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Abstract

Research question: To examine what aspects affect some consumers to avoid e-bikes and
others to desire them.

Purpose: The main purpose of this study is to see if e-bikes have a symbolic value. We aim to
see if e-bikes is associated as an environmentally friendly product. We will examine
stereotypes and brand avoidance. Further we will see what attributes consumers associate
with typical users of e-bikes.

Theory: To test our research question we chose our main theory of the matching process
between self-image and typical user. Prior studies on e-bikes in areas as typical users and
environment were analyzed.

Previous studies on e-bikes were analyzed in areas such as environment and typical users.

Methodology: A survey was made on two groups who are underrepresented in sales of e-
bikes. Students aged 21-30 and cycling enthusiasts.

Results and conclusions:

e We found that e-bikes have symbolic value.

e Many respondents perceive e-bike users as environmentally friendly, comfortable and
lazy.

o E-bikes being perceived as environmentally friendly can be a pre-purchase indicator
for students, but not for cycling enthusiasts

o Different groups of students have conflicting user imagery, one group describe e-bikers
as lazy, and another group describe e-bike users as healthy

e The stereotype that e-bike users are old is not very frequent

¢ Viewing e-bike users as lazy influences impacts the perceived value and are likely to
lead to brand avoidance

Keywords: E-bikes, Pedelec, User imagery, ideal social self-image congruence, brand
avoidance and symbolic consumption
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1.0 Introduction

In this chapter e-bike market is discussed, potential reasons for growth could be symbolic
values and social influence. We identified two groups which are underrepresented in sales of
e-bikes, students age 21-30 and cycle enthusiast. With the purpose to further examine what
aspects affect some consumers to avoid e-bikes and others to desire them.

1.1 Problem background

Electric bicycles or e-bikes have been out in the market for a long time. Already in 1895 a US
patent was granted for a battery-powered bicycle (Herlihy, 2004). With product development
increasing the past 20 years, the e-bike have managed to take a significant share of the consumer
transportation market. In a report of the e-bike market in Europe, it is expected to have a annual
growth rate of nearly 18% during the period 2018-2022 (Technario, 2018).

The market for e-bikes in Sweden have had a expansive growth the past few years. The sales
of e-bikes 2018 were close to a 100% increase compared to 2017 (Svensk cykling, 2018). Much
faster growth than the 50% increase from the years 2016-2017. The growth 2018 is partly
explained because the Swedish government introduced a subsidization on e-bikes. The subsidy
was planned with 1050 million kronor spread over 3 years, with 350 million each year for the
consumers buying an e-bike getting a 25% cashback. The purpose with the subsidy is to make
people use a more environmentally friendly alternative than the car, to reduce co2 emissions
(regeringens-elfordonspremie, 2017). In 2019 the subsidization was discontinued and not
included in the new budget that was voted for, in a effort to reduce government spending
(Olsson, 2018, December 16).

Klas EIm, spokesperson of Swedish bicycles organization states the reason for the increased
sales is because of a ketchup effect. People see their friends and neighbours get an e-bike and
they consider getting one themselves (TT, 2018, 9 april). Meanwhile the conventional non-
electric bike market have lost sales each year according from an updated report by Svensk
cykling (Adam Wiladis, 2018). Assessing e-bikes as a disruptive innovation that creates a shift
in consumer travel and purchase behaviour (Wilson, 2018).

1.2 Problem discussion

The growth of e-bikes does not come without controversy. There is a variety of opinions in
news articles and most are positive or neutral towards e-bikes. Some examples of those arguing
against e-bikes is the lifestyle professor who says: “E-bike is a way to reduce the active
moments in our everyday life” (Hellenius, 2017, September 30). A politician stated “E-bikes
are silly, we have to aim for a society where the car gets a place” (Johansson, 2018, 8 august).
Arguing the politics of e-bikes “subsidizing e-bikes, is extremely inefficient environmental
politics” (Linder, 2018, 21 august).

In scientific journals interviews were made with e-bike users. It’s described that the stereotype
of e-biking is only for older and disabled people is a barrier to using e-bikes. The answer to
purchase motive was because of decline in physical abilities, which is a narrow answer (Jones,
Harms & Heinen., 2016). An Austrian study in 2014 on early adopters found that e-bike early



adopters were primarily 60 years or older (Wolf & Seebauer, 2014). The goal with our study is
to find out more purchase motives and ask non-users as well as users of e-bikes

These studies do not confirm the situation in Sweden today, looking at statistics of sold e-bikes
where only 37% were 60 years or older (regeringens-elfordonspremie, 2017). Meaning there
should be more answers to why people buy e-bikes, one answer can be bicycle organisation
spokesperson Klas Elm’s thoughts on social influence.

Klas EIm believe peers could answer the question of the rapid popularity of e-bikes. The theory
is that the growth in e-bike demand is because of peers could be an answer (TT, 2018, 9 april).
Symbolic consumption is a way to explain the social influence of consumption. When
consumers self-image match the typical user group it reaches congruence and probability for
purchase positively (Sirgy, 2018). One symbolic value could be the environment. When
consumers use environmentally friendly products, there is strong relation to the visibility and
social influence (Babutsidze, Z., & Chai, A. 2018). E-bikes are visible and studies asses e-bikes
as an environmentally friendly product (Hiselius & Svensson, 2017)(Fyhri, Heinen, Fearnley
& Sundfgr., 2017). The symbolic value of the environmental aspect could be a reason for the
growth of bicycles, but an area which lacks research.

If the consumers image do not match the typical user group it reaches incongruence and can
lead to brand avoidance (Sirgy, 2018). If the consumer then avoids the brand, it can be identity
avoidance based symbolic consumption. Such as having the as typical users as a negative
reference group (Lee, Motion & Conroy, 2009). The stereotypes that e-bikes is cheating, and
only older and disabled people use them is likely to exist. In that case, how does it affect the
consumers? Two groups which are the opposite of the stereotypes are people frequently using
the bicycle for exercise and younger consumers. They are likely to have some incongruence
and identity avoidance with viewing typical e-bike users as a negative reference group.

The e-bike is pedal assisted with help from an electric motor, making it different from
conventional bicycles. A shift in travelling with bikes is happening with more e-bikes being
sold, and a loss in sales of conventional bicycles. A study found that those who cycle much
have little interest towards e-bikes, but for those who cycle to reduce car usage e-bikes were
appealing. The low interest could be since the main benefit of cycling is getting exercise, which
you get less on e-bikes (Fyhri et al, 2017). This group are likely to have identity avoidance.
They may see e-bikes as different and unnecessary creating a negative reference group (Lee et
al, 2009).

The other group, young adults, were underrepresented with the e-bikes sold 2018. 5% of e-
bikes sold were from the age group 20-30, compared to around 20% of the older age groups:
30-40,40-50,50-60 (Regeringens-elfordonspremie, 2017). The reason for the lower percent in
the age group 20-30 can be because of factors like economy or fitness but we believe there are
other factors as well. In this case stereotypes such as e-bikes is only for older and disabled, can
lead to younger consumers avoiding e-bikes.

We have found no studies being done with the premises of e-bikes and symbolic consumption.
This study can be used by marketers, policy makers and cycle industry to more successfully
target potential purchasing groups and promote e-bikes. The study can further contribute to
consumer behaviour research areas such as typical user imagery, symbolic brand avoidance and
self-enhancement. The material can be used for further studies using self-image congruence



theory and perceived consumer value towards products. The study is also useful to areas outside
consumer behaviour, as studies of environment, transportation mode choices and sociology.

1.3 Research question

To examine what aspects affect some consumers to avoid e-bikes and others to desire them.

1.4 Purpose

Our goal is to find
o If e-bikes have a symbolic value.
e To understand what drives consumers to wanting to buy e-bikes and make others avoid
them.
« What attributes consumers associate with users of e-bikes.
o Whether e-bikes are perceived as a environmentally friendly product.
o What stereotypes and stigma exists.
« If different types of brand avoidance exists between the groups.

1.5 Delimitations

We will conduct this research in Sweden and limit ourselves to swedish consumers. Another
limitations is the two groups. The ideal would be to research all age groups, but that would be
too extensive for our time frame.



2.0 Frame of reference

This chapter will include previous relevant research related to the purpose of the study. First
theories around consumer behaviour and symbolic consumption. Then this will go towards
studies of e-bikes and social influence. And with this go to brand avoidance, why consumers
avoid products. The chapter will end in a model to describe how consumers symbolic values
can affect the perceived value of a product.

2.1 The self-concept in the marketplace

The self has its basis on that the human is born without a self and consciousness. The self is
shaped by social experience and the individual is unable to shape a self, without response from
other people (Mead, 1976). The self-image congruence theory is how the consumers self-
concept works when shaped in a market context (Sirgy, 1985).

The consumer has a self as motivator in the marketplace where the self-concept is key, and the
individual will maintain and enhance this through consumer behavior. When the consumer
interacts with other people and products the individual will aim for self-enhancement. Self-
enhancement is a positive reaction motivating consumers to act certain ways. In this interaction
towards self-enhancing with others in shaping the self, the “tools” used by the individual has
impact in the interaction. The tools is in this case consumer goods, products which serves as
communication devices. The goods serve as a symbol in this communication which impacts the
interaction process with others. In the interaction the goods can support the self-concept,
creating a symbolic value to objects (Grubb & Grathwohl 1967).

2.2 Symbolic value and purchase intention

When looking at why consumer choose to buy or not to buy products it’s not only the functional
parts influencing purchase decision. The symbolic value of a product is key (Grubb &
Grathwohl 1967). The symbolic part of consumption is based on the meaning of non-functional
characteristics such as status or environmentally friendly (Solomon, 2010). Other factors can
be stereotypes of the generalized typical user (Fisk & Tucker, 1968) This non physical
characteristics of product and services can be described as having personal attributes, similar to
the consumers (Sirgy, 1985).

