Iranian Journal of Agricultural Economics and Development Research

o Online ISSN: 2008-4838
The University of Tehran Press
Homepage: http://ijaedr.ut.ac.ir/

Analyzing and Prioritizing E-Commerce Models Among Cherry
Producers in Khorasan Razavi Province

Elham Monazzah 1/, Ahmad Rezvanfar 2/, Seyed Hamid Movahed Mohammadi 2

1. Department of Agricultural Extension and Education, Faculty of Agricultural Economics and Development, University
of Tehran, Karaj, Iran. Email: elhammonazzah@gmail.com

2. Corresponding Author, Department of Agricultural Extension and Education, Faculty of Agricultural Economics and
Development, University of Tehran, Karaj, Iran. Email: arezvan@ut.ac.ir

3. Department of Agricultural Extension and Education, Faculty of Agricultural Economics and Development, University

of Tehran, Karaj, Iran. Email: hmovahed@ut.ac.ir

Article Info

ABSTRACT

Avrticle type:
Research Article

Article history:

Received: 21 May 2022

Received in reRevised: 25 May 2024
Accepted: 12 July 2024

Published online: Atumn 2026

Keywords:

Agricultural Electronic
Commerce,

B2B Electronic Commerce,
Cherry Garden Crop,
Electronic Commerce, Khorasan

Razavi.

The present study aimed to analyze and prioritize e-commerce models among
cherry producers in Khorasan Razavi Province, Iran. In terms of purpose, this
study is applied, and methodologically, it follows a descriptive-survey design. The
statistical population comprised 1,365 active cherry-producing units across the
counties of Mashhad, Neyshabur, Chenaran, and Torgabeh-Shandiz in 2021.
Based on Cochran’s formula (at a 5% margin of error), a sample size of 300
producers was determined, and participants were selected through stratified
random sampling with proportional allocation. Data were collected using a
researcher-made questionnaire whose face and content validity were confirmed by
an expert panel. Construct reliability was evaluated using Cronbach’s alpha
coefficient, where values exceeding 0.7 demonstrated acceptable internal
consistency. Data were analyzed using SPSS (version 25) applying the Friedman
test, sign test, and Pearson correlation coefficient. The Friedman test results
revealed that “Electronic Malls”, “E-Shops”, and “E-Procurement” achieved the
highest priorities from the growers’ perspective, respectively, whereas “Electronic
Auctions” and “Collaboration Platforms” were ranked lowest. Furthermore, the
sign test results indicated that producers’ adoption scores for Third-Party
Marketplaces, Electronic Malls, Collaboration Platforms, and E-Shops were
significantly above the theoretical mean. In addition, a significant negative
correlation was found between respondents’ age and their inclination toward the
E-Procurement model. By outlining producers’ preferences and technological
readiness, the findings provide policymakers with a practical framework for
formulating digital marketing initiatives across horticultural value chains.

Cite this article: Monazzah, E., Rezvanfar, A. & Movahed Mohammadi, H. (2026). Analyzing and Prioritizing E-Commerce Models
Among Cherry Producers in Khorasan Razavi Province. Iranian Journal of Agricultural Economics and Development Research, 57-2
(3), 425-442. DOI: https://doi.org/10.22059/ijaedr.2024.342769.669148

© The Author(s).
DOI: https://doi.org/10.22059/ijaedr.2024.342769.669148

Publisher: The University of Tehran Press.



https://ijswr.ut.ac.ir/issue_10582_11076.html
https://doi.org/10.22059/ijaedr.2024.342769.669148
https://doi.org/10.22059/ijaedr.2024.342769.669148
https://orcid.org/0009-0001-3757-9461
https://orcid.org/0000-0002-8981-5892
https://orcid.org/0000-0003-2730-6838
https://creativecommons.org/licenses/by-nc/4.0/

Analyzing and Prioritizing E-Commerce Models Among Cherry Producers in Khorasan Razavi.../Monazzah, et al., 426

Extended Abstract
Introduction

Efficient marketing and direct access to buyers represent major structural challenges facing producers of
agricultural and horticultural commodities. This issue is particularly critical for perishable products such as
sweet cherries, where marketing delays, asymmetrical market information, and heavy reliance on traditional
intermediaries degrade product quality and diminish producers’ share of the final consumer price. Agricultural
e-commerce offers transformative opportunities to streamline supply chains, facilitate direct producer-buyer
interactions, reduce transaction costs, and enhance market transparency.

