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The CBA Executive Banking School is widely considered to be the most advanced executive education program in the industry.

This rigorous program has proven over many years to be the most in�uential and successful in preparing retail banking executives

to navigate and succeed in our fast-changing environment.

Changing consumer preferences and behavior, increased regulation, channel transformation and economic uncertainty are driving 

unprecedented headwinds for America’s banks and a�ecting how customer needs are being met. To support your strategic invest-

ments to develop retail banking talent, we have re-doubled our commitment to educating your top talent. We have added experi-

enced faculty and expanded our curriculum to help prepare your management force to better serve customers and build your bank’s 

potential for soundness and pro�tability.

Our faculty - leading industry practitioners - design and deliver this comprehensive, analytically- driven executive program. Designed 

speci�cally for your top performers who have the most future leadership potential, this program provides the tools needed to build 

a deep knowledge of the retail banking business and to sharpen strategic thinking through analytical scenario- based learning. The 

entire experience is designed to prepare your high-potential players for the top ranks of leadership in your organization.

Using rigorous teaching approaches that minimize lecture time, our hands-on curriculum immerses students directly in the execu-

tive experience itself through intense simulation exercises created speci�cally for this program. The curriculum is tested and carefully 

built around a small team approach to ensure active participation and interaction with other students and faculty. We teach the core 

principles associated with the executive responsibility of running a sound and successful bank over the long term. It is unmatched in 

any other executive education experience.

Graduates of this three-year program are prepared to envision and implement an integrated strategy for your bank from an enterprise 

perspective, participate e�ectively in an Executive Management Committee setting and demonstrate leadership that will drive long-

term soundness and pro�tability.

CBA is proud to deliver the best retail banking graduate program in the industry. Our program not only is a smart investment; it is an

essential investment in your bank’s future.

Dear Colleague:

 
 

Richard Hunt 
President & CEO 
Consumer Bankers Association



Small Group Learning— we strive to minimize big lecture 
hall discourses
• Students are immersed in hands-on, small group learning  
  environments to enable experimentation with the learning  
  objectives they are presented.

Customized, Interactive Simulations —immediate
implementation is the key to absorption
• A proprietary simulation provides the fulcrum to instill the  
  learning objectives in every session.  Students learn by 
  listening and by doing before they even leave campus   
  through BankCom, MarketSim. Please see page 3 for
  more detail.

Curriculum Rigor— we challenge students to grow beyond 
their comfort level
• Students are immersed in a high-energy environment   
  where performance, communication, and execution are   
  required; passive listening is not an option.

• Home study problems back at the bank are equally   
  demanding, and students must pass to move on to the   
  next session.

Top Faculty—our faculty is passionate; many use personal
vacation time to teach 
• Our dedicated faculty members are banking industry   
  experts whose experiences go beyond textbook theory.   
  They help students make correlations between simulation  
  results and reality.

• Core faculty members serve as a mentors/instructors for   
  20-25 students throughout the 10-day session.

Nationwide Network— students make valuable
connections for life
• In 2014, students came from 41 states, DC and Austria
  • Most of our student body comes from the top 50 largest  
  banks in the United States.

Heritage— we have dedicated 60 years to promoting leader-
ship in the industry
• The Executive Banking School was founded in 1952 and 
  has graduated over 6,000 students since inception.
  

our Value Proposition

CBA EXECUTIVE BANKING SCHOOL
 is right for your bank

our integrated curriculum

retail 
strategy

overall bank 
management 
strategy

financial 
strategy

• customer aquisition &  
 retention
• branding & marketing
• product & pricing
• delivery

• economic value & risk
• capital considerations
• 
• 360   executive

management
º 

• 
• key performance
 drivers
• earnings power
• risk considerations
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The Executive Banking School teaching model di�ers from others in that we make 
simulations and small-group learning the core of our curriculum. This structure lets 
students immediately implement the actual learning objectives so they can experiment 
as they acquire new concepts within each year of instruction.

These simulations allow students to 
gain �rsthand experience in a no-risk 
environment before they go back to 
implement their key learnings in the 
actual bank.  

