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EXECUTIVE SUMMARY

A. Background

USAID/Honduras, in conjunction with the Bank Strengthening Program,
Activity No. 3, obtained through AID/PRE the services of a
consultant to recommend strategies for development of the Honduran
bankers' association (AHIBA) and the provision of seminars for
senior-level bank personnel. The scope of worik for this activity
was rather limited, given the brief term of the consultant's
contract (15 days). Altogether, the scope of work c.iisisted of the
following four objectives:

o Review of AHIBA's strategy fou development of the
association and its design for the Bank Strengthening

Program

o Identification of training needs for AHIBA bank managers

o] Recommendation of specific topics for senior-level
seminars

o) Report to AID official on principal observations and
recommendations.

B. Principal Findings

While formerly inactive, AHIBA has developed an ambitious strateqgy
to strengthen the banking sector through training, dissemination,
research and technical assistance. Current plans include, in part,
the formatlon of technical sub-committees to study current problems
in the banking industry, the development of senior-ievel courses
and seminars, *he creation of a macroeconomic database, and
constructicn of an office building. Most bank managers helieve the
basic organization of AHIBA is sound, especially with “he recent
appointment of an executive director. A strong interest was
expressed in any accelerated training and development programs
which AHIBA might offer, as most banks do not have formal training
programs. A%t the same time, most banks regard AHIBA as somewhat
fragmented, with individual banks' interests taking precedence over
the needs of the banking sector as a whole. The bank managers also
voiced their displeasure with policies concerning interest rate
ceilings and reserve requirements, and concern over the country's
external debt situation.


http:provisi.on

C. Recommendations

Given the needs expressed by bank managers during interviews, as
well as the consultant's own views, the design and implementation
of a training program is recommended as follows:

o individual self-taught courses using computer software

o correspondence-type courses

o university-level banking courses in Honduran cities

o specialized seminars taught by international consultants
o the award of scholarships, when available, to outstanding

candidates for advanced study

A master list of courses and software packages for each training
option is prcvided, as well as a list of recommended seminar topics
for senior bank executives. A timetable for implementing the
program is suggested, and elements of program administration
(degrees, certificates and tuition reimbursement) are discussed.

Recommendations for strengthening AHIBA as an institution include
exchanging inforwmation with bankers: associations in other
countries, focusing the attention of technical sub-committees on
specific, pressing issues, expanding the administrative staff to
include two full-time training coordinators, and distributing the
responsibility for truining and develcpment of bank officers
nationwide among the AHIBA offices.
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I. INTRODUCTION

A. Backdground

The USAID/Honduras Investment and Export Promotion Project was
designed to assist Honduras with the implementation of a program
to achieve sustained economic growth during a difficult period of
adjustment. The efficient mobilization and allocation of financial
resources is a key <~omponent of the Prcject.

As part of the Project design, USAID/Honduras conducted
conversations with the Honduran Central Bank (BCH) and bankers'
association (AHIBA) oriented toward the support of bank training,
technical assistance, policy dialogue and dissemination. The Bank
Strengthening Program was created as a result of these discussions,
with the four separate activities indicated above.

USAID/Honduras bought in to PRE's Financial Sector Development
Project (FSDP) to obtain, through FSDP Prime Contractor Price
Waterhouse, support of the Bank Strengthening Project through nine
separate consulting activities as follows:

1. Workplan organization

2. Workplan supervision

3. Development of AHIBA's strategy/senior seminars
4. Training specialists

5. Development of dissemination component

6. Development of conference and seminars

7. Conference panelists

8. T.A. on bank financial practices

c. T.A. on management information systems

In particular, Mr. Donn Davis was engaged to impleaent activity No.
3, development of AHIBA's strategy and senior seminars, which is
the subject of this Draft Final Report.

B. Project Description and Scope

The approach adopted by the consultant to develop AHIBA's strategy
and senior seminars consisted of the following four measures:

1. Review AHIBA's strategy for development of the
association, and its design for the Bank strengthening
Program



2, Discuss with AHIBA bank managers their views of the
association; the status and strategy of the bank
strengthening program; and their specific training needs

3. Discuss with Messrs. Membrefio and Gomez AHIBA's strategy
for institutional development, the status and strategy
of the Bank Strengthening Program, and specific topics
for senior-level seminars

4, Brief AID officials prior to departure and deliver a
brief report on activities under Task Order #3, including
principal <bservations and recommendations

C. Organization of the Report

The remainder o>f the report has been divided into four sections,
addressing each of the four tasks described in the Project
Description and Scope above. Included in the appendices is
inforuation on specific courses that might be offered through AHIBA
or used as a model for course development.



II. AHIBA'S DEVELOPMENT STRATEGY AND BANK STRENGTHENING PROGRAM

A. AHIBA's Development Strateqy

According to its charter, AHIBA's role is to protect the general
interest of *the banking industry and to contribute to the
development of the banking system. To this end, it is expected to
function as an advocate concerning bank-related legislation and
economic policy, as a clearing house for research and information,
as a provider of training courses and materials, and as a
facilitator of communications among member banks, other private
sector entities, forecign bank associations and the government.

AHIBA's strategy for development of the association, however, did
not began in earnest until the appointment of a full-time executive
director in Februarv 1989. Prior to this appointment, AHIBA
appears to have been fairlv inactive.

Prokaoly the most important aspect of AHIBA's develcpment strategy
concerns the aggressive Bank Strengthening Program. This should
give AHIBA increased recognition and visibility, both within the
banking sector and beyond. Specific comments on this four-part
plan for training, dissemination, research and technical assistance
are nentioned below (Section B).

Another element of their strategy includes updating the AHIBA
bylaws, which is definitely needed. The bylaws lack any provision
for an AHIBA site in San Pedro Sula, as one example. Presently,
AHIBA is studying the bylaws of 10 countries in Latin America in
order to elicit the best ideas from them. This should be a useful
exercise,

With respect to their technical capabilities, AHIBA has proposed
a rather ambitious plan in the area of collecting and disseminating
information. For example, AHIBA envisions creating a macro-
economic sub-system, or data base, on key indicators such as
production, consumption, investment, imports and exports. Since
other institutions such as the BCH are probably already collecting
this information, this should be reconsidered or given low
priority.

A very sound idea is the formation of technical sub-committees
consisting of AHIBA officers to study current problems and prepare
position papers. The consultant believes the current 1list of
comnittees could be expanded and focus on more specific topics than
the current general areas of finance, operations, etc. Committees
for debt swaps, home loans and agricultural financing, for example,
might be of greater use and interest to the association. These
committees could work on the preparation of special studies, which
is currently a separate undertaking of the AHIBA executive
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director's office.

In the area of economic policy, directors of AHIBA and Bzanco
Central de Honduras (BCH) have expressed the association's views
with respect to such matters as the externzl debt probiem and the
federal deficit, suggesting possible solutions. They have also
made known their views on exchange and interest rate policy. While
the ultimate effect of this effort remains to be seen, it is a
positive beginning toward meeting AHIBA's objective of being an
advocate for the banking industry.

Present plans call for the association to be housed on the fourth
floor of the new bank headquarters of Ranco Mercantile, currently
under construction. These quarters appear to be large enough to
satisfy the immediate administrative and training needs of the
association. AHIBA expects to remain there until such time as
plans for a permanent building, occupied singly or perhaps jointly
with an organization such as COHEP, can be made. A building lot
for this purpose has been acquired.

Plans for construction of a building for AHIBA should facilitate
the development of the association, increase its visibility and
provide the necessary space to execute their training plans. The
important factor, of course, is cost. Assuming a reasonable cost
of construction that the banks can afford, the investment appears
to be an effective hedge against inflation. If the cost is too
high, RHIBA may wish to rent quarters. It is important, however,
to have adequate space within which to house the increasing
commitments of the association.

AHIBA's plans to increase its activity with FELABAN and to join
ALIDA are positive. Along these lines, AHIBA may wish to consider
establishing more direct and active relations with selected bank
associations in other countries. Given the importance of the
forthcoming common market in Europe in 19$2, an active association
with the banking group in Spain might be of interest. A closar
link with the association in chile, where the country has
dramatically reduced its foreign debt and has been successful in
obtaining new investment, should also be of interest.

With respect to generating new interest in AHIBA, it appears that
the executive director is doing what he currently can. The top
management of the banks clearly give 1little thought to the
association as a whole. Most senior management-level officers do
not even attend the association meetings, sending their middle
management representatives. With the implementation of a strong
strategy and the lure of training resiurces, perhaps this attitude
will change. The key to stimulating renewed interest depcnds on
action.



B. Bank Strengthening Program

The basic four-part bank strengthening program of AHIBA, consisting
of Training, Dissemination, Research, and Technical Assistance,
appears to be well designed. None of the bank managers interviewed
wished to make any substantial changes to the major components.
However, there is a considerable need to upgrade specific courses,
levels of instruction and course materials, and to incorporate
selected themes in such a fashion as to provide a comprehensive
bank training program.

The consultant noted that under the first AHIBA program component,
namely Training, it was implied that each bank has an effective
entry-level program to train high school graduates in the basics
of banking over a two-year period. The central bank has a basic
program (see Appendix G) which has been utilized by a few of the
banks to a 1limited degree. Given the interest in additional
training expressed by the bank managers, a list of banking courses
and suggestions for the means of instruction are provided in
Section IV (D). Also included is a list of courses appropriate for
senior-level officers who would like to update their information
on certain topics.

No comment is made on the Dissemination part of the strategy for
strengthening the banking sector, other than to note that a few of
the managers felt they were already receiving a sufficient number
of monthly bulletins or newsletters and were not interested in
receiving more. These managers constitute a minority, however, and
their lack of enthusiasm may be a question of newsletter quality.

Concerning the Research component of AHIBA's strateqgy, the
consultant believes that AHIBA should establish its own library to
provide a value-added service to its members. The creation of a
credit information clearing mechanism is also vital. To date,
there is not an effective credit bureau operating in the country,
to the best of the consultant's knowledge.

The consultant has no comments on the Technical Assistance part of
AHIBA's strategy other than to note that while an initial
investment in procuring information or new systems may seem
expensive, in the long run such an investment may reduce bank
losses and help the member banks progress more rapidly.

C. Requirements for a Successful Bankers Association

It may be that the success of any bankers' association is a
function of the expectations of its members. The consultant has
lived and worked in eight different countries in the world and has
come to appreciate four key ingredients to the success of any
bankers' association. In the first place, the president should be
a solid and respected leader who speaks for all banks, particularly
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in the face of adverse new banking laws and regulations, and on
other relevant matters.

The second key to a successful association is the availability to
members of the best kind of training facility that can be had under
the circumstances. This implies a major investment in course
materials, personal computers, some software, and a willingness to
purchase packaged seminars or courses in areas of critical need.
The objective is to increase the level of professionalism of each
bank significantly, in order to keep up with financial institutions
in other parts of the world.

The third objective is to provide an information center, including
a credit/borrower information interchange, if one is not already
available. An important part of this center should be the
formation of sub-committees to work on special issues facing the
banking industry.

The fourth ingredient is to provide an active program which can
contribute to the development of the overall economy. This can
take the form of annual conventions, promotions and international
meetings. The objective is two-fold: to assist in the economic
development o¢f the country and promotion of its products,
especially through the private sector; and to increase the
awareness of local bankers of financial developments elsewhere in
the world. While such a program may seem overly ambitious, given
the present economic environment, it should be considered for the
future.



III. BANK MANAGERS' ASSESSMENT OF AHIBA AND ITS DEVELOPMENT
STRATEGY

Interviews were held with 16 bank managers in Tegucigalpa and San
Pedro Sula from November 6 - 13, 1989. Of the 14 private banks in
Honduras, 11 agreed to be interviewed. Three could not find time
during the week for interviews. In some instances, managers in a
bank's head office in San Pedro Sula were interviewed as well as
their counterparts in the main branch office in Tegucigalpa. One
interview was held with a officer of the Central Bank. The main
findings from these interviews are presented below. The schedule
of interviews appears in Appendix A.

o Bank managers believe AHIBA's situation has improved with
the appointment of a full-time executive director. 1In
the recent past, there was an absence of leadership, a
division over provincial interests and virtually no
coordination.

o Bank managers now have increased hopes for AHIBA,
especially in terms of assisting with their training.
Specific interest was expressed in such courses as asset
and liability management, loan officer training, credit
policy and operations administration. Consumer loans,
agricultural 1loans and credit cards were also of
interest. They are not interested in personnel courses.

o Since only a few officers speak English, they believe all
training, seminars and course materials should be in
Spanish.

o All of the banks should send their top-level executives
to the meetings if they truly intend to support the
organization. Typically, mniddle management officers
attend the meetings.

o They would like to see the proposal for a permanent AHIBA
building site acted upon as soon as possible.

o Basically, they think AHIBA is on track and will support
it. They regard the training, dissemination, research,
and technical assistance approach of AHIBA as
satisfactory.

o The bank managers think the banking sector is improving,
although the 35% reserve requirement (encaje) is too high
and banking rules could be better defined.

o Several managers are unhappy with the situation of fixed
rates on assets (loans) and variable rates on
liabilities. They would prefer either fixed rates on
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both, or variable rates on both, presumably with adequate
spreads.

