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Abstract Building on the motivation—ability (MA) theoretical framework, we de-
velop a motivation—trust—vulnerability (MTV) framework to explain behavioral de-
cision making in situations of uncertainty and vulnerability. We apply our new
framework to cross-border online shopping, which is characterized by uncertain
benefits, potential losses, and increased vulnerability of making cross-border online
purchases at foreign online vendors. The MTV framework (1) explains the mecha-
nism of cross-border online shopping by considering the effects and interactions of
motivation, trust, and vulnerability (2), offers a new conceptualization of perceived
vulnerability and (3) is applicable to culturally and economically distinct country
markets. The findings from two major e-commerce markets (China and Germany;
N = 808) support our framework and suggest that perceived vulnerability acts as
an obstacle that prevents consumers from cross-border online shopping. However,
in interaction with trust towards foreign online vendors perceived vulnerability pos-
itively affects the relationship between motivating factors and cross-border online
purchase intentions. Our findings help explaining consumers’ cross-border online
purchasing intentions and provide guidance for retail managers and policy makers
on recognizing and coping with trust and vulnerability in international relations.
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1 Introduction

Cross-border online shopping is a recent development fostered by globalization and
the increasing digitalization of markets. According to a study by DPD and Kantar
(2018) conducted among 24,328 consumers across 21 countries, 58% of online shop-
pers have already bought goods online from foreign vendors. Moreover, worldwide
cross-border e-commerce transactions develop faster than domestic online retail in
most country markets, highlighting the relevance of cross-border online purchases
for firms, vendors and brands (Payvision 2017). When online shoppers are actively
crossing the national country border to shop online, several conditions change:
Cross-border online shoppers are motivated to digitally cross country borders for
specific benefits, such as better prices and more choice when shopping with for-
eign online vendors (Wagner et al. 2016). However, cross-border online shopping is
still highly unregulated, and a formal legal system to protect potential cross-border
online shoppers is mostly lacking (BEUC 2017). Additionally, the complexity of
the combination of international and digital market activities, as it is the case with
cross-border online shopping, demands increased knowledge and skills of the con-
sumers involved. As a result, cross-border online shopping entails additional benefits
that motivate cross-border online purchases as well as requirements (knowledge and
skills) that, if lacking, increase consumer vulnerability for cross-border online shop-
pers (Guo et al. 2018). In this research, we focus and shed light especially on the
role of vulnerability in the context of cross-border online-shopping.

Vulnerability in cross-border online shopping includes lack of knowledge (e.g.,
about international customer rights, tariffs, and duties) and lack of skills, (e.g.,
language capabilities, securing international payments), which are mainly barriers
that might not arise in a national context, but explicitly in an international context
(Kawa and Zdrenka 2016; Safari and Thilenius 2013). Therefore, cross-border online
shoppers are vulnerable when their access to resources (e.g., knowledge) and control
over resources (e.g., skills to judge foreign online vendors) are restricted in the
international marketplace (Hill and Sharma 2020). Because of these restrictions, trust
towards foreign online vendors has been suggested to play a crucial role in reducing
the consumers’ perceived uncertainty based on the psychic distance between the
consumer and the foreign online vendor (Safari and Thilenius 2013). Also, Rousseau
et al. (1998) assume that the willingness to accept vulnerability is increased by trust.
Consequently, the interrelationship between consumer vulnerability and trust may
influence consumers’ international online shopping behavior, which in turn affects
online retailers’ international marketing strategy.

This research contributes to international business knowledge by answering the
following research question: How does the interrelationship of trust and vulnerabil-
ity affect cross-border online purchasing? By addressing this research question, our
study contributes to developing international business theory in three ways. First,
we develop and empirically test a conceptual framework that helps to understand
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Fig. 1 Conceptual model of the motivation-trust-vulnerability framework

the relationship of motivation, trust and vulnerability (MTV) in the context of cross-
border online shopping. By investigating this relationship, we clarify how and under
what conditions trust and vulnerability affect cross-border online shopping. Second,
we empirically test a new conceptualization of perceived vulnerability. As Shultz
and Holbrook (2009) suggest, this conceptualization uses lack of knowledge and
lack of skills as two underlying dimensions of vulnerability. In particular, we pro-
pose and explain why, in the context of cross-border online shopping, vulnerability
should be conceptualized and measured through lack of perceived cross-border on-
line shopping knowledge and lack of perceived cross-border online shopping skills
to avoid common evaluation biases when consumers should judge their own vulner-
ability (Jones and Middleton 2007). Third, we account for cross-national differences
by testing our model in two culturally and economically distinct large e-commerce
country markets (Germany and China). This cross-national investigation provides
a first indication of the generalizability of the MTV framework. Moreover, as the
practical contribution of this study with regard to international business manage-
ment, we illustrate the interrelationships of benefits and trust towards foreign online
vendors (two dimensions that can be directly influenced by firms’ marketing activ-
ities) with the perceived vulnerability of cross-border online shopping (an external
dimension that arises from the uncertain environment of cross-border online shop-
ping). We also discuss how retail managers and policy makers can cope with the
vulnerability of cross-border online shoppers and perform trust-building activities.

2 Development of a Motivation—Trust—Vulnerabilty (MTV) Framework

The theoretical foundation of our motivation-trust-vulnerability framework is based
on expectancy theory (Vroom 1964), self-efficacy theory (Bandura 1977) and trust
theories (Morgan and Hunt 1994), which we will explain in detail in the following.
We use Merton’s (1957) motivation-ability (MA) theoretical framework as a concep-
tual starting point to explain the effect of how cross-border online shopping benefits
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motivate cross-border online purchases and how vulnerability moderates this re-
lationship. Vroom’s (1964) expectancy theory can explain the development of the
motivation to make cross-border online purchases based on specific benefits of cross-
border online shopping. Moderating effects of vulnerability are rooted in Bandura’s
(1977) self-efficacy theory, which states that individuals try to assess whether they
have the required skills or knowledge to successfully perform a particular behavior,
in our case cross-border online purchasing. We refer to trust theories, for example
brought up by Morgan and Hunt (1994), to explain the moderating effect of trust in
our model.

Our conceptual starting point, the original MA framework, postulates that a com-
bination of motivation and ability shapes the nature and intensity of actions (Merton
1957). Based on the general influences of motivation and ability, scholars can ap-
ply the MA framework to determine the tendency to perform any specific behavior
(Burnkrant 1976). Therefore, scholars in various fields, including marketing (e.g.,
Grewal et al. 2001; Sprott et al. 2001) and international business (e.g., Minbaeva
et al. 2003; Bahadir et al. 2015), adopt and apply the MA framework in their studies.
In line with these studies, we use the MA framework as a starting point to explain
how the relationship of perceived cross-border online shopping benefits that moti-
vate cross-border online purchases is moderated by trust and vulnerability in the
context of cross-border online purchases (see Fig. 1). In the following, we theorize
and explain the selection and interrelationship of motivation, trust and vulnerability
in our framework, identify variables that reflect each of these causes and derive
hypotheses.

2.1 Consumers’ Motivation for Cross-Border Online Shopping

According to the MA framework, the psychological driver that influences the degree
to which an individual is inclined to perform a behavior is motivation (Rauch et al.
2015). Expectancy theory (Vroom 1964) argues that behavior results from conscious
choices among alternatives whose purpose is to maximize benefits. In the context
of cross-border online shopping, consumers are motivated by the anticipation of
benefits which are related to cross-border online shopping., e.g., cheaper prices,
greater product selection (Wagner et al. 2016). Previous studies empirically validate
the motivational effect of shopping benefits on online purchasing behavior, and from
the theoretical perspective, there is a consensus on the relationship (e.g., Forsythe
et al. 2006). Therefore, we state that this is a well-known argument, and we assume
that the relationship between consumers’ shopping motivation based on perceived
benefits and shopping behavior will hold for cross-border online shopping. Thus,
this direct effect serves merely as our baseline hypothesis, as we focus on the
less understood interaction effects (Andersson et al. 2014). Our baseline hypothesis
postulates the following:

Hypothesis 1 Cross-border online purchases are motivated by cross-border online
shopping benefits.
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2.2 Vulnerability in the Context of Cross-Border Online Shopping

Drawing on the MA framework, we first elaborate the relationship of ability and
vulnerability in the context of cross-border online shopping and then argue why we
include vulnerability in our framework. Ability refers to the physiological and cog-
nitive capabilities that enable an individual to perform a behavior effectively (Rauch
et al. 2015). To conceptualize ability, we follow previous research that regards abil-
ity as an individual’s knowledge and capability to acquire the relevant skills to carry
out a particular task (e.g., Siemsen et al. 2008). Theoretically, this conceptualization
of ability and its effects is rooted in Bandura’s (1977) self-efficacy theory, which
states that individuals assess whether they have the required skills or knowledge
desired to achieve their goals through their beliefs about their ability to successfully
perform a particular behavior. Stewart and Pavlou (2002) suggest that a consumer’s
ability to complete an online transaction represents an attempt by the consumer to
acquire information in a structure in which the desired information is uncertain. For
cross-border online purchases, consumers need to acquire even more knowledge and
skills to compensate for the additional uncertainties of international online transac-
tions (Safari and Thilenius 2013). For example, cross-border online shoppers need
specific knowledge and skills to be able to calculate the total cost of a cross-border
online purchase (which possibly includes the exchange rate, delivery costs, customs
duty, and tariffs). If consumers do not possess this financial knowledge and cannot
acquire these skills, they are financially vulnerable with regard to cross-border on-
line shopping. Further areas of cross-border online shopping vulnerability involve
legal (e.g., asserted rights), cultural (e.g., unknown language of customer service),
physical (e.g., harmful products) and privacy (e.g., data skimming) factors (Guo
et al. 2018).

