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Management of Banking Institutions
Question 1
Goldman Sachs is an American-based multinational investment bank that engages in a wide range of banking and financial service providers, including asset management, prime brokerage, and commercial banking(Hoffman &Rudegeair, 2019). As a leading investment bank globally, Goldman Sachs acts as a primary dealer for the United States Treasury security exchanges. The organization's main trait is the provision of fixed-income and currency transactions for its clients, who mainly consist of governments, public authorities, and other financial institutions. An essential asset for Goldman Sachs is its workforce, which consists of top-notch professionals from across the world, who have developed an aggressive approach to implementing the organization's policies through teamwork, creating a competitive advantage (Hoffman &Rudegeair, 2019). 
Question 2
Goldman has been in the banking business for over a century, providing a wide range of services. Over the 150-year history of its operations, the investment bank has been focused on providing high-end finance, meaning that since its formation, the investment bank has focused on providing financial services to large scale customers like governments and other financial institutions (Hoffman &Rudegeair, 2019). The financial institution has set the pace for operations in this target group market, maintaining a competitive advantage from its peers. Therefore, the central focus for the organization’s marketing plan has been proving the financial services required by the large-scale financial players within the economy. 


Question 3
In the recent past, Goldman, a former high finance titan, has ventured into savings accounts and credit cards through a new franchise, Marcus, introduced into the consumer banking market in 2016(Marous, 2020). The brand provides savings, loan, and credit card services, including online banking services, through digital platforms. The online banking platform has been developed and positioned as an accessible online banking option that provides additional control to personal finances through the mobile banking App (Marous, 2020). Marcus's products are designed for the small-scale consumers who need a flexible and easily accessible savings plan and those seeking unsecured personal loans to pay off other loans or undertake minor operations like home renovations (Hoffman &Rudegeair, 2019). 
Question 4
As the financial institution rapidly loses its 'charms' in high-end finance, it opted to venture into the consumer financial market. However, the market segment has proven to be challenging for the organization, cost it $1.3 billion in investments. The leading cause for the high losses is a high rate of bad loans that the financial institution has experienced (Hoffman &Rudegeair, 2019). While Goldman spent a lot of finances acquiring physical resources for the start-up, the institution failed to spend enough to establish an efficient collection team. Without an efficient collection team, Marcus has fallen prey to delinquent borrowers, losing billions in early loan losses (Hoffman &Rudegeair, 2019). 
Question 5
From a personal perspective, Goldman did not make a miscalculation by investing in consumer banking. Recent global banking analysis has found that the consumer banking market is set to experience growth by 2025. However, the market is highly competitive, with the players engaging in constant innovations to ensure they develop a competitive advantage from their peers. The main differentiating factor between the players in the market is their organization resource foundation and how they may use these to attain cutting edge differentiation. Therefore, Goldman needs to go back to the drawing board and develop a compelling market entry approach based on its reliable in-house resources.
Question 6
In the COVID-19 era, Marcus has experienced a considerable growth margin. The onset of COVID-19 forced organizations and businesses to divert their operations to online platforms to ensure business continuity. For organizations like Marcus, founded on digital platforms and had leveraged digital technology, the shift created a cutting-edge advantage over their peers, who were still operating through the traditional channels (Marous, 2020). Therefore, Marcus witnessed considerable growth in customers who were taking advantage of the digital banking services provided. Additionally, during the period, Marcus has experienced considerable growth, transforming its operations into a multi-product platform, and the deposits made with the bank significantly growing (Marous, 2020).
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