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LI E D ilE S (Chernev 2004a; Simonson
and Tversky 1992), % < OWfSETHELEE N T
&7z (Simonson 1989; Sinn et al,, 2007; Drolet,
Luce, and Simonson 2009; Ha, Park, and Ahn
2009; Levav, Kivetz, and Cho 2010), 4, A
F£H5IA BLE, CEMAIESINIZESIA, B, C
BHsH (B-1), 0k %, PBIA B, C) %
WELZHEEIA B ClicBITA 75 Y FBoj#
W= L L, P(AllA, B, Ch) m ik L7-E4 (A,
CHiZBIF2 7T v FADORIUGERE TS &,
PR L728A1A, B CHIBIT 275 v FADE
PHEFRIZHT T 5 75 ~ K BOBERRESRIE

P(Bl{A,B,C})
P(B{A,B,C})+ P(A{A,B,C})

(1)

P(B{A,B}{A,B,C})=

&R, R,

AP, = P(B[{A,B};{A,B,C}) - P(B|{A,B})

(2)
THIE S NS, APsIX, EAREAHIA B
77 RCHABEMEINA B Clot i n, 7
Y FAICHT 575 FBORIRMERDOE
1t¢d» % (Mourali, Bockenholt, and Laroche,
2007) o
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WZHIBREER] (4 4 - Py ¥ v —) T
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RUFNE% S WAL, BN R T aoe R
XD BEEPEEN TbNS L% Y (Dhar,
Nowlis, and Sherman 2000), Z®O#EHE, #EN
7R R RO PRI T 2 H AT 5
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(Svenson and Benson 1993) & S LT w %,
ZD &) HIRVTIE, HIRIIZH - 7B % R
72\ b DITENTRRE S R R R IN Z
B AEIRS TSR Y, R RS
3% (Dhar et al, 2000) o

5@2 B Ty a VO TH D, B

DEEVGERZIIIE, EOBPYL D EIRNL %
< TEWHHSHFHELH % (Dhar 1997), [ &
NHREIRL o] &) BB GERPUEIR
no-choice option) ZMMZ 72%& 12, BhHH
BRI BN L, e BEHIZX D IE
BPGEPUEABIR SN Z ML T 5
(Tversky and Shafir 1992), Z® & &, %%
R LWAT 5 (Dhar and Simonson 2003) .

BIHIRDOHETH S, D F ) BTl
TXLMIEIF 2 IS¢ 2 HEO%, Zihwh
Fi3EA 3% (Amir et al, 2005)

WCHBRZ OB MM L v, B E
DEMELRXLVPEVEAETH B, Alba and
Hutchinson (1987) (1 7H % 3 o Ik & A% @ 7k
EHMPEIZ R L 7oA, BB TRE L
TWa A, B EZEELT2 2805,
FEM AN HT 7 2 TR & U LRSI HRR & AT
Vo ZTORER, RMMAPWITHZ L% D
(Sheng et al, 2005) o

BT TV FDORLATHE, B LADD
577 FA— A FEORMMIET D56
b L IFZHH - HER 2 BRI D % U AD
M EeE &, ZRhRi3mA 5% (Sinn
et al, 2007)

REGET — =%, ZHRIROBERE R H 72
ZMWE, 2F) [¥—7 v b7 AV MIEHK
L7288 2 8B OFIR ] 12 X 2N %
RETLHOTH %,
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F—| ZBHIRORDLDNAZELRSEIZERICEATIHARBROEN

EHTLIER BB ERIKR ZIHHMBREL
FIREER (24 L TLwir—)  Dhar ot al (2000) FIRSMOHLBERERE e
REEBROF I3 Dhar and Simenson (2003) BIRLG W EA AT REL BT b=
HRDHE Amir et af (2005) BEHMBRRCHESE SREDHK e

WEHME. WSEEDERE Sheng et al (2005)
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TSRO LA Sinn et al. (2007) BLADOBHEISUEHEETHEE Hob
A (2005) , #BEE, #83F, R4 (2006) (ZMEEASIE
2. HIHEE SR (regulatory focus theory) THIILHEEHWAZ LI oTAHELSE

A TP ER X, HERIC B 5 IR
(focus) DFEWH N 4 DITEYHI NI EBE L G-
ZAhEWVWHHEHTH Y, Higgins (1997) 12
Lo THE&Ib SNz, HERIRRBIC I
(promotion focus) & F F5 # & (prevention
focus) DDV DH 5,

PRAELRICEHE ST o AL IERY T4 T
BRREOFEIER L, FHESICEEOTS
NIZAAFATT 4 TREROBFIIEET S
EEZLNTWD, T2, MERHEDT T4
IVITPMREEERTISRI L, RERPEBD
TIAI VI TPHEREIIESREI T %
E WL o oA Higgins (1997) 12k -
TFLdOoNTWnA,