To integrate the concepts of ability and vulnerability, we adopt the perspective
of Shultz and Holbrook (2009), who state that lack of knowledge and the lack
of capabilities to acquire the relevant skills and information to perform a specific
task (i.e., lack of ability) create consumer vulnerability. In particular, Shultz and
Holbrook (2009) suggest a two-dimensional conceptualization of vulnerability in
which consumers are doubly vulnerable if they (1) do not know what is beneficial
for them and (2) do not have the skills or other resources needed to acquire what
would benefit them. Regarding this conceptualization, ability and vulnerability are
the opposite ends on a continuum, i.e., higher levels of ability lead to lower levels of
vulnerability and vice versa. This conceptualization is in line with Hill and Sharma
(2020), who define consumer vulnerability as a state in which consumers are subject
to harm because their access to and control over resources are restricted in ways
that significantly inhibit their ability to function in the marketplace. With regard to
this conceptualization lack of knowledge reflects a resource limitation, while lack of
capabilities to acquire the relevant skills reflects restricted control (Hill and Sharma
2020). We include cross-border online shopping vulnerability in our framework
because vulnerability is directly related to the uncertainties of cross-border online
shopping, i.e., the losses related to obtaining the expected gains (Safari and Thilenius
2013). This new conceptualization of perceived vulnerability (reflected by lack of
ability), which we empirically test in this research, refers to the uncertainties of
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cross-border online shopping and the related vulnerability of international online
shoppers. It also has another advantage: Because it is often difficult for individuals
to assess their own vulnerability, the evaluation of one’s own ability instead of
vulnerability should avoid social desirability bias with regard to the interpretation
of vulnerability as weakness or naivety (Jones and Middleton 2007).

Moreover, we propose that perceived vulnerability will have two contradictory
effects on consumer behavior: a negative direct effect on cross-border online pur-
chases and a positive moderating effect on the relationship between cross-border
online shopping benefits and cross-border online purchases. A moderator variable is
a variable that modifies or changes the strength or direction of the relationship be-
tween two other variables. We consider vulnerability as a moderator variable because
vulnerability can influence the relationship between cross-border online shopping
benefits and cross-border online shopping purchases. Consumers who perceive more
uncertainties associated with online purchases will be deterred from online shopping
(Forsythe et al. 2006). Therefore, we theorize that the more insecure consumers feel
with regard to their skills and knowledge with regard to cross-border online shop-
ping, the more vulnerable they will feel and the greater the likelihood that they will
refrain from cross-border online purchasing. However, the existence of cross-bor-
der online shopping vulnerability might also cause consumers to focus on benefits
that motivate cross-border online purchases and repress potential negative outcomes,
thus leading to an overestimation of the benefits that they will obtain from cross-
border online shopping (Jones and Middleton 2007). As our theoretical argument
for the positive moderating effect of vulnerability on the relationship between cross-
border online shopping benefits and cross-border online purchases, we propose that
because vulnerability involves lack of knowledge and lack of skills, the perceived
benefits that are easily accessible (e.g., cheaper prices) overlay the inherent vulner-
ability, increasing the motivating effect on cross-border online purchase behavior.
This effect is due to an imbalance between gains and losses in the cognitive weight-
ing mechanism (Kahneman and Lovallo 1993). In particular, potential losses are
not perceived because they are not known (because of no previous experiences or
information), or they are cognitively repressed as a strategy of dissonance reduction
(Harmeling et al. 2015). Therefore, we conclude that vulnerable consumers, i.e.,
individuals who have less knowledge and skills with regard to cross-border online
shopping, might be more motivated to cross-border online shopping because they
directly experience certain benefits of cross-border online shopping without having
the knowledge or the skills to assess the uncertainties. We can model the proposed
relationship as a moderating (two-way interaction) effect in which the impact of
perceived benefits on cross-border online purchases is strengthened when the level
of vulnerability is higher. In summary, we propose the following:

Hypothesis 2 Perceived vulnerability has (a) a negative direct effect on cross-

border online purchases but (b) positively moderates the relationship between cross-
border online shopping benefits and cross-border online purchases.
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Cross-National Comparison: Cross-Border Online Shopping in China & Germany
Cross-Border Online
Shopping Vulnerability

Lack of Lack of

Skills Kaow-

ledge
Trust
Trust towards Foreign H3b (+) —»
Online Vendors \
H2b (+) H2a(-)

. \l\ Cross-Border Online
Motivation H3a (+) Purchases
H3b (+) \

Cross-Border Online ¥ L. Future (Intention)
R 2. Past (Actual Purchases)
Shopping Benefits

3. Satisfaction

A 4

Note: The thicker lines are the relationships of focus. H3b appears twice to indicate the moderated moderation.

Fig. 2 Research model of the motivation-trust-vulnerability framework for cross-border online shopping

2.3 Trust Towards Foreign Online Vendors

We refer to trust theories, for example brought up by Morgan and Hunt (1994), to ex-
plain the effect of trust in our model. In online environments in which vendors’ true
intentions are especially difficult to assess, trust is a crucial antecedent of behavioral
activities (Bleier and Eisenbeiss 2015). As research on Internet shopping argues that
shopping online inherently involves higher levels of uncertainty than does shopping
at a physical store, we argue that cross-border online shopping involves higher lev-
els of uncertainty than does domestic online shopping (Lim et al. 2004). Potential
cross-border online shoppers often lack information on foreign online vendors (e.g.,
whether the store is legitimate, what payment service is available or whether the
products offered are genuine or counterfeit). When information about foreign online
vendors is lacking, trust serves as a key foundation on which online shoppers base
their purchase decisions (Urban et al. 2009). Therefore, in the uncertain environ-
ment of cross-border e-commerce, trust functions as a catalyst for transactions, as
it reduces perceived risks (Pavlou 2003). Consequently, we theorize that consumers
who generally trust foreign online vendors tend to be more tolerant of a higher level
of uncertainty when transacting with foreign vendors, which should positively affect
their cross-border online purchase behavior.

While we control for the above postulated direct effect of trust towards foreign
online vendors, our focus is on the interaction effect of trust and perceived vul-
nerability on the relationship between cross-border online shopping benefits that
motivate cross-border purchases, i.e., we postulate a three-way interaction in which
trust moderates the moderating effect of perceived vulnerability (see Fig. 2). Our
argumentation for this three-way interaction effect derives from the theoretical ra-
tionale of the relationship between trust and vulnerability. Trust is a way of dealing
with vulnerability such that individuals who trust still feel vulnerable but the more
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they trust, the less they expect to actually be harmed (Tsui-Auch and Mollering
2010). Previous research discusses the relationship between perceived vulnerability
and trust with regard to whether trust comes before or after vulnerability (Bigley and
Pearce 1998). We follow the perspective of Mayer et al. (1995), who assume that
trusting individuals start from a neutral position from which they decide to increase
or decrease vulnerability. In this sense, trust is not risk taking per se; rather, it is the
willingness to take risk (Mayer et al. 1995). Because trust increases one’s willing-
ness to accept uncertainties and risks, we assume that trust towards foreign online
vendors increases the moderating effect of perceived vulnerability, which—as stated
in H2—moderates the relationship between cross-border online shopping benefits
and cross-border online purchases (Rousseau et al. 1998). Accordingly, we postulate
the following:

Hypothesis 3 Trust towards foreign online vendors has (a) a positive direct effect
on cross-border online purchases and (b) positively moderates the moderating effect
of vulnerability on the relationship between cross-border online shopping benefits
and cross-border online purchases.

Our research model of the MTV framework for cross-border online shopping
summarizes our theoretical reasoning, as illustrated in Fig. 2. In line with previous
research, we combine three theories in our MTV framework to give a more complete
account of the researched phenomenon (Sparrowe and Mayer 2011). By doing this,
we also take into account that the underlying theoretical mechanism linking the rela-
tionship between moderator and dependent variable must differ from the theoretical
mechanism that influences the main relationship (Andersson et al. 2014).

3 Method
3.1 Procedure and Sample

To test the generalizability of our framework, we select two culturally and econom-
ically distinct country markets: China and Germany. We select China and Germany
because both countries show certain differences with regard to the cultural dimen-
sions uncertainty avoidance and individualism—collectivism (see Table 1), which
research identifies as being the most relevant to online shopping because of their
link to the willingness to accept the potential risks of online shopping and to trust un-
known online vendors (Lim et al. 2004). Additionally, we select China and Germany
because both countries are among the five largest e-commerce markets worldwide,
indicating a large tendency to engage in and the relevance of online shopping (Es-
hopworld 2018). In particular, there are relevant differences in market size, economic
conditions, market development and culture that can lead to discriminative market
factors between Germany and China and that can affect cross-border online shop-
ping. A comparison between these two country markets based on various economic
and cultural criteria is presented in Table 1.

