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Predicting consumers’ intention to purchase sporting goods online:

An application of the model of goal-directed behavior



Abstract
Purpose — The purpose of this study was to apply the model of goal-directed behavior (MGB)
as a research framework to investigate consumers’ behavioral intention to purchase sporting
goods online.
Design/methodology/approach — Mall intercept sampling was conducted for Korean
consumers who have the experience of purchasing sporting goods online. After the
elimination of invalid responses, total 314 valid questionnaires were used for further analysis.
Findings — The results revealed that attitude, subjective norm, positive and negative
anticipated emotions had significant influences on consumers’ desire to buy sporting goods
online. Moreover, the frequency of past behavior and desire played significant roles in
influencing on consumers’ intention. Further analyses revealed that male consumers had
higher levels of positive attitude, subjective norm, positive and negative anticipated emotions,
desire, intention, the frequency of past behavior toward the online purchase of sporting goods
than female consumers did. It was also found that male consumers’ desire had a significantly
stronger influence on behavioral than female consumer did.
Research limitations/implications — The study suggests benefit and gender-based targeting
strategies in marketing sporting goods online. The primary limitation of this study was that
respondents were all Korean online consumers of buying sporting goods. Future research
should apply MGB to different countries or regions to generalize the results of this study.
Originality/value — The findings of this study provides a better understanding of consumers’
intention to purchase sporting goods online and gender differences in their decision-making
process.
Keywords Sporting Goods, Sports Apparels, Model of Goal-directed Behavior, Purchase
Intention

Paper type Research paper
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An application of the model of goal-directed behavior

Introduction

The rapid growth of the Internet users has resulted in the phenomenal increase of
e-commerce, which has significantly influenced consumers’ buying behavior. According to a
report surveyed in 25 countries, 54% of Internet online shoppers buy products online weekly
or monthly (PwC, 2016). Also, eMarketer forecasted that the world e-commerce sales would
top $4 trillion and the double-digit growth rate of e-commerce sales will continue through
2020 (eMarketer, 2016). Consequently, it is not surprising that e-commerce of sporting goods
has also developed in recent years. For example, the global rate of online purchase intention
in 2014 have doubled since 2011 for sporting goods (31%) (Nielsen, 2014). Moreover, the
Australian Sporting Goods Association (2012) reported an increase in online sales of
footwear (11.5%) and apparel (7.6%), and the sales of online sporting goods in 2016 account
for 14.8% of online consumption in the U.S. (Statista, 2016¢). Also, Statistics Korea (2016)
reported relatively high percentage of online sales in categories of apparel (10.6%) and sport
& leisure appliance (3.8%). In addition, over half of consumers purchased a variety of
sporting goods on different online platforms, such as online department store (e.g.,
amazon.com), manufacturer online (e.g., nike.com), or specialist stores online (e.g.,
eastbay.com) (Statista, 2016a). It indicates that the Internet has already changed how people
shop for sporting goods, and more consumers search for and purchase sporting goods on the
Internet.

Whereas classical attitude theory, including the model of goal-directed behavior (MGB),
has been widely applied to various purchasing behavior, especially in traditional business

settings, only a handful of studies have examined the predictive power of MGB in online



purchase behavior (Chen, Phelan & Jai, 2016). MGB posits that consumers’ behavioral
intention and overt behavior is influenced by volitional, non-volitional, motivational (desires),
affective, and habitual elements (Perugini & Bagozzi, 2001, 2004). However, research has
shown that consumers, even the same consumers, exhibit different behaviors depending on
shopping channels (Chu, Arce-Urriza, Cebollada-Calvo & Chintagunta, 2010; Muthaly & Ha,
2009). Thus, understanding what predicts online purchase behavior among the MGB

elements would be beneficial for e-marketers.

In addition, while there is an extensive body of research conducted on exploring
consumers’ online shopping behavior toward generic products (Park & Kim, 2003; Senecal,
Kalczynski, & Nantel, 2005), far less is known about consumer behavior toward purchasing
sporting goods online. It has been argued that consumers have a unique relationship with
sporting goods. This is because that consumers frequently exercise with sporting goods they
purchase, and sporting goods are closely related to their performance on the court (Chiu &
Won, 2016a). Although studies have been conducted to explore consumers’ behaviors toward
sporting goods in brick-and-mortar stores (Chiu & Won, 2016a; Lu & Xu, 2015; Tong &
Hawley, 2009; Tong & Li, 2013), not much is known about their behaviors leading up to
sporting goods purchases online even now. However, it should be noted that online sporting
goods consumers have unique characteristics as compared to general online shoppers (Chiu,
Kim, Lee, & Won, 2014). Online sporting good shoppers spend more time on browsing retail
and auction websites to search for and purchase sporting goods (Chiu et al., 2014).

Accordingly, the purpose of this study was to fill the knowledge gap by investigating the
factors that influence online sporting goods consumers’ purchase intention and decision. In
doing so, this study used the MGB as the base theory to investigate online consumers’
behavior toward purchasing sporting goods. The application of MGB could be especially

meaningful in investigating individuals’ behavioral intention and decision as MGB



comprehensively incorporates volitional, non-volitional, motivational, affective, and habitual
aspects, providing more precise predictions of human decisions and behavior (Perugini &
Bagozzi, 2001, 2004). From the practical standpoint, the results of this study could provide
practitioners with effective marketing strategies to promote their products and better satisfy
consumers’ needs.

For research purposes to be achieved, this paper is structured as follows. The first
section deals with the literature review and hypotheses development. After which research
method is presented, with full details of participants and procedure in the research, and of the
survey instrument and data analysis used. Results are then presented, with through
assessments of the measurement and structural model. Finally, results are discussed, and
implications are drawn.

Model of goal-directed behavior

The theory of reasoned action (TRA) and the theory of planned behavior (TPB) are
representative social-psychological theories extensively applied by researchers to predict an
individual’s intention/behavior across a wide variety of domains (Ajzen, 1991; Zint, 2002).
TRA assumed that a person’s decision to perform a particular rational behavior is formed
through a volitional/cognitive process determined by his/her intention to perform the behavior,
and this intention is functioned by his/her attitude and subjective norm toward the behavior
(Fishbein & Ajzen, 1975). However, TRA is limited to predicting behaviors that do not
require special skills or resources as the theory did not consider an individual’s non-volitional
situations, such as time, money, and opportunities that limit actual behavior (Ajzen, 1985,
1991). To improve the usefulness of TRA, Ajzen (1985, 1991) developed TPB by adding a
non-volitional variable ‘perceived behavioral control’ as a predictor of intention to act the
actual behavior. TPB emphasizes that individuals’ actual behaviors are determined by not

only attitude and subjective norm (i.e., social pressure) but also the perception of behavioral



control reflecting a person’s confidence and ability to engage in the behavior. Therefore, TPB
is widely recognized as a more appropriate to predicting intention and behavior as compared
with TRA (Armitage & Conner, 2001; Hagger, Chatzisarantis, & Biddle, 2002).

However, Perugini and Bagozzi (2001, 2004) argued that TPB did not capture people’s
past behavior as well as motivational and affective components of human behavior. More
specifically, the variables in TPB did not consider whether individuals want to do something,
which is connected to the emotions they expect to feel if they do it (Perugini & Bagozzi, 2001,
2004). Thus, Perugini and Bagozzi (2001) extended TPB and proposed MGB to address the
limitation of TPB. It argued that habitual, motivational, and affective aspects must be taken
into consideration to better comprehend human intentions and behaviors. Consequently,
MGB adds motivational (desire), affective (positive and negative anticipated emotions), and
habitual process (past behavior) into TPB. MGB suggested that the individuals’ intention to
perform a particular behavior is primarily motivated by how they want to perform the
behavior (i.e., desire), and their desire is determined by attitude, subjective norms, perceived
behavioral control, and positive and negative anticipated emotions. Moreover, past behavior
or habits are assumed to be a significant predictor of desire, intention and actual behaviors
(Perugini & Bagozzi, 2001). Specifically, the role of desire mediates the influence of attitude,
subjective norm, perceived behavioral control, and anticipated emotions on behavioral
intention in MGB.