Cherry production constitutes a key agricultural sub-sector in Khorasan Razavi Province, Iran. Given the
crop’s narrow harvest window and the urgent need for rapid post-harvest distribution, identifying viable e-
commerce configurations tailored to local producers is of paramount importance. Accordingly, this study aimed
to analyze and prioritize e-commerce models among cherry growers in Khorasan Razavi Province.
Furthermore, the study investigated producers’ socioeconomic attributes, technological readiness, and
perceptual priorities regarding digital business models

Materials and Methods

In terms of purpose, this study is applied, and methodologically, it adopted a descriptive-survey design.
The target population comprised 1,365 active commercial cherry-producing units located in the counties of
Mashhad, Neyshabur, Chenaran, and Torgabeh-Shandiz during the 2021 crop year. Using Cochran’s sample
size formula (with a 5% margin of error), a representative sample of 300 producers was determined and selected
via stratified random sampling with proportional allocation across the target counties.

Data were gathered using a structured, researcher-made questionnaire developed through a comprehensive
literature review and aligned with the study’s theoretical framework. The instrument consisted of nine distinct
sections: the first captured individual and professional demographics, while the subsequent eight sections
measured adoption attitudes toward specific e-commerce constructs, namely: E-Shop, E-Procurement, Third-
Party Marketplace, E-Mall, E-Auction, Information Brokerage, Value Chain Service Provider, and
Collaboration Platform. The face and content validity of the instrument were validated by an expert panel of
agricultural economists and extension specialists. Construct reliability was verified using Cronbach’s alpha,
yielding coefficients exceeding 0.70 across all dimensions, which confirmed robust internal consistency. Data
analysis was conducted using SPSS (version 25) applying the Friedman test, sign test, and Pearson correlation
coefficient.

Results and Discussion

Descriptive analysis revealed that the vast majority of respondents were male, with the dominant age
bracket being 46 to 55 years. A substantial proportion of growers had primary education or were functionally
illiterate, and most were married. The Friedman test demonstrated statistically significant differences among
the eight e-commerce models regarding their adoption priorities ( y 2 test, p < 0.01). Based on mean ranks: E-
Malls, E-Shops, and E-Procurement attained the highest adoption priorities among cherry growers,
respectively. Information Brokerage and Value Chain Service Providers occupied moderate ranking tiers.
Conversely, Collaboration Platforms, E-Auctions, and Third-Party Marketplaces were positioned in the lower
ranks. The non-parametric sign test indicated that producer adoption scores for Third-Party Marketplaces, E-
Malls, and Collaboration Platforms were statistically significant at the 1% level (p<0.01 ), whereas E-Shops
were significant at the 5% level ( p < 0.05). For these constructs, the frequency of respondents scoring above
the theoretical midpoint significantly exceeded those scoring below, indicating positive adoption attitudes. The
remaining constructs exhibited no statistically significant deviation from the baseline mean. Furthermore,
bivariate Pearson correlation analysis identified a statistically significant negative relationship between
producer age and their inclination toward E-Procurement (p<0.05 ). This indicates that younger orchardists
exhibit greater digital literacy and readiness to engage in automated input sourcing and electronic procurement
platforms. No significant correlations were observed between age and the remaining e-commerce dimensions.

Conclusion

The empirical findings delineate growers’ behavioral preferences and digital readiness, offering actionable
insights for designing digital agricultural marketing interventions. Since E-Malls were identified as the top
priority, establishing dedicated regional online hubs paired with geographical indication (GI) branding for
Khorasan Razavi cherries can aggregate smallholder supply and create specialized market niches beyond
fragmented commodity channels.

Given the high ranking of individual E-Shops, specialized capacity-building workshops and technical
extension programs are strongly recommended to equip producers with direct online merchandising, digital
payment handling, and order management skills. Finally, although Third-Party Marketplaces received lower
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initial prioritization, targeted awareness initiatives can highlight their institutional advantages—such as secure
escrow payments, integrated cold-chain logistics, and dispute resolution mechanisms—thereby lowering
transaction friction and modernizing the horticultural value chain. The empirical findings delineate growers’
behavioral preferences and digital readiness, offering actionable insights for designing digital agricultural
marketing interventions. Since E-Malls were identified as the top priority, establishing dedicated regional
online hubs paired with geographical indication (GI) branding for Khorasan Razavi cherries can aggregate
smallholder supply and create specialized market niches beyond fragmented commodity channels.

