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Abstract

Older adults are a lucrative consumer market. In finance and health markets, considerable at-
tention has been devoted to understanding their preferences and the factors that influence their 
decisions and behaviors. In a classical music concert context, older adults are extremely impor-
tant; despite accounting for half of all attendees in most countries, little theory-based research 
explains classical music attendance in general and by these older adults in particular. Using the 
Model of Goal Directed Behavior (MGB) as a foundation, we collected data from attendees and 
propose a revised model to capture the behavioral processes involved in the formation of posi-
tive word of mouth communication among these consumers. A modified version of the MGB 
predicted 57% of the variance in word of mouth and the model/data fit statistics were acceptable 
suggesting that the revised MGB is a robust and viable option when considering leisure behavior 
or engagement.    
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 Introduction

For well over a decade, orchestral organizations have been concerned about declining audi-
ences at classical music concerts (Dempster, 2000; Kolb, 2001). The high costs of production, 
increasing demands for returns on their contributions by governmental and private sponsors 
(Lindblom, 2009), and the aging of the current audiences all combine to create challenges for 
this particular art form. Crappell (2011) argues that “we must avoid the expectation that the 
general population will automatically gravitate toward the inherent value of classical music” and 
instead suggests the classical music industry should communicate clearly with consumers in eas-
ily understood ways (Crappell, 2011). For such communication strategies to succeed, they need 
to reflect a good understanding of consumer characteristics; in the case of classical music, de-
mographic aspects provide particularly interesting possibilities for exploration (Hayes & Slater, 
2002; Pennington-Gray, Fridgen, & Stynes, 2003). 

According to the Australian Bureau of Statistics, classical music attendance between 2005 
and 2010 increased steadily among consumers aged 65 to 74. A U.K. study revealed that older 
people were overrepresented in classical music audiences, and in France, the Ministry of Culture 
notes that half of all concert goers were 55 years or older (Limelight, 2012). In developing coun-
tries, this trend is also apparent; older adults worldwide appear more financially secure and more 
willing to spend on leisure consumption than younger consumers (Pearce, 2008), making them 
of great interest to leisure marketers and managers alike (Huang & Tsai, 2003). 

Research related to classical music in arts and leisure literature focuses on demographics 
(Kolb, 2001), ethnicity (Van Wel, Linssen, Kort, & Jansen, 1996), performance quality, consumer 
satisfaction (Barlow & Shibli, 2007; Radbourne, Glow, & Johanson, 2010), economic versus ex-
periential value (Walmsley, 2013), and the role of cultural capital (Caldwell & Woodside, 2003). 
Although useful from a practitioner perspective, much of this research lacks a sound empirical 
underpinning; to address this gap, we apply the model of Goal-Directed Behavior (MGB), an 
enhancement of the Theory of Planned Behavior (TPB), to explicate the mechanisms that initi-
ate desires to attend classical music concerts and foster post-attendance positive word-of-mouth 
behavior among older adults. 

To the best of our knowledge, no published studies apply the MGB to older adults, though 
research into older adults behaviors and decision-making processes using the TPB is consider-
able, with a predominant focus on areas such as technology usage, exercise, health, finances, and 
investments (Conn, Tripp-Reimer, & Maas, 2003; Kim, Reicks, & Sjoberg, 2003; Pennington-
Gray et al., 2003; van Dam, van der Vorst, & van der Heijden, 2009). This broad, diverse literature 
makes it difficult to formulate coherent hypotheses or propositions relevant to this study. Specifi-
cally, no consistent terminology exists because various studies use terms such as senior, older 
adults, aged, and Baby Boomers. We find no consensus about what chronological age delineates 
different samples and the geographical locations also vary across studies. Finally, we find no 
studies that have applied the TPB to understand classical music concert audiences, and we posit 
that the actions associated with retirement investments, exercise, or eating convenience foods do 
not translate easily to a classical music consumption experience.

