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ABSTRACT

The rapid advancement of digital technology has fundamentally transformed
consumer purchasing patterns, siving rise to livestream commerce — a format that
enables real-time product discovery and direct interaction between buyers and
sellers. This study investigates the factors influencing impulse buying behavior
among consumers in the context of livestream shopping, erounded in the Stimulus—
Organism-Response (S-O-R) theoretical framework. The stimulus variables consist of
system-specific characteristics, namely communication speed, credibility, and
entertainment value, which are proposed to influence consumers' perceived
utilitarian value, hedonic value, and trust — ultimately driving impulse purchase
behavior. A quantitative research methodology was employed, with data collected
from a sample of 348 respondents via an online questionnaire. Data analysis was
conducted using Jamovi software through multiple regression analysis. The findings
reveal that trust (B = 0.413, p < .001) and hedonic value (B = 0.329, p < .001) exert
significant positive influences on impulse buying behavior, whereas utilitarian value
did not demonstrate a statistically significant direct effect. Furthermore, credibility
and entertainment were found to play meaningful roles in reinforcing consumers'
value perceptions and trust. These findings contribute to a deeper understanding of
the decision-making mechanisms underlying impulse purchases within the
livestream commerce context and offer practical implications for platform
development and product presentation strategies.

(Total 77 Pages)
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Response (R) ##AnIsunauauad e wqaﬂiiaﬁfLﬁﬂﬁuﬂwam5QﬂWiﬂizuaama
melu Wy eudalade masindulade wienginssunisuslan

N e —
\ N /
External [ [ Behavioral
Environment '\ Emonidnd ) Intentions
D / N — .
Stimulus (S) Organism (O) Response (R)

ANN 2-2 NTBULLIAA SOR

Fadu nsauiaAn S-0-R SsmapaButslddidus nnlarianiuiinauicesdusznay
aumalulad MsUSFuNUS uazlademedinyg aunsansedunssuIunssuiuazesunl
vowjuilnaldesideddny A udrdhilddsmasonsdaduladolasnse wilunuavly
nsaseesualduIn weusgaumulingda anrudaualunisdndula wasnseduusegdla
meluvesfuslon auilugnisiaduladedudnldegnssnis nsinseuuwidn S-O-R an
T dunsounguivanluniiset Swaelianusadalasiasedudsldegnadna Tnsuen
unumvastadeniguen (Stimulus) annznngluvesyuilag (Organism) LagngANIIUHATNG
(Response) pananiueg1duasu

2.3 vqufiieafu Stimulus Ea¥) Tuu3um Live Streaming
2.3.1 ANYULIANEY932UU (System Characteristics)

Nua System Characteristics %308 N¥EURITEUU Live Streaming ﬁﬁug’ma’m
LuIAR IT Affordance Theory 984 Gibson (1978) § a5 U183 1A aausAveunalulad
Walenalvldauaiuisanseyiuisegisla waggniiundsegndldluuIun Social
Commerce 1ne Treem way Leonardi (2013) foudi Dong waz Wang (2018) asWaiuise
EJ@G]@J'U?UVI Live Streaming Commerce maiﬁqmaaé’mu—mﬂﬂaﬁ (Socio-Technical
Perspective) Lﬁaa%madwamﬁﬂwmzﬁuamwamwas‘uﬁwmwé’ﬁmﬁamﬁ%’uiﬁ,mzwqﬁﬂﬁm
voeRUsInAee1als InednvarvesssuvansawUteandy 2 du laud

pautnalulad (Technological Dimension) Usznoum 18 Media Richness
w3opunaInvanevesde deazvieudannuauisavesunaniedulunisinauedoya
siunm 1des 37le wardemnuognsasuiu Baelifuilansuidoyalddnuasdniauddu
Visibility wen1suesdiuduilidaey Fumneianuanunsoluniseaniseazendud
2819a133 ¢ WU 115U N13afan1sldaru niensiTeuneududuuuan wag



Personalization Wiomisuuzihiamzyana Tawsnefaeuanansovessyutlunsusuion
Tusludu visedudlvaenndesiunuaulavestiuausazsne

A1udeAL (Social Dimension) Usgnauale Real-time Interaction %38n15LAM8Y
wuuealnl Jadalenmaliuuauisaay - neu wansnmAndiu wEesummeungue
16t Sodial Presence ionmidnianisiloguasiduluaninuindensoulatl vivlviguu
SAnfloumdsdidiusalugsruriedanssusaudu uaz Entertainment vieanatuLiied
nngukuunsiLauavetansumes usseniavatlad uazanuaynlunisfuay

nela nseuuulIAa Stimulus—Organism—Response (S-O-R) 989 Mehrabian
uay Russell (1974) dnuazvesszuumarivividu Stimulus (§) AinsgduliiAnang
aeluresuslaa (Organism) 191 Aul371918 (Trust) N155UFAMAT (Perceived Value)
Aun 49 ala 138 Flow Experience Nouagiluag ngAnssunouaues (Response)
iy ausidlatendenstoutudundu yuifewudn Social Presence uay Entertainment
daraiBeuinse Trust wae Flow Experience vaizdl Media Richness Sikaiausio Attraction
karni1suseula maﬁff@%a LF9A21UA A (Cognitive Assimilation) @ 37U Personalization
fnadniausio Trust Tnswane fadu suy Live Streaming ufugtnuudeiinauidlean
N15UHFUNUS wazaIAUsenaUNIFIRULY1A 8 UE19ATUINTT danabraiunsansesu
ﬂgqmﬁuiuazmimimmﬁu%lﬂﬂlﬁwgauﬁ’u wagiidnenmlunsudndunginssunisdeuuu
5uwé’uléfmﬂﬂiﬁzw§ﬂauLﬁ%szjl,muﬁy’ﬂLﬁuaéwaﬁﬂaﬁﬁ@

2.3.2 dnuynlvuaIan3uwes (Streamer Characteristics/Anchor Characteristics)

Anchor Characteristics v3anmudnuazvesansunues 1uiladud dyfidmalaonss
AaA1ud 159904 Live Streaming Commerce Taganunsawuseandu 2 ngundn lawn
AMANYUEEIUUAAA (Personal Charisma) LYW AIUUIAIAA YUAGAAIN 9 1N19
138 0a13 ward 01889 4 99readisnugdnlnddauaznszduensualifevinvesay
nazaudnwazduaaduiionndu (Professionalism/Expertise) Feazsiounitunnuily
dufn Auasatun1seiulesuazdenag 19dAlIN AUATILY kagAUSUARYEY
Tumsliteya ssduszneumaiidssarenulinga (Trust) wagmsfud amnuudede
(Credibility) vosg{va lnsamundefiouszneudie 3 ssduszneu laun amnuindede
(Trust) A3TE3975y (Expertise) LazANAINALY (Attractiveness) Jeansuaesivianing
urnage wazanuduiieandn Asgarunsaaseaundandu (Hedonic Motives)
LLavmmL%aﬁuslﬁl,m'm”wiﬁ nulansouluiAn Stimulus—Organism—Response (S-O-R)
dnwazvesamiumesinihmihiidudai (Stimulus) mmamu‘lwmmmaumdu (Organism)
wWu msfuanailindanazanvaunlunisiusy dsiannudag memmmmmﬂ
LLavmquwqmﬂﬁmauauaq (Response) ldun A slad avioni3d onvudundu
(Impulse Buying) fatiu AMENYMEYDIANTUINBT Il anSnalaunsaron1sTus o15ual
warmsinauladevesjuilnaluuiunes Live Streaming Commerce agnsitifuddty



24  Mguiieafu Organism (an1nznely) vasduslaa
2.4.1 NaufyaAIN15usLaa (Consumer Value Theory)
nouuar1EuTlnA (Consumer Value Theory) 484 Holbrook (1994) @

Fugd “An
ca v a

Afiguslaasuy” lildiAnandaudifissegais usiAnanussaunsaifiguslnalasu
papanszuIuNsdend o nsldeu wasnisufduus dugunendeunanwesy
nanafe fuilaavssidunuenddudumanasasrduorsuaimugiululumsdadulade
Holbrook Ssutanmeteentduassif leun aauedumaa (Utilitarian Value) @ity
Uselomfl¥aos annududn mefiomnzay auazann wazdeyafivielvdadulald ety
LavA AR 1u815ual (Hedonic Value) 4 9t 8adasduaI1mayn Aunadnindu
Arwiugiy arafenelanisdnla wasussendlassmmesnisie Sumneaud fuilaa
Lilddnaulad euitsansizdudn “Auagdud” Wiy wisadamagnisdorily “$and
1MaY iseaun”
L.Lmﬁ@é’aﬂa'nmmaaa%mawqaﬂiiuﬁﬁimaﬂﬁ?}ﬁﬁlﬁ’f@&i’mﬂ?’mﬁ]u JCHIGIRE
luuSunvas Live Streaming Commerce 7 g guilaila Suiissdosyadud uddila sy
Uiyaumsm‘mwammummmﬂmmLLaymwmwamwaulUwsamu wu TUsluduansne
yoeuny uaznsiisutiisvduduuuiSoalny §saziiounuarsuselovildasy
YRUZLFEIRU MLAYNIINNTTNERTILES ANNAUEUIINAaTIae) wagnsldnaunuy
Sualnsifufuouasirnaudu deffouquadnuanundaindy quaisaosdniieime
Husnansddaiinsnsuliinienanuslade (Purchase Intention) Wazn157aRUUSUNEL
(Impulse Buying) nalaAina1ld@ennd 89n UnNIauLUIAA S-O-R (Stimulus-Organism—
Response) 4 185 U18914 9131910 aansy 19U mufgavesansumes Tsludu
n3gussenavedlan (Stimulus) denanon135us AMALaZe1TUI Y0 Y (Organism)
wazilugwgAnssunismeuauss (Response) 1y nsdnduladeviufl fadu noufuac
fuilnadedasesunelfensdniauin nsdnauladoluanmiwandoulaianiaiAnainnis
NEUALI0S “ANuANA NS ImAEA” uaz “Aanufawelanisensual’ §evinausaudy
Tumswandungnssunisteldessiuseansamunnniinistedudeoulauuusaiy
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Extrinsic Intrinsic
Economic Value Hedonic Value
Active Efficiency Play
[I/O Ratio] [Fun & Leisure]
Self-oriented
Reactive Excellence Aesthetics
[Quality] [Beauty]
Social Value Altruistic Value
Active Status Ethics
[Impression] [Justice/Morality]
Other-oriented
Reactive Esteem Spirituality
[Possessions ) [Sacredness]

AW 2-3 HolbrooK's typology of consumer value (adapted from Holbrook 2005, 2006)

Favu euided Teia1sunissuTaua e uilaneeniduasddndn
srulselevildassnasduanumdnndy fuihmihidussiusenevddgresannizaielu
(Organism) mel@nsouuuifa S-O-R uwazddninanewginssunsinauladeluusunves
Live Streaming Commerce ﬁﬂﬁ

AnuArdumsTFau(Utilitarian Value) waneiia mssufyaanditinainyselevdide
wiinfivesduduazanudualunsidon fuilanszyszifiududlagldivguaidundn
(Rational Evaluation) 191 #UAAINITOABUANBIAIINABINTSLARSIVTON SIAENLYRALHS
v3oll darmazmnlunisdedevdeldoudede wasdoyadldsuiisamedanisiadule
vi3elai nsfuduadiluliftiaieadesiuminduaina aunmaud anudgaIn upzAI
Tauvastoya wu fuilareadnd “Guirilsnd Sannm waeduareniste” Tuuiun
194 Live Streaming Commerce amardlszlonildass iAntudlofuuausofiudud
98 9TARUHIUNMTASAkUVER WS s uisuRuaudaduAwuUSEalnd wagdeuaudeya
Mnansuiesléviui Aunaivisanauliuiueu Wuanuiila uaeiliuilanddnis
nsnAulavesmuivoyasesiuatadieame Tunuided Utilitarian Value Fevmi iy
anmezangly (Organism) flazviounsussiiudaunaua Fallunumddsennusilaonas
nAnssumstelududnly

AAAIR1UANEY(Hedonic Value) Faufutszaunisalduensuaivazauydnd
Fuslaaldsuannssuiunmste auariiiedosiumiuayn ey arafenelang
30la uarusssinalasTuvenistedudn fuslaeldlddadulavuiiuguvonneauaiios
ahafien widundousisensual (Emotional Processing) wavUszaunsalfi lésusening
n15U3lnA Hedonic Value Ssagviaunnnuidnit “n1sdendedvinli$dna” snniing
Uspidudn “Audrdudindola” wu §uilanoagdnda “nsdedudiasd vl
Fuidnaynuaziuidu’ ulezlyldfasanswaridondunanasgrsasudiudniy
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Tuu3unYes Live Streaming Commerce AMILNAANALDIAAAINNITFUBLENIULLDITNL]
ANNUIAIYA MsinauLuULSEalni ussIMAvetlanfAndn wian1sduAaLuUTIIALIaT
F909AUTENBUMANLTIENTEAUDITUALTIVINLALETNUTEAUNTUNRANGIIINNITTOFUAT

xY % a v a a o Yy A & \ P
paulaunily megldnsauuwuiAn S-O-R AauAIRuANLNaAmEUYImi I udunisves
Organism (0) @ 9dzvauan1tzo1sual n1elud LAnd unaa1nla U 94519158V
wazanIues Weuilaainanuayn Aueu visesanildiusinegadudu anusdanmani
giunsansed ulunisdndula wazarursedrlugnginssunisde lasaniznisae
wuudunaulaeeneltedfy

2.4.2 nefjaulingle (Trust Theory)

e A1111721919 (Trust Theory) 85 uredie “Arulinnela” AenAinud edu

aa a ! = 1Al U a 1 2 (Y 6 a I 4 1 =

vasumAandnedniienidwindndigszusengied sdednd Welels wazlilonusey
Fadeunugudidgresrnuduiusseninw@enasiuie lngangluaninwindeseulall
A v a | o = A v v = o o o
i uilaaldaunsanuiunsesussiudvelalagnss aulinedadadunuinddyy
lun1sananuliduiueunazanuideslunisdndulade MlviduslaaiandulauazUasnde
N1NY ulumw"wqiﬂisu 31U uUD9 Mayer, Davis kaz Schoorman (1995) i%‘Uﬁ’i’]
Aaulinndaiinein 3 ssduseneunan laun aauaiunsa (Ability) @eazviouninus
LAEAY AN UBINVIY ANNTRARE (Integrity) MvinednIsnseyieggndoILazinw
ATuFy) WarA11UII9aUIA (Benevolence) G alaneiieni1unslagigindegnelag
lienwdSeu Weduilaasudiduedinnauifmariasuiiu ssauanulindafaziiivgdu
uagdwmalinisdnduladensenisnduindediintuladiediu Tuusunves Live Streaming
Commerce # Yuldarunsadudaduailaase wagliainisonus vrguuuing yvin

12 = I o v a1 (Y] v a & o & a '3
anutindadadunalndrdgigisanaiudualunisdndulade Amnudeduluaniumes
wnannesu uwasdayadudi inainnisiiaueidmau aruduiieondw yadna wivinli
Avu3anigenels nasnauusTEINIARAEANTULTINTEIIaNTTla uana1ntl n1slanauluy
Sealymisg1easdla Wy nseeumnuegensslunsmn nseduliusiuazidendun1agng
AU sensteNsutedinvesdud arudutadeivieaiuasnsanulingdaliiuiy

Taon1eldnsoukulaA A Stimulus—Organism-Response (S-O-R) A11117214919
(%) [ I . = ) Y al A a & [ Yo o I
dnaglungy Organism (O) Fuluannizaigluvesi uslaaniind undwinlasud o
PINTNYULVDITEUULAZAATULNDT NA1IAD ATUULT 0D 0U9dRTUNBT AUTULAY
warnisiamnauwuuasala vy Stimulus (S) 7 nsgd uliiinaud eduaielu
deguilaaiaaulinngda seduanuliwiueunaznisfuianudesazanas denalviin
Response (R) Aangfinssunisde lidazilunrusdladensanisdouuudunaus sty

anulindladaduesdusznevdidgfidenlssdusainlaianiuiunginssunmsdndulade

o w 1

YoIRUIINA waviiunuimedaiilfed1Anyseninudnsaves Live Streaming Commerce
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2.5 mqwﬁlﬁmﬁ'u Response (WORANIIUADUEUD)
25.1 wqwami%al,wuﬁ'uwé’u (Impulse Buying Theory)
mwﬁmﬁ;’aimé’uwé’u (Impulse Buying Theory) Walulay Hawkins Stern (1962)

wazlasunissasonlng Dennis Rook (1987) Lﬁaa%mawqamimmi%aﬁLﬁm%uasmi’mﬁa
lailFnaunuamii uasdnifatunieldusinsedunisorsual nquidd Wifuiinisdolee
FundulilsAnaniadeiiosiudes uidunadnsiiinantadenarsusenisdainay
faufuneluraaandu q lnetladuddnyuszneudas Uadunseau (Stimulus Factors) L4y
NS9ALEASAUAT Aslawu S1AITILAY LazuITenIAs1u Uadeniednla (Psychological
Factors) W1 81518l yAdNAIW wazkse9la Jaduatuaniunisal (Situational Factors)
WU 1381 @07ud wazaunseuveuslan saudedadus1udud (Product Factors)
U Anatnanla 5107 wazAMAIN AaenIuNTEUILNIRRAUlaTART Lo 9 TInLEY Tl
N15NATUMLEBNBY1aZIDYA

nufiidsiaesuisdn msdelaedunduAnainnasaunaiuvesdain ensual
wazuiunaniun1sal tngangluudunes Live Streaming Commerce @38 t519anla
ansnnsgduensuaivesusleiuiinunn siausuvuissalng vsseIATITInT
uazUfduitusedsdaiies lneflinidesurumnniaduayuuinfadanatn 1wy Van Tinh
Hoang ttag Huu Phuc Dang (2024) %41 Social Presence autiuiia wag Personalization
auisaNanau Impulse Buying WU Trust waz Flow Experience YUTN IUVD Sufya
Nabila (2024) #UIIANUNAINNAILVBIFUAT AINUAINALD UaTIA dqwasiawqﬁmm%a
W 1% Hedonic Value wag Utilitarian Value 471984 Singha Chaveesuk (2024) 5g1 31
“Impulsiveness” L0 w‘i’aLéﬁ"a:uﬁ’wﬂ”aujszm'wﬂmé'ﬂwmmaalaﬁam?m”ummﬁgﬂa%a
WoN9Nd Zhou Hui LaZARLE (2023) 52103 Chao-Hsing Lee 1@z Chien-Wen Chen (2021)
FareumanmauLazn1sdnayed uduuUsI iaan d1u150n3eA U “ Urge to Buy
Impulsively” 1o o g/ 1910 ut'n Yyt Dat Ngoc Nguyen w@ae Duy Van Nguyen (2025)
fududn FOMO amnausssuuaznsufduiuslulail dswarenistedunduvosoqu
@7U Hanry Caesar Chandra kagany (2023) Wu314599 91304 3R N ALNA UAIN
Sungiougesaunsanszdumsteniui ludunuidevestssmalnelay Joind 2slnta
(2566) Firnruilinda Ufduius wosarmnidagelavesaniuweiiinalaonseianisde
Alaflgnaunuaam

