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Abstract

This study seeks to confirm whether favourable affective evaluation of financial ser-
vices can be a significant antecedent of perception of functional, hedonic, and symbolic 
benefits, and to show whether these benefits can influence customer satisfaction. The 
relationships were confirmed through confirmatory factor analysis (CFA), applied 
to a survey of 786 people, using nonprobabilistic quota sampling. The environment 
characterized by rational decision-making, the customer’s affective evaluation, is an 
explanatory factor of satisfaction. The functional, hedonic, and symbolic benefits play 
an important amplifying role connecting affective evaluation and customer satisfaction. 
Given the little attention paid by the specialized literature to the link between affective 
evaluation-benefits and satisfaction, it may be premature to offer final conclusions. The 
academic sector is provided with some bases to analyse the effect that the perception 
of the benefits may have on the relationship between the affective evaluation and the 
satisfaction of the client. For managers in the financial service sector, it provided some 
analytical instruments oriented to caring for the tangible and intangible characteristics 
that intervene in providing financial services to their customers. The originality of this 
study is that the perceived benefits act as antecedents to satisfaction and as a conse-
quence of the affective evaluation.

Keywords: affective evaluation, benefits, satisfaction, financial services

1. Introduction

Financial service is one of the most dynamic areas in the financial sector. Its dynamism has 
generated intense competition among the main actors in the market [1]. Constructing a good 
relationship with customers is essential for the survival of businesses in the long term [2]. 
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The main concern of banking institutions has been to maintain and/or increase connection 
with their customers by being able to provide products and/or services that give a high 
degree of satisfaction. The important role of customer satisfaction in the decision-making 
process has been widely studied. In fact, a satisfied customer will contribute to improve an 
institution’s reputation [3] and will be willing to return and to recommend the institution [4], 
maintaining a higher degree of loyalty [5] and staying with the institution for a longer period 
of time [6]. It is thus very important for the banking institution to ensure that its customers 
obtain the state of satisfaction desired [1]. The different factors oriented to achieve this state 
of satisfaction are well known: perception of price and post-purchase performance [7], qual-
ity of the service received [8], perceived value [9], trust and empathy [1], and evaluation of 
what is received vs. expected [10]. Although it has been argued that satisfaction is affective 
in nature [11, 12], satisfaction can also arise from a good perception of the benefits that the 
customer possesses [4]. Further, these benefits can become a very important point when 
achieving greater connection between affective evaluation and customer satisfaction. It is 
known that affective evaluation can be a very important antecedent of the perception of the 
services the consumer receives [13], but there is still little evidence to show the presence of 
a connection between affective evaluation—benefits—satisfaction, especially in the financial 
market. This study proposes that satisfaction can be a result of the perception of functional 
benefit [14], hedonic benefit [15], and symbolic benefit [16]. It is also proposed that these ben-
efits, in turn, result from the customer’s affective evaluation [17]. This benefit triad can play 
an important role in the relationship affective evaluation–satisfaction. For a financial institu-
tion, it is very important that the customer come to identify with the benefits obtained as 
antecedents of satisfaction, and at the same time, as a result of his or her affective evaluation.

2. Theoretical foundations

2.1. Affective evaluation

It has been argued that affective evaluation can be defined as an individual’s set of emo-
tions, whether real, predicted, imagined, or gathered from his or her relationship to others 
[18]. The specialized literature also indicates that affective evaluation is characterized as emo-
tionally reactive, a response with minimal direct control [19]. In other words, the consumer 
will respond spontaneously to the stimuli he or she receives from the environment. Affective 
evaluation can be manifested physically [20]. The consumer will use body language to express 
his or her emotional state in the presence of these stimuli. Finally, it has been shown that 
affective evaluation responds to most stimuli and can be learned [21]. Thus, the consumer will 
express affective well-being in the presence of both material and nonmaterial stimuli received 
through a specific product or service.

2.2. Functional benefit

The functional benefit expected is essential for a consumer. It is acquired as a result of the 
consumption of products and/or services that respond to consumers’ essential needs and the 
solving of their problems [22], thereby avoiding frustrating experiences [23]. The customer 
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will seek to obtain the greatest advantage for the product or service consumed and will gen-
erally attempt to find that advantage in the attributes of the product itself. These attributes 
are often related to basic needs, such as physiological needs or the need for security, which 
are dedicated to eliminating or avoiding a problem. Customers not only seek answers to their 
basic needs but also expect integral solutions to their problems ([24]. The customer’s experi-
ence will expose the reliability and competence of the service received [25].

2.3. Hedonic benefit

Given the relatively rational type of decision made by the customer of a financial institu-
tion, hedonic benefit is a very important attribute [26]. The customer will attend this institu-
tion motivated not only by need but also by the pleasure experienced through the attention 
received [27]. This benefit emerges as a result of the customers’ psychosensory experiences, as 
a result fundamentally of the need for stimulation and the search for pleasing sensations that 
customers expect when using a financial institution [28]. The customer expects to find this 
pleasure through his or her experience with the service, which is associated with fantasies and 
feelings characteristic of its nature [29]. The perception of hedonic attributes involves an accu-
mulation of global multisensory experiences. Institutions that can understand the customer’s 
needs and activate these multisensory images by stimulating the different senses will be able 
to achieve a perfect consumption experience [30].