Consumers buy products or brands they believe to possess symbolic images similar
complementary to their self-image, that is, to achieve image congruence and achieve self-
enhancement (Heath & Scott, 1998). The self-image congruence theory describes that
consumers buy products which reflect their self-image, creating a matching process between
the brand personality/typical user and the consumer self-image (Sirgy, 2018). The symbolic
aspects are driven by social influence by others, to make others think highly of them (Sirgy,
2018). The social influence can affect if the product is congruent or incongruent for the group
or norms which the consumer wants to be a part of. Consumers are driven with the motive of
social approval, matching self-image with typical user, influencing their purchase intention
(Salazar, Oerlemans & Stroe-Biezen 2012). Purchase intention being the probability that the
consumer will purchase the product (Mohd, Mohd, Tahir & Hayati., 2009).



2.3 Self-image congruence theory

The self-image congruence theory is taking the consumers self-image and matching it towards
a typical user or brand personality. If these images match, congruity is achieved. Self-image
congruence influences pre-purchase behaviour in areas of attitudes towards product, brand
preferences, willingness to purchase brand and brand choice (Sirgy, 1988). Self congruence
also affects both product preference and purchase intention (Quester, Karunaratna & Goh,
2000). The self-concept is described as having four dimensions within self-image (actual, ideal,
social image and ideal social self-image). In self-image there is four self-concept motives
(consistency, self-esteem, social consistency, social approval). When brands match with
consumers self-images, it leads to self-congruence (actual, ideal, social, and ideal social self-
congruity) (Sirgy, 1982). But if the perception of brand image doesn’t match with a self-
concept, incongruity is created and the consumer’s belief is threatened and causes discomfort
(Sirgy, 1988). Incongruence is more likely to lead to symbolic brand avoidance (Lee, Motion
& Conroy, 2009).

This table shows the self-image congruence dimensions

Self-image congruence theory table (Sirgy, 2018).

Self-image dimension Self-motive Self-congruence

Actual self Consistency Actual self congruence
Ideal actual self Self-esteem Ideal self congruence
Social self Social consistency Social self congruence

Ideal social self Social approval Ideal social self-congruence

2.3.1 Ideal social self-congruity

The self-congruence dimension we focus on is ideal social self-congruity. The concept is based
in how | see other typical users, which in turn affects how | want others to see me. It is how the
consumer view a brand personality/typical user and what attributes they associate with it, this
is matched with the consumers self-image. The matching process lead to congruity or
incongruence (Sirgy, 1985).

Consumers have reference groups that influence product and brand decisions (Childers & Rao,
1992). Decisions are driven by social influence by others, with the goal of making others think
highly of them. Acting according to their social self-image, is how they believe they will earn
approval from others. If their actions are inconsistent with the ideal social self-image it can lead
to social disapproval (Sirgy, 2018). So when deciding whether to buy or not to buy a product,
the social influence of congruence is key. The social influence will lead the consumer product
choice to be congruent or incongruent for the group or norms which the consumer wants to be
a part of (Sheth, Newman & Gross, 1991). Thus ideal social self-image is shaped by the social
world with the motive of social approval.



2.4 Social influence and sustainable products

Studies have assessed e-bikes as an environmentally friendly product. After 100 km of
substituting car trips with e-bikes, the battery is co2 emissions are compensated (Federal
Environment Agency, 2014). A Swedish study in 2017, found that about 50% of the reported
e-bike trips were previously conducted by car and only around 20% by conventional bike. E-
bikes reducing co2 emissions and have a positive environmental impact (Hiselius & Svensson,
2017). A Norwegian study confirms positive Co2 effects. The study concludes that the
respondents who cycle the least are most interested in buying an e-bike. Therefore, the e-bike
is unlikely to lead to a large reduction in normal cycling, but rather shifting people away from
motorized transport, and generally increase people's mobility (Fyhri et al, 2017). The
government subsidisation in Sweden was with the motivation of this positive environmental
impact (Regeringens-elfordonspremie, 2017) Still, the question whether consumers associate
e-biking attributes such as environmentally friendly, have not been answered.

If e-bikes is viewed as a sustainable product, studies on environment and social influence
implicates that this will impact on consumer behaviour. Reference groups affect the consumers
on buying behavior of sustainable products. The consumer have specific groups as reference,
not choosing random groups or individuals (Salazar et al., 2012). Visibility of environmentally
friendly behaviour also affect how consumers act. When studying visible greenhouse gas
mitigation practices and comparing them to non visible practices. It was found that pro-
environmental behaviour didn’t affect non-visible mitigation practices. Examples of visible
mp’s was using public transport or car-pooling (Babutsidze & Chai, 2018).

The social impact, that pro-environmental purchase affect purchase intention is not verified in
the studies on e-bikes and electric vehicles. In the study on electric vehicles in Sweden, little
to no difference between the groups of owners and non-owners of electric vehicles on ecological
attitudes (Westin, Jansson & Nordlund, 2018). On e-bikes the results that showed pro-
environmentalist values in forms of personal (moral) and social (peer pressure) norms didn’t
predict interest in buying an e-bike (Fyhri et al, 2017). If the consumer perceive e-bikes as
environmentally friendly and have self-image of pro-environmental, it’s unclear how the
purchase intention will be affected.

2.5 Typical users of e-bikes

The brand personalities is a way to make the brand more human and making the brand relatable.
To how the consumer view the personality of a brand e.g. honest, outdoorsy or luxurious. A
way to measure brand personality is by asking questions about the user of a brand. The
respondents will have it easier conceptualize user imagery compared to brand personality
(Aaker, 1996). User imagery is the stereotyped perception of a generalized user of a particular
product/brand (Sirgy, M. 1986). A consumer might avoid brands because it connects a negative
reference group or represents a undesired self (Lee, Motion & Conroy, 2009).

Users of e-bikes were examined in the study which found that the use was mainly recreational.
The early adopters were primarily 60 years or older and use the bike for leisure trips and
typically have pro-environmental values (Wolf, A., Seebauer, S. 2014). In another study the
respondents who were non-users of e-bikes associated e-bikes to mostly with recreational use
and tourism, not as a mode of transport (Kawgan-Kagan, I., & Daubitz, S. 2017). But
respondents in a third study said that e-bikes promoted taking longer journeys, both commuting
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and recreational. This made the users increase their physical activity. (Fyhri & Fearnley, 2015).
In interviews with users of e-bikes, respondents received stigmatizing comments such as e-
biking is cheating compared to conventional biking. Also the stereotype that e-biking is for
older and disabled people were pointed out as barriers to using e-bikes (Jones Al. 2016). We
will examine this user imagery of e-bikers, to see if it exists.

2.51 Avoiding e-bikes

When consumers make decisions to avoid a brand’s goods or services it’s known as brand
avoidance. If consumers reach incongruence they are more likely to avoid brands. Consumers
avoid brands, having negative reference groups which does not fit the self-concept (Lee, Motion
& Conroy, 2009). In an article the researchers points out five types of brand avoidance. Identity,
moral, experience, deficit-value, and advertising avoidance (Knittel, Beurer & Berndt, 2016).

Identity avoidance is the “Inability of the brand to fulfill the individual’s symbolic identity
requirement”. There are three drivers of identity avoidance: Negative reference groups,
undesired self and deindividuation. The identity avoidance we focus on is negative reference
group, when the consumer do not want to be seen as a member of a specific group (Lee, Motion
& Conroy, 2009). In ideal social self-congruity when the consumer is incongruent in the
matching process towards typical users, it can be explained as negative reference group which
leads to brand avoidance (Sirgy, 2018).

When consumers avoid brands based on identity, it can be because an undesired self or a
negative reference group. The difference between these types identity brand avoidance, is a
consumers undesired self is concrete and specific, while negative reference groups have the
potential to be more stereotypical (Elsbach & Bhattacharya, 2001). The internal reaction similar
to self-enhancement, can be achieved with brand avoidance, through attitudes the consumer
have towards the products (Fisk & Tucker, 1968). The identity based avoidance with negative
reference groups may be a reason some consumers avoid e-bikes.

In a study of e-bikes from UK and Netherlands, people using e-bikes were interviewed. The
subjects received stigmatizing comments from members of public and colleagues. Stigma was
for example explained as e-biking is cheating compared to conventional biking. Also the
stereotype that e-biking is for older and disabled people were pointed out as barriers (Jones et
al, 2016).

The consumers might avoid brands because it connects a negative reference group or represents
a undesired self (Lee, Motion & Conroy, 2009). In this case the people saying negative things
about e-bikes have it as a negative reference group with identity avoidance. The people who
use conventional bicycles too a higher degree are more likely have higher symbolic brand
avoidance. The group of enthusiastic cyclists may have identity avoidance based on stigma such
as e-biking is cheating (Jones et al, 2016).

2.6 Perceived value of a product
Consumer perceived value is a method to measure what consumption values drive purchase
attitude and behavior. It’s a multiple item scale based on four dimensions: quality, price

emotional value and social value (Sweeney & Soutar, 2001). To see if e-bikes have a symbolic
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value, when consumer reach congruence or incongruence it should affect the perceived value
of the product, in this case the e-bike.

2.7 Self-enhancement or symbolic avoidance

Self-image congruence, the matching process with self-image and user imagery may affect
purchase intention. Consumers act with the motive of social approval in the ideal social self-
congruence. The matching process of self-image and user image leads to a scale of high
congruence to high incongruence. Incongruence leads to brand avoidance and congruence self-
enhancement (Sirgy et al, 1997). We will measure how ideal-social self-image congruence
impacts purchase intention with e-bikes. We will do this with a consumer perceived
value (Sweeney & Soutar, 2001). The model of congruence perceived value below show the
parts in our research.

Self enhancement

Positive to e-bikes
Congruence .
Ideal social | | Describe a typical Rate the 4 \
self<-image [ e-bike user with — attributes to Consumer
congruity attributes self-image \ perceived value
{ Incongruence /
i

Brand avoidance
Megative to e-bikes

Congruence, perceived value model

With this model see what symbolic values leads consumers to congruence or incongruence and
how it affects consumer perceived value. We do this with the groups of students 21-30 and
enthusiastic cyclists.

Measuring ideal social self-image congruence and consumer perceived value will be made with
a regression analysis. This to verify and analyze correlations between the two theories.

Consumer

percieved value
+

- Ideal social self-image
congurence on e-bikes
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3.0 Methodology

This chapter will explain and discuss the studies scientific approach and discuss previous
studies premise towards e-bikes. After that we discuss the respondents and choices of the design
of the survey. Followed by how the data and text was processed and analyzed. And lastly the
study’s reliability, validity and ethical aspects are discussed.

