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ABSTRACT: This research investigates how different branding aspects influence Generation Z’s intention to purchase newly
launched technological products designed for the agricultural sector. Given Gen Z’s strong digital engagement and preference for
authenticity, sustainability, and innovation, branding plays a pivotal role in shaping their buying decisions. The study aims to assess
the impact of key branding elements—such as brand experience, knowledge, image, trust, and loyalty—on the purchase intention
of newly launched technological products with applications in agriculture management and informatics. As agricultural practices
increasingly integrate smart farming technologies, data-driven decision-making, and precision agriculture, branding becomes
crucial in ensuring the adoption of these innovations. Agricultural informatics—encompassing loT-based monitoring systems, Al-
driven analytics, and automated farm management solutions—relies on user trust and engagement for successful market penetration.
Gen Z, a tech-savvy and socially conscious demographic, is particularly responsive to brands that emphasize efficiency,
sustainability, and transparency in agricultural innovations. A quantitative research approach was adopted, utilizing a structured
questionnaire administered to 302 Generation Z participants. Statistical analyses, including correlation and multiple regression,
were conducted to examine the relationships between branding factors and purchasing behavior. The results indicate that online
brand experience, brand knowledge, and brand image are the most significant predictors of purchase intention, highlighting the
critical role of digital interactions, educational branding, and the perceived value of technology in optimizing agricultural processes.
Although brand trust and loyalty influence consumer behavior, their impact is less significant than that of experience and knowledge.
Although brand awareness and engagement correlate with purchase intention, they do not independently drive purchasing decisions.
The study concludes that companies should prioritize enhancing digital brand experiences, providing transparent information, and
reinforcing brand imagery to drive product adoption among Generation Z, particularly in the agricultural sector. As this generation
continues to shape market trends, agricultural informatics, and smart farming technologies, businesses must craft branding strategies
that align with Gen Z’s digital habits, values, and expectations. Future research should explore the long-term impact of branding
on agricultural technology adoption and investigate the role of emerging technologies such as blockchain, Al, and big data in
strengthening brand engagement and loyalty within the agricultural sector.
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1. Introduction

The study of consumer behavior focuses on understanding human needs and the factors that shape purchasing
decisions [1,2]. Over time, various theoretical models have been developed to explain how consumers make choices
and what influences their behaviors. Branding, a key aspect of consumer psychology, plays a significant role in shaping
perceptions and driving purchasing decisions, particularly for newly introduced products. In the rapidly evolving field
of agricultural informatics, technological advancements have greatly improved efficiency, sustainability, and
productivity [3,4]. As businesses strive to promote innovative agricultural technologies, branding has become a critical
factor in influencing consumer adoption. This is especially important for Generation Z, a digitally connected and
socially conscious group that prioritizes authenticity, innovation, and sustainability. Brand credibility, trust, and
engagement heavily influence their purchasing decisions, making branding a key factor in their willingness to adopt
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emerging agricultural technologies. However, despite growing research on branding and consumer behavior, there is
limited understanding of how branding impacts Generation Z’s purchase intentions within the agricultural technology
sector. While previous studies have explored branding’s role in digital commerce and consumer decision-making, little
research has examined its interaction with the unique behavioral traits of Gen Z in agricultural informatics. This gap is
particularly pronounced in rural areas, where adoption of agricultural technology is essential for improving productivity
and economic development. Branding strategies for new agricultural technologies must address the specific needs of
rural consumers, including affordability, ease of use, and long-term benefits. Unlike urban consumers, who have
constant access to digital marketing channels, rural Gen Z consumers may rely more on local influencers, agricultural
cooperatives, and government programs when evaluating new technologies. Additionally, trust plays an even more
significant role in rural settings, where word-of-mouth recommendations and community-driven decision-making
strongly influence purchasing behavior. This study addresses these gaps by analyzing how branding dimensions—such
as brand image, trust, knowledge, loyalty, engagement, and experience—affect Generation Z’s intention to purchase
newly launched technological products for agricultural use. By incorporating insights from both urban and rural contexts,
the research provides valuable recommendations for businesses seeking to market agricultural technologies effectively.
The findings contribute to the broader discourse on consumer behavior in the digital age while offering practical
strategies for branding technological innovations to meet the needs of Gen Z consumers in both developed and
underserved agricultural regions.

2. Literature Review
2.1. Agriculture Management and Gen Z

Agriculture management and informatics are undergoing a rapid transformation with the introduction of newly
launched technological products aimed at improving efficiency, sustainability, and productivity [5]. Innovations such
as Al-powered crop monitoring systems, blockchain-enabled supply chain tracking, precision irrigation technologies,
and autonomous farming equipment are reshaping traditional agricultural methods by enabling real-time data analysis,
predictive insights, and automation [6]. These advancements are particularly valuable in optimizing resource use,
reducing environmental impact, and increasing agricultural yields, making them essential for addressing global food
security challenges. Across both urban and rural areas, Generation Z plays a pivotal role in shaping consumer behavior
and influencing branding strategies for emerging agricultural technologies. As a generation raised in the digital era, Gen
Z relies heavily on online research, social media interactions, and peer recommendations when making purchasing
decisions. Their strong preference for transparency, sustainability, and personalized engagement means that agricultural
technology brands must emphasize ethical sourcing, environmental responsibility, and interactive digital experiences
to build trust and maintain their interest. For rural Gen Z consumers, branding strategies should integrate localized
outreach, community-driven demonstrations, and partnerships with agricultural cooperatives to promote these
innovations effectively.

Companies introducing new agricultural technologies must focus on brand storytelling, data-driven marketing, and
immersive user experiences to establish credibility and foster trust with Gen Z consumers [7]. Consumer behavior
within this demographic is largely shaped by digital engagement, necessitating marketing approaches that extend
beyond traditional advertising. Online platforms, Al-driven advisory tools, gamified learning experiences, and
interactive virtual farm demonstrations are increasingly being used to educate and influence Gen Z’s purchasing
decisions. In rural areas, access to digital resources may be more limited, making field demonstrations, local farmer
training programs, and mobile-based advisory services crucial for reaching potential consumers. Additionally, the role
of influencers and agricultural content creators continues to grow as social media platforms serve as key channels for
product discovery, reviews, and knowledge-sharing. In both urban and rural settings, brands that leverage influencer
partnerships, peer recommendations, and digital storytelling are more likely to engage Gen Z consumers who value
authenticity, innovation, and community-driven engagement. Recognizing the specific needs of rural consumers—such
as affordability, ease of use, and long-term reliability—can help businesses tailor branding strategies to ensure
widespread adoption of agricultural technology across diverse demographics.

2.2. Gen Z and Consumer Behaviour

Studying Generation Z’s consumer behavior is crucial for businesses and researchers due to this generation’s
growing influence on global markets and its distinct characteristics [8]. According to Bandara and Liyanage [9],
Generation Z encompasses individuals born between 1995 and 2010, meaning that this group has grown up in a fully
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digital world with no experience of the pre-digital era. Unlike previous generations, Generation Z has been shaped by
rapid advancements in information technology, leading to significant shifts in consumer behavior [10]. As this
generation is still maturing and its preferences continue to evolve, understanding the factors that shape its consumer
behavior is essential for businesses to develop effective marketing strategies and adapt their products and services
accordingly [11,12]. Reaching and engaging Generation Z is essential for businesses to maintain their connection with
an ever-changing consumer base [13]. Companies must remain adaptable to sustain their relevance and competitive
advantage in the market [14]. This generation primarily interacts with brands through online platforms, redefining
traditional marketing approaches, consumer engagement strategies, and service delivery models [15]. Additionally,
Generation Z strongly emphasizes values such as sustainability, inclusivity, and authenticity, prompting businesses to
innovate and align their offerings with these expectations [16]. In 2024, Generation Z accounts for approximately 25—
30% of consumers, making it the largest demographic cohort [17]. Generation Z’s current purchasing power is estimated
at $360 billion [18]. As its members advance in their careers and achieve higher incomes, their spending capacity will
continue to rise [19]. By 2030, Generation Z is projected to become the dominant demographic in terms of purchasing
power [20]. Failing to acknowledge this shift could significantly impact the long-term sustainability and growth of
businesses across industries [16]. To ensure future business success, prioritizing Generation Z in both market research
and business strategies is essential, providing valuable insights for all stakeholders [21]. Beyond its direct spending
capacity, Generation Z also significantly influences household purchasing decisions, further amplifying its role in
shaping consumption trends [22]. Understanding the behaviors and preferences of this generation enables businesses to
craft targeted strategies that not only address their current needs but also anticipate future market trends [23]. Additionally,
insights into Generation Z’s preferences guide companies in leveraging emerging digital trends, such as social commerce
and influencer marketing, ensuring their continued relevance in an ever-evolving consumer landscape [15].

2.3. Newly Launched Technological Products in Agriculture Management

The introduction of new products is essential for business growth and long-term sustainability, particularly in
agriculture, where technological advancements are reshaping traditional farming methods. However, predicting the
success of these innovations remains a significant challenge, as failed product launches can lead to substantial financial
losses. Understanding consumer behavior, particularly among Generation Z, is critical in identifying market trends and
optimizing the adoption of technological solutions in agriculture management and informatics. As a digitally native and
tech-savvy generation, Generation Z actively seeks innovation and prefers products that integrate seamlessly into their
fast-paced, interconnected lifestyles. While this is often associated with smartphones, wearables, and smart home
devices, it also applies to emerging agricultural technologies such as precision farming tools, Al-powered crop
monitoring systems, smart irrigation solutions, and blockchain-based food traceability platforms. These innovations
align with their values of automation, sustainability, and efficiency, all of which are crucial in modern agricultural
management. However, in rural areas, where access to digital resources and technological infrastructure may be limited,
companies must develop tailored branding strategies to ensure that new agricultural technologies reach and resonate
with young farmers and agribusiness professionals. Social media and peer recommendations play a crucial role in
shaping Generation Z’s perceptions and adoption of new technological products. This generation relies heavily on
digital influencers, online reviews, and interactive marketing campaigns when making purchasing decisions. In
agricultural technology, brands introducing drone-based crop monitoring systems, Al-powered soil analysis tools, or
IoT-enabled farm sensors can enhance engagement by utilizing video demonstrations, real-user testimonials, and
partnerships with agricultural influencers or sustainability advocates. In rural communities, branding efforts should
incorporate localized outreach strategies, such as working with agribusiness cooperatives, local farmer associations,
and government-supported agricultural extension programs to build trust and encourage adoption.