2.4. Symbolic benefit

Symbolic benefit can contribute to a great extent to strengthen the relationship between customer 
and financial institution, since it is associated with the underlying needs for social approval and 
self-esteem and corresponds fundamentally to attributes not directly related to the products [4]. 
Symbolic benefit is defined as the benefit received from multiple components of “self-concept.” 
One’s “self-concept” is essentially the result of the evaluations that others make of one, whether 
these evaluations are real or not [31]. It is composed of a variety of representations that each person 
has and that are united to a particular set of social circumstances [32]. The literature has used four 
components of self-concept to explain the consumer’s behavior at the moment of consumption: 
real self-image, ideal self-image, social self-image, and ideal social self-image [33]. Consumers 
will seek to surround themselves with their reference group [34] and will prefer the banking 
institution attended by people who may reinforce their degree of belonging to this group.

2.5. Satisfaction

Customer satisfaction has been widely recognized as a determining factor not only of customer 
loyalty [6], but also of the firm’s sustained profitability [35]. A satisfied customer shows greater 
resistance to price elasticity, enabling the organization to increase its competitiveness, reduce 
its costs, and improve its reputation [36]. For a financial institution, it will be very important to 
have customers with a high degree of satisfaction. Review of the specialized literature enables 
us to define satisfaction as a post-consumption emotional response that simply happens or 
that occurs after a process of comparing expected vs. real performance [11]. When satisfac-
tion results from confirmation of expectations, it can be defined as “evaluative satisfaction.” 
When it is the result of nonrational processes, it is defined as “emotional satisfaction” [37]. 
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Satisfaction will have a positive influence on any customer’s post-purchase behavior [38], since 
it stems from general appreciation acquired after the customer’s visit to a financial institution.

3. Hypotheses

3.1. Perceived functional benefit of the banking service as antecedent for customer 
satisfaction

It has been argued that tangible and intangible attributes, the main components of functional 
benefit, provide a greater degree of consumer satisfaction [39]. These components could form 
part of the design or esthetic of the products and/or services [40]. Whether or not they are 
perceptible, these attributes associated with the products and/or services can also influence 
the consumer’s degree of satisfaction [15]. The functional benefit obtained through these com-

ponents will improve the customer’s state of satisfaction [14]. In the context of the financial 
service industry, it is thus possible to propose the following hypothesis:

H1. The better the perceived functional benefit of the banking service, the greater the cus-

tomer satisfaction.

3.2. Perceived hedonic benefit of the banking service as antecedent for customer 
satisfaction

The specialized literature shows the hedonic consumer’s tendency to seek experiences of plea-

sure that provide him or her with the greatest degree of satisfaction [39]. The psychological ben-

efits derived from hedonic experiences can increase the consumer’s degree of satisfaction [15]. 
Therefore, in the context of the financial services industry, it proposed the following hypothesis:

H2. The better the perceived hedonic benefit of the banking service, the greater the customer 
satisfaction.

3.3. Perceived symbolic benefit of the banking service as antecedent for customer 
satisfaction

It has been argued that the symbolic benefit obtained by the consumer is directly and posi-
tively related to his/her satisfaction [16, 41]. The symbolic meaning granted to specific attri-
butes will be closely linked to the satisfaction the consumer experiences [42]. In the context of 
the financial service industry, therefore, it can be proposed that:

H3. The better the perceived symbolic benefit of the banking service, the greater the customer 
satisfaction.

3.4. The affective evaluation of the banking service as antecedent of the functional 
benefit perceived by the client

The affective purchase leads to greater satisfaction in the long term for purchases considered 
“important.” Affective evaluation, that is, the emotional characteristics created around a product, 
has a positive influence on the functional benefit the consumer desires [17, 43]. An emotionally 
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attractive product increases the functional benefit the customer desired [44]. In the context of 
the financial services industry, it is thus possible to formulate the following hypothesis:

H4. The better the effective evaluation of the banking service, the better the functional benefit 
perceived by the client.

3.5. The affective evaluation of the banking service as antecedent of the hedonic 
benefit perceived by the client

In the specialized literature, it has been argued that, during the process of choosing a ser-
vice, affective evaluation influences the hedonic benefit expected [45]. That is, the pleasure 
experienced in the purchasing process is the result of the favorable affective evaluation the 
consumer makes [46]. Further, the consumer’s hedonic behavior will be positively affected 
by the affective evaluation of his/her environment [47]. In the context of the financial services 
industry, it is thus possible to propose the following hypothesis:

H5. The better the effective evaluation of the banking service, the better the hedonic benefit 
perceived by the client.

