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Abstract

In the digital economy, the emotional economy is a key growth drive in consumer markets, particu-
larly as Generation Z shifts from material satisfaction to emotional self-gratification. To overcome
the homogeneity and low emotional adaptability of social e-commerce interaction strategies, this
study builds an emotion-driven recommendation model based on SOR theory. Using panel data
from 100,000 users, we validate the emotion-strategy matching effect, the progressive interaction
pathway, and key moderating mechanisms. We then propose a two-stage “user segmentation-strat-
egy prediction” framework, offering a practical solution for refined, emotion-aware social e-com-
merce operations.
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1. 51§

BEAE A A RS ) “REAAARES” FHL, EAR. RAUISE N AR A IR BV SR, P B BN
SR SE AR . EX—H R T, HAHEESHEZ 0, BHILSREIINHERIT N, & 80%
AR BB DAt DR I i AR D SRR 1] (2], 15480 2 5N IA O TH SR SR IIAZ 0 3R . Dua
ngmEGm%amemﬁi,EF%E%%@%@EE%M%#%WE% PRI, R BRER T
BN EIRS, Z2ECTF G0 BRI R R . XL 12%0°F G Sl P g g R s skns, K%
A « RSN SY 7 SERREOSRR, HMELLE MTH%%%*%%F%ﬁ B G B B S MY
LN BRIE %S, ErTRES KA, BRISIEZ MG LAk, O SR AIbIE 8 1

2. Xkt
2.1. %O AR

SOR #if:(Mehrabian & Russell, 1974) [S AT LR Pt & AT NPe 0t 74 B4R . DU R BLAR T 02 N
B, EIRIE BRI AR BB EE AN RIB(S), Wl P N B, F P = AR R NS
f£(0), i H T LN 247 H(R)

b, IEENALAE H R R AT N IR EN BN, DRI I SHIE SRR . IR R 2R (2025) [1]
fa, MU R IBE A TN “HEEMMER T IR B 1 SE LR E A 1. 24 7 AR o
JERIE R RIMT 5, AR “ NIRULED” BECiEdE “1E% - A - 187 =4ILic B, BAmS, W
i BE. THESENS RIS 2 BB IRTHF P 0 B B 500 L1k, AR PREEETHAR IS 46 AT
RIS 517 8[2] [6]. BEIBRHEE PRI LR GHARL R, U FH 17 46 3 1T 5 0w i 20 1 3K
KR[7]; [SIHLFREH, BANHASH 55 AN H AT NG, BTSSR — R . X —HLHI7EA [F 20
S EP R AP — 50, #5829 SRR g, AR KRR AR 45 B 4% R 5 1
[9].
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2.2. X B ERESHERENNOT IR

DA W TN 2 Y FE AR T 458 FURS BB SR 5 AT RIOR R, 1B S I D8 R A 3R AF-5 i
o ENEEELBROZ T, FRHIER BRI RAE BN ES & RE, W25,
o R PR R TR A 15 RE M B RSB AT, HESII AT . REIaAb B G R HE), HAAE LA HRAS,
RS S A, AR RIS AL . Dua (2024) [3]MIBFFE R % 2 5000 K e
BARZEMHNMER: Guo 55(2024) [4)WHIESE, FEEANE M S 4E8E F, BB E R DTk & T ThEe i E
BT SOR R, YFFEAUZE(2017) [101583CHE (2022) [11]150BIKAE T 5 AAER P55 KA &
FEHIE . TRIFFAS(2025) [12]3F— 4% SOR St 4k BRI AL &, 400 1 F i B h AR R
e i O B A R 3T 2R AL

