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ABOUT THE PROGRAM

WSIA partners with Sales & Presence, which focuses on corporate training, consulting, 
workshops and events for individuals and teams who want to level up their sales strategy and 
improve their presence. 

Collaborative Selling & Negotiations is a customized program developed specifically for 
WSIA members. The 1.5 day program focuses on “getting to yes,” key elements of the 
customer journey, and ways to communicate and negotiate that gain lifelong clients and drive 
success.

Collaborative Selling and Negotiations

WHAT to expect 
 
Amy Reczek, Sales & Presence, has 18 years 
experience in the field, serving many as a high level 
Senior Sales Executive who earned countless awards 
and was ranked within the top ten national sales 
executives in her industry.

WHO should attend
All brokers, managing general agents and 
underwriters who transact business. This program 
is most beneficial to those E&S professionals who 
have relationships with clients. They will gain a 
greater understanding of clients’ needs and 
perspectives in a sales and negotiation process.

Informed Customer Selling
85% of business success is relationship skills. We will take a look at how sales has 
evolved to know why relationship skills are important:

• Sales then and now
• Client perspective, shifting your mindset
• Your role, build trust and educate 

Know Your Customer
In a customer informed era, it is more important than ever to know what is important 
to your customer, what your value is, and how to prepare:

• Create your buyer persona
• Know your customers buy
• Define your differentiators

Communication is Key
We decide subconsciously within a second of meeting someone if we like, trust, and 
want to do business with them. How we communicate drives our success. We will 
focus on: 

• Four communication components
• Communication for prospecting/initial meetings
• Skills to handle and negotiate objections 

INTERMEDIATE LEVELINTERMEDIATE LEVEL

Training Geared toward Business Transaction

Customer Journey & Your Success
60-70% of revenue comes from existing customers. Design an 
action plan for your customer journey. Learn how to:

• Develop a customer roadmap
• Network toward your goals
• Develop partnerships

Evaluate yourself
After this program you will be better positioned to self-reflect, 
self-assess and develop your own action plan designed to 
enhance your success.

Amy will lead conversations designed to enhance participant 
success in their work and personal lives.



“I interviewed 15-20 people to conduct 
training for our firm, and I was about 
to give up until I met Amy. I knew 
immediately she was the right person! 
She knows sales and can effectively 
deliver. She is an expert at engaging 
an audience.” — SHANNA SWEENEY,  
UPLAND CAPITAL GROUP 

“Amy teaches what is relevant now and has  
incorporated the need to pivot as a result of what 

we’ve learned during the pandemic. She knows 
sales, is very available, goes out of her way to help, 
and is cited by other facilitators I know as someone  

who inspires.” — KRISTINA KAY,  
ACCURATE 

4131 N. Mulberry Dr., Suite 200
Kansas City, MO 64116
816.741.3910

wsia.org

WHEN & WHERE
July 17-18, 2024 | Kansas City, MO

October 9-10, 2024 | Scottsdale, AZ

Hotel reservations are your responsibility 
as they are not included in your 
registration fees. Hotel options near the 
training location may be found on the 
program webpage.

COST
• Tuition is $1,095 per participant.

REGISTRATION AND ACCOMMODATIONS

For any surplus lines 
professional who 
transacts business and 
has relationships with 
clients

Collaborative Selling 
and Negotiations

WSIA TECHNICAL & CAREER DEVELOPMENT

WSIA 
University

Designed to improve 
technical underwriting 
competency and develop 
networking relationships 
with peers 

For underwriters with 
single-line experience 
or employees in a 
technical role seeking 
to move into an 
underwriting role in the 
future

For anyone in a 
leadership role or 
transitioning to a 
leadership role

Excess & 
Surplus Lines

Underwriting
Boot Camp

Leader as
Coach

Marcus Payne 
Advanced E&S

For senior-level 
professionals developing 
and implementing strategic 
planning, leadership 
and change

Offered with University of Virginia
Darden School of Business

Executive Leadership 
Summit

For professionals seeking 
an introduction to the 
E&S industry

Surplus Lines 
Fundamentals

For professionals early 
in their careers to gain 
understanding  of broker/
carrier relationships and 
how surplus lines works in 
the marketplace 

For E&S professionals 
with 5-15 years of 
insurance experience to 
strengthen their surplus 
lines knowledge

For professionals 
transitioning into leading 
teams while still 
responsible for their own 
book of business

Offered with Emory University 
Goizueta School of Business

Surplus Lines 
Management

EARLY-CAREER INTERMEDIATE EXPERIENCED

Product Liability 
and Product Recall

For E&S professionals 
who want to strengthen 
underwriting expertise 
in product liability and 
product recall

 ONLINE COURSE

ALL LEVELS


