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Abstract

This paper analyzes the role played by experience in the loyalty and intent to return
of sports tourists to a running race. The data for this study were collected through an
online questionnaire filled in by 984 participants of one of the most important inter-
national running races in Italy. A regression analysis was conducted to evaluate the
data. The results showed that aesthetic dimensions (the valence and the venue) were
the principal determinant of loyalty for active sports tourists. The principal determi-
nants of the intent to return were the venue and the technical quality (the value and
the challenge). This study provides suggestions for future research and gives useful
insights into managerial implications for sports tourism management.
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1. Introduction

Several authors have argued that experiential components should be included in the re-
search on consumer behaviour. The experiential perspective, indeed, goes beyond the
mere consideration of the “relatively objective features” [1] of the services provided,
and also considers the importance of the “symbolic, hedonic, and aesthetic nature of
consumption” [1].

In sporting events, many elements contribute to forming an experience as individu-
als’ direct participation [2] and immersion [3]. Participation and immersion are consi-
dered components of the experience quality, and are relative to the level of integration
between consumers and the different components of an experience during its con-

sumption [4].
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Analysis of sporting events has been considered important since these can be used as
touristic attractions by destinations [5]-[7]. It has been found that the event in itself is
one of the main reasons for travelling to the destination hosting a sporting event [8].
Furthermore some authors found that the hosting sporting events can be a strategy to
reach different aims: to improve the destination’s image, differentiate its tourism prod-
ucts [9] and improve tourist seasonality [10].

In literature on sporting events one of the topics mainly discussed is about determi-
nants of behavioural intentions. Research on the determinants of behavioural inten-
tions (the intent to return and loyalty) of sports tourists is important as it may help
tourism event organizers to identify the factors that could contribute to enhancing
tourists’ satisfaction, thus, leading to an event’s success.

In this work we investigate the determinants of behavioural intentions in the context
of active sport tourists, in particular a running event. The term of active sports tourists
[11] refers to people who travel to the place where a sporting event is organized and ac-
tively participate in that event [12] [13]. Recreational runners have been considered in
this category [12] [14] as non-elite sporting competitions [7] attract a lot of partici-
pants, which have often been used in destination marketing.

Several studies have developed the theoretical framework to study the determinants
of behavioural intentions in sports tourism [15]-[17]. However, they have not provided
any empirical support to their model. Despite the interest demonstrated, there is a gen-
eral lack of empirical research focusing on active sports tourists, particularly, the as-
pects of destination and event experience that positively influence behavioural inten-
tions to re-participate in an event [18].

In the post event phase, active sport tourists tend to make attributions of the sporting
event experience in terms of organizational, social, environmental, emotional and
physical aspects, and evaluate the experience holistically [19]. The understanding of
their outcomes, in terms of intent to return and recommendation to others, can be
useful for sport event organizers to favour an events success.

The intent of this paper is two-fold. On the one hand, it aims to investigate the di-
mensions of service quality in an experiential perspective in an active sport tourism re-
lated context. On the other, it focuses on the impact of the perceived sporting event
quality on different sports tourists’ behavioural intentions (Ze. the intent to return and
loyalty, the latter in terms of recommendation and word of mouth references to the

event to others).

2. Service Quality and Experience in Sports Tourism

Several researchers in literature have adopted different conceptualizations of service
quality perceptions. Service quality has been described as “the extent to which a service
meets or exceeds customer expectations” [20].

Among the most important studies on the conceptualization and measurement of
service quality perceptions are the ones by Gronroos [21] [22] and the ones of Parasu-

raman, Zeithaml, and Berry [23]. Gronroos [21] defines service quality in terms of
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functional and technical qualities. While “technical quality” refers to the outcome of
service, “the functional quality” refers to the service delivery process and, in particular,
to the customer’s perception of his/her interaction with employees. Parasuraman et al
[23], in their SERVQUAL model, identify five dimensions the consumer considers
while evaluating service quality: tangible elements, reliability, responsiveness, assurance
and empathy. According to the SERVQUAL model, consumers evaluate services on the
basis of the gap between expectations about service, their delivery and their perceptions
of the performance of service received. Exceeding customer expectation has been con-
sidered important for customer loyalty [24].

Other authors, adopting Rust and Oliver’s [25] view, proposed a new conceptualiza-
tion of the service quality based on three factors: consumer-employee interaction
(functional quality), outcome quality (technical quality) and environment quality [26].
All these conceptualizations, however, have not been considered universal as the di-
mension of service depends on the type of service examined [27]. These have been con-
sidered unsuitable for the entertainment industry where it may be useful to include the
aesthetic dimension of a service [28].

In sporting events, it has been suggested that the aesthetic dimension enables the
discovery of the experiential aspects of service which focus on the symbolic, hedonic
and aesthetic nature of consumption [1] [28]. On the basis of experiential perspective,
marketing managers should consider the “explosion of subjectivity” which is the “dee-
per involvement of individual subjectivity in terms of emotions and feelings that each
consumer has in the interactions with the products” [29]. The understanding of expe-
riential view is important in tourism where the emotional aspect and the experiential
benefits characterize the process evaluation and the choices of consumers and where
the experience has been described as “the subjective mental state felt by participants”
(30].

In the seminal work of Pine and Gilmore [31] which defines the experience econo-
my, the interest towards experience is based on the possibility that well designed expe-
rience builds customer loyalty [2] [31] [32].

The concept of experience has been defined by different authors. According to Pine
and Gilmore [31] an “experience occurs whenever a company intentionally uses servic-
es as the stage and goods as props to engage an individual”. Schmitt [33] state that ex-
periences “replace functional values”, and are considered the main marketing benefits
since these “provide sensory, emotional, cognitive, behavioural and relational values”.

Describing the context of river rafting trips, Arnould and Price [34] refer to “ex-
traordinary experience” as “unusual events... characterized by high levels of emotional
intensity and experience”. These are typical of situations where the subject is engaged
mentally and physically [35] with the aim to reach an objective. These experiences de-
pend on situations in which both capabilities and challenges are of a high level [36].
Both these factors characterized the participation in sports events.

“Experience is the outcome of participation in a set of activities within a social con-

text... an experience involves learning during a period of time when customers interact
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with different elements of a context created by the service provider in the course of this
interaction, customers and service providers jointly create a unique, context-specific
experience” [37].

Analysing the services in an experiential perspective, some authors refer to “expe-
rience quality” as the satisfaction at the transaction level to differentiate it from those of
service quality that is referred to as service attributes [38]. Management provides ser-
vices and how the customer uses them contributes to the creation of the experience
quality; therefore, the experience can be determined by the service provided and the
experienced emotional state of the tourist [39]. The quality of experience can be influ-
enced by service providers, but depends on how tourists use the services provided. In-
deed, tourists create their experience through an interaction with the destination and
the element they bring to the process [40]. Other authors, argue that the “co-creation of
experience allow creating the uniqueness of value for customers” [41].

In summary, the “quality of experience” refers to the specific benefits people obtain
and is different from overall satisfaction, that is, visitors’ levels of satisfaction towards

their total experience with the recreation service [39].

3. The Influence of Service Quality on Intent to Return and
Loyalty of Active Sport Tourists

Several research have examined the relationship between service quality and consumer
behaviour [20] [42].

In many studies, service quality has been considered an antecedent to consumer re-
sponse [43]. In marketing literature, psychologists have proposed the “hierarchy of ef-
fects model”, explaining that behaviour consists of three dimensions: cognitive, affec-
tive and conative [44]. A cognitive response concerns the evaluation of services in-
volved from the point of view of knowledge, an affective responses refers to satisfaction
with the service, and a conative response concerns the behavioural intention, such as
the intent to purchase. A behavioural intention (or a conative loyalty) has been defined
as “a brand-specific commitment to repurchase... a loyalty state that contains what, at
first, appears to be the deeply held commitment to buy” [45].

Zeithaml et al [20] posit that overall service quality was positively related to loyalty.

The traditional view of service quality in terms of functional and technical quality
has been related to customer loyalty. In particular, it has been found that both technical
and functional qualities are significant and positively related to customer loyalty [46].

