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Abstract: Consumers’ personality traits are key factors in understanding consumers’ choice and
acceptance for health innovations in food products, in particular, food neophobia (FN). The patty
product as a traditional pork product (TPP) with two innovative traditional pork products (ITPP)
from the untapped pig breed (Porc Negre Mallorquí) in Spain were analysed. Patties were enriched
with Porcini (Boletus edulis) using the claim “enriched with a natural source of dietary fiber Beta
glucans that may contribute to improve our defence system” (ITPP1) and enriched with blueberries
(Vaccinium corymbosum) using the claim “enriched with a natural source of antioxidant that may help
to prevent cardiovascular diseases” (ITPP2). Two non-hypothetical discrete choice experiments were
applied to investigate the importance of FN in consumers’ purchase intention (PI) and willingness to
pay (WTP) before and after tasting the products. Results showed that the TPP and the ITPP2 received
higher than expected PI and WTP. However, after tasting the products, consumers exhibited lower
WTP for all ITPP showing the prevalence of the sensory experience on health innovation. The FN was
highly related to WTP before the hedonic evaluation. However, it turned out to be non-significant,
showing a homogenising role of the sensory experience in reducing the FN impact.
Keywords: food innovations; hedonic evaluation; non-hypothetical discrete choice experiment;
food neophobia; patty; untapped pig

1. Introduction
Food health innovations are becoming determinant factors affecting consumers’ food choice.
Consumers’ preference and acceptance of food innovations are multidimensional and rely on a
mixture of the product intrinsic and extrinsic cues, expectations, socio-economic characteristics, and
attitudes [1,2]. Personality traits [3], in particular, food neophobia (FN) [4,5] is one of the most relevant
key factors. FN is an individual-specific trait [6] that describes human unwillingness to consume
unfamiliar food [7]. Although FN has been examined extensively in recent decades [8], the study of
the relationship between FN and consumers’ food purchase intention and willingness to pay in a “real”
context still limited [9]. In general term, research that associated the FN trait to food choice have used
hypothetical survey frameworks. Accordingly, consumers are asked about their purchase intention (PI)
and preferred food choice in which the product price did not influence their answer. Surveys may, in
general, suffer from the hypothetical bias which reflects the old saying: “there is a difference between
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saying and doing” [10]. Allowing surveys to be consequential to respondents using non-hypothetical
frameworks is an ex ante approach that may reduce this bias [10].
On the basis of the Ajzen’s theory of planned behaviour, ref. [11] analysed in a hypothetical
survey the PI of organic food and FN in Taiwan. This study considered the price in an aggregated
approach by estimating an interaction term between price and FN. Results showed non-significant
associations. Ref. [12] analysed the PI with a hedonic evaluation test for health claims using FN as
moderator. Results showed a secondary role of FN in constructing the consumers’ final purchase
decision. Ref. [13] highlighted the importance of price in the consumer purchase decision and stated
that consumers may purchase the product they like less due to its lower price. Accordingly, when
consumers face a purchase situation they may choose on the basis of some product cues or information
(health, convenience and price . . . ) but “actually prefer the food not chosen”. Therefore, consumers
may trade off and compromise some products’ attributes if the product is cheaper.
Within this approach, it is relevant to analyse the role of FN when associated to the PI and
willingness to pay (WTP) when the price information is available, in particular in non-hypothetical
framework. Ref. [14] analysed the importance of FN in a more realistic PI for local innovative food
products, introducing the product price as a relevant attribute but using a hypothetical experimental
approach. Ref. [15] in a non-hypothetical experimental auction have associated the FN trait to
consumers’ willingness to pay for traditional salami under a different information context and
tasting with non-significant results. The hedonic evaluation is a relevant factor tightly related to
FN traits. Consumers with high FN tend to exhibit low expected liking for unfamiliar products which
is associated to the expected unpleasant taste [16]. Ref. [17] in a non-hypothetical multiple price list
approach have found that high levels of neophobia negatively affect the WTP for insect-based products.
In all cases, there is lack in consumers’ studies that relate FN to the consumers’ non-hypothetical
purchase intention and willingness to pay using the choice experiment approach that simulate real
purchasing situations with “real” money and products.
In this context, the objective is to analyse the impact of the FN trait on consumers’ non-hypothetical
PI and WTP using the non-hypothetical discrete choice experiment (NH-DCE) method simulating
real purchasing scenarios before and after tasting the product. For that purpose, we created several
non-hypothetical purchase scenarios using a D-optimal choice design by involving real products and
money to ensure the consequentiality of the consumers’ decision. The patty product as a traditional
pork product (TPP) with two innovative traditional pork products (ITPP) including health innovations
and claims were used. The products were obtained from the untapped and local pig breed in Spain
(Porc Negre Mallorquí) that fit within the measures that aim to protect the local, autochthonous and
untapped pig breeds by creating added-value products that meet consumers’ preferences and market
demand [18]. The first innovation was to enrich the patties with Porcini (Boletus edulis) as a natural
source of dietary fibre (Beta glucans) using the claim “enriched with a natural source of dietary fibber
that may contribute to improve our natural defence system”. The second was to enrich the patties with
blueberries (Vaccinium corymbosum) as a natural source of antioxidants using the claim “enriched with
a natural source of antioxidant that may help to prevent cardiovascular diseases” [19–21].
This paper contributes to the existing literature of consumers’ FN in two aspects. Firstly, at the
methodological level, it contributes to the very scarce literature that relates the FN to the willingness to
pay and purchase intention, using real shopping scenarios with tasting experience. Before purchasing
a new product, the extrinsic attributes are the key factors that infer its quality [22]. However, when
tasted, consumers are able to construct an experience of quality that may affect their purchasing
decision. To our knowledge this is the first study applying the NH-DCE with labelled choice design
that associate the FN to consumers’ preferences and acceptance. Secondly, at an empirical level, as
commented on by [23], it contributes to re-testing the reliability of the FN scale and critical assessment
of items still valuable. While the FN scale was tested and validated in several languages, this study is
an opportunity to make the scale accessible in the Catalan language.
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2. Material and Methods
Our theoretical approach relies on the expectancy-disconfirmation model [24] and in part on the
total food quality model [25]. It involves a comparison between the cognitive state (expected PI and
WTP) prior to an event (hedonic evaluation test) and the subsequent cognitive state (experienced PI
and WTP) after the event. According to this approach, many characteristics of a food product cannot
be discovered before purchase. Consumers develop expectations about its quality when making a
food choice [22] and they rely on its extrinsic attributes to deduce its quality. Once the product is
consumed, these expectations may change. If the experience matches the expectation, confirmation
occurs, which results in satisfaction. If there is a mismatch, a positive disconfirmation may occur if
experience improves expectations and a negative disconfirmation may occur if experience worsens
expectations. The experiment was carried out in three-steps:
1.
2.
3.

