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ABSTRACT 

Due to the rise of car culture, cars have become faster and smarter. Every vehicle has different features to ensure the safety of the 
car, with most of the cars were equipped with advanced safety features. There is a rapid urbanization and motorization in Malaysia 
and Indonesia. Hence, this paper presents the comparison of the behavioural intention to purchase safer cars between Malaysia and 
Indonesia based on Theory of Planned Behaviour (TPB). A questionnaire survey was conducted to identify consumers’ behaviour. 
The questionnaires were distributed in Malaysia and Indonesia with 500 each. An application of TPB is used for this study. The results 
indicate that Malaysians shows more positive attitude and greater perceived behavioural control compared to Indonesians, hence 
Malaysians have stronger intention to purchase safer vehicles. Otherwise, social pressure has a greater impact on Indonesians to 
convince them in safer car purchasing because they are high in numbers for the overall percentage compared to Malaysians. 
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1. Introduction 

 
Road users in low- and middle- income countries are vulnerable to die twice as likely in a traffic 

accident. Urbanization and motorization in these low- and middle- income countries are in rapid 
growth together with their economy [14]. Hence, their infrastructure development, policy changes 
and level of enforcement are not directly proportional to the increased vehicle use. Different from 
the high-income countries, they managed to dramatically reduce traffic deaths by keeping their 
infrastructure safer, improving vehicles’ safeties, and ensuring their enforcement level is in pace with 
the number of vehicles. 

According to the World Bank Group, Hong Kong, Japan, South Korea, Taiwan and Singapore are 
the countries in East Asia that have transited from middle to high-income countries, while Malaysia 
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and Indonesia are still caught in the middle-income and lower middle-income trap [13]. In 2017, 
Indonesia is believed to be one of the emerging countries with the deadliest roads [10]. Latest 
population of Indonesia in the year of 2018 is 267,276,884 people which is equivalent to 3.5% of the 
total world population.  

While Indonesia is ranked as the ninth country in the world with the riskiest roads, Malaysia is 
ranked third. The current population of Malaysia is 32,111,434 as of Sunday, September 2, 2018. 
With a death rate of about 23 per 100,000 population, approximately 7,000 to 8,000 Malaysians die 
on the roads every year [10]. Transport Minister Datuk Seri Liow Tiong Lai stated that a total of 7,152 
people died in Malaysia in 2016. 

In accordance with the continuous death rates, both Indonesia and Malaysia should look towards 
decreasing their traffic-related death rate in order to become well developed countries. Vehicle 
safety standards must be elevated in achieving safe road traffic. Malaysian Institute of Road Safety 
Research (MIROS) states that safety is one of the main factors with braking system as the most 
important preferences by consumers. 

 
2. Study Objective 
 

This research aims to analyze the differences of consumers’ behavioral intention in purchasing 
safer cars between Malaysia and Indonesia with the application of Theory of Planned Behavior. 

The objectives of this research are: 
i. To compare the consumer’s attitude in purchasing a safer car between 

Indonesia and Thailand. 
ii. To compare the subjective norms among consumer’s intention in purchasing a 

safer car between Indonesia and Thailand. 
iii. To compare the perceived behavioral control among consumer’s intention in 

purchasing a safer car between Indonesia and Thailand. 
 
3. Methodology 
3.1 Data Acquisition 
 

A primary data has been used in this research. A self-administered questionnaire has been 
distributed to selected sample. The sample consisted of engineers, scientists, government officers, 
lecturers, and self-employed person. The questionnaires contained a few demographic questions 
such as gender, age, marital status, and several other questions to create a profile for each 
respondent in this research. There were also several Likert-type scales of questions about the 
respondent’s experience in road traffic accidents and their intentions to purchase safer cars. 
Respondents were asked to range themselves such as from strongly disagree (1) to strongly agree 
(5), very unimportant to most important, very impossible to very possible and other ranges. 
 