Additionally, Generation Z values personalized and immersive brand experiences, expecting new products to align
with their specific needs and ethical values. In agriculture, this translates to customizable farm management software,
Al-driven decision support systems, and sustainability-focused innovations that enhance productivity while minimizing
environmental impact. Smart farming applications offering real-time analytics, climate adaptation strategies, and
automated resource management appeal to their preference for technology-driven, efficient, and responsible
consumption. In rural settings, where hands-on learning is often necessary, brands could implement mobile training
units, field demonstrations, and digital education programs to help young farmers adopt and utilize these technologies
effectively. Sustainability and ethical business practices are also key drivers of Generation Z’s purchasing decisions.
This generation actively supports brands that prioritize carbon footprint reduction, waste minimization, and eco-friendly
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production processes. In the agricultural sector, biodegradable sensor systems, solar-powered irrigation technologies,
and Al-based resource optimization tools align with these values. Companies emphasizing transparent sourcing, fair
trade practices, and ethical supply chains in their branding efforts are more likely to gain Generation Z’s trust and
loyalty. In rural areas, branding should focus on long-term economic and environmental benefits, demonstrating how
smart agricultural solutions can lead to cost savings, increased productivity, and improved sustainability for local
farming communities. The demand for speed, convenience, and seamless digital experiences also influences how
Generation Z interacts with newly launched products. This expectation applies to agriculture management tools, where
cloud-based farm management software, Al-powered pest detection, and blockchain-enabled supply chain tracking
must offer user-friendly interfaces, mobile accessibility, and efficient customer support. Companies that fail to meet
these expectations risk disengagement, as Generation Z has a low tolerance for inefficiency and outdated technology.
In rural areas, where connectivity challenges exist, brands should consider offering offline functionality, SMS-based
advisory services, and Al-driven chatbots that work on low-bandwidth networks to ensure accessibility.

Electronic word-of-mouth communication also significantly influences Generation Z’s acceptance of new
technological products. Positive user experiences and product success stories shared through online forums, social
media discussions, and digital reviews can accelerate product adoption, while negative feedback can discourage
potential buyers. This is particularly relevant for agricultural innovations, where case studies, peer-reviewed research,
and real-time performance data help consumers assess the value of new technologies. In rural settings, personal
testimonials from farmers, community demonstrations, and word-of-mouth endorsements from trusted local figures can
be even more influential in shaping purchasing behavior. Generation Z’s preference for innovation and exclusivity
further shapes their engagement with product launches, particularly in technology-related sectors. In agricultural
technology, companies can generate excitement around new products through beta testing programs, early access trials,
and gamified learning experiences that appeal to this generation’s desire for hands-on engagement. Strategies such as
augmented reality farm simulations, Al-assisted crop modeling, and blockchain-backed digital certifications for
sustainable farming practices enhance their interest in agricultural innovation. In rural areas, offering exclusive
incentives such as discount programs, government-backed subsidies, and farmer-led pilot projects can further drive
adoption. In conclusion, Generation Z’s consumer behavior is driven by a demand for innovation, authenticity, and
convenience, strongly influencing their adoption of newly launched technological products in agriculture management.
Businesses in this sector must integrate digital engagement, sustainability-driven messaging, and accessible user
experiences to align with Generation Z’s expectations. In both urban and rural markets, effective branding strategies
should focus on education, digital connectivity, and long-term benefits to drive widespread adoption. By effectively
targeting this tech-savvy yet diverse demographic, agritech brands can drive the acceptance of smart farming
technologies, Al-powered analytics, and digital supply chain solutions, ultimately transforming agriculture into a more
sustainable, efficient, and data-driven industry.

2.4. Branding and Social Exchange Theory

The Social Exchange Theory (SET) is a sociological and psychological framework that views social relationships
and interactions as processes of exchanging resources—both tangible and intangible, such as support, recognition, love,
or information [24,25]. According to SET, individuals seek to maximize rewards while minimizing costs in their
relationships [24,26]. In the context of branding, consumers are likely to develop positive attitudes, emotions, and
behaviors toward a brand when they perceive that the relationship offers valuable benefits in return [27]. Within SET,
social exchanges often involve implicit obligations, where one party—such as a brand—provides value to the consumer,
fostering an ongoing relationship. The connection between branding and SET is significant, as it illustrates how
consumers build brand relationships through value-based exchanges [28]. Specifically, brand image shapes consumer
perceptions by signaling whether a brand can fulfill their needs [29,30], while brand trust enhances reliability, reducing
perceived risks in the exchange [31,32]. When consumers consistently receive value from a brand, they develop brand
loyalty, leading to long-term commitment [33,34]. Brand knowledge enables consumers to assess the quality of the
exchange, influencing their decision-making process [35]. Meanwhile, brand experience represents the tangible
outcome of consumer interactions, determining whether the exchange is perceived positively [36]. Before an exchange
occurs, brand awareness serves as a prerequisite, as consumers must first recognize and acknowledge the brand before
engaging with it [37]. Moreover, when consumers perceive interactions with a brand as beneficial, brand engagement
increases, prompting them to actively invest in the relationship [38]. In summary, Social Exchange Theory provides a
valuable lens through which to understand how branding variables contribute to the development and reinforcement of
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brand-consumer relationships through mutual value exchange. It provides a strong foundation for understanding why
consumers form and maintain relationships with brands, emphasizing that individuals engage in exchanges where
perceived benefits outweigh costs.

2.5. Branding and Social Impact Theory

The Social Impact Theory (SIT), introduced by Latane in 1981, explains how others influence individuals in
various social contexts and how their behaviors, opinions, and decisions are shaped by this influence [39,40]. SIT
identifies three primary factors that determine the strength of social influence: the authority, status, or expertise of the
influencing source; the physical or emotional proximity between the source and the individual, where closer proximity
enhances influence; and the number of influencing sources, where influence increases with more sources but diminishes
as the number grows [39,41]. According to this theory, social influence is most effective when the influencing sources
are numerous, powerful, and close to the individual [42]. Research has extensively linked SIT to branding, emphasizing
how various sources of influence shape the consumer-brand relationship [43—49]. A strong and positive brand image
enhances the power of influence, reinforcing consumer perceptions of brand value [46]. When a brand is widely
recognized and carries a strong image, it exerts greater influence over consumers, as they are more likely to perceive
its offerings as valuable and align with the shared perceptions surrounding it [43,46]. This strong brand presence is
crucial in attracting and retaining consumers [44]. Brand trust plays a key role in reinforcing proximity between
consumers and a brand. Consumers who trust a brand feel a sense of closeness, which reduces perceived risks in their
purchasing decisions and strengthens the brand’s influence over those choices [48,50]. A reliable brand is more
persuasive, shaping consumer behavior more effectively [48,51]. This ongoing trust fosters long-term relationships,
ultimately leading to brand loyalty, where consumers remain committed when a brand consistently meets their
expectations [44,47]. Strong social influence further reinforces this loyalty as consumers feel more connected to the
brand [52]. Prior experiences with a brand also play a crucial role in determining its influence on future consumer
decisions. Positive interactions reinforce a brand’s impact, making consumers more likely to engage with it again
[44,48,53]. Brand knowledge further enhances this effect by increasing consumer familiarity with a brand’s values,
attributes, and quality, fostering a deeper sense of connection and trust [48]. The more informed consumers are about a
brand, the greater its influence on their purchasing decisions [45].

Similarly, positive brand experiences create immediate emotional connections that shape brand perceptions
through real-life interactions [54]. These experiences strengthen a brand’s influence by making it more relatable and
emotionally engaging for consumers. An exceptional brand experience increases both its perceived proximity and
overall impact on consumers’ lives [54]. Brand awareness is another critical factor in social influence, as it determines
the number of sources influencing consumer behavior. The more widely recognized a brand is, the more individuals
promote or use it, amplifying its impact [49]. The sheer volume of exposure and interactions enhances the brand’s
credibility and strengthens its social presence. Lastly, brand engagement reflects the extent of interaction and
involvement consumers have with a brand, further strengthening its influence and proximity. When consumers actively
engage with a brand, they feel a stronger connection, making the brand a more significant part of their lives [49,55].
The emotional closeness created through engagement intensifies the brand’s impact on consumer behavior [56].

In conclusion, the Social Impact Theory provides a comprehensive framework for understanding how brands
influence consumer behavior through power, proximity, and the number of influencing sources. This perspective
highlights the role of various branding elements in shaping consumer perceptions and decisions, demonstrating the
importance of social influence in building strong brand-consumer relationships.

