
We are excited to provide you with a suite of materials designed to support you in understanding and promoting our unique 
LifeCare product, a hybrid IUL life insurance solution with long-term care benefits. These resources below are designed to 
empower you with the information and tools needed to successfully tell the LifeCare story. Contact your dedicated John 
Hancock LifeCare sales support team at 844-544-5433 to learn more.

Webinar - watch now!

Join our launch webinar where you can gain deeper insights into LifeCare and engage with product experts. 
Click here to watch on-demand and start making LifeCare available to your clients today!

Producer resources

Producer Guide
A comprehensive manual detailing the 
features, benefits, and selling points of 
LifeCare.

Field Underwriting Guide
A LifeCare-specific resource 
outlining underwriting guidelines and 
requirements, helping you navigate  
the application process smoothly.

Pre-Qualification 
Questionnaire
An essential tool for assessing potential 
clients’ eligibility and needs, ensuring a 
tailored approach to each sale.

Application Tips
A helpful guide offering best practices 
and tips for completing the LifeCare 
application accurately and efficiently.

Highlight Sheet
A concise summary of the key features 
and benefits of LifeCare, perfect for 
quick reference.

The Helper Bees  
Provider Network FAQ
Outlines commonly asked questions 
about this voluntary provider 
network program.

Product Presentation
A dynamic presentation designed to 
highlight the unique aspects of LifeCare, 
perfect for producer meetings or 
training sessions.

Sample LTCR outline 
of coverage
A sample of the LifeCare Long-
Term Care rider and inflation rider 
coverage details.

Sample Illustration
A visual representation of potential 
policy scenarios, offering a clear 
depiction of how LifeCare can benefit 
clients over time.

Sample Contract
A sample of the LifeCare contract, 
providing details on policy terms and 
conditions.

Sales flyers

Annual Benefit Lock 
Guarantee Flyer
A concise explanation of  the Annual 
Benefit Lock Guarantee key benefits  
and features.

Overview Flyer
An informative flyer that provides a  
high-level overview of LifeCare, ideal  
for introducing the product.

Single-Pay Case Study
A quick client profile showcasing 
the value of LifeCare in a single-pay 
scenario.

Multi-Pay Case Study
A quick client profile showcasing 
the value of LifeCare in a multi-pay 
scenario.

LifeCare with Vitality
Learn how LifeCare with Vitality can 
help clients plan for longevity with more 
healthy days.

IUL Life Cycle Flyer
Learn how a LifeCare policyholder might 
adjust their Indexed Account allocations 
over time as needs change.

Competition Corner vs 
Nationwide Care Matters II 
See how LifeCare stands apart from 
CareMatters II.

Competition Corner vs 
Lincoln MoneyGuard 
Fixed Advantage 
See how LifeCare stands apart from 
MoneyGuard Fixed Advantage.

Competition Corner vs 
Lincoln MoneyGuard 
Market Advantage
See how LifeCare stands apart from 
MoneyGuard Market Advantage.

Competition Corner vs 
Securian SecureCare III
See how LifeCare stanwds apart from 
Securian SecureCare III.

Consumer resources

Consumer Guide
Consumer-approved guide outlining 
how John Hancock’s LifeCare can 
help clients live well today and 
protect tomorrow. 

Vitality Points Guide
A consumer-approved reference to  
help explain of the Vitality points 
program works.

Power of Indexed 
Crediting Flyer
A consumer-approved flyer detailing 
how indexed crediting works.

The Helper Bees Flyer
A consumer-approved flyer outlying  
the services offered through the 
provider network program.

LifeCare 
Selling resources

FOR AGENT USE ONLY. THIS MATERIAL MAY NOT BE USED WITH THE PUBLIC.

The LifeCare Long-Term Care rider and the LifeCare Long-Term Care Inflation rider accelerate the death benefit for approved long-term care expenses 
and, depending on the benefit period selected, also offer an extension of long-term care benefits after the death benefit has been fully accelerated. When 
the death benefit is accelerated for long-term care expenses, it is reduced dollar for dollar, and the cash value is reduced proportionately. The riders have 
a maximum monthly benefit amount and are subject to underwriting. There are additional fixed premiums associated with these riders. The riders have 
exclusions and limitations, reductions of benefits, and terms under which it may be continued in force or discontinued. Consult the state specific Outline 
of Coverage for additional details.

Insurance policies and/or associated riders and features may not be available in all states. Some riders may have additional premiums and expenses 
associated with them.

