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Abstract

The rapid professionalization of agricultural corporations is reshaping traditional rural gov-
ernance and cooperative models. This study examines the evolving business relationships
between agricultural corporations and Japan Agricultural Cooperatives (JA), explicitly
comparing economic (sales) and credit (financial) operations. Employing a mixed-level
complementary approach, this study analyzed micro-level survey data (N = 492) via logistic
regression and macro-level national data (N = 1412) via cross-tabulation. The findings
reveal distinct patterns across the two domains: in economic operations, a negative relation-
ship was found between the combined indicator for processing and direct sales (sixth-sector
industrialization), employee size, and the probability that JA is the primary sales channel.
In credit operations, the share of corporations naming JA as a primary financial partner
is lower in larger-scale groups, whereas the shares naming regional banks and the Japan
Finance Corporation are higher. As possible explanations for these patterns, the sales
results may reflect asset specificity and hold-up risks, while the credit differences across
scale groups may reflect limited cooperative credit capacity and a gradual shift toward
commercial banks. These results suggest that multi-purpose cooperatives face inherent gov-
ernance tensions as member heterogeneity increases. To remain relevant, cooperatives may
benefit from transitioning from uniform service providers to flexible regional platforms,
offering customized non-financial management support and coordinating with external
financial institutions. This study offers vital implications for both cooperative scholars and
agribusiness practitioners navigating sustainable agricultural development.

Keywords: agricultural cooperatives; agricultural corporations; cooperative governance;
member heterogeneity; transaction cost economics; financial sophistication

1. Introduction
In recent years, agricultural corporations worldwide have increasingly adopted sus-

tainable and diversified business models, transitioning from conventional raw material
production to strategies that emphasize Creating Shared Value (CSV) [1]. In Japan, this tran-
sition is prominently observed through “sixth-sector industrialization,” wherein corporate
farmers integrate agricultural production with in-house processing and direct marketing.
This strategic evolution allows them to simultaneously capture economic value (private
interest) and contribute to sustainable regional agriculture (public interest), functioning
as dynamic, hybrid entities. However, as these corporate farmers highly professionalize
and expand, their sophisticated needs inevitably diverge from the standardized services
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provided by traditional agricultural cooperatives, a phenomenon recognized globally as
“member heterogeneity” [2–4].

Historically, traditional JAs have supported farmers through comprehensive multi-
purpose services, including marketing (sales), credit (financial), purchasing (input supply),
and mutual insurance. Yet, the growing heterogeneity among members creates inherent
governance friction and control problems [5], leading to increasing debates over the role
of cooperatives for advanced farming entities. To date, empirical studies have largely
examined cooperative-corporate relationships in a fragmented manner, often lacking a
unified theoretical framework and failing to clearly differentiate the dynamics between
distinct business operations.

To address this critical gap, this study draws on transaction cost economics and the
agricultural finance literature to establish two theoretical expectations. First, in economic
operations, we posit that CSV practices (e.g., specialized processing and unique branding)
are associated with high asset specificity [6]. This specificity incentivizes advanced cor-
porate farmers to bypass standardized cooperative channels to internalize value-added
margins and avoid the hold-up problem. Second, in credit operations, we expect that rapid
scale expansion highlights a financial sophistication gap [7]. As corporate funding require-
ments grow exponentially, traditional cooperative credit struggles to absorb the associated
risks, prompting a diversification toward specialized commercial banking partners.

Guided by these theoretical expectations, this study poses the following overarching
research question: How do CSV practices and organizational growth reshape the busi-
ness relationships between agricultural corporations and agricultural cooperatives across
economic and credit transactions?

To robustly answer this question and address the methodological challenges of captur-
ing both individual behavioral strategies and broad industry trends, this study deliberately
employs a mixed-level complementary approach. For economic transactions, we uti-
lize micro-level individual survey data and logistic regression to pinpoint the behavioral
determinants of sales channel selection. Conversely, for credit transactions, we utilize
macro-level national survey data via cross-tabulation to illustrate the compositional dif-
ferences in financial partnerships across management scale groups. By theoretically and
empirically comparing these two distinct transactional domains, this paper aims to pro-
vide actionable insights for redefining the institutional role of agricultural cooperatives in
supporting sustainable, CSV-oriented farm management.