Firstly, in an initial questionnaire, a NH-DCE is applied to assess consumers’ non-hypothetical
“expected” PI and WTP.
Secondly, in a further questionnaire, an informed hedonic evaluation test of the same products
from the first step was carried out.
Thirdly, the initial questionnaire with the same NH-DCE was repeated to assess consumers’
non-hypothetical “experienced” PI and WTP and to analyse the role of the hedonic evaluation in
determining the consumers’ final decision towards the proposed innovations and its impact on
the FN trait.

2.1. Consumers’ Sample
Data was collected from 121 consumers having purchased and consumed the patty product
during the last month and stratified in terms of gender and age according to the population of
Catalonia. A quota sampling procedure was used. The experiment was conducted in Barcelona (Spain)
during February 2017. The Catalan region was selected due to the closeness of this region to Mallorca
(the origin of the untapped pig breed) as it was considered the closest biggest market to the proposed
added-value patties. The sample size was adjusted to what is commonly used in the literature of
consumers’ acceptance studies [26]. The budget and time constraints, the availability of real products in
the proposed purchasing scenario, and the processing time were highly limiting factors to increase the
sample size. Therefore, results should be taken with care if extrapolated to population by highlighting
the exploratory nature of this study.
Consumers were motivated and economically compensated to participate with 25€ per respondent.
We clearly explain to them at the beginning that the money they would get at the end of the experiment
is the monetary equivalent to the time they spend by participating in the experiment and, therefore,
they should consider it as part of their available income and not as a gift [27].
Each experimental session lasted approximately 1.5 h. Table 1 represents a summary of the
sample description. The experiment was approved by the ethic committee of the Centre for Agro-food
Economy and Development and was conducted according to the ethical principles expressed in the
Declaration of Helsinki with a specific care on protecting personal information according to the new
European regulations. Before conducting the experiment, the participants signed a consent form
and received an explanation of the experiment which was read to them aloud and projected using
PowerPoint before starting in each case study.
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Table 1. Summary of the socio-economic and demographic variables.
Gender

Age categories

Family members
% with children <12 years
Number of children <12 years

Household monthly net income
compared to the average

Household monthly food
expenditure compared to the
average

Female
Male
18–29 years
30–39 years
40–49 years
50–59 years
>60 years
Average
Yes
Average
Far below average
Below average
Average
Above average
Far above average
I don’t know
Far below average
Below average
On average
Above average
Far above average
I don’t know

48.76%
51.24%
12.40%
21.49%
26.45%
22.31%
17.36%
2.92
19.83
1.46
18.18%
26.45%
32.23%
18.18%
2.48%
2.48%
5.00%
21.67%
26.67%
38.33%
5.83%
2.50%

2.2. Products and Innovations
The first ITPP1 in Spain was obtained by enriching the patties with Porcini (Boletus edulis) as
a natural source of dietary fibre (Beta glucans). The second one (ITTP2) was obtained by enriching
the patty with blueberries (Vaccinium corymbosum) as a natural source of antioxidants. The main
criteria used in the election of each innovation were: (a) the relevance of the innovation in tackling
with the most relevant consumers’ health concerns. The proposed innovations may contribute to
disease prevention related to preventing cardiovascular diseases related to the consumption of natural
antioxidant [28], (b) the capacity to include the innovations and produce the ITPP at small scale for the
experimental performance, (c) the ability to afford the production cost due to budget constraints and (d)
the availability of meat or products taking into account the limited resources of the untapped breeds.
The TPPs and the ITPPs produced from the untapped breed were compared with two additional
products obtained from commercial pig breeds. The first product was with “conventional quality”
(CONV) that met the standards and the minimum requirements of the production process with
relatively “normal” or low prices. The second product was with “premium quality” (PREM) that
goes beyond the minimum standard and quality requirement with relatively higher prices. Both the
CONV and the PREM products were produced to ensure homogeneity in the production qualities
when compared to the TPP and the ITPPs.
2.3. Analysing the Non-Hypothetical Purchase Intention (PI) and Willingness To Pay (WTP) for Innovative
Pork Products
We used the Non-Hypothetical Discrete Choice Experiment (NH-DCE) methodology to analyse
consumers’ PI and WTP, measured before and after a hedonic evaluation test. The previously defined
pork products (TPP, ITPP CONV, and PREM) were jointly presented to respondents in an array
of repeated simulated purchase situations (cards) at different price levels. The “NONE” option
(i.e., neither of them) was also included to be consistent with the demand theory and to make the
choice task more realistic as this option is available when shopping. Respondents were asked to select
the product that they would purchase for sure in a simulated market situation, thereby revealing their
preference for certain characteristics of the products. Each product type was assigned four price levels.
The product format was a tray of 250 g with 2 patties. The price levels for the TPP were (3.00 €, 3.75 €,
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4.50 € and 5.25 €), for the ITPP1 (3.00 €, 3.75 €, 4.50 € and 5.25 €), for the ITTP2 (3.00 €, 3.75 €, 4.50 € and
5.25 €), for the CONV (2.00 €, 2.50 €, 3.00 € and 3.50 €) and for the PREM (3.00 €, 3.75 €, 4.50 € and 5.25 €).
For the CONV and PREM products, the price levels were identified by analysing the lowest and highest
values in the market place. For the TPP, ITPP1 and ITPP2, the price vectors were not determined by the
actual prices of the products because they are not yet commercialized. However, they were identified
by unobserved demand curves on the basis of prior knowledge concerning the additional production
cost and the expected maximum willingness to pay for these types of product [29].
We defined eight purchase situations by means of a D-optimal fractional factorial labelled choice
design [30] with D optimality of 83.34% using the Ngene software [31]. The choice sets and the
questionnaire are available in the attached Supplementary Data File. To ensure the non-hypothetical
nature of the experiment, before the NH-DCE questions, participants were informed that one product
will be delivered from a randomly selected purchase situation. Consumers were also informed that all
the products are “real” and produced to be “sold” at the end of the experiment. The non-hypothetical
nature of the experiment implies an interchange of money and preferred products for all participants
if they agreed to participate. Firstly, we randomly select which NH-DCE is binding (i.e., before or after
the hedonic evaluation) by having one of the participants draw a number out of an envelope from 1
to 2. Secondly, we randomly select which choice situation is binding by having one of the participants
draw a number out of an envelope from 1 to 8. Once the randomly purchase situation is identified,
consumers were requested to look for their answers. If the NONE option was selected, no product is
delivered and consumers were invited to leave the experiment room. If consumers selected any other
product, they were asked to pay its posted price and to take their selected product.
The DCE relies on Lancaster’s theory of value [32] and on the random utility theory (RUT)
of [33]. The individuals choose among the product, in a purchase situation, according to a utility
function with two main components: a systematic (observable) component and a random error term
(non-observable):
Ujnt = Vjnt + ε jnt
(1)
where Ujnt is the utility of product j to subject n in choice set t, Vjnt is the systematic component of the
utility and ε jnt is a stochastic term. In our case, the utility function for product j can be expressed as:
J

