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Abstract

At a time when the direct-to-consumer model is increasingly becoming a way for brands to break
free from the constraints of traditional channels and achieve user-centric operations, research on
experience design for transforming ordinary consumers into long-term brand user assets and main-
taining long-term relationships between brands and users remains relatively scattered. This study
takes the deep integration of the direct-to-consumer model and user experience design as the core
orientation, and uses the construction of a private user pool for brands as a specific practical scenario.
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It systematically sorts out theoretical achievements and practical methods in the fields of experi-
ence design and experience operations, combines the operational logic of user segmentation and
tiered reach, and constructs a user model for private user construction in the direct-to-consumer
scenario. This provides theoretical basis and methodological support for brand enterprises to bal-
ance short-term operational effectiveness and long-term user asset accumulation.
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1. 518

H P HIA 20 (Direct-to-Consumer) A2 5 i k& i Bl il 1 p o B A HL AT 42 1 fd (s RV E X . APP
ANREFT . BB TS S) B M B 20 P B A T W R IR IR SS B O R R A A R A R R A, 7R
25 55 9% B W I B A SRR S s i i A 5 iR TE R . Gielens 5 Steenkamp 78 (U7 () F
SRR R ) MR e, AR T AR 5 “EEXR” , IME k.
Wb 5 2 BRI B R RS AT RERETE 4 FH P i AR Hh SE DR 8 8 5 PodtE AR 1]

[ A siz R B, I B BRI ] 2 3T 2 R El LI S A Al R e 253K . Kim SR ATE (e
TH PR B 2 A B S OO SRR R YR R R AT ORI, X R DL B A AT
fil UI N NBE, SR TE ThEE SR I — AR, FRiE i Ptk e A [2]. BT 9%
FURBEAY B, A SRS TR S BB R E RN Z IRIE LS SN, R EIA
RIS AN SR T T TS AR R S O R A3 [4].

TE 2 BB AR Rt 15 28 56 36 5 37 A 7= 04SP M R 50 R, T 2 B AR AR A 2 P Al
L& IR OSSO SRR T A U TE AR SEDUR R O R B R R SR H AT
TH B LIRS 1) AR ER R (1 22 BO0F FUMR A SR A T 1 75 PN sl e A% L i 3 00 W R 32 () — R PR R YT, T A
Je I A 5 A0 B0 P 8 7 e A e T (AR DGR 7 e b, S8 B DU 3ds ST S EA
TP RS S P KO R RIS TS, X — IR A i 24 i hE e T o EA A S B A
5 5 M A Y RGOS, AR SR AR A T 3L,

TEFRHMZ, DTC WA 12K+ iz, ARSERIER PR SR, B
MRS GE g R PAAEREES, MU —EEARELIN LIRS . IR 45 10 B PR mT A
PE, AW FCRT A ) P ARG S FA S E R A o B FH T o 2R A g R —— R DU AR R N
EAL BREFEI. HEERE . B A B S RN M R RN + iR U
M T BT . EEX — VO E B R AE T

H—, WhB MR L RN DTC a8 L3, Sl 2 o7 i R i DA vy B =2 R A7 AR IR A
NG TES ), Rl R R A IR 5 s [RGB AR A TR SN R (A B
AT AR A AR BRI AE) SRR R OB S A, O PRSI T R E
(I SEERAEAR .

H=, MR AL - BT - BOE NR B E AR, SAEGRY AR DL Ry e
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A7 B AR R R AR AN R, USRI 2% b1 i S SR DL 7 2 5 OO —— Il SR T 9
i ELAN 5 B R R MR IR B e A . XA RIS + KRR R” BIONLIZ MR, a2 A0 5t 5 842
) CRA HEZR i R AR IA% O i L

H=, W TR P EE R FRENE S mE S eV MR R . SR S
JAL T TR 2 BN TR,V 2l SR ATAE IR “ DR A - SR - AR T i 2R AE R A 1)
K7 HPRFAL, IXALAFFL IS B A B B 5 2 SO » 1T o B8 A 3E A A0 AR |
AL P 2 55 07 BRI P i o0sE, X —$FEHGE T RFM SR GERRTE 1237 50 T 1IE R
PEARR, 75 ZE 0 B A HESIN AR 72

i EE R, AW ANE B F RGN R A © POSRBER AR . 2 A A s O T P 9%
HFRR . B0 MAHZE), KRS E TR E RS 5L T AR @ 20 B im Tl T
Phih, HRREHLIE RGN T, 5 CInh R ERER; @ DRKIEIINE. LT LRS54
A JE AR 2 i 7 I, AR P B DO SO BR . T Rk, AHE TR AR R RE S A
AIRKSHNE, Fa GBS R RA D