We generate data for our further analyses and hypothesis testing using two online
questionnaires that are identical with regard to their content (both in national lan-
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Table 1 Economical and cultural comparison between China and Germany

China Germany Source
Population (2017) 1.4 billion 82.7 million The World Bank (2019)
GNI per capita (2017) 8690 US$ 43,490 US$

Imports of goods and services
(2017)

Exports of goods and services
(2017)

Median age (2018)

Online shoppers (2018)
Online sales (2018)

Uncertainty avoidance score
Individualism score

2.2 trillion US$

2.4 trillion US$

37.4

1 billion

636.1 billion
US$

30
20

1.5 trillion US$

1.7 trillion US$

47.1

63.9 million

70.4 billion
US$

65
67

‘World Population Review
(2019)
Eshopworld (2018)

Hofstede (2019)

guages: German and Mandarin Chinese). For this purpose, we perform translation-
back-translation (from German to Mandarin Chinese), conducted by four indepen-
dent coders (Chinese native speakers living in Germany with fluent German language
proficiency), to guarantee translation adequacy while considering the cultural con-
text (Chidlow et al. 2014). We distribute the Chinese questionnaires via e-mail and
social networks, generating a convenience sample of Chinese online shoppers. To
collect the German data, we use a local research agency panel of adult online shop-
pers. Before analyzing the data, we eliminate the data sets of all participants with
a processing time that is less than half the median (less than 10min) because this
low processing time indicates a low level of engagement with regard to reading and
answering all the questions. Furthermore, we conduct plausibility checks, e.g., elim-
inating the data of the participants whose answers contain variances of zero among
all items. We obtain a data set consisting of N=808 consumers, of whom 452 are
from Germany (51.8% female, M,,.=44.02 years) and 356 are from China (54.5%
female, My =28.22 years). A total of 64.2% of the German and 53.4% of the Chi-
nese respondents have already made a cross-border online purchase. To account for
differences in demographics between the Chinese and German samples, we include
gender, age, income and online shopping affinity (number of online purchases within
the last twelve months) as control variables in our analysis.

3.2 Measurements

We rely on established multi-item scales from previous studies that we identify
and modify to fit the context of our study (see Table 2). To capture future cross-
border online purchases, we adapt Pavlou’s (2003) online purchasing intention scale,
which consists of three items. To account for actual cross-border online purchasing
behavior, we use the answer to the question of whether the respondents have made
cross-border online purchases in the past. This variable is a dichotomous variable
reflecting past cross-border online purchase behavior (0=not made cross-border
online purchases; 1=made cross-border online purchases). We evaluate satisfaction
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Table 2 Measurement instruments: Factor Loadings

Measurement instrument (China/Germany) Factor Loading

(7-point Likert scale: 1=strongly agree, 7= strongly disagree) China Germany

Intention to cross-border online purchase (0.=0.90/0.98, CR=10.89/0.98, AVE=0.74/0.95)

Given the chance, I intend to visit foreign online vendors to 0.87 0.98
shop online

Given the chance, I expect to order items from foreign online 0.94 0.97
vendors in the future

I will likely purchase items from foreign online vendors 0.76 0.97
Cross-border online shopping benefits (a.=0.83/0.88, CR=0.84/0.87, AVE=0.63/0.70)

I think purchasing from an online vendor outside my home 0.78 0.84

country would be beneficial

I think purchasing from an online vendor outside my home 0.86 0.81
country can lead to good results

I think purchasing from an online vendor outside my home 0.73 0.85
country can have certain advantages

Trust towards foreign online vendors (0.=0.92/0.94, CR=0.92/0.95, AVE=0.79/0.85)

Foreign online vendors are reliable 0.88 0.90
Foreign online vendors are trustworthy 0.92 0.97
I trust foreign online vendors 0.87 0.90

Cross-Border Online Shopping Vulnerability
Lack of perceived knowledge (a.=0.91/0.96)

I know everything I need to know to make wise foreign online 0.88 0.94
purchases. (R)

I know everything I need to know to competently purchase from 0.88 0.97
foreign online vendors. (R)

I know everything I need to know to successfully purchase from 0.87 0.93
foreign online vendors. (R)

Lack of perceived skills (a.=0.88/0.98)

I can easily acquire all skills and information to make wise 0.79 0.97
foreign online purchases. (R)

I can easily acquire all skills and information to competently 0.85 0.98
purchase from foreign online vendors. (R)

I can easily acquire all skills and information to successfully 0.88 0.96
purchase from foreign online vendors. (R)

Factor loadings derived from CFA in AMOS25
a Cronbach’s alpha, CR composite reliability, AVE average variance extracted, (R) reverse-coded

with cross-border online shopping, which is a variable that indicates an outcome
of the expectations and actual performance of cross-border online purchases, only
for the respondents who have already made cross-border online purchases in the
past. To measure satisfaction, we adapt three items (e.g., ““I think that I did the right
thing when I purchased at foreign online vendors.”; a=0.77) from Cronin et al.
(2000). To measure perceived cross-border online shopping benefits, we adapt three
items from Meuter et al. (2005) to the context of our study. Trust is measured using
a three-item scale (Yoon 2009). Perceived vulnerability is measured as a reflective
construct with a two-factor structure, with each factor consisting of three items, that
encompasses perceived lack of knowledge and perceived lack of skills, as proposed
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Table 3 Discriminant validity assessment and inter-construct correlations: Chinese sample (N=356)

Cross-Border Cross-Border Trust towards Cross-Border
Online Purchase Online Shop- Foreign Online Online Shopping
Intention ping Benefits Vendors Vulnerability

Cross-Border 0.86 - - -

Online Purchase

Intention

Cross-Border 0.72%** 0.79 - -

Online Shopping

Benefits

Trust towards 0.69%** 0.71%** 0.89 -

Foreign Online

Vendors

Cross-Border —0.35%#:% —0.44%3%* —(0.39%s#* 0.98

Online Shopping

Vulnerability

Correlations are shown below the diagonal, AVEs on the main diagonal (bold)
*k if p<0.01

by Shultz and Holbrook (2009). We adapt a measurement scale for perceived lack
of knowledge and perceived lack of skills from Grewal et al. (2001) to address the
lack of a compatible vulnerability scale in the literature that captures consumers’
perceived lack of knowledge and skills to successfully conduct cross-border online
shopping. By measuring perceived vulnerability with items of ability dimensions,
we decide to use a reverse-coded scale approach; studies usually apply such an
approach to measure constructs that have negative connotations or that are difficult
for respondents to assess, such as emotional stability (Cucina et al. 2019), job
complexity (Morgeson and Humphrey 2006) or role ambiguity (Rizzo et al. 1970).
We measure all constructs via seven-point Likert scales. Additionally, we pretest the
measurement scales via an online survey with students from both countries to assess
the reliability and comprehensibility of our adapted scales; the pretesting confirms
the reliability and comprehensibility of our measurement instruments.

3.3 Reliability and Validity

We investigate the dimensionality, reliability, and validity of our construct measures
via exploratory and confirmatory factor analysis (CFA). The average variance ex-
tracted (AVE) values not less than 0.63 for all scales, the Cronbach’s alpha values
of 0.83 and above and the composite reliability (CR) values of 0.84 and above are
all satisfactory and reflect high levels of scale consistency (see Table 2). In addi-
tion, we assess all reflective scales for discriminant validity by applying Fornell
and Larcker’s (1981) criterion, indicating that discriminant validity should not be
a problem because no construct shares more variance with any other construct than
with its own indicators (see Tables 3 and 4). To ensure that multicollinearity was
not a problem within our study, we tested variance inflation factors (VIF), which
showed all a measurement below 2, therefore under the recommended threshold
of 10. Moreover, we checked the inter-construct correlations between all variables
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Table 4 Discriminant validity assessment and inter-construct correlations: German sample (N=452)

Cross-Border Cross-Border Trust towards Cross-Border
Online Purchase Online Shop- Foreign Online Online Shopping
Intention ping Benefits Vendors Vulnerability

Cross-Border 0.97 - - -

Online Purchase

Intention

Cross-Border 0.71%#** 0.83 - -

Online Shopping

Benefits

Trust towards 0.68%** 0.63%** 0.92 -

Foreign Online

Vendors

Cross-Border —0.68*#* —0.59%#* —0.65%#* 0.86

Online Shopping

Vulnerability

Correlations are shown below the diagonal, AVEs on the main diagonal (bold)
*k if p<0.01

of our model as well as between of all control variables for both samples and found
no indication for multicollinearity.

To conduct CFA of the measurement model on the Chinese and German datasets
individually, we use the maximum likelihood (ML) estimation procedure with
AMOS 25. The model yields an acceptable model fit with the sample data from
China (y¥df=3.71; RMSEA =0.09; CFI=0.95; TLI=0.93; SRMR =0.05) and Ger-
many (y¥df=2.58; RMSEA=0.06; CFI=0.99; TLI=0.98; SRMR=0.03). Each
factor loading is statistically significant, and the standardized values are above the
recommended threshold of 0.70 (Germany: 0.81 and above; China: 0.73 and above)
for all items (Bagozzi and Yi 1988).

