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Abstract

Air service failures and negative customer reactions have been the subjects of increasing media attention in recent years.
Drawing upon the expectation disconfirmation theory (EDT), this study investigates the impact of airline service failures on
various negative emotions and negative behaviors of customers based on prior expectations and actual experiences after a
service failure. The collected data was from 561 customers who experienced an air service failure within the past 6 months.
The results show that, consistent with the EDT theory, prior expectations and actual experiences when an airline service fail-
ure occurs lead to disconfirmation, and this determines the negative emotions of customers. The results also show that,
worry and frustration only lead to negative word-of-mouth intentions. Meanwhile, anger over an airline service failure will
affect both complaints, negative word-of-mouth, and intention to switch to another airline. This study contributes by expand-
ing and showcasing the applicability of the EDT theory to the domain of airline service failures.

Plain Language Summary
Customer Responses to Airline Service Failure

Air service failures and negative customer reactions are topics of increasing interest in recent times, both practice and
academic. Although there are few previous studies on this topic, this study is based on the expectation disconfirmation
theory to examine the effect of airline service failures on negative emotions and negative behavior of customers. The
collected data was from 561 customers who experienced an air service failure within the past 6 months. The results
show that, consistent with the expectation disconfirmation theory, prior expectations and actual experiences when an
airline service failure occurs lead to disconfirmation, and this determines the negative emotions of customers. The
results also show that, worry and frustration only lead to negative word-of-mouth intentions. Meanwhile, anger over an
airline service failure will affect both complaints, negative word-of-mouth, and intention to switch to another airline.
The contribution of this study is extending and demonstrating the relevance of EDT theory to the context of airline
service failures. Implications and recommendations for future research are also provided.
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2018). Airlines always face challenges when serving pas-
sengers such as unequal demand, the involvement of
many employees, many processes, different customer
segments, etc. leading to different expectations on service
quality. Therefore, airline service failure is almost inevi-
table in the service delivery process. These service failures
produce adverse outcomes for airlines, such as negative
word-of-mouth (Chang & Cheng, 2021; Eckhardt et al.,
2019) and customer switching behavioral intentions
(Harrison-Walker, 2019; Li et al., 2021). This is expected
to cause significant loss to the financial performance of
airlines (Nikbin et al., 2014).

Understanding customer feelings about airline service
failures and its impact on customer behavioral responses
can assist to implement appropriate service recovery stra-
tegies. In this line of research, two distinct categories can
be used to classify previous studies on airline service fail-
ures (Xu et al., 2019). The first group of studies concen-
trates on examining the causes and consequences of
airline service failures, including external factors such as
adverse weather conditions (Anderson et al., 2009), lost
luggage (Xu et al., 2019), delays flight (Jiang et al., 2020;
Li et al., 2021) are discussed. Service failures have been
found to have negative repercussions on various aspects,
including customer loyalty, trust, customer switching
behavior, and the supplier-buyer relationship (Jiang
et al., 2020; Li et al., 2021; Xu et al., 2019) are also stud-
ied. The second group of research centers on assessing
the severity of service failures, aviation service restora-
tion actions and their consequences (Elbaz et al., 2023;
Harrison-Walker, 2019; Lai & Chou, 2015). Research
investigates service restoration actions and their out-
comes. The findings indicate that implementing effective
recovery measures can substantially enhance customer
satisfaction and mitigate customer churn. However, it
should be noted that not all recovery actions will produce
the desired results (Cai & Qu, 2018; Lin et al., 2021; Xu
et al., 2019). Two commonly used theoretical frameworks
for service failure are attribution theory and perceived
fairness (Harrison-Walker, 2019). Customers tend to
attribute causes when things go wrong, and these causes
influence their emotional and behavioral responses
(Harrison-Walker, 2019).

Most previous studies looked at service failures and
recovery actions without considering the differences
between airlines (e.g., seat type, fare, airline type, etc.).
Various airlines cater to diverse customer segments with
distinct expectations and requirements (O’Connell &
Williams, 2005). Therefore, the same type of service fail-
ure but each customer may react differently based on
their expectations of the airline. Understanding the dif-
ference in service failure assessments can help airlines
better deal with customer expectations. This study aims
to address a gap in the literature by applying the

Expectancy-Disconfirmation Theory (EDT) to investi-
gate how both perceived performance and customer
expectations influence reactions to airline service failures.
Thus, grounded in EDT theory, we propose a research
model that goes beyond relying solely on the perception
of the severity of service failures experienced by custom-
ers (e.g., Jiang et al., 2020; Li et al., 2021; Xu et al.,
2019). Our model also takes into account customers’
expectations for the chosen airline. By comparing per-
ceived performance with customer expectations, we aim
to understand the confirmation/disconfirmation process
and its impact on customer reactions. The application of
EDT theory enables us to assess the overall disparity
between perceived performance and customer expecta-
tions in the context of airline service failures, a aspect
not thoroughly explored in previous research in the con-
text of airline service failures

In brief, the primary objectives of this study are (1) to
investigate the impact of customer expectations and the
severity of service failures on disconfirmation, (2) to
investigate the impact of service failure disconfirmation
on negative customer emotions and (3) to confirm the
relationship between each negative emotion and the cus-
tomer’s negative behavior. This study was undertaken
within the context of service failures in the airline indus-
try of Vietnam. Vietnam is the fifth fastest growing avia-
tion market in the world and topped Southeast Asia
(Ministry of Transport, 2022). Therefore, global airlines
recognise the significance of gaining a deeper under-
standing of the emotional experiences and behavioral
responses exhibited by customers following a service fail-
ure, particularly within the context of a transitional econ-
omy like Vietnam.

The research makes valuable contributions to both
business theory and practice in numerous ways. First,
while previous studies examined perceptions of specific
service failures affecting customer responses, such as bad
weather, lost luggage, flight delays (Anderson et al., 2009;
Jiang et al., 2020; Li et al., 2021), This study evaluates
the overall different between customers’ expectations of
an airline and their perception of service failure. Besides,
this study overcomes the limitations of previous research
in understanding how different customer expectations
will lead to their different responses when encountering
the same service failure. Second, most prior research
examined the influence of disconfirmation on customer
satisfaction in various contexts (Au & Tse, 2019; Batouei
et al., 2019; Y. Liu et al., 2020; Shen et al., 2018). This
study assesses emotions in three dimensions: worry, frus-
tration, and anger. This highlights the customer’s emo-
tions when experiencing service problems. In addition, we
also prove that different negative emotions will affect dif-
ferent negative behavior of customers. Finally, this is the
first study conducted in the context of air service failures
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Figure |. Expectation confirmation theory.
Source. Oliver (1980).
Note. p| = pre-consumption variable; p2 = post-consumption variable.

in Vietnam. These findings hold significant implications
for managers in the airline industry, especially when they
face customer pressure resulting from frequent service
failures during passenger transportation.

Literature Review
Expectation Disconfirmation Theory (EDT)

EDT originates from the study of consumer behavior.
EDT consists of five main constructs namely perceived
performance, expectation, confirmation, satisfaction,
and repurchase intention. The relationship between the
constructs is shown in Figure 1. EDT assumes that prod-
uct/service performance together with expectations will
determine customer satisfaction (Oliver, 1980). In addi-
tion, the positive or negative disconfirmation acts as an
intermediary with the following cases: (1) Product/ser-
vice performance below expectations leads to negative
disconfirmation; (2) Product/service performance equal
to expectations leads to confirmation; and (3) Product/
service performance above expectations leads to posi-
tively disconfirmation (Oliver, 1977). Extensive evidence
indicates that both consumer expectations and disconfir-
mation play a significant role in influencing consumer
responses following product or service usage (Swan,
1977). Therefore, confirm or not confirm influenced by
expectations is an important factor for satisfaction.