2. HBREIAEAEXMARES

DL “ ¥ 2 Bk 15 X (Direct-to-Consumer Model)” = /i 1 22 R AR IR 42 D1 T MNFEHHILEI RS
kRIS FE, McKee 55 NFE (BRI o3 TEM A : 2R 5 A NE) hat, HRESHEAD

PHEFLAI[5]. EN P BB PRI TE, 305 AR 70 OB S BN 5 R 21
B BRI, B, Kim S8 NAE CREMTE 9% 80 B T 2 i AL 25 55 R K 3 py ok
SERZD) MR TCAR R, 9 5 I B Ll AR 2 I R W R R B AT B M [2]; Mu 5 Y
FERT (BT P AR BT 11 7 9% 3% (DTC) B A 5% AR DX 2000 T 2l 8 R R AR i) (7 e vh
B, TH 2B AR NI AE AN (B 1 AR 6 2 ELRR S 9 X R B E (6] X MR B S
VS AR T B A ARG BT A P R IO R S R SR AT IR AT T S R

21 FBEFSHREHVEREM

5 DTC R “EHERR” 5 “KUVEIR” mEREH, &H 20 el 90 FFATR DORPE & FE 1)
W22 G 515 BOE B . Pine 15 Gilmore fE A LA 7T (WM NAAIR ) i, bR &5, T
AWge By MFast e, ANFRCBALL “URI8” A Oa5t™ HHBr B LG58 4 e+ 9
WH BT AESHIRIR[7]. EMEERE b, VREA. MR, BRpkseit— e, HAUE R R RO
RN PGEHFAT A DR Z —,  “THROERONTH S E MM — e i, 2 E RN
NIRRT 5 AMb RS RS AR IR DS i g 15 SRR 6 U A2 A e 1 SR
SR, DAE ROy A 4 R 5 U HCIISE R [8] . X — HRHL A0 AT L BA HE S A TR DTC b
R RLIE B A NARIE RS Sy et SERGEE T AL BT B S, SELS I P IR RS
TR -

22. BPRXxAEEREI#E: M CRM B Social CRM

TEZ R ZEH IR, Greenberg #& H 1L 240K 7 9% R B (Social CRM)HESE B A H#H 2
X, Greenberg #§Hi, Social CRM FAEL 58 CRM £ 4228 @A 1 ff B8 n, 1 A2 Bk 45 ks . AR AR
FARF G 5 SRR L [F] S R UK 6 R RIS L, HAZ O FiRE P SO E LI S 5 5 maE
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PR [0]. X F AN DTC Asia e BAT HfEdin R RO 20T DTC b R A AL S A 2 L )
B , T RE M ETERGAR NEIL G S AR EAl ) R R B 4

23. 2GR PEERENERE S

RECHMFAE DTC SRS E SURISE — et g, (E4F1 2 R H P IZE R ALE DTC Al
W PR R AL, FEEDT RFM B5LS AARRR FA 2K

(1) RFM #7014 o PR ek PR 2%

RFM 8 i 5Lty Hughes 75 (ERESEHE B 4H) HH RGuied, DL “Hali— kI8 2% (Recency). M #Mi
Z(Frequency). JH %4 4i(Monetary)” =AM G 4EfEXT & P AT 40 )2, DRI LB M) S 4 )2 B [10]
SR1, RFM REALLE R F A7 AE B35 AR : Ho—, Hughes S HIH Ry Fu M =IE bR AL E A [F[10],
M 5 85 115 FH Rk 55 I SER 78 38 B = 0Uabs AL E N A 2 7, HANEAT . AR 2 6] R E 455935
AMFE[LL]; H=, REM IR 3R iE 8 . e DL B B P Al il 22 A B BUR [11] . R
A EIRAE, WA E LRSI G, GURr il S8 SRR BAR W AL R L& RAT AR R,
IR RBEGHNE CERBFEAD thas IR TE[12], B HZE R HTE(AHP)IE RFM =15
BFRALE [0.221, 0.341, 0.439], #EMiZh & K-¥MERIEXS 1026 4% i 7402, 19 8 RIMEZE R T
FNE R, i InAE AR o R R 2 S E AT BAGHE P [11] . X — S B ESIER] T RFM 44015
ITiEsE . BT RBEITEMSE & A R IR S s E k.