3.6. The affective evaluation of the banking service as antecedent of the symbolic 
benefit perceived by the client

According to the literature, affective evaluation is highly relevant, since it is an antecedent 
closely linked to the symbolic benefit that the individual expects [48, 49]. Further, affective 
evaluation is decisive for the consumer to obtain the symbolic benefit desired [50]. In the con-
text of the financial services industry, therefore, it can be assumed that:

H6. The better the effective evaluation of the banking service, the better the symbolic benefit 
perceived by the client.

This can be represented schematically as follows (Figure 1):

Figure 1. Theoretical model. Source: Own elaboration.
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4. Methodology

To identify the most appropriate scales for measuring the relationships proposed with a high 
degree of reliability, validity, and dimensionality, it developed a process with several stages 
[51]. The first stage consisted of constructing scales with a good degree of content validity. 
It made an exhaustive literature review, taking as reference the scales constructed in various 
prior studies of affective evaluation [52, 53], symbolic benefit [54, 55], functional benefit [56], 
hedonic benefit [56, 57], and satisfaction [58–60].

A study of critical incidents was done, in which people were asked to describe the factors that 
formed part of the constructs analyzed. Fifty people chosen by nonprobabilistic convenience 
sampling participated in this study, from which was obtained the prior scales of the study con-
structs. A second procedure was done to purify these scales, following the recommendations of 
[61]. There was also a series of “focus groups” composed of regular clients from different banks 
in Chile, as well as interviews with business experts and executives from the banking industry. 
These analyses permitted us to identify the indicators that best reflect the dimensions needed 
for this study, reformulating and/or eliminating indicators that were problematic or repetitive 
using a modification of the [62]. Each expert was asked to classify items relative to their dimen-
sion, considering three alternatives: clearly, somewhat, or not at all representative. Finally, it 
was decided to preserve the items in which there was a high level of consensus [63]. From these 
analyses, it obtained the scales that enabled us to develop the questionnaire. In the second stage, 
after constructing the questionnaire, it performed a quantitative pre-test with a random sam-

pling of 50 people. Using these data, it calculated an exploratory factor analysis and the Alpha 
Cronbach for each of the resulting dimensions. This initial analysis enabled us to confirm the 
existence of each dimension resulting from the preceding analyses. The items were written as 
statements (see Table 1) to be evaluated using a 7-point Likert scale.

It used nonprobabilistic quota sampling proportional to the market participation of the first 
three leading banks in the private banking sector in Chile: Santander Bank (18%); Chile Bank 
(17%), and BCI Bank (15%)1. The surveys were administered outside the main branches of 
each bank, especially in the downtown of Santiago.

In the third stage, the data was collected. The survey was applied to a total sample of 850 
people. It has, however, to eliminate 64 forms because they were incomplete and/or incorrectly 
answered, leaving a definitive sample of 786 people. For the responses, the last visit the bank 
was taken as a reference at which the respondents were customers. Of the total interviewees, 
64% were men and 49% were married (83% were 25–54 years old, 84% held university degrees, 
89% worked full time, and 81% had monthly incomes over 750,000 Chilean pesos (1.114 USD)2.

With the data obtained, it has been made a psychometric analysis to develop scales with a 
good degree of reliability, validity, and dimensionality. It applied exploratory factor analysis, 
confirmatory factor analysis (CFA), and various reliability analyses with the Alpha Cronbach 
statistics, reliability construct, and average variance extracted (AVE). To identify the items 

1Risk rating ICR. Knowledge & Trust, December 2016.
2Exchange rate december 23, 2016.
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that did not adhere well to their dimension, it made various principal components factor 
analyses with Varimax rotation [64]. This procedure did not indicate the need to eliminate 
any indicator from the scales analyzed (see Table 2); all scales showed a good degree of one-
dimensionality, with factor loadings well over 0.4 [65].

Taking into account all of the scales constructed, it developed a CFA using structural equations 
modeling (SEM) to confirm whether the indicators or variables were appropriate for achieving 
good model fit. It used the three criteria proposed by [66]. The first criterion consists of eliminat-
ing indicators that had a weak convergence condition with their corresponding latent variable. 
It took as limit a t-student value higher than 2.28 (p = 0.01). The second criterion consisted of 
eliminating from the analysis variables whose loadings translated into standardized coefficients 
lower than 0.5. Finally, it also had to eliminate the indicators that showed a linear relationship 
with goodness of fit, R2 lower than 0.3. In this process, it used the statistical package AMOS SPSS 
22. Following this analysis, it was not necessary to eliminate any indicator. The fit indices for the 
confirmatory factor analysis were acceptable: IFI = 0.948, CFI = 0.948, RMSEA = 0.078, Normed 
χ2 = 5.81. Once verified the optimal model, it confirmed the reliability of each scale by applying 
three tests: Alpha Cronbach (limit = 0.7), composite reliability of the construct (limit = 0.7) [67], 

Table 1. Measurement scales.

