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Abstract

The explosive growth of short-video live-streaming e-commerce has reshaped the logic of consumer
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decision-making, of which impulse buying is the dominant consumption phenomenon among Gener-
ation Z. Based on the multi-disciplinary theoretical framework, this paper constructs an integrated
mechanism of “external stimuli-psychological pathways-impulse buying” in order to explore the for-
mation mechanism of impulse buying in the context of short-video live-streaming. Therefore, this re-
search uncovers that the external stimuli of atmosphere cues, interaction quality, promotional strat-
egies, traits of the live-streamer, and algorithmic recommendations within the live-streaming context
trigger impulse buying through the joint transmission of flow experience (immersion, pleasure, and
control) and social presence brought about by the platform, audience, and live-streamer, with emo-
tional arousal serving as an important linking mediator. At the same time, individual differences, cul-
tural background, product type, and platform characteristics are important moderating variables that
may influence impulse buying. This paper makes efforts to verify the universality and difference of
consumption mechanism cross-culturally. This paper can be expected to clarify the core logic ofimpulse
buying and provide theoretical support and practical guidance for optimization of the platform, mar-
ket practice, and guidance of rational consumption.
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1. 5]

FAA B R R s I S TSN B MRTIR RIS AR 2 R A, TR
NARRIG KRR AR R — . G ERR L N E N BRI R A SRR I A, Bt
ZAMEAC S EAE; AU LR AT A A TS (R 2 08 LB 22 /N, ST P R R 2%
5 HERSHEIR SR, SEIL A ST F R AR REULHD,  [RIIN Bl A SEIN BB . MLSE TR M AZ AL 46
AR AL ORI K BRI R —. E@L T “RINWE - 15K - +RAC 3G - B 8
(I SRAGIA I AL P > W DA B 1% WAT N, fEEEERR 2 h R . phalil eSS
P BRI BRI, ARk TARZ R eansd RV 2 T A S AR . XSGR R RN B,
AR NI S & I 5515 L (Meng et al., 2026). BEA E TR A B HARTEH T 65T (E 7 205
WHEMER. CIEMMIEE R A P RSB PR T A0 ue X 36 B it & i i i R T
RN, WUERN KSR L, T B B SR B DS X R BT SR IS, T A B S
FIOMEL . 3 U B A A58 PR R AE 7 B ok b AR 2 (Kang & Namkung, 2024). Jiie i A1 5 471 F)
WEFE B, phahE BAE R 55 SR AR W FEAUIAN Bk T ko . AR N . EATTR LAWY R R
T 9 0T R AT AT R, ARV B S I W SEAT R R S R, SR ELE . EAURCR AR
R [l AR R, IR RE IRV B IS, LA AT S T A SR (Luo, 2024).

2. IRpEAL
2.1. F# - BHLE - RB(S-0-R)EiR

XA IEH 2SR =B B RN AT HUACIRES AT SO . AR AL A EL A L
BRI AR Z N, WIRELRR. AR R, (2RSS . AIACRES W RE o, &
A OTRS . AL 7 BRI R R . AT D B T BT 2 2 A8 b B A S AEE A S B R A AT N o
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RZ W FHRIER], XANEISE M T ERIEY . A0 i B s KL, SRR 2O
RIS, X g R R AE AR R A, 2019). IEEBIFL IR, DUAIGSSEAE MRS R, 2k
SOME B8 G AR, BB DRSS, LRI 2% 5 7 A sl kAT 9 (Ming et al., 2021).

2.2. ERFHIERHMT)

IRBIHUEIEOR A OB RABIRYON, HREMEA L RE N M, a2 80
P REIRZ SRR RN XABISRE, EEERIRAH IR, T P AR R I
AL, A RRRT fhIhEE . IXMRE AR R U EL AR A5 BB R . TikTok Live %517 & Z T LA, &
FRPIOVENTH A FARREE . RERCRE T2 L TR E SRR R, L REE A S
I SEPRAE o BT TT 7 AR SIHLEER AT RS ke Z (AR sl 9247 O o 1 938 Tz 2 i o /e
e S A I S R . e B AL LR BT S RE AL 2K (Meng et al., 2026).

