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Abstract
Electronic commerce has allowed businesses to grow globally by breaking down 
barriers that many believed could not be overcome. Although large companies often 
outperform small and medium-sized businesses, e-commerce allows them to com-
pete with them in some areas. Surprisingly, there is a lack of theoretical evidence 
regarding e-commerce net benefits for a small and medium-sized business that oper-
ates in the context of Business-to-Business. We expand the previous model of infor-
mation system success by analyzing the role of game dynamics and user satisfaction 
in the intention to use e-commerce and its net benefits in the success of the new 
e-commerce platform. To help predict the success of a new e-commerce platform 
we collect 522 responses from a pool of clients of a small company that sells prod-
ucts to Hotels, Restaurants, and Cafes. Ease of use is the main variable that affects 
customer satisfaction and their intention to use e-commerce The company will only 
achieve e-commerce net benefits if these conditions are met. The results contrib-
ute to a better understanding of e-commerce net benefits while developing a new 
e-commerce platform and provide valuable practical contributions for small compa-
nies that have limited marketing and information systems.
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1 Introduction

Electronic Commerce (EC) has allowed small companies to expand their business, 
overcoming barriers that in the past were thought to be impenetrable, making it pos-
sible to reach new markets, expand product portfolios, and grow their client bases 
(Peiris et al. 2015). Although small and medium size enterprises (SMEs) are often 
eclipsed by larger enterprises, EC brings the opportunity for SMEs to level the play-
ing field with larger companies and to compete with them in some features (Minato-
gawa et al. 2020).

In Portugal EC has experienced rapid growth in recent years, driven not only by 
the COVID-19 pandemic but also by the ongoing technological revolution (Digital 
2020). According to a report by Digital (2020) EC in Portugal reached 110 billion 
euros in 2020. This impressive figure underscores the increasing importance of EC 
in the Portuguese economy and highlights the need for firms to embrace digital tech-
nologies to remain competitive in the current business landscape (Tam et al. 2020).

Although only 10% of websites in Portugal are exclusively dedicated to Business-
to-Business (B2B) sales, with the majority of Portuguese company websites serving 
only to present their products and services (76%), online B2B sales are projected 
to increase by 6 billion euros by 2025 (Digital 2020). Even though SMEs that sell 
through B2B have sought to implement strategies allowing them to boost their EC, 
these plans have had mixed results. On the one hand, there are high rates of EC 
implementation in SMEs, but on the other hand, B2B sales that require Service 
quality and customer satisfaction have not moved beyond the initial phase of imple-
mentation (Molla et al. 2006).

Today’s market competition makes EC adoption inevitable for SMEs, forc-
ing these companies to embrace cutting-edge and knowledgeable strategies to stay 
unique, successful, and profitable in both home and international markets (Ber-
toa et al. 2019). According to a report by Salesforce Research (2018), 63% of the 
6700 B2B firms surveyed reported that their customers expect them to offer new 
and improved services with greater frequency than ever before. This highlights the 
urgent need for B2B firms to keep pace with technological advancements and meet 
the changing demands of their customers (Coppola 2021).

The rise of digital sales has become increasingly important for companies seek-
ing to meet customer expectations and improve their overall performance (Suciu 
et al. 2019). As noted by Bongers et al., (2021), a practical approach to this issue 
involves the extension of digital sales capabilities using EC platforms. EC adoption 
is crucial for companies seeking to meet customer expectations and improve their 
performance, but a more nuanced approach is needed to understand the full impact 
of EC on company performance (Tobon et al. 2020).

The theoretical perspective on EC effectiveness requires a different procedure, as 
Jeyaraj (2020) highlights. The author points out the need for a new model capable 
of identifying the key elements of EC net benefits and empirically assessing these 
aspects in a real EC context. Such a model would provide a more comprehensive 
understanding of the impact of EC on company performance and help companies to 
optimize their use of digital sales channels (Yoon et al. 2021).
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The DeLone and McLean (2003) model, introduced in 2003, offers a comprehen-
sive methodology to assess IS (Information System) in general and EC in particular. 
Its dimensions outline EC success metrics, making it an increasingly important tool 
for enhancing overall EC success (Tam et al. 2020).

The DeLone and McLean (2003) model is one of the most widely used mod-
els for assessing EC adoption. However, previous studies conducted by Urbach 
et  al., (2010) and Petter et  al., (2008) have shown that the model lacks strong 
support in all relationships and has produced mixed results in many cases. Petter, 
DeLone, and McLean (2008) found that certain connections within the DeLone 
and McLean model (2003) did not receive strong support at the individual level, 
specifically, the connection between system quality and user satisfaction was 
found to be weak or inconsistent in some studies.

Additionally, Iivari, (2005) found that there was no significant link between 
system quality and actual use in the DeLone and McLean model and Mardiana 
et  al., (2015) further concluded that a deeper understanding of Intention to use 
was required when using the DeLone & McLean model. Finally, Nyadzayo et al., 
(2020) recommended that future studies should explore the relationship between 
customers and service providers throughout the entire buying experience. Addi-
tionally, Bongers et al., (2021) suggested that future research should focus on the 
effects of introducing digital sales channels on interactions at different stages of 
a system, particularly within a business-to-business (B2B) context. Therefore, 
while the DeLone & McLean model remains an important tool for EC success, its 
limitations and potential areas of improvement warrant further research (Jeyaraj 
2020).

Despite all the conclusions and recommendations made by several authors 
regarding the DeLone and McLean (2003) IS model, there is still a gap between 
the model and the implementation phase undertaken by SMEs that guide to EC 
net benefits in a real context. EC holds significant potential for SMEs, but to 
ensure its continued adoption and success, it is important to explore strategies to 
overcome potential barriers (Alzahrani 2019). To this end, this study proposes the 
integration of gamification theories into the DeLone and McLean (2003) IS Suc-
cess Model for SMEs. By doing so, not only can SMEs leverage gamification to 
enhance EC adoption and success, but they can also differentiate themselves from 
other EC systems (Tobon et  al. 2020). Given the critical role of EC in today’s 
business landscape, it is important to identify innovative approaches to support 
SMEs and ensure their competitiveness in the digital sphere (Fonseca et al. 2020).

The need to understand the theoretical and practical foundation of B2B EC 
implementation by SMEs, and the role of gamification elements and mechanisms 
in this process, is of paramount importance in today’s business landscape. How-
ever, previous research has reported a lack of clarity in this area (Garg and Choe, 
2015; Hussein et al. 2020), highlighting the need for a dedicated study to address 
this gap. As such, this study aims to fill this methodological gap by investigating 
the following research question:

• How can SMEs enhance their EC net benefits?



 P. Costa, H. Rodrigues 

1 3

The current study extends previous research not only in the domain of the IS 
model proposed by DeLone and McLean but also in the gamification theory. We 
aim to enhance SMEs’ net benefits by proposing a new model, and defining two 
main objectives:

1. Investigate the relationships between the proposed model variables in the SMEs 
context that operate in the B2B.

2. Measure and compare the variables that are the most important for the model.

The adoption of gamification in EC platforms can be a powerful tool for SMEs 
to improve their competitiveness and enhance their online sales (Tobon et al. 2020). 
Therefore, the present study, which extends the De Lone & McLean model and 
develops a gamified EC platform for an SME in Portugal, offers a novel approach for 
SMEs to leverage their online presence and succeed in the B2B context. We expect 
that by implementing the proposed model, SMEs can gain a deeper understanding 
of EC and take advantage of gamification elements and mechanisms to improve cus-
tomer engagement, loyalty, and satisfaction, ultimately leading to increased sales 
and revenue.

Small and medium-sized enterprises (SMEs) face a significant challenge in opti-
mizing their IT utilization and reaping the maximum net benefits (Yoon et al. 2021). 
DeLone and McLean (2003) found that quantifying Intention to Use and actual use 
of EC platforms is challenging, and future research should focus on measuring net 
benefits instead of surrogate measures. To address this challenge, we propose a 
revised model that incorporates gamification as a key factor in strengthening Inten-
tion to Use EC, ultimately leading to increased net benefits for SMEs.

Our revised model builds on the existing Intention to Use EC framework and 
introduces Game dynamics as a critical contributor to its effectiveness. By integrat-
ing gamification we seek to increase engagement and user participation, leading 
to more significant benefits for SMEs. We recognize that measuring the impact of 
gamification on Intention to Use EC is challenging, but we believe that our approach 
provides a more holistic view of EC net benefits.

Our proposed model provides a roadmap for SMEs to optimize their EC plat-
forms and reap the full benefits of IT utilization. We believe that our model can be a 
valuable tool for practitioners and researchers interested in enhancing EC platform 
effectiveness and improving the performance of SMEs in the digital economy.

Given the potential benefits of EC for SMEs, it is important to study this topic 
and explore the challenges and opportunities that SMEs face when adopting EC. 
Through our study we can identify best practices and strategies to help SMEs suc-
cessfully leverage EC to enhance their competitiveness and achieve sustainable 
growth in today’s digital marketplace. The present work provides a fresh opportu-
nity for scholars and enterprises to analyze EC net benefit results as an outcome of 
the relationship between EC and Gamification.
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2  Theoretical background

2.1  E‑commerce net benefits for small and medium‑size enterprises

EC has the potential to increase SMEs’ efficiency and operation levels (Dirgantari 
et al. 2020). Due to the advantages of this type of business, many companies have 
migrated from the traditional way of doing business to the online business expe-
rience, principally due to its net benefits (Delone and Mclean 2014; Walker et  al. 
2016).

The concept of Net Benefits was first introduced by DeLone and McLean (2003), 
combining individual and organizational impact dimensions from their initial model 
published in 1992. For DeLone and McLean (2003) net benefits contribute not 
only to companies’ success but also to individuals’ realization, which has a positive 
impact on customers. For organizations, these benefits are operations cost reduc-
tion (fewer employees), revenue growth, greater competitivity in local and interna-
tional markets, high customization, increase in companies’ performance, and greater 
engagement with the customer (Dilworth and Kochhar 2013; Dirgantari et al. 2020; 
Fu et al. 2018; Senarathna et al. 2014; Yang et al. 2015).

On the other hand, several authors report some barriers to the adoption of EC by 
SMEs. Those problems are related to a lack of capabilities to adopt EC technologies, 
absence of financial resources to invest in the modernization of technological infra-
structures, shortage of qualified human resources, high dependence on outsourcing 
companies, and lack of security and reliability (Awiagah et al. 2016; Elbeltagi et al. 
2016; Poorangi et al. 2013; Suciu et al. 2019; Vajjhala and Thandekkattu 2017).

When implementing EC a key factor is having a well-structured IS model that can 
be implemented by SMEs (Abdu’a and Wasiyanti, 2019). As several authors report, 
many SMEs have difficulties in adopting new technologies due to the complexity of 
systems or lack of employees specialized in IT (Mazzarol 2015; Morais et al. 2012; 
Pham and Pham 2011).

The IS Success Model proposed by DeLone and McLean (2003) is designed to 
be a simple and uncomplicated model for companies to use (Hartono et  al. 2010; 
Widiaty et al. 2020). Since its introduction, according to Research Gate, the DeLone 
and McLean (2003) IS Success Model has been cited more than 8,000 times and has 
contributed to several articles regarding IS (Gate 2022).

In 2005 (Iivari 2005) conducted research that tested the DeLone and McLean 
(2003) IS Success Model using a field study. He concluded that system quality and 
information quality are significant predictors of user satisfaction but not of system 
use, which in consequence affects the Intention to use EC. Additionally, Walker 
et al. (2016) found in their study that Ease of use is not significantly associated to 
EC use. For Buttle and Maklan (2019), the more satisfied the consumer, the greater 
the increase in the inclination to repurchase products. It is also found by Nyadzayo 
et al. (2020) that the relationship between customers and companies is considered 
critical to engage the consumer in the IS.

Furthermore, Jeyaraj (2020) emphasized the need to re-examine reciprocal rela-
tionships in success models in order to attain success in information systems. This 



 P. Costa, H. Rodrigues 

1 3

highlights the importance of conducting further research on a novel model that can 
improve EC Net benefits.

2.2  Small and medium‑size enterprises in the context of B2B

SMEs are strategic companies for national GDP and economic growth due to their 
ability to find new business opportunities, expand networks into new markets, and 
develop new products (Vajjhala and Thandekkattu 2017; Wardati and Er 2019). 
Although SMEs face strong competition from larger companies and have fewer 
financial and human resources when compared to them, they can still be competi-
tive, especially due to the adoption and use of IS technologies (Bocconcelli et  al. 
2017). These technologies give companies the possibility to develop their own EC 
platforms that allow them to conduct business transactions, maintain business rela-
tionships, and share business information (Holland and Gutiérrez-Leefmans 2018). 
As Wickramansinghe and Sharma (2005) stated, EC platforms can eliminate some 
of the competitive advantages of bigger enterprises and provide equal opportunities 
for all kinds of companies.

B2B is a way of directing business and settling relationships and interactions 
between the salespeople and the purchaser (Kumar and Pansari 2016). B2B com-
panies are adjusting their way of conducting business by introducing EC into their 
sales strategy (Bongers et al. 2021). As Dotzel and Shankar (2019) state, B2B enter-
prises rely on new services or innovations to develop their business. As a conse-
quence, from 2013 to 2019 the EC gross merchandise volume increased by 6.39 
billion dollars in the United States (U.S.) alone (Mehta and Hamke., 2019). More 
recent data indicate that in 2023 U.S. B2B sales via EC will reach 1.8 trillion dol-
lars, which represents a 4% increase compared to 2019 (Coppola 2021). B2B is fun-
damental for SMEs to consolidate and endorse new business, as this type of com-
pany usually has fewer resources to improve developments when compared with 
larger firms (Markovic et al. 2021). To accomplish this and to improve the chance of 
effective B2B, SMEs should make partnerships with research organizations, provid-
ers, wholesalers, and competitors (Bagherzadeh et al. 2020). Additionally, Markovic 
et al. (2021) conclude in their study that there are managerial factors that also influ-
ence the success of B2B, such as organizational innovation governance choice or 
internal firm readiness.

Nyadzayo et  al. (2020) state that due to consumer uncertainty and competition 
from other companies, the B2B process should be more relational than transactional, 
which means having a highly engaged relationship between the SMEs and the client. 
In line with this argument, Bongers et al. (2021) clarify that developing inter-organ-
izational relationships through personal interactions between companies and buyers 
has been essential in B2B contexts for decades, but that SMEs are now introducing 
digital sales channels to achieve this in the digital environment.
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2.3  Model theoretical background

Before the DeLone and McLean (2003) model become one of the most cited IS 
models, several researchers studied and verified the first model, published in 1992. 
They conducted empirical tests on the DeLone and McLean (1992) model of IS to 
verify and validate its effectiveness. In doing so, the model has been tested with 
modified constructs and relationships and has also been respecified and extended 
with the inclusion of other constructs and relationships.

Garrity (1998) presented an ISS model that shared similarities with DeLone 
and McLean (1992) but also had two differences. The model excluded both qual-
ity dimensions in DM1992 while expanding the user satisfaction dimension to com-
prise task support satisfaction, decision support satisfaction, quality of work life sat-
isfaction, and interface satisfaction Jeyaraj (2020). Larsen (2003) presented a wider 
viewpoint that incorporates IS implementation, user behavior, and performance, and 
highlighted the similarities and differences between ISS and DeLone and McLean 
(1992) or DeLone and McLean (2003). In line with the ongoing expansion of EC 
platforms, Lai (2014) replaced Service quality with e-service convenience in 
DeLone and McLean (2003) and subsequently assessed it with the e-SERVCON 
instrument. Later, Božič and Dimovski (2020) investigated the relationship between 
business intelligence and analytics (BI&A), absorptive capacity, and knowledge cre-
ation by applying the DeLone and McLean (2003) and the knowledge-based theory. 
The study found a significant positive relationship between BI&A use and absorp-
tive capacity enhancement, which ultimately led to knowledge creation.

A recent study by Çelik and Ayaz (2022) evaluated the success of the Student 
Information System (SIS) using the DeLone and McLean (2003) and showed that 
system quality, information quality, and Service quality had a significant impact on 
use, but did not significantly affect user satisfaction. Interestingly, system use and 
user satisfaction were found to have no significant impact on the success of the SIS. 
Another study, by Millenia et  al., (2022), applied DeLone and McLean (2003) to 
investigate the e-Filing system. The authors found that information quality had a 
significant positive impact on the use and satisfaction of taxpayers. Additionally, 
the quality constructs of system quality and Service quality were also positively and 
significantly related to taxpayers’ satisfaction. Furthermore, the study revealed that 
system use and user satisfaction had a positive and significant effect on net benefits.

Although derived models have been proposed, DeLone and McLean (2003) has 
been widely used in previous research on the IS domain. These derived models have 
extended the original models by introducing new constructs such as Service quality 
and contributed to the understanding of IS Jeyaraj (2020). However, these models 
have limitations due to their specific research contexts and may not be limited to the 
IS dimensions.

