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Abstract  
	

The	sharing	economy	has	emerged	as	a	dominant,	or	even	disruptive,	business	model	by	

enabling	private	people	to	rent,	lease,	share	or	borrow	a	variety	of	different	product	and	

services	 through	 an	 online	 platform.	 However,	 literature	 on	 the	 dynamics	 of	 the	

relationship	 between	 stakeholders	 is	 scarce.	 The	 objective	 of	 this	 research	 is	 to	 explore	

how	different	models	of	sociality	develop,	and	 is	reconciled	between	stakeholders	 in	the	

sharing	 economy.	 Further,	 the	 objective	 is	 to	 determine	 how	 the	 presence	 of	 money	

influences	the	social	interaction	between	stakeholders.	Using	Airbnb	as	the	case	company,	

the	research	 follows	an	embedded	case	study	strategy	 to	explore	 the	 topic	qualitatively.	

Nine	semi-structured	interviews	were	conducted	on	the	sample	consisting	of	participants	

–	 both	 hosts	 and	 guests	 –	 of	 Airbnb.	 The	 research	 identified	 three	models	 of	 sociality	 -	

market	price,	equality	matching	and	communal	sharing	-	either	in	participants’	actions	or	

in	their	rhetoric.	Further,	the	role	of	money	became	essential	in	explaining	how	models	of	

sociality	develop,	as	it	enables	host	to	1)	regulate	demand	and	2)	generates	a	ground	zero	

between	hosts	and	guests,	were	other	less	contractual	and	formal	models	of	sociality	had	

room	 to	 develop.	 Further,	 the	 research	 argues	 that	 the	 role	 of	 the	 platform	 provider	

extends	 beyond	 their	 function	 as	 an	 intermediary	 between	 the	 two	 customer	 groups	 as	

they	provide	hosts	and	guests	with	the	market	price	model	of	sociality,	as	an	assurance,	in	

case	 hosts	 and	 guests	 fail	 to	 implement	 other	 models.	 The	 research	 coined	 the	 term	

commercial	 friendships	 to	 describe	 the	 relationships	 between	 hosts	 and	 guests,	 as	 it	

captures	the	essence	of	a	relationship	 in	which	has	some	profound	commercial	 features,	

but	 which	 also	 seek	 a	 more	 intimate	 form	 of	 interaction.	 The	 research	 presents	

implications	and	directions	for	further	research.	

	

 

Keywords:	Sharing	Economy,	Collaborative	Consumption,	Network	Hospitality,	Sociality,	

Two-sided	Platforms,	Airbnb,	Commercial	Friendships	
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1. Introduction 
	

	

	

	

	

1.1  Topic 

The	 term	sharing	economy	 is	often	understood	as	an	umbrella	definition	 for	 the	business	

models	 concerning	 renting,	 swapping,	 lending,	 leasing	 or	 sharing	 through	 an	 online	

platform.	(Hamari,	Sjöklint	&	Ukkonen,	2015).	The	sharing	economy	is	commonly	associated	

with	 technological	 advances,	 as	 the	 platforms	 are	 only	 accessible	 through	 smartphones,	

tablets	or	other	internet-connected	devices.	Sharing	economy	platforms	have	emerged,	or	

arguably	disrupted,	several	traditional	 industries,	such	as	transportation,	house	rental	and	

hospitality.	Platforms,	for	example	Airbnb	and	Couchsurfer,	facilitate	the	interaction	so	that	

private	people	are	able	to	house	other	private	people	either	for	money	or	for	free.	As	such,	

the	 sharing	 economy	 business	model	 holds	 three	main	 stakeholders;	 a	 vendor	 offering	 a	

service	or	product,	a	customer	and	the	platform	provider.		

	

The	act	of	sharing	between	private	people	is	nothing	new	to	societies,	and	sharing	has	been	

linked	 with	 social	 practices	 for	 ages	 (Botsman	 &	 Rogers,	 2010;	 John,	 2012).	 The	 term	

sharing	 can	be	understood	as	 a	way	of	distribute	 something	 to	 someone,	 or	 it	 can	mean	

something	more	 in	 the	 lines	 of	 splitting	 or	 dividing	 –	 share	 a	 piece	 of	 fruit	 (John,	 2012).	

Further,	most	things	can	be	shared;	it	could	be	something	tangible	such	as	a	chocolate,	or	it	

could	 be	 something	 intangible,	 such	 as	 thoughts,	 ideas	 or	 feelings	 (John,	 2012).	 Sharing	

could	also	mean	that	you	have	something	 in	common	with	someone,	 in	other	words,	you	

share	 similarities.	 Historically,	 sharing	 is	 also	 associated	 with	 the	 Internet	 culture	 in	 the	

sense	 people	 are	 sharing	 files	 and	 pictures	 online	 (John,	 2012).	 Indeed,	 the	 notion	 of	

sharing	is	essential	for	understanding	the	essence	of	Web	2.0,	as	people	produce,	consume	

and	share	more	collectively	online.	 In	other	words,	 the	act	of	sharing	has	previously	been	
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associated	with	more	private,	 social	and	non-monetised	activities.	However,	 in	 regards	 to	

the	 sharing	 economy,	 most	 platforms	 are	 monetized,	 which	 indicates	 that,	 nowadays,	

financial	 transactions	 are	 also	 a	 part	 of	 what	 is	 understood	 as	 sharing.	 Therefore,	 it	 is	

reason	 to	 believe	 that	 the	 private	 people	 participating	 in	 the	 sharing	 economy	 have,	 or	

develop	a	 form	of	 socio-economic	 relationship	 -	which	 is	enabled	by	a	platform	provider.	

John	(2012;	179)	reflects	on	how	 “Sharing	economies	resonate	with	sharing	 in	Web	2.0	 in	

that	some	of	the	Web	2.0	most	notable	examples	are	also	the	standout	examples	of	sharing	

economies”.	 In	 other	 words,	 stakeholders	 seem	 to	 interact,	 coordinate	 and	 organise	

themselves	around	several	models	of	sociality	in	the	sharing	economy.	The	terms	models	of	

sociality	 and	 social	 relationships	 are	 used	 interchangeably	 throughout	 the	 research.	 The	

meaning	 is	 somewhat	 the	 same,	 though	 the	 primer	 term	 implies	 that	 there	 exist	 several	

forms	of	social	relationships.		

	

1.2  Relevance and Problem Formulation  

Stakeholders	 in	 the	sharing	economy	are	partaking	 in	activities	 in	which	seems	 to	 involve	

different	 forms	 of	 social	 relationships.	 However,	 literature	 on	 the	 complexities	 of	 this	

relationship	 is	 scarce.	 Current	 research	 does	 not	 give	 adequate	 description	 of	 how,	 or	 if,	

different	social	relationships	between	stakeholders	co-exists	and	develop,	but	focus	mostly	

on	individual	motivations,	or	effect	on	society	at	large.	In	addition,	the	entire	interaction	is	

facilitated	through	an	intermediary	–	the	platform	provider.	Therefore,	one	is	left	to	reflect	

not	only	on	how	the	 interaction	between	vendor	and	customer	develops,	but	also	how	to	

position	the	platform	provider	in	this	relation.	As	Lampinen	&	Cheshire	(2016;	1677)	point	

out;	 these	 “platforms	 seem	 to	 be	more	 about	making	 a	 profit	 by	 allowing	 individuals	 to	

monetize	their	resources	than	about	what	we	might	intuitively	think	of	as	‘sharing’”.		

	

As	the	sharing	economy	has	grown	to	become	the	multi-billion	dollar	industry	it	is	in	2016,	

it	 is	 important	 to	 understand	 how	 different	 forms	 of	 social	 relationships	 between	

stakeholders	co-exist	and	is	reconciled	on	these	platforms.	
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1.3  Research Question and Objective  

1.3.1  Objective  

The	objective	of	this	research	is	to	explore	how	different	models	of	sociality	take	form	and	

develop	 between	 the	 three	 stakeholders;	 host,	 guest,	 and	 the	 platform	 provider,	in	 the	

sharing	 economy.	 Further,	 the	 objective	 is	 to	 determine	 to	what	 degree	 these	models	 of	

sociality	are	in	conflict	or	in	congruity	with	each	other.	Lastly,	the	objective	is	to	determine	

how	 the	 presence	 of	 money	 influences	 the	 interaction	 between	 the	 mentioned	

stakeholders.	

	

1.3.2 Research Question  

With	the	focus	being	the	models	of	sociality	between	stakeholders	in	the	sharing	economy,	

the	following	research	question	have	been	developed:		

		

How	are	different	models	of	sociality	developed	and	reconciled	between	stakeholders	in	the	

sharing	economy?	

	

1.4  Case Company: Airbnb  

Airbnb	has	become	one	of	the	most	discussed	cases	of	the	sharing	economy,	and	operates	

in	191	 countries	 and	34	000	 cities	 (Airbnb,	 2016a).	 The	 company	enables	 its	members	 to	

rent	out	their	home	or	a	spare	room	in	their	home	to	other	members	through	the	platform.	

The	 platform	 is	 accessible	 through	 smartphones,	 tablets	 and	 computers.	 According	 to	

Airbnb	 they	have	had	more	 than	60	million	guests	using	 their	 site.	Members	 can	 register	

using	either	their	email	address	or	connect	through	their	Facebook	account.	It	was	founded	

in	 2008	 in	 California,	 USA,	 and	 its	 current	 value	 is	 estimated	 to	 around	 $30	 billion	 in	

September	 2016,	 after	 receiving	 a	 massive	 funding	 from	 Google	 (Rosoff,	 2016).	 Their	

current	revenue	model	is	to	charge	a	3	%	transaction	fee	from	hosts,	and	a	6-12	%	service	

fee	from	guests	(Airbnb,	2016a). Further,	Airbnb	is	experimenting	with	new	business	areas,	

for	 instance	they	have	“Community	Center”,	and	a	new	service	called	“Experiences”.	Both	

seek	to	provide	the	guests	with	more	specialised	services,	guidance	and	travel	assistance”	

(Rosoff,	2016).  
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1.5  Scope  

The	research	will	be	limited	to	one	case	company,	Airbnb.	Nevertheless,	the	data	collected	

will	 be	 from	 both	 customers	 groups,	 i.e.	 hosts	 and	 guests,	 and	 thereby,	 providing	 an	 in-

depth	analysis	of	the	sub-units	of	the	platform.	The	research	will	limit	itself	to	only	analyse	

the	 original	 service	 offering	 of	 hosting	 and	 renting	 through	 the	 Airbnb	 platform,	 and	

therefore,	not	the	newly	launched	features.		

	

1.6 Advanced Organizer  

The	Literature	review	chapter	will	describe	the	theoretical	concepts	this	research	used	as	a	

foundation	 and	 starting	 point,	 such	 as	 the	 sharing	 economy,	 collaborative	 consumption,	

network	 hospitality,	 two-sided	 platforms	 and	 network	 effect.	 More	 so,	 a	 review	 of	 the	

research	 concerning	 same	 topic,	 or	 same	 problem	 areas	 will	 be	 presented.	 Lastly,	 the	

theory	 behind	 the	 four	 elementary	 models	 of	 social	 interaction	 will	 be	 described.	 The	

Methodology	 chapter	 will	 describe	 and	 justify	 the	 different	 methodological	 choices,	

strategies	and	processes	utilised	 in	this	research.	Further,	this	chapter	also	reflects	on	the	

data	quality	and	overall	research	process	by	suggesting	degree	of	reliability	and	validity	of	

the	 study.	 The	Analysis	will	 describe	 the	 outline	 of	 the	 grounded	 theory	method	 coding	

procedure	 more	 in	 detail,	 including	 the	 transcription	 service	 used	 and	 coding	 software	

utilised.	The	Results	will	present	 the	 result	 from	the	nine	semi-structured	 interviews.	The	

aim	of	the	section	is	to	present	the	result	in	a	descriptive	and	transparent	way.	First	results	

form	 social	 and	 economic	 motivations	 and	 expectations	 are	 presented.	 Thereafter,	 a	

section	on	the	different	point	of	 interaction	between	the	host	and	the	guest	 is	described.	

Lastly,	data	on	 role	of	money	and	 the	platform	provider	 is	presented.	The	Discussion	will	

compare	 the	 results	 and	 identify	 different	 models	 of	 sociality,	 taking	 a	 starting	 point	 in	

Fiske’s	four	elementary	models	of	sociality.	Further,	the	section	will	evaluate	whether	these	

models	 are	 in	 conflict	 or	 congruity	 with	 each	 other.	 Thereafter,	 a	 section	 is	 devoted	 to	

discuss	how	the	financial	 transaction	executed	prior	 to	meeting	 face-to-face	 influence	the	

relationship	between	hosts	and	guests.	Lastly,	the	role	of	the	platform	provider	is	discussed.	

The	Conclusion	is	devoted	for	the	concluding	remarks,	practical	and	theoretical	implications	

and	areas	for	further	study.		
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2. Literature Review  
	

	

	

	

	

This	 chapter	 will	 describe	 the	 theoretical	 concepts	 this	 research	 builds	 on,	 such	 as	 the	

sharing	economy,	collaborative	consumption,	network	hospitality,	two-sided	platforms	and	

network	effect.	More	so,	a	literature	review	on	different	studies	concerning	same	topic,	or	

related	problem	areas	will	be	presented.	Lastly,	 the	concept	of	 sociality,	as	 introduced	by	

Fiske	(1992),	will	be	described	more	in	detail,	as	his	four	models	of	sociality	constitute	the	

theoretical	base	for	the	discussion.		

	

2.1  Sharing Economy – An Umbrella Definition  

As	the	sharing	economy	has	become	such	a	widely	used	concept,	it	is	important	to	work	with	a	

definition	 that	 is	 narrow	 enough	 for	 the	 concept	 to	 be	 researched,	 but	 also	 recognizes	 the	

term’s	broad	and	dynamic	meaning.	Therefore,	the	definition	provided	by	Hamari,	Sjöklint	and	

Ukkonen	 (2015;	 2047)	 is	 considered	 appropriate,	 describing	 the	 sharing	 economy	 “as	 an	

umbrella	concept	that	encompasses	several	 ICT	developments	and	technologies,	among	others	

collaborative	 consumption,	 which	 endorses	 sharing	 the	 consumption	 of	 goods	 and	 services	

through	 online	 platforms”.	 Firstly,	 this	 definition	 places	 sharing	 economy	 in	 relation	 to	

technology.	 Further,	 this	 definition	 recognizes	 its	 overarching	 characteristic,	 while	 also	

narrowing	 the	 scope	 by	 defining	 sharing	 economy	 as	 related	 to	 consumption	 of	 goods	 and	

services.	Collaborative	consumption	is	“the	consumption	of	goods	and	services	through	activities	

such	as	renting,	swapping	or	trading”	 (Hamari,	Sjöklint	&	Ukkonen	(2015;	2048).	Collaborative	

consumption	 platforms	 targeting	 housing	 and	 renting	 are	 often	 referred	 to	 as	 network	

hospitality.	 A	more	 precise	 definition	 of	 network	 hospitality	would	 be;	 “users	 connect	 to	 one	

another	 using	 online	 platforms,	 as	well	 as	 the	 kinds	 of	 relationships	 they	 perform	when	 they	

meet	 face-to-face	 for	 the	material	exchange	of	accommodation”	 (Lampinen	&	Cheshire,	2016;	

1671).	This	definition	also	highlights	the	relevance	of	technology,	and	emphasises	that	although	

interactions	originate	online,	 there	 follows	 a	 very	physical	 and	 social	 dimension	when	people	
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subsequently	meet	 in	 person.	 There	 are	 examples	 of	monetized	 and	 non-monetized	 network	

hospitality	platforms;	Airbnb	is	monetized	while	Couchsurfer	is	its	equivalent	free	option.		

	

In	summary,	Airbnb	is	a	monetized	network	hospitality	and	collaborative	consumption	platform	

under	the	umbrella	definition	of	the	sharing	economy.		

	

2.2 Two-Sided Platforms  

The	 sharing	economy	platforms	may	be	described	as	 two-sided,	or	multi-sided	platforms.	

Businesses	that	facilitate	an	interaction	between	two	or	more	distinct,	but	interdependent,	

groups	of	customers	operate	in	two-sided	markets	(Evans	and	Schmalensee,	2007).	Rochet	

and	Tirole	 (2003)	coined	 the	 term	two-sided	markets	 to	clarify	how	 intermediaries	create	

value	by	bringing	together	the	two	customer	groups.	Evan	and	Schmalensee	(2007)	explain,	

the	 term	 market	 should	 be	 interpreted	 as	 a	 rather	 vague	 concept,	 and	 therefore	 this	

research	will	utilize	the	concept	of	platforms,	instead	of	markets,	as	used	more	recently	in	

economics	 literature.	Also,	 the	 concept	of	platform	connotes	more	 the	electronic	 sphere,	

which	is	the	focus	of	this	research.	

	

The	shape	of	two-sided	platforms	are	many	and	diverse,	but	their	economic	role	remain	the	

same;	“minimizing	transaction	cost	between	entities	that	can	benefit	from	getting	together”	

(Evans	and	Schmalensee	2007;	p.	 151).	 Two-sided	platforms	 tend	 to	emerge	 in	 situations	

where	there	are	“externalities	and	in	which	transactions	costs,	broadly	considered,	prevent	

the	 two	sides	 from	solving	this	externality	directly”	 (Evans	and	Schmalensee	2007	p.	154).	

Thus,	 the	 platform	 represents	 an	 intermediary	 that	 solves	 the	 problem	 of	 externalities	

while	 minimizing	 transaction	 costs	 (ibid.).	 Advances	 in	 technology,	 in	 particular,	 the	

Internet,	are	considered	main	factors	in	the	proliferation	of	two-sided	platforms	(Sabourin,	

2016).	 Two-sided	 platforms	 have	 already	 been	 introduced	 in	 several	 industries,	 and	

examples	 include	 credit	 cards	 and	 merchants’	 authorisation	 terminal,	 dating	 websites,	

search	engines,	newspapers,	in	fact	most	ad-supported	media	(Rysman,	2009;	125).	Airbnb	

can	be	defined	under	the	category	of	a	two-sided	platform,	where	hosts	and	guests	are	the	

two	customer	groups.			
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2.3  Stakeholders  

Two-sided	platforms	operate	with	 three	 stakeholders;	 the	platform	provider;	 the	 vendor;	

and	 the	 customer.	 The	 next	 chapter	 will	 describe	 all	 three,	 and	 explain	 their	

interrelationship,	primarily	with	reference	to	Airbnb.			

	

2.3.1 Platform Provider  

A	 platform	 provider,	 essentially,	 offers	 an	 environment,	 in	 which	 various	 types	 of	 third-

party	 services,	 such	 as	 social	 network	 services,	 communication	 services,	 search	 engines,	

market	place	 services	are	executed.	The	pricing	 strategy	 is	a	distinct	 feature	of	 two-sided	

platforms.	In	traditional	value	chains,	the	value	is	transferred	from	left	to	right;	“to	the	left	

of	the	company	is	cost;	to	the	right	is	revenue”	(Eisenmann,	Parker	&	Van	Alstyne,	2006;	2).	

However,	 in	 two-sided	platforms,	 the	value	moves	 from	both	 left	and	 right.	The	platform	

provider	 incurs	cost	 in	serving	both	customers	bases,	and	may	collect	revenue	from	both,	

unless,	 and	 most	 often,	 one	 side	 is	 subsidized	 (ibid.).	 This	 notion	 is	 reflected	 in	 the	

definition	 provided	 by	 Rochet	 and	 Tirole	 (2006,	 645);	 “markets	 are	 roughly	 defined	 as	

markets	in	which	one	or	several	platforms	enable	interactions	between	end-users	and	try	to	

get	the	two	(or	multiple)	sides	“on	board”	by	appropriately	charging	each	side”.	As	already	

mentioned,	Airbnb	 takes	 a	 3	%	 service	 fee	 from	 the	host	 to	 cover	 the	 cost	 of	 processing	

payments,	a	6%	to	12%	guest	fee	for	maintaining	the	platform	(Airbnb,	2016).		

	

The	 role	 of	 the	 platforms	 has	 been	 widely	 discussed	 in	 academia.	 Botsman	 and	 Roberts	

(2011;	91)	claim	that	there	is	no	longer	need	for	middlemen	to	“police	the	trade”,	and	their	

new	role	is	to	simply	provide	tools	for	trust	among	peers	to	be	built.	As	such,	Botsman	and	

Rogers	 paints	 a	 picture	 of	 the	 platform	providers	 holding	 rather	 passive	 roles	 in	 peer-to-

peer	 platforms,	 while	 giving	 the	 online	 communities	 very	 prominent	 roles.	 Peer-to-peer	

platforms	are	platforms	between	private	people,	versus,	platforms	that	connect	businesses	

to	customers.		

	

By	analysing	platform	providers’	own	vision	of	themselves,	it	has	been	suggested	that	they	

use	 the	 concept	 of	 platform	 as	 part	 of	 their	 discursive	 strategy	 to	 advocate	 to	 all	

stakeholders.	As	Gillespie	(2010)	points	out,	there	is	an	ambiguity	to	the	role	of	platforms.	
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Take	for	example	YouTube,	he	argues,	it	presents	its	service	not	only	to	its	users,	but	also	to	

advertisers,	 major	 media	 producers	 and	 to	 policymakers	 (ibid.).	 According	 to	 Gillespie	

(2010;	 359),	 “these	 are	 efforts	 not	 only	 to	 sell,	 convince,	 persuade,	 protect,	 triumph	 or	

condemn,	 but	 to	make	 claims	 about	what	 these	 technologies	 are	 and	 are	 not,	 and	what	

should	and	should	not	be	expected	of	them”.	For	instance,	his	study	brings	to	light	that	their	

self-proclaimed	 role	 gives	 them	 zero	 liability	 in	 terms	of	what	 is	 being	published,	 shared,	

and	 downloaded	 on	 their	 platform.	 Platform	 providers	 have	 in	 recent	 years	 received	

criticism	from	several	holds;	by	academics,	mass	media,	and	even	taken	to	court	in	the	state	

of	California,	USA	(Har,	2016).	David	Campos	 	(Campos	cited	 in	Har,	2016),	a	Airbnb	critic,	

said	 “it's	 ridiculous	 to	 paint	Airbnb	as	 a	 passive	 intermediary,	when	 the	 company	actively	

recruits	hosts	 to	populate	 its	service”	and	elaborated	on	the	statement	by	claiming;	"They	

can't	get	away	with	this	illusion	and	fantasy	that	all	they	do	is	put	out	stuff	on	the	website,"	

he	 said,	 "because	 that's	 not	 the	 business	model”	 (ibid).	 In	 other	 words,	 several	 hold	 has	

argued	 that	platform	providers’	are	essentially	a	profit-making	business.	And	as	 such,	 the	

concept	of	network	effect	is	important	in	the	discussion	of	two-sided	platforms.	Two-sided	

network	 effect	 is	 generated	when	 increase	 in	 usage	 by	 one	 customer	 group	 increase	 the	

value	 of	 a	 service/product	 of	 another	 customer	 group	 and	 vice	 versa	 (Shapiro	 &	 Varian,	

1999).	 In	 the	 case	 of	 Airbnb,	 the	more	 hosts,	 the	more	 value	 to	 guests,	 by	 virtue	 of	 the	

increase	 in	 selection.	 From	 the	 host	 perspective,	 the	more	 guests	 who	 join	 increase	 the	

demand	for	the	hosts’	offering.	While	all	stakeholders	in	a	service	platform	benefit	from	a	

growing	user	base,	the	primary	beneficiary	of	a	large	service	variety	is	the	service	platform	

provider	(Haile	&	Altmann,	2012).		

	

2.3.2  Two Customer Groups  

In	 network	 hospitality	 platform,	 such	 as	 Airbnb,	 the	 vendor	 and	 the	 buyer	 are	 the	 two	

customer	groups.	What	is	particular	with	the	sharing	economy	is	the	fact	that	someone	may	

change	 rather	easily	 from	being	a	 vendor	 to	being	a	buyer.	 Thus,	 the	 customer	 could	be,	

from	time	to	time,	on	a	different	side	of	the	table.	Discussions	concerning	these	two	groups	

often	concern	the	individual	motives	for	participation,	participants’	concerns	or;	the	effect	

which	the	sharing	economy	has	on	individuals	and/or	communities.	Environmental	benefits,	

deterrence	or	 creation	of	 communities,	 or	 individual	 sense	of	 ownership	 in	 the	 “sharing”	
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area	 are	 examples	 of	 the	 latter.	 For	 instance,	 studies	 reveal	 that	 getting	 new	 input	 in	

everyday	 life,	 when	 you	 have	 a	 busy	 lifestyle,	 meeting	 likeminded	 people,	 or	 meeting	

interesting	people	are	 social	motives	 for	participating.	While	 social	motivates	 tend	 to	not	

extend	as	 far	as	making	new	friendships,	hosts	often	 find	meaningful	social	encounters	 in	

the	 interactions	 (Ikkala	 &	 Lampinen,	 2015).	More	 specifically,	 network	 hospitality	 fosters	

pleasant	and	meaningful	social	encounters,	and	therefore	is	considered	a	key	motivational	

factor	 (Ikkala	 and	 Lampinen,	 2015).	 Nevertheless,	 studies	 reveal	 that	 people	 tend	 to	 be	

highly	motivated	by	self-interest	and	monetary	gain,	and	a	desire	to	leverage	their	life	style	

(Bardhi	&	Eckhardt,	2012).	However,	Bardhi	&	Eckhardt	(2010)	research	findings	are	based	

on	a	company	car-sharing	service,	and	therefore,	there	findings	might	be	more	relevant	to	

types	of	sharing	where	the	product	or	service	is	not	offered	by	private	people.		

	

Further,	 there	 is	 a	 growing	 volume	 of	 research	 focusing	 more	 on	 the	 uncertainties	

consumers	 may	 have	 toward	 sharing	 economy	 models,	 and	 in	 relation	 to	 that,	 which	

features	 on	 the	 platform	 are	 more	 trust-enabling.	 Common	 concerns	 for	 consumers	 are	

whether	 other	 users	may	 be	 trusted,	 feared	 negative	 reciprocity	 or	 product	malfunction	

(Catuilli,	 2012).	 In	 response	 to	 the	 various	 uncertainties	 of	 participants,	 scholars	 suggest	

that	online	track	records	have	become	essential	for	people	to	establish	mutual	trust.	These	

online	 track	 records,	most	often	 in	 form	of	 reviews	and	 ratings,	 is,	 according	 to	Botsman	

and	Rogers	 (2011)	 sufficient	 to	build	 trust.	Essentially,	 they	argue,	 that	 the	more	you	use	

these	platforms,	 the	more	people	will	 leave	 reviews	about	you,	 resulting	 in	 you	 receiving	

more	reputation	capital,	and	the	more	reputation	capital	you	have,	the	more	likely	are	you	

to	be	perceived	as	an	attractive	partner	by	others.	Botsman	and	Rogers	(ibid.)	goes	so	far	as	

claiming	 that	 the	 new	 currency	 of	 the	 collaborative	 consumption	 is	 trust!	 Fleischer	 and	

Magen	(2016)	on	reputation	and	profile	pictures	on	Airbnb	profile	reached	the	conclusion	

that	the	profile	photo,	is	indeed	a	crucial	component	of	a	participant	review,	and	“that	the	

more	 trustworthy	 the	 host	 is	 perceived	 to	 be	 from	 her	 photo,	 the	 higher	 the	 price	 of	 the	

listing	and	the	probability	of	it	being	chosen”.	Interestingly,	they	found	out	that	“the	host’s	

reputation	 capital	 had	 no	 real	 effect	 on	 listing	 price	 nor	 did	 it	 indicate	 likelihood	 for	

consumer	booking”,	which	is	in	direct	conflict	with	Botsman	and	Rogers	(ibid.).		

	

In	summary,	studies	on	two-sided	platforms	most	often	highlight	the	economic	aspects	and	
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the	role	of	the	platform	provider,	while	studies	on	the	other	two	customer	groups	concern	

more	individual	and	communal	concerns	and	motives.	In	reflection,	there	are	little	research	

tackling	the	intersection	of	how	these	two	research	stances	intersect	

	

2.4 Models of Sociality  

Fiske	(1992;	869)	explains	that	all	 societies,	all	 social	groups,	 in	 fact,	all	 social	 interactions	

between	individuals	use	four	basic	relational	models,	or	forms	of	sociality,	to	organize	their	

social	 world;	 “people's	 chief	 social	 conceptions,	 concerns,	 and	 coordinating	 criteria,	 their	

primary	purposes	and	their	principles,	are	usually	derived	from	the	four	models;	they	are	the	

schemata	people	use	 to	 construct	and	 construe	 relationships”.	 Further,	 Fiske	 (ibid)	 argues	

that	 several	 before	 him	 have	 found,	 one,	 two	 or	 even	 three	 of	 these	 forms	 of	 sociality	

before,	but	that	this	list	is	exhaustive	because	there	are	no	others	that	have	ever	emerged	

beyond	them.	He	names	the	four	models	of	sociality;	Market	Price	(MP),	Equality	Matching	

(EM),	Authority	Ranking	(AR)	and	Communal	Sharing	(CS).		

	

2.4.1 Communal Sharing  

In	CS,	all	members	of	the	group	will	share	equally	between	other	members,	and	therefore,	

sense	 of	 private	 ownership	 is	 limited.	 The	members	 of	 the	 same	 group	may	 feel	 strong	

affinity	 toward	 each	 other,	 often	 in	 form	 of	 kinship	 or	 blood	 relations.	 These	 points	 of	

affinity	 are	 often	 at	 the	 core	 from	 which	 people	 construct	 their	 identity.	 In	 these	

relationships	“person	does	not	need	to	give	something	in	order	to	get	something	in	return—

simple	membership	in	the	group	is	sufficient	to	entitle	one	to	the	use	of	whatever	resources	

the	 group	 controls,	 and	 long-run	 imbalance	 is	 not	 a	 violation	 of	 the	 relationship”	 (Fiske,	

1992;	 693).	 In	 other	words,	 individuality	 and	 self-interested	motives	 are	 limited,	 and	 the	

consensus	 is	 greatly	 valued.	 In	 Fiske’s	 (ibid.)	 ethnographic	 studies	 of	 societies	 in	 Burkina	

Faso,	 USA	 and	 West	 Africa,	 he	 discovered	 that	 several	 customs	 and	 rituals	 function	 as	

activities	 re-confirming	 and	 strengthening	 the	 relationships.	 Typical	 examples	 could	 be	

hunter	and	gathering	societies,	but	CS	relation	models	can	also	be	present	 in	families	and	

among	intimate	friends.	
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2.4.2 Market Price  

MP	relationships	are	essentially	based	on	proportionality.	This	means	every	relevant	factor,	

or	interaction	can	be	reduced	to	measurably,	proportional	units	–	often	given	in	a	ratio	or	

price	 value.	 A	 rational	 price	 is	 decided	 on	 after	 evaluating	 supply	 and	 demand,	 and	

exchange	 rate	 is	 discussed	 in	 terms	 of	 money.	 In	 Fiske	 (1992;	 692)	 words;	 “the	 most	

prominent	 examples	 of	 interactions	 governed	 by	 market	 pricing	 are	 thus	 those	 that	 are	

oriented	toward	prices,	wages,	commissions,	rents,	 interest	rates,	 tithes	and	taxes,	and	all	

other	 relationships	 organized	 in	 terms	 of	 cost-benefit	 ratios	 and	 rational	 calculations	 of	

efficiency	 or	 expected	 utility”.	 Maximising	 profit	 or	 value	 for	 money	 are	 concepts	

emphasized	 in	MP-oriented	 interactions.	 The	 interaction	 is	 often	 rather	 formal,	 could	 be	

contractually	based	and	most	often	clear	regulations	and	terms	are	negotiated	explicitly	or	

implicitly	beforehand.	 Fiske	 (ibid.)	 further	explains	 that	MP	orientation	 is	 so	 incorporated	

into	“western”	culture	that	one	mistakenly	assumes	 it	as	 inevitable.	However,	as	with	the	

other	three	models,	MP	is	just	one	means	of	relating	to	people	that	is	socially	constructed.		

 

2.4.3  Equality Matching  

In	 an	 EM	 relationship,	 one	 is	 not	 so	 much	 preoccupied	 with	 price	 or	 money,	 as	 with	

restoring	balance	in	the	relationship.	Thus,	an	EM	relationship,	as	the	name	suggest,	strives	

to	strike	a	balance	of	the	input-output	effort.	Phrases	such	as	eye-for-an-eye,	tit-for-tat	are	

typical	 EM	oriented	 phrases,	 and	 activates	 such	 as	 carpooling	 and	babysitting	 groups	 are	

examples	of	 interactions	oriented	after	 the	EM	principle.	 Imagine	 if	one	never	drove,	and	

was	always	the	passenger,	or	one	never	babysat?	It	would	create	an	uneven	balance	in	the	

relationship,	and	Fiske	(ibid),	argues	this	can	often	lead	to	very	negative	consequences	for	

the	people	involved.	Thus,	the	EM	model	is	rather	situational,	because	there	is	not	really	a	

universal	timeframe	for	when	you	have	to	return	the	favour,	gesture	or	invitation.	Usually,	

there	is	an	implicit,	unspoken,	appropriateness	of	delay.	However,	what	is	for	certain	is	that	

an	uneven	balance	over	time	can	grow	irritation	and	possible	have	a	very	negative	effect	on	

the	relationship.	
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2.4.4  Authority Ranking  

An	AR	relationship	can	be	seen	as	a	hierarchy,	and	the	higher	one	 is	 in	 the	hierarchy,	 the	

more	benefits	 the	person	has.	 It	 is	 important	to	stress	that	the	hierarchy	 is	asymmetrical,	

and	 linear	 along	 the	 social	 dimensions.	 	 People	 in	 an	 AR	 model	 of	 relationship	 are	 well	

aware	of	ranks	above	and	below,	and	therefore	behaviour	 in	this	model	 is	relative	as	you	

identify	 yourself	 according	 to	 your	 own	 rank.	Military	 ranks	 are	 the	 typical	 example,	 or,	

some	religious	groups	are	often	used	as	examples.		

	

Until	 now	 the	 different	 models	 have	 been	 discussed	 as	 being	 four	 separate	 models,	

however	 relationships	 may	 contain	 several,	 and,	 typically,	 people	 use	 a	 combination	 of	

them	 on	 a	 daily	 basis.	 It	 is	 noteworthy	 to	 emphasize	 that	 “people	 are	 oriented	 to	

relationships	as	such,	that	people	generally	want	to	relate	to	each	other,	feel	committed	to	

the	 basic	 types	 of	 relationships,	 regard	 themselves	 as	 obligated	 to	 abide	 by	 them,	 and	

impose	them	on	other	people	(Fiske,	1992;	689).	It	has	been	argued	that	acting	beyond	the	

boundaries,	or	breaching	the	models	can	have	a	negative	effect	on	a	relationship.	While	this	

is	 true,	 following	 them	 can	 also	 lead	 to	 a	 development	 in	 the	 friendship.	 For	 instance,	

interactions	between	EM	could	lead	to	become	CS.	For	instance,	when	you	got	married	to	

your	wife	you	signed	a	wedding	contract	(MP),	but	during	the	marriage	the	relationship	 is	

probably	more	EM,	CS	or	even	AR.	This	also	 indicates,	 that	 the	different	 relationships	are	

dynamic,	 and	most	 likely	without	 never	 having	 to	 speak	 about	 them	directly,	 people	 use	

them	interchangeably.		

	

Though	 Fiske	 (1992)	 expressed	 his	 theory	 several	 years	 ago,	 and	 his	 studies	were	mostly	

ethnographic	in	method,	and	focused	on	isolated	communities,	or	the	more	anthropological	

in	 western	 societies,	 it	 could	 be	 relevant	 to	 apply	 his	 theory	 to	 the	 virtual	 online	

communities,	and	more	specifically	 in	 the	 sharing	economy	environment	–	because	as	he	

explains,	these	models	of	sociality	should	be	present	in	all	interactions.		
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2.5 Role of Money  

The	following	section	will	elaborate	on	different	studies	that	try	to	determine	what	effect	

the	introduction	of	money	can	have	on	social	interactions.	Benker	(2011)	shed	light	on	the	

problem	area,	though	in	a	rather	general	overview.	He	criticizes	several	prominent	writers	

before	him,	such	as	Adam	Smith,	and	Thomas	Hobbes,	and	particular	Dawkins	(1989/2006;	

3),	 the	 latter	who	argued	 that	“if	 you	wish,	as	 I	do,	 to	build	a	 society	 in	which	 individuals	

cooperate	 generously	 and	 unselfishly	 towards	 a	 common	 good,	 you	 can	 expect	 little	 help	

from	 biological	 nature.	 Let	 us	 try	 to	 teach	 generosity	 and	 altruism,	 because	we	 are	 born	

selfish.”	According	to	Benkler	(2011),	however,	there	are	too	many	cases	and	recent	studies	

to	dispute	this	argument,	and	consequently,	 leaving	“us	with	a	framework	to	grapple	with	

the	 idea	 that	 many	 of	 us	 are,	 by	 a	 combination	 of	 nature,	 nurture,	 and	 the	 interactions	

between	us,	much	better	and	less	selfish	than	our	standard	models	predict”.		

	

For	 instance,	 the	 study	done	by	Vohs	et.	 al.	 (2008)	 argue	 that	 the	 introduction	of	money	

brought	about	the	reminder,	or	intuitive	feeling	of	being	self-sufficient	in	which	people	seek	

desperately	to	remain	free	of	any	dependencies.	Consequently,	being	reminded	of	money	

led	 to	 reduced	 requests	 for	 help	 and	 reduced	 helpfulness	 toward	 strangers	 (Vohs	 et.	 al.,	

2008).	Similar	results	 is	 found	by	Mellstrom	C,	 Johannesson	(2010),	where	a	test	group	of	

women	 volunteered	more	 often	when	 blood	 donation	was	 done	 voluntarily	 versus	when	

they	got	money	for	it.	In	their	last	experiment,	the	test	groups	were	offered	to	donate	the	

money	to	charity,	and	again,	the	participants	showed	more	willingness	to	donate	blood.	The	

researchers	 concluded	 that	 that	 payment	 for	 blood	 donations	 had	 an	 overall	 negative	

effect.		

	

Further,	Ikkala	and	Lampinen	(2015)	study	concerned	the	role	of	money	between	host	and	

a	guest	on	the	Airbnb	platform.	They	discover	that	the	 introduction	of	money,	potentially	

leads	to	sociability	between	hosts	and	guests.	They	explain	that	the	social	activities	initiated	

between	 hosts	 and	 guests	 in	 monetized	 network	 hospitality	 platforms	 pave	 the	 way	 for	

interactions	 that	 are	 free	 from	 concerns	 (Ikkala	 and	 Lampinen,	 2015).	 The	 research	 on	

Airbnb	hosts,	offers	valuable	 insights,	and	parameters	 for	 further	study,	 in	 that	 they	have	

examined	the	social	inter-personnel	motives	from	the	perspective	of	hosts	on	the	relevant	

case	 company.	 However,	 they	 only	 focus	 on	 the	 relationship	 between	 two	 of	 the	 three	
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stakeholders,	leaving	the	platform	providers	out	of	the	equation,	and	not	including	the	view	

of	the	guest.	However,	they	do	mention	the	notion	of	sociability,	which	seems	rather	similar	

to	 the	 concept	 of	 sociality.	 Nevertheless,	 their	 meaning	 is	 rather	 different.	 Simmel	 and	

Hughes	(1949)	define	sociability	as	the	more	play-form	of	socialising,	meaning	more	joyful,	

carefree	experience	 that	 is	a	 result	of	people	 interacting	 in	a	 society.	 In	 relation	 to	 Ikkala	

and	 Lampinen	 (2015)	 sociability	 is	 simply	 a	 result	 of	monetization	of	 network	 hospitality.	

However,	Fiske’s	(1992)	definition	implies	that	the	actual	economic	transaction	in	itself	is	a	

form	of	social	interaction.	Therefore,	one	should	not	reduce	the	interaction	imbedded	in	an	

economic	transaction	as	a	non-social	activity.		
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3. Methodology 
	

	

	

	

	

This	chapter	will	explain	the	methodological	 framework	that	this	research	rests	upon.	The	

primary	purpose	is	to	provide	a	throughout	description	and	justification	as	to	why	various	

research	methods,	 techniques	 and	 procedures	 have	 been	 deployed.	 Further	 this	 chapter	

should	 generate	 an	 awareness	 and	 reflection	 on	 the	 overall	 research	 process,	 by	

determining	the	degree	of	reliability	and	validity.	

	

3.1 Epistemology 

This	 research	 rests	 upon	 an	 interpretivism	 research	 philosophy,	 in	 regards	 to	 the	

development	of	knowledge	and	the	nature	of	that	knowledge.	As	the	research	philosophy	

has	implications	for	what	constitute	acceptable	knowledge,	it	will	steer	the	methodological	

choices	that	follow.	Interpretivism	implies	that	the	researcher	assume	a	certain	view	of	the	

social	world,	and	the	role	of	the	actors,	and	social	groups	inhabiting	it.	Orlikowski	&	Baroudi	

(1991;	 14)	 explain	 that	 in	 interpretivism	 “research	 assumes	 that	 the	 social	world	 (that	 is,	

social	 relationships,	 organizations,	 division	 of	 labours)	 is	 not	 ‘given’.	 Rather	 the	 world	 is	

produced	and	reinforced	by	humans	through	action	and	interaction”.	Furthermore,	the	aim	

of	interpretivist	research	is	to	give	an	account	for	how	“members	of	a	social	group,	through	

their	participation	in	social	processes,	enact	their	particular	realities	and	endow	them	with	

meaning,	and	to	show	how	these	meanings,	beliefs	and	intentions	of	the	members	help	to	

constitute	their	actions’	(ibid.;	13).”		

Compared	to	research	within	the	positivist	stance,	interpretivism	does	not	seek	to	generate	

law-like	 generalizations	 based	 on	 the	 average.	 Rather,	 interpretivist	 research	 develops	

detailed	descriptions	of	relationships	between	individuals,	organizations	or	between	social	

groups	–	the	specific.	This	means	that	the	researcher	must	truly	visualise	the	social	reality	

as	 experienced	 by	 the	 participants’	 (Saunders	 et.	 al.,	 2012;	 Orlikowski	 &	 Baroudi,	 1991).	
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Theory	is	constructed	when	the	researcher	uses	the	data	consisting	of	subjective	meanings,	

lived	experiences	and	opinions	of	the	social	group	without	reconstructing	them	or	distorting	

them.	Therefore,	 there	 is	not	necessarily	one	absolute	 truth;	 rather	 conflicting	 truths	 can	

persist	over	the	same	time	(Rubin	and	Rubin,	1995).	

	

3.2 Research Approach 

This	research	applies	an	inductive	approach	for	one	main	reason.	There	is	limited	research	

concerning	more	than	one	form	of	sociality	in	regards	to	the	sharing	economy,	which	makes	

the	 deductive	 approach,	 which	 seeks	 to	 test	 existing	 literature/theories,	 unsuited.	

Consistent	with	 the	 indicative	 approach,	 the	 aims	 of	 this	 study	 is	 to	 explore	 aspects	 of	 a	

topic	 not	 yet	 addressed	 in	 the	 existing	 literature,	 and	 as	 such,	 contribute	 to	 the	 existing	

body	of	academic	literature.	Other	studies	have	been	used	as	“sensitizing	concepts”	for	the	

coding	procedure	and	 the	analysis.	The	sensitizing	devices	 suggest	ways	of	understanding	

topics	 and	 themes	 related	 to	 each	 other.	 According	 to	 Blumer	 (1954;	 7),	 sensitizing	

concepts	 “merely	 suggest	 direction	 along	 which	 to	 look”,	 but	 they	 are	 not	 definitive.	

Concepts	 such	 as	 “culture”	 and	 “social	 structure”	 are	 sensitizing	 concepts,	 because	 they	

have	 no	 universal	 definition	 and	 they	 often	 lack	 benchmarks	 (Blumer,	 1954).	 In	 this	

research	 both	 economic	 and	 social	 motivations,	 are	 used	 as	 sensitizing	 concept.	 These	

concepts	draw	attention	to	relevant	factors	of	social	interaction	and	function	as	guidelines	

during	 the	 research	 (Bowen,	 2006).	 The	main	 objective	 of	 the	 study	 is	 not	 to	 test	 those	

theories,	but	use	them	as	guidance,	and	therefore	the	research	is	predominantly	inductive.	

	

3.3 Research Strategy 	

The	 thesis	 follows	a	 single	case	study	 research	strategy,	and	 therefore	seeks	an	“in-depth	

inquiry	 into	a	topic	or	phenomena	within	 its	real-life	setting”	(Saunders	et.	al.,	2016;	185).	

The	aim	of	this	research	 is	to	capture	richly	detailed	and	nuanced	accounts	of	 the	sharing	

economy,	 and	 Airbnb	 has	 been	 purposely	 chosen	 because	 it	 is	 one	 of	 the	 most	 iconic	

sharing	economy	platforms.	According	to	the	definition	of	Yin	(2014),	the	single	case	study	

would	 also	 be	 classified	 as	 an	 embedded	 case	 study,	 in	 the	 sense	 that	 the	 research	 is	

interested	in	several	sub-units	within	the	organization,	such	as	hosts	and	guests.		
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3.4 Data Collection Method  

Semi-structured	 interview	 is	 used	 as	 the	data	 collection	method	 for	 several	 reasons.	 This	

method	 allows	 the	 researcher	 to	 navigate	 the	 participants	 through	 the	 relevant	 topics	

under	investigation,	whiles	still	remain	flexible,	thus,	enabling	exploration	of	new	topics	or	

phenomena	as	they	emerge.	 Interviews	can	be	described	straightforwardly	as	a	technique	

of	 gather	data	by	asking	questions,	 and	 respondents	 reply	 verbally.	 The	purpose	of	 semi-

structured	interviews	is	to	get	a	rich,	and	detailed	description	of	participants’	lives	as	they	

experienced	it	 (Schultze	&	Avital,	2011).	The	richness	of	the	data	 is	crucial	to	the	analysis,	

because	 rich	 data	 is	 “seen	 as	 imparting	 intimate	 knowledge	 of	 the	 social	 situation	 or	

phenomenon	 of	 interest”	 (Schultze	 &	 Avital,	 2011;	 3).	 In	 order	 to	 get	 the	 participants	 to	

respond	with	detailed	sentences,	the	questions	tend	to	be	formulated	in	“why”	and	“how”	

terms	 (Schultze	&	Avital,	 2011).	 Interview	 as	 a	 research	 strategy	 distinguishes	 itself	 from	

other	strategies	in	the	sense	that	the	researcher	is	directly	engaged	with	production	of	data	

by	generating	conversation.	Therefore,	 it	 is	also	a	 rather	challenging	strategy,	because,	as	

Schultze	 &	 Avital	 (2011),	 highlight,	 it	 does	 not	 automatically	 lead	 to	meaningful	 insights.	

Much	responsibility	is	given	to	the	researcher	prior,	during	and	after	the	interview	in	order	

to	gather	valuable	descriptions	from	participants.		

	

3.5 Data Collection Time 

The	data	 collection	 timeframe	 is	 cross-	 sectional,	 for	 two	 reasons.	 First,	 the	 scope	of	 the	

projects	 does	 not	 demand	 a	 longitude	 study	 which	 typically	 deploys	 research	 seeking	 to	

investigate	 phenomena	 that	 might	 develop	 over	 time	 and	 that	 deploy	 other	 research	

strategies	 such	 as	 ethnography	 (Sanders	 et.	 al.,	 2016).	 Second,	 the	 research	 project	 has	

limited	resources.		

	

3.6 Sampling Method  

The	study	deployed	a	non-random	purposive	sampling	technique,	meaning	all	participants	

have	 been	 selected	 based	 on	 certain	 experiences,	 or	 characteristics.	 The	 prerequisite	 for	

participation	in	the	research	was	that	the	interviewee	shall	be	an	active	user	or	have	used	

Airbnb	in	the	past,	either	as	a	host	or	as	a	guest,	or	both.	The	participants	were	recruited	
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through	social	media,	as	well	as	references	through	acquaintances	that	were	connected	to	

participants	in	any	way.		

	

3.6.1 Participant Demographics  

Participants’	age	ranged	from	20	to	29,	and	they	were	all	studying	at	master	level	in	a	range	

of	different	fields,	with	two	exceptions	that	were	working	full-time.	The	participants	came	

from	 a	 wide	 range	 of	 different	 cultures	 and	 nations,	 such	 as	 Romania,	 Denmark,	 USA,	

Norway,	Poland	and	Lithuania.	They	were	all	currently	 living	in	Denmark,	except	from	one	

who	 was	 visiting.	 Three	 of	 the	 participants	 were	 male,	 while	 six	 were	 female.	 Their	

experience	with	 Airbnb	 varied	 to	 a	 great	 degree,	 some	 had	 only	 used	 it	 once,	most	 had	

used	it	a	couple	of	times,	and	the	most	experienced	one,	Tina,	had	used	it	between	40	and	

50	times.	The	sample	included	three	live-in	hosts1,	three	live-out	hosts2,	two	live-in	guests3,	

one	 live-out	 guest 4 ,	 and	 one	 person	 had	 experience	 with	 all	 four	 types	 of	 network	

hospitality.	 Two	of	 the	 hosts	 lived	 together,	 one	 lived	 in	 a	 shared	 flat,	 and	 the	 rest	 lived	

alone.	The	guests	had	rented	alone	or	with	friends,	and	had	rented	a	room	or	whole	flats.		

	

3.7 Developing Interview Guide 

The	questions	 in	 the	 interview	guide	 is	open	ended,	and	 followed	the	natural	 course	of	a	

transaction	 –	 asking	 questions	 in	 regard	 to	 prior,	 during	 and	 after	 the	 experience.	 By	

grounding	the	interview	in	participants	actual	experience,	and	going	through	the	process	of	

renting	(out)	an	accommodation	the	interview	is	more	structured,	and	allowed	for	a	more	

narrative	 style.	 Also,	 by	 following	 this	 strategy,	 the	 risk	 of	 discourse	 spiralling	 into	

speculations	and	extreme	hypothetic	generalities	is	reduced	(Schultze	&	Avital,	2011).	

	

The	 layout	 of	 the	 interview	 guide	 consisted	 of	 a	 4-coulmn	 table;	 Object,	 Question,	

Backup/Refinement	 Question	 and	 Concept	 Example.	 The	 object	 is	 the	 more	 overall	

objective,	 or	 the	 main	 topic	 of	 the	 question	 to	 be	 covered.	 Ideally,	 the	 participants	 will	

answer	 in	detail	and	elaborately	on	 the	main	question,	but	 if	not,	 the	backup/refinement	

																																								 																
1	Host	living	in	the	apartment	while	hosting	an	Airbnb	guest		
2	Host	renting	out	entire	apartment	space	for	the	Airbnb	guest	
3	Guest	renting	a	room	in	the	apartment	
4	Guest	renting	the	entire	apartment	space		
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questions	are	there	to	help.	The	backup/refinement	questions	also	help	the	researcher	to	

maintain	the	direction	of	the	interview.	The	concepts	are	useful	for	the	researcher	to	take	

notice	of,	but	not	 lead	by.	The	 interview	guide	 is	not	created	with	 intention	 to	 test	other	

theories,	but	rather	explore	the	topic	as	it	unfolds.	The	back-up/refinement	questions	were	

inspired	 by	 existing	 literature.	 The	 purpose	 of	 this	 is	 that,	 ideally,	 one	 would	 want	 the	

participant	 to	 simply	 answer	 based	 on	 the	 main	 questions.	 However,	 participants	 are	

expected	 to	 respond	differently	 in	 an	 interview	 setting;	 some	 instantly	 take	 to	 the	word,	

while	others	require	more	encouragement	in	eliciting	meaningful	responses.			

	

The	 questions	will	 be	 slightly	 altered	 dependent	 upon	whether	 the	 participant	 had	 been	

guest	 or	 host.	 However,	 the	 content	 of	 the	 questions	 will	 not	 not	 changed,	 simply	 the	

wording.	For	example,	hosts	would	be	asked	to	describe	how	they	set	a	price	for	their	offer,	

while	guests	would	be	asked	how	they	evaluate	the	price	for	an	offer.		

	

3.8 Interview Procedure  

The	 main	 interviews	 are	 conducted	 in	 Copenhagen,	 Denmark,	 in	 October	 2016.	 The	

interview	 setting	 should	 be	 neutral,	 and	 therefore	 the	 interview	 conducted	 at	 the	

Copenhagen	 Business	 School	 buildings,	 where	 some	 of	 the	 participants	 are	 enrolled	

(Saunders	et.	al.,	2012).	 Interviews	with	participants	not	enrolled	at	CBS	are	conducted	 in	

either	 the	 participants’	 own	 home	 or	 at	 the	 researchers’	 home.	 Furthermore,	 before	

starting	 the	 actual	 interview,	 conversations	 about	 something	 more	 trivial	 is	 initiated,	 in	

order	to	crate	a	more	relaxed	environment.	The	main	interview	starts	with	the	researcher	

presenting	her	academic	background,	her	 interest	 in	 the	topic,	 the	objective	of	 the	study.	

The	 interviewer	 requests	 in	 the	 beginning	 of	 the	 interview	 that	 the	 participants	 use	 a	

moment	to	think	about	the	experience/experiences	they	have	had,	and	set	some	time	off	

for	 the	 participants	 to	 browse	 their	 own	 Airbnb	 account	 if	 necessary.	 This	 request	 is	 to	

allow	the	participant	to	generate	some	emotions,	which	participants	might	have	forgot.	

	

At	the	outset	of	the	interview	the	participants	are	made	aware	that	a	laddering	technique	

would	be	applied,	such	as	”Can	you	tell	us	a	bit	more	about	that?”	or	“why	so”,	and	made	

aware	 that	 the	 intention	 is	 solely	 to	 get	 elaborative	 sentences	 and	 ensure	 that	 the	
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researcher	herself	does	not	 jump	to	conclusions.	The	challenge	for	 the	 interviewer	 is	 that	

there	 is	only	one	 interviewer.	 It	 is	 recommended	that	at	 least	 two	people	be	 involved,	so	

that	one	can	take	notes	while	the	other	conducts	the	interview	(Saunders	et.	al.,	2016).	The	

particular	 challenge	 for	 the	 researcher	during	 the	 interview	 is	 to	 avoid	 leading	questions,	

and	redirect	digressions.	Also,	staying	within	the	time	frame	of	one	hour	is	expected	to	be	

rather	challenging.			

	

Only	refreshments	are	provided	for	interviewees,	but	no	monetary	or	other	compensation	

is	offered.	 Interviews	are	conducted	in	English	and	audio	recorded,	with	permission,	using	

the	interviewer’s	mobile	phone..	

	

The	pilot	interview	is	conducted	the	week	prior	to	the	main	interviews,	and	is	neither	audio	

recorded	 nor	 transcribed.	 The	 interview	 guide	will	 be	 reviewed	 after	 the	 pilot	 interview,	

and	 Appendix	 I	 illustrate	 the	 revised	 interview	 guide	 as	 used	 by	 interviewer	 in	 the	main	

interviews.		

	

3.9 Ethical Considerations  

With	 interview	 containing	 human	 subjects	 there	 is	 always	 a	 certain	 degree	 of	 ethical	

considerations.	 The	 researcher	 acknowledges	 that	 the	 interview	 questions	 contain	

information	about	 finance	and	social	 interactions,	which	 for	 some	participants	may	be	an	

unusual	 conversation	 topic	 with	 an	 acquaintance.	 However,	 the	 details	 of	 their	 financial	

situations	were	 rather	 shallow,	 and	 therefore	one	 could	 argue	 that	 the	participants	were	

not	 burdened.	 However,	 participants	will	 be	 reminded,	written	 and	 verbally,	 prior	 to	 the	

interview	 that	 all	 participation	 is	 strictly	 voluntarily,	 and	 that	 participant	 could	withdraw	

participation	at	any	time,	without	cause.	Some	participants	wanted	to	remain	anonymous,	

while	others	wanted	to	use	their	first	name.		
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3.10 Coding Procedure  

The	coding	process	will	been	enlightened	by	the	grounded	theory	method.	This	means,	that	

all	phases	of	grounded	method	for	coding	will	not	necessarily	be	followed.	More	specifically	

only	 the	 two	 first	 phases	 -	 initial	 coding	 and	 focused	 coding	 -	 as	 described	 by	 Charmaz	

(2006)	will	be	applied.	There	are	several	reasons	for	this;	first,	the	objective	with	grounded	

theory	 is	 just	 that,	 to	 develop	 a	 rather	 comprehensive	 theory	 about	 a	 phenomenon.	

However,	this	research	is	interested	in	a	couple	of	particular	dimensions.	Further,	grounded	

theory	 demands	 a	 highly	 iterative	 process,	 where	 the	 goal	 is	 to	 reach	 data	 saturation.	

Neither	creating	an	grand	theory	nor	reach	data	saturation	will	be	feasible	for	a	research	of	

this	 scope	 and	 limited	 resources.	 Nevertheless,	 the	 process	 of	 initial	 and	 focused	 coding	

provides	the	foundation	for	a	thorough	analysis	sufficient	for	meeting	the	objective	of	this	

research.	 According	 to	 Charmaz	 (2006;	 46)	 coding	 is	 at	 the	 very	 core	 of	 the	 research,	

because	 “coding	 is	 the	 pivotal	 link	 between	 collecting	 data	 and	 developing	 an	 emerging	

theory	to	explain	these	data.	The	grounded	theory	method	approach	is	guided	by	Charmaz’	

(2006)	who	has	a	less	prescriptive	style,	than	for	instance	Strauss	and	Corbin	(1998).	

