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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.

Building better outcomes
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Previous

Market
Intelligence
The latest thinking from our network

Our dedicated in-house research team aggregates, analyzes, and evaluates our market
analysis to develop our 12- to 18-month outlook on a range of asset classes. The result is
Market Intelligence.

Next

Decision Economics: a behaviorally informed framework for investment
decision-making
Decision Economics examines five key areas of the investment decision process where
behavioral mistakes cluster and opportunities to deliver incremental returns are most
abundant. The program provides you with a probability-based framework of five best
practices that will enable you to create a definable, defendable, and repeatable investment
decision process, which is critical in a heightened regulatory environment.
Dispelling common myths of model portfolios
There are perceptions about model portfolios that have developed over recent years
that have kept some advisors from seriously considering them for their clients. In this
presentation, we examine common myths of model portfolios and seek to overcome
resistance while weaving in the potential benefits for your clients and your practice.

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.

Combining active, passive, and strategic beta
This presentation explores the evolving investment landscape and offers insight on how
to build a portfolio that optimizes a mix of active, passive, and strategic beta to align with
investor objectives.

THIS MATERIAL IS FOR INSTITUTIONAL/BROKER-DEALER USE ONLY. NOT FOR DISTRIBUTION OR USE WITH THE PUBLIC.

2

Creating a sustainable practice
We offer resources to help you build, grow, and manage your practice.

Creating a sustainable practice

CE
approved

Supporting
material

Communicating your value: differentiating your brand to pursue net new assets
Today, with multiple decision makers, information overload, heightened competition, and
regulatory changes such as Reg BI, the General Data Protection Regulation, and the DOL
revisited, your messaging is more critical than ever.

4

This presentation is designed to help you connect with decision makers, define and simplify your
core story in a compelling way that generates action, and communicate the value of your standard
of care to clients and prospects. There are retail and private wealth versions of this presentation.
The changing fee landscape
This presentation provides a detailed look at current research and shares our insight on fee
trends. We review the financial planning approaches and fee models of highly successful
advisors who provide comprehensive financial planning as a core client deliverable. You’ll see a
comprehensive view of the prevailing financial planning fee models: AUM offset, flat fees, hourly
fees, subscription fees, and hybrids. You’ll be armed with the knowledge of the mechanics and
trade-offs for various financial planning fee models so that you may adopt the approach or
approaches that best suit your practice, clients, and prospects.

4

Outsmart your bias to better serve diverse clients and prospects
Implicit bias is universal—everyone has it. It isn’t an inherent character flaw, but rather
ingrained habits that we acquire through exposure and practice. This presentation is designed
to educate you on why outsmarting your bias is critical for your business, what implicit bias is,
how to gain self-awareness of your bias, and how to outsmart your biased tendencies.

4

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 show you
how to set up Sales Navigator so that LinkedIn algorithms will start recommending leads
for you. We also share how to best leverage the premium advanced search function, how to
track leads, and how to make connections using Sales Navigator.

4

Conducting premium virtual meetings
These presentations/webinars and related resources cover the basics of hosting Webex
and Zoom meetings, tactics for using virtual meetings to seek net new assets, and best
practices for virtually hosting client seminars and family meetings.

4

Professional presence for virtual meetings
This series of six brief video modules features Professional Presence Coach Kim Andrews,
who shares her virtual meeting expertise by exploring how to increase your confidence,
facilitate more authentic connections, and enhance your professional presence and brand.

Expanding
your client
connections
• 12-month calendar of client
outreach opportunities
• Checklist for hosting successful events
• Event ideas

4

Expanding your client connections
We propose new ways to refine your outreach strategy to clients 12 months a year by
showing cause-oriented dates for your calendar and sharing innovative event planning
ideas and tips to help you connect in person with existing and prospective clients.

4
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Creating a sustainable practice
We offer resources to help you build, grow, and manage your practice.