3.2 Theory of Planned Behavior 
 

In 1985, the Theory of Planned Behavior (TPB) is proposed by Icek Ajzen that is developed from 
the theory of reasoned action [2]. TPB is implemented when a researcher aims to understand 
consumer’s intention or decision making. Human behavior is difficult and complex to be understand 
but it can be interpretable with an extreme concern on biological and environmental factors on 
behavior. Therefore, social attitude and personality trait played a big part in explaining human 
behavior. Figure 2 depicts the conceptual framework of theory of planned behavior for this research. 
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Fig. 2. Conceptual Framework of Theory of Planned Behaviour 

 
The first predictor variable is Attitude. Attitude is when a person evaluates their behavior of 

interest favorably or unfavorably [7]. Secondly, Subjective Norm is a belief for a person to perform a 
given behavior as expected by significant others [1]. Significant others refer to the group of people 
that can influence one’s intention in making decision. Other than that, subjective norm and attitude 
is independent. People can favor a given behavior but perceive social pressure not to perform it. 
Lastly, Perceived Behavioral Control is the perception of the ease or difficulty of a person to perform 
the behavior of interest. LaMorte adds that a person usually results having varying perceptions of 
behavioral control depending on the situation. 

To apply the TPB, construct domain and measurement items are adapted from several 
researchers [3,4,5,6,8] is shown in Table 1. 

 
Table 1  
Adapted Construct Domain and Measurement Items 

Construct Literature Source 

Attitude (ATT) 
[4 items] 

ATT1 [5]  
ATT2 [8] 
ATT3 [5, 8] 
ATT4 [5, 8] 

Subjective Norms (SN) 
[6 items] 

SN1 [5, 8] 
SN2 [5, 8] 
SN3 (Explanatory study) 
SN4 [8] 
SN5(Explanatory study) 
SN6 (Explanatory study) 

Perceived Behavioral 
Control (PBC) 

[5 items] 

PBC1 [8] 
PBC2 [1] 
PBC3 [4] 
PBC4 [4] 
PBC5 (Explanatory study) 

Purchased Intention (PI) 
[3 items] 

PI1 [3]  
PI2 [3] 
PI3 [3] 

 
Khairil Anwar et al. [6] also stated in their research that the hypothesis for this construct is 

proposed as follows: 
H1: There is a positive correlation between attitude and intention to purchase safer car. 
H2: There is a positive correlation between subjective norm and intention to purchase safer car. 
H3: There is a positive correlation between perceived behavioral control and intention to 

purchase safer car. 
 

Subjective Norm 
Intention to purchase safer car in 

Singapore 

Attitude 

Perceived Behavioural Control 
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4. Results and Discussion 
  

Data comparison between Malaysia and Indonesia is performed to see the differences of 
behavioral intention among the consumers. 18 questions in total will be analyzed from four TPB 
constructs which are attitude, subjective norms, perceived behavioral control and consumers’ 
purchase intention to see how Malaysians and Indonesians engage in safer car purchasing behavior. 
 
3.1 Attitude 
 

For the first determinant of TPB, four questions were asked regarding the consumer’s attitude. 
Figure 3 represents the total scores for attitude in both countries. The bar chart shows that Malaysia 
has higher scores in terms of the four questions asked. In overall, Malaysia has more positive attitude 
in purchasing safer vehicles compared to Indonesia. 

 

 
Fig. 3. Bar Chart for Attitude in Malaysia and Indonesia 

 
3.1.1 Attitude 1 
 

In the first question, consumers were asked to give their opinion on the importance of buying 
safer vehicles. Malaysians show more positive attitude with 74.8% of them strongly agree that buying 
safer vehicles are important, which is higher from the Indonesia people by 17.6%. The scores 
summary for ATT1 for both countries are shown in Table 2. 

 
Table 2  
The Summary of Scores for ATT1 

For me, buying a safer car is Malaysia Indonesia 

Very Not Important 0.6% 0.2% 

Not Important 0.6% 0.2% 

Moderate 4% 21.8% 

Important 20% 20.6% 

Very Important 74.8% 57.2% 
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3.1.2 Attitude 2 
 

The second question asked the consumers’ opinion on whether it is a stupid or smart decision to 
purchase safer vehicles. From Table 3, 76.2% of Malaysians agreed that purchasing a safer vehicle is 
a very smart decision, while only 51% of Indonesians hold the same position. 

