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So Many ways that you   

connect to The 

Association 

“Excel Calculations and Charts 
Introduction” Webinar   

July 9 | 11:00 AM - 2:00 PM CDT 
 
In this course, students are introduced to the fundamentals of using 
Excel to perform calculations and create charts.  They will learn the 
advantages of using Excel to perform calculations, different methods to 
perform calculations, how to display and read existing formulas, and 
create dynamic charts for effective visual data presentation.  
 
Upon successful completion, students will be able to:  

• Understand advantages of using Excel to perform calculations  
• Use different methods to perform calculations using numbers, 
dates, times  
• Display and read existing formulas  
• Create dynamic charts for effective visual data presentation  

“COMMON EXCUSES Customers Use to 
Delay Payment, and How Collectors 

Should Respond” Webinar 
July 15, 2020  | 9:00 - 10:00 AM 

 

You’ve heard a million excuses from customers for delaying payments 
and even though the excuses may be invalid, unbelievable, even 
ridiculous, we must be prepared to address them in a way that will 
improve our ability to collect. In this presentation, we will examine 
dozens of excuses customers use, including these: 

• We filed for bankruptcy protection last week. 
• We are waiting for a new loan to close. 
• Sorry, I don’t have time to speak with you about this right now. 
• I need to pay our key suppliers first. 
• We’re having cash flow problems. 
• The owner is deceased. 
The payment terms are Net 60 days, not Net 30 days. 
You're welcome to submit additional questions during the program , 
or you can submit your favorite customer excuses when you register. 
• Create and manage a project plan  
• Assign resources  
• Output information in a variety of ways  

https://www.linkedin.com/groups/7455122/
https://www.facebook.com/Business-Credit-Management-Association-WI-HQ-113475038689889/
http://www.wcacredit.org/
https://www.yelp.com/biz/wisconsin-credit-association-new-berlin
https://wcacredit.org/webinar-seminar-registration/
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/04/WebExcusesForNonPayment071520.pdf


An article in CFO Magazine focused on the risks of being in a dying 
industry.  If you have customers in, or selling into, a dying industry, it 
goes without saying that you need to watch their actions -- and finances -- 
carefully. 
 

When a company is in that position, there are many factors that often cause 
management to resist making the changes necessary to transition the company from 
selling buggy whips to selling automobile accessories.  Some things to watch for 
include: 
 

 Are they simply "milking" their current business model without planning 
changes to keep up with the times?  This may help them look good on a short-
term basis, but may indicate that they do not have a plan in place to properly get 
with the times- as things change. 

 Are they planning new technologies that will help them make the transition to 
the needs of the new marketplace?  Keep in mind that while this may hurt their 
financial performance on a short-term basis, it is probably a positive on a long-
term basis. 

 What percentage of revenues are derived from the disappearing business sector?  
If it is a large percentage, watch out.  You will want to see that the percentage of 
revenue from the dying sector is dropping in favor of other, more relevant, 
businesses. 

 

One of the points made in CFO was that even "traditional" moves by management 
such as cutting costs and closing facilities may look good, but they are probably only 
short-term fixes if the basic business model is under fire.  Those moves will buy the 
business time, but not fix it on a long-term basis.  In addition, that is something that 
you need to pay attention to as a credit manager. 
 

The classic example of a dying business has always been buggy whips.  However, in a 
capitalist economy there is constantly "creative destruction" underway. 
 

Here's a special report by 24/7 WallSt entitled "America's 25 Dying Industries.”  
Some on this list we agree with (bookstores, newspapers, photographic film).  Others, 
such as hydro power, not at all.  Still, it is an instructive list, and a concept that an 
astute credit analyst keeps in the back of her mind. 

