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Abstract

Co-creation value includes value for firm and value for customer. An empirical study has been
done in online brand communities to test the effect of customer engagement on customer co-crea-
tion value (customer-perceived value and customer value creation behavior for company). The
results show that customer engagement affects customer-perceived functional, emotional, and so-
cial value positively, and in different brand communities, these effects are significantly different.
Beside, customer-perceived functional value affects customer purchase behavior positively; social
value has significant and positive impacts on customer referral behavior and knowledgeable be-
havior; emotional value does not influence customer value creation behavior significantly. This
study contributes to the literature in better understanding the role of customer engagement in
customer value co-creation process, and helps managers to manage customers’ non-transaction
behavior effectively.
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1. 531§

JEE - R A b ) T R SR AR R = = iy (A 38 2 5 N A BIE R = S R [1]-[3], 7= s A A2 R A
HABN[A], AR RS EURAR[S] [6]. BEEEEATIERE, KEET IR X
TG L. BT A Xt — R A JE A DR 2 U MR G IR . A AR 4 A8 BB = AR 1)
FEEBRA[T] . BRI SR AR50 A 5 BT R HEAS G 1 I Al . FE U ARIG BRI, & 2 3R G 2 H &
TR, SR & H SR 28 R, 1770 B A A A e 2 L [R] i ¥ . Vargo
Lusch [8]#&H T iR 45 3= 58 4 (Service-Dominant Logic), fi& H B &M E LA G, ik HAehmzE
RANME TR, MACIENE. LXK, PR 7R 5l B HAb w2 & K5
3, NIEZS5MEILCREE T HAERITEE.

BE A& 2 AEAE G AT A RIS MAECRER R, 5 SR T2 S AT NI E B R I R PR M 6™ 2, AR G 1
B CANRE 56 A WL 2 0 R 45 2 BT AR HA )[R S2 YR BE[9] . i 2% 3245 (Customer  Engagement) /& &
B RBOE SR I — N BO MRS, USRS G AT N AN AT RS M Al S R 2 R AT N
[10]-[12]. i B EAT NN A E IR 5 AT, 1 HIS 6 & i it 25 5 X b ke s
FN[13] [14], BEERAHER AR RS B [4] [5]15 HAb B 1326 . I EIL 8wz i) BLah AR,
SRR AT D . RSk 5 AR A 3G I FE R il D B OB HAR R A 3 A
ENERE R . 2 2F R B R 24 R e gz AL EAT R, B m S e &AM A [15]-[17]
SRTT, PR TR SR X B 324 AN e ) 1) (R A B 5k = SR 8 1) 1 [ 13] [18].

ASCHIWEFE H BITE TR R AL X P i 32 6 0] i 2L B E 2 . S B ELFE 45 b SR 1)
W AEFIZE I E B R E . DA TR P T 0% 326 (R 70 B0 R 0 % 326 K o 2 S R R A L )
SLIE[19] [20], BT IR 3 A R ISR [21]-[25],  BCH AR — O 5T A I R B A
Joi 75 SRR AN A R b (4 A B (R s S BIANME) B G R o ASSCHE SR FE R A |, B2 Hh s 324 H e
M 51 ST P A AL e ok o R () AL 5 i i 5 &6 Ak B3 AN E AT N IR AR 2R, [RIEF RATIA A



AN T i L A2 ) I A DX S 0 B TN (L I S A 22 57 . BAT R SREW S ik, WS
PR R B (AR B 2 RV IR R AR EAT TSR . ASCHE LA R R T AR BUE R KT, RS A FE
RIS E BN B2 T R B A B BT M BT — e SR R S E

2. XEKER SRR
21. BERE

M 20 HLEARITTIR, HEREE BN OGBSI ST 4R, Kahn [26]5 54 “Engagement” FrIHE 22 N £
AR, HR T A OBERESAAT . FI56T S TH0IL EZ (Employee Engagement) IR/ 7T, e 2
FHERB TR R (At . HAT, B T B RS 10 SO AR SR AR B2 WA R A
FEX B 35 AR L . Brodie 5[ 10]7E AT 22 & T FU RO LA L, 3R SR A/ 5 MEEAR, If
FE R 1B B 1 — R e S AT, B B R U A S BRI 55 0% & b Hefh A 28 AH OG5 L
2y SEEUBEAR LS KL AR 7 AR ) — A ERAS, ASFEITE ST T AR B R RE MR AR Bl 324 4
HAUHMERIIRSS R AT — IR EH R, BEREERS R AMShIEER AT, Hibk
RERREAPE R EL RN ESRERR. PR Ea SN, BENIT =AY, EAR
B, B SRR RE LA K BRRIAR . RS2 218 2 43 1IN F[23] [27] [28].

