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Abstract

Title: Beyond Skin: Unveiling the Cultural Impact on Ethical Skincare Brand
Marketing through a Comparative Case Study
Date of the Seminar: May 30th 2024
Course: BUSN39 Degree Project in Global Marketing
Authors: Daniela Mendoza and Moboluwarin Owoturo
Supervisor: Devrim Göktepe-Hultén
Thesis purpose: The purpose of this study is to understand how national culture plays a role
in consumer perceptions through a comparative case study of three different ethical skincare
brands from three different countries.
Methodology: This study makes use of a qualitative research method, data collection is done
through semi-structured mediated interviews of 20 participants from 14 different countries.
Theoretical perspective: Theoretical perspectives for this research include a relativist
ontology approach and a social constructionist stance of Epistemology.
Empirical data: The findings are based on data collected from participants after a 3-day
interaction period with the brands. This includes their views and opinions on the three
skincare brands and their perceptions of different cultural factors and themes.
Findings/conclusions:We conclude that national culture has demonstrated its lasting hold on
consumer perceptions, even within this fairly new realm of ethical skincare brand marketing.
We believe that culture is in our DNA and shapes our perception and behaviour. It’s real
people who consume, therefore, our individual decisions are important.
Practical implications: The practical implication of this study is to provide some input to
ethical brands in developing marketing strategies that can be globally and locally relevant.
Understanding how cultural factors influence consumer perceptions can help brands tailor
their messages to better resonate with local audiences.

Keywords: Ethical Skincare, Marketing and Communication, National Culture, Consumer
Perception.
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1 Introduction

The following chapter gives an overview of the research background, key definitions in our
study, aim and objectives, research purpose, delimitations and the thesis outline.

1.1 Background

Ethicality has not always been synonymous with the beauty industry, nor was it ever an
expectation that the products we use on our skin should also prioritise environmental safety.
The idea that beauty products can be ethically sourced and sustainable for the planet arose in
the 1980s with the emergence of this “environmentally sustainable organic beauty market,”
(Connelly, 2013, p.3). Today, it’s been more prevalent in the products we search for and the
media we consume. The push for ethical skincare products that are non-toxic for consumers
and the environment has increased (Acme-Hardesty, 2024), with an estimated market size that
is forecasted to increase globally by 2.44 billion USD between the years 2022 to 2027
(Technavio, 2024). The re-emergence of this trend is due to consumers being more conscious
of their decisions and prioritising products free from synthetic chemicals or potentially
harmful ingredients that conventional skincare products may use (MarkWide Research, 2024).
The growth of this ethical skincare landscape has led to a significant reduction in animal
testing and an increased use of plant-based ingredients. Consequently, these have had the
power to harness this culture of cruelty-free methods and products that prioritise ethical
standards, while addressing skin issues and improving the overall health of skin (EMagazine,
2024).

Consumers who are actively choosing ethical brands that promote clean ingredients,
eco-friendly products, alternative testing methods and packaging solutions, are aiding brands
in the reduction of consumption and excessive waste on our planet (UntitledTeam, 2023). This
wave of consumers prefer brands that align with their values and are pushing for ethicality to
become a standard in the beauty industry, helping to create a ripple effect (The Green Beauty
Community, 2024). For example, the name brand L’Oreal has taken notice of these
sustainable brands. In 2021, L’Oreal acquired Youth to the People, a 100% vegan-based
skincare brand with products that reflect consumers’ values and their appreciation of
high-efficacy products that do not cause harm to themselves or the environment (Rydzek,
2021). This acquisition does not end here, in 2023, L’Oreal acquired an Australian skincare
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brand that sells vegan and cruelty-free products, known as Aesop (Whittle, 2023). The
acquisition of these skincare brands by a leader in the cosmetics industry reflects the changing
landscape in the skincare industry, and the need to become aware of these ethical and
cruelty-free skincare brands growing in recognition and sales.

Social media has aided the increased exposure of ethical products in the beauty industry. By
becoming a place where people create, share and express their opinions, it has become an
essential communication channel for companies to endorse their products to a multitude of
consumers (Pop, Săplăcan & Alt, 2020). This surge of the conscious consumer has resulted in
companies discovering a new approach to marketing their products, with the visual nature that
social media allows, brands can be part of the current conversation of popular trends and
skincare routines (Garcia, 2019). With this interactive branding and the growing social
consciousness for the environment, brands and consumers have adapted towards this new
ethical and sustainable mindset (Gupta, 2023).

In this evolving digital landscape that connects online marketing with sustainability
marketing, comes the challenge of incorporating culture into the marketing and
communications mix. Culture, in its literal sense, is a shared set of attitudes, values and
behaviours shared amongst a group of people (Merriam-Webster, 2024). With the emergence
of globalisation, academics such as Nakata (2009), have argued for the growing presence of a
global culture and the assumption that consumers are much more flexible in regards to
embracing new cultural identities that are not their own. However, scholars have also
indicated that it is because of national culture that consumer behaviour can be influenced to
satisfy particular consumer preferences (Mohamed, Ünsalan & Abdinasir, 2024).
Psychologists in the field, Banaji and Greenwald (2013), have explored the hidden biases
present among individuals and how common it is for people to be influenced by long-term
exposure to their cultural attitudes; this includes biases towards age, gender, social class,
disabilities and most importantly, among other nationalities.

Additionally, this increased ethical concern to assume responsibility for ourselves and the
planet, has given rise to consumption that connects to our ethical and social behaviours,
known as ethical consumerism (Mazar & Zhong, 2010). It has been argued that exposure to
these products can activate a set of norms and behaviours among consumers to act more
ethically, these behaviours can only manifest themselves from years of decisions and exposure
to different elements (Mazar & Zhong, 2010). Furthermore, we believe all those years of
exposure to a person’s cultural attitudes affect not only all the decisions they make daily but
also the behaviours and preferences consumers have toward ethical products.

In our research, we explore the perceptions of various consumers, between 18-30 years old.
For this purpose, we have strategically selected the three following companies; Good
Molecules, Arami Essentials and Ida Warg Beauty.
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Our Chosen Ethical Skincare Brands

In our research, we chose brands that were comparable in size, age and global reach to further
understand how they may differ.

Firstly, Good Molecules is an American skincare brand owned by beauty retailer Beautylish,
founded in 2018 in West Hollywood, California. It is targeted as a global skincare company
selling simple and safe ingredients for the skin while being sold at reasonable prices to ensure
that it is affordable for global consumers (Good Molecules, 2024). The brand creates skincare
solutions that are “backed by research and formulated for effectiveness” and are sustainable
for the planet (Good Molecules, 2024). They have an extensive list of skincare ingredients on
their website, further backing their efforts of being transparent with a, “nothing to hide”
mindset (Philstar Global, 2021).

Secondly, Arami Essentials is a Nigerian skincare brand founded in 2016, using natural, raw
and locally sourced ingredients that are kind to the skin, with simple ingredients sourced from
the lush lands of Africa (Arami Essentials, 2023). The brand's goal is to positively impact the
lives of the female farmers at the centre of Africa’s resource supply chain while being
sustainable and environmentally conscious (Arami Earth, 2023).

Lastly, Ida Warg Beauty is a Swedish beauty brand founded in Stockholm in 2018, that
focuses on modern and high-quality products that are 100% ethical. The brand's range of
products includes self-tanning, hair care, skincare, makeup and body care that is specially
adapted to your different needs (Ida Warg Beauty, 2024). They emphasise their vegan and
cruelty-free stance, to provide consumers with the highest quality product they can offer at the
best possible price (Ida Warg Beauty, 2024).

Relevance

The three different national cultures we have chosen: the United States, Nigeria and Sweden,
have proven themselves to be leaders in the skincare industry with the United States set to
reach a revenue of nearly 24.35 billion USD in 2024 (Statista, 2024), with Nigeria following
at 2.44 billion USD (Statista, 2024) and Sweden with a projected revenue of 707 million USD
(Statista, 2024).

Considering that the majority of research has occurred mostly in Western countries, for
marketing to advance, marketing theories and models need to be examined in other cultural
settings (Steenkamp, 2001). Therefore, examining the role of national culture in marketing
teaches “how theories and paradigms reflect the culture in which they were developed”
(Steenkamp, 2001). Additionally, both writers for this research come from multicultural
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backgrounds, one from Nigeria and the other from the United States, both currently residing
in Sweden, emphasising the global relevance of this study.

As beauty brands strive to cater to a diverse consumer base, understanding how cultural
differences play a role in consumer perceptions becomes crucial. This study contributes to the
current conversation of the push for diversity and inclusivity in the beauty industry, including
the representation of different cultures, ethnicities and skin types. Our unique experiences
living in diverse cultural settings provide valuable empirical insights into the complexities of
consumer perceptions and behaviours.

1.1.1 Definitions

Ethical Skincare

“Ethical products are products concerned with social, environmental, animal welfare and fair
trade issues throughout their life cycle” (Garlet et al., 2024). Therefore, in applying this
definition to skincare products, we can infer that ethical skincare can be defined as products
created to consider the environment, and well-being of animals, the planet and the people
living in it.

National Culture

National culture is the shared beliefs, norms and values present within a nation and how this
manifests through characteristics, such as language, religion, social behaviour, racial identity,
beauty standards and cultural traditions (IGI Global, 2024). It has the power to influence
business strategies to satisfy existing consumer preferences (StudySmarter UK, 2024).

Consumer Perception

This refers to the feelings and beliefs the consumer may have about your product, and the
brand itself. This process can be influenced by the pricing and effectiveness of the product,
social media, and reviews on the customer experience with the brand (Inabo, 2024).
Consumer perception is an essential aspect of any brand, contributing towards brand loyalty,
brand awareness, brand reputation and ultimately the consumers’ buying intentions
(Thiruvenkatraj & Vetrivel, 2017).
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1.2 Aim and Objectives

This study aims to explore how national culture plays a role in consumer perceptions by
examining how three ethical skincare brands market and communicate their products. By
comparing the marketing and communications of ethical skincare brands from our home
countries, and a well-known Swedish brand, we seek to understand how national culture
perceptions may influence the interactions consumers have with brands from different cultural
contexts. The objective is to identify key cultural dimensions and factors that affect consumer
perceptions of our chosen brands to develop a deeper understanding of preconceived biases
towards different cultures than our own. This could additionally lead to a further
understanding of consumers’ buying intentions.

By exploring these brands and how they portray themselves in the digital space, we seek to
find the implications of cultural influences on consumer perceptions of consumers from
different countries. Within the scope of the thesis, we would like to explore if these
preconceived biases from our national culture still exist in consumers from different markets.
Our research will aid us in uncovering whether global skincare companies have been able to
integrate a global culture into their marketing and communications or whether national culture
still has an impact on the perceptions of consumers. Have the lines between national cultures
truly been blurred?

1.3 Research Purpose

The skincare industry has faced cultural diversity issues. In many cases, products are majorly
developed and prioritised for lighter skin colours or those living in the global North. In
contrast, other ethnicities, cultures and markets have been heavily ignored. Skin conditions
often present themselves differently for people with darker skin tones and skincare products
must be developed with this in mind (Weiner, 2020). Furthermore, many markets represent
skin concerns that apply within their culture. For example, in Europe, we have noted
anti-wrinkling or anti-aging products to be most common; in Asia, skin-lightening products
are a popular trend. Global skincare brands such as L’oreal, Nivea and Unilever promote the
acceptance of all skin colours in the West, however in Asia, Africa and the Middle East,
skin-whitening is promoted, suggesting that “lighter is better” (Holland, 2022). This leads to
the differences in consumer focus concerning the culture they are targeting, leading to the
belief that culture defines a brand's focus.
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Nevertheless, consumers from different cultures tend to form their own preconceived
perceptions about products coming from cultures that are not their own. Another example of
this is seen in Scandinavian skincare, where there is no question about quality or
sustainability initiatives, as Sweden is perceived as one of the most sustainable countries in
the world (Colonial, 2024). All of these exemplify the existence of preconceived notions
deciding what products consumers buy.

In our research, we question how national culture, and biases form perceptions and in what
aspects these perceptions may manifest themselves in. We explore the notion of whether
brands have adapted towards a global culture, or if national culture still plays a role in
marketing and communications.

The purpose of this study is to understand how three different skincare brands from three
different countries, market and communicate their similar skincare products. To fulfil this
purpose, we pose the following research question:

How does national culture impact consumer perceptions regarding ethical skincare brand
marketing?

Using existing theoretical and empirical evidence, we explore the role of culture in shaping
consumers' perceptions of ethical skincare brands and their marketing strategies on their
digital promotional channels. We intend to advance our understanding of how these
prospective countries market to their consumers and to note the differing and contrasting
market communication strategies employed. By doing so, we can note if national culture
plays into how diverse and inclusive marketing messages are at present and whether
consumers prefer their own cultural marketing messages instead of others. This research can
aid ethical skincare brands in effectively engaging with culturally diverse consumers.

1.4 Delimitations

Due to the diverse features and unique marketing dynamics of the different social media
platforms, we focus our research on Instagram and the website of our brands, due to its global
characteristics and relevance to our research question. All three of the brands we focus on for
this study are active. Our focus on the three countries; Sweden, Nigeria and The United
States, is due to their differences in cultural contexts and marketing practices. For our
research, we limit the study to the last 5 years, between 2019 and 2024. Although one of our
chosen brands is in a country where the official language is Swedish, our study is conducted
in English.
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The concept of national culture is complex, therefore, for this study, we focus on cultural
nuances relevant to our research question. We categorise national culture as someone residing
in a country long-term for 5-10 years. By establishing these delimitations, the study aims to
provide a focus and in-depth analysis of the relationship between digital marketing channels
like Instagram, and how national culture plays a role in the brand marketing communications
of ethical skincare brands.

1.5 Outline of the Thesis

This thesis is structured into five main chapters, each chapter addresses specific aspects of the
research topic. The first chapter begins with an introduction that includes a background, aim,
purpose of the study, delimitations and an outline of our research. The second chapter is
dedicated to the literature and theoretical background as well as a review of the research
question. In the third chapter, we introduce our methodology, research approach and design,
data collection method and analysis, ethical considerations, validity and reliability, and
limitations. This is followed by our fourth chapter where we present and discuss our research
findings. Our fifth chapter discusses the managerial, practical and theoretical implications of
our research. Finally, the sixth chapter of our study provides a conclusion of our research, our
key findings are presented, limitations, and future research opportunities of our study.
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2 Literature Review

With our literature review, we aim to deduce whether culture is an influential factor in the
marketing messages of sustainable companies. This provides us with a foundation for
understanding the pre-existing theoretical frameworks done so far that contribute to our
research and a further understanding of how culture may influence consumer perception.

2.1 Marketing & Communication Strategies in the Digital
Space

“...Marketing finds a way to integrate the consumer into the company, to create and sustain a
relationship between the company and the customer.” (Mckenna, 1991)

Marketing, as described by Mckenna (1991), has evolved into a method for companies to
involve the consumer in any way that they can, this digital era has been able to transform the
way companies interact with their consumers and build connections. Although the
globalisation of companies has become the norm for brands who wish to expand their
consumer base globally, most companies originate from a certain country, and first aim to
build their brand towards the audience in their home country (Schlegelmilch, 2022). Scholars,
such as Moore & Rugman (2002), argue the importance of companies thinking regionally,
before thinking globally, affirming that it is in a company’s best interest to first consider the
preferences of the regional consumers before embarking on a global strategy for the product
from the beginning. Additionally, a key aspect of differentiation is how a brand uses social
media marketing (Schlegelmilch, 2022). Social media marketing, also known as SMM,
currently encourages this platform that knows no restrictions regarding location or time,
allowing consumers to interact with the brand at any given moment (Ibrahim et al., 2023). On
SMM platforms, such as Instagram, photo and video sharing can captivate consumers and
encourage companies to get creative with their content through ads, by doing so, they can
create an impact on their business (Instagram for Business, 2024). In regards to SMM
activities, authors Kim & Ko (2010) established a framework that discusses the five key
aspects that are most effective in the social media space, such as; entertainment, interaction,
customisation, trendiness, and word-of-mouth. Although Kim & Ko (2010), discussed how
these factors influence buying intentions in the Korean luxury fashion industry, it is a
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framework that can apply to any industry employing their marketing and communication
strategies on a digital platform.

Lim (2015), the author established a link between using the internet for advertising, such as
social media platforms, and E-WOM and how it can directly influence consumer perceptions
and intentions. Lim emphasises that online marketing has proven to be more influential than
traditional methods, such as face-to-face marketing or even personal WOM due to its reach.
Although Lim (2015), conducted his research on e-commerce platforms, Lim’s theoretical
contribution has proven the impact of the digital space on consumer transactions and
predicting how consumers may behave. Our author highlights the growing importance of
information (Lim, 2015), contributing to the rise of the more transparent and knowledgeable
consumer.

Additionally, digital marketing strategies, including the methods by which brands
communicate to consumers, whether through storytelling or content creation (Maj, 2024),
have become crucial tools for brands to promote their sustainable alternatives to the masses of
consumers. Considering Instagram has achieved global success with nearly two billion active
users at the beginning of 2024, as well as being one of the most effective tools for marketing
and communications (Dixon, 2024) this study sought to investigate how three regionally
distinct brands that have a strong presence on this platform, market and communicate their
ethical skincare products, and whether national culture plays a part in consumer perception.