3.4 Measurement Invariance

We perform tests of multigroup invariance to examine the equivalence of the pro-
posed measurement model across the two country samples. Following the proce-
dures suggested by Steenkamp and Baumgartner (1998), we first estimate a multi-
group CFA model without any restrictions on the parameters across country groups.
The overall model fit is sufficient, thus supporting configural invariance (global
¥2/df=2.52; RMSEA =0.04; CFI=0.97; TLI=0.97; SRMR = 0.03). Next, we assess
metric invariance by constraining the factor loadings in the two groups to be equal
and comparing this model with another model in which the factor loadings are free
to be estimated across groups. The results indicate that the two samples are not
fully invariant because the constrained model has a significantly higher chi-square
(A%2(20)=197.5, p<0.05). Therefore, we find that there is no full metric invariance
(i.e., we cannot analyze a total model using the pooled data of both country groups).
However, the test results indicate partial metric invariance; thus, we can estimate
two independent models and compare the results (Awanis et al. 2017).
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3.5 Common Method Bias

In our analyses, the evaluations of both the antecedents and the outcome measures
in the model stem from the same person, which might produce common method bias
(Chang et al. 2010). Following the suggestion of Podsakoff et al. (2003) to account
for common method variance, we take several approaches and perform several tests.
Ex ante, we assure the respondents of the anonymity and confidentiality of the
study and indicate that there are no right or wrong answers and that they should
answer as honestly as possible. Moreover, we counterbalance the order of questions
relating to different scales and constructs and randomize the order of the items in
our online survey. We also include a marker variable in our questionnaire that is
conceptually independent of the latent variables in our study. Also, we examine the
correlation of the marker variable with the other variables from the research model
using the correlational technique, which is one of the options proposed by Simmering
et al. (2015). Specifically, we choose a variable to measure the consumer’s charity
participation likelihood (e.g., “How likely are you to donate money?”’) on a 7-point
Likert scale (1 =Not at all likely, 7= Very likely) because it is theoretically unrelated
to the constructs of our model. The marker variable is not significantly related to
any of the variables in the model; therefore, the results of the marker variable testing
provide further evidence that common method variance is not a serious problem in
our study.

4 Results

Because we obtain partial metric invariance, we calculate separate models for the
Chinese and German samples. To test our hypotheses, we first conduct covariance-
based structural equation modeling (CB-SEM) in AMOS 25. CB-SEM provides
a means of accounting for measurement error, allows comparison of nested models
for hypothesis testing, and accommodates moderated moderation models. This esti-
mation method makes it possible to test of each of the proposed moderators and to
derive further insights into the moderation effect.

All model fit criteria indicate an adequate model specification for both models:
China (y¥df=2.94; RMSEA =0.07; CFI=0.94; TLI=0.92; SRMR =0.04) and Ger-
many (x*/df=2.27; RMSEA =0.05; CFI=0.98; TLI=0.98; SRMR=0.03). The R?
values of cross-border online purchase intentions for Germany (0.73) and China
(0.64) indicate an adequate model specification for all calculated models. Table 5
shows all the results of our hypothesis tests. Regarding H1, our data support our
baseline hypothesis that cross-border online shopping benefits motivate cross-bor-
der online purchase intentions for both the Chinese ($=0.48, p<0.01) and Ger-
man ($=0.49 p<0.01) samples. Regarding H2a, vulnerability has a negative effect,
thus inhibiting cross-border online purchase intentions for both Chinese (f=-0.25,
p<0.01) and German (B=-0.20, p<0.01) online shoppers.

Regarding the hypothesized two-way interaction effect (H2b) in which vulnerabil-
ity positively affects the relationship between cross-border online shopping benefits
and cross-border online purchase intention, we find that the moderating effect is sig-
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Table 5 Effects of cross-border online shopping benefits, trust and vulnerability on cross-border online
purchase intention

Chinese Sample (C) German Sample (G) Hypothesis C/G

Beta Co- Sig. Beta Co- Sig.
efficient efficient
Cross-Border Online Shopping £=0.48*** 0.00 £=0.49%** 0.00 H1 viv

Benefits — Cross-Border

Online Purchase Intention

Cross-Border Online Shopping L=-0.20%*%* 0.00 L=-0.25%*%* 0.00 H2a viv
Vulnerability — Cross-Border

Online Purchase Intention

Trust towards foreign online £=0.33**%* 0.00 £=0.28%*%* 0.00 H3a viv
vendors — Cross-Border

Online Purchase Intention

Age — Cross-Border Online £=0.04 0.25 p=-0.07*% 0.01 Control RV
Purchase Intention

Gender — Cross-Border On- £=0.04 0.19 p=-0.03 0.26 Control ~ %/%
line Purchase Intention

Income — Cross-Border On- p=-0.07%* 0.03 £=-0.03 0.28 Control  v//%
line Purchase Intention

Online Shopping Affin- £=0.02 0.62 £=0.00 0.93 Control ~ %/%

ity = Cross-Border Online
Purchase Intention

Cross-Border Online Shop- p=0.11* 0.05 £=0.07 0.20 H2b ViR
ping Benefits x Cross-Border

Online Shopping Vulnerabil-

ity = Cross-Border Online

Purchase Intention

Cross-Border Online Shopping p=0.12**  0.01 L=0.27*%% .00 H3b viv
Benefits x Trust towards for-

eign online vendors x Cross-

Border Online Shopping Vul-

nerability — Cross-Border

Online Purchase Intention

Sample Size (N) 356 452 - -

Standardized beta coefficients are shown. Direct effects result from the model analysis (PROCESS:
Model 3) including interaction effects

C/G China/Germany

*k if p<0.01, ** if p<0.05, * if p<0.10

nificant only for the Chinese sample (3=0.11, p<0.1); in contrast, the moderating
effect is not significant for the German sample (=0.07, p=0.20). Our data for both
the Chinese (3=0.33, p<0.01) and German ($=0.28, p<0.01) samples demonstrate
the positive direct effect of trust on cross-border purchase intentions, supporting
H3a. Regarding the proposed three-way interaction in which trust enhances the
moderating effect of vulnerability on the relationship between cross-border online
shopping benefits and cross-border purchase intention, we find a significant effect
for the Chinese sample (3=0.12, p<0.01) and an even stronger effect for the Ger-
man sample ($=0.27, p<0.01), supporting H3b. Regarding our control variables,
we find only two significant effects. For the Chinese sample, income has a small
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Table 6 Effects of cross-border online shopping benefits, trust and vulnerability on past cross-border
online purchase in the past

Chinese Sample (C) German Sample (G) Hypothesis C/G

Beta Co- Sig. Beta Co- Sig.
efficient efficient

Cross-Border Online Shopping p=0.21**  0.02 £=0.20%*%  0.01 HI1 viv
Benefits — Cross-Border

Online Purchase in the Past

(yes/no)

Cross-Border Online Shopping L=-0.26%*%* 0.00 L=-0.27**%* 0.00 H2a viv
Vulnerability — Cross-Border

Online Purchase in the Past

(yes/no)

Trust towards foreign online p=0.17**  0.04 £=0.24%%% (.00 H3a viv
vendors — Cross-Border

Online Purchase in the Past

(yes/no)

Age — Cross-Border Online p=-0.03 0.58 p=-0.23%** 0.00 Control  %/v/
Purchase in the Past (yes/no)

Gender — Cross-Border £=0.18*** 0.00 £=0.00 0.95 Control  v//%
Online Purchase in the Past
(yes/no)

Income — Cross-Border p=-0.07 0.16 £=0.08* 0.05 Control  %/v/
Online Purchase in the Past
(yes/no)

Online Shopping Affin- £=0.01 0.79 £=0.03 0.45 Control ~ %/%
ity = Cross-Border Online
Purchase in the Past (yes/no)

Cross-Border Online Shop- £=-0.07 0.26 £=0.12 0.17 H2b ®/%
ping Benefits x Cross-Border

Online Shopping Vulnerabil-

ity = Cross-Border Online

Purchase in the Past (yes/no)

Cross-Border Online Shopping £=-0.02 0.75 £=0.35%*%% 0.00 H3b RV
Benefits x Trust towards for-

eign online vendors x Cross-

Border Online Shopping Vul-

nerability — Cross-Border

Online Purchase in the Past

(yes/no)

Sample Size (N) 356 452 - -

Standardized beta coefficients are shown. Direct effects result from the model analysis (PROCESS:
Model 3) including interaction effects

C/G China/Germany

***kif p<0.01, ** if p<0.05, * if p<0.10

effect (3=-0.07**, p<0.05) on cross-border online purchase intentions, while for
the German sample, age affects cross-border online purchase intentions (f=-0.07%%*,
p<0.05).

As additional robustness tests and because measurement of behavioral intentions
is not without criticism with regard to the predictive power of actual purchase
behavior, we test our hypotheses with actual cross-border online purchasing behavior
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Table 7 Effects of cross-border online shopping benefits, trust and vulnerability on satisfaction with
cross-border online purchases

Chinese Sample (C) German Sample (G) Hypothesis C/G

Beta Co- Sig. Beta Co- Sig.
efficient efficient
Cross-Border Online Shopping p=0.17 0.21 £=0.28**%* (.00 HI1 RV

Benefits — Satisfaction with

cross-border online purchases

Cross-Border Online Shopping L=-0.26%*%* 0.00 L=-0.26%** 0.00 H2a viv
Vulnerability — Satisfaction

with cross-border online pur-

chases

Trust towards foreign online p=0.24%*  0.04 £=0.39%** 0.00 H3a viv
vendors — Satisfaction with

cross-border online purchases

Age — Satisfaction with £=0.02 0.70 p=0.10%*%  0.02 Control  %/v/
cross-border online purchases
Gender — Satisfaction with p=-0.02 0.77 p=-0.01 0.70 Control ~ %/%
cross-border online purchases
Income — Satisfaction with p=0.11* 0.07 p=-0.01 0.79 Control ~ v/%
cross-border online purchases
Online Shopping Affin- £=0.04 0.46 £=-0.03 0.45 Control ~ %/%

ity — Satisfaction with cross-
border online purchases

Cross-Border Online Shop- p=0.15 0.21 p=0.15%%  0.04 H2b RV
ping Benefits x Cross-Border