NEW ASSOCIATION 
REPRESENTATIVE 
Damon Ditta 
 CFS Brands San Jamar Inc 
Leonard Wachniak 
 Orbis Corporation 
Mark Schley 
 Lindenmeyr Munroe 
Mandy Zeman 
 Reinhart Foodservice LLC 
 

NEW GROUP  REPRESENTATIVE 
REGIONAL PAPER & PACKAGING 
INDUSTRY CREDIT GROUP  
Steve Edison 
 Central Michigan Paper  
 

INTERNATIONAL CREDIT 
EXECUTIVES GROUP 
Damon Ditta 
 CFS Brands San Jamar Inc 
Leonard Wachniak 
 Orbis Corporation 
Florence Makope 
 Oshkosh Corp 

IL. MN, WI FINE PAPER GRAPHIC 
ARTS INDUSTRY CREDIT GROUP 
Mark Schley 
 Lindenmeyr Munroe 

CENTRAL WISCONSIN FOOD 
SUPPLIERS INDUSTRY CREDIT 
GROUP  
Mandy Zeman 
 Reinhart Foodservice LLC 

People In People In 

the Newsthe News  

The Association is pleased to 

inform you that the 

Credentialing Standards 

Board has awarded the 

following individuals their 

professional designations of 

Certified  Credit Professional 

(CCP) and Certified 

Professional Collector (CPC) . 

Dawn Bemis 
earned hers  in 
April 2020. 
Ms. Bemis  has 
balanced 
extensive 
experience 
over the past 
over 15 years. Dawn has 
carved out a career in Credit 
and Collection as well as  
Accounts Receivable. Ms. 
Bemis  is on her way to 
earning  her Bachelors of 
Business Administration. She 
has already earned her 
Associate of Applied Science 
and Business Administration.  

 
Anabel 
Martinez 
earned hers in 
July 2020.  
Ms. Martinez 
has about 15 
years of 
progressive 
experience and 
responsibility 

in Credit Collection and A/R 
Management.  Anabel’s early 
years with customer service 
was a good training ground for 
her future work in A/R. She 
has built a career in Credit & 
Collection. 2 

What to Watch for When Your Customer Is 
in a Dying Industry 

https://247wallst.com/special-report/2019/12/05/americas-25-dying-industries-3/E:/Home/Chrys/Documents/Fax


People In People In 

the News the News 

(Continued)(Continued)  

  

Steven  D Biedenbender  earned 
his  in July 
2020.  Mr. 
Biedenbender 
is a Finance 
Controller 
who is also 
responsible 
for Credit 
Collection, 
Accounts Receivable  and 
Accounts Payable, etc.  Steven is a 
detailed oriented individual who 
has spent 25+ years in Finance, 
accounting and credit collection. 

 

We wish to extend our 

most sincere 

congratulations to them 

on attaining and being 

recognized with these 

prestigious designations. 

 

CERTIFICATION  

Why should business credit and 

collection professionals apply 

for Credentialing Standards 

Board (CSB) accreditation as 

soon as the opportunity is 

available? By having 

accreditation in place, 

Certificate holders can more 

easily respond to business and 

employment opportunities 

available. Certified professionals 

always earn more and are better 

positioned for advancement.  

To learn more about this 

amazing opportunity, visit 

http://www.creditsociety.org/

CertificationOverview.shtml or 

give us a call 262-289-1222 
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Q&A from Credit Today's Third Online 
Discussion Panel 

The following questions were submitted to our panelists, but 
could not be covered due to time constraints in our third Covid-
19 webinar May 11, 2020. 
 

Question: Rocky Thomas: Do you anticipate any additional legal 
restrictions in regards to collecting B2B receivables as a result of Covid 19? 

 

Richard Macias, Maynard Cooper & Gale: Other 
than the existing restrictions that accompany the 
automatic stay under the Bankruptcy Code when a 
business files under Chapter 7 or 11, I do not anticipate 
additional restrictions.  I would anticipate, however, 
that the time from filing a collection case in court to 
trial and the general administration of civil litigation, 
will be substantially drawn out. 

 

Q: Anonymous: If you do business with very large companies and small 
companies and a small company asks for extended terms because they are 
struggling in the current environment, would granting those terms be 
violating the Robinson-Patman Act? 
 

Pete Knox, Nestlé: Typically, the small customers 
are not in the same category as the very large 
customers, so it shouldn't be an issue.  However, we try 
to remain consistent in the extended terms offered, so 
as not to get into a Robinson Patman situation. 
 