Several prior studies on gamification have employed the DeLone and McLean 
(2003) IS dimensions. For example, Yin et al. (2022) investigated the relationship 
between gamification dimensions and user satisfaction, while Inan (2022) examined 
the impact of gamification on m-payment applications and measured the intention to 
use. Pasca et al. (2021) explored how app perception affects gamification, and how 
gamification enhances Service quality and user loyalty.
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Additionally, Behl et al. (2021) conducted a study that uses game elements and 
information quality grounded in motivational affordance perspective (MAP) to study 
the intrinsic and extrinsic participation on a crowdsourcing platform. The study of 
how gamified systems’ elements and mechanisms shape attitudes and behaviors has 
garnered significant interest in the literature as scholars from various disciplines 
including computer science, psychology, information systems, and social sciences, 
have conducted research on this topic (Tobon et al. 2020).

The DeLone and McLean (2003) IS success model has been adapted for EC and 
has been used to measure various information systems (Çelik and Ayaz 2022). How-
ever, there is a lack of research validating this model or its variations on SMEs that 
operate in the B2B. Our revisited model uses gamification to strengthen the Inten-
tion to Use EC, which will influence EC net benefits. As the Intention to Use EC and 
actual use are difficult to quantify with DeLone and McLean (2003), we propose in 
our model to apply Game dynamics as a key factor that leads to the Intention to Use 
EC, because as DeLone and McLean (2003) recommended in their report, future 
studies should contain net benefits measures and not be satisfied to gather only sur-
rogate measures.

2.3.1  Website information

Information satisfaction is determined by users’ evaluations of website subjects, 
hence IS contents will influence customers’ satisfaction (Palvia 1996). When EC cli-
ents search for a product, they do it quickly, paying little attention to details, thereby 
obtaining information that is too general (Madu and Madu 2002). McKinney et al. 
(2002) concluded that the level of consumer satisfaction is influenced by informa-
tion and the IS, confirming that one of the factors of EC user satisfaction is the IS.

Shi and Yuan (2019) conducted a study on the impact of EC and defined user 
satisfaction as a psychological mechanism of the consumer who is seeking to satisfy 
their desires. Anderson and Srinivasan (2003) defined satisfaction with EC as the 
satisfaction of the customer’s buying experience compared to previous purchases. 
Chen (2012) mentions that user satisfaction is an aspect that influences customers, 
guiding them to repeat their online experience in buying products throughout the EC 
platforms.

Satisfaction evaluates if an IS user is pleased with the available resources, and 
how committed and engaged with the system the user is (Meng and Agarwal 2007), 
and how enjoyable the IS is to the user (Suh et al. 2018). Satisfaction has been rec-
ognized as the strongest link for continued use of IS by the users (Bhattacherjee 
2001). Furthermore, user satisfaction is an essential criterion for a better understand-
ing of consumer behavior by top managers (Santoso and Nelloh 2017).

User satisfaction enhances consumer loyalty in an online and offline environment 
(Shankar et al. 2003). The more satisfaction, the more predisposition a customer has 
to buy from the same enterprise, creating a cooperative relationship between both 
parts (Buttle and Maklan 2019). DeLone and McLean (2003) measured user satis-
faction through information quality and system quality, while Goodhue and Thomp-
son (1995) emphasized the importance of the user opinion about a specific IS on 
user satisfaction. User satisfaction increases the pleasure, thus leading to greater 
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enjoyment of a gamified IS (Suh et al. 2018). Mitrevski and Hristoski (2011) con-
cluded that satisfaction is the overall feeling of customers who are doing online 
transactions.

User satisfaction has been studied with different theoretical approaches. When 
studied by psychological theories, which analyzed the relationships among experi-
ence, expectation, and user satisfaction, no influence of system use was found to 
affect user satisfaction (Brown et al. 2008). Seddon and Kiew (1996) conducted a 
study regarding information integration (which examined how cognitive elements 
affect user satisfaction) and found only weak influence of the perception of system 
attributes on user satisfaction. Sun et  al. (2014) studied user satisfaction by using 
economics theories (adding a quadratic regression equation) and contributed to our 
understanding that aspects other than consumption could affect user satisfaction. 
Meanwhile, Seddon and Kiew (1996) state that the type of IS used will have an 
impact on user satisfaction and influence individual performance. Consequently, it is 
possible to realize that the greater the user satisfaction with an IS, the higher is the 
performance (Ratna et al. 2020).

In the business world companies must continuously search for improvement and 
make the best of their resources to comply with customers’ wishes and needs (Bai-
ley and Pearson 1983). As user satisfaction is a prominent factor for EC success, 
there must be mechanisms that evaluate the customers’ satisfaction by relying on 
the attributes of the system and information (Muylle et al. 2004). User satisfaction 
can also be measured by the system success, which relies on the perceived system 
usage and information quality (Ives et al. 1983). As different users may have differ-
ent product information wishes, a virtuous assessment of website user satisfaction is 
therefore crucial for the success of companies (Muylle et al. 2004).

Through satisfaction it is also possible to assess the loyalty and trust generated 
by customers toward the products or even the enterprise (Martínez-Navalón et  al. 
2021). Furthermore, other studies report that satisfaction affects other variables such 
as continuance intention and Service quality, showing the importance of this matter 
(Li et al. 2018; Shakib Hossain et al. 2019). Based on this, we propose the following 
hypothesis:

H1 The information provided by the EC platform has a positive effect on user 
satisfaction.

2.3.2  Service quality

Success can be determined by the enterprise’s skill in providing services that engage 
the customers. Therefore, Service quality should be one of the first concerns of 
companies striving for an awareness of user satisfaction (Ratna et al. 2020). Service 
quality intensifies user satisfaction, encouraging customers to repurchase (Caruana 
2002). For many companies, user satisfaction is a key factor due to the relevance it 
takes in business development (Bournaris et al. 2013). As Kenett and Salini (2011) 
stated, companies will achieve great performance levels only if they consider User 
Satisfaction as a key factor.
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Even though quality can be the immediate quantification of a service or prod-
uct provided to customers, Service quality is an opinion formed over a long period 
regarding the general assessment of a company’s performance (Hoffman and Bate-
son 2016; Partap 2019). In the past, researchers have debated the relationship 
between Service quality and user satisfaction and concluded that from different 
perspectives Service quality has always had a positive effect on user satisfaction 
(Annamdevula and Bellamkonda 2016; Choshaly and Mirabolghasemi 2019). For 
our research it is important to verify if the relationship between these two subjects 
is in line with previous works. This led us to extend the literature review regarding 
these two dimensions.

Some studies conducted in previous years found that satisfaction and Service 
quality prevail in the services literature mainly in the realms of marketing and man-
agement (Caruana 2002; Nguyen 2009). A consensus exists regarding this theme 
that Service quality and satisfaction are key factors in companies’ development and 
growth (Mosahab et al. 2010). For marketing researchers it is fundamental to quan-
tify the Service quality, and models that measure this subject have been developed 
in recent years, including the five-factor SERVQUAL (Parasuraman et  al. 1985), 
the three-dimension model (Gronroos 1990), and the hierarchical model (Brady 
and Cronin 2018). Nevertheless, there is still disagreement in terms of applicability 
through different areas (Annamdevula and Bellamkonda 2016).

An online system disrupts the face-to-face encounter between the customer and 
the company, which makes it a challenge to establish a continuous relationship based 
on trust (Moorman et al. 1992). Park et al. (2017) found that interactivity boosts the 
communication levels between the system and the user, and builds a bond of reli-
ability and sympathy among users regarding information, leading to the enrichment 
of Service quality. Rousseau et al. (1998) state that reliability is a key factor in the 
use of IS to maintain the success of a system.

Consumption experience is a result of general service fulfillment whereby user 
satisfaction is dependent on the experience of use accumulated over a long period 
(Ballester and Alemán, 2001). The value that clients assign to their experiences 
turns into a bridge between Service quality and user satisfaction (Park et al. 2017). 
Additionally, Service quality is fundamental for IS development, by helping to main-
tain existing clients and attract new ones (Alam 2021). Quality has a positive impact 
on user satisfaction, which supports the theory that user satisfaction is a key factor in 
the success of IS (Tam et al. 2020). We therefore propose the following hypothesis:

H2 The Service quality delivered by the EC platform has a positive effect on user 
satisfaction.

2.3.3  Usability of the website (ease of use)

IS users will use a certain type of technology only if they consider that it is easy 
to be used (Ratna et  al. 2020), and if technology being implemented on an IS is 
perceived as being complex for the user, it will be avoided (Ratna et al. 2020). For 
Davis (1989), Ease of use is the level to which the user believes that using a certain 
type of IS is easy regarding the physical, mental, and learning effort required. Ease 
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of use can be measured by how the operator recognizes and uses the technology and 
if it is easy to become skillful in its use, if it is flexible, understandable, clear, con-
trollable, and easy to learn (Pham and Pham 2011). Ratna et al. (2020) stated that 
Ease of use can be measured by the performance of an operator in understanding, 
using, implementing, controlling, and maintaining a system.

To quantify the complete intellectual reaction that internet users have for web-
sites, Eighmey (1997) introduced six key indexes: interaction, reliability, Ease of 
use, consultation value, entertainment value, and marketing cognition and con-
cluded that Ease of use is central to user satisfaction. An EC IS with outstanding 
usability is generally user-oriented with articulated and informative content, fast and 
suitable navigation system, complete commodity classification, abundant informa-
tion of personalized services, consistent security procedures that meet customers’ 
requirements, and the ability to generate optimistic operation and high fulfillment 
(Shi and Yuan 2019).

Anjos and Gontijo (2017) conducted a qualitative-quantitative study to discover 
usability issues in EC websites and detect usability metrics. They proposed an 
instrument that integrates usability into the process of website development. One 
of the most commonly used usability assessment indicators today is the Microsoft 
Usability Guidelines (MUG), which measures usability centered on content, Ease 
of use, promotion, consistency with the medium, and emotion (Shi and Yuan 2019). 
Rawashdeh et  al. (2021) conducted a study in which their findings contributed to 
understanding how Ease of use interacts with user satisfaction. As user satisfaction 
is a crucial managerial aspect that should be assessed by companies, Taherdoost 
and Madanchian (2021) stated that reaching high Ease of use performance levels is 
important to attain high Customer satisfaction.

An enterprise IS will be successful if the technology behind the system is applied 
in the right way by its users, which will boost the performance and strength of the 
relationship between the employer and the system (Goodhue and Thompson 1995). 
Furthermore, Davis (1989) states that the effectiveness of an IS relies on whether or 
not users have confidence that the system will lead to an enhancement of their per-
formance or simplify their tasks. The persistence usage intention of a system will be 
shaped by system usage satisfaction, which is a key factor for the simplification of 
strategy, value-adding tasks, and plans (Rawashdeh et al. 2021). Based on this, we 
propose the following hypothesis:

H3 The EC platform’s Ease of use has a positive effect on user satisfaction.

2.3.4  Game dynamics

Game dynamics is the term given to the characteristics of gamified structures that 
can predict or control a further situation in the system. Game dynamics comprise 
“constraints (certain limitations or forced withdrawal), emotions (curiosity, com-
petitiveness, frustration, happiness), narrative (consistent, continuous and ongoing 
story), progression (consumer’s, as player’s, growth and development) and rela-
tionships (friendship created by social interaction, status, altruism)” (Werbach and 
Hunter 2012).
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One of the Game dynamics goals is to capture customer “flow” (Bilgihan et al. 
2015). This expression is used to designate a state of mind that is sometimes experi-
enced by people who are involved in some activity with entire immersion, attention, 
and satisfaction, i.e., being completely absorbed in it (Pace 2004).

When using an IS, users search for an online experience that can provide benefits, 
such as visual appeal, good design, and enjoyment, but most importantly, a system 
that is easy and interactive to use (Bilgihan et al. 2015). Usability can be assessed 
during the development procedure, during the planning phase, strategy, replication, 
test sample, or final software and it is fundamental to determine whether the IS is 
user-friendly, efficient, and effective (Anjos and Gontijo 2017). Today it is not pos-
sible to develop an EC IS without engaging the issue of usability (Gabriel 2007). 
To help the development of EC, some authors have proposed the use of usability 
metrics, which are a series of indicators to use in evaluations (Bertoa and Vallecillo 
2004; Gabriel 2007). These metrics consist of multiple usability guides, each one to 
evaluate the usability of a precise feature of the IS (Anjos and Gontijo 2017).

The combination of different elements from the virtual environment, such as 
website design, website communication elements, and website content, can be con-
sidered to be stimuli (Vaičiukynaitė and Gatautis 2013). According to Eroglu et al. 
(2003), stimuli in the virtual environment have an emotional and cognitive impact 
on consumers, and a more engaged consumer will be more interested in information 
related to the product (Gatautis et al. 2016). Engaging boosts Game dynamics and 
strengthens active and interactive engagement, which can be designed by provid-
ing more frequent feedback or rewards (Tu et al. 2015). Game dynamics are critical 
design strategies to stimulate, motivate, and promote learning objectives, and can 
include the interactions between the learner and the system that will be enhanced by 
its Ease of use (Prensky 2001).

Improvements in system Ease of use and utility enhance the navigation expe-
rience, raise a sense of trust, and have a positive impact on customers (Lowry 
et  al. 2008). For Bridges and Florsheim (2008) the system and all valuable com-
ponents that have an impact on usefulness, Ease of use, and enjoyment will shape 
the flow experience (Bilgihan et al. 2015). Based on this, we propose the following 
hypothesis:

H4 The EC platform’s Ease of use has a positive effect on Game dynamics.

Werbach and Hunter (2012) called game components the resources used to 
engage the consumer and that in turn make the game more enjoyable, thereby moti-
vating and attracting players who are more involved in the IS (Gatautis et al. 2016). 
The relationship of multiple game elements from different dimensions allows gami-
fication to be applied in multiple situations (Gatautis et al. 2016). Also, IS hedonic 
aspects are important in promoting positive brand impartiality, strengthening the 
importance of website esthetics in forming and sustaining an optimistic attitude 
toward a product (Bilgihan et  al. 2015). The combination of virtual elements has 
an emotional impact on consumers, which in turn prompts positive or negative con-
sumer responses (Gatautis et al. 2016). Positive emotions enhance buying possibili-
ties, while negative feelings may lead to a state of avoidance (Fiore and Jin 2003).
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The system design quality positively affects the consumer’s trust in the web-
site, since is a critical element regarding online shopping (Ha and Stoel 2009). 
Furthermore, Utz, Kerkhof, and Van Den Bos (2012) state that consumers’ trust 
increases when they believe that the technology is reliable and credible. Web-
site developers are influenced to take inspiration from entertainment industries, 
such as video games and movies, to introduce more stimulating characteristics to 
website design. Even though incentives or rewards are a characteristic of gami-
fication, such Game mechanics, rewards, and incentives unaccompanied do not 
characterize actual gamification design (Tu et  al. 2015). In recent years gamifi-
cation has become a popular topic among scholars and enterprises, resulting in 
several studies and applications with different game design types (Negruşa et al. 
2015; Seaborn and Fels 2015). Although in the entrepreneurial context, gamifica-
tion has been applied to boost the engagement level of clients in the B2B context, 
there is still a gap in the research undertaken by scholars (Nah et al. 2019; Rob-
son et al. 2016; Silva et al. 2019).

The constructive emotions that result from the customer-system interaction inten-
sify consumers’ knowledge about the brand and strengthen their association with it. 
The Game design commonly uses diverse Game dynamics in the Game mechanics 
to continuously nurture engagement and enjoyment (Tu et al. 2015). The successful 
design has a high chance of initiating, simplifying, and maintaining desired learning 
objectives through effective step-by-step gamified prizes and/or a series of level-up 
rewards, such as leaderboards or scoreboards (Tu et al. 2015). Based on this, we pro-
pose the following hypothesis:

H5 The Game design supplied by the EC platform has a positive effect on EC 
platform Game dynamics.

Game mechanics are elements created by the game designers to enhance the 
player engagement in a gamified system (Gatautis et  al. 2016). For Werbach and 
Hunter (2012), these mechanics can be challenges, elements of randomness, con-
tests, shared goals, feedback, resources acquisition, rewards, transactions, extra 
turns, and win states. For Arnab et al. (2015), Game mechanics are the theoretical 
concepts of the game such as resources, goals, and dilemmas; and by the rules that 
are the guidelines of the game. Game mechanics control which stimuli should be 
attributed and outline when and how incentives should be obtained. Consequently, 
Game dynamics and Game mechanics are interconnected in such a way that they 
balance and boost each other (Tu et al. 2015). In addition, sensations such as enjoy-
ment, awakening, fantasy, and happiness are some of the mechanics that enhance 
the shopping experiences (Xu et al. 2012). As Bilgihan et al. (2015) concluded, the 
online shopping experience is characterized by complete absorption in what one is 
doing, and an IS practical characteristics help consumers obtain a sense of self-con-
trol and an inherently fulfilling experience.

Game dynamics were defined by Gatautis et  al. (2016) as a specific consumer 
state leading to additional engagement in gamified activities, which in the online 
world can lead to a consumer-specific state of stimulation. They are also consid-
ered to be among the most important subjects regarding gamification, as they can 
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encourage system users to explore new resources by giving them new and unex-
pected rewards (Tu et al. 2015).

Suh et  al. (2018) concluded that Game dynamics satisfy users’ essential psy-
chological needs, which is paramount to boosting enjoyment, leading to customer 
engagement with a gamified IS.