2.3. S FHETEIL(Social Presence Theory)

SRR, BRI S ORISR T AR B R R )] . TR EER, 2l
s, APRIZNRCR gttkss . EREMEIEE, FaRSS . EE L. MERAIEEAR,
P TR W E T BN SE 2 A iR . KRR W] LA 2 54T “ S dLse” i Hshik
K(Mingetal., 2021) XFAGRIIHAZNGIAEE, 7T LA EAIASE P AT E R, ISRk s R &, A
TIHESNH 22 7 L ph sl il SR (GRVR TS, 2019). BEFCIER, thaimd BAMAR A, X BRI bl I S5
BEA YR ARRAE R . T HIXAEREAR N 5, A €RMRZAAE T, ke, 2024).
AT A 2 LRI A B IR . X =M, # sl SR A B R
HIRIRAE o o, A58 PR 2R 52 U ER DR 3R SR, T 9438 Ja A P DS B 1R AF H (Gao et al., 2022).,

3. SMERRIME R MEhHBRRA R ML K

H RTAR 22 0 CA0A5 1A R A 4518 - LA EL 38 v (0 AR, 5 51 AT 93 o sl i SR O w3 2 1F
TR A F ol L 1T A A AN 3, EAR R P D B . IR AR I A
BT SEZR. DR (LA 5.

3.1. FEZER

AL Z 2 R sch s ERE AN R, Rl g SRR S ORI S AR S, EEARE
8 B0 A BT AR = AN DT I GRS, 2019). 15 BT ERARBLE ™ s A HEm . N, A
BHE . FE ARG ST LA S E S S DI RE TR K, IR BRI W SEIN AN E I el T 24T
TN Ail(Kang & Namkung, 2024). M BiHEFEFHEUE. =i ER. EBEZENE . Clid Ky
FB, P P AR B, 1hTH 2 SE R I B RTINS, 2019). SHUEREVERILE
ZROR LR SRR BT BAA5 T T B Rk Y B AL B RO TR SRR RS, AR S T B K RSB I TR (N go
etal.,2025). MRWBIFRR, SAHELZORARA I KB M . £ TikTok Live A5 AL 98 1) B
- E o, FEKR W ERR, Wl 2 A U 8 T8l B (Meng et al., 2026). AS[FIZEAY 131
XS I 2 R RS A —FE o TEE S VH 2 AL S B R SUEENE, T E ARG A7H 2 0
MU BT ARG I A 22 ) T LA B~ & BT SRS HE R B I 5

3.2. ERRE
HE) R EREMMBER LS HE AN R S . CaFErZ. MEag). B, S5
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TR EIRZ . FRA A BB v] DL 5 E 3R IR, WA IR B3 m] AR FE AR G708, P&
FEALR B B Dy Re v] LA Sl B (Ming et al., 2021). SZEF LA AT DA LI 9% % AL A8 R SRS 5%,
HH 3R A T 1 S ORI ISR, R B R OGRS (L et al., 2022). BB & & i BELAK R, )it
SR B ) R AR BRI SR 2, X R E LR AR IR B 7 S B R BE I B i (Huang & Suo, 2021). 75 ZEE
BINE, HIRERNMMEHERER. EaiRkZ Ry s EAEY, ki, 54,
HEFREM=J500, W25 R HE). HEKEE). ThREEs), Shshil S mspm R —fE. i RE
B 2 R R, AR B S AR B . XA EE AT DU B T o R
2%,

3.3. {REHSERE

BRI SR SR, AR SR [A) AR b A Dok S 2, BB RIS A . B AT
TGP BRESNEIE . X LSRN 2 ik S O A B, TR B A9 SE AR AR, AT B
WA A v B B ARSI RS IR R P B R SR BN, (A TE B P Bl S B
FEAE AR S, (R Itie ao 5 00 93 9% 57 155 28 Ok [ B e ik rh 3 ) S (Meng et al., 2026) . &AW 5T R, #7
FRE K, T 238 RS 5 P B3 B, TP D0 AE 6 IF i S5 B AR 360 PR 7 il B 0 2R HH (Safitri et al., 2025).
FEPRIN AT, T 2 AR AR D, R S b S, F AR I O BEAE i B T b EE A
ANE R M EA R, L2 A R, R R A R AL 2 P AF Hh % S 8 (Cengiz & Senel, 2024).
X EEAS RIS AL P ] DLACII, (IR B S M EE A0 PR = i RO R, B s T AR A A s A A
F=ih(Kang & Namkung, 2024) #7884 (RS SR 0E, e i B2 =yl 2 8 0 ol i OO EL IR RS2, TR 452 )
PREN SRR, IR R AR R 2 5 E N B (Sarwar-A Alam etal., 2019). Ik, {244 SmE A 2E
137 B LR RS2 300G E . BEARIESEFRRE . PRI HF 507 20, ORI e se 45 A 70— i,
G TR B 2R HESH AR .

