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Understanding serendipity in buying behavior
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fES %
Understanding serendipity in buying

behavior

TR AR T BEITENCRBNTE LT £ BT DEE N
WCIERR S5 03 E it 50 BARPICIE, [EWFHICB T 2 1T
EREREZBHEEM OB RICL LS, LU T AT 4D
BEIL WEEDOTA 7T a2 Mob e, (1) #E L DH
2\, (2) WIS A SeRE R & B oS, 2 LT
() NEIZBTARTT 4 T RBEOHFE L W) —#HO Tt
BHAE o 208 EL2Z T TR IND ERETDH, ZDF
FE, 2 OOMEEEF A U CHEES NS, EBICH LTI,
BEOIAT7Tu ey NEEBTLZLICLD, "AEoHS
WEERISAIICERET T D 2 &N TE D R I N5,
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(Kim et al., 2021; Liang et al., 2022) , Journal of Marketing \ZTI4T
STz “Serendipity: Chance Encounters in the Marketplace Enhance
Consumer Satisfaction” (Kim et al., 2021) X, BL U T A ET L DRK
TIZOWTHRHZITo 7o, BERBICIE, TRWEETE o7 TRLR ijoCb\
%EKOKJEWOt?V/T4ET4@Wﬁi HEENR &L oHs
ARRITIRR S E DG A ICAE LR TN & £72, MR SITIE E”i.“%
222 H2WLNT LTz, ZORE, EBITH LT, L ol
BARIC L > TELELICRED LV Lo ic, WEEOR#EZ= bR
— AT BHEVHIREIIRENT. (Kim et al., 2021) ,

L2 L., Kimetal. (2021) 1%, 8 & OHESWITFERITHBIROE T
HHEEL, HOLWEBEENREE LT 4 T 4 OB LB %K
FILTWRU, ZDZ LiE, ENENOWHEE ICHDOE TG E DSV
T2 WO BEN W LA ERT D, Thbb, 2T A T4
YLART =y a T RV T A BT 4 DRE AT, HD
HEZE G L TED XS RS AE L a Ay FTAEIONEH SN2 -
TUNRUY,

Z ZCARRO BANZ, BEEITENCB W THEZ OB L T 4 BT 1 DK
RRWPITIER SN D 0% BRTET ChRVEICERE Y T THT 5 2
EThDH, BRI, BHRFEICET 55T (Makri & Blandford,
2012; McCay-Peet & Toms, 2015; Rubin et al., 2011) (2% &S\ T,
LT A ET 4 DREEOFRITIT— $®%%7mtx#%é & & fafE
T 5, TDH 2T, fRRFEZANHEE IO A (McCracken, 1987; Mick
& Buhl, 1992) nH, ZORBRTut A%, WEEDT A 7TV =7 k
IZh LD TFHIERERAE Y A— (1) "#A oy, (2)
T 5 3UEREK E BCOBEST, (3) ANEICBITLIRYT 4 77
HOWE—L L TLEHZD, ZL T, U EOTHEREKRAE Y = A0k
VT 4 BT 4 DR DB D05 & EiRT 5,

KRENRETDETNVE, HEEZOITA 7= et bzbl b
TR & OIS A BRI _mw% DI LETRET D, Thbb, 747
TaY e/ NOBREND, UEIHEEIZL o> TIRENICEE -G 2 L o
AVERTHEND ?Eﬁjrﬁ)%iﬂﬂéo
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LLOTAETADHELEE

LT AT 4 0D EHIL, KEEDIER Horace Walpole 23E Y Hi
LICERTH D, Mld, 1754 S REDOKNSETIEFMROPT T, [k
LoyT 47 D3 NODEFEB] vy, AV T B 3 AOEFT-
LEFEAAETHEGCHEELC, ZOFEEZHANZOTHDH, 2 2 Tl
SN0, BREFASNOBATICL > TRANRLELENRD VWS 2
L TH5D (van Andel, 1994) ,