Antecedents of Satisfaction with Financial Services: Role of Perceived Benefits
http://dx.doi.org/10.5772/intechopen.74653

101



and analysis of the variance extracted (limit = 0.5) [68]. The results show that the minimum val-
ues established for these reliability parameters are fulfilled in all cases (see Table 3).

The validity of the SEM model was confirmed using content and construct validity. The scales 
show a good degree of content validity, since it made a thorough analysis of the literature, a 
study of critical incidents with customers, and then a purification of the scale using different 
“focus groups” with customers and in-depth interviews with commercial experts and execu-

tives from different banks. To fulfill construct validity, it analyzed if the proposal, purified 
scale fulfilled the conditions for convergent and discriminant validity. Convergent validity was 
confirmed by observing that all of the standardized coefficients of the CFA were statistically  
significant at 0.01 and higher than 0.5 [69]. To confirm the presence of discriminant validity, 
it was used the confidence interval test [70], which consists of constructing the confidence 
intervals resulting from the correlations between the different latent variables that compose 
the CFA model (see Table 4). This test indicates the model’s discriminant validity, since no 
confidence interval contained the value of 1 [71].

With all of these antecedents, it concluded that the proposes model shows a good degree of 
general validity.

Table 2. Exploratory factorial analysis of the scales.
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Table 3. Reliability analysis of scales.

Table 4. Discriminant validity.
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Figure 2. SEM results.

5. Results

The six hypotheses formulated above were contrasted using a SEM model [71]. The fit indi-
ces of the model were well above the minimum acceptable values: IFI = 0.956, CFI = 0.956, 
RMSEA = 0.072, Normed χ2 5.11. As can be observed through the standardized β-coefficients 
(Figure 2), the functional benefit (β = 0.81; p < 0.001), as well as the hedonic (β = 0.16; p < 0.008) 
and symbolic benefit (β = 0.02; p < 0.001) have a direct and positive effect on the satisfaction 
of the private bank customer (R2 = 0.72). It would be advisable to observe in detail the strong 
impact that functional benefit has on satisfaction, a value clearly higher than those obtained 
for hedonic and symbolic benefit. The affective evaluation made by the customer in turn has a 
direct and positive effect on the functional (β = 0.57; p < 0.001; and R2 = 0.32), hedonic (β = 0.72; 
p < 0.001; and R2 = 0.52), and symbolic (β = 0.64; p < 0.001; and R2 = 0.41) benefit obtained by 
the customer.

All of the correlations obtained between the constructs had a positive sign (see Table 5).

This benefit triad can play a mediating role between affective evaluation and satisfaction. If 
indirect effects are considered as a special case [72], the mediating effect occurs when a third 
variable, called the mediating variable (VMe), can influence the relationship between an inde-

pendent variable (VI) and another, dependent variable (VD) [73]. To confirm this role of the 
triad, three mediation structures are proposed: (1) affective evaluation—functional benefit—
satisfaction, (2) affective evaluation—hedonic benefit—satisfaction, and (3) affective evalua-

tion—symbolic benefit—satisfaction.

These structures were evaluated using a two-path analysis [73], as indicated in Table 6. For this 
analysis, must be confirmed, both in isolation and as a whole, the extent to which incorporating a 
mediating variable produces less impact of the independent variable on the dependent variable.  
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From the results obtained by the [74–76] tests, the presence is deduced of a strong mediating 
role of the triad of benefits between affective evaluation (VI) and satisfaction (VD) [77].

All of the mediation structures yield significant values for the β-coefficients (p < 0.001). In 
the presence of the mediating variables (benefit triad), a reduction is confirmed in the impact 

Table 5. Correlation matrix.

Table 6. Mediation hypothesis of the proposed model.
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(value of β-coefficient) of affective evaluation (VI) on satisfaction (VD). For example, when 
functional benefit is not present in the relationship “affective evaluation—functional bene-
fit—satisfaction,” the effect of affective evaluation on satisfaction is (β = 0.56 and p < 0.001), 
whereas incorporating functional benefit as mediating variable reduces this impact by nearly 
0.5 points (β = 0.09 and p < 0.001; Δ = 0.47). The same occurs in the relationship “affective eval-
uation—hedonic benefit—satisfaction,” when one does not consider hedonic benefit (β = 0.56; 
p < 0.001); incorporating hedonic benefit in the model decreases the impact by 0.3 points 
(β = 0.26; p < 0.001; Δ = 0.3). For the relationship “affective evaluation—symbolic benefit—sat-
isfaction,” in the absence of symbolic benefit, the impact of affective evaluation on satisfaction 
is β = 0.56 (p < 0.001), and incorporating symbolic benefit, the relationship decreases by nearly 
0.2 points (β = 0.39; p < 0.001; and Δ = 0.17). Therefore, the benefit triad absorbs a large part 
of the impact of affective evaluation on satisfaction, showing clearly the important mediating 
role that the triad plays in this kind of relationship. The statistical tests of [74–76] with their 
respective values of Z ≠ 0 and associated p-values, show the presence of strong mediation 
exercised by the benefit triad, in the relationship between affective evaluation and satisfaction 
of the customers of financial entities.

