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1. How has HSBC adapted its global strategy to operate in China, both before and after China's WTO accession?

Chinese banks played an essential role in social capacity despite the state's main drive of industrialization instead of working for monetary gains. Hence the Chinese bank's issues coordinated loans to the members of the public from the legislature. This act made China thrive despite being in a productive state. The state businesses were saving money in huge precautions that cannot be recovered bring about non-profitable credits. (Naheem, 2015).
After several resolutions and financial reform for almost 15 years, on December 11th, 2001, China made the World Trade Organization's initial act. The WTO had a goal of agreeing with China to open China's markets till a remote challenge. The process was ongoing and came into completion on December 11th, 2006, when China made few steps as soonest possible. These steps followed the foreign banks lending money to a small business with zero limitations from the market. 
Consequently, these banks were allowed to channel their funds with boundary limitations to the remote enabled contributions. There was an increase within two years as China banks channeled the business funds within the demarcated region. Within five years of operations, the remote banks were enabled to channel their business funds directly with China's people with no geographical limitations. With the WTO terms, China wanted to permit 25 percent ban responsibility, where individual remote business was allowed to have anything less than 20 percent. 


2. Discuss HSBC's strategy for entering and operating in other emerging markets.
Where has it found success, and where has it faced setbacks? Why?
The main strategy for HSBC was the management for growth, and this was initially set in place in 2003. The plan was launched to develop HSBC's global scope and search for development by targeting the promising customer group for individual financial services, consumer finance, commercial banking involving the markets, and banking investment. The main intention for 'managing for growth' was an evolutional target that could make HSBC the most reliable and one of the frontline financial service provider companies. HSBC aims to grow the earning for a long-term investment using the developed financial companies as a learning tool. The strategy of investing in the developing technology, delivering channels, and a well-built name of HSBC to be among the names of the most promising companies in the stock market reports. The main core-values of HSBC, including ambitions, high level of creativity, customer-oriented marketing, ethical relationships, and social responsibilities, aimed to view HSBC as the international body. The Mexican branch of HSBC developed at a very high pace, and they ended up buying a Mexican bank group to issue credit cards to the customers who initially had the debit cards. (Elaydi, & Harrison, 2010
	HSBC has been successful in its operations but still facing some challenges along the way. After HSBC invested a large amount of cash in Argentina, it didn't work out as planned. During the time of investment in Mexico, the economy was very stable, and the place was a good ground for the business to thrive. After HSBC buying the Group Roberts in 1997, where the company invested a huge amount of funds, it aimed to get profits as it has always been for them. Later before the company gets its stability and starts earning profits, the economy of Argentina deteriorated. This led to huge losses to the banks and financial groups, including HSBC branches in the country.  Close collaboration with the Chinese government and the local partners made it stable, getting back to operations with the developing markets. The research about the geographical position and the lifestyles of a place was hard to learn fast to start the bank in the place, which took time as the customers had to learn about it first. Sometimes, it would have taken a business more than a year to build its name and start making profits with this time limitation. There were rapid marketing strategies required to convey the message to the public fast about the business and its importance. (Elaydi, & Harrison, 2010


3. What are the pros and cons of HSBC's "Managing for Growth" strategy?
Managing for Growth strategy is the guiding word that guides HSBC in its primary aim of growing and developing financially. The main point was to establish HSBC, getting rid of any weakness and building more in strength areas. All this is set to be put in place with HSBC continuing its culture of generating funds, making more investment with people, and constant market risk stance. This was made possible by the primary strategy that the company imposed to run its operations. The strategy was so successful, and still, it faced a few complications. The pros and cons of the strategy are addressed below. 




The pros of the strategy include, 
On a great deal, the strategy has helped the company achieve developments at international levels at a very high speed since the company mainly focuses on its growth. Within a short period, the strategy had already marketed the bank, and it was an international business with branches in many countries. 
 This strategy also helped the bank table an image worldwide, and its operations have competed with few other similar financial institutions. The bank has established itself as a reliable financial partner, and they received competition from few other organizations. All through, HSBC was the common known financial institution.
 The strategy has propelled the institution to reach higher levels of development with the stakeholders getting more value. With the company marking a considerable amount of profits, the stakeholders also earned handsomely. This led to the company getting more shareholders known to maintain the company's operations to achieve maximum profits.
 The bank has also achieved competency and efficiency when dealing with financial matters. With the increased knowledge and previous financial knowledge, the bank was giving efficient service to the customers. All the customers were satisfied with the services given.
With this strategy in place, HSBC acquired a few financial institutions like Household and Bermuda bank, which were already at high levels of operations, making HSBC start from the level a higher. These banks had ready infrastructure built and a ready name built for themselves. The banks already had customers who continued to do their financial matters, this time with HSBC. (Chowdhury, 2017).


The Cons of the strategy includes,
Despite these high performances of the bank, the company had some setbacks along the way. These setbacks were either based on customer services, market-changing, and even geographical factors. 
Managing for growth strategy has raised the company status so high and big that its management became tiresome and demanding. The company had opened so many branches, and the connections between all the branches were becoming hectic. The increased number of customers was almost tiring. The network connecting all the branches was hard to operate since all these branches were overflowing with customers. 
 There was an issue in attaining the levels of efficiency required. As the strategy suggests, the primary purpose of the company was to grow. Sometimes the required growth was not achievable in some branches. This was mainly through a few states where some branches had to get high losses due to economic changes.
 With this massive growth and development, the bank was now prone to a very high risk of losses whenever it could have happed. The bank had invested a considerable amount of cash in all these branches. In case of any destruction from natural causes like fire or human effects like theft, the business was at a very high risk of losing a tremendous amount of money. Also, the economic factor was a point of concern to bring losses to the business. (Chowdhury, 2017).
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