2. Literature Review and Hypothesis Development
2.1. Overcoming the “Institutionalized Cooperative” Model Amid Member Heterogeneity

While agricultural cooperatives globally face challenges related to “member hetero-
geneity” as farmers professionalize and expand [2], this issue is particularly acute in Japan.
Historically, JAs have operated as homogeneous entities supported by state agricultural
policies—often characterized as an “institutionalized cooperative” model [8–10]. How-
ever, the growing diversity in corporate management strategies and the diversification
of member needs have made it increasingly difficult for JA to maintain a one-size-fits-all
comprehensive business model [8]. This friction, stemming from governance structures that
prioritize the “median member,” generates agency costs [5]. Consequently, it is imperative
to investigate how advanced corporate farmers restructure their transactional relationships
with JA across different business operations. This structural challenge is not unique to Japan
but is a common phenomenon among East Asian multipurpose cooperatives. For instance,
studies on Taiwan’s Farmers’ Associations demonstrate similar governance frictions as
corporate farmers pursue independent value-chain integration [11,12].
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2.2. CSV Practices, Hybrid Organizations, and Economic Transactions

In the realm of economic (sales) operations, modern agricultural corporations are
increasingly engaging in CSV [13]. These advanced farming entities in Japan are conceptu-
alized as “Kyo-shiteki” (a concept denoting a fusion of public and private interests), which
functionally aligns with the concept of hybrid organizations, meaning they pursue private
economic profitability through proactive management strategies (e.g., sixth-sector indus-
trialization) to sustainably fulfill their public role of maintaining regional agriculture [14].
Furthermore, building social capital—trust-based relationships with local communities
and external stakeholders—is essential for corporate farmers to enhance their non-financial
corporate value and mitigate future uncertainties [13]. From a transaction cost perspective,
however, investing in such specialized CSV strategies generates high asset specificity [6].
Because JA’s traditional sales channels rely on standardized pooling systems designed
for homogeneous products, corporate farmers risk a hold-up problem where their unique
added value is not fairly rewarded. To capture their fair margin and build direct so-
cial capital with consumers, they are motivated to bypass cooperative channels. Thus,
we hypothesize:

Hypothesis 1 (H1). Corporate farmers with a higher degree of engagement in CSV practices
(i.e., sixth-sector industrialization) are more likely to bypass traditional cooperative sales routes and
establish independent channels to capitalize on the high asset specificity of their products.

2.3. Organizational Growth, Financial Sophistication, and Credit Transactions

In credit (financial) operations, transactional dynamics are primarily driven by the scale
of capital needs and risk management. As agricultural corporations expand—increasingly
utilizing M&A for business succession and scale enlargement—the necessity for objective
corporate valuation and complex financial restructuring grows substantially [15,16]. This
rapid expansion creates a demand for financial sophistication [7].

While JA provides relationship banking rooted in local trust, its standardized credit
model struggles to mitigate the severe information asymmetry and absorb the massive, long-
term debt associated with industrial-scale biological assets and facility investments [16,17].
As a result, corporate farmers face a “financial sophistication gap.” To secure sustainable
funding, they are naturally compelled to shift their primary financial transactions toward
regional commercial banks and government finance institutions (e.g., Japan Finance Corpo-
ration (JFC)), which possess superior expertise in corporate credit screening and objective
valuation schemes [16]. Accordingly, we formulate our second hypothesis:

Hypothesis 2 (H2). As corporate farmers expand their operational scale and financial complexity,
their credit transaction relationships shift from a heavy reliance on agricultural cooperatives toward
external commercial banks to bridge the financial sophistication gap.