2.6. Branding and Consumer Culture Theory

The Consumer Culture Theory (CCT) is a theoretical perspective that examines consumption as a cultural and
social phenomenon rather than focusing solely on economic or psychological aspects [57]. It explores how culture,
social interactions, and identity formation shape consumer behavior [58]. This theory investigates how consumers
construct their identities and establish brand connections through their cultural and social environments [59,60]. The
relationship between CCT and branding, including elements such as brand image, trust, loyalty, knowledge, experience,
awareness, and engagement, underscores the idea that brands are deeply embedded in social and cultural contexts [61—
63]. CCT highlights the role of brands as cultural symbols that influence consumer choices through shared social and
cultural values [64]. The brand image reflects a consumer’s cultural identity, as individuals select brands that align with
their beliefs and social status [65]. Consumers perceive brands as representations of their social identity and gravitate
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toward those that resonate with their cultural background and personal values [66]. Brand trust is reinforced when a
brand aligns with consumers’ ethical and cultural standards, fostering a sense of reliability and authenticity [67]. CCT
emphasizes the importance of brands maintaining authenticity and consistency within their cultural sphere, enhancing
consumer trust and long-term relationships. In the context of Consumer Culture Theory (CCT), brand loyalty develops
when consumers strongly identify with a brand and integrate it into their social identity [68]. Consumers remain loyal
to a brand for its functionality and because it conveys cultural and social messages that align with their values [57].
CCT explains how cultural identity plays a key role in fostering long-term loyalty toward brands that promote shared
beliefs and traditions. Similarly, brand knowledge goes beyond awareness of a product’s features to encompass
understanding the cultural meanings a brand conveys [69]. Consumers perceive brands as carriers of symbolic messages,
forming deep knowledge about the values and narratives they communicate [70]. Brand experience is also shaped by
cultural narratives, as consumer interactions with a brand are influenced by broader social and cultural contexts [71].
Personal experiences with a brand are not isolated events but are instead linked to the consumer’s cultural background
and collective identity [72]. Through the lens of CCT, brand experience is understood as an interaction that strengthens
the consumer’s cultural identity [73]. Brand awareness within CCT is closely tied to a brand’s ability to integrate into
cultural movements and social discussions, which enhances its presence in collective consciousness [74]. The more
effectively a brand aligns with cultural trends and social issues, the greater its recognition and relevance [75]. CCT
suggests that brand awareness grows as brands actively participate in cultural conversations and shape social narratives.
Finally, brand engagement represents consumers’ active participation in a brand’s cultural expression. It reflects how
individuals see themselves as part of a larger community that shares the brand’s values [76,77]. Within the framework
of CCT, brand engagement is not merely about interaction with a product; it is about consumers identifying with a
brand’s cultural significance and becoming active contributors to its social meaning [78]. In conclusion, Consumer
Culture Theory demonstrates that brands are not merely commercial entities but cultural symbols that shape and reflect
consumer identities. Brands influence consumer behavior by integrating themselves into cultural narratives, fostering
deeper connections through shared values, and reinforcing social identities in ways that extend beyond traditional
marketing strategies.

2.7. Purchase Intention and Theory of Reasoned Action

The Theory of Reasoned Action (TRA) is a psychological framework explaining the connection between an
individual’s attitudes and behavior [79]. This theory posits that a person’s behavior can be anticipated based on their
intention to engage in that behavior [80]. Intention, in turn, is shaped by two primary factors: attitude toward the
behavior and subjective norms [81]. Attitude refers to an individual’s personal assessment of whether a behavior is
favorable or unfavorable, while subjective norms pertain to the social influence exerted on the individual, specifically
their perception of how others view the behavior [82]. TRA suggests that purchase intentions, social influences, and
brand-related beliefs influence consumer behavior, especially in online and social media environments [83]. As a result,
social media marketing and digital engagement play a significant role in shaping consumers’ purchasing decisions [84].
The Theory of Reasoned Action has been closely associated with key variables such as purchase intention [85-91].
Within this framework, purchase intention acts as the strongest predictor of a consumer’s actual buying behavior [92].
This intention is influenced by both the consumer’s attitude toward the product or brand and their perception of social
expectations regarding their purchasing decisions [86]. The more positive the consumer’s attitude toward a brand and
the stronger the perceived social pressure to purchase, the greater the likelihood that they will develop an intention to
buy [93,94]. In summary, TRA provides insight into the process leading from purchase intention to actual consumer
behavior and long-term brand loyalty. Initially, purchase intention drives actual purchasing behavior, while post-
purchase experiences shape future purchase intentions and contribute to consumer loyalty. Over time, this process
strengthens the consumer’s ongoing relationship with the brand. Based on this theoretical foundation, Figure 1 illustrates
the study’s conceptual framework.
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Figure 1. Theoretical framework.

In conclusion, this research aims to provide new findings and insights into the understanding of online purchase
intention, newly launched technological products that have applications in the agriculture sector and Generation Z.
Based on this, the following research hypotheses were formulated, which will be answered through the research process.

H1: Which dimensions of branding exhibit direct statistically significant correlations with the online purchase intention
of newly introduced technological products related to the agricultural sector?

H2: Which dimensions of branding can predict the online purchase intention of newly introduced technological
products related to the agricultural sector?

3. Methodology
3.1. Research Method

Consumer behavior has been studied using qualitative, quantitative, and mixed-method research approaches. This
study adopts a quantitative research methodology to generate measurable and comparable findings. The research is
designed as a cross-sectional study, a method commonly used to analyze relationships between variables or to provide
insights into population characteristics such as demographics, behaviors, and attitudes [95].

3.2. Sampling and Participants

This study focused on Generation Z as the target population, specifically individuals born between 1997 and 2012,
who are recognized for their digital proficiency, technological experience, and significant influence as consumers.
However, to address ethical considerations and avoid the requirement of obtaining parental or guardian consent,
individuals under the age of 18 were excluded from participation. This exclusion represents a limitation in fully
capturing the perspectives of the entire Generation Z cohort. The research sample consisted of 302 participants,
surpassing the minimum required sample size estimated using G-Power analysis. To ensure a statistical power of 0.80,
with a significance level of o = 0.05 and medium-to-large effect sizes, the analysis determined that a sample of 160—
180 participants would be sufficient for the intended statistical tests. The study employed convenience sampling as the
primary method, complemented by systematic sampling techniques to enhance representativeness. The sample was
selected based on accessibility, leveraging the researcher’s ability to reach participants efficiently. However, systematic
sampling elements were incorporated at certain stages to minimize potential bias. To prevent the influence of
alphabetical sorting, participants were chosen from a sampling frame where individuals were recorded without a specific
order, and selection occurred at odd-numbered positions (1, 3, 5, 7, etc.). The choice of convenience sampling was
driven by practical benefits, including ease of access, efficiency, and the ability to quickly collect responses from a
highly active population in digital environments, social media, and online platforms. Given Generation Z’s familiarity
with online interactions and willingness to participate in digital surveys, this method proved to be both cost-effective
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and suitable for the study. The inclusion of systematic sampling elements further strengthened the research design by
reducing selection bias and increasing the reliability of findings. This hybrid sampling approach ensures that the sample
reflects the diversity of behaviors and attitudes within Generation Z, making it a robust choice for analyzing consumer
behavior in a digitally driven and rapidly evolving demographic. Table 1 presents the demographic characteristics of
the sample. The results show that 52.3 percent of respondents were women, while 85.4 percent were university students.
Regarding financial background, 41.7 percent reported a family income between 10,000 and 20,000 euros. The average
age of participants was 20.52 years, with a standard deviation of 2.35.

Table 1. Demographics.

Variable Percentage
Male 47.7
Gender Female 523
High school 0.7
. University Student 85.4
Educational level Bachelor’s degree 11.2
Masters’ degree 2.7
<10,000 euro 19.2
Family income 10-20,000 euro 41.7
>20,000 euro 39.1
Age Mean SD

20.5298 2.35068

3.3. Research Tool and Data Collection

The primary research instrument for this quantitative study was a structured questionnaire designed to examine
various aspects of consumer behavior, particularly regarding Generation Z’s purchasing decisions for newly launched
technological products. The questionnaire was divided into three sections, each addressing key areas, including
demographic characteristics, purchase intention, and brand-related variables, ensuring respondents a clear and
organized format. A pilot version of the questionnaire was tested to refine the wording of the questions, enhancing
clarity and relevance to guarantee high-quality data collection. During this pilot phase, discussions with participants
were conducted to evaluate the comprehensibility, appropriateness, and relevance of the questions. The questionnaire
included demographic variables such as age, gender, education level, and family income to provide a comprehensive
profile of the participants. To measure perceptions, attitudes, and behavioral intentions, the questionnaire utilized 5- or
7-point Likert scales, featuring verbal anchors such as “Strongly Disagree—Strongly Agree” or “Not at all—Very
much”. All variables used in this study, including both the dependent variable (purchase intention) and the independent
branding-related constructs (such as online brand experience, brand knowledge, brand image, and brand trust), are
measured on continuous scales. These variables were operationalized using Likert-type items, allowing for the
application of parametric statistical techniques suitable for analyzing continuous data. The data gathered through this
structured tool facilitated in-depth statistical analyses, offering valuable insights into consumer behavior patterns related
to new technological product adoption. One of the key strengths of the research tool was the incorporation of well-
established measurement scales, widely used in previous studies to ensure the validity and reliability of the findings, as
summarized in Table 2.

Table 2. Research scales.

