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Definitions 
 
For the purpose of this document, certain terms used within are defined in the following manner: 
 
Co-branding: This term applies to any sales communication that presents the Manulife Securities trade 
name or the names of any of its three underlying dealers (dealer branding), along with the Advisor’s own 
brand, either a trade name or an OBA name (Advisor branding). 
 
Commingled (or Commingling): This is the act of combining subject matter that is the business of the 
dealer with subject matter that is the business of an OBA into a single communication (basically dealer and 
non-dealer business mixed together into one communication). 
 
Dealer Business: see “Member Business” below. 
 
Electronic Communications Approval Request form (e-CAR): This is the form used to submit your sales 
communications to the Sales Communications Department for review. This electronic form is available in 
Repsource at the following location: Administration > Manulife securities > Compliance > Marketing & 
Sales. 
 
Holding out: How Advisors “hold out” refers to how they identify themselves in their business dealings. 
The use of their name, their approved title and contact information and the full and proper names of the 
business entities they are representing are all elements of holding out. 
 
Manulife Securities: This is the dealer’s trade name, collectively used by the three Manulife Securities 
dealers: 
 
MSI: Manulife Securities Incorporated (the IIROC dealer) * 
MSISI: Manulife Securities Investment Services Inc. (the MFDA dealer) 
MSII: Manulife Securities Insurance Inc. (the insurance dealer). The insurance dealer operates as Manulife 
Securities Insurance Agency in the province of BC. 
 
*Note that the IIROC dealer always uses “Incorporated” (never “Inc.”), and the other dealers always use 
“Inc.” 
 
Member Business: Any activity(ies) pertaining to products or services that are offered through any of the 
three Manulife Securities dealers (MSI/MSISI/MSII). Also referred to as dealer business. 
 
OBA: This refers to an Outside Business Activity, meaning the activity(ies) of a business entity owned or 
operated by an Advisor, other than the Manulife Securities dealers. For example, an insurance entity 
through which an Advisor offers insurance products and services (other than MSII), would be considered an 
OBA. (i.e. Bob Smith Financial Group Inc.). OBA names must be reported to, and approved by, the 
Registrations Department before they may be used in sales communications. 
 
Sales Communications Team, or Sales Communications Department: This is a section of the Dealer’s 
Head Office Compliance Department that is dedicated to the review and approval of our Advisors’ sales 
communications, including websites. The Sales Communications Department can be reached at 
mls_salescommunications@manulife.com. 
 
Tagline: This is a branding term used in reference to Manulife Securities logos. The various Manulife 
Securities logos consist of a larger dealer trade name with stylized “M” block above, along with a dealer- 
identifying tagline(s) below. Taglines are covered further in the Branding section. 
 
Trade Name: A trade name (or style name) refers to an approved name used by an Advisor when 
conducting Member business. Trade names may not be legal entities and may not be presented with “Inc.”, 
“Ltd.”, “Reg.” or any other text that would identify the name as a legal entity. For example, an Advisor could 
request approval for the name “Bob Smith Financial Group” as a trade name for conducting Member 
business, while the name “Bob Smith Financial Group Inc.” would represent Bob’s outside business. Trade 
names must be reported to, and approved by, the Registrations Department before they may be used in 
sales communications. 
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What is a Sales Communication? 
 

 

A sales communication is any marketing piece used to promote business conducted through any of the 
Manulife Securities dealers or to promote an Advisor in their role as a registrant with the dealer. 
 
Different kinds of sales communications include, but are not limited to: 
 

 Advertising (television, print, radio, web-based, etc.) 
 Client mailers or brochures 
 Websites and online directory listings 
 Newsletters, mass-mailed client letters and prospecting letters or emails 
 Seminars and seminar materials including presentations, handouts, invitations and advertising. 
 Marketing videotapes, CDs, and DVDs. 
 Billboards and signs 
 Any marketing piece used to promote a security or mutual fund (the product being promoted must 

be approved for sale by Manulife Securities). 
 Any marketing piece used to promote a Manulife Securities Advisor. 
 Telemarketing scripts/campaigns 
 Yellow page ads (in paper phone books or online) 
 Sports team sponsorships 
 Phone and tape recordings 

 
There are three categories of sales communications: 
 
Advertising includes TV or radio commercials or commentaries, newspaper and magazine advertisements 
or commentaries, and any published material including materials disseminated or made available 
electronically promoting dealer business. 
 
Sales Literature includes any written or electronic communication other than advertisements and client 
communications, distributed to or made available to a client or potential client which includes a 
recommendation with respect to a security or trading strategy. 
 
Client Communications includes any written communication by an Advisor or the dealer to a client, 
including trade confirmations and account statements, other than an advertisement or sales literature. 

 
 
 
 

Advertising and Sales Communications Specific 
Requirements 

 

Below is a combined list of general restrictions provided by the Investment Industry Regulatory 
Organization of Canada (“IIROC”) and the Mutual Fund Dealers Association (“MFDA”) to which we must 
adhere. Manulife Securities and Manulife Securities Advisors have a responsibility to the public to ensure 
that any communication that goes to the public does not: 
 

 Contain any untrue statement or omission of a material fact or is otherwise false or misleading, 
including the use of a visual image such as a photograph, sketch, drawing, logo or graph which 
conveys a misleading impression; 

 Contain an unjustified promise of specific results; 
 Use unrepresentative statistics to suggest unwarranted or exaggerated conclusions, or fail to 

identify the material assumptions made in arriving at these conclusions; 
 Contain any opinion or forecast of future events which is not clearly labeled as such; 
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 Fail to fairly present the potential risks to the client; 
 Have content that is detrimental to the interests of clients, the public, Manulife Securities or its 

competitors; 
 Fail to comply with any applicable legislation or the guidelines, policies or directives of any 

regulatory authority having jurisdiction over Manulife Securities. 
 Contain information that is confusing or inconsistent with any information provided by Manulife 

Securities or the Advisor in any notice, statement, confirmation, report, disclosure or other 
information either required or permitted to be given to the client by Manulife Securities or the 
Advisor.   

 Additionally, any client communication containing or referring to a rate of return regarding a specific 
account or group of accounts must be based on an annualized rate of return. Methodology used to 
calculate such rate of return must be explained in sufficient detail and clarity to reasonably permit 
the client to understand the basis of the rate of return. 

 
Additional Guidelines to keep in mind: 

 

 Please ensure you spell-check before submitting for approval. Pieces containing significant 
grammar and/or spelling errors may cause delays. 

 You cannot, in any way, imply a promise or guarantee of returns unless the product contains a 
guarantee. 

 You cannot misrepresent yourself, how you do business, or how you get paid, in any way. 
 Always ensure that all necessary disclaimers are included and are appearing in at least the 

minimum required font sizes. 
 
 
 
 

Prior Approval Required 
 

Advisors registered with Manulife Securities (MFDA or IIROC Dealer) may not issue or distribute any sales 
communication or marketing material without prior approval. 

 

 
 
 
 

What type of business is being conducted in my sales 
communication? 

 

If the sales communication pertains entirely to an Advisor’s outside business activity (OBA), the item does 
not need to be submitted for dealer review and approval. Please note that, while the dealer will not review 
or approve such content, this is not to be construed as meaning that approval is not required. You are 
responsible for seeking and obtaining all necessary approvals from the body(ies) that supervise your 
outside business activities. 
 
If any portion of the sales communication pertains to dealer business, the item must be submitted for review 
and approval according to the Sales Communications Review Matrix, available in Repsource. Please note 
that in sales communications pertaining to dealer business, any products offered or discussed must be 
approved for sale by Manulife Securities, and must fall within the Advisor’s category of registration. 

 

 
 
 
 

Leverage in Sales Communications 
 

 

Sales Communications that contain material relating to leveraged investing (borrowing money to invest) 
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must not be misleading. Any content describing the advantages of leveraged investing must also clearly 
disclose the potential risks as well. 
 

Some examples of misleading statements include, but are not limited to: 
 

 Suggestions that leverage is appropriate for all clients. 
 Promises to clients to "make your mortgage tax deductible". 
 Recommendations for the use of borrowed funds with "no additional risk". 
 Projections that presume unrealistic returns or feature overly optimistic examples. 
 Statements that promise returns but provide no disclosure or inadequate disclosure of downside 

risk or potential negative returns. 
 
Some examples of disclosure of the potential risks of leveraged investing include, but are not 
limited to: 
 
You Can End Up Losing Money 
 

 If the investments go down in value and you have borrowed money, your losses would be larger 
than had you invested using your own money. 

 Whether your investments make money or not you will still have to pay back the loan plus interest. 
You may have to sell other assets or use money you had set aside for other purposes to pay back 
the loan. 

 If you used your home as security for the loan, you may lose your home. 
 If the investments go up in value, you may still not make enough money to cover the costs of 

borrowing. 
 
