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(
) 5
( )
0.8 0.9
SAS CALIS (confirmatory
factor analysis; CFA) ( )
(x>) 234.4786 (p <0.0001) 104 GFI=0.9251
AGFI=0.8898 CFI=0.9718 RMR=0.0392 RMSEA=0.0601
p
Joreskog & Sorbom (1993)
GFI AGFI
CFI
(GFI AGFI CFI 0.9 RMR 0.05
RMSEA 0.08 0.05)
t 2.58

227.5662 p <0.0001

GFI=0.93 AGFI=0.89 CFI=0.97
0.9
RMR=0.04 0.05
RMSEA=0.06 0.08
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Mean|Std Dev| Q01 | Q02 | Q03 | Q04 [ Q05 [ Q06 | Q07 | Q08 | Q09 | Q10 | Q11 | Q12 [ Q13 [ Q14 [ Q15 | Q16 Q17

11414 1.40 [1.00

2 14.35] 1.48 [0.41* 1.00

114.64| 1.15 [0.15*( 0.08 [ 1.00

2|4.44| 1.30 |0.05| 0.05 |0.68**| 1.00

3|4.74 1.18 ]0.11*| 0.13* [0.62**0.72**| 1.00

4(4.94| 1.17 |0.10 | 0.10 |0.60**[0.58**[0.70**( 1.00

5/4.57 | 1.29 |-0.01] -0.03 |0.53**|0.59**|0.57**[0.62**| 1.00

6/4.63| 1.24 |0.05 [-0.0007/0.59**|0.66**|0.70**[0.67**[0.68**| 1.00

714.81| 1.22 |0.08 | 0.07 |0.58**|0.59**|0.65**|0.70**|0.68**[0.81**| 1.00

1(4.30| 1.35 (-0.03|-0.14**0.44**[0.47**[0.43**|0.46**[0.62**[0.57**|0.59**| 1.00

2|14.20( 1.29 0.02 | -0.08 [0.53**0.54**|0.52**[0.49**|0.59**|0.61**[0.57**|0.69**[ 1.00

11466 | 1.29 [0.08 | 0.05 [0.49**[0.47**/0.52**|0.58**[0.48**|0.63**|0.58**[0.48**|0.55**| 1.00

2|14.67( 1.24 0.14*| 0.04 (0.49**/0.43**|0.46**[0.54**0.47**|0.58**[0.59**|0.50**[0.54**(0.86**| 1.00

3|14.76 [ 1.29 ]0.12*| 0.02 [0.49**/0.48**|0.50**[0.55**0.49**|0.59**[0.59**|0.47**[0.50**(0.80**|0.84**| 1.00

414.72] 1.29 [0.13*| 0.08 [0.45**|0.46**[0.51**0.51**|0.47**[0.56**|0.55**|0.43**[0.52**|0.76**|0.77**[0.83**| 1.00

1(4.39| 1.45 (-0.01] -0.10 |0.50**[0.49**0.47**|0.54**[0.59**|0.58**|0.57**[0.70**|0.67**|0.52**[0.52**|0.50**|0.48**| 1.00

21469 1.31 |0.05 | -0.06 (0.48**[0.51**|0.51**[0.58**0.61**|0.60**[0.61**|0.61**|0.60**(0.57**|0.56**|0.58**[0.52**|0.77**[1.00

=348 * p<0.05 ** p<0.01

( ) (v22=0.71 p
<0.01) (y1=0.79 p  <0.01)

(y21=

0.19 p <0.05)

(B21:0.13 p <005) ([322:0.93
p <0.01)
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t

N=348
2 (d=105) 227.5662
(df=105)
Null model y? (df=136) 4764.409
CFI 0.97
GFI 0.93
AGFI 0.89
RMR 0.04
RMSEA 0.06