Given the high ranking of individual E-Shops, specialized capacity-building workshops and technical
extension programs are strongly recommended to equip producers with direct online merchandising, digital
payment handling, and order management skills. Finally, although Third-Party Marketplaces received lower
initial prioritization, targeted awareness initiatives can highlight their institutional advantages—such as secure
escrow payments, integrated cold-chain logistics, and dispute resolution mechanisms—thereby lowering
transaction friction and modernizing the horticultural value chain.
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Table 1. Reliability of the research instrument by construct

SO S S0l wlia evs® °"“; ojLw iy,
Cmn;;ﬂ;s Measurement scale Numilzgrrng Construct No.
0.880 | o Ordinal 15 e 1
Electronic shop
0.803 | o 5 Ordinal 7 Se9S aibole cale

Electronic Procurement

b jases glaylil
0.850 | o=y Ordinal 7 Third Party 3
Marketplace

L Slopess 1S

0.760 I o5 5 Ordinal 5 S S 4
Electronic Malls
0.760 | 55 Ordinal 13 Sgll slaal> 5
Electronic Auctions
. Sl shdals
0.800 | o5 Ordinal 4 Information 6
Brokerage
oyz0; wlods o Bamaal)l
0.750 | o5y Ordinal 6 b)) 7
Value Chain Service
Provider
_ 55 e slosSI L s
0.801 /s Ordinal 6 Collaboration 8
Platform
0.832 — 63 | o cuda S e
Eight constructs Total
v g b
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Table 2. Ranking of the items of research constructs based on the coefficient of variation (CV)

Sl yoil
Cuglyl cv Lo ke a5 ojbw
Priority Standard  Mean Item Construct
deviation
(o 90 & B b 3l paal)lS p Wl g0 4 g9
1 0.0873 0.417 4.77 Online selling is more efficient than traditional
selling.
S Sy A hgyd & Cad (50l hgyd S S,
2 0.1008 0471 4.67 Online selling involves less risk than traditional
selling.
Slej 5l Bl b (g Ao 4 ke
3 0.1031 0.479 4.64 The time-related cost-effectiveness of online
selling.
aaxd jn 5> (5301 olRSg)3 5l ealisl b (99,8 9 % 3 (Sl
4 0.1034 0.480 4.64  The possibility of buying and selling through an
online store at any time.
Pl o299 b Ay S sladje el A PRI
5 0.1048 0.490 4.67 Reduction of ancillary production costs through

. Electronic shop
an online store.

Cobuy S by SV panme 4oy n (G050 o095

6 0.1055 0.487 4.61 ol
An online store means offering products through a

dedicated website.
$529UiS Y guame (¢l (5] o898 (39) camslio

7 0.1078 0.502 465  The suitability of an online store for agricultural
products.
(5] ol8Bg,8 43 Y guae (gadied (392 33k B
8 0.1083 0.495 4.57 The visibility of product categories in an online
store.

2355 l3y90 SV gazes (G929 hgy b LS

9 0.1092 0.507 4.64 3] claolSig 5
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Familiarity with searching for needed products in
online stores.

Lo g yiio 4y 09,8 3 oolitwl b cawlio loss 43l
10 0.1109 0.518 4.67 Providing appropriate services to customers
through an online store.

11 01137 0531  4.67 (il olagp 5l ool b i g0
Increasing sales through an online store.

12 01178 0550  4.66 sl o853 J il b higlogs e
Ensuring profitability through an online store.

M & jg0 4 Atwgals 40T ,8 b oLl
Familiarity with the online transaction process.
5yl o853 51 o3litul b &Y guasme 5| gols leMbl 1))
14 0.1277 0.586 4.58 Providing comprehensive product information
through an online store.

13 0.1208 0.565 4.67

(st g8 oged LS )3 ol ey 4 hiles
15 0.1289 0.596 4.62  willingness to sell online alongside the traditional
sales method.

Obyde 2 Sl )law g2 38 ) gk

1 0.1067 0.511 4.78 Improving the process of delivering orders to
customers.
Sl &g @ )l iz e plos]
2 0.1150 0.527 4.58  Completing tasks more rapidly through electronic
means.

caslie loj 53 5L y50 (5)5liS slmodles Bl g 4y 5 (Sl
3 0.1161 5370 4.62 The possibility of purchasing and receiving the
required agricultural inputs at the appropriate
time. Slolw el
M5 0)93 o 53 jlidyge Sl o 9 osles 5% Smiing iy S
4 0.1314 0.603 4.58 More effective forecasting of the inputs and N
human resources required in each production
period.
b g Bl Y g 1) & by Sledbl il Sl

5 0.1444 0.664 4.59 ol
The possibility of receiving information related to

horticultural crop production and placing orders.
(SS9 ySI ygu0 a4y ol )yl )3 dlaail Sl
6 0.1445 0.664 4.59 The possibility of concluding contracts
electronically.