3. Research Objective
Despite the global recognition of member heterogeneity and the theoretical insights

from transaction cost economics, empirical research has rarely evaluated how these forces
operate asymmetrically across different cooperative business domains. To address this
gap, the primary objective of this study is to empirically test Hypothesis 1 and provide
descriptive evidence consistent with Hypothesis 2 by comparing the transactional behaviors
of agricultural corporations in both economic (sales) and credit (financial) businesses.
By employing a mixed-level complementary approach—utilizing micro-level individual
survey data to analyze behavioral determinants in sales channel selection, and macro-level
national survey data to illustrate compositional differences in financial partnerships across
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scale groups—this study aims to provide a comprehensive understanding of how CSV
practices and organizational growth reshape cooperative–corporate relationships. Figure 1
illustrates the conceptual framework of this study, demonstrating how corporate growth
and CSV practices are associated with asymmetric transactional patterns in cooperative–
corporate relationships across the economic and credit domains.

 

Figure 1. Hypothesized conceptual framework of the asymmetric transactional patterns in
cooperative–corporate relationships across economic and credit domains associated with CSV prac-
tices and organizational growth. Source: elaborated by the author. Note: in this diagram, distinct
background colors are used to clarify the different analytical domains. The origin and comprehen-
sive implications (top and bottom sections) are highlighted in warm colors (e.g., beige/orange) to
represent shared structural drivers and integrated cooperative strategies. The micro-level economic
(sales) domain on the left is shaded in blue, illustrating individual corporate behaviors and differenti-
ation strategies. The macro-level credit (finance) domain on the right is shaded in green, reflecting
industry-wide scale-based differences and capital requirements. Arrows indicate the logical flow
from the driving forces to the asymmetric transactional outcomes, culminating in the necessity of
redefining the institutional role of agricultural cooperatives.

4. Methods
4.1. Data Sources and the Mixed-Level Approach

This study employs a mixed-level complementary approach to capture the multidi-
mensional nature of cooperative–corporate relationships. Because no single database in
Japan simultaneously tracks both the individual marketing strategies (CSV practices) and
the comprehensive financial portfolios of agricultural corporations, we utilized indepen-
dent yet complementary datasets (Table 1). While this prevents a direct firm-level matching
of the datasets, meaning that behavioral changes cannot be tracked as longitudinal shifts
within the exact same enterprises, it serves as a complementary approach that allows us to
explore the micro-level behavioral determinants of economic transactions alongside the
macro-level compositional differences in credit transactions across scale groups.
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Table 1. Overview of Questionnaire Survey Data Used in This Study.

Survey Period Survey Designer/
Implementing Body Survey Method Questionnaires

Distributed
Valid
Responses

Response
Rate

Scope of
Analysis

Jan.–Apr. 2022 Author Mail survey
(partially Web) 2073 entities 539 entities 26.0%

Sales
transaction
relationships

Oct. 2022–Feb.
2023

Japan Agricultural
Corporations
Association

Mail survey
(partially Web) 2068 entities 1412 entities 68.3%

Financial
transaction
relationships

Source: Compiled based on the Japan Agricultural Corporations Association, 2022 National Sur-
vey on the Actual Conditions of Agricultural Corporations: Statistical Tables, and the author’s original
survey data.

4.2. Micro-Level Analysis: Economic Transactions

To examine the behavioral determinants of sales channel selection (economic trans-
actions), we conducted an original mail- and web-based questionnaire survey targeting
2073 management entities listed by the Japan Agricultural Corporations Association (here-
inafter referred to as the “Corporations Association”) as of December 2021. The survey,
fundamentally focused on the relationship between corporate philosophy (e.g., CSV prac-
tices) and management behavior, was administered between January and April 2022,
yielding 539 valid responses (a response rate of 26.0%).

We employed a logistic regression analysis to test Hypothesis 1. The dependent
variable was binary, indicating whether JA was the primary sales destination (coded as 1
for ‘JA-primary’ and 0 for ‘non-JA’). Independent variables included management attributes,
corporate philosophy objectives (e.g., customer satisfaction vs. farmland maintenance),
and CSV-related indicators such as the sixth-sector industrialization sales ratio. (Note: The
6th-sector sales ratio is measured on an ordinal scale from 1 = 0% to 7 = ≧ 50%, representing
the proportion of processed and direct-marketed sales in total revenue).