Vjnt = β j .ASCjnt +

∑ α j .Pjnt

(2)

j =1

where j are the TPP, ITPP1, ITPP2, CONV, and PREM products. Pjnt is the jth product’s price for
consumer n, β j are the coefficients of the alternative specific constant for each product j and consumer
which represents the marginal utility of the product j. α j are the coefficients representing the effect of
the jth product price on the utility for another jth product.
To predict the subjects’ choice for a product, we used the random parameters logit (RPL) model.
In this case, the coefficient vector of the ASC (Alternative Specific Constant) is decomposed as
β j = β j + σj λnt , where β j is the estimated mean of the ASC and σj is the standard deviation of the
marginal distribution of β j and λnt is a random term assumed to be normally distributed with mean
zero and unit standard deviation. The price coefficients are considered as fixed parameters to ensure
that the estimated total WTP is normally distributed. The WTP of a product j versus the baseline
alternative NONE is calculated as the negative ratio of the ASC coefficient to the price coefficient of
the same product j [30]:

WTPProduct j Vs. No-option = −

d
d ACS jnt β j .ASC jnt
d
d Pjnt α j .Pjnt


βj
=−
αj

!

=

β Product j
αprice j

!
(3)
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Finally, the Krinsky and Robb parametric bootstrapping method was applied to calculate the
confidence intervals of the WTPs with 1000 random repetitions using NLOGIT 5.0 software.
2.4. Measuring the Food Neophobia (FN)
Recently, ref. [23] carried out a review in which they reported 13 instruments to measure FN.
While they did not identify a superior measurement tool, they mentioned that the Food Neophobia
Scale (FNS) developed by [4] is currently the most widely used psychometric tool to investigate FN
and to predict consumers’ response towards new food products [5,34]. This scale consists of five
positive and five negative statements (Table 2) towards different situations of food consumption, using
a 9-point Likert scale with the following categories: “disagree very strongly”, “disagree strongly”,
“disagree moderately”, “disagree slightly”, “neutral: do not agree nor disagree”, “agree slightly”,
“agree moderately”, “agree strongly” and “agree very strongly”. The original scale version was
translated into the Catalan language and tested for the comprehension of the items in a pilot sample
of about 10–16 consumers. Some items and words have been adapted and improved to ensure
comprehension. The internal consistency and validity of the scale was measured by Cronbach’s Alpha
and principal component analysis (PCA). The individual FN score was calculated by summing all the
ratings of positive statements with reversed scores of negative statements [35].
Table 2. The Food Neophobia Scale (FNS) scale.
1. (R) I am constantly sampling new and different foods
2. I do not trust new foods
3. If I do not know what a food is, I will not try it
4. (R) I like foods from different cultures
5. Ethnic food looks weird to eat
6. (R) At dinner parties, I will try new foods
7. I am afraid to eat things I have never had before
8. I am very particular about the foods I eat
9. (R) I will eat almost anything
10. (R) I like to try ethnic restaurants
R: Reversed.

To assess the FN association with the non-hypothetical PI and WTP, we carried out two-step cluster
analysis (TSCA) rather than splitting the FN scores into tertiles as proposed by [35]. The classification
procedure was based on the log-likelihood measure that places a probability distribution on the FN
score to identify the optimum number of the cluster by identifying the corner change in the values
and thus the “natural” grouping of consumers. The silhouette coefficient was used to test the cluster’s
quality extraction.
2.5. Measuring Consumers’ Expected Liking and the Informed Tasting Test
The expected liking of the TPP, ITPP, CONV and PREM was obtained using the direct numerical
probability elicitation method [36]. Consumers were asked to state their expected liking in a
probabilistic way ranging from “0%” where there is no chance that they would like the product
to 100% where they are sure that they would like the product. Later an informed hedonic evaluation
test of the TPP, ITPP, CONV and PREM was carried out following the protocol presented in [37].
Samples were grilled at 165 ◦ C to an internal temperature of 70–75 ◦ C and cut into quarters and kept
at 25 ◦ C until tasting. The overall acceptability of the products j (TPP, ITPP, CONV and PREM) was
assessed using the 9-point hedonic scale ranging from “I extremely dislike” to “I extremely like”.
The products’ valuation was conducted in individual booths. Consumers were instructed to eat
unsalted toasted bread and drank mineral water between samples [38]. Each product sample was
assigned three digit random numbers and presented to consumers in random order according to a
randomized complete-block design. They were asked to taste the products to taste with an information
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sheet that should be carefully read. The information that describe each product was similar to the
posted on the products in the purchasing scenarios regarding the innovation type, the health claim
and the pig breed. They were asked to taste the products and identify which product they are tasting
(informed liking).
3. Results
3.1. The Non-Hypothetical WTP and PI for Food Innovations in Pork Products
Two RPL models were estimated before and after the hedonic evaluation test (Table 3). Results
showed that at a 99% confidence level, we can reject the null hypothesis that all coefficients are jointly
equal to zero with a highly acceptable goodness of fit (McFadden’s pseudo-R2 ). The positive/negative
sign of the coefficients implies higher/lower levels of utility associated with the products, and thereby
with their characteristics. The model estimates showed that almost all coefficients are statistically
significant. All the estimated standard deviations of the random coefficients (ASCs) were highly
significant, confirming the suitability of the model. However, estimates before and after tasting the
products cannot be compared due to the scale parameter. Comparisons can only be evaluated at the
WTP level using the Poe test [39].
Table 3. Random parameters logit (RPL) models before and after the hedonic evaluation test.
βs

