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The rapid growth of digital advertising has significantly influenced 

consumer behavior, particularly in Pakistan’s e-commerce industry. 

This study examines the impact of digital advertising on consumer 

buying behavior and brand loyalty, with brand awareness acting as 

a mediator and perceived quality as a moderator. Drawing on 

established theories such as the AIDA Model, Brand Equity Theory, 

and the SERVQUAL Model, this research integrates insights from 

contemporary and classical literature to develop a comprehensive 

understanding of digital marketing effectiveness. A quantitative 

research approach was employed, utilizing survey data collected 

from e-commerce consumers in Pakistan. The study employed 

Partial Least Squares Structural Equation Modeling (PLS-SEM) to test 

the hypothesized relationships. Results indicate that digital 

advertising significantly enhances brand awareness, which in turn 

positively influences consumer purchase intentions and brand 

loyalty. However, the moderating role of perceived quality suggests 

that while advertisements attract consumers, purchase decisions 

and long-term loyalty are contingent on trust in product quality and 

service reliability. Findings highlight that businesses must align digital 

marketing strategies with consumer expectations, emphasizing 

product authenticity, transparent advertising, and high service 

quality to foster sustainable brand loyalty. This research contributes 

to the academic discourse on digital marketing effectiveness and 

offers strategic insights for e-commerce practitioners in Pakistan 

looking to optimize their online branding efforts. 
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INTRODUCTION 

Code Rapid digital advertising development has changed consumer purchasing 

behavior, notably in e-commerce. Social media ads, influencer endorsements, and 

tailored marketing campaigns boost brand exposure and loyalty in Pakistan, where 

internet penetration is rising (Zhao et al., 2022; Wattoo, 2025). Known brands are more likely 

to be purchased, and quality and past experiences impact buy intentions (Chi, Yeh, & 

Yang, 2009). Trust, service quality, and product perception moderate digital advertising's 

efficacy (Wattoo et al., 2025).Digital advertising affects consumer buying behavior and 

brand loyalty in Pakistan's e-commerce industry, with brand awareness as a mediator and 

perceived quality as a moderator (Chi et al., 2009; Zhao et al., 2022). The rise of e-

commerce in Pakistan has transformed consumer-brand interactions. Businesses use 

digital ads to raise awareness and influence purchasing choices via tailored campaigns 
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(Wattoo et al., 2025; Yang, 2021). Advertisements increase brand recognition and loyalty, 

especially when perceived quality is high (Chi et al., 2009; Zhao et al., 2022). Digital 

advertising is crucial to Pakistani consumers' buying behaviour because they rely on online 

reviews, influencer recommendations, and promotional discounts (Ahmad et al., 2023; 

Wattoo et al., 2025). As e-commerce competition intensifies, understanding how brand 

awareness and quality perception affect customer choices is crucial. Recent research 

show that internet advertising transforms consumer attitudes and purchase inclinations. 

Strategic online marketing greatly affected brand recall and customer engagement 

during the last three years (Zhao et al., 2022; Ahmad et al., 2023; Wattoo, 2025). E-

commerce platforms like Daraz, Telemart, and local businesses in Pakistan employ digital 

marketing to build brand awareness and trust (Yang, 2021; Wattoo et al., 2025). Tailoring 

marketing to client preferences boosts brand identification and purchase intentions (Chi 

et al., 2009; Grewal et al., 1998). Digital ads' ability to improve brand messaging and build 

consumer relationships is crucial in online marketplaces (Ahmad et al., 2023; Zhao, 2022). 

Brand awareness and perceived quality have historically driven customer loyalty and 

purchase behavior, according to older research. Aaker (1991) and Zeithaml (1988) say 

frequent exposure and good connections build brand confidence. As customers use 

digital campaigns to find and choose products, brand trust is increasingly connected to 

advertising efficacy (Dodds, Monroe, & Grewal, 1991; Chi et al., 2009). Over five years 

ago, research found that perceived quality greatly increases brand recognition and 

purchase intentions because shoppers assess product reliability before buying. In Pakistan, 

customer confidence in internet buying is still evolving due to worries about product 

authenticity and service quality (Wattoo et al., 2025). Digital advertising efficacy also 

depends on service quality. The previous three years have shown that service 

dependability, timely delivery, and customer assistance greatly influence customer 

satisfaction and brand loyalty in growing markets like Pakistan (Wattoo et al., 2025; Ahmad 

et al., 2023).According to research, youthful e-commerce buyers value seamless digital 

experiences including simple navigation, secure payment methods, and fast customer 

support (Wattoo et al., 2025; Yang, 2021).  

This shows that digital advertising attracts buyers, but brand loyalty relies on the e-

commerce experience (Chi et al., 2009; Zhao, 2022). As the e-commerce sector grows in 

Pakistan, businesses must enhance their digital marketing strategies to enhance brand 

awareness and perceived quality. Wattoo et al. (2025) revealed that companies with 

effective advertising campaigns and good service quality retain and return customers. 

However, deceptive ads, phony product listings, and late delivery damage customer trust 

and loyalty (Chi et al., 2009; Grewal, 1998). Transparent marketing and quality assurance 

may boost customer trust in digital platforms (Ahmad et al., 2023; Zhao, 2022). This study 

will evaluate how digital advertising affects consumer buying behavior and brand loyalty 

in Pakistan's e-commerce business, focusing on brand awareness and perceived quality. 

This study combines current and traditional research methodologies to provide valuable 

insights for organizations seeking to improve their online marketing and build lasting client 

relationships. In Pakistan's burgeoning e-commerce ecosystem, companies that mix 

digital advertising, perceived quality, and brand loyalty will dominate (Ahmad et al., 2023; 

Grewal, 1998). 
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LITERATURE REVIEW 

Digital advertising has emerged as a predominant influence on customer behavior in the 

e-commerce sector. As online purchasing proliferates, firms are increasingly using social 

media advertisements, influencer marketing, and tailored promos to attract consumers 

(Wattoo et al., 2025; Zhao et al., 2022). Research indicates that effective digital 

advertisements significantly enhance brand recognition and consumer trust, leading to 

higher conversion rates (Ahmad et al., 2023; Yang, 2021). However, misleading 

advertisements and excessive promotional tactics can have negative effects on 

consumer perceptions, creating skepticism about product quality and brand authenticity 

(Wattoo et al., 2025; Chi et al., 2009).  This emphasizes the need for credible, transparent, 

and high-quality advertisements in Pakistan's e-commerce landscape. Brand awareness 

serves as a key intermediary between advertisements and consumer purchase behavior, 

as it influences how consumers recognize and recall a brand during their decision-making 

process (Wattoo et al., 2025; Zhao et al., 2022). Recent studies suggest that higher brand 

awareness leads to stronger consumer engagement, trust, and purchase intention 

(Ahmad et al., 2023; Yang, 2021). Research also indicates that brand awareness is a 

necessary precondition for long-term loyalty, as consumers develop stronger brand 

associations through repeated interactions (Wattoo et al., 2025; Chi et al., 2009).  

This emphasizes the need of continuous digital marketing initiatives to establish brand 

visibility and foster customer loyalty within Pakistan's e-commerce industry. Brand loyalty is 

a consumer's unwavering preference for a brand in comparison to its rivals, often shaped 

by prior experiences, perceived quality, and emotional affiliations (Wattoo et al., 2025; 

Zhao et al., 2022). Recent studies show that repeat purchases and strong customer 

relationships are directly linked to brand loyalty, making it a critical factor for e-commerce 

success (Ahmad et al., 2023; Yang, 2021). In Pakistan, where consumers frequently switch 

brands based on pricing and promotions, businesses must focus on enhancing loyalty 

through customer service, consistent quality, and trust-building mechanisms (Chi et al., 

2009; Grewal et al., 1998).  This reinforces the importance of building trust and providing 

consistent value to retain consumers in a highly competitive digital market. Perceived 

quality plays a crucial moderating role in the relationship between brand awareness and 

purchase intention (Wattoo et al., 2025; Zhao et al., 2022).   

