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Abstracts: 

In Odisha, forests are important for the tribal economic, cultural and social, and political systems. Many 

people within the state depend on forests and biology for their livelihoods and livelihoods. Non-timber forest 

trade (NTFP) is an important part of indigenous life and food security. 200 people from six villages in the 

Ghatgaon block of Keonjhar district are trying to find the study through a random sample of 200 people but 

the non-timber forest trade (NTFP) makes it easier for rural people to earn a living. The ultimate goal is to 

survive and analyze yet the impact of NTFP on rural marketing, to find out what factors affect each 

livelihood and cash generation, and the extent to which families use NTFP. The study relies on every 

quantitative and qualitative information from the fort Respondents to the survey received a structured 

interview schedule Once we check the financial benefits and earnings, we have a tendency that every family 

collects NTFP, and how much cash they carry, however, crop farming brings in more cash than NTFP. This 

has had to be addressed in order to enable NTFP to be collected for social groups, many problems, and 

problems to be solved. 
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1 .Introduction 

Marketing can be a bilateral process the content now includes not only product marketing that closes rural 

areas, but also goods that flow from tribal areas to urban areas. Forests are protecting the environment 

according to Jena (2008) explains, forests can be a big part of the marketing and way of life of the rural 

people and it is important for their economy. In many parts of the world, grouping and commercial forest 

products, known as non-timber forest products (NTFPs), can be an ancient and cultural reason for trying 

and doing. People who go far enough to rely on forest products from their area forever, as a result as 

difficulties in marketing. The forest provides the villagers with wood, bamboo and poles, helping them build 

houses and various things. The people who live in the forest collect seeds, roots, flowers, fruits, mice, and 

various other things that provide them with limited food. 

In rural areas NTFPs measure units where social groups or endemic people live. Most of the social groups 

in the Asian country, known as the United Nations Area Advisory Agency and the Government's Scheduled 

Tribes List, live a hard life. Their rigid bodies match the hard lands they live on, and the forest has been 
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their home for thousands of years. The community was able to survive for thousands of years, and the forest 

was able to provide them with healthy food, clean water, shelter, clothing, medicine, and work. The field 

sector is important for non-timber forest products, or NTFP, social groups in Asian countries Shaanker et 

al. (2004). It is the same as in Asia alone, about fifty million people depend on NTFP for food and cash. 

They get cash from commercial fuel timber, food, poles, and various NTFPs. Droughts or different weather 

conditions can depend on NTFPs at once. 

Agriculture has said that completely different NTFPs have the potential to make a huge difference in the 

lives of individuals in social groups economically. Social groups of people who are socially and 

economically poor use NTFP to build up to two hundred to four hundred of their annual financial gains. 

Most of those non-timber forest commerce units were collected by women (Planning Commission, 2011).  

  

1.1. Tribes and Trees: 

Even though forests have kept undivided social groups individuals alive for many years, you can collectively 

say that social groups individuals have consistently protected forests. In this way, forests and social groups 

continue to do well as long as the social groups held the forest close, there were plenty of trees. Yet soon 

the forest department or the mafia forced social group individuals to paint in the forest, the forest began to 

be destroyed and as a result, the number of forest gals has released. These made it difficult for many social 

groups to survive, as their main source of income is NTFP. Most individuals people the general public the 

majority recognize that the integration of NTFPs is one of the main reasons why most social groups in the 

countries make a living. The social group culture and forest sector units are closely connected and integrated. 

The forest has a profound effect on the social, economic, social, religious, and political systems of the social 

group, and individuals of the social group have a strong sense of belonging to the forest landscape (Mersen 

& Sinha, 1998). Yet the connection between the tribal and the forests is not just about making a forest a 

tribal home. The "Symbiotic" relationship between them and the forest, is very important for their physical 

and cultural survival and should be addressed as a "key issue" in the 2006 Forest Rights Act. 

Table. 1: NTFPs Collection and Marketing in Study area. 

NTFPs JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 

Karanja                          

Kendu                         

Jamukoli                         

Pijuli                         

Mahu                         

Panasa                         

Valia                          

Kontakoli                         
 

Sal leaf                         
 

Alu                         
 

Kurkuti                         
 

Jhuna                         
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Harida                         
 

Amla                         
 

Charkol                         
 

Mahula                         
 

Dantakathi                         
 

Saga                         
 

Kusuma                         
 

Chhatu                         
 

Ambada                         
 

Kalibahu                         
 

Dundi 

naha 
                        

 

Nimba                         
 

Tentuli                         
 

Kochila                         
 

Siali leaf                         
 

Sources: Primary Data 

1.2. Forests Rights Act (2006) 

The Forest Rights Act (FRA), regularly referred to as the Indigenous and Alternative Ancient Foresters 

(Forest Rights Recognition) Act, was passed in 2006. The timber they use The FRA provides regularly 

scheduled tribes (STs) and other World Health organizations have always had 3 essential rights in the forest: 

1. It is appropriate to measure and cultivate forest lands where they live, as required by the Gregorian 

calendar on the thirteenth day of the month, 2005. 