To address potential methodological concerns, several clarifications are necessary.
First, out of the 539 valid questionnaire responses collected, 47 observations with missing
values across the analyzed variables were excluded via listwise deletion, resulting in a
final analytical sample of N = 492. Independent mean-difference and chi-square tests were
conducted between the 492 analyzed enterprises and the 47 excluded observations. While
this comparison shows only that no statistically significant differences were found in the
examined characteristics (primary farming types, manager age, and JA sales orientation)
between these two groups—and does not provide information regarding enterprises that
did not participate in the survey at all—it indicates that item non-response among partici-
pants did not substantially alter the sample composition. Second, while some explanatory
variables derived from questionnaire categories (e.g., sales scale brackets: 1 = <30M JPY to
5 = ≧ 300M JPY; employee counts: 1 = 1–2 persons to 8 = ≧ 51 persons) are ordinal, they
were treated as continuous variables in the regression. Although this assumes equal inter-
vals between categories, it is an accepted approximation in exploratory behavioral studies
to simplify the model and interpret the general direction of effects. Finally, a backward
elimination procedure was utilized. This strategy was chosen not to mine for significance,
but as an exploratory technique to isolate the most robust determinants while retaining our
core theoretically driven variables(the results of the initial full model prior to backward
elimination are presented in Appendix A, Table A1).

4.3. Macro-Level Analysis: Credit Transactions

For the analysis of credit business transactions (Hypothesis 2), we utilized national-
level cross-tabulation data from the “2022 National Survey on the Actual Conditions of
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Agricultural Corporations” conducted by the Corporations Association. Administered
between October 2022 and February 2023, this survey targeted 2068 corporate members
and collected 1412 valid responses (a response rate of 68.3%).

The analytical approach for this dataset consisted of cross-tabulating corporate man-
agement attributes (e.g., farming type and sales scale) against the types of financial insti-
tutions with which the corporations conducted general transactions or maintained “deep
relationships.” In this context, a “deep relationship” is defined as a primary banking part-
nership wherein the financial institution serves as the main source of long-term funding
or the principal advisor for corporate management and business planning. Because the
survey permitted multiple responses for both general transactions and deep relationships,
respondents could designate more than one financial institution as a primary financial
partner; consequently, the category percentages sum to more than 100%.

In the Japanese agribusiness context, prior literature suggests that scale expansion is
frequently accompanied by the succession of management resources and business transfers,
which can increase the need for objective corporate valuation and complex financing [15].
Although this macro-level dataset does not directly measure succession indicators, the
cross-tabulation visualizes how the composition of financial reliance differs across corporate
scale groups—comparing traditional cooperative credit with external commercial banks.

5. Results
5.1. Economic Transactions: Micro-Level Logistic Regression Analysis

Table 2 presents the descriptive statistics of the valid respondents from the economic
business survey. (Note that while the initial valid responses were 539, the final regression
analysis in Table 3 utilized 492 observations due to missing values). Regarding manager
age, respondents in their 60s accounted for the largest proportion, while rice farming
(32.8%) and livestock farming (17.8%) constituted the predominant farming types. The
average years since establishment was 21.6 years. In terms of management scale, the
average sales category was 3.6 (corresponding to 50 to 100 million JPY), and the average
number of employees fell into category 3.6 (5 to 10 employees). The average sixth-sector
industrialization sales ratio was 2.8 (0 to less than 10%). Overall, approximately 30% of
the corporations reported JA as their primary sales destination, with higher proportions
observed among rice and livestock farming corporations.

Table 2. Overview of Respondents Regarding Economic Business.

Attribute/Variable Non-JA Sales JA-Primary Sales Total/Average

Manager Age
30s and below 33 (67.3%) 16 (32.7%) 49
40s 104 (73.2%) 38 (26.8%) 142
50s 76 (69.1%) 34 (30.9%) 110
60s 104 (70.3%) 44 (29.7%) 148
70s and above 45 (57.7%) 33 (42.3%) 78
Farming Type
Rice farming 98 (55.4%) 79 (44.6%) 177
Open-field vegetables 50 (79.4%) 13 (20.6%) 63
Greenhouse vegetables 55 (75.3%) 18 (24.7%) 73
Fruit 29 (90.6%) 3 (9.4%) 32
Livestock 63 (65.6%) 33 (34.4%) 96
Others 69 (78.4%) 19 (21.6%) 88
Establishment Years 22.1 20.3 21.6
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Table 2. Cont.

