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ABSTRACT

The value of the Technology Acceptance Model in predicting consumer behavior with
respect to online technologies is well established (Davis et al., 1989). Therefore, the aim of
the present study was to examine the significance of the model in predicting consumer
utilization of online e-commerce portals. The study involved a survey of Thai undergraduate
male and female respondents (N=100). An online survey using Google Forms was utilized for
data collection. The study involved the use of Structural Equation Modeling using the
Maximum Likelihood Estimate method, through SPSS AMOS V.22. Confirmatory factor
analysis was also carried out to compute the composite reliability of constructs within the
questionnaire. Using a forced-choice, close-ended Likert-type scale, the survey was
implemented based on composite reliability scores ranging from 0.564 (for Trust in Online
Vendor) to 0.912 (Customer Shopping Experience Online). Model 1, a causal model, had a
chi square value that was statistically significant (X2= 2105, p=0.000). Additionally, CFI was
0.578 and TLI was 0.554 while RMSEA was 1.22. Model 2, a correlational/covariance model,
also served as a poor fit for the underlying latent data (X2= 1862.93, p=0.000). Additionally,
CFIl was 0.656 and TLI was 0.633. RMSEA at .110 showed marginal improvement. Failure to
find the models significant was furthermore followed by the SEM model data revealing trust
in online vendor was statistically significant in association with internet utilization for online
shopping for Model 1 (R=0.891, p<0.00), and Model 2 (R=1.055, p<0.000). Model 1 also
demonstrated a positive and significant association between internet utilization and customer
shopping experience (p<0.05). The study has important implications for researchers and
practitioners alike.
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INTRODUCTION

The rapid development of e-commerce post COVID-19 has hit traditional retailers
hard, with the advancement of new retail technologies in Thailand (Prachaseree et al., 2019).
With the emergence of smartphones and social media or networking sites, and the
proliferation of new sales and distribution channels, there has been a significant
transformation in consumer spend through digital channels. A radical shift in retail innovation
has empowered the Thai consumer in terms of speed, consumer service, affordable goods and
services, and timely deliveries (Prachaseree et al., 2019). Online shopping is providing
developing businesses with accessible, convenient, and cheaper methods to find various kinds
of goods, as against traditional retail (Nguyen et al., 2019). The tremendous growth of the
internet has facilitated online shopping and e-commerce even as Millennial and Gen Z
consumers have turned into an attractive segment for retailers worldwide and in Thailand
(Tunsakul, 2020). The perceptions of value, risks and benefits on purchase intentions with the
advent of online portals and e-commerce platforms have become an important determinant of
how retailers can anticipate and overcome barriers to e-commerce adoption (Apiraksattayakul
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etal., 2017).

E-commerce has provided companies in Thailand with a global platform for reaching
audiences and capitalizing on market opportunities. With the emergence of m-commerce,
Asian countries such as China, Indonesia, South Korea, Vietnam and Thailand have ranked
among the top countries for using mobile phones for shopping (Thoumrungroje, 2021).
Additionally, although e-commerce growth was forecasted to follow double-digit growth,
across 2020, the COVID-19 pandemic has only triggered physical distancing and a contactless
retail experience, making it difficult to assess barriers and drivers to e-commerce adoption
(UNCTAD, 2020). There has been a rise in online shopping due to the coronavirus outbreak
as there was a surge in Business-to-Customer (B2C) e-commerce, and global supply chain
disruptions have facilitated the expansion of mobile and online platforms to accelerate online
shopping at a rapid pace than earlier forecasted (Thoumrungroje, 2021; United Nations,
2020). The key question is whether the transition to online purchases from traditional retail
stores resulting from the pandemic will impact long-term purchase decisions among
important customer segments such as Millennials and Gen Z buyers. As massive capital has
been invested in omni-channel and online retail platforms, it is critical to explore the nature of
drivers and barriers impacting e-commerce adoption. Thai B2C e-commerce segment and e-
commerce growth has been rapidly growing (Thoumrungroje, 2021). The volume of Thai
B2C e-commerce will reach THB 220 billion with 35% growth in 2020 alone
(Thoumrungroje, 2021).

The present study seeks to analyze the influence of key predictors such as perceived
risk, perceived cost, trust and convenience of online shopping on internet utilization and
customer shopping experience online for Millennial and Gen Z consumers. The main purpose
of the study is to propose a model explaining e-commerce adoption through drivers and
barriers to online shopping among Gen-Z and Millennial Thai consumers. A conceptual
framework based on the review of related literature and the Technology Acceptance Model
(Davis et al., 1989) is proposed.

LITERATURE REVIEW

Fresh sales channels, information or communication technologies and formats, as well
as lifestyle changes have transformed consumer shopping habits, due to the emergence of
internet retailing. Since the emergence of online retail stores in the 90s, companies have
evolved from single-channel, physical formats to modify the manner in which they
commercialize and sell products (Acquila-Natale et al., 2019). Younger Millennials are less
likelier to opt for consumer-to-consumer reselling adoption, yet may purchase items from
B2C commerce companies (Lucia-Palacios et al., 2021). According to Pobee (2021), Gen-Z
users are likelier to be comfortable with virtual shopping communities. A review of extant
literature reveals the paradigm shift to online retail has forced a change in shopping behaviors
and retail distribution strategies alike (Acquila-Natale et al., 2018).

Millennial and Gen-Z Consumers

The Millennials and Gen Z consumers account for a mainstream audience, which Thai
retailers must target, as these online buyers value convenience and deep discounts
characteristic of e-commerce sites. Thai consumers in 2018 spent an average of 10 hours 5
minutes daily on the internet as against earlier estimates of 3 hours 41 minutes (Rajkit &
Lacohavichien, 2020). Internet connectivity has expanded exponentially in many countries,
such as Thailand (Panjakajornsak, 2017). The increase in Thai internet usage rates has
emerged due to the expansion of various networking platforms (Rajkit & Lacohavichien,
2020). The Thailand National Statistical Office (2017) estimates that prior to the pandemic, in
2016, there were 20.2 million PC users, 29.8 million internet users and 51.1 million
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smartphone users. Online users are increasingly connected through social networks, online
forums and websites (Husain et al., 2017). Post-consumption behaviors such as continuance
intention and continuance usage have been increasingly emphasized as emotional
commitment is vital for advancing the consumer-brand relationship for creating continuance
intentions (Sirichareechai et al., 2021).