BLUT AT 4 LI MEDERICRESBERLIZAME LT, A
¥4 @O Robert Merton 23& 11 5415, Merton (1945) 1%, BHHI2B W T,
LR S RO TND DI TR BB R 2 BR S 2 VTS &
VAT HZEOEBEEEZERHT L7201, BLUrT 8T 4LV H 5HE
IZER Lz, 20%, FICABRBIESBICBIT AEEREROE®ZRICITEL
UTAETARDDL T ENEAfER S TS (e.g., Roberts, 1989) ,
Z LT, TFEE. EIgT7 v ML LS —3 w7 (Denrell et al., 2003;
Dew, 2009) . ###k## (Cunhaetal.,2010) . E#H#ZEZR (Foster & Ford,
2003) EWVo BRI TE L VT 4 BT 4 IZOWTOFRNER S
T&ETWAD

LT AET A3 EBRATKWIETHY . HIERERP LA ST
WA DT TiEZAevy (Makri & Blandford, 2012) . L22L, O &EDDH T
BRI, BV T 4 BT T [P L0 O ME RO - HORER T
BERALEENS LD THS (Liu et al.,, 2021; McCay-Peet & Toms,
2015) . FRIZHERF IR T%f)f'ﬁﬁlﬂ?’t%f%‘fifé L TO LR
RERCE, AL 3ODEENDH DL ENDND, FHlE HAD
INERIZ & DA D3 il & L CHERE 35 = & (McCay-Peet & Toms, 2015) |
B AWK DK Z & (Makri & Blandford, 2012) TH 5, Ziuix
ADELVT 47 4D U F— (McCay-Peet & Toms, 2015) & (i &
FFoensd, H X, g B 5 ORBRFERICEES T2 2 & (McCay-
Peet & Toms, 2015) ThH D, —H T2 LEI#EMED W E O ORI BEEM:
ZRHTEW S ST, MEME (bisociation) WO EELHWLWLRTND

(Cunha et al., 2005) , 723, ZORESITIZIIRFHA 2158560 H
% (McCay-Peet & Toms, 2015) , L T, ”"éﬁi VU a—v g R
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LWHR. HAWIR DT 4 T A X7 " 8 AiflEd DFERNE LD,
HHWTRAENS (Makri & Blandford, 2012; McCay-Peet & Toms,
2015) ZEtThD,

UEDLBY, ELoTF 4 BT 4123 —HO FPHERRR 7 o0& X DH
DREHEIND, ZBNEHINDIONRBL T A ET A DERTEEEZD
5,

FHREHLERAETOER

ZOt7 v ar T, RO ESE, ERITEICKBIT L
YT A ET AIZOWTHRET D, Rl E T 5 OIFMIRERATHEFE RO
i (Hirschman, 1986; McCracken, 1986; Mick & Buhl, 1992) T&
V. RS, ERAIGEOBLEARMT 5, K112, lRITENCR T 5L T
A ET A DETNERT, BT AVOHFLMEDSITHATWDDIE, 32D
BRNOIK D THIEDERAE X Th D,

TFHERFHRAE 7 n &2

)

(V) 3 PN

|

WERED (2) BEOSLRER L e 8
- S L UT 4 BT 4 DB
SRy | || @ ueoxmw ||
(3) NERZBITB
ROTF 4 TRBREDEE

~

|

‘LT AET 4
K 1. EETENCBIT ALYy F AT A DET L
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T ERAIE 7 2 B AOMBEIILL FO LB TH 5,

(1) £9°, Kimetal. (2021) LI AT —2 a3 VAT ACET5H
#f%e (e.g., Kotkov et al., 2016) 23{FEH T 25, BIRMER D)0 2 1L
& DHEWTH D, ZOHEWE, ERNICE bOEZELTND
EEICELDZEbhIUE, £5 T H %E/%@EF‘“Cx@JE’U W2
CHZEbHD, HAEWVITE, RESY F a3 PRGICEET 51
WMEBLTOHEWLEEND,

(2) i EDOHEWEZIT T, HEEFRLIMIHE T2 3eiEKE AT
DORIZES#E ST #1795 (Fournier et al., 2008) , 728, BFHINE
DA LRI 2 TOESITIEHANR b O TH H0EITR
W, BHERZ LT, HEETYNCE S TH R 2BEEER RTINS Z
L ThD,