&— (n2) V21 -0.19 0.07 -2.54*

(§2)— (n2) V22 0.71 0.07 10.16**

€1)— (n1) Y1 0.01 0.05 0.28

(£2)— (n1) Vi2 0.79 0.05 14 .57

(n1)— (n2) B 0.13 0.06 2.28*

(n1)— (n3) Bai 0.08 0.06 1.46

(n2)— (n3) B3z 0.93 0.08 11.95%

(€1) (§2) P12 0.05 0.05 1.14

* t >258( p <0.01) * t >1.96( p <0.05)




131

F 0.20 38.22 29.19 33.72 19.40

p 0.65 0.00* 0.00** 0.00** 0.00**

F 2.62 2.65 0.87 1.69 1.67

p 0.051 0.049* 0.46 0.17 0.17

F 1.13 0.08 0.78 0.02 1.24

p 0.29 0.78 0.38 0.89 0.27

F 1.78 3.47 1.28 1.27 0.50

p 0.17 0.03* 0.28 0.28 0.61

F 1.15 2.06 212 4.09 1.67

p 0.33 0.048* 0.04* 0.00** 0.12

F 0.88 1.53 0.86 0.80 1.30

p 0.57 0.11 0.58 0.65 0.22

F 1.49 0.75 0.99 1.07 0.87

p 0.07 0.80 0.49 0.37 0.64

* p <001 * p <0.05

( 174.47 GFI=0.88

AGFI=0.83 CFI=0.97 RMR=0.05 RMSEA=0.07) (

182.13 GFI=0.91

(Y21=-0.07

t

=-1.04)

p <0.05

AGFI=0.86 CFI=0.97

(y21=-0.28

RMR=0.05 RMSEA=0.06)

t =-225)
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2 174.47 182.13
X (df=106) (df=104)
Null model ¥ > (df=136) | 2117.41 2634.38
CFlI 0.97 0.97
GFI 0.88 0.91
AGFI 0.83 0.86
RMR 0.05 0.05
RMSEA 0.07 0.06
— Y21 -0.07 0.07 -1.04 Y21 -0.28 0.12 |-2.25*
— V22 0.46 0.10 4.73* V22 0.80 0.10 |7.96**
— Y11 -0.05 0.06 -0.96 Y11 0.19 0.11 1.70
— V12 0.81 0.07 | 11.23* V12 0.67 0.09 |7.87*
— B21 0.29 0.09 3.12** B2s 0.17 0.08 | 2.01*
- Bar 011 | 012 | 0.89 Bar 0.08 | 0.07 | 1.11
— Ba2 0.98 0.17 5.78** Ba2 0.80 0.08 |9.63**
P12 -0.14 | 0.07 | -1.87 P12 0.22 | 0.06 |3.51™
* t >258( p <001) * t >19( p <0.05)
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A Study of the Relationship among
Controllability, Trust, and Pre-purchase
Expectation

Yu-Ming CHUNG

ABSTRACT

The predictability of the process and results involved in an exchange relationship is not only of concern to
consumers practicing network transactions, but also a focal point for management and marketing scholars
studying pre-purchase behavior of consumers. Controllability, trust, and pre-purchase expectations,
furthermore, have always played a key role in influencing the process and results of exchange relationships. To
date, however, few scholars have explored their interrelationships and their impact on transaction intention.
Hence, this study uses trust as a central concept for an integrated research on the influences of controllability,
trust, and pre-purchase expectations on consumers’ transaction intention. Our findings reveal that the webpage
scenario generates in the consumer two types of perceptions: controllability and trustworthiness. While
controllability produces a negative effect on consumer’ trust intention, trustworthiness produces a salient
positive effect on consumer’ pre-purchase expectations and trust intention. Furthermore, pre-purchase
expectations must be mediated by trust intention to exert influences on transaction intention. Trust intention is
therefore an important mediating variable leading to transaction intention in the consumer, and should be

regarded as an attitudinal concept.

Keywords: controllability, trustworthiness, trust intention, expectation
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