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Bank Branch Manager Business Analysis
[bookmark: _GoBack]My career vision is to always excel as a banker to positions that lead to leadership roles while leaving a trail of efficacy and unmatched excellence with colleagues and my employers. My mission is to secure a branch manager position with a well-respected organization where my nine-year experience in solving customer as well as employee satisfaction matters will be fully exploited to maintain customer relationships hence guaranteeing long term business.
On beginning my role at DM bank as a branch manager, within my first year of operation, this is the analysis of my strategic plan; first, I will seek answers to the following questions which my success in this new role depends on. Within the first two weeks, I have to find out the base of competition and value delivery for my organization and what the bank is best at and what makes it stand out. Consequently, I will find out the strategic objectives necessary to attain my vision, project what I ought to accomplish in the next one to three years to achieve my defined strategic goals and find out what I am not going to do. Lastly, I will have to establish strategic questions of my plan that should be addressed and define the basis upon which my success could be measured.
Subsequently, to align management role with my strategic plan, I would familiarize myself with necessary data on my branch SWOT, list of competitive advantages, consumers; previous planning carries over goals as well as data on end-year scorecards. To comprehend strategic choices and alternatives that I am likely to face, DM bank SWOT analysis is essential (Leigh, 2015). This will help provide answers to questions like; how to build on my strengths, how to show up my feebleness, how to benefit from my opportunities and in face of threats, how to manage them. Suppose my team wants to go a step further in DM bank SWOT analysis, to aid me to think about options that I can pursue, I will employ the novel TOWS strategic alternate matrix.
As a team leader, after developing my strategic objectives, I will translate them into goals and measures to easily express them to my planning team, based on four distinct but interconnected drivers: people's expertise, process excellence, customer experience and financial perspective (Rothaermel, 2016). Realizing my organization's success spans from margin sustainability and reliable income as well as profit realization, under the financial strategic objective of planning, I work to improve my branch’s profitability. This could be as well achieved through perpetual improvement of DM bank branch and its cash flow. To clearly define my financial strategic objectives specifications, I will work to establish DM bank as a fiscally stable and gainful banking institution; embrace service auctions rather than a majority of product sales as well as maintain DM bank profit margins at 12%.
To enhance DM bank customer experience, the plan promises to deliver profound proposition to customers through provision of top customer-focused solutions.  As a result, DM bank will gain more clients as well as growing their market share and customers (Berry et al., 2017). As the branch manager and lead strategist, the strategic plan would focus more on new customer conversions. The plan aims at attaining the latter through driving customer conversions to meet business unit development and profitability goals. Under the driver of customer experience, strategic objective concentrates more on growing loyalty, improving client satisfaction as well as referral volume. Consequently, the plan aims at introducing DM bank services to two unexplored markets.
Good management and enhanced organizational effectiveness are key in realizing DM bank internal processes excellence. The strategic plan provides a means to realize DM bank processes excellence. It advocates approaching the driver based on marketing and sales processes, operational processes and innovation processes (Legner & Wende, 2018). In addressing operational processes, through collaborative efforts of strategic team, DM bank should be enabled to attain high-quality products and services at lowest costs possible. 
These strategic plan promises to achieve marketing and sales processes excellence by aggressively driving DM bank growth and profitability through delivery of distinguished banking solutions. Subsequently, quantifiable strategic objectives of DM bank internal processes rather than operations, upon which managerial deliverables would be measured includes attaining monetary transaction fulfillment employing improved online processes and communication management through improved DM bank internal communication.
Lastly, customers as the building blocks of DM bank, the strategic plan emphasizes improving people's perspective at DM bank branch through a culture of innovation and initiative. The latter would lead to development of a unified and open culture of enthusiasm, pride as well as an initiative at DM bank branch, all under my management. To quantify my outcomes to my seniors, the following measurable goals are projected to be realized by this strategic plan; providing personnel with thought-provoking and gratifying work, and enhancing knowledge management through organized training.
