: 

 

 Technology Competency  

 

Technology Competency was measured through four sets of variables with different 

indicators linked to different questions. The below mentioned factor analysis 

confirmed how much each variable explains and measures the concept correctly.  

The analysis informs that all the variables have explained above average relation to 

the main construct Technology Competency (Appendix 12). Especially Innovative 

and Creative ability, Internal and External Exposure and the Attitude and Perception 

performances explained the concept to a very much greater extent compared with the 

other variable. The reason being the factors obtained above shows the variables are 

linked with the construct with above average values. 

 

 



- 131 - 

 

 Market Orientation 

 

Market Orientation incorporated a concept with three variables and below indicates 

how these variables explained and measured the concept (Appendix 12). 

 

These variables too explained the Marketing Orientation concept to a greater extent. 

Especially the internal factors such as Competitor Orientation and the Inter 

Functional Coordination have explained to higher extent while the Customer 

Orientation showed a much lower extent. This could be explained since the targeted 

industry customers are not meeting face to face for many value chain players and the 

current buyers in the industry are solely traders and they just act as the mediators in 

most of the cases. However compared with the Technology Competency, the Market 

Orientation concept is explained by the relevant variables in a much stronger 

manner. 

 

Reliability test: 

 

Under the reliability test it is tested for the consistency of the data. i.e. it is measured 

the consistency that the results being the same, when the data is gathered over and 

over again. The two constructs were analyzed in the same manner as follows:  

 

 Technology Competency 

Following results are obtained for the Technology Competency construct under the 

reliability test (Appendix 13). The data analyzed are agreeing with a Cronbach’s 

Alpha value with 0.69. Although this value is expected to be above 0.7 generally 

new studies agree for a value of greater than 0.6 for larger data set like this. 

Therefore the reliability of the data is established for the construct Technology 

competency. 

 

 Market Orientation 

 

Appendix 13 shows the results of the reliability test performed for the Market 

Orientation construct. Similar to the above argument under the Technology 
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Competency construct almost equal value is obtained for the Market Orientation 

construct. Therefore it also could be concluded that the reliability of the Market 

Orientation construct is maintained. 

 

5.2 Qualitative Analysis  

 

It is intended to acquire an in-depth understanding of the entire Cinnamon industry 

behaviour and the reasons concerning such behaviour. The qualitative method 

investigates why and how type of decision making, but not what, where & when. 

Therefore the importance of the qualitative method is to analyze the collected data 

through the qualitative model.  This helps to identify the industry real issues at 

current stand in achieving the research objectives.  

 

For the qualitative analysis the samples have been selected from all three sectors 

(Plantation, Processing and Marketing) to represent a substantial coverage of the 

entire industry. The semi structured questionnaire (Appendix 2) is used as a 

guideline to carry out the discussion to find out relevant information in detail. The 

stakeholders are selected from various organizations, departments, boards, private 

institutions…etc. comprising large, medium and small scale operational entities. 

Most Responders are top level decision makers from the entities (E.g.: Chief 

Executive Officers, Directors, Deputy Directors, Mangers, Plant/processing 

Mangers, Presidents and the committee members of Cinnamon cultivators 

associations…etc.). Other than the top authorities the research has basic discussions 

in other capacities to get the different views and opinions according to their 

perceptions.  

  

5.2.1 Operational impact of technology competency variables 

 

Semi structured questionnaire was very useful to gather data from industry 

stakeholders. The operational issues concerning the technology and their impacts to 

the Cinnamon industry were the main focus to identify.  

http://en.wikipedia.org/wiki/Decision_making
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Individual perceptions on the industry were targeted on different aspects. It was 

classified into several groups depending on the degree to which they agree with the 

respective aspect. Sample taken from different sectors and the summarized 

operational opinions are considered in the analysis (Appendix 04).   

 

Apart from the summary and high level of indications the rest of the findings were 

discussed under the following chapters as required. Plantation and maintenance 

sector has a positive state for knowledge and experience, since the industry has been 

in operation from many centuries back and the knowledge and experience already 

has given some amount of contribution to the technological impact.  

For innovative and creative state it holds the medium level, which is also reflecting 

that there is no considerable improvement in the industry.  Exposure through external 

factors such as government assistance and political supports are not taken place 

within the industry. Also it doesn’t have good attitudes or perception with regard to 

the technology competency at operational level. Lack of technological applications 

has become the main reason for such behaviour.       

Harvesting and Processing sector too shows a high level of response for the 

Knowledge and Experience construct. There are very few technical applications in 

the industry and most of them are not viable in the long run or not suitable at all. As 

a result it indicates a low level state for the innovative and creative ability.  

It has medium level overall result with regard to the exposure. Further there is an 

almost equal, medium to low level variation for the attitudes and perception with 

regards to the operational aspects of technology applications.  

Marketing Sector has different types of opinions of the technology operational 

aspects. Knowledge and experience vary from high to medium level since this sector 

doesn’t incorporate right technology to improve the productivity. Attitude and 

perception are staying at the medium level too. But exposure is very important for 

the sector. 
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5.2.2 Operational impact of market orientation variables 

 

Operational issues regarding the Cinnamon industry are considered under market 

orientation. This again explores through all three sectors industry involvement to get 

their views on marketing operation. This has given a great outcome because the 

responses came not only from marketing and sales sector but also from other sectors 

providing different views. These responses and views are summarized (Appendix 04) 

using a Likert scale. It explains how all three sectors look into the operational aspects 

of the industry.  

 

Plantation sector explores some medium level concern on the customer orientation. 

But they believe overall marketing operations are not in a satisfactory (at medium 

level) position. And inter functional coordination is too at the same level. Processing 

sector is similar to plantation sector but the knowledge and experience is at the top 

level. Even though the export sector is in positive state of market orientation they 

believe operational aspects needs to be improved a lot. The sector emphasis the lack 

of identification of new markets and manufacturing the suitable value added 

customer oriented products is the major problem faced. 
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5.3 Summary of Data Analysis  

 

Through the primary data gathered it has been carried out in-depth quantitative and 

qualitative analysis.  The two main contributors were focused with many variables 

and they were measured through different indicators. Results of these analysis and 

the interpretations explain that there is not only overall strong perception opinion for 

the given variables but also positive correlation among the variables.  

 

Qualitative analysis helped to achieve the research objectives and discuss on the 

findings and the recommendations relative to the industry. Similarly it has been 

conducted semi structured interviews for all the three sectors. Outcome of this has 

proved though there is a strong perception for the variables, there is a poor 

operational aspect in the implementation. This has become the main cause for the 

industrial and many technological issues in the industry. 

 

Combination of the quantitative and qualitative methods provided substantial 

contribution to achieve research objectives. The statistical analysis with quantitative 

interpretations and qualitative judgments helped to arrive at in-depth conclusions of 

the industry. The following chapter will discuss the conclusions and 

recommendations of the study. 

 

 

 

 

 

 

 

 

 

 

 


