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A case study on balanced customer segmentation

Yoon, Jongwook*, Yoon, Jongsoo **
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Abstract

The process of segmenting customers in CRM should take into equal consideration both the
companies’ and customers’ expected value. However, most of the current studies on customer
segmentation have focused only on the companies’ view in terms of profitability. This study focuses on
clarifying a problem and proposing a modified view in the customer segmentation step. The authors offer
a proposition which is beneficial to both customers and companies, and thus makes the segmentation
step more balanced. There is a two-pronged focus on customer segmentation in this study: first, this
paper proposes a balanced view considering not only companies’ expected value, but also that of the
customers’. Secondly, such balanced segmentation will give a more accurate definition of loyal customers
for a given company. This new approach can be expected to improve the level of satisfaction and the
length of customer retention, and to increase effectiveness in corporate resource allocation for customer

target marketing, as well as improve company insight into customer needs and preferences.
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AT 7SS ANsled B48 7ol WS A
o] AE A2 (product-centric) AkmoM 14 FAUH
(customer—centric) AZE $A7Fe W ARSstm ot
(1), 34 £4 (profitability) & cl&istn 22 HES
A g3l 7193 nAETe] #AE BUHeR Btk
AL 790 AASAE Fnske AYHA akolrt (2]
ol o, o7 Ald ZH nABATE] (Customer
Relationship Management: CRM) &%°] 21471¢] A
HlHQ) Alideke] shizt Hof gkem (3), CRME 3 W
ol AzAoz Ayl A% Gkl Gl g a7t
lsiA $3=ict (1, 4, 5, 6, 7, 8 9). ©lE¥ CRM
A3 pdse] A B F shic 14 ¥4 9 AR
SAIE ZaFche Holo} (4, 7, 8, 10, 11, 12, 13, 14].

1 o]gol thal Corner (5] the ol AFsta 9l
o} "3 71%ield CRM Ao AMEAEL AlEsleld. 1 o
4= AAzE AEs 28 o 50% A= AT
50%9) A ¥8< dee ) gty vAE &%
Zo|x AiE3te}l elAlE (segmenting and targeting)©l
olmtz miAE Ao EHH L A8 MY FoF %
glolgl & % glck. otsld AR3E B8 AFE vz
Ao & wHE BFAEe] 2¥E AFY F W WE
ojc} (15].

w7} 504 Qe 2AANNY she ARel CRMY AT
Hol7] w2, BE& CRM A7EM 1 $I4 &g
tokg 2de Afdstn vt (3). Hwang $& CRMZ
HeRoz Ay YalMe 34 7Hd B Fag 3
7h 2 Egadd g3 ARyl 7 Fesitkn AR
Hansotia (16)& nAAEs7} 54 aA4ZE ol#fsie
Agste d ¢ fgattm FAPch 482, o 1Y
2o FoAo] ITAY HPel E2XE et & o
T3 A popdee odske HE W f83th ol
28 24 £33 (customer insight) TE B, ¥t
Z Qe a7 of3] olof TE JIge] o 1A MRSl 3
Fejok she7tE B4 A B Fo (17).

0|85 1A A3t Azt CRM Aol =i+

Fa% 3y

o7] wjE] Tkt f3e MEst 2¥o] A=t T2t
HERe] A7ee A5 (customer profitability) 2=
EEE 1Y #He) Zoed & R MRsE sdst
3 glen], CRMAIA A (relationship)®) el A4S
o) ‘37 BHY 75 o theire #S © 7igole A
go] ZAgTt (2, 18, 19). wEly B Aol 14 Al
3} DRoIA 7 aARe) il d53 st
E 73R ARs At 23S AASE, ARdT o] 23
< Ag3) 2aat g

2 A7 FAL thedt 2o 249 RS o]29] R
3l 2 o BAR dAE A AHEEE AR olgEd &
3} AT BARS ¥ 2o} 339 ‘7EA AL =¥
=2 AE 7129 ARz TSN ARSE TRt B3
o mA FA4 MNEE AEST, olEF BgFes AR
g 4 gl 78R AEst 23S Ads) 4389 AlHE
FAE AQ 2F) NWeel nANEIE FRdL, 5
el A8 FRAA 1 AAE =93 |2 I