Variable Source
Brand behavioural intention [96,97]
Online brand engagement Adapted from Rather & Hollebeek [96]
Online brand experience [96,98]
Brand awareness Adapted from Yoo, Donthu & Lee [99]
Brand trust [100,101]
Brand knowledge Adapted from Hanaysha [102]; Jin, Lee & Huffman [103]
Brand image Adapted from Hanaysha [102]; Jin, Lee & Huffman [103]
Brand loyalty Adapted from Hanaysha [102]; Jin, Lee & Huffman [103]

Purchase intention [104,105]
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The questionnaire incorporated well-established measurement scales to enhance the reliability of responses. After
data collection, rigorous validation procedures were implemented to assess both the validity and reliability of the
research tool. These procedures, which are elaborated in the following chapter, included confirmatory factor analysis
(CFA), outlier detection, reliability testing, and normality checks. Confirmatory factor analysis was conducted to verify
the structure of the scales, ensuring they accurately measured the intended constructs. Reliability analysis assessed the
internal consistency of the scales, while outlier detection and normality tests ensured the statistical soundness of the
dataset. Once the data were confirmed as valid and reliable, both descriptive and inferential statistical analyses were
performed to examine the research hypotheses, ensuring that the study produced accurate and meaningful insights.
Descriptive statistical analysis, presented in the form of charts and tables, provided an overview of the responses across
all variables, offering a clear depiction of the sample’s characteristics and trends. Inferential statistical techniques were
applied, including correlation analysis, multiple regression, and moderation analysis, to test the relationships between
key variables and evaluate the proposed hypotheses. Ethical considerations were carefully followed throughout the
research process, adhering to the principles of the Declaration of Helsinki. Participation in the study was entirely
voluntary, with informed consent obtained from all respondents, and strict measures were taken to protect their privacy
and confidentiality [106]. The reliability analysis demonstrated that most of the study’s variables exhibited strong
internal consistency, as indicated by Cronbach’s Alpha values (Table 3). The set of variables used in the study showed
excellent reliability, confirming the accuracy and consistency of the measurements. Overall, the results validate the
questionnaire as a reliable and effective instrument for achieving the research objectives, providing a robust foundation
for the subsequent analyses and conclusions.

Table 3. Reliability analysis.

K\ipoxa Cronbach’s Alpha Items
Brand Image 0.836 5
Brand Trust 0.866 5
Brand Loyalty 0.858 5
Brand Awareness 0.739 4
Brand Behavioral Intention 0.754 2
Purchase intention 0.801 5
Online Brand Experience 0.892 12
Online Brand Engagement 0.905 9
Brand Knowledge 0.912 18

4. Results
4.1. Correlations of the Brand Dimensions and Online Purchase Intention

Table 4 presents Spearman’s rho correlation coefficients, illustrating the relationships between purchase intention
and various branding-related factors. The results indicate both the strength and direction of these relationships, with all
branding dimensions showing statistically significant positive correlations with purchase intention (p < 0.01). This
suggests stronger branding attributes are generally associated with a higher likelihood of purchasing newly introduced
technological products in the agricultural sector. Among the branding dimensions, online brand experience (r = 0.452)
demonstrates one of the strongest correlations with purchase intention, highlighting the critical role of digital
interactions in influencing consumer buying behavior. Similarly, brand engagement (r = 0.419) exhibits a strong positive
correlation, indicating that consumers who actively interact with and emotionally connect to a brand are more inclined
to make a purchase. Brand image (r = 0.382) also plays a key role, suggesting that consumer perceptions of a brand’s
reputation and positioning significantly impact purchase decisions. Brand trust (r = 0.240), while still statistically
significant, has a weaker correlation than other factors, implying that although trust influences purchase intention, it
may not be the most decisive factor. Brand loyalty (r = 0.364) suggests that fostering long-term commitment among
consumers positively influences purchase decisions. Brand awareness (r = 0.234) exhibits the weakest correlation,
indicating that simple brand recognition is not a strong driver of purchase behavior—factors such as engagement and
experience hold greater importance. Brand behavioral intention (r = 0.256) shows a moderate relationship with purchase
intention, demonstrating that consumers’ behavioral commitment to a brand influences their likelihood of making a
purchase. Lastly, brand knowledge (r = 0.395) positively correlates with purchase intention, reinforcing that well-
informed consumers are likelier to buy. Overall, these findings emphasize the complex role of branding in shaping
purchase intention for newly launched technological products. While all branding dimensions are significantly
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correlated with purchase intention, online brand experience, engagement, and knowledge emerge as the most influential
factors. In contrast, though still relevant, brand awareness and trust show relatively weaker correlations, reinforcing the
idea that mere brand recognition is insufficient. Instead, active engagement, positive experiences, and knowledge
dissemination are more effective in driving actual purchasing decisions. These insights highlight the importance of
agricultural technology brands focusing on delivering meaningful digital experiences, fostering consumer engagement,
and educating their audience to enhance purchase intention.

Table 4. Correlations of the Brand Dimensions and Online Purchase Intention.

1 2 3 4 5 6 7 8 9
1. Purchase intention - 0.452*" 0.419™ 0382" 0.240™ 0364™ 0.234™ 0256™ 0.395"
2. Online Brand Experience - 0.692™ 0.593" 0371"™ 0468™ 0.360"™ 0405 0.598"
3. Brand engagement - 0.611"" 0425 0.583™ 0.465™ 0.544™ 0.674™
Spear _4. Brand image - 0438™ 0.532™ 0571  0.505* 0.825™
man’s 5. Brand trust - 0.509™ 0.495" 0.415™ 0.738™
tho 6. Brand loyalty - 0.555™ 0.670™  0.840™
7. Brand awareness - 0.501™  0.740™
8. Brand behavioral intention - 0.669

9. Brand knowledge -

**_Correlation is significant at the 0.01 level (2-tailed).

4.2. Regression Analysis for the Prediction of Online Purchase Intention

Table 5 presents a summary of the prediction model for online purchase intention, providing key statistical
measures to evaluate its performance. Model 1 reports a correlation coefficient (R) of 0.562, indicating a strong
association between the independent variables and online purchase intention. The R Square value of 0.316 suggests that
approximately 31.6% of the variation in online purchase intention can be explained by the predictors included in the
model. The Adjusted R Square value of 0.297 accounts for the number of predictors, refining the R Square estimate to
provide a more precise measure of the model’s explanatory power. The standard error of the estimate is 0.74485,
representing the average deviation of observed values from the predicted values. Additionally, the Durbin-Watson
statistic is 1.562, which is close to the optimal value of 2, indicating minimal autocorrelation in the residuals. This
suggests that the model provides a reliable fit for the data, reinforcing its validity in predicting online purchase intention.

Table 5. Regression model summary.

Model R R Square Adjusted R Square Std. Error of the Estimate Durbin-Watson
1 0.562 0.316 0.297 0.74485 1.562

Table 6 presents the findings of a multiple regression analysis that explores the impact of different branding
dimensions on purchase intention. The unstandardized coefficients (B) indicate the direct effect of each independent
variable on purchase intention, while the standardized coefficients (Beta) allow for a comparison of the relative
influence of each factor. The t-values and p-values assess statistical significance with a threshold of p < 0.05. The
constant term (B = 1.315, p < 0.001) suggests that even when all branding variables are set to zero, purchase intention
remains positive, implying that additional factors beyond the model contribute to consumer buying behavior. Among
the branding dimensions, online brand experience (B = 0.191, p < 0.001) has a significant positive impact on purchase
intention, with a moderate Beta value of 0.270. This highlights the importance of well-structured and engaging digital
interactions in influencing consumers’ willingness to purchase, aligning with trends in digital marketing where a
seamless online experience enhances brand appeal. Brand engagement (B =0.072, p = 0.158), however, does not exhibit
a statistically significant effect on purchase intention. This suggests that while consumers may actively engage with a
brand, such interaction alone does not necessarily translate into purchasing behavior. In contrast, brand image (B =
0.910, p = 0.002) emerges as one of the strongest predictors of purchase intention, with a high Beta value (0.996),
emphasizing the role of a positive brand perception in driving consumer choices. Brand trust (B = 0.801, p = 0.005)
also shows a significant relationship with purchase intention, indicating that consumers who perceive a brand as reliable
and credible are more inclined to make a purchase. Similarly, brand loyalty (B = 0.922, p = 0.001) is a key predictor,
with the highest Beta value (1.044), reinforcing the idea that consumers who have an emotional connection to a brand
are more likely to continue purchasing from it. Brand awareness (B = 0.351, p = 0.044) has a significant but relatively
weaker effect on purchase intention, suggesting that while brand recognition contributes to purchasing decisions, it is
not as influential as trust and loyalty. This implies that merely recognizing a brand is insufficient to drive purchases
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unless other positive brand attributes accompany it. Brand behavioral intention (B = 0.022, p = 0.593) does not show a
significant effect on purchase intention, indicating that general behavioral tendencies toward a brand do not necessarily
lead to an actual purchase. However, brand knowledge (B = 2.736, p = 0.006) has a substantial positive impact, with a
high Beta value (2.240). This finding suggests that well-informed consumers are more likely to make a purchase,
particularly in the agricultural technology sector, where understanding a brand’s offerings and credibility can increase purchasing
confidence. Contrary to some previous research suggesting that extensive brand knowledge may lead to skepticism, this study
indicates that consumers with a strong knowledge of a brand are more assured in their purchasing decisions.

Table 6. Coefficients of the Prediction Model for Online Purchase Intention.

Unstandardized Coefficients Standardized Coefficients

Model B SE Beta ¢ p
(Constant) 1.315 0.249 5279  <0.001
Online Brand Experience 0.191 0.050 0.270 3.828 <0.001
Brand engagement 0.072 0.051 0.110 1.415 0.158
1 Brand image 0.910 0.292 0.996 3.115 0.002
Brand trust 0.801 0.285 0.721 2.814 0.005
Brand loyalty 0.922 0.279 1.044 3.304 0.001
Brand awareness 0.351 0.173 0.306 2.027 0.044
Brand behavioral intention 0.022 0.041 0.038 0.535 0.593
Brand knowledge 2.736 0.985 2.240 2.779 0.006

Dependent Variable: Online Purchase Intention

Based on the final model, in which all factors are included as independent variables, the following regression
equation was developed for Online Purchase Intention. Specifically, for each unit increase in an independent variable, the
dependent variable (online consumer behaviour) increases by the amount of b, assuming all other variables remain constant.