If a product or service meets consumers’ expectations,
they are more likely to repurchase it (Oliver, 1980, 1993).
Positively disconfirmation will increase the user’s posi-
tive perception and satisfaction for using the product/
service, thus, leading to intention to continue using it.
On the contrary, negative disconfirmation will reduce
the user’s positive perception and cause dissatisfaction
with the use of the product, thus, leading to the disconti-
nuation of the product/service (Bhattacherjee, 2001).

EDT has been applied to many different types of
products/services, such as restaurants (J. Lee & Kim,
2020), online shopping (Y. Liu et al., 2020), remote work
(Carraher-Wolverton, 2022) and so on. Consumers firstly
develop product/service-related expectations. Then, con-
sumers confirm or reject their initial expectations based
on their actual experiences (Y. Liu et al., 2020). When
the actual performance of the product/service surpasses
the consumer’s initial expectations, they tend to confirm
those expectations (Y. Liu et al., 2020). In contrast, when
the actual performance falls short of expectations, it leads
to the disconfirmation of those expectations (Carraher-
Wolverton, 2022; Y. Liu et al., 2020). Consumer satisfac-
tion and post-purchase behavior are based on confirma-
tion or disconfirmation as results of their expectations
(Y. Liu et al., 2020).

This study extends EDT in the context of airline ser-
vice failures to explain how service failure perceptions
affect customer responses of flights. The study compares
customer expectations about airline service failures and
the severity of service failures, next customer will positive
or negative disconfirmation. This will affect the negative
emotions and negative behavior of the customer
(Zhigang et al., 2020).

Service Failure

Service failure is defined as a mistake, error, or problem
in the delivery of a product/service (Colgate & Norris,
2001). Service failure occupies a prominent position as a
research topic in the realm of service marketing due to its
detrimental effects on the relationship between consu-
mers and service providers (Bougoure et al., 2016).
Service failure shows that customers are faced with a situ-
ation where their expectations are not met (B. Lee et al.,
2021). As a result, customers respond to the incident
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based on their dissatisfaction. Overall, prior literature
suggests that service failure leads to customer dissatisfac-
tion (Smith & Bolton, 2002; Xu et al., 2019) and prompts
negative word-of-mouth communication (Eckhardt
etal., 2019).

Negative Emotions

Emotion refers to a cognitive judgment-based mental
state of preparedness that arises when an individual
deems an event to be congruent or incongruent with their
motives or goals (Bougie et al., 2003). Thus, customers’
negative emotions stem from their perceived evaluation
of a product/service experience that is not consistent with
their motives or goals (Hien et al., 2022). The occurrence
of service failures during the product/service experience
will lead to negative emotional reactions from customers
(Jiang et al., 2020; Li et al., 2018).

Consumer emotions can be identified through two
primary approaches: the component approach and the
emotion category approach (Nawijn & Biran, 2019). In
the compositional approach, emotions are defined as a
single construct. According to Bagozzi et al. (2003), emo-
tions can be categorized broadly into positive or negative
values, and the component approach to emotions aids in
simplifying research models. In the case of specific ser-
vice failures, customers typically encounter only negative
emotions. As a result, negative emotions can be collec-
tively considered as a single construct. The category
approach defines emotions as a collection of distinct
emotional states, such as happiness, anger, sadness, and
anxiety (Yao et al., 2020). Both approaches concur that
different emotions can elicit varied behavioral responses
(Laros & Steenkamp, 2005). Studies in a variety of ser-
vice failure contexts show that, despite all negative emo-
tions, each distinct emotion (e.g., anxiety, anger) leads to
various negative behaviors (Harrison-Walker, 2019;
Jiang et al., 2020; Li et al., 2021). Nevertheless, both the
component and category approaches are descriptive in
nature and do not offer a mechanism to explain the emo-
tional arousal or its subsequent behavioral consequences
(Prayag et al., 2017).

This study applies a specific negative emotion
approach, to assess how it affects the negative behavior
of customers. The three emotions examined in this study
include: Worry, Frustration and Anger.

Negative Behaviors

An individual’s emotional response to an event can lead
to a corresponding behavioral response (Collins, 1996).
Consequently, negative emotions resulting from service
failure can prompt individuals to adopt either problem-
focused or emotion-focused coping behaviors (Le & Ho,

2020; Xu et al., 2019). Emotionally focused negative
behavior pertains to individuals’ actions and activities
aimed at regulating and managing their own emotions.
These behaviors can encompass actions like employing a
cell phone as a means to detach themselves from the situ-
ation while waiting or seeking emotional solace by expres-
sing their frustrations to friends (Menon & Dube, 2004).
Problem-focused negative behavior refers to individuals’
actions and activities aimed at addressing or managing
the underlying cause of a negative experience. This can
involve behaviors such as switching to another airline, fil-
ing a complaint with airline companies (Le & Ho, 2020).
Thus, the negative emotions are related to future negative
behavioral intentions, and vice versa (Wong, 2004).
However, different emotions can lead to different beha-
viors. Furthermore, the relationship between emotion
and behavior is not clear (Prayag et al., 2017). In this
study, complaining behaviors, negative word of mouth
and switching intention will be considered.

Hypotheses and Conceptual Model

Antecedents of Disconfirmation

EDT has found extensive application in the service per-
formance literature (Akturk et al., 2018; Peinkofer et al.,
2016), as well as in the aviation literature, particularly in
studying the connection between service quality and cli-
ent outcomes (Sezgen et al., 2019). In the airline industry
context, passengers typically have basic expectations that
include on-time flights, well-maintained baggage han-
dling, and safe arrival (Lucini et al., 2020). Flight delays
negatively affect customers because it affects their costs,
which is an important factor when choosing an airline to
travel (Yimga, 2020). When a flight is delayed, it results
in the negative disconfirmation of the expectation for a
timely arrival (Lucini et al., 2020). When a flight is late it
leads to unmet expectations. Likewise, a negative confir-
mation occurs when a passenger is inadvertently denied
boarding and unable to arrive at the intended destination
(Mellat-Parast et al., 2015).

The regulatory relationship between expectations and
disconfirmation can have either a negative or positive
effect (Bhattacherjee & Premkumar, 2004). The negative
effect manifests as high expectations being more prone
to negative disconfirmation, whereas low expectations
are more inclined to experience positive disconfirmation
(Qazi et al., 2017). In the context of the airline industry,
when customers have high expectations for airline ser-
vice, they are more likely to not confirm when experien-
cing service failures. Based on the aforementioned
rationale, we propose the following hypothesis:

H;: Expectations of airline service failure will posi-
tively influence customer disconfirmation.
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In the theory of EDT, both product/service expecta-
tions and performances will determine customer satisfac-
tion (Oliver, 1980). Performance can have both direct
and indirect effects on satisfaction, mediated by the pro-
cess of disconfirmation (Oliver, 1977). From research
results in the context of e-commerce websites, customer
evaluation of functional performance has a negative
impact on customer unconfirmation expectations (Y. Liu
et al., 2020). Research of Qazi et al. (2017) in the context
of user opinions also shows that user perceived perfor-
mance positively affects unconfirmation. In the context
of airline service failures, performance is measured
through the severity of service failures. Service failure
severity refers to the extent of cost or loss experienced by
consumers in terms of financial impact, time wasted, and
inconvenience endured (Bougie et al., 2003; Gelbrich,
2010). The relationship between service failure severity
and disconfirmation is posited to be positive. This is
because higher service failure severity increases the likeli-
hood of performance falling below expectations, result-
ing in negative disconfirmation (Spreng & Page, 2003).
Prior research on Internet-based services (Khalifa & Liu,
2003), as well as other studies (Oliver, 2014; Qazi et al.,
2017) has demonstrated the positive effect of the service
failure severity on disconfirmation. Based on the above
analysis, we put forth the following hypothesis:

H,: Severity of airline service failure will positively
affect customer disconfirmation.