Attribute/Variable Non-JA Sales JA-Primary Sales Total/Average

Scale (Rank Average)
Sales Scale 3.8 3.3 3.6
Number of Employees 3.9 3.1 3.6
6th-Sector Sales Ratio 3.2 2.0 2.8

Source: Compiled from the author’s questionnaire survey. Notes: Percentages in parentheses
indicate proportions by primary sales destination. Variables such as sales, number of employees,
and the 6th-sector sales ratio are reported as rank averages based on categorical survey responses.
The primary category scales are defined as follows: Sales (1 = < 30M JPY to 5 = ≧ 300M JPY),
Employees (1 = 1–2 persons to 8 = ≧ 51 persons), and 6th-sector ratio (1 = 0% to 7 = ≧ 50%). The
minor discrepancies in the sums of certain attributes compared to the total valid responses (N = 539)
are due to item non-response.

Table 3. Logistic Regression Results for Primary Sales Destination (Economic Business).

Explanatory Variable Coefficient (β) Std. Error (SE) p-Value Odds Ratio (Exp β)

Farming Type (Ref: Others)
Rice Farming Dummy 0.773 0.243 0.001 *** 2.165
Livestock Dummy 0.521 0.292 0.074 * 1.684
Corporate Scale & Strategy
Number of Employees −0.176 0.066 0.007 *** 0.839
6th-sector Sales Ratio −0.291 0.061 <0.001 *** 0.748
Management Objective (Ref:
Farmland Maint.)
Customer Satisfaction Dummy −0.784 0.321 0.015 ** 0.457
Constant 0.269 0.317 0.396 1.309

Source: Compiled from the author’s questionnaire survey. Notes: N = 492. Dependent variable: 1 if
JA is the primary sales destination, 0 otherwise. Model χ2 (LLR) = 70.64 (p = 7.55 × 10−14). McFadden
Pseudo-R2 = 0.1155. Correct Classification Rate = 73.37%. *** p < 0.01, ** p < 0.05, * p < 0.10.

To identify the behavioral determinants of relying on JA for sales, a logistic regression
analysis was conducted (Table 3). As detailed in the Section 4, the final model utilized
492 observations due to missing values in some explanatory variables, with no significant
differences found in the examined characteristics between the analyzed sample and the
47 excluded cases. The overall model is statistically significant (Model χ2 = 70.64, p < 0.01),
and the McFadden Pseudo-R2 is 0.1155.

The results indicate that farming type significantly influences sales channel choice.
Rice and livestock farming are positively associated with JA as the primary sales desti-
nation (p = 0.001 and p = 0.074, respectively), reflecting dependence on shared regional
infrastructure such as country elevators. Conversely, a statistically significant negative
relationship was found between the probability that JA is the primary sales channel and
the combined indicator for processing and direct sales (sixth-sector industrialization ratio,
p < 0.001), the number of employees (p = 0.007), and prioritizing customer satisfaction
(p = 0.015). Because direct sales form part of the sixth-sector industrialization indicator
while the dependent variable indicates whether JA is the main sales channel, this negative
relationship cannot in itself be taken as direct confirmation that product specificity leads
enterprises to bypass the cooperative.

5.2. Credit Transactions: Macro-Level Cross-Tabulation Analysis

Moving to the macro-level analysis of credit transactions, the Corporations Associ-
ation dataset (N = 1412) provides insights into the compositional differences in financial
partnerships across management scales. The average sales amount of the respondents was
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380 million JPY, with crop farming accounting for 81.1% and livestock for 18.9%. Table 4 il-
lustrates the financial institutions that corporate farmers conduct transactions with (General
Transactions) and those they consider their primary banking partners (Deep Relationships),
stratified by sales scale.

Table 4. Financial Institutions with General Transactions and Deep Relationships by Sales Scale
(Multiple Responses, N = 1412).