2F ), MEEEO Y AT A, HEZHA
(ideal) & LC#HL, MWLM 2572
DIZTELMY BOEERZERT 52 &2 HiR
T—0T, FHEEOY AT AL, HEELHH
(ought) & LC#H#L, HOPAIEHEMTEEL
TREZIZITNE L WRIKRO Z & 25
7T LED ET B

¥ 72 Higgins (2000) 1%, A»3dH HiGEIIZHE
95L&, BUEO BB B0 % R

W) il BE#E S (regulatory fit) Z8E21L L 72,
ZOMEERFTLOONR-2THb, 2F D,
HCO##oZERE (regulatory orientation) %
MFET 2 &) TFEREMVDL EEIZ, N
BEEZRBT 5, HOCHENIIBIT 2 “EEk”
& TR oflAgbEohicid, T4
DERBEERDDONH B, 72l ZIFEFETRW
B % LD 72 D IZBVE W (eager strategy)
T, BB DAME BB (O LTb EsE
21790 THIFMRELE LR EHEET 5. — 7,
B9 )7 ms (vigilant strategy) TIX, TXT®
MHAHZEEZEDLL I )RE2T 5, THIETH
HHEMEEET 5, 2L C, AERERT S
L&, B 5T W25 E 07708,
AEEGFTEEZHCEGELD S, 20174
M 535, T2, HEMBIG /&2 BUS
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TR B 720, WIHBEET 274 LT, &
V) FPA VR 7 SO 8 B o
HEZOTEIZFHHT % R T, HESLHKS
IDSEETH D &) FBIMBE R 51200,
AR, BRe Bl S B EITEIIE
FEIIZH W SN T &7 (Aaker and Lee 2001;
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Chernev 2004b; Pham and Avnet 2004; Zhou
and Pham 2004; Zhu and Meyers-Levy 2007;
Mogilner, Aaker, and Pennington 2008) 77,
S TRAMED T —<TH 5ER SV LITE
UGB T 2 XIRCTO#HEZ AT,
F9, HIHEMESERIEICS 2 B L
L, #HIMHE# (regulatory relevance) &
@A (regulatory fit) ICX AERPEZ LN
AN, i OREE LT, Aaker and Lee (2001)
T, ThEIREER/ PRI 7L—3 v 7
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) LD LMHENKERO, —T, FHi
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720 T2 A v = VNEORER, FFOHH
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DHBARBEEOHHE LY bENL TV,

Pibds, fREEMICTL—I v 7 ENTH
TEiL, RENRERICHES BRSO TSN, T
BifEriic 7 L —3 v 7 Szl EEL Tl
RIEHICH S BIFEO T B, K2 OITEIN &G
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<, THHLBEL L v R, flilge 7T >~ F &
Vo 7B S N7 EETHAE - EIRL TW 2008
EETHDH (e.g, Miyazaki et al., 2005; Sinn et
al, 2007)o F 72, WBEOZHIEOIIIZ, 2
DOHIM LB E B T WUERER
PAZ LB ¥ ¥ TNVIREBIRER TH o 7278, Bl
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LCHTFTYHINEEE R, 220 LokMT
B L CTWaEEL/ HUDEIETH B, 72k
2L, AX TN EEEFEOLE, RREME
EEREAEY A X ETHLH, #7TITYHN
B F TRV LA E VST TV FH/R
WY 72l AR E VO EFHED I A TR ETH S
(Ha, Park, and Ahn 2009), 2N 5D % EE
L, ABETIIE ZREL T L,

515 (Idson et al, 2000). Z Ol & DR
WL LT, #HEShReIL % (eg, Aaker
and Lee 2001; Lee and Aaker 2004), #5&E KK
AN E3 5 (eg, Shah et al, 1998), XJH D
FHNMEIED 55 (eg, Higgins et al,
2003), BFEAVWAEE S (eg., Florack and
Scarabis 2006; Wang and Lee 2006) Z &7z &
PHFESNTE /2o bbhOHEAETIZZ
K DOWfr, REERN - PHERNEROW
WCHELTWD, T2 AOWEHLBLEE ) I IXBRAR
BH ) ERERIRPLETH S, o omiiExE
SEFATEZLE, NIHHBECEAT S X
DI, REENRY IR T OEINZ AT > T B
(Wang and Lee 2006), 72 & 94, RS
W27 L= 7 E3NBmEE, REN R
WX hmlEoTSNn, —7, FRiEMICY
L—3I Y7 ENSMER, PR ZRMHERIC X

