
SALES PRESENTATION 
BUSINESS TO BUSINESS 



1. B2B APPROACHES

FIRST APPROACH 

Hi, I’m _____ with Family Heritage, and you are?  (Their name), nice to meet you. 

I’m the one in charge of talking to all of the businesses here in  (Town) . I caught up with 
_______, _______, and ______  (show business cards or share 3 names of businesses); I 
wanted to stop in and see you as well. 

(Ask general rapport questions) Are you originally from here? (Connect with names if possible) 
How long have you worked here? (if not long) What did you do before? What brought you 
here?  

(Their name), I wanted to stop by for two reasons.  One was to introduce myself, and the 
second was to show you what we do for about 20-30 other businesses in the area. I only get a 
few minutes; do you have a place to sit down?

SECOND APPROACH 

I don’t know if right now is a good time, (Their name) but if you got hurt or sick, and you 
couldn’t work, you would still like to receive a paycheck wouldn’t you?  (nod, wait for answer). 
I can show you in about 5 minutes how you can have cash paid directly to you in case of an 
emergency. Do you have a place to sit down.  

THIRD APPROACH 

No problem, I’ll just give you the quick version and if it’s not for you I’ll be out of here in a 
couple of minutes.

(Their name), there’s two types of costs that go along with anything serious health wise.  Your 
direct costs, that’s the part that everybody knows about like the doctor bills and hospital 
charges; I have nothing to do with that because that’s what your health insurance is for. What 
we help folks out with are all of the indirect or hidden costs that most people don’t think about.  

If something were to happen to you and you couldn’t work for 3 months, 6 months,  or even a 
year, how would that impact you financially?   (Wait for response; nod) 

And I don’t know where or if you could use my help but ...(point to the cover page) 

• It seems like every one knows someone who’s gone through cancer.
• And Heart disease generally runs in peoples’ families
• And accidents, that can happen to anyone

Which one of these concerns you the most? (wait for response; nod) A lot of people tell me that why 
do you say that?

(After they answer  - go to the * in your sales talk and ask appropriate rapport Questions)	
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You know as I’m talking to everyone here in (Town) it seems like 
every one knows someone who’s had to go through a cancer battle,  
(point to the cover page) heart disease generally runs in families, and 
accidents can happen to anyone. Of these which concerns you the 
most? (wait for response) A lot of people tell me that, why did you say 
that? 

* Follow Up Questions

(*if you have done the 3rd approach skip to here) 
Who is the closest person to you that’s been through something like that? 

• Wow what type? (of cancer) What happened? (heart attack or accident)
• How old were they?
• Where did they get treatments?
• Did they or their spouse miss any work?

(Their name), that’s exactly what this is for and this will probably make a 
lot of sense to you. (click in to the one they talked about) 

You may or may not have seen some of the statistics before, but… 
(read through the stats pages, highlighting a few) Does that shock you? 
Why?

BUILDING THE NEED 

This is the most important part of what we do and, when people 
understand this part, the rest makes sense. (or if you did the 3rd 
approach you can say “Like we were talking about”) 
(Their name), there are 2 types of costs that go along with anything 
serious health wise.  Most people are familiar with the direct costs;  
those are the doctor bills and medical expenses, and that’s what your 
health insurance is for. I’m sure you have good health coverage here, 
right? (wait for response) Perfect. We have nothing to do with that part.   

• How long have you been here?
• (if not long) What did you do before?
• What brought you here?
• Are you originally from here?/Where are you from originally?
• Connect with names if possible

INTRODUCTION AND RAPPORT 
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The things we talk to folks about are the indirect costs.  Do you know 
what I mean when I say indirect or hidden costs? (wait for response)

So in your situation, (or if they heard your third approach you can say 
“Like we talked about…”) if you were sick or hurt and were out of 
commission for a few months—or even longer—how would that affect 
you financially?  Why do you say that?  (get them to elaborate a little) 
That’s exactly what this is for.   

Here are a few more examples of common indirect costs of accidents/
cancer/heart/stroke: 
(Read the page; highlight a few in each category) 

When do you think most people realize those indirect costs? 