MGB was reported to explain significantly greater amounts of variance in individuals’
intention and behavior as compared to TPB and TRA (Carrus, Passafaro, & Bonnes, 2008;
Esposito, van Bavel, Baranowski, & Duch-Brown, 2016; Taylor, Bagozzi, & Gaither, 2005).
Recently, MGB has been extensively used as the base theory to explain individual’s
behavioral intention in the various domains, such as tourist behavior (Han & Hwang, 2014;

Kim, Lee, Lee, & Song, 2012; Lee, Song, Bendle, Kim, & Han, 2012; Meng & Han, 2016;



Song, Lee, Reisinger, & Xu, 2016), mobile usage behavior (Kim & Preis, 2016), exercise and
health behavior (Baranowski et al., 2013; Esposito et al., 2016; Hingle et al., 2012),
airport-shopping behavior (Han, Kim, & Hyun, 2014), and restaurant re-patronage (Han &
Ryu, 2012). Although TPB has been applied to investigate online shopping behavior (Cheng
& Huang, 2013; Choi & Geistfeld, 2004; Hansen, Jensen, & Solgaard, 2004), it is surprising
that MGB, a more advanced theory than TPB, has not been used as a base theory to
comprehend online shopping behavior so far.

However, it should be noted that numerous studies applied the technology acceptance
model (TAM) and the unified technology of acceptance and use of technology (UTAUT) to
understand consumers’ online shopping behavior (Ha & Stoel, 2009; Lian & Yen, 2014;
Smith et al., 2013). These models focus on consumers’ perception towards technology system,
i.e., perceived ease of use or perceived usefulness, rather than individual perception toward
performing a certain behavior. MGB could be an appropriate framework for exploring online
shopping behavior as it is a goal-directed consumption behavior (Bagozzi & Dholakia, 1999).
After the online purchase, consumers’ emotional responses are generated to whether the goal
is achieved or not. Consumers’ emotions play a significant role in MGB to predict consumer
behavior (Bagozzi & Dholakia, 1999; Phillips & Baumgartner, 2002); however, the
importance of emotion is often ignored in the literature of online shopping (Ethier, Hadaya,
Talbot, & Cadieux, 2006; Koo & Ju, 2010). Hence, MGB was applied as the theory base to
understand consumers’ behavior of purchasing sporting goods online.

Hypotheses development
Attitude, subjective norm, perceived behavior control, and desire

An attitude toward a behavior is the degree to which an individual has a favorable/

unfavorable evaluation of performing a certain behavior (Ajzen, 1985, 1991). That is, when

the outcomes a certain behavior are positively evaluated, individuals tend to have a stronger



attitude to perform this behavior (Ajzen, 1985, 1991). Subjective norm is the perceived social
pressure to engage or not to engage in a certain behavior (Ajzen, 1985, 1991). An individual
is influenced by the opinions of other people (e.g., peers, family, and colleagues) when
performing a certain behavior. Perceived behavioral control reflects an individual’s
confidence and ability to engage in behavior. According to TPB, an individual’s intention is
predicted by attitude, subjective norm, and perceived behavioral control (Ajzen, 1985, 1991).
In MGB, attitude, subjective norm, and perceived behavioral control affect intention
indirectly through desire toward a certain behavior (Perugini & Bagozzi, 2001; Prestwich,
Perugini, & Hurling, 2008). The desire, a main motivational source to perform a behavior,
was added in MGB in order to strengthen the predictive power in explaining intention (Malle,
1999; Perugini & Bagozzi, 2004). Also, desire serves as a primary predictor of intention and
mediates the effects of attitude, subjective norm, perceived behavioral control, and
anticipated emotions on behavioral intention, representing the most important feature of
MGB.

In the recent years, studies applying MGB across various domains has revealed that
attitude, subjective norm and perceived behavioral control were significant factors in the
formation of desire (Esposito et al., 2016; Han & Ryu, 2012; Kim et al., 2012; Meng & Han,
2016). For example, Esposito et al. (2016) applied MGB to understand individuals’ physical
activity intention and found that attitude, subjective norm, and perceived behavioral control
are the most significant factors influencing the desire to perform physical activities. Moreover,
Han and Ryu’s (2012) extended MGB in the context of restaurant services and revealed that
attitude, subjective norms and perceived behavior control played a critical role in the
formation of re-patronage intention through desire. Hence, based on the literature review, this
study proposed the following hypotheses in the context of online purchasing behaviors of

sporting goods.



H1: Attitude will have a positive influence on desire.

H?2: Subjective norms will have a positive influence on their desire.

H3: Perceived behavior control will have a positive influence on desire.

Relationships between anticipated emotions and desire

Individuals usually consider the emotional consequence in advance of performing or not
performing a certain behavior (Bagozzi, Baumgartner, & Pieters, 1998). It is defined as
“predictions of outcome’s emotional consequences or belief about one’s own emotional
responses to future outcomes (Bagozzi, Belanche, Casald, & Flavian, 2016, p. 630).” For
instance, if individuals have a higher level of the expected psychological benefits experienced
by performing a specific behavior, he/she tends to have positive emotions, whereas if
individuals have a higher level of the expected psychological damages derived from not
performing the behavior, he/she tends to have negative emotions. Research has found that
emotional expectations have influences on individuals’ decision-making process (Bagozzi et
al., 1998; Phillips & Baumgartner, 2002). Leone, Perugini, and Ercolani (2004) stated that
anticipated emotions play the role of the hedonic motive in promoting a positive outcome of
affairs and avoiding a negative outcome of affairs. Hence, there are two types of emotions,
positive and negative anticipated emotions, considered to be the critical predictors of desire
and intention (Bagozzi et al., 1998; Bagozzi et al., 2016; Leone et al., 2004; Perugini &
Bagozzi, 2001).

Empirical studies revealed that tow anticipated emotions have important roles in
forming an individual’s desire to perform a behavior (Bagozzi & Dholakia, 2006; Perugini &
Bagozzi, 2001). A recent study by Meng and Choi (2016) found that both positive and
negative anticipated emotions have significant influences on travelers’ desire for slow
tourism. Also, Song et al. (2016) found that Chinese tourists’ positive and negative

anticipated emotions significantly affects their desire to visit South Korea. Accordingly, two



anticipated emotions for a target behavior are hypothesized to significantly influence the
individuals' desire-related behavior of purchasing sporting goods online.

H4: Positive anticipated emotion will have a positive influence on desire.

H5: Negative anticipated emotion will have a negative influence on desire.

Frequency of past behavior, desire, and intention

The frequency of past behavior has been known as a critical factor that can influence an
individual’s decision-making process. Also, the frequency of past behavior is usually
considered to be a proxy of habit. If an individual frequently and habitually performs a
certain behavior, it will enhance his/her desire and behavioral intentions (Hutchinson, 1983;
Perugini & Bagozzi, 2001). Individuals with a higher frequency of past behavior might have
a higher level of familiarity than those who have no or limited past behavior (Marks & Olson,
1981). Additionally, desires are thought to be very important in the first step of human actions
and argued to lead to intentions to perform a behavior (Perugini & Bagozzi, 2001, 2004).
According to Perugini and Bagozzi (2004), desires are distinct from intentions and serve as
personal motivation which is the proximal element leading to intention formation.

