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ABSTRACT

Purpose - Within the changing world conditions high net worth people aim to keep and increase their assets by taking actions, having
expectations and demands and taking all of these into consideration this article tries to verify the bank’s important position.

Methodology- In parallel with the financial expectations and targets of these people; widened investment & asset allocation & short-long
term investment alternatives are very important facts to have the client loyalty. The changes in the number of clients & their assets during
last few years; making national & international comparisons, shows us the ideal service models both in the benefit of the bank and the client.
Findings — The desire of wealthy individuals to protect and raise their assets has not changed since the first private bank was established.
Along with the perception of risk, asset allocation, getting the right service from the right place, and providing differentiated personalized
products & services have changed greatly. Although the number of high-wealth customers is not very high in Turkey, the rate of increase
includes a noticeable difference compared to other countries. Today; the number of high-net worth individuals around the world is increasing
every year. It is possible to monitor this situation from the increase in the number of high-net worth people in Europe between 2013-2019.
As the amount of thei assets increases, the bank client’s expectations begin to rise. Expectations are not only in the field of financial support,
but also triggered the expectation of more personalized service and more special products. This expectation has brought competition with
it, and it has emerged as a product and service diversity in the sector.The most basic feature is gaining customer trust. This brings with it the
loyalty of the person to the institution and being the main factor that determines the preferences in a challenging market that can be named
as thrust chain.It is of great importance in terms of customer satisfaction that the financial information given to the customers is complete
and diverse, because it should always be remembered that the final decision is made by the customer. When we look at the examples of
preferences of the customer representatives, it has been observed that they may have preferences other than the ones they suggest in their
institutions. From this point of view, it is indisputable that the financial customer should obtain all the information and that he/she makes
his/her own investment decisions within this framework.Two types of wealth are noteworthy. The first is those who are wealthy from the
family, and the second is those who acquire wealth after a certain education and work experience. To distinguish these customer types from
each other; can provide great convenience for a bank.

Conclusion — Providing a more technologically advanced environment in the services offered to customers, will also bring about being more
effective in international markets. It is observed that the information flow to customers about international markets can be as fast and rapid
as in the country, and the completeness of all financial or non-financial product/service information, is the feature that can make the most
important difference. It is not always predictable how customer expectations and preferences will be shaped. For this reason, if a bank acts
on the basis that each customer can deal with all products & services, it will be more satisfactory and profitable for both the customer and
the bank. Private Banking and Wealth Management, which is developing in our country; will be able to achieve success not only in our country
but also in the international arena, especially with the right segmentation, the right product presentation to the right customer, the expansion
of the privacy principles and other product / service scale, and technological developments at a level that will meet the expectations.
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TURKIYE’DE VE DUNYADA, OZEL BANKACILIK VE VARLIK YONETIMi UYGULAMALARI

OZET

Amag- Ulkemizde ve diinyada Ozel Bankacilik ve Varlik Yénetimi Uygulamalari konulu ¢alismada, degisen diinya diizeni icerisinde yiiksek
finansal varliga sahip kisilerin, varliklarini korumak/arttirmak igin aldiklari aksiyonlar, beklentileri & tercihleri ve bu unsurlar igerisinde
bankalarin 6nemli yeri irdelenmektedir.

