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Abstract  

This study is based on research findings and results to solving the selling related problems 

of cut flowers and managing supply network. The study was a blend of both quantative and 

qualitive research techniques. This paper examines the evolutionary process in cut flowers 

supply chain from both micro and macro-study prospective, based upon primary data 

obtained from in-depth interviews. The paper applies regression analysis from micro and 

macro study prospective, in order to gain insights into the evaluation of supply chains. The 

results show that Tamil Nadu growers have to improve the cultivation techniques, storage 

methods, and supply efficiency while increasing opportunities to enhance product 

durability and price. It has been observed that shift in consumer preferences has been 

significantly affecting the industry across the globe in terms of demand and trade flow.  
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1. Introduction 

India cut-flowers export has clearly advanced in the upward trend. The problems related to 

information flow within the supply chain are reduced and the technological innovations linked 

with the production and commercialization of temperate and tropical flowers are implemented 

properly. Indian flower sector expect to achieve the revenue and surpasses the employment 

growth enjoyed by other Indian agri-business sectors. Some critical difference between 

supplying the global cut flower market and supplying the domestic cut flower market must be 

addressed in the analysis of logistics in Tamil Nadu cut flower export chain. Commercial 

dealings in the international market imply an increase in total export costs over costs incurred 

supplying the domestic market. The exporters must ship over longer distances, adjust to longer 

lead times, submit to a new set of regularly and currency exigencies, and pay higher taxes. 

Additionally, the exporter incurs increased risk from lack of market understanding, reduced 

control of operations, added uncertainly during negotiations and unusual, confusing contractual 

stipulations. These additional costs are greatly affected by the coordination and conflict 

resolution mechanisms that exist between each link in Indian cut flower export chain and these 

mechanisms affect real export performance.               

 

2. Review of Literature  

According to Chopra and Meindl have noted the situation in break down of chain coordination. 

It is often caused by the agents unequal access to information, incorrect information, conflicting 

priorities or communication failures. They observed one obstacle to profit maximization which 

lead to a chain performance below the expected value causing a “bullwhip effect”. 

According to Donovan these effects new can be dampered. If product supply and demand 

information is exchanged between chain members in a clean timely manner. 
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3. Methodology  

This study was carried out at Dharmapuri and Nilgirs districts of Tamil Nadu. Respondents were 

small and large scale cut flower growers. A structured questionnaire was developed and pre-

tested by Horticulture officers, who are the epicenter of small scale marketing flowers by both 

small-scale producers and suppliers. After conducting the pre-test the questionnaire was refined 

to suit the existing market environment. A total of 100 respondents were interviewed in this 

study, where 65 small scale and large scale flowers industry and 35 farmers. Since, flowers 

marketing is done early in the morning, researcher conducted interviews from 6 am to mid day 

for four consecutive days. All willing growers and suppliers were interviewed in their respective 

fields. The main issues that were included in the questionnaire were market prices offered, 

market supply and demand, selling problems with growers, selling problems to auction market 

and selling problem to agents. During survey, participant observations were also recorded. The 

collected data was further coded and analyzed using of SPSS software. Some qualitative data 

that was collected through observation were also studied.    

 

4. Objective of the study   

 To know the selling related problems of cut flowers - a supply chain management oriented 

approach. 

 

5. Analysis and results 

Table 1 Showing the regression analysis selling problem with growers   

Model R R Square Adjusted R
2
 

Std. Error of the 

Estimate 
F Sig. 