Model of Goal-Directed Behavior (MGB)
The TPB has a long connection with leisure research. The earliest reported empirical work 

was published in the Journal of Leisure Research and Journal of Leisure Science over two decades 
ago (Ajzen & Driver, 1991, 1992). The TPB continues to play a significant role in leisure theory 
development and application (Henderson, Presley, & Bialeschki, 2004; Vagias, Powell, Moore, & 
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Wright, 2014). From a TPB perspective, behavior is driven by an intention to perform the behav-
ior that in turn is influenced by the attitudes one has toward behavior, the amount of control one 
has over performing the behavior, and the extent that the behavior is endorsed by influential oth-
ers. Despite the popularity and efficacy of the TPB, it also contains some limitations. To address 
these shortfalls, Perugini and Bagozzi (2001) extended the TPB to include anticipated emotions, 
past behavior, and desires, thus forming the MGB (Bagozzi, Dholakia, & Basuroy, 2003; Perugini 
& Bagozzi, 2001). Anticipated emotions motivate goal setting and initiations toward behavior-
related processes (Perugini & Conner, 2000), and past behavior is a proxy for a habit that initiates 
automatically in the presence of relevant environmental cues or if a relevant goal is salient (Aarts 
& Dijksterhuis, 2000). Desires provide a direct impetus for intentions, conveying the effects of 
attitudes, subjective norms, anticipated emotions, and perceived behavioral control (PBC) on 
intentions (Perugini & Bagozzi, 2001). Desires are vital for explaining individual decision mak-
ing (Perugini & Bagozzi, 2004), because they represent the motivational state of mind by which 
appraisals and reasons to act transform into motivations to do so. 

The MGB consistently explains more variance in intentions and behaviors than the TPB 
(Perugini & Bagozzi, 2001, 2004), and we test its applicability to a classical music concert con-
text, using word-of-mouth (WOM) behavior. Word-of-mouth behaviour has been defined as 
informal communication between individuals that involves an evaluation of goods or services. 
It has been associated with shared values, trust, and commitment and is closely linked with 
customer satisfaction (Eisingerich & Bell, 2007) and for Radbourne, Glow, Johanson, and White 
(2009), it is the most successful form of promotion for the arts. Both practitioners and academ-
ics recognize that WOM communication has a powerful effect on consumer decision making 
(Brown, Barry, Dacin, & Gunst, 2005) and behavior, and as such we consider it an appropriate 
outcome construct for this study. 

Given the paucity of work in applying psychosocial models in general, and the MGB spe-
cifically, to examine classical music concert attendance we propose a single research question to 
guide the subsequent investigation: 

R1: Will the model of goal-directed behavior provide an effective means for predicting 
the word-of-mouth behavior of older adults in a classical music context? 

Methodology

Procedure
Fifteen organizations involved in the production and performance of classical music con-

certs were identified through the Arts Council of Australia and were invited to participate in 
this study. The organizations included both large symphony and philharmonic orchestras and 
smaller chamber and youth orchestras, and they distributed a link to a soft copy of the question-
naire through their customer databases. To participate, the respondents must have attended at 
least one classical music concert in the previous 12 months. No incentives were offered. 

Sample
In terms of age, 80% of the sample was born between 1946 and 1964 and can be categorized 

as Baby Boomers. Despite the large demographic, numerous studies have shown that members 
of this segment share similar interests (Patterson & Pegg, 2009) and values (Sperazza & Banerjee, 
2010). Moreover Reisenwitz and Iyer (2007) reported no significant differences in a variety of 
behavioral variables in those born between 1946–1955 and 1956–1964. It is generally accepted 
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that knowledge of the leisure preferences of the Baby Boomer segment is of utmost importance 
to the future of leisure planning (Patterson & Pan, 2007). Of the sample, females accounted for 
60%, and 80% of respondents had university undergraduate or postgraduate qualifications. The 
remaining 20% had secondary qualifications. Over 40% of the sample had an income of less than 
US$36k per annum; these figures signal that classical music attendance is not solely the domain 
of those in higher income brackets. The organizations were reluctant to provide details of their 
customer databases and this precluded the use of a probability sampling method. It was a conve-
nience sample that consisted of 248 completed responses. 