This emerging sustainable skincare marketing in the digital space has many terms: vegan,
ethical, sustainable, green, conscious, and organic, among others, even though this study
focuses on ethical beauty and brands that describe themselves as such, it is important to
consider research done on the adjacent terms that ultimately do promote a more sustainable
skincare product, but just ever so slightly is another term altogether. The communication
method studied by Dos Santos, De Brito Silva, Da Costa, et al. (2023) in the vegan beauty
industry, entailed that the use of social media with influencers or content that promoted
endorsement has a positive effect on consumer perception, as long as they are credible in
three aspects per the source credibility theory (Kelman, 1961): (1) expertise, (2)
trustworthiness and (3) attractiveness. Considering the third feature is attractiveness, it is
crucial to note how attractiveness in our study is subjective. Many people’s views on
attractiveness may differ by the features they are accustomed to, in this study (Dos Santos, De
Brito Silva, Da Costa, et al., 2023) referred to attractiveness as an appealing communicator or
influencer that appeals to the given sector, which then facilitates an acceptance of the digital
message the consumers are receiving. Furthermore, this ever-evolving new medium of digital
media does not only allow consumers to follow the brand through social media. Rather it
enables them to research them through their websites, online forums, and online communities
and even grants them the possibility to message the brand themselves, allowing every
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opportunity for the consumer to engage with the brand as much as possible (Teixeira,
Oliveira, Teixeira & Teixeira, 2023).

2.2 National Culture in Marketing Communication

Before Hofstede, the existing literature regarding culture connected it towards organisational
culture (Jaques, 1951), while organisational culture is imperative to the inner workings of a
company, Hofstede understood the cultural values present within a company amongst the
individuals, arguing that motivations are ordered differently in different cultures (Hofstede,
1991).

As distinguished by Hofstede (1994), the original five dimensions of national culture helped
measure culture through (1) power distance, (2) individualism vs. collectivism, (3)
masculinity vs. femininity, (4) uncertainty avoidance and (5) long-term vs short-term
orientation. The first dimension of power distance refers to how people in a society relate to
each other on a hierarchical scale (Hofstede, Hofstede, & Minkov 2010). Concerning the
countries our ethical skincare brands are from, Hofstede (1994) helps us understand that
current research reflects that power distance measures are high in African countries, but lower
in Germanic and Western countries (Hofstede, 2001).

The second cultural dimension of identity, as discussed by scholar Weinland (2023), describes
identity using two spectrums, either for the benefit of the group or for the benefit of the
individual. Cultures who would place a large importance on the individual side of the
spectrum value individual rights, whereas those who highly value group efforts, preferred a
collectivist culture (Hofstede, 2001). As noted by Hofstede (1994), the individualistic mindset
rules in Western countries, whereas this collectivist mindset can be found in Eastern countries,
and especially high in West Africa (Bell, 2021). The third dimension of masculinity vs.
femininity discusses the extent to which a society favours masculine qualities, in many cases,
this is when work and achievement take over a large part of someone’s life (Bright et al.,
2019). Contributes to our research and found masculinity to be high in Anglo countries, such
as the United States, whereas many scholars studying this masculinity dimension concerning
Africa (e.g. Ebereonwu 2021; Oppong 2013; Nyambegera, Kamoche & Siebers, 2016) have
found certain regions high in masculinity, whereas others low; even so, the common
observation for West Africa is there is a slight favour towards a feminine culture present
(Nyambegera, Kamoche & Siebers, 2016). Compared to Sweden which is found to be
considerably low in masculinity (Hofstede, 1994). These feminine countries are most likely to
emphasise quality of life and service to others as values that are considerably more important
than any monetary achievement would be (Hofstede, 1991).
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The fourth dimension of uncertainty avoidance discusses how members of a culture would
feel threatened by unknown situations or whether they would keep an open mind to the
situation (Barnum, 2011). According to Hofstede (1994), uncertainty avoidance is low in
Nordic and Anglo countries, and studies conducted on Hofstede’s dimensions in West Africa
found regions, specifically Nigeria, to be moderately high on the uncertainty avoidance index
(IBC, 2007). This helps us understand that countries like Sweden and the United States are
more open to other people’s opinions and accepting of different stances. Whereas West
African countries may tread with caution over these differentiating ideas (Hofstede, 1994).
Ultimately, the fifth dimension of long-term vs short-term orientation discusses whether a
culture leans more towards instant gratification or investing in future goals (Mahr, 2024).
Sweden is known as a long-term orientation country (Sadikhova, 2021), whereas scholars
(Oppong, 2013) have identified West Africa as a short-term country, along with the United
States displaying an attitude towards short-term goals (Hofstede, 1994).

Although criticism for Hofstede’s national culture dimensions exists and scholars have
questioned whether nations are a suitable unit to measure (McSweeny, 2002), it has been
argued that nations are one of the only measurements we have regarding someone’s culture
(Hofstede, 2002; Oppong, 2013), especially considering how difficult it is to measure a
person’s culture and identity truly. It is through these literature streams we can understand
how different cultures may manifest themselves through society in various ways, and how a
person's social identity may be formed by the people and values surrounding them (Weinland,
2023). These understandings of the general dimensions towards which a country leans can
provide us with a foundation on how different national cultures may react in the context of
ethical skincare marketing and communications.

Even though our ethical skincare brands can be considered global skincare companies,
consumers first had to consume the product locally for these brands to garner the success they
have. These local consumers had some degree of influence in regards to the marketing
strategies the brand decided to pursue at the early stages, this personality of a society can
shape a consumer's preferences towards particular tastes and attitudes towards a product
(Mohamed, Ünsalan & Abdinasir, 2024).

As it was argued by Mohamed, Ünsalan & Abdinasir (2024), culture can influence more than
just the preferences of a consumer, rather it also has the power to decide on what information
consumers store and utilise for their decision-making process. The impact of national culture
on marketing communications has been evaluated by Kale (1991), stating that for brands to
influence consumers, “the content and the style of the seller’s communication [must be]
culture-based,” it is one of the methods that has proven most successful in securing the sale of
the product. Kale (1991) establishes the fact that existing research has proved national culture
in marketing communications to be effective, our research aims to address a new perspective
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in which we question whether the existing national culture of a brand has the same effect on
people living in diverse national cultures.

In Figure 1, we demonstrate a visual national culture comparison graph about our chosen
cultures of the brands we are focusing on: the United States, Nigeria and Sweden. Although
this graph presents the six dimensions of national culture later presented by Hofstede, our
research focuses on the original five dimensions (Hofstede, 1994).

Figure 1: Hofstede’s Cultural Dimensions in Our Chosen National Cultures

(Hofstede Insights, 2024)

2.2.1 Global Culture Vs. National Culture

Nakata (2009) urges scholars to look beyond Hofstede in their work, especially with the
globalising world we live in and the need to integrate all cultures into communications.
Nakata (2009) argues for the ease in facilitating different cultures, however, they discuss that
the main aspect where global companies struggle the most is in incorporating differing
cultural contexts and struggles. In other words, companies may be global in their marketing
approach, but they are superficial when it comes to directly targeting the issues and concerns
of consumers living in different cultures. This could mean there is a level of ignorance that
comes with the lack of exposure from the culture the brand is hoping to target.

Although it can be inferred that globalisation has encouraged this increasing presence of a
global consumer culture, local consumer culture remains strong, as argued by Kim (2022).
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The local consumer culture is representative of the practices and meanings of a person’s
national culture (Kim, 2022). This scholar, Kim (2022), studies the impact of local consumer
culture through local imagery from the brand that is reflective of the target consumers’ values
and lifestyles. Further, this representation can lead to an authentic portrayal of the brand in the
eyes of the consumer.

Additionally, Nakata (2009) makes it clear that this lack of deeper understanding of cultural
contexts is at the root caused by Hofstede’s national cultural dimensions; and that companies
aim to understand his dimensions without going deeper into the nature of the culture (Nakata,
2009). In part, Nakata (2009) argues that although national culture can have the ability to
shape preferences, globalisation has caused consumers to be more aware and exposed to the
marketing of other cultures. This can lead to the learning and understanding of other cultures
different from their own, which could cause possible biases to develop. Overall, this scholar
poses the plausible question of the purity of our national cultural perceptions.

2.2.2 Culture and Symbolism in Brand Marketing

Over time, brands acquire an identity and meaning as a symbol of certain cultural values
which help the brand establish legitimacy and authenticity in the consumer's mind (Jian et al.,
2019). Scholars like Torelli et al (2010) and Kubat Swaminathan (2015) define brand cultural
symbolism as a “collective perception” of the extent to which a brand symbolises the subtle
values and moral norms of a certain cultural group (Jian et al., 2019). Academics in this field
believe that brand cultural symbolism positively affects brand authenticity and that consumers
feel positive emotions when they experience and consume brands with national cultural
symbols they can resonate with (Jian et al., 2019). Similarly, Tan and Ming (2003) support the
hypothesis that marketers generate brand symbolism and personality that become part of the
consumers' lives and create a long-term relationship between the brand and themselves (Tan
and Ming, 2003). This is because symbolic values and meanings help consumers to place
themselves within a designated group such as “social status, gender, age, traditions and group
identity” to retain a sense of the past in society (Tan and Ming, 2003).

Using an adaptation of Goodyear’s model (1996), academics such as Wee and Ming (2003)
identify six stages to describe the life of a brand (Tan and Ming, 2003). We identify two out of
six that contribute to our research. In the third stage, where the marketers introduce symbolic
values and meanings to the brand, many brands in this stage become known for their
“functional benefits” which is when a brand's personality is associated with its emotional
appeal, meanings and symbolic values. Once the brand has been associated with symbolic
meanings and values, in the fourth stage the brand embodies those values and meanings and
“becomes an icon for consumers” (Tan and Ming, 2003). “These common forms of feelings,
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thoughts and behaviours, are acquired and transferred through symbols” (Unurlu and Uca,
2017).

Kapferer believes that a “brand itself is culture” and culture is the most important element in a
brand’s personality (Unurlu and Uca, 2017). Since scholars have identified that culture has a
direct influence on a brand's personality and performance, there are cultural factors to
consider to fully understand a brand (Unurlu and Uca, 2017). For a brand to effectively
convey itself to consumers, the functional benefits of the brand should be integrated with
symbolic qualities such as the brand's personality (Unurlu and Uca, 2017). Additionally, the
use of symbolic images helps to place the brand in the consumer's mind, providing them with
clearer information about the products and consequently leading to a more positive attitude
towards them as well (Mohamed, Ünsalan & Abdinasir, 2024). The link between the product
and its national culture has the power to instil trust and help consumers perceive that they are
connected to their national identity if they choose to purchase it (Mohamed, Ünsalan &
Abdinasir, 2024).

For brands to choose the meanings and symbolic values they wish to employ, their symbols
must coincide with their marketing mix and brand variables, resulting in a clear and enhanced
image for the consumer (Jian et al., 2019). Brands with a focus on cultural symbolism or
those that choose to embody cultural values and beliefs are often said to have high cultural
equity (Jian et al., 2019).

2.3 Consumer Perceptions & Motivations

In regards to Dos Santos, De Brito Silva & Da Costa, et al. (2023) study on digital influencers
in the vegan beauty industry, it was noted that in many cases, consumer perception is most
positively influenced when consumers feel as if they can identify with the source they are
viewing (Silalahi, Fachrurazi, Muchaddam Fahham & Liu, 2021). One way of achieving this
is through the “snapshot aesthetic,” a phrase used by Colliander and Marder (2018), to
describe a type of social media strategy in which brands try to connect more personally with
consumers by posting organic and user-generated content that reflects a more laid-back and
real version of the consumer. Most of this content is made using the average phone camera,
instead of professional equipment. Additionally, academics such as Colliander & Marder
(2018) describe the importance of studying the power of images in our new photo-sharing
society, along with the increasing demand for brands to create meaningful content that is in
alignment with the brand’s beliefs and overall aesthetic. Along with the need for organic
content, Pine II and Gilmore (2007), have studied the importance of authenticity among
brands. Consumers are now able to distinguish between what is real and what is fake (Pine II
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& Gilmore, 2007), in a skincare industry that is saturated with ethical skincare products,
authenticity is the one aspect that can differentiate you from the rest.

Authors such as Marchand et al (2010) reflect on the motivation behind consumers now
adopting sustainable consumption patterns, such as, “altruistic and environmental
considerations, …[also fueled by] perceived personal benefits, including an expected increase
in personal well-being” (Marchand et al., 2010). During their research, the writers found a
group of consumers known as “Voluntary Simplifiers” who are conscious consumers that
typically opt for more environmentally and socially responsible goods and services
(Marchand et al., 2010). Interviews were then conducted with these consumers and
self-interest motives were discovered; these included perceived personal benefits and product
qualities including a desire for a “higher quality of life, more freedom and autonomy”
(Marchand et al., 2010). Similarly, Camilleri et al. (2023) believe consumers evaluate
sustainable products based on their functional values such as price and quality, and symbolic
values such as appearance, emotional value and social status (Camilleri et al., 2023).
Therefore, this proves that the shift in consumer preferences and behaviour can be attributed
to the rising problems of sustainability and ethics (Dos Santos, De Brito Silva, Da Costa, et
al., 2023).

Furthermore, consumers can be motivated to purchase products due to being influenced by
factors such as ethnocentrism, which is a global phenomenon that affects brands.
Ethnocentrism is when a person places their group as the centre of the world and uses it as a
benchmark for others (Javalgi, Khare, Gross, and Scherer, 2005). Individuals like this have
characteristics such as being intolerant of certain cultures different from their own and
perceiving their culture as a source of pride (Erdogan and Uzkurt, 2010). According to Kasper
(1999), from a consumer perspective, ethnocentricity is consumers who perceive the quality
of local products to be higher than their foreign equivalents (Erdogan and Uzkurt, 2010).
These beliefs directly affect their perceptions of the brand or product. The study conducted by
Erdogan and Uzkurt (2010) on Turkish consumers, found that “high levels of consumer
ethnocentrism were significantly associated with strongly negative perceptions of foreign
products and very positive perceptions of domestic products” (Erdogan and Uzkurt, 2010).

Supanvanij and Amine (2000) found that other factors such as “the country of origin” also
influence consumers' perceptions as when a consumer is not familiar with a product and its
“intrinsic qualities”, they apply the country-of-origin cue to evaluate the foreign product. By
observing where a product is made, consumers form their perception of the said product using
their stereotypes of the said country (Supanvanij and Amine, 2000).

These theoretical factors and motivations will typically play a role in their willingness to
purchase and can be applied to ethical products in the skincare industry.
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2.3.1 Willingness to Purchase Ethical Products

Mai (2014) discusses how consumers consider ethical attributes in their decision-making
process, by studying the labels consumers check when making an ethical purchase, those
labels being: organic, fairtrade, or recyclable packaging. Although Mai's (2014) study is based
on products found in the supermarket industry, the findings concluded that consumers are
willing to pay more if their desired products align with their preferred ethical features.
Additionally, it can be argued that the theory of social credibility presented to us by Kelman
(1961) is built upon further by Mai (2014), stating that the credibility gained by product
labelling is an important aspect of marketing. The truths of the label can build on the
trustworthiness the consumer has with the product and shift their perceptions towards a
positive one. Mai (2014), elucidates that the feature of recyclable packaging was most popular
in contrast to products sourced from fair trade practices or organic certifications. This study
further contributed towards the benefits of marketing a product’s ethicality, and it is
generalizable in the aspect that the more ethical features noted on a product, the more
appealing it is to the consumer overall.

In considering how economic factors play a role in the purchase of ethical products, research
finds that the wealthy and affluent have the means and the tendency to place significant value
on sustainable products (Stewart, 2023). On the other hand, some scholars have found
contradicting research that affluent consumers are least burdened by environmental issues and
therefore less prone to purchase ethical products (Meyer & Liebe, 2010). In general, research
finds that if a brand wishes to sell ethical products, it will be most successful in targeting
middle-class consumer segments (Hicks-Webster, 2021; Yan, Keh & Chen, 2021), especially
considering that the middle class is one of the segments contributing the most towards
consumption in several countries worldwide (Hicks-Webster, 2021; Kharas, 2017). Although
the consumer class segment was not an aspect of our study, it is interesting to note regarding
this literature, that it is most likely that our three ethical brands are not aiming towards a
specific class segment, but rather at consumers who are willing to go beyond non-toxicity and
have the financial means to do so (Arami Essentials, 2024; Good Molecules, 2024; Ida Warg
Beauty, 2023) further exemplifying their beliefs that ethical skincare products can be for all.

With consumers being more educated and informed of the products that abide towards
generally safe requirements, this “consumer sophistication,” a term provided to us by authors
Carrigan and Attala (2001), does not always signify that consumers will engage in ethical
buying behaviour. Although there is this growth of the sophisticated consumer, their
characteristics and actual behaviour are not always in alignment with each other (Carrigan
and Attala, 2001). Consumers may be more knowledgeable and financially able to make the
right choice in accordance with ethicality, but they do not always act upon their beliefs;
therefore, not acting upon the knowledge they possess.
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Although Carrigan and Attala’s (2001) research discusses ethical products, the authors build
upon the ethicality of marketing strategies and whether these ethical products purchased are
contributing towards a good cause. From this, we understand that ethical consumers are
individuals who are likely to be well-educated and long-term oriented. Grankvist (2012)
found that Sweden and Western countries have the most positive perception towards ethically
labelled products and feel most inclined to purchase the higher-price point for an ethically
sourced product. This provides us with a general grasp of the culture present in the United
States and Sweden and how it can have favourable perceptions towards our ethical brands.

2.3.2 Consumer Preferences & Culture

The natural environment is a significant aspect of an individual's attitudes and beliefs,
typically influenced by culture, as cultural values impact how individuals see the natural
environment (Creazza et al., 2023). Schwartz’s model of cultural orientations found that
egalitarian and harmonious cultures had significantly lower carbon emissions and societal
practices were more concerned with preservation for future generations as they were more
likely to consider how their actions affect others (Creazza et al., 2023). The findings of
academics, Higueras and Castillo et al. (2019), concluded that collectivist cultures resulted in
a greater concern for the environment and were more likely to be positively influenced by
sustainable behaviours than individualist cultures (Creazza et al., 2023).

