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At BAI Learning & Development our philosophy is simple — professional development is not “one
size tsall.” We are committed to understanding your organization’s speci c¢ business challenges
and professional development needs rst. From there, we will work with you to

provide the speci c curriculums (online, DVD, video or a blended program) and recommend

the appropriate series of courses and level of technology needed to address your unique
business objectives and training challenges. BAI is committed to ensuring your learning and
development investment is ef cient, effective and focused on your top business challenges.

BAI Learning & Development offers a comprehensive line-up of training offerings to allow
your organization to design a focused and high-impact training curriculum. At the core is our
Banking Series comprised of eight unique course suites including the 52-course Compliance
Essentials suite. These courses are delivered via the BAI Learning Manager — the industry’s
premier Learning Management System

Ourlonlinelcompliancelcurriculumlincludes:

0 ol CompliancelEssentialsl
il ConsumeriLending
el ResidentiallMortgagelLending
Ll Servicel&ISales

NewlAccountsi&IPersonallBanking

ol TellerISkills

Ll Operationsi&lFinanciallSkills

ol IssueslandiChallengesliFacinglManagersi&IDirectors
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In addition to our online curriculum, we offer the following compliance training solutions
to help you create a blended learning experience for your students:

I 0 o] ClassroomlToolkits
0 0 el OnlinelVideolLearninglSeries
I 0 o] Watchl&ILearnIDVDICollection

Learning Management Services
As a full service learning provider, BAI can partner with you to meet all of your learning
management needs. BAI Learning Management Services includes:
I (000000el [IMCTraininglAdministratoriServicesl
I (ii0el [IIOnN-sitelTraininglSessionsl
I (0000e] [I0IIHRISystemlintegration
[ [iioonel DTailorediContentiDevelopment?
[ [lel UInstitutionISpecifclReports
I (0=l [ILogol&IThemelCustomization

For more information, contact your account manager or call 800.264.7600 (ext. 244) or email
learn@bai.org . In addition to our Banking Series, BAI Learning & Development offers in-depth
professional development programs for Sales Performance and Professional Skills.

Visit www.learnbai.org to view catalogs of these curriculum offerings.


mailto:learn@bai.org
www.learnbai.org




CONTINUING EDUCATION

Earning and maintaining a professional certi cation is a valuable asset for an individual and their
organization. More than 70 online courses and multiple video courses within the BAI Banking
Series have been pre-approved for Continuing Professional Education (CPE) credits by the
Institute of Certi ed Bankers (ICB) and the Bank Administration Institute (BAI). Leverage these
courses to secure and maintain your professional certi cations and those of your employees.

BAI Center for Certi cation

AMLP Anti-Money Laundering Professional Certi cation
CBA  Certi ed Bank Auditor

CRPI  CertifedlRiskIProfessional

For more information on BAI certi cations, visit
www.bai.org/certi cation

Institute of Certi ed Bankers*
CRCMI CertifedlRegulatorylCompliancelManager
CLBB Certi ed Lender-Business Banking

CFSSP Certi ed Financial Services Security Professional

*To apply for these credits, contact:

Institute of Certi ed Bankers
202-663-5092
icb@aba.com

The Institute of Certi ed Bankers (ICB), a subsidiary of the American Bankers Association,

is dedicated to promoting the highest standards of performance and ethics within the nancial |
serviceslindustry.IThelcoursesidesignatediforithelCRCM,ICLBB,JandICFSSPIcertifcationslhavel
been approved for certi cation credits. This statement should not be viewed as an
endorsement of this program or its provider.
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Course #  Session Title Designation(s) Credit Hours

2030610 BankISecrecylActl(BSA)l AMLP,ICRCMI 1.25



CONTINUINGIEDUCATION

CONTINUING EDUCATION

Successful completion of the following courses makes you eligible for the corresponding continuing education credit(s).

Course #  Session Title

Designation(s)

Credit Hours

2030610 BankISecrecylAct](BSA)! AMLPJICRCMI 1.25
20062 Banking: An Introduction CBA 1.00
200641 Banking:lOrganizationlandIRegulationl CBAI 1.00
2020600 BSAland]AML:IAnIOverview(l AMLP,ICRCM,ICFSSPI 2.50
2000410 BSA:[ExemptionsiandiCustomerlldentifcation] AMLP,ICRCM,ICFSSPI! 1.50
2000311 BSA:[HowtolComplyl AMLP,ICRCM,ICFSSP! 2.50
200051 BSA:IWirelTransferl&RecordlKeepinglRequirements! AMLPJJCRCM,ICFSSP. 1.50
2032811 Identity Theftl“RedIFlags™:l CRCM,ICFSSPI 1.50
Duties of Financial Institutions and Creditors
2003711 Identity Theft:IMinimizelthelRisk CRCM,ICFSSPI 2.50
20033 Privacy Compliance: Protecting Consumer [ CBA,ICRCMII 5.00
Financial Information
200571 PrivacylCompliance:IWhatlYoulNeedITolKnow!] CBA,ICRCM,ICLBBII 1.50
0 (OutsidelthelExceptions)l
20058( PrivacylCompliance:IWhatlYoulNeedtolKnow CBA,ICRCM,ICLBBII 1.50
(Within the Exceptions)
20022110 RegulationICC:ICustomerlDisclosures(l CRCMII 1.25
2002110 RegulationICC:Exceptionslandlithel$1001Rulel CRCMII 1.25
200201 Regulation!CC:IHowltolComply CRCMII 2.00
200130 RegulationlE:lKeylDisclosureslandiLiabilityl CRCMII 0.75
2001410 RegulationlE:[IHandlinglErrorsiandIComplaintsl CRCMI 0.75
203360 RegulationlE:[EFTlandlOverdraft/Compliancell CRCMI 0.75
2003410 RightltolFinanciallPrivacylAct CRCMI 1.25
200831 SAR:BelonlGuardl AMLP,ICRCM,ICFSSPI 1.50
200311 UnderstandinglthelOffceloflForeignl AMLP,ICRCMII 0.75
0 AssetsIControll(OFAC)I
200871 USAIPATRIOTIAct] AMLP,ICRCM,ICFSSPI 2.50
203081 USAIPATRIOTIAct:IThelFinanciallPerspectivell AMLP,ICRCMI 0.75