The government should focus on solving the external debt
problem first. Once this is resolved, solutions to the
other problems will fall into place.



IV. RECOMMENDATIONS FOR TRAINING, CONVENTIONS AND SEMINARS

A. Training Priorities

During the course of the interviews, bank managers were asked to
rank their training priorities. Based on their own assessment, the
top six priorities are as follows:
1. Loan officer training (primarily commercial loans)
2. Credit administration/loan policy

3. Branch manager training, with an emphasis on bank
marketing

4. MIS/computer fundamentals
5. Personnel management (career paths, for example)
6. Small business loan training

In the consultant's view, bank managers need training in each of
the above areas, in addition to the following:

1. Asset and liability management

2. Auditing training

3. Trade finance, including acceptance:s

4, Administration/operations training, with an emphasis

on expense accounting

5. Agricultural lending (for specific banks).
B. Recommended Training Courses

Given the needs expressed by bank managers in the interviews, in
addition to the Consultant's own views, implementation of training
is recommended as follows:

1. Individual Self-Taught Courses Using a Personal Computer.

Self-instruction could take place at the AHIBA sites or at the
individual banks, using an IBM-compatible computer with a minimum
capacity of 256 RAM. Listed below are computer-based self-taught
courses available from the American Bankers Association. Page
numbers are indicated in brackets. The ABA course catalog (see
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Appendix B) should be used as a master list for courses and
materials which may be available from other sources in Spanish.

o Statement Analysis (10)

o Credit Control and Tutorial (10)

o Financial Accounting (10)

o Math of Finance (10)

o Trade Finance (10)

o Commercial Loan Documentation (10)
o Small Business Finance (10)

o Corporate Finance (10)

o Analyzing Bank Performance (10)

o Electronic Spread Sheet (21)

o Correspondence-type courses for individuals or small
groups, at both AHIBA sites <1d the banks. Use of text
and workbook by the student and an instructor's manual
for th¢ in-house trainer.

2. Correspondence-Type Courses Using a Text, Workbook and
Instructor's Manual.

Correspondence-type courses could be provided to individuals or
small groups at both the AHIBA sites and the banks. Materials
include a text and workbook for the student and an instructor's
manual for the in-house trainer. Courses available through the ABA
are listed below with the catalog page number in brackets.

o Bank Accounting (60)

o Bank Control and Auditing (60)

o Asset-Based Lending

o Computer Crime (60)

o Fundamentals of Bank Data Processing (62)
o Analysis of Financial Statements (74)

o Banks and the Plastic card (74)
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Collector's Training Program (74)
Commnercial Lending (12)

Commercial Loan Officer Development (12)
Consumer Credit Decisions (75)

Consumer Lending (75)

Consumer Variable-Rate Lending (75)
Credit Card Fraud (74)

Fundamentals of Analyzing Financial Statements (12)
Instructor Training (18)

International Banking (34)

Law & Banking (39)

Letters of Credit (34)

Loan Interviewing (77)

Management Fundamentals (42)

Marketing for Banks (50)

Negotiating Skills for Commercial Lenders (14)
Personal Banking (51)

Prcblem Loans (14)

Income Property Construction Lending (25)
Real Estate Finance (25)

Retail Banking Series (78)

Small Business Financing (14)
Supervisory Training (32)

Asset & Liability Management Policies:
A Community Bank Guide (36)

Career Planning: A Basic Approach (33)

11



o Teaching Bankers (18)

3. Lecture Courses Taught By University or Other oOualified
Instructors.

These are basic courses, best taught in a classroom with text and
exams in Honduran cities, wherever universities are located.

o Accounting I (60)
o Accounting II (60)
o Principles of Banking (43)
o Economics for Bankers (18)

o Essentials of Banking (41)

o Loan Documentation in Honduras
o Senior-level seminars, or seminars on specialized
subjects, provided by teachers and materials from outside
Honduras.
4. Seminars

Courses taugiit in seminar fashion are probably best provided to
groups of up to 35 students. These courses could be provided by
instructors from outside of Honduras as a complete packaye, with
the course instructor providing textbooks, workbooks, and software.

o Credit Analysis for Agricultural Lending (1)
o Asset-Based Lending
o Bank Investment & Funds Management (36)

o BankSim/BankExec (40)

o Management Fundamentals (42)
o The New World of Commercial Banking (42)
o Small Business Banking: Assessing Needs

and Establishing Strategies (80)
o Bank Marketing and Public Relations
o Systems - Systematic Approach to Problems (Citibank)
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o ABA Compliance Source Book (5)

5. Scholarships

If possible, scholarships should be provided to deserving students
to allow advanced study after the completion of specified course
curriculum.

c. Suggested Division of Courses Under AHIBA Bank

Strengthening Program

The AHIBA training program consists of four components, namely,
Tecnico Bancario, Programa Tecnico, Programa Especinlizado, and
Programa Gerencial. The consultant's suggested division of courses
for each component are presented below.

Tecnico Bancario

o Continue 1-2 year program already installed in banks,
perhaps with BCH.

o All courses included under Group 3.

Programa Tecnico

o All courses included in Group 1.

Programa Especializado

o All courses included under Group 2.

Programa Gerencial

o All courses included under Group 4.

Appendix C contains a list of courses available from Instituto
Centroamericano de Administracidén de Empresas (INCAE) . Some
managers highly recommended IN7AE. Course descriptions and price
lists are included.

Appendix D contains a list of courses from the Citibank School of
Banking. Course prices, locations and dates are included.

Appendix ® contains a description of the program of the banking
school at Louisiana State University (LSU), from which some local
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senior managers have graduated and recommended.

It should be noted that INCAE and CITIBANK are willing to consider
offering courses on specialized topics upon the requect of AHIBA.
Price Waterhouse in Washingtcn, D.C. is also in a position to
recommend certain seminar programs on specialized topics.

D. Convention Topics

As part of the AHIBA development program, below are some suggested
topics for conventions, to be held at a time when the association
is ready to launch this effort. Recognizing that no conventions
have been held since about 1982, the consultant's intention is
merely to generate ideas and propose a direction for the future.
It is not expected that all suggestions would be implemented.

o Bi-annual meeting to discuss the latiest developments in
global financial markets, with three key papers/speakers
from Asia, Europe, the US and Latin American markets to
be presented at each meeting.

o Annual meeting, alternating between IBRD and IADB
officials, to discuss rroject loan evaluation methods and
technology, including specific projects if available.

o Bi-annual meeting on computer technology and developments
in MIS. Guest speakers to include representatives from
selected computer software and hardware companies and
magazines, as well as selected foreign banks with
noteworthy accomplishments in tha area of MIS.

c Topics such external debt reduction, balancing the
budget, or attracting new investment to be presented by
a keynote spcaker from the private sector or a high-
level offizial from a foreign government who has
demonstrated unusual success in dealing witn problems
similar to those found in many developing countries.

E. Senior-level Seminar Topics

Recognizing that bank presidents and many senior-level officers
usually do not have time tc participate in week-long seminars or
courses, the consultant was asked to provide a list of suggested
topics for short seminars and the organizations which might provide
them. The seminars would be offered in Tegucigalpa for 1-2 days,
probably on the weekend. These are MBA-level presentations,
designed to inform participants in as brief a time as possible.
While the list is faii’ly lengthy (for reasons of providing a wider
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range of choice), it should be reccgnized thzt only one or two of
the seminars will probably be selected. While the consultant is
most familiar with courses offered at Stanford, similar topics may
be available from other institutions.

The seminars suggested for these senior officers would generally
by offered by business school professors with specific topics to

be arranged in advance. The consultant offers his services to
assist in the na2gotiation process and in the selection of
appropriate seminar subjects with U.S. professors. Final

arrangements would have to be made between AHIBA and the individual
professors.

The following topics and professors from the Stanford Business
School are recommended. The consultant can also recommend
professors from other business school, upon request.

Topics by George Parker, Senior Lecturer on Management, Director
of Executive Education:

1) The Changing World of Banking in the 80's and 90's

2) Financial Illusion: Mergers & Acquisitions

3) Estimating Funds Regulated through Pro Forma Financial
Statements

4) Analysis of Financial Condition, Performance &
Projections.

Topics hy James Howell, Theodore J. Kreps Professor of Economics:

1) Some Realities of Changing World Power
2) The Classic Transfer Mechanism: How & Why Capital Flows.
Prospects for the 80's and 90's.

Topics by John G. MacDonald, Joseph McDonald Professor of Finance:

1) Financial Alternatives in a Rapidly Changing High-Tech
Environment

2) Financial Management: Growth, Working Capital and the
Debt-Equity Mix

3) Hurdle Rates: Risk and Cost of Capital or Required Return

4) Start-up Financing & Subsequent Debt Decisions

5) Financial Policy

6) Investment in a Multi-Divisional Business: Strategy,
Finance and Yardsticks of Performance

7) The Globalization of the Corporate Marketplace

Topics by James R. Miller III, W. and E. Haas Professor of Business
Administration:

1) Decision Trees: Some Generalizations about Decision
Making under Uncertainty

15



2) Cost/Benefit Analysis: The Technique of Cor:/Benefit
Analysis

Topics by Steven C. Brandt, Senior Lecturer in Management:

1) Building a Company Strategy, Structure and Culture
2) Acquisitions: A Vehicle for Strategic Redirection &
Renewal

3) Entrepreneurship in Established Companies

16



V. PRINCIPAL CONCLUSIONS AND RECOMMENDATIONS

Presented below are the principal conclusions and recommendations
regarding the Bank Strengthening Program.

A.

Bank Managers' Views on AHIBA

Most bark managers interviewed believe the basic
structure of AHIBA is in place, with the appointment of
the executive director. They now await some action.

These managers are satisfied with AHIBA's strategy for
bank strengthening and expressed a strong interest in any
training and development programs which might become
available through BCH/AHIBA. There were no specific
suggestions for improvement of the four-part AHIBA bank
strengthening strategy.

At the same time, most banks managers interviewed regard
AHIBA as somewhat fragmented, with individual banks'
interests taking precedence over that of the banking
sectoxr as a whole.

Since a relatively small percentage of the 16 bank
officers who agreed to be interviewed were number one in
their organizations, it may be that the majority of
senior officers have a less than high opinion of AHIBA
or do not consider it very important. Senior officers
of banks in Honduras generally do not attend the monthly
meetings of the association, preferring to learn what
happened from their representatives.

Senior officers may also feel that questions of AHIBA's
training and development program should be dealt with at
lower 1levels in their banks, or that prospects for
development of the association are limited in the current
economic environment.

Bank Training Programs

Most banks do not have formal training programs and would
benefit greatly from them, even though the current
economic environment is less than desired.

Most banks are somewhat hesitant to accept self-teaching
methods.
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None of the banks are currently using computer-assisted
instruction as a tool for learning. All seemed willing
to try it, and several were very interested.

The banks in Honduras need to learn more about debt-
swaps, particularly since the government has passed a
debt-swap law. The new law offers significant potential
for reducinyg the exterial debt and enhancing new
investment.

With a new administration taking office in early 1990,
this appears to be a good time to implement the AHIBA
programs.

Strateay for Development of the Association

Assist AHIBA in developing relations with bankers'
associations in Spain and Chile, in order to help develop
their own association.

Recommend that AHIBA expand the number of technical sub-
committees which are formed to deal with current problems
and areas of continued interest, and focus the attention
of such ommittees on specific issues.

Suggest to AHIBA that it begin immediately to establish
a library as a part of its training facilities.

Assist AHIBA to develop an adequate office administration
staff, in both Tegucigalpa and San Pedro. This should
include the hiring of a full-time training coordinator
for both sites.

Give the San Pedro Sula site responsibility for providing
training programs and resources to such North Coast
cities as La Ceiba, Progreso, Puerto Cortés and the Bahia
Islands, to promote countrywide development of the
banking sector. Tegucigalpa can support the other
cities,

Suggest to AHIBA that other organizations, such as the
Central Bank or government agencies, may be better
equipped and funded to create macroeconomic databases
than AHIBA.
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Recommendations on_the Development of Bank Training
Programs

Obtain 10 IBM-compatible computers, with at least 256
RAM, for both the Tegucigalpa and San Pedro Sula sites,
for the implementation of their training and development
strategies. The consultant can provide a recommendation
on someone to contact in Honduras for assistance in
selecting and procuring computers.

Obtain three C.A.T.T.S. (Computer-Assisted Training
Tutorial Software programs) which consist of 9 training
programs each: 1 set for each AHIBA site and 1 for the
BCH. This has the dual advantage of providing effective
training and promoting increased usage of personal
computers. The consultant demonstrated the C.A.T.T.S.
program and left a copy with each bank officer who was
interviewed.

Obtain thres BankExec programs, one for each of the two
AHIBA sites and one for BCH. A description of the
BankExec program is provided in Appendix C.

Obtain three modular Designed Bank Investments and Funds
Management courses (one for BCH and one each for the two
AHIBA sites) to begin making an immediate impact on such
areas as asset and liability management.