Thai Millennials represent the largest group of internet shoppers online, born between
1981 and 1996 (Inkaew & Huang, 2019). Research estimates show 90% of Thai Millennials
are active on Facebook, while a large percentage of users visit Line, Twitter and Instagram, as
well, with 85% of Millennials reporting technology offers mobility freedom and 79%
reporting it was impossible to live without a smartphone (Inkaew & Huang, 2019). On the
other hand, Generation Z consumers are also a complex audience to attract. Born in 1996 or
later, in the digital era, these consumers are digital savvy, prefer new technologies and have a
penchant for innovation (Tunsakul, 2020). Thai Gen Z consumers show positive reactions to
service innovations aligning human elements and ambiance and prefer online shopping
platforms (Tunsakul, 2018). According to Inkaew & Huang (2019), Thai shoppers are likelier
to prefer established online marketplaces such as Alibaba and Lazada.

Drivers and Barriers of E-Commerce

E-commerce has been gaining popularity among various organizations and industries
besides spurring research on e-commerce adoption, adoption of social and mobile commerce
and SMEs °’ adaptation to e-commerce (Albashrawi, 2021). However, according to
Albashrawi (2021), current literature on drivers and barriers to e-commerce adoption can
serve to benefit retail businesses yet there is not much analysis centered on emerging
economies and developing nations. As compared to traditional commerce, online, mobile and
social commerce can play a significant role in changing the mindset of the customers
(Albashrawi, 2021). Comprehending individual barriers and drivers to e-commerce adoption
are essential for creating more effective technologies (Lestari, 2019). Therefore, the shift in
shopping practices has been a turning point for businesses looking to expand their retail
footprint in Thailand. Critical to the notion of e-commerce adoption is the Technology
Adoption Model proposed by Davis, et al., (1989).

Theoretical Background

Davis (1986; Davis et al., 1989) theorized user behavior in relation to computer
technology. The model has its basis in the Theory of Reasoned Action (TRA) proposed by
Fishbein and colleagues (Fishbein & Azjen, 1975; Fishbein & Middlestadt, 1987; Madden et
al., 1992). The TRA postulates that intention determines the behavior of an individual. The
Technology Acceptance Model (TAM) proposed based on the TRA was critical in
emphasizing the affective and cognitive aspects underlying acceptance of technology (Davis
et al., 1989). The TAM model postulates that perceived usefulness and perceived ease of use
impact attitude and intention towards the use of new technologies (Davis, 1986). The TAM
model has been applied in diverse areas such as internet and online mobile banking, e-
commerce, online education, site usage and m-commerce (Nguyen et al., 2019). Figure 1
below depicts the TAM model proposed by Davis (1986):
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FIGURE 1

THE TECHNOLOGY ACCEPTANCE MODEL (TAM)

(Source: Davis, et al., (1989)

Voluminous research has examined online shopping utilizing the TAM model, as e-
commerce involves the use of information technology for Thai online shoppers
(Apiraksattayakul et al., 2017; Inkaew & Huang, 2019; Nguyen et al.., 2018; Panjakajornsak,
2017; Thoumrungroje, 2021). TAM serves as a viable model for explaining online consumer
purchase intention (Albrashrawi, 2021; Nguyen et al., 2019). Therefore, the present research
study is based on the model proposed by Davis, et al., (1989).

The research models examined are presented (See Figures 2 and 3) and the proposed
relationships between constructs are subsequently discussed.
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FIGURE 3
MODEL 2

The model proposed for defining the relationship between internet utilization of online
shopping portals or the endogenous variable and 5 exogenous variables, perceived risk,
perceived online cost, trust, convenience and consumer experience online. The proposed
hypotheses are presented below, along with a discussion of each variable.

5 1528-2686-28-S4-11

Citation Information: Agahi, H., & Tachasaen, T. (2022). Model for e-commerce adoption & drivers and barriers for online
shopping post covid-19 among millennial and gen-z consumers. Academy of Entrepreneurship Journal, 28(S4), 1-17.



Academy of Entrepreneurship Journal Volume 28, Special Issue 4, 2022

Perceived Online Cost

Cost remains an important aspect of acceptability of, intention to, and actual use of
online shopping portals (Siyal et al., 2021). According to Venkatesh, et al., (2021), following
the explosion of online selling, sellers continue to have concerns about online purchases and
alleviating such concerns may require the use of discounts to attract the customer and increase
the value of the product. Venkatesh, et al., (2021) also theorized about how the price could be
an inhibitor or enabler depending on the recommendation and the types of discounts, both
regular and bundle. The researchers suggest discounts enhance the effect of enabling factors
in facilitating consumer purchase decisions and intention. Online shopping perspectives entail
understanding how discount models could shape the perception of the consumer.

H1: The perceived online cost of a product will be associated with internet utilization of e-commerce
shopping portals inversely.

Perceived Risk

Perceived risk remains a critical factor in determining consumer purchase intention
and decision to make an online purchase (Venkatesh et al., 2021). According to Ahmed, et al.,
(2021, perceived risk is the level of uncertainty that stems from threats to privacy and security
due to past experiences of negative outcomes following online shopping. The consumer
should feel secure while shopping online to share their credit card details or online
credentials, and that their privacy is protected during online financial transactions (Ahmed et
al., 2021). Therefore, online shopping models must consider the role of perceived security
risk, and privacy risk in inferring the acceptance of online shopping:

H2: Perceived risk will be associated with internet utilization of online shopping portals in an inverse
relationship.

Convenience

The customer also values convenience as a means of facilitating the switch from
offline services to online platforms (Lin et al., 2021). Research has shown customers are
satisfied by a single platform online that offers convenience and e-payment transactions
online have a convenience advantage that attracts customers and ensures freedom of seamless
cardless, cashless and contactless payments (Lai et al., 2021). Convenience has been found to
affect both intention and behavior and exert a strong effect on user behavior compared to
factors such as money or time (Xu et al., 2019)

H3: Convenience orientation will be associated with higher rates of internet utilization of online
shopping sites and portals.