RPL
Expected

Experienced
Random βs

ASC-TPPβ1
ASC-ITPP1β2
ASC-ITPP2β3
ASC-CONVβ4
ASC-PREMβ5
PRICE-TPPα1
PRICE-ITPP1α2
PRICE-ITPP2α3
PRICE-CONVα4
PRICE-PREMα5
S.D. TPPσ1
S.D. ITPP1σ2
S.D. ITPP2σ3
S.D. CONVσ4
S.D. PREMσ5
Pseudo R2

4.77 ***
4.00 ***
4.64 ***
3.06 ***
4.95 ***

6.40 ***
3.25 ***
2.06 ***
2.63 ***
3.29 ***

Non-random αs
−1.36 ***
−1.77 ***
−1.27 ***
−1.25 ***
−1.28 ***
−1.19 ***
−1.12 ***
−1.01 ***
−1.38 ***
−1.22 ***
S.D. σs of random βs
3.31 ***
5.13 ***
2.43 ***
3.48 ***
2.87 ***
5.68 ***
2.74 ***
3.95 ***
3.52 ***
5.19 ***
0.33
0.45
*** p < 0.01.

Following Equation (3), we estimated the expected and experienced WTPs. Results (Table 4)
showed a positive expected preference, in general, of the new products proposed from the untapped
pig breeds and the innovations. The expected WTP showed the highest values for the TPP compared
to CONV. However, the expected WTP for the ITPP1 (patties enriched with natural source of dietary
fibber) was similar to the CONV product and the expected WTP for the TPP and the ITPP2 (patties
enriched with natural antioxidant) was similar to the PREM product.
After the hedonic evaluation, the expected WTP (3.48 €) for the TPP were confirmed by the
experienced WTP (3.60 €) where a non-significant difference was identified. The hedonic evaluation,
in this case, had no significant impact on consumers’ WTP and preference change. For the ITPP, results
showed that after the hedonic evaluation the expected WTP was negatively disconfirmed (decreased
significantly). Consumers expected more from the proposed innovations in terms of taste and therefore
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the hedonic evaluation played a relevant role in determining the final preference patterns. In this same
context, consumers expected more for the PREM and preference was only confirmed in the case of the
CONV product.
Table 4. Willingness to pay (WTP) and purchase intention (PI) before and after the hedonic
evaluation test.
Products
TPP (Purchase Intention, %)
Analysis of variance (ANOVA)
TPP (Willingness to Pay)
Poe test
ITPP1 (Purchase Intention, %)
ANOVA
ITPP1 (Willingness to Pay)
Poe test
ITPP2 (Purchase Intention, %)
ANOVA
Willingness to Pay
Poe test
CONV (Purchase Intention, %)
ANOVA
CONV (Willingness to Pay)
Poe test
PREM (Purchase Intention, %)
ANOVA
PREM (Willingness to Pay)
Poe test
NONE (% selected)
ANOVA

Expected
Before the Informed Tasting

Experienced
After the Informed Tasting

14.6% y

21.8% x

Positive Disconfirmation
3.48 € ***a
3.60 € ***a
Confirmation
10.8% x
10.5% x
Confirmation
3.13 € ***b
2.59 € ***b
Negative Disconfirmation
18.7% x
18.6% x
Confirmation
3.60 € ***a
1.73 € **b
Negative Disconfirmation
24.6% x
21.8% x
Confirmation
2.72 € ***b
2.60 € ***b
Confirmation
19.3% x
14.9% y
Negative Disconfirmation
3.57 € ***a
2.69 € ***b
Negative Disconfirmation
12.0% x
12.4% x
Confirmation

Within each case-study, products with different superscript letters in rows (x,y) differ (p < 0.05). a, b, refer to the
difference across products by column at 95% confidence interval. *** p < 0.01.

The PI in Table 4 was also calculated by summing, for each product, how many times the product
were chosen as the most preferred one in all purchase scenarios. Analysing the expected PI, results
showed a relatively low rate of preference for the TPPs and the ITPPs compared to the CONV, PREM
and NONE alternatives. However, the estimated share of all products from the untapped breeds
showed a potential preference at market level. The expected PI for the TPP jointly with the ITPPs had
44.10% of the total selections.
The impact of the hedonic evaluation on the expected PI was heterogeneous. The expected PI for
the TPP increased (positive disconfirmation). However, the purchase intention remained unchanged
for the innovative products (ITPP1 and ITPP2). Comparing the impact of the hedonic evaluation on the
WTP and the PI, results (Table 4) showed some foreseen divergence. This is because the fact that the
product with the highest PI does not necessary imply the highest WTP [30], since the products were
presented with different price levels. This outcome shows the importance of considering the product’s
own price and that of their competing counterparts when analysing preferences and understanding
consumers’ reaction to food innovations.
3.2. The Food Neophobia Trait
The internal consistency of the scale (Cronbach‘s Alpha) was 0.847, demonstrating highly
acceptable validity level. Before estimating the FN score of each respondent, we first checked for the
factor structure of the FNS using PCA. Two factors were identified. The low food neophobic factor
(F1) and the high food neophobic factor (F2). In general, the PCA correctly separated the positive
items from the negative ones, thereby, confirming the suitability of the FNS to describe the FN trait.

Nutrients 2019, 11, 444

9 of 15

However, not all items were classified as expected within the PCA. Item 9 and the item 8 were not well
associated to the expected factors. Therefore, a new PCA was estimated after discarding both items
whose results are presented in Table 5. The goodness of fit and the consistency of this PCA significantly
increased after dropping items 8 and 9.
Table 5. The principal component analysis (PCA) and individual FNS score after dropping items 8
and 9.
The FNS Items
Item 1 I am constantly sampling new and different foods
Item 4 I like foods from different cultures
Item 6 At dinner parties, I will try new foods
Item 10 I like to try ethnic restaurants
Item 2 I do not trust new foods
Item 3 If I don’t know what a food is, I will not try it
Item 5 Ethnic food looks weird to eat
Item 7 I am afraid to eat things I have never had before
Explained variance (%)
Total Explained variance (%)
KMO Test
Bartlett Test (significance)
NFS score
Std. Deviation
Min.
Max.