[bookmark: _Hlk35303359]In developing my strategic plan for DM bank, I applied a balanced scorecard framework of strategic management. This framework is significant in helping management track as well as manages a strategy for an organization (Kaplan & Norton, 2017). To fully achieve its promises, the framework considers user objectives, initiatives and measures. Regarding objectives point of view, I applied the framework to DM bank leading organizational goals. To help comprehend whether I could accomplish my management objectives strategically, my strategic plan measures for DM bank were evaluated by this framework.  Consequently, in formulating a DM bank key action program that could aid in achieving my role objectives as the DM bank branch manager, a balanced scorecard framework was essential in analyzing my initiatives. In short, balance scorecard framework provides high-level details into managerial initiatives and measures, allowing a manager to drill down into particulars by simply clicking (Kaplan & Norton, 2017). At scheming level, it helps a manager comprehend what each objective, initiative or measure RAG status is. The yellow, as well as red, specify a varying degree of problems with what the manager is glancing at while green specifies things going to the manager’s plan. To get a strategic team on the same page as management, a balanced scorecard has been proven to be more effective.
To achieve my proposed strategic plan as a branch bank manager at DM bank, my action plan entails continuous development of DM bank image and repute both in business and local communities as well as regulators (Aggarwal & Jacques, 2018). I will realize this tenet through equipping DM bank with experienced, professional and friendly staff through bank pieces of training on banking regulations, business development as well as customer service. Lastly, I will realize the same through equipping DM bank branches with improved professional facilities.
Next, my action plan would entail developing strong ties and societal relationships to increase DM bank's customer base as well as loans and activities related to deposits. To achieve this, using management powers, I will actively request for referrals, acquire DM bank most staff through its direct areas of service such as business schools and universities; call and coaxing business shareholders, networks, existing customers’ base to consider business banking with us.
Equally, my action plan would entail reviewing all policies at DM bank and formulating new ones, train personnel in them as well as innovate more training programs directed by DM bank. Under my management, these new policies past review and approval by a board of directors would range from a policy on audit, staff handbook, a policy on credit and consumer compliance policy. Also, policy on fund management, liquidity, venture, seller management and information security and information technology policy would come in.
Lastly, I would continually reduce DM bank operation expenses by insisting on sensible and thorough loan analysis to lessen loses, encouraging and rewarding team members through DM bank efficiency and profit-based salary and windfall review curricula, conduct regular weekly assessments to ascertain differences arising from budget expenses and actual expenses. Also, I will increase DM bank income via preservation and withholding of prevailing loans as well as through tracking the growth of loan collection by profound penetration of existing depository clients. Again, promoting new customers through public participation and referrals would be necessary.
In the formulation of DM bank strategic plan, the following leadership practices were key to the plan’s realization (Kouzes, 2016). They entailed challenging the process; this practice triggered my interest in a management role at DM bank after a nine-year term of service as an operation manager at the same organization. I was not contented with my former role and desired to seek interesting opportunities to revolutionize, nurture and transform at a personal and organizational level.
Based on my career vision in banking industry, I aim at leaving a mark of excellence in my professional endeavors. To attract like-minded people like my team, inspiring a shared vision, leadership practice came handy. My strategic team has to share alike purpose, for me to develop a vision of empowering and inspiring future, where each member of my team feels thrilled by the team vision.
My strategic plan is far bigger to be realized by an individual. To achieve its strategic drivers and related strategic objectives, I have to enable others to act. In this regard, I have to strengthen my strategic team at DM bank through shared information as well as power and growing their perceptibility and discretion. Likewise, while formulating DM bank competitive advantages, these were ready tools to put a gap between us and our competitors before embarking on ad hoc goals. Thus, as a lead strategist, I modeled the way for my team by planning small but sure wins to encourage team advancement upon which momentum could be sustained.
Realizing my action plan, even a single provision is a pleasure and joy as a team leader. However, individuals in my strategic team who play a role in realizing a single milestone, I have pledged to motivate and reward. In celebrating individual as well as the team’s achievement, often as stated in the action plan, encouraging the heart practice of leadership is critical and I have to always embrace it to confront stimulating projects as well as recognizing contributions of others.
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