Tax Considerations 
 

 You should not borrow to invest just to receive a tax deduction. 
 Interest costs are not always tax deductible. You may not be entitled to a tax deduction and may be 

reassessed for past deductions. You may want to consult a tax professional to determine whether 
your interest costs will be deductible before borrowing to invest. 

 
Some examples of disclosure relating to suitability of leverage include, but are not limited to: 

Is it Right for You? 

 Borrowing money to invest is risky. You should only consider borrowing to invest if: 
 You are comfortable with taking risk. 
 You are comfortable taking on debt to buy investments that may go up or down in value. 
 You are investing for the long-term. 
 You have a stable income. 

 
You should not borrow to invest if: 
 

 You have a low tolerance for risk. 
 You are investing for a short period of time. 
 You intend to rely on income from the investments to pay living expenses. 
 You intend to rely on income from the investments to repay the loan. If this income stops or 

decreases you may not be able to pay back the loan. 
 
If, upon review of a sales communication, the communication is deemed to have insufficient disclosure 
relating to suitability or potential risks, the Sales Communications Department may require additional 
disclosure language, in order for the communication to be approved. 
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Who do I go to for approval? 
 

Please refer to the Sales Communication Review Matrix for details on which sales communications need 
pre-approval, and to whom they must be submitted. The Sales Communication Review Matrix can be found 
on Repsource under: Administration > Manulife Securities > Compliance > Marketing & Sales. 

 
 
 
 

Sales Communications in the Province of Quebec: 
 

All Advisors, whether located in Quebec or extra-provincially licensed in Quebec, who wish to issue sales 
communications in that province, must ensure that they observe Quebec’s language laws regarding bilingual 
communications. Further information may be obtained by visiting the Office québécois de la langue 
française at: www.oqlf.gouv.qc.ca 

 
 
 
 

Holding Out 
 
Advisors must hold out with the following information on any sales communication in which they conduct 
dealer business: 
 

 name (as it appears on the advisor’s registration files);  
 dealer-approved title;  
 the full name of the dealer;   
 contact information*; 
 dealer trade name or trade name logo: and   
 advisor trade name or trade name logo  

 
If the sales communications material includes insurance-related outside business activity/outside activity 
(OBA/OA) content then the holding out must include an insurance title, full name of the insurance entity and/or 
trade name. 
 
*  Contact information must accurately reflect the information on Manulife Securities’ records and on the 
National Registrations Database(NRD).  The main office telephone number must appear, and when a fax 
number is provided, it must be the main office fax number.  As an option, advisors may also include other 
contact numbers (e.g., direct lines, toll-free lines, cell phone numbers, etc.). 
 
Examples of Holding Out are provided in Appendix A 
 
 
 
 

Use of Approved Titles 
 
An advisor’s business title should identify their role and function, the services and/or products they are 
approved to offer and should clearly convey any level of expertise they hold based, on their specific 
qualifications.  
 
Manulife Securities Sales Communications Compliance will approve the use of titles by advisors as part of the 
review and approval of sales communications material (e.g., business cards, email signatures, client 
newsletters, website contact information, social media profiles etc.). The title used by an advisor must be 
consistent throughout all the material that they provide to their clients.  
 
Advisors are only permitted to use a dealer approved title on their sales communications material. The list of 
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approved titles is provided in Appendix B 
 
 
 
 

Use of Designations 
 

Advisors may use permitted industry designations (e.g., CFP, PFP, CIM, FCSI CLU). that have been approved 
by a recognized accredited organization (e.g., CSI, FPSC, Advocis).  Examples of the most commonly 
approved industry designations that advisors may use are provided below. 
 
 
Description of Designations 

 
Designation 
Acronym  
 

Certification  Issuing Organization  

CFP® 

 
Certified Financial Planner 
 

Financial Planning Standards Council 
 

F. Pl 
 

Financial Planner  
 

Institut québécois de planification financière 
(diploma) Autorité des marchés financiers 
(AMF) (certification) 
 

PFP® 
 

Personal Financial Planner  
 

Canadian Securities Institute 
 

FPSC Level 1® 
Certificate 
 

FPSC Level 1® Certification in 
Financial Planning 
 

Financial Planning Standards Council 
 

CIM 
 

Canadian Investment Manager  
 

Canadian Securities Institute 
 

FSCI® 

 
Fellow of the Canadian Securities 
Institute  
 

Canadian Securities Institute 
 

CLU® 

 
Chartered Life Underwriter 
 

The Institute for Advanced Financial 
Education 
 

CFA 
 

Chartered Financial Analyst  
 

CFA Institute  
 

CDFA 
 

Certified Divorce Financial Analyst  
*designation may only be identified 
as part of the advisor’s OBA/OA 
 

Institute for Divorce Financial Analysts 
(IDFA) 
 

CPCA 
 

Certified Professional Consultant on 
Aging  
 

Certified Professional Consultant on Aging 
(Designation Program) 
 

CHS™ 
 

Certified Health Insurance Specialist 
 

The Institute for Advanced Financial 
Education 
 

CA  
CMA 
 

Chartered Accountant  
Certified Management Accountant  
 

Professional designations are conferred by 
provincial/regional Chartered Professional 
Accountants (CPA) bodies. 
 

FMA  
 

Financial Management Advisor  
 
 

Canadian Securities Institute 
No longer offered but still recognized by the 
issuing organization. 
 

 
Advisors must provide Registration Compliance with evidence of completion of the qualifying course(s) for the 
designation(s). They must also keep their designation in good standing and maintain records of the 
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certification. 
 
Approved designations may be used along with, but not in place of, the required dealer-approved title when 
holding out. 
 
 
Example 
 
An advisor is permitted to use the CFP designation only if they have completed the underling CFP 
examinations (FPSC Level 1 and CFP Exam) and have maintained it in good standing with the FPSC. The 
CFP designation is not a standalone title and must be used together with an approved title for dealer 
business. 
 
Approval Type 
 

IIROC  
 

MFDA  
 

Advisor using a 
standard title with a 
CFP designation 
 

Mike Smith, CFP® 
Investment Advisor 
 
OR 
 
Mike Smith, Certified Financial 
Planner®  
Investment Advisor 
 

Mike Smith, CFP® 
Mutual Funds Advisor 
 
OR 
 
Mike Smith, Certified Financial 
Planner®  
Mutual Funds Advisor 

 
 
 
 

Use of Financial Planner title  
 
The use of the title Financial Planner may only be used by advisors who are approved for comprehensive 
financial planning in accordance with the Manulife Securities Financial Planning Policy. 
 

 Offers comprehensive advice and can provide a written financial plan which may include a focus on 
developing 3 or more areas of a client’s financial goals (e.g., retirement planning, investment planning, 
tax planning, estate planning). 

 
  Refer to the Financial Planning section of the Compliance Manual on Repsource. 
 
 
Example of how to use the Financial Planning title with a designation: 
 

 Approval Type 
 

 

Advisor (approved for comprehensive 
financial planning by Manulife Securities) 
using the Financial Planning title with a 
designation. 

Mike Smith, CFP® 

Financial Planner 
 
OR 
 
Mike Smith, Certified Financial Planner® 

Financial Planner 
 

 
In the province of Quebec, an advisor must have earned the F.Pl. designation or be approved for the 
equivalency of the CFP by the Institut québécois de planification financière (IQPF) and be registered with the 
AMF in the category of a Financial Planner in order to hold out with the French financial planner title 
(Planificateur Financier / Planificatrice Financière), or to indicate/promote that that they offer financial planning 
services. 
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MSISI – Advisors in Quebec 
Advisors in Quebec who are approved for financial planning may only conduct their financial planning 
services through an approved outside activity (OA). 
 
 
 
 

E-mail Addresses and use of Email Signatures 
 

Advisors registered with Manulife Securities (MFDA or IIROC Dealer) must only use their Manulife 
Securities email address (i.e., firstname.lastname@manulifesecurities.ca) when conducting the business of 
the dealer. All email signatures must be sent to the Sales Communications Compliance team for approval 
for all individuals (Advisors and Assistants) who have been provided with a Manulife Securities email 
address and correspond with clients or conduct Manulife Securities business using the email address. 
 
Email signatures should be sent to the attention of MLS Stationery Requests 
(MLS_StationeryRequests@manulife.com) for review and approval after the email has been created. 
Advisors and/or their Assistants will be contacted after review if any revisions are required. Final approved 
versions of email signatures will be maintained in the Advisor’s Advertising and Sales Communications 
master approval files.  