. AERH DR ERSITON, TDL) RRR T TIER
HRIRFER S ELDTIELWESL I D Lo
I REEHESE T AMETIEUTO L ) RS2 WEES 5 (F
AN%&E, HIEESEEET L2 HKEHHTS -3)s
EXIC, LDHEEMICEL, X0 Ekol
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PR HIE T T 4 3 v 7 S iEEE
L [&# (promotion) Mo % 5 31 H Vg
T, FPHIERICHIE T T 4 3 v 7 snilEE
2R L 785 (prevention) o h 53T A v
B #37F VT B LT, HHRIREAER
Ehb,

2. VY —F - FHL Y

B & Ry & DR R KRR 2  CRRGIE
b0 FI VA LIT, HE &k & SRR
KUK D H 7 1) HIVIEME %A (promotion)
g & VB (prevention) BUBMEIZ T 5,
Wang and Lee (2006) Tix, ZINEIZHIE X
MOBBEMSEY A N R, RAER, PR,
ELEH5THR, D3ITNV—=TDNTNPITH
I, 0% L OBV L 7@k M
EZNEIERN LT b, Flidadtt, Rk
DHHIZBWT, 51 THEHEDSD T4 I~
TRV, REENIITIL I TG
EFBEEICT IS4 I v T ABIEICONT
WX, 52 THIMBEED TS 4 I V71285
YZEal—Y a3 rFoyIlOonTiEx, 53
THRIE S8 & DR TR KRS B 1 2 IR E
o, AR OWEEZRT,

IV. FliaRE

B &b & SRR KR O 7 T VIR
Ml 2 FRiR, 55 TL RV, O3
V— T8 T 5 (Wang and Lee 2006), ¥
¥, WEXKoATFIUANVEEE LT, TR
EEORnTEL T LETHL 77 K],
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D, [HE, [Mad - fEAabhk], [Fkfk L
G Tk I8 & /R L3 EE 5, £LC,
ZEMECHTHLABDOSZW, L2200 F
T ANVEEE ENERERL Y 7 T H VR
Y, PRSI A VEREE LTARETE
RHT %,

F AR AIX 20134E4 H 16 H, BEME K%
KRB E RS LR o7 1154 %
HEIAT, HREERIZEE TH o 720 Kk
&, REEIRICBVT, KL% OFEENMEE
BAhFT)ANVEEERE L0 [z H<
T5] O8%A, RIZE»r-7-01Z [Bxdb
RPICTEH] DEIZTH 720 BRI TR
7T A VIEYE L I L7z AT R
DT, RICEDPo7-0F L LEFH] @
Bl THolze EHELTOHRWVWENELED
& [Militg ] ©64%, KT 75 K] ©53
HTholee —T, TRAMEEAICE VT,
b % OFEIMMER S 7 T A VIEYE L [l
BL70iE TEAST—] ©73%, RIZE D5
720 [FRIKAL BT 0645 ThH o720 FEk
PR 7T A VEREHE L0 [f#
Ha - MEABIL] D69%, WRIZEHh 7201
[HE] O8%THhoTze EHLHLTHRWVEN
& L7201 Tk ] ©60%, kT [75 K]
D504 THo7: (-2, ®-3)o

PbEy, ARETHVL&EMOH T T
HIVEMER, REBERTIE, REMY T T )
VIEYE THhEALT5]), TBZ2EDbericy
5] %, FHMATTYHVIEEC TRHRALT
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HAL A% (A#hml %44 88)

Wb | HLEFR | TISUF [ HiEBLTS | MBIk T flifs | THHALEIE B #iEasr0—)L
| {2 5 IR 1% 69 12 33 78 11 15 59 41 23
FrhEEY 17 75 2 9 77 9 21 7 61
FDith 2 1 53 1 0 64 8 40 4
K—3 REAVEKERIHBIIZ2ATIVHAILERSE

HAL ANBC (AR Im % %1088)

EaAD— | JSUF 3SR -EAH FY HE BdHtHEAbE T LT iz
{RER R 73 32 53 60 28 17 64 20
FHREME 13 6 34 16 58 69 18 8
FDih 2 50 1 12 2 2 6 60

Bil, T LETPRi) 285 5. I720@AH
KUEHITIE, RERH 7)) HVIEHEIC [EH
NI — |, [REAELT] %2, POHRATIVA
VMRS [de - Akl [HR] Z3%RH
ERET