Creating a sustainable practice

CE
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Supporting
material

Amplify your brand: generating leads from your website with SEO and
content strategy
Great websites are a long-term tool for lead generation: They can convert as many as 3% of
visitors into leads, with roughly 20% of those closing the deal. This presentation provides
a detailed look at how to build out a successful digital marketing strategy by creating an
SEO-optimized, CTA-driven website.

4

Amplify your brand: how local SEO can drive client acquisition
U.S. businesses are projected to spend tens of billions of dollars on local digital marketing
this year because businesses across many industries, especially advisory firms, cater
largely to local audiences. This presentation educates you on why local SEO matters and
introduces you to local SEO methodologies. You’ll learn why it’s important to perform a local
SEO audit, what health indicators to look for, and how to use local SEO audit results to build
an actionable strategy.

4

Amplify your brand: how webinars and blogging can extend your reach
Your content is where clients and prospects engage with you digitally, and blogs and
webinars can be an important part of your content strategy. This presentation discusses
why content matters, including an overview of content marketing, segueing into why it’s
important to have a blog, webinar, and content game plan. We detail what goes into a
successful game plan and how to deliver results by integrating content with your overall
digital marketing strategy.

4

Amplify your brand: pay to play, the pros, cons, and things to avoid with paid
media marketing
Businesses globally are expected to spend hundreds of billions of dollars on paid media this
year. There are clear justifications for this immense spend: The ROI on a successful pay-per-click
campaign can be very high. In this presentation, we educate you on why paid media marketing
matters and give you a high-level overview of the paid media industry along with the pros and
cons. We also provide information on how to build a successful paid media campaign.

4

Amplify your brand: leveraging word-of-mouth “referrals” in a digital world
Can you think of the last time you experienced something or purchased something and then
told your family and friends about it? That’s word-of-mouth promotion. In this presentation,
we educate you on why word-of-mouth marketing matters and share compelling statistics on
what it can do for your business. We show you how to use word of mouth in your marketing
strategy, including how to leverage individual and brand testimonials.

4

Amplify your brand: why you need a holistic marketing strategy to compete
Businesses across the world will spend hundreds of billions of dollars on digital marketing
this year. In this presentation, we discuss why a holistic marketing strategy matters and
share a compelling overview of the digital marketing space. We share the risks of a siloed
marketing strategy—what not to do—and compare those with a discussion on how to build
a holistic strategy—what to do.

4

Amplify your brand: “no chalk”—compliance guidelines for digital marketing
Working within FINRA and SEC regulations to reach leads and demonstrate value can be
challenging, but it’s possible to create compelling content and promote your advisory
service to an engaged audience within regulatory guidelines. In this presentation, we talk
about why marketing compliance isn’t optional and hopefully reaffirm what you already
know. We cover key regulations and follow that up with details on how to ensure compliance
across all of your marketing. We also share best practices to make sure you end up with
chalk on your shoes when executing your digital marketing plan.
THIS MATERIAL IS FOR INSTITUTIONAL/BROKER-DEALER USE ONLY. NOT FOR DISTRIBUTION OR USE WITH THE PUBLIC.
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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.

Expanding wealth planning expertise

CE
approved

Supporting
material

Generational intelligence: family communication and wealth transfer planning
This presentation is designed to help you develop specific strategies for retaining and growing
client assets as they transfer from one generation to the next. It highlights generational
differences in communication and provides strategies for improving family communication in
order to enable successful wealth transfer and help preserve family harmony.
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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, widow/widower and surviving
children, and divorce benefits to help you gain a comprehensive understanding of how to
incorporate Social Security into retirement income planning.
Understanding Medicare: the ins and outs of Medicare coverage
This presentation shows you how to help 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.

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.

