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GLOBAL CREDIT RISK & DEBT RECOVERY CONFERENCE 2026

DAY ONE  |  WEDNESDAY, 18 NOVEMBER 2026

Movenpick Grand Al Bustan, Dubai, UAE

BEFORE & DURING DISTRESS

See the Risk  → Intervene  →  Restructure

BEFORE & DURING DISTRESS  —  See the Risk → Identify Deterioration → Intervene → Restructure

Day One examines the decisions institutions make before and during financial distress —from identifying deterioration early enoug h to deciding whether a troubled 
borrower should be supported, restructured or moved toward recovery.

Registration, Networking Breakfast & Executive Coffee08:00 –  09:00

Opening Remarks
Setting the context for two days of practical discussion around credit deterioration, distressed borrowers, restructuring, co lle ctions and recovery.

09:00 –  09:10

OPENING KEYNOTE

THE NEXT DEFAULT

Where Is the Next Wave of Credit Risk Coming From?

Credit deterioration rarely arrives without warning, but the signals are changing. Shifting economic conditions, sector press ure s, borrower leverage, 
liquidity constraints and changing business models are challenging conventional assumptions about portfolio risk. This addres s e xamines where 
vulnerabilities are emerging, which risks may be underestimated and what credit leaders should be preparing for before deteri ora tion becomes visible 
through conventional measures.

09:10 –  09:35

EXECUTIVE PANEL

THE WARNING SIGNS WERE THERE

Why Do Banks Still Identify Credit Deterioration Too Late?

Banks possess more financial, behavioural and transactional information than ever before. Yet serious deterioration is still fre quently recognised only 
after the options for intervention have narrowed.

• Which signals genuinely predict borrower deterioration?

• Financial indicators versus behavioural and transactional signals

• When does relationship - manager intelligence outperform the model?

• Are Stage 2 migration and conventional monitoring sufficiently forward -
looking?

• How should banks distinguish temporary volatility from structural
deterioration?

• What prevents institutions from acting when warning signs are visible?

• When should monitoring become intervention?

09:35 –  10:20

Morning Networking & Refreshments10:20 –  10:40

STRATEGIC INSIGHT

FROM SIGNAL TO DECISION

Can Better Intelligence Help Institutions Act Before Credit Problems Become Defaults?

Identifying risk is only useful if institutions can convert information into timely action. This session examines how better dat a, analytics and decision 
intelligence are changing the ability to detect meaningful deterioration, prioritise exposures and intervene earlier —while avoid ing the danger of 
reacting to every short - term movement in borrower behaviour.

10:40 –  11:05

EXECUTIVE PANEL

WHEN THE NUMBERS STILL LOOK GOOD

What Should Make a Bank Question a Borrower Before the Financials Do?

Some of the most important indicators of distress emerge outside conventional financial statements. This discussion explores wha t experienced 
credit professionals look for when the formal numbers still appear acceptable but something about the borrower has begun to c han ge.

• Cash - flow behaviour and working - capital pressure

• Management behaviour and credibility

• Delayed or changing information patterns

• Covenant deterioration

• Customer and supplier concentration

• Sector - specific warning signs

• Related - party exposures

• Relationship intelligence

• When should professional judgement challenge the model?

11:05 –  11:50

FIRESIDE CONVERSATION

THE FIRST 90 DAYS

What Should a Bank Do When a Borrower Enters Distress?

The early decisions made after financial distress becomes apparent can determine whether value is preserved or progressively des troyed. Who takes 
ownership? What information is required immediately? Should facilities continue? When should security be reassessed? When sho uld  advisers 
become involved? And how does the institution distinguish a temporary liquidity problem from a fundamentally broken business?

11:50 –  12:20
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GLOBAL CREDIT RISK & DEBT RECOVERY CONFERENCE 2026

DAY ONE  |  WEDNESDAY, 18 NOVEMBER 2026

Movenpick Grand Al Bustan, Dubai, UAE

BEFORE & DURING DISTRESS

See the Risk  → Intervene  →  Restructure

PRACTITIONER DEBATE

RESTRUCTURE OR ENFORCE?

When Does Supporting the Borrower Become Throwing Good Money After Bad?

A distressed borrower may still have a viable business —but additional time and liquidity can also postpone an unavoidable failur e and reduce eventual 
recovery. This session puts the central credit dilemma on the table.

