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ABSTRACT 

 

The importance of images as a means of persuasion in advertisements, with few 

exceptions, has been viewed as secondary to copy (text) in advertisements. Even though images 

play an important part in the communication of messages for fashion apparel, research to 

develop an understanding of how images influence consumers is needed. Hypotheses were 

developed to test the proposition that viewersô level of advertisement and fashion involvement 

would be moderated by type of advertisement treatment for a fashion product considered 

controversial: (1) copy and image, (2) copy only, and (3) image only. 

Involvement, as a state that can be measured along a continuum, served as the theoretical 

framework.  The Revised Personal Involvement Inventory (RPII) was used to measure 

advertisement involvement. The Fashion Involvement Index (FII) was used to measure fashion 

involvement as a function of product involvement. Both scales had dimensions that provided 

additional information to test an overall state of involvement.  

A mail survey was conducted of a sample of 1,200 women with intended household 

income of $75,000 or higher, li ving in eight major metropolitan areas of the United States. The 

response rate was 23%. In general, the respondents were highly educated; over 30 years of age; 

white, not of Hispanic origin; married; full -time employed professionals; and affluent.   

Hypotheses were tested using multiple regression (MR) and Pearson correlation analyses. 

Variation in advertisement treatment produced no moderating effects on involvement with the 

advertisement. Age was the only demographic characteristic found to moderate the relationship 

between fashion involvement and involvement with the advertisement as measured on the 

pleasure dimension of the RPII. There were significant relationships between fashion 

involvement and ownership of leather products and between level of advertisement involvement 
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and ownership of leather products. Results also showed significant relationships between fashion 

involvement and media exposure and between advertisement involvement and media exposure. 

Results in this study contribute to an understanding of the role of images in print advertisements 

for fashion apparel and further support the external validity of advertisement involvement as 

measured by the RPII and fashion involvement theory as measured by the FII.   
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CHAPTER 1 

INTRODUCTION  

Apparel consumers use dress not only for utilitarian reasons but also as a signaling device 

to express various values and symbolic meanings of more subjective social concerns and 

personal characteristics such as elegance, cheerfulness, or patterns of leisure activities (Holbrook 

& Hirshman, 1982; Kaiser, 1997).  These consumers seek information from both media and non-

media sources to make apparel purchase decisions (Thomas, Cassill, & Forsythe, 1991). Despite 

the pervasive use of images in fashion advertisements, there is little understanding of how 

consumers perceive visual information and process it and few studies have focused on this area 

of research (Kim, Damhorst, & Lee, 2002; Oh & Jasper, 2006).  

The importance of images as a means of persuasion in advertisements, with a few 

exceptions, has been viewed as secondary to copy (text) in advertisements (Messaris, 1997). 

However, these views are slowly changing as research on cognition and perception suggest that 

even images such as sketches or stick figures may trigger the same kind of cognitive processes as 

verbal information (Messaris, 1997). Unfortunately, the framework to assess the effects of 

images in advertisements is not as well developed as that of copy (Forceville, 1996; Messaris 

1997; Scott, 1994a, 1994b).  

Apparel products become a symbol in consumer driven economies that are no longer 

constrained by tribal or political views (Polhemus, 1998).  Consumption of material goods is the 

basic means by which contemporary society creates social life and culture (Wattansuwan, 2005). 

For this reason, the consumption of fashion apparel products seems to generate higher levels of 

involvement as consumers seek these products to portray congruent images of themselves to 

others (OôCass, 2004). Marketers focus on highly involved fashion innovators who adopt new 



 

2 

 

trends earlier than most consumers and who rely on images presented in the media for trend 

information. These innovators significantly influence other consumersô behaviors (Goldsmith, 

Moore, & Beaudoin, 1999).  

A fashion image of a dress in an advertisement may serve as a non-verbal cue that 

enhances memory, but the image can also stand as the symbolic representation of a utilitarian 

object (Barnard, 2002). Consequently, it could be argued that an image can convey rational 

information more effectively than copy because the consumer gains a better understanding of an 

objectôs physical and functional characteristics. Color, construction, length, texture, and even fit 

are some of the characteristics that an image of a fashion product can convey. By comparing two 

images, a clothing manufacturer could easily show how a special treatment may help reduce 

stains or prevent mosquito bites or fabric wrinkles. In addition, an image may convey complex 

cultural, social, economic, and situational information (Barnard, 2002). For products such as 

fashion apparel that have utilitarian, aesthetic, and social dimensions, more evidence is needed in 

order to understand how consumersô level of involvement with fashion apparel may affect their 

involvement with advertisements when these advertisements use images in the communication of 

their message.   

Images may also be better at communicating aspects of visual design that are important in 

dress such as space, line, shape and form, light, color, texture, and pattern that convey both 

physical and psychological effects including optical illusions. These elements create apparent 

changes of height, weight, or contour of figure or color or textural properties (Davis, 1996). 

Because the perception of these visual illusions is not well understood, culture, education, and 

race may influence a consumerôs ability to read such cues from an image (Segall, Cambell, & 

Herskovitz, 1966).  



 

3 

 

While some disciplines such as aesthetics have developed rich frameworks to understand 

how visual information is processed, these philosophies with roots in the arts and design have not 

been fully integrated with the more traditional scientific philosophies because they seem to 

require a less linear and systematic approach to their understanding.  Consequently, there are 

communications researchers like Barry (2005) who continue to write philosophical essays on 

visual communication and perception theory from the standpoint that text is a more evolved and 

thus more rational cognition process. Her interpretations seem to be an example of the bias that 

is still evident in the literature since she does not collect data but rather draws her conclusions 

from a review of the evidence provided by researchers writing within the consumer behavior 

literature. Researchers who make subjective observations of evidence without major data 

analysis tend to sustain an oversimplified view that information offered in text requires higher 

cognitive abilities contained in the left hemisphere of the brain to process and that images are 

more appropriate when trying to communicate more emotional messages.  

Fashion designers, producers, and retailers who rely on images in their advertisements to 

convey meaning without a clear understanding of how consumers use images to interpret 

messages and make product choices may adversely affect their products. This can be especially 

of special concern when advertising products considered controversial. For example, research 

has shown that consumers make negative and positive inferences about products from pictures 

used in advertisements (Mitchell & Olson, 1981). These consumers may be engaging in 

processes of higher issue elaboration that influence purchase behavior. Developing a better 

understanding of how consumers process images in advertisements can help marketers choose 

messages that connect with their consumers and avoid those that hinder the processing of their 
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messages. Additional evidence into the role of images in advertisements for apparel products 

may also help generate a better understanding of the behaviors that drive fashion involvement.  

Advertising and marketing researchers have acknowledged the importance of images in 

advertisements within the communication process and recognize the need for more studies that 

focus on their impact (Pracejus, 2003). However, the role of images in studies of persuasion 

within advertising has been secondary to that of copy (Mårtenson, 1987; Messaris, 1997; Oh & 

Jasper, 2006; Pracejus, 2003; Scott & Batra, 2003). Thus the importance of images in 

advertisements has not only been diminished, but their importance in the communication process 

has also been limited.  

Another important issue for marketers to consider is the growing trend among consumers 

to withhold consumption of goods and services because of ethical concerns (Auger, Burke, 

Devinney, & Louviere, 2003).  These ethical concerns may even change how consumers process 

information about different product categories, but more information is needed to fully 

understand this phenomenon (Shaw, Grehan, Shiu, Hassan, & Thomson, 2005). Some apparel 

products may be considered controversial because consumers do not approve of how the 

products are made or from what they are made. Consumers may also feel pressure from reference 

groups to comply with social concerns and behaviors (Sen, Gürhan-Canli, & Morwitz, 2001). 

For example, animal rights activists have stalled the sales of furs, and other groups have 

condemned apparel companies that outsource labor to countries where labor laws are minimal or 

nonexistent (McCunne, 1990). The debate over labeling genetically modified foods has raised 

the awareness of consumers to the various risks associated with the production processes of 

products that otherwise would be low on their information processing scale (Kysar, 2004).  

Although demographic characteristics may be related to consumerôs motivational state of 
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involvement with advertisements, other variables such as an individualôs product class 

involvement may also be at play (Laczniak, Muehling, & Grossbart, 1993). In addition, Flynn 

and Goldsmith (1993) found that identifying consumers by their level of involvement was a 

better predictor of fashion involvement than using demographic information. Stith and 

Goldsmith (1989) found that ethnic differences explained less than 2% of fashion involvement.  

Statement of Problem 

There is awareness among apparel researchers that print advertisements are an important 

source of product information for consumers, especially for apparel products that may be deemed 

controversial. Even though images play an important part in the communication of messages for 

fashion apparel, research to develop an understanding of how images influence consumers is 

needed.  

Although advertising theory may help to fill this gap in the apparel research literature, 

advertising theory is still evolving. Some researchers have argued that images offer issue-

relevant information, may be as involving as text in advertising, and may contribute to 

involvement. However, the lack of agreement about how to conceptualize and measure 

involvement within consumer research makes it difficult to compare results, especially when 

some social scientists have begun to recommend simpler and more powerful methods of 

analyses. Previous studies have relied on student samples that may limit the generalizability of 

results. In addition, studies have manipulated involvement. Because involvement is a personal 

state that varies from person to person, it is more appropriate to measure the concept along a 

continuum from low to high. Therefore, more evidence about the role images play in fashion 

advertisements for a controversial apparel product can contribute to this evolution of the 

understanding of the relationship of fashion involvement and advertisement involvement. 



 

6 

 

Purpose 

The purpose of this study was to explore how consumers process images and copy in a 

print fashion advertisement featuring an apparel product considered controversial.  

Hypotheses 

Based on the review of literature, the following test hypotheses were proposed: 

H1. Respondentsô level of involvement with an advertisement for a controversial apparel product 

and fashion involvement will be moderated by the type of advertisement treatment viewed: copy 

and image, copy only, or image only. 

As a result of moderation, these results were anticipated: 

a) The relationship between involvement with an advertisement and fashion 

involvement among respondents who saw the copy and image advertisement 

would be moderate for both less and more fashion involved individuals; 

b) The relationship between involvement with an advertisement and fashion 

involvement among respondents who saw the copy only advertisement would 

be lower for those respondents who were less fashion involved and higher for 

those respondents who were more fashion involved; 

c) The relationship between involvement with an advertisement and fashion 

involvement among respondents who saw the image only advertisement 

would be higher for those respondents who were less fashion involved and 

lower for those respondents who were more fashion involved. 

H2. For respondents in all treatment groups, the relationship between advertisement involvement 

and fashion involvement will not be moderated by their demographic characteristics: race, age, 

marital status, college education, employment status, and affluence. 
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H3. For respondents in all advertisement treatment groups, there will be a significant relationship 

between fashion involvement and ownership of alligator, exotic, non-exotic and faux leather 

products. 

H4. For respondents in all advertisement treatment groups, there will be a significant relationship 

between advertisement involvement and ownership of alligator, exotic, non-exotic and faux 

leather products. 

H5. For respondents in all advertisement treatment groups, there will be a significant relationship 

between fashion involvement and noticing clothing featured in the media: advertisements, worn 

by celebrities, on television, in movies, magazines, the Internet, and up-scale catalogs. 

H6. For respondents in all advertisement treatment groups, there will be a significant relationship 

between advertisement involvement and noticing clothing featured in the media: advertisements, 

worn by celebrities, on television, in movies, magazines, the Internet, and up-scale catalogs. 

H7. For respondents in different advertisement treatment groups, there will be a significant 

relationship between fashion involvement and persuasiveness to buy.   

H8. For respondents in different advertisement treatment groups, there will be a significant 

relationship between fashion involvement and likelihood to buy. 

H9. For respondents in different advertisement treatment groups, there will be a significant 

relationship between advertisement involvement and persuasiveness to buy.  

H10. For respondents in different advertisement treatment groups, there will be a significant 

relationship between advertisement involvement and likelihood to buy.  

Assumptions 

 Americans perceive advertisements to be paid speech intended to communicate the 

benefits of products and services available in the marketplace. Among consumers, there is a 
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general awareness that the goal of the advertiser is to persuade them to buy products or services 

and because there is some degree of competition for most products and services, advertisers try 

to feature their products in the best light possible. Within the marketplace, most individuals 

participate in the economy as consumers who wish to satisfy their needs, wants, and desires by 

purchasing goods and services of value to them. However, consumers differ in their interest in 

processing advertising information and in their level of advertising exposure. For this reason, 

many consumers will fail to process advertisement information.  

Limitations  

 The results of this study may not be generalizable to other types of products. The sample 

was limited to affluent female consumers in urban areas. Therefore, the results may not be 

generalizable to men or less affluent women living in urban or rural areas. 

Definition of Terms 

Aesthetic: ñthe sensitive selection or appreciation of formal, expressive, or symbolic qualities of 

the product or environment, providing non-instrumental benefits that result in pleasure or  

satisfactionò (Fiore, 1997, p.4). 

Argument: a short statement of subject matter stating a reason or reasons offered for or against 

something (Neufeldt & Guaralnik, 1986, p.73).   

Cognition: ñthe activities involved in perceiving, thinking, reflecting, and understandingò 

(Foxall, Goldsmith, & Brown, 1998, p.51). 

Copy: ñall written or textual material in an advertisementò (Imber & Toffler, 1987, p.119). 

Emotional motives: ñimply the selection of goals according to personal or subjective criteria 

(e.g., the desire for individuality, pride, fear, affection, status)....based on the individualôs own 
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need structure, as well as on past behavioral and social (or learned) experiencesò (Schiffman & 

Kanuk, 2007, p.88).  

Fashion: ñéa culturally endorsed form of expression, in a particular material or non-material 

phenomenon, which is discernible at any given time and changes over time within a social 

system or group of associated individualsò (King & Ring, 1980, p.13). 

Image: ñvisual counterpart or likeness of an object a person or a sceneò (Imber & Toffler, 1987, 

p.235). 

Involvement: ñéa personôs perceived relevance of the object based on inherent needs, values, 

and interestsò (Zaichkowsky, 1985, p.342). 

Media: ñchannels of communication that serve many diverse functionsé.The media carry the 

advertisersô messages and serve as a vital link between the seller of a product or service and the 

consumerò (Imber & Toffler, 1987, p.295). 

Message: ñin the communication process, the information that gets passed from communicator to 

receiverò (Imber & Toffler, 1987, p.301). 