As Holbrook and Hirschman [1] believed that consumers are influenced by expe-
rience with a product, they have conceptualized a comprehensive model of the con-
sumer response system that includes, in each dimension of the consumer response, the
experiential phenomena, which are sensory responses (such as imagery, emotions, and
feeling) [47]. Indeed, a number of studies have demonstrated the relationship between
the experience and consumer behaviour. For example, positive sales experiences have
been found to be determinants of the intent to repurchase. Customers with a positive

experience have been shown to have more favourable behavioural intentions towards
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the concerned product [20].

Others authors [48] have posited that the effect of the perceived service quality on
behavioural intentions was mediated by satisfaction (the experience quality), particu-
larly in the tourism industry. However, their results have demonstrated that the impact
of the perceived service quality on behavioural intentions is stronger when the direct
relationship is considered instead of when the relationship is mediated by satisfaction.
Still, within the research on tourism, several studies have shown the relationship be-
tween the service quality and consumer behaviour. Behavioural intentions are influ-
enced by a high level of tourists’ psychological responses to particular benefits [49].

The service quality has been found to be a predictor of the intention to revisit also in
different studies on sports tourism, such as tourists at a golf club [50] and visitors to a
wildlife refuge [39], among others.

Cronin, Brady and Hult [51] state that the relationship between service quality and
behavioural intention varied in different industries. In particular, they found that in
participative sport, service quality has a direct effect on behavioural intentions.

In event tourism, Getz [52] suggests that studying the “needs, motivations, attitudes
and expectations” that the consumer brought to the event tourism experience allow
understanding future behaviour.

To study consumer behaviour in sporting events in an experiential perspective a new
framework has been proposed.

Yoshida and James [28], starting from a study by Pine and Gilmore [31], have pro-
posed a new service quality model for sporting events that include the aesthetic com-
ponents of the service quality, along with its technical and functional aspects. The aes-
thetic dimension has been defined by authors as “customers overall perceptions of the
aesthetically pleasing features of a service environment and ancillary products” [28].
According to these authors, the aesthetic component should not be considered a part of
the functional dimension, as other authors have done, but rather as a distinct dimen-
sion of the service quality model. They have considered three dimensions of the service
quality, each with sub-dimensions: the aesthetic quality (atmosphere and experience);
the technical quality (opponent characteristics and the player performance); and the
functional quality (the interaction between customers and functional service as fron-
tline employees and facility functions).

This perspective recognizes the emotional aspects of consumption [2], which is con-
sidered just as important as the product and service functionality [53].

Following these contributions described in current literature on consumer behaviour
in sports tourism, we have developed a theoretical and interpretative framework con-
sisting of three dimensions of service quality in active sports tourism: functional quali-

ty, aesthetic quality and technical quality.

3.1. Functional Quality as Determinant of Active Sport Tourists’ Intent
to Return and Loyalty

Functional quality is generally considered to be strictly related to the evaluation of ser-
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vice delivery which could include aspects such as personnel, announcements, parking
and other ancillary service factors. All these aspects are considered to be of particular
interest to sports marketers [54] where the interaction with frontline employees has
been considered one of the sub-dimensions of functional quality [28].

Among the most studied dimensions of functional quality, one of the most analysed
is relative to the importance of the quality of interaction with the staff. Many findings
in service marketing, in different contexts, have suggested that interactions with the
service provider or service staff are crucial and, in some cases, the most important fac-
tor in predicting the service quality [55] [56].

Staff interaction quality, Ze, the interaction between a service provider and custom-
ers, focuses on how a service is delivered [22]. It concerns the relationship with the ser-
vice provider and also implies a good personal service (such as staff attitude, knowledge
and skills). Pullman and Gross [32] found that the creation of an “emotional connec-
tion” by the service provider during the customers’ experience ensures the loyalty of the
customer. In sports event tourism, the quality of staff interaction refers to the quality of
the relationship between staff members and participants as perceived by the latter
wherein the staff provides support to participants. It has been suggested that the rela-
tionship with the staff may be an antecedent to the intent to return to sporting events
[17], and may positively impact the loyalty of visitors attending an international dance
festival [57].

The context of active sports tourism may have some specificities. In an active sport-
ing event, such as a marathon, the interaction with staff may represent a key variable in
affecting the intent to return and loyalty. Thus, we have hypothesized the following:

Hp 1: The staff attitude in active sports tourism events positively influences the in-
tent to return and loyalty.

Another sub-dimension of the functional quality is relative to the facility function,
which Yoshida and James [28] refer also to as informational aspects. The importance of
this element for the functional quality in active sporting events has also been suggested
in previous studies in other contexts, such as festivals [58], where the information ser-
vice effect was proved to directly impact tourists’ loyalty to the event. In this study, we
want to demonstrate, rather, the key and direct impact of information service organiza-
tion on the behavioural intentions of active sports tourists. Thus, we have posited that:

Hp 2: The information service quality in active sport tourism events positively influ-

ences the intent to return and loyalty.

3.2. Aesthetic Quality as Determinant of Active Sports Tourists’ Intent
to Return and Their Loyalty

The main sub-dimensions of aesthetic quality are considered to be valence (or expe-
rience) and venue.

Experience has been considered an essential component of aesthetic quality [28].
Brady and Cronin [26] refer to valence to indicate the outcome of consumer expe-

rience, Ze. a positive or negative evaluation of a service experience. It has been linked to
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a service outcome; for example, in sporting events it can depend on the result of the
game [26]. Thus, valence refers to the quality of the live experience that a consumer
undergoes while participating in an event.

The experience quality “involves not only the attributes provided by a supplier, but
also the attributes brought to the opportunity by the visitor” [40]. This definition of
experience quality (or valence) includes the psychological component of the outcome
received by visitors involved in touristic activities.

Tian-Cole and Scott [49] have argued that a touristic experience consists of stages:
the performance quality, the experience quality, the overall satisfaction and the revisit
intentions. The authors have introduced a concept of experience quality that differen-
tiate it from the overall satisfaction. In their work, performance quality refers to desti-
nation attributes that are managed by the service provider; the experience quality in-
cludes the benefits people get from a trip; overall satisfaction is defined as the global
feeling associated with the trip, and revisit intentions concern the intent to return to the
venue in the future. It has been found that the experience has a positive influence on
expectation [59] and purchase intentions [60]. In the tourism sector in particular, expe-
rience quality has a direct positive effect on the future behavioural intentions of partic-
ipants of a festival [38] and an indirect positive effect on behavioural intentions of visi-
tors of a water park due to the presence of customer satisfaction as the variable of med-
iation [61].

In our study, the valence, especially the experience quality that we have considered
within the aesthetic quality dimension [28], has been considered a factor influencing
the intent to return and the loyalty of sports tourists.

Hp 3: The perception of valence in active sport tourism events positively influences
the intent to return and loyalty.

A second component of the aesthetic dimension refers to “the interaction between
the customer and the aesthetically pleasing characteristics of a service environment”
[28].

The setting is considered to be a main component of the consumption experience
[62] along with the actors and the performance.

Some authors have argued that the perceptions of the physical environment affect
service quality perception [26]. The physical environment in which a service is per-
formed is considered a key determinant of satisfaction with a service experience [63], so
as to allow customer participation and connection with the event, especially in case of a
memorable context [31].

In the context of sports tourism, two important dimensions have particularly been
considered: the cultural experience of physical activity and the cultural experience of
the location [64]. Therefore, the dimension of the environment may be understood as
embodying the characteristics of the venue in which an event is organized [17]. Active
sport tourists are particularly interested in an environment in which they can achieve
their optimal performance [65] and in a sports venue that provides “more comprehen-

sive entertainment objective” [66].
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The evaluation of the physical environment has been found to be positively related to
customer loyalty behaviours [67], even in case of a sports event. Indeed, it has been
shown that the interaction of a place along with activity and people is “central to the
sports tourism experience” [68].

Sports tourists accord importance to the services offered by the sports tourism desti-
nation as a relevant factor for their choice of destination. Destination image and atti-
tude towards the destination influence the choice of a destination even in the case of
running sports events [13] [69] and the revisit intentions of a sport event [18].

In sports tourism, the services cape influences consumer behaviour intention and
this impact can be mediated by other factors [66].

In our study, the aspects of the environment, that we have defined as the venue qual-
ity, have been considered to be the factors influencing the intent to return and the
loyalty of active sports tourists.