Curriculum
our simulated learning experience 

• MarketSim
is a one-of-a-kind simulation that challenges a small team to 
run the entire consumer business for the bank.  Students take 
responsibility for one of four roles: Chief Retail O�cer, Market-
ing O�cer, Product Management O�cer or Delivery O�cer.  
They analyze the current status of the retail bank and formu-
late a strategy to attract market share.  To do so, they have 
to decide which customer segments to target, hold, or drop, 
which products to o�er to appeal to those target segments 
and how to price them accordingly, which delivery channels 
would optimize the target demographics, and how to most 
e�ectively tailor branding and marketing messages.  Success 
is measured both by traditional �nancial statements and by 
a balanced scorecard, which tempers the lagging indicators 
represented by the �nancials with the leading indicators of 
non-�nancial data such as cross-sell penetration and customer 
retention rates. Results are based on actual market data and 
pricing elasticity curves generated by Novantas.

• BankCom
requires the students to manage the whole bank from the top 
down.  This is a state-of-the-art banking simulation that moves 
beyond measuring success from a pure income statement 
snapshot.  It replicates the real-world necessity of factoring 
in risk through economic value of equity, presenting a true 
picture of the potential for longer-term pro�tability.  It is also 
unique in taking analyst recommendations into account when 
calculating shareholder value.  Each student within the small 
team takes responsibility for a role:  CEO, Chief Risk O�cer, 
Chief Financial O�cer, Treasurer, Chief Deposits O�cer, and 
Chief Lending O�cer. 

CBA Executive Banking School
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Course Offerings
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BankCom— features an interactive, competitive learning environment 
in which teams of students work together to run  simulated banks. 
Given the same balance sheet at the start of the simulation, each team 
attempts to achieve overall �nancial and risk management goals by 
making decisions in the areas of deposits, loans, investments and 
capital adequacy. Teams must consider the evolution of the economy 
as well as reactions of competitors within the constraints of a modern 
compliance and capital markets environment.

BankCom Functional Reviews— this functional management 
workshop series precedes the start of the simulation. Students will learn 
specialized skills by functional management area. Mastery of these skills 
will empower the student to excel in the designated role as part of the 

“sim bank” management team.

Bank Financial Statements— the purpose of the course is to introduce 
students to bank �nancial statements.  It is important for those working 
for banks to understand the unique characteristics of bank �nancials as 
they relate to the bank’s role as an asset transformer.  It is also important 
for bank managers to understand the signi�cant role banks play in the 
broader economy and therefore the signi�cance of risk as it applies to 
bank operations.

Bank Financial Statements Review— provides a refresher in 
accounting principles and �nancial statements as they apply speci�cally 
to banks, reviewing the accounting and reporting of economic events 
and how this process a�ects �nancial decisions.

Bank Mergers & Acquisitions— integrates marketing strategies, 
�nancial management and human resources decisions with the bank 
simulation. Students learn the strategic reasons why companies merge, 
acquire or sell; the factors to consider when purchasing or selling a 
bank; how to personally “survive” a merger; and analytical tools to use 
in structuring a merger.

Business Segment Pro�tability and Introduction to Balanced 
Scorecards— this lecture will prepare students to apply what they 
have learned so far from Financial Statement Analysis, Fiduciary 
Duty, Return on Equity Decomposition and Introduction to Risk to 
the Retail Division of a bank with the state goal of generating pro�ts.  
This application will then be focused through the lens of Balanced 
Scorecards.  Students will leave the lecture with an understanding of 
the history of Balanced Scorecards, how and why they are developed 
and how they impact and are represented in MarketSim.

Capital Markets— examines ways in which analysts estimate the 
market value of a bank’s shares and explains the basis for the calculation 
of economic-value-added.  Examples are drawn from BankCom Bank 
Management Simulation reports.

Case Studies— courses highlight current issues/trends.  Industry 
experts are brought in along with banking school faculty as facilitators 
to have students think critically about these issues.

•  Current Topics in Banking— an in-depth discussion on issues and
events that are top of mind in bank executive suites.  Industry expert 
outlines, describes and leads the class through the major issues of the 
day and their impacts on running the retail division of a bank.

•  Regulatory Implications— examines how regulation from the 
CFPB will impact the retail bank. Probe �nancial performance 
outcomes and possible adaptations.

Current Economic Issues— provides an in-depth review of key 
economic indicators and their importance to banking. Students examine 
the importance and impact of open market operations on banks, the 
complexities of the business cycle and the future course and pace of the 
U.S. economy.

Customer Segmentation & Marketing— examines customer 
segmentation techniques and ways to evaluate the impact of segment 
targeting.