Insurance products are issued by: John Hancock Life Insurance Company (U.S.A.), Boston, MA 02116.
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LifeCare
Hybrid indexed UL with 
long-term care benefits

Producer Guide

FOR AGENT USE ONLY. THIS MATERIAL MAY NOT BE USED WITH THE PUBLIC.
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LifeCare Pre-Qualification Guide
This guide can help you determine if your client may be eligible for LifeCare.If your client has an impairment that is not 
listed below, send a brief email to lifecarequickquotes@jhancock.com  for a quick quote underwriting assessment.1 
Please do not send any attachment or confidential information (i.e., personally identifiable information, etc.).

If your client has, or is currently being treated for, any of the following conditions (including current and 
pending evaluations), they will not qualify for LifeCare.2

Category Condition(s)

Alcohol and  Alcohol and  
drug usedrug use

• In the past 10 years been advised, or received treatment or counseling, to limit or discontinue the use of:• In the past 10 years been advised, or received treatment or counseling, to limit or discontinue the use of:
– Alcohol– Alcohol
– Prescribed drugs– Prescribed drugs
– Non-prescribed drugs – Non-prescribed drugs 
– Participated in a support group for alcohol or drug use– Participated in a support group for alcohol or drug use

Blood and Blood and 
autoimmuneautoimmune

• Systemic lupus erythematosus (SLE)• Systemic lupus erythematosus (SLE)
• Monoclonal Gammopathy of Unknown Significance (MGUS)• Monoclonal Gammopathy of Unknown Significance (MGUS)

Bone and jointsBone and joints • Osteoporosis/osteopenia• Osteoporosis/osteopenia
– Current smoker– Current smoker
– More than two fractures related to these conditions– More than two fractures related to these conditions

• Chronic pain• Chronic pain
• Rheumatoid, psoriatic or degenerative arthritis, osteoarthritis: three or more surgeries related to these • Rheumatoid, psoriatic or degenerative arthritis, osteoarthritis: three or more surgeries related to these

conditionsconditions

Brain and nervous Brain and nervous 
systemsystem

• Cognitive disorders, including Alzheimer’s disease, dementia and memory loss• Cognitive disorders, including Alzheimer’s disease, dementia and memory loss
• Epilepsy or recurring seizures diagnosed within the last 12 months • Epilepsy or recurring seizures diagnosed within the last 12 months
• Neurological disorders, including: • Neurological disorders, including:

– Multiple sclerosis– Multiple sclerosis
– Parkinson’s disease– Parkinson’s disease
– Muscular dystrophy – Muscular dystrophy 
– ALS (Lou Gehrig’s Disease), Huntington’s Disease– ALS (Lou Gehrig’s Disease), Huntington’s Disease

BuildBuild • A BMI ≤18 or ≥40• A BMI ≤18 or ≥40

CancerCancer • Multiple or recurrent cancers (except for basal cell carcinoma and squamous cell carcinoma of the skin)• Multiple or recurrent cancers (except for basal cell carcinoma and squamous cell carcinoma of the skin)
• Ongoing or pending treatment• Ongoing or pending treatment

Cardiovascular, Cardiovascular, 
including heart/ including heart/ 
blood vesselsblood vessels

• Congestive heart failure• Congestive heart failure
• Coronary artery disease • Coronary artery disease 

– Diagnosed or surgery treatment within the last five years– Diagnosed or surgery treatment within the last five years
• Implantable defibrillator• Implantable defibrillator
• Stroke or multiple Transient Ischemic Attacks (TIA)• Stroke or multiple Transient Ischemic Attacks (TIA)
• Peripheral vascular disease (PVD)• Peripheral vascular disease (PVD)
• Cardiomyopathy• Cardiomyopathy
• Current smoker• Current smoker

John Hancock’s LifeCare is a hybrid 
indexed UL with long-term care benefits 
that gives clients added financial protection 
for their loved ones and a hedge against 
the rising costs of care. To help ensure a 
seamless process from solicitation through 
submission, please follow these three 
simple steps.

A quick guide 
to the LifeCare 
application 
process
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1. Determine eligibility and risk class
Use our Pre-Qualifying Questionnaire and LifeCare Field 
Underwriting Guide to determine if your client is eligible for 
LifeCare and what their likely risk class may be.

For an initial underwriting review, you can email  
lifecarequickquotes@jhancock.com with your client’s age, 
sex, smoking and tobacco habits, and a summary of pertinent 
medical information/history (maximum length 10 lines).

NOTE: Do not include attachments, personally identifiable 
information (PII), or confidential informational, such as social 
security number.

2. Run an illustration
LifeCare Illustrations can be run via JH Illustrator, Ensight, and 
WinFlex and should be submitted with your application. A signed 
illustration is required to issue a LifeCare policy.