The online shopping experience is associated with the flow experience because as 
O’Cass and Carlson (2010) state, it stimulates online shopping behaviors, impulse 
buying, purchase goals, and continuance intentions. Greater awareness of a system’s 
interactivity over its mechanisms can amplify the user’s experience and achieve-
ments (Bilgihan et al. 2015). Based on this, we propose the following hypothesis:

H6 Game mechanics on the EC platform have a positive effect on the platform’s 
Game dynamics.

2.3.5  Intention to use EC

User satisfaction is a goal that all companies hope to achieve due to its advantages, 
such as customer loyalty, sustainable profitability, and positive reviews and com-
ments from customers (Liu and Jang 2009). Customer satisfaction can be defined as 
the customer’s perception of a service received compared to a service expected (Jani 
and Han 2011). In addition, Martínez-Navalón et  al. (2021) state that if the user 
has predetermined quality expectations about a certain service and if the service is 
delivered in line with those expectations, satisfaction is generated.

If satisfaction is generated regarding a service or product, it positively affects the 
user’s trust, which will encourage the user to continue buying the same products 
or using the same services (Martínez-Navalón et al. 2021). In the EC environment, 
user satisfaction is defined as the satisfaction of the consumer regarding her/his pre-
vious buying experiences with an EC company (Anderson and Srinivasan 2003). 
As Shakib Hossain et al. (2019) conclude, a robust relationship with users certainly 
affects brand loyalty in a positive way. Chen (2012) concluded that achieving user 
satisfaction is paramount for customer e-loyalty, not only because online Customer 
satisfaction can be attained through overall user satisfaction, user expectations, and 
the shopping experience, but also once customers become loyal they express their 
loyalty toward the e-retailer in different psychological and behavioral dimensions. 
For Chen (2012), customer loyalty is a significant objective for EC systems due to 
the advantageous customers’ attitudes such as repeat purchase intentions and behav-
iors. In addition, a loyal regular user should be more likely to seek a product or ser-
vice in the future than a first-time customer (Basalla et al. 2021).

User satisfaction is important for companies because a satisfied user repurchases, 
trusts the brand, and is loyal to the enterprise’s services and products (Martínez-
Navalón et  al. 2021). Companies must focus on this matter for users to continue 
using their services and EC platforms. Based on this, we propose the following 
hypothesis:

H7 The user satisfaction provided by the EC platform has a positive effect on EC 
Intention to use.
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IS performance is a key attribute in determining user satisfaction in EC and an 
aspect that affects the consumer’s decision to purchase a product or not (Poggi et al. 
2014). Website abandonment by EC visitors has a negative impact on companies’ 
revenue and results (Marshak and Levy 2003). In their most recent study, Taher-
doost and Madanchian (2021) stated that performance, trust, usability, user-friend-
liness, design, training, security, and quality are the most significant features of EC 
satisfaction and that these must be well planned in order to implement them cor-
rectly on an EC system.

For Chen (2012), customer loyalty is a significant objective for EC systems due to 
the advantageous customers’ attitudes such as repeat purchase intentions and behav-
iors. In addition, a loyal regular user ought to be more likely to acquire a product or 
service in the future than a first-time customer (Basalla et al. 2021).

Gamification is a theoretical framework that merges game elements and tech-
niques to improve results in a non-game context (Silva et al. 2019). In the business 
world gamification has the objective of improving Customer satisfaction and sales 
(Muangsrinoon and Boonbrahm 2019). Furthermore, game components characterize 
consumer understanding of website features as well as a different type of enthusiasm 
to become engaged in games Gatautis et al. (2016). Greipl et al. (2021) conducted a 
study that identified if participants were engaged in a game or non-game version of 
a spatial working memory task. The authors concluded that game elements enabled 
a more emotionally engaging experience. On the other hand, the non-game condi-
tion leads to a sense of boredom (Greipl et al. 2021). Game dynamics were defined 
by (Gatautis et al. 2016) as a specific consumer state leading to additional engage-
ment in gamified activities, which in the online world can lead to a consumer-spe-
cific state of stimulation. They are also considered to be among the most important 
subjects regarding gamification as they can encourage system users to explore new 
resources by giving them new unexpected rewards (Tu et al. 2015). Suh et al. (2018) 
concluded that Game dynamics satisfy users’ essential psychological needs, which 
is paramount to boosting enjoyment, leading to customer engagement with a gami-
fied IS.

Based on this, we propose the following hypothesis:

H8 Game dynamics implemented on an EC platform have a positive effect on EC 
Intention to use.

2.3.6  E‑commerce net benefits

Via the internet, IS, and applications, it is possible today to buy, sell, market, and 
commercialize products, services, and information (Ho et al. 2020). EC has become 
one of the most important approaches in businesses leading to an increase in effi-
ciency in companies’ operations (Abdu’a and Wasiyanti, 2019). At the same time, 
EC also establishes long-term relationships between consumers and enterprises, 
resulting in repurchase intentions (Agag and El-Masry 2016). Dirgantari et  al. 
(2020) concluded in their recent study that companies must continue developing 
EC systems to increase usage level, information quality, information relevance, and 
client satisfaction. When compared to other companies, enterprises that use this 
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type of IS have the ability to become more resilient and improve their own ability 
to respond to competitors (Zhuang and Lederer 2003). Additionally, as mentioned 
above, Peiris et al. (2015) state that EC has the ability to retain customers, contribut-
ing to their intention to use these types of system.

Lederer et al. (2009) conducted a study to identify IT general benefits and con-
cluded that in general there are 33 benefits categorized in six groups: information, 
cost savings, competitiveness, productivity, planning and control, and new applica-
tions. More specifically, there are several benefits when using EC IS, such as sales 
increase, cost reduction, and better customer relationship management (Bordonaba-
Juste et al. 2012; Lyu et al. 2010). Additionally, Zhuang and Lederer (2003) identi-
fied other benefits for B2B EC, which are operational effectiveness and efficiency, 
better data control, better customer service, and access to new markets.

As Agag (2019) concluded in his study, relationship quality has a great influence 
on repurchase intention and loyalty, showing the importance of building a solid rela-
tionship between the online service provider and buyers. Furthermore, Carvalho and 
Mamede (2018) conducted a study in which companies’ top managers pointed out 
the advantages of implementing and maintaining an EC system, mentioning greater 
knowledge of their target audience, contracts growth, transactions speed, wider geo-
graphic coverage, and turnover increase. EC has reshaped the commercial relation-
ship between the customer and the seller because today it is possible to conduct 
business exchanges in real-time with no geographical boundaries (Luo et al. 2005).

EC is not only about successes, but also about failures that must be analyzed. 
“Net benefits” leaves a margin for error margin in the final results because “[no] 
outcome is wholly positive and without any negative consequences” (DeLone and 
McLean 2004). “Net benefits” measure the negative and positive impacts on compa-
nies, customers, suppliers, economies, and industries (DeLone and McLean 2004).

Based on this, we propose the following hypothesis:

H9 The Intention to use EC platform has a positive effect on EC net benefits.

Fig. 1  New Proposal of IS Success Model. Source: authors
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2.4  Conceptual model

The new proposed conceptual model (Fig.  1) summarizes the hypotheses for this 
research.

The suggested approach uses metrics of Game dynamics and User satisfaction to 
estimate the Intentions to use EC, which in turn evaluates the EC benefits. User sat-
isfaction and its antecedents, namely Information, Service quality, and Ease of use 
have been considered as the overall Intention to use EC (Ilieva et al. 2022).

Game dynamics has been considered as the overall user game experience and 
is considered a fundamental part of the user’s Intention to use EC (Yu and Huang 
2022). Thus, three antecedents, Ease of use, Game design, and Game mechanics, 
were used to estimate Game dynamics. These variables and relationships in the pro-
posed model are relevant for the study in the context of Small and Medium Size 
Enterprises (Schielzeth 2010).

3  Methodology

3.1  Context of the study

The sample for this study is a pool of clients of an SME that operates in the B2B 
context distributing products (e.g., coffee, chocolates, candies,) to Hotels, Restau-
rants, and Cafés. This small company seeks to increase online sales by creating a 
new website.

The survey was distributed among the company clients, i.e., the potential users of 
the new website. The survey was a fundamental resource to gather relevant informa-
tion concerning the company, its clients, and their intention to use a new EC plat-
form. It is important for this SME to participate in the project not only to under-
stand and better comprehend the EC in B2B, but also to improve their online sales. 
As stated by Libai et al. (2010), an online atmosphere empowers corporations to be 
allied in dynamic new ways.

3.2  Data collection and questionnaire

Data were collected with a survey addressed to online clients of the case company 
between July 2021 and January 2022. The questionnaire was in Portuguese and 
available online via a link (https:// iscte iul. co1. qualt rics. com/ jfe/ form/ SV_ 8HaQK 
1KhPF UEOAC) that redirected the online consumers to the questionnaire (the ques-
tionnaire is included in the attachments). A total of 610 responses were received; 
88 incomplete questionnaires were eliminated, and the final sample has 522 valid 
responses.

The questionnaire had ten sections, 9 for the model dimensions and the last for 
demographics. The first section comprised the Information EC and had 5 dimensions 
(Loiacono et al. 2014; Walker et al. 2016); the second section contained the Service 
quality EC and had 5 dimensions (Kuo et al. 2009),; the third section embraced the 

https://iscteiul.co1.qualtrics.com/jfe/form/SV_8HaQK1KhPFUEOAC
https://iscteiul.co1.qualtrics.com/jfe/form/SV_8HaQK1KhPFUEOAC
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Ease of use and had 5 dimensions (Chiew and Salim 2003); the fourth section was 
for Game design EC and had 12 dimensions (Thorne et al. 2009); the fifth section 
included the Game mechanics EC and had 5 dimensions (Bovermann and Bastiaens 
2020), the sixth section comprised User Satisfaction and had 5 dimensions (Kuo 
et al. 2009), the seventh section contained the Game dynamics and had 5 dimensions 
(Bertoa et al. 2019), the eighth section contained Intentions to Use EC and had 4 
dimensions (Belanche et al. 2012), and the nineth section included EC Net Benefits 
and had 5 dimensions (DeLone and McLean 2004; Zhuang and Lederer 2003); the 
last section comprised the Demographics.

Based on the literature, well-validated measurement items for study constructs 
were adopted and included in the questionnaire, which measured online consumers 
and ranked the importance of each attribute in their previous experience in online 
shopping. The responses used a 7-point Likert scale (1 = “Extremely unimportant”; 
7 = “Extremely important”).

3.2.1  Sampling

The respondents were company clients who had access to the shared link redirecting 
them to the questionnaire. Most of the respondents were male /54.2% of the sample), 
with the largest percentage between 18 and 25 years old 39.8%. Also important to 
remark is that the EC users 46–54  years old represent 23% of our sample. Time 
spent online by our users is essential for the results, since almost every respondent 
used the internet regularly (99%); and 200 respondents (38.3%,) reported making 
online transactions at least once per month, followed by 146 respondents making 
one online transaction quarterly (28% of the sample). It is also important to mention 
that 210 respondents had used EC for only 2–5 years, representing 40.2%, and 134 
respondents had been making online transactions for more than 5 years (25.7% of 
the sample) (Tables 1 and 2).

3.3  Data analysis

Analyzing the outcome data of research is a complex task. Conventional statisti-
cal techniques for data analysis specify default models assuming that measurement 
occurs without error and are intransigent to some extent. On the other hand, struc-
tural equation modeling (SEM) is a multivariate technique incorporating meas-
ured variables and latent constructs, and clearly identifies measurement error (Suhr 
2006).

To test the relationships hypothesized in the proposed conceptual model (Fig. 2), 
we used the SEM (IBM SPSS Amos 28 SEM), after performing an exploratory and 
confirmatory factor analysis with SPSS to estimate a series of interrelated depend-
ence relationships simultaneously. The SEM approach has been used in many fields 
(social science, information technology, and others) to empirically analyze concep-
tual models, as it tests hypotheses regarding the model relationships; to represent, 
estimate, and test a model’s relationships between variables; and to test hypothesized 
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patterns of directional and nondirectional relationships between measured and latent 
variables (Boomsma et al. 1995; MacCallum and Austin 2000; Rigdon 1998).

Exploratory factor analysis (EFA) and Confirmatory factor analysis (CFA) guar-
antee that the precision of this consideration complies with the current measures that 
are considered reasonable for conceptual model validation (Fig.  1). Using AMOS 
we performed an EFA in SPSS before conducting a CFA to identify the underlying 
constructs and to verify the factor structure for a set of measured variables according 
to participants responses (see Table S2 in attachment).

Inferential statistics regularly count on the supposition that data are regularly dis-
tributed. Values that are skewed or occur recurrently along one portion of the meas-
urement scale will affect the variance–covariance among variables, and kurtosis in 
data will also impact statistics (Schumacker and Lomax 1996). Because of this, we 
tested the data for normality and the Skewness and Kurtosis measures were checked 
(see Table S3 in attachment).

There are several methods to determine the proper number of main components 
to characterize the data variance and the feature correlation in a principal analysis. 

Table 1  Demographics Variable Category N %

Gender Male 283 54.2
Female 239 45.8

Age group 18:25 208 39.9
26:35 68 13
36:45 83 15.9
46:54 120 23
 > 55 43 8.2

Education High school 157 30.1
Four-year university 255 48.9
Master’s 90 17.2
Doctorate 4 0.8
MBA 5 0.9
Other 11 2.1

Internet profile Regular user 443 84.9
Not regular user 79 15.1

Familiarity Familiar with EC 443 84.9
Not familiar with EC 79 15.1

Online transactions 
frequency

Weekly 68 13
Monthly 200 38.3
Trimestral 146 28
Annually 96 18.4
Never 12 2.3

EC years  < 1 178 34.1
2:5 210 40.2
 > 5 134 25.7
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One of the most popular methods is the Kaiser–Meyer–Olkin (KMO) statistic test 
(Table 5), which measures the suitability of the data obtained for structure detection, 
and provides hints about the proportion of variance, given the analyzed variables (or 
items) that is caused by underlying factors, i.e., KMO indicates how well the items 
are suited to perform a factor analysis (Kaiser 1960). Low values of KMO suggests 
that the sum of partial correlations is greater than the sum of correlations, indicating 
that the use of factor analysis is unsuitable, while higher values of KMO suggests 
that the correlations’ pattern is fairly compact and the use of factor analysis would 
give consistent results (Field 2013).

The reliability of scale is commonly measured by the Cronbach’s alpha (Chan 
et  al. 2018). It defines the mean correlation or the internal consistency between 
factors in the survey to assess the questionnaire’s trustworthiness. The Cronbach’s 
alpha coefficient takes a value between 0 and 1 and the closer to 1, the more consist-
ent the measurement scale is (Reynaldo and Santos 1999).

The Square root of the AVE (Average Variance Extracted) and CR (Composite 
Reliability) were used to test whether the discriminant validity exceeded the correla-
tion between the dimensions (Hair et al. 2006). The model has acceptable conver-
gent validity, as shown by the results for CR and AVE (diagonal elements in bold) 
of all the dimensions (see Table  3), and the CR and AVE are above 0.7 and 0.5, 
respectively, as suggested by Nunnally and Bernstein (1994), indicating that the dis-
criminant validity is adequate.

4  Results

Before analyzing the data from this investigation, the values of skewness and kurtois 
were examined. These values were gathered for data analysis and therefore SPSS 
and AMOS 28 were used. To better visualize the results, a descriptive statistics table 
(Table S1 in attachment), Skewness and Kurtosis measures table (Table S2 in attach-
ment), KMO, Bartlett’s Test table (Table 2), and a regression coefficient conceptual 
model (Fig. 3) were formulated.

Cronbach’s alpha values for constructs were all above the minimum threshold of 
0.70, demonstrating internal reliability in measurement items (Reynaldo and San-
tos 1999). For this research the variable with the greatest index is Intention to use 
(0.899), followed by EC Net benefits (0.898), the third variable is Customer satisfac-
tion (0.845), the fourth is Information (0.833), the fifth is Ease of use (0.829), the 

Table 2  KMO and Bartlett’s Test

KMO and Bartlett’s Test

Kaiser–Meyer–Olkin (KMO) Measure of Sampling Adequacy 0.909
Bartlett’s Test of Sphericity
 Approx. Chi-Square 13,764.473
 gl 990
 Sig 0.000
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sixth is Game mechanics (0.818), the seventh is Game design (0.803), the eighth is 
Service quality (0.783), and the variable with the lowest Cronbach’s alpha is Game 
dynamics (0.760).

The current study found that skewness is between − 1.062 and 0.3 (see Table S2 
in attachments), indicating non-normal dissemination, but still within the presump-
tions of greatest probability (Field 2013). The most affected variables are Customer 
satisfaction 3 and Game mechanics 5.

Kurtosis ranged from − 0.806 to 1.257, being recognized as a platykurtic distri-
bution and demonstrating non-normal conveyances, but still inside the suspected 
range of greatest probability (Kallner 2018). The most affected variables are Game 
design 1 and Customer satisfaction 3.