Instrumentation 
The scales for the various constructs were selected from high-quality research and adapted 

to our study context (see Table 1). A pilot study indicated that the alpha coefficients for all con-
structs were above the recommended level of .70 (Nunnally & Bernstein, 1994) and the correla-
tions across constructs were as expected, with the exception of negative anticipated emotions. 
We found no significant relationships between any of the negative emotion items with desire or 
WOM, which makes sense on further reflection. That is, why would anyone attend a concert if it 
evoked anticipated negative feelings? The negative emotion scale was therefore removed. Follow-
ing the advice of (Podsakoff, MacKenzie, Lee, & Podsakoff, 2003), we took several precautions 
to avoid common method bias such as counter balancing the order of questions from different 
scales and randomly reversing the anchor points on some items.  We also made minor adjust-
ments to the wording of some items, based on suggestions from experts in the field. For example, 
some scales were designed for an exercise context and these needed to be adapted to classical 
music. The final version of the questionnaire is available by personal communication. 

Table 1 
Source of the Scales Used in this Study 

Construct Source

Attitudes Norman & Conner (2006)

Subjective norms Elliott, Armitage, & Baughan (2007)

Anticipated emotions Bagozzi et al., (2003)

Past behavior Perugini and Bagozzi (2001)

Perceived behavioral control, desires, and intentions Perugini and Conner (2000)

Word of mouth Harrison-Walker (2001)

Data Analysis
We used structural equation modeling with maximum likelihood methods to estimate the 

model parameters. After removing seven cases that had a large number of incomplete responses 
we inspected the measurement models using confirmatory factor analysis in AMOS 22. We also 
addressed assumptions about multicollinearity, outliers, and normality. The average variance ex-
tracted (AVE) and construct reliabilities were greater than the recommended .50 and .70 levels, 
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respectively (Hair, Anderson, Babin, Tatham, & Black, 2006). The AVE for each construct also 
exceeded the squared correlations between each construct and all other constructs in the model. 
These findings together confirm the convergent and discriminant validity of the measures. The 
final sample consisted of 241 responses. As suggested by Hair et al. (2006), we use incremental 
and absolute indices to assess model fit and in addition to the chi-square/degree of freedom ratio 
and we adopt the Tucker-Lewis index [TLI] and root mean square error of approximation [RM-
SEA]. Given the sample size and number of observed variables in this study (25) a chi-square/
degrees of freedom ratio <=2, a TLI of .95 or better and a RMSEA < .08 indicate an acceptable 
model fit. 

Results

The model produced a chi-square value of 470.33, with 215 degrees of freedom, a ratio of 
2.18 to 1. The fit indicators suggested the data fit the model marginally well (TLI = .930, RMSEA 
= .069). The predictors explained 25% of the variance in WOM behavior. Given the central role 
of desires in the MGB we tested the mediation assumption by estimating another model that 
included all direct paths; a significant difference between the chi-square values of both models 
would indicate that the mediation model is not optimal and that a more appropriate model ex-
ists. This method of testing mediating hypotheses in structural equation models is straightfor-
ward and stringent (cf. Baron & Kenny, 1986; Perugini & Conner, 2000). 

The second model produced a chi-square value of 383.55, with 208 degrees of freedom, a 
ratio of 1.84 to 1. The difference between the two models was highly significant, which indicated 
room for model improvement. A re-estimated model with nonsignificant paths removed pro-
duced a chi-square value of 392.76, with 216 degrees of freedom and the model fit indicators 
were acceptable (TLI= .952, RMSEA = .058). The predictors explained 57% of the variance in 
WOM behavior, representing a vast improvement on the previous model (See Figure 1). 