FEME RIS RI2EAE _E, AR 2 0F Fe 4k S0t i 32 45 1) IRIEAT IR AW IE, LI I S5 (Xt & 7 3
TN, RGN RAT B4, Shig AR . 77 5h S8 [19] [29]. WiZe 32 5 20nT LAoy A FELL
TG LT RAE[30]. TEAT NAEZ IRV b, BAR Kumar 85242 [30] [31142 H i & 324 B AL & i (152 5
TR, B2 HEEE LRI NI &A% AR 5 VAT u[11] [22] [27] [29].

il LA XA B B el BRI ST AR X, F R A SRR E . SR ST, WA
XTI ER W R AR AT, WfE B iR PRHRAR[32]. WUk, A, BERE
TR T R ST 5 Al (RS Ik A B3 T FAh i) Bzl SE R GG A A (B A 7 rp ™ A i — F
OHURZS KA R IAESE AT, SN AT N =ANYERE

22. BAERSHRRIE

FLEME B FE T A A4 {8 (Value for Firm) A% 8 2 4418 (Value for Customer) [33]. i % 5 kA
RIS ERT R A & AR =5, BRI AT N e R i & X —
1T RS EIANE, ARS8 B & R O E s S A AME . R RGOS R s
Z 5N EILA], FTURAS A QR RS, SRS EC i, d AN E S0 8 BB R
MURF ORI [17], T B A X SRR St — 2 A b= AR S, R e A A R L R T
FESE o AR AT AR 2R FAR A, RIS R e A i) T 3L R A& B A =2 5L RIGIE[1], BARE
AT N AE N A PRIk, 075 326 B2 5 M 2 B R () AN AR [ 341, 38 3 JR R P A0 (L 55 i ot 2
Xof Al FANE -

HeAh, T EA [F] o M ) b R 2 BTG SR AR B AN ], FEAS [ 5 B P R+ IX BT 3RAS AN
WAE . B S TR G S IR R AT RMEC R R, SInae R mEAELL, iR 5 AR
TR R B2 5 S I 5 TR L PRI S M B K [24] [34]. FE T, ASCHRHE 1 s BOME SR

1) i A 5 R AT E

Jeies VH BB 53 i R A4 E (Customer Perceived Value) FlEi 2 JH 22 {1 (Customer Desired Value)
[35] [36]. HHp i SR A B AR I HARE SRS AN EL, 3 JBR N A EE L JER N U . SERRIRAR ML
VFEEE VN, WIRMEE — NSRS, B TR BN BRI S AN = AN [37]-[39] -
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Figure 1. Conceptual model
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o, ThREVEYMAE HR BT SRS 72 i A R0 o B R Ik BE T s SR AR s T IR MR 48 2 A i B IR 55
HRA RS RO s AR A HEMEIR T 7= b kb2 B TR s I = AR SO o B HEAC BRI R R, B
A X AR A H 283 2 . & T ENE2EH [40]-[42 NI 2 5 4t X BTk i E e & shfg e
B TEEEMERAE AN E . Horb, DhReMENE TR A 2 5 AL X TR I 55 22 i AfE s 1
YEANME TR % 2 5 A X RAF RIS R R O B SE; kL ae MR 26 e & 2 5 i 4L IX 3R
B SR AMARE RN E.

B2 A WX 28 4k X AT DR E AL, PP AL P fh Bk 5%, BEREIRIS A (R4 i 275%), 3k
3 EBIETE: BURE AR ARMAL, MBI, AR NG R, A X A
FHIAFE. A4, BREE S SHABE AR, RERERE OGS, HESREN, %S
FAbBE PR R MOMEMS, TRRAEBELXFRWe. i, ERHEXAMNIERL, #HRhERE
) —Ff 32 27 30[10] [13]

Joi 5 322 A O 6o A L ) 1 e U SR R, R B2 T A R B2 [19] o Pahinila 2 [43 130 Bt
B NTFRHISRE R, 20 iR El A A A U, RIS SR [ 17 SR AN (B A I TR R
Joi 2 F2 G A N i IEE () 5 A B AR DG BAT R, R AE S Ak, 2, AR A AR, E
T2 7 AR B R U S S o T A R I A B T RS A SR A L —