3. Complete and submit application
LifeCare applications must be submitted via iPipeline’s iGO 
eApp, accessible via JH SalesHub or your firm’s website (when 
firm is an iPipeline customer). 

• Part I and Part II of the application must be submitted together

• You or your client can complete Part II (lifestyle and medical 
questions)

• Upload the corresponding LifeCare illustration

• Add emails from donotreply@ipipeline.com and 
igosupport@ipipeline.com and mark them “safe”

See next page for important details about licensing 
and appointment requirements.

Cognitive screening 
• Required for clients age 60 and older or with 

certain medical history 

• Illumifin, a third-party vendor, will contact your 
client via email or text message (if opted in) to 
schedule the screening

• The screening is completed via telephone and 
takes approximately 15-20 minutes

LifeCare Application Process  |  1 of 2
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LifeCare 
Hybrid IUL with LTC benefits that delivers more
John Hancock’s LifeCare offers a new approach to longevity planning, providing unmatched features and benefits 
to help clients live well today and protect tomorrow. What’s more, with no labs or traditional paramedical exams 
required during underwriting and policies often issued within days, you can place business quickly and easily.

Product design Hybrid indexed UL with long-term care benefits

Highlights •	 Offers	greater	leverage	than	many	hybrid	products	providing	the	opportunity	for	significantly	more	
death	benefit	and	LTC	protection	when	it	matters	the	most.

•	 The	initial	LTC	pool	and	death	benefit	are	guaranteed.	If	the	account	value	grows	due	to	positive	
indexed	account	performance,	it	has	the	ability	to	lock	in	a	higher	guaranteed1	minimum	death	
benefit, increasing the long-term care benefit balance.2

•	 Gives	clients	the	choice	of	cash	indemnity,	reimbursement	or	direct	provider	payments	at	time	of	
claim,	without	a	reduction	in	the	maximum	monthly	benefit	amount	(MMBA)	available.

•	 A	portion	of	the	long-term	care	rider	premium	paid	may	be	tax-deductible	or	reimbursable	through	
a Health Savings Account, when certain conditions are met.

•	 With	Vitality	PLUS,	clients	have	a	lever	of	control	to	further	enhance	their	death	benefit	while	also	
earning	rewards	for	the	steps	they	take	to	live	a	longer,	healthier,	better	life.	Increases	in	the	death	
benefit	may	also	increase	the	total	LTC	benefit	when	they	choose	the	LifeCare	Long-Term	Care	rider.1

Producer licensing 
requirements

•	 LTC	certification	training
•	 Life	and	health	licensure

Issue ages 30-75

Initial face amount 
limits

•	 Minimum	death	benefit	amount:	$50,000
•	 Maximum	death	benefit	amount:	$500,000

Premium payment 
options

Single-pay,	5-pay,	10-pay,	15-pay

Risk classes Preferred	Non-Smoker,	Standard	Non-Smoker,	Select	Non-Smoker,	Standard	Smoker	(Each	risk	class	
is	eligible	for	a	couples	discount	on	the	long-term	care	rider	premium)

Submission 
andunderwriting 
highlights

•			Licensing	and	appointment	must	be	in	good	order	before	application	can	be	signed	and	submitted
• 	All	LifeCare	applications	must	be	submitted	via	iPipeline	iGO
• 	No	labs	or	traditional	paramedical	exams	required
• 	Cognitive	screening	via	telephone	interview	conducted	by	Illumifin	required	for	proposed	insureds	

60 and older
• 	Potential	for	instant	underwriting	decisions

Customizable LTC 
benefit periods

At	application,	the	client	chooses	between	the	following	minimum	LTC	benefit	periods:
•   2-year = 24	months	acceleration	of	death	benefit	for	LTC	(no	additional	LTC	benefits)
•   4-year =	24	months	acceleration	of	death	benefit	for	LTC,	plus	24	months	additional	LTC	benefits
•   6-year =	36	months	acceleration	of	death	benefit	for	LTC,	plus	36	months	additional	LTC	benefits
if	the	LifeCare	Long-Term	Care	Rider	is	elected3
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LifeCare 
Hybrid Indexed UL with LTC benefits that delivers more

John Hancock’s LifeCare, a hybrid indexed UL with LTC benefits, can be an ideal solution for clients who want 
to reposition an asset to help cover two needs in one policy. What truly sets it apart is in the ways it offers you 
and your clients more when it’s needed the most.

