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METHODOLOGY 
Research context 
 
 This exploratory study examined current and potential use of the Internet to conduct 
business and market products by the wood products industry in Louisiana.  Respondents were 
asked to discuss their current or planned Internet strategies and impacts that are perceived to 
exist or could exist with Internet linked exchange partners.  The sample frame consisted of the of 
264 wood products companies listed in the Directory of Louisiana Forest products Manufacturers 
published in 1998 by the Louisiana Forest Products Laboratory at Louisiana State University. 
  
Questionnaire development 
 
 Based on the literature and previous research conducted by the author, an extensive list of 
topics and questions were generated. The survey instrument tested constructs using measures 
developed by the authors and adapted from other sources.  This list was reviewed and revised by 
the authors and colleagues in the area of eBusiness research.  An iterative process of pre-testing 
and discussion resulted in the final instrument. 
 
 Structured mail questionnaire booklets were then developed and mailed to 264 Louisiana 
wood product manufacturers. Pre-addressed, postage-paid envelopes and a personally signed 
cover letter were included with the questionnaire.  The cover letter promised summary results of 
the study for completing and returning the questionnaire.  A pre-notification letter was sent to 
targeted companies one week before the first questionnaire mailing took place. One week after 
the initial mailing, a reminder postcard was sent. Surveys were sent to individuals by name and 
title. 

 
 

RESULTS 
 
Response Rates 
 
 From the 264 respondents initially sampled, the adjusted sample size was 230 after 
accounting for non-deliverable surveys due to company closures or moved with no forwarding 
address. Fifty-one useable surveys were returned. All survey respondents with multiple 
manufacturing facilities were surveyed at the corporate headquarters level.  Given that typical 
response rates for industrial studies range from 15 percent-30 percent, a response rate of 22 
percent (51/230) in this study is considered adequate. 
 
Figures 
 Following are the figures without interpretive verbiage generated from this study. They 
indicate that eBusiness in the Louisiana forest products sector has promise to be adopted as a 
business tool. However, there are still concerns and issues that create challenges for 
implementation.  
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