Thus:

Hp 4: The perception of the characteristics of the venue in active sport tourism

events positively influences the intent to return and loyalty.

3.3. Technical Quality as Determinant of Active Sports Tourists’ Intent
to Return and Loyalty

There is consensus in the literature that technical quality refers to outcome of service,
the factor that the customer evaluates after service delivery [22].

In sports tourism, this dimension has been considered to be formed by most com-
ponents: “opponent characteristics” and “player performance” [28]; competitiveness of
the game, performance of the team, team’ effort and the level of play [70].

We agree with these authors that the first sub-dimension of technical quality in
sports tourism is linked to the level of game competition or challenge.

The dimension of competence-mastery has been considered an important motivation
factor for participants in leisure activities. This dimension refers to the “extent to which
individuals engage in leisure activities in order to achieve, master, challenge and com-
pete” [71]. The dimension of competition has also been seen to be a motivation factor
in the tourism sector [72] and, in particular, a major motivation factor for active par-
ticipation in a sporting event [73]. The component of competition has been considered
by event participants to be an important part of the sport tourism environment [74].
The level of competition or challenge can influence positively or negatively the sports
tourist’s experience. For example, in case of “serious competitors”, who are individuals
with high levels of competence, a low level of competition can generate an emotion of
boredom [75].

This dimension is important in terms of experience as well. It has been found that an
“event experience can boost the personal capabilities and characteristics to new levels”
[3].

In sports tourism, the level of competition has been considered to be one of the ele-

ments directly influencing the quality of the sports tourism, which, in turn, influences
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the satisfaction and the sports tourists’ intent to return [17]. Within the “competition
motive” dimension, research comparing one’s own ability with another’s, has been
identified as “a challenge factor”, which refers to the ability to challenge oneself and
others [76].

In our study, the dimensions of challenge have been considered factors influencing
the intent to return and the loyalty of active sports tourists. Thus:

Hp 5: The perception of the challenge in active sport tourism events positively influ-
ences the intent to return and loyalty.

In active sport tourism, the outcome of the service or evaluation process is linked to
the experience the customer has during the event. Sports tourism being a hedonic ser-
vice, the outcome of the service is evaluated from an experiential perspective [66].

Considering the active participant, we do not consider as a second dimension the
“player performance”, a dimension that has been found to be a sub-dimension of tech-
nical quality for passive sports tourists [28]. We think that for active participants, the
outcome or value created by experience is the other important sub-dimension of tech-
nical quality. In this kind of experience, the value is co-created with the customer [41].
Babin, Darden, and Griffin [77] distinguish between utilitarian and hedonic values.
They argue that value has to recognize both utilitarian and hedonic outcomes because
the sum of these is the outcome of service experience.

On the first type of value, the utilitarian value, different definitions have been used in
literature. Zeithaml [78] has defined value as “the consumer’s overall assessment of the
utility of a product based on perceptions of what is received and what is given”. Values
have also been defined as a trade-off between the perceived quality and the perceived
monetary sacrifice [79]. The higher the gap between the perceived quality and per-
ceived sacrifice, the higher the perceived value will be. Zeithaml [78] has identified four
dimensions of the perceived value: value as low price, value as whatever the consumer
wants in a product, value as the quality obtained for the price paid, and value as what
the consumers gets for what he gives. Petrick and Backman [16] have identified five
dimensions of the perceived value: quality, monetary price, non-monetary price, repu-
tation and emotional response.

In tourism literature, Holbrook’s approach of value has been considered useful be-
cause it allows “surpassing” of “the utilitarian approaches” [80] based on the trade-off
between quality and price, and consider the emotional component of value, “a kind of
effect, and a response to service delivery” [81], the “outcome of an experience” and, in
particular, its evaluation [81].

The measure of perceived value is important because it has been considered the most
important determinant of repurchase intentions [82], better than either the satisfaction
[83] or the quality [51].

In sports tourism, the perceived value directly and positively influences behavioural
intention [66]. For example, the perceived value is believed to affect the intention to re-
visit a destination of an entertainment vacationer [84] and golf travellers [15] [16]. In

sports tourism field, value perceptions influence behavioural intentions.
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The perceived value is also a good predictor of consumer loyalty [82] [85]. In tour-
ism, perceived value has been found to be an antecedent to destination loyalty [86].

In our study, the dimensions of the perceived value have been considered to be fac-
tors influencing the intent to return and the loyalty of active sports tourists. Thus:

Hp 6: The perception of value in active sport tourism events positively influences the
intent to return and loyalty.

Based on our hypotheses we proposed the following model (see Figure 1).

4. Methodology

In the analysis, the variables were measured using scales already validated in previous
studies carried out in a similar context. The summated variables were formulated. In
order to verify the scales’ internal reliability, Cronbach’s alpha was computed [87]. Ta-

ble 1 gives the reported alpha values.

4.1. Variables

The measures used in this study were taken from previously conducted studies in a
similar context, and adapted based on comments of two representatives of the man-
agement of the Firenze Marathon. Responses were measured on a five-point Likert
scale with 1 referring to “strongly disagree” and 5 referring to “strongly agree”. (The

items of questionnaire are in Appendix).

4.2. Independent Variables

4.2.1. Functional Quality
Staff attitude, or the quality of interaction with the staff related to their service attitude,

was measured with the three-items scale developed by Brady and Cronin [26], and

Staff attitude

Information service

e — f

| === = _|

| Valence

I I Intent to return
| Loyalty

| Venue

L — LB ] -— -— J

|—————

| Challenge l

I I

| Value

L ——————= ]

Figure 1. The model.
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Table 1. Mean, Standard deviation, Cronbach’s alpha and correlation (N = 984).

Mean SD Alpha 1 2 3 4 5 6 7 8
1. Intention to 4.06 0.763 0.692 1
return

2. Loyalty 4.58 0.719 0.884 0.479** 1

3. Venue 4.38 0.634 0.778 0.366**0.645** 1

4. Valence 4.44 0.696 0.893 0.389*%*0.730** 0.540** 1
5. Challenge 4.00 0.797 0.741 0.325%*%0.384** 0.394** 0.418** 1

6. Value 3.82 0.754 0.734 0.384**%0.605** 0.491** 0.644** 0.419** 1

7. Information 4.33 0.631 0.840 0.350**0.546** 0.446** 0.613** (0.375** 0.502** 1
service
8. Staff 4.29 0.734 0.895 0.308**0.450** 0.336** 0.577** 0.293** 0.434** 0.557** 1
attitude

Note: Sig. **< 0.01.

originally termed employee attitude. An example: “You can count on the employees at
the Firenze Marathon staff being friendly”.

Information service was measured with a six-item scale readapted for this specific
study. The original scale by Yoon and colleagues [58] consisted of 4 items. An example:
“Signage along the course enhanced to understanding information and direction”. In
this study, two further factors were added to the original scale. They were: “Firenze
Marathon’s information point Expo was effective in providing information” and “The

Firenze Marathon stand where the competitor kit was delivered was well organized”.

4.2.2. Aesthetic Quality
Valence refers to the quality of the tourism experience. It was measured with a three-
item scale developed by Brady and Cronin [26]. An example: “I believe Firenze Mara-
thon tried to give me a good experience”.

Venue was measured with a four-item scale developed by Shonk [88]. An example:

“Florence ranks very high as a sport venue”.

4.2.3. Technical Quality
Challenge, or the level of race competition, was measured with a three-item scale origi-
nally developed by Ryan and Lockyer [76]. An example: “Firenze Marathon is an event
that is a challenge”.

For value, a measure developed by Yoon and colleagues [58] was used. The scale was
comprised of three items and was originally called festival value. An example: “Firenze

Marathon was worth what I spent (money, time and effort)”.

4.2.4. Dependent Variables

Loyalty, that is the fidelity to an event expressed in terms of intention to recommend
the event to others and promote it by word-of-mouth, was measured with a two-item
scale. The measurement was first published in a work by Martinez Caro and Martinez
Garcia [89], and comprised three items. However, specifically for this study, which also
considers the intent to return as a dependent variable, the item included in the original

scale of loyalty developed by Martinez Caro and Martinez Garcia [89], which is referred
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to as the intention to return, was deleted. Besides, when computing the scale’s internal
reliability, the exclusion of that item increased the Cronbach’s alpha value. An example:
“I will tell my friends my satisfaction with this race”.