The relationships between these three variables can be found in many studies using
MGB (e.g., Kim & Preis, 2016; Meng & Choi, 2016; Meng & Han, 2016). For instance,
found that seniors’ past behavior of using mobile devices has a significant impact on their
desires and intentions to use mobile devices for tourism-related purposes. Moreover, a study
by Meng and Han (2016) showed that past experience of bike-traveling was a powerful
predictor of bicycle travelers’ desire and behavioral intention. As such, this study posited the
following hypotheses:

H6: Frequency of past behavior will have a positive influence on desire.

H7: Frequency of past behavior will have a positive influence on intention.

HS: Desire will have a positive influence on intention.



Gender differences
Gender differences in decision-making and online purchasing behavior have been

addressed for decades. Although the gender gap in Internet usage is decreasing, men and
women display different perspectives, motives, rationales, and patterns of online shopping
(Pascual-Miguel, Agudo-Peregrina, & Chaparro-Peldez, 2015; Rodgers & Harris, 2003). A
review of literature revealed that males are more likely to purchase products through online
shopping and have more positive perceptions and attitudes towards online shopping than
females have (Bae & Lee, 2011; Fan & Miao, 2012; Hasan, 2010; Lian & Yen, 2014;
Pascual-Miguel et al., 2015; Wu, 2003). Moreover, Garbarino and Strahilevitz (2004) noted
that females have higher levels of perceived risk regarding online shopping than men have.
Males, therefore, feel more relaxed, effective, efficient and less time consuming when buying
products online. Also, males’ attitude is much more goal-focused and target-driven as they
perceived benefits online shopping (Hasan, 2010). In addition, it should be noted that Kim et
al.’s (2012) study applying MGB found gender differences in overseas tourists’ behavior.
Their results demonstrated that female tourists had significantly higher influences of attitude
on desire, anticipated positive emotions on behavioral intention, and perceived behavioral
control on behavioral intention than male tourists did. Male tourists also had significantly
greater influences of subjective norms on behavioral desire, anticipated positive emotions on
desire, and desire on behavioral intention than female tourists did. Accordingly, it is assumed
that males and females will differ in their purchase intention of purchasing sporting goods
online. Specifically, paths in the MGB will differ between males and females. Hence, the
following hypothesis was established:

HY9: Relationships between the variables in the MGB will be different between male and

female consumers.

[Insert Figure 1]



Method

Research context

The research context for this study is the Republic of Korea (hereafter referred to as
Korea). Korea is home to the third largest Asia-Pacific retail e-commerce market, behind
China and Japan (PFSweb, 2016). According to Statistics Korea (2016), E-commerce
accounted for almost 10% of Korea’s retail spending in 2016. Most of the online shoppers
(84%) in Korea prefer to search and purchase products online (Statista, 2015). Moreover, the
online shopping transaction value of sporting goods rank highly among different product
categories (Statista, 2016b). Specifically, the transaction value of sport-related products in
2016 increased 32.5% as compared to 2014, indicating more and more Korean consumers
purchase sporting goods online(Statistics Korea, 2016). Given the situation, Korea was
selected as the research context for this study.
Participants and procedure

Participants who have the experience of purchasing sporting goods online were recruited
for this study. Convenience sampling was conducted in Korea. Specifically, data were
collected around two largest metropolitan areas in Korea, Seoul and Busan where have higher
rates of sports participation than other areas in Korea. Mall-intercept personal interview was
conducted by two survey administrators in the shopping mall and public space with crowds.
To maintain the robustness of the study, before filling out the questionnaire, survey
administrators explained the research purpose and the definition of sporting good to
respondents. In this study, sporting goods include footwear, apparel, accessories, and
equipment used for the purpose of participating in different sports activities. Moreover, only
the respondents who have the experience of purchasing sporting goods online in the last 12
months were included in this study. After the elimination of invalid responses, a total of 314

valid questionnaires were used for further analysis. Of the respondents, 58.6 percent (n = 184)



were male and 41.4 percent (n = 130) were female. Most of the respondents were aged
between 20-29 years old. The more detailed information on the study participants was
reported in Table 1.

[Insert Table 1]
Measures

The survey instrument consists of eight measures which were modified to fit the context
of purchasing sporting goods online. All measures were adopted from the previous studies
concerning MGB (Han & Hwang, 2014; Meng & Han, 2016; Perugini & Bagozzi, 2001;
Song et al., 2016): attitude (four items), subjective norm (four items), perceived behavioral
control (four items), anticipated positive emotion (four items), negative anticipated emotion
(three items), desire (three items), and behavioral intention (four items). In particular, the
frequency of past behavior was assessed with a single item (i.e., “How many times have you
purchased sporting goods online in the last 12 months?”).

These items were originally written in English and translated into Korean using the
approach of back translation (Brislin, 1970). The Korean version of the survey instrument was
carefully reviewed by sports management experts in Korea. Moreover, a small group of
Korean graduate students participated in the pilot survey respectively to ensure its face
validity. All items except the frequency of past behavior were assessed on a 5-point Likert
scale, ranging from strongly disagree (1) to strongly agree (5). Reasons for using a 5-point
Likert scale rather than 7-point Likert scale is that five-point scale appears to be less
confusing and to increase response rate (Dawes, 2008; Devlin, Dong, & Brown, 1993).
Moreover, evidence showed that both scales are comparable and no significant difference
between them (Colman, Norris, & Preston, 1997). Finally, the frequency of past behavior was
coded as a continuous variable.

Data analysis



A preliminary test was conducted to scrutinize the normality assumption of the data
using descriptive statistics. Then, a two-stage data analysis recommended by Anderson and
Gerbing (1988) was carried out using Amos 20.0. First, reliability and validity of the
measures were examined by using a confirmatory factor analysis (CFA). In the second stage,
a structural equation modeling (SEM) analysis was employed to test the proposed hypotheses.
With the structural model analysis, this study utilized the standard factor loading and #-value
of the path coefficient to determine the path strengths and significance levels of the latent
variables. In addition, a multi-group SEM was conducted to investigate the gender
differences regarding the paths in MGB. The sample size of this study (N =314) is
considered to be appropriate for SEM analysis to provide precise estimations (Hair, Black,
Babin, & Anderson, 2010) .

Results
Preliminary test

The initial descriptive analysis revealed no missing values, outliers, or invalid value.
Skewness and Kurtosis statistics were used to examine the normality of the data whether it
violates the assumption required in SEM. Skewness values of survey items ranged within the
+1.00 cut-off suggested by Kline (2010). Kurtosis statistics of survey items were smaller than
the criterion of 3 proposed by Byrne (2010). It indicates that skewness and kurtosis statistics
of all survey items supported the normality for SEM analysis.

