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Relation to Massimo’s paper

Madio, Manenti, Motta study platform tying: a dominant platform favours
its own integrated service, reducing the rival’s seller base and harming
users even in the rival’s direct channel

Our paper: a platform uses algorithmic ranking to learn about seller
quality from on-platform sales — and this shapes how sellers price in other
channels, even when the algorithm never observes those prices

Common theme: platform conduct in one channel propagates to
competition in another through seller behaviour — and the direct channel
does not insulate rivals or consumers

Common policy tension: conduct that looks innocuous or even beneficial
may harm welfare through indirect channels that are hard to audit
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The policy backdrop

Ranking algorithms determine which sellers consumers see — and therefore
whether they make sales at all
Current policy approaches reach different parts of this problem:

• DMA: limits gatekeeper restrictions on business users’ off-platform offers
• DSA / ECAT: transparency, risk assessment, and technical scrutiny of

algorithmic systems
• UK DMCC regime: tailored conduct requirements for firms with strategic

market status

Separate concern: price parity clauses (PPCs) have already been restricted in
several platform markets
Key question: if an algorithm does not use off-platform prices, does the
distortion disappear?
Sources: European Commission, Digital Markets Act; Digital Services Act and ECAT; UK Digital Markets, Competition and

Consumers Act.
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The core mechanism

A sales-based algorithm creates career concerns for sellers

The platform learns about seller quality from on-platform sales. Sellers
know this.

By raising the off-platform price, a seller shifts demand on-platform,
generates more observed sales, and looks more attractive to the algorithm

“Point all product links to Amazon . . . Your goal should be to place on
the first page of search results”

(BigCommerce)

Result: even without conditioning on off-platform prices, the algorithm
induces parity-like pricing and the platform can amplify this through its
choice of promotion threshold

4



Model

Model

Monopoly platform: consumers only discover the seller if featured; charges
fee f per on-platform sale

Seller type θ ∼ U [0, 1], initially unknown to all; on-platform price fixed
at 1; seller chooses off-platform discount ∆t

Reserve seller of known type α ∈ [0, 1
2): platform’s outside option each

period

Consumers: fraction θ find product appealing; off-platform disutility
δ ∼ U [δ, 1], δ ≤ 0
Consumer buys on-platform iff δ ≥ ∆t ⇒ market is always covered

Two periods: algorithm can condition on period-1 on-platform sales S1 in
period 2
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Model

Three algorithm classes

Algorithm Information/restriction Role

Baseline Uses only on-platform
information

Learns seller appeal from sales
that pricing can move

OPP Can condition directly on the
off-platform discount

Controls cross-channel pricing
directly

PPC Excludes a seller offering a
positive off-platform discount

Imposes price parity, then
learns from sales
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Model

What is fixed; what can be distorted

• Held fixed to isolate ranking design
• On-platform price normalized to 1.
• Per-sale fee f treated as exogenous. (A common fee often applies

across many products; rankings are seller-specific.)

• Two distortions to track
• Sales-channel misallocation: ∆t ̸= 0 sends some consumers to the

channel they value less.
• Promotion inefficiency: τ > α sacrifices period-2 match quality to

influence period-1 pricing.
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Results

Static benchmark: price and channel allocation

Proposition

∆∗
2 = f + δ

2 , ∆OP P
2 = δ, ∆P P C

2 = min{0, ∆∗
2}.

• Efficient channel allocation: ∆ = 0 lets consumers sort into the channel
they prefer.

• A positive or negative price wedge misallocates some sales across channels.

• Static implication: when PPC binds, it removes the price wedge and is
weakly welfare-superior to both baseline and OPP.
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Results

Period-1 sales create career concerns

Proposition
For a platform cutoff τ , the seller’s interior first-period discount is

∆∗
1(τ) = ∆∗

2 − 2 − f − δ

4

(√
1 + 4βτ2 − 1

)
,

until it reaches δ.