3.1 Research Approach

This study is quantitative with abductive approach based on methodology from Séderblom &
Ulvenblad (2016) and Bryman & Bell (2015). To best fit the research question, primary data is
gathered with a quantitative study. With a survey we get more responses and a wider scope of
answers. With this, it’s possible to analyze the data easier compared to a qualitative study. We
also believe the answers from a anonymous survey is more honest and have less researcher bias,
from the interviewer if they view e-bikes negatively (Bryman & Bell 2015).

We began looking at studies of e-bikes and complemented this with theories around symbolic
consumption. With this information we created our introduction, frame of reference, method
and survey based on a deductive approach. A part of the results from the survey were based
on respondents own words when describing attributes, this data was analyzed and used to add
relevant theories. The theory of environmental aspects were added in the frame of reference
and purpose, also making the study inductive (Bryman Bell, E., 2015).

When choosing research perspective, the positivistic with a more objective approach is more
fitting than the more subjective approach of hermeneutic. We will still have some parts that it’s
necessary to be subjective such as analyzing text field answers of attributes. We use the
positivistic approach to analyzing data, more specifically when examine if e-bike have a
symbolic value to see casualty (Bryman & Bell, 2015).

3.2 Literature review

The main areas of literature have been in e-bikes and symbolic aspects in consumer behaviour.
The search engine we used is the Hogskolan i Halmstad library onesearch, which is linked to
many databases. Another database used is Google scholar, to get different results. Linked to the
search engines, the databases used are: tanfonline, emerald, sciencedirect and jstor. The
keywords used in the search engines are: e-bike, pedelec, consumer behaviour, attitudes, self-
image congruence e-bikes, symbolic consumption, user imagery, brand personality and brand
avoidance.

When looking at studies around e-bikes, there were not many with the premise of consumer
behavior, the area of symbolic consumption and e-bikes. These research questions that were
found in studies of e-bikes:

1. “The aim is to analyse the effect on CO2 emissions due to the use of e-bikes” (Hiselius
& Svensson, 2017) In: Journal of Cleaner Production
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2. “This study therefore first aims to investigate the role e-bikes can play to overcome
people’s barriers to cycling in Norway” (Fyhri et al, 2017) In: International Journal of
Sustainable Transportation

3. “This paper investigates the motives for e-bike purchase, rider experience and perceived
impact on mobility, health and wellbeing through in-depth interviews with e-bike
owners in the Netherlands and the UK” (Jones et al, 2016) In: Journal of Transport
Geography

The first two articles have the premises of environmental effects of e-bikes and suggestions to
promote it. This is also supported in the place where it’s published, journals related to the
environment. The third article also looks in ways to promote e-bikes and investigates owners
of e-bikes.

Studies on e-bikes is often made in fields as to sociology, transport and environment. The
purpose is often made with a goal to make more people use e-bikes instead of cars. To reach
this change in the society, studies on e-bikes is relevant with theories from consumer behaviour.

When looking at consumer behaviour theories, symbolic value of e-bikes were found as a way
to expand the perspective. The theory of self-image congruence as a way to analyze the area of
e-bikes. Self-image congruence is based around theories such as self-enhancement, brand
avoidance and typical user imagery (Sirgy, 2018).

3.3 Empirical study
3.3.1 Choice of survey respondents

With e-bike and brand avoidance we picked two groups, young students and cycling
enthusiasts. The optimal choice would be to get probability sampling, random from these
groups. Due to lack of resources as time and money, we will have non-probability sampling.
Convenience sampling limits and makes it harder to generalize to the general population
compared to probability sampling (Bryman & Bell, 2015). We did not find a number for total
population of the group with cycling enthusiasts. The other group, students 21-30 years of age
is estimated 400.000 males and females in the Swedish population (Statistiska centralbyran,
2018). Using a sample size calculator with an margin of error at 8 we would need responses of
106 respondents from this group. Number of respondents needed do not differ much if it’s 1
hundred thousand or 1 million (Raosoft, 2004). Thus we can do generalizations from students
(N=117). The group of cyclist enthusiasts is hard to measure the population of, but we estimate
it to be close to quarter of a million based on forum activity and sport bikes sold. With a quarter
of a million we get a margin of error of 10,28 (Raosoft, 2004). As previously mentioned,
numbers this large do little difference, and since we have fewer responses of cycling enthusiasts
(N=64) it’s less reliable to generalize compared to the group of students.
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3.3.2 Sampling process

To gather data different channels were used. First gathering emails through social media, such
as facebook and later send our questionnaire. We sent out 140 but had reports that many were
lost in junk mail and we got (N=35) answers. With not enough data we swapped method to
gather data, we went around campus asking students to respond in our survey and giving out a
website link to it. Only 10% of the students declined, and for people saying they wanted to
contribute, 75% of those did the survey. 15 of the respondents did not have the right age or
required With this we had the final responses of (N=117) from the students. To gather our data
about bike enthusiasts we put up a survey on happyride, a bike forum and let people answer.
We received 82 responses but after sorting non answers we had (N=64).

3.4 Survey
3.4.1 Deciding questions for the survey

To gather correct data, the survey consists of 5 parts:

1: Age, sex, occupation

2: 1 own an e-bike, consider to buy an e-bike, could see themselves buy an e-bike
3: Describing a typical user with 4 attributes.

4: Rating themselves on up to the four previously described attributes .

5: 8 questions measuring perceived value of e-bikes.

The parts of 1 and 2 is to add variables for the analysis. The others are based on theories and
models from our frame of reference. The measuring of attitudes towards e-bikes there is 8
questions based on Sweeney and Soutar (2001). The measuring of ideal-social self congruence
is from Sirgy et al (1997).

3.4.2 Measuring ideal social self-congruity

There are two ways of measuring the ideal social self-image congruence in a quantitative study.
The traditional method is to have a have predetermined set of attributes. The respondents rate
the brand/user on certain attributes. Then answers the same attributes but in how they see
themselves, using a likert scale. Example: imagine a user who uses [product x], how would you
rate the user as outdoorsy, classy, leader and modern with likert 0-4. The survey then asks about
how they see their self-image with the same attributes. One of the biggest problems with this
method is limiting the respondent to predetermined images. The respondents only get to respond
to the chosen images of brand/user, not create a image themselves (Sirgy et al, 1997).

The other newer method of measuring self-congruity does not use predetermined images.
Instead it lets the respondent decide attributes and then rate the how the identify with these
attributes in regards of self-image. “Take a moment to think about [product x]. Think about the
kind of person who typically uses [product x]. Imagine this person in your mind and then
describe this person using one or more personal adjectives such as, stylish, classy, masculine,
sexy, old, athletic, or whatever personal adjectives you can use to describe the typical user of
[product x]. Once you've done this, indicate your agreement or disagreement to the following
statement: This [product x] is consistent with how | see myself [in situation y].” (Sirgy et al,
1997). This is the way we we chose to conduct our survey, not limiting our respondents to
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certain images. With this a possibility to creating a more correct image of how respondents
view e-bike users. This also creates possibilities for a analysis of the attributes.

The ideal social self-image congruence is related to user imagery, the question is:
“Imagine a person using a e-bike, write up to four attributes you think this person will have”

The respondent will then answer with four attributes. The follow up questions of self-image is
“You will now rate yourself on the attributes you used to describe the e-bike user. How do you
see yourself as (attribute x)” The survey tool will pipe the previously written attribute to this
question instead of (attribute x). The measuring is made made with a likert scale 0-4 to see how
the self-image identify with the attributes.

3.4.3 Consumer perceived value

To measure how respondents perceive e-bikes as a product, we used four dimensions: quality,
price, emotional value and social value. With multiple questions measuring the same
dimension, makes it more reliable and possible for finer distinctions (Bryman & Bell 2015).
The survey has two questions of every dimension. The questions is made with a likert scale 0-
4 (Sweeney & Soutar, 2001).

Quality

“I believe e-bikes have good quality”

“E-bikes is a functional reliable product”

Price

“An e-bike is worth it’s price (avg price 2018 was 16250:- sek)”
“An e-bike is economical”

Emotional value

“I would feel comfortable using a e-bike”

“An e-bike is something i would like to use”

Social value

“Owning an e-bike makes a good impression on other people”
“An e-bike would help me get more accepted”

3.5 Data analysis

Our data analysis is from 2 surveys, targeted students age 21-30 and cycling enthusiasts. We
gathered a set of data that have been analyzed in statistical program SPSS. The program Excel
have been used in the making of some of the tables in this study as well as sorting some of the
text answers

First step was descriptive research and sorting our string text answers into attributes with the
help of a dummy variable so the answers could be calculated and compared. Our variables that
could work as predictors if they had symbolic brand avoidance to e-bikes.

To calculate the congruity score it was made with adding the likert scores from the self-
congruity and divide it with the number of attributes the respondent’s answers. This is a way to
analyze likert scale data (Boone Jr & Boone, 2012). The same method was used with perceived
value score that constituted 8 items. This to be able to see correlation between mean perceived
value and congruity score with attributes.
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Second step was reliability tests to confirm that congruity and perceived value were measured
in a desirable way. Each survey group had 3 independent t-tests with the subgroup’s ownership,
considering, could see themselves buy an e-bike. The respondents were divided between yes
and no on each of the three questions and mean score between the groups were tested. To get
reliable data equal variance has to be assumed and we see this with Levene’s test. If the levene’s
test is higher than 0,10 shows that standard deviations are similar in the groups (Elliasson,
2018). If our variables were correct, we expected the t-test to find mean score not equal with a
p-value under 0,05 in both groups. In each subgroup-test, we found that a higher score in both
congruity and perceived value correlated with the respondent’s actual ownership, considering
buying and could see themselves buy an e-bike

Third step was to make an regression analysis with the variable congruence and perceived value
to get a regression coefficient or r-value. Not to prove cause and effect but only correlation
between the two variables. R-value can be between +1 and -1 that should mean perfect positive
or negative correlation, and 0 means no correlation (Elliasson, 2018).