WTP, known as willingness to pay, impacts environmentally sustainable consumer behaviour
and relates to assessing monetary value to the environmental impact of delivery or transport
service as part of the purchase decisions (Creazza et al., 2023). In examining e-consumers
behaviour, consumers placed the most importance on price, delivery speed and tracking when
choosing a logistics service. A study by Ignat and Chankov (2020) on German students found
that consumers who were given information on the environmental impact of shipping were
significantly willing to choose a more sustainable shipping method, even though this choice
did not directly benefit them (Ignat & Chankov, 2020). This was found even when the
customers had to wait longer, pay more, or receive their items at less convenient locations. In
comparison, research done on U.S. consumers indicated strong environmental values but were
significantly less likely to change delivery methods or change behaviour to positively impact
the environment unless it resulted in better service or cost (Creazza et al., 2023). Studies
showed that consumers' preferences regarding sustainable behavioural elements can be
influenced by the level of knowledge and relevant information provided to consumers by
brands. Knowledge and information on sustainability allow consumers to be informed,
enabling them to make better ethical choices (Creazza et al., 2023).

Similarly, other factors influence consumers' preferences such as socioeconomics like; age,
gender, income, occupation and lifestyle. These factors influence their buying behaviour
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consequently affecting attitudes towards sustainable products and ultimately, the environment
(Creazza et al., 2023).

For consumers in developing countries, global brands often represent more than just products
or services; they are symbolic of a global lifestyle that might otherwise be less accessible.
According to Cucato et al. (2022), these brands are associated with a way of life that appeals
to many consumers in these regions. This attraction is partly because global brands offer a
sense of connection to the broader world and its perceived higher standards of living.

However, this appeal is counterbalanced by a phenomenon known as consumer
ethnocentrism, where consumers prefer products from their own country over foreign
alternatives. As discussed in the previous section on consumer perceptions and motivations,
ethnocentric consumers are wary of global brands that they perceive as threats to their local
culture and economy. To overcome this challenge and build a lasting relationship with these
consumers, global brands often adopt local characteristics and cultural elements in their
branding and marketing strategies (Cucato et al., 2022).

By incorporating local customs, values, and traditions into their products and promotional
activities, global brands can resonate more deeply with local consumers. This strategy, which
combines the two terms, known as glocalization, helps global brands appear more relatable
and respectful of local cultures, thus reducing resistance and increasing acceptance
(Robertson, 1994).

Furthermore, consumers in developing countries seek out brands that align symbolically with
their personal and cultural identities. They are drawn to brands that reflect their local heritage
and aspirations towards a global identity. Brands that successfully blend these local and global
elements can establish a stronger emotional connection with consumers. On the other hand,
consumers tend to distance themselves from brands that do not resonate with their values or
personal identity. For instance, if a global brand is perceived as culturally insensitive or too
detached from local realities, it is likely to be rejected by the ethnocentric consumer base.

In summary, for global brands to succeed in developing countries, they must find a balance
between embodying their global identity and integrating local cultural elements. This
approach not only helps them win over ethnocentric consumers but also ensures that their
brand resonates on a deeper, more personal level with the target audience, fostering long-term
loyalty and brand affinity (Cucato et al., 2022).
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2.4 Rise of Sustainability Marketing

In discussing the rise of sustainability in marketing, today's consumers are embracing
sustainable and ethical brands now more than ever; pushing for innovative changes in various
industries (Rebel, 2024). Sustainability in a branding context is defined as “satisfying the
needs of present stakeholders without risking the needs of forthcoming stakeholders” (Sharma
et al., 2021, Pg 6). “Within marketing the green movement has been viewed as an opportunity
to identify and segment new markets” (Mcdonald and Oates, 2006) with well-established
brands acquiring smaller leading sustainable brands to tap into and expand their market,
examples such as L’oreal’s acquisition of The Body Shop (Ottman, 2011). Some scholars
believe that any consumer has the potential to become a green consumer because if consumers
are given the option of two identical products, where one is good for the environment and the
other is not, they are more likely to choose the product that is good for the environment
(Mcdonald and Oates, 2006).

Peattie (1998) established two identifiers on what impacts how consumers perceive purchases
as “the degree of compromise” which considers factors such as the price of the product and
how accessible the product is to the consumer, the second being “the degree of confidence”
which is how confident the consumer is that the product presents environmental benefits and
confronts a real issue (Mcdonald and Oates, 2006). On the other hand, the act of purchasing a
green product, falls short of addressing sustainability issues, considering the “next part of
green purchasing is in green disposal” (Mcdonald and Oates, 2006). Meaning, that it is no
longer enough to create an ethical or sustainable product, further actions like promoting
ethical disposal of said products are equally as important for brands. These academic concepts
help ethical skincare brands better position or improve their product and marketing activities.

Furthermore, marketing has evolved from purely transaction-based to relationship-based,
therefore brands must be more responsive to their markets (Fuxman et al, 2022). Consumers
have become increasingly environmentally and socially conscious, seeking products or brands
that align with their values and beliefs (Gardesi, 2022) and as sustainability is considered a
megatrend that has an impact on every sector of life, understanding the significance of
business sustainability is important for brands looking to remain competitive in the market
(Sharma et al., 2021, pg 6) considering researchers believe that sustainability influences
economic value, competitiveness, corporate personality and survival of an organisation,
CEO’s at major companies have identified sustainability as a key success factor in the success
of their companies (Sharma et al., 2021, pg 8).

In their study, Sharma et al. (2021), identified a framework for the evolution of sustainable
marketing such as ecological, green marketing, greener marketing, sustainable marketing and
sustainability marketing. As aforementioned, the idea of sustainability marketing has
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stemmed from multiple synonymous terms that help to contribute towards the bigger picture.
These terms: ecological, green and sustainable are not directly associated with ethicality, but
ethicality is a small step that leads to greater achievements. It is apparent that the growing
trend of ethical skincare, which focuses on products that are non-toxic for the skin and for the
environment, is helping to develop this idea of sustainable marketing amongst consumers. To
clarify, green marketing is the application of marketing tools for facilitating exchanges to
satisfy organisational goals in such a way that the preservation of the natural environment is
upheld (Sharma et al., 2021, Pg 23). Whereas, sustainable marketing is defined as a
macro-marketing concept where “marketing within and supportive of sustainable economic
development” (Sharma et al., 2021, pg 24). One main difference between the two is that
sustainable marketing is associated with a sustainable development agenda, such as
maintaining sustainable relationships with customers along with the social and natural
environment.

The framework proposed by Sharma et al., (2024), shows how the concept of sustainability
has evolved in an academic and business context. “These concepts have given rise to the
emergence of sustainable marketing under one single umbrella” (Sharma et al., 2021, pg 24).
Further exemplifying that this idea of ethicality and sustainability can manifest itself in
various terms and definitions, all leading up to one common goal, but having distinct methods
for achieving it. Ultimately, the authors Sharma et al., (2024) help us understand that the role
of brands is more important than ever, it is up to them to promote sustainable actions in their
industry, whether that may be economically, socially or environmentally (Sharma et al., 2021,
pg 4).
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Figure 2: Evolution of Sustainability Marketing Framework

(Sharma et al., 2021, pg 24).

2.5 Chapter Summary

We close this chapter by providing ample information regarding how our literature review
came to be, along with the themes and conceptualisations. Our literature review explores
research conducted under our field of study, we also connect the existing research to our focus
in the skincare industry. The majority of our literature was found using LUBSearch, as well as
GoogleScholar, to help find practitioners and academics who have published credible journal
articles, books, dissertations, as well as research studies in the fields of digital marketing and
communications, national culture and how it is applied in the marketing and communications
mix, culture and its relation to symbolism in branding, consumer perceptions and motivations,
and lastly, sustainability marketing.

21



To conduct our search we used relevant keywords in various combinations to find sufficient
existing research that has been conducted. The central themes and conceptual models in our
review include Kim & Ko’s (2010) framework on the five most effective aspects of social
media activities, the three positive effects on consumer perceptions in the social media space
in regards to the vegan beauty industry as discussed by Dos Santos, De Brito Silva, Da Costa,
et al (2023), Hofstede’s original five dimensions of national culture (Hofstede, 1994), an
adaptation of Wee and Ming’s (1996) Goodyear’s model where we identified two out of the
six stages to describe the life of a brand and Sharma et al.’s (2021) framework on the
evolution of sustainability marketing.

Additionally, based on the literature review and our analysis, and in line with our research
methodology, we have developed a checklist based on Miles and Huberman's (1994) checklist
matrix to identify variations (Easterby-Smith et al., 2021, Pg 189). This checklist is used as an
analytical framework for our research. The themes and models in our literature review prove
useful to us and our research in our data analysis.
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3 Methodology

This chapter describes and assesses the methodology of the research. This includes the
research approach followed by the research design. Our chosen method of data collection,
sampling techniques, data analysis method, and the relevance of our chosen method are
described in detail. Finally, the validity, reliability and limitations of our method are
discussed.

3.1 Research Approach

“Ontology is about the nature of reality and existence,” a relativist approach tells us that there
are many truths and “facts depend on the viewpoints of the observer” (Easterby-Smith et al.,
2021, Pg 46). This study adopts a relativist ontological approach, recognising that consumer
perceptions of different ethical skincare brands can be influenced by their cultural norms,
values and interpretations. With an ontological position of relativism, we recognise that
national culture is potentially one of the several aspects that shape consumer perception of
brands.

“Epistemology is the study of the nature of knowledge and ways of enquiring into the
physical and social worlds” (Easterby-Smith et al., 2021, Pg 47). For our study, we take a
social constructionist stance in agreement that societal reality is formed by people and how
they make sense of the world (Easterby-Smith et al., 2021). Our epistemological approach
aligns with a constructivist stance as our study acknowledges that reality is socially
constructed through shared meanings, interactions and cultural contexts. As consumer
perceptions tend to be subjective, typically influenced by personal experiences, social
influences and cultural norms, by examining consumer perspectives through a social
constructionist view, we can uncover how cultural norms, values and practices influence
consumer perceptions and decision-making processes concerning their views of ethical
skincare brands.

“Qualitative research is the systematic inquiry into social phenomena in natural settings.
These phenomena can include but are not limited to, how people experience aspects of their
lives, how individuals or groups behave, how organisations function and how interactions
shape relationships” (Teherani et al., 2015). Qualitative methods are pieces of non-numerical
data such as interviews, focus groups and secondary data that allow for an in-depth
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exploration of consumer perspectives (Easterby-Smith et al., 2021). This research aims to
determine if national culture plays a role in consumer perceptions through a comparative case
study of three ethical skincare brands. We have taken a qualitative research approach by using
secondary textual data and conducting semi-structured interviews with participants who have
lived in a national culture on a long-term basis.

3.2 Research Design

In this section, we outline a qualitative approach that integrates semi-structured interviews
and secondary textual data analysis to comprehensively investigate consumer perceptions of
ethical skincare brands in a digital world.

Qualitative interviews are a way to uncover, reflect and understand the perspectives and
reasonings of a phenomenon by having direct conversations with participants, where their
personal experiences and information can flourish (Easterby-Smith et al., 2021). For this
reason, we decided as researchers that interviews would be most useful for us to begin to
understand the consumer perceptions of participants from diverse national cultures.

Before the interview process, our participants needed to be involved in some form of
participation with the brands. We established that an interaction period of three days for the
three skincare brands in our research would help facilitate our participants to form an opinion
and understand the type of content, stories and reels that are posted on their Instagram pages.
Considering our participants are busy individuals with their own lives to attend to, we
determined that three days is enough time for a participant to understand what the brand is
about. A five-day interaction period would have proven most effective because it builds a
longer relationship with the participant. Even so, we considered three days adequate time.

To incentivise participation in our study, we offered participants a chance to win a
twenty-dollar skincare voucher, chosen at random, for a participant to use on any of the three
brands they observed. By doing this, we hoped participants would be more interested in the
content posted by these three brands considering they could be future consumers of the
brands. The selection of our twenty global participants is explained in further detail in our
data-collection method.

After our global participants had been chosen, they interacted and observed content posted on
the Instagram pages of our selected skincare brands over a three-day period. A requirement
for our study was for participants to follow and turn on post-notifications for these three
brands, ensuring that they would never miss a post. This interactive phase allows participants
to engage with brand messaging and cultural representations, forming their opinions on each
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brand at the end of every day. We encouraged our participants to write one sentence about
something they noticed or had caused an impression on them, which could then help guide
them in the interviews later on, however, we made it clear that this was not mandatory.

After a three-day observation, a phone call interview was conducted on the fourth day. We
decided to follow through with a mediated interview, in which interviews are not conducted in
a physical face-to-face manner but through other media, such as phone calls (Easterby-Smith
et al., 2021). This mediated interview allowed us to further accommodate our global
participants and allowed us the flexibility to schedule interviews around their schedules.

Before beginning the interview, participants were informed of the question we aimed to
answer, how long their data would be used and that they have the right to withdraw at any
point. We then sent them a consent form which they had to sign and send back to us, this
consent form was retrieved through LUSEM’s website concerning personal data and consent.
The semi-structured interviews allowed us to gather detailed insights into participants'
experiences, attitudes and behaviours towards the chosen brands.

Furthermore, one of the first essential questions we asked our participants was what the
national culture is of the place they have resided in, or are currently residing in, long-term. We
define long-term as someone who has lived in a country for at least five years. Considering
that living in a place for five continuous years grants access to residents to apply for
permanent resident status, we thought this was an adequate time to consider someone a
member of a national culture (SULF, 2024).

Our following question was to ask the participant how connected they felt to their national
culture. We determined this was important to ask because it helped us decide if their
responses could be used in our research or not. If the participant felt as if they resonated to
some extent with their national culture, then this would imply they have some experience with
the type of marketing and communications that is present within that national culture, proving
to be an effective way of understanding our research question. If the participant has resided in
a country long-term but is entirely unaware of the type of content and communications
present, and they feel as if they are more aware of another country or national culture, this
would fall within the boundaries of cross-cultural communications, in which case opens up
another direction of research to be conducted and is not directly applicable to the question we
aim to answer.

As researchers, we wanted to gather participants who are knowledgeable in the marketing and
communications of their own national culture, even so, we are aware that other influences can
come into play at any given time. For this reason, another one of our interview questions
asked if they had been exposed to marketing and communications of skincare products from
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their national culture, and if not, which culture they tend to see the most from, just to get a
better understanding of the factors that may influence our participants.

In addition to our interviews, we used the analysis of company promotional material and
website content. Our textual data complements our topic on how different skincare brands
market and communicate their skincare products. It allows for a comprehensive analysis of
the selected brands messaging and communications across their digital platforms
(Easterby-Smith, et al., 2021).

3.3 Data Collection Method

Data collection is the process of systematically gathering and measuring information to enable
the answering of research questions, testing of hypotheses and evaluation of outcomes (The
Office of Research Integrity, 2024). “Before adopting any method of data collection, it helps
to be clear about the overall objectives of the research,” (Easterby-Smith et al., 2021, Pg 138).
In considering our main research objective which is to find out if and how cultural factors
influence consumer perceptions of ethical brands, our interview questions were formulated to
help stimulate conversation on our research topic. Through the interactive research done on
the participant’s behalf, the participant acted as an observer and they were able to make notes
on the Instagram activities that occurred within the given three-day period. The secondary
textual data, “data such as videos from the internet or photographs taken for purposes other
than research” (Easterby-Smith et al., 2021, Pg 130), presents the initial first impressions of
what each ethical skincare brand stands for and how they choose to represent themselves.
Although the participants were not required to research each brand’s websites beforehand, nor
did they know which national culture belonged to each skincare brand, the responses to their
interview questions helped to better understand the impact of each brand’s media presence
and provided us insights on whether the message the brand tells on their main websites is a
direct representation of what they choose to post on their Instagram pages.

For our semi-structured interviews, we selected twenty global participants through purposive
sampling, with no restrictions on gender. We sought participants from various national
cultures to understand how different cultures vary in their responses and to have a better
understanding of the similarities and differences present in the marketing and communications
of these three brands. One of the only requirements was that the participants had to be
between the ages of 18 to 30 and that they spend a substantial amount of time on Instagram as
a social media platform, in which they tend to search for and follow brands. Our chosen
sampling method, as discussed by Easterby-Smith, et al. (2021), allowed us researchers to
find sample members that met our initial criteria. This sampling technique then led to
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snowball sampling, in which our participants asked their friends to participate as well. The
snowball sampling technique allowed us to find participants that we would not have otherwise
known to reach (Easterby-Smith, et al., 2021). Additionally, we chose the ages of 18 to 30 as
our target demographic as they mostly fall within the Gen Z and Millennial bracket. Due to
the nature of our study, they are known for being digital natives considered inclusive
consumers who are “socially progressive” and demand diversity, sustainability and green
practices (McKinsey, 2023). Because this demographic is highly accustomed to consuming
content online, this benefits our study and helps brands who aim to develop their target
marketing strategies resonate with this influential demographic.

Participants were then asked open-ended questions which acted as a guide towards
understanding the participants' observations on the selected brands, their perceptions, and
their interpretations of the brand content they encountered. To develop and explore emerging
themes and insights further, a laddering technique was used in certain questions, to help seek
examples of the participants' statements. However, this was used with caution, as we wanted
our participants to not feel we were badgering them for more (Easterby-Smith, et al., 2021),
we wanted the participants to be as comfortable as possible, providing them with a space
where honest answers can develop.