More growth
•	 Potential	for	higher	death	benefit,	cash	values	and	maximum	
monthly	benefit	amounts	(MMBA)	for	when	it’s	needed	the	most

•	 Annual	Benefit	Lock	Guarantee	locks	in	positive	performance
for	both	the	death	benefit	and	LTC	benefit

•	 Unique	opportunity	to	enhance	benefit	growth	through	
engagement in Vitality PLUS1

More healthy days
•	 Earn	rewards	and	discounts
•	 Tools	and	support	to	help	live	longer,	healthier,	better	lives

More choice
•	 Cash	indemnity	and	reimbursement	options	at	time	of	claim
•	 Versatile	premium	schedule:	single-pay,	5-pay,	10-pay,	
15-pay	and	LTC	minimum	benefit	periods	(2,	4,	6	years)

•	 Hedge	against	inflation:	Indexed	accounts,	fixed	account	and	
5%	compound	inflation	rider

More tax-favored treatment1

•	 Meaningful	tax-free	death	benefit	will	be	paid	to	beneficiaries
•	 7702B	qualified	long-term	care	insurance	product
•	 Both	cash	indemnity	and	reimbursement	benefits	are	designed
to	be	received	income-tax-free

• LTC	premiums	are	separately	identifiable

More experience & support
•	 Over	160	years	of	strength	and	stability	in	life	insurance
•	 Access	to	provider	referral	services	through	The	Helper	Bees2

*	Example	is	based	on	Male,	55,	Preferred	non	smoker,	4	year	benefit	period,	Assuming	Vitality	Gold	Status,	100%	allocation	to	Select	Capped	Indexed	Account	at	
5.21%.This	is	a	supplemental	illustration.	Not	all	benefits	and	values	are	guaranteed.	The	assumptions	on	which	the	non-guaranteed	elements	are	based	are	subject	
to	change	by	the	insurer.	Actual	results	may	be	more	or	less	favorable.

How it works*

$100,000
Client	repositions	an	asset	
• 4	year	benefit	period

Growth opportunities
Client allocates premium to 
indexed-linked account.
•	 Annual	Benefit	Lock	Guarantee
•	 John	Hancock	Vitality	PLUS

Day 1 benefits
$187,821
Guaranteed	death	benefit

$375,642
Guaranteed	LTC	benefit	pool

$7,826
Guaranteed	MMBA

Age 85 benefits
$603,744
Death	benefit

$1,207,489
LTC	benefit	pool

$25,156 
MMBA

LifeCare
A solution that can evolve with clients’ changing needs
John Hancock’s LifeCare, a hybrid indexed UL with long-term care benefits, empowers clients to adapt to their evolving 
needs. With a comprehensive range of versatile Indexed Account options, LifeCare provides the flexibility for clients to 
adjust their allocations as necessary, helping ensure they can continue to meet their goals over time. The example below 
illustrates how a LifeCare policyholder might adjust their Indexed Account allocations over a 40-year period.

FOR AGENT USE ONLY. THIS MATERIAL MAY NOT BE USED WITH THE PUBLIC.  •  The LifeCare Long-Term Care rider and the LifeCare Long-Term Care 
Inflation rider accelerate the death benefit for approved long term care expenses and, depending on the benefit period selected, also offer an extension of long-
term care benefits after the death benefit has been fully accelerated. When the death benefit is accelerated for long-term care expenses, it is reduced dollar for 
dollar, and the cash value is reduced proportionately. The riders have a maximum monthly benefit amount and are subject to underwriting. There are additional 
fixed premiums associated with these riders. The riders have exclusions and limitations, reductions of benefits, and terms under which it may be continued in 
force or discontinued. Consult the state specific Outline of Coverage for additional details.  •  Insurance policies and/or associated riders and features may not 
be available in all states. Some riders may have additional premiums and expenses associated with them.  •  Insurance products are issued by: John Hancock 
Life Insurance Company (U.S.A.), Boston, MA 02116.  •  LIFE-1715  3/25  •  MLI030525541-1

The IUL Life Cycle 
Female, age 45, purchases a LifeCare policy in 2025

Barclays Global MA Classic Account High Capped Indexed Account Select Capped Account Fixed Account

2065
Ensuring a legacy

And as the client grows older, 
she may grow more risk averse. 
Fortunately, her John Hancock 
Indexed UL policy gives her the 
freedom to change her allocation 
as she sees fit, and she may elect to 
allocate an even larger percentage 
into John Hancock’s Fixed Account.

Age 85

80%

20%

2045
Nearing retirement

As she approaches retirement, 
the client might shift her 
allocation toward John Hancock’s 
Select Capped Indexed Account 
to help protect the policy value 
she has accumulated.

Age 65

20%

20% 60%

2025
Accumulating cash

While the client is focused 
on accumulating wealth and 
growing LTC benefits, she might 
elect to allocate the bulk of her 
policy value to John Hancock’s 
High Capped Indexed Account to 
maximize her growth potential.