The values for skewness and kurtosis − 2 and + 2 are considered tolerable and 
indicate normal univariate distribution (George and Mallery 2016). Thus, the vari-
ables Customer satisfaction 3 (kurtosis = 1.26) and Customer satisfaction 3 (Skew-
ness = − 1.062) may alert us to a problem and could be removed, as they suggest a 
large number of univariate outliers in the dataset. However, they have an acceptable 
commonality.

A variable is “good” for EFA if its commonality is moderate (above 0.5). When 
less than or equal to 0.5 it can be considered low, meaning that it shares less than half 
of its variability in common with the other variables (Velasquez and LaRose 2015). 
The commonality values show that all variables are good for an EFA (Table 4).

A KMO value greater than 0.7 indicates that factor analysis is appropriate for the 
dataset under consideration and if less than 0.50, is inadequate (Leech et al. 2005). 
The KMO value for this research is 0.909, which is a high value (close to 1) and is 
classified as “superb” on the Level of Acceptance, demonstrating that the data are 
adequate for a factor analysis (Table 2) (Field 2013). To test whether this value is 
statistically different from zero at p = 0.05, Bartlett’s Test of Sphericity is required. 

Fig. 2  Proposed Conceptual Model. Source: authors
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The result χ2 (522) = 13,764.473, p < 0.000, showing that correlations within items 
are good and significant (see Table 3). In conclusion, the present dataset is suitable 
to perform an EFA.

A SEM with maximum likelihood estimation procedure was run, with results 
showing a good model fit, as demonstrated in Table 5. The hypothesized relation-
ships were tested. Figure 3 presents the empirical findings from the SEM. Hypoth-
eses 1, 2, and 3 were tested, and their results indicated that User Satisfaction is 
positively affected by Information (β = 0.17), Service quality (β = 0.19), and Ease of 
use (β = 0.38), meaning that EC platform Ease of use has the greatest effect on user 
satisfaction.

When Hypotheses 4, 5, and 6 were tested, results showed that Ease of use 
(β = 0.20), Game design (β = 0.17), and Game mechanics (β = 0.49) exerted a sub-
stantial impact on Game dynamics, and thus Hypotheses 4, 5, and 6 are also sup-
ported. These results also show that Game mechanics brought by the EC platform 
has the most positive effect on EC platform Game dynamics.

Hypotheses 7 and 8 were then estimated. Intention to use EC is positively 
affected by User Satisfaction (β = 0.80) and Game dynamics (β = 0.16), indicating 
that Hypotheses 7 and 8 are also supported. The user satisfaction provided by the 
EC platform has the most positive effect on EC Intention to use. Finally, hypoth-
esis 9 was assessed. EC net benefits are possibly affected by Intention to use EC 
(β = 0.70), meaning that the Intention to use EC platforms have a positive effect on 
EC Net benefits.

5  Discussion

Our study presents an original conceptual model to investigate the potential impact 
of a new EC website on the performance of a SME in the B2B context. Through 
an analysis of the company, its customers, and potential users of the new EC plat-
form, we have identified a strong correlation between Customer Satisfaction and the 
Intention to Use. This relationship, in turn, has a direct and positive effect on the 
EC Net benefits as the dependent variable. This highlights the critical role of Cus-
tomer Satisfaction and Intention to Use in driving the success of EC platforms for 
SMEs in the B2B context. Our results align with the research conducted by (Shahid 
Iqbal et al. 2018), who reported a significant positive correlation between self-ser-
vice technology Service quality and behavioral intentions. Moreover, (Ma and Wang 
2021) have demonstrated the importance of customer satisfaction in driving re-pur-
chasing intention, especially in the context of service failure. These findings provide 
further support for the notion that enhancing customer satisfaction and Service qual-
ity can lead to improved Intention to Use EC.

Our study indicates that while all variables in the proposed model have some 
impact on the final results, certain factors may warrant more attention from compa-
nies seeking to enhance their net benefits. Our analysis has revealed that the Ease-of-
Use variable exerts the greatest influence on Customer Satisfaction, while the Game 
Mechanics variable has the strongest impact on Game Dynamics. Additionally, we 
have found that Customer Satisfaction has a more significant positive effect on the 
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Intention to Use EC variable than on the Game Dynamics variable. Notably, the 
Intention to Use EC variable was identified as having a direct and positive impact 
on EC net benefits. These findings have important implications for companies seek-
ing to improve their EC performance by prioritizing the most influential variables in 
the proposed model. Our study’s findings are consistent with those of Agarwal and 
Dhingra (2023), Yadav and Goraya (2018), and Phaphoom et al., (2015), who have 
reported that Ease of use is the most crucial factor influencing cloud Service quality 
and, consequently, customer satisfaction.

For small B2B enterprises EC offers a variety of growth opportunities and advan-
tages including cost savings, efficiency enhancements, better customer and supplier 
relationships, access to new markets, real-time marketing offers, higher profits, and 
gains in competitive advantage (Elbeltagi et al. 2016; Walker et al. 2016). Custom-
ers tend to use EC if the website delivers the proper service in the period agreed 

Table 5  Regression results underling the hypothesis testing (SPSS AMOS output)

Estimate S.E C.R P Label

Customer satisfaction  < –- Information .171 .047 3.644 *** H1
Customer satisfaction  < –- Service quality .199 .034 5.872 *** H2
Customer satisfaction  < –- Ease of use .381 .047 8.082 *** H3
Game dynamics  < –- Ease of use .201 .057 3.537 *** H4
Game dynamics  < –- Game design .160 .105 1.517 .129 H5
Game dynamics  < –- Game mechanics .493 .052 9.393 *** H6
Intention to use  < –- Customer satisfaction .804 .080 10.040 *** H7
Intention to use  < –- Game dynamics .165 .034 4.845 *** H8
EC Net benefits  < –- Intention to use .707 .064 11.016 *** H9

Fig. 3  Regression Coefficient Values
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to ensure that what the customer receives is what he or she believed they would 
get. Furthermore, customers are more likely to share information and conduct online 
transactions if they feel more secure (Agag 2019).

Although H1 and H2 had positive effects regarding the Customer satisfaction, H3 
stands out more. Our results imply that at these levels of Ease of use customers will 
be more pleased and inclined to consume, thereby expressing consumer satisfaction. 
In a study conducted by Filieri et al. (2021) measuring if TripAdvisor is still rele-
vant, the authors found that perceived Ease of use has a positive impact on Customer 
satisfaction, leading to the continuing relevance of the user generated platforms. On 
the other hand, the findings differed from those of (Shahid Iqbal et al. 2018), who 
found a strong relationship between self-service technology Service quality and cus-
tomer satisfaction.

This study contributes to the very limited literature on SMEs that operate in the 
B2B context and the intent to use gamification as a mechanism to boost sales and 
increase the customer intention to use an EC website. Regarding the Game dynam-
ics, the hypothesis found to be the most prevalent was H6. Hypotheses 4 and 5 did 
not have the same outcome values has H6, revealing that for Game dynamics suc-
cess, developers should focus more on Game mechanics.

One of the earliest mechanics introduced was the frequent flyer program by 
American Airlines, which was followed by other airline companies. Subsequently 
car rentals and hotel chains started using mechanics of gathering points and exchang-
ing them for other services and products as an instrument to grow the return rate of 
customers (Shpakova et al. 2017). Hamari et al. (2014) have reported that mechanics 
enable game dynamics to create a unique user experience. Moreover, Hofacker et al. 
(2016) have shown that game mechanics have the ability to shape users’ perceptions 
of expected rewards.

While our study and others have highlighted the potential benefits of effective 
Game mechanics, Zhang and Huang (2010) have cautioned that the effectiveness 
of these mechanics may depend on consumer proximity to specific goals and the 
mechanics of goal achievement. These results suggest that careful attention must be 
paid regarding the tailoring of game mechanics to the specific needs and goals of 
users in order to maximize their impact on user behavior and outcomes.

The correlation between Ease of use and Customer satisfaction is slightly higher 
than the correlation with Game dynamics. Similar results were found in a Technol-
ogy Acceptance Model (TAM): Ease of use, defined as the degree to which using a 
system is relatively free from effort; and usefulness, defined as the degree to which 
using the system enhances an individual’s effectiveness (Davis 1989). Service qual-
ity and Information both have a small impact on Customer satisfaction with only 
Ease of use being relevant. Contrary to our research, Brown et al. (2008) found that 
the relationship between satisfaction and Ease of use and usefulness was not statisti-
cally significant. However, they found that the relationship between the interaction 
term and satisfaction for usefulness was statistically significant.

In the specific context of the study in which customers use the website for plac-
ing their orders, Game mechanics, which include scores, levels, and virtual goals, 
have a direct positive effect on Game dynamics (Bovermann and Bastiaens 2020). 
We found that customers tend to use gamification if it is related to financial benefits 
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or monetary gains, which is in line with the findings of (Rodrigues et  al. 2016). 
For example, Game mechanics and Game dynamics might be a successful company 
strategy if they are related to quantity discounts or other monetary advantages. The 
non-positive effect of Game design and Game dynamics is that design is related to 
esthetics and when shopping online, customers may seek functional benefits and 
usefulness of the website rather than the design (Bridges and Florsheim 2008).

Another interesting finding is that Game dynamics (e.g., game characteristics 
such as trophies, rewards, contests, or avatars) have a weak effect on the intention 
to use the website for commercial transactions. On the other hand, when comparing 
H7 with H8, it is clear Customer satisfaction is more important than Game dynamics 
when the main objective is that clients intend to use the EC website. Tu and col-
leagues found that although gamified websites might include incentives and rewards, 
these Game mechanics do not constitute a successful gamification design on their 
own (Tu et al. 2015). For instance, Google’s attempt to reward users for reading the 
news with badges was unsuccessful because they did not want to reveal the specific 
news they were interested in reading. This is an illustration of how poorly conceived 
mechanics may result in unfavorable dynamics. Gamification does not necessarily 
work or represent the best approach merely because it is popular at the present time 
(Robson et al. 2016).

In a study conducted by Khulood Alhammadi (2022) it was found that actual use 
mediates the relationship between satisfaction and net benefits. These findings are in 
line with our results whereby H7 is more important than H8, showing that Customer 
satisfaction will influence EC Net benefits but will be mediated by Intention to use 
EC. Our findings also indicate that EC Net benefits are highly dependent on Inten-
tion to use EC, resulting in the validation of H9. Similar results were also found by 
Jimmy (2014), who conducted a case study to measure the net benefits of the Uni-
versity of Surabaya’s EC, finding that the net benefits dimension is the most critical 
one, and is responsible for cost savings, market expansion, additional sales, and time 
savings.

Our main results are in line with those of previous studies conducted in this area. 
Tobon et al. (2020)found that gamification enhanced customer engagement and con-
sumer decision, Xi and Hamari (2019)discovered that gamification has a substan-
tially positive effect on users’ satisfaction, Rodrigues et al. (2016) state that gami-
fication has a positive impact on customer intention to use a business software, and 
Blohm and Leimeister (2013) discussed in their study that gamification enhances 
loyalty and motivation toward a service, brand, or product.

Contrary to our findings, in which Game Mechanics were the gamification ele-
ment with most impact on EC net benefits, Hofacker et al. (2016) report that Game 
Design is the gamification element which has the greatest positive impact on cus-
tomers’ decisions. Tobon et al. (2020) also points out the importance to study gami-
fication using psychological theories, as individual desires and needs require under-
standing to develop new services and products.
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6  Conclusion

Despite the phenomenal growth in EC, little is known about the way SMEs oper-
ating in B2B manage their EC IS. The main goal of this study, therefore, was to 
develop a theoretical model based on DeLone and McLean’s (2003) model that 
elucidates how SMEs operating in B2B can attain EC Net benefits by considering 
gamification as a lever and a determining factor for EC success. Our study examined 
the associations among the proposed model variables to observe the influence of 
variables on each other and on the EC Net benefits and to measure and compare the 
importance of User Satisfaction and Game dynamics for the EC Net benefits.

Consistent with earlier research findings, the outcomes of this study substanti-
ated the validity of our proposed model as a theory that can be applied not only to 
information system adoption, but also to the assessment of SMES EC. Our research 
has addressed a crucial gap between the model and implementation phases of EC in 
SMEs and has implications for achieving net benefits in a real-world context.

In general, with the aid of the proposed model, it has been verified that EC adop-
tion plays a critical role in enabling organizations to satisfy customer demands. 
Therefore, the adoption of the proposed model may prove advantageous to busi-
nesses wishing to improve their competitiveness in the market. Our study has pro-
vided insights into the theoretical and practical aspects of B2B EC by SMEs as well 
as the potential of gamification elements and mechanisms in facilitating this process.

In particular, it can be concluded that a well-designed information system with 
good usability can significantly enhance customer satisfaction, leading to a positive 
buying experience. While the mechanics of the website also contribute to its over-
all performance, the impact of graphic design elements on the Intention to use EC 
is relatively lower compared to that of user satisfaction. Nevertheless, our analysis 
of the Intention to use EC reveals that greater customer satisfaction can result in 
greater net benefits for the company. Therefore, businesses should focus on improv-
ing the usability of their information systems to optimize customer satisfaction and 
enhance their overall performance.

The results also suggest that an information system with good usability can lead 
to increased customer satisfaction and a positive buying experience. While effective 
website mechanics contribute to improved dynamics, game dynamics have a rela-
tively lower impact on the Intention to use EC compared to user satisfaction. None-
theless, our analysis indicates that higher levels of Intention to use EC can result 
in greater net benefits for the company. Therefore, businesses should prioritize the 
development of user-friendly information systems to optimize customer satisfaction 
and improve their overall performance.

Additionally, our study successfully integrated gamification into a novel theoreti-
cal framework and extended the proposed model to encompass graphic design, game 
mechanics, and game dynamics, in line with DeLone and McLean’s (2003) frame-
work. While we do not claim that our theoretical model is extremely vigorous, it 
effectively demonstrated the positive impact of user engagement, game mechanics, 
user satisfaction, and Intention to use EC on the perceived net benefit. Therefore, 
our proposed model can serve as a useful tool for businesses seeking to enhance 
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customer satisfaction and improve their overall performance through the use of gam-
ification. Undeniably, our proposed model involving these key factors has a strong 
explanatory power for outcome variables, whereby Ease of use (β = 0.20), Game 
mechanics (β = 0.49), User Satisfaction (β = 0.80), and Intention to use EC (β = 0.70) 
are revealed to be the most significant variables. The investigation brings to light 
operational relationships among research variables that will offer managers impor-
tant material for building their own EC IS and attaining EC Net benefits.

A limitation of this study is the method used to collect the data. Although hav-
ing a company that cooperated with our research was a positive issue, a drawback 
was that a portion of the sample were clients of this company. Future research could 
address more companies around the world focusing on more types of client.

In the future it would be valuable to examine the IS success model for EC in the 
Arab world, as proposed by Rouibah et al. (2015) in their study on B2C companies. 
Their model, which builds on Liu and Wang’s (2008) model, highlights that has no 
bearing on user satisfaction in an Arab context. Our study’s findings shed light on 
emerging trends and customers’ satisfaction perceptions based on the online buying 
experience that affects EC Net benefits. As such, it would be interesting to explore 
how our study aligns with the Arab context and to apply our findings to this context, 
given that Ease of use is the variable that most strongly affects User Satisfaction.

The study by Wachidin Widjaja et  al. (2017) investigates the determinants of 
a successful B2C EC website in Indonesia, Japan, and South Korea by using an 
updated DeLone and McLean Information System Success model. Their results 
reveal that all quality factors of B2C EC impact both user satisfaction and attitude 
toward the website across all research groups, regardless of the level. Their study 
concludes that improvements in user satisfaction and attitude toward the site can aid 
in the advancement of online business. The authors also mention that enhancement 
on user satisfaction will help in the development of an online business, and it is 
interesting to consider the outcomes of our study in this context, since our model is a 
tool for businesses seeking to enhance customer satisfaction and improve their over-
all performance through the use of gamification.

6.1  Theoretical contribution

The results allow us to conclude that all variables have a strong link, but Ease of use 
is the one that most affects the User Satisfaction; Game Mechanics is the variable 
that has the strongest link to Game Dynamics; User Satisfaction reveals having more 
influence than Game Dynamics; and it was possible to confirm that EC Net Benefits 
are positively influenced by Intention to Use EC.

In recent years, few academic researchers have conducted studies focused only 
on the SMEs that operate in the B2B market. Although many of these studies have 
launched EC models, not all have been tested in the field, as we do. Jeyaraj (2020) 
pointed out the need for more studies undertaken in specific areas in order to have 
specialized field studies.

By proposing a new model that extends that of DeLone and McLean (2003), 
scholars will be able to compare our results with previous studies conducted in this 
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area, especially with the most recent ones, identified in the articles conducted by 
Çelik and Ayaz (2022), Millenia et al. (2022), and Božič and Dimovski (2020). The 
present research adds new awareness by explaining the emerging trends and custom-
ers’ satisfaction perceptions based on the online buying experience that affects EC 
Net benefits. It was noted by Dirgantari et al. (2020) that it was necessary develop 
EC systems for improving usage levels, information quality, and client satisfaction. 
Our study not only enhances the SME literature pertaining to the Intention to use 
EC, it also helps top managers to develop EC strategies to please their customers and 
increase net benefits. Agag (2019) reported that the establishment of a strong rela-
tionship between the online service provider and buyers is crucial, as it has a signifi-
cant impact on both repurchase intention and loyalty, highlighting the importance of 
prioritizing relationship quality in the context of online services. This investigation 
also provides a fresh opportunity to judge and benchmark results with other research 
undertaken internationally.