 
Table 3  
The Summary of Scores for ATT2 

For me, buying a safer car is Malaysia Indonesia 

Very Stupid 0.6% 0.2% 

Stupid 0.4% 1.2% 

Moderate 3% 19.2% 

Smart 19.8% 28.4% 

Very Smart 76.2% 51% 

 
3.1.3 Attitude 3 
 

In the third question, the consumers were asked whether purchasing a safer vehicle is good or 
bad. None of the respondents in both of the countries agreed that purchasing a safer vehicle is a very 
bad decision, of which is a good and positive attitude. In total, 94.68% of Malaysians and 87.88% 
Indonesians shared the same opinion that it is a very good decision to purchase safer vehicles. 

 
Table 4  
The Summary of Scores for ATT3 

For me, buying a safer car is Malaysia Indonesia 

Very Bad 0 0 

Bad 0.6% 0.4% 

Moderate 3.4% 18% 

Good 18% 23.4% 

Very Good 78% 58.2% 

 
3.1.4 Attitude 4 
 

The last question regarding the consumers’ attitude asked about the usefulness of purchasing 
safer vehicles. Indonesian people showed a very good attitude because none of them agreed that 
purchasing safer vehicles are very useless. However, in general, purchasing safer vehicles are more 
useful to Malaysian because 70% agreed so, compared to only 56% Indonesians that shared the same 
opinion. 

 
Table 5  
The Summary of Scores for ATT4 

For me, buying a safer car is Malaysia Indonesia 

Very Useless 0.4% 0 

Useless 0.8% 0.6% 

Moderate 4.4% 17.4% 

Useful 24.4% 26% 

Very Useful 70% 56% 
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3.2 Subjective Norms (SN) 
 

The second determinant of TPB analyzes a person's beliefs about whether peers and important 
people to the person engage in his/her behavior to purchase a safer vehicle. Six questions were asked 
in this section and four out of six indicated that Indonesians have a higher score. It is shown in Figure 
4 that Indonesian people hold the opinion that they are influenced by others better than Malaysians. 

 

 
Fig. 4. Bar Chart for Subjective Norms in Malaysia and Indonesia 

 
3.2.1 Subjective Norms 1 

 
Family members played a big role in giving influence and encouragement because they are the 

people who are genetically closest to us. In the first question, consumers were asked whether 
encouragement and support from their family members influenced them to purchase safer vehicles. 
According to Figure 4, the overall percentage shows that Malaysians were more influenced by family 
members 2% higher than Indonesians. This may be due to a better relationship that Malaysians have 
with their family, or Indonesian people are more independent and they do not let themselves get 
worked up by the idea from their family members. Table 6 summarizes the scores for each scale. 

 
Table 6  
The Summary of Scores for SN1 

Encouragement by my family 
members influence me to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 2.8% 0.6% 

Disagree 4.8% 1.6% 

Moderate 17.6% 28.6% 

Agree 30% 33.4% 

Strongly Agree 44.8% 35.8% 
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3.2.2 Subjective Norms 2 
 
To some people, friends may be more important than family. And sometimes friends trump family 

in giving ideas and support. Therefore, Subjective Norms 2 asked consumers on their opinion of 
encouragement from their friends or colleagues in purchasing safer vehicles. Indonesians appear to 
have their friends or colleagues to be more influencing for them to buy safer cars compared to 
Malaysians. Figure 4 indicates that 78% of Indonesians were more influenced and 71% of Malaysians 
are in accord. 

 
Table 7  
The Summary of Scores for SN2 

Encouragement by my friends or 
colleagues influence me to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 5.4% 1.8% 

Disagree 7.4% 1.4% 

Moderate 34.2% 32.2% 

Agree 30.8% 35.8% 

Strongly Agree 22.2% 28.8% 

 
Table 7 also shows that the choice ‘strongly disagree’ and ‘disagree’ were chose higher by 

Malaysians with 5.4% and 7.4% respectively. On the other hand, the choice ‘agree’ and ‘strongly 
agree’ were chose higher by Indonesians with 35.8% and 28.8% respectively.  

 
3.2.3 Subjective Norms 3 
 

The third question under Subjective Norms analyzes whether sales person gives influence to 
consumers. Sales person often serve as a critical nexus between retailers and customers by providing 
information and service that assist customers during the purchase process. By looking at the scores 
percentage in detailed in Table 8, 38% of Malaysians rated ‘agree’ that sales person have an impact 
on them. However, 77% of Indonesians were more influenced by sales person to purchase safer cars 
compared to Malaysians with only 73% as the overall percentage (see Figure 4). Sales person in 
Indonesia might give a better information to influence respondents in safer car purchasing compared 
to sales person in Malaysia. 