• When should the bank continue supporting the business?

• When is additional funding justified?

• Does enforcement sometimes begin too early?

• Do lenders sometimes restructure simply to delay recognising loss?

• How should enterprise value be weighed against collateral value?

• When should management change become a condition of support?

• At what point does patience begin destroying recovery value?

12:20 –  13:05

Networking Lunch13:05 –  14:00

EXECUTIVE PANEL

WHEN A MAJOR BORROWER DEFAULTS

Who Takes Control —and What Happens Next?

Large corporate defaults create competing priorities across relationship banking, credit, risk, restructuring, legal and mult ipl e creditor institutions. 
This session examines what actually happens when a significant exposure moves from concern to default.

• What should happen during the first 30 days?

• Who should own the relationship?

• When should additional lending stop?

• How should competing lenders coordinate?

• Syndicated facilities and conflicting creditor interests

• Corporate groups, SPVs and cross - guarantees

• Protecting enterprise value while negotiations continue

• Which early mistakes most often destroy recovery value?

14:00 –  14:45

PRACTITIONER CASE DISCUSSION

THE SECOND DEFAULT

Why Do Restructured Borrowers Fail Again?

A restructuring agreement is not necessarily a successful restructuring. This case - driven conversation examines why borrowers re turn to distress after 
lenders have already provided time, concessions or additional support. Was the underlying business ever viable? Were forecast s u nrealistic? Was too 
much debt preserved? Did management actually change?

14:45 –  15:15

Afternoon Networking & Refreshments15:15 –  15:35

EXECUTIVE PANEL

THE RESTRUCTURING TOOLBOX

Haircuts, Deferrals, Asset Sales or Debt - to - Equity —What Is Actually Working?

There is no shortage of restructuring mechanisms. The harder question is which combinations produce sustainable outcomes in r eal  situations.

• Principal and interest concessions

• Maturity extensions

• Covenant resets

• Debt - to - equity conversion

• Asset disposals

• Additional security

• New - money facilities

• Management changes

• When should creditors accept a haircut?

• What separates genuine rehabilitation from “extend and pretend”?

15:35 –  16:20

EXECUTIVE PANEL

THE CREDITOR DILEMMA

How Do Banks Cooperate When Everyone Wants a Different Outcome?

Complex restructurings become considerably harder when several lenders, security interests and commercial priorities collide.  Th is discussion 
examines creditor coordination, information sharing, competing recovery strategies, standstill arrangements and the practical  di fficulty of reaching 
consensus when every institution has a different exposure and mandate.

16:20 –  17:05

CLOSING LEADERSHIP CONVERSATION

SAVE THE BORROWER OR PROTECT THE BANK?

Where Should Credit Discipline End and Commercial Judgement Begin?

A senior leadership conversation on one of the fundamental tensions in credit management: balancing the institution's obligat ion  to protect capital 
with the commercial value of supporting viable customers through periods of genuine difficulty.

17:05 –  17:30

Closing Remarks & End of Day One17:30
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GLOBAL CREDIT RISK & DEBT RECOVERY CONFERENCE 2026

DAY TWO  |  THURSDAY, 19 NOVEMBER 2026

Movenpick Grand Al Bustan, Dubai, UAE

FROM DEFAULT TO RECOVERY

Collect → Negotiate → Enforce → Recover

FROM DEFAULT TO RECOVERY  —  Collect → Negotiate → Enforce → Recover → Transform

Day Two moves beyond distress into the realities of collections and recovery: how institutions engage delinquent customers, d ete rmine when negotiation has 
failed, choose between settlement and enforcement, manage complex recovery situations and use technology without losing human  ju dgement.

Registration, Networking Breakfast & Executive Coffee08:00 –  09:00

Opening Remarks09:00 –  09:10

OPENING KEYNOTE

THE NEW RECOVERY REALITY

Is the Traditional Collections Model Still Fit for Purpose?

Customer behaviour has changed. Communication has changed. Data has changed. Technology has changed. Regulatory and conduct e xpe ctations 
have changed. Yet many collection strategies still rely on processes developed for a very different environment. This address  ex amines what needs to 
change if institutions are to improve recovery performance while controlling cost, protecting reputation and treating custome rs appropriately.

09:10 –  09:35

EXECUTIVE PANEL

COLLECTIONS WITHOUT DESTROYING THE CUSTOMER

Can Banks Recover More and Still Preserve the Relationship?

