
Disclaimer 
 
This is an educational and financial analysis tool to assist you by providing concise financial 
information. This report is a needs analysis of your current situation. It is comprised of separate 
investment and risk protection informational segments. There is no fee for this information. It is 
presented as part of a sales presentation.  This material does not constitute tax, legal or accounting 
advice and is not intended or written for such use.  Clients interested in these topics should seek 
advice from an independent professional advisor.  The sole purpose of this report is to help you 
make appropriate transactional decisions about financial products that may help you meet your 
goals. The reports and graphics are dependent upon the quality and accuracy of data furnished by 
you. 

 
As a result of this Needs Analysis report, John Hancock Financial Network representatives may 
recommend insurance or securities products as potential solutions. Clients should carefully 
review their client data, as summaries based on inaccurate assumptions may impact the analysis 
results. All growth rates are hypothetical, not guaranteed. This analysis should be used for 
estimating purposes only. Past performance is not indicative of future results. Your attorney and 
accountant should be consulted regarding legal and tax implications. A current prospectus must 
be read carefully when considering any investment in securities. 
 
No liability is assumed from the use of the information contained in this analysis. Responsibility 
for financial decisions is assumed by you. It is important to revise your strategies periodically in 
light of your experiences and changing goals. 
Offering John Hancock insurance products 
 
Securities are offered through Signator Investors, Inc., Member FINRA, SIPC, 197 Clarendon Street, Boston MA 02116 
 

This analysis is for estimating purposes only and must be reviewed periodically. Past 
performance is not indicative of future results. Your attorney and accountant should be consulted 
regarding legal and tax implications. Inclusion of any particular option does not constitute a 
recommendation of a particular option over any other planning alternative. Other alternatives 
may be more appropriate for your particular situation. John Hancock Financial Network and its 
affiliates do not guarantee or express an opinion regarding the accuracy of the system or its 
content, and will not be liable to any person for any damages arising from the use or misuse of 
this content, or from any errors or omissions in the same. This content does not attempt to 
illustrate the precise legal, tax, accounting, or investment consequences of a particular alternative. 
The precise consequences of a particular alternative depend on many variables, some of which 
may not be accounted for or fully described in this content. Unless otherwise indicated, the 
income tax and generation skipping transfer implications of a particular transaction are not 
reflected in this analysis.  

Your own legal and tax advisors should be consulted before you make any estate or business 
planning decisions (or change title to any assets or change beneficiary designations) to determine 
(1) the suitability of a particular alternative and (2) the precise legal, tax, investment, and 
accounting consequences of that alternative. John Hancock Financial Network and its agents do 
not give legal, tax or accounting advice. This presentation and any other oral or written 
communications shall not be construed as such. 
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A452S 

Retirement and the Business Professional 
Don’t Put All Your Eggs in One Basket 
Many entrepreneurs who start or purchase a business do so for a number of reasons, both emotional and 
financial.  Social status, the freedom to be your own boss, and the potential for a high income are a few of 
the reasons commonly cited. 
For some, business ownership is also seen as a primary way to pay for retirement.  If everything goes as 
planned, the business owner works hard and, over time, the business grows and becomes more valuable.  
When the owner reaches a certain age the business is sold, with the proceeds from the sale funding the 
retirement years. 

The Realities of Business Ownership 
Using the business as the sole means of achieving financial independence amounts to placing a bet that 
the owner will be able to sell at the right time, the right price, and under the right terms.  There are several 
reasons why this may not happen: 
• Business failure: Despite good intentions and hard work, businesses do fail.  In 2009, for example, 

there were an estimated 552,600 new, small (less than 500 employees) businesses started in the 
United States; in the same year, an estimated 660,900 small businesses closed their doors, and 
60,837 filed for bankruptcy.1 

• Timing of the sale: Selling a business is a complex, often time-consuming procedure.  The actual 
process of finding a buyer, negotiating the deal, arranging financing and finally closing the sale may 
extend over months or even years. 

• Proceeds: Depending on market conditions, the amount realized may not be enough to pay for 
retirement.  Income taxes will inevitably consume some of the proceeds.  The owner may have to 
accept installment payments, rather than a lump sum. 

• “I am the business”: The value of a business may depend largely on the skills and/or customer 
relationships of a particular owner. 

Diversification to Reduce Risk 
A business owner who seeks to reduce risk will view his or her business as being simply one asset 
among many.  In addition to the business, a diversified portfolio could include the following: 
• Qualified retirement plans: Business income is used to fund employer-sponsored qualified plans 

with a current deduction for contributions and tax-deferred growth. 
• Nonqualified plans: Nonqualified deferred compensation plans are often used to reward selected 

employees and serve to supplement qualified retirement plans. 
• General investment portfolio: A business owner can develop a general investment portfolio, outside 

of the framework of the business. 
 

 

1 Source: U.S. Small Business Administration, Office of Advocacy: “Frequently Asked Questions,” February 23, 2012. 
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