6.2  Practical contribution

SMEs are the backbone of economies, which makes them very important for every 
country. However, these companies generally have limited resources, which denies 
top managers the opportunity to invest sufficiently in all departments, and they must 
choose wisely where to allocate their limited funds. Based on our model, enterprises 
should focus their investment on a system that provides good Ease of use to their 
customers in order to reach their satisfaction. By having a website that provides 
Customer satisfaction, firms will be able to impress their clients in a way that will 
encourage them to increase their Intention to use EC. The more a consumer intends 
to use EC systems, the more net benefits a company will obtain, which lets us con-
clude that EC Net benefits are directly and positively affected by Intention to use 
EC.

The recent years have shown an immense digital evolution in all ways, making 
EC a type of business that is indispensable for most companies that sell products, 
including those operating exclusively in the B2B markets. Those SMEs are now 
faced with the need to be online to attain EC Net benefits. If in the past there was no 
defined strategy to operate on the web through the EC, with the model we propose 
we guide companies to obtain EC Net benefits from the EC adoption. Based on our 
results companies will be able to focus their EC IS on the variables we identified as 
the most important. Nevertheless, managers should not forget to analyze their type 
of business and adapt our proposed model to their own specificities.

Supplementary Information The online version contains supplementary material available at https:// doi. 
org/ 10. 1007/ s11846- 023- 00681-6.

Acknowledgements This work was supported by Fundação para a Ciência e a Tecnologia (FCT), Grant 
no. UIDB/00315/2020.

Funding Open access funding provided by FCT|FCCN (b-on).

https://doi.org/10.1007/s11846-023-00681-6
https://doi.org/10.1007/s11846-023-00681-6


1 3

The ever‑changing business of e‑commerce‑net benefits while…

Declarations 

Conflict of interest The authors would like to thank Alfacreme – Alfredo Pereira da Costa for sponsoring 
the questionnaire distribution among its customers and being actively involved in this research project.

Open Access  This article is licensed under a Creative Commons Attribution 4.0 International License, 
which permits use, sharing, adaptation, distribution and reproduction in any medium or format, as long as 
you give appropriate credit to the original author(s) and the source, provide a link to the Creative Com-
mons licence, and indicate if changes were made. The images or other third party material in this article 
are included in the article’s Creative Commons licence, unless indicated otherwise in a credit line to the 
material. If material is not included in the article’s Creative Commons licence and your intended use is 
not permitted by statutory regulation or exceeds the permitted use, you will need to obtain permission 
directly from the copyright holder. To view a copy of this licence, visit http:// creat iveco mmons. org/ licen 
ses/ by/4. 0/.

References

Abdu AR, Wasiyanti S (2019) Pengukuran Kualitas E-Commerce Shopee Terhadap Kepuasan Pengguna 
Menggunakan Metode Webqual 40. Paradig-J Komput Dan Inform 21(2):143–148. https:// doi. org/ 
10. 31294/p. v21i2. 6357

Agag G (2019) E-commerce ethics and its impact on buyer repurchase intentions and loyalty: an 
empirical study of small and medium egyptian businesses. J Bus Ethics. https:// doi. org/ 10. 1007/ 
s10551- 017- 3452-3

Agag G, El-Masry AA (2016) Understanding consumer intention to participate in online travel commu-
nity and effects on consumer intention to purchase travel online and WOM: an integration of inno-
vation diffusion theory and TAM with trust. Comput Hum Behav 60:97–111. https:// doi. org/ 10. 
1016/j. chb. 2016. 02. 038

Agarwal R, Dhingra S (2023) Factors influencing cloud service quality and their relationship with cus-
tomer satisfaction and loyalty. Heliyon. https:// doi. org/ 10. 1016/J. HELIY ON. 2023. E15177

Alam MJ (2021) Effects of service quality on satisfaction in Eastern University Library. Bangladesh 
IFLA J 47(2):209–222. https:// doi. org/ 10. 1177/ 03400 35220 959099

Alhammadi K, Assoc P, Dr SS (2022) Actual use, satisfaction, and quality factors’ impacts on virtual 
youth programs’ net benefits. Math Stat Eng Appl 71(4):462–475

Alzahrani J (2019) The impact of e-commerce adoption on business strategy in Saudi Arabian small 
and medium enterprises (SMEs). Rev Econ Polit Sci 4(1):73–88. https:// doi. org/ 10. 1108/ 
reps- 10- 2018- 013

Anderson RE, Srinivasan SS (2003) E-satisfaction and e-loyalty: a contingency framework. Psychol Mark 
20(2):123–138. https:// doi. org/ 10. 1002/ mar. 10063

Anjos TP, Gontijo LA (2017) Usability tool to support the development process of e-commerce website. 
Commun Comput Inform Sci 713:11–18. https:// doi. org/ 10. 1007/ 978-3- 319- 58750-9_2

Annamdevula S, Bellamkonda RS (2016) Effect of student perceived service quality on student satisfac-
tion, loyalty and motivation in Indian universities Development of HiEduQual. J Model Manag 
11(2):488–517. https:// doi. org/ 10. 1108/ JM2- 01- 2014- 0010

Arnab S, Lim T, Carvalho MB, Bellotti F, de Freitas S, Louchart S, Suttie N, Berta R, de Gloria A (2015) 
Mapping learning and game mechanics for serious games analysis. Br J Edu Technol 46(2):391–
411. https:// doi. org/ 10. 1111/ bjet. 12113

Awiagah R, Kang J, Lim JI (2016) Factors affecting e-commerce adoption among SMEs in Ghana. Inf 
Dev 32(4):815–836. https:// doi. org/ 10. 1177/ 02666 66915 571427

Bagherzadeh M, Markovic S, Cheng J, Vanhaverbeke W (2020) How does outside-in open innovation 
influence innovation performance? Analyzing the mediating roles of knowledge sharing and innova-
tion strategy. IEEE Trans Eng Manage 67(3):740–753. https:// doi. org/ 10. 1109/ TEM. 2018. 28895 38

Bailey JE, Pearson SW (1983) Development of a tool for measuring and analyzing computer user satis-
faction. Manage Sci 29(5):530–545. https:// doi. org/ 10. 1287/ mnsc. 29.5. 530

Basalla M, Schneider J, Luksik M, Jaakonmäki R, vom Brocke J (2021) On latency of e-commerce platforms. 
J Organ Comput Electron Commer 31(1):1–17. https:// doi. org/ 10. 1080/ 10919 392. 2021. 18822 40

http://creativecommons.org/licenses/by/4.0/
http://creativecommons.org/licenses/by/4.0/
https://doi.org/10.31294/p.v21i2.6357
https://doi.org/10.31294/p.v21i2.6357
https://doi.org/10.1007/s10551-017-3452-3
https://doi.org/10.1007/s10551-017-3452-3
https://doi.org/10.1016/j.chb.2016.02.038
https://doi.org/10.1016/j.chb.2016.02.038
https://doi.org/10.1016/J.HELIYON.2023.E15177
https://doi.org/10.1177/0340035220959099
https://doi.org/10.1108/reps-10-2018-013
https://doi.org/10.1108/reps-10-2018-013
https://doi.org/10.1002/mar.10063
https://doi.org/10.1007/978-3-319-58750-9_2
https://doi.org/10.1108/JM2-01-2014-0010
https://doi.org/10.1111/bjet.12113
https://doi.org/10.1177/0266666915571427
https://doi.org/10.1109/TEM.2018.2889538
https://doi.org/10.1287/mnsc.29.5.530
https://doi.org/10.1080/10919392.2021.1882240


 P. Costa, H. Rodrigues 

1 3

Behl A, Sheorey P, Chavan M, Jain K, Jajodia I (2021) Empirical investigation of participation on crowd-
sourcing platforms: a gamified approach. J Glob Inf Manag 29(6):1–27. https:// doi. org/ 10. 4018/ 
JGIM. 20211 101. OA14

Belanche D, Casaló LV, Guinalíu M (2012) Website usability, consumer satisfaction and the intention 
to use a website: the moderating effect of perceived risk. J Retail Consum Serv 19(1):124–132. 
https:// doi. org/ 10. 1016/J. JRETC ONSER. 2011. 11. 001

Bertoa MF, Vallecillo A, Anjos TP, Gontijo LA, Shi M, Yuan H, da Silva LFS, Verschoore JR, Bortolaso 
IV, Brambilla FR, Walker JH, Saffu K, Mazurek M, Dirgantari PD, Hidayat YM, Mahphoth MH, 
Nugraheni R, Hussein LA, Kiumarsi S, Gatautis R (2019) Impact of e-commerce website usability 
on user satisfaction. J Bus Res 22(3):91–96. https:// doi. org/ 10. 20965/ jaciii. 2019. p0091

Bertoa MF, & Vallecillo A (2004) Usability metrics for software components. In: Proceedings of the 8th 
ECOOP Workshop on Quantitative Approaches in Object-Oriented Software Engineering.

Bhattacherjee A (2001) Understanding information systems continuance: an expectation-confirmation 
model. MIS q: Manag Inf Syst 25(3):351–370. https:// doi. org/ 10. 2307/ 32509 21

Bilgihan A, Nusair K, Okumus F, Cobanoglu C (2015) Applying flow theory to booking experiences: an 
integrated model in an online service context. Inf Manag 52(6):668–678. https:// doi. org/ 10. 1016/j. 
im. 2015. 05. 005

Blohm I, Leimeister JM (2013) Gamification design of IT-based enhancing services for motivational 
support and behavioral change the authors. Bus Inf Syst Eng 5:275–278. https:// doi. org/ 10. 1007/ 
s12599- 013- 0273-5

Bocconcelli R, Cioppi M, Pagano A (2017) Social media as a resource in SMEs’ sales process. J Bus Ind 
Market 32(5):693–709. https:// doi. org/ 10. 1108/ JBIM- 11- 2014- 0244

Bollen KA (1989) Structural equations with latent variables. Struct Equ Latent Var. https:// doi. org/ 10. 
1002/ 97811 18619 179

Bongers FM, Schumann JH, Schmitz C (2021) How the introduction of digital sales channels affects 
salespeople in business-to-business contexts: a qualitative inquiry. J Pers Sell Sales Manag 
41(2):150–166. https:// doi. org/ 10. 1080/ 08853 134. 2021. 19062 60

Boomsma A, Hoyle RH, Panter A (1995) The structural equation modeling approach: basic concepts and 
fundamental issues. N Structural Equation Modeling: Concepts, Issues, and Applications, pp 1–15

Bordonaba-Juste V, Lucia-Palacios L, Polo-Redondo Y (2012) The influence of organizational factors 
on e-business use: analysis of firm size. Mark Intell Plan 30(2):212–229. https:// doi. org/ 10. 1108/ 
02634 50121 12119 84

Bournaris T, Manos B, Moulogianni C, Kiomourtzi F, Tandini M (2013) Measuring users satisfaction of 
an e-government portal. Procedia Technol 8:371–377. https:// doi. org/ 10. 1016/j. protcy. 2013. 11. 049

Bovermann K, Bastiaens TJ (2020) Towards a motivational design? Research and Practice in Technology 
Enhanced Learning, Connecting gamification user types and online learning activities. https:// doi. 
org/ 10. 1186/ s41039- 019- 0121-4

Božič K, Dimovski V (2020) The relationship between business intelligence and analytics use and organi-
zational absorptive capacity: applying the DeLone & Mclean information systems success model. 
Econ Bus Res 22(2):2. https:// doi. org/ 10. 15458/ ebr99

Brady MK, Cronin JJ (2018) Some new thoughts on conceptualizing perceived service quality: a hierar-
chical approach. J Market 65(3):34–49. https:// doi. org/ 10. 1509/ JMKG. 65.3. 34. 18334

Bridges E, Florsheim R (2008) Hedonic and utilitarian shopping goals: the online experience. J Bus Res 
61(4):309–314. https:// doi. org/ 10. 1016/j. jbusr es. 2007. 06. 017

Brown SA, Venkatesh V, Kuruzovich J, Massey AP (2008) Expectation confirmation: an examination of 
three competing models. Organ Behav Hum Decis Process 105(1):52–66. https:// doi. org/ 10. 1016/j. 
obhdp. 2006. 09. 008

Browne MW and Cudeck R (1993) Alternative ways of assessing model fit. In Newbury Park, CA Sage. 
- References - Scientific Research Publishing. Bollen KA and Long JS (Eds.), Testing Structural 
Equation Models. Newbury Park, CA: Sage., pp 136–162. https:// www. scirp. org/ (S(i43dy n45te 
exjx4 55qlt 3d2q))/ refer ence/ Refer ences Papers. aspx? Refer enceID= 213477

Buttle F, Maklan S (2019) Customer relationship management. Routledge, London. https:// doi. org/ 10. 
4324/ 97813 51016 551

Byrne BM, Campbell TL (1999) Cross-cultural comparisons and the presumption of equivalent measure-
ment and theoretical structure: a look beneath the surface. J Cross-Cult Psychol 30(5):555–574. 
https:// doi. org/ 10. 1177/ 00220 22199 03000 5001

https://doi.org/10.4018/JGIM.20211101.OA14
https://doi.org/10.4018/JGIM.20211101.OA14
https://doi.org/10.1016/J.JRETCONSER.2011.11.001
https://doi.org/10.20965/jaciii.2019.p0091
https://doi.org/10.2307/3250921
https://doi.org/10.1016/j.im.2015.05.005
https://doi.org/10.1016/j.im.2015.05.005
https://doi.org/10.1007/s12599-013-0273-5
https://doi.org/10.1007/s12599-013-0273-5
https://doi.org/10.1108/JBIM-11-2014-0244
https://doi.org/10.1002/9781118619179
https://doi.org/10.1002/9781118619179
https://doi.org/10.1080/08853134.2021.1906260
https://doi.org/10.1108/02634501211211984
https://doi.org/10.1108/02634501211211984
https://doi.org/10.1016/j.protcy.2013.11.049
https://doi.org/10.1186/s41039-019-0121-4
https://doi.org/10.1186/s41039-019-0121-4
https://doi.org/10.15458/ebr99
https://doi.org/10.1509/JMKG.65.3.34.18334
https://doi.org/10.1016/j.jbusres.2007.06.017
https://doi.org/10.1016/j.obhdp.2006.09.008
https://doi.org/10.1016/j.obhdp.2006.09.008
https://www.scirp.org/(S(i43dyn45teexjx455qlt3d2q))/reference/ReferencesPapers.aspx?ReferenceID=213477
https://www.scirp.org/(S(i43dyn45teexjx455qlt3d2q))/reference/ReferencesPapers.aspx?ReferenceID=213477
https://doi.org/10.4324/9781351016551
https://doi.org/10.4324/9781351016551
https://doi.org/10.1177/0022022199030005001


1 3

The ever‑changing business of e‑commerce‑net benefits while…

Cai L, Chung SW, Lee T (2021) Incremental model fit assessment in the case of categorical data: Tucker-
Lewis index for item response theory modeling. Prev Sci 1:1–12. https:// doi. org/ 10. 1007/ S11121- 
021- 01253-4/ TABLES/8

Caruana A (2002) Service loyalty. Eur J Mark 36(7/8):811–828. https:// doi. org/ 10. 1108/ 03090 56021 
04308 18

Carvalho M, Mamede HS (2018) The impact of e-commerce on the success of microenterprise retail sec-
tor of the Pinhal Interior Norte sub-region of Portugal. Procedia Comput Sci 138:571–579. https:// 
doi. org/ 10. 1016/j. procs. 2018. 10. 077

Çelik K, Ayaz A (2022) Validation of the Delone and McLean information systems success model: a 
study on student information system. Educ Inf Technol 27(4):4709–4727. https:// doi. org/ 10. 1007/ 
S10639- 021- 10798-4

Chan APC, Darko A, Olanipekun AO, Ameyaw EE (2018) Critical barriers to green building technolo-
gies adoption in developing countries: the case of Ghana. J Clean Prod 172:1067–1079. https:// doi. 
org/ 10. 1016/J. JCLEP RO. 2017. 10. 235

Chen SC (2012) The customer satisfaction-loyalty relation in an interactive e-service setting: the media-
tors. J Retail Consum Serv 19(2):202–210. https:// doi. org/ 10. 1016/j. jretc onser. 2012. 01. 001

Chiew TK, Salim SS (2003) WEBUSE: Website usability evaluation tool. Malays J Comput Sci 
16(1):47–57

Choshaly SH, Mirabolghasemi M (2019) Using SEM-PLS to assess users satisfaction of library service 
quality: evidence from Malaysia. Libr Manag 40(3–4):240–250. https:// doi. org/ 10. 1108/ LM- 03- 
2018- 0023/ FULL/ XML

Coppola D (2021) Share of U.S. B2B sales via e-commerce 2019–2023. Statista. https:// www. stati sta. 
com/ stati stics/ 273104/ us- b2b-e- comme rce- share/

da Silva LFS, Verschoore JR, Bortolaso IV, Brambilla FR (2019) The effectiveness of game dynamics 
in cooperation networks. Eur Bus Rev 31(6):870–884. https:// doi. org/ 10. 1108/ EBR- 06- 2018- 0118

