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[bookmark: _Toc38462162]Introduction 
	The business world has been changed with time. The services of the financial institution are increasingly recognized in this competitive economic environment (Subbiah, 2012). The banking sector is one of the most optimistic service providers to the customer that majorly includes retail banking services and commercial banking services (Wheelock, 2011). It is evident from the banking industry report that the focus of the banking sector is to provide considerable services to the people to develop a new solution to their financial issue and monetary management (Lymperopoulos, Chaniotakis, & Soureli, 2012). Along with the service provider to the business, banks also played a vital role to serve the public by providing several considerable services in the cart of retail banking. The focus of the baking sector is to fulfill the need of people to manage their finances and to secure all kinds of financial transactions (Bank, 2013). Every region or country has its banking system and related rules and regulations. Along with the national bank in the country, many multinational banking systems are providing considerable services to the customer to fulfill their need for financial services. The service excellence of the banking sector is considering to be the indulge of employee performance as well as the services offered by the banks. It is evident from the investigation that the main services provided by the banking sector to the customers include individual banking, Business Banking, Digital Banking, and Loans. These are the major services that are provided by the banks. This report will highlight the important financial services provided by the banks of different countries (Virk & Mahal, 2012). 
Hence as the services provided by the banks are highly acceptable that is why the banks can acquire big accompanies. Between June and September 2016, Softbank completed the acquisition of the ARM holdings which is a British based most successful technology company (SoftBank, 2020). The board of directors of SoftBank Group Corp has announced that the bank has an agreement for the cash acquisition for the ARM and now the company is becoming the wholly-owned subsidiary of the SoftBank (BBC, 2020). The main focus of this case study is to deeply investigate the strategies behind the acquisition of the ARM holding by SoftBank. It also evaluates the implication of the change because of this acquisition. 
[bookmark: _Toc38462163]Strategic Imperative Behind the Acquisition 
The acquisition deal of SoftBank is considered one of the biggest deals in the banking industry for the year as well as the largest ever for the UK. SoftBank has decided to purchase the ARM Holdings firm which produces the semiconductors by providing the 24 billion GBP.  The main focus of the deal by the SoftBank is to enter in the technology business by increasing the success rate (SoftBank, 2020). The terms for the acquisition include that SoftBank will purchase all the already issued and upcoming shares for the decided amount. The industry of the “internet things technology” (IoT) is flourished with the rapid pace that is why SoftBank has decided to enter the industry. Experts say the decision for the acquisition by the SoftBank is very effective as it allows the SoftBank to purchase the ARM holdings during the low value of the GDP. This low value of the pond during the Brexit. The Brexit negotiation has to lead to a strong impact on the banking and technology industry. In accordance with the experts, it is evident that this is one of the major impacts on the industry. SoftBank has planned to enter the technology industry as the market of the smartphone and another technology has been increased at a rapid pace. The return on this investment for the acquisition will be high that is why the bank has decided to acquire the ARM holdings (SoftBank, 2020). 
0. [bookmark: _Toc38462164]Why the Decision of SoftBank is Effective? 
The investigation for the details about the acquiring decision of the SoftBank has indicated that several strategic imperatives have been associated with this decision. The top management of the SoftBank has taken an effective move in the highly competitive technology industry as well as also able to take advantage of the Brexit (SoftBank, 2020). Currently, when the companies are concern about the decline of the business. It is observed that the SoftBank have leaders to the mega-deal and made and effective impact on the industry. As SoftBank has entered the industry now the experts indicated that SoftBank will be a leader in the technology industry (SoftBank, 2020). 
0. [bookmark: _Toc38462165]Develop Strong Professional Capability 
The acquisition of the ARM Holding by the SoftBank is one of the major initiatives that lead to improving the overall capability of the banks. With the integration of the IT-based company, SoftBank can significantly hold the knowledge and skills related to technology. The SoftBank can use technical knowledge for the development of the new systems for the banks.  According to (Calefato, 2015), trust is the first and foremost key for the building of strong relations with the customers as the customers in any organization increases the value of the products and services of the company, which is provided to the customers. In this technological era, social power is highly trusted work as it is used by all the organizations to provide the best option to its customers for increasing the relationship. Customers can get any information at any their available time through social media and social networks and websites of the companies (Shim, Serido and Tang, 2013; Petria, Capraru and Ihnatov, 2015; Niepmann and Schmidt-Eisenlohr, 2017). 