∆∗
1(τ) < ∆∗

2: future visibility raises the off-platform price today. At the
lower bound, the direct channel is foreclosed.
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Results

The platform may choose a tougher cutoff

<latexit sha1_base64="IB/vu0KBfESG534ykQHQdZnHDPM=">AAAB7XicbZC7SgNBFIZn4y3GW9RSkMEgWIVdi5jOgI1lAuYCyRLOTmaTMbMzy8ysEJaU9jYWitj6Cql8CDufwZdwcik0+sPAx/+fw5xzgpgzbVz308msrK6tb2Q3c1vbO7t7+f2DhpaJIrROJJeqFYCmnAlaN8xw2ooVhSjgtBkMr6Z5844qzaS4MaOY+hH0BQsZAWOtRgd4PIBuvuAW3ZnwX/AWULh8n9S+7o8n1W7+o9OTJImoMISD1m3PjY2fgjKMcDrOdRJNYyBD6NO2RQER1X46m3aMT63Tw6FU9gmDZ+7PjhQirUdRYCsjMAO9nE3N/7J2YsKynzIRJ4YKMv8oTDg2Ek9Xxz2mKDF8ZAGIYnZWTAaggBh7oJw9gre88l9onBe9UrFUcwuVMpori47QCTpDHrpAFXSNqqiOCLpFD+gJPTvSeXRenNd5acZZ9ByiX3LevgFTWZNh</latexit>ω

<latexit sha1_base64="QUpiuWf39ivRHRpVA9mHNoxY/5w=">AAAB7XicbZC7SgNBFIZn4y3GW9RSkMEgiEXYtYjpDNhYJmAukKxhdjKbjJmdWWbOCiGktLexUMTWV0jlQ9j5DL6Ek0uh0R8GPv7/HOacE8SCG3DdTye1tLyyupZez2xsbm3vZHf3akYlmrIqVULpRkAME1yyKnAQrBFrRqJAsHrQv5zk9TumDVfyGgYx8yPSlTzklIC1ai0gyc1pO5tz8+5U+C94c8hdvI8rX/eH43I7+9HqKJpETAIVxJim58bgD4kGTgUbZVqJYTGhfdJlTYuSRMz4w+m0I3xsnQ4OlbZPAp66PzuGJDJmEAW2MiLQM4vZxPwvayYQFv0hl3ECTNLZR2EiMCg8WR13uGYUxMACoZrbWTHtEU0o2ANl7BG8xZX/Qu0s7xXyhYqbKxXRTGl0gI7QCfLQOSqhK1RGVUTRLXpAT+jZUc6j8+K8zkpTzrxnH/2S8/YNBLSTLQ==</latexit>

ω→
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<latexit sha1_base64="i9CsJDN4B1YpRNvrvtwDWILwRlU=">AAAB+XicbVDLSsNAFJ3UV62vaJdugkVwVRIXtcuCG5cV7AOaUCaTm3boZBJmJoUS+yGCGxeKCOKi3+HGnX/jpO1CWw8MHM65h3vn+AmjUtn2t1HY2Nza3inulvb2Dw6PzOOTtoxTQaBFYhaLro8lMMqhpahi0E0E4Mhn0PFH17nfGYOQNOZ3apKAF+EBpyElWGmpb5puygMQedzFLBnivlmxq/Yc1jpxlqTSKL9/zu4fPpp988sNYpJGwBVhWMqeYyfKy7BQlDCYltxUQoLJCA+gpynHEUgvm18+tc61ElhhLPTjypqrvxMZjqScRL6ejLAaylUvF//zeqkK615GeZIq4GSxKEyZpWIrr8EKqACi2EQTTATVt1pkiAUmSpdV0iU4q19eJ+3LqlOr1m51G3W0QBGdojN0gRx0hRroBjVRCxE0Ro/oGb0YmfFkvBpvi9GCscyU0R8Ysx+e+ZgQ</latexit>ω <latexit sha1_base64="3wqVEjGgwzmlBafAoAlC8Z1VL3c=">AAAB8XicbZC7SgNBFIbPeo3xFrUUZDEIVmHXIqYzYGOZgLlgsoSzk9lkyOzsMjMrhCWlb2BjoYitL5DKh7DzGXwJJ5dCE38Y+Pj/c5hzjh9zprTjfFkrq2vrG5uZrez2zu7efu7gsK6iRBJaIxGPZNNHRTkTtKaZ5rQZS4qhz2nDH1xP8sY9lYpF4lYPY+qF2BMsYAS1se7aPso28riPnVzeKThT2cvgziF/9TGufj+cjCud3Ge7G5EkpEITjkq1XCfWXopSM8LpKNtOFI2RDLBHWwYFhlR56XTikX1mnK4dRNI8oe2p+7sjxVCpYeibyhB1Xy1mE/O/rJXooOSlTMSJpoLMPgoSbuvInqxvd5mkRPOhASSSmVlt0keJRJsjZc0R3MWVl6F+UXCLhWLVyZdLMFMGjuEUzsGFSyjDDVSgBgQEPMIzvFjKerJerbdZ6Yo17zmCP7LefwBSrZUa</latexit>