1 .537
a
 .288 .208 2.46105 3.602 <0.001 

 

A. Predictors : (Constant), Grading done in injustice, Govt. does not purchase directly, difficult 

to access products unit, Globalization polices, Price determination by appearance of cut flowers, 

Identifying the exporters, Fixing the price while collecting advance of price liked at the time of 

selling, Difficult to assess quality of cut flowers by experience, Finding the genuine brokers, 

Over dependence of foreign market  

Coefficient
a 

Model 
Un standardized 

Coefficients 

Standardized 

Coefficients 
t Sig 

1. (Constant) 18.726 3.709  5.049 0.000 

2. Difficult to access 

production unit  
-0.140 0.351 -0.038 -0.399 0.691 

3. Identifying the exporters 0.488 0.303 0.187 1.612 0.110 

4. Finding the genuine brokers -0.017 0.263 -0.008 -0.065 0.948 

5. 
Govt. does not purchase 

directly 
-0.169 0.320 -0.057 -0.527 0.599 

6. 
Difficult to assess quality of 

cut flowers by experience 
-0.078 0.283 -0.036 -0.277 0.782 

7. 
Price determination by 

appearance of cut flowers 
-0.506 0.287 0.213 2.161 0.050 

8. Over dependence of foreign 0.112 0.282 0.056 0.397 0.692 
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market 

9. Globalization polices 0.680 0.281 0.322 2.416 0.018 

10. 

Fixing the price while 

collecting advance of price 

liked at the time of selling 

0.014 0.234 0.007 0.059 0.953 

11. 
Lack of knowledge an 

grading  
-0.065 0.279 -0.028 -0.235 0.815 

 

A. Dependent Variable : Selling Problem with Growers  

 The result of regression analysis is given in the above tables. Various selling problems of 

growers considered independent variable or predictor variable and overall opinion about selling 

problem is considered an dependent variable. The result shows that R
2
 value is 0.288 which 

means that the dependent variable contribute 28.8% of variation as the dependent variable selling 

problem with growers. The F-value shows that the independent variables significantly influences 

dependent variable (F=3.602, P<0.001). On observing the second table, two variable Price 

determination by appearance of cut flowers and Globalization polices have significantly 

influencing the dependent variable selling problem with growers. The B-value shows that 

globalization polices is the price factor that the growers consider as the key problem, which is 

followed by price determination by appearance of cut flowers. It is also noted that the Fixing the 

price while collecting advance of price liked at the time of selling, Finding the genuine brokers, 

and Grading done in injustice are not highly important factors with problem for growers.                       

 

Table 2 Showing the regression analysis selling problem with auction market 

Model R R Square Adjusted R
2
 

Std. Error of the 

Estimate 
F Sig. 

1 .586
a
 .344 .286 2.39332 5.955 <0.001 

A. Predictors : (Constant), Need to approach frequently, Unreasonable price fixation, Improper 

weighting, Inability of selling at appropriate time, Quality sorting is not genuine, delayed 

payment, impolite behavior, improper bunching.          

Coefficient
a 

Model 
Un standardized 

Coefficients 

Standardized 

Coefficients 
t Sig 

1. (Constant) 28.905 2.668  10.833 0.000 

2. 
Inability of selling 

at appropriate time 
-0.874 0.275 -0.357 -3.175 0.002 

3. 
Unreasonable price 

fixation 
0.343 0.334 0.97 1.027 0.307 

4. 
Quality sorting is 

not genuine 
0.485 0.309 0.179 1.568 0.120 

5. Impolite behavior -0.222 0.328 -0.099 -0.676 0.501 

6. Improper bunching 1.192 0.690 0.302 1.728 0.087 

7. 
Improper 

weighting 
-1.024 0.686 -0.249 -1.493 0.139 

8. Delayed payment -0.498 0.255 -0.261 -1.952 0.050 

9. 
Need to approach 

frequently 
1.670 0.354 0.519 4.713 0.000 
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A. Dependent Variable : Selling Problem with Auction market 

 

The result of regression analysis is given in the above tables. Various selling problems of 

growers considered independent variable or predictor variable and overall opinion about selling 

problem is considered an dependent variable. The result shows that R
2
 value is 0.344 which 

means that the dependent variable contribute 34.4% of variation as the dependent variable selling 

problem with auction market. The F-value shows that the independent variables significantly 

influences dependent variable (F=5.955, P<0.001). On observing the second table, three variable 