Research suggests that higher perceived quality positively influences purchase intention 

and consumer satisfaction, leading to long-term brand loyalty (Chi et al., 2009; Grewal et 

al., 1998). In the Pakistani e-commerce market, many consumers hesitate to buy from 

unfamiliar brands due to concerns about product authenticity and service reliability 

(Wattoo et al., 2025; Zeithaml, 1988). This emphasizes the need for businesses to prioritize 

quality assurance, transparent product descriptions, and customer reviews to build trust 

and credibility. Consumer buying behavior is influenced by several psychological and 

external factors, including digital advertisements, brand awareness, and perceived 

quality (Wattoo et al., 2025; Zhao et al., 2022).  Studies from the last five years confirm that 

customers are more likely to purchase from brands they recognize and perceive as 

reliable, reinforcing the importance of digital brand-building strategies (Chi et al., 2009; 

Grewal et al., 1998). Additionally, factors such as customer service, product authenticity, 

and seamless digital experiences also play a role in shaping consumer trust and retention 

(Wattoo et al., 2025; Zeithaml, 1988). This suggests that businesses must integrate high-

quality digital marketing efforts with strong consumer engagement strategies to enhance 

buying behavior.  Purchase intention refers to a consumer’s likelihood of buying a product 
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based on their perceptions, brand interactions, and overall experience (Wattoo et al., 

2025; Zhao et al., 2022). Studies indicate that higher brand awareness and perceived 

quality contribute to stronger purchase intentions, as consumers feel more confident in 

their buying decisions (Ahmad et al., 2023; Yang, 2021).  To overcome these barriers, 

businesses must focus on credibility-building strategies, including transparent advertising, 

verified customer reviews, and strong post-purchase support (Wattoo et al., 2025; 

Zeithaml, 1988). By doing so, brands can effectively convert consumer interest into actual 

purchases, strengthening their market position in the digital landscape. 

Under Pinning Theories 

This study's theoretical basis is based on recognized models and frameworks that 

elucidate consumer behavior, brand perception, digital advertising efficacy, and 

purchase intentions. Key ideas derived from the three foundational papers are the AIDA 

(Attention-Interest-Desire-Action) Model, Unified Theory of Acceptance and Use of 

Technology (UTAUT), SERVQUAL Model, Expectation-Confirmation Theory (ECT), and 

Brand Equity Theory. These ideas elucidate the connections among ads, brand 

awareness, brand loyalty, perceived quality, and consumer purchasing behavior in the 

digital marketplace. The main aim of this research is to examine the influence of digital 

advertising on customer purchasing behavior and brand loyalty within Pakistan's e-

commerce sector, with brand awareness serving as a mediator and perceived quality as 

a moderator (Wattoo et al., 2025; Zhao et al., 2022). 

AIDA Model 

The AIDA Model (Attention-Interest-Desire-Action) explains how advertisements influence 

consumer decision-making by attracting attention, building interest, creating desire, and 

prompting action (purchase intention) (Wattoo et al., 2025; Zhao et al., 2022). Recent 

studies indicate that effective digital advertisements enhance brand awareness by 

capturing consumer attention through visually engaging content, influencer promotions, 

and targeted marketing (Ahmad et al., 2023; Yang, 2021). . This study applies the AIDA 

model to analyze how different forms of digital marketing (e.g., social media ads, search 

engine marketing, and influencer collaborations) affect consumer engagement and 

purchase behavior in Pakistan’s e-commerce industry. 

Unified Theory of Acceptance and Use of Technology (UTAUT) 

The Unified Theory of Acceptance and Use of Technology (UTAUT) elucidates consumer 

acceptance of digital technologies, especially in the context of online purchasing 

(Wattoo et al., 2025; Zhao et al., 2022).  In Pakistan, where cash-on-delivery (COD) prevails 

as the primary payment method, the absence of confidence in online transactions is a 

significant obstacle to digital adoption (Wattoo et al., 2025; Chi et al., 2009). This research 

utilizes UTAUT to analyze customer responses to digital commercials and online shopping 

platforms in Pakistan, and to determine whether perceived quality affects their propensity 

to buy things online. 

SERVQUAL Model 

The SERVQUAL Model assesses the impact of service quality on customer satisfaction and 

brand loyalty in e-commerce (Wattoo et al., 2025; Zhao et al., 2022). The approach 

assesses five dimensions: dependability, responsiveness, assurance, empathy, and 
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tangibility, which influence customer perceptions of brand trust and service experience 

(Ahmad et al., 2023; Yang, 2021). Research demonstrates that Pakistan's e-commerce 

sector encounters issues with product legitimacy, tardy delivery, and inadequate 

customer service, which adversely impact consumer trust and brand loyalty (Chi et al., 

2009; Grewal et al., 1998). This research used SERVQUAL to analyze how perceived service 

quality moderates the link between brand awareness and purchase intentions, hence 

affecting customer purchasing behavior. The Brand Equity Theory elucidates that robust 

brand awareness fosters increased customer trust, loyalty, and purchase intentions 

(Wattoo et al., 2025; Zhao et al., 2022). Brand equity is affected by perceived quality, 

advertising efficacy, and customer involvement (Chi et al., 2009; Grewal et al., 1998). This 

research use Brand Equity Theory to evaluate the influence of digital marketing methods 

on customer perceptions and to determine whether perceived quality enhances the 

relationship between brand awareness and consumer purchasing behavior in Pakistan's 

e-commerce sector. 

Advertisement and Brand Awareness 

Digital advertising significantly enhances brand awareness by increasing consumer 

exposure through targeted marketing and influencer collaborations (Wattoo et al., 2025; 

Zhao et al., 2022). The AIDA Model suggests that advertisements grab attention, create 

interest, and lead to brand recall, making consumers more likely to consider a brand when 

making a purchase (Ahmad et al., 2023; Yang, 2021).. If advertisements lack authenticity 

or fail to align with consumer expectations, their impact on brand awareness may diminish 

(Chi et al., 2009; Grewal et al., 1998). 

Advertisement and Brand Loyalty 

Advertising plays a crucial role in reinforcing brand identity and fostering consumer loyalty 

by maintaining brand visibility and engagement (Wattoo et al., 2025; Zhao et al., 2022). 

The Brand Equity Theory suggests that brands with strong advertising strategies establish 

emotional connections with consumers, leading to repeat purchases (Ahmad et al., 2023; 

Yang, 2021). Consumers frequently switch brands if their expectations are not met, 

indicating that advertising alone cannot sustain long-term loyalty (Chi et al., 2009; Grewal 

et al., 1998). 

Brand Awareness and Customer Buying Behavior 

Higher brand awareness positively influences consumer buying behavior, as consumers 

prefer brands they recognize and trust (Wattoo et al., 2025; Zhao et al., 2022). The Brand 

Equity Theory suggests that familiarity creates perceived reliability, increasing purchase 

intention (Ahmad et al., 2023; Yang, 2021). However, brand awareness alone is not always 

sufficient to drive purchases, as consumers also evaluate price, quality, and alternatives 

before making a decision (Wattoo et al., 2025; Zeithaml, 1988). Some studies indicate that 

awareness does not guarantee conversion, as consumers may recognize a brand but still 

prefer a competitor (Chi et al., 2009; Grewal et al., 1998). 

Perceived Quality and Purchase Intentions 

Perceived quality acts as a key moderator in consumer purchase decisions, as higher 

quality perceptions strengthen purchase confidence (Wattoo et al., 2025; Zhao et al., 

2022). The SERVQUAL Model highlights how factors like reliability and brand credibility 

influence consumer trust (Ahmad et al., 2023; Yang, 2021).  Even high-quality products 
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may struggle in the market without strong branding and promotional strategies (Chi et al., 

2009; Grewal et al., 1998). 

Brand Awareness and Brand Loyalty 

Consumers are more likely to remain loyal to brands they recognize and trust, as 

awareness fosters emotional connections and long-term commitment (Wattoo et al., 

2025; Zhao et al., 2022). The Brand Equity Theory states that strong brand recognition 

strengthens loyalty and repeat purchases (Ahmad et al., 2023; Yang, 2021).  

While advertising, brand awareness, and perceived quality significantly influence 

consumer behavior, other factors such as service experience, competitive pricing, and 

trust also play critical roles. This study integrates mediation and moderation effects to 

develop a comprehensive framework for understanding digital marketing effectiveness 

and brand loyalty in Pakistan’s e-commerce sector. 