ω̄

<latexit sha1_base64="3wqVEjGgwzmlBafAoAlC8Z1VL3c=">AAAB8XicbZC7SgNBFIbPeo3xFrUUZDEIVmHXIqYzYGOZgLlgsoSzk9lkyOzsMjMrhCWlb2BjoYitL5DKh7DzGXwJJ5dCE38Y+Pj/c5hzjh9zprTjfFkrq2vrG5uZrez2zu7efu7gsK6iRBJaIxGPZNNHRTkTtKaZ5rQZS4qhz2nDH1xP8sY9lYpF4lYPY+qF2BMsYAS1se7aPso28riPnVzeKThT2cvgziF/9TGufj+cjCud3Ge7G5EkpEITjkq1XCfWXopSM8LpKNtOFI2RDLBHWwYFhlR56XTikX1mnK4dRNI8oe2p+7sjxVCpYeibyhB1Xy1mE/O/rJXooOSlTMSJpoLMPgoSbuvInqxvd5mkRPOhASSSmVlt0keJRJsjZc0R3MWVl6F+UXCLhWLVyZdLMFMGjuEUzsGFSyjDDVSgBgQEPMIzvFjKerJerbdZ6Yo17zmCP7LefwBSrZUa</latexit>

ω̄

0.1

0.2

0.3

0.4

0.5

Dashed: efficient τ = α; blue: platform choice τ∗. Parameters: δ = −0.2, f = 0.4, β = 2.

• A tougher cutoff lowers ∆1 and shifts sales on-platform.
• When τ∗ > α, the cost is promotion inefficiency.
• Strong incentives can also foreclose the direct channel.
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Results

What changes across algorithmic regimes?

Pricing outcome Promotion outcome

Baseline Career concerns compress the
off-platform discount; in strong
cases the direct channel closes

τ∗ ≥ α; promotion may be
distorted

OPP Direct conditioning forces
∆t = δ and forecloses the
direct channel

τOP P = α; promotion is
efficient

Binding
PPC

Parity sets ∆t = 0 while
preserving channel choice

τP P C = α; promotion is
efficient

The trade-off: more information can eliminate promotion inefficiency, but OPP
does so by foreclosing the direct channel.
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Results