Obtain at least one third of the bank courses recommended
above in the training sections 2 and 3 for both the
Tegucigalpa and San Pedro Sula AHIBA sites, in each of
the next three fiscal years. While the basic course
subject matter is described in Appendix B (ABA Products
& Services Catalog), the courses could also be obtained
from suppliers in other countries.

Develop a timetable to provide seminars recommended under
Training Recommendation 4, for delivery beginning in the
fourth quarter of 1990. By allowing a one-year delay,
bank officers will be able to take courses under
categories 1, 2 and 3 first, in order to take maximum
advantage of the imported packaged courses.

Assist AHIBA in the design of an appropriate certificate,
suitable for display, upon completion of perhaps 8
banking courses. A second certificate may be awarded
upon comntpletion of the second 8 courses, and so on. A
degree may be considered upon completion of 24 courses,
or some alternative program. Scholarships should be
considered if funds are available. The importance of
recognizing study and achievement should not be
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underestimated.

Suggest to AHIBA that students pay their own class fees
for the 1lecture courses offered under Training
Recommendation 3, and be reimbursed by their respective
banks upon having received a passing grade in the course.

Encourage AHIBA to invite Mr. Hernan Buchi, former
Chilean Minister of Finance, to one of the first
international conferences organized by AHIBA. While
Chile is a larger country, insight into details of the
Chilean recovery program could be rewarding to Honduras,
since both countries face many similar problems. Also,
no other country in Latin America is recovering as fast
from the external debt problem as is chile, and
experience with the new debt swap law in Honduras might
be discussed.

Suggest to AHIBA that Mr. Bradford O'Neil, who is located
in Tegucigalpa, would be a useful resource in their Bank
Strengthening Program. As a fully bilingual bank
attorney, Mr. O'Neil could teach certain courses under
Training Section 3 and could help with translations of
specific courses.
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APPENDIX A

ENTREVISTAS BANCOS COMERCIALES

PROGRAMA DE CAPACITACION BANCARIA
Mr. Donn R. Davisg

LUNES 6 DE NOVIEMBRE:

AHIBA Lic. Sergio A. Membrefio Cedillo

Secretario Ejecutivo

BANCO SOGERIN, S.A Mario Reina Idiaquez
Gerente Regional. Tegucigalpa

Pedro J. Barquero
Gerente de Mercadeo

MARTES 7 DE NOVIEMBRE:

BANFFAA: Cap. Armando San Martin
Presidente Ejecutivo

Arturo W. Diaz
Sub-Gerente General

BANCO CONTINENTAL: Sra. Digna de Valladares
Sub-Gerente, Tegucigalpa

BANCO DEL COMERCIO: P.M. Luis Rodriguez
Gerente Regional, Tegucigalpa

MIERCOLES 8 DE NOVIEMBRE:

BANCO MERCANTIL: Lic. Zadik Lépez G.
Gerente de Credito

BANCO CENTRAL: Lic. Raul Medina
Sub-Gerente
Dr. Popeya Aguilar

Asistente de la Presidencia

UNIV. NAC. AUTONOMA: Bradford O' Neill
Abogado Bankario

9:00 a.m.

2:30 p.m.

9:00 a.m.

10:00 a.m.

2:30 p.m.

10:00 a.m.

3:00 p.m.

5:00 p.m.



JUEVES 9 DE NOVIEMBRE:

BANCO ATLANTIDA:

FICENSA:

BANCO DE EL AHORRO:

BANCO DE OCCIDENTE:

BANCAHSA:

VIERNES 10 DE NOVIEMBRE:
BANCO SOGERIN:
BANCO DE OCCIDENTE:

BANCO DEL COMERCIO:

BANCO CONTINENTAL:

LUNES 13 DE NOVIEMBRE:

BANCO DE HONDURAS

Bufete Gutierrez Falla

Lic. Salvador Gémez A.
Primer Vice-Presidente y
Gerente General Adjunto

Lic. José Arturo Alvarado
Gerente General

Lic. Juan José Lagos Ch.
Sub Gerente Metropolitano

Romualdo Elpidio Mejia
Asistente Gerencia General

Ing. Manuel V. Bueso
Gerente, Sucursal Tegucigalpa

Lic. Ernesto Emilio Carias
Gerente Administrativo

Lic. Sidney Jose Panting
Gerente General

Ing. Ernesto Lardizabal
Gerente Regional

Lic. Mirna A. Larach

Jefe de Procesamiento de Datos

Lic. Henry Romeo
Gerente General

Lic. Maria Lidia de Solera
Presidente

Ernesto J. Matamoros
Vice-Presidente Residente

9:00 a.m.

10:00 a.m.

11:30 a.m.

3:00 p.m.

2:00 p.m,

9:00 a.m.

10:00 a.m.

11:00 a.n.

2:00 p.m.

2:00 p.m.
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APPENDIX C

RECOMMENDATIONS ON SPECIFIC COURSES OFFERED BY THE AMERICAN BANKERS
ASSOCIATION

1. BANKSIM/BANKEXEC

BankSim/BankExec is probably the most effective senior management
training and development tool available in banking today. It is
a bank simulation program used with a computer model to update
quarterly financial information provided by the teams of
participants. The computer is not interactive; it is only used to
prepare new financial reports, based on data provided by the teams.

BankSim and BankExec are actually two different programs. BankSim
is recommended for more experienced participants and longer class
periods. BankExec is recommended for less experienced participants
and shorter class periods. Because of the time constraints of
senior-level officers and directors, the consultant recommends the
use of BankExec first, to be followed by BankSim at a later time.

Both simulations <cover such appropriate topics as policy
formulation and forecasting; analysis and planning; loan and
deposit pricing; marketing and resource allocaticn; taxes and
accounting; asset and liability management; liquidity and spread
management; lending, deposit, and investment strategies; capital
formation and dividend policy; group dynamics; organizational
structure; and banking terminology.

The ideal audience for this course would include bank presidents,
senior managers of various functions (such as 1loans, trust
marketing, data processing, operations and personnel) and active
directors. This course would also be useful to bank regulators and
senior central bank officers.

The program is set up to divide participants into teams of 4 to 5
each, representing 4 to 8 banks per community. Total participants
per community would be 32 to 40. The program could be operated
simultaneously by AHIBA in both Tegucigalpa and San Pedro Sula.
The course will take 1-2 years to complete.

The cost of the program is about $2,000.

For more information, see ABA Catalog, p. 40.

2. BANK INVESTMENTS AND FUNDS MANAGEMENT

A modular course covering the latest developments in corporate
finance in the financial services industry. The course consists
of 10 modules, with approp:iate learning objectives for each.
Materials include an instructor's manual and participants'



workbooks containing readings, self-study exercises, and
bibliographies for further reference. Readings and class
presentations treat recent legal developments and economic trends
that directly impact bank performance and profitability.

The cost of the course is about $2,000.

For more information, see ABA Catalog, p. 40.

3. MANAGEMENT FUNDAMENTALS

An introduction to modern management theories and practices,
organized around the basic themes of planning, staffing, leading,
and controlling; organizational theory; employee motivation;
communications; budgetary control; and management information
systems. Materials include a textbook (approximately 500 pages)
with several case studies and an instructor's manual. The course
could be taught through AHIBA to an audience including presidents,
senior bank management, directors, and bank regulators.

For more information, see ABA Catalog, p. 42.

4. THE NEW WORLD OF COMMERCIAL BANKING

This course examines in detail the competitive, regulatory,
technological developments that are altering the nature of
commercial banking. The text and instructor's manual, published
in 1987, focus on the management of change in such areas as global
banking, funds management, electronic banking, non-bank financial
institutions and interstate banking.

For more information, see ABA Catalog, p. 42.
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L naeng, e trabajar £n la propuesta que conver muamn
v antse ty ootadia con  nosotros agui en Losta Rica, tenygo
muc ho gusto en adjuntarte lo que hemos estimado es nuestra
me'Jor oterta para ustedes, de acuerdo a log datos obtenidos
en 21 Taller vy a las conversaciones sostenidas contigo Yy
funcionarios de la- banca en Honduras.

(luiero indicarte que esta propuesta tiene como ob-
jetivm atacar los principales problemas por nosotros detec-
tados, sin ehmbargo si hay otros aspectaos que para us tedes
revistan de importancia y no los hayamos considerado, esta-
mns en la mejor disposicion de discutirlos, y si vemos que
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INSTITUTO CENTROAMERICANO DE ADMINISTRACION
DE EMPRESAS (INCAE)

Programa dejfdnga y Finanzas -

PROGRAMA DE CAPACITACION PARA EL
SECTOR BANCARIO DE HONDURAS

POR MEDIO DE LA

ASOCIACION HONDURERA DE INSTITUCIONES
BANCAR1AS (AHIBA)

OCTUBRE DE 1989



L. ANTECEDENTES

El 14 de Junio de 1989, se realizé en Tequcigalpa,

Honduras, wun Taller de "Diagndstico Jde Prioridades de
Faparataradn para el Sector Hancario de Honduras'. Este
tenda fae posible dada 13 colaboracidn entre la Asoriacitn
Hhondae svia de Instituciones Hanrcarias (AHIBA) y el Programa
ey Blanea y Finanzas del Instituto Centroamericsano de
heiministracion de Empresa (INCAE). Como resul tado de este
lAaller, convenimos en Que INCAE por mediov del Programa de
Banca vy F1nanzas presentara una "Propuesta Global de

Capacitacidn pars el Sector Bancarig de Honduras'.

Para tal efecto, la Facultad del Programa ha p?&parado
la presente propuesta que somete a consideracidm de, AHIBA
para su discusiédn y analisis. )

I1. PROGRAMA DE BANCA Y _FINANZAS

Desde su fundacidn en 1963, con la asistencia de la
Escuela de Administracién de Negocios de la Universidad de
Har vard, el renombre de INCAE como centro descollante de
tor—~acidn administrativa se acrecenta continuamente en el
ambito latinoamericano.

El Programa de Banca y Finanzas fue establecido en 1973
cnon el apoyn financiero del Banco Interamericano de
NDesarrollo (BID) y la colaboracidan de instituciones
tinanci1eras reglionales. Desde ese entonces, el Programa ha
venidn  realizando un vasto esfurrzo de iLnvestigacion
destinado a4  i1dentificar los problemas mas importantes de la
banca rfe 1la regidn vy a desarrollar materiales diddcticos
para el estudio de estos problemas. Como resultado de sus
esfuerzos cuenta con una de las colecciones de materiales
relevantes mads extensas en el mundo en desarrollo.

Paownp oot andoy v o revdor ancke oot 1 ahar de gnvest pogac o
Tl hva vmnar bado nogmeracac v owpr aanae, con ovyocagtivos banea

rios on rAada unn de lns pas e e srve,

Las actividades de INLCAE en e) Area de banca se han

intensiticado al  establecerse en 1983 dos nuevaos prngramacs,
£l Programa de Administracitin Bancaria de nueve meses de
duracidn que esta orientado bhacia 1la capacitacion de

funcionarios bancAarios a nivel medio con potencial de asumir
posiciones 1mportantes en sus instituciones y el Programa de
Alta Direcc1dn Bancaria dirigido a altos ejecutivos.

As1mismo, es importante destacar qur se estan
desarrollando nueves marcos ronceptuales y realizando una



rennovacidn de materiales didacticos en INCAE de acuerdo a
las necesidades cambiantes de las instituciones financieras
de la reqgidn. .
= ~We

Anualmente INCAE gradua aproximadamente 100 personas de
sus Programas de Master en AUministracidn de Empresas y de
Master en Economia Empresarial de dos amos de duracién cada
Hnn, cerce de 110 personas en sus dos Programas de
fidmama st racidn Bancaria que se 1mparten en el Campus de
tansta Hicag y de Nicaragua, aproximadamente 170 participantes
an cAada unn de sus Programas de Alta Gerencia, cerca de &0
personas  en  su Programa de Alta Direccidn Bancaria vy
aproximadamente 8,000 egresados de seminarios anuales.

Para cumplir con sus objetivogy INCAE cuenta con .
facultad multinacional con’ .las mds altas caliticacdg
emperiada en mantener en todos sus programas normagb“f
excelencia equivalentes a las de las mas destacadas escdijélas
de administracion en el mundo. ' )

Debido a los factores enumerados anteriormente,’ INCAE
se encuentra actualmente en una posicidn muy especial para
satisfacer las necesidades de capacitacion y adiestramiento
de la Asociacidn Hondurera de Instituciones Bancarias
(AHIBA) .

IT1. CONTENID ACADEMICD

1l contenido academico del PFrograma de Capacitacidn
para e] S5ector Bancario de Honduras estd especificamente
disenado para respaonder a las necesidades prioritarias gue
el entormno actual 1mpone sobre los ejecutivos bancarios de
Honduras.

tFete contenido se disend en base a la experiencia de
INCAE en la realizacidén de varios programas de capacitacion

PN 1nstirtuclones similares a las 1integradas por 1la
Acsnc tacion Hondurena de Instituciones Bancarias (AHIBA) y al
Sesmainaranslal Ler e Diagnistion e Prioridades de
fapaca tar gm en la Danca de Honduras. No  obstante, s
temas eLpocidioensg vy la untensidad con que seran tratados se
determinardan de mutuo acuerdo. £l disefao final, por lo

tanto, esltard sujeto a la aprobacidn de ambas partes una vez
areptada la presente propuesta.