Purchase Intention = 1.315 + 0.191%(Online Brand Experience) + 0.0728*(Brand Engagement) + 0.910*(Brand
Image) + 0.801+(Brand Trust) + 0.922#(Brand Loyalty) + 0.351*(Brand Awareness) + 0.022*(Brand Behavioral
Intention) + 2.736+(Brand Knowledge)

Overall, the findings emphasize the significant influence of brand image, trust, loyalty, and online brand experience
on purchase intention, whereas factors such as engagement and behavioral intention show minimal or no direct impact.
The results indicate that businesses should prioritize enhancing their brand image, building strong customer trust, and
improving the online brand experience to encourage consumer purchases. Furthermore, increasing brand knowledge
among potential customers emerges as a valuable strategy, as well-informed consumers tend to develop greater
confidence in a brand, making them more likely to complete a purchase.

5. Discussion

The study examines the impact of branding dimensions on Generation Z’s purchase intention of newly introduced
technological products in the agricultural sector. The findings highlight the critical role branding plays in shaping
consumer attitudes and behaviors, particularly among a digitally native and socially conscious demographic. This
discussion places the study’s key findings within the context of existing literature, explores their implications for
businesses, and suggests directions for future research. The results indicate that online brand experience is one of the
strongest predictors of purchase intention among Generation Z consumers in the agricultural technology sector. This
aligns with prior research suggesting that digital interactions significantly influence consumer behavior [30,38]. The
prominence of online brand experience underscores the increasing reliance of younger consumers on virtual brand
interactions, particularly in industries such as agriculture management, where digital tools, online demonstrations, and
virtual consultations are becoming essential for marketing and consumer engagement [37]. In this sector, technology-
driven experiences such as Al-powered farm management platforms, virtual field trials, and blockchain-based
transparency initiatives may enhance trust and engagement, ultimately shaping purchase intentions.

Brand knowledge also emerged as a significant predictor of purchase intention, reinforcing that well-informed
consumers are more confident in purchasing decisions. This is consistent with Keller’s [107] framework of brand
knowledge, which highlights the importance of awareness and associations in influencing consumer choices. However,
this study extends previous research by demonstrating that brand knowledge plays an even greater role in the agricultural
technology sector, likely due to the complexity and perceived risk of adopting advanced farming innovations. Given
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that new agricultural technologies often require a significant investment and learning curve, consumers need
comprehensive and accessible information to reduce uncertainty and increase adoption rates. This finding suggests that
educational marketing strategies, such as webinars, product demonstrations, expert testimonials, and interactive content,
are essential for effectively promoting agricultural technology products to Generation Z farmers and agribusiness
professionals. Brand trust, while statistically significant, exhibited a weaker correlation with purchase intention
compared to brand experience and knowledge. This contrasts with earlier studies emphasizing trust as a dominant factor
in consumer decision-making [31,32]. The relatively lower impact of brand trust suggests that while reliability and
credibility remain important, Generation Z consumers in the agricultural sector may prioritize firsthand experience and
product knowledge over traditional trust-building mechanisms. This shift may be attributed to their data-driven approach
to decision-making, where objective performance metrics, peer reviews, and real-time feedback play a more significant
role than trust alone. Consequently, brands offering agricultural technology solutions should focus on providing
transparent product performance data, field trial results, and user-generated testimonials to build credibility alongside trust.

Brand loyalty was also found to significantly influence purchase intention, confirming previous research that links
consumer commitment to repeated purchasing behavior [108]. However, Generation Z’s brand loyalty appears to be
more fluid, unlike older consumer segments, where loyalty is often a dominant predictor of long-term brand success
[61]. This suggests that their purchasing decisions are shaped more by engagement, experience, and innovation rather
than long-term attachment to a particular brand. In agriculture management, where technological advancements occur
rapidly, this insight underscores the importance of continuous innovation, responsive customer service, and dynamic
engagement strategies to maintain consumer interest and brand preference. Brand engagement, while positively
correlated with purchase intention, was not a strong predictor in the regression analysis. This contrasts with research
suggesting that consumer engagement is a primary driver of purchase behavior [55]. One possible explanation is that
engagement alone does not necessarily translate into purchasing behavior unless it is paired with a compelling brand
experience and perceived product value. This insight is particularly relevant to the agricultural technology sector, where
engagement strategies should be integrated with experience-driven marketing efforts, such as immersive virtual farm tours,
Al-based recommendations, and interactive content demonstrating product applications in real-world farming scenarios.

Brand awareness showed the weakest correlation with purchase intention, suggesting that mere brand recognition
is not enough to drive purchasing decisions. This supports previous findings that awareness must be complemented by
positive brand associations and engagement to be impactful [49]. Given that agricultural technology products often lack
the widespread brand visibility of mainstream consumer goods, this finding highlights the need for targeted branding
efforts that go beyond awareness-building initiatives. Companies in this sector should consider strategic partnerships
with agricultural influencers, participation in industry trade shows, and digital campaigns that emphasize their
innovations’ practical applications and benefits. The brand behavioral intention had a weaker-than-expected influence on
purchase intention, contradicting prior research that links stated intent with actual consumer behavior [79,86]. This suggests
that for Generation Z consumers, expressing an intent to engage with a brand does not always translate into a purchase. This
reinforces the need for tangible brand experiences and informational content that facilitate decision-making and encourage
conversion. For agricultural technology brands, this could mean offering risk-free trial periods, live demonstrations, and
subscription-based models that allow consumers to experience the product before committing to a purchase.

The findings align with the Social Exchange Theory (SET), which explains the reciprocal value exchange between
brands and consumers. The study suggests that consumers reciprocate with loyalty and purchase intent when brands
provide tangible benefits such as reliability, efficiency, and sustainability. However, the relatively weaker correlation
of brand trust with purchase intention suggests that while trust remains important, it must be reinforced with transparent
data, proven performance, and interactive brand experiences to be truly effective in driving purchases. Social Impact
Theory (SIT) further contextualizes the role of digital influence in consumer decision-making. The study underscores
that peer recommendations, influencer endorsements, and social proof significantly enhance brand credibility and
influence Generation Z’s purchasing behavior. This aligns with previous research indicating that digital word-of-mouth
and social media engagement are powerful drivers of consumer behavior [42]. In agriculture management, this insight
highlights the potential of community-driven marketing strategies, where early adopters of new technologies can share
their experiences through video testimonials, social media discussions, and peer-reviewed content to encourage broader
adoption. Brand loyalty emerged as a significant predictor of purchase intention, reinforcing the idea that consistent and
positive brand interactions lead to sustained consumer commitment [108]. However, the relatively weaker influence of
brand behavioral intention suggests that while consumers may express an interest in engaging with a brand, this does
not always translate into an actual purchase. This discrepancy highlights the need to bridge the gap between interest
and action, particularly in the agricultural technology sector. Brands can achieve this by offering interactive decision-
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making tools, Al-driven consultations, and predictive analytics that help consumers make informed purchase decisions.
In conclusion, this study provides valuable insights into how branding dimensions influence Generation Z’s purchase
intention of technological products in the agricultural sector. The findings emphasize the importance of online brand
experience, brand knowledge, and loyalty, while also highlighting the need for data-driven marketing, interactive brand
experiences, and community-driven engagement strategies. As the agricultural industry continues to integrate digital
and smart farming solutions, these insights can guide businesses in effectively positioning their products and
strengthening consumer relationships in an increasingly competitive and technology-driven market.

6. Conclusions

This study offers an in-depth examination of the impact of branding on Generation Z’s purchase intention for newly
introduced technological products in the agricultural sector. The findings emphasize the crucial role of online brand
experience, brand knowledge, and brand image as primary drivers of purchase intention. While brand trust and loyalty
remain influential, they do not independently dictate consumer behavior without the reinforcement of strong
engagement and immersive brand experiences. This research adds to the existing body of literature by showing that
Generation Z places greater emphasis on experiential and knowledge-based branding strategies rather than relying
solely on traditional trust-building methods. Future studies should further explore the dynamic nature of consumer-
brand relationships and examine how external influences shape branding effectiveness in an increasingly digital and
technology-driven marketplace.

6.1. Practical Implications

The findings of this study offer valuable insights for businesses and policymakers seeking to engage Generation Z
consumers in the agricultural technology sector. The strong correlation between online brand experience and purchase
intention highlights the need for businesses to invest in high-quality digital interactions. Companies should develop
intuitive platforms, interactive virtual experiences, and Al-driven recommendation systems to strengthen consumer trust
and engagement. In agriculture management and informatics, this could involve virtual farm tours, Al-powered
decision-making tools, and real-time data visualization dashboards that allow users to experience the benefits of new
agricultural technologies before adoption. The importance of brand knowledge as a predictor of purchase intention
suggests that educating consumers about the benefits, functionality, and sustainability of agricultural innovations is
essential for increasing adoption rates. Businesses should implement educational campaigns using interactive webinars,
explainer videos, and data-driven storytelling to build consumer confidence. Companies developing precision
agriculture tools, loT-based farm monitoring systems, or Al-driven pest control solutions should provide detailed case
studies, transparent performance data, and peer testimonials to demonstrate real-world applications and effectiveness.
The role of brand trust and loyalty in influencing purchase intention highlights the significance of long-term consumer
relationships. Agricultural technology companies should prioritize consistent product quality, ethical business practices,
and transparent communication to foster loyalty among Generation Z consumers. This can be achieved by integrating
blockchain-based traceability systems, sustainable resource management practices, and responsive customer support services
that align with Generation Z’s values. Brands that emphasize sustainability, environmental responsibility, and ethical sourcing
in their messaging are more likely to connect with this generation and encourage long-term brand engagement.