2. Appropriate access, and use of small forest products in grasslands, streams, and forests, 

3. Suitable for the protection, restoration, and conservation of community forest resources, as well as life 

and diversity (GoI, 2006). 

The government did not start implementing the system until it was under pressure from the general public 

(AJAM, 2015). In Odisha, many social groups measure communities that are not on the regular tribal list, 

yet they are social groups. There have been evictions, and others are not practicing sleeping in the jungle of 

World Health Organization, Therefore, it is important to encourage this law to be enforced, and for social 

groups to provide people with tools to cultivate and manage the forests in which they work and live where 

they live (Choudhary, 2009). 

Forests in Odisha takes an important part in forest life and help ensure that the agricultural population has 

enough food. The current analysis and development business has paid a lot of attention to the marketplace 

for NTFP which will make it easier for rural people to make cash. We still have a tendency not to know 
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much about working with forests, people, and markets, which can be a bad thing for development and 

conservation efforts. 

 

2. Objectives of the study. 

The study tries to find that social groups in the Ghatgaon block of Keonjhar district facilitate non-timber 

forest products (NTFP) to make a living. This category measures specific goals: 

1. To investigate the problems of tribal marketing of NTFPs. 

2. Considering key decision-making areas in tribal marketing of NTFPs. 

3. To know the Marketing Problems and Challenges. 

3. Research methodology 

Study Methods Study can be a descriptive study method. The second source of information was collected 

from a variety of sources such as textbooks, magazines, essays, and websites.  

3.1. The study area 

It covers an area of 8303 sq. km and is located on May 1, 1948, in the eastern part of Mayurbhanj and 

Bhadrak, South Jajpur, North Dhenkanal, and Sundergarh districts and West Singhbam district of 

Jharkhand. 

Keonjhar District Local is located in the 21-degree 1 N to 22-degree 10 N range and the 85-degree E to 86-

degree 22-degree latitude. As of the 2011 census, Keonjhar district had a total population of 1,801,733 The 

area has a total population of 9,06,487 males and the total population of the area is l9,246 females with a 

population of 2,09357 while the population of ST is 8,18,878. According to the management system, 

Anandpur, Champua, and Keonjhar districts have three districts, 13 blocks, 297 village panchayats, 4 

metropolitan corporations, and 1 NAC in the local area. 

  

4. Major Issues and challenges in Marketing 

India is smart with the right step of planned station, edifying and common variety. Practically the whole 

clan lives in ancestral regions, and the vast majority of them rely upon farming for their business. 

Horticulture represents around 24.7 percent of the nation's GDP, representing around 13.1 percent of every 

Indian product, with 58.4 percent of the world's 5 laborers and 650 million individuals utilized up to this 

point. The circumstance of contacting the overall population relies upon the ancestral populace and the 

ancestral market is showing an interest and it is, for the most part, the ancestral division. 

Indigenous markets are not a big attraction for marketers, but for the following reasons, it is difficult to enter 

the market in a short time and take a large part of the market: - 

 Communication problems:  

In marketing communication takes a vital role in facilitating the unreachable area. But lack of 

communication like telephone, internet, and fax is very negligible in rural areas. 

 

 

http://www.ijrti.org/


© 2022 IJNRD | Volume 7, Issue 7 July 2022 | ISSN: 2456-4184 | IJNRD.ORG 

IJNRD2207069 International Journal of Novel Research and Development (www.ijnrd.org)  

 

544 

 Cultural Barriers: 

In ancestral life, life is represented by customs and customs and others don't effortlessly take on new 

practices. For instance, rich and instructed ranchers don't wear pants or marked shoes. 

 Lack of Literacy:  

There is an inaccessible opportunity and education in the rural areas so marketing awareness is very much 

necessary for improving the market structure. 

 

 Lack of promotion in media:  

TV has no real influence and a huge number of viewers are not exposed to this medium. Radio reaches a 

relatively large population in the tribal areas at a relatively low cost, yet the access to official media in tribal 

families is low. Therefore, specific advertising activities should be wiped out by tribal areas such as 

participating in market fair meals. 

 Demand for Seasonal 

 Demand for goods within the tribal market depends on the farming situation, as cultivation is the main 

source of income. Farming is mainly interested in monsoon and therefore purchasing power is not fixed or 

regular. 

 Distribution: 

 A proper distribution system requires the distribution of products from village-level shopkeepers, taluka-

level wholesalers or preferred dealers, or district-level stockists and state-owned companies. Extreme 

presence in the supply system reduces the cost of distribution. 

 A career in Indigenous Market: 

 When indigenous marketing offers a challenging career, an indigenous salesperson needs the expertise of 

a specific expert. 

 

 Transportation: 

 Many tribal areas do not seem to be connected by rail in rural areas, glass roads are unsafe during the 

monsoon season. 

 Cultural Factors:  

There is another factor that also influences customer behavior Religion, race, occupation, income, age, 

education, and politics are supported by different groups and each group influences the behavior of the 

people within the village. There is a belief among the aborigines that they feel formal education and respect 

the sellers who provide practical solutions to their problems. 