The intent to return was measured with the three-item scale developed by Shonk
[88]. An example of a question is: “I plan to return to Florence for another sporting

event”.

4.2.5. Data Collection

To test our hypotheses, data was collated through an on-line questionnaire adminis-
tered to participants of the 30th edition of the Firenze Marathon held in November
2013.

It is the second among the most frequented marathons in Italy and draws more than
10,000 participants every year. It is an international and “unique” event held annually
at the end of November in Florence. According to the organizers, the Firenze Marathon
is among the top 20 marathons in the world in terms of quality and attendee numbers.

After the event, the Firenze Marathon organizers inserted the link to the question-
naire on their official website. Moreover, they sent an email invite along with the link to
the participants of the 2013 edition presenting the research and asking them to respond
to the questionnaire. A reminder was also emailed after a month.

Of the 11,332 participants, around 2000 could not be reached directly by the email.
At the end, 984 questionnaires were completed and considered for the purpose of this
study, thus resulting in a response rate of almost 11% which is considered as acceptable
as the general lower response rate demonstrated for web survey [90] and the controver-
sial evidences suggesting that “a low response rate does not necessarily entail nonres-
ponse error” [91].

Descriptive statistics on the data gathered showed that Italians accounted for 83.7 per
cent of the sample. The majority (83.5%) of the respondents were men. A large number
of the participants had either a high school diploma (38.2%) or a university degree
(32.1%).

5. Findings

The data was analysed by using a statistical software (SPSS 20). Each variable was
computed as an average of the answers on different item scales. The mean, standard
deviation and correlations have been reported in Table 1.

In order to test the hypothesis, a hierarchical regression analysis was conducted. Be-
sides the variance inflation factor (VIF) was controlled to measure the degree of mul-
ti-collinearity. The highest value was 2.496. Thus, all values were less than 10 as sug-
gested by Hair, Black, Babin, Anderson, and Tatham et a/ [92].

The results of the regression analysis have been presented in Table 2 and Table 3.
The multiple regression analysis was used to test whether the three dimensions of the
service quality significantly predicted the two behavioral intentions: loyalty and the in-

tent to return of customers.
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Table 2. Regression analysis on loyalty (N = 983).

Variable Model 1 Model 2 Model 3 Model 4

Staff attitude 0.212%%% —-0.004
Information service 0.427%** 0.078**
Valence 0.539*** 0.426***
Venue 0.354*%** 0.315%**
Challenge 0.158*** —0.005
Value 0.539%** 0.141*

R’adj 32.8%%* 62.1%% 38.5%%* 63.6%**

Note: Sig. ***<0.001; **<0.01; *<0.05.

Table 3. Regression analysis on intent to return (N = 983).

Variable Model 1 Model 2 Model 3 Model 4
Staff attitude 0.164*** 0.072%
Information service 0.258*** 0.080*
Valence 0.270%** 0.078
Venue 0.220*** 0.147*%%*
Challenge 0.199*** 0.126***
Value 0.3007%** 0.137%**
R’adj 13.9%0%% 18.4%*%* 17.8%%* 22.3%%*

Note: Sig. ***<0.001; **<0.01; *<0.05.

In particular, factors related to the functional dimension of the service quality 7e., the
staff attitude and the information service, were entered into the first model of the anal-
ysis; the proportion of variance explained by these two variables was significant for the
loyalty (R%dj = 0.33, p < 0.001), as well as for the intent to return (R%adj = 0.14, p <
0.001).

In the second model, only the two aesthetic dimension 7e., the valence and the value,
were included, which revealed a significant impact on both dependent variables, the
loyalty (R%adj = 0.62, p < 0.001) and the intent to return (R%dj = 0.18, p < 0.001).

The second model was followed by a third block entry of the technical dimensions of
the service quality Ze, the challenge and the value. A positive relationship with the
loyalty (R*adj = 0.39, p < 0.001) and the intent to return (R*adj = 0.18, p < 0.001) was
also demonstrated for these variables.

In the end, all six predictors were included in both equations in the fourth model.
The models had significant results for both the loyalty (R%adj = 0.64, p < 0.001) and the
intent to return (R%*adj = 0.22, p < 0.001) and explained the higher variance level com-
pared to the first three models in the two analyses.

However, when all factors of the quality of service were considered together, some of

them lost their significant impact on the dependent variable.
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In the regression analysis shown in Table 2, the results demonstrated that the staff
attitude and the challenge did not significantly predict the loyalty, while the valence, in
Table 3, lost its significance in predicting the intent to return.

1) Functional quality as determinant of loyalty and intent to return

According to results presented in model 4 of Table 2 and Table 3, the staff attitude
affecting tourists’ intent to return in a positive and significant way (8= 0.072, p < 0.05)
however in contrast to our hypothesis the staff attitude did not predict the loyalty in a
significant and positive way; therefore hypothesis 1 is only partially supported.

The information service had a positive and significant impact on both the loyalty (5 =
0.078, p < 0.01) and the intent to return (£ = 0.080, p < 0.05) thus supporting Hypothe-
sis 2.

2) Aesthetic quality as determinant of loyalty and intent to return

The valence and the venue, both aesthetic dimensions, were the two factors with
more relevant effects on the loyalty and intent to return.

The venue predicted both the loyalty (8 = 0.315, p < 0.001) and the intent to return
(B =0.147, p < 0.001) thus supporting hypothesis 4.

The other aesthetic dimension that is the valence affected loyalty (8 = 0.426, p <
0.001) however failed to predict the intent to return and, consequently hypothesis 3 was
only partially supported.

3) Technical quality as determinant of loyalty and intent to return

The challenge affect tourists intent to return in a positive and significant way (8 =
0.126, p < 0.001) while it did not predict the loyalty. Therefore hypothesis 5 is support-
ing only for the dimension of intent to return.

The value impact the loyalty (8 = 0.141, p < 0.001) and the intent to return (S =
0.137, p < 0.001) thus supporting hypothesis 6.

In Figure 2 we present through a graphical representation the relationships existing

Functional quality

1] Staff attitude

Information
service

L

Aesthetic quality
F——— — =

Valence

Intent to
return

Loyalty

Venue

Challenge

Value I

L

Figure 2. The results.
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between the investigated variables.

6. Conclusions

The aim of this paper was to verify the determinants of two distinct active sport tourist
behaviours: their intent to return and their loyalty to an event in terms of their inten-
tion to recommend the event to others (e.g., friends and family) and promote it by
word of mouth.

The results of this study confirmed previous results which claimed that the aesthetic
dimension is important for active sports tourism because it allows finding out the expe-
riential aspects of the service quality [28]. In particular, our findings showed that the
aesthetic dimension composed of valence and venue quality is the principal determi-
nant of the loyalty of active sport tourists in terms of their intention to recommend the
event and promote it by word of mouth. Tourists’ intention to promote the event
among friends and family and positive word of mouth (Ze. loyalty), depends also on
two other factors particularly linked to the experience of the event itself in terms of its
symbolic and hedonic meanings. These two factors are the value received in terms of
technical quality and the information service that represents the more “tangible” di-
mensions of functional quality.

Therefore, our study increased the knowledge in the field of sports tourism and, in
particular, of the determinants of the loyalty of active sports tourists participating in an
international event.

The second finding of our study showed that the determinants of the intention to
participate in an active sport tourism event are, first of all, just one of the two dimen-
sions of the aesthetic quality—venue. Also, both components of technical quality (the
challenge and the value) and functional quality (the information service and the staff
attitude) do explain in a significant manner the active sport tourist’s intention to re-
turn.

The venue quality was confirmed to be a key determinant of the service quality even
in the field of active sports tourism. As different authors have found, active sport tour-
ists are not only interested in an environment in which they can achieve their optimal
performance [65], but also give importance to the service offered by the sports tourism
destination as a relevant factor for their choice of destination in terms of the cultural
experience of the location [64]. In this sense, it seems that two different dimensions of
the perceived experience affect these two kinds of behaviour. Aspects more related to
the importance of service offered by the tourism destination, may have a greater effect
on the tourists’ loyalty behaviour, expressed in terms of the intention to recommend
this event. Aspects related to the relevance of the experience itself in terms of own per-
formance and relational enrichment (e.g., staff interaction) might be more linked to
one’s own intent to return. In this sense, managers of active sport events should be
aware of different mixes of determinants as affecting different kinds of behaviour.