RM: As a basic matter, we have to look at the two 
companies, not as big versus small but as to whether they are competitors 
for the sales of the same products in the same market.  The analysis would 
not necessarily end there.  In the normal course of things, we would expect 
the bigger company to get more favorable terms than would be justified by 
differences in total sales volume.  Here we are more likely looking at how 
we can foster competition by keeping the smaller company going with 
extended terms.  These situations have no case precedent to date, but I 
believe the extended terms for the smaller company could be defended as a 
species of the "meeting competition" defense under Rob-Pat.  This would 
mean keeping the change in place for a defined period of time to meet a 
clear sales need. 
 

Q: Bobbie Jo Arreola: Where can I get information on the re-opening of 
states and sectors that Taylor has been discussing? 

 
Dave Schmidt: Here is a good overview of the 50 states 
reopening plans: https://www.nga.org/coronavirus-
reopening-plans/ 
 
And for a variety of information related to Reopening and 
Recovery: https://www.nga.org/coronavirus/#reopen 
 
 

 
 
 
 

http://www.creditsociety.org/CertificationOverview.shtml
http://www.creditsociety.org/CertificationOverview.shtml
https://www.nga.org/coronavirus-reopening-plans/
https://www.nga.org/coronavirus-reopening-plans/
https://www.nga.org/coronavirus/#reopen
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Q&A from Credit Today's Third Online Discussion Panel 
(Continued) 

 
Q: John LaRocca: How does the panel recommend treating bad debt reserves when customers do not pay, 
ask for more time to pay, ask for reduction in the amount due? 

 
Taylor Ricketts, F&D Reports: No pay receivable bad-debt reserves are fairly 
standard.  The issue at hand is that the quantity of no-pay has shot through the roof 
and that is compounded by what you also reference (customers asking for more time / 
payment plans) and reduction in amount due... all of which are risk signs, and likely 
warrant some form of bad debt reserve.  The best practice we are hearing is to keep 
prior reserves somewhat in place and add incremental reserves to the books.  So as an 
example, you may add specific reserves for no-pay receivables and add some type of 
hybrid reserve or non-specific reserve for payment plan accounts.  Or you may stratify 

the portfolio by risk type and employ multiple hybrids where 75% reserved for no-pay accounts (as 
hypothetical example), 50% for payment plans, etc. 
 
PK: Depending on the size of the customer balance, we may add to our bad debt reserve when a customer 
does not pay us.  We will not reduce the amount due if a customer will be staying in business, but instead, 
will work out a payment plan.  This will not affect our bad debt reserves. 
 
Q: John LaRocca: When communicating back to customers, what guidance to your business (sales team) 
or impact do you see as to when revenue should be recognized when processing future orders for these same 
customers?  For example, if one is extended payment terms, or reducing/forgiving any existing accounts 
receivable as may be requested by one's customer, does that cause a change of recognizing revenue from time 
of shipment to time of payment?  (As when postponing revenue recognition one is usually postponing 
payment of sales commission.) 
 
TR: It is probably easiest to bifurcate this issue.  The first is revenue recognition related.  IFRS/GAAP 
outline when to recognize revenue.  Generally, revenue should be recognized when your performance 
obligation is satisfied.  Yes, collectability of payment is a consideration for revenue recognition purposes, but 
I believe that what you are referencing is more bad debt-related (after revenue has already been recognized).  
The second issue is how this interplays with sales commissions.  Some best practices we have seen in the past 
involve sales commissions based on cash flow from the collection of the sale vs. the sale itself.  This can be 
especially important if you are relying on sales people to help collect the receivables or if your Company has 
concerns about sales personnel conducting shady sales, or just want to align all parties to cash flow right now 
considering the elevated risk in this environment. 
 
PK: We recognize revenue when the product is received by the customer, regardless of the payment terms. 
 
Q: Lloyd Sarakin: What is the impact on the ordinary course defense to preferences when you change 
terms?  What can you do to avoid creating a preference when changing terms? 
 
