18010 N'a
D70V 701Ny
N12NN WTAZ NP217an
17'N"12 NL'0I2IN

21012 AP'OFASI NNIRN

D'70Y 70117 190N N'A NRXINA NY 2ND
8 'on |I"7a | n”own 1705 ,2024 NanxT

1999139 NP 19NN DIYNNYN D999 DINP DN DINYVN
D21 9971 dHya Y98N YV

VY3IN-P9IN 9290
DYPOY YN 990N N2
PN T2 NVIDININ

NNV PN
DYPoY YN 190N N2
PN T2 NVIDINN

L)

SW YTNN NI NYIDT NV 1NPN 1NN KYHD THNNI DIWANYN D11 DINP DN DINYLN DN N2 1T IPNN
DMP DN DIMPH DD NYIIN I ,TD DYY .DMWYN DOPNYIA NN DOYNIND 2NN 9PN Yoya DININ
YT Y NNV DML 960 NIDN .DNPMYINA NN DINYVI DIVANYNY 1PN INNI NYNA DXONNYND DM
NN DNMXNN DPNIND D10 ST NYAIN MYXNNI ONMY >Td LIWC-22 nny1ovhaa nwnnvwn oonnwn 480
NON DNV AN Y19 TP IIIOYW HWIT NV D NN .DNYYW OPVIYINA D> MO, NPVLIMNA YN IN NN
D1919) DMNPY WINY NINAD I NRINY DMV T2 INP MNIVWN D3N 20 1NN NNN,GONL DAPN WX
MY DONYL MXIAP 90N NPT ,ONL DNV NI MNYT NPNYS NPIANT WHNYN DN ,DMINY DININ
MO P2 DMIAPY PN DINYON YDIAT .ANNN PNHND NONMNN ANV NYITIN NXIAPN D PR ,NNYT MYNVN
NININY DYXTYPHRN DNOTNY DIPNND THPNYNI YNHYY DYDY IPNNN IRIND .0M9INY DMNP P DNV DN

NN RYH MINSIN DY DNYIVN) DPYHN DNV NIANN

SUNN NN XN 9200 9PN 29¥2 DN, DN NP 1NN XYN ,00P0 M) : hNsn mon

nx,(Martinovski & Mao, 2009) onmwin nx MY NP IMNTIPN

(Lee onbw oyM9NN NXY DNOYW YWD NIMND

Brown-y Rubin »1 Sy 9730w %95 30y xwn
OYTINN DY YN MPM MPYa U915 (2013)
5910 1M NN .0O0ND YNINY TN DY DMYN

NWNY D) MDY WX NmON .& Ames, 2017)

o) (Face-to-Face) 09-5N8-0%9 wnInnn ynm

CMC:) avnn ooin pn ynm Nwnpa
.(Computer-Mediated-Communication

NMYPNI NPDY DO PPN NN XWN 10NN
AMID-1DID IN DID-OTN ,DTN-DTN

12 (CMC) pn 1nm XUN TPRnn DY IpPNn
12 )N NYN DY WHTL,DPUNN 1NN RYN Y00
VIOWY TN HY ,NPIDI MYXNY DNV DIPDIN
DMIPN) ,PPNID .0ODNY WIND MWD T8N NN
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YYD NY2 D519 DMINPN YT IY DINYL NI
NVWN TSN NN IOWO TN DY ,DI8IM W NI
oV TPMYNYNN NYAYNN MDY .DIDNY YD
GNY IO NUND MIRNN DY DWWV TN
MYSNY DNV NPN DY DIYNN DMIPINY
NMIYN VYN NN INNY NYN YIHNNT NPIYNI
0P DVYNNYN DYV NPNI MIANY 2D
nya oYL MINN ANM XYHN DY DM
NL2D DONNDY DINYND DMIVAND NN NUIN



MINSIN DY >MyNYn 19IN2 oy awn ,7anchors
DWVHNHNYNI NN/ XYH OOMN . Nm RYHN
NPDONIN NS TR MY DD2APN TN DNV
D) DMWY X NP DNN DDO0NY DOYID

N DYDVLNNIND DINNY

Y NYAVNN NXR NN DNTIP DIIPNH ,DI1DY
NUND MXNN DY NPNIYNT MYSND DMNYO NODIN
NMIYN NN, NN DY .NPOYN N0 PNDY I
YOI DXVNNYN DN DYV NIAND NOIN 2D
99 P2 JN0Y NI TONN2 DOYNIN 1NN RYH
DOVNRNYN DNAY DNMYON DX M DT PPN
NNAY 1N DY NMPN JNNI RYH NY2 D199 DI
DDINT PPN NN RYH DY DNIINONN NN