For you, (Their name), which of those indirect costs would affect your 
family the most?  (break eye contact, look at page, and wait for answer) 
That’s what most people say.  Why do you say that? 

There are several ways people try to meet the indirect costs of 
accidental injury and death...(Read the whole page) 

That’s why Family Heritage developed… (swipe to the next page)

InjurCare Plus/CancerCare Plus/CardiaCare Plus 
How it works it that is pays benefits directly to you! (read the entire page)

(in place of the "what our customers are saying" page)
In fact, you probably know some of our policyholders. 
(hand them the names list to look at)

• Recognize anyone on there?
• Who do you know the best?
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There are many reasons people choose Family Heritage:

It’s SIMPLE: You’ll know today whether or not this is for you. 

It’s AFFORDABLE: We have a plan to fit everyone’s budget. 

It’s an EASY DECISION: What makes it such an easy decision is that you 
get 100% of your premiums refunded back to you if you don't use them, 
and I’ll show you how that works in just a minute.  

And here’s a little bit more about our company: we have an A+ rating with 
A.M. Best, which is like a credit score for an insurance company.  We 
have an A+ rating with the Better Business Bureau.

BUYING ATMOSPHERE
 

(iPad down; paying attention to them) 
(Their name), that was the long part. The policy itself is just a few pages; 
you might like it and you might not. I always show this to everyone and 
ask a favor; this is an example from Anita Boyle, she wrote:

(read claim, word for word, start to finish) 

(Set the iPad aside and look at the prospect to make sure they are with 
you on this part, speak slowly and smile) 

(Their name), my job is not to “pitch” you on this; my job is simply to 
explain how the benefits work. Half the people I show it to get it and half of 
them don’t. If for ANY reason you fall into that second category that’s 
totally fine, I’ll cross you off, I’m really easy to get rid of. (Big cheesy 
smile) The only favor I do ask is that AFTER I explain how it works, and 
AFTER I answer your questions, if you could give me a definite “yes” or a 
definite “no thanks”. Is that fair enough? 

(prospect answers - If they say ANYTHING other than yes, say this next 
part, otherwise skip it) 

I totally understand how you feel its just... this is a type of thing that 
people think about two times. Once is when I sit down with them. When 
do you think the other time is? 

Yeah, when it happens, and in my business that’s called too late! So the 
only favor I ask is that, after I’m finished, if you could just give me a 
definite “yes” or a definite “no thanks”; just because we never know what 
to tomorrow holds in store.  Is that fair enough?
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BENEFITS 

You can see here, there are different levels of coverage to fit different 
needs and budgets. They all cover the exact same things, benefits just 
double every level you go up. I’ll run you through the Elite since that’s 
the one most people get, but they are all great coverages. 

(Read through each benefit ONLY the bold part and dollar amount)

(Stop at the benefits indicated below to paint a picture, take their 
temperature, or ask a question)   

Hospitalization Benefit:  
For example, if you were in the hospital for 10 days that would pay you 
$___.  Or for 100 days, that would pay you $___.  Can you see how this 
money would help out tremendously with (whatever they said their 
biggest indirect cost would be)?   

This policy also has no lifetime limits on the total amount of benefits you 
can receive.  Why would that be important when dealing with accidents 
(or cancer/heart)? 

After Fracture benefit: 
The idea here is the bigger the accident the more we pay you. If you 
break your wrist it's $___ if you break your thigh it's $___ directly to 
you.

After Surgery benefit: 
Your medical insurance may cover these bills, but this money comes 
directly to you to use any way that you need. Can you see how this is 
completely different than health insurance? 
 
After final benefit: 
What do you like most so far: that it pays cash directly to you or that it 
pays so much with no lifetime limits?  Can you see why so many people 
are getting this?  (smile and nod) 

(skip to "our commitments" page) 
John, just to wrap up.  Here are our commitments to you as a client. 

(Read the Commitments page line-by-line)
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PRICE BUILDUP 

We do rates based off age. Which age category do you fall into? 

(calculate top 3 rates and write them down as you say this next part)
Have you ever looked into what your health insurance would cost if you 
didn’t get it through work? 