 
Table 8  
The Summary of Scores for SN3 

Information from sales person 
influence me to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 3.6% 1.2% 

Disagree 8.4% 2.4% 

Moderate 27.8% 33% 

Agree 38% 35.4% 

Strongly Agree 22.2% 28% 
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3.2.4 Subjective Norms 4 
 
The next question asked the consumers about the effect media have on their intention to 

purchase safer car. Media plays a very important role and has influence in virtually every aspect of 
our lives. Newspaper, magazine, radio, television and internet are the different types of 
media. Therefore, this question asked consumers whether information from media influence them 
to buy safer cars. Results from Figure 4 shows that there are 82% of Malaysians and 80% of 
Indonesians are affected by information from media. The results show there is only 2% difference 
between the two countries but Malaysia is perceived to be more affected. Table 9 summarized the 
scores for this question.  

 
Table 9  
The Summary of Scores for SN4 

Information from media influence me 
to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 5.8% 0.8% 

Disagree 4.8% 1% 

Moderate 22.6% 25.4% 

Agree 33% 39.4% 

Strongly Agree 33.8% 33.4% 

 
There is a small difference for the ‘strongly agree’ option between the two countries. However, 

Malaysia is higher in percentage for the ‘strongly disagree’ and ‘disagree’ option. This may be because 
a few Malaysians were not greatly affected by media, hence media does not have the power to 
influence their thoughts.  

 
3.2.5 Subjective Norms 5 
 

The fifth question asked consumers about what did they think of their family members who own 
safer cars. From Figure 4, 82% of Malaysians and 80% of Indonesians appear to be influenced to buy 
safer cars by their family members who own safer cars. This result is in accordance with the result in 
subjective norms 1, where the percentage of Malaysians and Indonesians who were influenced by 
their family members are exactly the same. 

 
Table 10  
The Summary of Scores for SN5 

My family members who own safer 
cars influence me to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 1.6% 0.8% 

Disagree 3.4% 2.4% 

Moderate 19.8% 26% 

Agree 33.8% 36.4% 

Strongly Agree 41.4% 34.4% 
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3.2.2 Subjective Norms 6 
 
In the last question, consumers were asked whether their friends or colleagues who own safer 

cars influence them to buy a safer car. This is because, people pay attention to the things around 
them and the circumstances can shape them. Hence, respondents can be affected when their friends 
or colleagues own safer cars. Indonesians are higher by 2% from Malaysians (see Figure 4). By 
referring to Table 11, there are 36.2% of Indonesians who rated the ‘strongly agree’ option, while 
there are 33% of Malaysians who hold the same position. 

 
Table 11  
The Summary of Scores for SN6 

My friends or colleagues who own 
safer cars influence me to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 2.4% 1% 

Disagree 5.2% 1.4% 

Moderate 27.2% 28.6% 

Agree 32.2% 32.8% 

Strongly Agree 33% 36.2% 

 
On the other hand, there are 7.6% of Malaysians who strongly disagree and disagree that their 

friends and colleagues who own safer cars can influence them, which is the percentage is higher than 
Indonesians. This may be because Malaysians are easier to imitate and perceive their family 
member’s action compared to their friend’s (see Subjective Norms 1 and 5). 

 
3.3 Perceived Behavioral Control 

 
The third determinant of TPB is perceived behavioral control (PBC). PBC in this study refers to the 

consumers’ perception about their ability to perform the behavior of interest, i.e., purchasing safer 
vehicles. Five questions that varies across situations and actions were asked towards the 
respondents. 

 

 
Fig. 5. Bar Chart for Perceived Behavioral Control in Malaysia and Indonesia 
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Figure 5 depicts the overall percentage for both countries. Indonesia exceeded Malaysia’s scores 
for the first PBC by 2%, while Malaysia surpassed Indonesia for PBC2, PBC3, PBC4 and PBC5. To a 
large extent, Malaysians have the greatest perceived control causing the intention to purchase safer 
car to be stronger. However, there is no much differences in percentage indicating that both 
countries almost perceived the same behavior. Each PBC will be explained in detail. 

