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Insurance 
Planning  
for Women



Uncover new 
opportunities 

Women comprise a diverse and 
multifaceted segment of the financial-
planning marketplace, and often hold a 
variety of roles, including entrepreneur, 
professional, head of household and/
or primary caregiver — just to name 
a few. Even though women today are 
highly educated and more financially 
empowered than ever before, evidence 
suggests that their financial-planning 
needs are still not being fully met.



More than 75% 
of women rely on financial 
professionals for help 
making important 
investment decisions.1
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Earning power
Women still earn considerably less 
than men. With a gender-wage gap 
of nearly 20%, women are saving 
less and are more likely to leave 
the workforce to care for children, 
elderly parents or disabled loved 
ones.

Saving for 
retirement
Women are more likely to save less 
for retirement and may need to 
rely on Social Security more than 
men. This may be due to lower 
incomes, time out of the workforce 
to raise a family, serving as unpaid 
caregivers, etc.

Women earned on average 
$0.82 for every $1 earned 
by men in 2020.2

When it comes to financial planning, 
women encounter different challenges. 

The challenges

24% of women have 
$10,000 or less in 
retirement savings.3
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The disconnect
Women tend to feel ignored or 
underserved by the financial 
services industry and are 
dissatisfied with the level of 
service they receive.

While most women said they did not intend 
to leave their financial professional if their 
spouse died, as many as 70% DID within 
one year of being widowed.1

In a 2020 study, two thirds of women said 
they do not trust their financial professional.8

National average for 
one year in a private 
room at a nursing 
home: $113,880.7

National average for 
one year in a private 
room at a nursing 
home: $373,395.7

50% of women over age 65 
outlive their spouse by 12.5 years.5

70% of nursing home residents 
are women.6

Longevity
In general, women live longer than men and are 
understandably more concerned about outliving their 
retirement assets. With a longer life expectancy comes 
additional health considerations and disabilities that may 
require more long-term care assistance. In 2020, for 
example, women needed care for 3.7 years on average 
compared to 2.2 years for men.4

2022 2060

66%

70%
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The opportunity
Despite these challenges, there is a 
significant opportunity in this market 
for financial professionals. By 2030, 
women are expected to control a 
significant portion of the $30 trillion in 
financial assets held by baby boomers 
in the United States — representing 
a major transfer of wealth.1 Yet even 
with this shift in purchasing power, 
women remain largely uninsured or 
underinsured.
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As baby boomers age and a transfer of wealth triggers a shift in 
gender-based financial decision-making, research confirms that 
as few as 30% of women will remain with their existing financial 
representative after their partner passes away, putting a spotlight 
on the importance of client retention and the opportunities that 
exist when focusing on the needs of this market.1

90% of financial decisions are 
made by women in households 
across the US.10

More than half of all women 
do not own any life insurance.12

$184,820: annual salary 
equivalent for work performed 
by stay-at-home parents.9

51% of US private wealth 
is controlled by women.11
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How John Hancock 
can help
A name people know and trust
Women want to work with a company they know and trust. 
With John Hancock’s comprehensive product portfolio, 
distribution support and innovative solutions, you can feel 
confident about the recommendations you make to your 
female clients — and they can feel confident in their financial-
planning decisions.

Strength. Stability. John Hancock. 

John Hancock is among the highest-rated companies for financial strength and stability as 
demonstrated by its A+ rating from A.M. Best.* Financial strength ratings are important as they 
reflect a life insurance company’s ability to pay claims in the future. With 160 years of experience, 
John Hancock offers clients a diverse range of insurance products and services through its 
extensive network of employees, agents and distribution partners.

Comprehensive life insurance portfolio

Consider all the ways that a John Hancock life insurance policy can help 
address many of the concerns that weigh heavily on women’s minds:

• Protection for families by replacing lost income, paying for child-care expenses, funding
college education, and/or providing retirement security for surviving spouse

• Tax-advantaged potential supplemental retirement income

• Source of funds to help pay long-term care expenses

• Premium savings, rewards and discounts for everyday steps towards a longer, healthier life with John
Hancock Vitality