RM: Preference mitigation requires careful planning and requires a lot more information than we can look 
at in this format.  For example, you might want to do an ordinary course analysis as part of the decision 
process.  If the customer is on Net 20 terms but they are paying late at 40-45 days, allowing them Net 40 for 
payment may not create a preference at all since that would be consistent with the prior ordinary course of 
payment.  You would need to be strict in keeping them to the new terms.  There are two scenarios that will 
come up: (a) changing terms for future sales and (b) extending payment dates on existing invoices.  Both will 
have an impact on how you assert an ordinary course defense in a preference action.  Some changes are not 
preferential by their nature.  For future sales, you could go to cash in advance or COD, neither of which 
would be preferential.  Remember also, the reach-back is only for the 90 days preceding the BK filing.  So if 
you get paid today, 91 days later that payment is outside the preference window. 



Q&A from Credit Today's Third Online Discussion Panel 
(Continued) 

 

Q: Pete Knox mentioned talking with your credit peers...what are some of those best practices? 
 

PK: When speaking with Credit peers, make sure you only discuss past actions, and not what you are 
planning to do in the future. 
 

TR: Two key points here.  One, it is ok to talk about concerns, what is going on, and what credit 
actions you have taken; however, you can't collude on forward looking credit actions.  Two, a 
common pitfall I see new credit execs make is letting concern about coming across uninformed, or 
allowing only a limited relationship with a peer overshadow the need to ask questions and get 
information.  In my opinion, the more contact, the better.  I would estimate our analyst group is 
connecting directly with clients nearly 50 times a day right now to discuss credit issues.  This is a 
very fluid time and the overall purpose is to keep the information flowing.  Consistently we are seeing 
account issues pop up that require immediate action and we know nothing works better than direct 
contact. 
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“This and the above informational articles were 

provided by Credit Today” 

To learn more about subscribing to Credit Today, 

check out their web site at www.credittoday.net 

Working With Sales Makes Credit Work 

Will the following suggestions eliminate the stress and discord between Sales and Credit?  
Absolutely not, but they will tend to reduce the problem.  In addition, if you adopt all of 
these suggestions you are less likely to be criticized by senior management as working 
against the interests of the sales department in particular and, by implication, preventing 
the company from reaching its sales and profit targets.  Suggestions for bringing Sales and 
Credit together: 

Participating in training new sales personnel. 

Attending sales meetings and taking questions. 

Traveling to meet with customers. 

Providing detailed information to sales about risks, problems and concerns 

Making responses to inquiries from Sales a top priority. 

Listening with an open mind to input from Sales. 

Recognizing that Sales and Credit act as counter balances, and not being surprised when they 
challenge a negative credit decision. 

Trying to keep salespeople informed about problem accounts. 

Giving the sales department advanced notice of possible credit holds whenever possible. 

Asking the sales department to tell you what credit limits they need for their customers (with as 
much advanced notice to the credit department as possible). 

Making sure that releasing orders pending gets the credit department's top priority. 
Not delaying credit decisions on new accounts unnecessarily while waiting for complete or "perfect" 
information. 
 

One final thought: Credit and Sales will disagree from time to time, and when this happens, disagree 
(discuss, debate, argue) in private.  Public arguments tend to entrench the parties in their respective 
positions, and this makes it difficult for either side to back down even when new information is brought to 
light that changes the picture of the credit risk under review. 

http://www.credittoday.net
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BRAIN SNACK CLASSES 
Multiple classes in technology & platforms to help you learn the required skills to best take 

advantage of time-saving tools! 
Register for one, two or all 

Classes offered July - September 
Inter-active Webinars led by Neal Otto, a highly respected and life long instructor. 

 Excel Essential  
 Outlook - Simplify & Save Time 
 Office 365 Essentials  
 Excel Calculations & Charts  
 Microsoft Project for Construction - 
 Excel Database | List Management 
 Excel Get and Transform (Power Query) 
 OneNote Essentials 
 Excel Conditional Formatting Amplified  

COMPREHENSIVE CREDIT PROFESSIONAL’S  
TRAINING SERIES 

Online – On Time – Concise – Thorough   
In Depth – Relevant  

In collaboration with the American Society of Credit & Collection Professionals, this series of 
courses was developed to provide comprehensive training for individuals in credit and 
collection in order to prepare them for their role in this ever-changing field. 
 