A delinquent customer is not necessarily a lost customer. This discussion examines how institutions can balance recovery obje cti ves with customer 
relationships, conduct expectations and long - term value.

• Early - stage versus late - stage collections

• Segmentation rather than one - size - fits - all treatment

• Hardship and vulnerable customers

• Tone, timing and frequency of communication

• Digital and self - service collections

• Promise - to - pay strategies

• Customer experience versus recovery targets

• When does a customer relationship become irrecoverable?

• What does responsible collection mean commercially?

09:35 –  10:20

STRATEGIC INSIGHT

THE ECONOMICS OF COLLECTIONS

Can Institutions Increase Recovery While Reducing the Cost to Collect?

Collections organisations are under pressure to improve recoveries without continually increasing headcount and operating cos ts.  This session 
examines the relationship between segmentation, prioritisation, automation, digital engagement, agent productivity and recove ry economics —and 
where technology genuinely changes the cost - performance equation.

10:20 –  10:45

Morning Networking & Refreshments10:45 –  11:05

EXECUTIVE PANEL

PROMISES, PAYMENTS & PRIORITIES

Why Do Some Customers Cure While Others Roll Deeper Into Delinquency?

Not every missed payment represents the same problem, and not every customer should receive the same collection treatment.

• Understanding the reason behind delinquency

• Self - cure versus intervention

• Promise - to - pay and broken promises

• Behavioural segmentation

• Prioritising accounts and collector effort

• Affordability and willingness to pay

• Contact strategy and channel selection

• When should treatment escalate?

• Can institutions predict which intervention is most likely to work?

11:05 –  11:50

EXECUTIVE PANEL

WHEN THE BORROWER STOPS TALKING

Negotiate, Escalate or Litigate?

There comes a point when continued negotiation may no longer improve the probability of recovery. This discussion examines ho w i nstitutions decide 
when that point has been reached.

• How long should negotiation continue?

• When is silence itself a warning signal?

• Settlement versus enforcement

• When should legal notices begin?

• Does aggressive enforcement sometimes reduce recovery?

• Mediation and negotiated settlements

• Collateral enforcement

• Cost, time and probability of recovery

• When should external recovery specialists become involved?

11:50 –  12:35
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GLOBAL CREDIT RISK & DEBT RECOVERY CONFERENCE 2026

DAY TWO  |  THURSDAY, 19 NOVEMBER 2026

Movenpick Grand Al Bustan, Dubai, UAE

FROM DEFAULT TO RECOVERY

Collect → Negotiate → Enforce → Recover

PRACTITIONER DEBATE

RELATIONSHIP VS RECOVERY

Do Banks Become Too Patient With Troubled Borrowers?

One side argues that patience, dialogue and restructuring preserve value. The other argues that delayed escalation allows ass ets  to disappear, 
collateral to deteriorate and recovery options to narrow. The discussion tests both positions against practical borrower scen ari os rather than 
searching for a comfortable consensus.

12:35 –  13:05

Networking Lunch13:05 –  14:00

EXECUTIVE PANEL

WHEN THE MONEY CROSSES BORDERS

What Happens When the Borrower, Assets and Creditors Are in Different Countries?

Cross - border recovery introduces an entirely different level of complexity when assets, guarantees, creditors and legal proceedi ngs span multiple 
jurisdictions.

• Locating and protecting assets

• Multiple jurisdictions and competing proceedings

• Recognition and enforcement of judgments

• Offshore structures and guarantees

• Insolvency proceedings

• Information sharing

• Competing creditor claims

• Coordination between banks and advisers

• The practical limits of cross - border recovery

14:00 –  14:45

PRACTITIONER CASE DISCUSSION

THE RECOVERY THAT LOOKED IMPOSSIBLE

What Changes the Outcome in a Difficult Recovery?

A practical case - led discussion following a difficult exposure from default through negotiation, escalation and eventual resolut ion. The focus is not 
simply on what succeeded, but on the turning points: which decisions created leverage, which assumptions proved wrong, where val ue was nearly lost 
and what practitioners would do differently.

14:45 –  15:15

Afternoon Networking & Refreshments15:15 –  15:35

EXECUTIVE PANEL

AI IN COLLECTIONS: SHOW ME THE RESULTS

What Is Actually Working —and What Is Still Hype?