 
When creating an email signature all holding out information as described in this procedure guide above must 
be correctly displayed: 
 

 Use of an approved Dealer Title 
 Approved Designations must be used that agree with those reported on the Advisor’s internal 

registration records 

 Use of an Advisor’s approved trade name 
 Full legal name of the IIROC or MFDA Dealer (Manulife Securities Incorporated or Manulife Securities 

Investment Services Inc.) 
 Manulife Securities logo (refer to Branding and Use of Logo provided in Repsource) 
 Legal disclaimers to be used for all outgoing Advisor emails 

It the Advisor intends to use the Manulife Securities email address for correspondence that includes both 
Manulife Securities Dealer business and their Insurance Other Business Activity content, then additional 
holding out requirements for the Advisor’s insurance OBA must be met including the use of a products and 
services disclosure statement.  
 
An example of a co-branded email signature used for correspondence that includes both MFDA or IIROC 
Dealer and the Advisor’s Insurance OBA content is provided below. 
 
Example of Email Signature  

 
Jane Smith CFP, CLU = (Advisor Name & Designations) 
Mutual Funds Advisor, Manulife Securities Investment Services Inc. (Dealer Title & full legal name of MFDA or 
IIROC Dealer) 
Life Insurance Advisor, Jane Smith Group Inc. (Insurance title & full legal name of Corporate insurance entity 
or registered Trade Name for Corporate Agency)  
123 Elm Street  
Toronto ON. N1N 1N1 
Tel: 416 123-4567 
Fax: 416 765-4321 
 
firstname.lastname@manulifesecurities.ca 
Links Website Address e.g. JaneSmithGroup.com  
Links to approved Social Media Sites  
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Website | Blog | Facebook | Twitter 
 
 

  = (Dealer Trade name logo)  
 
The Jane Smith Group Logo = (Advisor’s Trade Name logo registered for use with MFDA or 
IIROC Dealer business & Insurance OBA) 
 
Disclosure Statements: 
 
NOTICE: This message is only to be read by the addressee and is not for public distribution. The sender is not 
responsible for distribution of this message beyond the addressee intended. All information in this message is 
confidential to the addressee and should be treated as such. 
If you prefer not to receive future emails, CLICK HERE 
 
 
Products and Services (OBA Disclosure)  
 
Example 1) To be used by MFDA Advisors who do not have an approved trade name for both insurance and 
MFDA Dealer Business; 
 
Mutual funds are offered through Manulife Securities Investment Services Inc. Insurance products and 
services are sold through The Jane Smith Group Inc. Please confirm with your Advisor which company 
you are dealing with for each of your products and services. 
 
 
Example 2) To be used by MFDA Advisors who have a Trade Name approved for use with both insurance and 
MFDA Dealer business;  
 
The Jane Smith Group is a trade name used to carry on business related to life insurance and mutual fund 
products. Mutual Fund products are sold through Manulife Securities Investment Services Inc. Please 
confirm with your Advisor which company you are dealing with for each of your products and 
services. 
 
 
 

Use of Trade Names  
 
Trade Name for Securities Related Business 
 
Advisors are permitted to use a Trade Name to brand their Manulife Securities MFDA or IIROC Dealer 
business activities on materials that are used to communicate with the public. The Trade Name must be used 
in accordance with the regulatory guidelines as follows: 
 

 A Trade Name may accompany, but not replace, the full legal name of the Manulife Securities MFDA 
or IIROC Dealer (Manulife Securities Incorporated or Manulife Securities Investment Services Inc.). 

 A Trade Name does not include “Inc.” or “Ltd.” The legal entity or company name that a Trade Name 
may be associated with cannot be used when branding an Advisor’s business activities under the 
Manulife Securities MFDA or IIROC Dealer. 

 The Manulife Securities MFDA or IIROC Dealer name must be at least equal in size to the Trade 
Name used by the Advisor on all materials. 

 A Trade Name must be approved on the Advisor’s MFDA or IIROC registration records. A “Trade 
Name Disclosure Form” must be submitted with the supporting provincial documents to the Branch 
Manager requesting approval of the Trade Name prior to use. 

 The Trade Name must be consistent as it appears on the Advisor's registration records and the 
provincial documents. (Trade Names may not be abbreviated or shortened) 
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Trade Name for Outside Business Activities (Insurance OBA) 
 
An OBA Trade Name may be used to brand an Advisor’s outside business activities together with their 
securities related or mutual fund business activity. When this type of branding is done, the business activities 
specifically offered by the Manulife Securities MFDA or IIROC Dealer must be clearly identified. In addition to 
meeting the Trade Name regulatory requirements noted above, an OBA Trade Name may only be used under 
the following conditions: 
 

 An OBA Trade Name does not include “Inc.” or “Ltd.” The legal entity or company name that an OBA 
Trade Name may be registered with cannot be used when branding an Advisor’s outside business 
activities on the same materials as the Advisor’s securities related or mutual fund business. 

 When using an OBA Trade Name for both OBA business and business activities under the Manulife 
Securities MFDA or IIROC Dealer, a products and services disclosure statement must be provided on 
the material to clearly indicate under which legal entity the services are being offered.  For example: 
“Stocks, bonds and mutual funds are offered through Manulife Securities Incorporated Member of the 
Canadian Investor Protection Fund and a Member of the Investment Industry Regulatory Organization 
of Canada. Insurance products and services are offered through (insert name of Insurance OBA legal 
entity name)”. 

 The OBA Trade Name must be approved on the Advisor’s MFDA or IIROC registration records prior to 
use for the underlying OBA. 

 The OBA Trade Name must be as it appears on the Advisor’s MFDA or IIROC registration records 
and the provincial documents. (OBA Trade Names may not be abbreviated or shortened) 

(*Please Note: The use of a Trade Name may be subject to registration or approval requirements by the 
provincial legislation. The Advisor should contact the appropriate provincial ministry for more information. 
Further, where applicable, the type of business operating under the Trade Name should be provided on the 
Trade Name provincial registration filings.) 
 
 
 
 

Manulife Securities Branding 
 
There are two core elements to branding with Manulife Securities. These are (a) the logo, and (b) the full 
dealer name. 

 
 

 
The Manulife Securities Logo: 
 
Below is an image of the Manulife Securities logo.  Please note that for logo purposes, the three Manulife 
Securities dealers brand under the trade name “Manulife Securities”. The official colour of the Manulife 
Securities logo is Pantone 349 green. The logo is available in Repsource, in official green and black-and- 
white, and is also offered in multiple file formats. 

 
 

 

 
 
 
 

The Manulife Securities Dealer Names: 
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Besides the Manulife Securities logo, the second element of dealer branding is the full dealer name. The 
full dealer names are as follows: 

 
 IIROC dealer: Manulife Securities Incorporated 
 MFDA dealer (AMF in Quebec): Manulife Securities Investment Services Inc. 
 Insurance dealer: Manulife Securities Insurance Inc. (Manulife Securities Insurance Agency in the 

Province of British Columbia). 

 
Note that the IIROC dealer always uses the full word “Incorporated” in its name, however the other dealers 
use the truncated “Inc.” 

 
While the logo represents Manulife Securities’ brand, it does not, on its own, disclose the dealer entity you 
are representing in your sales communication. You must also include the full name(s) of the Manulife 
Securities dealer(s) you are representing in your sales communication. This requirement is typically met 
when you hold out on the communication with your name, dealer-approved title, and the full dealer name 
(see the section on holding out). 

 
 
 
 

Branding and Co-branding 
 

There are two broad categories of branding typically found in sales communications, being the dealer 
branding and the Advisor’s branding. Branding and logos are not necessarily the same thing. Here are 
some examples: 

(1) Here a brand is represented in the form of a logo: 
 

 
 

 
 

(2) Here, there is no logo, but a brand is still being represented in free-form text: 
 

“…and here at Bob Smith Financial Group Inc., we can help you with….” 
 

Stylized personal names and monograms: In reviewing Advisor websites and sales communications, 
we have noted occasional use of stylized fonts and/or graphics to represent the Advisor’s name or 
initials, such as: 

 

 
 

If you elect to use stylized fonts or graphics to represent your name, please note that the manner in 
which you use your name could make it appear to be a trade name or a legal entity, for example: 

 

 
 
While the Advisor may believe that this graphical image is simply a representation of his personal name 
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 Annuities  Mutual Funds 
 Segregated funds  Stocks 
 Critical Illness  Bonds 
 Group Insurance  GICs 

along with an indication of the products and services he offers, the Compliance Department will view these 
as a representation of a business entity (or trade name) called “Jeffrey Williamson Insurance & 
Investments”. Such a name would have to be submitted to our Registrations Department for approval 
before it could be used in any sales communication. In any instance where your name is being used in 
such a manner as to make it appear to be a “brand”, Compliance may require that the name get approved 
as a trade name or OBA name. Please exercise caution when representing your personal name in a 
manner that uses stylized graphics. 

 
 
 
 

Brand Prominence 
 

When co-branding, the dealer branding must be at least equal in size and prominence to the Advisor’s 
branding. 

