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Course Description:

This course is designed for Lending Managers, Heads of Departments, and senior

staff who aim to enhance their credit-scored lending policies. Participants will

learn to implement or improve lending strategies by combining automation and
firsthand techniques effectively. They will also refresh their knowledge of lending

principles to identify and avoid common mistakes or systemic issues. Through
practical insights, case studies, and interactive discussions, the course equips
participants with the skills to optimize lending processes and ensure robust,
error-free credit systems.

Target Audience
® Heads or Managers in lending and recoveries.
All senior and support staff involved in lending and recoveries.
Heads and Managers of consumer/personal finance.
Heads and Managers in risk and compliance.
All senior and support staff involved in consumer/personal finance.
Lending Managers/Managers.
Compliance & risk staff.
Inspection/Audit staff.
Anyone with an interest or responsibility for consumer/personal lending
and recoveries.

Course Objectives
By the end of the program, participants will be able to:
® Explain the origins, principles, and context of consumer credit.
® Define the role of the Risk Sector and understand the credit policies
framework.

Describe the purpose and processes involved in Credit Scoring.
Identify and utilize key Data and Databases for credit decision-making.
Apply Application Scorecards to evaluate creditworthiness.

Evaluate scorecard performance to assess accuracy and effectiveness.
Use financial forecasting and Basel Rating Models to evaluate risk.

Conduct Individual Customer Assessments using relevant criteria and data.

® Develop and implement effective Credit Strategies for new applications.
® Discuss strategic applications of scoring in risk management.

Course Outline
Module One: Lending and Consumer Credit Environment

Session One: Lending and Consumer Credit Environment
® The Consumer Credit Environment.
® The Consumer Credit Environment in Egypt:
- Increasing Popularity of E-commerce Installments.
- Diversification of Installment Providers.
- Expansion of Interest-Free Installments.
- Personalized and Tailored Installment Solutions.
- Mobile-Based Installment Solutions.
® Business Economic Indicators.
® Organizational functions and credit cycles.
® Assignment.

Module Two: Risk Sector Role & Granting Credit Environment

Session One: Risk Sector Role & Granting Credit Environment
® Risk Sector Role.
® Retail Credit Strategies & Policies.
® Sequences and techniques of the Retail Credit Development and Assessment Cycle.
® pProduct Acceptance Criteria - Case Study.
® | ending Policies, Lending Strategies, Lending Systems.
® Acceptance Procedures:
- Borrower Situation.
- Borrower Job and Income.
- Borrower Accommodation Address.
- Borrower Phone contacts.
- Borrower Employer.
- Borrower Bank (if applicable).
- Consulting of internal and external Databases.
- Conduct a field visit, if necessary.
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- Fraud Definition & controls.

- Estimation of service financed and the distribution channel.

® Several types of customers and the risk-based approach.
® Assignment.

Module Three: Individual Customer Assessment

Session One: Individual Customer Assessment
® Know your customer.
Customer identification
Politically Exposed and Other High-Risk Customers.
Use of Social Media Data.
What data can be confirmed?
The Essence of Lending - Sustainable Free Cash Flow.
The Role of Collateral.
Willingness versus Ability.
Terms, Clauses, and Pricing.
Using Historic Data.
When would a model be appropriate and why?
Using Historic Data and the Impact of COVID-19.
Case Study - Cash Flows.
Case Study - 5 C’s.
Assignment.

Module Four: Introduction to Credit Scoring

Session One: Introduction to Credit Scoring
® What is credit scoring?
Build your credit score and realize the scoring techniques.
Score CARD Definition.
Score Card Types.
3 Ways to Build Score Card.
Why is credit scoring used?
Business Context.
Integration of Credit Scoring.
What would be the input data set?
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Limitation of Credit Scoring.

Relationship to Risk Appetite.

Manual Interventions and the Requirements.
Outputs versus Outcomes.

Case Study - Vision.

Assignment.

Module Five: Data and Databases

Session One: Data and Databases

The Nature of Data — Quality and Quantity.

Historic Nature of Data.

The Impact of COVID-19 on Data.

Generic Data Sources.

Application Form Data.

Record Keeping and Legal Requirements.

Credit Reference Data.

Uses of Financial Data.

Databases: Customer; Account; Application; Behavioral; etc.
Decision Engines and Management Information (MI) Requirements.
Keeping Data Up to Date.

Capabilities of internal software.

Assignment.

Module Six: Application Scorecards

Session One: Application Scorecards

Principles of scoring.

Scorecard development.

Feasibility studies and sample definitions.
The principal sets.

Validation of data.

Data assembly.

Creating Characteristics and Attributes.
Analysis of data.

Scorecard modelling.
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Types of referrals.

Scoring or making manual decisions.
Population stability.

Cross-selling.

Early redemption.

Cost of management.

Monitoring new applications.
Measuring the impact of overrides.
Assignment.

Scorecard validation and diagnostics.

Divergence - measuring the distance between ‘Goods and Bads!
Model Validation and Back-testing.

Exercise — Determining WOE and IV.

® Assignment.

°
°
°
°
°
Module Seven: Behavioral Scorecards :
°

Session One: Behavioral Scorecards
® Behavioral Scoring. °

® Types of behavioral scorecards.

® Developing Account-Level Behavioral Scorecards. Module Ten: Model Validation

® (Creating Characteristics and Attributes. Session One: Model Validation

® Developing an account management scorecard. ® The obligations.

® Developing a collections scorecard. ® Sampling.

® Recoveries scorecards. ® What works in practice?

® Transaction fraud scorecards. - Model governance life-cycle key steps.
® Customer Scoring. ® Changing the model.

® Scorecard development challenges. ® Case Study - Credit Risk Models.
® Case Study - Collection Risk. ® Assignment.

® Assignment.

Assessment Strategy
® 80% Assignments between sessions.
® 20% Participation.
® The cut-off score is 60% of the total grade, which is“100”,

Module Eight: Financial Forecasting and Basel Rating Models

Session One: Financial Forecasting and Basel Rating Models
® Forecasting bad debts.
® Model applications and limitations.
® i . N . e
Developing EAD, PD, and LGD models. Course completion will grant participants:
® Validation.
2 CEUs.
® Assignment.

Module Nine: New Application Credit Strategies Course Language:

Session One: New Application Credit Strategies English.
® Strategy setting.
® Accept-reject cut-off.
® Setting product facilities/conditions.
® Policy rules, referrals, and overrides.