T i ST 5 ) SR 2 TR PR A8 B KON R RE A2 2 5 . B AR ER(2020) [1315E T SICAS 7Y, M %%
FATNIRFER A 0, IR IR EL B SR (R N 77 305 P R AR At T B AE 2 . (EfE R, X
T Z S AL BRI RN, BUA T A7 . FEREE(2024) [14]097= i NEAE UGC
oy Z XM PR IE R, X W A8 Jm VR B 5 5 Bh o EHERE SL AL R . (R A T4
H, SZEIHPRZET-EHE . B #5856 R 98 %5 2 & K {1117 (Sharma & Sharma, 2025)
[15], HAEmEag @ b h R A R S B i TR s B e i i, 0 R SRS

2.3. MEMEEO

JRAE SOR PG 5 5 25 WA 7L AL A2 FE R P R B ZEME TR 2N TT, (BATS 1% 45 B8 L Bh Sk HER:
R, WATTAEY R, R Z SN S REES R, AT %, et
SHAEE ARG —RESHE SHAGHIRR AL, BHMFARER T3P, RagwEribit
NEEEEE GG BRI, 2B RS ESY, Sz W N T ah SRS HERAHESL .

3. EREMSMRRL

AT SOR AL, LLHZ)5RuE 555 bt & A AR S), H P 1G4 5 B39 B WU R Ay
(0), MERFANITHRM(R), M “HIHE - HEPN > T RN PREEEE., BAmNS:
SN LSS BAE & BRI S E N MUAE RSP BEEIRESE BanRE: RN ENH G
TR o

EALAC R “HahME. WARRSNIME” FIZOFRHE R[16], FF EaRE HERMS5EE. Xia %
(2024) [7]55 Liu %(2023) [8]03 B H.5h5i0 B i 5 45 B AR S 84T 8. Bk, Eshsmpsike, F M3k
BEE SE EMEREE, WEMERZFRA—IX A HIA (R DIfEE 703,

SRR TP “Hsh k" B “X3h2 57 B CHERT AT AT, RTEEMN
CHID R A CURFEINE (AR . S FLO AR F(2021) [ 17136 5 75 0 ATURh R 02 4 i 5 9 2
B HANAAE BN S JESE(2024) [18]3F—HESE, ¥y 25t iR i 12, IRES 535 A0
BT E . XM B RS R K N A IR B 5, i kR AR RS H e, 0K
BRI SRR T — A .

RPEEENIHR. RIS PEsR, S SMAARRNES 5(6]: 0= AR AR R, RRRA S 0
| THEE B =5(Sharma 5§, 2025) [15]. [FlUt, k=X E 0 e SEMEZ i SRARRLS B A3, B HIB (L% 1).

P T PP IR VY R B RO SRS B A% O B, S BB BB I S . BRI 6 41.(2017)
[9VRIL, 7= N IE R AT R IF IR R SIS PR I OC R ARIT45(2017) [20]3F—B1ESE, =46
N FENEEE R PR 0= A S0 2 25 BE 5. IR R B S S B R UIRE R sy, T 2 B PR A
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Ho mMET P S SRR S A, BT S B, VPR BB A bR N AE
MHERES FEONR I Tk, ARt H2A (L 2).

Table 1. Core effect hypothesis
= 1 O RIR

oAV R e LEdeks
HIA L5035 2 A B A 0 D S A
HIB SRR o VB — SMTE7 R T B0 I S 1 IF [ R T2 — )

BEAh, ANFI RS SRR R SRR AR B 22 5 o FIAHE(2020) 211 4B, 42 ZRALR AR S HON T
Fzo, VPRI PP T BE T PO, T ROV RS A RS S ARG IR b O
TR, ERAMMEZERK, FREE BB, PR RZIR . 1FIgS P Al P SR Y
B S1ERITT R AT REAAERRA ZE 57, JR Ui i H2B (W 2).

