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The study investigates the factors influencing 
export competitiveness in the dehydrated onion 
and garlic industry, focusing on how 
demographic characteristics, firm size, and 
perceptions of operational challenges affect 
performance. Data were collected from 149 
respondents through a structured questionnaire 
and analyzed using SPSS. Descriptive statistics, 
reliability testing, and correlation analysis were 
applied to identify key relationships. The results 
revealed that the majority of respondents were 
young males under 25 years of age, primarily 
students with less than five years of experience, 
and associated with small-scale firms producing 
under 500 tons annually. The high Cronbach’s 
Alpha (0.953) confirmed strong internal 
consistency across the 17 items. Correlation 
analysis showed a significant negative 
relationship between age and several factors such 
as price fluctuations, government policies, and 
quality management practices, indicating that 
older respondents possessed a deeper 
understanding of export challenges. The findings 
emphasize that experience, technological 
investment, and policy stability are critical for 
enhancing competitiveness. The study also 
highlights the growing importance of 
sustainability, traceability, and international 
quality standards in maintaining long-term 
export viability. Practical implications suggest 
the need for training programs, financial support 
for technology upgrades, and consistent export 
policies to empower small-scale exporters. The 
research contributes to the theoretical 
understanding of resource-based and 
institutional factors influencing export success 
while identifying directions for future research in 
innovation, sustainability and trade policy 
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INTRODUCTION 
Agri-Food Trade and the Rise of High-Value Horticultural Commodities 

Bulk crops like grains have given way to high-value horticulture items 
including fruits, vegetables, spices, and processed foods in the last three decades. 
Urbanization, rising wealth, and shifting eating patterns that prioritize 
convenience and nutrition are the main causes of this shift. In addition to supply 
and demand, price competitiveness, stringent quality requirements, and 
international trade regulations all influence the agri-food industry today (Vidani 
2019).  

Production and value addition after harvest are crucial for a nation like 
India, which has a robust farming foundation and a variety of climates. Onions 
and garlic are particularly significant among India's numerous horticultural 
exports, both commercially and culturally. India is one of the biggest producers 
of both in the world, but exports are frequently hampered by unstable prices, 
poor quality, and concerns with compliance in international markets 
(Vidani2020). 
Mahuva’s Role in Dehydrated Onion and Garlic Exports 

The "onion bowl" of Gujarat is Mahuva, which is situated in the Bhavnagar 
district. It has a robust dehydrating sector and the perfect soil and climate for 
growing onions and garlic. These businesses support small farmers and provide 
jobs by turning onions into flakes, powder, and granules that are exported to 
Europe, North America, and Asia (Vidani 2018).  

Garlic production is increasing despite being smaller due to the demand for 
functional and healthful foods worldwide. Mahuva's processors can increase 
their market share internationally if they continue to offer competitive pricing, 
excellent quality, and appropriate compliance (Vidani 2017). 
Price and Export Competitiveness 

An important factor in India's export competitiveness is price. Weather, 
storage problems, input costs, and governmental regulations all affect the price 
of onions and garlic. Export limits or prohibitions during internal shortages give 
the impression that India is untrustworthy to foreign purchasers (Vidani 2017). 

When compared to international prices, India's garlic exports are frequently 
expensive, which lowers their competitiveness. Exports of onions have increased, 
but when India restricts exports, other nations, such as China and Pakistan, are 
stepping in to fill the void. Mahuva's processors must so carefully control the cost 
of raw materials while maintaining competitive export prices (Vidani2021). 
Quality and Food Safety 

Global buyers now prioritise consistent quality and food safety. Strict 
requirements for color, texture, moisture content, and contamination levels must 
be met by dehydrated garlic and onions. Since these meals are considered to have 
health benefits, consumers also place a high value on authenticity and purity 
(Vidani2022).  

Mahuva's exporters mostly deal with business-to-business (B2B) clients, 
where a single subpar shipment can harm a company's reputation. In order to be 
successful, businesses need to make investments in state-of-the-art laboratories, 
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acquire HACCP certification, and adhere to ISO and FSSC standards to guarantee 
safety and traceability (Vidani2023). 
Compliance and Market Access 

Compliance entails adhering to ethical and environmental standards in 
addition to food safety regulations. Business planning is disrupted by India's 
frequent policy changes and export bans. Additionally, suppliers are increasingly 
evaluated by international purchasers based on labor practices, energy use, and 
sustainability. Mahuva's businesses require greener technologies to remain 
competitive because dehydration consumes a lot of water and electricity 
(Vidani2024). 
Interconnection of Price, Quality, and Compliance 

Quality, price, and compliance are closely related. While spending too much 
on compliance could result in higher prices, cutting costs could degrade quality 
and cause non-compliance. All three are balanced by prosperous mahuva 
exporters: maintaining quality, setting fair rates, and adhering to international 
standards. They are able to establish credibility and sustain their competitiveness 
in the global market thanks to this equilibrium (Vidani 2019). 
Research Objectivies 
1. 1.To study the demographic profile of dehydrated onion and garlic 

processors in Mahuva (objectives achieved in questions 1 to 5 of 
questionnaire). 