 
3.3.1 Perceived Behavioral Control 1 

 
In the first question of PBC, consumers were asked about their ability in safer car purchasing. The 

ability here means that they can afford to purchase safer cars. From Table 12, Malaysia gives a higher 
percentage in rating the ‘strongly disagree’ and ‘disagree’ option, indicating that 7% of Malaysians 
think that they do not have enough money to pay for a safer car. 

 
Table 12  
The Summary of Scores for PBC1 

I can afford to buy safer car Malaysia Indonesia 

Strongly Disagree 1.8% 1.2% 

Disagree 6% 2% 

Moderate 28.6% 31% 

Agree 32.8% 30.4% 

Strongly Agree 30.8% 35.4% 

 
Conversely, safer car seems to be more affordable towards Indonesians because there are 65.8% 

of Indonesians who rated ‘agree’ and ‘strongly agree’ that they can afford it. This may be because of 
the differences in price for safer cars and the cost of living in each country. According to Petrány [9], 
many Malaysian spec car lacks in many safety features but still sold at high price, hence cars that is 
equipped with better safety features must be sold at a higher price.  

 
3.3.2 Perceived Behavioral Control 2 

 
Previously, subjective norms analyze the social pressure that consumers have to buy a safer car. 

However, the second question of PBC analyzes whether consumers make decision for themselves 
and does not get influenced by another people. There is a small difference in the percentage between 
both of the countries. There are 86% of Malaysians and 85% of Indonesians appear to make decisions 
for themselves (see Figure 5). The small difference show that the respondents are independent and 
their decision to buy a safer car solely depends on them. 

 
Table 13  
The Summary of Scores for PBC2 

Decision to buy a safer car solely 
depends on me  

Malaysia Indonesia 

Strongly Disagree 1% 0.4% 

Disagree 1.8% 0.8% 

Moderate 14.6% 18.6% 

Agree 30% 33.6% 

Strongly Agree 52.6% 46.6% 
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3.3.3 Perceived Behavioral Control 3 
 

Majority of people may be convinced if there are reduction in tax for car equipped with better 
safety features since cars can be incredibly costly due to the tax imposed. Hence, PBC3 analyzes which 
countries were more influenced about tax reduction in safer cars. Figure 5 indicates that Malaysians 
were more affected to purchase safer cars if there are tax concessions. Although Malaysia is leading 
with 86%, Indonesia is only lower by 1% (see Figure 5). Detailed percentage is summarized in Table 
14. 
Table 14  
The Summary of Scores for PBC3 

Tax reduction for car equipped with 
better safety features convince me to buy 
a safer car 

Malaysia Indonesia 

Strongly Disagree 0.6% 0 

Disagree 2.4% 1% 

Moderate 15.8% 21.2% 

Agree 28.4% 30% 

Strongly Agree 52.8% 47.8% 

 
EuroNCAP said that car tax concessions to vehicles with a five-star safety rating is one of the ways 

to increase consumer uptake of safer vehicles [11]. This proves why 52.8% of Malaysians and 47.8% 
of Indonesians strongly agree that tax reduction for car equipped with better safety features convince 
them to buy safer cars. 

 
3.3.4 Perceived Behavioral Control 4 

 
Other than taxes, the next question analyzes consumers’ opinion on whether insurance reduction 

can also convince them in safer cars purchasing. In Figure 5, both Malaysia and Indonesia were high 
in numbers indicating that insurance reduction convince them with the overall percentage of 84% 
and 82% respectively. The scores summary is shown in Table 15. 

 
Table 15  
The Summary of Scores for PBC4 

Insurance reduction for car equipped 
with better safety features convince me to 
buy a safer car 

Malaysia Indonesia 

Strongly Disagree 1.6% 1% 

Disagree 2.8% 0.8% 

Moderate 17.6% 26.2% 

Agree 28.4% 30% 

Strongly Agree 49.6% 42% 

 
3.3.5 Perceived Behavioral Control 5 
 

Car manufacturers also played a big role in ensuring consumers are safe and satisfy with the 
safety features that comes with the car. Consideration by car manufacturers to elevate the safety of 
the vehicles might have an impact on consumers. In this way, consumers will be more confident to 
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spend on safer vehicles even if it costs more than going for an unsafe car. Hence, this question 
analyzes whether consideration by car manufacturers on safety convince them to buy safer cars. 
Table 16 shows the summary of scores for PBC5. 