The analysis suggests that the venue is an important element of the competitive ad-

vantage of a marathon. The success of sporting events, like marathons, which are re-
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producible in many locations, may depend on the uniqueness of the venue (that is not
reproducible) and on the value that organizers create for the participants in terms of
the functional and technical qualities offered.

Therefore, our research increased the knowledge in the context of retaining active

sports tourists of an event.

Theoretical and Managerial Implications

This work provides a theoretical contribution to sports tourism literature by examining
the components of service quality that positively influence the intent to revisit a venue
and loyalty to a sporting event in terms of intention to recommend it and promote it
through positive word of mouth.

The results of the study have useful implications for organizers of international active
sporting events. The success of an international event depends to a large extent on the
choice of an appealing destination and on the investments made in transmitting the
characteristics of the experience it offers the participants. The abstract and physical
attributes can be managed by tourism organizations to develop a specific sports tourist
destination brand that contributes to creating an attractive image of a destination in a
different market segment.

The context of this work has important implications for sports events to allocate ap-
propriate resources in the factors that play an important role in creating loyalty to the
event.

Sports organizers should understand all characters of the active sport tourist expe-
rience because they play an important role in the intent to return to the venue and ge-
nerating loyalty to the event.

Since the service provided at a destination is considered relevant for the choice of
destination by active sport tourists [65], sports tourist destination planners have to pay
attention to the elements that are considered by active sport tourists to meet their needs
with the aim to ensure loyalty behaviour.

“The challenge for destination developers is to close the gap in service quality per-
ceptions by the active pro-sport tourist” [65].

In particular, since the venue is considered the principal factor for the loyalty of an
active sport tourist and it is also important for intent to return, the managers should
pay more attention to the “environmental area” as it can play an important role in
creating positive experience. This is confirmed by other experiences in sports tourism
[70].

Another important factor in developing loyalty is relative to valence. All the elements
that can contribute to a positive experience have to be considered. In case of a mara-
thon, the events linked to the marathon, such as the marathon expo, play an important
role in creating a “memorable experience” [31].

Another component of the experience of active sports tourist is relative to value per-
ceived. Service experience has been described as the functional and emotional value

[81]. A running experience is the sum of the value perceived with respect to all services
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provided to participants since “value is now centred in the experiences of consumers”
[81]. The services offered are the results of the labour of staff. Even though they did not
appear significant in the final step of regression from loyalty, the staff were found to be
an important variable for the tourists’ own intention to return.

The staff at this kind of event as for the majority of events [93] is formed by volun-
teers. As recognized in previous studies, volunteers play an important role in terms of
economics, tourists satisfaction and benefits for the community hosting the events [94].

To increase the tourists’ intent to return, organizers should pay attention to planning
and management of volunteers with the aim to “understand their motivations and ex-
pectations as a foundation to developing appropriate recruitment, retention” [95] and
develop appropriate training programmes for staff members to provide better service to
active sport tourists.

The level of challenge is significant only in the case of intent to return as participants
do not give importance to this aspect while recommending the event.

One of the limitations of this study is that we analysed only one event. There is a
need for a comparative analysis that considers other kinds of events taking place at dif-
ferent venues. The specificity of the venue, the touristic appeal of Florence, may have
influenced the results of our study, which assigns much importance to the venue.

Besides, the study is cross-sectional and variables were measured using a common
method and source. Consequently, there may have been some systematic bias (common

method variance).

Acknowledgements

Anna Romiti and Daria Sarti share the final responsibility for this paper. Anna Romiti
wrote paragraphs 2, 3.2, 3.3; Daria Sarti wrote paragraph 3.1; both authors wrote para-
graph 1, 3, 4, 5, 6. The authors thank Firenze Marathon organization committee for

their collaboration in data gathering.

References

[1] Holbrook, M.B. and Hirschman, E.C. (1982) The Experiential Aspects of Consumption:
Consumer Fantasies, Feelings, and Fun. Journal of Consumer Research, 9, 132-140.
http://dx.doi.org/10.1086/208906

[2] Schmitt, B.H. (1999) Experiential Marketing: How to Get Customers to Sense, Feel, Think,
Act, and Relate to Your Company and Brand. The Free Press, New York.

[3] Pine, B.J. and Gilmore, J.H. (1999) The Experience Economy: Work Is Theatre & Every
Business a Stage. Harvard Business School Press, Boston.

[4] Kao, Y.-F., Huang, L.-S. and Wu, C.H. (2009) Effects of Theatrical Elements on Experiential
Quality and Loyalty Intentions for Theme Parks. Asia Pacific Journal of Tourism Research,
13, 163-174. http://dx.doi.org/10.1080/10941660802048480

[5] Higham, J. (2005) Introduction to Sport Tourism Destination Analysis. In: Higham, J., Ed.,
Sport Tourism Destinations, Elsevier, Oxford, 17-24.
http://dx.doi.org/10.1016/B978-0-7506-5937-6.50009-2

[6] Hinch, T.D. and Higham, J.E. (2001) Sport Tourism: A Framework for Research. Interna-

KD
+%%, Scientific Research Publishing

1377


http://dx.doi.org/10.1086/208906
http://dx.doi.org/10.1080/10941660802048480
http://dx.doi.org/10.1016/B978-0-7506-5937-6.50009-2

A. Romiti, D. Sarti

(7]

(17]

tional Journal of Tourism Research, 3, 45-58.
http://dx.doi.org/10.1002/1522-1970(200101/02)3:1<45::AID-JTR243>3.0.CO;2-A

Hinch, T.D. and Higham, J.E. (2004) Sport Tourism Development. Channel View Publica-
tion, Clevedon.

Turco, D. (1998) Traveling and Turnovers: Measuring the Economic Impacts of a Street
Basketball Tournament. Journal of Sport Tourism, 5, 7-14.
http://dx.doi.org/10.1080/10295399808718646

Chalip, L., Green, C. and Hill, B. (2003) Effects of Sport Media on Destination Image and
Intentions to Visit. Journal of Sport Management, 17, 214-234.
http://dx.doi.org/10.1123/jsm.17.3.214

Higham, J.E. and Hinch, T.D. (2002) Tourism, Sport and Seasons: The Challenges and Po-
tential of Overcoming Seasonality in the Sport and Tourism Sectors. Tourism Management,
23, 175-185. http://dx.doi.org/10.1016/S0261-5177(01)00046-2

Gibson, H.J. (2003) Sport Tourism: An Introduction to the Special Issue. Journal of Sport
Management, 17, 205-213. http://dx.doi.org/10.1123/jsm.17.3.205

McGehee, N.G., Yoon, Y. and Cardenas, D. (2003) Involvement and Travel for Recreational
Runners in North Carolina. Journal of Sport Management, 17, 305-324.
http://dx.doi.org/10.1123/jsm.17.3.305

Funk, D.C., Toohey, K. and Bruun, T.J. (2007) International Sport Event Participation:
Prior Sport Involvement, Destination Image, and Travel Motives. Furopean Sport Man-
agement Quarterly, 7, 227-248. http://dx.doi.org/10.1080/16184740701511011

Kurtzman, J. and Zauhar, J. (1998) Golf—A Touristic Venture. Journal of Sport Tourism, 4,
7-12. http://dx.doi.org/10.1080/10295399808718638

Hutchinson, J., Lai, F. and Wang, Y. (2009) Understanding the Relationships of Quality,
Value, Equity, Satisfaction, and Behavioral Intentions among Golf Travellers. Tourism
Management, 30, 298-308. http://dx.doi.org/10.1016/j.tourman.2008.07.010

Petrick, J.F. and Backman, S.J. (2002) An Examination of the Construct of Perceived Value
for the Prediction of Golf Travelers’ Intentions to Revisit. Journal of Travel Research, 41,
38-45.