2. To analyze the impact of raw material price fluctuations on export 
competitiveness (objectives achieved in question 6 of questionnaire). 

3. To study the perception of processors on the effect of high domestic prices on 
export competitiveness (objectives achieved in question 7 of questionnaire). 

4. To examine the role of long-term farmer contracts in stabilizing raw material 
costs (objectives achieved in question 8 of questionnaire). 

5. To assess the perception of processors on the impact of government export 
restrictions on profitability (objectives achieved in question 9 of 
questionnaire). 

6. To study the importance of maintaining consistent product quality for 
retaining international buyers (objectives achieved in question 10 of 
questionnaire). 

7. To analyze the extent of investment in modern processing technology for 
quality assurance (objectives achieved in question 11 of questionnaire). 

8. To examine processors’ perceptions of increasing demand for quality 
certifications by international buyers (objectives achieved in question 12 of 
questionnaire). 

9. To study the effect of quality failures on export performance (objectives 
achieved in question 13 of questionnaire). 

10. To analyze the challenges faced by processors in meeting international SPS 
regulations (objectives achieved in question 14 of questionnaire). 

11. To study the perception of processors on the impact of compliance costs 
associated with certification and traceability (objectives achieved in question 
15 of questionnaire). 
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12. To assess the role of government policies in shaping export success (objectives 
achieved in question 16 of questionnaire). 

13. To study the perception of processors on the growing importance of 
sustainability requirements by international buyers (objectives achieved in 
question 17 of questionnaire). 

14. To examine the ability of processors to maintain stable international buyers 
despite market fluctuations (objectives achieved in question 18 of 
questionnaire). 

15. To analyze the combined importance of price, quality, and compliance in 
determining export success (objectives achieved in question 19 of 
questionnaire). 

16. To study the perception of processors on the potential to expand global 
market share with stronger policy support (objectives achieved in question 20 
of questionnaire) 

 
LITERATURE REVIEW 

In the global agri-food industry, the genus Allium—which includes onions 
(Allium cepa) and garlic (Allium sativum)—has a unique place. Due to their 
recognized health benefits, both crops are growing more and more popular and 
are crucial to international culinary traditions. (Vidani 2022).  

One of the most produced and traded veggies in the world is onions. The 
United States, China, Pakistan, Egypt, and India dominate global output, with 
India frequently ranking among the top producers and exporters. Because of its 
medicinal and practical culinary uses, garlic is highly prized even though it is 
marketed less frequently than onions (Vidani 2019). 

While Jhade et al. (2023) pointed out that Indian onion exports were 
competitive until they were hindered by export prohibitions, Gayathri and Sruthi 
(2023) documented the long-standing non-competitiveness of Indian garlic in 
international markets. Collectively, these studies illustrate the benefits and 
drawbacks of India's participation in international alloy trade.  

Moreover, systematic reviews such as Imaizumi et al. (2022) and García-
García et al. (2023) emphasize the nutritional and therapeutic benefits of garlic 
and onions, especially for cardiovascular and respiratory health. This feature 
adds substantial value to dehydrated products, especially considering the 
functional food sectors' increasing demand for standardized, high-quality 
components (Vidani2020).  

Price volatility is a persistent problem in the commerce of garlic and onions. 
Due to their perishability and strong seasonal production patterns, both crops 
are vulnerable to supply shocks, which produce significant price fluctuations 
(Vidani2021).  

Onion export performance is strongly correlated with domestic policy 
actions, according to Jhade et al. (2023). During times of internal shortages, the 
Indian government frequently sets minimum export prices or outright bans on 
exports. While these policies aim to protect domestic consumers, they jeopardize 
India's standing in international markets by portraying it as an unreliable 
provider (Vidani2022). 
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In the case of dried onions and garlic, the price issue transcends the 
characteristics of the fresh market. Processing extends shelf life and enables year-
round supply, but it also raises labor, energy, and infrastructural expenses. 
Therefore, Mahuva companies need to manage raw material procurement in 
unpredictable times while keeping final costs competitive for outside buyers 
(Vidani2023).  