	

3.10.1 Initial Coding   

The	process	of	open	coding	is	to	open	up	the	text	by	doing	a	line-by-line	analysis	and	label	

units	of	data	of	relevance.	Similar	units	of	data,	which	can	vary	from	complete	sentences	to	

bigger	chunks	of	the	text,	are	labelled	the	same.	However,	at	this	point	a	multitude	of	labels	

is	expected	to	emerge,	in	order	to	capture	all	aspects	and	not	force	together	units	of	data.			

	

3.10.2 Focused Coding 

The	 purpose	 of	 focused	 coding	 is	 to	 have	 a	 more	 manageable	 set	 of	 data,	 so	 that	 the	

analytical	 process	 becomes	 more	 structured,	 and	 transparent	 (Saunders	 et.	 al.,	 2012).	

According	to	Charmaz	(2015),	after	initial	coding,	focus	coding	is	to	synthesize	and	explain	

larger	segments	of	data.	This	process	is	more	selective	and	directed,	and	the	researcher	will	

constantly	be	making	judgments	as	to	whether	the	codes	make	analytical	sense	(Charmaz,	

2015).	 Codes	 that	 contain	 the	most	 data	 are	 likely	 to	 have	 a	more	 prevalent	 role	 in	 the	

theory,	although	this	is	not	always	the	case	(Saunders	et.	al.,	2012).		
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3.11 Data Quality and Limitations  

At	 this	 point	 in	 the	 study,	 there	 are	 some	 methodological	 data	 quality	 issues	 and	

limitations,	 which	 must	 be	 addressed.	 This	 section	 offers	 a	 critical	 review	 of	 the	 data	

collected	by	discussing	the	reliability,	validity	and	generalizability	of	the	research.		

	

3.11.1 Reliability  

When	 conducting	 interviews	 there	 are	 several	 factors	 that	 can	 enhance,	 and	 likewise,	

reduce	the	reliability.	To	assess	the	reliability	of	a	study	means	to	evaluate	to	the	degree	to	

which	the	research	produces	stable	and	consistent	results	(Bink,	1993).		

	

The	semi-structured	interview	strategy	could	pose	a	threat	to	the	reliability	of	the	study,	as	

participants	 are	 free	 to	 interpret	 the	answers	 in	 their	own	way,	 and	both	 researcher	and	

participants	 might	 be	 inclined	 to	 steer	 the	 conversation	 over	 to	 another	 topic.	 To	 help	

maintain	a	consistent	direction	from	interview	to	interview,	the	refinement	questions	in	the	

interview	guide	are	useful	 for	the	 interviewer	to	maintain	awareness	over	which	topics	to	

probe,	 and	 ask	 consistent	 follow	 up	 questions	 in	 case	 of	 conversations	 ebbing	 out.	 This	

ensures	 more	 consistency	 during	 the	 interview,	 which	 produce	 more	 consistent	 and	

comparable	data.		

	

Further,	the	researcher	is	in	the	same	demographic	group	as	many	of	the	participants.	This	

could	potentially	increase	reliability,	as	the	researcher	understands	the	slang	and	language	

of	the	participants.	However,	it	could	also	lead	participants	to	assume	that	the	interviewer	

understands	the	responses	without	feeling	the	need	to	elaborate	more.	By	using	laddering	

technique	 the	 researcher	 was	 able	 to	 get	 clarification	 from	 the	 participants,	 which	 also	

reduces	 risk	 of	 inaccurate	 interpretation.	 Additionally,	 the	 researcher	 informed	 the	

participants	prior	to	the	interview	that	she	had	not	used	Airbnb	before,	therefore,	creating	

a	 situation	where	 the	 participants	 felt	more	 like	 experts,	 and	 as	 a	 result	 they	 seemed	 to	

become	more	elaborative	in	their	answers.	Consequently,	rich	data	was	generated,	thereby,	

making	the	data	coding	process	more	substantiated.		
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Two	of	the	participants	wanted	to	be	interviewed	together,	since	they	lived	together	in	the	

same	 household.	 Even	 though	 it	 could	 create	 a	 constructive	 discussion	 among	 them,	 it	

could	also	lead	to	one	participant	being	more	dominant.	Even	though	they	both	answered	

the	question,	 it	 affected	 the	quality	of	 the	data	 at	 least	 one	 time.	At	one	point	 they	had	

conflicting	opinions,	but	after	Vera	finished	speaking,	Thomas	agreed	with	her,	even	though	

the	 interviewer	 encouraged	 him	 to	 elaborate	 on	 his	 initial	 opinion.	 This	 could	 skew	 the	

results	slightly.			

	

There	 was	 only	 one	 researcher	 conducting	 the	 coding	 and	 analysis,	 and	 most	 research	

literature	 argues	 that	 a	 research	 team	 consisting	 of	 two	 or	 more	 researchers	 is	 more	

beneficial	(Saunders	et.	al.	2016).	This	would	decrease	the	possibility	of	researcher	bias.	In	

order	 to	 achieve	 higher	 degrees	 of	 reliability,	 the	 researcher	must	 be	 aware,	 and	 honest	

about	their	 intentions	and	motivations	for	conducting	the	research,	 in	order	to	not	be	 led	

by	 anger	 or	 prejudice	 (Seidman,	 2006).	 Therefore,	 transparency	 throughout	 the	 research	

process,	 from	 start	 to	 finish,	 is	 essential.	 The	use	of	 a	 coding	 software	and	 transcriptions	

has	 the	 potential	 to	 improve	 the	 reliability	 of	 the	 data,	 as	 it	 provide	 a	 more	 systematic	

analysis	process,	where	comparisons	and	deviant	cases	might	be	more	easier	to	detect.	This	

holds	particularly	true	when	being	only	one	researcher.	Also	by	constantly	comparing,	and	

seeking	out	similarities	and	differences	ensure	that	different	experiences	are	represented,	

and	analysed.	Furthermore,	following	a	coding	procedure	was	important,	and	the	grounded	

theory	 method	 of	 initial	 and	 focused	 coding	 served	 as	 important	 guidelines	 during	 the	

coding	procedure.		

	

Overall,	measurement	has	been	taken	to	produce	a	satisfactory	level	of	reliability	based	on	

the	resources	available.		
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3.11.2 Validity  

Validity	 in	 research	 is	 concerned	 about	 the	 degree	 of	 accuracy	 in	 the	 scientific	 findings	

(Bink,	 1993).	 Essentially,	 validity	 assesses	 the	 degree	 to	 which	 the	 research	 design	 is	

appropriate	 and	 measures	 what	 it	 intends	 to	 measure.	 The	 pilot	 interview	 can	 be	

considered	 the	 final	 test	 to	 evaluate	 the	 extent	 to	which	 the	 final	 interview	 guide	would	

provide	 adequate	 responses	 to	 the	 phenomena	 of	 focus.	 Nevertheless,	 the	 process	 of	

ensuring	validity	 is	an	assessment	 that	 the	 researcher	evaluates	continuously	 through	the	

various	stages	of	the	research	design,	starting	with	the	research	philosophy.	This	research	

has	 been	 based	 on	 acknowledged	 and	 established	 research	 methods	 and	 strategies	 for	

studying	 problem	 areas	 of	 this	 sort,	 which	 increase	 the	 degree	 of	 validity.	 Further,	 the	

purposive	sampling	method	ensures	that	respondents	are	able	give	accurate	answers.		

	

One	 process	 that	 could	 have	 increased	 validity	 was	 to	 interview	 participants	 more	 than	

once.	However,	the	researcher	could	only	do	a	“one-shot”	interview	of	approximately	one	

hour	 per	 participant.	 According	 to	 Seidman	 (2006),	 a	 sequence	 of	 three	 interviews	 per	

participant	is	the	ideal,	because	the	researcher	then	obtains	data	rich	enough	for	analysis.	

Several	round	with	interviews	could	have	been	beneficial	in	two	ways,	first	the	participant	

might	 reflect	 upon	own	answers	 and	experience,	 and	 therefore	 recollect	more.	 From	 the	

researcher	 perspective,	 she	 would	 be	 given	 a	 second	 opportunity	 to	 ask	 follow	 up	

questions.	 In	 this	 case,	 it	was	 not	 feasible	 to	 conduct	multiple	 interviews	 per	 participant	

given	 the	scope	and	 timeframe	set	 for	 this	 research,	without	affecting	 the	number	of	 the	

sample	 size	 Further,	 an	 interview	 process	 consisting	 of	 three	 interviews	 is,	 indeed,	more	

valuable	 if	 the	 researcher	 seeks	 to	obtain	 a	more	 comprehensive	narrative.	 Typically,	 the	

first	 interview	explains	the	context;	the	second	tackles	the	very	experience	or	thoughts	of	

interest;	while	the	third	is	for	the	participant	to	reflect	on	own	experience	(Seidman,	2006).	

For	 a	 research	of	 this	 scope	and	objective,	 it	was	not	 considered	 critical	 to	 seek	multiple	

interviews	per	participant,	because	the	interview	concerned	rather	isolated	experience,	and	

the	contextual	factors	were	deemed	less	relevant.		

	

Overall,	 the	 research	 process	 has	 through	 different	 methods	 and	 tactics	 ensured	 a	

satisfactory	level	of	validity.		
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3.11.3 External validity 

External	validity,	often	referred	to	as	generalizability,	is	the	degree	to	which	one	are	able	to	

make	 inference	 to	 the	 wider	 population	 based	 on	 the	 results	 of	 the	 research.	 The	

limitations	of	this	study	 in	regards	to	external	validity	are	the	sample	size,	which	 is	rather	

small,	 and	 consists	 of	 a	 group	 purposively	 selected.	 Secondly,	 the	 demographic	 of	 the	

sample	 size	 is	 rather	 homogeneous.	 They	 each	 have	 a	 relatively	 similar	 socio-economic	

status,	live	in	a	large	city,	and	are	between	21	and	30	years	in	age.	Despite	this,	there	is	a	

broader	range	of	fields	of	study,	lifestyles	and	nationalities,	which	makes	the	sample	more	

diverse.		

	

As	 with	 much	 qualitative	 studies,	 the	 primary	 objective	 has	 not,	 necessarily,	 been	 to	

generate	a	high	degree	of	external	 validity.	Nevertheless,	 the	 study	aims	 to	contribute	 to	

the	 body	 of	 literature	 on	 the	 sharing	 economy	 and	 the	models	 of	 sociality	 embedded	 in	

these	activities.		 	
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4. Analysis  
	

	

	

	

The	 coding	 process	 was	 guided	 by	 Grounded	 Theory	 method,	 as	 envisaged	 by	 Charmaz	

(2006).	 This	 chapter	will	 give	 examples	 precisely	 on	how	 this	 process	worked	 in	 practice,	

including	a	review	of	the	transcription	service	and	coding	software	utilised.		

		

4.1 Transcription   

The	 coding	 process	 started	 with	 all	 interviews	 being	 transcribed	 by	 a	 touch-typist	 who	

transcribed	it	non-verbatim.	The	researcher	acknowledges	that	there	are	several	limitations	

with	 this	 practice,	 as	 Saunders	 et.	 al.,	 2016	explain;	 for	 instance	pauses,	 coughs,	 nervous	

laughter	 and	 sighs	were	not	 included.	 Further,	 the	 researcher	will	 not	be	 able	 to	 familiar	

herself	with	the	data	to	that	extent	as	when	you	transcribe	yourself.	Lastly,	 the	transcript	

will	 still	 require	 careful	 read-through	 to	 check	 for	 errors.	 Approximately	 8-12	 random	

checks	 were	 conducted	 on	 each	 transcript,	 and	 there	 were	 minimal	 errors	 detected.	

However,	the	benefits,	in	this	case	outweigh	the	disadvantages.	The	researcher	was	able	to	

be	more	time-efficient,	and	having	the	process	outsourced	enabled	the	researcher	to	start	

the	 analysis	 just	 two	 days	 after	 the	 data	 was	 collected.	 Therefore,	 the	 interviews	 were	

rather	fresh	in	memory	of	the	researcher.				

	

4.2 Coding Software: NVivo  

The	 software	 tool	 NVivo	 was	 used	 in	 the	 coding	 process	 to	 analyse	 data.	 The	 software	

assists	 the	 researcher	 in	making	 the	coding	at	different	 stages,	and	sort	data,	making	 the	

whole	process	more	systematic.	It	has	become	a	rather	common	practice	among	researcher	

to	use	a	software	tool	to	analyse	qualitative	data,	according	to	Gibbs	(2002).	
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4.3 Initial and Focused Coding  

The	 initial	 coding	 process	 labelled	 units	 of	 data	 through	 a	 line-by	 line	 analysis	 of	 all	

transcripts.	Table	1	is	an	examples	of	the	initial	codes	developed	from	this	practice.	As	the	

reader	will	notice,	some	are	coded	in	vivo,	meaning	taken	directly	from	the	formulation	of	

the	participants,	while	others	have	been	given	a	code	constructed	by	the	researcher.		

	

 
Table 1: Open Coding Example 
Extract:  Open code  
At first I thought what is reasonable? I think I did 
300, 350 or something. Then I got so many 
bookings. I realized, huh, my locations is pretty 
good. I live near the airport, and it takes less than 
20 minutes to get from the airport to here, and I 
live right at the metro station. The busiest tickets 
for I think the weekend are when there is a 
conference at Bella center because then all of 
those scientists, professors, whatever they come 
to Copenhagen, and they all at the same time 
need a room. Then I can actually bump up the 
price to 700 sometimes, 700 a night.  
 

 
 
Location 
 
 
 
 
Market demand 
Pricing strategy 
 
 

Before, for me, it's a matching platform. They 
help you with the matching. Then, they help you 
with the financial transaction, which they take 
care of. Then, the insurance that they include.  
(Magda)  

Platform 
 
Financial transaction 
Insurance 

	

	

Developing	categories	and	the	process	of	focused	coding	was	conducted	after	all	transcripts	

had	gone	through	 initial	coding.	Thus,	second	phase	began	with	all	codes	being	reviewed,	

and	 as	 a	 result	 some	 codes	 were	 re-coded,	 and	 some	 merged.	 The	 process	 did	 not	

deliberately	aim	to	reduce	total	number	of	codes,	but	the	process,	nonetheless,	resulted	in	

a	 significant	 lower	 number	 of	 codes,	 which	 Charmaz	 (2006)	 explains	 is	 rather	 common	

result.	For	instance,	platform	and	intermediary	were	used	interchangeably,	and	was	initially	

coded	separately,	but	merged	together.	Thereafter,	relevant	main	categories	were	created,	

and	appropriate	sub-categories	organized.	Table	2	examples	of	categories	that	were	coded.		
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Table 2: Categories Example  
Category Codes  
Social motivations  Making friends, meet locals, learn about 

cultural differences, improve English  
 

 
Role of platform provider  
 

Insurance, intermediary/platform, Assist 
creating offer, Conversation starter, 
Transaction facilitator, Encourage 
exchange of reviews 

	

	

More	importantly,	 in	the	last	process	of	focused	coding	was	more	analytical,	as	categories	

and	 their	 sub-categories	 were	 selected,	 compared	 and	 analysed	 based	 on	 their	 ability	

explain	 larger	units	of	data.	This	was	highly	demanding	and,	as	Charmaz	(2006)	predicted,	

not	 a	 linear	 process.	 The	 researcher	 is	 very	 involved,	 and	 through	 the	 activities	 of	 the	

researcher	new	threads,	or	connections	are	drawn	(Charmaz,	2006).		
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5. Results  
	

	

	

	

This	chapter	will	present	the	result	from	the	nine	semi-structured	interviews.	The	aim	of	the	

section	 is	 to	 present	 the	 result	 in	 a	 descriptive	 and	 transparent	 way,	 so	 that	 the	

forthcoming	 discussion	 will	 be	 more	 substantial	 and	 constructive.	 This	 section	 will	 first	

describe	 the	 social	 and	 economic	 motivations	 for	 participating.	 Then,	 a	 section	 will	 be	

devoted	 to	 explain	 how	 guests	 and	 hosts	 experience	 two	 types	 of	 expectation	 gaps.	

Further,	the	section	will	describe	different	points	of	interaction	between	hosts	and	guests,	

and	 describe	 how	 both	 sides	 engage	 in	 expectation	 management	 activities.	 Further,	 a	

section	 is	devoted	to	analyse	what	role	money	have	 in	the	 interaction	between	hosts	and	

guests,	before	the	role	of	that	platform	provider	is	elaborated	on.		

	

5.1 Motivations  

The	motivations	hosts	 and	 guests	 have	 for	 participating	 in	 the	 sharing	 economy	platform	

Airbnb	can	be	separated	in	two;	social	and	economic.		

	

5.1.1 Social Motivations 

All	participants	had	to	varying	degree	social	motivations	for	partaking	in	a	sharing	economy	

platform.	Those	who	expressed	most	motivations	for	social	interaction	were	live-in	hosts	or	

live-in	guests.	Live-in	host	expressed	that	meeting	interesting	people,	expanding	their	social	

network	 and	 possibly	 meet	 new,	 international,	 friends	 were	 primarily	 motivations.	 For	

example;		

	

“I	 have	many	 different	 international	 friends	 all	 over	 the	 place,	 so	 it's	 nice	 to	 keep	

expanding	 that	 network.	 In	many	 cases	wherever	 I	 go,	 there's	 someone	 I	 know.	 I	

think	that's	really	nice”.	

Peter,	Appendix	2	
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Guest	of	live-in	hosts	would	at	times	explain	to	their	hosts	that	they	were	motivated	to	use	

Airbnb	because	 the	platform	provides	you	with	 the	opportunity	 to	meet	 locals	on	 foreign	

trips.	For	instance,		

	

“They	were	 like,	 specifically	 choosing	Airbnb	 because	 they	wanted	 to	 get	 to	 know	

people	 while	 they	 were	 travelling,	 so	 they	 wanted	 to	 be	 social	 and	 talk	 about	

cultural	differences”.		

Thomas,	Appendix	4		

	

The	analysis	also	suggest	that	live-out	hosts,	value	the	social	interaction	with	guest	to	some	

degree,	even	 though	 they	do	not	have	daily	 interactions	with	 their	 guests.	Hosts	 that	did	

not	 live	with	guest	still	received	invitations	to	join	guests	for	meals	or	other	activities,	but	

they	often	declined	due	to	lack	of	time,	interest	or	they	were	out	of	town.	Even	though	they	

tended	to	spend	less	time	with	guest	than	live-in	hosts,	they	appreciated	the	few	moments	

of	social	interaction,	often	in	form	of	key-exchange	and	tour	of	the	apartment.		

	

Guests	 in	 this	 research	 would,	 likewise,	 express	 that	 the	 interaction	 with	 host	 were	

appreciated.	For	instance,	one	guest	had	recently	moved	to	a	new	city	and	hoped	her	host	

could	give	her	some	tips	and	recommendations	from	a	local.		

	

“I	didn't	know	anyone	and	I	was	about	to	 live	there	for	five	months	so	I	wanted	to	

know	people.	 It	was	really	 important	 for	me	to	socialize	and	ask	a	 lot	of	questions	

about	the	people,	the	city,	transportation,	places	to	visit.	My	host	was	really	nice”.	

Viorella,	Appendix	3	

	

One	 participant	 had	 economic	 motivations	 for	 starting	 with	 Airbnb,	 but	 has	 later	 been	

convinced	that	Airbnb	offer	travellers	great	value	as	well.	In	fact,	she	expresses	motivations	

to	use	Airbnb,	as	a	guest	when	travelling,	because	of	the	social	value.			

	

“I	 feel	 like	people,	 I	 have	been	 saying	 that	 if	 I	 go	 traveling	 I	would	use	Airbnb	 too	

because	 I	have	been	a	host,	and	 I	have	had	good	experiences	with	 it.	 I	 think	other	

people	would	also.	You	gain	more.	You	feel	like	you	really	visit	the	country.	You	are	
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not	 just	 living	 in	a	hotel.	You	are	actually	meeting	 the	 locals.	Seeing	things.	You're	

going	to	live	like	a	local.	My	place	doesn't	have	a	hotel	feel.	I	think	that's	why	people	

choose	Airbnb	over	hotels	because	mine	is	not	cheaper	than	a	hotel.	It's	not”.	

Tina,	Appendix	9	

	

As	Tina	explain	in	the	extract	above,	hotels	are	not	always	more	expansive	than	Airbnb,	and	

at	times	her	apartment	is,	actually,	priced	the	same	as	hotels	in	her	area.	This	indicates	that	

social	motivations	are	to	some	degree	important	for	guests.		

	

5.1.2 Economic Motivations  

Results	 indicate	that	 live-out	hosts	tend	to	have	financial	motivations	for	renting	out	their	

flat.	Most	hosts	did	not	rent	out	regularly,	and	most	hosts	had	rejected	more	requests	than	

they	 had	 accepted.	 This	 could	 indicate	 that	 they	 were	 not	 financially	 depending	 on	 the	

income.	That	 is,	 all	 except	one,	who	 rented	out	her	home	 in	order	 to	 finance	her	abroad	

studies.	 For	 her,	 renting	 out	 her	 entire	 flat	 had	 become	 essential	 in	 order	 to	 be	 self-

sufficient	 during	 the	 semester	 abroad.	 Guests	 renting	 entire	 apartment	 also	 expressed	

economic	motivations,	as	the	prices	were	competitive	to	those	of	hostels	and	hotels.	Other	

times,	they	chose	Airbnb	because	it	was	only	option	in	the	area,	as	expressed	in	the	extract	

below;	

	

“I	was	 really	positively	 surprised	about	 the	 location.	 It	was	 ridiculous,	because	you	

would	not	find	other	hotels	that	central.	It	was	one	of	the	best	locations	in	Tokyo,	or	

one	of	the	most	liveliest	areas”.	

Nikolai,	Appendix	5		

	

The	 most	 experienced	 users	 of	 Airbnb	 in	 this	 research	 expressed	 that	 even	 though	 she	

prefer	to	pick	up	the	guest	at	the	metro	station	and	have	a	small	tour	of	the	apartment	in	

order	 to	 get	 to	 know	her	 guest,	 the	 interaction	 after	 a	while	 got	 repetitive.	 She	 explains	

that:		
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“I	get	to	know	them	(during	the	tour).	I	will	ask	them,	I	always	like,	I	don't	want	to	

sound	like	a	robot,	but	after	so	many	guests	you	start	asking	the	same	things.	How	

was	your	 trip?	Was	 the	 flight	 long?	Did	you	 find	 it	all	 right?	Did	you	get	 lost?	You	

always	ask	the	same	thing”.	

Tina,	Appendix	9	

	

This	could	indicate	that	hosts	renting	out	for	more	financial	reasons	are	less	inclined	to	have	

social	motivations	as	well.		

	

5.2 Expectation Gaps  

Guests	 and	 hosts	 would	 at	 times	 experience	 situations	 where	 they	 had	 conflicting	

expectations	towards	each	other.	The	conflicting	expectations	tended	to	be	centred	around	

two	main	issues;	the	degree	of	socializing	hosts	and	guests	one	can	expect	from	each	other;	

or,	 to	 what	 degree	 utilities	 are	 included	 in	 the	 price.	 As	 such,	 it	 is	 evident	 that	 besides	

having	 social	 and	 economic	 motivations	 for	 participation,	 expectations	 and	 conflict	 are	

rooted	in	social	and	economic	factors	as	well.		

	

5.2.1 Expectation Gap 1: The Degree of Socialization	

The	 analysis	 illustrate	 that	 participants	 times	 would	 experience	 conflicting	 expectations	

regarding	socializing.	As	illustrated	in	the	extracts	below,	both	hosts	and	guests	experienced	

this:		

	

“There	was	a	few	instances	where	I	expected	more	from	them.	They	weren't	always	

out	or	not	 too	 interested	 in	doing	 things	 together.	 I	have	one	who	came	 for	work,	

and	he	left	early	and	came	home	late.	I	can't	remember	if	it	was	for	a	conference	or	

something.	He	was	here.	I	didn't	see	a	lot	to	this	person”.	

Peter,	Appendix	2	

	

“They	came	there	and	it	was	pretty	obvious	pretty	quickly	that	they	were	...	First	of	

all,	in	comparison	with	the	Japanese	ones,	they	were	really	experienced	with	Airbnb,	

so	 they	 just	assessed	 it	 like	any	hotel	 room.	They	asked	me	 just	 some	questions	 in	
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the	start,	like	practical	information,	and	then	that's	it.	They	just	did	their	own	thing	

for	3	days”.		

Nikolai,	Appendix	5		

	

The	analysis	could	not	determine	if	there	was	a	higher	tendency	among	hosts	or	guests	to	

feel	expectations	towards	social	interaction.	In	other	words,	it	did	not	seem	like	there	were	

any	group	that	experienced	being	disappointed	more	often	than	other.			

	

5.2.2 Expectation Gap 2: “Okay, should we buy it or should they buy it?” 

Through	 the	analysis	 it	became	evident	 that	another	point	of	expectation	gap	centred	on	

the	use	of	utilities.	One	 live-in	host	experienced	 that	 she	 thought	 certain	guests	 took	 the	

phrase	 “feel	 like	 home”	 a	 too	 literally,	 and	 explained	 that	 some	 guests	 would	

misunderstand	what	was	included	in	the	price;		

	

“Vera:		 	 I	would	like	to	do,	have	some	kind	of	boundaries.	

	

Thomas:		 She's	more	strict	about	it.		

	

Vera:		 Yeah.	 Of	 course,	 it's	 like	 private	 things.	 You	 buy	 them	 for	 yourself,	

not	for	completely	strangers.	It's	kind	of	weird.	It	is”		

	

Vera	and	Thomas,	Appendix	4	

	

Other	 times	 hosts	 were	 unsure	 what	 they	 actually	 had	 agreed	 upon,	 and	 it	 created	 a	

moment	of	confusion	for	them	as	to	what	to	expect	from	guests	in	terms	of	utilities;	

	

“We	didn't	have	any	more	toilet	paper,	"Okay,	should	we	buy	it	or	should	they	buy	

it'?"	Because	they	have	stayed	there	for	a	long	time,	and	we	had	forgot	to	think	of	

these	things”.	

Thomas,	Appendix	4	
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Guests	 were	 less	 inclined	 to	 have	 these	 concerns	 than	 hosts,	 and	 as	 next	 section	 will	

illustrate	 this	 might	 be	 a	 result	 of	 hosts	 managing	 their	 expectations	 prior	 and/or	 upon	

arrival.		

	

5.3 Host-gusts Interactions 

This	 section	will	 present	 the	different	 interactions	hosts	and	guests	have	with	each	other	

throughout	 the	 stay.	 The	 section	 will	 take	 a	 narrative	 starting	 with	 interaction	 prior	 to	

transaction	and	booking,	 during	 the	 stay,	 and	 lastly,	 interactions	occurring	 after	 the	 stay.	

The	 aim	 of	 this	 section	 is	 to	 describe	 how	 guests	 and	 hosts	 throughout	 the	 process	

experience	the	social	interaction	with	each	other,	but	also	how	they	use	these	interactions	

to	manage	expectations.	There	might	be	other	interactions	that	are	relevant,	but	these	are	

the	interactions	that	emerged,	inductively,	from	the	data.		

	

5.3.1 Profile   

The	 analysis	 suggests	 that	 both	 hosts	 and	 guests	 evaluate	 the	 profile	 of	 each	 other	

extensively	before	they	make	a	decision	about	whom	they	wish	to	engage	with.	What	kind	

of	information,	or	social	cues,	they	would	take	notice	of	varied	slightly,	particularly	between	

men	and	women.	However,	some	cues	were	more	common	than	others.	For	instance,	the	

interestingness	of	people	was	often	considered.	Interesting,	according	to	the	participants	in	

the	research	tended	to	concern	certain	lifestyle	choices	or	field	of	occupation.	For	instance,	

hosts	 who	 enjoyed	 cooking	 as	 a	 hobby,	 found	 Nick,	 a	 Michelin	 star	 chef,	 interesting.	 In	

other	words,	interesting	were	often	connoting	similar.	Other	cues	were	also	very	important,	

for	 instant,	 female	guest	seeking	a	room	would	often	be	more	concerned	with	safety	and	

comfort.	As	 expressed	 in	 the	 extract	 below,	 they	would	prefer	 couples	or	 female	host	 to	

single	male.		

	

“I	mean,	I	chose	that	person,	and	it	was	a	good	host	because	I	felt	safe	and	it	was	a	

woman”.		

Viorella,	Appendix	3		
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Nevertheless,	whatever	social	cues	participants	looked	for,	the	Airbnb	profile	was	first	point	

of	 reference.	The	presentation	of	 the	profile,	 and	 the	profile	picture	was	often	evaluated	

together.	 People	who	would	write	elaborative	 about	 themselves	 tended	 to	 capture	more	

interest,	and	were	seen	as	more	genuine.	Therefore,	to	review	each	other’s	profiles	are	part	

of	the	process	of	managing	expectations,	as	hints	on	social	motivations	would	be	expressed.	

Some	 would	 just	 implicitly	 make	 hints	 about	 their	 expectations	 of	 a	 host/guest,	 while	

others	would	explicitly	state	that	they	prefer	to	have	dinners	with	their	Airbnb	guests;		

	

“I	 think	 it's	written	 in	the	 listing	that	 I	have.	We	generally	do	 like	to	have	a	dinner	

together	 or	 something…	 (…)	 I	 hope	 so,	 that	 they	 see	 I'm	 a	 nice	 guy	 who's	 not	

necessarily	in	this	for	the	money”.		

Peter,	Appendix	2	

	

5.3.2 Evaluate Ratings and Reviews  

Participants	 actively	 used	 the	 profile	 ratings	 and	 reviews	 to	 evaluate	 each	 other.	

Participants	felt	 like	the	review	had	the	potential	 to	filter	out	deviant	behaviour,	and	that	

reviews	 would	 be	 a	 good	 indicator	 of	 what	 one	 could	 expect	 from	 the	 forthcoming	

relationship.		

	

“I	think,	first,	I	will	find	in	the	reviews	someone	saying	that	the	host	was	really	lazy	

with	responding	to	a	message,	or	he	had	something	 like	cancelling	your	booking	a	

few	days	before,	it's	not	cool”.	

Greta,	Appendix	8	

	

Other	ways	to	use	the	reviews	are	to	detect	cultural	differences.	For	instance,	an	American	

student,	expressed	that	besides	looking	at	the	price,	which	she	claimed	was	very	important;	

the	review	set	a	sort	of	threshold	over	minimum	standard	acceptable.	She	would	never	go	

bellow	a	6	out	of	10	star	review,	and	she	preferred	that	the	review	was	written	by	someone	

who	 comes	 from	 her	 home-country,	 because	 she	 believe	 that	 cultural	 differences	 of	

“niceness”	might	differ	from	country	to	country.	She	explains;	
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“I	hope	this	doesn't	make	me	sound	prejudice	or	something	but	American	reviews,	I	

look	 for	 them	 in	 English.	 Obviously	 I	 can't	 even	 read	 them	 if	 they're	 in	 another	

language	but	a	lot	of	times	they	have	the	little	American	flag	symbol	next	to	them	so	

I	know	that	American's	have	stayed	here	and	since	that's	my	culture,	if	their	reviews	

say	that	it's	good,	they	were	friendly	and	that	they	were	clean	I	believe	this,	and	I’ll	

go	with	that”.	

Kari,	Appendix	7	

	

However,	 the	 trustworthiness	 of	 reviews	 is	 questioned	 by	 several	 of	 the	 users,	 who	 feel	

that	 the	 reviews	 reflect	 not	what	 the	 other	 part	 though	 about	 you,	 but	 rather	 how	 they	

want	to	be	perceived	themselves.		

	

5.3.3 Direct Messages   

The	 gesture	 of	 sending	messages	 back	 and	 forth	 before	 deciding	 to	 request	 or	 accept	 a	

booking	is	a	very	common	practice,	but	not	required.	However,	all	participants	considered	

this	 informality	 crucial.	 One	 guest	was	 not	 aware	 of	 the	 practice	 first	 time	 she	 used	 the	

platform	and	used	a	direct-book	option,	which	is	also	a	feature	on	the	Airbnb,	but	admitted	

that	she	felt	like	that	was	not	a	socially	acceptable	behaviour,	and	she	though	that	her	own	

acts	would	be	perceived	as	 “creepy”	by	 the	host.	 She	 further	explained	 that	 logic	behind	

her	decision	to	start	sending	private	messages	prior	to	booking	like	this;			

	

“They	will	not	just	have,	probably,	you	know,	some	people	will	just	host	for	money,	

others	 they	 will	 just	 like	 to	 know	 the	 people	 first,	 who	 is	 coming	 into	 our	 house,	

that's	why	 I	 think	 it's	 common	 sense	 and	more	 normal	 for	 both	 sides,	 guests	 and	

hosts.	Let's	talk	about	it	first,	let's	know	each	other	and	see	what	kind	of	people	are	

we”.	

Viorella,	Appendix	3.		

	

Not	only	sending	a	message	is	sufficient,	but	also	the	way	you	construct	messages	and	the	

tone	is	a	deal-breaker.	A	live-out	host,	explains	the	custom	like	this:		
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“(…)	 and,	 they	 provide	 basic	 information	 in	 a	 nice	way.	 I	 also	 had	 this	 experience	

with	a	guy	 from	England.	He	wrote	me	a	message,	 "Hey,	 I'm	 coming	on	 Friday	at	

twelve.	Is	that	okay?"	"Of	course	it's	not	okay!	How	do	you	expect	me	to	give	you	my	

place?"	That's	the	most	important	thing.	(…)	I	was	like,	"Seriously,	you	want	to	stay	

in	my	place?"	I	cannot	let	people	like	this	 in.	The	most	important	thing	is	how	they	

construct	the	message”.	

	Magda,	Appendix	6	

	

Thus,	 private	 messaging	 and	 communication	 style	 in	 the	 message	 is	 essential	 part	 of	

managing	expectations	by	setting	the	tone	of	how	you	want	the	relationship	upon	arrival	to	

be,	and	people	expressing	themselves	too	formally	or	too	informally	were	often	rejected.		

	

5.3.4 First Encounter Face-to-Face  

The	moment	of	key	exchange	 is	 first	encounter	between	host	and	guest	 face-to-face,	and	

most	 often	 this	 would	 also	 include	 a	 small	 tour	 of	 the	 area	 and/or	 apartment.	 More	

importantly,	 the	 tour	 function	 as	 an	 expectation	 management	 activity	 in	 the	 sense	 that	

guests	 and	 host	 often	 establish	 the	 frames	 for	 the	 forthcoming	 social	 interaction	 of	 the	

stay.		

	

“(…)	when	they	arrive,	they	get	this	 introduction	to	the	flat.	Then	we	say	like,	"You	

can	come	into	the	living	room,	and	use	the	kitchen	and	everything."	From	there	it's	

open	...	I	guess	they	feel	welcome,	somehow.	Then	we	set	the	tone”.	

	Thomas,	Appendix	4.		

	

From	 a	 guest	 perspective,	 they	 found	 the	 tour	 very	 informative,	 and	 expressed	 that	 the	

hosts	 would	 imply	 or	 directly	 tell	 them	 what	 utilities	 was	 for	 sharing	 and	 what	 was	 for	

private	 use	 of	 the	 hosts.	 For	 instance,	 a	 live-in	 guest	 explain	 how	 she	 did	 not	 feel	 any	

uncertainties	around	the	use	of	utilities	like	this;		

	

“They	 were	 really	 explicit	 in	 telling	me	 what	 was	 included.	 (…)	 I	 knew	 really	 well	

what	was	included	and	I	wouldn't	have	strayed	from	that	and	taken	something	from	
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their	fridge	or	anything.	I	think	that's	good	because	if	he	hadn't	said	that	I	wouldn't	

have	touched	anything”.	

Kari,	Appendix	7		

	

Other	guest	would	refer	back	to	Airbnb	to	assess	what	was	included,	and	explain	how	the	

tick-boxes	are	very	 specific,	 and	 therefore,	no	need	 to	verbally	 confirmation	 is	necessary.	

This	is	expressed	in	the	extract	below;		

	

“A	 lot	 of	 times	 I	 was	 just	 by	 myself	 so	 I	 could	 cook	 for	 myself	 but	 knowing	 that	

before	that,	I	have	the	right	to	use	this,	I	felt	like	home”	

	Viorella,	Appendix	3	

	

The	 purpose	 of	 the	 tour,	 is	 not	 only	 to	 get	 to	 know	each	 other,	 but	 also	make	 sure	 that	

guests	know	what	is	private	and	what	is	for	sharing.	However,	this	is	not	to	say	that	the	first	

meeting	is	perceived	as	a	tutorial,	or	a	very	formal	tour.	For	instance;		

	

“Even	last	week,	I	was	renting	for	a	weekend.	I	met	them	in	my	place,	I	handed	the	

keys	to	them.	I	was	showing	them	the	apartment.	 I	was	just	telling	them	that	they	

can	 use	 everything,	 just	 not	my	 private	 stuff,	 of	 course,	 not	my	 clothes,	 that's	 so	

obvious.	They	were	just	laughing,	like,	"Yeah,	sure."	I	told	the	guy,	"If	you	really	want	

to	look	like	a	girl,	then	whatever."	I	just	turned	it	into	a	joke”	

	Magda,	Appendix	6	

	

Nevertheless,	they	host	tend	to	set	some	boundaries	between	what	is	theirs	and	what	is	for	

sharing	 in	 these	 interactions,	 which	might	 be	 particular	 to	 the	 sharing	 economy	 relation	

compared	to	traditional	friendships	or	even	hotel	stays,	indicating	that	there	are	some	sort	

of	expectations	management	occurring.		

	

5.3.5 Review Process  

The	 act	 of	 reviewing	 each	 other	 after	 end	 of	 stay	 is	 an	 activity	 both	 host	 and	 guest	 are	

accustomed	 to.	 Nevertheless,	 it	 seems	 that	 the	 process	 are	 in	 the	 back	 of	 the	 mind	
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between	 hosts	 and	 guest	 throughout	 the	 stay.	 The	 analysis	 detected	 that	 guests	 often	

considered	 the	 review	 process	 to	 contain	 strategies	 and	 calculations,	 and	 acknowledged	

that	reviews	were	linked	to	economic	profits;	

	

“(…)	Because	these	ratings	are	directly	 linked	to	your	ability	to	earn	money,	so	you	

are	strategic	about	it	primarily”.	 	 	 	 	

Nikolai,	Appendix	5		

	

“In	the	beginning,	when	I	didn't	have	any	reviews,	I	knew	that	you	have	to	be	nice	to	

people	so	that	they	can	give	you	good	reviews	so,	in	the	long	term,	you	can	increase	

the	price	and	stuff	like	that”.	

Magda,	Appendix	6		

	

It	was	a	tendency	among	participants	to	suspect	that	the	other	part	would	write	a	very	nice	

review	of	them	as	a	strategy	to	obtain	a	good	review	back.	

	

	“Like	 this	woman	did	with	me,	and	actually	 I	 think	 this	 is	a	 really	good	marketing	

strategy,	she	didn't	wait	for	me	to	say	anything	about	her,	she	just	jumped	in	there	

to	make	the	good	review	on	me.	She	just	chose	the	social	part	saying,	"Such	a	nice	

person,	come	back	again."	I	don't	know	if	she	really	felt	or	she	just	wanted	to	ask	me	

to	say	 the	same	thing.	 I	wouldn't	have	said	shit	 things,	bad	 things	about	her	after	

she	wrote	 those	 things	about	me,	even	 if	 I	would	have	 felt	 that.	 She	was	 like,	 you	

just	make,	I'm	so	at	home,	you	know	what	I	mean?	It	was	a	good	strategy	to	attract	

and	make	the	people	being	the	same	mind-set,	okay,	let's	just	stay	on	the	social	part	

now”.	

Viorella,	Appendix	3	

	

Further,	participants	would	write	public	reviews	that	were	milder	and	more	friendlier,	but	

would	also	send	a,	perhaps,	more	honest	private	message;		
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When	 I	 have	 to	 review	 them	 as	 my	 guests,	 I	 would	 say	 they	 were	 nice	 and	 the	

communication	was	nice,	but	then	in	the	private	I	would	say,	"You	know,	the	clothes	

were	very	dirty	when	I	came	in."		

Magda,	Appendix	6	

	

That	fact	that	they	write	different	private	and	public	messages	could	also	mean	that	be	that	

there	is	a	threshold	of	what	is	acceptable	and	not	in	regards	to	behaviour.	Perhaps,	none	of	

the	participants	in	the	sample	had	felt	the	need	to	warn	others	in	such	a	way.	None	of	the	

participants	 had	 ever	written	 a	 considerable	 bad	 public	 review	 of	 a	 person,	 even	 though	

they	disliked	someone.		

	

Though	most	 felt	 that	 the	 review	was	 a	 strategic	 process,	 some	 guests	 also	 felt	 that	 the	

reviews	 were	 difficult	 for	 other,	 more	 social,	 reasons.	 Thus,	 indicating	 that	 sometimes	

review	processes	might	feel	a	bit	difficult	if	the	relationships	have	become	friendlier.		

	

“Because	 if	you	felt	 like	a	friendship,	you	are	 like	betraying	them	if	you	don't	write	

something	similar,	like	equally	good”.	

Thomas,	Appendix	4	

5.3.6 Promises of Keeping in Touch 

Participants,	if	getting	along,	often	added	each	other	on	other	social	media	platforms,	such	

as	Facebook	and	Instagram.	Another	gesture	to	stay	in	touch	was	invitations	from	guests	to	

their	host	to	come	visit	their	homes.	Nearly	all	hosts	had	on	several	occasions	received	such	

invitations,	 and	 hosts	 find	 these	 invitations	 very	 enjoyable,	 and	 even	 self-rewarding.	

However,	at	times	they	also	feel	a	bit	uneasy	about	it.	Thomas	explains	that	he	has	though	

about	the	fact	that	the	people	he	becomes	friendlier	with,	are	at	the	same	time	also	paying	

for	staying	there.	

	

“I	 thought	 about	 it	 a	 couple	of	 times.	 It's	 a	 bit	 strange	When	 they	 leave,	 and	 you	

think,	sort	of,	"I	made	a	new	friend,"	and	they	sometimes	have	said,	"Oh,	if	you	ever	

come	to	where	I	live,	you	can	stay	with	me	for	free,	and	like-"	…	I	think,	"Now	I	feel	
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bad...".	 Sometimes,	 I	 feel	 bad	 about	 it	 because	maybe	 if	 I	 knew	 beforehand	 how	

things	will	play	out,	maybe	it	would	be	free.	Just	be	a	visit	or	so.”	

	Thomas,	Appendix	4	

	

Most	 often	 participants	 acknowledged	 that	 they	 would	 probably	 never	 meet	 again,	 and	

some	found	it	burdensome	to	have	added	them;		

	

“Well,	 I	accepted	her	but	 just	 from	out	of	 common	sense,	you	know,	goodwill,	but	

not	to	be	actually	friends.	It	was	just	out	of	respect”.		 	 	

Viorella,	Appendix	3	

	

5.3.7 Giving Gifts  

Several	hosts,	both	live-in	and	live-out	hosts	had	experienced	with	receiving	gifts	from	their	

guests	at	the	end	of	the	stay.	If	not	a	gift,	at	least	a	thank	you	note	was	common	to	receive.		

	

“I	 love	when	 people	 leave	 personal	 things.	 Gifts	 for	me.	 Sometimes	 they	 do	 that.	

Thank	you	for	being	such	a	great	host,	and	they	 leave	a	small	gift	of	chocolate,	or	

tea,	or	sometimes	a	mug.	That's	really	sweet”.	

		 	 	 	 	 	 	 	 Tina,	Appendix	9	

	

Most	 hosts	 felt	 this	 was	 very	 self-rewarding	 and	 appreciated	 it.	 Such	 greetings	 and	 gifts	

were	so	common	to	 receive,	 that	some	even	started	 to	expect	 it,	and	one	even	admitted	

that	if	she	did	not	receive	a	note	or	a	gift	of	any	kind	she	would	probably	not	write	a	review.		

	

5.3.8 Topic of Money Absent in Interaction  

Though	 the	 interaction	 between	 host	 and	 guest	 is	 framed	 by	 monetization	 of	 network	

hospitality,	 the	 conversation	about	money	 comes	 into	 conversation	 very	 rarely.	 Since	 the	

payment	 is	 executed	 online	 and	 prior	 to	 arrival,	 participants	 did	 not	 feel	 it	 necessary	 to	

discuss	 economic	 aspects	 between	 each	 other.	 For	 instance,	 one	 hosts	 reflects	 how	 this	

solution	is	more	welcoming;		
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“I	think	it's	convenient	and	it	helps	remove	a	bit	of	awkwardness	in	conversation.	For	

many	people	giving	money	back	and	forth	can	be	an	awkward	thing,	especially	if	it's	

just	a	stranger	and	then	they	come	in	through	the	front	door	and	then	you	stick	out	

your	hand,	"Pay	me	before	you	can	come	in".		

Peter,	Appendix	2	

	

In	 fact,	 the	 topic	 of	 money	 was	 so	 rare,	 that	 when	 actually	 being	 confronted	 with	 the	

subject	at	one	point,	guests	felt	unease.	For	instance,	one	guest	experienced	that	the	hosts	

preferred	to	receive	cash	payment	upon	arrival,	but	forgot	to	withdraw	before	she	arrived,	

and	 therefore	 found	 herself	 in	 the	 situations	 of	 having	 to	 tell	 her	 hosts.	 She	 explain	 the	

situation	like	this:	

		

“I'm	use	to	that	(pay	online).	I	pay	online	so	you	don't	really	have	to	do	transactions	

with	people	but	 this	host	were	 super	 friendly	one	minute	and	chatting	over	 coffee	

but	then	it	was	also	like,	"I	have	to	go	take	out	money	so	that	I	can	give	you	money."	

That	was	kind	of	weird,	 it	 being	a	business	 transaction	with	me	 staying	 there	and	

talking	and	being	friendly”	

Kari,	Appendix	7	

	

This	 notion	 of	 not	 being	 friendly	 while	 still	 acknowledging	 the	 monetized	 frame	 of	 the	

relationship	is	expressed	by	one	live-out	host	who	state	that;		

	

“I	treat	them	as	friends,	but	customers”.		

Magda,	Appendix	8	

	

These	extracts	suggest	that	the	reminder	of	money	might	be	a	disadvantage,	and	that	both	

guests	and	host	prefer	 that	 the	 financial	 transaction	 is	not	discussed.	Hence,	neither	part	

sees	a	benefit	in	treating	the	other	as	a	strict	business	partner	when	meeting.	
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5.4 The role of Money in Network Hospitality  

The	 analysis	 propose	 that	 monetization	 of	 network	 hospitality	 influence	 the	 interaction	

between	 hosts	 and	 guest	 on	 a	 sharing	 economy	 platform	 in	 two	ways;	 first,	 from	 a	 host	

perspective,	 price	 is	 a	 means	 to	 regulate	 demand;	 secondly,	 monetization	 of	 hospitality	

pave	the	way	for	a	“ground	zero”	 in	terms	of	social	 interaction	–	a	sort	of	blank	sheet	for	

both	 guest	 and	 host	 to	 start	 over.	 Both	 notions	 are	 more	 elaborated	 described	 in	 the	

following	two	sections.		

	

5.4.1 Regulate Demand 

The	analysis	reveals	that	from	a	hosts’	perspective,	they	intentionally	use	price	in	two	ways	

to	regulate	demand.	Hosts	lower	the	price	in	a	strategic	move	to	attract	as	many	guests	as	

many	booking	requests	as	possible.	This	gives	the	hosts	more	freedom	and	selectively	when	

choosing	which	requests	to	accept.	This	strategy	was	most	common	if	the	social	aspect	of	

network	hospitality	was	main	motivation,	because	then	the	hosts	is	left	with	more	options.		

	

“I	 have	 it	 cheaper,	 yeah.	Which	 I	 think	 should	make	my	 listing	more	 attractive.	 I	

noticed	that	quite	a	few	times.	I	got	many,	many,	many	inquiries	to	rent	the	room.	

(…).	Because	if	there's	quite	a	few	of	them,	of	course,	I	would	be	more	interested	in	

the	 one	 who	 seems	 like	 the	 most	 interesting	 person	 rather	 than	 the	 one	 who's	

willing	to	offer	the	most	money”.	

Peter,	Appendix	2		

	

The	analysis	also	reveal	that	price	was	used	to	maximize	profit	in	periods	of	high	demand.	

This	strategy	tends	to	be	implemented	by	participants	seeking	to	maximize	profit,	often	by	

the	 live-out	 hosts.	 For	 instance,	 one	 participant	 experienced	 a	 high	 demand	 for	 her	

apartment	 during	 certain	weeks	 of	 the	 year,	 strategically	 raised	 price	 during	 this	 time	 to	

maximum	profit.	She	argued	that	most	of	her	guest	during	this	period	would	be	scientist,	

and	other	conference	attendees,	which	were	in	need	of	a	room	for	a	very	specific	time.		

	

“The	busiest	tickets	for	I	think	the	weekend	are	when	there	is	a	conference	at	Bella	

center	 because	 then	 all	 of	 those	 scientists,	 professors,	 whatever	 they	 come	 to	
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Copenhagen,	and	they	all	at	the	same	time	need	a	room.	Then	I	can	actually	bump	

up	 the	 price	 to	 700	 sometimes,	 700	a	 night.	 But	 normally	 I	 think	my	base	 price	 is	

550,	but	I	did	a	lot	of	trial	and	error”	

Tina,	Appendix	9	

	

Therefore,	one	can	see	that	host	are	to	a	high	degree	price	aware,	in	the	sense	that	price	is	

strategically	set,	based	on	demand	and	competitiveness	in	the	area.	Further,	price	was	only	

increased	after	a	certain	amount	of	good	reviews	and	rates	have	been	obtained.	Therefore,	

the	price	hosts	can	set	can	only	be	as	high	as	his	reviews	are	good.	All	guests	had	used	this	

strategy;	 they	 would	 lower	 the	 price	 until	 they	 had	 obtained	 a	 certain	 amount	 of	 good	

reviews.		

	

“I	 was	 new	 a	 couple	 of	months	 ago,	 I	 didn't	 really	 put	 price	 a	 little	 bit	 because	 I	

didn't	 have	 reviews.	 I	 was	 like,	 "Okay,	 that's	 the	 price	 range,	 five	 hundred,	 six	

hundred	for	this	kind	of	flat	in	this	area."	I	made	it	cheaper	in	the	beginning,	like	four	

hundred,	so	I	ensured	that	people	would	rent	it	out”.		

Magda,	Appendix	6		

	

5.4.2 “Ground Zero”  

The	 analysis	 found	 out	 that	 participants	 expressed	 a	 sense	 of	 relief	 over	 the	 way	 the	

transaction	 is	executed.	Through	Airbnb	hosts	and	guest	negotiate,	book	and	pay	prior	 to	

arrival.	Thus,	the	host	and	guest	do	not	necessarily	need	to	discuss	money	face-to-face	at	

any	 time	during	 the	actual	 stay.	This	way	 they	did	not	 feel	any	 social	obligations	 towards	

the	 guest/host	 to	 interact	 more	 than	 the	 minimum,	 if	 they	 wished.	 Therefore,	 all	 other	

social	interactions	exceeding	the	minimum	were	perceived	as	more	genuine	and	voluntary.	

As	such,	monetization	could	provide	a	sort	of	ground	zero,	in	the	sense	that	guest	and	host	

interaction	 does	 not	 feel	 like	 a	 burdensome	 obligation,	 but	 rather	 a	 new	 beginning.	 This	

leads	both	host	and	guest	to	feel	more	flexible	during	the	time-period	of	stay.	Below	is	an	

extract	of	the	host	expresses	the	notion	of	ground	zero;		
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	“It	 was	 like	 we	 had	 completely	 forgotten	 that	 they	 had	 paid.	 It	 was	 like	 starting	

fresh	as	friends”	

Thomas,	Appendix	4	

	

Another	 hosts	 explain	 that	 he	 does	 not	 feel	 like	 the	 guest	 paid	 him	 in	 advance,	 and	 he	

believes	the	guest	does	not	feel	like	they	paid	him	directly	for	the	stay	either;		

	

Peter:	 I'm	 assuming	 that	 the	 person	who	 is	 the	 guest	 feels	 like	 they	 paid	

Airbnb,	so	there's	less	...	They	would	point	their	finger	more	at	Airbnb	

as	the	person	who	took	their	money	rather	than	me.		

	

Interviewer:		 Ah,	interesting.	

	

Peter:		 No	 one	 likes	 to	 spend	 money,	 so	 if	 they	 were	 going	 to	 point	 at	

anyone	 it	 would	 be	 more	 of	 Airbnb.	 Even	 though	 they	 know	 I'm	

getting	 the	money,	 I	 feel	 like	 that's	 ...	 Yeah,	 they've	 removed	 that	

aspect,	that	awkwardness.		

	 	 	 	 	 	 	 	 Peter,	Appendix	2	

	

The	way	participants	tended	to	express	this	feeling	of	voluntary,	genuine	social	interactions	

were	 through	 their	 narratives	 on	 how	 invitations	 to	meet	 for	 coffee,	 go	 out	 together,	 or	

have	meals	together	came	up.	There	were	many	similarities;	first,	all	host	and	guest	would	

explain	 that	 such	 invitations	 to	 interact	 were	 done	 strictly	 from	 a	 case-to-case	 basis,	

meaning	that	there	were	guest	they	would	socialize	with	less	than	others,	because	it	did	not	

feel	natural	or	did	not	get	along	as	good	as	they	hoped	for.	Second,	invitations	would	flow	

both	ways,	meaning	that	that	both	hosts	and	guests	would	alternate	inviting.		
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5.5 Role of Airbnb  

When	explicitly	asked,	participants	expressed	feeling	that	Airbnb	had	a	more	passive	role,	

and	that	is	also	how	they	preferred	it;		

	

“I	like	it	passive.	I	like	that	I	forget	they	are	there	sometimes”.	

Tina,	Appendix	9		

	

“They	have	a	passive	role.	They're	obliged	to	continuously	make	the	platform	better,	

but	in	the	end	of	the	day	it's	just	a	platform.	It's	the	buyer	and	the	seller	who	needs	

to	be	active	here”.	

Nikolai,	Appendix	5	

	

However,	 the	 analysis	 reveals	 that	 Airbnb	 has	 several	 roles	 in	 the	 relationship	 between	

guest	and	host,	and	throughout	the	 interview	some	hosts	and	guests	started	to	reflect	on	

more	active	role	taken	my	platform	providers.	This	 is	more	elaborated	on	in	the	following	

chapters		

	

5.5.1 Intermediary and Transaction Facilitator  

All	 participants	 explicitly	 made	 statements	 that	 the	 role	 of	 Airbnb	 is	 to	 be	 a	 channel,	

platform	or	intermediary	between	guest	and	hosts.	Most	considered	them	as	crucial	for	the	

very	interaction	by	claiming	they	are	necessary	for	guest	and	host	to	have	such	a	platform	

for	 findings	 each	 other.	 Further,	 participants	 would	 highlight	 that	 they	 are	 transaction	

facilitators	 as	 well,	 meaning	 that	 they	 made	 the	 transaction	 possible.	 Intermediary	 and	

transaction	 facilitator	 are	 both	 sub-codes	 under	 the	 role	 of	 platform	 provider,	 but	

presented	together,	because	often	participants	tend	to	talk	about	these	two	roles	together.	

These	extracts	from	the	data	suggest	that	both	parties	see	them	as	primary	a	platform	for	

matching	and	making	financial	transactions.		

	

“For	me,	it's	a	matching	platform.	They	help	you	with	the	matching.	Then,	they	help	

you	with	the	financial	transaction,	which	they	take	care	of”.	

Magda,	Appendix	6	
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“Well,	 it's	 a	 channel,	 it's	 a	 reach	 the	 sellers,	 or	 become	 a	 seller	 yourself.	When	 I	

consider	it,	it	has	a	high	value	in	a	way.	If	it	wasn't	there	and	I	don't	know	where	you	

would	be	able	to	find	the	same	deal”.		

Greta,	Appendix	8		

	

“They	 just	 function	 as	 the	 platform.	 They	 function	 as	 the	 intermediary	 for	 where	

buyers	and	sellers	can	get	in	contact,	and	provide	a	mean	for	them	to	communicate	

and	also	assert	each	other”.	

Nikolai,	Appendix	5	

	

“I	 see	 them	as	 the	 connection	 tool	or	 the	one	who	 connects	buyer	and	 seller,	 in	a	

way,	who	can	help	provide	the	service	so	that	you	can	find	each	other.	Yeah”.	

Peter,	Appendix	2	

 

5.5.2 Insurance  

Besides	being	a	platform,	Airbnb	also	provide	 insurance	 for	host	 in	 the	 case	anything	get	

stolen	or	broken.	Hosts	emphasised	this	role	more	intensively,	as	the	often	relate	it	to	the	

fact	that	they	are	exposed	to	financial	loss	if	anything	gests	stolen.		

	

“It's	 the	 most	 important	 thing,	 the	 insurance,	 for	 me	 at	 least.	 If	 something	 bad	

happens,	I	know	that	Airbnb	is	going	to	help	me”.		 	 Magda,	Appendix	6	

	

The	 insurance,	were	not	only	making	people	assured	 that	 their	 financial	 transactions	and	

material	belonging	were	covered,	 it	also	suggested	that	the	 insurance	guarantee	provided	

by	Airbnb	also	helps	increase	the	level	of	trust	between	hosts	and	guest.		