LDOYNN DMV

NUNN NN 9y DWOUNI 03
1592

NUN P2 DOYTIN H900 MY DNTIP DIPNN
NMMYPN M xXwnd (FIF) 0)9-58-009 ynm
MPT D2aNNYN T (CMC) awnn Tvna
(Okdie et al., m»avn INY NPIPRILVIN DY
IRNINAND NP AT P¥Y myaw  ,2011)
AN NMax N3 myaw (Purdy & Nye, 2000)
(Warkentin et al., npnsp np8pRIVIN TIN2
Sy D) N5 ,D79-58-D%9 1N Xwn nya 1997)
(van der Toorn et al., »wn 7831 9N M2 NN
(Purdy & Any oosp ynm xwn »nn 2015)
NWNN YN S NN 70 N> .Nye, 2000)
NUND MINHIN DY Wavnd XN D) 1D 1N

wn (Crossley et al., 2016) ,nmonTo 3
MINY NNYT YTTHA N DO DOIVN DY DIVINY
(DT - Dark Triad) nbaxn nvwnn nan v
,0%9-YN-0%9 1NN/ NYNI NP 1V OITPINND
NP INDNN NP O ONPY DY WRY Tva
-HN-D%9 1NN XYN NN DY NPH JNN) Runa
NI 1NN PN INNDI NYNHD NNY 7P XD DN
o»pnny Mo (Galin et al., 2007) npoyn
DY RYN P2 YOOTY DTN MITIPI INSD DD
DMWYV 1PN NP ND ,DN9-INR-DM97 PN
NWUN THNNI DOVNNWHD DOYIN D0 DNP
YN DT OIPNHD P DN-HN-DM NI
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NN ToNN2 DY) DI DMIP DN DINYVN
DDV DY YINN NPON IR YOI I
LDMPN OMYN DOPNVIA NDVY N DYDY
D1919) DMP BN DD NYIIN Y915 N IPNN
DDINM MIPH 1NN RYND DOMN DAY
PaANY Y1Oa .DMMYSNI TINND NN DY DYV
OMAVYOY  WITY) DWWV MIMONRD NN
(Linguistic Inquiry and Word Count) LIWC-

Sv DYDIT MM NAIND NOY NN NTYNY ,22
,DOPNAD OMNDDY DNIAND MMNYPN DN
MYIN O0»NIIN OHNN ,PINP YN D

.(Boyd et al., 2022)

YYD NAN MMPH NMPA NN YIDIYN
IUND ,OOOLINTN DMNPN 190N TIMIVNIVYN

(Statista 0”598 TINDM 2 Yyn D»P BYIa

MNNBVYAY 7aynn .Search Department, 2021)
AN PHNY DY) DD DMNPY PIYN NIMPN
DAIXM PHN WSNY NDID DN HY ANy
NN AT DT DY DT YRR INRTIM NONY
DM DN DML NN DIPIN NN ,NT IINNI
DY PN JNNI XWN Ny DOWHRNYN DX1010)
125202 1932 ©X92INN OINN DY YTHN NN N

DYV NODIAN NMNPN

NUNN TONINA DNV NDOW YD 1YY MDD
LYY .NPOYN N0 PNN DY Waun 1N
5w 1170197y (Galinsky & Mussweiler, 2001)
D9-IN-D” NN XUN WYY DD NYILY
mysnNa gnm kv (FtF — Face-to-Face)
AN MV NN XWHN MINXNIN D INSDY ,O"NYT
MYRIN NYSNN DX WD GUN 99107 N INPY
9207 MIYRIN NYSNN DR YO IUN 1N, ownd
NN ¥ON NY WK INPR AN NN TTH NYSN
(Sinaceur et al., 2013) ,q012 .NNIYRIN NYSNN
995 7972 ©101) HY NPNYNIN MYNNN 7 INSND
Hya 0ININD MNP DY WNHD INY MM
(Maaravi et al., ;35 %y 9> 0T DINAIND

PV PPN D XN Yy Apnn 159y 2011)

,N9P T DOV NPY TUND ¥ IRYNDY M
AN DYINI NIWSN YNNI NN MIYINN N
DO9D (DMP) MDD IWNRD (NP DIMI))
(Bhatia & .onHw NPNYRIN MYSNL DNYL

phantom » »on omy vw NN Gunia, 2018)