The literature suggests that larger companies with integrated supply chains 
are better able to keep costs under control. Mahuva's dehydration businesses are 
crucial for sustaining farmer incomes and employing rural workers, claim 
Pandya and Thomas (2022). However, they also face difficulties when raw 
material prices rise, which directly affects export competitiveness (Vidani2024). 

The impact of government policy on price-based competitiveness cannot be 
overstated. Export restrictions, subsidy distributions, and procurement 
regulations all have a direct effect on the cost structures of exporters. The two 
issues that Indian exporters deal with are managing the volatility of local prices 
and competing with countries that have more stable export laws, according to 
the literature (Vidani 2019).  

Foreign customers of dried onions and garlic need strict adherence to 
specifications regarding moisture content, microbiological safety, color 
uniformity, and flavor preservation. Destination markets routinely reject 
products that don't fit these criteria (Vidani2020).  

To meet a range of export markets, Mahuva firms produce a variety of 
product forms, including flakes, kibbles, powders, and granules (Pandya and 
Thomas, 2022). Ensuring consistent quality across large-scale businesses remains 
challenging, especially when raw materials are sourced from multiple 
smallholder farmers (Vidani2023).  

Food safety is a critical component of export performance. Strict laws 
govern microbiological contaminants, pesticide residues, and heavy metals in 
importing nations such as North America and the European Union (Vidani2024). 

While Imaizumi et al. (2022) proved garlic's health significance in 
decreasing cardiovascular risk factors, García-García et al. (2023) demonstrated 
its preventive advantages against respiratory infections. The importance of 
quality control has been highlighted by these findings, which have raised the 
demand for garlic and onion extracts globally in the pharmaceutical and 
nutraceutical industries (Vidani 2019).  

Companies in Mahuva that use top-notch infrastructure are very different 
from one another. Larger corporations usually invest in in-house laboratories, 
ISO certification, and HACCP systems, while smaller enterprises may lack the 
capacity to satisfy international standards. This disparity leads to uneven export 
performance for the cluster (Vidani2020). 

SPS standards must be strictly followed by exporters. Research consistently 
demonstrates that India struggles to meet SPS requirements because to its 
inadequate infrastructure, fragmented supply chains, and low farmer awareness.  

According to Jhade et al. (2023), the combination of policy-induced export 
restrictions and SPS compliance concerns makes things more difficult for onion 
exporters. A lack of institutional support and changing local market conditions 
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make it difficult for garlic exporters to maintain compliance, according to 
Gayathri and  

Compliance is increasingly being linked to traceability systems that 
guarantee the provenance and integrity of items. For dehydrated onions and 
garlic, buyers seek certifications such as ISO, FSSC 22000, and GlobalGAP. Not 
all Mahuva's enterprises have equal access to the substantial management and 
financial commitment required to accomplish goals (Vidani2022).  

Compliance also takes ethical and environmental considerations into 
account. Given the increased global focus on sustainable agriculture and ethical 
sourcing, exporters must demonstrate ethical labor practices, energy efficiency, 
and appropriate water use. Given that dehydration consumes a lot of water and 
energy, this is particularly crucial (Vidani2023). 
Research Gap 

Although India's involvement in the international commerce of onions and 
garlic has been the subject of numerous studies, the majority of the study to date 
has been on macro-level patterns such national export quantities, price swings, 
and policy effects. The way processors, especially in large clusters like Mahuva 
(Gujarat), handle the combined difficulties of price fluctuation, quality control, 
and adherence to international standards is obviously not well supported by 
firm-level data. 

Although export competitiveness and policy effects have been covered in 
earlier research, such as by Gayathri and Sruthi (2023), Jhade et al. (2023), and 
Pandya and Thomas (2022), these studies do not look into how individual 
dehydration businesses adjust to abrupt price changes or make investments in 
infrastructure to meet sustainability and food safety standards. 

Furthermore, there is no research on how Indian processors might enter 
these premium market niches through innovation and certification, despite the 
fact that international literature emphasizes the growing significance of 
pharmaceutical-grade products and functional food markets.  

Thus, there is a need for more research to fully comprehend how pricing, 
quality, and compliance interact at the corporate level, particularly in regional 
processing centers such as Mahuva. By offering empirical insights into the tactics, 
difficulties, and possibilities faced by Indian exporters of dehydrated onions and 
garlic, this study seeks to close that knowledge gap. 
Hypothesis 
1. There is a significant association between AGE and Firm size (Approx. 

