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(Kim et al., 2021; Liang et al., 2022) , Journal of Marketing \ZTI1T

STz “Serendipity: Chance Encounters in the Marketplace Enhance
Consumer Satisfaction” (Kimetal.,2021) 1. LT 4 BT ¢ Dk
TICOWTHFT 21T o 70, BEMICIE, TRWEETE o7 RO T
WAoot LT 4 BT 4 OREIL, WERENELL E OB N
HERIRB S EL2HAIELRT VI & £ MEER EICEDOREL
5222 W6 LT, ZORR FEHBICH LT, B & o0
BRI LS TAELLELSICAEL VS L OIT, WHEEORHE = b
—NFHEVHSBAIRENT (Kim et al., 2021) ,

L7L. Kimetal. (2021) (%, fih & OHSWITEARRITMHEIARORIET
HoHEEL, HOLWNEENREE LT 4 VT f OB EB D% M
FLTWRY, 2O Z Lid, ERENUDOHEF IZEDE TR L DSV
REMT 2 LWV OBREDRNWZ L EZEW®RT L, Thbb, 2Lz, A I4
VLA TF = a T BV UT A ET 4 ORREEERNTIEOC, HD
HBEFICHLTED L) iz L at s FEAUTXONEH LRI R -
TUNRUN,

ZZTAROBRIL, ETEICBWTHEEOEL VT 1 BT 1 D
TRV SIS 0, BRI TRVWEICERZ Y TCHRAT S Z
LThD, BRI, FHRFICEIT 208175 (Makri & Blandford,
2012; McCay-Peet & Toms, 2015; Rubin et al., 2011) (2% &S\ T,
TLYT A ET  DEROERITIT HEORBR T 0w 2035 5 Z & &5
T 5, £DH 2T, fRIREZATEEEIIEOM A (McCracken, 1987; Mick
& Buhl, 1992) 5, ZORBRTut A%, WEEDTA 7Tz b
(ZH O TFHEREKRAE 7 nt2— (1) ®in s ofany, (2) ®ini
T 5 3bEW® E ACOBESIF,  (3) ANEICBITLIRYT 1 Tk
LEOME—L L TLELX D, LT ULEOTHELERAE T m 20t
LT 4 BT 4 DREE DRI SR8 5 & FIRT 2,

ARPRET HET UL, MBEEOTIA 770V bbb bl
TR E DB WEIRIEHICRGI CTE 2 2 L 2R T 5, T72bb, 747
TIuYxl FOBRNG, YHIHEFIZL > CEBENICEE ]G Z L 2
A RT DLW FEHNENND,
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LT ETaDHEEEEE

YL T 4T 4 V) L, EEDOIEF Horace Walpole 23MED H
L7e@EGETH D, HIF, 1754 FIIALEORLNISE TEFROT T, [k
LT 4T D3IANDETEL] LW, HRAVZ B0 3 ANOEFT-
HLaEEANRETOERBICEHEL T, ZOFELANWDOTH D, T 2 THH
ENT0E, BREINENTOMETIZL > TRANBELEND VD) &
L TH? (van Andel, 1994)

BELUTAET L LVIOBEEDOERICRESEMLIZAmE LT, s
3 @ Robert Merton 23& (7 1%, Merton (1945) 1%, BHEIZHB VT,
BHIDBRD TWD DT TR T ARG R A WK H 2 WITRERIC &
DRATHZ EOEEMEZEMT L2012, LT A ET 4 &0 ) 53
IZEH Lz, Z20%, FICEBRRFEDBICBIT A EERBEROTZICITE L
VTAETABHD I ENELfER SN TS (e.g., Roberts, 1989)
Z LT, TR, BIEeT Y L7 L) —3 v 7 (Denrell et al., 2003;
Dew, 2009) . #if#i# (Cunhaetal., 2010) . 1H#H#E (Foster & Ford,
2003) LWV S HREBTEL VT 4 BT 4 IZOWTOMRENER- SN
T&ETW5%