El Programa de (Capacaitacion propuesto, se encuentra
estructurado en tres partes:

1) £l primer componente del programa esta dirigido a
los presidentes, directores y niveles superiores de las
1institucliones miembro de la Asociacidn Hondurerna de
Institucliones Bancarias (AHLBA).
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Z2) El segundo componente se encuentra dirigido a
funcionarios bancarios a nivel medio.

3) El tercer componente sugiere el aprovechamiento de
algunos programas residenciales que imparte INCAE en
Alajuela y Miami, Florida. El orden en que se propone la
realizaecidn de este Programa de Capacitacidn es unicamente
para {+i1nes de presentacidn. En la prdctica las partes se
enroniraran inter-relacionadas, de acuerdo a las necesidades
ther AT HA,

kn cada dia seminario se inpartirdn generalmente tres
srsyones  de . clases mediante el método de casos o
conferenr1as y presentaciOQFS'iseguo se estime conveniente,
con material tedrico relevéﬁggga cada tema. Cada sesidn de
clases 1mplica una prepaﬁéﬁi % de dns horas «vy°* cuarenta
minutos en estudio indgv;quéy.y reuniones de grupos.

EL PROGRAMA
A continuacidn se presenta cada una de las partes que
integran el Programa de Capacitacidn para el Sector Bancario

de Honduras vy se da una breve descripcidn del contenido
academicno de cada sub-programa:

L. SEMINARIOS PARA LOS NIVELES BERENCIALES

Los seminarios que el Programa de Banca y Finanzas del
INCAE propone realizar para los niveles gerenciales de las

instituciones miembro de las Asociacidn Hondurerma de
Instituciones Bancarias (AHIBA) tendran wuna duracidn de un
dia v en lo posible se programaran en viernes. Lo anterior,

con objeto de no dividir la semana de 1os ejecutivos que
asistan y lograr un maximo de asistencia.

Los seminarios propuestos para los niveles gerenciales
tienen como fin primordial el actualizar los conocimientos
de los participantes e 1intformar sobre las tendencias mas

relevantes en los sistemas financieras de otros paises. Lo
anter 1o con e)l oblietivo ae Proporcionarles herramientas
necesar1an para enfrentar Ins problemas de la banca desde el

punto de viskts de la alta gerennia.

a)  MERCADE() BANCARIO

Las condiciones de mercado de la industria bancaria han
estado oxpuestas a un ambiente de cambios a veces abruptos,
der Aalta volatilidad e incertidumbre., Aunque esas
condicionms llevan por lo qeneral a8 un alto grado de
inestabilidad que dificulta el manejo de las operaciones
financieras, tambien es cil1erto que ofrecen usualmente
oportunidades nunca antes vistas.

/;
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El aprovechamiento de estas Oportunidades requiere en
muchas ocasiones de] Uso de ‘conceptos y tecnicas que no han
sido tradicionales en la banca.:kgntre esas se encuentra el
"marketing" de productos financigfos.

El objetivo fundamental de este seminario es introducir
a los participantes en el estudio de teécnicas analiticas
rara comprender y ejercitar el proceso decisorio en la
romercializacidn de productos y servicios financieros.

b)  NUEVAS TENDENCIA 2..Y TECNOLOGIAS BANCARIAS:

El seminario de Nuevas Tgndencias y Tecnologias
Bancarias pretende que los ejecutivos de las instituciones
fjnancieras~comprendan las tendentias mas importantes en los
sistemas finapcieros en paises; desarrollados Yy s5UsS
implicaciones estratégicas para las instituciones que
representan y para el sistema financierno hondureso.

Los participantes a este seminario tendran la
oportunidad de conocer nuevos marcos conceptuales Y
tecnologias relevantes para la banca moderna.

©)  LIBFRALIZACION_F INANCIERA

El concepto de liberalizacidn es respuesta de la crisis
que atraviezan los paises en desarrollo. En la actualidad
s he incorporado al lenguaje diario en razon de la
existencia de una crisis sin precedente y la busqueda de una
salida de esa crisis.

Cuando se  hable de liberalizacion se est4d hablando e
eliminar la intervencién del Estado. Cuando se habla
especiticamente de liberalizacion financiera se esta

hablando de liberizar tasas de interés, eliminacién de topes
alobalrs y de topes sectoriales de crédito.

U vl b adlaeg | e IR TN I T NRTRYRTI this I ST RVENI BT
v v 1y K TR RN NAIRYENE! i beye aelae, e meir hiryey, R R TATENN .3
e el AT hane ar 1a em 1o bk Unirns masta condaciondo a
v estremecimiento compet)ytvo auer s senbtird mas alla de
st fronterag, Esta si1tuacidn plantea  tanto una amenaza
para los sistoemas financieros de Latinoamérica como
nsibles nuevosg negocios, nunvos mercados Y nuevos

instrumentos financieros. -

El ohjelivo del seminarin de iLiberalizacidn Financiera

. . ... P
fs o que los  participantes ldentifiquen y evaluen . las
tandencras en lns sitemas  financieros en diversos paises y
romprendan ~usg Impliracilones para las instituciones

financieras de Honduras.



d)  MERCADO DE CAPITALES

Se puede decir que todos los paises de Centroameérica
han intentadao formar tanto independientemente caomo
conjuntamente sus bolsas de valores. stre estos casos se
destacan el de El Salvador y Panama nde se hicieron los
intentns centroamericanos mas avangadoe. Merecen tambien
moencionar s el proposito por  taormar: uha bolsa de valores
reglional. S1in embargo, por diversas razones todos estos
1ntentos no han tenido mayaor exito.

reotEn eete seminario de Mercado de Capitales se examinara

s harn  sido los problmmas que han enfrentado los paises
‘tfoamier icanos para la creacién de bolsas de valares. En

ESt(uctnrarlon de las 1nstituclones que participan en este
mercadno v de formulacidn inedecuada de DDILthéS econdmico-
financieras por parte del Estadn.

simismo. s presentard la experiencia de la Bolss
Nacional de Valores de Costa Rica, la cual ha sabido superar
una serie de obstaculos para lograr su desarrollo inicial vy
sentar l1as bases para su consolidacidn dentro de un terreno
que por su infraestructura no era del todo propicio.

2. SEMINARIOS PARA MANDDS MEDIOS

LOS seminarios propuesltos para los ejecutivos bancarios

a nivel de mandos medins tendran una duracictn de cinco dias
y se programaran de mutuo acuerdo entre AHIBA y el INCAE.
La asistencia esperarda a3 estos eventos serd de 495

participantes por evento.

Estos seminarios tendrdn comn objetivo desarrollar en

los participantes las habilidades vy conocimientos en lo
referente a las técnicas de administracién financiera,
An4dlicis rie crédito Y e~ ] manejo de operaciones
interngr tonalos @n 1thatjtin tone=s financieras, proveyéendolos
e herramientas conceptuales  para mejorar U gestion

administrativa.

a) ANAI. ISIS DEL RIESGO _CREDITICIO

El Seminario de Analisis del Riesgo Crediticio tiene
como obietivo principal el proporcionar a los participantes
los conocimientos gerenciales basicos para el andlisis e
interpretacion de estados financieros y tacnicas de analisis
financiero de corto plazo v largo plazo.

gre sentido. se examinaran Jos problemas de de%lcienteJ



En un ambiente inestable se requier® a menudo de una
mayor capacidad de andlisis de los creditos vy de un
seguimiento mis efectivo de los mismos.

Entre 1los temas que se proponen cubrir en este
Seminario estan los siguientes:

- An4lisis e Interpretacion de Razones Financieras
- El Prondstico Financiero

- Evaluacinn del Riesgno Crediticio

- Analisis de Credito: Conceptos v Objetivaos

- Alternativas de Financiamiento a Largo Plazo

- Evaluacidn de Proyectos de Inversidn

3. APROVECHAMIENTO DE PROGRAMAS RESIDENCIALES

A fin de complementar 2l Programa de Capacitacidn para
el Sector Bancario de Honduras, el INCAE propone que se
aprovechen algunos programas residenciales que imparte en su
Campus de Alajuela, Costa Rica y en Miami, Florida. Con
pste objetivo se suglere que s2 establezeca un fondo para
otorgar becas a los funcionarios de los bancos miembros de
la Asociracitn  Hondureda de Instituciones Bancarias (AHIBA).
Al final de esta seccitdn se describe brevemente el
mecanlsma.

PROGRAMN DE ADMINISTRACIUN BANCARIA

F£1 Programa de Administracidn Bancaria es un  cursos
académico de nueve meses de duraciéon, cuya filosofia esta
basada en la premisa que las instituciones financieras no
son mMReros conduc tos de recursos financierags, sino
instrumentons claves de desarrollo econdmico y social.

Estas instituciones deben desarrollar nuevas fuentes de
capital, reconociendo vy creando mejores oportunidades de
inversion y suministrando la asistencia técnirna y gerencial

NBCHGArta  Nara Aasequrar el avitn  de los proyectos
proammvaicton,
E] Pragrama  de Administlracinon Jancaria de INUAE tiene
como principales objetivos:
O. Contribuir efectivamente al desarrollo de los paises
que INCAR atiende mediante el entrenamiento Yy
capacitacidn de, ejecutivos con resppnsabilidades

funcionales en la banca y en otras -instituciones
financieras.

O. Desarrollar la investigacidn y preparaclion de nuevos
materiales didActicos gque sirven de soporte a los

a )ﬁ,
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programas de entrenamiento gerencial en las areas de
Banca y Finanzas.

Desde su +undacion en 1983, el Programa de Administra-
cidn Bancaria, ha entrenado a mas de 400 profesionales de
diversas instituciones bancarias provenientes de los paises
de Centroamérica, Ecuador y Paraguay.

It e programa se ba disenado de tal forma que los
participantes pusrdan matricularse por los nueve meses gue
dura todn el programa o bien por modulos de tres meses.
Durante lns nueve meses se dictfan quince Cursos. Caomo se
puede obs=rvar el Programa e Administraciéon Bancaria, se
ofrece cnon un maximo de flexibilidad y ‘relevancia,
conservando su nivel de excelencia,académica.

PRIMER MODULO (Fecha de 1nicio: Oftubre)
SISTEMAS Y OPERACINNES BANCARIAS

Contabhilidad Bancaria
Sistemas rle Computacidn
Organizar 10N

Gerenc:a rle ICostos
Dperaciones Bancarias

SEGUNDO MODUILLO (Fecha de inicio: Enero)
ANALISIS FINANCIERO Y EVALUACION DE PROYECTOS

Finanzas 1

Finanzas 11

Instituriones Financieras I
Evaluaridadn de Proyectos

Toma y presentacion de Decisiones

TERCER MODULD (Fecha de inicio: Abril)
ENTORNO F-ONOMICO Y PLANEAMIENTO BANCARIO

Macroseconomi 3

Intituciones Financieras 7
Mercaden Hanrcaryn
Frlaneamyantn stratégaen
Agroinrdustria

TambimPn €5 imoportante hacer notar que INCAE ha
inic1ado a rntar este Programa a8 otros paises por 1 o 2
amos, con el objetivo de que los paises anfitriones puedasan
capacitar a mis ne?sonas en menor tiempo, ya que en lugar de
enviar a 4 u B funcionarios puede el pais como un todo tener
&0 o 70  personas  por ano, beneficidndose del efecto
multipl icador que esto supone.

C—— -,



_ En el C350 que AHIBA esté interesada en tener el PAB en
Hondgras pOr uno o dos anos también lo podriamos d@scutir
posteriormente.

PROGRAMA D ALTA DIRECCION BANCARIA ( Julio de cada afo )

A diferencia de otros programas residenciales del
fnat tatay ¢l Programa de Alta Direcridn  Bancaria  (PADB)
cebA dseniann eopecificeamente para tuncionarios bancarios
Con ouna pasicion de alta responsabilidad en su institurion.
1 objyetivo bdsico del programa es desarrollar en el par-
ticipante las ' habilidades.-. conocimientos vy , aptitudes
necesari0s pana el andlisis y la toma de decisiones frente a
los problpmqéﬁ;&ﬂumﬂes de la~hanca desde el punto de 1la
vista de la.altaidireccion.

£l PfqurSma de Alta Direccién Bancaria (PADBleersigue
espect firamento:

1. Fstimular el  juicio critico en la toma de decisianes
gerrencilales con la ayuda de nuevos marcas conceptuales,
teécnicas administrativas y tecnaologias relevantes para
la banra moderiia,

2. Fortalecer la capacidad gerencial para el planeamiento
a larqo plazo de instituciones +inancieras en ambientes
sufriendo drasticns cambiros.

