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4. Research Design 

    This section will present the experimental method, which includes control variables 

and design factors, the apparatuses used, detailed procedures in the experiment, and 

experimental schedule. 

4.1 Control Variables and Design Factors in the experiment  

    There are some control variables used in this experiment. Information like product type, 

product information, pictures, starting bid price, and the seller’s total amount of credits on 

the auction site are controlled. For the product type, I have selected digital camera because 

it is gender non-specific and high value. According to previous studies, consumers will pay 

more attention to seller feedback when buying expensive products. On the other hand, the 

designed factors in this experiment are the seller’s outstanding comments, abysmal 

comments, and the buyer’s perceived risk and purchase intention. For the feedback 

comments, each scenario includes 20 comments listed under ratings. In Yahoo! Auction, 20 

feedback text comments make up one page of feedback ratings. According to Dimoka 

(2006), most people only view the first page of feedback system. In the experimental 

scenario for outstanding comments all the comments are outstanding. However, for the 

abysmal comments scenario, there are eighteen abysmal comments but 9 listed under 

ordinary ratings and 9 listed under negative ratings due to limitations of the feedback 

system. If a seller receives more than 10 negative ratings within one month, the id will be 

temporarily forbidden from using Yahoo auctions. Also, in order to make the experiment 

condition more genuine and authentic, there are two positive ratings to balance the scenario.  
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Table 4.1 Variables and Measures 

Control variables 

Dispositions of subjects, other information on the auction website 

Factors in the 

experiment  

Level of treatment 

Outstanding 

comments 

Comments fulfill basic obligations or with extra goodwill behavior 

listed under positive ratings. 

Ex: Outstanding! 

Comment: I got the product. Fast delivery and precise product 

presentation. Good! (2009-04-02 13:30) (latest) 

Abysmal comments Comments with unintentional or intentional mistakes and bad 

behaviors listed under negative ratings. 

Ex: Abysmal ！ 

Comment: I got the wrong product! Please contact me as soon as 

possible! (2009-04-24 10:10) 

 (latest) 

Buyer’s Perceived 

Risk 

I divided this variable into five types and they are evaluated  by 

questions listed below. 

1. Financial Risk:  

(1) I will worry about the price of the product I get from the 

auction site will be higher than product sold in other 

channels. 

(2) I will worry about not getting the product then lose money. 
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2. Performance Risk:  

(1) I will worry about getting wrong product. 

(2) I will worry about the product quality may not be what I 

originally expected.  

3. Psychological Risk:  

(1) I will worry about being cheated then have anxious 

emotions. 

(2) I will feel extremely angry if I got cheated buying the 

product. 

4. Social Risk:  

(1) I will want give up buying goods online because my friends 

don’t usually do that. 

(2) I will want to purchase good online because of seeing 

friends doing online shopping.  

5. Time Risk:  

(1) I will worry about wasting time on searching for what I want 

in online auction websites. 

(2) I will worry about spending so much time contacting 

transaction details.  

(3) I will worry about waiting so long to get the product. 

(4) I will worry about spending much time on learning how to 

purchase goods on the auction site.  

Buyer’s Purchase The purchase intention here means buyer’s likelihood of bidding 
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Intention when considering different seller’s feedback comments.  The 

questions are as following: 

1. Will you buy the product? 

2. How much are you willing to pay?  

Buyer’s previous 

purchase experience. 

This part measured the buyer’s familiarity with and previous 

purchasing experience on online auction websites. The questions are 

as following: 

1. How long have you started using online auction websites?  

2. How many times a week do you usually browse online auction 

sites? 

3. Within the latest six months, how many transactions do you 

engage in online auctions? (Including both buying and selling) 

4. What product do you buy most frequently in online auction 

websites?  

5. Do you have been cheated on online transactions? 

Buyer’s feedback 

attitude 

This part is to ask buyers how important is feedback system to 

them. The questions are as following: 

1. When you prepare to buy certain product online, do you usually 

refer to seller’s feedback points? 

2. When you prepare to buy certain product online, do you usually 

refer to seller’s feedback comments? 

3. Generally speaking, what’s the degree of importance of 

feedback system to you? 
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4.2 Sampling Process 

According to the Online Auction research report by Insightxplorer.com (2007), Yahoo! 

Auction has become the most popular online shopping website among internet users in 

Taiwan. Therefore, in this study, I chose the frame of Yahoo! Auction as my example in 

order to build a genuine and familiar virtual environment to observe online shoppers’ 

behavior.  

This study aims at understanding the relationship between feedback systems and 

bidders’ buying decisions. The target of this study is college and graduate students in 

Taiwan who have previous shopping experiences on Yahoo! Auction. They are asked 

questions regarding to their past auction experiences and future intentions. As demonstrated 

above, college students are the main online shopping customers. Therefore, this study used 

college and graduate students as the sample group. The sampling method of this research is 

convenience sampling; The information of this experiment was posted on the BBS of 

Chengchi University and National Taiwan University in order to recruit subjects. 

4.3 Apparatus 

    First, Yahoo! Auction (http://tw.bid.yahoo.com/tw) was used as my instrument. This 

site is the biggest online auction site in Taiwan. Following the Yahoo! Auction design, I 

created some pages suitable for the experimental situations in order to build an authentic 

situation of online shopping. Second, the experiment was built in an online questionnaire 

survey website— my3Q.com  
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4.4 Experiment Procedures 

Initially, the research goals were explained to the subjects. However, in order to get 

genuine answers, the participants were told that they are going to be surveyed about some 

possible factors affecting consumer’s perceived risk and purchase intention. In the 

beginning, all the participants took part in two different scenarios (web pages with 

outstanding comments and abysmal comments) and they were systematically assigned to 

one of the two scenarios. Then, they were asked to answer a questionnaire concerning their 

previous experience and their perceived risk in online shopping.  

For the second stage of the experiment, since each respondent was assigned to one of 

the two comment types randomly in the beginning of this experiment, the participants were 

asked to view the online auction webpage designed in advance. The first webpage is an 

online auction website selling a digital camera. The information includes all the basic 

information of ordinary online auction sites like price, brand names and product information. 

Then, the second page is the seller’s previous feedback record left by other buyers. They 

were told to role-play the person “buying a digital camera from an online auction seller.”  

After viewing the webpage, the subjects were asked to answer questions like their perceived 

risk, their opinion about the feedback system, their purchase intention and demographic 

questions. 

 

 

 