F1
0.76
0.88
0.75
0.86

F2
−0.20
−0.18
−0.15
−0.21

−0.28
0.04
−0.47
−030

0.77
0.78
0.59
0.73

38.4

27.6
66.0
0.794
441.6 (0.000)
27.68
10.56
8.00
72.00

As previously commented, for the estimation of consumers FN, the individual FN scores were
calculated by summing all the ratings of positive statements with reversed scores of negative statements.
Results (Table 6) showed relatively low FN levels. Results of the two-step cluster analysis showed three
natural clustering structures (Table 6): the low neophobic cluster (Low FN C1), the neutral neophobic
cluster (Average FN C2) and the high neophobic cluster (High FN C3). The average silhouette measure
of cohesion and separation showed a good cluster quality with 0.7 value.
Table 6. Results of the two-steps cluster analyses using the adapted FNS.

Cluster 1
Low FN C1

Cluster 2
Average FN C2

Cluster 3
High FN C3

Size (%)
Consumers number
FNS score
Standard deviation
Size (%)
Consumers number
FNS score
Standard deviation
Size (%)
Consumers number
FNS score
Standard deviation

20.0%
24
13.67
2.47
34.2%
41
23.16
2.95
45.8%
55
36.60
6.06

3.2.1. FN Association with the Non-Hypothetical WTP and PI
The association of consumers’ FN and the non-hypothetical WTP and PI are presented in Table 7.
Comparisons were reported only between low and high FN clusters to better highlight the FN role.
Focusing on the TPP, low FN consumers showed higher non-hypothetical PI compared to the high FN
ones. However, non-significant differences were found. Analysing the expected PI of the innovations
(ITPPs), a clear tendency was identified where low FN consumers exhibited higher percentages than
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the high FN ones with statistically significant differences. Food neophobic consumers showed some
reluctance regarding the innovative pork introduced in the patty product.
Results showed that the low FN consumers showed the highest expected and experienced PI for
ITPP and the TPP compared to the high FN consumers. However, significant differences were found
for the expected and experienced PI of the ITPP2 (31.77% compared to 14.32% and 27.60% compared
to 16.76%, respectively) but only for the expected PI of the ITPP1 (12.50% compared to 7.27%). An
additional finding is related to changes that occurred to the expected PI after the hedonic evaluation
test and their relation to the FN. The hedonic evaluation mitigated the difference of the experienced PI
between the low FN and the high FN consumers for the ITPP2.
Table 7. Food neophobia and the non-hypothetical WTP and PI.
Expected
Before Tasting
Low FN size

Purchase Intention

WTP

24 consumers
TPP
ITPP1
ITPP2
CONV
PREM
NONE
TPP
ITPP1
ITPP2
CONV
PREM

17.71%
12.50% a
31.77% a
18.75%
15.63%
3.65% b
3.87 € a
3.60 € a
4.60 € a
2.71 €
3.52 €

TPP
ITPP1
ITPP2
CONV
PREM
NONE
TPP
ITPP1
ITPP2
CONV
PREM

16.16%
14.63%
17.07%
25.30%
17.68%
9.15%
3.71 €
3.50 €
3.71 €
2.87 €
3.54 €

TPP
ITPP1
ITPP2
CONV
PREM
NONE
TPP
ITPP1
ITPP2
CONV
PREM

12.27%
7.27% b
14.32% b
26.59%
22.05%
17.50% a
2.88 € b
2.88 € b
3.34 € b
2.86 €
3.68 €

Average FN size

Purchase Intention

WTP

WTP

26.56%
12.50%
27.60% a
20.83%
8.85%
4.10% b
4.31 €
2.70 €
2.34 €
2.90 €
2.77 €
41 consumers

High FN size

Purchase Intention

Experienced
After Tasting

21.68%
13.27%
17.80%
15.86%
21.68%
9.71%
3.38 €
2.79 €
1.86 €
2.01 €
2.89 €
55 consumers
20.42%
11.97%
16.76% b
20.42%
14.93%
14.93% a
3.43 €
2.41 €
1.89 €
2.88 €
2.19 €

a,b : Refer to significant difference between the low and high FN clusters (column comparison) for the analysed
products. Differences between clusters were highlighted by shadowed cells.

Results also showed that, in the proposed purchase situations, consumers with high FN tended
to select more the option “neither of them” than the low FN ones. After the hedonic evaluation this
trend was maintained. However, the difference in the percentage of times that the NONE option was
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selected turned to be relatively lower (i.e., difference between 3.65% and 17.50% compared to the
difference between 4.10% and 16.76%).
The FN trait was also related to the non-hypothetical WTP (Table 7). Results showed that the
relation between the FN and WTP was highly significant before the hedonic evaluation, while it turned
out to be non-significant after the hedonic evaluation test, showing a homogenising role of the tasting
in reducing the FN impact. In all cases, compared to the IP results, the WTP association with the FN
was able to extract more significant relations, in particular at the expectation level. This result showed
again the relevance of the price attribute when introduced in the analysis of the relation of FN with
food choice.
3.2.2. The Impact of FN on the Probabilistic Expected and Informed Liking
The FN was associated with the direct numerical probability expected liking. Focusing on the
traditional products and innovations from the untapped breed (TPP, ITPP1 and ITPP2), results (Table 8)
showed a clear pattern. Consumers with low FN exhibited higher expected liking probabilities for the
TPP and ITPP than the high FN with statistically significant difference. Furthermore, non-significant
differences were found for the CONV and PREM products.
Table 8. The FN associations with the expected liking.
Low FN

Average FN

High FN

Probabilistic expected liking (TPP)
Informed liking (TPP)

a

79.2
7.6 a

70.4
7.1

64.4 b
6.8 b

Probabilistic expected liking (ITPP1)
Informed liking (ITPP1)

74.5 a
5.3 a

66.0
5.6

59.7 b
5.4 a

Probabilistic expected liking (ITPP2)
Informed liking (ITPP2)
Probabilistic expected liking (CONV)
Informed liking (CONV)

80.5 a
6.5 a
81.0 a
6.7 a

65.5
5.7
69.7
6.5

63.4 b
5.4 a
70.8 a
6.4 a

Probabilistic expected liking (PREM)
Informed liking (PREM)

82.9 a
6.6 a

79.1
6.0

71.2 a
6.6 a

a,b

Denotes significant difference at 95% between clusters (shadowed cells).