Feannsoagulan nufinistelaedundusiuiein dadeduensual anusaan
anuwdandy awlingde wasufduiuslulaiansy Srudunsanseduddgisiili
fuslnaneuauessodaine1einigd waesnaulagerilagliiunsinsnsosesiaziden
Wqﬁﬂiimé'faﬂeinlzﬂéfl,ﬁm%ummﬁﬁaimﬂﬁwﬁa widuwavesdudinisuenuazaniie
mEJ’LmJ'eNQU%IMﬁﬂ/TNWi"J;JﬁﬂWNL’Jmﬁgu 9 TawtanigluuSunwues Live Streaming
Commerce dsfimsdoansuuuiFoalnl vsssimafidaynauiu uasujduiusoddeides
A udunard TemliiAanisnszduonsuaiuasissnszviunsdedulaldeg adaian
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oy Lﬁaﬁ']m"mL%’ﬂiawqaﬂiiumi?&yaqué’uwé’uaﬂmﬂuﬁzw Tnoi3un15Ra1501a7n
tadunszdu (Stimulus Factors) daugaisusurenszuiumsdnan

A mneds Ausnieueniiduilnasuiluaninuindountsde dsannsonsedu
p1suafuaztsensruIuntsindulaliiAnd ueg193amss muuuIAnues Stem (1962)
uag Rook (1987) Tnevialy daf1e19eglusuvesnsdanansdud nislawan si1fie
WAEUITUINIANITVIY WA LUUTUNUBY Live Streaming Commerce 4147 3 891UIUNIN
Flh i d adiidday Tdun msldmovuuuisalnduazaiusindrlunisd eans
(Communication Immediacy) #in1sldneunuuiiealndseniteanIuueiiugyuyiean
Yesinsvesioya 1inmulndda wazadaussnszdulunsdnduloiud Jsaenadostuay
U4 Lee g Chen (2021), Van Tinh Hoang Wag Huu Phuc Dang (2024) waz Xia hazAaLY
(2024) mmmﬂmmauLL‘UULiaaimuamwamawqmﬂiimmwaLLwauwau A Ldeiie
(Credibility) Anadervngy mwaidla wazyedniuifege vmihiidudadidfyi i
aulindlanazussgalalunisde dsldsunisatvayuainiuissan Jomd 25lnta
(2566), Li wagmuy (2024) wag Hewei Tian (2024) A3nuduiie (Entertainment) Us58101A
930717 Anwayn ARmmAnNEY waznisiaueiitiaule amnsanseduensual
waras1e “urge to buy” lnogeinlau s‘ffﬂﬁ%’umiaﬂ’uauummwu‘ifﬁ'amﬂ Zhou uagAne
(2023), Lee wag Chen (2021), Hanry Caesar Chandra wagagig (2023) ﬁﬂﬁfu nelanseu
wWUIAA Stimulus-Organism-Response (S-O-R) Hadudmuanusinsalunisdeans A
Yndodie wazanutuiia vimtidu Stimulus (S 7inszduaniizaisluveaguilag
deguuldsunisldneuetesindy suifemnuindete uaridnmanmauainusseinie
vaslaflvinlfiAnersuaiiauan arulinda wegnisiudamaitgstu anniznelumaiis
Wlugngnssumauauad (Response) iugﬂLLUUGUaami%QLLUU&UWé’ﬂuﬁﬁUé’@lﬂ

viunndeutnzdndulats vaneds viunndodeuluedeuiifindulutienan
vosmsdadulado Wy et an1udl werszduanuwdeveafuslan dvarunsodanasio
ALTITUNTOAUABaLUNTARAULY A ULWIAAYEY Stern (1962) USUNUINR DUV
waauladaffunumdrdgyonisnsedunisdeuuudundu esnnidussdusenaud
WasuuUadlgmuusun s vauzdy luudunaes Live Streaming Commerce Jadadnu
antunsalitlanwiu oA AmIsas7u (FOMO: Fear of Missing Out) uazUfdustus vy
AUBL AIIRuIINAadAana Auddiuiudiin vietenunsedu Wu “vunudamue
a8” annsnadusanafuInaarnssdulifeudnaulaiity Jwaenadestunures
Dat Neoc Neuyen way Duy Van Neuyen (2025) finuin FOMO ﬁﬁm%waﬁiawqamimmi%a
wuvdunduresruslnaieu vasiediu Ujduiussenindvuimieiues wu msiiuney
suiddosuun msuanwenvsuuUEealn wiensiannduaudy anmnsnadng
UsTBINIANISEaAN (Social Presence) wazussnaduidsdanuinsedunisdnaulade 4s
A0AARINUNANITAN©®IYY Van Tinh Hoang g Huu Phuc Dang (2024) 52144 Xia
uazAnz (2024) szyirusunmsdeesluladaniuinadonulunsdonuudundu aeld
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nsou S-0-R Yadeduanunisaimanivimiinfidu stimulus (5) Masuusnadumaa
wardsau nazduannznieluresiuiing uazhlugngfnssunisdeuuudunduludiy
dnld

anmeznnelu s nszviumsngluvesuilaafiAsidesiuensual yadnam
wazisegela Bsdlumumdrdnydenisdndulate Tnsmgluanunisaifidosiadulastis
590157 AuLIAAYEY Rook (1987) ngfnssunstenuvdunduinfininersuaifidudy
wWnnIn1stasaseafunnra luuunves Live Streaming Commerce 4338193019
fid1fay 1@un Hedonic Value wag Flow Experience tag Hedonic Value NI OAMUAIN U
AmnudamAY azvieufennuiFnaun anuAudiy wazaufianelavnsorsuaifgualasy
nnsuzala 3eisvsnanensdnduladoruotsualifauan fail Sufya Nabila (2024)
Wag Zhou wazAy (2023) WU mwmwﬁmL‘wﬁumﬂﬂ'ﬁ%’mmmmmmzﬁuuu’ﬂﬁumi%a
uvudunduldogeiiTudrfny umeieanu Flow Experience ﬂamammmmmama
uagddrusiniunisiurtetredessudunaiuardssoudis dsemisaiuusensedu
Tuns@oluvtudl Tag Van Tinh Hoang uwag Huu Phuc Dang (2024) 52ufls Lee wae Chen
(2021) %ﬁwmawﬁ’qﬂdnﬁwmwﬁwﬁ@lumiwé’ﬂéﬁ’quﬁﬂsi:ums%auwéfuwé’uiulaﬂam%u
uoNINT $7UTDI Gu Yang wazAmy (2024) S938yT138AUAINV UT UNS ULEY
(Impulsiveness) 3835 uilan 1dudnvaznisyadnaind Suasoni1saovaues
sedailulasiansy WeersuaiiGsuin mumdnnay uazussgdanigluvhausiuiy 3q
dialeniainngfnssunisd envudundued1iveddey aneldnseuuuadn S-O-R
Jadomadnlamanidnedlungu Organism (0) Fufiuannizngluiiintundsanlffuaa
INTPUUURTaRTURIDT warrhludngAnssumeuauatluzuwuuves Impulse Buying tudwudialy

ioansanneldnsouuuiAn Stimulus-Organism-Response (5-O-R) NgAns s
nsteuutdunduansnosuisldeaduddutu tne Stimulus (S) munef dadensedu
nladaniy 1wy anusasalunisdeans munindedevesaniumes auduiis A
Sasuvesluslutu uazUjduiusnedeny Fududadineueniifuilnasudseninams
Suvy 1 e uslaaldsud addanan azneliiAn Organism (O) n3eannzanelu 34
Usenoudenisiusand (Perceived Value) nmAduustlovidldans (Utilitarian Value)
AMAIAIUAILLNEANGY (Hedonic Value) uagaanuliinngla (Trust) naenauan1ignig
o13n] LU AR AP vEeussnaRuIInAIT AL annazaelumanivh
i difunalnddylunisvsznanadadfildsu Wenssudiarensunifnduagadudy
39171Ud Response (R)1u§,°dLLUUSU@@WQ@Qﬂsimmisﬁymwuﬁ’uwa”u (Impulse Buying
Behavior) dadiunisinduladeiindusgnesin neldusinseduiadanauanasds
p13ua] fatiu nsouLLIAn S-O-R Tetheeduneldesnadaautn Ausranlafanialalddma
siomstelnemnsa ynuArorunszUILNITUSAmA Aruilinde waranmensensunives
fuslnareu Ssasilugnginssumsteuuudunduluiedian
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2.6 wauinsadanldlunisiinsei
2.6.1 MTIATLNBIAUTENDULTIE51 (Exploratory Factor Analysis: EFA)

NMTIATIERDIRUTENBULTIE529 (Exploratory Factor Analysis: EFA) Wumadiang
adanldlunisiumlassadrauna (Latent Structure) veadoya wagnsraaeuindemnuly
LuuAeUALaBNTaazTioufulsiideansialdegiumnzaunieli Snqusrasdddnues
FFA Aan1sdanquiiuusdanale (Observed Variables) 7 §aaudusius fuliey lu
a9r UsznauLi o1y (Facton) 1 o8 uduna1uns g elaseasds (Construct Validity)
vounasiioln uazanaTuddouvestofony newirluingidugdugiiudaly

NTEUAUNITTLATIEY EFA LT H99AN1TATIVABUAIIUIMNILALTDIT 0y A
TngN 2150171 Kaiser-Meyer-Olkin (KMO) 4 4a35ilA111nnI1 0.60 Ll anansindoaya
HAUNBINOEINTUNITIATIERRIAUIZNOU Lazn1snNAgey Bartlett’s Test of Sphericity
Femsiideddaneada (p < 0.05) WeBuduiifulsiiauduiustuluseduilmungan
MR eiunsaneUseneu (Extraction) Aeds Principal Component Analysis
(PCA) 30 Principal Axis Factoring (PAF) 4t 0A UM 1 U U8R US N U ivuivau Tag
#215041910A1 Eigenvalue 11nA31 1 wag Scree Plot nawyitn1svisuwn (Rotation) Wu 35
Varimax Lt a 19 A 1wt nine s Usyneu (Factor Loading 1 A214 ¢ ALaua1na u
Tnevialu @1 Factor Loading A3511nn31 0.50 3ediedrdadaiuanunsaayiioussduszney
thilFogamnya

druuauiTed EFA z;_]mj'mﬂ%l,ﬁ'am’maauimaa%’wumﬁaLLiJia"Wﬁ’zy, Toun
Communication Immediacy, Credibility, Entertainment, Perceived Utilitarian Value,
Perceived Hedonic Value, Perceived Trust g Impulse Buying Behavior ieduduinde
anuluwsazdfaunsaaziaunuifnnunseungulaeg19gnies Lazaenad iy
NTOULUIAR Stimulus-Organism-Response (S-0-R) Aoutidauls7iiun1snsiaaouly
AnmganuduiusiGanvalutussudaly nsld erA Saududuneuddlunissuses
A mYsLesosiledn uaziiuanuideiievesHansivelngsy

2.6.2 mﬁmiwﬁamaﬂwvg@m (Multiple Regression Analysis: MRA)

nFIATIRanneeNvAn (Multiple Regression Analysis: MRA) Humeadanieadad
Tdnaasudninavesfauusdaszvaedaii fnedaudsmuvidaialunandeadu lned
Snqusrasdilousziluindauysdassusaziiinadensivasundaswesinulsmuinntios
diedle udansnaeuiianuagssiunnuduiuidsamnszningnds nmeldleului
AuANFLU BRI wnAniiugiuresnisanasnauannsndeulugaunndaduls
ail

Y= Bﬂ + ,31.:(1 + ﬁng + ,B:;XQ‘F... +,3an +E

= a v
AN 2-4 FUNTDADBYLYILEAU
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Tnefl Y unudawdsniy, Xq 89 Xg wnudaulsdase, Bo foAasd, By Bn
Aerdulszansanossfiaviiousyiudvinaveunasiiuls uay € forAuAa1aLAdou
RN

Tun5UsZH AN ZAUNTDINTOULLIAR %ﬁmimwmﬂéffg%"g’mﬁwé’zy lauA A1 R2
(Coefficient of Determination) @ flA15¥7719 0 &4 1 wAzALyaUAILAINITAVBINTOU
wnAnlunseduIsAILUTUTILB T UMUIAL Bean R? fiAngs BeazsioudinseuluIfn
ansnesunenukUsUsiuvesalsiulldludaduiinintu wardanumanzalunis
oBunedoyauIndy uenantafinnsanan pvalue vesiulsdassusiozs nedesdaiion
N11 0.05 3909718 vEnany NAUBA1AYNIARRA TIUDINTIFOUAT Variance Inflation
Factor (VIF) wiaUszidiudiaym Multicollinearity sewinasaulsdasy daaevialudn VIF aas
tfonndn 10 Iefiodneglusyiuiivensuls

dmumsited nyIATIEanaeenvaagninanldnageuanNfgiu H1-H12 any
N3IBULUIAR Stimulus-Organism-Response (5-0-R) Ingaiaun10naoeand miusiinys
AULAaLFL Lawn Perceived Utilitarian Value, Perceived Hedonic Value, Perceived Trust
wag Impulse Buying Behavior LﬁaﬂizLﬁuﬁﬁﬁ’JLLUﬂUﬂdm Stimulus 1895Wac® Organism
281415 wag Organism HBNSNAR Response ANUpLLiedla NFAATIERAINA 1YL EUTU
mudiudidavnuagnareInIeULIANMTITsag L luszuy tagiiumuindedeveiwa
nsAnwludalszing

Qﬂldﬂ v

2.7 uRenneIdes

mAfelutgtuiifedestunisinseitladeiiisvinatengfinssnisteduduuy
Fundunestiusloasiulafianiudis Maddeiifendesdsd

suATIL AU [1] n1sAnw1idedes Jadeiifinadenisdndulaedudnitesulatl
vosguslaaludminuasusy lavinn1s@nwiide Factor Analysis vin1sdnngusaudsivieglu
naudsaiunietade Weandiuduls lagvinisiiasziosdusenouidedina (EFA)
wazainarUsenaudiAnymeatfusenaud1fnvesiiuls (PCA) Tagldasnisvyuinumuy
Varimax annsndangudadeluaild dou 8 Yade 1. nisfndedeas 2. mwazminaune
3. audasnde 4. mulingla 5. wdadae 6. Usgansain 7. n1sdaaiunisuie 8. s1e1
Tnouusdadefiduadensinduladodudsiunisesulal 5 Jads 1.dadudrutsraunis
nmsnaineaulatl 2. nguiniseensumalulad (TAM) laun (1) nssuiusglovdlumsldom
(2) masu§isanudrelunisldan (3) vauadfidaenisldau (@) anuddlalunisldo
3 mquianalinga (Trust) 1éud (1) msdeans (2) amvaildlawaznnsles (3) mslideryniin
(a) mslmwazmnauie (5) msuilvaaunisaidauds 4) mssuianudes (Perceived
Risk) LA wn’ (1) A 1uld sad1ual1uvaends (2) A1uLd sed1udsedns am
(3) A ganesnumsiy (@) anandssnsiudean (5) anudsamsinudala (6) mnuidess
ATULIAN
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Yudns Tumena [2] MafinuideFos msfnundvswavesmsialaanluinleduiide
sonuniladeduduuuwanlefifleduasuslaalulsemdlne cuadelitagusyad
ieAnwiadeiidimaneusedniamuesnisildlavanuuunanneduinlodud sinase
nsinaulatedudn wasiienseianuduiusvesnisilslavanluinleduserudlate

aunvesjuslaaluusewmalng vinsfinwangiiivszaunisallunisldauunannesuisle

(%
[y

dulurase 1 ikunn S1uau 310 au Tnsifusrusudeyaruuuuas uauesulat uay
Tnszvideyalaglduuuinaesaunisidalasadie (Structural Equation Modeling: SEM) lng
iluea S-O-R (Stimulus-Organism-Response Model) 1nlduszneunisinu %QLﬁuEULLUU
filfesurenginsuvesuyud uenainisulinisnaafauuidauagnguifiieadesfi
nsiSeudvesiiuslng nquinissuinmen (Perceived Value Theory) uaguulAnii safy
anudslade (Purchase Intention)
wunia mindnln (3] lvins@nuideides Jadedidaasiensindulasusunisanss
fashumsunaniosurindussalulszmdlne 1Buisodninudifgussasdiiiodng
HadefiilBviwasensiindulasusunsansuisiiuunanosy Twitch vesfvaluszmelng
lngldnguinisnserimiemena (TRA), ngufniseeusumalulad (TAM), LuiAnguiuunis
fuiludin, wuadanisdndule, wazuuadad rfuldemnisansudunseulunnsive
nquF1879 300 Au FadudFurn Twitch an1sudsduinuseulavuazdavoin ldnou
LuuasunBiilethieyauitaseineada nanisidenuin mssudtusslevinasnisivg
aadglunsidnudmadsuinderuniinenisiusuansuils wenani Virued, nsades
PINGNE1eBY, JULUMTALILEER, warilonilunisaniu dudswadeuandoausila
Suvnansudls Temausislafisidmaliauansenissuraaseuu Twitch fae $1uiveddu
Usslevidmiugusenaunmsunanwesuansud dunsimuiunanslesuliiiaimgnies
Favau Undeto warldudeddy
Joiamng 25lnTa [4] Ihnsdnuisoisos Yadeiidmwasonisdeuuuldlinaun
gt lunnannesudeud lafl (SHOPEE LIVE) : nsaifinwindnfueinuanainuay
HueAdeiifunisisedsusuna (Quantitative Research) wuud1s7a (Survey Research)
T,maﬁi’mqﬂizaaﬁl,ﬁaﬁnmﬁw%waﬁummmﬁmﬂﬂ (Trust), N15AUHFUWUS (Interactivity)
uazarnnfsgalavesaniuues (Streamer Attractiveness) fidsuasionisinduladodudn
nunANuLUuldlakuaun Impulse Buying) Wiuunanweasy Shopee Live 1ng
fimssuianumdnmndu (Perceived Enjoyment) 1lusiuusdaniu (Mediator) ﬂejuéhashqﬁ
Tlun1938edifsuau 493 au Fadufiifiony 15 Pduly endeglutsundlne wasinoto
AuAMLIAA21NLNIY Shopee Live agnetfes 1 ave anelu 3 uioudiiiuun UoUAQN
FTWRIRUUdeUnueaulatkazlinseisislusunsud1593UN19aEaR
Van Tinh Hoang, Huu Phuc Dang [5] mu"ia]”aﬁyﬁﬂwm'wqmamﬂ’ﬁmﬁa6] YDINT
demonanisvassaulaidmarenginssunistouuumuiunduudurasiuilnaegsls lns
T¥nqui] s-0-R iunseunnfin manisAnwmudn msfdnfensufduiusiugduluseming
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alaflan (Social Presence) wagmauy UL (Entertainment) ¥3eas19n1ulinndauag
anmensdausantosuidon (Flow Experience) Ifufos Tuvmedinisliunisuuy
anzyAna (Personalization) fnasionruilindlawidy udlidsadeannznisiauson
10 WodumiAneulindawas fandauzandesumagladan ashlugnmadaduladodud
wuuuiunduLaLnng U defuduszneuntsmatiuaisussenaidufauiug Tiaan
fuifis wagmpuauoImNRBINTaNE1eIgnAI WtensedulfiAnn1sdeluseninanis
fnevenanliogelluseansam

Zhou Hui, Siriporn Satchanan, Supattra Chantanasiri and Ariya Phuvakeereevivat
6] sAdedAnwnansenuresanwIndountsliuinmslunsdienananunesvasesulat
(Servicescape) fiflioausisladauuunuiunduiauesiuilan Tngldvgud s-0-R 1y
NFOULWIAA HANTIANYINUIT anmandaunisbiuinistuladaauiseeniu 2 dfvdn fe
Foyayraumedany (Social Cues) FeUsznaudiennuundofiovesue msiufdusiusiu
Ay wazaaduleardn uazdey am19men (Physical Cues) FeusznauseUsIEINTA
abevoslaiiaenisesauyumals /2 fatdswmadsuanderudtlatouuunuiunduudy
varUslnaeg1alitd1Aey 1agd "Uszaunsalnmsausa’ (Flow Experience) YRV TIETY
snanadenleasgvinaninwandennslifuinstunginssuniste fdugusznounisens
Tannudhfyfunisaisfueiundedenasiusiondn dmslineuiugauesiaiiaue
niouiadausssniaasanuisiadladlyinauls WensedulifauninUszaunisninishus
waziilugmasinduladeuuuyuiumdunduluiian