Taking the theoretical model into account, it also calculated the indirect effects that might 
have arisen from the intervention of a third variable mediating any given relationship [72]. 
The standardized β-coefficients (see Table 7) show the presence of an indirect, significant 
impact of affective evaluation on satisfaction. For this case, the indirect effect of affective 
evaluation is so intense that it not only affects the construct satisfaction but also significantly 
affects the observable variables of functional benefit, hedonic benefit, and symbolic benefit.

Table 7. Indirect effects.
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The benefits triad exercises a mediating influence in the indirect relationship between affec-

tive evaluation and satisfaction. In this instance (although it is not always the case), the coinci-
dence was found that the mediating effect and the indirect effect occur between a VD and a VI.

6. Conclusions and implications

This study demonstrates that it is very important for banking service customers to associate 
their satisfaction with the functional, hedonic, and symbolic benefits obtained. This connec-

tion shows that the consumer is buying not only a basic service but also the various benefits 
this service can provide. That is, it is no good for the customer to make a favorable affective 
evaluation of a service if the service does not obtain the functional, hedonic, and symbolic 
benefits desired. For a financial institution to be perceived as an institution capable of grant-
ing acceptable standards of satisfaction, it must offer customers experiences that lead them 
to obtain the triad of benefits expected. Obtaining the benefits indicated will help customers 
better to connect the affective evaluation they make to their satisfaction. Obtaining this state 
of satisfaction will facilitate the decision-making process. The customer will also possess the 
arguments needed to become a truly loyal promoter of the banking institution, able to rec-

ommend it to others, thereby improving its reputation. Marketing executives should try to 
guarantee that customers obtain the triad of benefits they expect as a way of achieving the 
satisfaction desired with the financial serviced offered.

The banking institution should strive to make the customer perform the most favorable affec-

tive evaluation possible of the financial services offered. This evaluation will form the basis 
for obtaining the triad of benefits expected, which will be received hierarchically, starting 
with functional benefit, followed by hedonic and symbolic benefit. A good example would be 
that bank executives and employees should strive to provide good reception of the customer, 
personalized attention oriented to delivering the financial services available such that the cus-

tomer feels the emotional comfort needed to make financial decisions. A relaxed environment 
will help to decrease the tension caused by eminently rational decisions.

The financial institution could also provide financial services differentiated by unique tan-

gible components to achieve the functional benefit the customer expects. Although the results 
of this study show that it is very important for the customer to obtain the functional benefit 
expected, he or she also hopes to obtain the hedonic and symbolic benefit that the financial 
institution can offer. When an institution succeeds in helping customers find the financial ser-

vices they seek with greater efficiency than at other institutions, giving customers, the atten-

tion required and useful for them, the institution will definitely be viewed as able to grant 
better functional benefits that those of the competition. The institution must also be able to 
offer financial services in an environment in which the customer has “a pleasant experience.” 
In this sense, both the setting of the installations and the good mood of employees are neces-

sary, as both are oriented to providing the customer with a unique experience, which becomes 
almost a genuine social need or a stimulating adventure and avoids the tension inherent in 
financial decision-making. The institution should have the means necessary to create an  
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environment in which customers can, at least for a few minutes, escape their routine and 
should help them to discover “what really matters.”

Another unavoidable issue for a financial institution is its ability to provide the customer 
with symbolic benefits. Marketing executives should take care to know the profile of their 
customers so as to offer them financial services that can reinforce the diversity of self-con-
cepts that compose their identity. For customers, self-image is very important, as is others’ 
image of them, and both of these concerns lead customers to seek the necessary reinforce-
ment through the connection established with the bank. Customers will thus seek an institu-
tion whose financial services provide them with greater status, reflect the best possible image 
of themselves, grant them prestige, and express their lifestyle. From the results of this study, 
demonstrating the close connection established between affective evaluation and functional, 
hedonic, and symbolic benefits constitutes very important information, which shows that 
any financial institution should make the effort to generate the satisfaction the customer 
desires.

As to this study’s implications for managing financial entities, marketing executives should 
consider the important role of delivering the functional, hedonic, and symbolic benefits as 
antecedents of satisfaction and a consequence of affective evaluation. Fulfilling this role is 
of vital importance in establishing marketing strategies for financial services that guarantee 
customer satisfaction.

For academics, it is proposed to continue to develop more in-depth knowledge of the rela-
tionship between affective evaluation—benefits—customer satisfaction through new studies, 
as this research will surely make a significant contribution to the banking industry. It is also 
suggested that this relationship be measured through a multidimensional scale.

7. Limitations

The particular cultural characteristics of the sample, Chilean consumers of banking services, 
can constitute a limitation when extrapolating from the results of this study to other financial 
service markets located in other countries.