JEGT 7 S P A A PN B B 2 R 1) 1 R BB e FE BB AN I 3 At AT 7 A R A PR B R A AL 22 A
[F/&[37]. Hennig-Thurau %5 [44]145 H #1758 Ty R A 75 22 M 40AL X b L VRRERR AT NSRBI R 25, B
BT H5BWAX, XFEAE T B SRR AR B A X R T AR = LR A el
Z AR 2 [45]. 5 2, A S 54 XX — g AT ARG R T B+ AT A REER, A8
FAATER 2 2 A . Li A1 Dant [46)%: T B EAT AR IEH, EREMEXS, mREANE T

DURRFUG 7 B L OB 32 4), 0 WA B DA e [ 5 0 5 P S, NI S S L R AS Al oy, BT
B Z A MME

T EigiR, AU

Hua: 252G 08 0 R T TH Th RE AN A B2 09 I [ 5 1

Hup: 175 5265 00 001 20 B R0 (1 175 R RN EL A 422 1) I ) 52

Hue: 2524 X6 25 BN A AL 2 M (AT B2 A AE 11520

2) kR E MR E A

MR R EE SR E L, MRS HHREANZ RN AT, oty SAEBHARRA R
TERTRBY) . Abdul-Ghani [47]3E &b i 432 = SR 2 i i (Hedonic Brand) Fl 2 g 28 i i (Functional Brand). ==
SRRl R TG R I SR AR IR M 1) L I IR, R BRI I BRI R (IR SR BB EORA)



s T T RE TR i U] S RN SR S ANME AR O, R ) 7 i BUIR SS  Th R SR M . AN 2
BT R AN R BN, A A R (1 ) B B R 5 b — SRR SR U = R B R [24], andEak A
WRSERFHZ DR R b, ONARATE A L B R T AR FT Hths (H 55— 2 NHIOGEFHLE
ZIRDIEE, W B, RS W RS, SRR AR LG, A S AR B R G SR R A
(ISR B K [24] [34]. Nk, AT B

Ho: B YRR I 326 5 A BA M ERC R . SRR B, ZIRB PR 25
XoF B S RN PR S B K

3) A AN E R AL G151 T N

JEi 75 B2 AN REIE I 2 B AR, RIS B AR S s SRANME . Kumar ZE[31)46 H, A& E
(Customer Engagement Value) & i 2 $2& 7y 25 Mk (B, GLFE IR B & 0 K= A I 4 S, ik
TFi) 5 T 2 A Al 0] 7 ot BRI 55 77 A BRI 2 HERE AL, T 2 5 M At N 1140 08D S R SRE TG 7 A 194 T 2% 5 il A1
B, PARBUEm AR R, S SE T AE R A AR E . BT AR SR I, AR ST DY A
AR X S8 PR B2 1) DU AT A oA S LB 3265ty 24 A M (R 1

TH PR A BE AR A AR A o A 545 ] L RE IS MIEFAT N R SRAS I35, U 2 4k B2 AT A
DhRetEM A 2 I N FFAT AR RIS S ThRe . ROHA R . S REMBIE, e N3RS %0
AN 2 (an £ 25 4 [X A R R AR VAR RS SRAG AR50 22 05h) . BEREIRTT B O R EME S, MK LR a5 2
A T 2 2 22 I SR AV R P i BSOIR 55 o ET U, A SO

Ha: 17 SR N ) Ty BB M A BT 5 U SEAT AR B4 1 I [ 52

R AUA i A DX P T 8 R 14 175 SR P 1 2 T ) 5 e 2% (14 S0 9080 [ 407 o Jo 2 6F it R = A iR B 0 57
2N, o> SEUBE AT B S S EUE AL A = SO %S R 4EE . Harrison-Walker [48] (1 SEUERF 7145 R 3%
BH, 2 R ) A7 S P R 2 0 B 2 A B ) IR s e . Al AR SO

Haa:  JEE BRI 175 [P ALK 025 I ST SR B 1 I [ 52

Hap: U2 IR0 (A5 B A 2% 025 247 A L3 1 I [ B2 5

Hac: BB 175 AP ANE R 25 52 A AT A B2 1 1 1] S

DA A DX A B2 R 14 41 58 P B —— B FRE SRR 2 0 B £ 1 [ 5 0 51 2547 S 2 1] [40] o Jii&
WA H 5 AR RN A S b AL RS B 2 5 S BE AL X, FEAEX 5 4l
5 AL 2 R AR SE S, R R A ORISR I R nag 75 Ak, #R X A Al R
MR R o IX PRI R 2 (R [l b N HERE Ao, SEma A X rp LA 03 T SEAT g, 1l Al Bt 7 SR
Foui i, RS mEURS AR BT, AU