Sufya Nabila [7] qwu?%’aﬁﬁwwwqﬁﬂiimmie‘?;’aLLUWuﬁ’uwé’uudwaaﬁu‘ﬂmiu
u3unn159¥ Ul sk TikTok Live Streaming ludszinaduladide Imi%mqwg S-O-R
Hunseuuuafn Han1sANYINUTT ATIVIaINTa 18R AUAANKALINAa NG AN TN 1TTOLUY
vuLnduLaY Jaupndsnnausigiuduiiaainesdmalunisay Tnganuvannvaneues
duAdenanuenteudiulselevildass (Utilitarian Value) wagefisauniuainuiianela
(Hedonic Value) ag1sasysal luvaizfiniuninaulavesunanviesuuayaaautasuads
navInABRsIReNANTIINTTBRULYUINE LAY uazdlinanisdaurinuenfsuisansdiny
pehavsdu Fadu fusgneunismaitumsindudfivainvats senuuuuwanlasudidsge
wazldarudne wazldnagnsaiusaiviaula wu druanuazlusludunvudiaian
densgfumsteuuuyuiunduiduvesiusinalussninmstenenanldegtediusyaninm

Gu Yang , Wornchanok Chaiyasoonthorn , Singha Chaveesuk [8] ﬂﬂuiﬁﬂﬁyﬂdﬂwﬁ
Hafuiiiavinademuiilatovesiuilnalunisfeutiviunisdenenanooulaflulszine
u lngldnguf] S-O-R 1WuNTaULIAR NANIANBINUTT AMANBALYRINIEIENONAATIY
vosooulatutsoonidu 3 ssdusznaundn leuA fune (Live Streamen) Gesanfsrnuuile
913w Aoy uaznsHuFauTusTUgen dufn (Product) FsUszneusneRaA™ 510 LAy
aildauliass uazanmuindesvosunanosy (Field) Afamutuiis TWsludu uas
p1suninN§Andia s 3 esdusznouildwmaninlaaswioanudslaiovesiuslan uas
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fedananadouniunuliinga (Trust) wazauusiunausay (Impulsiveness) lagaau
Hnslaisludennudanudilasazersuaiauidn dauanuuiundunauinen
Usrauntsaivnsensuniuardnunsidevasyaea daiu fussnountseaiduiaundis 3 du
i lneidenguefiinudsuuasiiontdn vrauedudiauaindsaumngay wazadns
vsssmafiaynauunfoulusluduiivhaula iWeadsnulindawagnsedunisdouuy
yuvunduuay Sraziluguonueiiiuiy

Yang Li, Nieves Garcia-de-Frutos, Jos e Manuel Ortega-Egea [9] 15748 ﬁyﬁﬂw’l
ngAnssuMsTouuLyuiLnduLaLlusEUY Live Streaming E-commerce Tngvhmsnumauy
15sunssuegudusesuu nansdnwinuinnuisediulnglinseunged S-O-R (Stimulus-
Organism-Response) {Jundnlunisesuneindudinisusnsneg dmadeanienisdnlaves
Juslae uasilugnisdnauladeuuulalénsusulinou Tnsdwsiiddey ldun nagns
n3matn (19u TWsludu nsadisnnusdnviauaa) Audnvuzvesuwanilosy (1Wu
mslimeunuuiSeall UsseInAvestes) uasnuantRves e (Wu AuLdedie AW
Foavrg waunh) Fedadunaniaznseduanngnieluresiuilaaiduduauin oy
ns¥udaaen arailiasla) waversual (Wu enuaynauIy Anufmdy) aulugnisde
wuunuiundulay nsidediulvgliisnainudeyauuuasuamesulatuazinsziisag
aunnslassains (SEM) Tnaiiudeyaainnduiesislutsemedudundn Seazvioulisiuin
Fudumanpudniinisiaun Live Streaming Commerce annilgn

Shailendra Kumar, Ajay Poudyal, Akash Chaurasia [10] la¥1n15@nwaide 1509
Online Impulsive Buying Behaviour: A Systematic Review anﬂiimmﬁmwuwuﬁuwé’u
uaunesulall lngyaduiitadeddsviwadenginssudanan msAnuldduuntade
wanieanidu Jadensuenidu usseniavesiulsduarnisduaiunisueeaulay uaz
Uadunglu 1w wigunadgaiuaveisual UoNAINH geiinsszuds Jadadaudsunsn
ot utonaUszaInTuaryAinan newurt uausturuuanenisidslueuiand aasli
auddgyiutadenislunnndu sudsunumuesersualidsausasnagnsdaaiunisne
WuUIANTINIY

Ibtisam M. Arrafi, Fahad M. Ghabban [11] l8¥n15@nw139e15 o9 Impulse Buying
Model for Business-to-Consumer E-Commerce in Saudi Arabia W uus1ae4n154o
WUUdUnaY (Impulse Buying - IB) dwiudmeuiisauuugsnanubuilaa (B2C) Tnendului
panlulszmangionsade dslinsidulnvesdaeudivegranniuasdaidudnenm
HdsuldAnudadoidyiidmadenstouvuiundu iedaslviosulatlusaiensside
dlangAnssunistevesgninuanduseld maddedaimainui mslavan nisnsedu
warlustudu fnalauinegraiideddysonistouuudundu Tuvaiisglduazanufndiu
yosgnilsifinanszmuiitaausenginssudsnan

Tian Wang [12] 1avinn15Anw134% Research on the Influencing Factors of Tiktok

Users' Purchase Intention Under the Background of E-Commerce Live Broadcast 411338
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i@nwiladediisvinaronishgsnssussninalidaeuifavas TikTok uazgliuing
unanviedu Inelddudaniudisanves TikTok Iagldngufmiunay (Theory of Planned
Behavior: TPB) wagku1A akuuIIaasniIseausuinalulad (TAM) Jadele un
1. anaidla 2. avuiliandla 3.emazanlunisldauisug 4. Yselowdisud wuudiaes
vosiladeiifavsnaronuidalunstossidlduasdliuinig TrB

Yu Xiang Xia , Seong Wook Chae and Yi Cai Xiang [13] mmﬁmuﬂﬂmmammm
yadsnuuardelunistinenenanunevesosulatdsuaronginssunisdenuuuiunduny
vosrulnmegndls Tngldnseuuuifia S-O-R nan1sAnwinudn dyarunedinulsenaume
iU fdusius fugne (Streamer Interaction) Ssimanmsnevaussiagnsliuinsianis
UAAS LLazmiﬁUﬁé’mﬁuéﬁwgwﬂuﬁu6] (Peer Interaction) d1udaanamideuszneudie
AUANTATRININLAZLA (Vividness) kazAa11@ud3e (Realness) ¥@en15tdLauadum
Hatemanidmwareannzersuaivasuslng Idun Auaw (Pleasure) uagaruiuiiy
(Arousal) Saudsdsrasiamsiuiauliiutueu (Perceived Uncertainty) 1Agafiuganouas
Audn Satamuadiaziilugussnsgdulunstenuuyuiunduuau Tngwuiinstufdusiussu
funsuayeuanaieanansaananalintueunazaiinuauliguilon Tuvusiinnueuda
wazmstiuidusitusfugruaudutionseduanufuiulag aug uananiidanuitensual
fidvEwarensdesnnndimssud wasanuguiinauInnIA ALY

Ngoc Thang ,Thi Lien Huong NGUYEN ,Thanh Van PHAM ,Thi Hong Tham NGUYEN
[14] lavinn1sAnw11d8 Factors Influencing Online Shopping Intention: An Empirical
Study in Vietnam ns@nunii lansiaaeuileseiisisnsnanenudalunisdedudtves
duilnaeeulafluisauny Yaduiidnuildun visundvosiuilna ussvingiudius mssus
MsAIUANNgAnTTY M3suFUstlevildass mnudesisug wazanalings nsvened
VDING W N ANTTUALUKY (Theory of Planned Behavior - TPB) haziuuinasiniseausy
wielulad (Technology Acceptance Model - TAM) funqufiiiugiu dmagiiiszaunisal
Tumsdedudieaulatinsuwuuaounuiidiu 836 ga feyafisrusuldsunsinne

<a

o

NIUNTEUIUNFA LS UAURINNITNAGUAILLLE of o samsau TugnsTiasty
29AUTENOULTIE1923 (Exploratory Factor Analysis - EFA), A1531AS1ERANAUNUS way
NNATILINITONN DY Naé’wéLLamﬂﬁLﬁudﬁmméjﬂﬁﬂuﬂﬁ%ﬁuﬁwmn{{u%‘[maaulau“lé’%’u
HansenuludauInaniiauai, ussiagIuaIus, N153U3NIsAIUANNYANTTY, N135U3
Uselpwildans wazanulinda lumenssiudng anudslalunisdedudosuladlasu
mamwu’Lu@aaumammLﬁaaﬁ%’ui’ﬁmi%a?mﬁmaulaﬁawﬁwm%q Tuussentadomantiu
nMs3uiarudsauandiiiiuinddvsnaroainuidlalunisdedudooulatduiniian wa
sfnuASsiE IdfuddnmauagdAuananinsoldisnmsdseiulaten uazeanuuy
L%U"Lemﬁsuamuﬁwﬁau&iaﬂazmuﬁwﬁ%ﬁL"f]uﬁm iorunudddalunsdeduiesulaves
fuslan Sgunadauusi i foamungmneiiieannssuimnuidsmienisfuvesgni
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Xiaolin LI, Dunhu Huang, Guofeng Dong, and Bing Wang [15] N15AnB1 39845 04
Why consumers have impulsive purchase behavior in live streamlng the role of the
streamer f¥ngusrasdifiodnnatiadefifivinarongAnssunistenuudunduvasiuilna
Tun1sladaniy lawe1999nT0ULULIAA Stimulus-Organism-Response (SOR) Lagas 14
wuudaesfiuandliiuinglaiidvswasewninssudanaaldegls nmsAnuildasnsiu
IUTNTayaNukuUasUNY agyinsAnwlsseinylaglduuuinassaunisiaseaing
(Structural Equation Model: SEM) Lﬁ@@i?%ﬁ@umlmﬁﬁﬂﬁﬂﬁﬂwaﬁiawqaﬂiﬁumi%ﬁwu
dundureduslam nan1339enudn dnyagianizvedd lad (1Wu yednain anuduie
971%mn) wag YseAnsamvedlad (Wu msliney anuduiie) fvEwasiongAnssunisde
wuvdunduves{uilaa lagsunisdeane aulianela uar Yszaunisal Flow veq
fuslan nansfinwdauszdnsifiauddyedid oiiudmguinas g jun dadud
unmddnesilaflunisnszdunistenvudunduluuiunasmslavianis

Chao-Hsing Lee and Chien-Wen Chen [16] n15A 135815 04 Impulse Buying
Behaviors in Live Streaming Commerce Based on the Stimulus-Organism-Response
Framework SinguszasAifiofnudadefidsnsnaronginssunisdouuudundulunisén
dulafansufis Ingldnseusun@n Stimulus-Organism-Response (S-O-R) n13338la v
INNteyaNMsd1seeulatannguiied e 350 aululdniu wardinsizvidoyanie
LUUTIA0IaNNITIATIATY (Structural Equation Modeling: SEM) 1agld SmartPLS 3.0
iTeildfaannfig i ensavaeuitadonsedunisuen AHUIAIAANIEIE A
(Visual Appeal) kazn155uTUduNuS (Perceived Interactivity) dawasieuszaumsalmslva
&1 (Flow Experience) G?fﬂummé’uﬁ'uﬁﬁﬂwam'awqﬁﬂisums‘f?;jal,t,wé’uwé’u (Impulse
Buying Behavior) uamnmfﬁmmaaau@m%waimamiwmmmﬁmﬂﬂu;ﬂaﬂ (Trust in Live
Streamer) ﬁﬁﬁawqaﬂiiumi%aLLUUﬁUWé’u

Dat Ngoc Neuyen and Duy Van Nguyen [17] 9143584 f w17 1a210nd9nana
(FOMO) dssarongfinssunisdoveauvunuiundusauvasnumisalunmsouiulad
an3ueendls nansAnwInUT1 FOMO fdvdwalaenssenisdnauladeuuulaldnaum
dranth Taedidadudidy 3 UssmsiivilfiAnanusdnndanaiad Tiun (1) anuthfagaues
furoan feluudynanain msynan waegudneal (2) Auamvesteyaiivaus duipsd
Amnsdede asdlunsen waznoulandanudesnslaviui uay (3) mstiufduiustugvs
ylsFnniewdudunilsosmurunayldesinwaislenmafiay etadeieaudsuiu
wnsedulifuidninfosdonud fasduasnanfiods vieavsfimuiiauduldly vuaded
Hglvgvediladnineusinauavaunsaldnagns FOMO lumsugsulatansulaaeng
fiusyAnsnmnnty

Hanry Caesar Chandra , Silviyani Tanil, Tania Citra Sarendra, and Willy Gunadi [18]
mm%uﬂﬂqummimms%ﬁuaawawuwauLLauuuLLwaWWaim TikTok Live Tngsjaitiudi
unumvesdurlgieulses nansAnwmuinaunindedevesdurgiouweiinalnunsasie
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usagdlasuenugn (Hedonic Motives) wasffuslng Fsdswastansdndulateonuumusiundy
waulufign armundedovesdurigieuwedUsznousae 3 ssdusznaunan Taun A
Wndedie (Trustworthiness) AUUAIAA (Attractiveness) wazaadeav1gy (Expertise)
Taowuimudsamgudutadefisvinaunniian wandliiviuinfuslnalinnuddyi
ausuazaudlalundadusivesdungiouesuinninguanvalaeuen ogalsiany
nsAnwinuinUsraunsalmsfeulanmeUszamduda (Sensory Shopping Experience)
Lifiwalunisiaiuuioanauduiusseninussgdaduanuaguiunginssunisd suuy
puiunduudy dsoradumnedesiinvesnisfoudseeulailliannsndutadudildaie
FefugsiamsitunisdendurigioumesiifimudemguaransadeastoyonanSuild
pg1eilUsEaNSAmN

Kai Wang ,Chao Zhang ,Simin Li ,Xiayu Tong ,Danzi Liao [19] 15338 ﬁyﬁﬂw’l’iﬁ
AudnwazraInIstoutain Live Streaming dswasriamnusidlatovesduilnayniduatiils
Tpgldngul S-O-R (Stimulus-Organism-Response) tunsauluniseSuie wansdnwinuin
Mstufdanius (Interactivity) waz Msihiausn mdidaiau (Visualization) 1unndnwas
ddnfidmadaindenisiuinuamesuilaaisudusslevdldaes (Utilitarian Value)
WU A aNLaETIAN T ALAYeaAUA LagFTuAMIWAALINEL (Hedonic Value) 1y
Arwaynauuazanaiswelalun1steutls msfifdoaunsalineuiuduouubealng
waziiuduiiegnasdeavilitinanulindatazanaiuidnidlng sgrslsfinny A
590549 1un158 0415 (Communication Immediacy) naulddamananisiuinuaeged
Weddny mmmﬂmwm muﬂmmuiwmmmummammuaaummmmwmiaami‘[mmu
uenani mssudamavsasdurhniidusud sdsuiidrd lnedwmadsuandoni
siladovasfuslae uandliiiuinisdnauladevasiuslnaldsudvinaaniianauaids
Usglenildansuazanuidnnisensuailundouiy

Hewei Tian [20] Ms3deilAnwinaudnsuzveinisteudaiiu Live Streaming Uu
ueundindufiefodwmanonusclatoidoriuuuuiunduudurasuilnariiuegils Tay
livgu] S-0R \JunseulunseSuie nanmsfinwmuinnudnuazddgues Live Streaming
visanuau laud n13ilUdanius (interactivity) fifdoannsndomstudusuasunauduld
wuuisealnil anutulia (Entertainment) Aganegtiiausdufet1saynauiuuazuifage
way AuLdedie (Credibility) ﬁﬁg’}uwLLamﬁuﬁwasmazLé‘amLLazﬂ%ﬁﬁ] AUAINALTIUINGD
m3ad1e eudutusodnesansa (Swift Guani) sevinaddertugane wasdiu mnulinda
(Perceived Trust) vasfuilng Ssarmduiusiiintuegemafuarailindataoiiay
v usuysdssndiddny ﬁﬂﬂicjmméi’jﬂ%%aLgaﬁ%wwuﬁuwé’uudﬂuﬁqm N13398
dazouliiiuilutausssuduilianuddyiuauduiusseninsyana nsadng
amwduiusAnuazanulindasiunsiauedudAfiufduiusge fannuduie uas
tndeiialuros Live Streaming axthensedulsifuilandnduladoduduuulalldouunuly
aaniildunniy
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Yaauide N6 NAN133Y
msAnwiadefiinasio | - nquienulinda | samsleszinnngusegisfuilan
nsdnduladedudme | (Trust 1w 400 A Tudminuasugy 19
poulatvasruslaaly ~yeeAnssuia | indesieuvuasuntlunsifusiusiy
JaminuasUgy A6 (Perceived Risk) | Toya Tnafoguilanludmiauasugud)
A8 SUAITIN ANWeY | - TiATIERInNean nsteAudoaulatiinnilanfio Shopee

veududunvuiy | ung Lazada lasnuoadudadulado

- Factor Analysis

a v ¢ = =
duenoeulatiniign swa Ao
AOINISAINATAIN TINST TOINWNIT
FrszRuAdouinniign fe Ul
Uanenne wuirdadeninasenis
Anaulageduameaulatveusing
ludawdiaunsigueglidydAgneas
a o o a o L 1
f97u7u 8 Y9delneisesaniuainan
duUszAnsveINsannes (Beta
Coefficient) MAIANUENRUTIENIN
MuUsBaTeiufmuUImMuLINgn

NNSANYIBNTNAYDINTS
Halgwaunluinlodunds
ADAINUAILATDEUAUY
LNAAWBSIAR LD FUTDY
Austaalutsunalvy
va o/ a £y

K398 Ugdns lumena

- WUIAANIEGINA

a a a &l
DaNNoUNAN

o A Y ac
JULARDUMILIN LD
du

- luwa S-O-R

- LUIAALAENI W
LPINUANUAILATD
(Purchase

Intention)

wutadeaunsilasandsnsnans
ausalatedud Tnaameinenmn
AIUAMNUULIAY SEUUNISUWUEIN
waR e wazAandedievesiieans
Faderaldauandernulsnsauniiay
L?ﬂlaumiéfmauiﬁ]LLazmi%"uﬁmm
\Retesvesaud Tnenisiuiannu
\Retesvesduiidvdnasugigase
Auslate (0.496) wavanuntladed
wmmé’ﬁzgﬁqwiawqaﬂﬁumi%aﬁq
vuuwanosuiledu ulfeuduineiiy
wususarliinalnenswionisteiuiv
LLG]Iﬂ’J’l?,J(;]Jﬂﬁ]%E]gJJﬂﬂQLf]u?{l\‘lﬁ']ﬁﬁgﬂl
ansnsouiinldannnisadieanuiaule
wareuieIYavesdudn
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Padeiidmaronisinduls
SUINTARR LTI
wnasvlasuvindvasralu
Usewdlne

A9 wunia

GRRGEIE

- NQUN1INTLIN
ﬁ?&JLW}Nﬁ (Theory
of Reasoned
Action: TRA)

- NQUNTHINTY
wialulad (Theory
of Acceptance
Model: TAM),

- WAATULUUATT
ANAUTIN (Lifestyle
Concept)

- windaieatiunis
Anaula (Decision
Making Concept)
CwnAniosdy
Reafusilonluns
an3u (Basic
concepts of

streaming content)