3.5.1 Data analysis of text answers

To manage the data of text written attribute they were sorted into 36 categories. 33 of the
categories were attributes that had 3 or more similar answers in each survey group, the 3
without clear attributes here divided as following: 2 or less similar text answers were put as
“Other positive”, “Other can't categorize” -neutral and “Other negative”

When sorting the text answers into attributes many answers was very similar with just a small
difference in spelling differing them out. See appendix 5:

Explanation of the 10 most common themes that could be found in both survey groups

1. “Environmentally conscious” Answers where in the theme environmentally

aware/conscious - and statement related to caring about environment.

“Lazy” A majority of the text answers is simply the word lazy.

3. “Healthy, like to work out” Like to work out, do sports or fit and take care of their
health.

4. “Unhealthy” A theme of answers as, were not fit, fat, not healthy, do not care about
their health.

5. “Rich / wealthy” A majority of the answers in this theme where just rich, others were
“a lot of money”.

6. “Comfortable” People who like to be comfy, and answers in the style of people who

want to enjoy their bike ride and when they travel.

“Active” Words as active or active lifestyle.

“Economical” Thrifty and economical.

“Commuter” People who bike/travel to work and live relatively close by work.

0. “Effective” Majority of the text answers where just the word effective.

N

B2 oo~

Last step is looking behind the data of the top attributes, how they compare between the
groups. The top answers in both groups and the data of mean congruity and perceived value,
as well of descriptive data of percentage in each group that own, consider and could see
themselves buy an e-bike.
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3.6 Validity and Reliability
3.6.1 Validity

To have a higher validity we used measuring models from other studies such as self-image
congruence and consumer perceived value. With the tested model of consumer perceived value,
and having 8 items instead of 1 item strengthens the validity (Sweeney & Soutar, 2001). To
lessen item placement influence in the survey, we choose to have perceived value guestions
after the open ended text answers for measuring congruity. How the survey and questions we
built up were chosen by us and not a replicate from another study which impacts the validity.
We didn’t select specific student groups to make the respondents less homogenous. The
respondents had self selection to participate in our study to reduce researcher bias, meaning we
did not exclude people or choose which individuals to be included in our study (Bryman & Bell,
2015). We believe with a larger sample size the regression analysis of congruence, perceived
value parts are going to hold validity.

When looking at the cycle enthusiasts, we had a self selection to participate to negate research
bias. A factor which can make the results from the two groups different, is the method of
collecting it. The anonymity for the cyclists can contribute to different answers compared to the
students we asked in person to participate in the survey.

3.62 External validity

With more respondents compared to a qualitative study it’s possible to get a broader picture but
some aspects may influence and answers. The choice with convenience sample lowers the
external validity, we can’t know for sure that this sample is representative for the other in the
population. In the group of students representing 21-30 year old people is likely to have aspects
implicating external validity. The first factor which may have implications on answers is the
location and city size. If we asked students from another city with different climate, city size,
infrastructure and amount of hills, the answers might have been different. Another factor is for
the age group 21-30 that we only have students, which generally have less money compared to
other people with jobs. If we compare students to people with jobs, the economic situation and
education level is also likely to influence responses. In Austria the educational level of e-bike
users were lower than non-users (Wolf & Seebauer, 2014). In contrast in California the
educational level and income were higher among e-bike user (Popovich et al,. 2014). Thus there
is implications with only having students aged 21-30. The group with enthusiastic cyclists aren’t
limited to one geographic area as the students, but instead comes a question of how well the
respondents in the survey represent other cycle enthusiasts. We believe the group of enthusiastic
cyclists are quite representative for other cyclists, but that we would have got different answers
if we asked them to participate in person. There might be a overrepresentation of males
compared to the real group of cycling enthusiasts.

3.6.3 Reliability

To check the reliability of the data the Cronbach's alpha test has been made. If the value is 0.7
or higher the reliability is considered efficient (Bryman & Bell, 2015). However if there is fewer
than five questions, as the survey has for congruence, it’s not uncommon to get values lower
than 0,5 (Pallant, 2013). Further, we included the questions of the survey in the appendix to
make it to replicate the study. As previously mentioned t-tests was also done, this to find if the
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means were equal of perceived and congruity score with the different yes and no groups.
Inconclusive means between the groups are further analyzed in later steps.

3.7 Ethical Aspects

In the survey it’s important that all data is anonymous for the sake of ethics. To convey that the
data is only going to be used for the purpose of research (Bryman & Bell, 2015). The anonymity
were highlighted for the respondents before they participated in the survey. To answer in the
survey is also completely voluntary and respondents are always free to close it.

4 Results

This chapter contains the results from the survey. The first thing presented is demographics for
the sample in this study and summary of yes/no questions. Following this, reliability, t-test and
a regression analysis are made. Lastly a descriptive summary of attributes and the data behind
most common ones are presented.

4.1 Results demographics

From the students aged 21-30 who answered the survey we got 117 (N = 117) responses. Of
those 51,28% answered they were woman and 48,72% men. Answers to age, majority 61,5%
answered age 21-25 and rest 38,5% age 26-30.

For those who answered the survey for cycling enthusiasts we got 64 (N:=64) respondents of
those majority were men with 95,3%, and rest of those who answered only 3,1% woman and
1,6% other. Answers about age majority answered 31-50 with 32,8% age 41-50 and 31,2%
age 31-40.

Students aged 21-30. N =117 Cycling enthusiasts. N, = 64
Identify as # Age  # \dentify as # || age #
Woman 60 21-25 72 Male 61 16-20 1
Male 57 26-30 45 Woman 2 21-25 1
Occupation # Other 1 26-30 4
Student 117 Occupation # 3140 20
Employed 47 41-50 21
Self employed 10 51-60 12
Unemployed 3 61-70 2

Student
Looking for work 1
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4.2 Descriptive summary

4.2.1 Ownership, considering and could see themselves buy an e-bike

The following tables is a summary of those who answered yes to ownership, considering and
could see themselves buy an e-bike, in each survey group.

Students age 21-30 (N =117)

Percentage | # Respondents
Ownership of e-bike 13,7% 16
Considering to buy 17,1% 20
Could see themselves buy 70,1% 84

Cycling enthusiast. (N1= 64)

Percentage | # Respondents
Ownership of e-bike 20,3% 13
Considering to buy 15,6% 10
Could see themselves buy 59,4% 38

4.2.2 Congruence and perceived value score

Following tables show the calculated mean score and standard deviation of the respondents in

each group. The 8 items that constitutes perceived value and 4 items that constitutes
congruence, have each been summed together and divided with number of items for each
respondent. Mean perceived value and congruence score have then been calculated.
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Students age 21-30 (N = 117)

Mean value | Std. Deviation

Perceived value 1,9615 0,6722

Congruence score 2,1318 0,9512

Cycling enthusiast. (N:1= 64)

Mean value | Sd. Deviation

Perceived value 1,6984 0,9016

Congruence score 1,8789 1,1017

From this data we find that cycling enthusiasts seems more incongruent and have a less
favorable view of e-bikes than students.

4.3 Internal reliability

Cronbach's alpha values

Perceived value ; Congruity

Cycling enthusiasts 0,867 0,616

Students 0,772 0,57

Perceived value have 8 items while congruity have 4, and as previously mentioned cronbach
alpha give very low numbers when it’s under 5 items (Pallant, 2013). But in our case congruity
have alpha score over 0,5 in both groups and we see it as acceptable. Perceived value in both
groups are past 0,7 and no individual survey questions are thereby excluded.
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4.3.1 Independent t-test students

Ownership of e-bike group statistics

Std. Error
Mean Std. Deviation Mean
Conguence score Have an e-bike 16 2,2288 1,03700 25925
Do not have an e-hike 101 21164 A4154 09369
Percieved value score  Have an e-bike 16 210156 BS21186 155297
Do not have an e-bike 101 1,93436 580215 67684

For students we did not find any correlation with ownership of e-bike and congruence well as
perceived value score. This was made with an independent t-test. So we can assume the
means are equal in both groups with equal variance.

Consider buying an e-bike group statistics

Std. Error
M Mean Std. Deviation Mezan
Conguence score Considering buying an e- 20 2,3500 76890 17193
bike
Do not consider buying a6 20773 98264 100249
an a-hike
Percleved value score  Considering buying an e- 20 247500 520311 16345
bike
Do not consider buying a6 1,85026 654091 JOGET58
an e-hike

With an independent t-test we find perceived value do have an effect on considering buying
an e-bike or not with >95% certainty, it assumes the means are not equal.
However congruence score can’t state an effect on consideration with >95% certainty with a
two tailed p-value of 0,273 with equal variance assumed.

Group Statistics

Std. Error
M Mean Std. Deviation Mean
Conguence score Could see themself buy g2 2,3760 85396 09430
an e-hike
Could not see themself 34 1,5247 52249 681
buy an e-hbike
Percieved value score  Could see themself buy a2 216616 BG16784 068112
an e-hiks
Could not see themself 34 1,46691 546432 093712

buy an e-bike

After a independent t-test we find that both perceived value and congruence score have with
>95% certainty an effect on “Could see themselves buy an e-bike” - calculated with equal

variance assumed.
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4.3.2 Independent t-test cycling enthusiasts

Ownership of e-bike group statistics

Std. Error
M Mean Std. Deviation Mean
Conguence score Have an e-bike 13 3,0000 81009 22468
Do not have an e-hike 51 1,593 58074 13733
Percieved value score  Have an e-hike 13 227885 92358 275231
Do not have an e-hike 51 1,66042 823326 15289
Means is not equal for the groups with >95% certainty equal variance assumed
Consider buying an e-bike group Statistics
Std. Eror
M Mean Std. Deviation Mean
Conguence score Considering buying an e- 10 26917 1,09153 34517
bike
Do not consider buying 54 1,7284 1,04538 4226
an e-bike
Percleved value score  Considering buying an e- 10 236250 963663 304737
bike
Do not consider buying 54 157540 842528 114654
an e-hike
Means is not equal for the groups with >95% certainty equal variance assumed
Could see themself buying an e-bike group Statistics
Std. Eror
M Mean Std. Deviation Mean
Conguence score Could see themself buy 38 21623 1,04064 16881
an e-hike
Could not see themself 26 1,4647 1,07501 21083
buy an e-bike
Percieved value score  Could see themself buy s 207096 B23446 133581
an e-hike
Could not see themsealf 26 1,15385 724834 142152
buy an e-bike

Means is not equal for the groups with >95% certainty equal variance assumed
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4.3.3 summary t-test

1. Ownership of e-bike found means to be equal of both perceived value and congruence
score for students age 21-30, while means was not equal with cycling enthusiasts.
Here are the means different which should be expected, hence make ownership data
for students interesting with how little it correlates.

