OIKONOMIKO
MANENIETHMIO
AOHNON

ATHENS UNIVERSITY
OF ECONOMICS
AND BUSINESS

IXOAH
AIOIKHEHE
EMIXEIPHEEQN

SCHOOL OF
BUSINESS

METAMTYXIAKO

MAPKETINTK & EMIKOINQNIAX
MSc IN MARKETING &
COMMUNICATION

SPECIALIZATION IN INTERNATIONAL MARKETING

“Corporate Social Responsibility and Skepticism: an investigation of perceived

CSR motives and the effect on consumer behavior.”

A thesis submitted in partial fulfillment of the requirements for the master’s

degree in marketing & communication

BY

IOANNA RACHOUTI

ATHENS 2020




M.Sc. in International Marketing and Communication (PR.1.MA), AUEB | 2020

CERTIFICATE OF DISSERTATION PREPARATION

The present thesis is submitted in partial fulfilment of the requirements for the postgraduate degree
of the MSc in Marketing & Communication with International Orientation and will be made publicly
accessible via the e-library of the programme and the AUEB Institutional Repository & Digital Library

“PYXIDA”.

| hereby also declare that the present thesis is a result of my own work and has not been submitted
for any other undergraduate or postgraduate qualification in Greece or abroad. This thesis reflects

my personal opinions on the subject. All sources have been cited properly, including online material.

References to this thesis are allowed without special permission, under the condition that the source
is explicitly and correctly cited. Approval for using longer extracts, parts of the dissertation or the full

text can be given only by the Coordinating Committee of the MSc in Marketing & Communication.

Name: loanna Rachouti

loanna Rachouti | Corporate Social Responsibility and Skepticism: an investigation of 2
perceived CSR motives and the effect on consumer behavior



M.Sc. in International Marketing and Communication (PR.1.MA), AUEB | 2020

Acknowledgements

Firstly, | would like to express my deepest appreciation to my supervisor, Dr. Flora Kokkinaki, who
provided me with guidance and support along the way. Special thanks to all the faculty members
teaching at the PR.I.MA program, Dr. Drosos, Dr. Karantinou, Dr. Lampaki, Dr. Painesis, Dr. Salavou
and Dr. Skarmeas who instilled their precious knowledge and motivated us to become better

marketing professionals.

This program could not run as smoothly without the lovely ladies at the Secretariat, Ms. Chara
Papakonstantinou and Ms. Eirini Mavromara who tolerated us and assisted in every way possible

throughout the academic year.

Special thanks to my amazing, brilliant team -Eva, Matilda and Angelos- who managed to turn every
assignment into an enjoyable experience and brought positivity and joy both inside and outside the

classroom. Without them the journey of postgraduate studies would not be the same.

| would also like to express my deepest gratitude and appreciation to my parents for their endless

support, understanding, motivation and encouragement to this new chapter in my life.

Last but not least, | must extend my deepest gratitude and appreciation to my significant other who
never stops believing in me and encouraging me to reach my goals. His immense psychological

support and his knowledge of statistics helped me undergo the tedious task of writing this thesis.

loanna Rachouti | Corporate Social Responsibility and Skepticism: an investigation of 3
perceived CSR motives and the effect on consumer behavior



M.Sc. in International Marketing and Communication (PR.1.MA), AUEB | 2020

Executive Summary

Corporate social responsibility (CSR) today is a pervasive preoccupation of businesses worldwide. Not
only is it a moral obligation, but also a business imperative, as well, since consumers reward socially
responsible corporations in the sense of loyalty and purchase intention. Although pertinent literature
over the years has highlighted the beneficial effects of CSR programs on a company’s reputation and
to consumers’ behavior, recently there has been a shift in the individuals’ attitudes towards CSR
initiatives. There is a widespread concern that firms exploit the trend of social responsibility in order

to increase their profits and mislead their customers into believing they care about social causes.

This paper contributes to CSR literature by trying to explain how CSR skepticism generates and its
impact on consumer-related outcomes in the context of grocery retailers. Attribution theory provides
the theoretical framework the study draws on as it suggests that consumers assign to companies
egoistic-, values-, and strategic-driven motives and subsequently these motives affect the formation
of attitudes. The paper also examines the notion of CSR authenticity and the influence of skepticism

on purchase intention and retailer’s equity.

With regards to the methodology, a quantitative approach was employed with the use of a
guestionnaire as the research instrument and a cause-related marketing example as the scenario.
The results of the research showed that consumers are not familiarized with the concept of CSR and
they hold a rather neutral to positive stance towards the large supermarket chains in Greece. Despite
the findings not agreeing with those of previous research, the study consolidated the relation

between the discussed terms and set the common ground for future studies.
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1. INTRODUCTION

1.1. Problem statement
A new reality is rising for societies around the world, placing Corporate Social Responsibility (CSR) at
the center of public interest. Now more than ever, due to the social upheaval brought about by this
unprecedented virus outbreak, CSR plays a crucial role. Companies that do not regard the human
factor as a topmost priority, during crises like this, will find themselves under a lot of pressure.
Corporations should reevaluate their mission, their vision, and their values by answering three basic
guestions: What is the reason for their existence? How do they influence the world around them and

can they make it a better place? What do they need to do in order to fulfill their mission?

It is quite important to academics and marketers to understand the effects of CSR initiatives on
consumers’ attributions of CSR and therefore to recognize their attitudes and behaviors. Consumers
support companies of which they have positive CSR perceptions. The results of surveys and studies
over the last decade show that a striking percentage of consumers were willing to support
companies regarded to be delivering on CSR. For example, (Du, Bhattacharya, & Sen, 2010)
presented the results from a survey conducted in 2007, which showed that 87 % of the consumers in
the United States of America would be willing to switch to another brand or product if it became
evident that the company behind that brand would engage in genuine CSR campaigns. The same
survey also showed that consumers would be willing to abandon a brand or product due to the

company’s negative CSR practices and even boycott such a company.

Although the benefits of CSR programs are apparent, various corporate scandals, ethical lapses, and
anxiety for contemporary life have lead consumers to be distrustful of firms’ reasons for engaging in
CSR. Consumer skepticism of the business world is on the rise and there is a societal concern that
firms often advertise false or incomplete information to mislead consumers and improve their image.

Skepticism towards corporate giving or corporate performance can be seen in many forms. The
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“green skepticism” or “window-dressing” is viewed as the consumers’ tendency to doubt the
environmental benefits or the environmental performance of a green product (Obermiller,
Spangenberg, & Maclahlan, 2005). Companies are also accused of “pinkwashing”, meaning that they
provide funding for research to eliminate breast cancer while also selling products that are thought
to contribute to breast cancer or “bluewashing” that is the partnership of a company or brand with

the United Nations so as to present a humanitarian face.

Consumers perceive that a company is engaging in CSR simply to benefit financially, rather than out
of actual concern for others. They become skeptical of a firm’s CSR intentions when they doubt the
motives for such initiatives, which in turn results in these customers being less likely to respond to its
CSR program and subsequently try to “punish” the company by boycotting or spread negative
information. This is particularly true when the CSR campaign involves a non-profit or charity, as in

cause-related marketing or corporate philanthropy (Forehand & Grier, 2003).

Literature shows that people may care less about a company’s CSR activities than about its motives
(Ellen, Webb, & Mohr, 2006). The motives of a company as interpreted by consumers influence
consumers’ attitude towards the company as well as their intent to purchase the company’s products
or services (Becker-Olsen, Cudmore, & Hill, 2006). Consumers’ or stakeholders’ response to CSR is a
result not of the CSR itself, but of their evaluation of this initiative in relation to the company
(Becker-Olsen, Cudmore, & Hill, 2006). As stated by (Marin, Cuestas, & Roman, 2015) consumers’
intentions and attitudes are influenced by the motives that consumers assign to a company’s actions.
Subsequently, those motives are explored in previous studies in order to investigate the corporate

incentives to engage in CSR campaigns.

1.2. Objectives of the study
The field of corporate social responsibility has attracted much academic attention over the years.

However, the whole concept of CSR is so difficult to understand because it is broad and
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multidimensional. When companies engage in CSR they have to account for social, financial,
environmental aspects and they have to take into consideration numerous implications. These
implications along with the range of situations that can be manifested demand more exhaustive

research.

Having thoroughly examined the widespread occurrence and importance of CSR, recently there has
been a shift towards the various assumptions about the reasoning of corporations’ engagement in
CSR and, particularly what benefits they can actually acquire by adopting a humanitarian profile. For
example, when a consumer observes that a firm is developing and launching socially responsible
campaigns, he or she might explore several possibilities to locate the causality of the event. Are
competitors doing the same thing, or is this firm leading the way? Is the firm’s socially responsible
behavior constrained in this niche area, or is the responsibility a common feature in the firm’s overall
approach? Is this a new strategic initiative for the firm, or is there a history behind it? By providing
answers to these questions, the consumer can make intrinsic or extrinsic attributions of why a firm
engages in CSR actions. Such causal explanations, in turn, influence the consumer’s skepticism
(Leonidou & Skarmeas, 2015). Therefore, the key antecedents of CSR attributions appear to be an
essential area of research because they provide a better understanding of the psychological
mechanisms underlying these impactful consumer judgments and provide guidance for organizations

on how to respond to them.

In brief, this study draws from the principles of attribution theory in order to investigate the motives
(i.e. egoistic-driven, values-driven and strategic driven) that have an impact on skeptical views of
CSR. A Cause-Related Marketing scenario, that is a partnership between a supermarket and a non-
profit organization, is employed to facilitate the recall in the mind of the consumer before
responding to the questionnaire. Cause-related marketing is particularly appropriate for the
examination of consumer skepticism because of its dual (cause-beneficial and cause-exploitative)

nature (Skarmeas & Leonidou, 2013). The purpose is to contribute to the subject of CSR skepticism
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and shed light on its determinants and consequences. More specifically, the study intends to explore

the following research questions:

1. Which are the company’s motives that mostly affect consumer’s assumptions?

2. Do these motives influence skepticism positively or negatively?

3. What is the role of authenticity in the formation of skeptical behaviors?

4. Does skepticism for corporate social responsibility actions affect purchase intention and

equity?

If all these questions are to be answered then the customer’s approach and assumptions about the
CSR model can be examined. To sum up, skepticism is important in explaining consumer reluctance
toward CSR messages. Furthermore, the role of consumer skepticism has emerged in the related, but
distinct, the context of corporate social responsibility (CSR) (Forehand & Grier, 2003; Skarmeas &
Leonidou, 2013). The results indicate that CSR practices are susceptible to the detrimental effect of
skepticism and thus call for further theoretical and empirical studies on consumer skepticism, leading
to a better understanding of not only positive but also negative consumer responses to marketing

actions.

1.3. Context of the study
This paper revolves around an academic research carried out in the context of Post Graduate Degree.
It is a quantitative one and its instrument is an on-line questionnaire. The setting of the research is
Greece and specifically, Athens that is the researcher’s place of residence and therefore the
participants’. The time frame for the collection of data was set from in the middle of March until the
end of April. The timing was particularly interesting since, at that period, Greece, among other
countries had to resort to quarantine and lockdown due to the spread of corona-virus. What was also

remarkable was that supermarkets and grocery stores showed significant sales growth making them
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the most profitable business of the period. Though this is coincidental, it puts the subject of the

thesis into perspective and contributes to the controversial issue of CSR.

In order to narrow down the scope of the research, it centers around the retailing industry and more
specifically on the supermarket sector. According to statista.com “the retail trade industry is
responsible for the display and sale of new or used goods to consumers for personal or household
consumption”. The reason for choosing this particular domain is the challenges it faces both
nationally and globally at any given time. Statista (Number of retail chains* in Greece in 2020, by
sector) provides accurate data to portray the business landscape. In Greece, particularly, food ranked
in second place in the total number of retail chains by sector, after fashion and clothing. In 2019,
food retailing continued to be led by grocery retailing with the top five companies all operating in
this channel. Actually, Sklavenitis remains on top, and also showed the strongest value share growth

in 2019.

Many examples show the importance of ethical issues in consumer food and grocery shopping
decisions. All major players engage in various CSR activities but the ones pointing to Cause-Related
Marketing will be named as a point of reference because there should be an analogy between the
scenario used in the survey and reality. Sklavenitis, Vassilopoulos, Lidl, Massoutis, MyMarket have all
organized over the years campaigns in order to help the less privileged of society. Their schemes
involve food donations or sums of money to major non-profit organizations like the Food Bank or
Boroume whose mission is to reduce food waste, provide daily food to people in need and fight
malnutrition. Of course, their efforts do not revolve only around food but also around different types

of charities or social causes, the environment, ethical working conditions, etc.

All the internal or external parties to which a corporation has a responsibility constitute the
stakeholders. The most common stakeholders of an organization today are the government, society,

competitors, employees, consumers, shareholders and suppliers. This paper focuses on the
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consumers’ segment which is most times the target of CSR communications initiatives. In general,
consumers applaud altruistic corporate behaviors that are beneficial for all of society in the long term
rather than merely benefitting the organization itself, and they tend to reward those efforts (Marin,
Cuestas, & Romadn, 2015). If CSR is properly communicated, it is more likely that companies will reap

their rewards for being socially responsible.

Overall, grocery retailers should anticipate and prepare for developments concerning the ethical

aspect of their business since it might affect their sustainability and survival.

1.4. Outline of the dissertation

The present dissertation will be structured as follows:

Chapter two presents an overview of the pertinent literature and examines prior research conducted
in the field of Corporate Social Responsibility. The term is thoroughly defined and some of its forms
are explored, with emphasis placed on Cause Related Marketing as it is the most appropriate for this
study. In addition, the notions of skepticism, suspicion and authenticity are presented as well as the
constructs of Corporate Perceived Hypocrisy and fit between a company and the cause it serves. In
the same chapter, the theoretical framework of the thesis that draws from the attribution theory is
analyzed along with the company’s perceived motives. The hypotheses formulation and the

conceptual model are also included.