Hsa: BB (1 4128 PN B A AR AT A B 1 1 [ 52

Hop: 1 IR R 144 58 T4 A L X6 75 5 AT A B2 19 I [ 52

Hsc: B2 BT R 41 28 PEANE R 25 S AT A BRI 1 1] 5
3. WS
31 TEMNREMENFITERE

MES B BTG R T RS SCR R A I ER . AT, “BERE” g H T 5
PRSI DGR A b B3 B R B e P A R I AN AR AE Gy AT, BRI L A5 IR AT =N ERE[ 23] K
H Vivek [191FF K BIE AN EER, NS AR RSS5MEIEHTINE . “ M
(A AR ™48 2 E A FH = i BRI R 55 5, S DAl B B 1155 2R 7 AR R 7 i BRUIR 55 RO R AR VR A
H4E Sweeney [37]MVEENTH RANMERR, MEBFIMIThREVENE . 1HEMEME . AN E =AY T
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M. PEAESIET AR Kumar SE[B1M AR BRI SAT N 6 B AR SR K12 All ™ it Al
SN I IR AR AT R B A N (B HE 7 ol R 7™ e s 55 (R R D s B2 R AT 9
JB 2 M At N (B ) (A SAT N IR s B SRR AT DR B 2 1) e L 3R 3™ ot B I 55 ek A 1
BAREI R . X PURAT AN E R RBIR E Kumar S [31] AR . B th &R 2R 7 A1
R, BARRTHEDHE LS 1.

3.2. BRI BRI

AT 8 328 B o A 7 1) R FUL B A X AT ) S R B o 2 BT LU E AT, 2N 1) A E RS
IR RS R =R, SRS (0 TR )R R A s NI g =52, IR s (n
LRI E) T B NFRBEEEA A5 IR 5%, BITLA, B BAN R B RS T SR BT R R R I E A B & E 7
AU, R 25 55 AN ) B T (R B 25 4 DX BT RE AR AR AN (B A2 AN [F) 14 2) BT 3831 5 9% Rt e e e (—
MEZE D 24 /), KPS RS ARIG BN ANE . AT, RENETE b X 7 5 PR DR BT 7 SR (1 5 AN HL

AT “ ThRE YR G (5 €, ARSCR A — A R B g AT A, BRI “7Ei0E &,
TR B A2 — AN YO B IR B SR T B2 SRR A Bk . o, =2 AR AL LR AR BRI A 45 1
R I RIG AN R TE R, BB SR % SR B FEORA PR JER 0 45 . THREZY it R H8 1% it L R 08 35 2 1 1) T R
PEFRE, BASSHMME” o NSRRI, 25 B8 D Re L A R 2 R 20 B0 s,
T2 SR L SR A K 2 B R NG o« D, AR TR 9T 30 B8 5 TR 5 ot o A X R0 2 G i it 2 4
X AR R o BARI S, FRATEEC « JMB L7 Wk b o 00 i RN 48 57 BV AR X o R R P
W R RS ESAT AR AT SR G ST AT LA AT B R I A TR G )
FAE X FNZ G R S AL X R 5L, N T RS X, AR S 1) A 5 — I R 1 2 i B e 45
R 5T H B JORIE A e R S NI &), B TSR EREETEN M
G, A HERE, BAFAWEE” .

ASHIE 7 3 B I B ) R B VAR U R T 26 R I ) 2 L A A S SR AT 1) B U . 1
T 2H R 0A ELEAE i AL X (T2 ER A PR AL ) v TR AT S SRS, [ JLURA ) . LK, E i e A5
BRI AR, WEMIEAR, TRk EN S, Kb, W5 E FEEd
HARATE “ L)L iRm0 1 2 G005 25 B0 )5 et R R TEe . RIS HE
LN, FMERIEFEBGHAT MBI RORE RERN R AR, WRGKR RVFRZUIHIRS —IKEEE,
TEZVIEARMEEOT, EEELS5MENEX, WREEERTR. S5M5Es, WIEERER
H ZN R TE 8% 4 o« ASHIE SR AL ] 500 43 in) 4 (R D Re Y 250 4y, AR AL 250 1), HIBR TG RN 4 43 1 (H
IR 29y, FARAY 24 ), FIARA RN 457 Gy (ThReAY 221 £, AR 236 1), IR IR
N 91.4%. H, HMEEE L 65%, WP S 35%, FEEHWTE 3000 JCLL BRI & 79.9%, KEEAR
PLEZE RN &5 78.8%, A TE 18~40 % Z A1) 5 96.9%.