The study also revealed that brand engagement had no significant effect on purchase intention, indicating that
businesses may need to reassess their current engagement strategies. Instead of focusing solely on promotional content,
engagement efforts should provide meaningful, value-driven interactions. In agriculture management, this could include
participatory digital platforms where young farmers can contribute feedback, share best practices, and collaborate with
technology providers. For example, crowdsourced innovation challenges, Al-driven advisory forums, and interactive
simulation tools could enhance engagement by involving consumers directly in product development and refinement.
From a policy perspective, government agencies and agricultural organizations should support digital literacy programs
and initiatives that raise awareness of technological advancements in sustainable farming. Policies that encourage the
integration of smart farming technologies in educational curricula could foster early adoption among young consumers.
Collaborations between agricultural technology companies, universities, and vocational training centers can provide
hands-on experiences such as internships in agri-tech startups, farm-based technology labs, and research partnerships
focused on Al-driven sustainability projects. Additionally, policies that make smart agricultural technologies more
accessible to young farmers could encourage widespread adoption. Financial incentives, such as low-interest loans for
investing in precision agriculture tools, grants for implementing data-driven farm management systems, and
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government-backed training programs on Al-powered agronomy, could lower entry barriers and promote the use of
innovative solutions. Overall, businesses and policymakers should recognize that Generation Z’s adoption of
agricultural technology depends not only on product functionality but also on its alignment with their digital preferences,
sustainability values, and need for transparency. By incorporating immersive digital experiences, educational outreach,
and sustainability-focused branding efforts, companies can strengthen consumer trust and drive long-term engagement
in the rapidly evolving agricultural technology sector.

6.2. Research Limitations

Although this study offers valuable insights into Generation Z’s purchase intention for agricultural technology
products, certain limitations should be acknowledged. First, the research was based on a cross-sectional design,
capturing consumer attitudes at a single point in time. This approach does not allow for an examination of how consumer
behavior evolves over-time. Future longitudinal studies could offer a more in-depth perspective on how branding
dimensions influence purchase intention in the long term. Second, the study employed a convenience sampling method,
which may limit the generalizability of the findings. While systematic sampling elements were integrated to reduce bias,
the sample may not fully represent the broader Generation Z population. Future research should consider employing
more randomized and diverse sampling techniques to enhance representativeness and ensure that findings apply to a
wider audience. Additionally, the study did not account for external factors such as economic conditions, technological
advancements, and policy changes, which may influence consumer attitudes and purchasing behaviors in ways not
captured by the analysis. Future research should incorporate these variables to provide a more comprehensive
understanding of the relationship between branding and consumer decision-making in the agricultural technology sector.
Finally, the exclusion of respondents under the age of 18 is an additional limitation of this study, which restricts the
scope of insights into the full spectrum of the digital generation, particularly the younger segment of Gen Z. As
adolescents are early adopters of technology and often influence household purchasing decisions, their exclusion may
result in an incomplete understanding of branding perceptions and consumer behavior within this cohort. Future
research should consider incorporating the perspectives of minors—within ethical and parental consent frameworks—
to capture a more holistic view of tech adoption patterns across the digital generation.

6.3. Future Research Directions

While this study provides valuable insights into the role of branding in shaping Generation Z’s purchase intention
for newly launched agricultural technology products, several areas warrant further exploration, particularly in the
context of agriculture management and informatics. Future research could examine how different digital engagement
strategies impact brand perception and purchase behavior among Generation Z in the agricultural sector. This could
include evaluating the effectiveness of social media influencers specializing in precision farming, gamification
techniques such as virtual farm simulations, and interactive marketing campaigns featuring augmented reality
experiences. Investigating how these strategies build trust and loyalty in agricultural technology products would provide
practical insights for businesses looking to engage young consumers more effectively. Since this study primarily
focused on Generation Z, future research could also explore how branding influences other generational cohorts, such
as Millennials and Generation Alpha, to identify differences in brand perception and purchasing behavior. A
comparative analysis across generations could help businesses understand how younger consumers adopt emerging
agricultural technologies compared to older generations, who may have different technological familiarity and risk
tolerance levels. This could be particularly useful in determining how different generations respond to innovations such
as Al-driven crop monitoring systems, blockchain-based supply chain tracking, and IoT-enabled farm management
solutions. Further studies are needed to assess the long-term effects of brand trust and loyalty on customer retention in
the agricultural technology sector. Given the rapid evolution of agri-tech solutions, exploring whether initial trust and
loyalty translate into sustained consumer engagement over time would be beneficial. Longitudinal research could track
how early adopters of precision agriculture tools or smart irrigation systems continue using these technologies and
whether brand loyalty is maintained as newer innovations emerge.

Additionally, future research could investigate how external factors such as economic fluctuations, environmental
regulations, and global supply chain disruptions influence consumer purchasing decisions in agricultural technology.
Understanding the resilience of branding strategies in the face of market uncertainties could help businesses and
policymakers develop adaptive marketing approaches that align with evolving consumer expectations. For instance,
studying how climate change policies and government subsidies for sustainable farming technologies impact branding
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effectiveness could offer valuable insights for the sector. As this study was conducted using a quantitative approach,
future studies could integrate qualitative methods such as in-depth interviews and focus groups to explore the
psychological and emotional drivers behind brand preferences. Collecting narratives from Generation Z consumers
involved in digital farming, urban agriculture, or sustainable agribusiness startups could provide richer insights into
how branding influences their decision-making processes. Understanding their motivations for adopting smart farming
technologies, Al-based pest detection, or automated greenhouse management systems would enhance the depth of
branding research in this field. Cross-cultural studies could further investigate whether these findings hold true in
different geographic regions and socio-economic contexts. Given the diverse nature of agricultural industries worldwide,
research comparing branding strategies in high-tech commercial farming in North America with smallholder adoption
of digital tools in developing economies could provide a more global perspective. Identifying cultural differences in
branding preferences for sustainable agriculture technologies, digital cooperatives, and direct-to-consumer farm tech
solutions would enhance the generalizability of the results. Moreover, future research could benefit from incorporating
qualitative methods, such as focus groups or semi-structured interviews, to uncover the deeper psychological and
contextual drivers behind tech adoption decisions within the digital generation. These methods would provide rich,
detailed insights into how individuals interpret and respond to branding strategies beyond what quantitative measures
can capture. Moreover, controlling for potential confounding variables—such as socio-economic background, prior
exposure to technology, and cultural influences—would help isolate the true effects of branding elements and enhance
the validity of future findings. Overall, future research should focus on expanding the scope of branding studies in
agriculture management and informatics, incorporating digital engagement, generational comparisons, external
influences, and qualitative insights to better understand consumer behavior in this evolving sector.

Author Contributions

Conceptualization, D.T. and G.T.; Methodology, D.T. and G.T.; Software, D.T.; Validation, D.T.; Formal Analysis,
D.T.; Investigation, D.T.; Resources, G.T.; Data Curation, D.T.; Writing—Original Draft Preparation, D.T., G.A. and
G.T.; Writing—Review & Editing, D.T., G.A. and G.T.; Visualization, D.T.; Supervision, G.T. and G.A.; Project
Administration, G.T.

Ethics Statement

The whole study was conducted according to the guidelines of the Declaration of Helsinki, and approved by
Department of Organizations Marketing and Tourism International Hellenic University (IHU) (protocol code 1/7-01-
21 and 24 April 2024).

Informed Consent Statement

The study involves human participation and all participants have given a written consent.

Data Availability Statement

The data presented in this study are available on request from the corresponding author.

Funding

This research received no external funding.

Declaration of Competing Interest

There are no conflicts of interest.

References

1. Saeed Z. A study of theories on consumer behavior. J. Comput. Manag. Stud. 2019, 3, 1-29.

2. Manuere HT, Chikazhe L, Manyeruke J. Theoretical models of consumer behaviour: a literature review. Int. J. Educ. Humanit.
Soc. Sci. 2022, 5, 105-112.

3. Pignatti E, Carli G, Canavari M. What really matters? A qualitative analysis on the adoption of innovations in agriculture. J.
Agric. Inform. 2015, 6, 73-84.



Rural and Regional Development 2025, 3, 10009 16 of 19

4,

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.
25.

26.

27.

28.

29.

30.

31.
32.

Barau AA, Afrad MSI. An overview of social media use in agricultural extension service delivery. J. Agric. Inform. 2017, 8,
50-61. doi:10.17700/jai.2017.8.3.395.

Kountios G. The role of agricultural consultants and precision agriculture in the adoption of good agricultural practices and
sustainable water management. Int. J. Sustain. Agric. Manag. Inform. 2022, 8, 144-155.

Strang KD, Bitrus SN, Vajjhala NR. Factors impacting farm management decision making software adoption. /nt. J. Sustain.
Agric. Manag. Inform. 2019, 5, 1-14.

Muhamadi S, Boz I. Factors influencing farmers’ perception of sustainable agriculture: A case study of Musanze District,
Rwanda. Int. J. Sustain. Agric. Manag. Inform. 2022, 8, 408—424.

Vajkai EK, Zsoka A. Brand avoidance behaviour of Gen Z towards fast fashion brands. Vezetéstudomany/Bp. Manag. Rev.
2020, 51, 39-50.

Bandara WHS, Liyanage AUV. Evaluation of Consumer Behaviour of Millennial and Gen Z Generations in the Latvian Retail
Industry. Econ. Bus. 2024, 38, 54—67.

Dragolea LL, Butnaru GI, Kot S, Zamfir CG, Nuta AC, Nuta FM, et al. Determining factors in shaping the sustainable behavior
of the generation Z consumer. Front. Environ. Sci. 2023, 11, 1096183.

Priporas CV, Stylos N, Fotiadis AK. Generation Z consumers’ expectations of interactions in smart retailing: A future agenda.
Comput. Hum. Behav. 2017, 77, 374-381.