Annual Production Capacity). 
2. There is a significant association between AGE and Fluctuations in raw 

onion/garlic prices significantly affect our firm’s export competitiveness. 
3. There is a significant association between AGE and High domestic prices 

make it difficult to offer competitive export prices. 
4. There is a significant association between AGE and Long-term supply 

contracts with farmers help in stabilizing raw material costs. 
5. There is a significant association between AGE and Export restrictions (e.g., 

bans, minimum export price) negatively affect our profitability. 
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6. There is a significant association between AGE and Maintaining consistent 
product quality is the most important factor for retaining international 
buyers. 

7. There is a significant association between AGE and Our firm invests 
adequately in modern processing technology to ensure quality standards. 

8. There is a significant association between AGE and Buyers are increasingly 
demanding quality certifications (ISO, HACCP, FSSC, etc.) for market entry. 

9. There is a significant association between AGE and Quality failures (e.g., 
rejections due to contamination or high moisture) have caused significant 
export losses. 

10. There is a significant association between AGE and International sanitary and 
phytosanitary (SPS) regulations are a major challenge for exporters. 

11. There is a significant association between AGE and Compliance with 
traceability and certification requirements increases operational costs. 

12. There is a significant association between AGE and Government policies 
(export bans, subsidies, incentives) play a decisive role in our export success. 

 
Table 1. Validation of Questionaire 

Statements Citation 
Fluctuations in raw onion/garlic prices 
significantly affect our firm’s export 
competitiveness 

(Vidani & Das 2016) 

High domestic prices make it difficult to offer 
competitive export prices. 

(Vidani & Solanki 2017) 

Long-term supply contracts with farmers help in 
stabilizing raw material costs. 

(Vidani 2018) 

Export restrictions (e.g., bans, minimum export 
price) negatively affect our profitability. 

(Vidani 2019) 

Maintaining consistent product quality is the 
most important factor for retaining international 
buyers. 

(Vidani 2020) 

Our firm invests adequately in modern 
processing technology to ensure quality 
standards. 

(Vidani & Saxena 2021) 

Buyers are increasingly demanding quality 
certifications (ISO, HACCP, FSSC, etc.) for 
market entry. 

(Thakkar & Vidani 2022)` 

Quality failures (e.g., rejections due to 
contamination or high moisture) have caused 
significant export losses. 

(Sharma & Shah 2023) 

International sanitary and phytosanitary (SPS) 
regulations are a major challenge for exporters. 

( Shah & Saxena 2023) 

Compliance with traceability and certification 
requirements increases operational costs. 

( Das & Vidani 2024) 

Government policies (export bans, subsidies, 
incentives) play a decisive role in our export 
success. 

( Vidani & Solanki 2024) 
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Sustainability concerns (e.g., water use, energy 
efficiency, labor standards) are becoming 
important for international buyers. 

(Vidani & Saxena 2021) 

Source: Author’s Compilation 
 

METHODOLOGY 
 

Table 2. Research Methodology. 
Research Design Descriptive 
Sample Method Non-Probability - Convenient Sampling method 
Data Collection 
Method 

Primary method 

Data Collection 
Method 

Structured Questionnaire 

Type of Questions Close ended 
Data Collection mode Online through Google Form 
Data Analysis 
methods 

Tables 

Data Analysis Tools SPSS and Excel 
Sampling Size 149 
Survey Area MAHUVA 
Sampling Unit Students, Private and government Job employees, Businessmen, 

Home maker, Professionals like CA, Doctor etc. 
Source: Author’s Compilation 

 
Demographic Summary 

The demographic summary reveals that the entire sample consists of 149 
individuals, all of whom are male. In terms of age distribution, the majority 
(72.5%) are below 25 years old, with the remaining 27.5% falling within the 26-35 
age range. Regarding occupation, a significant portion (78.5%) are students, 
followed by 16.1% who are employed in jobs, and 5.4% engaged in business 
activities. 
Cronbach Alpha 

The Cronbach's Alpha for the reliability of the scale is 0.953, based on 17 
items. This high value indicates excellent internal consistency, suggesting that 
the items in the scale are highly reliable and consistently measure the same 
underlying construct. 
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RESULTS 
 

Table 3. Results of Hypothsis Testing 

Sr. 
No 

Alternate Hypothesis Result 
p = 

>/< 
0.05 

Accept/Reject 
Null 
Hypothesis 

R 
value 

Relationship 

1 

There is a relationship 
between Age and Firm 
Size (Approx. Annual 
Production Capacity) 