The conclusions derived from this study must also be taken with the caution inherent in a 
pioneering application in the banking sector, where the connection between affective evalua-
tion—benefits—customer satisfaction has as yet received little attention.

8. Future lines of research

It is recommend analyzing the effects of functional, hedonic, and symbolic benefit on other 
variables inherent in consumer behavior in the area of finance, such as loyalty to a bank.

It is proposed replicating this study in the area of finance using probabilistic sampling, such 
as simple random sampling.

Marketing108



Conflict of interest

I do not have conflicts of interest.

Author details

Enrique Marinao Artigas

Address all correspondence to: enrique.marinao@usach.cl

Departamento de Administración, Facultad de Administración y Economía, Universidad de 
Santiago de Chile, Santiago, Chile

References

[1] Bloemer J, Ruyter K, Peeters P. Investigating drivers of bank loyalty: The complex rela-
tionship between image, service quality and satisfaction. International Journal of Bank 
Marketing. 1998;16(7):276-286

[2] Chang HH. Critical factors and benefits in the implementation of customer relationship 
management. Total Quality Management. 2007;18(5):483-508

[3] Bontis N Booker LD, Serenko A. The mediating effect of organizational reputation on 
customer loyalty and service recommendation in the banking industry. Management 
Decision. 2007;45(9):1426-1445

[4] Sondoh S Jr, Omar MW, Wahid NA, Ismail I, Harun A. The effect of brand image on 
overall satisfaction and loyalty intention in the context of color cosmetic. Asian Academy 
of Management Journal. 2007;121:83-107

[5] Yang Z, Peterson RT. Customer perceived value, satisfaction, and loyalty the role of 
switching costs. Psychology and Marketing. 2004;21(10):799-822

[6] Verhoef PC. Understanding the effect of customer relationship management efforts on 
customer retention and customer share development. Journal of Marketing. 2003;67:30-45

[7] Voss GB, Parasuraman A, Grewal D. The roles of price, performance, and expectations in 
determining satisfaction in service exchanges. Journal of Marketing. 1998;62:46-61

[8] Cruz P, Salo J, Muñoz-Gallego P, Laukkanen T. Heavy users of e-banking and cus-
tomer experience management: evidences on intrinsic motivation. International Journal 
Electronic Business. 2010;8(2):187-209

[9] Lam SY, Shankar V, Murthy MKEB. Customer value, satisfaction, loyalty, and switch-
ing costs: an illustration from a business – to – business service context. Journal of the 
Academy of Marketing Science. 2004;32(3):293-311

Antecedents of Satisfaction with Financial Services: Role of Perceived Benefits
http://dx.doi.org/10.5772/intechopen.74653

109



[10] Andreassen TW. Antecedents to satisfaction with service recovery. The European 
Journal of Marketing. 2000;34(1/2):156-175

[11] Oliver RL. A cognitive model of the antecedents and consequences of satisfaction deci-
sions. Journal of Marketing Research. 1980;17:460-469

[12] Oliver RL. Cognitive, affective, and attribute bases of the satisfaction response. Journal 
of Consumer Research. 1993;20:418-430

[13] Van Riel AC, Liljander V, Jurriens P. Exploring consumer evaluations of e-services: A 
portal site. International Journal of Service Industry Management. 2001;12(4):359-377

[14] Lee JS, Lee CK, Choi Y. Examining the role of emotional and functional values in Festival 
evaluation. Journal of Travel Research. 2011;506:685-696

[15] Botti S, McGill AL. The locus of choice: personal causality and satisfaction with hedonic 
and utilitarian decisions. Journal of Consumer Research. 2011;37:1065-1078

[16] Kim S, Suh YG, Shung JE. The role of multiple reference effects in restaurant evalua-

tions: A cross-cultural comparison. In: 16th Annual Graduate Education and Graduate 
Student Research Conference in Hospitality and Tourism. Houston, Texas, USA. 2011. 
scholarworks.umass.edu

[17] Darke PR, Chattopadhyay A, Ashworth L. The importance and functional significance 
of affective cues in consumer choice. Journal of Consumer Research. 2006;33(3):322-328

[18] Shott S. Emotion and social life: A symbolic interactionist analysis. American Journal of 
Sociology. 1979;84(6):1317-1334

[19] Zajonc RB, Markus H. Affective and cognitive factors in preferences. Journal of Consumer 
Research. 1982:123-131

[20] Zajonc RB. On the primacy of affect. American Psychologist. 1984;39:117-123

[21] Lazarus RS. On the primacy of cognition. American Psychologist. 1984;39:124-129

[22] Babin BJ, Darden WR, Griffin M. Work and/or fun: measuring hedonic and utilitarian 
shopping value. Journal of Consumer Research. 1994;20:644-656

[23] Fennell G. Consumers’ perceptions of the product – use situation: A conceptual frame-

work for identifying consumer wants and formulating positioning options. Journal of 
Marketing. 1978;42(2):38-47