(3) ZORER, NEICBT LR VT 4 TRBENSHEEIND, T72bb,
LFELWEEDOH OREE FIZOWTH AR NEND, 2
HEFIZE->T, MEHLHEE (McCay-Peet & Toms, 2015) (Il
AR AN

ULOBESRAE TR 2HD TPHER] EWOHEIZ, LT o v
7 4 O (Kimetal., 2021) (220015 Z EMMRESN TS, Kimet
al. (2021) BELVF 4 BT 0 ORI & ORI L S
DIZEARET 2 DIZxF L, ARG TIE, NEICBIT DR YT 4 77RO
EEDTHEOERAE o AR L U F 4 BT DEEE BT 6T L
ExD,

THERERAE 7o A0 +HE L TESIT LN TV DL, HE
HDTA77uY=2 b (McCracken, 1987; Mick & Buhl, 1992) T&
b, 7477y NI BEANHCSCACEZRD &L HHROMEEZER
T ORI 7 F¥E L L TERIND (McCracken, 1987) , D7 av=
7 ME, SABRIICHES, SNUTBIREE O dhs H BB A (728 21E, KBS
L&) ZINL, 29 LIEAEEZ 00 72 < D ofifnmic, NEOH T
Yok, MET25ZL,mH7 5% (Hirschman, 1986; McCracken, 1987) .
TA7TaT el MDD OOERE R DON, WA ET 53Uk
HEWKRTH D, T720b5, HEFIL, WIAEKP THLACBIOANEDT
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»IZ, ”u%ﬁﬂf%‘?‘%’)ﬁﬂiﬁﬁf%%ﬂﬁﬁ L &9 &35 (McCracken, 1987) ,
HEFITIT, BTG OE®RZ TR S 21 Tod | Wbn—J L LT,
ERORIE *ﬂ‘]ﬁﬁ’] ZEBNT A S & 5 (Hirschman, 1986; McCracken,
jmm> ZOLE ZNTNOWEEIL, 74770 Y = NOREED
OIZ, [[L &L D ICE®RZANET 501 TidZewy (Mick & Buhl, 1992)
Mmk&BMﬂC@%)i\ﬂ FIRD 3 NILFOFB 205 2 LT,
bDINEOFWRIT, TNENOHEE DEFIR LT 2707 Ty
=7 MUKFLTEISND ZLEZHLNILTND, 2O Lnb, 74
77uY s ME, HWEREEL2 NOEWAIEEZ HMST5LEXLZEN
TX 5%,

UEEY | AFETiE M1 OEMOES RS L9, —EOTHER
%%mL7uﬁxiﬁE%@7477u/l&%wwﬁéﬁwékﬁiﬁ
%o BRI i & DHEWIE, BRIEBARIZEL 20 TR, 7147
A= EN/ ]\@Eﬂiﬁ%}‘:% J5EEZDL, mERL HEEITITIA T e
7 M EDLS LR TNCEEZ O EZEX2 NI TH D,
Fle, 7477w /::7 MZH & DWW TR T 2 3UEER & B 2
EDOBESIT R ThI, 74 77 aY ey FEANCHED D L9 R RENE
KEINDEBRD, ZORI HEEFEDIA 770y =7 MIERITENC
B2V T AT DOLHEERDET, BT TLIIEREIND [H#
fif Si7zLy)  (prepared mind!) (Merton & Barber, 2004) (ZF%4 3%
HDOENEDTHND, ZHE 19 AL FE LA - R — L3R L
7= “Chance favors the prepared mind” &\ 9 SEICHE TS TH
0. ELYT A ET 4 REABEAIC LB O TR, FHTOMLOEER,
iz X DD THDH Z L 2T %5 (Rubin et al., 2011) .