V. FHE

AFEIL20134E5 A 17H~5A19H, #X
ERAFY—FT T4 Y TDOEEFAL N [TAY
Y—F1 OFE=F =%l LAiTo 720 WAL
EEEO T2~ 69 TH ), HrhEEL
&, EEENICTIA I V7T HRAETI04,
FHEEICTIA IV 7T HHETOLDE
iH160%TdH - 72,

|. HIHEEDTS1 IS

HIEEED TS5 4 3 v 72470, EEENIC
TIAIVTTHREMBE FHiERICITIA
IVTT RSN BIET B0 HIEE RO
MALoBEH B E LT, REMLFEDOLIDT
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b5 [HHBEEDTIAI 7] Vb, Z
DFLETE, ZMEASPHEL LTH R 720w
ERoTWEIE, HbHVIEHBE LTRET
REZLEBSTWEZ LIZOWTHHREB S
BEV) FHE & e b, BiEOYE IS HEE
774 IV UTREREZEHILSE, &
HOLEIEBHEEL T IA4 I 7 LTT
EHE2EELsSEs, CoL) ICHEBELY 7
TAIVTY B V) FRIRLATHEIZBNT
SEOERBIDD Y, FIEEL O LR &
LTHEMETFETHL ZEMFEPOLNTVS
(Freitas, Liberman, and Higgins 2002; Higgins,
et al, 2003; Liberman, et al, 1999; Molden
and Higgins 2004; Wang and Lee 2006) o

A f %8 T & Mourali, Bockenholt, and
Laroche (2007) 27 H v, 2B:RECHM T %
ZEIZL, ZMBFUTOLS ZHEMICHLT
H R THE L7z,

(2 H S (N1 il =

1B L LT
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SNTVETH, ThozEHMTTHLHEHT
X5LLT, HEAEBOHRT, HhIERKL
7o (desires) R BAH (ideals) (347 T3 %]
THY

2B E LC

[Hifzlcl o THEIOHR LET 2V L
T, BN (Bl i2) EBLAZ 3T
SER/A

E L7

—7, TR RBIL,
E1BRE LC
[MEOHICIEHE L DS - F—E AW D
DENTVETH, bhbhdsH 4 DAET
FRHLTW M- - AR S AT
T3, TDLIBWT, Dol NTREFML
(responsibilities) 3% (duties) (XT3 %]
THhh,

E2BREE LT

[P TNVRHELRZ ENOHLETFLHRL,
REDFI2ZLIEIMTTh, €D P T TLURH
HHEOHLALTEFS W]

L7,

F 7o BBNR 3 5 A RIE5 5 M Th -
720

COXHZ, AMETEIHEEEDT I 4 3
YrEHCENEZSEL, REMH T T 7
VIEYEE PRI A 73 VISR S IR
THIEITED, ZIGHROBREMGEEL T
<o

HEZAITEHIIEICB VT, 1970 418 DL,
HBHEOTHZ [ReBM] ZHERRTH & L
TRRDZENFTME D, MEREMRIZL T
AN HEREN (BEERHORZ &) O

R—4F 42T Y% —FI Vol.34 No.4(2015)

http://www.j-mac.or.jp

132

WD CTEHERT—<Eholze TOEKRIZBW
TIHBHBEED7SA I v 72 HwbZ ki,
R—=T T4 Y TGRS DBICERE T XL
HERBITEHHEICBVTLERLD S,

— R, HEREE, HLRMEHEAT D
ZORMEMHT A EICEST, [+ - - 12
Yz, [ B[ - - IZKE
D7z [ - R LA TR AESRV] %
LEw) HEZH T WEBESHE) 2R
TAHATIELV. 4, BESHZBMALL) L5
D EREIN-E LT, Homn, B d B
% &9 R WREEOIL LR D - 726, b LL
&, RS HIERELE B ADax v A
DORRY —=Wdolzt, BLHL, [HHE
REHARIZIZZZDT L9 ] Lv ) B IzEkS
NBITENR V. —T7, EPHWS L ¥ M5
HTE S TWABIRER, BPRPL»ITh - T
HWRES LETH5AOPOPHG R % HICL
725, BFLHL, [HZ2HL LTARITEWE
W TEEZRRLPICLTHRELRAEGEZ B0 72
W] EW) BIWIZERS B ITE N,

HIEMEED 7S 437 T, N
WL S ¢ 2 720 I HERHEZ 3, T
HEREHE S DI HERHE B 23R T
HHEIZ S TWE DTS, Lk L7-kE X
MRDGOFEFD LI, v—F7 v & —hRE
T&270E—Y a YT o0, HE
RHEER WIS TR E—3 3 VITLD,
HED ZRELEMICEHROT L2 e TE, —
F, BERHEBZEVWHPELTO0E—-Ta v
W&, HEEEZTHELCEKROT S 2 LA
TELLEZONDL LT, EBOY—r T4
VML, BELRAL TV r—vavEAL
TWAHPWZIZ, AFETHW: TH#EEED
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TIA4IT] O¥EREZ, BELEED LV
B~—r 54 v I XROPTRY L BRIEIC R 5
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