PEIEADEBEMEIZB T 5 —F %
—3& BT OBL S 2RE 2 T—

MR T K= @

1. XL ®HIC

KA VY h~—rT 4 TRMEERE « HEERSE « Direct to Customer (D2C) D4y B
H L<IE CRM O BFIZHEWTIE, FIEEEAFICY E— M2 LTH 5 9 T EMIEFICEMR S
o &z, VE— hERERIZ, BAEZOT v 7L - 7 a2 L DEAEDOHEN,
EM~D5| & Eif Rl bEEHINS, L2rL, VE—RMIZELVESNYT=5H T,
MIEEA L b L <IZRBREk - BRSO THE)] 2OV IR RIEF ITHN Z
EN, MR EOBEE LTETOND, AMFETIEZOEREA S L 3N HE A2 Y
T2,

Ty TR 7 a ARG & BIFO#HL S X, FEESBG~— 7 X =0k L T
ék%zanéﬁ AWFFED HiiL, TRIEIEAE OS8R & 2 0% OB B I%E & o)
. (HIEITCERTH S Z L DR ént}: Lo, FIEOBRELZEST L2 AR,
L5 & BiFD 22 MIESL LR L) BIvicxt LTSRN - BERIC
TbEzzHyZLTHD,

2. R

CRM #FFERH A L7 h~—0 T 4  7WRIZE VT Y B — MIE R 2 Y TRREFEI R
ZW, L2 LEDO—T, PIEIEE OFEMICERZ Y T b oIXEIMID 720,

AV b=—0T 47 DY E— MIBET 078 THERAISI H232 0 Baesens et al.
(mm%iMM%%?w’ﬁﬁﬁhfﬁb\%Aﬁ%ﬁj BT A LTV 288, A
A DFEIZE S Z Y T TRV 7Ly,

ttﬁ’xé"JHiL@lﬂ?%E IZ#BW T, Chang and Zhang(2022) 73V &'— MEEHE 27—~ (T[]
EEOEHREZSB L TVDER, HIEIOEAT v R/VRFRICEX 2B\ TE Y, #IEOHEA
P St 587 K OFEMIC IS A A TUNYR VY, Sarkar and Bruyn (2021) IX#I[EIE AN B %
seniority & L CEHEEHBIHAAALTZERED FRITT LV EREL TWDHN, #EIOFE
& ZDBDFE L) BURTITHO TV,

INHDOED L5, HIRIOERICER LI bDIIBRATE2 0D, ZTOFEMIC X
STEDOHDOERMICEAZ Y T b3 e L b bnix RIFEOER DR T
ERAR



3. BERMDITIZDONNT

AR TIL, FA VI "~—0T 4 T %79 EBEOREDT —Z 0 2 FHLL EOE
T =& HAWT, BRAGHT & B RO IGEREEZAT .

FTEREA N E LT, ETVIRIEAE OZRMEZ WIEIRF OIS, AR, A
Fadh, kAT, BEAERENOHRT 5, PIEIZITOERE TH->Th, ASFESOHEA
IR E X6 2L 72D, FIEIDIEANIZZE L 72> TV D,

I, WIEEANE OLER S 2 EAMbER ., BE, BEAEZZOEARSD 3 5D%E
BINbEBRE LD, FHROBRMEZHRT 2, FHEOERMEIT RFM FORERFEIEITMN A,
HEICR T2 B—h, K5 (2022) DNdEmT 2EEZD Y B — e & BHEOBREBRE
i %,

ERMENPHERTEXTZOBIL, Kok e e251% EFICET @EmE1TH 23, Zhd
IDPOS T =& 2 BIEH BT TE RN, D2C FHELITO REHRYF O TV 7%
Fz, 2200V L TEEMRE 2 2K T 5,

RIZ2OHDD Y P —F 7 T AF 2 KT HEZNEEN /o7& LTH, HlEEA
EVDBEAFERFFEN 7 4+ — B A L TRV A L TEDBROREM R ERME A2 #RT 5 =
EBERICKERERND 5130, YIEIOEEATT T2, YIEIOXEK, WEB 4 77+
A2, TTIVDA A= EWVDERGETF v RNVLUSND T X 2 =5 — 3 g AATENTANZE
THRET D,

4. SR
REERFITIBNVCEE LWEIRE R AT TETH D,

<BEHR>

Baesens, B., Viaene, S., Van den Poel, D., Vanthienen, J., and Dedene, G. (2002),
“Bayesian neural network learning for repeat purchase modelling in direct
marketing,” European Journal of Operational Research, 138(1), pp.191-211

Chang, C-W. and Zhang, J. Z. (2022), “The Effects of Channel Experiences and
Direct Marketing on Customer Retention in Multichannel Settings,” Jjournal of
Interactive Marketing, 36(1), pp.77-99. Doi: 10.1016/j. intmar. 2016. 05. 002

Sarkar, M. and Bruyn, A. D. (2021), “LSTM Response Models for Direct Marketing
Analytics: Replacing Feature Engineering with Deep Learning,” Journal of
Interactive Marketing, 53(1), pp.80-95. Doi: 10.1016/j. intmar. 2020. 07. 002

REEW (2022) TU B — FORICET 5 5%, BAXA VI h~—0T 4 VTR
5 21 [ E RS