Table 2. Heterogeneity hypothesis of interaction
2. EpiRRMERER

HE) AR PR BREAE
H2A PEAR TLAI 0T 0B 7 ot ) S ABE R ) I 17 2 ) T U A7 (B 75 o
H2B PR T B0 g R 5 R % 5 T it KM 5 A1 AL 170 S0 5 1 e 5 R 2% P T

Fen AL AT JE T i I SAT AR Sl AR R R 5 e, A AR R RS R . M4
AV F(2021) [17]36 5 #4758 B RS AR S RIS 438 BB AR (A BN s o0 5 ELsh B Re i /2 F P A28 3R
TR, XERE A A BB TBOR T St I S8 AL, TR AL S S8 PR R PRV 2R TR AR ) S Th e, P =
BHLELS5(Sharma 55, 2025) [15]. Kb, 435 BLARE 4128 S8 1R v i IR D SEAR B nT Re E R 35 . e T
I, AW H3A (W 3).

Table 3. Regulatory effect hypothesis
= 3. WK

L RCE VRS BREAE
H3A 7 5 LB (e A S P T vt U SRR 3 14 L i S 5 (A S S 2 R

4. W
4.1. TEENENE

AW TE B AEPRT L P P BB R DG 2 8 W SRR IS, 25 521 i JE A2 5 T P R A R 4
e NV AxidtaT sodr, BB RN SN T SR ARHIE S M P N A Gt 22 A il A B (A 4).

Table 4. Variables design
% 4. TR

BERN 3o Sl AR B AR 5E X
Az ey SE R 55 ey SE R 55 MPRBWKZFEMSGE =1, & =0)

HE) R 2 A R BB <03+ WIBEL x 03+ FEH x 0.4
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wHZh =1. & YEUS =9, 5 SSEAN
o (AR A ey O T RO e S i e
P TE) P SRR — 1, 7 - 0)
) PR EAEERRCL =1, & =0)
B BeRE SRR GOV =0, A = 1
N e R L v s %i&@i*ﬁ@ :O(i’yﬁg\ %E)v
AR z Il ) z 1 AN
e i P R AR PRI RAE = 1 (s TR, i)
S B R R TR — 1
i A R TR . R f) =0
AP P AR SR E0-T %)
Pt PP ST AT 1
BRI RIES BT
R S RIS TR B R AR — 1, % —0)
RGP ACISGH A E gt PP 45 2
el B =1, &t =0
HEA A R - M

4.2. BEFKIFRSMAE
AHEFEIEECE FL & AT AR, BRI N 2025 42 6 A% 2025 42 12 A, Btk Wi, 2
e FKE. B R ME. SEIREDNG, LIRS 100,000 26 - - w6 52 AT 9 AR EE -
5. SBIER S54SR
5.1. OB RIFEIESR

AHIFFEIS TR O BN PR VAT SR B Logit B3, 5648 T 8050 B 5 i3t 3 L Bl B A2 0] T SR 2 1) 5
Wi (I35 5).

Table 5. Regression analysis of interaction intensity and purchase probability

5. BESaESWEREYASH

(1) label

z_interact 0.117%%*
(0.029)
In_price —0.005
(0.006)

user_level 0.111%**
(0.004)

discount_rate 0.945%%*%*
(0.049)

has_video 0.011
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(0.014)
_cons —0.750%**
(0.019)
N 100,000
Pseudo R? 0.009

VR Ry R RN IR 10% 5% 1%7KF ERIGTH S . 1S AR .

%5 R T BB SR A REA Logit [RIHE5 R . B EREREON 0.117 (p<0.01), £
WA B 2y i o W S R S B S R I SRS E T, HIA oz thdh, PSS EE0N 0.111 (p < 0.01), #7
IR RHON 0.945 (p <0.01), P 82 1L FSZIE SEHEAR ;a5 2 75 25 MU K A 200 A 882

Table 6. Logit regression results of progressive interaction effects on purchase probability