Chapter three presents an analytical overview of the research process followed and a detailed
description of the stages that constitute the methodology employed to test the thesis’ hypotheses.
There is a distinction between the different types of research and the reasons for opting for a
guantitative one. The survey instrument that is the questionnaire is analyzed in-depth along with
measures used for the operationalization of concepts. The processes of sampling and data collection

are also examined.
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Chapter four focuses on the analysis of the findings and hypotheses testing. Descriptive statistics is
employed to summarize the given data set and convey an idea of the market studied. Inferential
statistics is employed to assess the relationship between the variables and statistical models test the

hypotheses established. The analyses performed are: reliability, correlation and regression analysis.

Chapter five revolves around the discussion of the findings that occurred in the research and the
implications of these in a theoretical and managerial context. The limitations and the difficulties
encountered throughout the research are addressed and suggestions for future research are

proposed.
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2. LITERATURE REVIEW & RESEARCH MODEL

2.1. Introduction
This chapter presents an overview of the pertinent literature in order to provide a theoretical
framework for the dissertation. Literature review sets the foundation for every study and helps link it
with previous studies carried out in the same or similar fields. Furthermore, it broadens the scope of
the research, strengthens the value of the findings that can now be compared with those of others.
Except for the definitions of major terms and concepts used, the research hypotheses will be

formulated.

2.2. Literature Review

2.2.1. Corporate Social Responsibility
A large number of existing studies in the broader literature have examined the concept of Corporate
Social Responsibility. CSR is a company's commitment to improving societal, economic and
environmental well-being through business practices (Sen & Bhattacharya, 2001), a company’s
obligation to maximize its positive effect and minimize its negative impact on society (Pride & Ferrell,
2006) and generally encompasses all those efforts that make a company a good corporate citizen.
Recently, CSR has been rising as a higher priority for business and organizations alike that, except for
researchers and members of the academia, major institutions such as the European Commission
have attempted to formulate a definition; the Commission regards CSR as “the responsibility of
enterprises for their impact on society” (Corporate Social Responsibility & Responsible Business
Conduct). A company is considered socially responsible when it tries to incorporate into its business
strategy social, environmental, ethical, consumer/human rights concerns and of course, abide by the

law.

Broadly speaking, CSR can assume many expressions ranging from philanthropy, cause-related

marketing, and environmental responsibility to humane employee treatment and fair trade (Ellen,
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Webb, & Mohr, 2006). In an attempt to illustrate the domains CSR initiatives touch upon, Sen &
Bhattacharya (2001) identify numerous taxonomies such as community support (e.g. educational,
art, health programs), diversity (e.g. sex-, race-, family-, disability-based initiatives), employee
support (e.g. job security), environment (e.g. recycling, eco-friendly products, waste management).
Despite their type, CSR efforts aim at presenting an image of a company that caters to the needs of
the society that its own survival depends on. (Marin, Cuestas, & Roman, 2015). These efforts are
generally intended to demonstrate to consumers and other stakeholders that the company is a good

member of society and cares about its customers (Zhang & Hanks, 2017).

There is a long list of benefits for a company’s engagement to CSR that have already been thoroughly
examined in the existing body of literature. Indicatively, participating in CSR activities allows the
company to communicate with customers that it shares their values, further increase the level of
consumer — company identification and solidify the company’s reputation in their minds
(Bhattacharya & Sen, 2003). Apart from the intangible benefits of consumer-company identification,
reputation, corporate or brand evaluations, CSR programs have been proven to favorably contribute
to a company’s operating outcomes. Prior research has shown that CSR programs can result in
increased customer loyalty and purchase intentions, higher revenues, positive word of mouth,
willingness to pay a premium and resilience to negative information about the company (Du,
Bhattacharya, & Sen, 2010). In addition to customers, other stakeholder groups also respond
positively to effective CSR strategies. For example, Sen & Bhattacharya (2001) found that CSR
initiatives lead to people seeking employment in a socially responsible company or investing in a

company by purchasing stock.

2.2.2. Cause-Related Marketing
As stated before, one of the forms that CSR can assume is that of Cause-Related Marketing (CRM) on
the principles of which draws the scenario of this particular study that will be analyzed in detail in the

Methodology section. CRM can be described as the promise made by a company to donate either-a
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certain amount of money or products to a non-profit organization/good cause when consumers
purchase its products or use its services (Varadarajan & Menon, 1998). According to Belch & Belch
(2018), it is a very popular technique of image building, in which companies link with charities as
contributing sponsors. These types of initiatives may be considered as a form of partnership between
the two interested parties that both benefit from the arrangement; the organization acquires the
financial aid in order to fulfill its needs and the company improves its corporate performance by
simultaneously supporting a worthy cause (Varadarajan & Menon, 1998). A successful CRM campaign
may improve a company’s reputation, boost sales, increase employees’ involvement, enhance brand
equity, increase consumer acceptance of price increases, generate favorable publicity, and even win
over skeptical officials who may have an impact on the company (Belch & Belch, 2018). For all these
reasons studies on CRM are managerially relevant. Indeed, studies have shown that association with
a cause influences consumer’s purchase intentions because they are more likely to buy from a
sponsor and they are more likely to trust a socially responsible brand. There are many striking
examples of renowned companies adopting a variety of schemes. Some of the expressions of CRM
are making donations to a non-profit organization, encouraging employees to volunteer for a cause,
donating materials or supplies, running public service announcements or even providing event

refreshments (Belch & Belch, 2018).

However, not all cause-marketing is a guarantee of success. CRM is susceptible to criticism by
consumers since it is actually a commercial agreement between business and charities whose only
purpose is merely to market an image or a product for mutual interest rather than selflessly donating
money or a number of products (Elving, 2013). For many, this is a promotional form of CSR and raises
concerns with regards to the honesty of the incentive which is either cause-beneficial or cause-
exploitative. A number of authors have recognized that CRM is one of the most controversial types of
CSR because consumers doubt whether the firm acts out of altruism rather than out of its own

interest and profiteering. Companies have gotten into trouble by misleading consumers about their
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relationships or by supporting causes that had little financial returns. Overall, the audience is
becoming more and more skeptical and is demanding more accountability from companies’” CRM

efforts (Belch & Belch, 2018).

One way to tackle this problem is through fit and reputation. Pirsch & Gupta (2006, p. 323) assert
that “ marketing managers should focus on the basics when developing a cause-related marketing
campaign: build a general positive feeling toward their brand, pick a cause that makes sense to the
consumer to be a partner in the alliance, and make sure that the consumer does not think that your
company is exploiting the alliance through too much promotion”.

Therefore, the skepticism generated towards CRM renders it so suitable for the investigation of CSR-

induced attributions (Varadarajan & Menon, 1998).

2.2.3. Corporate Social Responsibility Skepticism
These past few years research in the field has shown that CSR has acquired some negative
connotations in consumer behavior such as skepticism (Sen & Bhattacharya, 2001; Wagner, Lutz, &
Weitz, 2009). Skepticism is the individual’s attitude of doubting that particular claims or statements
are true. The origin of the word comes from the Greek verb “skeptomai” which means to think, to
examine and “skeptikos”, at first, meant the inquirer, someone who was unsatisfied and still looking
for truth. The term has been excessively used in philosophy since antiquity until today so as to
denote those that challenged the existing knowledge and rejected the status quo. Nevertheless, this
tendency to disbelieve and question is not only an intriguing subject that preoccupied philosophers
for centuries but also a phenomenon that is in the center of interest in numerous disciplines, for
instance, psychology, sociology, even politics. As far as business is concerned, skepticism is a
consumer’s characteristic leading them to mistrustful judgments about a company’s advertising
messages, promotions, public relations, environmental claims and, not unexpectedly, the topic of the

present thesis, CSR and cause-related marketing initiatives.
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Literature identifies two types of skepticism: pre-dispositional skepticism that is an individual trait
and situational skepticism that is a temporary state (Forehand & Grier, 2003). Pre-dispositional
skepticism is a personality trait signifying an ongoing or global state of disbelief across contexts
(Obermiller, Spangenberg, & MaclLahlan, 2005). In the first case, people tend to be skeptical without
the stimulus of context, while in the second case people are affected by advertising or marketing
claims. Hence, situational skepticism can be increased or decreased by changing the amount of
information given to consumers (Forehand & Grier, 2003). For example, prior research has
established that as customers’ knowledge and understanding of the CSR campaign increase,
situational skepticism can be reduced (Webb & Mohr, 1998). The main problem is how to provide

additional information about a campaign so that customers can use it for their evaluations of CSR.

Overall, skepticism arises when consumers think that a company is acting in self-interest rather than
for the benefit of society. If a consumer thinks that a company is using CSR solely to improve its

image and questions the motives of that company, he or she is likely to be skeptical. (Elving, 2013)

Skepticism is associated in the literature with the notions of cynicism and suspicion. Cynicism is
manifested in the form of distrust in others whose actions are mainly based on egoistic and selfish
motives. Specifically, cynicism may be considered as a personality trait that always exists regardless
of time and context whereas skepticism is more situation-dependent. Cynical people might react
with more skepticism in certain situations (Elving, 2013). Suspicion, on the other hand, is viewed as a
state of mind according to which the individual believes that the motives of someone else’s actions
are deliberately hidden from them. People more often than not show suspicion if the real motives
are not clear or if contradictory motives are involved. A company’s promotion of its CSR activities
frequently raises suspicion, especially when the activities entail donating money to a non-profit or a
good cause. The purpose of making as much money as possible and the willingness to help society

creates confusion in the mind of the consumer who is unsure about the underlying motives of a firm,
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These contrary motives are not easily linked in the cognitive process of an individual, so the real

motives or aims of the company are not easy to unravel (Elving, 2013).

2.2.4. Authenticity
Authenticity, a virtue needed in every aspect of contemporary life, denotes the quality of being true,
of being genuine. The concept of authenticity has been widely discussed in many disciplines ranging
from philosophy and psychology to business and marketing. Across the literature, authenticity seems
to be a rather complex term that borrows elements from other disciplines, making it a multi-
dimensional construct. In the context of CSR, it is defined as “the perception of a company's CSR
actions as a genuine and true expression of the company's beliefs and behavior toward the society
that extend beyond legal requirements” (Alhouti, Johnson, & Holloway, Corporate social
responsibility authenticity: Investigating its antecedents and outcomes, 2015, p. 1243). Authenticity
is a significant antecedent to CSR skepticism as consumers and various stakeholders tend to trust
corporations that genuinely pursue CSR activities (Beckman, Colwell, & Cunningham, 2009). It is
important to note, however, that trust and authenticity are related but are distinct constructs. For
example, regarding consumers’ perceptions of CSR, trust refers to their willingness to be vulnerable
due to positive expectations of an organization’s CSR efforts. In contrast, authenticity refers to
whether a firm’s CSR efforts are genuine, meaning whether they are aligned to the company’s values
and whether they are compatible to societal norms and expectations. In other words, stakeholders
are more likely to trust an organization’s CSR efforts if they perceive them to be authentic (Beckman,
Colwell, & Cunningham, 2009). Previous studies focus on two dimensions critical to perceptions of
authenticity, distinctiveness and social connectedness. Distinctiveness refers to the idea of a

company being true to itself and social connectedness to the idea of serving social expectations.

Research, however, has highlighted the element of subjectivity and contextuality that render it

rather challenging to analyze. In other words, context can alter views on authenticity; consumers
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may react differently to CSR actions when there is a change in the context either, company or
industry, since they perceive the genuineness of an action differently. Given the importance of
authenticity for the success of CSR programs combined with its subjective and contextual nature, it is
important to understand the dimensions of authenticity within the CSR domain. Yet, the existing
literature has not provided an explicit conceptualization of consumer evaluations of CSR authenticity.
Prior studies are mostly conceptual or qualitative in nature and largely explore authenticity based on
employee perceptions (Beckman, Colwell, & Cunningham, 2009). A notable exception is a paper by
Alhouti, Johnson, & Holloway (2015) that proposed a scale for CSR authenticity. Participants in the
study considered a company’s CSR programs as genuine when they tought that they were motivated
by more than just the financial drive. The idea of “triple bottom line” is underlined to describe social
enterprise business models that care for people, planet and profit and their CSR initiatives are
perceived to be as genuine. However, when a company is not focused on a social or environmental
cause, its CSR campaigns may be seen as inauthentic since customers believe that it is motivated by
financial gain. Alhouti et al. (2015) argue that an individual’s knowledge about the company is
essential as consumers frequently need to rely on the company’s history to determine whether it has

a genuine interest in the cause.

2.2.5. Corporate Perceived Hypocrisy
CSR communications may have the opposite results to what was initially intended. Previous research
shows that in some cases CSR visibility may harm a company’s short-term or long-term prosperity.
Janssen, Sen, & Bhattacharya (2015) claim that firms that have positioned themselves as socially
responsible may face harsher critique than others that have not openly communicated their
initiatives. There are several reasons for that. Firstly, such firms are under close scrutiny by the
media, organizations and other stakeholders and secondly, the quality and the amount of
information the audience receives. Wagner, Lutz, & Weitz (2009) examine the effects of the

insufficient amount of information consumers receive with respect to CSR communications and how
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companies can mitigate these inconsistencies. They analyzed a key psychological mechanism through
which incongruent CSR information affect consumers and they developed the construct of Corporate
Perceived Hypocrisy. Having drawn from psychological research of individual hypocritical behavior,
they defined Perceived Corporate Hypocrisy as the audience’s belief that a company pretends to be
something it is not. Namely, corporations may communicate their good behavior (promises) to their
stakeholders, but when consumers find an incongruity between their claims and their actions, they
risk being accused of hypocrisy. For example, consumers might obtain information about a
corporation’s CSR activities from company-owned sources (like the company’s website, social media,
PR reports, corporate advertising, etc.) and from other, independent sources (e.g. mass media,
documentaries, consumer advocacy groups, etc.) that are contradictory to each other. Their findings
reveal that perceived hypocrisy damages consumers’ attitudes toward firms by negatively affecting
CSR beliefs. CSR activities can improve a company's image only when consumers believe those

activities have a sincere motive (Yoon, Gurhan-Canli, & Schwarz, 2006).