 
 
 
 

Co-branded vs. Commingled Communications 
 

Co-branded communications are those sales communications that represent more than one brand. For 
example, a sales communication that represents Manulife Securities Incorporated and the Advisor’s trade 
name for dealer business (Bob Smith & Associates) is one type of co-branded communication. Another 
type is a communication that represents the dealer and the Advisor’s OBA, for example Manulife Securities 
Incorporated and Bob Smith Financial Group Inc. 
 
When the subject matter of a sales communication is dealer business, and the communication is branded 
with the dealer name and the Advisor’s trade name for dealer business, this communication is deemed to 
be co-branded (but not commingled, as only dealer business is discussed). When the subject matter of a 
sales communication covers both dealer business and outside business, and the communication is branded 
with both the dealer brand and the Advisor’s OBA brand, the communication is both co-branded and 
commingled. 
 
When listing the various products and services offered, please keep in mind that it must be clear to the 
reader which products and services are offered through which entity. 
 
Example of an unclear/ambiguous listing: 
 
Here at Bob Smith Financial Group Inc. / Manulife Securities we offer the following: 

 Annuities 
 Segregated Funds 
 Mutual Funds 
 GICs 
 Stocks 
 Bonds 
 Critical Illness 
 Group insurance 

 
Example of a clear listing: 
 
Offered through Offered Through 
Bob Smith Financial Inc. Manulife Securities Incorporated 
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Please note that the principle of clarity applies not only to listings, but also to free-form text. When 
discussing the various products and services offered, this must be done in a manner that ensures that the 
reader clearly understands which products and services are offered through which entity. 

 
 
 
 

Stationery 
 

Manulife Securities offers a tool which makes ordering stationery easier and more convenient, called the 
Marketing Resource Centre. It is located in Repsource in the following location: Sales resources > Manulife 
Securities > Online ordering. Please note that while this tool is offered for your convenience, you may also 
choose to use your own printer for stationery. If you wish to use your own printer, please submit a proof 
image of the stationery to the Sales Communications Department following the usual steps for submitting a 
sales communication, as detailed in the section titled “The Sales Communication Approval Process”. 

 
 
 
 

Specific co-branding guidelines for stationery 
 

 Letterhead: Letterhead may be branded with the dealer only, may be co-branded with the dealer 
name and the Advisor’s approved trade name for dealer business, or may be co-branded with the 
dealer name and the name of the Advisor’s approved insurance OBA. OBA businesses other than 
insurance may not be co-branded with the dealer brand on letterhead. 

 Business cards: A single business card may be branded with the dealer only or may be co- 
branded with the dealer name and the Advisor’s trade name for dealer business. 

 Options for co-branding with an insurance OBA: For Advisors wishing to brand with the dealer and 
their insurance OBA, this may be accomplished via separate business cards, or a two-sided 
business card, with the Advisor holding out and branding with the dealer on one side, and the 
advisor holding out and branding with the OBA on the opposite side. Dealer business and 
insurance business cannot be represented on the same side of a business card. OBAs other than 
insurance cannot be represented on a two-sided card with the dealer (they must be on a separate 
business card). 

 Envelopes: Envelopes may have the dealer branding only, may be co-branded with the dealer 
brand and the Advisor’s trade name for dealer business, may be co-branded with the dealer brand 
and the Advisor’s insurance OBA, or may have the Advisor’s insurance OBA brand only. 

 
 
 
 

Copyright Protected Materials 
 

Written permission from the applicable third parties to post copyright protected material must be obtained 
by the Advisor and made available to the Compliance Department upon request. 
 
 
 
 

Advisors’ trademarks and copyright in sales communications 
 
(a) Trademarks:  Advisors who have registered trademarks may use these trademarks in their sales 
communications. Manulife Securities will require advisors who use registered trademarks to provide evidence 
of the trademark's registrations, regardless of which symbol is used, trademark (“™”) or registered (“®”). The 
use of unregistered trademarks in sales communications is prohibited. The use of an unregistered trademark 
creates risk for the advisor, as an unregistered trademark may infringe on another’s registered trademark. 
Manulife Securities will not approve sales communications bearing references to trademarks without 
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evidence of registration. 
  
(b) Copyright:  Manulife Securities does not permit advisors to use the copyright symbol (“©”) on their 
creative or artistic work in any sales communications.  Since copyright is an inherent right, copyright of a 
creative or artistic work exists regardless of whether or not the copyright symbol (“©”) is used.  In fact, the 
use of the copyright symbol can create risk to the advisor where other intellectual property appears in the 
same sales communication (for example, Manulife trademarks, content or text copied from other sources). As 
a result, Manulife Securities will not approve sales communications in which the advisor has used the 
copyright symbol for their creative or artistic work. 

 
 
 
 

Client Testimonials 
 

If client testimonials are included in your sales communication, you must obtain written permission from the 
quoted clients, and be able to produce this written permission upon request. 

 
 
 
 

Advisor Bios and Past Employment History 
 

Advisors may wish to include biographical content in some of their sales communications. Advisors are 
permitted to mention past employers, however this content must be presented in a professional, neutral 
manner. Characterizations of past employers in a disparaging manner will not be approved. 

 
 
 
 

Inappropriate Content 
 

Sales communications to clients or the general public give the reader a lasting impression of the Advisor, 
the dealer and the industry in general. Please ensure that all sales communications are written in a 
professional manner. Sales communications containing insults, tasteless jokes, disparaging comments 
regarding associates, companies, industries, political or religious figures or any other person or institution 
will not be approved. Please exercise extreme caution when commenting on events in the news, such as 
“rogue” Advisors recently charged with fraud. As all persons are innocent until proven guilty, 
characterizations of such persons giving an impression of wrongdoing may be construed as defamation of 
character or libel and could result in legal action against you and/or the dealer. 

 
 
 
 

References to Manulife Products 
 
Please note that sales communications that promote or discuss Manulife products must also be reviewed and 
approved by the corresponding Manulife product manufacturer. In many instances, pre-approved text and 
brochures are available in Repsource to assist you in promoting these products. If you use one of the pre-
approved texts or brochures, please advise the Sales Communications Department of this when submitting 
your sales communication for review and identify the source or the document number if there is one. The pre-
approved texts available in Repsource must be used verbatim, and any disclaimer language appearing on the 
approved text must also appear in your communication. Please note that any Advisor- written content 
pertaining to Manulife products must be submitted to the product manufacturer for review, and this will extend 
the review timeframe for the sales communication. 
 
References to Manulife One: Please note that banking regulations prohibit individuals who are not mortgage-
licensed from marketing a mortgage product to the public. You may not refer to Manulife One by name or 
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describe the product in your marketing materials. You may include official Manulife One brochures or marketing 
materials in the same envelope with your mailings, however please ensure that they are not stapled to your 
sales communication. If your communication is electronic (web-based) you may refer to 
Manulife One indirectly, on a needs analysis basis, such as “Debt Management Solution” and create a 
hyperlink to the Manulife web content on the Manulife One product. 
 
 
 
 

Signage 
 

The following signage options are available: 
 
 
Exterior Signage: 
 

1. Dual Branded signage – your registered trade name branded with the appropriate Manulife 
Securities dealership name; 

2. Manulife Securities dealership sign only; 
3. Outside insurance business name only. You may display the name exactly as it appears on your 

corporate life insurance license. Other names will be considered on an exception basis; 
4. No exterior signage – will not be required if it does not currently exist. 

 
 
Interior Signage: 
 

1. Dual Branded signage – your registered trade name branded with the appropriate Manulife 
Securities dealership name; 

2. Manulife Securities dealership sign only; 
3. Outside insurance business name only. You may display the name exactly as it appears on your 

corporate life insurance license. Other names will be considered on an exception basis. 
 
The options listed above must be combined with the use of the Welcome Plaque which is mandatory. The 
plaque must be prominently displayed at the point of entrance. 

 
 
 
 

Research Material and Analyst Reports 
 

Research material provided by Manulife Securities to Advisors may be given to clients on an incidental   
basis but may not be distributed via mass mail-out or mass electronic distribution. Also, the reports may not 
be posted on Advisors’ websites. Questions relating to research material may be directed to the Manulife 
Securities Capital Markets Group. If you purchase research material from third parties please: 

a) ensure that distributing the research does not violate the terms of use in your purchase agreement, and 

b) contact the Compliance Trade Desk at mls_compliancetradedesk@manulife.com to ensure that the 
distribution of the research meets applicable regulatory requirements. 

 
 
 
 

Websites 
 
Websites that promote an advisor’s business are sales communications and must be reviewed and approved 
by Manulife Securities Sales Communications Compliance prior to any content being made public. Similarly, 
changes and/or additions to web content after the website has been approved must also be submitted for 
review and pre-approval before being released to the “live” site.  Website design and content is subject to the 
same regulatory and dealer requirements as other types of sales communications.  Please refer to the 
relevant sections of this guide for information on topics such as branding, brand prominence, holding out, 
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trade names, client testimonials, copyrighted material etc.  
 
