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1. What were RBC’s ultimate goals in opening a representative office in Thailand?
In the early 1980's it was when RBC’s started its first office in Bangkok. Due to this fact, they did not have the necessity of a full branch license, which is a must-have so that you can operate in Thailand. Their goal, therefore, was to obtain this license for smooth instructions. Also, due to the feeling that Thailand would become the overall finance center of the region, RBC wanted to ensure that it has established its presence. Through the use of BIBF format, they would enter Thailand and, in the end, enhance its appearance and prove to the customers that they were committed to them. Another goal that RBC had was to strengthen its business, especially with the non-Canadians.  
2. How large is the initial staff for the office, and what is the estimated pretax profit?
The very initial intention of RBC was to start with five employees. The overall head, who is the general manager, had to be a banker with quality experience would be got from the RBC employees' network. All the other staff to run the business would be hired, residents. A person with skills in analysis, account management, and credit, as well as expertise in handling clients, would be the person to fill the positions. During the first year of operation, RBC expected a profit of $595,000 before tax. This profit amount was scheduled to go up to $1.550 million in 5 years.  
3. What are RBC’s four major business lines in its Asia Pacific network?
Seven very critical jurisdictions made up the Asia-pacific network of RBC. These jurisdictions were Taiwan, Australia, Hong Kong, Japan, China, South Korea, and Singapore.  In these regions, four main lines of business were focused on the product offering. These main lines of business are treasury services, trade, and financial institutions, multinational lending, global private banking. These made up the business lines in the Asia Pacific network for RBC. 
4. What are the limitations of BIBF licenses?
It is vital to note that the purpose of the BIBF licenses was to grant entry into market places that are controlled strictly. One limitation of these licenses was that no holding of more than one office. Also, the inability to deal with the local currency due to restrictions was a part of these limitations. Certain transactions were acceptable to BIBF. The unaccepted sales are those that involved goods or clients from Thailand like credit letters. 
5. What are the advantages of the possible upgrading of RBC’s operations in Thailand to a branch status?
There are various advantages associated with the upgrading of the operations of RBC to the status of a branch. One advantage is that it opened new and more significant opportunities for business that would enable it to grow. These opportunities are like local currency on-shore lending, among others. Also, the company would benefit due since it would achieve a local presence. Also, the upgrading had the advantage that the business was now able to secure collateral. The physical presence of the company was very crucial to the business as it would assist in eliminating some of the risks involved when there is no physical presence. The reason behind this is that new relationships between a more extensive client base would be formed as opposed to the level before upgrading. 
6. What are Thailand's most famous exports? 
The manufacturing sector went beyond the agricultural industry in the GDP share, and the manufacturing industry had the most crucial of Thailand's export. The industry exported various significant goods like sugar, rice, maize, cassava, and rubber. However, when considering the most crucial exports of Thailand, manufactured products were always beyond the Agricultural products. 81% of the exports from Thailand where manufactured goods and agricultural products. These Thailand's exports are jewelry, furniture, clothing, and electronic components and parts.
7. What is the “current” (1997) situation in Thailand?
The economic period of 1997 in Thailand was characterized by a period that was full of many hurdles. These hurdles were so hard since the economy was now at the volatility phase. At this volatile phase, the economy was characterized by being unpredictable, and the exports were not booming. It is vital to note that at this period, foreign investors were largely skeptical due to the deficit on the current account as well as big loans that these property developers had at that point. In a period of 8 years, there was significant growth in bad debt as well as the deepening of the stock market. All these marked an unfavorable economic period. 
8. What are the highlights of the IMF’s bailout of Thailand?
1997 was also a very significant year for Thailand’s economy due to the agreement that was reached by the International Monetary Fund (IMF) and the government of Thailand. In order to come up with the deal, a  package of $16.7 billion was also agreed upon. In the reforms, one significant one was that it was agreed that 16 financial firms be closed hence totaling the closures to 58 firms after the suspension of 42 firms. Upon the suspension, the victims were urged to combine with other companies and banks and come up with a plan for rehabilitation. In addition to all these declarations, other vital announcements were made. These declarations were cuts in spending, tax hikes, continuously working towards eliminating subsidies of public utilities as well as accelerated privatization. 
9. As RBC's representative in Thailand, you need to prepare a detailed recommendation for senior management to either:
First of all, my suggestion is to stay in the country. And "weather the storm." The reason behind this is that, for the bank to have a good market environment in the future, the chances are high that you must “weather the storm” to the end. Also, once the business loses the BIBF, it would be a significant risk since it is not a guarantee that he will play the game. The process of reacquiring another one is not easy and, therefore, the need to ensure that the business doe not leave. The reason why it is hard to get the license back is that, by going, it shows that you were not prepared for anything. Due to this, the business should consider staying and “weather the storm.”
10. What Have I Learned From This Case?
In my view, the case was an exciting one. The fundamental reason behind this is when considering the past. There have been worries about the involvement of the Asians in the company's process. Therefore, the case study seeks to answer the various questions on the suitability of a business advancing and opening branches in other countries. The case on whether the company should fight to the end demonstrates the need to be healthy and compete on the battle. I also enjoyed the part of putting myself in the shoes of the manager as it gives me a more comprehensive overview of the decision making for managers. Therefore my general lesson is that the case study is good. 
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