Corporate Perceived Hypocrisy has serious implications on the company’s reputation and on
consumer’s overall attitude towards the company. Except for consumers, however, this type of
deceptive behavior undermines the other stakeholders’ trust, as well. The belief that a company has
failed to deliver on its promises threatens the relationship with investors who helped establish the
company and with employees who help sustain it (Wagner, Lutz, & Weitz, 2009). In order to
overcome the obstacle of corporate perceived hypocrisy they emphasized on the impact of major
communication campaigns. Wagner, Lutz, & Weitz (2009) maintained that reactive communication is
more efficient in minimizing the effects of corporate perceived hypocrisy in comparison to proactive
communication. In the former, the company’s statement follows the socially irresponsible behavior
while in the latter, the company actively positions itself as engaging and the statement about CSR
precedes its observed contradictory behavior. However, the risk of a proactive communication

strategy can be mitigated by increasing the obscurity of the statements (that precede any company
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behavior). Furthermore, they found that regardless of the type of communication strategy, or the
order in which the company presents information to consumers, information inconsistency
ultimately leads to perceptions of corporate hypocrisy. In conclusion, corporate perceived hypocrisy
affects both consumers’ overall CSR beliefs and their outlook toward the firm and serves as a
mediator of CSR information on these two interrelated dependent constructs (Weiner & Peter,

2009).

2.2.6. Cause Fit Communication
There are numerous factors determining the effectiveness of CSR initiatives. Pertinent literature has
examined the notion of fit between the company and its initiatives. Fit is defined as the link between
CSR and a firm’s product, image, positioning and target audience. According to Du, Bhattacharya, &
Sen (2010) fit is perceived as the congruence between a company’s scope of activity and social issue
chosen to support. High congruence has a positive impact on consumer attitude towards a brand or
company because CSR activity is viewed as suitable. When consumers realize there is a good fit
between expectations, knowledge, actions and a company’s CSR domain, they demonstrate higher
credibility and low risk of skepticism. Congruence is, generally, regarded as more positive than a lack
of congruence. The inconsistency of information leads to more critical evaluations about the

company and its motives (Elving, 2013).

Nevertheless, may increase skepticism around a company because it enhances its external, profit-
driven motives (Forehand & Grier, 2003). Namely, when a company is connected to the CSR activity it
represents, it is more likely to get financial returns. There is the exception of socially stigmatized
industries supporting social issues directly related to their products or business model, such as a
tobacco company supporting cancer-battling campaigns. In cases as this, the research shows that a
high fit increases attributions of egoistic motives by the firm, while low fit CSR campaigns increase
attributions to public-serving / society serving motives by the firm (Du, Bhattacharya, & Sen, 2010).

Yoon, Gurhan-Canli, & Schwarz (2006) examined the negative effect of fit on attitude, similarly to
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Forehand & Grier (2003) who found that companies that were supporting a CSR action that is closely
related (fit) to the company, led to a focus on the profit-making of the company by supporting this
particular CSR domain. Although mixed results are presented in the literature, it is clear that fit
between a company and its CSR domain influences the motives that are attributed to the company,

and therefore also influences the level of skepticism about these motives (Elving, 2013).

Another aspect affecting CSR skepticism is the content of the message and the medium/ channel
used to transmit the CSR information (Du, Bhattacharya, & Sen, 2010). What is really important for
companies is consistently communicating the importance of the social issue they chose to support, as
well as the reasons / motives of engagement in CSR and the impact of their efforts (e.g. the number
of people having been supported through a specific CSR activity). With regards to the channels, the
information coming from independent sources (e.g. credible mass media) or even company’s
employees (in the form of positive Word of Mouth or engagement in voluntary social work) can
definitely enhance the positive perceptions of the audience. On the other hand, the use of media
directly controlled by the company (e.g. company generated reports, company website and social

media presence, corporate advertising) have been proven to raise suspicion and increase skepticism.

2.3. Research Model

2.3.1. Attribution Theory
The theoretical framework of this paper is based upon a widely researched concept of Social
Psychology, attribution theory. Attribution is regarded as the mental process in which people employ
their perception, judgment, and thinking to indicate a cause or explain a certain event (Kelley, 1973).
People attribute cause to the events around them because of their intrinsic curiosity to understand
their surroundings and explain the world, both to themselves and to other people (Jones & Dauvis,

1956).
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Lin-Hi & Blumberg (2018) stipulate that a basic principle of attribution is that people act like
“intuitive psychologists’’and try to understand the causes for every behavior that they observe by
making two basic types of attributions: external and internal. In the case of external attributions, the
causes of the observed actions are assigned to factors outside the subject’s control, for instance,
other people. At the other end of the spectrum, internal attributions, the causes of the observed

actions are assigned to the subject’s intentions and motives.

Consumer behavior draws on the principles of attribution to explain how individuals make causal
inferences about a company’s behavior (Folkes, 1984). Attribution theory is particularly appropriate
for examining consumer skepticism because it can interpret consumers’ views concerning the
reasons that a firm may take a more responsible approach to its business, how they assign these
motives to the firm’s actions, and how this cognitive process influences consumers’ subsequent
responses (Ellen, Mohr, & Webb, 2000). This construct is particularly useful to describe the notion of
CSR skepticism as consumers seem particularly interested in justifying the reasons why firms engage
in CSR practices and show little confidence in corporate efforts to appear “as good corporate

citizens” (Ellen, Webb, & Mohr, 2006).

2.3.2. CSR Perceived Motives
Researchers have adopted over the years different methodologies to classify CSR motives. For
example, Forehand & Grier (2003) categorized CSR motives as public-serving and firm-serving, while
Graafland & Van de Ven’s (2006) approach included strategic motives and moral motives. Similarly,
Becker-Olsen, Cudmore, & Hill (2006) categories describe profit motivated and socially motivated
motives. Furthermore, prior studies indicated that consumers assign to companies two primary types
of motives: firm-serving motives that focus on benefiting the company itself and public-serving

motives that focus on benefiting people outside the company. Given the fact that, firm-serving
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motives reveal an individualistic character and public-serving motives an altruistic one, it is naturally

expected that consumers favor the latter (Becker-Olsen, Cudmore, & Hill, 2006).

Bearing in mind that consumers’ attributions are more complex than traditionally viewed, recent
literature in the field has added upon the previous sorting and identified two types of CSR-induced
motivations: intrinsic and extrinsic. Intrinsic (or selfless) motives have the ultimate goal of doing good
and fulfilling social obligations, while extrinsic (or self-interested) motives have the ultimate goal of
increasing the actor’s own welfare (Vlachos, Epitropaki, Panagopoulos, & Rapp, 2013). In other
words, intrinsic motives imply a selfless, caring, and benevolent behavior and prove the firm’s moral,
ethical, and environmental ideals and standards (Ellen, Webb, & Mohr, 2006; Vlachos, Tsamakos,
Vrechopoulos, & Avramidis, 2009) leading consumers to adopt a positive stance towards the
company. On the other hand, extrinsic attributions denote that a company’s behavior aims at
profiteering and serving its own interests creating distrust for consumers who adopt a negative
stance towards the company. (Ellen, Webb, & Mohr, 2006; Vlachos, Epitropaki, Panagopoulos, &

Rapp, 2013).

For the purposes of the present paper, the four-type-classification is employed: egoistic-driven
motives, strategic-driven motives, stakeholder-driven motives and values-driven motives. Briefly,
egoistic motives relate to exploiting the cause rather than helping it, strategic motives support
reaching business goals (e.g., increased market share, creating positive impressions) while benefiting
the cause, stakeholder-driven motives relate to supporting social causes solely because of pressure
from stakeholders, and values-driven motives related to benevolence-motivated giving. These
motives are also divided into two groups in terms of their effect on consumers’ purchase intentions
(Ellen, Webb, & Mohr, 2006). The values-driven and strategic-driven ones carry a positive
connotation as they are perceived as other-centered while the egoistic and stakeholder-driven ones

are rather negative since they are perceived as self-centered.
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Combining the previous taxonomies, it is evident that internal attributions lead consumers to
consider the intrinsic, honest motives of the company’s CSR activities, while external attributions
lead to external, self-serving motives like improving the company’s reputation or relieving the
pressure exerted by stakeholders (Forehand & Grier, 2003). When consumers make an external
attribution for the motives of a company and perceive them as profit-driven, they are skeptical about
the company’s motives, or the sincerity of those motives, for initiating the CSR activity (Elving, 2013).
The underlying premise is that, consumers are prone to accepting attributions of values-driven
motives because they consider firms to be acting with sincere and benevolent intentions (Vlachos,
Tsamakos, Vrechopoulos, & Avramidis, 2009). According to Marin et al. (2015) consumers believe
that firms design CSR actions because they care and tend to view CSR activities as deriving from a
company’s moral behavior. Values-driven motives affect consumers’ recommendation intention, that

is, word of mouth, thus being sufficient motivation for consumers to speak positively of a company.

2.3.3. Research Hypotheses
Egoistic-driven motives reflect all the beliefs that the company takes advantage of a social cause
instead of supporting it (Ellen, Webb, & Mohr, 2006; Vlachos, Tsamakos, Vrechopoulos, & Avramidis,
2009). When egoistic attributions are ascribed to companies, this means that consumers perceive its
CSR campaigns as a way to mislead them into a false ethical image. In this case, people regard such
motivations as manipulative and not accommodating to the cause. On the contrary, they believe that
the company tries to capitalize on the social cause exhibiting an opportunistic and profiteering
image. Therefore, consumers are likely to question the retailer's CSR engagement if they think it

originates from an egocentric perspective (Skarmeas & Leonidou, 2013).

H1. Egoistic-driven motives relate positively to CSR skepticism
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Value-driven motives reflect all the beliefs that the company engages in CSR actions solely because of
its moral, ethical and societal ideas and standards (Ellen, Webb, & Mohr, 2006). In that event,
consumers feel that the retailer acts out of character and shows a genuine interest in the society by
trying to give something back. Values-driven attributions designate a selfless, kind, and considerate
demeanor that is aligned with the philosophy of the firm to do good and fulfill its obligations to
society (Becker-Olsen, Cudmore, & Hill, 2006). This underlying set of values conveys transparency,
provides authenticity, and develops perceptions of greater sincerity in the eyes of consumers
(Weiner & Peter, 2009). Thus, under these circumstances, consumers are likely to unquestionably

accept the retailers’ social participation.

H2. Values-driven motives relate negatively to CSR skepticism

Strategic-driven motives reflect the beliefs that the company assigns to CSR initiatives in order to
fulfill its business goals. Namely, a firm’s ultimate goal is survival by increasing its revenue. In order
to achieve that, it has to maintain a good reputation that will help retain or increase its customers. If
this reputation is enhanced by undertaking social activities, it is significantly beneficial for the
company. However, strategic-driven attributions create confusion in the mind of the consumer; on
the one hand, they perceive them as completely justifiable since a firm needs to be economically
viable (Ellen, Webb, & Mohr, 2006). On the other hand, social giving deriving from the necessity of
making profit shows an economic rather than moral motivation (Vlachos, Tsamakos, Vrechopoulos, &
Avramidis, 2009). Generally, the problem is that a company decides to support a social cause not
because doing so is the right thing to do, but because “doing so is just business” (Skarmeas &
Leonidou, 2013). Consequently, consumers are likely to doubt CSR activities when they assign to

them profit-making causes.

H3. Strategic-driven motives relate positively to CSR skepticism
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CSR authenticity expresses the degree to which consumers find that a company’s CSR initiatives are
actually destined to help society rather than its own benefits. According to Alhouti, Johnson, &
Holloway (2015) consumer assessments of CSR activities usually come form their perception of
whether or not firm’s CSR motives are genuine. When various stakeholders observe the element of
aythenticity, CSR activities are properly evaluated (Beckman, Colwell, & Cunningham, 2009).
Aythenticity can gain the support of hostile stakeholders while the lack of it leads to distrust and
negative images of a company (Beckman, Colwell, & Cunningham, 2009). It was also shown that CSR
authenticity positively affects employees’ perceptions of a firm concerning employee morale,
dedication, loyalty, pride, and organizational homogenity (Bhattacharya & Sen, 2003). In this regard,
Alhouti, Johnson, & Holloway (2015) conclude that it is not just enough for a firm to behave in a
socially responsible manner, but its CSR activities need to be credible if a firm expects to reap

rewards.

H4. CSR authenticity relates negatively to CSR skepticism

The term brand equity encompasses “the intangible asset of added value or goodwill that results
from the favorable image, impressions of differentiation, and/or the strength of consumer
attachment of a company name, brand name, or trademark” (Belch & Belch, 2018). Namely, retailer
equity describes the strength of a retailer’s name, so that the consumer opts for one instead of
another even if they both have the same level of offering. Yoo, Donthu, & Lee (2000) argue that the
store name is linked with the store’s perceived quality; different retailers offer different quality. In
relation to social causes, CSR practices create a general framework for consumers’ evaluations of the
company, rather than explicitly giving information about the quality of its products (Sen &

Bhattacharya, 2001).
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Findings of previous research show, that consumers not only care about their consumption
experience but also take into account the company’s attitude towards the wider community, thus
finding it easier to identify themselves with the brand’s CSR initiatives (Bhattacharya & Sen, 2003).
Furthermore, consumers find the identity of a company more attractive and trustworthy when it is
similar to their own set of beliefs and preferences. As a result, people can easily identify with a
company committed to “doing good” and include it in their consideration set as a socially responsible
one. However, CSR skepticism has raised questions concerning the genuine social consciousness of
companies and whether they are actually ethical or not. Such feelings of doubt undermine the
relationship between the consumer and the company and reduce the value of the retailer’s name in
the consumer’s mind (Cho, 2006). Therefore, consumer’s skepticism towards a firm’s CSR

engagement may lead to weak retailer equity.