3 Drsvarral lar una visién global de alqgunos de los proble-
mas mas  importantes de la banca en la década de los 80
asi comn de posibles solucliones a los mismos.

q, Identaifinar v evaluar las tendencias en los sistemas
financieros de diversos paises y los factores criticos

que afactan sus operaciones y resul tados.
" ¢

=1 ébnfgn}do arademico del Programa de Alta Direccion
Hancaria (IMADY) rstd disennadn para responder a las necesida-

des prrorilariasn gque la  décads de los A0°s impone sobre el
Alto ejerutivo bancario ©en Labinoamsr ica. £l plan de
"eastudion se - he eskhructuradn en forma integral de manera que
exista  une intima relacidn entre las distintas Areas

Cpghiertans,

i Fl progrsgna se divide en dos modulos que cubren 4areas
importantes de la gestidn bancaria maderna. Estos dos
modulos son los sigulentes:

At
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MODULO 1: E1 Entorno Econdmico y la Gerencia Funcional en la
Banca Moderna.

Andlisis del Entorno Econdmico
Analisis del Riesgo Crediticio
Mercadeo Bancario

Jueqo Gerencial de Bancsa

MODULD 11: Planeamiento Estratégico en Instituciones Finan-
cieras.

~ AnAlisis de las Politicas vy Estrategias de la Banca
- Direcciodn Corporativa: Vis:én~é[1mplementacidn
- Administracion de Tecnologia ergla Banca Moderna

El1 Programa de Alta -Direcgion Bancaria tiene una
duracion de dos semanas cohéecqtlvas y se realiza anualmente
en el mes de julio en Miami, Florida, contando con la
participacién de mas de ‘60 banqueros provenientes de 15
paises de Latinoamérica.

SEMINARIO PLANEAMIENTO ESTRATEGICO EN LA BANCA ( Noviembre
de cada ano ).

El Seminario de Planeamiento Estratégico en la Banca
ecstd especificamente dirigido a " miembros de juntas
directivas y gerentes de instituciones financieras.

Los nbjetivos que persique este Seminario se presentan
a continuacion:

e Fortalecer la capacidad gerencial para el planeamiento
A larqgo plazo de instituciones f{inancieras &#n ambientes
aque estan experimentando cambios.

0. Ofrecer a los participantes la oportunidad de conocer
nuevns marcos conceptuales vy tecnologia relevantes a
psns ambientes,

0. leleenby foear diveran vt ategran o en instituctrones
financ 1eras  aAst € rmo) 10 politicas aperativas mas
Aproplradas para Jaagrar sus metas.

TEMARIO:

1. Nuevos conceptos sobre el planeamiento estratégico en

la banca.

2. El drearrollo de estrateqias competitivas en institu-
ciones financieras.

3. Diraandstico institucional en 1a banca.

10
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4, El papel de la alta direccion en la ejecucion del plan
estratégico.

Asimismo, los expositores durante el seminario
presentan un marco conceptual par a el planeamiento
estratégico que ha sido utilizado en diversas instituciones
financieras de Latinoaméricas.

Fate Seminario tiene una duraci6n de tres dias vy se
realicza anualmente en el mes de noviembre en Miami, Florida.

MECAN I SMn)

Para lus programas y seminarios descritos anteriormen-
te, <@ .peopone que se establezcan fondos para tres amros. En
este periodo  ademds se oy seminarios de uno y cinco dias,
sugerimos que  AHIBA otorgue 7 hecas completas ‘para cada uno
de los Hrogramas ya establecidos ( PADB v .'Planeamiento
Estratégico en Miami y PAB en Costa Rica ). Estas becas
pueden ser otorgadas en 100% para radas participante, 0 bien
otorgar becas parciales con el objetivo de qgque hayan mas
participantes por evento.

Las hecas se podrian otorgar mediante sorteo anual u
otro mecanismo acordado entre 1los bancos miembros de la
Asociacidn Hondurersa de Instituciones Bancarias (AHIBA), con
el objetivo de aseqgurar la participacion de todos los bancos
miembros de AHIBA en todos 1los programas residenciales
contemplados en esta propuesta.

Asi mismo, sugerimos gque AHIBA destine fondos para la
compra de boletos aéreos en moneda local (Lempiras) para los
asistentes a los programas residenciales. A continuacién
presentamos un estimado anual de ‘necesidades de boletos
aereos:

NUMERO DE
PROGRAMA RUTA BOLETOS AEREQS
Admon. Bancaria TGU - SJ0 - TGU q a 12 *~
Alta Direccidn Bancaria TGU - MIA - TGU 4
Planeamiento Estra- T6U - MIA - TGU 4
tegico en la Banca
ws El nimero de boletns aéreos estard en funcién de la

modalidad en que los participantes tomen el programa.

11



IV. METNDO DE ENSERANZA

La matodologia didédctica usada en las clases sera,
princjpalmentggﬂpl mitodn  dr  casos desarrollado por la
Escuela de Negocins de Harvard Y exitosamente adaptados por
INCAE a) medio’ latinoamericano.

it rasn ©5  un material educativo especialmente
prenarada para ubicar  al participante en una situacitn
el lar b ava reg). Tipicamente contiene todos los hechns e
1ok mar annng atingentes vy disponibles a la alta direccidn
Para o soluacinon de )osg problemas criticos de la empresa.

k1 procedimiento usual comprende, para cada

participante, la. lectura analisis jndividual de cada caso,

asi comno  la decisidn  sobre el , CUrso de accién que a su
>

rntender sea mds adecuado adoptar.

A continuacidn, los participantes se reunen en pequenos
grupos dr estudios en los cualos intercambian sus puntos de
vista relativos a la situacisn descrita en el caso.,

Confrontan sus respectivos métodos de andlisis, vy
comprueban mutuamente S1Js  conclusiones, Finalmente,
presentan en el saldn de clases sus analisis del caso y sus
recomendaciones individuales sobre el curso de accidn a
tomar.

Estas discusiones, guiadas por los miembros de la
Facul tad del Programa, induce a los participantes a revisar
criticamentr sus propios supuestos y a refinar sus andlisis
Yy conclusiones, '

F 1 enfogie cn CaLNG estimula la creatividad
Administrativa para al descubrimiento de cursos de accitn a
la luz de técnicas de andlisis mondernas. HBasada en la

premisa de  que ningun  problema gerencial tiena "una sola
solucidn correcta", la discusiédn de casos entatiza el valor
de tomar decisiones temperadas por la experiencia Yy el buen
i o,

Ty Foveapey tles R PUNE A Dt barcananto tondrs ange has
oportunadbadees e oavaminae y tratar nucvos y  diferentes
enfoques, rcapaces de desarrollar soluciones prdcticas a una
amplia variedad de prohlemac adminieteskivnc

12
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A continuacidn se presenta el horario para un dia
tipico de trabajo:

:00 - 9:00 A.M. Reunidn de Grupos
F:00 - 10:20 Sesi1on Plenaria
LO:20 - 1040 Recrso
10:40 - 11:40 Discusidn de Grupos
11:a0 - 1:00 P.M., Sesidn Plenaria

1 :010) = 2:00 Almuerzo

SO0 -~ 3230 Estudio Individual
130 - 4:30 Reunidn de Grupos
1:30 - 3:00 Receso

D0 - 6:20 Sesidn Plenaria
6:20 - En adelante Estudio Individual

V. LUGAR Y FECHAS

.l Proqgrama de Capacitacidn para el Sector Bancario de
Honduras e realizard en Tegucigalpa, Honduras. Una vez
Aprobada la presente propueste se determinardn de mutuo
acuerdn el lugar y fechas exactas de realizacidn de cada

seminario.

VI. CO0S10 DEL. PRUGRAMA

i1 costo total del Programa eg de US$2356,337
(Dnscaentos Cincuenta y Seis mil Trescientos Treinta y Siete
Didlarrms  Americanos Exactos. Este costo incluye los
Sorvicios profesjonales  de INCAE  por disefc y preparacion,
dirncoadn  araddmica,  ensefanza vy administracidn de  los
SAMINArioG, También 1ncluye gasto de transporte y vidticos
de los profesores, material didActico, suministros y gastos
indirectos de  INCAE. Asi mismo, incluye el costo de
almuerzo y cafés para los participantes. Ver presupuesto
del Programa en el Anexo No. 1.

Este roatn también incluye fondoas para 7 becas anuales
Cata i ol T proaramacs. va o astahlecidos  y  rdescritog

e vormend e odoarant o g por poedo de broe () At

Lo oarama  de Capacitacidnm para el Sector Bancario de
Honeur as pogere tomarse compirto o los seminarios que sean
del dntercs  de AHLYA, el costo fina) del Programa, en este
cAaso particular, estard en funcaidn del numero de eventos
seleccionados, El plan de pdgous se realizard de matuo
acuerdo una ver aceptada la presente propuesta.

13
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VII.  EACULTAD

La Facultad del Programa serd integrada por miembros de
la Facultad del Instituto y por algunos especialistas en las
diferentes Areas de acuerdowa la necesidad y conveniencia.

14
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ANEXD No. 1
PRESUPUESTO SEMINARIO 1 DIA

EXTERNO SIN ALOJAMIENTO

GEMINARTOS PARA LOS NIVELES GERENCIALES

wntvicins Mrofesionaleys

L. Mysefio v Preparacion
1. EFngeianza

1i1. HSupervision-Académinsa
1Ive *Administracion

Sub-total
(Ve Prestaciones (20%4)

Tmntal Servicios Profesionales

Otros Uostos

a) Suministros Uss 100
t) Hiproduccidn Materiales 640
c) Nlimentacion 500
(ANlmurrzo vy cafés)
d) ITransporte de profesores 950
@) Comunicarciones y transporte interno 100
1) (i) ansura 400
Total Otros Costos Uss 2,690
Cnstos lndirectos
a) Total Costos Directos (I + II) Uss 6,993
b) Tasa de Indirectos 20.6%
uUss 1,440

Iotal Cnntos Indirectos

tastn Total (l1+11411 1)

3
-
-

3]
¢

5% 8,437

19
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PRESUPUESTO SEMINARIO. S DIAS
EXTERNO SIN ALOJAMIENTO

Base 45 participantes

II.

ITI.

Iv.

SEMINARIOS PARA MANDOS MEDIOS

erviecins Profesionales

1.
ii.
111.
i1v.

Diserno y Preparacion
Enseranza

Supervisidn Académica
Administracion

Sub~-total

V.

Prestaciones (20%)

Total Servicios Profesionales

Otros Costos

a)
b)

c)

d)

e)

f)

Suministros

Reproduccidn Materiales
(45 participantes)
Alimentacidn

(Almuerzo v cafes)
Transporte de protesores

(Ilncluye Hotel y Per—-diem)
Comunicaciones y transporte interno

Clausura

Total Dtros Costos

Costos Indirectos

2) 1otal Costos Directos
h) la

Tt sl

59 de Indirectos

nostos Indirectos

Costo Total (I+11+111)

(I + ID)

16

USss$ 3,525
3,260
2,970
1,600

US$11,355
2,271

2,845

300
BOO

Uss11,345

US+24,971
20.6%

US+30,113



3. PROGRAMAS RESIDENCIALES x/
Costo por participante en habitacidn dobla O compartida

a) Programa de Administracién Bancaria uUss 6,995
h) Programa de Alta Direccion Bancaria' uss 3,200
) “rminario Planeamiento Estratégico uss 850
o o Banca )
BECAS
0. COSTU PRIMER ARO
- 7 HECAS X PROGRAMA Uss77,315
0. SEGIINDO ARO 81,180
O. TERCER ARNO 85,239
COSTO DE BECAS POR TRES ARQS US$243,734
X/ Debe considerarse un incremento anual de 5% sobre

precio

RESUMEN DE COSTOS DEL _PROGRAMA

I LoeminAario para los niveles gerenciales US$33,732
(4 seminarios de | dia)

2. HYeminario para mandos medios 30,115
3. Programas Residenciales 243,734
COSTO T07TAL US$307,3581
13- 3+ + -+ 3§ 3

PFHIMER A&

1) HECAS PROGRAMAS RESTDENCINES % 77,315

2) PROGRAMA NIVEILES GERENCIALES 335,732
3) SEMINARIOS MANDOS MEDIOS 30,115

107 AL 141,162
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SEGUNDO ARO

1) BECAS PROGRAMAS RESIDENCIALES $ 81,180

TERCER ARO

1) BECAS PROGRAMAS RESIDENCIALES % 05H,23%

REmSms it

GRAN TOTAL % 307,581

18
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OUR CLIENTS

We are pleased to present the 1990
Program Catalogue of the Financial
Institutions School of Banking.

The Finaricial Services Industry has beer,
changing dramatically, and the forces
producing the changes are expected to
continue for some tire. Those institutions
that have the human resources prepared
to meet the challenges of chan?e will be
the most successful. The School develops
quality professional skills programsin
response to coordinated needs analyses,
with input from line managers and
training directors, and offers the programs
atits Training Center in New York and
other sites as requested. Reflecting this
feestback from you, we are including new
programs for 1990, as well as continuing to
update our other programs.

The programsin the catalogue form a con-
tinuum of training designed to develop
the participants’ professional skills as they
progressin their careers. This training,
which we believe is essential to achieving
successin the Financial Services Industry,
starts when individuals are hired, and con-
tinues throughout their career as respon-
sibilities and market conditions change.

