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Abstract 
The purpose of this action research is to identify the workability of adopting e-commerce into 
S2B Company in the lumber industry to improve sales opportunities. The objective of this 
research is to increase sales opportunities through Alibaba e-commerce platform. The 
methodology adopted in this study is a combination of mixed-method by using qualitative 
and quantitative method. The population of this study consist of employee of S2B Company, 
customers and the sampling technique is a subjective sampling of 33 participants. Due to the 
small population, qualitative method will involve only three participants. The expected result 
will be an in sales opportunities. Hence laying the foundation for further improvement and a 
guideline for other small business in the same industry. 
Keywords: Lumber Industry, E-Commerce, Sales Opportunities, Small Business, Timber 
 
Introduction 
Business innovation is an evolution of processes, services or products that affect positively 
towards a society, introduce in an organization (Ortiz-Villajosa & Sotoca, 2018). The ultimate 
goals of business innovation is to modernize a business, creating new value and boosting 
growth and productivity. E-commerce, is a product of business innovation, also known as 
electronic commerce or internet commerce, refers to buying and selling of products or 
services via internet, and the transfer of money and data to execute these transactions. Thus, 
e-commerce is chosen in this study in order to improve the sales opportunity of S2B Company.  
 
 S2B Co., is a small company located in the town of Tawau within the state of Sabah, 
Malaysia. This company had been in the lumber industry for over 20 years focuses on trading 
woods and timber products in the local and global markets with an employment size of 50 
people. Its conventional business is operating in a highly volatile environment where 
competition are steep with big corporation able to offers equivalent products at a cheaper 
price, causing the reduction of work force to almost 10 employees to maintain business 
competitiveness and survivability, forcing it to think of an alternative solution. 
 
 The lumber industry have been in strict government and organization scrutiny due to 
the concern of environmental issue. This has been identify leading to the business downfall 
and shared interest to rejuvenate the company business. It started off with the stagnation of 
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business performance since 2013 with the Voluntary Partnership Agreements (VPA) signed 
between Indonesia and EU to control deforestation in Indonesia (Obidzinski, Dermawan, 
Andrianto, Komarudin, & Hernawan, 2014). This has a huge business impact due to majority 
of timber supplies in this company are imported from Indonesia. Under the VPA, Indonesia 
will export only verified legal timber products. With majority of the supplies cut-off, the 
company are forced to look for alternative local supplies leading to sudden price hike. 
Following this phenomena, consumers started looking for competitors that can offer cheaper 
price. The recent pandemic Covid-19 had also took a toll on the company business volume. 
Government had issued movement control order, restricting physical interaction to the 
minimal. As the company is running a conventional business model, this had directly cause 
sales volume to drop significantly with no alternate source of income. 
 

This study is focused on the increase in sales opportunity by adopting Alibaba as e-
commerce platform. Therefore, by implementing Alibaba as e-commerce platform, sales 
opportunity will improve and increase the chance of survivability of this small company. 
 
Literature Review 
Timber Industry Outlook in Malaysia 
Based on Malaysia Timber Industry Board, MTIB (2020) export and import statistic, Malaysia 
total timber export for the past decade had increase 15% from RM 19,488 million (2009) to 
RM 22,503 million (2019) while import totaled RM 5,946 million (2019). Sabah had 
contributed RM 2,633 million or 13.5% from the annual export in 2009 and RM 1,097 million 
or 4.9% in 2019, a significant decrease of more than 50% for the past decades. The export 
target had been readjusted from initial RM 53 billion down 50% to about RM 25-30 billion 
(Zainul, 2017). This indicate that there have indeed been a decrease in industry performance 
across the years which contributed to the downfall of S2B Company. 
 
 Malaysian Timber Certification Scheme (MTCS) is a voluntary scheme that provides 
independent assessment for forest management and chain of custody certification to ensure 
the sustainable management of Malaysia Permanent Reserved Forest (PRF) (Malaysia Timber 
Council, 2016). Started in 2001, (Lewis & Davis, 2015) studies found that MTCS significant 
improvements in forest management systems of Peninsular Malaysia. This also leads to a 
series of sustainability policy implementation, one positive policy implemented is Sustainable 
Forest Management (SFM) policy, (A.S.Abdul-Rahim & Mohd-Shahwahid, 2012) research 
utilize linear and nonlinear test of convergence effect indicating long term timber production 
can be sustainable under this policy. Throughout the negativity in this industry, government 
and organization have been putting afford to ensure the sustainability of industry players. 
 