LT ET A3 LE BRI WVWHEERTH Y . BifRERN A SN T
WA DI TlidZevy (Makri & Blandford, 2012) ., L22L, OEDDF T
RRIFE. LT 4 BT 1% [P SO E AR #ORER T
D‘IZXf_&b\ 2HDTHDH (Liu et al.,, 2021; McCay-Peet & Toms,
2015) . FRCERTFDEICRB T D ITMIE LT 5L, 29 LB
& A i/}\f£< EH 3ODEENRDHDHZ ENbND, Fik, HADOH

Tz DA DMl & L Cised 5 Z & (McCay-Peet & Toms, 2015)
3?)511\ AR S Z & (Makri & Blandford, 2012) T 5, ik
HADELV T 4 7 4D LY J— (McCay-Peet & Toms, 2015) & fifjE

DIFbid, FH AL, Ak H D ORERHERIZEESIT 5 Z & (McCay-
Peet & Toms, 2015) Th 5, —HT 25 LEHEMO 2 O ORI BEE M
ZRHT LD ET, MEME (bisociation) EWHBELHWLRTWD

(Cunha et al., 2010) , 2B, ZOHESIFIZIIREMRDLN25LE5LH
% (McCay-Peet & Toms, 2015) , £ L T, M—bi VY 2= a IR
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LWIHL, HDWVIEIR DT 4 772 A 237 R & D HRERBZ S BN D,
HHNFHIAEN D (Makri & Blandford, 2012; McCay-Peet & Toms,
2015) Z & ThD,

PEnEBY, PLoT AT 4 IZF—EHOFHELREBE T 2 20
DRHEND, ZRBREAESNIORELYT A ET A DRRETZEEZEZD
o,

FHIEHEKEETOER

okt arTiE BEOPHIAICS EOx, BRITENCKIT L
YT A4 BT 4 IZOWTHEETT 5, it L D OITMRERZANEEEIRD
.5 (Hirschman, 1986; McCracken, 1986; Mick & Buhl, 1992) T&
V. RS, BERARE OB R AT S, K12, MEITENCB T LT
AT A DETNERT, BT ADOFLINMEDIT HALTWD DL, 35D
ERNORD THERERAE 22 TH 5,

FHEOLEWRAIE S 22

——

1) fMEooHESN

|

HEED (@) MRmOILHIREIK L s, e
= s VLT 4 ET 4 DR
F477av=y b D B 2 0 BEE-S i D

|

@) AEIZRBITS
RIT 4 T IRRBORE

I

BV TAET 4
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FTHEDRERANE 0 2AOMEIILL TO LB ThH 5.

(1) £9°, Kimetal. (2021) KL I AT — a3 VAT ACETH
58 (e.g., Kotkov et al., 2016) MVFEHT 5., BIRMEN D 58
fhEDHENTH D, ZOHEWE, BH#NICEY bOERELTWD
EEIZALDZEbhIUE. &9 ThL, Hﬁéﬁ®¢?§@%ﬂ$
LA EbdH5, HEWIZR, IAERC7 a2 ERTICE#ES 514
WEBETCOHSWLEEND,

(2) WAL EDOHENEZIT T, WEFITRBIAHT 2 UEEK LB C
@Fa‘ﬁi:%@iiﬁfj‘ﬁ%ﬁi (Fournier et al., 2008) , 7233, FFEHINFIE

DEFE LR 2 2 TCOBESITHIIHaNR L O TH HLEITR
oEgﬁlki\ﬁ%%ékukofﬁt@%@ﬁﬁﬁméﬂég
EThHob,

(3) EDORER., NEICBIT DR T 4 TR BENER I ND, TDL,
Pk LWVERO E OREZ FITOWTHEAREANENS, Zhix
HEFIZLE > T, MifEd 5558 (McCay-Peet & Toms, 2015) (2l
AN

