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Abstract:
This paper considers the selling problem between a seller (she) and a buyer (he) when
information disclosure is possible. The buyer's value of the product is uncertain and he relies on
the seller to allow him to access further information. Meanwhile, the seller possesses binary
unverifiable private information that affects the distribution of the buyer's value. To sell the
product, the seller designs the information disclosure rules through Bayesian persuasion, and sets
a take-it-or-leave-it price to the buyer upon his acquiring of further information, both of which
can be used to signal the seller's private information. We find that it is generally not possible to
signal the seller's type through either information disclosure or pricing strategy only.
Furthermore, the outcome from perfect Bayesian Nash equilibria that survives the intuitive
criterion always exists and is unique. This equilibrium outcome is separating, for which a closeform solution is provided. In this equilibrium outcome, the low type seller behaves as if her type
were known to the buyer. The high type seller adopts a \emph{monotone binary partition}
disclosure rule with the cutoff just high enough to deter the low type from mimicking, and sets
the price at the buyer's expected value of the product conditional on being higher than the cutoff.
The signaling concern forces the high type seller to disclose inefficient amount of information
and charge a higher price, result in less sale and lower profit. Finally, we show that a regulation
on minimal quality could potential hurt the social welfare.
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