Shonk, D.J. and Chelladurai, P. (2008) Service Quality, Satisfaction, and Intent to Return in
Event Sport Tourism. Journal of Sport Management, 22, 587-602.
http://dx.doi.org/10.1123/jsm.22.5.587

Kaplanidou, K. and Gibson, H.J. (2010) Predicting Behavioral Intentions of Active Event
Sport Tourists: The Case of a Small-Scale Recurring Sports Event. Journal of Sport & Tour-
ism, 15, 163-179. http://dx.doi.org/10.1080/14775085.2010.498261

Kaplanidou, K. and Vogt, C. (2010) The Meaning and Measurement of a Sport Event Expe-
rience among Active Sport Tourists. Journal of Sport Management, 24, 544-566.
http://dx.doi.org/10.1123/jsm.24.5.544

Zeithaml, V.A,, Berry, L.L. and Parasuraman, A. (1996) The Behavioral Consequences of
Service Quality. Journal of Marketing, 60, 31-46. http://dx.doi.org/10.2307/1251929

Gronroos, C. (1982) An Applied Service Marketing Theory. European Journal of Market-
ing, 16, 30-41. http://dx.doi.org/10.1108/EUM0000000004859

Gronroos, C. (1984) A Service Quality Model and Its Marketing Implications. European
Journal of Marketing, 8, 36-44. http://dx.doi.org/10.1108/EUM0000000004784

Parasuraman, A., Zeithaml, V.A. and Berry, L.L. (1988) Servqual. Journal of Retailing, 64,
12-40.

1378

K
0:52: Scientific Research Publishing


http://dx.doi.org/10.1002/1522-1970(200101/02)3:1%3C45::AID-JTR243%3E3.0.CO;2-A
http://dx.doi.org/10.1080/10295399808718646
http://dx.doi.org/10.1123/jsm.17.3.214
http://dx.doi.org/10.1016/S0261-5177(01)00046-2
http://dx.doi.org/10.1123/jsm.17.3.205
http://dx.doi.org/10.1123/jsm.17.3.305
http://dx.doi.org/10.1080/16184740701511011
http://dx.doi.org/10.1080/10295399808718638
http://dx.doi.org/10.1016/j.tourman.2008.07.010
http://dx.doi.org/10.1123/jsm.22.5.587
http://dx.doi.org/10.1080/14775085.2010.498261
http://dx.doi.org/10.1123/jsm.24.5.544
http://dx.doi.org/10.2307/1251929
http://dx.doi.org/10.1108/EUM0000000004859
http://dx.doi.org/10.1108/EUM0000000004784

A. Romiti, D. Sarti

[24]

[25]

(26]

Kotler, P. (2000) Marketing Management: The Millennium Edition. Person Prentice Hall,
Upper Saddle River.

Rust, R.T. and Oliver, R.L. (1994) Service Quality: Insights and Managerial Implications
from the Frontier. In: Rust, R.T. and Oliver, R.L., Eds., Service Quality: New Directions in
Theory and Practice, Sage Publications, Thousand Oaks, 1-19.
http://dx.doi.org/10.4135/9781452229102.n1

Brady, M.K. and Cronin, J.J. (2001) Some New Thoughts on Conceptualizing Perceived
Service Quality: A Hierarchical Approach. Journal of Marketing, 65, 34-49.
http://dx.doi.org/10.1509/jmkg.65.3.34.18334

Babakus, E. and Boller, G.W. (1992) An Empirical Assessment of the SERVQUAL Scale.
Journal of Business Research, 24, 253-268. http://dx.doi.org/10.1016/0148-2963(92)90022-4

Yoshida, M. and James, J.D. (2011) Service Quality at Sporting Events: Is Aesthetic Quality
a Missing Dimensions? Sport Management Review, 14, 13-24.
http://dx.doi.org/10.1016/j.smr.2009.06.002

Addis, M. and Holbrook, M.B. (2001) On the Conceptual Link between Mass Customisa-
tion and Experiential Consumption: An Explosion of Subjectivity. Journal of Consumer

Behaviour, 1, 50-66. http://dx.doi.org/10.1002/cb.53

Otto, J.E. and Ritchie, J.B. (1996) The Service Experience in Tourism. Tourism Manage-
ment, 17, 165-174. http://dx.doi.org/10.1016/0261-5177(96)00003-9

Pine, B.J. and Gilmore, J.H. (1998) Welcome to the Experience Economy. Harvard Business
Review, 76, 97-105.

Pullman, M.E. and Gross, M.A. (2004) Ability of Experience Design Elements to Elicit
Emotions and Loyalty Behaviors. Decision Sciences, 35, 551-578.
http://dx.doi.org/10.1111/j.0011-7315.2004.02611.x

Schmitt, B.H. (1999) Experiential Marketing. Journal of Marketing Management, 15, 53-67.
http://dx.doi.org/10.1362/026725799784870496

Arnould, EJ. and Price, L.L. (1993) River Magic: Extraordinary Experience and the Ex-
tended Service Encounter. Journal of Consumer Research, 20, 24-45.
http://dx.doi.org/10.1086/209331

Csikszentmihalyi, M. (1997) Finding Flow: The Psychology of Engagement with Everyday
Life. Basic Books, New York.

Csikszentmihalyi, M. (1977) Beyond Boredom and Anxiety. Jossey-Bass, San Francisco.

Gupta, S. and Vajic, M. (2000) The Contextual and Dialectical Nature of Experiences. In:
Fitzsimmons, J. and Fitzsimmons, M., Eds., New Service Development, Sage, Thousand
Oaks, 33-51. http://dx.doi.org/10.4135/9781452205564.n2

Tian-Cole, S. and Illum, S.F. (2006) Examining the Mediating Role of Festival Visitors’ Sa-
tisfaction in the Relationship between Service Quality and Behavioral Intentions. Journal of
Vacation Marketing, 12, 160-173. http://dx.doi.org/10.1177/1356766706062156

Tian-Cole, S., Crompton, J.L. and Willson, V.A. (2002) An Empirical Investigation of the
Relationships between Service Quality, Satisfaction and Behavioral Intentions among Visi-
tors to a Wildlife Refuge. Journal of Leisure Research, 34, 1-24.

Crompton, J.L. and Love, L.L. (1995) The Predictive Validity of Alternative Approaches to
Evaluating Quality of a Festival. Journal of Travel Research, 34, 11-24.
http://dx.doi.org/10.1177/004728759503400102

Prahalad, C.K. and Ramaswamy, V. (2004) Co-Creating Unique Value with Customers.
Strategy & Leadership, 32, 4-9. http://dx.doi.org/10.1108/10878570410699249

KD
+%%, Scientific Research Publishing

1379


http://dx.doi.org/10.4135/9781452229102.n1
http://dx.doi.org/10.1509/jmkg.65.3.34.18334
http://dx.doi.org/10.1016/0148-2963(92)90022-4
http://dx.doi.org/10.1016/j.smr.2009.06.002
http://dx.doi.org/10.1002/cb.53
http://dx.doi.org/10.1016/0261-5177(96)00003-9
http://dx.doi.org/10.1111/j.0011-7315.2004.02611.x
http://dx.doi.org/10.1362/026725799784870496
http://dx.doi.org/10.1086/209331
http://dx.doi.org/10.4135/9781452205564.n2
http://dx.doi.org/10.1177/1356766706062156
http://dx.doi.org/10.1177/004728759503400102
http://dx.doi.org/10.1108/10878570410699249

A. Romiti, D. Sarti

(42]

(48]

Bolton, R.N., Lemon, K.M. and Bramlett, M.D. (2008) The Effect of Service Experiences
over Time on a Supplier’s Retention of Business Customers. Management Science, 52,
1811-1823. http://dx.doi.org/10.1287/mnsc.1060.0594

Etgar, M. and Fuchs, G. (2009) Why and How Service Quality Perceptions Impact Con-
sumer Responses. Managing Service Quality, 19, 474-485.
http://dx.doi.org/10.1108/09604520910971566

Lavidge, R.J. and Steiner, G.A. (1961) A Model for Predictive Measurements of Advertising
Effectiveness. Journal of Marketing, 25, 59-62. http://dx.doi.org/10.2307/1248516

Oliver, R.L. (1999) Whence Consumer Loyalty? Journal of Marketing, 63, 33-44.
http://dx.doi.org/10.2307/1252099

Bell, S.J., Auh, S. and Smalley, K. (2005) Customer Relationship Dynamics: Service Quality
and Customer Loyalty in the Context of Varying Levels of Customer Expertise and Switch-
ing Costs. Journal of the Academy of Marketing Science, 33, 169-183.
http://dx.doi.org/10.1177/0092070304269111