Age 45

80%

20%

By implementing the above strategy and utilizing the Annual Benefit Lock Guarantee, clients have the potential to 
achieve both growth and a safety net, effectively addressing the rising costs of care in a more impactful manner.

To learn more, contact your dedicated John Hancock LifeCare sales support team at 844-544-5433 or  
jhlifecare@jhancock.com to learn more.
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Frequently asked questions
What is The Helper Bees Provider Network program?

John Hancock is collaborating with The Helper Bees to empower customers to age-in-place through the 
Provider Network program. 

The Provider Network program is a voluntary service that helps your clients find local, cost-effective home 
health care agencies. An experienced matching specialist from The Helper Bees will work to identify up to three 
accredited agencies that are best suited to meet the client’s specific care needs, giving them the flexibility 
to make the appropriate decision for their care. Often, The Helper Bees can also negotiate a reduced rate for 
these providers. 

If your client needs more intensive care support, The Helper Bees also has the capability to identify and 
recommend facility providers, such as assisted living facilities or skilled nursing homes. 

In either scenario (i.e., home health care agency or long-term care facility), clients will also have access to 
The Helper Bees Aging-in-Place Marketplace if they request the Provider Network service. The Aging-in-Place 
Marketplace connects clients to discounted, local, home-based providers such as transportation, food delivery, 
and home maintenance services, and gives them access to a library of educational content ranging from 
nutrition, in-home safety, housekeeping, to caregiver support.

Who is eligible to access the Provider Network?

The Helper Bees Provider Network is available to new and existing John Hancock life insurance customers that 
have an LTC or Chronic Illness rider as well as John Hancock long-term care insurance policyholders. 

When can my clients access the Provider Network program?

When a policyholder needs a home health care agency, whether that is before or while initiating a claim, they 
can simply call Customer Service at 1.888.588.7720 to request access.

Can anyone initiate the referral?

The policyholder themselves, or a POA, family member or loved one can call on behalf of the policyholder for a 
referral to the Provider Network program. Agents are not permitted to initiate a referral.

Can my client use the Provider Network services to support a family member? 

No, The Helper Bees Provider Network service may only be used for the policyholder.

The Helper Bees Provider Network
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Annual Benefit Lock Guarantee
LifeCare’s ”locked-in” growth potential

Showcase to your clients how LifeCare’s innovative Annual Benefit Lock Guarantee can significantly elevate their 
protection. This built-in feature helps ensure that their benefits remain aligned with rising costs, offering enhanced 
financial security and peace of mind in an ever-evolving economic landscape. Here’s how: 

Growth “locked-in:” On each policy anniversary, until the insured reaches age 85, the Benefit Lock Amount is calculated 
based on the Policy Value and the guaranteed Benefit Lock Factor schedule established at the time of policy issue.

Higher Benefit potential: When the new Benefit Lock Amount exceeds the current amount, it sets a higher guaranteed 
Death Benefit1 and, consequently, a higher total LTC benefit when they choose the LifeCare Long-Term Care rider2 

Downside protection: With the Annual Benefit Lock Guarantee, you gain both growth potential and a safety net, 
helping to effectively addressing the rising costs of care in a more impactful way.

This is a hypothetical example for illustrative purposes only.

YEAR 1 YEAR 5YEAR 2 YEAR 3 YEAR 4 On each policy 
anniversary, 
positive account 
value growth 
offers potential to 
'lock in' a higher 
death benefit.

The IUL chasis offers 
clients protection 
during market 
downturns.

S&P 500

Death 
benefit

Here’s an illustrative example of how the Annual Benefit Lock feature works over a period of time, as 
compared to a financial index:

LifeCare — indexed 
universal life insurance with 
long-term care benefits

JOHN HANCOCK LIFE INSURANCE COMPANY (U.S.A.)

THE PURPOSE OF THIS COMMUNICATION IS  
THE SOLICITATION OF INSURANCE.

CONTACT WILL BE MADE BY AN INSURANCE AGENT 
OR INSURANCE COMPANY.

ICC25 LIFE-1700  2/25  Consumer

Live well 
today. 
Protect 
tomorrow.
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LifeCare
The power of indexed crediting

JOHN HANCOCK LIFE INSURANCE (U.S.A.)

With LifeCare, you can earn interest credits linked to 
the movement of a financial index. That gives your 
indexed universal life insurance policy more cash 
value potential, along with the protection of a 0% 
floor and annual benefit lock guarantee. Any positive 
performance of your IUL policy can potentially increase 
your guaranteed death benefit, giving you a hedge 
against inflation.