Trust

Trust entails specific beliefs regarding the integrity and benevolence of the transacting
party and the assumption that online portals will not take advantage of the consumer trusting
them enough to make a purchase (Nguyen et al., 2019). Trust is a critical aspect to consider as
online consumers cannot see, touch or ascertain the quality of products (Nguyen et al., 2019).
Additionally, online consumers will be worried about the security and safety of making online
payments. Trust in online shopping involves considering the possibility the computer system
may malfunction or there may be issues with website security and privacy or vendor integrity.
Research shows trust is an important predictor of online purchase intention and the act of
buying products online (Loketkrawee & Bhatiasevi, 2018). Therefore, the proposed
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relationship of trust with the consumer shopping experience and actual online purchases is
hypothesized to be positive.

H4: Trust in online vendors will be associated with internet utilization of online shopping in a direct,
linear relationship.

Consumer Shopping Experience Online

Attitudes towards shopping online lie at the heart of understanding consumer purchase
decisions online. The consumer experience of online shopping is an evaluative feeling
consumers experience towards online retail stores, shopping portals and sites such as the
intention is to use e-commerce actively (Reyes-Mercado et al., 2017). Therefore, consumer
shopping experience online can shape marketing outcomes and businesses online must
understand the drivers and outcomes of online shopping experiences to identify factors
involved in e-commerce adoption (Izogo & Jayawardhena, 2018).

H5: Consumer shopping experience will be directly associated with internet utilization of online
shopping sites in that positive shopping experiences will be associated with higher utilization of
online retail portals.

METHOD
Questionnaire and Measures

The survey questionnaire for this study was designed to ensure the validity and
reliability of measures. To ensure the empirical nature of the questionnaire, items for
measuring the constructs in the study’s research framework were adopted from prior research-
based validated scales. Confirmatory factor analysis was carried out to validate the model and
obtain a composite reliability score.

The final survey questionnaire comprised 7 sections, with the first section linked to
demographic questions and screening items for measuring the key constructs examined. All
item measures were designed utilizing a forced-choice format and a five-point Likert scale
ranging from 1 “strongly disagree” to 5 “strongly agree”.

Data Collection and Sample

Given the vast research utilizing online surveys, a Google Form survey was utilized to
elicit data from 100 Thai undergraduate students to evaluate the role of drivers and barriers in
e-commerce adoption among Millennial and Gen-Z consumers. Data collection was
undertaken in June 2021. The data collection protocol was approved by the Chair of the
Research Committee at the Faculty of Management at King Mongkut’s Institute of
Technology Ladkrabang University.

In the absence of a proper sampling frame, convenience sampling was utilized. The
research was conducted using email initiations to enroll participants. Prior to data analysis,
questionnaires with invalid responses, missing data or outliers were removed.

RESULTS

Estimating composite reliability based on standardized factor loading and error
variances, for each variable in the model, composite reliability indicators were as follows.
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MODEL 3
Table 1
COMPOSITE RELIABILITY FOR ITEMS MEASURING INTERNET UTILIZATION RATES
Item Standardized Loading Error Variance R-Square Value
How often do you use the
internet for online 0.767 0.412 0.588
shopping?
Do you intend to use the
internet for online
shopping during COVID- 0.735 0.460 0.540
19 or other emergencies?
Do you use electronic
devices such as laptops,
tablets, desktops for more 0.376 0.859 0.141
than 2 hours per day?
I find online shopping to
be easier and user- 0.575 0.669 0.331
friendly
Do you buy products 0.704 0.504 0.496
online often?
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Do you buy grocery items

online? 0.406 0.835 0.165

| plan to continue using
the internet to make
purchases in the next six
months

0.936 0.124 0.876

I intend to continue using
the internet to make
purchases online in the
next six months

0.917 0.159 0.841

As per the formula, the r value is 0.879 for the items measuring Internet Utilization
Rates.

T ) v

Ai = completely standardized loading for the ith indicator,
V(0;) = variance of the error term for the ith indicator,
p = number of indicators
For the next construct, Trust Towards Online Vendor, the standardized loadings, error
variance, and r-square is shown below Table 2:

CR=

Table 2
THE STANDARDIZED LOADINGS, ERROR VARIANCE, AND R-SQUARE
Standardized

Item Loading Error variance R-Square

It is easy for me to

trust online vendors 0.938 0.120 0.880
My tendency to
trust online vendors 0.088 0.992 0.008
is high
Internet stores keep
their promises and 0.349 0.878 0.122

commitments
Online third-party
certification protect 0.414 0.829 0.171
the internet shopper
Online stores will

. 0.462 0.787 0.213
protect my privacy
Online stores are
reliable and 0.182 0.967 0.033

trustworthy

Composite reliability for this factor is 0.564 suggesting Trust in Online Vendor is
measured with less reliability on average.
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Table 3
CUSTOMER SHOPPING EXPERIENCE ONLINE
Item Standardized Loading Error Variance R-Square
When | am shopping
online, I receive
correct products as per 0.648 0.580 0.420
description and
specifications
_ Productsare 0.678 0.540 0.460
satisfactory in guality
Products are not 0.737 0.457 0.543
damaged
Order tracklng is fast 0.770 0.407 0593
and effective
Timely delivery is 0.770 0.407 0.593
assured
Neat and appropriate 0.734 0.461 0.539
packing of goods
No experience of 0.745 0.445 0.555
wrong billing
Online stores provide
consumer desks to 0.686 0.529 0471
address issues
Obtained
corresponding credit 0.574 0.671 0.329
for goods returned
Collection of fa_lulty 0.783 0.387 0.613
good was on time

The composite reliability for the factor was 0.912, which is high suggesting the scale
was a reliable measure of customer shopping experience online.

