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Abstract
We aimed to analyze the bandwagon effects of self-esteem and trait anxiety on
luxury consumption behavior among postgraduate students in social sciences
institutes of one state and one private university. Additionally, we also aimed to
describe socio-demographic differences in the bandwagon luxury consumption
behavior between the study samples. Study results suggest that, self-esteem and
trait anxiety have a significantly negative correlation. Although self-esteem and
trait anxiety had positive correlation with bandwagon luxury consumption
behavior, this relationship was not statistically significant.
Keywords: Self-esteem, trait anxiety, bandwagon, luxury consumption
behavior.

Bandwagon is first described by Leibenstein’s (1950) ‘consumer
demand theory’ (Niankara, 2009). Leibenstein, describes consumers’
demand of goods and services on the basis of motivation; classified in
two main categories: functional and nonfunctional. Non-functional
demand is also subdivided in external effects (Bandwagon, snob and
Veblen effects) on benefit or speculative and irrational demand.

Functional demand represents the demand due to internal
structural quality of a product; non-functional demand represents the
demand caused by external factors. This latter demand is also classified
as ‘Bandwagon effect’, ‘Snob effect’ and ‘Veblen effect’. Bandwagon
effect means that, an increase in demand for a product is the result of
others also consuming the same product. Snob effect means that, a
decrease in demand for a product is a result of the others are also using
the same product; Veblen effect means that, an increase in demand due
to a higher price, rather than a lower price (Leibenstein,1950).
Bandwagon effect specifically occurs as a result of consumers to be
recognized by their own group and bought a well-known, popular and
luxury brand for being equalized with a certain group (Tsai et. al, 2013).

According to Oxford American Dictionary, luxury means,
extremely comfortable or elegant, especially when involving great
expense in exaggerated life style, and luxury products are usually at a
high price (Tatt, 2010). When they try to be known within a special
group and recognized by the other group members, the consumers start to
buy certain luxury products; in contrary, snob effect occurs when
consumers seek rare luxury brands, leaving the crowd and social norms,
and seeking to create a unique and individualized self (Self-image) (Tsai
et. al Yang, 2013).
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Leibenstein’s (1950) bandwagon effect analysis shows that, the
consumer preferences are only psychological (Maxwell, 2014).
Considering the consumption of one individual is not independent from
other individuals, Leibenstein explored the effect of these behaviors on
the market demand and defined that utility function of an individual
involves the amount of consumption of a product by other individuals
(Heineike and Ormerod, 2009). In this context, according to
Leibenstein’s bandwagon analysis, the people would like to be in
collaboration, relationship, in harmony with group members, in a
fashionable, stylish way or being a part of a group in an active way
(Gisser et al., 2009).

In the literature, there are studies focused on self-esteem and
conspicuous consumption (Hatami et al., 2015; Lewis and Moital, 2016),
self-esteem and luxury consumption (Hudders and Pandelaere, 2013),
self-esteem and intention to buy luxury brand (Opiri and Lang, 2016),
culture, self-image and luxury, fashionable consumption (Souiden et al.,
2011), anxiety and luxury consumption (Shultz et al., 2015), conspicuous
consumption and social anxiety (Velov et al.,, 2014), conspicuous
consumption and social exclusion (Lee and Shrum, 2012), conspicuous
consumption and state anxiety (Wang and Zhu, 2016), social anxiety and
buying brand (Ruvio et al., 2008), social exclusion and brand (Chen et
al., 2017). In this context, the constributions of this study are:

e There are limited studies on the effects of self-esteem and trait
anxiety on bandwagon luxury consumption behavior
relationship. Therefore, we believe this study will contribute to
the literature to enlighten the bandwagon consumption behavior.

e Understanding the relationships between self-esteem, trait
anxiety and bandwagon and effects of self-esteem and trait
anxiety on bandwagon behavior, may reveal the link between the
individuals® personal characteristics and purchasing behavior.
Such an inner awareness may also help to manage their own
purchasing behavior. Additionally, this awareness may also be
used by firms to manage consumer behaviors.

The main purpose of this study, which is carried out on
postgraduate students of ‘Business Administration’ and 'Human
Resources Management' departments of a private and a state university,
is to determine the effects of self-esteem and trait anxiety on bandwagon
luxury consumption behavior. The effects of socio-demographic factors
such as gender, age, marital status and income may also play a role in
bandwagon luxury consumption behavior. In this context, a secondary
purpose of this study is to determine the differences in bandwagon
luxury consumption behaviors related to some socio-demographic
characteristics of the participants forming the sample in this study.
Accordingly, the research questions searched in this study are:
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1. Is there a difference in terms of bandwagon luxury consumption
behavior according to socio-demographic variables such as gender,
marital status, age, working status, monthly income and school type?

2. Is there a relationship between participants' self-esteem, trait anxiety,
and bandwagon luxury consumption behavior?

3. Do the participants' self-esteem and trait anxiety levels affect the
bandwagon luxury consumption behavior?

Literature Review

Bandwagon Effect

Bandwagon effect which exists when the consumers buy a
certain product to identify within a specific group or to gain recognition
by their own group (Tsai et al., 2013) is a phenomenon characterized by
an increase in the probability of individual acceptance depends on the
likelihood of other doing so (Chen et al., 2015). Bandwagon effect is a
positive relationship of individual purchasing behavior and purchasing
behavior of others (Granovetter and Song, 1986). In Leibenstein’s
analysis, bandwagon effect is absolutely psychological. In other words, a
consumer may feel better by acting like the others (Rohlfs, 2001).

Adaptation studies have shown that individuals’ perceptions of
their peers' popular attitudes are also influential on their own attitudes
and behaviors. When a trend gains popularity, the others will probably
join it; because they will be pleased psychologically to do so. For this
reason, information about what others think triggers the bandwagon
effect (Seely, 2014). One characteristic that can be said for a bandwagon:
It is the pressure to adopt something because of reasons such as
"Everybody does it, so we have to do it" or "it will solve all our
problems"” (Turner, 1997).

The individual believes that something that many others accept is
good for him/her too (Chaiken, 1987); what the others want, the
individual asks for that (Choi et al., 2015). Therefore, the individual
interprets his close friends in his/her reference group to buy a particular
product as if it had a high quality. This understanding is based on the
assumption that close friends of the individual have a special knowledge
of the product and, if this knowledge can be used for him/her, convince
him/her to behave in a similar way (Bischoff and Egbert, 2010). In this
context, it can be said that whether an individual will exhibit purchasing
behavior can be determined in part by the number of other people who
have made purchasing behavior (Granovetter and Song, 1986). In this
aspect, bandwagon behavior is mostly affected by addiction (Kastanakis
and Balabanis, 2012b).

The key concept in bandwagon effect theory is the ‘critical mass’;
because in bandwagon markets with different dynamics from classical
markets, it is difficult to market a product or service that exhibits the
bandwagon effect in the initial conditions where both the consumer set
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and bandwagon advantages are small. In such cases, the bandwagon
effect, which often stumbles before continuing, becomes unstoppable
after a sufficient number of consumers have joined. In this context,
products and services with bandwagon effect can either fail or achieve
limited success if they can not reach a certain demand level, that is, the
critical mass; those who reach the critical mass are likely to grow very
quickly. After the critical mass has been exceeded, the bandwagon effect
leads to positive feedback and this demand is subject to this feedback
(Rohlfs, 2001). At this point, the two consumers making identical
choices produce 'positive feedback' (Kandori and Rob, 1993). Such
feedback starts when enough consumers join to bandwagon in
overcoming critical mass.

The first consumer cluster provides the advantage of adequate
bandwagon to increase the participation of additional consumers. When
additional consumers join, more bandwagon effects are produced, which
encourages more user participation. This positive feedback continues
until reaching a very large consumer cluster (Rohlfs, 2001) and the
informational waterfalls formed take shape quickly in individuals who
decide not to ignore their own personal informational signs and follow
the behavior of others (Bikhchandani et al., 1992, Maxwell, 2014).