 
Disclaimers 
All websites must include standard disclaimers, approved by Manulife Securities.  This requirement is met by 
including a tab or button called “Manulife Securities Disclaimers” on each web page linking to the dealer-
hosted “Legal and Disclaimers” page published at:  www.manulifesecurities.ca/corporate-disclaimers.html.   
 
During their review process, the Sales Communications Compliance team may identify specific content that 
requires a disclaimer that not is included on the dealer-hosted disclaimer page.  In this situation, they will: 
 

 notify the advisor of the requirement and provide the appropriate disclaimer wording; and 
 indicate the location(s) on the website where this disclaimer must be placed.   

 
 
Regulatory Links and Logos (MSI advisors only) 
Canadian Investor Protection Fund (CIPF) 
The Canadian Investor Protection Fund (CIPF) policy on websites states the CIPF logo and a link to the CIPF 
website (www.cipf.ca) must be on the homepage.  
 
Therefore, please ensure the homepage of your website includes: 

 link to www.cipf.ca; and 
 the CIPF logo which can be found using the following link: https://www.cipf.ca/docs/default-

source/miscellaneous-pdfs/cipf-supplemental-guide-(effective-jan-1-2017-and-amended-may-1-2017)-
end107f39acd1269c4997bff00001dd6a2.pdf?sfvrsn=38f40de9_28 

IIROC Logo & AdvisorReport  
IIROC rules indicate advisors must include both the IIROC logo and a link to the IIROC AdvisorReport on all 
home pages.    
Therefore, please ensure the following link and logo are included on your home page: 

 link to the IIROC AdvisorReport: https://www.iiroc.ca/investors/knowyouradvisor/Pages/default.aspx 
 information on the IIROC logo can be found using the following link: 

https://www.iiroc.ca/industry/member-resources/Pages/membership-disclosure.aspx#logo 
 
 
Websites used only for Outside Business Activity (OBA) business 
Advisors who have a website that promotes only their approved OBA business (i.e., the website contains no 
information relating to their dealer business), are required to email the web pages in pdf form to the Sales 
Communications Compliance team for review.  Sales Communications Compliance will review the website to 
ensure there is no dealer content and will provide written confirmation of this back to the advisor for their 
records. 
 
 
Websites used for both dealer business and approved OBA business 
Where an advisor uses a single website to promote both dealer business and their approved OBA (i.e., 
insurance), it must be clear to the reader which products and services are being offered through the dealer 
entity and which are being offered via the OBA entity (see “Design options and requirements for sites that 
promote dealer and OBA business” below).   
 
While Manulife Securities does not review or provide approval for OBA content, this does not mean that OBA 
content does not require approval.  Advisors are responsible for seeking and obtaining all necessary 
approvals from any and all bodies that perform supervision of their outside business activity.  
 
Regardless of the option used to create and host their website, advisors must receive final approval from the 
Sales Communications Compliance team before the website or changes to the website site can go live.  Also, 
while the Sales Communications Compliance team will indicate changes or corrections that may need to be 
made to an advisor’s website, they will not make the changes on the advisor’s behalf.  Advisors are 
responsible for making any required changes to their website. 
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 Options and requirements for creating new websites 
Advisors have two options when creating a website: 
 

 Website created using Manulife Securities’ preferred vendor; or 
 Custom site created by an advisor or a 3rd party website vendor retained by an advisor. 

 

Preferred vendor websites  Custom websites  

Advisors should email SiteForward@manulife.com 
for information on the program offered by Manulife 
Securities’ preferred vendor.   
 
After joining the program, advisors will work with the 
vendor to create the new website.  When the site is 
ready for review, the vendor’s software notifies the 
Sales Communications Compliance team that the 
“demo” site is ready for review and approval. 
 
The vendor software solution offers the following 
features:   
 

 Automated “direct-to-compliance” workflow 
used to submit all content to the Sales 
Communications Compliance team prior to 
posting/going live.  The review and approval 
process is managed through the vendor’s 
system, providing notifications to the Sales 
Communications Compliance team and the 
advisor.  

 Customized, pre-approved and populated 
content library for blogs and articles. 

 

Review and approval of custom websites is a manual 
process. Advisors must email 
mls_salescommunications@manulife.com with  
the information listed below:    
  

 The URL for the “demo” website (i.e., website 
must not be “live” for viewing by the public), 
along with any temporary construction login 
information that may be necessary for the 
Sales Communications Compliance team to 
access the site.   

 All pages of the website in PDF format.  
 Subsequent updates/changes to the site must 

also be submitted for review and pre-approval 
in the same manner.  

 

 
 
Design options and requirements for sites that promote dealer and OBA business 
Website layout and design is impacted if the site is being used to promote both dealer business and an 
approved outside business activity.  Regardless of the design option employed, it must be clear to readers 
which products and services are being offered through which entity.  Guidance on the most common design 
options is provided below.    
 

1. Dual entrance sites 
Some websites offer two “front doors” or entry points from the initial splash page, one for dealer 
business (Manulife Securities) and the other for the OBA business.  Because there is a complete 
separation of dealer and non-dealer web content, each section must be branded according to the 
business it promotes. 

 
2. Comingled sites 

With this type of website, information relating to dealer business and OBA business is comingled on 
the site, sometimes even on the same page(s). This option can present a challenge to readers who 
may not be clear which company they are dealing with when reading content on the site.  Typically, 
the more comingled (mixed) the content, the less clear the communication is to the reader.   
 
Advisors must clearly segregate listings of products and services to ensure there is no confusion 
regarding which are offered through the Manulife Securities entity and which are offered through the 
OBA.  In the absence of a clear separation and disclosure of the entities through which each product 
and service is offered, the Sales Communications Compliance team may require the addition of a 
“products and services statement” which clarifies, in plain language, which products/services are 
offered through each entity. Sales Communications Compliance will provide advice regarding which 
statement is to be used and where it must be located on the website.  Please note that these 
statements are unique to each advisor and must be prepared on a case-by-case basis. For more 
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information on disclosure and disclaimer statements (including minimum sizing requirements), please 
refer to Appendix C – Disclaimers and Disclosure Statements. 
 
The Sales Communications Compliance team’s review of a comingled website may include extensive 
changes or corrections ranging from asterisks with matching disclosure/disclaimer statements to 
rearranging the layout of the web page, to complex branding and logo requirements. 

 
 
Annual disclosure regarding websites  
Advisors are required to provide disclosure annually as part of the Annual Compliance Questionnaire 
regarding whether they have a website to promote dealer and/or OBA business.  They are required to provide 
the URL for the website, confirm whether the website has been approved by Manulife Securities Compliance 
and whether there have been changes to the site since the last time it was approved.  If an advisor discloses 
that they have a website that has not been approved, or that there have been changes to the site since the 
last approval, they are required to provide additional details to both the Sales Communications Compliance 
team and their Branch Manager /Branch Supervisor for follow-up.    
 
 
Websites of advisors who leave the dealer 
Advisors who leave the dealer are required to remove all references to Manulife Securities from their website 
(e.g., dealer name and branding) or shut the website down if they no longer intend to have a website.  If the 
advisor was part of a branch-owned website, the branch is responsible for ensuring the website is updated to 
remove the terminated advisor’s information.   
 
Advisors/branches have 10 calendar days to make the necessary changes.  If the required changes are not 
made within this timeframe, the matter will be escalated to Manulife Securities legal department. 
 
 
 
 

Social Media  
 
Personal use  
Manulife Securities does not prohibit the use of social media for strictly personal use, provided the following 
conditions are met: 
 

 Advisors must not include their affiliation with  Manulife Securities and may not make reference to 
products and services offered through the dealer;  

 There is no intent to discuss business or generate an interest or discussion related to Manulife 
Securities, its representatives, or products or services; and  

 Use of personal social media channels is conducted outside of regular business hours.  
 
Advisors must be aware that even if they do not identify themselves as a representative of Manulife Securities 
on personal social media sites, their name and photo can still be used to identify their affiliation with Manulife 
Securities. Postings and communications are, or may become public, and may be difficult or impossible to 
rescind.  The way advisors portray themselves online can impact their client and business relationships. 
 
 
Social Media used for business purposes 
Manulife Securities recognizes the importance of social media channels as a sales communications tool for 
advisors who want to build their business and engage clients and prospects.  The following social media 
channels are approved for business use: 
 

 LinkedIn (Note:  Securities regulators consider LinkedIn a social media channel that is always used for 
business purposes, and not a personal site)    

 Facebook 
 Twitter 

 
Advisors do not have to be part of Manulife Securities’ SiteForward program to have social media websites, 
however the following conditions apply: 
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1. To meet regulatory requirements related to supervision and record keeping, social media accounts 

must be connected to authorized monitoring and archiving software provided by Manulife 
Securities’ approved third party vendor (see below). 