This trend was maintained for the informed liking scores were low FN consumers exhibited higher
acceptance of the products from the untapped breed. However, non-significant results were found
for the the ITPP1 (patties with Porcini (Boletus edulis) as a natural source of dietary fibre). In all cases,
the informed liking scores were lower for the proposed innovation than the other products showing a
reluctance despite their “theoretical” health benefit. Only the traditional pork product (TPP) received
the highest acceptance level showing a clear preference towards a more natural product with no added
healthy compounds or ingredients when promoting the patty products.
4. Discussion
4.1. Reliability of the Adapted FN Scale
After dropping items 8 and 9, the PCA was highly significant and the percentage of the total
variance explained was also acceptable compared to other FN studies [35,40]. The variance by the first
and second dimension was also within the acceptable range of the FNS studies [34,35,40]. The adapted
FN scale has been shown to be a valid and reliable tool to extract consumers’ FN in our analysed sample.
Discarding items from the original FNS is not new because of the potentially dissimilar
interpretations of what consumers from different culture may understand from the original
statements [34]. In their study, they dropped items 5 and 9 due to a misinterpretation of statements
(translation or other latent problems) in a Swedish case study. They also mentioned that the FNS is
not unidimensional since the understanding of some items does not express the same phenomenon
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depending on the sample analysed. They even realized that a model based on 6 items only (1, 3, 4, 6,
7, and 10) may be applicable to understand consumer FN and reaction to novel food products when
compared between countries (US, Sweden and Finland) as was applied in [41] who included only
items that were deemed culturally suitable for Kenyan consumers. Ref. [11] used only five items of the
FNS (1, 2, 3, 7, 9) following [42]. Ref. [43] also used a reduced FNS form using 5 items obtaining good
reliability of the scale. In any case, ref. [23] in their review stated that excluding items from the FNS
may improve the FN structure when used in several samples and recommended a prior evaluation of
the content of items in the FNS and using only those that are relevant in each context.
4.2. The Importance of FN in the Analysis of Consumers’ Preference and Acceptance
The FN was significantly associated to the expected PI when innovations consisted of enriching
the products with unfamiliar components such as those introduced in our case study with their
respective health claim. There was a significant tendency regarding the low FN consumers in revealing
higher PI toward innovations due to the relatively novel innovations in patty products. Introducing
only the breed type as a differentiating attribute did not create major changes regarding the familiarity
perception, since non-significant results were found for the TPP. The association of the FN with
the expected WTP confirmed and accentuated the previous results. Including the price attribute in
the analysis of the association of FN with consumers’ food choice with unfamiliar innovations in a
non-hypothetical framework led to higher significant relation [41,44,45].
It is also important to verify that some changes occurred regarding this association after the
hedonic evaluation test. Several studies showed that the significance of the FN associations can vary
according to experimental environment. The tasting experience with novel and unfamiliar flavours
can produce changes in preference [46,47]. Refs. [48,49] showed that tasting education and the eating
experience may reduce FN, as appeared in our case study. After the hedonic evaluation, the association
of the FN with the experienced PI and the experienced WTP for the ITPP1 (enriched with dietary
fibber) turned out to be non-significant. The same also occurred for the experienced WTP for the ITPP2
(enriched with natural antioxidant), highlighting in this case the relevance of considering also the WTP
when consumers’ purchase choice is related to FN.
Our results showed that the findings from the estimated WTP may diverge from those obtained
from the PI due the relevance of the price attribute in defining consumers’ purchasing decision. The
inclusion of a non-forced choice gave the consumers the opportunity to opt out in their choice [50].
Thus, the WTP is able to capture higher preference variability between food neophobic and neophilic
consumers. Considering the price information in drawing consumer’s preferences is a key factor
for understating the consumers’ final decision towards food innovations. Focusing on the hedonic
evaluation, consumers with THE lowest FN showed the highest probabilistic expected liking for the
TPP and the ITPP in comparison to consumers with the highest FN as also highlighted in other several
studies [14,16,35].
5. Conclusions
The results showed a high non-hypothetical expected WTP and expected PI for products obtained
from the unfamiliar pig breed, revealing high potential for their market penetration. However, after
the hedonic evaluation, the expected WTP for the proposed innovations were negatively disconfirmed.
Including the tasting experience in research that focuses on consumers WTP towards food innovation
would help to understand consumers’ final food choice decision. The difference between the expected
and experienced WTP towards the innovations showed high variability compared to the difference
between the expected and experienced PI. Our results highlight the relevance of the additional
information gathered when the price attribute is considered in a non-hypothetical framework to define
consumers’ preference for food innovations.
Focusing on the proposed health innovations in patties, the FN was significantly more associated
with the expected WTP than the expected PI variable. Consumers with a low FN trait exhibited higher
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expected WTP, in particular for the unfamiliar innovations in patty products (enriched with a natural
source of dietary fiber and enriched with a natural antioxidant). However, after the hedonic evaluation,
the FN association with the experienced WTP turned out to be non-significant for the innovations. This
results highlight the homogenizing role of the eating experience. Furthermore, consumers with high
FN tended to select more the option “neither of the products” showing a reluctance for purchasing
non familiar products.
A trend appeared for the consumers with low FN who exhibited higher expected liking
probabilities towards the products from the untapped pig breeds and innovations. Our study showed
that the FN trait is likely to play a relevant role in defining the consumers’ liking expectations,
the non-hypothetical PI, and WTP for the proposed food innovations. In any case, it would be worth
considering the role of the food innovations regarding their familiarity and novelty, and a difference
may appear if they consist of a reduction or an enrichment and if they are introduced in fresh or
processed products when associated to FN. Future research with large samples is required to better
identify more significant results regarding the introduction of untapped pig breed into the markets.
Our research showed that a market niche exists where no “add-ons” are required to improve
consumers’ preferences. The TPPs and the ITPP were equally perceived as healthy products showing
that the suggested innovations were not significant. Marketing strategies that promote products
from the untapped pig breed should focus on the “natural” version of the product. This may allow
consumers to consider the product with a special focus on the untapped pig production system.
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and UT is acknowledged.
Conflicts of Interest: The authors declare no conflict of interest. The funders had no role in the design of the
study; in the collection, analyses, or interpretation of data; in the writing of the manuscript, or in the decision to
publish the results.

References
1.
2.
3.
4.
5.

6.

7.