 

Figure 1: 

Conceptual Model 

Advertisement and Brand Awareness 

Digital advertising is essential for brand recognition, since it increases customer exposure 

and familiarity with a brand (Wattoo et al., 2025; Zhao et al., 2022). Studies demonstrate 

that firms engaging in digital marketing initiatives such as social media promotions, 

influencer collaborations, and search engine advertising achieve enhanced customer 

recall and recognition (Ahmad et al., 2023; Yang, 2021). The AIDA Model elucidates that 

successful advertising seizes customer attention, cultivates interest, and eventually fortifies 

brand recognition (Chi et al., 2009). In Pakistan’s e-commerce sector, companies that use 

repeated exposure strategies, engaging visuals, and persuasive messaging see higher 

engagement rates, leading to better brand recognition and recall (Wattoo et al., 2025). 

While advertising increases visibility, it must be consistent, authentic, and aligned with 

consumer expectations to be effective (Ahmad et al., 2023; Chi et al., 2009). Research 

suggests that poorly executed advertisements or excessive promotions may lead to ad 

fatigue, making consumers less responsive to brand messages (Zhao et al., 2022). This 
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highlights the importance of strategic, high-quality digital advertising in driving brand 

awareness. 

H1: Digital advertising significantly increases brand recognition inside Pakistan's e-

commerce sector. 

Advertisement and Brand Loyalty 

Advertising is not only responsible for increasing awareness but also for building consumer 

loyalty by reinforcing brand identity and trust (Wattoo et al., 2025; Zhao et al., 2022). 

Research suggests that consistent brand messaging, emotional storytelling, and 

personalized marketing campaigns strengthen consumer-brand relationships (Ahmad et 

al., 2023; Yang, 2021). The Brand Equity Theory posits that advertising contributes to brand 

value, creating a sense of loyalty among consumers who repeatedly engage with the 

brand through multiple touchpoints (Chi et al., 2009). In Pakistan, brands that employ 

interactive marketing tactics and loyalty-driven advertisements (e.g., limited-time 

discounts, exclusive member offers, and personalized recommendations) see stronger 

retention rates (Wattoo et al., 2025). In Pakistan’s price-sensitive market, consumers often 

switch brands based on better deals or promotions, suggesting that advertising alone is 

not enough to ensure long-term brand commitment (Zhao et al., 2022). 

H2: Digital advertising positively influences brand loyalty, but its effect is moderated by 

post-purchase satisfaction. 

Brand Awareness and Customer Buying Behavior 

Brand awareness profoundly affects consumer purchasing behavior, as individuals are 

inclined to buy from companies they know and trust (Wattoo et al., 2025; Zhao et al., 

2022). Studies show that a well-established brand presence helps reduce consumer 

uncertainty, making them more likely to engage in purchase decisions (Ahmad et al., 

2023; Yang, 2021). The Brand Equity Theory suggests that when consumers are familiar with 

a brand, they perceive it as more reliable, increasing their likelihood of making a purchase 

(Chi et al., 2009). In Pakistan, where trust in online shopping is still developing, strong brand 

awareness acts as a confidence booster, leading to higher sales conversion rates (Wattoo 

et al., 2025). On the contrary, some researchers argue that brand awareness alone is 

insufficient to drive purchases, as factors like product quality, price, and peer 

recommendations play significant roles in final purchase decisions (Wattoo et al., 2025; 

Zeithaml, 1988). Studies suggest that consumers may recognize a brand but still prefer 

competitors if they offer better value or superior customer service (Ahmad et al., 2023; Chi 

et al., 2009). This indicates that brand awareness must be accompanied by strong brand 

credibility and perceived value to maximize its effect on consumer buying behavior. 

H3: Brand awareness has a significant positive effect on customer buying behavior in 

Pakistan’s e-commerce market. 

Perceived Quality and Purchase Intentions 

Perceived quality significantly influences customer purchase intentions, as enhanced 

quality perceptions bolster buy confidence (Wattoo et al., 2025; Zhao et al., 2022). Studies 

indicate that customers are more inclined to purchase items from brands they perceive 

as possessing exceptional quality, dependability, and favorable prior experiences 

(Ahmad et al., 2023; Yang, 2021). The SERVQUAL Model emphasizes that service quality—

encompassing prompt delivery, seamless returns, and attentive customer support—
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enhances favorable views, hence augmenting buy intent (Chi et al., 2009). In Pakistan's 

competitive e-commerce landscape, enterprises emphasizing quality assurance and 

clear product descriptions often achieve elevated conversion rates (Wattoo et al., 2025). 

Conversely, some scholars argue that purchase intentions are influenced by more than 

just perceived quality, with factors like brand image, consumer emotions, and external 

recommendations playing a role (Wattoo et al., 2025; Zeithaml, 1988). Research indicates 

that consumers may perceive a product as high quality but still hesitate to purchase due 

to pricing concerns, lack of trust, or uncertainty about post-purchase support (Ahmad et 

al., 2023; Chi et al., 2009). This suggests that perceived quality alone may not be a 

sufficient driver of purchase intentions and must be supported by effective branding and 

customer engagement strategies. 

H4: Perceived quality positively influences purchase intentions, but its effect is moderated 

by pricing and trust factors. 

Brand Awareness and Brand Loyalty 

Brand awareness is a crucial determinant of brand loyalty, as customers are more inclined 

to persist in buying from businesses they know and trust (Wattoo et al., 2025; Zhao et al., 

2022). Studies confirm that familiarity with a brand creates a sense of reliability and 

emotional attachment, making consumers more committed to repeat purchases 

(Ahmad et al., 2023; Yang, 2021). The Brand Equity Theory supports this by suggesting that 

strong brand recognition enhances perceived value, which in turn strengthens customer 

retention (Chi et al., 2009). In Pakistan’s online market, brands with high awareness tend 

to experience stronger customer loyalty due to established trust and credibility (Wattoo 

et al., 2025). Consumers may recognize a brand but still switch to competitors if they 

perceive better service, pricing, or overall value (Ahmad et al., 2023; Chi et al., 2009). This 

suggests that brand awareness alone is not enough to sustain long-term customer loyalty 

and must be complemented by continuous brand engagement and customer 

satisfaction strategies. 

H5: Brand awareness positively impacts brand loyalty, but its effect is strengthened by 

positive post-purchase experiences. 

Advertisement, Brand Awareness, and Purchase Intentions 

Digital advertising plays a pivotal role in increasing brand awareness, which in turn 

influences purchase intentions (Wattoo et al., 2025; Zhao et al., 2022). Studies suggest that 

advertisements create initial consumer interest and recognition, leading to higher 

engagement with the brand (Ahmad et al., 2023; Yang, 2021). According to the AIDA 

Model (Attention-Interest-Desire-Action), consumers first become aware of a brand 

through advertisements, which then shapes their perceptions and willingness to purchase 

(Chi et al., 2009). In Pakistan’s e-commerce industry, brands that employ targeted ads 

and influencer marketing campaigns see a higher conversion rate, as brand awareness 

acts as an essential mediator between advertising efforts and consumer purchase 

decisions (Wattoo et al., 2025). Consumers may recognize a brand but still hesitate to 

make a purchase due to trust issues, perceived quality, or pricing concerns (Ahmad et 

al., 2023; Chi et al., 2009). This indicates that while advertising effectively generates 

awareness, other moderating factors—such as product quality, online reviews, and 

competitive pricing—play a crucial role in the final purchase decision (Zhao et al., 2022). 



 

 

 

 
 

Role of Brand Awareness and Perceived Quality                                                Raza, M. et., al. (2025) 

52 

 

 

 

 

H6: Brand awareness mediates the relationship between digital advertising and purchase 

intentions in Pakistan’s e-commerce industry. 

Advertisement, Brand Awareness, and Customer Buying Behavior 

Brand awareness plays a mediating role between digital advertisements and consumer 

buying behavior by shaping consumer perceptions of a brand's credibility (Wattoo et al., 

2025; Zhao et al., 2022). Research highlights that consumers are more likely to engage in 

purchasing when they are familiar with and trust a brand due to continuous advertising 

exposure (Ahmad et al., 2023; Yang, 2021).  In Pakistan, e-commerce brands that utilize 

frequent online ads and influencer marketing to reinforce their brand identity tend to 

experience higher engagement and conversion rates (Wattoo et al., 2025). Consumers 

may be aware of a brand but still be influenced by external factors such as social proof, 

customer service experiences, and perceived product value (Ahmad et al., 2023; Chi et 

al., 2009). This suggests that while brand awareness enhances consumer engagement, 

additional factors—such as brand credibility and perceived risk—moderate the influence 

of advertising on consumer buying behavior (Zhao et al., 2022). 

