C2C

Cc2C



C2C

( 1.
20%- - 2007/8/30; 2. LV

eBay 4000 - - 2008/07/01)



(Mowen ,1995;
Lastovicka & Fernandex, 2005; Rassuli & Harrell,1990)

(customer-to-customer or C2C)

Cc2C

(Kotler,1991);

(reason-based) (Kivetz,1999; Shafir et al., 1993;
Strahilevitz & Myers, 1998)

3. (hedonic) (utilitarian)




A 4

A 4

A 4

A 4




(Disposition Effect)
(Odean,1998; Shefrin &
Statman,1987 ;Thaler ,1999; Weber & Camerer ,1998

H1-1:

(Briswas
& Blair,1991;Dickson & Sawyer,1990
Dickson & Sawyer,1990

H1-2:

(Decoupling Effect)
(Prelec & Lowenstein,1998; Thaler,1999)



(gain)

H1-3:

(loss)

, 2008)

H1-4:

(Tversky & Kahneman,




Type 1 H1-3( ) H15( )
Type 2: > >
Type 3:
Type 4:
H 1-4(-) H1-6 (-)
— —— >
H1-1,H1-2(+)
¢ )
scale)
(ratio scale)
¢ )

(ratio scale)

(ratio scale)

(nominal



(interval scale)

7
1 7
( )
500
30
10,000 1
2-4
3,000 6,000 9,000
3,000 6,000 9,000




H1-1:

t

=-4_505

p<0.001
H1-1

120

3.31

1.333

357

4.01

1.531

3,000

118

3.46

1.528

6,000

119

4.03

1.288

9,000

120

4.54

1.577

477

3.84

1.514

3,000

6,000

9,000
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Levene T
. ¢ 95%
« )
0.047 0.829| -4.505 475| .0001***| -0.706 0.157| -1.013 -0.398
-4.825| 232.63 0.001| -0.706 0.146| -0.994 -0.418
I * p<0.05 ; ** p<0.01; *** p<0.001
ANOVA
=16.194 p<0.001
H1-2
ANOVA
F
69.985 2 34.992 16.194| .0001***
764.945 354 2.161
834.93 356
T * p<0.05 ; ** p<0.01; *** p<0.001
3 95%
@) (1-3)
6000 -0.576 0.191 .011* -1.05 -0.11
3000
9000 -1.084 0.191| .0001*** -1.55 -0.62
3000 0.576 0.191 .011* 0.11 1.05
6000
9000 -0.508 0.19 .029* -0.98 -0.04
3000 1.084 0.191| .0001*** 0.62 1.55
9000
6000 0.508 0.19 .029* 0.04 0.98
* p<0.05 ; ** p<0.01; *** p<0.001




3,000 6,000 9,000

3165.25 7158.47

3000 118 118
1303.865 1560.809
5375.52 4741.03

6000 119 119
1508.854 3636.196
7851.23 1976.86

9000 120 120
2771.163 2749.067
5477.13 4610.94

357 357
2748.679 3493.563

8000

7000

6000

5000

3000

8000

7000

6000

5000

4000

3000

2000

1000

9,000



ANOVA F 167.631 p<0.001
H1-3
H1-3:
AVOVA
F
1.308E+09 2|654135328| 167.631| .0001***
1.381E+09 354(3902239.8
2.69E+09 356
- *  p<0.05 ; **  p<0.01; ***  p<0.001
| | 95%
m (@) (1-3)
6000 -2210.267| 256.635| .0001***| -2841.11| -1579.42
3000
9000 -4685.971| 256.103| .0001***| -5315.51| -4056.43
3000 2210.267| 256.635| .0001***| 1579.42| 2841.11
6000
9000 -2475.704| 255.559| .0001***| -3103.9| -1847.5
3000 4685.971| 256.103| .0001***| 4056.43| 5315.51
9000
6000 2475.704| 255.559| .0001*** 1847.5| 3103.9
- *  p<0.05 ; **  p<0.01; ***  p<0.001
ANOVA F 103.215 p<0.001
H1-4
H1-4:

12




AVOVA

F
1.6E+09 2 800216185 103.215 | .0001***
2.745E+09 354 7752938.5
4.345E+09 356
D x p<0.05 ; ** p<0.01; *** p<0.001
| ] 95%
m @) (1-2)
3000 6000 2417.441) 361.737| .0001***| 1528.24| 3306.64
9000 5181.616| 360.986| .0001*** 4294.26| 6068.97
5000 3000 -2417.441| 361.737| .0001***| -3306.64| -1528.24
9000 2764.175| 360.22| .0001***|  1878.7| 3649.65
9000 3000 -5181.616| 360.986| .0001***| -6068.97| -4294.26
6000 -2764.175 360.22| .0001*** -3649.65| -1878.7
D x p<0.05 ; ** p<0.01; *** p<0.001
(linear)
.329 p<0.001
H1-5 ( p<0.001)
H1-5:
t
B Beta
3.011 0.171 17.597 0.001
0 0 0.329 6.559| .0001***
Dx p<0.05 ; ** p<0.01; *** p<0.001
-0.209 p<0.001 H1-6

13




H1-6 -

t
B Beta
4.436 0.132 33.714 0.001
-9.14E-05 0 -0.209 -4.018| .0001***

- *  p<0.05 ; **  p<0.01; ***  p<0.001

(Baron &
Kenny ,1986)
0.117 (
p=0.094>0.05) 0.247
( p<0.001)
B Beta t
( ) 2.385 0.296 8.048| .0001***
0.542 0.095 0.289 5.695| .0001***
D p<0.05 ; ** p<0.01; *** p<0.001
t
B Beta
( ) 2.601 0.298 8.729| .0001***
0.219 0.131 0.117 1.679 0.094
0 0 0.247 3.545| .0001***

- % p<0.05 ; **  p<0.01; ***  p<0.001

0.258

14



-0.052

( p=.414>0.05)
t
B Beta
2.67 0.457 5.844| .0001***
0.482 0.12 0.258 4.03| .0001***
~2.29E-05 0 -0.052| -0.819]  0.414
: * p<0.05 ; ** p<0.01; *** p<0.001
H1-1
(Disposition Effect)
)
H1-2
H1-3 H1-5
H1-4 H1-6

(Mental Depreciation)

(Mental Book Value)
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(integrate mized gain)

¢ ).

(Chu & Liao,2007a,2007h
, 2008)

C2C

C ).

2003;Purohit, 1992; Zhao & Jagpal, 2006)

(Paden & Stell, 2005)
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Circuit
City
eBay
(Nissanoff, 2006)
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