 

Figure 1  

 

	  

	  

	  

Figure 1. The Model of Goal-Directed Behaviour
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Discussion

We questioned whether the model of goal-directed behavior would provide an effective 
means for predicting the word-of-mouth behavior of older adults in a classical music context; 
it does not, but with relatively minor adjustments we presented a model that had a very good 
statistical fit and explained 57% of the variance in WOM behavior. Moreover, the entire pro-
cess—from questionnaire design to data and model cleaning and analysis—was stringent and 
based on well-accepted practices. In this note, we briefly discuss the findings and present some 
directions for further research. 

Our findings indicate the MGB was not optimal in predicting WOM in a classical music 
context. In particular, the findings challenge the inclusion of negative anticipated emotions in a 
leisure context in which consumers have considerable volitional control over a pleasurable activ-
ity. From a theoretical perspective, removing negative emotions does not dramatically weaken 
the model for such contexts, because affect is addressed in anticipated positive emotion compo-
nent. Some studies have used up to 10 items to capture negative emotions (Perugini & Bagozzi, 
2001); from a practical perspective, removing 10 items likely improves data collection efforts, by 
reducing respondent fatigue and the potential for error (Hess, Hensher, & Daly, 2012).

In addition, we found that subjective norms directly influenced WOM behavior and were 
the strongest predictor; such findings have not been reported elsewhere (Walker et al., 2006). 
Some researchers have argued that subjective norms are the weakest component of the TPB and 
that they be dropped from the model completely (Walker, Jackson, & Deng, 2007). Moreover, in 
prior studies using the MGB, desires mediated the effects of subjective norms.  Subjective norms 
are defined as perceived social pressure to engage or not engage in a behavior (Ajzen, 1991). 
We attempt to explain the subjective norms—WOM relationship in a classical music context by 
considering the status culture literature. 

The classical music genre is a relatively high culture, elitist, and prestigious activity (DiMag-
gio & Mukhtar, 2004; Johnson, 2002). In a Weberian tradition, status culture encompasses 
shared and distinctive traits, tastes, and styles; people within a group mobilize to appropriate 
scarce resources and thereby form and solidify their social networks and membership in them 
(DiMaggio, 1982; O’Cass & McEwen, 2004). Word-of-mouth communication about attending a 
classical music concert may be more about reinforcing a person’s position within a social group, 
rather than spreading the word about classical music. More tests of the relationships between 
these constructs in similar contexts is necessary to confirm this explanation. 

The other significant predictors of WOM were intentions and past behavior. The intentions 
–behavior link is well documented (Ajzen & Driver, 1992) and we have shown here that the more 
frequently people over 50 attend concerts, the more likely they are to communicate their positive 
experiences. Desires fully mediated the effects of emotions and attitudes on intentions however 
despite being a significant predictor of intentions we found no relationship between perceived 
behavioral control and desires. 

Intentions involve some form of planning or commitment (Perugini & Bagozzi, 2001), both 
areas where a person can exercise some degree of control. Desires are more a state of mind where 
reasons for undertaking an activity are transformed to energize intentions and as such may not 
be as controllable. But why does perceived behavioral control predict desires in exercising and 
dieting contexts and not in classical music? With the information at our disposal we cannot 
answer this question. Replication studies in similar context would confirm if this finding was 
sample specific or a stable pattern.  
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To address Hayes and Slater's (2002) call to “… focus on strengthening the franchise with 
existing arts audiences…” (pg. 1), our findings suggest that word-of-mouth behavior can be en-
hanced primarily by devising appropriate communication or relationship building strategies to 
influence subjective norms.  Additionally, the more frequently one attends classical music con-
certs the more likely they are to talk positively about it and offering free or discounted seats to 
selected people can increase attendance frequency. Finally, intentions have a significant impact 
on WOM and intentions can be strengthened by focusing on the drivers of desires not previously 
discussed, namely attitudes and anticipated emotion.                       