	

Peter:		 I	also	feel	that	because	Airbnb	does	provide	all	these	insurances	and	

guarantees	and	whatnot.	That	helps	bring	a	certain	level	of	trust	for	

both	sides,	I	think	

Interviewer:		 Yeah…		
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Peter:	 Yeah.	We	 both	 trust	 the	 service	 and	 therefore	 we	 both	 trust	 each	

other,	I	guess.	

	 	 	 	 	 	 	 Peter,	Appendix	2	

 

5.5.3 Assisting in Creating an Attractive Offer 

Most	participants	felt	that	Airbnb	was	most	present	during	the	phase	when	hosts	create	an	

offer.	For	instance,	Airbnb	would	give	free	price	suggestions	for	the	apartment.	The	analysis	

suggests	 that	 hosts	 followed	 these	 guidelines	 rather	 inconsistent	 only	 some	 followed	 the	

price	suggestions.	Most	hosts	tended	to	follow	it	in	the	beginning,	but	some	after	a	while,	

had	a	feeling	Airbnb	suggestions	were	too	low.	One	hosts	suspected	that	Airbnb	suggested	

lower	prices	because	of	own	financial	interest;				

	

I	think	Airbnb's	goal	is	to	really	ensure	that	it's	going	to	be	rented	out	one	hundred	

percent	because	they're	earning	money,	so	I	think	they're	lowering	down	the	prices.		

Magda		

	

Another	host	had	noticed	 that	Airbnb	had	become	more	active	 in	creating	 the	very	offer,	

because	 she	 had	 gotten	 an	 offer	 from	 Airbnb	 to	 receive	 free	 of	 charge	 professional	

photographs	of	her	apartment.	Although,	she	did	not	take	the	offer,	 the	analysis	suggests	

that,	participants	notice	Airbnb	to	take	a	more	amore	active	role.		

	

5.5.6 Encourage Exchange of Reviews 

According	to	analysis	participants	does	not	feel	Airbnb	directly	regulate	deviant	behaviour;	

rather	they	feel	Airbnb	encourage	very	strongly	some	sort	of	self-regulation	of	the	platform.	

Participants	 would	 typically	 be	 rather	 enthusiastic	 about	 the	 idea	 of	 the	 self-regulating	

system,	introduced	by	Airbnb;		

	

“It's	 essential	 for	 Airbnb,	 this	 like...	 rating	 system	 for	 it	 to	 function.	 It's	 important	

that	 people	 use	 it.	 Their	 role	 in	 this	 sense	 is	 to	 make	 sure	 that	 people	 use	 it	 by	

following	up	and	also	giving	incentives	to	do	it.	If	they	just	asked	you	to	do	it,	then	a	
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lot	of	lazy	people	would	be	like,	blah	blah	blah.	Since	they	created	this	system	where	

people	rate	you,	then	you	feel	somewhat	obliged	to	rate	them”	

	Nikolai,	Appendix	5		

	

“You	get	these	incentives	to	both	behave,	from	both	sides.	They	essentially	create	a	

really	 nice,	 functioning	 relationship	 between	 buyer	 and	 seller,	 and	 provide	 this	

environment	or	this	framework	for	how	to	behave,	kind	of.	

Nikolai,	Appendix	5	

	

However,	some	participants	found	the	review	process	a	bit	forced	–	from	the	Airbnb	side.	

They	 often	 would	 get	 several	 emails	 as	 reminders.	 In	 this	 sense,	 it	 could	 suggest	 that	

participants	are	not	very	pleased	with	being	reminded	of	the	platform	provider.			

	

“I	 get	 the	 feeling	 that	 Airbnb	 is	 pressing	 you	 to	 write	 a	 review	 a	 lot.	 They	 really	

care”.	

Magda,	Appendix	6	

	

In	summary,	Airbnb	pursue	several	roles	besides	being	a	transaction	facilitator,	as	they	also	

provide	 insurance,	 guidance,	 assist	 in	 creating	 an	 attractive	 offer	 and	 actively	 encourage	

people	to	engage	in	the	review	process.		
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6. Discussion 
	

	

	

This	 chapter	will	discuss	 the	 results	 from	the	previous	chapter,	and	explain	how	different	

models	of	sociality	are	reconciled	between	stakeholders.	First,	 the	section	will	discuss	the	

results	in	light	of	Fiske’s	(1992)	four	models	of	sociality	to	identify	the	complex	and	dynamic	

relationship	between	host	and	guest.	Secondly,	the	financial	transaction	executed	prior	to	

meeting	face-to-face	becomes	essential	 in	explaining	how	this	relationship	might	develop.	

Lastly,	the	role	of	the	platform	provider	is	discussed.		

	

In	 essence,	 Fiske	 (1992)	 argues	 that	most	 people	 orient	 their	 social	 interaction	 based	 on	

four	 models	 of	 sociality.	 The	 interplay	 of	 these	 models	 of	 sociality	 is	 complex,	 can	 take	

several	forms,	but,	nevertheless,	“they	are	schemata	people	use	to	construct	and	construe	

relationships”	 (Fiske,	 1992;	 689).	 It	 is	 noteworthy	 to	mention	 that	most	often	people	use	

them	unreflectively,	and	do	not	necessarily	know	how	to	describe	them	(ibid.).	Three	of	the	

models	of	sociality	are	identified	either	by	participants’	actions	or	by	their	rhetoric,	namely;	

equality	matching	(EM),	market	price	(MP)	and	communal	sharing	(CS).		

	

6.1 Market Price  

In	MP	 relationships	 people	 orient	 themselves	 using	 ratios	 and	 rates,	 and	 everything	 is	 in	

proportion	to	each	other	(Fiske,	1992).	All	types	of	interaction	can	be	assessed	through	its	

market	 price	 value.	 In	 relations	 to	 the	Airbnb	platform,	 one	 can	 clearly	 find	MP	oriented	

mind-sets.	For	instance,	in	hosts’	pricing	strategy	MP	standards	are	followed	rather	rigidly.	

Participants	on	the	platform	have	a	price	for	their	listing,	which	is	based	on	competitiveness	

and	market	demand.	Also,	guests	consider	and	evaluate	their	options	based	on	where	they	

can	get	“value	for	money”.	One	can	also	detect	the	MP	model	of	orientation	in	how	people	

increase	 prices	 first	 after	 they	 receive	 good	 reviews	 and	 ratings,	 as	 it	 is	 assumed	 people	

with	higher	ratings	are	to	be	preferred.		
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Further,	the	MP	model	of	sociality	could	also	be	used	to	explain	how	expectation	gaps	are	

generated	 in	regards	to	the	use	of	utilities.	Through	the	 lenses	of	an	MP	model,	 the	price	

paid	prior	 to	arrival,	 should	 clearly	 state	what	 is	 included.	 If	hosts	experience	 that	guests	

are	using	utilities	not	included,	they	feel	that	guests	are	breaking	the	agreed	upon	contract.	

In	order	to	prevent	a	violation	of	agreement	in	regards	to	what	utilities	are	included	hosts	

often	tick	off	boxes	on	their	profile	and	most	often	lead	a	guided	tour	during	point	of	key-

exchange,	where	 such	matters	 are	 explicitly	mentioned.	 It	 is	 important	 to	 highlight,	 that	

both	hosts	and	guests	 initiate	managing	expectations	 in	these	ways	because	neither	want	

to	come	 in	a	situation	that	can	affect	 their	 relationship	negatively	 later	on.	The	confusion	

(at	 best)	 and	 aggression	 (at	 worst)	 hosts	 experience	 when	 they	 feel	 the	 contractual	

agreements	are	violated	strengthen	the	notion	that	MP	is	an	evident	form	of	sociality	in	the	

sharing	economy.		

	

6.2  Communal Sharing  

The	core	of	the	CS	form	of	sociality	is	seeing	the	group	or	community	to	whom	you	belong	

as	 one	 entity.	 Consequently,	 everyone	 shall	 share	 equally	 what	 they	 have	 to	 offer,	 and	

there	are	no	differences	based	on	 individual	needs	or	characteristics	 (Fiske,	1992).	Typical	

interactions	such	as	food	and	drinks	settings	appear	to	be	closely	related	to	the	CS	model,	

as	 people	 tend	 to	 do	 these	 things	 commensally	 (Fiske,	 1992).	 Guests	 and	 hosts	 have	

expressed	 that	 these	 forms	 of	 interactions	 occur	 voluntarily	 and	 sporadically.	 However,	

evidence	 from	 the	 results	 suggested	 that	 either	 guests	 felt	 the	 right	 to	 use	 the	 food	 and	

drink	 because	 they	 were	 included	 in	 the	 price	 (indicating	 an	 MP	 model),	 or	 they	 were	

expect	 to	 give	 something	 back	 (typical	 of	 an	 EM).	 Thus,	 the	 rhetoric	 of	 the	 interaction	

seems	to	be	in	the	spirit	of	CS,	however,	the	actual	model	implemented	suggests	that	they	

are,	in	fact,	using	one	of	the	other	models.	As	such,	Fiske	(1992;	692)	explains	that	“People	

may	 value	 one	 model	 while	 actually	 implementing	 another,	 and	 occasionally	 there	 is	

disagreement	 (usually	 implicit)	 about	 which	 model	 to	 apply”.	 In	 light	 of	 this,	 it	 could	 be	

suggested	 that	 the	 communal	 sharing	 activities	 guests	 experience	 are,	 actually,	 more	

aligned	with	EM	or	MP,	even	though	the	rhetoric	and	intentions	have	been	CS.		
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6.3  Equality Matching  

In	 EM	 relationships	 people	 are	 not	 so	 preoccupied	 with	 being	 equal	 per	 se,	 but	 rather	

maintaining	 a	 balanced,	 or	 equal,	 relationship.	 Basically,	 people	 would	 use	 simple	

mathematical	 subtractions	 and	 additions	 to	 calculate	 the	 relationship,	 striving	 always	 to	

keep	 it	 at	 zero	 level.	 The	 interactions	 often	most	 associated	with	 EM	 are	 invitations	 and	

favours.	An	imbalance	in	the	relationship	over	time	could	affect	the	relationship	negatively,	

for	 instance,	 receiving	 too	 many	 invitations	 from	 same	 person	 without	 reimburse	 them	

could	possibly	affect	the	relationship	negatively.		

	

The	 review	 process	 in	 which	 both	 hosts	 and	 guests	 partake	 could	 be	 an	 example	 where	

participants	 implement	 an	 EM	model.	Here,	 both	 are	 expected	 to	write	 a	 review	of	 each	

other,	which,	results	from	this	study	suggests,	could	be	a	rather	burdensome	process.	The	

sense	of	obligation	to	return	the	deed,	of	writing	a	review,	is	comparable	to	the	EM	model.	

Additionally,	as	participants	felt	the	reviews	they	received	had	to	be	equally	as	good	as	they	

write	 further	 support	 the	 argument	 of	 an	 EM	 model	 being	 present.	 If	 taken	 into	

consideration	the	strategy	of	reviewing,	and	the	fact	that	both	hosts	and	guests	are	worried	

that	negative	 review	exchange	would	potentially	harm	 future	 transactions	one	 could	also	

argue	that	the	review	process	is	an	example	of	a	MP	relationship.	Hence,	these	experiences	

indicate	a	conflict	over	which	model	to	follow.					

	

Though	 the	EM	model	 is	present	 in	 the	 relationship	between	host	 and	guests,	 it	 is	 by	no	

means	straightforward.	Take	for	instance	the	gesture	of	the	guests	to	invite	their	hosts	over	

to	their	home.	Such	 invitations,	although	appreciated,	tend	to	result	 in	a	brief	moment	of	

confusion,	which	could	indicate	that	hosts	and	guests	are	confused	about	what	sociality	is	in	

circulation	 at	 the	moment.	 If	 staying	 at	 a	 friend’s	 house,	 it	 is	 often	 considered	 polite	 to	

make	promises	 of	 invitation	 in	 return.	 The	 same	 can	be	 said	 about	 the	 practice	 of	 giving	

gifts	at	end	of	stay,	which	is	a	common	practice	among	friends	and	acquaintances	as	a	sort	

of	appreciation	for	the	effort	of	having	them	over.	However,	the	act	of	inviting	their	hosts	

to	 stay	over	 at	 their	 house	and	 the	act	of	 giving	 gifts	 upon	departure	 could	 indicate	 that	

hosts	and	guests	seek	to	implement	another	form	of	sociality.	However,	due	to	MP	model	

implemented	 in	 the	 beginning,	 the	move	 towards	 an	 EM	model	 could	 be	 a	 bit	 awkward.	

Another	indication	that	guests	and	hosts	seek	to	implement	another	form	of	sociality	when	
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meeting	 face-to-face	 is	 the	 fact	 that	money	 is	 most	 often	 absent	 from	 discussion	 and	 if	

forced	to	discuss	it	participants	often	feel	a	bit	awkward	about	it.	As	if	they	do	not	want	to	

be	reminded	that	a	MP	model	of	sociality	was	first	point	of	reference.	As	such,	the	models	

of	 sociality	 implemented	between	hosts	and	guest	contain	other	 forms	of	 sociality	beside	

MP,	and	most	likely	it	is	something	in	alignment	with	the	EM	model.			

	

Detecting	more	than	one	form	of	sociality	is	rather	common,	and	Fiske	(1992)	explains	that	

often	two	or	even	three	forms	in	a	relationship	can	be	present	in	a	group.	In	this	research	

MP	and	EM	were	rather	evident,	while	people	seemed	to	advocate	for	a	CS	relationship	in	

their	rhetoric,	this	is	not	always	evident	in	their	actions.		

	

6.4 The Role of Money   

The	role	of	money	becomes	essential	in	explaining	how	forms	of	sociality	are	dynamic	and	

develop.		

	

The	 results	 suggested	 that	 the	 role	 of	money	 in	 a	 sharing	 economy	platform	 is	 two-fold;	

firstly,	monetization	of	 the	 interaction	empowers	 the	hosts	 to	regulate	demand.	Hosts	on	

the	 platform	 tend	 to	 favour	 monetization	 of	 network	 hospitality	 because,	 they	 argue,	 it	

enables	them	to	choose	more	carefully	who	can	rent	their	apartment	or	room.	Secondly,	as	

the	financial	transaction	is	executed	beforehand	this	generates	a	sort	of	ground	zero	effect	

between	host	and	guests	when	they	first	meet	face-to-face.	The	term	ground	zero	could	be	

compared	to	the	EM	relationship	model,	because	both	have	the	same,	or	seeking	the	same	

starting	point;	zero.	Consequently,	neither	side	feel	indebted	nor	all	actions	and	invitations	

are	perceived	as	genuine	and	voluntary.		

	

These	results	are	similar	to	the	study	conducted	by	Ikkala	and	Lampinen	(2015).	According	

to	their	study	on	the	monetization	of	network	hospitality,	seen	from	the	host	perspective,	

the	role	of	money	has	predominantly	three	roles,	two	that	share	similarities	to	this	research	

study.	 Ikkala	and	Lampinen	(ibid.)	argue	that	monetization	 leads	to	participants	to	control	

volume	and	type	of	demand	from	guest,	which	is	more	or	less	the	same	results	found	in	this	

research.	 Secondly,	 they	 argue,	 guest	 are	 offered	 a	 greater	 degree	 of	 selectivity,	 which	
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makes	the	hosting	socially	easier,	because	hosts	does	not	feel	obligated	to	interact	beyond	

the	share	minimum,	 if	they	desire.	 In	other	words,	they	describe	a	situation,	which	 in	this	

study	 is	more	or	 less	 the	“ground	zero”	effect;	when	a	host	has	paid	 for	a	 service,	 in	 this	

case	 an	 accommodation,	 all	 other	 social	 activates	 initiated	 by	 the	 hosts	 should	 be	

considered	a	plus,	 but	not	mandatory.	As	 Ikkala	 and	 Lampinen	 (ibid.)	 could	only	describe	

this	effect	of	money	from	the	host	perspective,	the	findings	in	this	study	confirm	that	also	

guests	 have	 this	 sensation	 of	 only	 interacting	 when	 genuinely	 wanting	 to,	 not	 out	 of	

obligation.	 Lastly,	 Ikkala	 and	 Lampinen	 (ibid.)	 argue	 that	 monetization	 of	 network	

hospitality	can	foster	sociability	between	hosts	and	guest.	In	their	view,	inspired	by	Simmel	

and	Hughes	(1949;	254)	sociability,	is	“the	art	of	play	form	of	association”,	and	explains,	“it	

is	a	departure	of	reality”.	Thus,	 it	 is	suggested	that	making	new	friends,	and	stay	 in	touch	

after	 end	 of	 stay	 are	 not	 a	 motivation	 for	 participating	 on	 sharing	 economy	 platforms.	

Actually,	participation	in	these	platforms	are	isolated,	breaks	from	reality.	This	is	in	contrast	

to	results	in	this	study,	where	hosts	and	guests	would	explain	that	they	were	motivated	by	

making	 new	 friends,	made	 promises	 of	 keeping	 in	 touch	 and	 added	 each	 other	 on	 social	

media.	 Thus,	 Ikkala	 and	 Lampinen	 (2015)	 argument	 on	 sociability	 is	 confirmed	 rather	

simplistic,	 as	 they	 consider	 the	 sociability	 as	 purely	 the	 effect	 of	 the	 transactional	

interaction,	 and	 that	 the	 forthcoming	 interaction	 is	 simply	 a	 joyful	 escape.	 Though,	

sociability,	as	they	describe	it,	might	be	the	result	to	a	certain	extent,	this	research	confirm	

that	 the	 relationship	between	hosts	and	guest	are	much	more	complex.	For	 instance,	 the	

relationship	detected	in	this	research	does	not	necessarily	remain	in	an	EM	model	–	or	in	a	

state	of	sociability,	as	some	might	go	back	to	be	MP.	 In	comparison,	 Ikkala	and	Lampinen	

(2015)	offer	no	such	explanation	as	to	what	form	the	relationship	takes	if	sociability	is	not	

experienced.		

	

According	to	Fiske	(1992),	relative	strangers	often	turn	to	MP	models	when	interacting	with	

each	other	 in	 the	beginning.	However,	 the	more	people	 interact	 together,	and	 the	 longer	

the	relationship	endures,	the	more	likely	is	for	the	MP	model	to	be	abandoned	(ibid.).	It	is	

also	common	to	implement	an	EM	relation	when	meeting	someone	for	the	first	time	if	your	

motivation	 is	 to	 create	 long-lasting	 relationships.	 It	 indicates	 a	 willingness	 to	 distance	

oneself	 from	 the	 more	 contractual,	 and	 perhaps	 sceptic	 nature	 of	 MP,	 and	 the	 more	

balanced,	EM	oriented	model.	In	light	of	this,	the	ground	zero	effect	created	by	transactions	
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being	 executed	 prior	 to	 arrival	 enables	 guests	 and	 host	make	 use	 of,	 if	 they	wish,	 other	

relational	models	for	sociality	when	they	meet	face	to	face.	As	discussed	in	the	previously	in	

this	chapter,	they	do	seem	to	seek,	although	at	times	awkwardly,	other	forms	of	sociality	to	

relate	to.		

	

6.5 The Role(s) of the Platform Provider   

Platform	 providers	make	 claims	 that	 they	 function	 as	 neutral	 intermediaries,	 though	 this	

has	 been	 disputed	 among	 economists	 and	 academics.	 Through	 the	 analysis	 it	 became	

evident	 that	 the	 platform	 provider	 has	 an	 intermediary	 role	 connecting	 and	 bringing	

together	 the	 two	 interdependent	 customer	 groups.	 Nevertheless,	 results	 indicate	 that	

platform	providers	 also	 provide	 insurances	 and	 guarantees	 that	 foster	 trust	 between	 the	

two	customer	groups.	More	so,	this	trust	also	projects	back	to	the	platform	provider.	Some	

of	the	more	active	roles	identified	included	assisting	hosts	in	making	an	attractive	offer	by	

suggesting	 pricing	 for	 hosts’	 listings	 and	 offer	 professional	 photographers	 free	 of	 charge.	

Lastly,	 they	 were	 perceived	 as	 actively	 encouraging	 both	 sides	 to	 engage	 in	 the	 review	

process.		

	

Gillespie	(2010)	argues	that	the	alleged	neutral	position	of	the	platform	providers	should	be	

questioned,	while	Botsman	and	Roberts	(2011)	received	a	lot	of	attention	for	claiming	that	

there	are	rather	neutral	intermediaries,	allowing	the	participants	of	the	network	to	be	self-

regulated.	 The	 findings	 in	 this	 study	 indicate	 that	 there	 is	more	 likely	more	 involvement	

from	Airbnb	than	Botsman	and	Roberts	(ibid.)	attribute	to	them.	According	to	their	theory,	

the	 reputation	 capital	 participants	 obtain	 by	 participating	 on	 platforms	 is,	 first	 of	 all,	 not	

always	so	genuine,	and	 in	 fact	several	participants	 feel	 rather	obligated	to	do	 it.	Thereby,	

the	top-down	control	that	Botsman	and	Roberts	(ibid.)	claim	such	platforms	are	free	from,	

cannot	be	supported	in	this	study.		

	

The	 results	 from	 this	 study	 support	 findings	 from	 the	 study	 of	 Ert,	 Fleischer	 and	Magen	

(2016)	 arguing	 that,	 actually,	 reviews	and	 ratings	are	not	 the	only	 important	 factor	when	

determining	 whom	 to	 contact.	 That	 is,	 good	 reviews	 are	 important,	 but	 not	 the	 most	

important	 factor	 for	 guests	 in	 their	 research	 process.	 It	 seems	 like	 the	 review	 functions	
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more	 as	 a	 threshold	 for	 communication,	 eliminating	 the	 least	 desirable	 people,	 but	 not	

determining	 the	 most	 suitable	 fit	 either.	 In	 other	 words,	 above	 a	 certain	 level	 of	 good	

reviews,	people	do	not	seem	to	care.	Thus,	the	reputation	capital	as	a	new	currency	seems	

to	be,	based	on	this	research,	overly	simplistic.			

	

Having	 established	 that	 the	 role	 of	 the	 platform	 provider	 is	 more	 active	 than	 neutral,	

particularly	 in	 the	 beginning	 and	 at	 the	 end	 of	 the	 stay,	 it	 is	 left	 to	 discuss	 how	 their	

involvement	 is	 influencing	 the	 relationship	 between	 hosts	 and	 guests.	 By	 analysing	 how	

guests	and	host	experience	an	expectation	gap,	the	role	of	the	platform	provider	emerges	

more	 clearly.	 As	 explained	 in	 the	 results	 chapter,	 it	was	 evident	 that	 an	 expectation	 gap	

could	emerge	as	a	result	of	host	and	guest	not	understanding	what	model	of	sociality	was	in	

circulation	 at	 the	 time.	 According	 to	 Fiske	 (1992;	 716),	 such	 confusion	 or	 disagreement	

resulting	from	people	not	following	the	four	models	has	implications	for	their	relationship,	

and	that	“enmity	and	antagonism	are	generated	and	legitimized	by	the	relational	models”.	

In	other	words,	when	people	are	unwillingly,	or	unknowingly	using	the	wrong	models	this	

could	 lead	 to	 unfortunate	 incidents,	 confusion	 at	 best,	 but	 agony	 at	worst,	 as	 confirmed	

earlier	in	the	discussion.	And	in	these	situations,	the	role	of	the	platform	provider	emerges	

as	important,	because	what	is	essentially	happening	is	that	participants	seek	guidance	and	

confirmation	 in	 the	 platform,	 or	 prior	 events	 taking	 place	 on	 the	 platform.	 Thus,	 the	

platform	provider	offer	a	sort	of	fall-back	option	in	case	of	confusion,	breach	of	contracts	or	

failure	 to	 implement	 the	 other	 models	 of	 sociality.	 The	 role	 of	 the	 platform	 provider	 is	

therefore,	 to	assure	both	hosts	and	guests	 that	 in	case	of	misunderstanding,	confusion	or	

disagreement,	hosts	and	guests	can	always	refer	back	to	the	MP	oriented	model	introduced	

by	 the	platform	 in	 the	beginning.	 Thus,	 actually,	 Airbnb	 is	 not	 only	 the	 intermediary,	 but	

also	an	assurance,	 in	which	hosts	and	guest	have	great	confidence.	Hosts	and	guests	does	

not	 necessarily	 see	 anything	 negative	 with	 having	 a	 more	 active	 platform	 provider	

regulating	the	platform,	because,	as	many	guests	and	hosts	suggested,	they	find	assurances	

in	 the	 services	 provided	 by	 the	 platform	 provider.	 However,	 it	 seems	 to	 be	 a	 general	

consensus	that	people	do	not	want	this	to	be	forced	by	Airbnb,	and	the	role	of	money	 is,	

thus,	 to	provide	 the	 ground	 zero,	where	what	happens	 after	 that	 should	be	perceived	as	

voluntarily.		
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6.6  “Commercial Friendships”   

Based	on	the	results	and	the	discussion,	 this	 research	argue	that	 the	 interaction	between	

hosts	 and	 guest	 starts	 out	 using	 a	 rather	 strict	 market	 price	model,	 however,	 it	 has	 the	

capacity	 to	 develop	 into	 using	 a	 more	 EM,	 or	 potentially	 CS	 relation.	 As	 such,	 the	

relationships	 between	 hosts	 and	 guests	 have	 commercial	 aspects	 with	 a	 base	 in	 the	MP	

model	 of	 sociality,	with	 capacity	 of	 a	more	 intimate	 relationship	 in	 form	 of	 an	 EM	 or	 CS	

relationship.	 Thus,	 the	 term	 commercial	 friendship	 captures	 the	 essence	 of	 the	 complex	

interaction.	The	term	is	 inspired	by	one	of	the	participants,	who	described	her	 interaction	

between	 her	 guests	 as	 “I	 treat	 them	 as	 friends,	 but	 customers”	 (Magda,	 Appendix	 8).	 A	

noteworthy	aspect	of	this	relationship	is	the	assurance	of	having	a	sort	of	fall-back	model	to	

implement	in	form	of	the	MP	model,	which	is	encouraged	by	Airbnb,	in	case	other	models	

are	not	reconciled.		
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7. Conclusion & Further Research   
	

7.1 Conclusion  

Over	the	years,	the	social	practice	of	sharing	has	gradually	become	associated	with	business	

models	of	renting,	swapping,	borrowing	and	leasing	through	online	platforms.	The	objective	

of	 this	 research	has	been	 to	explore	different	models	of	 sociality	 in	 the	 sharing	economy	

with	a	focus	on	the	different	stakeholders.	It	became	essential	for	the	analysis	to	determine	

how	the	presence	of	money	influences	the	interaction	between	stakeholders.	Further,	the	

objective	was	to	assess	the	platform	providers’	role	and	their	degree	of	involvement.		

	

This	 research	 identified	two	of	Fiske’s	 four	models	of	sociality	 in	 the	participants’	actions;	

equality	 matching	 and	 market	 price.	 Another	 form	 of	 sociality,	 communal	 sharing,	 was	

identified	 in	 the	 rhetoric	 of	 the	 participants,	 but	 not	 identified	 to	 a	 great	 extent	 in	 their	

actions.	 The	 research	 argues	 that	 the	 use	 of	 a	 wrong	model	 of	 sociality,	 intentionally	 or	

unintentionally,	could	have	a	negative	effect	on	the	relationship.	

	

Further,	 results	 suggested	 that	 the	 role	 of	 money	 became	 essential	 in	 explaining	 how	

models	 of	 sociality	 develop.	 Hosts	 used	 price	 strategically	 to	 regulate	 demand,	 but	more	

importantly,	monetization	of	the	interaction	generates	an	effect	between	hosts	and	guests	

coined	as	ground	zero.	This	effect	enables	guests	and	hosts	to	implement	other,	less	formal	

and	contractual,	models	of	sociality,	should	they	desire.	The	research	argues	that	the	role	of	

the	platform	provider	extends	beyond	their	 function	as	an	 intermediary	between	the	two	

customer	 groups.	 The	 platform	 provider’s	 role	 is	 to	 provide	 hosts	 and	 guests	 with	 the	

market	 price	model	 of	 sociality,	 as	 assurance,	 in	 case	 the	 two	 groups	 do	 not	 implement	

other	models	of	sociality.		

	

The	research	coined	the	term	commercial	friendships	to	describe	the	dynamic	and	complex	

relationship	 between	 hosts	 and	 guest.	 The	 term	 captures	 the	 essence	 of	 a	 relationship,	

which	has	some	profound	commercial	features,	but	which	also	seeks	a	more	intimate	form	

of	sociality.	
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7.2  Implications 

This	research	has	contributed	to	the	body	of	literature	seeking	to	describe	and	explain	how	

different	stakeholders	interact	by	identifying	and	discuss	the	relationship	in	light	of	Fiske’s	

theory.	Fiske’s	theory	on	sociality	stems	from	the	early	1990s,	and	until	now,	has	not	been	

applied	 to	 the	 Internet.	 The	 application	 of	 these	 models	 of	 sociality	 on	 a	 digital	

environment	has	been	 important	not	only	to	support	his	theory,	but	more	so,	the	models	

provide	 some	 theoretical	 point	 of	 reference	 in	 order	 to	 understand	 how	 the	 online	

environment	is	experienced.	Thus,	the	notion	of	sharing	in	the	sharing	economy	has	little	in	

common	 with	 what	 traditional	 meanings	 of	 sharing	 as	 the	 relationship	 detected	 in	 this	

research	is	too	preoccupied	with	market	price	oriented	activities	and	balancing	of	favours.			

	

Further,	 the	 theoretical	 implication	 for	 the	study	 is	 that	one	cannot,	without	being	overly	

simplistic,	 define	 the	 interactions	 in	 the	 sharing	economy	 in	 strictly	 economic	or	 in	 social	

terms.	 Further,	 it	 would	 be	 misleading	 to	 assume	 that	 the	 co-existence	 of	 two	 or	 more	

forms	 of	 sociality	 will	 always	 interplay	 in	 a	 symbiotic	 way.	 As	 this	 research	 proposes,	

conflicts	 emerge	 at	 times,	 although	 interactions	 most	 often	 are	 in	 congruity	 with	 each	

other.	

	

There	are	several	practical	implications	for	this	study	important	not	only	for	academia,	but	

also	for	customers	and	platform	providers.	By	analysing	how	these	models	of	sociality	are	in	

one	way	complex,	but	at	the	same	time	also	narrow	enough	to	identify	their	differences	has	

several	advantages.	For	customers,	these	findings	offer	an	opportunity	for	self-reflection	on	

own	 presence,	 motives	 and	 expectations.	 For	 the	 platform	 providers,	 the	 models	 could	

serve	as	guidelines	to	better	understand	their	two	customer	groups.		

	

7.3  Further Research  

There	 are	 several	 different	 directions	 within	 this	 topic	 relevant	 for	 further	 studies.	 This	

study	could	be	expanded	to	include	other	sharing	economy	platforms	beyond	the	network	

hospitality	 platforms,	 to	 determine	 if	 the	 findings	 could	 be	 generalised	 over	 platforms.	

Another	direction	of	study	would	be	to	extend	the	study	by	deploying	triangulation,	which	

would	significantly	have	improved	the	reliability	and	validity	of	the	study.	Triangulation	can	
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be	used	 in	order	 to	“combine	data	 to	ascertain	 if	 the	 findings	 from	one	method	mutually	

corroborate	the	findings	from	other	method”	(Saunders	et.	al.,	2012,	170).	One	way	of	using	

a	mixed	method	is	to	conduct	a	survey	either	before	or	after	interviews.	In	this	case	it	could	

be	interesting	to	deploy	such	after	the	interviews	to	a	larger	sample	to	test	significance	of	

the	results.	However,	taken	into	consideration	the	inductive	and	exploratory	nature	of	this	

study,	and	the	limited	resources	at	hand,	it	was	considered	more	feasible	to	deploy	a	mono-

method.	As	such,	this	could	allow	the	researcher	to	consider	the	results	as	representative	

for	 that	 particular	 group,	 but	 not	 generalizable	 to	 the	wider	 population	 (Saunders	 et.	 al.,	

2012).	

	

Another	area	of	study	is	in	relation	to	the	platform	providers.	Airbnb	launched	1.	November	

2016	 its	 antidiscrimination	 policy,	 which	 demands	 that	 no	 host	 discriminate	 or	 treat	 any	

guest	differently	based	on	his	or	her	“race,	color,	ethnicity,	national	origin,	religion,	sexual	

orientation,	 gender	 identity,	 or	 marital	 status”	 (Airbnb,	 2016b).	 The	 purpose	 of	 these	

policies	 is	 to	promote	“inclusion”	and	“respect”	 for	all	people	 (Airbnb,	2016b).	 In	addition	

they	 launched	services	 such	as	Bespoke	Matching	 service,	where	Airbnb	match	hosts	and	

guests	based	on	preferences.	Another	 service	 is	 the	 local	 guided	 tour	experience	offering	

where	you	can	rent	a	local	to	take	you	to	do	local	stuff	within	your	area	of	interest.	As	this	

research	has	exposed,	and	these	new	policies	and	services	suggests,	the	platform	providers	

are	increasingly	more	involved	in	regulating	behavior,	and	increasingly	more	present	during	

participants	interaction	with	each	other.	Thus,	further	research	could	look	into	how	models	

of	 sociality	 develop	 under	 these	 circumstances.	 For	 instance,	 will	 EM	 and	 CS	 be	 more	

attractive	for	guests	and	hosts	to	engage	in,	or	will	they	feel	a	more	MP	orientation	towards	

these	 new	 services	when	 the	 platform	 provider	 is	more	 evident	 in	 the	 relationship?	 This	

research	should	encourage	further	exploration	into	how	sharing	and	the	sharing	economy	is	

understood,	 if	 the	 platform	 providers	 indeed	 pursue	 such	 a	 predominant	 role	 in	 the	

relationship.		 	
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APPENDIX  

Appendix 1: Interview Guide  

	

	

	

	

 

 

 

 

 

 

 

 

 

 

 

 

	
 
Interview Guide:  

1. Introduce yourself.  
2. Overall objectives: Explain the relative roles and the co-existence of economic and social 

considerations in the sharing economy. I also want to position the platform provider in this relation. 
3. I am interested in the social and the economical aspects of sharing Economy transactions. I would 

like to go through an actual experience (pre, during, post) and have you reflect on the role of social 
and trade aspects in the different stages of the interaction. 

4. So, if you think of a recent … example… or bear in mind two experiences you have. Suggest that 
they can check their Airbnb account f they want to refresh their memory.  

5. Remind them that participation is voluntary 
6. Explain “probing” techniques used during interview.  

 
General questions  

1. What sharing economy sites have you used? 
2. How many times?  
3. Have you been live-in host, live-out host, live-in guest, or live-out guest?  
4. Age 
5. Occupation 
6. Nationality  
7. Gender 

 
	
	
Object		

	
Question	

	
Backup/Refinement	Question	

Example	concepts	
to	be	covered	by	
the	answer		

Before: Economic 
transaction 
consideration 
(guest) 

To what extent do you consider 
certain economical aspects 
before you actually decide 
which offering to pick?  

How important would you say 
price is?  
Do you choose the cheapest?  
Do you look for the most central?  

Price  
Selectivity  
Price used as 
threshold  
Location  
 

Before: economic 
consideration 
(hosts)  

Please explain how you 
determine reasonable price for 
the space you rent out.   
 

How important is price?  
Do you price it higher or lower to 
attract certain customers?  

Competitiveness 
Market demand  
 

Before: Social 
interaction 
considerations  

In what ways do you consider 
certain social aspects when 
picking an offering?  
 
 
OR  
 
In what ways are social aspects 
important when you decide on 
which offer to accept?  

What are cues about a 
seller/buyer that are you look 
for? 
 
How do you evaluate profile of 
seller? 
 
How important is responsiveness 
of seller/buyer?  
 

Uncertainty, trust 
mechanisms, social 
cues, (socio-
economic) 
similarities, 
similarity to the 
vendor  

During the stay / 
use of the service 

To what extent do you consider 
the social contact with the 
host/guest during the 
stay/service?  
 
In what ways are you thinking of 
the actual transaction/deal you 
have with the other person 
while you are there? 

To what extent do you look for 
interaction (such as dinner, 
casual meetings in the hallway, 
and delivery of keys only?  
 
 
What about utilities while you are 
there? would you share it, or is it 
in the price?  
 

 

After the stay How significant do you consider 
the social contact with the 
person you stayed with after the 
deal is over? 

Do you try to build a social 
relation afterwards, e.g. for future 
interactions? 
 

Friendship, network 
friends, strangers, 
level social 
interaction  
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Why is that important/not 
important for you? 
 
Are there economical aspects 
that you remember or think of 
when thinking of past deals? 
 
 
Would you tell the person while 
you where there if there were 
any special request or 
something you wanted to 
change? à how would you do 
it?  
 
When giving feedback, did you 
base it more on social or 
economic side of the deal?  
 

If you become really good 
friends, would you make him/her 
pay for their stay?  
 
Did you keep in touch? 
 
Did you give each other 
feedback? 
 
 

Reflection on self  How would you describe your 
own presence on the page?  
In what ways would you think 
the social representation of you 
matters for your offering? 
 
What cues do you use to attract 
buyers? Are you working with 
social impressions? 
 
How do you use both aspects of 
the deal and your profile in 
combination? 

Do you present yourself more 
formal or casual, like in the 
picture or the page? 
 
Would you write your hobbies?  
 
Why would you think this is 
relevant for customers? 
 
What kind of people do you hope 
to attract?  
 
How much do you emphasize 
the actual deal vs. your social 
profile?  
 
Would you change picture 
according to what the purpose of 
the stay was?  

Social cues, 
impression 
management vs. 
deal aspects 

So Abnormalities  Have you experienced any 
unexpected events?  

Have you experiences any 
problematic, troubling, or 
otherwise unsuccessful 
exchanges you want to share?  
OR positive?  

Broken trust, miss-
match in terms of 
expectations 

Platform provider  
 

In your own words, what is the 
role of the platform provider in 
all this we just talked about? 
 
 
 
 
What social or economic 
aspects before/during or after 
the deal do you consider? 

Should they have an active or 
passive role? 
 
In what ways are they salient 
during your interaction with the 
vendor? 
 
How do you consider them in 
your decisions? 
 
Is it affecting the trade that you 
have with your host/ is it affecting 
the social relationship if you think 
of the provider in between? 

Safety, 
transparency, 
service provider, 
active or passive? 
Infrastructure  
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Appendix 2: Peter   

 
Interview 1 
Participant: Peter  
Location: Copenhagen Business School, BIT-Lab 
Duration: 28: 22 (excluding 13 min brief and small talk) 
Date: 05.10.2016 
Recorded: with mobile phone  
 
 
interviewer:	 There.	I	think	it's	recording	now.	No,	wait.	Please	explain	how	you	

determine	a	reasonable	price	for	the	room	you	rent.	
	

Peter:	 I	rent	out.	I've	only	rented	out.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	What	I	would	do	is	I	would	actually	look	at	my	own	city,	my	local	
area,	and	see	what	a	room	somewhat	similar	to	my	specifications	costs	and	
just	give	a	general	overview	of	what	the	area	costs.	Because	I'm	very	
competitive	like	that.	Then	I'll	usually	undercut	those	prices.	
	

interviewer:	 You'll	have	it	cheaper.	
	

Peter:	 I	have	it	cheaper,	yeah.	Which	I	think	should	make	my	listing	more	
attractive.	I	noticed	that	quite	a	few	times.	I	got	many,	many,	many	
inquiries	to	rent	the	room.	
	

interviewer:	 Nice.	In	what	ways	do	you	consider	the	social	aspects	important	when	you	
decide	what	offer	to	accept	if	you	got	a	lot?	
	

Peter:	 I	do	look	into	what	type	of	person	is	asking,	so	what	have	they	written	
about	themselves	in	their	profile.	Because	if	there's	quite	a	few	of	them,	of	
course,	I	would	be	more	interested	in	the	one	who	seems	like	the	most	
interesting	person	rather	than	the	one	who's	willing	to	offer	the	most	
money.	
	

interviewer:	 Okay.	You	balance,	then,	the	profile	and	what	they	write	about	themself?	
	

Peter:	 Yeah.	That's	because	I	like	to	meet	new	people	that	are	interesting	and	
things	like	that.	
	

interviewer:	 If	you	remember,	what	cues	did	you	look	for	in	the	buyer?	Let's	call	it	the	
buyer.	Do	you	remember?	What	was	the	factors?	
	

Peter:	 On	some	level	age,	of	course,	but	not	always.	I've	rented	out	to	someone	
who	was	40	plus.	I	think	it's	more	a	what	are	they	doing	in	Copenhagen,	so	
is	it	just	travel,	or	they	here	for	work,	and	if	they're	here	for	work,	what	do	
they	do?	Something	that	tells	me	something	about	the	person	rather	than	
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just	their	name,	if	you	know	what	I	mean.	
	

interviewer:	 Yeah,	so	their	profile	had	to	be-	
	

Peter:	 Yeah,	yeah.	I	don't	know	if	there's	any	specific	cues	but	...	Yeah.	Just	
whatever	general	impression	they	start	off	with	in	their	message	or	profile.	
	

interviewer:	 Did	you	evaluate	their	way	of	communicating	to	you,	as	well?	Wasn't	it	
much	communication	before?	
	

Peter:	 Yeah.	I	remember	there	being	quite	a	bit	of	communication	back	and	forth	
in	some	cases.	Also	planning	their	arrival	and	things	like	this.	What	might	
they	be	interested	in?	I	think	there	was	a	few	cases	where	I	didn't	actually	
rent	out	a	room	to	someone	but	I	recommended	a	few	things	to	them.	
There	was	a	conversation	before.	
	

interviewer:	 Yeah,	okay.	
	

Peter:	 Yeah.	
	

interviewer:	 Why	didn't	you	rent	out	the	room?	
	

Peter:	 I	can't	recall	if	it	was	already	booked	or	something	else.	
	

interviewer:	 Okay.	
	

Peter:	 I	seem	to	remember	recommending	something-	
	

interviewer:	 Yeah,	so	you	kind	of	created	a	relationship	there	without	renting.	
	

Peter:	 Yeah.	
	

interviewer:	 To	what	extent	do	you	consider	the	social	contact	with	the	guest	during	
their	stay?	
	

Peter:	 I	generally	like	to	at	least	one	night	have	a	dinner	or	something	with	them	
so	we	can	...	Sort	of	get	to	know	each	other.	Because	they're	staying	in	my	
home.	Either	make	dinner	together	or	if	they're	up	for	it,	go	out	for	a	drink	
or	something	or	coffee.	
	

interviewer:	 Would	you	express	that	before	they	come	or-	
	

Peter:	 Oh,	yeah.	I	think	it's	written	in	the	listing	that	I	have.	We	generally	do	like	
to	have	a	dinner	together	or	something	to-	
	

interviewer:	 It's	kind	of	like	a…		
	

Peter:	 Yeah.	It's	also	a	hospitality	thing	just	to	show	you	you're	very	welcome	
here.	
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interviewer:	 You	said	you	look	for…	[inaudible	00:04:48].	No,	wait	I	will	ask…	In	what	
ways	do	you	think	of	the	actual	transaction	when	you	have	the	other	
person	living	there	in	the	effect	that	they	...	They	pay	you	for	staying	there.	
	

Peter:	 Yeah.	
	

interviewer:	 You're	also	having	this	social	day	to	day	interaction.	
	

Peter:	 Yeah.	I	think	it's	okay.	I	don't	think	there's	anything	really	wrong	with	it.	I	
mean,	in	a	way	they	are	paying	for	a	service	from	you	for	your	room	or	
your	bed	or	whatever.	Also	because	it's	a	stranger.	If	it's	a	friend,	it's	
something	else.	You	wouldn't	force	your	friend	to	pay.	It's	a	stranger	and	
you	don't	know,	so	money	is	...	Yeah.	You're	putting	something	available	to	
them,	so	I	think	it's	only	fair	they	pay	something.	
	

interviewer:	 Yeah.	
	

Peter:	 They	are	still	a	private	person	and	I'm	a	private	person.	It's	not	a	business.	
It's	not	a	hotel.	
	

interviewer:	 Okay.	
	

Peter:	 That's	why	I	think	the	social	aspect	is	still	important.	
	

interviewer:	 Yeah.	When	they	are	there,	how	do	you	deal	with	the	utilities	of	toilet	
paper	or	do	you	go	first	in	the	shower	or	are	you	the	boss	there?	How	do	
you-	
	

Peter:	 In	the	end,	of	course,	I'm	the	boss.	
	

interviewer:	 Communicate	that.	
	

Peter:	 Yeah,	yeah.	I	think	it	was	on	my	listing	for	the	room	that	these	are	the	few	
general	house	rules.	I	mean,	in	my	apartment	we're	very	open	about	most	
things	but	everyone	shares	toilet	paper	and	has	some	kitchen	stuff.	I	think,	
if	I	remember	correctly,	with	some	people	I	had	to	ask	what	their	plans	
were	and	such	because	some	of	us	have	to	either	go	to	school	or	work	in	
the	morning.	"Okay,	I	will	be	out	the	door	before	this	so	at	some	point	I	will	
need	the	bathroom	and	such."	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	We	took	it	very	easily.	Just	ask	the	night	before	or	before	they	came	
or	whatever.	"What	are	your	plans?	We	have	to	get	up	in	the	morning."	
Because	we	only	have	1	bathroom.	Yeah.	It's	coordinating	sort	of	on	a	daily	
basis,	I	guess.	Yeah.	
	

interviewer:	 How	do	they	take	that?	
	

Peter:	 I	never	have	any	problems	with	that,	no.	
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interviewer:	 Yeah.	

	
Peter:	 Generally	because	they're	visiting	or	they're	tourists,	they	wouldn't	get	up	

until	8	or	9.	
	

interviewer:	 Later.	
	

Peter:	 Yeah.	
	

interviewer:	 Yeah.	Do	you	do	any	tours	or	“turisty”	things	with	any	of	them?	
	

Peter:	 Yeah.	Some	of	the	ones	who	are	in	my	age	group,	we	either	went	out	for	
drinks	or	if	I	happened	to	be	going	into	town	somewhat	in	the	same	area,	
just	show	them	this	is	that	building	and	if	you	want	to	go	to	museum,	
there's	this.	I've	been	on	bike	rides	with	a	few	of	them	and	just	pointed	out	
some	fun	things	and	something	interesting	that	you	could	only	hear	from	a	
local.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	
	

interviewer:	 If	you	were	going	out	to	dinner	or	make	dinner	at	home,	how	would	you	
organize	the	payments?	
	

Peter:	 Generally	I	myself,	or	whoever's	in	the	apartment,	would	buy	the	dinner	or	
ingredients	to	make	dinner	if	we're	making	it	at	home.	We	never	went	out	
to	dinner.	
	

interviewer:	 No.	
	

Peter:	 No.	We	would	make	dinner,	whatever,	and	then	we	might	ask	them	if	they	
wanted	to	bring	some	wine	or	something.	Yeah.	They	can	bring	the	drinks	
and	we'll	have	the	food.	
	

interviewer:	 Did	they	find	that	natural?	
	

Peter:	 Yeah.	I	never	had	any	problems	with	that.	It	seemed	fair	in	a	way.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	
	

interviewer:	 Do	you	think	they	expected	it?	Have	you	had	an	interaction	where	they	
may	have	expected	more	from	you	or	less,	where	it's	been	a	mismatch	in	
expectations?	You	remember?	
	

Peter:	 Only	in	that	there	was	a	few	instances	where	I	expected	more	from	them.	
They	weren't	always	out	or	not	too	interested	in	doing	things	together.	I	
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have	one	who	came	for	work,	and	he	left	early	and	came	home	late.	I	can't	
remember	if	it	was	for	a	conference	or	something.	He	was	here.	I	didn't	
see	a	lot	to	this	person.	
	

interviewer:	 Yeah.	
	

Peter:	 That	was	a	little	unfortunate,	I	thought.	There	was	no	real	social	aspect	in	
it.	
	

interviewer:	 No.	Do	you	feel	like	he	was	a	bit	apologetic,	or	did	he	notice	that	you	felt	
this?	
	

Peter:	 No.	If	I	recall	it	was	only	2	or	3	days.	I	don't	think	he	was	apologetic.	
Neither	of	us..	He	was	a	fine	guest.	He	was	just	there…	just	not	very	social.	
	

interviewer:	 Yeah.	Okay.	How	significant	do	you	consider	the	social	contact	with	the	
person	after	the	stay	is	over?	
	

Peter:	 After	they	leave?	
	

interviewer:	 Mm-hmm	(affirmative).	
	

Peter:	 That	depends	on	what	type	of	person	it	is.	If	it's	someone	I	find	really	
interesting	and	would	love	to	keep	contact	with,	of	course,	find	them	
through	some	social	media	or	something,	Facebook	usually.	If	they're	ever	
back	in	Copenhagen,	ask	them	to	look	me	up	or	stay	at	my	Airbnb	again.	
I've	had	a	few	who've	said	the	same.	If	I	ever	come	to	their	town,	look	
them	up	and	then	can	work	something	out.	
	

interviewer:	 On	Airbnb?	
	

Peter:	 Not	necessarily,	no.	In	a	sense,	we'll	give	you	a	better	deal	or	just	bring	
beer	and	you	can	stay	with	us	or	something.	
	

interviewer:	 Yeah.	That's	quite	interesting,	this	notion	of	how	would	you	pay	them	if	it's	
not	on	Airbnb.	If	it's	on	Airbnb,	do	you	get	the	special	discount	because	
you	know-	
	

Peter:	 It	might	be	more	of	that,	getting	the	special	discount	on	Airbnb.	There	are	
a	few	who,	we	are	now	some	form	of	friends	and	friends	on	Facebook,	for	
example.	When	I	could	just	contact	outside	of	Airbnb	and	then,	I	guess,	in	
that	case	could	work	something	out-	
	

interviewer:	 Would	you	do	it?	
	

Peter:	 Possibly,	yeah,	with	a	few	of	them.	
	

interviewer:	 Yeah.	How	important	is	that	for	you	that	you	are	able	to	keep	in	touch	with	
some	of	them?	
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Peter:	 I	think	it's	important	if	there	is	a	good	connection	and	if	do,	yeah,	seem	like	
we	got	along	really	well,	then	I	think	it's	a	good	contact	to	have.	Just	
because	I	have	many	different	international	friends	all	over	the	place,	so	
it's	nice	to	keep	expanding	that	network.	In	many	cases	wherever	I	go,	
there's	someone	I	know.	I	think	that's	really	nice.	
	

interviewer:	 Are	there	any	commercial	and	economic	aspects	that	you	remember	or	
think	of	when	you're	thinking	about	past	deals?	
	

Peter:	 There's	been	a	few	instance	with	someone	who	was	staying	for	a	longer	
period,	and	then	I	guess	I'm	very	lenient	and	would	give	them	a	really	good	
deal.	If	you're	staying	7	days	I'll	give	you	1	day	free.	I	think	I	had	one	that	
was	a	month	and	I	gave	him	4	or	5	days	free	or	something,	made	a	deal	so	
it	becomes	an	even	number	in	that	way.	
	

interviewer:	 Do	you	do	that	to	kind	of	attract	them	or	do	you	do	it	more	as	a	favor?	Do	
you	do	it	before	they	arrive	or	after?	
	

Peter:	 Before	they	arrive.	Before	the	deal	is	confirmed	on	Airbnb	you	make	an	
offer.	
	

interviewer:	 Okay.	
	

Peter:	 Yeah.	It's	more	a	friendly	gesture.	
	

interviewer:	 With	a	stranger.	
	

Peter:	 Yes,	with	a	stranger.	
	

interviewer:	 Yeah.	Did	you	see	that	happen	on	other	profiles	as	well?	Is	that	a	common	
thing	on	Airbnb	you	think?	
	

Peter:	 I'm	not	sure.	I	haven't	tried	going	somewhere	and	using	Airbnb.	It	seems	
like	it's	a	pretty	prominent	feature	when	you're	confirming	a	deal	so	I	
would	assume	many	people	use	it.	Maybe	some	people	are	greedy	and	
don't.	
	

interviewer:	 Have	you	given	each	other	feedback	on	all	guests?	
	

Peter:	 Yeah.	
	

interviewer:	 Tell	me	about	that.	
	

Peter:	 Well,	I	think	it's	important	because	there	as	a	few	instances	where	I	got	a	
request	from	a	person	and	they	have	nothing	on	their	profile.	It's	one	thing	
if	you're	a	new	user	to	Airbnb,	but	it's	also	if	you	don't	put	a	picture	or	a	
text,	a	profile	text,	or	if	you	don't	...	
	

	 I	think	you	can	link	it	with	your	Facebook	and	your	LinkedIn	or	something.	
It	sort	of	confirms	who	you	are	in	a	way.	If	someone	doesn't	do	that	then	
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I'm	less	inclined	to	rent	out	to	them.	The	more	reviews	I	see	from	other	
users	of	this	person,	the	more	I	sort	of	trust	them	in	a	way.	
	

interviewer:	 How?	
	

Peter:	 Because	it's	other	people	are	saying	this	person	is	okay.	In	that	sense	it's,	
yeah.	It	helps	build	a	certain	trust	to	this	person.	Of	course,	it's	the	Internet	
and	you	never	know	when	it's	fake	but	for	the	most	part	it's	worked	out.	
	

interviewer:	 If	the	other	person	did	something	that	you	found	a	bit	not	wrong	but	not	
necessarily	you	would	have	done	it	differently,	would	you	take	notice	of	it	
and	write	it	more	in	the	review	or	would	you	confront	the	person?	How	do	
you	balance	this	when	it's-	
	

Peter:	 It	would	depend	to	what	extent	the	person	did	something.	I	can	give	one	
example	from	one	guest	I	had	who	drank	a	lot	of	tea,	but	fresh	tea,	with	
tea	he	had	to	put	into	a	little	pouch	or	whatever	it	was.	When	that	person	
left	there	was	little	tea	bits	around	the	room	which	is	...	I	mean,	okay.	I	
guess	you	can	spill	once	in	a	while.	
	

	 I	have	to	vacuum	the	room	anyway	to	make	it	clean	for	the	next	person,	
but	it	was	still	like	they	didn't	try	to	clean	up	after	themselves.	All	right,	the	
person	was	fair,	fine,	and	no	issues	but	I	think	I	gave	him	a	less	descriptive	
review	and	just	said	this	person	is	okay	to	have	stay	and	is	a	nice	person,	
instead	of	going	into	detail	about	this	and	oh,	we	went	out	to	dinner	or	
something.	Yeah.	
	

interviewer:	 You	still	rated	him	good	but	you	kind	of	punished	him	with	that.	
	

Peter:	 Yeah,	punishment,	yeah,	with	less	good.	
	

interviewer:	 Yeah.	
	

Peter:	 Not	the	same	amount	of	good	review	that	I	have	given	others.	
	

interviewer:	 Yeah.	When	you	give	feedback,	do	you	think	about	when	they	stayed	at	
your	house	or	the	more	social	aspect	or	is	there	fairer	as	a	guest?	How	do	
you	evaluate	the	feedback	usually?	
	

Peter:	 I	think	I	start	with	how	they	were	in	my	home.	Were	they	respectful	of	the	
rules	or	generally	just	an	all-around	good	person.	From	there,	if	there's	any	
social	aspect,	if	we	had	dinner	or	if	we	can	add	some	good	chats	and	
connect	it	or	something,	then	add	on	with	all	that	extra	stuff.	First	I	would	
review	them	just	as	a	guest,	as	a	stranger	staying	in	this	room	I	have,	yeah.	
	

interviewer:	 Do	you	remember	giving	very	good	feedback	to	some?	
	

Peter:	 Yeah.	
	

interviewer:	 What	did	they	do	that	was	particularly-	
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Peter:	 That	was	more	guests	who	were	around	my	age.	We	had	many	discussions	

or	talks,	went	and	did	things	together	or	went	to	get	a	beer	together	or	...	
Yeah.	I	think	it	was	mostly	for	guests	who	stayed	for	longer	periods	of	time	
so	you	sort	of	get	to	know	them.	These	are	also	the	ones	who	turn	into	
friends.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	
	

interviewer:	 Did	they	meet	your	other	friends?	
	

Peter:	 Some	of	them,	yeah.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	If	I	happen	to	be	meeting	friends	and	they	had	no	plans,	I	would	ask	
them	if	they	wanted	to	join	and	there	was	a	few	cases	they	said	yes.	
	

interviewer:	 How	was	that	when	you	said,	"This	is	my	Airbnb	friend"?	
	

Peter:	 That	was	fine.	Everyone	was	curious	to	see	what	type	of	person	it	was	I	
brought	with	me,	yeah.	
	

interviewer:	 Do	you	know	if	anyone	rent	out	their	room	based	on	the	fact	that	you	had-	
	

Peter:	 Yeah.	I	have	one	friend	who	rents	out	his	whole	apartment	after	my	
experiences	with	Airbnb.	Also	because	they	knew	of	Airbnb	from	other	
friends,	of	course.	They	asked	me	about	my	experiences,	as	well,	before	
they	started.	
	

interviewer:	 Okay,	now	we	move	on	talk	about	yourself	on	this.	
	

Peter:	 Okay.	
	

interviewer:	 Yeah.	How	would	you	describe	your	own	presence	on	the	page?	
	