P EoEWAE T et 22k s [FHER] EWOaHET, ELrT 4 v
T 4 OKE (Kimetal., 2021) IZORN5Z EMIESN TV, Kim et
al. (2021) NELUF 4 BT ¢ ORGEITRLEL & BRI HESWIc kL 5 b
DIZERET D DIx L, AFa T, NEICBIT DR YT ¢ TR BEOHSR
EEDTHEREKRAE o AR LT AT A DR E LT DT &
EZ D,

FHERBERAE e AOLEAE L TEST LN TNDOE, HE
#FDI74 770 =7  (McCracken, 1987; Mick & Buhl, 1992) T&
B 7477V ey M EANAHCRLHCEED &< RO R
T oMk EEL L TEFZSND (McCracken, 1987) , 2O/ av <
7 M, SUBRICHESE SNTBIR B ot B AR (72 & 21F. RES
L&) ZBRL, 5 LIS EZ N 72 < D offfafic, NED T,
ek, A5 &0 bksd (Hirschman, 1986; McCracken, 1987) .
TAT7TuT el MDD LTEOOEIRE R DON, BRI ET 53k
HEWRTH D, 77205 HEEIZ, WIZERT THLACEIOANEDT
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DIZ, BT 5 UbrERZFIH L X 5 & 3% (McCracken, 1987)
HEFIT, BICTB0BEKREZZ TS 7210 T 3ko—B & LT,
BERORIE MBI ERT 2 b & 5 (Hirschman, 1986; McCracken,
1987) ., 2D L&, TNENDOWHEHIL, 74770y =7 FOREMD
7e®lz, [ LS ICE®AAIET 201 TldZzvy (Mick & Buhl, 1992) .
Mick & Buhl (1992) 1%, F—FED 3 A OFEf% 535 2 & T,
b DINEDEWRIL, ENENOWEE OEEHR AT 274 77 m Y
=7 MIURGFLTEBRINDIZEEHLNILTWD, 2O Enb, 74
77uvz ME, HEEEA2 N\OBERAIEL HST5EE25Z &0
Tx5,

PEXY., AFETiE, K1 OEMOES IV RT L IC, —HEO TR
BWAE T o AXEBEDOTA 7TV 27 FORBEZT D LET
Do BARENIZIZ, B & OHEWE, BRICERIZE D20 TIERL, 747
Tavel NOEBEZTHEEZD, b HEEITA 7T eV
7 MZH EDLLBELTHR S TNIBEZ EDBEBZLNEINLTH B,
F, FA 7Ty MO ESW TR A S0 ER A T
LOBESITNM TN, 74770 Y el FERNCHED D L O REERE
HINDEBEZD, ZORIT HEEDTA 770y =y MNIEEATHIC
BBV T AT 4 OLRERDET, BITHRTLISERSNS [HE
flESf=0s) (prepared mind!) (Merton & Barber, 2004) (ZHH%5 %
bOENESTOND, ZuE 19 AR OMEFHE LA « N — LR L
7= “Chance favors the prepared mind” &5 SZEICHEK T2 ETH
D, BLUT 4 BT 4 XHERLBARICE DO TIEARL, FATORLORER,
HIZ ED2bDTHDHZ L2+ % (Rubin et al., 2011) .

VRIFZDOEFHEL LT, preparedness 3% 5, #HRETFIEIZONWTERIL, 2
& 21X, Fyjimoto (2012) 1%, b I ZDEFET AT LA L7-ERITIE
preparedness 23 &> 7 Z L AL T\ 5,
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BN E S

Zotrvar TR 2 DOBEFEEING, LLEOET VEBRET 52
—IZ, TP EERE L WD EEICAETIZ B LT 4 BT 4 OFEH
ELT, A=— D —EEOEFZRY LT 5, 512, BEAEROT C%ZH)
PIZAELDEBEL T 4 BT 4 OFFlIE LT, JEOY TR )T a H—
ERAE OFEFEZEY BT 5,