AI is increasingly being introduced across segmentation, contact strategy, prioritisation, customer interaction and agent sup por t. The question for 
recovery leaders is no longer whether AI is interesting —it is whether it produces better outcomes.

• Predicting delinquency and cure probability

• Next - best - action

• Account prioritisation

• Conversational AI

• Agent augmentation

• Automated customer engagement

• Promise - to - pay prediction

• Collector productivity

• Cost - to - collect

• Customer complaints and conduct risk

• Where should human judgement remain?

• What measurable improvements should institutions demand?

15:35 –  16:20

FIRESIDE CONVERSATION

WHEN DO YOU STOP CHASING THE DEBT?

The Economics Behind the Hardest Recovery Decision

Recovery teams are trained to recover —but sometimes the economically rational decision is to stop. This conversation explores ho w institutions 
balance recovery probability, outstanding exposure, collateral value, legal expense, time, management attention, cost - to - collect  and alternative 
recovery strategies when deciding whether continued pursuit still makes commercial sense.

16:20 –  16:50

CLOSING EXECUTIVE PANEL

IF WE COULD START AGAIN

What Would Today's Credit & Recovery Leaders Do Differently?

• What would you stop doing?

• What would you start doing?

• What would you measure differently?

• Where are institutions still getting credit wrong?

• Where are they still getting collections wrong?

• Which conventional practices survive mainly because “we have always
done it this way”?

• What role should technology play —and where should it stay out?

• What should the industry solve before we meet again?

16:50 –  17:35

Conference Closing Remarks17:35 –  17:45
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GLOBAL CREDIT RISK & DEBT RECOVERY CONFERENCE 2026

CONFERENCE OVERVIEW

Movenpick Grand Al Bustan, Dubai, UAE

18 –  19 NOVEMBER 2026

Two Days  •  Executive Panels  •  Case Discussions

A Senior Executive Forum for the Decisions That Determine Credit and Recovery Outcomes

KEY FOCUS AREAS

Credit Risk & Early Warning

Examine how institutions identify emerging deterioration, distinguish temporary volatility 
from structural weakness, and determine when monitoring should become intervention.

Distressed Credit & Intervention

Explore the critical decisions institutions face when a borrower begins to struggle —from 
assessing viability and liquidity needs to protecting value during the first stages of 
distress.

Restructuring & Creditor Strategy

Debate when to restructure, when to enforce, how creditors coordinate, and which 
approaches genuinely create sustainable outcomes rather than simply postponing 
default.

Collections & Customer Resolution

Examine how institutions improve cure rates, prioritise accounts, manage promises to pay 
and strengthen recovery while balancing customer relationships, conduct and cost.

Recovery, Enforcement & Insolvency

Explore negotiation, settlement, litigation, collateral enforcement and cross - border 
recovery when consensual resolution is no longer enough.

Data, AI & Recovery Intelligence

Challenge where analytics, automation and AI are genuinely improving early warning, 
collections and recovery —and where experienced human judgement remains essential.

WHO SHOULD ATTEND

Designed for senior decision - makers responsible for credit risk, distressed 
lending, restructuring, collections, recovery and institutional value protection.

CROs • Chief Credit Officers • CEOs • CFOs • Heads of Credit & Risk • Heads of Collections & 
Recovery • Restructuring & Workout Leaders • Portfolio & Special Assets Managers • 
Corporate & SME Lending Leaders • Legal & Compliance Executives • Insolvency & 
Restructuring Specialists • Recovery Advisors • Credit Intelligence Providers • Technology 
Leaders supporting the credit and recovery lifecycle.

BENEFITS OF ATTENDING

Hear How Senior Practitioners Make Difficult Decisions

Hear how experienced credit and recovery leaders approach deterioration, restructuring, 
default, negotiation and enforcement when the outcome is uncertain.

Strengthen Early Intervention

Explore how institutions identify meaningful warning signals earlier and determine when 
emerging deterioration requires action.

Improve Restructuring & Recovery Outcomes

Examine practical approaches to borrower viability, creditor coordination, restructuring, 
collections, settlement and enforcement.

Challenge Conventional Thinking

Hear different perspectives on difficult questions where there is rarely one correct 
answer —from restructure versus enforce to relationship versus recovery.

Evaluate Technology Through Results

Understand where data, analytics, automation and AI are producing measurable 
improvements —and where technology still falls short.

