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ABSTRACT

Consumers want to engage with the retail store community in the shopping context. This study 
examines how consumers’ perceptions of source credibility and perceived usefulness of online 
reviews impact an intention to engage with the online retail store community and purchase intentions. 
The study also identifies differences when reviews are posted by customers versus store employees. 
Results show that the proposed relationships within the structural model are significant, and reviews 
posted by store employees are seen as more credible, whereas reviews posted by other customers are 
perceived to be more useful. Theoretical and managerial implications are discussed.
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INTROdUCTION

Shopping is an inherently social experience (Carter, 2020). Whether it be shopping with friends and 
family, interacting with other shoppers or salespeople, or chatting with store employees at checkout, 
customers have reported that shopping in the retail store is communal in nature (Borghini et al., 2009; 
Jones & Kim, 2011; Peters & Bodkin, 2018). However, as shopping has increasingly moved online, 
due to convenience factors and the more recent pandemic stay-at-home orders, one may question 
whether the communal nature of shopping that exists in retail stores applies when customers are 
shopping online.

Practitioners are advocating that the social nature of shopping still exists when customers move 
online but in a way that differs from shopping in traditional retail stores (Beaulac, 2019; McIntyre, 
2020). “Social shopping” is defined as customers going online to find reviews and recommendations 
about products and then using those reviews to guide purchase decisions (Widmer, 2020). The concept 
of “social shopping” is significant, as 93% of consumers have anecdotally reported that online reviews 
have impacted their purchase decisions (Widmer, 2020).

The purpose of this study is to examine the communal nature of utilizing online reviews for online 
shopping. There is a growing literature on community in physical stores, but marketers need greater 
understanding of community within online retailing. In addition, there are few papers that examine 
source credibility and perceived usefulness as they relate to community engagement in the context of 
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online reviews, factors which may be important to social shopping. And while the literature suggests 
that shoppers view both customers and store employees as members of the retail store community, 
few studies to date have unpacked differences that may exist when online reviews are provided by 
these disparate sources. Thus, this study examines the following research questions to address the 
gaps in the literature: How do consumers’ perceptions of source credibility and usefulness of online 
reviews, impact feelings of community and purchase intentions when posted by customers and store 
employees? Furthermore, do these relationships differ when the post is provided by other customers 
versus store employees?

LITERATURE REVIEw ANd HyPOTHESES

While there is plethora of studies on community in marketing, the literature on retail store community 
is just beginning and has been mostly focused on physical stores, as opposed to online shopping 
(Borghini et al., 2009; Jones & Kim, 2011; Peters & Bodkin, 2018). And while there are numerous 
papers on online reviews, there are virtually no studies to date examining the impact of reviews on 
community engagement in the context of online shopping. Although this study is primarily grounded 
in theory on community, theories related to online reviews were also incorporated into the development 
of the hypotheses.

Source Credibility
Source credibility’s impact on the believability of online reviews (Tahir & Khan, 2020), as well as its 
impact on purchase intentions in the context of online reviews (Assaker, 2020; Kiran & Srivastava, 
2020; Xu et al., 2020), has been well established in the literature. There are no studies to date, however, 
that have examined the relationship between the source credibility of online reviews and consumers’ 
intention to engage in an online retail community. The literature on virtual community shows that 
the credibility of information posted within these types of communities is of utmost importance 
to consumers. For example, Hajli et al. (2015) studied an online health community and found that 
consumers often questioned whether the other peoples’ posts were credible and accurate. Chou et 
al. (2015) examined a virtual community and found that source credibility predicted the adoption of 
knowledge from the group. Nair and Harshavardhini (2002) also found that source credibility impacted 
eWOM adoption through perceived usefulness. Chih et al. (2013) surveyed a fashion community and 
found that website reputation, source credibility, obtaining buying information, and social orientation 
influenced perceived review credibility, and in turn attitudes and purchase intentions. Thus, based 
on the role of source credibility theory in the context of online reviews, as well as studies examining 
the impact of source credibility within virtual communities, the following hypotheses are posited:

Hypothesis One: In the context of online reviews, source credibility has a positive effect on online 
retail store community engagement intention.

Hypothesis Two: In the context of online reviews, source credibility has a positive effect on purchase 
intention.