H5. CSR skepticism relates negatively to retailer equity

Purchase intention is translated into the probability that a consumer will buy a product or a service
from a specific firm. Intention is seen as the drive that stimulates consumers’ buying behaviors.
Although intentions are not always accurate predictors of future behavior, consumers tend to follow
their purchase intentions (Chandon, Morwitz, & Reinartz, 2005). Hence, this construct is extremely
valuable to business as it enables researchers to forecast consumers purchasing patterns and various
stakeholders to build the strategy for their firms. With regards to a company’s engagement in CSR, it
is claimed that the level of skepticism about the motives can be an indicator of the success of a CSR
campaign (Elving, 2013). CSR activities have a positive influence on the attitude towards a company if
the motives are attributed as sincere (Forehand & Grier, 2003; Becker-Olsen, Cudmore, & Hill, 2006).
However, negative effect was found when there was much skepticism, which also has an effect on

consumer purchase intentions (Becker-Olsen, Cudmore, & Hill, 2006; Ellen, Webb, & Mohr, 2006). If
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consumers think that a company initiates CSR activities solely for profit-making reasons, their

probability to purchase from a particular retailer will be lower.

H6. CSR skepticism relates negatively to purchase intention

Table 1
Hypotheses Summary

H, Egoistic-driven motives relate positively to CSR skepticism
H, Values-driven motives relate negatively to CSR skepticism
H; Strategic-driven motives relate positively to CSR skepticism
Ha CSR authenticity relates negatively to CSR skepticism
Hs CSR skepticism relates negatively to retailer equity
He CSR skepticism relates negatively to purchase intention

2.3.4. Conceptual Framework
The outline below presents the research model of the study. The model consists of two different
groups of variables: attributions, which include egoistic-driven, values-driven and strategic-driven
motives that consumers assign to companies for their CSR practices, the attribution outcome,
meaning the notion of CSR skepticism and its aftereffects being retailer equity and purchase
intentions. The arrows indicate the relation’s direction (which construct affects which) and the signs

indicate whether the relation is positive or negative.
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3. METHODOLOGY

3.1. Introduction
This chapter presents an analytical overview of the research process followed and a detailed
description of the stages that constitute the methodology employed to test the thesis’ hypotheses.
Some preliminary research was conducted in order to establish the theoretical background of the
concepts of research approach, questionnaire development, sampling and data collection that will be

examined below.

3.2. Research Approach
In terms of research objectives, literature recognizes four designs: descriptive research, correlation
research, explanatory research and exploratory research. The first describes a situation,
phenomenon, problem or issue; the second establishes or explores a relationship between two or
more variables; the third explains why certain things happen the way they do and the last one
examines the feasibility of conducting a study or exploring a subject area where nothing or little is
known (Kumar, 2011). As far as the time frame of the study is concerned, Saunders, Lewis, &
Thornhill (2009) identify two types of studies: cross-sectional and longtitudinal ones. The former
examines a particular phenomenon (or phenomena) at a particular time and the latter observes
people or events over a period of time. The cross-sectional time horizon is metaphorically described
as a snapshot while the longtitudinal perspective as a diary. The present dissertation adopts the
descriptive design as it analyses the phenomenon of CSR skepticism and due to time constraints the

cross-sectional perspective.

Theory suggests that there are two types of data sources, primary and secondary. The former
includes first-hand information that needs to be collected by the researcher and the latter second-
hand information that is already available and needs only to be extracted (Kumar, 2011). The

distinction between qualitative and quantitative data is equally important to the study design and
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the choice should be determined based on the objectives of the research. Qualitative data refers to
all non-numeric data or data that have not been quantified, while quantitative data involve some
numerical data or contain data that could usefully be quantified to help to answer the research
questions (Saunders, Lewis, & Thornhill, 2009). The most common methods to obtain quantitative
data are experiments and surveys while qualitative data can be obtained through one-on-one
interviews, focus groups, case studies research, record keeping, observations, ethnographic
researches etc. According to (Kumar, 2011) “the main focus in qualitative research is to understand,
explain, explore, discover and clarify situations, feelings, perceptions, attitudes, values, beliefs and
experiences of a group of people. On the other hand, in quantitative research, the measurement and
classification requirements of the information that is gathered demand that study designs are more
structured, rigid, fixed and predetermined in their use to ensure accuracy in measurement and

classification.”

For the purpose of this academic research, primary data were collected through the administration
of an online survey. Survey research provided a means of quantifying the concepts of the company’s
motives, CSR skepticism, equity, purchase intention, optimism and examining relevant relationships
in depth. A quantitative approach opted over a qualitative one since it gave the opportunity to
objectively analyze the perceptions, attitudes and the behavior of a larger sample of the population.
Overall, the choice of a more specific, well-structured study design that has already been tested for
its validity and reliability enhanced the credibility of the research. Furthermore, qualitative
techniques such as focus groups or in-depth interviews would require a small sample size, which
would be less time efficient and it might introduce bias from nonresponse or respondent—

interviewer interaction (Craig & Douglas, 2005).

3.3. Questionnaire Design
The instrument used in survey research is typically a questionnaire. Before designing the

questionnaire and formulating the questions, previous studies in academic journals were reviewed so
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as to facilitate the operationalization of the concepts to be tested. Saunders, Lewis, & Thornhill
(2009) argue that adapting or adopting questions maximizes the reliability and the validity of the
study. Having carefully translated the original questions in Greek and considered its layout, an online

30-question-survey, which is presented in the Appendix, was constructed.

3.3.1. Pretesting
This stage preceded the official distribution of the questionnaire. During pretesting participants were
asked to fill in the questionnaire and provide qualitative feedback in order to ensure readability and
clarity. Ten draft questionnaires were used but they were not included in the main study. From the
feedback received, no major corrections were made and the questionnaire remained almost the

same.

3.3.2. Ethical Considerations
With regards to the ethical implications of the research, anonymity and confidentiality were
preserved and it was clarified that the participants were volunteers who may have withdrawn from
the study at any time and with no ramifications. A cover letter at the beginning of the questionnaire
informed the respondents about the topic and the purpose of the research. It also emphasized on

the objectivity of the survey and made sure that they would answer honestly and truthfully.

3.3.3. Scenario
The questionnaire is divided into seven parts in order to facilitate comprehension and make it more
attractive to respondents. The interdependent questions are grouped together and, generally, the

questionnaire follows a logical sequence.

The study employed a scenario to test the research hypotheses. In the first part of the questionnaire,
participants were instructed to recall a supermarket that they had recently visited, to specify this
retailer and to complete the questionnaire with respect to the identified retailer. Then, the scenario

informed respondents that this retailer had announced a collaboration with a non-profit organization
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whose purpose was ending hunger and reducing food waste. The retailer would regularly donate
both products and an amount of its profits to the organization. The study used two items to check
the realism of the scenario given: “The situation described was ...” (1 very unrealistic to 5 very
realistic) and “I had no difficulty imagining this situation” (1 strongly disagree to 5 strongly agree)

(Vlachos, Tsamakos, Vrechopoulos, & Avramidis, 2009).

3.3.4. Measures
For reliability and validity purposes, the study identified well-established measures from existing
research and adapted the wording and scales so as to better suit the present thesis. For the majority
of items, a five-point likert-type response format was employed. Respondents were asked how
strongly they agree or disagree with a statement (1 strongly disagree to 5 strongly agree) or how

probable or improbable a situation is (1 very improbable to 5 very probable).

The second part of the questionnaire focuses on CSR skepticism and authenticity. These constructs
are measured through six items deriving from the work of Skarmeas & Leonidou (2013) and Alhouti,
Johnson, & Holloway (2015) aiming at evaluating the level of consumer’s suspicion towards the social
involvement of the retailer. The next section consists of ten items assessing the company’s motives
which are classified into egoistic-, values-, strategic- driven ones and they are taken from the work of
Ellen, Webb, & Mohr (2006), Skarmeas & Leonidou (2013) and Vlachos, Tsamakos, Vrechopoulos, &
Avramidis (2009). Three items assess egoistic-driven motives and four items test values- and
strategic-driven motives respectively. The items analyzing stakeholder-driven motives were not
included in the survey, something that will be discussed in the Limitations section of the paper. The
notion of equity is measured using two items taken from Skarmeas & Leonidou (2013) while the
construct of purchase intent item was taken from Alhouti, Johnson, & Holloway (2015). Optimism is
assessed by three items from the work of Scheier & Carver (1985). Optimism is regarded as a control

variable since optimistic people tend to make more positive evaluations. The final unit of the
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guestionnaire refers to demographics: the gender, age, occupation and shopping frequency of the
participants are asked through multiple choice questions which are placed in the end for discretion

purposes, as the theory suggests.

3.4. Sampling and Data Collection

3.4.1. Sampling
Sampling is defined as the process of selecting a few (a sample) from a bigger group that is, the
sampling population (Kumar, 2011) to participate in one’s research. Literature suggests there are two
types of sampling techniques: random or probability sampling and non-random or non-probability
sampling. Random or probability sampling is considered the design according to which each element
of the population has an equal chance of being selected in the sample that is known beforehand
(Kumar, 2011). Namely, the sampling frame can be regarded as a complete list of all the cases in the
population from which the sample will be drawn (Saunders, Lewis, & Thornhill, 2009). There are
three types of probability sampling: simple random sampling, stratified sampling and cluster

sampling.

However, (Saunders, Lewis, & Thornhill, 2009) state that limited resources or the difficulty to define a
specific sampling frame imposes the use of non-probability sampling techniques. These designs do
not follow the theory of probability in the sense that the number of elements in a population is
unknown or cannot be identified by the researcher (Kumar, 2011). In other words, it is a sampling
process where each unit of the population has a probability to be chosen in the sample that is not
known. There are four techniques that constitute non-probability sampling: convenience sampling,

judgment sampling, quota sampling and snowball sampling.

The sampling method used in this research is convenience sampling, meaning that any respondent

readily available was chosen. Therefore, the participants who were more available to answer the
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guestionnaire were the ones belonging to the researcher’s personal and social sphere, for example,
friends, relatives and colleagues. In addition to convenience, snowball sampling was used. With
snowball or referral sampling, initial respondents were selected randomly or based on judgment, and
they were then asked to put forward the questionnaire to their acquaintances so as to collect more
data significantly faster. This procedure continued until a large enough sample is obtained (Craig &
Douglas, 2005). Judgment sampling should also be included in the techniques as some participants
were chosen based on the personal view that they were fit to complete the survey. Thus, the final

sample, which will be meticulously examined in the Analysis section, included 191 respondents.

Hence, the criteria in order to be eligible to participate in the research were to live in Greece and
shop regularly from any of its supermarkets. Participants also had to have access to an Internet
connection to be able to answer an online questionnaire. Finally, they had to answer all the

guestions included.

Yet, it should be noted that the sampling methods used may have reduced the validity of the
research due to the low representativeness of the sample, probably affecting the generalization
potential of the results to the entire population. These implications will be addressed in the

Limitations section of the research.

3.4.2. Data Collection
A questionnaire can be administered in different ways. The present questionnaire is a web-based
one, as it is created on Google Forms, a free online survey tool for personal and professional use. This
type of questionnaire can be characterized as self-administered since it is completed by the
respondents and as Internet-mediated since it is administered electronically using the Internet
(Saunders, Lewis, & Thornhill, 2009). Respondents were invited to access the questionnaire via a

hyperlink that was sent to them via e-mail or posted publicly on social media and its completion
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lasted about five minutes. Participants’ responses were automatically collected on another free

online tool, Google Sheets before imported into the SPSS software for statistical analysis.

No hard copy questionnaires were administered due to time limits and practical constraints. Given
the fact that this survey was carried out in the middle of March, social distancing and quarantine
made it impossible to conduct the research in person. In addition, a web-based approach would be
less intrusive as people could respond in their own time and responses were readily checked as they

were received (Craig & Douglas, 2005).
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4. ANALYSIS & RESULTS

4.1. Introduction

Quantitative data in a raw form, that is, before these data have been processed and analyzed, convey

very little meaning. These data, therefore, need to be processed to make them useful, that is, to turn

them into information (Saunders, Lewis, & Thornhill, 2009). Statistics play a vital role in

understanding the relationship between variables, particularly when there are more than two. They

confirm or contradict what one reads from a piece of information, and provide an indication of the

strength of the relationship and the level of confidence that can be placed in findings. When there

are more than two variables, statistics are also helpful in understanding the interdependence

between them and their contribution to a phenomenon or event (Kumar, Research Methodology: a

step-by-step guide for beginners, 2011). Having encoded the responses from the questionnaire into

variables, the SPSS software for statistical analysis was used.

4.2. Descriptive Statistics

Quantitative analysis techniques such as graphs and charts allow readers to explore, present,

describe, and examine relationships and trends within the given data set. That is why this section

focuses on descriptive statistics.