Conclusion

Older adults are a lucrative consumer market; in finance and health markets, considerable 
attention has been devoted to understanding their preferences and the factors that influence 
their decisions and behaviors. In a classical music concert context, older adults are extremely 
important; despite accounting for half of all attendees in most countries, little theory-based re-
search explains classical music attendance in general and by these older adults in particular. Us-
ing the MGB as a foundation, we collected data from attendees and proposed a revised model to 
capture the processes involved in the formation of positive WOM behavior. The model presented 
here extends the Theory of Planned Behavior in important ways, and the findings suggest there 
is potential for further application in the leisure research domain.  

Despite the benefits derived from this research, there are limitations that need to be con-
sidered and these provide research opportunities. In particular, work that applies the model we 
have presented to other leisure contexts such as museum or art gallery visitation or outdoor 
activities such as hiking or fishing would help identify common themes and assist in theory 
building. Moreover, research that employs longitudinal or experimental designs could establish 
the stability of the model over time and verify causal relations between constructs reported here. 
A qualitative investigation that takes a deeper look at the role of subjective norms in the forma-
tion of WOM behavior would greatly assist in understanding, and perhaps bridging the status 
culture and psychosocial literature. Over 80% of the sample in this study were Baby Boomers, 
born between 1946 and 1964, and further research should investigate how smaller age catego-
ries within this segment, and indeed age segments outside the Baby Boomer segment such as 
Generation X, respond to a broader range of consumer behaviors, such as loyalty, repurchasing, 
and complaining. 

References

Aarts, H., & Dijksterhuis, A. (2000). Habits as knowledge structure: Automaticity in goal-direct-
ed behavior. Journal of Personality and Social Psychology, 78(1), 53–63. doi: 10.1037/0022-
3514.78.1.53

Ajzen, I. (1991). The theory of planned behavior. Organizational Behavior and Human Decision 
Processes, 50(2), 179–211. doi: 10.1016/0749-5978(91)90020-T

Ajzen, I., & Driver, B. L. (1991). Prediction of leisure participation from behavioral, norma-
tive, and control beliefs: An application of the theory of planned behavior. Leisure Sciences, 
13(3), 185–204. doi: 10.1080/01490409109513137

Ajzen, I., & Driver, B. L. (1992). Application of the theory of planned behavior to leisure choice. 
Journal of Leisure Research, 24(3), 207–224.



Classical Music and Older Adults •  185

Bagozzi, R. P., Dholakia, U. M., & Basuroy, S. (2003). How effortful decisions get enacted: The 
motivating role of decision processes, desires, and anticipated emotions. Journal of Behav-
ioral Decision Making, 16(4), 273–295. doi: 10.1002/bdm.446

Barlow, M., & Shibli, S. (2007). Audience development in the arts: A case study of chamber mu-
sic. Managing Leisure, 12(2-3), 102–119. doi: 10.1080/13606710701339272

Baron, R. M., & Kenny, D. A. (1986). The moderator–mediator variable distinction in social psy-
chological research: Conceptual, strategic, and statistical considerations. Journal of Person-
ality and Social Psychology, 51(6), 1173–1182. doi: 10.1037/0022-3514.51.6.1173

Brown, T., Barry, T., Dacin, P., & Gunst, R. (2005). Spreading the word: Investigating antecedents 
of consumers' positive word-of-mouth intentions and behaviors in a retailing context. Jour-
nal of the Academy of Marketing Science, 33(2), 123–138. doi: 10.1177/0092070304268417

Caldwell, M., & Woodside, A. (2003). The role of cultural capital in performing arts patronage. 
International Journal of Arts Management, 5(3), 34–49.

Conn, V. S., Tripp-Reimer, T., & Maas, M. L. (2003). Older women and exercise: Theory of 
planned behavior beliefs. Public Health Nursing, 20(2), 153–163. doi: 10.1046/j.1525-
1446.2003.20209.x

Crappell, C. N. (2011). Is the value of classical music getting lost in translation? The American 
Music Teacher, 61(2), 8–14.

Dempster, D. (2000). Wither the audience for classical music? Harmony: Forum of the Symphony 
Orchestra Institute 11, 43–55.

