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Abstract

By the prevalence of the online auctions, consumers can bid to buy almost
anything on auction websites. A phenomenon comes out from traditional auctions still
exists in e-auction setting that is the winner may wonder the winning bid she offered is
bigger than the utility that the target expected to give. This study focus on consumers
who won a bid on the e-auction website, and then wondered her winning bid is also an
overbid. There must be a lot:of reasons inelude extrinsic and intrinsic reasons could
cause bidders fall into this Kind of trap that is.so-called “winner curse”. In this study, the
characteristics of cursed top bidders-would be -inferred by the structure of Five-factor
Model, and then establish 5 ‘major_personalities from the data. The five domains of
Five-factor model are Neuroticism (N), Extraversion (E), Openness (O), Agreeableness
(A), and Conscientiousness (C). The characteristic tendencies of target consumers are
measured and assessed by NEO-FFM test. After the data analysis, Neuroticism was
subtracted and Individualism was added to fit with the result. Moreover, the survey
would be done to understand that bidder’s after bid behavior and views on the
e-auctions, such as customers satisfaction and attitude at e-auction channel, customer
repurchase and re-bid intention, and their ideal strategy for next bid. Otherwise, this
paper would also investigate the value of bidding target to help to clarify why they in
curse.
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