2. Considering buying an e-bike found >95% statistical significance in both groups that
means is not equal for perceived value in the predicted manner, but congruity could
only be found with cycling enthusiasts. For students we see a difference of means in
congruity but not enough with >95% statistical significance.

3. Could see themselves buy an e-bike was statistically significant and means not equal
for perceived value and congruence score in both groups.

After the tests, the conclusion is that both our variables, congruity and perceived value score
is good predictors. Both of these will be used to test attributes.

4.4 Regression analysis
To get proof that there exist a positive correlation with congruence score and perceived value

of e-bikes a regression analysis is done. That if the respondent self image is congruent with
the image of the e-bike user the perceived value also increase.

Scatterplot of the mean congruence and perceived value for student
respondents (N=117)
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Scatterplot of the mean congruence and perceived value for cycling enthusiasts

(N1= 64)
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After a regression analysis with dependent perceived value we find that r-value to be 0,49 for
students and 0,618 for cycling enthusiasts. Both r-values show a correlation. (Moore Notz &

Flinger, 2013) An anova table find that both have a p value of < 0,05 and show statistical

significance (Elliasson, 2018).
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4.5 Respondents and attributes

4.5.1 Total text answers students without duplicates

Respondents who mentioned an attribute as text answer
students age 21-30 (N = 117)

Categories # % Categories # %
Respondents | Total Respondents | Total
Environmentally 75 64,1% Motivated 10 8,5%

conscious engaged
purposeful
Lazy 42 35,9% Early adopter 8 6,8%
Healthy, like to work out 26 22.2% Older/elderly 8 6,8%
Rich, wealthy 25 21,4% Stressed / in a 7 6,0%
hurry
Comfortable 20 17,1% Other can't 7 6,0%
categorize
Other negative 17 14,5% Technical 7 6,0%
Active 16 13,7% Fast 6 5,1%
Economical 16 13,7% Commuter 6 5,1%
Middle class / between 16 13,7% Cool, relaxed 5 4,3%
middle and upper class
Unhealthy 15 12,8% Live in the city 5 4,3%
Cheerful 14 12,0% Pensioner 4 3,4%
Intelligent 13 11,1% Middle aged 4 3,4%
Effective 13 11,1% Someone who 3 2,6%
likes to go fast

Other positive 12 10,3% Up-to-date 3 2,6%
Outdoorsy 11 9,4% Frequent biker 3 2,6%
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4.5.2 Total text answers cycling enthusiasts without duplicates

Respondents who mentioned an attribute as text answer
cycling enthusiasts (Ni= 64)
Categories # % Categories # %
Respondents | Total Respondents | Total
Lazy 28 43,8% cheerful 5 7,8%
Unhealthy 27 42,2% Frequent biker 5 7,8%
Environmentally 25 39,1% Intelligent 5 7,8%
conscious
Comfortable 16 25,0% Stressed / in a 5 7,8%
hurry
Other negative 12 18,8% Woman 5 6,3%
Economical 11 17,2% Falsely believe 4 6,3%
they care for the
environment
commuter 8 12,5% Have kids 4 6,3%
Effective 8 12,5% up-to-date 4 7,8%
motivated engaged 8 12,5% early adopter 3 4,7%
purposeful
Older/elderly 7 10,9% live in the city 3 4,7%
Not interested in 6 10,9% Middle aged 3 4,7%
bikes
Other can't 6 9,4% Middle class / 3 4,7%
categorize between middle
and upper class
Danger in traffic 6 9,4% Other positive 3 4,7%
Healthy, like to 6 9,4% Rich, wealthy 3 4,7%
work out
Tired of traffic / 5 9,4% Outdoorsy 2 3,1%
public transport
Active 5 7,8% technical 2 3,1%
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4.5.3 Summary text answers

“Environmentally conscious” as a category was by far the most common of the text answers
out of the students with 64,1% of the respondents (75 out of 117), mean that one or more of
their text answers were in the theme - environmentally aware/conscious and statement related
to caring about environment. Environmentally conscious were 3rd most common attribute on
cyclist with 39% of the respondents. But most common attribute were instead lazy and closely
followed by unhealthy with 42.2% of respondents.

(Reference Appendix 2.1)

Environmentally conscious were the most common to pick as first and second answers with
33,33% of 1th and 16,24% of 2th. Lazy in the 1th text answer got 15,38% while the 3rd most
common only got 6,84% (Rich Wealthy). Interestingly attribute theme of “healthy, like to
work out” were the same in 2th Rich, wealthy was very consistent throughout having around
6-5% of the answers in each 1 to 4th text answer

(Reference Appendix 2.2)

Environmentally conscious was the most common on the 1th answer even for cyclist with
15,63%, following unhealthy and lazy 12,5% each. 2th text answer were the 2 most common
attributes environmentally conscious and lazy with 12,5% each.

4.6 Data top answers of attributes

Students who answered "environmentally conscious™ as an attribute in a text
answer (N = 117)

Yes (n=75) No (n1 =42)
Congruity 2,2668 1,8907
Perceived value 2,1483 1,6280
Own an e-bike 12,0% (9) 16,6% (7)
21,3% (16) 9,5% (4)
Considering to buy
Could see themselves buy an e-bike 81,3% (61) 50% (21)

We found that both mean congruity and perceived value is higher in the group who have
answered “Environmentally conscious” in one of the text answers. This compared those who
didn’t. Ownership of e-bike for students and seeing the user as environmentally friendly had a
negative correlation. Considering to buy an e-bike is 21,3% compared to only 9,5% in the no-
group. While as much as 81,3% who could see themselves buy an e-bike compared to 50% in
the no-group
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An independent t-test was done and couldn't answer with certainty means was not equal for
congruity. But perceived value had statistical significance with >95% that it’s higher if you

see e-bike user as environmentally conscious compare with if you do not.

Cycling enthusiasts who answered "environmentally conscious" as an attribute

in a text answer (N: = 64)

Yes (n =25) No (n1 = 39)
Congruity 2,380 1,5577
Perceived value 2,090 1,4473
Own an e-bike 24,0% (6) 17,9% (7)
Considering to buy 12,0% (3) 19,9% (7)
Could see themselves buy an e-bike 60,0% (15) 59,0% (23)

Some positive correlation with ownership but none with ‘could see themselves buy’, some
negative correlation could be seen in considering to buy. Mean was found not to be equal for

the two groups.

Students who answered "Lazy" as an attribute in a text answer

(N=117)
No (n=75) Yes (n1 =42)
Congruity 2,3489 1,7440
Perceived value 2,1367 1,6488
Own an e-bike 14,7% (11) 11,9% (5)
Considering to buy 22,71% (17) 7,1% (3)
Could see themselves buy an e-bike 73,3% (55) 64,3% (27)

There is a big difference of mean congruity score and perceived value, if you see a e-bike user
as lazy or not. Considering to buy is as much as 22,7% in the no-group of those who have not
answered lazy in any text answer, compared to only 7,1% in the yes-group. 11,9% (5)
answered they saw an e-bike user as lazy while having ownership of an e-bike.

An independent t-test found that the means was not equal with >95% certainty between
yes/no groups for both perceived value and congruity.
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Cycling enthusiasts who answered "Lazy" as an attribute in a text answer

(N: = 64)
No (n = 36) Yes (n1 =28)
Congruity 2,185 1,485
Perceived value 1,992 1,321
Own an e-bike 25,5% (9) 14,3% (4)
Considering to buy 19,4% (7) 10,7% (3)
Could see themselves buy an e-bike 75,0% (27) 39,3% (11)

In this table we see a larger difference in yes/no answers compared to the group of students
when looking at congruence, perceived value scores. This is also shown in the answer “could
see themselves” with large difference between yes/no. When comparing percentages
“considering to buy” to students, there is less difference. An independent t-test found that the
means was not equal with >95% certainty between yes/no groups for both perceived value
and congruity.

5.0 Discussion

5.1 Congruence, perceived value.

The theory self-image congruence, the matching process between self-image and typical user
influences pre-purchase behaviour. This in areas of attitudes towards product, product
preference and purchase intention (Sirgy, 1988)(Quester et al, 2000). The congruence score and
perceived value graph from the regression analysis show a correlation between ideal social self-
image congruity and consumer perceived value in both groups and with high significance. This
together with our t-test that found mean differ in a predictable manner for both groups except
for ownership of e-bike of the students. This means that e-bikes have a symbolic value since
congruity impacts the perceived value. A predictor for high congruence and perceived value
score in our yes/no questions were if they answered “could see themselves buy an e-bike”. This
was true in both the student and cyclists group. Having higher congruence means you identify
yourself more as a typical user. This shows that social influence is impactful for e-bikes,
especially in the question if respondents could see themselves buy an e-bike or not.

5.1.1 Owning an e-bike as student

Owning an e-bike as a student were not a predictor for congruence and perceived value score.
As contrast, in the group of cycle enthusiasts, owning an e-bike was a strong predictor. The
students owning an e-bike have similar results to non owners. Why the results are different
between the groups could be ambiguity of the question regarding ownership of e-bikes. That
the students have access to an e-bike while living with their parents is a possible answer to
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ambiguity. The question should have been if they had bought an e-bike themselves. So if the
students have access of an e-bike from family member, or another possibility they might have
gotten it as a present is a likely explanation for the lower scores. Larger sample sizes and defined
questions among owners of e-bikes and congruence perceived value model is necessary. This
to determine why ownership is not a predictor in the group of students.

5.2 Ideal social self-image congruity attributes

For students the most common attributes to describe a typical e-bike user is environmentally
conscious 64%, lazy 35%, healthy 21%, rich 21% and comfortable 17%. In the group of cyclist
enthusiasts the five most common attributes are: lazy 44%, unhealthy 42%, environmentally
conscious 39%, comfortable 25%, other negative 12%.