Effects Disconfirmation on Negative Emotions

Worry is the definition for a state of anxiety and uncer-
tainty that arises from uncontrollable factors following
an unfavorable consumer experience (Mattila & Ro,
2008). Frustration occurs when an individual’s goals or
needs are out of reach due to problems. Goals are
delayed or require additional effort to achieve them
(Scherer, 2001). Frustration arises when the perceived
fault lies with the environment, whereas anger arises
when the event is attributed to the actions of another
individual or entity (Roseman & Smith, 2001).
According to Gelbrich (2010), anger is the emotion that
arises when an offense is perceived to have an impact on
one’s self, social relationships, or even the public.
Previous studies conducted by Kalamas et al. (2008) and
Kim et al. (2016) have shown that anger tends to be the
dominant emotion in situations where a negative event
occurs due to controllable human factors like inadequate
management and communication

Several studies have confirmed the relationship
between waiting time and discrete negative emotions,
with worry and anger being the two most common nega-
tive emotions (Gelbrich, 2010; Jiang et al., 2020; Li et al.,

2021). Flight delays have the potential to evoke feelings
of anger due to the financial costs and inconvenience
associated with such delays (Jiang et al., 2020). Research
by Le and Ho (2020) also showed that regret, anger, and
frustration were the three negative emotions of custom-
ers after experiencing service failures in restaurants in
Vietnam.

The relationship between disconfirmation and nega-
tive emotions in aviation has not been studied.
Bhattacherjee (2001) suggested that positive disconfirma-
tion would enhance positive perception, thus leading to
continued service use. Conversely, negative disconfirma-
tion would reduce the user’s positive perception and
evoke dissatisfaction and led to service discontinuation.
Y. Liu et al. (2020) confirmed that, both utilitarian dis-
confirmation and hedonic disconfirmation strongly influ-
enced customer satisfaction when purchasing online.
Therefore, we propose the following hypothesis:

Hj;: Disconfirm an airline’s service failure will posi-
tively affect negative customer emotions, including:
(a) Worry; (b) Frustration; and (c) Anger

Effects of Negative Emotions on Negative Behaviors

While the three emotions (worry, frustration, and anger)
share conceptual connections, they diverge in terms of
their origins and subsequent behavioral responses
(Harrison-Walker, 2019; Wetzer et al., 2007). Empirical
evidence indicates that customers who experience anger
are more inclined to engage in complaint behavior,
showing negative intentions toward repurchasing
(Harrison-Walker, 2019; Jiang et al., 2020; Li et al.,
2021) and are also more likely to engage in negative
word-of-mouth communication (Harrison-Walker, 2019;
Jiang et al., 2020; Le & Ho, 2020). In contrast, frustra-
tion arises when the source of service failure is attributed
to the environment (Roseman & Smith, 2001), while
worry is a relatively low-level negative emotion that can
be described as a state of discomfort linked to varying
degrees of service failure (Banse & Scherer, 1996). Such
failures are often attributed to external causes or circum-
stances beyond the control of the service provider by cus-
tomers, which often leads them to refrain from filing a
complaint (Gelbrich, 2010). However, the perception of
affected experiences can lead consumers to share their
negative experiences or to intend to choose another sup-
plier in order to feel better (Gelbrich, 2010; Laros &
Steenkamp, 2005). Therefore, we propose the following
hypotheses:

H, Worry about airline service failures will positively
affect negative customer behavior, including: (a)
Negative word of mouth; (b) Switching intention.
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Figure 2. Proposed research model.

Hs: Frustration about airline service failures will posi-
tively affect negative customer behavior, including:
(a) Negative word of mouth; (b) Switching intention.
Hgs: Anger about airline service failures will positively
affect negative customer behavior, including: (a)
Complain; (b) Negative word of mouth; (c) Switching
intention.

Research Methods

We have developed a research model consisting of nine
structures related to airline service failures (see Figure 2).
Table 2 briefly introduces the observed variables used in
the model. Since there are no previously validated scales
in the aviation service context, we adjust the scales in the
same context for use in this study.

Sample and Data Collection

A self-completed questionnaire was developed to accom-
plish the research objective. The experience sampling
method (ESM) was used, whereby participants were
asked to recall and describe in detail an experience of
severe service failure they had experienced (Bougie et al.,
2003). In this study, respondents were asked to report on
a major service failure within the past 6 months, then
encouraged to recall their experience of a service failure
to answer survey questions. The survey was conducted
from October 5 to 25, 2022. Respondents were recruited
using quota sampling, considering service failures (Flight
delayed; lost baggage; passengers late for flight...) and
gender.

The cross-sectional data set was collected to test the
hypothesis to generalize the research problem (Dooley,

2001). A total of 583 feedbacks from passengers who
have experienced airline service failures in Vietnam.
After removing incomplete questionnaires, 561 responses
were used in the analysis. Respondents had a common
age from 25 to 44, male sex was higher than female gen-
der (61% male and 39% female), with university and
postgraduate education accounting for more than 50%.
Common service failures were Arrival delays and
Mishandled baggage (see Table 1 for details).

Measurement and Analysis Method

The survey questionnaire is designed in two parts: the first
part contains personal characteristics information of parti-
cipants, including gender, age, education, income, annual
flight frequency, type incident. The second part consists of
observed variables measuring the research concepts.
Expectation scale (three variables), Severity of service fail-
ure scale (four variables), Disconfirmation scale (four vari-
ables), Anger scale (three variables), Frustration scale
(four variables), Worry scale (three variables), Complain
scale (three variables), Negative WOM scale (three vari-
ables), Switching intention scale (four variables). Observed
variables were adjusted from the existing literatures (see
Table 2) and adapted for airline service failure context.

In addition, seven experts (two lecturers in the tour-
ism industry, two staffs in the customer service depart-
ment at the airport, and three regular customers using
airline services) edited the questionnaire independently.
According to their proposal, the scales have been edited
with words and expressions to better suit the context of
airline service failures in Vietnam. Table 2 presents the
modified scales, observed variables and scale sources.
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Table I. Structure of Research Sample (n=561).

Frequency %
Education
High school and below 105 18.7
Intermediate, college 120 214
University 250 44.6
Postgraduate 86 15.3
Income*
<10 million VND 197 35.1
10-20 million VND 155 27.6
20-30 million VND 131 234
>30 million VND 78 13.9
Typbe of service failure
Arrival delays 312 55.6
Mishandled baggage 112 20.0
Involuntary denied boarding 87 15.5
Others 50 89
Age
18-24 92 16.4
25-34 147 26.2
3544 132 23.5
45-54 96 17.1
Over 55 94 16.8
Gender
Male 342 61.0
Female 219 39.0
Yearly travel frequency
| time 82 14.6
2—4 times 133 237
5-10 times 214 38.1
11-20 times 83 14.8
>20 times 49 8.7

Source. Author compiled from surveyed data.
Note. *1 USD =23,435 VND (dated January 17, 2023).

Structural equation modeling (SEM) is employed as
the statistical analysis technique to examine and evaluate
the research hypotheses, because there are many antece-
dent and consequence relationships, consistent with the
recommendation of Hair et al. (2016). The output of the
measurement model is performed to evaluate the reliabil-
ity and validity of the studied constructs. Next, path
analysis was performed to evaluate the fit criteria of the
model against the recommended values and test the
research hypotheses (Hair et al., 2016).

