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We are confident that the content of this issue of
Market-Trziste will spark the interest of our read-
ers and, as usual, prompt them to reflect on the
current, new and potential courses and areas of
scientific marketing research.

A third of the papers published here focuses on
the issues related to the still topical global coro-
navirus pandemic, whose consequence will con-
tinue to be felt and undoubtedly examined in the
near future. Thus, the study by a Croatian-British
author team considers how cultural orientations
and personality traits relate to the adjustments in
consumer behavior during COVID-19. In addition
to revealing the links between socio-cultural and
psychological constructs with behavioral pattens
such as local food buying and stockpiling, the pa-
per emphasizes the relevance of cultural orienta-
tion in explaining customer behavior during the
crisis. It is followed by a presentation of the results
of a research study conducted by Indian co-au-
thors that addresses the motivation of individuals
for binge watching during the lockdown phase
of the pandemic. The study found enjoyment,
efficiency, and fandom — in that order — to be the
most influential predictors of binge-watching
motivation when it comes to a variety of content
available via digital media platforms.

A paper written by Slovenian co-authors is de-
voted to the investigation of the impact of mar-
keting communication tools on the process of

Vjerujemo da ¢e sadrzaj i ovoga broja ¢asopisa
Market-Trziste izazvati zanimanje nasih citatelja te
ih potaknuti na promisljanja o aktualnim, novim
i buducim pravcima i podruc¢jima znanstvenih
marketinskih istraZivanja.

Trecina objavljenih radova posvecena je temama
povezanim s jo$ uvijek aktualnim problemom
pandemije korona virusa cije ¢emo posljedice sa-
gledavati i proucavati, bez sumnije, i u bliskoj bu-
ducnosti. Tako rad medunarodnog hrvatsko-bri-
tanskog autorskog tima razmatra kulturoloske
orijentacije i osobine li¢nosti povezane s prila-
godbama u ponasanju potrosaca tijekom pande-
mije COVID-19. Osim $to otkriva da su sociokul-
turni i psiholoski konstrukti vezani uz osobnost,
povezani s ponasanjem kao $to su kupovanje lo-
kalne hrane i gomilanje zaliha, rad isti¢e vaznost
kulturoloske orijentacije u objasnjenju ponasanja
potrosaca tijekom krize. Zanimljivi su i rezultati
studije koju su proveli i u svom radu predstavili
indijski koautori istrazujuci motivaciju pojedinaca
za maratonsko gledanje (binge watching) tijekom
trajanja lockdowna za vrijeme pandemije korona
virusa. Naime, oni su pokazali da su, redoslijedom,
uzitak i ucinkovitost te oboZavanje najutjecajniji
prediktori motivacije za maratonsko gledanje
razli¢itin sadrzaja dostupnih putem internetskih
digitalnih video platformi.

Rad slovenskih koautorica posvecen je istraziva-
nju utjecaja alata marketinske komunikacije na
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brand equity creation in a contemporary, inter-
active environment. Their study confirmed the
important role of television advertising in raising
brand awareness, as well as the significant im-
pact of electronic word-of-mouth (eWOM) on all
dimensions of consumer-based brand equity.

In an independent study, a Croatian author ex-
plored the ever-topical area of consumer be-
havior, namely, decision-making styles related to
the purchase of digital products. By identifying
six decision-making styles and four distinct con-
sumer groups, the paper contributes to a more
comprehensive understanding of the type of
behavior consumers adopt when buying digi-
tal products while also broadening theoretical
knowledge on consumer decision-making styles
generally.

Applying the Social Exchange Theory, co-authors
from Tanzania examined how various benefits af-
fected the satisfaction and intentions of custom-
ers using car-sharing services. They found hedon-
ic, sustainability, and utilitarian benefits to have
a statistically significant influence on customer
satisfaction and intention while social benefits
proved not to be so influential.

Finally, in the area of market orientation, a Cro-
atian co-author team explored the role of mar-
ket-driven and market-driving strategies on com-
pany performance in a competitive landscape
@ in which companies react responsively to
consumer preferences, suited for market-driven
strategies; and (b) in which companies proactive-
ly shape consumer preferences, requiring the ap-
plication of market-driving strategies. The results
indicate that while the former ensure short-term
gains, market driving strategies are crucial for se-
curing greater sales in the long run.

the end of another successful year for our jour-
nal, we would like to thank all members of the
editorial board, our authors, reviewers, collabora-
tors, and readers for your vote of confidence and
selfless support. We are looking forward to new
accomplishments as a fruit of joint efforts in the
new year 2023!

Professor Burdana Ozreti¢ Dosen, Ph. D.
Editor in Chief

proces stvaranja trzisne vrijednosti marke u suvre-
menom interaktivnom okruZenju. Istrazivanjem
je potvrdena vaZna uloga televizijskog oglasava-
nja u podizanju svjesnosti o marki i imidZza marke
te znacajan utjecaj elektronicke usmene predaje
(eWOM) na sve dimenzije trzisne vrijednosti mar-
ke temeljene na potrosacima.

U samostalnom radu autorica iz Hrvatske izucava
uvijek aktualno podru¢je ponasanja potrosaca,
konkretno stilove odlucivanja u kupovini digital-
nih proizvoda. Kroz identifikaciju Sest stilova od-
lu¢ivanja potrosaca i Cetiri karakteristi¢na klastera,
ovaj rad pruza i omogucuje sveobuhvatnije razu-
mijevanje ponasanja potrosaca u kupovini digi-
talnih proizvoda te obogacuje teorijska znanja o
stilovima potro$ackoga odlucivanja.

Tanzanijski koautori su na podlozi Teorije drustve-
ne razmjene istrazili utjecaj odrzivosti, hedonistic-
kih, utilitarnih i drustvenih koristi na zadovoljstvo
i namjere ponasanja proizasle iz usluga dijeljenja
automobila u Tanzaniji. Otkrili su da hedonizam,
odrzivost i utilitarizam imaju statisticki znacajan
ucinak na zadovoljstvo i namjeru ponasanja, dok
drustvene koristi nisu imale znacajan ucinak na
zadovoljstvo i na namjeru ponasanja korisnika
usluge dijeljenja automobila.

Konacno, tim hrvatskih koautora u podru¢ju trzis-
ne orijentacije istrazuje ulogu strateskih pristupa
trzistima na uspjesnost poduzeca u (a) konkurent-
skom okruzenju u kojem poduzeca brzo reagiraju
na preferencije potrosaca, sto iziskuje strategije
prilagodbe trzisty; i (b) konkurentskom okruzenju
u kojem poduzeca proaktivno oblikuju preferen-
Cije potrosaca, Sto iziskuje strategije upravljanja
trzistima. Rezultati pokazuju da strategije prila-
godbe trzistu rezultiraju ve¢om prodajom u krat-
kom roku, dok su strategije razvoja trzista klju¢ne
za vecu prodaju u dugom roku.

Na kraju jos jedne, za nas$ casopis uspjesne go-
dine, svim ¢lanovima uredivackog odbora, nasim
autorima, recenzentima, suradnicima i Citateljima
zahvaljujemo na podrsci i povjerenju, istodobno
se radujuci novim zajednickim pothvatima u na-
dolazecoj 2023. godini!

Prof. dr. sc. Burdana Ozreti¢ Dosen
Glavna urednica