Il. M&st o2l xat H

1. M85 1 MZ235t

AE3l o2 (segmentation theory)& AS7HA A&
Aste] HHL Zol gt AR} o|89 VBRI Aze
IASL 2 7)o 9 AT (segment of one) 2& Fol
W Aolet o] FAFN THEL AF G 2 74
A e} S 7htez s sed (20, o=@ N
"AEA A28 (traditional segmentation) 8k F2r}.
Axz 17 dolHMo]AE BMshs AL ol JdE %
7 &, 93HQ 24 AT (customer segments)
2 sk Foltk (21). AEA AEshke AMEs 2R
23 Bt Awd AR JVeA dtn, FFEALE 7Y
o) 49 2 nlyE ZzaYe wEES T F U
o 744 EaHolel & 4 Sich

o AR ARske shiel ndgd &3 48
Ao|g 4014 (different profitability)S Zeths 8¢
Al Eim gk (22). ©)2 g8 A2 S0l A8H A
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¥he 39 viudl HRs €t (6). A8H AEst /1Y
9 7F & EAle € 1A50] FUsR| Wk 7V - 7
4 TN & o, 4% nA2 £ ge a4sd v &
< 7§ e - & FABKL vk Adeltt (8, 23, 24).

2. TodMd SHe| MEst 7|

o8] 389 IALE FANR B w2 HXE Ze
Seno] EAhs AMdol HAl FHEHTA, nAME
3] A2E Fogol AAHALE M2E AEs sHel
Z2e 7V 8% de $£AA (profitability), & 14
e #AZRYH vRHE 719 Y (corporate profit
from the relationship with customers)elth. QA& ’
g olde Hre goldt 1A 7R E olsfiske AEE
olt} (25, 26). Kuenne and Choi (27)& AHIGTE &
8, £IA0 7123 eAFo] G ATEA JIuke Al
sl s} Bok Aol AE BEY  FUch
Zeithaml § (22)2 17 Ml Feg 4789 Haz
AES ANFAA 2+ paFeicl £4o] varke A&
AFstn U}, BE 1] FLF /A E AT ¥eH
= /Mol 2Asd 14 JXE Stk AERA &3
719 <] (simple revenue or profit)o] AM&-%of gt}

Weinstein (24)% McDougall (28)-& 243 A
488 594 Hrke 249 4714 7 0@ A=E A
WAV 238 £ IAT ARl 93] o] g
T gike Z8E HoFm gtk Davenport et al.
(29)¢ v HYASS UEHFOEZA FedEx, US
WEST, Zelu 22 28¢ ¥33 257 719e 29
o] A7 IYEL #Y4d uet ERstn A =& ¢
FuAEo] FRIXNE FHsla glvh. T ol8Y AF
AA AMSE FAolgls fole Uwd] ‘nAETe] A
oA vHlEEE 7199 9 ouiiitl o] Y= B A
TFAE] 719BA] 49 (the corporate view of profit)
& w3 =94 (profitability)o)gkn Edsia ok

3. TAM SMe MEst 7|l AN

ad 2o ERE dojRe |9 FARTez A
38 AlRpld 32 A/ 14 2HEE Alast
I 3 FRFVE A7) HsiHEe, CRMoA 24&
7199 F4d & Aol G4Aoln, BE /e x2
Aze 249 #PoR AAsolol ) (16). B2 A7
AXe 71go] CRME A3¥ o = 3AES AEsid
W vehte e o8l 71edtm o) Levitt (30)2
1% 3AE7e] BAE AE (marriage)oleki T3}

2 9o Levittsl 7ol BEelehe golt 7199 o
35 1A olefe] @5 AAHloF r1Ae BAR

A% ¢ stk gnlelt}. Davids (31)e] W2%, CRM
Age 793 gl dE ode e ¥

(mutually beneficial relationship)’ & walehst 1 2
gElE £Y £ dn FFHSE 7Y $¢] Andrhke
A& AFstn Ao

7190] AT FAl AAFoH £YF dethes
F& Apgaitt. ZEd, el FAgess me] d&
F gl fYe Fold7? 4B dFele ne) oA
ulgl B o] g 23y 4% diekd Wyez ‘3 29
g} (customer loyalty)' & A et (3, 32, 33). &3
AR Aol NS = AEYR] (willingness-to-pay)
e Mde B3l AT Yool s FgstaAl Al=s}
At (2, 18, 19, 34).

