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html 1 6
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(Ajzen, 1991)

(Cialdini, 2001)  
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Schwarzer (2008)

(Health Action Process Approach: HAPA)

(self-efficacy)
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Kaiser, Wölfing, 
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O’Keefe & Figge (1999)



 

 117 

 

(2008)

(Cacioppo & Petty, 1982; , 1991)
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