Training for the Certified Professional Collector &  
the Certified Credit Professional 

 

You may apply for the Certified Professional Collector (CPC) and Certified Credit 
Professional (CCP) after 5 years on-the-job experience.  However, by successfully completing 
the CPC and CCP Modules and passing all the exams, you will be eligible to apply for the 
Certification(s).  If you are approved by the CSB Board and work one year in business credit 
and/or collection you, will be recognized as a Certified Credit Professional and/or a Certified 
Professional Collector. 
 

This series will help those who aspire to become Certified and also those who wish to use 
these courses to learn techniques that will improve their job skills immediately! 
 

Each course is approximately one (1 ) hour in length.  Courses can be taken individually, and 
used for professional training or the series of courses can be taken to fulfill certification 
requirements for either the Certified Credit Professional (CCP) or the Certified Professional 
Collector (CPC) accreditation.  To meet eligibility requirements for accreditation, students 
must complete all courses in each module.  In addition, certain core competencies are 
required for both the CPC and the CCP accreditations,  Dropbox is required to receive the 
recordings.  A link to a free download will be sent along with your confirmation.  
 

 
 

https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2019/09/Courses_CCP_CPC.pdf


Credit Reporting 
In order to provide maximum value 

to our clients, The Association 

provides you access to all data bases 

we have under one single, 

simple, low cost, generic report 

subscription. Credit Mangers do 

not need to subscribe individually to 

every single database or information 

provider, in order to receive the best 

outside credit reporting information 

available. From Consumer Reports to 

Reports on International Customers 

and everything in between. 

The Association wraps up a program 

for you, that automatically provides 

multiple data bases/providers in one, 

single subscription. Sounds simple? 

It is! Our current subscribers already 

enjoy the flexibility described and 

rely on their professional Association 

for data these sources provide that 

assists them in the credit worthiness 

decision. 

Other benefits of our subscriptions 

are no compensating renewals, no 

premiums for supplements, no 

contract expiration dates and no 

“use-em” or “lose-em” problems. 

If you are interested in getting more 

for less, saving time and money, 

managing your credit reporting 

costs, The Association’s Credit 

Reporting Services is your solution. 

Call today for more information or a 
personal consultation that will open 
up all the doors to credit 
information resources your company 
can use. 

 

TO REQUEST A CREDIT REPORT 
ONLINE, Click here or contact Gail, 

262-289-1223.  
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https://wcacredit.org/get-credit-report/
https://register.gotowebinar.com/register/2829374776711840525


Need credit card payment solutions for 

your business? Whether large or small, 

TSYS has the customized solutions to 

fit your business needs.  BCMA partners with TSYS because they are focused on creating 

more value in our client relationships than ever before, and their voice has emerged as 

one of the most trusted in the payments industry. This true spirit of partnership, and the 

accompanying understanding that our success is determined by our clients’ success, 

infuse everything we do.  Whether you’re LOOKING TO BEGIN ACCEPTING CREDIT 

CARDS, or LOOKING TO LOWER YOUR CREDIT CARD SURCHARGE FEES…TSYS 

will help.  Contact the Association at 262.827.2880.  We’ll put you in touch with a 

representative that will assist you.  TSYS was named to Ethisphere's 2013, 2014-

2018  World's Most Ethical Companies List!   

*NACS Credit Services, Inc   

*The Business Credit Management Association Wisconsin 

Darryl Rowinski CCP, CPC X222 

President & COO, 

Membership 
Director of Professional Service 
Firm Solutions   

Resume Referral Services  

Employment & Outsourcing Ser-
vices 
 

Wayne J Crosby CCP, CPC X224 

Vice-President  

Membership 
Director of Professional Service 
Firm Solutions   

Resume Referral Services  

Employment & Outsourcing Ser-
vices 
 

Dianna Rowinski X225 

Director of Education 
AP/AR  

International & Industrial Group 
Administrator 

 

 

Gail Venne, X223 

 Credit Reporting  

 Group Administrator 
 

Chrys Gregoire X221 

 Administrative Support 
 General Questions or 

          Information 
 Data Transmissions 
 Group Services 
  E-Commerce 
 Credit Reporting  

 

Patty Hughes X227 

 Recovery Specialist 

 Credit Reporting  
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One of our Partners 

Phone: (262) 827-2880 or 888.546.2880 

FAX (262) 827-2899 
Web: www.wcacredit.org 

GOT AN IDEA?   
Would you like to 

contribute to the BCMA 

Newsletter?    Just write to 

us at admin@wcacredit.org 

with your idea! 