Paradigm: ñan accepted model or patternò (Kuhn, 1996, p.23). 

Persuasion: ñéa change in the mental state of others rather than their conduct directlyò 

(O'Keefe, 1990, p.16).   

Rationality: ñ...assumes that consumers behave rationally by carefully considering all 

alternatives as they choose those objects that give them the greatest utilityé.implies that 

consumers select goals based on totally objective criteria such as size, weight, price, or miles per 

gallonò  (Schiffman & Kanuk, 2007, p.88).  
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CHAPTER 2 

LIT ERATURE REVIEW  

 Textile and apparel researchers often encourage retailers and manufacturers to provide 

consumers with more product information (Thomas et al., 1991). Print advertisements are one 

visible way to communicate the latest fashion information and the images in them often play a 

key role in the communication of the fashion message. Despite the extensive use of images in 

advertisements for fashion apparel, research on the way in which consumers respond is limited 

(Oh & Jasper, 2006). Consequently, there is a gap in the literature about the influence of images 

on consumer behavior toward fashion apparel products.  

The role and relevance of images in advertisements to promote the latest fashions for 

apparel is not well understood within the textile and apparel research literature (Oh & Jasper, 

2006). However, a review of the consumer behavior, advertising, social psychology, economic, 

and psychology literature revealed a better understanding of the use of images emerges. While 

images, as relevant arguments in the advertisement messages, have not always been the central 

topic of study among these disciplines, various articles have been written that may offer some 

insight into consumersô perceptions.  

Often, however, the framework used in these studies relegated images to the role of cues 

that reinforce verbal information by arguing that images are subordinate to verbal information 

and thus make advertisement information more memorable (Scott, 1994a, 1994b). This view of 

images has lately drawn criticism from researchers doing work in this area (Scott & Batra, 2003). 

However, these researchers have problems of their own. In their review of the visual literature 

Kenney and Scott (2003) suggest problems that emerge because ñfew of the essays test the same 

theories and if they do, then they test the theories in different waysò (p.49).  In addition, ñin 
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many of the essays there is no mention of how the author(s) conducted their analysisò (p.49) and 

ñreplication is uncommonò (p.49). For this reason, a review of the information processing theory 

provides some understanding not only of the role images play within the consumer-learning 

paradigm, but also how more research is needed in order to find how marketers may 

communicate with their consumers, especially when their products may be controversial.  

Theoretical Framework 

When marketers see consumers as active learners of new product information, they rely 

on elements taken from different learning theories to understand the processes by which 

consumers not only perceive information, but also use information to purchase, consume, and 

dispose of products and even tell others about their experiences (Solomon, 2007). However, 

learning theorists do not agree on how learning takes place and have developed many models to 

help explain how different elements interact in problem solving (Schiffman & Kanuk, 2007). As 

a result, in order to use information processing theories one must understand how researchers 

have framed different consumer communication problems in order to see why certain variables 

chosen influence their views and interpretations of the evidence on how consumers process 

information.  

For example, in their effort to understand advertising effects, some researchers have 

studied how consumers process images within models of learning theory. However, these models 

tend to view consumersô information processing behavior in a linear fashion.  Consequently, 

these theories have been developed from the perspective that consumers use hierarchical 

processes of thinking similar to sequential computer logic (Foxall et al., 1998). As a result, 

images are often treated as peripheral cues. While these views have been the subject of criticism, 

further research is needed to examine the relationships of the variables at play from a different 
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perspective and thus see if the evidence suggests that the role of images in advertisements can be 

better understood.   

Involvement Theory 

Involvement theory has been widely used to explain how consumers process information 

(Celsi & Olson, 1988).  The concept of involvement can describe how individuals, as consumers 

motivated to attain a goal, connect with products, product categories, advertisements, or purchase 

situations (Houston & Rothschild, 1978). Different types of involvement, such as enduring 

involvement, have been theorized in an effort to describe how consumers process product 

information including advertisements during certain purchase situations and over time (Laczniak, 

Muehling, & Grossbart, 1989). In apparel research, for example, fashion involvement has been 

used to explain how information influences a consumerôs apparel choice (OôCass, 2004).  

The concept of involvement has generated much interest given its perceived impact on 

consumersô purchase behavior (Solomon, 2007). However, differences in how researchers have 

not only conceptualized involvement, but also measured it make it difficult to replicate findings 

among research studies (Cole, Etterson, Reinke, & Schrader, 1990; Costley, 1988).  

Comprehensive overviews of how the concept developed offer multiple ways to compare and 

contrast the differing points of view (Andrews, Durvasula, & Akhter, 1990; Antil, 1984; Areni & 

Lutz, 1988; Higie & Feick, 1989; Laczniak et al., 1989; Zaichkowsky, 1986). 

 Generating consensus among involvement researchers on the meaning of involvement 

has proven problematic to the nature of theory development. For this reason, the quantity and 

diversity of models used to frame the concept have resulted in a variety of differing ways to 

explain how information-processing takes place in the social sciences and how to view its 

effects. Left-right hemispheric laterality, dual-processing hypothesis, and sequential versus 
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simultaneous models of processing information are among the most influential views when 

framing the paradigm (Holbrook & Moore, 1981). These differing views also affect how 

researchers evaluate consumersô judgments of pictorial versus verbal stimulus presentations in 

advertisements (Holbrook & Moore, 1981). Disagreement among researchers triggered so many 

new definitions that Rothschild (1984) called for a moratorium on efforts to redefine the concept 

and more time spent on collecting and analyzing data.  

Involvement Theory within C onsumer Research 

Krugman (1965) first adopted the construct of involvement from social psychology and 

adapted it to consumer behavior to explain how viewers connect with television advertisements. 

He argued that viewers connect to television messages by the number of conscious connections 

or ñbridging experiencesò (p.355) they make with information. Since Krugman first used 

involvement theory in 1965, many other researchers have based their work on his assumptions in 

their efforts to explain consumer behavior (Petty, Cacioppo, & Schumann, 1983). When 

Krugman (1965) wrote his groundbreaking approach to involvement, he did not collect any data 

to test his proposition. His article was mainly a discussion of the various theories of the time and 

personal opinions influenced by his earlier research.  

Using Krugmanôs conceptual framework of involvement theory, Vaughn (1980) 

developed a practical advertising planning model. The Foote, Cone, and Belding (FCB) model 

was created to make it easier for practitioners to develop persuasive messages. Even though the 

FCB model was conceived within the consumer sciences, the layout of the matrix also tried to 

capture and interpret the beliefs held by some scientists of how the brain functioned. The model 

that Vaughn introduced was simple enough for practitioners to both understand and use. This 
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visual matrix allowed practitioners to craft messages by using the involvement level of 

consumers as a guide according to different product categories (see Figure 1).  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 1. Foote, Cone, and Belding (FCB) model (Modified from Vaughn, 1980) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

A. FCB model as originally conceived showing the strategies to follow given the various 

dimensions.  

B. FCB model using different product categories.  

C. FCB model showing varieties of same car product category.  
 

  Note. Adapted from ñHow advertising works: A planning model,ò by R. Vaughn, 1980, Journal of 

Advertising Research, 20(5), p.31. 
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Matrix A in Figure 1 shows how the FCB model has two continuums: one that measures 

level of involvement (vertical) and the other one that measures the type of involvement 

(horizontal). The two continuums together make four quadrants. Because the model assumes that 

different categories of products elicit different rational and emotional responses, developing the 

right message within this framework involves placing the product to be promoted in the 

appropriate quadrant.  

Vaughn (1986) revised the matrix and proposed that product varieties within the same 

product category could be used to define the four quadrants. For example, Matrix B in Figure 1 

shows how different product categories can be classified by using the type of involvement they 

elicit. The products within each quadrant vary mainly by the level of involvement required to 

make the purchase decision. However, Vaughn also tried to incorporate other learning theories 

popular with advertisers in order to classify products in the different quadrants. Big-ticket items 

like appliances, for example, are among the products that define Quadrant 1 because they tend to 

elicit more economic considerations. Cleaners are products that tend to be more habitual 

purchases elicit almost no economic considerations, and define Quadrant 3. Quadrant 2 and 4 are 

similar in that they elicit feelings. However, Quadrant 2 elicits ego-related impulses such as the 

desires satisfied by products like jewelry and cosmetics. Social products that provide simple 

satisfaction such as beer or chocolate define Quadrant 4.  

Matrix C in Figure 1 shows how varieties of a single product category can also be 

classified within the revised FCB model (Vaughn, 1986). Automobiles are generally thought of 

as a product category that elicits high involvement and thought. Using vehicles as an example of 

a product category, Matrix C shows how different vehicles can be further classified into different 

quadrants. Different types of vehicles, such as heavy-duty, economy, sporty or suburban all-
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terrain, can elicit not only different kinds of involvement, but also thinking and feeling reactions.  

As a result, different types of vehicles can fall in more than one of the four quadrants when only 

automobiles are evaluated within the matrix.   

The FCB model can help advertisers characterize their consumers and target their 

messages. Given the variety and number of messages to which consumers are exposed, targeting 

the right messages to intended groups is important in order to make the most of advertising 

budgets (Siomkos, Rao, & Rauch, 1997).  Vaughn (1986) developed a special scale to revise the 

planning model using 250 product categories among 1800 consumers in the United States. 

Additional data came from respondents in 23 other countries. However, there is little information 

in either the 1980 or the 1986 article as to how the data gathering process took place. 

Petty and Cacioppo (1986) developed an alternative model that explains persuasion and 

information processing by individuals. These researchers postulated the Elaboration Likelihood 

Model (ELM) as an extension of their work based on their own understanding of both persuasion 

and attitude change within social psychology (Petty & Cacioppo, 1986; Petty, Cacioppo, & 

Goldman, 1981). An interest in persuasion by Petty and Cacioppo (1984) led these researchers to 

focus their attention on changes in attitude and thought in response to argument quantity 

changes. According to Petty and Cacioppo (1986), attitude change in highly involved individuals 

takes place when advertising arguments tap into their central route to persuasion, while less 

involved individuals use a peripheral route. Because they argue that personal relevance 

moderates attitude change, they manipulated involvement levels into high and low. They 

proposed that attitudes formed via the central route to persuasion are more predictive of behavior 

than attitudes formed via the peripheral route.  
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The ELM outlines how different elements such as cues versus quantity of arguments in 

mass media and advertising affect consumer behavior (Petty & Cacioppo, 1984).  Extensions of 

the ELM have also been used to explain how attitude change can be achieved by using attractive 

and unattractive individuals as product endorsers (Haugtvedt, Petty, Cacioppo, & Steidley, 

1988).  Within this same understanding, the research has also extended to the analysis of the 

effect of endorser expertise on attitude change and persuasion (Petty & Cacioppo, 1984).  

Although Petty et al. (1983) did not directly study the effect of images, they formulated 

inferences on their possible persuasive effects. They argued that an image could be central when 

these persuasive effects are relevant to the message, and verbal information could be peripheral 

when it invokes a simple decision rule.   

Throughout their research on information processing and persuasion, their methodology 

varied little (Petty & Cacioppo, 1984; Petty & Cacioppo, 1986; Petty, Cacioppo, & Goldman, 

1981; Petty, Cacioppo, & Heesacker, 1981; Petty et al., 1983). These studies used student 

samples and evaluated issues or advertisements that seemed relevant to these populations. Male 

and female students from undergraduate introductory level psychology classes participated in the 

studies. These students were divided into groups.  Some groups would be led to believe that the 

scenario would affect them directly by the outcome of their opinion or choice using either strong 

or weak arguments. For example, some were told that academic changes underway at the 

university would require them to take a comprehensive exam (Petty & Cacioppo, 1984). Other 

groups would also read strong and weak arguments, but the outcomes would not have affected 

them directly either way. Students also evaluated a series of arguments that varied in message 

quality or source expertise. Other advertising studies used products that students would be 

familiar with such as razors and cameras to test attitude changes under similar laboratory 
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conditions. In order to hold involvement high, students were lead to believe that they would get 

an incentive from the brand of razor advertised. The results were analyzed using ANOVAs. 

Over the years some researchers have interpreted Petty and Cacioppoôs mixed findings to 

find more evidence to show support for the postulates for the ELM (Miniard, Bhatla, Lord, 

Dickson, & Unnava, 1991; Oh & Jasper, 2006). However, researchers like Cole et al. (1990) 

were not able to show support for the ELM. While some researchers like Scott (1994a) have 

criticized problems with the methodology, others like Crimmins (1997) have summarized key 

problems with the ELM. Crimminsô summary not only sheds some light on some of the 

shortcomings of the model beyond a laboratory setting, but may also help to better understand 

and interpret the results of those who have directly studied the role of images and involvement.  

According to Crimmins (1997), a leading problem for external validity is that in the 

methodology subjects were generally divided into high and low involvement by making them 

believe that the advertisements were immediately relevant. Many scientists and practitioners 

seem to agree that advertisers do not really have that ability, so it is wrong to assume this. 

Designating the level of involvement also goes against the understanding that involvement is 

measured on a continuum. Another problem Crimmins noted was that ñthe difference between 

central arguments and peripheral cues seems arbitrary and largely a matter of perspectiveò (p.99) 

and results in concepts that ñlack a clear workable definitionò (p.97).  Consequently, it is not 

clear how they identify and use central (self-conscious) and peripheral (subconscious) arguments 

to develop persuasive messages. Crimmins also suggests ñPetti and Cacioppoôs (1983) 

distinguished central arguments from peripheral cues in somewhat circular fashionò (p. 96). For 

this reason, Crimmins is among the few who has talked about the lack of evidence that Petti and 

Cacioppoôs experiments provide for their theory.  
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Because there is disagreement as to the many types of involvement, OôCass (2000) 

suggested that it is better to think of involvement as ñrelatively stable whilst still allowing for 

fluctuations in certain underlying componentsò (p. 550).   As a result, involvement can become a 

state of overall involvement where the interaction among different objects can be studied as 

contributing to the profile of involvement. OôCass believes that high consumer involvement 

ñimplies a positive and relatively complete engagement of core aspects of the self in the focal 

object, whereas very low involvement implies separationò (p.552). According to OôCass, 

involved consumers also perceive the ñpotential for satisfying salient higher order psychological 

needsò (p. 552) of the products and the contexts important to the lives of most consumers. For 

this reason, he argues that product involvement is not the ñsudden interest in a particular 

situation with a productò (p.550). 