Electronic
Procurement

Sl ©yge & gl s Sl )lhe (g g BBy Sl
7 0.1482 0.471 4.52  The possibility of accepting and reviewing buyers'
orders online.
Obley & oo 5 cuslio (0S5l Sl
1 0.1728 0.77 4.47 The possibility of responding appropriately and
accurately to buyers.
2 0.2101 0.92 4.40 The possibility of developing the product brand e
'w.lthm this mgdel. Third- Party
Sloj ojl Koy e (slmosidg b ooy g 9w Ol Marketplace
3 0.2213 0.94 4.27 The possibility of searching for and reviewing
different sellers within a given time interval.
4 0.2302 0.98 4.27 dbgrye Jro opl yd ciliseo &Y guane dunlie Sl




1F+d ipguw 6 lass ppidd g oloely 5,90 o4/ s/ (55 )9liS drwgd g olais] lidini dlzo

\AR4

The possibility of comparing different products
within the relevant model.

5 0.2601

111

4.26

e 0l B 53 YU jlews el b 3 B0 5 (Sl
The possibility of highly secure buying and selling
within this model.

6 0.3505

1.34

3.82

Y g (23 b i 5 S ) caslie Sy Sl
The possibility of providing appropriate support
for logistics and product ordering.

7 0.3798

1.47

3.88

edb obil 4 ¥ gase sl bl (6)l38Ty oISl
The possibility of outsourcing product marketing
to third parties.

1 0.1343

0.608

4.52

Sy Jole 2939 Judo & WV gao yidy (g8 Sl
The possibility of increasing product sales due to
the presence of a brand factor.

2 0.1445

0.662

4.58

Q\/’M )‘l L;lo)gu')‘ A (o ylwd C,J}Q,.»
Ease of access to a chain of products.

3 0.1534

0.709

4.62

Colooy Sl 5livyge glizule don b5 Sl

The possibility of purchasing all required
necessities from a single website.

4 0.1644

0.755

4.59

il a5 by Jgamee (0 03 el 38l
Increasing the possibility of product visibility
among different buyers.

5 0.2028

0.925

4.56

SY o (b9 4z ja halS
Reducing the cost of selling products.

Slo gy 35150
Sig PS5

Electronic
Malls

1 0.1038

0.483

4.65

Il olioj i obisS dlauly @ Mg Slals ials
Reducing production waste by shortening the
storage period.

2 0.1107

0.512

4.62

gl g, o pBasses b IS sl s oSl
The possibility of viewing the total number of
participants in the auction event.

3 0.1108

0.510

4.60

dyo (B35 Jro s b plo Slils o pdy oSl

Cayd
The possibility of accepting advertisements from
other companies, such as jam and syrup
producers.

4 0.1184

0.546

4.61

daly (g g3 danly & W sladija Lals
Reducing production costs through direct,
intermediary-free sales.

5 0.1195

0.543

4.54

& Jyame (39,8 (sl i JBhe &)l g olass ISl

Ol e
The possibility of setting and offering a minimum
bid for selling the product to customers.

6 0.1220

0.555

4.54

ohl s sl eadipled Cuasd Ll
Reducing the final price for buyers.

7 0.1220

0.551

451

2l w18 4 3909 (gl dletiy Sl )] 1Sl
The possibility of offering a minimum bid for
entry into the auction process.

8 0.1405

0.630

4.48

Sl el Glgie & il sl sl 0 ced s 1)
ol cuddge
Offering a minimum price in online auctions as a
factor in growers' success.

9 0.1426

0.649

4.55

wip e b jlinyge losd cdl )
Receiving the required services at the lowest cost.

L
Swig ySI
Electronic
Auctions
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10

0.1441

0.655

4.54

5ol danly @ (98 3 (Suig S sl 2> 65
ol olles
The widespread adoption of electronic auctions in
sales due to their operational simplicity.

11

0.1531

0.676

441

o900 il dlawsly 4 (g Sl sl 2> 6518
The widespread adoption of electronic auctions
due to increased productivity.

12

0.1688

0.748

4.43

SeigyS gl s J oslizl gt
Ease of using the electronic auction model.

13

0.1819

0.801

4.40

3 4 )08 aed Sl g sanplej S jle bl (IS

&> 31 )3 ety
The possibility of creating a scheduling
mechanism and enabling automatic extension due
to last-minute bids.

0.1519

0.701

4.61

sy plo b SleMbl ¢35l
Sharing information with other companies.

0.1505

0.688

457

D98 sy iz glacS i L bls)l gl 55 oS

Assisting in establishing communication with
different companies for the sale of horticultural
products.

0.1571

0.714

4.54

b Y game oje )3 i ()5 wlbls)l sl
Establishing new business relationships in the
field of horticultural products.

