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ABOUT THE CERTIFICATION PROGRAM
The Trusted Risk AdvisorTM certification from 
Beyond Insurance is a symbol of professional 
excellence in consultative, diagnostic sales 
and mastery of risk advisory knowledge.  By 
obtaining the Trusted Risk AdvisorTM 
certification, you will differentiate yourself 
with insureds, carriers, centers of influence, 
and your community through the quality of 
education, knowledge, and diagnostic process 
you possess. 

Benef it s of  t he Trust ed Risk  Advisor TM 
Cer t if icat ion: 

Com pet it ive Advant age:  Formal training in 
consultative, diagnostic sales and risk advisory 
skills gives you a distinguished brand and  
competitive advantage in the marketplace.

Cer t if icat ion: Demonstrates that you have 
the risk advisory knowledge, skills, tools, and 
process needed to successfully identify, 
analyze, and mitigate risks and exposures on 
your client?s behalf. 

Per form ance:  Trusted Risk AdvisorsTM build 
high-trust client relationships that are strong 
and enduring, regardless of the market.  The 
TRA mark demonstrates that you are skilled at 
reducing claim frequency and severity.

Choosing a Cer t if icat ion: 

The Trusted Risk AdvisorTM designation is 
provided by Beyond Insurance, the training 
and coaching firm that is trusted by leading 
national and regional carriers to train their 
agents, marketing teams, and underwriters. 

Diagnost ic, Consult at ive, 
Process-Or ient ed: 

Can one sell without first consulting?  Not 
effectively. 

"A diagnostic, consultative sales process creates 
value and distinguishes one?s brand through a 
series of actions in which each party seeks 
guidance from the other to achieve a particular 
result."  - Scott Addis, CPCU, CRA, CBWA

The Trusted Risk AdvisorTM program has a 
single objective: to propel both new and 
experienced agents to a higher level of 
success through value-based, consultative, 
diagnostic selling.  To achieve this goal, the 
program contains a wealth of fundamental 
and foundational content, enhanced by 
productivity-based exercises, practical tools 
and processes, and powerful, interactive role 
plays. 

About  t he Trust ed Risk  Advisor TM: 

To earn the certification, agents must 
complete  all four sessions of the Trusted Risk 
AdvisorTM program.

Agents who complete the Trusted Risk 
AdvisorTM program are granted a lifetime 
certification.

The Trusted Risk AdvisorTM program was 
developed by thought-leader Scott Addis, 
CEO of Beyond Insurance, and the IIANC 
Professional Development Task Force.  



The Trusted Risk AdvisorTM certification program is 
based on the concepts, principals, and tools that Scott 
Addis personally used to develop an $11 million 
revenue book of business.  Prior to creating Beyond 
Insurance, Scott served as founder and CEO of The 
Addis Group, which he started in 1990 from scratch:  no 
carriers; no revenue.  Only a $50,000 credit line and a 
vision of providing elite risk advisory services to the 
middle-market business segment.  The Addis Group 
evolved into one of the premier risk management 
consultants and insurance brokers in the United States. 

Scott is CEO of Beyond Insurance and creator of the 
Certified Risk ArchitectTM  designation. He is recognized 
as an industry thought-leader, speaker, and 
transformational author of Summit? Reach Your Peak 
and Elevate Your Customers? Experience, a book about 
reaching your potential in life and at work.  Scott 's 
articles have been published extensively in Rough Notes 
magazine, as well as other highly regarded industry 
publications throughout the U.S., such as Forbes, 
Insurance magazine, CEO magazine, Sales and Service 
Excellence magazine, and the PIA magazine.  

ABOUT SCOTT ADDIS, 
CPCU, CRA, CBWA



As the Chief Learning Officer for Beyond Insurance, 
April provides leadership, strategy and
direction in the design, development and delivery 
of the Beyond Insurance coaching, training
and e-learning programs. She also actively 
participates in onsite coaching and training
workshops focused on empowering insurance and 
risk management professionals to reach new
levels of success. Prior to joining Beyond Insurance, 
April served as an Account Executive for a
reputable insurance agency with its corporate 
office in Toms River, NJ.

April is proud to oversee the Trusted Risk Advisor 
(TRA) Certification -- a symbol of excellence in
consultative and diagnostic sales and enterprise 
risk management. This program is reserved for
seasoned and successful agents & brokers who 
wish to take their game to the next level...to
reap rewards that only credibility, trust and 
enhanced perception can bring. Her role includes
creative design of the curriculum for the TRA 
e-learning platform as well as participating in live
training events at various locations nationwide. 

ABOUT APRIL BAKER, 
TRA



Trusted Risk AdvisorTM Certification
To earn the certification, agents must complete four, 8-hour classroom sessions in Cary, NC:

Session 1, Feb. 26: Goodbye, Agent  and Broker . Hello, Trust ed Risk  Advisor? .

- Discover Your WHY? Your Purpose for Existence

- Your Path to Trusted Risk Advisor Status

- Differentiation, Commoditization, and the Traps

- Developing a Unique Message ? Your TRA Value Proposition

- Risk, Risk Management, and the TRA Decision Matrix

- The Trusted Risk Advisor (TRA) Process

- The Power of First Impressions

Session 2, May 21: The Ar t  and Science of  Discovery? Leading t o St rat egy.

- The I³ System

- The Five Stages in the Initial Prospect Interview

- Walk Away Power

- The Employee Interview? A Strategy to Position You as the Undercover Boss!

- The TRA Prospect Trigger? Emotion

- Active Listening

- The Prospect Qualification Filter

Session 3, Aug. 20: The Risk  Advisor  ? Moving Away f rom  t he Transact ional Sale

- The Underwriter?s Response to the TRA Process

- The Art of Negotiation

- Body Language? Actions Speak Louder than Words

- Prospect Research Evaluation Program (PREP)

- Filling the Prospect Pipeline through Social Media

- The World of the CFO

- Self-Confidence? the TRA?s Most Important Life Skill

Session 4, Dec. 4: Creat ing a Dif ferent iat ed Cust om er  Exper ience Journey t hrough t he TRA 

Process

- The Customer Experience Journey

- Monitoring Risk and Risk Management within the TRA Framework

- Relationships? the TRA?s Benchmark to a Meaningful Career

- Creativity and Innovation...the One-Two Punch of the Trusted Risk Advisor

- Objections? A Catalyst to Win More Business!

- Rejection? a Motivator to Take the TRA to the Next Level

- The Art of Goal-Setting

- The Trusted Risk Advisor?  Living Each Day as a Servant Leader!