SR, B2 ok J5 1 RFM B, 7€ DTC AAI s RAAAAE S M PEAS 2 s AN O I S0 A8 B 4E 1
JoiEZE PN AN A ES) . UGC JLa1. mETF S5 4R 2 2 AN B B B DTk —— 1T X 2847 91
S P T DTC R g 22 S 5 H P R R SR B [2] [6]: [RIINF, REM T B sE MR & i s 7y )2
HME LTI A P R RAT AR, WAL - REAE - OIS A A I SO T A R

(2) AARRR 241 J5j IR

AARRR #% 7 (Acquisition-Activation-Retention-Revenue-Referral) B Dave McClure F 2007 4E7E Starto-
nomics K& F e, B —FhZRPEis L nH P KAE SR [13] o 2 R e A= T 3 FLIC I 1 “ I 4L
A7, %O AR R IR S I T R AR LA SE AR 5K . A SR AN RRER T, ML FRAE
Fert EHRH T K B AERT B Y (Retention-Activation-Referral-Revenue-Acquisition) RARRA HEZE, 5 iH DL K
P AR K o SR1, B8 AARRR i RARRA, FLHIE H % x5 4508 « 38 FH 8 H 6 R0 = i K7
EATH B i1 DTC FAIB e AR R RS RO AN 2 . — & W B i AT A N O EXT &, %)
MW BB R AR E G RIS = B2, — 2 " F R RFM 50 = T RN
BV, A DASCHERAER P 3 IR TTE 5 0 E 805

24. MRVINR

55 BB AT LUK I, DTC ¥ % ELS A B 78 IR AE T8 B B SR8 8% 31 P A 36 5 i L 6
(A, W FURL A B — P R SRR P R N 2 AR T A S R [5]: MR AU, RERS
troxf CRM B IRER, WHRZR T “HI - 1K - KR =00 —ps sy m[7]-[9]. A0, BEAH®
G R “ FAZ S WA e e K 3 P P B PR Ui X — O R AT RS . RFM R eSOk R R af: A
AR M A[10] [11], AARRR AELUERD DTC VM 2% LA AL - DTIE ML #[13]. X Bk AA
A S H ) CRA (Conversion-Retention-Activation) 5 A HEZE S 4L T 1 7ML ——ZHEZE LA RFM 232
MBI IERE, W94 AARRR (1245 65 I AR S Social CRM 156 RILBIHES:, FFiE— B4 $e 7
DTC R 3755 I “RIAEAL - KBRS FRAT R EM BT

DOI: 10.12677/ecl.2026.1591014 415 TR 4TS


https://doi.org/10.12677/ecl.2026.1591014

HIEFIE, AT

3. HBEHIAEA TRHRERMARS
3.1. AP REE 54

FEJH R ELARGUT, WREIFARM R B R &, M2 ABA RSN £ 5 RERA N AR,
HA RN S iz s s oo, Kk, Sar A - d i B B4 2 DU P R B SRR DI =
TR THALS 12 E I S R SRR P A [14] 0 R BRAR R TIE A A BAE 45 R P S
AT AMESE, T FCATHRAE T (RS HE O M S AR [15] 0 T3 HLP HER 0 M S AR 75 22, J5 SR A
R oy 5 R 73 SR PR 2 M ik 78 B8 ot Y BEAT AT

FENH R ELE R, HIP 2 BECASE 5 AT N B 0l JREMUT  ER, BImIRss  g. o%
VRN SBGIEE, B - Hbr - E0L(STP)BR AL &R HH BRI 70 o 5 € ALk SR BE[16]: FH 7 73 UK
SEBIHLERT BOS PP AT W] AR AR BRI, a0 FoR WA/ R SRASA/ PRAE ™ B e B AT AR R
B EAR R P AR IR R S Il SR [17].