Table 2
Statistics
Please select
Please select Please select Please select )
. your shopping
your gender. your age. your occupation.
frequency.
Mean .35 2.52 1.96 1.96
Std. Error of Mean .034 .080 .086 .065
Median .00 2.00 1.00 2.00
Mode 0 2 1 2
Std. Deviation 477 1.109 1.191 .893
Variance 227 1.230 1.419 .798
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The number of questionnaires gathered was 193. However, two were excluded due to incomplete
answers. In total, the sample collected included 191 participants and it consists of 125 women and 66
men that account for 65% and 35% respectively. There were no responses that fell under “Prefer not
to answer”. As far as the age groups are concerned, the large majority (44%) belonged to the 25-34
and just a 5% to those above 55 years old. The remaining categories were very close in numbers with

the 16% referring to those 18-24, 18% to those 35-44 and 17% to those 45-55.
Figure 2

Age Range

44%

' ' “
18-24 25-34 35-44 45-54 55+

The profiling of the respondents involves the characteristic of occupation since it affects consumers’
buying behavior. Half of the sample stated that they are employed, the next category being self-
employed with almost 20% and the university students with nearly 19%. 6.8% are unemployed while

only 3% are retired and just 1% are occupied with housekeeping.
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Figure 3
Occupation
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A very important demographic factor relevant to this particular study is the shopping frequency at a
supermarket. The majority of participants answered once in a week (51%) and a large percentage
shops two or three times per week (31%). The 13% visits the supermarket twice a month while 3%

only once in a month. There is also another 3% that includes different answers.
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Figure 4

Shopping Frequency
51%
31%
13%
3% 3%
- oA

2-3times oncea everytwo oncea other
per week week weeks month

Respondents were also asked to state the name of the supermarket they had last visited. A vast

majority mentioned Sklavenitis (49%) and the second place occupied AB Vassilopoulos (27%). The

rest of the retailers had extremely small percentages compared with these two; My Market (6%),

Galaxias (4%), Lidl (3%), Massoutis (3%) and others (9%).

Figure 5
Massoutis
3%
Lidl
. 29
Galaxias % Sklavenitis
4% / 49%
My Market
6%
AB
Vassilopoulos
27%
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After having been asked to state the supermarket they had last visited, the respondents were asked
to rate the level of realism to the scenario. The scenario described that the retailer they had just
mentioned initiated a collaboration with a non-profit organization and the company would donate
money or products in order to support their cause. The majority of the participants (34.6%) found
the situation neutral, meaning it was neither realistic nor unrealistic. 27.2% thought that the scenario
was realistic while 22% thought that it was unrealistic. The two extremes for the very unrealistic and

very realistic options occupied 7.9% and 8.4% respectively.

Figure 6
The situation described is
34,6%
27,2%
22%
7,9% 8,4%
very unrealistic neutral realistic very
unrealistic realistic

The following scheme presents the descriptive statistics for all the factors in the questionnaire. A
review of Table 3 reveals some interesting results. For all items a likert-type response was used with
1 being “strongly disagree”, 3 being “neutral” and 5 being “strongly agree”. For CSR skepticism the
average answer was neutral to positive (M= 3.66 and SD close to 1). The responses are similar for CSR
authenticity (M=3.61 and SD=0.88). Regarding egoistic-driven motives of companies, participants
neither agree nor disagree (M=3.00 and SD= 1.09). For values-driven motives the average responses
varied between neutral and agree (M=3.39 and SD=0.66). However, the answers for strategic-driven

motives denote a higher level of agreement ranging from “agree” to “strongly agree” (M=4.47 and
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SD=0.66). As far as the retailer equity and optimism are concerned, the majority of answers are
neutral to positive (M=3.56 and 3.97 and SD=1.15 and 0.78 respectively). Finally, purchase intention

collects rather positive answers (M=4.15 and SD= 0.78).

Table 3
Statistics
Egoistic- | Values- | Strategic- .
CSR CSR . . . Retailer | Purchase L.
. L. driven | driven | driven . . . Optimism
Skepticism | Authenticity . . . equity |intention

motives | motives | motives
Mean 3.6688 3.6126| 3.0052| 3.3979 4.4738| 3.5654 4.15 3.9721
Median 3.7500 3.5000| 3.0000| 3.5000 4.7500| 4.0000 4.00 4.0000
Mode 4.00 4.00 3.00 3.75 5.00 4.00 4.00 4.00
Std. .90682 .88950| 1.09570| .82001 .66042 | 1.15379 .739 .78609
Deviation
Variance .822 791 1.201 .672 436 1.331 .547 .618

4.3. Inferential Statistics
Although it is easy to interpret the relationship between two variables from a table, in order to
quantify this relationship inferential statistics should be employed. This type of statistics helps the

researcher to ascertain the strength of a relationship and test the hypotheses.

4.3.1. Computing Items’ Means
Factor analysis is used for all multi-item scales of the questionnaire in order to group each item’s
variations into one variable for each construct, and allow further data analysis. This can be achieved
by calculating the arithmetic mean of a variable’s arguments that have valid, non-missing values. The
items must be of the same scale and the function is accessible through the “Compute Variable” tab

on SPSS. The following table shows the items that have been transformed into a new variable.
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Table 4

Variable Labels New Variable Name
This retailer follows high ethical standards
The retailer is a socially responsible
company.
The retailer is concerned about improving CSR Skepticism
the well-being of society
Helping others appears important to this
company
The retailer’s CSR actions are genuine
The retailer’s CSR action is in accordance CSR Authenticity
with the company’s values and beliefs

The retailer is trying to capitalize on the
growing social movement

The retailer is taking advantage of social
causes

The retailer is trying to benefit from the
increased awareness of social problems
The retailer has a long-term interest in
society

The retailer is trying to give back to society
The retailer has an ethical responsibility to Values-driven motives
help society

The retailer feels morally obliged to help
society

The retailer wants to keep its existing
customers

The retailer hopes to increase its profits
The retailer wants to get new customers Strategic-driven motives
The retailer hopes to increase its
competitiveness

Egoistic-driven motives

It makes sense to do my shopping at this
retailer instead of another store even if the
products are the same

If there was another retailer as good as this
retailer, | would still prefer to do my
shopping at this retailer

In uncertain times | always expect the best
| am always optimistic about my future Optimism
| always look on the bright side of things

Retailer equity

4.3.2. Reliability Analysis
Saunders, Lewis, & Thornhill (2009) have defined reliability as the degree to which measurements are

free from error and therefore provide consistent results. Internal consistency involves correlating the
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responses to each question in the questionnaire with those to other questions in the questionnaire.
It therefore measures the consistency of responses across either all the questions or a sub-group of
the questions from the questionnaire. There are a variety of methods for calculating internal
consistency, but the most frequently used is Cronbach’s alpha. This method estimates the degree of
inter-correlations among the items that constitute a scale. A score of coefficient alpha above .70 is

considered acceptable reliability.

The table below demonstrates the results of reliability analysis for the items of the present study. All
the presented results have values above .70. In fact, the items of CSR skepticism and those referring
to egoistic-driven motives are above .90, so there is high internal consistency. The remaining items

expose relatively high consistency with a coefficient alpha above .80.

Table 5
Variables Cronbach’s Alpha Number of items Intfernal
Consistency

CSR Skepticism .935 4 high

CSR Authenticity .836 2 relatively high
Egoistic-driven motives 918 3 high
Values-driven motives .831 4 relatively high
Strategic-driven motives .846 4 relatively high
Retailer equity .866 2 relatively high
Optimism .878 3 relatively high

4.3.3. Correlation Analysis
Correlation analysis is useful because it provides an initial view of the intercorrelations of the
structures. Pearson’s correlation coefficient was used in order to examine the relationships between
the structures of the thesis. The range of Pearson’s correlation coefficient is from -1 to 1. If the value
of the coefficient ‘r’ is equal or greater than 0.8 then the correlation can be characterized as very
strong. If the value of the coefficient ‘r’" is below 0.8 but greater than 0.4 then the correlation can be
characterized as moderate in strength. Finally, if the value of the coefficient ‘r’" is equal or below 0.4

then the correlation can be characterized as weak in strength.
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In this case, CSR skepticism has a moderate to strong positive correlation with CSR authenticity, a
moderate negative correlation with egoistic-driven motives, a moderate positive correlation with
values-driven motives and a moderate positive correlation with retailer equity. CSR authenticity, on
the other hand, exhibits a moderate negative correlation with egoistic-driven motives and a
moderate positive correlation with values-driven motives. Out of the remaining variables, only
retailer equity has a positive moderate correlation with purchase intention. The rest expose weak

correlations.

Table 6
Correlation Matrix
Egoistic- | Values- | Strategic-
CSR CSR driven driven driven Retailer | Purchase ..
. . .. . . . . . . Optimism
Skepticism | Authenticity | motives | motives | motives equity | intention
CSR
Skepticism 1
CSR
Authenticity @ 1
Egoistic-
driven @ -.465 1
motives
Values-
driven @ .559 -375 1
motives
Strategic-
driven -.161 -.119 322 .024 1
motives
Retailer 444 344 | -256| 387 058 1
equity
Purchase 263 264 -300 353 075 627 1
intention
Optimism 191 .355 -.192 .370 .106 277 134 1

4.3.4. Regression Analysis
Regression analysis is a tool which can investigate and describe the relationship of a dependent

variable with a single or a group of independent/exploratory variables. The use of observed values
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from the dependent and independent variables is the one that helps estimate the undiscovered
parameters of the chosen model. Hence, regression analysis can be used to predict the values of a
dependent variable given the values of one or more independent variables by calculating a

regression equation.

| y=Bo+BiXs+BoXo+B:Xs+BaXate |

4.3.4.1. Regression Analysis for CSR Skepticism
The multiple regression analysis model was applied to the collected data. The dependent variable (y)
of the model was CSR skepticism while the independent variables were egoistic-driven motives,
values-driven motives, strategic-driven motives and authenticity. The model summary from Table 5
shows that the multiple regression interprets 68.5% of the total information and the rest are
residuals. Therefore, the independent variables can predict the dependent variable to 68.5% as

indicated by the Adjusted R Square. The model reveals an absolute statistical significance since sig <

0.05.
Table 7
Model Summary
Model R R Square Adjusted R Square Sig.
1 .832° 692 (.685 (.000")

a. Predictors: (Constant), CSR Authenticity, Strategic-driven motives, Egoistic-driven motives,
Values-driven motives
b. Dependent Variable: CSR Skepticism

The table below reveals the relation between the dependent variable and its predictors. Egoistic-
driven motives, values-driven motives and CSR authenticity seem to influence CSR skepticism since
sig < 0.05 but this is not the case with strategic-driven motives factor that does not show statistical
significance, therefore it will not be included in the model. Regarding the standardized beta

coefficients, the higher their absolute value, the stronger the effect in the model. As it can be
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inferred from Table 6, the variable of values-driven motives and that of authenticity exert the most

influence.
Table 8
Coefficients
Unstandardized Coefficients Standardized Coefficients
Model
B Std. Error Beta Sig.

1 | (Constant) 1,426 ,342 ,000

Egoistic-driven motives -.141 .041 -.170| .001

Values-driven motives 438 .056 (.396 .000

Strategic-driven motives -.088 .060 - .

CSR Authenticity 435 .053 Q427 .000
a. Dependent Variable: CSR Skepticism

Taking into account the information provided, the model for CSR skepticism can be formed.

CSR skepticism = 1,426 - 0,141X, + 0,438X,+ 0,435X; + e

X1 = egoistic-driven motives

X, = values-driven motives

X3 = CSR authenticity

4.3.4.2. Findings from multiple regression analysis of CSR Skepticism

The results of the first regression analysis presented above indicate confirmation or rejection

regarding the hypothesis of this research. More specifically, egoistic-driven motives relate negatively

to CSR skepticism that is when consumers assign these types of motives to companies, skepticism

towards them reduces. Values-driven motives relate positively to CSR skepticism meaning that when

consumers assign these types of motives to companies, they appear more skeptical. Both these

statements reject the initial hypotheses and appear rather paradoxical. Strategic-driven motives, on

the other hand, do not have a statistical significance so they were not included in the model. Finally,

CSR authenticity seems to positively affect the notion of skepticism which is an incongruous result.

To conclude, the results presented above reveal that:
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Hypothesis Result
H,: Egoistic-driven motives relate positively No support
to CSR skepticism
H, : Values-driven motives relate negatively No support
to CSR skepticism
H; : Strategic-driven motives relate positively No support
to CSR skepticism
H, : CSR authenticity relates negatively to No support
CSR skepticism
4.3.4.3. Regression Analysis for Purchase Intention
Table 9
Model Summary
Model R R Square Adjusted R Square Sig.
1 444° 197 193 .000°
a. Predictors: (Constant), CSR Skepticism
b. Dependent Variable: Purchase intention
Table 10
Coefficients
Unstandardized Coefficients Standardized Coefficients
Model B Std. Error Beta Sig.
1 | (Constant) 2.819 .201 .000
CSR Skepticism .362 .053 444 .000

a. Dependent Variable: Purchase intention

According to the model, CSR skepticism seems to partially predict purchase intention since the

adjusted R square is only 19.3% and the relationship shows an absolute statistical significance since

sig < 0.05.

However, if the retailer equity variable is added to the model, the adjusted R square increases to

42.6%, meaning that the independent variables can predict the dependent to 42.6%.
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Table 11
Model Summary
Model R R Square Adjusted R Square Std. Error of the Estimate Sig.
2 .657° 432 426 .560| .000°

a. Predictors: (Constant), CSR Skepticism, Retailer equity

b. Dependent Variable: Purchase intention

The table below reveals the relation between the dependent variable and its predictors. Retailer
equity and CSR skepticism seem to positively influence purchase intention since sig < 0.05. Regarding
the standardized beta coefficients, the higher their absolute value, the stronger the effect in the
model. As it can be inferred from Table 10, the variable of retailer equity exerts the most influence

on the dependent variable.