MY Y DOV DMV T DY WIANN DIPNN
NWN 97102 DOWI DD MVIIN NN 191N
S AN MM NN MPIN DOV 3D NN N0

(Croson & ©D™M25 NN NN NTHD
M XU SY I8y mng 0 ,Gneezy, 2009)
mno mxsn wwn (Bowles et al., 2007)
(Amanatullah & Morris, M Xwpa MW
NNVPNI PMIND MNS NN Ninn ,2010)

mns vim ,(Walters et al., 1998) o29-58-0%9
NINTIND NN KYNN NN IPTIN IYRI NIDIND

2 m>o (Small et al., 2007) ywn wpad
M2 PIMY DN DMIHN DIPVINIVD
OV PNI0NY (1NN XU NIRN DY 0XNIN3)
GUND TN N RWNRN MINNN DY DWawNn
YIND ML DIV YN 191N HYNN HVINIVD

.(Kray et al., 2001, 2002) 91y D> DX

DYPYN D12) NIV DTN D PIXY NWN ,NNT OY
N DWIN NP MV I/ RYND MNNN

(Mazei et al., 2015), (Stuhlmacher & .qvpna

P2 odYTINNY T2 Yy weasn Walters, 1999)
MY 1NN RYN DTN TYUND DINNNLVNN DIPNN
NNV DY YN DMIAPN 1NN XYN2 DTIP PON
YD .INN DTN DY 1NN XWN O97N N MPIHn
SV VTN V12D MNHYY NPIRINIVID NPV WD
NYH OOMINY NINA , NNY RYNY INNY DY N0
9PNNA DNOY PN PNRD DOYIN P ND NN

RipLY)

0539)0 DOYAN MPN JPNY XYM

ToNN2 DMV DY NYOUNN T MIND ND TY
DYNN P2 OTTIM MYII YIDOWN ,JNNY RYN
,OTNRD DTN P2 JNNY NUND NIRNIN DY DWawn
NNIYY TIND NNIDIND 77N 9PN IWN DINN
IUN D217 DIPNHD WY MNINND DIV ANT
P2 IN 1DIDY DTN P2 YNNI NUN HMIND T DN
P2 1NN XYN PYNN DY NI9WN M1AN DN
,OND NTNY DY Wawnd 513 D) DTNY DTN

YTO WNNWNY N/ RWN OHMIN DD 1w [ DTND
2IVN T8N Y MNN NN DPYY

NIT IWUND PN SV WD TN DTR-MON v 2
AN NWND TONN MINY DTN 299D MNn
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ToNN2 DOWHNYN DM DNP DN DNV
ANPD N/ XUD

AN NWNN PONNN SMIYHWN PON DN MY
DMV DXDYNH DINM DNP TN TiNM2
MWW INSD DIRTIP ©IPNN IWN DY TN
MINSIN HY TPIMND NYOWN ¥ ,IWINY DY 1D

(Van ,0mp2 nvidy v 17102 NN Nunin
-yan myswnn nx pn Kleef et al., 2004)

(CMC) 1pn 1N Xuna AwIN DY HYY NPYIN
MY NP M MDD YW DANNYNIOY 1DON
DIRYNNI IYIND P JURD DD PY (MaD5)
s [ (Beest et al., 2008) »1> Yy nsin ooyt
11X DN ,DYII VPN DOIMI) DINYI IWUND D
PYN NYapn OMNX DPTHN ,0NIOY DY
TR NN .DPNNWN-17 1NN RWHNA 7NINNI
WY MO NMING DY 1NN RYN PHMINY 1IN 10
,INT DIYD AVIND NNWY DD DPY 0NN
DYN MO MY ONY WY DM RXun OomnN
D HY SWIIN PO DTN NMNI DIVIWIN
Mon oys 30 mo .(Van Kleef et al., 2006)
NNV 9N DT D NN >N INNMINN
207N NN DY IONY L, NNMND DN WIND
PMON AWIN JURD NP DNIVP DN 912N
nowm o 9o .(Steinel et al., 2008) oTx
TONN YY ON D) DXWAYN NN RYNA DXOYNINN
msnvw nsn (Hine et al., 2009) .ynmy xwnn