6. BH N E M LR ERFZATHY Logit BYIFLER

A 1 A 2 R 3 A 4 TR S
(75%) (%) ey (=H) (=)
0 H(FHB) 0.000
1 (R —EH)) 0.019
(0.028)
(0.501)
2 F(Wr EL3)) 0.023
(0.029)
(0.428)
3 F(=MESD) 0.843 %
(0.026)
(0.000)
In_price -0.005 -0.005 0.006 -0.005 -0.005
(0.006) (0.012) (0.013) (0.008) (0.006)
(0.436) (0.693) (0.651) (0.552) (0.436)
discount_rate —0.106** -0.139 —0.047 —0.138%* —0.106**
(0.050) (0.088) (0.102) (0.065) (0.050)
(0.032) (0.114) (0.644) (0.032) (0.032)
has_video -0.012 -0.019 -0.004 -0.010 -0.012
(0.014) (0.025) (0.029) (0.018) (0.014)
(0.413) (0.453) (0.904) (0.577) (0.413)
user_level -0.000 -0.005 -0.001 —0.000 -0.000
(0.004) (0.007) (0.008) (0.005) (0.004)
(0.916) (0.471) (0.931) (0.939) (0.916)
gender_male 0.000 0.023 0.030 —-0.016 0.000
(0.013) (0.024) (0.028) (0.018) (0.013)
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(0.998) (0.348) (0.277) (0.355) (0.998)
In_register days 0.002 0.014 0.002 0.000 0.002
(0.006) (0.012) (0.013) (0.008) (0.006)
(0.762) (0.239) (0.862) (0.984) (0.762)
single interact 0.018 0.019
(0.028) (0.028)
(0.505) (0.501)
double_interact 0.023 0.023
(0.029) (0.029)
(0.434) (0.428)
triple_interact 0.843%** 0.843%**
(0.026) (0.026)
(0.000) (0.000)
Constant —0.459%** —0.442%** —0.477%** —0.450%** —0.459%**
(0.030) (0.040) (0.045) (0.034) (0.030)
(0.000) (0.000) (0.000) (0.000) (0.000)
N 100000.000 31846.000 23942.000 58516.000 100000.000
0.030 0.000 0.000 0.014 0.030

TRy Ry R RN IO 10% 5% 1%7KF ERIG TSN, 1S AR .

X HIB “mi%t — 1FiE — %7 ik U a0 SERER A R2 M 5 T 5 — T Eh B, ASHT 7Tl
g AR AZ R Logit [BIH AT AL 6), B H.3) 5 X0 HA W SR 1 SN 25 R 1 3
it W AKT, M= L) R 0.843 (p<0.01), HAXMUMAESE BB P AIBR R e FRR . |
RERBAE T HIB, &Y “fi%t — 1Fig — 257 #S ka0 0 SEREA Y IE 17 R0 2 25 08 T —
G AU BE), AR R AN AFAE R A TTHE” , SERR T se B AR P A e sk
LI AR f) S 2 R T

5.2. BB FRMREEIESR

25 8 AR AL AL R 3 35 rP R i SR Y AR 22 BEVE AN P EL Bl i ) 22 5 0, ASHIE TOBH S PR ELBI X I SR
T NT e S R PEAR I (LA 74 4 8).

Table 7. On the influence of interaction on the purchase of different value goods

7. WEEX A ENERE R L RIS L

et miE
z_comment 0.083%* 0.118%*%**
(0.042) (0.031)
In_price —0.035** —0.009
(0.015) (0.015)
user_level 0.109%** 0.113%%*
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(0.006) (0.006)
discount_rate 0.992%** 0.898%#**
(0.069) (0.069)
has_video 0.015 0.007
(0.020) (0.020)
_cons —0.718%** —0.762%***
(0.029) (0.029)
N 50,003 49,997
Pseudo R? 0.009 0.009

e o R R RIEOR 10%. 5% 1%KF EMGE REME. 5 N ARER.