Delivery Strategy Decisions— provides students with a systematic 
decision protocol to evaluate delivery channel decisions in the context 
of current and future customer demand, �nancial justi�cations and 
industry trends.

Derivatives/SWAPS— reviews concepts of interest rate risk 
management with application to the senior year banking simulation.

Executive Perspectives— insights from heads of retail or CEOs on 
current issues and what most impacts their daily jobs and decision 
making.



 
 

  
  

 
 

Course Offerings continued

CBA Executive Banking School

5

we make simulations 
and small-group 
learning the core 
of our curriculum.

Fiduciary Duty (Ethics)— the nature of the banking industry brings 
intense scrutiny because of the signi�cance of the types of transactions 
being undertaken.  While the term “ethics” is common in the industry, 
the need to reinforce ethical behavior is paramount.  This course 
examines how ethics is usually thought of in practice and provides 
a framework to use in evaluating ethical dilemmas. The purpose of 
the course is to reinforce the need for ethical conduct in the industry, 
demonstrate how ethics is not simply a “buzz” word but a form of 
competitive advantage, and provide a framework to analyze ethical 
issues.

Financial Performance of MarketSim Banks— develop the ability 
to quickly analyze �nancial reports and to use all of the materials 
presented to this point in the curriculum are key determinates to the 
student’s ability to gain value from the simulation-based learning 
provided through MarketSim.  This course has been designed to review 
key elements of lectures to date, provide alternative ways to view and 
review reports and worksheets and provide a platform to discuss best 
practices and key learnings.

Home Study Assignments— to apply their learning, students 
complete home study assignments in-between sessions.  These are 
signi�cant research papers that require a substantial investment of 
time.

• BankersGPS Assignment— pulls together the entire financial
and risk analysis experience of the �rst year and challenges students 
to evaluate the performance of a second Case Bank using BankersGPS 
and make three holistic recommendations that would improve future 
performance and the quality of earnings.

•  Strategic Retail Business Plan— this assignment allows
students to apply all concepts they have studied at the School 
regarding bank �nancials and retail management to an in-depth 
analysis of their own bank’s performance against their peer group 
driving towards two strategic and persuasive recommendations of 
their own choosing, which will improve performance within their 
franchise.

Leadership— breaks down the concepts of teamwork and 
communication, heightening the long-term awareness of what it takes 
to be a leader within the bank and also the short-term awareness of 
what it takes to maximize study group e�ciency at the school.

MarketSim— this interactive simulation is exclusive to CBA Executive 
Banking School and enables students in small team settings to analyze, 
strategize and compete for market share and CEO approval under 
various scenarios leveraging product design, distribution and marketing 
decisions across multiple business cycles.

MarketSim Functional Reviews— lectures concentrate on di�erent 
functions of the simulation: CRO & CFO, Product Manager, Delivery and 
Marketing.

Product Design/Pricing Strategies— explores the concept of demand 
elasticity and its implication on pricing, features and functions of retail 
bank products.

Risk Analysis Emphasizes Retail Credit Risk Management— assesses 
the life cycle of retail risk management including tools, techniques and 
controls used to manage the standard variety of retail bank products. 

Risk Management & Value— builds on the earnings-based tools 
developed in the �rst year by introducing economic valuation in 
a risk management context. Participants contrast and evaluate 
accounting and economic value models including Return on Equity 
and Risk-Adjusted Return On Investment as well as accounting gap 
and duration-based models of market risk. Time also is devoted to 
introducing elements of strategic and �nancial planning to be used in 
the banking simulation, BankCom.

ROE Decomposition— analyzing and evaluating �nancial results is a 
key capability for business leaders.  Bottom line financial results alone 
are not able to portray the success of a strategy or its implementation.  A 
framework for decomposing those bottom line results allows for a more 
thorough evaluation of bank – and management – performance, and 
a�ords insights to the bank’s market, customer and product priorities. 
This course provides a high level view of performance evaluation. The 
goal of the lecture is to introduce foundational principles in measuring 
and evaluating bank profitability.  From these principles and approach, 
we will discuss major drivers of performance across categories of 
revenue and expense.  Lastly we will look at how broad choices of 
strategy are re�ected in the composition of bank earnings, and consider 
the question of quality of earnings.