Analysis and Results
Common Method Bias

The data was scrutinized for method bias, which is fre-
quently a concern when dealing with cross-sectional data
and self-reported surveys (Podsakoff et al., 2003). In
order to tackle the problem of common method bias, we
employed Harman’s single-factor test. This test assesses
the presence of a single dominant factor that could
potentially influence the correlation between the

independent and dependent variables (Podsakoff et al.,
2003). A fixed factor along with the remaining seven fac-
tors have eigenvalues greater than 1. The total variance
extracted for these eight factors is 72.485%, in which the
first factor has a total extracted variance of 37.698%
(<50%). Thus, common method bias is not a problem
for the model (Podsakoff et al., 2003).

Measurement Model

CFA is employed to assess and establish the reliability and
validity of the measurement constructs. The factor weights
of the observed variables have high statistical significance
(» < .001), and the values range from 0.582 to 0.894
(Table 2). In addition, the model fit indexes are as follows:
X*/df = 1.969; GFI = 0.922, AGFI = 0.901, TLI = 0.957,
CFI = 0.964, NFI =0.930 va RMSEA = 0.042. These
values indicate that the measurement model fits the data
(Kline, 2015; Tabachnick & Fidell, 2007).

Scale reliability was evaluated by computing
Cronbach’s alpha coefficient (o) and composite reliabil-
ity (CR). The results shown in Table 3 demonstrate that
both Cronbach’s alpha and CR surpass the recom-
mended threshold of 0.70 (Nunnally, 1978), indicating
satisfactory scale reliability.

To test the validity of the scale, both convergent and
discriminant validity were examined. Convergence was
assessed using two criteria: factor loading and average
variance extracted (AVE), with an accepted threshold of
0.5 as recommended by Fornell and Larcker (1981) and
Kline (2015). All coefficients of the observed variable are
statistically significant and exceed the 0.5 level, except
for the variable SWIT4 (Table 2). In addition, all AVEs
are above 0.5 (Table 3). Thus, the measurement scales
reach convergence value. In line with the suggestion of
Fornell and Larcker (1981) for evaluating discriminant
validity, the correlation between constructs should be
lower than the square root of the AVE. In Table 3, all
values above the bold diagonal, representing the square
root of the AVE, are higher than the correlation values
between constructs that are outside the diagonal.

Structural Model

Firstly, the multicollinearity among the concepts is
assessed using the variance inflation factor (VIF). The
results indicate that the VIF values for the concepts, rang-
ing from [1.582, 2.953], are all below 0.5. This is deemed
acceptable as it signifies the absence of complete multicol-
linearity (Hair et al., 2016). Next, the results of the path
analysis identified the model fit indicators and the signifi-
cance of the regression coefficients. The indicators suit-
able for the research model are as follows: x?/df = 2.023;
GFI = 0.875, AGFI = 0.911, TLI = 0911, CFI = 0.920
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Table 2. Reliability and Convergent Validity.

Research construct Items CFA SEM
Expectation (update from EXPI. | expect no service problems when buying this airline ticket 0.742 0.740
Qazi et al,, 2017) EXP2. | expect it will fully meet my needs when buying this airline ticket 0.732 0.730
EXP3. | expect its service quality to be good when buying this airline ticket 0.796 0.799
Severity of service failure SSF1. This service failure costs me 0.582 0.582
(update from Craighead SSF2. This service failure cost me time 0.806 0.809
et al,, 2009) SSF3. This service failure makes me tired 0.803 0.804
SSF4. This airline service failure is serious 0.702 0.696
Disconfirmation (update from DISN . My experience with this airline was worse than | expected 0.767 0.754
Bhattacherjee, 2001) DISN2. The service provided by this airline is worse than | expected 0.844 0.807
DISN3. Overall, most of my expectations from using this airline were 0.850 0.812
disconfirmed
Worry (update from Richins, WORI. | feel annoyed by this airline service failure 0.754 0.752
1997) WOR2. | worry about this airline service failure 0.857 0.859
WOR3. | feel stressed due to this airline service failure 0.824 0.821
Frustration (update from FRUSI. Because of the poor service, | feel frustrated with the airline 0.746 0.747
Bonifield & Cole, 2007) FRUS2. | feel resigned to this airline 0.832 0.833
FRUS3. | feel powerless with this airline 0.840 0.841
FRUSA4. | feel desperate for this airline 0.800 0.796
Anger (update from Breitsohl ANGI. | feel angry about the service failure that has occurred 0.827 0.807
& Garrod, 2016) ANG?2. | feel frustrated about the service failure that occurred 0.804 0.789
ANGS3. | feel offended about the service failure that occurred 0.826 0818
Complain (update from COMPI. | will tell my unpleasant experience to the airline staff 0.806 0.806
Cheng & Lam, 2008; Mattila COMP2. | will complain to the airline staff about the service failure 0.831 0.837
& Ro, 2008) COMP3. | would like to see the manager and complain 0.743 0.736
Negative WOM (update from NWOMI. | will tell my friends and family about my bad experience 0.808 0.804
Goyette et al.,, 2010) NWOM2. | do not recommend others to book flights from this airline 0.873 0.877
NWOMS3. | have said bad things about this airline to other people 0.829 0.821
Switching intention (update SWIT . After this service failure, | will no longer choose this airline 0.790 0.791
from Mattila & Ro, 2008; SWIT?2. After this service failure, | will switch to other airlines in the future 0.784 0.778
Bougie et al., 2003) SWITS3. After this service failure, | will be using this airline flight less often 0.894 0.895
than before
SWIT4. After this service failure, | will not use this airline service, because 0.185 (reject) (reject)

it is the worst choice for me

Note. CFA = normalized factor weight of observed variables when confirmatory factor analysis; SEM = factor weights normalize observed variables when

using structural equation modeling.

Table 3. Correlation Matrix and Square Roots of AVE.

Khai niAfm o) CR AVE | 2 3 4 5 6 7 8 9

I. N\WOM 0.871 0.875 0.701 0.837

2. FRUS 0.880 0.881 0.649 0.499 0.805

3. SSF 0.815 0817 0532 0.505 0.482 0.729

4. SWIT 0.861 0.863 0.679 0.448 0.349 0.367 0.824

5.DISN 0.860 0.861 0.674 0.500 0.526 0.724 0.433 0.821

6. WOR 0.851 0.854 0.661 0.470 0.618 0.584 0.368 0.575 0.813

7. ANG 0.859 0.86 0.671 0512 0.524 0.591 0.460 0.602 0.478 0.819

8. EXP 0.798 0.801 0.573 0.542 0.448 0.473 0.482 0.468 0.444 0.472 0.757

9. COMP 0.835 0.836 0.631 0.561 0.653 0.547 0.404 0.575 0.598 0.517 0.571 0.794

va RMSEA = 0.060. While the Goodness-of-Fit Index
(GFI) does not surpass 0.9, it does meet the acceptance
criterion of 0.8 as recommended by Baumgartner and
Homburg (1996). Therefore, the results indicate that the

Tabachnick & Fidell, 2007).

model is consistent with the research data (Kline, 2015;

