
 Introduction
We worked with the Human Resources 
Department of the Bank of Luxembourg to 
create an organizational pathway for their 
associates.  We studied the position 
descriptions and found online courses, 
seminars, webinars, and in-person meetings for 
their associates to complete prior to moving to 
new positions. Sectors of the organization that 
we worked on include but are not limited to 
Retail, Mortgage Lender, Commercial Lender, 
and Compliance. On this poster, we are 
primarily going to focus on the Retail portion 
of the business, as we will be working on this 
project in the coming months to complete all 
sectors. 

 Conclusions

 Results

Results 
Enterprise Risk Management Workshop- A 
workshop for managers where  you learn about 
ERM programs and how to make them fun for 
associates. 

The Growth Challenge: Strategies to Drive 
Results- A webinar to learn how to grown a 
good team, increase sales, and adapt to change.
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 Materials & Methods
we combined our courses for the Retail 
Department. We removed courses that we 
believed were too similar or duplicates, and 
added to these lists with beneficial webinars, 
seminars, and in personal 
organizations/groups.

 
Lastly, we constructed a visual representation 
of the organizational chart, studied the 
descriptions for each position, and dispersed 
courses and other factors accordingly. 

Tara Polk, Business Admin.- HR, Green Bay, WI
Fifi Muhidin, Psychology – Milwaukee, WI

Richard Kellogg, Business Admin.- HR, Green Bay

We studiedcourses offered in ICBA 
(Independent Community Bankers Association), 
WBA (Wisconsin Bankers Association), and 
BVS Performance Solutions. 

We each took a different program to find 
courses in for the Retail Portion of the bank. Fifi 
took ICB, Ricky took WBA and Tara took BVS.  
We recorded courses we thought would be 
beneficial to the organization and took note of 
the beneficial aspects. 

Once we have each completed a search on our 
personal programs - 

We organized the organization chart of the Retail department, and then 
dispersed courses, webinars, seminars and in-person groups accordingly.

For example, some course we found necessary for an upper level Retail 
Market Manager II were: 

Converting Virtual or In-Person Branch Visits Into Sales Virtual 
Seminar – A seminar through the WBA where you try to bring more 
people into the bank and  get a higher sales volume. 
 

Overall, our team has made great progress with this 
project.  We meet bi-monthly with Sue Neuzil, HR with 
the The Bank of Luxembourg to explain our progress and 
discuss next steps. 

Although out project is not yet completed, we 
have made great strides towards our end goal.  
We are nearing the end of our project- and our 
next steps are to organize our findings 
universally amongst each other and set it up to 
be easily understood by associates and staff at 
the bank of Luxembourg. 

Allen Huffcutt – UWGB and Sue Neuzil - The Bank of Luxembourg


