	論文中文摘要：
	每個人的需求都是獨特且不同的，一般研究認為越多樣化的選擇可以滿足越多種不同的需求，然而，誘餌效果（加入選項反而會讓原本可選擇選項中類似但相對較好的選項看起來更有吸引力的效果，因此也稱吸引效果）提出不一樣的可能性，不只新加入的選項不會滿足更多樣的選擇，反而導致人們的偏好可能會被改變。
自從誘餌效果被提出後已經被廣泛的研究，因為每個人對誘餌效果的反應可能會因為不同因素而有強弱差異，而本研究主要研究特定領域知識、人格特質可能會強化或弱化誘餌效果的效果，並且提出推論為什麼會如此影響。
而本研究結果顯示，自信與特定領域知識會負向影響誘餌效果的影響強度，而原因可能源於高知識者不需仰賴選擇集所提供的資訊，而高自信者更傾向相信自己的經驗。

	論文外文摘要：
	The needs of people are various and unique, in order to meet the needs, researchers believe that the various sorts and varieties of selection can satisfies more widely of needs. However, Decoy Effect (a phenomenon that an option added increases the favorable perceptions of similar, but superior, items in the choice set) indicate that the preference of people can be changed by adding a decoy option.
Everyone has different thoughts even they get the same message, the aims of the thesis are to know how consumers react to decoy effect; we want to know the impact of these factors on decoy effects, and the intensity of effects.
1. To verify how personal traits (self-confidence, need of cognition) affect decoy effect.
2. To verify the relationship between age and decoy effect.
3. To verify the relationship between domain knowledge and decoy effect.
4. To provide the reasoning relationship between different theories.
The results of this study show that Domain Knowledge and Self-Confidence significantly attenuates the intensity of decoy effect. We inference that experts don’t need to reference the information provided by choice set; and high Self-Confidence people more likely to trust their own experience.