* Second highest of 13 ratings (superior ability to meet ongoing insurance obligations). Financial strength rating is current as of September 30, 
2021 is subject to change, and applies to John Hancock Life Insurance Company (U.S.A.) and John Hancock Life Insurance Company of New 
York as a measure of each company’s financial ability to pay claims and to honor any guarantees provided by the contract and any applicable 
optional riders. These companies have also received additional financial strength ratings from other rating agencies. Financial strength ratings 
are not an assessment, recommendation, or guarantee of specific products and their investment returns or value, do not apply to individual 
securities held in any portfolio or the practices of an insurance company, and do not apply to the safety and performance of separate accounts.
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Did you know?
A permanent life insurance policy, in addition 
to providing a valuable death benefit, can 
provide supplemental retirement income and 
access to funds for long-term care — all of 
which can be custom designed to meet your 
clients’ needs.
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Tools for 
building success

Access our social media 
library on JHSalesHub.com, 
which includes content designed 
to reach prospective clients 

Listen to our Hancock Talks 
podcast about the nuances 
of selling to women
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https://sales.johnhancockinsurance.com/financial-professionals/PRD/life-insurance/sales-tools-and-resources/social-media/insurance-planning-women.html
https://podcasts.apple.com/us/podcast/the-nuances-of-selling-life-insurance-to-women/id1502291208?i=1000524093871
https://podcasts.apple.com/us/podcast/the-nuances-of-selling-life-insurance-to-women/id1502291208?i=1000524093871


Female buying power and the influence women 
have over their family’s financial decisions present 
a huge opportunity for financial professionals.

For more information on how you can tailor your approach to address the varied needs 
of women, please contact National Sales Support at 888-266-7498, option 2

9



1. Women as the next wave of growth in US wealth management. July 2020.  Authors: Pooneh Baghai, Olivia Howard, Lakshmi Prakash, and Jill Zucker. https://www 
mckinsey.com/~/media/McKinsey/Industries/Financial%20Services/Our%20Insights/Women%20as%20the%20next%20wave%20of%20growth%20in%20 US%
20wealth%20management/Women-as-the-next-wave-of-growth-in-US-wealth-management.pdf%E2%80%9D

2. 5 Facts About the State of the Gender Pay Gap. March 19, 2021. Author: Janelle Jones. https://blog.dol.gov/2021/03/19/5-facts-about-the-state-of-the-gender-
pay-gap

3. 50 Essential Retirement Statistics for 2020. February 18, 2022. Editor: Kim Borwick. https://www.annuity.org/retirement/retirement-statistics/
4. How much care will you need? February 18, 2020, https://acl.gov/ltc/basic-needs/how-much-care-will-you-need
5. The life expectancy of older couples and surviving spouses. PLOS ONE Journal. May 14, 2021. Authors: Janice Compton and Robert A. Pollak. https://journals. 

plos.org/plosone/article?id=10.1371/journal.pone.0250564#:~:text=Hence%2C%20the%20probability%20that%20the,life%20expectancy%20is%209.5%20 
years

6. 100 Must-Know Statistics About Women and Retirement. March 30, 2021. Author: Christine Benz. https://www.morningstar.com/articles/968993/100-must-know-
statistics-about-women-and-retirement

7. February 24, 2022. Whatcarecosts.com. 2022 annual average is based on the reported $312 per day national average. 2060 annual average is based on 
projected costs for the state of Ohio, which reported a per day cost of $314 in 2022, similar to the national average.

8. What Women Need to Know About Working with Financial Advisors. September 8, 2020. Author: Sarah Kordon. https://www.merriman.com/advisors/what-women-
need-to-know-about-working-with-financial-advisors-tip-1/

9. How Women Can Change the World With Their Money Choices. September 22, 2020. Author: Maggie Germano. https://www.forbes.com/sites/
maggiegermano/2020/09/22/how-women-can-change-the-world-with-their-money-choices/?sh=6a4afb5f6138

10.How Much is Mom Really Worth? The Amount May Surprise You. May 20, 2021. Salary.com.  https://www.salary.com/articles/how-much-is-a-mom-really-worth-
the-amount-may-surprise-you/

11.Women Hold Majority Of Personal Wealth, But Still Minorities In Advisory Field. March 25, 2020. Author: Karen Demasters. https://www.fa-mag.com/news/women-
need-to-lead-in-finances--consultant-says-54850.html

12.Facts About Life. September 2021. LIMRA. https://www.limra.com/siteassets/newsroom/fact-tank/fact-sheets/facts-of-life-2021-format-vfinal.pdf

For agent use only. Not for use with the public.
Insurance policies and/or associated riders and features may not be available in all states.
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