We welcome the opportunity of making
this quality training available to yoy and
to your institution, and we ook z)rward to
your participation.

ivd
Alan Weber

Group Executive
Financial Institutions Group

George B. Sharp
Director
School of Banking
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HOW TO USE THIS
CATALOGUE

This catalogue is divided into seven subjéct
areas:

Credit

Management

Marketing

Treasury

Special Projects

Other Courses
Computer-Assisted Models

Course offerings in each specific program
are found in the Table of Contents. The
detailed program descriptionsinclude
information on objectives, recommended
eligibility criteria, methods, dates and
tuition costs.

Additional program information is
¢ vailable from the Schaool of Banking or
‘rom your Citibank Relationship Manager.

NOMINATION
PROCESS/ADMINISTRATIVE
MATTERS

REGISTRATION:

A registration form can be found at the
end of this catalogue. Additional forms
may be obtained from the FIG School of
Banking. A separate form should be
completed for each nominee for each
program.

Completed registration forms should be
returned to:

Citibank, N.A.

Financial institutions Group
School of Banking

21-21 44th Drive

Long Island City, New York 11101

Att: Lucie D. Casale
(718) 784-5097

FAX: (718)784-0179

Telex Address: ITT420392
ref: NYIBG
or
RCA235530
ref: NYIBG

SUBSTITUTIONS:

Substitutions can be made by the
sponsoring institution up to one week
before the start of any program not
requiring extensive pre-course work. For
programs requiring extensive pre-course

e 3T



work, substitutions wiii be permitted up to
two weeks prior to the starting date.

Every effort will be made to accommodate
changes after these times, but no substi-
tutions will be possible once the program
has started.

PRICING:

Pricesin this catalogue are for programs
givenin the New York area, unless other-
wise noted.

CANCELLATION POLICY FOR
PARTICIPANTS:

Thert. will be no charge for cancellations,
provided we receive notice in writing at
least 30 business days prior to the pro-
gram’'s start date. A charge of 50% of the
program cost will be incurred for written
cancellation notices received 29 to 5 busi-
ness days prior to the program start date.
A charge of 100% of the program cost will
be incurred for cancellations received
thereafter.

OTHER:

The precise timing and location of pro-
grams will depend on faculty and space
availability, as well as enroliment.

Participants are responsible for their own
travel, as well as room and board expenses
and arrangements, unless otherwise
noted.

We will be pleased to offer
recommendations and/or assistance in
making these arrangements.

Merchant Banking
‘.(7

Techniques
® Structured Finance

Seminar
® Corporate Finance &

® Consumer Lending

DECEMBER

APRIL
Al

Documentation
® Managing Information
Technology

e Loan Structurning &
Strategy

® Advanced Credit

1990 TRAINING CALENDAR
MARCH
JuLY
NOVEMBER

Credit Analysis
Credit Analysis
Credit Analysis
® Managing Accelerated
of Organizations
® Structured Finance

Change
® Strategic Assessment

FEBRUARY

® Fundamentals of
JUNE

¢ Fundamentalis of
OCTOBER

® Fundamentals of

9

Merchant Bankin
Documentation

Techniques
® Country Risk Evaluation

® Exceptional Sales

Workshop
® loan Structuring &

Workshop

JANUARY

MAY

® Country Risk Evaluation
¢ Marketing Skills
SEPTEMBER

® Corporate Finance 8



FUNDAMENTALS OF CREDIT
ANALYSIS

Thisintensive four-week program covers
basic financial accounting and credit eval-
uation techniques, and their application to
business and banking. Topicsinclude: U.S.
financial reporting practices, understand-
ing of financial statements, cash flows,
leasing and the analysis of business risk
and corporate strategy.

OBJECTIVES:

At the completion of the program, the
participant will be able to:

® describe the relationship between
financial reporting and the
underlying business activities;

® analyze financial statements;

® evaluate funds flows in the context
of the industry and economy;

® evaluate a concern’s financial
structure and options;

o use financial statements as a tool for
investment and credit decisions;
and

e determine therisk level associated
with the company’s strategies given
its financial condition and
competitive ranking.

RECOMMENDED FOR:

Bankers with little prior corporate credit
experience.

PREREQUISITES:
None.
FORMAT:

Significant pre-course and daily readings
and work are assigned. The format
consists of daily classes with lectures and
case studies, each requiring approximately
eight hours of homework and prepara-
tion. The faculty includes staff of the
School of Banking, consultants, and other
specialists.

OFFERINGS & LOCATION:

Feb. 26 - Mar. 23, 1990 LICTC* - N.Y.
June 4- June 29, 1990 LICTC* - N.Y.
Oct. 1-Oct. 29, 1990 LICTC* - N.Y.

*Long Island City Training Center
PRICING:

Tuition: $4,400

This program has been accredited by the

New York State Regents for graduate and
undergraduate studies,

~
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LOAN STRUCTURING AND
DOCUMENTATION

This ten-day program covers the principles
of loan structuring and documentation.
The emphasis is on the linkage between
strategicissues and financial constraints;
identifying critical strengths and weak-
nesses in management, the business and
the financial structure of companies; and
learning techniques for structuring credits
to minimize potential risks.

OBJECTIVES:

At the completion of the program, the
participant will be able to:

® structure transactions to minimize
the risks identified in a credit
request;

® derive pricing for transactions under
different options;

® participate in1can negotiations;
and

¢ identify the key legal aspects of the
proposal and selected loan docu-
mentation appropriate to the
transaction.

RECOMMENDED FOR:

Bankers with corporate credit
responsibilities.

PREREQUISITES:

Completion of the Fundamentals of
Credit Analysis Program, or its equivalent.

FORMAT:

Lectures and case studies presented by the
staff of the School of Banking, attorneys,
outside consultants and other senior
officers. Each class session will require
extensive homework and preparation.

OFFERING & LOCATION:

Mar. 26 - Apr. 6, 1990 LICTC*-N.Y.
Sept. 10 - Sept. 21, 1990 LICTC* - N.Y.

*Long Island City Training Center
PRICING:
Tuition: $3,300

$3,100 when takenin conjunc-

tion with Funcamentals of
Credit Analysis



CONSUMER LENDING -
SEMINAR

The Consumer Lending seminar is & five-
day course in managing risk to maximize
profitsin the consumer loan business. It
presents the latest strategies fcr balancing
the risk and reward of major consumer
products, including credit cards, automo-
bile and home equity loans. The course
emphasizes a high-volume, actuarial
decision process for portfolio selection
and management.

OBJECTIVES:

The purpose of the seminar is to foster a
credit culture within an organization
which improves profitsin today’s highly
competitive environment. Consumer
lending focuses on maximizing profits
through three major themes:

® balancingrisk and reward;

e managing actuarially; and

s modeling and planning for

profitability,

RECOMMENDED FOR:
The program is designed for middle and
senior level managers in the consumer
finance industry, including personnel from

sales, marketing, credit, finance, opera-
tions, auditing and general management.

FORMAT:

The program consists of fectures, exercises
and case studies. it covers the credit cycle,
as well as two specialized areas of con-
sumer finance: home mortgages and
indirect business.
LOCATION & OFFERING:
Apr. 30 - May 4, 1990 LICTC* - N.Y.
*Long Island City Training Center
PRICING:

Tuition: $3,500

X



CORPORATE FINANCE AND
MERCHANT BANKING
TECHNIQUES

This five-day seminar builds on the concept
of “value creation” through which manag-
ers attain positive and improved spreads in
the financing and leverage aspects of their
business. The concept of value creation is
essential to gaining an understanding of
corporate restructuring possibilities and
the role that bankers can play in assisting
inthe process.

OBJECTIVES:

At the completion of the seminar, the
participant will be able to:

® apply the analytical and mathemat-
ical techniques on which merchant
banking products are based;

® evaluate the impact on both corpo-
rate and financial institution clients
of securitization methods (pass-
throughs), as well as FRNs, RUFs and
the range of interest rate hedging
strategies followed around the
world;

® understand and communicate how
risks and rewards associated with
various financing options affect the
firm’s performance; and

® evaluate the credit risks to the
provider of various merchant
banking products.

RECOMMENDED FOR:

Lending officers with at least three years
of corporate lending experience.

FORMAT:

Significant pre-course and daily readings
will be assigned. There will be lectures and
case presentations each day. The perspec-
tives of both the Chief Financial Officer
and of the Merchant Banker will be given
in the course and participants will have an
opportunity to negotiate for specific deals
to test their understanding of the course
material. The faculty consists of senior
credit officers and outside consultants.

OFFERING & LOCATION:

Apr.23-Apr. 27, 1990 N.Y. Area
Sept. 10 - Sept. 14, 1990 N.Y. Area
PRICING:

Tuition: $4,100

Room and Board included.



ADVANCED CRESIT
STRATEGY

This five-day seminar addresses issues of
lending to companies in transition: man-
aying the risks and opportunities of a
diversified loan portfolio against the
backdrop of changing industry trends,
shiftsin management and the economy,
and evolving legal and accounting struc-
tures. The material will be drawn from
recent bank experiences and will provide
the framework for discussion and group
projects throughout the program.

OBJECTIVES:

At the compietion of the seminar, the
participant will be able to:

® identify and evaluate the impact of
external variables affecting a bor-
rower’'s performance under loan
agreements such as shifting industry
trends, the business cycle and ex-
change and interest rates;

® apply proective management
techniques to credit portfolios to
enhance profits and minimize
losses; and

® apply the current provisions of the
relevant legal framework to
transactions and situations, with
emphasis on CERCLA and other
“lender liability” issues.

RECOMMENDED FOR:

Lending officers with more than five years
of experience in commercial lending.

PREREQ_UISITES:

Completion of Loan Structuring and
Documentation or its equivalent,

FORMAT:

Lectures, discussions, case studies, team
projects and microcomputers will be used.
The faculty consists of members of
Citibank’s Credit Policy Committee and
members of the Institutional Recovery
Management Group.

OFFERING & LOCATION:

Nov. 12 - Nov. 16, 1990 N.Y. Area
PRICING:

Tuition: $4,100

Room and Board included.
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STRUCTURED FINANCE -

This three-day seminar addresses the issues
of understanding the complex transactions
arranged in support of leveraged and
management buyouts and the concerns
of securitized asset sales. The material
presented will be drawn from recent
restructurings and buyouts and will
present the framework for a comprehen-
sive analysis of the ¢credit end pricing con-
cerns of these types of financings.

OBJECTIVES:

At the completion of the seminar, the
participant will be able to:

o identify and assess the credit, inter-
esirate, economic and business risks
of these types of transactions;

© setup and monitor these types of
transactions, once booked, so a5 to
manage and control the participant
risks going forward; and '

® propose meansto maximize
profitability of participating in
these transactions.

RECOMMENDED FOR:
Corporate lending officers and others
involved in structuring proposals or

monitoring participation in MiBO or LBO
activities.

"

PREREQUISITES:

Completion of Advanced Credit Strategy
orits equivalent.

FORMAT:

Lectures, discussions, case studies and
team projects will be used. The faculty
consists of senior credit officers, other

senior lending officers and outside
consultants,

OFFERING & LOCATION:

Apr. 16-Apr. 18, 1990 LICTC*-N.Y.
Oct.1-0ct. 3, 1990 LICTC*-N.Y.

*Long Island City Training Center
PRICING:

Tuition: $1,800

12
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COUNTRY RISK EVALUATION

This three-day seminar addresses the
techniques for identifying and analyzing
risks attendant to multinational exposure.
As much of country risk management
relates to the adjustment programs of the
International Monetary Fund, this pro-
gram provides a detailed analysis of how
such programs are constructed, how they
produce adjustments to international
accounts and how such adjustments affect
the creditworthiness of individual
countries.

OBJECTIVES:

At the completion of the seminar, the
participant will be able to:

® analyze how countries control their
key policy variables to achieve
international creditworthiness:

® understand and use the analytical
tools that will permit effective
predictions for good or bad inter-
national accounts performance;
and

® understand the inner workings of
the IMF stand-by programs, inter-
national adjustments programs and
the meaning of "conditionality "with
regard to drawing rights under INF
programs.

13

RECOMMENDED FOR:

Any banking officer whv isinvolved in
country risk lending. in Citibank, we offer
this seminar to officers from the Senior
Vice President to Assistant Vice President
level. The course work is intended for
those with policy making responsibilities,
individual country risk reviewers and
international lenders.

OFFERING & LOCATION:

May 20 - May 23, 1990 Europe
Sept. 30- Oct. 3, 1990 N.Y. Area
PRICING:

Tuition: $2,300

Room and Board included.
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MANAGING INFORMATION
TECHNOLOGY**

This five-day program provides a basic
understanding of the various technical
concepts of information technology such
as Operating Systems, Database Manage-
ment, Transaction Processing and Data
Communications,

OBJECTIVES:

Atthe completion of the program, the
participant will be able to:

® understand the various technical
concepts of information technol-
ogy such as Operating Systems,
Database Management Systems,
Distributed Processing, On-line
Transaction Processing and Data
Communications; and

® highlight managementissuesin
system development, achieving
adequate service levels, organizing
the information technology
department and the changing role
of the information systems
executive.

RECOMMENDED FOR:

:DP managers and their direct reports,
yusiness managers and line managers.

