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Hypothesis 1:
“Product type affects the relation between WOM and expectations.”
Our replication:
To evaluate the effectiveness of the source of WOM in effecting the relationship between WOM and expectations.
A fundamental part of marketing is about setting the scene for the consumers by tailoring consumer expectations. When expectations are too high or too low, it can be detrimental to a company’s sales, brand image, perceived quality, and it’s popularity. By finding the relationship between one of the most powerful marketing tools (Word of mouth) and customer expectations, we can better tailor marketing efforts to optimise the customer experience.

Hypothesis 2:
“The source of WOM affects the relation between WOM and satisfaction.”
Our replication 
To evaluate the effectiveness of the source of WOM in affecting the relationship between WOM and Satisfaction	
 	When a brand has loyal customers, it gains positive word-of-mouth marketing, which is both free and highly effective. Therefore, it is essential for businesses to effectively manage customer satisfaction. To be able do this, firms need reliable and representative measures of satisfaction. That is why we will be evaluating the relationship between WOM and satisfaction and its impact on sales. 	