It provides more personal communication sources for customers to enhance their relation by getting the required information from the company and its social representatives. Now, more than half of companies are investing in social development which also represents the financial performance of the organizations to its customers for gaining high and strong relations (Kehoe, 2009; Tai, 2014). Literature has provided the different two experiments which are done by the researcher to highlight the importance of the relationship with the customers. These two experiments include the interaction-oriented experiment and content-oriented which are used for providing the expressions of customers. 

0. [bookmark: _Toc38462166]Increase in Financial Growth 
Another important strategic imperative for the SoftBank in the acquisition of the ARM holding with such heavy investment is financial growth. It allows the development of the company assets as well as also increases the business. Moreover, the SoftBank can use ARM holding technologies and employees to enhance the financial growth of the company.  According to (Chovancová, 2015), this article has provided empirical evidence for the need for a strong relationship with customers to increase the financial growth in the different organizations. It creates the relationship between brand orientation and the different strategic development for effective customer relationships. As it has highlighted the importance of a strong relation of customers, so it investigates the direct relation and link of the organization with its customers. This article is about the analysis of the small companies and it also shows the moderating effect of the entrepreneurial activities for enhancing customer trust and relationship (Zineldin, 2005; Riaz, Awad and Nadia, 2014; Baptista and Oliveira, 2015). These increase the relationship as, by providing the best opportunities and novel products, the customers increase the buying behavior with the organization as it is fulfilling the demand of customers. This study highlights that the brand increases the relationship with customers as it is providing high-quality products and services to its customers. So, the results of this article increase the importance of the customer relationship in the companies which can be increased and enhance by the performance linkage. Financial performance provides the strength to enhance the opportunities of the companies to build strong relationships with all customers by providing additional benefits (Banalzwaa and Abdullah, 2017; Sharifi, Haldar and Rao, 2019). 
According to (Baranov, 2013), the companies which are using the management for increasing customer relationship are the valuable organizations because these always highlight the success of the organizations due to the strong clients of the companies. This article has provided the evidence for the retaining of relations with the clients and customers ultimately enhance the management progress and the performance. The ultimate purpose of the organizations is to enhance the profitability which can be possible by increasing the sales volume of the companies. The sales can be increased by increasing the potential customers. These potential customers can be increased by providing them the best products and services. After the development of trustful relation with the customers of the companies, they ultimately provide the strength to the organizations (Fu, Lin and Molyneux, 2014; Akram and Rahman, 2018; Cornett et al., 2018). Different companies are using different techniques for increasing relationship which includes online marketing and social media tools. For the best focusing on the customers, the companies have realized that there is a need for strong management which will increase the relationship by providing the best services to the customers. Customer orientation is the most powerful tool for creating and establishing strong relations with customers. 
0. [bookmark: _Toc38462167]Market Stability and High-End Customer Relationship 
The acquisition of the ARM holdings by SoftBank is one of the initiatives that has been taken by the bank to increase its market stability and high-end customer relationship. The development of the relationship with the customers is very important for the growth of the bank. That is why it is evident that Market Stability and “High-End Customer Relationship” is a very important strategic imperative. According to (A. Al-hawari, 2014), emotional stability has a direct link with the market stability for the organizations because; market stability has the link with the emotions of the customers. Customers are the key factors for the success and growth of the organizations which highlights the stability and the high position in the market for the different organizations (Osei‐Assibey and Augustine Bockarie, 2013; George and K.A., 2015; Ahmed, 2017). This article has explored the complete relationship of the customers with the stability of the market and the inner desired outcomes of the organizations. It also has focused on the reduction of emotional barriers of the customers which are the increasing barriers to the performance of the companies. This article has provided the relationship of the customers with the reference to stability and emotions of the customers which attach to the loyalty of customers. There are although some variations in the emotional stability of the different customers, but it could enhance by the increasing satisfaction to them by the organizations. Data which is collected by this article has provided the significance of the importance of customers and their relationship importance for the organizations. This article also has linked the relationship of customers with the stability of the market (Chortareas, Girardone and Ventouri, 2013; Lombardi and Moschella, 2016). 
