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Building better outcomes to help take your practice to the next level 
From market analysis to behavioral finance to portfolio construction, our goal is to help you build better outcomes for your clients. 
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Market	Intelligence

Our dedicated in-house research team aggregates, analyzes, and evaluates that market  
analysis to develop our 12- to 18-month outlook on a range of asset classes. The result is  
Market Intelligence.
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What	were	they	thinking?	Using	behavioral	finance	concepts	to	help	understand	 
and	moderate	client	behavior

This presentation explores behavioral finance concepts to help you better understand investors’ 
motivations and be better equipped to address irrational behavior that can often lead to costly 
missteps.
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Common	misconceptions	of	investment	advisory	programs

This presentation is designed to educate you on the client benefits of incorporating investment 
advisory business in your practice. It seeks to overcome common misconceptions on fee-based 
portfolios, while sharing how a fee-based relationship can benefit your clients.
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Creating a sustainable practice 
Resources to help you build, grow, and manage your practice.
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Communicating	your	value:	discussing	fees	with	your	clients	

This presentation discusses how to address your fees and create a clear and consistent 
value proposition. It provides a practical framework to highlight your capabilities and gain the 
confidence of both clients and prospects.
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Leveraging	LinkedIn	Sales	Navigator	to	gain	new	clients

LinkedIn Sales Navigator is one of the most efficient ways to identify and connect with 
prospective clients. These 101 and 201 presentations, guides, and checklist will show you how 
to set up Sales Navigator so that LinkedIn algorithms will start recommending leads for you. 
We’ll also share how to best leverage the premier advanced search function, how to track leads, 
and how to make connections using Sales Navigator.
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Expanding 
your client 
connections
• 12-month calendar of client  

outreach opportunities
• Checklist for hosting successful events
• Event ideas
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Expanding	your	client	connections

In this presentation, we propose new ways to refine your outreach strategy to clients 
12 months a year by showing cause-oriented dates for your calendar. We also provide 
innovative event planning ideas and tips to help you connect in person with existing and 
prospective clients.
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Discover new ways to expand your wealth planning expertise
When it comes to navigating complex wealth management issues, we have resources to help keep your skills up to date.
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Women,	wealth,	and	wisdom:	engaging	your	female	clients	and	prospects 
Research tells us that women are interested in financial planning and advice models. To help 
you engage with your women prospects and clients, this session updates you on the amazing 
progress that women have made and provides eight robust case studies that address financial 
planning issues that people face at various stages of life. Learn how to provide meaningful 
financial advice to those who are first-time home buyers, business owners, recently divorced, 
recently widowed, caring for aging parents, nearing retirement, in need of estate planning, or 
looking to create a legacy through strategic philanthropy. You also receive access to our robust 
worksheets and checklists that you can incorporate into your wealth management processes.
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History	lessons
Market volatility can feel like the ups and downs of a roller coaster. While we know that past 
performance does not guarantee future results, when it comes to behavior of markets, patterns 
often repeat themselves. Circumstances may change but patterns rarely do. This presentation 
is a walk down memory lane to see where we’ve been and a peek around the corner to see 
where we may be going. 
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Understanding	Social	Security	decisions:	optimizing	your	benefits

We discuss the roots of Social Security, where the program stands today, understanding and 
optimizing Social Security benefits, and recent changes to benefits. We provide education 
on the impact of life expectancy on benefits, how Social Security is calculated, and when 
to file. The program also examines spousal benefits, widow/widower and surviving children 
benefits, and divorce benefits to help advisors gain a comprehensive understanding of how to 
incorporate Social Security into retirement income planning.
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Understanding	Medicare:	the	ins	and	outs	of	Medicare	coverage

This presentation shows you how your clients plan for Medicare decisions by understanding the 
history of Medicare, the parts of Medicare and how they work, enrollment rules, and the costs 
associated with Medicare. We also discuss Medigap plans, Medicare Advantage plans (Part C), 
and what your clients need to consider if they plan on working past 65.
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Advanced	college	savings	concepts

This presentation covers the features and benefits of 529 plans and compares them with 
other college savings vehicles, such as UGMA/UTMA accounts. It explores key related issues, 
including financial aid and estate planning.

4 4

Tax	planning	guides

These guides allow you to access the latest tax information. To get answers quickly, the 
sections on the front are divided into tax brackets, long-term capital gains/qualified dividend 
rates, and more. The back provides additional information on required minimum distributions 
and uniform lifetime tables.
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Enhance the experience you deliver to your clients with our investor seminars
A well-educated client is often the best client. Our series of investor seminars will equip your clients with everything they need to know on a range of topics, 
from saving for college to drawing on Social Security.
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Women,	wealth,	and	wisdom:	case	studies,	worksheets,	and	checklists 
to	empower	your	journey
This isn’t the typical women and investing seminar you may have seen in the past, and it isn’t investment 
education. Instead, it focuses on financial planning issues that we face at various stages of life. We 
accomplish that by offering eight robust case studies, which will each have at least one correlated 
worksheet/checklist. We also have a public web page that provides access to all of the materials as well 
as individual case study videos. 
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History	lessons
If you ask what the markets are going to do, the answer would be that they’re going to fluctuate. 
Volatility can feel like the ups and downs of a roller coaster. While we know that past performance does 
not guarantee future results, when it comes to behavior of markets, patterns often repeat themselves. 
Circumstances may change but patterns rarely do. This presentation is a walk down memory lane to see 
where we’ve been and a peek around the corner to see where we may be going.
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Understanding	Medicare:	the	ins	and	outs	of	Medicare	coverage
This presentation shows you how to plan for Medicare decisions by understanding the history of Medicare, 
the parts of Medicare and how they work, enrollment rules, and the costs associated with Medicare. 
It also discusses Medigap plans, Medicare Advantage plans (Part C), and what you need to consider if 
you plan on working past 65.   
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Understanding	Social	Security	decisions:	optimizing	your	benefits
This presentation discusses the roots of Social Security, where the program stands today, understanding 
and optimizing Social Security benefits, and recent changes to benefits. It provides education on the 
impact of life expectancy on benefits, how Social Security is calculated, and when to file. The program 
also examines spousal benefits, widow/widower and surviving children benefits, and divorce benefits to 
help investors understand how to incorporate Social Security into their retirement income planning.
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Advanced	college	savings	concepts
This presentation covers the features and benefits of 529 plans and compares them with other college 
savings vehicles, such as UGMA/UTMA accounts. It explores key related issues, including financial aid 
and estate planning. 
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10	myths	about	college	savings	plans
This presentation discusses common misconceptions about 529 plans, explores various strategies for 
saving, and features the benefits of 529 college savings plans. It highlights the tax advantages of different 
types of education savings vehicles and takes a closer look at the specific features of the John Hancock 
Freedom 529 plan.
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My	brain	made	me	do	it:	strategies	to	help	you	make	better	decisions
This presentation addresses investor biases and offers suggestions on how to avoid six common 
investor mistakes, including anchoring, procrastination, and paralysis by analysis.
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Time-tested	strategies	for	today’s	investor
This presentation covers time-tested investment principles to help you educate investors as they strive 
to reach their financial goals. It includes tips on asset allocation, the importance of time in the market, 
and more.
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