Verbeke, W. Consumer acceptance of functional foods: Sociodemographic, cognitive and attitudinal
determinants. Food Qual. Prefer. 2005, 16, 45–57. [CrossRef]
Franchi, M. Food choice: Beyond the chemical content. Int. J. Food Sci. Nutr. 2012, 63, 17–28. [CrossRef]
[PubMed]
Nezlek, J.B.; Forestell, C.A. Food neophobia and the Five Factor Model of personality. Food Qual. Prefer. 2019,
73, 210–214. [CrossRef]
Pliner, P.; Hobden, K. Development of a scale to measure the trait of food neophobia in humans. Appetite
1992, 19, 105–120. [CrossRef]
Spinelli, S.; De Toffoli, A.; Dinnella, C.; Laureati, M.; Pagliarini, E.; Bendini, A.; Braghieri, A.; Toschi, T.G.;
Sinesio, F.; Torri, L.; et al. Personality traits and gender influence liking and choice of food pungency.
Food Qual. Prefer. 2018, 66, 113–126. [CrossRef]
Knaapila, A.; Tuorila, H.; Silventoinen, K.; Keskitalo, K.; Kallela, M.; Wessman, M.; Peltonen, L.; Cherkas, L.F.;
Spector, T.D.; Perola, M. Food neophobia shows heritable variation in humans. Physiol. Behav. 2007, 91,
573–578. [CrossRef] [PubMed]
La Barbera, F.; Verneau, F.; Amato, M.; Grunert, K. Understanding Westerners’ disgust for the eating of
insects: The role of food neophobia and implicit associations. Food Qual. Prefer. 2018, 64, 120–125. [CrossRef]

Nutrients 2019, 11, 444

8.
9.

10.
11.
12.
13.

14.

15.
16.

17.
18.

19.
20.
21.
22.
23.
24.
25.
26.
27.
28.

29.

14 of 15

Lenglet, F. FNS or the Varseek-scale? Proposals for a valid operationalization of neophilia. Food Qual. Prefer.
2018, 66, 76–84. [CrossRef]
Jaeger, S.R.; Rasmussen, M.A.; Prescott, J. Relationships between food neophobia and food intake and
preferences: Findings from a sample of New Zealand adults. Appetite 2017, 116, 410–422. [CrossRef]
[PubMed]
Loomis, J.B. Strategies for overcoming hypothetical bias in stated preference surveys. J. Agric. Resour. Econ.
2014, 39, 34–46.
Chen, M.F. Consumer attitudes and purchase intentions in relation to organic foods in Taiwan: Moderating
effects of food-related personality traits. Food Qual. Prefer. 2007, 18, 1008–1021. [CrossRef]
Hwang, J.; Lee, K.; Lin, T.N. Ingredient labeling and health claims influencing consumer perceptions,
purchase intentions, and willingness to pay. J. Food Serv. Bus. Res. 2016, 19, 352–367. [CrossRef]
Monteleone, E.; Spinelli, S.; Dinnella, C.; Endrizzi, I.; Laureati, M.; Pagliarini, E.; Sinesio, F.; Gasperi, F.;
Torri, L.; Aprea, E.; et al. Exploring influences on food choice in a large population sample: The Italian Taste
project. Food Qual. Prefer. 2017, 59, 123–140. [CrossRef]
Sanjuán-López, A.I.; Philippidis, G.; Resano-Ezcaray, H. How useful is acceptability to explain economic
value? An application on the introduction of innovative saffron products into commercial markets.
Food Qual. Prefer. 2011, 22, 255–263. [CrossRef]
Stefani, G.; Cavicchi, A.; Romano, D. Blissed ignorance? The role of process information on consumer
evaluation of a typical Italian salami. Nutr. Food Sci. 2014, 44, 345–362. [CrossRef]
Laureati, M.; Spinelli, S.; Monteleone, E.; Dinnella, C.; Prescott, J.; Cattaneo, C.; Proserpio, C.; De Toffoli, A.;
Gasperi, F.; Endrizzi, I.; et al. Associations between food neophobia and responsiveness to “warning”
chemosensory sensations in food products in a large population sample. Food Qual. Prefer. 2018, 68, 113–124.
[CrossRef]
Lombardi, A.; Vecchio, R.; Borrello, M.; Caracciolo, F.; Cembalo, L. Willingness to pay for insect-based food:
The role of information and carrier. Food Qual. Prefer. 2019, 72, 177–187. [CrossRef]
EC European Commission. Communication from the Commission to the Council and the European
Parliament—Biodiversity Action Plan for Agriculture/COM/2001/0162 final/. 2017. Available online:
http://eur-lex.europa.eu/LexUriServ/LexUriServ.do?uri=CELEX:52001DC0162(03):en:HTML (accessed
on 24 April 2018).
Szajdek, A.; Borowska, E.J. Bioactive compounds and health-promoting properties of berry fruits: A review.
Plant Foods Hum. Nutr. 2008, 63, 147–156. [CrossRef] [PubMed]
Tsai, S.Y.; Tsai, H.L.; Mau, J.L. Antioxidant properties of Agaricus blazei, Agrocybe cylindracea, and Boletus
edulis. LWT-Food Sci. Technol. 2007, 40, 1392–1402. [CrossRef]
Sari, M.; Prange, A.; Lelley, J.I.; Hambitzer, R. Screening of beta-glucan contents in commercially cultivated
and wild growing mushrooms. Food Chem. 2017, 216, 45–51. [CrossRef] [PubMed]
Kallas, Z.; Martínez, B.; Panella, N.; Gil, J.M. The effect of sensory experience on expected preferences toward
a masking strategy for boar-tainted frankfurter sausages. Food Qual. Prefer. 2016, 54, 1–12. [CrossRef]
Damsbo-Svendsen, M.; Frøst, M.B.; Olsen, A. A review of instruments developed to measure food neophobia.
Appetite 2017, 113, 358–367. [CrossRef] [PubMed]
Oliver, R.L. A cognitive model of the antecedents of satisfaction decisions. J. Mark. Res. 1980, 17, 46–49.
[CrossRef]
Grunert, K.G.; Larsen, H.H.; Madsen, T.K.; Baadsgaard, A. Market Orientation in Food and Agriculture; Kluwer:
Norwell, MA, USA, 1996.
Hough, G.; Wakeling, I.; Mucci, A.; Chambers, E., IV; Gallardo, I.M.; Alves, L.R. Number of consumers
necessary for sensory acceptability tests. Food Qual. Prefer. 2006, 17, 522–526. [CrossRef]
Moser, R.; Raffaelli, R.; Notaro, S. Testing hypothetical bias with a real choice experiment using respondents’
own money. Eur. Rev. Agric. Econ. 2013, 41, 25–46. [CrossRef]
Knekt, P.; Järvinen, R.; Dich, J.; Hakulinen, T. Risk of colorectal and other gastro-intestinal cancers after
exposure to nitrate, nitrite and N-nitroso compounds: A follow-up study. Int. J. Cancer 1999, 80, 852–856.
[CrossRef]
Mørbak, M.; Christensen, T.; Gyrd-Hansen, D. Choke Price Bias in Choice Experiments. Environ. Resour. Econ.
2010, 45, 537–551. [CrossRef]

Nutrients 2019, 11, 444

30.
31.
32.
33.
34.
35.
36.
37.