Park, J.H., Stoel, L. and Lennon, S.J. (2008) Cognitive, Affective, and Conative Responses to
Visual Simulation: The Effects of Rotation in Online Product Presentation. Journal of
Consumer Behavior, 87, 72-87. http://dx.doi.org/10.1002/cb.237

Baker, D.A. and Crompton, J.L. (2000) Quality, Satisfaction and Behavioral Intentions.
Annals of Tourism Research, 27, 785-804.
http://dx.doi.org/10.1016/S0160-7383(99)00108-5

Tian-Cole S. and Scott, D. (2004) Examining the Mediating Role of Experience Quality in a
Model of Tourist Experiences. Journal of Travel & Tourism Marketing, 16, 79-90.
http://dx.doi.org/10.1300/J073v16n01 08

Lee, J.-H., Kim, H.-D., Ko, Y.J. and Sagas, M. (2011) The Influence of Service Quality on
Satisfaction and Intention: A Gender Segmentation Strategy. Sport Management Review,
14, 54-63. http://dx.doi.org/10.1016/j.smr.2010.02.002

Cronin, J.J., Brady, M.K. and Hult, G.T. (2000) Assessing the Effects of Quality, Value, and
Customer Satisfaction on Consumer Behavioral Intentions in Service Environments. Jour-
nal of Retailing, 76, 193-218. http://dx.doi.org/10.1016/S0022-4359(00)00028-2

Getz, D. (2008) Event Tourism: Definition, Evolution, and Research. Tourism Manage-
ment, 29, 403-428. http://dx.doi.org/10.1016/j.tourman.2007.07.017
Berry, L.L., Seiders, K. and Grewal, D. (2002) Understanding Service Convenience. Journal
of Marketing, 66, 1-17. http://dx.doi.org/10.1509/jmkg.66.3.1.18505
Kelley, S. and Turley, L. (2001) Consumer Perceptions of Service Quality Attributes on

Sporting Events. Journal of Business Research, 2, 161-166.
http://dx.doi.org/10.1016/S0148-2963(99)00084-3

Brown, S.W. and Swartz, T.A. (1989) A Gap Analysis of Professional Service Quality. Jour-
nal of Marketing, 53, 92-98. http://dx.doi.org/10.2307/1251416

Schneider, B., White, S.S. and Paul, M.C. (1998) Linking Service Climate and Customer
Perceptions of Service Quality: Tests of a Causal Model. Journal of Applied Psychology, 83,
150-163. http://dx.doi.org/10.1037/0021-9010.83.2.150

Lee, Y.-K., Lee C.-K., Lee, S.-K. and Babin, B.J. (2008) Festivalscapes and Patrons’ Emo-
tions, Satisfaction, and Loyalty. Journal of Business Research, 61, 56-64.
http://dx.doi.org/10.1016/j.jbusres.2006.05.009

Yoon, Y.S,, Lee, J.S. and Lee, C.K. (2010) Measuring Festival Quality and Value Affecting
Visitors® Satisfaction and Loyalty Using a Structural Approach. International Journal of

Hospitality Management, 29, 335-342. http://dx.doi.org/10.1016/j.ijhm.2009.10.002

1380

K
0:52: Scientific Research Publishing


http://dx.doi.org/10.1287/mnsc.1060.0594
http://dx.doi.org/10.1108/09604520910971566
http://dx.doi.org/10.2307/1248516
http://dx.doi.org/10.2307/1252099
http://dx.doi.org/10.1177/0092070304269111
http://dx.doi.org/10.1002/cb.237
http://dx.doi.org/10.1016/S0160-7383(99)00108-5
http://dx.doi.org/10.1300/J073v16n01_08
http://dx.doi.org/10.1016/j.smr.2010.02.002
http://dx.doi.org/10.1016/S0022-4359(00)00028-2
http://dx.doi.org/10.1016/j.tourman.2007.07.017
http://dx.doi.org/10.1509/jmkg.66.3.1.18505
http://dx.doi.org/10.1016/S0148-2963(99)00084-3
http://dx.doi.org/10.2307/1251416
http://dx.doi.org/10.1037/0021-9010.83.2.150
http://dx.doi.org/10.1016/j.jbusres.2006.05.009
http://dx.doi.org/10.1016/j.ijhm.2009.10.002

A. Romiti, D. Sarti

(6]

Parasuraman, A., Berry, L.L. and Zeithaml, V.A. (1991) Refinement and Reassessment of
the SERVQUAL Scale. Journal of Retailing, 67, 420-450.

Dorsch, M.]., Grove, S.J. and Darden, W.R. (2000) Consumer Intentions to Use a Service
Category. Journal of Services Marketing, 14, 92-117.
http://dx.doi.org/10.1108/08876040010309220

Jin, N.P., Lee, S. and Lee, H. (2015) The Effect of Experience Quality on Perceived Value,
Satisfaction, Image and Behavioral Intention of Water Park Patrons: New versus Repeat

Visitors. International Journal of Tourism Research, 17, 82-95.
http://dx.doi.org/10.1002/jtr.1968

Grove, S.J. and Fisk, R.P. (1992) The Service Experience as Theatre. Advances in Consumer
Research, 19, 455-462.

Bitner, M.]. (1992) Servicescapes: The Impact of Physical Surroundings on Customers and
Employees. Journal of Marketing, 56, 57-71. http://dx.doi.org/10.2307/1252042

Standeven, J. (1998) Sport Tourism: Joint Marketing—A Starting Point for Beneficial Syn-
ergies. Journal of Vacation Marketing, 4, 39-51.
http://dx.doi.org/10.1177/135676679800400104

Francis, S. and Murphy, P. (2005) Sport Tourism Destinations. The Active Sport Tourist
Perspective. In: Higham, J., Ed., Sport Tourism Destination, Elsevier, Oxford, 73-92.
http://dx.doi.org/10.1016/B978-0-7506-5937-6.50013-4

Hightower, R., Brady, M.K. and Baker, T.L. (2002) Investigating the Role of the Physical
Environment in Hedonic Service Consumption: An Exploratory Study of Sporting Events.
Journal of Business Research, 55, 697-707.
http://dx.doi.org/10.1016/S0148-2963(00)00211-3

Bitner, M.]. (1990) Evaluating Service Encounters: The Effects of Physical Surroundings
and Employee Responses. Journal of Marketing, 54, 69-82.
http://dx.doi.org/10.2307/1251871

Weed, M. and Bull, C. (2004) Sports Tourism: Participants, Policy and Providers. Elsevier,
Oxford.

Funk, D.C. and Bruun, T.J. (2007) The Role of Socio-Psychological and Culture-Education
Motives in Marketing International Sport Tourism: A Cross-Cultural Perspective. Tourism
Management, 28, 806-819. http://dx.doi.org/10.1016/j.tourman.2006.05.011

Koo, G-Y., Hardin, R., McClung, S., Jung, T., Cronin, J., Vorhees, C. and Bourdeau, B.
(2009) Examination of the Causal Effects between the Dimensions of Service Quality and
Spectator Satisfaction in Minor League Baseball. /nternational Journal of Sports Marketing
& Sponsorship, 11, 46-59. http://dx.doi.org/10.1108/I]SMS-11-01-2009-B004

Beard, J.G. and Ragheb, M.G. (1983) Measuring Leisure Motivation. Journal of Leisure Re-
search, 15,219-228.