[24] Okada EM. Justification effects on consumer choice of hedonic and utilitarian goods. 
Journal of Marketing Research. 2005;42:43-53

[25] Berry LL, Wall EA, Carbone LP. Service clues and customer assessment of the service 
experience. Academy of Management Perspectives. 2006;20:43-57

[26] Bauer HH, Hammerschmidt M, Flak T. Measuring the quality of e-banking portals. 
International Journal of Bank Marketing. 2004;23(2):153-175

[27] Ng S, Russell-Bennett R, Dagger T. A typology of mass services: the role of service deliv-

ery and consumption. Journal of Service Marketing. 2007;21(7):471-480

Marketing110



[28] Hirschman EC, Holbrook MB. Hedonic consumption: emerging concepts, methods and 
propositions. American Marketing Association. 1982;46(3):92-101

[29] Holbrook MB, Hirschman EC. The experiential aspects of consumption: consumer fanta-
sies, feelings, and fun. Journal of Consumer Research. 1982;9:132-140

[30] Frow P, Payne A. Special issue papers towards the “perfect” customer experience. Brand 
Management. 2006;15(2):89-101

[31] Solomon MR. The role of products as social stimuli: A symbolic interactionism perspec-
tive. Journal of Consumer Research. 1983;10:319-329

[32] Sirgy MJ, Su C. Destination image, self-congruity, and travel behavior: Toward an inte-
grative model. Journal of Travel Research. 2000;38:340-352

[33] Sirgy MJ. Self-concept in consumer behavior: A critical review. Journal of Consumer 
Research. 1982;9(3):287-300

[34] Wang ES-T. Impact of multiple perceived value on consumers` brand preference 
and purchase intention: A case of snack foods. Journal of Food Products Marketing. 
2010;16(4):386-397

[35] Reichheld FF, Markey RG Jr, Hopton C. The loyalty effect – The relationship between 
loyalty and profits. European Business Journal. 2000, Vol. 12 No 3, pp. 134-139

[36] Ganesh J, Arnold MJ, Reynolds KE. Understanding the customer base of service pro-
viders: An examination of the differences between Switchers and Stayers. Journal of 
Marketing. 2000;64:65-87

[37] Russell-Bennett R, Rundle-Thiedle S. Customer satisfaction should not be the only goal. 
Journal of Services Marketing. 2004;18:514-523

[38] Cooil B, Keiningham TL, Asoy L, Hsu M. A longitudinal analysis of customer satisfac-
tion and share of wallet: Investigating the moderating effect of customer characteristics. 
Journal of Marketing. 2007;71:67-83

[39] Mano H, Oliver RL. Assessing the dimensionality and structure of the consump-
tion experience: Evaluation, feeling, and satisfaction. Journal of Consumer Research. 
1993;20:451-466

[40] Veryzer RW Jr. The place of products design and aesthetics in consumer research. In: 
Kardes FR, Sujan M, editors. Advances in Consumer Research, 22. Provo UT: Association 
for Consumer Research; 1995. pp. 641-645

[41] Rogers HP, Peyton RM, Berl RL. Measurement and evaluation of satisfaction processes 
in a dyadic setting. Journal of Consumer Satisfaction, Dissatisfaction and Complaining 
Behavior. 1992;5:12-23

[42] Chen Y-S. The drivers of green brand equity: Green brand image, green satisfaction, and 
green trust. Journal of Business Ethics. 2010;93:307-319

Antecedents of Satisfaction with Financial Services: Role of Perceived Benefits
http://dx.doi.org/10.5772/intechopen.74653

111



[43] Childs T, Agouridas V, Barnes C, Henson B. Controlled appeal product design: A life 
cycle role for affective (Kansei) engineering. Proceedings of LCE. 2006:537-542

[44] Barnes C, Lillford SP. Decision support for the design of affective products. Journal of 
Engineering Design. 2009;20(5):477-492

[45] Babin BJ, Attaway JS. Atmospheric affect as a tool for creating value and gaining share of 
customer. Journal of Business Research. 2000;49(2):91-99

[46] Mehrabian A, Russell JA. An Approach to Environmental Psychology. Cambridge, 
Mass., MIT Press; 1974

[47] Darden WR, Reynolds FD. Shopping orientations and product usage rates. The Journal 
of Marketing Research. 1971;8:505-508

[48] Markus H, Wurf E. The dynamic self-concept: a social psychological perspective. Annual 
Review Psychology. 1987;38:299-337

[49] Park CW. Looking through the crystal ball: Affective forecasting and misforecasting in 
consumer behavior preacher. Journal of Consumer Research. 2006;33(1):1618

[50] Markus H, Ruvolo A. Possible selves: Personalized representations of goals. In: Pervin 
LA, editor. Goal Concepts in Personality and Social Psychology. Hillsdale, NJ, US: 
Lawrence Erlbaum Associates, Inc.; 1989. pp. 211-241