15
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FORMAT:

Lectures, discussions, case studies, team

projects and microcomputers wili be usec.

OFFERING & LOCATION:

Mar. 19 - Mar. 23, 1990 LICTC*-N.Y.
*Long Island City Training Center
PRICING:

Tuition: $1300

**New program for 1990.

16
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STRATEGIC ASSESSMENT OF
ORGANIZATIONS

This three-day program gives managers a
systematic framework to describe their
business organizationin functional terms,
and to develop a common language for
organizational activities. Participants will
oractice techniques in problem identifica-
tion and problem solving, and will build
skillsin diagnosing the sources of present
orgar.izational concerns and addressing
potential ones.

OFFERING & LOCATION:

Oct.9-0ct. 11,1990 LICTC*-N.Y.
*Long Island City Training Center
PRICING:-

Tuition: $950
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MANAGING ACCELERATED
CHANGE

This three-day program provides a
systematic approach in implementing
changesin organization, methods,
operations or management.
OBJECTIVES:

Atthe completion of the program, the
participant will be able to:

® deal with change successfully in the
workplace; and

® will gain experience in app'ying the
skillsin planning and impiementing
change.

RECOMMENDED FOR:

Anyone who will need to make decisions
or analyze situations requiring changes.

OFFERING AND LOCATION:

Oct. 15-0ct. 17,1990 LICTC-N.Y.
*Long Island City Training Center
PRICING:

Tuition: $950

18



MARKETING SKILLS
WORKSHOP**

Thisintensive four-day workshop is a skills-

building workshop designed for sales-
peopleinvolved inlong-term client rela-
tionships. The workshop includes a series
of exercises, discussions, concepts and
negotiating techniques which are de-
signed to build strong client relationships.

0OBJECTIVES:

Atthe completion of the workshop, the
participant will be able to:

® openand conclude a sales call;

® uncoverin-depth information about
client needs:

® make convincing presentations;
® handle objections:

® achieve the specific conditions that
underlie negotiable issues:

¢ position themselves and their
products for the best long- and
short-term results; and

® keep thesales process organized
and moving farward.

19
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RECOMMENDED FOR:

All account relationship managers with
sales and service responsibilities who have

client contact.
FORMAT:

Lectures, roleplays and small group
discussions will be supplemented with .
video tapes to illustrate effective hapdlmg
of asales call and negotiation situations.
OFFERING & LOCATION:

May 29 - June 1, 1990 LICTC*-N.Y.
*Long Island City Training Center
PRICING:

Tuition: $1,050

**New program for 1990.
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EXCEPTIONAL SALES
PERFORMANCE

A three-day seminar designed to help
participants learn what they can do
outside the customer’s office to improve
their sales productivity and performance.
The participants’ short-term performance
will improve os they focus their attention
onmanaging ihe sales job, developing
their retationships with important
accounts, understanding the buyer’s point
of view, competing for business and
managing their territory. The partici-

pants’ long term performance will improve

as they continue to apply the knowledge
and sales tools they acquire during the
program on a regular basis, or whenever
conditions on their jobs and the
marketplace require.

OBJECTIVES:

Atthe completian of the seminar, the
participant will be able to:

® ensure that job activities contribute
more significantly toward reaching
their objectives;

® develop competitive strategies to
win, and then keep prospective
accounts;

® analyze customers’ motivational

patterns and respond to these
patternsin selling situations;

21

® assess existing relationships with
their customers to discover and act
onstrengths and weakness in these
relationships;

® analyze and plan forincreased
penetration of their territory; and

® incorporate the tools and ideas
presented in the program into a

comprehensive plan for achieving
their objectives.

RECOMMENDED FOR:

All staff with customer contact.

PREREQUISITES:

Itisrecommended that participants have
successfully completed the Marketing
Skills Workshop.

OFFERING & LOCATION:
Sept. 5-Sept. 7, 1990 LICTC* - N.Y.

*Long Island City Training Center

PRICING:

Tuition: $800
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BOURSE COURSE
(FOREIGN EXCHANGE AND
MONEY MARKETS)

A six-day seminar enabling participants to
become comfortable with foreign ex-
change and money market terminology,
concepts, techniques, transactions and
related risks. The course also covers major
treasury preducts.

OBJECTIVES

et

At the completion of the seminar, the
participant will be able to:

O I

-, ey

® understand the mechanics and
terminology or foreign exchange;

‘
»

® identify the features and benefits
associated with treasury products;
and

® recognize marketing opportunities
and develop solutions responsive to
customer needs.

FORMAT:

Lectures provide the basis for a com-
puterized foreign exchange and money
markettrading game called the "Bourse
Game". Participants from “Banks"” bid on
commercial transactions and trade foreign
currencies and money market instruments
in a simulated commercial environment.
Computer-assisted instruction offers
further practice.

23
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Role plays demonstrate product risks and
marketing opportunities. Completion of
pre-course work is required.

OFFERING & LOCATION:

TBA

PRICING:

Tuition: $4,000

Room and Board included.
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SPECIAL PROJECTS

The School of Banking has worked with
governmental agencies, bankers’ associ-
ations, training institutions and banks to
develop proprietary training programs
designed to meet the needs identifier
through on-site analyses and consulta-
tions. These programs have been offered
both on the School’s premises and at
clients’ locations. Certain of these projects
have resulted in tailoring of programs
covered elsewhere in our catalogue to
include cases drawn from clients’ files, as
well as the instruction of clients’ credit
policies. Examples of these special projects
include:

® Advanced Banking Seminar for the
senior staff of an offshore branch in
an oil imparting developing nation,
covering international banking
practices, credit and automation.

® Middle Management Survey Course
for the Bankers’ Association of an
oilimporting developing nation. A
seven-week seminar was developed

to complement the skill levels of the [

Asscciation.

® Credit Skills Program fora U S.
regional bank expanding into new
areas of lending, designed to
complement existing skills levels,

® Middle Management Seminar
covering a range of banking skills
including export trade finance,
treasury operations and lending
techniques.

25

PECIAL PROJECTS

We would be pleased to meet wn;‘n ciients
toidentify and satisfy specific training
needs not covered in our catalogue.

Pricing of tailor-made courses and of
courses delivered outside of the New York
area will be determined on ¢ (~se-by-case
basis. These training programs may
qualify for USAID and/or regional
development funding.

26

W\

\



OTHER COURSE OFFERINGS

The School of Banking will also make
available to our clients the following
seminars if there is sufficient customer
demand.

ASSET-BASED FINANCE

A two-day program covering the tech-
niques of secured lending in the United
States. Equipment finance and leasing, tax
syndications, vendor leasing, corporate
asset funding and leveraged buyouts will
be featured. Participants will learn the
necessary criteria for structuring successful
secured transactions,

BANK/BHC LENDING

A three-day program on the framework
for the analytical assessment of U.S. and
non-U.5. banks and bank holding com-
panies. Participants will learn techniques
of managing risks in credit exposure to this
market segment.

DOCUMENTATION AND DISBURSEMENT

3

L d

A three-day program providing a review of
jpcumentation standards, with cases and
Jiscussion of alternatives. Participants will
Aso review post disbursement monitoring
»f files, collateral and credits.

LR

NTERNATIONAL TRADE SERVICES

r O

thre_e-day program covering the
rganizational and processing needs of a
scumentary-based international
*partment. Participants will learn how to
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use Government financing and other in-
surance programs, as well as risk manage-
ment approaches. A Spanish language
seminar is also available.

REAL ESTATE LENDING -

A six-day program covering the tech-
niques and returns of real estate financing
for both the lender and investor. Partici-
pants will learn aspects of real estate
investments and exposure in the United
States.

FUNDAMENTALS OF BANKING

This two-day seminar provides the par-
ticipant with an overview of the Financial
Services Industry. It examines the roles of
banks and other financial intermediaries in
the market that deal with money, debt
instruments and credit. The roles of the
regulatory agencies and the Federal
Reserve System are discussed as are various
functions including lending, investment
trading account, trust department, com-
mercial bank operations and international
banking.

DEVELOPING MANAGEMENT SKILLS

A five-day program designed to prov.de
the skills and knowledge necessary 1o
motivate and manage people successfully.
Contentis based on Citicorp cases, policies
and procedures. Topics include: the super-
visor's role; communicating effectively;
setting goals; staff development; per-
formance appraisal and compensation;
applied problem solving, budgeting and
project management; managing change;
personnel management and development
and career planning.

28
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COMPUTER-ASSISTED
TRAINING MODELS

The School of Banking has developed self-
instructional computer based tutorials and
models that are used in developing skills in
credit and corporate finance. These
models are used in various School of
Banking programs and a copy is provided
to participants as appropriate. These
models are now available directly from the
School.

CREDIT MODEL:

Consists ¢/ a financial analytical model
_based on the cash flow lending, “operat-
nr?g/non-operating" format pioneered by
Qtibank. This comprehensive credit analy-
sisprogram model allows the spreading
and forecasting of non-financial company
datatoanalyze and support cash flow
fending. This model operateson an IBM*
or compatible computer, and requires
Lotus 123* 2.1 software.

The price of the Credit Model is $400.00.
VALUATION MODEL:

A major enhancement to the Credit Model
(described above) which uses three
different discounted cash flow techniques
to determine the value of a company. The
Valuation Model generates an analysis for
e‘ach of the techniques, providing insight
into whether the compa. iy is currently

under- or overvalued. This model operates P&

onan IBM* or compatible computer, and
requires Lotus 123* 2.1 software.
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The price of the Valuation Model is $1G0 as
astand alone or $450 together with the

Credit Model.
MATH OF FINANCE:

Consists of a self-instructional program for
learning and applying the mathematical
relationships in foreign exchange and the
time value of money. The functions
covered include calculations for yields and
discounts, simple and compounded
interest calculations, present values and
internal rates of return, swap points and
forward interest rate calculations. The
Math of Finance package operates on an
IBM* or compatibie computer.

The price of the Math of Finance program
is $250.00.

Trademarks of the Internationa!
Business Machines Corporation and/or
of the Lotus Development Corporation.
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FIG-SCHOOL OF BANKING - 1990 PROGRAM SYLLAJUS

TOPIC TITLE DURATION OFFERING PRICE
Credit Fundamentals of Credit Analysis Feb 26 - Mar 2,1990 20 days $4,400
June 4 - June 29, 1990
Oct 1-0ct 29,1990
Loan Structuring & Documentation Mar 26- Apr 6,1990 10 days $3.300
Sept 10-Sept 21,1990
Consumer Lending 'Apr 30 - May 4, 1990 S days $3.500
Corporate Finance & Merchant Apr 23-Apr 27,1990 S days $4,100
Banking Techniques Sept 10-Sept 14,1990
Advanced Credit Strategy Nov 12 -Nov 16,1990 S days $4,100
Structured Finance Apr. 16 - Apr 18,1990 3 days $1,800
Oct.1-0ct 3,1990
Country Risk Evaluation May 20 - May 23,1990 3 days $2.300
) Sept 30-Oct 3,1990
Management Managing Information Technology March 19- 23,1990 S days $1.900
Strategic Assessment of Organizations Oct 9-0ct 11,1990 3 days $ 950
Manaqing Accelerated Change Oct 15-0ct 17,1990 3 days $ 950
Marketing Marketing Skills Workshop May 29 - June 1, 1990 4 days $1,050
Exceptional Sales Performance Sept S -Sept 7, 1990 3 days $ 800
Treasury Bourse (Foreign Exchange and Money Mkts)  TBA 6 days $4,000
Seminar:

Seminar Dates:

The Invoice for the Seminar Should Be Sent To:

Name:

Title:

Parent Country:

Bank/Corporation:
Otfice Address:

Office Tel. #:

Office FAX #

Office Telex #:

—_—

Position Title:

Nature of Responsibilities:

Date of Registration:

29-5

Return Completed Application To:
(Please indicate full name and address)

Citibank, N.A.

Financial Institutions Group
School of Banking

Long Island City Training Center
21-2144th Drive

Long Island City, NY 11101

FAX #: (718) 784-0179

Cancellation Policy:
Up to 30 Days Nouce - No Charge

Days Prior Notice - 50% of Progiam Co

4 Tays Noticeor Less - 100% of Program C:
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The Graduate School of Banking
of the South
May 20 - June 2, 1990

The 41st session of the Graduate School of Banking of the
South will be held May 20 - June 2, 1990 on the campus of
Louisiana State University in Biton Rouge, Louisiana.

=T
Es=5
Sponsored by the Bankers Associations in the States of:
Alabama, Arkansas, Florida, Georgia, Kentucky, Louisiana,
Mississippi, Missouri, North Carolina, Oklahoma, South
Carolina, Tennessee, Texas, Virginia, West Virginia




Curriculum

For over forty years, the Graduate School of Banking of the South has served the commercial
banking community by providing graduate-level banking education to experienced bank officers.
Completion of the program has become a standard prerequisite to professional advancement in many
banks. Bank officers at multi-billion dollar institutions as well as community bankers find that the
School’s curriculum addresses many of their educational needs,

The Graduate School of Banking of the South is a generalist’s school, providing wide coverage of
all aspects of banking to middle and upper-level management of all size banks. The School offers a
strong “core” curriculum while also providing new specialized programs to meet the developing needs
of the banking industry.