Designations:

AMLP Anti-Money Laundering Professional Certi cation CRCMI CertifedlRegulatory]CompliancelManager
CBA Certi ed Bank Auditor CLBB Certi ed Lender-Business Banking
CRPI CertifedRiskIProfessional CFSSP Certi ed Financial Services Security Professional

CALL US TODAY AT (800) 264-7600 (ext.244)



CONTINUINGIEDUCATION

Course # Course Title Designation(s) Credit Hours

Consumer Lending

20096 Commercial Lending: An Introduction CLBB 1.25
200550 FairlCreditlReportinglActl(FCRA):IAnlOverviewl CRCM,ICLBBI 1.50
2005610 FCRA:ICredit’ReportingIRegulations,ICRCMI CLBBI 2.50
200981 LoanlDocumentation:IEnsuringlYourlRightltoICollaterall CLBBI 2.50
20097 Loan Documentation: The Basics CLBB 2.50
2002610 RegulationiB:IAnIOverview!l CRCM,ICLBBI 1.50
200301 RegulationB:ICreditlandiLoan!Handlingl CRCMI 2.50
2002710 RegulationIB:INinelProhibitedIDiscriminationlFactors] =~ CRCM,ICLBBI 4.00
2002910 RegulationiB:INotifcationlRequirementsl CLBBI 0.75
200281 RegulationB:[Prescreening,] CRCM,ICLBB! 2.50
Cosigners, & Disparate Treatment
200400 RegulationlZ:IClosed-EndICreditIDisclosures!] CRCMI 2.50
2004110 Regulation(Z:1Open-EndICreditIDisclosures] CRCMI 2.00
2003910 RegulationlZ:IPurposelandlApplicationl CRCMI 2.50
200420 RegulationiZ:IReallEstatelLendinglDisclosures] CRCMI 3.75

Residential Mortgage Lending

203341 BasicsloflResidentiallMortgagelLending! CRCM,ICLBBI 2.50
200441 CRA:IAnIOverview! CRCM,ICLBBI 1.5
2004610 CRA:IHowICompliancelisIMonitored! CRCMI 2.000
2004510 CRA:[PubliclFilelRequirements] CRCMI 1.25
20038! HMDA:IFundamentalsiandiBeyond! CRCM,ICLBBI 4.00
2033310 LawslandIRegulationsiforilMortgagelLendingl CRCM,ICLBBI 2.00
200931 Lending:lHomelEquitylLoansl CLBBI 1.25
200070 ResidentiallMortgage’RegulationsI(RML):[ CRCM,ICLBBI 4.00
0 ComplyingIWithIRegIB

2033010 RESPA:lIntroductionlandlApplicability’ CRCMI 0.75
2033110 RESPA:IKeylDisclosureslandlProceduresl CRCMI 1.25

Designations:

AMLP Anti-Money Laundering Professional Certi cation CRCMI CertifedlRegulatory]CompliancelManager
CBA Certi ed Bank Auditor CLBB Certi ed Lender-Business Banking
CRPI CertifedRiskIProfessional CFSSP Certi ed Financial Services Security Professional

CALL US TODAY AT (800) 264-7600 (ext.244)




CONTINUINGIEDUCATION

Course #  Session Title Designation(s) Credit Hours

Residential Mortgage Lending (Continued)

2001010 RML:IComplyingIWithIFCRA[ CRCM,ICLBBI 1.50
20008! RML:IComplyingIWithIReallEstatel CRCM,ICLBBI 2.50
0 SettlementIProcedures]Act(RESPA)

2000910 RML:IComplying!WithIRegulation[Z] CRCM,ICLBBI 2.50
2033210 RML:IComplyingIWithIRegulation(Z[ CRCM,ICLBBI 2.50
203350 ThelMortgagelLendinglProcess! CRCM,ICLBBI 2.50

New Accounts & Personal Banking

2033810 UnderstandinglRegIGG:l CFSSPI 1.50
0 ThelUnlawfullinternet!GamblinglEnforcement]Act

Teller Skills

200191 RegulationICC:IAnIOverviewl CRCMI 0.75
2002310 TellerlOrientation:IRegulatorylSignagel CRCMI 2.00
200241 Teller!Orientation:IRegulationslandIDisclosures] CRCMI 2.00
200250 Teller!Orientation:IRegulationsi&ILiabilitylPreventionl CRCMI 2.00

Operations & Financial Skills

20101 Cash Flow Analysis: CBA, CLBB 2.00
Constructing the Cash Flow Statement

20102 Cash Flow Analysis: CBA, CLBB 2.00
Interpreting the Cash Flow Statement

20100 Cash Flow Analysis: CBA, CLBB 2.00

0 IntroductionlandlAccountinglReview

201050 FinanciallAccounting:lGenerallylAccepted! CLBB,ICBAI 2.50

0 AccountinglPrinciplesl(GAAP)landlAsset’Recognition

2010610 FinanciallAccounting:IGAAPR,I CBA,ICLBBI 3.00
Liabilities and Stockholders’ Equity

20104 Financial Accounting: CBA, CLBB 2.50
The Basic Financial Statements

20103 Financial Accounting: CBA, CLBB 2.50

0 UnderstandinglthelAccountingiCycle

200941 Lending:lAnalyzingIPersonallTaxIReturns! CLBBI 1.25

Designations:

AMLP Anti-Money Laundering Professional Certi cation CRCMI CertifedlRegulatory]CompliancelManager
CBA Certi ed Bank Auditor CLBB Certi ed Lender-Business Banking
CRPI CertifedRiskIProfessional CFSSP Certi ed Financial Services Security Professional

CALL US TODAY AT (800) 264-7600 (ext.244)



CONTINUINGIEDUCATION

Course # Session Title Credit Hours

Designation(s)

Operations & Financial Skills (Continued)

20095 Lending: Analyzing Personal Financial Statements CLBB 2.50

Issues and Challenges Facing Managers & Directors

202011 BankIDirectors:IResponsibilitiesi&ILiabilitiesl CRP,ICRCMI 0.75

200060 BSA:ViolationIPenaltiesl AMLP,ICRCM,ICFSSPI 1.50

20202mgtl  Ethics:IPolicyl&IPersonallJudgmentifor’Managers] CBA,ICRP,JCFSSPI 0.75

10417 MortgagelLoanlCompliancelRegulationsl CRCM,ICLBBI 0.50

12620 RegulationlZ:ITruthlinlLendinglActl CRCMI 0.75

12670 RegulationlEIMadelEasy:l CRCMI 0.75
The Electronic Funds Transfer Act

Watch & Learn DVD Collection

50801 BSA:IComprehensivelCompliancelTrainingl AMLP,ICRCM,ICFSSP! 2.00

12460 CTR:IHowtolCompletel CRCM,ICFSSP! 1.00

5058! FairlLendinglCompliance:l CRCM,ICLBBI 0.50

0 UnderstandinglEquallTreatment

12820 FederallDepositlinsurance:llRulesiforiToday!’ CRCMI 0.50

12571 MoneylLaunderinglAwareness] CRCM,ICFSSPI 1.00

13120 RegulationICC:IFundslAvailabilitylSimplifed! CRCMI 0.50

13170 Security:IExpertsiSpeaklOutl CRP,ICRCM,ICFFSPI 1.50

1261 Security: Protecting Your Financial Institution CFSSP 0.75

50650 TISA:IMeetinglCustomerINeedsl CRCMI 0.25

Designations:

AMLP  Anti-Money Laundering Professional Certi cation CRCM!  Certifed/RegulatorylCompliancelManager

CBA Certi ed Bank Auditor CLBB Certi ed Lender-Business Banking

CRPI CertifedIRiskIProfessional CFSSP  Certi ed Financial Services Security Professional

CALL US TODAY AT (800) 264-7600 (ext.244)



KENNETH ISAACSON
VICE PRESIDENT, REGULATORY COMPLIANCE OFFICER

MARQUETTE BANK

“BAl Learning & Development makes my job easier by providing
consistent regulatory training to our employees. With a click of a
button | can manage the educational development of our entire

organization. BAI's Learning Manager not only saves us time and
money, but also reduces risk with its detailed reporting features.”

COMPLIANCE ESSENTIALS

Compliance Essentials

This is the core package of the compliance offering, including courses in Bank Secrecy Act (BSA),
BankIProtection,lAnti-MoneylLaunderingl(AML),lInformationlSecurity,IPrivacy,/RegulationlCC,]
RegulationlE,IFederallDepositlinsurancelCorporation](FDIC)landIBankingBasics.

In today’s complex nancial services environment, new and amended compliance regulations
arelannouncedlonlanldailylbasis.lUnderstandingiwhatlitltakesitolremainlregulatorylcompliantlis[]
challenging yet critical to your organization’s success.

We draw on our history, expertise and breadth of regulatory compliance knowledge to assemble
alcomprehensivelsuiteloficourses.[OurlCompliancelEssentialslpackagelprovidesialfoundationloflIIIIT
accurate and relevant content regarding the important compliance issues facing your organization
suchlasIBSA,BankIProtectionlandIRegulationICC.IOurlstaffloflcompliancelexpertsicloselyltracks,l
researches and monitors the compliance and regulatory environment, ensuring our course content

is accurate and timely and has you covered.

CALL US TODAY AT (800) 264-7600 (ext.244)


































30 minutes

Lenders have face-to-face contact with custom-
ers each day, putng them in a unique positon
to detect suspicious actvity. Designed with the
lenders’ specifc job functons in mind, this pro-
gram teaches lenders to recognize suspicious
actvity and when to report it. Lenders will also
learn the importance of providing complete
and accurate informaton when completng a
SAR, and the signifcance of maintaining strict

confdentality regarding these reports.

30 minutes

As FInCEN becomes increasingly inundated
with “defensively fled” SAR, management
needs to recognize the importance of fling
complete, accurate and detailed reports.
Created with management’s responsibilites
in mind, this course explains how to establish
an insttuton-wide “culture of compliance,”
ofers guidance on what consttutes reportable
actvites or transactons, covers the various
sectons of the SAR, details recordkeeping and
confdentality requirements, and provides
true-to-life case studies for each suspicious
actvity characterizaton.

30 minutes

Given the high volume of customers served

by tellers each day, you can imagine how these
employees could easily overlook or ignore
suspicious actvity. This course familiarizes
tellers with the types of fnancial crimes or
unusual transactons they will likely encounter
in their daily routne and how to efectvely
handle them. Also included is instructon on
the purpose and necessity of SAR, and the
importance of maintaining strict confdentality.