DiMaggio, P. (1982). Cultural capital and school success: The impact of status culture participa-
tion on the grades of US high school students. American Sociological Review, 47(2), 189–
201. doi: 10.2307/2094962

DiMaggio, P., & Mukhtar, T. (2004). Arts participation as cultural capital in the United States, 
1982–2002: Signs of decline? Poetics, 32(2), 169–194. doi: 10.1016/j.poetic.2004.02.005

Eisingerich, A. B., & Bell, S. J. (2007). Maintaining customer relationships in high credence ser-
vices. Journal of Services Marketing, 21(4), 253–262. doi: 10.1108/08876040710758559

Elliott, M. A., Armitage, C. J., & Baughan, C. J. (2007). Using the theory of planned behaviour to 
predict observed driving behaviour. British Journal of Social Psychology, 46(1), 69–90. doi: 
10.1348/014466605X90801

Hair, J., Anderson, R., Babin, B., Tatham, R., & Black, W. (2006). Multivariate data analysis (6th 
ed.). London: Prentice-Hall.

Harrison-Walker, L. J. (2001). The measurement of word-of-mouth communication and an in-
vesti-gation of service quality and customer commitment as potential antecedents. Journal 
of Service Research, 4(1), 60–75. doi: 10.1177/109467050141006

Hayes, D., & Slater, A. (2002). Rethinking the missionary position: The quest for sustainable audi-
ence development strategies. Managing Leisure, 7(1), 1–17. doi: 10.1080/13606710110079882

Henderson, K. A., Presley, J., & Bialeschki, M. (2004). Theory in recreation and leisure research: Re-
flections from the editors. Leisure Sciences, 26(4), 411–425. doi: 10.1080/01490400490502471

Hess, S., Hensher, D. A., & Daly, A. (2012). Not bored yet: Revisiting respondent fatigue in stated 
choice experiments. Transportation Research Part A: Policy and Practice, 46(3), 626–644. 
doi: 10.1016/j.tra.2011.11.008

Huang, L., & Tsai, H. (2003). The study of senior traveler behavior in Taiwan. Tourism Manage-
ment, 24(5), 561–574. doi: 10.1016/S0261-5177(03)00008-6

Johnson, J. (2002). Who needs classical music? Cultural choice and musical value. Oxford: Oxford 
University Press. doi: 10.1093/acprof:oso/9780195146813.001.0001



Tong, White, and Fry186  • 

Kim, K., Reicks, M., & Sjoberg, S. (2003). Applying the theory of planned behavior to predict 
dairy product consumption by older adults. Journal of Nutrition Education and Behavior, 
35(6), 294–301. doi: 10.1016/S1499-4046(06)60343-6

Kolb, B. M. (2001). The decline of the subscriber base: A study of the Philharmonica Orchestra 
audience. International Journal of Arts Management, 3(2), 51–59.

Limelight, M. (2012). Musical briefing: Ageing audiences. Retrieved from http://www.limelight-
magazine.com.au/Article/319863,musical-briefing-ageing-audiences.aspx

Lindblom, S. (2009). Audience connectivity in orchestral performances (Masters by Research 
the-sis, Queensland University of Technology, Brisbane, Australia). Retrieved from http://
eprints.qut.edu.au/20533/

Norman, P., & Conner, M. (2006). The theory of planned behaviour and binge drinking: Assess-
ing the moderating role of past behaviour within the theory of planned behaviour. British 
Journal of Health Psychology, 11(1), 55–70. doi: 10.1348/135910705X43741

Nunnally, J., & Bernstein, I. (1994). Psychometric theory. New York: Mc Graw-Hill.
O'Cass, A., & McEwen, H. (2004). Exploring consumer status and conspicuous consumption. 