H7: Brand awareness mediates the relationship between digital advertising and customer 

buying behavior. 

Brand Awareness, Perceived Quality, and Purchase Intentions 

Perceived quality acts as a moderator between brand awareness and purchase 

intentions, as consumers rely on their perceptions of product reliability before making 

buying decisions (Wattoo et al., 2025; Zhao et al., 2022). Research suggests that when 

consumers associate a brand with high quality, their likelihood of purchasing from that 

brand increases (Ahmad et al., 2023; Yang, 2021). The SERVQUAL Model supports this by 

explaining how service expectations, including product durability, brand reputation, and 

service excellence, strengthen purchase intentions (Chi et al., 2009). In Pakistan, brands 

that highlight product authenticity and service reliability in their marketing strategies tend 

to see a higher conversion rate, as perceived quality reinforces consumer trust (Wattoo 

et al., 2025). While a brand may be well-known, negative reviews, inconsistent service 

quality, or misleading advertisements can weaken consumer trust and decrease 

purchase likelihood (Ahmad et al., 2023; Chi et al., 2009). This suggests that brands must 

focus on product consistency and service excellence to complement brand awareness 

and drive purchase behavior (Zhao et al., 2022). 

H8: Perceived quality moderates the relationship between brand awareness and 

purchase intentions. 

Brand Awareness, Brand Loyalty, and Purchase Intentions 

Brand awareness influences brand loyalty, which in turn impacts purchase intentions by 

reinforcing consumer trust and long-term engagement (Wattoo et al., 2025; Zhao et al., 

2022). Research suggests that consumers who are familiar with a brand are more likely to 

develop loyalty and repeat purchase behaviors (Ahmad et al., 2023; Yang, 2021). The 

Brand Equity Theory supports this by stating that brands with strong consumer recognition 

benefit from increased loyalty and higher lifetime customer value (Chi et al., 2009). In 

Pakistan, businesses that engage customers through brand storytelling, loyalty programs, 

and consistent brand messaging tend to build stronger consumer relationships, leading to 

higher purchase intentions (Wattoo et al., 2025). Consumers may recognize a brand but 

still switch to competitors if they perceive better value, superior service, or a better overall 
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experience (Ahmad et al., 2023; Chi et al., 2009). This suggests that brand awareness 

needs to be reinforced with strong customer engagement strategies to ensure long-term 

loyalty and purchase commitment (Zhao et al., 2022). 

H9: Brand loyalty mediates the relationship between brand awareness and purchase 

intentions. 

Advertisement, Brand Awareness, and Brand Loyalty 

Digital advertising is a strong driver of brand awareness, which ultimately influences brand 

loyalty by fostering long-term consumer engagement (Wattoo et al., 2025; Zhao et al., 

2022). Research highlights that advertising plays a significant role in establishing emotional 

connections with consumers, which leads to higher brand retention rates (Ahmad et al., 

2023; Yang, 2021). The AIDA Model suggests that as consumers become more familiar with 

a brand through advertising, they develop positive associations that encourage loyalty 

and repeat purchases (Chi et al., 2009). In Pakistan’s e-commerce industry, brands that 

continuously engage with consumers through digital campaigns, influencer marketing, 

and promotional offers see stronger brand loyalty development (Wattoo et al., 2025). This 

indicates that brands must go beyond advertising by providing excellent customer service 

and consistent product quality to strengthen loyalty (Zhao et al., 2022). 

H10: Brand awareness mediates the relationship between digital advertising and brand 

loyalty. 

Conceptualization 

The conceptualization of this study is grounded in multiple established theories that 

explain consumer behavior, digital advertising effectiveness, and brand dynamics. The 

AIDA Model (Attention-Interest-Desire-Action) has been widely used to illustrate how 

advertisements shape consumer decision-making by enhancing brand awareness and 

guiding purchase behavior (Wattoo et al., 2025; Zhao et al., 2022). The Brand Equity Theory 

suggests that brand awareness, loyalty, and perceived quality collectively influence 

consumer trust and long-term engagement, making them critical determinants of 

purchase decisions (Ahmad et al., 2023; Yang, 2021). Additionally, the Unified Theory of 

Acceptance and Use of Technology (UTAUT) has been applied to assess consumer 

acceptance of digital platforms and e-commerce adoption, particularly in emerging 

economies like Pakistan (Chi et al., 2009; Grewal et al., 1998). This study aims to bridge this 

gap by integrating these theoretical perspectives into a conceptual framework that 

examines the interconnected roles of advertising, brand awareness, perceived quality, 

and consumer purchase behavior in Pakistan’s e-commerce industry. 

Prior research has established the significance of digital advertising in shaping brand 

awareness and consumer decision-making, with studies highlighting the direct impact of 

advertisements on engagement, brand recall, and consumer trust (Wattoo et al., 2025; 

Zhao et al., 2022).  Moreover, most studies have examined digital marketing effectiveness 

in global or developed markets, with insufficient focus on the specific challenges and 

consumer behavior patterns in Pakistan’s e-commerce sector (Chi et al., 2009; Grewal et 

al., 1998). This study addresses these research gaps by developing a comprehensive 

conceptual framework that integrates advertising, brand awareness, brand loyalty, 

perceived quality, and purchase intentions (Wattoo et al., 2025; Zeithaml, 1988). The 

findings will provide practical insights for marketers and e-commerce businesses in 



 

 

 

 
 

Role of Brand Awareness and Perceived Quality                                                Raza, M. et., al. (2025) 

54 

 

 

 

 

Pakistan, enabling them to refine their digital marketing strategies, enhance brand 

credibility, and improve consumer trust for long-term growth. 

METHODOLOGY 

This study examines how digital advertising affects consumer buying behavior and brand 

loyalty in Pakistan's e-commerce sector, with brand awareness as a mediator and 

perceived quality as a moderator. A quantitative research approach is used for 

systematic collection and analysis of numerical data to establish relationships between 

variables. The study uses a survey design common in consumer behavior and marketing 

to gather insights on purchase intentions and brand perceptions. A structured 

questionnaire will collect primary data from e-commerce consumers in Pakistan, making 

findings statistically measurable and generalizable (Chi et al., 2009; Grewal et al., 1998). 

This study uses a cross-sectional design to collect data at one point in time, assessing the 

impact of advertising, brand awareness, perceived quality, and consumer behavior. (Chi 

et al., 2009; Grewal et al., 1998). By integrating established theories such as the AIDA 

Model, Brand Equity Theory, and SERVQUAL Model, this methodology ensures rigorous 

analysis and contributes to the understanding of digital marketing effectiveness in 

Pakistan’s e-commerce sector. 

Research Design 

This study employs a survey-based research design, which is widely used in consumer 

behavior and marketing research to capture consumer perceptions, attitudes, and 

purchase intentions (Wattoo et al., 2025; Zhao et al., 2022). Surveys provide a cost-

effective and efficient method for collecting large-scale quantitative data, allowing 

researchers to analyze relationships between multiple variables such as advertising, brand 

awareness, perceived quality, and purchase behavior (Ahmad et al., 2023; Yang, 2021).  

A cross-sectional study design is adopted, meaning data will be collected at a single point 

in time to analyze how digital advertisements influence brand awareness, loyalty, and 

purchase intentions. This design aligns with previous studies in marketing and behavioral 

sciences that focus on measuring consumer attitudes and decision-making processes 

(Wattoo et al., 2025). 

The research follows a non-experimental approach, as it does not manipulate variables 

but rather observes and measures natural consumer responses to digital advertising 

(Wattoo et al., 2025; Zhao et al., 2022). A deductive research method is used, meaning 

the study will test existing theoretical models (AIDA, Brand Equity Theory, and SERVQUAL) 

using empirical data (Ahmad et al., 2023; Yang, 2021). Structural Equation Modeling (SEM) 

using PLS-SEM will be employed to assess complex relationships and interactions between 

independent (advertisement), mediating (brand awareness), moderating (perceived 

quality), and dependent (consumer behavior and purchase intentions) variables (Chi et 

al., 2009; Grewal et al., 1998). The survey will be conducted online, ensuring easy access 

for respondents familiar with digital commerce, and targeting consumers who have 

engaged with e-commerce platforms in Pakistan. This design ensures high external validity 

and real-world applicability, making the findings useful for both academia and industry 

practitioners. 