30 minutes

OFAC’s primary tenet is don’t do business
with the enemy. Out of this basic principle,
OFAC holds the fnancial insttuton and its
employees personally responsible for
compliance. Learn the origin of OFAC, basic
OFAC requirements, afected transactons,
and consequences of noncompliance.

30 minutes

The privacy regulatons introduced by the
Gramm-Leach-Bliley Act are generally regarded
as some of the most difcult to understand.
This short introductory program breaks down
the regulatons so tellers, new account reps
and lenders can easily comprehend your
insttuton’s privacy policy and accurately
explain this policy to customers and consumers.
Subjects covered include key terms and
defnitons, privacy notces, and consumers’
right to opt out and exceptons to this right.



60 minutes

This memorable video with updated
informaton on CIP will familiarize you with
the USA PATRIOT Act and how it afects your
insttuton’s daily operatons.

30 minutes

This course is designed for fnancial insttuton
professionals who need knowledge of the
programs and procedural requirements
mandated by the passage of the USA PATRIOT
Act. It provides useful informaton to help
employees perform their day-to-day operatons
in compliance with the law. Learning objectves
include defning money laundering and the
Special Measures Statute to BSA; recognizing
situatons that require due diligence; recogniz-
ing the main elements of a CIP; and recognizing
the main elements of OFAC compliance.



TERRY BEERS
EXECUTIVE VICE PRESIDENT & CHIEF OPERATING OFFICER
RIVERGREEN BANK

“This program is very comprehensive and effective. It satis es our
compliance training needs throughout our bank. | can truly say that

the BAI Learning Manager 2.0 compliance training program has exceeded
our expectations. The Web-based application, testing and grading option,
and recording results, all combine to comprise a state-of-the art program
forlwhichlwelarelcommendedibylFederallRegulatorylExaminers.”

CONSUMER LENDING

Consumer Lending

Consumer Lending gives new and seasoned employees an important framework for understanding
regulatorylcompliancelinithelconsumerllendinglindustry.JOurlcoursesiaddressithelspecifclregula-
tions pertaining to lending personnel, lending actions and associated activities. The series covers

topicsisuchlaslunderwriting,lservicing,lbankruptcy,lethics,lFairlCreditiReportinglActl(FCRA),[1]
FairlLending,/ICommunitylReinvestmentIActl(CRA),landIRegulationsIM,IAA,IB,[Zland(G.

CALL US TODAY AT (800) 264-7600 (ext.244)




20209
Anti-Tying: Essentials for
Lending and New Accounts

30 minutes

Comprehension test

Designed with the needs of customer-contact
employees in mind, this course ofers a broad
overview of the Ant-Tying provisions intro-
duced by the Bank Holding Company Act.
Through exposure to the regulaton-specifc
concepts and their practcal applicatons,
employees will learn how to identfy the
various categories of tying arrangements,
how to determine which ones are prohibited,
and why it’s important to know and follow

| the policies set forth in the insttuton’s
Ant-Tying policies and procedures.

20304
Bankruptcy and Consumer Loans

90 minutes

Comprehension test

This course provides informaton on Chapter
7 and Chapter 13 bankruptcy, focusing on the
steps lenders can take to minimize losses

due to bankruptcy.

Upon completng this course,
the learner will be able to:

= Defne voluntary and involuntary
bankruptcy pettons

« List the qualifcatons for Chapter 7
bankruptcy

« List the qualifcatons for Chapter 13
bankruptcy

« Describe the importance of fling
a petton

= Explain how creditors prepare for the
creditors’ meetng

« Describe the responsibilites of the
partes involved in a bankruptcy case

« Describe the repayment plan

= Explain discharge

CONSUMERILENDING

20096
Commercial Lending:
An Introduction

60 minutes

Continuing Education CLBB
1.25ICEIHours!

Comprehension test

Commercial loans are an important facet of a
bank’s operatons. Understanding commercial
loans and the loan process can ensure your
commercial customers remain satsfed.

20307
Community Reinvestment Act (CRA)

60 minutes

Comprehension test

This course is designed for fnancial insttuton
professionals who need knowledge of CRA.
The course introduces the learner to the
purpose and requirements of CRA and
discusses regulatory issues and terminology
(such as “redlining” and “assessment area”)
surrounding CRA.



120 minutes

This course was updated with informaton
regarding Privacy of Consumer Financial
Informaton and Prohibitons on Abusive
Credit Practces. This course will introduce
you to the types of consumer loans and how

fnancial insttutons reach a lending decision.

Key topics include:

* The most common types of
consumer loans

« Four steps to the consumer
lending process

« Five ways a loan may be originated

» Eight common elements of a
complete loan applicaton

< How lenders verify informaton on
loan applicants

= The four “Cs” and how they are used
to determine creditworthiness

* Adverse acton notces

= Documents and disclosures prepared
for a loan closing

= Key actvites related to loan servicing

* Major regulatons afectng
consumer lending

CONSUMERILENDING

120 minutes

This course is designed for lenders and

other bankers who need an understanding

of consumer loan collectons. Students will
learn what lenders should do when borrow-
ers fall behind in their payments, and they will
become familiar with the policies, procedures
and legal restrictons that apply to collectons.
Additonally, the course outlines the various
methods for contactng delinquent borrowers
and the efectveness of each. Repossession
of collateral and debt charge-of

are also covered.

30 minutes

This course gives insight into the history,
importance, and purpose of CRA. This course
also goes into detail regarding evaluaton
methods by insttuton type, federal regulatory
agency supervision, and CRA ratngs.

90 minutes

Learn how small and large banks are evaluated
under CRA, or Regulaton BB. This program
also explores how banks can tailor CRA to ft
community needs. Qualifes for contnuing
educaton credit under CRCM designaton.



20045
CRA: Public File Requirements

60 minutes

ContinuinglEducation]CRCM
1.25ICEIHours!

