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Abstract : Buying-selling new as well as second-hand goods like tools, furniture, household, electronics, clothing, baby stuff,
vehicles, and hobbies through the Facebook marketplace has become a new paradigm for c2c sellers. This phenomenon
encourages and empowers decentralised home-oriented sellers. This study adopts Elaboration Likelihood Model (ELM) to
explain consumer behaviour on Facebook Marketplace (FM). ELM suggests that consumers process information through the
central and peripheral routes, which eventually shape their attitudes towards posts. The central route focuses on information
quality, and the peripheral route focuses on cues. Sellers’ FM posts usually include product features, prices, conditions,
pictures,  and pick-up location.  This  study uses information relevance and accuracy as central  route factors.  The post’s
attractiveness represents cues and creates positive or negative associations with the product. A post with remarkable pictures
increases the attractiveness of the post. So, post aesthetics is used as a peripheral route factor. People influenced via the
central or peripheral route forms an attitude that includes multiple processes – response and purchase intention. People
respond to FM posts through save, share and chat. Purchase intention reflects a positive image of the product and higher
purchase intention. This study proposes trust on sellers as a moderator to test the strength of its influence on consumer
attitudes and behaviour. Trust on sellers is assessed whether sellers have badges or not. A sample questionnaire will be
developed and distributed among a group of random FM sellers who are selling vehicles on this platform to conduct the study.
The chosen product of this study is the vehicle, a high-value purchase item. High-value purchase requires consumers to
consider forming their attitude without any sign of impulsiveness seriously. Hence, vehicles are the perfect choice to test the
strength of consumers attitudes and behaviour. The findings of the study add to the elaboration likelihood model and online
second-hand marketplace literature.
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