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Research on the relationship between sharing of retail information among
consumers and promotion of contagious purchasing
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In this study, | clarify the influence of retail information sent by
consumers on consumer-generated content (UGC) on the purchases of other consumers. Specifically,
firstly, | clarify that the transmission of retail information induces the purchase of consumers who

sympathize with the information, and secondly, the components of the retail information that
motivates the transmission. By clarifying these two points, in developing customer relationship
management and in-store sales promotion, retailers not only evaluate by purchasing performance, but
also share and disseminate information that is good for their company to other customers. It leads
to the suggestion that it is necessary to consider the viewpoint of promoting the purchase by
affected consumers.
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