0. [bookmark: _Toc38462168]Gaining New Technology from ARM Holding 
SoftBank has the opportunity to use the technology developed by the ARM holding which can lead to developing the new information system for the banks. It can lead to bringing innovation in the banking sector as well as also facilitate the SoftBank to enter into new markets. Here it is important to consider that with time as the Demand of the IoT has been increased the new company will be very beneficial for SoftBank. Hence the overall acquisition is very strategic for SoftBank. According to (ChrisBaumann, 2017), this study has analyzed customer loyalty by identifying the satisfaction of customers. The satisfaction is the tool that increases the loyalty of customers for the organizations which are focusing to increase the loyalty of customers. This article has accepted the need for the loyalty of customers for the creation of competitiveness in the companies (Cader et al., 2013; Frederick, 2014). There are different companies which are providing the same products and services to the customers, so by providing distinctive features to the customers, there is a possibility to enhance the loyalty of customers. Customer satisfaction has an alternative solution through this study, which is the quality of the services. So, it is analyzed that all services companies must have to enhance the services and the quality of the services to increase the performance of the organizations. This study also has provided the stratified sample for the relationship and satisfaction of customers along with the need for the satisfaction for organizations. It provides evidence that the loyalty of the customers is the source for regular stability in the market to enhance the services and the demand of services in less period by focusing on the different strategies to build the relationship of customers in an effective way. 
[bookmark: _Toc38462169]Key Performance Indicators 
Key performance indicators are very important for the determination of the performance of the organization. It allows the researcher to understand that what are the key areas where the performance of the company has been increased. It is also important to consider that every organization has its key performance indicators. These indicators have been developed from the detailed imperative of the growth and other variables. Following are the key performance indicators of the SoftBank that are affected after the change of the 
0. [bookmark: _Toc38462170]Developing Strong Customer Relationship 
Customer is the key to success for the banks. In the highly competitive business environment, the companies need to engage in strong customer relationship which is the main competitive advantage for the business. According to (Roos, 2016), the emotions of the customers are the source of building a relationship with customers. The aim and purpose of the study are also to highlight the importance of emotions and the ignorance of emotions of the customers to provide satisfaction to them. The relationship of the customers is completely linked with the actual behavior of the customers (Shetty and Basri, 2018; Yilmaz, Ari and Gürbüz, 2018). For the future development of the organizations, it is most important to understand the emotions of the customers and the need of the market for the stability in the market. Market stability is only possible when the company is providing satisfactory products and services to its customers based on different criteria. The services in this sector increase the performance of companies and provide growth to the companies for stability factor. Stability and the emotions of the customers also linked as the stability can be achieved by the providing best services that not harm the emotions of the customers as the customers are the key sources to enhance the performance of the organizations in the telecom sector. 
0. [bookmark: _Toc38462171]Financial Management in Banks 
Financial management is one of the major key performance indicators for banks. The banks need to increase their financial management strength to lead the bank in a tough situation as well. It also increases the competitive advantage for the banks as well. According to (Pandey, 2013), financial management is the complete art that provides financial growth for all organizations. Although it is not easier to manage, all records as accurate way as they must be. But the organizations must have to perform their best for managing all financial management tasks and the performance of the financial management must be separate from all other tasks. The growth and success of the organizations are based on the different ensuring activities of the financial department of the companies. The increasing frauds and the failure rate of the organizations are based on the financial performance and lack of accuracy in this sector. The financial management can minimize the cost of the companies and enhance the performance and the profitability factor for the organizations because all companies have a separate department for the financial highlights which ultimately increases the management strength along with the increasing shares of the companies. This study provides evidence that the acceptable level of financial performance is must be accurate in organizations to build high growth along with the sustainability of the growth in the companies.
0. [bookmark: _Toc38462172]Bank Growth Dependent on Financial Performance
Another important key performance indicator is the growth and financial performance of the bank. It is important to understand that at what rate that bank has been paying the profit on the investment as well as it also develops the strength for the company. According to (Korutaro, 2017), practices of the financial department have a direct link with the performance of the companies and the growth of the organizations. This article is about the impact of the complete financial management of the growth and the efficiency of financial performance. Companies can maintain a competitive advantage by providing the best management services in the organizations because efficient management of finance always highlight the importance of the organizations and increases the growth of the companies. There are many microfinance systems and institutions which help the companies to maintain their records and the practices of the companies are based on the different principles which are about to the finance. By the application of the principle components and the rules of the finance, it could be possible to achieve the high market growth as it is the source of the market development and the financial stability in the market. It is also highlighted by this study that the competitive advantage in the market can be gain by the best financial performance of the companies because the financial performance always provides the benefit to the companies.