MPN NN XRYUNI DDy DAYy DMIN M)
MXNY IRNYNL MRPOYN 100N NOTHNY NN

(Galinsky et al., 2008) ,nxt Dy .D»9Yow MW
DD DY DNTIY 1NN YN HHMNY INNA
D207 NN VPN INY DI DOPANT IPYN
DNTIP DMIPNN IRNNN 010D .NPOYY Wi
YMYNIVYN THPIN W OUIIN NV MWXY YD NI
NN JNY I3 IPNNI . PIPH INNI XYH MININI
D910 DMNP DOVNYNIN DNV DY OIWIIN VN
YWNIND YNNI RYHT DINNA YN IN NNAD 1IN DY

PN

Mon v L,(363 Tiny ,Steinel et al., 2008) s by *
YR OIWN TN DY AWIR IN DYID THH NHNMNN
SV NYNNNN NN MYIY ON) MMND YI9NND D90y



DONNYHN ONIMD ,0N00 MAIN  MOIYN1
WIND NYN NN TAN YIOWD NIVNI NN NWNI
DY XWN DY HPNY T I8N MYIAVHn mMNoond

NWR v 57N N9 (1998) Parsons et al. ,n3o
D2109 IWANNDN ,D12100 DYV DDIIN N

Jennings et .0MMOoMNNM DWW DNV NNY

SU MNMVIND MY MYW Wwsn (2001) al.
DNYY TPVDMIPN NN DD P YNNI XU
DYV DY DNV NVY HY MDYNN NN NYIITN
NNMNN NYWY DIINDN DI DINININD D) DNY
DYMZIN DX NNNI DY PON D) DN D DN ,IYDN
(2003) Rahwan et al. .nox5> DML Mol
DNMD TYD MANN DY MDYNN NX WD
S5y DDIINN ODUPMAIN PINL DIVHNYN
MO NPDLP1ND MIVH PYNY STD DNWOV
NN WOXTN T2, MOTYN VI IN NOYIND NN
oMK/ DY AN NPMIYN MANa TN
VN NNMVPN DAY NTHN L, NNT DY .DPDY0IN
TIPON DY) DNMD-17 1NMY XU DY DWown
MmN XY PITY INM XYNND PONINI OMYOVN

"N NN NINY L(Lopes & Wooldridge, 2009)
DYYNXR DNV DY NINWN MIAN YD DIV
Sy DML NMINYHA D) 17 TIY NHYAS N9HNN

D200

S¥ NYOWN2 YPOY TN DMIPNNN NP2 ,1D TY
AN YTPHNN K9 NN XWN1 DYV VIDY
DMP DOVNNYN DN DYYNIDN  DINYOVN
DN IN PO NN XY TONNI DPYNIN D)
MXNN 9y DWOWNN DNV DYTIN DI

(Bhatia & Gunia, 2018), ynm
(Galinsky & Mussweiler, 2001), (Maaravi et

mvnn .(van Laar & Krabbe, 2018), al., 2011)
DYV 1PN PN NN DT IPNN DY MIPIYN
MM RYH TONNI DOVHNYN DM DNP
Ny DM OMP Y DONOVN JY WITL NP
9PN YOy O DY YT NN IN YT
.NDOVY DDV IN NYHNY DIOOVII D VAN
,DOMPH 0D 1DIYN MNN IPNHND NINONI
M RYH DY DD OOYNR DPTI) DN
AN/ RUNN PONINN POHND DMNYLI YNNI
DOVANYN DYV IR PNIY VFTYN DD
(4-) 3 OMDN) DI (257 1 DMOY) DNP
DMV OJTINND NX NI PPN 1N RYN2

Y NVY) DNIAY

NVDN
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DMP DN DNYLN Y INY N MHIAN )PV
IVONN MY RUNDN TINNI DIVNNYND DM
NNMINN DNTRN DPYNN N DNND NNy

AN N0 NN THPVNR

M RWN L DTNY DTN P2 DM NWnNY T
NN HNY DML DDIANN DIND HY MPN
TN LUNRIN DNONN 0NN MYV PV NV
LN DWIP DIRYMY DDV VIV
(Parsons jyvr N 23WN> DTRY NN YY DXODIANN

mny et al., 1998), (Rahwan et al., 2003)
P2 NN/ RYNY SYNN NN XYN P DOTINN
TSN NN YIOVO — NNT NINY) MIVNN ,DNND
AN NIN DY 0)2) DD .NYSNN NN HAPY NYN
DNY NN DY DITO DIDIVINRN NN TINDNI
N DITIRN ,DMOIN NN DX P2, 008D