Tax planning guides

2022 tax planning guide
Long-term capital gains/
qualified dividend rates

Tax brackets for 2022
Married, filing jointly
$0–$20,550
$20,551–$83,550
$83,551–$178,150
$178,151–$340,100
$340,101–$431,900
$431,901–$647,850
Over $647,850

Single
$0–$10,275
$10,276–$41,775
$41,776–$89,075
$89,076–$170,050
$170,051–$215,950
$215,951–$539,900
Over $539,900

Married, filing separately

(%)
10.0
12.0
22.0
24.0
32.0
35.0
37.0

(%)
10.0
12.0
22.0
24.0
32.0
35.0
37.0

(%)

$0–$10,275
$10,276–$41,775
$41,776–$89,075
$89,076–$170,050
$170,051–$215,950
$215,951–$323,925
Over $323,925

10.0
12.0
22.0
24.0
32.0
35.0
37.0

Head of household

(%)

$0–$14,650
$14,651–$55,900
$55,901–$89,050
$89,051–$170,050
$170,051–$215,950
$215,951–$539,900
Over $539,900

10.0
12.0
22.0
24.0
32.0
35.0
37.0

Estates and trusts
$0–$2,750
$2,751–$9,850
$9,851–$13,450
Over $13,450

(%)
10.0
24.0
35.0
37.0

Education

Retirement
IRA and Roth IRA contributions

0.0% rate when taxable income is below:
Married, filing jointly
Married, filing separately
Head of household
Single
Estates and trusts

$83,350
$41,675
$55,800
$41,675
$2,800

15.0% rate when taxable income is below:
Married, filing jointly
Married, filing separately
Head of household
Single
Estates and trusts

$517,200
$258,600
$488,500
$459,750
$13,700

20.0% rate applies to higher taxable income amounts.
28.0% rate applies to capital gains on collectibles.

Standard deduction
Married, filing jointly
$25,900
Single
$12,950
Married, filing separately
$12,950
Head of household
$19,400
Blind or over 65: additional $1,400 if married; $1,750
if single or head of household.

Capital loss limit
Married, filing jointly
Single
Married, filing separately

$3,000
$3,000
$1,500

If your capital loss exceeds your capital gains.

529 plan contributions,
per individual
529 plan contributions,
per couple
Accelerate 5 years of gifting
into 1 year per individual
Per couple

$16,000 per yr.
before a gift tax
$32,000 per yr.
before a gift tax
$80,000
$160,000

Lifetime learning credits
Maximum credit
Phaseout—single
Phaseout—joint

$2,000
$80,000–$90,000 MAGI1
$160,000–$180,000 MAGI1

Coverdell education savings account
Contribution
Phaseout—single
Phaseout—joint

$2,000
$95,000–$110,000 MAGI1
$190,000–$220,000 MAGI1

Student loan interest
Deduction limit
Phaseout—single
Phaseout—joint

$2,500
$70,000–$85,000 MAGI1
$145,000–$175,000 MAGI1

40%
$12,060,000
$12,060,000
$12,060,000
$16,000

$6,000
$7,000

(for qualified plan participants)
Married, filing jointly
Single or head of
household
Married, filing jointly2

$109,000–$129,000 MAGI1
$68,000–$78,000 MAGI1
$204,000–$214,000 MAGI1

Phaseout of Roth contribution eligibility
Married, filing jointly
$204,000– $214,000 MAGI1
Single
$129,000–$144,000 MAGI1
Married, filing separately
$0–$10,000 MAGI1

SEP contribution
Up to 25% of compensation
To participate in SEP

Phaseout of tax-free savings bonds interest

Qualified plan contributions
401(k), 403(b), 457, and SARSEP
Aged 50 and over
Limit on additions to defined
contribution plan
Annual benefit limit on defined
benefit plan
Highly compensated employee makes
Annual compensation taken into
account for qualified plans