Inability of selling at appropriate time, Delayed payment and Need to approach frequently  have 

significantly influencing the dependent variable selling problem with auction market. The B-

value shows that Inability of selling at appropriate time and Delayed payment are the Need to 

approach frequently factor that the growers consider as the key problem, which is followed by 

Inability of selling at appropriate time. These three variables are highly positively correlated with 

the selling problem with auction market. It is also noted that the Inability of selling at appropriate 

time while collecting Delayed payment liked at the time of selling, Finding the Inability of 

selling at appropriate time, Delayed payment and Need to approach frequently are not highly 

important factors with selling problem with auction market.  

 

Table 3 Showing the regression analysis selling problem with brokers  

Model R R Square 
Adjusted R 

Square 

Std. Error of the 

Estimate 
F Sig. 

1 .508
a
 .258 .175 2.61569 3.093 <0.001 

 

A. Predictors : (Constant), Quality base price, Sale at proper time, No Transportation problem, 

Improper weighing, Arranging Loans, Better price, Prior advance, Cut flower less work, Belief 

in price fixing, Spot payment       

Coefficient
a 

Model 
Un standardized 

Coefficients 

Standardized 

Coefficients 
t Sig 

1. (Constant) 31.589 3.490  9.129 0.000 

2. Sale at proper time 0.111 0.407 0.027 0.274 0.785 

3. 
Transportation 

problem 
-0.193 0.322 -0.059 -0.600 0.550 

4. 
Belief in price 

fixing 
-1.346 0.345 -0.500 -3.899 0.000 

5. Beter price 0.791 0.417 0.203 1.897 0.061 

6. Improper Weighing 0.224 0.445 0.056 0.502 0.617 

7. Spot payment 0.019 0.321 0.010 0.060 0.952 

8. Less work 0.244 0.279 0.131 0.875 0.384 

9. Prior advance 1.304 0.311 0.487 4.195 0.000 

10. Arranging Loans -0.269 0.339 -0.084 -0.793 0.430 

11. Quality base price 0.386 0.441 0.093 0.875 0.384 

A. Dependent Variable : Selling Problem with Brokers  

 

The result of regression analysis is given in the above tables. Various selling problems of 

growers considered independent variable or predictor variable and overall opinion about selling 
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problem is considered an dependent variable. The result shows that R
2
 value is 0.258 which 

means that the dependent variable contribute 25.8% of variation as the dependent variable selling 

problem with brokers. The F-value shows that the independent variables significantly influences 

dependent variable (F=3.093, P<0.001). On observing the second table, two variable Belief in 

price fixing and Prior advance have significantly influencing the dependent variable selling 

problem with brokers. The B-value shows that Prior advance is the price fixing factor that the 

growers consider as the key problem, which is followed by Belief in price fixing. These two 

variables are highly positively correlated with the selling problem with brokers. It is also noted 

that the Belief in price fixing while collecting prior advance liked at the time of selling, Finding 

the Belief in price fixing and Prior advance are not highly important factors with selling problem 

with brokers.                       

 

Concluding remarks 

It can be conclude that there is potential is the domestic market for small-scale flower production 

and marketing. The number of varieties is not a limiting factor is small-scale flower production. 

Inadequate production skills, compromising on quality and lack of policy guidelines to create an 

enabling environment for producers and small-scale suppliers are the main impending factors. It 

can also be concluded that there is room for increased production and marketing through 

capacity building on appropriate production and marketing skills. Formation of producer (or) 

marketing associations could address issues of transport costs, access to services like training and 

credit, as well as development of appropriate policy instruments that would support small-scale 

flower production and marketing. It can also be concluded that small-scale farmers is Hosur 

Ooty, Coonoor region with biophysical and socio-economic environments. The potential to 

produce and supply flowers in the local market profitable, if provided with the appropriate skills 

and information. 
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