Conspicuous Consumption and Bandwagon Effect

Conspicuous consumption was revealed in the famous work of
Thorstein Veblen (1899) published in his work called 'Leisure Class
Theory' (Bergman, 2010). Conspicuous consumption, which continues to
attract the attention of researchers in its own special perspective
(Chaudhuri and Majumdar, 2006), is defined as over-consumption which
aim to be a sign of competitive and superior social class membership
(Patsiaouras and Fitchett, 2012); obtaining and preserving the status or
prestige to prove the proud of richness (Page, 1992); and as unnecessary
consumption of expensive products and services to show richness
(Bergman, 2010). Individuals make conspicuous consumption to exhibit
the economic wealth they possess (Sivanathan and Pettit, 2010);
however, conspicuous consumption is not limited to 'leisure class',
because there is a willingness to resemble between groups (vertical) and
within groups (horizaontal) (Weber, 2011).

Although conspicuous consumption is seen higher in
individualist cultures than in collectivist cultures, to show off with
success, money, self, and ownership are all consumer-specific situations
throughout the world (Chaudhuri and Majumdar, 2006). It doesn’t matter
if they belong to different cultures, all people make self-presentation and
manage their behaviors more or less in order to earn self-esteem.
However, if luxury products in collectivist cultures are regarded as
symbols of excellence because of their compliance with social norms and
the expectations of others, the group members attach themselves to such
behavior in order to achieve harmony. In individualist cultures, having or
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purchasing certain luxury products for consumers is probably motivated
by the individuals’s internal preferences and emotions instead of norms
(Yu, 2014). Almost at the same time as Duesenberry (1949), Leibenstein
has expanded the general category of ‘conspicuous consumption’ to
more specific subclassifications referred as 'snob effect', 'bandwagon
effect’ and 'Veblen effect’ (Weber, 2011). Therefore, it is possible to
evaluate the bandwagon effect as a subcategory of conspicuous
consumption.

Self, Self-Esteem and Bandwagon Effect

In general, when individuals who observe other people's
consumption behaviors think they need to own these particular products
to be ‘involved’ or ‘part of a particular group’; they create a bandwagon
effect by purchasing these products. As others also buy and use them,
these products also have a charming effect. Thus, the individual
consumer characteristics underlying consumption behavior have been the
focus of interest for many scientists (Kastanakis and Balabanis, 2012a).
In the context of individual factors, personality is at the forefront,
affecting individual consumption behavior.

Personality, as a set of characteristics, beliefs, opinions, attitudes
and different habits that the individual exhibits consistently or in a
consistent way, distinguish individuals from others (Gherasim and
Gherasim, 2013). The self is a part of the personality (Burger, 1986), its
subjective side, and it is not possible to draw clear boundaries between
development and structure between the two (Kdknel 1986). According to
psychoanalytic theory, a self system that exposed to conflict; according
to behavioral theory, a conditional response package; according to
organism theory, a functional and developmental state; according to
phenomenology, an integrality form; according to symbolic interactivity,
a function of interpersonal interaction (Sirgy, 1982).

The concept of self (Sirgy, 1982), which is related to all the
emotions and thoughts of the individual as an object, can be internal by
award-winning development; and can be external through the
symbolization of the image that individuals want to show to the others
(Eastman and Eastman, 2015). Accordingly, individuals buy the
products; to express themselves and to support their identity feelings
(Sirgy, 1982; Eastman and Eastman, 2015), to give information about
their self and to strengthen their self-esteem (Sirgy, 1982; O’Cass and
McEwen, 2006, Tatt, 2010, Toth, 2014). According to Grubb and
Grathwohl (1967): (1) the concept of self is valuable to the individual
and behavior is directed towards the preservation and development of the
concept of self (2) the purchase, display and use of goods have symbolic
meanings to the individual and others and (3) the individual's
consumption behavior is directed towards developing the concept of
‘self” through symbolic consumption of products (Sirgy, 1982).
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Self-esteem (Truong and McColl, 2011), an important concept in
psychology and consumer behavior, is the central component of self-
concept (Neiss et al., 2002; Kundu and Rani, 2007) and evaluative aspect
of it (Van Zyl et al., 2006). Self-esteem depends on how an individual
evaluates the concept of self (Burger, 1986) and refers to the universal
feelings of self-love, self-worth, self-econfidence and self-acceptance
(Rosenberg, 1965). Self-esteem is a relatively new concept that scientists
have been exploring since the mid-1960s and structured as 'a result of
behavioral processes'; 'a buffer to protect harmful behavior' or 'a self-
drive to guide current and future behavior' (Sages and Grable, 2011).
Individuals act to increase their self-esteem (Truong and McColl, 2011).

According to Sirgy (1982), the consumer will either be motivated
to take a product that is rated positive to maintain his or her positive self-
image (positive self-harmony state) or develop himself or herself by
approaching an ideal image (positive self-inconsistency state); on the
other hand, avoids purchasing a product that is evaluated as negative to
avoid self-depreciation (negative self-harmony status and negative self-
disagreement). In this context, self-consistency predicts that the
consumer will be motivated to purchase a product with a positive or
negative image, which is in line with his/her self-image. It serves to
maintain consistency between behavior and self-image and tries to avoid
incompatibility that may arise from an inconsistency. The value and
image settled inside the product will be affected by a stimulated self-
scheme. For example, if the product is a luxury car, and the primary
image is a 'high status', the value deduced for the car's 'high status' image
depends on the precise nature of the stimulated self-image size which
includes the 'status’. If the 'high status' has a positive value on the
stimulated self-image size, then this positive value will be reflected in the
product; if the 'high status' has a negative value, it will reflect a negative
value to the product (Sirgy, 1982). The self-esteem, which is a special
manifestation of ego, is not entirely dependent on status, but it is a strong
determinant. People want to express their statuses; since possessed
properties reduce the danger of unrecognition of status (O'Shaughnessy,
1992).

On the other hand, there is strong evidence that there is a
relationship between self-esteem and conspicuous consumption (Lewis
and Moital, 2016). In the past, consumers were shopping on the basis of
acquiring the goods and services needed and based on the value of
money (Tatt, 2010). After 1990, moving beyond these simple purchasing
and consumption behaviors, consumer surveys have shown interest in
settled and historical concepts such as status groups, consumer
perceptions and memory, emotions, hierarchical needs, consumption for
another, semiotics and status symbolism, hedonism, group dynamics and
socialization processes, inferiority and self-esteem. It is thought, directly
or indirectly, that these concepts are related to the interpretations behind
the conspicuous consumption drives (Patsiaouras and Fitchett, 2012).
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Today, therefore, modern consumers are shopping for rewarding
themselves, satisfying their psychological needs, feeling good,
expressing themselves, exhibiting their personality, or increasing their
self-esteem. The purchased product has become a psychic validation
(Tatt, 2010). According to Wadman (2000), as the society begins to see
the possession of quality goods as a way to increase self-esteem when
other consumers own quality products, self-esteem of individuals whose
annual consumption is stable has begun to diminish (Lewis and Moital,
2016). While Rosenberg's classical thesis states that momentary self-
evaluations are context-dependent, people often make meanings about
their own self-esteem as a means of their own emotional response to
many different social situations. The individual consumers in the
bandwagon state are also motivated to feel good about their self at that
moment (Kerremans, 2009).

In the theory that Duesenberry (1967) labels as the 'bandwagon'
effect, he expresses that in the name of protecting their self-esteem, they
struggled with other individuals (McCormick, 1983; Page, 1992). In
order to avoid loss of self-esteem, individuals will try to compete with
other individuals by increasing their consumption expenditure, which is
known as the ‘show effect’ (Dussenberry, 1949; Lewis and Moital,
2016). In this context, according to Veblen who links with self-esteem,
individuals do not buy necessities once they have achieved an increase in
socio-economic status. Rather, they buy products that will show others
the improvement in their socio-economic position to create self-esteem
(Delaney, 2008).

There is strong evidence that self-esteem is related to
conspicuous consumption (Lewis and Moital, 2016). According to
Sivanathan and Pettit (2010), individuals with low self-esteem rely on
conspicuous products to change their perceptional situation (Lewis and
Moital, 2016). According to Veblen, the psychological mechanism
behind conspicuous consumption is that, self-esteem relies on the respect
of the individual by others and is proportional to the wealth of his/her
possessions. In this context, fluctuations in the perceived richness of the
individual can also lead to changes in self-esteem. For this reason, the
individual will need to demonstrate a substantial amount of ‘financial
power' in order to protect and enhance self-esteem (Campbell, 1989). In
fact, as a threat to self-esteem, when they are deprived of status symbols,
it is more likely that the consumers push their budgets to possess these
symbols of status. (O'Shaughnessy, 1992). In this context, conspicuous
consumption refers to purchasing products beyond the level of income
(Delaney, 2008).