.(Kahneman et al., 1991) o»nIN

DINN2 DMPIN ,DMNINNN DNWYN MY ToNna

DNIVNRY DTN N (AD) TPMONDNN NN
NYNOVN  MYSHND  .TPYDN - INMNN - MNTD
,MIAYMNND PO MOIWNT DOYNNR DMV

M aY IYIN PINN NN (1995) Dung
MNON YW NTNPN NIIND IOV MOIYNI MXID

NN NN (2007) Dunne ,Any anmixrn oo
MO ,MI0N NI ST DY T HY INONN
NN PYTNND D12 MOV T IIPNHY DINPIVIIN
(2009) Amgoud & Prade .02»5010 Yv M nan

mMLINN NYIAPS DYV NDDIAN NNON INM
DMWOLY  DYNVDAN DNV P NPNIANY

SW TN 11P0 (2016) Lippi & Torroni .o»wyn

N2no (ML) nnon amnd mooian mouw
NID IPOYN NVNRD D IR VOPLN DNV
DMOYNN DNYL XOND DONDNN ONONMN N3
DIPILYIY ,DIDDY .DOWTN DMWYV DI NI
Y NYOVYNN NN NPNY YT INMS D27 DHTINY
Mo L NNT DY .MOoNN nYap by DYV
Ny YR ,AINON NPNY HYOI MNTPNNN
TN MANDY DTX MINT DINYV NXD NNYNINA
DMIPNN TPYNIN 122202 120 NN DIWVIN
NYINY DNV MM IPOYA YTPHRNN DN
TR MNNOVYNT 1N ,DMOVINT DIWPNI
DOVIN TXD 21PN 1IPN XY ,(TVMNV) 7NN

NPN NN RYN MINDNI DNMINN



NN
DY712)

- TING DONN DT 240 ©M IPNHN
o>y .Amazon Mechanical Turk (Mturk)

YR Mturk »1 Sy 7ooNNnTS NPV NN
My 27NN T 0.5 DY MDD AN
1PIND IPOIN DANNYHNN LIPNHNI DMONNYN
120 5v DXY10 Y95 1 "0% .25 1 ©MD) PAONIPN

M =37.9, SD) o»w 85 7y 18 'ND»1 ,DaNNYN
DX YYD 292 .61% H¥ DM N¥» DY (= 5.3
M =) o»w 80 Ty 18 'NDM1 ,09NNVN 120 YW

.60% Sv D2 ny» oy ,(39.8, SD =4.3

291 90" 9N

oY YN RYND PONN WM OMNP ,2-) 1 ©MDON2
NNNY DNV VIIY T DY DMIOM
MWYNIN 2DV .1 TN INNY 9D ,DNINIYNNI
DN YD NNNY WPIAN DXONNYNN ,APNNn DY
NYAND DYDOVID N WIDTY DIMNYNI DR
VIV (2 ND) NDOVY DIDOVII NI IN (1 NDN)
N779NY DXOOVION NN DIWINNN DMIDNN PN
NI NYOIN M0 .DMPN DMNYN DOPNYI
PNN LY IDIMN BY NPHRNND MIYIN DIVUITD
(1902 NNIN) MY NYIN NMIYININI DIOMION
NN D010 .DNYSN NINND DNV MM
ST NYSD VONY N MINTY Y9apd MIvaN
D5 MY POIN MDY YO 1NN RWNND TONN
NY5N NYNN (AVNNN) 921N PN PYNRIN 2OV
Yy DYVI9) DXDYVION YV YPIANN PNNN NN P
L(DIPNY PIND ,NPINY DIDOVID N DIDOVION
MNP Y5 390 INND .DX9NND DWWV NOD
7909 NYSN WHIND WPIANN (M9 DXONNYNN)
N9 NYSNN (1701 25Y) DNYNNA NPNY WLV
0N YV YRIANN PNHRNN NNV I INY NPNY
921191 Y3 DXANNVNIY WITIN ,MYNNN NYIN INNRD
IUN QDN P21 KYY MIYNIN DNYSN NN INT
LIUN 29WA 390 INND .NVYNNY DINN NN 20N
79021 95112 NADN NYNN ¥WIINY WPINn MNP Do
NUYNDN PYNN .OYTNN INYSNA NMNDND WL
DNPY TWUND ,D220WN NY INND DPNDN 1NN

, 00NN DD .NYAPNN DNYNN ¥ AN
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LIWC-22

DMDNNN PVIAPNNY DNMYLN AR NNIY T3

vopL NNMHNN LIWC-22 nnmovdbsa viw
YAYN DDIANN NIINON MM MYNNNI 1IND
)0 ANIN NPADM  ,LOPL YV MINONT
NNYPNN YV DPNYO DONIDDN DITNNN