0.073 > 
0.05 

Accept -
0.147 

Weak 
negative 
relationship 
(Pearson's R) 

2 

There is a relationship 
between Age and 
fluctuations in raw 
onion/garlic prices 
affecting export 
competitiveness 

0.000 
< 
0.05 Reject 

-
0.294 

Moderate 
negative 
relationship 
(Pearson's R) 

3 

There is a relationship 
between Age and high 
domestic prices 
affecting competitive 
export prices 

0.000 
< 
0.05 

Reject 
-
0.365 

Moderate 
negative 
relationship 
(Pearson's R) 

4 

There is a relationship 
between Age and long-
term supply contracts 
stabilizing raw material 
costs 

0.000 
< 
0.05 Reject 

-
0.486 

Strong 
negative 
relationship 
(Pearson's R) 

5 

There is a relationship 
between Age and export 
restrictions affecting 
profitability 

0.000 
< 
0.05 Reject 

-
0.494 

Strong 
negative 
relationship 
(Pearson's R) 

6 

There is a relationship 
between Age and 
maintaining consistent 
product quality for 
international buyers 

0.000 
< 
0.05 Reject 

-
0.365 

Moderate 
negative 
relationship 
(Pearson's R) 

7 

There is a relationship 
between Age and 
investment in modern 
processing technology 
for quality standards 

0.000 < 
0.05 

Reject -
0.328 

Moderate 
negative 
relationship 
(Pearson's R) 

8 

There is a relationship 
between Age and 
increasing demand for 
quality certifications for 
market entry 

0.000 
< 
0.05 Reject 

-
0.423 

Moderate 
negative 
relationship 
(Pearson's R) 

9 

There is a relationship 
between Age and 
quality failures causing 
significant export losses 

0.000 
< 
0.05 Reject 

-
0.339 

Moderate 
negative 
relationship 
(Pearson's R) 
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Sr. 
No 

Alternate Hypothesis Result 
p = 

>/< 
0.05 

Accept/Reject 
Null 
Hypothesis 

R 
value 

Relationship 

10 

There is a relationship 
between Age and 
sanitary and 
phytosanitary 
regulations affecting 
exporters 

0.000 < 
0.05 

Reject -
0.337 

Moderate 
negative 
relationship 
(Pearson's R) 

11 

There is a relationship 
between Age and 
traceability and 
certification 
requirements increasing 
operational costs 

0.003 
< 
0.05 

Reject 
-
0.291 

Moderate 
negative 
relationship 
(Pearson's R) 

12 

There is a relationship 
between Age and 
government policies 
(export bans, subsidies, 
incentives) affecting 
export success 

0.000 
< 
0.05 Reject 

-
0.287 

Moderate 
negative 
relationship 
(Pearson's R) 

Source: Author’s Compilation 
 

DISCUSSION 
The goal of the current study was to investigate the variables that affect the 

export competitiveness of businesses in the dehydrated onion and garlic sector. 
In particular, the study looked at the connections between demographic factors 
(like age) and attitudes toward price volatility, supply stability, quality control, 
and regulatory obstacles. The results of the reliability and frequency analyses 
offer important new information about the dynamics of the sector and 
respondents' perspectives on important export-related topics. 

According to the demographic study, all respondents (100%) were men, the 
majority (72.5%) were under 25, and the majority (78.5%) were enrolled in school. 
Since 100% of respondents said they had less than five years of experience in the 
field, this suggests that the sample was largely made up of younger and 
potentially less experienced people. According to the firm size distribution, 
94.6% of respondents were connected to small businesses that produce fewer 
than 500 tons per year, indicating that small businesses predominate in the dried 
onion and garlic industry. 

Excellent internal consistency across the 17 questionnaire items was 
indicated by the reliability analysis's high Cronbach's Alpha rating of 0.953. This 
implies that the study's conceptions were trustworthy and successfully reflected 
respondents' opinions on export competitiveness.  

