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ABSTRACT
This research adopted the investigation method of the questionnaire and took wealth management marketers as the sampling frame
included in a bank from Taiwan. This study send 680 questionnaires, the 372 valid questionnaires retained, the valid response rate
was 54.7% By Description Statistical Analysis, T Test, One-way ANOVA, and Pearson correlation analysis, we find : According to
the result of empirical test, the higher class of customer level, the job stress of financial consultant is more, the part acquires support.
There is the largest stress of financial consultant is that medium level of customers(M=2.502), then is the higher level one(M=2.436).
The lower level of customer(M=2.157), make the lower stress for financial consultant. And results also find: 1. There is a significantly
difference on the job stress, if financial consultant serve for different level of customers. 2. There is a significantly difference on the
job stress of servers with financial institution and service-oriented(p

Keywords : job stress ; wealth management ; financial consultant ; customer- oriented behavior ; key account management ; role
ambiguity ; role conflict
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