Anxiety and Bandwagon Effect

Each specific emotion is associated with a number of cognitive
assessment processes through a number of psychological mechanisms,
and thus influences decision making (Achar et al., 2016). In the context
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of psychological theory, Freud is the first scientist to explain the concept
of anxiety; 'Something felt' as an unpleasant emotion or state
(Spielberger, 1966:9). Anxiety, often considered as an emotional
problem, is essentially like other personality traits that can be
conceptualized as a coherent model over time (Wilt et al., 2011). For this
reason, it is generally expressed today that a comprehensive theory of
anxiety should distinguish anxiety of ‘temporary emotional state' and
anxiety of 'individual differences' (Smith and Smoll, 1990). Spielberger
has developed procedures to use 'state anxiety' and 'trait anxiety' in
practice (Gaudry et al., 1975). According to Spielberger et al. (1970)
'state anxiety'; is a temporary emotional state that can be defined at a
certain time by subjective tension, apprehension, and autonomic nervous
system stimulation. Trait anxiety' is relatively constant interpersonal
differences in tendency to anxiety and possible state anxiety that may be
experienced in the future.

In this context, researchers have begun to investigate the effects
of emotional variables on consumer behavior in recent years (Hill and
Gardner, 1987). Why do the consumers feel anxious? According to
Woodward (2011); consumer anxiety refers to the theory that personal
consumption can sometimes cause anxiety in the individual, due to the
perception that choices of consumption will be judged negatively by
others. For example, consumer practices that are personally identifiable,
visible to others and open to trial, such as clothing, embellishment, hair
or life styles, form the basis for consumer anxiety. According to theory,
as negative judgments made by others about the things consumed or the
way they consumed may challenge or abrade an individual’s social
status, this constitutes a kind of social risk of consumption. Baumeister
and Tice (1990), on the other hand, emphasized the exclusion from the
social groups and stated that anxiety is possibly a result of this exclusion
and possibly in a natural form. According to this 'exclusion’ theory of
anxiety, anxiety is related to the groups' causes of exclusion such as
inadequacy, desire for immortality and not being attractive. Events that
make an individual feel more incompetent, guilty or shameful create
anxiety.

Hypothesis Development

There are many factors that may influence consumer behaviors
and don’t stay constant over time in each situation. Demographic factors
such as age, gender, income, occupation, educational level, marital status
and family history may be mentioned on the top of the list (Kumar,
2014). In many respects, gender comes first among the most important
factors that may affect consumer buying behavior. In men and women,
differences in upbringing and socializations, motives, perspectives,
justifications and considerations may play a role on the basis of their
orientation to different products (Siddiqi, 2016, lakshmi et al., 2017).
The gender factor also causes a perceptual difference in the consumption
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of the product (lakshmi et al., 2017). In this context, women make
purchasing decisions more emotionally, subjective and intuitive while
men are more realistic, analytical, logical and data-driven reasoning.
Men are more likely to focus on the utilitarian aspect of buying
(Siddiqui, 2016). Moreover, the study of Stokburger-Sauer and
Teichmann (2013) shows that women's attitudes towards luxury goods
are more positive than men's, and that women are more sensitive to the
uniqueness, hedonic and status values of luxury goods.

Age is related to behavioral factors of the consumer that may
change by the periods of life (Gherasim and Gherasim, 2013). Young
consumers, despite minor differences in various cultures, often act
individually in their choices and do not conform to the rules of society.
Young consumers are well aware of the existing luxury labels, are
modern and fashionable; they also have access to these brands when they
have higher disposable incomes. However, luxury products, which are
perceived as rare and valuable, become the object of compulsive
purchasing if they are in harmony with the self-image of the young
consumer. In this context, older consumers focus on self-realization and
younger consumers focus on the concept of self (Moreno-Gavara and
Jiménez-Zarco, 2016). The marital status is also one of the main
demographic factors that can affect the decision to buy a luxury brand.
Behaviors such as showing different reactions to various features of
luxury brands, focusing on different dimensions of these products and
wanting to buy them from different places can be affected by the marital
status variable (Srinivasan et al., 2015).

The income level is also a socio-demographic variable that
affects the purchasing behavior of the consumer in various ways. First,
the absolute income hypothesis put forward by John M. Keynes stated
that as a rule and on average, people increase their consumption as their
income increases. According to this, even not in the same amount,
consumption expenditures follow this curve when income rises or falls
(Cicarelli, 1974). Similarly, according to Waheed et al. (2014), consumer
behavior is also significantly dependent on income levels. Based on the
above-mentioned literature focusing on the effects of socio-demographic
factors such as gender, age, marital status, income on purchasing and
luxury consumption behavior, these factors may also play a role in
bandwagon luxury consumption behavior. In this context, this hypothesis
is proposed:

H1: There are differences in terms of bandwagon luxury
consumption behavior according to socio-demographic variables.

Self-esteem and personality most likely share a common
developmental root (Kendler et al., 1998). A type of self-esteem is found
in personality variable that expresses how people generally feel about
themselves. Researchers call this self-esteem ‘global self-esteem’ or
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‘trait self-esteem’ because it is relatively permanent in terms of time and
circumstances (Brown and Marshall, 2006).

There are studies in the literature of consumer behavior showing
that the concept of ‘self’ reflects on consumer behaviors in various
forms. For example, Arndt et al. (2004) found that buying a product
increases the self-esteem of the individual by flushing the ego; Naz and
Lohdi (2015) indicated that concept of self positively influences the
purchase of luxury goods; Stepieri et al. (2016) argue that luxury
products which provides social recognition can serve to improve social
status and may increase the self-confidence of the individual; Woodward
(2001) noted that negative judgments about the things consumed or the
way they consumed can lead to relatively minor or transient
psychological distress in an individual such as self-doubt, loss of self-
esteem or shame. In this context, as personality traits may significantly
affect the bandwagon luxury consumption behaviors (Shaikh et al., 2017)
and acceptance of self-esteem as a personality trait (Brown and Marshall,
2006), it is suggested that self-esteem may affect bandwagon luxury
consumption behavior.

On the other hand, in this study, in addition to self-esteem, it has
also been discussed the effect of trait anxiety as a personality trait (Cox,
2007) on bandwagon luxury consumption behavior. There are some hints
in the literature suggesting that the anxiety may be related to bandwagon
behavior. For example, according to Grupe and Nitschke (2013),
uncertainty about a possible future threat disrupts the individual's ability
to avoid or mitigate that threat, prevents preparation for the future
effectively and efficiently and results in anxiety. Fu and Sim (2011)
stated that this uncertainty leading to anxiety is also a prerequisite for
activation of the bandwagon process. Accordingly, the ambiguity of
values triggers a process of information waterfall which leads to
bandwagon.

Anxious individuals tend to focus on negative outcomes rather
than the potential gains associated with the decision process (Haleblian et
al., 2004). Therefore, high trait anxiety is associated with avoiding risky
decisions (Bromen-Fulks et al., 2014). Furthermore, according to the
sociometer theory, negative responses such as anxiety are stimulants
against social rejection, disapproval, or exclusion, an individual may
maintain his/her self-esteem by avoiding these negative consequences
(Leary and Downs, 1995). It can be concluded that the above-mentioned
research on the effects of self-esteem and anxiety on various
consumption behaviors suggests that both phenomena may play a role in
bandwagon luxury consumption behavior. In this context, following
hypotheses are proposed:

H2: There are relationships between self-esteem, trait anxiety
and bandwagon luxury consumption behavior.
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H3: Self-esteem and trait anxiety affect the bandwagon luxury
consumption behavior.

The conceptual framework of this study is shown at Figure 1:

Gender
Self-Esteem
Marital
Status
Age
Bandwagon
Luxury
Working Consumption
Outside Behavior
School
Trait
School :
Type Anxiety
Income
Level
Research Methodology
Sample

This study is carried out on postgraduate students from the
‘business administration' and 'human resources management' departments
of social science institutes of a state and a private university. The study
sample consists of a total of 92 participants; 51 from a state and 41 from
a private university. Although all questionaires (n=100) have returned
back, we considered only 92 in our study due to various reasons such as
missing forms, missing answers etc. Socio-demographic characteristics
of the participants were 56.5% male, %77.2 not married, %53.3 working
outside the school, %54.4 had a monthly income of 1501 TL or less; %
55.4 from state university and % 44.6 from private university.