D10 Y71 NY2IN NN LIWC-22 .1ovnxn
NAYA VIDIWN DY NDPN NIIYN YNID DXIWANNDN

.(Boyd et al., 2022) ,(Monzani et al., 2021)
— Analytical Thinking (1) : 0915 YN 01110
NYNN NN NN NIIYN TWUR ,IPVDINR NDWN
;M2 —Clout (2) ; LOPLVN TINA MOV NN

Authentic (3) ; Taynm MMM NOY NN TTINN
THRM IWPD DO DN THIND  NPOIMN —

1 — Emotional tone (4)-1 ; vopLN Y NLOMIN
NPOUN IN NPIAVPNN NN IR TTIND PN
NYAIND VIDOY WIDOYW WY Nav Nown N3
S¥ NN MHAN NYND IWANND DO DIDPON YTTN
Tonna DONNWNN VXNV NHRMNNN  ODOT

ANPHRN MDY RN TOIN

2511 0992 — 0MNHPN MYV

NN PN OTO DWW MDIN OMDN) MY
DR SV NN RUNAN OOV HY DIMANNDN
N NYOT NYya OMPH  OMYHN  DOPNva
NDN) NDY DIV N (1 NDN) NYIND DYDIVID
DML NI TINDY (1) : )1 OMOMN MIVH .(2
(2) ;YNP0 1N XYN ToNNa DMNP DVNNYN
MYSNNI DNV DY ONYO MM Yo

o»nn jn Ny LIWC-22 nnmavda
NPNIY (3) ; DOVHNYN DMP 1N 1IN MNPV
DOVNYNIN DNPN MYV P DIDTIN DIDMP DNN
OMPY NPNY (4) D) ; DMV DI DYDY
TONT MIAPYR MNP YT DY OUNNY DYV
3910 INNKD NIY NYSN NYINT TINYRIN DNYSD
Sy MIPNNN MDY DIINY DN X DD
VIOV WITL, )P NN XYL D)X MHNMIND
9Y,92010 991N Yoya DMININ NI NY2 DMLV
DN DN2 DNMLN DY DIMANPN AN T

.DOUNPNYN



Seller

A pair of tickets is offered to
the buyers for purchase on
secondary market

Seller rejects buyers’ offer

Seller accepts buyers’ offer

N¥IAP L9012 N PR NN PIVD PN
N WAnY omwv novy (Concert) iy
NN INY N YNNI GNNYND NP PNIY
NN PR NYOINA NYNNY NNIAPN DY T
DNPN DX VNN ,NDIAY /NYyNNY NIOO N8N
25V #1 25V DMIX VDIWY NIV N0 IR DY
9901 NN NNODY WV DI NAY NONN DY #2

AV DDV

1 %0% — MRNHN

NN 0509 M Yy LIWC-22 nn711ov991 »iw
YTTH NYIIN MYNHNI  PIAPNNY  DIWOVN

,(Analytical Thinking) mv5xr NWYN : 01D
wyy PO (Authentic) nyvvamn (Clout) N1

,0-99 YN Yapnn 711 Y521 .(Emotional tone)
AUND [ NDNTY PINY TN NN TY INDN IUN
N MYRYND OWIIN POVY 99 YV N HIPNN
TR Y5 MY LAPN TIND NI OV NONY
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09 Yy yPn PopY WpANN  DONNYNN
.DNOWY DNYIWN NN, NPTV DNDIIN

Buyer

Buyers submit a bid with
an arguments to support their
offer

Phase 1

Buyers are told that
the seller rejected their offer

Buyers are requested to place
another bid with an argument,
and submit their second bid

Phase 2

Buyers are informed that the
seller accepted their bid

2-1 1 DMUMD NI DVWIN .1 N

2-1 090 HY M NN

592 DXANNWNN WNNY MYXNN DY DINM NION
Y9TNNTN YTIHN NN DY 19,100 XYW HY 25w
,PURY .DYPON WY YD DINNIN NN .ONYY
MNP Yo » 13 LIWC-22 ninmovbea nwnnwin
NYN : 01D PTTN NYIINI VIDY TN PPN
,(Clouty m> (Analytical Thinking) mvHIN
Emotional ) »wa1 yvy (Authentic) nypvImx
v .(2022) Boyd et al. »1 by axynw »95 (tone
SV 25¥ 952 1N MNOWN DN 20 NN I
NIYDN M3 DY PIN I XU 2OV U N0 RUND
D 25w 95 ayy e o 9o May .p € {1,2}