Davis FD (1989) Perceived usefulness, perceived ease of use, and user acceptance of information tech-
nology. MIS q: Manag Inf Syst 13(3):319–339. https:// doi. org/ 10. 2307/ 249008

Delgado Ballester E, Alemán LM, J. (2001) Brand trust in the context of consumer loyalty. Eur J Mark 
35(11/12):1238–1258. https:// doi. org/ 10. 1108/ eum00 00000 006475

DeLone WH, McLean ER (2003) The DeLone and McLean model of information systems success: a ten-
year update. J Manag Inf Syst 19(4):9–30. https:// doi. org/ 10. 1080/ 07421 222. 2003. 11045 748

DeLone WH, McLean ER (2004) Measuring e-commerce success: applying the DeLone and McLean 
information systems success model. Int J Electron Commer 9(1):31–47. https:// doi. org/ 10. 1080/ 
10864 415. 2004. 11044 317

Delone WH, Mclean ER (2014) The DeLone and McLean model of information systems success: a ten-
year update. J Manag Inf Syst. https:// doi. org/ 10. 1080/ 07421 222. 2003. 11045 748

Digital, A. E. (2020). Economia Digital em Portugal. https:// www. comer ciodi gital. pt/ media/ 2587/ acepi- 
apres entação- estudo- econo mia- digit al- 2020. pdf

Dilworth J and Kochhar A (2013) Modelling the E-business requirements of manufacturing organisa-
tions. In: IFAC Proceedings Volumes (IFAC-PapersOnline), 46(9), 561–566. doi:https:// doi. org/ 10. 
3182/ 20130 619-3- RU- 3018. 00362

Dirgantari PD, Hidayat YM, Mahphoth MH, Nugraheni R (2020) Level of use and satisfaction of e-com-
merce customers in covid-19 pandemic period: An information system success model (issm) 
approach. Indones J Sci Technol 5(2):261–270. https:// doi. org/ 10. 17509/ ijost. v5i2. 24617

Dotzel T, Shankar V (2019) The relative effects of business-to-business (vs. Business-to-Consumer) 
service innovations on firm value and firm risk: an empirical analysis. J Market 83(5):133–152. 
https:// doi. org/ 10. 1177/ 00222 42919 847221

Eighmey J (1997) Profiling user responses to commercial Web sites. J Advert Res 37(3):59–66
Elbeltagi I, Hamad H, Moizer J, Abou-Shouk MA (2016) Levels of business to business e-commerce 

adoption and competitive advantage in small and medium-sized enterprises: a comparison study 
between Egypt and the United States. J Glob Inf Technol Manag 19(1):6–25. https:// doi. org/ 10. 
1080/ 10971 98X. 2016. 11341 69

Eroglu SA, Machleit KA, Davis LM (2003) Empirical testing of a model of online store atmospherics and 
shopper responses. Psychol Mark 20(2):139–150. https:// doi. org/ 10. 1002/ mar. 10064

Field, A. (2013). Discovering Statistics using IBM SPSS Statistics (3rd ed.). SAGE Publications Ltd.
Filieri R, Acikgoz F, Ndou V, Dwivedi Y (2021) Is TripAdvisor still relevant? The influence of review 

credibility, review usefulness, and ease of use on consumers’ continuance intention. Int J Contemp 
Hosp Manag 33(1):199–223. https:// doi. org/ 10. 1108/ IJCHM- 05- 2020- 0402/ FULL/ XML

https://doi.org/10.1007/S11121-021-01253-4/TABLES/8
https://doi.org/10.1007/S11121-021-01253-4/TABLES/8
https://doi.org/10.1108/03090560210430818
https://doi.org/10.1108/03090560210430818
https://doi.org/10.1016/j.procs.2018.10.077
https://doi.org/10.1016/j.procs.2018.10.077
https://doi.org/10.1007/S10639-021-10798-4
https://doi.org/10.1007/S10639-021-10798-4
https://doi.org/10.1016/J.JCLEPRO.2017.10.235
https://doi.org/10.1016/J.JCLEPRO.2017.10.235
https://doi.org/10.1016/j.jretconser.2012.01.001
https://doi.org/10.1108/LM-03-2018-0023/FULL/XML
https://doi.org/10.1108/LM-03-2018-0023/FULL/XML
https://www.statista.com/statistics/273104/us-b2b-e-commerce-share/
https://www.statista.com/statistics/273104/us-b2b-e-commerce-share/
https://doi.org/10.1108/EBR-06-2018-0118
https://doi.org/10.2307/249008
https://doi.org/10.1108/eum0000000006475
https://doi.org/10.1080/07421222.2003.11045748
https://doi.org/10.1080/10864415.2004.11044317
https://doi.org/10.1080/10864415.2004.11044317
https://doi.org/10.1080/07421222.2003.11045748
https://www.comerciodigital.pt/media/2587/acepi-apresentação-estudo-economia-digital-2020.pdf
https://www.comerciodigital.pt/media/2587/acepi-apresentação-estudo-economia-digital-2020.pdf
https://doi.org/10.3182/20130619-3-RU-3018.00362
https://doi.org/10.3182/20130619-3-RU-3018.00362
https://doi.org/10.17509/ijost.v5i2.24617
https://doi.org/10.1177/0022242919847221
https://doi.org/10.1080/1097198X.2016.1134169
https://doi.org/10.1080/1097198X.2016.1134169
https://doi.org/10.1002/mar.10064
https://doi.org/10.1108/IJCHM-05-2020-0402/FULL/XML


 P. Costa, H. Rodrigues 

1 3

Fiore AM, Jin HJ (2003) Influence of image interactivity on approach responses towards an online 
retailer. Internet Res 13(1):38–48. https:// doi. org/ 10. 1108/ 10662 24031 04583 69

Fonseca JPC, Ferreira FAF, Pereira LF, Govindan K, Meidutė-Kavaliauskienė I (2020) Analyzing 
determinants of environmental conduct in small and medium-sized enterprises: a sociotechnical 
approach. J Clean Prod. https:// doi. org/ 10. 1016/j. jclep ro. 2020. 120380

Fu HP, Yeh H, Ma RL (2018) A study of the CSFs of an e-cluster platform adoption for microenterprises. 
Inf Technol Manage 19(4):231–243. https:// doi. org/ 10. 1007/ s10799- 017- 0284-x

Gabriel IJ (2007) Usability metrics for measuring usability of business-to-consumer (B2C) e-commerce 
sites. Computer Science. https:// www. seman ticsc holar. org/ paper/ Usabi lity- Metri cs- for- Measu ring- 
Usabi lity- of- (B2C)- Gabri el/ 8996c 5216f 16427 b2f1e ce4af c2248 d871a 31696

Garg AK, Choeu T (2015) The adoption of electronic commerce by small and medium enterprises in 
Pretoria East. Electron J Inf Syst Dev Ctries 68:1–23. https:// doi. org/ 10. 1002/J. 1681- 4835. 2015. 
TB004 93.X

Garrity E (1998) Dimensions of information systems success. In: Garrity E, Sanders G (eds) Information 
systems success measurement, vol 2. Idea Group Publishing, London

Gatautis R, Vitkauskaite E, Gadeikiene A, Piligrimiene Z (2016) Gamification as a mean of driving 
online consumer behaviour: sor model perspective. Eng Econ 27(1):90–97. https:// doi. org/ 10. 5755/ 
j01. ee. 27.1. 13198

Gate R (2022) The DeLone and McLean model of information systems success: a ten-year update. 
https:// www. resea rchga te. net/ publi cation/ 22059 1866_ The_ DeLone_ and_ McLean_ Model_ of_ Infor 
mation_ Syste ms_ Succe ss_A_ Ten- Year_ Update

George D and Mallery P (2016) IBM SPSS Statistics 23 Step by Step. IBM SPSS Statistics 23 Step 
by Step. https:// doi. org/ 10. 4324/ 97813 15545 899/ IBM- SPSS- STATI STICS- 23- STEP- STEP- DAR-
REN- GEORGE- PAUL- MALLE RY

Goodhue DL, Thompson RL (1995) Task-technology fit and individual performance. MIS q: Manag Inf 
Syst 19(2):213–233

Greipl S, Bernecker K, & Ninaus M (2021) Facial and bodily expressions of emotional engagement: how 
dynamic measures reflect the use of game elements and subjective experience of emotions and 
effort. In: Proceedings of the ACM on Human-Computer Interaction, 5(CHIPLAY). https:// doi. org/ 
10. 1145/ 34746 67

Gronroos C (1990) Relationship approach to marketing in service contexts: the marketing and organi-
zational behavior interface. J Bus Res 20(1):3–11. https:// doi. org/ 10. 1016/ 0148- 2963(90) 90037-E

Ha S, Stoel L (2009) Consumer e-shopping acceptance: antecedents in a technology acceptance model. J 
Bus Res 62(5):565–571. https:// doi. org/ 10. 1016/j. jbusr es. 2008. 06. 016

Hair JF, Black WC, Babin BJ, Anderson RE, & Tatham RL (2006) Multivariate data analysis (Upper 
Sadd, Vol 06)

Hamari J, Koivisto J, & Sarsa H (2014) Does gamification work?—a literature review of empirical stud-
ies on gamification. In: Proceedings of the Annual Hawaii International Conference on System Sci-
ences, pp 3025–3034. doi:https:// doi. org/ 10. 1109/ HICSS. 2014. 377

Hartono E, Li X, Na KS, Simpson JT (2010) The role of the quality of shared information in interorgani-
zational systems use. Int J Inf Manage 30(5):399–407. https:// doi. org/ 10. 1016/J. IJINF OMGT. 2010. 
02. 007

Ho MHW, Chung HFL, Kingshott R, Chiu CC (2020) Customer engagement, consumption and firm per-
formance in a multi-actor service eco-system: the moderating role of resource integration. J Bus 
Res. https:// doi. org/ 10. 1016/j. jbusr es. 2020. 02. 008

Hofacker CF, de Ruyter K, Lurie NH, Manchanda P, Donaldson J (2016) Gamification and mobile mar-
keting effectiveness. J Interact Market 34:25–36. https:// doi. org/ 10. 1016/J. INTMAR. 2016. 03. 001

Hoffman KD and Bateson JEG (2016) Services marketing : concepts, strategies, & cases. https:// books. 
google. com/ books/ about/ Servi ces_ Marke ting_ Conce pts_ Strat egies_C. html? hl= pt- PT& id= dBxTC 
wAAQB AJ

Holland CP, Gutiérrez-Leefmans M (2018) A taxonomy of SME E-commerce platforms derived from 
a market-level analysis. Int J Electron Commer 22(2):161–201. https:// doi. org/ 10. 1080/ 10864 415. 
2017. 13641 14

Hu LT, Bentler PM (1999) Cutoff criteria for fit indexes in covariance structure analysis: conventional 
criteria versus new alternatives. Struct Equ Model 6(1):1–55. https:// doi. org/ 10. 1080/ 10705 51990 
95401 18

Hussein LA, Kiumarsi S, Baharudin AS, Hilmi MF (2020) Factors influencing the intention to continue 
using B2B e-commerce in manufacturing SMEs. Technol Appl Sci Res 10(2):5528–5533

https://doi.org/10.1108/10662240310458369
https://doi.org/10.1016/j.jclepro.2020.120380
https://doi.org/10.1007/s10799-017-0284-x
https://www.semanticscholar.org/paper/Usability-Metrics-for-Measuring-Usability-of-(B2C)-Gabriel/8996c5216f16427b2f1ece4afc2248d871a31696
https://www.semanticscholar.org/paper/Usability-Metrics-for-Measuring-Usability-of-(B2C)-Gabriel/8996c5216f16427b2f1ece4afc2248d871a31696
https://doi.org/10.1002/J.1681-4835.2015.TB00493.X
https://doi.org/10.1002/J.1681-4835.2015.TB00493.X
https://doi.org/10.5755/j01.ee.27.1.13198
https://doi.org/10.5755/j01.ee.27.1.13198
https://www.researchgate.net/publication/220591866_The_DeLone_and_McLean_Model_of_Information_Systems_Success_A_Ten-Year_Update
https://www.researchgate.net/publication/220591866_The_DeLone_and_McLean_Model_of_Information_Systems_Success_A_Ten-Year_Update
https://doi.org/10.4324/9781315545899/IBM-SPSS-STATISTICS-23-STEP-STEP-DARREN-GEORGE-PAUL-MALLERY
https://doi.org/10.4324/9781315545899/IBM-SPSS-STATISTICS-23-STEP-STEP-DARREN-GEORGE-PAUL-MALLERY
https://doi.org/10.1145/3474667
https://doi.org/10.1145/3474667
https://doi.org/10.1016/0148-2963(90)90037-E
https://doi.org/10.1016/j.jbusres.2008.06.016
https://doi.org/10.1109/HICSS.2014.377
https://doi.org/10.1016/J.IJINFOMGT.2010.02.007
https://doi.org/10.1016/J.IJINFOMGT.2010.02.007
https://doi.org/10.1016/j.jbusres.2020.02.008
https://doi.org/10.1016/J.INTMAR.2016.03.001
https://books.google.com/books/about/Services_Marketing_Concepts_Strategies_C.html?hl=pt-PT&id=dBxTCwAAQBAJ
https://books.google.com/books/about/Services_Marketing_Concepts_Strategies_C.html?hl=pt-PT&id=dBxTCwAAQBAJ
https://books.google.com/books/about/Services_Marketing_Concepts_Strategies_C.html?hl=pt-PT&id=dBxTCwAAQBAJ
https://doi.org/10.1080/10864415.2017.1364114
https://doi.org/10.1080/10864415.2017.1364114
https://doi.org/10.1080/10705519909540118
https://doi.org/10.1080/10705519909540118


1 3

The ever‑changing business of e‑commerce‑net benefits while…

Iivari J (2005) An empirical test of the DeLone-McLean model of information system success. Data Base 
Adv Inf Syst 36(2):8–27. https:// doi. org/ 10. 1145/ 10661 49. 10661 52

Ilieva G, Yankova T, Klisarova S, Dzhabarova Y (2022) Customer satisfaction in e-commerce during the 
COVID-19 pandemic. Systems 10(6):213. https:// doi. org/ 10. 3390/ SYSTE MS100 60213

Inan DI (2022) Gamification on mobile payment application: uses and gratification perspective evaluating 
a disaster risk for developing special autonomous region view project mobile medical record view 
project. Asia Pac J Inf Syst. https:// doi. org/ 10. 14329/ apjis. 2022. 32.4. 750

Ives B, Olson MH, Baroudi JJ (1983) The measureivent of user information satisfaction. Center Fo Digit 
Econ Res 26(10):785–793

Jani D, Han H (2011) Investigating the key factors affecting behavioral intentions: evidence from a full-
service restaurant setting. Int J Contemp Hosp Manag 23(7):1000–1018. https:// doi. org/ 10. 1108/ 
09596 11111 11675 79

Jeyaraj A (2020) DeLone & McLean models of information system success: critical meta-review and 
research directions. Int J Inf Manag. https:// doi. org/ 10. 1016/J. IJINF OMGT. 2020. 102139

Jimmy J (2014) Measuring the net benefit of an e-commerce for a university: a case study of the Univer-
sity of Surabaya’s E-Commerce

Kaiser HF (1960) The application of electronic computers to factor analysis. Sage, Thousand Oaks, CA
Kallner A (2018) Laboratory statistics. Elsevier, London. https:// doi. org/ 10. 1016/ C2017-0- 00959-X
Kenett RS, Salini S (2011) Modern analysis of customer satisfaction surveys: comparison of models and 

integrated analysis. Appl Stoch Model Bus Ind 27(5):465–475. https:// doi. org/ 10. 1002/ asmb. 927
Kumar V, Pansari A (2016) Competitive advantage through engagement. J Market Res. https:// doi. org/ 10. 

1509/ Jmr. 15. 0044
Kuo YF, Wu CM, Deng WJ (2009) The relationships among service quality, perceived value, customer 

satisfaction, and post-purchase intention in mobile value-added services. Comput Hum Behav 
25(4):887–896. https:// doi. org/ 10. 1016/J. CHB. 2009. 03. 003

Lai JY (2014) E-SERVCON and e-commerce success: applying the DeLone and McLean model. J Organ 
End User Comput 3(26):1–122. https:// doi. org/ 10. 4018/ 978-1- 4666- 8619-9. CH038

Larsen KRT (2003) A taxonomy of antecedents of information systems success: variable analysis studies. 
J Manag Inf Syst 20(2):169–246. https:// doi. org/ 10. 1080/ 07421 222. 2003. 11045 768

Lederer AL, Mirchandani DA, Sims K (2009) The link between information strategy and electronic com-
merce. J Organ Comput Electron Commer 7(1):17–34. https:// doi. org/ 10. 1207/ S1532 7744J OCE07 
01_2

Leech NL, Barrett KC, & Morgan GA (2005) SPSS for intermediate statistics: use and interpretation sec-
ond edition (P. LAWRENCE ERLBAUM ASSOCIATES, Ed.; 2nd ed.)