Connect With Senior Decision - Makers

Build relationships with banking executives, credit and recovery leaders, restructuring 
specialists, advisers and solution providers across the regional credit ecosystem.

WHY YOU CAN'T MISS IT

Credit and recovery decisions are rarely made in perfect conditions.

Borrower deterioration may be visible before the numbers confirm it. A viable business 
may still require restructuring. Additional support may preserve enterprise value —or simply 
postpone an unavoidable default. Negotiation may produce a better recovery than 
enforcement —or allow valuable time and assets to disappear.

The Global Credit Risk & Debt Recovery Conference 2026 brings together senior banking 
and industry practitioners to examine these decisions as they happen in the real world. 
Across two days, the conference follows the credit journey from early warning and 
financial distress through restructuring, collections, enforcement and recovery.

Through executive panels, practitioner debates, case discussions, strategic insights and 
leadership conversations, GCRD creates a forum for open discussion around the decisions 
that ultimately determine credit and recovery outcomes.

PARTICIPATION & ENGAGEMENT FROM LEADING INSTITUTIONS

Aafaq Islamic Finance

Abu Dhabi Commercial Bank

Abu Dhabi Islamic Bank

ACE Gallagher

Ajman Bank

Al Ain Finance

Al Futtaim Finance

Al Hamra Group

Al Hilal Bank

Al Maryah Community Bank

Al Masraf

Al Rajhi Bank

Al Rajhi Takaful

Albatha Group

Al - Futtaim

Amlak Finance

Astra Tech

Bank of Sharjah

Binance

BMW Albatha Finance PJSC

Commercial Bank International

Commercial Bank of Dubai

CRIF Gulf & Dun & Bradstreet UAE

Deem Finance

Digital Dubai

Digital Dubai Government 
Establishment

DP World

Dubai Chambers

Dubai Holding

Dubai Islamic Bank

DIFC

Emirates Development Bank (EDB)

Emirates Investment Bank

Emirates Islamic

Emirates NBD

Equiti Group

Etihad Credit Bureau

Etihad Credit Insurance

Exim Credit Bank (ECB)

Finance House

First Abu Dhabi Bank

Gulf Finance Corporation

HSBC

Invest Bank

Islamic Development Bank (IsDB)

Jio Financial Services

Mala'a Oman

Mashreq Bank

Mastercard

Mawarid Finance

National Bank of Fujairah (NBF)

National Bank of Umm Al Qaiwain 
(NBQ)

RAKBANK

Reem Bank

Samaa Finance

Sharjah Islamic Bank

Siraj Finance Company

Sohar International

Sukoon Insurance

Tabby

Tamweel Aloula

Tarabut

United Arab Bank

Wio Bank

Zand Bank

TAB Group extends its sincere appreciation to the distinguished speakers, advisory board members, sponsors and strategic part ner s whose expertise, engagement and support make the Global Credit 
Risk & Debt Recovery Conference possible. We also recognise the contribution of solution providers, media partners, industry pra ctitioners and participating institutions whose involvement helps 
create a high - level platform for practical dialogue, strategic collaboration and innovation across credit risk, restructuring, c ollections and recovery.
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THE CTB SUMMIT  2026 REGISTRATION FORM

Register Now
Contact Sales 
Tel/Mob: +91 74999 13099 | +971 585848553
Email: training1@tab-global.com

Collections • Trade Finance 
Cash Flow Underwriting • Bancassurance

18 — 19 November 2026 | Dubai, United Arab Emirates

Sales Contract | Please write in BLOCK letters 

DELEGATE DETAILS 

Name: 

Job title: 

E-mail:

Tel/Mob:  

Name: 

Job title: 

E-mail:

Tel/Mob:  

Name: 

Job title: 

E-mail:

Tel/Mob:  

Name: 

Job title: 

E-mail:

Tel/Mob: 

COMPANY DETAILS 
Company Name:    ______________________________________________ 

Address:     ____________________________________________________ 

 __________________________________________________________

City:  

Country: _____________________ 

: 

:  

: / / 

Tel: 

AUTHORISATION 

Name 

Position 

Date 

Signature* : 

I/we hereby confirm to the above and authorise our participants. 
* This booking is invalid without signature. 