Journal of Consumer Behaviour, 4(1), 25–39. doi: 10.1002/cb.155
Patterson, I., & Pan, R. (2007). The motivations of baby boomers to participate in adventure 

tour-ism and the implications for adventure tour providers. Annals of Leisure Research, 
10(1), 26–53. doi: 10.1080/11745398.2007.9686753

Patterson, I., & Pegg, S. (2009). Marketing the leisure experience to baby boomers and old-
er tourists. Journal of Hospitality Marketing and Management, 18(2–3), 254–272. doi: 
10.1080/19368620802594136

Pearce, C. (2008). The truth about baby boomer gamers: A study of over-40 computer game play-
ers. Games and Culture, 3(2), 142–174. doi: 10.1177/1555412008314132

Pennington-Gray, L., Fridgen, J. D., & Stynes, D. (2003). Cohort segmentation: An application to 
tourism. Leisure Sciences, 25(4), 341–361. doi: 10.1080/714044495

Perugini, M., & Bagozzi, R. P. (2001). The role of desires and anticipated emotions in goal-direct-
ed behaviours: Broadening and deepening the theory of planned behaviour. British Journal 
of Social Psychology, 40(1), 79–98. doi: 10.1348/014466601164704

Perugini, M., & Bagozzi, R. P. (2004). The distinction between desires and intentions. European 
Journal of Social Psychology, 34(1), 69–84. doi: 10.1002/ejsp.186

Perugini, M., & Conner, M. (2000). Predicting and understanding behavioral volitions: The inter-
play between goals and behaviors. European Journal of Social Psychology, 30(5), 705–731.

Podsakoff, P. M., MacKenzie, S. B., Lee, J.-Y., & Podsakoff, N. P. (2003). Common method biases 
in behavioral research: A critical review of the literature and recommended remedies. Jour-
nal of Applied Psychology, 88(5), 879–903. doi: 10.1037/0021-9010.88.5.879

Radbourne, J., Glow, H., & Johanson, K. (2010). Measuring the intrinsic benefits of arts attend-
ance. Cultural Trends, 19(4), 307–324. doi: 10.1080/09548963.2010.515005

Radbourne, J., Glow, H., Johanson, K., & White, T. (2009). The audience experience: Measur-
ing quality in the performing arts. International Journal of Arts Management, 11(3), 16–29.

Reisenwitz, T., & Iyer, R. (2007). A comparison of younger and older baby boomers: Investigat-
ing the viability of cohort segmentation. Journal of Consumer Marketing, 24(4), 202–213. 
doi: 10.1108/07363760710755995

Sperazza, L. J., & Banerjee, P. (2010). Baby boomers and seniors: Understanding their lei-
sure val-ues enhances programs. Activities, Adaptation and Aging, 34(3), 196–215. doi: 
10.1080/01924788.2010.501484



Classical Music and Older Adults •  187

Vagias, W. M., Powell, R. B., Moore, D. D., & Wright, B. A. (2014). Predicting behavioral inten-
tions to comply with recommended leave no trace practices. Leisure Sciences, 36(5), 439–
457. doi: 10.1080/01490400.2014.912168

van Dam, K., van der Vorst, J., & van der Heijden, B. (2009). Employees' intentions to retire early: 
A case of planned behavior and anticipated work conditions. Journal of Career Develop-
ment, 35(3), 265–289. doi: 10.1177/0894845308327274

Van Wel, F., Linssen, H., Kort, T., & Jansen, E. (1996). Ethnicity and youth cultural participation 
in the Netherlands. Journal of Leisure Research, 28(2), 85–95.

Walker, G. J., Courneya, K. S., & Deng, J. (2006). Ethnicity, gender, and the theory of planned 
behavior: The case of playing the lottery. Journal of Leisure Research, 38(2), 224–248.

Walker, G. J., Jackson, E. L., & Deng, J. (2007). Culture and leisure constraints: A comparison 
of Canadian and Mainland Chinese university students. Journal of Leisure Research, 39(4), 
567–590.

Walmsley, B. (2013). A big part of my life: A qualitative study of the impact of theatre. Arts Mar-
keting: An International Journal, 3(1), 73–87. doi: 10.1108/20442081311327174