Online Shopping Vulnerabil-

ity — Satisfaction with cross-

border online purchases

Cross-Border Online Shopping p=0.11 0.36 p=0.12% 0.05 H3b 14
Benefits x Trust towards for-

eign online vendors x Cross-

Border Online Shopping Vul-

nerability — Satisfaction with

cross-border online purchases

Sample Size (N) 190 290 - -

Standardized beta coefficients are shown. Direct effects result from the model analysis (PROCESS:
Model 3) including interaction effects

C/G China/Germany

***kif p<0.01, ** if p<0.05, * if p<0.10

in the past and satisfaction with previous cross-border online purchases as two
additional outcome variables (see Tables 6 and 7). While the proposed relationships
between benefits, trust and vulnerability lead to comparable effects, fewer of these
effects are significant, especially with regard to the Chinese sample (see Tables 6
and 7). However, this finding might be a methodological issue and the result of the
smaller sample sizes when we consider actual purchases (Reinartz et al. 2009).
Moreover, we corroborate the CB-SEM analyses by conducting moderated mod-
eration analyses using Model 3 of Hayes’ SPSS macro PROCESS (Hayes 2018). In
particular, to calculate the moderated moderation effect, we used PROCESS Model 3
procedure in SPSS (Hayes 2018, p. 585). In line with Dawson (2014), this analysis
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Effect of Trust on Interaction between Benefits and
Vulnerability — Chinese Sample N = 356
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Note: Orange colored area indicates range when the three-way interaction of benefits, trust and vulnerability is significant.
Fig. 3 Conditional effect of trust on interaction between benefits and vulnerability: Chinese sample

(N=356)

Effect of Trust on Interaction between Benefits and
Vulnerability — German Sample N = 452
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Note: Orange colored area indicates range when the three-way interaction of benefits, trust and vulnerability is significant.

Fig. 4 Conditional effect of trust on interaction between benefits and vulnerability: German sample
(N=452)

method calculates all the necessary interactions and estimates the best-fitting regres-
sion model. The output of the PROCESS analyses allows us to draw more accurate
conclusions about the three-way interaction effect of trust, vulnerability and benefits.
As input for the PROCESS calculation, we create composite scales of each latent
factor that are weighted based on each item’s factor loading in AMOS. Then, using
the PROCESS Model 3 macro (using OLS regression for the intention and satisfac-
tion variable and logistic regression for the dichotomous past purchases variable),
we calculate bias-corrected bootstrap confidence intervals using 5000 resamples.
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The results of the moderated moderation analyses using PROCESS are similar to
those of the CB-SEM analysis; hence, we focus on the additional analysis methods
that PROCESS offers. In particular, we want to identify regions in the range of
trust in which the effect of vulnerability on the relationship between cross-border
online shopping benefits and cross-border online purchases is significant. To do so,
we use floodlight analysis based on the Johnson—Neyman technique (Hayes 2018).
Floodlight analysis is appropriate when the continuous moderating variable lacks
natural values for high vs. low levels (as in the case of trust) and the intention is to
overcome the arbitrariness of using standard deviation of the moderator variable, as
done in the spotlight analysis (Grinstein and Riefler 2015). Therefore, our floodlight
analysis serves to identify the range(s) of trust for which the moderating effect of
perceived vulnerability becomes significant. The results of the floodlight analyses
are illustrated in Fig. 3 for the Chinese sample and Fig. 4 for the German sample.
Figure 3 shows that for the Chinese sample, the interaction between cross-border
online shopping benefits and vulnerability transitions (orange colored area) between
statistically nonsignificant and significant when trust=—1.17 (mean trust). Above
this value, there is a significantly positive two-way interaction between cross-border
online shopping benefits and vulnerability. Below this value, vulnerability does not
moderate the effect of cross-border online shopping benefits on cross-border online
purchase intentions.

Figure 4 shows that for the German sample, the interaction between cross-bor-
der online shopping benefits and vulnerability transitions (orange colored area) be-
tween statistically nonsignificant and significant when trust=-2.67 (mean trust) and
trust=0 (mean trust). Below the value of —2.67 and above the value of 0 (mean
trust), there is a significantly positive two-way interaction between cross-border on-
line shopping benefits and vulnerability. Comparing the two country samples, we find
that the floodlight analyses suggest that for German online shoppers, a higher level
of trust is necessary so that perceived vulnerability is compensated and increases
the effect of perceived cross-border online shopping benefits on cross-border on-
line purchasing intentions. For the Chinese sample, the three-way interaction effect
becomes significant even at a below average level of trust, but the effect is less
pronounced compared to the German sample.

5 Discussion

The results of our analyses in the context of cross-border online shopping pro-
vide empirical support for the appropriateness and cross-national applicability of
the MTV framework. In particular, our findings show that while cross-border online
shopping benefits builds the main motivational effect and trust towards foreign on-
line vendors also has a positive effect, perceived vulnerability decreases cross-border
online purchasing intentions. These direct effects are largely consistent across the
two country samples from China and Germany and in line with previous findings
on the inhibiting effects of vulnerability (e.g., Tsui-Auch and Moéllering 2010). Re-
garding the proposed moderation effect, the results are less consistent and challenge
previous understanding of the role of perceived vulnerability. We find support for
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a significant moderating effect of vulnerability only for the Chinese example, while
there is a small but nonsignificant positive effect in the German sample. The different
results between the German and Chinese samples might be explained by the dif-
ferent expressions of their cultural identity. For example, Hofstede (2009) assumes
that consumers from different countries have different attitudinal expressions which
can lead to different behaviors. In particular, the cultural dimensions of uncertainty
avoidance can shape cross-border online shopping behavior with regard to consumer
vulnerability, which according to Hofstede (2019) varies greatly between Germany
and China, as well as the cultural dimensions of individualism and power distance,
which might also affect the general consumer vulnerability in a country.

However, the moderated moderation effect, i.e., the three-way interaction of trust
towards foreign online vendors and perceived vulnerability, significantly increases
the motivation to make cross-border online purchases for both country samples. In
light of the findings of our floodlight analysis, it seems that vulnerability entails
a reinforcing effect of cross-border online shopping behavior when a certain level
of trust is present. Therefore, in line with Tsui-Auch and Mdllering (2010), we find
that negative effects of vulnerability can be absorbed by building trust. However,
while Tsui-Auch and Mollering (2010), propose only a direct relationship between
trust and perceived vulnerability, we theorize and empirically validate an interac-
tion effect. In this regard, our findings suggest that the vulnerability construct may
challenge the established relationships between key variables of consumer behavior
and that the inclusion of perceived vulnerability as a moderator variable can result
in unexpected changes in well-researched relationships. By shedding light on these
relationships, the MTV framework provides more fine-grained theoretical clarity
regarding the effect that motivates cross-border online shopping, and it offers im-
plications for retail managers and policy makers who have to deal with uncertain
situations that increase vulnerability of consumers.

5.1 Theoretical Implications

Our study contributes to international business and marketing theory by extending
and respecifying the MA framework (Merton 1957) to advance our understanding of
the effect through which vulnerability influences cross-border online shopping be-
havior. To understand this effect, we go beyond the simplistic argument “it depends”
and consider the underlying interactions of the relationship between cross-border
online shopping benefits and intention to understand the conditions under which
this relationship applies (Andersson et al. 2014). Following Shultz and Holbrook’s
(2009) conceptualization of vulnerability, we assume that the factor of ability is re-
ciprocal with the concept of vulnerability in cross-border online shopping, meaning
that a lower level of ability corresponds to a higher level of vulnerability. There-
fore, this research also offers implications for the conceptualization of vulnerability.
Here, we theorize and demonstrate the higher-order reflective structure of perceived
vulnerability as a combination of perceived lack of knowledge and perceived lack
of skills.

Our findings make an important contribution to online shopping research by
identifying that vulnerability affects cross-border online shopping in two different
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ways: via a direct negative effect and via an indirect positive moderating effect. With
the MTV framework, we therefore extend research on domestic online shopping that
focuses solely on benefits and risks (e.g., Forsythe et al. 2006), but not on the lack of
knowledge and lack of skills which create perceived vulnerability and affect cross-
border online purchases. The introduction of a new conceptualization of perceived
vulnerability into the international marketing literature and its integration in a holistic
MTV framework offer a certain potential for helping to explain effectiveness in
intercultural interactions.

In our two initial analyses, the MTV framework demonstrates its cross-cultural
applicability and the potential to explain the effect of cross-border online shopping.
Therefore, the MTV framework appears robust across countries with different cul-
tural and economic backgrounds. Naturally, the usefulness of this new framework
must establish its validity in a series of further studies. Because relationships depend
on particular environmental conditions, the MTV framework might be appropriate to
understand further motivation effects in situations that involve uncertain outcomes
and high levels of vulnerability. Therefore, the MTV framework might also be ap-
plicable to further studies in international business where situations with increased
uncertainty occur, for example, how the vulnerability (e.g., lacking language skills
or limited knowledge about Chinese culture) of international managers operating in
transition economies such as China and their trust towards the multinational corpo-
ration (MNC) affect their work motivations (Tsui-Auch and Mollering 2010).