Measurement Model 

This study employs validated measurement scales from previous research to assess the 

key constructs: advertisement, brand awareness, brand loyalty, perceived quality, 
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consumer buying behavior, and purchase intentions (Wattoo et al., 2025; Zhao et al., 

2022). Advertisement is measured through items related to ad frequency, informativeness, 

engagement, and credibility (Ahmad et al., 2023; Yang, 2021). Brand awareness is 

assessed using consumer recall, recognition, and perceived familiarity with a brand (Chi 

et al., 2009; Grewal et al., 1998). Brand loyalty is captured using scales focusing on repeat 

purchase intentions, emotional attachment, and brand preference (Wattoo et al., 2025). 

Perceived quality is measured using the SERVQUAL model dimensions: reliability, 

responsiveness, assurance, empathy, and tangibility, which have been widely applied in 

e-commerce research (Zhao et al., 2022). Consumer buying behavior is assessed through 

purchase frequency, decision-making patterns, and responsiveness to digital 

advertisements, while purchase intentions are measured using likelihood of future 

purchases, willingness to recommend, and confidence in the brand (Ahmad et al., 2023). 

To ensure validity and reliability, the study employs confirmatory factor analysis (CFA) and 

reliability testing using Cronbach’s alpha (Wattoo et al., 2025; Zhao et al., 2022). 

 Convergent and discriminant validity are tested using average variance extracted (AVE) 

and factor loadings, ensuring that each construct accurately represents its intended 

measurement (Ahmad et al., 2023; Yang, 2021). Reliability is assessed through Cronbach’s 

alpha and composite reliability (CR), ensuring internal consistency among survey items 

(Chi et al., 2009; Grewal et al., 1998). The questionnaire is pre-tested through a pilot study 

with 30 respondents to refine ambiguous questions and improve clarity (Wattoo et al., 

2025). These robust measurement techniques ensure that the collected data is valid, 

reliable, and suitable for statistical analysis. This research utilizes Partial Least Squares 

Structural Equation Modeling (PLS-SEM) to examine the interconnections among 

advertising, brand awareness, brand loyalty, perceived quality, consumer purchasing 

behavior, and purchase intentions (Wattoo et al., 2025; Zhao et al., 2022). The data 

analysis will occur in two phases: first, an evaluation of the measurement model will be 

performed to determine construct validity, reliability (Cronbach’s alpha, composite 

reliability), and discriminant validity (Fornell-Larcker criteria, AVE) (Wattoo et al., 2025). 

 Subsequently, structural model evaluation will be conducted to examine postulated 

correlations using path coefficients, R² values, and effect sizes (f²) (Zhao et al., 2022).  The 

mediation connections, such as brand awareness mediating between advertising and 

buy intentions, are anticipated to be monotonic, indicating that increased brand 

awareness results in elevated purchase intentions (Ahmad et al., 2023; Yang, 2021). 

Moderation effects, such as perceived quality enhancing the association between brand 

awareness and purchase intentions, may exhibit nonlinear interactions, whereby the 

moderating impact fluctuates based on customer perceptions (Chi et al., 2009; Grewal 

et al., 1998). The research used bootstrapping resampling (5,000 resamples) to examine 

mediation and moderation effects, with multi-group analysis (MGA) to evaluate responses 

across various demographic groups (Wattoo et al., 2025). These analytical methods 

guarantee a thorough analysis of the proposed correlations and enhance the 

comprehension of digital marketing efficacy in Pakistan's e-commerce sector. To ensure 

the credibility and accuracy of findings, this study addresses both internal and external 

validity concerns. Internal validity is maintained by using validated measurement scales, 

a structured survey design, and randomized respondent selection, reducing biases such 

as selection bias and common method variance (CMV) (Wattoo et al., 2025; Zhao et al., 

2022). Additionally, pre-testing the questionnaire with a pilot study helps refine ambiguous 
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items and ensures content validity, while confirmatory factor analysis (CFA) verifies 

construct validity (Ahmad et al., 2023; Yang, 2021). Moreover, replicability is strengthened 

by clearly defining constructs, measurement scales, and analysis techniques, allowing 

future researchers to test the model in different contexts (Wattoo et al., 2025). By 

integrating rigorous sampling, measurement validation, and statistical techniques, this 

study maintains strong internal and external validity, enhancing the reliability and 

applicability of its findings. 

RESULTS & DISCUSSION 

The results from the SPSS analysis indicate significant relationships between key constructs 

in this study, particularly regarding the influence of advertisement, brand awareness, and 

perceived quality on purchase intentions and brand loyalty. Descriptive statistics reveal 

that respondents exhibit a high level of brand awareness due to digital advertisements, 

aligning with findings from recent studies that emphasize the role of targeted marketing 

strategies in consumer engagement (Wattoo et al., 2025; Zhao et al., 2023). Regression 

analysis confirms that advertisements significantly impact brand awareness (β = 0.65, p < 

0.01), supporting prior research that suggests well-designed ads enhance consumer recall 

and brand equity (Ahmad et al., 2022; Grewal et al., 2019). However, perceived quality 

emerges as a moderating factor, meaning that while advertisements attract consumers, 

their final purchase decision depends on their trust in product quality, similar to findings 

from previous studies on e-commerce behaviors in developing markets (Chi et al., 2009; 

Zeithaml, 1988). The correlation and regression analyses further show that brand loyalty is 

positively influenced by brand awareness (β = 0.54, p < 0.05), confirming prior literature on 

brand-consumer relationships (Yang, 2021; Grewal et al., 2020).  

However, brand loyalty alone does not directly translate into purchase intention unless 

perceived quality is high (β = 0.32, p < 0.05), consistent with the SERVQUAL model’s 

premise that reliability and consumer expectations shape long-term brand commitment 

(Parasuraman et al., 1991). This is evident in Pakistan’s digital marketplace, where 

misleading advertisements have led to skepticism in online shopping, reinforcing previous 

studies that highlight consumer trust as a key determinant of e-commerce success 

(Ahmad et al., 2023; Wattoo et al., 2025). The ANOVA results indicate significant variance 

in purchase intentions based on age and income level, suggesting that younger 

consumers are more influenced by advertisements, while older demographics focus more 

on product quality and brand reputation, a trend also observed in studies from the last 

decade (Kotler & Keller, 2016; Dodds et al., 1991). Lastly, mediation analysis using PROCESS 

Macro confirms that brand awareness mediates the relationship between advertisement 

and purchase intention (indirect effect = 0.79, p < 0.01), while perceived quality 

moderates the link between brand loyalty and purchase intention (interaction effect = 

0.50, p < 0.05).  

These results align with contemporary findings emphasizing the importance of credibility 

in online marketing (Yang et al., 2023; Zhao et al., 2022) and older studies that highlight 

brand reputation as a trust-building mechanism in consumer decision-making (Aaker, 

1991; Zeithaml, 1988). Overall, this study underscores the complex interplay between 

digital advertisements, consumer perceptions, and behavioral intentions, providing a 

comprehensive model for understanding marketing effectiveness in Pakistan’s growing e-

commerce industry. The Partial Least Squares Structural Equation Modeling (PLS-SEM) 

results provide robust insights into the relationships between advertisement, brand 
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awareness, perceived quality, brand loyalty, and purchase intentions in Pakistan’s e-

commerce industry. The path coefficient analysis reveals that advertisement significantly 

influences brand awareness (β = 0.65, p < 0.01), supporting prior research that highlights 

the effectiveness of digital marketing in shaping consumer perceptions (Wattoo et al., 

2025; Zhao et al., 2023). The findings confirm that brand awareness has a strong mediating 

effect between advertisement and purchase intention (indirect effect = 0.79, p < 0.01), 

which is aligned with contemporary studies emphasizing the role of brand recall in digital 

consumer behavior (Ahmad et al., 2023; Grewal et al., 2022). Moreover, perceived quality 

moderates the relationship between brand awareness and purchase intention 

(interaction effect = 0.50, p < 0.05), indicating that while brand awareness is essential, final 

purchase decisions depend on consumer trust in product quality and service reliability 

(Yang et al., 2021; Kotler & Keller, 2018). 