Data Collection Tools.

Socio-demographic Characteristics. Six questions to determine
the socio-demographic characteristics of the participants such as gender,
marital status, age, whether they worked in an out-of-school job, monthly
income level and school status were prepared by the researchers.

Spielberger Trait and State Anxiety Inventory (STAI)- Trait
Anxiety Subscale (STAI-T). The inventory, which each consists of 20
items and 2 subscales, was developed in 1970 by Spielberger, Gorsuch
and Lushene. Anxiety that the individual feels at a certain moment was
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measured by the State Anxiety Subscale (STAI-S), and anxiety in
general, is measured by the Trait Anxiety Subscale (STAI-T). In this
study we only used the Trait Anxiety Subscale (STAI-T).

STAI-T is answered through a 4-point scale, which is rated (1)
Almost Never, (2) Sometimes, (3) Often and (4) Almost Always. High
scores in this scale indicate high trait anxiety. Test-retest and Kuder-
Richardson reliability coefficients were respectively 0.73-0.83 and 0.86-
0.92 and convergent validity ratings were 0.80 for Taylor Manifest
Anxiety Scale, 0.75 for IPAT anxiety score and 0.52 for the Multiple
Affect Adjective Check List in the original form of the scale.

The adaptation, validity and reliability study of STAI in Turkish
was done by Oner and Le Compte in 1983. In that study, Kuder-
Richardson reliability coefficients were 0.83-0.87; substance reliability
correlations were 0.34-0.72; test-retest reliability coefficients were 0.71-
0.86 and construct validity was 0.62 between state and trait anxiety
subscales and considered adequate.

Cronbach's alpha internal consistency rate of the Spielberger
State-Trait Anxiety Inventory-Trait Anxiety Subscale (STAI-T) in this
study is 0.897.

Rosenberg Self-Esteem Scale (RSES). The scale was developed
by Moris Rosenberg in 1965. 'Self-esteem’, ‘continuity of the concept of
self, 'trust in people', 'sensitivity to critisism', 'depressive affect’,
‘dreaming’, 'psychosomatic information’, 'threatening relations between
people', ‘degree of participation in discussions’, ‘interest of parents’,
‘relationship with father’, and ‘psychic isolation', there are totally 63
items in 12 subscales. In this research, the 'self esteem' subscale which
reflects the opinions of the individual as a human being in terms of
his/her own worth and constituted of five positive and five negative
items, was used. The answers were coded on a 5-point scale; (1) Strongly
Disagree, (2) Disagree, (3) Neutral, (4) Agree, and (5) Strongly Agree.
Reverse scoring was done for negative items. In the original form of the
scale (Rosenberg, 1965), the internal consistency rate was 0.77, the
minimum repeatability rate was at least 0.90, criterion validity rate was
0.55 and construct validity ratings were -0.64 for anxiety, -0.54 for
depression and -0.43 for anomie and considered adequate. The scale was
adapted to Turkish by Cuhadaroglu in 1986 and the validity rate was
found as 0.71 and the test-retest reliability rate was 0.75.

For our study, Cronbach's alpha internal consistency rate of
Rosenberg Self-Esteem Scale (RSES) is 0.843.

Bandwagon Luxury Consumption Scale. Kastanakis and
Balabanis (2012a) developed a scale with 3 items to measure consumer
behavior of bandwagon. This scale measures, in particular, the
individual's bandwagon luxury consumption trend, depending on the
product category (Van Schalkwyk, 2014).

Responses to the scale developed by Kastanakis and Balabanis
(2012a) to determine the individual's luxury consumption behavior in
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relation to the increased consumption of others, were: (1) Strongly
Disagree, (2) Disagree, (3) Partly Disagree, (4) Neutral, (5) Partly Agree,
(6) Agree, and (7) Strongly Agree. In the study of Kastanakis and
Balabanis (2012a), the meaning of luxury clock is used because of its
high symbolic features. Participants were asked to consider how these
products reflect their own personalities. Thus, it was attempted to
connect with the participants’ self and trait.

In the original form of the scale, the construct validity reliability
was at least 0.70 in support of internal consistency and convergent
validity. Cronbach’s alpha of the original scale used in various studies in
the literature is 0.85. Cronbach alpha values obtained; 0.85 in the later
study of Kastanakis and Balabanis (2014), 0.94 in the study of Tsai et al.
(2013), 0.78 in the study of Van Schalkwyk (2014) and 0.916 in the
study of Mdekeza (2014).

The Cronbach's alpha internal consistency rate of the Bandwagon
Luxury Consumption Behavior Scale in this study is 0.881.

Operation. The questionnaires used in the research were
submitted to postgraduate students of a state and a private university in
the field of ‘Business Administration’ and ‘Human Resources
Management’ fall and spring semesters of 2016-2017. The participants
were informed about how to fill out the scales and the data was used in
only for scientific purposes not for any other purpose.

SPSS 15.0 software was used in the analysis of the data. First,
Cronbach's alpha internal consistency rates of the questionnaire forms
were found and frequency analysis that evaluate the socio-demographic
characteristics of the participants was performed. ‘T test for independent
samples’, ‘'one-way ANOVA' ‘'Pearson's correlation analysis' and
'multivariable regression analysis' were used to answer research
guestions.

Data Analysis and Results
The self-esteem, trait anxiety, and bandwagon luxury
consumption behavior mean scores of the study sample were shown in
Table 1.

Table 1. Self-Esteem, Trait Anxiety and Bandwagon Luxury Consumption
Behavior Scores

Variable (n=92) Mean SD
Self-esteem 4.0739 0.62404
Trait anxiety 2.1022 0.36644
Bandwagon luxury 4.3551 1.86334

consumption behavior

In studies of anxiety, it appears that different cut-off points are
used to distinguish participants' anxiety levels as high or low. In this
context, although there is no definite cut-off point for STAI, in general,

266



Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

the most common cut-off score used for the trait anxiety was 2.25
(Conde et al., 2010), it can be said that the mean trait anxiety score of the
sample is close to low-end (M=2.1022, SD=0.36644). Similarly,  the
RSES lacks a precise cut-off point that categorizes participants' self-
esteem levels (Strange et al., 2005). However, the scores in the 5-point
Likert form were between 10 and 50, and the cut-off point was accepted
as 27 (2.7) (Morrison, 2011). In this context, it can be said that the level
of self-esteem of this study sample is high (Ort = 4.0739, S = 0.62404).

In the literature, there was no cut-off value that would help to
determine the bandwagon behavior as high or low according to the
Kastanakis & Balabanis Bandwagon Luxury Consumption Scale.

Differences Between Bandwagon Luxury Consumption Behavior in
Terms of Socio-demographic Variables. In order to determine the
differences between bandwagon luxury consumption behaviors in terms
of socio-demographic variables of participants, one-way ANOVA was
used for ‘monthly income’ variable and 't test for independent samples'
was applied for gender, marital status, non-school employment and
school type variables.

As the majority of the sample was 22 years of age or older (n =
91), thinking that it would not provide an appropriate comparison, no
analysis was performed for age variable. Findings for other variables are
shown in Table 2.

Table 2. Bandwagon Luxury Consumption Behavior by Socio-
demographic Variables

Variable (n=92) Bandwagon Luxury Consumption Behaviour
Mean S

School Type

Private University (n=41) 4.2276 1.84758

State University (n=51) 4.4575 1.88793

T=-0.586, p=0.559

Gender

Male (n=52) 4.5000 1.83229

Female (n=40) 4.1667 1.90964

T=0.849, p=0.398

Marital Status

Married (n=21) 4.7460 1.68623

Not Married (n=71) 4.2394 1.90836
T=1.096, p=0.276

Work:ing outs:de School

Yes (n=49) 45170 1.83971

No (n=43) 4.1705 1.89454
T=0.889, p=0.376

Monthly Income

0-1000 TL (n=33) 4.1515 1.91502
1001-2000 TL (n=17) 4.3137 1.57881
2001 TL or Higher (n=42) 45317 1.95069

F=0.385, p=0.682
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As seen in Table 2, working outside school (t = 0.889, p
0.376), monthly income (F = 0.385, p = 0.682), gender (t = 0.849, p
0.398), marital status (t=1.096, p=0.276), and school type (t =-0.586, p =
0.559), there were no significant differences between the group mean
scores, then H1 is rejected.