4. BIRSTITEER
4.1 WERES

1) Bdls T FEVERIA A b

HT T A 0 PP 8 00 A2 B (K B R AR AR LA BT U 85 22 e A 6 ) B AR R AR (RN T 1) 2 Hfth 2
& (At AR T 2 ) (B2 DU SRANE BSEAT D) I o FTCL, FEREAT Bl 1 AT SE MR R M 2 0, 223 SR
F R BT EAR EREAT T 0T, KMO B 0.921, EURERIRFERTEAG LG 22, 6 W A0 & & 1 32
o bire ASCHEM SPSS 15.0 #AF, SR IEAZ e (K5 22 B RAIREAT 3 e fin 70 gt AT IR 7 SR 1. R



TP AR ENT 0.5 [49]F158 AR RATN, £ 519 2 8 A F iidin (W42 1), BRI 7 225 55.72%,
KT Ford %5 A\ 42 Hi 1) 50% (1) b5 E[50] [51]

A CiEiE Cronbach’s a Z ¥k i B ME & (v SEE[52] [53]. Hide 1 A WL, Y b ARy Py 6 — S ]
SEMERBIYRT 0.7, UEHIEEE LT AR

TERT I S5 M TR AL 1, T Se SO B A AT R IR [54] . AR AR Ae il v BB AR e I, TR
T8 ek g S T B REERI A NPT RBE, SRS EH Lisrel 8.72 # A i R KA THRE 7, BA
W5 ZERERE AR N, SRR o 1 AR S AT B AR R - B [55]-[57]. BT B R EEEE R T
BRI ARG, ATLL, FRATSEIZH Prelis 2 [S8]ATEHEEAT T IESILALEE. 48 R E/R p 5% 0.00, #
TERLE TREL(NFI) . ARG FEZU(NNFI) L ELEHL A8 E(CRI). S B0 G R 2 (IFT) . 5 U0 E(GFI)
WSS A R TR B (AGFD) . XL EE TR BU(RF) 2374 0.96. 0.95. 0.97. 0.97. 0.95. 0.90. 0.93.
FRUELS 7 HR % 2 (RMR) N 0.060. 5 1E (x2) M 180.62 (56 ™~ H HIE), KA S HMEZ N 3.23. it
R SER AR T . RIS, FrA SEbRTE & B TR RS 00 DR e v R (T {E/E 4.85~17.16
Z I, R\BIEA B M RA . RS “BRHEIET N TR Z(AVE)N 0.46, BSIKT I
FHE 0.5, HEAEM AVE [HIKTIRFE. BRAE “BEMmMIT R s 2N TS i
FEAT N M CERRE” WIEFETE, FrUERL A, BT CBEEmATN” XM E. Bt
Z4h, HeRBRARRMBRNT Z¥ KT iZRARRL R R R T 2, BRI B 1 5 %
PE[59], WL 2,

4.2. MRIREISHR

1) KRR S H

ASCAF R LISREL8.72 AT R THRE 7, SRS AL TR S . 25 /K, p {4 0.0, RJ7
559 260.36, HHEN 68, KHEEHMEZL 3.83, NFI. NNFI. CFl. IFl. GFl. AGFI. RFI 43|
4 0.94, 0.94, 0.95. 0.96. 0.92. 0.88. 0.92, RMR {4 0.081, RMSEA {fi*/ 0.080, it HiZAH 7 5 ¥ds
AL EREE AT A2 o &AM R B R ¢ {8 WA 3.

2) VA RN IS

AR S FRR RS [60] e, ASLI6 it R e ) TR Y 20N

T, AR R T SRR A 2 O T RE Y R A (221 ) RN SR B S R AR (236 ), o3l
ATIENAS T B ENE BT RO 4) TR, FEPRALREAS R, B 324 5 BN I D Re e B 15
PR E RN A M E AR B I, (HEEm R0 Z 57

HR, REAZDSEIAMHEGRIX M Z R EE R LHEEE. T RmREERITE, fril
AT E, ThEEAL RN 1, ZIRAY 00 40 5 CATHREVEAME . 15 BN (R AL 22 PRV P D R AR
&, Je LU TG A i bR Iy AR B AT R A A (A 1), SRJSAEREAY 1 rh g hn e 324 A0 it LR
(28 EL IR BEAT B 0 (70 2), G B 2 1 R ASAL R S 2, R RN AEAE o 0Bl L 22 5.