38.

39.
40.
41.

42.
43.

44.

45.
46.
47.

48.
49.
50.

15 of 15

Lusk, J.L.; Schroeder, T.C. Are choice experiments incentive compatible? A test with quality differentiated
beef steaks. Am. J. Agric. Econ. 2004, 86, 467–482. [CrossRef]
ChoiceMetrics. Ngene 1.1.2 User Manual & Reference Guide, Australia; ChoiceMetrics: Sydney, Australia, 2016.
Lancaster, K. A new approach to consumer theory. J. Polit. Econ. 1966, 74, 132–157. [CrossRef]
Thurstone, L. A law of comparative judgement. Psychol. Rev. 1927, 34, 273–286. [CrossRef]
Ritchey, P.N.; Frank, R.A.; Hursti, U.; Tuorila, H. Validation and cross national comparison of the Food
Neophobia Scale using confirmatory factor analysis. Appetite 2003, 40, 163–173. [CrossRef]
Fernández-Ruiz, V.; Claret, A.; Chaya, C. Testing a Spanish-version of the food neophobia scale.
Food Qual. Prefer. 2013, 28, 222–225. [CrossRef]
Lusk, J.L.; Schroeder, T.C.; Tonsor, G.T. Distinguishing beliefs from preferences in food choice. Eur. Rev.
Agric. Econ. 2014, 41, 627–655. [CrossRef]
Martínez, B.; Miranda, J.M.; Vázquez, B.I.; Fente, C.A.; Franco, C.M.; Rodríguez, J.L.; Cepeda, A.
Development of a hamburger patty with healthier lipid formulation and study of its nutritional, sensory,
and stability properties. Food Bioprocess Technol. 2012, 5, 200–208. [CrossRef]
Realini, C.E.; Kallas, Z.; Pérez-Juan, M.; Gómez, I.; Olleta, J.L.; Beriain, M.J.; Albertí, P.; Sañudo, C. Relative
importance of cues underlying Spanish consumers’ beef choice and segmentation, and consumer liking of
beef enriched with n-3 and CLA fatty acids. Food Qual. Prefer. 2014, 33, 74–85. [CrossRef]
Poe, G.L.; Giraud, K.L.; Loomis, J.B. Computational methods for measuring the difference of empirical
distributions. Am. J. Agric. Econ. 2005, 87, 353–365. [CrossRef]
Olabi, A.; Najm, N.E.O.; Baghdadi, O.K.; Morton, J.M. Food neophobia levels of Lebanese and American
college students. Food Qual. Prefer. 2009, 20, 353–362. [CrossRef]
Alemu, M.H.; Olsen, S.B.; Vedel, S.E.; Pambo, K.O.; Owino, V.O. Consumer Acceptance and Willingness
to Pay for Edible Insects as Food in Kenya: The Case of White Winged Termites. IFRO Working Paper
2015/10. Department of Food and Resource Economics (IFRO), University of Copenhagen, 2016. Available
online: http://okonomi.foi.dk/workingpapers/WPpdf/WP2015/IFRO_WP_2015_10.pdf (accessed on
16 February 2018).
Bredahl, L. Determinants of consumer attitudes and purchase intentions with regard to genetically modified
foods—Results of a cross-national survey. J. Consum. Policy 2001, 24, 23–61. [CrossRef]
Van Wezemael, L.; Verbeke, W.; Kügler, J.O.; De Barcellos, M.D.; Grunert, K.G. European consumers and
beef safety: Perceptions, expectations and uncertainty reduction strategies. Food Control 2010, 21, 835–844.
[CrossRef]
Raciti, M.M. Food Neophobia, Pro-Social Consumption Motivations and the Willingness to Pay Price
Premiums for Food from a Developing Economy. In Proceedings of the International Social Marketing
Conference, Societal Wellbeing 2016, Wollongong, Australia, 26–27 September 2016; p. 13.
Schnettler, B.; Crisóstomo, G.; Sepúlveda, J.; Mora, M.; Lobos, G.; Miranda, H.; Grunert, K.G. Food neophobia,
nanotechnology and satisfaction with life. Appetite 2013, 69, 71–79. [CrossRef] [PubMed]
Birch, L.L.; McPhee, L.; Shoba, B.C.; Pirok, E.; Steinberg, L. What kind of exposure reduces children’s food
neophobia?: Looking vs. tasting. Appetite 1987, 9, 171–178. [CrossRef]
Baba, Y.; Kallas, Z.; Costa, M.; Gil, J.M.; Realini, E.C. impact of hedonic evaluation on consumers’ preferences
for beef enriched with omega 3: A generalized multinomial logit model approach. Meat Sci. 2016, 111, 9–17.
[CrossRef] [PubMed]
Mustonen, S.; Tuorila, H. Sensory education decreases food neophobia score and encourages trying
unfamiliar foods in 8–12-year-old children. Food Qual. Prefer. 2010, 21, 353–360. [CrossRef]
Park, B.K.; Cho, M.S. Taste education reduces food neophobia and increases willingness to try novel foods in
school children. Nutr. Res. Pract. 2016, 10, 221–228. [CrossRef] [PubMed]
Kallas, Z.; Escobar, C.; Gil, J.M. Analysis of consumers’ preferences for a special-occasion red wine: A dual
response choice experiment approach. Food Qual. Prefer. 2013, 30, 156–168. [CrossRef]
© 2019 by the authors. Licensee MDPI, Basel, Switzerland. This article is an open access
article distributed under the terms and conditions of the Creative Commons Attribution
(CC BY) license (http://creativecommons.org/licenses/by/4.0/).