Wums@nwidaUiinaiyeihai
dWnladladedidsvsnananisindula
Fugy Twitch Tungugvalve 300 Ay
IngUszendlivgu] TRA uag TAM
SIAWWIANFULUUNSANTUYTR
iovnnsanty waznsinaula
nanTIseBuduintaseaundidinw
fuiidvsnadauinaensanaulasury
lagiany n13suitauselow (Joya
gnABs Widedie), nsfuitemnudngly
Mslgau (Fundte 1wansi), firuad
Aon1sSUTNARILIN, NMIAFoEAUNGY
91989, JUBUUMTALTUIR, wag
Wonlunisansududinaseninusle
waztlugnissurnasauuunanesy
JaanAdeilitoyadsusy dnifidy
Usglewsagusenaunislunisiiam
uanesauaymsadsassAidonily
MIIRNUAIUADINTVBIRT UL

Hodeidsaremsteuuy
lalanawsuaramiily
uwwasosuseudlan
(SHOPEE LIVE) : nstlfnsn
NARS BT NLIAAINNGA
A3de Yeiamd

1lnda

- msgeuuully
HUEIINAUN
(Impulse Buying)
- mssuiay
LNAALWNAY
(Perceived
Enjoyment)

- anutinga
(Trust)

- MsiUfduius
(Interactivity)

- AUUNFAINAVDS
ARULLDS
(Streamer

Attractiveness)

AT adeiidwarienisteuuulaily
Nt lunnanesudeUdlad
- nsdifnundafasinANy” i
nNaNFI8E19 493 AU WUTERBY
wuvaauaud@ulnalunda (86.4%)
41991y 15-24 T (56.6%) In15Anw
sEAUUSans (62.9%) WuiniSew/
UnAneN (48.7%) waziisneladasnia
20,000 UsaLaeu (77.7%) lnadiu
Tnajienansusivngai (53.5%) lutas
M (49.3%) fppnud 2-3 adseiou
(32.9%) waziialdde1ady 476.82
umsends mallinsle (ade 4.06)
Hutaduildsumnudiusegean uas
wiaRanantun1sly Shopee Live Ao
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Fudmannvians (de 4.32) Kans
Tasgntuduinnnulinngs nsi
Ufduius wazanuinegalavesansy
wos Fudsnaldauandomstouuy
Aune laedl nMsSuianunaanay
(10w 3.97) Wumudsdeinu Fslunsdl
YoYU AuRUSLazANLRRAL
yosarsuwedun1sdmIuwuUaNysal
fuludnistauuudundy

Exploring How the
Characteristics of Live
Streaming Affect
Impulse Buying
Behaviour in Live
Streaming Commerce:
The Mediating Effect of
Trust and Flow
Experience

{338 Van Tinh Hoang,
Huu Phuc Dang

- S-O-R Theory

- Impulsive Buying
Behaviour

- The
Characteristics of
Live Streaming

- Trust

nsidefudeyannguuiiaeglailan
PBVRITIUIU 291 AU Tuwsuasled
TUR Usztnaeauiy sgninahou
N3NNIAN-FINIAL 2023 UagIATIEn
U03asI8 PLS-SEM Nan1svagey
anuRgIusandlyiiiudn ns3andenis
UFdsius fugPudssauinseniy
1319la (B = 0.51, p < 0.001) Uag
anmymsiauSande (B = 0.42, p <
0.001) MsluSMsiuuanIzYARaEs
navansemulinga (B = 0.22, p <
0.001) ualifinasioan1izn1sdanisan
99 (B = -0.01, p > 0.05) AUTULTAS
dsavinsennulineda (B = 0.13, p
< 0.05) Wavannznsilaunsande (B
- 0.26, p < 0.001) saprailinada (B
= 0.32, p < 0.001) kazaN1IZN1TL
audande (B = 0.38, p < 0.001) du
AmauIndengAnssunIstenuuyLiy
WauLaY 18 lUAAAINITN5UIEAIM
LLUiUi%uﬂJ@ﬂWﬂ@ﬂiimﬂ’]i%@LLUUﬂ/juﬁu
wauuaulasevag 40 (R?2 = 0.40)
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The Impact of E- - S-O-R Theory nMsieiifunsiseuuunauneay
commerce Live (Mixed Methods) lnaiiudayalds
Streaming USnannnguilaaiifiussaunsalgyie
Servicescape on Fovawrunsdnenenanluiusiuau
Consumers’ Impulsive 402 378 LLazLﬁuﬁaga@ﬂ@mmwmﬂ
Purchase Intention nsduualidadndlideyadfsy 10
K338 Zhou Hui, Siriporn AL SYUINLABDUNULI8Y 2022 9
Satchanan, Supattra flug1ey 2023 HaN1TIATIEVToYame
Chantanasiri and Ariya ADPTINTIUINUI ANRBEVDIAIY
Phuvakeereevivat ml,%aﬁasuaqt;:imaagjﬁ 3.65 (SD =
1.022) msiuduiusegi 3.86 (SD =
0.905) uazAnuduileandmedil 3.79
(SD = 0.980) dmSUdtYQ 1N
MEnTM UssEInIAsiALaden 3.72 (SD
= 1.074) LLazmiaammuagﬁ 3.88 (SD
= 0.935) Usgaunisainshusndaniade
71 3.76 (SD = 0.987) uazAuAtlate
LuUyuiunduLauiiAaded 3.83 (SD
= 0.913) ManedeuILTRIUY
Cronbach's Alpha wuiineauUsien
gan71 0.8 wandliiudnuuuaeunud
Asdefiegs uavnannTiATIE
Tuaaunislaseasng (SEM) Budu
Auus I Rg TR e
From Streaming to - S-0-R Model ns3suiludesaandld TikTok Tu
Direct Buying: - vuingAingsunis | Vssmedulpdifefifiuszaunsaite
Customers’ Impulsive %auwwuﬁuwé’u AUAHIU Live Streaming 97UaU 316

Buying Behaviour in
TikTok
Live-Streaming
Commerce

{338 Sufya Nabila

waw (Impulse
Buying Theories)

AU SEUINIUN 11-25 www1eu 2024
Tneldhuvaauauaoulatiniu
Qualtrics HANNTIAIIZANYIFELALAIY
4 O . o - ,
LWaNUNWUIT YnAkUINAY Cronbach's
Alpha 4031 0.84 LAAIAINULTBNE
g9 NANINAFBUANNAF UG Linear
Regression WU AUUAINVANEVDY




M597 2-1 (619)

27

IBIMUIIY

N6

NAN1599Y

dudiinauandenginssunisgouuy
vuiunauuway (B = .19, p < .001, R?
= .03) Autnaulavesunanweosull
navnegsiiteddny (B = .34, p <
001, R2 = .12) uavAnauURnIusIA
wavan (B = .31, p < .001, R? = .07)
AMInadeUNanISiuiInanenuI
Aflaunulsylevdldasiazauig
walaiufiinanvedsauysaisening
ANUVAINIAIBVDIFUAAUNGANTTY
11598 (p < .001) waztdusanans
vNEIUsEIINANIaulaLey
AnALRfUTIAfUNgAnTIunsTe (o
< .05) Ham AT IEviguiuANgNFas
Yosluna S-O-R Tuusumn TikTok Live
Streaming Tneausfigsiavmnlasy
5wy Bniiu H1 fignufias

Exploring the influence
of live streaming on
consumer purchase
intention:

A structural equation
modeling approach in
the Chinese E-
commerce sector
l}ﬁ%’ﬂ Gu Yang,
Wornchanok
Chaiyasoonthorn

Singha Chaveesuk

- 5-O-R Model

- Trust

- NOWANGANIIUNIT
%auwwuﬁuwé’u
wau (Impulse
Buying Theories)

nsiRpiiutoyandusloarniuid
Usvaumsnidevesthumsdienanas
91121 540 AU Tu 5 Wadlng) Av N9
192 9nfs 88U uuds uazidey
sErsRouliuIAN-SuAN 2023 Uag
AaTgiveyaniy SEM lngld SPSS
AMOS 26 NANTNAFBUAIUMINZ AL
yolaaanud1 CMIN/DF = 1.176, GFI
= 0.976, CFl = 0.997, RMSEA = 0.018
Faypanegluinasineensuls waneiy
LunadinsvangaNEs Kan1sAgey
auNRFIUNUIN HUEdamauINsienl
ddlade (B = 0.158, p < 0.01) Fudn
dawauInsenundlate (B=0171,p
< 0.001) HAZANINLINGOUANAUINGD
auilae (B = 0.116, p < 0.05)
ailindadsnauindennusiiate
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(B = 0.175, p < 0.001) warAIUYURY
wEuEUEHaUINADANLRT LT B -
0.141, p < 0.01) wona N s 3
D9AUTENDUUDINITANYNOAAALIAINE
vandeanulindanazanuuiungy
uaueg1sited Ay eana (p < 0.01)
wasiinanssaunonuRlaterinush
wlsnansvieaesi tneen Cronbach's
Alpha uag CR 2g5¥1314 0.844-0.941
Lansm N ToTiog

Impulsive Buying in live

Streaming e-commerce:

A systematic literature
review and future
research agenda

A8 Yang Li, Nieves
Garcia-de-Frutos, Jos e

Manuel Ortega-Egea

- S-O-R Model

PNMTUATIZANUI uIdeaulng
lonsouwuafa S-O-R (26 UNAUAN
40 unAy Anvdudesay 65) waviiv
foyaaineandu (31 unau Andu
Yoway 77.5) msiduiitenlduiniian
AouuuasunNaaulausInAunIg
IATERlanaaNn1siATIEse (SEM)
Tuvaiefimsidolmeansiiiies 1
Ay nsAnwnudlad
n3rAuanndi 30 U9ty uavdadey
nelusnnnin 40 a3 Tnetaded
AnwnsnitgnAensiiuduiug (17
UNAIN) UITEINA (13 UNAINY) haY
ANMULWAALNEY (7 UNAIN) yonanil
WU ntlwesisy (Ussana
Jovay 45) lasaumuususunlulu
Tuiea audseenidu 4 viaemndn
Ao NM3UseLiiu N1sAIVAN M3t
T34 UATAUUANANTENINNUARAD N
MeasETlmdiuinnsinely
AHBLAIAT 2020 wariuuali
iuduednseiies Tnglutas 7 Weou
wSNVBIY 2024 TNUITLLNEUNS 12
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una Whitusuautunvesd
2022
Online Impulsive - NOBANGANITTUNNT ﬂ%ﬁ&ﬁﬁ@%%waﬁawaaﬂiiumi%@LL‘U‘U
Buying Behaviour: A %yal,munuﬁuwé’u wutundulauesulatanunsanuadu

Systematic Review

Eﬁ%’a Shailendra Kumar,
Ajay Poudyal,
Akash Chaurasia

wau (Impulse
Buying Theories)

- S-O-R Model

- NOEANGANTTY
HusLaa (Consumer

Behavior Theories)

doanguunanee Uadunieuen taun
ussennadulad (Web
Atmospherics), Wsludusaulat
(Online Promotions), N13UanN#aUU
ddnnseiing (eWOM) waylaiwain
(Advertisements), SIUDINAINTIUAIN
SulinreusodInuURIeIAns (CSR
Activities) fiasneaulindla uas
Yaduniglu laun auensual (Wu
auianela, arudiug, e1sualds
U9n), k3egalanuuialaiin (Hedonic
Motivation), usegalaiteessauselewl
(Utilitarian Motivations), Lagm1u
1491510 (Trust) wonannd &l dade
USuiUaeu (Moderators) Tusesiu
HUTLAA (WU 818, inA, YARNAIN) ke
JzAUATEUDN (WU vsAnLEu)
unaud@lnifiudorindumide
Hagtunsinidutiaduaeueninniauly,
Anw1e15ualY9aULeY, V1ANNT
Aia57e9 eWoM TuuSuniinannvane,
wazdaliladsianagnsnisaasunis
YIYLUUVIALAAULALUNUINYBS
Gamification 8819.NEIND

Impulse Buying Model
for Business-to-
Consumer
E-Commerce in Saudi
Arabia

- anﬂsimmi%ya
WUUMUTUNSULEY
(Impulse Buying
Literature)

- NTOULUIAR
S-O-R Model

Jadeiildnsnadongfinssun1stouuy
JUNAY (IB) vukwanneasudnoulisyly

a S ! U 1
¥19Ro13eLle INNFUFIBET 290 AL
Ingldmatia PLS-SEM wWu31 A1
Ui uLaUveIUILAA

(Consumers’ impulsiveness) (t=
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{338 Ibtisam M. Arrafi,
Fahad M. Ghabban

8.125,0=0.000), A5laiwaun
(Advertisement) (t=5.093,p=0.000),
wae Tsludu (Promotion) (t=
1.783,p=0.038) auildvdnaLiauln
aemﬁﬁaéi"]ﬁzys;iami%at,wuﬁfuwé’u
(@tduayy H1, H2, H3) lunenseiudiy
578§ (Income) (t=0.713,p=0.238)
waz ANAALIL/AIY (Comment) (t=
1.272,0=0.102) nauldinuiniidndwa
ageltpdAydongAnssunina (il
afuayu Ha, H5) nan193dediTauus
TiAUaneeulatlugigonsudewiu
nagmsiulavanuazlusluduiigela
wazyiAuladn vz AU
wauuauvesiuslaa ionszdusenune
MNMITOUUUTUNEY

Research on the
Influencing Factors of
Tiktok Users' Purchase
Intention Under the
Backeround of E-
Commerce Live
Broadcast

#7338 Tian Wang

- LNAALUUTI8D9
nsgeusumalulad
(TAM)

- N BANUWNY
(Theory of
Planned Behavior:
TPB)

wuuSaewesiadefiidvsnadenin
slalunstfessmrinafflduasluinis
TPB lena SPSS 27.0 uag AMOS 28.0
HAN1T3385EUI1ANATR A
1I9le Uselowyl arwazaantunisly
11U uaLUITRgILEUyARATISUSLHY
daaludsuinegdidedAgmaninu
filalunsteresuilna

How social and media
cues induce live
streaming impulse
buying? SOR model
perspective

A8 Yu Xiang Xia ,
Seong Wook Chae and
Yi Cai Xiang

- SOR Theory

mﬁi’faﬁﬁua&’fa;gamﬂQ’U%‘Immﬁuﬁ
e lgusn1s Taobao Live 91u3u 403
AW MNuUUdeUnLeaulatifinand Y
flavun 458 n uagdineidoyadg
SPSS 25.0 wag SmartPLS 3.2.8 Wan1s
nedeUAILTaTuNUT A
Composite Reliability (CR) 8gj5g1in9
0.842-0.904 uazA1 Average Variance
Extracted (AVE) 8glsg1314 0.571-
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0.703 FUAUNUIANATII UAAIAIL
Uifefouazanunsienaiosiein
HANIINAADUANNAFIUNUIN 1158
Ufduiusiuguiedarnauinsieninuas
(B = 0.214, p < 0.001) uavanA il
wiuou (B = -0.212, p < 0.001) uslsl
dsriasionuAUL MsTURduTusTU
HunnududmauInden AU (B =
0.240, p < 0.001) wazAgY (B =
0.199, p < 0.001) wsilsianAaalal
WUUDU ANUANTAAINAUINADAIIN
A (B = 0.187, p < 0.001) ua
aag (B = 0.204, p < 0.001) uilyl
anAullULeU ANUENDIIAINAUIN
soaugy (B = 0.131, p < 0.05) uaz
analauueu (B = -0.227, p <
0.001) witlildawaronanufuy
uanani ArFud (B = 0.160, p <
0.01) mugw (B = 0.203, p < 0.001)
wazmwliuduou (B = -0.106, p <
0.05) &dswasausinszdulunisie
wuuvUiuna ke luwaanunsaesuney
aruUsUTuvesisansedulumsdold
Sosay 21.3 (R = 0.213) A1 SRMSR
WU 0.075 WAAYAILNLNZALUDY
Tunaluszaud

Factors Influencing
Online Shopping
Intention: An Empirical
Study in Vietnam

#1398 Ngoc Thang

Thi Lien Huong
NGUYEN Thanh Van

YN ANTIUAIY
WU (Theory of
Planned Behavior -
TPB)
-LUURNRBINNT
gousuwmalulag
(Technology

mASeiAnweusdlalunsgedus
soulauvesusinaluieauiy lagly
wuvdeuauTikuNsAnEenwarinan
Uszananatayadnuiu 836 4n
Jadeiidnwildun 1. simunfvesifuslan
2. UsSVinguaIUe

3. MITUINIAIVANNGANTTU 4. N3
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PHAM Thi Hong Tham
NGUYEN

Acceptance Model
- TAM)

Sudusglowd 5. anuidssiisug

6. aruilindla mnadalalunisto
dureaulatveiusinalasudnina
\BAUINANAAUAR, UTTNAFIUAIURN,
N135U3N15AIVALLTINGANTTY , N3
Suiuselevd wazaulindda dvigwa
[Beaunnanuidssiisug ilegnAn3dn
fanuidssnnilndnnuddaluns
FoAudfvanas

Why consumers have
impulsive purchase
behavior in live
streaming: the role of
the streamer

{338 Xiaolin LI,
Dunhu Huang,
Guofeng Dong,

and Bing Wang

- Live streaming

- Source credibility
- Social presence
theory

- Trust

- Impulsive
purchase behavior
- SOR model

ﬁa%’aﬁﬁma&iawqﬁﬂﬁmmis‘gaims
gundululatianiuiisanngusiois
250 Auluusemedy Fadunandadn
IngjfsSevay 78.8 uazilonysening
18-35 UYis3owaz 81.6 Ialunsou
kAR Stimulus-Organism-Response
(S-O-R) LagIATIZRELUUTIADS
aun13lATIasNe (SEM)
NaNTIefidd U AudnuzYes
anduiued iaidLyARalazAN
Judlondn fnadauinessivediny
somnalindlaesiuilang (Fuds
Anuianudilanasideensual) luvay
fiuseAnsnmvesassitesiuiunis
1AnaU ANalTaUINeg 1 ltudAyse
ANUNEANAULAZANNTVREUTLNA
wazANNTULNINALTIUINDENE
ﬁaﬁﬂﬁfgﬁiammLwamwﬁmmﬁu uelal
fifadfaysoauns Wofiansands
eRnssuNTelALSuNEL wun
Tindasnuianuinlauagannsd
naLBUINegiitudAgy Tunienaunu
AanulInslaeesuaiuazais
wanwauliinaegsltvdAysionts
Felnodundu venanil mnalinde
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Wennuianudilanaaunsdai

v a" [~ LY of/ [y Y
pduskusAuNanaluaNUAUNUS
33INUIBIUER TS A UNANTIX
nsgelpadunay JsTlAruinnuauUR

a o - s 6| o %

wazUduiusvedlafidunumedrdgy
ag1989lunsas19ruiINglanay
Usgaun1sainmue dedilugnns
pnauladelasdunauveruilag

Impulse Buying
Behaviors in Live
Streaming Commerce
Based on the Stimulus-
Organism-Response
Framework

{338 Chao-Hsing Lee,
and Chien-Wen Chen

- Live Streaming
Commerce

- Urge to Buy
Impulsively

- S-O-R Framework
- Proposed Model
and Development

of Hypotheses

NNAMTITERUUABUIININHUTLNA
fiduszaunisalnsteutauy
wwannesuladansufislulszmedu
WnAe, Wedld, nndlan, Buiu)
U 433 AU
HANTIATIlASIESanuoatuayu
aunAgIudsd: aamfinn
(Attractiveness) o mmf‘fia’mw
(Expertise) YDIHANTUTIINIT AIHADS
UINABNITTUFAITLNEALNEY
(Perceived Enjoyment) ¥83{u3lan
Uselowilldapavoanansiue (Product
Usefulness) way mmazmﬂiumiﬁ??a
(Purchase Convenience) ganaLgsuan
onissuiuselen (Perceived
Usefulness) 1ae8uslnAnssus
Uszlewi (Perceived Usefulness)
AHATIUINABNTTTUSAILINEALNEY
(Perceived Enjoyment)n155u3AI4
WWAALWAY (Perceived Enjoyment)
dmadauandennugenisiasdeuuy
Auwau (Urge to Buy Impulsively)