Differences in top 5 attributes between the groups are students have rich and healthy compared
to the cyclists unhealthy and other negative. This is likely since the economic situation for the
students combined with the fact that the cyclists have a stronger economic situation. The
cyclists are likely to have spent more money on their conventional bicycle so they do not
consider it product for rich people, or a luxurious product.

5.3 E-bike as an environmentally friendly product

Viewing e-bikes as environmentally conscious is a predictor for higher congruence score and
perceived value towards e-bikes. That the typical e-bike user is pro-environmental (Wolf &
Seebauer, 2014) is also how the majority of the total respondents view them. The attribute of
environmentally conscious highly associated with e-bikes. In the survey with students when
describing an e-bike user, 33% of respondents first attribute was environmentally conscious.
Our findings support that reference groups affect the consumers on buying behavior of
sustainable products (Salazar et al., 2012).

In the group of students respondents who identified e-bike users as environmentally conscious
gave higher perceived value and congruence. These respondents had higher interest in buying
an e-bike. Questions “considering to buy an e-bike” were (21,3% vs 9,5%) and “could see
themselves buy an e-bike” (81,3% vs 50%). The results show that e-bike is strongly associated
as an environmentally friendly product. This is more likely to lead congruence and self-
enhancement to affect purchase intention positively. A way to capitalize on the symbolic value
of this attribute could be to reach these students by building an e-bike brand personality around
the environment.

In one of the scientific articles on e-bikes, the results showed that pro-environmentalist values
norms didn’t predict interest in buying an e-bike (Fyhri et Al. 2017). We found this to be true
when comparing the groups, but not when only looking at the group of students. The students
viewing e-bike users as environmentally friendly is a stronger predictor to being in the pre-
purchase stage “considering to buy e-bike”. The group of cyclists had a different result from
the students, that those considering were not writing environmentally friendly to a higher
degree.

The results show that the environment have more symbolic impact for the students. Perceiving
e-bikes as environmentally friendly for students, increases the probability of considering to
buying an e-bike. The cyclists had less percentage of respondents writing the attribute
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environmental (39% vs 64%). This could be because of lower interest of the environment
compared to the students. Another explanation is that cyclists had lower because they compare
e-bikes more towards bicycles, while the students compares it as a substitution for the car.

The viewpoint that e-bike is substituting the car is also credible when looking at attributes as
lazy and healthy. We believe the perceptions are that: the e-bike user is healthy when using the
e-bike instead of a car, and lazy when taking the e-bike instead of a conventional bicycle.
Interestingly both the opposite attributes lazy and healthy are common with students, while
cyclists have a convincing majority towards lazy making this a plausible explanation.

5.4 E-bike user stereotypes

User imagery is the stereotyped perception of a generalized user of a particular product, which
in turn can lead to identity based brand avoidance based negative reference group (Knittel,
Beurer & Berndt, 2016). The consumer have negative reference groups when it doesn’t fit with
the consumers self-concept (Lee et al, 2009). Prior studies describes e-bike users as 60 years or
older (Wolf & Seebauer, 2014) This is confirmed in another study with stereotypes such as
bikes is for old and disabled people, but stigma also exists: that e-bikes is cheating (Jones et al,
2016).

Consumer social self-image, is how they believe they will earn approval from others. If their
actions are inconsistent with the ideal social self-image it can lead to social disapproval. (Sirgy,
2018). We looked at the results to find among stereotyping and stigmatizing attributes, the most
common was lazy in both groups and unhealthy for cyclists. An ambiguous attribute is
comfortable which can be interpreted as both negative and positive. For example as negative
can be, comfortable as taking the easy way compared to a conventional bicycle, so it may be a
stigmatized attribute for some respondents.

5.4.1 Results typical user imagery

In our results we found that the stereotype that e-biking is for older and disabled people exists,
but to a much smaller degree than expected. The user imagery of old people had low support in
our results. The describing of an e-bike user with attributes showed that older and pensioner
only got around 10% for both groups. Combining this fact with statistics of sold e-bikes 2018
we can conclude that typical user is something that have changed in the last years.

The results have wider support of the stereotype of e-bike users being lazy, especially in the
group of cyclists. Both groups had lower congruence, perceived value scores when writing lazy
as e-bike user attribute. In the group of cyclists the questions, own or considering/could buy e-
bike show a strong brand avoidance when describing e-bike users as lazy. Writing lazy as an
attribute were a big difference in the question “could see themselves buy an e-bike”. Only 39%
could see themself buy an e-bike if they answered lazy as an attribute, compared to 75% of
those who didn’t see users as lazy

For the students describing users as lazy, the question considering to buy it’s considerably lower
(7,1% vs 22,7%). Owning an e-bike didn’t have big difference with respondents writing the
attribute lazy. A correlation for could see themselves buy an e-bike were seen here as well but
not as prominent as for the cyclists.
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5.5 Avoidance of e-bikes

The brand avoidance of lazy, existed in both groups and we found some difference between the
groups in attributes. The cyclist group had more negative perceptions about e-bike user
compared to the students. Cyclist was more prone to have answer lazy, unhealthy, other
negative and e-bike users are danger in traffic.. There is less negatively stereotypical attributes
in the students and overall 21% of the students have considered buying an e-bike compared to
the 12% of the cyclists. Higher education can be a predictor of buying an e-bike (Popovich et
al, 2014). When the students finish their studies and get higher income, they are a strong group
of future potential customers.

The results reflect that brand avoidance to avoid e-bike exists based on stereotypical user
imagery (Lee, Motion & Conroy, 2009). The respondents writing lazy are more likely to have
a self-concept viewing e-bikes as a negative reference group. Describing e-bike users as lazy,
has a strong impact on the congruence and perceived value scores. This impacts purchase
intention, the respondents are less to likely to consider buying an e-bike. Comfortable is
something that already exists in a lot of consumers minds and this can be used in marketing, to
try shifting focus from the more stigmatizing lazy to the more ambiguous comfortable. This
would be one way to use marketing communication to change negative attitudes towards e-
bikes, but more studies needs to be done in the area.
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6.0 Conclusions and future research

Our results show that e-bikes have a symbolic value. In both groups that could see themselves
buy an e-bike and considering to buy have higher congruity and perceived value.

With cyclists and students common attributes to describe typical users of e-bikes are
environmentally friendly, lazy and comfortable. The stereotype that e-biking is for older exists
but to a small degree. The stereotype of e-bike users being lazy, is extensive in both groups, but
even more widespread for the cyclist group. In the group of students, healthy was interestingly
a common attribute. Describing e-bike users as lazy has a strong impact on the congruence,
perceived value score. This impacts purchase intention, the respondents are likely to exhibit
brand avoidance and not consider buying an e-bike.

For both groups, perceiving e-bikes as environmentally friendly had a higher symbolic value.
Perceiving e-bikes as environmentally friendly can be a pre-purchase indicator for students
which increases the probability of considering to buying an e-bike. For the cyclists writing this
attribute were not a predictor in the group considering to buy an e-bike

Concluding this, e-bikes have a symbolic value and common attributes to describe typical e-
bikes users are environmentally friendly, lazy and comfortable. Stereotypes existed but not so
much that e-bike users are old, rather lazy. Viewing e-bike users as lazy influence the symbolic
value negatively. When e-bikes are perceived as environmentally friendly it have strong
positive symbolic value and makes the group of students more likely to consider buying them.

6.1 Future research

o Studies about what people think of e-bikes as a product and comparing it to the typical
users.

o Examine the ambiguous question of ownership of e-bikes among students and how it
affects congruence and perceived value.

o Compare students to other groups as young adults with jobs.

o See the symbolic value in age groups where e-bikes is more frequently to see what
drives brand avoidance.

« Studies on marketing around e-bikes

o Studies examining the attribute lazy and potential ways to change this perception

33



Reference List
Aaker, D. A. (1996). Building strong brands. New York: Free Press. P:139-174.

Affarsvarlden Redaktionen. (2017, April 04). Elcyklar pa rull. Affarsvarlden. Retrieved
December 5th, 2018 from_https://www.affarsvarlden.se/livsstil/elcyklar-pa-rull-6838404

Barnard. M. (2018, November 28th). E-Bikes Already At $1.5 Billion Annual Revenue &
Being Fought For Globally. Retrieved December 5th, 2018 from
https://cleantechnica.com/2018/11/28/e-bikes-already-at-1-5-billion-annual-revenue-being-
fought-for-globally/

Babutsidze, Z., & Chai, A. (2018). Look at me Saving the Planet! The Imitation of Visible
Green Behavior and its Impact on the Climate Value-Action Gap. Ecological Economics,146,
290-303. doi:10.1016/j.ecolecon.2017.10.017

Bjornfors. H. (2017, December 15th). Regeringens elfordonspremie klar. Retrieved
November 15th, 2018 from
https://www.regeringen.se/pressmeddelanden/2017/12/regeringens-elfordonspremie-klar/

Bryman, A., & Bell, E. (2015). Business research methods. Oxford: Oxford Univ. Press,
2015. Retrieved from
http://search.ebscohost.com/login.aspx?direct=true&AuthType=ip,uid&db=ir00939a&AN=ha
Im.441114&site=eds-live&scope=site Page: 160-208

Boone Jr., H. N., & Boone, D. A., (2012.). Analyzing Likert data. Journal of Extension,
50(2). Retrieved from
http://search.ebscohost.com/login.aspx?direct=true&AuthType=ip,uid&db=edselc&AN=edsel
€.2-52.0-84861729265&site=eds-live&scope=site

Childers, T. L., & Rao, A. R. (1992). The influence of familial and peer-based reference
groups on consumer decisions. Journal of Consumer Research, 19(2), 198-211.

Eliasson, Annika. 2018. Kvantitativ Metod Fran Borjan. Lund: Studentlitteratur, 2018.
http://search.ebscohost.com/login.aspx?direct=true&AuthType=ip,uid&db=ir00939a&AN=ha
Im.813822&site=eds-live&scope=site. Page: 98, 136

Elsbach, K.D. and Bhattacharya, C.B. (2001), “Defining who you are by what you’re not:
organizational disidentification and the national rifle association”, Organization Science , Vol.
12 No. 4, p. 393

Federal Environment Agency. (2014). Electric bikes get things rolling: The environmental
impact of pedelecs and their potential. Dessau-Roblau: Federal Environment Agency.

