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A Study on VIP Customer Churn of Commercial Banks

LU Meiqin WU Chuanwei

(1. Department of International Economy and Trade Fujian Business University Fuzhou 350012 China;
2. Department of Science Technology and Product Management

Agricultural Bank of China Fujian Branch Fuzhou 350003 China)

Abstract: With the increasing competition within Chinese banks and the impact of Internet finance the VIP
customer churn of commercial banks is becoming more and more serious. Therefore it is essential for banks to
establish an effective early warning system for customer churn by discovering the influential factors of the churn from
the mass of customer information. Based on the present condition of the commercial banks in China this study creates
a warning model of commercial banks’ VIP customer churn through an integrated use of attribute correlation and
methods of decision tree analysis. Meanwhile the cluster analysis is used to subdivide the losing customer groups with
the description of characteristics and redemptive measures for each group.
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