The Effect of Pandemic Covid-19 
Severe acute respiratory syndrome coronavirus 2 or better known as COVID-19 were first 
reported by officials in Wuhan City, China, in December 2019 (WHO, 2020, p. 2). The disease 
was later confirmed ecologically originated from bat population causing an outbreak 
pandemic spread widely to rest of the world and more than 49 million people worldwide were 
infected with 1.24 million deaths as of Nov 2, 2020 (NIKKEI, 2020). Most people infected with 
the COVID-19 virus will experience respiratory problem and recover without special 
treatment.  Older people, and those with underlying medical problems are more likely to 
develop serious sickness. 
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 COVID-19 had severely affected the timber industry due to the movement control and 
various restriction impose by the government and organization around the world. It had 
particularly hurt the timber industry in a sense that timber is big, usually the size of beams, 
planks and unique in every piece of it. Consumers who buy timber would most preferred to 
view the products personally and choose on the spot. Apart from that, the pandemic had also 
prevented face-to-face business transaction as timbers were usually ordered in large quantity 
thus the payment was significantly larger than retails, consumers would normally preferred 
physical transaction. 
 
Selecting an E-Commerce Platform 
E-commerce had provided a simplified methods to shopping. A user that own an electronic 
device such as smartphone can simply scroll through the Internet and search for any products, 
goods or services and procure it at the comfort of its own, regardless of situation. Based on 
an article by United Nations of Conference on Trade and Development, UNICTAD (2020) 
global online shoppers have increase 9% from 1.114 billion in 2017 to 1.452 billion in 2018. It 
also stated the share of cross-border online shoppers to all online shoppers rose from 17% in 
2016 to 23% in 2018. The increase years-over-years in online shoppers indicates that 
consumers are less-likely to go for physical shopping more often. For business owners, they 
may need to take into consideration the needs of a physical stores, adapting to the change in 
trends. One of the advantage of e-commerce is businesses no longer restricted to the local 
markets, customers and location, their audience are all round the world.  
 

According to Google, well known e-commerce sites in Malaysia are Lazada.com with 
31.29 million online traffic, Shopee.com with 10.88 million online traffic and Mudah.com with 
12.37 million online traffic. Most of the e-commerce sites cater B2C with some C2C business. 
Given the nature of timber, the sales are preferably large in quantity. The company requires 
an online marketplace that is penetrate-able to both B2C and preferably B2B customers. Upon 
serious consideration, Alibaba platform is most suitable. Founded in 1999 by Jack Ma, the 
company went public with biggest record IPO of USD 25 billion. Alibaba has become the most 
valuable company in Asian with market capitalization of USD 500 billion (Iwamoto, 2019). A 
survey conducted by (Blazyte, 2020) estimated the number of mobile monthly active users 
reaching 846 million as of the first quarter of 2020. 
 
Research Methodology 
This research focuses on improving sales opportunities of S2B Co by implementing timber 
product marketing via e-commerce platform Alibaba. Due to the nature of this action research 
must understand the current situation affecting the sales volume through conventional 
business and the effect of intervention solution. Therefore, in order to conduct this study, 
qualitative and quantitative research were used with a total simple random sampling size of 
33 participants.  

Qualitative research was first approach as the information required to be collected 
was readily available in the top management of the company, obtained via interview protocol 
with 3 participants. Later, the Statistical Package for the Social Sciences (SPSS) 26.0 is used to 
analyze the quantitative data collected via survey questionnaires of 30 timber online 
customer post intervention solution, and the outcomes are then interpreted based on 
established statistical significance figures (Pallant, 2011). Validity and reliability were prior 
tested via Cronbach’s alpha coefficient, clarity and to obtain the duration required to 
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complete the questionnaires. To perform this pre-test, the instrument was distributed to 
experts in this industry with a sampling size of 10.  
 