Table 1: Summary of participants

No Pseudonym Country Age Duration

1 Anna Netherlands 19 20 min

2 Jane Netherlands 28 11 min

3 Donny Canada 26 11 min

4 Emily Japan 25 17 min

5 Faith Nigeria 27 12 min

6 Mario Italy 22 20 min

7 Simon Colombia 27 18 min

8 Stephanie Albania 25 17 min

9 Scarlett United States 30 21 min

10 Thomas India 26 17 min

11 Yannis Saudi Arabia 23 15 min

12 Erica Greece 30 16 min
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13 Aaron United States 23 17 min

14 Daniel Nigeria 25 25 min

15 Sophie England 25 28 min

16 Queen Nigeria 24 17 min

17 Chelsea United States 24 17 min

18 Lilliana Italy 26 16 min

19 Ebba Sweden 26 16 min

20 Janet South Africa 25 10 min

To understand the data collected concerning Hofstede’s five original dimensions of national
culture and whether it is in alignment with the national culture of our respondents, we used
Hofstede’s Insights Country comparison tool (2024). Although this tool uses numerical values
to determine how high or low national cultures are within the constraints of Hofstede’s
dimensions, we use this data to help understand our participant’s national culture with the five
dimensions and to qualitatively answer the question of whether national culture plays a role in
consumer perception. This tool allows us to make systematic inferences about the transcribed
interviews we have collected.

3.4 Data Analysis

In international marketing research, analysing textual data from interviews proves to be
essential to better understanding how consumers from different markets behave (Sinkovics,
Penz and Ghauri, 2005). To begin analysing the data, we use the content analysis approach
with our checklist matrix of pre-existing theories identified in our literature review and
Hofstede’s five original dimensions of national culture. To conduct our content analysis, as
researchers we must first determine the criteria for the selection of the relevant material in our
data (Easterby-Smith et al., 2021). Using the checklist matrix and factors that the theory in
our literature has determined we assess whether the answers of our participants indicate the
presence or absence of the pre-existing theories.

As described by Easterby-Smith et al. (2021), these matrix tables can assist in counting the
occurrence of when a particular theme presents itself, facilitating a better understanding for us
researchers in the analysis portion. Additionally, we paid special attention to the participants
who felt that they did resonate with their national culture. Those who did not feel strongly
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connected were still analysed and understood, but we wanted to note those who have had
strong personal experiences. We also decided to group participants who came from the same
national culture to understand commonalities and differences.

Our interview questions to the participants were not direct questions in regards to what they
thought of Hofstede’s cultural dimensions; or where their country would place on that scale.
We decided to take a different approach to answering our national culture question. Through
this comparative case study of three different brands from three different countries, we wanted
to interpret the data given to us to answer the question; instead of asking the participants for
straightforward answers to the national culture phenomenon.

Further, we transcribed all the data in real time. Our interviewees were patient and aware that
their answers were being written in the present moment. Once gathering all the transcriptions
of the interviews into one document, we were allowed to read through them and establish
different themes using the checklist matrix in Table 2. Through this sorting process, we
identified seven themes of our participants' insights and responses to our interview questions.

In total, we had 20 participants, with a representation of 14 countries, as seen in Table 1.
These countries include The Netherlands, Canada, Japan, Nigeria, Italy, Colombia, Albania,
the United States, India, Saudi Arabia, Greece, the United Kingdom, Sweden and South
Africa. With 20 interviews having been conducted overall, it is important to note that in our
analysis, we made use of quotes and samples from 17 of our participants, as we had reached
empirical saturation from many of the responses. Even so, all 20 interview samples were
relevant and useful to our study. The use of real individuals presented us with a representative
sample of the type of perceptions and behaviour that exist within these national cultures.

3.5 Ethical considerations

“Informed consent and the right to confidentiality are just as important for management and
business research” (Easterby-Smith, et al., 2021, Pg 122). In this study, we ensured when
carrying out our qualitative research that all participants had consented to the use of their
information, the purpose of the study and interviews. Furthermore, we used pseudonyms to
further protect their privacy in presenting the results. Participants were clear that the
information concerning their opinions and observations given during the research was being
written, therefore, no information that is likely to harm their interests as individuals has been
noted. Concerning the brands we have chosen to observe and analyse, for our study, we have
used information that is readily available to the public online. We also ensured that interview
questions were communicated clearly, so participants understood what was being asked. As
for choosing the winner of our skincare voucher, all the participants' names were inputted into
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a guessing machine, which we found online, and we let this website choose our winner at
random. The participant was then awarded a skincare voucher for their preferred skincare
brand out of the three brands.

3.6 Validity and Reliability

“Content analysis is a social scientific methodology that requires researchers who use it to
make a strong case for the validity and reliability of their data” (Potter and Donnerstein,
1999). In conducting data collection for our research, we wanted to ensure our qualitative
process was as reliable as possible. Over the three days of interaction, participants observed
content across all brands on different days based on their convenience. This meant they likely
saw different content being posted on different days and not the same ones. However,
participants were also asked to give their general thoughts on the marketing and
communications of each of the three brands. This meant they could also consider other
content posted on different days. We encouraged our participants to take notes on each day of
their observation to help keep the memory of certain key ideas or impressions they might
have had.

Furthermore, participants of the study were also interviewed on different days based on their
convenience and schedule. However, to ensure validity, they were all given the same
interview questions. During the interviews, in some cases, participants did not have an
opinion on what they thought about certain cultures regarding skincare. So they gave
generalised answers on their conceptions of said culture. However, in most cases, participants
were given clarifying questions so they could better understand the questions they were asked.

Some of the major sources of error in research can be the subjects participating in the study
(Brink, 1993). Although we asked our participants and sent daily email reminders at the end
of each day, we also have to account for differences in time zones, this could mean that some
participants might not have observed the same content at the same time. Furthermore, in some
cases, a few of the participants admitted to not viewing the content for three consecutive days
and sometimes forgot to view the content until the next day. These participants were also
allowed to view the content and go back to it during the interviews, to help them recall some
of what they had observed.

“The researcher can attempt to increase the validity of responses by making sure that
informants are very clear on the nature of the research eg. why the researcher is there, the
study, data collection and what will be done with it” (Brink, 1993). At the start of our data
collection process, participants were given information on what the research entails,
information on the study as well as the final interview. This was also written on the consent
forms sent out and signed by the participants.
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Although some scholars such as Brink (1993) state that to increase validity, interviewing the
same informant on several occasions, at different times, and different locations is advised, it
was not realistic for this study due to time constraints as well as availability.

Ultimately, our research is based on a comparative case study of three different brands from
three different countries, meaning that we are studying a phenomenon that is occurring in a
very specific context: the ethical skincare industry. Although our research can be useful for
other industries, and may even be transferable, as discussed by Easterby-Smith et al., (2021),
most phenomena have unique features to them, making it difficult to make them generalizable
for other fields.

3.7 Limitations

In regards to our methodology, we initially thought it would be best to conduct a focus group
in which we demonstrate secondary textual and visual data of the websites and advertisements
of each brand, and then allow an open discussion of national culture regarding consumer
perceptions. We then realised due to our globally-based participants and our desire to have as
many different national cultures participate in our study, it is difficult to conduct a focus group
in which all the participants were able to be physically present. Other methodology
possibilities included netnographic data collection, however, considering the abundance of
influencers and influencer marketing that is paid content to promote products, we wanted to
produce authentic encounters with our participants.

Our mediated interviews via a phone call were one of our best options to cater towards our
global participants. A limitation of these remote interviews was that we could not officially
hold every interview on the fourth day, following the interactive three-day period of the
brand. Due to the schedule constraints of our participants, we had to be flexible with their
availability. Although many participants were able to have the phone call interview on the
fourth day, others had to be accommodated to another day that was more convenient for them.

Additionally, a handful of our participants had a 20-minute time constraint, in which we
interviewed between their work or lunch breaks. In Table 1: Summary of Participants, some
participants went over the initial 20-minute limit, as researchers, the more time our
participants gave us, the better, because this ensures more detailed responses and a further
understanding of their national culture. This is why some participants are seen to have had a
longer interview time in comparison to others.

Furthermore, there could be room for improvement with a larger sample size of participants
from more national cultures. For example, there is a low representation of Asian individuals
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in our research, and it would be interesting to note how perceptions influence consumers from
that region. Ideally, we wanted to gather more participants from different cultures, however,
due to the nature of our study and the time that our participants had to dedicate to their
interaction period, many potential participants turned down the study as it did not work
around their schedule. Even so, the 20 participants in our study helped us reach saturation. As
our interviews and transcripts developed, we began to receive similar responses to the current
question we are exploring.

3.8 Chapter Summary

This chapter has given an overview of the methodology and research approach we have
followed during our research. We have given an overview of the qualitative approach of our
study, including details on how the observations and interviews have been carried out. Our
data collection and analysis methods have been explained, and a summary of our participants,
their country, age and duration of interviews. Furthermore, we have explained our data
collection methods in alignment with Hofstede’s five original dimensions of national culture
and how we have chosen to group the countries used in our research and that of our
participant's national culture. We have also presented our considerations such as ethical
practices, validity and reliability, and limitations of our study. In the following section, we
analyse the data given to us.
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4 Results

In line with our adapted checklist, in Table 2 we analyse the material available to us from our
interviews and research findings.

Table 2: Checklist Matrix: Linking of evident pre-existing theories and emerging themes in
comparison with data.
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Pre-existing theories Emerging Themes Data from Participants

Effectiveness of social
media: Entertainment,
interaction, customisation,
trendiness and
word-of-mouth
(Kim & Ko, 2010)

Preferred Content Strong: 8 participants had a
strong preference towards
informational/interactive
content

Moderate: 4 participants
preferred Instagram reels & 3
preferred content using the
product

Low: 2 participants had no
preference & 1 participant
preferred student branding

Brand Symbolism &
Personality, Tan and Ming
(2003)

Simplicity Moderate: 7 Participants
mentioned a preference
towards brands with simple
products and branding, similar
to their own culture.

Low: Only 2 participants felt
strongly about the simple
skincare routine in their
culture.

Hofstede’s Original Five
Dimensions of National
Culture (1994)

Sense of Familiarity,
Adaptability, Simplicity,
Targeting vs. Inclusivity,
Accessibility and country
of origin

Strong: 14 countries
represented (14 national
cultures)



34

Wee and Ming’s (1996)
Goodyear’s Model on Life
of a Brand

Adaptability Out of the 3 participants with
Nigerian national culture:
Strong 2 out of 3 prefer Arami
Essentials

Out of 3 participants with
American national culture
Strong 2 out of 3 prefer Good
Molecules

Strong 1 out of 1 Swedish
participant preferred Ida Warg
Beauty

Sharma et al.’s (2021)
Framework on the
Evolution of Sustainability
Marketing

Sustainability Low: 1 participant cares about
having sustainable and ethical
product packaging

Low: 1 participant did not have
any opinions on ethical
skincare

Strong: 10 participants do not
purchase skincare from an
ethical brand, nor consider it
important

Moderate: 8 participants prefer
to purchase ethical skincare
and consider it important

Country of Origin Effect
(Supanvanij and Amine,
2000)

Targeting vs Inclusivity Low: 1 participant strongly
stated preferences for
EU-regulated products

Source Credibility Theory
(Kelman, 1961)

Sense of Familiarity Low: 3 participants said word
of mouth, referrals or reviews
were important considerations
for them

Low: 2 participants referred to
being influenced by influencer
marketing



4.1 Findings

4.1.1 Marketing Strategies of Each Brand

Arami Essentials

The marketing strategy of the Nigerian brand Arami Essentials is focused on clean beauty,
simplicity and a personal touch. This is shown with the use of unedited, clear and mostly
user-generated photos. The models used on the page wear little to no makeup. Most of the
photos used are not taken by a professional photographer which tells us they want consumers
to be aware that clear skin is attainable with the use of their products. The brand makes use of
notable holidays in their strategy such as Mother's Day and Earth Day, creating and building
their campaigns around these important world events. Furthermore, the founder of the
company is visible, as she appears in numerous campaigns, and other marketing materials on
the Instagram page as well as their website.

Additionally, the brand is intent on promoting its packaging, which is sustainable and heat
resistant, this is an essential marketing tactic considering the high temperatures in Nigeria,
and their emphasis on protecting the product from any outside sources. Phrases like “Your
body is a temple” are commonly used on the page as well as motivational and zen-like quotes
(Arami Essentials, 2023). As written on their website, Arami Essentials ships to all countries
around the world, meaning that they are considered global, however, it appears their target
audience is consumers of darker skin tones, as seen on their promotions. Lastly, Arami
Essentials has the most social media reach with a presence on Instagram, X, YouTube,
TikTok, Facebook, and Pinterest (Arami Essentials, 2023). Their official website consists of
videos and pictures of models demonstrating their natural beauty.
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liking user-generated Content



Figure 3: Arami Essentials’ Meaning & Vision (Arami Essentials, 2023)
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Figure 4: Sustainability Initiative (Arami Essentials, 2023)

Figure 5: Consumer Representation (Arami Essentials, 2023)
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Good Molecules

American brand, Good Molecule's marketing strategy is to promote their affordable skincare
products with the use of numerous partnerships and collaborations with other brands and
influencers. The brand wants to show that they have a wide range of products for every skin
type, colour or problem area. The majority of the content posted on their social media page is
user-generated, which helps to give potential consumers the idea that their products are used
by a wide variety of consumers, from different countries and skin colours. Good Molecules
has a social media presence consisting of Instagram, TikTok, X, and Pinterest
(GoodMolecules, 2024), they use their official website to have a multitude of pictures
displaying their products, while also demonstrating photos of real consumers backing the
products’ effectiveness.

GoodMolecules tends to emphasise this idea of the real consumer, with their website having
little to no pictures of models. Their webpage even promotes this “skincare quiz,” which
grants the consumer the possibility of finding out what would work best for their skin type
(GoodMolecules, 2024), further exemplifying this phenomenon of the more knowledgeable
consumer. Their marketing tends to be fun, colourful and playful, leaning into social media
trends and events, while making it educational on how consumers can use their products to
achieve better results, such as glowing skin. Good Molecules shows their products featured in
local stores such as Target, and Ulta, which gives local consumers in the United States the
idea that they are incredibly accessible to them. They also use different types of content such
as videos, photos, and infographics. Although the majority of the content appears to be taken
with the use of a smartphone, there are some professionally taken photos of their products.
Good Molecules offers worldwide shipping, enabling consumers from all over the world to
shop for their products.
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Figure 6: Good Molecules Website (Good Molecules, 2024).

Figure 7: Example of Ethical Stance Good Molecules Product Descriptions (Good Molecules,
2024)
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Figure 8: Example of a product with descriptive ethical attributes (Good Molecules, 2024)

Figure 9: Representation of real consumers (Good Molecules, 2024)
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Figure 10: Good Molecules Instagram page (Instagram, 2024)

Ida Warg Beauty

Ida Warg Beauty markets a variety of beauty products such as skincare, body care, fragrances,
makeup and hair. However, their tanning products take on a central role in their marketing
strategy. The brand makes use of instructional videos, like product demonstrations, and before
and afters to show how their products work. They include collaborations with non-profit
organisations that show their dedication to being a socially responsible brand. The brand tends
to collaborate with Swedish content creators, however, most of the content they use for their
social media comes from the brand themselves instead of users. Based on the information on
their website, Ida Warg Beauty only ships to countries within the European Union. Ida Warg
Beauty has a further reach on digital platforms, by having a social media presence on
Facebook, Instagram, Pinterest, Youtube and LinkedIn (Ida Warg Beauty, 2024), the brand
chooses to keep their website concise and they tend to stray away from having pictures or
videos of people or models, they solely have pictures of their products on their main site.
They make a notable statement on their website regarding their sustainability initiatives in
which they even encourage the consumer to contact them via their email, for any concerns or
ideas on how they can improve their sustainability efforts (Ida Warg Beauty, 2024).
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Figure 11: Ida Warg Beauty’s Founder (Instagram, 2024)

Figure 12: Ida Warg Sustainability Statement (Ida Warg Beauty, 2024)
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Figure 13: Product Representation (Ida Warg Beauty, 2024)

4.1.2 Link to Cultural Heritage

Brands tend to link their cultural heritage to their name and cultural heritage is used to form
their identity as seen in one of our case study brands from Nigeria, Arami Essentials, where
the brand name means “my body” in the Yoruba language (Figure 3). In many cases,
consumers from cultures like Nigeria are proud of their cultural heritage and this is reflected
in brands who wish to reach these audiences. Scholars, like Kapferer, believe that a brand is
culture and culture is the most important element in a brands personality (Unurlu and Uca,
2017), so by choosing a name that connects to the culture and the local audiences, certain
brands are able to differentiate themselves from foreign competitors and directly connect with
the consumers they want to reach.

Similarly, in the case of Ida Warg Beauty, the brand is named after the founder Ida Warg
(Figure 11). From her Instagram page, it is clear that Warg is a popular Swedish content
creator and influencer who has built her career through her blogs and YouTube videos. For
this reason, Ida Warg Beauty can be referred to as a founders brand, which is a brand that is
directly linked to its founder helping to build on authenticity through personal connection and
heritage. Consumers therefore tend to perceive a more genuine brand, especially if the brand
is tied to a person they recognize and are familiar with. This allows for easy brand
recollection, as the founder Ida Warg, has amassed a large following of over 293,000
followers as seen in figure 11. Consumers also connect with these types of brands that help to
create their own individual identities and lifestyles through the brands, making them feel
better connected to their national identity if they choose to purchase it (Mohamed, Ünsalan &
Abdinasir, 2024).
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Our third case study brand Good Molecules differs from the other two brands. The brand
achieves this by firstly not being directly linked to a cultural heritage through its mission and
strategies. As seen in figure 6, Good Molecules' vision is to ensure they are globally ready and
available, the brand does this by using low prices. Because their strategy is assuming a global
culture versus a national culture, linkage to a cultural heritage does not benefit their marketing
strategy. Furthermore, American culture is typically considered mainstream which is largely
due to the global influence American culture has had on media, brands and fast-food chains,
which makes it more accessible and familiar to people around the world. Even so, it does not
change the fact that Good Molecules was established in the United States, meaning that their
strategies have some degree of American influence. In contrast to Good Molecules, we see
that Arami Essentials vision is to “position Nigeria and the wider African continent as the
forefront of the global beauty industry” (figure 3) therefore, their vision shapes their identity
to their cultural heritage, resulting in a clear and enhanced image for the consumer (Jian et al.,
2019).