For the perceived cost factor, the following measures and composite reliability was
obtained:

Table 4
PERCEIVED COST MEASURES
Item Standardlzgd Factor Error Variance R Square
Loadings
Online shopping is 0.431 0.814 0.186
cost-effective
Payment mode online
makes payment 0.609 0.629 0.371
flexible
There are no costs
factored into shopping 0.818 0.331 0.669
online
One saves on fuel and
transport bills by 0.665 0.558 0.442
shopping online
Shopping online saves
money by offering 0.735 0.460 0.540
deep discounts

The composite reliability value for perceived cost was high (r= 0.792).

For the perceived risk factor, the reliability measure indicated good degree of internal
consistency:
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Table 5
PERCEIVED RISK MEASURES
Item Standar_d|zed Error Variance R-Square
Loading
| feel safe making
purchases online using 0.678 0.540 0.460
my payment mode
[I feel safe giving my
personal details to online 0.671 0.550 0.450
stores
Compared to other
methods o_f purchasing 0.715 0.489 0511
goods, online stores are
less risky
There is a lack of
uncertainty with using the 0.703 0.506 0.494
internet to make
purchases
I will receive the product 0.605 0634 0366
| ordered online
Shopping online is not
risky Qesplte the fact | 0.540 0.708 0.292
cannot judge the product
quality
There are appropriate
cyber laws in place to 0.571 0.674 0.326
protect the online buyer
Online proci;l(c:; tracking is 0.667 0.555 0.445

The composite reliability for this construct was 0.851 which was high.

For convenience orientation, standardized loadings, error variances and R-Square
values are presented below Table 6:

Table 6
STANDARDIZED LOADINGS, ERROR VARIANCES AND R-SQUARE
Item Standardized Loading Error Variance R-Square
I spend less time
shopping if | opt for an 0.546 0.702 0.298
online store
I can shop online from
any location, anytime
which Is why | prefer 0.314 0.901 0.099
shopping online
Digital stores offer
convenient tracking 0.786 0.382 0.618
modes
Online stores offer
convenient payment 0.794 0. 370 0.630
options
Timely delivery of
online stores is 0.879 0.227 0.773
convenient
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Online shopping is
convenient because | do
not have to move out of 0.677 0.542 0.458

my present location to
access goods

The composite reliability of this factor (convenience orientation) was 0.836.

The present study examined the effect of the exogenous variables on the endogenous
variable (Internet Utilization for Online Shopping). Utilizing the maximum likelihood
estimates method, direct effects of the exogenous variables on the endogenous variable were
first tested utilizing the Default Model (Model 1). For a good model fit, the chi square statistic
should be insignificant. However, the default model showed a chi square value that was high
and statistically significant (X?=2105, p=0.000) suggesting that the model proposed is not
significant. CFI was 0.578 (<0.95) while TLI was 0.554 (<0.90). In addition, RMSEA was
0.122 ( or higher than the desired value of .08). The RMSEA is not a good fit, suggesting the
need for a better fit. Correlational covariance relationships between all exogenous latent
variables were included in the second model (Model 2), which yielded an CFI of .656 and a
TLI of 0.633. The RSMEA was still not a good fit at .110 for the default model. Chi square
values remained significant ((X2: 1862.93, p=0.000).

Therefore, the results of the study suggest that the proposed SEM model is not a good
fit for the underlying data structure with only the Trust in Online Vendor associated with
Internet Utilization rates (R=0.891, p<0.000). In the second model only one exogenous
variable, Trust in Vendor was associated with internet utilization for online shopping (R=
1.055, p<.000), as can be inferred (See Table 7 and 8). However, for a p value of 0.05, the
first model also showed a significant association between customer shopping experience and
internet utilization for online shopping.

Table 7
DEFAULT MODEL (MODEL 1): ESTIMATES
Variable Estimate SE CR Significance level
Internet Utilization
and Perceived Risk 0.061 0.060 1.02 .305
Internet Utilization
and Customer 0.157 0.050 3.129 0.002
Shopping
Internet Utilization 0.103 0.073 1411 0.158
and Convenience
Internet Utilization 0.141 0.127 -1.103 0.270
and perceived cost
Internet Utilization
and trust towards 0.891 0.066 13.484 0.000
online vendor

Table 8
MODEL 2
ESTIMATES
Variable Estimate SE CR Significance level
Internet Utilization
and Perceived Risk 0.055 0.147 0.374 0.708
Internet Utilization
and Customer 0.135 0.144 0.932 0.351
Shopping
Internet Utilization 0.372 0.240 11550 0.121
and Convenience
Internet Utilization 0.178 0.341 0523 0.601
and perceived cost
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Internet Utilization
and trust towards 1.055 0.125 8.411 0.000
online vendor

DISCUSSION AND CONCLUSION

The present study aimed to examine the nature of the association and whether there
was a direct effect of exogenous variables (perceived online cost, perceived online risk,
convenience, trust in online vendors, consumer shopping experience online) on the
endogenous variable (internet utilization rates). The first hypothesis stated that the perceived
online cost of a product would be associated with online internet or e-commerce portals
inversely. Research has consistently examined how cost remains a critical aspect of
acceptability, intention and utilization of shopping portals online (Siyal et al., 2021;
Venkatesh et al., 2021). The SEM model, however, did not predict a causal effect of
perceived cost on internet utilization of e-commerce portals in direct or inverse ways, as per
Model 1 and Model 2. Price may be an inhibitor or an enabling factor in inducing and
influencing consumer decision to purchase. However, the hypothesized relationship between
price and shopping preferences among Millennial and Gen-Z shoppers was not established.

Another critical factor in assessing consumer purchase intention for making online
purchases is associated with uncertainty levels or perceived risks due to negative perceptions
of the safety of online shopping and payment for retail transactions. The study hypothesized
that perceived risk would be associated with internet utilization of shopping portals inversely.
Although a negative relationship was noted in the regression analysis as per Models 1 and 2,
the values were not significant at either 0.05 or 0.01 level of statistical significance. Perceived
security risks can be a potential deterrent for consumers shopping online (Ahmed et al., 2021).
However, research findings did not align with the existing research on this topic. Consumers
need to feel secure while shopping online (Venkatesh et al., 2021). Although the relationship
between the perceived risk and utilization of the internet for shopping was not linear, the
strength of the association was not statistically significant.