$85,800–$100,800 MAGI1
$128,650–$158,650 MAGI1

American opportunity tax credit
Maximum credit
Phaseout—single
Phaseout—joint

$2,500
$80,000–$90,000 MAGI1
$160,000–$180,000 MAGI1

Limit $61,000
$650

SIMPLE elective deferral
Under age 50
Aged 50 and over

Single
Joint

Estate and gift tax
Transfer tax rate (maximum)
Estate tax exemption
Gift tax exemption
Generation-skipping transfer exemption
Annual gift tax exclusion amount

Under age 50
Aged 50 and over

Phaseout for deducting IRA contributions

$14,000
$17,000
$20,500
$27,000
$61,000
$245,000
$135,000
$305,000

Kiddie tax
Earned income is taxed at single tax bracket rates.
Net unearned income is taxed at the rates of the
child’s parents.3

1 Modified adjusted gross income. 2 Phaseout when IRA
contributor is not a participant in a qualified plan but
spouse is. 3 Unearned income in excess of $2,300.

You can access the latest tax information by using our tax planning guides. 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 equips your clients with everything they need to know on a range of
topics, from saving for college to drawing on Social Security.
Enhancing the client experience

CE
approved

Supporting
material

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

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.

4

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.

4

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, widow/widower and
surviving children, and divorce benefits to help investors understand how to incorporate
Social Security into retirement income planning.

4

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.

4

10 things every investor should know about investing
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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Staying informed
We provide real-time resources to help make investment decisions easier.

Register to create a fully personalized,
interactive online experience
•

 onitor funds, download associated fund documents,
M
and explore related thought leadership

•

 reate your own dashboard to follow funds and
C
market trends

•

 et assistance with LiveChat, our real-time messaging
G
feature for registered advisors

Take a deeper dive into fund data with powerful
analytic tools
•

Comprehensive risk and return metrics

•

Detailed performance attribution

•

Historical portfolio composition

•

Performance hypotheticals

•

F und Compare, an interactive hub for researching
thousands of funds and ETFs from across the industry,
powered by Morningstar

Tap into the collective insight of our global network
of asset managers with Market Intelligence
•

Timely economic news, market returns, and industry trends

•

Insight and analysis on the trends moving markets today

•

 arket research and our 12- to 18-month outlook across
M
asset classes

•

Available online, featuring interactive charts, a guided
view, and related market insight

Stay on top of market news and data with our
Weekly Market Recap
•

T his interactive site offers comprehensive investment
return data across asset classes, sectors, and markets

•

 xplore key U.S. and international economic indicators
E
and industry flows

•

Customize the data and share findings with clients

•

 ubscribe to our Weekly Market Recap email and start
S
your week off with market-moving headlines delivered
straight to your inbox
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Take advantage of our
speaker series to help you
grow your business
John Hancock Investment Management has compiled a list of outside speakers on a range of helpful topics.
Leverage our lineup of subject matter experts to help you grow your business and connect with clients and
prospects in meaningful ways.
 ehavioral finance—Presentations from experts on topics such as behavioral finance and
B
body language
 usiness development—Topics include everything from LinkedIn training to virtual meeting
B
education and effective strategies for communicating your value
 ntertainment—Looking for a creative way to offer your clients something new? Talk to us about
E
hosting a virtual concert for your clients or hosting a seminar on how to shoot trick shots
 ealth and wellness—Our lineup for speakers covers everything from grief specialists to mediation
H
for performance
Motivation—We have a lineup of speakers on a variety of motivational topics, all designed to
inspire and drive action

John Hancock Investment Management Distributors LLC, Member FINRA, SIPC, 200 Berkeley Street, Boston, MA 02116,
800-225-6020, jhinvestments.com
Manulife, Manulife Investment Management, Stylized M Design, and Manulife Investment Management & Stylized M Design are
trademarks of The Manufacturers Life Insurance Company and are used by it, and by its affiliates under license.
NOT FDIC INSURED. MAY LOSE VALUE. NO BANK GUARANTEE. NOT INSURED BY ANY GOVERNMENT AGENCY.
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