Peter:	 I	try	to	be	welcoming	and	open.	I	do	provide	a	few	details	about	myself	and	
who	I	am	and	yeah,	what	is	my	daily	life,	what	do	I	do.	For	example	I	study,	
or	do	I	work	or	...	Then	what	do	I	like	to	do	socially.	Have	dinner	with	
friends	or	go	out	and	do	these	types	of	activities	or	play	sports	or	...	Yeah.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	Quite	descriptive	but	not	in	detail,	but	just	cover	different	areas	so	
that	they	can	see	different	areas	of	my	life.	
	

interviewer:	 Do	you	think	you	describe	yourself	more	formal	or	casual?	
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Peter:	 Casual.	
	

interviewer:	 Yeah.	Would	you	link	it	to	your	LinkedIn	or	is	it	more	your	Facebook,	you	
mentioned?	
	

Peter:	 I	think	it's	actually	linked	to	both.	
	

interviewer:	 Okay.		
	

Peter:	 If	I	made	a	quick	check	here.	Trust.	There	you	can	see	it.	Okay,	it	is	not	
connected	to	my	LinkedIn.	It	is	connected	to	my	Facebook.	
	

interviewer:	 Okay.	
	

Peter:	 Yeah.	It	also	connects	to	my	email	and	my	phone	number	but	they	don't	
see	your	phone	number	until	the	confirmations.	
	

interviewer:	 Yeah.	You	said	that	you	lowered	the	price	of	your	apartment	slightly.	You	
think	that	people	come	to	view	them	because	of	the	price	or	you?	Kind	of	
like	how	do	you	think	people	view	your	self.	
	

Peter:	 Of	course	I	would	like	to	think	both,	but	probably	price	first.	Price	first,	
definitely.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	
	

interviewer:	 Then,	yeah.	
	

Peter:	 Yeah.	
	

interviewer:	 How	are	you	creating	an	attractive	deal?	
	

Peter:	 Mostly	through	price,	and	I	do	live	in	a	fairly	nice	location	so	I	guess	that	
speaks	for	itself,	too.	
	

interviewer:	 Yeah.	Where	do	you	live?	
	

Peter:	 I	live	in	Østerbro	at	the	end	of	the	lakes.	
	

interviewer:	 Yeah.	Oh,	it's	so	nice.	
	

Peter:	 Fairly	central.	
	

interviewer:	 Yeah.	It's	so	nice.	
	

Peter:	 Yeah.	
	

interviewer:	 How	do	you	suppose	aspects	of	the	economic	and	social	is	present	in	your	
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profile?		You	mentioned	it.	Could	you	please	elaborate	a	bit…?	
	

Peter:	 I	just	need	to	confirm	what	I	wrote.	I	haven't	actually	updated	in	a	while	so	
I	think	it's	...	I	actually	haven't	updated	since	my	Bachelor's,	but	I	wrote	
about	my	Bachelor's.	I	didn't	actually	specify	what,	and	also	that	I	work,	
but	not	specifying	what	I	did,	and	that	I	like	to	travel	and	see	places.	Yeah.	
	

interviewer:	 Do	you	mention	there	the	deal	about	if	they	stay	longer,	they	get	a	
discount?	
	

Peter:	 No.	
	

interviewer:	 No.	Okay.	
	

Peter:	 No.	That	is	more	once	they	inquire	to	have	the	room	for	a	certain	amount	
of	days-	
	

interviewer:	 You	don't	advertise	it.	
	

Peter:	 No.	
	

interviewer:	 You	mention	it	when	they	already	kind	of	made	up	their	mind.	
	

Peter:	 Yeah,	when	they've	asked	if	the	room	is	available	for,	say,	7	days-	
	

interviewer:	 Yeah.	
	

Peter:	 "Yeah,	okay,	here's	a	deal."	
	

interviewer:	 Okay,	that's	quite	interesting.	You	don't	mention	the	economic	favor	about	
staying	there?	
	

Peter:	 Nope.	Actually,	I	forget	there	might	be	a	setting	for	that	in-	
	

interviewer:	 To	negotiate	price?	
	

Peter:	 Yeah.	
	

interviewer:	 Because	in	that	case	it	will	be	quite	interesting	if	you	mention	it	after	they	
accepted	to	pay	the	full	amount.	
	

Peter:	 Yeah.	Let's	see	here.	
	

interviewer:	 Then	you	give	them	a	discount	that	they	weren't	expecting.	
	

Peter:	 Yeah,	I've	done	that	a	few	times	I	know.	
	

interviewer:	 Why	do	you	do	that?	
	

Peter:	 Because	I'm	a	friendly	person.	
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interviewer:	 How	do	you	think	it	affect	how	people	see	you	before	they	meet	you?	Do	

you	think	they…?	
	

Peter:	 I	hope	so,	that	they	see	I'm	a	nice	guy	who's	not	necessarily	in	this	for	the	
money.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	I	can	see	now	I	don't	have	any	discounts	turned	on.	
	

interviewer:	 Exactly.	
	

Peter:	 Yeah,	so	it's	something	that	comes	afterwards.	
	

interviewer:	 Yeah.	You	mentioned	the	thing	with	the	tea,	but	have	you	experienced	any	
other	unexpected	events	that	could	be	possibly	negative?	Just	an	
observation	that	surprised	you	by	renting	out	somehow?	
	

Peter:	 Yeah,	I	had	one	who,	when	he	first	wrote	to	me,	advertised	himself	as	very	
friendly	and	outgoing	and	things	like	this	and	then	turned	into	...	He	didn't.	
He	just	stayed	in	his	room	most	of	the	time.	
	

interviewer:	 When	he	was	at	your	house?	
	

Peter:	 Yes.	Someone	present	them	self	as,	for	lack	of	a	better,	better	than	what	
they	actually	are.	They	promote	themselves	in	a	way	so	that	you	pick	
them.	It	was	a	slight	letdown,	but	they're	still	a	nice	person.	It's	not	that,	
yeah,	it's	just	you	were	expecting	a	little	more.	
	

interviewer:	 Yeah,	the	expectations	were	different.	How	do	you	deal	with	that	when	
they	are	in	there?	
	

Peter:	 That	would	depend	on	how	long	they're	staying.	If	they're	only	staying	a	
few	days	then	I	wouldn't	really	mention	it	and	okay,	that's	fine.	If	they're	
staying	for	a	long	time	I	would	be	more	insistent	like,	"Hey,	do	you	want	to	
go	get	a	beer	or	do	you	want	to	have	some	dinner	or	something?"	Just	ask,	
be	like,	"Come	out	and	let's	talk."	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	
	

interviewer:	 Why	was	he	there	for?	
	

Peter:	 It	was	someone	who	was	moving	to	Copenhagen	and	just	needed	a	
temporary	place	while	they	were	looking	for	their	own	apartment.	
	

interviewer:	 Yeah.	
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Peter:	 Yeah.	It	was	a	bit	longer,	I	think,	this	one.	
	

interviewer:	 Yeah.	Okay,	now	we	are	on	the	last	section	about	the	platform	provider.	In	
your	own	words,	what	is	the	role	of	the	platform	provider,	Airbnb,	in	all	
that	we	just	talked	about	with	the	social,	economic,	renting	agreements?	
	

Peter:	 What	is	the	role	of	Airbnb?	
	

interviewer:	 Yeah.	What	do	you	role	do	you	put	for	them?	
	

Peter:	 I	see	them	as	the	connection	tool	or	the	one	who	connects	buyer	and	
seller,	in	a	way,	who	can	help	provide	the	service	so	that	you	can	find	each	
other.	Yeah.	
	

interviewer:	 Should	they	have	this	active	role	or	this	passive	role?	What	do	you	prefer	
in	a	tool	like-	
	

Peter:	 I	think	if	what	they	are	now	is	considered	passive	in	that	they	don't	do	
anything,	you	do	everything	yourself,	I	think	they	should	stay	with	this.	
Because	it	is	sort	of	competing	with	hotels	in	a	way.	Plus	it	helps	let	you	
decide	"Where	do	I	want	to	stay	and	who	do	I	want	to	stay	with"	and	also	
"Who	do	I	want	to	rent	out	to."	
	

interviewer:	 They	don't	force	you	to	pick	the	first-	
	

Peter:	 Exactly.	If	they	sort	of	became	active	and	started	promoting	certain	people	
or	something,	if	there	was	an	Airbnb	Plus	or	something,	then	I	think	that	
would	ruin	a	bit	of	the	concept.	
	

interviewer:	 How	do	you	see	the	fact	that	you	don't	deal	with	money	with	the	person	
staying	there?	
	

Peter:	 I	think	it's	convenient	and	it	helps	remove	a	bit	of	awkwardness	in	
conversation.	For	many	people	giving	money	back	and	forth	can	be	an	
awkward	thing,	especially	if	it's	just	a	stranger	and	then	they	come	in	
through	the	front	door	and	then	you	stick	out	your	hand,	"Pay	me	before	
you	can	come	in."	
	

interviewer:	 Yeah.	
	

Peter:	 In	a	way	they've	removed	that	aspect,	so	everything	is	done	and	then	you	
can	just	welcome	them	and	...	Yeah.	
	

interviewer:	 Again,	they	pay.	
	

Peter:	 Yeah.	
	

interviewer:	 Yeah.	Exactly.	
	

Peter:	 I'm	assuming	that	the	person	who	is	the	guest	feels	like	they	paid	Airbnb,	
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so	there's	less	...	They	would	point	their	finger	more	at	Airbnb	as	the	
person	who	took	their	money	rather	than	me.	
	

interviewer:	 Ah,	interesting.	
	

Peter:	 Yeah,	so	it's-	
	

interviewer:	 That's	very	interesting.	I	like	that.	Yeah.	
	

Peter:	 No	one	likes	to	spend	money,	so	if	they	were	going	to	point	at	anyone	it	
would	be	more	of	Airbnb.	Even	though	they	know	I'm	getting	the	money,	I	
feel	like	that's	...	Yeah,	they've	removed	that	aspect,	that	awkwardness.	
	

interviewer:	 Okay,	that's	very	interesting.	
	

Peter:	 Because	I	also	feel	like	I'm	getting	paid	from	Airbnb,	because	of	course	
they	take	their	little	percentage	or	whatever	it	is.	Yeah.	
	

interviewer:	 You	feel	that	the	renter	kind	of	rents	through	Airbnb	and	not	through	you?	
	

Peter:	 Yes.	
	

interviewer:	 Yeah.	
	

Peter:	 I	also	feel	that	because	Airbnb	does	provide	all	these	insurances	and	
guarantees	and	whatnot.	That	helps	bring	a	certain	level	of	trust	for	both	
sides,	I	think.	
	

interviewer:	 Yeah.	
	

Peter:	 Yeah.	We	both	trust	the	service	and	therefore	we	both	trust	each	other,	I	
guess.	
	

interviewer:	 Yeah.	This	is	very	interesting	actually.	Yeah,	because	I	haven't	thought	
about	it	in	that	sense.	
	

Peter:	 The	insurance	part	of	Airbnb	is	what	really	makes	me	feel	best	about	doing	
it.	
	

interviewer:	 What	part	about	it?	
	

Peter:	 If	something	gets	stolen	or	broken	or	anything,	Airbnb	has	insurances	in	
place	that	can	help	you	get	some	money	or	get	a	new	replacement	
whatever.	
	

interviewer:	 Okay.	You	cannot	charge	the	person	renting	it	money?	
	

Peter:	 I	think	you	contact	Airbnb	first	and	they	work	it	out.	
	

interviewer:	 Okay.	
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Peter:	 Yeah.	

	
interviewer:	 Yeah,	I	think	actually	were	are	done.	I	will	turn	this	off.	
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Appendix 3: Viorella  

Interview 2  
Participant: Viorella  
Location: Home of researcher  
Duration: 38: 27 (excluding 16 min brief and small talk) 
Date: 06.10.201 
Recorded: with mobile phone 
 
interviewer:	 Okay.	Let's	start	it.	First	question	is	to	what	extent	do	you	consider	certain	

economic	aspects	before	you	decide	what	offer	or	which	housing	to	make	
an	offer	on?	
	

Viorella	:	 Which	ones	do	I	want	book?	
	

interviewer:	 Yeah.	
	

Viorella	:	 I	care	about	your	asking	me	about	like-	
	

interviewer:	 Economic,	yeah.	
	

Viorella	:	 How	do	I	choose,	I	always	open	like	a	million	tabs,	all	of	the	places	I	find	
interesting	and	then	compare	and	then	see	for	what	the	price	includes,	for	
example	I	always	look	for	WiFi,	right?	Usually	in	Airbnb	they	show	you	or	
have	like	bathroom	and	amenities,	everything,	all	of	those	small	things	that	
are	included,	you	have	WiFi	because	you	have	these	small	icons.	They	have	
pool,	they	have	garden,	they	have	a	lot	of	features	and	stuff	that	you,	like,	
"Oh,	they	have	a	pool,"	so	you	would	like	a	pool.	I	don't	know.	Also	the	
prices	depends	on	the	area	so	if	I	want	to	live	close	to	the	city	center	then	I	
will	just	be	aware	that	I'm	not	paying	transportation	so	I	rather	pay	the	
host	more	than	just	pay	transportation	anyway	from	a	cheaper	house	but	
way	outside	of	the	center.	Stuff	like	this.	
	

interviewer:	 Do	you	like	in	...	Offer	a	price	more	for	what	you	know	is	a	bit	out	of	range	
but	it's	still	like	...	So	you	can	...	
	

Viorella	:	 Well,	you	know,	in	my	case	I	had	to	choose	between	a	hostel	and	Airbnb	so	
I	compared	what	hostels	have	to	offer	and	what	Airbnb	what	are	the	
differences	and	what	I	pay	for	extra	in	Airbnb.	That's	what	I	put	my	money	
extra,	seeing	what	the	house	has	extra	than	a	hostel.	
	

interviewer:	 Yeah,	nice.	In	what	ways	do	you	consider	the	social	aspects	when	picking?	
	

Viorella	:	 Very,	I	mean,	I	heard	a	lot	of	stories	and	I'm	kind	of	scared,	you	know?	I'm	
a	single	girl	going	in	a	new	city	or	not	knowing	anyone.	I	hear	a	lot	of	
stories	with	the	creepy	guys	that	hit	on	girls	or	like-	
	

interviewer:	 Have	you	heard-	
	

Viorella	:	 I've	heard	of	stories	like	that	and	also	actually	an	American	girl	that	went	
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traveling	in	England	and	she	got	this	guy	that	wouldn't	let	her	be	and	he	
was	in	her	room,	anyway,	it	was	quite	creepy.	This	kind	of	stories	make	you	
think,	in	the	same	position,	don't	avoid	people	that	can	actually	make	you	
or	put	you	in	the	same	situations.	I	choose	people	who	I	can	feel	
comfortable	with,	safe,	like	families	or	couples	or	girls	or	guys	but	it's	a	
bigger	house,	a	lot	of	people	live	in	the	apartment	or	not	me	and	just	a	
guy,	that	would	never	be	an	option	unless	the	guy	lives	with	other	people	
or,	I	don't	know,	he's	someones	recommendation,	somebody	vouches	for	
him.	
	

interviewer:	 That	you	know?	
	

Viorella	:	 Yeah,	that	I	know	and	just	is	like,	"Okay,	this	guy	has	a	room,"	or	
something.	I	wouldn't	...	Preferably	if	I	meet	him	first	or	talk,	that's	my	
least	option,	probably.	
	

interviewer:	 Yeah.	What	kind	of	cues	do	you	look	for	in	a	host?	What	kind	of	warning	
signs	or	good	signs	or,	yeah.	
	

Viorella	:	 Yeah,	I	mean,	there	are	a	lot,	also	the	social	part.	I	look	for	interesting	
people	and	I	read	about	their	presentation,	they	write	about	themselves,	
what	are	they	doing,	what	are	their	interests,	who	are	they	living	with,	
what	do	they	like,	what	their	habits	and	like,	"Okay	in	the	morning	we'll	
just	have	coffee	in	the	garden,"	or,	"We	just	leave,	go	to	work,	we're	never	
home."	There	are	a	lot	of	descriptions	and	you	take	into	account	what	do	I	
want?	Do	I	want	to	spend	a	lot	of	time	with	these	people	or	I'm	okay	if	
they're	not	home?	Some	people	are	presented,	"I	will	take	you	to	show	
you	around,	I	will	tell	you	a	lot	about	our	city,	I	will	help	you,"	blah,	blah,	
blah,	blah.	Sometimes	you	just	need	a	host,	you	just	need	a	place	to	stay	so	
you	don't	care	about	that	but	when	you	do,	then	yeah,	I	think	I	will	always	
look	to	see	if	I	have	something	in	common	with	that	person.	For	example,	
when	I	stayed	at	this	woman	she	was	into	arts,	she	was	painting	and	she	
also	had	nice	presentation	in	the	pictures	and	a	lot	of	good	description	so	I	
thought,	"We're	going	to	have	a	lot	of	things	to	talk	about	actually."	
	

interviewer:	 Yeah.	How	does	the	way	you	communicate	add	before	you	decide	on	
making	an	offer	depend,	like	do	you	talk	first	with	the	person?	
	

Viorella	:	 Definitely.	On	Airbnb	you	have	two	options,	I	learned	that	on	my	own.	I	
forgot,	I	didn't	know	when	I	was	looking	for	and	they	had	this	option	send	
an	email	or	book	straight.	When	you	book,	you	can	also	write	a	message.	I	
was	just	like,	I	thought,	"Okay,	this	is	interesting,"	so	I	was	like,	"Let's	
contact	these	people,"	so	because	I	wasn't	paying	attention,	I	just	pressed	
ask	for	request	for	booking	that	you're	deciding	you	want	to	stay	with	
them.	There	are	two	options,	right?	I	was	just	pressing	like	request	to	stay	
with	you	and	say,	"Hey	my	name	is,	and	I	would	like	to	stay	with	you	for	a	
few	days,"	and	that	pressing	that	option	the	host	will	see	that	you	are	a	
hundred	percent	sure	that	you	just	want	to	stay	with	them	and	you're	not	
willing	to	talk	before.	Then	you	have	another	option	on	Airbnb	where	you	
just	email	the	person,	contact	to	talk	about	it.	Usually	it	is	a	round	of	
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emails,	"Hello,	my	name-"	
	

interviewer:	 That's	more	common?	
	

Viorella	:	 That's	more	common	and	that's	likely	too	because	you	write	to	several	
people.	For	example	when	you	press	straight	on	booking,	if	they	accept,	
then	the	next	time	will	just	be	to	pay	and	they	will	take	the	money	in	your	
account	because	everything's	digital	so	I	was	just	like,	"Oh	my	God,	do	I	
have	to	pay	now?"	I	was	like,	so	confused	but	then	I	saw	you	have	the	
option	just	to	communicate,	send	emails-	
	

interviewer:	 Did	you	start	to	do	that	instead?	
	

Viorella	:	 Yeah,	I	started	doing	that	because	I	was	like,	"Okay,	this	is	creepy,	I	just	
pressed	request	booking	without	asking	those	people	if	they	want	me,"	
because	it's	like	two	sides	asking-	
	

interviewer:	 So	you	don't	feel	like	you	can	actually	just	book,	that's	not	socially	
acceptable	to	just	book?	You	should	actually	the-	
	

Viorella	:	 Ask	before.	
	

interviewer:	 Yeah?	Even	though	you	pay	for	it	you	would	ask	for	it?	
	

Viorella	:	 Yeah,	exactly	because	those	people	have	to	accept	and	to	like	you	as	a	
person.	They	will	not	just	have,	probably,	you	know,	some	people	will	just	
host	for	money,	others	they	will	just	like	to	know	the	people	first,	who	is	
coming	into	our	house,	that's	why	I	think	it's	common	sense	and	more	
normal	for	both	sides,	guests	and	hosts.	Let's	talk	about	it	first,	let's	know	
each	other	and	see	what	kind	of	people	are	we-	
	

interviewer:	 Interesting.	
	

Viorella	:	 Right?	
	

interviewer:	 Yeah.	
	

Viorella	:	 Yeah,	so	that's	what	I	learned	in	my	experience.	Then	you	know	I	send	this	
emails	with	who	I	am,	what	am	I	doing,	where	I'm	coming	from,	what's	my	
background,	what's	my	plans,	and	what	I'm	looking	for.	Also	you	always	
relate	to	their	presentation	so	you	tell	them	why	you	want	to	stay	with	
them,	why	do	you	want	to	meet	them	particularly.	
	

interviewer:	 Yeah.	Now	we're	going	to	talk	about	what	happened	during	the	stay.	To	
what	extent	do	you	consider	the	social	contact	with	the	host	during	the	
stay?	Like,	how	much	effort	you	put	into	that.	
	

Viorella	:	 Well,	I	kind	of	did,	because,	I	don't	know.	When	you	live	with	someone	you	
kind	of	want	to	know	them	and	I	was	in	a	new	city	in	Australia,	in	
Melbourne,	I	didn't	know	anyone	and	I	was	about	to	live	there	for	five	
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months	so	I	wanted	to	know	people.	It	was	really	important	for	me	to	
socialize	and	ask	a	lot	of	questions	about	the	people,	the	city,	
transportation,	places	to	visit.	My	host	was	really	nice.	I	came	a	little	bit	
late,	I	don't	know	what	happened,	but	she	wasn't	at	home	when	I	arrived.	
She	left	me	a	note	on	the	door,	"Hi	Viorella,	welcome.	The	key's	
underneath	the-"	
	

interviewer:	 Really?	She	let	you	in	without	knowing?	
	

Viorella	:	 Yeah,	yeah,	yeah.	She	wasn't	home,	there	was	nobody	at	home	when	I	
arrived.	She	just	texted	me,	actually,	she	text	me	but	she	left	me	a	note	
like,	"Welcome,	your	room	is	second	on	the	left,"	and	then	I	went	in	the	
room	and	I	had	chocolate	on	my	pillow	and	a	note	on	my	desk	with,	
"Harvey	and	I,	we	are	so	happy	to	have	you	here.	Here's	a	list	with	the	map	
of	the	city	with	all	the	nice	places	where	you	can	go,"	it	was	like,	such	a	
welcoming,	right?	I	was	like,	"This	feels	really	nice,	I	made	a	really	good	
choice."	It	was	a	really	lovely	room	and	also	the	welcoming,	the	chocolate	
and	the	list	with	the	things	that	I	should	do-	
	

interviewer:	 She	really	made	an	effort.	
	

Viorella	:	 Yeah,	she	did	that	and	I	appreciate	it	so	much.	Then	I	asked	them	that	
when	they	have	time	one	evening	we	should	go	for	dinner	or	like	we	
should	have	dinner	together.	I	went	to	the	store,	we	went	together	
actually,	she	was	like	forty	something	and	she	had	a	daughter,	she	was	
nine,	and	a	dog,	three	girls,	and	they	have	a	sweet,	really	nice	house	and	
then	I	went	with	them,	I	made	friends	with	the	girl	then	I	went	with	them	
with	the	store	because	they	were	having	a	car	and	driving	around	and	we	
bought	stuff	to	make	dinner	and	then	had	dinner,	we	cooked	dinner	at	
home,	we	had	a	glass	of	wine,	and	then	we	talked.	She	told	me	about	her	
life,	she	was	born	in	Russia	and	then-	
	

interviewer:	 Really?	
	

Viorella	:	 Yeah.	She	had	a	real	interesting	life	story	and	she	was	a	really	interesting,	
spiritual	woman.	I	booked	five	days	with	her	because	I	was	looking	for	a	
longer	term	recommendation,	right,	and	then	she	tried	to	help	me	like-	
	

interviewer:	 Did	you	stay	five	days	or	longer?	
	

Viorella	:	 Yeah,	I	stayed	five	nights	actually	and	then	I	found	a	room	to	rent	for	
longer	term	but	she	was	also	nice,	helping	me,	she	had	a	friend	who	was	
renting	out	a	room	if	I	want	to-	
	

interviewer:	 That's	the	room	you	ended	up	with?	
	

Viorella	:	 No	because	it	was	a	single	man	fifty	years	old	and	I	didn't	want	to	stay	with	
that,	I	wanted	to	stay	with	students,	you	know,	and	be-	
	

interviewer:	 But	she	tried?	
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Viorella	:	 Yeah.	

	
interviewer:	 You	mentioned	that	you	went	to	the	store	together.	How	in	during	those	

five	days,	do	you	use	toilet	paper	and	oil,	I	don't	know,	for	cooking,	you	
went	cooking	together,	how	did	you	deal	with	that	when	you	lived	in	there	
in	comparison	to	when	you	rented	the	room	because	then	you	pay	through	
Airbnb	and	there	is	no	cash	involved?	
	

Viorella	:	 Like	I	said	earlier,	when	they	did	this	presentation,	the	host	they	check	all	
this	small	icons	that	they're	including	in	the	price.	This	house	had	
amenities	in	the	bathroom	and	was	presented	that	the	kitchen	is	full	
equipped	and	you	can	use	everything,	you	can	cook,	she	said,	"Okay,	this	is	
the	bathroom,	kitchen,	you	can	use	whatever	you	like."	I	was	home	alone	
for	a	long	time	because	if	she	was	working	the	girl	was	at	school	or	she	was	
swimming	or	they	were	busy.	A	lot	of	times	I	was	just	by	myself	so	I	could	
cook	for	myself	but	knowing	that	before	that,	I	have	the	right	to	use	this,	I	
felt	like	home.	
	

interviewer:	 Yeah,	that	you	didn't	have	to-	
	

Viorella	:	 No	I	didn't	have	to	fill	up	or	of	course	I'm	starved,	maybe	I	asked,	"Okay,	
can	I	use	this	pot	to	cook	or	something?"	Yes,	but	like	toilet	paper	and	
shower	gel,	they	were	like	at	a	hotel,	they	were	there.	
	

interviewer:	 Really?	
	

Viorella	:	 Yeah	and	they	were	like	in	small	bottles	like	shampoo	and	conditioner	and	
stuff	so	they	were	there	for	the-	
	

interviewer:	 There	were	no	miscommunication	regarding-	
	

Viorella	:	 No,	because	it	was	a	good	presentation	on	their	profile	so-	
	

interviewer:	 So	you	knew	what	you	could	expect.	In	what	ways	did	you	think	of	that	
transaction	or	the	deal	while	you	were	there?	You	answered-	
	

Viorella	:	 I	have	never	thought	about	the	money	actually	because	I	thought	about	
the	money	while	I	was	looking	and	then	I	made	my	decision,	this	is	like	
what	I'm	paying	for	and	I	paid	at	the	beginning,	because	I	got	what	I	was	
paying	for,	what	I	expected,	a	safe,	nice	place	with	all	these	amenities,	WiFi	
and	things.	That's	what	I	was	wanting	to	get,	that's	what	I	got	but	we	never	
talked	about	money	because	the	transaction	was	made.	The	whole	
experience	was	very	positive	for	me.	There	weren't	discussions	about	this.	
Actually,	I	think	I	was	the	second,	they	were	like	the	beginning,	they	didn't	
have	many	guests	before.	I	think	I	was	the	second	guest	for	this	host.	Also,	
my	last	night	there,	this	woman	had	three	rooms,	there	were	a	couple	
coming	over-	
	

interviewer:	 Really?	
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Viorella	:	 I	met	them	as	well.	

	
interviewer:	 How	was	that	interaction	when	they	were	kind	of-	

	
Viorella	:	 It	was	nice	but	they	weren't	very	sociable.	I	mean,	it	was	a	couple	from	

Germany,	travelers,	they	had	their	own	and	then	...	One	day	we	were	all	in	
the	living	room	and	that's	when,	it	was	the	only	time	when	we	start	to	
spend	some	time	and	talking.	Like,	what	were	they	doing	in	Australia	and	
blah,	blah,	blah,	their	life	story.	The	girl	was	really	nice,	the	guy	was	kind	of	
serious-	
	

interviewer:	 Sure.	
	

Viorella	:	 Yeah,	maybe,	you	can	see	a	lot	of	this	cultural	signs	and	like	attitudes	when	
you	travel.	If	I	would	be	staying	in	I	don't	know,	Germany	probably,	my	
guess	would	be	so	that,	"This	is	your	bathroom,	good	day,"	or	like	that.	
Some	people	are	just	friendly	from	their	inner	culture,	they	like	to	know	
you	and	talk	and,	"How	was	your	day,"	and	ask	me,	"Did	you	find	a	room?	
You	will	find	one,"	okay,	that's	great	and	good	and	whatever.	
	

interviewer:	 Yeah.	Now	we	go	to	after	the	stay.	
	

Viorella	:	 Yeah.	
	

interviewer:	 How	significant	do	you	consider	the	social	contact	with	the	person	you	
stayed	with	after	the	deal	was	over?	
	

Viorella	:	 Well,	to	be	honest	with	you,	I	didn't	care	that	much	to	keep	in	touch	but	I	
really	wanted	to	have	a	good	relationship	in	the	future	and	keep	in	touch	
in	case	I	would	definitely	recommend	that	host	or	I	would	stay	again.	She	
was	nice,	she	made	a	review	...	
	

interviewer:	 For	you?	
	

Viorella	:	 Yeah,	after	I	left,	that	was	before	me	and	I	thought	maybe	the	guests	are	
supposed	to	do	that	before	the	host	but	the	host	did	it-	
	

interviewer:	 Why	do	you	think	that?	
	

Viorella	:	 I	don't	know,	I	always	thought	that	it's	kind	of	the	client	is	like	reviewing,	
no?	I	thought	the	guests	sometime	is	kind	of	the	client	in	here	and	I	
thought	maybe	usually	guests	are	reviewing	you	in	couch	surfing	or	most	
of	the	cases.	Then	she	wrote	a	review	after	I	left	without,	first,	then	I	think	
I	did	it	back	because	Airbnb	is	kind	of	pushing	you	to	do	it,	asking	you-	
	

interviewer:	 How?	
	

Viorella	:	 After	you	leave,	they	send	you	notifications	like,	"Okay,	how	was	your	
stay?	Do	you	want	to	review	your	stay	with	this	person?"	I	guess	it's	doing	
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the	same	with	the	host.	
	

interviewer:	 Yeah,	but	if	you	don't	care,	ignore	it	and	it	will	do	it	again?	
	

Viorella	:	 Yeah	I	think	you	can	do	it	anytime	I	guess,	I	did	it	in	the	next	week.	
	

interviewer:	 How	do	you	feel	that	Airbnb	are	taking	a	more	active	role	in	making	sure	
you	review	each	other?	How	do	you	...	
	

Viorella	:	 It's	enough,	I	mean,	at	one	time	they	send	you	an	email,	a	notification,	and	
ask	you,	"How	was	your	stay?	Do	you	want	to	do	a	review,"	and	maybe	you	
have	it	on	your	profile	for	awhile.	I	think	it's	enough	because	if	they	will	ask	
me	a	few	times	in	a	week,	I	would	just	ignore	it	and	be	pissed.	
	

interviewer:	 Do	you	think	it's	that	common	to	review	each	other,	the	host	and	the	
guest?	
	

Viorella	:	 Yeah,	I	mean,	if	it	was	like,	you	know,	a	good	experience	for	both,	then	
yeah,	it's	nice.	She	added	me	on	Facebook	afterwords.	
	

interviewer:	 Do	you	think	that	was	weird?	How	do	you	feel	about	that?	
	

Viorella	:	 Well,	it	was	...	She	wasn't	very	computer	savvy,	this	person,	and	she	wasn't	
very	into	using	the	email	and	she	was	just	like	random	calling	me	on	
Facebook.	I	think	she	was	just	pressing	Facebook	randomly	and	didn't	
know	how	to	use	it	or	maybe	her	daughter	had	like,	had	to	reply.	She	was	
like	sending	me,	"Hey	Viorella,	how	are	you?"	That's	it.	
	

interviewer:	 It	was	the	daughter?	
	

Viorella	:	 Yeah	but	it	wasn't	anything	specific,	it	was	just	like	trying	to	get	in	touch.	I	
was	like,	"I'm	fine,	okay."	Then	again,	"Hey,	how	are	you?"	I	was	like,	
weird,	but	she	wasn't	into	technology	and	communication	and	online	very	
much.	
	

interviewer:	 Did	you	wish	that	maybe	you	didn't	have	that	much	contact	afterwords?	
	

Viorella	:	 Yeah,	with	that	person,	but	also	she	was	a	little	bit	weird.	In	some	
perspectives	of	life	and	attitudes,	she	was	a	little	bit	weird	person.	She	was	
interesting,	but	not	the	kind	of	person,	and	she	was	way	older	than	me,	
not	the	person	that	I	want	to	hang	out	with.	It	was	just	a	nice,	interesting	
host.	
	

interviewer:	 How	did	you	deal	with	that	when	she	contacted	you	on	Facebook?	
	

Viorella	:	 Well,	I	accepted	her	but	just	from	out	of	common	sense,	you	know,	
goodwill,	but	not	to	be	actually	friends.	It	was	just	out	of	respect.	
	

interviewer:	 Did	you	reply	on	the	messages?	
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Viorella	:	 Yeah,	I	did.	I	didn't	answer	her	phone	calls	but	it	was	phone	calls	on	
Facebook	and	I	think	it	was	by	mistake	honestly.	She	could've	said,	"Hey,	I	
would	like	to	talk	to	you,	can	I	call	you	there	on	the	phones,"	and-	
	

interviewer:	 Did	you	take	each	other's	phone	number,	even	did	you	call	each	other?	
No?	
	

Viorella	:	 Not	really.	I	mean,	I	chose	that	person,	and	it	was	a	good	host	because	I	
felt	safe	and	it	was	a	woman-	
	

interviewer:	 And	that	is	most	important.	
	

Viorella	:	 If	it	would	have	been	a	man	doing	that	then	I	would	probably	feel	a	little	
bit	weirder.	I	don't	know	if	it's	just	me	and	the	stories	that,	wouldn't	you	
say	the	same?	
	

interviewer:	 Yeah,	I	think	I	should	probably	stay	passive	but	yeah,	if	a	guy	would	call-	
	

Viorella	:	 I	don't	know,	probably	just	because	I	heard	a	lot	of	stories.	
	

interviewer:	 Yeah.	Are	there	any	economic	aspects	that	you	remember	after	the	
transaction	that	you	kind	of	hadn't	noticed?	
	

Viorella	:	 Nothing	happened	because	this	transaction	was	made	before	I	...	I	think	it	
was	done	in	the	day	I	checked	in.	
	

interviewer:	 Okay.	
	

Viorella	:	 I	think	you	do	take	the	money	when	you	check	in	or	you	just	approved	it,	I	
arrived,	I'm	here.	I'm	not	sure	how	exactly	it	works.	
	

interviewer:	 Do	you	want	to	sit	here	and	I	can	sit	there?	
	

Viorella	:	 I	can	just	move	here,	it's	okay.	
	

interviewer:	 Yeah.	How	did	you	base	the	feedback	that	you	gave	her?	What	social	and	
economic	aspects	did	you	place	in	your	feedback?	
	

Viorella	:	 Well	for	the	money	that	I	paid	it	was	just	a	little	bit	more	than	a	regular	
hostel	and	I	had	a	lot	of	comfort	for	that.	I	was	safe	and	I	was	treated	well,	
and	I	had	everything	that	I	needed.	Those	were	my,	like,	what	I	was	looking	
for.	Based	on	that	and	the	fact	that	I	didn't	feel	awkward	or	unwanted	or	
unsafe	and	I	would	recommend	my	host,	I	just	based	my	comment,	my	
rating,	on	that.	I	think	it's	good	enough	for	the	host	to	have-	
	

interviewer:	 Was	the	comment	about	the	social	and	economic,	that	you	got	what	you	
paid	for	and	the	social	kind	of	covered	your	needs?	How	would	you	
explain?	
	

Viorella	:	 Exactly.	I	didn't	base	my	comments	on	the	economic	aspect	because	once	
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you	realize	that	these	are	the	prices,	because	like	I	said	I	had	looked	at	the	
other	hosts	and	they	were	quite	similar	prices,	and	actually	I	remember	
because	I	think	this	one	had	a	really	good	price	because	it	was	at	the	
beginning.	I	think	she	even	asked	me	at	some	point,	"How	do	you	think	the	
price	was?"	I	think	so,	but	I	don't	remember	exactly,	because	she	told	me	
she's	at	the	beginning	and	she	wasn't	sure	how	much	to	ask	for	and	what	
do	I	think	about	the	house	and	it's	worth.	I	think	we	had	that	kind	of	
conversation	and	for	me	it	was	a	really	good	deal.	I	think	she	said	and	she	
was	about	to	raise	the	price	because	she	had	a	lot	of	requests.	
	

interviewer:	 Okay,	so	she	understood	that	she	hadn't-	
	

Viorella	:	 Yeah.	
	

interviewer:	 Okay,	interesting.	
	

Viorella	:	 That	was	another	aspect	from	economic	aside,	you	see	that	people	are	
contacting	you,	also	you	can	check	your	competition,	what	others	have	in	
their	prices	and	then	you	can	just	raise	the	price	because	you	can	afford.	
	

interviewer:	 Yeah.	
	

Viorella	:	 I	was	lucky.	I	was	really	lucky	on	that.	
	

interviewer:	 Now	we	go	over	to	talk	a	bit	about	how	you	present	yourself,	like	how	you	
act	and	then	a	bit	about	a	normal	[inaudible	25:31]	and	the	platform	
provider.	There	are	three	sections	left.	How	would	you	describe	your	own	
presence	on	the	page?	In	what	ways	would	you	think	the	social	
representation	of	you	matters	for	what	you-	
	

Viorella	:	 I	think	it	matters	a	lot	because	like	I	said	earlier,	both	of	the	sides	have	to	
decide	and	it's	like	a	competition.	Competition	for	the	host	because	
everyone	is	trying	to	present	their	houses	as	better	as	they	can	for	the	best	
pictures,	offer	as	much	as	can	for	that	price	and	the	guests	are	doing	the	
same.	I	have	to	have	a	good	profile,	I	have	to	send	...	I	think	it	matters	a	lot	
what	you	write	to	them,	when	you	contact	them	and	you	present	yourself	
and	it	feels	like	job	applications,	I	guess.	
	

interviewer:	 Do	you	think	it's	more	formal	what	you	write	or	is	it	more	casual?	
	

Viorella	:	 No,	I	never	go	with	formal,	I	wouldn't	like	formal	people	to	stay	with,	I'm	
kind	of	that	person.	I'm	looking	for	someone	who's	more	closer	to	my	
personality	so	I	would	go	more	informal.	It	depends,	I	only	send	to	people	
that	I	wanted	to	be	more	close,	more	social	than	just	regular	rent,	you	
know-	
	

interviewer:	 What	kind	of	people	did	you	hope	to	attract?	
	

Viorella	:	 People	that	would	make	me	feel	comfortable	and	safe	in	the	house.	People	
who	present,	say	a	lot	about	their	selves	before	so	I	would	know	what	are	
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they	doing	for	living,	what	are	lives	like	in	general,	a	day	in	their	lives,	
family,	kids,	I	don't	know,	marriage,	partners,	roommates.	Just	as	much	
information	as	possible.	
	

interviewer:	 What	did	you	consciously	put	on	your	page	that	you	thought	was	like,	this	
is	something	hosts	would	like?	
	

Viorella	:	 Well,	you	know,	I	put	my	current	situation,	back	then	I	didn't,	I	didn't	trust	
them,	because	I	didn't.	I	just	wrote	what	my	situation,	that	what	am	I	doing	
in	Australia,	I'm	doing	an	exchange	student,	I'm	coming	from	Denmark,	
what's	my	studies	like,	what's	my	background,	and	what's	my	work	
experience	and	what	are	my	future	plans-	
	

interviewer:	 Like	your	job	application.	
	

Viorella	:	 It's	like	a	job	application.	You	have	to	win	their	hearts.	You	have	to	win	
over,	I	mean,	a	lot	of	people,	like	you	can	apply	at	the	same	time	because	
it's	like	season	or	it's	a	nice	house,	so	how	do	you	win?	You	have	to	sell	
yourself	and	to	stand	out,	I	guess.	
	

interviewer:	 Yeah,	yeah.	
	

Viorella	:	 I	just	found	my	review,	"Viorella	was	amazing.	She	was	a	wonderful,	polite,	
and	an	interesting	guest	to	talk	to.	You	are	welcome	back	any	time."	That's	
so	sweet!	
	

interviewer:	 That's	very	nice.	
	

Viorella	:	 Yeah,	right?	
	

interviewer:	 Yeah,	that	is	very	nice.	
	

Viorella	:	 She	did	that	before	I	did	for	her.	That	was	something	nice.	I	was	a	good	
guest.	
	

interviewer:	 Did	you	experience	any	unexpected	events?	That	could	be	like	nothing	
necessarily	on	[inaudible	29:37]	or	possibly	more	just	in	like	the	experience	
was	unexpected.	Something	about	it	that	was	...	
	

Viorella	:	 Unexpected	was	actually	to	have	other	guests.	
	

interviewer:	 Okay.	You	were	not	the	special	one.	
	

Viorella	:	 Yeah!	I	actually,	I	didn't	have	that	information	before,	I	didn't	know	that.	
Probably	if	I	would	have	checked	or	asked,	"Is	there	any	other	people	
living,"	maybe	learn	this	actually	from	this	experience,	so	next	time	like	
you	do	in	that,	you	know,	that	car	sharing	apps	when	you	just	find	a	car	to	
go	from	a	city	to	another	and	they	say,	"Okay,	we	have	three	seats	left."	
Then	you	just	go	there	and	it's	just	you	and	the	driver	because	nobody	told	
you	they	had	two	people	other	booked	or	not.	It's	like	that,	I	went	from	
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that	experience	that	you	should	ask	how	many	people	if	you	don't	know,	if	
they're	not	telling	you-	
	

interviewer:	 How	would	that	have	changed	do	you	think?	
	

Viorella	:	 I	don't	know,	I	mean,	having	other	people	but	if	they	were	being	like	ten	or	
I	don't	know,	but	it	didn't	matter	for	me.	
	

interviewer:	 No?	
	

Viorella	:	 No.	It	was	a	house,	it	was	like	four	rooms	house,	it	was	a	big	house.	If	it	
would	have	been	like	two	rooms	apartment,	like	three	rooms,	very	small,	
then	it	would	matter	because	you	don't	have	the	same	comfort	that	you	
are	expecting	and	you're	paying	for.	Maybe	that	would	have	been	worse.	
	

interviewer:	 You	compare	it	to	a	hostel	so	it	would	maybe	feel	more	like	a	hostel.	
	

Viorella	:	 Yeah,	exactly.	I	wanted	to	be	more	comfortable,	I	guess.	
	

interviewer:	 Now	we	go	to	the	last	section.	I	think	that	fits	with	our	time,	yeah.	Now,	in	
your	own	words,	what	is	the	role	of	the	platform	provider	in	all	that	we've	
just	talked	about,	the	social	and	the	economic?	
	

Viorella	:	 The	role	of	the	platform	provider,	I	think	it's	first	of	all	security,	to	me,	to	
have	a	very	secure	system	of	payment.	So	like	something	happens,	I	need	
my	money	back	because	a	friend	of	mine	told	me	about	this	experience,	it	
was	a	fake	profile-	
	

interviewer:	 Really?	
	

Viorella	:	 They	just	took	their	money	and	arrived	there,	there	was	no	house,	no	
guests,	everything	was	fake.	
	

interviewer:	 Okay.	
	

Viorella	:	 That's	why	I	don't	know	exactly	how	the	payment	system	works,	I	don't	
remember	for	Airbnb	but	it	should,	you	have	to	have	this	approval	again	
when	you	arrive	there.	You	checked	in,	you	arrive	in	the	house,	you	see	
everything's	okay,	then	I	accept	for	the	platform	to	take	my	money.	
	

interviewer:	 Is	that	not	currently	happening?	
	

Viorella	:	 I	think	so,	it	should,	that's	what	I	think	should	happen	because	otherwise	
what	if	somebody's	just	like,	coming	to	your	house,	taking	your	pictures,	
and	making	a	profile	with	your	house	right	now	and	then	they	would	just	
arrive	here	and	you	would	be	like,	"No,	this	is	some	weird,"	it	can	be	a	lot	
of,	you	know,	like,	fraud.	You	have	to	be	careful	with	that	especially	
because	you	pay	for	a	week	ahead	and	you	lose	a	lot	of	money.	Then	it's	
really	important	to	have	all	this	options	to	communicate,	first	of	all,	to	see	
as	much	information	as	possible	from	the	profile-	
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interviewer:	 The	ticking	of	the	boxes	or	the	profile	description?	

	
Viorella	:	 Both.	I	mean,	in	the	profile	description	of	the	people,	that's	the	user's	job	

but	the	platform	has	to	offer	this	possibility	for	everyone	to	present	
themselves	as	much	as	possible.	It's	much	computer	savvy	as	well,	just	to	
see	images	and	tick	WiFi,	yes,	better	than	really,	"We	have	WiFi,	we	have	
pool,	we	have	that	and	that,"	it's	better	to	see	the	images	and	just	easier,	
faster.	
	

interviewer:	 In	what	ways	were	Airbnb	as	a	platform	present	during	or	after	your	stay?	
Did	you	feel	...	That	it	was	a	third	party	there	or	not?	
	

Viorella	:	 Not	during	my	stay,	it	was	before.	I	think	they	send	me	notifications	of	
days	before	I	moved,	I	checked	in,	that,	"Hey,	it's	one	day	until	you	move	in	
with	this	person."	It	was	probably	like	a	custom	and	I	was	like,	"Okay,	I	
already	know	that,"	and	then,	"You	left,	how	was	it?"	It	is	a	third	party	but	
it	wasn't	disturbing.	They	are	doing	a	great	job,	actually.	I	think	it's	
professional	and	I	would	recommend	it	and	I	didn't	have	negative	
experiences	but	I	heard	the	stories.	It's	better	to	...	
	

interviewer:	 How	do	you	think	about	the	fact	that	the	payment	is	not	done	between	the	
seller	and	buyer	but	through	the	platform?	
	

Viorella	:	 Well,	I	think-	
	

interviewer:	 Or	is	that	effecting	the	relationship?	
	

Viorella	:	 I	don't	think	it's	effecting	the	relationship	between	the	hosts	and	the	
guests.	I	don't	think	it's	effecting	at	all	and	this	is	the	price	that	both	of	us	
is	paying	for	having	the	possibility	to	use	Airbnb.	Yeah,	we	have	to	use	
them	to	present,	to	communicate	ourselves.	We	have	to	continue	using	
them	to	make	the	payment	as	well.	I	think	everyone	is	aware	of	this.	You	
don't	pay	to	use	it	but	they	have	to	have	their	own,	you	know	...	Benefits,	I	
guess?	
	

interviewer:	 Is	there	any	other	thoughts	that	you	have	on	this	notion?	The	interaction	
between	social	and	economic	that	we	haven't	touched	upon	now,	how	it's	
both	a	social	and	economic	platform	at	the	same	time.	
	

Viorella	:	 No,	I	mean,	I	think	from	what	I	know	and	my	feelings,	Airbnb	is	a	great,	
really	great,	platform	and	a	really	good	service	to	connect	hosts	and	
guests.	If	all	of	the	parts	are	doing	their	job	okay,	right,	correctly,	legal,	and	
with	good	intentions,	then	everyone	has	to	win.	It's	good	for	the	hosts,	it's	
good	for	the	guests	for	the	guests	to	have	a	place	to	crash,	for	the	hosts	to	
meet	people	and	make	money,	I	think	everyone	has	to	win.	The	social	part	
more	than	economic,	economic	is	also	a	win.	For	the	guest,	they	are	paying	
less	than	a	hotel.	For	the	host,	they're	making	money,	and	I	have	no	idea	
how	much	taxes	they're	paying	but	probably	they're	making	good	money	
and	they	have	a	lot	of	flexibility	to	choose	whenever	the	guests	can	come,	
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which	guests	can	come,	you	can't	do	this	at	a	hotel.	
	

interviewer:	 No.	Also	review	their	guests.	
	

Viorella	:	 Exactly.	What	hotels	just	ask,	"What	an	amazing	person,	you	can	come	
with	us	anytime,	come	back,"	they	do	that	just	through	emails	personally	
but	not	for	everyone	to	see	that.	It's	really	important	that	people	see	that	
this	host	thought	of	me	being	a	good	guest.	Everyone	else	will	see	that	on	
my	profile.	
	

interviewer:	 One	thing	that	struck	me	while	we	were	talking,	and	that	is	that	in	the	
beginning	you	have	this	economic	gap	perspective	about	where	you	would	
stay	but	then	when	you	review	each	other	it's	more	the	social	side	about	it,	
that	actually	what	you	are	reviewing	is	not	the	market	value	of	the	
apartment,	but	that	was,	you	know,	it's	quite	interesting.	
	

Viorella	:	 It	is,	but	it	depends	on	your	experience	because	for	example	if	I	would	
have	stayed	at	that	German	guy	that	would	never	talk	to	me,	I	would	never	
care,	I	would	never	say	anything	about	the	social	experience	because	I	
never	had	one.	I	would	just	comment	on	the	dirt	on	the	bathroom	floor	or	I	
pay	this	much	money	and	the	toilet	paper	was	gone.	My	experience	was	
shitty.	
	

interviewer:	 You	would	highlight	the	economic?	
	

Viorella	:	 Exactly	but	then	like	this	woman	did	with	me,	and	actually	I	think	this	is	a	
really	good	marketing	strategy,	she	didn't	wait	for	me	to	say	anything	
about	her,	she	just	jumped	in	there	to	make	the	good	review	on	me.	She	
just	chose	the	social	part	saying,	"Such	a	nice	person,	come	back	again."	I	
don't	know	if	she	really	felt	or	she	just	wanted	to	ask	me	to	say	the	same	
thing.	I	wouldn't	have	said	shit	things,	bad	things	about	her	after	she	wrote	
those	things	about	me,	even	if	I	would	have	felt	that.	She	was	like,	you	just	
make,	I'm	so	at	home,	you	know	what	I	mean?	It	was	a	good	strategy	to	
attract	and	make	the	people	being	the	same	mindset,	okay,	let's	just	stay	
on	the	social	part	now.	
	

interviewer:	 Interesting,	so	you	became	kind	of	a	commercial,	how	would	you	describe	
that	relationship	that	you	create	when	you	do	that?	
	

Viorella	:	 I	think	it	was	smart	and	it	was	a	way	to	attract	more	people	and	actually	
emphasize	on	the	social	part.	Emphasize	that	we	had	a	connection,	we	
became	friends	and	she	can	say	these	super	nice	things	about	me	and	
other	people	will	read	that.	There	will	be	people	who	would	want	that	or	
care	about	that	more	than	comfort,	economic	stuff.	They	would	just	
choose	her.	I	think	it's	a	really	big	part	of	Airbnb,	you're	staying	with	the	
host.	When	you're	staying	with	the	host,	you	care	about	the	social	because	
you're	living	with	those	people	and	you	need	them.	You	need	them	to	
show	you	around,	to	tell	you,	to	give	you	information.	
	

interviewer:	 Like	a	hostel	or	a	hotel	would	give	you	the	same	information.	
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Viorella	:	 They	will	not	give	you	the	same	information	because	it's	different	when	

you	sit	at	a	dinner	table	and	talk	about	your	lives	and	then	what	you	should	
do	in	this	city	according	to	your	personality	and	then	what	are	your	
favorite	things	to	do	in	the	city,	not	what	your	boss	is	making	you	
recommend	to	your	guests	because	you	have	some	contracts	with	some	
companies,	restaurants.	Like,	in	a	hotel,	they	will	recommend	you	those	
places	they	mostly	have	contracts	with.	They	are	paid	to	recommend	but	
when	you're	just	like	a	normal-	
	

interviewer:	 They	are	getting	money	from	you,	so	you	pay	them	to	kind	of	give	this	
advice.	Do	you	understand?	
	

Viorella	:	 Who's	getting	money	from	me?	
	

interviewer:	 The	host	gets	money	from	you.	
	

Viorella	:	 That's	not	like,	it's	not	in	the	...	You're	saying	a	hostel	or	Airbnb?	
	

interviewer:	 The	host,	the	woman	that	you	lived	with.	She	was	paid,	but	not	to	give	
those	advice,	but	she	...	
	

Viorella	:	 I	know	what	you're	saying,	that	she	had	a	motivation	to	help	me	as	much	
as	possible	because	I	paid.	I	know,	but	you	don't	feel	that	when	it's	natural.	
When	you're	doing	natural,	yeah,	you	don't	feel	it,	you	forget	about,	okay,	I	
never	thought	about	this	woman.	I	mean,	it	was	like,	natural	for	me	to	get	
information	because	I	paid	for	her	to	give	it	to	me,	because	I	paid,	I	don't	
know.	Maybe	if	I	would	have	this	other	experience	I	could	compare	to	see	
how	that	experience	was	with	other	people.	
	

interviewer:	 I	think	we	are	done,	thank	you.	
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Appendix 4: Vera and Thomas  

Interview 3  
Participants: Vera and Thomas  
Duration: 38:03  
Date: 08.10.2016 
Location: researchers house 
Duration: 43:35 (excluding 25 min brief and smalltalk)  
Recorded with: mobile phone  
 
Interviewer:	 Please	explain	how	you	determine	a	reasonable	price	for	the	room	you	

rent	out?	
	

Thomas:	 It	was	based	on	Airbnb's	suggestion.	From	the	area	and	the	facilities,	and	
the	size.	They	also	suggest	you	start	low	and	raise	the	price	when	you	had	
a	few	guests.	
	

Interviewer:	 Why	do	you	think	they	say	you	can	raise	the	price	after	you	have	some	
guests?	
	

Thomas:	 Because	you	get	more	reviews,	and	people	recommend	you,	maybe.	You	
get	more	attractive-	
	

Interviewer:	 Attractive?	
	

Thomas:	 Attractive	as	a	host.	People	will	want	to	stay	where	other	people	have	
stayed,	then	you	can	charge	more.	
	

Interviewer:	 Did	you	raise	the	price,	actually?	
	

Thomas:	 Yeah,	after	maybe	4	or	5	visits,	you	raise	it	50	Kroners.	It's	still	pretty	
cheap.	
	

Interviewer:	 In	what	ways	do	you	consider	the	social	aspect	when	you	pick	someone,	
when	you	get	an	offer	and	decide	if	you	want	to	have	them	to	stay?	
	

Vera	:	 First	of	all,	they	have	to	...	Or	should,	give	an	explanation	of	what	they	are	
going	to	do	in	Copenhagen	for	the	days	they	are	going	to	spend	here.	
	

Interviewer:	 Is	there	a	thing	in	the	profile	that	you	look	for?	Similar	interests,	maybe?	
Would	they	write	that?	
	

Vera	:	 Yeah,	that	we	would	that	in	the	description	of	who	they	are,	yeah,	how	old	
they	are,	maybe?	
	

Thomas:	 Yeah.	
	

Vera	:	 Yeah.	
	

Thomas:	 For	my	part,	the	message	they	write,	we	don't	have	to	share	the	same	
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interests	or	be	the	same	age,	but	they	just	have	to	seem	like	nice	persons,	
because	we	have	to	share	bathroom,	kitchen	and	sort	of	live	together.	
	

Interviewer:	 How	would	they	communicate?	How	do	you	prefer	that	they	
communicate,	what	communication	style,	more	casual,	formal?	
	

Thomas:	 Yeah,	more	casual,	but	polite,	like	maybe,	introduce	themselves	and	say	
how	long	they	are	staying,	and	just	for	vacation.	
	

Vera	:	 Work.	
	

Thomas:	 Yeah,	maybe	they	say	like,	"your	room	looks	nice,"	or	something	like	that.	
	

Interviewer:	 Give	you	compliments,	like	"oh,	you're	so	beautiful."	
	

Thomas:	 It	helps.	We	declined	a	lot	of	people,	they	sometimes	write	just	like,	"Room	
available,	coming	to	Copenhagen,"	
	

Interviewer:	 Oh,	really?	You	would	actually	evaluate	what	they	are	saying?	It's	very	
important?	
	

Thomas:	 I've	declined	more	than	I've	accepted.	
	

Vera	:	 We've	maybe	declined	20	people,	at	least,	30	or	40	maybe?	
	

Interviewer:	 Typically	they	would	write	less?	Have	they	also	written	a	lot	and	you've	
also	been	like-	
	

Thomas:	 Yeah,	yeah.	
	

Interviewer:	 What	would	they	write,	about	them?	
	

Thomas:	 They	would	just	describe	their	travel,	maybe,	themselves,	and	sometimes	
we	just	don't	want	anybody	staying	there,	so	it's	like,	"Oh,	you	seem	like	a	
nice	person	but,	we	want	the	apartment	to	ourselves.	We	don't	need	the	
money	right	now."	Some	people,	they	have	bad	reviews,	because	I	also	
look	at	the	reviews.	
	

Interviewer:	 What	could	you	get	as	a	bad	review?	
	

Thomas:	 One	guy	from	Turkey,	there	was	one	of	the	reviews,	really	long,	he	trashed	
an	apartment-	
	

Vera	:	 Yeah,	wrecked	the	bathroom-	
	

Thomas:	 Broke	the	shower-	
	

Vera	:	 Yeah,	broke	the	shower.	
	

Thomas:	 Didn't	empty	the	trash,	and	a	lot	of	things.	And	he	was	like,	"Me	and	some	
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people	are	coming	to	Copenhagen	..."	
	

Interviewer:	 "And	some	people?"	
	

Thomas:	 We	were	like,	"No,	we	have	a	limit	of	2	persons,	and	they	were	3."	He	was	
like,	"Hey,	can	we	bring	an	extra,	and	can	you	also	lower	the	price	a	little	
bit	because	we	are	travelling	on	a	budget?"	I	was	like,	"forget	it."	
	