The Relationship Between Self-esteem, Trait Anxiety and
Bandwagon Luxury Consumption Behavior. In this study, 'Pearson's
correlation analysis' was used to reveal the relationships between sample
self-esteem, trait anxiety and bandwagon luxury consumption behavior.
The results obtained are shown in Table 3.

Table 3. Relationship Between Self-Esteem, Trait Anxiety and Bandwagon
Luxury Consumption Behavior

Variable (n=92) 1 2 3
Trait anxiety -

Self-Esteem -0.608** -

Bandwagon Luxury -
Consumption 0.129 0.054

Behavior

**p<0.01. r = 0-0.29 shows low relationship; r = 0.30-0.64 shows
moderate relationship; r = 0.65-0.84 shows high relationship; r = 0.85-1
shows very high relationship (Ural and Kilic, 2006: 248).

As seen in Table 3, the results obtained by Pearson's correlation
analysis as an answer of 'Is there a relationship between participants' self-
esteem, trait anxiety and bandwagon luxury consumption behavior?'
reveals that there is a significant moderate negative relationship between
self-esteem and trait anxiety (r=-0.608, p<0.05). On the other hand, it
was remarkable that, there was a positive but non-significant relationship
between bandwagon luxury consumption behavior and self-esteem
(r=0.054, p>0.05) and trait anxiety (r=0.129, p>0.05), then H2 is partly
accepted.

Table 4. Results of Multivariate Analysis Showing the Effects of Self-
esteem and Trait Anxiety Over the Bandwagon Luxury Consumption
Behavior.

Dependent  Independent  Constant B Beta T P
Variable variables
Bandwagon  Trait -0.965 1.310  0.258 1.975 0.051
Anxiety
Self-esteem 0.630 0.211 1.617 0.109

R?=0.045, adj. R?=0.023, F=2.088, p=0.130

Effects of Self-Esteem and Trait Anxiety on Bandwagon Luxury
Consumption Behavior. To answer the question: ‘Do self-esteem and
trait anxiety levels of the participants effect the bandwagon luxury
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consumption behavior?’, in other words, to determine how self-esteem
and trait anxiety may explain the total variance over the bandwagon
luxury consumption behavior, multivariate regression analysis was used
as a tool. Self-esteem and trait anxiety were independent variables and
bandwagon luxury consumption behavior is the dependent variable in
our model. The study results were shown in Table 4.

As seen in Table 4, according to multivariate regression analysis;
together with self-esteem and trait anxiety did not seem to make a
significant contribution to explain the change in bandwagon luxury
consumption behavior (R?=0.045, adj. R?=0.023, F=2.088, p=0.130),
then H3 is rejected. On the other hand, the effect of trait anxiety on
bandwagon luxury consumption behavior, alone, was found to be very
close to the significance limit (p=0.051).

Discussion

“...The compelling red dressing gown forced everything else to
fit in its own fashion...”

Denis Dideorot (1713-1784) is the first to draw attention to the
issue of unity and influence. Diderot presented an important discovery
with the article entitled ‘Regrets on Parting with My Old Dressing
Gown’. Article begins while Diderot is sitting in his den in melancholy
and confusion. He thinks how the once congested, humble, chaotic and
happy room transformed into an elegant, organized, elaborately furnished
relentless space. He believes its all because of his dressing gown. It was
a fact that he had gradually changed any item in the room including the
table, the gobelin, the chairs, the woodworks, the bookshelves and the
clock with the idea that they did not suit his dressing gown. This change
suggests that he is seduced by the desire for luxury life and the desire for
harmony (McCraken, 1988).

Nowadays, consumption behavior exceeding its initial role in
existence and survival of human being, currently has gained a central
position which has become a purpose. For this reason, consumers have
started not only to consume only for their survival, but also to show
luxury consumption tendency (Oymen-Dikmen, 2008). Through
marketing policies that provide persuasive and easy payment, individuals
acquire luxury products far beyond their purchasing capacities (Waheed
et al., 2014). In this context, luxury products, which are usually quite
expensive, are bought by individuals for different purposes (Tatt, 2010).

Luxury products may have a function to serve consumers by
increasing their self-esteem through emotions by providing recognition,
improving social status and purchasing (Stepieri et al., 2016). Truong
and McColl (2011) declared that, self-esteem may serve as a monitoring
function in the path of luxury consumption behaviour for personal
rewarding; individuals purchase luxury products to preserve or enhance
their perception of self-esteem. On the other hand, although the
relationship between psychological anxiety and purchasing and
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consumption behaviors is frequently noted, however, it could be thought
that the number of empirical researches related to the subject is
insufficient (Nagashima, 2003).

In this study; there was no significant difference between
bandwagon luxury consumption behavior according to socio-
demographic variables such as gender, marital status, monthly income,
non-school working and type of the graduated school. There are some
studies in the literature which focus on the relationship between socio-
demographic variables, consumption and purchasing behavior to reach
out various outcomes. According to the work of Memushi in 2013, the
conspicuous consumption level is higher in young and middle-aged
people. In the study of the author in 2014, it was found that women
played a major role in conspicuous consumption. Chakraborty (2016)
stated that although men consumers spend more on luxury products than
women, and their luxury product purchasing potentials are higher, the
differences between men and women consumers are not statistically
significant. In parallel to this study, the results of Hatami et al. (2015)
showed that there was no significant difference between male and female
participants in terms of demonstrating conspicious consumption.
Although the participants in between 28-35 years-old age group were
found to spend more on luxury fashion, 18-27 years-old age group tend
to care more about interpersonal relationships and brand image.
Srinivasan et al. (2014) have established a relationship between marital
status and the effect of purchasing luxury products. Accordingly, married
individuals give more importance to their families’ opinions while the
singles give more importance to their friends’ vision in making up their
decision. In the study of Vijayakumar and Brezinova (2012), it has been
shown that participants tend to devote their income to preserve their
social status rather than enjoyment, and tend to spend more on luxury
goods to display their favorable current socioeconomical status compared
to the past.

In this study, Pearson's correlation analysis applied to determine
the relationship between self-esteem, trait anxiety and bandwagon luxury
consumption behavior revealed a negative and significant relationship
only between self-esteem and trait anxiety. In addition, both self-esteem
and trait anxiety were found to be positively associated with the
bandwagon luxury consumption behavior, but not significant. There is a
general agreement in the literature that individuals with low self-esteem
are more likely to give importance to branded products (Souiden et al.,
2011). In this context, unlike the results of studies, which implies that the
search for self-esteem may lead to bandwagon luxury consumption
behavior (Truong and McColl, 2011), it is noteworthy that a positive
relationship is found between self-esteem and bandwagon luxury
consumption behavior in this study. Similarly, conspicuous consumption
(Hatami et al., 2015; Lewis and Moital, 2016) and luxury consumption
(Hudders and Pandelaere, 2013) were found to have significant positive
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relationships with self-esteem. On the other hand, Opiri and Lang (2016)
have determined that self-esteem has no significant effect on the
intention to purchase luxury brands. In this study, it was stated that
individuals with high self-esteem would not be engaged in luxury
shopping in order to increase the already high-level of self-esteem.
Cultural dimensions of this entity should also be encounted in analysing
these results. For example in collectivist cultures, consumers have used
luxury fashion accessories as a tool to reflect high social status and
positive self-images (Souiden et al., 2011). Some studies indicate that
luxury consumption can lead to even greater self-esteem due to the high
symbolic values of luxury brands reflecting success and social gain
(Hudders and Pandelaere, 2013). In this study, a positive relationship of
self-esteem and bandwagon luxury consumption behavior might be
explained by the collectivist cultural context of the sample, symbolic
value of the luxury products (Hudders and Pandelaere, 2013) and the
desire to exhibit a higher self-esteem (Souiden et al., 2011).

Theories about the human nature indicate that as a biological
entity, humans are adapted to live in small social groups. Human beings
are anxious to be excluded from these social groups. Anxiety of
exclusion occurs primarily as a reaction to the phenomenon of ‘being
excluded’ (Baumeister and Tice, 1990). Therefore, according to the
theory of social exclusion, it can be said that the main reason of the
anxiety is the perception of exclusion of the individual from important
groups (Leary, 1990). Lee and Robbins (1998) have shown that social
commitment additionally contributes to this trait anxiety.