Stock Analyst on Bank Valuation— two industry professionals will 
o�er their insights and perspectives of the industry and many of the 
major players in it. Their perspectives are to both inform and challenge 
the class to think beyond the status quo and into an uncertain future.

Uniform Bank Performance Report— an overview and tour of the 
fundamental report used by regulators in evaluating and examining a 
bank.  More importantly The Uniform Bank Performance Report (UBPR) 
will provide students the foundation for the �nancial analysis that is 
required for their off-site Home Study Assignment.
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Mark Rendulic* (Chairman)
Executive Vice President, Consumer Financial Services
First Niagara Bank | Bu�alo, NY

Jeff Hooper (Vice Chair)
Executive Vice President, Retail Banking Manager
SunTrust | Atlanta, GA

Stacy Byers
Senior Vice President, Human Resources Advisor
CitiBank | New York, NY

Stacy Fisher
Senior Vice President, Community Banking Leadership
Development
Wells Fargo Bank, N.A. | San Francisco, CA

 
 

 

Paul Leventhal**
Professor of Finance
Bishop`s University

Mary Morand
Senior Vice President, Leadership Development Coordinator
U.S. Bancorp | Cincinnati, OH

Barbara Roehm
Senior Vice President, Retail Training Director
PNC Bank, N.A. | Berwyn, PA

Clarke Starnes
Senior Executive Vice President & Chief Risk O�cer
BB&T Corporation | Winston-Salem, NC

The Education Council is chaired and driven by members of the CBA Board of 
Directors with the help of industry experts in professional development.  Its objective 
is to increase awareness of the unique opportunities the Executive Banking School
brings to bank executive development initiatives.  The members of the council
interact with key School faculty and sta� to ensure a multilateral understanding of
CBA’s executive education mission.

*Faculty Advisory Committee
**FAC Chairman
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Faculty
Mike Allen
Vice President, CBA OnSite Education
CBA

Danny Ayala
Executive Vice President and Group Head,
Global Remittance Services
Wells Fargo and Company, Inc.

Ted Brauch*
Senior Vice President, Enterprise Risk 
Management
MainSource Financial Group, Inc.

Archie Brown
President and CEO
MainSource Financial Group, Inc.

Susan Brown
Market President
Wells Fargo and Company, Inc.

Laura Callahan*
Vice President, Leadership and 
Management Consultant
Wells Fargo and Company, Inc.

Lisa De Paschalis
Senior Vice President, Global Expansion 
Team (GET) Customer Experience 
Wells Fargo Bank

Betsy Duke
Executive in Residence
Old Dominion University

Cheryl Foilb
Sales and Service Support Executive
Capital One

Jim Fugitte*
Chairman & CEO
Wind Energy Corporation

Jason Furer
Senior Vice President
PNC Bank

Allison Gambucci*
Director, West Region Sales and Program 
Manager
Citi

Donovan Gibson
VP, Analytics Manager
Chase

Larry Harcum
Consultant

Bill Hippensteel
Chief Content O�cer
BAI

Melissa Kelly
Principal
MPK & Associates

Patrick Koster
Managing Director
Stifel Nicolaus Weisel

Paul Leventhal**
Professor of Finance
Bishop`s University

Sherief Meleis
Managing Director
Novantas

Justin Morcelle
Senior Vice President, Director of Deposit 
Management
First Niagara Bank

Lori Murray
World Wide Banking O�ering Director
HP Enterprise Services

Cathy Myers*
Senior Vice President, Retail 
Administration
U.S. Bank N.A.

Malcolm Myers
Chief Information O�cer
MainSource Financial Group, Inc.

Pat Riley
Consultant

Dale Roskom*
Managing Director
Roskom Consulting Group, LLC

Rebecca Rothenhoefer
Business Banking and Community 
Development, Training Manager
PNC Bank

Mark Seale
Senior Vice President, Enterprise Risk 
Management
Citi

Scott Siefers
Managing Director
Sandler O’Neill

Thomas Smythe
Associate Professor
Furman University

Maureen Sullivan
Senior Vice President, GWIM/Preferred 
Banking Channel Integration
Bank of America

Kurt Treu*
Consultant

Robert Underwood
Associate Professor of Marketing
Furman University

Brent Vanderheide
Senior Vice President, Retail Pricing
PNC Bank

Seth Waller
Executive Vice President, Chief Credit 
O�cer
Everbank

*Faculty Advisory Committee
**FAC Chairman
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The ideal candidate for CBA’s Executive Banking School is a high-potential manager who
has attained expertise in one or two areas of the organization.  Our curriculum expands
that expertise to incorporate a working knowledge of how to drive the overall success of
the bank, enabling fast-track promotions to more complex levels of bank leadership.

