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Abstract

This study is to understand how the deviation (discount rate) of actual contracted price from the
advertised price is characterized by the price, area, walking distance from station, and other attributes
of the properties. The results of the empirical analysis employing propensity score matching method
indicated that the deviations were not uniform by property attribute, and that the deviations were larger
for properties with lower prices, such as older properties, smaller properties, and properties located far
from stations. The results show that the price is about 27% higher than the price, while the price is
only about 9% higher for properties less than 30 years old, more than 100 square meters in floor area,
and less than 1km walking distance from the property. This indicates that lower-priced properties are
more likely to generate larger discount from advertised price and contract price, which is consistent
with the principle of seller behavior based on "prospect theory" in behavioral economics, which states

that the utility related to loss and gain is asymmetric.