The frequency analysis revealed that most statements had a wide range of 
replies, indicating a variety of viewpoints. For example, while a lesser percentage 
agreed or strongly agreed that changes in the price of raw onions and garlic have 
a substantial impact on export competitiveness, a sizable portion disagreed or 
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strongly disagreed. Similarly, there was a noticeable amount of disagreement, 
suggesting varying corporate  

The impact of age on perceptions of export-related problems is further 
highlighted by correlation data. Age and business size did not significantly 
correlate (p = 0.073, r = -0.147), indicating that respondents' ages are unrelated to 
firm capacity. However, the majority of the other variables, such as changes in 
the price of raw materials (r = -0.294), high domestic pricing (r = -0.365), and long-
term contracts with farmers (r = -0.486), were significantly and adversely linked 
(p < 0.05) with age. This suggests that, in comparison to older participants, 
younger responders were less likely to view them as important issues. Age and 
export constraints impacting profitability (r = -0.494) and long-term supply 
contracts (r = -0.486) showed the highest negative associations, suggesting that 
older respondents, who may have had more exposure, had a better 
understanding of the real-world difficulties in export operations. 
Theoretical Implications 

The study's conclusions have a number of significant theoretical 
ramifications for our comprehension of export competitiveness in the dried onion 
and garlic sector. This study expands on current theories of international 
commerce, organizational behavior, and resource-based perspectives in small 
and medium enterprise (SME) contexts by investigating the connections between 
demographic traits, company size, and perceptions of export-related problems. 

First, the analysis supports the firm's Resource-Based View (RBV), which 
holds that internal resources like technology, knowledge, and skills are what 
drive organizational success and competitiveness. The findings show that 
younger respondents, who are often less experienced, had poorer perceptions 
and less awareness of important aspects such as export limitations, government 
regulations, and quality requirements. This supports RBV by demonstrating that 
a company's competitive advantages are influenced by its internal human capital 
and management expertise in addition to external market variables. The results 
suggest that expertise and knowledge are crucial intangible assets that improve 
businesses' capacity to adapt to export difficulties and stay competitive in 
unstable agricultural markets. 

Second, by emphasizing how external factors—like laws, quality 
certifications, and international sanitary and phytosanitary (SPS) standards—
influence business conduct, the study advances the Institutional Theory. 
According to the data, operational expenses are greatly increased by complying 
with certification and traceability regulations, even if doing so is essential to 
preserving access to export markets. This implies that institutional pressures 
from international regulators and purchasers function as coercive mechanisms 
that affect organizational strategy and adaptation. The study backs up the idea 
that export performance is significantly influenced by institutional legitimacy, 
which is attained through certification and compliance, especially for businesses 
in the highly regulated food sector. 

Thirdly, by showing how demographic characteristics—particularly age 
and experience—affect perceptions of export potential and barriers, the study 
contributes to behavioral trade and perception theories. Given their greater 
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industry experience, older respondents may have more realistic and 
knowledgeable views on trade barriers, as seen by the substantial negative 
correlations found between age and the majority of export-related variables. On 
the other hand, younger individuals seem more upbeat or ignorant of the 
operational difficulties. This offers theoretical support for the idea that 
perception-based models of export behavior need to take into consideration the 
demographic variety of businesses, since managers' risk assessments and 
strategic choices are influenced by cognitive differences. 

The study also adds to the Dynamic Capabilities Framework, which 
highlights how a company can change its external and internal skills to adapt to 
changing surroundings. It is suggested that small exporters have low dynamic 
capability since many businesses do not sufficiently invest in long-term supplier 
contracts or contemporary processing technology. Theoretically, this means that 
businesses can find it difficult to remain competitive in quickly changing global 
marketplaces if they don't adjust their management and technology. 

Lastly, the study emphasizes how applicable Sustainability Theory is to 
international trade. The idea that environmental and social considerations are 
now crucial to competitive advantage is supported by the realization that 
sustainability issues, including as labor standards, energy efficiency, and water 
use, are becoming more and more significant to global consumers.  

In conclusion, by demonstrating how institutional compliance, human 
capital, and sustainable practices all work together to influence export 
competitiveness in agri-based SMEs, this study adds to the body of current 
theories. The results motivate researchers to incorporate these multifaceted 
elements into next export competitiveness and performance models. 
Practical Implications 

The study's conclusions have a number of applications for managers, 
legislators, and other interested parties in the export of dried onions and garlic. 
Since the study identifies important connections between business 
competitiveness, export obstacle perceptions, and demographic traits, the 
findings provide practical guidance for enhancing performance, developing 
policies, and building sector capacity. 

First off, the sample's preponderance of youthful, inexperienced 
participants points to the urgent need for training and capacity-building 
initiatives. Regarding important topics like export laws, quality standards, and 
needs for international markets, there is a glaring knowledge gap because the 
majority of respondents were under 25 and had less than five years of experience. 
Workshops and skill-building programs centered on export documentation, 
quality certification (ISO, HACCP, FSSC), and international trade procedures can 
be organized by industry associations, export promotion councils, and academic 
institutions. These kinds of programs would improve the ability of younger 
professionals to efficiently oversee export operations. 