Reliability and validity of measures

As a next step, CFA was employed to examine the the reliability and validity of
measures. The results revealed that the measurement model fitted the data well: x> (278)=
735.40, ¥*/df =2.65, CF1 = .93, TLI = .92, RMSEA = .07 (Hair et al., 2010; Hu & Bentler,
1999). Moreover, the reliability of measures was evaluated by calculating Cronbach’s alpha

coefficients and composite reliability (CR). As reported in Table 2, the results showed that the



measures possessed good reliability as the Cronbach’s alpha coefficients of all constructs
were acceptably high, surpassing the .70 threshold (Nunnally & Bernstein, 1994); and the
values of CR ranged exceeded the criterion (.60) suggested by Bagozzi and Yi (1988). The
construct validity of measures was examined calculating convergent and discriminant validity.
Convergent validity was supported as all factor loading of the measures were highly
significant (p < .01), ranging from .67 to .98, and the AVE values were all greater than .50,
fulfilling the criterion suggested by Hair et al. (2010). In addition, discriminant validity is
established when the AVE square roots are greater than inter-construct correlations (Fornell &
Larcker, 1981). As reported in Table 3, the inter-correlation coefficients (from -.11 to .65)
were much less than the AVE square roots for individual variables (ranging from .78 to .93),
supporting the discriminant validity. Overall, the survey instrument exhibited good
psychometric properties.
[Insert Table 2 and Table 3]

Hypothesis testing

As reported in Table 4, the proposed research model fitted data well: xz (308) = 842.30,
v2/df =2.74, CF1 = .92, TLI = .91, RMSEA = .07 (Hair et al., 2010; Hu & Bentler, 1999). It
revealed that attitude, subjective norm, positive anticipated emotion, and negative anticipated
emotion have significant influences on desire (f arr>pe = .19, -value = 3.13, p <.01; f sen>pE
= .17, t-value = 1.97, p < .01; B rar>pe = .44, t-value = 5.87, p <.001; S nae>pe = -.20, t-value
=5.03, p <.001), supporting H1, H2, H4, and HS5. Moreover, desire, and frequency of past
behavior have significant influences on behavioral intention (f pe>wr= .63, t-value = 9.97, p
<.001; B rpe>ivt = .17, t-value = 3.60, p <.001), supporting H7 and HS. However, the paths
from perceived behavioral control and the frequency of past behavior to desire were
statistically insignificant (£ psc>pe = .04, t-value = .729, p =.466; f rpe>pE = .08, t-value =

1.85, p =.064), and thus, the H3 and H6 were not supported.



[Insert Table 4]
Test of gender differences

Independent #-tests were employed to investigate differences between male (n = 184)
and female (n = 130) respondents. As reported in Table 5, there were significant differences
in the mean scores of attitude, subjective norm, positive and negative anticipated emotions,
desire, intention, and frequency of past behavior between male and female consumers.
Compared to female consumers, male consumers reported significantly higher attitude (M mae
=3.57, M gemate = 3.37; t = 2.34, p < .05), subjective norm (M mate = 3.70, M femate = 3.44; t =
3.04, p <.01), positive anticipated emotion (M m,e = 3.62, M gemae = 3.37; t = 2.89, p <.01),
negative anticipated emotion (M pae = 4.08, M female = 3.64; £ = 3.86, p <.01), desire (M pae =
3.33, M gemate = 3.06; t =2.84 , p <.01), intention (M maie = 3.35, M femate = 2.90; t =4.53, p
<.001), and frequency of past behavior (M maie = 4.34, M gemaie = 2.58; t = 5.35, p <.001)
toward purchasing sporting goods online.

[Insert Table 5]

Moreover, a multi-group analysis was conducted to compare whether male and female
consumers differ significantly on any path in the proposed model. First, two models were
established, the first model assumes that all parameters were fixed to be equal across groups
(fully constrained model); the second model allows these parameters to vary across groups
(unconstrained model). Then, the two models were compared using x2 difference test. The
result showed that the two models are significantly different, Ay (8) = 42.08, p <.001,
indicating the two groups differed at the model level.

Furthermore, the gender difference on each path in the proposed model was examined.
In order to test the gender difference on each path, models that are different only on each path
in the proposed model were compared. More specifically, the constrained model was made by

constraining certain parameters to be equal across groups at a time and compares with the



unstrained model using y* difference test. As these are nested models with the restricted
model having one degree of freedom higher than the unconstrained model (Adf= 1), the r
value will always be higher for the restricted model than for the unconstrained model. If the
value of y” increases significantly when adding the restricted to the path, the gender
difference is found on the path. As reported in Figure 2, the results revealed that the path
from desire to behavioral intention was significantly different between male and female
consumers (A)(2 (1)=16.87, p <.01), supporting the difference between male and female
consumers (H9).
[Insert Figure 2]
Discussion

Little literature has paid attention to online consumers’ behavior and decision-making
process of purchasing sporting goods. To address the gap in the literature, the main purpose
of this study was to investigate consumers’ intention to buy sporting goods online by
applying the MGB, a theoretically more advanced model than TRA and TPB. Although this
study was conducted in Korean, one of the most developed countries for online retail among
Asian countries, the findings of this study might be generalized to other Asian countries or
regions where e-commerce is well developed (e.g., Japan, China, Taiwan, or Hong Kong).
The results of this study found that attitude, subjective norm, anticipated positive emotion,
negative anticipated emotion have significant influences on consumers’ desire to purchase
sporting goods online. Moreover, it revealed that desire and frequency of past behavior
significantly influence on consumers’ intention to purchase sporting goods. Also, a gender
difference was also found in consumers’ perceptions toward purchasing sporting goods online
and the relationship between variables in the research model. The findings of this study
provide theoretical and practical implications in several ways. The details and implications of

these findings are discussed below.



Theoretical implications

First, MGB accounts for a significant variance in consumers’ intention to purchase
sporting goods online (R*= .44), supporting that MGB provides an effective means for
predicting consumers’ intention to buy sporting goods. Moreover, it is consistent with most of
the previous studies of MGB that desire acts as a significant impetus for intention formation
(e.g., Han & Hwang, 2014; Meng & Han, 2016; Perugini & Bagozzi, 2001; Song et al., 2017).
Furthermore, the most important determinants to desire were the emotional factors, including
positive and negative anticipated emotions; while the other determinants such as the
subjective norm and attitude were less important predictors to desire. These results stress the
vital role of emotion in consumers’ decision-making process of purchasing sporting goods
online (Bagozzi & Dholakia, 1999; Phillips & Baumgartner, 2002). This finding indicates
that consumers’ desire to buy online sporting goods is mainly due to emotional factors (i.e.,
positive and negative anticipated emotions) rather than cognitive factors (i.e., attitude,
subjective norm, and perceived behavior control). Because the process of online shopping
involves consumers’ emotion toward purchasing products (Ethier et al., 2006; Koo & Ju,
2010), consumers are more likely to be motivated by a high expectation of online shopping
experience. As such, this study using MGB provides an appropriate way to predict the
intricate consumers’ intention and behavior of purchasing sporting goods online.

Second, it is noteworthy that perceived behavioral control had no significant influence
on consumers’ desire to purchase sporting goods online. Similar insignificant associations
can be found in previous studies (e.g., Han et al.’s (2014) findings in airport-shopping
behaviors, Bagozzi and Dholakia’ s (2006) findings in the participation of small-group-brand
communities, and Lee et al.’s (2012) results in international tourist behaviors). These studies
argued that easily achievable goals and decision for a certain behavior (e.g., shopping in the

airport, joining communities, or traveling internationally) are not mainly associated with



perceived difficulty. Buying things online has become a common way for shopping, and
many consumers are capable of purchasing products online without much trouble. Thus, in
this study, online consumers’ perceived behavioral control of purchasing sporting goods
online is less predictive of their desires to engage in the behavior.

Third, it also found that frequency of past behavior has a significant influence on
behavioral intention but not desire. In this study, the frequency of past behavior reflects the
consumers’ experience of online shopping. The respondents of this study reported the
relatively high frequency of purchasing sporting goods online (M = 3.61; SD = 3.32).
According to Li, Kuo, and Rusell (1999), frequent online buyers are more
convenience-oriented and have more knowledge how to purchase products online. Frequent
online buyers’ knowledge and convenience of online shopping serve as motivational factors
which directly influence their decision and intention. The roles of knowledge and
convenience of online shopping are similar with desire which considered a state of mind that
serves as a personal motivation less connected to action (Perugini & Bagozzi, 2004).
Therefore, the frequency of past behavior and desire act as two parallel factors predicting
behavior intention. Moreover, the link between frequency of past behavior and behavioral
intention indicates that the frequency of past behavior is a predictor more connected to action
(Perugini & Bagozzi, 2004).