OPP: efficient promotion, but direct-channel foreclosure

<latexit sha1_base64="IB/vu0KBfESG534ykQHQdZnHDPM=">AAAB7XicbZC7SgNBFIZn4y3GW9RSkMEgWIVdi5jOgI1lAuYCyRLOTmaTMbMzy8ysEJaU9jYWitj6Cql8CDufwZdwcik0+sPAx/+fw5xzgpgzbVz308msrK6tb2Q3c1vbO7t7+f2DhpaJIrROJJeqFYCmnAlaN8xw2ooVhSjgtBkMr6Z5844qzaS4MaOY+hH0BQsZAWOtRgd4PIBuvuAW3ZnwX/AWULh8n9S+7o8n1W7+o9OTJImoMISD1m3PjY2fgjKMcDrOdRJNYyBD6NO2RQER1X46m3aMT63Tw6FU9gmDZ+7PjhQirUdRYCsjMAO9nE3N/7J2YsKynzIRJ4YKMv8oTDg2Ek9Xxz2mKDF8ZAGIYnZWTAaggBh7oJw9gre88l9onBe9UrFUcwuVMpori47QCTpDHrpAFXSNqqiOCLpFD+gJPTvSeXRenNd5acZZ9ByiX3LevgFTWZNh</latexit>ω
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<latexit sha1_base64="i9CsJDN4B1YpRNvrvtwDWILwRlU=">AAAB+XicbVDLSsNAFJ3UV62vaJdugkVwVRIXtcuCG5cV7AOaUCaTm3boZBJmJoUS+yGCGxeKCOKi3+HGnX/jpO1CWw8MHM65h3vn+AmjUtn2t1HY2Nza3inulvb2Dw6PzOOTtoxTQaBFYhaLro8lMMqhpahi0E0E4Mhn0PFH17nfGYOQNOZ3apKAF+EBpyElWGmpb5puygMQedzFLBnivlmxq/Yc1jpxlqTSKL9/zu4fPpp988sNYpJGwBVhWMqeYyfKy7BQlDCYltxUQoLJCA+gpynHEUgvm18+tc61ElhhLPTjypqrvxMZjqScRL6ejLAaylUvF//zeqkK615GeZIq4GSxKEyZpWIrr8EKqACi2EQTTATVt1pkiAUmSpdV0iU4q19eJ+3LqlOr1m51G3W0QBGdojN0gRx0hRroBjVRCxE0Ro/oGb0YmfFkvBpvi9GCscyU0R8Ysx+e+ZgQ</latexit>ω
<latexit sha1_base64="3wqVEjGgwzmlBafAoAlC8Z1VL3c=">AAAB8XicbZC7SgNBFIbPeo3xFrUUZDEIVmHXIqYzYGOZgLlgsoSzk9lkyOzsMjMrhCWlb2BjoYitL5DKh7DzGXwJJ5dCE38Y+Pj/c5hzjh9zprTjfFkrq2vrG5uZrez2zu7efu7gsK6iRBJaIxGPZNNHRTkTtKaZ5rQZS4qhz2nDH1xP8sY9lYpF4lYPY+qF2BMsYAS1se7aPso28riPnVzeKThT2cvgziF/9TGufj+cjCud3Ge7G5EkpEITjkq1XCfWXopSM8LpKNtOFI2RDLBHWwYFhlR56XTikX1mnK4dRNI8oe2p+7sjxVCpYeibyhB1Xy1mE/O/rJXooOSlTMSJpoLMPgoSbuvInqxvd5mkRPOhASSSmVlt0keJRJsjZc0R3MWVl6F+UXCLhWLVyZdLMFMGjuEUzsGFSyjDDVSgBgQEPMIzvFjKerJerbdZ6Yo17zmCP7LefwBSrZUa</latexit>

ω̄

<latexit sha1_base64="kaZxhLkjM4SdPNrtuyK+R6+nJW4=">AAAB7nicbZC7SgNBFIbPxluMt6ilzWAQYhN2LaKdARs7VzDZQLKG2clsMmR2dpmZFcKSZxAbC0VsfQgrH8HOB7F3cik08YeBj/8/hznnBAlnStv2l5VbWl5ZXcuvFzY2t7Z3irt7DRWnktA6iXksmwFWlDNB65ppTpuJpDgKOPWCwcU49+6oVCwWN3qYUD/CPcFCRrA2lufdZleuO+oUS3bFnggtgjOD0vl7+fvjvn3sdoqf7W5M0ogKTThWquXYifYzLDUjnI4K7VTRBJMB7tGWQYEjqvxsMu4IHRmni8JYmic0mri/OzIcKTWMAlMZYd1X89nY/C9rpTo88zMmklRTQaYfhSlHOkbj3VGXSUo0HxrARDIzKyJ9LDHR5kIFcwRnfuVFaJxUnGqlem2XalWYKg8HcAhlcOAUanAJLtSBwAAe4AmercR6tF6s12lpzpr17MMfWW8/U7eTRQ==</latexit>

W
OPP

<latexit sha1_base64="3hI0BtgmvGc9B2oS/5qvdtWkqJw=">AAAB7XicbZDLSgMxFIbP1Futt6pLN8Ei1E2ZcVHdWRTEZQV7gbaWTJppYzPJkGSEMvQZdONCEbe+hCsfwZ0P4t70stDWHwIf/38OOef4EWfauO6Xk1pYXFpeSa9m1tY3Nrey2ztVLWNFaIVILlXdx5pyJmjFMMNpPVIUhz6nNb9/Psprd1RpJsW1GUS0FeKuYAEj2FirWrtJLs6G7WzOLbhjoXnwppA7fc9/f9w3D8vt7GezI0kcUmEIx1o3PDcyrQQrwwinw0wz1jTCpI+7tGFR4JDqVjKedogOrNNBgVT2CYPG7u+OBIdaD0LfVobY9PRsNjL/yxqxCU5aCRNRbKggk4+CmCMj0Wh11GGKEsMHFjBRzM6KSA8rTIw9UMYewZtdeR6qRwWvWCheublSESZKwx7sQx48OIYSXEIZKkDgFh7gCZ4d6Tw6L87rpDTlTHt24Y+ctx+QX5LU</latexit>