On the other hand, it can be said that one of the reasons of luxury
consumption is the influence of the social group that the individual is
included. The dominant norm or standards of a social group in which the
individual belongs may drive the attention of the individual to a new
style or products in parallel with other group members. It is difficult for
an individual to make a purchasing decision independent of the influence
of others. The group in question provides a reference frame for making a
decision to buy (Venkatesan, 1966). Therefore, it can be considered that
an individual can move into a luxury or conspicuous consumption track
by acting in line with the norms and standards of the group due to the
fear of exclusion from their social group. In this regard, Shultz et al.
(2015) stated that, luxury consumption particularly aims to releave and
heal the anxiety of the consumers; Velov et al. (2014), stated that
conspicuous consumption is related to perceived social anxiety.

According to Lee and Shrum (2012), social exclusion in the form
of ignorance leads to an increase in conspicuous consumption. It can be
said that, fear of social exclusion, individuals can give up their financial
favors for their social well-being (Mead et al., 2010). In the literature,
there are several studies supporting these findings. For example, it has
been stated that perception of being highly different from the others may
increase the social anxiety while lowering the self-esteem vyielding
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demand to luxury brands (Ruvio et al., 2008); socially excluded
individuals are more motivated to engage with a brand (Chen et al.,
2017) and values of materialism play an mediation role between state
anxiety and conspicuous consumption (Wang and Zhu, 2016).

In this study, in line with the above-mentioned studies which
focused on relationships between anxiety, purchasing and luxury
consumption behavior, the relationship of bandwagon luxury
consumption with increased anxiety, although close to statistical
significance, supports that the bandwagon luxury consumption is feeded
with increased level of anxiety in an individual. It can be thought that,
this situation is a result of the individual’s efforts for not being apart
from their social group or trend of the majority.

This study also revealed a significant and negative relationship
between self-esteem and trait anxiety which was similar with previous
literature (Baumeister et al., 2000; Asadi et.al, 2010) and could be
explained by positive effects of self-esteem and negative effects of trait
anxiety.

Conclusion

This study focused on the relationships between self-esteem, trait
anxiety and bandwagon luxury consumption behavior, the effects of self-
esteem and trait anxiety on bandwagon behavior and the differences in
terms of bandwagon behavior according to some socio-demographic
variables. Study findings showed that there are no statistically significant
differences in terms of bandwagon behavior according socio-
demographic variables. There is a significant negative correlation
between self-estem and trait anxiety. On the other hand, the positive
correlation between self-esteem and trait anxiety with bandwagon
behavior is not statistically significant. According to the findings of this
study, it can be considered that as the self-esteem increases, trait anxiety
decreases; if self-estem and trait anxiety are high, bandwagon luxury
consumption behavior will increase, or vice versa.

Limitations and Future Research Directions

The limitation of this study is that the data was collected from a
sample of postgraduate students from the ‘business administration’ and
‘human resource management’ departments of social science institutes of
a state and a private university. In the future, searching further inter-
relationships between self-esteem, anxiety and bandwagon in other study
populations such as individuals with different levels of income,
education and culture may provide further information on consumers'
bandwagon behavior of luxury consumption.

References
Achar, C., So, J., Agrawal, N., & Duhachek A. (2016). What we feel and why
we buy: T  influence of emotions on consumer decision-making.
Current Opinion in Psychology, 10, 166-170.

272



Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

Arndt, J., Solomon S., Kasser T. & Sheldon K.M. (2004). The urge to splurge: A
terror management account of materialism and consumer behavior.
Journal of Consumer Psychology, 14(3), 198-212.

Asadi, Azar S.lI., Basirani N, E. Asadi, E.B., Panahi, A.M., Amirshahi M., &
Salehin S. (2010). Prevalence of anxiety and its relationship with self-
esteem among Zabol University students, Iran. Educational Research,
1(5), 140-144.

Baumeister, R.F. & Tice D.M. (1990). Anxiety and social exclusion. Journal of
Social And Clinical Psychology, 9(2), 165-195.

Baumeister, R.F., Bushman B.J., & Campbell WK. (2000). Self-esteem,
narcissism, and aggression: Does violence result from low self-esteem
or from threatened egotism? Current Direction in Psychological
Science, 9(1), 26-29.

Bergman, A. (2010). Conspicuous consumption - A study of prestige-related
consumer behavior, Ekonomi Hogskolan Lunds Universitet,
http://lup.lub.lu.se/luur/download?func=downloadFile&recordOld=15
92889&fileOld=1647221.

Bischoff, I. & Egbert, H. (2010). Social information and bandwagon behaviour
in voting: An economic experiment. Journal of Economic Psychology,
34(C), 270-284.

Broman-Fulks, J., Urbaniak A., Bondy, C.L., & Toomey, K.J. (2014). Anxiety
sensitivity and risk-taking behavior. Anxiety, Stress & Coping An
International Journal, 27(6), 619-632.

Brown J.D., Jonathan D., & Marshall M.A. (2006). The three faces of self-
esteem. In M. Kernis, Self-esteem: Issues and answers (pp. 4-9). New
York: Psychology Press.

Burger, J.M. (2006). Kisilik. Ceviren: Inan Deniz Erguvan Sarioglu, Kakniis
Psikoloji, First Ed, Istanbul.

Cammpbell, C. (1989). Conspicuous confusion? A critique of Veblen’s theory
of conspicuous consumption. American Sociological Association,
Presented in the 2nd International Conference on Consumption,
Helsinki.

Chaiken, S. (1987). The heuristic model of persuasion, social influence. In
Zanna M.P., Olson, J.M. & Herman, C.P. The Ontario Symposium
Vol.5 (pp. 3-40). Ontario: Psychology Press.

Chakraborty, S. (2016). An explanatory study on indian young consumers’
luxury consumption: The underlying relationship of interpersonal
influence, brand image, brand consciousness and demographic
components with luxury brand purchase decision. International Journal
of Current Engineering and Technology, 6(2), 622-634.

Chaudhuri, H.R. & Majumdar S. (2006), Of diamonds and desires:
Understanding conspicuous consumption from a contemporary
marketing perspective. Academy of Marketing Science Review, 11, 1-
18.

Chen, S.M., Lee, H. Han, Y.S.,, Man, L.L. & Chong, W.K. (2015), A
recommendation model using the bandwagon effect for e-marketing
purposes in loT. International Journal of Distributed Sensor Networks,
Special Issue on Emergence in User Experience And Quality of Service
For Internet of Things, Article No 5, 1-7.

273


http://lup.lub.lu.se/luur/download?func=downloadFile&recordOId=1592889&fileOId=1647221
http://lup.lub.lu.se/luur/download?func=downloadFile&recordOId=1592889&fileOId=1647221

Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

Chen, R.P., Wan, EW. & Levy, E. (2017), The effect of social exclusion on
consumer preference for anthropomorphized brands. Journal of
Consumer Psychology, 27(1), 23-34.

Cicarcelli, J. (1974), On income, race, and consumer behavior. The American
Journal of Economics and Sociology, 33(3), 243-247.

Conde, A., Figueiredo, B., Tendais, I. Teixeira, C., Casta, R., Pacheco, A.
Rodrigues, M.C. & Nogueira, R. (2010), Mother’s anxiety and
depression and associated risk factors during early pregnancy: Effects
on fetal growth and activity at 20-22 weeks of gestation. Journal of
Psychosomatic Obstetrics&Gynecology, 31(2), 70-82.

Cox, R.H. (2007), Sport psychology: Concepts and applications. New York:
McGraw-Hill Companies Inc.

Cuhadaroglu, F. (1986), Adolesanlarda benlik saygisi, uzmanlik tezi, Hacettepe
Universitesi Tip Fakdiltesi Psikiyatri Anabilim Dal1, Ankara.

Deleney, T. (2008), Shameful behaviors, University Press of America, p 4.

Duessenberry, J.S. (1967), Income, savings and the theory of consumer
behavior. New York: Oxford University Press.

Eastman, J.K. & Eastman, K.L. (2015), Conceptualizing a model of status
consumption theory: An exploration of the antecedents and
consequences of the motivation to consume for status. Marketing
Management Journal, 25(1), 1-15.

Fu, W.W., & Sim, C.C. (2011), Aggregate bandwagon effect on online videos’
viewership: Value uncertainty, populartiy cues, and heuristics. Journal
of the Association for Information Science and Technology, 62(12),
2382-2395.