Interviewer:	 "No	thank	you."	To	what	extent,	during	the	stay,	do	you	consider	the	social	
interaction	with	the	guests?	How	important	is	that	for	you,	how	much	do	
you	value	that,	when	they	are	actually	there?	
	

Vera	:	 A	lot,	maybe?	The	people	we-	
	

Thomas:	 It	depends	if	we	get	along,	maybe.	
	

Vera	:	 We	have	got	along	with	everyone.	
	

Thomas:	 I	think	we	actually	talked	about	it,	and	I	think	that	we	prefer	that	it's	more	
relaxed,	and	they	can	use	our	things.	If	it's	very	strict,	they	pay	for	the	
room,	they	only	like	...	We	prefer	it	more	loose.	
	

Vera	:	 Loose	like.	
	

Interviewer:	 How	do	you	communicate	that	with	them?	Do	you	let	them	know	in	
advance?	
	

Vera	:	 In	advance,	yes,	or	when	they	arrive.	
	

Thomas:	 We	usually	tell	them,	"You	can	hang	in	the	living	room	if	you	want,	just	ask	
if	you	need	any	help,"	stuff	like	that.	
	

Interviewer:	 How	have	you	gotten	along	with	the	people	that	have	stayed	there?	
	

Vera	:	 Really	good,	at	least	with	the	people	who	has	stayed	there	for-	
	

Thomas:	 More	than	2	days?	
	

Vera	:	 More	than	2	or	3	days.	We	had	one	couple,	they	stayed	with	us	for	2	
weeks,	and	they	were	maybe	the	person	we	got	along	best	with,	of	all	of	
them.	
	

Interviewer:	 What	would	you	do	together?	
	

Thomas:	 We	cooked	together.	We	brought	them	to	a	party,	a	garden	party.	They	
cooked	for	us.	
	

Interviewer:	 How	would	that	be	organized?	How	would	that	come	offered	that	you	can	
do	stuff	together?	
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Vera	:	 They	would	ask	us	what	we	were	going	to	do.	Not	in	advance,	but	that	day,	
so	we	would	let	them	know	what	plans	are,	and	they	would	ask	if	they	
could	join	us.	
	

Interviewer:	 How	would	you	deal	with	a	situation	if	you	didn't	want	them	to	come?	
How	would	you	deal	with	that	if	they	were	you	guests?	
	

Vera	:	 Maybe	we	wouldn't	have	told	them	the	exact	plans?	
	

Thomas:	 Yeah.	We	would	say	that	we	had	obligations,	like	meeting	a	certain	friend	
and	doing	something.	
	

Interviewer:	 Avoid	saying	that	you're	not-	
	

Thomas:	 Yeah.	
	

Interviewer:	 In	what	ways	are	you	thinking	about	the	fact	that	they	are	paying	money	to	
stay	there	when	they	are	actually	there?	
	

Thomas:	 I	thought	about	it	a	couple	of	times.	It's	a	bit	strange	because-	
	

Interviewer:	 Can	you	tell	me,	like	explain	which	incidents-	
	

Thomas:	 When	they	leave,	and	you	think,	sort	of,	"I	made	a	new	friend,"	and	they	
sometimes	have	said,	"Oh,	if	you	ever	come	to	where	I	live,	you	can	stay	
with	me	for	free,	and	like-"	
	

Interviewer:	 Really,	so	they	would	mention	that	it	would	be	free?	
	

Thomas:	 Yeah,	and	now	I	think,	"Now	I	feel	bad	..."	Sometimes,	I	feel	bad	about	it	
because	maybe	if	I	knew	beforehand	how	things	will	play	out,	maybe	it	
would	be	free.	
	

Vera	:	 Just	be	a	visit	or	so.	
	

Interviewer:	 Correct	me	if	I'm	wrong,	but	at	Airbnb	you	pay	in	advance?	
	

Thomas:	 Yeah.	
	

Interviewer:	 So,	you	don't	have	a	chance	to	be	like,	"Oh,	you	don't	have	to	pay."	
	

Thomas:	 No.	
	

Vera	:	 No.	
	

Interviewer:	 So	it's	like,	"You're	already	paying,"	
	

Thomas:	 Yeah.	
	

Vera	:	 Yeah.	
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Thomas:	 They	seem	very	cool	about	it.	

	
Vera	:	 We've	never	had	any-	

	
Interviewer:	 You	have	other	moments	where	you	actually	thought	about,	not	

necessarily	like,	"They	are	our	responsibility,"	but	more	just	like,	yeah,	you	
actually	thought	about	it.	That	they	are-	
	

Thomas:	 Paying.	
	

Interviewer:	 Paying.	Do	you	have	other	incidents	where	that's	happened?	Or	only	with	
the	same	example	certainly	with	more	people?	
	

Thomas:	 I	think	I	maybe	thought	about	it	a	little	bit	when	we	went	out	and	it	was	
like,	maybe	I	was	buying	the	beers	for	the	guests,	it	was	like,	"Am	I	paying	
back?	How	does	this	work	out?"	
	

Interviewer:	 Yeah,	how	did	it	work	out?	
	

Thomas:	 I	didn't	care	too	much.	
	

Interviewer:	 So	you	bought	the	beers.	
	

Thomas:	 On	a	couple	of	occasions.	
	

Interviewer:	 Did	they	buy	beers	back?	
	

Thomas:	 Yeah.	
	

Interviewer:	 Then,	when	you	were	there,	it	was	like-	
	

Thomas:	 It	was	like	we	had	completely	forgotten	that	they	had	paid.	It	was	like	
starting	fresh	as	friends.	
	

Vera	:	 It	was	like	a	friend	thing.	
	

Interviewer:	 And	what	about	you,	how	had	you	thought	about	it	other	times?	
	

Vera	:	 No,	I	don't	think	so.	
	

Interviewer:	 For	example,	if	they	eat	something,	if	they	use	...	If	they	stay	there	for	2	
weeks?	
	

Thomas:	 One	time	we	were	about	to	...	We	didn't	have	any	more	toilet	paper,	
"Okay,	should	we	buy	it	or	should	they	buy	it'?"	Because	they	have	stayed	
there	for	a	long	time,	and	we	had	forgot	to	think	of	these	things.	
	

Interviewer:	 How	did	you	deal	with	that,	because	this	is	exactly	what	I	wanted?	
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Vera	:	 We	bought	it.	
	

Thomas:	 I	think	we	bought	it.	
	

Vera	:	 We	bought	it.	
	

Interviewer:	 Did	you	talk	about	it	together?	
	

Thomas:	 No.	
	

Vera	:	 No.	
	

Interviewer:	 Did	you	think	about	it	separately?	
	

Vera	:	 Yeah.	
	

Thomas:	 I	don't	think	we	had	talked	about	it.	
	

Vera	:	 No,	we	didn't?	No,	okay.	
	

Interviewer:	 But	you	both	thought	about	it?	
	

Thomas:	 Yeah,	not	because	I	cared,	but	because	I	wonder	how	the	relationship	
works.	
	

Interviewer:	 It	ended	up	you	buying	for	them.	Does	it	say	on	your	Airbnb	that	utilities	
are	included?	
	

Vera	:	 No.	
	

Interviewer:	 It	doesn't	say	that?	
	

Vera	:	 It	kind	of	implies.	
	

Interviewer:	 How?	
	

Thomas:	 Because	we	write,	"You	can	use	the	kitchen	and	our-"	
	

Vera	:	 ...	bathroom	and	everything.	
	

Thomas:	 You	know,	like	salt,	spices,	stuff	like	that.	
	

Interviewer:	 That's	very	interesting.	Do	you	think	...	Have	there	been	a	moment	where	
you	thought	they	have	thought	about	it,	when	you	could	feel	like	they	
were	unsure	of	what	they've	done.	
	

Thomas:	 No,	I	don't	think	so.	
	

Vera	:	 I	don't	think	so.	
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Thomas:	 Not	that	I-	
	

Interviewer:	 What	about	with	Nick,	did	he	...	"I	have	no	idea."	
	

Vera	:	 No,	he	really	didn't	use.	
	

Thomas:	 He	felt	extremely	welcome	so	he	used	every	bit	of	the	apartment.	
	

Vera	:	 Yeah,	yes	he	did.	
	

Thomas:	 Everything.	
	

Vera	:	 Everything,	yes.	It's	kind	of	like,	bed	and	breakfast,	in	my	mind,	Airbnb	is	
kind	of	a	bed	and	breakfast,	without	the	breakfast,	of	course,	but	
everything	included.	The	towels,	toilet	paper	is	included.	
	

Interviewer:	 For	example,	food.	
	

Vera	:	 No.	
	

Interviewer:	 Like	butter,	how	would	you	do?	
	

Thomas:	 Butter,	I	think	if	they	ask,	like,	"Can	I	take	some	of	your	butter?"	Then	yes.	
	

Vera	:	 Because	they	use,	like-	
	

Interviewer:	 Oil?	
	

Vera	:	 Yeah,	oil.	
	

Thomas:	 Yeah.	That's	the	thing	about	Nick,	because	he	was	a	cook,	and	I	was	
interested	in	food,	I	was	like,	'Oh,	you	have	to	taste	this	honey,	because	I	
just	got	some	rare	honey,"	and	throughout	the	stay	he	made	himself	at	
home-	
	

Vera	:	 Ate	the	whole-	
	

Thomas:	 Ate	from	the	honey	without	asking.	
	

Interviewer:	 Okay,	and	then,	when	he	left,	the	honey	was	half	eaten.	
	

Thomas:	 Yeah.	
	

Vera	:	 It	was.	
	

Interviewer:	 Later,	have	you	thought	about,	if	you	would	have	to	regulate	such	
behavior,	next	time,	or	is	it	kind	of	...	How	have	you	thought	about	this?	
	

Thomas:	 No,	I	think	it's	just	funny	that	he	did	it.	
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Vera	:	 Yeah.	
	

Thomas:	 It	just	shows	what	kind	of	person	he	is.	
	

Vera	:	 I	would	like	to	do,	have	some	kind	of	boundaries.	
	

Thomas:	 She's	more	strict	about	it.	
	

Vera	:	 Yeah.	Of	course,	it's	like	private	things.	You	buy	them	for	yourself,	not	for	
completely	strangers.	It's	kind	of	weird.	It	is.	
	

Interviewer:	 Interesting.	And,	about	the	guests	that	asked,	"Now	you	should	come	and	
see	us	and	you	don't	have	to	pay."	When	they	say	that,	how	does	that	
make	you	feel?	
	

Vera	:	 Great.	Great.	
	

Thomas:	 They	liked	us	much	they	want	to	have	us	over	for	free.		
	

Vera	:	 They	would	like	to	have	us	as	visitors.	
	

Interviewer:	 Have	you	thought	about	it?	
	

Vera	:	 Yeah	several	times,	yeah.	
	

Interviewer:	 Where	do	they	live?	
	

Thomas:	 South,	southern	France.	
	

Interviewer:	 Go!	
	

Vera	:	 Yes.	
	

Thomas:	 They	were	like,	specifically	choosing	Airbnb	because	they	wanted	to	get	to	
know	people	while	they	were	travelling,	so	they	wanted	to	be	social	and	
talk	about	cultural	differences.	Just	like	experience	the	city	in	a	different	
way.	
	

Vera	:	 The	girl	was	really	bad	with	English-	
	

Thomas:	 Terrible	in	English.	
	

Vera	:	 so	she	wanted	to	improve	her	English.	
	

Interviewer:	 That	makes	sense.	Did	she	improve?	
	

Thomas:	 Not	very	much.	
	

Vera	:	 Her	boyfriend	was	really	good	in	English,	so	it's	was	okay,	but	he	was	the	
translator,	but	it	worked.	
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Interviewer:	 Hm?	

	
Vera	:	 Yeah.	

	
Interviewer:	 Then,	after	a	stay,	there	are	only	3	points	left.	After	a	stay,	how	significant	

do	you	consider	the	social	contact	with	the	people	you	stayed	with,	or	
stayed	at	your	house	after	they	left?	How	much	did	you	value	that,	to	keep	
in	touch?	
	

Thomas:	 To	keep	in	touch?	
	

Interviewer:	 Yeah.	
	

Thomas:	 Not	very	much.	
	

Vera	:	 No.	
	

Interviewer:	 Why?	
	

Thomas:	 I	don't	know.	
	

Vera	:	 You	know	it's	like	...	
	

Thomas:	 Maybe	if	it	felt	like	a	best	friends	connection-	
	

Interviewer:	 At	the	time?	
	

Vera	:	 You	know	it's	going	through-	
	

Thomas:	 You	know	you're	probably	never	going	to	see	them	again.	
	

Vera	:	 Most	likely,	you'll	never	see	them	again.	
	

Interviewer:	 Have	there	been	anyone	besides	the	French	couple	that	you	had	tried	to	
keep	in	touch	with?	
	

Thomas:	 No.	
	

Interviewer:	 No?	
	

Vera	:	 No.	
	

Interviewer:	 Besides	the	fact	that	you	are	a	bit	contradicting	views	on	this,	should	we	
regulate	the	use	of	utilities	more	or	not,	are	there	any	other	economic	
aspects	that	you	thought	about	that's	been	like,	after	you've	used	Airbnb	
that	you've	noticed	or	thought	about,	somehow?	It	can	be	anything.	
	

Vera	:	 No.	
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Thomas:	 I	don't	think	so.	
	

Interviewer:	 We	almost	talked	about	it,	but	I'll	say	I	feel	like	you	answered	this	before.	
Would	you	tell	the	person	while	you	were	there,	or,	how	would	you	tell	
them	if	there	was	something	you	want	them	to	do	different,	not	that	they	
did	anything	wrong,	but	they	should	do	just	something	different.	How	
would	you	communicate	that?	
	

Thomas:	 I	think	I	would	just	tell	them.	
	

Vera	:	 Tell	them,	yeah.	Yeah,	because-	
	

Thomas:	 Nick,	he	had	his	thing	where,	in	our	bathroom,	when	you	take	a	shower,	
the	floor	gets	all	wet.	We	have	this	scraping	thing	that	you	can	slide	across	
and	make	dry-	
	

Vera	:	 Pull	the	water	away.	
	

Thomas:	 He	just	...	From	the	start	he	didn't	do	it.	After	he	took	a	shower	I	got	in	and	
like,	boom,	I	had	wet	feet.	I	was	going	to	tell	him	but	then	he	just	stopped.	
He	started	using	it,	like,	without	...	I	was	going	to	tell	him-	
	

Interviewer:	 Oh,	and	then	he	started	using	it?	
	

Thomas:	 Yeah,	before	I	had	a	chance	to	tell	him.	
	

Vera	:	 We	try	to	let	them	know	what	we	would	like	them	to	do,	and	right	away.	
	

Interviewer:	 Right	away?	Or	before	they	come?	Do	you	write	anything	before	they	
come?	
	

Vera	:	 No,	not	really.	
	

Thomas:	 The	first	couple	that	we	had,	because	we	had	written	the	house	rules,	it's	
quiet	at	11,	because	that	is	the	rules	in	the	building.	The	same	day	we	had	
been	to	a	party,	like	with	my	job,	we	got	home-	
	

Vera	:	 Around	2	or	3-	
	

Thomas:	 I	think	we	just	had	some	water	and	sat	up	in	the	living	room	for	like	10	
minutes.	They	wrote	in	their	review,	like,	"You	have	to	obey	your	own	
house	rules,	because	you	made	noise	after	11."	It's	like,	"Don't	take	it	so	
literally,	like	it's	the	house	building	rules-"	
	

Vera	:	 Not	ours.	
	

Thomas:	 We	changed	it	after.	They	also	were	like,	"You	have	to	get	this,	you	have	to	
get	this,	they	approve	the	room-"	
	

Vera	:	 It	was	the	first	couple-	
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Thomas:	 Yeah,	the	first	time-	

	
Vera	:	 The	first	guest	we	had,	so-	

	
Interviewer:	 What	did	you	learn?	

	
Vera	:	 Not	take	criticism-	

	
Interviewer:	 Even	though	it's	actually	very	personally	in	this	sense.	

	
Thomas:	 She	had	spent	a	lot	of	time	cleaning	the	bathroom,	they	rated	us	badly	in	

cleanliness.	
	

Vera	:	 It	was	kind	of	unfair,	in	my	opinion.	
	

Thomas:	 They	also	were	like,	very	strict	on	how	long	it	took	to	get	to	the	city	center	
and	stuff	like	that.	
	

Interviewer:	 Like	how?	
	

Thomas:	 I	would	write	like,	"You	can	get	to	the	city	in	like	20	minutes_"	
	

Vera	:	 20	minutes-	
	

Thomas:	 Because	you	can.	They	would	write	like,	you	get	there	in	like,	30,	40	
minutes.	
	

Interviewer:	 If	you	were	on	public	transportation?	It	depends	where	you	going	to-	
	

Vera	:	 Yeah,	of	course,	and	what	kind	of	transportation	they	used	as	well.	
	

Interviewer:	 Did	they	tell	you	anything	while	they	were	there?	
	

Thomas:	 No.	We	met	them	very	early	in	the	morning,	and	then	we	left	and	we	didn't	
see	them	ever	again,	we	just	got	their	review.	They	had	left	before	we	got	
up	the	next	night.		

Vera	:	 It	was	only	one	night,	so-	
	

Thomas:	 They	seemed	very	friendly,	like,	"Oh,	it's	perfect	living	here,	because	
everything's	good."	
	

Interviewer:	 Then	they	write	that	review.	
	

Vera	:	 Yeah.	
	

Interviewer:	 How	did	you	guys	review	them,	then?	
	

Thomas:	 I	think	we	wrote,	"They	are	very	nice,	we	would	recommend	them	as	
guests."	
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Vera	:	 Yeah.	

	
Thomas:	 Nothing	negative.	

	
Vera	:	 No,	there	wasn't	anything	negative.	

	
Thomas:	 But	they	weren't	like,	giving	us	shit,	they	were	polite.	

	
Vera	:	 The	most	negative	was-	

	
Thomas:	 They	were	strict.	

	
Vera	:	 The	strict	comments	was	only	for	us	to	see.	The	public	was-	

	
Thomas:	 They	were	nice.	They	were	strict	with	the	transportation.	

	
Interviewer:	 Okay,	they	had	2	comments.	They	commented	the	nice	one-	

	
Vera	:	 On	the	public.	

	
Interviewer:	 On	the	public	profile,	but	then	they	to	you	guys	they	gave	different-	

	
Vera	:	 Yeah,	kind	of	different,	just	like,	"This	is	some	feedback,	you	should	change	

this	and	this	and	this."	
	

Thomas:	 Yeah.	
	

Vera	:	 Yeah,	constructive	criticism,	maybe.	I	don't	know.	
	

Interviewer:	 Interesting,	it's	quite	interesting	with	the	feedback	thing	here,	that	we	get	
it	now.	Generally,	what	would	you	highlight	most	in	the	reviews?	What	do	
you	weigh	the	most	in	the	reviews	that	you	write	about	people?	What's	
the	most	thing	that	you-	
	

Thomas:	 I	write	it's	me	that's	writing	the	reviews	because	it's	my	profile.	I	don't	
know,	I	just	write	...	I	don't	like	writing	them,	actually	because	they're	all	
the	same,	sort	of,	"They	are	a	nice	person,	we	would	recommend	them.	
We	had	some	dinners	together-"	
	

Vera	:	 They	respected	our	apartment.	
	

Thomas:	 They	were	respectful,	didn't	break	anything.	
	

Interviewer:	 Do	you	wait	until	you	read	their	reviews	of	you?	
	

Thomas:	 You	cannot	see	their	review	until	you	have	given	them.	You	both	have	to	
write	it	and	then	everybody	can	see	it.	
	

Interviewer:	 Okay,	because	someone	said	that	they	read	their	review	and	then	they	felt	
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like	they	didn't	say	anything	bad.	
	

Thomas:	 Yeah.	
	

Interviewer:	 How	would	that	happen,	then?	
	

Thomas:	 I	don't	think	it	can.	
	

Interviewer:	 You	cannot	read	the	review	before	you	both	have	done	it?	
	

Vera	:	 No.	
	

Thomas:	 No.	
	

Vera	:	 You	have	to	give	a	review.	
	

Thomas:	 You	get	a	notice,	"Okay,	they	have	written	a	review,	if	you	don't	write	one	
in	2	weeks,	theirs	will	just	go	public	and	you'll	lose	the	opportunity	to	write	
back."	
	

Vera	:	 It	would	go	public	after	2	weeks.	
	

Thomas:	 Yeah.	
	

Vera	:	 Okay.	
	

Thomas:	 You	cannot	write	something	after	2	weeks.	
	

Vera	:	 Okay.	
	

Interviewer:	 Okay,	okay,	but	you	can't	read	what	they	wrote?	
	

Thomas:	 Yeah,	in	2	weeks	you	can.	
	

Interviewer:	 Okay,	so	maybe	that's	what	she	saw.	
	

Thomas:	 I	guess	they	do	it	because	then	you	cannot	use	their	review	to	write	the	
wrong-	
	

Interviewer:	 Exactly,	[crosstalk	00:27:07]	my	impression	that	people	have	been	writing	
the	reviews	a	bit-	
	

Thomas:	 If	it	were	like	that,	I	would	definitely	do	it,	use	what	they	wrote	and	write	
the	same	back.	It's	hard	not	to	get	influenced	by	it.	
	

Vera	:	 Mm-hmm	(affirmative)-	
	

Interviewer:	 Why	do	you	think	that	is?	
	

Thomas:	 Because	if	you	felt	like	a	friendship,	you	are	like	betraying	them	if	you	don't	
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write	something	similar,	like	equally	good.	
	

Interviewer:	 Now	we	go	to	talk	about	your	reflection	of	self.	How	would	you	describe	
your	own	presence	on	Airbnb.	In	what	ways	would	you	think	the	social	
representation	of	you	matters	for	your	offering?	How	do	you	describe	
yourself	on	Airbnb?	
	

Thomas:	 I	think	I	just	wrote,	"Open	to	help,	tips	on	where	to	go	in	the	city-"	
	

Vera	:	 Relaxed.	
	

Thomas:	 I	also	think	that	is	why	we	have	gotten	people	who	have	wanted	somebody	
to	hang	with.	
	

Vera	:	 Yeah.	
	

Thomas:	 Maybe	they	were	happen	like	we	will	invite	them	to	something-	
	

Vera	:	 Yeah,	showing	them	around.	
	

Thomas:	 Show	them	around.	
	

Vera	:	 With	Nick,	we	showed	Nick,	at	least	me,	showed	him	around	town	a	lot-	
	

Interviewer:	 What	cues	do	you	use	to	attract	people?	What	kind	of,	"we'll	write	this?"	
	

Thomas:	 I	think	we	described	our	room	as	cozy.	
	

Vera	:	 Yeah.	With	a	balcony.	
	

Thomas:	 Yeah,	with	a	balcony.	So	we	used	quotes	in	the	balcony	to-	
	

Vera	:	 "Quiet	area."	
	

Interviewer:	 What	kind	of	people	do	you	hope	to	attract?	
	

Thomas:	 I	don't	know,	I	guess	people	with	similar	interests,	or-	
	

Vera	:	 People	who	like	to	cook.	
	

Thomas:	 Cook,	yeah.	
	

Interviewer:	 Do	you	mention	much	of	your	own?	
	

Thomas:	 I	think	I	mentioned	that	I	like	it.	
	

Vera	:	 He	did.	
	

Interviewer:	 Besides	the	things	that	have	come	up	already,	have	you	experienced	any	
unexpected	events?	Could	be	positive,	negative,	or	neutral.	
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Thomas:	 We've	gotten	gifts.	

	
Vera	:	 From	several.	

	
Thomas:	 From	several,	yes,	like	sweets,	like	from	their	home	town.	

	
Vera	:	 They	have	sweets	for	us	when	they	arrive.	

	
Interviewer:	 That's	very	nice.	

	
Vera	:	 Mm-hmm	(affirmative)-	and	always,	sweets.	

	
Interviewer:	 What	do	you	feel	that	gift	kind	of	represents?	

	
Thomas:	 They	seem	very	friendly.	They	actually	brought	it	on	the	plane	from	their-	

	
Interviewer:	 They	made	an	effort.	

	
Thomas:	 They	made	an	effort	

	
Vera	:	 From	Hawaii.	

	
Thomas:	 Hawaii	and	France,	we	got	gifts.		

	
Interviewer:	 Now	we'll	go	over	to	anything	else,	actually	that's	like	a	bit	unexpected,	

that	has	happened?	
	

Thomas:	 Unexpected?	
	

Interviewer:	 Yeah,	it	literally	could	be	anything.	
	

Vera	:	 Unexpected.	Maybe	Nick,	I	think	he's	kind	of,	he	sort	of	wasn't	Airbnb	
guest	but	he	was,	because	I	had	a	friend	of	mine	staying	with	me,	so	he	
kind	of	fell	into	that,	"I'm	also	a	friend	staying	with	you."	It	was	kind	of-	
	

Thomas:	 Exchanged	roles,	somehow.	
	

Vera	:	 He	changed	roles	somehow.	
	

Thomas:	 We	were	also	surprised	because	when	they	asked	to	rent	the	room,	we	
thought,	"Yeah,	he's	going	to	work	all	day	during	the	entire	stay,"	then	he	
quits	and	just	wanted	to	hang	out.	
	

Interviewer:	 You	had	a	friend	staying	at	the	same	time	that	he	stayed	there.	
	

Vera	:	 Mm-hmm	(affirmative)	
	

Interviewer:	 And	then	sometime	during	his	stay-	
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Vera	:	 Yeah.	
	

Interviewer:	 He	went	from	being-	
	

Thomas:	 Like	a	paying	guest	to	like	being	part	of	the	circle.	
	

Vera	:	 He	felt	like.	
	

Thomas:	 What	is	the	things	that	changed	the	relationship	that	you	noticed?	
	

Vera	:	 He	went	out	maybe	1	hour	or	2	before	my	friend	and	I	and	he	took	as-	
	

Interviewer:	 He	took	it	as	a	given	that	we	would	meet	up	straightaway	and	just,	"Yeah,	
let	me	know	when	you-"	
	

Thomas:	 Like	we	were	going	to	hang	out	together.	
	

Vera	:	 Yeah.	
	

Interviewer:	 About	meeting	when	you	are	outside	of	the	flat?	
	

Vera	:	 Yes.	It	was	like-	
	

Interviewer:	 That's	the	same	guy	as	with	the	honey?	
	

Vera	:	 Yeah.	
	

Thomas:	 Yeah.	
	

Interviewer:	 You	could	just	see	during	the	stay	that	while	the[crosstalk	00:34:00]	
	

Thomas:	 He	took	big	chunks	of	honey.	
	

Interviewer:	 Every	day,	one	bigger.	
	

Thomas:	 He	used	it	in	his	coffee.	He	also	drank	our	coffee.	
	

Vera	:	 Yeah,	he	did.	
	

Interviewer:	 Okay,	other	besides	taking	as	a	given	that	...	Did	he	become,	did	he	talk	
more	about	himself?	How	would	he	behave	in	social	situations	differently,	
or	was	he	the	same?	
	

Vera	:	 He	was	maybe	the	same.	
	

Thomas:	 I	think	he	was	the	same	from	start	to	finish.	He	talked	a	lot.	
	

Vera	:	 He	talked	a	lot	and	asked	a	lot	about-	
	

Thomas:	 He	was	very	polite.	
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Vera	:	 Typical	Norwegian	things.	

	
Thomas:	 He	was	very,	he	always	answered	like,	"Oh,	this	seems	so	nice,	to	go	where	

you	live,"	and	those	kind	of	things.	
	

Vera	:	 He	was	really	nice,	though,	yeah.	
	

Interviewer:	 Would	you	ever	think	about	keeping	in	touch	with	him?	
	

Vera	:	 No.	Not	me.	
	

Thomas:	 He	told	me,	because	he's	a	professional	cook,	working	in	a	Michelin	
restaurant,	so	we	cooked	together	the	last	day	he	was	there.	
	

Interviewer:	 Who	would	pay	for	the	ingredients?	
	

Vera	:	 We.	
	

Thomas:	 We,	it	was	like,	the	things	we	had	in	our	refrigerator	from	before.	We	
didn't	go	to	the	supermarket	and	bought	everything.	He	said,	"If	you	are	
wondering	how	to	do	this	and	that,	just	write	me	and	Instagram	or	
something,	and	I	can	tell	you,	teach	you."	
	

Interviewer:	 Do	you	think	you	would	do	that?	
	

Thomas:	 No,	but	...	I	don't	know.	I	guess	not.	
	

Vera	:	 No.	
	

Interviewer:	 In	all	this,	that	we	just	talked	about,	what	do	you	think	is	the	role	of	the	
platform	provider,	Airbnb?	What	kind	of	role	do	they	have	in	this	
relationship?	
	

Thomas:	 To	make	the,	like,	feel	safe.	
	

Vera	:	 Yeah.	The	payments	and-	
	

Thomas:	 The	payments.	
	

Vera	:	 The	selection	of	the	guests,	maybe.	
	

Interviewer:	 How	do	they	help	there,	or	how	do	they-?	
	

Thomas:	 We	have	never	needed	help.	
	

Vera	:	 The	address	isn't	written	down	in	the-	
	

Interviewer:	 Description?	
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Vera	:	 Yeah,	the	ad.	It's	not	written.	It's	a	kind	of	screening	process,	maybe?	
	

Thomas:	 Yeah.	
	

Interviewer:	 Do	they	have	this	[crosstalk	00:36:42]	can	you	write	what	is	included	and	
what's	not?	
	

Vera	:	 Yeah,	like,	internet,	towels,	bed,	what	kind	of	bed,	yeah.	
	

Interviewer:	 Like	if	it's	a	bunk	bed	or	if	it's-	
	

Thomas:	 You	can	write	a	very	precise	description	of	your	...	Or,	you	have	to.	They	
ask	you	to.	You	have	to	check	out	all	the	facilities.	You	have	to	write	
reviews.	
	

Interviewer:	 Yeah,	because	that	is	my	next	question.	During	the	pre,	before	the	trade,	
during	and	after,	where	are	Airbnb	present	in	this?	
	

Thomas:	 Before?	
	

Interviewer:	 Before.	
	

Vera	:	 Yeah.	
	

Thomas:	 Yeah,	mostly.	
	

Interviewer:	 And	then	after?	
	

Thomas:	 A	little	bit	after.	
	

Interviewer:	 And	then,	in	between?	
	

Vera	:	 No.	Nothing,	no.	
	

Thomas:	 No.	
	

Interviewer:	 Is	it	affecting	the	relationship	that	you	get	with	people	if	you	think	about	
that	it's	Airbnb	kind	of	providing	the	platform	in	between?	
	

Thomas:	 Can	you	ask	again?	
	

Interviewer:	 Is	it	affecting	the	relationship	that	you	have	with	the	people	staying	there,	
that	if	you	think	about	the	fact	that	it's	actually	a	network	provider	
providing-	
	

Thomas:	 I	think	once	they	get	there,	you	just	forget	that	it's	Airbnb,	that's	
everything	has	happened	through.	
	

Vera	:	 Yeah,	kind	of-	
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Thomas:	 Because	you	never	talk	about	it	after.	No,	not	much.	They've	gotten	the	
payments,	they	know	how	long	they're	staying,	you	don't	think	about	
Airbnb.	
	

Interviewer:	 What	about	you,	what	do	you	think	about?	How	do	you	...	why	do	not	
100%	agree	with	what	he	said?	
	

Vera	:	 Is	it	with	the	guests?	
	

Interviewer:	 How	does	it	affect	the	way	you	see	the	relationship	that	you	have	with	the	
guests,	when	you	think	about	it	is	actually	a	platform	provider	kind	of	
enabling	this	relationship?	
	

Vera	:	 It	can	be	a	good	thing,	maybe,	a	positive	thing,	because	Airbnb	is	so	big,	
and	large	kind	of	thing	so	some	of	the	guests	we	had	was	active	Airbnb	
users,	so	we	exchanged	kind	of	similar	experiences.	
	

Interviewer:	 Really,	okay,	so	you	would	talk	about-	
	

Vera	:	 We	would	talk	about	Airbnb,	"I've	[inaudible	00:39:47]	I've	used	it	there-"	
	

Interviewer:	 Really?	How	would	those	conversations	go?	
	

Vera	:	 "Have	you	used	Airbnb	before?"	
	

Interviewer:	 That's	the	common	question?	
	

Vera	:	 That's	the	common	question.	If	you	ask,	"Where	have	you	been,	has	it	
been	a	good	stay	before?"	At	least	the	first	time,	or	the	first	visit	we	had,	
we	asked	a	lot	about	Airbnb	because	we	weren't	experienced,	so	we	would	
like	some	feedback,	or	just	some	pointers	to	improve	our	flat.	The	room,	or	
just	overall,	their	stay.	
	

Interviewer:	 I	just	remembered	another	question,	but	I'll	ask	that	after	the	question	I'll	
ask	now.	How	do	you	regulate	your	behavior	according	to	what	you	hear	
them	talk	about?	If	they	say,	"Yeah,	we	didn't	like	that	they	were	so	blah,	
blah,	blah,"	would	you	think	about	it?	
	

Vera	:	 Yeah.	I	would,	yeah.	I	would.	
	

Interviewer:	 Interesting.	
	

Thomas:	 I	guess,	when	the	French	couple	stayed	with	us,	they	had	previously	stayed	
in	a	different	place	in	Copenhagen,	and	then	they	changed.	
	

Interviewer:	 They	moved	around?	
	

Thomas:	 Yes,	because	it	was	in	sort	of	like,	this	dorm,	and	the	guy	renting	the	room	
out,	he	was	living	somewhere	else.	They	had	to	live	with	all	these	
roommates	who	didn't	like,	get	paid	from	it.	They	just	gave	totally	a	fuck	
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about	it,	and	they	had	parties-	
	

Vera	:	 Yeah,	they	had	a	big	party-	
	

Thomas:	 They	were	going	to	the	toilet	without	closing	the	door,	they	were	like,	"We	
don't	like	you	living	here."	They	would	tell	us	and	our	reaction	would	be	
like,	"Don't	be	too	comfortable,	like	they	would."	Make	sure	I	close	the	
door	when	I	go	to	the	toilet.	
	

Interviewer:	 Do	you	think	that	it's	you	guys	that	regulate	the	relationship,	or	do	you	
think	it's	them	that	regulate	the	relationship	in	terms	of	how	friendly	it	
should	be?	Are	you	setting	the	tone,	or	are	they	setting	the	tone?	
	

Vera	:	 We	are,	maybe,	setting	the	tone.	
	

Thomas:	 I	would	say	they	are.	
	

Vera	:	 They	are.	I	think	we	start	with	setting	the	tone,	and	then,	if	they	have	
something	to	say,	we	would	adjust	to	them,	of	course.	
	

Interviewer:	 Mm-hmm	(affirmative)-and	why	do	you	say	that	they	set	the	tone?	
	

Thomas:	 When	I	think	about	it,	I	also	agree	that	we	do	it,	because	when	they	arrive,	
they	get	this	introduction	to	the	flat.	Then	we	say	like,	"You	can	come	into	
the	living	room,	and	use	the	kitchen	and	everything."	From	there	it's	open	
...	I	guess	they	feel	welcome,	somehow.	Then	we	set	the	tone.	
	

Interviewer:	 I	think	we	are	done	now,	thank	you.	Let's	turn	it	off-	
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Appendix 5: Nikolai  

Interview 4  
Participant: Nikolai 
Date: 06.10.2016 
Location: researchers own home  
Duration 43 min + 18 min introduction, noting demographic details (not transcribed) 
Recorded with: mobile phone  
Nikolai = speaker 2  
 
Interviewer:	 To	what	extent	do	you	consider	certain	economic	aspects	before	you	

decide	which	offer	to	pick	if	you're	renting	out	your	room	or	a	room	in	your	
house?	
	

Speaker 2:  Things	like	when	you're	renting	out	your	room,	you	don't	have	that	much	
control	because	you	set	a	fixed	price	and	that's	what's	displayed	on	the	
AirBnb	page.	People	who	rent	your	room,	the	price	is	somewhat	not	
negotiable.	I	have	to	look	at	the	market	price	or	a	similar	room	in	the	
similar	area	to	decide	a	price	but	after	I	decided	the	price	then	it's	fixed.	
	

Interviewer:	 How	did	you	decide	the	price?	
	

Speaker	2:	 Actually,	I	think	it	suggests	to	you	what	price	range	it	should	be	and	then	
most	frequent	viewed	is	a	certain	competitor	...	Not	competitors,	but	
similar	apartments	in	the	same	region.	Just	looking	at	the	spaciousness	and	
just	ambiance	and	accessibility	to	public	transport	and	that	sort	of	things.	
	

Interviewer:	 Did	you	position	yourself	cheaper	than	the	places	in	your	area	or	a	bit	
higher?	
	

Speaker	2:	 More	or	less	the	same	actually	because	our	apartment	is	very	nice,	in	the	
sense	it's	very	well	furnished	and	has	a	really	nice	ambiance	but	stuff	like	
the	bathroom	is	quite	small.	It's	difficult	to	compare	because	all	
apartments	have	their	own	pros	and	cons	throughout,	but	in	terms	of	just	
space	and	location	I'd	say	it	probably	slightly	over.	
	

Interviewer:	 If	you	are	renting	a	room	in	someone's	house,	what	kind	of	place	would	
you	go	for	if	you	think	about	the	economic	part	of	it?	
	

Speaker	2:	 It	obviously	depends	where	you're	going	and	what's	your	motivation	for	
the	travel.	For	Accelerant	I	went	to	Miami.	I	went	to	this	Miami	music	
festival	and	was	going	to	spend	a	lot	of	money	for	the	next	foreseeable	
future,	so	at	least	the	first	day	before	I	booked	into	a	hotel	with	friends,	I	
was	basically	like	a	backpacker	like	I	had	been	earlier.	At	that	point,	I	purely	
thought	economically,	like	consider	the	price.	Let's	say	...	Location	is	
obviously	important	too,	but	as	long	as	it	was	on	South	Beach	which	is	
pretty	big,	I	was	pretty	like,	"Yeah,	whatever."	In	that	sense	I	took	one	of	
the	cheapest	AirBnbs	I	came	over	in	South	Beach.	Every	time	I've	booked	
another	AirBnb	-	a	lot	of	new	experiences	come	up	to	mind	-	it's	primarily	
motivated	by	economic	aspects,	like,	the	price	essentially.	Then	second	is	
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location.	Let's	say	it's	70-30,	or	60-40.	
	

Interviewer:	 In	what	ways	do	you	consider	social	aspects	when	you	are	picking	an	offer?	
For	example	when	you	went	to	Miami.	
	

Speaker	2:	 If	I	travel	alone,	it	was	definitely	a	plus	knowing	that	people's	going	to	be	
there,	because	I'm	personally	quite	open-minded	and	like	to	meet	new	
people.	I	was	somewhat	looking	for	the	hostel	vibe	just	in	an	AirBnb,	which	
I	found.	Actually	at	that	point	I	had	no	idea.	I	just	had	this	location,	this	
address,	and	I	just	went	there	and	it	was	...	I	wouldn't	say	ghetto.	It	was	
not	ghetto.	It	was	in	South	Beach,	but	it	was	my	first	experience.	I	met	the	
host.	I'm	like,	"Yeah,	what's	up?"	I'm	like,	I	assume	I'll	go	up	here,	and	I	
walked	up	this	staircase	which	was	completely	empty.	I'm	like,	oh.	Dude,	
it's	actually	here.	When	I	came	in,	it	was	like	one	guy	sitting	and	smoking	a	
joint	and	playing	PlayStation	and	there	was	some	other	guy	reading	some	
magazine.	There	was	this	Afro-American	girl	with	humongous	plastic	
breasts	and	lips.	She's	like,	"Yeah,	that's	your	bunk,	Niko."	I'm	like,	
"Sweet!"	That	was	cool	because-	
	

Interviewer:	 You	didn't	know	it	was	going	to	be	more	guests	there?	
	

Speaker	2:	 I	didn't	know.	
	

Interviewer:	 How	did	you	deal	with	that	situation?	
	

Speaker	2:	 As	I	told	you	I'm	pretty	open-minded.	What	should	I	say?	I	don't	have	too	
much	restrictions	in	life	for	[getting	00:05:20]	that.	Quite	spontaneous,	so	
for	me	it	was	actually	pretty	perfect.	It	was	2	days	before	I	was	supposed	
to	meet	up	with	my	friends	in	Miami,	so	that	evening	some	of	them	were	
going	downtown	to	this	barbecue	rap	bar.	They	went,	boom,	then	what	
should	I	say,	my	evening	was	settled.	For	me	it	was	nice,	for	sure.	I	think	
it's	a	very	big	part	of	the	experience	of	traveling.	Again,	back	to	the	point	
of	the	dependence	on	your	motivation	of	the	travels.	If	you	have	a	fixed	
group,	like	I	did	a	couple	of	weeks	ago	when	we	went	to	the	northern	
borders	of	Denmark,	then	the	emphasis	was	on	the	social,	which	was	a	
networking	between	us	and	having	fun,	so	then	we	obviously	wanted	a	
place	which	is	just	exclusively	for	yourself.	Going	along	in	Miami,	it	was	
perfect,	going	to	a	place	with	other	people.	
	

Interviewer:	 When	you're	renting	out	a	room	in	your	apartment,	how	did	you	consider	
the	social	aspects	then?	Because	if	you	get	a	lot	of	offers,	you	have	to	pick	
one.	
	

Speaker	2:	 Yeah.	The	thing	is,	I	was	sharing	it	with	my	roommate,	the	whole	process	
of	renting	out,	but	he	was	doing	a	lot	of	it.	Basically	just	like,	"So	Niko,	
these	3	days	you'll	have	2	Japanese	girls.	The	3	next	days	you'll	have	a	
couple	from	Canada.	Then	3	days	you'll	have	this	guy	from	Boston.	Then	
you'll	have	this	girl	with	her	mom	from	Chicago."	That	was	the	first	time	
renting	out.	Repeating	myself,	but	I	know	...	Meeting	new	people,	so	I-	
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Interviewer:	 Did	he	choose	based	on	anything	social	particularly?	Like	if	they	looked	like	
if	they	were	clean	or	if	they	looked	like	they	were	going	to	be	busy?	
	

Speaker	2:	 Definitely	people	who	don't	wreck	the	apartment.	Just	people	that	are	
tidy.	We	never	really	had	2	dudes	that	were	coming	over.	We	have	very,	
what	should	I	say,	people	who	had	very	kind	profiles.	First	we	had	2	girls	
from	Japan,	was	the	first	ones.	Then	the	second	one	was	a	mother	and	her	
daughter.	Then	these	2	couples.	So	pretty	textbook.	That's	also	how	I	
would	imagine	them	branding	themselves.	These	are	the	metrics.	You	can't	
assert	people	through,	on	AirBnb.	It's	like	being	responsible	and	tidy.	
Basically	people	who	you're	comfortable	having	in	your	house.	For	our	
needs,	the	most	important	part	was	people	that	would	take	care	of	the	
place.	At	least	that's	what	I	believe	my	roommate	really	kept	in	mind.	Then	
also	to	some	extent,	he	wanted	people	I	could	have	fun	with	or	I	would	
want	to	have	in	my	apartment.	
	

Interviewer:	 Was	there	anytime	where	you	guys	were	conflicting	in	regards	to	who	you	
wanted	to	have	there?	Did	you	ever	say,	not	these	kind	of	people	again,	or	
more	of	these	people?	
	

Speaker	2:	 No.	When	he	said	a	mother	and	a	daughter	is	coming,	I	was	like,	"Yeah,	
well	I'm	not	really	going	to	be	able	to	go	drink	with	those."	The	whole	
preference	of	tidiness	kind	of	trumped	the	social	preferences	from	my	
side.	
	

Interviewer:	 Okay.	When	you	are	in	someone's	house,	to	what	extent	do	you	consider	
the	social	contact	with	the	host	if	you're	staying	there?	
	

Speaker	2:	 I	think	it's	very	important	because	the	whole	experience	of	AirBnb	is	like	
renting	out	one's	home,	and	if	you	don't	feel	welcome	then	it's	not	going	
to	be	a	good	experience.	To	feel	welcome	you	need	steady,	continuous	
dialog	and	communication	in	a	good	way	with	the	host,	or	interaction.	
Back	to	the	separating	between	what	you're	after,	in	situations	where	
you're	looking	for	social	stimulus	or	whatever,	then	it's	obviously	
important	when	you	travel	alone.	However,	at	other	times	I	don't	want	any	
contact	with	the	host.	I	want	to	feel	like	this	is	my	place.	I	don't	want	to	be	
reminded	that	it's	someone	else's.	[crosstalk	00:10:25].	
	

Interviewer:	 Have	you	been	in	an	example	where	it's	been	a	mismatch	in	expectations?	
Either	when	you	have	been	at	someone's	house,	or	when	you	rented	out	
your	room?	In	terms	of	socializing,	where	you	saw	maybe-	
	

Speaker	2:	 Yeah,	for	sure.	It	goes	both	ways.	My	first	ever	rental	was	as	I	said	to	these	
2	Japanese	girls.	I	just	expected	to	talk	with	them	slightly,	etc.	blah	blah	
blah,	like	speak	some	Japanese	with	them,	blah	blah	blah,	but	it	ended	up	
with	me	just	spending	3	days	with	them.	Most	of	the	days.	Then	the	next	
one	was	these	2	people	from	Canada.	I	was	like,	I'm	the	social	on	the	
“social	wagon”	so	I	was	like,	"Hey,	cool.	I'm	looking	for	someone	to	have	
fun	with."	They	came	there	and	it	was	pretty	obvious	pretty	quickly	that	
they	were	...	First	of	all,	in	comparison	with	the	Japanese	ones,	they	were	
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really	experienced	with	AirBnb	so	they	just	assessed	it	like	any	hotel	room.	
They	asked	me	just	some	questions	in	the	start,	like	practical	information,	
and	then	that's	it.	They	just	did	their	own	thing	for	3	days.	
	

	 That	was	quite	the	opposite,	so	after	that	I	was	a	bit	more	normal.	Then	
suddenly	you	have	this	couple	who	was	super,	really	social	and	want	to	
include	me	in	stuff.	You	have	this	French	lady	who	doesn't	give	a	fuck.	It's		
up	and	down	
	

Interviewer:	 What	do	you	think	they	expected	when	they	came	there?	
	

Speaker	2:	 To	answer	that	question,	the	thing	is	a	lot	of	them	...	The	Japanese	ones	
definitely	did	not	expect	first	of	all	to	have	a	host	that's	a	really	nice	cook	
and	happened	to	speak	Japanese	and	give	them	full	service.	They	were	
very	positively	surprised	in	that	sense.	That	I	actually	bothered	to	try	to	
make	their	stay	good.	I	told	my	friend	he	would	get	5	stars	and	they	did.	
Then	for	the	next	couple,	they're	expecting	to	have	the	opportunity	for	
both	being	able	to	socialize,	but	also	being	able	to	be	alone	if	they	want	to.	
	

	 I	think	in	general,	the	trend	was	more	that	people	would	expect	less	social	
interaction	than	what	they	got.	I	wouldn't	say	that's	a	general	thing	with	
AirBnb	from	what	I've	heard.	I	think	that's	more	my	personality.	
	

Interviewer:	 When	you	were	hanging	out	with	people,	for	example	the	Japanese	girls,	
how	would	you	then	organize,	like	if	you	go	out?	How	do	you	pay	for	that?	
How	do	you	deal	with	utilities?	Like	toilet	paper,	when	you	were	cooking.	
How	did	you	organize	the	payment	then?	
	

Speaker	2:	 Again	I	think	this	is	down	to	my	personality	being	quite	generous.	I	didn't	
pay	much	for	them.	They	were	just	so	happy	that	I	would	actually	spend	
time	with	them.	For	example	we	made	dinner	together.	They	paid,	I	made	
it.	Utilities,	they	didn't	pay	for	that.	They	pay	a	fixed	price	and	utilities	are	
included.	
	

Interviewer:	 Cool.	
	

Speaker	2:	 It's	like	spending	time	with	any	other	strangers,	kind	of.	Later	at	night,	
sure,	I	bought	them	some	beers,	but	in	the	long	run	they	probably	paid	
more	for	me	than	I	paid	for	them.	
	

Interviewer:	 Okay.	Did	you	ever	think	about	that?	
	

Speaker	2:	 Strictly	economically.	In	services,	it's	another	thing.	
	

Interviewer:	 Did	you	ever	think	about	that	while	they	were	there?	About	how	to	
organize	this	thing?	
	

Speaker	2:	 I	remember	their	first	night	very	well	because	I	had	3	friends	which	you	
know,	they	were	doing	their	thing	and	kind	of	wanted	me	on	board,	but	I	
was	with	these	Japanese	girls	and	they	were	just	so	happy	that	I	just	took	
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the	time	to	show	them	the	bike.	I	was	originally	just	going	to	show	them	
the	city	bike,	but	then	I	ended	up	taking	them	to	the	Frederiksberg	park	
and	showing	them	the	elephants	and	all	that.	Then	I	was	supposed	to	
suggest	them	somewhere	to	eat,	but	then	I	just	ended	up	with	the	idea	
popping	up	that	we	should	cook	together.	When	we	went	into	the	store	
then,	I	knew	that	I	was	going	to	make	it.	I	was	the	one	organizing	what	we	
were	to	eat.	I	knew	that	I	was	going	to	cook	it.	It	was	obvious	that	I	weren't	
going	to	pay	for	it.	That	was	also	my	mindset,	not	to	pay	for	it,	because	
that	wouldn't	make	sense	because	I'm	already	far	exceeding	what's	
expected	of	a	host.	Me	actually	paying	...	Maybe	if	I	was	richer.	
	

Interviewer:	 No,	it's	a	good	answer.	Now	we	go	to	after	the	stay.	How	significant	do	you	
consider	your	social	contact	with	the	person	or	the	people	after	the	stay?	
Keeping	in	touch.	
	

Speaker	2:	 One	of	them	is	actually	coming	on	Sunday	and	going	to	stay	for	10	days.	
	

Interviewer:	 Is	the	person	then	paying	for	the	stay?	
	

Speaker	2:	 This	time	she's	not	paying,	no.	
	

Interviewer:	 Okay.	That's	actually	the	next	question	that	you	answered	now.	How	
would	you	organize	if	you	went	to	their	city	or	if	they	came	back?	
	

Speaker	2:	 This	is	not	reflective	of	how	it	usually	goes,	in	this	regard.	
	

Interviewer:	 That's	fine.	
	

Speaker	2:	 We	really	hit	it	off	and	we	kept	in	touch.	
	

Interviewer:	 How?	
	

Speaker	2:	 She	went	to	Norway	afterwards	and	just	started	calling	me.	Pretty	cool,	
pretty	laid-back.	Not	too	much,	but	it	was	still	nice.	Then	we	just	spoke	
more	and	more	I	guess	for	some	time.	Then	it	died	down.	We	just	basically	
kept	in	touch.	She	is	in	Europe	and	she	wanted	to	come	here	too,	and	now	
she's	coming	here.	With	some	of	the	other	ones,	I	have	them	on	Facebook,	
but	we	don't	have	any	contact	now	really.	
	

Interviewer:	 How	important	to	keep	in	touch	is	it	for	you	in	general,	would	you	say?	
	

Speaker	2:	 It	really	depends	on	the	people	you	meet.	It's	also	a	nice	channel	to	
establish	new	friendships	and	connections,	so	it's	really	dependent	on	that.	
Essentially	when	you	are	forced	to	stay	in	this	context	with	people,	or	in	
your	own	home,	you	get	to	know	them	quite	fast.	To	get	back	to	your	
question	of	me	expecting	whether	to	pay	or	...	With	this	girl,	if	I	went	to	
Tokyo,	I	would	expect	to	live	at	her	place	for	free,	but	that's	due	to	other	
reasons.	In	general,	any	of	the	other	hosts	or	guests	that	I	had,	I	probably	
could	crash	their	couch	for	free,	but	I	think	it's	not	...	Or	just	this	1	couple.	
The	majority,	it	would	really	make	sense	that	I	would	also	have	to	pay.	
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Interviewer:	 Yeah.	That	depends	how	well	the	relationship.	

	
Speaker	2:	 Exactly.	Even	though	you	would	be	able	to	live	there	for	free,	you	could	ask	

and	possibly	get	the	positive	answer.	It	still	feels	a	bit	stingy.	
	

Interviewer:	 How?	
	

Speaker	2:	 Like,	they	paid	to	live	in	my	home.	Why	should	I	not	pay	to	live	in	their	
home?	If	you	already	established	a	friendship,	more	than	social	decencies	
since	you're	walking	around	in	the	same	apartment,	there's	a	difference.	
	

Interviewer:	 Good.	When	you	think	back,	are	there	any	economic	aspects	that	you've	
thought	about?	I	should	have	done	that,	maybe?	In	terms	of	not	regrets,	
but	thoughts.	
	

Speaker	2:	 I	think	the	only	thing	that	would	be	relevant	for	me	to	think	about	in	this	
regard	is	the	amount	of	food	I	would	offer	them	for	free.	That's	more	just	
my	personality	again.	If	I'm	making	breakfast,	I	don't	mind…	like	
hypothetical…make	omelettes	slightly	bigger	to	give.	It's	like	what	your	
input	contra	what	you	get	back	is	like,	you	get	a	lot	more	back,	so	no,	not	
really.	For	the	guest,	you	can	see	that	their	perception	is	quite	different.	It	
was	really	important	for	them	to	show	that	they	wouldn't	use	any	of	yours.	
They	would	buy	their	own	stuff	and	they	didn't	even	put	it	in	the	
refrigerator	because	they	thought	they	were	intruding	your	space.	They	
just	put	it	outside.	Whilst	others	were	-	I	don't	care	-	but	others,	they	
would	just	assume	that	obviously	they	could	use	all	the	tea	and	the	oil,	the	
coffee,	and	stuff.	It	varies	to	some	extent.	
	

Interviewer:	 Would	you	describe	that	on	your	page?	Would	they	ask?	
	

Speaker	2:	 No,	I	don't	think	you	would.	The	only	thing	that	makes	sense	is	either	you	
mention	that,	"Feel	like	home	and	use	whatever	you	find,"	or	you	don't	
mention	anything.	If	you	actually	write	that	you	cannot	touch	it	or	you	
can't	do	that…it	kind	of	gives	this	image	of	the	opposite	of	hospitality.	
	

Interviewer:	 If	there	were	anything	particularly	in	regards	to	that,	for	example	if	they	
said	they	used	something	that	they	shouldn't,	or	they	could	take	some-	...	I	
don't	know.	It	could	be	anything	that	you	know	that	you	want	to	tell	them.	
Perhaps	that	you	thought	it	was	a	bit	awkward.	How	would	you	deal	with	
that	situation?	Would	you	rather	tell	them	when	they	were	there,	or	would	
you	just	take	notice	of	it	and	keep	it	in	mind	when	you	write	the	reviews?	
	

Speaker	2:	 You	have	to	again	also	think	that	it's	really,	where	it's	down	to	your	
personal	profile	and	what	kind	of	person	you	are.	Whereas	a	lot	of	people	
would	just	let	it	go,	to	not	interfere	with	the	ambiance	of	the	apartment	
and	their	grander	picture	of	being	hospital	[inaudible	00:23:33]	hospital	
thing,	others	would	let	them	know	in	a	friendly	manner	that	the	coffee	is	
actually	for	example	not	included	and	they	would	have	to	get	their	own.	
I'm	not	going	to	say	that	people	don't	do	it	because	I	met	people	who	do	it.	
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It	really	roots	down	to	your	personality,	again.	
	

Interviewer:	 How	would	you	do	it?	
	

Speaker	2:	 I	would	just	let	them	have	whatever	they	like.	Again,	the	amount	of	effort	
or	the	cost	to	me	and	my	input,	contra	what	I	get	back,	or	if	you	flipped	it	
around,	the	potential	disregard	I	can	get	from	my	actions	in	this	sense,	is	
just	way	too	...	The	difference	is	way	too	big.	I’m	mean,	giving	them	a	cup	
of	coffee	contra	saying,	"Hey,	get	your	own	coffee."	One	scenario,	they're	
like,	"Oh,	thank	you,"	they	[inaudible	00:24:42]	and	they	start	liking	me	
more	or	whatever.	The	other	one	is	like,	"Okay.	This	just	went	from	5	stars	
to	1	star."	
	

Interviewer:	 Exactly.	About	the	stars.	When	you	give	feedback,	what	do	you	focus	most	
on	in	the	feedback?	
	

Speaker	2:	 Obviously	the	social	aspect	is	very	important	in	this	sense.	The	economic	
aspect	is	already	accounted	for	in	the	price,	it's	differently	segmented.	It's	
basically	purely	social,	in	my	own	experiences.	How	the	host	acted,	and	
also	the	tidiness	of	the	place.	This	is	also	related	to	the	economic	aspect.	If	
you	pay	a	very	low	sum,	you	can't	expect	the	Hilton,	but	you	would	still	not	
expect	cockroaches	in	the	bathroom,	for	example.	
	

Interviewer:	 Would	you	write	about	the	expectations	from	an	economic	...?	Like,	"Yeah,	
it	was	value	for	money,"	in	that	sense,	like	mention	both	aspects.	
	

Speaker	2:	 Yeah.	You	would	typically	say	that	if	it	was	a	positive	surprise,	you'd	say	
this	was	very	nice,	it	surprised	me	positively,	it	was	really	cozy	and	well	
furnished	and	blah	blah	blah.	I'm	not	sure	if	you	would	explicitly	write	that	
"for	this	price	it	far	exceeds	it."	
	

