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Bank customers clustering based on RFM model and Imperialist
Competitive Algorithm

Hossein asna ashari, nasim ghanbar tehrani, abolfazl mirzazadeh
ABSTRACT

In today's greatly competitive market specially in banking keeping the customers creates high value.
After the identification of customers, the organizations should look for their satisfaction and loyalty. The
customer lifetime value is a implication that can help the banks a lot.This implication expresses the value
which the client causes the customer's lifetime for banks and the main point of calculating it, is creating a
conception of customers according to the value that they have to the bank which determines by the use of
different models. One of the most operational models for determining the customer lifetime value is
R.F.M model. This research by the use of data analysis according to R.F.M. model is also looking for
clustering and analyzing the features of customers according to the customer's lifetime in order to provide
the basis for detecting moneymaker customers, selecting convenient strategies concerning the features of
customers in every section for improving the operation of customer's relationship management.
According to this after the preparation of bank customer's datum, the R.F.M. modeling is performed for
28660 customers and they are privileged by three future of the model. Then by the use of Davies and
Bouldin index optimum cluster number was specified and customers were regimented in 7 clusters. K
means and Imperialist Competitive Algorithms were performed and compared. The performed 7 clusters
were analyzed and some suggestions for improving the relations of customers were given.

KEYWORDS: CLUSTERING, CUSTOMER LIFETIME VALUE, RFM MODEL, K — MEANS ALGORITHM,
IMPERIALIST COMPETITIVE ALGORITHM
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