Table 12
Coefficients
Unstandardized Coefficients Standardized Coefficients
Model B Std. Error Beta Sig.
2 |(Constant) 2.274 .180 .000
Retailer equity .343 .039 .535| .000
177 .049 .217| .000

a. Dependent Variable: Purchase intention

Taking into account the information provided, the model for CSR skepticism can be formed.

| Purchase intention = 2,274 + 0,343X,+ 0,177X,+ e ‘
X : Retailer equity
X, : CSR Skepticism

4.3.4.4. Regression Analysis for Retailer Equity
According to the model, CSR skepticism seems to partially predict retailer equity since the adjusted R

square is only 17.5% and the relationship shows an absolute statistical significance since sig < 0.05.
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Table 13
Model Summary
Model R R Square Adjusted R Square Sig.
1 423° 179 .175 .000°

a. Predictors: (Constant), CSR Skepticism
b. Dependent Variable: Retailer equity

Table 14
Coefficients
Unstandardized Coefficients Standardized Coefficients
Model B Std. Error Beta Sig.
1 | (Constant) 1.590 317 .000
CSR Skepticism .539 .084 4231 .000

a. Dependent Variable: Retailer equity

4.3.4.5. Findings from multiple regression analysis of Purchase Intention and
Retailer Equity
The results of the regression analysis presented above indicate confirmation or rejection regarding
the hypothesis of this research. More specifically, CSR skepticism partially affects purchase intention
but if retailer equity is added to the model, it reveals better results. Furthermore, CSR skepticism
partially affects retailer equity in a positive way. Both models do not support the established

hypotheses; on the contrary, they show rather contradictory results.

Hypotheses Result
Hs : CSR skepticism relates negatively to No support
retailer equity
Hg : CSR skepticism relates negatively to No support
purchase intention
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5. DISCUSSION & CONCLUSIONS

5.1. Introduction
The purpose of this paper was to validate the influence of consumers’ attributions to Corporate
Social Responsibility initiatives. These attributions can be classified into egoistic-driven motives,
values-driven motives and strategic-driven motives. The egoistic-driven ones reflect the belief that
the company engages in CSR only to satisfy its own needs and make a profit, the values-driven ones
are aligned with the company’s values and societal standards while strategic-driven motives refer to
the efforts of a company to maintain its reputation and reach its strategic goals. After examining the
role of CSR-induced attributions, their impact on purchase intention and retailer equity was to be
studied, as well. This section summarizes the findings and contributions made along with their

theoretical and managerial implications.

5.2. Discussion of the findings
To begin with, the demographic information reveals that the majority of the respondents are
women, between the ages of 24-35, that are employed either in the public or the private sector and
shop at the supermarket mainly once a week. The fact that other groups were not sufficiently
represented will be thoroughly discussed in the “Limitations” section. It should be noted that the
shopping frequency might have been affected by the social circumstances that dictated restricting
oneself at home due to the corona virus. The most impressive response relates to the name of the
supermarket the sample had recently visited, where the striking majority pointed to Sklavenitis. As
the graph suggested, this retailer holds the first position in the mind of the consumer and maintains
the largest piece of the pie in the grocery stores’ industry in Greece. The research solidifies the
presence of the retailer and confirms the data provided by Statista.com (Number of retail chains* in
Greece in 2020, by sector). The competitors are left behind with AB Vassilopoulos holding clearly the
second place and the others (My Market, Galaxias, Massoutis, Lidl) being very close in terms of

percentages but having significantly less volume.
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Another issue worth mentioning is the level of realism the scenario reflected to the participants. Only
8.4% thought that, a supermarket donating to a non-profit organization in order to feed the
underprivileged and eliminate hunger, is a completely truthful scenario while 27% found it just
realistic. Therefore, a total of 35% is familiarized with the humanitarian actions delivered by large
organizations and has probably witnessed or even taken part in some of them. However, one-third
of the population asked, appeared not having a clear-cut opinion on the matter and the rest was

completely unconvinced that a situation as such can happen.

The lack of a definite opinion is also evident in most of the questions in the survey, a tendency
presented in the descriptive statistics in the previous chapter. Consumers show a rather neutral to
positive predisposition towards retailers as they generally believe that they are socially responsible
companies which want to improve the well-being of society by following high ethical standards.
Furthermore, they are inclined to believe that their CSR initiatives are genuine and they correspond
with the organizations’ values and beliefs. As far as the motives are concerned, respondents were
not sure to assign egoistic-driven attributions to the retailer, they were not convinced that the
company wants to take advantage of the social causes and capitalize on the growing social
movement. Answers related to values-driven motives exhibit neutrality, as well, since there is not an
agreement on whether the company has a long interest in society or an ethical responsibility to help.
Of what they are certain though, is that the corporation aims at increasing its profits, getting new
customers and enhance its competitiveness. Hence, the sample could perfectly assign strategic-

driven motives to the retailers. Similarly, participants are willing to shop again from the retailer.

The results of the correlation analysis, on the other hand, reveal that the terms examined are indeed
intercorrelated, but the nature of the association is somewhat paradoxical. The expected result
would be that CSR skepticism is negatively correlated with authenticity, values-driven motives,
retailer equity and purchase intention. Yet, the matrix suggested the opposite. In addition to the

correlation analysis, the regression analysis was not able to confirm the research hypotheses. More
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specifically, the aspect of authenticity in CSR campaigns, the egoistic-driven motives and the values-
driven motives have an impact on the formation of suspicion towards a company. However, selfish
attributions were anticipated to raise the level of skepticism while altruistic attributions and
truthfulness of actions were to reduce it. An explanation could be that respondents in the survey
might have designated a neutral to positive connotation to the items of CSR skepticism, which was
further addressed in the previous paragraph and in the section of descriptive statistics. Thus, it can
be speculated that the constructs of skepticism is quite vague and it is not easy for a consumer to
fully understand. Perhaps individuals lack the knowledge of companies and their histories to have a
firm opinion about its motives. That is why their approach was not definite to either condemn or

praise the CSR actions of the retailer.

To sum up, the results of the present research did not correspond with the findings of previous
research. It can be assumed that the ambiguity of the term “skepticism” made it difficult for
participants to understand. Consumers in Greece are not well familiarized with the whole concept of
CSR and the absence of deeper knowledge for the retailers discussed led them to adopt a rather
neutral to positive opinion. Another indication might be that half of the respondents named
Sklavenitis as the store of their choice and given the fact that this company is already highly

appreciated among consumers might have created a positive predisposition.

5.3. Theoretical & Managerial Implications
From a theoretical standpoint, consumer attributions can partially predict the level of skepticism
cultivated towards CSR campaigns. Even though the results are contradictory to the initial
hypotheses, they can function as common ground for future studies carried out in the field. It is well
established that there is an association between the notions of motives, authenticity and CSR
skepticism, though further research is needed in the field. Despite strategic-driven motives, the other
variables could only partially explain the causality between consumes’ attributions and CSR

skepticism on the one hand, and CSR skepticism and purchase intention on the other.
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From a managerial perspective, this research indicates that firms should make their CSR messages
more visible. The findings suggested that consumers are not fully aware of a company’s values,
beliefs and a humanitarian action deriving from their supposed ethos leave them more indifferent
than invested. Of course, a significant percentage applauds socially responsible behaviors, but there
many that cannot identify with the cause and maintain a rather neutral stance. Therefore, managers
should devote greater effort to convince consumers about the ethical foundations of the company
before engaging in open CSR activities. It should be noted, that in Greece, the caring profile of a firm
is strongly enhanced by the way it treats its employees. That is the case with Sklavenitis that without
blatant expressions of its philanthropic work is regarded as one of the most responsible retailers in
the country compared to others that spend a lot in communication campaigns. Managers should also
bear in mind that a few negative cues may surpass the overall effect of many positive attributes. That
is why the success of CSR actions often depends on mitigating the “bad” than accumulating the
“good”. Summing up, people do not usually blame companies for being socially involved but as the
findings indicate, they should get things right from the start by creating a profile friendly to the

audience before designing CSR communications.

5.4. Limitations of the study
There are limitations concerning various aspects of the research. To begin with, time limits and
limited budget was a major hindrance to the study. The research studied consumers’ perceptions at
one point in time but a longitudinal investigation might have altered the results. If the survey was
available for a longer amount of time, then the number of respondents would significantly increase
allowing for a larger sample, as well. The budget constraints lead to the use of Google Forms, a free
application that offers limited possibilities for question formation and data collection. In addition,
should financial rewards be involved, that would provide an incentive to participate in the research

and as a result a larger sample would have been collected.
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Limitations with regards to the instrument of the study, the questionnaire should be addressed as
well. There is the phenomenon of self-selecting bias, meaning that not everyone who receives a
qguestionnaire returns it. Those who return their questionnaire may have attitudes, attributes or
motivations that are different from those who do not (Kumar, 2011, p. 141). Hence, the response
rate is low. Another important issue related to the questionnaire is that opportunity to clarify issues
is lacking. If, for any reason, respondents did not understand some questions, there was almost no
opportunity for them to have the meaning clarified unless they get in touch with the researcher
which did not happen. If different respondents interpreted questions differently, this would affect
the quality of the information provided. This was probably the case with some of the items that upon
analysis did not seem to bring the expected result. On the contrary, it seems that the wording or

their meaning was rather confusing to participants.

However, the most crucial restriction is posed by the sampling technique. Due to the need to obtain
a sample as quickly as possible, convenience (or haphazard), snowball and self-selection sampling
techniques were employed. According to these types, the cases that are easier to obtain are selected
randomly until a required sample has been reached. Although this technique of sampling is used
widely, it is prone to bias and influences that are beyond the researcher’s control, as the cases
appear in the sample only because of the ease of obtaining them. Therefore, the sample is not
representative which will allow for generalization in a statistical sense to the population. For
example, the gender proportion of 51% females and 49% males was not met and not all the ages’
groups were sufficiently represented. The fact that the questionnaire administered online only and

not in hard copy excluded a part of the consumers that are not familiar with the electronic means.

5.5. Suggestions for future research
Should this research be replicated in the same market and industry, a qualitative approach could
precede the quantitative one. Organizing focus groups or interviews with various types of consumers

would be enlightening regarding their attitude towards companies. In addition, a future study could
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explore issues related to skepticism from different stakeholders’ point of view, such as investors or
company employees. It could be an opportunity for investors to understand the “triple bottom line”
(profit-people-planet) impact of the companies they invest in and for employees to reveal the
corporation’s true colors. What is more, the study introduces a scenario based on a specific cause to
detect the drives and outcomes of skepticism. Future research could examine whether the fit
between the cause type and the nature of the business could influence the development of CSR
skepticism. Apart from the notion of fit, additional aspects of CSR like corporate reputation,
reparation or resilience to negative information and word of mouth would be worth investigating. Do
negative information about a company affect consumers’ judgments and to what extent? Do they

talk positively about the firm or they boycott it altogether?

Further studies should also collect data from a greater number of industries to study the mechanism
of consumers’ CSR responses and the differences in this mechanism among various product
categories. To make the sample more representative, future research should increase the sample
size as well as the proportion of participants from all age groups and add another demographic
question about income. Thus, testing the generalizability of findings across various industries and
countries would be highly relevant. Another feature to be examined is the duration of CSR

assessments. For instance, do they fade away after a particular period or do they continue?

5.6. Conclusion
Throughout the time of corporate social responsibility there have been various assumptions about
the reasoning of corporations’ engagement in CSR and what benefits they can actually acquire by
engaging in CSR activities. One can assume that the reason why it is so difficult to understand the
whole concept of CSR is essentially due to the fact that the term is so broad. It is a multifaceted
subject with social, financial, and environmental aspects for corporations to account for when
engaging in CSR activities. It is an imperative, however, that during these challenging times of

sociocultural upheaval, businesses be present for humanity.
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Appendix

Questionnaire

Ov dpaocerg Eranpucig Kowovikig Evdivng otov kLGdo Tov Alaviko Epmopiov oty EALGSa

To mapdv epaTUATOAIYI0 apopd TNV Epeuvad pov pe Bépa «Ot dpacelg Etapicng Kowvaviknig Evbovng otov kKAG60 Tov Atavikov
Epmopiov otnv EALGSo» mov die&dyetal 610 TAQIGIO TOV HETATTVYLOKOV HoL 6movddv «MSc in Marketing & Communication:
Specialization in International Marketing (PRIMA)» 610 Owkovopikod [Mavemomuio Abnvav (OITA). Xkondg g épevvag givar va
katadei&el T oThoN TOV KATovorl®Tdv anévavtt oe dpdoelg Etaipikng Kowvovikng Evbovng.

Inuetdvetar 6Tt 1 Etopikr Kowaviky Evbovn avaeépetol 6Tig eVEPYELES TOV EMYEPTCEDY TOV OTOCGKOTOVYV GTNV OVTILETOTION
TEPPUALOVTIKOV 1 KOWOVIKGV {NTnUaTev Kot yevikotepa ot Pedtioon g motdtntag (ons.

To gpotnpatordylo mov axorovdel Exel oxedlootel e oKOTO va. GLAAEE® Ta amopaitnTa Yoo TV £pguva Lov dedopéva Kot M
ooppeToyn oog eivat eBehoviikn. O ¥pdvog OV OmALTEITOL Y10l T GUUTANP®GT Tov Voloyiletar oo 10 Aemtd mepimov.

[opoxoieiote va OmOVINGCETE OTIC EPOTNOELS LE TN GEPA ToL mapaTiBevTol Kot e 660 To duvatdv PeyaAdTEPN TPOCOYN Kot
giupivela. Na Oopdote Tog dev VIAPYOVY 6MOTEG Kot AAOOG AmAVTGEL;, CNUELDOTE TIG OTAVTNCELS TOV GOG OVIITPOCMTEVOVY
TEPLGGOTEPO.

Oleg o1 TAnpoeopieg eival eumotentikég Kot dev ypetdletol va copninpdoete movdevd 1o dvoud cac. 'Exete ) dvvatotnta va
ATOYMPNCETE O TNV EPELVA, AV TVYOV TO BEANGETE, OTOONTOTE GTIYUT KOl XMPIG Koo ETIRTOO.

Evyopiotd modd ek tov Tpotépav yio TNV mpodupiic Kol T GUVEPYAGIN GOGC.

Me extipnon,
lowdvva Payovt

ENOTHTA A
1. Tlopokoi®d Bounbeite évo KOTAGTNIO ZOVTEP-UAPKET TOV EMOKEPTNKATE TPOGPaTa TNV EALGOQ Kot avapépete 010 givat.