Financial
Institution

General Transactions (%) Deep Relationships (Primary Partners) (%)

≦70 Million
JPY (n = 390)

70–300 Million
JPY (n = 540)

>300 Million
JPY (n = 285)

≦70 Million
JPY (n = 390)

70–300 Million
JPY (n = 537)

>300 Million
JPY (n = 285)

JA 86.9% 79.4% 58.2% 67.6% 55.3% 25.2%
Regional Banks 57.4% 78.9% 94.0% 38.1% 49.3% 71.3%

JFC 54.1% 72.0% 80.0% 40.2% 55.9% 63.1%
Shinkin/Credit

Unions 27.7% 35.0% 49.5% 15.3% 16.6% 22.0%

Norinchukin
Bank 10.3% 17.4% 28.4% 4.7% 9.5% 12.4%

Source: Compiled based on the Japan Agricultural Corporations Association, 2022 National Survey on
the Actual Conditions of Agricultural Corporations: Statistical Tables. Notes: Percentages represent
the proportion of valid respondents within each sales scale category. Sales categories are grouped
into three classes (≤70 million JPY, 70–300 million JPY, and >300 million JPY) to illustrate differences
in financial relationships across management scales. The difference between the sum of the category
sample sizes (n = 1215 for general transactions and n = 1212 for deep relationships) and the total
valid survey responses (N = 1412) is due to item non-response regarding sales scale or financial
institution questions.

As shown in Table 4, the composition of financial partners differs markedly across
corporate scale groups. Specifically, the share of corporations naming JA among the
institutions with “deep relationships” is 67.6% in the smallest group (sales up to 70 million
JPY), 55.3% in the intermediate group (70–300 million JPY), and 25.2% in the largest group
(exceeding 300 million JPY). Conversely, the shares naming Regional Banks (38.1%, 49.3%,
and 71.3%, respectively) and the JFC (40.2%, 55.9%, and 63.1%, respectively) are higher in
the larger-scale groups. Because respondents could name multiple financial institutions,
these shares do not show whether one bank replaced another or the size of the funding
provided by each institution. Nevertheless, a shortage of financial capacity on the part of the
cooperative (a financial sophistication gap) and a gradual shift toward commercial banks
and government financial institutions serve as possible explanations for these observed
differences across scale groups.

6. Discussion
6.1. Economic Transactions: Asset Specificity, Hold-Up Risks, and CSV Practices Through
Hybrid Organizations

The empirical findings from the micro-level logistic regression analysis (Table 3) pro-
vide detailed insights into how agricultural corporations approach their sales transactions
with agricultural cooperatives (JA). Specifically, while rice and livestock farming corpora-
tions exhibit a positive association with utilizing JA as a primary sales destination, higher
sixth-sector industrialization ratios, larger employee counts, and a management focus on
customer satisfaction are negatively associated with primary JA sales reliance.

To interpret these results in relation to the study’s core focus on CSV, these behavioral
patterns can be contextualized through the nature of modern agricultural corporations as
hybrid organizations [14]. In the literature, advanced agricultural corporations engaging
in sixth-sector industrialization and prioritizing customer satisfaction are often described
as seeking not only private economic profits, but also to fulfill a public role by providing
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safe, traceable food and maintaining regional agricultural landscapes [13]. However,
because our survey does not directly measure public value outcomes such as food safety
or traceability, this interpretation is presented as a possible explanation rather than a
conclusion drawn directly from the survey; while the share of processing and direct sales
serves to describe these business activities, it is not a direct indicator of created public value.
From the perspective of transaction cost economics, investing in specialized processing and
branding strategies may generate high asset specificity and potential hold-up risks [5,6].
A possible explanation for the negative association with JA sales reliance is that because
traditional JA marketing channels are organized around standardized “pooling” systems
designed for homogeneous commodities, the specific value of differentiated products may
not be fully rewarded within averaged payout structures. Although our survey does not
contain data on prices obtained or specific sales conditions, this theoretical mechanism
offers a plausible explanation for why corporations pursuing differentiation strategies
may establish independent sales channels to internalize downstream margins, reflecting
broader international observations regarding member heterogeneity within multipurpose
cooperatives [2].