Fourth, this study uncovers some hidden patterns between genders (male and females)
that would not have been discovered if they were lumped together as an overall group.
According to the results of the independent #-test, except for perceived behavioral control,
male consumers have significantly greater values of attitude, subjective norm, positive and
negative anticipated emotions, desire, the frequency of purchasing sporting goods online, and
behavioral intention toward purchasing sporting goods online. This is consistent with

previous studies (Bae & Lee, 2011; Fan & Miao, 2012; Hasan, 2010; Lian & Yen, 2014;



Pascual-Miguel et al., 2015; Wu, 2003) that males have more positive perceptions and
attitudes towards online shopping. Moss, Gunn, and Heller (2006) confirmed that male and
female consumers have different perceptions toward male- and female produced websites.
Specifically, male-produced websites are more attractive for male consumers; whereas
female-designed websites are preferred by female consumers. They argued that the male
domination of the Internet technology (IT) profession could be a barrier to the effective
mirroring of female online websites preferences (Moss et al., 2006). As such, males generally
have higher perceptions and attitudes toward online shopping websites. Another possible
explanation could be the unique category of sporting goods. Consumers’ purpose of buying
sporting goods is not only symbolic but also utilitarian. That is, consumers would perceive
benefits after using sporting goods. Male consumers are more sensitive to benefits perceived
from the purchasing process (Hasan, 2010). As compared to females, males are more focused
on the process of purchasing sporting goods, and therefore, have more positive perceptions
and attitudes.

Moreover, although both male and female consumers’ desires positively predicted
behavioral intention, it found that male consumers’ desire had a significantly stronger
influence on behavioral than female consumer did. This finding is consistent with the results
of Kim et al. (2012) that desire has a more crucial impact on the behavioral intention for male
consumers tan for female consumers. This may be attributed to women consumers’ higher
levels of perceived risk regarding online shopping. As such, they show greater concern for

making a purchase even though they have the desire to do that.

Practical implications
The findings of this study also provide several practical implications for sporting goods

retailers to promote their products and better satisfy consumers’ needs. First, it found that



emotional factors (i.e., positive and negative anticipated emotions) are the most influential
predictors to desire toward purchasing sporting goods online. It suggests that creating a
hedonic online shopping experience is necessary for sporting goods consumers. This can be
achieved by providing a better online shopping environment for consumers. Consumers are
more likely to feel positive emotion when browsing and shopping on a well-designed website
with the high quality of security and information (Ethier et al., 2006). Moreover, the high
quality of a website may stimulate consumers’ intention to revisit repeatedly (Chiu & Won,
2016b). Also, online retailers should incorporate the concepts of game mechanics (i.e.,
gamification) and exclusivity (e.g., web-exclusive items or deals) to foster hedonic shopping
experience (Insley & Nunan, 2014).

Second, the use of reference group (e.g., referrals, word-of-mouth, and viral marketing)
and consumer experience management (CEM) should be encouraged by the online retailers
based on the results concerning attitude and subjective norm towards purchasing sporting
goods online (Rose, Clark, Samouel, & Hair, 2012).

Third, the results regarding the influence of past behavior indicate that online sport
retailers have not been successful in customer retention. Given the importance of customer
loyalty and habitual purchasing, e-retailers should consider developing better loyalty
programs and the effective use of retargeting and remarketing (Bleier & Eisenbeiss, 2015).

Lastly, the findings identified the gender difference in the online consumers’
decision-making process of purchasing sporting goods. It found that the link between desire
and intention was weaker for female consumers. Online retailers need to come up with some
marketing strategies to lower female consumers’ levels of perceived risk of purchasing
sporting goods online and persuade them to make a purchase rather than just think to do. For
example, sports retailers can plan sales promotion of women’s sporting goods exclusive for

female consumers to raise their awareness. Also, the design of websites should meet females’



needs and satisfaction (Moss et al., 2006). This can trigger and strengthen their desire to
purchase sporting goods and further stimulate their behavioral intention.
Limitations and future research

Although this study provides several valuable implications, there are not without
limitations. First, respondents of this study were all Korean online consumers of buying
sporting goods. Future study should apply MGB to other more developed countries in Asia,
such as Taiwan, Hong Kong, or Japan, to generalize the results of this study. Second, most
respondents of this study were younger consumers (i.e., the 20s and 30s). Although it has
been known that online shoppers skew younger ages (Patricia, Victor, & Stanley, 2005), the
older generations (e.g., Generation X and baby boomers) who are relatively not familiar with
online shopping should be taken into future consideration. Third, although MGB significantly
provides predictive power for consumers’ intention of purchasing sporting goods, future
studies may incorporate additional variables in MGB, such as prior knowledge, trust, or
perceived value to understand more comprehensively online consumers’ decision-making
process. Some scholars have suggested the necessity for a revision or extension of the
existing socio-psychological theories (e.g., MGB) by adding additional constructs in specific
contexts (Ajzen, 1991; Conner & Armitage, 1998; Perugini & Bagozzi, 2001). By doing so, it
broadens and deepens a theory, which can improve the predictive power of human behavior
in specific contexts. Finally, what online consumers purchase this study includes a broad
spectrum of sporting goods (e.g., footwear, apparel, accessories, equipment, etc.). Due to the
different characteristics of sporting goods, it is necessary to classify sporting goods into

various categories in the future study.



References

Ajzen, L. (1985). From intentions to actions: A theory of planned behavior. In juslibidekind.
Beckman (Eds.), Action control: From cognition to behavior (pp. 11-39). Heidelberg:
Springer.

Ajzen, L. (1991). The theory of planned behavior. _
|

Anderson, J. C., & Gerbing, D. W. (1988). Structural equation modeling in practice: A review
and recommended two-step approach. | I N /03(3), 411-423.

Armitage, C. J., & Conner, M. (2001). Efficacy of the theory of planned behaviour: A metal’
analytic review. British journal of social psychology, 40(4), 471-499.

Australian Sporting Goods Association. (2012). Sporting goods in Australia: An industry
snapshot. Australia: Australia Sporting Goods Association.

Bae, S., & Lee, T. (2011). Gender differences in consumers’ perception of online consumer
reviews. | TG (), 201-214.

Bagozzi, R. P., Baumgartner, H., & Pieters, R. (1998). Goal-directed emotions.
uaday 12(1), 1-26.

Bagozzi, R. P,, Belanche, D., Casald, L. V., & Flavian, C. (2016). The role of anticipated
emotions in purchase intentions. — 33(8), 629-645.

Bagozzi, R. P., & Dholakia, U. (1999). Goal setting and goal striving in consumer behavior.
I, 63, 19-32.

Bagozzi, R. P., & Dholakia, U. M. (2006). Antecedents and purchase consequences of
customer participation in small group brand communities. | ENGcTcTNmRENN
I 03(1), 45-61.

Bagozzi, R. P., & Yi, Y. (1988). On the evaluation of structural equation models. dgiiitdai
I (G (1), 74-94.

Baranowski, T., Beltran, A., Chen, T.-A., Thompson, D., O’Connor, T., Hughes, S., . ..

Baranowski, J. (2013). Psychometric assessment of scales for a model of goal directed

vegetable parenting practices (MGDVPP). _
I, /0(1), 1.

Brislin, R. W. (1970). Back-translation for cross-cultural research. _
ensekeless /(3), 185-216.

Byrne, B. M. (2010). Structural equation modeling with AMOS: Basic concepts, applications,
and programming. New York, NY: Routledge.