W
FB

<latexit sha1_base64="vpIiXpfphYHE1ddhbB5IdNanvKw=">AAAB6nicbZDLSgMxFIbPeK31VnXpJliE6qLMuKjuLLhxWdFeoB1LJs20oUlmSDJCGfoIIrhQxK2P4cpHcOeDuDe9LLT1h8DH/59DzjlBzJk2rvvlLCwuLa+sZtay6xubW9u5nd2ajhJFaJVEPFKNAGvKmaRVwwynjVhRLAJO60H/YpTX76jSLJI3ZhBTX+CuZCEj2Fjrun573M7l3aI7FpoHbwr58/fC98dD66jSzn22OhFJBJWGcKx103Nj46dYGUY4HWZbiaYxJn3cpU2LEguq/XQ86hAdWqeDwkjZJw0au787Uiy0HojAVgpseno2G5n/Zc3EhGd+ymScGCrJ5KMw4chEaLQ36jBFieEDC5goZmdFpIcVJsZeJ2uP4M2uPA+1k6JXKpau3Hy5BBNlYB8OoAAenEIZLqECVSDQhXt4gmeHO4/Oi/M6KV1wpj178EfO2w8WzZFg</latexit>

W →

<latexit sha1_base64="1hlHjSOC/xK8NYj215ToDgQajkU=">AAAB+XicbVC7SgNBFJ31GeNr1dJmMAixCbsW0c5AGssVzAOyMdydzCZDZmeXmdlAWPIN/oCNhSK2tlZ+gp0fYu/kUWjigQuHc+7l3nuChDOlHefLWlldW9/YzG3lt3d29/btg8O6ilNJaI3EPJbNABTlTNCaZprTZiIpRAGnjWBQnfiNIZWKxeJWjxLajqAnWMgIaCN1bNsPQPrAkz7cZZ5XHXfsglNypsDLxJ2TwtV78fvj3j/zOvan341JGlGhCQelWq6T6HYGUjPC6Tjvp4omQAbQoy1DBURUtbPp5WN8apQuDmNpSmg8VX9PZBApNYoC0xmB7qtFbyL+57VSHV62MyaSVFNBZovClGMd40kMuMskJZqPDAEimbkVkz5IINqElTchuIsvL5P6ecktl8o3TqFSRjPk0DE6QUXkogtUQdfIQzVE0BA9oCf0bGXWo/Vivc5aV6z5zBH6A+vtB6YFl2A=</latexit>

ω̄PPC
Parameters: f = 0.4, β = 2, δ = −0.2.

• ∆1 = ∆2 = δ and τOP P = α

• All interested consumers buy on-platform
• Welfare is ambiguous: promotion gains may or may not offset direct-channel

foreclosure.
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Results

A binding PPC can attain first best — in this benchmark
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ω̄

<latexit sha1_base64="1hlHjSOC/xK8NYj215ToDgQajkU=">AAAB+XicbVC7SgNBFJ31GeNr1dJmMAixCbsW0c5AGssVzAOyMdydzCZDZmeXmdlAWPIN/oCNhSK2tlZ+gp0fYu/kUWjigQuHc+7l3nuChDOlHefLWlldW9/YzG3lt3d29/btg8O6ilNJaI3EPJbNABTlTNCaZprTZiIpRAGnjWBQnfiNIZWKxeJWjxLajqAnWMgIaCN1bNsPQPrAkz7cZZ5XHXfsglNypsDLxJ2TwtV78fvj3j/zOvan341JGlGhCQelWq6T6HYGUjPC6Tjvp4omQAbQoy1DBURUtbPp5WN8apQuDmNpSmg8VX9PZBApNYoC0xmB7qtFbyL+57VSHV62MyaSVFNBZovClGMd40kMuMskJZqPDAEimbkVkz5IINqElTchuIsvL5P6ecktl8o3TqFSRjPk0DE6QUXkogtUQdfIQzVE0BA9oCf0bGXWo/Vivc5aV6z5zBH6A+vtB6YFl2A=</latexit>