' AR OSZHE L LT, preparedness 239 5, fEHFDEICONVTE 2R, =
& 2L, Fujimoto (2012) &, K I X DEFET AT AR LTI
IZ. preparedness 23d 7= Z & AfRfE L T\ 5,
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PIEE AR

ZOkBZ g TR, 2 DOBEBEMNG, U EOFETIVEFIEET H2,
B, Mz @R LTV HABICELDE LT 4 BT 1 OFf
ELT, A=—h—EOHEFERY FiF 5, 1, BEAEROF CTZE)
BINZELDELY T AT A OHEFIE LT, EOVT A7 )Ty aH—
EREEE OEFEZEY LD,

HH 10 A=—H—EEE OS]

BRI (&) (40 fRHHe, B, BEZE) 1L, EL—HIC, 1I0FHD
BRI ZEEALL S E LW, fBmOBA BT LIZ2b 0D, &
FO LoV ol O LT A T 7y aryTHbLNLTYT
ZZANTHENTWE L HEAR=YT /UL LT T ROJEEET, @EED A
=——NHICEE o7 [ EDHESW],

EXDOHFMRENPST=TTRAMKICLTHLZEITT L, A=—H—DF
YA NIFARICHF R D TH RN ST ATTITE, F2ICZ2 KU~
EWVHDLHH- T,

TNEIW ST AEBEDO S T =~ AoTn, L, 2O X ) IS TR s
ZARBOIILIWEAS S EHIT L, T CICERES Lz, FRZZADRK
WCADTeDIE, A== —BRET 2 BB EWIERRZADOINET
DHY ELHThbIsnrbThd [BEOLAEK L B CORE ST ],

MW7 A arb Koz AT L, —#cHNTNI 9 &, filcitEde

PEFLIL, 2003 HE Y, ERITENCB T LT o BT 4 ICBT
HHfgE Ty e NEERL, SEIEFRFHEEELTCETWD, (v
A a—lHl->TE, BLUTAET LW IHISEEH LSOOG, HEE
RERITHEAET, TR THEW] Loz —U— RS T E
HIEBEMRERIZ OV THRBIZESTLH-TN5D,
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HO L RZ2WTT D, AR, |

T, MET T U RBRRET D (7 VAT 47 EWIOERE,
BN, 2HLT, 2 RDA=—H— i\ixmm&tgA@%wﬁ_ow
THRZELEOT Lo T, T72b0L, 2RDA=—T—D LT, K
T, 7 UxAT 4 TIZBDRARAANT THEA TV L0 ) BB
=OTHD [ NECBITBRYT 4 TR LEOREE],

[(FNDRHDEME IRORKENLEDENIRDEAI En VAt T
A TR DIEAD ED, BVIWLRDIEADI E NI L RBEREVNRKE N
T9 3, )

UEOBERITIE, Rime LTOIA 77wy MBboTz, ZiUd, =
vF] LI F—U—RFZENLTVD

[y F L NIDITELDANEDF—T— R 50 LW T4,
EipZ ElZonLTHATT LA, FSKITHLMET 7 U BAT-720 &),
ERCAVEYNANG S

ZOEYIT, BARKKEL [RiFL LT, BETRS =y FRFETH
éka5?477u/;7k HEDNTHOERAIE Y vt X &2/
B L7 g, M YTl E VLT A BT A DR AT, 2 2
DA=—H—DHEBICW=oT-,

i 20 fLoERY T A7 U T a o —EREEOFH

WHEE (4) (20 &g, Bk, 2HR) 377 vy a UPNFxT, 7
LYy M — ROA~— 7+ 7 7V THAREEA O SO BH 2 fifgid
LCWetxE, Fy o X—2H% A o i) L0 HF—U—FRIZEREE-
7o [|i & o],

MEL VS F—T—FRZFTINLoDET, W RHEMST, £H0x
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FEAFR AT LTS L, AN, (B0, iz,

HAKIEIEDOY T 27 U Py a P —EZ2A0MEIZHOWTHHRLH T,
P —EROFUEMETZ T T, IERRMETHEWEZ RH L, 2t 4
BOBHHRAN] EVHHEDOTHD [HLE @Xmmﬁ%eaa@%$0&1