FOMO and the
Impulsive Purchasing
Behavior of

Young People

- Online Shopping
and Buying via

Livestream

Mdeiudeayaane U IsauL
d1uau 236 g dulngdu
Wn@nwmedsandu 69.5% uagtindne

2 [l
S

Fulil 2 wnniian (37.3%) Tan 67.4%
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IBIMUIIY

N6

NAN1599Y

1338 Dat Ngoc Nguyen
and Duy Van Nguyen

- Impulse

Purchasing

Fodudriulaianiy TikTok 1-2 A
Rolfiau NTIATIENTaLaMe3s PLS-
SEM wandliifiuinausfigiu 4 4o
Igsunmseensuiisesutivddey 1% lng
FOMO {iNansgnuLiesuInsangAnssu
ms%amwguﬁuwé’w,l,du (Beta =
0.206, P = 0.001) dautladefidmase
FOMO wu1 mMsfiufdusiusiansng
11n7ign (Beta = 0.439, P = 0.000)
FINABANUNAINAVBIHU TR
(Beta = 0.283, P = 0.004) LazANIN
Joua (Beta = 0.253, P = 0.000)
AudIU A1AEesT Cronbach's
Alpha v83daudsiamnsiAngnnn i
0.6 wazA1 AVE 19nn31 50% Landa
mnidetiauaraunIvasAdale
oo

Exploring the Impulsive

Buying

on TikTok Live Platform
#3398 Hanry Caesar
Chandra , Silviyani

Behavior

Tanil, Tania Citra

Sarendra, and Willy

Gunadi

- Influencer
Credibility

- Online Impulsive
Buying

- Hedonic Motives

myieiudeuaangld TikTok S1uau
263 AU NUUUADUNLTWINTVILA
297 un dulweJugudis 67.68% 01y
JENIN 17-26 U 48.67% dgianuilu
1A Jabodetabek 60.84% avil
N3ANIZAUUTYY NI 58.56% N3
WATIIUDYAMILTS PLS-SEM wanslut
WidaLuAs I 1 way 2 s
pousy Tnoanudetiovesdurigiou
\woTiNagIUINAaLTelaAuAINEY
pgslitvdAgy (Beta = 0.741, T =
14.283, P = 0.000) kazodUI8AL
wUsUTIule 54.8% duusegslasu
AruguinaLBsuIndengingsunisto
WUUNURUNGULEY (Beta = 0.647, T =
7.213, P = 0.000) aghalsAnu
auufgui 3 ldldunisgousu




M597 2-1 (619)

35

IBIMUIIY

N6

NAN1599Y

ilasnuszaunsalnsdeutms
Usvamduialdinansenulunisidusa
wUsiAu (Beta = 0.088, T = 1.136, P
= 0.128) A" Cronbach's Alpha ¥4
wdsammasnnnii 0.7 (enuiy
Uszaunisalnsdoutamalszanm
durla 0.655) WagA1 AVE 11Ana1 0.5
wansiinutdefauasAunves
\w3nsiioln

Do the characteristics
of live streaming
matter? The evidence
from China on
consumer

purchase intention
A338 Kai Wang ,Chao
Zhang ,Simin Li ,Xiayu

Tong ,Danzi Liao

- Live streaming
shopping

- SOR Model

- Hypothesis

development

nsiseilununudeyan
wuugeunINeaulatdILIl 513 4n
LazvdsaInnsesteyailianysal 72
9 Felduuvasunniildlends da1 4
Inegnaunuuasuaudulvgidumne
Ui 308 AU (69.84%) B185¥NINN 25-
30 U 175 AU (39.68%) uaz 31-40 T
126 A (28.57%) An15AnwIsERy
USayey s 252 AU (57.14%) d5ala
788U 2,001-5,000 Mg 161 AU
(36.51%) wazld Live Streaming %ot
Uatlosndn 4 dsreriion 308 Ay
(69.84%) Ineealdunannosy E-
commerce 13U Taobao, JD way
Pinduoduo 1nnilgn 343 Au (77.78%)
HANIITNAABUANNFFIUAILTT PLS-SEM
wud1 20N 8 aundgu 1 6 auufgiud
lasunisatiuayu lnensiufdunus
denaigauansenmasuyselevlly
o (B = 0.371, p < 0.01) uazAmA?
AuAIanaY (B = 0.468, p <
0.01) MIUNAUBNNEAINALTIUINGD
A ulselovldaos (B = 0.659,
p < 0.01) LagAMAINIUAIUNTALNEGY
(B =0.578, p < 0.01) uonani ARUAN
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sulsylewildaos (B = 0.177, p <
0.01) wazAmuAIRIUANUNEMNEY (B
= 0.469, p < 0.01) ANAINALTIUINGD
musilageetnsiitudiey eendlsh
any AnuTIaLEIlunnsdeanslldamaste
AruAvisaesdu (B = 0.165 uay
0.186, p > 0.1) 1 R2 vasrudslate
Wiy 0.469 wanvindulsluluna
1715095 U18ALLUTUTIUTDIANL
silagold 46.9% wazn1siATving
nsassuBusu A Tsaaaf
v dusulsdsiudidfysening
AANWMULYBY Live Streaming AU
muislade

Influence of Mobile
App Live Streaming
Characteristics on
Clothing Impulse
Purchase Intention:
Mediation of Swift
Guanxi and Perceived
Trust

l}ﬁ%’ﬂ Hewei Tian

- SOR Theory
- Impulse Purchase

Intention

mﬁé’f&ﬁtﬁusamm%uﬁamn
wuvasunuesulati UL NanWos)
Questionnaire Star $1uAUTALA 603
YA WASVAININARNTBIRIUNUIIAIY
AUUTILAZANAINYRIAIRBY LA
wuvaeuamililiata 537 o Andu
9nANNANYIH 89.1% Laeknay
wuvaeuaud@lvglunenedgs 323
AU (60.1%) 918519 18-25 U 226
AU (42.5%) An1sAneszauUT 193
375 AU (69.8%) AselasalAauuinnan
5,000 87U 270 AU (50.3%) wawdl
Uszaunsalfeudainu Live Streaming
1N 3 U 395 AU (73.6%) laediu
Tngjimedoniang 477 au (88.8%) Ka
mMyasiandesiunuin
Cronbach's alpha Tagsauvindu 0.925
wazA1 Cronbach's alpha YadLksaF2
WUsHNNTY 0.7 wamatsrnuideiuiia
HANITNAADUANNATIUAILLUARANNTT
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1A59a379 (SEM) Buduinauumgiu
FavuelFsunsatuayu Taenisd
UfduiusdamalauIndonuduius
ae1959m157 (B = 0.386, p < 0.001)
wazAwlingda (B = 0272, p <
0.001) AMUTULIAINALTIUINGD
PudNTusSegssIngy (B = 0388, p
< 0.001) wagaulinga (B = 0.216,
b < 0.001) APEUNTeTedawaIFauIn
AoAUENRUSDE195L5 (B = 0.295,
p < 0.001) wazAanulingla (B =
0.137, p < 0.05) uananil
AudiusSegesIniEa (B = 0.684, p
< 0.001) uavaulinga (B = 0.277,
p < 0.001) ANAINALTIUINHBAINY
dlatouvumuiundunauosed
Hod1ALy NIINAADUNANITAINIUBUTY
JAuduS et InEnazany
PndlavmihfdusuwUsdesing
U@ (Partial Mediation) 581319
AMANBIEYBY Live Streaming U
ArsslatauuUT N LAY




mideadsilifun19ifeiBeUsina (Quantitative Research) Gl fmusrasdifiofnu
s i5nsnadenginssunisd edudwvudunduvesguilaanuladaniudls
TungammumuesuazUsuama Muuugeunuesuladlunsiiusiusiudeyalunisviiide
wagLIN15 AT RR3 5 naneadAlaeldTusunsy Jamovi waziusdumeunns

uni 3
A5 UN15IVY

o a av @ & o &
ANLUUINUIVULTUIUR D UM

3.1
3.2
3.3
3.4
3.5

NTOULUIAANNTIAY
USTUINTUALNGUAIDENS
sonuuupsesiieldlunisie
Hususndeyaiay

AT veyanIslUsLNTUNWEDFA Jamovi

3.1 NULUIAANISIY

[V

INMIFNYILUIALAENEUsTNRUALIIREMALITeY tanTaunsidunall

o =
ﬂ’]ﬂ.}'ﬂﬂl,iliuﬂ”liﬁ@ﬁ’ﬁ

(Communication Immediacy)

" o
qmmmumﬂwm

H10
(Perceived Utilitarian Value)
B H11 NnoFAnTIINTalnadunaY
I e R TGN (Impulse Buying Behavior)
R (Creditgln (Perceived Hedonic Value)
anulingle H12
(Perceived Trust)
ANUTULE (Entertainment)
O R

= a
AN 3-1  AINATBULUIAA
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3.2 UsEynsuasnguflegi
Fuslnafifivszaunsaflunissurunasdoduduvudunduriulaianiufls (Live
Streaming Commerce) Uuunasasueaulay eghedios 1 ads luts 6 weudiruun Tagld
BMsidennguiegaiuuitg (Simple Random Sampling) H338avuATUIANGUAIDE1
selUsunsy G*Power a3y 3.1.9.4 ilefwinvunfeginzaudmiunsinse
yn3afin Lnedean effect size = 0.3 WuArwwanaslunsduiagnslaauniives Cohen
ArseRuaddi 0.05 ArsziuAIandesiudl 80% A1 Degree Freedom = 33 1131
mMsfnademamenuuaeun I LN ANguseg e lsNzanfe 284 Ay

o G*Power 3.1.9.7 = X

File Edit View Tests Calculator Help

Central and noncentral distributions Protocol of power analyses

critical x2 = 47.3999

0.05

0.04

0.03

0.02

0.01

0 4 T T T T T T T T
0 10 20 30 40 50 60 70 80

Test family Statistical test
X2 tests § Goodness-of-fit tests: Contingency tables .

Type of power analysis
A priori: Compute required sample size - given o, power, and effect size ~

Input Parameters Qutput Parameters
Determine => Effect size w 03 Noncentrality parameter A 25.5600000
o err prob 0.05 Critical x2 47.3998839
Power (1-B err prob) 0.80 Total sample size 284
DF_ 33 Actual power  0.8013280

X-Y plot for a range of values Calculate

AN 3-2 - DINNTIATAUNIANGNFIBE

33 ganuuulAzasilaililunisise

331 wuuasuny

wdasdiofldlunmaifiunusndeyafeuvuaouniuesulaiiadiaduiu MS Forms
Usgnousiur1a1u91uiu 33 90 lnarduriainussianainaldadu (Likert Scale)
Lﬁa’i’mzﬁ’ummﬁmLﬁusu'eNQ’mauﬂ%{faﬁ'ﬁSmﬁwam'awqﬁﬂﬁumssfaﬁuﬁﬂLLUUﬁ’UWé’u
voaguilansiulaianiuds Taoldunsidrudszanne (Rating Scales) 1un1siauuy
Likert Scale 7 s¥éfu &fail

seiU 7 el Wideegnads

JEAU 6 ML LAY

JEAU 5 Mueie Wumeidntoy
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s2eu 4 vnede Wunans / liudla

szeu 3 viuneds Wiwiusedntes

szau 2 neds Liviueoe

iU 1 et iiiusheegiads

dmiun1sIesIeRadfdanssaun (Descriptive Statistics) §338lANMUALNLYINIT
wanadmivaina 7 sestu Tnsutadu 5 923 Taesuauan audius (Angean - Adga)

(%

UGN Beagld (7 - 1) / 5 = 1.2 aaduaglaaneang o fail:

ALadey 1.00 - 2.20 el syAumNANTY Yoefian
ARAY 2.21 - 3.40 MNEA SEAUANLAALTY Tae
ARGy 3.41 - 4.60 NUIUET SEAUANLAALTIY Uunand
ALaRY 4.61 — 5.80 NUUT9 SEAUANLAALTAY 1N

1 4:4' = 9 a =3 ::1'
AaAY 5.81 — 7.00 UL TEAUAIUAALAY 1NTIER

Tnefimsuusaeunueandiu 9 daussil

dudi 1 wuugeumAansesrunsiiteyaiuiidenuuuuasuny

dudl 2 wuaesuaNuYsEIINSAER SYBsEmaULUUABUnA THLA e 01y S1eld

?i’mﬁ 3 mqm%m%ﬂumﬁami (Communication Immediacy)

dudl 4 mutdedie (Credibility)

gl 5 Arnutudis Entertainment)

4wl 6 ANIAPIUNNTIYIU (Perceived Utilitarian Value)

gl 7 ANANIUAIINEY (Perceived Hedonic Value)

g 8 Auliisla (Perceived Trust)

daudi 9 anﬂiimmi%aimsﬁuwﬁu (Impulse Buying Behavior)

3.3.2  N1SATIVAOUANNINYBIUUUABUATY

n1sns9aeuLAs asdon1sTveluaded {358 lddudun1seenuuuasuniy
1INNITNATANANUGNADY WAZANUMUITANVBITOAININ IINNITANYING W] WUIAN
wazaddeiineades iednidendermanuiiiaudenadesiunsousuifnueniside
wazA1uNUSTuUTaliiauaenadasiueIudTy LasusuuTInudalauuestoray
Tfimunzantuaddsmntu dowhlUlfifununudeyasss

333 n13NAaauAI1uLT 01Ty (Reliability Testing) $INISNAFOUALT B VB
wuvasuaulaeldaduusyans woan1vesnsouuia (Cronbach’s Alpha) & sr1A258A7
Tiifosndn 0.70 weludlainedesdlefinnuaiavslunsinduusiiesdes
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A159% 3-1  nseeniuvdsuaunldlunsideleeiouiisuainandse eI ves
NuvaeAInY A3 TE
< d . . .
AMN52AL521UN1588815 (Communication Immediacy)
Live streaming shopping allows me to | ns@eduauulaianis
give and receive timely feedback P lAduaNITa LAY
regarding the products lasuAmouLAgIiuauAT
Tamiuil
Live streaming shopping allows me to | ms@eduaiulaianin | J
/% PRLUAIRIN
use rich and varied language (varied el AU TOLERS )
: = A < uw Kai Wang, Chao
words expressions or emojis) in my AaAaIulaaregULUY "
N\~ g « . « | Zhang, Simin
messages WU AUNVDANY UI0ED |
3 Li, Xiayu Tong,
1Q \ {

. . . T o v == Danzi Liao
Live streaming shopping allows me to | ns¥eduanulaians (2025)
communicate about the product as | sﬁaaiﬁﬁuifﬁﬂmﬁauﬁwé’a
would in the store AUNURYIENTIIIUDTY
In the live streaming studio, | can view | SuiuAUARTILLAYSI?
other buyers' Danmaku comments in ﬁuaaﬁ%aﬂuﬁmﬁmﬁ’uﬁuﬁw
real time. wuuisalnl
AMNLUNYEAB (Credibility)
| think the anchor’s clothing JueIteyane Ity
introduction is true and reliable. auﬁ’lﬁﬂmwﬁ%auaﬁmm

gndiadiaviveie
| think the anchor’s try on deepened | nsanSansavaansly
my understanding of clothing. duAasweuievilvidy | daudasain
Julalunnunindud Hewei Tian
I think the anchor will give a I}Eﬂﬂﬂiﬁ%uﬂaswaz@ﬂm
comprehensive introduction to the VDIAUADYWATUEIY LTU
color, fabric and style of clothing. YA & Ta9 wagIsnsly
N




a2

MITNN 3-1  (si0)
NUIVBIAIDIY A0Y 7
AUUULAS (Entertainment)
When watching clothing live nsdnanevasuelulan
streaming, | think the anchor’s ansudanuiiaulauag
introduction is very interesting. AunauIy
When watching clothing live UT1NALAZNISIANDU o
, . . Cw o ow eay | AAKUANAIN
streaming, | think the online LNV 8 AURIUIT A o
. . Ll o Hewei Tian
comments are very interesting. AUIANLNAALNAU
When watching clothing live mssutulananIuvinlidu
streaming, | feel relaxed and happy. ifﬁﬂw'auﬂmwas
aunauIU
AARUNISIHIU (Perceived Utilitarian Value)
Products recommended by live gumnunauslulaiansy
streaming celebrities meet your needs | ASIAUAIINADINITVDIRU
Products recommended by live ﬁué’wﬁﬁ%auaﬁ@mmw
streaming celebrities have good wazvszlevudlvaeslaass
practicality
Products recommended by live Fuammiausliungauiu | o
. | N ™ -y ARLUAIRIN
streaming celebrities are common ASUluTInUSEINTU J
T . * - Kai Wang, Chao
necessities in daily life UDIRAU y B
= v do @ 2 Ao Zhang, Simin
Products recommended by live AUAINULAUDLUUFINQU W
g, | Li, Xiayu Tong,
streaming celebrities are usually used | fosnisldusy y 4
_ ) Danzi Liao
in your daily life
NN AR (2025)
Products recommended by live FUAMUNFUDUIY
streaming celebrities meet your LLﬁﬁiyJM’m‘%amaUIﬁ]%Ejﬂ’ﬁ
functional needs for such type Tduvesdulan
Products recommended by live guamiausiisnnii
streaming celebrities can solve your AuAfuUsElesinlasy
problem
AMAIAIUAINEY (Perceived Hedonic Value)
Live streaming shopping can bring you | n1sdeuderulafansuyin | anudasain
pleasure Iduidnaunaunu Kai Wang, Chao
Live streaming shopping can provide | nstfeutsiulaianiusin | Zhang, Simin
you a happy shopping process Tdulinuguasiianala | Li, Xiayu Tong,
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AT 31 (o)

fianvassnnu A0 fian
Live streaming shopping makes you AUNAANEUAUNITIUTY | Danzi Liao
enjoy watching the product msiauedualulad (2025)
recommendation process anaul
Live streaming shopping makes you mssuaslaansusinlnay
input the corresponding emotions iﬁﬂ?}'uL@]}uLLasﬁﬂma
when watching the recommendation
process
aut34la (Perceived Trust)
The streamer will treat me with Hurelvianuaulalazoua
enthusiasm and care. AGULERNT
The streamer will kindly reply to my | H¥18RaUAIINUYD:IY FaLUasann
questions on the bullet screen. 281955 aztTuling Xiaolin LI
| will freely share my thoughts and 5u§§ﬂazmaﬂ1ﬁ]ﬁ%mm (2024)
feelings with the streamer. ANDINNTDUAAIAIIL

Anwiuiugue

| believe in the information that duideiieteyaiioafu AnuUasann
streamers provide through live ﬁuﬁwﬁﬂmaﬁwmuﬂﬂaﬂ Van Tinh

streaming.

ANy

Hoang (2024)

| think the anchor will solve all my

doubts about the clothes on sale in

duiiuladgugagneude
asdevasulaageTIn)

time. warAsIUTTLAY

| think the online comments on Sudolimnufadiueas | anUasann

clothes on sale are objective. lulaanIuiinay Hewei Tian
Ydette

| think the clothes recommended by 5UL%aﬁui1§uﬁﬂﬁﬁsms

the anchor are of high quality. ﬁ'n,auaﬁammwmuﬁuaﬂ

wqaﬂ‘ssumi*’%’ﬂﬂﬂﬁuwﬁu (Impulse Buying Behavior)

While watching the live streaming, | Susinaulagedudeting

often buy things spontaneously. swSalngldAnuuy fALUa%IN

While watching the live streaming, | 5u§'§ﬂamﬂ%’aﬁuﬁﬂ Van Tinh

feel like buying more things than |

need.