4.1.3 Clear Ethical Stance

Brands operating in a market where consumers have concerns about ethics and values, such as
the skincare industry, have to make clear ethical stances. This can be seen in Figure 4, with
the Arami Essentials sustainability initiative, with the brand stating that they “make conscious
decisions,” promoting the fact that their bottles are reusable for life. Additionally, consumers
can purchase their product with refills, send the empty bottles back and get it refilled for a
10% discount (figure 4). This is particularly important as academics believe that the
recyclability of products is only important if a brand promotes ethical disposal of their
products as well (Mcdonald and Oates, 2006). This information on their website positions
Arami Essentials as a brand that cares about the earth, the planet and its people, helping
consumers to form better perceptions of them (figure 4).

Similarly, Ida Warg Beauty has a clear sustainability statement on their website, (figure 12)
“We strive to run our company in a sustainable and responsible way by working with
environmental, social and governance issues” this statement is particularly important for
Swedish brands as 72% of Swedish consumers confirm that sustainability influences their
purchasing decisions (Rönnholm, 2022). Therefore, consumers in Sweden want Swedish
brands to meet their sustainability expectations. Furthermore, Good Molecules, unlike the
other brands, does not have any clear sustainability initiatives on their website. They make it
clear in their product descriptions that their products are cruelty-free, with no animal testing
and vegan, this is emphasised on their Instagram page.

This clear ethical stance employed by the brands builds upon Mai’s (2014) research in which
the author discusses the power of labels in the field of ethicality. The Good Molecules brand
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is a prime example of a brand that uses ethical attributes to describe its product, in figure 8,
we see an image of a pure cold-pressed rosehip seed oil, that has been described as being
sustainably grown and hand-picked from Chile using fair-trade practices. Although Good
Molecules lacks in their sustainability report and initiatives, they are strong in their
descriptions of their products. They are indicating to their consumers that they are in
alignment with their ethical preferences and they are using marketing tactics to highlight the
ethical attributes of their products, as discussed by Mai (2014).

4.1.4 Our Participants' Countries Using Hofstede’s Country Comparison
Tool

This country comparison tool provided to us by Hofstede's Insights (2024), was useful in
allowing us to formulate our own bar chart to further interpret the national cultural
dimensions present within the 14 countries of which our participants have resided on a
long-term basis. The index values scores were qualitatively interpreted to understand the
cultural foundations of our participants.

4.2 How the Marketing and Communications from the
Three Brands Were Perceived

4.2.1 Sense of Familiarity

To begin, our participant from Albania, with the pseudonym Stephanie, felt that out of the
three brands she had to interact with, she resonated the most with the Good Molecules brand.
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As researchers, we wanted to understand how this American culture compares and contrasts
with the Albanian national culture.

From what we understood earlier in our literature review, as well as the country comparison
graphs in our findings, Albania and the United States tend to have differing stances when it
comes to: power distance, individualism vs. collectivism and uncertainty avoidance
(Hofstede’s Insights, 2024). However, in regards to masculinity vs. femininity and long-term
vs short-term orientation, these two cultures seem to be in correlation with each other.
Although the values of the dimensions are slightly different, Albania scores very high in
masculinity, meanwhile the United States is considered moderately high (Hofstede’s Insights,
2024), but they are still close enough to be considered similar in our eyes.

Our participant Stephanie claimed to be strongly connected to her Albanian culture. Through
her interview, we began to understand the reasonings behind her responses. When it came to
brand exposure and whether she had heard of any of the three brands before this research, she
recalled the Good Molecules brand. Interestingly enough, this sense of familiarity can be
attributed to the two similarities present in the societies of the United States and Albania.
Considering they are both masculine societies with a tendency towards instant gratification, as
researchers we can infer that they are very goal-oriented and decisive in their decision-making
process, in other words, they know what they like. In describing the Good Molecules
marketing messages that she saw during those three days, she described this sense of
familiarity:

The content [Good Molecules posted] was familiar to me, I am used to seeing those types of
reels and posts. (Stephanie, Interview, 6 May 2024)

When it came to Ida Warg Beauty and Arami Essentials, our participant stated generally that
she liked the brand and product representation, however, when it came to people
representation, Ida Warg Beauty fell short and Arami Essentials did not fully satisfy the type
of content she likes to see:

They [Ida Warg Beauty] were engaging, but not many people present, just the product.
(Stephanie, Interview, 6 May 2024).

I noticed that they [Arami Essentials] did not post much, I wish I knew more about what they
are up to, it felt very surface-level content (Stephanie, Interview, 6 May 2024).

In regards to our interview question on whether our participants felt seen or targeted by the
brand at any time during the interaction period, our interviewee stated that out of the three
brands, she only felt targeted by the Good Molecules brand; specifically because of their
informational content along with their usage of real models that display their skin concerns
and differing skin types. Stephanie then made it clear that she would feel motivated to
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purchase from the Good Molecules brand because she trusts where the product is made, as she
states:

If it is a product that I can not purchase from Albania then I will not engage with it (Stephanie
Interview, 6 May 2024)

Our participant had not realised during her interaction period that Ida Warg Beauty and Arami
Essentials are global skincare brands with shipping available to her country, proving that these
brands do not make it clear in their marketing messages and communication that they are
available to all.

Additionally, our participant supported the communication method established by Kelman
(1961) in which the source credibility theory yields positive effects on consumer perceptions.
When we asked our participant on their exposure to marketing messages of their Albanian
national culture our participant expressed:

I follow most of the skincare pages from Albania on Instagram. I want to stay up to date on
the brand and what the influencers are selling. The states are also a huge part of the
marketing I see on my page and algorithm as well. (Stephanie, Interview, 6 May 2024).

Later on, she emphasises:

I trust American skincare influencers (Stephanie, Interview, 6 May 2024).

Proving that her conceptions of her Albanian culture, and what she knew of the American
culture manifested themselves into familiarity and trustworthiness, possibly leading her into
associating with the brand she felt the most comfortable with.

4.2.2 Adaptability

Our participants from Nigeria: Faith, Daniel and Queen, have stated their connection to their
national culture, along with growing accustomed to the people there. While Daniel and Queen
preferred the brand Arami Essentials, Faith preferred Good Molecules over the rest.

Reflecting on the adaptation of Goodyear’s model (1996), Wee and Ming (2003) contribute to
our research with two out of their six stages. As the authors discuss, when marketers
introduce symbolic values and meanings to the brand, many times a brand's personality can
begin to link itself to emotional appeal and meanings (Wee & Ming, 2003), which can
therefore position the brand at a higher place in the consumers’ mind. In our case of Arami
Essentials, and the fact that they are so heavily linked to their Nigerian culture in their
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marketing messages, it is clear to us as researchers why two of our Nigerian participants
would prefer the Nigerian brand over the others.

When it comes to Faith, we wanted to understand the cultural similarities and differences
between the United States culture, where Good Molecules stems from, along the Nigerian
culture in which she lives. In accordance with Hofstede’s Country comparison tool
(Hofstede’s Insights, 2024), where Nigeria and the United States differ drastically in power
distance, individualism vs. collectivism and long-term vs short-term orientation; they are
extremely similar when it comes to masculinity vs. femininity and uncertainty avoidance. As
described in our literature review (Barnum, 2011), uncertainty avoidance generally consists of
how people react to unknown situations or different contexts in which they are not normally
accustomed to. In applying this definition to the skincare brands we chose for our participants,
we asked questions to understand: the conceptions, or misconceptions, our participants have
in regards to the Swedish, Nigerian and American culture.

The only positive conception Faith had towards the three cultures was with the American
culture, which she deems as progressive. As researchers, we can interpret from this response
that although Nigeria and the United States are not similar in every dimension, this is an
admirable aspect in the eyes of our participant. This proves that Faith’s positive response to
the Good Molecules brand could just be her adaptability towards opinions that are different
from her own, causing a direct correlation to how the uncertainty avoidance dimension
positively impacts these two differing cultures in the perception of one participant.
Additionally, she describes the Good Molecules brand as:

A brand for everyone, very diverse. (Faith, Interview, 6 May 2024)

Where Good Molecules thrives on diversity, she felt that Ida Warg Beauty and Arami
Essentials lack inclusivity, Faith makes it clear that skincare brands need to start including all
sorts of representation:

They should consider all kinds of people that would want to buy from them [along with] what
would resonate and Good Molecules did well with that. (Faith, Interview, 6 May 2024)

Another case of adaptability is with one of our Italian participants, Mario. During his
interview, our participant had expressed that he had never heard of any of the three brands
prior to beginning his interactive period, even so, at the end of the three days, Good
Molecules left the best impression. When it came to our interview question on whether there
are certain cultural elements skincare brands should consider nowadays our participant stated:

I think there has to be functionality for all cultures, to be adaptable, and also eco-friendliness
is so important. (Mario, Interview, 7 May 2024).
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4.2.3 Simplicity

To understand Mario’s response to the interview questions further, we must look at the
national culture in which he comes from in comparison to the United States, where his chosen
brand comes from. Although Mario feels strongly about his Italian culture, during the
interview, he expressed to us his knowledge and exposure to American media, and how
well-versed he is with the marketing and communication strategies used in the United States.
When interpreting the dimensions of Italian culture with the United States (Hofstede’s
Insights, 2024), there are slight differences in regard to the dimensions of power distance,
uncertainty avoidance and long-term vs. short-term orientation. In regards to individualism vs.
collectivism and masculinity vs. femininity, both cultures seem to have the ability to prefer an
individualistic culture in a success-oriented society. Considering our respondent explained the
extent to which he felt resonated with one of the three brands, he makes it clear to us that:

In Italy, we have a culture that tends to be more simple, I was always taught not to
overcomplicate simple products. I know it's the contrary of other cultures, I was probably not
resonating with the brands fully because of this. I liked Good Molecules because they made
products that are simple and they promote it because they are not overly costly, but that is the
only one. (Mario, Interview, 7 May 2024)

Although our participant expressed his positive attitude toward the brand, he would not feel
motivated to ever purchase from them. As was discussed in our literature review, Tan and
Ming (2003), generated the hypothesis that brand symbolism and personality can become part
of the consumers' lives and create a long-term relationship between the brand and themselves
through cultural symbolism. As researchers, we can infer that the lack of his Italian cultural
symbolism in these three brands discouraged his ability to form a long-term attachment with
the brands. This theme of simplicity is an effective tool to use for skincare marketers and
brands, however, it is difficult to apply in national cultures that do not have a simple mindset
present, such as the United States.

This idea of simplicity is built upon further by our second Italian participant, Lilliana.
Considering she also feels strongly connected to her Italian culture and has a high degree of
familiarity when it comes to the Italian skincare market, our participant states:

When it comes to skincare, Italians tend to have a very simple skincare routine. We don't tend
to have complex routines or steps, most people stop at cleansers and moisturisers. (Lilliana,
Interview, 8 May 2024).

For this reason, she is very particular about the skincare products she purchases and uses,
when asked about the factors she considers the most when choosing her skincare products,
she describes to us:
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First thing I do is to check whether most products are at least vegan or cruelty-free, which I
consider very important. Second of all, the ingredients, nowadays we know more about
ingredients in skincare so we have an idea on what's good and what's not, we are more
knowledgeable now, I tend to look up the ingredients. Thirdly, the packaging. When I say
packaging I mean it would be nice to have recyclable packaging. (Lilliana, Interview, 8 May
2024)

When it came to deciding which brand our participant preferred the most, she expressed she
would equally choose between Good Molecules and Arami Essentials. It is clear to us
researchers that Arami Essentials was appealing to our participant because the sense of
simplicity was enough to draw her in:

I really enjoyed [Arami Essentials] when it comes to the packaging and how the products
look, very simple. (Lilliana, Interview, 8 May 2024)

4.2.4 Targeting vs Inclusivity

Marketing and communications in the skincare industry today has been susceptible to
discussions of inclusivity in targeting consumers. In other words, the use of skincare models
from different cultural ethnicities, abilities and orientations amongst brands. During our
research, although many consumers agreed that targeting a diverse audience was incredibly
important and all kinds of people should be considered, other consumers felt differently.

Are there any cultural elements you think are important for skincare brands to consider?

They should consider all kinds of people that would want to buy from them and what would
resonate and Good Molecules did well with that. (Faith, Interview, 6 May, 2024)

Their student branding and communications from Good Molecules. They were very
intentional in targeting specific people. Very inclusive. (Faith, Interview, 6 May, 2024)

Yes, I feel like it also depends on their target market, I get if they just want to target their
people, their culture, I suppose concise marketing is their goal, it makes sense if they are just
representative of their people, but I really don’t mind, it all depends if I really want to
purchase the product. (Stephanie, Interview, 6 May 2024)

I think that it is important to communicate with your audience based on who you are targeting
and your market. Being diverse would depend on what your market looks like. (Daniel,
Interview, 6 May, 2024)
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Several of the participants believed that although diversity in marketing and communications
for skincare brands was important, who you were targeting was also seen as equally
important. For example, in some cultures and countries such as Nigeria, the use of models that
do not match or reflect what the indigenous people look like is typically frowned upon.
Notably, in 2022, The Advertising Regulatory Council of Nigeria banned the use of foreign
models or voice-overs in TV and Radio ads to encourage and foster local talent, whereas, in
previous years, many of the faces Nigerians saw in advertising were non-African, typically
White British faces from British colonial times (The Economic Times, 2022). Therefore,
Nigerian brands that use non-African faces will typically face backlash on social media. This
sentiment is reflected in the marketing Arami Essentials employs, where they choose to be
representative of their culture.

No, I think I just purchase things that work, no matter the culture. (Simon, Interview, 6 May
2024)

When asked if they engaged with skincare brands that reflect their cultural background/
ethnicity or values, the majority of participants agreed that they cared more about products
that work, and the ingredients, rather than purchasing a brand that reflected their cultural
background, ethnicity or values. However, when asked if cultural factors influenced the type
of brands they purchase from, some participants stated they liked to support “black-owned” or
brands owned by ethnic minorities.

This one [Arami Essentials] actually really surprised me, their account just feels very warm,
simple, and pretty, very visually appealing. When I look into products I like simplicity and
transparency. The one post that caught my attention was “mothers know best.” I am a mother
and it was refreshing to see the story of the founder and her mother. It felt family-oriented,
even though I don’t associate with the culture. The products seem on the higher-end side.
(Scarlet, Interview, 6 May 2024)

Furthermore, as researchers, we can infer that consumers want to see their lifestyle portrayed
in the marketing and communications of skincare brands. This was seen in our participant
Scarlet from the United States, who although was not familiar with the Nigerian culture, felt
the brand that had resonated with her the most was Arami Essentials. This was due to the fact
that they had a video that recognised mothers, and as a mother herself, she was able to
resonate with the brand due to this recognition. Overall, when comparing the national culture
present between the United States and Nigeria, their only similarity lies in the observation that
they are both masculine societies (Hofstede’s Insights, 2024). Regardless of the differentiating
factors between these two cultures, Arami Essentials was able to transcend national
boundaries and appeal to our American participants.
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None of the brands spoke to me as a man, I believe maybe using male models would help so I
know everyone can use their products. I could only see girls in their ads. (Donny, Interview, 5
May, 2024)

Although some participants were able to see themselves within these brands, our male
participant from Canada, Donny, did not feel seen by any of the brands, due to their lack of
male models in their communications. This implies that consumers want to see aspects of
themselves portrayed in skincare advertising, either their lifestyle, ethnicity, culture or skin
type and are likely to have positive perceptions of a brand if they meet these requirements.
However, it did not mean these were the main deciding factors on the products they
purchased, factors such as ingredients and effectiveness were important as well. These views
by the participants are in line with the beliefs of Moore & Rugman (2002) that before
considering globalisation, a brand's interest should first appeal to its regional consumers.

4.2.5 Accessibility and country of origin

Which one out of the three brands aligns the most with your preferences and would motivate
you to purchase from them?

Good Molecules because they have products for me that I think will work on my skin. But they
are not accessible in Japan. (Emily, Interview, 6 May, 2024)

Although two of the chosen brands had worldwide shipping, and one had available shipping
within the EU, many of the participants interviewed did not believe that certain products were
available to them nor that the marketing was directed at them, in many cases if they believed a
brand targeted a certain culture or ethnicity, they did not believe the products were accessible
to them, even though they were. However, it can also be deduced that participants view
accessibility differently than brands do. Accessibility to consumers could mean being able to
buy a brand's products in a physical or local store rather than solely online.

Arami Essentials was my favourite because I could identify in some way, but if I were to
purchase from one brand it would be GoodMolecules only because it is super accessible to
me, I can get it delivered or buy it whenever. There is not a lot of work I have to do to get that
product. (Scarlet, Interview, 6 May 2024)

Although participant Scarlet, said her favourite brand was Arami Essentials and their
marketing resonated with her the most, the participant said she was most likely to buy from
Good Molecules as they were more accessible to her, being an American brand and living in
The United States, getting their products is fast and easy.

Are there any cultural elements you think are important for skincare brands to consider?
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Accessibility of your product, even though it says you ship to a country, how accessible is it
for those people to access your product. (Jane, Interview, 5 May, 2024)

This was further solidified by our participant from The Netherlands, Jane, who said
accessibility was an important cultural element for skincare brands to consider. Considering,
these are ethical skincare brands that take a positive stance for the environment and for your
skin, in our literature review, Peattie (1998) established two identifiers on what impacts
consumers purchases towards these type of sustainable purchases, one of those identifiers
being the price of the product and ultimately, how accessible the product is to the consumer.