3.11. RPR&E

o BRI T H P ] EAG AT A S ELERE, K H P XI5 s TR, DU R E AN A 5T
BRE AT AR BRI ZE S . RO D BETE T4 Bh U3k A e IR 5t Je . BEURIC & 7 B B L 1
RIS SRR SR, 5 H P AR R RTTER EI AN R

RFM (Recency-Frequency-Monetary) 584 52 FH J1 733 52 B b i ARG Rl 0 A TR — o iy
T =AM 0 B —— il — VO 9B 8] (Recency) « T8 97450 (Frequency) -5 11 2% 4 #i(Monetary) & Xt F
WERAT S A I Horb, R B AT NI RO 9 2R (e bk, P BRSO 5 e S AT R s F
WROLH PR S BhR . A s A S e RS e RS 5 MO S DTk
HREHA, HP RN SRS, B =F NS 500, RSB EHLZ) I H P Rk
ESMMEES, IS E 2 F AR MR RS .

RFEM 5B A A TE TR BUEE BANR, B RFscsifeoe i, gety DUR S 77 sUSE i 7 A8 B 3Rg 5
S8 HARZ IR A S e . ESEHETH, @ LT SN AAEFEEAL: DO 180 KNSR E M5 =10
fabr, KA R S AR e o KSR, B =R S TR RS T 5 T IR S5 HAT I
BEARZSAL, FFRYR I CE P B IA N 1L {5 BAR B e 4 M B3 I B 0 2 [18] [19].

BT RFM BRI, AR A998 T EA B A0 R R I B ARE, o RC B 72 R I A6 v
THERES, DASCELA P H bR 5 i ok A2 1A UL RS . BRI 5

B “rmiimE” NBE, NECE C—E. SIS RETERE T BTSRRI R
ATV, A DL R B A 50 B ST B PEAT D AR

B “rmsiRE s NBE, NAE S B O N D5 “HEWE. SEHRmE,. nihie” fgmusE
BRI, DHRAEEE T,

B “ARMEE” ANBE, MR AR O S S BEAMREEREEEE, JFRE MR, RS
FASRR . DT RMEE” FIhRe, DARBARH N — IR UA

BEXP “HniLsit” AR, RO ORI, EFLIS. TANGHEE MEAEEAS R, KIET+1
5T+ 7 BIBAS I 8] & 5] 5 5 58 BONARSS B S I, AT B — I RS 1 TR

EExd « 7 s m BRI EADUR " N, BORA “REERE ARl + 8 M AME " VB VIR Ja R B RN, fF
FLIRI G FE D R A I 23

BExr “RKBEUTER” ANHE, WILMESfidis S5 E REARAE, 460 s EEash s T iR B,
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3.1.2. BR&a %

ARG FH P TG SEAT R R BevE 22 5, K P R N E R . T L SR P SR P Y
FROLAIRAL, X — 2 RAELL DL PR ay R AR AR R R, e T MNAIA T N B IR SR R ER
RUUE I TERAT NI o XA FIBY BOR P B URHIE 547 90, Bih 22 AR R SR . A A i B
SRS 5, BERE M P IS TS YA SR AL S I B AL ROR S B AR R, BT A S R RA IS P it
(IR ERTTE 50 BTSSR A S M AL i P R [20] [21]

@© HMHHE P (REL)

EESHX S P A% 012 E BARE T “HEZh B O S R PUE R, JRES SR FoARH AR 558
VAT N A A B e J o R PR e A T A A U L e e R, DRI S BT A R
T I — X MERGR R (T 5 T 5 RIB RS M IRARESE), JRia “ARRE AR sk
e, HARDUNFEE MR 4656 1 S0 B IA B UL R SRk R e B A (R . hah, WA MKS
M. MERESR . B FALE KBRS S A 0SS B, 78 5 filuds 18] B& P9 e i itk 1A
BRI P VAT NG S, NS P AR SRS 5y J2 18 B SR O S 4%

@ BEH P (ERAS B AT 1 1)