Fisk, G., & Tucker, W. T. (1968). Foundations for a Theory of Consumer Behavior. Journal
of Marketing Research,5(1), 112. doi:10.2307/3149812

Fyhri, A., & Fearnley, N. (2015). Effects of e-bikes on bicycle use and mode share.
Transportation Research Part D: Transport and Environment, 36, 45-52.
doi:10.1016/j.trd.2015.02.005

34



Fyhri, A., Heinen, E., Fearnley, N., & Sundfgr, H. B. (2017). A push to cycling—exploring
the e-bikes role in overcoming barriers to bicycle use with a survey and an intervention study.
International Journal of Sustainable Transportation, 11(9), 681-695.
doi:10.1080/15568318.2017.1302526

Grubb, E. L., & Grathwohl, H. L. (1967). Consumer Self-Concept, Symbolism and Market
Behavior: A Theoretical Approach. Journal of Marketing,31(4), 22. doi:10.2307/1249461

Gustafsson, A. (2018, May 16). Elcykelsubventionen, socialism for de rika. Retrieved
February 24, 2019, from http://www.blt.se/ledare/elcykelsubventionen-socialism-for-de-rika/

Heath, A. P., & Scott, D. (1998). The self-concept and image congruence hypothesis.
European Journal of Marketing,32(11/12), 1110-1123. doi:10.1108/03090569810243749

Herlihy, D V. (2006). Bicycle: The History. Yale University Press
Hiselius, L. W., & Svensson, A. (2017). E-bike use in Sweden — CO 2 effects due to modal
change and municipal promotion strategies. Journal of Cleaner Production,141, 818-824.

doi:10.1016/j.jclepro.2016.09.141

Johansson. P (2018-08-25). Skyttedal “elcyklar ar tramsigt”. Corren. Received from
https://www.corren.se/nyheter/linkoping/skyttedal-elcyklar-ar-tramsigt-om5423827.aspx

Jones, T., Harms, L., & Heinen, E. (2016). Motives, perceptions and experiences of electric
bicycle owners and implications for health, wellbeing and mobility. Journal of Transport
Geography,53, 41-49. doi:10.1016/j.jtrange0.2016.04.006

Kawgan-Kagan, I., & Daubitz, S. (2017). Individually constructed criteria for perception of
urban transportation means — An approach based on Kelly’s personal construct theory.
Transportation Research Part F: Traffic Psychology and Behaviour, 44, 20-29.
doi:10.1016/j.trf.2015.10.010

Kotler, P., Armstrong, G., Wong, V. & Saunders, J. (2008). Principles of Marketing:
European edition. Harlow: Financial Times Prentice Hall

Lee, M., Motion, J. and Conroy, D. (2009). Anti-consumption and brand avoidance. Journal
of Business Research, 62(2), pp.169-180

Linder. M (2018-08-21). Den svenska klimatpolitiken ar ute och cyklar. Helagotland.
Received from
https://www.helagotland.se/opinioninsandare/den-svenska-klimatpolitiken-ar-ute-och-
elcyklar-15275362.aspx

Mead, H. George (1976) Medvetandet, jaget och samhallet. Lund: Argos forslag AB.
Pages:109-113

Mohd Sam, Mohd Fazli and Tahir, Md Nor Hayati, Website Quality and Consumer Online
Purchase Intention of Air Ticket (October 10, 2009). International Journal of Basic &

35



Applied Sciences, Vol. 9, No. 10, 2009. Available at SSRN:
https://ssrn.com/abstract=2255286

Moore, D. S., Notz, W. I, & Flinger, M. A. (2013). The basic practice of statistics (6th ed.).
New York, NY: W. H. Freeman and Company. Chapter 4.

N. Popovich, E. Gordon, Z. Shao, Y. Xing, Y.Wang, S. Handy. Experiences of electric
bicycle users in the Sacramento, California area. Travel Behav. Soc., 1 (2014), pp. 37-44,
10.1016/].tbs.2013.10.006

Pallant, J. (2013). SPSS survival manual. McGraw-Hill Education (UK).

Quester, P. G., Karunaratna, A., & Goh, L. K. (2000). Self-congruity and product evaluation:
A cross-cultural study. Journal of Consumer Marketing,17(6), 525-535.
doi:10.1108/07363760010349939

Rabiee, F. (2004). Focus-group interview and data analysis. Proceedings of the Nutrition
Society, 63(04), 655-660. http://doi.org/10.1079/PNS2004399.

Raosoft Inc. (2004). Sample size calculator. Retrieved 2019-04-14 from
http://www.raosoft.com/samplesize.html

Salazar, H. A., Oerlemans, L., & Stroe-Biezen, S. V. (2012). Social influence on sustainable
consumption: Evidence from a behavioural experiment. International Journal of Consumer
Studies,37(2), 172-180. doi:10.1111/j.1470-6431.2012.01110.x

Schmidt, M. (2015). Quantitative Analysis of Focus Group Interviews. In A. Manrai & H.
Meadow (Eds.), Developments in Marketing Science: Proceedings of the Academy of
Marketing Science (Global Per). Springer, Cham. http://doi.org/https://doi.org/10.1007/978-
3-319-17356-6_6

Sheth, J. N., Newman, B. I., & Gross, B. L. (1991). Why we buy what we buy: A theory of
consumption values. Journal of Business Research,22(2), 159-170. doi:10.1016/0148-
2963(91)90050-8

Sirgy, M. J. (1982). Self-Concept in Consumer Behavior: A Critical Review. Journal of
Consumer Research,9(3), 287. doi:10.1086/208924

Sirgy, M. (1985). Using self-congruity and ideal congruity to predict purchase motivation.
Journal of Business Research,13(3), 195-206. doi:10.1016/0148-2963(85)90026-8

Sirgy, M. J, (1988). Review of Self-Congruity: Toward a Theory of Personality and
Cybernetics. Contemporary Psychology: A Journal of Reviews,33(11), 1008-1008.
d0i:10.1037/026294

Sirgy, M. J., Grewal, D., Mangleburg, T. F., Park, J., Chon, K., Claiborne, C. B., . ..
Berkman, H. (1997). Assessing the Predictive Validity of Two Methods of Measuring Self-
Image Congruence. Journal of the Academy of Marketing Science, 25(3), 229-241.
doi:10.1177/0092070397253004

36



Sirgy, M. J., & Su, C. (2000). Destination Image, Self-Congruity, and Travel Behavior:
Toward an Integrative Model. Journal of Travel Research,38(4), 340-352.
doi:10.1177/004728750003800402

Sirgy, M. J. (2018). Self-congruity theory in consumer behavior: A little history. Journal of
Global Scholars of Marketing Science,28(2), 197-207. doi:10.1080/21639159.2018.1436981

Solomon, M. R. (2010). Consumer Behaviour: A European Perspective. London, England:
Pearson Education.

Statistiska centralbyran. (2019). Befolkningsstatistik. Retrieved 2019-05-03 from
https://www.sch.se/hitta-statistik/statistik-efter-amne/befolkning/befolkningens-
sammansattning/befolkningsstatistik/

Stenberg. J. (2018 December 11th) Market Report: Sweden Now Ranks Among e-bike Top
Countries. Retrieved December 14th, 2018 from
https://www.bike-eu.com/sales-trends/nieuws/2018/12/market-report-sweden-now-ranks-
among-e-bike-top-countries-10134988

Susan T. Fiske and Shelley E. Taylor, Social Cognition, 2nd ed. (New York, NY: McGraw
Hill, 1991)

Svensk Cykel (2018, February). Cykeltrendrapport 2018. Retrieved November 29th, 2018
from
http://svenskcykling.se/wp-content/uploads/2018/04/Cykeltrendrapport 2018 pdf-1.pdf

SVT Nyheter, J. O. (2018, December 16). M och KD gor kraftiga nedskarningar i
Naturvardsverkets budget. Retrieved from
https://www.svt.se/nyheter/inrikes/generaldirektoren-naturvardsverkets-budget-skars-ned-40-
procent-2019

Sweeney, J. C., & Soutar, G. N. (2001). Consumer perceived value: The development of a
multiple item scale. Journal of Retailing, 77(2), 203-220. https://doi.org/10.1016/S0022-
4359(01)00041-0

Soderbom, A. & Ulvenblad, P. (2016). Vart att veta om uppsatsskrivande - rapporter,
projektarbete och examensarbete. Lund: Studentlitteratur.

Technavio Research. (2018, August). E-bike Market in Europe 2018-2022. Retrieved
November 29th, 2018 from
https://www.technavio.com/report/e-bike-market-in-europe-analysis-share-
2018?utm_source=t9&utm_medium=bw_wk35&utm_campaign=businesswire

TT (2017, September 30). Livsstilsprofessorn kritisk till elcykel-trend. Svenska Dagbladet.
Retrieved December 5th, 2018, from https://www.svd.se/livsstilsprofessorn-Kritisk-till-

elcykel-trend

TT (2018-04-09). Forséljningen av elcyklar kommer dubblas. Nyteknik.
https://www.nyteknik.se/fordon/forsaljningen-av-elcyklar-kommer-att-fordubblas-6908335

37



Wachotsch, U., Kolodziej, A.,Specht, B., Kohlmeyer, R. & Petrikowski, F. (2014) Electric
bikes get things rolling The environmental impact of pedelecs and their potential.. Dessau
Rosslau, Tyskland: Federal Environment Agancy

Weinert, J., Ma, C., & Yang, X. (2006) The Transition to Electric Bikes in China and its
Effect on Travel Behavior, Transit Use, and Safety. UC Davis: Institute of Transportation
Studies (UCD)

Westin, K., Jansson, J., & Nordlund, A. (2018). The importance of socio-demographic
characteristics, geographic setting, and attitudes for adoption of electric vehicles in Sweden.
Travel Behaviour and Society,13, 118-127. doi:10.1016/j.tbs.2018.07.004

Wikstrom. F. (2018, August 22). Forskare: "Sluta forl6jliga stodet till elcyklar”. Retrieved
from https://www.nyteknik.se/opinion/forskare-sluta-forlojliga-stodet-till-elcyklar-6926357

Wilson, C., & Tyfield, D. (2018). Critical perspectives on disruptive innovation and energy
transformation. Energy Research & Social Science, 37, 211-215.
https://doi.org/10.1016/j.erss.2017.10.032

Wolf, A., & Seebauer, S. (2014). Technology adoption of electric bicycles: A survey among
early adopters. Transportation Research Part A: Policy and Practice,69, 196-211.
d0i:10.1016/j.tra.2014.08.007

Wiadis. A. (2018, October 2th). Ny statistik fran Cykelbranschen: Over 100 000 elcyklar
salda i Sverige. Retrieved November 29th, 2018 from
http://svenskcykling.se/2018/10/02/ny-statistik-fran-cykelbranschen-over-100-000-elcyklar-

salda-i-sverige/

Zana Knittel, Karolin Beurer, Adele Berndt, (2016) "Brand avoidance among Generation Y
consumers”, Qualitative Market Research: An International Journal, VVol. 19 Issue: 1, pp.27-
43, https://doi.org/10.1108/QMR-03-2015-0019

38



Appendix

Appendix 1 Survey questions

Enkat elcyklar

Hej, kul att du vill svara pa var enkat - svara pa fragorna sa bra du kan. Enkaten ar helt anonym och svaren

kommer anvandas till varan uppsats. Mvh Joel och Daniel

* vad ar din alder?