2. Social media account profiles must be reviewed and pre-approved by the Sales Communications 
Compliance team before they are made public.  Ongoing posts and comments that are flagged for 
review by the software tool (as outlined below) will not appear “live” on a social media page until 
they have been reviewed and approved by Sales Communications Compliance. 

3. Social media websites and communications are subject to the same regulatory and dealer policies 
and requirements as other type of sales communications (e.g., holding out, branding, use of trade 
names and disclaimers, prohibition on content containing untrue, false or misleading statements 
etc.). 
 

Advisors will be required to attest annually to their use of social media for business purposes as part of the 
annual Compliance and Ethics Questionnaire.  They may also be required to periodically re-authenticate their 
connection to the authorized monitoring and archiving software provided by Manulife Securities’ approved 
vendor. 
 
 
Using Manulife Securities’ approved vendor software for social media content pre-approval, 
monitoring and archiving  
Advisors must inform the Sales Communications Compliance team of their intention to use social media prior 
to making their business social media channels viewable by the public. Advisors should email 
mls_salescommunications@manulife.com to be connected to Manulife Securities’ approved third party 
monitoring and archiving software.  Once advisors have connected their social media channels to the 
monitoring and archiving tool: 
 

 Pre-approval of the account profile and site content by the Sales Communications Compliance team is 
handled via the workflow built into the program. 

 Activity on the advisor’s social media channel(s) is monitored and scanned against risk-based flags.  
Posted content that is “flagged” for review is automatically routed to the Sales Communications 
Compliance team for review and approval before it is published “live” on the site.  If content does not 
trigger a flag, it is posted to the live site without being sent to Compliance. 

 Records of approved content and monitoring results will be maintained by the program.  This includes 
maintaining records of all social media usage and any related supporting materials such as photos, 
comments and names of connections. 

 
 
Anonymous personas 
Manulife Securities prohibits the use of anonymous personas (e.g., accounts set up without a name or photo) 
on social media or anonymous representations or recommendations using any method of communication 
including social media.   
 
 
Social media used to promote outside business activities (“OBAs”) 
Manulife Securities does not prohibit the use of social media when it is used strictly to promote an approved 
outside business activity (as described in the policies published in the MSI/MSISI Compliance Manual) and 
not for dealer business.  While Manulife Securities does not review or approve content published on these 
social media pages, advisors are responsible for seeking and obtaining all necessary approvals from the 
body(ies) that supervise their OBA(s). 
 
 
Appropriate content 
Posts on social media sites must be done with integrity, good judgment and the highest level of ethical 
business practices. Inappropriate content, an argumentative tone, defamatory or disparaging remarks are not 
permitted. 
 
Manulife Securities will require advisors to remove content that it determines, in its sole discretion, to be: 

 Offensive, discriminatory, hateful, pornographic, derogatory, vulgar, illegal, violent, inaccurate or 
inappropriate. 
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 A personal attack against Manulife, Manulife Securities, its representatives, or any person or 
organization. 

 Better addressed offline by Manulife or Manulife Securities’ Client Services, Investor Relations, Media 
Relations or another internal department. 

 Confidential, sensitive, a violation of privacy rights, or otherwise posted in breach of any applicable 
laws. 

 Related to matters in litigation, or regulatory/administrative/internal review. 
 An unauthorized solicitation or attempted solicitation of user credentials or personally- identifying 

information for any purposes from other users. 
 An infringement of any patent, trademark, trade secret, copyright or other proprietary rights of any 

party. 
 Instructional information in respect of illegal activities. 
 Of a political or religious nature. 

 
 
Confidential and proprietary information 
Advisors are prohibited from posting, communicating or in any way disclosing confidential 
or personal information about clients, employees, colleagues or business partners.  This includes “tagging” or 
identifying someone by name in a photo or in comments on social media without the individual’s written 
consent.  Advisors must keep the individual’s written consent in their client/branch files and be able to provide 
this to Manulife Securities Compliance if requested. 
 
Advisors also prohibited from disclosing confidential or proprietary information about Manulife, its vendors, 
contractors, customers or clients.   
 
 
Recommendations relating to specific products, businesses, or causes  
To avoid the risk of being viewed as an endorsement, advisors must not make statements that could be 
deemed as recommending specific products, causes, providers or services, nor can they publish or link to 
content referencing any specific products or recommendations.  
 
Advisors wishing to use social media to promote products, businesses, or causes they support: 

 May post this kind of information on social media sites used strictly for personal use, provided they do 
not state or imply that Manulife or Manulife Securities supports the cause, provider, product or event, 
or reference their role as a representative of Manulife Securities.  

 May post this kind of information under the name of an approved OBA (not the dealer) on a social 
media channel that is used strictly for OBA business (e.g., John Smith Insurance Group Inc. is a proud 
supporter of...).  

 
 
Endorsements and Recommendations 
It is the advisor’s responsibility to ensure any endorsements or recommendations they receive from others on 
social media are appropriate and accurately reflect their skills and abilities. 

 Skills and abilities that are not accurate reflections of the advisor’s skills or abilities should not be 
added to their profile. 

 Manulife Securities may require the removal of any skill that is deemed inappropriate, misleading, or 
that falls outside the advisor’s category of registration. 

 Recommendations by clients should not include any comments about specific financial returns or 
other specific financial results the advisor obtained for them. 

 When reposting on social media the full content (or part) of a recommendation that was received 
outside of social media, or via a private message on social media (e.g., InMail on LinkedIn, a direct 
message on Twitter, or a private message on Facebook), the advisor must first obtain written 
authorization from that person as per the section on “Client Testimonials” in the Sales Communication 
Procedures Guide. 

 Advisors should not post content from one platform to another platform without the client’s permission. 
 
 
Sharing or commenting favourably on third-party links/content 
No advisor should link to or “share” any third-party sites that are regarded or have reason to be regarded as 
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containing false or misleading content.  No advisor shall comment or endorse a third party social media post if 
it can potentially be construed as acting for the advisor’s business purposes. 
 
 
Copyright and fair use of copyrighted  
Advisors must respect the laws governing copyright and fair use of copyrighted materials owned by others, 
including Manulife and/or Manulife Securities’ own copyrights and brands.  
 
Advisors should never quote more than short excerpts of someone else’s work and should attribute content to 
its original author/creator. While it is common in the general public’s use of social media to use items and 
images they find on the web (that have been created by others) and reuse them in their own posts, please 
remember that copyright laws apply to things such as newspapers, books, magazine articles, images, 
photography, artwork, movies, music, websites and other media that contain intellectual property. It is illegal to 
reproduce, distribute, share or alter copyrighted material without permission of the copyright owner or 
authorized agent. 
 
 
Requests for comment on breaking news/events 
Requests to comment on behalf of Manulife or Manulife Securities must be handled in accordance with the 
policy outlined in the “Speaking with the media” section of the MSI and MSISI Compliance Manuals. 
 
 
Complaints received via social media 
Advisors must report complaints received via social media to Manulife Securities’ Designated Complaints 
Officer (DCO) at MLS_DCO@manulife.ca within two (2) business days of receipt, in accordance with the 
policies set out in the “Client Complaints” section of the MSI and MSISI Compliance Manuals.  A screenshot of 
the complaint should accompany the report. 
 
Advisors can acknowledge that the complaint has been received by responding with a comment such as “We 
value your feedback and will be reaching out to you offline to discuss this concern/matter further”, however no 
further discussion of the issue should take place on the social media site.  If the complainant’s contact 
information (telephone or email) is not known, advisors should also direct the individual to contact them via 
their Manulife Securities telephone number or email address to provide their preferred contact information.  
Complainants can also be directed to contact the Manulife Securities Designated Complaints Officer (DCO) 
via email at MLS_DCO@manulife.ca or by phoning 1-800-991-2121 extension 282135.  
 
While it is not advisable to delete such questions or complaints from a social media page, any posts 
containing profanity, inappropriate content, defamatory or derogatory remarks should be removed 
immediately. 
 
General complaints about the company or brands (Manulife and/or Manulife Securities) rather than about an 
individual advisor (or a member of their staff) must be forwarded via email to Manulife’s Customer Experience 
Care Team at Escalated_Customer_Complaints@manulife.com for review and to determine the appropriate 
action to be taken. A screenshot of the complaint as it appears on social media should be included whenever 
possible. 
 
 
 
 

Speaking with the Media 
 
Manulife recognizes the benefit of advisors participating in certain media opportunities from a marketing, 
branding and reputational perspective. As a major, publicly traded company, Manulife benefits from positive 
media coverage while carefully managing its reputation.  To generate positive media coverage, Manulife 
needs trained and authorized spokespeople.  As specialists in reputation management, Manulife’s External 
Communications team is specifically trained to handle all inquiries and to ensure reporters receive up-to-date, 
accurate and timely information from our spokespeople and other sources.  Manulife Securities advisors 
may not speak with the media unless they have received approval from Manulife’s External 
Communications team. External Communications monitors all media interviews. 
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Handling requests from the media 
All questions and inquiries from the media must be referred to Manulife’s External Communications team at 
media_relations@manulife.com.  The External Communications team will follow up with the journalist/media 
publication directly on the advisor’s behalf. 
 