EESHX P A% 0128 BARTE T4 MRS ” #A oy “ R B Ry E =kREW” %%
FH P B SRAEAT N RFE R I . T S JE A e Ak T IR A G 36 B 20k 5 65 0 R 25 Mk 36 B A v P At
XS 7= b AR ” MG N A TR W5 10, Qi fE TR R LB O )T 58 FEM b 7o i 0 55
EExt FIRFRAE, AMMIZEFRARE: HRSREIEH S SOTMiEE . BRE . & SR B
MR EEM RO S I B S AR E . SRR S SE RS, PGB N S Rk
REA AL, BB R — R 2 SR I

@) R P (CEL 6 i B K 5T 15%)

EESHX M P I 008 E BARE TR TP M. E LR DL Ra e o2, madkpaiask
A GR35 o 12 P B AR LE T C % B X AR 10 Sl R 4 5 R 1k (W S 47 2, FF HL LR
A JE 1 P PRI AN B DT iR A v o S5 G2 P T B ) SR A . 2B A S R R R
IR0 AR ST T RN IR S5, (R4 DARR 0Bl K BN BRI -S5 09 )2 Tl
) “LptaimiG” .

@ AR H P (TR R )

EESFIX I P A% S E B ARTE TR B T 5 R i T 9. AR F P A e 2% 5 e s de [, iy
BT P AU A AN 4%, HACR AR M. 5 F R U S FE: Rl — R S (8] a2
Pk uhPTERR B IRRE . SCHE TS N KR, DLREIRE WSS REN AL R, i FE
AWK, DEERASE. KRB ESSRE B, EEEAMENLE] . B e RiliESS. &
T b, HEAE S KT EE O 30/60/90 K)BEAT /MBI, FE LA 5% S5 i R
BE(UR R RS IRSS BUE RO SRR ), DRI ISR RS HE B 5 m] Rk

3.2. FIEFFRESIITERE

RATEREA W FURERE b, BE— DR B B2 55 vh B P 2 B 7 43 28 b 23 R A HOER T
F UK O A S T SR B AR A, BRI SRR AT R AT O RL S s R B
ARIERTSC, FP e S TP 2 SRR R AL ISR 7 it e P I At RE /0 AT AR AR ROV SO, IR
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3.2.1. APBEHRER

FEL P B4 A R B B0 B A S A R P B, T T B E R AL s s 48 DU SR R
BN P BIRIE T AT B R AT A GRS P AR S 2 45t K R o —A
BH 2 MRS BB P ERE, AILIERE b, 38 TS U E RS RIRBN 1 BN
WESECE , AR IR 5 S M 5 i B a1k .

FE P B0 e 2 B 0T o 0 AR AR B NSRS TR, e S Bl 1 3RERE 715 4 M R
TR A %A R (R 28 HARTE T T BORS HE (R P 4038, 08T 5 Sl o R b AR PEAGTE AR A S 3
BRI S, P SRR R 9 LR A 3 BERAT

H—, e o B, KBRS Z R, TR AR SRR, DUROE S IR 1 SEBR
YW, OrELEPR O BEYERE, SER B OMESR BT

R, W o itete. DO O N T, RELS ZARSCBEM R P AT N B P B AR, TR
IR BEMRER AR A R

H=, AR B BNIRER N o B S o B alkde s B B BT A, A AR AT
AR5y, W SEIL BRS04 o

DU, NS E . BESRRA0 NHER T SRR Sk 55 B b, Wit 2 AL s 2 ems S AT 301,
B R En 5 B M (VS I

B, WMo NHSNTEIE . SOz s s 5, IHRHE SR I B s A Ses 2t , sh &
BN RBE, R E LS.