Measuring Involvement   

Many different scales have been developed to measure involvement (OôCass, 2000). 

Researchers have suggested the need to develop a convenient measure for practitioners to use as 

their primary reason to develop and improve such scales (Laurent & Kapferer, 1985; 

Zaichkowsky, 1985). In 1985, studies emerged that have had long-term influence on researchersô 

views on scale development for involvement measurement.  

The idea of a Consumer Involvement Profile (CIP) emerged as a result of a series of 

studies by the team of French researchers Kapferer and Laurent (Kapferer & Laurent, 1985a, 

1985b, 1993; Laurent & Kapferer, 1985). Through their years of working together, Kapferer and 

Laurent (1993) strongly believed one index of involvement was not appropriate to measure the 

state of involvement. Instead, they argued for measuring this state by assessing several facets or 

antecedents of an involvement profile as they believed that a profile of involvement resolved the 
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many distinctions researchers made between different types of involvement such as situational 

and enduring (Kapferer & Laurent, 1985a, 1985b, 1993; Laurent & Kapferer, 1985). According 

to their evidence, a profile could better measure the facets along the same construct of 

involvement that corresponded with the perceived characteristics of involvement (Kapferer & 

Laurent, 1985a, 1985b, 1993; Laurent & Kapferer, 1985). Using evidence collected from their 

studies, Kapferer and Laurent suggested that no single facet can predict involvement. For this 

reason, they strongly proposed the view that multiple facets help to determine the value of 

certain product benefits and the role they play in satisfying consumers. This information can then 

be used to predict consumer behavior. 

For example, Laurent and Kapferer (1985) discussed how products like soap have 

become highly involving because marketers have bolstered the desirability of fragrances and 

sensual qualities of soap beyond its utilitarian function of cleaning thus creating more overall 

value to consumers. Consequently, the dynamic function of all the facets of their scale: perceived 

importance, perceived risk, symbolic sign or value, and hedonic value help explain involvement 

(Laurent & Kapferer, 1985, p.43). The facet of perceived risk has two facets of its own: 

perceived importance and probability (Laurent & Kapferer, 1985, p.43).  

In order to generate an initial pool of items, Laurent and Kapferer (1985) used in-depth 

interviews with two sets of 100 French housewives as test samples. Then, they tested their model 

with another sample of 207 French housewives who provided information during face-to-face 

interviews on fourteen product categories based on demographic characteristics such as age and 

socioeconomic status. Using a 5-point Likert-type scale, respondents gave their level of 

agreement with a multi-item scale for each facet of involvement. In order to get a variety of 

different products in each category, the researchers asked the housewives to give them ñwhat 
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typical product came to mind among four categories (food, durable, textile, and drugs)ò (p.43). 

Researchers used Crombachôs alpha to test the internal consistency of the scale and factor 

analysis to test the trait and discriminant validity of their scale. 

Apparel and textile researchers have used the Laurent and Kapferer involvement scale to 

understand consumption profiles for intimate apparel. Hart and Dewsnap (2001) found that the 

Lawrence and Kapferer involvement scale was useful when studying involvement with intimate 

apparel because these garments are virtually invisible and highly personal. Consumers of 

intimate apparel such as a bra, usually have to change styles throughout many stages of life not 

only because of body changes, but also because manufacturers change the styles, sizes, and 

materials. Besides lifestyle changes that had been documented in the literature, Hart and 

Dewsnap found the Lawrence and Kapfererôs involvement scale helped to better explain the 

psychological complexities of consumers in the process of purchasing and satisfaction of this 

apparel category. For example, the instrument not only seemed to capture consumersô high level 

of involvement with bras, but also where consumers differ in the level of risk and pleasure they 

get from these items. 

Using this understanding, Hart and Dewsnap (2001) took a purposive sample of 48 

middle-aged women in the United Kingdom that met not only ñ4 key variables: age, bust size, 

socioeconomic group, and geographic locationò (p. 112), but would have also ñestablished their 

bra buying experience, attitudes, and beliefsò (p.112). The women were subdivided into three 

focus groups with 8 participants according to age. These three groups were as follow: 35-44, 45-

54, and 55-64 because women would not only have achieved physical maturity of their breast 

size, but would have also experienced similar life changes the various stages of their lives. The 

women took the Laurent and Kapferer scale as part of the exercise where trained interviewers 
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lead the session with each group. Hart and Dewsnap found that risk associated with mis-purchase 

of a bra increases the level of involvement with this apparel product. Mis-purchase of a bra can 

only be gauged after the bra has been worn and washed; as a result, there is high risk in failing to 

get a return for a fairly expensive product. Across brands, there are styling and sizing differences 

that also influence a high level of involvement and high level of risk for mis-purchase.  

Zaichkowsky (1985), like Laurent and Kapferer (1985), wanted to develop one simple 

scale that could be used to measure different types of involvement. Based on her research, she 

published the Personal Involvement Inventory (PII) in 1985.  However, unlike the profile 

developed by Laurent and Kapferer (1985), she argued that her measure of involvement was 

sensitive to the three categories that affect a personôs level of involvement: personal, physical, 

and situational.  She developed these categories based on earlier studies by Bloch and Richins 

(1983) and Houston and Rothchild (1978). These researchers proposed that inherent interests, 

object characteristics, and temporary relevance influenced all types and levels of involvement.  

Zaichkowsky (1987) provided evidence to support the effectiveness of her scale. She 

recruited 230 undergraduate and graduate business students of both sexes to test two product 

categories from each quadrant of the Vaughn (1986) matrix: (1) automobiles and personal 

computers, (2) diamond rings and cologne, (3) ground beef and paper towels, and (4) chocolate 

and cigarettes (Zaichkowsky, 1987, p.33).   These respondents rated each item on the 20 item 

bipolar scale during the first 10 minutes of class. Across both graduate and undergraduate 

students the scores obtained revealed that the only significant differences were for diamond rings 

which undergraduate students perceived as more involving. Next, Zaichkowsky used factor 

analysis with a varimax (orthogonal) rotation ñto pull the groupings of adjectives as far away as 

possibleò (p.34). Then, she plotted the products in a matrix like Vaughn (1986). Surprisingly, 
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chocolates did not register in the low involvement affective quadrant as expected. Among 

women, these shifted to the thinking or habitual space. Unlike women, men were neither as 

involved with diamond rings nor with cologne. 

Questions over the PII scaleôs length, validity, and robustness, moved Zaichkosky (1994) 

to provide additional empirical evidence to reassure researchers that her scale could capture both 

affective and utilitarian levels of involvement when used to segment consumer groups in 

response to an advertising message. She also shortened the measure. Students helped to develop 

and test the scale in order to assess internal reliability and test-retest reliability. Additional data 

provided from 1994 show evidence to suggest how involvement is personal and that measuring 

involvement with an advertisement is related to a person. Expert judges in the field of advertising 

provided the evidence. Judges read and categorized the responses of subjects to an additional 

question. The question asked subjects, who had rated a print advertisement for Lean Machine 

Exercise equipment, a radio advertisement for Pepsi Cola, and a television advertisement for 

Edyôs ice cream was ñNow we would like you to state, in your own words, why you rated each 

ad as you didò (p.62). While the judges did not see or hear any of the advertisements, they 

categorized responses into: low, medium, and high according to the respondentôs level of 

involvement.  

Flynn and Goldsmith (1993) used Zaichkowskyôs PII scale to discuss how it could be 

used successfully to measure and reveal important information on consumer behavior. The 

version of the scale they used was based on a 1987 working paper by Zaichkowsky. From the 

citation and reference, it seems that this paper became the basis for Zaichkowskyôs 1994 article. 

Their research on travel services and fashion products looked at involvement not only as mere 

interest by consumers in a service or product category, but also as enduring enthusiasm toward 
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services and products that persists as feelings of personal relevance. Respondents to the survey 

were adults who were participants and exhibitors attending a senior citizen showcase. The 

questionnaires given to these participants solicited their involvement with travel services and 

fashion. Although this was not a random sample, the women who participated in this study 

represented a cross section of the adult female consumers with reported household incomes of 

around $40,000. The median age of these women was 37 years with a range for the sample of 20 

to 77 years. Because the primary interest was to evaluate the PII, the researchers conducted 

several tests. The coefficient alpha of 0.92 and an exploratory factor analysis performed 

indicated consistency and dimensionality of the PII.  

The Flynn and Goldsmith (1993) study is valuable also because it provides insights into 

how the PII can be used to understand fashion involvement. Their findings revealed fashion 

spending is correlated to fashion involvement; time dedicated to searching for fashion clothing is 

correlated to fashion involvement; and shopping for fashion and fashion involvement are also 

correlated. Women, who were high in fashion involvement, also were more likely to read more 

about fashion, seek out fashion featured in the media, and reported spending more time in the 

stores of those fashions publicized. Highly involved fashion consumers also seemed to seek 

products that had style and were less interested in shopping for bargains or sales. While income 

seemed to explain some consumer behavior, other demographic variables such as education and 

age were not as useful as involvement. In addition, there was evidence to suggest that liberal 

return policies minimized the risk for mis-purchase among less involved consumers.  

McQuarrie and Munson (1987) viewed Zaichkowskyôs PII as an important step toward 

measuring involvement. However, McQuarrie and Munson believed in purging some of the 

items from the scale. Some of their criticisms proved important as they lead Zaichkowsky to 
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further revise her scale. For example, they argued that the scale contained adjectives ñnormally 

associated with the measurement of attitudeò (p.36). As a result, there was ñattitudinal 

contaminationò (p.36) that ñcan be expected to overestimate consumerôs involvement with 

certain types of productsò (p.37). Consequently, consumers would be wrongly classified as 

involved with products that they just like, but they have not experienced.  

McQuarrie and Munson also thought that Laurent and Kapferer (1985) had presented a 

strong model because the facets of involvement are ñall plausible sources of a greater or lesser 

degree of arousalò (p.36) that according to Cohen (1983) was a fundamental constituent of the 

state of involvement. In order to resolve these concerns, McQuarrie and Munson (1987, 1992) 

combined the Laurent and Kapferer (1985) profile and Zaichkowskyôs PII scale into the Revised 

Personal Involvement Inventory (RPII). Using student samples, McQuarrie and Munson (1987, 

1992) asked respondents to evaluate their involvement with a variety of products using the PII 

and RPII to test the scales.  

Because there is still little agreement as to what measures to use to assess involvement, 

some researchers have used all or part of the McQuarrie and Munson scale in their studies. For 

example, Lynch and Beck (2006) used 4 items of the McQuarrie and Munson scale in the 

research to profile internet buyers in 20 countries. The scale was used in full by Winzar and Ho 

(1998) to compare the effects of web and print media on brand attitude, emotional response, and 

behavioral intention. However, until 1985 no one had used McQuarrie and Munson to research 

fashion involvement (Fairhurst, Good, & Gentry, 1989)  

Although these different measurement scales have been useful in the operationalization 

of involvement, many more measurement scales have been developed to support individual 

researchersô views of involvement. These additional scales have not escaped from criticism 
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(Higie & Feick, 1989). However, the work of Laurent and Kapferer (1985) and Zaichkowsky 

(1985) has been widely reviewed and cited relating to the development of involvement scales. 

Bearden and Netemeyer (1999) included the Laurent and Kapferer (1985), McQuarrie and 

Munson (1987), and Zaichkowsky (1985) scales in the Handbook of Marketing Scales because 

these scales met certain relevant criteria: (1) theory driven, (2) measure had at least three items 

or questions, (3) measure had been used in marketing research, (4) some scaling procedures were 

employed, and (5) estimates of reliability and/or validity existed. Other criteria were also used to 

exclude measures from the book. 

Fashion Involvement 

 Innovativeness, opinion leadership, and enthusiasm are some of the common 

characteristics of those consumers who experience long enduring involvement in certain product 

categories. Fashion involvement has been recognized as one of those categories that attract deep 

enthusiasm of many consumers (Bloch, 1986). Enthusiastic consumers of fashion are not only 

attracted to fashion because it satisfies utilitarian, functional, pleasure or self-expressive needs, 

but because it arouses a continuous and active attraction over time. The enduring attraction keeps 

consumers focused and motivated to keep up with changes. For this reason, researchers studying 

consumersô behavior toward textiles and apparel products adapted the concept of involvement to 

determine how consumersô fashion involvement influences their processing of information about 

apparel products and the subsequent purchase behavior.  

Although Zaichkowskyôs (1985) scale was used in the mid 1980s to measure fashion 

involvement, Tigert, Ring, and King (1976) had already developed the Fashion Involvement 

Index (FII) almost 10 years earlier as a measure to understand consumer behavior toward 

apparel. Within the theoretical and methodological conceptual framework operationalized by 
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fashion adoption theory, their FII provides a better understanding of how fashion innovators and 

leaders process information. Their research findings also provide some perspective into what 

motivates fashion leaders and followers to share information and thus influence the behavior of 

other consumers. Fashion innovators are important because early adoption of new fashions 

provides revenues that help fund development costs (Goldsmith, Stith, & White, 1987).  

The concept of fashion involvement, as proposed by Tigert et al. (1976, 1980), has 

several dimensions related to behaviors and activities exhibited by fashion leaders when 

purchasing apparel, such as a tendency to tell others about new fashions. Fashion innovativeness 

and time of purchase, fashion interpersonal communication, fashion interest, fashion 

knowledgeability, and fashion awareness and reaction to changing fashion trends are the five 

dimensions they proposed that make up fashion involvement. The FII is among the most widely 

reviewed scales for those studying involvement and those interested in measuring the effects of 

enduring involvement (Higie & Feick, 1989).  This scale has also been included by Bearden and 

Netemeyer (1999) in their listing of scales.  

Ring (1977) used the Fashion Involvement Index (FII) in his dissertation work to define a 

profile of the male consumer. Building on the views of King, his major professor, that the 

ñtrickle downò (p.20) theory of the fashion adoption process that dominated pre-1963 thinking, 

Ring also argued that certain segments of adult males can be fashion change agents in the fashion 

adoption process. Until then, women and undergraduate students, both male and female, had 

been studied, so Ring wanted to profile adult males. To this end, he developed and administered 

an eight-page survey to 1,025 adult male heads of households in the metropolitan census areas of 

Toronto and Ontario, Canada. Data analyses included correlation, regression, factor and 

discriminant analyses. His findings suggest there is enough evidence to differentiate adult male 
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consumer behaviors in terms of their fashion involvement. In addition, these male adults held 

distinct impressions of retailers when compared to mass-market consumers that offered 

implications for marketers. 