 
Becoming an authorized spokesperson 
In order for an advisor to be approved to speak with the media, an application must be submitted to 
media_relations@manulife.com for review. The application sets out a number of requirements, including the 
completion of formal media training (at the advisor’s cost), which is subject to review and approval by 
Manulife’s External Communications team in conjunction with Advisory Services. Advisors may also be asked 
to provide references to support their application. Manulife reserves the right to reject applications at its 
discretion. 
 
Once a Media Approval Request is approved,  advisors will receive written authorization from External 
Communications detailing which category(ies) they are approved for. All media interview requests and or 
opportunities must be forwarded directly to media_relations@manulife.com.  Manulife’s External 
Communications team will vet the request to ensure there is benefit in participating and will act as liaison 
between the advisor and the journalist to set up the interview.  Manulife’s External Communications team will 
also monitor all interviews to ensure accuracy. Please note that advisors  may not speak to any areas for 
which they have not been specifically approved. The Sales Communications Compliance team will also be 
provided with a list of all media-approved advisors to allow for ongoing supervision of these activities. 
 
Only the following persons may speak with the media on behalf of Manulife Securities in relation to business 
or operational matters of the Dealer:  

 Chairman 
 CEO 
 President 
 CFO 
 COO 
 CCO 
 Head of Capital Markets 
 Head of Business Development  
 Chief Legal Counsel  

 
 
Manulife Securities advisors are not permitted to speak to the media on behalf of the Dealer. 
Once an advisor has received approval from the External Communications team, they must  email a final copy 
of the text, tape or video, along with a copy of their Media Approval to Sales Communications Compliance 
(MLS_Salescommunications@manuife.com) for review and preapproval.   
 
 
Ongoing supervision 
Advisors’ media communications are subject to ongoing supervision and must continue to meet regulatory and 
dealer requirements. Media communications must be conducted in a professional manner and reflect 
positively on the advisor, the dealer and the industry in general. Any violations of regulatory or dealer 
requirements may result in warnings or disciplinary measures of varying 
impact. 
 
 
 
 

Sales Communications and Co-op Marketing 
 

Some sales communications may represent marketing ventures where the Advisor is seeking financial 
support from a mutual fund company to help cover the cost (known as co-op marketing). If you submit a 
sales communication for which you will be seeking co-op support from a mutual fund company, please 
indicate this on the electronic Communications Approval Request (e-CAR) form you submit. There are 
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specific requirements related to requests for co-op support, and by letting us know you are seeking co-op, 
we will be better able to provide you with an accurate review of your sales communication. For further 
information on co-op marketing, please refer to the Co-op Marketing Policies and Procedures Guide. 

 
 
 
 

The Sales Communication Approval Process 
 
All advertising and sales communications material must be reviewed and approved by the Sales 
Communications Compliance team prior to use by a Manulife Securities Advisor.  
 

Step 1: All material should be in its final form when submitted and include all the needed graphics 
(including logos and photos), text and dealer information and has been edited in full. (If you are using ad 
mats from a fund company, you must submit the final proof with your picture, title and any other 
personalized information already in print.) Client Newsletters are to be submitted printed on your approved 
letterhead or together with your approved email signature. 
 
Step 2: Complete the e-CAR form available in Repsource and submit it to the Sales Communications 
Compliance team. Once the form is received by the Sales Communications team an email confirmation of 
receipt will be sent to the individual who submitted the request.  If the piece was previously approved, and 
you are resubmitting with minor changes, please note this on the electronic Communications Approval 
Request form (e-CAR). 
 
Note: You will need to include all sources that were used in creating your material, position or opinion for 
any sales communication you submit. You must cite and provide copies of all source material that you 
relied upon, the figures that you used if calculations are involved, and any statistics or quotes used. 
 
Step 3: Once the Advisor makes the requested revisions and resubmits the item to the Sales 
Communications Compliance team, the item will once again be reviewed. Please check off the “Revised 
Submission” box in the e-CAR form and indicate the tracking number of the original submission if you have 
one. If the sales communication is found to be in good order, the Sales Communications Compliance team 
will approve it.  If further revisions are required, then steps 2 through 4 may be repeated. 

 

Step 4:  Written approval will be emailed back to the Advisor and the Advisor’s Branch Manager. Both the 
Advisor and the Branch Manager must keep this approval in their records. (Please refer to the Policy and 
Procedure on Co-op marketing for additional approval requirements for Co-op endeavours). 

 

Depending on the complexity of the material submitted, it may take up to 10 business days to review your 
submission. Please note that if the Sales Communications Compliance team is required to redirect the 
submission to another area for additional review (i.e. the Legal Department, our insurance dealer, or the 
Compliance Department of a Manulife product manufacturer) the timeline for reviewing the submission may 
be extended. If additional review is required, we will advise you. 

 
 
 
 

Record Keeping for Sales Communications and Marketing 
Materials 

 
The Sales Communications Compliance team will maintain evidence of review and approval (including the 
date of approval for the final version) of all advertising and sales literature material submitted by an Advisor in 
a master Advertising and Marketing approval file.  
 
Each Advisor and Branch Manager must also maintain an Advertising & Marketing file. In that file, he/she 
must maintain, in chronological order, copies of each sales communication or marketing material approved by 
the Sales Communications Compliance team for distribution to the public for themselves or for any Advisors 
that they supervise. 
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Prohibited Sales Communications and Marketing Activities 
 

Advisors are prohibited from: 
 

 using the name of another registered dealer or Financial Advisor on Manulife Securities letterhead, 
forms, advertisements or signs, unless authorized to do so; 

 advertising that he/she is registered; and 
 representing that a securities regulatory authority has in any way passed upon the financial 

standing, fitness or conduct of any registered dealer or Financial Advisor or upon the merits of any 
security or security issuer. 

 
 
 
 

Reporting Client Positions 
 
The accepted methods of reporting client investment positions are (a) Manulife Securities account statements, 
and (b) Manulife Securities Portfolio Reviews generated from Dataphile. Unofficial methods of reporting client 
positions such as excel spreadsheets and various software-generated reports are not permitted. 
 
Additionally, any client communication containing or referring to a rate of return regarding a specific 
account or group of accounts must be based on an annualized rate of return. Methodology used to calculate 
such rate of return must be explained  in sufficient detail and clarity to reasonably permit the client to 
understand the basis of the rate of return. 
 
 
 
 

Frequently Asked Questions 
 

Q: How does Manulife Securities keep track of advertising approvals throughout the country? 
 
A: Manulife Securities is required to ensure that adequate controls are in place for approval of sales 
communications. Part of our control procedures includes subscribing to a clipping service. On a regular 
basis, we receive communications that include copies of all advertising and promotion associated with 
Manulife Securities Advisors including print, magazines, radio and television. 

 
 
Q: I would like to advertise in a language other than English or French. Is that okay? 
 
A: Manulife Securities understands the importance for Advisors to market themselves effectively. We 
encourage their efforts to target their niche markets in an attempt to increase their profile and that of 
Manulife Securities in their own community. 
 
If you would like to advertise in a language other than English or French, please submit your piece for 
approval along with a third-party translation completed by an official translation service. Any needed 
revisions must also follow the same process. 

 
 
Q: Where can I find the Manulife Securities logos? 
 
A: By visiting the Marketing Centre in Repsource, you will find logos suitable for word documents for 
Manulife Securities Incorporated, Manulife Securities Investment Services Inc., Manulife Securities 
Insurance Inc., and combinations thereof. If you require logos for offset printing, please contact the 
Marketing Department at marketing@manulifesecurities.ca. 
 
