
BOLD bar  
napkin script

You can leverage the power of our Business Owner Life-stage 
Design (BOLD) campaign using a simple bar napkin to break 
the ice with business owners.

The BOLD bar napkin takes its cue from a time-tested life insurance sales 
method. An agent explains to a client how life insurance works by drawing a 
simple XY graph on a napkin, identifying a policy’s premiums, death benefit  
and cash value growth. This sales technique is called the “Napkin Talk.” The 
BOLD Napkin Talk is even easier – it’s already drawn for you.

How to use the BOLD bar napkin
1. Schedule a client event (golf outing, beer tasting, charity event, etc.).

2.  Your caterer will likely provide napkins and small plates for cocktails  
and hors d’oeuvres. Let them know you’d like to use your napkins.

 - Find out how many napkins they typically use for your type of event.

 - Order that quantity and more from our literature center well in  
advance of the event. BOLD materials sometimes go out of stock  
due to their popularity.

3.  Be sure you have several “liquid ink” pens on hand. Standard ballpoint  
pens don’t write well on bar napkins.

4.  Clients will be curious about the BOLD diagram on their napkin.  
This is your cue.

Business Owner Life-stage Design  
(BOLD)

Insurance products issued by:  
Minnesota Life Insurance Company 
Securian Life Insurance Company  

Opportunity #1 
Upon seeing the 
napkins you provide, the 
caterer will likely inquire 
about BOLD. This is 
your first opportunity to 
practice your script.
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The pitch
“I can show you on a bar napkin what I can do for you, your family,  
your employees, your business and your estate.”
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The script
“BOLD, or Business Owner Life-stage Design, is a system for providing life insurance 
solutions to help you grow your business.”

[place napkin on the table, facing your client – be sure to practice drawing  
upside-down!]

“The BOLD strategy starts today and ends when you exit your business.” [circle or point 
to Today and Exit]

“As a business owner, you face many financial decisions. In addition to growing your 
business now, you must also think about whether you will step back one day or retire 
altogether [circle Retirement/Stepping back], and protect yourself in the event of 
chronic illness as well.” [circle Long term care] 

“At the same time, you want to provide some kind of retirement plan for the people who 
work for you. [circle Retirement plans] And some of those employees are probably 
critical to the ongoing success of your business. You also want to make sure you 
reward them as an incentive not to leave you for your competitor [circle Executive 
compensation], and help protect your business from their premature death.” [circle Key 
person protection]

“Eventually, you will hand over the business you’ve built to someone else [circle Business 
succession], and make plans for passing your accumulated wealth to your heirs.”  
[circle Estate planning]

“This sheer number of decisions and their complexity can paralyze a business owner. 
However, ignoring these issues won’t make them go away. You need answers to 
questions critical in the decision-making process.”

“If we decide to work together, we can determine which of these concerns is most 
important to you in just one visit. As we create a solution, we can address your other 
concerns. Eventually we will have strategies in place to help protect… 

…you, [make a checkmark next to “You”]

…your family, [make a checkmark next to “Your family”]

…your employees, [make a checkmark next to “Your employees”]

…and your business.” [make a checkmark next to “Your business”]

Alternative script
You can use this shorter script in other situations with potential clients, such as a  
golf course or elevator:

“We can address your retirement and protecting your estate [circle Retirement/
Stepping back and Estate planning]. We can talk about offering retirement plans in 
your company [circle Retirement plans]. Plus we can help you keep your top employees 
from jumping ship to your competitor [circle Executive compensation]; or protect your 
company in case a key person dies [circle Key Person protection]. And we can develop 
a business succession strategy to help protect you in case you’re forced to leave the 
business and prepare for the day you decide you want to leave the business [circle 
Business succession].”
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INSURANCE
INVESTMENTS
RETIREMENT

Life insurance products contain fees, such as mortality and 
expense charges (which may increase over time), and may 
contain restrictions, such as surrender periods.
Please keep in mind that the primary reason to purchase a life 
insurance product is the death benefit.
This information may contain a general discussion of the relevant 
federal tax laws. It is not intended for, nor can it be used by, any 
taxpayer for the purpose of avoiding federal tax penalties. This 
information is provided to support the promotion or marketing 
of ideas that may benefit a taxpayer. Taxpayers should seek the 
advice of their own tax and legal advisors regarding any tax 
and legal issues applicable to their specific circumstances.
These materials are for informational and educational purposes 
only and are not designed, or intended, to be applicable to any 
person’s individual circumstances. It should not be considered 
investment advice, nor does it constitute a recommendation that 
anyone engage in (or refrain from) a particular course of action. 
Securian Financial Group, and its subsidiaries, have a financial 
interest in the sale of their products. 

Insurance products are issued by Minnesota Life Insurance 
Company in all states except New York. In New York, products 
are issued by Securian Life Insurance Company, a New York 
authorized insurer. Minnesota Life is not an authorized New 
York insurer and does not do insurance business in New York. 
Both companies are headquartered in St. Paul, MN. Product 
availability and features may vary by state. Each insurer is solely 
responsible for the financial obligations under the policies or 
contracts it issues.
Securian Financial is the marketing name for Securian Financial 
Group, Inc., and its subsidiaries. Minnesota Life Insurance 
Company and Securian Life Insurance Company are subsidiaries 
of Securian Financial Group, Inc. 
For financial professional use only. Not for use with the public. 
This material may not be reproduced in any way where it would 
be accessible to the general public.

Learn more
Want to take BOLD action into the business-owner market?  
Contact our Advanced Sales Team:

1-877-696-6654 (Securian Financial and broker-dealer)

1-888-413-7860, option 1 (independent brokerage)


