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EMPHASIS OF KEY WORDS 
 

Certain words are designed to give added impact to your presentation. These words are known 
as key words or phrases. Some examples: 

 
Full Benefits Group Voluntary  

Benefits 
Only What Most 

Teachers Like Best 
First Day Immediately Just The Best Part 
Lifetime Also   

 
 

To draw attention to key words, emphasize them when speaking. These are most easily 
emphasized by modulating our tone of voice. 

What is meant by modulation? Modulation is the cresting and falling of sounds. Our daily 
speech patterns are formed by modulating between soft and forceful (or emphasized) sounds. 

In presenting the presentation, try to emphasize the key words by cresting your speech toward 
them. 

Another means of emphasizing key words is by pointing to them while presenting the 
materials. When pointing to key words or major topic headlines, be sure to use your presenter 
pen and point from above the word you are stressing. 

AVOID INSURANCE TERMS 
The word "insurance" and the use of insurance terms projects negative feelings in many 
individuals. So, whenever possible avoid the use of the word "insurance" and any general term 
that is insurance suggestive. These will keep your prospect's mind open and directed to those 
facts that you will introduce to them. Change negative "mind closing" phrases to positive "mind 
opening" phrases. 
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For example: 

Instead of Mind Closers (-)   We use Mind Openers (+) 

Insure Open enrollment, protect 
Premium plan 
Coverage 
Double indemnity policy 
Cover 
Insurance salesperson 

program, protection 
paycheck protection  
wage protection program 
income protection program 

Insurance double benefits 
Signing up plan, or program 
 Protect, enrolling 
 teacher representative 
 Special service programs 

 

The human mind is capable of thinking many thoughts at the same time. However, when a 
person concentrates more than one of their senses on a single thought, all other thoughts are 
momentarily placed in the background or permanently discarded. By pointing to and looking 
at the presentation book while allowing them to hear an enthusiastic sales talk you can force 
their mind to concentrate on your presentation. 
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