3.4. TR

TR EIEI R PO, RS R BRSO 2 D B2 . IR i R E AR AN
M Tk AIERE SRS WG] ). BRI, TR RS FE A A A R R i W . R
PERISEANF7, AT ASRTHE 92 AO-O RS, RIRAEBEr 37 9% (Ming et al., 2021). Z HATE XK “ HL&K”
SRAERE, AR “SERM” Tk, BIMBLLNKIR, RIMGEIEWARE A IR, EEETRE. X
Tt BCSZIRAIA T, S (R A8 9 B3 7= AL 1 31 9% (Siow & Phang, 2025). 54k, F4BAIH 23 1040 E A2
BB, oW R . I EAITA RO ESRS, HE SO IR & (Lyu et al., 2023).
AUMEACAETEAN E R 5 AR, REW] SR v 908 e sl Sl . AT KBS HR I0 BE KT
SR A 7 TG G i, 32 T S e — AT B B Bl 34T 9(Gao & Liang, 2025)

3.5. BiEHERM

SRR R AU ELIE X T GE R B AU N BB A% O, 53 22 B2 IR R A
&, TR N AL, TR E R S0E AT T P L . BT T e SEBLRS
HEEE,  HS AL A A WL 0 F——F P R R AL RIRE AT 9 R, 7 R R AT 3145
ME T RIVEREAE, FRIR TR SR FORA . FIEHESEAE L, TP R 5 i Bk ah i 9% -
R N ARG R MBI, R R A B O, AT B g OB, SRR R B Sk
(18R 7€ (Adyantari, 2023). IXAREEIEN R T A0 20357, AT SR A OB s PR AL
(8] PRIV BRAT NI “ AR R AR BT S 0 B T R e B BB, 894k 1T SRSA I ()
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I BEAR 7 W P D SRR, AL Berh “xbEe. BB B A RIE R SRS R R A3 b i < RITI
P A, A B R SR TR R S0 AR HE S PR AN S R A APEROR R AR (B3 T MR AR 28
AR REE T P AR AL R AT HEIR R EOGER KN A, 2Lk Bl R R A ) b AR 1S A
RIS, B E AT R AR A TERIE 9 (Hu et al, 2025), iX—HLHI7E TikTok %°F & 134k, B 28
PR R R IR . SRS IE AR RO P B A A Aok, TR “HERE - LB - pPEhISE B sE s
a3, X AL Z RIS LUK B i et O 3 (4% e B A A LUE i (Jing & Phang, 2024).

4. DEERER: DRERSHXIEHRENNERS)
4.1, IREEEEE: TRBIBNEHIRRE

PR IR T 9 e BN I 77 A R TR 0 PRURR B, AL B Ak R P AR T BB TR IR
PRI A2 K, FEA BRI BRI s P 2 [ 2 h Al RIS, 2019). JERE 1M P EEPIER
J1, BSEAFIN AL, JRD B, TSI 2.tk B BRI S R EAAE S g, R
Wl 26 23 BRAR B Bedi i, ik NSE 25 5 vl 9% (Ngo etal., 2025). HE ¥R BIRG FERH HEEE L,
(1 R BN e P Y A VP 1 2 it i 7R

4.2. HRIGARIRE: HIERBIHHBRE

A7 BB R L S 4 NI SEAE A B2, B REEME B IGHE. WA A 7 I5
AT THFEMA T 2847 N(Ming etal., 2021) . “F & IfG3HE R . i%E S HARARR T, © e & HE L
JERAEAT IR, ol T 2 T SRS o« AR I 7 ek B e . DS N B EAR S B, fEER IR SRR T,
BRGNP E NGO HE, BRI %, 8, 2022). ERRIEIZESR B 5B A A E5) LA
AR, XFPoRir S BRI SRR, TEARIG A i BRSO R . B AR R 2 U fr T 3
BT IPEh L B PR AE P o E0t R A BRI, X B A SRR AR AR B K. T T i ) T
PEE, WA Z B R ERBIF 0 (Zheng et al., 2025).