Subsequently, the regression weights for the proposed
hypotheses, along with their corresponding probability
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Table 4. Hypotheses Testing Results.
Unstandardized  Standardized
Examined relationships coefficient coefficient SE p-Value H test
H, Expectation —  Disconfirmation 0.281 0.239 0.052 .000 Supported
H, Severity of service failure =~ —  Disconfirmation 0.953 0.666 0.089 .000 Supported
H;,  Disconfirmation —  Worry 0.733 0.668 0.051  .000 Supported
H;,  Disconfirmation —  Frustration 0.573 0.624 0.043 .000 Supported
Hs.  Disconfirmation —  Anger 0.809 0.728 0.054 .000 Supported
Hisa  Worry —  Negative word of mouth 0.112 0.173 0.033  .000 Supported
Hs  Worry —  Switching intention 0.078 0.084 0.052 .138 Rejected
Hs,  Frustration —  Negative word of mouth 0.163 0.211 0.038 .000 Supported
Hs,  Frustration —  Switching intention 0.057 0.065 0.045 .206 Rejected
Hea  Anger —  Complain 0.477 0.595 0.04 .000 Supported
H¢n  Anger —  Negative word of mouth 0.238 0.372 0.035 .000 Supported
Hee  Anger —  Switching intention 0.289 0.399 0.041  .000 Supported
@)
S @ S
57 67 74
[ wort | [ wors | [ worz | 54 70 65
_ - | comps | | comp2 | [ compt |
@9 €9 45 74 84 81
57 65 66 @ @ 35
@ 4 [[osnt | [oisve | [ oisne | @ @
80
55 65
72 75 81
S-=m3ED, |, @ g A1)
@ oz ] A"V
(won)-aet icwe |-
34 .
67
(=) SSF1 67
A =
e ss2 f§ 8 =)
4870 @
@ . \ LT
: €
@) _ssF3 ] 8/ 19 78
65 62 67 80 63 60
[ anet ] [ane2 ] [ anes | swrs | [ swr1 | [ swr2 |
$

Figure 3. Path analysis results (standardized coefficients).

values, provided support for hypothesis testing (Table 4
and Figure 3). The results indicate that the majority of
the hypotheses are supported with a confidence level
exceeding 99%, except for two hypotheses that were
rejected: H4b and H5b (refer to Table 4).

Of the two factors influencing disconfirmation, the
severity of service failure factor is stronger than customer

expectations. Table 4 shows that disconfirmation effect
on Anger and Worry is stronger than Frustration. In
addition, of the three factors affecting Negative word of
mouth, Anger factor has the strongest influence, followed
by Frustration and Worry.

The proposed research model explains 65.1% variance
of Disconfirmation, 44.6% variance of Worry, 39%
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variance of Frustration, 53% variance of Anger, 35.4%
variance of Complain, and 37.7% variance of Negative
word-of-mouth and 26.8% variance of Switching inten-
tion. All R2 indicators exhibit robust findings, as values
above 20% are deemed considerably high in consumer
behavior studies (Hair et al., 2016).

Discussion and Implications
Discussion

Based on EDT theory, we built and tested a model of
consumers’ attitude and behavioral responses to airline
service failures. Unlike previous studies, we did not use
specific service failures to measure service failure percep-
tion on consumer response. This study compared con-
sumer expectations and experiences to disconfirm service
failure, and how this affected consumer response. The
findings in this study have the following notable points.

Firstly, when customers have higher expectations
about the airline, they will have a higher tendency to dis-
confirm when a service failure occurs (H;). The positive
aspect is that high expectations are susceptible to greater
negative disconfirmation, while low expectations tend to
encounter lower levels of negative disconfirmation (Qazi
et al., 2017). In the context of the aviation industry,
when customers choose airlines with low service failures,
with high expectations that the flight will be on time,
handle baggage properly, etc. so when it comes to service
failure, they are more inclined to not confirm trend
higher. The second factor used in EDT theory is prod-
uct/service performance. In this study, performance was
measured through severity of service failure. The find-
ings indicate that the severity of service failure signifi-
cantly influences the level of disconfirmation experienced
by customers (H,). This relationship is consistent with
previous studies in different contexts (Oliver, 2014; Qazi
et al., 2017). In the context of the airline industry, the
higher the severity of service failures, the more likely the
performance is to be lower than expected, leading to neg-
ative confirmations. Thus, the results on the relationship
between expectation, performance and disconfirmation
in the context of airline service failure are consistent with
Oliver’s (1977, 1980) EDT theory.

Second, this study investigates three separate negative
emotions to assess customer’s negative attitude, after
experiencing service failure, including worry, frustration,
and anger. The results confirm that there is a difference
between the three emotions. The customer’s disconfirma-
tion has a strong influence on all three of their negative
emotions (Hs,, Hzp, Hze). These are common emotions
after experiencing service failures such as flight delays
(Jiang et al., 2020; Li et al., 2021) or experiencing service
failures in a restaurant context (Le & Ho, 2020).
Consequently, this result confirms the mechanism

affecting customers’ negative emotions. When experien-
cing service failures in the airline industry, customers will
compare expectations and airline performance, and
thereby form a negative attitude based on confirmation
or disconfirmation.

Finally, the results of this study also confirm how
each customer’s negative emotions will influence their
negative behaviors. We confirm that, when customers
are worried or frustrated about service failures, they tend
to have negative word-of-mouth (H4, and Hs, sup-
ported). As such, worry and frustration are low-level
negative emotions. Customers often consider these fail-
ures to be caused by external causes, not seriously affect-
ing them, so they will find ways to share these failures
negative experiences (Gelbrich, 2010; Le & Ho, 2020).
The results also indicate that worry and frustration do
not have a significant impact on the intention to switch
to another airline (Hy, and Hs;, are not supported). This
result is contrary to Le and Ho’s (2020) study but it is
consistent with Harrison-Walker (2019). In the context
of airline service failure, worry and frustration are two
lower negative emotions than other negative emotions
(Harrison-Walker, 2019). Besides, in the context of the
aviation industry in Vietnam, when customers want to
switch to another airline, it will cost a large opportunity
cost due to the difference in ticket prices. Therefore, even
when experiencing negative emotions at a low level, cus-
tomers still have no intention of switching to another
airline.

Another negative emotion is anger, the results show
that anger affects complaints, negative word-of-mouth
and switching intention (Hg,, Hep,, Hge supported). This
finding aligns with the outcomes of prior studies con-
ducted in diverse contexts. Anger is a strong negative
emotion that leads to complaints and negative repurch-
ase intentions (Harrison-Walker, 2019; Jiang et al., 2020;
Li et al., 2021) and negative word-of-mouth (Harrison-
Walker, 2019; Jiang et al., 2020; Le & Ho, 2020). In the
context of the aviation industry, when a service failure of
a serious degree strongly affects the negative emotions of
customers, they will tend to complain to airlines, spread
negative word-of-mouth to others and intend to switch
to other airlines in the future.

Implication to Theory

First, this study explains the mechanism by which air ser-
vice failure affects customers’ negative emotions and
behaviors using EDT. While most previous studies
applied EDT in other contexts, such as Wearable health
information systems (Shen et al., 2018), online shopping
experience (F. Liu et al., 2020), corporate social responsi-
bility (Zhigang et al., 2020), service quality and crew
capacity of airlines (Batouei et al., 2019). This study is



Hien et al.

the first to use EDT theory to test the impact of discon-
firmation service failure on negative emotions and nega-
tive behavior in the aviation industry’s service failure
context. This research supports the argument that cus-
tomers’ negative emotions and behaviors are formed
through disconfirm service failures. This arises from a
comparison between customer expectations and actual
experience of service failures. The results of this study
overcome the limitations of previous studies in not asses-
sing customer expectations when encountering airline
service failures. Experiencing the same type of service
failure, but each customer may react differently based on
their expectations of the airline.