Comprehension test

This course explains performance evaluaton
methods and ratngs under CRA, or Regulaton
BB. It also outlines the recordkeeping
requirements and examines the public fle.
Qualifes for contnuing educaton credit
under CRCM designaton.

20303
Document Preparation and
Consumer Loan Closing

90 minutes

Comprehension test

This course discusses the basic elements of the
promissory note, truth-in-lending disclosures,
other federally-required disclosures, and basic
consumer real estate loan documentaton.

It also explains how loan proceeds are
disbursed afer closing.

Upon completng the course,
the learner will be able to:

« List the elements of a promissory note
< Identfy truth-in-lending disclosures

« Recognize the forms necessary for
perfectng a security interest

« State the diferences between frst
and junior mortgage instruments

« List the purpose of loan closing actvites

= |dentfy three ways of disbursing
loan proceeds

CONSUMERILENDING

20202LEN
Ethics: Policy and Personal
Judgment for Lenders

30 minutes

Comprehension test

Ethics violatons ofen result in media spotlight.
Do you know how to handle ethical situatons
you may encounter? This course teaches how
to evaluate individual circumstances to deter-
mine the best course of acton. It provides a
review of the Bank Bribery Act (BBA), several
real-life scenarios, and an easily remembered
“Ultmate Ethical Test.” The content of this
course is specifcally geared for lenders.

20073
Fair Lending: How to Comply

90 minutes

Comprehension test

Your employees will learn how to ensure all

of your customers are treated fairly during the
loan applicaton process. Employees will learn
ways in which insttutons can improve fair
lending compliance, identfy their responsibility
in compliance, and recognize the guidelines
to ensure fair lending takes place. EXAMLPes
demonstrate how to treat customers

applying for loans.

20072
Fair Lending: What Is It All About?

90 minutes

Comprehension test

Don't let fair lending be a mystery to your
employees. This course explains the laws and
regulatons designed to ensure fair lending.
Topics covered include the Fair Housing Act
(FHA) and its regulatons, the defniton of
discriminaton, the responsibilites and enforce-
ment powers of regulators, and the impact of
fair lending non-compliance. Students will also
learn when to initate a referral to the
Department of Justce.



30 minutes

This course provides a general review of the
FCRA. It explains when and how credit reports
can be used, who enforces the FCRA, and
common violatons. Every employee who
deals with credit reports needs to

understand this important informaton.

60 minutes

This course examines the content of a credit
report, what a consumer reportng agency is
and the purpose it serves, and the responsibili-
tes of fnancial insttutons that furnish credit
informaton. Qualifes for contnuing educaton
credit under Certfed Regulatory Compliance
Manager (CRCM) and Certfed Lender
Business Banker (CLBB) designatons.

120 minutes

Ensuring your customers’ rights for collateral in
regard to loan documentaton is an important
concept. In this course, you will learn how to
atach and perfect collateral and gather
supportng documents for the loan.

CONSUMERILENDING

120 minutes

Working with loan documentaton can be a
complicated process. In this program, you'll
learn the most common and costly mistakes.

30 minutes

This course provides an overview of
predatory lending and efectve practces
to help your fnancial insttuton avoid
involvement with unscrupulous lenders.

30 minutes

Insttutons that fail to comply with the Credit
Practces Rule may face cease-and-desist orders
and penaltes of up to $1,000 for each day in
violaton. Afer completng this brief tutorial,
consumer lenders will have a solid working
knowledge of the rules (prohibited contract
provisions, cosigner disclosures and unfair
debt-collecton practces) and understand

why these rules are in place.



20026
Regulation B: An Overview

30 minutes

ContinuinglEducationCRCM,CLBB
1.5ICEIHours!

Comprehension test

Gain a beter understanding of prohibited
discriminaton, loans that apply to Regulaton B
and who must comply with this regulaton.

20030
Regulation B:
Credit and Loan Handling

60 minutes

ContinuinglEducation]CRCM
2.5ICEIHours!

Comprehension test

In this course you’ll learn how Regulaton B
afects small and large business loans,
understand which informaton you need
for eligibility, identfy when it’s appropriate
to gather credit informaton on a spouse,
and identfy requirements necessary to
provide copies of an appraisal.

20027
Regulation B: Nine Prohibited
Discrimination Factors

90 minutes

ContinuinglEducation/CRCM,CLBB
4.0ICE[Hours!

Comprehension test

Afer completon of this course, students will
be able to identfy the defniton of discrimi-
naton as it pertains to Regulaton B and the
Tnancial industry and recognize the nine types

of discriminaton described under Regulaton B.

CONSUMERILENDING

20029
Regulation B:
Noti cation Requirements

30 minutes

Continuing Education CLBB
0.75ICEHoursl

Comprehension test

Teach your loan personnel about the
notfcaton process, counterofers and when
to make them, and what consttutes a loan
applicaton and a withdrawn applicaton.

20028
Regulation B: Prescreening,
Cosigners and Disparate Treatment

60 minutes

ContinuinglEducation]CRCM,ICLBBII
2.5ICEIHours!

Comprehension test

With this course, you’ll learn about violatons
regarding prescreening, defne cosigners

and recognize properly secured loans,

and understand disparate treatment on

a prohibited basis and the efects test.

20226

Regulation G:

Disclosure and Reporting
of CRA-related Agreements

10 minutes

N/A

This compliance brief discusses the Federal
Reserve Board’s rules for state member banks
regarding disclosure (to the public as well as
the appropriate federal regulatory agency) of
details surrounding CRA-related agreements
with nongovernmental enttes or persons.