Data Analysis 
Two types of data were collected for analysis, qualitative interview with the intended 
respondents and quantitative survey questionnaires with the online timber customers. The 
interview were conducted via voice call in plain English to collect 5 types of information, 
company demographic information, company situation, business innovation requirement, 
Alibaba intervention solution and concluding questions (Kuckartz, 2014). The questionnaire 
was also provided in English only and was used to collect 4 types of information, respondent 
profile, e-commerce adoption in timber industry, Alibaba intervention solution and 
concluding questions (Kuckartz, 2014). The data analysis for qualitative method will be using 
thematic analysis suggested by Creswell (2009) and for quantitative method will be using 
SPSS.  
 The primary data interviews are conducted with the higher management and CEO of 
the company. This process of interview begins with making an appointment. Validity and 
reliability test were conducted before data collection. Based on the selected analytical tool 
used, the outcome of the expected research findings can prove the research question. 
Table 1 shows the approach and data analysis to every research question. 

 
Table 1. Research Question with Approach 

 Research Question Approach Data Analysis 

RQ1 What is the current sales 
performance? 

 
 
Qualitative Method - 
Interview 

 
 
Thematic analysis, 
manual data 
transcribe 

RQ2 What business innovation can 
help increase sales? 

RQ3 How e-commerce platform 
(Alibaba) does helps improve 
sales performance?  

 Secondary data survey questionnaires were designed based on the research objective 
in this action research as mentioned in below Table 2: - 

TABLE 2 

RESEARCH OBJECTIVE Research description 

• RO 1 (PHASE 1 - DIAGNOSIS)  Identify the current conventional business sales 
volume and how it had been affected timber 
industry changes and pandemic Covid-19. 

• RO 2 (PHASE 2 - PLANNING) Develop a proposal and identify the candidate 
intervening solution to tackle the problem. 

• RO 3 (PHASE 3 – TAKING ACTION) 

•  

Validate the findings of Phase 2 by implementing 
the solution 

• RO 4 (PHASE 4 – EVALUATING 
ACTION) 

•  

Reflect and evaluate the solution. Based on the 
experience gained at the end of one cycle of AR, 
the study’s implications, limitations and future 
research will be examined.  

There are 30 questions that measure each single concept. To measure each construct, the 
questions that can be evaluated with reliability were used. The questionnaires were drafted 
in English and Likert-scale was used for the developed questionnaire. 
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Expected Finding 
From the intervention, at first the process of getting sales opportunity will be slow. With 
plenty of company marketing their products online, getting notice will take some time. Due 
to timber being a unique product, eventually sales opportunities will come. In conventional 
business model, this opportunity will not rise due to difficulty to locate the company, not to 
mention in a small town. This intervention plan is to prove intrinsically sales opportunities can 
be improve through e-commerce business model.  
 
Recommendation 
While progressing and conducting this research, there are some limitations and difficulties 
arose. This intervention only targeted timber customers in Alibaba platform, customers 
outside Alibaba platform will not be reached. Therefore, future researchers are suggested to 
diversify the product marketing strategy into several well-known e-commerce and social 
platform. As such, future studies could use the research framework for other opportunities. 
 
Conclusion 
From the literature review of previous study and the current situation of lumber industry and 
trend, e-commerce can be a factor that influence the survivability of a company. Furthermore, 
e-commerce had proven its potential in the retail industry and rural area as highlighted by 
Liu, Min, Ma & Liu (2021). The authors research indicates significant benefits gain by farmers 
in the rural area promoting their products in e-commerce platform. The current research 
findings can help to prove that promoting products online in an effective e-commerce 
platform results in better survivability of a company, even more during the pandemic Covid-
19 crisis. To sum up, this research suggested intervention and transformation plan that can 
be the solution of poor sales in S2B Company in the state of Sabah. The owners of the 
company can use these findings as a basis in their decision making about adapting e-
commerce. The expected findings of this research will be the increase in sales opportunities 
and survivability by adopting S2B Company into e-commerce business model. 
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