As per the third hypothesis, convenience orientation was postulated to directly impact
internet utilization of online, e-commerce shopping portals and sites. While previous research
has clearly established the causal relationship between convenience orientation and are
satisfied by user-friendly interfaces and convenient online transactions, the present study did
not find a relationship between intention and behavior on the one hand, and consumer
convenience orientation on the other. This finding contradicted research suggesting
convenience attracts customers (Lai et al., 2021; Lin et al., 2021; Xu et al., 2019).

Trust in shopping portals online and online vendors was another important exogenous
variable examined in relation to customer utilization of online shopping portals. Research
results offered support for the statistical significance of the association between trust in online
vendors and utilization of e-commerce portals, establishing a direct relationship between the
two variables (p<0.01). Trust remains an important predictor of consumer purchase intentions
and decisions at online stores (Nguyen et al., 2019). Consequently, the present research
finding was in accordance with previous research that examined the role of trust as a
facilitator or driver for e-commerce adoption among Gen-Z and millennial youth
(Loketkrawee & Bhatiasevi, 2018).

Additionally, it was hypothesized that customer shopping experience online would be
associated directly with internet utilization of online stores. Attitudes towards shopping can
translate into specific consumer actions. Research reveals consumers' evaluation and attitudes
towards online shopping is influenced by their retail experience (Reyes-Mercado et al., 2017).
Among the Gen-Z and millennial research participants, Model 1 predicted a causal
relationship, effect or association between customer shopping experience online and internet
utilization of retail stores (p=0.002). However, Model 2 failed to establish a link between
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customer shopping experience online and customer utilization of the internet for online
shopping.

Theoretical Implications

The role of the Technology Acceptance Model in influencing online shopping is well
established, predicting the impact of perceived utility, perceived ease of use and attitudes as
well as inclination towards use as being predictors of the actual online store utilization
patterns among customers (Albashrawi, 2021; Apiraksattayakul et al., 2017; Nguyen et al.,
2018; Panjakajornsak, 2017; Thoumrungroje, 2021). User behavior, however, did not align
with Davis’ TAM model in the present study. While previous research has established
individual barriers and drivers to e-commerce, adoption, creating effective technologies is
also about understanding the critical role of trust, according to the findings of the present
study. The TAM model predicts the interlinkages between perceived usefulness, perceived
ease of use, attitude and intention, on the one hand, and consumer purchase intention or
decision with respect to online technologies. However, the present study pointed to the
experiential and contextual factors that come into play while impacting e-commerce adoption
among Millennials and Gen-Z consumers. Trust emerged as an important aspect, impacting
reputational integrity and earning social capital for the e-commerce brands, according to the
findings of the present study. The lack of statistical significance of Models 1 and 2 indicates
the hypothesized relationships between the exogenous and endogenous variables were not
supported. The theoretical contribution and implications of the study for the marketing and
management researchers involve considering the role of trust and experiential marketing
compared to traditional factors such as risk and perceived cost in acting as enablers or barriers
in e-commerce adoption.

Limitations and Future Directions

The research conducted focused on applying statistically advanced techniques
associated with SEM to ascertain the role of key exogenous variables in influencing actual e-
commerce adoption among Millennial and Gen-Z Thai consumers. A causal model (Model 1)
followed by a correlational model (Model 2) failed to establish statistical significance.
Although the models were not statistically significant, they did pave the way for researchers
to examine the role of trust and experiential retail strategies in influencing the Millennial
consumer. However, the study did suffer from certain shortcomings.

Primarily, the research study employed convenience sampling due to restrictions
imposed by COVID-19. Although there are advantages to convenience sampling in terms of
cost, time and effort savings, the sampling method is a non-probability sampling technique,
which is given to the issues of selection bias and the problem of outliers, which random
sampling would have eliminated. Secondly, another limitation of the study was the lack of
intervention-based or qualitative research conducted in tandem with structural equation
modeling. The research study did not establish a clear baseline or implement individualized
marketing strategies to influence consumer perception, thereby limiting the applicability and
generalizability of the results.

The research study also lacked a significant exploration of the inner worldview and
subjective perceptions of Gen-Z and millennial Thai consumers. Utilizing a grounded theory
approach or a hermeneutical perspective would have offered rich insights into the beliefs,
values, perceptions of these consumer segments and how it influences attitudes towards
online shopping and consumer behavior therein.

Directions for further research could include examining the role of trust and
experiential marketing using the customer lifecycle approach to understand these enablers of
e-commerce adoption better. Researchers should also focus on conducting intervention-based
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research to examine the practical benefits of utilizing the TAM model for influencing online
shopping behavior. Future research could also seek to uncover the complex role of such
models in influencing consumer behavior among lifestyle-oriented Millennial consumers. The
rise of experiential marketing has influenced the Millennial and Gen-Z consumer in distinct
ways and traditional factors such as cost associated with online shopping lack the same degree
of relevance. In the present digital era, the focus needs to be on understanding the role of trust
and reputational integrity within a sharing economy as a basis of e-commerce adoption.

Practical Implications

The study has several practical implications for marketing professionals and experts in
the field. The study suggests models such as TAM must move beyond utility as a measure of
e-commerce adoption and consider factors such as trust, social capital and reputation, as well.
The present study has also established the clear need for understanding Millennial and Gen-Z
consumers from the perspective of trust and fostering brand equity through the promotion of
sustainable supply chains and a resilient market reputation. The study suggests models based
on TAM must give higher weightage to customer experience and trust as critical factors in the
marketing and management fields. Reaching brand-savvy millennials involves focusing on
experiential marketing (Kercher, 2017). Given that Millennial and Gen-Z consumers are given
to appreciating the entire retail experience and not just material or cost considerations, the
practical implication for marketers is that the focus needs to be on taking the product or
service and highlighting its value to Millennial consumers in a context they can relate to and
identify with. Investing in trust-building and rapport establishment mechanisms could foster
e-commerce adoption, as brands integrate themselves into the customer shopping experience
and impact consumer attitudes, which in turn, shape behavior.