Pitanatri PDS, Witarsana IGAG, Kartini NLP, Swandewi NK, Pitanatri MU. Winning over the gen z: Empirical insights into
social media behaviour during travel. Int. J. Prof. Bus. Rev. 2024, 9, 10.

Ghosh P, Upadhyay S, Srivastava V, Dhiman R, Yu L. How influencer characteristics drive Gen Z behavioural intentions of
selecting fast-food restaurants: mediating roles of consumer emotions and self-construal. Br. Food J. 2024, 126, 4072—-4092.
Elkhwesky Z, Abuelhassan AE, Elkhwesky EFY, Khreis SHA. Antecedents and consequences of behavioural intention to use
virtual reality in tourism: evidence from Gen-Y and Gen-Z consumers in Egypt. Tour. Hosp. Res. 2024, 24, 560-576.

Popa A, Barbu CA, Ionascu AE. The New Paradigm of Online Marketing: A Study of Generation Z Consumers’ Behaviour
and Their Attitude Towards Brands. In Proceedings of the 9th BASIQ International Conference on New Trends in Sustainable
Business and Consumption, Constanta, Romania, 810 June 2023; pp. 359-368.

Muhammad AS, Adeshola I, Isiaku L. A mixed study on the “wow” of impulse purchase on Instagram: insights from Gen-Z
in a collectivistic environment. Young Consum. 2024, 25, 128—148.

Shahid T, Ikram M. Navigating the Digital Landscape: Impact of Instagram Influencers’ Credibility on Consumer Behaviour
Among Gen Z and Millennials. Media Lit. Acad. Res. 2024, 7, 95—-113.

Subawa NS, Widhiasthini N, Pika PATP, Suryawati PI, Astawa IND. Generation Z behavior and low price products in the era
of disruption. /nt. J. Soc. Sci. Manag. Rev. 2020, 3, 1-12.

Hinduan ZR, Anggraeni A, Agia MI. Generation Z in Indonesia: The self-driven digital. In The New Generation Z in Asia:
Dynamics, Differences, Digitalisation; Emerald Publishing Limited: Bingley, UK, 2020; pp. 121-134.

Harari TTE, Sela Y, Bareket-Bojmel L. Gen Z during the COVID-19 crisis: A comparative analysis of the differences between
Gen Z and Gen X in resilience, values and attitudes. Curr. Psychol. 2023, 42, 2422324232,

Siddiqui S, Bano N, Hamid S. Travelling to Tourism Destinations through the lens of Sustainability: An extended TPB Model
to predict behavioural intention of Gen Z Consumers. J. Tour. Sustain. Well-Being 2022, 10, 172—188.

Sharma J, Kanchwala F. Consumer Behaviour and Response to Advertisements and Media Channels: Generation XV/S
Generation Z. Aweshkar Res. J. 2022, 29, 47-59.

Ling PS, Chin CH, Yi J, Wong WPM. Green consumption behaviour among generation Z college students in China: the
moderating role of government support. Young Consum. 2024, 25, 507-527.

Bagozzi RP. Social exchange in marketing. J. Acad. Mark. Sci. 1975, 3, 314-327.

Zhao L, Detlor B. Towards a contingency model of knowledge sharing: interaction between social capital and social exchange
theories. Knowl. Manag. Res. Pract. 2023, 21, 197-209.

Ahmad R, Nawaz MR, Ishaq MI, Khan MM, Ashraf HA. Social exchange theory: Systematic review and future directions.
Front. Psychol. 2023, 13, 1015921.

Manzuma-Ndaaba N, Harada Y, Nordin N, Abdullateef A, Rahim A. Application of social exchange theory on relationship
marketing dynamism from higher education service destination loyalty perspective. Manag. Sci. Lett. 2018, 8, 1077-1096.
Hsiao A, Ma E, Manfreda A, Baker M, Xu J. A social exchange perspective on boosting customer loyalty through culturally
competent servers. J. Hosp. Mark. Manag. 2023, 32, 555-577.

Hoang HT. How does service climate influence hotel employees’ brand citizenship behavior? A social exchange and social
identity perspective. Australas. Mark. J. 2022, 30, 51-59.

Parris DL, Guzman F. Evolving brand boundaries and expectations: looking back on brand equity, brand loyalty, and brand
image research to move forward. J. Prod. Brand Manag. 2023, 32, 191-234.

Cropanzano R, Mitchell MS. Social exchange theory: An interdisciplinary review. J. Manag. 2005, 31, 874-900.

Rather RA, Hollebeek LD. Exploring and validating social identification and social exchange-based drivers of hospitality
customer loyalty. Int. J. Contemp. Hosp. Manag. 2019, 31, 1432—-1451.



Rural and Regional Development 2025, 3, 10009 17 of 19

33.

34.

35.

36.

37.

38.

39.
40.

41.

42.

43.

44,

45.

46.

47.

48.

49.

50.

51.

52.

53.

54.

55.

56.

57.

58.

59.

60.

61.

Sierra JJ, McQuitty S. Service providers and customers: social exchange theory and service loyalty. J. Serv. Mark. 2005, 19,
392-400.

Farhana A. Applying Social Exchange Theory to Value Co-Creation Frame: Does it Leads to Customer Loyalty? Sriwij. Int. J.
Dyn. Econ. Bus. 2021, 5, 191-206.

Song J, QuH, Li X. It takes a village!: Customer value co-creation behavior in restaurant social media-based brand community.
J. Hosp. Tour. Res. 2024, 48, 327-352.

Wong IA, Lin Z, Zhang X. A techno-exchange engagement model of social media engagement: A social exchange and
engagement theoretical synthesis. J. Vacat. Mark. 2023, 29, 461-475.

Pham LH, Woyo E, Pham TH, Truong DTX. Value co-creation and destination brand equity: understanding the role of social
commerce information sharing. J. Hosp. Tour. Insights 2023, 6, 1796-1817.

Wang K, Tai JC, Hu HF. Role of brand engagement and co-creation experience in online brand community continuance: A
service-dominant logic perspective. Inf. Process. Manag. 2023, 60, 103136.

Latane B. Dynamic social impact: The creation of culture by communication. J. Commun. 1996, 46, 13-25.

Handarkho YD. Understanding mobile payment continuance usage in physical store through social impact theory and trust
transfer. Asia Pac. J. Mark. Logist. 2021, 33, 1071-1087.

Pulido CM, Ruiz-Eugenio L, Redondo-Sama G, Villarejo-Carballido B. A new application of social impact in social media for
overcoming fake news in health. Int. J. Environ. Res. Public Health 2020, 17, 2430.

White G, Ariyachandra T, White D. Big Data, Ethics, and Social Impact Theory—A Conceptual Framework. J. Manag. Eng.
Integr. 2019, 12, 9-15.

Simon C, Brexendorf TO, Fassnacht M. The impact of external social and internal personal forces on consumers’ brand
community engagement on Facebook. J. Prod. Brand Manag. 2016, 25, 409-423.

Hung WH, Tseng CL, Ho CF, Wu CC. How social impact affects smartphone brand loyalty. J. Comput. Inf. Syst. 2020, 60,
448-458.

Luckenbach F, Schmidt HJ, Henseler J. Building brand meaning in social entrepreneurship organizations: the social impact
brand model. J. Brand Manag. 2023, 30, 207-226.

Aratjo J, Pereira IV, Santos JD. The effect of corporate social responsibility on brand image and brand equity and its impact
on consumer satisfaction. Adm. Sci. 2023, 13, 118.

Hsieh JK. The impact of influencers’ multi-SNS use on followers’ behavioral intentions: An integration of cue consistency
theory and social identity theory. J. Retail. Consum. Serv. 2023, 74, 103397.

Chavadi CA, Sirothiya M, Menon SR, MR V. Modelling the effects of social media—based brand communities on brand trust,
brand equity and consumer response. Vikalpa 2023, 48, 114—-141.

Wiri J, Koku PS, Dobre C, Milovan AM, Hasani VV, Paientko T. The impact of social media marketing on brand awareness,
brand engagement and purchase intention in emerging economies. Mark. Intell. Plan. 2024, 43, 28-49.

Kuster I, Hernandez A. Brand impact on purchase intention. An approach in social networks channel. Econ. Bus. Lett. 2012,
1, 1-9.

Park K, Jiang H. Signaling, verification, and identification: The way corporate social advocacy generates brand loyalty on
social media. Int. J. Bus. Commun. 2023, 60, 439—-463.

Lee CK, Mousa FT, Lee J, Lee SHS. Consumer behaviour and social entreprencurship: the case of South Korea. J. Soc. Entrep.
2024, 15, 585-604.

Varallyai L, Toth M. A LoRa-based custom software to test the reception of accommodation hosts. J. Agric. Inform. 2024, 15,
29-36.

Harjadi D, Fatmasari D, Hidayat A. Consumer identification in cigarette industry: Brand authenticity, brand identification,
brand experience, brand loyalty and brand love. Uncertain. Supply Chain. Manag. 2023, 11, 481-488.

Key TM, Keel AL, Czaplewski AJ, Olson EM. Brand activism change agents: strategic storytelling for impact and authenticity.
J. Strateg. Mark. 2023, 31, 1339-1355.

Shimul AS, Phau I. The role of brand self-congruence, brand love and brand attachment on brand advocacy: A serial mediation
model. Mark. Intell. Plan. 2023, 41, 649-666.

Hungara A, Nobre H. A consumer culture theory perspective of the marketplace: An integrative review and agenda for research.
Int. J. Consum. Stud. 2021, 45, 805-823.

Wagqas M, Hamzah ZLB, Salleh NAM. Customer experience: a systematic literature review and consumer culture theory-
based conceptualisation. Manag. Rev. Q. 2021, 71, 135-176.

Kozinets RV, Jenkins H. Consumer movements, brand activism, and the participatory politics of media: A conversation. J.
Consum. Cult. 2022, 22, 264-282.