To build on consumer perceptions, in reflection towards Supanvanij and Amine’s (2000)
country-of-origin effect and how it may positively or negatively influence consumer
perception; our interviewee Yannis from Saudi Arabia indicates that you do not need to have
previous conceptions of a brand that is strongly associated with a specific culture in order to
be more inclined to purchase from a brand. At the beginning of the interview, Yannis
expressed her knowledge of the chosen national cultures:

United States: A lot of emphasis on beauty and taking care of skin, a lot of American brands
pushing their products in this industry, there is an American skincare culture. (Yannis,
Interview, 8 May 2024)

Sweden: In terms of skincare for Swedish culture, it is that Swedes care about their skin, that
is my perception. (Yannis, Interview, 8 May 2024)

Nigeria: In terms of skincare not really, I have not seen any Nigerian skincare content.
(Yannis, Interview, 8 May 2024)

As researchers, we understand from this that Yannis had some existing perceptions of the
culture in which two out of the three brands come from. Additionally, Yannis expresses to us
that she does not have much experience in buying skincare products that are Arab-owned,
considering that in her eyes they are not a well-known culture for skincare products, she relies
on other national cultures for that. Even so, she still feels strongly connected to her own
national culture. From the interview we had with Yannis, she made it clear that before
finishing her three-day observation, she had known of Ida Warg Beauty, also emphasising that
Ida Warg Beauty had some of the best content for her. Although it can be inferred that the
positive impact of the Swedish country-of-origin effect is what captivated our interviewee
towards them in the first place; it was only after the interaction period where our interviewee
helped us understand that her perception of Nigerian skincare has shifted and she is now more
intrigued than ever.

Arami was the one I ended up being intrigued by the most. I think they had a more
eco-friendly stance and image where they had refillable products, where you don't have to buy
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a new product entirely, and I think it was the one that kept marketing the fact that they are a
vegan brand. (Yannis, Interview, 8 May 2024)

Furthermore, when looking at the national cultures present between Saudi Arabia, and her
preferred brand of Arami Essentials in Nigeria, there tends to be similar aspects of these two
cultures in regards to power distance, uncertainty avoidance and long term vs. short term
orientation (Hofstede’s Insights, 2024). Considering these two societies tend to view society
in the same manner, it can be inferred by us researchers that this is the reasoning behind
Yannis’ initial curiosity for the Arami Essentials brand.

Do any cultural factors influence the type of brands you purchase from?

What influences the brand is its country of origin. I tend to be wary of American brands and I
prefer brands that sell in the EU because they take extra steps to make sure what you are
selling is safe. (Jane, Interview, 5 May, 2024)

Some of our participants, such as Jane from the Netherlands displayed “the country of origin
effect” which is where consumers are influenced and form perceptions to evaluate foreign
products, by observing where a product is made using their own stereotypes of the said
country (Supanvanij and Amine, 2000). The participant referred to the lenient standards of
American FDA approvals, where skincare products do not require pre-market approval
(FDA.GOV, 2022), compared to that of the European Union (ctpa.org), where skincare
products are regulated before being placed in the market along with mandatory and strict
requirements, she was therefore unlikely to trust that American brands were safe to use.

4.2.6 Preferred Content

What sort of content did you find resonated with you the most from the skincare brands you
looked at?

Someone using the product, seeing how it lays on the face. Showing how the product is
supposed to be applied. The benefits of the product as well as what it contains. (Anna,
Interview, 5 May, 2024)

Breaking down the products in some way, the ingredients and what it does, how to use the
products (Jane, Interview, 5 May, 2024)

I preferred to see photos of actual people to visualise what my skin would look like (Daniel,
Interview, 6 May, 2024)
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In discussing preferred content and what consumers like to see when engaging with skincare
brands, the majority of participants said they want to see humanised and engaging content. In
considering the framework by Kim & Ko (2010) where five key aspects that are most
effective in the social media space such as entertainment, interaction, customisation,
trendiness and word-of-mouth. These factors were in line with our discussions with
participants. Furthermore, electronic word-of-mouth was a common occurrence in
participants' responses. Many of the participants said they would look at what influencers or
other social media users' opinions on certain skincare products before purchasing, to ensure
that the products work on their skin. This indicates that in regard to skincare products,
consumers prefer to see content not just from the brand, but also from other creators, such as
user-generated content.

Proof that it works, depends who the actors/ celebrities that brands are using to advertise, for
example, dior uses anya taylor joy and I don't like her, shiseido uses anne hathaway, I love
her, influencers do not have the same impact especially because there are so many
influencers. (Erica, Interview, 6 May 2024)

This is similar to Dos Santos, De Brito Silva, Da Costa, et al (2023) beliefs that consumers
have a better perception of a brand if they have been endorsed by a credible source such as an
influencer. Today’s consumers are highly driven by influencer marketing, whom they trust
and seek out.

Yes, I like to know the roots of the brand, where the ingredients come from and if I am familiar
with those ingredients. (Faith, Interview, 6 May, 2024)

The content on TikTok is where I look for more videos, and influencers that try products on
themselves and analyse the effectiveness. I also look for a lot of skincare experts on popular
skincare products. I want to be reassured I’m not wasting my money. (Mario, Interview, 7
May 2024)

Furthermore, storytelling was also a key aspect for participant Faith from Nigeria, who felt
that skincare brands should have information on their roots and where their ingredients are
from. This storytelling was evident in the brand Arami Essentials, however, the other two
brands took a different approach, choosing to focus more on their product, without much
content on the roots of their brand or ingredients.

In this study, participants also majorly favoured video content such as Instagram reels of
product demonstrations.

4.2.7 Sustainability
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This view of sustainability as a megatrend introduced by authors Sharma et al., (2021), can
cause questions to arise when it comes to how ethical brands truly are. In regards to our
participants' views of our three cultures, many interviewees had comments about American
cultural consumerism:

American culture is very fast, they want everything super fast and available to them, they also
have a huge variety of products and they know what they like and what they want, in
Colombia we do not have many options. (Simon, Interview, 6 May 2024)

American culture is very consumerist focused, they are always trying to get you to buy
something. (Jane, Interview, 5 May, 2024)

Hustle culture mindset (Thomas, Interview, 6 May 2024)

From this, we can deduce that participants from various national cultures have a common
conception of the United States as a culture that places emphasis on fast consumption.
Additionally, the sale of sustainable products is only one part of the bigger picture, as
described by Mcdonald and Oates (2006), the next part of green purchasing has to be the
disposal of the products, as well as their packaging.

In regards to the packaging of the American brand Good Molecules, our participant from
Colombia, Simon, stated:

From GoodMolecules I thought it was very young and colourful, I did not get an ethical
organic feel from the brand just by their posts, from the packaging it does not indicate they
are natural, very young and cheap. (Simon, Interview, 6 May 2024).

This statement made by our participant is built upon further in correlation with the Good
Molecules official website, as it is discussed in our data from the brands, although Good
Molecules has an ethical stance, they do not label themselves sustainable nor have they made
any sustainability statements. Even so, they express the non-toxicity of their products, while
maintaining a cruelty-free and vegan stance. As researchers, we now understand that
consumers are incredibly ingredient-focused on the products they choose to purchase for their
face, however, an aspect of equal importance for some consumers is the packaging as well.

Arami was the one I ended up being intrigued by the most. I think they had a more
eco-friendly stance and image where they had refillable products, where you don't have to buy
a new product entirely. (Yannis, Interview, 6 May 2024)

Arami Essentials: I liked this one a lot. The first day we started observing is when I noted
their packaging, it conserves the products and it’s good for the environment, this was another
aspect I had not thought of before. (Aaron, Interview, 6 May 2024)
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Arami put out a lot of ads of the products being recyclable materials which is important to
me. (Lilliana, Interview, 8 May 2024)

Where the American culture lacks in considering the after-life of their products, the Nigerian
culture seems to have placed a higher importance on their ethical brand, by being conscious of
the waste they are producing and how their packaging and products can help minimise that.

Are you familiar with the ethical skincare industry? How important is it for you to purchase
from an ethical brand?

Yes, I have heard of ethical skincare in the past but I don't pay attention to it and I go for
whatever brand is good. (Faith, Interview, 6 May 2024)

Yes I am familiar with the ethical skincare industry, and it is important for me to the extent
that the product does not cost too much. (Mario, Interview, 6 May 2024)

What sort of factors do you consider when choosing a skincare product?

I would prefer ethical skincare brands. Also if it works for my skin, if it works for every kind
of skin. (Emily, Interview, 6 May, 2024)

Furthermore, during our interviews, we found similarities with Camilleri et al. (2023) beliefs
that consumers evaluate sustainable products based on their functional values such as price
and quality and symbolic values such as appearance, emotional value and social status.
Several of our participants stated that when choosing a skincare product, they wanted a
product that feels good on their skin, great ingredients and products that work, as well as
products that look good on the shelf and smell good.

4.3 Chapter Summary

In this chapter we have presented our findings and an analysis of our interviewees. We
grouped our textual analysis into two recurring themes and the primary analysis from our
interviews into seven themes. Such themes build upon the perceptions of consumers in
relation to their national culture, these include: link to culture and heritage, clear ethical
stance, a sense of familiarity, adaptability, simplicity, targeting vs inclusivity, accessibility,
preferred content and sustainability. We included direct quotes from interview participants
and connected these findings to existing literature and theory. These themes have allowed us
to form a better understanding of the research question and study, helping us to conclude the
following chapter.
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5 Discussion

5.1 Managerial Implications

With the rise of these ethical skincare brands, there is a growing importance for brands to be
aware of how they are being perceived by consumers. Although brands are becoming global
companies, with strong social media presences, and the ability to ship their products to
countries around the world, the main obstacle is no longer the purchasing power of the
consumer, rather where the consumer categorises your brand in their mind. Consumers are
more aware than ever of products from various markets and cultures, our findings have
indicated that there are still preconceived biases that are inherently within consumers when it
comes to trying new products or purchasing from new brands.

Several different markets and individuals have been ignored, along with cultures and
ethnicities. For this reason, many brands can tend to focus on their local consumer culture,
while addressing the concerns of their target market, all the while being globally available to
those who may be interested. While culture plays a role in how you are initially perceived by
a consumer, several other aspects are growing in relevancy as well. These aspects include real
people representation, transparency of the products and ingredients, social media content that
reflects the results of the product, and overall accessibility to the consumer. From the analysis
of our participants, these ideas were not always clear in the marketing and communications of
the brands on their Instagram pages, whereas, for us researchers, it was extremely clear on
their website. As we know, the websites of brands normally cater to existing consumers of the
brand, even so, the findings of our participants lead us to believe that there is a potential
misalignment between what the brands are representing on their Instagram pages versus the
deeper portrayal of the brand on their website.

5.2 Practical Implications

The practical implication of this study is to provide some input to ethical brands in developing
marketing strategies that can be globally and locally relevant. Understanding how cultural
factors influence consumer perceptions can help brands tailor their messages to better
resonate with local audiences. This is especially relevant for smaller brands looking to enter
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new markets by incorporating local values and elements into their marketing campaigns to
create a more personalised and relatable consumer experience. Additionally, brands need to be
aware that consumers want to see themselves represented in marketing communications, and
should find a balance between targeting everyone and targeting specific consumers. This
should also be represented in the products they sell, ensuring that products can appeal to their
consumers and is a reflection of the markets they’re targeting.

Furthermore, using the findings and inputs from the participants, brands can reflect on what
actions they can take to improve their online marketing strategies to appeal to a wider target
audience. This is especially relevant as digital communications have become integral to brand
marketing strategies. Digital platforms offer opportunities for brands to engage with
consumers through culturally relevant content, fostering a sense of community and connection
with consumers.

5.3 Theoretical Implications

This study covers theoretical frameworks of consumer perceptions relating to their national
culture. We cover areas such as the social credibility theory, Hofstede’s cultural dimensions
theory, country-of-origin effect and consumer ethnocentrism, which are key theoretical areas
relating to how consumers make decisions and justify their behaviours, especially when
participating in ethical consumerism. During our study, we contribute to the literature on the
impact of culture in marketing and communications by providing empirical evidence on the
linkage of cultural perceptions to factors that influence brand perception and further dictate
consumer behaviour. The findings highlight the need for a culturally informed marketing
digital space, one that delves into the existing interplay between global branding and cultural
dynamics.

Additionally, we have analysed and received insights from 20 consumers in 14 different
countries, residing in different regions of the world, and this can help to provide some insights
on how consumers from various national cultures view ethical skincare brands, and what they
consider when buying from a brand. Further, as we have focused our study on ethical brands,
the study contributes to the growing body of literature on ethical consumers and brands. It
examines how cultural values influence perceptions of ethical brands, providing insights for
brands looking to position themselves as ethical and socially responsible. This can also
contribute to theoretical discussions on the role of ethicality in branding, in a diverse cultural
context.
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6 Conclusion

6.1 Key Findings

This study aimed to examine the cultural impact of three different ethical skincare brand
marketing with the use of the research question:

How does national culture impact consumer perceptions regarding ethical skincare brand
marketing?

To examine this research question, the study focused on three ethical skincare brands from
three different and unique cultures, Sweden, Nigeria and The United States. Through the use
of qualitative research methods of interviews and textual analysis, eight main recurring
themes were evident (1) sense of familiarity (2) adaptability, (3) simplicity (4) targeting vs
inclusivity, (5) accessibility and country of origin, (6) preferred content, (7) sustainability (8)
link to culture and heritage and (9) clear ethical stance. These findings helped to demonstrate
the beliefs consumers have when it comes to ethical skincare brand marketing. Furthermore,
through the use of research participants from fourteen different countries, we have been able
to compare the cultural aspects that form these opinions on ethical brands, linking to the
existing theory on cultural dimensions by Hofstede (1980), and how they relate to
participants' views of these brands.

To answer our research question, we conclude that national culture has demonstrated its
lasting hold on consumer perceptions, even within this fairly new realm of ethical skincare
brand marketing. We believe that culture is in our DNA and it shapes our perception and
behaviour. It’s real people who consume, therefore, our individual decisions are important.

With the growing portrayal of globalisation present among skincare companies today,
consumers' initial impressions and opinions of brands are formed through the marketing and
communications of the brand. In many cases, communication strategies are not always
reflective of the cultural contexts of their global consumers. During our research, we observed
that consumers had notable things to say regarding the language employed by the brands, the
type of audience their products seemed catered to, the packaging of the product, and the type
of content published by the brand. Our participants assumed the role of outside observers,
deeply trying to understand the business strategy employed by these three brands and forming
opinions about what they saw for three consecutive days. In most cases, the majority of
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participants had initially neglected the thought of their culture being an influencing factor in
their decision-making process. So far as to generalise that their cultural factors did not
influence the type of brands they purchased from. On the other hand, the answers to their
interview questions uncovered a different reality, where they emphasised that they did not feel
represented in much of the content produced by these brands. Further indicating that they
would feel strongly connected to the brand if it was a reflection of themselves; signalling that
the long-term exposure of their culture and beliefs influences the type of marketing content
that they could deem as relatable. We deduced that in many cases if the brand lacked aspects
that did not resonate with our participants, they were less likely to view the brand positively.

Furthermore, as revealed in the findings, participants demonstrated biases for certain brands
based on their culture and in some cases did not have a perception at all of the certain
cultures, for example, the Swedish and Nigerian cultures were not always linked to common
perceptions, whereas the United States always had some sort of perception linked to them.
This indicates the existing biases and overexposure to Western media and consumption;
which is revealed through the observation that the Good Molecules brand has a notably large
amount of followers on Instagram, in contrast to Arami Essentials and Ida Warg Beauty;
although being established within the same year or following year of the other two brands.

This exemplifies the existing perceptions of products being catered towards the Global North
and the fact that the United States is a leader in the skincare industry, with Nigeria and
Sweden following behind. From this, we deduced the United States to be a culturally diverse
country with many cultural contexts to consider in its marketing and communications mix.
With this, they have been able to successfully represent all types of ethnicities and cultures in
their marketing messages, with many of our participants indicating a positive outlook on the
brand after their three-day observations. Whereas Arami Essentials and Ida Warg Beauty did
leave positive impressions, it was clear from our findings that they did not always meet the
expectations of our interviewees.

Through this study, we have fulfilled our research objectives and successfully explored the
role national culture continues to play in consumer perceptions and how it manifests itself
through the interpretation of three diverse ethical skincare brands.

6.2 Limitations

Although our paper unveils the cultural impact on ethical skincare brand marketing, due to the
limited time frame we have to investigate this phenomenon, we are limited in the depth of
analysis that can be performed and the number of interviews we can conduct.
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It is important to note that the participants' responses do not necessarily reflect the views of
the broader population. Although one participant is not reflective of the culture within an
entire country, our participants do have features and cultural aspects that can only come from
growing up or living in a place for a long-term basis, which proves useful to us as researchers.
Further analysis of these cultures, as well as a larger scope of participants, would have to be
carried out to assess this phenomenon that analyses the importance of national culture, even in
a world that is shifting towards a global culture. Additionally, our study focuses on skincare
brands from three different countries. These brands' practices do not necessarily capture the
normal practices of brands from those countries.

Furthermore, there is limited literature on ethical skincare brands concerning culture and
consumer perceptions, therefore, we have used the readily available literature that applies to
our study. Another limitation is that we have analysed the marketing activities based on data
from the brands’ websites and Instagram pages, and we have not analysed content on other
platforms such as newsletters or their other various social media platforms. Further studies
can be done analysing all the social media platforms of the brands to understand their
marketing strategies to a deeper extent. We believed that it was important to simplify our
study therefore, we chose one platform, Instagram, in which the brand displayed the most
recent marketing activities, along with their website.

In choosing the brands which we decided to study, one limitation we faced was that some
brands do not outright label themselves as ethical in their communications, despite most of
their products being described with ethical attributes. This was seen in one of our chosen
brands; Good Molecules.