Carrus, G., Passafaro, P., & Bonnes, M. (2008). Emotions, habits and rational choices in
ecological behaviours: The case of recycling and use of public transportation. Jouddagd
I 25(1), 51-62.

Chen, H., Phelan, K. V., & Jai, T-M. (2016). Gender differences in deal hunting: What
motivates consumers to search and book hotel deals? Journal of Hospitality


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1177%2F135910457000100301&citationId=p_13
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1177%2F135910457000100301&citationId=p_13
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1007%2Fs10660-010-9072-y&citationId=p_6
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.jenvp.2007.09.003&citationId=p_15
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.jenvp.2007.09.003&citationId=p_15
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1080%2F026999398379754&citationId=p_7
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1080%2F026999398379754&citationId=p_7
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1002%2Fmar.20905&citationId=p_8
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.ijresmar.2006.01.005&citationId=p_10
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1007%2F978-3-642-69746-3_2&citationId=p_1
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.ijresmar.2006.01.005&citationId=p_10
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.2307%2F1252098&citationId=p_9
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1007%2FBF02723327&citationId=p_11
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2F0749-5978%2891%2990020-T&citationId=p_2
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1007%2FBF02723327&citationId=p_11
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2F0749-5978%2891%2990020-T&citationId=p_2
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1037%2F0033-2909.103.3.411&citationId=p_3
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1186%2F1479-5868-10-110&citationId=p_12
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1186%2F1479-5868-10-110&citationId=p_12

Marketing & Management, 25(5), 613-639.

Cheng, H.-H., & Huang, S.-W. (2013). Exploring antecedents and consequence of online
group-buying intention: An extended perspective on theory of planned behavior.
I 53(1), 185-198.

Chiu, W., Kim, H.-H., Lee, Y.-A., & Won, D. (2014). Application of a modified Internet
shopper lifestyle scale to Taiwanese college-age sporting goods consumers. Sagigl
I /2(8), 1245-1256.

Chiu, W., & Won, D. (2016a). Consumer-brand relationships in sports products and
repurchase intention: An application of the investment model. | ENERG

I /7(3), 243-259.

Chiu, W., & Won, D. (2016b). Relationship between sport website quality and consumption

intentions: Application of a bifactor model. | Nj . //5(1), 90-106.
Choi, J., & Geistfeld, L. V. (2004). A cross-cultural investigation of consumer e-shopping

adoption. | GGG 056), 321-838.

Chu, J., Arce-Urriza, M., Cebollada-Calvo, J-J., & Chintagunta, P. K. (2010). An empirical
analysis of shopping behavior across online and offline channels for grocery products:
The moderating effects of household and product characteristics. hoiiiiiinad

I 4 (4), 251-268.
Colman, A. M., Norris, C. E., & Preston, C. C. (1997). Comparing rating scales of different

lengths: Equivalence of scores from 5-point and 7-point scales. | I R RN
80(2), 355-362.

Conner, M., & Armitage, C. J. (1998). Extending the theory of planned behavior: A review
and avenues for further research. — 28(15),
1429-1464.

Dawes, J. G. (2008). Do data characteristics change according to the number of scale points
used? An experiment using 5 point, 7 point and 10 point scales. | ENNENEGINGEEIEGSGEE
I 50(1), 61-67.

Devlin, S. J., Dong, H., & Brown, M. (1993). Selecting a scale for measuring quality.
Marketing Research, 5(3), 12-17.

eMarketer. (2016). Worldwide retail e-commerce sales will reach $1.915 trillion this year.
Retrieved December 10, 2016, from
https://www.emarketer.com/Article/Worldwide-Retail-Ecommerce-Sales-Will-Reach-
1915-Trillion-This-Year/1014369

Esposito, G., van Bavel, R., Baranowski, T., & Duch-Brown, N. (2016). Applying the model
of goal-directed behavior, including descriptive norms, to physical activity intentions:
A contribution to improving the theory of planned behavior. [ I G
119(1), 5-26.

Ethier, J., Hadaya, P., Talbot, J., & Cadieux, J. (2006). B2C website quality and emotions



http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.joep.2003.08.006&citationId=p_21
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.intmar.2010.07.004&citationId=p_22
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.intmar.2010.07.004&citationId=p_22
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.2466%2Fpr0.1997.80.2.355&citationId=p_23
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1111%2Fj.1559-1816.1998.tb01685.x&citationId=p_24
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1177%2F147078530805000106&citationId=p_25
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.ijinfomgt.2012.09.003&citationId=p_17
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1177%2F147078530805000106&citationId=p_25
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.2224%2Fsbp.2014.42.8.1245&citationId=p_18
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.2224%2Fsbp.2014.42.8.1245&citationId=p_18
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2FIJSMS-08-2016-013&citationId=p_19
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2FIJSMS-08-2016-013&citationId=p_19
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1177%2F0033294115625269&citationId=p_20
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1177%2F0033294116649576&citationId=p_28

during online shopping episodes: An empirical study. Information & Management,
43(5), 627-639.

Fan, Y.-W., & Miao, Y.-F. (2012). Effect of electronic word-of-mouth on consumer purchase
intention: The perspective of gender differences. International Journal of Electronic
Business Management, 10(3), 175.

Fishbein, M., & Ajzen, 1. (1975). Belief, attitude, intention and behavior: An introduction to
theory and research. Reading, MA: Addison-Wesley.

Fornell, C., & Larcker, D. F. (1981). Evaluating structural equation models with unobservable
variables and measurement error. _ 18(1), 39-50.

Garbarino, E., & Strahilevitz, M. (2004). Gender differences in the perceived risk of buying
online and the effects of receiving a site recommendation. | NG
esaakel, 57(7), 768-775.

Ha, S., & Stoel, L. (2009). Consumer e-shopping acceptance: Antecedents in a technology
acceptance model. — 62(5), 565-571.

Hagger, M. S., Chatzisarantis, N. L., & Biddle, S. J. (2002). A meta-analytic review of the
theories of reasoned action and planned behavior in physical activity: Predictive

validity and the contribution of additional variables. _

)
Hair, J. F., Black, W. C., Babin, B. J., & Anderson, R. E. (2010). Multivariate data analysis

(7th ed.). Englewood Cliffs, NJ: Prentice-Hall.

Han, H., & Hwang, J. (2014). Investigation of the volitional, non-volitional, emotional,
motivational and automatic processes in determining golfers’ intention: Impact of
sereen gol . [ N 5 (7).
1118-1135.

Han, H., Kim, W., & Hyun, S. S. (2014). Overseas travelers’ decision formation for
airport-shopping behavior. _ 31(8), 985-1003.

Han, H., & Ryu, K. (2012). The theory of repurchase decision-making (TRD): Identifying the
critical factors in the post-purchase decision-making process. [ KENGTcINING
I 5 /(3), 786-797.

Hansen, T., Jensen, J. M., & Solgaard, H. S. (2004). Predicting online grocery buying
intention: a comparison of the theory of reasoned action and the theory of planned
behavior. [N 2/ (6), 539-550.

Hasan, B. (2010). Exploring gender differences in online shopping attitude. St
. ©6(4), 597-601.

Hingle, M., Beltran, A., O’Connor, T., Thompson, D., Baranowski, J., & Baranowski, T.
(2012). A model of goal directed vegetable parenting practices. giagkitg 55(2),
444-449.