) 10 A=—m—EEOEH

AR (R4) (40 fRATH:. B, BEZE) 1T, EL—HIZ, 10D
WIS AIMOEZBEAL LY L LTV, FEHOBA LB L0, &
EFV LoV I Rhole, O LTEHR MM Ty ya ry THLNLLTZY T
ZTANTHNTWDE, HDEAR=Y TR ILT T ROJEHET, E5ED A
=—F—NHEICEEo [ EDHEW],

MEXDFTNRKEPST-TTR, MiBICLTHLEITT L, A=—H—DF
YA NI FARICTRR LD TH RS2 ATTITE, F2ICHERE L
VOS5 DLHH- T,

TNEW SO T 2~ ATz, L, TO XD IS TRV E
ZAREVINILI2NTEA S L L, T CICEREA LT, FRZZADR
WZASTZDIE, A=—H =BT 5 DA L) BN, ADOZnE
TOHY LG DLI oA ThHD [REDOULHEK & B COE-SIT],

Mt nWHI 7 A arb oA TT X, IV TWno ) &, Bl

2 EEGIE, 20203 ALY, EEITENICK T LT o BT 4 ICBT
LT e NeEEL, SEIERFFHEEELTCETWD, 1
&E;— IHl-o>TE, BLUT A ET 4 LWIHISEEH LSO, Wk
REFRITFAIET, (PR THEW Lol —U— RBRYTEE
%)E%E{f‘jx:% \—OI/\TEEE \—Dnofzé) %Ofb\%)
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HDO U RN TT ), A, )

Flo YT T U RBRRET D (7 VAT 47 LVWHIEKEREL, —A
BNe, ZHLT 2RDA=—T1— i\ixmmit#A®%©ﬁ_ow
THRELELT LIl oT, T2, 2RDA=—T—D LI, K
T, 7 VAT 4 TITEBENRARRATNT THEHA TN &0 ) FERELN
=DOTHD [NECBITFHIRYT 4 T RELAOREE],

[N D BIE KORKA LD BICARBIEDLD L, K07 ) =A 7
HTERBIEDD v, BYILRBESD LV D £ 5 RBRAVIAE
TTA. |

PLEOTEEICIZ. RIFE LTOIA 7Tl M BHoT-, Fhi. [=
vF] LWV F—U— RN TS

(= FEWVIDIFESDONEDOF—TU— RIZDNE LALRWTT 1,
B Z 1oL THATT LA, FEKITHLET 7 U BIZiT-720 Lo,
FHEL22WTT L, |

ZOXoT, ARKKEL, [RKise LT, FlEThR =y FREETH
L1 £V T4 T7TaY 2l MIH ESHTHOFERALE Y 1t A &%
BRL7ofER, MAMED YTl E 0oLy T A BT A DR EGT, 2 2
DA =—H—DHEEIZ W= o7,

HE 20 fEOYT A7) Sy g s —E AREE O

W () (20 &, Bk, StB) 377 v a U BiFE T 7
LYy M= ROA~— N7+ A7 7V TEEAREE A O SO B % fe R
LWt &, Fy o =P A bD HE] WO F—U—RCHZ LD
(B & D=V,

TEENHIF—T—RIZTZTWNLA<VET, Wb ER-T, #5012
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AR CAEEEZ S0 LTS L, iy, 180, ZTcnie, |

WAKIIEDOY T 27 ) 7y g o —E ZAOMEIZOWTTHRBL T,
F—ERAOFMEMELT TR, TERFMWTHEME R L, FUE, TR
MOHDHRAN] LI HDOTHD [BLGLOSEIERR E A 2 OBE ST ],

(BB LLDICFEEHED LT TETWDREWVIDON, BHDOH
TRABRDNENIDEH ST, BICFEHET O TEETRNoTZb,
DHSRNEDE L, RENHTE WD L, RAERESNTE R
L,

IHAKIZE ST, ZOX I REWRIT, 5HEONEDOH Y FEMET 5 H D
Eolz, BRI, TOERZHD] RANELTIED#ES &) HAnE
N [NEICBTARDT 77 BEOMEE],

MEOHT, ODERZHDHAST, FToZ I RAEREESTWHT, ZDiE
ST HE &, &, A’%%%Tékf&hﬁmm<hbﬁofémj
Bl ZTOBHTZVIZESORTOaAI 2= —2 g TifoZ HEE
Mgl BoTWT, )