4.3. ILRAFLE 51t TIRAREZ EER

O IRUAR TG M AZ i 7 AN R SR A TR, BT AR . ELARIN S . A b R L iR A 06 2
BETIRERAT, RGN 3% T R S A P N TR o T o i MR 360 117 R RO BN ST 1 /2K
Nk M P s AU B2 B AL AR AR o 1 R IR AR X P 2R R AR 2 (A B 1 BB R E ] . BG4
2[RI SRR AR IS ANAEAT RGN, TR RRRE IO FRIEIR, S AR i 22 b sl 2% FmT BE(Meng etal., 2026;
Ngo et al., 2025).

5. ADHEERE: MERSHEERRNAOFER
51. MEERTE

MEZEFRZFW NN SR M EHE RN AR E R, FERIABLETT A A ANFEAFREF O
HRF R AT . EEYETT 0, AR R 2 B 8 eSO S i 3 SR JR AR B8 T SR )RR
Horb b i g i s Ak B BRI IR J0, IS5 O U ARIS X R 3R I IK SN, TR A SR A A B
FEAZ 2R R BN S R BURCGETR IR TS, 2019; BHIEEE, XINE, 2022). FEAN ANFEAFHIEA, SRR AH: 5 ) 2
AL . Z A B I PTIR BN AT S e 2 B ey, b 3lvl B AT s e W v T M AN . 22
P oh B AR T PR T SR B 1 45 TR A A2 A5 5 S iU (Meng et al., 2026). 7EOFIRFR A1, FRET. B
Tl ae ey LR EER R R . FNEE ORI N, A SR8 AR 3 5 4
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HREZTIIN, S G ORI AR S 25 52 md . T B FRAEwae J1aR i N, wT DU R0 b i3
#%(Meng et al., 2026; Ming et al., 2021).
52. BIESXUHTER

HMERIR LA SO TS S OB A SR R AE LR, R EAAES R AL S R SR R AT
Mo 2R Ryl 23 OB R . et B M5 I ) 232 1O P2, SEARSEDTIR BRI 1 28 R 12
HEE . K, RS, 2 RKEA IR R B, ERE R Sk
T SR 3 ZARIUAE AR ST RN N ST X ) b o PESEAARST A A, AR — 2 I S ) AR KR B B I
FEN NS, NTER B NRUURERZ M B Sk E K FE(Meng et al., 2026). &5 i B2 520 TH
PWHLH], o0 Z R IAERAM BT & SEa Bk e B UM ER- Gt &
EIREIE S AR B YE, A ISR G R EOR, AR G BT S R, KR
BERF6) UL B el s B oy, S FIE N EINERE, A R B HERS, HME DU s
WL LTRSS . A BRI B 6, IR ERAEHE K. MR a, BEEERNE
AR R RS . RN, FUEHERMER L . SRS a R, W 9% & 1O
PR S 1R 58 (Zheng et al., 2025).

6. BB SRR

B SCAHIE FURE— AP AUE B, M0 A HORD O B R AR AE AN [ SCAR AR #05&E 5 TR I AR B SCAG S S5 m
TEGEMR T S0, HAZ WG 3 BRI TR M AN 6 b sl 3 B (s e B B . SRR o “ 2 A
IEAENG S IR RBERNG AR 7R, b Re it — D3R I SEH AL 3 (Huo et al., 2023). 7EAN AN FE XM H, JH 2
HEEREEPHER RSN REAH QR0 E SRR DU, X HESIAATTE 3 e R )
F FHSE 58 (Meng et al., 2026).