Hu, L. T., & Bentler, P. M. (1999). Cutoff criteria for fit indexes in covariance structure


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1080%2F10548408.2014.889643&citationId=p_37
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.ijhm.2011.09.015&citationId=p_38
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.ijhm.2011.09.015&citationId=p_38
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.2307%2F3151312&citationId=p_31
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.ijinfomgt.2004.08.004&citationId=p_39
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.chb.2009.12.012&citationId=p_40
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2FS0148-2963%2802%2900363-6&citationId=p_32
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.chb.2009.12.012&citationId=p_40
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2FS0148-2963%2802%2900363-6&citationId=p_32
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.appet.2011.12.011&citationId=p_41
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.jbusres.2008.06.016&citationId=p_33
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1123%2Fjsep.24.1.3&citationId=p_34
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1123%2Fjsep.24.1.3&citationId=p_34
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2FIJCHM-04-2013-0163&citationId=p_36

analysis: Conventional criteria versus new alternatives. Structural Equation Modeling:
A Multidisciplinary Journal, 6(1), 1-55.

Hutchinson, J. W. (1983). Expertise and the structure of free recall. In R. P. Bagozzi & A. M.
Tybout (Eds.), Advances in consumer research (Vol. 10). Ann Arbor, MI: Association
for Consumer Research.

Kim, M.-J., Lee, M. J., Lee, C.-K., & Song, H.-J. (2012). Does gender affect Korean tourists'
overseas travel? Applying the model of goal-directed behavior. | IEEENEING

I / 7(5), 509-533.
Kim, M. J., & Preis, M. W. (2016). Why seniors use mobile devices: Applying an extended

model of goal-directed behavior. _ 33(3),
404-423.

Kline, R. B. (2010). Principles and practice of structural equation modeling. New York, NY:
The Guilford Press.

Koo, D.-M., & Ju, S.-H. (2010). The interactional effects of atmospherics and perceptual
curiosity on emotions and online shopping intention. _
26(3), 377-388.

Lee, C.-K., Song, H.-J., Bendle, L. J., Kim, M.-J., & Han, H. (2012). The impact of
non-pharmaceutical interventions for 2009 HINI influenza on travel intentions: A
model of goal-directed behavior. [ NG 33(1), 89-99.

Leone, L., Perugini, M., & Ercolani, A. P. (2004). Studying, practicing, and mastering: A test
of the model of goalldirected behavior (MGB) in the software learning domain.
I :/(9), 1945-1973.

Li, H., Kuo, C., & Rusell, M. G. (1999). The impact of perceived channel utilities, shopping
orientations, and demographics on the consumer's online buying behavior. Jeisihal
I 5 2). 0-0.

Lian, J.-W., & Yen, D. C. (2014). Online shopping drivers and barriers for older adults: Age
and gender differences. _ 37, 133-143.

Lu, J., & Xu, Y. (2015). Chinese young consumers’ brand loyalty toward sportswear products:
a perspective of self-congruity. _ 24(4),
365-376.

Malle, B. F. (1999). How people explain behavior: A new theoretical framework. i
I, 1) 23-48.

Marks, L. J., & Olson, J. C. (1981). Toward a cognitive structure conceptualization of product
familiarity. In K. B. Monroe & A. Abor i¢inde (Eds.), Advances in consumer research
(Vol. 8). Ann Arbor, MI: Association for Consumer Research.

Meng, B., & Choi, K. (2016). The role of authenticity in forming slow tourists' intentions:

Developing an extended model of goal-directed behavior. —,

397-410.


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.tourman.2016.07.003&citationId=p_54
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.chb.2009.11.009&citationId=p_46
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.tourman.2011.02.006&citationId=p_47
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1111%2Fj.1559-1816.2004.tb02594.x&citationId=p_48
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1111%2Fj.1083-6101.1999.tb00336.x&citationId=p_49
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1111%2Fj.1083-6101.1999.tb00336.x&citationId=p_49
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.chb.2014.04.028&citationId=p_50
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2FJPBM-05-2014-0593&citationId=p_51
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1080%2F10941665.2011.627355&citationId=p_43
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1080%2F10941665.2011.627355&citationId=p_43
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1207%2Fs15327957pspr0301_2&citationId=p_52
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1080%2F10548408.2015.1064058&citationId=p_44
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1207%2Fs15327957pspr0301_2&citationId=p_52

Meng, B., & Han, H. (2016). Effect of environmental perceptions on bicycle travelers’
decision-making process: developing an extended model of goal-directed behavior.
Asia Pacific Journal of Tourism Research, 1-14.

Moss, G., Gunn, R., & Heller, J. (2006). Some men like it black, some women like it pink:
consumer implications of differences in male and female website design. sl
I 5(4), 328-341.

Muthaly, S., & Ha, H-Y. (2009). Four alternative models of online purchase behavior in the
Asia-Pacific region. —, 21(2),267-279.

Nielsen. (2014). Nielsen Global E-commerce Report 2014. Retrieved April 26, 2017, from
http://s1.q4cdn.com/199638165/files/doc_financials/Nielsen-Global-E-commerce-Rep
ort-August-2014.pdf

Nunnally, J. C., & Bemnstein, 1. H. (1994). Psychometric theory (3rd ed.). New York:
McGraw-Hill.

Park, C.-H., & Kim, Y.-G. (2003). Identifying key factors affecting consumer purchase

behavior in an online shopping context. _
isesmanssed, 3/(1), 16-29.

Pascual-Miguel, F. J., Agudo-Peregrina, A. F., & Chaparro-Pelaez, J. (2015). Influences of
gender and product type on online purchasing. — 68(7),
1550-1556.

Patricia, S., Victor, P., & Stanley, W. (2005). Attitude and age differences in online buying.
I :3(2), 122-132.

Perugini, M., & Bagozzi, R. P. (2001). The role of desires and anticipated emotions in
goal-directed behaviours: Broadening and deepening the theory of planned behaviour.
|

Perugini, M., & Bagozzi, R. P. (2004). The distinction between desires and intentions.
I 34(1), 69-84.

PFSweb. (2016). Global eCommerce Book SKorea 2016. Retrieved December 15, 2016,
from
http://www.pfsweb.com/pdf/global-ecommerce-book/2016-Global-eCommerce-Book-
SKorea.pdf

Phillips, D. M., & Baumgartner, H. (2002). The role of consumption emotions in the
satisfaction response. _ 12(3), 243-252.

Prestwich, A., Perugini, M., & Hurling, R. (2008). Goal desires moderate intention[’]
behaviour relations. British journal of social psychology, 47(1), 49-71.

PwC. (2016). Total retail survey 2016. from
http://www.pwc.com/us/en/retail-consumer/publications/assets/total-retail-global-repo
rt.pdf

Rodgers, S., & Harris, M. A. (2003). Gender and e-commerce: An exploratory study. Journal


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.jbusres.2015.01.050&citationId=p_61
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F09590550510581458&citationId=p_62
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1348%2F014466601164704&citationId=p_63
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1002%2Fejsp.186&citationId=p_64
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1002%2Fcb.184&citationId=p_56
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1002%2Fcb.184&citationId=p_56
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F13555850910950077&citationId=p_57
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1207%2FS15327663JCP1203_06&citationId=p_66
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F09590550310457818&citationId=p_60
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F09590550310457818&citationId=p_60

of Advertising Research, 43(3), 322-329.

Senecal, S., Kalczynski, P. J., & Nantel, J. (2005). Consumers' decision-making process and
their online shopping behavior: a clickstream analysis. —
58(11), 1599-1608.

Smith, R., Deitz, G., Royne, M. B., Hansen, J. D., Griinhagen, M., & Witte, C. (2013).
Cross-cultural examination of online shopping behavior: A comparison of Norway,
Germany, and the United States. — 66(3), 328-335.

Song, H., Lee, C.-K., Reisinger, Y., & Xu, H.-L. (2016). The role of visa exemption in
Chinese tourists’ decision-making: a model of goal-directed behavior. Journal of
Travel & Tourism Marketing, 1-14.