Next, the study investigates the effect of disconfirma-
tion on customers’ negative emotions, by investigating
the role of discrete emotions. While most previous stud-
ies examined the influence of disconfirmation on cus-
tomer satisfaction in various contexts (F. Liu et al., 2020;
Shen et al., 2018). In support of the argument that satis-
faction with a service is not enough for customer loyalty
(Bielen & Demoulin, 2007). This study emphasizes the
emotional aspect of the customer’s failed service experi-
ence. Instead of looking at negative emotions as a single
dimension, this study looks at emotions in three dimen-
sions: worry, frustration, and anger. This highlights how
customers feel when they have a service problem. The
results show that, all three emotions appear when cus-
tomers disconfirm. Where the emotions of worry and
anger are greater than frustration, which means that
worry and anger are more prominent during service fail-
ure handling. Thus, the results show that the EDT theory
can be used to explain many different feelings, not just
customer satisfaction. This study discovered new rela-
tionships between nonconfirmation and various negative
customer emotions such as worry, frustration, and anger.

Finally, this study also contributes to academia by
demonstrating that different negative emotions influence
negative consumer behavior differently. The study pro-
vides insight into customer response mechanisms to air-
line service failures. In this study, when customers were
worried or frustrated about airline service failures, they
tended to spread negative word-of-mouth. Meanwhile,
those who are angry about the service failure, they tend
to complain, have negative word-of-mouth and intend to
switch to another airline. The study show that negative
emotions such as Worry and Frustration do not affect
the Switching intention of customer. The results provide
a mechanism for the analysis of airline service failures.
When customers negative unconfirmation about air ser-
vice failures, this will affect customers’ negative emo-
tions. In turn, the severe negative emotions (e.g., anger)
will influence the negative behavior of customers, of
which the most serious negative behavior is the intention
to switch other airlines. This study contributes to the

theory by fully explaining the mechanism by which air-
line service failures affect negative emotional responses
and negative customer behavior.

Implication to Practice

The findings of this study carry significant implications
for managers in the aviation industry who face customer
pressure resulting from service failures during passenger
transportation. The results demonstrate the pivotal role
of negative emotions arising from service failures in shap-
ing subsequent customer behavior. Worry and frustra-
tion can lead to negative word-of-mouth, while anger can
lead to complaints, negative word-of-mouth, and inten-
tion to switch to another airline. The study has the fol-
lowing practical significance.

First, the findings of this study show the importance
of customer expectations. Airlines always try to increase
advertising, branding... On the one hand, this increases
customer satisfaction and loyalty. On the other hand, this
increases expectations for the airline, which has a strong
impact on disconfirmation when a service failure occurs.
This affects the negative customer response to the airline.
Therefore, airlines need to build a marketing strategy in
accordance with the target market. For example, airlines
that compete on low costs need to focus on the slogans of
low cost, convenience. Meanwhile, airlines that compete
on good service focus on advertising the experience they
bring to customers. In addition, airlines limit service inci-
dents related to the core values of the business.

Second, the severity of the service failure strongly
influences the customer’s disconfirmation, which in turn
affects their negative emotions. When customers rate a
service failure that severely affects them, the negative
emotional response increases. To manage the negative
emotions of customers, airline managers need to keep
service failures to a minimum or implement solutions to
minimize damage and discomfort for customers. Airlines
should consider improving communication and informa-
tion sharing services that can elicit positive emotions
(Valentini et al., 2020). For example, a text message to
notify service failures in advance, a smartphone applica-
tion for estimated flight time, arrival time, estimated
check-in time, and information in real time for passen-
gers such as airport situation (crowded), expected wait-
ing time... In addition, airlines need to have reasonable
support policies after a service failure.

Finally, our findings also suggest that different nega-
tive emotions lead to different negative behaviors. When
customers are worried or frustrated, they just spread
negative word-of-mouth. But when customers are angry,
they have stronger negative behavior, including com-
plaints, negative word-of-mouth and intention to switch
to another airline. These negative behaviors adversely
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affect the airline’s reputation and negatively affect the
attitudes of other customers (Gelbrich, 2010). To limit
this problem, airlines need to have a specific strategy for
serving passengers before, during and after the flight,
such as being transparent about the flight and possible
incidents and have a thorough approach to handling if
flight problems occur. A simple apology may not lessen
the impact of service failures on angry passengers
(Mattila & Ro, 2008).

Limitations and Future Research

The results of this study have some limitations. First, this
study selected worry, frustration, and anger as common
emotions during flight service failures. However, the
emotion triggered by service failure can have many other
emotions, such as Irritation, Regret... (Li et al., 2021).
Future research may assess other emotions evoked by
service failure.

Second, because the interest of this study is to apply
EDT theory to explain service failure, and the relation-
ship between the concepts in the model. We're not inter-
ested in specific service failures, and the mechanism that
affects the emotions and behavior of each of those fail-
ures. In addition, Scheibe et al. (2015) suggested that per-
sonal characteristics such as age, income were related to
emotion and reevaluation. Therefore, future research
may look at each service failure specifically. Besides, it
should be considered how different demographics will
affect their negative emotions and behaviors.

Finally, this study approached customers who expe-
rienced an airline service failure within 6 months, and
then asked them to recall the details of that service fail-
ure. This is an effective approach to evaluating cus-
tomer experience. However, memory dependence may
be related to cognitive predisposition and influence
self-reported experiences due to individuals’ ability to
remember (Li et al., 2018). Therefore, future research
may survey customers who are experiencing airport
incidents or have recently experienced an incident, to
achieve a more accurate assessment of emotions and
behaviors.

Declaration of Conflicting Interests

The author(s) declared no potential conflicts of interest with
respect to the research, authorship, and/or publication of this
article.

Funding

The author(s) disclosed receipt of the following financial sup-
port for the research, authorship, and/or publication of this
article: This research is funded by Industrial University of Ho
Chi Minh City and Van Hien University, Vietnam.

ORCID iDs

Nguyen Ngoc Hien
Danh Xuan Luu

https://orcid.org/0000-0002-3093-9065
https://orcid.org/0000-0003-2764-4917

Data Availability Statement

Data sharing not applicable to this article as no datasets were
generated or analyzed during the current study.

References

Akturk, M. S., Ketzenberg, M., & Heim, G. R. (2018). Asses-
sing impacts of introducing ship-to-store service on sales
and returns in omnichannel retailing: A data analytics study.
Journal of Operations Management, 61, 15-45.

Anderson, S.-W., Baggett, L. S., & Widener, S. K. (2009). The
impact of service operations failures on customer satisfac-
tion: Evidence on how failures and their source affect what
matters to customers. Manufacturing & Service Operations
Management, 11(1), 52—69.

Au, A. K. M., & Tse, A. C. B. (2019). Expectancy disconfirma-
tion: Effects of deviation from expected delay duration on
service evaluation in the airline industry. Asia Pacific Jour-
nal of Marketing and Logistics, 31(1), 291-300.

Bagozzi, R. P., Baumgartner, H., Pieters, R., & Zeelenberg, M.
(2003). The role of emotions in goal-directed behavior. In S.
Ratneshwar, D. G. Mick, & C. Huffman (Eds.), The why of
consumption:  Contemporary —perspectives on  consumer
motives, goals, and desires (pp. 36—58). Routledge.

Banse, R., & Scherer, K. R. (1996). Acoustic profiles in vocal
emotion expression. Journal of Personality and Social Psy-
chology, 70(3), 614.

Batouei, A., Iranmanesh, M., Nikbin, D., & Hyun, S. S. (2019).
Flight anxiety: Investigating the role of airline service quality
and flight crew’s competence. Asia Pacific Journal of Tour-
ism Research, 24(7), 710-724.

Baumgartner, H., & Homburg, C. (1996). Applications of
structural equation modeling in marketing and consumer
research: A review. International Journal of Research in
Marketing, 13(2), 139-161.

Bhattacherjee, A. (2001). Understanding information systems
continuance: An expectation-confirmation model. MIS
Quarterly, 25(3), 351-370.

Bhattacherjee, A., & Premkumar, G. (2004). Understanding
changes in belief and attitude toward information technol-
ogy usage: A theoretical model and longitudinal test. MIS
Quarterly, 28(2), 229-254.