0.1617

0.729

4.50

355 plynde b s oloj 5 CleMbl (413551l
Sharing information with customers in real time.

S

Information
Brokerage

0.1025

0.477

4.65

035505 Glods saimddllyl slacols jloslatwl b gealy calby
3
Easier payment through websites providing value-
chain services.

0.1055

0.487

4.61

oBsmall cpl 5l s xS0y b (HB) Coje Sl
Enhancing competitive advantage by using these
providers.

0.1076

0.496

4.60

Q’Yyam &>|) J.a.- 9 J»
Easier transportation of products.

0.1202

0.551

4.58

Fesly oSl
Easier procurement.

0.1211

0.550

4.54

MWl 355 Gosk 1Sy plo b o) (Ul a8l
Increasing the ability to compete with other
competitors by focusing on the market.

0.1242

0.566

4.55

Six9kiS” Y gama Jl5L 55 ()l selgd b Jao ol 655k
Compatibility of this model with the prevailing
rules of the agricultural products market.

oLl

8y § Slons
33

Value Chain

Service
Providesr

0.1303

0.600

4.60

SS9 Sl sl 5> Cudbge Jlaisl 3y 5V
Increasing the likelihood of success in electronic
projects.

0.1319

0.597

4.52

Fsilre w5 So )l b Jao ol 3 (ol S5 (IS
laas
The possibility of collaboration in this model

through cooperation with a virtual team of
specialists.

0.1568

0.705

4.49

o)l 025 (g iledinng Ul
The ability to optimize the value chain.

0.1599

0.714

4.46

L unlou )l WLA 9 ):§A odlaiwl

S b
& sl
Collaboration
Platforms
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Effective and appropriate use of all available
capabilities.
Obigd dod gl (2B oo Sbx
5 0.1618 0.710 4.38 Creating competitive advantage for all
stakeholders.
Sl JBamsal)l 5 Buide,s o bes s o b ol
6 0.1659 0.732 441 Collaboration with other companies, sellers, and
service providers.
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Table 3. Prioritization of research variables related to e-commerce models among cherry growers

sig. 2 of gl a5y ofilbe (Suig Sl lod Gl gl i,
Priority Mean rank Types of e-commerce models  No.
1 4.99 Sl 5 (gleyzds 385 1
' Electronic Malls
l ® & - a
2 4.97 i o55,0 2
Electronic Shop
3 4.88 5SS 5 b 3
Electronic Procurement
4 472 Sl claabaly 4

0001 83.297 7 Information Brokerage

U5yl oy Slass o Baimdasl)|

5 4.60

Value Chain Service Providers >
6 4.01 el gl i 6

Third- Party Marketplace
7 3.98 Syl gla 2> 7
' Electronic Auctions
e F e l -

8 3.85 u‘-g)l“" db"ﬂ L Pt 8

Collaboration Platforms
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Table 4. Status assessment of factors related to different types of e-commerce models among the studied cherry
producers (Sign test)

b o gl gl ) b o wglls Slgl
Sig. Z oSl oSl Seg NNyl s glal @,
Positive differences from Negative differences Types of e-commerce models No.
the mean from the mean
0.024 -2.252 170 130 ] oy 2 1
Electronic shop
0.773  -0.289 153 147 Sl Sl el 2
Electronic Procurement
0.001 -5.254 196 104 b el o 3
Third- Party Marketplace
0.001 -6.986 211 89 Ssr8) 205 sloje; e 4
Electronic Malls
0119  -1.559 164 136 o) szl 5
Electronic Auctions
0.862 -0.173 148 152 Ml sladany 6
Information Brokerage
0.453  -0.751 157 143 b3 o3 Sloss S aimas])| 7
' ' Value Chain Service Providers
0.001 -4561 190 110 o e slagSIL iy 8

Collaboration Platforms
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Table 5. Results of Pearson correlation analysis between age and different types of e-commerce models

- ) S e saaa gyl s,
Types of e-commerce models No.
0.954 0.003 o oSds 2 1
Electronic shop
0.007 -0.156 gl Sl el 2
' ' Electronic Procurement
0.432 -0.046 b paid sl 3
Third Party Marketplace
0.740 0.019 Sl 5 (gloyos STy 4
) ' Electronic Malls
0.779 0.016 55 ozl 5
' ' Electronic Auctions
0.960 0.003 M slacdany 6
Information Brokerage
0.834 20012 il sy Cless 4B aiadsl)l 7
' ' Value Chain Service Provider
0.443 0.044 ke oSl L iy 8
' ' Collaboration Platform
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Fig. 2. Description and explanation of e-commerce models based on their priority and importance among

cherry producers in Khorasan Razavi Province
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