Gaudry, E., Vagg, P. & Spielberger, C.D. (1975), Validation of the state-trait
distinction in anxiety research. Multivariate Behavioral Research, 10(3),
331-341.

Gherasim, A. & Gherasim, D. (2013), Client’s individual characteristics-
behaviour factors. Economy Transdisciplinarity Cognition, 16(1), 63-
71.

Gisser, M., McClure, J.E. Okten, G. & Santoni, G. (2009), Some anomalies
arising from bandwagons that impart upward sloping segments to
market demand. Econ Journal Watch, 6(1), 21-34.

Granovetter, M. & Song, R. (1986), Threshold models of interpersonal effects in
consumer demand. Journal of Economic Behavior And Organization, 7,
83-89.

Grubb, E.L. & Grathwohl H.L. (1967), Consumer self-concept, symbolism, and
market behavior: A Theoretical Approach, Journal of Marketing,
31(10), 22-27.

Grupe, D.W. & Nitschke, J.B. (2013), Uncertainty and anticipation in anxiety.
Nat Rev Neurosci, 14(7), 488-501.

Haleblian, J., Markoczy, L. & McNamara, G. (2004), The effect of anxiety and
confidence on risky decision making in competitive and non-
competitive decision setting,
http://www.goldmark.org/livia/papers/anxiety/anxiety.pdf .

Hatami, K., Hir, T.A. & Kavasemi, A.A. (2015), A study of effects of self-
esteem and religiosity on conspicuous consumption: Case Study:
Students of The University of Tabriz. Journal of Social Sciences, 13(2),
7-9.

274


http://www.goldmark.org/livia/papers/anxiety/anxiety.pdf

Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

Heineike, A. & Ormerod, P. (2009), Non-additive market demand functions:
Price elasticities with bandwagon, snob and veblen effects,
http://www.paulormerod.com/wp-content/uploads/2012/06/demand-
curves.pdf,

Hill, R.P. & Gardner M.P. (1987), The buying process: Effects of and on
consumer mood states. Advances in Consumer Research, 14, 408-410.

Hudders, L. & Pandelaere, M. (2013), Indulging the self positive consequences
of luxury consumption, luxury marketing- A challenge for theory and
practice, (pp 119-138) Springer.

lakshmi, V.V., Niharika, D.A. & Lahari, G. (2017), Impact of gender on
consumer purchasing behavior. Journal of Business and Management,
19(8), 33-36.

Kandori, M & Rob, R. (1993), Bandwagon effects and long run technology
choice, http://www.dklevine.com/archive/bandwagon.pdf .

Kastanakis, M.N. & Balabanis, G. (2012), Between the mass and the class:
Antecedents of the bandwagon luxury consumption behavior. Journal of
Business Research, 65, 1399-1407.

Kastanakis, M.N. & Balabanis G. (2012b), Bandwagon, snob and veblen effects
in luxury consumption. Advances in Consumer Research, 38, 609.

Kastanakis, M.N. & Balabanis G. (2014), Explaining variation in conspicuous
luxury consumption: An individual differences’ perspective. Journal of
Business Research, 67, 2147-2154.

Kerremans, G.J. (2009), Exploring the utility of self-esteem in conspicuous
consumption behavior using a multidimensional approach. Tilburg
University Track Economic Psychology,
http://arno.uvt.nl/show.cqi?fid=97320 .

Kenler, K.S., Gardner, C.O., & Prescott C.A. (1998), A population-based twin
study of self-esteem and gender. Psychological Medicine, 28, 1403-
1409.

Kaoknel, O. (1998), Zorlanan insan-kaygi ¢aginda stres, Altin Kitaplar Yayinevi,
4 Basim, Istanbul.

Kumar, R. (2014), Impact of demographic factors on consumer behaviour - A
consumer behaviour survey in himachal Pradesh. Global Journal of
Enterprise Information System, Informatic Journals, 6(2), 35-47.

Kundu, S.C. & Rani, S. (2007), Human resources self-esteem across gender and
categories: A study. Industrial Management & Data Systems, 107(9),
1366-1390.

Leary, M.R. (1990), Responses to social exclusion: Social anxiety, jealousy,
loneliness, depression, and low self-esteem. Journal of Social and
Clinical Psycholoy, 9(2), 221-229.

Leary, M.R. & Downs D.L. (1995), Interpersonal functions of the self-esteem
motive. In Kernis, M.H. Efficacy, agency, and self-esteem. (pp 123-
144). New York: Plenum Press.

Lee, R.M. & Robbins, S.B. (1998), The relationship between social
connectedness and anxiety, self-esteem, and social identity. Journal of
Counseling Psychology, 45(3), 338-345.

Lee, J. & Shrum L.J. (2012), Conspicuous consumption versus charitable
behavior in response to social exclusion: A differential needs
explanation. Journal of Consumer Research. 39(3), 530-544.

275


http://www.paulormerod.com/wp-content/uploads/2012/06/demand-curves.pdf
http://www.paulormerod.com/wp-content/uploads/2012/06/demand-curves.pdf
http://www.dklevine.com/archive/bandwagon.pdf
http://arno.uvt.nl/show.cgi?fid=97320

Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

Leibenstein, H. (1950), Bandwagon, snob, and veblen effects in the theory of
consumers’ demand. The Quarterly Journal of Economics, 64(2), 183-
207.

Lewis, A. & Moital M. (2016), Young professionals’ conspicuous consumption
of clothing. Journal of Fashion Marketing&Management, 20(2), 138-
156.

Maxwell, A. (2014), Bandwagon effect and network externalities in market
demand. Asian Journal of Management Research, 4(3), 527-532.
McCormick, K. (1983), Duesenberry and veblen: The demonstration effect

revisited. Journal of Economic Issues, 17(4), 1125-1129.

McCracken, G. (1988), Diderot unities and the diderot effect, culture and
consumption. In Miller, D. Consumption: Disciplinary approaches to
consumption (pp.118-129) Bloomington: Indiana University Press..

Mdlekeza, Z. (2014), The presence of and antecedents to bandwagon
consumption behaviour among the South African black middle class in
the context of luxury motor vehicles. Dissertation Thesis, Gordon
Institute of Business Science, University of Pretoria.

Mead, N.L., Baumeister, R.F., Stillman, T.F., Rawn, C.D. & Vohs K.D. (2010),
Social exclusion causes people to spend and consume strategically in
the service of affiliation. Journal of Consumer Research, 37(5), 902-
919.

Memushi, A. (2013), Conspicuous consumption of luxury goods: Literature
review of theoretical and empirical evidence. International Journal of
Scientific&Engineering Research, 4(12), 250-255.

Memushi, A. (2014), Conspicuous consumption and Albanians: Determinant
factors. South-Eastern Europe Journal of Economics, 1, 65-87.

Morena Gavara, C. & Jiménez-Zarco, A. (2016), Strategies for luxury fashion
brands’ targeting the young audience: How to link celebrity
endorsements and brand extensions with social media, fashion and
textiles. In: Mosca, F. & Gallo, R. Global marketing strategies for the
promotion of luxury goods (pp. 155-192), IGI Global.

Nagashima, N. (2003), Future Anxiety And Consumer Behavior, Fujitsu
Research Institute, No.176,
http://www.fujitsu.com/jp/group/fri/en/economic/publications/report/20
03/report-176.html.

Naz, U. & Samreen, L. (2015), Impact of customer self concept and life style on
luxury goods purchases: A case of females of Karachi. Journal of
Marketing and Consumer Research, 17, 80-87.

Neiss, M.B., Sedikides, C & Stevenson, J. (2002), Self-esteem: A behavioral
genetic perspective. European Journal of Personality, 16, s.351-367.

Niankara 1.L.C.O. (2009), The role of bandwagon and snob effects in students
demand for binge drinking in college. Journal of Global Business and
Trade, 5(2), 65-78.

O’Cass, A. & McEwen, H. (2006), Exploring consumer status and conspicuous
consumption. Journal of Consumer Behavior, 4(1), 25-39.

Opiri, J & Lang, C. (2016), The impact of self-esteem and consumption values
on consumers attitude and intention to purchase luxury fashion
products. International Textile and Apparel Association (ITAA) Annual
Conference Proceedings,
http://lib.dr.iastate.edu/itaa_proceedings/2016/presentations/121.