ool AAE ATEY FEH BAL ZFHA AR
e Y8iME V1Y BH B ohlet 1 BHe YR B
Ald mjsleo} grhe A& GAsta JYrke Aok Al
o] Asl 2dold n7 424 (customer profitability)
olzhe Bolt AT olo] ohd /PgWAE oldE
ofujiny, waty TP olde] wiAE o]71AQl Al
oM A&} FaEs AR 5T + vt

o] AEs mdo] ztm YE X TS BANL AR
38 EE nAPEC] MR BYF OF 5L #n
£ AFd /Mg dla e FHeld. Athanassopoulos
(18)9] A7 e AEstd pAFdEz WER HF
(satisfaction scores)’} A& tl2de A& BoFn 9
ot e EF AolF 2ATEE Aol WER 2L e
the 7HE ASEY gk 19 dreiA AiAg 2
€ 7IdEAY FYNe] mAFni} Agoldt ZMY nAH
ol 7|ti71A 5 9A LA Yrke AL AAlRt)

N, 28 wMet 28 &

1. 32 eelMol M 71X &H
CRMY gAle $Zu4e Agsk= Ro)n, ol &)
Me 127 94 (customer profitability)o] tE sl
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7F AAEolol ¥} (2, 3, 34). 34 £94L Yol @
aezhy A28 £ e £ fdez T 4
Atk Au2de B nAE B9 el aAwEe] 1A
2EEld] FFE vA T, ol AdR 719 Fd FFgE
HXe JdHABAE AAEm ok (2, 35, 36, 37, 38,
39, 40, 41), =& B2 gA5o| o]E3ty FAYE 4F
4 n. adedAe] fAE o) ATE ANER,
wARNEE 4 1 BHEE FFFoEN FIHCE 1
7 4 (customer profitability)°)ghe 719¥4e] 7]
H7HE Fstaa Azstn et (2] Ed 4ozt
£ Mde 349 dAZIA (current value)Z tl¥s]e
719 #4483 vi7k] £ FA7H] (potential value)
2 i¥iEHe 298 9 aAREEee A 7R B3] &
Agthe A& 4 F Utk

24 $IE BRIV 71l §stast she R
HQl w2l RFM 7o), detdog mAo] 323 W
Toie] A4 (racency), A W= (frequency), 221
oY (monetary)& ©]83K= RFM 71L& 2749 7&
Zshe shiel HIges AHeEC] sit} (42). o] 7ige
T3 7 e oldE FEe B[R o8
Bxog i HEslex A 450 gl (43, 44).

2e @TAEL RFM 719S o) 83thd $2]4je] Ho
A AEd 71ge) x2S Ausie i, Jlgde g
Hol 94 Qe aAQAE XFE & doa FRi
(45, 44). H% RFM 7Pddld 1489 o) o
(purchase history)& ©]43l7|& 3t o] 7|y} #aA
? g2 88E - dE& E° Goodman (46), Hughes
(47), ZEl2 Stone (48] 59 A7 - <A AFs1 xR,
ol 714 A $YAS Wiz 7|9 TR Jdvt
g dE3le o 23E F3 ke Ae B89 F gl

el AR 71xE FYHE Hrke £ U
JIgeze AAAZER]  (CLV: customer lifetime
value) & & 4 Ut (2). CLVE Foid &4 712 ¢
Mg nAeZRE UeE 0|9 (net profit)?] NFes
melEleR (2, 3, 47], 714 s 2L &
Aogoltt. CLVe 7123 d&rdEel 8 AR 2
Ago] A Z1gd 7IAT & 7 NARZRE v
s @FEES TPk Aot (3). wakA o 7Y
ol 94 mAel AAEx ¢} nlEi/AE EFE AHdde
£ HolAut 7lEH o g HAVIAE o83l 1A
A B vH/RAE FHske Aol

A9 FAZIAQ 2gE] 94 A4S S AE

24 AEsle] olg=o] fitt. Hwang & Suh (319 4
%, RYEE 1-°]9E2 BAgteaN nde] 2Ad @
ol dx2 HFseA Yok o LM oATE =
v BUE9 ZF JEd P93 FFse AHoldh
Athanassopoulos (18)% 129} o2& 2YE]|2 A3}
2 glen, uARETrt aAE ojgg Audle ©As}
=i 3leE FHsT stk B 14 2gEe aARS
To| 2PAEYES Bdo2A gl ¥ ne] At
2l 7123 £939E AAska et