The creation and empirical validation of the MTV framework is a step that is
consistent with the development of a mid-range theory that links vulnerability per-
ceptions to consumer behavior and international activities. Previous research on the
topic of perceived vulnerability in international business studies is scarce and con-
siders vulnerability mostly as an antecedent to managerial practices (Tsui-Auch and
Mobllering 2010). Derived from the MA framework, the combination of motivation
and ability is primarily applied in the context of the main effect and as static factors
influencing desired outcomes (e.g., Grewal et al. 2001; Bahadir et al. 2015). Al-
though scholars agree that behavior across various contexts is a function of ability
(or vulnerability) and motivation, there is no general agreement on the effect through
which these factors operate (Siemsen et al. 2008). Indeed, it is possible that these
factors combine in different ways across differing contexts. In line with Minbaeva
et al. (2003), we show that effects not only result from the impact of individual
variables, but also from the interaction of these variables. Moreover, mixed research
results suggest that high levels of ability and motivation are not always valid pre-
cursors of behaviors (Moorman and Matulich 1993). For example, research finds
that consumers who are moderately motivated and moderately able to perform some
activities, perform most effectively (Bettman and Park 1980). These mixed findings
indicate that with regard to the interaction of motivation and ability, a relationship of
“the more, the better” might not exist in all cases. Our conceptualization of vulnera-
bility as lack of ability might contribute to explaining these contradictory findings to
some extent and help in examining the boundaries of the MA theoretical framework
(Andersson et al. 2014).
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5.2 Managerial Implications

A major implication of our findings for international business practice is that vulner-
ability may serve as an internationalization barrier to the cross-border activities of
consumers that may counteract the cross-border e-commerce efforts of companies to
sell to international shoppers online. In particular, our findings suggest that managers
must cope with vulnerability and take measures to decrease vulnerability. Marketing
strategies should aim to neutralize feelings of vulnerability and to take advantage
of consumer trust (Bart et al. 2005). The negative impact of vulnerability on cross-
border online purchasing intentions indicates a chance for online vendors to in-
crease consumers’ willingness to make cross-border online purchases by increasing
knowledge and skills. Online vendors can increase knowledge by providing relevant
information, for example, about the expected costs, delivery time, and return pol-
icy. Regarding skills, cross-border e-commerce should be manageable by customers
with the same set of skills that are necessary for domestic online shopping to reduce
the uncertainties and barriers of cross-border online shopping. For example, online
vendors should provide the same language, currency, and payment services as in
the domestic market of the online shopper. Doing so is important because only cus-
tomers who are satisfied with their cross-border online shopping experiences will
continue to buy from foreign online vendors and thus represent loyal and long-term
profitable customers.

Whenever, consumers are potentially vulnerable, the question arises, if marketing
activities that target the vulnerable consumer group are unethical (Jones and Mid-
dleton 2007). Firms are urged to avoid intended or unintended unethical marketing
strategies for cross-border e-commerce, for example by concealing the actual place
of location or displaying nontransparent delivery or return shipment costs. More-
over, retail managers are encouraged to develop a normative prescriptive framework
for ethical conduct on the part of the cross-border e-commerce business that con-
siders vulnerability of foreign online shoppers. This measures would also help to
increase trust in foreign online vendors, which as our findings suggest, is necessary
to strengthen the positive relationship between cross-border online shopping benefits
and the intentions to conduct cross-border online purchases (Bart et al. 2005). That
trust is important for online transactions is well-known, but its interaction with per-
ceived vulnerability underlines the relevance of this construct for online relationship
building even more.

Additionally, cross-border online shopping vulnerability arises because there are
almost no existing international rules or norms in place to protect cross-border online
shoppers. Most existing trade agreements between countries were signed in the
predigital era to cover traditional flows of goods. Because cross-border e-commerce
is related to direct shipments from foreign online vendors to customers in countries
abroad, there is a lack of control and influence. This situation makes it even more
important for governmental institutions and policy makers to help consumers develop
the necessary knowledge and skills with regard to cross-border online shopping.
Such knowledge and skills can be maintained by providing relevant information
and educating consumers or by developing and offering tools that support online-
shoppers, such as cross-border tax and tariffs calculators. Moreover, policy makers
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can take measures to help online shoppers to access the trustworthiness of foreign
online vendors, to avoid a general frivolously trusting that can result in vulnerability.

6 Limitations and Directions for Future Research

Our research has some limitations, which can serve as starting points for future
research. Because our study is based on just two country samples, future research
must assess the generalizability of the MTV framework by applying it to further
country markets. Replications of our study that use different country combinations
and that capture additional motivational determinants or further moderators are nec-
essary to establish the generalizability and robustness of our findings. For example,
consumer characteristics such as consumer ethnocentrism or cosmopolitanism may
also influence or moderate cross-border online purchasing intentions (Riefler et al.
2012).

Furthermore, in this cross-national context, cultural influences could also be con-
sidered more strongly, such as Hofstede’s cultural dimensions (2009), which already
indicate that consumers from different cultures have different behavioral expres-
sions, which in turn also shape their consumption behavior. Also, about half of the
participants have already participated in cross-border e-commerce. Therefore, an
endogeneity problem could arise here, since it cannot be controlled whether a suc-
cessful cross-border e-commerce purchase in the past has influenced the perceived
benefits of these participants. At least this effect can be excluded for the other half
of the participants who have never participated in cross-border e-commerce.

Additionally, our measurement of the constructs that reflect motivation, trust and
vulnerability relies on self-reporting by participants and is thus subject to the criti-
cisms leveled at all self-report measures (see Donaldson and Grant-Vallone 2002).
We have included both experienced and inexperienced participants in some of our
analyses. With regard to future cross-border online shopping behavior, we were in-
terested in the intention to generally shop at a foreign online retailer, which can be
formed by both inexperienced and experienced participants, regardless of whether
they already have experience or not. However, at the beginning of the study, each
participant had to read an explanatory note describing cross-border online shopping
and how it differs from national online shopping to ensure the same basic know-
ledge of all participants. Further research might use other measures and techniques
to operationalize the MTV dimensions. For example, research might examine trans-
action data that include information on the residence of shoppers, thus helping to
obtain a more concrete picture of cross-border online transactions and objective vul-
nerability that arises in cross-border e-commerce transactions between two specific
country markets with or without trade and legal agreements. In this context, actual
and perceived vulnerability of cross-border online shopping, might differ between
country markets that share uniform market regulations within economic unions, such
as the European Union and country markets with no common regulations (European
Commission 2015). Moreover, we focus specifically on trust towards foreign online
vendors because in online transactions, the online vendor is the key actor with regard
to the exchange of money for goods. However, we cover only general trust and do not
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focus on the brands, specific vendors or the countries of origin of online vendors. In
addition, future research should consider further dimensions of trust, such as trust in
technologies, institutions or service providers for payment and delivery, that are also
related to cross-border online shopping. Moreover, in future research studies, cross-
border online shopping benefits, vulnerability, and trust could be manipulated in an
experimental setting, which, on the one hand, provides additional insights into the
interaction of these determinants, and, on the other hand, could reduce endogeneity
concerns of the study.

Funding Open Access funding enabled and organized by Schmalenbach-Gesellschaft and German Aca-
demic Association for Business Research.

Open Access This article is licensed under a Creative Commons Attribution 4.0 International License,
which permits use, sharing, adaptation, distribution and reproduction in any medium or format, as long as
you give appropriate credit to the original author(s) and the source, provide a link to the Creative Com-
mons licence, and indicate if changes were made. The images or other third party material in this article
are included in the article’s Creative Commons licence, unless indicated otherwise in a credit line to the
material. If material is not included in the article’s Creative Commons licence and your intended use is not
permitted by statutory regulation or exceeds the permitted use, you will need to obtain permission directly
from the copyright holder. To view a copy of this licence, visit http://creativecommons.org/licenses/by/4.
0/.

References

Andersson, Ulf, Alvaro Cuervo-Cazurra, and Bo Bernhard Nielsen. 2014. From the Editors. Explaining
interaction effects within and across levels of analysis. Journal of International Business Studies
45(9):1063-1071. https://doi.org/10.1007/978-3-030-22113-3_1.

Awanis, Sandra, Bodo B. Schlegelmilch, and Charles Chi Cui. 2017. Asia’s materialists. Reconciling col-
lectivism and materialism. Journal of International Business Studies 48(8):964-991. https://doi.org/
10.1057/541267-017-0096-6.

Bagozzi, Richard P., and Youjae Yi. 1988. On the evaluation of structural equation models. Journal of the
Academy of Marketing Science 16(1):74-94. https://doi.org/10.1007/BF02723327.

Bahadir, S. Cem, Sundar G. Bharadwaj, and Rajendra K. Srivastava. 2015. Marketing mix and brand
sales in global markets. Examining the contingent role of country-market characteristics. Journal of
International Business Studies 46(5):596—619. https://doi.org/10.1057/jibs.2014.69.

Bandura, Albert. 1977. Self-efficacy. Toward a unifying theory of behavioral change. Psychological Review
84(2):191-215. https://doi.org/10.1037/0033-295X.84.2.191.

Bart, Yakov, Venkatesh Shankar, Sultan Fareena, and Glen L. Urban. 2005. Are the drivers and role of
online trust the same for all web sites and consumers? A large-scale exploratory empirical study.
Journal of Marketing 69(4):133—152. https://doi.org/10.1509/jmkg.2005.69.4.133.

Bettman, James R., and C. Whan Park. 1980. Effects of prior knowledge and experience and phase of the
choice process on consumer decision processes. A protocol analysis. Journal of Consumer Research
7(3):234-248. https://doi.org/10.1086/208812.

BEUC. 2017. The challenge of protecting EU consumers in global online markets. https://www.vzbv.de/
sites/default/files/downloads/2017/11/08/17-11-08_brochure-vzbv-beuc-1r3.pdf. Accessed 11 Apr
2022.