 Purchase decisions: 

 Indigenous customers are wary of shopping and therefore the decision is slow and delayed. They need a 

test and they buy the product in a personal decision. 

In tribal India, the key decision-making area in tribal marketing is that labors- intensive indigenous India is 

not a fragile and substantial market when institutions should try to create a part of it if the tribal market has 

to be developed, every marketing element. - Products, prices, promotions, and distributions should be 

drained differently. We will test the problem 
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(A)Different Tribal Market Segments: 

 Some important sources of knowledge are available from a marketer and many variables will be considered 

to segment these markets. For many tribal areas in India, there is no hard and fast rule on which variables 

to determine the next variable, and various market segments can be considered in determining: 

 Language and literacy  

 Geographical   position 

  Gender and age 

 Population density 

  Income level 

 Profession 

 Socio-cultural judgment 

In addition to the traditional methods of segregation of life, etc., we can also use some other variables as 

shown below: 

 Educational level 

 Occupational categories (workers, farmers, employees, etc.) 

 Irrigation facilities 

 Proximity to cities 

 Crop Paternity 

 (Land holding pattern structure (size of land) 

 (B) Promotion: 

There is likewise the utilization of portable van publicizing in ancestral regions where the van goes about 

as a vehicle for item dispersion and brand advancement. Sellers head out from one town to another by van, 

finishing it with project hardware or music frameworks to draw in the consideration of individuals and to 

dial it back inside the town for diversion. Venders can discuss their item deals and spot deals where 

conceivable on the impression of this nearby vendor's mom. He supported customary individuals also to 

participate in tackling this extraordinary errand: "Something you and others can do is maintain the tension 

... there will be a few hard choices for government".  

 

(C) Poor marketing infrastructure 

The domestic market is not developing due to adequate banking and credit facilities Banks in the domestic 

market need to be able to send money, trade-in credit, and create credit from banks. At present, only a few 

villages in India have banks. 

(D) Inadequate communication facilities 

Most of the villages still rely on telegrams and phones for their communication medium and visual media 

(television films). 

(E) Languages Barrier. 

India will be a provincial of numerous dialects in showcasing endeavours, language turns into a hindrance 

to viable correspondence, dialects contrast from one state to another and the region currently has 18 public 

dialects.  
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(C) Expansion and inequality 

India is about 3214 km from north to south and 2933 km from east to west. The tribal market has about 75 

crore indigenous customers with villages. Despite the relocation of the urban population, the tribal still sleep 

among the infinite Indians. 

(G) Poor infrastructure facilities 

In tribal areas, infrastructure, roads, warehouses, energy, etc. do not seem to be adequate. Infrastructure 

costs are very high and adversely affect local market activity. 

(C) Product planning 

Companies need to consider whether the products available to the citizen can access the request without 

making any changes to the racial request. Companies are advised to first decide which of them needs advice 

and for what reasons racial demands, so choose products from the available accounts. The subsequent should 

be borne in mind when emerging products for indigenous peoples. 

(I) Distribution strategy 

It's well known that the transport structure is in poor condition in an utmost corridor of ethnical India. 

Although our country has the third-largest road line in the world, the utmost of ethnical India is outside the 

road network. About 50 of the town lets in our country don't have proper roads in road development 

programs, while some advancements are being made, the roads are bad in numerous areas and there's no 

significant road in an utmost corridor of the interior. For transport drivers, generally continue to give 

distribution card services 

5. Results and discussion 

The development of the marketing concept is that any economy has a potential component; Marketers have 

come to understand this opportunity and promise a better future for those who want to build their 

infrastructure and run indigenous peoples. Any macro-level strategy for these markets should be expert on 

availability, availability, and affordability. Indigenous markets are not the only ones. Individuals in this 

market do not seem to be very big, even though they are large There are geographical, demographic, 

statistical, and logistical differences The status and authenticity of each of these marketing areas are different 

and the reality is also different, and the core part of formulating strategies for the tribal market. 

 

Many companies that are trying to impress crooked tribal customers are trying to find alternative cost-

effective channels. Through direct-selling corporate vans, non-competitive marketers are allowed to be the 

company’s local small-scale distributor in the set-up tribal areas among the tribal groups. So to capture the 

indigenous market, they first need to do a comprehensive and in-depth analysis of the agricultural target 

market, target the important features of the indigenous market and use various marketing strategies to cope 

with the specific situation. 

6. Conclusion 

There is a deep connection between Tribe’s culture and forests Tribes’ social, economic, religious, religious, 

political, cultural, and cultural systems have been largely influenced by forest forests, and indigenous 

peoples have a strong sense of forestry. The forest gives people wood, poles, and bamboo to build houses. 

It also provides food for their young children Non-timber forest products (NTFP) depend on the NTFP for 

http://www.ijrti.org/


© 2022 IJNRD | Volume 7, Issue 7 July 2022 | ISSN: 2456-4184 | IJNRD.ORG 

IJNRD2207069 International Journal of Novel Research and Development (www.ijnrd.org)  

 

547 

the indigenous people of India, for a large number of food and money. Tribal people are otherwise socially 

and financially poor. 
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