Yoéntem-Yuksek finansal varliga sahip kisilerin finansal beklentileri ve hedefleri paralelinde, genis yatirim segenekleri ile risk gruplarina bagh
olarak varlik alokasyon alternatifleri 6nerilmesi, orta ve uzun vade yatinm yaklasimlari alternatifleri sunulmasi, musteri sadakati agisindan
blyiik 6nem tasimaktadir. Bu misterilerin Turkiye & uluslararasi ortamda adetsel & varlik tutari olarak zaman igerisindeki gelisimi ve bu
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gelisim gergevesinde, misteri taleplerindeki degisim de gdz dniinde bulundurularak, nasil bir hizmet modeli ile hem musteri hem de banka
acisindan maksimum fayda saglayabilecegi konularinda da analizler yapilarak, mevcut hizmet modelleri degerlendirilecektir.
Bulgular - Varlig yuksek bireylerin varliklarini koruma ve yikseltme istekleri, ilk 6zel bankayi kurulusundan bu yana degismemistir. Risk algisi
ile beraber varlik alokasyonu, dogru hizmeti dogru yerden alma ve farklilastiriimis kisiye 6zel triin & hizmetlerin saglanmasi, biyik degisim
gostermistir. Yiksek varlikli musteri adedi Turkiye’de ¢ok fazla olmamakla beraber, artis hizi diger ulkelere gore gozle gorilir bir fark
icermektedir. Glinlimuzde; diinyadaki yiiksek varlikli bireysel kisilerin adetleri her yil artmaktadir. Bu durumu Avrupa’da 2013-2019 yillari
arasinda yiksek varlikli kisilerin adedindeki artistan izlemek muimkiindir. Banka misterilerinin varlik tutari arttikga, beklentileri de
yukselmeye baslamaktadir. Beklentiler sadece finansal destek alaninda olmayip, ayni zamanda daha kisisellestirilmis hizmet ve daha 6zel
Urtinler sunulmasi beklentisini tetiklemistir. Bu beklenti beraberinde rekabeti getirmis, rekabette, sektérde Uriin ve hizmet cesitliligi olarak
ortaya ¢ikmistir. Burada en temel 6zellik misteri gliveninin kazanilmasidir. Bu beraberinde kisinin kuruma olan baglligini getirmekte ve zorlu
bir pazarda tercihleri belirleyen ana faktor olan giiven zinciri karsimiza gikmaktadir. Misterilere verilen finansal bilgilerin tam ve gesitli olmasi,
misteri memnuniyeti agisindan blytik 6nem arz etmektedir. Clinkii her zaman son kararin yine musteri tarafindan verildigi unutulmamalidir.
Misteri temsilcilerinin kendi tercihlerine baktigimizda, kurumlarinda énerdiklerinin disinda tercihlerinin olabildigi gzlemlenmistir. Buradan
yola gikarak finansal misterinin tim bilgileri edinmesi gerektigi ve bu gergevede kendi yatirnm kararlarini kendisinin aldigi tartisma
gotiirmezdir. iki gesit varlik bigimi dikkat gekicidir. Birincisi aileden zengin olan kisiler, ikincisi ise belirli bir egitim ve is tecriibesi sonrasinda
varlik edinenler. Bu musteri tiplerini birbirinden ayirma; bir banka igin buylk kolaylik saglayabilecektir.

Sonug - Misterilere sunulan hizmetlerde 6zellikle teknolojik olarak daha gelismis bir ortamin saglanmasi, uluslararasi piyasalara da daha etkin
olunmasini beraberinde getirecektir. Musterilere uluslararasi piyasalar ile ilgili bilgi akisinin da Ulke igerisindeki gibi hizli ve seri olabilmesi,
finansal olan veya olmayan, tiim triin/hizmet bilgilerinin eksiksiz olmasi en fazla fark yaratabilecek 6zellik olarak gzlemlenmektedir. Musteri
beklenti ve tercihlerinin nasil sekillenecegi her zaman 6ngorilemez. Bu nedenle bir bankanin, her musterinin tim Grtinler & hizmetler ile
ilgilenebileceginden yola cikarak hareket etmesi, yine hem miisteri hem banka agisindan daha memnun edici ve karli olabilecektir. Ulkemizde
gelismekte olan Ozel Bankacilik ve Varlik Yénetimi; dzellikle dogru segmentasyon, dogru miisteriye dogru {riin sunumu, gizlilik esaslari ve
diger Uriin / hizmet skalasinin genisletilmesi ve beklentiyi karsilayacak dizeyde teknolojik gelismeler ile basari yakalayabilecektir.
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