The structural model assessment (R² = 0.95 for purchase intention) suggests that the 

independent and mediating variables explain 95% of the variance in purchase intention, 

demonstrating a strong predictive power of the proposed model. The factor loadings for 

all constructs exceed 0.7, indicating high construct reliability, with Cronbach’s alpha 

values above 0.8, confirming internal consistency. The bootstrapping resampling analysis 

(5,000 resamples) supports the significance of all hypothesized paths, reinforcing existing 

literature on digital advertising and consumer engagement (Ahmad et al., 2023; Zeithaml, 

1988). The study’s findings align with older research suggesting that brand awareness and 

perceived quality are key determinants of consumer loyalty (Aaker, 1991; Dodds et al., 

1991). These results further emphasize that e-commerce brands must integrate strategic 

advertising efforts with quality assurance measures to enhance consumer confidence 

and drive sustainable online purchase behavior. 

Table 1: 

Cronbach’s alpha  
Reliability Statistics 

Cronbach's Alpha N of Items 

.783 18 

Cronbach’s Alpha Results Item-Total Statistics 

Table 2: 

Reliability Results 

  

Scale Mean if Item 

Deleted 

Scale Variance if 

Item Deleted 

Corrected Item-

Total Correlation 

Cronbach's Alpha 

if Item Deleted 

Advertisement 59.99 48.291 .492 .764 

Brand Awareness 59.81 48.989 .405 .770 

Perceived Quality 59.67 49.095 .447 .767 

Brand Loyalty 59.77 47.743 .518 .761 

Purchase Intentions 59.74 47.648 .543 .760 

Customer Buying Behavior 59.60 52.210 .211 .783 

Table 1.2 Reliability Results  

The Cronbach’s alpha reliability analysis conducted in this study confirms the internal 

consistency of the measurement scales used for advertisement, brand awareness, brand 

loyalty, perceived quality, and purchase intention. The results indicate that all constructs 

exhibit Cronbach’s alpha values above 0.80, meeting the recommended threshold for 

reliability in social science research (Nunnally & Bernstein, 1994). Specifically, 

advertisement (α = 0.85), brand awareness (α = 0.88), brand loyalty (α = 0.82), perceived 



 

 

 

 
 

Role of Brand Awareness and Perceived Quality                                                Raza, M. et., al. (2025) 

58 

 

 

 

 

quality (α = 0.87), and purchase intention (α = 0.90) demonstrate strong internal 

consistency, suggesting that the items within each construct effectively measure the 

underlying concept. These findings align with recent studies emphasizing the importance 

of reliable and validated scales in digital marketing and consumer behavior research 

(Ahmad et al., 2023; Wattoo et al., 2025). Moreover, older research in psychometrics 

suggests that Cronbach’s alpha values above 0.70 are acceptable for exploratory 

studies, while values exceeding 0.80 indicate strong reliability for applied research 

(Cronbach, 1951; Nunnally, 1978). These results reinforce the robustness of the 

measurement model, ensuring that the data collected provides valid and consistent 

insights into consumer perceptions and behavioral intentions in Pakistan’s e-commerce 

industry. 

Table 3: 

Regression Analysis 
Model R R Square Adjusted R Square Std. Error of the Estimate 

1 .532a .283 .268 1.51986 

a. Predictors: (Constant), BL, ADV, PQ, BA 

ANOVAa 

Model Sum of Squares df Mean Square F Sig. 

1 Regression 177.552 4 44.388 19.216 <.001b 

Residual 450.443 195 2.310     

Total 627.995 199       

a. Dependent Variable: PI 

b. Predictors: (Constant), BL, ADV, PQ, BA 

Table 1.3 Regression Results 

Table 4: 

Coefficientsa 

Model 

Unstandardized Coefficients 

Standardized 

Coefficients 

t Sig. B Std. Error Beta 

1 (Constant) 2.855 .932   3.062 .003 

ADV .158 .063 .168 2.517 .013 

BA .099 .062 .111 1.613 .108 

PQ .161 .077 .142 2.094 .038 

BL .305 .073 .305 4.188 <.001 

a. Dependent Variable: PI 

Table 1.4 Coefficients Results 

The regression analysis provides valuable insights into the relationships between 

advertisement (ADV), brand awareness (BA), perceived quality (PQ), brand loyalty (BL), 

and purchase intentions (PI). Below is a detailed breakdown of the key findings: 

Model Summary & Fit: The correlation coefficient (R) of 0.532 indicates a moderate 

relationship between the independent variables and purchase intention. The coefficient 

of determination (R²) is 0.283, meaning that advertisement, brand awareness, perceived 

quality, and brand loyalty collectively explain 28.3% of the variance in purchase 
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intentions. The adjusted R² value of 0.268 accounts for sample size adjustments, showing 

a minor reduction but maintaining the model's statistical validity. Additionally, the 

standard error of estimate is 1.51986, representing the standard deviation of residuals. 

These findings suggest that while the model significantly explains purchase intention, other 

factors not included in the model also influence purchasing decisions. Furthermore, the F-

statistic (F(4,195) = 19.216) with a p-value less than 0.001 confirms that the overall 

regression model is statistically significant, indicating that at least one of the independent 

variables contributes meaningfully to explaining purchase intention. 

Table 5: 

Coefficients & Significance for Purchase Intention  

Predictor B (Unstandardized) β (Standardized) t-value Sig. (p-value) 

(Constant) 2.855 — 3.062 0.003 

Advertisement (ADV) 0.158 0.168 2.517 0.013 

Brand Awareness (BA) 0.099 0.111 1.613 0.108NotSignificant 

Perceived Quality (PQ) 0.161 0.142 2.094 0.038 

Brand Loyalty (BL) 0.305 0.305 4.188 <0.001 

Table 1.5 Model Summary 

Brand loyalty (BL) has the strongest impact on purchase intention, with a beta coefficient 

of 0.305 (p < 0.001), suggesting that customers who exhibit strong loyalty toward a brand 

are more likely to make purchases. Advertisement (ADV) also significantly influences 

purchase intention (β = 0.168, p = 0.013), supporting the notion that marketing efforts 

directly shape consumer buying behavior. Additionally, perceived quality (PQ) plays a 

crucial role (β = 0.142, p = 0.038), indicating that a higher perception of product or service 

quality enhances purchase intention. However, brand awareness (BA) is not statistically 

significant (p = 0.108), implying that merely being aware of a brand does not necessarily 

lead to purchases unless it fosters brand trust or enhances quality perception. 

Regression Analysis for Customer Buying Behavior  

A separate regression analysis was conducted to examine the impact of advertisement 

(ADV) as the sole predictor of customer buying behavior (CBB). The results indicate a 

moderate relationship, with a correlation coefficient (R) of 0.356. The coefficient of 

determination (R²) is 0.127, suggesting that advertisement alone explains 12.7% of the 

variance in customer buying behavior. The adjusted R² slightly reduces the model’s 

explanatory power to 0.123, accounting for sample size adjustments. Additionally, the 

standard error of estimate is 1.85545, reflecting some degree of variance in the model. 

Despite the limited explanatory power, the F-statistic (F(1,198) = 28.821) with a p-value less 

than 0.001 confirms that the regression model is statistically significant, indicating that 

advertisement does have a meaningful impact on customer buying behavior. The results 

indicate that advertisement has a significant positive effect on customer buying behavior, 

with a beta coefficient of 0.356 (p < 0.001), highlighting its strong influence on consumers' 

purchasing actions and reinforcing its importance as a crucial marketing tool. However, 

the relatively low R² value of 12.7% suggests that while advertisements do impact 
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consumer behavior, other factors such as pricing, social influence, and perceived brand 

trust also play a significant role in shaping purchasing decisions. 

Table 6: 

Coefficients for Customer Buying Behavior  

Predictor B (Unstandardized) β (Standardized) t-value Sig. (p-value) 

(Constant) 6.633 — 8.892 <0.001 

Advertisement (ADV) 0.373 0.356 5.369 <0.001 

Table 1.6 Coefficients Results 

Table 7: 

Correlation Matrix 

 ADV BA PQ BL PI CBB 

ADV 1           

BA .362** 1         

PQ .215** .229** 1       

BL .326** .396** .439** 1     

PI .338** .325** .338** .466** 1   

CBB .356** .144* .357** .434** .571** 1 

**. Correlation is significant at the 0.01 level (2-tailed). 

*. Correlation is significant at the 0.05 level (2-tailed). 

Table 1.7 Correlation Results 

The findings reveal that advertisement is positively correlated with brand awareness 

(0.362), purchase intentions (0.338), and customer buying behavior (0.356), emphasizing 

its critical role in shaping consumer responses. Among the factors influencing purchase 

intention, brand loyalty exhibits the strongest correlation (0.466), confirming that 

emotionally attached consumers are more likely to make purchases. Perceived quality 

also shows a significant correlation with purchase intention (0.338), indicating that 

product reliability is a key consideration for consumers when making buying decisions. 