110N AFR LAY

Hoang (2024)
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M99 31 (5l9)

flanvasArany A0 fian
As | watched this live streaming, | Suoaumitlillénaumny
experienced a sudden urge to buy Ve W suswlad
things | had not planned to purchase. | @n3u
As | watched this live streaming, | 514%@51451‘17@151}@@;114
wanted to buy something even mami%’aﬂﬁwaﬁu ARLLUAIIN
though it’s not on my shopping list. Yu Xiang Xia,

As | watched this live streaming, | felt 5u§§ﬂ’e]mﬂ%aﬁuﬁﬁﬁuﬁﬁ Seong Wook
a sudden urge to buy something. Lﬁuﬂm’mﬁ’uaua Chae, Vi Cai

As | watched this live streaming, | was | au@pduA1niue suainse | Xiang
inclined to purchase things outside my | Au3AnluvMENITTUYY

specific shopping goal. Taflan3u

< £ a

3.4 NuTIUTIUTeyadlY
N154AUTIUSINTRY AR LT UNITHIY MS Forms tastneuns uuvasuauluds
1 1 | & 1 A I A 1
nquid g utenseaulal 1y Facebook wax Line 1uszeziian 3 oy lagds
wuvasuaalusseziiofnnung warnsyiulinneusuugeuauvinisneunduiiobitula
Jlenquiiegeiiigane wazdauvainuaty ladnisldmadanisussvidunugeu

v
p=1

insevedinueaulatl uenani limsnsivdeunazAnnsesmmaunliauysaivieliaenndes
funamfmuaiellaveyaniauandmiunsiiaszvdely

q

3.5 Awnzideyanqelusunsuneatia Jamovi
FRYToyaaINN1INBULUUABUAINNINTIIAINYNABY uazklwmanany laginly
a ¢ v o & aa . Al ) ) ¢
Aasevinglusunsudisaguneats Jamovi 2.6.44 ilenndudunavesinguszatd uag

anyAgulagatanlalunsinseideyansil

N

e

351 ddeyanaluresuszrinsdiegrsuniiasizlaeldad Aiganssaun
(Descriptive Statistics) 141l paS Ursdnumrv0INguA10879 19U e 81g T18ld way
Uszaunsainisdedudeilataniuds

352 ihdeyadudsuniiasizvieadusznouiadisn (EFA) ilensiaaeuiiuys
LAZAULANIZANTDIRILUT

353 ifulsusariuimageuanuifesiu uaranuudeiieveauuaeuan

354 WieayadinUsundinsiginisanneenvan (Multiple Regression Analysis)
e Anudutussenineiiuys wazmanudndedoveslunafiserutiudduniadfd
0.05
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NANI538

Tunsfinw “dadefifivswasionginssumstoduiuuudunduvestuslnariular
ansud e’ §Aduldvianadununiuteyannngudaegieusssinsi enduegluiun
nyamamuasuazUIuama tnelfuuuasuniuooulay nduiregieiililunisAnuadsild
$1uau 348 au Teyadilagninuniiaseilasldlusunsy Jamovi tiloviinsnaaouaay
Fosuresuuuaounu uagdinsieideyanvadiniudisusdl

4.1
4.2
4.3
4.4
4.5

namlneideyamluvenguiios
HANTTIATIENNNINTLANEFIVDI DY AP AT ATINTTEUUN
HANNTIATI2YBIAUTENOUTEN I
mMsnnasUA L TeNlE BB
HANITIATIEVANNITOANDENY AR

4.1 wWan1saTIEdeyaniluvanguidagig
nsesendeyaniluvesnduiieg19diuiu 384 au andunisiagldadmigans s

(Descriptive Statistics) € k@i N15KINLIIANNE (Frequency) LaznIshaniiosay

(Percentage) MTAAsIEntayan1slseiInsatanslunuidel 1935n1suanuasteyanie

Tsunsu Jamovi  dsaunsaagunatlusnugiuasnisisliegredaiau deuanslunisd

LENING

a a v G
MA19199N 4-1 Naﬂ']ﬁ')Lﬂiqgﬂmaﬂﬂlaﬂigﬁﬁqﬂiﬁqami

dayanaly 31U (AY) Souaz (%)
LN
U418 114 32.80
N 220 63.20
Bun 14 4.00
574 348 100.00
018
i 18 ¥ 19 5.50
18-24 ¢ 210 60.3
25-34 9 79 22.7
35 -44 ¢ 21 6.00
a5 Yuly 19 5.50
593 348 100.00
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o .
M199N 4-1 (F19)

Hayavly 31U (AY) Soway (%)
1ela
N3 15,000 U 25 7.20
15,001 — 30,000 U" 230 66.10
30,001 — 45,000 U 54 15.50
111N 45,000 U 39 11.20
574 348 100.00

NAN19T 41 mﬂwamiﬁﬁ’mﬂ&juﬁaaamﬂgwm 348 AU WUILWARDN 220 AY
Antlusosaz 63.20 inAe 114 au Anlusesaz 32.80 wagdn 14 au Aatlusesas 4.00
Lidesnsszymanguiiogsdiulngeglugiseny 18 - 24 U f1wau 210 Au Anluseuar
60.3 s9vavAengueny 25 — 34 U 1w 79 au Andusesas 22.7 nqueny 35 - 44 T
Anidusosar 6.00 ndueny 45 TTuly 8wau 19 eu Andudesay 5.50 uaznguengsiny
18 U $1uau 19 Au Andusewvas 5.5

dnvosneldiadedoiiou nguiegeiifisngls 15,000 - 30,000 U 11 230 AU
Andusevay 66.10 mqaamﬁaﬂejuﬁﬁiwﬂﬁ 30,001 - 45,000 UMW 31U 54 au Ancdudes
av 15.50 318l u1nn3145,000 vinduly $51uau 39 au Andudesas 11.20 waznin
15,0000 U $i51u 25 Au Anluipeas 7.20

'
[

4.2 WANITIATIENNIINTZAIEAIVDIUDYAGILADALTINTTUUN
HAN1TILATIEATBLAATUNITIATIEN T TET

HaNFNafaNgANIITUNITTOAUATLUY
dunduvesusiaasulaflansuis

A3 4-2 - ALedskazdIulewUINNTIgIY

AU Mean | Std.Dev

AusAS2luN1580815 (Communication Immediacy)

& s v o 5 a Yo Yo o a o
miﬁﬁaaummulm/\lammnSiﬂauaﬁuﬂiaaﬂmLL@%I@iUﬂW]EJULﬂEJ’JﬂU

a YUVe o 6.14 0.806
AuAlaviug
nsFedumnulatansuteliduaunsaLansauAnTiulAvale
1 a L% & 1 a 6.18 0.911
JUWUU WU Wndan w3adedlud
nstedurKulanansutigliausaniriisunasne AURU8nTN5 1Y
N ! “ 6.04 0.833

9399
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ar

AN Mean | Std.Dev
auLdadie (Credibility)
Fudeifeuaieafududiifueiiaueiinnugnieuasinieto 574 | 0912
msansavidenmaedliduiaiwosuevilrdusiullununmdui | 596 | 0884
Huelvideyaseavidunveduiiegnensuniu wu aue & Jag uaz
wnsldau i
AMUUWLIAY (Entertainment)
nsunauevasslulafansulimuiiaulavasaunauiy 6.05 | 0.851
USIEINALAENISIAReUSE NI e AURTvI IARUS dnnanmnau 6.05 | 0.867
nssuvuladassuh vdusandounanswasaunauiy 584 | 0.998
AMAIAIUNISIYU (Perceived Utilitarian Value)
guihiauslulatlaniunssiunufesnisvesdy 593 | 0.923
dudminaueiannmuasUsglovilliassliass 6.00 | 0.826
dufmiauswanzaniunslinuluiinUss s fuvesdu 597 | 0.788
dunihaueldudsidudiomislives 586 | 0.894
Fuiihavetieuitywivseneulandnisldiuvesdulss 593 | 0.883
ufiniiauednmidumiuysglovinldsy 581 | 0.856
AMAIAIUAINEGY (Perceived Hedonic Value)
nstoUtarulaanduvliausdnaunauiu 581 | 1.08
nsteuteinuladassmhliduiiauauuazfioela 587 | 0974
Aundamauiunisiurunisunauaaualulatansy 580 | 1.08
nssumalatlassuviildduianauduuassme 560 | 1.14
Aal3919la (Perceived Trust)
duelinnuaulanazauaaniag19f 572 | 0.968
AuenaumauTesEuegNTIn T Landuling 587 | 0916
FuiAnazaanlafiaznudiaiuvionansmiuAaiuiugune 585 | 0.963
Juidedetoyaiiafuaudmituieinauslulaasiu 570 | 0.949
Fushilainduoazmeutoasduvesdulfosunniuasasaseiiu 577 | 0.929
dudeimuAaiuagiilulafasiuiiraniidede 553 | 1.11
Fuidesiudumigustihiaueiinuninmudiven 555 | 1.03
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M597 4-2 (s19)

AN Mean | Std.Dev
woAnssun1svelnedunau (Impulse Buying Behavior)
Sudnauladeduagienniilaglifnuin 540 | 144
SusAnosnntiodudnannniniisdlal iy 558 | 123
SudoRumililldnaunulinou Wodhduruladasia 523 | 165
Sutoauiilildeglusenistoutae sy 519 | 1.68
SusAnosnntaufiuifiiuunetiaue 518 | 1.46
Suodudmuensuaiviioruidnlurnenisiuralaianis 553 | 137

NA19197 4-2 TauansA1Lad o (Mean) Lmzﬁ'amﬁhamummgm (Standard
Deviation) vesiautsildlunisdine amnsaagunansitasiginisnszaneiivesteyald
deil Tnenawsan wudn yniladedanadseglussdugs (Fuafsannnd 5.00 9inmpsEY
7 53d) uandliiudinguiegadmsduiluidsuindessdlsenauvesnisdedudiniu
lavlandufis woriuualduwanmainssunisouuudundulussfudeutiegs

supusInisalunsioans (Communication Immediacy) dfnadggszning 6.04-
6.18 lnedofiiiiadsgiqnfe “ MsaunsouansanuAndiulivaissuuuy” (Mean = 6.18,
SD = 0.911) azvieubiiui i uslaasugdeanusinsauazauldnounuuriufives
lavlar3uegretniau vauridrudssvunmsguegluszdus (i 1.00) uaasdsanuiiy
NreutaenndosiurenaguFiegng

sfupnundede (Credibility) ﬁﬁma?aagjiwdw 5.70-5.96 lagUselAunsaIsnse
wmaaﬂ%’ﬁué’w%ﬂﬁmLaﬁﬂqqqm (Mean = 5.96, SD = 0.884) wandlimiiuinnisunauaduan
uuuidiunmaissiaiueiutulvesuilon el Ansnsyaieidsedlusgduin asvou
femnasinaveveseLAnLfiu

f1uAILTULAS (Entertainment) fiAL0A 808581919 5.84-6.05 Tagasstousni
Aedsiiudl 6.05 wansiuslnasuddsmnuaynuazmiumaainauainussena
nslail vuziadaudeavuinasgudilngidesnda 1.00 sndude “$announatouas
aynau” (SD = 0.998) Fsdisfioheglussivgonsuls

srunnuAfuns1TaL (Perceived Utilitarian Value) fidindvegszmning 5.81-6.00
Tnedo “Guiiaunmuazuszlovildassliads” firadogean (Mean = 6.00, SD = 0.826)
wandbiviuinguslaalianudidyiulsslevdldaesvesdudiagnunn uaziauanii
ABUTNADAARBINY

FuAAIA1AILAI1NAY (Perceived Hedonic Value) fiA1ad sog5emi19 5.60-5.87
Feoglusziuguduiy edslsfioy dudsnguilfimdudonvunasgudeutisgduuisde
W “msfualaianduiliduddnd udunazianie” (SD = 1.14) azieudingney
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wuvaeunufsziuaTmEndiensuaiuandnstuneaunns setenadlesnanuszaunisal
TumsSurauagseaunsiidusiuvesusazyana iimileuiu

sumali19le (Perceived Trust) fidiadsegszning 5.53-5.87 laede “fuiomneu
Manuegenniezduiing” S edegegn (Mean = 587, SD = 0.916) wansiaunum
dfuesufduiusseninduetudde vnsieitu femaom anuAadfiusariiifin
Yndedie” (SD = 1.11) dardrudssuuninsgiuainnit 1.00 Feaziieuinneudsesu
arundotusedeyaningeuauduunnsitetu eilanaduegfuuszaunisaiduyanauas
sgauaulinddadeanimwindeuvaslafianiy

mqumnsammw ’eJIﬂEJa'U‘Wﬁu (Impulse Buying Behavior) :umLaa EJ’eJEJ ¥R
5.18-5.58 @saglusyiudouiiegs ImmammwmammmuwEJ@Luumm%mmﬂmw 1.00
wazurstefianguiu 1,50 agioudingAnssunisdonuvdunduvesmeunuuaouniudl
anuLanastussudnnluuazyana el eraf sadestudnuusddelunisde
sERUNMIAIUANDISHAL kasusumazluvsTuvaladiansy

asuléin nquiegeiimstudidanndennesdusznauvesnistedudkiulataniy
Tnguusiummsanidlumsdoas anuundefio anutiuis wasanadunsldau
frnadeeglustiuguasiimaudonuunnsgiureudng asiouidpoviinudndivly
Tufimmaidieafureutnemin vazfidudsiunueduasgy aulings uazwgingsu
mstelnedundy wifianedvogluseiuas wilinisnsznedmesinoumnni lngiams
nginssunsgelnsfunduiifidrudenuumassgiuynde oty uanddiidiuingno
wiazauilseduensual Al ediy LLaz‘wqﬁﬂiimmw‘i’mﬁuiﬁyaLmﬂm'wh"uwaaums
lpgnnsindsasviowdn guslaasusideuindelaianiuneuidsy wasiuuiliufanginssy
nsdenuudundulusedudeuings wiazdauuanieseyanalufiidiueimeluay
neANTINRE U

43  NAN1TIATILDIAUTENBULTIET

PMNNANITIATIEVDIAUTENDULTSE1523 (EFA - Exploratory Factor Analysis) Taele
Jamovi titeBudfudinuuaeunuillassaiesiiadeimnyaniunguinlsluanuide

ANTNLAAINE Kaiser-Meyer-Olkin (KMO) Measure of Sampling Adequacy Fudu
maﬁﬁﬁiﬂumwimﬁummmmzamaﬁayjaa"m%’umﬁLmﬂzﬁaqﬁﬂizﬂamiaﬁﬁm
(Exploratory Factor Analysis - EFA) Imamméj@%ﬂuﬂhﬂ 0-1

Taestld fn KMO Sinausinisfiansaindai:

KMO > 0.80 Fulumanedia mmmezamqqmnﬁ%ﬁmﬁmeﬁaqﬁﬂizﬂau EFA

KMO 0.70 - 0.79 msngds Senumngausnniiaziundieseiesiuseneu EFA

KMO 0.60 - 0.69 e AmnumanzanUunansfinstninseiesiusznou EFA

KMO 0.50 - 0.59 e numnzautosiiaziuninssiesdussnou EFA

KMO < 0.50 nianefia liwsngauanusunisinunimsiyviesndsenou EFA
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A1519% 4-3 A1 KMO Test

KMO Test
Kaiser-Meyer-Olkin Measure of MSA
Sampling Adequacy (KMO)
Overall 0.927

910A15197 4-3 WU31 A1 KMO Overall fiawvindy 0.927 @ soglutnasivi fiuan
(A111nA71 0.90) wanaliiingn aunfieg 198l ANUnLNaNE 19 NE NS UNTIAS1EH
93RUsENIULTIE529 (EFA) Famunsnnnuiadaudsildlunisinefinuduiussuiisme
warannsaldlumsadisladelfedramnzay lunsimsizvased HIlaldIsnsanie
99AUsznou (Extraction) wUy Maximum Likelihood 1 e9a1nd w3 s 7 inuizdwsu
neTeideyaidaUsuna wastaliautsaesunglastasvesiauUsuwlslaeg s
vaugiioatu 3 eidonldnsvauunuuuy Oblimin L1 esaindaudslunisidentei
LU AMAIAIUNTIEIN ANAIAIUAINEAY warA1NlTI1ele Hwunlduduiusiuniunsey
WUIAATBINISINY N15HURAINA139Y 8 TAHANTIILATILRAT N DUAIIN T UWUE TENIN
panUseneulneg1uuNIEaUAUANYULYRIRILUS

a5l 4-4 Exploratory Factor Analysis (Factor Loadings)

Factor
1 2 3 a4 5 6 7

PUV4 0.752

PUV3 0.709

PUV2 0.707

PUV1 0.612

PUV5 0.570

PUV6 0.523

IBB4 0.943

IBB3 0.927

IBB5 0.701

IBB6 0.627

TRU4 0.733

TRU3 0.495

TRU6 0.470

TRU5 0.455

TRU7 0.405
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AN519% 4-4  (di0)

Factor

1 2 3 4 5 6 7
ENT3 0.797
ENT2 0.651
ENT1 0.601

cn 0.727

Cl2 0.714

cl3 0.590
PHV1 0.768
PHV2 0.561
PHV4 0.339
CRD3 0.669
CRD2 0.526
CRD1 0.505

P4
o

d‘ 1 a % U f-:l'd o U a
NATNN 4-4 WU NFILATIZNUINY @10150aTUnguaILUTNUAINEIATLAZIUY

wiinasnusgnaugsls Al

J9389 1 Usznaumiemawls PUVA, PUV3, PUV2, PUV1, PUV5 wae PUV6 SIU919UA
6 s Fangrteeiu nMssuzamaA1nunsldeu (Perceived Utilitarian Value: PUV) lag
firuminesrusznousyszning 0.523 — 0.752 wansliiuiduslansuiainissugula

a Yo v A & & v ') o a A vy 1 o« a a

ansutielnlasudeyanidudsslevd Auen waratuayunsinduladelaetiaiiusz@viam

J9389 2 Usenausesakus IBB4, IBB3, IBB5 way IBB6 S2UNIMUA 4 AduUs F9asnay
fangiinssunstelagdundu (Impulse Buying Behavior: 18B) lnedlenuminasdusenauag
FMIN 0.627 - 0.943 Ususlnaduuiliudnduladeduiegesiniiseninanissuy
Tad

Ja399 3 Usynaunaasnds TRU4, TRU3, TRU6, TRUS way TRU7 538 5 AauUs
Fangrtesiu mulingla (Perceived Trust: TRU) Inediatmtinesdusenauag s1ing
0.405 - 0.733 wansliiudianuideduseueuasunanasuiunuindenisusediuaiy
Wneiovastayalulaflansy

79989 4 Usenaunieskus ENT3, ENT2 wag ENT1 594 3 faukUs T9aeviaund ANy
JuLfa (Entertainment: ENT) lagd a1 amidnesd Usenoueg 5en31g 0.601 - 0.797
wansliliuIn A aynauULasusseInIAveslalansuiinasanisiidiusuveguy

Ja787 5 Usenauni8makUs Cl1, CI2 way CI3 594 3 6wUs F 940 8239 090U

< a . . . a g Ly 3 1
ANuTIALsIluN1sieans (Communication Immediacy: Cl) lngdAimdnasAusenauag
1 v & 1 a" < ¥ 1 a 4

58138 0.590 - 0.727 UandlilAiuIIN1snouauasisIngIvee Yl uUseaunisainig
SUL
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adefl 6 Usgnausedauds PHVI, PHV2 uag PHVA 521 3 dauds Geazviouda nng
YufamuAIRIuAIINAY (Perceived Hedonic Value: PHY) TneiAiminesdusgnousg
J¥UIN9 0.339 - 0.768 kansinANundamdulazesualdauIninaseussaunisainissury

