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[Purpose]

In this study, we consider HSP as a concept that explains the psychological characteristics of people invited
by their friends to attend a sporting event and aim to examine effective ways of persuading people to attend
sporting events considering the high level of HSP characteristics from four psychological aspects (acquisition
strategy, cognition of the resister, resistance measures, and motivation for watching sports).

[Methods]

The subjects were 402 college students aged 18-24. The questionnaire consisted of the HSPS-J19 to assess
HSP, questions on impression, resistance when solicited, and refusal in the item on how to invite to a
sporting event to assess the psychological process of solicitation to grant or refuse, and the Sports Spectator
Motivation Scale (SSSM).

[Results]

Using the scores from the HSPS-J19, we set up a low-scoring group (n=372) and a high-scoring group (n=30)
for the HSP. As a result of the x® test, we confirmed that there was no bias between the two groups in terms
of university, gender, or interest in sports. As a result of the t-test (unpaired), we found significant differences
between the high-scoring group and the low-scoring group for all of the scales: recruitment method,
resistance, refusal method, and motivation for watching sports.

[Conclusion]

This study identified the following four findings:

(1) HSP characteristics, acquisition strategies, perceptions of resistance, resistance measures, and motivation
for watching sports were significantly related to each other.

(2) Considering individuals with high HSP characteristics, persuasion methods that involve penalties, such
as “If you refuse, I'll hate you,” may backfire.

(3) Similarly, it is important to be persistently persuade them while considering the high possibility of
refusal.

(4) People with HSP characteristics tend to reject things straight away; therefore, one should be aware of this
possibility when approaching them.

(5) Considering individuals with high HSP characteristics, their motivation to watch sports can be enhanced
by emphasizing the beauty of sports and the appeal of dramatic game development.