LbEoBEIZX, WHEKOIZA 770y =27 RS oT-, Fiud, [HE—
M) LWV HF—TU— RZENLTWD

Me—IE DA THY N E VNI DT oL hHAALTEAH BT
To 25 ANER UMEE > T D OB ES>THIWRATEA S 72 8, B
DEVHECEL LA LW ED

ZOXHC WHAKIZ. EE_oO A AMTHY N EWNWSI TS T TV
7 B3 H EDSNWT—HOEWANE 7 1 2 285k L=k 8. [MERA R HES

WX, BRI (94 77—~ L LB 27PN E LilZavy,
Mlck&Buhl (1992) 1X. G477 a2V b T4 T7T—<DOXBNZD
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AP I T,
F45| D FH
Lo+ 113, 1 TRLULEETIVOEENDS 2 OOFFl2F L=
DTh D,
£ 1. FHIOELK
= SO NI
1=
S - ST T
451 - RS 1) JE A DR
A=—J— RKme LT, B ol A=—h—0O KIFT, IV
A=A Xl FiETIEL JEEHTHZ & A7) 2V AT 4
=y FRGHE DD TAT 4T TIT, Bk
TIN5 LWV B Rk TC
FisgDEEFE HBATHL
[OXOX
LoV 7 2 M—H—DOAN A~—F 7% O &m0 TO0Ex42H
7Y Fa [EThow VHTTFIO BHAHRAL L B RAEL
VY — B 2 Fx =2 WIHOEBRNE TR ES
HEE DZE 5 YA FTHE CEORLFED
b O] <

ZITEH, IAT7Tu T2l "R LT 4 BT o OREICRE LK
HEWRTHLENTED, MARKREOTIA 7T BT =7 NI, OB
IRIHE LT, FETIHERS =y FREETND ENWI ZETHDH, T0D
TFAT7TaTl MThEDNT, 2RDA=—D—LHEN, A=—7
—CAHET D B Lo ERE, YT T RICH#T S (7Y og
TAT] EWHIERR, BT b0H 0 mnEEFEO oW, ILHKDZ

T, AiIFXIA 7 A 70
IR BZE L,

(IS CTHIRBINTH 5 —77.
MOIRSND DI EBTND,
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A77aYzy M, B ZOABTHI-WENSI ZETHD, TD
TA 70Tz MThEDNT, (EOYT A7) T arh—exEH
ZWV, BT D IRBOHDLIRAN] LW EKRN, BHHOH D TVE
EREU DWW, WEE L, ZTOMELELT, BLUT A VT 4 OREEE
776

FRET IR, WMEFITH, — RIS THA S D B O SUERTE R
EHOORBESITORR, 2=— 7 RBYEMERINTZLEWVWHZETH
o 7A77B Y2/ MIEETAHZ LT, REZ 9 LIZBEOHEICW
TeoleDONEMRTHZELNTE D, Thbb, HOHHEHICL > TR
EOHBWRF & LD ED LD RBENSHEEIN DT, BT
THAURIE®RE B ANDTA 7Ty MNIEFETHEEZBNRD,

B

AFETIX, Kimetal. (2021) A& 62 2EITENCKE T AL VT o

BT 4 DIREDSDINTAE LB DNTHONT, AT & HEITE &SV T
HERRTZ, AP RLEET ML, BL T 4 BT 4 IEPHERE
WALE 7 vt ADE L, FERELTCENEZEATIHEAD Y. BIENEBE
ICHBEHEZ DL ERTHDOTHDL, ZOET /ML, 4%, BEITEHZ
LT AT A LOBETEL 25X TEAEERY I DEAD,