CALL US TODAY AT (800) 264-7600



30 minutes

In many of the same ways Regulaton Z
protects consumer borrowers, Regulaton M
protects consumer lessees. In this course,
you'll learn how to determine whether the
rules apply in the frst place, when to provide
the appropriate disclosures, what informaton
must be in the disclosures, and which lease
terms are restricted and how.

120 minutes

Grasp the basics of Regulaton Z, when and
where it applies, the diference between
open-end and closed-end loans, and key
disclosure requirements. This course also
includes informaton on the Federal Reserve’s
Tnal rule on higher-priced mortgage loans.

120 minutes

Afer completng this course, you’'ll be able

to identfy the Annual Percentage Rate and
disclosure rules relatng to it and recognize the
fnance charge and corresponding disclosure
rules. Additonally, you'll be able to identfy the
amount fnanced and appropriate disclosures
and recognize other disclosure rules that

exist and rules that pertain to them.

CONSUMERILENDING

90 minutes

This course sheds light on Reg Z's open-end
credit disclosures by helping employees to
identfy informaton that must be included

in disclosures and what comprises Annual
Percentage Rate Disclosures. In additon,
you'll be able to recognize what informaton is
included in the periodic statement and required
informaton for new loan disclosures. This
course also includes informaton on the Mort-
gage Disclosure Improvement Act

and the Federal Reserve’s fnal rule

on higher-priced mortgage loans.

180 minutes

In this course, you'll learn to identfy
provisions for loans secured by real estate,
recognize additonal disclosures for closed-end
home equity loans, identfy reverse mortgages
and understand the Right of Rescission.

This course also includes informaton on

the Mortgage Disclosure Improvement Act
and the Federal Reserve’s fnal rule on
higher-priced mortgage loans.





















20329
RML: Complying with the Real
Estate Settlement Procedures Act

60 minutes

ContinuinglEducation]CRCM,ICLBB!
2.5ICEIHours!

Comprehensive test

Are you aware of the RESPA updates manda-
tory efectve January 1, 2010? This course has
the informaton you need to know about these
updates, including details about the new Good
Faith Estmate form, the newly revised HUD-1
and HUD 1-A, and new Servicing Disclosure
Statement language. Also within this course,
you’ll fnd the defniton and purpose of RESPA,
essental procedures that lenders must follow,
identty informaton that lenders must provide
applicants, and common RESPA violatons

that you’ll want to avoid.

20335
The Mortgage Lending Process

60 minutes

ContinuinglEducation]/CRCM,ICLBB!
2.5ICEIHours

Comprehension test

Are you familiar with all the steps in the mort-
gage lending process? Upon completon of this
course, employees will be able to identfy key
features of a loan applicaton and determine
which types of documentaton must be collected
afer an applicaton is received. Also, employees
will recognize the two parts of the underwritng
process, including how to calculate the Debt-
to-Income rato. Rounding out the last steps of
the mortgage lending process, employees can
identfy proper loan closing procedures and
recognize a lender’s responsibilites for loan ser-
vicing. In additon, this course has been updated
to include informaton on Early Truth in Lending
disclosures to all loans secured by a principal
dwelling, as well as the HUD-1 Setlement State-
ment and associated rule changes which are
mandatory as of January 1, 2010.

RESIDENTIALIMORTGAGEILENDING

20320
Underwriting Residential
Mortgage Loans

60 minutes

Comprehension test

This course provides general guidelines of the
underwritng process, including detailed infor-
maton on the laws that afect underwritng.
Also, the course addresses the role technology
now plays in underwritng mortgage loans.

Afer completng this course,
the learner will be able to:

« Explain the laws afectng underwritng

= Explain how the secondary mortgage
market afects the availability of funds
for mortgage loans

» Describe the process for underwritng
mortgage loans

= Explain the role technology plays in
underwritng mortgage loans




MARILYN SESSIONS
HUMAN RESOURCES & TRAINING OFFICER
HOME SAVINGS BANK

“BAl Learning & Development has allowed us to stay on the
cutting edge of training while easily ensuring our examiners the
reporting they require. The BAI Learning Manager 2.0 system gives
uslthelfexibilityltolensurelqualitylcustomizeditraininglatlalfractionl
of the cost while simplifying reporting and recordkeeping.”

SERVICE & SALES

Service & Sales

Service & Sales is ideal for all employees involved in customer service and sales. The course
content strengthens the skills and techniques necessary for effective face-to-face and telephone
contact with prospects and clients. You'll get lessons on successful sales and coaching techniques,

cross—selling opportunities, ways to ask for business, and ethics and personal judgment issues.
Whether your organization wants to expand its retail or commercial business, Service & Sales
will give your frontline staff the foundation for sales and service success.

CALL US TODAY AT (800) 264-7600 (ext.244)




60 minutes

This course highlights the importance of
efectve selling skills in fnancial services.

Key topics include:

» Sales and marketng strategies fnancial
insttutons use in response to a
compettve market environment

= Two ways Fnancial insttuton employees
can overcome a resistance to sell

= Three characteristcs of
sales professionals

« The importance of appearance

< How fnancial selling difers from other
types of selling

» Gathering clues to customers’
fnancial needs

» The six steps of the sales process

< How qualifying a prospect can infuence
the sales process

30 minutes

Banks that sell non-deposit products such as
insurance and annuites must maintain compli-
ance with the Consumer Protecton in Sales of
Insurance regulatons. This brief program, de-
signed for any bank personnel involved in the
sale of insurance and/or annuites, examines
all the primary elements of these regulatons,
from prohibited practces to disclosure
requirements and exceptons.

30 minutes

This interactve course uncovers the key tools
for successful selling. Students will learn how to
sharpen their listening skills to build customer
relatonships, how to utlize product knowledge
to match customer needs with the appropriate
services, and recognize how to complete

the selling process.

