
2650 Eisenhower Avenue, Suite 107B     Eagleville, PA  19403     877.999.EDGE (3343)     www.bankersedge.com  

Course List

Marital Status	 238V5R7.4

Race, Color and Nationality	 233V5R7.4

Religion	 234V5R7.4

Retaliation	 230V5R7.4

Retaliation for Managers	 243V5R7.4

Sexual Harassment	 59V3R7.1 

Sexual Harassment for Supervisors and Managers	 C04V3R7.1 

Sexual Orientation	 239V5R7.4

Stereotypes and Assumptions	 224V5R7.4

Veteran Status	 240V5R7.4

Workplace Inclusion	 222V5R7.4

Customer Service	 49V3R7.1

Module 1: Showing Customers You Care	 R01-1V3R7.1

Module 2: Using Language to Serve the Customer	 R01-2V3R7.1

Module 3: Opening the Conversation	 R01-3V3R7.1

Module 4: Diagnosing Customer Needs	 R01-4V3R7.1

Module 5: Responding to Customer Requests	 R01-5V3R7.1

Module 6: Taming Challenging Conversations	 R01-6V3R7.1

Module 7: That’s a Wrap — Closing the Conversation	 R01-7V3R7.1

Cross-Selling	 50V3R7.1

Module 1: The Other Side of Service	 R02-1V3R7.1

Module 2: Adding Value through Cross-Selling	 R02-2V3R7.1

Module 3: Adding Value through Up-Selling	 R02-3V3R7.1

Module 4: Overcoming Resistance	 R02-4V3R7.1

 

Module 1: Introduction to Management Basics	 160V3R7.3 

Module 2: Time Management	 164V3R7.3

Module 3: Business Writing	 163V3R7.3 

Module 4: How to Lead and 	 167V3R7.3
Participate Effectively in Meetings	

Module 5: Coaching and Feedback	 166VR37.3

Module 6: Leading People through Change	 162VR7.3

Module 7: Handling Conflict	 161V3R7.3

Module 8: Sharpening Your Interviewing Skills	 165V3R7.3

Module 9: Managing Multiple Generations at Work	 168V3R7.3

Module 10: Introduction to 	 262V4R8.4
Project Management Concepts	

Age	 236V5R7.4 

Barriers to Inclusion	 225V5R7.4 

Cross-Cultural Business	 226V4R8.4 

Cultural Diversity	 223V5R7.4 

Defamation	 231V5R7.4 

Defamation for Managers	 244V5R7.4 

Discrimination	 228V5R7.4 

Discrimination for Managers	 241V5R7.4

Diversity Awareness	 98V3R7.1 

Documentation	 232V5R7.4

Documentation for Managers	 245V5R7.4

Employees with Disabilities	 237V5R7.4

Employees with Disabilities for Managers	 246V5R7.4

Gender	 235V5R7.4

Harassment	 229V5R7.4

Harassment for Managers	 242V5R7.4

Language	 227V5R7.4

PROFESSIONAL
SKILLS

LEADERSHIP
DEVELOPMENT

PROFESSIONAL
SKILLS

DIVERSITY AND
INCLUSION

PROFESSIONAL
SKILLS

CUSTOMER
SERVICE

PROFESSIONAL
SKILLS

SALES

Building a comprehensive training program that meets employees’ 

needs throughout every stage of their career requires equal parts art 

and science. Ensuring your organization is continually aligned with 

industry standards and best practices is only one part of the equation. 

You need to strike the perfect balance between providing the core 

courses employees need, while also offering professional development 

opportunities that will help your institution attract and retain top talent. 

As a leading provider of online learning solutions, BankersEdge has over a 

decade of experience working with hundreds of customers in the financial 

services industry. Explore our regulatory compliance, financial skills and 

professional skills courses on the following pages, and discover engaging 

training that improves employees’ competence, drives sales and increases 

employee and customer satisfaction. 
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“We chose BankersEdge over other 

training providers because of their 

expansive course selection, responsive 

staff and reliable content.”

Customer Satisfaction Survey
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Training

Providing engaging professional development opportunities to 

employees is an excellent way that your organization can attract 

and retain top talent. The BankersEdge Professional Skills series 

helps employees hone leadership, diversity awareness, customer 

service and sales skills throughout every stage of their careers. 

Proven in the workplace, customers who incorporate this curriculum 

into their online training programs report increased productivity, 

greater customer satisfaction scores and improved employee morale.

PROFESSIONAL
SKILLS

“The BankersEdge Professional Skills series has 

helped us lay the groundwork with new leaders. 

These courses are a much-needed, welcome 

addition to our training library.”

Customer Satisfaction Survey
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