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ABSTRACT

Commercial banks have the common coherent market and customers. The Finan-
cial products are similar and the information system and equipment show no big differ-
ence. The only key point is the staff as know as the financial consultant. The consultants
who play the important rules as-coordinators-hetween the banks and customers sup-
ported by the banks and through the customers service and information system. The
system must contains information fully, completely, on-time ad accurately. As the fron-
tier as the financial consultants do, the customers service and information system has a
big connection with the consultants:

Due to pass studies on finaneial consultants were focus on the sales revenue, the
dimension of consultants, the quality of service, and the customers’ loyalty to their
banks, there were not a completely studies on the resources from information and ser-
vice system from banks. Therefore, this studies will discuss the consultnats’ felling and
influence on financial marketing when they applying the customer information and ser-
vice system.

According to the related studies on the facts of influences on promoting financial
products by financial consultants, we have developed three dimensions into Services
Information System, Perceived Risk, Perceived Value and (DEMATEL). By using the
DEMATEL to analyze the complicities and problems of financial management and fig-
ure out the connections of Services Information System, Perceived Risk, and Perceived
Value, this study will help with the marketing strategy and the sales plan. By using the

information technology, banks and consultants will create a low risk and high perfor-



mance in financial market.
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