The attractiveness of gay professionals in terms of education, occupation, income, 

spending power and even lifestyle characteristics has attracted the interest of apparel retailers 

towards understanding the purchasing preferences and consumer behavior of this consumer 

group. In order to assess the importance and influence of the male homosexual market segment, 

Sha (2004) in her exploratory study used a convenience sample and both qualitative and 

quantitative techniques.  Part two of the research was quantitative and involved a self-

administered survey from a convenience sample of 145 respondents. The survey used the 

Fashion Involvement Index (FII). The researchers also collected demographic information. 

Researchers collected additional data from (1) subjects enjoying events surrounding the Gay 

Pride Parade held in Toronto and (2) cold calls and e-mails to members of gay organizations and 

their friends.  

This research illustrates another way that the FII has been used and applied to analyze a 

consumer groupôs level of fashion involvement. The scale allowed researchers to understand 

how gay professionals perceive themselves when compared to other men and women. 

Researchers took the sum of the scores according to Tigert et al. (1976) by adding the total from 

each respondent. This yielded a sum score mean value of 11.2. Overall, this score falls around 

the middle of the scale. For this reason, they concluded that most gay professionals in this 

sample were moderately involved with fashion because they compared this value to the 

directions of Tigert et al. The range of scores is 5 and 17.  According to this scale, those who are 

low involved have a score between 5 and 8; moderately involved have a score between 9 and 13; 
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and those highly involved have a score between 14 and 17. The four dimensions of the scale 

allowed researchers to describe this group when they compared themselves to other men and 

women. Each dimension of the FII also allowed the researchers to understand how (1) fashion 

innovation, (2) interpersonal communication through fashion, (3) fashion interest, (4) fashion 

knowledge, and (5) fashion awareness could be used to describe this consumer group. 

Interestingly, 22.1 % saw themselves as early adopters, 46.9 % reported being more fashion 

interested, an equal percentage were fashion knowledgeable, and only 5.5% reported keeping up 

regularly with fashion news. However, most respondents indicated they kept up with the trends. 

A study by Fairhurst et al. (1989) revealed that the PII developed by Zaichkowsky was 

applicable to measuring involvement with womenôs apparel by investigating its convergent 

validity with other two fashion involvement measures that included the Tigert et al. (1976) FII , 

and an adaptation of a set of 45 lifestyle characteristics. Additional questions provided 

information on evaluative criteria consumers use when considering stores. Using a purposive 

female-only sample consisting of two groups: (1) specialty store customers and (2) students from 

a Midwestern College of Home Economics, the study had a total of 220 completed 

questionnaires for group 1 and 113 for group 2.  The researchers found that the Zaichkowsky 

scale was a reliable and valid measure of involvement with womenôs apparel. Results also 

showed that the FII was unidimensional supported by findings of a single factor in both groups. 

Although Fairhurst et al. did not test the McQuarrie and Munson (1987) scale, in their conclusion 

they recognized its importance and possible contributions to the understanding of involvement 

with apparel. Because of the socialization process and the resultant decision risk when making 

apparel choices, Fairhurst et al. believed that the modified PII that McQuarrie and Munson 
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(1987) proposed would be a better measure to tap into dimensions of apparel specific to the 

apparel consumer.   

Others like Thomas et al. (1991) have tried to expand the concept of fashion involvement 

by studying the underlying dimensions of apparel involvement in consumersô purchase decisions. 

A final sample of 177 female shoppers recruited from area malls participated in their study. 

These women participated in the take-home survey they returned by mail after they completed it. 

The research instrument consisted of an involvement measure, a fiber information source 

measure, and a demographic measure. The apparel involvement scale was adapted from Traylor 

and Joseph (1984). Using factor analysis, these researchers determined that fiber content and 

performance characteristics are additional elements of apparel involvement influencing the 

purchase decision, thus confirmed their supposition of the multidimensionality of apparel 

involvement. They believe that two important dimensions of apparel involvement are the use of 

ñDress to Express Personality and Dress as a Signaling Deviceò (p.47).  An important finding of 

this research suggests that media plays a big role in influencing the meaning that dress has been 

used as a signaling device. Apparel consumers also seem to use both marketer-dominated and 

non-marketer dominated sources of media both jointly and independently to make inferences as 

to what dress means.   

 Kim et al. (2002) developed an advertisement for a fictitious brand of T-shirt to research 

the concept of apparel involvement.  The study used a convenience sample of 274 male and 

female students from an undergraduate population attending classes in marketing, sociology, and 

political science in a Midwestern university. Most of the participants, 85%, were under age 25. 

These participants reviewed an advertisement for a fictitious brand of T-shirt that included facts 

such as fiber type, color, size availability, and price information. Although the product chosen 
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was one with which most undergraduate students would be familiar, the researchers 

acknowledge that it is not the most fashion forward of all types of garments. Kim et al. used 

Zachkowskyôs Personal Involvement Inventory (PII) three times in order to measure three 

dimensions of apparel involvement: (1) fashion, (2) comfort, and (3) individuality. In addition, 

based on their literature review, they adapted measures to determine product attribute beliefs 

using a multi-item scale. Using structural equations modeling (SEM), researchers tested their 

causal model. Their results showed that among women, fashion involvement individuality was 

strongest in shaping apparel involvement. In contrast, men indicated that comfort seemed to play 

the strongest role in shaping their apparel involvement. These finding are similar to others that 

have found women and men differ in their level of apparel involvement. Researchers believe that 

gender differences exist because women are socialized differently. For this reason, in this study 

women did not see T-shirts as fashionable or items that convey individuality. The researchers 

concluded that the level of product involvement influences how consumers form beliefs of 

advertised product attributes. In addition, the authors suggest the need for more studies of 

different advertising strategies.  

Apparel products are material goods produced and exchanged within the context of a 

consumer culture and the acquisition and possession of such material goods carries value to 

consumers. Although most products have life cycles, apparel products have more distinct and 

visible cycles where consumers adopt and dispose of these products (Sproles, 1981). For this 

reason, level of fashion involvement by itself continues to be useful in understanding the 

consequences of consumer knowledge and interest in fashion. The level of knowledge and 

understanding of the value of such possessions to consumers and their fashion involvement seem 

to influence the decisions women fashion consumers make about these goods (OôCass, 2001).  
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Implications of Contrasting Views 

A major limitation of involvement studies has been the almost exclusive use of students 

as the test population. Although models like the ELM have endured, most research to test these 

models used experimentally-based designs in laboratory settings (Laczniak & Teas, 2001). Scott 

(1994b) disagrees with some of the findings of ELM studies.  She proposed that the underlying 

assumptions of involvement theories based on philosophical traditions of information processing 

truncate the understanding of how advertisements are read (Scott & Batra, 2003).  As a result, 

she and others like McQuarrie and Mick (1996, 1999) have tried to analyze highly visual 

advertisements using other disciplines such as semiotics.  

In recent years, the methods used to test and analyze elaboration have fallen into disfavor 

among social scientists. These models have used four or higher order factor interactions using 

ANOVA which some researchers have found to be inappropriate (Umesh, Peterson, McCann-

Nelson, & Vaidyanathan, 1995). Social scientists like Cohen (1990) have suggested that 

researchers using elaboration theory have tested too many variables thus greatly increasing the 

chances of finding significant differences where none might exist.   

Psychology has been used to understand information processing and consumer behavior. 

However, some of the interpretations adopted from this discipline to understand consumer 

behavior are simplistic because they favor views of learning and behavior that tend to 

overestimate the impact of attitude change as a result of a reactive system of rewards and 

punishments. These interpretations have also diminished the way in which images are perceived 

and understood within communications theory (Scott, 1994a).  

Classical learning and hemispheric lateralization theories have often been used to develop 

assumptions about how the brain processes different types of information in advertisements 
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(Janiszewski, 1990; Lutz & Lutz, 1978). However, new tools to assess brain function have 

produced results that challenge previous assumptions on how the brain processes information. 

Some scientists now believe that it is too simplistic to link one side of the brain to only certain 

types of information processing, such as advertising copy, and not others, like images, as 

lateralization would suggest (Martin & Klecker, 1990). They believe that the brain is flexible, 

and early studies on lateralization theory were deceptive because they were performed with 

patients who had severe brain damage.  Even consumer researchers like Rothchild (1984), who 

influenced the assumptions of many researchers including Zaichkowsky, have acknowledged 

that lateralization is an extremely complex subject. Despite the findings that the brain is flexible 

and cognition is more abstract, it appears researchers cannot effectively extrapolate this 

information into other areas such as consumer theory (Shanteau, 1983). 

Researchers like Vaughn (1986) have acknowledged the possible impact of discoveries in 

neuroscience on the reframing of the underlying assumptions of involvement. However, other 

researchers have been slow to change their views. Most have been influenced by the 

comparisons of the brain to how computers processed information (Harris, 1983).  

Psychological theory has also sustained advertisersô views that images work in 

communication as triggers of memory and recall. However, these views are changing. Some 

researchers now believe that simply recalling information from memory is not enough to indicate 

persuasion when there is no information processing (Monroe & Lee, 1999). Consumers may 

interpret visual information about products because they also negotiate the meaning of cultural 

and social symbols (Kaiser, Nagasawa, & Hutton, 1995). This is an important implication for 

assumptions drawn on the basis that consumers actively engage in making socially appropriate 

purchase decisions.  
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 Many researchers have come to realize that the difference between images and copy 

might just be philosophical.  For the most part, the exploration of persuasion has been guided by 

tradition. Interpretations of classical theories from philosophers such as Aristotle and Plato have 

often been used to develop explanations of the effects of arguments and speaker presentation on 

persuasion (Winkielman, Schwartz, Reber, & Fazendeiro, 2003).  As a result, some researchers 

now believe that images are as important as text in communicating issue-relevant information, 

but more studies are needed in order to develop the rhetoric understanding in this area 

(McQuarrie & Mick, 1999).  

Personal Relevance 

Personal relevance drives involvement (Zaichkowsky, 1985). The enduring personal 

relevance with apparel may help explain why fashion involved consumers are more willing to 

engage in pre-purchase activities such as information processing of advertisements that may also 

influence othersô behaviors (OôCass, 2000). Attention to how these consumers attend to social 

cues has also been thought to contribute significantly to their ability to process information 

(Bearden & Rose, 1990).  

Among luxury fashion consumers of apparel, social acceptance of the product has been 

found to be an important predictor of consumption (Belleau, Nowlin, Summers, & Xu, 2001; 

Summers, Belleau, & Xu, 2006; Xu, Summers, & Belleau, 2004). Alligator leather apparel, for 

example, is both luxurious and fashionable, but some consumers perceive it as socially 

unacceptable (Xu, 2000). Thus fashion products can be both controversial and highly desirable 

among consumers. There is a need to better understand how images in advertisements for these 

products might influence information processing (Santaella, 2001). 



 

35 

 

The success of the marketplace has changed the American scene. Goods have adopted 

meaning beyond their utilitarian function (Levy, 1959).  Individuals purchase fashion for their 

symbolic value. Consumers use dress to express their individuality and to indicate their social 

worth or status (Barnard, 2002). Fashion apparel also allows consumers to experiment with 

different social identities. These personas provide social information about the multiple 

personalities of the wearers as they try to differentiate themselves from others (Levy, 1982).  As 

the consumption of these subcultural innovations influences some fashion cycles, mass adoption 

of politically correct fashion might be influenced by values such as those advanced by activist 

groups and thus also influence the perception of social risk. For this reason, social acceptance 

may be used to better understand how images in advertisements for these products may influence 

information processing and the facets of involvement.  Xu (2000) used a measure of social 

acceptance for apparel made with exotic leather, a product considered controversial by some 

consumer groups.  

Images in Information Processing Theory 

Scattered within research in the information processing literature are a limited number of 

studies that have examined the role of images in advertising. While images are not always the 

central focus of all these studies, many have influenced the current understanding and theory 

development of the role that images play in advertisement. However, some of their conclusions 

may not be generalizable because their experiments used convenience samples. Consequently, 

the frameworks used for understanding the effects of advertising exposure on choice have 

considered the role of images within a perspective of traditional learning theories that may not be 

completely predictive of consumer behavior.  
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  An interest in understanding how consumers perceive and code brand information led 

researchers like Mitchell and Olson (1981) to study the effects of images in advertisements. 

Internal evaluations of brands have been an important topic of concern for these researchers. As 

part of their study of attitude and beliefs toward brands, they examined the different effects of 

verbal (copy) versus visual information in advertisements for branded products. In order to test 

their assumptions, the researchers developed four advertisement treatments in an experiment 

where only one advertisement had verbal information (copy) about a product characteristic. 

Except for the hypothetical brand and product names for facial tissues, the other three 

advertisements contained only visual information. Subjects viewed photographs of 

advertisements that varied subjective and objective information content about the product. 

Subjects included 71 junior and senior undergraduate students recruited from an introductory 

marketing class. Both female and male students participated in one of four experimental sessions 

that lasted 45 minutes in return for a small compensation. The final number of students in each 

group was 21, 19, 17, and 14 respectively. Researchers did not presume a bias as to student 

group assignment.  

The experiment took place in a large room where subjects were seated at tables and saw 

projections of the advertisements designed to look like partially completed print advertisements. 

The images in the advertisements were: (1) an image of a kitten, (2) an image of a sunset, and (3) 

an image of an abstract painting. The order of the advertisements changed for each group. In 

order to substitute for real brand names, researchers used the word ñBrandò and the letters ñI, J, 

L, and Rò (p. 321). The researchers believed that the advertisement with the image of the kitten 

communicated the specific attribute of softness. The fourth advertisement included verbal (copy) 
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information about the product only in the headline with an explicit claim of softness. In the other 

advertisements, copy was only simulated.  