The study also establishes the importance and value of authenticity in influencing the
brand image among Gen-Z and millennial consumers. Lifestyle-oriented young shoppers
value authentic brands that enable them to use products as an extension of their personalities
(Kercher, 2017). Therefore, marketers would do well to engage in experiential marketing
campaigns to educate and share their brand value with customers, rather than focusing on
conventional barriers and predictors of online retail adoption, such as cost and convenience.
Customers would respond more positively to conversations about brands, and relate more
effectively to products.

Consequently, the value of experiential quality shapes customer perceptions among
Millennials in diverse ways (Hussein & Ratnawati, 2020). While research has sought to
establish how quality, convenience, risk mitigation, and trust and security impact customer
perception among Millennials, the present study establishes the need for understanding
experiential and trust-oriented dimensions of online e-commerce adoption to better predict
and design marketing initiatives focused on Millennials and Gen-Z consumers.

REFERENCES

Acquila-Natale, E., Iglesias-Pradas, S., & Chaparro-Pelédez, J. (2019). Barriers and drivers of multi-channel e-
commerce: A cross-country examination. Direccion y Organizacion, 20-32.

Ahmed, S.Y., Ali, BJ., & Top, C. (2021). Understanding the impact of trust, perceived risk, and perceived
technology on the online shopping intentions: Case study in Kurdistan Region of Iraq. Journal of
Contemporary Issues in Business and Government, 27(3), 2136-2153.

Albashrawi, M. (2021). Intention to adopt e-commerce: A comparative review across developed and developing
economies. The African Journal of Information Systems, 13(1), 6.

Apiraksattayakul, C., Papagiannidis, S., & Alamanos, E. (2017). Shopping via Instagram: The influence of
perceptions of value, benefits and risks on purchase intentions. International Journal of Online Marketing
(13J0M), 7(4), 1-20.

Davis, F.D. (1986). A technology acceptance model for empirically testing new end-user information systems.
MIT Sloan School of Management.

15 1528-2686-28-S4-11

Citation Information: Agahi, H., & Tachasaen, T. (2022). Model for e-commerce adoption & drivers and barriers for online
shopping post covid-19 among millennial and gen-z consumers. Academy of Entrepreneurship Journal, 28(S4), 1-17.


https://www.revistadyo.es/DyO/index.php/dyo/article/view/548
https://www.revistadyo.es/DyO/index.php/dyo/article/view/548
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=3840815
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=3840815
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=3840815
https://www.researchgate.net/publication/351346331_Intention_to_Adopt_E-Commerce_A_Comparative_Review_Across_Developed_and_Developing_Economies_Developed_and_Developing_Economies
https://www.researchgate.net/publication/351346331_Intention_to_Adopt_E-Commerce_A_Comparative_Review_Across_Developed_and_Developing_Economies_Developed_and_Developing_Economies
https://www.researchgate.net/publication/317388672_Shopping_via_Instagram_The_Influence_of_Perceptions_of_Value_Benefits_and_Risks_on_Purchase_Intentions
https://www.researchgate.net/publication/317388672_Shopping_via_Instagram_The_Influence_of_Perceptions_of_Value_Benefits_and_Risks_on_Purchase_Intentions
https://dspace.mit.edu/handle/1721.1/15192

Academy of Entrepreneurship Journal Volume 28, Special Issue 4, 2022

Davis, F.D., Bagozzi, R.P., & Warshaw, P.R. (1989). User acceptance of computer technology: A comparison of
two theoretical models. Management science, 35(8), 982-1003. Crossref, google Schoolar, Indexed at

Fishbein, M., & Azjen, I. (1975) Belief, Attitude, Intention, and Behavior: An Introduction to Theory and
Research. Addison Wesley Publishing Co., Inc.

Fishbein, M., & Middlestadt, S.E. (1987). Using the theory of reasoned action to develop educational
interventions: Applications to illicit drug use. Health Education Research, 2(4), 361-371.

Ha, N.T., Nguyen, T.L.H., Pham, T.V., & Nguyen, T.H.T. (2021). Factors Influencing Online Shopping
Intention: An Empirical Study in Vietnam. The Journal of Asian Finance, Economics and Business, 8(3),
1257-1266.

Hussain, S., Ahmed, W., Jafar, R.M.S., Rabnawaz, A., & Jianzhou, Y. (2017). eWOM source credibility,
perceived risk and food product customer’s information adoption. Computers in Human Behavior, 66, 96-
102.

Hussein, A.S., & Ratnawati, K. (2020). Identification of the dimensions of bank 4.0 experiential quality based on
millennial customer perceptions. APMBA (Asia Pacific Management and Business Application), 9(1), 69-
82.

Inkaew, A., & Huang, C.Y. (2019). Exploring consumer behavior of Thai millennials towards buying consumer
electronics online. RMUTT Global Business Accounting and Finance Review, 3(3).

Jacob, S.S., & Monachan, S. (2021). A study on consumer perception towards online shopping. International
Journal of Research, 8(6), 37-47.

Kercher, J. (2017). Council Post: Reaching The Unreachable: How Experiential Marketing Targets Brand-Savvy
Millennials.

Lai, P.C. (2017). Security as an extension to TAM model: Consumers’ intention to use a single platform E-
Payment. Asia-Pacific Journal of Management Research and Innovation, 13(3-4), 110-119.

Lestari, D. (2019). Measuring e-commerce adoption behavior among gen-Z in Jakarta, Indonesia. Economic
Analysis and Policy, 64, 103-115.

Lin, C.L., Jin, Y.Q., Zhao, Q., Yu, SW., & Su, Y.S. (2021). Factors influence students’ switching behavior to
online learning under COVID-19 pandemic: A push—pull-mooring model perspective. The Asia-Pacific
Education Researcher, 1-17.

Loketkrawee, P., & Bhatiasevi, V. (2018). Elucidating the behavior of consumers toward online grocery
shopping: The role of shopping orientation. Journal of Internet Commerce, 17(4), 418-445.

Lucia-Palacios, L., Bordonoba-Juste, V., & Pérez-L6pez, R. (2021). Consumer-to-consumer reselling adoption
among European countries: differences between old and young millennials. Service Business, 1-27.

Nguyen, T.T.H., Nguyen, N., Nguyen, T.B.L., Phan, T.T.H., Bui, L.P., & Moon, H.C. (2019). Investigating
consumer attitude and intention towards online food purchasing in an emerging economy: An extended
tam approach. Foods, 8(11), 576.