Conversely, the positive association observed for rice and livestock farming suggests
that the utilization of shared regional infrastructure—such as country elevators for rice and
established quality-control distribution networks for livestock—remains a practical choice
for these sectors. This infrastructure reliance helps mitigate operational risks and aligns
with regional maintenance objectives [18–20], allowing JA to retain transactional ties where
collective asset sharing outweighs the incentives for independent integration.

6.2. Credit Transactions: Scale Expansion, Generational Succession, and Financial Sophistication

In the credit domain, the macro-level cross-tabulation analysis (Table 4) demon-
strates that transactional patterns are closely related to management scale and structural
complexity rather than differentiation strategies alone. As agricultural corporations ex-
pand their sales scale and engage in capital-intensive operations—a process that may be
related to generational succession, business reorganization, and management resource
transfers [15]—their capital requirements increase substantially.

This structural tendency aligns with the concept of a financial sophistication gap in
the agricultural finance literature [7]. While JA excels in relationship banking rooted in
local mutual trust, its standardized credit models, which were originally designed for
more homogeneous and smaller-scale members, may encounter structural limitations in
absorbing the large-scale, long-term financing needs and complex risk profiles of indus-
trializing, succession-oriented farms [17]. Although our macro-level credit data does not
directly measure succession indicators, this suggests a plausible mechanism where regional
banks and government financial institutions are generally better equipped to handle ob-
jective corporate valuations. Consequently, as corporations scale up and institutionalize
their operations, their financial partnerships show a stronger tendency to diversify to-
ward regional commercial banks and government financial institutions, such as the JFC,
which possess specialized expertise in objective corporate credit evaluation and structured
financing [16,21–23]. Specifically, while JA focuses on local relationship banking, regional
commercial banks offer comprehensive corporate financial services, and JFC provides long-
term, low-interest policy loans tailored for agricultural expansion. This pattern reflects
similar challenges documented in the broader cooperative literature regarding the difficulty
of adapting financial services to evolving member needs [24].
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6.3. Implications for Cooperative Management and Institutional Roles in Supporting CSV

Taken together, the findings from both business domains illustrate that the trans-
actional relationships between agricultural corporations and JA are shaped differently
across economic and credit operations. While economic sales reliance is associated with
farming type and CSV-driven differentiation strategies, credit reliance is closely linked to
operational scale and succession dynamics.

These observed patterns suggest that traditional agricultural cooperatives face in-
stitutional challenges in accommodating the diverse needs of professionalized corporate
members who act as CSV practitioners. To maintain functional relevance in regional agri-
culture and effectively support sustainable agricultural management, cooperatives may
need to evolve their service portfolios.

Specifically, to operationalize this institutional transition, cooperatives should move be-
yond standardized service provision and develop more flexible, member-oriented support
systems. In credit operations, rather than acting as the sole financial provider for large-scale
corporations, cooperatives could strengthen collaborative financing arrangements with
regional commercial banks and public financial institutions such as the JFC. Such collabora-
tion would enable risk sharing while addressing increasingly sophisticated financing needs.
In economic operations, cooperatives could enhance customized non-financial services, in-
cluding support for market development, business succession, M&A-related coordination,
and regional resource management. By complementing rather than replacing the strategic
activities of advanced agricultural corporations, cooperatives may better accommodate
growing member heterogeneity and maintain their institutional relevance within regional
agricultural systems.

7. Conclusions and Future Directions
This study examined the transactional patterns between agricultural corporations

and agricultural cooperatives in Japan across economic and credit domains, utilizing a
mixed-level approach to address the complexities of cooperative–corporate interactions.

Addressing the overarching research question regarding how CSV practices and orga-
nizational growth relate to business relationships, the findings indicate distinct behavioral
and structural patterns: (1) in economic transactions, rice and livestock farming corpora-
tions exhibit a positive association with JA as a primary sales destination, whereas higher
sixth-sector industrialization ratios, larger employee counts, and a customer satisfaction fo-
cus show negative associations with primary JA sales reliance; and (2) in credit transactions,
reliance on JA tends to decrease as management scale expands, with larger agricultural
corporations demonstrating higher proportions of transactions and deep relationships with
regional commercial banks and government financial institutions.