2015 Student & Faculty Profile

Students
Average Age: ............................................................................................................ 42

Students were 2-4 levels under Head of Retail

Average bank experience:  .................................................................16 years

Hold bachelor’s or master’s degrees:   ...................................................75%

Currently work in retail:  .................................................................................50%

From Banks over $20B in assets:  .............................................................84%

Women:  ...................................................................................................................42%

Men:  ...........................................................................................................................58%

Bank Asset Size
$150+ billion .........................................................................................................60%

80-150 billion .......................................................................................................... 7%

50 to 80 billion......................................................................................................12%

20 to 50 billion.........................................................................................................5%

5 to 20 billion ...........................................................................................................9%

1 to 5 billion  .............................................................................................................3%

Less than 1 billion ................................................................................................ 3%

Non-bank ....................................................................................................................1%

Faculty
Average years in banking:  ...............................................................................23

Average years teaching with CBA:  ...............................................................7
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Student Life
Networking
The tight-knit campus community facilitates lifelong professional 
relationships. Students are required to work in study teams and 
will be assigned to teams each year for small group learning. In 
between sessions, students will be assigned home study assign-
ments to supplement material learned in class. The total time 
for completing each year’s assignments varies per student, but 
typically ranges between 50-100 hours.

Location
Our resident session is held at Furman University in Greenville, 
South Carolina. Widely known for its beautiful campus, Furman 
provides the perfect location to live and learn while attending 
CBA Executive Banking School. Updated, executive-quality
classrooms provide state-of-the-art technology. The campus is
equipped with wireless Internet capabilities allowing students to
remain connected with those at home and at the o�ce while
away.

Accommodations
Students are housed in air-conditioned apartments in Furman’s 
North Village Apartment Complex. Each apartment contains 
four single-occupancy bedrooms with full-sized beds, two full 
bathrooms, and a common living and kitchen area. All linens 
and daily housekeeping service are provided. In the evenings, 
students can enjoy fresh air from the balcony or take advantage 
of the many outdoor amenities. Tennis, volleyball and basketball 
courts as well as walking trails are all located just outside the 
door. The university’s �tness center is available for participants 
to use as well. The university also has its own golf course located 
just one mile from central campus.

Students dine in the university’s renovated facility overlooking 
the lake. Breakfast and lunch are provided daily. The dining hall 
o�ers a variety of options, including home-style meals, deli and 
grill, pizza, salad bar, and bake shop. In the evenings, dinner is 
on your own, and students use this opportunity to network with 
fellow classmates and take advantage of downtown Greenville’s 
many restaurants.

About Greenville
Greenville is located at the foothills of the Blue Ridge Mountains. 
The city has undergone a major downtown revitalization project, 
and now boasts over 60 restaurants and 30 shops centered 
around its tree-lined Main Street. Downtown Greenville has been 
recognized for having one of the country’s Great American Main 
Streets and serves as a model for revitalization e�orts across the 
country. Within walking distance of shops and restaurants is the 
stunning Falls Park on the Reedy River featuring scenic overlooks, 
nature trails, landscaped gardens, waterfalls, and a new pedes-
trian suspension bridge. The area also has numerous cultural 
activities, historical sites, and outdoor recreation.

Getting to Greenville: Located just 15 minutes from campus, 
the Greenville-Spartanburg Airport (GSP) o�ers 60 non-stop 
�ights daily to 18 major cities across the United States. Connec-
tions to GSP can be made from just about anywhere. Addition-
ally, Charlotte is only 75 minutes away and Atlanta just 2.5 hours.

Additional student information may be found at www.consumerbankers.com.



Only 1st year applicants are required to complete this form.
Auto enrollment for 2nd and 3rd year students occurs on completion of home study assignment.

Three Ways to Apply

CBA Executive Banking School
July 19-29, 2015  |  Furman University  |  Greenville, South Carolina

Application Due Date:
May 15, 2015
Applications received after this date 
will be considered on a “space 
available” basis.

Cancellation Policy:
All cancellations must be in writing 
and a fee of $750 will be charged. 
No refunds will be made for cancel-
lations received after July 1, 2015.