7. IRBRSKRRRE
7.1. BAMRNEZRR

BRI R CLH TIRZ R, BIAELDNEEAL: B, HEAMEREAE. K2
WHFE IR T (E e, BEAR R BAR R fE RS E E X AE R A, DL Z O, RASGERZEN Kk
NFEARSE o T HLES SCAXT LEBFTEAN 2, ARMEARIAS [F) AT Z 18] B B ML 22000 o 58—, AR A E PR R O%
Fo DIAWTFUNZ REREII A, MELUE AR Z R B SC R . 1 HAKEE B BRI S SR SR, &5
MBI R 22, SRR HERTE. 25 =, SUDEORIEEITIIORT L. BEE AL B LR, FIAE
FEREROARI AL, REEEART O AR A I A LS B e Wt Fe . R, HoRl
IR AOAC B ), beanid BEVG 0 9% . MERFEAASE, Mok/DRIROTE. S0, XL F 51wt A
T o BUA W FUR 528 5 1) 70 M BRI, 50 385 22 A 19 BRI R I S R AE o i EL X 7 i 2 iy e 38
P FERNE N ZOREA L, RSB U W vl SRHLBI & Va5 1, Wikt —. K
LRI TR RIERT %, S BVEDT FORRA BT LS. I, AEREE . AT 98 2 U
FIAIANZ ARSIl BEH 9 Do B AR AL

7.2. RFEMFRGE

BT ERFIR, AR LR AR IR T, SRR ER BT 5 525w 7T, AL
R ERK R JRREART R, PIARFEER . N ST SRR, SRR sN UL fle
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ZVREARAT e AEBEEE . FGEER), e BB, SR R U AR IR S A S I I K
AL RN BRI, 730 ALEMLER . e N7 o i RS H B DA%
ARSI AR, PR SR HER A BRIL F, B FU AR e i A M A 28 S 2R s, B YA 5
KWLM ENTE 3% TR Z EHLRI RS 8T, MEBEHA, PRI OUR AR 5 A I 7 I S BN
FEA AR, RN 2 AR RGN, BT S S SIS ER . 7 iR 5P
SRHERI PR TR s S0 T B TT, JT RN S ECy R IR B A W, BRI Uiy 35 B 3 3 R
THEH A RN, ST HIIEHIRE S, T A RMEEE R, B AR s S S TR E
R, SRR IR ISR, W a5 AR, D9 S B IR SRR S8 noi
PSS ST B LB T, s SCAOMEDIL BTR 2 520, B AN R SE R BT 6 (R AR WA 2R B L ]
5, NrEEFEERME S WEPNARE, JENMFR . &S5RI P AR hEhiE %R
SN, PRI, R ALSKEH AN EAHERE 5 L RRRR R 0 RO FILAD, DU 52 56 R T
JAT AR P B B S R

8. &t

ASCRN G BT 7 AU EL IR T o 3l 2% B L] S 52 m kA . WEFCR L, SR, T
B (R E SR LR A BRI R R, Sl O AR B A I X 2 B R AR, R
WRER AR FVE T, (R A8 2 B B v ahii ot . MAZESR . il S ST SR ER R, &
XX R A B R AR, KRR R sh il B A Ak A . AW e e B e b, B T AU E
TR B ORI - DB - AT BEAIEER, SR B A B AR A SR AN, D
VBTN R AT N BB A R, DR ARSI TR B T I B S 0 ST A . fESERR L
TS5 Roa] DA B ELRR s P S I sttt SRJH A AR . TR EE, RRE SR R
25 N R OUE A CLYER P TR BOF BRI 0% 57, FAATDRE B30 fhA% O IHIR IR K2 1 4E 3~8 204,
ERCH R AR RAE, IR RS I, Rk AR AR AR R E N 1.5~3 7
B, DR TR AR A i P i S Sttt ek, BRI S L aid & 5k 1A Bt 3k, Pk Hahid
G P EUYURBIAS [RIN ) 00 B4 1] D) SRAR AR R, s R K - SO Sl 7 B RIEHIAE 3 P L,
FHREM EEBRE . BB OIHREIIRE, B R ARG, RO TR FESE, Ak
TR BN A RIS SRS BB, AR iR L R R I Bl 2 B LSRR, 7R UL B B Bod
FERTT BB, SEIUR RS 5 BRI (0 ah 2 1. Dy dblk il e A e H & 00K B3 8 4 7 KRS
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