The course of study spans a three-year period, with a two-week resident session eachyear. During
the three-year program, banker/students receive more than 200 hours of classroom instruction.
Organized evening study, written examinations, and home study problems between resident sessions
are an integral part of the School’s comprehensive program. The course of study is challenging, and
students must have a commitment to a high degree of personal discipline to graduate.

FHIRD YEAR COURSES
Asset-Based Lending Bank Marketing Advanced Credit Issues
Asset/Liability Management | Financial Markets Human Resources Management
Asset/Liability Management I1 Managerial Economics Interpreting Economic Change
Monetary Economics Special Banking Issues e
s ey Staff Management ELECTIVES= "
VeSS : Bank Regulatory Law

NS

Credit Analysis for Non-Lenders E——— Conimunicating & Negotiating
Intermediate Credit Analysis Agri-Banking Ethics in Banking & Business
Bank Regulatory Law Internativnal Banking
Consumer Banking Loan Management
Humaa Problems in Marketing Research
Business Finance Management Mergers & Acquisitions
Capital Analysis International Banking Real Estate Financing
Capital Budgeting Marketing Research Strategic Financial Analysis
Cash Management Real Estate Financing Sales Management
Intemnal Controls/Loss Prevention Sales Management Trust Banking
Micro-Based Credit Analysis Trust Banking
Performance Evaluation — e BANK SIMULATION
Profit Improvement CASESH I i)y T by s 08
Profitability, Personnel & Growth ‘ : The final year places a heavy amphasis on
Investments the integration of n'wlerial covered in the
, previous two years with 40 perceni of the stu-
Real Estate Construction dent’s time devoted o BankSim 11, a sophis-
Financing ticated computer-based bank management
Slrategic P[anning simulation medel. The bank management

: simulationcov sefeaturesa combination of
Seasonal L‘?ndmg lectures and case studies which produce a
Term Lending dynamic, interactive.exercise that provides
the students with immediate feedback for
evaluating their decision-making skills.




Faculty

The Graduate School of Banking of the South takes
pride in its most important resource--its 120 member
faculty which is composed of outstanding bankers,

university professors, and other professional leaders
from all parts of the country. Each member of the
teaching team is carefully chosen for special knowl-

edge, experience, and the ability to teach effectively.
About 40 percent of the faculty are practicing commer-
cial bankers.

Extensive evaluations of each faculty member are
conducted with the view of assuring that the most
current and effective teaching techniques are employed
in the classroom. The School’s informal learning envi-
ronment provides the student ample opportunities to

discuss banking topics with its nationally recognized
faculty.

Student Profile

An important benefii of the GSBS program is the

knowledge gained from interaction with fellow stu-
dents. The relationships developed during the resident
sessions have been found by graduates tobe of immeas-

urable benefit to them and their organizations.

In the 1989 Session, approximately 90% of the
banker/students held the rank of vice president or
higher; more than 80% of the students had five years of
experience in banking; and approximately 75% held at
least one college degree. The student body represents
banks from approximately $5 million to $20 billion in
assets with the median bank size being about $100
million. Regulatory officials make up about 5% of the
student body. The number of women bank officers
enrolled in the Graduate School of Banking of the

South has grown dramatically in recent years. In 1989,
approximately 135 of the 980 bankers-attending GSBS
were women.




Facilities

Classes are conducted in air-conditioned
classrooms on the campus of Louisiana State
University, Baton Rouge. Students are housed
in modern, air-conditioned dormitories (two
students to a room) and have access to the
University’s athletic and recreational facilities.
These include an 18-hole golf course, swimming
pool, tennis courts, aswell as a Field House that
provides basketball courts, racquetball courts, a weight room and an indoor jogging track. The
Graduate School of Banking of the South also organizes special runs for joggers, tennis and golf
tournaments, and other athletic contests.

Admission Requirements

Admission to GSBS is competitive. Listed below are the minimum requirements necessary for
admission. Since GSBS frequently has more applicants than can be accommodated, application before
December 31 is urged.

¢ EDUCATION: Applicants must have credit for courses in basic accounting and either
economics or money and banking. This credit may be obtained from a college or
university or from the American Institute of Banking. (College graduates are given higher
priority in the admission process.)

¢ POSITION: All students must be bank officers or regulatory officials. (Priority is given
to higher-ranking officers.)

¢ EXPERIENCE: A minimum of three years experience as a bank officer is required;
applicants from supervisory agencies must have a minimum of five years experience in
bank supervision. (Higher priority is given to applicants with greater experience.)

The admission policies of GSBS assure equal opportunity forall qualified applicants without regard
to race, sex, color, creed, national origin, or age.




Graduation

Requirements

Students must satisfy the following require-
ments to graduate from GSBS:

® Satisfactory completion of a series of 12
home study problems, six each year.

® Satisfactory grades onwritten examinations
during the resident sessions.

® Fullparticipation in all assigned classes and
activities.

Fees

A §$15 non-refundable application fee must
be submitted with the application for admis-
sion.

The tuition fee for the 1990 Session is $1,400
for bankers fromone of the 15 sponsoring states
and $1,500for other applicants. The tuition fee,
which covers room, board and all instructional
materials, is due upon notification of admission.
If an applicant withdraws before January 1,
1990, the full tuition fee will be refunded. An
applicant withdrawing beiween January 1 and
April 1will forfeit $100; an applicant withdraw-
ing from April 1to May 1 will forfeit one-half of
the tuition; an applicant withdrawing after May
1 will forfeit the entire fee.
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Application Deadline

Applications should be received by December 31, 1989. The School’s Committee on Admis-
sions reviews all applications, and applicants will be notified of the action of the Committee in J anuary,

1990. Qualifying bankers applying after December 31, 1989, can be admitted only if space limitations
allow.

FOR FURTHER INFORMATION, PLEASE WRITE OR CALL:

Graduate School of Banking of the South
P.O.Box 25114
Baton Rouge, LA 70894-2114
504/766-8595




APPENDIX G



Banco Central de Honduras
Y
Universidod Nacional Auténoma
de Honduras

Programa
Técnica Bancaria

3,
’ ‘\

% de enero a diciembre 1985

DATOS GENERALES DEL PRIMER
PROGRAMA DE
“TECNICA BANCARIA™

La carrera de Tecnico Bancario surgio
como una iniciativa del Banco Central de
Honduras, en su condicion de organismo
rector del Sistema Bancario Nacional,
dirigido a funcionarios bancarios, con el
objeto de que a través del entrenamiento
y capacitacion impartido en un afo de
estudios, adquieran la capacidad técnica®
y las aptitudes necesarias que les permi-
tan interpretar la importante funcion de
los bancos en el proceso de desarrollo
econormico y social.

Para tal fin, un equipo de trabajo consti-
tuido por funcionarios del Banco Central
de Honduras y otros profesionales que
tienen practica en el ambiente de la Ban-
ca y las Finanzas, asi como experiencia
docente, logwo la configuracion de la
carrera d¢ Técnico Bancario, 1a que es
coordirada y supervisada académicamen-
te por la Universidad Navional.

El programa esta dirigido @ personal del
Bancs Central de Honduras y del Siste-
ma Bancario, disefiado en fonna de ca-
rrera corta, por la urgente necesidad de
preparar lo mas pronto posible a los fun-
cionarios bancarios.

Objeuvos de la Carrera:

a. Capacitar personal de mando interme-
dio, con el suficieute nivel de compe-
tencia académica, para que presten un
aporte significativo aj desarrolio de la
banca nacional;

b. Me)orar la capacidad de senvicio del
empieado bancario;



c. Ofrecer al participante la oportunidad
de hacer carrera dentro de las ac~ida-
des bancarias, a través de una adecua-
da capacitacion en ese ambitao, que le
habilite para un desempeno eficaz de
su trabajo; y,

d. Aportar mediante esfuerzos manco-
munados y en coordinacion con la
Universidad Naciona] Autonoma de
Honduras, a los programas nacionales
de formacion profesional.

Aspectos Generales de la Carrera
a. Admision y Requisitos de Ingreso

— Se requicre que los participantes
sean graduados de Educacion Media
¥y Que se encuentren en servicio acti-
vo dentro del sistema bancario.

— Deben concurrir las condiciones de
la formacion académica contable y
la experiencia necesaria para que los
estudiantes puedan desenvolverse
en un contexto metodologico en el
que serd necesaria su participacion
dinamica.

b. Duracion de los Estudios

La duracion del programa es de apr-

ximadamente de 12 meses, compres.-

dilos entre los meses de enero a di-
c.-mbre de 1985, El desarrollo del
raismo se nace en siete periodos de
seis semanas cada uno, y los recesos
>eran de una semana al final de cada
periodo.

En cada vispa se impartirin dos asig-
naturas por medio de clases diarias, de
lunes a viemes, y en el hcrario com-
orenaido Ge ias 8:00 a ius 11:45 am

¢. Reconocimiento Académico

Al completar y aprobar [as 14 asigna
turas, el estudiante recbira el titulo
de Técnico Bancario, emitido por la
Universidad Nacional Autonoma de
Honduras.

d. Financiacion del Curso

El Banco Central de Honduras finan-
ciara los gastos de instruccion, excep-
tuando ¢l pago de libros de texto de
uso particular.

e. Local

Las clases se imparten en el local que
ocupa el Centro de Capacitacion del
Banco Central, en el Barrio La Granja.

Plan dc Estudios

El plan de estudios de la carrera de Téc-
nico Bancario comprende catorce asig-
naturas que forman parte de la carrera
de Administracion Bancaria que imparte
la Universidad Nacional.

La totalidad de asignaturas, confornme
convenio firmado con la Universidad, se-
rin reconocidas como crédito universita-
rio con las materias iguales o afines de las
otras carreras que se sirven en la Univer-
sidad y que otorgan titulo académico.

Las catorce asignaturas del curso son las
siguientes: :

1. Contabilidad I

2. Legislacien I

3. Matematicas Financieras
4, Legislacion Bancaria

3. Cuntauviidad Bancaria
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6. Principios de Economia
7. Moneda y Banca
8. Administracion General
9. Costos Bancarios
10. Operaciones de Comercio [ntema-
cional
11. Administracion Finandiera
12. Formulacion y Evaluadon de Pro
yectos
13. Evaluscion y Administracion de Inst-
tuciones Financieras
14. Sistemas de Informacion 1.

Ademas dv las materiss contemplad.
el plan d= estudics, se impartiran semina-
rios por personas de reconocida expe-
riencia en las técnicas y practicas ban-
carnias.

Todas las asignaturas son de formacion
profesionalizante, porque dan un conoci-
miento tedrico-prictico que convertira a
los perticipantes en Técnicos Bancarios.

VIL. Mctedalogia de 1a Enscianza

La metodologia a utilizarse estd basada
en las técnicas modemas de instruccion
de adultos, y todes sus asignaturas son
servidas por especialistas en }a materia.

Se hace un enfoque tedrico de los temas
buscando siempre orientarlas hac.. A
aplicacion practica, por lo cual a lo largo
del programa se desarrollan casos y 6¢ ha-
ce énfasis en el uso de materiales didacti-
cos actualizados y congruentes con la
realidad nacional.

Por esa razon es que ademas de 810 ho
rac teoricas, re exigen 655 horas practi
cas.
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SCOPE OF WORK FOR ACTIVITY NO. 3

The scope of work for Mr. Davis under this activity was as follows:

The consultant will provide 15 days of personal services, including
travel to and from place of assignment.

The consultant will meet in Washington with FSDP AID Project
Manager, Ms. Sandra Frydman, and FSDP Contractor Director, Mr.
Richard Breen, to become informed on the objectives of the FSDP and
the mechanism for delivery of services under the USAID buy-in.

The consultant will then travel to Hondurans and meet with Messrs.
Kermit Moh and Guillermo Bolafos of USAID/Honduras' Office for
Private Sector Programs (PSP) to be briefed on the Mission's
strategy to support the development of the Honduran financial
markets and on the specific task to support the Honduran bankers'
association (AHIBA) Bank Strengthening Program.

The consultant will then work for approximately 10 working days
directly with AHIBA Executive Director, Sergio Membrefio and AHIBA's
Executive Board Secretary, Salvador Goémez.

The consultant will review AHIBA's strategy for development of the
associat‘on and its design for the Bank Strengthening Program.

The consultant will then meet with as many managers and/or
presidents of the member banks of AHIBA to discuss their views on
the development of the association, the status and strategy for
development of the banking sector, and their needs for management
training urnder T.A. The latter will focus on the need for
individual bank strategic planning, management of assets/
liabilities, credit policies and procedures, management information
systems, trade finance, and development of personnel policies and
training program.

The consultant will then discuss with Messrs. Membrefio and Goémez
his recommendations for AHIBA's strategy for institutional
development, tihic development of the Bank Strengthening Program, and
specific topics for the senior level seminars. The consultant will
brief AID cognizant officials prior to departure and will deliver
to AID a brief report on his activities under the task order. The
report should summarize his principal observations and
recommendations.
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