Interviewer:	 You've	never	done	it.	
	

Speaker	2:	 When	I	recommended	the	places	I've	lived	in,	it's	just	to	my	subjective	
experience	or	feelings	to	the	...	Just	the	whole	experience,	which	is	based	
on	again,	how	welcoming	the	host	was,	how	social.	This	is	things	I	
appreciate.	Also	tidiness	of	the	place.	
	

Interviewer:	 Cool.	Then	we	go	over	to	more	important	stuff.	How	would	you	describe	
your	own	[impressions	00:27:23]	of	AirBnB?	Is	it	more	casual,	formal?	
	

Speaker	2:	 Depends.	I	can	behave	when	I	have	to.	
	

Interviewer:	 You	ever	write	it	in	your	profile?	
	

Speaker	2:	 Just	very	...	
	

Interviewer:	 Or	when	you	write	people?	
	

Speaker	2:	 When	I	write	people,	I	write	to	them	like	I	would	really	write	a	friend.	It	
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depends.	It	really,	really	depends	again,	on	what	kind	of	...	You	can	get	the	
sense	of	the	host	just	from	the	picture,	what	kind	of	place	it	is,	and	from	
their	description.	You	can	easily	understand	what	kind	of	people	you're	
dealing	with.	Whereas	a	young	person	who	puts	emphasis	on	the	
ambiance	and	social	interactions	in	their	apartment,	I	would	engage	a	
friend	and	play	on	the	thing,	just	be	really	outgoing	and	friendly,	blah	blah	
blah.	Whereas	others	where	it's	obviously	they're	not	even	going	to	stay	
there	or	they	just	need	the	income,	then	I	just	slightly	more	formally	where	
I	put	emphasis	on	my	capabilities	of	being	silent	...	Not	silent,	but	you	
know,	tidy-	
	

Interviewer:	 You're	back	to	the-	
	

Speaker	2:	 Exactly.	
	

Interviewer:	 [crosstalk	00:28:58]	going	to	interact	with.	
	

Speaker	2:	 Yes,	for	sure.	
	

Interviewer:	 Cool.	What	cues	do	you	use	to	attract	a	host	if	you're	the	one	to-	
	

Speaker	2:	 When	I'm	looking	for?	
	

Interviewer:	 Yeah.	
	

Speaker	2:	 Yet	again	it's	contextual	on	what	you're	after	with	the	whole	journey	or	
traveling.	Sticking	to	the	pattern	we've	had	so	far	with	single,	like	a	
lonesome	rider,	contra	a	group	where	the	emphasis	is	on	the	group.	For	
the	lonesome	rider,	I'm	definitely	looking	for	someone	who's	seemingly	
open-minded	and	inclusive	and	just	socially	capable.	On	the	other	part,	it's	
not	much	about	the	host	because	I'm	not	going	to	rent	a	place	where	I	
expect	the	host	to	be.	If	the	host	was	there	too,	then	actually	the	same.	I	
would	just	want	someone	who's	not	going	to	be	a	liability	for	the	group.	
Just	be	welcoming.	
	

Interviewer:	 Have	you	experienced	any	unexpected	events?	Besides	you	mentioned	
back	when	you	came	to	Miami,	it	was	[more	than	00:30:37]	guests	there.	
Have	you	had	other	experiences	where	you	...	It	does	not	have	to	be	
negative	or	positive,	but	it	could	just	be	like,	"Oh,	I	didn't	know	this	was	
how	it	worked.	Hmm."	Just,	"Ah,	interesting.	I'll	just	have	to	adjust	this."	
	

Speaker	2:	 That	was	one	of	the	first	one.	Then	I	had	lots	of	interaction	with	the	
homeowner.	Lots	of	other	people	here.	This	is	not	a	hotel.	This	is	a	pretty	
random	back	alley	in	South	Beach.	It	happened	a	lot	of	random	stuff	in	that	
house,	but	I	don't	think	that's	relevant.	To	move	onto	my	next	one,	it	was	
actually	in	Japan.	I	had	a	couple	of	friends	coming	over	and	we	wanted	to	
rent	a	place	a	bit	more	central	from	where	I	lived	in	Tokyo	at	the	time.	I	
was	really	positively	surprised	about	the	location.	It	was	ridiculous,	
because	you	would	not	find	other	hotels	that	central.	It	was	one	of	the	
best	locations	in	Tokyo,	or	one	of	the	most	liveliest	areas.	
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Interviewer:	 Price	was?	

	
Speaker	2:	 Price	was	super	affordable.	

	
Interviewer:	 How	was	the	host	there?	

	
Speaker	2:	 That's	the	thing.	We	were	supposed	to	meet	the	host	in	front	of	the	train	

station,	but	I	couldn't	find	them	when	we	were	there	at	the	time.	I	didn't	
have	internet	so	I	had	to	run	to	7-Eleven	and	write,	"Hey	dude,	where	are	
you?"	Then	I	went	back	again	because	he	hadn't	written.	Then	we	stood	
there	more.	While	my	friends	stood	there.	We	just	didn't	find	him.	I	went	
back	in	the	7-Eleven,	and	then	he	had	written	me,	"Hey	guys,	I	stood	there,	
I	couldn't	find	you.	What	I	did,	I	just	laid	the	keys	under	the	doormat,"	or	
something	similar,	in	front	of	the	apartment.	So	we	had	absolutely	no	
interaction	with	this	guy.	It	was	actually	only	2	rooms	so	he	was	not	
supposed	to	be	there.	He	was	just	supposed	to	show	us	around.	That	was	
surprising,	that	you	can	get	these	types	of	apartments	for	that	price.	
	

Interviewer:	 How	do	you	represent	yourselves	to	him	when	you	arrived,	[brought	him,	
00:32:54]	do	you	remember?	
	

Speaker	2:	 Very	simple.	Mostly	it's	very	simple.	If	it's	available,	to	my	understanding	
it's	not	really	that	selective	or	competitive	to	actually	get	you	in,	as	long	as	
it's	open.	This	obviously	is	related	to	the	demand	of	the	room.	If	it's	a	lot	of	
demand,	you're	in	the	position	where	you	can	select,	but	I	just	ask.	We	
were	true	dudes.	You	wouldn't	want	us	in	your	apartment,	to	be	honest,	
but	I	still	brought	him	and	he	was	like,	"Yeah	sure,	of	course,"	blah	blah	
blah.	
	

Interviewer:	 You	wouldn't	have	wanted	us	here.	Would	you	have	rented	out	to	
yourself?	
	

Speaker	2:	 If	I	would	rent	out	to	myself?	
	

Interviewer:	 Yeah.	
	

Speaker	2:	 Yes,	I	would.	I'm	a	decent	man.	If	I'm	in	a	position	where	I	should	behave,	I	
behave.	If	I'm	in	a	position	where	it's	a	bit	more,	just	say	elbow	space,	then	
...	
	

Interviewer:	 I	was	just	joking.	I	thought	in	my	...	to	you	guys	at	all.	
	

Speaker	2:	 [crosstalk	00:34:14].	
	

Interviewer:	 In	your	own	words,	what	role	do	you	see	AirBnB	to	have	in	all	this?	In	the	
relationship	between	the	buyer	and	seller?	
	

Speaker	2:	 As	you	said	earlier,	they	just	function	as	the	platform.	They	function	as	the	
mediary	for	where	buyers	and	sellers	can	get	in	contact,	and	provide	a	
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mean	for	them	to	communicate	and	also	assert	each	other.	It's	kind	of	cool	
in	the	sense	because	this	ranking	systems.	You	get	these	incentives	to	both	
behave,	from	both	sides.	They	essentially	create	a	really	nice,	functioning	
relationship	between	buyer	and	seller,	and	provide	this	environment	or	
this	framework	for	how	to	behave,	kind	of.	If	you	go	out	of	these	lines,	you	
get	a	punishment	to	some	sense,	that	you	get	a	lower	rating.	Not	
necessarily	a	punishment,	but	it	surely	doesn't	help	your	image.	
	

Interviewer:	 No.	Do	you	see	them	having	a	more	passive	role	or	a	more	active	role?	
	

Speaker	2:	 AirBnB?	
	

Interviewer:	 Yeah.	
	

Speaker	2:	 They	have	a	passive	role.	They're	obliged	to	continuously	make	the	
platform	better,	but	in	the	end	of	the	day	it's	just	a	platform.	It's	the	buyer	
and	the	seller	who	needs	to	be	active	here.	AirBnB,	their	only	responsibility	
is	to	keep	maintaining	this	whole-	
	

Interviewer:	 In	what	ways	are	they	present	during	the	process,	do	you	see	them?	If	you	
think	about	before,	were	they	present?	
	

Speaker	2:	 They	are	present	in	the	sense	they	give	you	all	the	information	you	need.	
They	follow	up.	They	give	you	information	about	the	deadlines	and	they	
also	follow	up	after	and	remind	you	that	you	have	to	rate	this	person	and	
write	the	review.	Without	AirBnB	in	this	sense,	you	wouldn't	basically	do	
your	review.	Back	to	the	point,	they're	really	maintaining	and	making	this	
whole	platform	function.	A	seller's	not	going	to	tell	the	buyer,	"Hey	man,	
did	you	like	me?"	After,	send	an	email,	"Could	you	give	me	5	stars?"	It's	
essential	for	AirBnB,	this	like..rating	system	for	it	to	function.	It's	important	
that	people	use	it.	Their	role	in	this	sense	is	to	make	sure	that	people	use	it	
by	following	up	and	also	giving	incentives	to	do	it.	If	they	just	asked	you	to	
do	it,	then	a	lot	of	lazy	people	would	be	like,	blah	blah	blah.	Since	they	
created	this	system	where	people	rate	you,	then	you	feel	somewhat	
obliged	to	rate	them.	
	

Interviewer:	 Has	there	been	an	incident	where	people	have	not	rated	you?	
	

Speaker	2:	 Not	rated	me?	
	

Interviewer:	 Not	rated	you	at	all,	and	you	didn't	rate	them	back.	How	did	that	happen?	
	

Speaker	2:	 Yeah,	for	sure.	In	Japan,	but	it	was	just	due	to	laziness.	
	

Interviewer:	 You	didn't	rate	him,	or	he	didn't	rate	you?	
	

Speaker	2:	 I	don't	remember.	I	think	this	one	guy,	I	didn't	meet	him	at	all.	It	was	like	
my	second.	Also	my	first	time.	She	just	wrote	super	positive	about	me	and	I	
didn't	write	anything	back	because	I	wasn't	in	a	very	great	place	after	my	
Miami	trip.	
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Interviewer:	 Okay.	It	hasn't	happened	that	no	one	rated	you	back?	

	
Speaker	2:	 No.	It's	kind	of	a	buyer's	market.	It's	more	important	for	the	sellers	to	have	

a	good	ranking	because	this	is	one	of	the	metrics	that	we	buyers	assert	his	
apartment	[inaudible	00:39:17].	As	I	told	you	earlier,	we	have	the	location	
and	we	have	the	price,	but	even	though	the	location	and	price	is	stellar,	
we're	not	going	to	go	for	a	place	which	has	2	stars	or	1	star.	
	

Interviewer:	 Interesting.	
	

Speaker	2:	 It's	more	incentivized	for	the	sellers	to	strive	for	good	ratings.	
Interviewer:	 Okay,	and	of	the	buyer,	do	you	think	the	sellers	don't	care	that	much?	

Because	it's	their	house.	
	

Speaker	2:	 Sure.	To	some	extent,	but	they	wouldn't	want	any	1	or	2	stars	in	their	
apartment.	As	I	said	earlier,	it's	not	as	selective.	Normally	the	dates	are	
super	flexible.	Let's	say	you	have	10	days.	You're	most	likely	not	going	to	
get	1	couple	that	stay	there	for	10	days.	If	it's	in	a	big	city,	then	you're	just	
going	to	have	people	come,	stop	by	for	2	or	3	days	and	then	fuck	off.	Then	
you	will	need	3	people	to	come	here	for	those	3	specific	days	and	checkout	
at	12.	Then	you	would	have	3	others,	they	would	come	right	after.	Then	
perhaps	2	and	then	another	2.	It's	like	you	just	want	people	that	can	come	
in	this	time	slot.	It's	rare	to	have	a	lot	of	competing	buyers	for	these	same	
special	days.	If	they	do,	then	definitely	ranking	is	what	you	go	for.	It's	
important	from	both	sides,	but	I	still	think	it's	a	buyer's	market	and	it's	
more	important	to	have	good	rating	for	a	seller.	Thus,	the	seller	is	more	
incentivized	to	rank	the	buyer	and	preferably	with	a	high	rating	so	they	can	
get	a	high	rating	back.	That's	also	interesting	point	because	if	you	rate	the	
buyer	low,	then	it's	risky	because	then	the	buyer	can	also	fuck	you.	
	

Interviewer:	 Do	you	think	there	is	a	bit	of	not	politics	there,	but-	
	

Speaker	2:	 There's	a	lot	of	stubbornness	and-	
	

Interviewer:	 That's	quite	interesting	that	it's	not	as	genuine	as	you	think.	
	

Speaker	2:	 No.	It's	also	very	strategic	to	some	extent.	Essentially	it's	all-	
	

Interviewer:	 Quite	fun,	actually.	I	never	really	used	AirBnB.	
	

Speaker	2:	 If	you	go	through	the	roots,	it's	profit	driven.	You	only	rent	out	to	earn	
money.	Use	AirBnB,	sure,	to	some	extent	because	you	can	get	some	nice	
apartments	blah	blah	blah	that's	unique,	but	also	mostly	because	of	the	
price.	We	do	decide	all	of	this	by	price.	The	point	I	was	going	to	...	What	did	
I	speak	about?	
	

Interviewer:	 You	were	talking	about	this	politics,	or	the	strategy	of	rating	each	other.	
how	that	might	not	be	so	genuine	as	you	think	
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Speaker	2:	 Exactly.	
	

Speaker	2:	 No,	because	these	ratings	are	directly	linked	to	your	ability	to	earn	money,	
so	you	are	strategic	about	it	primarily.	
	

Interviewer:	 Yeah,	obviously.	
	

Speaker	2:	 Even	though	you	might	not	know	it	or	like	to	showcase	it,	but	that's	the	
way	it	is.	
	

Interviewer:	 I	actually	think	that	was	my	last	question.	
	

Speaker	2:	 Sweet.	Did	it	suffice?	
	

Interviewer:	 Yeah.	It's	good.	
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Appendix 6: Magda  

Interview	5		
Participant:	Magda	
Location:	home	of	participant		
Duration:		36:08	(17	min	smalltalk,	introduction	and	brief)	
Date:	18.10.16	
Recorded	with	mobile	phone	
	
 
Interviewer:	 Could	you	please	explain	how	you	determined	a	reasonable	price	for	your	

listing?	
	

Magda:	 Actually,	when	I	first	opened	my	profile,	I	just	asked	my	friends,	"What's	
the	price?"	Then,	I	was	searching	for	similar	accommodation	myself	and	I	
looked	at	what	kind	of	price	people	set	up.	I	was	new	a	couple	of	months	
ago,	I	didn't	really	put	price	a	little	bit	because	I	didn't	have	reviews.	I	was	
like,	"Okay,	that's	the	price	range,	five	hundred,	six	hundred	for	this	kind	of	
flat	in	this	area."	I	made	it	cheaper	in	the	beginning,	like	four	hundred,	so	I	
ensured	that	people	would	rent	it	out.	Sometimes,	I	also	used	the	
suggestions	on	the	page,	but	the	price	suggestions	on	Airbnb	are	also	very	
low.	For	example,	two	hundred	and	fifty	for	my	studio	apartment,	and	I	
know	I	can	rent	it	out	for	five	hundred.	
	

Interviewer:	 Why	do	you	think	they	set	it	so	low?	
	

Magda:	 I	don't	know.	I	think	Airbnb's	goal	is	to	really	ensure	that	it's	going	to	be	
rented	out	one	hundred	percent	because	they're	earning	money,	so	I	think	
they're	lowering	down	the	prices.	Maybe	something's	wrong	with	the	
algorithm.	My	place	is	like	a	city	center,	but	it's	a	village	in	a	city	center,	so	
it's	kind	of	far	away	from	actual	Strøget	and	stuff	like	that.	Now,	when	I	
have	reviews	and	people	liked	it,	then	I	increase	the	price.	It	depends.	For	
the	weekends	it's	more	expensive	than	normal	weekdays.	
	

Interviewer:	 In	what	ways	do	you	consider	certain	social	aspects	when	picking	an	offer,	
deciding	on	who	can	rent	it?	
	

Magda:	 The	social,	you	mean	what	kind	of	person	I	let	into	my	place?	
	

Interviewer:	 Yeah.	What	kind	of	social	cues	do	you	look	for	in	the	people	that	request	to	
rent	it?	
	

Magda:	 The	first	think	I	look	for	is	how	they	write,	what	kind	of	message	they	
construct.	Is	it	nice?	Is	it	long?	What	about	the	grammar	that	they	use?	It's	
very	important.	Then,	I	look	at	the	photos.	Some	people,	they	post	such	
bad	photos.	One	girl,	she	wanted	to	rent	out	last	month.	Her	profile	picture	
was	like	a	Tinder	kind	of	picture.	You	know,	from	the	back,	you	could	see	
her	ass.	
	

Interviewer:	 No.	
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Magda:	 Yeah.	I	was	like,	"Seriously,	you	want	to	stay	in	my	place?"	I	cannot	let	

people	like	this	in.	The	most	important	thing	is	how	they	construct	the	
message.	
	

Interviewer:	 What	would	they	write	that	you'd	look	for?	What	kind	of	information	
would	they	provide	that…?	
	

Magda:	 First	of	all,	they	start	off	by	saying,	"I	really	like	your	place.	It	would	be	nice	
if	you	could	host	us.	We	are	a	couple	from	Southern	France	and	we're	
studying"	and	what	they're	doing.	They're	kind	and	they	provide	basic	
information	in	a	nice	way.	I	also	had	this	experience	with	a	guy	from	
England.	He	wrote	me	a	message,	"Hey,	I'm	coming	on	Friday	at	twelve.	Is	
that	okay?"	"Of	course	it's	not	okay!	How	do	you	expect	me	to	give	you	my	
place?"	That's	the	most	important	thing.	
	

Interviewer:	 They	have	to	send	a	message	before	they	book?	
	

Magda:	 Actually,	I	don't	know.	I	think	they	have	to.	You	request	booking,	and	then	
there	is	an	option,	"Send	message."	They	always	fill	it	out.	They	always	fill	
it	out.	Actually,	myself,	I've	never	booked	a	place,	so	I	don't	know,	but	I	
think	think	that's	how	it	is.	
	

Interviewer:	 This	might	be	a	bit	irrelevant,	but	I	will	ask	anyway.	To	what	extent	do	you	
consider	the	social	contact	with	the	guest	during	the	stay?	
	

Magda:	 Actually,	from	my	experience,	because	I'm	not	in	the	flat	when	they're	
there	...	I	always	make	sure	that	they	have	my	number	or	my	international	
number	when	I	travel.	Very	often,	they	contact	me	during	their	stay	and	
they	ask	me	about	different	things,	like,	"How	do	I	do	laundry?	Do	you	
have	this	in	your	place?	Where	can	I	find	extra	blankets?	What's	the	
internet	code	again?"	They	can	always	call	me.	It	happened	a	couple	of	
times	where	they've	been	calling	me	asking	stuff	or	sending	messages.	
	

	 Actually,	people	are	nice.	They	always	send	a	goodbye	message	on	my	
phone.	Not	all	of	them,	but	a	majority.	I	just	have	very	good	experiences.	
Like,	"Hey,	Magda.	We	just	dropped	the	key	to	your	neighbours.	We	just	
checked	out,	it	was	very	nice.	We're	heading	to	the	airport."	I	was	like,	
"That's	cool.	Have	a	safe	flight."	When	they	stay	for	a	longer	time,	for	
example	ten	days,	after	a	couple	of	days,	I	always	send	a	message	to	them	
asking	if	everything	is	okay.	
	

Interviewer:	 You	send	a	message	first?	
	

Magda:	 Yeah.	Sometimes,	I	do	if	it's	a	long	stay.	If	it's	just	over	the	weekend,	then	I	
don't.	Just	at	the	very	end,	before	they	check	out,	I	send	a	message.	
Sometimes,	they	send	a	message.	It	depends.	I've	had	two	long	stays	so	
far.	After	a	couple	of	days,	I	send	a	message,	just	to	make	sure	everything	
is	fine.	
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Interviewer:	 How	do	you	think	they	see	this	message?	
	

Magda:	 I	think	people	are	really	happy	that	you	care	for	them.	I	treat	them	as	
friends,	but	customers.	
	

Interviewer:	 Describe	that	relationship.	
	

Magda:	 In	the	beginning,	when	I	didn't	have	any	reviews,	I	knew	that	you	have	to	
be	nice	to	people	so	that	they	can	give	you	good	reviews	so,	in	the	long	
term,	you	can	increase	the	price	and	stuff	like	that.	
	

Interviewer:	 Then,	you	also	see	them	a	bit	as	friends.	How?	
	

Magda:	 When	I'm	talking	to	them	before	they	check	in,	I	send	them	very	friendly	
messages,	"How	can	I	help	you?	If	you	have	any	questions	about	anything,	
what	to	do	in	Copenhagen	or	where	to	rent	a	bike	or	how	to	get	from	the	
airport,	just	tell	me."	I	just	try	to	be	constructive	in	a	nice	way	so	it	doesn't	
feel	like	a	transaction.	Like	friends,	like	a	person	you	can	trust.	Just	being	
nice,	that's	it.	It's	not	like	I'm	thinking	about	it.	Being	nice	has	a	big	part.	I	
expect	the	same	from	them.	When	they	want	to	rent	out	the	place,	I	
expect	them	to	be	nice.	
	

Interviewer:	 Has	there	been	a	situation	where	there	has	been	a	mismatch	in	
expectations	between	you	and	the	guest?	
	

Magda:	 Yeah.	Of	course.	When	I	get	feedback,	they	always	write	private	feedback	
to	me.	"We	thought	the	place	was	bigger,"	for	example,	or,	"You	didn't	
have	a	vacuum	cleaner	and	I	had	to	clean	the	floor."	Sometimes,	they	leave	
me	a	private	feedback	so	that	I	can	incorporate	it	in	my	offering.	When	
somebody	checks	in,	I've	never	had	a	message	saying,	"Oh	my	god.	This	
place	is	not	as	you	stated."	I've	never	had	this.	
	

Interviewer:	 Why	do	you	think	that	they	would	write	that	only	in	the	private	message	
and	not	in	the	public	message?	
	

Magda:	 Honestly,	I	think	maybe	they	just	like	me.	I	don't	know.	I	don't	have	an	
answer	for	this.	I've	never	had	to	write	a	review	for	somebody	else.	
Actually,	of	course,	I'm	doing	the	same	thing.	When	I	have	to	review	them	
as	my	guests,	I	would	say	they	were	nice	and	the	communication	was	nice,	
but	then	in	the	private	I	would	say,	"You	know,	the	clothes	were	very	dirty	
when	I	came	in."	Maybe	it's	just	me.	Then	again,	I've	never	had	a	really	bad	
experience	with	my	guests.	If	it	was	really	bad,	unacceptable,	I	would	
definitely	write	something	to	warn	other	people.	I	just	don't	have	
experience	with	that.	
	

Interviewer:	 What	do	you	think	would	be	a	threshold	for	when	you	would	write	
something	bad	in	their	review?	
	

Magda:	 In	my	offering,	I	stated	clearly	...	My	floor	is	white	and	I	said,	"If	you	stain	
the	floor	with	wine,	with	oil,	with	anything,	you	have	to	remove	the	stain."	
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That's	the	number	one	rule	of	my	house.	If	I	came	into	the	place	and	I	saw	
an	oil	stain	in	the	middle,	I	would	be	furious.	I've	warned	people	about	
what	they	cannot	do,	but	it	never	happened.	The	only	one	time	when	the	
floor	was	really	dirty,	but	it	was	from	shoes,	they	were,	apparently,	walking	
in	their	shoes	inside.	It	wasn't	very	bad.	
	

Interviewer:	 People	will	write	more	honest	private	messages	on	their	reviews?	
	

Magda:	 They	definitely	do.	I	know	my	other	friends	have	different	experiences.	
	

Interviewer:	 How?	
	

Magda:	 Maybe	Tina	will	tell	you,	but	if	a	person	really	didn't	like	the	place,	I	saw	
the	comment,	it	was	one	page	long	describing	everything	that	was	wrong	
with	the	place.	
	

Interviewer:	 On	the	public	message?	
	

Magda:	 It	was	public.	It	was	so	long	and	so	bad,	to	the	point	that	I	couldn't	even	
read	it	because	it	was	so	bad.	I	felt	really	sorry	for	the	person,	but	it	wasn't	
me.	It	wasn't	her	fault,	actually.	
	

Interviewer:	 That's	just	funny.	
	

Magda:	 That	happened	actually.	People	do	write	mean	comments.	
	

Interviewer:	 Do	you	think	that	the	way	that	you	communicate	with	them	effects,	then,	
how	they	write	their	message?	
	

Magda:	 Maybe.	
	

Interviewer:	 How	much?	To	what	extent?	
	

Magda:	 I	don't	know.	I	think,	in	human	interaction,	if	somebody	is	nice	to	you	and	
taking	care	and	you	know	you're	being	taken	care	of,	then	it's	harder	for	
you	to	be	negative	about	that	person.	That's	how	i	understand	human	
interactions.	Also,	I'm	very	honest.	If	there's	something	lacking	in	my	place,	
I	just	write	it	to	them.	
	

Interviewer:	 Before,	or	in	your	profile?	
	

Magda:	 Before	they	check	in.	On	my	profile	as	well.	At	the	beginning,	I	had	an	
internet	problem.	I	didn't	have	a	line	connected	internet.	My	listing	was	
like,	"Internet	problems.	You	have	you	use	mobile	internet"	or	something	
like	that.	I	wrote	stuff	like	that	on	my	listing.	
	

Interviewer:	 Have	you	had	an	experience	during	the	star	or	afterwards	where	there's	
been	a	situation	where	utilities	that	they	couldn't	use	were	used,	and	then	
you	couldn't	charge	it?	Has	there	been	an	incident	about	money	that	you	
thought	about	during	or	after	the	stay?	
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Magda:	 Actually,	I've	never	had	this	experience	where	they	used	something	they	

couldn't.	I	always	say,	"Feel	like	you're	at	home	and	use	the	things	that	you	
would	normally	use	if	you	were	living	in	your	own	apartment."	Actually,	
sometimes,	I	leave	my	laptop	inside.	You	cannot	see	it,	but	if	you	go	
through	my	stuff,	my	closet,	there's	a	lot	of	private	things	I'm	leaving	there,	
documents	and	camera,	laptop	sometimes.	It	was	never	ever	used.	It's	a	
little	bit	reckless,	maybe	I	should	put	it	in	the	basement.	
	

Interviewer:	 Why	don't	you?	
	

Magda:	 Maybe	I'm	reckless.	I	trust	my	guests.	It's	ridiculous	because	I	don't	know	
them.	I	cannot	know	that	nothing	is	going	to	happen.	Nothing	happened,	
so	far.	
	

Interviewer:	 Have	you	met	any	of	the	guests?	
	

Magda:	 Yes.	I	did.	Even	last	week,	I	was	renting	for	a	weekend.	I	met	them	in	my	
place,	I	handed	the	keys	to	them.	I	was	showing	them	the	apartment.	I	was	
just	telling	them	that	they	can	use	everything,	just	not	my	private	stuff,	of	
course,	not	my	clothes,	that's	so	obvious.	They	were	just	laughing,	like,	
"Yeah,	sure."	I	told	the	guy,	"If	you	really	want	to	look	like	a	girl,	then	
whatever."	I	just	turned	it	into	a	joke.	They	were	really	nice	people.	
	

Interviewer:	 How	do	you	think	that	makes	them	feel?	
	

Magda:	 They	were	laughing	so	much.	I	just	tried	to	be	funny.	I	think	they	were	
satisfied.	They	even	sent	me	a	message	when	they	were	checking	out.	It's	
nice.	Some	people	are	so	sweet.	I	had	this	French	couple	a	couple	of	
months	ago.	When	they	were	checking	out,	they	left	me	a	postcard	with	a	
note	and	they	left	a	bag	of	weed	that	they	bought.	They	were	like,	"I	don't	
know	if	you	smoke,	but	we	cannot	take	this	on	a	plane."	They	would	leave	
me	small	money,	like	change	that	they're	not	going	to	use	in	other	
countries.	It	happens	very	often.	These	French	people	were	the	best.	When	
I	saw	the	weed	on	the	table,	I	was	like,	"Really?"	
	

Interviewer:	 That	is	so	cool.	
	

Magda:	 Yeah.	It's	nice.	
	

Interviewer:	 When	you	give	feedback,	what	do	you	base	that	on?	
	

Magda:	 I	base	it,	mainly,	on	two	things.	First,	the	communication.	Then,	how	the	
place	looks	after	they	check	out.	If	it's	really	a	mess	...	
	

Interviewer:	 What	about	communication?	What	do	you	write	about?	
	

Magda:	 If	the	communication	was	fast	or	friendly,	how	it	was.	Sometimes,	people	
cannot	answer	very	fast,	but	they	just	explain,	"Sorry,	I	was	working	and	
was	busy."	
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Interviewer:	 Why	do	you	expect	people	to	answer	fast?	

	
Magda:	 In	a	reasonable	time,	I	guess.	By	reasonable,	I	mean	within	one	day.	Once,	

there	was	a	girl,	she	was	checking	our	on	Friday,	I	sent	her	a	message	on	
Monday.	Then,	she	didn't	answer	until	Thursday.	That	was	too	long.	
	

Interviewer:	 What	happened	then?	
	

Magda:	 Nothing.	She	just	said,	"I'm	sorry."	It's	fine	with	me,	it's	just	that	sometimes	
it	feels	like	...	I	was	worried	that	maybe	something	happened	to	her.	I	don't	
know	why	she	didn't	answer.	She	was	supposed	to	be	in	Copenhagen,	but,	
"Is	she	coming?	Maybe	she	changed	her	plans."	That's	why	I	like	people	to	
answer	within	a	day.	
	

Interviewer:	 Would	you	mention	anything	about	the	economic	aspects,	in	any	way,	in	
the	feedback?	
	

Magda:	 Economic	meaning?	
	

Interviewer:	 Could	be	whatever.	
	

Magda:	 No.	The	money	transaction	is	set	up	before.	I	know	how	much	they're	
going	to	pay	and	their	credit	card	is	charged	the	moment	they	check	in.	It's	
my	decision	how	much	I	charge	for	a	place.	
	

Interviewer:	 Can	they	negotiate	it?	
	

Magda:	 They	can.	
	

Interviewer:	 Has	that	happened?	
	

Magda:	 That	happened.	Then	I	agreed	to	lower	the	price,	because	they	wanted	to	
stay	for	six	days	or	something	like	that,	but	then	they	changed	their	mind,	
so	it	never	actually	happened.	Then,	I	had	one	situation	when	I	was	going	
to	travel	for	two	weeks.	I	went	to	the	place	for	five	days	first,	and	then	it	
was	still	available,	so	somebody	else	would	rent	it	out.	I	left	the	key	with	
my	friends	in	Copenhagen.	I	said,	"Maybe	somebody's	going	to	rent	out	my	
place,	so	please	could	you	give	them	the	key	if	they	want	to."	
	

	 There	was	a	Swedish	girl	who	wanted	to	rent	out	the	place	for	five	
hundred	per	night.	I	told	her	that,	"Okay,	you	can	rent	out	my	place,	but	
there's	another	couple	now.	They're	going	to	check	out	before	you	come	
in,	and	I	don't	know	if	the	place	is	going	to	be	clean	or	not.	You'll	have	to	
clean	it	and	then	you'll	have	to	change	the	bed	sheets."	I	described	
everything.	"I	don't	know	if	you're	still	interested	in	the	offer.	I	want	to	give	
you	a	discount."	I	wanted	to	give	her	a	three	hundred	kroner	discount	for	
that	inconvenience.	I	asked	her,	"Do	you	agree?	I	can	send	you	a	special	
offer."	Then,	she	said,	"No,	that's	fine.	I	was	like,	no,	just	give	me	your	
mobile	pay	or	something,	I	can	send	it	back.	There's	three	hundred	to	you	
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as	I	promised	because	you	had	to	change	those	bed	sheets	yourself."	She	
was	like,	"No,	it's	fine."	She	never	wanted	that	money.	It	was	weird.	
	

Interviewer:	 Why	do	you	think	that?	
	

Magda:	 I	don't	know.	I've	never	seen	this	girl,	maybe	she	juts	didn't	care	about	the	
three	hundred.	
	

Interviewer:	 If	she	doesn't	care	about	money,	why	do	you	think	she	rents	at	Airbnb	
then?	
	

Magda:	 You're	right.	Maybe	the	place	was	clean.	I	don't	know.	
	

Interviewer:	 She	stayed	only	one	night?	
	

Magda:	 No.	She	was	staying	for	four,	five	nights.	If	it	was	me,	I	would	take	the	
discount.	I	think	it's	normal.	I	didn't	have	a	chance	to	prepare	the	flat,	
clean	it.	I	think	it	was	a	fair	offer.	She	didn't	want	it,	I	was	like,	"Whatever.	
It's	not	my	problem."	Then,	actually,	she	didn't	want	to	give	me	a	review.	I	
don't	know.	I	also	know	that	she	was	probably	a	first	time	user,	because	
she	was	a	member	from	August	2016.	Maybe,	then,	she	decided,	
"Whatever.	I'm	not	going	to	use	Airbnb	much."	
	

Interviewer:	 Did	you	give	her	a	review?	
	

Magda:	 I	don't	even	remember.	I	don't	know.	
	

Interviewer:	 How	is	the	review	system	working?	You	both	give	each	other	a	review,	and	
then	you	can	see	each	other's	review?	
	

Magda:	 Actually,	I	think	you	are	reminded	by	Airbnb	that	you	have	two	weeks	to	
give	the	review.	Then,	you	can	write	your	review.	If	the	other	person	writes	
a	review	as	well,	then	you	can	see	it	instantly.	If	you	don't	write	a	review	
and	the	other	person	wrote	a	review,	it's	going	to	appear	on	your	profile	
after	some	time.	
	

Interviewer:	 Can	you	write	a	review	after	you	read	someone's	review	of	you?	
	

Magda:	 You	can	answer	the	review.	There's	an	option	to	comment	on	the	review.	I	
never	used	it.	I	think	if	somebody's	really	mean	to	you,	when	you	disagree	
you	can	explain	the	situation,	how	it	was	from	your	perspective	so	that	
other	people	can	judge	themselves.	I	think	it's	fair,	because	everything	is	so	
subjective.	For	example,	the	size	of	my	studio.	I	say,	"It's	a	studio	place."	In	
my	mind,	it's	a	studio	place,	it's	small,	one	room.	I	think	photos	show	that.	
It's	small.	It's	okay	size.	Then,	maybe	somebody	else	thinks	"studio,"	
maybe	a	flat	in	New	York.	Maybe	that's	what's	a	studio	for	them.	You	know	
what	I	mean?	
	

Interviewer:	 Yeah.	
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Magda:	 Maybe	they	just	have	a	different	perception	of	what	"studio"	means.	
Maybe	a	studio	is	one	hundred	square	meters	for	them.	You	don't	really	
know	what	other	people	assume.	
	

Interviewer:	 Now,	we'll	talk	about	your	profile.	How	would	you	describe	your	own	
presence	on	Airbnb?	
	

Magda:	 My	own	presence?	
	

Interviewer:	 In	what	ways	do	you	think	that	the	social	representation	of	you	matters	for	
the	people	looking	for	your	flat?	
	

Magda:	 I	think	it	matters	because	you	have	to	build	credibility.	When	I	was	creating	
it,	I	did	it	spontaneously.	It	was	more	of	a,	"What	makes	sense?	What	
should	I	put	on	my	profile?"	I	just	tried	to	do	my	best	to	describe	the	area	
and	describe	the	apartment.	Then,	you	also	have	this	thing	to	describe	
yourself.	You	shouldn't	write,	"I	like	horror	movies."	You	write	something	
that	people	can	trust,	like,	"I'm	a	masters	student."	
	

Interviewer:	 How	would	you	describe	your	profile,	more	formal	or	casual?	
	

Magda:	 I	think	it's	more	casual.	I	describe	my	flat	like,	"It's	cozy	and	you	can	light	all	
the	candles	and	experience	Danish	hygge."	That's	one	of	the	sentences	I	
use.	It's	casual.	When	I	was	writing	about	it,	I	didn't	think,	but	now	I	think	
I've	tried	to	create	an	experience,	that	feel.	
	

Interviewer:	 Coziness	is	a	word	that	you	...	
	

Magda:	 The	coziness,	yeah.	I	use	"hygge"	because	it's	the	Danish	coziness.	
	

Interviewer:	 What	kind	of	people	do	you	think	are	attracted	by	your	profile?	
	

Magda:	 Younger,	mid	twenties,	thirties.	I	only	had	two	requests	from	people	that	
were	older,	meaning	fifty	plus	and	married	couples.	I	don't	think	I	would	
like	to	rent	the	place	for	older	couples,	just	because	it's	located	in	a	
dormitory.	They	would	stick	out.	If	somebody	sees	them	in	the	corridor,	
that	would	be	weird.	Sometimes,	students	have	parties	in	the	common	
room.	I	know	they	wouldn't	feel	comfortable.	Even	though	my	place,	it	
doesn't	look	like	a	dormitory	place,	it's	just	a	normal	apartment,	I	don't	
think	they	would	feel	comfortable	with	youngsters,	so	I	wouldn't	accept	it.	
	

Interviewer:	 You	used	the	words	"hygge"	or	"cozy."	What	other	kind	of	key	words	do	
you	use	that	you	think	attract	people,	like	descriptions?	
	

Magda:	 That	it's	a	"unique	area."	That's	my	line.	"It's	unique	and	it's	close	to	the	
center.	Ten	minutes	by	bike	from	downtown."	I	think	it's	a	big	one,	many	
people	are	attracted	to	the	danish	design.	This	flat	is	kind	of	not	usual.	It	
has	these	wooden,	huge	windows	that	you	can	see,	parapets.	I	have	
industrial	interior	design.	The	whole	building	is	like	a	modern	Danish	
design.	That's	what	I	highlight	in	the	offer.	My	problem	is	that	it's	not	close	
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to	public	transportation,	so	I	needed	to	find	the	right	way	around	it.	
	

Interviewer:	 You	mentioned	that	you	give	this	kind	of	experience.	How	much	do	you	
emphasize	the	experience,	versus	the	fact	that	they're	paying	for	this	
experience	and	it's	actually	a	deal,	to	put	up	the	requirements	or	house	
rules?	Do	you	mention	anything	of	this	in	the	listing?	
	

Magda:	 Can	you	repeat	that?	
	

Interviewer:	 If	you're	mentioning	any	kind	of	more	transactional	information	in	the	
offer,	like	house	rules?	
	

Magda:	 The	only	thing	I	mention	in	the	main	offer	is	about	the	floor.	That's	the	
most	important	thing	for	me.	I	said,	"Yeah,	you	can	use	everything.	Just	
enjoy	your	time,	but	there's	this	one	thing.	You're	going	to	know	that	the	
floor	is	white	and	you	should	just	try	to	keep	it	clean	as	much	as	you	can."	
Otherwise,	it's	pretty	much	easy	going.	
	

Interviewer:	 Have	you	experienced	any	unexpected	things	that	we	have	not	talked	
about	yet?	Anything	that	was	funny,	weird?	
	

Magda:	 The	only	thing	is	the	present	that	my	guests	left	me,	that	was	quite	
shocking.	
	

Interviewer:	 The	French?	
	

Magda:	 The	French,	yeah.	They	left	the	weed	for	me,	just	to	say	"thank	you."	I	was	
positively	surprised,	but	nothing	really	surprised	me.	I	knew	how	Airbnb	
worked.	
	

Interviewer:	 How	about	the	goodbye	messages?	Do	they	send	them	or	do	you	send	
them?	How	is	that	process?	
	

Magda:	 It	depends.	Some	people,	they	would	leave	me	a	note	on	the	table.	Other	
times,	when	I	want	to	come	back	to	my	place,	I	want	to	make	sure	that	
they're	actually	out.	I	send	them	a	message,	"Hey.	How	are	you?	Have	you	
checked	out?	Can	you	let	me	know	what	time?	I	hope	you	liked	your	stay."	
Stuff	like	that.	They	would	usually	write	me	back.	I	also	had	two	couples	
that	were	the	first	ones	to	tell	me,	"Hey.	We	are	actually	boarding	our	
plane	now.	Thank	you	for	the	stay."	It's	just	nice.	It	really	gives	me	
satisfaction	that	people	like	this	place.	Actually,	one	of	them	even	invited	
me	to	visit	them	in	their	country.	The	other	guy	from	Argentina,	they	loved	
it.	They	said,	"Oh	my	god.	We	love	your	place.	We	love	Copenhagen	and	
we	could	stay	here	forever.	It	was	so	nice,"	so	they	decided	to	move	to	
Denmark.	
	

Interviewer:	 Really?	
	

Magda:	 It's,	of	course,	not	because	of	my	place.	It's	the	overall	experience.	It	was	
their	first	time	in	Denmark.	
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Interviewer:	 What	about	the	people	that	invited	you?	

	
Magda:	 They	were	just	saying	that	to	give	me	the	weed.	

	
Interviewer:	 What	did	they	say?	

	
Magda:	 They	said,	"If	you're	ever	going	to	travel	to	Southern	France,	just	shoot	us	a	

message.	We	will	help	you,	you	can	stay	at	our	place.	It	would	be	cool."	
	

Interviewer:	 Do	you	think	you	would	have	paid	them	for	staying	there?	
	

Magda:	 I	don't	know	actually.	
	

Interviewer:	 If	you	think	about	it.	
	

Magda:	 I	think,	maybe,	they	meant	staying	at	the	Airbnb.	Of	course,	I	would	pay.	I	
think	if	I	would	stay	with	them,	it	wouldn't	feel	like	paying.	That's	the	thing,	
I	guess.	
	

Interviewer:	 What	do	you	mean?	
	

Magda:	 You	know,	when	you	check	into	a	hotel,	it	feels	like	paying.	You	just	expect	
...	You	call	room	service	and	they	have	to	be	there	in	ten	minutes,	there's	
no	discussion.	I	think	with	Airbnb	it's	different.	It's	more	friendly	and	more	
easygoing	and	relaxed.	Just	like	with	you	and	your	roommate.	
	

Interviewer:	 If	you	were	going	to	the	South	of	France,	would	you	consider	asking	them	
to	host	you?	
	

Magda:	 Maybe.	I	don't	have	any	plans	now	to	go	to	France,	so	I	don't	know.	It's	a	
possibility.	Just	because	they	were	so	positive	and	nice.	Especially	if	I	was	
going	alone,	I	would	definitely	write	to	them.	
	

Interviewer:	 Now,	we'll	talk	about	the	platform	provider.	In	your	words,	what	is	the	role	
in	the	platform	provider	in	this	relationship	between	the	vendor	and	
buyer,	between	you	and	the	seller?	
	

Magda:	 What's	the	role	of	Airbnb?	
	

Interviewer:	 Mm-hmm	(affirmative)	How	do	you	see	them?	Preferably,	if	you	explain	
before,	during	and	after.	All	three	processes.	
	

Magda:	 Before,	for	me,	it's	a	matching	platform.	They	help	you	with	the	matching.	
Then,	they	help	you	with	the	financial	transaction,	which	they	take	care	of.	
Then,	the	insurance	that	they	include.	
	

Interviewer:	 How	important	is	that?	
	

Magda:	 It's	the	most	important	thing,	the	insurance,	for	me	at	least.	If	something	
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bad	happens,	I	know	that	Airbnb	is	going	to	help	me.	
	

Interviewer:	 Then,	during.	Are	they	present	during	the	stay	in	any	way?	
	

Magda:	 No.	They're	not	present	during	the	stay.	They	only	send	me	an	email	that	
they've	issued	a	payment	to	my	bank	account.	Then,	after	the	guest	checks	
out,	they're	going	to	keep	on	reminding	me	to	write	a	review,	or	that	I	
have	a	review	from	them.	They're	not	really	visible	during	the	stay	of	the	
guest.	Because	I've	never	had	a	problem	with	my	guests,	I've	never	
contacted	Airbnb,	so	I	don't	know	what	they	would	do.	Afterwards,	after	
the	stay,	it's	only	this	review	part.	I	get	the	feeling	that	Airbnb	is	pressing	
you	to	write	a	review	a	lot.	They	really	care.	
	

Interviewer:	 Do	you	think	that	they	should	have	a	more	active	or	a	more	passive	role?	
	

Magda:	 I	think,	when	it	comes	to	the	review	thing,	I	think	they	should	be	more	
passive.	They're	sending	me	so	many	emails.	They	changed	it	recently,	I	
guess.	Now,	they	just	keep	on	reminding	you,	"You	have	twelve	hours	to	
answer.	You	have	three	hours	to	answer.	You	have	two	days	left	to	write	a	
review.	You	have	one	hour	left	to	write	a	review."	I'm	like,	"Shut	up!"	
They're	sending	too	many	emails	nowadays.	
	

Interviewer:	 Why	do	you	think	they	do	that?	What	do	they	get	out	of	that?	
	

Magda:	 They	only	make	sure	that	the	transaction	went	fine	between	you	and	the	
guest.	That's	their	job.	They	want	to	make	sure	that	your	answer	rate	is	
high	and	that	you	actually	rent	out	your	place,	that	you	don't	forget	to	
answer	somebody	who	potentially	wants	to	rent	out	the	place.	They're	
taking	care	of	their	business,	that's	their	job.	
	

Interviewer:	 Cool.	We	are	done!	
	

	
	

	

	
	
	 	



138 “COMMERCIAL FRIENDSHIPS”: EXPLORING MODELS OF SOCIALITY IN THE SHARING ECONOMY 

	

APPENDIX 7: Kari  

Interview 6 
Participant: Kari  
Date: 08.10.2016  
Place: researchers own house  
Duration: 32 min recording + 20 min briefing, and introduction (not transcribed)  
Recorded with: mobile phone  
Speaker 1: interviewer 
Speaker 2: Kari  
 
Speaker	1:	 Has	it	started?	Oh	now	it's	started.	Okay,	to	what	extent	do	you	consider	certain	

economic	aspects	before	you	decide	which	offer	to	pick	in	bookings	or	AirBnb?	
	

Speaker	2:	 Very	strongly.	I	base	it	mostly	off	of	what's	the	cheapest.	
	

Speaker	1:	 The	cheapest?	
	

Speaker	2:	 Yeah,	so	I	always	click	on	the	button	that	says	lowest	price	first	or	sort	by	price	
low	to	high	and	then	pretty	much	will	go	with	like	the	first	or	second	one	as	
long	as	it	has	a	high	enough	rating.	If	it	has	a	three	out	of	ten	review	then	I	
won't	click	it	but	if	it	has	six	out	of	ten	or	higher,	based	on	the	site	it	does	like	
that	out	of	10	system	and	it's	pretty	much	six	out	of	ten	or	higher	and	if	it's	the	
cheapest	one	that's,	that	book.	
	

Speaker	1:	 To	what	extent	do	you	consider	certain	social	aspects	when	you	browse	
through	the	different	offers?	
	

Speaker	2:	 I	haven't	looked	into	that	because	anytime	I've	had	an	AirBnb	I	didn't	know	if	
the	owner	was	going	to	be	staying	with	me	or	not.	
	

Speaker	1:	 Oh	really?	
	

Speaker	2:	 It	hasn't	been	explicitly	listed	because	it's	usually	...	I've	booked	it	with	friends	
where	you	figure	that	they're	not	going	to	be	there	if	you	book	a	3	room	
apartment	or	something.	You	don't	figure	that	they're	going	to	be	staying	in	the	
fourth	room,	but	then	when	I	booked	this	one	for	a	couple	nights	ago	it	was	like	
booking	a	bed.	It	was	listed	as	one	double	bed	so	I	was	like,	"Is	the	person	
staying	there,	are	they	not?"	
	

Speaker	1:	 It	didn't	say?	
	

Speaker	2:	 It	didn't	say	it	but	it	didn't	discourage	me	from	booking	it.	I	was	like	it's	fine	if	
they're	staying	there.	
	

Speaker	1:	 What	kind	of	cues	about	the	seller	and	the	place	would	you	look	for,	even	
though	you're	mostly	concerned	with	price,	what	would	you	be	stirring	away	
from	or	be	very	positive	about?	
	

Speaker	2:	 The	room	views.	I	hope	this	doesn't	make	me	sound	prejudice	or	something	but	
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American	reviews,	I	look	for	them	in	English.	Obviously	I	can't	even	read	them	if	
they're	in	another	language	but	a	lot	of	times	they	have	the	little	American	flag	
symbol	next	to	them	so	I	know	that	American's	have	stayed	here	and	since	
that's	my	culture,	if	their	reviews	say	that	it's	good,	they	were	friendly	and	that	
they	were	clean	I	believe	this	and	I	go	with	that.	
	

Speaker	1:	 What	do	you	think	Americans	focus	most	on	when	they	write	a	review?	
	

Speaker	2:	 I	think	friendliness	because	it's	so	different	here	than	it	is	in	America.	If	a	review	
says	that	the	host	was	friendly	I'm	like,	"Oh	yes,	they	were	probably	friendly	
then.	I'll	book	that."	I	don't	want	a	mean	person.	That's	a	stupid	American.	
	

Speaker	1:	 Do	you	feel	American's	are	more	honest?	
	

Speaker	2:	 No,	I	really	don't.	I	don't	know.	I	feel	like	Europeans	in	my	experience	have	been	
more	honest	and	more	blunt.	I	think	Americans	are	too	worried	about	being	
rude.	I	don't	know,	even	online.	
	

Speaker	1:	 Could	be	true.	
	

Speaker	2:	 I	don't	know.	It	could	go	both	ways.	
	

Speaker	1:	 It's	funny	how	you	look	for	the	American	review	even	though	you're	not	sure	if	
they..	
	

Speaker	2:	 Yes,	I	know.	It's	mostly	I	think	that	they'll	be	honest	if	it's	a	good	place,	but	I	
don't	think	...	I	don't	know.	I	feel	like	American's	only	leave	reviews	if	it's	either	
really	good	or	really	bad,	but	it's	not	common	to	leave	good	reviews.	
	

Speaker	1:	 If	you	review	the	profile	of	the	seller,	if	you	ever	get	that	far	in	the	research	
stage,	what	would	you	look	for?	What	do	you	notice?	Anything	from	picture	to	
text.	
	

Speaker	2:	 If	they're	typing	in	English.	I	click	the	little	checkbox	that	says	English	speaking	
because	obviously	I	won't	know	how	to	check	in	or	anything	if	they	don't	speak	
English.	I	look	for	that,	if	they're	writing	in	enough	English	that	I	know	that	we'll	
be	able	to	communicate	and	then,	again	I	don't	want	to	sound	bad,	but	they	
look	creepy	I	don't	think	I	would	click	on	those.	
	

Speaker	1:	 What	is	a	creepy	person?	
	

Speaker	2:	 A	creepy	looking	man.	Some	guy	with	a	bunch	of	chest	hair	showing	a	weird	
look	on	his	face.	
	

Speaker	1:	 A	weird	profile.	
	

Speaker	2:	 I'm	not	going	to	click	on	him,	no.	This	one	was	a	man	and	a	woman	that	owned	
the	place	together	and	they	had	a	picture	with	them	as	a	couple	so	I	trusted	it.	
If	it	was	just	a	man	I'd	probably	be	more	hesitant.	Just	as	a	single	woman	there	
staying	at	a	man's	apartment	it	might	be	weird,	but	since	it	was	a	married	
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coupe	I	was	good	with	it.	
	

Speaker	1:	 How	old	were	they?	
	

Speaker	2:	 They	were	probably	in	their	40's	or	early	40's.	
	

Speaker	1:	 During	the	stay	to	what	extent	do	you	consider	social	contact	with	the	host	
when	you're	there?	
	

Speaker	2:	 How	much	did	we	interact?	
	

Speaker	1:	 Yes,	or	how	much	social	contact	do	you	expect	or	do	you	want?	
	

Speaker	2:	 I	don't	know	what	I	was	expecting	because	I	wasn't	sure	if	they	were	leaving	
there	or	not,	but	if	I	had	a	head	of	time	that	they	lived	there	probably	I	don't	
know,	checking	in	and	after	that	I	had	no	expectation	but	when	I	was	there	I	
checked	in	and	it	was	cash	only	to	pay	with	and	I	had	to	take	out	Euros	from	the	
bank.	The	husband	walked	me	to	the	bank	and	walked	with	me	to	take	out	
euros	and	then	they	sat	with	me	in	the	kitchen	for	a	little	while	and	we	had	
coffee.	It	was	a	pretty	good	amount	of	socializing	but	I	didn't	expect	that.	It	
happened	naturally.	
	

Speaker	1:	 How	did	you	like	that?	
	

Speaker	2:	 I	liked	it	because	one,	I	didn't	know	where	the	bank	was.	That	was	nice	that	he	
could	walk	me	to	the	ATM.	
	

Speaker	1:	 To	make	sure.	
	

Speaker	2:	 Yes.	He	could	tell	that	I	wasn't	going	to	be	able	to	find	my	way	to	the	bank,	and	
then	sitting	and	talking	was	nice	just	because	I	told	them	I	was	studying	in	
Florence	and	it	was	in	northern	Italy	and	they	were	just	talking	to	me	about	
Italy.	
	

Speaker	1:	 Have	they	been	there?	Have	they	been	there?	
	

Speaker	2:	 To	Florence?	
	

Speaker	1:	 Yes.	
	

Speaker	2:	 Yes.	They	were	just	generally	telling	me	about	I	guess	tips	for	an	American	in	
Italy,	and	then	the	husband	had	lived	in	California	where	I'm	from	for	three	
months	I	think	he	said.	We	were	talking	about	that.	
	

Speaker	1:	 Cool.	In	what	ways	were	you	thinking	about	that	fact	that	you	guys	are	also	not	
negotiating	but	dealing	transaction	time	when	you	lived	there?	
	

Speaker	2:	 That	part	was	kind	of	awkward	for	me	because	it	was	like..	
	

Speaker	1:	 Since	you	had	to	pay	in	cash?	
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Speaker	2:	 Yes.	

	
Speaker	1:	 If	you	book	through	AirBnb	directly	you	pay	through	the	service.	

	
Speaker	2:	 Right.	I'm	use	to	that.	I	pay	online	so	you	don't	really	have	to	do	transactions	

with	people	but	this	site	were	super	friendly	one	minute	and	chatting	over	
coffee	but	then	it	was	also	like,	"I	have	to	go	take	out	money	so	that	I	can	give	
you	money."	That	was	kind	of	weird,	it	being	a	business	transaction	with	me	
staying	there	and	talking	and	being	friendly.	
	

Speaker	1:	 Having	coffee.	
	

Speaker	2:	 Yes.	I	kind	of	I	guess	ignored	that	part	of	it	until	I	had	to	pay	them,	which	I	did	in	
the	morning	because..	
	

Speaker	1:	 You	stayed	there	one	night?	
	

Speaker	2:	 Yes,	I	stayed	there	overnight	and	then	I	had	a	flight	at	6	am	in	the	next	morning.	
He	had	to	give	me	a	ride	to	the	airport	at	5am.	
	

Speaker	1:	 How	did	you	organize	that?	
	

Speaker	2:	 They	told	me	ahead	of	time.	When	I	booked	it	I	entered	my	phone	number	and	
then	they	texts	me	on	What's	app	and	then	said,	"Hey,	were	Marcia	and	Carlo.	
We'll	be	your	host	for	the	AirBnb	that	you're	staying	at.	Just	so	you	know	if	you	
need	a	ride	to	the	airport	we're	10	minutes	from	it	and	it's	10	extra	euro	on	
your	booking	if	you	need	rides."	Then	I	texted	them	back,	and	this	was	a	day	or	
two	before	I	met	them	that	I	would	need	a	ride	to	the	airport	if	it	was	a	okay	
with	them	but	that	it	would	be	5am	if	that	worked	for	them	and	they	said	it	was	
fine	so	then	I	just	paid	10	euro	extra.	
	

Speaker	1:	 When	you	didn't	have	the	cash	with	you,	how	was..	
	

Speaker	2:	 I	figured	I	would	pay	with	...	I	don't	know	why	because	it's	someone's	house	but	
I'm	so	use	to	paying	with	a	Visa	for	everything	that	I	got	there	and	I	just	had	a	
card	because	I	was	coming	here	where	it's	different	currency	so	I	was	like,	"I	
don't	travel	with	euro	because	I'm	going	to	take	out	krone,"	I	think	that's	how	
you	say	it.	Then	I	got	there	and	I	didn't	have	any	cash	on	me	and	they	were	like,	
"Oh	no,	you	have	to	pay	in	cash,"	and	I	was	like,	"Oh	my	god.	I'm	so	sorry.	Do	
you	have	an	ATM,"	and	he	was	like,	"Yes,	I'll	take	you	to	the	ATM	and	then	you	
can	just	pay	us	as	you're	leaving	in	the	morning."	
	

Speaker	1:	 They	trusted	you	that	you	would	pay	in	the	morning?	They	didn't	do	it	when	
you	got	there?	
	