6.3 Future Research

This study examined the marketing and communications of ethical skincare brands in three
different countries, Sweden, Nigeria and The United States, and explored how culture plays a
role in consumer perceptions. For future research, researchers can have more controlled
observations from participants, such as a longer time frame to observe the skincare brands.
Not all of the brands posted regularly on those days, therefore, there is room for improvement
in tracking the days the brands are most active and using that as a guide in order to encourage
participants to interact with the brand as much as possible. Further, participants can begin and
end their observation periods at the same time, so they are seeing the same content. In many
cases, we had to cater to the schedules of our participants and many had to begin their
interaction period sooner than other participants.
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Initially, our research aimed to study the three ethical skincare brands and the marketing
strategies for each national culture in which the brand was established. After reaching out to
marketing managers for each brand, and receiving no response, we shifted our focus to a
question that would be more feasible for us to conduct. We decided to remain with the initial
three skincare brands but to take the route of consumer perceptions, and the possible influence
of national culture. This shift from a brand focus to a consumer focus allowed us to explore
literature that connected us to our own national culture and the current national culture of the
place we reside in for our studies. This instantly became an intriguing research question for us
to focus on, even so, many articles on consumer perception have researched cross-cultural
marketing and communications, so we decided to focus solely on the culture in which people
have resided long-term.

Future studies can build on this work by focusing on other cultural contexts, such as
examining Asian consumers' perceptions of ethical skincare brands. Specifically, the research
could explore how Asian consumers perceive ethical products from both local Asian brands
and global brands. Such studies could provide insights into the cultural factors that influence
Asian consumers' attitudes towards ethical products, and the differences in consumer
perceptions between local and global ethical brands within Asian markets. Additionally,
researchers could investigate how global ethical brands can adapt their marketing strategies to
better resonate with Asian consumers.

By extending the research to include diverse cultural contexts, we can gain a more
comprehensive understanding of the interplay between culture and consumer behaviour in the
ethical branding landscape. This expanded scope can help global brands develop more
effective, culturally sensitive marketing strategies that appeal to a broader range of
consumers.

6.3 Chapter Summary

This chapter concludes our research paper by giving an overview of the key findings of our
research, the limitations we faced, and recommendations for future research.

63



References
Acme-Hardesty. (2024).Green Cosmetics: The Push for Sustainable Beauty. Acme-Hardesty,
Available Online:
https://www.acme-hardesty.com/green-cosmetics-sustainable-beauty/#:~:text=With%20an%2
0increasing%20number%20of,15%20percent%20annual%20growth%20rate [Accessed 8
May 2024]

Age Range by Generation. (2024). Beresford Research, Available Online:
https://www.beresfordresearch.com/age-range-by-generation/ [Accessed 23 April 2024].

Arami Essentials. (2023). Arami Earth, https://aramiessentials.com/earth/ [Accessed 22 May
2024]

Arami Essentials. (2023). Our Story,
https://aramiessentials.com/our-story/#:~:text=Arami%20Essentials%20was%20founded%20
by,in%20Africa%27s%20beauty%20%26%20 wellness%20sector Accessed 22 May 2024]

Banaji, M.R., & Greenwald A.G. (2013). Blindspot: Hidden Biases of Good People. New
York: Delacorte Press.

Barnum, C. M. (2011). International Usability Testing, [e-book], pp.319–354, Available
Online: https://www.sciencedirect.com/science/article/pii/B9780123750921000106

Bell, R. (2021). Nigeria: the country that loves to overachieve, BBC, 25 January,
https://www.bbc.com/travel/article/20210124-nigeria-the-country-that-loves-to-overachieve
[Accessed 23 May 2024]

Bright, D.S., Cortes, A.H., Hartmann, E., Leduc, L.M., Parboteeah, K.P., Gardner, D.G.,
Pierce, J.L., Lambert, J., Reece, M., Shah, A. (2019). Principles of Management, [e-book]
OpenStax, https://openstax.org/details/books/principles-management?Book%20details

Brink, H. I. (1993). Validity and Reliability in Qualitative Research, Curationis, vol. 16, no. 2.

(2024). The Office of Research Integrity, Available Online:
https://ori.hhs.gov/education/products/n_illinois_u/datamanagement/dctopic.html [Accessed
10 May 2024].

Camilleri, M. A., Cricelli, L., Mauriello, R. & Strazzullo, S. (2023). Consumer Perceptions of
Sustainable Products: A Systematic Literature Review, Sustainability, vol. 15, no. 11, p.8923.

64

https://aramiessentials.com/earth/
https://aramiessentials.com/our-story/#:~:text=Arami%20Essentials%20was%20founded%20by,in%20Africa%27s%20beauty%20%26%20wellness%20sector
https://aramiessentials.com/our-story/#:~:text=Arami%20Essentials%20was%20founded%20by,in%20Africa%27s%20beauty%20%26%20wellness%20sector
https://openstax.org/details/books/principles-management?Book%20details


Carrigan, M. & Attalla, A. (2001). The Myth of the Ethical Consumer – Do Ethics Matter in
Purchase Behaviour?, Journal of Consumer Marketing, vol. 18, no. 7, pp.560–578, Available
Online: https://doi.org/10.1108/07363760110410263

Center for Food Safety and Applied Nutrition. (2022). FDA Authority over Cosmetics: How
Cosmetics Are Not FDA-Approved, U.S. Food and Drug Administration, Available Online:
https://www.fda.gov/cosmetics/cosmetics-laws-regulations/fda-authority-over-cosmetics-how
-cosmetics-are-not-fda-approved-are-fda-regulated#:~:text=Under%20the%20law%2C%20co
smetic%20products,individuals%20who%20violate%20the%20law. [Accessed 14 May 2024].

Colliander J, Marder B (2018) ‘Snap happy’ brands: increasing publicity effectiveness
through a snapshot aesthetic when marketing a brand on Instagram. Comput Hum Behav
78:34–43. https://doi.org/10.1016/j.chb.2017.09.015

Colonial. (2024). Sweden, The Most Sustainable Country in the World,
https://www.inmocolonial.com/en/blog/sweden-most-sustainable-country-world#:~:text=Swe
den%20closed%202023%20with%20the,scope%20of%20environmental%20protection%20p
olicies [Accessed 23 May 2024].

Connelly, B. D. (2013). “The Organic Beauty Industry: A Gendered Economic Review”
dissertation, Electronic Theses & Dissertations. 138, Available Online:
https://digitalcommons.du.edu/etd/138?utm_source=digitalcommons.du.edu%2Fetd%2F138&
utm_medium=PDF&utm_campaign=PDFCoverPages

Country Comparison Tool. (2024). Hofstede Insights, Available Online:
https://www.hofstede-insights.com/country-comparison-tool?countries=nigeria%2Csweden%
2Cunited%2Bstates [Accessed 8 May 2024].

Cucato, J. da, Bizarrias, F. S., Strehlau, V. I., Rocha, T. & Silva, D. (2022). Xenocentrism,
Ethnocentrism, and Global Culture Influence on Consumer Preference for Global and Local
Brands, Journal of International Consumer Marketing, vol. 35, no. 3, pp.351–366.

Creazza, A., Ellram, L. M. & Colicchia, C. (2023). Culture Counts: Implications of Consumer
Preferences for More Sustainable Ecommerce Fulfillment, Journal of Cleaner Production,
vol. 382, p.135288.

Dixon, S. J. (2024). Topic: Instagram. Statista, Available Online:
https://www.statista.com/topics/1882/instagram/#topicOverview [Accessed 23 May 2024]

Dos Santos, R.C., De Brito Silva, M.J., Da Costa, M. & Batista, K. (2023). Go vegan! digital
influence and social media use in the purchase intention of vegan products in the cosmetics
industry. Soc. Netw. Anal. Min. 13, 49, https://doi.org/10.1007/s13278-023-01034-7

65

https://doi.org/10.1108/07363760110410263
https://digitalcommons.du.edu/etd/138?utm_source=digitalcommons.du.edu%2Fetd%2F138&utm_medium=PDF&utm_campaign=PDFCoverPages
https://digitalcommons.du.edu/etd/138?utm_source=digitalcommons.du.edu%2Fetd%2F138&utm_medium=PDF&utm_campaign=PDFCoverPages


Ebereonwu, C. (2021). Evaluating Nigeria using Geert Hofstede’s six-dimension of culture,
Business Day, 10 June,
https://businessday.ng/columnist/article/evaluating-nigeria-using-geert-hofstedes-six-dimensio
n-of-culture/ [Accessed 23 May 2024]

EMagazine. (2023). The Rise of Vegan Beauty: Exploring Its Benefits and Impact on the
Environment, Emagazine.Com, Available Online:
https://emagazine.com/the-rise-of-vegan-beauty-exploring-its-benefits-and-impact-on-the-env
ironment/ [Accessed 24 May 2024]

Easterby-Smith, M., Jaspersen, L., Thorpe, R. and Valizade, D. (2021). Management and
Business Research. 7th Edition. [Insert Publisher Location]: SAGE Publications, Ltd. (UK).

EU Cosmetic Products Regulation and Amendments. (2024). CTPA, Available Online:
https://www.ctpa.org.uk/eu-cosmetics-regulations-amendments [Accessed 14 May 2024].

Fuxman, L., Mohr, I., Mahmoud, A. B. & Grigoriou, N. (2022). The New 3Ps of
Sustainability Marketing: The Case of Fashion, Sustainable Production and Consumption,
vol. 31, pp.384–396.

Gardesi, A. (2022). The effect of sustainability in the beauty industry to consumers’ purchase
intention, Asian Journal of Research in Business and Management [Preprint].
doi:10.55057/ajrbm.2022.4.3.46.

Garcia, A. (2019). The Skincare Industry Is Booming, Fueled by Informed Consumers and
Social Media | CNN Business, CNN, Available Online:
https://edition.cnn.com/2019/05/10/business/skincare-industry-trends-beauty-social-media/ind
ex.html [Accessed 8 May 2024]

Garlet, T. B., de Medeiros, J. F., Ribeiro, J. L. & Perin, M. G. (2024). Understanding Ethical
Products: Definitions and Attributes to Consider throughout the Product Lifecycle,
Sustainable Production and Consumption, vol. 45, pp.228–243.

Gerhart, B. (2009). How Much Does National Culture Constrain Organizational Culture?,
Management and Organization Review, vol. 5, no. 2, pp.241–259.

Golafshani, N. (2015). Understanding Reliability and Validity in Qualitative Research, The
Qualitative Report.

Good Molecules. (2024). Good Molecules, https://www.goodmolecules.com/ [Accessed 24
May 2024]

66

https://businessday.ng/columnist/article/evaluating-nigeria-using-geert-hofstedes-six-dimension-of-culture/
https://businessday.ng/columnist/article/evaluating-nigeria-using-geert-hofstedes-six-dimension-of-culture/
https://emagazine.com/the-rise-of-vegan-beauty-exploring-its-benefits-and-impact-on-the-environment/
https://emagazine.com/the-rise-of-vegan-beauty-exploring-its-benefits-and-impact-on-the-environment/
https://edition.cnn.com/2019/05/10/business/skincare-industry-trends-beauty-social-media/index.html
https://edition.cnn.com/2019/05/10/business/skincare-industry-trends-beauty-social-media/index.html
https://www.goodmolecules.com/


Grankvist, G. (2012). Konsumenters inställning till produkter med etisk märkning.
Trollhättan: Högskolan Väst. http://urn.kb.se/resolve?urn=urn:nbn:se:hv:diva-4813

Gupta, A. (2023). Branding Evolution: From Digital Innovation to Sustainability - Search My
Expert Blog, Available Online: https://blog.searchmyexpert.com/evolution-of-branding/
[Accessed 23 May 2024]

Hicks-Webster, C. (2021). To Sell Green Products, Target the Middle Class, Network for
Business Sustainability, 4 October,
https://nbs.net/to-sell-green-products-target-the-middle-class/ [Accessed 23 May 2024]

Hofstede, G. (1980). Culture’s Consequences: International Differences in Work Related
Values. Beverly Hills CA: Sage

Hofstede, G. (1991). Cultures and Organizations: Software of the Mind, London:
Mcgraw-Hill

Hofstede, G. (1994). The Business of International Business is Culture, International
Business Review, vol. 3, no. 1, pp. 1-14,
https://www.sciencedirect.com/science/article/pii/0969593194900116#section-cited-by

Hofstede, G. (2001). Culture's Consequences: Comparing Values, Behaviors, Institutions, and
Organizations Across Nation, Sage Publications, Thousand Oaks, California

Hofstede, G. (2002) Dimensions do not exist: A reply to Brendan McSweeney. Human
Relations, 55 (11), 1355-1361

Hofstede, G., Hofstede, G. J. & Minkov, M. (2010). Cultures and Organisations: Software of
the Mind. 3rd Edition. USA: McGraw-Hill.

Holland, O. and Bae, G. (2022) After rebranding in the West, many beauty companies are still
offering to ‘whiten’ skin elsewhere, CNN. Available at:
https://edition.cnn.com/style/article/as-equals-white-lies-skin-whitening-fairness-beauty-comp
anies-intl-cmd/index.html [Accessed: 22 May 2024].

IBC. (2003-2007). West Africa-West African Geert Hofstede Cultural Dimensions Explained.,
Available Online:
https://internationalbusinesscenter.org/geert-hofstede/hofstede_west_africa.shtml [Accessed
23 May 2024].

Ibrahim, B., Aljarah, A., Hazzam, J., Elrehail, H., & Qalati, S. A. (2023). Investigating the
Impact of Social Media Marketing on Intention to Follow Advice: The Mediating Role of

67

http://urn.kb.se/resolve?urn=urn:nbn:se:hv:diva-4813
https://www.sciencedirect.com/science/article/pii/0969593194900116#section-cited-by
https://internationalbusinesscenter.org/geert-hofstede/hofstede_west_africa.shtml


Active Participation and Benevolence Trust. FIIB Business Review, 0(0).
https://doi.org/10.1177/23197145221147991

Ida Warg Beauty. (2024). About Ida Warg Beauty,
https://idawargbeauty.se/en/pages/about-ida-warg-beauty [Accessed 22 May 2024].

IGI Global. (2024). What Is National Culture, IGI Global, Available Online:
https://www.igi-global.com/dictionary/national-culture-and-the-social-relations-of-anywhere-
working/19905 [Accessed 8 May 2024].

Ignat, B. and Chankov, S. (2020). Do e-commerce customers change their preferred last-mile
delivery based on its sustainability impact?, The International Journal of Logistics
Management, 31(3), pp. 521–548. doi:10.1108/ijlm-11-2019-0305.

Inabo, A.S. (2024). Customer perception: Definition, importance & how to improve it,
ZenDesk, 11 March, https://www.zendesk.com/se/blog/simple-guide-customer-perception/
[Accessed 23 May 2024]

Instagram for Business. (2024). Instagram for Business, Available Online:
https://business.instagram.com/ [Accessed 23 May 2024]

Jaques, E., (1951). The Changing Culture of a Factory, London: Tavistock Publications.

Jian, Y., Zhou, Z. & Zhou, N. (2019). Brand Cultural Symbolism, Brand Authenticity, and
Consumer Well-Being: The Moderating Role of Cultural Involvement, Journal of Product
&amp; Brand Management, vol. 28, no. 4, pp.529–539.

Javalgi, R. G., Khare, V. P., Gross, A. C. & Scherer, R. F. (2005). An Application of the
Consumer Ethnocentrism Model to French Consumers, International Business Review, vol.
14, no. 3, pp.325–344.

Kale, S. H. (1991). Culture‐Specific Marketing Communications: An Analytical,
International Marketing Review, vol. 8, no. 2.

Kelman, H.C. (1961). Processes of Opinion Change, Public Opinion Quarterly, Volume 25,
Issue 1, SPRING 1961, Pages 57–78, https://doi.org/10.1086/266996

Kharas, H. (2017). The unprecedented expansion of the global middle class: An Update.
Brookings. 28 February,
https://www.brookings.edu/articles/the-unprecedented-expansion-of-the-global-middle-class-
2/ [Accessed 23 May 2024]

68

https://www.zendesk.com/se/blog/simple-guide-customer-perception/
https://doi.org/10.1086/266996


Kim, J.S. (2022). Attitudes Toward Global and Local Consumer Culture and the Meanings of
Brands. Review of Marketing Science, vol. 20, no. 1, 2022, pp. 37-61.
https://doi-org.ludwig.lub.lu.se/10.1515/roms-2022-0035

Kim, A. J., and E. Ko. 2010. " Impacts of Luxury Fashion Brand's Social Media Marketing on
Customer Relationship and Purchase Intention." Journal of Global Fashion 1 (3): 164 – 171.
doi: 10.1080/20932685.2010.10593068.

Lim, W. M. (2015). The Influence of Internet Advertising and Electronic Word of Mouth on
Consumer Perceptions and Intention: Some Evidence from Online Group Buying. Journal of
Computer Information Systems, 55(4), 81–89.
https://doi-org.ludwig.lub.lu.se/10.1080/08874417.2015.11645790

Mahr, N. (2023). Long-Term vs. Short-Term Orientation | Definition & Culture, Study.Com,
Available Online:
https://study.com/academy/lesson/long-term-orientation-vs-short-term-orientation-hofstedes-d
efinition-lesson-quiz.html#:~:text=Eastern%20countries%2C%20such%20as%20China,be%2
0more%20short%2Dterm%20oriented [Accessed May 23, 2024]

Marchand, A., Walker, S. & Cooper, T. (2010). Beyond Abundance: Self-Interest Motives for
Sustainable Consumption in Relation to Product Perception and Preferences, Sustainability,
vol. 2, no. 5, pp.1431–1447.