Madden, T.J., Ellen, P.S., & Ajzen, 1. (1992). A comparison of the theory of planned behavior and the theory of
reasoned action. Personality and social psychology Bulletin, 18(1), 3-9.

Panjakajornsak, V., Lin, M.C., Chiu, Y.P., Huang, C.H., Wu, Y.P., Liu, Z., & Yang, Y.L. (2017). A model of
Thai consumers’ behavioral intention: a study of generations X and Y. International Journal of e-
Education, e-Business, e-Management and e-Learning, 7(4), 219-229.

Pobee, F. (2021). Modeling e-commerce adoption factors among Gen-Z in a developing country: the case of
Ghana. Marketing & Menedzsment, 55(1), 81-94.

Prachaseree, K., Ahmad, N., & Md Isa, N. (2019). Assessing the challenges and opportunities for Small and
Medium Enterprises (SMEs) in Thailand online retail market. Voice of Academia (VOA), 15(1), 52-61.

Rakjit, K., & Laohavichien, T. (2020). The Role by Electronic Word-of-Mouth (EWOM) Influencing Trust and
Brand Image in Online Hotel Booking Among Thai Generation Z. BU Academic Review, 19(1), 204-220.

Reyes-Mercado, P., Karthik, M., Mishra, R.K., & Rajagopal. (2017). Drivers of consumer attitudes towards
online shopping in the Indian market: analysis through an extended TAM model. International Journal of
Business Innovation and Research, 13(3), 326-343.

Ruangkanjanases, A., Jeebjong, P., Sonata, N., & Sanny, L. (2021). E-WOM and its impacts on purchasing
behavior: A comparative study between Thai and Indonesian millennials. International Journal of
Electronic Commerce Studies, 12(1), 65-82.

Sirichareechai, W., Kanjanawat, R., & Kaewshai, L. (2021). A serial mediation model of user motivation, user
satisfaction, emotional commitment on continuance intention of thai millennial youtube users. Journal of
International Studies, Prince of Songkla University, 11(1), 253-287.

Siyal, M., Siyal, S., Wu, J., Pal, D., & Memon, M.M. (2021). Consumer perceptions of factors affecting online
shopping behavior: An empirical evidence from foreign students in China. Journal of Electronic
Commerce in Organizations (JECO), 19(2), 1-16.

Thailand National Statistical Office. (2017). The 2016 Household Survey on the Use of Information and
Communication Technology. Ministry of Digital Economy and Society, Bangkok, Thailand.

Thoumrungroje, A. (2021). Drivers of e-commerce continuance intention: A comparison across baby boomers,
generations X, Y, and Z in Thailand. Chulalongkorn Business Review, 43(2), 21-46.

16 1528-2686-28-S4-11

Citation Information: Agahi, H., & Tachasaen, T. (2022). Model for e-commerce adoption & drivers and barriers for online
shopping post covid-19 among millennial and gen-z consumers. Academy of Entrepreneurship Journal, 28(S4), 1-17.


https://www.jstor.org/stable/2632151
https://www.jstor.org/stable/2632151
https://doi.org/10.1287/mnsc.35.8.982
https://scholar.google.com/scholar?cluster=6154925067116410445&hl=en&as_sdt=0,5
https://www.semanticscholar.org/paper/User-Acceptance-of-Computer-Technology%3A-A-of-Two-Davis-Bagozzi/ba0644aa7569f33194090ade9f8f91fa51968b18
https://www.researchgate.net/publication/233897090_Belief_attitude_intention_and_behaviour_An_introduction_to_theory_and_research
https://www.researchgate.net/publication/233897090_Belief_attitude_intention_and_behaviour_An_introduction_to_theory_and_research
https://www.google.com/search?q=Using+the+theory+of+reasoned+action+to+develop+educational+interventions&rlz=1C1GCEU_enIN923IN923&oq=Using+the+theory+of+reasoned+action+to+develop+educational+interventions&aqs=chrome..69i57.1127j0j7&sourceid=chrome&ie=UTF-8
https://www.google.com/search?q=Using+the+theory+of+reasoned+action+to+develop+educational+interventions&rlz=1C1GCEU_enIN923IN923&oq=Using+the+theory+of+reasoned+action+to+develop+educational+interventions&aqs=chrome..69i57.1127j0j7&sourceid=chrome&ie=UTF-8
http://www.ashwinanokha.com/resources/ijeb%20v20-3-73.%20NguyenThanhHung_IJEB%20Format.pdf
http://www.ashwinanokha.com/resources/ijeb%20v20-3-73.%20NguyenThanhHung_IJEB%20Format.pdf
https://www.sciencedirect.com/science/article/abs/pii/S0747563216306616
https://www.sciencedirect.com/science/article/abs/pii/S0747563216306616
https://apmba.ub.ac.id/index.php/apmba/article/view/377
https://apmba.ub.ac.id/index.php/apmba/article/view/377
http://www.ecard.rmutt.ac.th/index.php/gbafr/article/view/1773
http://www.ecard.rmutt.ac.th/index.php/gbafr/article/view/1773
https://www.ijert.org/a-study-on-customer-perception-towards-online-shopping
https://www.forbes.com/sites/forbesagencycouncil/2017/06/20/reaching-the-unreachable-how-experiential-marketing-targets-brand-savvy-millennials/?sh=6c650acd3add
https://www.forbes.com/sites/forbesagencycouncil/2017/06/20/reaching-the-unreachable-how-experiential-marketing-targets-brand-savvy-millennials/?sh=6c650acd3add
https://journals.sagepub.com/doi/abs/10.1177/2319510X18776405?journalCode=abrb
https://journals.sagepub.com/doi/abs/10.1177/2319510X18776405?journalCode=abrb
https://www.semanticscholar.org/paper/Security-as-an-Extension-to-TAM-Model%3A-Consumers%E2%80%99-a-Lai/de5c59c6909d058e40277bc4b6bee9b498bc8742
https://link.springer.com/article/10.1007/s40299-021-00570-0
https://link.springer.com/article/10.1007/s40299-021-00570-0
https://www.tandfonline.com/doi/abs/10.1080/15332861.2018.1496390
https://www.tandfonline.com/doi/abs/10.1080/15332861.2018.1496390
https://www.semanticscholar.org/paper/Elucidating-the-Behavior-of-Consumers-toward-Online-Loketkrawee-Bhatiasevi/29223c56305bbda8499b7b738833c4ee67b0fcad
https://www.semanticscholar.org/paper/Elucidating-the-Behavior-of-Consumers-toward-Online-Loketkrawee-Bhatiasevi/29223c56305bbda8499b7b738833c4ee67b0fcad
https://www.mdpi.com/2304-8158/8/11/576
https://www.mdpi.com/2304-8158/8/11/576
https://www.mdpi.com/2304-8158/8/11/576
https://journals.sagepub.com/doi/abs/10.1177/0146167292181001
https://journals.sagepub.com/doi/abs/10.1177/0146167292181001
https://www.researchgate.net/publication/319648491_A_Model_of_Thai_Consumers'_Behavioral_Intention_A_Study_of_Generations_X_and_Y
https://www.researchgate.net/publication/319648491_A_Model_of_Thai_Consumers'_Behavioral_Intention_A_Study_of_Generations_X_and_Y
https://journals.lib.pte.hu/index.php/mm/article/view/4312
https://journals.lib.pte.hu/index.php/mm/article/view/4312
https://ir.uitm.edu.my/id/eprint/32857/
https://ir.uitm.edu.my/id/eprint/32857/
https://so01.tci-thaijo.org/index.php/buacademicreview/article/view/227577
https://so01.tci-thaijo.org/index.php/buacademicreview/article/view/227577
https://www.researchgate.net/publication/317507003_Drivers_of_consumer_attitudes_towards_online_shopping_in_the_Indian_market_analysis_through_an_extended_TAM_model
https://www.researchgate.net/publication/317507003_Drivers_of_consumer_attitudes_towards_online_shopping_in_the_Indian_market_analysis_through_an_extended_TAM_model
http://academic-pub.org/ojs/index.php/ijecs/article/view/1893
http://academic-pub.org/ojs/index.php/ijecs/article/view/1893
https://so03.tci-thaijo.org/index.php/jis/article/view/252558
https://so03.tci-thaijo.org/index.php/jis/article/view/252558
https://www.igi-global.com/gateway/article/274267
https://www.igi-global.com/gateway/article/274267
http://web.nso.go.th/en/pub/data_pub/07-03-60-ICT_2559-1e.pdf
http://web.nso.go.th/en/pub/data_pub/07-03-60-ICT_2559-1e.pdf
https://so01.tci-thaijo.org/index.php/CBSReview/article/view/248357
https://so01.tci-thaijo.org/index.php/CBSReview/article/view/248357