Their analysis used ANOVA, ANCOVA, and regression. Researchers stated that their 

dependent variables were ñcommonly measured in consumer researchò (p. 323). For this reason, 

there was no mention of a specific scale. However, the researchers measured beliefs and attitudes 

for brands and purchasing intentions of products using Likert-type items. Findings indicated that 

respondents formed different beliefs about different brands. Researchers also found that 

respondentsô ratings were positive for the advertisements containing the visual stimuli of the 

kitten and the sunset. Findings also lead them to conclude that visual manipulations had 

significant effects on the strength of beliefs about product attributes, attitudes toward the brand 

and the act of buying the brand, and even purchase intentions. Other analysis suggested that 

visual stimulus influenced the general liking of the advertisements. In their discussion 

researchers highlighted that repetition did not seem to have an effect on more positive attitude. 

Respondents seemed to have made inferences and formed rather different perceptions of the four 

brands due to the use of visual information. For example, respondents took the picture of the 

sunset to mean that the product came in different colors. In addition, they made inferences about 

other characteristics such as absorbency when there was no related information provided.  

In a later study, Mitchell (1986) revisited the effect of verbal and visual components of 

the advertisement paradigm. The dependent measures for the study were brand attitudes and 

product attribute beliefs.  Based on two criteria: (1) products with which undergraduates would 

be familiar and (2) products that had a small number of salient attributes, several products were 

selected: (1) toothpaste, (2) ballpoint pen, (3) cola, and (4) deodorant. Photographs in the 
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advertisements were pre-tested and chosen as treatments because they differed in three affective 

ways and consistently tested to be: (1) positive, (2) neutral, and (3) negative.   

The convenience sample used in Mitchellôs study (1986) included 69 junior and senior 

undergraduate students recruited from business classes and signs placed on a university campus. 

Both female and male students participated in the study for a small compensation during 

convenient times for them.  The researchers lead respondents to believe that large companies 

wanted their opinions because they wanted to test market their products. 

Students saw the advertisements on a screen in random order. A filler task followed. 

Upon completion of this task, students responded to a questionnaire to obtain overall attitudes.  

The researchers explained that it was important to measure their attitudes before the students had 

a chance to write down everything that came to mind about each product they had just seen. The 

second portion of the study was intended to measure actual associations between brands and 

concepts. Next, students wrote for each product a particular attribute they thought was important. 

After they had completed this task, they rated how much the products advertised had this 

attribute. Students also wrote down their likelihood to purchase each of the advertised products. 

Then, students completed several measures to obtain attitudes and beliefs towards the 

advertisements and the products advertised. Finally, students gave their thoughts on the purpose 

of the experiment. 

Data were analyzed using ANOVA. Findings indicated that visual elements of 

advertisements affected brand attitudes because individuals make inferences that resulted in the 

formation or change of beliefs. These findings are similar to those found in Mitchellôs earlier 

study (Mitchell & Olson, 1981).  Verbal information (copy) in advertisements seems to have the 
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same effect as visual according to Mitchellôs evidence. He also argues that images did not 

distract information from the main message.  

From the perspective of Edell and Staelin (1983) the role of images had intrigued 

researchers because previous studies had documented how individuals were consistently better 

able to recall advertisements with pictures. However, they argued that more research was needed 

to better understand how consumers learn about brand information from advertisements that used 

images. This led Edell and Staelin to test a model to explain how consumers processed brand 

information from pictures in print advertisements.  

Edell and Staelin (1983) also believed that images might distract viewers from their 

brand learning task and thus offer different insights when looking at pictorial versus verbal 

advertisements. They wanted to find evidence to suggest images and not verbal formats activated 

previous information stored in memory.  For this reason, they tested a methodology to search for 

differences in cognitive processing of a message such as different beliefs, attitudes, or intentions 

among consumers.  

Their experimental design varied advertisement structure: (1) verbal (paragraph only), (2) 

pictorial framed (picture and paragraph in combination), and (3) pictorial unframed (unlabeled 

picture); content: (1) objective (when ad conveyed factual information), (2) subjective (when ad 

conveyed an individual characterization of an attribute liked), and (3) characterization (when ad 

had paired message with a positive message); and product class or category: (1) car, (2) camera, 

and (3) calculator. Each subject saw an advertisement from each structure, content, class 

condition, and two extra filler advertisements.  

A pretest was used by researchers to select the pictures that conveyed the desired 

consistent number of messages. The researchers did not elaborate as to how they drew their 
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sample for their subjects in the pretest or in the actual experiments. They did provide a 

description of the characteristics their subjects had to have in order to participate and how they 

were contacted. ñThe subjects used throughout all phases of the study varied in age between 20 

and 28ò (Edell & Staelin, 1983, p.50). In addition, ñsubjects were telephoned three to seven days 

before participating in the main experimentò (Edell & Staelin, 1983, p.50). The procedure 

allowed researchers to determine attributes that the subjects considered important for brands and 

products to have within each of the product class categories used in the experiment.  For the 

main experiment there were 27 subjects. The actual laboratory test took place at the Consumer 

Behavior Laboratory of the University of Chicago. Under this controlled environment, 

researchers were able to record the eye movement for 9 participants.  At the laboratory, all 

subjects performed a main task individually, viewed the printed test advertisements, and 

completed a nonsense task. When they finished, they told interviewers everything they thought 

was true about the brands for the advertisements they viewed to ascertain knowledge, interest, 

and number of previous purchases. Of the respondents, 14 were asked to write everything they 

could recall about the print advertisements they had just viewed while the remaining 13 

responded to a different set of questions regarding information about these print advertisements. 

Three independent judges classified the responses of the subjects into three different categories 

according to how the judges perceived respondentsô written thoughts supported, showed 

indifference, or refuted the advertisementôs message. There was no disagreement among the 

judges.  

Results of the study found that distraction and or forgetfulness seemed to interfere with 

respondentsô processing behavior for unframed pictorial advertisements. Consequently, many 

respondents had fewer evaluative (positive or negative) thoughts of the brands advertised in 
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these advertisements. Although respondents shared which attributes they used when purchasing 

products in the category, it seemed as if they did not use those attributes when reviewing the 

advertisements.   Respondents could not remember the brands either. There were no significant 

cognitive differences among brands on any measures between the pictorial framed 

advertisements and the verbal advertisements. Researchers expected to see more positive 

attitudes or more counterarguments for brands. They suggested the lack of differences might 

have resulted because their images and verbal information treatments were congruent.  In 

addition, researchers found that when the message was more objective in nature, respondents 

gave more arguments in support of the message. The characterization treatment generated little 

evaluative thoughts. Although not statistically significant, the recall measure showed how brands 

are better recalled when picture advertisements are framed with arguments.  

Pictures in advertising have been generally considered attention-getting devices, but 

some researchers have explored pictured-based persuasion and the moderating role of 

involvement like Minard, Bhatla, Lord, Dickson, and Unnava (1991). Using a sample of 84 male 

and 84 female students from an undergraduate marketing course, the researchers asked the 

students to evaluate advertisements for a fictional brand of soft drink, ñSunburst.ò The students 

were subdivided in groups of 6-10 where some were led to believe that they would receive a 

product of their choice as additional compensation for their participation.  Minard et al. (1991) 

manipulated the relevance of the message by using different: claims: (1) strong and (2) weak; 

images: (1) attractive and (2) unattractive images; and the level of involvement: (1) high and (2) 

low in order to understand how pictures influence: the (1) evaluative or affective responses, (2) 

judgments about picture appropriateness, and (3) imagery evoked. The pictures they used next to 

the soft drink included: lizards, palm trees, dogs, and orange slices. The statistical analysis used 
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2 X 2 X 2 ANOVAs. Although their studies produced marginal results, there was evidence to 

suggest that attractive and product relevant images contributed to higher elaboration especially 

among highly involved respondents. However, their discussions also suggested that more 

research is needed as consumerôs personal levels of involvement might affect how some view 

and interpret images. Additional discussions on appropriateness and relevance of pictures 

revealed that the instruments used might not have been able to measure such structures. Overall, 

Miniard et al. findings showed that consumer recall of verbal advertisements tended to decay 

faster from memory. Although both verbal and visual advertisements were both likely to be 

processed, audiences preferred the visual versions. These findings are important, but should be 

approached with caution. Some of Miniard et al. discussions are based on the interpretation of 

ñmarginallyò significant, values of p that are high (p < .10) and thus not significant. In addition, 

they also used three way interactions. Some of researchers are now discouraging analyzing 

interaction with ANOVA as the likelihood to erroneous significance increases with more 

interactions in the analysis (Cohen, 1990). 

According to Holbrook and Moore (1981) consumer evaluations of products that require 

not only judgments of utilitarian features, but also aesthetic and symbolic features have visual 

appeal that may be better explained by other psychological models. Female and male students in 

an MBA class were assigned at random to evaluate verbal and schematized black and white line 

representations of sweaters. These 59 students judged 20 pairs of adjectives based on a scale 

developed by Osgood, Suci, and Tannenbaum (1957).  Results offered support for the presence 

of significant moderating effects of different input formats. Findings seemed to suggest that 

pictures tended to elicit more integrative mental processes than words alone.  
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A major area of study in advertising research has been the use of images as cues that help 

consumers recall information from memory. The study by Unnava and Burnkrant (1991) 

suggests that highly involved consumers can recall information that is presented verbally if 

claims allow consumers to evoke images. For this reason, the researchers argue that the value of 

using verbal information may be better than text alone. However, they also found that when both 

images and verbal information within the advertisements are consistent, respondents were more 

likely to recall information. A convenience sample of undergraduate students in an introductory 

marketing class evaluated advertisements for fictitious new products within product categories 

that would be relevant to their demographic characteristics. Although the 107 undergraduates 

viewed several print advertisements, only one advertisement was manipulated within a session. 

The treatment advertisement was for a camcorder. At the end of the session, students were asked 

a series of questions about the manipulated advertisement. Students returned within a few days to 

claim their incentive and to answer recall questions about the ads they saw.  

Although many years have passed since Childers and Houston (1984) offered a review, a 

discussion, and a quick overview of some of the different conceptual frameworks that consumer 

behavior researchers could take into consideration when considering the visual versus verbal 

paradigm, their observations may still be relevant today. Because they understood that images 

have been constantly found to aid in the learning and retention of product information, they 

encouraged researchers to search for reasons as to why the inclusion of pictures improves the 

effectiveness of the advertisement. Their review of literature lead these researchers to believe 

that visual information stimulates cognitive processes that may allow marketers to tap into 

differing informational processing behaviors of visual versus verbal information. Childers and 

Houston use the term ñimaginalò (p.60) to describe the cognitive process that consumers use to 
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code and store information memory through association that give images their meaning without 

having to be consciously experienced. The argument for this process is that consumers when 

looking at images often can draw a mental picture because these images tap into a different 

process of learning that allows for a more effective memory system. Thus it is easier for 

consumers to incorporate different sets of elements into a way of remembering information. An 

important assumption that these researchers make is that images tap into more senses than 

written information alone. However, results from a later study by Childers, Houston, and Heckler 

(1985) where they further examined this question, resulted in divergent results. They also failed 

to generate a scale to consistently measure consumersô orientation to engage in visualization or 

verbalization of product information which they believed could explain why images were more 

easily remembered than verbal information.  

Summary 

Images are the most visible and prominent part of fashion advertisements. Sometimes 

images are the sole element in an advertisement for a fashion product. Although textiles and 

apparel manufacturers and retailers rely heavily on images to promote the latest fashion trends to 

market their products, the research literature in this discipline on the effectiveness of images in 

promotional communication is scarce. There is even less evidence on how consumers process 

images of fashion that might be socially unacceptable or controversial. For example, some 

fashion apparel might be socially risky for certain consumers because it is made with materials 

that are considered controversial such as the use of exotic leather or fur.  

Through their studies, textile and apparel researchers understand the need to inform 

consumers about the characteristics of products. Some have found that promotional materials, 

such as advertisements, need to include more information about the materials that make up 
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fashion products. Thomas et al. (1991) found that it is important for advertisers to include more 

fiber content of garments in advertisements. These researchers also found that consumers pay 

attention to the information in the media and advertisements. Because fashion conscious 

consumers rely on the media when looking for the latest fashion trend changes with every new 

season, apparel and textile researchers need to better understand the role that images play in 

communicating such messages.  

Apparel research suggests that women are more interested in fashion than men. Sexual 

orientation among men has also been explored in order to understand if there are significant 

differences among males or if the perception that homosexual men are more highly involved than 

other men or as highly involved as females is real. However, there is limited research in this area 

on how consumers process fashion promotional information. Understanding how advertisement 

information is processed, especially among those consumers who are more enthusiastic about 

fashion products, might help fashion retailers and manufacturers of products that may be 

considered controversial communicate with their targeted consumers while minimizing the risk 

perception that their products are socially unacceptable.  

Among other disciplines in the social sciences, a number of theories have been developed 

that provide different views on how the issue of images in advertisements may be explained and 

understood. Social psychology has been influential in framing the understanding of persuasive 

communication. This discipline has framed the problem in terms of attitude change. The focus 

has been on the number of arguments needed to persuade others. Researchers have generated the 

idea that more interested or involved people will require more arguments (Petty & Caccioppo, 

1984). Thinking in terms of persuasion, they have also explored how the images might help or 

hinder the persuasiveness of an issue. The Foote, Cone, and Belding (FCB) and the Elaboration 
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Likelihood Model (ELM) were the two most important models that were reviewed in detail. 

While social psychology has generated many useful ideas and concepts that have shape research 

on the issue, the evidence that has resulted is mixed. A review of the literature revealed there 

have been several researchers who have highlighted the flaws in the evidence used to support the 

models (Crimmins, 1997; Scott & Batra, 2003 ). Models have been based on not only marginal 

results, but also researchers have used methodologies that may lack external validity. The 

discussions of results are misleading because although their evidence to support their findings is 

marginal, the tone used to describe their findings is positive. In addition, some researchers have 

been unable to replicate the ELMôs findings (Cole et al., 1990; Costley, 1988).  

 Advertising and consumer researchers have used the literature in social psychology to 

sketch the processes that might work in consumer communication. These researchers also used 

the understanding in learning to shape the views on human persuasion. The theoretical 

framework of involvement provides many useful ideas to explore how images may influence 

consumer behavior. The state of involvement has been recognized as an important factor in 

influencing information processing because it is the motivation to read, but also to talk to others 

about relevant products such as fashion. However, a major drawback is that most studies have 

used convenience samples made up of university students recruited from business classes. 

Although student samples are a common approach to studying phenomena, student samples often 

lack external validity. From this body of work, researchers have also developed instruments to 

try to measure involvement. There is evidence to suggest that these instruments are useful in 

understanding a state of involvement.  