T AL RIS S0% A BRI A ROME S e U E R i, R ILVF I TLBIX 1 SR i SR R R L [l
SR PR AR E R b (1 R BN 0.083 (p <0.05), X =B dh R ECN 0.118 (p <0.01), P
YR Bt R 8 . Bl H2A BT, BIPFIR LAl v B R ot D) SR 2 1) IE [ S2 ) 58 TR
FEG ity o X EIIE T R A R 0 R B e R XU 5 < RS, B 7 T TS 0 R B S AR AN B 5
P, PRI ELAI I PR RNAE A B T SO

Table 8. Regression results of comment interaction benchmark by commodity type

8. SR mERITICEREELRIIER

(1) S (2) PREAKH

z_comment —0.208%** —0.082
(0.073) (0.176)
z_like 0.358%** 0.174
(0.079) (0.202)

In_price —0.006 —0.004
(0.008) (0.010)

user_level 0.113%** 0.108%**
(0.005) (0.006)

discount_rate 0.945%** 0.945%%*
(0.063) (0.078)
has_video 0.005 0.021
(0.018) (0.022)

_cons —0.753%** —0.744%%*
(0.024) (0.030)
N 60,036 39,964
Pseudo R? 0.010 0.008

VE: *, ok R HIROR 10%. 5% 1%KF ST BN 35S N ONbRIER .

# 8 BRI SRB KR N S BRI R S RIS, R0 AN [R] BB 2R R R N 22
IR BN FESEUREAL R Sh, WS BB R BCN-0.208 (p<0.01), BFE N, S HIRECH 0.358

N~

=X
FF o

A}
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(p<0.01), BFERNIE; RSB S, e T35 s % T8 R0 7128-0.082 A1 0.174, HIARE.
RS RSCHE H2B, RV 20 o g K e S 1) e DAL o R SR AR
5.3. BTN RIFIIELS R

AW FOE AR 1 SR 2 (R Lo AT, SRIE B A5 S X 43 EL A AR AR TN (L 9). A
M1 GRS ROG T TERE R LAT B 3 TE M (R B = 0.105, p<0.01), T s @ Pk 32
AT E(REL =0.004). B2 GIN “Or2l x mdt @M R EIE, AHITAKCN 0.042 (HARIE R
ZKF, EBERNAREN 0.109 (p < 0.01). H3A KIRTHE, EVEHA @M iR R o kA 50 R
P 7 i B SR 1) 2 S DR BT N

Table 9. Model comparison analysis

9. AL

(1) FEAERIRY (2) ZHAR

c_share 0.105%** 0.109%%**
(0.034) (0.029)
¢ _social 0.004 0.004
(0.006) (0.006)

In_price —0.005 —0.005
(0.006) (0.006)

user_level 0.111%** 0. 11 ***
(0.004) (0.004)

discount_rate 0.944 % 0.944 %%
(0.049) (0.049)
has_video 0.011 0.011
(0.014) (0.014)
inter_share social 0.042
(0.031)

_cons —0.750%** —0.749%**
(0.019) (0.019)

N 100, 000 100,000
2 p 0.009 0.009

VE: *, ok R HIROR 10%. 5% 1%KF ST BN 35S N oNFRIER.

Nt AR5y EHEN RS, AW T BN L AR AR A &, RS
WIHEAT Logit [V AT. [RINE, &FXIF8 HE AT REAAAE K5 B AT h e i . Hhik 6 MR (I
1 10): B AE RN AR 20 3 ARV 2B 5 0 AT NI B BB 4. 50 6 il
AVFRHE . FURPFRLLE IR PER IR T AR