(BB DLLDICFEHEDL LR TETWNDEWVIDN, BHHDH
TRABDONE NI DEH - T, IBICFE2 T o TEE TR G,
DHILERNEDE L, RENHTETWD L RAERESNTE AR
&

WHAKIZE > T, 20X REWRII, SBDONEDOH Y HEWE+ 26 0
ol BARRZIE, TOERZ ] HORANE L TRDHEES L0 5 HENEL
nic [NEIZB T 2R TT 4 77 REOHE],

[EOHT, OEXEZHAIANST, T HIRANEREBS>THNT, ZDFE
STIIHELA, L, NifEEHITD L T7ALEL Ao ThHA
BTz, FOHTZVIZALGOHFRTOAI 22— g TF- I HEE
ML o TN, |

UEbEoBFERIIE, WHROZA 770y =l MiboTz, Ziud, THE—
BT LIHF—U—RZRNLTWVD

Me— M= DA THY 2N E NI DIFT o HAALTEAI L EsTN
T PRANE R UAMERBL > TV DORE S THRWRATE A5, B
DEWHICEL LA LW E D, )

ZOXHZ, AR, - IET O AR THY N EWNI TFTA T TR Y
7R3 EDONWT—EHOERAE 7 1 & 2 285 U7-f5 5. MBS e

W, BREBIE (94 77—~ LB 2T mFR00Mt LitZau,
M&&&m(w&)i\7477m/17F&7477%7@E%;0W
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UTDORLIZ, K1 TRLEETVOERNG 2 O0OFEH[ZE LD

0)/63?)60

x 1. FHIOEK

= i BELOSYER)  ANEICBT S
ﬁ;;:;F fi? BkLHOD KUT4Th
gl - BE-S 1T RO
A=—H— RKiFLLT, @Yol R=—h—0 KiFT, £V
WEOHEH  FETHEARLS JEETHEE By 2VxzaT7 4
=y FREE DD TAT 4T T, B
T3 EWVI BN REA~MITT
KiFDE LA HATNL
o<
LoV 72 HW—E_DOA A~v—1+7x L0 B0 0D
7 U7 va MTholwy VHTTVO HDHRKAL E D] RAEL
V=R FrN—r WHIBWNE TR ES
[ A= Yx: X/ ] Y4 FTHEZ COZREHFEW
LH5 <

ZITIE. GA TRl BB LUT 4 BT ORISR LT
HEWRTHLENTED, MARKEDTIA 70T =7 NI, [OB
IRhHE LT, FETIEHRS =y FRFMETNDH LN ZETHD, Z0D
FAT7TaYel MZhbEDNT, 2RBDA=—T—ELHEN, A=—7
—IHET D BB Lo EKRE, T T RICHEETL 7 ) =d
TA4T] EWHERRE, BOTHOH D mNELED OV, ILHKDOZ

T, I TA 7 A 7 VTGS CTRBTH S —T7, BETTDADA
BIRKREL, BOVIBSND bDELBRITND,
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477zl NI, M—E_DOARTHY NI Z&ThHD, 2D
TA 7T M EDNWT, EOH TR Y Frgrh—ERE
2V T D TRIBOHLRAN] LW ERE, BOOH Y 2L
EREO DN, WiEE D, ZOMRELELT, BLUT VT 4 ORRE LS
77

FRET XL, WEHEFITH, —RICHS T S B OSBRI E R
EHEOBESTORR, 2=— 7 RRBENSEEINTZL VI 2L ThH
b5, A7Vl MIEETAZET, 2EZ S LIEBREOHEEIZW
TeoleDONEHRET HZ LN TED, Thbb, HOHHEEITE > T
EDOHBNREEE LR ED X ) RBEVPEIEIND N, RIS
THACHIE®R E Y ADTA 7Ty MIUKGFETHEEZ NS,

B

AFETIE. Kimetal. (2021) 23 & bz 2HEITENICBIT AL VT o
BT DIEE NN U B MITONT, S TRFZE & HHlz & ST
HZRAT, KRB LIZET UL, BEL YT 4 B 2 I P E
HAE T mEADmE, fRELTENEEIMTL2mNH Y, fiE %A
WCEBE 5252 LR THOTHSL, ZOET M, 4%, BRITEHE
TLUT AT LOBEETELXD92TEELERY HIDIEAD,