How indexed crediting works 
With a John Hancock LifeCare policy, you have the flexibility to 
allocate among several Indexed Account options and a Fixed 
Account. Choosing one or more Indexed Accounts gives you an 
opportunity to capture upside market potential, while protecting the 
cash value against negative market performance. That’s because 
each Indexed Account is linked to a financial index (e.g., S&P 
500® Index or Barclays Index) and has a unique set of indexed 
account parameters (i.e., cap rate, floor rate, participation rate, and 
multiplier). The interest credits your policy earns will be based on 
the amount allocated among the available Indexed Accounts, as well 
as the performance of the corresponding financial index and the 
associated indexed account parameters. 

The following charts show the historical performance of the S&P 
500 Index and the Barclays Global MA Index (where applicable), as 
well as the segment growth rate that would have been applied for 
the indexed accounts held if a policy was in-force during that time.

Key IUL Terms 

Cap Rate
The maximum annual  
Segment Growth Rate for  
an Indexed Account Segment

Floor
The minimum annual  
Segment Growth Rate for  
an Indexed Account Segment

Participation Rate
The percentage of the change 
in the index value that will be 
recognized when calculating 
the Segment Growth Rate

Guaranteed Multiplier
Interest credits provided 
in addition to the Segment 
Growth Rate

Page 1 of 4
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Helping you find the right 
long-term care provider
At John Hancock, we know how important it is to be in the comfort 
of your home for as long as possible, and that may mean some level of 
long-term care support. Should that need arise, we are here to help. 

When you purchase a John Hancock life insurance policy that include 
certain living benefits,1 you’ll have access to The Helper Bees Provider 
Network Program – a voluntary service that helps you find home health 
care agencies for your specific needs at a reduced rate. The Provider 
Network program benefits include:

A complimentary one-on-one consultation from an 
experienced provider matching specialist 

Access to local home health care agencies who are 
credentialed for quality care and service

A reduced rate, which may help your policy’s living benefits 
last longer2 

Flexibility to choose from up to three providers that have  
been selected based on your care needs3

Care that’s right for you
Every person’s care situation is unique. Your one-on-one consultation 
with The Helper Bees is an opportunity to discuss your care needs  
and what you are seeking in an ideal caregiver. The discussion topics 
may include:

•   Your current condition (i.e. health condition, home concerns, etc.)

•   Your interests and hobbies

•   Caregiver preferences (i.e., gender, vaccination, pet friendly)

•   Tasks you need support with (i.e., transferring, bathing, laundry, etc.)

If you determine you require more care than what can be sufficiently 
provided via a home health care agency, The Helper Bees can also 
help you locate facility providers, such as assisted living facilities or 
skilled nursing homes.2 
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Help provide a more secure future for  
high-net-worth clients with LifeCare

Client profile
• Female, 55

• Investable assets: $1.5M

•   Existing coverage: Owns a life insurance policy  
with cash value

Opportunity
Colleen, having cared for her parents as they aged, 
witnessed firsthand the toll that caregiving can take  
on a family  and did not want her loved ones to have  
the same burden. 

She wants to optimize her financial plan with a focus  
on longevity protection, while ensuring her life insurance 
coverage suits her current needs.

Solution
Colleen’s financial representative proposed a single-
pay LifeCare policy, a hybrid solution that combines life 
insurance with long-term care (LTC) benefits, utilizing 
a portion of her rainy-day fund and the cash value from 
her older life policy into this new policy. This strategy 
provided Colleen with:

• Higher yields: Offers the potential  for better returns 
than current  low-yield investments.

• Comprehensive coverage: Better aligns with current 
and future needs for financial protection.

• Potential for more healthy days: Through John 
Hancock Vitality PLUS, presents opportunity to 
enhance death benefit and earn rewards for everyday 
healthy choices. Increases in the death benefit may also 
increase the total LTC benefit when they choose the 
LifeCare Long-Term Care rider.*

• Tax efficiency: Minimizes tax implications and 
preserves more wealth through the 1035 exchange.  
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LifeCare with Vitality:  
Plan for longevity with more healthy days
LifeCare is a hybrid indexed UL solution 
that offers the protection of life insurance 
with long-term care benefits, while also 
rewarding clients for the everyday steps they 
take to live a longer, healthier, better life.

That’s because with LifeCare, your clients 
gain access to John Hancock Vitality 
PLUS, a program that allows them a unique 
opportunity to enhance benefit growth up 
to 12%1, and earn savings and discounts 
through their healthy choices.  

How does Vitality work?
Earn Vitality Points: Clients participate in a range of 
healthy activities to earn Vitality Points — like walking, 
meditating, or buying fruits and veggies.