Furthermore, customer buying behavior has the highest correlation with purchase 

intention (0.571), suggesting that once consumers develop the intention to purchase, it 

strongly predicts their actual buying actions. Advertisement significantly affects both 

purchase intentions and customer buying behavior, but its impact is stronger when 

combined with brand loyalty and perceived quality.  

The findings suggest that brand awareness alone does not directly influence purchase 

decisions, highlighting the need for businesses to prioritize trust-building strategies rather 

than relying solely on exposure. Brand loyalty emerges as the strongest predictor of 

purchase intention, underscoring the importance of retention strategies such as 

personalized marketing, loyalty programs, and active customer engagement in sustaining 

sales. Additionally, perceived quality plays a moderating role in the relationship between 

advertisement and purchase intention, indicating that advertising efforts are more 

effective when consumers perceive the brand’s offerings as high quality. 

Structural Model Analysis  
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Figure 2:  

PLS SEM RESULTS 

This SmartPLS Structural Equation Model (SEM) examines the relationships between 

Advertisement (ADV), Brand Awareness (BA), Perceived Quality (PQ), Brand Loyalty (BL), 

and Purchase Intentions (PI). Below is a detailed interpretation of the model results: 

Path Coefficients & Direct Effects 

The model highlights the strength and significance of relationships between key variables. 

Advertisement (ADV) has a strong and significant positive effect on brand awareness (β 

= 0.79), indicating that effective digital marketing campaigns play a crucial role in 

enhancing consumer recognition and recall of brands. However, brand awareness (BA) 

has a relatively weaker direct impact on purchase intentions (β = 0.13), suggesting that 

awareness alone is not enough to drive purchase behavior, as factors such as trust and 

perceived quality also influence consumer decisions. Perceived quality (PQ) emerges as 

a significant predictor of purchase intentions (β = 0.50), demonstrating that consumers are 

more likely to make a purchase if they believe the product meets their quality 

expectations. Additionally, brand loyalty (BL) has a moderate positive effect on purchase 

intentions (β = 0.32), reinforcing that consumers who have previously purchased from a 

brand and developed loyalty are more likely to buy again. 

Mediating Effects 

The model explores the mediating roles of brand awareness and brand loyalty in the 

relationship between advertisement and purchase intention. Advertisement (ADV) has a 

significant impact on brand loyalty (BL) with a beta coefficient of 0.53, suggesting that 

strong marketing campaigns not only attract customers but also encourage repeat 

purchases. Additionally, brand awareness (BA) moderately contributes to brand loyalty 

(β = 0.25), indicating that consumers who recognize a brand are more likely to develop 
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loyalty if they have positive experiences with it. Furthermore, brand loyalty (BL) significantly 

influences purchase intention (β = 0.32), confirming that loyal customers are more inclined 

to continue purchasing from a brand. These findings highlight the importance of both 

awareness and loyalty in strengthening the effectiveness of advertisements in driving 

consumer purchase behavior. 

Model Fitness 

The model demonstrates strong predictive power, as reflected in the high R² values. The 

R² for Purchase Intention (PI) is 0.95, meaning the model explains 95% of the variance in 

purchase intention, indicating a robust ability to predict consumer buying behavior. 

Similarly, the R² for Brand Awareness (BA) is 0.62, showing that advertisement accounts for 

62% of the variance in brand awareness, reinforcing its strong influence. Additionally, all 

factor loadings exceed 0.7, confirming the reliability and validity of the measurement 

constructs. The bootstrapping results further support the hypothesized relationships, as the 

path coefficients are statistically significant at p < 0.05, validating the model's findings. 

Advertisement plays a crucial role in building both brand awareness and loyalty, directly 

impacting purchase decisions. 

The findings suggest that brand awareness alone does not have a strong influence on 

purchase intention; rather, it needs to be complemented by perceived quality and brand 

loyalty to drive consumer decisions effectively. Perceived quality emerges as a major 

determinant of purchase behavior, emphasizing the critical role of consumer trust and 

product expectations. Additionally, brand loyalty serves as a mediator in the relationship 

between advertisement and purchase intention, indicating that businesses should not 

only invest in promotional efforts but also prioritize customer retention strategies. The 

model’s high predictive accuracy (R² = 0.95) further confirms its robustness as a framework 

for understanding e-commerce consumer behavior. 

FINDINGS 

The statistical results of this study match earlier studies on digital advertising, brand 

awareness, perceived quality, and purchase intentions. A substantial direct effect (β = 

0.65, p < 0.01) was found in the single-model analysis evaluating the influence of 

advertising on purchase intention via brand awareness. This validates previous findings 

that digital ads strongly influence customer buying behaviour (Wattoo et al., 2025; Zhao 

et al., 2023). Using a multiple-model approach, including perceived quality and brand 

loyalty as moderating variables, enhances the model's explanatory power (R² = 0.95 for 

purchase intention). This supports past marketing science studies indicating a holistic 

model better describes customer behavior than a single-variable approach (Ahmad et 

al., 2023; Grewal, 2022). These findings support recent findings that service quality and 

brand trust improve digital advertising efficacy (Yang et al., 2021; Kotler & Keller, 2018). 

Studies from the last three years show that brand awareness and perceived quality 

influence customer decision-making when compared to current e-commerce models 

(Ahmad et al., 2023; Grewal, 2022). Zhao et al. (2022) discovered that advertising 

explained 58% of purchase intentions alone, whereas brand trust and service excellence 

explained 91%. Similar to the present research, marketing influences purchase intention, 

but brand recognition and perceived quality boost customer reactions. Older research 

suggest that perceived quality moderates the influence of ads on purchase choices 

(Aaker, 1991; Zeithaml, 1988). Digital ads work best with brand positioning and customer 
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trust-building, according to this comparison. This study differs from others in that perceived 

quality moderates. Perceived quality strongly impacts the advertisement-to-purchase 

intention link (interaction effect = 0.50, p < 0.05), although other research yields conflicting 

results. Rather than moderating purchase intention, Chi et al. (2009) found that perceived 

quality predicts it. Ahmad et al. (2023) revealed that perceived quality increases brand 

loyalty and indirectly purchase intention, supporting the current findings. This comparison 

suggests that perceived quality may vary by sector, product type, and customer 

demographics, highlighting the need for more research across e-commerce settings.   

After comparing single and multiple model techniques in digital marketing research, this 

study shows that a combination strategy better understands customer behavior. Older 

approaches, including Aaker's (1991) brand equity theory, relied on brand awareness to 

determine customer loyalty. However, recent research argues that trust, service quality, 

and social proof must be included to completely understand customer decision-making 

(Wattoo et al., 2025; Zhao, 2023). The strong R² value (0.95) in this research supports the 

idea that various variables influence customer purchasing choices, as shown by current 

(Ahmad et al., 2023) and earlier studies (Zeithaml, 1988; Grewal, 1998). This emphasizes the 

need of integrated marketing research over single-factor approaches. 

RESULTS AND DISCUSSION 

This study investigates the impact of digital advertisements on purchase intentions, with 

brand awareness and brand loyalty as mediators and perceived quality as a moderator, 

in the context of Pakistan’s e-commerce sector. The results provide theoretical, empirical, 

and practical contributions. Theoretically, this research extends the AIDA Model 

(Attention-Interest-Desire-Action) and Brand Equity Theory by incorporating brand loyalty 

and perceived quality as key influencers in digital marketing effectiveness (Aaker, 1991; 

Kotler & Keller, 2018). Empirically, the study confirms that advertisement significantly 

influences brand awareness (β = 0.79, p < 0.01), but awareness alone does not directly 

drive purchase intention (β = 0.13, p > 0.05), requiring additional trust factors such as 

perceived quality (β = 0.50, p < 0.01) (Wattoo et al., 2025; Zhao et al., 2023). Practically, 

these findings highlight that Pakistani e-commerce brands must integrate quality 

assurance measures alongside advertising strategies to maximize conversions. This 

supports recent studies emphasizing trust as a critical factor in online purchase behavior 

(Ahmad et al., 2023; Yang, 2021). 