 
Table 16  
The Summary of Scores for PBC5 

Consideration by car manufacturers on 
safety convince me to buy a safer car 

Malaysia Indonesia 

Strongly Disagree 0.8% 0 

Disagree 0.8% 0.8% 

Moderate 9.2% 24.2% 

Agree 35.2% 32.2% 

Strongly Agree 54% 42.8% 

 
3.4 Purchase Intention 

 
This part of the study analyzes the dependent variable of TPB. The general rule of TPB is as 

attitude and subjective norm becomes more favorable and perceived behavior control becomes 
stronger, the purchase intention becomes stronger (University of Twente, 2004). Figure 6 shows the 
overall percentage of the consumers’ intention in purchasing safer vehicles in both countries. 

 

 
Fig. 6. Bar Chart for Purchase Intention in Malaysia and Indonesia 

 
3.4.1 Purchase Intention 1 

 
The first question analyzes the respondents’ plan in the next 5 years. It is expected that 68.8% of 

Malaysians and 49% of Indonesians strongly agree that a safer vehicle is included in their five-year 
plan if they are planning to purchase a car (see Table 17). The higher number in Malaysia may be due 
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to the better exposure and encouragement they receive from their surroundings about safer vehicles 
compared to Indonesians, hence they are convinced enough to make a purchase in the future. 

 
Table 17  
The Summary of Scores for PI1 

If I plan to buy a car in the next 5 
years, I will buy a safer car 

Malaysia Indonesia 

Very Impossible 0.4% 0.2% 

Impossible 0.6% 0.4% 

Moderate 6.4% 19.4% 

Possible 23.8% 31% 

Very Possible 68.8% 49% 

 
3.4.2 Purchase Intention 2 
 

Aware of the importance of safer vehicles to be on the road, 61.4% of Malaysians and 52.8% of 
Indonesians rated ‘very possible’ for them to purchase a safer car as their next car (see Table 18). On 
the other hand, 0.4% of Malaysians rated ‘very impossible’ for safer car to be their next car compared 
to zero respondents from Indonesia. This may be because purchasing another car was never an 
option to them, hence they could not make it possible to purchase a safer car as their next car. The 
scores were summarized in Table 18. 

 
Table 18  
The Summary of Scores for PI2 

Most likely, my next car would be a 
safer car 

Malaysia Indonesia 

Very Impossible 0.4% 0 

Impossible 0.8% 0.6% 

Moderate 7.8% 17% 

Possible 29.6% 29.6% 

Very Possible 61.4% 52.8% 

 
3.4.3 Purchase Intention 3 

 
Since purchase intention is affected by social pressure, respondents might feel the need to 

acquiesce with the preferences of purchasing safer vehicles. This can lead them to persuade and 
convince others in the same way.  Therefore, this last question in Purchase Intention asked whether 
respondents will propose other people to purchase a safer car. From Figure 6, there is a possibility 
that 89% of Malaysians and 82% of Indonesians will carry out the behavior. 

In subjective norms, Malaysians were more influenced by the encouragement from their family 
members while Indonesians were more influenced by friends or colleagues, sales person, media, tax 
and insurance reduction, and car manufacturers. However, it is more possible for Malaysian people 
to encourage and propose to other to purchase a safer car. Table 19 shows the summary of scores 
for PI3. 
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Table 19  
The Summary of Scores for PI3 

I will propose to other people to 
purchase a safer car 

Malaysia Indonesia 

Very Impossible 0.2% 0.6% 

Impossible 0.4% 2% 

Moderate 19.4% 25.2% 

Possible 31% 32.6% 

Very Possible 49% 39.6% 

 
5. Conclusions 

 
The main objective of this research in analysing the differences of consumers’ behavioural 

intention to purchase safer car between Malaysia and Indonesia have been successfully achieved 
with the application of theory of planned behaviour. Attitudes, subjective norm and perceived 
behavioural control influence the consumers’ purchase intention in Malaysia and Indonesia 
differently. The effect of attitude and perceived behavioural control are stronger and greater in 
Malaysia, while subjective norms are better in Thailand. This results in a better purchase intention 
among Malaysians.  
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