30 minutes

For a fnancial insttuton to be successful, every
employee, from top management to frontline,
must know how to handle customer phone

calls courteously and eFciently. Good customer
service promotes loyalty among your

existng customers and results in good
word-of-mouth advertsing.

This course illustrates the importance of
developing efectve telephone skills and
covers the following:

= Components of the message we
communicate on the telephone

« The six-step model for an efectve
telephone exchange

= General telephone actvites

« Techniques for handling difcult calls.



30 minutes

Ethics violatons ofen result in media spot-
light. Do your employees know how to handle
ethical situatons they may encounter? Learn
why an ethics policy exists and how to evaluate
individual circumstances to determine the best
course of acton. This course provides a review
of BBA, several real-life scenarios and an easily
remembered “Ultmate Ethical Test.”

60 minutes

This course describes diferent techniques and
guidelines for handling difcult or challenging
customer situatons.

Upon completng this course,
you’ll be able to:

« Interact efectvely with customers at
peak tmes

= Identfy methods for correctng errors

» Determine efectve methods for
resolving customer complaints and
identfy efectve ways to interact with
angry customers.

= Apply actve listening techniques to
identfy the cause of customer anger

= Demonstrate efectve techniques for
defusing anger

60 minutes

This interactve program is ideal for all your
frontline employees. They will learn the
essentals of providing exceptonal customer
service and will have the opportunity

to assess their skills in this critcal area.

30 minutes

This course contnues your study of the sales
process. Writen for all fnancial services
employees, this course addresses why some
Tnancial professionals are reluctant to ask for
the sale; describes techniques for gaining
commitment; explains nonverbal behaviors
that can indicate an interest to buy; and details
the steps for making an efectve referral.

Key topics include:
« How asking for the sale can save the sale

= Gaining commitment throughout the
sales encounter

« Identfying signs of customer commitment
« Three steps for sealing the deal

= Making efectve referrals



SERVICEI&ISALES

20321
Telephone Techniques
for Customer Interactions

30 minutes

Comprehension test

This course explains the challenges of telephone
communicaton by presentng some potental
and inherent barriers. In additon, this course
outlines how telephone messages are diferent
from other spoken or writen communicaton
and presents techniques to ensure efectve

and professional telephone contact.

20086

The Key Essentials

of Advanced Selling:

A Coaching and Training Tool

60 minutes

Comprehension test

This interactve course focuses on advanced
selling techniques for all front-line employees.

20085
The Key Essentials to Selling

60 minutes

Comprehension test

Employees will learn sales basics, including the
importance of building rapport, identfying and
confrming needs, emphasizing the benefts of
a product or service, and determining how to
gain or close a commitment. It also contains an
assessment module to evaluate the user’s skills
in the selling area. This course is ideal for

all frontline employees.

CALL US TODAY AT (800) 264-7600 (ext.244)



LAURI BROWNING
VICE PRESIDENT, DIRECTOR OF RETAIL TRAINING & DEVELOPMIENT

COPPERMARK BANK

“The pleasant attitudes and reliable responses we receive from
our “partners” at BAI Learning & Development are highly valued.
From sales to support, each interactive is handled with complete
concern for the needs of our company and our employees.”

NEW ACCOUNTS & PERSONAL BANKING

New Accounts & Personal Banking

NewlAccountsl&PersonallBankinglislideallforilnewlaccountirepresentativeslandlpersonallbankers,]
providing the building blocks for success in customer-facing front-end operations. The series covers
such topics as preventing new account fraud, disclosures and liability, decedent accounts,

FairlDebtICollectionlPracticeslActl(FDCPA),lIndividuallRetirementlAccountsl(IRAs),IHSAs,[1 [
TruthliniSavingsIActl(TISA),Icrediticards,landIRegulationsID,IE,JlandIM.[

CALL US TODAY AT (800) 264-7600 (ext.244)




20081

Credit Cards:

Disclosure Requirements
90 minutes

Comprehension test

This informatve program examines required
disclosures for revolving credit on credit cards
with an emphasis on new loan disclosures
and periodic billing statements.

20080
Credit Cards:
Regulations and Liabilities

60 minutes

Comprehension test

With this informatve program,
employees will learn:

« Credit card issuance
= Actons taken on accounts

e Liabilites of card holders

NEWIACCOUNTSI&PERSONALBANKING

20324
Decedent Accounts

60 minutes

Comprehension test

This course addresses the complex issues
surrounding the proper handling of an
account upon the depositor’s death.

Key topics include the following:

« Responsibilites of a fnancial insttuton
afer the death of a depositor

= | egal defnitons of decedent accounts
= Types of decedent estates

* [tems needed to service
decedent accounts

= How to identfy the authorized recipient
of funds of a decedent account

« State and federal laws regarding
inheritance, estate and gif taxes

20311
Deposit Account Fundamentals

90 minutes

Comprehension test

This course delves into the variety of deposit
accounts available from fnancial insttutons
and explores the features and benefts of each.

Key topics include:

» The characteristcs of deposit accounts as
investments

« Simple and compound interest, and
tered-rate and blended-rate structures

* The features and consumer benefts of
regular savings accounts

 Features and consumer benefts of
checking accounts, money market deposit
accounts and certfcates of deposit

« Investment paterns associated with
customer age ranges




20208
Elder Financial Abuse:
Detection and Prevention

30 minutes

The Natonal Center on Elder Abuse estmates
there are 5 million cases of elder fnancial
abuse each year. For the most part, the perpe-
trators of these crimes are trusted family mem-
bers or caregivers, so elder fnancial abuse is
not an easy fraud to detect. But with this train-
ing program, you will learn how to recognize
some of the more common scams that occur at
fnancial insttutons, what “red-fags” to look
for, and how to handle a situaton in which an
elderly customer is being victmized.