7199] 93N 78 | Alel] HRske #U4L 2
HNE Adolct. ATEL 719)le] A (transaction)
T @A (relationship)old ¢IXE 72 FHelgdg
(2). Bdole 24 AEsd DAVEZLEE o83 AF
7} 48 EA3T). Lee & Park (34)2 7129 317 49
el 71kt AlEst medEe] 4R Aoz <l o1 &
L5} B e Aoz Fsm, nAVNEE AERA AHE
B tEFAs dARske AL vttt o o] dF
dre nAREERE 14 FH9) Z2FPAE B 1Y
gAE Fefstaat A=t Athanassopoulos (18] 9
Al 2eRlE ddeg nAUEEE ol43ld AEIE
3t Gurau & Ranchhod (2] ZAVELE o4
s MESE Fsln o2 B nAFYLEL A A
. A3yl 9% wHoz &4sln Sk B3 o] AAE
ABAA 719889 £98L tiFsiA Mgse] & v
Aoz 17 el ool oig e viEH
the L A4stn Yok weA] gFde 14 A o
U H=od sl AR S48l 234 ATy
ol ¥ Aojt}.
- DADEZS HA1 o R ARl olgd E UE
Agde ade] ABeA] (willingness-to-pay)©Ith. Barone
(19) zAFAY 77X AR &3] ol B2 o
Mde ABA 2 FH3ans glon, o|F Algs ZFeA
AMgEta ot Giltner & Ciolli [49)9] d7olME 7129
o] 71 ol X5 AE AAHSEA, AT
o) &7 X EeRIE tigte R Aleksta et

oldollM =ojd V1E £ AES EUZ, (F 13} 2ol
ol o] ikt BHES Fesidt A7)+ CRMS BA)
o FAAgozn Ao 7199 U7 E= 9 (the
companies’ expected value or profit)’ & EV(CO)E, 2
gu ‘mA9 U] Ee £ (the customers’
expected value or profit)’' & EV(CU)E AeJsigich

@ rle v
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B 1, oMol clokst ANs
Table 1. Various view on profitability

o | ‘ 71y
Pl S 7h
: Baesens et al. 2002; Drew et al.
2001; Gattuso 1994, Ha et al. 1998;
RFM | Hsieh 2004: Jonker et al. 2004;
L. Kalustian et al. 2002; McKim et al.
7{‘%,%; 2000; Melymuka 2002; Miglautsch
N 2002; Ness et al. 2001; Shin et al.
2004: Suh et al. 1999; Verhoef et al.
2002; Zeithaml 2000 EV(CO)
Bolton 1998; Davids 1999. Drew et
) | al. 2001; Hansotia 2002; Hughes
' y. | 1996 Hwang et al. 2004; Keane et
. e 1 al. 1995; Kim et al. 2005; McDonald
1998: Ness et al. 2001; Schell 1990;
B Winer 2001
- Almauist et al. 2002: Colgate et al.
o) 2000; Drew et al. 2001: Hwang et al.
: 2004: Kim et al. 2005; McKim et al.
2000; Melymuka 2002
} Anderson et al. 1994; EV(CU)
J7eEE .| Athanassopoulos 2000; Barone et al.
BBl 2004 Giltner et al. 20005 Gurdu et
| XHEOlR| al. 2002; Kotler 2000; Lee et al.
2005

2 719 2 DABH J|IINE HET 7Y

2 a7oie Zlgnds aAsde Adgig 2
AR o83k FUA BHEL ANFTA BT} o2y
43e) B4 2] ANE RFMelY CLVS e
719 el o9 2gE), 2AREE, J8)3 XX
st ge 27 BHY S b HEAczdE 4%
EYAQ Fhdolais ol A7} Holop @) o]F Bl
7] glal 2 7R AEslot & FA7} St

Az, DADEoRREH 2IEE AH 7Y Fooa
AFEE 298 ABBAY} EAPRe FglE BTek,
Be TS0 of Ay} BEsAE 9 e A
FHoHE wrhe e AFsn gl (50). UA2 oW
7199 AE 2 Aulze] BEHE TASIAIE oJgehe
Yxe) pAZ0] EAjels], wwle] Yre] BMEsHE 3
5] o3| 7ol wEEE A7) EAR (51). 2
Azt 2dee] Aol YeINE Aol JuAL 28
e g 239 auErrl 58 s 25 e
2EEE Bol AL op} (52,

ol9} FAFEHAl Barone € (19)2 m#de] = the

Z1d7HQ) 274e] A1 8e)A] (willingness-to-pay)7} &T
2 3M ZIgEEY ZIARRL 1 & 1Y 49 o] W
=A golRAle getta 3%tk Guriu & Ranchhod
2 2AUE 71 $Q7te BAC g $EL 4%
Az BFaa oAHQ] FEdM e ol 9% BA
of g FFE =do] AAEA girin Pt AA
2 7108 Aol B dTske YR dAlEe 2
ARET7} Foin A o|lo] wieA] 7|Ye] 49 A2
ddee AL Mige 97 FAS AN i (2,
53). 23 AUNE: AATer TIE ¥ohu &
glom, 2EEZE =& o] 719 99 FE=Ho] FA
© etk glotth (52).