Perceived Usefulness
Davis (1989) introduced the technology acceptance model (TAM), which identifies ease of use and 
perceived usefulness as determinants of the use of technology, to the field of information systems. 
The TAM model was introduced in a work context but has been applied in other consumer contexts, 
including e-commerce and online reviews (Bernardino et al., 2020; Kiran & Srivastava, 2020; Ventre 
& Kolbe, 2020). The model has also been utilized in the literature on social commerce and virtual 
community. Zhang et al. (2016) examined social commerce among Chinese consumers and found 
that website quality, trust, and eWOM influenced online purchase intentions with perceived ease 



 

 

13 more pages are available in the full version of this

document, which may be purchased using the "Add to Cart"

button on the publisher's webpage: www.igi-

global.com/article/online-retail-store-community-

engagement-and-its-impact-on-purchase-intentions-in-the-

context-of-online-reviews/288424

Related Content

Developing Green Curriculum towards Sustainable Education
Dawn Putney, Robert C. Morrisand Peter R. Sargent (2016). International Journal of

Technology and Educational Marketing (pp. 34-51).

www.irma-international.org/article/developing-green-curriculum-towards-sustainable-

education/146186

Impact of Visual Hierarchy on User Experience in E-Commerce Websites
A. N. Raghavendra, G. Vijayakumarand Sanjeev Kumar Thalari (2024).

Contemporary Trends in Innovative Marketing Strategies (pp. 141-156).

www.irma-international.org/chapter/impact-of-visual-hierarchy-on-user-experience-in-e-

commerce-websites/339825

Do Stock Markets Comove in Emerging Economies?
Sadullah Çelikand Emel Baydan (2017). Socio-Economic Perspectives on Consumer

Engagement and Buying Behavior (pp. 197-213).

www.irma-international.org/chapter/do-stock-markets-comove-in-emerging-economies/176007

Do Customer Orientation Strategies Drive an Excellent Customer

Experience?: The Case of Abu Khader Automotive
Mohamad Kamal Hashem, Carla Ruiz-Maféand Rafael Curras-Perez (2024).

Marketing Innovation Strategies and Consumer Behavior (pp. 175-198).

www.irma-international.org/chapter/do-customer-orientation-strategies-drive-an-excellent-

customer-experience/344354

Online Auctions of New Product Before and After Its Official Launch:

Differences, Time Series Linkage, and Correlation with Stock Market
Yanbin Tu (2019). International Journal of Online Marketing (pp. 64-79).

www.irma-international.org/article/online-auctions-of-new-product-before-and-after-its-official-

launch/236110

http://www.igi-global.com/article/online-retail-store-community-engagement-and-its-impact-on-purchase-intentions-in-the-context-of-online-reviews/288424
http://www.igi-global.com/article/online-retail-store-community-engagement-and-its-impact-on-purchase-intentions-in-the-context-of-online-reviews/288424
http://www.igi-global.com/article/online-retail-store-community-engagement-and-its-impact-on-purchase-intentions-in-the-context-of-online-reviews/288424
http://www.igi-global.com/article/online-retail-store-community-engagement-and-its-impact-on-purchase-intentions-in-the-context-of-online-reviews/288424
http://www.irma-international.org/article/developing-green-curriculum-towards-sustainable-education/146186
http://www.irma-international.org/article/developing-green-curriculum-towards-sustainable-education/146186
http://www.irma-international.org/chapter/impact-of-visual-hierarchy-on-user-experience-in-e-commerce-websites/339825
http://www.irma-international.org/chapter/impact-of-visual-hierarchy-on-user-experience-in-e-commerce-websites/339825
http://www.irma-international.org/chapter/do-stock-markets-comove-in-emerging-economies/176007
http://www.irma-international.org/chapter/do-customer-orientation-strategies-drive-an-excellent-customer-experience/344354
http://www.irma-international.org/chapter/do-customer-orientation-strategies-drive-an-excellent-customer-experience/344354
http://www.irma-international.org/article/online-auctions-of-new-product-before-and-after-its-official-launch/236110
http://www.irma-international.org/article/online-auctions-of-new-product-before-and-after-its-official-launch/236110