H etaipeio mov polig avapépate avakoivooe T cuvepyacio TG Le Eva Un KepOOOKOTIKO opyavioid, ckomds Tov omoiov eivat va
OTOUATAOEL 1] TTeiva Kat 1) oatdAn eayntov oty EALdda. H etapeia Ba dwpilel cvomuatikd 1660 mpotdvia 660 Kot LEPOS TV
KEPOMV TG GTOV OPYAVICUO.

2. H katdotaon mov meptypdpetol givar
[ woA0 amiBavn [ aniBovn [ ovte amiBovn obte mBovn [ mBovr [ moAd mhovi

3. Agv nov gival SVGKOAO VO GOVTOGTH VTN TV KATACTACT|
[ d10pove amdivuta [1 d1apove [100Te CLPUPOV® 0VTE POV [ CLHPEOVED [ CLUEVO aTOALTA

ENOTHTA B
4. O dphoeig EKE g etaupeiog eivor ethkpiveis.
[ d10pove amdivuta [1 d1apove [100Te CLPUPOV® 0VTE SPOVED [] CLRPEOVED [ CLUEEVO aTOALTA

5. O dpdoeic EKE g etonpeiog coppmvouv pe Tig a&ieg Kot To ToTtebm Tng.
[ d10pove amdivuta [1 d1apove [100Te CLPUPOV® 0VTE POV [ CLRPEOVED [ CLUEVO aTOALTA

6. H etapeia &gt vynAd nOKd otévtap
[ d10pove amdivuta [1 d1apove [100Te CLPHPOV® 0VTE S1POVED [ CLRPOVED [ CLUEEVO ATOALTA.
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7. H etapeia etvor kowvmvikd vredBovn.
U dwpove arorvta [ Staeomvd [ ovte Cupeomvd obte dtepoved [ cupeove [ cupeovd amdAvto

8. H etaipeia eviiapépetan yio TNV gvioyvon g evnpepiog g Kowmviog.
U dupeved amorvta [ Staemvd [ oute COHE®OV® 00TE S1POVA [ GOHEOVO [ GLUEOVEH amdAVTO

9. H etapeia Bempel onpavticd to va fonddé tovg dGAiovg.
U dupave amorvta [ dtaemvd [ ovte COpE®V® 00TE S10Qpaved [ GOHEOVO [ cLUEOVEH amdAvTo

ENOTHTAT
10. H etarpeio mpoomabdel va ekpeTaAAeVTEL OIKOVOLLKEA TV OVEAVOLLEVT] TAGT) KOWOVIKNG gvatctnciog.
U dwpove arorvta [ Staeomvd [ ovte Cupeovd 0bte dtepoved [ cupeove [ cupeovd amdAvta

11. H etarpeio ekpetareveTon Kowvmvikd {ntipoto.

U dtp@vd amorvta [ dtaemvd [ oute CUpE®V® 00TE S10paved [ GOHEOVO [ GLUEOVEH ardAVTO

12. H etarpeio mpoomabdei va enweeindel amd v av&avopevn avnovyio € oy£on e To KOWOVIKG TpoAnuarta.
U dwpove arorvta [ Staemvd [ oute cupemved obte dlapovd [ cupeove [ cupeovd amdAivta

13. H etarpeio evoropépeton ylo v kowvavia o€ fdbog ypdvov.
U dtp@vd amorvta [ dtoaemvd [ oute COHE®OV® 00TE S1Pave [ GOHEOVO [ GLUEOVEH ardAVTO

14. H etapeio mpoomabdel va avtamoddoel 6TV KOW®VIA.
[ dtp@vd amorvta [ dtoaemvd [ ovte COpE®V® 00TE S10paved [ GOHEOVO [ GLUPOVEH amdAvTO

15. H etarpeio &gl nOwn evBovn va Pondncet v kowmvia.
[ dtop@vd amorvta [ doaemvd [ ovte COPE®MV® 00TE S1POVE [ GLUEOVD [ GLUPOVH ardAVTO

16. H etarpeio vidber v n0wcn vroypémon va fondncet v kowmvia.
[ dtopevd amorvta [ dtoaemvd [ ovte cOPE®V® 00TE S10POvVe [ GOHEOVD [ GLUPOVH ardAVTO

17. H etarpeio emBopel vo datnprioet Toug 1N VIdPYoVTES TEAATES TNG.
U dupove amorvta [ Staemvd [ oute CUPE®VO 00TE d1epoved [ GOHEOVO [ cLUEOVEH amdAVTO

18. H etaipeio eAnilel va avénoet ta kEPON TG,
U dupave amorvta [ Staemvd [ oute CUPE®VO 00TE d1epovd [ GOHEOVO [ cLUEOVEH amdAVTO

19. H etarpeio emiBupel vo mpooeikdoel vEoug TeAdTES.
U dtpave amorvta [ Staemvd [ oute COPE®VO 00TE d1epovd [ GOHEOVO [ cLUEOVEH amdAVTO

20. H etoipeio emBopei va evioybdoel TV aviay®vVIeTIKOTNTA TG,
[ d10pove amdivuta [1 d1apove [100Te GLUPOV® 0VTE SPOVD [] CURPOVED [ CLUEEVOD aTOALTA

ENOTHTA A
21. Mov eaivetor Aoykd va Wovilm omd To CUYKEKPLIUEVO KATAGTIILO OVTL 0TO KOO0 GAAO OKOLLO KOl 0V TO TTPOLOVTOL Eivat
S
[ d10pove amdivuta [1 d1apove [100Te CLPUPOV® 0VTE POV [] CLRPEOVED [ CLUEEOVO aTOALTA

22. Oa mpoTtioHoa vo yovilo amd ouTd TO KOTAGTNILO, KOO KoL oV VIPYE KATOL0 GALO KOTAGTNLO AVTIGTOLYNG TOOTNTOGC.
[ d10pove amdivuta [1 d1apove [100Te CLPUPOV® 0VTE POV [ CLRPEOVED [ CLUEVO aTOALTA

ENOTHTA E
23. Qo ocvveyion va yovilo and avty TV eToupeio 6To HEAAOV.
[1 oAb omiBavo [ amibavo [ ovte mbovo ovte omiBavo [ mboavd [ moAd mbavo
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ENOTHTA XT
24. Tevikd teive va PAEr® BeTiKA To TPAYUATOL.
U dwpove arorvta [ Staeomvd [ ovte Cupeovd obte dtepoved [ cupeove [ cupeovd amdAvta
25. Eipot atoiodo&og/m yio 10 HéEALOV [ov.
U dwpove arorvta [ Staeomvd [ ovte Cupemvd obte dtepoved [ cupeove [ cupeovd amdAvta
26. Ze kapovg afefardotntog, mavro eAnilo yio 1o KaAvTEPO.
U dwpove arorvta [ Staeomvd [ ovte Cupeovd obte dlepoved [ cupeove [ cupeovd amdAvta
ENOTHTA Z
27. TopakoAd emAéEte 10 POAO GOC.
[ Gvdpag
[ yovaika
[ Ba TpoTohoa Vo Uy amavTiom
28. TlopakoAd emAééte v nhikia cag.
[ 18-24
[]25-34
[]35-44
[]45-54
[ 55+
29. TlopakoA®d emAéETe TO EXAYYEALA GOG.
[ poutnTNng
[ vdAAniog
L1 elebBepog emayyerplatiog
[ dvepyog
[ owtokd
[1 ovvta&lovyog
30. TTopakoAd emAééte T cvyvoOTTO pE TNV omoia YaVileTe 6T0 Zovmep-HLAPKET.
[1 2 ue 3 popég v gfdopada
[ 1 popd v gfdopdda
[ k@0Oe 15 pépeg
(11 eopd t0 pnva
[l d\ho
TEAOX EPQTHMATOAOI'IOY
Evyopiotd moAv Yo Tov ypovo cag.
Descriptive statistics
Statistics
Please select
Please select Please select Please select your shopping
your gender. your age. your occupation. frequency.
N Valid 191 191 191 191
Missing 0 0 0 0
Mean ,35 2,52 1,96 1,96
Std. Error of Mean ,034 ,080 ,086 ,065
Median ,00 2,00 1,00 2,00
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Mode 0 2 1 2
Std. Deviation AT7 1,109 1,191 ,893
Variance ,227 1,230 1,419 , 798
Skewness ,655 ,560 1,157 1,246
Std. Error of Skewness ,176 ,176 ,176 ,176
Kurtosis -1,588 -,524 ,719 2,156
Std. Error of Kurtosis ,350 ,350 ,350 ,350
Range 1 4 5 4
Minimum 0 1 1 1
Maximum 1 5 6 5
Please select your gender.
Cumulative
Freguency Percent Valid Percent Percent

Valid Female 125 65,4 65,4 65,4

Male 66 34,6 34,6 100,0

Total 191 100,0 100,0

Please select your age.
Cumulative
Frequency Percent Valid Percent Percent

Valid 18-24 30 15,7 15,7 15,7

25-34 84 44,0 44,0 59,7

35-44 34 17,8 17,8 77,5

45-54 33 17,3 17,3 94,8

5 5jia 10 5,2 5,2 100,0

Total 191 100,0 100,0

Please select your occupation.
Cumulative
Frequency Percent Valid Percent Percent

Valid employed 96 50,3 50,3 50,3

self-employed 38 19,9 19,9 70,2

student 36 18,8 18,8 89,0

unemployed 13 6,8 6,8 95,8

retired 6 3,1 3,1 99,0
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housework 2 1,0 1,0 100,0
Total 191 100,0 100,0

Please select your shopping frequency.

Cumulative
Frequency Percent Valid Percent Percent

Valid 2 or 3 times per week 59 30,9 30,9 30,9

1 per week 97 50,8 50,8 81,7

every 2 weeks 24 12,6 12,6 94,2

1 per month 6 3,1 3,1 97,4

other 5 2,6 2,6 100,0

Total 191 100,0 100,0

Please select your age.
100 Mean = 2,52
Std. Dev.=1,109

N =191

Frequency

Please select your age.

loanna Rachouti | Corporate Social Responsibility and Skepticism: an investigation of
perceived CSR motives and the effect on consumer behavior

2020
NEM/y
AP 7*&/5
8 %
= >
% 8
o



M.Sc. in International Marketing and Communication (PR.I.MA), AUEB | 2020
Please select your occupation.
100 Mean =1 96
Stel. Dev. =119
M=191
80
>
Q G0
c
@
3
o
s
(T8
40
20
o
1] 2 4 G
Please select your occupation.
Please select your shopping frequency.
Mean =198
Stdl. Dev. = 893
M=191
-
[5]
c
L]
=]
o
b
(18
Please select your shopping frequency.
Statistics
The situation described is 4 OF Ecg
OXNECY
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N Valid 191
Missing 0
Mean 3,06
Std. Error of Mean ,077
Median 3,00
Mode 3
Std. Deviation 1,069
Variance 1,143
Skewness -,100
Std. Error of Skewness , 176
Kurtosis -,594
Std. Error of Kurtosis ,350
Range 4
Minimum 1
Maximum 5
The situation described is
Cumulative
Frequency Percent Valid Percent Percent
Valid very unrealistic 15 7,9 7,9 7,9
unrealistic 42 22,0 22,0 29,8
neutral 66 34,6 34,6 64,4
realistic 52 27,2 27,2 91,6
very realistic 16 8,4 8,4 100,0
Total 191 100,0 100,0
loanna Rachouti | Corporate Social Responsibility and Skepticism: an investigation of 68

perceived CSR motives and the effect on consumer behavior



M.Sc. in International Marketing and Communication (PR.1.MA), AUEB | 2020
Histogram
80 Mean = 3,06
Std. Dev. = 1,069
M=1%1
>
[%]
c
Q
3
=2
o
[
The situation described is
Statistics
Egoistic-  Values- = Strategic-
CSR CSR driven driven driven Retailer ~ Purchase
Skepticism Authenticity —motives motives motives equity intention  Optimism
N Valid 191 191 191 191 191 191 191 191
Missing 0 0 0 0 0 0 0 0
Mean 3,6688 3,6126 3,0052 3,3979 4,4738 3,5654 4,15 3,9721
Median 3,7500 3,5000 3,0000 3,5000 4,7500 4,0000 4,00  4,0000
Mode 4,00 4,00 3,00 3,75 5,00 4,00 4 4,00
Std. ,90682 ,88950  1,09570 ,82001 ,66042  1,15379 ,739 ,78609
Deviation
Variance ,822 , 791 1,201 672 ,436 1,331 ,547 ,618
Range 4,00 4,00 4,00 4,00 3,50 4,00 3 4,00
Sum 700,75 690,00 574,00 649,00 854,50 681,00 792 758,67
CSR Skepticism
Cumulative
Freguency Percent Valid Percent Percent
Valid 1,00 5 2,6 2,6 2,6
1,25 2 1,0 1,0 3,7
2,00 5 2,6 2,6 6,3
2,25 7 3,7 3,7 9,9 NEM/x
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2,50 4 2,1 2,1 12,0
2,75 3 1,6 1,6 13,6
3,00 21 11,0 11,0 24,6
3,25 13 6,8 6,8 31,4
3,50 20 10,5 10,5 41,9
35 19 9,9 9,9 51,8
4,00 39 20,4 20,4 72,3
4,25 13 6,8 6,8 79,1
4,50 12 6,3 6,3 85,3
4,75 10 52 52 90,6
5,00 18 9,4 9,4 100,0
Total 191 100,0 100,0