Numerous studies have been done to develop and revise these involvement scales. Many 

apply these scales to different product categories. However, some of the most important scales 
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were developed by Zaichkowsky and Laurent and Kapferer in 1985. As shown in Table 1, 

McQuarrie and Munson (1987) combined these two scales into one to generate a 

multidimensional scale that could be used to measure involvement. The apparel and textiles 

discipline can use these scales to understand how fashion consumers process the fashion images 

used in advertisements. The scales can be used along with the Fashion Involvement Index (FII) 

developed by Tigert et al. (1976) to gauge fashion involvement and how different advertisement 

elements moderate involvement with advertisements. The evidence would help fill the gaps in 

the understanding of the role images and text play in advertisements among those who are 

involved with a product category.  

Images are considered an important part of advertisements by making them more 

memorable. However, as cues, their role in advertisements has been viewed as secondary to that 

of text. The role of images in fashion advertisements is to convey information about the apparel 

product, thus their role as pneumonic devices needs to be reconsidered. Understanding the role of 

images can also lead to a better understanding of the research evidence that seems to suggest that 

consumers rely on both text and images in advertisements from which they make their own 

inferences about the products advertised.  
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Table 1. Involvement scales 

 

Note. Chart developed with information in ñHandbook of marketing scales (2nd ed.)ò by W.O. Bearden, and R.G. 

Netemeyer, 1999.  

 

Researcher(s) 
Date 

Published 

Scale Name 

(Abbreviation) 

Total 

Items 
Description 

 Zaichkowsky  

 

 

1985 

(Revised 1990) 

Personal 

Involvement 

Inventory  

(PII) 

20  

 

Semantic 

differential items 

scored on 7-point 

scales. 

All items are summed to 

form an overall measure 

of involvement. 

Laurent and 

Kapferer 

1985 

(Revised 

1986) 

Consumer 

Involvement Profile  

(CIP) 

16  Likert-type 

statements scored 

on a 5-point 

basis. 

Measures 5 dimensions: 

(1) importance; (2) risk; 

(3) probability of 

mispurchase; (4) symbolic 

& (5) hedonic value that 

form an overall profile. 

McQuarrie 

and Munson 

1987 

(Revised 

1991) 

Revised Personal 

Involvement 

Inventory  

(RPII) 

22  Semantic 

differential items 

scored on 7-point 

scales. 

The RPII is derived from 

the sum of all 22 items. 

Items 1-16 composed the 

OPII and these items were 

derived from 

Zaichkowskyôs scale and 

the others from Laurent & 

Kapferer. The scale can be 

subdivided into 3 

dimensions:  (1) 

Importance: Items 1-4 & 

7; (2) Pleasure: 9-11 & 

17-19; (3) Risk: Items 20-

22. 

Tigert, Ring, 

and King  

1976 Fashion 

Involvement 

Inventory  

(FII) 

5 5 Questions: 4 are 

measured on a 3-

point scale and 1 

on a 5-point. 

Each question is one of 5 

facets: (1) fashion 

innovativeness and time of 

purchase; (2) fashion 

interpersonal 

communications; (3) 

fashion interest; and (4) 

knowledgeability; and (5) 

fashion awareness and 

reaction to changing 

fashion trends. The sum 

forms an overall measure 

of fashion involvement. 
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CHAPTER 3 

METHODOLOGY  

Data collected in 2001 as part of a larger study funded by a grant were used in this study 

(Summers & Belleau, 2000). These data had not been analyzed or used in any other research.  

The methodology and instrument used in this study were based on procedures developed and 

tested in a pilot study in 2000 involving a local sample of undergraduate students (Santaella, 

2001). The data were entered into SPSS 14, and all computations and plots were performed using 

the same program.  

Test Advertisement 

Three versions of a fashion advertisement developed in the pilot study were adapted for 

use in this national study.  A New York fashion designer provided the original photograph used 

as the basis for the image in the test advertisement. The authorization to use the original fashion 

photograph for the image advertisements is included in Appendix A.  Group 1, the control group, 

received the advertisement that included both copy and image. Group 2 received the copy only 

advertisement. Group 3 received the image only version of the advertisement. The copy in the 

advertisement treatments was the same and presented information regarding the comeback of the 

American alligator and the use of the leather in fashion. The image used in the advertisement 

treatments was similar to advertisements for major designers such as Versace or Calvin Klein.  

All three advertisement treatments were produced in full color on magazine-quality paper as 

shown in Appendix B. 

Instrument  

The survey instrument is included in Appendix C. The instrument had sets of questions 

that assessed the demographic characteristics of the sample, level of social acceptance and 
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compliance for controversial apparel products; current ownership of American alligator, exotic, 

non-exotic, and faux leather apparel products; level of media exposure; fashion involvement; and 

involvement with the advertisement.  

Demographic Characteristics  

Seven forced choice items were included to capture the demographic characteristics of 

the respondents.  The information collected helped to produce a profile of respondents based on 

race, age, marital status, educational attainment, employment status, and affluence. 

Social Acceptance and Compliance of a Controversial Apparel Product 

 Four items developed by Xu, Summers, and Belleau (2004) to measure product social 

acceptance and compliance were also included since the test advertisement was for a fashion 

product considered controversial. The items were measured on a 7-point scale.   

Current Ownership of American Alligator, Exotic, Non-exotic, and Faux Leather Apparel 

Products 

Information on current ownership of a variety of genuine and faux leather apparel 

products was collected. Respondents were asked to check the most appropriate choice from a list 

of 3 possible options: yes, no, and not sure to answer the ownership questions. If the response 

was yes, respondents were asked to write in the space provided how many items they owned and 

how many of these items were acquired in the last 5 years.  

Media Exposure  

Six 5-point Likert-type items from strongly disagree to strongly agree were used to 

determine if respondents noticed clothing featured in the media such as when clothing appears in 

magazines. Respondents were also asked to give information about their level of viewership of 

television and movies as well as magazine readership.  
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Fashion Involvement Index (FII)  

The Fashion Involvement Index (FII) scale developed by Tigert et al. (1976) was used to 

measure involvement with the product. Although the internal consistency measures were not 

reported such as Crombachôs alpha, it is broadly accepted as a valid and reliable measure of 

fashion involvement (Bearden & Netemeyer, 1999). The FII has five dimensions of fashion 

involvement. The first four dimensions are measured on a 3-point scale: (1) fashion 

innovativeness and time of purchase; (2) fashion interpersonal communications; (3) fashion 

interest; and (4) knowledgeability; and the fifth dimension, fashion awareness and reaction to 

changing fashion trends, is measured on a 5-point scale. 

Revised Personal Involvement Inventory (RPII)  

 The Revised Personal Involvement Inventory (RPII) scale was used to measure 

involvement with the three advertisement treatments. McQuarrie and Munson (1987) developed 

this multidimensional measure of involvement by merging involvement scales by Laurent and 

Kapferer (1985) and Zaichkowsky (1985). The RPII measures a state of involvement through a 

battery of 26 semantic differential items scored on a 7-point Likert-type scale. The Original 

Personal Involvement Inventory (OPII), importance, pleasure, and risk dimensions make up the 

four internal dimensions of this scale. The RPII and the OPII have a reported Crombachôs alpha 

of .95 (Bearden & Netemeyer, 1999). 

Sample 

  The intended sample was limited to affluent females, 21 years of age and older with 

household incomes of $75,000 or more, residing in the following eight metropolitan statistical 

areas of the United States: Atlanta, Chicago, Dallas, Los Angeles, Miami, New Orleans, New 

York, and San Francisco. These cities are regarded as primary U.S. fashion centers. The sample 
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was representative of the racial mix of the female population of each locale within the desired 

age and income range. Industry partners funding the research project were specifically interested 

in information about affluent female consumers residing in primary fashion markets whom they 

perceived to be the most likely consumers of fine alligator leather products.  

As previously noted, this study was part of a larger project. The use of human subjects 

approval is shown in Appendix D.  

 Names and addresses of 1200 female consumers were purchased for the project from 

Survey Sampling International (SSI), formerly known as Survey Sampling Incorporated and 

located in Fairfield, CT, that specializes in providing samples for research surveys. The sample 

was systematically nth-selected from a relevant sampling frame constructed of all qualifying 

records of the eight locales. This multidimensional procedure used multiple regression analysis 

of both individual household data and census data at the block group level to derive the income 

predictor. Census data were based on over 200 variables related to income from the United States 

Census. SSI used a variety of inputs to estimate household wealth including correlations to 

income, home value, education level, tangible and intangible assets, investment activity, 

philanthropic behavior, and other behavioral and life style characteristics. Over 100 million 

United States households were represented. Targeted affluence samples can be combined with 

other demographic variables such as age, gender, geographic location, and ethnic group to refine 

selection targeting.   

While there is no widely accepted threshold standard of affluence, and the concept is 

considered difficult to define, some researchers have operationalized affluence as a multiplier 

(such as 7x) of the poverty line (Danziger & Gottschalk, 1995) or as a fixed percentage of the 

highest earners in a society (such as top 5%, 10%, or 20%) (Levy, 1998; Ryscavage, 1999; U.S. 
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Bureau of the Census, 2000).  For purposes of the research project, researchers defined affluent 

consumers as individuals having a reported household income of at least $75,000. This amount 

corresponded to approximately 20% of the top earners in the United States population and a 7x 

multiplier of the poverty line.  SSI projected response rates of individuals within the study 

sampleôs desired income levels to be 35%.   

Test Procedure 

The sample was randomly divided into three equal groups of individuals, and each group 

received one version of the test advertisement along with the survey instrument. The survey 

instrument had detailed directions and examples of how to enter responses. Respondents were 

instructed to complete the FII and the social acceptance and compliance items. Then, they were 

instructed to view the test advertisement and complete the RPII scale and demographic 

questions.  

Research Design 

 A mail survey was used to collect the data during May 2001. Data collection followed 

Salant and Dillmanôs (1994) total survey design guidelines. A personalized letter was first mailed 

to members of the sample with information describing the study and the selection process. The 

instrument with a cover letter and metered return envelope was then mailed approximately a 

week later. About a week later, members of the sample were sent a postcard thanking them if 

they had already responded and reminding them to complete and return their survey if they had 

not yet responded. Approximately 3-weeks after the initial survey mailing, a follow-up letter 

with another copy of the survey and metered return envelope were mailed to all individuals who 

had not yet responded. Samples of all correspondence are included in Appendix E. A small 
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alligator leather keychain was offered to the first 100 respondents who returned their completed 

surveys as a participation inducement. 

Statistical Analyses 

Frequencies were computed to describe the respondents. As an exploratory technique,  

frequencies provided a simple method for summarizing the demographic characteristics of 

 respondents including race, age, marital status, educational attainment, employment status, and 

affluence for each advertisement treatment group: (1) copy and image, (2) copy only, and (3) 

image only. 

A respondent's social acceptance for a controversial fashion product was determined by 

summing her responses to the four items included for measuring this variable. These four items 

used a 7-point scale on which a respondent indicated her level of agreement with statements that 

measure the perception of the social acceptance and compliance with wearing a controversial 

apparel product. Frequencies were computed and results plotted in histograms to summarize this 

variable across the three groups. 

Ownership of alligator, exotic, non-exotic, and faux leather were summarized using 

frequencies. These frequencies are presented using histograms for the three treatment groups.   

Respondentsô media exposure and level of awareness of clothing items featured in 

advertisements; worn by celebrities; and shown in movies, television, magazines, the Internet, 

and catalogs were gauged on several items. Results were computed using frequencies and 

summarized using histograms.  

The Fashion Involvement Index (FII) provided an overall fashion involvement score for 

each respondent. Because the first four items on this scale are measured on a 3 point scale and 

the last item on the FII is measured on a 5 point scale, the response to this last item was 
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multiplied by 3/5. Responses on all items were then summed to obtain a respondentôs overall 

fashion involvement score. Box-plots convey a visual overview of the distributions of responses 

on the FII. Histograms with overlays of the normal curve provide further detail to visualize the 

distributions of the FII across the three groups. Deviations from normality were assessed using 

the statistics for skewness divided by the value for its error and the statistic for kurtosis divided 

by its error. The means and standard deviations were computed for the three groups. These 

values were also computed for the five facets of the FII. Reliability values were calculated to 

provide a measure of consistency. An ANOVA was performed in order to assess any potential 

differences across the three treatment groups as a result of respondentsô fashion involvement.   

Summing the responses of the 26 items included in the original RPII found on Figure C-5 in 

Appendix C yielded the overall measure of a respondent's level of involvement with an 

advertisement for a controversial apparel product. Responses on the four internal dimensions of 

the RPII: (1) Original Personal Involvement Inventory (OPII), (2) importance, (3) pleasure, and 

(4) risk were also used in this study. A respondentôs score on the OPII was derived by summing 

responses to items 1 through 16. The importance dimension was determined by summing items 1 

through 4 and 7. Items 9 through 11 and 17 through 19 were summed to determine the pleasure 

dimension. Items 20 through 22 were summed to measure the risk dimension (Bearden & 

Netemeyer, 1999, p. 200). As with the FII, box-plots were used to convey a visual overview of 

the distributions of respondentsô scores on the RPII. Histograms with overlays of the normal 

curve provided further detail to help visualize the distributions of the RPII across the three 

treatment groups. Deviations from normality were assessed using the statistics for skewness 

divided by the value for the skewness error and the statistic for kurtosis divided by the kurtosis 

error. The means and standard deviations on the RPII were computed for the three groups. These 
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values were also computed for the RPIIôs dimensions: (1) Original Personal Involvement 

Inventory (OPII), (2) importance, (3) pleasure, and (4) risk. Reliability values were computed to 

provide a measure of consistency. An ANOVA was performed in order to assess differences 

across the three treatment groups for these variables.  Based on the SPSS output, the Levene test 

showed concerns for non-homogeneous variability on the risk dimension. For this reason, a 

Krustal-Wallis non-parametric test of this dimension was used to further test for significant 

differences followed by a Man-Whitney U test in order to analyze where the differences were. 

Box-plots were used to visualize this information. No other transformation was necessary.  