276


http://www.fujitsu.com/jp/group/fri/en/economic/publications/report/2003/report-176.html
http://www.fujitsu.com/jp/group/fri/en/economic/publications/report/2003/report-176.html
http://lib.dr.iastate.edu/itaa_proceedings/2016/presentations/121

Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

O’Shaughnessy, J. (1992), Explaining buyer behavior-central concepts and
philosophy of science issues, (p.225) New York: Oxford University
Press.

Oner, N & Le Compte, A. (1998), Siireksiz Durumluk/Siirekli Kaygi Envanteri
El Kitab1, 2. Basim, Istanbul: Bogazici Universitesi Yaymevi.

Oymen-Dikmen, G. (2008), Liiks marka pazarlamas1 “Vertu” Ornegi, iletisim
Fakultesi Dergisi, 31, 51-64.

Page, C. (1992), A history of conspicuous consumption. In: Rudmin,
F.W., Richins, M., & Provo, U.T. Meaning, measure, and morality of
materialism, (pp 82-87) Association for Consumer Research.

Patsiaouras, G. & Fitchett J. (2012), The evolution of conspicuous consumption.
Journal of Historical Research in Marketing, 4(1), 154-176.

Rohlfs, J.H. (2001), Bandwagon effects and the internet, bandwagon effects in
high technology industries, (p 3). MIT Press.

Rosenberg, M. (1965), Society and the adolescent self-image. Princeton:
Princeton University Press.

Ruvio, A., Shoham, A. & Bren¢i¢, M.M. (2008), Consumers’ need for
uniqueness: Short-form scale development and cross-cultural validation.
International Marketing Review, 25(1), 33-53.

Sages, R.A. & Grable J.E. (2011), A test of The Theory of Self-Esteem: A
Consumer Behavior Perspective, In the 57th Annual Conference of the
American (Vol. 57, p. 90).

Seely, N.K. (2014), Social indicators in online news environments: The
influence of bandwagon cues on news persptions, Thesis, Master of
Arts, The Ohio State University, USA.

Shaikh, S., Malik, A., Akram, M.S. & Chakrabarti, R. (2017), Do luxury brand
successfully entice consumers? The role of bandwagon effect,
International Marketing Review, 34(4), 498-513.

Shultz, C.J., Jallat, F., Rahtz, D.R., Kolar, T., Zabkar, V & Reid, D. (2015),
Traumatized economies and marketing paths to recovery. In: Deeter-
Schmelz, D.R. Proceeding of The 2010 Academy of Marketing Science
(AMS) Annual Conference (pp. 151-174), Portland, Oregon.

Siddiqui, W. (2016), Study on buying behavior of men and women. Imperial
Journal of Interdisciplinary Research, 2(4), 664-667.

Sirgy, M.J. (1982), Self-Concept in consumer behavior: A critical review.
Journal of Consumer Research, 9(3), 287-300.

Sivanathan, N. & Pettit, N.C. (2010), Protecting the self through consumption:
Status good as affirmational commodities. Journal of Experimental
Social Psychology, 46, 564-570.

Smith, R.E. & Smoll, F.L. (1990). Sport performance anxiety. In: Leitenberg,
H. Handbook of social and evaluation anxiety (pp. 417-449), Plenum
Press.

Souiden, N., M’Saad, B. & Pons, F. (2011), A cross-cultural analysis of
consumers’ conspicuous consumption of branded fashion accessories.
Journal of International Consumer Marketing, 23, 329-343.

Spielberger, C.D. (1966), Theory and research on anxiety. In: Spielberger, C.D.
Anxiety and behavior, New York: Academic Press.

Spielberger, C.D., Gorsuch, R.L. & Lushene, R.E. (1970), Manual for the state-
trait anxiety inventory. Palo Alto: Consulting Psychologists Press.

277



Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

Srinivasan, R., Srivastava R.K. & Bhanot, S. (2014), Impact of age on purchase
behaviour of luxury brands. Journal of Research in Business and
Management, 2(9), 19-32.

Srinivasan, R., Srivastava R.K. & Bhanot, S. (2015) Impact of marital status on
purchase behaviour of luxury brands. Journal of Business And
Management, 17(7), 82-93.

Stokburger-Sauer N.E. & Teichmann, K. (2013), Is luxury just a female thing?
The role of gender in luxury brand consumption. Journal of Business
Research, 66, 889-896.

Strange, J. L., Neuenschwander, N.L. & Dauer, A.L. (2005), Self-esteem in
females throughout childhood and adolescence. Undergraduate
Research Journal of Human Sciences, Vol .4,
http://www.kon.org/urc/v4/strange.html

Stepieri, B., Lima, A.P., Sagbansua, L. & Hinner M.B. (2016), Comparing
consumers’ value perception of luxury goods: Is national culture a
sufficiently explanatory factor? Economics and Business Review, 2(16),
74-93.

Tatt, K.E. (2010), Factors influencing consumer buying behaviour of luxury
branded goods, master thesis. Universiti Sains, Malaysia.

Toth, M. (2014), The role of self-concept in consumer behavior, UNLV Theses,
Dissertations,
http://digitalscholarship.unlv.edu/thesesdissertations/2161.

Truong, Y. & McColl, R. (2011), Intrinsic motivations, self-esteem, and luxury
goods consumption. Journal of Retailing and Consumer Services, 18,
555-561.

Tsai, W.S., Yang, Q. & Liu, Y. (2013), Young Chinese consumers’ snob and
bandwagon luxury consumption references. Journal of International
Consumer Marketing, 25(5), 290-304.

Turner, J. (1997), Technology in computing education: Yet another bandwagon?
Working  Group  Reports And  Supplemental  Proceedings,
http://www.cs.utexas.edu/users/csed/iticse/iticse97/Turner.pdf.

Ural, A. & Kilig, T (2006), Bilimsel Arastirma Siireci ve SPSS ile Veri Analizi,

Gelistirilmis

2.Baski (p.248), Detay Yayincilik.

Van Schalkwyk, C.L. (2014), Consumer personality and bandwagon behavior.
Dissertation Thesis, Auckland University of Technology.

Van Zyl, J.D., Cronj¢é E.M. & Payze, C. (2006), Low Self-esteem of
psychotherapy patients: A qualitative inquiry. The Qualitative Report,
11(1),182-208.

Velov, B., Gojkovi¢, V. & buri¢, V. (2014), Materialism, narcissism and the
attitude towards conspicuous consumption, Psihologija, 47(1), 113-129.

Venkatesan, M. (1966), Experimental study of consumer behavior conformity
and independence. Journal of Marketing Research, 3, 384-387.

Vijayakumar, S. & Brezinova, O. (2012), An empirical study on visibility of
conspicuous consumption motives of consumers in Jaffna, Sri Lanka.
Inernational Journal of Trade, Economics and Finance, 3(3), 239-244.

Wadman, W.M. (2000), Variable quality in consumer theory: Toward a dynamic
microeconomic theory of the consumer. New York: M.E. Sharpe, Inc.

Waheed, A., Mahason, S.S. & Sandhu, M.A. (2014), Factors that affects
consumer buying behavior: An analysis of some selected factors.
Middle-East Journal of Scientific Research, 19(5), 636-641.

278


http://www.kon.org/urc/v4/strange.html
http://digitalscholarship.unlv.edu/thesesdissertations/2161
http://www.cs.utexas.edu/users/csed/iticse/iticse97/Turner.pdf

Abasyn Journal of Social Sciences — Vol (11), Issue (2), 2018

Wang, C.X. & Zhu, H. (2016), Status anxiety, materialism and conspicuous
consumption-status, antecedents and consequences of chinese
materialism.  Social ~ Sciences of  Bejing, CNKI net.
http://www.bjshkx.net/EN/10.13262/j.bjsshkxy.bjshkx.160504.

Weber, M.C. (2011), The thinning of Veblen’s ‘conspicuous consumption’ in
the modern language of emotions, http://cameroneconomics.com/cc.pdf.

Wilt, J., Oehlberg, K & Revelle, W. (2011), Anxiety in personality. Personality
and Individual Differences, 50, 987-993.

Woodward, 1. (2011), Consumer anxiety, In: Southerton, D. Encyclopedia of
Consumer Culture (pp.233-235), UK: Sage Publications.

Yu, D. (2014), Motivations of luxury consumption in America vs. China, Master
of Science Thesis, lowa: Ames, lowa State University.

279


http://www.bjshkx.net/EN/10.13262/j.bjsshkxy.bjshkx.160504
http://cameroneconomics.com/cc.pdf