Bielen, F., & Demoulin, N. (2007). Waiting time influence on
the satisfaction-loyalty relationship in services. Managing
Service Quality: An International Journal, 17(2), 174-193.

Bonifield, C., & Cole, C. (2007). Affective responses to service
failure: Anger, regret, and retaliatory versus conciliatory
responses. Marketing Letters, 18, 85-99.

Bougie, R., Pieters, R., & Zeelenberg, M. (2003). Angry cus-
tomers don’t come back, they get back: The experience and
behavioral implications of anger and dissatisfaction in ser-
vices. Journal of the Academy of Marketing Science, 31(4),
377-393.


https://orcid.org/0000-0002-3093-9065
https://orcid.org/0000-0003-2764-4917

Hien et al.

13

Bougoure, U. S., Russell-Bennett, R., Fazal-E-Hasan, S., &
Mortimer, G. (2016). The impact of service failure on brand
credibility. Journal of Retailing and Consumer Services, 31,
62-71.

Breitsohl, J., & Garrod, B. (2016). Assessing tourists’ cognitive,
emotional and behavioural reactions to an unethical destina-
tion incident. Tourism Management, 54, 209-220.

Cai, R., & Qu, H. (2018). Customers’ perceived justice, emo-
tions, direct and indirect reactions to service recovery: Mod-
erating effects of recovery efforts. Journal of Hospitality
Marketing & Management, 27(3), 323-345.

Carraher-Wolverton, C. (2022). The co-evolution of remote
work and expectations in a COVID-19 world utilizing an
expectation disconfirmation theory lens. Journal of Systems
and Information Technology, 24(1), 55-69.

Chang, K.-C., & Cheng, Y.-S. (2021). How online service
recovery reviews influence behavioral intentions in the hos-
pitality context: Regulatory focus and loss aversion perspec-
tives. Journal of Hospitality and Tourism Management, 46,
440-455.

Cheng, S., & Lam, T. (2008). The role of the customer-seller
relationship in the intention of the customer to complain: A
study of Chinese restaurateurs. International Journal of Hos-
pitality Management, 27(4), 552-562.

Colgate, M., & Norris, M. (2001). Developing a comprehensive
picture of service failure. International Journal of Service
Industry Management, 12(3), 215-233.

Collins, N. L. (1996). Working models of attachment: Implica-
tions for explanation, emotion, and behavior. Journal of Per-
sonality and Social Psychology, 71(4), 810.

Craighead, C. W., Karwan, K. R., & Miller, J. L. (2009). The
effects of severity of failure and customer loyalty on service
recovery strategies. Production and Operations Management,
13(4), 307-321.

Dooley, K. (2001). Social research methods (4th ed.). Prentice
Hall.

Eckhardt, G. M., Houston, M. B., Jiang, B., Lamberton, C.,
Rindfleisch, A., & Zervas, G. (2019). Marketing in the shar-
ing economy. Journal of Marketing, 83(5), 5-27. https://doi.
org/10.1177/0022242919861929

Elbaz, A. M., Soliman, M., Al-Alawi, A., Al-Romeedy, B. S., &
Mekawy, M. (2023). Customer responses to airline compa-
nies’ service failure and recovery strategies: The moderating
role of service failure habit. Tourism Review, 78(1), 1-17.

Fornell, C., & Larcker, D. F. (1981). Evaluating structural
equation models with unobservable variables and measure-
ment error. Journal of Marketing Research, 18(1), 39.

Gelbrich, K. (2010). Anger, frustration, and helplessness after
service failure: Coping strategies and effective informational
support. Journal of the Academy of Marketing Science, 38,
567-585.

Goyette, I., Ricard, L., Bergeron, J., & Marticotte, F. (2010). e-
WOM Scale: Word-of-mouth measurement scale for e-services
context. Canadian Journal of Administrative Sciences/Revue
Canadienne Des Sciences de I’ Administration, 27(1), 5-23.

Hair, J. F., Jr., Hult, G. T. M., Ringle, C., & Sarstedt, M.
(2016). A primer on partial least squares structural equation
modeling (PLS-SEM ). Sage.

Harrison-Walker, L. J. (2019). The effect of consumer emotions
on outcome behaviors following service failure. Journal of
Services Marketing, 33(3), 285-302.

Hien, N. N., Long, N. N., & Mai, N. T. N. (2022). The eftects
of aesthetics on consumer responses: The moderating effect
of gender and perceived price. International Journal of
Applied Decision Sciences, 15(5), 539-558.

Jiang, Y., Li, S., Huang, J., & Scott, N. (2020). Worry and
anger from flight delay: Antecedents and consequences.
International Journal of Tourism Research, 22(3), 289-302.

Kalamas, M., Laroche, M., & Makdessian, L. (2008). Reaching
the boiling point: Consumers’ negative affective reactions to
firm-attributed service failures. Journal of Business Research,
61(8), 813-824.

Khalifa, M., & Liu, V. (2003). Determinants of satisfaction at
different adoption stages of internet-based services. Journal
of the Association for Information Systems, 4(1), 12.

Kim, S., Miao, L., & Magnini, V. P. (2016). Consumers’ emo-
tional responses and emotion regulation strategies during
multistage waiting in restaurants. Journal of Hospitality &
Tourism Research, 40(3), 291-318.

Kline, R. B. (2015). Principles and practice of structural equation
modeling. Guilford Publications.

Lai, M.-C., & Chou, F. S. (2015). The relationships among
involvement level, service failure, service recovery disconfir-
mation and customer lifetime value. Journal of Economics,
Business and Management, 3(4), 452—457.

Laros, F. J. M., & Steenkamp, J.-B. E. M. (2005). Emotions in
consumer behavior: A hierarchical approach. Journal of
Business Research, 58(10), 1437-1445.

Le, A. N. H.,, & Ho, H. X. (2020). The behavioral consequences
of regret, anger, and frustration in service settings. Journal
of Global Marketing, 33(2), 84-102.

Lee, B., An, S., & Suh, J. (2021). How do tourists with disabil-
ities respond to service failure? An application of affective
events theory. Tourism Management Perspectives, 38,
100806.

Lee, J., & Kim, Y.-K. (2020). Online reviews of restaurants:
Expectation-confirmation theory. Journal of Quality Assur-
ance in Hospitality & Tourism, 21(5), 582-599.

Li, S., Jiang, Y., Cheng, B., & Scott, N. (2021). The effect of
flight delay on customer loyalty intention: The moderating
role of emotion regulation. Journal of Hospitality and Tour-
ism Management, 47, 72-83.

Li, S., Walters, G., Packer, J., & Scott, N. (2018). Using skin
conductance and facial electromyography to measure emo-
tional responses to tourism advertising. Current Issues in
Tourism, 21(15), 1761-1783.

Lin, W., Lu, T., & Peng, M. (2021). Service failure recovery on
customer recovery satisfaction for airline industry: The mod-
erator of brand authenticity and perceived authenticity.
Managerial and Decision Economics, 42(5), 1079—1088.

Liu, F., Lim, E. T. K., Li, H., Tan, C.-W., & Cyr, D. (2020).
Disentangling utilitarian and hedonic consumption behavior
in online shopping: An expectation disconfirmation perspec-
tive. Information & Management, 57(3), 103199.

Liu, Y., Kou, Y., Guan, Z., Hu, J., & Pu, B. (2020). Exploring
hotel brand attachment: The mediating role of sentimental


https://doi.org/10.1177/0022242919861929
https://doi.org/10.1177/0022242919861929

SAGE Open

value. Journal of Retailing and Consumer Services, 53,
102143.