Two items were used to gauge respondentsô overall impressions of the advertisement 

treatments. Respondents rated the advertisement treatment they viewed on how (1) 

persuasive/not persuasive they perceived the advertisements to be and if they thought they would 

be (2) more likely/less likely to buy the product advertised. The items were scored on a 7-point 

scale. Deviations from normality were assessed using the statistics for skewness divided by the 

value for the skewness error and the statistic for kurtosis divided by the kurtosis error. The 

analysis revealed some positive skewness on item (2) more likely/less likely to buy only. For this 

reason these data were transformed using the log(X+2). An ANOVA was used to determine if 

there were significant differences among all groups based on these two measures. 

Hypotheses Testing 

Multiple regression (MR) analysis was used to test for moderation (i.e., slope differences 

across groups). Moderation is a term used within a range of disciplines including social and 

psychological research to describe a relationship where a third variable Z affects the relationship 

between the dependent variable Y and another independent variable X.  ñIn other words, the 

nature of the relationship between X and Y varies, depending on the value of Zò (Jaccard, 
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Turrisi, & Wan, 1990, p. 7). This relationship has also been known as an interaction (Miles & 

Shevlin, 2006, p.165).  Specifically, the moderator function is a conceptual term used to describe 

the ñ....function of third variables, which partitions a focal independent variable into subgroups 

that establish its domains of maximal effectiveness in regard to a given dependent variableéò 

(Baron & Kenny, 1986, p. 1173).  

 The multiple regression method chosen to test for moderation in SPSS 14 followed 

Aguinis (2004); Aiken and West (1991); Cohen, Cohen, West, and Aiken (2003); and Field 

(2005).  The independent variables were entered in a linear regression by combining common 

procedures: hierarchical and block methods. Fashion involvement, the advertisement treatment, 

and the interaction were entered using a hierarchical method. This is a method ñéin which 

independent variables are entered into the regression equation in a sequence specified by the 

researcher in advance.ò (Vogt, 1999, p. 129). For this study, the hierarchical method was 

combined with the block method in order to test the interactions. Three blocks were used. The 

first block had the results for the FII. The second block had the results for the FII and the dummy 

variables. The last block had the FII, the dummy variables, and the interaction terms. Within 

each block the variables were analyzed using ñthe default method of conducting regression 

óenterô. This is the same as forced entryéin that all of the covariates are placed into the 

regression model in one block and parameter estimates are calculated for each blockò (Field, 

2005, p. 226).  

 For Hypotheses 1, the dependent variable Y was continuous given by the level of 

involvement with an advertisement for a controversial fashion apparel product as measured by 

the RPII and its internal dimensions: (1) Original Personal Involvement Inventory (OPII), (2) 

importance, (3) pleasure, and (4) risk. The independent variable X was also continuous and was 
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given by the level of fashion involvement as measured by the FII. The regression of Y on X was 

moderated in this hypothesis by the independent categorical variable Z given in this study by the 

three mutually exclusive and exhaustive g groups of advertisement treatment such that G 

represented the total number of g groups and G - 1 was the number of dummy codes needed in 

the MR analyses (Aiken & West, 1991; Cohen et al., 2003; Tabachnick & Fidell, 2001).  As a 

result, there were 3 - 1 = 2 dummy coded variables. The dummy coding used is presented in 

Table 2. Group 1, respondents who viewed the Copy and Image advertisement treatment, was 

used as the control/comparison g group in the model.  

Scatterplots with the regression lines were also included to help visualize the results for 

Hypotheses 1 through 5. Although significant interactions are often shown in scatterplots by non-

parallel lines on an interaction graph, care should be taken when interpreting these lines as 

interaction depends ñéon the degree to which the lines are not parallel!ò (Field, 2005, p. 415). 

Table 2. Dummy variable coding system   

 

Groups D1 D2 

Copy and Image  (Reference group) 0 0 

Copy only 1 0 

Image only 0 1 

For statistical purposes in this study, the focus of the analyses was to establish ñpracticalò 

significance of moderation (Aguinis, 2004, p.140).  As a result, statistical significance was 

established by focusing on the æR
2 (Aguinis, 2004, p.140). The effect size of at least .01 or .02 of a 

statistically significant æR
2 
was also required in order to be considered important (Aguinis, 2004, p. 

141).  
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In this study FII results were centered, put in deviation score form so that the mean was 

zero. This neither changed the significance of the test nor the values of the simple correlations. 

The interpretation of the B regression coefficients change when the X is centered. However, 

when there is no interaction, the value of the B centered regression coefficients is the same as 

when not centered (Cohen et al., 2003). 

  Equation 1 was used to express the interaction in this study. The other equations used in 

this study are similar to those described in Aiken and West (1991). Centering does not affect the 

interpretation of the coefficients. The equation for the dummy variables, continuous variable, and 

interaction is written as Equation 1. 

 Č = B1 D1 + B2 D2 +  B3 FI + B4 (D1 X FI) + B5 (D2 X FI) +  B0 (1) 

Č is interpreted as the predicted value of involvement with the advertisement as 

measured by the RPII and its dimensions on fashion involvement (FI) as measured on the FII 

when an interaction is present; B1 and B2 are the unstandardized regression coefficients for the 

dummy variables; B4 and B5 are the unstandardized regression coefficients for the interaction of 

the dummy variables; and B0 represents the involvement with the advertisement mean for the 

Copy and Image group, the reference group. Because there were G ï 1 = 2 levels of the 

categorical variable, two terms were added to represent the interaction. (D1 X FI) and (D2 X FI) 

are formed by multiplying the continuous variable fashion involvement (FI) as measured by the 

FII and the G - 1 levels of the categorical variable advertisement treatment given by the dummy 

variables D1 Copy only and D2  Image only. The simple regression equations for each treatment 

group were written as Equations 2, 3, and 4. 

 Copy and Image:  where D1 = 0 and D2 = 0   

  then Č = B3 FI + B0  (2)  
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 Copy only:  where D1 = 1 and D2 = 0   

  then Č = B1 (1) + B3 FI + B4 FI + B0 (3)  

   = (B1 + B0) + (B3 + B4) FI  

 Image only:  where D1 = 0 and D2 = 1   

  then Č = B2 (1) + B3 FI + B5 FI + B0 (4)  

  = (B2 + B0) + (B3 + B5) FI  

In Equation 2, B3 gives the slope for Copy and Image respondents. In Equations 2 and 3, B1 and 

B2 respectively represent the distances conditioned on fashion involvement. B1 is the distance 

between the Copy and Image and the Copy only group in Equation 3, and the B2 is the distance 

between the Copy and Image and Copy only regression lines. The slope for the Copy only 

respondents is given by (B3 + B4) in Equation 3, and (B3 + B5) represents the slope of Image only 

respondents in Equation 4. Because the FII score was centered, B0 represents the mean 

involvement with the advertisement for the Copy and image group in Equation 2, the Copy only 

group in Equation 3, and Image only group in Equation 4. Without centering, B0 would represent 

the estimated involvement with the advertisement of a respondent scoring zero on the FII. A zero 

value is outside the possible range of scores on the FII, thus centering was a better option for 

interpretation.  

 Given a lack of interaction, Equation 5 represents the simple regression equation with a 

dummy variable. 

 Č = B1 D1 + B2 D2 + B3 FI + B0  (5)  

Each treatment level had a separate regression given by Equations 6, 7, and 8. Because of the 

lack of interaction, each line has an identical slope B3.  
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 Copy and Image:  Č = B3 FI + B0 (6) 

 Copy only:  Č = B1 + B3 FI + B0 (7)  

 Image only:  Č = B2 + B3 FI + B0 (8)  

As shown in Table 3, for statistical purposes the demographic characteristics in 

Hypothesis 2 were collapsed and dummy coded as suggested by Cohen et al. (2003). The 

rationale for the reference groups chosen for the dummy codes is provided in Table 3. A multiple 

regression (MR) analysis was used to determine how the demographic characteristics moderated 

the relationship between fashion involvement and level of involvement with an advertisement for  

Table 3. Demographic characteristics: Collapsed variables and dummy codes used  

 

 

Demographic 

Characteristic 

Number of DUMMY CODES 

Levels Collapsed D0 D1 D2 

Race
1
 6 2 White Non-White  

Age
2
 6 3 21-40 41-60 61-over 

Marital Status
3
 4 2 Married Single  

Education
4
 6 2 

College 

Graduate 

Not College 

Graduate 
 

Employment Status
5
 5 2 Employed Not Employed  

Affluence
6
 6 2 

$75,000 and 

over 
Less than $75,000  

Note. 
1 
Based on population data, white was the majority in the United States (Hobbs & Stoops, 2002).   

2
 In 2002, the 21 to 40 years of age segment was a majority in the United States (Hobbs & Stoops, 2002). 

3
 Although married-couple households have declined in the United States, they still account for the most common 

type of households 52% in 2000 (Hobbs & Stoops, 2002).   
4 
College graduates continue to enjoy a wage premium over less educated individuals (Taber, 2001).  

5 
According to published data from the U.S. Department of Labor and Statistics (2001, May, p.71), the 

employment population ratio, ñcivilian employment as a percent of the civilian noninstitutional population,ò was 

64.3%. The level of unemployment for women was 3.6% (U.S. Department of Labor and Statistics, 2001, May, 

p.72). 
 6
 Affluent consumers in this study were individuals having a reported household income of at least $75,000. This 

amount corresponded to approximately 20% of the top earners in the United States population and a 7x multiplier 

of the poverty line (Danziger & Gottschalk, 1995; Levy, 1998; Ryscavage, 1999; U.S. Bureau of the Census, 

2000).  
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a controversial apparel product. The method used was hierarchical with blocks as previously 

described. The first block had the results for the FII. The second block had the results for the FII 

and the dummy variables. The last block had the FII, the dummy variables, and the interaction 

terms. As before, statistical significance was established by focusing on the æR
2
. 

Before testing Hypotheses 3 and 4, the variable, ownership, was collapsed for statistical 

purposes from 3 to 2 categories: those who did and did not own alligator, exotic, non-exotic, and 

faux leather. Those respondents who were not sure were classified as missing. Those respondents 

who said they owned alligator, exotic, non-exotic, and faux leather were coded zero. For 

theoretical reasons, 1-tail Pearson correlation analyses were used to test these hypotheses In the 

1-tail Pearson, the probability is not split between the two tails. Fashion involvement theory 

predicts that as people are more fashion involved, they become more involved with the apparel 

product and they are more fashion forward (Tigert et al., 1976). Fashion involvement theory also 

suggests that the more fashion involved people are, the more likely they will buy apparel 

products (OôCass, 2004). For this reason, a directional test was more appropriate (Field, 2005, p. 

29).  

To test Hypotheses 5 and 6, 1-tail Pearson correlation analyses were used. Research 

indicates fashion involved individuals pay more attention to the media to tell them what is in 

style and guide them in their purchase decisions (Thomas et al., 1991). For this reason, a 

directional test was more appropriate (Field, 2005, p. 29). Fashion involvement theory predicts 

that people who are more fashion involved will be more likely to seek fashion advertisements 

and use them to make purchase decisions (Thomas et al., 1991). Theory also suggests that 

different people vary in their degree of personal advertisement involvement just as they vary in 

their degree of product involvement (Zaichkowsky, 1994).  Research also suggests that the more 
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people are involved with an apparel product, the more interested they are in advertisement 

(Flynn & Goldsmith, 1993). 

Hypotheses 7 through 10 were developed from previous research by Santaella (2001) as a 

general assessment of respondentsô evaluation of the advertisement treatment. In order to analyze 

these hypotheses, 1-tail Pearson correlation analyses were used. 
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CHAPTER 4 

RESULTS AND DISCUSSION 

 The purpose of this chapter is to present a description of respondents, the results of the 

test hypotheses, and a discussion of the findings. Information on how well the data met the 

assumptions required by the statistical tests is also provided.  

Profile of the Respondents 

 From the valid sample of 1,200 women living within major metropolitan areas of the 

United States that included Atlanta, Chicago, Dallas, Los Angeles, Miami, New Orleans, New 

York, and San Francisco, 72 surveys were returned by the postal service as undeliverable or by 

those respondents who asked not to be included in the study, and 260 completed surveys were 

returned. The resulting response rate was 23%.  Among the completed and returned surveys, 

there were surveys with missing responses on the measures of interest. Because these missing 

responses were random and not systematic, these returned surveys were eliminated from the 

analyses. Table 4 shows the final size of each group according to the three different treatments 

tested:  Group 1 (n = 66) saw the copy and image advertisement, Group 2 (n = 86) saw the copy 

only advertisement, and Group 3 (n = 76) saw the image only advertisement. Appendix B shows 

the three advertisement treatments.  

Table 4. Advertisement treatment groups 

 

Group Treatment N 

1 Copy and Image 66 

2 Copy only 86 

3 Image only 76 
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 As shown in Table 5, the majority of the respondents in all three groups were white, not 

of Hispanic origin. There was representation from minorities, but no one single minority group 

made up more than 14% of the total. Within minority respondents, African-Americans were the 

majority in Group 1.  Hispanics surpassed African-Americans in the other two groups. Group 1 

did not have any missing data, and the percentage of missing data in the other groups was small, 

less than 4%.  

Table 5. Racial background of respondents 

 

 

Group  
American 

Indian  

Asian or 

Pacific 

Islander 

African 

American 
Hispanic 

White not  

of Hispanic 

Origin  

Other Missing Total 

1 

N 
0 4 9 2 50 1 0 66 

% 
0 6.1 13.6 3.0 75.8 1.5 0 100.0 

2 

N 
0 5 5 7 62 4 3 86 

% 
0 5.8 5.8 8.1 72.1 4.7 3.5 100.0 

3 

N 
0  6 5 7 55 1 2 76 

% 
0 7.9 6.6 9.2 72.4 2.0 2.6 100.0 

   

 Respondents, in general, were older than 30 years of age as shown in Table 6. More 

respondents across the three groups were between 41 to 50 years of age followed by respondents 

whose ages ranged between 31 to 40 years.  Few respondents were 71 and over or between 21 to 

30 years of age.  Missing values were low, below 3%. 
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Table 6. Age of respondents  

 

 

Group  21-30 31-40 41-50 51-60 61-70 71 and 

over 

Missing Total 

1 

N 8 12 24 8 10 3 1 66 

% 12.1 18.2 36.4 12.1 15.2 4.5 1.5 100.0 

2 
N 3 23 34 13 9 2 2 86 

% 3.5 26.7 39.5 15.1 10.5 2.3 2.3 100.0 

3 

N 8 16 28 6 11 5 2 76 

% 10.5 21.1 36.8 7.9 14.5 6.6 2.6 100.0 

 As shown in Table 7, most respondents across the three groups were married. The 

percentage of divorced women was similar across groups, between 8% and 12%. Widows 

accounted for less than 2% across the three groups. Group 1 had more respondents who were 

single, never married, around 15%. Missing values were below 3% across the three groups.     