20117
Fair Debt Collection
Practices Act (FDCPA)

30 minutes

This program discusses the FDCPA, to give you
a better understanding of the rights of the
consumer and the debt collector.

20210
HSA: Bene ts and Requirements

30 minutes

As healthcare costs contnue to rise and cover-
age contnues to decline, HSA may help eligible
consumers meet their healthcare needs. With
this short tutorial, new account representatves
and other frontline personnel will learn the
benefts, eligibility requirements, and
contributon guidelines associated with

this deposit product.

NEWIACCOUNTSI&PERSONALBANKING

20032
IRA Fundamentals

60 minutes

This course identfes the common characteris-
tcs found in IRAs and the diferences between
Traditonal IRAs and Roth IRAs. Students will
also learn the benefts and requirements of

a Coverdell Educaton Savings Account,

also known as the Educaton IRA.

20312
New Account Fraud Prevention

90 minutes

In this course, you’ll learn how to recognize
the diferent types of account fraud schemes,
determine six steps for detectng fraud in a new
account interview, and indicate how to list ap-
plicant identfcaton documents and standards
for acceptance. You will also learn how to
analyze suspicious applicant behavior, under-
stand the decision-making process for open-
ing an account and identfy fraud preventon
methods used in electronic account opening.
Additonally, you’ll become familiar with how
to verify an applicant’s signature and informa-
ton gathered from ID documents during the
account interview.

20054
New Account Orientation:
Regulations and Disclosures

90 minutes

With this tutorial, your new account repre-
sentatves will become familiar with various
regulatons and their disclosure requirements.
It covers the TISA, the Expedited Funds
Availability Act, Regulaton D, Regulaton E,
and IRS reportng.



20052
New Account Orientation:
Regulations and Liability Prevention

90 minutes

Comprehension test

Specifcally geared for new account
representatves, this tutorial provides an
overview of various regulatons and focuses
on how to prevent regulatory liability. It covers
FCRA, BSA, the Right to Financial Privacy Act,
Regulaton O, the Bank Bribery Statute,

and much more.

20114
Regulation D:
Reserve Requirements

30 minutes

Comprehension test

Understand why Regulaton D was enacted
and your role in ensuring the contnued
Tnancial stability and predictability of the
naton’s banking system. This course covers
the following topics: a brief history of
Regulaton D, your fnancial insttuton’s
reserve responsibility, accounts afected

by Regulaton D and Regulaton D’s

impact on your customers

20336
Regulation E:
EFT and Overdraft Compliance

30 minutes

Comprehension Test

Have you been wondering about overdra¥
rules that are efectve July 1, 2010? Using
scenarios, this course will help your staf
identfy which transactons require consum-
ers to opt-in before being charged a fee for
overdraf protecton services. Upon comple-
ton of this course, students will also be able
to distnguish between types of Electronic
Funds Transfers (EFTs) and other covered
transactons under Reg E. Additonally, this
course discusses why Reg E originated and
how it applies in today’s society, as well as
the consequences for violatng Reg E.

NEWIACCOUNTSI&PERSONALBANKING

20221
Regulation M:
Rules for Consumer Leasing

30 minutes

Comprehension test

Just as Regulaton Z protects consumer
borrowers, Regulaton M protects consumer
lessees. In this course, you'll learn how to
determine if the rules apply, when to provide
the appropriate disclosures, what informaton
must be in the disclosures, and which lease
terms are restricted and how.

20078
Safe Deposit Boxes: Daily Routines

30 minutes

Comprehension test

In this course you'll learn the proper
procedures when visitng a safe deposit box,
determine how to handle adverse claims and
lost keys and what to do if non-payment of a
box rental occurs. Additonally, you will learn
how to terminate an account.

20077
Safe Deposit Boxes:
Opening Procedures

60 minutes

Comprehension test

This program explains the safe deposit
agreement, guidelines and procedures for
opening a safe deposit box, who can open
a box and who may have access to the box.



20050
TISA: Advertising Compliance

30 minutes

This course discusses how TISA regulates
the advertsing of savings accounts, explains
“triggering terms” and their disclosures,
and outlines which advertsing records
must be retained.

20047
TISA: An Overview

30 minutes

Help your employees gain a beter
understanding of how to comply with TISA.
Employees will learn the purpose of TISA
(Regulaton DD), the accounts and insttu-
tons afected, disclosure requirements,
calculaton method requirements and
advertsing regulatons.

20049
TISA: Calculating Interest

30 minutes

Examines TISA rules regarding methods used
for fguring the daily balance and average daily
balance, addresses how and when to disclose
the annual percentage yield and explains
multple-rate accounts disclosure and

interest calculatons.

20048
TISA: Disclosure Requirements

60 minutes

This TISA training program examines inital and
periodic disclosures, explains when disclosures
must be made, how a change in terms must be
disclosed and how to handle renewals.

NEWIACCOUNTSI&PERSONALBANKING

20091
Trust Compliance

90 minutes

This course introduces the basic functons and
responsibilites of a trust department, dealing
specifcally with personal and employee
beneft trust services.

20338

Understanding Reg GG:

The Unlawful Internet Gambling
Enforcement Act

30 minutes

Did you know that compliance with Reg GG
rules is mandatory December 1, 2009? This
course is designed to help your employees
understand the history and purpose of Reg GG
and will help your team develop procedures
for implementng policies designed to prevent
payments to gambling businesses in connecton
with unlawful Internet gambling. This course
also covers designated payment systems such
as Automated Clearing Houses, as well as how
to employ due diligence at your insttuton.
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