952 9Mv MW 090 20, W2 nxNsn

DNYL NYDP ,NDIAY .2VY ININ ONYVN
,ONTY MNP INYT MYNIYN TR0 DY OMYT
oMWV NYYs (Fair Price) 7yn 2 nn” neiap
PPN NN N7 NI ,PNRN NINNY IDNINNY



D279 HY DNV NNVINN D NIW MVITIN
S5Y 1YW WHNYN DIONNVRNY D DY NTYN
ONPNI NAPNYNN) DYV TIMDT DAY
TN TONM NOYY (DT TTH1 DO
DNYLNN DT (DN DNVPNI NIPNYN)
LA(Clout) 71 Nnx N ININ IPNNA WDV

NG NYND DINVLVY T DY YIANND NWY TWUN 12T
NYaYn X MO NYIND NI2YNA PONY DO

JPRYIN
Phase 1
100%
14% 11% 0%
40% 16% 38% 80%
70%
60%
18% 50%
40%
30%
20%
10%
0%
Emotional Tone Authentic Clout Analytical

Thinking

m0-24 m25-49 m50-74 m75-99

8 119% 911772 NPPVPIN NN

vIao JN7) 19 By NORPO »sn LIWC-22 ,0y>00
DML NNZANN NN YWNNH 2 TPN .TTHN NN
NMIY 195,012 111 Y5 May DMyaq N9 by
T2 Yy myasn mnnn .LIWC-22 mysnxa
PN DML DY OVITN PON DN YIDY NIVIY
19250 DYLNN DITY PON , 0N NPV MOV
YIANNY NYY TUN 2T, NPLINND DINN) DIV
mNIan oYM PN DANNVHNHNY 1O DY
VAN NP ONMN MIMN  .ONPMIANNI

Phase 2
100%
10% 90%
26% 26% ’
34% 80%
70%
2% 18% )
60%
50%
40%
30%
20%
10%
0%
Emotional Tone Authentic Clout Analytical

Thinking

m0-24 m25-49 m50-74 m75-99

DY 9 DY DINYVN DY NYONN NNDANNN - 1 NDY) MINXIN .2 TN
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Phase 1 Phase 2
Word Freq. Word Freq.

1 Price 55 Price 38
2 Ticket 45 Ticket 25
3 Fair 21 Pay 19
4 Pay 16 Offer 18
5 Concert 14 Want 12
6 Market 12 Fair 11
7 Offer 12 Willing 9
8 Buy 11 Bid 7
9 Want 11 Market 7
10 Like 11 Concert 5
11 Show 10 Buy 5
12 Sell 9 Much 5
13 Purchase 8 Feel 5
14 Value 7 Last 5
15 Low 6 Get 4
16 High 6 Purchase 4
17  Money 6 Primary 4
18  Primary 6 Money 4
19 Cost 4 Extra 4
20 Good 4 Value 4

PRN D ADIY MDD NN RYN DY 2oV
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Group # arguments Examples
Phase #1  Phase #2
1. Price only 62 72 | saw the”? for $1.50'
. The price is too high.
Price — —— -
A This is a fair price for the tickets.
2. Fair price 21 13 Lo
The price is fair.
I would like to go to the concert.
3. Concert 15 12 I’'m a big fan of the group playing at this concert.
4 Sellers risk 3 i It’s getting close to the show, and you may not
sell them.
5. Unique 20 23 It’s my anniversary.

I hope you will accept my offer.
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Phase #1 Phase #2
# Word Freq. Word Freq.
1 Price 57 Price 33
2 Ticket 34 Ticket 22
3 Fair 21 Pay 19
4 Want 16 Offer 14
5 Bid 15 Fair 12
6 Pay 14 Want 10
7 Need 14 Bid 9
8 Get 14 Need 8
9 Market 12 Get 8
10 Flight 9 Accept 8
11 Buy 9 High 7
12 Offer 9 Reasg“ab' 7
13 Like 8 Ask 7
14 Low 8 Deal 6
15 High 8 Good 5
16 Discount 7 Help 5
7 Reasoma 5 Market 4
ble
18 Good 7 Low 4
19 Deal 6 Discount 4
20  Money 6 Seller 4