Table 10. Extended analysis of H3A
 10. H3A fAR 7

) @ €) ) ®) (©)
share_num 0.0044% > 0.0044% > 0.0040%** 0.0050%**
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(0.0006) (0.0006) (0.0006) (0.0010)
price —0.0002%** —0.0002%** —0.0002** —0.0002%** —0.0002%** —0.0002**
(0.0001) (0.0001) (0.0001) (0.0001) (0.0001) (0.0001)
user_level 0.1109%** 0.1109%** 0.1108%** 0.1109%** 0.1110%** 0.1108%**
(0.0041) (0.0041) (0.0041) (0.0041) (0.0041) (0.0041)
discount_rate 0.9441*** 0.9441*** 0.9441*** 0.9446%*** 0.9455%*** 0.9442%***
(0.0489) (0.0489) (0.0489) (0.0489) (0.0490) (0.0490)
has_video 0.0112 0.0112 0.0113 0.0113 0.0114 0.0113
(0.0140) (0.0140) (0.0140) (0.0140) (0.0140) (0.0140)
fans_num —0.0006 —0.0026 —0.0033
(0.0023) (0.0024) (0.0025)
share fans 0.0011%*
(0.0004)
comment_num 0.0023%** 0.0016%** 0.0020%**
(0.0003) (0.0004) (0.0003)
comment_share 0.0000%**
(0.0000)
comment_fans 0.0006**
(0.0002)
_cons 0.7459%** 0.7454%%%* 0.7447%%* 0.7472%*%* 0.7578%** 0.7455%*%*
(0.0197) (0.0197) (0.0197) (0.0197) (0.0197) (0.0197)
N 100,000 100,000 100,000 100,000 100,000 100,000
pseudo_r2 0.0089 0.0089 0.0089 0.0089 0.0096 0.009

VR Ry R RN IR 10% 5% 1%7KF ERIG TS . 1S AR R .

H3A RIECHFFATRE SR RIE T 7 R B O R T AR e o S AL A AR, T AERT 2R &
PEo 21088 3 WoR, 0 ZREM LN IR IE, 380502 HL A0 SEAE 2R (1) (2 3 2500 B 73 =
FAAL F AR R 8. 5 2, PEATANARMEE Z BT “HEESZE” MAE “FAT47 .
A, B S BoRTFREES S EATAFERE AL E, WHAAREIEAZ ARG EITREERE
JIRGRERNL, RIS FE VR T REHI 58 93 AT AL bRE B R ME. TS, BmiE SRR E R E
Ty 25 RN AR, AL A SR PR GE FE R T R R, B A IR T 4r AT R KON T U . PEIR IR R ME—
— H AR R BT ARG Oy A R AR T A S R AR o
5.4. REMRTE

BUIR BN M T ReAAAE ik B i, BRI P RE S5 IR AL, M2 i 3 B i 505 Bk
FEE, FECEBNAT AR TSN Sl . HERARIX — P AR R, ASHE SR B A ) 45 43 DL EC (Propensity
Score Matching, PSM)J7i%, LU “RERVENES " AL TATE,  FHT Ak T4 52 T3t I 3K 2 11 P SR Ak
PRI 1) VURC 5 PRI S R B 7R, SR E bR 22 R HI7E 0.02 DAL, 7L 2%
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LS

i

A

S

AEF10.5, 2.0 FEAR X (7], FBHUCHD fo A #4053 MR AHAE vl i As & e B =5, e T PER .
PSM {1 ATT {64 0.055 (p>0.05), ARERIGiHEEKT, T IRIEMEEAT A G N6 L 2 R (KL i3k
BNA R .

Table 11. PSM estimation results
%z 11. PSM fhit 4R

purchase i~t Coefficient Al robust std. err. z P>z [95% conf. interval]

ATET treat 0.055 0.060 0.93 0.354 [-0.062, 0.172]

6. HREIIEAY
6.1. HE)E

9 SEZUEAS 56 RS AR UL A A0 R R TR i A AN AL HE SR S, ARWT SRR “ T dlsy — SRmE TR
PEETECHESE . DU P SRt I . 5 S AT N BB SAIE TS B AR R A% ORFIE, R K-Means 582504
PRI R RERE, RSN LightGBM BykM L2 o 8 AL, St “fe . (it 2o %, ’
MR DY 2 b fe il 51 5 5 ms
6.2. AP - FIEBXLE R o4
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Table 12. Clustering analysis results
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