936l 7 Usznoudedauys CRD3, CRD2 uay CRD1 574 3 fuvs Faifendosiy
Aruidedevesiiiusiens (Credibility: CRD) lnefintiminesdusenouag sening
0.505 - 0.669 UstinmdnuaiLararanideiovesiueinadenisiuivesiuilae

MnuaneTzinudt Jadefifamiminesddsznevauarianiduiigaiie ngfnssy
nsdelasdundu (8B) Lag n1ssuiamadunsldau (PUV) wansliidiuinguiinals
Ay fulselowiildsuanlaianiuenud fuunldunisdnduladeviud vneditade
suaalinga (TRU) anaduldia (ENT) anusaaidalunisdoans (C1) uazaninindedie
Y08 (CRD) Aflunumatuaywetafituddgdenszuiunisindulanaing1

4.4  nsnedeuandeulususuuusaUay

NnuaNINAgeUAIT afievealuTasuaL AT Iwlaely Jamovi anmsgungy
Frog19vanan 348 AUTsRuamIAn Cronbach’s Alpha Lﬁ'a@dﬁﬁ’]mﬂuLwiaza'auﬁmm
aenadasiurnselil Tnee1 Cronbach’s Alpha > 0.7 edussdulivngaunan snaaaUaIy
Weshmeswuudeuandl fil

A519% 4-5  NSTAFBUAINULIDNBVBILUUED UL

Fauys Mean S.D. Cronbach’s (Q)
Cl (Communication Immediacy) 6.12 0.701 0.764
CRD (Credibility) 5.88 0.738 0.780
ENT (Entertainment) 5.98 0.809 0.871
PUV (Perceived Utilitarian Value) 5.92 0.715 0.909
PHV (Perceived Hedonic Value) 577 0.945 0.907
TRU (Perceived Trust) A 0.811 0.922
IBB (Impulse Buying Behavior) 535 1.29 0.938

NANTIT 4-5 WUIIMITLAAIANLRAY (Mean) damﬁmmummgm (S.D.) wag
A1Audesiuresiauls (Cronbach’s Alpha) uiiagdaudsudnlun1sise nanisiasenh
wudAAnadesiuegsening 0.764 - 0.938 Gsganinnaeiuinsgu 0.70 wanslsiiugi
wuuaeunuiiauaenndesnelusglusedufediinn Tnesuusiitiianudesiugsiianfe
wefinssunsdelasdundu (IBB) (A = 0.938) sesasunie A1wlinsla (TRU) (@ = 0.922)
LAZANAINILNITIEIU (PUV) (OL = 0.909)

Sofinsandads wui avwsimsilunsdeans () dduedvgsiian (Mean = 6.12,
S.D. = 0.701) 599831178 AIUTULAS (ENT) (Mean = 5.98, S.D. = 0.809) LagAMAIn 1Y
n1559911U (PUV) (Mean = 5.92, S.D. = 0.715) mmzﬁlwqﬁﬂsmms%yaimad’uwa‘"u (IBB)
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fAnade 5.35 (S.D. = 1.29) agviouitfuslaadivuilduauinsdessdusenovvedlafaniy
wagngAnssuN1selusEAUABUTIES

4.5  WANITIAATIVENNITANADENVAM

N5TLATIERaNN1TnAneE N A A (Multiple Regression Analysis) 1417 8@ nwn
AuduRus sEndedauUssaseuardauusniu Tnefiansana1duusyans annes (P)
e TndvEnavesfuysdaszadulsyavSanduiusnm (R) uazAnduuszavinisimun (R?)
TgUszidiunuansaveslunaluniiesuienunl Us eI UTaL ANTautydAy
Meadn (pvalue) Ustndulsdassiinasemnennsalfulsnumnield win p < 0.05 o
Jriledf e wenaanid n1sHeNsENAIAT (Intercept) AIAUARIALAR DUNINTFIU
(Standard Error)

nay Stimulus

Cl (Communication Immediacy) el anusInsalunisdeans
CRD (Credibility) i TtnN AnuULTede
ENT (Entertainment) WD AU

ﬂZj::i,J Organism
PUV (Perceived Utilitarian Value)  wiungiy AA1AIUNITITIY
PHV (Perceived Hedonic Value) — #sngis AANNIUAINAY
TRU (Perceived Trust) HRRAN AulI¢la

n&ax Response
IBB (Impulse Buying Behavior) RRRE NOANITUNIITRLALRUNEAL

(Y]

HANTIATIZVAUNNTOADDENAME Fiail

MINN 4-6  HANMTIATIENAUNTANnRENAMENTU Perceived Utilitarian Value (PUV)
AANNdOAARBIYRLLIAA (Model Fit Measures)

Model R R? Adjusted Sample Size (N)
RZ
1 0.686 0.470 0.465 348

mé’mﬂigﬁw’émaaa (Regression Coefficients — PUV

Predictors Estimate SE P Stand. Estimate VIF Tolerance

Intercept 1.118 0.2982 <.001 - - -
Communication 0.120 0.0337 <.001 0.160 1.31 0.764
Immediacy (Cl)
Credibility (CRD) 0.344 0.0477 | <.001 0.355 1.57 0.636
Entertainment 0.287 0.0400 <.001 0.330 1.37 0.728
(ENT)
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NANTT 4 - 6 nanITIATIEYNUL FauUsdaseyndalulaieafian Variance
Inflation Factor (VIF) 8¢ Tus 29 1.31-157 § 90™n21unmsi 7 sousuld (VIF < 10)
wazflAn Tolerance 9g 581319 0.636-0.764 @ 3g9n3wnaueidusndl fmualy (Tolerance
> 0.10) Hasanauansliiiiuin daudsdaszynidldddgmauduiusiuesdussivas
naaluiinleym Multicollinearity Tuuudnaes

G eRarsanAduuszdnd n1500008704UUUTIABY NUT1 FIUUIAIINTIAGY
Tumseans (Communication Immediacy (C) sianSwasiennrsunisldanu (Perceived
Utilitarian Value (PUV)) ae 198 e d1auni3ad § 7 svau 001 (B = 0.160, p < .001)
Tnefifanisanuduiusiduuin vaziioafuiiuusaauddedie (Credibility: CRD)
fivswasonuAfunsldusgiided fynadfdsedu 001 (B = 0.355, p < .001)
wazd A uduNUs LU An19uIn @1ns U UIAIUU LTS (Entertainment: ENT)
wuiriidninasenueinunsldauegreidedidymisaiadszau 001 (B = 0.330,
p < .001) Ingdanudniusluniamisuiniguiu

dofiansmAIduUsedns uimsg1u (Standardized Estimate (B)) wua1 #auus
fiflsnsnageqasenaatdunisldau Ao miuundeiie (CRD) (B = 0.355) sesasnAe
ATuie ENT) (B = 0.330) uay anusansalunisdeans (C) (B = 0.160) auddu

NTBULWIAANAT R 111U 0.686 KanIDITeAUANFUT WS TenI9YadILUsase
fududsauluseauAeutnegs uwagden R 1A 0.470 Mg frulsBaseiiamun
lunseuuwIAna1u5aTIRUBTUIEAMILUTUTINTBIAMAINTUNTTLEN (PUV) la5eeas
47.0 wnuzfiAn Adjusted R2 111U 0.465 uanadspuanunsalunisesuiennunUsusi
YesnTouLAnEloUTuLA s UL sBaT LAz T ANaNT o W Feavioudnnseu
waAadmealunsesuiedulsnaluseauia

M990 4-7  WaNTIATILNAUNITANDENVAEMSU PHV (Perceived Hedonic Value)
AIMNNEDAAABIUBILILMA (Model Fit Measures)

Model R R2 Adjusted Sample Size (N)
RZ
2 0.787 0.470 0.615 348

mduUszavsanaes (Regression Coefficients — PHV)

Predictors Estimate SE P Stand.Estimate VIF Tolerance

Intercept -1.001 0.3393 0.003 - - -
Communication 0.763 0.0456 <.001 0.6540 1.31 0.764
Immediacy (Cl)
Credibility (CRD) 0.129 0.0543 0.018 0.0996 1.57 0.636
Entertainment 0.166 0.0384 <.001 0.1647 1.37 0.728
(ENT)
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NANTNT 4 - 7 wansiasginudn fauusdasgyndalulunafian Variance
Inflation Factor (VIF) 88 Tuv29 1.31-1.57 & asn21unaai i seusuled (VIF < 10)
uazdlAn Tolerance 98529119 0.636-0.764 Fageninnasidusiifiuualy (Tolerance
> 0.10) wasanauansliniudn dauusdasenndilifiiguianuduiusiuesdussiuas
naaluiinleym Multicollinearity Tuuudnaes

ofie1sunAduysEans n1sannesr0uuUTIans nu11 AIuUsANTIAGET
Tun1380813 (Communication Immediacy (C1)) 1dnSnaseAmA191UANEY (Perceived
Hedonic Value (PHV)) o8 193 od A yn19ad @7 sesu 001 (B = 0.6540, p < .001)
Tnefifanisanuduiusiduuin vaziioafuiiuusaauddedie (Credibility: CRD)
fidvswasonAiunugued wildeddynadafisziu 05 (B = 0.0996, p = 0.018)
wazd AUdUNUS LuT ANI9UIN @1 UAMUTAINT U (Entertainment (ENT))
wudriidnsnasenmAduaguesadidudAymeai adisedu 001 (B = 0.1647,
p < .001) Ingdanudniusluniamisuiniguiu

iefiansmAIduUseAns u1mag1u (Standardized Estimate (B) wu31 §aus

SvinageansenmAvhungy Ae AnusIslunisdeans (C1) (B = 0.6540) SesaswN
Ao anuliuidia (ENT) (B = 0.1647) uag mnsniudedio (CRD) (B = 0.0996) nudsu

nsaULWIAATAT R 111U 0.787 wansdieszaunuduiussenineyninlsdase

Aa
A
®

fududsauluszAuAsudnegs wazdlAl R2 W1Av 0.619 n118AINI FuUsdaseianun
TunseuLwIAnaN139TINAUEEUIEAURUTUTINVBIAMAIRIUAIINEY (PHY) lnSosas 61.9
Yuzdian Adjusted R? 19U 0.615 wanadismnuanuisalunisesuisanuulsusiuves
nseuuAMaUSuLAmNF T LU TBassLavInAnduiegaLds Feasvieudinsey
wdadaumnzalunisesueiudsaalussauia

M19199 4-8  NANITIATIENAUNITONNDENNAMAMIU Perceived Trust (TRU) A1AY
donnantvadtiing (Model Fit Measures)

Model R R2 Adjusted Sample Size (N)
RZ
3 0.743 0.552 0.549 348

aduUszAvsannes (Regression Coefficients — TRU)

Predictors Estimate SE P Stand. Estimate| VIF | Tolerance

Intercept -0.542 | 0.3230 0.094 - - -
Communication 0.180 0.0366 <.001 0.203 1.31 0.764
Immediacy (Cl)
Credibility (CRD) 0.432 | 0.0517 | <.001 0.378 1.57 0.636
Entertainment 0.350 0.0434 <.001 0.342 1.37 0.728
(ENT)
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NANT97 4 - 8 HANTIIATITENUTT AauusBasenndluluiaaiian Variance
Inflation Factor (VIF) 8¢ Tuw 29 1.31-1.57 § 9@ 1n2 a7 seusuld (VIF < 10)
wazflAn Tolerance 083291919 0.636-0.764 eganinnmaid usiifavualy (Tolerance
> 0.10) Hasanauansliiiiuin daudsdaszynidldddgmauduiusiuesdussivas
naaluiinleym Multicollinearity Tuuudnaes

G eRarsanAduuszdnd n1500008704UUUTIABY NUT1 FIUUIAIINTIAGY
Tun1sdeans (Communication Immediacy (C1) d8nswaneniuliangla (Perceived Trust
(TRU)) aeheiltfadfymeadafisesu .001 (B = 0.203, p < .001) lnefifanisaruduius
Juuan aziiertudauusainuynd edie (Credibility: CRD) S8n5naneaiuliingla
ataiedidynieadffisedu 001 (B = 0.378, p < .001) uarfiaruduiuslufianisuan
dusudaulsn1uUwi (Entertainment (ENT)) wudnfidns wasiaaa1ulianelasg s
fifedfyneadffisesu 001 (B = 0342, p < .001) Ingfaruduiuslufiamauinguiy

i oflarsanAndulszdnsu1nsgiu (Standardized Estimate (B) wuan duvs
fiilavswagugasianalinga fe Anuunidetio (CRD) (B = 0.378) sesmanfio Anutiuiis
(ENT) (B = 0.342) uay Amrusastunisdeans @) (B = 0.203) auadu

NTOULUIAATAT R 1WA U 0.743 kandiesenuninuduius senineyndiulsdass
fuiuUsmalusydudeudisgs uasdidn R2 winiu 0552 mneannd fuUsdassianun
lunsouuulAnaIlTasAuesUIBAINLUIUTIUYRIALLTgle (TRU) lWSesay 55.2
Yueiian Adjusted R2 iy 0.549 uanafisanuanunsaluniseSuieauulslsiuees
nsouunwIAn aUSULA R UT IR IMUTS aszuazIUIANg UF 208 19ud T eayioudn
nseunwIAndAIwInzanlunsesuIefuUTaluseauia

M13197 49 HANTIATIEVANNITaRnRENYIAMETU Impulse Buying Behavior (IBB)
AIAINEDAARRITadlIAa (Model Fit Measures)

Model R R? Adjusted Sample Size (N)
RZ
a4 0.612 0.374 0.369 348

mdulszavsanaay (Regression Coefficients — TRU)

Predictors Estimate SE P Stand. Estimate VIF Tolerance

Intercept 0.612 | 0.5148 0.323 - - -
Perceived Trust 0.700 0.1178 | <.001 0.4135 2.66 0.376
(TRU)
Perceived Hedonic | 0.489 | 0.0857 | <.001 0.3287 1.82 0.548
Value (PHV)
Perceived -0.175 | 0.1322 0.185 -0.0879 241 0.415
Utilitarian Value
(PUV)
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MRN8 4 - 9 wan1satasIgsinud Aanusdaseyndaluluiaadien Variance
Inflation Factor (VIF) 88 Tuv29 1.82-2.66 4 asn21unaai v seusuled (VIF < 10)
uazdlAn Tolerance 985219 0.376-0.548 Fageninnasidusiiifiuualy (Tolerance
> 0.10) wasanauansliniudn dauusdasenndilifiiguianuduiusiuesdussiuas
naaluiinleym Multicollinearity Tuuudnaes

dofiansaAduUsEans nsnanesvosuuuTiass wuln daudsaulinga

a 1

(Perceived Trust (TRU)) ﬁ@wﬁwamawqaﬂiiumi%aimaﬁuwﬁu (Impulse Buying Behavior
(1BB)) egailtiddniadafisziu 001 (B = 0.4135, p < .001) Inedfiameaudusius
Juuan vugheniudusnmuaii1unlugy (Perceived Hedonic Value (PHV)) fignswna
ﬁawqﬁﬂﬁumi?}}ﬂmaﬁuwé’uaéwﬁﬁ’aﬁwﬁ’cquaaﬁﬁssﬁu 001 (B =0.3287, p <.001)
wardanuduiusluianiauan dmsudiulsaaeis1unisideiy (Perceived Utilitarian
Value (PUV) wuiTlifianswadengfinssunisdelasdunduedeildoddanads (B =
-0.0879, p = 0.185)

Wona1sanarduyUszd@nduinsgiu (Standardized Estimate (B)) wua1 dauds

=b

2

AAWNUAINEY (PHY) (B = 0.3287) vauedl aaArsunsldany (PUV) lifidvdnasens
HodAgdongAnTsunsuelpgdunay

a IS ' [ = v LY Y s 1 U a
ATBULUIANNAT R 11Ny 0.612 LLE‘WNEN?%WUﬂ’J']llﬂllWUﬁi%WJWQﬁﬂW?LLUi@ﬁig

flignsnageaadengAnssunistelnedunau fe Aaulingda (TRU) (B = 0.4135) so%aeu7
8

pmid) O) !

fudaudsnnalussiuuiunats uagdan Re winfu 0.374 mngaaudl faulsdassion
1uﬂiauLLmﬁmmmmiwﬁ’ua%mamwmmiﬂmuﬁuaqwqﬁﬂssmmséﬁyaimaﬁ’uwé’u (1BB)
6 ¥oras 37.4 anusfian Adjusted R2 VAU 0.369 wansdsaduaiuisalunisesuie
AALUTUTILYRINTUMNANE BUFULA M LI IUA LY T AT NaT YU AN NED0E 1 9UAN
FeagvouiinsounmaAndaamnganlunisesunefuusaulusesuia

R2 = 0.465

[ Arusiaslunsdedns

(Communication Immediacy)

v P
ﬂ_mmmwmﬂ'ﬁwu

*¥4() 203 **0.6540 (Perceived Utilitarian Value) ~

**40, 355 ‘
A A

* 00998\
0,378 ‘
w40 330 a

s
[ AU (Entertainment) 0342

~ R? = 0.369
R2 = 0.615 - -
B w0, 3287 neAnIsuNNTI0 e dundy
el ERE e - (Impulse Buying Behavior)
(Perceived Hedonic Value)

R? = 0.549

[ AsEnia (Credibility)

aulinda

(Perceived Trust)

S 0] R

= a ¢
AN 4-1  NIFAATISUNA



58

[y v o o

N dyanualseautudAgmnieaia
U

= N v

* nefa AdedAgneadanszau 0.05 30 p < .05

** pneie AudAyneadanTzavu 0.01 wie p < .01

°o v =

** e Atvd1Agyneedanszau 0.001 #39 p < .001
NANITIATIZRNUT f1 R? vaangiinssunstelaedundu (1BB) wiriu 0.369 Andu

Fouar 36.9% wanilunaauisaesuieanuwlsuTIuvesdUsnulalussaudiunai
Tnoiladefiisnsnare woAnssunisdolasdundu (1B8) uniignde aauliasda (TRU)
(Sig < 0.001, B = 0.4135) 593a3u7A8 N155UIAMAIRIUAINGY (PHV) (Sig < 0.001, B =
0.3287) vaueiimssuamuadunisldann (PUY) Lifidodfynieadd (Sig> 0.05, B = -
0.0879) Tuduvesdnmssuinmadiuninugy (PHY) fie1 R? = 0.615 Tneiladediidnina
mm?fqmﬁa mmsaniilunisdeans (C)) (Sig < 0.001, B = 0.654) s9a3NAD AT
(ENT) (Sig < 0.001, B = 0.165) wag AIUULTofD (CRD) (Sig < 0.05, B = 0.0996) Vol
ns3uianulinga (TRU) fAn R = 0,569 Tas AuYLdedie (CRD) fidnswagean (Sig <
0.001, B = 0.378) agUldan Yaduildmanonginssunisdelasdunduniaada e
15119l (TRU) wazamuAdiunmtgs (PHY) vawiiqaadiumsidan (PUv) lifidnina
IR PG ERRTh