HELEANTHELEWANE Y 0t 22 RBT 5 L Vo AL, ~—
TT 4 TRICRR A b b, TR E-BUE-AOR & D R A
GUBEOHRICERE Y TEHY—TT 4 VI IN—AXRTT 47 (e.g,
Heinonen & Strandvik, 2015) 2MEE I TW5, AfEAVsL7ZL 9
12, BZOERICBWTEL T A T A BB LRH D VD =
LI, TOLEHERTLOY =TT 4 VI N—=AXT T 4 T S HILHE
SETCWS BB HDZ L2RmET5H, £DH2T, 7477y =7 b
m—o®ﬁ§@mﬁy~wtﬁbiéﬁ6%

AP RUIZETANRERICL oI RRIIHAK TH D, T7hbb,
%ﬁ*%ﬁ/74/V2%/7 TaIlBWTEEDEL T 4 BT 4
DEREZEL SED70121E, BAERS D L) IR RBRET A
52 L (Kimetal, 2021) Iz, BAEDIA 770l =7 ekl b

13



Kosuge and Yasuda

Z. TG U TR ZRET RE LW RENEIND, T4 7T rY
=7 "Nl bxbI ElE, FONTE ST, BREICER S TW RN N
OHEBEMICEECH LML ZMET T2 2 LI o035, FiL, Laiy
T—a VAT MIET O T, BEEEE EAMEE VW LT o
BT A TS 2 DOBEHEOMIC L — A 708355 Z LRI ENT
W5, Thbb, =P —RNHEEREFF O OIZE, 20T A 7 AIZEEE
DT b 7n—J, B ERTHE, =2—HF—TrTr AL L
REL BB VI ERTOEIME (Kotkov et al., 2016) [HEFLTL
£, HEMIZIX, BEARBLOTHY DD, Tr—NATT b, T72b

L, ZNETEEN2VWE TS T b OICBE#EARHEEIND Z LN
LV (Corneliet al., 2014), A4 77y =7 bOBAEZEA L., BE
B2 BN E L . MOBIMER S DT A T LAER_ET DLV D Z LA,

ZORMEDOIRIN 2572459, 22T, BEREOLVaX T —va Of)
TEZTCHLIY, 2T, ERAN) =7 —EROT B/ F—
N, WOBLRY T 2=V 7 BTN RPENR, BRICAY Do
T n TR LIZKRACRD ) L 0WH T4 77aV= FaeffoTnD
CHIBCEEWEL LD, ZDHE. £HO LA 77 ny=7 MO
RPN DIBTEZRBEEME R H Y | DOBEIMEOH DLV X Al 2a—Y v T B L
A RTBHILET, TOKRFAEICE > THEANRRADT A T AKX AL
D2 D0 Liv7en,

Fio, FROBRIL, xHEBREEEICOEHRLEEEZObND, T2
bbb, HEMRYEFZ, BEEOTA T IO MIEREYTHI LT,
BENEL T 4T s DR EHEOND X0 25 L oHES VAT
HTENTEDLNE LALARNS,

=TT 4T ERIIBN TR LT 4 BT 4 IEANRYTHND LD
2725 CTEEM B2, AR LT MWL, 5% S S E ki

B FEFOEEZ B THEILESNAERNHDL, ZDEE, 477

P Ex DFEED LNV TEROER 2 L DX DTODET NVEREL, L
AAT = a VAT KMIOW Tk T DMF7EOf] & LT, Katsumata
(2008) BdHITFHID,

S IA4 7TVl MEHRT D DIIRS TR, IEMIECHGERE
WS T HERERE DR I X1 b B2 5D (c.f, Inamizu et al., 2017),

14
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Y= MIMA, AT THIT LTV D S E S E RN - S
2K (McCay-Peet & Toms, 2015) % & & TR RRFE 21T 5 X& T
b56, Elo. ARPRLIZET N E LA RA T —3 3 VY AT AFFRICHE
BLTWS ZEVALERG DO —2TH D,
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