APPLICATION FORM 

1. By Email:
 gradschool@consumerbankers.com
 
 

Consumer Bankers Association
1225 Eye Street NW, Ste 550
Washington, DC 20005

2.  By Fax: 
     (877) 219-9593

3. By Mail:  
 

Application Information

Full Name __________________________________________________________________ Nickname ______________________________________

Corporate Title ______________________________________________________________ O�ce Phone ____________________________________

Bank/Institution _____________________________________________________________ O�ce Fax _______________________________________

O�ce Mailing Address (your location) _____________________________________________________________________________________________

__________________________________________________________________________________________________________________________

O�ce Email Address: _________________________________________________________________________________________________________

Home Mailing Address _______________________________________________________________________________________________________

__________________________________________________________________________________________________________________________

Home Phone: ___________________________________________________ Home Email: ________________________________________________

Emergency Contact (for use during session): _______________________________________________________________________________________

Emergency Contact Number: _________________________________________________________________________________________________

Academic Requirements

Highest Education Level Completed: ____________________________________________________________________________________________

Other Banking Schools Attended: _______________________________________________________________________________________________

Accounting/Financial Statement Analysis 
(2 semesters of college coursework or equivalent - college courses, AIB courses, bank training, work experience)

1. ________________________________________________________________________________________________________________________

2. _________________________________________________________________________________________________________________________



Work Experience  Minimum of three years o�cer-level experience at a bank or �nancial institution required.

 Please attach a brief resume or bio to this application form.                        First Year in Banking: __________________________________

Check current job function:

 Auditing

 Consumer Credit

 Origination

 Servicing

 Branch Admin

 Consumer Lending

 Product Dev

 Commercial

 Compliance

 Marketing

 Risk

 Operations

 Sales

 Other ______________

Brie�y describe your job responsibilities: _______________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

Additional Information
Gender     Male     Female         Year of Birth ________      Please check here if you are disabled or
                                                                                                                   require special accommodations (attach description)

Bank Information
Total assets of bank (not holding company or branch) 

 $0 - $1 billion   $1 - $10 billion   $10 - $70 billion   $70 - $150 billion   $150 billion +   Non-bank

Bank Permission 

Approving O�cer Name_______________________________________________ Signature ____________________________________________

Title_______________________________________________________________ Email Address _________________________________________

Mailing Address ______________________________________________________Phone Number________________________________________

Agenda Changes: CBA reserves the right to change speakers or reschedule/cancel sessions when necessary. We are not responsible for airfare
penalties that may be incurred due to cancellation of any program.

Onsite Photography/Video: CBA uses photographs taken at our events for promotional and other purposes. Your participation/registration at 
the Executive Banking School is acknowledgement of this fact and constitutes permission for such use.

I have read the requirements and wish to enroll in the CBA Executive Banking School. If accepted, I agree to enroll for the entire course of study
and will complete all home study problems and written assignments.

Signature/Date___________________________________________________________________________________________________________

Tuition (First Year)
 Before May 15, 2015  After May 15, 2015
CBA member/government $4,895 + $995 simulation fee $5,195 + $995 simulation fee
Non-member 

Invoices will be sent with con�rmation materials.

 $5,395 + $995 simulation fee $5,695 + $995 simulation fee



ABOUT CBA  |  The Consumer Bankers Association is 
the recognized voice on retail banking issues in the 
nation’s capital. Member institutions are the leaders in 
consumer �nancial services, including auto �nance, 
home equity lending, card products, education loans, 
small business services, community development, 
investments, deposits and delivery. CBA was founded 
in 1919 and provides leadership, education, research
and federal representation on retail banking issues 
such as privacy, fair lending, and consumer protection 
legislation/regulation. CBA members include most of 
the nation’s largest bank holding companies as well as 
regional and super community banks that collectively 
hold two-thirds of the industry’s total assets. For more 
information, visit www.consumerbankers.com

For more information about CBA’s Executive Banking School contact
Holly Braly, CBA
Assistant Vice President, Education
202 552 6387
hbraly@consumerbankers.com

Melissa J. Cabocel, CBA
Senior Vice President of Education
Director, CBA Executive Banking School

www.consumerbankers.com
(202) 552-6372
(877) 219-9593 fax
mcabocel@consumerbankers.com