15 ar eller yngre
16-20
21-25
26-30
31-40
41-30
51-60
&1-70

71 eller didre

Hur identifierar du dig sjalv?

Man
Kvinna
Annat
Vad ar din huvudsakliga syssels3ttning?
Anstalld
Arbetslds
Egenanstalld

Student

Arbetssdkande
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Ager du en eloykel

AL - |
Har du tankt képa en eloykel

AL - |
Skulle du kunna tanka dig képa en eloykel

AL H- |

1) Farestall dig en person som cyklar en elcykel - skriv upp till 4 egenskaper som du tror denna person har i var
sitt separata falt markerade 1 till 4.
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5) Du ska nu ranka dig sjélv efter de egenskaper du satte pa elcyklisten, 53 val det g&r hur du sjalv ser dig med de

egenskaperna - Haller inte alls med all (1) till att du haller mad helt (3)

Ranka dig sjalv fran egenskap 1
"TEST1"

[ ———
FHallerinte &lls Haller halt med
med

6) Ranka dig sjalv utifran egenskap 2
"TEST2"

[
Haller inte &lls Haller helt med
med

7) Ranka dig sjalv utifran egenskap 3
"TESTZ"

N OO
Haller inte alls Haller hait med
med

8) Ranka dig sjahv utifrdn egenskap 4
"TEST4"

.-

Hallerinte lls Haller helt med
med
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Page 2

Mu faljer 8 st pastdenden om elcyklar, svara mellan 1 och 5. Haller inte alls med (1) till att du haller med helt (5)
och dar (3) &r neutral. Svara pd sa manga som madjligt

"|ag skulle kdnna mig bekvam med att anvanda en elgykel

-

Haller inte alls Héller helt med
med

lag tycker eloyklar har bra kvalité

C —
Haller inte &lls Haller helt med

med

‘ En elcykel &r nédgot jag vill anvanda mig av

[ B ]
B&llerinte &lls Haller helt med
med

En elcykel &r vart sitt pris (Snittpriset pa nyinktpta elcyklar 2018 var 16 250kr)

I
Haller inte alls Haller helt med
med
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Elcykel &r en funktionellt palitlig produkt

[ ]
Haller intz alls Haller helt med
rmied

Att dga en eloykel gér ett positivt intryck pa andra i sin omgivning

Haller inte alls Haller helt med
rmed

En elcykel 3r ekonomisk

Haller inte alls Haller helt med
rmed

En elcykel skulle hjalpa mig bli mer accepterad

[ — ]
Haller inte alls Haller helt med
rried
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Appendix 2 Text answer

Appendix 2.1 1th to 4th text answer students

Environmentally
conscious
Lazy

NO ANSWER
Healthy, like to work out
Rich, wealthy

Comfortable
Other negative
Active

Middle class ! between
middle and upper
class

Economical

Unhealthy
cheerful
Intelligent
Effective
Other positive
Outdoorsy

motivated engaged
purposeful
early adopter

Olderielderly
Stressed/in a hurry

Other can't categorize
technical

fast
commuter
Cool, relaxed
live in the city
Pensioner
Middle aged
Frequent biker

someone whao likes to
go fast
up-to-date

1th text answer

#
39

—
(=)

= S R = =

L o= | R g M| R =

[ TN e T U T e (R RN T T o O Y )

%
33,33%

15.38%
0,00%
5,13%
6,84%
3.42%
2 56%
3.42%
513%

0,85%
1.71%
427%
3.42%
1.71%
0,00%
0,85%
2.56%

0.85%
1.71%
0.85%

0,00%
0,85%

0,85%
0,85%
0,90%
0,00%
1.71%
0,00%
0,85%
0,00%

0.00%

2th text answer

#
19

13
]

13

[T R N —E = ]

LR T e R ) R A B = R ¥

e R L R L R R S R e R T R

%
16,24%

11,11%
0,00%
11,11%
5.13%
3,42%
427%
427%
171%

2 56%
513%
171%
0,85%
427%
171%
0,00%
2.56%

0,85%
2 56%
3,42%
0,85%
171%
2 56%
3,42%
171%
0,85%
171%
0,85%
0,85%
0,85%

1,71%

3th text answer

#
11

oW L=

—
mﬂ

B N o~ = | O = N

e L R = L R = L A U R =S o R =)

%
9,40%

5.95%
£,84%
4,27%
4.27%
8.55%
427%
5.13%
5.13%

427%
0,85%
5.13%
3,42%
0,85%
5.95%
427%
171%

3,42%
171%
0,85%
3,42%
171%
171%
0,00%
0,85%
171%
0,00%
2 56%
0,85%
0,85%

0,00%

Ath text answer

#
7

RS R SR TV = R =

[ R PR C S RS | R TS I

== R =R R = R L R LS R L R L ]

%
5,95%

4.27%
25,64%
3,42%
5.13%
2 56%
3.42%
171%
171%

5,05%
5,05%
2 56%
4.27%
4.27%
3.42%
5.13%
2,56%

171%
0,85%
171%
171%
171%
0,00%
0,35%
0,85%
0,85%
0,00%
0,00%
0,00%
0,85%

0,85%

% TOTAL

16,24%

9,19%
8,12%
5,08%
5,34%
4,49%
3,63%
3,63%

3,42%

3,42%
3,42%
3,42%
2,00%
2,78%
2,78%
2,56%

2,35%

1,71%
1,71%
1,71%
1,71%
1,50%
1,28%
1,28%
1,08%
0,85%
0,85%
0,85%
0,64%

0,64%
0,64%
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Appendix 2.2 1th to 4th text answer cycling enthusiasts

1th text answer| 2th text answer | 3th text answer | 4th text answer | % TOTAL
# % # % # % # %

Unhealthy 8 1250% | 4 6.25% 7 10,94% 10 1563% | 11,33%
Lazy 8  1250% | 8 1250% | 6 9,38% 6 9,38% | 10,94%
Environmentally
conscious 10 15,63% a 12,50% i G 38% 2 3,13% 10,16%
Comiortable 5 781% |3 489% | 3 469% 5  781% | 6,25%
Other negative 4 625% | 2 3.13% B 9,38% 3 4,69% 5,86%
Economical 2 313% | 2 3.13% 3 4,69% 4 6,25% 4,30%
commuter 5 7.81% 1 1,56% 0 0,00% 2 3,13% 3,13%
Effective 0 0,00% | 3 4.69% 3 4.69% 2 3,13% 3,13%
maotivated engaged
purposeful 1 1,56% 1 1,56% 4 6,25% 2 3,13% 3,13%
2 AL 3 469% |0 000% |4 625% | 0  000% | 2,73%
Other can't
categorize G DDU% 4 6,25% 2 3,13% 1 1 55% 2,?3%
Active 5 7.81% | 1 1,56% 0 0,00% 0 0,00% 2,34%
Danger in iraffic 156% |0  000% |2  3.13% 3 469% | 2,34%
Healthy, like to work
out 0 0,00% 4 6.25% 1 1,56% 1 1,56% 2,34%
Tired of traffic /
public transport 1 1,56% 1 1,56% 2 3.13% 2 3,13% 2,34%
cheerful 0 0,00% | 1 1,56% 0 0,00% 4 6,25% 1,95%
Frequent biker 2 313% | 1 156% | 1 1,56% 1 156% | 1,05%
Intelligent 3 4,69% 0 0,00% 1 1,56% 1 1,56% 1,95%
Stressed /inahurry o 0,00% 3 4,69% 1 1,56% 1 1,56% 1,95%
Woman 0 0,00% 3 4,69% 0 0,00% 2 3,13% 1,95%
Mo Answer 0 0,00% 0 0,00% 0 0,00% 3 4,69% 1,71%
Mot interested in
bikes 1 1,56% | 2 3.13% 1 1,56% 3 4,69% 1,71%
Falsely believe they
care for the 1 1,56% 0 0,00% 1 1,56% 2 3,13% 1,56%
environment
Have kids 1 156% | 2 313% | 1 1,56% 0 000% | 1,56%
up-to-date 0 0,00% 1 1,56% 1 1,56% 2 3,13% 1,56%
early adopter 0 0,00% 0 0,00% 2 3,13% 1 1,56% 1,17%
live in the city 0 0,00% | 2 3,13% 1 1,56% 0 0,00% 1,17%
il BED 2 1 156% |0  000% |2 313% | 0  000% | 1,17%
Middle class f
between middle and o 0,00% 3 4,69% 0 0,00% 0 0,00% 1,17%
upper class
Other positive 1 1,56% 1 1,56% 0 0,00% 1 1,56% 1,17%
Rich, wealthy 1 156% | 1 156% | 1 1,56% 0 000% | 1,17%
Outdoorsy 0 0,00% 1 1,56% 1 1,56% 0 0,00% 0,78%
technical 0 0,00% 1 1,56% 1 1,56% 0 0,00% 0,78%
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