Table 7. Marital  status of respondents   

 

 

 

Group  
Single, 

never married 
Married  Divorced Widowed Missing Total 

1 
N 10 44 8 3 1 66 

% 15.2 66.7 12.1 4.5 1.5 100.0 

2 
N 5 71 7 1 2 86 

% 5.8 82.6 8.1 1.2 2.3 100.0 

3 
N 7 57 8 2 2 76 

% 9.2 75.0 10.5 2.6 2.6 100.0 
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 Level of educational attainment of respondents was high across all groups as shown in 

Table 8. Most respondents had attended or graduated from college. Groups 2 and 3 had the 

highest percentage of these respondents. Many respondents also had an advanced degree. Group 

1 had the highest percentage of respondents who said they had an advanced degree and the 

highest percentage of respondents who had gone to technical school. This was also the only 

group with respondents who said that they did not finish high school though the percentage was 

quite low at 3%.  Missing data were low ranging from 5% to 7%.  

Table 8. Education 

 

 

Group  

Less than 

high school 

diploma 

High school 

graduate 

Trade or 

technical 

school 

Some 

college 

College 

degree 

Advanced 

Degree 
Missing Total 

1 
N 2 9 4 13 24 14 0 66 

% 3.0 13.6 6.1 19.7 36.4 21.2 0  100.0 

2 
N 0 8 2 27 32 13 4 86 

% 0 9.3 2.3 31.4 37.2 15.1 4.7 100.0 

3 
N 0 10 0 23 23 15 5 76 

% 0 13.2 0 30.3 30.3 19.7 6.6 100.0 

 Across all groups, a large majority of respondents were employed, and the percentage of 

women employed in each group was almost equal as shown in Table 9.  Groups 1 and 3 had a 

similar number of women who reported being retired or who said they were homemakers. Group 

2 had the highest number of respondents who said they were homemakers. Few respondents 

reported they were unemployed or checked other. Missing data were low ranging from 1.5% to 

5%.   
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Table 9. Employment status of respondents  

 

Group  Employed Homemaker Retired Unemployed Other Missing Total 

1 
N 40 9 11 3 2 1 66 

% 60.6 13.6 16.7 4.5 3.0 1.5 100.0 

2 
N 52 21 6 0 3 4 86 

% 60.5 24.4 7.0 0 3.5 4.7 100.0 

3 
N 48 9 13 2 2 2 76 

% 63.2 11.8 17.1 2.6 2.6 2.6 100.0 

 Table 10 shows that among those women who were employed, most stated they were in 

professional positions. The percentage of women who said they worked in managerial positions 

or who were self-employed was about equal across the three groups.  Because this was a follow-

up question that applied only to those who were employed, there were many cases with missing 

information.    

Table 10. Occupation, if employed 

 

 

Group  Professional Technical Management 
Self-

employed 
Other Missing Total 

1 
N 28 1 8 12 0 17 66 

% 42.4 1.5 12.1 18.2 0 25.8 100.0 

2 
N 30 5 9 20 0 22 86 

% 34.9 5.8 10.5 23.3 0 25.6 100.0 

3 
N 32 5 11 10 0 18 76 

% 42.1 6.6 14.5 13.1 0 23.7 100.0 



 

69 

 

Across all three groups, most of the respondents reported living in households with 

annual incomes of $75,000 or higher as shown in Table 11. Between 15% and 21% resided in 

households where the annual income was below $50,000 across the three groups. On average 

across the groups, respondents reported living in affluent households. All  three groups had 

missing data that ranged from 6% to 15% of respondents.   

Table 11. Household Income  

 

 

Group  

Less 

than 

$50,000 

$50,000 

- 

$74,999 

$75,000- 

$99,999 

$100,000 - 

$124,999 

$125,000 

- 

$149,999 

$150,000 

and over 
Missing Total 

1 

N 14 17 12 9 1 9 4 66 

% 21.2 25.8 18.2 13.6 1.5 13.6 6.1 100.00 

2 

N 13 18 16 9 4 13 13 86 

% 15.1 20.9 18.6 10.5 4.7 15.1 15.1 100.00 

3 

N 12 21 8 8 6 12 9 76 

% 15.8 27.6 10.5 10.5 7.9 15.8 11.8 100.00 

 

Social Acceptance of a Controversial Apparel Product 

Four 7-point Likert-type scale items from extremely disagree to extremely agree were 

used to measure social acceptance and overall perception of controversial high-fashion apparel 

products such as those made with American alligator leather. American alligator is not an 

endangered species, and it is not illegal to own such apparel products made with this exotic 
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leather. However, it is more expensive than many other types of leather and some activist groups 

have found it to be socially unacceptable. Therefore, some respondents may have been afraid to 

purchase or own such products and their level of involvement may have been higher as the 

perception of risk increased. 

Across the three groups, more respondents had mixed feelings about how socially 

acceptable it is to wear alligator leather apparel as shown in Figure 2.  Slightly more respondents 

across the three groups agreed at some level that wearing alligator leather apparel is socially 

acceptable than those who disagreed as to the social acceptability.  

 

 

 

 

 

 

 

 

 

 

 

Figure 2. Social acceptance: Perceptions of the social acceptance of wearing apparel made 

with American alligator  

Results indicated that respondents did not have a clear understanding of the 

endangerment status of the American alligator as shown in Figure 3. While many respondents 

had mixed feelings in all three groups, almost 40% expressed some level of agreement with the 

statement that the American alligator is no longer an endangered animal.  
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Figure 3. Social acceptance: Awareness of the endangerment status of the American 

alligator  

 

When considering the selection of clothing, social acceptance was less important to 

respondents as shown in Figure 4.  A number of respondents also had mixed feelings that social 

acceptance is important for me when selecting apparel.  

 

 

 

 

 

 

 

 

 

 

 

 

Figure 4. Social acceptance: Importance when selecting apparel 
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As shown in Figure 5, most respondents extremely agreed that I would not buy apparel 

made with skins of endangered animals. Across the groups a small number had mixed feelings or 

disagreed.  

 

 

 

 

  

 

 

 

 

 

 

Figure 5. Social acceptance: Purchase intention of apparel made from endangered animals 

 

Current Ownership of American Alligator, Exotic, Non-exotic, and 

Faux Leather Apparel Products 

Information on current ownership of a variety of real and imitation leather apparel 

products was collected. Respondents were asked to check the most appropriate choice from a list 

of 3 possible options: yes, no, and not sure to answer the ownership questions. If the response 

was yes, respondents were asked to write in the space provided how many items they owned and 

how many of these items were acquired in the last 5 years.  

For all questions, missing information was low. As shown in Figure 6, the vast majority 

of respondents stated that they did not own alligator leather apparel. However, 11% indicated 

they did own such type of alligator leather apparel. Only a small percentage of respondents 
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checked not sure. The mean number of items owned was 2, and these were acquired within the 

last 5 years.  

 

 

 

 

 

 

 

 

Figure 6. Ownership of American alligator leather apparel 

Figure 7 shows ownership of exotic leather apparel. A strong majority of respondents did 

not own apparel made with exotic leather. About 15% did own some type of exotic leather  

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

Figure 7. Ownership of exotic leather apparel 
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apparel. A small percentage was not sure if they owned apparel made with exotic material. The 

mean number of items owned was 2, and these had been acquired within the last 5 years. 

Results in Figure 8 show that most respondents said that they owned non-exotic leather 

apparel.  The percentage of all those who do not own non-exotic leather apparel was almost 29%. 

A small percent of respondents was not sure if they owned such products, and this percentage 

was higher than the percentage in the previous two questions. However, the percentage was still 

low, less than 5% overall. The mean number of items owned was 6.5, and most of these items 

had been acquired during the last 5 years. However, some of these items had been owned for at 

least 10 or even 20 years.  

 

 

 

 

 

 

 

 

 

 

Figure 8. Ownership of non-exotic leather apparel 
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percentage of respondents who were not sure was also higher than on previous items in this set 

71.2%

27.3%

1.5% 0.0%

57.9%

32.9%

6.6%
2.6%

66.3%

25.6%

4.7% 3.5%

0%

10%

20%

30%

40%

50%

60%

70%

80%

Yes No Not Sure Missing

Group 1

Group 2

Group 3

Own Non-Exotic Leather Apparel 



 

75 

 

of questions. The mean number of items owned was close to 1.7, and these items had been 

acquired within the last 5 years and most within the last year. 

 

 

 

 

 

 

 

 

 

Figure 9. Ownership of faux leather apparel 

Media Exposure 

Several questions were used to gauge a respondentôs level of media exposure. Seven 5-

point Likert-type items from strongly disagree to strongly agree were used to determine if 

respondents paid attention to clothing that is featured in the media such as when clothing appears 

in magazines. Respondents were asked to give information about their level of viewership of 

television and movies as well as magazine readership. Because only one response was missing in 

only one group for all questions, missing information was not included as a category in this set of 

figures. 

The percentage of respondents who agreed at some level across all groups with I often 

buy clothing that has been advertised statement was about equal to those who disagreed. A 

similar percentage had mixed feelings, as shown in Figure 10.  
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Figure 10. Media exposure: Purchase behavior of advertised fashion apparel 

As shown in Figure 11, few respondents across all groups agreed with I buy more 

clothing items if I have seen them worn or used by a celebrity statement. Only about 10%   

 

 

 

 

 

 

 

Figure 11. Media exposure: Purchase behavior of fashion apparel promoted by celebrities 
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across the three groups had mixed feelings on this statement. Although there were some 

respondents who agreed with the statement, especially in Group 1, the percentage in Groups 2 

and Group 3 was below 5%. No one strongly agreed with the statement.  

The next group of items revealed whether or not respondents noticed clothes that 

appeared in movies and on television. As shown in Figure 12, respondents noticed clothing in 

movies with over 50% of respondents across all groups expressing agreement at some level.  

Between 20% to 27% of respondents had mixed feelings. Although there were some who 

strongly disagreed, the percentage was relatively small across groups.  

 

 

 

 

 

 

 

 

 

 

Figure 12. Media exposure: Awareness of fashion apparel in movies 

Similarly to the responses about clothing being noticed in movies, Figure 13 shows a 

strong majority of respondents across all groups agreed that they notice clothing in television 

shows.  Almost equal numbers of respondents had mixed feelings or expressed some level of 

disagreement across all groups. 
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Figure 13. Media exposure: Awareness of fashion apparel in television shows 

Respondents indicated that they noticed clothing in magazines as reported in Figure 14.  

Fewer respondents had mixed feelings or disagreed at some level across all groups.    

 

 

 

 

 

 

 

 

 

Figure 14. Media exposure: Awareness of fashion apparel in magazines 
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At the time the data were collected, the Internet was less well established as a source for 

news and information for products and services. Therefore, results related to Internet use may be 

less relevant now. However, these findings provide a base understanding of respondentsô level of 

awareness of fashion information on the Internet in 2001. Figure 15 shows how likely  

 

 

 

 

 

 

 

 

 

 

 

 

Figure 15. Media exposure:  Awareness of fashion apparel on the Internet   

respondents were to seek information about the latest fashions on the Internet. Unlike other 

media, the Internet was little used. Almost all respondents across all groups indicated that they 

did not seek out the latest fashions on the Internet. 

Many apparel manufacturers and retailers continue to rely on catalogs to promote their 

latest fashion products. However, as shown in Figure 16, across all groups only 30% of 

respondents agreed that they used catalogs. Although 18% to 25% of respondents had mixed 

feelings, almost 50% disagreed to some extent.  
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Figure 16. Media exposure:  Purchase preference for fashion apparel featured in up-scale 

catalogs 

Because media are an important source of fashion and lifestyle information to consumers, 

learning how many hours respondents believed they spent using the various media outlets was 

valuable. Although the average response for the number of movies watched per month was 5, the 

distribution was not normal as it was positively skewed. The median was 4. The few outliers 

indicated some respondents watched many movies.  

Fashion and lifestyle magazines play an important role in the promotion of fashion. For 

this reason, it was important to understand if respondents read magazines in these categories on a 

regular basis. Figure 17 shows the readership frequency for major fashion and lifestyle 

magazines among all respondents. This was a multiple response item. More respondents across 

all groups reported reading People, Newsweek, Time, and other publications than fashion 

publications.  
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Figure 17. Media exposure:  Readership of fashion and lifestyle magazines  

Fashion Involvement 

 The Fashion Involvement Index (FII) was used to measure fashion involvement with a 

fashion apparel product. The box-plots in Figure 18 convey a quick visual overview of the 

responses on the FII. Graphical analysis using the box-plots showed that these three groups had 

similar distributions across the three treatments for the measure of fashion involvement.  

In Figure 18, the colored boxes represent that portion of the distribution for each group of 

the sample that falls between ñéthe 25
th
 and the 75

th
 percentiles, i.e. the lower and upper 

quartileséò (Kinnear & Gray, 1999, p. 97).  The thick gold line that runs across the interior of 

each box represents the median. Visual analysis indicates that the value for the median was 

similar across the three groups. The boxes appear to be highly symmetrical, thus there was some 

degree of confidence that the distributions for the groups were normal. Connecting the smallest 

and largest that are not extreme values are vertical lines called whiskers. While the three groups 
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Figure 18. Distribution of FII for th e three treatment groups using box-plots  

have similar smallest values, Groups 2 and 3 had more respondents who were more fashion 

involved than those in Group 1. At a glance, the differences do not appear to be significant. 

Outliers are those values that are ñémore than 1.5 box-lengths away from the boxò (Kinnear & 

Gray, 1999, pg. 98). These box-plots were especially useful to visually identify any possible 

outliers. There were no outliers on this measure.  

Screening the graphical plots for normality is not necessary in order to do inferences, but 

these plots are useful in visually screening for non-normal kurtosis or skewness that might 

undermine our observations. Figure 19 showed no major cause for concern for deviation from 

the normal distribution based on visual inspection of the histograms for each group on their 

distributions with the overlays of the normal according to the FII. 