Academy of Entrepreneurship Journal Volume 28, Special Issue 4, 2022

Tunsakul, K. (2018). Generation Z’s perception of service-scape, their satisfaction and their retail shopping
behavioral outcomes. Human Behavior, Development and Society,19(1), 123-133.

Tunsakul, K. (2020). Gen Z consumers’ online shopping motives, attitude, and shopping intention. Human
Behavior, Development and Society, 21(2), 7-16.

United Nations. (2020,0ctober8). Pandemic has forever changed online shopping, un-backed survey reveals. UN
News.

UNCTAD. (2020, April 27). Global e-commerce hits $25.6 trillion —latest UNCTAD estimates.

Venkatesh, V., Hoehle, H., Aloysius, J.A., & Nikkhah, H.R. (2021). Being at the cutting edge of online
shopping: Role of recommendations and discounts on privacy perceptions. Computers in Human
Behavior, 121, 106785.

Xu, F., Huang, S.S., & Li, S. (2019). Time, money, or convenience: what determines Chinese consumers’
continuance usage intention and behavior of using tourism mobile apps?. International Journal of
Culture, Tourism and Hospitality Research.

Yakasai, A.M., Almunawar, M.N., & Anshari, M. (2021). Integrated model of actual online shopping use
behaviour: A proposed framework. Handbook of Research on Disruptive Innovation and Digital
Transformation in Asia, 319-341.

Zhou, M., Zhao, L., Kong, N., Campy, K.S., Qu, S., & Wang, S. (2019). Factors influencing behavior intentions
to telehealth by Chinese elderly: An extended TAM model. International journal of medical informatics,
126, 118-127.

Received: 03-Jan-2022, Manuscript No. AEJ-22-10686; Editor assigned: 05- Jan -2022, PreQC No. AEJ-22-10686 (PQ); Reviewed: 19-
Jan-2022, QC No. AEJ-22-10686; Revised: 26-Jan-2022, Manuscript No. AEJ-22-10686 (R); Published: 09-Feb-2022

17 1528-2686-28-S4-11

Citation Information: Agahi, H., & Tachasaen, T. (2022). Model for e-commerce adoption & drivers and barriers for online
shopping post covid-19 among millennial and gen-z consumers. Academy of Entrepreneurship Journal, 28(S4), 1-17.



https://so01.tci-thaijo.org/index.php/hbds/article/view/155219
https://so01.tci-thaijo.org/index.php/hbds/article/view/155219
https://so01.tci-thaijo.org/index.php/hbds/article/view/240046
https://news.un.org/en/story/2020/10/1074982
https://unctad.org/press-material/global-e-commerce-hits-256-trillion-latest-unctad-estimates
https://www.sciencedirect.com/science/article/abs/pii/S0747563221001084
https://www.sciencedirect.com/science/article/abs/pii/S0747563221001084
https://www.emerald.com/insight/publication/issn/1750-6182
https://www.emerald.com/insight/publication/issn/1750-6182
https://www.igi-global.com/chapter/integrated-model-of-actual-online-shopping-use-behaviour/275919
https://www.igi-global.com/chapter/integrated-model-of-actual-online-shopping-use-behaviour/275919
https://www.sciencedirect.com/science/article/abs/pii/S1386505618303198?via%3Dihub
https://www.sciencedirect.com/science/article/abs/pii/S1386505618303198?via%3Dihub

