
The "Two-Minute Presentation": Strategies for Communicating Voluntary 
Worksite Benefits 

Executive Summary 
The "Two-Minute Presentation" is a strategic communication framework developed by Voluntary 
Insurance Partners (VIP) to build the necessity for voluntary worksite benefits. The methodology 
prioritizes "building the need" over technical policy details, such as elimination periods or 
catastrophic riders. By shifting the focus from "how the watch is made" to "what time it is," the 
presentation addresses the psychological barriers and financial realities facing small business 
employees.The core of the strategy lies in identifying the transition from a medical crisis to a 
financial crisis. It highlights three inevitable consequences of a medical event: out-of-pocket 
expenses, the persistence of daily living expenses, and the potential loss of income. The 
ultimate goal is to present voluntary benefits as an affordable ($20/month on average) solution 
that protects an individual's most valuable asset: their ability to earn an income. 

Communication Philosophy: Building the Need 
The presentation is designed to move away from technical jargon and toward a relatable, 
human-centric dialogue. The philosophy is rooted in several key psychological principles: 

●​ Relatability and Simplification:  The presenter must act as a normal person having a 
"nice cool glass of tea" with the client. Using simple English is prioritized over technical 
expertise. 

●​ Eliminating Assumptions:  To counter the perception that the agent is simply there to 
"sell insurance," the presenter explicitly states that the goal is education and helping the 
individual make the right decision for their family. 

●​ Character Building:  The audience is encouraged to see themselves as the primary 
character in the scenario. By asking blunt questions about their own financial stability, 
the presenter forces the audience to take ownership of the potential problem. 

●​ Strategic Silence:  The framework requires asking questions and allowing the audience 
to answer them. This ensures engagement and confirms that the audience understands 
the stakes before a solution is offered. 

The Economic Reality of a Medical Crisis 
The presentation identifies a critical gap in traditional insurance coverage. While major medical 
insurance is designed to pay doctors, hospitals, and clinics, it does not address the personal 
financial burden placed on the patient. 

The Three Pillars of Financial Hardship 

When a medical event (injury or sickness) occurs, three specific financial pressures emerge:| 
Pillar | Description || ------ | ------ || Out-of-Pocket Expenses (OOPS) | Co-pays, deductibles, 
prescriptions, or the entirety of a bill not covered by major medical. || Daily Living Expenses | 
Fixed costs that do not stop during a medical event, including mortgage/rent, food, child care, 



utilities, and internet. || Loss of Income | The reduction in earning power caused by the 
policyholder or a loved one being unable to work. | 
The synthesis of these three factors creates a "money crisis." The document asserts that for 
most Americans, a medical crisis quickly evolves into a financial crisis because their ability to 
earn income is compromised. 

Framework of the 2-Minute Presentation 
The presentation is structured into a logical flow of nine steps, transitioning from establishing 
rapport to offering a solution. 

1.​ Eliminate Assumptions:  State clearly: "I’m not here to sell you a bunch of stuff you 
don’t need." 

2.​ The Blunt Question:  Ask if a period without income would create a financial hardship. 
3.​ Differentiate the Product:  Explain that these benefits are  not  major medical 

insurance. 
4.​ Identify the Beneficiary of Major Medical:  Ask, "Who does major medical pay?" 

(Doctors/Hospitals). 
5.​ Identify the Gap:  Ask, "And who pays you?" 
6.​ Define the Three Consequences:  Detail OOPS, Daily Living Expenses, and Loss of 

Income. 
7.​ The Pivot:  State that the medical crisis has now become a financial crisis. 
8.​ The Solution:  Explain that the plan puts cash directly in the individual's pocket to use 

as they see fit. Emphasize affordability. 
9.​ The Confirmation:  Ask, "Does this make sense to you?" 

Conclusion: Protecting the Primary Asset 
The document concludes that while Americans routinely insure their homes, cars, and even 
electronic devices through extended warranties, they often neglect to insure the asset that 
makes all other purchases possible: their earning power.Voluntary worksite benefits are 
positioned as a necessary strategy for small business owners who care about their employees 
but are operating on a budget. By focusing on the simple outcome—putting cash in the pocket 
of the worker during a sickness or injury—the "Two-Minute Presentation" provides a clear, 
non-technical path to financial security. 
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