Ryan, C. and Glendon, I. (1998) Application of Leisure Motivation Scale to Tourism. An-
nals of Tourism Research, 25, 169-184. http://dx.doi.org/10.1016/S0160-7383(97)00066-2

Gillet, P. and Kelly, S. (2006) “Non-Local” Masters Games Participants: An Investigation of
Competitive Active Sport Tourist Motives. Journal of Sport & Tourism, 11, 239-257.
http://dx.doi.org/10.1080/14775080701400760

Kurtzman, J. and Zauhar, J. (2005) Sports Tourism Consumer Motivation. Journal of Sport
Tourism, 10, 21-31. http://dx.doi.org/10.1080/14775080500101478

Ryan, C. and Trauer, B. (2005) Sport Tourist Behaviour: The Example of the Masters
Games. In: Higham, J., Ed., Sport Tourism Destinations, Elsevier, Oxford, 177-187.
http://dx.doi.org/10.1016/b978-0-7506-5937-6.50020-1

KD
+%%, Scientific Research Publishing

1381


http://dx.doi.org/10.1108/08876040010309220
http://dx.doi.org/10.1002/jtr.1968
http://dx.doi.org/10.2307/1252042
http://dx.doi.org/10.1177/135676679800400104
http://dx.doi.org/10.1016/B978-0-7506-5937-6.50013-4
http://dx.doi.org/10.1016/S0148-2963(00)00211-3
http://dx.doi.org/10.2307/1251871
http://dx.doi.org/10.1016/j.tourman.2006.05.011
http://dx.doi.org/10.1108/IJSMS-11-01-2009-B004
http://dx.doi.org/10.1016/S0160-7383(97)00066-2
http://dx.doi.org/10.1080/14775080701400760
http://dx.doi.org/10.1080/14775080500101478
http://dx.doi.org/10.1016/b978-0-7506-5937-6.50020-1

A. Romiti, D. Sarti

(76]

(78]

(80]

(82]

(85]

Ryan, C. and Lockyer, T. (2002) Masters’ Games—The Nature of Competitors’ Involvement
and Requirements. Event Management, 7, 259-270.
http://dx.doi.org/10.3727/152599502108751640

Babin, B.J., Darden, W.R. and Griffin, M. (1994) Work and/or Fun: Measuring Hedonic
and Utilitarian Shopping Value. Journal of Consumer Research, 20, 644-656.
http://dx.doi.org/10.1086/209376

Zeithaml, V.A. (1988) Consumer Perceptions of Price, Quality, and Value: A Means-End
Model and Synthesis of Evidence. Journal of Marketing, 52, 2-22.
http://dx.doi.org/10.2307/1251446

Dodds, W.B., Monroe, K.B. and Grewal, D. (1991) The Effects of Price, Brand and Store

Information on Buyers’ Product Evaluations. Journal of Marketing Research, 28, 307-319.
http://dx.doi.org/10.2307/3172866

Gallarza, M.G. and Saura, I.G. (2006) Value Dimensions, Perceived Value, Satisfaction and
Loyalty: An Investigation of University Students” Travel Behaviour. Tourism Management,
27, 437-452. http://dx.doi.org/10.1016/j.tourman.2004.12.002

Sandstrom, S., Edvardsson, B., Kristensson, P. and Magnusson, P. (2008) Value in Use
through Service Experience. Managing Service Quality, 18, 112-126.
http://dx.doi.org/10.1108/09604520810859184

Parasuraman, A. and Grewal, D. (2000) The Impact of Technology on the Quality-Value-
Loyalty Chain: A Research Agenda. Journal of the Academy of Marketing Science, 28,
168-170. http://dx.doi.org/10.1177/0092070300281015

Petrick, J.F. (2004) The Roles of Quality, Value, and Satisfaction in Predicting Cruise Pas-
sengers’ Behavioral Intentions. Journal of Travel Research, 42, 397-407.
http://dx.doi.org/10.1177/0047287504263037

Petrick, J.F., Morais, D.D. and Norman, W.C. (2001) An Examination of the Determinants
of Entertainment Vacationers’ Intentions to Revisit. Journal of Travel Research, 40, 41-48.
http://dx.doi.org/10.1177/004728750104000106

Parasuraman, A. (1997) Reflections on Gaining Competitive Advantage through Customer
Value. Journal of the Academy of Marketing Science, 25, 154-161.
http://dx.doi.org/10.1007/BF02894351

Kim, S.H., Holland, S. and Han, H.S. (2013) A Structural Model for Examining How Desti-
nation Image, Perceived Value, and Service Quality Affect Destination Loyalty: A Case
Study of Orlando. International Journal of Tourism Research, 15, 313-328.
http://dx.doi.org/10.1002/jtr.1877

Nunnally, J.C. (1978) Psychometric Theory. McGraw-Hill, New York.

Shonk, D.J. (2006) Perceptions of Service Quality, Satisfaction and the Intent to Return
among Tourists Attending a Sporting Event. PhD Dissertation, The Ohio State University,
Columbus.

Martinez Caro, L. and Martinez Garcia, J.A. (2007) Cognitive—Affective Model of Con-
sumer Satisfaction. An Exploratory Study within the Framework of a Sporting Event. Jour-
nal of Business Research, 60, 108-114. http://dx.doi.org/10.1016/j.jbusres.2006.10.008

Fan, W. and Yan, Z. (2010) Factors Affecting Response Rates of the Web Survey: A Syste-

matic Review. Computers in Human Behavior, 26, 132-139.
http://dx.doi.org/10.1016/j.chb.2009.10.015

Sills, S.J. and Song, C. (2002) Innovations in Survey Research: An Application of Web Sur-
veys. Social Science Computer Review, 20, 22-30.
http://dx.doi.org/10.1177/089443930202000103

1382

K
0:52: Scientific Research Publishing


http://dx.doi.org/10.3727/152599502108751640
http://dx.doi.org/10.1086/209376
http://dx.doi.org/10.2307/1251446
http://dx.doi.org/10.2307/3172866
http://dx.doi.org/10.1016/j.tourman.2004.12.002
http://dx.doi.org/10.1108/09604520810859184
http://dx.doi.org/10.1177/0092070300281015
http://dx.doi.org/10.1177/0047287504263037
http://dx.doi.org/10.1177/004728750104000106
http://dx.doi.org/10.1007/BF02894351
http://dx.doi.org/10.1002/jtr.1877
http://dx.doi.org/10.1016/j.jbusres.2006.10.008
http://dx.doi.org/10.1016/j.chb.2009.10.015
http://dx.doi.org/10.1177/089443930202000103

A. Romiti, D. Sarti

Hair, J., Black, B., Babin, B., Anderson, R. and Tatham, R. (2006) Multivariate Data Analy-
sis. Prentice-Hall, Upper Saddle River.

Rolfe, H. (1992) Arts Festivals in the UK. Policy Studies Institute, London.
Getz, D. (1991) Festivals, Special Events and Tourism. Van Nostrand Reinhold, New York.

Ralston, R., Lumsdon, L. and Downward, P. (2005) The Third Force in Events Tourism:
Volunteers at the XVII Commonwealth Games. Journal of Sustainable Tourism, 13, 504-

519. http://dx.doi.org/10.1080/09669580508668576

2
+%%, Scientific Research Publishing

1383


http://dx.doi.org/10.1080/09669580508668576

A. Romiti, D. Sarti

Appendix. Items of Questionnaire

Dimensions Corresponding questions

Indipendent variable

Functional quality Staff attitude

e You can count on the Firenze Marathon staff being friendly

o The attitude of Firenze Marathon staff demonstrates their willingness to
help me

o The attitude of Firenze Marathon staff shows me that they understand my
needs
Information service

o Firenze Marathon’s information point Expo was effective in providing
information

o The Firenze Marathon stand where the competitor kit was delivered was
well organized

e On the Firenze Marathon web site it was possible to find all the
information about the race

e Signage along the course enhanced to understand information on and
direction

o Information inside the competition kit (map, rules, etc.) were useful and
clear

o Firenze Marathon staff provided a good guide service

Aesthetic quality Venue

o Florence ranks very high as a sport venue

o Florence is well suited to host the Marathon

e What makes the Firenze Marathon great is the wise choice of the course

o The Firenze Marathon should not be held at Florence
Valence

e When I leave Firenze Marathon, I felt that I had a good experience

o I believe Firenze Marathon tried to give me a good experience

o I believe Firenze Marathon knows the type of experience its participants
want

Technical quality Challenge
o Firenze Marathon is a challenge where you challenge yourself

o Firenze Marathon is an event that is a challenge

o Firenze Marathon is an event where you can challenge others
Value

o Firenze Marathon was worth what I spent (money, time, effort)

o Firenze Marathon offered me more value than expected

e Firenze Marathon offered me more value than did other marathons

Dependent variable Intent to return
e I plan to attend another Firenze Marathon in the future

¢ I plan to return to Florence for another sporting event

o There is no doubt that I will return for another visit to Florence
Loyalty

o I will tell my friends my satisfaction with this race

o I would recommend this race to a friend
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