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Abstract

Abstract

With the continuous development of China's economy, the wealth of residents
continues to accumulate, the level of wealth continues to improve, and high net worth
people continue to emerge. The number of domestic wealthy people, high net worth
people, and ultra-high net worth people with assets of 100 million yuan is also
continuing to grow. As we all know, high net worth individuals create extremely high
profits for banks and hold the lifeblood of the development of banks. At the same time,
the demand of high net worth customers is gradually diversified and personalized, and
banks and other institutions must keep up with the pace and develop towards the trend
of diversification, digitalization , specialization and standardization. As a small and
medium-sized joint-stock commercial bank, Bank L isina critical period of
transformation and development, and high net worth business is very beneficial to its
long-term development. Based on this, the customer relationship management of
commercial banks for high net worth customers is particularly important, which has
extraordinary significance for the vigorous development of wealth management
business.

This paper takes N Branch of Bank L as the research object, combines relevant
domestic and foreign literature on customer relationship management, and relies on
customer relationship management and IDIC theoretical model to explore the current
situation of relationship management between N Branch and high net worth
customers from four aspects: identification, classification, interaction and
customization. And through the questionnaire survey, the bank found the problems in
the relationship of high net worth customers. Specifically, customer identification
appears.The ability needs to be improved, the customer segmentation is not scientific,
the customer interaction and communication is relatively scarce, and the customer
customization link is lack of deep cultivation. This paper deeply analyzes the
problems and combines the current situation of high net worth customer relationship

management,
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Abstract

and puts forward the improvement strategy of high net worth customer
relationship management. And put forward corresponding improvement strategies
from four aspects: customer identification, customer segmentation, customer
interaction and customer customization,To optimize the management level of Bank
L's N branch for high net worth customers. As a representative branch of small and
medium-sized joint-stock banks, L Bank N branch has certain reference significance
for the research of high net worth customer relationship management in the same
industry.

Key words: L bank N branch; high net worth clients; customer relationship

management; IDIC
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