T iz ZAE=Hojol ¥ Falz A% 71E d7olA AME
¥ '3 AV B fole B delM s 24
BEY ZI7RY 9 BYR Ade] ol ol Az
AR AT (3, 34, sdloxe Ay A7k} A IS
EgHos AMAR ¥t ASEE AEeln gt Ty
AR} geA] A J7iR|S $UE gL of
Yt dg £°] Hwang & Suh (3)9] A7elA e 3
A7 R AR waigale) v1s)Eke Age b Aua
€ o]8% 2489 7/KE kg Aolmz 7|ieAe] o)
7Rl B} 747k Aldeltt. =3 Shin & Sohn (55)9
e 471k Bt 19 & AYF (5 RFM 719
dMMonetary)& B3 249 A 71K (customer
potential value)E Atstn it} o|F AFolx] AREE
AR 719 B 944 7 Rojme ARy
o] 7Id7R ek Aol Fid o s 4 gitk

A WA HEsjoF & FA 71G9BEY 29 V)
H7Exe] EFE 89 did gageld delA dFR
ZAAY CRMeA 7193 m27te oz e 4%
o9& 2= FAlojojof J} (16, 30, 31), wWekd CRM
9] AN NEIE 58 IS HPsle FYME
71993 e] 7igoloa nAdge) so)Ye) FE3 whg
Eolof gch, zluh, 24 Fiolehs g sl +3d
B AR d7EL FE NHEFEY Jidswe 9
g ol71AQ ol FE & dedl, T A3y
o A3 fFrEFA e P 927} gl (56).

Athanassopoulos (18] ZAUNFLE o]gsle 114
AESHE agon, AEslE 4 aAFYE WEL P4
(satisfactions score)7} thErls Hol 235w t}, o]
Ade aARETeRe 2ABYY 7S vidslA) o
2 ABA AEEE IAFEL HIE FYF 347
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2 ERdden ARse] £3Q ‘ude 44 R/
AR AAAe] UFE Ynisle Aotk Guriu &
Ranchhod (2)& 17 $d4& EA40g falshe 714
£0] F842E 349 7]dA (customer needs and
wants)®t 7199] 7ItA] (the seller wants to, or is
able to do) Alold] FHe] ARHUE A& AHdn
ke M Levitt] Azl A @& & + Sict
Giltner 5-& 4L B3] 719BHY $0log sofs}
71 Bvhe 37 B &7 (needs) T XE9A
(willingness-to- pay)et #d€ #¢= Fstn Sick
(49). &3 7|&9] 940 7|utgt MEs} Fde aME
S 9] J1dEde] Exd el deslEe AEYS
AAstn Sk vt mAge S0l Z|de#Ee]
e g s #RAVIRThe, 1R sl
£ Z ERdld 443 deg 8 £ 4 JoE B gL
o] A $£A4E ZHA 2 Rojgtn F3

2 A7dMe o9 wod ZAs] nAzn Ay ¥
A 0]9g 7Y FHME AEE DAIZ Bt 733
o2 A¥ F e A¢ 2¥ (balanced proposition
model) & (1% 1)7} o] AA3tmA} gt

EV(CO)
S ==
=2 2Rl Azt Z&-Marriage
customer-sided love (P22
EV(CU)
ol 7|HEe| Hapzt
s Parting company-sided love

T3] 1. 430l 0 NZSIE 2i8 EV(CO) % EVI(CU)
Fig 1. EV(CO) and EV(CU) for successful customer
segmentation