Lewis TF (2017) Evidence regarding the internal structure: confirmatory factor analysis. Meas Eval 
Couns Dev. https:// doi. org/ 10. 1080/ 07481 756. 2017. 13369 29

Li L, Su F, Zhang W, Mao JY (2018) Digital transformation by SME entrepreneurs: a capability perspec-
tive. Inf Syst J 28(6):1129–1157. https:// doi. org/ 10. 1111/ isj. 12153

Libai B, Bolton R, Bügel MS, de Ruyter K, Götz O, Risselada H, Stephen AT (2010) Customer-to-cus-
tomer interactions: broadening the scope of word of mouth research. J Serv Res 13(3):267–282. 
https:// doi. org/ 10. 1177/ 10946 70510 375600

Liu Y, Jang SC (2009) Perceptions of Chinese restaurants in the U.S.: what affects customer satisfaction 
and behavioral intentions. Int J Hosp Manag 28(3):338–348. https:// doi. org/ 10. 1016/j. ijhm. 2008. 
10. 008

Liu WB, Wang XJ (2008) An evolutionary game based particle swarm optimization algorithm. J Comput 
Appl Math 214(1):30–35. https:// doi. org/ 10. 1016/j. cam. 2007. 01. 028

Loiacono ET, Watson RT, Goodhue DL (2014) WebQual: an instrument for consumer evaluation of web 
sites. Int J Electron Commer 11(3):51–87. https:// doi. org/ 10. 2753/ JEC10 86- 44151 10302

Lowry PB, Vance A, Moody G, Beckman B, Read A (2008) Explaining and predicting the impact of 
branding alliances and web site quality on initial consumer trust of E-commerce web sites. J 
Manag Inf Syst 24(4):199–224. https:// doi. org/ 10. 2753/ MIS07 42- 12222 40408

Luo Y, Zhao JH, Du J (2005) The internationalization speed of e-commerce companies: an empirical 
analysis. Int Mark Rev 22(6):693–709. https:// doi. org/ 10. 1108/ 02651 33051 06302 94

Lyu J-J, Huang Y-C, and Li S-C (2010) A synthetic assessment of e-business for SMEs’ in Taiwan.: Dis-
covery Service for ISCTE - Instituto Universitário de Lis. Contemporary Management Research, 
vol 6(4), pp 291–304. http:// eds.b. ebsco host. com/ eds/ pdfvi ewer/ pdfvi ewer? vid= 143& sid= ab924 
21e- f9ce- 4e0f- 8b46- 0a6a1 13a0a ea% 40pdc-v- sessm gr05

https://doi.org/10.1145/1066149.1066152
https://doi.org/10.3390/SYSTEMS10060213
https://doi.org/10.14329/apjis.2022.32.4.750
https://doi.org/10.1108/09596111111167579
https://doi.org/10.1108/09596111111167579
https://doi.org/10.1016/J.IJINFOMGT.2020.102139
https://doi.org/10.1016/C2017-0-00959-X
https://doi.org/10.1002/asmb.927
https://doi.org/10.1509/Jmr.15.0044
https://doi.org/10.1509/Jmr.15.0044
https://doi.org/10.1016/J.CHB.2009.03.003
https://doi.org/10.4018/978-1-4666-8619-9.CH038
https://doi.org/10.1080/07421222.2003.11045768
https://doi.org/10.1207/S15327744JOCE0701_2
https://doi.org/10.1207/S15327744JOCE0701_2
https://doi.org/10.1080/07481756.2017.1336929
https://doi.org/10.1111/isj.12153
https://doi.org/10.1177/1094670510375600
https://doi.org/10.1016/j.ijhm.2008.10.008
https://doi.org/10.1016/j.ijhm.2008.10.008
https://doi.org/10.1016/j.cam.2007.01.028
https://doi.org/10.2753/JEC1086-4415110302
https://doi.org/10.2753/MIS0742-1222240408
https://doi.org/10.1108/02651330510630294
http://eds.b.ebscohost.com/eds/pdfviewer/pdfviewer?vid=143&sid=ab92421e-f9ce-4e0f-8b46-0a6a113a0aea%40pdc-v-sessmgr05
http://eds.b.ebscohost.com/eds/pdfviewer/pdfviewer?vid=143&sid=ab92421e-f9ce-4e0f-8b46-0a6a113a0aea%40pdc-v-sessmgr05


 P. Costa, H. Rodrigues 

1 3

Ma R, Wang W (2021) Smile or pity? Examine the impact of emoticon valence on customer satisfaction 
and purchase intention. J Bus Res 134:443–456. https:// doi. org/ 10. 1016/J. JBUSR ES. 2021. 05. 057

MacCallum RC, Austin JT (2000) Applications of structural equation modeling in psychological research. 
Annu Rev Psychol 51:201–226. https:// doi. org/ 10. 1146/ ANNUR EV. PSYCH. 51.1. 201

Madu CN, Madu AA (2002) Dimensions of e-quality. Int J Quality Reliab Manag 19(3):246–258. https:// 
doi. org/ 10. 1108/ 02656 71021 04156 68/ FULL/ XML

Mardiana S, Tjakraatmadja JH, Aprianingsih A (2015) Validating the conceptual model for predicting 
intention to use as part of information system success model: the case of an Indonesian government 
agency. Procedia Comput Sci 72:353–360. https:// doi. org/ 10. 1016/J. PROCS. 2015. 12. 150

Markovic S, Koporcic N, Arslanagic-Kalajdzic M, Kadic-Maglajlic S, Bagherzadeh M, Islam N (2021) 
Business-to-business open innovation: COVID-19 lessons for small and medium-sized enter-
prises from emerging markets. Technol Forecast Soc Chang 170:120883. https:// doi. org/ 10. 1016/J. 
TECHF ORE. 2021. 120883

Marshak M, Levy H (2003) Evaluating web user perceived latency using server side measurements. 
Comput Commun 26(8):872–887. https:// doi. org/ 10. 1016/ S0140- 3664(02) 00220-7

Martínez-Navalón JG, Gelashvili V, Gómez-Ortega A (2021) Evaluation of user satisfaction and trust of 
review platforms: analysis of the impact of privacy and E-WOM in the case of tripadvisor. Front 
Psychol. https:// doi. org/ 10. 3389/ fpsyg. 2021. 750527

Mazzarol T (2015) SMEs engagement with e-commerce, e-business and e-marketing. Small Enterp Res 
22(1):79–90. https:// doi. org/ 10. 1080/ 13215 906. 2015. 10184 00

McKinney V, Yoon K, Zahedi F (2002) The measurement of Web-customer satisfaction: an expectation 
and disconfirmation approach. Inf Syst Res 13(3):296–315. https:// doi. org/ 10. 1287/ ISRE. 13.3. 296. 
76

Mehta D, and Hamke A-K (2019) In-Depth: B2B ECommerce 2019. In-Depth: B2B ECommerce 2019. 
https:// www. stati sta. com/ stati stics/ 273104/ us- b2b-e- comme rce- share/

Meng M, Agarwal R (2007) Through a glass darkly: Information technology design, identity verification, 
and knowledge contribution in online communities. Inf Syst Res 18(1):42–67. https:// doi. org/ 10. 
1287/ isre. 1070. 0113

Millenia S, Kristianti T, Prawati LD (2022) The success factors of e-filing tax reporting in Indonesia: an 
empirical analysis using the DeLone & McLean IS success model. ACM Int Conf Proc Ser. https:// 
doi. org/ 10. 1145/ 35126 76. 35126 91

Minatogawa V, Franco M, Durán O, Quadros R, Holgado M, Batocchio A (2020) Carving out new busi-
ness models in a small company through contextual ambidexterity: the case of a sustainable com-
pany. Sustainability (switzerland). https:// doi. org/ 10. 3390/ su120 62337

Mitrevski P, Hristoski I (2011) e-Consumer online behavior: a basis for obtaining e-commerce perfor-
mance metrics. Commun Comput Inf Sci 83:142–151. https:// doi. org/ 10. 1007/ 978-3- 642- 19325-
5_ 15

Molla A, Heeks R, Balcells I (2006) Adding clicks to bricks: A case study of e-commerce adoption by a 
Catalan small retailer. Eur J Inf Syst 15(4):424–438. https:// doi. org/ 10. 1057/ palgr ave. ejis. 30006 23

Moorman C, Zaltman G, Deshpande R (1992) Relationships between providers and users of market 
research: the dynamics of trust within and between organizations. J Mark Res 29(3):314–328. 
https:// doi. org/ 10. 1177/ 00222 43792 02900 303

Morais EP, Pires JA, Gonçalves RM (2012) E-business maturity: constraints associated with their evolu-
tion. J Organ Comput Electron Commer 22(3):280–300. https:// doi. org/ 10. 1080/ 10919 392. 2012. 
696952

Mosahab R, Mahamad O, Ramayah T (2010) Service quality, customer satisfaction and loyalty: a test of 
mediation. Int Bus Rese 3(4):72. https:// doi. org/ 10. 5539/ IBR. V3N4P 72

Muangsrinoon S, and Boonbrahm P (2019) Game elements from literature review of gamification in 
healthcare context. J Technol Sci Educ. https:// eric. ed. gov/? id= EJ120 4843

Muylle S, Moenaert R, Despontin M (2004) The conceptualization and empirical validation of web site 
user satisfaction. Inf Manag 41(5):543–560. https:// doi. org/ 10. 1016/ S0378- 7206(03) 00089-2

Nah FFH, Eschenbrenner B, Claybaugh CC, Koob PB (2019) Gamification of enterprise systems. Sys-
tem. https:// doi. org/ 10. 3390/ SYSTE MS701 0013

Negruşa AL, Toader V, Sofică A, Tutunea MF, Rus RV (2015) Exploring gamification techniques and 
applications for sustainable tourism. Sustainability 7(8):11160–11189. https:// doi. org/ 10. 3390/ 
SU708 11160

https://doi.org/10.1016/J.JBUSRES.2021.05.057
https://doi.org/10.1146/ANNUREV.PSYCH.51.1.201
https://doi.org/10.1108/02656710210415668/FULL/XML
https://doi.org/10.1108/02656710210415668/FULL/XML
https://doi.org/10.1016/J.PROCS.2015.12.150
https://doi.org/10.1016/J.TECHFORE.2021.120883
https://doi.org/10.1016/J.TECHFORE.2021.120883
https://doi.org/10.1016/S0140-3664(02)00220-7
https://doi.org/10.3389/fpsyg.2021.750527
https://doi.org/10.1080/13215906.2015.1018400
https://doi.org/10.1287/ISRE.13.3.296.76
https://doi.org/10.1287/ISRE.13.3.296.76
https://www.statista.com/statistics/273104/us-b2b-e-commerce-share/
https://doi.org/10.1287/isre.1070.0113
https://doi.org/10.1287/isre.1070.0113
https://doi.org/10.1145/3512676.3512691
https://doi.org/10.1145/3512676.3512691
https://doi.org/10.3390/su12062337
https://doi.org/10.1007/978-3-642-19325-5_15
https://doi.org/10.1007/978-3-642-19325-5_15
https://doi.org/10.1057/palgrave.ejis.3000623
https://doi.org/10.1177/002224379202900303
https://doi.org/10.1080/10919392.2012.696952
https://doi.org/10.1080/10919392.2012.696952
https://doi.org/10.5539/IBR.V3N4P72
https://eric.ed.gov/?id=EJ1204843
https://doi.org/10.1016/S0378-7206(03)00089-2
https://doi.org/10.3390/SYSTEMS7010013
https://doi.org/10.3390/SU70811160
https://doi.org/10.3390/SU70811160


1 3

The ever‑changing business of e‑commerce‑net benefits while…

Nguyen TD (2009) Signal quality and service quality: a study of local and international MBA programs 
in Vietnam. Qual Assur Educ 17(4):364–376. https:// doi. org/ 10. 1108/ 09684 88091 09923 31/ FULL/ 
XML

Nunnally J, Bernstein I (1994) Psychometric theory (3rd editio). MacGraw-Hill, New York
Nyadzayo MW, Casidy R, Thaichon P (2020) B2B purchase engagement: examining the key drivers and 

outcomes in professional services. Ind Mark Manage 85:197–208. https:// doi. org/ 10. 1016/j. indma 
rman. 2019. 11. 007

O’Cass A, Carlson J (2010) Examining the effects of website-induced flow in professional sporting team 
websites. Internet Res 20(2):115–134. https:// doi. org/ 10. 1108/ 10662 24101 10322 09

Pace S (2004) A grounded theory of the flow experiences of Web users. Int J Hum-Comput Stud, vol 
60(3), pp 327–363. https:// www. acade mia. edu/ 28911 438/A_ groun ded_ theory_ of_ the_ flow_ exper 
iences_ of_ Web_ users

Palvia PC (1996) A model and instrument for measuring small business user satisfaction with informa-
tion technology. In: Information & Management (Vol 31). http:// www. elsev ier. com

Parasuraman A, Zeithaml VA, Berry LL (1985) A Conceptual model of service quality and its implica-
tions for future research. J Mark 49(4):41. https:// doi. org/ 10. 2307/ 12514 30

Park SW, Cho CH, Choi SB (2017) Social multimedia network service quality, user satisfaction, 
and prosumer activity. Multimed Tools Appl 76(16):17213–17229. https:// doi. org/ 10. 1007/ 
s11042- 016- 3983-0

Partap B (2019) A review of service quality assessment of library and information centres. Library Phi-
losophy and Practice (e-Journal). https:// digit alcom mons. unl. edu/ libph ilprac/ 2333

Pasca MG, Guglielmetti Mugion R, Toni M, Di Pietro L, Renzi MF (2021) Gamification and service 
quality in bike sharing: an empirical study in Italy. TQM J 33(6):1222–1244. https:// doi. org/ 10. 
1108/ TQM- 05- 2020- 0118

Peiris PM, Kulkarni D, and Mawatha CR de S (2015) An empirical study of customer adoption of e-com-
merce: a customer trust mod...: Discovery Service for ISCTE - Instituto Universitário de Lis. Int 
J Bus Inf, vol 10(4), pp 491–518. http:// eds.b. ebsco host. com/ eds/ pdfvi ewer/ pdfvi ewer? vid= 71& 
sid= ab924 21e- f9ce- 4e0f- 8b46- 0a6a1 13a0a ea% 40pdc-v- sessm gr05

Petter S, DeLone W, McLean E (2008) Measuring information systems success: models, dimensions, 
measures, and interrelationships. Eur J Inf Syst 17(3):236–263. https:// doi. org/ 10. 1057/ EJIS. 2008. 
15

Pham L and Pham LN (2011) Determinants of e-commerce adoption in Vietnamese small and medium 
sized enterprises. In: International Journal of Entrepreneurship (Vol 15)

Phaphoom N, Wang X, Samuel S, Helmer S, Abrahamsson P (2015) A survey study on major technical 
barriers affecting the decision to adopt cloud services. J Syst Softw 103:167–181. https:// doi. org/ 
10. 1016/J. JSS. 2015. 02. 002

Poggi N, Carrera D, Gavaldà R, Ayguadé E, Torres J (2014) A methodology for the evaluation of high 
response time on E-commerce users and sales. Inf Syst Front 16(5):867–885. https:// doi. org/ 10. 
1007/ s10796- 012- 9387-4

Poorangi MM, Khin EWS, Nikoonejad S, Kardevani A (2013) E-commerce adoption in Malaysian small 
and medium enterprises practitioner firms: a revisit on Rogers’ model. Anais Da Acad Bras De 
Cienc 85(4):1593–1604. https:// doi. org/ 10. 1590/ 0001- 37652 01310 3512

Prensky M (2001) digital game-based learning from digital game-based learning (McGraw-Hill, 2001) 
The Digital Game-Based Learning Revolution Fun at Last!