HAN1TIATIEULLAaLEUNINUIY AandslulaunaaniisnasulgnuwUsUsIuYes
ngAnssunsPolnedundu (BB) li%esay 36.9 (R? = 0.369) Tsoglusziutiunans tnedlade
fiflenanasie 1BB maﬁqmﬁa Aulindla (TRU) egheditdeddgnieadd (B = 0.4135, Sig <
0.001) s09R%NAB MITUFANAPIUAINNEY (PHV) (B = 0.3287, Sig < 0.001) wazfinnssus
AuA19 NS (PUY) TdddnSnase 1BB agredldeudrdgnisada (B = -0.0879, Sig >
0.05)

d1m5uN15TUIANAIAIUANEY (PHV) wudrdudslulumaaiunsnasuieniny
wsUsuldgsiiadesas 61.5 (R = 0.615) lnstadediflindwaniniiande ausIniElunns
o3 (N (B = 0.654, Sig < 0.001) s99a3uNAD AIUTULTAS (ENT) (B = 0.165, Sig < 0.01)
warAudetie (CRD) (B = 0.0996, Sig < 0.05) mad1du drudauusanulingda (TRU)
A1 R2 = 0.549 Imaﬂa%’aﬁﬁﬁm%waqqqmﬁa ANUULIode (CRD) (B = 0.378, Sig < 0.01)
s99R9NAD AUt (ENT) (B = 0.342, Sig < 0.001) wareusaEalunisieans () B
- 0.203, Sig < 0.001) AU

Tnvasy wansfnudliiiuindadeiidmanonginssunisdelasdunduluuiun
vadlasiansufiswnniigade Aauliadle (TRU) wazn1ssugauaIf1uAINaY (PHY)
yauriin1ssugaarid1unsldean (PUY) L dnsnalasnsseg i doddynisada
avviouliidiuinlunisiadulaeruladaninis dadeduorsuaiaudfnuasanudodiud
unumdAgEInnNIINsUssiiuauAuAngUss eyl dane



unil 5
A3Una aAUTIENE LasUalauauue

mieides “Jadeiiddvinasongfnssunsdeduduuudunduresduiloamiula
an3ufielngerdansouwuifa Stimulus—Organism—Response (S-O-R Model) aATIEIN
Hadefudnuazianzresszuy ardnuaizgindusens liud anusinisilunisieans
(Communication Immediacy) autndede (Credibility) wazautuidie (Entertainment)
Fedsnasenssuvesiuilan Iiun AuAdumsldau (Perceived Utilitarian Value) Aauen
AUAIINAY (Perceived Hedonic Value) kaga3uliangla (Perceived Trust) uaginlug
weAnssunstelnedundu (Impulse Buying Behavionnsanwiassiifuauideidiua
(Quantitative Research) \iusauTIntayar UL Uvdoua ueeulall 91nnquiieg 191
308 Au uardiATIzddoyadeaiddugs Iiun n13TinsiziesdUsznouidediing
(Exploratory Factor Analysis: EFA) LLazmﬁm’iwﬁmiﬂmaEJ‘WV;@J@M (Multiple Regression
Analysis) tilonaaeuaNafgiumsise Tnefideldagunanside efvsona uasdolausuus
Psd il

51 #junaniside

5.2 2aUs18Nan15378

5.3 Jelauauurdmiuanidslusuian

5.1  @3Unan133dg

IINNIANYIUITLLALINNITETIINGUMBENTINIY 348 A tngldnisinseiada
B anssauT (Descriptive Statistics) I in N1549n4I3A NG (Frequency) wazaAniesas
(Percentage) L‘ﬁa"imiwﬁé’ﬂwmzmwigﬁmﬂimam%awﬁjmuLmuaaumm HANNSILATIEN
wuin naudiegsdu vy umeands $1uau 220 au Anlusovay 63.20 sesasunfe
ene 919U 114 au Andusesas 32.80 warhifeanisszyme $1uau 14 au Andudey
av 4.00 M908 WU nauiegvdulrgieglugaseny 18-24 U s1uau 210 A Anvdu
Fouay 60.30 999a9U1ADY01Y 25-34 U 911U 79 au Antlusesay 22.70 naueny
35-04 3 Anwufesar 6.00 nquey 45 DFulU $1uau 19 au Andufesar 5.50 wagngy
9199031 18 U S1uru 19 au Andudesas 550 dmsusoldadsreifiou wuin ngu
fegnsdrulngdselasening 15,000-30,000 Um 371uU 230 AU Anluseeay 66.10
59989171A 051819581719 30,001-45,000 U 31U 54 Ay Astdusesay 15.50 s1ela
11nN91 45,000 UIMAUlU $1uau 39 au Andudesas 11.20 waysgldmindn 15,000 U
T 25 au Andudesay 7.20
IINHANISIATIZINUIT nudleg1vdulngidunandgs eglugiseny 18-24 U
wazfineldindesoidousylugie 15,000-30,000 vm Feazvieuisnguiuilaafedndnu
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waz T udurihnuiidanuduestuunanesuditauasnissusalaianiy uenani
definsansamsiiensidiedsuazdiudenuuinasguesieson wuiusdedid
\J8aluuN1R3g U (Standard Deviation) 111091 1.00 Tagtanizlungudauuseun aa
Fruarugy aralinda uwasnginssunistelaedundy asioutrounuuauniudiany
AnunazUszaunmsaiunninsiudeutirannlulssiiuiieadesiuensunl sudesiy uas
nsdnAulaterud il anuusndedinanerainandnuasidedinyana sefunsiidou
Sufulatansy wazuiunamzluvarSurnvesrazynna

5.2 afUsena

MnmsfnuIdeides Tadufiiavsnaronnfnssunmsdoduduuudunduresiuilaa
Wuladansude” lnwendansaunuifn Stimulus—Organism-Response (S-O-R Model)
Avanuduiussenineadonszduainaninuadenvosiaianss Tiun amsinsalu
158 815 (Communication Immediacy) A311% 114 8@ (Credibility) waz A0t UL
(Entertainment) fidanasian1ssuTvesfuslan leun aardunisldau (Perceived
Utilitarian Value) A 4A 1A 1UA318& Y (Perceived Hedonic Value) hazmai1utia14la
(Perceived Trust) LLa3‘1i’11ﬂq'wqﬁﬂssumséﬁyaimaﬁ’uwa”u (Impulse Buying Behavior)
aunfAgiunaztoauisnesunelilasdedainuuAamenguiuazauideiineates
forieluil

5.2.1 auuﬁgﬂuﬁ 1 (H1) A1wsaLsalunisdea13 (Communication Immediacy)
HanSnalgauInsenuAIiIuN1sigau (Perceived Utilitarian Value) Han153tAs1gvinun
anusIndlunsaeasiivEnalsindenssuinumsunisldnusdsiidodfynsada
(p < .001) uansliifiuinnisnevaussiisins wasunelulaansuyaelviuslnasuiin
annsaldsudeyaiinsudu daau waniduusslovidemsdindulateldodiediusednsain
NafenaaenndadiunTauRWIAA Stimulus—Organism-Response (S-O-R) flasuneintlade
NITAUIINANINKIASDUNILUDN 1WU NITIANDURUUIUTA @1unsadenasionszuIunsius
meluvesjuilaa Bnisdiaenndasiuanuuns Lee & Chen (2021) uag Xia et al. (2024) 7
wudnuazmsidnouuarmmsInlunsdearsluladaniuiinadonisuszidiugaa s
wiihfiwesfuilaadaiu anunsaagulidn anusaisilunsiemaduiladddyiivieaiy
nssuinuataunsidauresuslaalunissuvulanansy

522 amﬁgmﬁ 2 (H2) anusanirlunisdeans (Communication Immediacy)
1BNFNALTIVINABAMAINUAIINEGY (Perceived Hedonic Value) Kan133LATIZMNUI
mnusailunsdeansiiavinadauandenissuinuaduniuauegisiidodfymada
(p < .001) wanslidininnisnevanesetaagy nslineuwuuiud wasn1sdoansuuy
Boalniluseninnislafan twadaszaunisaifaynauiy iy wasiumsdidms
VIR UTLNA HARINA1IADAAR BN UNTOULUIAA Stimulus-Organism-Response (S-O-R)
flosureintladunseduananimindenniouen 1wy anusIaiiilunisieas annsadea
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sensfuiorsunineluresiuilan uenainddsaenndaatiuauues Lee & Chen (2021)
Wwag Xia et al. (2024) finuindnvauznistdneunasdyyransdialuladaniuinase
Uszaunsalvnensuniuasnginssunstonuudundy dady annsnasuléa amunnd
Tunisd eansidudadedidyi vrsiasunissusquaid1uauguvesyuilan
Tumssurilaftaniy uasiunumsonisainssvaunsaifeensuallunssuiunmsindulade

523 amﬁgmﬁ 3 (H3) Mwsantirlunisdeans (Communication Immediacy)
fidvdnadeuinsennulingla (Perceived Trust) Han1siiAsizinudn musIsalunis

a

doansiidvdwaavansenissuianulinleegrfiteddynieadd (p < .001) uandlviliu
Imsnevauesisnia msbideyaiui uagnisldneunuuiFealmiluszninanislaan
PoaduaInnudeiuvesuslansedvouasunamiesilatiansy nadinanaeandesiv
N5aULUIAA Stimulus-Oreanism-Response (S-OR) 7 a5 ura11d958n5e RIERE
anmiIndenn1Buen Wy MIdeasiyiad annsadmadonnuidntindavesiuilag
uaznIReUALe et wTYsianansaananliuiueutaraandsslunisiusld dailug
nafiuseAunallindald uenaind suwes Lee & Chen (2021) uag Hewei Tian (2024)
geszyinIsidneunuuriuiivazauanvazvatladansuiiunuindiAgsanisasnaning
Thnslaluuiunlairomdise fedu aansoagulén mamsnsilunsdessdutiadoddy
feaiuasueulindavesuilaalunisfumuasindul sferiulaiand

524 @uudgiud 4 (Ha) mnuundedie (Credibility) SivswaiBsuansenamduns
14411 (Perceived Utilitarian Value) amsiasigsinuin anuuidiededdvinaidsuanse
nssuinaAdunsldauedraidedfameain (p < .001) uandliifiuiduslaansuying
duflusemsvdeguesiansinidede Titeyagndes uaziinnuiduiieatdn szuesinlad
ansuiiussleviuastsatiuayumsdnduladeldedrsiiuszdnsam nadnanasnadeaiy
nsULUIAR Stimulus-Organism-Response (S-0-R) @so5ursindladunseduainandnuans
vosiniusenisanansadmanonsussidiuanaesuilan uanani cuves Lee &
Chen (2021) wag Hoang & Dang (2024) s‘]’qgﬁyd'lmmmL%aﬁamaq;\J’J’@T%ﬁmmmﬁwmm
ddnysenissunuuaznsindulateluuiunladaniunomddes fuu amnuiniededs
Huthdvddiiniatunssuiaumsmunsldauesiuilaelunistoaudrulaiani

525 auuAgiuil 5 (H5) mnuydoedie (Credibility) finswaidauansenuidiy
A"gY (Perceived Hedonic Value) #amsiiasizvinuin anindediediavinaideuinse
Ms3uiamAiumLguetiituddymeaia (p < .05) wansliiuiileduilaasuiin
Juenseansumesiinnuundedolidoyansalunsunuaziinnuduiioondn azgaels
Juslanddnaynuardensualiaudunisiurumndu sadananaonndesiunsounuifn
Stimulus—Organism-Response (S-O-R) ﬁa%ma’hﬂ%ﬁjaﬂizﬁuﬂ’mamwLLméjammsJuaﬂ
iy erindeiiovedung aunsndmanenimeuausmisesunivesiuilan uenaniisl
AonAdDIiUILTIBY Xia et al. (2024) wag Chandra et al. (2023) inuinanuundoiievess
fidumemauardnuusvedlataniudnasoyszaunisainsersuaiuasng inssumstouuy



62

Fuwdu fasu anunseasdldd emuindeedutiafuddyfitioaiumstuinmuadiy
ANuEuveUslan uwavlunumsenisaiaszaumsalideuinlunisiusulatansy

526 auNAgiud 6 (H6) amnuvdedie (Credibility) fdvEnaldsuindenulinga
(Perceived Trust) HaMsiAs1EsimU1 Amnudefiedidvsnaidsuindeanulindasgredl
oddnmeadn (p < 01) waasbiiuindeduilnasuiinduevieansumesiauaile
Tusdla warlsitayatigndes asiifiussdumimdedudenuuesuazunanladalaiani
NARINEIADAAR DITUNTOURLIAR Stimulus—Oreganism-Response (S-O-R) & 1831831
Jadunszduannanmndeunisuen Wy amnuideiievedundsdoya awnsadinane
nszaunsiuimelusaznoliiAnanulinngla uenanissasnadasiuaues Hoang &
Dang (2024) wag Tian (2024) finuitanuundefievesaniuiuesuazauanvazveaslad
ansuilnalagnseioseauaiulinndavesduilaaluuiun Live Streaming Commerce
fadu anansoaguld anmhdeiefuiadvddyiiteatuainmilindavesiuilan
wazifunalnddalunsudndunginssunmsderuladassu

527 auufgndl 7 (H7) pmduiisvesnislad (Entertainment) fiavEnaldsuinse

Y

AMANNIUNSETIIU (Perceived Utilitarian Value) HaN153LASIEANUIT ANUUULNIUBINS

9

ladisianiwadauansenissunnmnunisidauedrlifeddgnieada (p < .001) wansli

2

Wiwinnisuauenaunauiu dauuiaula wavasisussenianifenulai ¥aeln

Y oal

Auslnadmnunslasuiledeynunniu wazidilasivavidendudladanuay dawalisuiin

54

a ¥

Auduseunanwesudussleninenisdndulaiie nadinanasnndostunsaununin
Stimulus—Organism-Response (S-O-R) ﬁa%uwd'}ﬂﬁ]é’aﬂiw’jwmﬂamwmmé’ammﬂuaﬂ
iy Autuiie annsndwmadiensruiunsiuinisluresiuilae uenainidsaenndoi
1784 Lee & Chen (2021) wag Chandra et al. (2023) finuinauduidislulafaniuse
Fiunsfdauiiauardsmadonisussfiuamuavosdudludean dadu annsoaguld
auduiisvesnslaiifutledoddyitioiaiunissuinuadumsldnuvesuilag uad
unumilunsaiuayunsyuunsiaduladerulaaniy

5.2.8 aufgud 8 (H8) mnuduiisuesnislad (Entertainment) favEnaLdsuinse
ARAIRIUAINAY (Perceived Hedonic Value) Han133tAs12Yn U1 AuTuisvesnisian
fidnsnadauindenisfuiauaiiuauguegelituddynieeadn (p < .001) wandliiiug
mMsthiauefiaynauy wagn1saiisusseInafiunfaniy daensedueisuaiiiauin Ay
maamAY uazanmAuduveuslaalunsivenlafianiy nadananaenndesiunsey
LIRA Stimulus-Organism-Response (5-0-R) #ia3ungitadenseduainaninuinden
ABUBN LU AUTULTE AUNTAEIHARDNTEUIUNITNBUAUBININBITUIVOIH U LAA
uBNINT §3a0AAR 3 UIIUTDY Lee & Chen (2021) uag Chandra et al. (2023) finuin
AuduisazusssInIAvedlaiansuiinalnenswoUssaunsainisesuaiiagiuiliunis
Fouvudundu Ky annsnazuldin mnudufisesnslaiifutiaduddyiivaeadunis
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[y

U
g

ANAINILANGUVRIUTIAA Uazdlunumsenisasauszaunisalifsonsualniilug
nssumMsFerulaansy
52.9  @uufigiui 9 (H9) auduiisuanistan (Entertainment) I8nswatdsuinsie

) ealle

a a

Aulingla (Perceived Trust) nan1siasievinuin Anuduiisvesnisladiiavninadauan
sennulindasgiidodidymeaia (p < .001) wandliiiudnisinauediaynauiy
Hutues waradwussemeaiuifiony aeliiuslnaidnlnddauandodulufasniu
arutufisiisananufuaioauarauinalunisdndulate viliinnnuidnasade
wazlindladersaniumesuazunaniosy wadina1naenndasiunsouuuaAn Stimulus-
Organism-Response (S-O-R) 7 85 U182 10 ad8n5¥A UIINAAINLIAG DN B UBN
U UsIEIATiaynauTY ansndwarenuidnneluvesiuilan Snisssaenndasty
31484 Hoang & Dang (2024) uag Xia et al. (2024) # wuindnuazvesladansuuay
Ufduiusnedenniinasieseauanulingdaresiuslaaluuiun Live Streaming Commerce
fadu annsaagUlaan araiiudssamislaiiutadudfyiivioatuadaulindaes
fu3lna wardiumumsenssurunsdedulatieriulaianis

5.2.10 @uuAFIUT 10 (H10) A asA19 1un1517911 (Perceived Utilitarian Value)
ﬁ@w%waL%Wﬁﬂﬁiawqﬁmiumieﬁdmaﬁuwé’u (Impulse Buying Behavior) nan153tAs18%

Doy

WU AuAAIunsuliiansnasg1eildeddgynieada (p > .05) uazllAdudseans
Juau (B =-0.0879) wansliniiuin wifuslanaziuiinduamssladansuduselond W
Toyansuiiy azdivatvayunisanduladunauna uinssususslerddenanlaladana
Tnemssrensindulateuuusundu asviouliduimginssunisdelnsdunduluusunlad
ansuoralilldtuindeusnensUssiiudavanailuvdn ualdsudnswaantadeiuensual
WaTAIINIANUINATY FeaonndaaiuLLIAnves Rook (1987) fleSu1e31 Impulse Buying
Juwgdnssuilifinanussnsedunisensualedisdundu unninslnsnseseiefivgma
msfiguslanuseidiunnududt amimszay vieUszlovilldassvesdudn enasivlian
nsvuIUNIIARUUUTIMAHA (Rational Processing) @ slassssumndaiiuunlturzannis
Faaulanuudundy uiluuSunves Live Streaming Commerce $3damansudisldifiui
Hedonic Value, Flow Experience #a¢ Trust IUNUIMLANNIIAMAINIULUANE LUNITNTEAU
WA NITUE 0V U LU ZhouuazAtz (2023)hag Lee uay Chen (2021) WU7N
ANLMAANALLATLIINTEAUNIeTLaliBnEnalagnssie Impulse Buying Yaizdl Hoang
wag Dang (2024) szyitanulinnglauazniig Flow Experience ﬁmﬁwﬁﬂuéffmmaﬁﬁﬁg
Tumsudndunginssunisdouuudundy wednsluamuitedisaenndasfuumltuding
71441 Javedaorsualfindalunisnszdunginssuuinniinisduiussloniidomdii
Slofinnsanmelfinseuniain Stimulus-Organism—Response (S-O-R) mansanunilasiiou
TAAUIINITNBUAUDUTINGANTTULUUSUNAY (Response) dTntAnannaniazaigluniu
prsuniinnInsUsefiudanana fadu il Perceived Utilitarian Value agifiudiunis
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999 Organism watuuSunladaniuv tianluat88 951 nalna 1uAa g atnay
AMuRWAY wazaulingdadiunuimaunitlunisudndu Impulse Buying
TnaagtwgAnssuniste ulaassuduinaouiaeusanszsuniensuninanng,

N3 lARTRITINRNG

5.2.11 aunfguil 11 (H11) AnA1duAAEY (Perceived Hedonic Value) fidvSwia
L%W’Jﬂ@i@WfﬁﬂﬁﬂJﬂﬁ%@I@aﬁuwé’u (Impulse Buying Behavior) Nan153LATIEWNUIN Aguen
é’wummqm:ﬁ@m%waL%amﬂ@iawqaﬂiimmié??ai@Hﬁuwé’uaﬂwqﬁﬁaﬁﬁmmqaﬁa (p <.001)
wansliiiuindleduilaafdnayn nanmdu warduduseninamsiveladansu azifiy
waldilunsinauladoruilaglildnumuaimi nadenanaonadostunseunuain
Stimulus—Organism-Response (S-O-R) Fs03u181n15n0uANDINI8ITUE) (Organism)
ﬂﬂﬂ?’iﬂﬁﬂﬂﬁwqaﬂﬁuﬂ’ﬁ%aLLUUﬁUWﬁu (Response) lalnenss Sﬂﬁy’qé’aaamé’mﬁ’mwmm
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