Statista. (2015). E-commerce in South Korea. Retrieved December 15, 2016, from
https://www.statista.com/topics/2529/e-commerce-in-south-korea/

Statista. (2016a). Point of purchase for consumer sports apparel in the U.S. 2016.

Retrieved April 24, 2017, from
https://www.statista.com/statistics/630578/sports-apparel-point-of-purchase-in-the-us/

Statista. (2016b). South Korea: online shopping transaction value 2015, by category.
Retrieved December 15, 2016, from
https://www.statista.com/statistics/314776/most-popular-social-commerce-product-cat
egories-in-south-korea

Statista. (2016c¢). Sporting goods in the U.S.  Retrieved December 8, 2016, from
https://www.statista.com/topics/961/sporting-goods

Statistics Korea. (2016). Online Shopping in December and 2016. Retrieved August 10, 2017,
from
http://kostat.go.kr/portal/eng/pressReleases/1/index.board?bmode=read&aSeq=35973
0

Taylor, S. D., Bagozzi, R. P., & Gaither, C. A. (2005). Decision making and effort in the
selfCJregulation of hypertension: Testing two competing theories. [N
I [ 0(4), 505-530.

Tong, X., & Hawley, J. M. (2009). Measuring customer-based brand equity: empirical
evidence from the sportswear market in China. —
isssenssed. /5(4), 262-271.

Tong, X., & Li, C. (2013). Impact of brand personality and consumer ethnocentrism in
China's sportswear market. — 25(3),
491-509.

Wu, S. L. (2003). The relationship between consumer characteristics and attitude toward
online shopping. _ 21(1), 37-44.

Zint, M. (2002). Comparing three attitude-behavior theories for predicting science teachers'
intentions. Journal of Research in Science Teaching, 39(9), 819-844.


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1348%2F135910704X22376&citationId=p_77
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.jbusres.2004.06.003&citationId=p_69
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1348%2F135910704X22376&citationId=p_77
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&crossref=10.1016%2Fj.jbusres.2011.08.013&citationId=p_70
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F10610420910972783&citationId=p_78
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F10610420910972783&citationId=p_78
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2FAPJML-08-2012-0081&citationId=p_79
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FAPJML-02-2017-0028&system=10.1108%2F02634500310458135&citationId=p_80

Tablel
Demographics of respondents (N = 314)

Characteristics n %
Gender
Male 184 58.6
Female 130 414
Age (years old)
Less than 20 9 2.9
21-30 212 65.5
31-40 87 27.7
More than 41 6 2
Education
High school 18 5.7
College/ College degree 254 80.9
Graduate school 42 13.4
Internet usage per day
Below 2 hours 85 27.1
2-4 hours 135 43
Over 4 hours 94 29.9

Frequency of purchasing
sporting goods online in the

past 1 year (times)

1 74 23.6
2 80 25.5
3 66 21.0
4 17 54
5 26 8.3
6 2.2
7 2.2
8 1.6
9 1 3
10 23 7.3
12 1 3
13 1 3
14 1 3
15 1 3
20 4 1.3




Table 2
The results of confirmatory factor analysis

Constructs /Items Factor
loading
Attitude (AVE =.76, CR =.93, 0 =.92)
I think that purchasing sporting goods online is good. .84
I think that purchasing sporting goods online is wise .93
I think that purchasing sporting goods online is worthy. .87
I think that purchasing sporting goods online is beneficial .82
Subjective norm (AVE = .66, CR = .88, a = .88)
Most people who are important to me agree with that I purchase sporting goods online. .83
Most people who are important to me support that I purchase sporting goods online. .87
Most people who are important to me understand that I purchase sporting goods online. .67
Most people who are important to me recommend that I purchase sporting goods online. .86
Perceived behavioral control (AVE = .61, CR =.86, o = .86)
Whether or not I purchase sporting goods online is completely up to me. 7
If I want, I can purchase sporting goods online. 75
I am capable of purchasing sporting goods online. 77
I have enough resource (money or time) to purchase sporting goods online. .85
Positive anticipated emotion (AVE =.76, CR =.93, a =.92)
If I can purchase sporting goods online, I will be excited. .82
If I can purchase sporting goods online, [ will be glad. .92
If I can purchase sporting goods online, I will be happy. .93
If I can purchase sporting goods online, I will be satisfied. 81
Negative anticipated emotion (AVE = .86, CR = .95, a = .95)
If I can’t purchase sporting goods online, I will be worried. .90
If I can’t purchase sporting goods online, I will be disappointed. 93
If I can’t purchase sporting goods online, I will be sad. 95
Desire (AVE =.80, CR =.92, a =.91)
I want to purchase sporting goods online in the future. 93
I desire to purchase sporting goods online in the future. .98
I hope to purchase sporting goods online in the future. .76
Behavioral intention (AVE =.70, CR = .90, o = .89)
I am planning to purchase sporting goods online in the future. .68
I prefer to purchase sporting goods online next time. .83
I will make an effort to purchase sporting goods online in the future. .92
I will try to purchase sporting goods online next time. .90




Table 3

Discriminant validity

Constructs 1 2 3 4 5 6 7
1. ATT 87

2. SBN .61 0.81

3. PCB 40 45 .78

4. PAE .53 .54 42 .87

5. NAE .08 24 -.07 .07 93

6. DES .53 .50 40 .64 -.11 .89

7. INT .60 .56 .30 .58 .06 .65 .84

Note: ATT = Attitude; SBN = Subjective norm; PCB = Perceived behavioral control; PAE = Positive anticipated

emotion; NAE: Negative anticipated emotion; DES: Desire; INT: Behavioral intention; Bold diagonal elements

are square root of AVE and off-diagonal elements are inter-construct correlations.



Table 4

Summary results of hypothesized model testing

. Standardized
Hypothesis Path ] t-value
coefficient ()
H1 ATT - DES .19 3.13%*
H2 SBN - DES 17 2.59%*
H3 PBC - DES .04 0.73
H4 PAE - DES .44 7.34%%*
HS5 NAE - DES -.20 -4 27***
H6 FRE - DES .08 1.85
H7 FRE - INT 17 3.60%***
H S8 DES-> INT .63 9.97%%*

Model fit: * (308) = 842.30, y2/df=2.74, CFI1 = .92, TLI = .91, RMSEA = .07

Note: ATT: Attitude; SBN = Subjective norm; PCB = Perceived behavioral control; PAE = Positive
anticipated emotion; NAE: Negative anticipated emotion; DES: Desire; FRE: Frequency of past
behavior; INT: Behavioral intention. * p< .05; **p <.01; ***p <.001



Table 5

Results of independent #-tests

Mean (SD)
Construct t-value
Total (N=314) Male (n=184) Female (n = 130)

ATT 3.49 (0.79) 3.57(0.87) 3.37 (0.66) 2.34*
SBN 3.59 (0.75) 3.70 (0.73) 3.44 (0.76) 3.04**
PBC 4.09 (0.76) 4.11 (0.79) 4.06 (0.73) 0.61
PAE 3.52(0.79) 3.62 (0.80) 3.37(0.74) 2.89%*
NAE 3.90 (0.97) 4.08 (0.83) 3.64 (0.99) 3.86%**
DES 3.22(0.84) 3.33(0.85) 3.06 (0.79) 2.84%*
INT 3.17 (0.89) 3.35(0.90) 2.90 (0.81) 4.53%H*
FRE 3.61 (3.32) 4.34 (3.88) 2.58 (1.88) 5.35%*

*p <.05, **p <.01, ***p <.001
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Figure 2
Results of multi-group analysis for male (bold) and female (italics) consumers
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