[51] Deng S, Dart J. Measuring market orientation: A multi-factor, multi-item approach. 
Journal of Marketing Management. 1994;10:725-742

[52] Yoo C, Park J, MacInnis DJ. Effects of store characteristics and in-store emotional experi-
ences on store attitude. Journal of Business Research. 1998;42:253-263

[53] Madden TJ, Allen CA, Twible JL. Attitude toward the ad: an assessment of diverse mea-
surement indices under different processing “sets”. Journal of Marketing Research. 
1988;25:242-252

[54] Sirgy MJ, Grewal D, Mangleburg TF, Park J, Chon KS, Claiborne CB, Johar JS, Berkman 
H. Assessing the predictive validity of two methods of measuring self-image congru-
ence. Academy of Marketing Science Journal 1997, Vol. 25 No 3, pp. 229-241

[55] Tsai S. Place attachment and tourism marketing: Investigating international tourists in 
Singapore. International Journal of Tourism Research. 2012;14:139-152

[56] Babin L, Darden WR. Consumer self-regulation in a retail environment. Journal of 
Retailing. 1995;71(1):47-70

[57] Kim J, Forsythe S, Gu Q, Moon SJ. Cross-cultural consumer values, needs and purchase 
behavior. The Journal of Consumer Marketing. 2002;19(6):481-502

[58] Sharma NS, Patterson P. The impact of communication effectiveness and service qual-
ity on relationship commitment in consumer, professional services. Journal of Services 
Marketing. 1999;13(2):151-170

Marketing112



[59] Brockman B. The influence of affective state on satisfaction ratings. Journal of Consumer 
Satisfaction, Dissatisfaction and Complaining Behavior. 1998;11:40-50

[60] Smith JB, Barclay DW. The effects of organizational differences and trust on the effec-
tiveness of selling partner relationships. Journal of Marketing. 1997;61:3-21

[61] De Wulf K, Odekerken-Schröder G. Assessing the impact of a retailer’s relationship 
efforts on consumer’ attitudes and behaviour. Journal of Retailing and Consumer 
Services. 2003;10(2):95-108

[62] Zaichkowsky JL. Measuring the involvement construct. Journal of Consumer Research. 
1985;12:341-352

[63] Lichtenstein DR, Netemeyer RG, Burton S. Distinguishing coupon proneness from 
value consciousness: an acquisition–Transaction utility theory perspective. Journal of 
Marketing. 1990;54:54-67

[64] Hair JFJR, Anderson RE, Tatham RL, Black WC. Multivariate Data Analysis, 799 p. 5th 
Ed. 1998. Prentice Hall

[65] Larwood L, Falbe C, Kriger M, Miesing P. Structure and meaning of organizational 
vision. Academy of Management Journal. 1995;383:740-769

[66] Jöreskog KG, Sörbom D. New feature in LISREL 8. Chicago: Scientific Software; 1993

[67] Jöreskog KG. Simultaneous factor analysis in several populations. Psychometrika. 
1971;36(4):409-426

[68] Fornell C, Larcker F. Structural equation models with unobservable variables and mea-
surement error: algebra and statistics. Journal of Marketing Research. 1981;18:382-388

[69] Bagozzi R, Yi Y. On the evaluation of structural equation models. Journal of Marketing 
Science. 1988;6(1):74-94

[70] Anderson FC, Gerbing DW. Structural equation modeling in practice: A review and rec-
ommended two-step approach. Psychological Bulletin. 1988;103(3):411-423

[71] Bagozzi RP. Attitudes, intentions, and behavior: A test of some key hypotheses. Journal 
of Personality and Social Psychology. 1981;41(4):607-627

[72] Preacher KJ, Hayes AF. SPSS and SAS procedures for estimating indirect effects in sim-

ple mediation models. Behavior Research Methods. 2004;36(4):717-731

[73] Baron RM, Kenny DA. The moderator – mediator variable distinction in social psy-
chological research: Conceptual, strategic, and statistical considerations. Journal of 
Personality and Social Psychology. 1986;51(6):1173-1182

[74] Sobel ME. Asymptotic intervals for indirect effects in structural equations models. 
In: Leinhart S, editor. Sociological Methodology. San Francisco: Jossey-Bass; 1982. 
pp. 290-312

Antecedents of Satisfaction with Financial Services: Role of Perceived Benefits
http://dx.doi.org/10.5772/intechopen.74653

113



[75] Aroian LA. The probability function of the product of two normally distributed vari-
ables. Annals of Mathematical Statistics. 1944/1947;18:265-271

[76] Goodman LA. On the exact variance of products. Journal of the American Statistical 
Association. 1960;55:708-713

[77] Anabila P, Narteh B, Koduah EYT. Relationship marketing practices and customer loy-
alty: Evidence from the banking industry in Ghana. European Journal of Business and 
Management. 2012;4(13):51-62

Marketing114