MXIAPY DMWYV Y NPON NN IWINNNI 4 1YV
1 0N MNP T MYHYN MOYa MNavn
DOYINND DMV MDD (PIN PNN) #2-1 (PNN)
DYV NYID (NDIV) 37010 NXIAP .ININN PNHNID

DMWYV MNAVYN .4 NYAL

Group Phase #1  Phase #2 Examples
1. Price 79 79 The pric_e is reasonable and allows for both parties
Price only to benefit overall.
2. Fair price 21 13 I think it’s a fair offer.
3. Flight 5 8 I would like to go Watc_h the Roma football team
play. They are my favorite!
4. Purchase reason 8 4 I have an emergency. | really need the tickets.
5. Unique 14 23 Seems like a good deal.
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Group Experiment 1 Experiment 2
. 1. Price only 134 144
Price —
2. Fair price 34 34
3. Concert/ Flight 27 13
4, Seller’s risk / Purchase reason 3 12
5. Unique 43 37
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Seller

Sellers are presented with the
tickets they are supposed to
resell

|

Sellers are requestedto add an
argument to support their
offer and submit their offer

Phase 1

Sellers are presented with the
buyers’ offer and are asked to
accept, reject or submita
counteroffer

|

Sellers submit their choice and
add an argument to support
their choice

@;se 2

40

"""""""" > argument to
support their offer
- - - -
|
|
[
Buyers are presented with the
decision of the seller
................ )
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Buyer

Buyers are presented with a
pair of tickets for sale,
and submit a bid with an
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Phase #2 — Reason
for accept, reject,

Phase #1 — Reason
for reselling the

good counter
Word Freq. Word Freq.
1 Ticket 73 Price 38
2 Price 44 Offer 36
3 Sell 21 Ticket 33
4 Longer 14 Want 23
5 Pay 14 Close 21
6 Get 13 Ask 12
7 Attend 13 Enough 12
8 Concert 13 Good 11
9 Offer 13 Accept 11
10 Reselling 11 Get 10
11 Good 11 Low 10
12 Want 10 Fair 9
13 Money 10 Favorite 8
14 Say 10 Sell 7
15 Need 10 Money 7
16 Fair 10 Time 6
17 Event 8 Least 6
18 Seats 8 Buyer 5
19 Much 6 Original 5
20 Demand 6 Like 5
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Group

# arguments Examples

1. Price only 57

This is a bit less than what | paid.

Price L I’m offering a fair price based on what | paid for the tickets and
2. Fair price 10 .
what other people are selling them for.
3. Concert 7 These seats have a better view than most.
4. The reason for s .
reselling the ticket 33 I can’t go due to a family emergency.
5. Unique 13 This is a good deal.
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Group # arguments Examples
1. Price only 48 Lower than what | paid for them.
Price 2. Close to the price | paid 25 It was close enough to what | wanted.

3. Fair price 8 I think $40 for two tickets is a fair price.
4. | made my money back 6 I would make all my money back.

5. Concert 8 It was their favorite band.

6. The offer 13 I am happy with the offer.

7. Unique 12 Better than losing the money I paid for the tickets.
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Phase #1 — Phase #2 —
Reason for Reason to accept,
reselling the good reject, counter
Word  Freq. Word Freq.
1 Ticket 76 Offer 41
2 Price 47 Price 27
3  Offer 17 Want 21
4 Sell 17 Ticket 21
5 Want 12 Accept 13
6 Fair 11 Emergency 12
7  Resell 10 Get 12
8 Need 10 Low 9
9 Longer 9 Close 9
10 Pay 9 Ask 9
11 Trip 8 Money 8
12 Flight 8 Discount 8
13 Like 8 Need 7
14 Get 8 Good 7
15 Low 7 Like 7
16 Great 7 Fair 7
17  Say 6 Reasonable 7
18 Buy 6 Enough 6
19 Good 5 Afford 5
20 Money 5 Sell 5
Phase 1
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1. Price only 57 It’s very cheap — don’t miss out on it.
2. Fair price 10 $400 is. ? f.air pri.ce, I’m not making any
Price profit, it’s just fair.
3. l'would like to get what | paid 6 I would like to get what | paid for them.
4. The reason for reselling the ticket 29 Our plans were cancelled.
5. Unique 18 Popular flight with limited availability!
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Group # arguments Examples
1. Price only 53 Losing $20 is fine.
. 2. Close to the price | paid 8 It was close to what | was asking.
Price
3. I made my money back 7 | got my exact money back.
4. The offer 20 It is a good offer.
5. Unique 32 I wanted to get it over with.
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