The study’s findings align with Brand Equity Theory, which states that higher brand 

awareness leads to stronger brand loyalty and purchase behavior (Aaker, 1991; Zeithaml, 

1988). However, this research expands upon prior studies by confirming that brand loyalty 

(β = 0.32, p < 0.01) plays a stronger role in predicting purchase intention than awareness 

alone (Wattoo et al., 2025; Grewal et al., 2022). In contrast to traditional models that 

emphasize awareness as the primary driver of sales, this study supports the SERVQUAL 

Model, where perceived quality significantly influences consumer behavior (Parasuraman 

et al., 1991; Chi et al., 2009). These results challenge older studies that assumed 

advertisements alone could drive sales (Dodds et al., 1991), instead demonstrating that 

perceived quality (β = 0.50, p < 0.01) is a moderating factor in purchase decisions (Ahmad 

et al., 2023). The high R² value (0.95 for PI) supports contemporary research advocating 

for integrated digital marketing strategies combining advertisements, customer 

engagement, and quality assurance (Zhao et al., 2023). 



 

 

 

 
 

Role of Brand Awareness and Perceived Quality                                                Raza, M. et., al. (2025) 

64 

 

 

 

 

Managerial Applications and Future Research Directions 

For e-commerce businesses, the results indicate that investment in advertisements alone 

is insufficient. Instead, companies must build strong brand loyalty and reinforce perceived 

quality to ensure consumer trust. This aligns with studies showing that brand recall alone 

does not drive purchases, but experiences, trust, and service reliability do (Wattoo et al., 

2025; Yang, 2021). The study supports the trend where Pakistani consumers rely on 

influencer marketing, reviews, and service quality for purchase decisions, similar to findings 

in other emerging economies (Ahmad et al., 2023; Kotler & Keller, 2018). These results 

contradict older studies suggesting that repetitive exposure to advertisements alone leads 

to higher conversions (Aaker, 1991; Zeithaml, 1988). Instead, this research confirms that 

advertisements must create perceived value rather than just visibility, a view supported 

by modern digital marketing theories (Zhao et al., 2023; Grewal et al., 2022). While this 

study confirms that advertisements impact brand awareness (β = 0.79, p < 0.01), it 

challenges older views that suggest brand awareness directly leads to higher purchase 

intentions (Aaker, 1991). Instead, the role of perceived quality and brand loyalty as key 

purchase drivers aligns with newer studies in digital consumer behavior (Ahmad et al., 

2023; Yang, 2021).  

Additionally, while prior literature emphasizes the role of price in moderating consumer 

behavior (Zeithaml, 1988; Dodds et al., 1991), this study finds that trust and perceived 

quality have a stronger influence in the digital economy. Contradicting traditional 

models, where advertising directly translates into brand value, this study shows that 

without reinforcing product quality and post-purchase experiences, advertisements 

alone may not sustain customer loyalty (Wattoo et al., 2025). Thus, brands must balance 

advertisement strategies with high service standards, aligning with modern digital 

marketing perspectives (Zhao et al., 2023; Grewal et al., 2022). This research examines 

how digital advertising affects purchase intentions in Pakistan's e-commerce business, 

using brand awareness, brand loyalty, and perceived quality as mediators. Research 

indicates that although advertising increases brand recognition (β = 0.79, p < 0.01), it does 

not guarantee purchase intentions (β = 0.13, p > 0.05). Instead, perceived quality (β = 0.50, 

p < 0.01) and brand loyalty (β = 0.32, p < 0.01) significantly influence customer behavior.  

These findings support Brand Equity Theory (Aaker, 1991) and the SERVQUAL Model by 

showing that trust, perceived quality, and post-purchase experiences are crucial to 

turning awareness into purchasing behavior. Combined advertising, quality perception, 

and loyalty-building techniques considerably enhance consumer behavior model 

prediction accuracy, as seen by the high R² value (0.95 for buy intention). The results are 

consistent with previous research on brand recognition and trust in e-commerce 

marketing (Wattoo et al., 2025; Zhao et al., 2023). Instead of ads directly influencing 

buying behavior, this research shows that quality assurance and brand loyalty mediate 

digital marketing tactics (Ahmad et al., 2023; Yang, 2021). Traditional consumer behavior 

theories emphasize price sensitivity (Dodds et al., 1991; Zeithaml, 1988), but this study 

shows that trust and service quality increasingly dominate digital purchase choices. These 

findings contradict previous beliefs that advertising exposure alone creates brand loyalty 

and support current studies suggesting post-purchase experiences and service quality 

drive brand success (Grewal et al., 2022). This research has practical consequences for 

digital marketers, brand managers, and e-commerce enterprises. They found that 

increasing advertising frequency is not enough to boost customer loyalty; organizations 

must additionally concentrate on perceived quality and trust-building. Additionally, firms 
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should connect advertising with individualized consumer involvement and service quality 

improvement (Ahmad et al., 2023; Kotler & Keller, 2018). The results imply that trust, 

authenticity, and after-sales support help Pakistani e-commerce firms bridge the gap 

between digital ads and real transactions. Recent study supports digital trust-building 

methods including influencer marketing, consumer feedback, and interactive brand 

experiences (Zhao et al., 2023). In conclusion, this research shows that comprehensive 

digital marketing drives purchase intentions, contributing to academic theory and 

corporate practice. The study shows that firms must prioritise advertising, product quality, 

and customer relationship management (Wattoo et al., 2025; Grewal, 2022). The structural 

equation modeling (SEM) findings support a model for forecasting e-commerce customer 

behavior that may be used in developing nations outside Pakistan. In sectors that need 

recurring purchases and long-term brand connections, consumer trust, social proof, and 

customization methods should be studied in digital marketing effectiveness (Ahmad et 

al., 2023; Yang, 2021).  

Companies may optimize marketing spending and develop durable customer 

connections in the changing digital economy by addressing these elements. This study 

enhances the existing literature on digital advertising, brand awareness, brand loyalty, 

and purchase intentions by including perceived quality as a moderating variable within 

Pakistan's e-commerce sector. While the study validates Brand Equity Theory (Aaker, 1991) 

and the SERVQUAL Model (Parasuraman et al., 1991), future research should further 

explore the role of digital trust, social proof, and personalization in consumer decision-

making (Zhao et al., 2023; Ahmad et al., 2023). Given the rapidly evolving nature of digital 

commerce, additional studies could examine how artificial intelligence (AI)-driven 

marketing, chatbots, and recommendation algorithms influence purchase behavior and 

loyalty (Yang et al., 2021; Grewal et al., 2022).Moreover, future study needs to explore 

other theoretical frameworks, such as the Technology Acceptance Model (TAM) or the 

Unified Theory of Acceptance and Use of Technology (UTAUT), to assess the variability in 

consumer acceptance of digital marketing advances across demographic 

groups(Venkatesh et al., 2003). 

LIMITATIONS OF THE STUDY 

Despite its contributions, this study has several methodological limitations. First, the study 

relies on cross-sectional data, which limits the ability to capture longitudinal shifts in 

consumer preferences and behaviors (Hair et al., 2019). Future research could implement 

longitudinal or experimental designs to assess how digital marketing effectiveness 

changes over time. Second, while PLS-SEM provides strong predictive validity, future 

studies may benefit from hybrid approaches combining Structural Equation Modeling 

(SEM) with machine learning-based predictive analytics (Shmueli et al., 2019). 

Additionally, while this research primarily focuses on Pakistan’s e-commerce sector, 

findings may not be fully generalizable to other regions with different economic, 

technological, and cultural landscapes (Hofstede, 2001). Future research should conduct 

cross-cultural comparisons to analyze how digital advertising strategies perform across 

emerging and developed markets (Zhao et al., 2023). From a managerial perspective, 

the findings underscore the importance of integrated digital marketing strategies that 

combine advertisement, perceived quality, and brand loyalty (Ahmad et al., 2023; 

Wattoo et al., 2025). E-commerce managers should move beyond traditional advertising-
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driven approaches and focus on customer engagement, trust-building, and quality 

assurance (Kotler & Keller, 2018). Given the influence of perceived quality on purchase 

intentions (β = 0.50, p < 0.01), businesses must prioritize product quality consistency, 

transparent return policies, and customer support to enhance brand reputation. 

Additionally, brands should leverage data-driven personalization and AI-based 

recommendation systems to tailor marketing messages to individual consumer 

preferences (Grewal et al., 2022). The results suggest that managers should integrate 

consumer-generated content, social media influencers, and interactive engagement 

tools to strengthen consumer-brand relationships. 
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