Achieve a Vitality Status: Each year, the number of 
Vitality Points they accumulate will determine their 
Vitality Status (Bronze, Silver, Gold or Platinum).

Get rewarded: The more clients participate, the more 
points clients earn, the higher their  Vitality Status, and 
the greater their  rewards and discounts.

 Explore the point-earning activities that help 
your clients increase their Vitality Status
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More death benefit for beneficiaries
LifeCare provides a more substantial death 
benefit, ideal for legacy planning. With Lincoln’s 
MoneyGuard Fixed Advantage (MFA), the death 
benefit is reduced if claims last beyond two years.

More healthy days
LifeCare gives clients access to John Hancock 
Vitality PLUS, a program that rewards their 
everyday healthy choices with discounts and 
savings, and a potential increase in death benefit. 
MoneyGuard Fixed Advantage (MFA) does not offer 
this opportunity. 

More upside potential
LifeCare clients have access to a variety of growth 
options to hedge against inflation. MFA includes only 
3% and 5% inflation options or a no-inflation option.

More claims choices
At time of claim, LifeCare provides the flexibility 
of reimbursement, 100% cash indemnity or 
some combination of both. MFA primarily offers 
reimbursement with a limited “flex cash,” with 
access up to 50% of the available maximum 
monthly benefit amount (MMBA).

More risk classes
LifeCare gives clients the possibility of a more 
competitive risk-class decision, with Preferred Non-
Smoker, Standard Non-Smoker, Select Non-Smoker 
and Standard Smoker options available — and each 
risk class includes a discount for couples if applicable. 
MFA offers only a couple’s discount on Standard and 
Smoker risk classes with a couple’s discount.

More tax-favored treatment
LifeCare allows for separately identifiable premium 
payments, while MFA does not.

Competition Corner

Why offer LifeCare 
over Lincoln’s 
MoneyGuard Fixed 
Advantage?
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John Hancock’s new LifeCare  
is a unique hybrid IUL with 
long-term care benefits 
that stands apart from key 
competitors by delivering  
more when it’s needed.

More death benefit for beneficiaries
LifeCare can offer a more substantial death benefit, 
making it an excellent choice for legacy planning, 
whether or not LTC benefits are needed.

More healthy days
LifeCare gives clients access to John Hancock 
Vitality PLUS, a program that rewards their everyday 
healthy choices with discounts and savings, and that 
offers the potential to increase the death benefit. 
SecureCare III does not offer this opportunity.

More upside potential 
LifeCare clients have access to Annual Benefit 
Lock Guarantee which “locks-in” in positive IUL 
performance and acts as a hedge against inflation1.
Securian’s SecureCare III only offers a 3% and 5% 
inflation options or a no-inflation option.

More claims choices
LifeCare provides the flexibility of reimbursement, 
cash indemnity or some combination of both. 
SecureCare III offers only cash indemnity.

More risk classes
LifeCare gives clients the possibility of a more 
competitive risk-class decision, with Preferred Non-
Smoker, Standard Non-Smoker, Select Non-Smoker 
and Standard Smoker options available — and 
each risk class includes a discount for couples if 
applicable. SecureCare III only offers Standard and 
Smoker risk classes with a couple’s discount.

Competition Corner

Why offer LifeCare 
over Securian’s 
SecureCare III?
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John Hancock’s new LifeCare  
is a unique hybrid IUL with 
long-term care benefits 
that stands apart from key 
competitors by delivering  
more when it’s needed.

The LifeCare advantage for high-income individuals 

Client profile
• Male, 45

• Financial status: High-income earner, maxing out 
qualified retirement plans

• Income: Additional disposable income available  
for strategic investment

Opportunity
As a successful sales professional and high-income 
earner, Douglas is already maximizing contributions 
to traditional retirement plans. With additional income 
available, he has a unique opportunity to further  
secure his financial future.

Solution
Introduce LifeCare — a comprehensive hybrid  
solution that combines life insurance with long-term  
care (LTC) benefits.

`• Comprehensive coverage: With both life and  
LTC benefits, Douglas and his family are now better 
protected for both expected and unexpected events

• Flexible multi-pay options: LifeCare’s multi-pay 
options allow Douglas to optimally align his payments 
with his cash flow and business income cycles

• Tax-advantaged growth: Built on an IUL chassis, 
LifeCare policies can grow cash value on a tax-deferred 
basis, offering a layer of protection beyond traditional 
retirement accounts

• Hedge against inflation: On each policy anniversary, 
any account value growth due to positive indexed 
account performance offers growth potential to “lock 
in” a higher guaranteed minimum death benefit, which 
will increase the long-term care benefit balance*

 • Financial security: With a plan to help address death 
benefit protection and potential LTC costs, Douglas 
has the increased confidence that his personal and 
business assets are protected

• Legacy planning: The policy’s life insurance 
component ensures Douglas can leave a meaningful 
legacy for his family or business, helping secure their 
future and his goals
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More death benefit for beneficiaries
LifeCare can offer a more substantial death benefit, 
making it an excellent choice for legacy planning, 
whether or not LTC benefits are needed.