Some of our clients are self-employed, or farmers, and they’ll write 
checks anywhere from $800 per month on the low end all the way up to 
$1200 or $1500 a month.  

Most people figure that something like this, which has over 30 benefits 
and no lifetime limits, would cost about the same. But to cover (you/your 
family/situation) it’s not $1200 or $900.  On the very top plan it’s actually 
just $_______ a month, $_____for the preferred, and the starter option 
is $_____. That’s not bad, is it? 

That’s less than most of us will spend on our cell phone or cable bill. 
Something like this is more of like a savings plan than an expense 
because (swipe to next page and read ROP)

To show you what that would look like for you, which number should I 
use? (go through an example using their numbers)

TRANSITION TO CLOSE 
(iPad down) 

(Their name), different people like different things about this.  When I 
was talking to (clients they know from names list), they just really liked 
that the money is paid directly to them. They said, “We know which 
bills can wait and which ones can’t.” They just liked the idea of being in 
control of how the money would be spent. 

(client from names list) just liked how affordable it is. They said: “It’s 
not going to cause us to miss any meals to have it, but it sure could help 
to provide some meals if we ever needed to use it.” 

And (client from names list) just liked that savings piece. They said 
it’s not often that you can have great coverage while simultaneously 
saving for the future.   

But for you, what did you like the most about it? What about (their 
answer) did you like? 

And—given your situation—having seen (accidents/cancer/heart attacks/
strokes) happen before, and that this is totally different than anything 
else you already have, why would having this make sense for you?
That’s exactly what this is for! 
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CLOSE 

And, (Their name), what everybody likes about the way we do business 
is that it’s a really easy application; it’s just basic information, a few 
simple health questions, and 3 easy ways to take care of it.  Before we 
can do that, I have to see if you’ll qualify.

(ask applicable health questions) 

Congratulations, you qualify! Pretty simple, right? 

(BREAK EYE CONTACT) (Their name), do you get your mail here or at 
the post office? (Finger to iPad! Looking down at the iPad, ready to type, 
and you don’t look up until they give you an address or an objection) And 
the address here is? 

(Proceed to filling out name, address, etc. assumptively) 

REBUTTAL #1
(if they say anything other than yes or no) 

I totally understand how you feel, (Their name).  A lot of families have 
felt the same way, until they found what this could mean for their family. 
This is the (name on the claim you'll read) family and they said... 
(Read claim that corresponds with type of policy: located in your ibooks)  

We paid them $___________. Not that they ever planned on using it, it 
just happened. I hope that you guys never have to go through anything 
like that, but we never can tell can we? 

And if all this policy did was give you the peace of mind knowing you can 
focus on getting healthy instead of worrying about the bills, it would be all 
worth it, wouldn’t it? Especially if you don’t use it, you get all your money 
back. That just makes sense, doesn’t it?  

(BREAK EYE CONTACT & go back to the application- wherever you left 
off)  When it comes to the application part, the best phone number to 
reach you at is?  

CASH COLLECTION 

And you said the (standard/preferred/elite) plan, (pick the one they 
chose earlier) which is $______.  Most people take care of it monthly, 
since there isn't a discount for annually or semi-annually; do you prefer 
monthly as well?  (nod and keep eyes and finger on iPad) Why don’t 
you grab your banking info, and while you do that I’ll finish filling 
the rest of this out (very IMPORTANT to break eye contact and 
be assumptive; keep yourself busy by filling out app) 
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(Suggest checking their mobile banking for their account number if they 
don't have a check; you can google the routing #)

Which day of the month would be best to have this taken care of, the 
1st or the 15th? (finish filling out payment info and go to the next page) 
Now I just need a couple signatures.  
(Finish filling out application)

REFFERALS 
(Their name), one of the hardest parts of my job is running into 
businesses that say “Where were you 3 months ago?” Whether 
someone got hurt or went through cancer, it’s like a race to catch 
people before something happens because no one plans for this stuff. I 
always try to catch up with the 3-5 people closest to you who have a 
business or live here in town. Who’s the first person you can think of? 
(If they can’t think of anyone give them some memory joggers and if 
nothing else ask “Who can I go see right now, just introduce myself 
and shake their hand”) 
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