Thompson CJ, Arnould E, Veresiu E. Market Mythmaking and Consumer Culture; PublisherSage Publishing: Thousand Oaks,
CA, USA, 2023; Volume 273.

Hwang JK, Kim EJ, Lee SM, Lee YK. Impact of susceptibility to global consumer culture on commitment and loyalty in
botanic cosmetic brands. Sustainability 2021, 13, 892.



Rural and Regional Development 2025, 3, 10009 18 of 19

62.
63.

64.

65.

66.

67.

68.

69.

70.

71.

72.

73.

74.

75.

76.

77.

78.

79.
80.

81.

82.

83.

84.

85.

86.

87.

88.

89.

90.

Ulver S. The conflict market: Polarizing consumer culture (s) in counter-democracy. J. Consum. Cult. 2022, 22, 908-928.
Moorlock E, Dekel-Dachs O, Stokes P, Larsen G. Constructing Consumer-Masstige brand relationships in a volatile social
reality. J. Bus. Res. 2023, 155, 113381.

Ramadania R, Suh J, Rosyadi R, Purmono BB, Rahmawati R. Consumer ethnocentrism, cultural sensitivity, brand credibility
on purchase intentions of domestic cosmetics. Cogent Bus. Manag. 2023, 10, 2229551.

Rachbini W, Soeharso SY, Nugroho AS, Evi T, Rahmawati E. The Impact of Brand Society and Narrative Branding on Brand
Image and its Implications on Consumer Purchase Behavior: A Case Study of Luxury Fashion Brands in Jakarta. J. Law
Sustain. Dev. 2023, 11, e1387.

Gvili Y, Levy S. Consumer engagement in sharing brand-related information on social commerce: The roles of culture and
experience. J. Mark. Commun. 2021, 27, 53-68.

Maria-Teresa MTGR, Pineda APA, David JDFGJ, Gomez F. Brand Community and Symbolic Interactionism: A Literature
Review. Rev. Commun. Res. 2023, 11, 01-32.

Caliandro A, Gandini A, Bainotti L, Anselmi G. The platformization of consumer culture: A theoretical framework. Mark.
Theory 2024, 24, 3-21.

Koskie MM, Freling RE, Locander WB, Freling TH. The role of brand gratitude in consumer relationships with cool brands.
J. Prod. Brand Manag. 2024, 33, 419-435.

Arnould E, Weinberger MF, Crockett D, Thompson CJ. Consumer Culture Theory; Oxford University Press: London, UK,
2023.

Purohit S, Hollebeek LD, Das M, Sigurdsson V. The effect of customers’ brand experience on brand evangelism: The case of
luxury hotels. Tour. Manag. Perspect. 2023, 46, 101092.

Alvarez C, David ME, George M. Types of Consumer-Brand Relationships: A systematic review and future research agenda.
J. Bus. Res. 2023, 160, 113753.

Deryl MD, Verma S, Srivastava V. How does Al drive branding? Towards an integrated theoretical framework for Al-driven
branding. Int. J. Inf. Manag. Data Insights 2023, 3, 100205.

Gambetti RC, Biraghi S. Branded activism: Navigating the tension between culture and market in social media. Futures 2023,
145, 103080.

Ran 'Y, Wan EW. Enjoyment or autonomy? The interactive effect of brand ritual and brand personality on consumer purchase.
Psychol. Mark. 2023, 40, 89—106.

Hollebeek LD, Belk R. Consumers’ technology-facilitated brand engagement and wellbeing: Positivist TAM/PERMA-vs.
Consumer Culture Theory perspectives. Int. J. Res. Mark. 2021, 38, 387—401.

Nechaeva O, Mazzoli V, Donvito R. Brand engagement into self-concept and culture: A literature review for a future research
agenda. J. Brand Manag. 2023, 30, 414-431.

Vieira VA, Liu RL, Mello VG. D. The mediating role of Brand Engagement in the Self-Concept (BESC) in explaining
consumer response: a meta-analytic review. J. Mark. Theory Pract. 2023, 31, 97—-114.

Ajzen 1. The theory of planned behavior: Frequently asked questions. Hum. Behav. Emerg. Technol. 2020, 2, 314-324.
Montano DE, Kasprzyk D. Theory of reasoned action, theory of planned behavior, and the integrated behavioral model.
HealthBehav. Theory Res. Pract. 2015, 70, 231.

Gilal FG, Zhang J, Paul J, Gilal NG. The role of self-determination theory in marketing science: An integrative review and
agenda for research. Eur: Manag. J. 2019, 37, 29—-44.

Mital M, Chang V, Choudhary P, Papa A, Pani AK. Adoption of Internet of Things in India: A test of competing models using
a structured equation modeling approach. Technol. Forecast. Soc. Chang. 2018, 136, 339-346.

Xiao M. Factors influencing eSports viewership: An approach based on the theory of reasoned action. Commun. Sport 2020,
8,92-122.

Paco A, Lavrador T. Environmental knowledge and attitudes and behaviours towards energy consumption. J. Environ. Manag.
2017, 197, 384-392.

Asih D, Setini M, Soelton M, Muna N, Putra I, Darma D, et al. Predicting green product consumption using theory of planned
behavior and reasoned action. Manag. Sci. Lett. 2020, 10, 3367-3374.

Copeland LR, Zhao L. Instagram and theory of reasoned action: US consumers influence of peers online and purchase intention.
Int. J. Fash. Des. Technol. Educ. 2020, 13, 265-279.

Quoquab F, Mohamed Sadom NZ, Mohammad J. Driving customer loyalty in the Malaysian fast food industry: The role of
halal logo, trust and perceived reputation. J. Islam. Mark. 2020, 11, 1367-1387.

Dhir A, Sadiq M, Talwar S, Sakashita M, Kaur P. Why do retail consumers buy green apparel? A knowledge-attitude-
behaviour-context perspective. J. Retail. Consum. Serv. 2021, 59, 102398.

Pang SM, Tan BC, Lau TC. Antecedents of consumers’ purchase intention towards organic food: Integration of theory of
planned behavior and protection motivation theory. Sustainability 2021, 13, 5218.

Mou J, Benyoucef M. Consumer behavior in social commerce: Results from a meta-analysis. Technol. Forecast. Soc. Chang.
2021, 167, 120734.



Rural and Regional Development 2025, 3, 10009 19 of 19

91.

92.

93.

94.

95.

96.

97.

98.

99.

100.

101.
102.

103.

104.

105.

106.

107.
108.

Afandi MTR, Marsasi EG. Fast food industry investigation: the role of brand attitude and brand loyalty on purchase intentions
in generation z based on theory of reasoned action. J. Bus. Entrep. 2023, 5, 206-220.

Brodowsky G, Stewart K, Anderson B. Brand and country influences on purchase intentions: a theory-of-reasoned action
approach. J. Promot. Manag. 2018, 24, 251-269.

Xu'Y, Summers TA, Belleau BD. Who buys American alligator?: Predicting purchase intention of a controversial product. J.
Bus. Res. 2004, 57, 1189-1198.

Belleau BD, Summers TA, Xu Y, Pinel R. Theory of reasoned action: Purchase intention of young consumers. Cloth. Text. Res.
J. 2007, 25, 244-257.

Rindfleisch A, Malter AJ, Ganesan S, Moorman C. Cross-sectional versus longitudinal survey research: Concepts, findings,
and guidelines. J. Mark. Res. 2008, 45,261-279.

Rather RA, Hollebeek LD. Customers’ service-related engagement, experience, and behavioral intent: Moderating role of age.
J. Retail. Consum. Serv. 2021, 60, 102453,

Coudounaris DN, Sthapit E. Antecedents of memorable tourism experience related to behavioral intentions. Psychol. Mark.
2017, 34, 1084-1093.

Tsaur SH, Chiu YT, Wang CH. The visitors behavioral consequences of experiential marketing: An empirical study on Taipei
Zoo. J. Travel Tour. Mark. 2007, 21, 47-64.

Yoo B, Donthu N, Lee S. An examination of selected marketing mix elements and brand equity. J. Acad. Mark. Sci. 2000, 28,
195-211.

Kumar Ranganathan S, Madupu V, Sen S, Brooks JR. Affective and cognitive antecedents of customer loyalty towards e-mail
service providers. J. Serv. Mark. 2013, 27, 195-206.

Johnson D, Grayson K. Cognitive and affective trust in service relationships. J. Bus. Res. 2005, 58, 500-507.

Hanaysha J. The importance of social media advertisements in enhancing brand equity: A study on fast food restaurant industry
in Malaysia. Int. J. Innov. Manag. Technol. 2016, 7, 46-51.

Jin N, Lee S, Huffman L. Impact of restaurant experience on brand image and customer loyalty: Moderating role of dining
motivation. J. Travel Tour. Mark. 2012, 29, 532-551.

Juniwati J. Influence of perceived usefulness, ease of use, risk on attitude and intention to shop online. Eur. J. Bus. Manag.
2014, 6, 218-228.

Hutter K, Hautz J, Dennhardt S, Fiiller J. The impact of user interactions in social media on brand awareness and purchase
intention: the case of MINI on Facebook. J. Prod. Brand Manag. 2013, 22, 342-351.

Ashcroft RE. The declaration of Helsinki. In The Oxford Textbook of Clinical Research Ethics; Oxford University Press:
Oxford, UK, 2008; pp. 141-148.

Keller KL. Brand synthesis: The multidimensionality of brand knowledge. J. Consum. Res. 2003, 29, 595-600.

Yuan J, Shahzad MF, Waheed A, Wang W. Sustainable development in brand loyalty: Exploring the dynamics of corporate social
responsibility, customer attitudes, and emotional contagion. Corp. Soc. Responsib. Environ. Manag. 2024, 31, 1042—1051.