Speaker	2:	 Yes.	He	took	me	to	the	ATM	and	that	was	all	that	we	talked	about	for	that	night.	
That	was	the	only	discussion	of	money	and	then	it	wasn't	until	the	morning	I	
met	him,	the	husband	was	the	one	who	drove	me	and	I	met	him	downstairs	in	
their	foray	area	and	he	was	like,	"It	will	be	35	euro	all	together	for	the	ride	and	
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the	stay,"	and	I	was	like,	"Okay,	that's	fine,"	and	then	he	didn't	ask	for	the	
money	then,	he	just	walked	to	his	car.	I	was	like,	"Okay,	I	guess	I	pay	after,"	and	
then	I	got	in	his	car	and	he	drove	me	to	the	airport	and	then	he	came	around	
and	opened	my	door	and	that's	when	he	asked	for	the	35	euro,	the	very	last	we	
talked	to	each	other	was	when	he	took	the	money.	
	

Speaker	1:	 How	did	that	make	you	feel?	Do	you	wish	they	would	have	it	sooner	so	then	the	
money	situation	would	have	just	been	over	with	earlier?	
	

Speaker	2:	 I	don't	know.	I	kind	of	thought	that	after	he	walked	me	to	the	ATM	then	that's	
when	I	would	pay	just	to	get	it	over	with,	kind	of	like,	"Here's	my	money,	that's,	
that,"	but	it	was	also	nice	that	he	waited	until	after	he	gave	me	a	ride	so	that	I	
could	insure	I	got	a	ride	to	the	airport	and	everything	was	good	before	I	gave	
him	my	money.	
	

Speaker	1:	 Do	you	think	he	thought	about,	"Should	I	ask	her	now	or	when	we.."	do	you	
think	that	was	a	conscious	decision	for	him	to	wait	until	the..	
	

Speaker	2:	 Yes,	I	definitely	think	so.	It	seemed	like	that.	It	was	more	so	that	...	I	don't	know.	
To	instill	trust	in	his	customers	in	think	especially	because	we're	of	nationalities	
and	it's	like	...	I	don't	know.	I	think	that	when	you're	running	something	like	this	
you	want	to	make	sure	that	people	can	trust	you	and	I	think	that,	that	was	their	
way	of	doing	it,	that	they	would	provide	all	the	services	that	were	including	in	
what	I	paid	and	then	asked	for	money.	
	

Speaker	1:	 Afterward.	
	

Speaker	2:	 Exactly,	so	that	I	could	trust	that	I	would	get	what	I	paid	for.	
	

Speaker	1:	 That's	very	different	from	the	normal	AirBnb	guests	that	would	pay	before	they	
arrived,	right?	
	

Speaker	2:	 Right.	
	

Speaker	1:	 Now	you	paid	afterwards.	Interesting.	
	

Speaker	2:	 That	was	their	decision	because	on	booking.com	where	I	booked	it	through	you	
can	pay	with	credit	card,	and	usually	for	hostiles	and	everything	that's	what	I	
do.	I	just	pay	with	my	card	ahead	of	time,	but	there	was	a	little	thing	that	said	
the	owners	request	to	be	paid	on	arrival	where	there	wasn't	an	option	to	pay	it	
ahead	of	time.	You	had	to	pay	them	in	cash	when	you	got	there.	
	

Speaker	1:	 If	you	would	have	stayed	there	a	bit	longer,	how	would	you	have	done	it	with	
things	like	utilities,	like	toilet	paper,	if	you	had	dinner	together.	How	would	you	
deal	with	money	in	that	situation	you	think?	If	you	would	have	been..	
	

Speaker	2:	 I	think	I	would	have	expected	it	to	be	included	in	whatever	price	they	listed	for	
the	stay.	The	price	you	pay	per	night	includes	food,	towels,	toilet	paper,	
whatever.	It's	their..	
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Speaker	1:	 In	what	situation	could	have	been	awkward	you	think	or	you	think	you	could	be	
moment	where	it	might	have	been	mismatch	in	expectations	in	regards	to	that?	
	

Speaker	2:	 I	think	if	it	had	ever	come	up	where	they	asked	me	to	pay	for	something	after	I	
already	got	there,	anything.	If	they	were	like,	"Since	you	had	the	coffee	and	
pastries	we	had	out,	that	will	be	an	extra	10	euro."	That	would	have	been	
awkward	for	me.	I	feel	like	whatever	they	offer	included	in	the	agreed	upon	
price.	
	

Speaker	1:	 Now	we're	going	to	after	stay.	How	significant	do	you	consider	the	social	
contact	with	the	person	or	the	couple	you	stayed	with	after	it's	all	over,	like	
now?	
	

Speaker	2:	 What	do	you	mean	by	significant?	
	

Speaker	1:	 How	important	is	that	for	you?	
	

Speaker	2:	 I	think	if	they're	staying	at	the	place	with	you	it's	fairly	important	so	that	it's	not	
awkward.	If	I	hadn't	talked	to	them	knowing	that	they	were	sleeping	across	the	
hall	from	me	that	would	have	been	kind	of	awkward.	If	it	was	like	I'm	a	stranger	
in	their	apartment.	I	think	pretty	significant.	
	

Speaker	1:	 Now,	after	you	left,	how	important	is	it	for	you	to	keep	in	touch?	
	

Speaker	2:	 Not	at	all.	
	

Speaker	1:	 Not	at	all?	
	

Speaker	2:	 I	don't	think	I'll	ever	contact	them	again.	
	

Speaker	1:	 Even	you	have	in	what's	app.	
	

Speaker	2:	 I	wouldn't..	
	

Speaker	1:	 Would	you	text	them	and	be	like,	"Hello,	thanks	for,"..	
	

Speaker	2:	 No,	they	texted	me	actually	right	after	dropping	me	off	and	just	said,	"Thank	
you	for	staying	here.	It	was	our	pleasure	to	host	you.	Good	luck	in	your	travels."	
	

Speaker	1:	 Oh	really?	
	

Speaker	2:	 Yes.	I	just	reciprocated	and	said,	"I	had	a	really	nice	stay.	Thank	you	for	having	
me,"	and	that	was	that.	That	felt	very	final.	
	

Speaker	1:	 That	felt	very	final?	
	

Speaker	2:	 Yes.	
	

Speaker	1:	 Would	you	like	to	review	of	each	other	now?	
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Speaker	2:	 Yes.	I	would	give	them	a	review	saying	that	they	were	very	nice	and	everything	
because	I	feel	like	they	did	go	above	what	I	would	expect	an	AirBnb	host	to	do.	
They	were	very	welcoming.	
	

Speaker	1:	 Would	you	emphasis	more	on	the	social	or	the	value	for	money	aspect	in	the	
review.	
	

Speaker	2:	 The	social	one	because	that's	that	part	that	surprised	me.	I	think	that's	what	I	
would	want	to	convey	to	other	people	that	they	were	surprisingly	socialable	
and	accommodating	and	made	sure	I	was	comfortable	and	got	what	I	needed,	
and	that	I	think	is	what	people	would	be	interested	in	a	reading	in	a	review.	
	

Speaker	1:	 Why?	
	

Speaker	2:	 That's	I	guess	not,	I	don't	want	to	say	unusual	because	I	don't	know	if	it's	usual	
but	for	me	it	was	surprising	that	they	were	so	accommodating	and	made	sure	
that	I	...	I	don't	know.	I	was	comfortable	and	had	everything	and	that	I	found	an	
ATM	and	he	offered	to	walk	me	to	the	grocery	store	if	I	needed	anything,	that	
kind	of	thing.	They	were	just	really	sweet	and	I	wouldn't	have	expected	that	so	I	
feel	like	other	Americans	possibly	wouldn't	expect	that	and	would	have	find	it	
valuable	in	a	review.	They'd	be	like,	"This	person	is	really	nice	and	will	make	
sure	that	you	know	your	way	around."	
	

Speaker	1:	 Then	would	they	expect	it	if	you	write	it	in	the	review?	
	

Speaker	2:	 Yes,	I	think	that	they	would.	
	

Speaker	1:	 Then	they	have	to	do	it.	
	

Speaker	2:	 Yes,	that's	true.	Then,	if	they	got	there	and	they	were	just	like,	"You're	on	your	
own."	They'd	be	like,	"This	American	girl	left	a	horrible	review.	Such	lies."	
	

Speaker	1:	 That	American..	
	

Speaker	2:	 The	American	girl.	
	

Speaker	1:	 Is	there	any	other	economic	notions	that	you	remember	besides	the	one	that	
you	mentioned?	
	

Speaker	2:	 What	do	you	mean?	
	

Speaker	1:	 Could	be	anything	from	...	It	could	be	literally	anything.	Anything	like	the	
dealing	with	the	mini	bank	walk	or	to	the	grocer	shopping	thing.	It	could	just	if	I	
just	didn't	ask	about	anything.	
	

Speaker	2:	 I	don't	know.	The	economic	part?	They	were	really	explicit	in	telling	me	what	
was	included.	They	had	set	out	food	and	coffee	and	little	snack	buns	and	when	I	
got	in	there	and	there	was	a	common	area	that	had	that	stuff	on	a	table	and	he	
was	like,	"Everything	you	see	that's	out	help	yourself	too.	It's	all	included,"	and	
then	showed	me	where	a	water	pitcher	was	and	orange	juice	and	milk	and	he	
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was	like,	"Help	yourself	to	the	water,	the	orange	juice	and	the	milk."	I	knew	
really	well	what	was	included	and	I	wouldn't	have	strayed	from	that	and	taken	
something	from	their	fridge	or	anything.	I	think	that's	good	because	if	he	hadn't	
said	that	I	wouldn't	have	touched	anything.	
	

Speaker	1:	 You	wouldn't	have	touched	anything?	
	

Speaker	2:	 Yes.	I	wouldn't	have	been	sure	if	that	was	going	to	be	charged	to	me	later	like,	
"You	took	our	cookies	and	coffee."	
	

Speaker	1:	 You	stuffed	your	face	with	our	cakes!	
	

Speaker	2:	 I	would	have	felt	really	uncomfortable	if	I	was	getting	out	of	the	car	and	he	was	
like,	"You	had	those	three	cappuccinos	last	night,	please	pay	us	more	money."	It	
was	good	that	he	told	me,	"What	you	see	out	is	yours	to	help	yourself	too,"	and	
he	has	an	espresso	machine	out	and	a	tea	water	heater	thing	and	was	like,	"Use	
these	whenever	you	want,"	and	there	was	a	bunch	of	tea	and	coffee	and	stuff	
that	was	out.	
	

Speaker	1:	 Nice.	How	would	you	deal	with	a	situation	if	there	was	something	that	you	felt	
you	had	paid	for	and	it	wasn't	there.	Suddenly	they	said	it	was	towels	included	
and	then	they	get	there	and	they're	like,	"We	don't	have	towels	for	you,"	or	
anything	that's	like	...	It's	like	anything	that	you	expected	and	it	wasn't	there,	
how	would	you	deal	with	that	situation?	Would	you	tell	them	or	would	you	just	
be	like..	
	

Speaker	2:	 It	depends	on	how	important	it	was	to	me	because	I'm	super	passive	so	that	
would	be	really	uncomfortable	for	me	but	if	it	was	something	like	towels	or	
getting	the	ride	to	the	airport	that	they	had	explicitly	said	was	part	of	it	I	would	
definitely	bring	it	up	to	them	and	been	like..	
	

Speaker	1:	 Face	to	face	or	wait	for	the	review?	
	

Speaker	2:	 While	I	was	checking	or	talking	to	them,	whatever	that	was,	I	would	be	like,	
"The	website	had	mentioned	that	towels	were	included	and	I	didn't	see	any	in	
the	bathroom.	Would	you	mind	providing?"	
	

Speaker	1:	 You	would	refer	to	AirBnb?	
	

Speaker	2:	 I	would	definitely	say	it	was	mentioned.	I'm	also	super	passive	so	I	wouldn't	
fight	them	on	it.	If	they	were	like,	"I'm	sorry	we	don't	towels,"	I'd	be	like,	"Oh,	
okay.	Bye."	
	

Speaker	1:	 I'll	just	stand	in	there	while	I	dry!	
	

Speaker	2:	 That's	just	because	I'm	a	push	over,	but	if	it	was	the	ride	to	the	airport	if	they	...	
I	was	nervous	about	that	because	it	was	at	5am	and	it	was	in	a	small	little	town,	
Bergamo	in	northern.	
	

Speaker	1:	 It's	not	center	of	Milan	it's	like..	
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Speaker	2:	 No,	it	was	like	50	minutes	outside	of	Milan.	

	
Speaker	1:	 Yes,	I've	heard	about	it.	

	
Speaker	2:	 There	are	no	buses	or	anything	that	run	at	that	time.	I	would	have	had	to	walk	

over	an	hour	to	get	to	the	airport.	If	he	had	been	like,	"We	actually	can't	give	
you	a	ride,"	I	would	have	been	like,	"No,	you	said	you	can	give	me	a	ride.	I'm	
paying	10	euro	for	the	ride,	give	me	the	ride."	That's	something	I	would	have	
been	[inaudible	00:22:11]	
	

Speaker	1:	 You	mentioned	when	you	give	feedback	that	you	focus	more	on	the	social?	
	

Speaker	2:	 Yes,	definitely.	
	

Speaker	1:	 Then	now	we	go	to	the	reflection	of	your	self	and	it's	just	a	platform	provider	
left.	
	

Speaker	2:	 Cool.	
	

Speaker	1:	 How	would	you	describe	your	own	presence	on	the	booking	page?	If	you	have	a	
profile,	how	would	you	describe	your	own	profile	exactly?	
	

Speaker	2:	 I	don't	really	have	too	much	there	because	it	always	comes	up	with	the	thing	
that	says	improve	your	profile,	add	a	profile	picture	and	add	this	and	that	and	
I'm	always	like,	skip,	skip,	skip.	
	

Speaker	1:	 You	don't	have	any..	
	

Speaker	2:	 I	don't	want	my	picture	up	there.	
	

Speaker	1:	 You	don't	want	picture.	
	

Speaker	2:	 I	would	feel	weird	about	that	because	some	of	the	things,	the	apartment	shares	
and	AirBnb,	you	can	reserve	it	but	then	the	owner	has	to	approve	you	and	I	
don't	know	why,	I	feel	weird	thinking	that	I	would	be	approved	or	not	approved	
based	on	a	picture.	Imagining	someone	getting	my	request	and	being	like,	"Cute	
American	girl,	book	that,"	or	like,	"Oh,	no."	
	

Speaker	1:	 Do	you	think	they	would	judge	on	your	picture?	
	

Speaker	2:	 I	feel	like	it	would	play	a	factor.	
	

Speaker	1:	 You	actually	not	having	a	picture	because	you	think	it's	too	important	to	have	
one..	
	

Speaker	2:	 Exactly.	I	don't	want	to	be	judge	based	on	my	picture.	I	would	rather	them	just	
see	here's	a	22	year	old	American	student	who	needs	a	place	to	stay	and	is	
willing	to	pay	for	it.	I	just	want	it	to	be	in	that	regard,	how	they	approve	me,	just	
a	business	transaction.	I	don't	want	them	to	expect	a	social	thing	from	me.	
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Speaker	1:	 When	it	happens	how	did	does	it	happen?	[inaudible	00:24:10]	if	you	have	

coffee?	When	it	happens,	how	do	you	then	behave?		
	

Speaker	2:	 That's	totally	fine.	I	like	socializing	with	the	people.	
	

Speaker	1:	 Then	it's	more	on	your	terms.	
	

Speaker	2:	 Yes,	exactly.	I	don't	want	it	to	be	inherent	in	the	deal.	I	just	want	to	pay	for	a	
room	and	then	if	sociability	happens	then	it	happens	and	that's	nice.	I	wouldn't	
want	a	creepy,	again	a	creepy	dude	to	be	like,	"Oh,	yes.	I'll	have	her	stay	at	my	
apartment,	offer	her	coffee."	I	think	that's	weird.	
	

Speaker	1:	 You	mentioned	that	you	put	age	and	what	you	do?	
	

Speaker	2:	 Yes,	I	do	have	age	and	that	I'm	American	and	I	don't	have	that	I'm	a	student	on	
there	but	if	I	have	to	make	a	request,	for	apartments	you	have	to	do	a	little	
request	and	sometimes	it	has	a,	"Tell	us	a	brief	description	about	yourself,"	and	
then	I'll	just	explain	why	I'm	going	to	that	area.	For	the	Bergamo	one	I	was	just	
like,	"Hi.	I'm	a	22	year	student	from	California	studying	in	Florence,	Italy	and	I'm	
flying	out	of	Bergamo	airport	to	Copenhagen	this	weekend	and	need	a	place	to	
stay	on	this	night,"	and	that	was	it.	I'll	put	a	little	bit	about	myself	in	the	
request,	but	otherwise	my	profile	just	has	my	name	and	my	e-mail	and	my	age	
and	that's	it.	
	

Speaker	1:	 What	kind	of	people	do	you	hope	to	attract	by	having	a	very	neutral	profile?	
	

Speaker	2:	 I	think	a	similar	type	of	person,	neutral.	Someone	who	will	accept	anyone	who	
will	just	pay	for	their	place	and	I	want	someone	who's	looking	for	a	younger	or	a	
certain	type	of	person.	I	want	people	who	are	open	to	renting	out	their	
apartment	for	anyone	who	needs	a	room.	
	

Speaker	1:	 Interesting.	That's	quite	interesting.	Have	you	experience	any	unexpected	
events	besides	the	cash	for	instance?	That's	one,	it	doesn't	need	to	be	negative	
or	positive.	It	can	just	be	like,	"I	didn't	know	this	was	going	to	happen.	This	was	
just	something	that	I	never	thought	about."	
	

Speaker	2:	 Even	just	talking	with	them,	sitting	down	at	the	table,	I	didn't	really	expect	that	
because	I	haven't	had	it.	It's	always	been	just	a	transaction	or	an	exchange	of	
keys	but	with	them	it	was	I	got	in	and	was	kind	of	like	checking	in.	They	were	
filling	out	a	little	paper	had	just	had	my	name	and	my	passport	number	on	it,	
kind	of	like	a	receipt	and	we	were	sitting	at	the	table	while	they	were	filling	that	
out	and	then	in	the	middle	of	that	they	asked	me	if	I	wanted	a	coffee	and	I	said	
yes	and	then	they	made	themselves	coffee	and	that	just	kind	of	led	to	us	talking	
and	that,	I	hadn't	anticipated	that.	I	thought	it	was	just	going	to	be	me	checking	
in	and	then	going	but	we	ended	up	sitting	there	for	an	hour	talking.	
	

Speaker	1:	 Awesome.	In	your	own	words,	what	is	the	role	of	the	platform	provider	at	
bookings	or	AirBnb?	Any	of	that,	that	we	just	talked	about,	and	the	relationship	
between	the	buyer	and	seller?	What	role	do	you	give	them?	
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Speaker	2:	 I	think	that	they	mainly	serve	as	being	providing	the	explicit	terms	of	what	each	

party	can	expect	out	of	the	deal.	I	think	that	for	me	booking.com	is	responsible	
for	saying	exactly	what	I'm	paying	for,	mentioning	what	kind	of	room	I'm	
staying	in,	what	amenities	are	included,	how	much	the	cost	is,	and	then	of	
course	the	other	way	around	telling	the	AirBnb	owner	basically	that	I'm	willing	
to	pay	because	you	have	to	click	the	little	thing	that	says	agree	to	terms	and	
conditions.	Just	telling	them	who	I	am	and	that	I'm	a	reliable	source	of	money	
for	their	room.	
	

Speaker	1:	 Do	you	think	that	they	have	a	passive	or	more	active	role?	
	

Speaker	2:	 I	think	it's	more	passive	because	I	think	they	provide	the	same	terms	for	
everything.	It's	cost	description,	leave	it	at	that,	and	they	provide	contact	
information.	They	always	leave	you	with	...	If	I	have	my	e-mail	and	my	phone	
number	on	my	profile	and	then	the	owners	I	think	determine	if	they	want	their	
profile	I	think	on	there.	After	I	booked	on	booking.com	they	just	sent	me	a	thing	
that	said,	"You	reserved	one	room	for	the	night	at	this	place.	For	further	contact	
Marcia	has	provided	her	number	and	it's	this,"	and	then	from	there	she's	the	
one	that	texted	me	on	what's	app	for	further	information.	I	think	they	leave	it	
up	to	the	people	I	guess.	
	

Speaker	1:	 The	people.	
	

Speaker	2:	 The	people.	The	owners	and	bookies,	bookers	to	contact	further.	
	

Speaker	1:	 This	might	be	a	bit	productive	but	I	still	ask	it.	In	what	ways	are	they	present	in	
your	interaction	with	Marcia	and	Carlos?	
	

Speaker	2:	 Carlo.	
	

Speaker	1:	 Carlo.	
	

Speaker	2:	 Booking.com?	
	

Speaker	1:	 Yes.	
	

Speaker	2:	 I	wouldn't	say	active	at	all.	After	I	reserved	the	room	and	they	sent	me	an	e-mail	
receipt	that	just	said,	"You	reserved	this	room,"	I	wouldn't	say	there	was	any	
participation.	
	

Speaker	1:	 Have	you	reviewed	them	or	will	you	review	them?	
	

Speaker	2:	 Booking?	
	

Speaker	1:	 Yes.	
	

Speaker	2:	 No.	
	

Speaker	1:	 If	you	had	to	review	someone	would	you	think	that	you	should	review	the	
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booking	site,	like	booking.com,	or	the	person?	
	

Speaker	2:	 The	person.	
	

Speaker	1:	 Have	you	got	the	request	to	do	so?	
	

Speaker	2:	 To	review	the	person?	
	

Speaker	1:	 Yes.	
	

Speaker	2:	 No.	Not	from	booking.com.	I	think	they	will	send	me	a	request	though.	They	
usually	send	it	within	a	week	after	because	I've	had	that	before.	
	

Speaker	1:	 What	do	you	think	if	you	are	going	to	answer	and	do	you	think	you	will	answer	
it?	
	

Speaker	2:	 Yes.	I	think..	
	

Speaker	1:	 Not	answer,	write	it.	
	

Speaker	2:	 Yes.	I	never	have	before.	Usually	I	book	hostiles	through	them	and	I	never	
review	hostiles	but	since	this	was	a	couple	and	it	was	their	home	and	they,	I	
don't	know,	aren't	a	business,	they're	just	people	renting	out	a	room,	I	feel	
more	inclined	to	review	them	than	just	a	hostile.	I've	never	reviewed	a	hostile	
but	when	I	get	the	request	from	booking	to	review	Marcia	and	Carlo	then	I	
probably	will.	
	

Speaker	1:	 What	would	you	highlight?	
	

Speaker	2:	 I	would	highlight	how	friendly	they	are	and	how	nice	the	room	was	because	I	
did	stay	in	a	really	nice	room.	
	

Speaker	1:	 Oh,	really?	
	

Speaker	2:	 Yes	and	I	wasn't	expecting	because	35	euro,	or	it	was	only	25	euro	and	10	for	
the	ride,	I	just	expected	a	standard	room,	a	standard	bed.	Simple,	but	it	was	
really	nice	and	it	was	a	large,	really	comfortable	bed	and	they	had	a	bunch	of	
comforters	and	everything.	It	was	nice.	
	

Speaker	1:	 It	was	nice.	I	think	we	are	done.	
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Appendix 8: Greta 

Interview 7 
Participant: Greta  
Date: 07.10.2016 
Location: CBS campus  
Duration: 38: 42 (+17 min introduction and noting the demographics which are not transcribed) 
Recorded with: mobile phone  
Speaker 1: interviewer 
Speaker 2: Greta 
 
Speaker	1:	 Now	it's	recording.	First	question	is	to	what	extent	you	consider	certain	

economic	aspects	before	you	decide	on	what's	[offered	00:00:13]	go	for	at	
Airbnb,	or	like	how?	
	

Speaker	2:	 Of	course,	the	price	matters,	in	a	way,	I'm	still	a	student.	If	I'm	going	
somewhere,	it	means	that	I	already	have	some	other	expenses.	As	for	me,	I'm	
not	too	picky	[when	I	ask	00:00:29]	for	a	place,	so	I	just	actually	need	a	proper	
place	to	sleep	and	[it's	okay	00:00:35]	nothing	too	bad,	nothing	too	fancy,	but	
simple	place	I'm	looking	for.	I	guess	it	would	be	a	combination	of	price	and	
coziness,	I	would	say?	
	

Speaker	1:	 Coziness,	okay.	
	

Speaker	2:	 The	way	it	wouldn't	be	awkward	or	that	it	would	look	like	a	complete	hole.	
	

Speaker	1:	 How	is	coziness	described?	Describe	coziness.	
	

Speaker	2:	 Oh	my	God,	it's	something	hard	to	describe.	I	think	when	I	see	the	photos	and	I	
can,	at	the	same	time,	imagine	that	would	be	the	place	I	would	enjoy	spending	
time,	or	at	least	it	looks	clean	and,	of	course,	it's	important	how	far	it	is	from	
the	citizen	center	as	well,	just	about-	
	

Speaker	1:	 Location?	
	

Speaker	2:	 Location	that	matters	as	well,	but	some	more	about	coziness,	yeah,	it's	just-	
	

Speaker	1:	 Is	it	important	that	someone	lives	there,	or	is	it	couldn't	be	a	place	where	it's	
like	flat	type,	it's	just	rented	out,	or	is	that	Airbnb?	
	

Speaker	2:	 Oh,	it	doesn't	really	matter	for	me.	
	

Speaker	1:	 Okay.	
	

Speaker	2:	 From	my	experience,	it	was	both	times	we	rented	those	bigger	apartments,	it	
was	used	only	for	Airbnb.	It	mean	you	go	there	and	just	a	few	main	important	
items	are	there	and	what	you	basically	need,	so	that's	it,	nothing	too	fancy.	I	
mean	it's	simple.	
	

Speaker	1:	 In	what	ways	do	you	consider	the	social	aspects	when	you	rent	on	Airbnb?	
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Speaker	2:	 Social	aspect?	

	
Speaker	1:	 It	can	be	what	kind	of	cues	do	you	use	to	evaluate	the	seller,	or	it	could	be	the	

communication	style	of	the	seller,	what	is	a	warning	sign	or	a	positive	cue	that	
you	look	for?	
	

Speaker	2:	 I	didn't	get	a	chance	to	communicate	with	sellers	myself,	not	even	when	it	
comes	to	Airbnb	but	from	some	other	platforms.	I	check	on	reviews	from	
previous	renters	like	comments	because	I	believe	that	when	Airbnb	it's	more	
honest	because	it's	real	people	with	real	profiles	fulfilling	those	comments	in	
this	case.	Of	course,	I	would	assume	that	the	renter	...	We	can	agree	on	the	
terms	and	whether	he's	communicating	in	English,	any	other	language,	I	don't	
understand	that	you	won't	have	any	misunderstanding	and	we	get	to	be	
accused	on	something.	
	

Speaker	1:	 What	kind	of	things	in	the	reviews	do	you	look	for?	
	

Speaker	2:	 I	guess	just	the	basics	like	how	do	other	people	rate	the	place,	is	it	clean,	was	it	
easy	to	move	around,	in	regards	of	location,	like	transport.	If,	for	example,	
there	is	something	more	negative	maybe	we'll	rate	that	we	have	really	noisy	
neighbours	or	some	crazy	neighbours,	so	you	wouldn't	really	have	to	stay	there	
if	there's	some	crazy	people	around.	I	think	maybe	it's	[red	district	quarter	you	
go	around	because	it's	something	to	look	for,	or	is	it	maybe	it's	super	nice	
people,	okay,	we	just	[inaudible	00:04:34]	identify	if	something	is	bad.	
	

Speaker	1:	 You	look	for	more	negative	things	in	the	reviews?	
	

Speaker	2:	 I'm	not	saying	I'm	looking	for	those,	but	I	mean,	if	it's	there	then	I	would	
consider,	I	will	take	into	account.	Okay,	if	there's	something	I	don't	like,	and	in	
which	case,	what	I	agree	that's	negative,	okay,	I	would	just	move	on.	
	

Speaker	1:	 How	in	the	reviews	if	you	look	through,	do	you	consider	how	the	host	behaved	
or	would	you	consider	more	the	value	for	money	in	terms	of	location	and	price	
for	what	you	are	getting?	
	

Speaker	2:	 I	think,	first,	I	will	find	in	the	reviews	someone	saying	that	the	host	was	really	
lazy	with	responding	to	a	message,	or	he	had	something	like	canceling	your	
booking	a	few	days	before,	it's	not	cool.	
	

Speaker	1:	 Yeah.	
	

Speaker	2:	 In	a	way,	I	prefer	when	everything	is	organized	that	I	know	it's	there.	I	only	have	
too	many	big	surprises	to	deal	with	because	if	you're	traveling,	you	don't	want	
to	deal	with	unexpected	events	when	it	comes	to	booking	apartments,	and	if	
you	don't	have	internet	connection	and	so	on,	I	avoid	those	inconvenience.	
	

Speaker	1:	 Obviously.	
	

Speaker	2:	 Yeah,	it's	a	person	you	could	trust	when	you're	renting	from	him.	
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Speaker	1:	 Yeah,	it's	important.	To	what	extent	do	you	consider	the	social	contact	with	that	

host	during	the	stay,	or	the	interaction	during	the	stay?	
	

Speaker	2:	 I	think,	for	me,	it's	great	when	a	person	meets	you,	and	leads	you	to	the	
apartment,	shows	you	around	the	place,	shows	what	you	can	use,	what	you	
cannot	use,	maybe	some	hints	about	the	area	like	where	we	can	go	to	get	some	
food,	and	what	we	can	do	in	the	night	time,	and	know	something	about	just	
representing	a	place.	At	the	same	time,	I'm	okay	of	not	seeing	the	person	
during	the	time	staying,	but	just	at	the	end	they	leave	a	key,	it's	fine	to	see	
[inaudible	00:06:51]	how	we're	leaving	the	apartment	and	so	on.	
	

Speaker	1:	 Have	you	had	to	have	any	contact	because	something	went	wrong,	or	
something	unexpected	happened	in	the	apartment	so	you	had	to	communicate	
with	them?	
	

Speaker	2:	 No,	actually.	We	didn't	have	any	because-	
	

Speaker	1:	 In	what	ways	are	you	thinking	about	that	actual	transaction	of	the	deal	when	
you	are	there	because	it	doesn't	concern	you	necessarily,	but	in	a	sense	that	
when	you're	there,	how	do	you	get	the	value	for	money	in	your	house?	Do	you	
use	everything	that	you	can	find	there?	
	

Speaker	2:	 As	for	me,	no.	You	need	a	shower,	you	need	a	bed,	just	the	basics,	it	depends	
where	we	stay,	but	I'm	talking	from	my	previous	experience,	otherwise.	When	
you're	traveling,	it	means	that	you	are	not	staying	at	home	that	much.	Usually	
you	are	out	all	day	long,	exploring	the	place	and	so	on,	and	you	just	basically	go	
back	home	in	the	evening	to	get	a	shower	and	sleep,	that's	what	I	need	
basically.	
	

Speaker	1:	 When	now	you're	going	to	[Lisbon	00:08:20],	do	you	have	other	expectations	
from	the	host	then?	Are	you	going	alone?	
	

Speaker	2:	 Yeah,	well,	I'm	looking	for	a	place	now	to	book	it	on	my	own.	The	places	I'm	
checking	right	now	are	more	like	hostels	with	Airbnb,	but	it's	several	rooms,	but	
we	didn't	like	the	environment	were	in.	I	would	like	to	meet	some	nice	people	
over	there	that	I	wouldn't	get	disturbed	too	much	or	something	while	being	
there.	
	

Speaker	1:	 Through	Airbnb	but	it's	actually	you	get	out	from	more-	
	

Speaker	2:	 It's	more	like	a	hostel.	
	

Speaker	1:	 The	host	will	be	there,	do	you	think?	
	

Speaker	2:	 I	don't	know.	I	don't	think	so.	It's	more	like…	we're	like	mini	hostels,	[it's	like	
00:09:08]	up	to	five	people	staying	there.	
	

Speaker	1:	 I've	actually	never	heard	about	this	concept	at	Airbnb.	
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Speaker	2:	 It's	discovered	this	in	this	moment	there	but	it's	a	case,	it's	like	four	or	five.	We	
got	several,	I	saw	several	deals,	it	was	four	or	five	rooms,	and	they	are	just	
being	rented	via	Airbnb	but	it's	a	mini	hostel	actually	because	the	person	is	not	
living	there,	but	just	[inaudible	00:09:32]	this	kind	of	business.	
	

Speaker	1:	 How	do	they	describe	their	apartments?	
	

Speaker	2:	 From	the	photos	I	saw	it,	it	was	just	like	a	mini	hostel	like	we	have	the	basics	
like	in	a	hostel.	
	

Speaker	1:	 It's	quite	interesting.	
	

Speaker	2:	 It's	clean.	When	you	stay	in	a	hostel,	it's	like	a	little	community	where	we	have	a	
lot	of	stuff	all	around,	super	cozy	and	so	on,	but	just	in	this	case,	we	don't	have	
the	crew	like	people	working.	It's	just	someone	who	comes	to	enter	you	to	the	
room,	and	check	the	place,	and	then	maybe	someone	comes	to	clean	it,	that's	
basically	it,	but	at	least	it's	the	way-	
	

Speaker	1:	 How	would	you	do	it	with	utilities	in	that	setting	with	toilet	paper	or	cooking	
oil?	
	

Speaker	2:	 I	believe	that	someone	comes	there	everyday	to	check	on	that.	If	there's	
something	wrong,	I	would	have	the	owner's	phone	number	so	I	just	text	them.	
	

Speaker	1:	 Okay,	I	really	think	I	need	a	moment	to	really	think	this	through	because	the	
host	is	not	there,	but	you	are	paying	for	the	experience	of	living	with	other	
people	like	hostel,	but	not	using	a	hostel,	still	using	Airbnb.	What	you	see	is	the	
advantages	or	the	disadvantages	there.	
	

Speaker	2:	 I	think	it's	pretty	much,	it's	actually	what	I	found	Airbnb	or	booking.com,	it's	
basically	the	same.	You	can	find	the	same	Airbnb	apartments	in	booking.com	or	
some	many	hostels	with	Airbnb.	It	gets	really	similar,	and	the	value,	I	see,	it's	
just,	I	think,	it's	a	bit	more	peaceful	to	stay	comparing	to	a	hostel	because	it's	
only	a	maximum	of	five	people	in	the	apartment	or	something	like	that.	Yeah,	it	
would	just	be	more	quiet	and	my	own	space,	and	I	have	more	silence,	and	I	
have	my	own	room.	At	the	same	price,	it	would	be	staying	at	a	hostel,	but	at	
least	four	or	five	more	people	in	the	same	room.	Price-wise,	it's	a	better	deal,	
and	I	get	my	own	room,	and	that's	basically	it.	
	

Speaker	1:	 In	terms	of	socializing,	how	is	the	expectations	there	versus	a	hostel?	
	

Speaker	2:	 Okay,	yeah,	as	for	hostels,	I	love	staying	in	the	hostels	because	it's	about	
meeting	folks,	and	you	never	learn,	but	then	going	for	an	event,	I	will	have	
more	friends	like	staying	in	other	places	in	Lisbon	or	the	same	people	from	
Lisbon.	As	for	me	now,	I'm	looking	for	a	place	more	just	to	crash	because	I	have	
my	local	friends	there.	These	people	I'm	going	to	meet	there,	and	I	will	need	
just	a	place	where	I	can	go	and	rest	properly,	and	[dressing	up	00:12:30]	for	a	
job	because	I	will	be	visiting	the	event	so	it's	not	like	I'm	going	there	as	a	
traveler	this	time	but	more	like	business	event.	
	



154 “COMMERCIAL FRIENDSHIPS”: EXPLORING MODELS OF SOCIALITY IN THE SHARING ECONOMY 

	

Speaker	1:	 Up	to	what	extent	would	you	consider	the	social	contact	with	the	other	people	
in	that	house?	
	

Speaker	2:	 Oh,	in	the	apartment?	
	

Speaker	1:	 Yeah.	
	

Speaker	2:	 Well,	I	mean	you	cannot	plan	that	much.	If	you	want	to	meet	the	owner	but	
with	some	other	travellers	staying,	for	me,	it's	always	usually	quite	a	good	
experience,	so	I	never	had	a	bad	experience.	I	think	as	long	as	nothing	bad	
happens,	even	if	the	person	is	not	really	communicative	and	just	quiet,	that's	
fine	with	me.	
	

Speaker	1:	 It	would	just	be	like	a-	
	

Speaker	2:	 I	would	say	hi	and	so	on,	but	if	the	person	is	not	really	chatty,	I	wouldn't.	
	

Speaker	1:	 Yeah.	
	

Speaker	2:	 Of	course,	I	would	be	into	meeting	a	person	like	finding	out	who	I'm	living	with	
and	that	would	be	nice.	
	

Speaker	1:	 Yeah,	but	it's	not	the	first	priority.	
	

Speaker	2:	 If	we	get	along,	of	course,	going	for	a	drink	or	something,	that's	just	[service	
00:13:34]	as	well.	
	

Speaker	1:	 If	you	needed	something	in	that	house,	how	would	you	deal	with	requesting	it	
or	if	you	thought	something	was	missing,	would	you	wait	for	it	afterwards	to	let	
the	owner-host	know?	
	

Speaker	2:	 I	think-	
	

Speaker	1:	 Would	you	call	the	person	or-	
	

Speaker	2:	 I	think	it	always	depend	on	the	situation	and	[the	need	00:14:11]	for	bath	item,	
if	it's	something	I	can	survive	without	then	I	just	find	out	alternative	something	
to	use	instead	of	some	spoon	or	fork,	the	fork	and	spoon,	I	mean,	it's	whatever.	
	

Speaker	1:	 Problem-solving.	
	

Speaker	2:	 Yeah,	whatever,	I'm	not	going	to	make	a	drama	about	it	or	something.	I	don't	
really	care,	but	if	it's	something	that's	really,	really	needed,	or	at	least	it	was	
promised	then	I'd	be	like,	"Okay,	where	is	it?"	I	would	text	or	call	the	owner	just	
to	ask.	
	

Speaker	1:	 Warm	water.	
	

Speaker	2:	 Yeah,	that	would	be	really	good	actually.	internet.	I	got	some	[inaudible	
00:14:46]	like	some	people	what	you're	really	expecting	from	that	place.	Yeah,	I	
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guess,	I	would	try	to	call	or	actually,	I	mean,	if	you're	in	the	rush	and	you	don't	
have	time	then	whatever,	I	will	wash	my	head	with	cold	water	and	just-	
	

Speaker	1:	 Leave	a	bad	review?	
	

Speaker	2:	 Not	maybe	leave	a	bad	review	but	just	inform	them	there	was	no	hot	water,	
can	you	please	fix	it	for	me	in	the	evening	or	later	because	if	I'm	going	to	stay	
there	for	a	week,	I'm	stuck	with	it.	The	last	time	we	stayed	in	Budapest,	the	
place	was	disappointing	because	we	actually	got	tricked	because,	I	think,	the	
photos	we	had	was	slightly	different	from	what	we	got,	and	in	this	case,	we	
were	like,	"Okay."	The	lady	even	wrote	a	different	address,	it	was	next	to	like	in	
the	other	side	of	a	street	actually	from	where	we	were	supposed	to	stay.	
	

Speaker	1:	 Oh,	so	the	street	view,	if	you	Google	it	would	be-	
	

Speaker	2:	 No,	no,	it	wasn't	about	street	view.	We	even	didn't	mention	that.	We	didn't	
care	about	the	street	view.	She	was	cheating	because	they	actually	had	to	write	
the	actual	address	of	the	place	then	she	met	us	in	one	place	and	then	to	the	
other	one,	and	it	was	like,	"Okay."	The	place	itself	was	more	disappointing	
because	in	photos,	it	looked	much	bigger,	much	cleaner,	and	so	on.	
	

Speaker	1:	 No	Barbie	heads.	
	

Speaker	2:	 No	Barbie	heads	exactly.	The	“text	on	tiles”	saying	how	to	use	the	things	in	the	
kitchen	or	in	the	toilet,	it	was	so	ridiculous,	but	it	was	some	kind	of	an	
experience.	We	still	like	when	we	met	her,	we	communicated	nice	to	her	and	so	
on,	but	at	the	same	time,	we	were	slightly	disappointed	so	we	were	like,	"Okay,	
we'll	leave	maybe	not	the	best	review."	She	tricked	us.	Just	to	be	honest	like	
with-	
	

Speaker	1:	 When	you	were	there,	you	communicated	well	with	her?	
	

Speaker	2:	 Yeah.	
	

Speaker	1:	 But	then	after	your	stay,	you	kept	the	criticisms	after	the	stay.	
	

Speaker	2:	 Well,	at	least	because	there	were	three	of	us,	we	were	laughing	off	the	
situation	itself.	We	were	saying,	"Yeah,	I	guess	it's	not	five	stars	we	can	give	to	
her."	Of	course,	we	don't	want	to	get	into	an	argument	with	her	because	she	
would	be	like,	"Yeah,	it	what	is	was	there."	She	would	be	angry	and	put	us	in	
charge	for	something,	and	that's	why	I	was	like,	"Okay,	let's	leave	the	place	and	
just	be	honest	with	the	review	that	it	wasn't	as	what	it's	promised."	
	

Speaker	1:	 How	did	base	the	review	then?	
	

Speaker	2:	 Well,	it	wasn't	me	who	wrote	it.	I	actually	haven't	seen	the	review	because	it	
was	a	friend's	account	we	used	for	booking	it.	I	just	remembered	him	talking	
about	it	was	not	right.	that	was	missing,	it	wasn’t	like	it	was	promised.	
	

Speaker	1:	 He	based	it	on	experience	but	more	of	the	value	for	money.	
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Speaker	2:	 Yeah,	in	this	case,	it	wasn't	honest	in	a	way	but	we	were	slightly	tricked	from	

what	was	promised	of	their	and	what	we	actually	received.	In	this	case,	to	make	
it	honest,	the	lady	actually	was	cheating	in	this	case,	I	guess,	on	Airbnb.	At	least	
my	friends	and	I,	I	guess,	follow	those	reviews	and	trying	to	be	honest	in	writing	
reviews,	and	that's	why	I	was	saying	that	when	I'm	looking	for	a	place,	I	check	
on	reviews	as	well	because	I	think	usually	people	will	leave	more	honest	
opinions	about	how	it-	
	

Speaker	1:	 This	will	be	very	difficult	to	answer	but	let's	go	for	it.	How	significant	do	you	
consider	the	social	contact	with	the	person	you	stayed	with	after	the	deal	is	
over?	Can	you	also	imagine	from	Lisbon	if	you	want	to.	
	

Speaker	2:	 Yeah,	well,	I	guess	what	matters	is	that	since	I	haven't	left	a	review	myself	but	I	
know	a	case	where	you	both	as	a	renter,	as	a	person	who	rents	this	place,	a	
landlord,	you	both	write	comments	and	you	both	can	see	what	the	other	
person	wrote.	If	you	write	something	negative	about	that	place	then	you	know	
you	can	expect	that	person	can	write	something	negative	about	you.	
	

Speaker	1:	 Okay.	
	

Speaker	2:	 I	think	it's	a	game.	I	didn't	write	as	bad.	
	

Speaker	1:	 Yeah.	
	

Speaker	2:	 It's	just	like	I	imagined	but,	okay,	you	cannot	be	too	honest.	If	you	write,	"This	
place	was	shit,"	and	then	someone	will	say,	"No,	you	are	shit.	You	are	bad,	or	
worse	or	you	were	noisy,"	and	so	on.	This	review-based	thing	is	I	would	like	to	
but	you	would	see	the	review	after	it's	written	only	but	after	both	sides	have	
fulfilled	it	because	that	would	be	more	honest	because	if	one	side	writes	very	
nice	about	you,	you're	obligated	to	make	very	nice,	not	very	nice	but	make	it	
more	[this	is	all	00:20:05].	
	

Speaker	1:	 This	is	so	interesting.	
	

Speaker	2:	 At	least	it's	the	way	I	see	it.	I	don't	know	as	I	haven't	tried	it,	it's	[compare	as	
now	00:20:15]	is	it	really	[wave	00:20:17]	at	one	person	who	writes,	and	then	
the	other	sees,	and	the	other	can	write	it	after	them.	
	

Speaker	1:	 You	see	it.	
	

Speaker	2:	 As	for	me,	it	would	be	like	when	both	sides	fulfil	it	and	then	be	sincere-	
	

Speaker	1:	 And	then	you	were	able	to-	
	

Speaker	2:	 Both	of	them,	we	have	it	ready.	Just	to	make	it	like	that,	it	would	be	more	
honest.	
	

Speaker	1:	 Then	it	would	be	more	honest?	
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Speaker	2:	 Yeah.	
	

Speaker	1:	 Yeah	because	you	said	you	base	it-	
	

Speaker	2:	 There's	some	social	obligation	you	get	into.	If	you	get	into	[like	a	trick	00:20:40]	
if	it's	only	really	nice	but	maybe	I	won't	be	that	mean	in	this	case,	or	vise	versa	
like	if	you	wrote	mean	about	the	landlord,	something	mean	about	the	landlord,	
and	the	landlord	was	like,	"Okay,	maybe	he	was	nice	but	he	was	not	nice	in	my	
review	then	I	will	write	him	a	[nice	review	00:20:55]	about	them.	
	

Speaker	1:	 Who	has	the	advantage	in	the	relationship	of	the-	
	

Speaker	2:	 Yeah,	the	people	who	rent	the	place	in	this	case	because	we	are	the	customers.	
	

Speaker	1:	 It's	very	interesting	how	people	base	it-	
	

Speaker	2:	 Well,	at	least	[I	do	00:21:12]	because	you're	more	in	need	for	a	good	review	as	
a	landlord.	
	

Speaker	1:	 You	mentioned	that	you	look	for	the	review	because	you	feel	like	Airbnb	is	
quite	real	people	that	you	said-	
	

Speaker	2:	 Yeah,	it's	not	only	everything	but-	
	

Speaker	1:	 And	then	in	the	end,	it's	actually	also	strategy.	
	

Speaker	2:	 Yeah.	
	

Speaker	1:	 How	do	you	see	this	relationship?	
	

Speaker	2:	 Sorry?	
	

Speaker	1:	 How	do	you	see	the	relationship	with	...	It	is	real	people	but	like	you	mentioned	
now	it's	actually	also	strategy.	
	

Speaker	2:	 Slightly,	yeah.	
	

Speaker	1:	 How	do	you	deal	with	that	when	you	read	the	reviews	for	instance?	
	

Speaker	2:	 I	know	maybe	some	people	don't	care	about	what	the	other	people	like	
landlords,	the	one	that	says	about	them	and	so	on.	I	think	you	even	if	you	can	
find	a	way	to	express	the	results,	it's	the	same	way	to	say,	maybe	it	wasn't	the	
place	as	expected	but	still	in	a	nice	way.	I	think	it's	still	at	some	point,	it's	
honest.	
	

Speaker	1:	 Yeah.	
	

Speaker	2:	 You	can	read	through	the	lines	at	some	point.	
	

Speaker	1:	 Okay.	
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Speaker	2:	 Say	it	was	nice	but	it	was	three	stars	somewhere	something	like	that.	

	
Speaker	1:	 Okay.	

	
Speaker	2:	 It's	like	you	understand	but	something	must	be	behind	it.	

	
Speaker	1:	 It's	very	interesting.	

	
Speaker	2:	 I	don't	know.	The	way	I	see	it	like-	

	
Speaker	1:	 Yeah.	Okay,	now	I	will	ask	a	bit	of	reflection	on	yourself	so	you	can	either	

imagine	the	episodes	where	you,	guys,	rented	from	Airbnb	or	now	you're	
looking	for	a	place	on	yourself.	How	would	you	describe	your	own	presence	on	
Airbnb,	and	in	what	ways	would	you	think	the	social	representation	of	you	
matters	for	the	other	[parts	00:23:12]?	
	

Speaker	2:	 Yeah,	as	I	said	I	don't	have	any	reviews	in	my	account	anyway	but	I	have	rented	
the	place	before,	so	I	didn't	receive	any,	but	of	course,	I	would	care	so	I	
wouldn't	get	bad	reviews	as	a	[fan	00:23:30]	because	maybe	someone	will	
consider	that	in	the	future	with	me,	and	don't	want	to	rent	a	place	for	you.	
	

Speaker	1:	 How	do	you	present	yourself	on	Airbnb	in	your	profile?	
	

Speaker	2:	 I	don't	really	have	it.	It's	just	a	three-year-old	photo	when	I	was	traveling,	and	
it’s	a	bit	more	funny,	nothing	formal	because	I	was	just	a	student	because	I'm	
looking	for	a	place	to	crash.	
	

Speaker	1:	 The	description	of	yourself,	what-	
	

Speaker	2:	 But	I	don't	have	that	one.	It	just	shows	the	data	from	Facebook	that	I	live	in	
aarhus,	and	that	I've	been	studying	at	the	places	at	my	high	school	[or	
university	00:24:21]	it's	not	a	bit	about	my	current…	Yeah,	maybe	I	should	work	
on	that	and	just	to	update	my	profile.	Yeah,	I	guess	in	this	case,	I	would	just-	
	

Speaker	1:	 If	you	were	going	to	update	it,	what	social	cues	to	you	think	you	would	use	to	
attract,	to	make	sure	that	people	got	the	right	impression	of	you?	
	

Speaker	2:	 Well,	I	think	it's	super	necessary	to	do	it,	maybe	update	a	photo	a	bit	more,	not	
serious,	but	just	maybe	lets	see…	because	now	my	photo	is	from	a	distance	and	
whatever	kind	of	photo,	but	maybe	I	would	put	there	from	a	closer	look	just	to	
create	trust	in	a	way	that	I'm	a	real	person.	What	else?	
	

Speaker	1:	 How	would	you	describe	yourself?	
	

Speaker	2:	 I'm	a	student,	social	one	who	never	had	problems	with	other	tenants,	I'm	
traveling,	and	maybe	if	it	was	in	regards	of	one	or	the	other	trip,	it's	like	one	of	
the	purpose	of	my	trip	Okay,	I	won't	be	staying	there	that	much,	or	I'm	not	
going	there	to	party	but	it's	just	...	What	kind	of	trip	I'm	going	to	have	and-	
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Speaker	1:	 Would	you	write	about	expectations	to	the	host,	do	you	think?	
	

Speaker	2:	 No,	I	think	it's	our	job	to	check	on	the	description	of	the	place	you're	looking	
for.	
	

Speaker	1:	 Will	you	expect	the	host	to	have	a	bit	of	description	of	how	they	deal	with-	
	

Speaker	2:	 Yeah.	If	a	person	asks	a	person	then,	yeah,	of	course,	I	would	answer	and	
provide	the	answer	what	they	are	interest	in	knowing	about	me.	Maybe	I	will	
mention	that	I'm	a	master	student,	so	in	the	same	case	they	will	know	that	I'm	a	
young	person,	not	too	serious,	but	at	the	same	time	...	Not	like	that.	I'm	a	young	
person,	yeah,	social	and	all		
	

Speaker	1:	 When	you're,	for	instance,	going	to	rent	then.	
	

Speaker	2:	 As	for	me,	I	don't	know	even	what	I	will	wirte	because	I’m	not	sure	how		I	would	
make	this	kind	of	profile	because	for	[which	I	then	00:27:09]	mainly	just	to	
[inaudible	00:27:10]	I'm	a	student	and	I	like	traveling,	looking	for	a	basic	[place	
00:27:16]	
	

Speaker	1:	 And	then	you	would	change	the	picture.	Would	you	mention	anything	about	
economic	situation	for	instance	being	a-	
	

Speaker	2:	 No,	because	I	believe	they	don't	care,	but	you're	a	broke	student	[inaudible	
00:27:35]	go	and	look	for	a	cheaper	place	or	a	hotel.	It's	like	I	would	imagine	
that	that	would	be	the	deal.	I	don't	even	think	that	you	are	able	to	negotiate	
the	price	in	Airbnb.	
	

Speaker	1:	 I	think	that	a	host	can	tick	off	a	box	and	say	price	is	negotiable	if	you're	staying	
more	days,	but	I	heard	this	just	yesterday,	so	I'm	not	sure,	but	I	think-	
	

Speaker	2:	 I	will	try,	I	guess.	
	

Speaker	1:	 Have	you	experienced	any	unexpected	events	or	a	mismatch	in	expectations	of	
host	and	guests	that	does	not	necessarily	has	to	be	positive	or	negative.	It	could	
be	just	something	that	you	were	surprised	when	you	were-	
	

Speaker	2:	 You	mean	that	you're	talking	about	the	apartment	or	a	person?	
	

Speaker	1:	 Or	both,	it	could	be	anything.	People	mention	a	lot	of	different	things.	
	

Speaker	2:	 Yeah,	as	I	talked	about	the	last	place	in	Budapest	we	rented,	it	was	a	mismatch	
but	what	was	there	was	an	Airbnb	and	that	was	reality.	The	lady	she	had	really	
broken	English	so	it	was	a	bit	hard	to	hear	her,	and	that	we	eventually	wrote	to	
my	friend	who	I	would	say-	
	

Speaker	1:	 Yeah,	what	did	she	...	[sexual	00:29:01]?	
	

Speaker	2:	 Not	like	sexual	contact	but	she	was	really	flirting	with	him	obviously.	I	was	like,	
"What	is	going	on	with	that	lady?"	
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Speaker	1:	 On	the	review?	

	
Speaker	2:	 No,	no,	not	in	the	review,	but	it	was	in	the	message	for	him	on	Airbnb.	They	said	

like	...	I	can't	remember	what	was	the	case.	
	

Speaker	1:	 She	wrote	the	message	to	him	after?	
	

Speaker	2:	 I	think	we	said	that	we	left	and	the	keys	are	in	the	place	or	something,	and	she	
responded,	"Oh,	sorry.	I	will	miss	your	pretty	face."	It	was	so	awkward.	
Seriously?	What's	going	on.	We	were	laughing	at	that.	She	was	like,	"You	are	
not	being	professional.	You	don't	expect	the	owner	to	start	writing	to	these	
kinds	of	things.	We're	just	renting	your	room.	
	

Speaker	1:	 Did	that	affect	how	you	reviewed	the	place	also	you	think?	
	

Speaker	2:	 I'm	a	bit	curious	to	see	now	actually.	I	don't	think	they	mentioned	that	in	the	
review	but	it	was	the	same	case	where	a	landlord	that	acted	like	this,	let's	call	it	
unprofessional,	and	at	the	same	time	that	the	place	was	a	bit	slightly	
disappointing	for	what	we	were	expecting.	I	think	that	influenced	the	overall	
review.	
	

Speaker	1:	 Okay,	that's	weird.	Now	let's	see,	how	we're	doing	with	time,	we're	fine.	In	your	
own	words,	what	is	the	role	of	the	platform	provider,	in	this	case,	Airbnb	in	all	
that	we	just	talked	about	in	social,	economic?	
	

Speaker	2:	 Yeah,	Airbnb	got	popular	recently	so	I	know	that	there	are	a	lot	of	people	using,	
and	if	I	wanted	I	could	use	it	myself	so	it	gives	me	a	trust,	if	I	as	a	person	could	
rent	out	a	place	or	people	with	similar	profiles	like	me	using	it	then	I	think	I	can	
trust	the	people	who	are	renting	apartments,	and	services	you	can	get.	I	guess	
when	I'm	...	I	got	this	idea	but	now	I'm	planning	a	trip	and	I	know	that	I'm	not	
staying	in	a	hostel,	or	even	if	I'm	staying	in	a	hostel,	the	first,	I	guess,	I	would	
check	on	Airbnb.	Even	recently	we	planned	our	ski	trip.	First	we	actually	went	to	
check	with	Airbnb	even	it's	not	actually	really	a	place	to	look	for	a	mountain	
house	but	it	just	....	Considering	that,	I	guess,	it's	stuck	in	my	mind,	it's	a	
wonderful	first	platform	so	I	would	use	for	checking	a	place	to	stay	because,	I	
guess,	you	have	this	expectation	and	the	price	was	cheaper,	and	you	still	can	
get	a	great	place.	
	

Speaker	1:	 More	value	for	your	money.	
	

Speaker	2:	 Yeah,	for	saving	money.	
	

Speaker	1:	 In	terms	of	the	relationship	between	the	buyer	and	seller,	what	is	the	role	of	
Airbnb	there?	
	

Speaker	2:	 Well,	it's	a	channel,	it's	a	reach	the	sellers,	or	become	a	seller	yourself.	When	I	
consider	it,	it	has	a	high	value	in	a	way.	If	it	wasn't	there	and	I	don't	know	where	
you	would	be	able	to	find	the	same	deal.	
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Speaker	1:	 Yeah,	should	they	have	this	more	passive	role	or	should	they	have	this	more	
active	role	in	the	relationship?	
	

Speaker	2:	 I	think	passive	is	okay	as	long	as	the	platform	is	working	and	you	don't	have	
problems	like	some	bookings,	or	you're	not	getting	cheated	over	something.	I	
guess,	we're	just	okay	to	know	whether	it's	there	if	you're	getting	some	
cancellation,	and	your	money	is	gone,	or	some	guy	cheated	you	with	a	place	or	
something,	or	you	have	really	bad	experience,	but	you	would	say,	"Okay,	this	
person	is	cheating,"	and	actually	we're	considering	informing	Airbnb	about	that	
lady	we	booked	the	room	from	in	Budapest.	She	actually	provided	us	with	a	
different	address	to	what	was	there	because	according	to	Airbnb	rules	that	it's	
not	the	case,	you	have	to	provide	the	actual	address	to	the	place.	Once	again,	
just	some	against	rules.	
	