Bigley, Gregory A., and Jone L. Pearce. 1998. Straining for shared meaning in organization science. Prob-
lems of trust and distrust. The Academy of Management Review 23(3):405-421. https://doi.org/10.
5465/amr.1998.926618.

Bleier, Alexander, and Maik Eisenbeiss. 2015. The importance of trust for personalized online advertising.
Journal of Retailing 91(3):390—409. https://doi.org/10.1016/j.jretai.2015.04.001.

Burnkrant, Robert E. 1976. A motivational model of information processing intensity. Journal of Consumer
Research 3(1):21-30. https://doi.org/10.1086/208647.

@ Springer


http://creativecommons.org/licenses/by/4.0/
http://creativecommons.org/licenses/by/4.0/
https://doi.org/10.1007/978-3-030-22113-3_1
https://doi.org/10.1057/s41267-017-0096-6
https://doi.org/10.1057/s41267-017-0096-6
https://doi.org/10.1007/BF02723327
https://doi.org/10.1057/jibs.2014.69
https://doi.org/10.1037/0033-295X.84.2.191
https://doi.org/10.1509/jmkg.2005.69.4.133
https://doi.org/10.1086/208812
https://www.vzbv.de/sites/default/files/downloads/2017/11/08/17-11-08_brochure-vzbv-beuc-lr3.pdf
https://www.vzbv.de/sites/default/files/downloads/2017/11/08/17-11-08_brochure-vzbv-beuc-lr3.pdf
https://doi.org/10.5465/amr.1998.926618
https://doi.org/10.5465/amr.1998.926618
https://doi.org/10.1016/j.jretai.2015.04.001
https://doi.org/10.1086/208647

412 Schmalenbachs Zeitschrift fiir betriebswirtschaftliche Forschung (2023) 75:389—414

Chang, Sea-Jin, Arjen van Witteloostuijn, and Lorraine Eden. 2010. From the Editors. Common method
variance in international business research. Journal of International Business Studies 41(2):178-184.
https://doi.org/10.1057/jibs.2009.88.

Chidlow, Agnieszka, Emmanuella Plakoyiannaki, and Catherine Welch. 2014. Translation in cross-lan-
guage international business research. Beyond equivalence. Journal of International Business Studies
45(5):562-582. https://doi.org/10.1057/jibs.2013.67.

Cronin, J. Joseph, Jr, Michael K. Brady, and G.M. Tomas Hult. 2000. Assessing the effects of quality,
value, and customer satisfaction on consumer behavioral intentions in service environments. Journal
of Retailing 76(2):193-218. https://doi.org/10.1016/S0022-4359(00)00028-2.

Cucina, Jeffrey M., Nicholas L. Vasilopoulos, Su Chihwei, Henry H. Busciglio, Irina Cozma, Arwen
H. DeCostanza, Nicholas R. Martin, and Megan N. Shaw. 2019. The effects of empirical keying
of personality measures on faking and criterion-related validity. Journal of Business and Psychology
34(3):337-356. https://doi.org/10.1007/s10869-018-9544-y.

Dawson, Jeremy F. 2014. Moderation in management research: What, why, when, and how. Journal of
Business and Psychology 29(1):1-19. https://doi.org/10.1007/s10869-013-9308-7.

Donaldson, Stewart I., and Elisa J. Grant-Vallone. 2002. Understanding self-report bias in organizational
behavior research. Journal of Business and Psychology 17(2):245-260. https://doi.org/10.1023/A:
1019637632584.

DPD, and Kantar. 2018. E-shopper barometer 2018. https://eshopperbarometer.dpd.com/content/home/
corporate-brochure-en-web.pdf. Accessed 11 Apr 2022.

Eshopworld. 2018. Global ecommerce market ranking 2019. https://www.worldretailcongress.com/__
media/Global_ecommerce_Market_Ranking_2019_001.pdf. Accessed 11 Apr 2022.

European Commission. 2015. Policy and market solutions to stimulate cross-border e-commerce Policy
and market solutions to stimulate cross-border e-commerce in Europe. https://ec.europa.eu/futurium/
en/system/files/ged/ecommerce_europe_-_priority_paper_-_07052015_-_may_2015_final.pdf. Ac-
cessed 20 Dec 2022.

Fornell, Claes, and David F. Larcker. 1981. Evaluating structural equation models with unobservable vari-
ables and measurement error. Journal of Marketing Research 18(1):39-50. https://doi.org/10.1177/
002224378101800104.

Forsythe, Sandra, Liu Chuanlan, David Shannon, and Liu C. Gardner. 2006. Development of a scale
to measure the perceived benefits and risks of online shopping. Journal of Interactive Marketing
20(2):55-75. https://doi.org/10.1002/dir.20061.

Grewal, Rajdeep, James M. Comer, and Raj Mehta. 2001. An investigation into the antecedents of organi-
zational participation in business-to-business electronic markets. Journal of Marketing 65(3):17-33.
https://doi.org/10.1509/jmkg.65.3.17.18331.

Grinstein, Amir, and Petra Riefler. 2015. Citizens of the (green) world? Cosmopolitan orientation and
sustainability. Journal of International Business Studies 46(6):694—714. https://doi.org/10.1057/jibs.
2015.1.

Guo, Yue, Bao Yongchuan, J. Stuart Barnes, and Khuong Le-Nguyen. 2018. To sell or not to sell. Exploring
sellers’ trust and risk of chargeback fraud in cross-border electronic commerce. Information Systems
Journal 28(2):359-383. https://doi.org/10.1111/isj.12144.

Harmeling, Colleen M., Peter Magnusson, and Nitish Singh. 2015. Beyond anger. A deeper look at con-
sumer animosity. Journal of International Business Studies 46(6):676—693. https://doi.org/10.1057/
jibs.2014.74.

Hayes, Andrew F. 2018. Introduction to mediation, moderation, and conditional process analysis. A re-
gression-based approach. New York, London: Guilford.

Hill, Ronald P., and Eesha Sharma. 2020. Consumer vulnerability. Journal of Consumer Psychology
30(3):551-570.

Hofstede, Gerard. 2009. Geert Hofstede cultural dimensions

Hofstede, Gerard. 2019. Hofstede Insights—Country Comparison: China and Germany. https://www.
hofstede-insights.com/country-comparison/china, germany/. Accessed 11 Apr 2022.

Jones, Jeri Lynn, and Karen L. Middleton. 2007. Ethical decision-making by consumers. The roles of
product harm and consumer vulnerability. Journal of Business Ethics 70(3):247-264. https://doi.org/
10.1007/510551-006-9109-2.

Kahneman, Daniel, and Dan Lovallo. 1993. Timid choices and bold forecasts. A cognitive perspective on
risk taking. Management Science 39(1):17-31. https://doi.org/10.1287/mnsc.39.1.17.

Kawa, Arkadiusz, and Wojciech Zdrenka. 2016. Conception of integrator in cross-border ecommerce. Log-
Forum 12:63-73. https://doi.org/10.17270/J.LOG.2016.1.6.

@ Springer


https://doi.org/10.1057/jibs.2009.88
https://doi.org/10.1057/jibs.2013.67
https://doi.org/10.1016/S0022-4359(00)00028-2
https://doi.org/10.1007/s10869-018-9544-y
https://doi.org/10.1007/s10869-013-9308-7
https://doi.org/10.1023/A:1019637632584
https://doi.org/10.1023/A:1019637632584
https://eshopperbarometer.dpd.com/content/home/corporate-brochure-en-web.pdf
https://eshopperbarometer.dpd.com/content/home/corporate-brochure-en-web.pdf
https://www.worldretailcongress.com/__media/Global_ecommerce_Market_Ranking_2019_001.pdf
https://www.worldretailcongress.com/__media/Global_ecommerce_Market_Ranking_2019_001.pdf
https://ec.europa.eu/futurium/en/system/files/ged/ecommerce_europe_-_priority_paper_-_07052015_-_may_2015_final.pdf
https://ec.europa.eu/futurium/en/system/files/ged/ecommerce_europe_-_priority_paper_-_07052015_-_may_2015_final.pdf
https://doi.org/10.1177/002224378101800104
https://doi.org/10.1177/002224378101800104
https://doi.org/10.1002/dir.20061
https://doi.org/10.1509/jmkg.65.3.17.18331
https://doi.org/10.1057/jibs.2015.1
https://doi.org/10.1057/jibs.2015.1
https://doi.org/10.1111/isj.12144
https://doi.org/10.1057/jibs.2014.74
https://doi.org/10.1057/jibs.2014.74
https://www.hofstede-insights.com/country-comparison/china,germany/
https://www.hofstede-insights.com/country-comparison/china,germany/
https://doi.org/10.1007/s10551-006-9109-2
https://doi.org/10.1007/s10551-006-9109-2
https://doi.org/10.1287/mnsc.39.1.17
https://doi.org/10.17270/J.LOG.2016.1.6

Schmalenbachs Zeitschrift fiir betriebswirtschaftliche Forschung (2023) 75:389-414 413

Lim, Kai H., Choon Sia Kwok Leung, and Matthew K.O. Lee. 2004. Is eCommerce boundary-less? Effects
of individualism—collectivism and uncertainty avoidance on Internet shopping. Journal of Interna-
tional Business Studies 35(6):545-559. https://doi.org/10.1057/palgrave.jibs.8400104.