H7E 5 ATRAR Y, =AMV RO A (b Bl i 2, Ui I 5 R e I 2 3 55 O 2 SRR S AL A % 2R L
BRFRTE L, AR T 2R S, EDhRRY R0 2, IR 3G 0 A = 2R 0ME
[R5 R BE K
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Table 1. Reliability analysis results

1L BIEWEMOIER

AR i 5 v T P 2% Cronback o
EUL LA A 1] 23 5 3 B [X 1330«
EU2 okt 2 5 00l it B X 3 042
EU3 FAEH I H B 5L R X (95 5
s EU4 IR 2 5L G B, BRI 35 2 B
BERGCE)  cpy AL £ 7 IS A B 0788
CP2 TR AR K LR 5 SRR IX
gté BT R A — 25 5% T AL X
3R B 9 N AN AZ IS B DR I 38 25 5 5 1
Ij]ﬁﬁﬁ{ﬂ‘fﬁ(FV) FV1 T2 I Sl PR X B SR AT SRAS I AL 2% 0.753
FV2 IR ML X R 501 5 53 B L FRAE S A 3R A5 41
FV3 TP/ AL [X R A3 Tk B R A 1 A A
FV4 HA A 5 R RN CE AR B £ BT 2 BE
WL EEY)  FV5 .t A Pt B [X (B A 20 T LA 8038 7 15 8
EV1 VAR DX AT 1 LI R EUR 5 B4 S AR B A 0711
EV2 A5 L Il P X P 8 R A 3 A
EV3 B I S B X A B TR AT A
EV4 Tl B X 3K T SR 1 A B 6 R
svi I/ B X R A28 T 2 AR 0 A
sv2 TP AL IX RS 7 (1) B 0 B T S IR 2 T
HAHEMEGY)  SV3 200l g PR [X RS 1 0 08 B 11 TR B 0.801
SV4 A2 P S B X (IR 7 e — o B S ) SR A 5
SV5 TEZ A/ Bk X ch 505 CUR AT
s MAEGHLL, REL TR PAME LI
3 S
WAIAES) - pel SRR I EHIEL, TR 2 0.791
245 (RB RB1 T S AR TR 5 0.765
FHARE) - RE NP R i
EIAT N (1B) 1B1 R R AR EGR A X, RSB T 0.768
IB2 e 1122 X B R 53 A1 £ 4 £ 90 235 5
B3 o 1AL (X HA B R AR B I 0
1B4 2 2 3 16 B R 5 A1 2 R A A A 0
s IBS 2 B X HA R A 2 25 .
M) KBl R4 V4L DS T R R LA B 1 5 7 B T
KB3 R 22 X 3 AL X 4 S 5 2 PR 45 R O AL
AR L (2P0 e X e 0 5 98 3 R 45 (0 A
Table 2. Correlation matrix, AVE and common variance
3% 2. tHXAR¥UEME. AVE RERGE
FV EV SV PB RB KB CE
FV 0.58 0.48 0.04 0.52 0.01 0.10 0.31
EV 0.69 0.57 0.22 0.25 0.00 0.16 0.51
5\ 0.18 0.46 0.68 0.02 0.21 0.60 0.49
PB 0.72 0.50 0.12 0.53 0.00 0.00 0.06
RB 0.08 0.03 0.45 0.03 0.46 0.36 0.07
KB 0.31 0.39 0.77 0.03 0.60 0.63 0.47
CE 0.55 0.71 0.70 0.23 0.26 0.68 0.68

T RO AAREUE AR R R ZE(AVE)IE, XML TIT IR REUERE, XMLt LI & s 5 AR R IR 5 2. &

AR LR L.



N 2%

Table 3. Estimated coefficient

3. B ARRAtE

A i [H)AH HLOR R Fefilivh REUt A
NRETEN 1B — I 3KAT 9 (Hs) 0.73/9.13
DIRETEAN M —~ 15 I E 0.46/7.24
AT~ HEFAT J9(Haa) 0.43/4.07
AT HEME — H1RAT J9(Hac) 0.39/4.79
HEFAT R~ FIUT A 0.35/4.93
25 3 — D e AR B (Hi) 0.46/7.71
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Table 4. Regression analysis results of customer engagement on customer perceived value
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