0. [bookmark: _Toc38462173]Working Capital 
	For the success of the bank, the working capital is very important for the banks. It facilitates to understand that to what extent the bank will provide the return on the investment for the clients. The working capital is one of the important KPI for the banks. In the case of SoftBank, working capital has been increased with the acquisition of the ARM holdings. According to (Raval, 2016), working capital is the financial management component that has an impact on financial performance. All the organizations are working in different ways and they manage the working capital by the financial principles which they are following in the organizations.  The working capital as the financial principle and the financial component has its performance as it covers the day to day expenses and revenues which are most critical to record and maintain in the organizations. This article has used the different evidence of the different organizations to provide the impact of the working capital for the performance of the financial department. The administration department of the different companies provides the highlighting effect of the financial performance and the sustainability factor of growth in the companies. The financial proclamation and the financial organizations in the countries and the world are providing the sustainability factor by using different principles and practices in the organizations (Shing, Grant and Edgar, 2007; Abdou, Muslem and Ismal, 2014; Dhal and Misra, 2014). The working capital ratio can provide the direction for the financial growth to the organizations. This article has used the data of the organizations from the past 5 years to highlight the importance of financial growth and its dependency on the working capital as the financial tool and the system. 
0. [bookmark: _Toc38462174]Low Account Payable
According to (Yazdanfar, 2014), the cash conversion cycle as the most important financial tool and the practical cycle can change the performance of the financial practices in the organizations. The cash conversion cycle has the one component as the account payable which is the assets of the companies. Payables must have to keep for a long period as account payable shows the impact of the suppliers and the position of the profitability in the organizations (Lee et al., 2003; Parawansa, 2016; Saleh et al., 2017). Financial performance is also though based on the account payables, but the cash conversion cycle always manages the account payables and provides the information that when the accounts payable must reduce and then they must maintain in the financial records of the companies. The impact of the cash conversion has the most important fluctuation according to this article as it keeps the performance of the companies in the profitability and to reduce the profits of the company. The profitability is based on the cash conversion cycle to maintain in the organizations by the financial management of the companies which ultimately must record the different assets and the supplies in a well and organized way. Account payable increases to 54% in 2015.
According to (Ferrando, 2013), trade credit is the component of the accounts payable record system. Accounts payable are the credit of the companies which are the liabilities and the liabilities by recording in the balance sheet of the companies have shown all creditors. There are many theories according to this study, which based on the accounts payable and the performance of the creditors in an organization. All the payables are recorded in the trade credits. The trade-credit, which is used in this study, must manage in a well way, always increase the performance of the finance because the trade credit gives the benefits to reduce the bad debts of the companies. The financial market of the world is based on trade credit as it is a strong tool to protect the organizations. The account payables and the account receivables, both are the partners and components of the trade credits and both have different limitations to follow by the financial management of the organizations. The financial performance has a direct test for the accounts payable and the account payable ratio to analyze the financial performance of the companies. 
According to (Aidoo-Buameh, 2014), financial management is affected by the accounts payable which is evident by this article about the management of accounts payable relationship with debt security. This study is about the management of the hospital which has face the problems due to the accounts payable and the results of the study show the importance of the accounts payable for the performance of the companies. There must be an assurance for the accessibility of improved record of accounts by measuring the accurate accounts in the financial department to reduce the effects of the loss due to the financial performance. The financial department in different companies have maintained the records of the accounts payable and the long-term accounts must have to the receiver at once before the new accounts.  The author of this study talks about the scheme issued by the Hospital of this study, as the accounts management system based on the accounts payable to increase the efficiency of the financial performance and the availability of the cash management in the company. All staff of the financial department has a direct link with the financial records along with the accounts payable record and the management system. 

[bookmark: _Toc38462175]Conclusion 
It is concluded from the detailed investigation of the SoftBank acquisition decision for the ARM holdings which is a technology-based company that this decision of the SoftBank is very effective for the long term. There are several strategic imperatives is associated with this decision. It is observed from the detailed investigation that this  acquisition decision can lead the company to a higher level of success. It provides the financial strength as well as also provide an opportunity for the SoftBank to increase the market share. At the same time, it also facilitates to enter the new market of technology. It is evident from the case that several key performance indicators also demonstrate the success of the SoftBank after the acquisition of ARM Holdings. Following the experts, the SoftBank approach to the news industry is very important for the development of the market. It allows the bank to enter into the markets and gauge with lots of success. The IoT is one of the emerging industry that is why it will be very easy for SoftBank to appropriately develop the market share and customer share. 
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