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Motivating & Managing the Teller Line

Motivating & Managing the Teller Line  July 21

A Program for Head Tellers, Supervisors & Trainers

Want your tellers to balance, be accountable, on time and excel at sales?
Sounds good doesn'tit. Session one focuses on performance management
- the key to teller motivation and responsibility. You will learn how to work with
the teller to create a performance plan that enhances what they do well and
works on what needs improvement.

Traditionally, the supervisor’s role was to develop the plan for goals and
objectives to be met. Employee had little input. The newest approach in-
volves both the employee and supervisor. The employee develops the plan
and sets goals and objectives. The supervisor acts as a coach, mentor and
advisor. The employee must understand his/her position and responsibilities
and how goals and performance interact with the organization's expecta-
tions. Itis the supervisor's job to help the employee understand that his/her
goals need to be consistent with organizational goals. Once the goals are
clear, the supervisor needs to let the employee develop the plan. The
employee must be willing to take on this role while the supervisor must learn
to empower the employee and provide guidance. Highlights include:
Accountabilities Competencies

e Areas of responsibilities

e Skill sets and behavior expectations

e Change as goals are met

e Measuring accomplishments

Professional Development - Implementing Coaching Choices

e Attain new skills

Use a proven, effective method to mentor and coach

Enhance employee effectiveness on the job

What to do when the plan doesn't work

Disposition Methods and Requirements

Audience: Head tellers, teller supervisors, HR officers & trainers.
July 28

Achieving Teller Excellence

A Program for Your Entire Frontline
This session is for all the tellers who want to attain and maintain EXCEL-
LENCE! Highlights include:

e Looking the part - following dress code and making smart, profes-
sional choices in how you look and what you say!

e Doing your part - branching demands teamwork and initiative, work-
ing together, getting it done!

e Recognizing your value - tellers need to hear how important they are
to the bank, to the customer and what a critical role they play.

e Excelling at referrals and cross-selling - in banking today it's about
the relationship, growing it, taking care of it! Recognizing opportunities,
knowing what to do and what to say will help tellers grow referrals and
sell appropriately.

e WOW those customers! - Wha's in the very best position to do just that
...awell-trained, friendly, approachable teller!

e Know the rules, follow the rules - adhering to procedures saves
time, money and protects the teller's reputation.

e Balancing - knowing what to do and what not to do is how high per-
forming tellers consistently balance.

e Loss prevention - well-informed tellers know what to look for to reduce
the risk including fraudulent lotto winnings, counterfeits, scam artists, fake
IDs and more.

e Keep auditors and regulators happy - pay attention and show re-
spectwhen it comes to compliance.

e High alert for bank robbery - all tellers need to be reminded of the
steps to take in the event of a robber.

Audience: Head tellers, teller supervisors, HR officers & trainers.
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Presenter
Honey Shelton Reed, InterAction Training

Continuing Education
Applied: 2.5 hrs/session CBT/CPB/CCSR with the ICB

What is a Webinar?

Awebinaris an online seminar featuring live audio and PowerPoint slides. Every-
thing is delivered through your PC. No special hardware is needed - speak-
ers or headphones are required. The program consists of 90 minutes instruc-
tion and 30 minutes live Q&A. Each webinar registration provides 1 connection to
the webinar, materials and access to the On-Demand Wehinar for 30 days after
the broadcast. You may have unlimited listeners on your connection by PC. You
will receive materials and instructions prior to the seminar.

An On-Demand Webinar is a live webinar that has been recorded and streamed
to your computer to watch at your convenience. The program can be viewed any
time 24/7. Anyone at your branch may access the program from a computer using
the login and password. When you purchase an On-Demand Webinar, you have
unlimited access for 6 months from purchase date.

Transmission, retransmission or republishing of the seminar is prohibited. Your registration
entities you to 1 connection at 1 location with permission to copy materials for participants.
Complete one registration per location.

Please check all appropriate boxes SW2-1234

Motivating & Managing ... July 21, 2010, 1:30-3:30 p.m. CT
Webinar/Materials (live hookup) 03250 mem  O$500 nonmem
On-Demand Replay/Materials* O$270 mem  O$540 nonmem

Achieving Teller Excellence  July 28, 2010, 1:30-3:30 p.m. CT
Wehinar/Materials (live hookuP O$250 mem  CI$500 nonmem
On-Demand Replay/MaterlaIs O3%$270 mem  O%$540 nonmem

*Unlimited online access to a copy of the webinar for 6 months from purchase date

O Save $25 or more (MBA members only) - Sign us up forboth programs for
$475. Indicate preference for webinar or on-demand webinar above.

Name Title

Bank

Mailing Address City/State/Zip
Phone/Fax

E-reil

Preferred Payment Method: Online or e-Check

Payment Must Accompany Registration - Invoices are Not Provided
Three Ways to Register
Online: Visit msbankers.com.
Mail:  Mail completed form with check to Bankers Ed, 5700 S. Mopac,

#C310, Austin, TX 78749 at least 10 days prior to the event

Phone: CallBankers Ed at 888-262-7701
Late Registration: Please register online when registering 2 days prior to the
event (credit cards & e-Checks accepted). Call 888-262-7701 for assistance.
Method of Payment (check one):
OCheck payable to Bankers Ed (must be accompanied by registration form)

ODiscover Card  OMasterCard OVISA OAMEX
Card Nunber Security Code
Signature Exp. Date

Seminar Content Questions: Contact TBA Professional
Development at (512) 472-8388. Please route this brochure.