More healthy days
LifeCare gives clients access to John Hancock 
Vitality PLUS, a program that rewards their everyday 
healthy choices with discounts and savings, and that 
offers the potential to increase the death benefit. 
CareMatters II does not offer this opportunity.

More upside potential 
LifeCare clients have access to a variety of growth 
options to hedge against inflation. CareMatters II  
includes only 3% and 5% inflation options or a no-
inflation option.

More claims choices
LifeCare provides the flexibility of reimbursement, 
cash indemnity or some combination of both. 
CareMatters II offers only cash indemnity.

More risk classes
LifeCare gives clients the possibility of a more 
competitive risk-class decision, with Preferred Non-
Smoker, Standard Non-Smoker, Select Non-Smoker 
and Standard Smoker options available — and 
each risk class includes a discount for couples if 
applicable. CareMatters II only offers Standard and 
Smoker risk classes with a couple’s discount.

Competition Corner

Why offer LifeCare 
over Nationwide’s 
CareMatters II?
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John Hancock’s new LifeCare  
is a unique hybrid IUL with 
long-term care benefits 
that stands apart from key 
competitors by delivering  
more when it’s needed.

More death benefit for beneficiaries
LifeCare can offer a more substantial death benefit, 
making it an excellent choice for legacy planning, 
whether or not LTC benefits are needed.

More downside protection
LifeCare’s Annual Benefit Lock Guarantee “locks in 
growth” and includes a 0% floor, ensuring the locked-
in benefit amount will never decrease.1 MoneyGuard 
Market Advantage does not offer a 0% floor and has 
the potential for LTC benefits to decrease.

More claims choices
LifeCare provides the flexibility of reimbursement, 
100% cash indemnity or some combination of both. 
MoneyGuard Market Advantage primarily offers 
reimbursement with a limited indemnity “flex cash,” 
with access up to 80% of the available maximum 
monthly benefit amount (MMBA).

More risk classes
LifeCare gives clients the possibility of a more 
competitive risk-class decision, with Preferred Non-
Smoker, Standard Non-Smoker, Select Non-Smoker 
and Standard Smoker options available — and 
each risk class includes a discount for couples if 
applicable. MoneyGuard Market Advantage only 
offers Standard and Smoker risk classes with a 
couple’s discount.

More tax-favored treatment
LifeCare allows for separately identifiable premium, 
while MoneyGuard Market Advantage does not.

More healthy days
LifeCare gives clients access to John Hancock 
Vitality PLUS, a program that rewards their 
everyday healthy choices with discounts and 
savings, and that offers the potential to increase 
the  death benefit. MoneyGuard Market Advantage 
does not offer this opportunity.

Competition Corner

Why offer LifeCare 
over Lincoln’s 
MoneyGuard 
Market Advantage?
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John Hancock’s new LifeCare  
is a unique hybrid IUL with 
long-term care benefits 
that stands apart from key 
competitors by delivering  
more when it’s needed.

Earning  
Vitality Points  
for healthy living
Your Vitality Points guide
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Contact us

Home
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Easy points  
to get started

How Vitality  
points work

Points for  
well-being and 

education

Points for  
physical activity

A customized  
program for  

all ages
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https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/hybrid-solutions/lifecare/sales-flyers/life-1715-lifecare-iul.pdf
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https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/hybrid-solutions/lifecare/sales-flyers/life-1713-competitors-vs-lincoln-moneyhard-fixed-advantage.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/hybrid-solutions/lifecare/sales-flyers/life-1713-competition-corner-vs-securian-securecare-III.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/unsecured-documents/Life%20Products/LTC-rider/producer/life-9646-frequently-asked-questions.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/hybrid-solutions/lifecare/specimen-contracts/icc24-lifecare-ltcr-outline-of-coverage.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/hybrid-solutions/lifecare/producer-materials/life-1705-lifecare-presentation.pptx
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https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/unsecured-documents/Life%20Products/vitality/LIFE-5915_earn_vitality_points_for_healthy_living.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/unsecured-documents/hidden/LifeCare-sample_illustration_55F100k4year.pdf
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