Speaker	1:	 In	what	ways	did	you	have	a	feeling	of	Airbnb	being	present	during	the,	either	
pre-booking	during	the	stay	or	after	the	stay?	
	

Speaker	2:	 I	think	before	and	after.	Most	important	in	the	case	when	you're	looking	for	a	
place,	when	you're	choosing	a	place,	when	you	start	communication	with	seller.	
After	it	doesn't	really	matter	that	much,	just	that	little	part	where	you	have	to	
still	leave	a	review	and	consider	yourself.	I	guess	in	most	cases,	the	experience	
is	quite	nice	from	at	least	what	we	had,	it	was	like	this	one	place,	it	was	
[inaudible	00:34:31],	but	from	what	I	hear	the	other	friends,	no	one	had	bad	
experiences	with	Airbnb	so	far,	that's	why	it	still	has	a	good	name	when	it	
comes	to	the	platform	as	long	as	it	works.	
	

Speaker	1:	 In	your	own	words,	when	is	the	economic	aspect	is	more	important?	When	is	
the	social	aspect	is	more	important	with	you?	
	

Speaker	2:	 I	guess	it's	more	from	the	backgrounds	of	the	trip	or	who	you're	traveling	with.	
If	I	know	that	I'm	traveling	alone	or	with	just	a	friend	or	two	then	I'm	willing	to	
stay	in	a	hostel	in	a	way	which	I'm	up	to	meeting	more	people.	If	you	are	going	
to	a	completely	new	place,	it	would	be	great	just	to	get	my	information	because	
hostels	usually	provide	more	info	or	you	need	some	more	travelers,	we	can	
provide	it	with	more	information	about	what	you	do,	where	to	go.	While	in	
Airbnb,	it's	more,	I	guess,	when	I	want	more	privacy	in	this	case,	if	it's	with	a	
close	person	or	let's	say,	your	family	members	as	well	would	be	I	guess	where	
you	it's	not	like	hostel	style	so	stay	with	your	mom,	I	guess,	in	a	hostel.	At	the	
same	time	if	maybe	it's	a	bigger	team	of	us,	we	would	be	okay	with	staying	
together,	but	you	are	not	in	need	of	social	interaction	with	other	hostel	guests.		
	

Speaker	1:	 It	makes	sense.	
	

Speaker	2:	 Citizens	of	the	world,	let's	call	it,	when	it	comes	to	hostel,	and	just	the	
background	of	the	trip.	
	

Speaker	1:	 Is	there	anything	now	that	you	felt	like	you	did	not	get	to	express	based	on	my	
questions	that	you	want	to	add?	
	

Speaker	2:	 Whatever	I	like	to	add?	
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Speaker	1:	 Is	there	anything	that	you're	like-	

	
Speaker	2:	 Yeah,	like	I	said,	it	matters	a	lot	your	economical	situation	like	I	know	it's,	of	

course,	you	see	so	many	cool	places	in	Airbnb,	but	as	a	student,	if	you	know,	
okay,	as	for	me,	it's	not	a	priority	to	book	a	cool	place,	you	just	want	a	
convenient	place,	so	you	will	find	getting	some	cheap	as	long	as	it's	clean,	bed,	
hot	shower,	and	so	on.	I	guess,	maybe,	I'm	thinking	in	the	future,	maybe,	of	
course,	when	you	have	some	more	money	then	your	requirements	will	increase	
as	well.	
	

Speaker	1:	 In	that	case,	maybe	I	would	even	will	decide	to	go	for	a	hotel	since	some	far	
future	whenever	I	have	money.	
	

Speaker	2:	 You	think	when	your	economic	situation	will	change,	you	might-	
	

Speaker	1:	 Yeah,	the	economic	situation	can	change	at	the	same	time	but,	of	course,	with	
age,	so	it's	just-	
	

Speaker	2:	 You	think	that	it's	more	young	people	are	using	Airbnb?	
	

Speaker	1:	 Yeah,	I	guess	with	age,	it	would	be	a	case,	once	again,	it	depends	on	the	
scenario.	Even	if	I	get	older,	I	guess,	I	would	go	for	Airbnb	but	maybe	more	
luxurious,	maybe	it's	in	a	better	place,	you	would	consider	but	you	can	allow	
yourself	something	even	more	expensive,	and	as	long	as	it	has	more	advantages	
to	say	in	a	cheap	place	just	like	[inaudible	00:38:19].	I	guess	when	I	get	older	
then	maybe	I	will,	in	comparison	to	hostels,	maybe	I	won't	be	staying	in	a	hostel	
in	ten	years	anymore	in	Airbnb	but	still	be-	
	

Speaker	2:	 Be	relevant.	
	

Speaker	1:	 Yeah,	relevant	because	it's	more	private	so	that's	fine.	
	

Speaker	2:	 Interesting.	I	think	we	are	done.	
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Appendix 9: Tina  

Interview 8 
Participant: Tina  
Date: 14.10.2016 
Location: Home of participant   
Duration: 39: 13 
Recorded with: mobile phone  
 
 
Interviewer:	 There.	Could	you	please	explain	how	you	determine	a	reasonable	price	for	

the	room	you	rent?	
	

Tina	:	 At	first	I	thought	what	is	reasonable?	I	think	I	did	300,	350	or	something.	
Then	I	got	so	many	bookings.	I	realized,	huh,	my	locations	is	pretty	good.	I	
live	near	the	airport,	and	it	takes	less	than	20	minutes	to	get	from	the	
airport	to	here,	and	I	live	right	at	the	metro	station.	The	busiest	tickets	for	I	
think	the	weekend	are	when	there	is	a	conference	at	Bella	center	because	
then	all	of	those	scientists,	professors,	whatever	they	come	to	
Copenhagen,	and	they	all	at	the	same	time	need	a	room.	Then	I	can	
actually	bump	up	the	price	to	700	sometimes,	700	a	night.	But	normally	I	
think	my	base	price	is	550,	but	I	did	a	lot	of	trial	and	error.	In	the	beginning	
it	was	way	too	low.	Then	I	started	getting	all	of	these	good	reviews	so	I	
could	ask	for	700	sometimes	a	night,	which	is	even	more	than	a	hotel	next	
to	Bella	Center	but	they	don't	know	that.	Yeah,	that's	how	I	got	it.	My	base	
price	is	550.	
	

Interviewer:	 How	would	you	say	you	use	the	price	to	attract	people?	In	what	ways-	
	

Tina	:	 To	attract	people.	You	can	say	I	kind	of	follow	the	[inaudible	00:01:27].	In	
the	beginning	I	had	no	reviews.	People	didn't	know	if	I	was	some	kind	of	
sex	offender	or	whatever.	In	the	beginning	it	was	really	low,	and	then	the	
good	reviews	piled	up	and	I	thought	it's	time	to	bump	up	the	price.	But	
also	you	could	just	turn	down	people's	offers.	When	a	lot	of	people	ask	for	
the	same	dates,	and	I	can	see	this	is	a	popular	period,	I	would	just	bump	up	
the	price,	and	you	know,	have	you	used	Airbnb?	
	

Interviewer:	 No.	
	

Tina	:	 There	are	price	suggestions.	
	

Interviewer:	 Okay,	how	does	that	work?	
	

Tina	:	 I	am	not	sure.	It's	like,	would	you	like	to	see	how	people	around	you	in	
your	area	with	your	kind	of	standard	ask	for	prices?	Then	you	can	see	what	
they	think	you	should	ask	for.	Sometimes	it's	lower	than	what	you're	
asking,	sometimes	it's	higher.	If	it's	higher	I	will	also	go	up,	but	if	it	is	lower	
I	will	never	go	down.	
	

Interviewer:	 Why?	
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Tina	:	 I	never	had	a	problem	with	getting	reservations.	They	think,	oh	you	will	

only	be	able	to	attract	guests	if	you	have	this	kind	of	level.	But	I	honestly	
never	had	a	problem.	I	know	that	compared	to	Maggie,	your	other	
interviewee,	I	have	a	much	better	location.	I	think	she's	used	Airbnb	maybe	
less	than	10	times,	but	I	have	used	it	like	40	or	50	times.	
	

Interviewer:	 40	or	50	times?	
	

Tina	:	 Actually	I	don't	know	if	you	should	hear	this,	but	I	earn	so	much	money	
that	Paypal,	they	blocked	my	account.	I	had	to	go	in	and	prove	my	identity,	
and	it	took	a	long	process.	
	

Interviewer:	 Really?	
	

Tina	:	 Yeah.	
	

Interviewer:	 Interesting.	Why	did	you,	this	is	not	relevant,	but	did	you	get	in	trouble?	
	

Tina	:	 I	didn't	get	in	trouble,	but	it	was	just	like,	because	Paypal	even	[inaudible	
00:03:12]	you	get	the	money	either	by	them	directly	into	the	account	up	to	
Paypal.	I	thought	it	was	going	to	be	weird	due	to	tax	issues	if	I	get	all	the	
money	in	my	account,	so	I	just	put	it	in	Paypal.	Then	when	I	need	money	I	
will	withdraw	like	3,000	at	once.	Then	the	last	time	I	wanted	to	withdraw	
money	it	said	like,	in	this	calendar	year	you	got	more	than	some	amount	of	
Euros,	so	they	blocked	my	account.	They	didn't	block	it,	but	they	limited	it,	
so	I	have	to	go	in,	and	prove	my	identity.	Prove	my	address.	Prove	that	I	
am	who	I	am	in	order	to	get	the	money	out.	
	

Interviewer:	 Do	you	do	that	now?	
	

Tina	:	 I	just	did	it	like	2	days	ago,	but	it's	involved	in	an	investigation.	I	feel	like	a	
criminal.	I	didn't	do	anything.	I've	just	got	to	get	my	tea.	Do	you	want	some	
hot	water?	
	

Interviewer:	 Yes	please.	
	

Tina	:	 I	keep	using	the	same	tea	bag,	so	it's	really	weak.	
	

Interviewer:	 It's	fine.	It's	nice.	
	

Tina	:	 You	should	put	it	down.	I	don't	want	to	burn	you.	
	

Interviewer:	 Okay.	
	

Tina	:	 My	friend	just	[inaudible	00:04:18].	
	

Interviewer:	 Thank	you.	In	what	ways	do	you	consider	certain	social	aspects	when	you	
are	picking	an	offer?	Just	wait	to	reply	until	you	are	back.	
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Tina	:	 Could	you	explain	what	you	mean?	The	social	aspects.	
	

Interviewer:	 It	could	be	what	kind	of	cues	about	the	seller	you	look	for.	
	

Tina	:	 You	have	probably	heard	about	those	really	scary	stories	about	Airbnb	
guests	who	use	your	room	for	like	brothels.	Prostitution.	Have	you	heard	
about	those?	
	

Interviewer:	 No.	
	

Tina	:	 There	are	some	Airbnb	scandals	where	people	seem	like	a	quiet	couple,	
and	then	they	rent	your	room,	and	then	they	use	it	to	film	porn,	or	do	sex	
games.	There	are	all	of	these	stories.	People	warned	me	when	I	started	
using	Airbnb,	so	I	am	always	looking,	who	are	these	people?	Are	they	
scary?	I	have	had	some	really	scary	people	contact	me	actually.	
	

Interviewer:	 What	is	scary?	Define	what	is	scary.	
	

Tina	:	 Well	I've	had	some,	this	might	sound	a	bit	racist,	this	is	so	weird	because	
I'm	Asian,	but	there	are	some	eastern	Asian	women	who	contact	me,	and	
their	photos	are	so	sexy.	They	are	like,	"Hey	can	I	rent	this	room?"	I'm	like,	
please	tell	me	a	bit	about	yourself.	She	is	like,	ugh.	The	weirdest	thing	is	
when	people	ask	if	they	can	have	the	room,	and	then	they	have	to	have	
the	key,	right?	And	they're	like,	"Oh	sorry,	I	can't	meet	up	with	you	to	get	
the	key.	Can	I	get	my	friend	to	meet	up	with	you	instead?"	I	find	that	a	bit	
sketchy.	I	would	rather	meet	the	person,	and	maybe	have	a	small	talk	to	
see	is	this	really	the	right	person?	
	

Interviewer:	 Would	you	allow	them	to-	
	

Tina	:	 Have	someone	else	pick	up	the	key.	
	

Interviewer:	 Yeah.	
	

Tina	:	 Never.	
	

Interviewer:	 Okay,	so	you	make	sure.	How	do	you	make	sure	of	that	ahead?	
	

Tina	:	 People	ask	me	if	they	can	do	that.	"Hey	can	we	pick	up	the	key	here?"	No.	I	
always	pick	up	people	at	this	time	at	the	metro	because	I	live	so	near	the	
metro.	Then	I	just	walk	them	to	my	room.	Then	I	show	them,	this	is	the	
heater,	this	is	whatever,	my	curtains	are	external.	The	architect	has	some	
idea.	If	I	forget	to	tell	them	the	curtains	are	external,	once	someone	wrote	
to	me	in	the	review	comment	section	that,	"Your	room	is	too	bright.	The	
sun	shines	right	in.	I	can't	sleep	in	the	morning."	The	curtains	are	outside.	I	
learned	the	small	things,	and	I	have	to	tell	them	the	wi	fi	password.	These	
small	things.	I	seem	to	get	really	good	reviews	after	doing	this	small	tour.	
It's	not	really	a	tour.	I	pick	them	up	at	the	metro,	and	then	I	take	them	to	
my	house,	which	is	like	2	minutes.	Then	I	show	them	these	things.	
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Interviewer:	 Sure.	What	kind	of	things,	going	back	to	the	things	in	there-	
	

Tina	:	 Sorry.	
	

Interviewer:	 No.	Going	back	to	things	in,	because	we	will	get	to	the	reviews	as	well.	But	
we	will	just	go	through	the	whole	process.	What	kind	of	things	in	their	
profiles,	and	their	message	would	you	find	welcoming	or	a	bit	of	a	
warning?	
	

Tina	:	 There	has	been	a	few	creepers.	Just	because	they	see	that	my	profile	says	
that	I	am	a	female	student	at	CBS.	There	is	a	photo	with	a	smile.	It's	not	
provocative	in	any	way,	but	there	has	been,	I've	sometimes	screen	shot	
them	and	show	my	friends.	There	was	one	guy,	"I'm	a	Californian	dance	
teacher.	I	like	to	dance	naked.	Would	you	like	to	dance	naked	with	me	
throughout	Copenhagen?"	I'm	like,	"No	thank	you."	There	are	some	other	
ones	who	are	like,	"Hi,	I	am	interested	in	your	room.	I	like	to	sunbathe	in	
very	little	clothing.	Would	you	like	to	join	me?"	There	are	a	lot	of	these	
weird	things.	
	

Interviewer:	 They	are	kind	of	flirting	their	way	through.	
	

Tina	:	 They	are	really	gross.	
	

Interviewer:	 Do	you	think	they	mean	it?	Or	do	you	think	they	are	trying	to	be	funny?	Or	
what?	
	

Tina	:	 I	think	they	are	serious.	Yeah.	I	think	they	are	pretty	serious.	You	can	also	
look	at	their	profile,	and	you	can	see	that	they	have	been	doing	it	for	a	
while.	You	can	see	how	old	their	profile	is.	That	is	also	something	I	take	
into	consideration.	But	to	be	honest,	Airbnb	is	still	pretty	new.	Sometimes	
people	just	created	the	account,	and	normally	you	would	be	aware	of	
these	people	because	they	could	be	sketchy,	but	I	have	had	only	good	
experiences	with	my	guests,	but	I	am	also	a	little	picky.	
	

Interviewer:	 But	what	is	your	criteria	list?	
	

Tina	:	 I	want	to	see	if	they	are	dependable	people.	
	

Interviewer:	 How	do	you	see	that?	
	

Tina	:	 Normally	I	ask	them	to	describe	what	they	do	for	a	living.	Are	you	a	
student?	Are	you	a	professor?	Are	you	a	scientist?	But	I	have	also	said	yes	
to	some	people	that	I,	they	were	just	so	nice	when	they	wrote,	there	was	
one	girl	who	was	a	skater	on	Instagram.	She	posted	this	video	with	a	Go	
Pro,	and	she	goes	to	different	skating,	roller	blades	conferences	around	the	
world.	I	thought	she	has	a	lot	of	tattoos,	and	piercings.	Normally	I	am	like	
sketchy	person,	but	she	was	really	nice.	I	love	when	people	leave	personal	
things.	Gifts	for	me.	Sometimes	they	do	that.	Thank	you	for	being	such	a	
great	host,	and	they	leave	a	small	gift	of	chocolate,	or	tea,	or	sometimes	a	
mug.	That's	really	sweet.	Sorry.	I	got	off	topic.	
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Interviewer:	 No	we	will	get	to	it	eventually.	It's	totally	fine.	It's	no	problem	at	all.	I	think	

it's	very	funny	because	I	can	see	how	you	are…	
	

Tina	:	 I	know	what	it's	like	when	you	do	interviews,	and	then	people	start	talking	
about	something	else	when	you	ask	for	something.	What?	
	

Interviewer:	 But	I	think	it	is	very	important	to	let	people	talk.	
	

Tina	:	 Tell	me	if	you	think	I	didn't	answer	enough.	I	can	talk	more.	
	

Interviewer:	 It's	perfectly	fine.	
	

Tina	:	 Okay.	
	

Interviewer:	 You	mentioned	that	you	prefer	to	meet	people.	
	

Tina	:	 Always	shortly.	
	

Interviewer:	 Yeah.	Do	you	always	meet	people	you	rent	out	to?	
	

Tina	:	 I	have	to	hand	over	the	key.	I	know	some	other	people	they	use	...	You	can	
pick	up	the	key	at	some	other	place.	When	I	can't	do	it,	sometimes	I	go	
traveling,	and	I	use	Airbnb	quite	a	lot.	I	would	ask	my	brother	to	do	it.	
Sometimes	my	cousin.	To	be	honest	my	worst	Airbnb	experience	was	when	
I	asked	my	cousin	to	do	it.	Maybe	it	is	not	her	own	thing	so	she	didn't	take	
it	that	seriously,	so	she	didn't	do	the	cleaning	seriously.	I	got	a	really	bad	
review.	Really	bad.	
	

Interviewer:	 How	is	that?	
	

Tina	:	 It	was	horrible.	Sometimes	I	get	reviews	because	people	come	from	all	
over	the	world,	but	then	it	was	Spanish,	Italian,	something,	and	it	was	so	
long.	
	

Interviewer:	 How	long?	
	

Tina	:	 It	was	so	long,	but	I	know	that	it's	negative,	so	I'm	not	even	going	to	
Google	translate	it.	I'll	just	leave	it.	
	

Interviewer:	 Oh	it	was	in	their	language.	
	

Tina	:	 I	also	have	Russian	ones,	and	Korean.	I	don't	even	know.	But	most	of	them	
are	positive.	Almost	all	of	them	are	positive.	The	Italian	person	was	very	
not	happy.	I	don't	even	Google	translate.	
	

Interviewer:	 I	know.	I	speak	Italian.	
	

Tina	:	 I	don't	want	to	hear	what	they	are	saying.	I	know	it's	bad.	If	it's	really	long,	
when	people	are	happy	they	will	leave	a	short	happy	one.	If	people	are	not	



168 “COMMERCIAL FRIENDSHIPS”: EXPLORING MODELS OF SOCIALITY IN THE SHARING ECONOMY 

	

happy	they	will	leave	a	really	long	you	suck,	blah,	blah,	blah	message.	
	

Interviewer:	 The	shorter	the	better.	
	

Tina	:	 Yeah.	Short	and	concise.	
	

Interviewer:	 For	you,	how	important	is	that	small	walk	from	the	metro	station,	and	up	
to	your	apartment,	for	you?	
	

Tina	:	 I	get	to	know	them.	I	will	ask	them,	I	always	like,	I	don't	want	to	sound	like	
a	robot,	but	after	so	many	guests	you	start	asking	the	same	things.	How	
was	your	trip?	Was	the	flight	long?	Did	you	find	it	all	right?	Did	you	get	
lost?	You	always	ask	the	same	thing.	They're	like	oh	where	are	you	from?	
And	then	they	will	just	say	something,	and	sometimes	I	don't	even	listen	
because	I	am	just	so	used	to	this	now.	But	I	should	stop	using	Airbnb	since	I	
am	moving	out	now.	
	

Interviewer:	 For	them,	what	do	you	think	that	small	talk-	
	

Tina	:	 I	think	it	means	a	lot.	Because	people	use	Airbnb	over	hotels	because	it	is	
more,	they	feel	like	they	are	meeting	the	locals.	Often	they	ask	me	what	
should	they	see	in	Copenhagen?	Sometimes	they	take	out	a	map	and	are	
like	hey	can	you	show	me	how	do	I	get	to	this	place?	What	should	I	see?	
They	couldn't	do	that,	well	they	could	do	that	in	a	hotel,	but	it	is	like	in	a	
more	professional	manor.	I	actually	differ.	I	am	a	young	student.	I	kind	of	
know	the	cooler	places.	They	would	say	something	like	that.	
	

	 I	feel	like	people,	I	have	been	saying	that	if	i	go	traveling	I	would	use	Airbnb	
too	because	I	have	been	a	host,	and	I	have	had	good	experiences	with	it.	I	
think	other	people	would	also.	You	gain	more.	You	feel	like	you	really	visit	
the	country.	You	are	not	just	living	in	a	hotel.	You	are	actually	meeting	the	
locals.	Seeing	things.	You're	going	to	live	like	a	local.	My	place	doesn't	have	
a	hotel	feel.	I	think	that's	why	people	choose	Airbnb	over	hotels	because	
mine	is	not	cheaper	than	a	hotel.	It's	not.	
	

Interviewer:	 Are	there	any	kind	of	economic	aspects	that	you	remember	or	think	about	
when	you	are	doing	that	little	small	walk	with	people?	
	

Tina	:	 What	do	you	mean?	
	

Interviewer:	 It	could	be	anything.	Like	anything	about	the	use	of	utilities,	or	what	is	
included	in	the	price.	
	

Tina	:	 I	don't	think	about	that	because	my	price	is	so	much	more.	I	earn	so	much	
money	from	Airbnb	I	don't	care	if	they	don't	stop.	If	they	just	let	the	water	
run,	I	think	I	would	still	be	earning	money.	If	they	leave	the	lights	on	I	will	
still	be	earning	a	lot	of	money.	
	

Interviewer:	 Okay.	
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Tina	:	 I	don't	think	about	that.	But	I	think	people	are	not	that	bad.	
	

Interviewer:	 To	what	extent,	have	there	been	any	kind	of	mismatch	in	expectations	
regarding	what	the	guest	expects	from	you,	or	you	expect	from	the	host	
during	the	stay?	Like	meeting	up	to	do	stuff?	
	

Tina	:	 There	has	been	a	few	who	would	ask,	"Hey	we	would	love	to	take	a	coffee	
with	you,	or	go	out	for	dinner	if	you	are	interested?"	I	think	I	have	said	yes	
maybe	once	only.	A	lot	of	people	ask.	It's	not	that	I	don't	want	to,	it's	just	
that	I	don't	have	the	time.	I	also	have	to	work,	but	I	think	that	is	nice.	
	

Interviewer:	 Why	do	you	think	they	invite	you?	
	

Tina	:	 I	guess	they	want	to	hear	more	about	Denmark.	They	are	very	chill	people.	
There	is	also	this	cultural	clash	with	some	of	the	guests.	
	

Interviewer:	 How?	
	

Tina	:	 Like	people,	there	was	a	guy	from	Argentina,	people	from	Italy	...	You	know	
how	they	are	more	affectionate.	They	will	kiss	you	and	say,	"Oh,	you're	so	
gorgeous.	Oh	you're	so	beautiful."	They'll	be	like,	"Oh,	you	look	so	much	
better	in	real	life	than	in	your	photo."	I	get	a	little	bit	creeped	out,	but	I	
think	that's	the	Danish	person	in	me.	I	am	not	used	to	people	giving	
compliments	in	the	first	meeting,	that	straight	forward.	People	say	just	be	
happy,	but	okay.	It's	not	really,	it's	not	that	relevant.	Economic	aspects,	I	
don't	know.	
	

Interviewer:	 Anything	you	mention	to	them	that	you	like?	That	they	need	to	be	aware	
of	this.	
	

Tina	:	 No.	But	maybe	I	should	have	told	them	that	if	they	burn	something,	the	
smoke	alarm,	if	it	starts,	they	are	going	to	fine	me	3,000,	but	that	has	
never	happened,	and	I've	never	told	them,	but	that	could	be	something	I	
should	have	thought	of	maybe.	
	

Interviewer:	 How	significant	do	you	consider	to	have	contact	with	people	after	this	day?	
	

Tina	:	 To	be	honest	I	am	not	interested	in	it.	There	were	some	people	who	I	was	
interested	in.	You	meet	them	and	like,	whoa,	they're	cool.	There	was	1	
American,	well	he	was	Canadian,	but	he	moved	to	America,	to	the	US,	to	
start	some	thing.	He	had	some	start	up	ideas,	and	he	was	going	to	import	
the	Pastilla	pasta.	Because	in	the	US	people	don't	need	their	veggies.	In	
Denmark	they	invented	this	pasta	that	is	mainly	made	of	veggies.	He	
wanted	to	import	that.	He	tells	me	about	his	business	ideas.	Like	whoa	
that's	a	cool	person.	I	went	to	university	in	Canada,	in	a	university	called	
Queens	University.	It's	not	that	famous,	but	I	really	loved	my	time	there.	
Then	I	met	2	students	here,	they	came	to	rent	my	room,	and	they	were	
accidentally	from	that	place.	I	wanted	to	hang	out	with	them.	Like	oh	my	
god.	That's	so	cool.	Hey,	let's	go	for	dinner,	but	they	weren't	interested.	
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Interviewer:	 But	then	they	weren't	interested?	But	how	did	they	communicate	that	
they	weren't	interested?	
	

Tina	:	 I	read	body	language.	They	didn't	say,	"No	thanks."	But	I	could	tell.	It	was	a	
special	case	because	my	profile	says	that	I	provide	free	parking,	and	I	do.	
But	I	need	to	ask	my	landlord	to	get	the	parking	permit,	and	my	landlord	
was	sick	that	day.	I	couldn't	give	it	to	them,	and	they	came	in	like,	"What?	
You	said	there	was	going	to	be	free	parking."	Yeah.	I'm	so	sorry.	Blah,	blah,	
blah.	It's	really	expensive	to	park	here,	so	they	were	unhappy	to	begin	with	
you	could	say.	Normally	people	are	really	happy	to	be	here.	
	

Interviewer:	 Okay.	Yeah.	I	get	it.	Do	they	usually	contact	you	while	they	are	here?	
	

Tina	:	 Yeah.	
	

Interviewer:	 How	is	the	communication?	
	

Tina	:	 Some	don't	at	all.	Some	do	it	way	too	much.	Like	the	guy	from	Argentina	is	
pretty	recent.	He	would	message	me	3	or	4	times	a	day.	
	

Interviewer:	 Really?	About	what?	
	

Tina	:	 Everything.	Which	restaurant	should	I	go	to	today?	Which	café	do	you	
recommend?	Where	should	I	go	at	night	to	meet	people?	I'm	like	oh	my	
God,	you're	old.	Find	it	out	yourself.	I	would	just	answer	him.	He	gave	me	a	
good	review.	I	thought	he	would	hate	me	because	in	the	beginning	I	would	
answer	right	away	because	I	am	not	used	to	people	talking	to	me	that	
much	after,	but	he	would	answer	me,	he	would	text	me	all	the	time.	I	was	
just	like	okay.	Airbnb	gives	you	host	metrics,	so	it	says	Bettina	is	a	host	that	
will	reply	within	in	an	hour.	I	always	do	that.	Then	he	expected	me	to	
answer	all	the	time,	and	I	was	like	I	will	answer	him	tomorrow.	
	

Interviewer:	 Then	your	host	metrics	go	down	then?	
	

Tina	:	 I	think	that	my	average	is	so	good	that	it	didn't	effect	it.	
	

Interviewer:	 Okay.	
	

Tina	:	 Yeah.	But	I	thought	I	am	going	to	stop	Airbnb	anyway,	so	it's	okay.	
	

Interviewer:	 Okay.	
	

Tina	:	 Sorry	I	don't	have	much	economic	aspects	to	think	about.	
	

Interviewer:	 When	you	give	feedback	yourself,	what	kind	of	things	do	you	focus	on	in	
your	feedback?	
	

Tina	:	 To	be	honest,	in	the	beginning	I	gave	feedback	to	every	single	guest,	but	
then	I	stopped.	
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Interviewer:	 Now	you	don't	give	feedback?	
	

Tina	:	 No.	
	

Interviewer:	 Why	not?	
	

Tina	:	 Unless	they	are	super,	super,	overly	nice.	I	just	think	it's	too	much	trouble.	
	

Interviewer:	 What	do	you	think	is	overly	nice?	
	

Tina	:	 Overly	nice,	like	if	they	leave	me	a	gift.	That	is	really	nice.	
	

Interviewer:	 Have	you	had	that	happen?	
	

Tina	:	 Leaving	gifts?	
	

Interviewer:	 Yeah.	
	

Tina	:	 Often.	
	

Interviewer:	 How	often	would	you	say?	
	

Tina	:	 Maybe	every	third.	
	

Interviewer:	 Oh	really?	
	

Tina	:	 They	would	leave	like	a	mug,	candy,	teas.	They	always	leave	a	note.	Some	
of	them	are	like,	hey	follow	me	on	Instagram,	or	something.	
	

Interviewer:	 Really?	
	

Tina	:	 And	they	give	their	user	names.	People	are	really	cool.	Some	of	them	are	
really	cool.	Some	of	them	are	creepy.	
	

Interviewer:	 But	okay,	the	ones	that,	how	many	people	do	you	think	have	expressed	
interest	in	keeping	in	touch	after	they	leave?	
	

Tina	:	 Not	many,	but	I	guess	the	people	say,	"Follow	me	on	Instagram.	Find	me	
on	Pinterest."	It's	not	really	keeping	in	touch,	but	it's	like	be	another	
follower.	But	they	are	pretty	cool.	I	still	see	them	on	my	Instagram	
sometimes.	But	it's	not	like	we	talk.	
	

Interviewer:	 How	would	you	define	that	kind	of	relationship?	
	

Tina	:	 I	wouldn't	really	call	it	a	relationship.	
	

Interviewer:	 Okay,	the	interaction	when,	how	would	you	define	it?	You	can	create	your	
own	word	if	you	want.	
	

Tina	:	 It's	impersonal.	You	know	the	social	media,	you	can	observe	what	people	
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are	doing,	but	there	is	no	real	interaction.	I	don't	even	think	I	like	her	
videos,	but	I	could	like	them	if	I	wanted	to.	
	

Interviewer:	 Yeah.	Why	do	you	think	they	ask?	
	

Tina	:	 I	don't	know.	Maybe	they	can	tell	their	friends,	"Oh,	I	made	a	friend	when	I	
was	in	Denmark."	That	might	be	really	exotic	for	them.	Maybe	it	is	some	
story	to	tell	when	you	go	home.	Like,	"Hey	I	met	this	really	cool	person."	
Sometimes	I	think	that	the	stories	that	they	can	tell	about	me	when	they	
go	home	are	cooler	than	what	I	can	tell	about	them	because	for	me	they	
are	just	a	lot	of	people	in	and	out,	in	and	out.	But	for	them	it's	like	they	
went	on	vacation,	and	it's	like	I	don't	know	how	often	people	visit,	twice	a	
year,	maybe?	
	

Interviewer:	 Yeah.	
	

Tina	:	 It's	going	to	be	really	big	for	them.	I	think	they	will	remember	me	more	
than	I	will	remember	them.	
	

Interviewer:	 Okay.	
	

Tina	:	 It's	also	important	to	give	them	a	good	social	experience.	I	feel	like.	
	

Interviewer:	 Why?	
	

Tina	:	 Because	they	will	remember.	It's	not	just	for	the	review.	It's	also	for	them.	
Then	they	have	good	stories	to	tell	about	Denmark.	
	

Interviewer:	 Why	do	you	care?	
	

Tina	:	 I	don't	know.	I	just	want	people	to	have	a	good	experience.	Wouldn't	it	be	
sucky	to	go	on	vacation,	and	then	you	just	have	the	worst	host	ever?	
	

Interviewer:	 Yeah.	
	

Tina	:	 You	didn't	have	heating,	or	whatever.	Something	really	bad.	I	also	started	
leaving	food	for	people.	Before	I	leave	I'll	be	like	if	you	need	directions	
somewhere,	if	you	need	to	go	to	the	city	center,	and	you	are	here	for	3	
days,	you	should	get	the	city	center	pass	for	3	days.	I	try	to	be	a	good	host.	
I	try	to	be	a	good	person	in	general.	I	want	people	to	have	good	
experiences.	
	

Interviewer:	 Yeah.	
	

Tina	:	 Just	because	it	makes	you	feel	better.	
	

Interviewer:	 Do	you	think	that	you	get	something	back	from	that?	What	do	you	think	
you	would	get	back	from	being	like	that	with	your	guests?	
	

Tina	:	 Honestly	I	think	mostly,	honestly	it's	just	personal	satisfaction.	You	just	get	
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happy	making	another	person	happy.	In	the	beginning	you	care	for	
reviews,	but	then	you	actually	don't	after	a	while.	They	just	keep	coming,	
and	I	don't	even	care	anymore.	Some	people	in	my	area,	they	have	really	
good	reviews.	They	have	5	stars	and	everything.	I	have	some	5	stars,	some	
4	stars,	but	I	always	get	bookings.	There	is	never	a	time	where	I	was	like,	
oh	I	wish	I	put	it	available,	but	no	one	...	There	is	always	a	booking.	I	just	
have	to	choose	between	people.	I	don't	care	much	about	reviews.	I	just	
want	to	leave	people	with	happy	experiences.	
	

Interviewer:	 Had	anyone	invited	you	to	their	house?	
	

Tina	:	 Yeah.	Not	like	that,	but	they're	like,	"Hey,	if	you	ever	come	to	Italy,	hit	me	
up,"	or	something	like	that.	
	

Interviewer:	 What	do	you	think	they	mean	by	that?	
	

Tina	:	 I	think	they	are	serious.	Mostly	it's	the	young	people	who	say	that.	Elderly	
people,	they	don't	say	that.	But	yeah,	maybe	people	are	interested	in	
friendship.	
	

Interviewer:	 Do	you	think	you	would	pay	them	if	you	visit	them?	
	

Tina	:	 I	have	never	thought	about	that.	But	I	don't	know.	Maybe	I,	because	they	
paid.	It's	not	like	we	developed	a	super	tight	friendship.	I	never	thought	
about	that.	Maybe.	
	

Interviewer:	 Why	do	you	think	they	say	that?	
	

Tina	:	 I	don't	know.	They	think	I	am	a	cool	person.	There	was	1	girl,	she	stayed	in	
my	room,	and	then	I	remember,	she	was	like,	"How	do	I	get	to	here?"	Blah,	
blah.	Then	I	would	say	something	like,	"Oh,	there	is	a	food	truck	festival	
going	on	in	Nørrebro.	You	should	try	it.	
	

Interviewer:	 It	was	the	Mexican	one?	
	

Tina	:	 No.	It	was	some	girl	from	Italy.	Oh	you	asked	if	the	food	festival	was	
Mexican?	
	

Interviewer:	 Yeah.	
	

Tina	:	 No,	I	think	it	was	like	everything.	
	

Interviewer:	 Was	that	in	Nørrebro	at	the	station,	right?	
	

Tina	:	 Yeah.	
	

Interviewer:	 Yeah.	I	was	there	once.	
	

Tina	:	 Oh	really?	
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Interviewer:	 It	was	really	nice.	
	

Tina	:	 Not	that	long	ago.	
	

Interviewer:	 Yeah.	
	

Tina	:	 Yeah.	I	saw	her	there.	She	went	up	to	me.	You	know	Italians	are	super	
friendly,	so	she	hugged	me,	and	she	was	like,	"Oh	my	God."	I	was	like	
whoa.	I	didn't	know	we	were	that	close.	She	was	one	of	those	that	was	
like,	"You	should	totally	come	visit	me.	I	live	near	this,	this,	this	city	in	Italy.	
Yeah	you	should	really	come."	Sometimes	people	say	that.	
	

Interviewer:	 What	do	you	think	about	that?	
	

Tina	:	 I	think	it's	super	cool.	This	is	the	good	thing	about	Airbnb.	You	wouldn't	say	
that	to	a	hotel	employee.	"Hey,	hit	me	up."	
	

Interviewer:	 But	they	still	paid	you,	you	know?	
	

Tina	:	 Yeah.	I	am	quite	expensive.	I	know.	But	I	mean	that	is	super	cool.	I	actually	
forgot	that	she	said	that.	Some	other	people	have	also	said	that	and	I'm	
like,	"Yeah	sure."	I	don't	really	think	so.	Some	people	are	a	little	bit	creepy.	
When	guys	say	that	I'm	like	ugh.	She	was	like	a	cool	girl.	You	should	be	
wary	because	people	can	be	really	weird.	I	mean	some	of	the	guys	
probably	had	good	intentions,	but	I	just	think	it's	a	bit	creepy.	
	

Interviewer:	 That's	funny.	When	you	give	feedback	do	you	base	it	more	on	the	social	or	
more	economics?	
	

Tina	:	 Both.	
	

Interviewer:	 How?	
	

Tina	:	 Well	I	think	I	would	base	it	more	on	the	social	because	that's	what	I	
remember,	right?	
	

Interviewer:	 Yeah.	
	

Tina	:	 But	then	afterwards,	check	my	room.	Some	people	don't	clean	that	well.	
It's	not	that	they	don't	clean.	Because	I	wouldn't	wear	shoes	inside,	but	
some	people	wear	shoes	inside,	and	I	don't	like	that.	Some	people	leave	
stains	on	the	...	Tea	cup	stains,	coffee	stains.	I	mean	I	could	just	wipe	it	off,	
but	most	people,	they	actually	clean	after	themselves.	I	think	at	hotels	
people	wouldn't	do	it,	but	people	still	think,	oh	a	person	lives	here.	I	should	
probably	leave	it	clean.	
	

	 Most	people	clean.	People	do	the	beds.	Like	fold	the	sheets.	But	then	there	
will	be	one	of	those	who	think	of	it	as	a	hotel	room.	I	don't	know	what	I	
expect.	When	I	did	the	first	Airbnb	I	was	like	people	didn't	have	to	fold	the	
mattress.	They	didn't	have	to	put	the	pillows	nicely.	They	don't	have	to	do	
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that,	but	they	did.	Then	I	started	expecting	that	because	they	always	clean	
up	after	themselves.	When	people	don't	clean	up	after	themselves,	and	
people	just	leave	their	sheets	randomly,	I'm	like,	oh	I	don't	like	that.	
	

Interviewer:	 Would	you	give	them	a	bad	review	based	on	that?	
	

Tina	:	 I	think	not.	I	wouldn't	write	anything	bad	because	can	I	really	expect	them	
to	do	that?	
	

Interviewer:	 You	can	expect	it.	
	

Tina	:	 But	I	didn't	expect	it	in	the	beginning	when	I	started,	but	then	everyone	
cleaned	up	after	themselves.	Then	you	start	expecting.	Then	the	people	
who	don't	clean	up,	they	stay	about,	so	yeah.	But	you	can	also	kind	of	tell.	I	
am	not	going	to	tell	the	story.	
	

Interviewer:	 Yeah.	That's	fine	if	you	tell	it.	I	will	not	use	it.	
	

Tina	:	 Some	of	them	leave	stuff	that	I	don't	like.	
	

Interviewer:	 Like	what?	
	

Tina	:	 Like	pot,	or	condoms.	Something	like	that.	
	

Interviewer:	 Like	packs	of	condoms?	
	

Tina	:	 Actually,	it's	in	the	trash	can.	
	

Interviewer:	 You	found	a	used	condom?	
	

Tina	:	 No.	But	I	found	condom	wrappers.	Yeah.	It's	really	gross,	but	I	mean.	
	

Interviewer:	 Are	you	reminded	that	people	actually	lived	in	your	house	then?	
	

Tina	:	 I	don't	know.	I	have	to	force	myself	to	block	it	out.	I	am	moving	out	soon,	
and	I	am	not	bringing	my	furniture,	so	that	is	good.	This	is	kind	of	the	risk	
you	take	when	you	do	Airbnb.	
	

Interviewer:	 People	having	sex.	
	

Tina	:	 Yeah.	But	people	are	perfectly	normal.	Normal	people	have	sex	too.	I	just	
have	to	remember	this.	It's	quite	funny.	
	

Interviewer:	 Would	you	wait	for	the	other	person's	feedback?	How	does	the	feedback	
process	work	for	you?	
	

Tina	:	 It	sounds	like	you	know.	Airbnb	tell	you,	"Your	guest	just	left	feedback.	If	
you	want	to	read	it	now,	you	should	write	your	own	feedback,"	because	
that	is	how	they	encourage	you	to	write	your	feedback.	
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Interviewer:	 You	can	not	read	it	before?	
	

Tina	:	 After	2	weeks	that	is	what	they	call	the	review	period.	After	2	weeks	I	can	
see	theirs	without	writing	one.	
	

Interviewer:	 Have	you	done	that?	
	

Tina	:	 Yeah.	Like	I	said,	in	the	beginning	I	would	be	so	excited	to	see	what	they	
thought	of	me.	I	would	write	one	all	the	time,	and	I	could	see	the	review	
immediately,	then	now,	I	don't	care.	It's	as	if	this	person	just	left	a	review,	
and	I'm	like,	I	don't	care.	I'm	not	even	going	to	write	one.	Then	I	just	wait	
after	2	weeks.	Sometimes	I	forget	to	read	it.	I	don't	even	read	it.	But	I	think	
most	of	them	are	good.	I	know	most	of	them	are	good.	
	

Interviewer:	 How	do	you	describe	your	own	presence	on	Airbnb?	Like	your	profile,	and	
kind	of	representation	of	you,	how	do	you	present	yourself?	
	

Tina	:	 In	the	beginning,	I	thought,	because	Airbnb,	because	I	live	in	the	dorm,	it's	
not	legal	to	rent	out	a	room	on	Airbnb.	I	thought	should	I	maybe	make	it	
secret?	Should	I	maybe	hide	my	identity?	But	then	there	is	this,	I	am	so	
lazy,	make	your	profile	from	your	Facebook.	Then	you	just	type	okay.	It	
takes	your	photo,	and	[CBS	00:31:24]	student.	Blah,	blah,	blah.	You	can	
write	a	short	something.	I	started	using	Airbnb	because	I	was	going	on	
exchange.	Then	I	had	an	exchange	student	coming,	but	she	came	1	month	
late,	so	1	month	my	room	was	empty.	Then	I	let	my	brother	do	an	Airbnb	
here.	We	earned	quite	a	lot	of	money.	That	is	how	I	started	with	Airbnb.	
When	I	say	I	am	an	CBS	student	going	to	university,	going	abroad	for	half	a	
year,	that	is	why	I	am	renting	it	out.	I	don't	think	I	wrote	my	interests.	It	
was	quite	short.	But	it	was	like	I'm	a	serious	person.	I'm	a	university	
student.	
	

Interviewer:	 Would	you	describe	that	you	were	more	formal	or	casual	in	the	
description?	
	

Tina	:	 Maybe	a	mix.	I	didn't	want	to	appear	like	a	party	girl	because	then	I	
thought	I	would	maybe	get	the	wrong	type	of	guests.	I	wanted	to	be	more,	
I	think	I	wrote	that	I	am	a	business	consultant,	an	IT	consultant,	I	work	at	
IBM.	I	didn't	write	IBM,	but	I	wrote	I	work	as	an	IT	consultant.	I	am	a	
serious	person.	Don't	think	you	can	come	and	party	here.	
	

Interviewer:	 You	wrote	with	a	girl	named	Greta?	
	

Tina	:	 No.	I	am	an	external	consultant	so	I	work	at	the	client	location.	Is	she	a	
student?	
	

Interviewer:	 Yeah,	she	is	a	student	worker	at	IBM.	
	

Tina	:	 What	is	she	called?	
	

Interviewer:	 Greta	
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Tina	:	 No.	Actually	I	think	I	know	everyone.	

	
Interviewer:	 Then,	okay	this	was	a	mix	of	being	both	casual	and	social.	No	casual	and	

formal.	
	

Tina	:	 Yes.	But	definitely	not	like,	I	didn't	want	to	be	too	casual,	but	I	didn't	want	
to	look	too	uptight.	
	

Interviewer:	 How	did	you	mix	that?	
	

Tina	:	 Like	in	my	photo	I	am	smiling,	and	it's	a	selfie.	Selfies	are	a	bit	not	serious.	
But	then	it	says	I	am	a	university	student.	Majoring	in	blah,	blah,	blah.	
Business	administration.	Going	abroad	to	study.	I	think	that	makes	it	more	
formal.	I	just	wanted	to	be	like	don't	mess	with	me.	You	can't	come	and	
party	here.	Something	like	that.	But	neutral.	I	wouldn't	say,	"I'm	interested	
in	this,"	it	sounds	like	a	dating	profile.	Just	say,	"This	is	what	I	do."	
	

Interviewer:	 Okay.	What	kind	of	people	do	you	hope	to	attract?	
	

Tina	:	 In	the	beginning	I	didn't	have	something	I	was	going	for,	but	then	later	
because	I	live	at	the	metro	station	2	stations	away,	Bella	center,	the	
conferences	happen.	Scientists	will	come	a	lot,	and	they	are	willing	the	
pay.	Conference	people.	People	who	go	to	the	conference.	There	are	a	lot	
of	them.	I	don't	know	if	you	know.	There	are	always	conferences	
happening	in	Bella	Center	
	

Interviewer:	 Yeah.	
	

Tina	:	 People	flying	in	from	all	over,	and	my	location	is	perfect.	Near	the	airport.	
Near	the	conference.	There	was	a,	what	I	ended	up	liking	the	most,	
because	you	know	they	are	serious	people.	
	

Interviewer:	 Have	you	experienced	anything	unexpected?	It	can	be	positive,	neutral,	
negative,	anything	that	has	not	been	mentioned	yet?	
	

Tina	:	 In	terms	of	what?	
	

Interviewer:	 About	the	interaction	with	the	guest.	
	

Tina	:	 There	are	so	many	things.	I	am	often	surprised	at	people.	There	are	some	
guys	who	hit	on	me.	There	are	some	families	who,	I	don't	know,	I	often	tell	
people	...	In	the	beginning	I	would	clean	everything	in	my	room,	and	empty	
the	fridge,	empty	the	closets.	Now	I'm	just	like,	"You	can	use	whatever	you	
want."	I	leave	everything,	and	then	people	will	be	really	happy.	People	will	
sometimes	be	like,	"I	cooked	this	with	this.	Do	you	want	to	come	for	
dinner?"	No.	I'm	good.	Because	they	cook	with	my	food.	That	is	very	nice.	
	

Interviewer:	 Okay.	Why	do	you	think	they	invite	you?	
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Tina	:	 I	think	they	want	to	have	some	small	talk.	I	think,	for	example,	with	that	
Argentinian	guy,	he	kept	texting	me	because	he	was	alone	in	Denmark.	I	
guess	they	are	boring.	They	don't	know	what	to	do.	They	are	bored.	They	
don't	know	what	to	do.	A	few	of	those	exist.	I	think	my	room	is	expensive	
because	I	have	2	beds.	2	people	can	share	the	price,	that	is	quite	
expensive.	But	then	sometimes	people,	yes	they	are	super	rich,	they	just	
take	the	room	for	one	person.	I	guess	those	people	must	be	pretty	bored.	
They	don't	know	what	to	do.	That's	why	he's	like,	"Which	café	should	I	go	
to?	Where	do	you	suggest	I	go	for	this?"	Things	like	that.	Definitely.	They	
think	they	get	a	more	social	experience	if	they	choose	Airbnb	over	hotels.	
	

Interviewer:	 But	then	they	don't	because	you	don't	meet	them	that	much.	
	

Tina	:	 Sometimes	I	do,	but	it's	like,	they	want	to	have	a	local	challenge	them.	
	

Interviewer:	 Have	there	been	any	moments	where	there	has	been	a	mismatch	in	
expectation	with	what	they	were	expecting	from	you	as	a	host?	
	

Tina	:	 I	think	maybe	the	guy	expected	me	to	go	out	to	eat	with	him,	go	out	to	a	
café	with	him.	But	I	didn't	do	that.	There	have	been	some	other	couples	
who	have	been	like,	"Hey,	should	we	grab	dinner	together?"	Some	
creepers	asked	me	to	go	dance.	I	have	actually	gone	to	dinner	with	a	
couple.	
	

Interviewer:	 But	why	did	you	go	with	them?	
	

Tina	:	 They	were	super	cool.	They	seemed	nice.	
	

Interviewer:	 When	you	are	out	to	eat,	who	pays?	
	

Tina	:	 I	pay	for	myself.	
	

Interviewer:	 You	pay	for	yourself?	
	

Tina	:	 Sometimes,	I	don't	know.	Maybe	they	would	have	paid.	But	I	just	don't	
expect	it.	I	just	pay	for	myself.	Maybe	they	would	have	paid.	I'm	not	sure.	I	
didn't	think	about	it.	
	

Interviewer:	 Were	there	moments	where	you	were	not	sure	if	they	were	...	Did	you	
even	think	about	it?	
	

Tina	:	 No.	I	didn't	even	think	about	it.	
	

Interviewer:	 No.	
	

Tina	:	 But	I	guess	it's	more,	it	becomes	a	friendship	if	you	meet	them	outside.	
Kind	of.	Also	when	I	do	Airbnb,	I	think	Maggie,	she	does	it	like	1	night,	2	
nights,	but	I	put	my	minimum	stay	to	5	nights,	so	people	stay	longer	
periods.	It's	just	a	bother	having	to	clean	often.	People	are	willing	to	book	
and	pay.	The	minimum	night	stay	is	5.	Then	people	will	stay	like	8.	Once	
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there	was	a	girl	who	wanted	to	rent	it	for	like	40	days.	
	

Interviewer:	 Did	you	say	yes?	
	

Tina	:	 She	wanted	to	get	the	price	down.	I	was	considering	it,	but	then	other	
bookings	came	while	I	was	talking	to	her,	and	then	I	just	took	the	others.	
The	time	request	was	impossible.	
	

Interviewer:	 In	your	own	words,	what	is	the	role	of	the	platform	provider	in	the	
relationship	between	you	and	the	guest?	
	

Tina	:	 For	me	it's	the	deposit	money.	
	

Interviewer:	 What	is	the	role	of	Airbnb?	
	

Tina	:	 I	mean	it's	like	the	insurance	that	they	will	take	care	of	it	if	something	went	
wrong.	They	made	it	easier	to	contact	these	people.	If	I	didn't	have	that	
platform	where	people	could	just	research,	and	then	find	me.	You	know	
how	Airbnb	asks	you	if	you	want	professional	photographers	to	come	to	
your	house	and	take-	
	

Interviewer:	 Cleaning.	
	

Tina	:	 Yeah.	For	free.	
	

Interviewer:	 For	free.	
	

Tina	:	 When	you	start	your	profile,	you	start	having	bookings,	they	will	write	to	
you,	"Hey	we	will	offer	you	a	professional	team	coming,"	and	they	come	
with	lighting.	Have	you	never	heard	this?	Everyone	in	Airbnb	have	super	
nice	photos	because	they	want	super	nice	postings.	
	

Interviewer:	 Have	you	done	it?	
	

Tina	:	 Actually	no.	But	my	friends,	I	was	like,	"That's	so	much	money.	You	guys	
should	do	it."	And	they	all	did	it	because	they	have	their	own	
appointments,	but	I	live	in	a	dorm,	so	that's	illegal,	so	I	didn't	do	it.	Yeah.	
All	my	friends	are	like	this	is	so	weird.	Airbnb	really	wants	more	hosts.	I	
guess	a	lot	of	users	are	now	looking	for	places,	but	they	don't	have	enough	
hosts.	They	send	out	these	photographer	teams	with	really	nice	skills.	Then	
they	make	a	posting	for	you.	
	

Interviewer:	 They	are	helping	you	improve	the	look	of	your	flat.	Then	when	you	are	
searching	for	people	...	Are	there	any	other	times	during,	or	before,	or	
after	where	you	notice	the	Airbnb	is	present?	
	

Tina	:	 You	forget	that	they	take	a	service	charge.	Of	course	they	earn	something	
for	every	booking.	That	girl,	talk	about	who	requested	40	days.	I	would	
earn	like,	I	think,	I	don't	remember,	but	let's	just	say	some	numbers.	I	don't	
know,	10,000	on	her.	But	then	she	said,	"Can	we	talk	about	the	price?	
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Negotiate	the	price.	Can	we	maybe	make	it	down	to	10,000?"	She	said.	I	
was	like,	"But	the	price	is	always	10,000."	Then	I	thought,	of	course	she	
sees	a	different	price	because	she	pays	a	little	bit	more	so	Airbnb	get	
money.	I	was	like	oh,	Airbnb	actually	takes	a	lot	of	money.	That's	what	I	
thought.	
	

Interviewer:	 Oh	yeah.	Sure.	
	

Tina	:	 You	don't	see	the	same	prices.	
	

Interviewer:	 You	didn't	see	the	same	price?	
	

Tina	:	 No.	Sometimes	I	forget,	but	then	people	write	it	back	and	forth.	But	I	really	
like	Airbnb.	
	

Interviewer:	 That	is	quite	interesting.	It's	not-	
	

Tina	:	 I	didn't	think	about	it	either.	
	

Interviewer:	 No.	
	

Tina	:	 But	then	she	said	it,	I	was	like	huh.	This	is	not	the	price	I	am	seeing.	
	

Interviewer:	 What	do	you	think	about	that?	What	is	the	strategy	to	Airbnb?	
	

Tina	:	 I	don't	know.	Maybe	they	are	trying	to	pretend	that	they	are	taking	a	step	
back,	and	it's	just	really	the	local	earning	money	from	the	guest.	But	in	fact	
they	are	making	some	money	in	between,	which	is	actually	obvious.	You	
should	know	this,	but	you	just	forget.	I	only	see	the	money	that	I	earn.	But	I	
see,	the	amount	is	so	weird	because	I	ask	for	this	much,	but	then	it's	a	little	
bit	less.	If	I	ask	for	550,	it's	maybe	530.	It's	not	that	much.	
	

Interviewer:	 What	do	you	mean	you	ask?	
	

Tina	:	 How	much	money	I	earn.	
	

Interviewer:	 Oh	yeah.	Okay.	
	

Tina	:	 But	then	I	also	ask	for	cleaning	fee.	Deposit.	Things	like	that.	Deposit,	I	
don't	get.	Airbnb	gets	the	deposit.	For	me	Airbnb	is	most	important	for	the	
insurance	that	they	give	me.	If	someone	breaks	something	they	will	pay	me	
back.	
	

Interviewer:	 Has	that	happened?	
	

Tina	:	 No.	Some	people	have	scratched	my	sink,	but	I	noticed	it	pretty	late,	so	I	
don't	know	which	guest	it	was.	Maybe	it	doesn't	matter,	but	they	didn't	
break	it.	Sometimes	people	broke	like	a	plate,	or	a	cup,	but	they	would	tell	
me,	and	be	like,	"Oh,	I'm	so	sorry.	I	left	like	20	kroner,	10	kroner	on	the	
table	for	you."	
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Interviewer:	 Okay,	then	they	will	pay	you	back.	

	
Tina	:	 Yeah.	

	
Interviewer:	 They	don't	think	that's	included	in	the	price.	

	
Tina	:	 No.	They	don't	think	of	it	as	a	hotel.	They	think	of	it	as	a	person	lives	here.	I	

mean,	it's	nice.	People	are	nice.	It's	more	personal	having	an	Airbnb	place	
then	a	hotel.	
	

Interviewer:	 Should	Airbnb	have	a	passive	or	more	active	role?	
	

Tina	:	 I	like	it	passive.	I	like	that	I	forget	they	are	there	sometimes.	
	

Interviewer:	 Why?	
	

Tina	:	 I	think	it's	also	for	the	guest.	The	guest	think	oh	it's	so	cool.	I'm	just	living	
with	a	local.	And	it's	like	oh	it's	so	intimate,	but	actually	no.	There	is	this	
huge	corporation	behind	that	is	setting	up	for	you.	
	

Interviewer:	 How	is	that	corporation	present	do	you	think?	When	do	you	notice	the	
corporation?	
	

Tina	:	 Like	the	small	things.	We	actually	see	different	prices	for	the	small	things	
that	they	earn	in	between,	but	I	only	notice	it,	I	never	notice	it	unless	that	
girl	hadn't	told	me.	I	wouldn't	have	thought	about	it.	Of	course	if	you	think	
about	it,	of	course	they	remind	you,	but	you	don't	think	about	it.	It's	like,	I	
think	the	guest	choose	Airbnb	because	they	think	it's	so	perfect.	But	then	
actually	it's	not	really.	For	Airbnb,	if	they	went	more	aggressive,	it	would	
be	bad	for	them.	They	lose	that	comfortness.	That	personal	comfort	level	
that	they	are	creating.	I	think	that	is	the	secret,	that's	the	concept.	That's	
their	selling	point.	If	they	are	more	present	it	would	be	bad	for	them	is	
what	I	am	thinking.	
	

Interviewer:	 Okay.	I	think	we	are	done.	
	

	
	
	
	