Board of Directors  

Executive Committee: 

Chairperson   

          Penny Conaty CCP, CPC, CBA      

President     

          Darryl Rowinski CCP, CPC      

Counselor   

          Adriana Sertich CCP, CPC 

Director Emeritus 

          Wayne Crosby, CCP, CPC 

 

Directors: 

Davy J. Tyburski  
Rob Lawson 
Stu Sturzl, CCP, CPC  
Barry Elms 

http://www.nacmkc.org/
http://www.wcacredit.org/
http://www.wcacredit.org
mailto:Admin@wcacredit.org?subject=Newsletter%20Submission


 
 
 
 
 
 
 
 

 

JULY 8, 2020 
Plumbing & Heating Industry Credit Group 
 Teleconference Call 
JULY 9, 2020 
Metals & Industrial Suppliers Credit Group 
 Book of Reports 

JULY 10,  2020 
Electrical Suppliers Industry Credit Group,  
 Teleconference Call 
JULY 14, 2020 
Regional Paper & Packaging Industry Credit 
Group 
 Teleconference Call 
Fine Paper/Graphic Arts  Industry Credit Group 
 Book of Reports Only 
 

JULY  15, 2020 
Minnesota Electrical Suppliers Credit Group 
 Teleconference Call 
JULY 16, 2020 
Construction Industries Credit Group 
 Teleconference Call 
JULY 17, 2020 
IL Fine Paper Industry Credit Group 
 Teleconference Call 

JULY 20, 2020 
Western Electrical Suppliers Industry Credit 
Group 
 Book of Reports 
JULY 21,  2020 
Building & Construction Materials Credit Group 
 Teleconference Call 
Iowa Plumbing Heating Electrical & Construction 
Industry Credit Group 

 Teleconference Call 
Minnesota Fine Paper Credit Group 
 Teleconference Call  
JULY 22, 2020 
Food Service Supply Hospitality Industry Credit 
Group 
 Teleconference Call 
Food Suppliers Industry Credit Group 
 Teleconference Call 
JULY 28, 2020 
WI/IL HVAC Industry Credit Group 
 Teleconference Call 

UPCOMING INDUSTRY 
CREDIT GROUP MEETINGS 

YOU CAN TRUST THE 
ASSOCIATION TO 

ASSIST IN 
COLLECTION 

RECOVERY FROM 
YOUR DEBTORS 

ANYWHERE IN THE 
WORLD. 

 

LET THE 
ASSOCIATION HELP 
WITH EMPLOYMENT 

OPPORTUNITIES. 
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 Education Events 
July 9, 2020  

“Excel Calculations and Charts 
Introduction” Webinar  

 

July 15, 2020  
“COMMON EXCUSES 

Customers Use to Delay 
Payment, and How Collectors 

Should Respond” Webinar 
 

July 23 or July 30, 2020   
“Excel Database/List 

Management ” Webinar  
 

 

August 11, 2020 
"Excel Get and Transform 
(PowerQuery)” Webinar 

 
August 12, 2020  

“OneNote Essentials” Webinar 
 

August 27, 2020 
“Excel Conditional Formatting 

Amplified” Webinar   
 

September 03, 2020  
“Outlook – Simplify and Save 

Time” Webinar  
 

https://wcacredit.org/collections/
https://wcacredit.org/collections/
https://wcacredit.org/positions-available/
https://wcacredit.org/positions-available/
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/04/WebExcusesForNonPayment071520.pdf
https://wcacredit.org/wp-content/uploads/2020/04/WebExcusesForNonPayment071520.pdf
https://wcacredit.org/wp-content/uploads/2020/04/WebExcusesForNonPayment071520.pdf
https://wcacredit.org/wp-content/uploads/2020/04/WebExcusesForNonPayment071520.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf
https://wcacredit.org/wp-content/uploads/2020/06/WebBrainSnackClasses2020.pdf