Mayer, Roger C., James H. Davis, and F. David Schoorman. 1995. An integrative model of organiza-
tional trust. The Academy of Management Review 20(3):709-734. https://doi.org/10.5465/amr.1995.
9508080335.

Merton, Robert K. 1957. Social theory and social structure. New York: Free Press.

Meuter, Matthew L., Mary J. Bitner, Amy L. Ostrom, and Stephen W. Brown. 2005. Choosing among
alternative service delivery modes. An investigation of customer trial of self-service technologies.
Journal of Marketing 69(2):61-83. https://doi.org/10.1509/jmkg.69.2.61.60759.

Minbaeva, Dana, Torben Pedersen, Ingmar Bjorkman, Carl F. Fey, and Hyeon J. Park. 2003. MNC know-
ledge transfer, subsidiary absorptive capacity, and HRM. Journal of International Business Studies
34(6):586-599. https://doi.org/10.1057/palgrave.jibs.8400056.

Moorman, C., and E. Matulich. 1993. A model of consumers’ preventive health behaviors. The role of
health motivation and health ability. Journal of Consumer Research 20(2):208-228. https://doi.org/
10.1086/209344.

Morgan, Rober. M., and Shelby. D. Hunt 1994. The commitment-trust theory of relationship marketing.
Journal of Marketing 58(3):20-38. https://doi.org/10.1177/002224299405800302.

Morgeson, Frederick P., and Stephen E. Humphrey. 2006. The work design questionnaire (WDQ). De-
veloping and validating a comprehensive measure for assessing job design and the nature of work.
Journal of Applied Psychology 91(6):1321-1339.

Pavlou, Paul A. 2003. Consumer acceptance of electronic commerce. Integrating trust and risk with the
technology acceptance model. International Journal of Electronic Commerce 7(3):101-134. https:/
doi.org/10.1080/10864415.2003.11044275.

Payvision. 2017. Key business drivers and opportunities in cross-border ecommerce 2017. https://www.
payvision.com/key-business-drivers-2017. Accessed 11 Apr 2022.

Podsakoff, Philip M., Scott B. MacKenzie, Yeong-Yeon Lee, and Nathan P. Podsakoff. 2003. Common
method biases in behavioral research: a critical review of the literature and recommended remedies.
The Journal of applied psychology 88(5):879-903. https://doi.org/10.1037/0021-9010.88.5.879.

Rauch, Andreas, Johannes S. Deker, and Arch G. Woodside. 2015. Consuming alone. Broadening Put-
nam’s “bowling alone” thesis. Psychology and Marketing 32(9):967-976. https://doi.org/10.1002/
mar.20830.

Reinartz, Werner, Michael Haenlein, and Jorg Henseler. 2009. An empirical comparison of the efficacy
of covariance-based and variance-based SEM. International Journal of Research in Marketing
26(4):332-344. https://doi.org/10.1016/j.ijresmar.2009.08.001.

Riefler, Petra, Adamantios Diamantopoulos, and Judy A. Siguaw. 2012. Cosmopolitan consumers as a tar-
get group for segmentation. Journal of International Business Studies 43(3):285-305. https://doi.org/
10.1057/jibs.2011.51.

Rizzo, John R., Robert J. House, and Sidney I. Lirtzman. 1970. Role conflict and ambiguity in complex
organizations. Administrative Science Quarterly 15(2):150-163. https://doi.org/10.2307/2391486.

Rousseau, Denise M., Sim B. Sitkin, Ronald S. Burt, and Colin Camerer. 1998. Not so different after all.
A cross-discipline view of trust. The Academy of Management Review 23(3):393-404. https://doi.org/
10.5465/amr.1998.926617.

Safari, Aswo, and Peter Thilenius. 2013. Alleviating uncertainty through trust. A narrative approach to
consumers’ foreign online purchasing behaviour. Journal of Customer Behaviour 12(2):211-226.

Shultz, Clifford J., and Morris B. Holbrook. 2009. The paradoxical relationships between marketing and
vulnerability. Journal of Public Policy & Marketing 28(1):124-127. https://doi.org/10.1509/jppm.28.
1.124.

Siemsen, Enno, Aleda V. Roth, and Sridhar Balasubramanian. 2008. How motivation, opportunity, and
ability drive knowledge sharing. The constraining-factor model. Journal of Operations Management
26(3):426-445. https://doi.org/10.1016/j.jom.2007.09.001.

Simmering, M.J., C.M. Fuller, H.A. Richardson, Y. Ocal, and G.M. Atinc. 2015. Marker variable choice,
reporting, and interpretation in the detection of common method variance: A review and demonstra-
tion. Organizational Research Methods 18(3):473-511. https://doi.org/10.1177/1094428114560023.

Sparrowe, R.T., and K.J. Mayer. 2011. Publishing in AMJ—part 4: grounding hypotheses. Academy of
Management Journal 54(6):1098-1102. https://doi.org/10.5465/amj.2011.4001.

Sprott, David E., Anne M. Brumbaugh, and Anthony D. Miyazaki. 2001. Motivation and ability as predic-
tors of play behavior in state-sponsored lotteries. An empirical assessment of psychological control.
Psychology and Marketing 18(9):973-983. https://doi.org/10.1002/mar.1038.

@ Springer


https://doi.org/10.1057/palgrave.jibs.8400104
https://doi.org/10.5465/amr.1995.9508080335
https://doi.org/10.5465/amr.1995.9508080335
https://doi.org/10.1509/jmkg.69.2.61.60759
https://doi.org/10.1057/palgrave.jibs.8400056
https://doi.org/10.1086/209344
https://doi.org/10.1086/209344
https://doi.org/10.1177/002224299405800302
https://doi.org/10.1080/10864415.2003.11044275
https://doi.org/10.1080/10864415.2003.11044275
https://www.payvision.com/key-business-drivers-2017
https://www.payvision.com/key-business-drivers-2017
https://doi.org/10.1037/0021-9010.88.5.879
https://doi.org/10.1002/mar.20830
https://doi.org/10.1002/mar.20830
https://doi.org/10.1016/j.ijresmar.2009.08.001
https://doi.org/10.1057/jibs.2011.51
https://doi.org/10.1057/jibs.2011.51
https://doi.org/10.2307/2391486
https://doi.org/10.5465/amr.1998.926617
https://doi.org/10.5465/amr.1998.926617
https://doi.org/10.1509/jppm.28.1.124
https://doi.org/10.1509/jppm.28.1.124
https://doi.org/10.1016/j.jom.2007.09.001
https://doi.org/10.1177/1094428114560023
https://doi.org/10.5465/amj.2011.4001
https://doi.org/10.1002/mar.1038

414 Schmalenbachs Zeitschrift fiir betriebswirtschaftliche Forschung (2023) 75:389—414

Steenkamp, Jan-Benedict E.M., and Hans Baumgartner. 1998. Assessing measurement Invariance in cross-
national consumer research. Journal of Consumer Research 25(1):78-107. https://doi.org/10.1086/
209528.

Stewart, David W., and Paul A. Pavlou. 2002. From consumer response to active consumer. Measuring
the effectiveness of interactive media. Journal of the Academy of Marketing Science 30(4):376-396.
https://doi.org/10.1177/009207002236912.

Tsui-Auch, Lai Si, and Guido Mollering. 2010. Wary managers. Unfavorable environments, perceived
vulnerability, and the development of trust in foreign enterprises in China. Journal of International
Business Studies 41(6):1016-1035. https://doi.org/10.1057/jibs.2009.28.

Urban, Glen L., Cinda Amyx, and Antonio Lorenzon. 2009. Online trust. State of the art, new frontiers,
and research potential. Journal of Interactive Marketing 23(2):179-190.

Vroom, Victor H. 1964. Work and motivation. Oxford: Wiley.

Wagner, Gerhard, Hanna Schramm-Klein, and Michael Schu. 2016. Determinants and moderators of con-
sumers’ cross-border online shopping intentions. Marketing: ZFP—-Journal of Research and Manage-
ment 38(4):214-227.

World Bank. 2019. World bank open data. http://data.worldbank.org/. Accessed 11 Apr 2022.

World Population Review. 2019. Countries by median age 2018. http://worldpopulationreview.com/
countries/median-age/. Accessed 11 Apr 2022.

Yoon, Cheolho. 2009. The effects of national culture values on consumer acceptance of e-commerce.
Online shoppers in China. Information & Management 46(5):294-301. https://doi.org/10.1016/j.im.
2009.06.001.

@ Springer


https://doi.org/10.1086/209528
https://doi.org/10.1086/209528
https://doi.org/10.1177/009207002236912
https://doi.org/10.1057/jibs.2009.28
http://data.worldbank.org/
http://worldpopulationreview.com/countries/median-age/
http://worldpopulationreview.com/countries/median-age/
https://doi.org/10.1016/j.im.2009.06.001
https://doi.org/10.1016/j.im.2009.06.001

	Development of a Motivation–Trust–Vulnerability (MTV) Framework for Cross-Border Online Shopping: A Cross-National Application to Chinese and German Consumers
	Abstract
	Introduction
	Development of a Motivation–Trust–Vulnerabilty (MTV) Framework
	Consumers’ Motivation for Cross-Border Online Shopping
	Vulnerability in the Context of Cross-Border Online Shopping
	Trust Towards Foreign Online Vendors

	Method
	Procedure and Sample
	Measurements
	Reliability and Validity
	Measurement Invariance
	Common Method Bias

	Results
	Discussion
	Theoretical Implications
	Managerial Implications

	Limitations and Directions for Future Research
	References