CSR Authenticity

Cumulative
Frequency Percent Valid Percent Percent
Valid 1,00 4 2,1 2,1 2,1
1,50 3 1,6 1,6 3,7
2,00 8 4,2 4,2 7,9
2,50 11 5,8 5,8 13,6
3,00 30 15,7 15,7 29,3
3,50 44 23,0 23,0 52,4
4,00 54 28,3 28,3 80,6
4,50 14 7,3 7,3 88,0
5,00 23 12,0 12,0 100,0
Total 191 100,0 100,0
Egoistic-driven motives
Cumulative
Frequency Percent Valid Percent Percent
Valid 1,00 14 7,3 7,3 7,3
1,33 4 2,1 2,1 9,4
1,67 3 1,6 1,6 11,0
2,00 24 12,6 12,6 23,6
2,33 23 12,0 12,0 35,6
2,67 15 7,9 7,9 43,5
3,00 30 15,7 15,7 59,2
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3,33 20 10,5 10,5 69,6
3,67 10 5,2 5,2 74,9
4,00 18 9,4 9,4 84,3
4,33 9 4,7 4,7 89,0
4,67 4 2,1 2,1 91,1
5,00 17 8,9 8,9 100,0
Total 191 100,0 100,0

Values-driven motives
Cumulative
Frequency Percent Valid Percent Percent
Valid 1,00 2 1,0 1,0 1,0
1,25 1 5 5 1,6
1,50 1 5 5 2,1
1,75 3 1,6 1,6 3,7
2,00 8 4,2 4,2 7,9
2,25 7 3,7 3,7 11,5
2,50 10 5,2 5,2 16,8
2,75 8 4,2 4,2 20,9
3,00 26 13,6 13,6 34,6
3,25 24 12,6 12,6 47,1
3,50 22 11,5 11,5 58,6
3,75 27 14,1 14,1 72,8
4,00 25 13,1 13,1 85,9
4,25 9 4,7 4,7 90,6
4,50 2 1,0 1,0 91,6
4,75 5 2,6 2,6 94,2
5,00 11 5,8 5,8 100,0
Total 191 100,0 100,0
Strategic-driven motives
Cumulative
Freguency Percent Valid Percent Percent
Valid 1,50 1 5 ,5 5
2,00 1 5 5 1,0
2,25 1 5 5 1,6
2,75 2 1,0 1,0 2,6
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3,00 2 1,0 1,0 3,7
3,25 7 3,7 3,7 7,3
3,50 7 3,7 3,7 11,0
3,75 10 5,2 5,2 16,2
4,00 24 12,6 12,6 28,8
4,25 12 6,3 6,3 35,1
4,50 13 6,8 6,8 41,9
4,75 32 16,8 16,8 58,6
5,00 79 41,4 41,4 100,0
Total 191 100,0 100,0
Retailer equity
Cumulative
Freguency Percent Valid Percent Percent
Valid 1,00 8 4,2 4,2 4,2
1,50 7 3,7 3,7 7,9
2,00 16 8,4 8,4 16,2
2,50 15 7,9 7,9 24,1
3,00 27 14,1 14,1 38,2
3,50 15 7,9 7,9 46,1
4,00 50 26,2 26,2 72,3
4,50 11 5,8 5,8 78,0
5,00 42 22,0 22,0 100,0
Total 191 100,0 100,0
Purchase intention
Cumulative
Frequency Percent Valid Percent Percent
Valid improbable 1 ,5 5 5
neutral 37 19,4 19,4 19,9
probable 86 45,0 45,0 64,9
very probable 67 35,1 35,1 100,0
Total 191 100,0 100,0
Optimism
loanna Rachouti | Corporate Social Responsibility and Skepticism: an investigation of 72

perceived CSR motives and the effect on consumer behavior



M.Sc. in International Marketing and Communication (PR.1.MA), AUEB | 2020

Cumulative
Frequency Percent Valid Percent Percent
Valid 1,00 3 1,6 1,6 1,6
1,33 1 5 5 2,1
2,00 1 5 5 2,6
2,33 2 1,0 1,0 3,7
2,67 4 2,1 2,1 5,8
3,00 18 9,4 9,4 15,2
8358 14 7,3 7,3 22,5
3,67 17 8,9 8,9 31,4
4,00 59 30,9 30,9 62,3
4,33 24 12,6 12,6 74,9
4,67 18 9,4 9,4 84,3
5,00 30 15,7 15,7 100,0
Total 191 100,0 100,0
CSR Skepticism
40 [ [ [ Mean = 3,67
St Dev. = 907
M=191
30
o=
(5]
|
L]
=]
o 20
L
L
10
0
]
CSR Skepticism
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&0

a0

40

30

Frequency

20

Frequency

CSR Authenticity

00 1,00 2,00 3,00 4,00 5,00 6,00

CSR Authenticity

Egoistic-driven motives

Mean = 3 &1
Std. Dev. = 889
M=191

Mean = 3,01
Std. Dev. = 1,096
M =191

00 1,00 2,00 3,00 4,00 5,00 6,00

Egoistic-driven motives
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Values-driven motives

30 [ [ ' ' ' Mean = 3,40
Std. Dev. = 82
N =181
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Values-driven motives
Strategic-driven motives
80 Mean = 4 47
Std. Dev. = GG
N =181
B0
=
(5]
c
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3
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1,00 2,00 3,00 400 5,00 6,00

Strategic-driven motives
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Retailer equity

50
40
=
O a0
[
L]
3
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L=
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20
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0o 1,00 2,00 3,00 4,00 5,00 6,00
Retailer equity
Purchase intention
120
100
80
=
(5]
c
L]
3
T a0
[+
L=
L

40

20

1 2 3 4 ] (5]

Purchase intention

Mean = 3 57
Std. Dev.=1,154
M=191

Mean =415
Stdl. Dev. = 739
M =191
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Optimism
60 Mean = 3,97
Stl. Dev. = 786
M=191
a0
40
)
(5]
| o
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3
o 30
L
L
20
10
0
oo 1,00 2,00 400 500 6,00
Reliability Analysis
CSR Skepticism Items Strategic-driven motives Items
Reliability Statistics Reliability Statistics
Cronbach's Cronbach's
Alpha N of Items Alpha N of Items
,935 4 846 4
Authenticity Items Equity
Reliability Statistics Reliability Statistics
Cronbach's Cronbach's
Alpha N of Items Alpha N of Items
,836 2 ,866 2
Egoistic-driven motives Items Optimism
Reliability Statistics Reliability Statistics
Cronbach's Cronbach's
Alpha N of Items Alpha N of Items
,918 3 ,878 3
Values-driven motives Iltems
Reliability Statistics
Cronbach's
Alpha N of Items
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,831 4

Correlation Analysis

Descriptive Statistics

Mean Std. Deviation N
CSR Skepticism 3,6688 ,90682 191
CSR Authenticity 3,6126 ,88950 191
Egoistic-driven motives 3,0052 1,09570 191
Values-driven motives 3,3979 ,82001 191
Strategic-driven motives 4,4738 ,66042 191
Retailer equity 3,5654 1,15379 191
Optimism 3,9721 ,78609 191
Purchase intention 4,15 , 739 191

Correlations
Eqgoistic- Strategic-
CSR CSR driven Values-driven driven Retailer FPurchase
Skepticism Authenticity motives motives motives equity Optimism intention
CSR Skepticism Pearson Correlation 1 735" - 538 697" - 1617 423" 263" 444"
Sig. (2-tailed) 000 000 000 026 000 000 000
N 191 191 191 191 191 191 191 191
CSR Authenticity Pearson Correlation 735" 1 - 465" 550 -119 344" 264" 355"
Sig. (2-tailed) 000 000 000 100 000 000 000
N 191 191 191 191 191 191 191 191
Equistic-driven motives  Pearson Correlation -538" - 465" 1 -375" 3277 -256" -192” -300”
Sig. (2-tailed) 000 000 000 000 000 008 000
N 191 191 191 191 191 191 191 191
Values-driven motives  Pearson Correlation 697" 559 375 1 024 387 353" ar0”
Sig. (2-tailed) 000 000 000 746 000 000 000
» N 191 191 191 191 191 191 191 191
Strateqic-driven motives  Pearson Correlation 181 119 3227 024 1 058 106 075
Sig. (2-tailed) 026 100 000 746 422 145 301
N 181 191 191 191 191 191 191 191
Retailer equity Pearson Correlation 423" 3" - 256 387" 058 1 217" 621"
Sig. (2-tailed) 000 000 000 000 422 000 000
N 191 191 191 191 191 191 191 191
optimism Pearson Correlation 263" 264" -1827 353" 106 217" 1 134
Sig. (2-tailed) 000 000 008 000 145 000 065
N 191 191 191 191 191 191 191 191
Purchase intention Pearson Correlation 444 385" -300” a0 075 627" 134 1
Sig. (2-tailed) 000 000 000 000 301 000 065
N 191 191 191 191 191 191 191 191
** Correlation is significant atthe 0.01 level (2-tailed).
*. Correlation is sionificant at the 0.05 level (2-tailed).
Regression Analysis
Variables Entered/Removed?®
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Variables Variables
Model Entered Removed Method
1 Strategic-driven . Enter

motives, Values-

driven motives,

Egoistic-driven

motives”
a. Dependent Variable: CSR Skepticism
b. All requested variables entered.
Model Summary®

Adjusted R Std. Error of the

Model R R Square Square Estimate Durbin-Watson
1 ,762° ,580 574 ,59205 1,872
a. Predictors: (Constant), Strategic-driven motives, Values-driven motives, Egoistic-driven
motives
b. Dependent Variable: CSR Skepticism
ANOVA?
Model Sum of Squares  df Mean Square F Sig.
1 Regression 90,695 3 30,232 86,249 ,000°

Residual 65,547 187 ,351

Total 156,242 190
a. Dependent Variable: CSR Skepticism
b. Predictors: (Constant), Strategic-driven motives, Values-driven motives, Egoistic-driven motives
Coefficients®

Standardized
Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 2,672 ,356 7,512 ,000

Egoistic-driven motives -,240 ,045 -,290 -5,309 ,000

Values-driven motives ,653 ,057 ,590 11,394 ,000

Strategic-driven motives -,111 ,070 -,081 -1,598 , 112
a. Dependent Variable: CSR Skepticism
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Histogram
Dependent Variable: CSR Skepticism
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CSR Authenticity, Strategic-driven motives, Egoistic-driven motives, Values-driven motives

Model Summary®

Adjusted R Std. Error of the
Model R R Square Square Estimate Durbin-Watson
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1 ,832° ,692 ,685 ,50903 1,983
a. Predictors: (Constant), CSR Authenticity, Strategic-driven motives, Egoistic-driven
motives, Values-driven motives
b. Dependent Variable: CSR Skepticism
ANOVA?
Model Sum of Squares  df Mean Square F Sig.
1 Regression 108,048 4 27,012 104,249 ,000°
Residual 48,194 186 ,259
Total 156,242 190
a. Dependent Variable: CSR Skepticism
b. Predictors: (Constant), CSR Authenticity, Strategic-driven motives, Egoistic-driven motives,
Values-driven motives
Coefficients®
Standardized
Unstandardized Coefficients Coefficients
Model B Std. Error Beta t Sig.
1 (Constant) 1,426 ,342 4,176 ,000
Egoistic-driven motives -,141 ,041 -,170 -3,450 ,001
Values-driven motives ,438 ,056 ,396 7,863 ,000
Strategic-driven motives -,088 ,060 -,064 -1,475 ,142
CSR Authenticity ,435 ,053 427 8,184 ,000
a. Dependent Variable: CSR Skepticism
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Histogram

Dependent Variable: CSR Skepticism

Mean = 2 B4E-16
30 Stel. Dev. = 0,989
M=131
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Regression Standardized Residual

Normal P-P Plot of Regression Standardized Residual
Dependent Variable: CSR Skepticism

Expected Cum Prob

Observed Cum Prob

Model Summary”
Adjusted R Std. Error of the
Model R R Square Square Estimate Durbin-Watson

1 ,832% ,692 ,685 ,50903 1,983

a. Predictors: (Constant), CSR Authenticity, Strategic-driven motives, Egoistic-driven motives,
Values-driven motives
b. Dependent Variable: CSR Skepticism
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ANOVA?
Model Sum of Squares df Mean Square F Sig.
1 Regression 108,048 4 27,012 104,249 ,000°
Residual 48,194 186 ,259
Total 156,242 190
a. Dependent Variable: CSR Skepticism
b. Predictors: (Constant), CSR Authenticity, Strategic-driven motives, Egoistic-driven motives, Values-
driven motives
Coefficients?®
Standardized
Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.

1 (Constant) 1,426 ,342 4,176 ,000
Egoistic-driven motives -,141 ,041 -,170 -3,450 ,001
Values-driven motives ,438 ,056 ,396 7,863 ,000
Strategic-driven motives -,088 ,060 -,064 -1,475 142
CSR Authenticity ,435 ,053 427 8,184 ,000

a. Dependent Variable: CSR Skepticism

Strategic motives item, Values motives item, Optimism, Egoistic motives item, Authenticity item

Model Summary”

Adjusted R Std. Error of the
Model R R Square Square Estimate Durbin-Watson
1 ,836% ,699 ,690 ,50454 1,957

a. Predictors: (Constant), Strategic motives item, Values motives item, Optimism, Egoistic
motives item, Authenticity item

b. Dependent Variable: CSR Skepticism

ANOVA?
Model Sum of Squares df Mean Square F Sig.
1 Regression 109,148 5 21,830 85,754 ,000°
Residual 47,094 185 ,255
Total 156,242 190

a. Dependent Variable: CSR Skepticism
b. Predictors: (Constant), Strategic motives item, Values motives item, Optimism, Egoistic motives item,

Authenticity item
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Coefficients?®
Unstandardized Coefficients Standardized Coefficients
Model B Std. Error Beta t Sig.
1 (Constant) 3,758 ,204 18,425 ,000
Optimism -,022 ,051 -,020 -,445 657
Authenticity item ,383 ,047 422 8,107 ,000
Egoistic motives item -,152 ,045 -,168 -3,416 ,001
= Values motives item 374 ,047 412 7,974 ,000
Q
E Strategic motives item -,055 ,040 -,061 -1,396 ,164
g a. Dependent Variable: CSR Skepticism
T8
Normal P-P Plot of Regression Standardized Residual
Dependent Variable: CSR Skepticism
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