Second, the study emphasizes that the sector is dominated by small 
businesses (those with yearly capacity under 500 tons), which suggests a lack of 
funding and technological resources. To support these businesses in investing in 
cutting-edge processing machinery and technological advancements, 
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policymakers and government organizations should implement targeted 
financial aid, subsidies, and low-interest lending programs. In addition to 
improving product quality, expanding access to reasonably priced technologies 
would guarantee adherence to international sanitary and phytosanitary (SPS) 
regulations, which are essential for maintaining long-term export partnerships. 

Thirdly, the results demonstrate that high domestic pricing and raw 
material price swings have a detrimental impact on export competitiveness. In 
order to solve this, businesses should sign long-term contracts with farmers in 
order to fix the price of raw materials. Cooperatives and government 
organizations can help with this by enabling frameworks for contract farming 
that guarantee equitable prices for farmers and processors.  

Strengthening certification and quality assurance procedures is another 
important practical impact. According to the report, customers are calling for 
globally recognized certificates more and more. Investing in quality control labs, 
product traceability systems, and quality management training for employees 
should be managers' top priorities. Obtaining certifications enables businesses to 
access premium markets where safety and environmental criteria are required, 
in addition to fostering confidence with international buyers. 

The findings also imply that export success is mostly determined by 
government policies including export bans, subsidies, and incentives. Therefore, 
rather than enacting abrupt bans or limitations, policymakers should create 
steady and supportive trade policies that promote stable export operations. 
Predictability and confidence in the industry can be increased by giving exporters 
up-to-date information on market access prospects, regulatory changes, and 
trends in global demand. 

Furthermore, there are opportunities as well as challenges associated with 
the growing significance of sustainability issues, such as labor standards, water 
management, and energy efficiency. Adopting sustainable production 
techniques, such as solar drying technologies, waste reduction strategies, and 
moral labor standards, can give businesses a competitive advantage. 
Incorporating sustainability boosts brand reputation and long-term market 
access in addition to meeting the demands of global buyers. 

Last but not least, trade associations ought to promote cooperation between 
exporters in order to exchange best practices, bargain for more favorable 
shipping conditions, and pool resources for infrastructure like packing and cold 
storage. These collaborative tactics can save operating expenses and increase 
economies of scale. 

In conclusion, the study highlights that regulatory assistance, technological 
innovation, quality management, capacity building, and sustainable practices are 
all necessary for a real improvement in export competitiveness. Businesses in the 
dried onion and garlic sector can fortify their worldwide footprint and guarantee 
steady expansion in a global market that is becoming more and more competitive 
by putting these tactics into practice 
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CONCLUSIONS 
With an emphasis on how operational and demographic traits impact views 

of pricing, quality, policy, and sustainability issues, this study looked at the key 
elements influencing export competitiveness in the dehydrated onion and garlic 
sector. The study offers significant insights into the reality encountered by small 
and medium exporters in this specialized agriculture sector using data gathered 
from 149 respondents and examined using SPSS. 

With 100% of responses being male and the majority (72.5%) being under 
25, the demographic study showed that men predominate in this field. The 
majority of responders (78.5%) were students, and 94.6% were connected to tiny 
businesses that produced fewer than 500 tons per year. These results demonstrate 
the substantial number of young learners or entrants into the field, many of 
whom have less than five years of experience. This implies that the export market 
for dried onions and garlic is still in its infancy, with few seasoned experts or 
major producers participating. 

The study's survey instrument was very reliable, as evidenced by the high 
Cronbach's Alpha value of 0.953, which guaranteed that the measured variables 
consistently reflected the underlying concepts. The frequency analysis also 
showed that respondents had differing opinions about the difficulties associated 
with exporting. Some disagreed, indicating a lack of agreement or varying levels 
of awareness, while others concurred that elements such as volatile raw material 
prices, high domestic costs, and export limitations have a detrimental impact on 
competitiveness. This could be brought on by differences in business size, 
technological adoption, or exposure to export operations. 

Deeper understanding of how age affects views of important export drivers 
was made possible by the correlation analysis. Age had substantial and 
somewhat negative associations with a number of characteristics, including 
supplier contracts, export limitations, and quality management techniques, but a 
weak and inconsequential relationship with business size. This indicates that in 
comparison to older participants, younger responses were typically less 
knowledgeable about or concerned about complicated operational difficulties. 
People with more experience seemed to have a better understanding of how 
government regulations, quality standards, and market volatility impact long-
term competitiveness and profitability. 