Lucini, F. R, Tonetto, L. M., Fogliatto, F. S., & Anzanello, M.
J. (2020). Text mining approach to explore dimensions of
airline customer satisfaction using online customer reviews.
Journal of Air Transport Management, 83, 101760.

Mattila, A. S., & Ro, H. (2008). Discrete negative emotions
and customer dissatisfaction responses in a casual restaurant
setting. Journal of Hospitality & Tourism Research, 32(1),
89-107.

Mellat-Parast, M., Golmohammadi, D., McFadden, K. L., &
Miller, J. W. (2015). Linking business strategy to service fail-
ures and financial performance: Empirical evidence from the
US domestic airline industry. Journal of Operations Manage-
ment, 38, 14-24.

Menon, K., & Dube, L. (2004). Service provider responses to
anxious and angry customers: Different challenges, different
payoffs. Journal of Retailing, 80(3), 229-237.

Ministry of Transport. (2022). Vietnamese aviation is in the
“middle zome” of recovery. https://vneconomy.vn/hang-
khong-viet-nam-trong-vung-trung-phuc-hoi.htm

Nawijn, J., & Biran, A. (2019). Negative emotions in tourism:
A meaningful analysis. Current Issues in Tourism, 22(19),
2386-2398.

Nikbin, D., Marimuthu, M., Hyun, S. S., & Ismail, 1. (2014).
Effects of stability and controllability attribution on service
recovery evaluation in the context of the airline industry.
Journal of Travel & Tourism Marketing, 31(7), 817-834.

Nunnally, J. C. (1978). Psychometric theory (2nd ed.).
McGraw-Hill.

O’Connell, J. F., & Williams, G. (2005). Passengers’ perceptions
of low cost airlines and full service carriers: A case study
involving Ryanair, Aer Lingus, Air Asia and Malaysia Air-
lines. Journal of Air Transport Management, 11(4), 259-272.

Oliver, R. L. (1977). Effect of expectation and disconfirmation
on postexposure product evaluations: An alternative inter-
pretation. Journal of Applied Psychology, 62(4), 480.

Oliver, R. L. (1980). A cognitive model of the antecedents and
consequences of satisfaction decisions. Journal of Marketing
Research, 17(4), 460—469.

Oliver, R. L. (1993). Cognitive, affective, and attribute bases of
the satisfaction response. Journal of Consumer Research,
20(3), 418-430.

Oliver, R. L. (2014). Satisfaction: A behavioral perspective on
the consumer. Routledge.

Peinkofer, S. T., Esper, T. L., & Howlett, E. (2016). Hurry! Sale
ends soon: The impact of limited inventory availability dis-
closure on consumer responses to online stockouts. Journal
of Business Logistics, 37(3), 231-246.

Podsakoff, P. M., MacKenzie, S. B., Lee, J.-Y., & Podsakoff,
N. P. (2003). Common method biases in behavioral research:
A critical review of the literature and recommended reme-
dies. Journal of Applied Psychology, 88(5), 879.

Prayag, G., Hosany, S., Muskat, B., & Del Chiappa, G. (2017).
Understanding the relationships between tourists’ emotional
experiences, perceived overall image, satisfaction, and inten-
tion to recommend. Journal of Travel Research, 56(1),
41-54.

Qazi, A., Tamjidyamcholo, A., Raj, R. G., Hardaker, G., &
Standing, C. (2017). Assessing consumers’ satisfaction and
expectations through online opinions: Expectation and dis-
confirmation approach. Computers in Human Behavior, 75,
450-460.

Richins, M. L. (1997). Measuring emotions in the consumption
experience. Journal of Consumer Research, 24(2), 127-146.
Roseman, 1. J., & Smith, C. A. (2001). Appraisal theories. In
K. R. Sherer, A. Schorr, & T. Johnstone (Eds.), Appraisal
processes in emotion: Theory, methods, research (pp. 3-19).

Oxford University Press.

Scheibe, S., Sheppes, G., & Staudinger, U. M. (2015). Distract
or reappraise? Age-related differences in emotion-regulation
choice. Emotion, 15(6), 677.

Scherer, K. R. (2001). Appraisal considered as a process of mul-
tilevel sequential checking. Appraisal Processes in Emotion:
Theory, Methods, Research, 92(120), 57.

Sezgen, E., Mason, K. J., & Mayer, R. (2019). Voice of airline
passenger: A text mining approach to understand customer
satisfaction. Journal of Air Transport Management, 77,
65-74.

Shen, X.-L., Li, Y.-J., & Sun, Y. (2018). Wearable health infor-
mation systems intermittent discontinuance: A revised
expectation-disconfirmation model. Industrial Management
& Data Systems, 118(3), 506-523.

Smith, A. K., & Bolton, R. N. (2002). The effect of customers’
emotional responses to service failures on their recovery
effort evaluations and satisfaction judgments. Journal of the
Academy of Marketing Science, 30, 5-23.

Spreng, R. A., & Page, T. J., Jr. (2003). A test of alternative
measures of disconfirmation. Decision Sciences, 34(1),
31-62.

Swan, J. E. (1977). Consumer satisfaction with a retail store
related to the fulfillment of expectations on an initial shopping
trip [Symposium)]. Proceedings of the Consumer Satisfaction,
Dissatisfaction and Complaining Behavior Symposium, Bloo-
mington, IN, United States (pp. 10-17). Department of
Marketing, School of Business.

Tabachnick, B. G., & Fidell, L. S. (2007). Using multivariate
statistics (5th ed.). Allyn & Bacon/Pearson Education.

Valentini, S., Orsingher, C., & Polyakova, A. (2020). Custom-
ers’ emotions in service failure and recovery: A meta-analy-
sis. Marketing Letters, 31(2), 199-216.

Wetzer, 1. M., Zeelenberg, M., & Pieters, R. (2007). “Never eat
in that restaurant, I did!”: Exploring why people engage in
negative word-of-mouth communication. Psychology &
Marketing, 24(8), 661-680.

Wong, N. Y. (2004). The role of culture in the perception of ser-
vice recovery. Journal of Business Research, 57(9), 957-963.

Xu, X., Liu, W., & Gursoy, D. (2019). The impacts of service
failure and recovery efforts on airline customers’ emotions
and satisfaction. Jowrnal of Travel Research, 58(6),
1034-1051.

Yao, J., Rao, J., Jiang, T., & Xiong, C. (2020). What role
should teachers play in online teaching during the COVID-
19 pandemic? Evidence from China. Science Insights Educa-
tion Frontiers, 5(2), 517-524.


https://vneconomy.vn/hang-khong-viet-nam-trong-vung-trung-phuc-hoi.htm
https://vneconomy.vn/hang-khong-viet-nam-trong-vung-trung-phuc-hoi.htm

Hien et al. 15

Yimga, J. (2020). Price and marginal cost effects of on-time per- willingness to pay a premium price for safe vegetables: A
formance: Evidence from the US airline industry. Journal of case study of Beijing, China. Journal of Cleaner Produc-
Air Transport Management, 84, 101769. tion, 197, 1498-1507. https://doi.org/10.1016/j.jclepro.

Zeithaml, V. A., Berry, L. L., & Parasuraman, A. (1996). The 2018.06.273
behavioral consequences of service quality. Journal of Mar- Zhigang, W., Lei, Z., & Xintao, L. (2020). Consumer
keting, 60(2), 31-46. response to corporate hypocrisy from the perspective of

Zhang, B., Fu, Z., Huang, J., Wang, J., Xu, S., & Zhang, L. expectation confirmation theory. Frontiers in Psychology,

(2018). Consumers’ perceptions, purchase intention, and 11,580114.


https://doi.org/10.1016/j.jclepro.2018.06.273
https://doi.org/10.1016/j.jclepro.2018.06.273

