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Imagine that you have been working with a co-worker "X" for over a year.

Although X belongs to another department, you often interact with X while
working on several projects. You have been spending some time with X, such
as making small talk in the office and having lunch together once or twice a
month with other colleagues. X has a good reputation as a trustworthy person
in the office. X has been working a lot of nights lately for a project, but X is
always passionate about work and shows positive attitude.

You think it would be a good idea to strengthen your relationship with
X. You want to spend more time with X eating out or doing some hobbies
together, thus getting to know X in person. To enhance the current
relationship, you would like to express your thought.

Since X 's birthday is coming up, your colleagues are planning to have an
afternoon teatime to celebrate X 's birthday. Suppose that you are looking for
a birthday gift for X. In your office, it is customary to prepare a gift that costs
around $30. You heard X has recently been searching for reed diffuser sets to
use at home for relaxation.

FTA =4

(‘&35)

You think it would be a good idea to maintain your relationship with
X. You want to spend time as usual with X having lunch sometime or
discussing work issues, thus keeping the network going. To continue the
current relationship, you would like to express your thought.

(‘&5)
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Abstract

The effect of relationship
promotion motivation on
behavioral costs
in gift giving context

PARK, Hyewon
Business Administration (Marketing)
The Graduate School

Seoul National University

Gift giving is known as a symbolic means of communication that
can express the characteristics of the gift givers, recipients, and the
relationship between both parties concerned. Gifts also perform a
significant role in social bonding and influence each stage of
relationships such as affirmation, maintenance, growth, or even
termination, thus resulting in a complicated decision—making
process. While much of the recent empirical work on gift giving has
been largely concerned with the consequences of gifts, however,
relatively few studies have focused on the process of gift behaviors.
The current research considers that a gift can be utilized as a
means or a catalyst when people have the motivation to develop into
relationships where they are closer to each other. When there is a
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motivation to promote relationships with the other person, the gift
givers would make the best effort to give an appropriate gift, and in
this research, the author focuses on the behavioral costs in ways to
increase the value of the gift. Specifically, in addition to buying
more expensive gifts, gift givers can increase the value of gifts by
investing time, physical effort, and psychological energy, with the
intention of satisfying gift recipients. Based on these hypotheses,
two behavioral experiments were conducted. Study 1 was designed
to test the prediction that motivation to improve the relationship
influences the spending of behavioral costs. As expected, the
results show that, with financial costs fixed, consumers are likely to
spend more behavioral costs when they want to develop into
intimate relationships. Furthermore, the present research predicts
that the recipient orientation plays an important role. Recipient
orientation refers to the attitude that gift givers consider the tastes
or needs of recipients and find gifts that are most appropriate for
the other person’s situation. Mediation analysis revealed that
motivation for relationship promotion increases the degree of
recipient orientation, which 1in turn increases the level of
expenditure of behavioral costs. Furthermore, this research
investigates whether the amount of behavioral costs spent differs
depending on the financial costs of gifts. The results of Study 2
indicate that motivation for strengthening relationship increases the
behavioral costs of gifts when the financial cost i1s insufficient
whereas the effect has been attenuated when there 1s enough

financial cost for gifts. Taken together, these results suggest that
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when giving gifts, not only financial costs but also behavioral costs
can be a symbolic means of expressing the motivation to strengthen
relationships. The current research theoretically examines the
relationship between gift giver’s motivation and the purchasing
behavior by focusing on the process of selecting gifts. The results
contribute to the expansion of prior research by empirically
investigating the behavioral costs that had been mainly dealt with in
qualitative research. Further, these findings carry important
implications for marketers who aimed at planning product or
promotion strategies that allow consumers to invest behavioral

costs for gifts.
Keywords : gift giving, motivation for relationship promotion,
behavioral cost, financial cost, recipient orientation, consumer

behavior
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