3.2.2. APMAHRER

FE P 43 202 P i 45 DA RCSE IR AT, 1T P A A 2 D002 RIS FH P 3 78 1 S B8 U2 T 11 SE it B
o BRI S, Joffth P 8RR RN R, IRAIRSS X R A eI 5 VR B A E ;7 kS,
b, SR P2 R P AR ROAT R R P RO T VA SR s B S AT P RS A S AR, 7
F P R AR SR s AT RS HEDI N, B Bh 2 IRIE . Z RS A 7S P BT A R, KR T
(it 6 4% 51 50 P 58 4K -

FH P flis v R R 2 B R ik E AR iy R B Aok B A R B Atk LR T4 P 2R
Horb oG E T RN A] H b ABEFRE RC A s 5 RS2 B M E 5. 2R R B 7T Se B U1
Hibr, dEmiEshi s, Bams, FHP ol d /el 0 8 0 AMZ OIS

H—, Ww BAR A RBE S SR R E AR B P bk e . NBE A7 ) LA RS
BE, BT G s E SR B A s

o, HEaE s . i Bl s ics B P ARk S AA B2 R, & B PR fliA
RIE. HEEANEENENEIER, 2 RRE ik R AR TR

H=, BE oS HLs S L. e 24 MR P AT ik, R AT RELE R R AR TSR SCRE  E
IR BEA A IR B, 5 BB T fididk 1y i )37 6 5 4k 0%

LD, R A R S AR o B UK A A 1 X UK BB AR B E AR, T B U ARG A R
B, B2k, ZHUREA ok sens, CLsTET sERIH PR 547 85 S

Hoh, ik ORI T SO M A S O ARG IR B R S SRR AR T R
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4. CRA FAlB F P BV E

TERNHHTH P s 5k R R 7 i3 mt b, ARTE RIS P g s iz 0 i — AL “H
J 4k (Conversion)-T% Bk B 17 (Retention)- /M1 i (Activation)” N2k 1) CRA R 8 KA AL (LA 1)
AR R R AU O EA Y S T AL S K H bR, DAL it P 4R 8 A B Dy S AT ) K B
WA S, B O B ML S AR M TR KT BRI R, ARG R N R R ) R AT, SR
T 5K BRI g —.

RF%4

onversion

R miENE
SISRPRIEN

HEHKGEST
CRAFAI R F1EEY

mERE EREBE
ctivation etention

miE & P X REE ARERETEENN
REZEABFMME BERAPIIR

COrresp0“°
7 # ik

Figure 1. Diagram of CRA private domain user model
1. CRA FAl A PR EUE

4.1. A PREALHEE(Conversion)

FH P AL Y BORE R 9% B2 55 A% 0 32 Gy IR TT, BRI A E 38 9 58 01 = S SR P o B B i
BeCAESSAET OB A FRIBINL TR RN, GRS A7 it 2 5 i T 2R AT PR,
BT R S B IR UL RC . FEREBT B, b5 P 2 18] 0 5% Z0IRAS T AR W96 e 5 AR AR UK

MR TR BB BT L s Sk K i AR 2 b, ROAT e A AR A, B%
R PR S PATIZ T SAS,  LAHES) B AL O BUR SE L -

MRS R TR B B H AR AE T BRI 4R LA AR SRR AT A4k, RDVPAS T BE 75 AR FEBL
AW EBGERFA, FFPNEAR AR, e SRR -

4.2. EERBFHr B (Retention)
BENTEER A BE, BE BOITIRM “RESEREAL” Fem U E N7 o i BRI
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FLEFEAALIZE ORBEIAYT, RO AR S5 AE TR0 B A7 AR B AT O, IR SR IEA 1 [m] AN [H]
RIS PEAL TR . SRS L Z IRV 2R SRS R IR BoAR BN I 508 77 5 AR LAk

R BB R, %P B B AR AR AL AR R AT i, Bt S & L 2R (1
Hikigie, BRI P0E L AR B R 245

FEF PRI Z T, %0 B A AR T IR UE LA BRAR I F PR 1, ROVl P 0 75 B R s A P 2 il
HEARTE R BRAT Ju,  JF IR AT RERE i B A7 R R B8 R AR

4.3. H{EHEH B (Activation)

R, MRS P2 B R RN RRERE R, EEANERGE B 20 B OSSR
[0S B A7 7 AR s S R A S T O R IR B A (A2, BRSSO 2R IS G . Rl
TR 2 R RS AEANE . FEBRMAE, BT UE B 5 I AR S ai LU 2 5E ) e —
bR, TOAR A 2 FPSRA, B SR S I AR BRI R M R, RN S S
BERERII RIS . EURBT B RS T 2 TR R SRS R DU TR BB T & 5 A 3R

BB R, 2B B AR B S A R P A HMERF AL, Beit Z LR R B g 42. DL
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