(I8 Do AR X% ‘2E  (marriage) &
EV(CO)% EV(CU)7F 2% &t wpA] olelgt AdRelle
CRM A3o] 71 434Y Fojgt 7T 4 St 2AHd
o 9XI& 719%e] Al (company-sided love) & & 7]
ol Al mAS dis) e TS Z3 YR, TAEL
o] Aol AFshe ABla L 7]t Aol tis] ERREAE
& Hlelt}. olg 1A Ee] RIS JI/HE FEAE ¢
e T 7IYeE ojgdy] #¥ Adieltt. 3AREHe] 1A
Z2] #Arlgt (customer-sided love) & 2AE0] ofH 71el
FEG 71 7RIE AT FH ZgeR QAeiA 2 710l
A aAEe g LR Rehs Zfelct W 1A4E
< R3] Al tiE & NELE o Yok A3 &

Aol = 71958 AAER 2E "B (onesided
love)' & 25 o)71HQ 79t 4AHeHe) “oPd (parting)’
2 WR)7] HE defoltt. melA ZIgieMe 9 A &
3 F 7ol aATE oY aANEE jlsle] olE 1AF
58 '2F FHE olne ko] Yasith sV Ao B¢

T 480 U 7R ojdshe ‘ofd Ageltt. ofd 4
% sklde 71 24 Ft HzAA e B Fa
A <

A ) g, el BAE RIS Rol o ol
olch

Y,

V. Al o5

1. 97 HXt

2 AN e U 3 FUAE didoz 734 At
2dg 288 2ok 3 F2) AL 1990l $4
7} 71&o2 AANA oiAel ARE xx|stm ek 1997
9 2o Eolgd IMFIlE B78lx, @Al 3070 ol4ke]
FAAL AEE FEm gled, 20004 Ve s dBd
A FY0) 43283 23tz gt} (55). A7
3 'D'Ake oA 5 284 F9 shielr),

£ =RdA AANE AdEd S ARzIdd A4s) A
o], AEAQ dlolgatold 7Y Fol shiel Felxey
71H& o83k DAY TAEL BAYT thgog o
PA A2l IATLEL YR B AT Ad =g
ql #84 A¥3 29 (balanced segmentation model)
£ HL3HT. FAFHoR AN AMRE BY AAe
ot 2

1E : CRM & A%
2t Bei{AE{d 7IME 0|83l0] 1R DHMEE}
=3
- dlojed MAa| (pre-processing) =t
ZejAEa 7|2z Hlolejojold B
- ojo|d Zn} "Wt
e 7Y MEst 2HEMM 2t DHZES T
42| 3ekAlel "ot Azl 25t 2t 3220l

tht DA S
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2.CRM =¥ 4% 3 B2Agz 2o

14 Yzrt telsixin A% @70 3438 waldld)
w2, D'Ake U AANES wRAE Al aAE
< B} ZestA oaisled 7)o A-alA) uhgsle Ho
4L Z2a git). old) W} DAKe CRM Al&Ele) Z2E
B (prototype) & 7Aesh7 )12 AR}

CRM 45719 1etAlold, DA} CRMS) EF% £ ¢70)
A AR FH4 B (balanced view) 3ol 1L ARs}
i3, AIE EAsle] aAAES SYske o Uk 28¢ 9
g 12e] A vlolele $ 10243704, o] AEE 20024
297E 4971719) 3R Az 712 2 22E9) 7%
ZEolr} Aol oidt AA2) 2] (pre-processing) 02 94
T4 REZ A 718 A7)

AEE FHBIEA 2o)dle 2709 7hsd Wso] A
ESoy, &) Be AR 2 AuBAs 58 ¥SE
< ALY % 16749 WMEEo] HEBHoZ dlojejnio|ye]
HHAFR AFEHRT. 015 HFE o] M5 e QTEAY
23289 ¥4 S8l Fuge nxase PEEI u)
olEjmlolido]l AMRE UYFHTES B2L (X 2)9 24}

H 2. EHAHT BME 93t el
Table 2. Input variables for clustering analysis

weed | ee iz

RFMRI: 0~140l 2

BB ofsst

HRsolg ofset

oiButsi oftist

Tkl ofs

o PO ofetst
R FAiER
EEETI

sviee sy | d 5 285

Merjeie mast | xeaEs
Nt
| o eeusope
T aaid

wxan | 22 | semew 4 ofesst
i Hejo)

2eACME Fe2EE A Q8 122 aAS AR
galgivt. ZE2EY EAEe 24T 7o) RS Fus
SHEA FAl 2AE e BAke Hasl sie e 7
ke ol 244t ol $YF AT o] &3 A4S
< TYY Y 9hE Hole Wi NZ g2 )
&3 pAS7jEe AolaAl ugdiths AL AR
44, 57). Hui and Jha (58] CRM #3 9jAMdA |
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