These observed patterns suggest that multi-purpose agricultural cooperatives face
institutional challenges and governance tensions as member heterogeneity increases. While
shared regional infrastructure helps maintain economic ties in specific farming types,
advanced corporate strategies and scale expansion are associated with a diversification of
marketing and financial partnerships away from traditional cooperative channels.

Finally, several limitations of this study should be noted. First, because the empirical
analysis relies on independent cross-sectional datasets, firm-level matching between market-
ing strategies and financial portfolios was not possible, precluding definitive longitudinal
causal inference regarding structural shifts over time. Consequently, the findings describe
aggregate industry patterns and behavioral correlates rather than deterministic trajectories.
Second, the sixth-sector industrialization indicator inherently includes direct-sales revenue,
which introduces a degree of definitional overlap (endogeneity) when analyzing the avoid-
ance of cooperative sales channels. Third, the sample predominantly consists of members of
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the Japan Agricultural Corporations Association, representing a relatively elite, large-scale
segment of Japanese agribusiness, which requires caution when generalizing the findings.
Future research should prioritize utilizing panel data to track individual firm evolution
over time and expand the scope to include other cooperative business domains, thereby
providing a more comprehensive understanding of cooperative–corporate dynamics.
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Appendix A
Full Logistic Regression Model Prior to Backward Elimination

It is important to note explicitly that the full model in Table A1 uses 362 observations
due to missing values in the financial variables, whereas the final model in Table 3 uses
492 observations. Because this change in sample size makes direct comparison between the
two models difficult, the differences between them cannot be attributed solely to the choice
of variables. For instance, in Table A1, the number of employees (p = 0.169) and the farming
type indicators no longer have a statistically significant relationship with the dependent
variable. Nevertheless, the negative associations for the sixth-sector sales ratio (p < 0.001)
and the customer-satisfaction objective (p = 0.018) remain statistically significant in the full
model shown, indicating that the relationships for these two variables are retained across
both specifications.
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Table A1. Full Logistic Regression Results for Primary Sales Destination (Before Elimination).

Explanatory Variable Coefficient (β) Std. Error (SE) p -Value Odds Ratio (Exp β)

Farming Type (Ref: Others)
Rice Farming Dummy 0.676 0.419 0.107 1.966
Livestock Dummy 0.744 0.491 0.129 2.104
Fruit Dummy −0.333 0.744 0.655 0.717
Open-field vegetables Dummy −0.075 0.524 0.886 0.928
Greenhouse vegetables Dummy −0.066 0.530 0.901 0.936
Manager Attributes
Manager Age −0.065 0.118 0.583 0.938
Years Since Establishment −0.004 0.012 0.736 0.996
Corporate Scale & Strategy
Number of Employees −0.145 0.106 0.169 0.865
Sales Scale −0.068 0.135 0.614 0.934
6th-sector Sales Ratio −0.249 0.071 <0.001 *** 0.780
Financial Indicators
Operating Profit Margin −0.069 0.190 0.718 0.934
Equity Ratio 0.186 0.177 0.293 1.204
Management Objective
Customer Satisfaction Dummy −0.921 0.391 0.018 ** 0.398
Constant 0.346 0.724 0.633 1.413

Source: Compiled from the author’s questionnaire survey. Notes: N = 362. The dependent variable
equals 1 if the agricultural corporation identified JA (Japan Agricultural Cooperatives) as its primary
sales destination and 0 otherwise. The model was estimated using binary logistic regression. The
reference category for farming type was “Others”. Due to missing values in financial performance
variables and other initially included variables, the effective sample size was reduced to 362 observa-
tions. Model statistics were as follows: McFadden Pseudo-R2 = 0.113; Likelihood Ratio Test (LLR)
p-value < 0.001. Odds ratios are reported as Exp (β). *** p < 0.01, ** p < 0.05.
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