HEZEARNTHERERANE 7 0t 22 RBRT 5 L Vo tsiL, ~—
TT A4 TRICRRE T BT, T, W E-BITE- AR &V O e A
GUBEOHRICESELTCDHY—TT 4 LV ITR—=2AT T 47 (e.g,
Heinonen & Strandvik, 2015) 2B I TW5H, AP RLTIZE D
(2, BEOHFRICBWN TR LT A BT o NECDHREMRH D LD 2
i, 29 LEBETLO~—rT 4 v I N—ART T 4 T S HITHR
SHETW KR DD LE2RRTDH, TDHIZXT, 74770/ K
X DDOFREY — VL0 2571259,

AP R ULIZETANEBIC LTI R"BIIAETH S, Thbh, 8
PRERCA L TA L a AT =y a NZBWTHEDEL T 4 BT«
DERZEALCSHHT-DITIE, BARERH D LI RBET A v
T5Z % (Kimetal, 2021) 2Nz, BEDOITA 770y =l "l b
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Z. TSGR ZIRETRE LW RN EIND, T4 77 a Y
=7 haeltbxbZ EiE, EOANTE ST, FHREICE#H SN TO RN R
LHBTEMICEE CH LM ERFT 22 L2 5, FiE, Laxy
T—a VVAT KT AR TR, BEE S EAMEE VWS B L T o
VT 4 AT 5 2 DOBEROMIZ ML — KA 703 H 5 Z ERERM I T
W5, Tihbh, V=B A EF O DI, DT A T A BEN
DI TF U b 7pn—J, BEEZBERTHE, 2—HF—Tr Ty AL L
RKELS B L) BERTOESME (Kotkov et al., 2016) [FETFLTL
9, HAENIZIX, BARLOTHY DD, TH—BATT b, Thb
%\_ﬂiT%@#&wk STV DICBENA R END Z LN E
LV (Cornelietal., 2014), 74 77 uv =7 NOBSEZRHA L., BE
72BN . o, BIMER S DT A T LERETDHENH 2 L
N, ZOMBEOMRIIZIHTEAH, ZZTIE, BHEOLIaA T — g
ORI TEZTH L4, L& Z2FE, FEA =V —I 7 —E2DTmN
AX=0, WOELRY T I 2=y 7 ZRNTWDRFPAEDKUTAY Ol
OGS TR LIZKANIZ/RD ] EWo T4 77yl FaERo> T
L. LHETEXTLRELL Y, WA, FHLETA T2 s R
DOBLED GIFER R EEMERH D . DOBIMEDH D ¥ A 2a—V v o
LA RTHILET, TORFEIZE > THEMNRRKRADT A T AKX
ANBRZDE LIV,

Fio, FRROB AT, sHEBESEICLEA R EZ 2 bND, 772
b, HEMYEIL, BEEOTA 7T el MIESREYTHI LT,
@%#kV/T4ET4®WE%%6hé£O&J EDHEWAETET
DT ENTEDNE LALRNS,

=T 4TSI BNTE LT A BT L ICEARYTHENA LD
W7o TEEM LRV, AROSER LT VT, A% 3 IR
BI2EHFOEREEE L CRHEBILSNDIVNERDHD, ZDLE, T4 77

fEE OBEDO LAV TEROE 2 L L2 DT20DFET VEREL, L
DA T =g VAT AIOWCiEm T DUFZEDH & LT, Katsumata
(2008) RHIFT BN D,

S T4 T7TOYl NEHETHDIIAD TRWZD, fERIEC g
FL Vo TSN D XD L EZBND (cf, Inamizu et al., 2017),

14
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By MIINx, BATHETHTFONTWDE S EIERNN - SR
ZIX (McCay-Peet & Toms, 2015) % &0 CUFEHRMREF 21T 9 & T
b5, Flo, KRB RULIEET VAL AR T —a UV AT LFJRICH:
ALTW ZE B HER DO —DTH D,
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