According to these findings, participants who are younger and less 
experienced have a tendency to undervalue important problems such as 
adherence to sanitary rules, sustainability concerns, and the influence of 
government export policies. On the other hand, elder respondents demonstrated 
a greater understanding of these elements, maybe as a result of their exposure to 
market realities and hands-on experience in overseeing export operations. The 
need for organized industrial training and knowledge transfer to younger 
members is highlighted by this generational divide.  

The results also show that small businesses make up the majority of the 
industry and may have limited resources, especially when it comes to 
implementing contemporary processing technology and upholding global 
quality certifications like ISO or HACCP.  
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In summary, this study highlights the value of expertise, experience, and 
technology investment in improving export success in the market for dried garlic 
and onions. To help small exporters fulfill international quality and sustainability 
requirements, policymakers and trade associations should concentrate on 
financial aid, awareness campaigns, and capacity building. The competitiveness 
of the industry in global markets can be further increased by promoting 
innovation, research, and export-friendly government regulations. To build a 
comprehensive picture of export prospects and obstacles in this industry, future 
research should build on this foundation by incorporating larger and more 
varied samples and investigating other factors like business ownership, 
education level, and worldwide market trends 
 
RECOMMENDATIONS 

The current study offers important new information on the variables 
affecting export competitiveness in the market for dehydrated garlic and onions. 
Like any research, there are some limitations, nevertheless, which present 
chances for more investigation and improvement. The results provide a number 
of directions for further study that can deepen comprehension, broaden the 
theoretical framework, and enhance the way export management is used in 
agribusiness. 

First, a sample of 149 respondents—the majority of whom were young, 
male, and connected to small businesses—were used in the study. A more 
representative and varied sample, with participants from various age groups, 
genders, company sizes, and geographical locations, should be the goal of future 
studies. By including medium- and large-scale exporters, comparative 
comparison across businesses with different resources and capacities could be 
conducted, providing a more thorough insight of the dynamics of the industry. 
Cross-country studies may also be able to reveal variations in export obstacles 
and approaches amongst the main countries that produce garlic and dehydrated 
onions. 

Second, the perception and attitude factors associated with export 
competitiveness were the main emphasis of this study. To quantify 
competitiveness more precisely, future research could incorporate objective 
performance indicators like export volume, revenue growth, quality certification 
status, or market diversification index. The conclusions would have a stronger 
empirical basis and greater predictive validity if perceptual data and actual 
performance outcomes were combined. 

Thirdly, even though the present study found a strong correlation between 
age and views of export difficulties, more research should look at organizational 
and demographic factors such years of operation, company ownership type, 
managerial experience, and educational attainment. These elements might 
provide more information about how leadership traits, knowledge, and decision-
making processes influence how businesses react to export restrictions. To 
examine how these perceptions change over time as people acquire expertise and 
the business develops, longitudinal studies could also be carried out. 
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Examining how innovation and technology might boost export 
competitiveness is another exciting avenue for future study. Future research 
might look at the effects of implementing cutting-edge technology, including 
automation, blockchain-based traceability, or AI-driven quality control, on 
export performance, given that the data show that many businesses have little 
investment in contemporary processing equipment. Comparative research 
between traditional and technologically advanced businesses may yield 
important insights into the digital transformation of agri-based exports. 

Researchers could also look into how international trade agreements and 
governmental regulations affect the dehydrated onion and garlic sector. 
Subsequent research could assess the efficacy of certain policies or interventions 
intended to encourage agricultural exports, as export bans, subsidies, and 
incentives were proven to have a major impact on competitiveness. This would 
assist policymakers in determining the best course of action for promoting small 
exporters and stabilizing trade. 

Further investigation is also necessary into the sustainability dimension. 
Future studies could measure the uptake and effects of sustainable practices, 
such as water-efficient production, the use of renewable energy, and ethical labor 
standards, since global consumers are placing a greater emphasis on production 
that is socially and environmentally responsible. Research might also evaluate 
the effects of sustainability certification on long-term profitability, buyer trust, 
and brand reputation. 

Lastly, to evaluate causal linkages among variables like quality 
management, government policy, technology adoption, and export performance, 
future study could use sophisticated analytical approaches like regression path 
analysis or structural equation modeling (SEM). Such methods would provide 
more nuanced insights and reinforce theoretical contributions.  

To sum up, in order to fully comprehend the complexity of export 
competitiveness, future research should take a more comprehensive, 
multidisciplinary, and data-driven approach. In addition to enhancing scholarly 
literature, broadening the focus to encompass technology, sustainability, policy 
analysis, and firm-level strategies would help industry stakeholders create more 
efficient and sustainable export procedures.   
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