Ratna S, Nayati Utami H, Siti Astuti E, Wilopo E, Muflih M (2020) The technology tasks fit, its impact 
on the use of information system, performance and users’ satisfaction. VINE J Inf Knowl Manag 
Syst 50(3):369–386. https:// doi. org/ 10. 1108/ VJIKMS- 10- 2018- 0092

Rawashdeh AM, Elayan MB, Alhyasat W, Shamout MD (2021) Electronic human resources management 
perceived usefulness, perceived ease of use and continuance usage intention: the mediating role of 
user satisfaction in Jordanian hotels sector. Int J Qual Res 15(2):679–696. https:// doi. org/ 10. 24874/ 
IJQR15. 02- 20

Reynaldo JA, Santos A (1999) Cronbach’s alpha a tool for assessing the reliability of scales. J Ext 37:1–4
Rigdon EE (1998) Structural equation modeling. In: Marcoulides GA (ed) Modern methods for business 

research. Lawrence Erlbaum Associates Publishers, pp 251–294
Robson K, Plangger K, Kietzmann JH, McCarthy I, Pitt L (2016) Game on: engaging customers and 

employees through gamification. Bus Horiz 59(1):29–36. https:// doi. org/ 10. 1016/J. BUSHOR. 
2015. 08. 002

https://doi.org/10.1108/09684880910992331/FULL/XML
https://doi.org/10.1108/09684880910992331/FULL/XML
https://doi.org/10.1016/j.indmarman.2019.11.007
https://doi.org/10.1016/j.indmarman.2019.11.007
https://doi.org/10.1108/10662241011032209
https://www.academia.edu/28911438/A_grounded_theory_of_the_flow_experiences_of_Web_users
https://www.academia.edu/28911438/A_grounded_theory_of_the_flow_experiences_of_Web_users
http://www.elsevier.com
https://doi.org/10.2307/1251430
https://doi.org/10.1007/s11042-016-3983-0
https://doi.org/10.1007/s11042-016-3983-0
https://digitalcommons.unl.edu/libphilprac/2333
https://doi.org/10.1108/TQM-05-2020-0118
https://doi.org/10.1108/TQM-05-2020-0118
http://eds.b.ebscohost.com/eds/pdfviewer/pdfviewer?vid=71&sid=ab92421e-f9ce-4e0f-8b46-0a6a113a0aea%40pdc-v-sessmgr05
http://eds.b.ebscohost.com/eds/pdfviewer/pdfviewer?vid=71&sid=ab92421e-f9ce-4e0f-8b46-0a6a113a0aea%40pdc-v-sessmgr05
https://doi.org/10.1057/EJIS.2008.15
https://doi.org/10.1057/EJIS.2008.15
https://doi.org/10.1016/J.JSS.2015.02.002
https://doi.org/10.1016/J.JSS.2015.02.002
https://doi.org/10.1007/s10796-012-9387-4
https://doi.org/10.1007/s10796-012-9387-4
https://doi.org/10.1590/0001-37652013103512
https://doi.org/10.1108/VJIKMS-10-2018-0092
https://doi.org/10.24874/IJQR15.02-20
https://doi.org/10.24874/IJQR15.02-20
https://doi.org/10.1016/J.BUSHOR.2015.08.002
https://doi.org/10.1016/J.BUSHOR.2015.08.002


 P. Costa, H. Rodrigues 

1 3

Rodrigues LF, Oliveira A, Costa CJ (2016) Playing seriously—how gamification and social cues influ-
ence bank customers to use gamified e-business applications. Comput Hum Behav 63:392–407. 
https:// doi. org/ 10. 1016/J. CHB. 2016. 05. 063

Rouibah K, Lowry PB, Almutairi L (2015) Dimensions of business-to-consumer (B2C) systems success 
in Kuwait: testing a modified DeLone and McLean IS success model in an e-commerce context. J 
Glob Inf Manag 23(3):41–71. https:// doi. org/ 10. 4018/ JGIM. 20150 70103

Rousseau DM, Sitkin SB, Burt RS, Camerer C (1998) Not so different after all: a cross-discipline view of 
trust. Acad Manag Rev 23(3):393–404. https:// doi. org/ 10. 5465/ AMR. 1998. 926617

Salesforce research (2018) State of the Connected Customers—Insights from 6700+ consumers and busi-
ness buyers on the intersection of experience, technology, and trust. https:// www. sales force. com/ 
conte nt/ dam/ web/ en_ us/ www/ docum ents/ ebooks/ state- of- the- conne cted- custo mer- report- second- 
editi on2018. pdf

Santoso AS, Nelloh LAM (2017) User satisfaction and intention to use peer-to-peer online transportation: 
a replication study. Procedia Comput Sci 124:379–387. https:// doi. org/ 10. 1016/j. procs. 2017. 12. 168

Schielzeth H (2010) Simple means to improve the interpretability of regression coefficients. Methods 
Ecol Evol 1(2):103–113. https:// doi. org/ 10. 1111/J. 2041- 210X. 2010. 00012.X

Schumacker R, and Lomax R (1996) A beginner. s guide to structural equation modeling (electronic ver-
sion). In: Mahwah, NJ: Lawrence Erlbaum Associates. Seeram …. https:// www. routl edge. com/A- 
Begin ners- Guide- to- Struc tural- Equat ion- Model ing- Fourth- Editi on/ Schum acker- Lomax/p/ book/ 
97811 38811 935

Seaborn K, Fels DI (2015) Gamification in theory and action: a survey. Int J Hum Comput Stud 74:14–
31. https:// doi. org/ 10. 1016/J. IJHCS. 2014. 09. 006

Seddon P, Kiew M-Y (1996) A partial test and development of Delone and Mclean’s model of IS success. 
Australas J Inf Syst. https:// doi. org/ 10. 3127/ ajis. v4i1. 379

Senarathna I, Warren M, Yeoh W, Salzman S (2014) The influence of organisation culture on e-com-
merce adoption. Ind Manag Data Syst. https:// doi. org/ 10. 1108/ IMDS- 03- 2014- 0076

Shahid Iqbal M, Ul Hassan M, Habibah U (2018) Impact of self-service technology (SST) service quality 
on customer loyalty and behavioral intention: the mediating role of customer satisfaction. Cogent 
Bus Manag 5(1):1423770. https:// doi. org/ 10. 1080/ 23311 975. 2018. 14237 70

Shakib Hossain M, Hasan MR, Kabir SB, and Zayed NM (2019) Customer participation, value, satisfica-
tion, trust and loyalty: an interactive and collaborative strategic action. In: Academy of Strategic 
Management Journal (Vol. 18, Issue 3).

Shankar V, Smith AK, Rangaswamy A (2003) Customer satisfaction and loyalty in online and offline 
environments. Int J Res Mark 20(2):153–175. https:// doi. org/ 10. 1016/ S0167- 8116(03) 00016-8

Shi M, Yuan H (2019) Impact of e-commerce website usability on user satisfaction. J Adv Comput Intell 
Intell Inform. https:// doi. org/ 10. 20965/ jaciii. 2019. p0091

Shpakova A, Dörfler V, MacBryde J (2017) Changing the game: a case for gamifying knowledge 
management. World J Sci, Technol Sustain Dev 14(2/3):143–154. https:// doi. org/ 10. 1108/ 
WJSTSD- 01- 2017- 0002

Suciu MC, Năsulea C, Năsulea DF (2019). The long-term effectiveness of advertising driven sales for 
e-commerce SMEs. In: Proceedings of the International Conference on Business Excellence, vol 
13(1), pp 1180–1191. doi:https:// doi. org/ 10. 2478/ picbe- 2019- 0104

Suh A, Wagner C, Liu L (2018) enhancing user engagement through gamification. J Comput Inf Syst 
58(3):204–213. https:// doi. org/ 10. 1080/ 08874 417. 2016. 12291 43

Suhr D (2006) The basics of structural equation modeling
Sun H, Fang Y, Hsieh JJPA (2014) Consuming information systems: an economic model of user satisfac-

tion. Decis Support Syst 57(1):188–199. https:// doi. org/ 10. 1016/j. dss. 2013. 09. 002
Taherdoost H, Madanchian M (2021) Empirical modeling of customer satisfaction for e-services in cross-

border e-commerce. Electronics (Switzerland). https:// doi. org/ 10. 3390/ elect ronic s1013 1547
Tam C, Loureiro A, Oliveira T (2020) The individual performance outcome behind e-commerce: inte-

grating information systems success and overall trust. Internet Res 30(2):439–462. https:// doi. org/ 
10. 1108/ INTR- 06- 2018- 0262

Thorne SL, Black RW, Sykes JM (2009) Second Language use, socialization, and learning in internet 
interest communities and online gaming. Mod Lang J 93(SUPPL. 1):802–821. https:// doi. org/ 10. 
1111/J. 1540- 4781. 2009. 00974.X

Tobon S, Ruiz-Alba JL, García-Madariaga J (2020) Gamification and online consumer decisions: is the 
game over? Dec Support Syst 128:113167. https:// doi. org/ 10. 1016/J. DSS. 2019. 113167

https://doi.org/10.1016/J.CHB.2016.05.063
https://doi.org/10.4018/JGIM.2015070103
https://doi.org/10.5465/AMR.1998.926617
https://www.salesforce.com/content/dam/web/en_us/www/documents/ebooks/state-of-the-connected-customer-report-second-edition2018.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/ebooks/state-of-the-connected-customer-report-second-edition2018.pdf
https://www.salesforce.com/content/dam/web/en_us/www/documents/ebooks/state-of-the-connected-customer-report-second-edition2018.pdf
https://doi.org/10.1016/j.procs.2017.12.168
https://doi.org/10.1111/J.2041-210X.2010.00012.X
https://www.routledge.com/A-Beginners-Guide-to-Structural-Equation-Modeling-Fourth-Edition/Schumacker-Lomax/p/book/9781138811935
https://www.routledge.com/A-Beginners-Guide-to-Structural-Equation-Modeling-Fourth-Edition/Schumacker-Lomax/p/book/9781138811935
https://www.routledge.com/A-Beginners-Guide-to-Structural-Equation-Modeling-Fourth-Edition/Schumacker-Lomax/p/book/9781138811935
https://doi.org/10.1016/J.IJHCS.2014.09.006
https://doi.org/10.3127/ajis.v4i1.379
https://doi.org/10.1108/IMDS-03-2014-0076
https://doi.org/10.1080/23311975.2018.1423770
https://doi.org/10.1016/S0167-8116(03)00016-8
https://doi.org/10.20965/jaciii.2019.p0091
https://doi.org/10.1108/WJSTSD-01-2017-0002
https://doi.org/10.1108/WJSTSD-01-2017-0002
https://doi.org/10.2478/picbe-2019-0104
https://doi.org/10.1080/08874417.2016.1229143
https://doi.org/10.1016/j.dss.2013.09.002
https://doi.org/10.3390/electronics10131547
https://doi.org/10.1108/INTR-06-2018-0262
https://doi.org/10.1108/INTR-06-2018-0262
https://doi.org/10.1111/J.1540-4781.2009.00974.X
https://doi.org/10.1111/J.1540-4781.2009.00974.X
https://doi.org/10.1016/J.DSS.2019.113167


1 3

The ever‑changing business of e‑commerce‑net benefits while…

Tu CH, Yen CJ, Sujo-Montes L, Roberts GA (2015) Gaming personality and game dynamics in online 
discussion instructions. Educ Media Int 52(3):155–172. https:// doi. org/ 10. 1080/ 09523 987. 2015. 
10750 99

Urbach N, Smolnik S, Riempp G (2010) An empirical investigation of employee portal success. J Strateg 
Inf Syst 19(3):184–206. https:// doi. org/ 10. 1016/J. JSIS. 2010. 06. 002

Utz S, Kerkhof P, van den Bos J (2012) Consumers rule: how consumer reviews influence perceived 
trustworthiness of online stores. Electron Commer Res Appl 11(1):49–58. https:// doi. org/ 10. 
1016/j. elerap. 2011. 07. 010

Vaičiukynaitė E, Gatautis R (2013) Website atmosphere: towards revisited taxonomy of website ele-
ments. Econ Manag. https:// doi. org/ 10. 5755/ j01. em. 18.3. 5285

Vajjhala NR, Thandekkattu SG (2017) Potential and barriers to adoption of B2B e-commerce in SMEs 
in transition economies: case of Albania. Management. https:// doi. org/ 10. 26493/ 1854- 4231. 12. 
155- 169

Velasquez A, LaRose R (2015) Social media for social change: social media political efficacy and activ-
ism in student activist groups. J Broadcast Electron Media 59(3):456–474. https:// doi. org/ 10. 1080/ 
08838 151. 2015. 10549 98

Wachidin Widjaja A, Yuda Patria Lai Wie A, Korea S (2017) B2C e-commerce site success factors: a 
comparison between Indonesia. Int J Econ Manag J Homepage 11(2):505–527

Walker JH, Saffu K, Mazurek M (2016) An Empirical study of factors influencing e-commerce adop-
tion/non-adoption in Slovakian SMEs. J Internet Commer 15(3):189–213. https:// doi. org/ 10. 1080/ 
15332 861. 2016. 11910 49

Wardati NK, Er M (2019) The impact of social media usage on the sales process in small and medium 
enterprises (SMEs): a systematic literature review. Procedia Comput Sci 161:976–983. https:// doi. 
org/ 10. 1016/j. procs. 2019. 11. 207

Werbach K and Hunter D (2012) For the win: how game thinking can revolutionize your business. In 
undefined (Wharton Di)

Wickramansinghe N, Sharma SK (2005) Key factors that hinder SMEs in succeeding in today’s knowl-
edge-based economy. Int J Manag Enterprise Dev 2(2):141–158

Widiaty I, Riza LS, Abdullah AG, Mubaroq SR (2020) Multiplatform application technology—based 
heutagogy on learning batik: a curriculum development framework. Indones J Sci Technol 
5(1):45–61

Xi N, Hamari J (2019) Does gamification satisfy needs? A study on the relationship between gamification 
features and intrinsic need satisfaction. Int J Inf Manage 46:210–221. https:// doi. org/ 10. 1016/J. 
IJINF OMGT. 2018. 12. 002

Xu C, Ryan S, Prybutok V, Wen C (2012) It is not for fun: an examination of social network site usage. 
Inf Manage 49(5):210–217. https:// doi. org/ 10. 1016/j. im. 2012. 05. 001

Yadav N, Goraya MS (2018) Two-way ranking based service mapping in cloud environment. Futur Gener 
Comput Syst 81:53–66. https:// doi. org/ 10. 1016/J. FUTURE. 2017. 11. 027

Yang T, Xun J, He X (2015) British SMEs’ e-commerce technological investments and firm performance: 
an RBV perspective. Technol Anal Strateg Manag 27(5):586–603. https:// doi. org/ 10. 1080/ 09537 
325. 2015. 10194 53

Yin S, Cai X, Wang Z, Zhang Y, Luo S, Ma J (2022) Impact of gamification elements on user satisfaction 
in health and fitness applications: a comprehensive approach based on the Kano model. Comput 
Hum Behav. https:// doi. org/ 10. 1016/J. CHB. 2021. 107106

Yoon YL, Yoon Y, Nam H, Choi J (2021) Buyer-supplier matching in online B2B marketplace: an empir-
ical study of small- and medium-sized enterprises (SMEs). Ind Mark Manage 93:90–100. https:// 
doi. org/ 10. 1016/j. indma rman. 2020. 12. 010

Yu N, Huang YT (2022) Why do people play games on mobile commerce platforms? An empirical study 
on the influence of gamification on purchase intention. Comput Hum Behav. https:// doi. org/ 10. 
1016/J. CHB. 2021. 106991

Zhang Y, Huang SC (2010) How endowed versus earned progress affects consumer goal commitment and 
motivation. J Consum Res 37(4):641–654. https:// doi. org/ 10. 1086/ 655417/ 2/M_ 37-4- 641- FG1. 
JPEG

Zhuang Y, Lederer AL (2003) An instrument for measuring the business benefits of e-commerce retail-
ing. Int J Electron Commer 7(3):65–99. https:// doi. org/ 10. 1080/ 10864 415. 2003. 11044 274

Publisher’s Note Springer Nature remains neutral with regard to jurisdictional claims in published maps 
and institutional affiliations.

https://doi.org/10.1080/09523987.2015.1075099
https://doi.org/10.1080/09523987.2015.1075099
https://doi.org/10.1016/J.JSIS.2010.06.002
https://doi.org/10.1016/j.elerap.2011.07.010
https://doi.org/10.1016/j.elerap.2011.07.010
https://doi.org/10.5755/j01.em.18.3.5285
https://doi.org/10.26493/1854-4231.12.155-169
https://doi.org/10.26493/1854-4231.12.155-169
https://doi.org/10.1080/08838151.2015.1054998
https://doi.org/10.1080/08838151.2015.1054998
https://doi.org/10.1080/15332861.2016.1191049
https://doi.org/10.1080/15332861.2016.1191049
https://doi.org/10.1016/j.procs.2019.11.207
https://doi.org/10.1016/j.procs.2019.11.207
https://doi.org/10.1016/J.IJINFOMGT.2018.12.002
https://doi.org/10.1016/J.IJINFOMGT.2018.12.002
https://doi.org/10.1016/j.im.2012.05.001
https://doi.org/10.1016/J.FUTURE.2017.11.027
https://doi.org/10.1080/09537325.2015.1019453
https://doi.org/10.1080/09537325.2015.1019453
https://doi.org/10.1016/J.CHB.2021.107106
https://doi.org/10.1016/j.indmarman.2020.12.010
https://doi.org/10.1016/j.indmarman.2020.12.010
https://doi.org/10.1016/J.CHB.2021.106991
https://doi.org/10.1016/J.CHB.2021.106991
https://doi.org/10.1086/655417/2/M_37-4-641-FG1.JPEG
https://doi.org/10.1086/655417/2/M_37-4-641-FG1.JPEG
https://doi.org/10.1080/10864415.2003.11044274

	The ever-changing business of e-commerce-net benefits while designing a new platform for small companies
	Abstract
	1 Introduction
	2 Theoretical background
	2.1 E-commerce net benefits for small and medium-size enterprises
	2.2 Small and medium-size enterprises in the context of B2B
	2.3 Model theoretical background
	2.3.1 Website information
	2.3.2 Service quality
	2.3.3 Usability of the website (ease of use)
	2.3.4 Game dynamics
	2.3.5 Intention to use EC
	2.3.6 E-commerce net benefits

	2.4 Conceptual model

	3 Methodology
	3.1 Context of the study
	3.2 Data collection and questionnaire
	3.2.1 Sampling

	3.3 Data analysis

	4 Results
	5 Discussion
	6 Conclusion
	6.1 Theoretical contribution
	6.2 Practical contribution

	Anchor 25
	Acknowledgements 
	References