Mai, L. (2014). Consumers’ willingness to pay for ethical attributes. Marketing Intelligence &
Planning, vol. 32, no. 6,
https://www-emerald-com.ludwig.lub.lu.se/insight/content/doi/10.1108/mip-08-2013-0139/ful
l/pdf

Maj, A. (2024). Communicate to engage: storytelling, content creation, and promoting the
idea of sustainability and intercultural dialogue in travel videoblogs. Creativity Studies, 17(1),
1–13. https://doi.org/10.3846/cs.2024.18329

Mazar, N., & Zhong, C.-B. (2010). Do Green Products Make Us Better People? Psychological
Science, 21(4), 494–498. http://www.jstor.org/stable/41062236

Merriam-Webster. (2024). Definition of Culture,
https://www.merriam-webster.com/dictionary/culture [Accessed 23 May 2024]

Meyer, R., Liebe, U. (2010). Are the affluent prepared to pay for the planet? Explaining
willingness to pay for public and quasi-private environmental goods in Switzerland. Popul
Environ 32, 42–65. https://doi.org/10.1007/s11111-010-0116-y

69

https://doi-org.ludwig.lub.lu.se/10.1515/roms-2022-0035
https://doi-org.ludwig.lub.lu.se/10.1080/08874417.2015.11645790
https://www-emerald-com.ludwig.lub.lu.se/insight/content/doi/10.1108/mip-08-2013-0139/full/pdf
https://www-emerald-com.ludwig.lub.lu.se/insight/content/doi/10.1108/mip-08-2013-0139/full/pdf
https://doi.org/10.3846/cs.2024.18329
http://www.jstor.org/stable/41062236
https://doi.org/10.1007/s11111-010-0116-y


Mohamed, Z. A., Ünsalan, M. & Abdinasir, A. M. (2024). Perspective Chapter: Culture in
Marketing Communication, IntechOpen, [e-journal], Available Online:
https://doi.org/10.5772/intechopen.1004300

Moore, K., & Rugman, A. (2002). Don’t think global—Think regional. PWC Strategy+.
Business, 15–20.

MarkWide Research. (2024). Organic Skin Care Market 2024-2032: Size, Share, Growth.
MarkWide Research, Available Online:
https://markwideresearch.com/organic-cosmetics-market/ [Accessed 8 May 2024]

Mckenna, R. (1991). Marketing Is Everything, Harvard Business Review, Available Online:
https://hbr.org/1991/01/marketing-is-everything [Accessed 8 May 2024]

McSweeney, B. (2002) Hofstede’s model of national cultural differences and their
consequences: A triumph of faith – a failure of analysis. Human Relations, 55(1), 89-118

McDonald, S. & Oates, C. J. (2006). Sustainability: Consumer Perceptions and Marketing
Strategies, Business Strategy and the Environment, vol. 15, no. 3, pp.157–170.

National Culture and Organisational Culture - How Are They Different and How Do They
Interconnect? (2019). Hofstede Insights News, Available Online:
https://news.hofstede-insights.com/news/national-culture-and-organisational-culture-how-are-
they-different#:~:text=National%20Culture%20is%20the%20term,and%20values%20around
%20these%20expectations [Accessed 12 April 2024].

Nakata, C. (2009) Beyond Hofstede. Culture frameworks for global marketing and
management. Palgrave Macmillan. Available Online:
https://search-ebscohost-com.ludwig.lub.lu.se/login.aspx?direct=true&AuthType=ip,uid&db=
cat02271a&AN=atoz.ebs731974e&site=eds-live&scope=site [Accessed: 23 May 2024].

Nigeria Becomes First Country to Ban Foreign Models in TV ADS. (2022). The Economic
Times, Available Online:
https://economictimes.indiatimes.com/news/new-updates/nigeria-becomes-first-country-to-ba
n-foreign-models-in-tv-ads/articleshow/93820269.cms [Accessed 12 May 2024].

Nyambegera, S.M., Kamoche, K., & Siebers, L.Q. (2016). Integrating Chinese and African
Culture into Human Resource Management Practice to Enhance Employee Job Satisfaction.
Journal of Language, Technology and Entrepreneurship in Africa, vol. 7, no. 2, pp.118-139,
https://www.ajol.info/index.php/jolte/article/view/149970

Oppong, N. (2013). Towards African Work Orientations: Guide from Hofstede’s Cultural
Dimensions. European Journal of Business Management. 5. 202-212.
70

https://doi.org/10.5772/intechopen.1004300
https://markwideresearch.com/organic-cosmetics-market/
https://hbr.org/1991/01/marketing-is-everything
https://news.hofstede-insights.com/news/national-culture-and-organisational-culture-how-are-they-different#:~:text=National%20Culture%20is%20the%20term,and%20values%20around%20these%20expectations
https://news.hofstede-insights.com/news/national-culture-and-organisational-culture-how-are-they-different#:~:text=National%20Culture%20is%20the%20term,and%20values%20around%20these%20expectations
https://news.hofstede-insights.com/news/national-culture-and-organisational-culture-how-are-they-different#:~:text=National%20Culture%20is%20the%20term,and%20values%20around%20these%20expectations
https://www.ajol.info/index.php/jolte/article/view/149970


https://www.researchgate.net/publication/315671039_Towards_African_Work_Orientations_
Guide_from_Hofstede's_Cultural_Dimensions

Ottman, J. A. (2017). The New Rules of Green Marketing Strategies, Tools, and Inspiration
for Sustainable Branding, London: Routledge, Taylor & Francis Group.

Pine II, B. & Gilmore, J. (2008). The eight principles of strategic authenticity. Strategy and
Leadership. 36. 10.1108/10878570810870776.

Potter, W.J. and Levine‐Donnerstein, D. (1999). Rethinking validity and reliability in content
analysis, Journal of Applied Communication Research, 27(3), pp. 258–284.
doi:10.1080/00909889909365539.

Pop, R., Săplăcan, Z., & Alt, M-A. (2020). Social Media Goes Green-The Impact of Social
Media on Green Cosmetics Purchase Motivation and Intention. Information 11, no. 9:447.
https://doi.org/10.3390/info11090447

Pitchbook. (2024). Good Molecules Overview,
https://pitchbook.com/profiles/company/458272-45#overview [Accessed 23 May 2024]

Rebel. (2024). Green Shift: Gen Z’s Sustainable Marketing Revolution. Rebel, Available
Online: https://www.rebelrising.co/blog/green-shift-gen-zs-sustainable-marketing-revolution
[Accessed 8 May 2024]

Residence Permit. (2024). SULF, Available Online:
https://sulf.se/en/work-salary-and-benefits/residence-permit/ [Accessed 8 May 2024].

Rönnholm, H. (2022). Sweden’s Sustainable Lifestyle Ecosystem, Business Sweden,
Available Online:
https://www.business-sweden.com/insights/articles/swedens-sustainable-lifestyle-ecosystem/#
:~:text=Swedish%20shoppers%20are%20among%20the,sustainability%20influences%20thei
r%20purchasing%20decisions. [Accessed 10 May 2024].

ROBERTSON, R. (1994). Globalisation or glocalisation?, Journal of International
Communication, 1(1), pp. 33–52. doi:10.1080/13216597.1994.9751780.

Rydzek, C. (2021). Youth to the People Acquired by L'Oréal, The Industry Beauty, 9
December, https://theindustry.beauty/youth-to-the-people-acquired-by-loreal/ [Accessed 23
May 2024]

Skin Care-Africa: Statista Market Forecast. (2024). Statista, Available Online:
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/africa#:~:text=In%2020
24%2C%20the%20revenue%20in,(CAGR%202024%2D2028) [Accessed 8 May 2024].

71

https://www.researchgate.net/publication/315671039_Towards_African_Work_Orientations_Guide_from_Hofstede's_Cultural_Dimensions
https://www.researchgate.net/publication/315671039_Towards_African_Work_Orientations_Guide_from_Hofstede's_Cultural_Dimensions
https://doi.org/10.3390/info11090447
https://pitchbook.com/profiles/company/458272-45#overview
https://theindustry.beauty/youth-to-the-people-acquired-by-loreal/
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/africa#:~:text=In%202024%2C%20the%20revenue%20in,(CAGR%202024%2D2028)
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/africa#:~:text=In%202024%2C%20the%20revenue%20in,(CAGR%202024%2D2028)


Skin Care-Nigeria: Statista Market Forecast. (2024). Statista, Available
Online:https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/nigeria#:~:text=
In%202024%2C%20the%20revenue%20in,US%2424%2C350m%20in%202024 [Accessed 8
May 2024]

Skin Care-United States: Statista Market Forecast. (2024). Statista, Available Online:
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/united-states [Accessed
8 May 2024]

Skin Care-Sweden: Statista Market Forecast. (2024). Statista, Available Online:
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/sweden#:~:text=In%20
Sweden%2C%20the%20revenue%20in,US%2424%2C350m%20in%202024. [Accessed 8
May 2024]

Sharma, R. R., Kaur, T. & Syan, A. S. (2021). Sustainability Marketing New Directions and
Practices, United Kingdom: Emerald Publishing.

Supanvanij, J. & Amine, L. S. (2000). Consumer Perception of Country-of-Origin Effect and
Brand Effect, Latin American Business Review, vol. 1, no. 4, pp.47–60.

Stewart, T. (2023). Wealthy consumers place significant value on sustainability and physical
retail. NewDigitalAge, n.d,
https://newdigitalage.co/retail/high-net-worth-consumers-sustainability-physical-retail-times-
media/#:~:text=High%20net%20worth%20(HNW)%20consumers,to%20research%20from%
20Times%20Media [Accessed 23 May 2024]

Steenkamp, J.E. (2001) The role of National Culture in International Marketing Research,
International Marketing Review, 18(1), pp. 30–44. doi:10.1108/02651330110381970.

Silalahi, S. A. F., Fachrurazi, F., Muchaddam Fahham, A., & Liu, G. (2021). The role of
perceived religiosity in strengthening celebrity endorser’s credibility dimensions. Cogent
Business & Management, 8(1). https://doi.org/10.1080/23311975.2021.1956066

Sadikhova, J. (2021). Sweden according to Hofstede's Cultural Dimensions, University of
Applied Sciences Austria.

Schlegelmilch, B.B. (2022). Global Marketing Strategy: An Executive Digest, Second
Edition, Springer Nature Switzerland.

Sinkovics, R. R., Penz, E. & Ghauri, P. N. (2005). Analysing Textual Data in International
Marketing Research, Qualitative Market Research: An International Journal, vol. 8, no. 1,
pp.9–38.

72

https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/nigeria#:~:text=In%202024%2C%20the%20revenue%20in,US%2424%2C350m%20in%202024
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/nigeria#:~:text=In%202024%2C%20the%20revenue%20in,US%2424%2C350m%20in%202024
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/united-states
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/sweden#:~:text=In%20Sweden%2C%20the%20revenue%20in,US%2424%2C350m%20in%202024
https://www.statista.com/outlook/cmo/beauty-personal-care/skin-care/sweden#:~:text=In%20Sweden%2C%20the%20revenue%20in,US%2424%2C350m%20in%202024
https://newdigitalage.co/retail/high-net-worth-consumers-sustainability-physical-retail-times-media/#:~:text=High%20net%20worth%20(HNW)%20consumers,to%20research%20from%20Times%20Media
https://newdigitalage.co/retail/high-net-worth-consumers-sustainability-physical-retail-times-media/#:~:text=High%20net%20worth%20(HNW)%20consumers,to%20research%20from%20Times%20Media
https://newdigitalage.co/retail/high-net-worth-consumers-sustainability-physical-retail-times-media/#:~:text=High%20net%20worth%20(HNW)%20consumers,to%20research%20from%20Times%20Media
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://doi.org/10.1080/23311975.2021.1956066
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh
https://eds-p-ebscohost-com.ludwig.lub.lu.se/eds/detail/detail?vid=3&sid=67a5f55b-d38b-477e-a1a9-f8f4103556c1%40redis&bdata=JkF1dGhUeXBlPWlwLHVpZCZzaXRlPWVkcy1saXZlJnNjb3BlPXNpdGU%3d#AN=2023-43665-001&db=psyh


StudySmarter UK, Business Studies. (2024). Available Online:
https://www.studysmarter.co.uk/explanations/business-studies/change-management/national-c
ulture/#:~:text=National%20culture%20is%20the%20
shared,affecting%20business%20strategies%20and%20success. [Accessed 8 May 2024].

Thiruvenkatrajc, T.R. & Vetrivel, S. (2017). A Study on Consumer Perception. International
Journal for Research Trends and Innovation, vol. 2, issue 5, pp.126-130,
https://www.ijrti.org/papers/IJRTI1705020.pdf

Technavio. (2024). Market Research Reports - Industry Analysis Size & Trends - Technavio,
Organic Skincare Products Market Size, Share, Growth, Trends, Industry Analysis Forecast
2027, Available Online:
https://www.technavio.com/report/organic-skincare-products-market-industry-analysis
[Accessed 8 May 2024].

Tan, T. & Ming, M. (2003). Leveraging on Symbolic Values and Meanings in Branding,
Journal of Brand Management, vol. 10, no. 3, pp.208–218.

Teherani, A., Martimianakis, T., Stenfors-Hayes, T., Wadhwa, A. & Varpio, L. (2015).
Choosing a Qualitative Research Approach, Journal of Graduate Medical Education, vol. 7,
no. 4, pp.669–670.

Teixeira, S., Oliveira, Z., Teixeira, S., & Teixeira, S. (2023). Understanding the Impact of
Online Communication Strategies on Consumer Purchase Intention for Green Cosmetics.
Sustainability, 15, 14784. https://doi.org/10.3390/su152014784

The Green Beauty Community. (2024). How Clean Beauty Brands Are Changing the Beauty
Industry, The Green Beauty Community, 16 April,
https://greenbeautycommunity.com/2024/03/how-clean-beauty-brands-are-changing-the-beaut
y-industry/ [Accessed 23 May 2024].

The 6 Dimensions Model of National Culture by Geert Hofstede. (2021). Geert Hofstede,
Available Online:
https://geerthofstede.com/culture-geert-hofstede-gert-jan-hofstede/6d-model-of-national-cultu
re/ [Accessed 8 May 2024].

Unurlu, C. & Uca, S. (2017). The Effect of Culture on Brand Loyalty through Brand
Performance and Brand Personality, International Journal of Tourism Research, vol. 19, no. 6,
pp.672–681.

UntitledTeam. (2023). THE RISE OF SUSTAINABLE BEAUTY: WHAT IT MEANS FOR
CONSUMERS, Untitled, 26 July,

73

https://www.ijrti.org/papers/IJRTI1705020.pdf
https://www.technavio.com/report/organic-skincare-products-market-industry-analysis


https://untitled-magazine.com/the-rise-of-sustainable-beauty-what-it-means-for-consumers/
[Accessed 23 May 2024]

Weiner, Z. (2021) The skin-care industry still has a *long* way to go when it comes to
making products that work for skin of color, Well+Good. Available at:
https://www.wellandgood.com/diversity-within-skin-care-industry/ [Accessed: 22 May 2024].

Weinland, K. (2023). Intercultural communication. Stillwater, OK: Oklahoma State
University Libraries. https://doi.org/10.22488/okstate.23.000006

What Is Gen Z? (2023). McKinsey & Company, Available Online:
https://www.mckinsey.com/featured-insights/mckinsey-explainers/what-is-gen-z [Accessed
23 April 2024].

Whittle, N. (2023). Uh Oh, L’Oreal Just Bought Aesop: The Drama Over Cruelty-Free Brands
and Their Parent Companies. Vegan Beauty Girl, 4 April,
https://www.veganbeautygirl.co.uk/uh-oh-loreal-just-bought-aesop-the-drama-over-cruelty-fre
e-brands-and-their-parent-companies/ [Accessed 23 May 2024]

Yan, L., Keh, H.T. & Chen, J. (2021). Assimilating and Differentiating: The Curvilinear
Effect of Social Class on Green Consumption, Journal of Consumer Research, vol. 47, issue
6, pp. 914–936, https://doi.org/10.1093/jcr/ucaa041

Zafer Erdogan, B. & Uzkurt, C. (2010). Effects of Ethnocentric Tendency on Consumers’
Perception of Product Attitudes for Foreign and Domestic Products, Cross Cultural
Management: An International Journal, vol. 17, no. 4, pp.393–406.
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In figuring out how to properly structure our Appendix section, we asked ChatGPT to suggest
the usual format practices for including interviews in an Appendix. Furthermore, we also
made use of Grammarly, which corrected grammatical and punctuation errors as well as
suggested possible synonyms in sentences.
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Appendix A: Interview Questions

1. To begin, may we ask what is the culture of the place you reside, How strongly do you
feel connected to this national culture?

2. Have you been exposed to marketing and communications of skincare products from
your culture? If so, please explain what you are used to seeing, if not, what culture do
you tend to see most marketing and communication from?

3. What are your conceptions (or misconceptions) of these three cultures (if you have
any) Swedish culture/ American culture/ Nigerian culture?

4. Are you familiar with the ethical skincare industry? How important is it for you to
purchase from an ethical brand?

5. What sort of factors do you consider when choosing a skincare product?
6. Have you previously heard of Good Molecules, Arami Essentials and Ida Warg

Beauty?
7. What were your first impressions of each brand?
8. Did their messages align with your preferences? Would you consider elaborating on

what particularly stood out to you?
9. Do any cultural factors influence the type of brands you purchase from?
10. Are there any cultural elements you think are important for skincare brands to

consider?
11. Do the marketing messages resonate with you in any way? Do you feel seen or

targeted by these brands?
12. What sort of content did you find resonated with you the most from the skincare

brands you looked at?
13. Do you think you engage more with skincare brands that reflect your cultural

background/ ethnicity or values?
14. Which one out of the three brands aligns the most with your preferences and would

motivate you to purchase from them?
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