1 2

3 4 

CONFIRMATION DETAILS:
Upon receipt of payment, a confirmation and official receipt 
will be issued. A detailed Conference Information Itinerary 
containing event logistics and joining instructions will be 
shared three weeks prior to the event. For any assistance 
regarding registration, please contact Abdullah Sarwar at 
training2@tab-global.com.

SPONSORSHIP OPPORTUNITIES
A limited number of sponsorship opportunities are available 
for this conference. These include options to present case 
studies, exhibit products or services, host networking 
sessions, and benefit from extensive branding and 
marketing exposure throughout the event lifecycle.
For more information on sponsorship packages,
please contact Tridib Panda at 
+91 74999 13099 or tridib.panda@tab-global.com

Fees

Early Bird | Until 31 July 2026 Regular | After 31 July 2026 Vendor Pass 

2-Day USD 1,590 2-Day USD 1,790 USD 2,690 

1-Day USD 790 1-Day USD 890  — 

Premier Plus Offer: 10% Savings - When registering 3 or more delegates 

Conference:  GCRD  Bancassurance  Cash Flow Underwriting 

Registration:  Two-Day  One-Day 

     Trade Finance 

 Vendor Pass 

*Please note that all group discounts are given on the final price

**Please note that discounts cannot be used in conjunction with any other offer. 

Terms & Conditions

Full payment is required within five (5) working days of receiving the invoice  
1. Fees & Inclusions: Conference fees are inclusive of all official program materials, lunch, and refreshments provided during the event.
2. Payment Terms: Full payment is required within five (5) working days of receiving the invoice and must be made before the conference date. Early registration is recommended due to limited seating. A 50% cancellation fee
applies once registration is confirmed. Admission may be refused if payment is not received on time.
3. Cancellation & Substitution 

• Delegate Substitutions: Provided the total registration fee has been paid, delegate substitutions are permitted at no additional cost up to 14 days prior to the event.
• Late Substitutions: Substitutions made within 14 days of the event will be accepted subject to an administration fee equal to 10% of the total registration fee.
• Cancellation Liability: All confirmed bookings carry a 50% cancellation liability immediately upon receipt of a signed sales contract or written registration confirmation by TAB Group.
• Written Notification: All cancellations must be made in writing via email or fax at least six (6) weeks before the event start date to qualify for a full credit applicable to any future TAB Group conference.
• Late Cancellations: Cancellations received less than six (6) weeks before the event are non-refundable, and the full conference fee remains payable. The service charge is entirely non-refundable and non-creditable 

under all circumstances.
• Payment Terms: Payment must be made within five (5) working days of invoice issuance and in all cases prior to the conference start date. Non-payment or non-attendance does not constitute cancellation, and the full 

amount remains due.
• Liability and Disputes: By signing this agreement, the client acknowledges that in the event of a dispute or cancellation, TAB Group’s minimum unrecoverable loss shall be 50% of the total contract value, and such 

amount will be deemed fair and non-contestable.
• Event Postponement or Cancellation by TAB Group: In the unlikely event that TAB Group cancels or postpones the conference for reasons beyond its control, it will not be responsible for any airfare, hotel, or other 

travel-related costs incurred by participants. The conference fee will not be refunded, but may be credited towards a future TAB Group event.
• Program Amendments: The conference agenda, speakers, and content are subject to change without prior notice at the sole discretion of TAB Group.

4. Copyright: All materials produced or distributed by TAB Group are protected by copyright. Duplication or distribution without authorization is strictly prohibited.
5. Data Protection: Client data may be retained and used by TAB Group and its affiliates for relevant communications. To opt out, please email info@tab-global.com. Calls may be recorded for training and security purposes.
6. Event Changes: TAB Group reserves the right to change dates, venues, or program details, or to merge events if necessary, without penalty. In case of permanent cancellation (and not rescheduled), a credit note valid for six 
months will be issued. No refunds apply.
7. Governing Law: This Agreement shall be governed by and construed in accordance with the laws of the United Arab Emirates, and the parties hereby submit to the exclusive jurisdiction of the courts in Dubai. However, TAB 
Group alone reserves the right to waive this provision and submit to the jurisdiction of the courts located in the Client’s principal place of business, if it deems appropriate.
8. Client Acknowledgment: By signing the registration form, the client authorizes TAB Group to process payment as agreed, acknowledges the terms herein, and accepts full responsibility for all applicable fees and policies.
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