ω̄PPC

<latexit sha1_base64="3hI0BtgmvGc9B2oS/5qvdtWkqJw=">AAAB7XicbZDLSgMxFIbP1Futt6pLN8Ei1E2ZcVHdWRTEZQV7gbaWTJppYzPJkGSEMvQZdONCEbe+hCsfwZ0P4t70stDWHwIf/38OOef4EWfauO6Xk1pYXFpeSa9m1tY3Nrey2ztVLWNFaIVILlXdx5pyJmjFMMNpPVIUhz6nNb9/Psprd1RpJsW1GUS0FeKuYAEj2FirWrtJLs6G7WzOLbhjoXnwppA7fc9/f9w3D8vt7GezI0kcUmEIx1o3PDcyrQQrwwinw0wz1jTCpI+7tGFR4JDqVjKedogOrNNBgVT2CYPG7u+OBIdaD0LfVobY9PRsNjL/yxqxCU5aCRNRbKggk4+CmCMj0Wh11GGKEsMHFjBRzM6KSA8rTIw9UMYewZtdeR6qRwWvWCheublSESZKwx7sQx48OIYSXEIZKkDgFh7gCZ4d6Tw6L87rpDTlTHt24Y+ctx+QX5LU</latexit>

W
FB

<latexit sha1_base64="vpIiXpfphYHE1ddhbB5IdNanvKw=">AAAB6nicbZDLSgMxFIbPeK31VnXpJliE6qLMuKjuLLhxWdFeoB1LJs20oUlmSDJCGfoIIrhQxK2P4cpHcOeDuDe9LLT1h8DH/59DzjlBzJk2rvvlLCwuLa+sZtay6xubW9u5nd2ajhJFaJVEPFKNAGvKmaRVwwynjVhRLAJO60H/YpTX76jSLJI3ZhBTX+CuZCEj2Fjrun573M7l3aI7FpoHbwr58/fC98dD66jSzn22OhFJBJWGcKx103Nj46dYGUY4HWZbiaYxJn3cpU2LEguq/XQ86hAdWqeDwkjZJw0au787Uiy0HojAVgpseno2G5n/Zc3EhGd+ymScGCrJ5KMw4chEaLQ36jBFieEDC5goZmdFpIcVJsZeJ2uP4M2uPA+1k6JXKpau3Hy5BBNlYB8OoAAenEIZLqECVSDQhXt4gmeHO4/Oi/M6KV1wpj178EfO2w8WzZFg</latexit>

W →

Parameters: f = 0.4, β = 2, δ = −0.2.

• If PPC binds, ∆1 = ∆2 = 0 and τP P C = α.
• Equal prices preserve the direct channel for consumers who intrinsically prefer it.
• Both modeled distortions vanish.
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Conclusions

Conclusions

1 Restricting a ranking algorithm to on-platform data does not make it
neutral: sales are an endogenous signal.

2 A sales-based rule raises off-platform prices; the platform may amplify
the incentive with a tougher cutoff, creating promotion inefficiency
and sometimes foreclosing the direct channel.

3 OPP restores efficient promotion but does so through direct-channel
foreclosure, so its welfare effect is ambiguous.

4 A binding PPC can remove both modeled distortions and attain
first-best welfare in the benchmark.

Policy takeaway: audit equilibrium seller responses, not only the variables
entering the algorithm.
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Conclusions

Good algorithm?
Might rely on prices elsewhere.

So tough to audit.
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Backup: what commitment changes

• Without ex-ante commitment to a tougher rule, the platform uses the
efficient period-2 cutoff: τ = α.

• Career concerns remain: the seller still sets

∆∗
1(α) < ∆∗

2

because period-1 sales affect future visibility.

• Commitment adds the strategic design margin: the platform can
choose τ > α to strengthen the pricing incentive.

Thus: commitment is important for promotion inefficiency, but not for the
basic pricing mechanism.
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Backup: consumer surplus need not follow welfare

Under OPP, every interested consumer buys on-platform at the normalized
reservation price, so consumer surplus is zero.

Under a binding PPC:
• equal prices improve channel allocation;
• the smaller off-platform discount can reduce consumer surplus;
• efficient promotion raises the expected appeal of the featured seller.

Result
PPC can attain first-best welfare and still reduce consumer surplus relative
to the baseline algorithm.
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Backup: variations and open margins

• Information about type: the pricing incentive survives when the
seller or platform has more information.

• Longer horizons: more valuable future exposure strengthens career
concerns.

• Off-platform fees: the model can be recast using an adjusted
relative fee.

• Repeat purchases: the basic pricing and cutoff logic is unchanged in
the benchmark extension.

• Downward-sloping demand and endogenous platform fees:
important open margins for the welfare analysis.
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