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Background of the case
The management of the bank has to decide whether to launch the new credit card in the Romanian market or not and the target audience for their new services. Considering the bank’s strengths, the bank must be known for its excellence in its services to the affluent clients in Romania. This means that the bank has established a ground for the new business. Similarly, the wide array of services offered by the bank such as checking, personal loan services, and other banking services have given the bank an upper hand in the market. However, from the business’ point of view, there are weaknesses against this idea, for instance, the low per capita income and the poor infrastructures in the country make it a little difficult for the bank to start the new project. 
Also, most of the consumers in Romania, in the years preceding tended to use the cash more than cards. The low credit card growth in the country prohibited the bank from engaging in the credit card sector. However, with the continued growth and increase in disposable income, the bank thinks that initiating the credit card idea can be as good as done since many households now have enough money to start thinking of what banking options they have. Arguably, the bank no longer has to depend on the affluent and middle-class consumers. The market analysis presents a generally promising situation in Romania. For instance, the rising household incomes have ensured the increase in the total disposable income consequently allowing consumers to purchase freely as opposed to before. 


Similarly, as observed in the case study, over half of the Romanian population are now willing to purchase their items directly from Europe, this is an indication that the middle class in the country have now become affluent customers.  Also, the technological situation in the country has considerably improved from the initial situations. For example, the total number of ATMs in the country has increased to a ripe number of 8000 machines. Believably, these new improvements in the country have presented new opportunities to the Aspen bank and it is, therefore, possible for them to now engage in the credit card project. 
Data analysis
The first spreadsheet shows the possible revenue the bank would earn if the credit card is introduced in the country. With the annual revenue per cardholder placed at 122.8 euros for the affluent customers and 163.4 million euros for the most affluent customers, we can therefore determine which segment holds the most potential profits for the bank. In essence, the provided analysis would help the bank in determining they would need to do increase their revenues. Similarly, the determination of acquisition costs is important to choose the right customer if the bank is to achieve the highest potential through credit cards. 
The illustration of the break-even analysis as evidenced in the fourth spreadsheet presents the bank's thought regarding the target market of their affluent customers. Ideally, to break even, Alpen needs 53, 604 affluent customers. Generally, as observed, to be able to achieve the 5 million euros mark, the bank requires to have a total customer base of 92, 820 customers. Targeting affluent customers would help the bank achieve the largest revenue. 


The bank’s current positioning
Basing on the current strategy, the bank must focus on promoting its premium services since this would create a strong brand image for the bank. As noted, the bank’s affluent customer base currently stands at 200, 000 customers, which it can use to build and promote an excellent reputation. An analysis of the market environmental factors has revealed that the bank can survive in its credit card plan, however, it must only focus on the affluent customers as their primary target and offer them high-end services. Also, the bank has the opportunity of extending these services to their new customers too.
Recommendations
I think Alpen bank should enter the credit card business however in its first phase, their main target should be the affluent customers. Based on the analyzed figures it was evident that the segment will have the highest revenue. Similarly, the bank would also need fewer customers to realize the 5 million Euro objective. I recommend that the bank introduce a high-end credit card with higher credit limits; admittedly, this would help the bank maintain its exceptional services. In my recommendations, I think the bank should target the middle class and the affluent customers in its second phase of the credit card launch. During this phase, the bank should apply lower and reasonable rates. In my opinion, I am convinced that the bank should launch credit card services in this market. 