Please note that Manulife Securities logos must not be manipulated in any way, i.e. the colour (other than 
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green Pantone 349 or black), the font, adding shadow effects, etc. More information on dealer logo 
guidelines is available in Repsource at the following location: Sales resources > Manulife Securities > 
Marketing Centre > Logos and branding > Manulife Securities branding guidelines. 
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Appendix A –  Examples of Holding Out 
 
1) Holding Out for Dealer Business When the sales communications material includes content for either 

the IIROC or MFDA Manulife Securities dealer, the full legal name of the dealer must be provided with the 
advisor’s approved title: 

 
Example A - IIROC 
 
Manulife Securities = (dealer trade name) 
 
John Smith B. Comm, CFP, CIM, FCSI = (examples of approved designations) 
Financial Advisor = (example of a dealer approved title) 
Manulife Securities Incorporated = (Full legal name of the dealer) 
123 Elm Street  
Toronto, ON N1N 1N1 
Tel: 416-123-4567 
Fax: 4160765-7321 
 
Example B - MFDA 
 
Manulife Securities = (dealer trade name) 
 
John Smith B. Comm, CFP, CLU = (examples of approved designations) 
Mutual Funds Advisor = (example of a dealer approved title) 
Manulife Securities Investment Services Inc. = (Full legal name of the dealer) 
123 Elm Street  
Toronto, ON N1N1N1 
Tel: 416-123-4567 
Fax: 4160765-7321 
 

 
 
2) Holding Out for Dealer Business with a Trade Name: When the sales communication includes 

content for either the IIROC or MFDA Manulife Securities dealer and the advisor wishes to brand with 
their own trade name (approved for dealer business), use of the advisor’s trade name can be easily 
incorporated as follows: 
 

Example A - IIROC 
 
Manulife Securities = (dealer trade name) 
The Jane Smith Group = (advisor’s trade name registered for use with dealer business) 
 
Jane Smith CFP, CIM = (examples of approved designations) 
Financial Advisor = (example of a dealer approved title) 
Manulife Securities Incorporated = (full legal name of the dealer) 
123 Elm Street  
Toronto ON N1N 1N1 
Tel: 416-123-4567  
Fax: 416-765-7321 
 
Example B - MFDA 
 
Manulife Securities = (dealer trade name) 
The Jane Smith Group = (advisor’s trade name registered for use with dealer business) 
 
Jane Smith CFP, CLU = (examples of approved designations) 
Mutual Funds Advisor = (example of a dealer approved title) 
Manulife Securities Investment Services Inc. = (full legal name of the dealer) 
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123 Elm Street  
Toronto ON N1N 1N1 
Tel: 416-123-4567  
Fax: 416-765-7321 
 

 
 
3) Holding Out for Dealer Business and an Insurance OBA/OA with the same Trade Name approved 
for both business activities:  When the sales communication includes content for either the IIROC or 
MFDA Manulife Securities dealer and the advisor’s approved insurance OBA/OA, the holding out information 
must be presented clearly to the reader to avoid confusion and must include the full legal name of the 
Manulife Securities dealer, the advisor’s trade name and a dealer approved title.  The same trade name 
(*where approved for insurance use), may be used in place of the full legal name of the corporate insurance 
entity but must be used together with an insurance title.  
 
*the trade name must be approved and registered for use with both business activities under the advisor’s 
registration records. 
 
Example A - IIROC 
 
Manulife Securities = (dealer trade name)  
The Jane Smith Group = (advisor’s trade name registered for use with dealer business & 
insurance OBA) 
 
Jane Smith CFP, CIM = (examples of approved designations) 
Financial Advisor, Manulife Securities Incorporated = (example of an approved title & full legal name of 
dealer) 
Life Insurance Advisor, The Jane Smith Group = (insurance title & registered trade name for corporate 
agency)  
123 Elm Street  
Toronto ON. N1N 1N1 
Tel: 416 123-4567 
Fax: 416 765-4321 
 
Example B - MFDA 
 
Manulife Securities = (dealer trade name)  
The Jane Smith Group = (advisor’s trade name registered for use with dealer business & 
insurance OA) 
 
Jane Smith CFP, CIM = (examples of approved designations) 
Mutual Funds Advisor, Manulife Securities Investment Services Inc. = (example of an approved title & 
full legal name of Dealer) 
Life Insurance Advisor, The Jane Smith Group = (insurance title & registered trade name for corporate 
agency)  
123 Elm Street  
Toronto ON. N1N 1N1 
Tel: 416 123-4567 
Fax: 416 765-4321 
 

 
 
4) Holding Out for Dealer Business and Insurance OBA/OA when the advisor has no registered trade 
names:  When the sales communication includes content for either the IIROC or MFDA Manulife Securities 
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dealer and an approved insurance OBA/OA, the holding out information must be presented clearly to the 
reader to avoid confusion and must include the full legal name of the Manulife Securities dealer and the legal 
name of the insurance business (insurance entity name and full Manulife Securities Dealer entity name) with 
a dealer approved title and an insurance title. 
 
Example A - IIROC 
 
Manulife Securities = (dealer trade name)  
 
Jane Smith CFP, CIM = (examples of approved designations) 
Financial Advisor, Manulife Securities Incorporated = (example of an approved title & full legal name of dealer) 
Life Insurance Advisor, Jane Smith Group Inc. (insurance title & full legal name of corporate insurance entity)  
123 Elm Street  
Toronto ON. N1N 1N1 
Tel: 416 123-4567 
Fax: 416 765-4321 
 

Example B - MFDA 
 
Manulife Securities = (dealer trade name)  
 
Jane Smith CFP, CLU = (examples of approved designations) 
Mutual Funds Advisor, Manulife Securities Investment Services Inc. = (example of an approved title & full legal 
name of dealer) 
Life Insurance Advisor, Jane Smith Group Inc. (insurance title & full legal name of corporate insurance entity)  
123 Elm Street  
Toronto ON. N1N 1N1 
Tel: 416 123-4567 
Fax: 416 765-4321 
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Appendix B – Approved Titles 
 

IIROC Advisors – (MSI) 
 

Titles  
 

Description  
 

Financial Advisor  
Investment Advisor  
Dealer Representative (Province of Quebec) 
*Associate Advisor 
 
 
 
(Financial Advisor title may not be used by advisors 
in the province of Quebec) 

Works directly with clients to create and implement an 
investment strategy, recommend customized 
investment solutions and provide ongoing monitoring 
and reporting of investments held within the client’s 
portfolio. 
 
*Works under the direction of the 
Investment Advisor with whom they hold 
the arrangement. 
 

Senior Investment Advisor  
Senior Financial Advisor  

May only be used by advisors who meet specific 
criteria for proficiency/education, assets under 
administration and longevity with the organization, and 
who have received approval from Manulife Securities 
head office.  Advisors wishing to use this title must 
contact their Advisor Support Manager. 
 

Associate Portfolio Manager  
Portfolio Manager  

May only be used by advisors who have been 
approved for the Advisor Managed Program at MSI 
(AMP). 
 
The title of Associate Portfolio Manager must be used 
during the period of direct supervision by a Supervising 
Portfolio Manager.  On completion of the supervision 
requirement, application to the AMP Managed 
Accounts Committee to use the title of Portfolio 
Manager must be made. 
 
Provides discretionary portfolio management services 
to clients in addition to investment advisor services.  
 

Branch Manager Responsible for the supervision of the approved 
persons and daily operations of their designated office 
location. The Branch Manager authorizes opening of 
accounts and monitors trading and transactions in 
client accounts. 
 

Investment Advisor Assistant Licensed assistant registered as a Registered 
Representative (RR). 
 
Provides a professional level of client services, sales 
and administrative support to the Investment Advisor. 
Executes client transactions and trades at the direction 
of the Investment Advisor and can receive order 
instructions from clients. 
 

Assistant Investment Representative 
 

Licensed assistant registered as an Investment 
Representative (IR). 
 
Provides client services and administrative support to 
the Investment Advisor. Executes client transactions 
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and trades at the direction of the Investment Advisor. 
 

 
 
MFDA Advisors – (MSISI) 
 

Titles 
 

Description  
 

Mutual Funds or Mutual Fund Representative  
Mutual Funds or Mutual Fund Advisor 
 
Dealer Representative (Province of Québec) 
 
*Associate Mutual Funds Advisor 
*Associate Mutual Fund Advisor 

Works directly with clients to create and implement an 
investment strategy, recommend customized 
investment solutions and provide ongoing monitoring 
and reporting of mutual fund related investment 
products held within the client’s portfolio. 
 
* Works under the direction of the Mutual Funds 
Advisor/Representative with whom they hold an 
arrangement. 
 

Senior Mutual Funds or Mutual Fund Advisor  
 

May only be used by advisors who meet specific 
criteria for proficiency/education, assets under 
administration and longevity with the organization and 
who have received approval from Manulife Securities 
head office.  Advisors wishing to use this title must 
contact their Advisor Support Manager. 
 

Mutual Funds or Mutual Fund Advisor Assistant  
Client Sales Assistant  

Provides a professional level of client services, sales 
and administrative support to the Mutual Funds 
Advisor/Representative. Executes client transactions at 
the direction of the Advisor and can receive mutual 
fund order instructions from clients. 
 

 
*Advisors who were previously approved to use a title that is not included in the Approved Titles list above, 
(i.e., a title that was approved for use by Sales Communications Compliance prior to September 1, 2018), will 
be permitted to continue to use that title. Mutual Funds or Mutual Fund may be used as the singular or plural 
within a title.  
 
 
 
 

French Titles for Quebec Advisors 
 
Manulife Securities Investment Services Inc. (MSISI) / (Placements Manuvie services 
d’investissements inc. (PMSII) 
 

Masculine version 
 

Représentant en fonds communs de placement = Mutual Funds Representative  
Représentant de courtier = Dealer Representative 
Représentant en épargne collective = Group Savings Plan Representative 
 
Feminine version 
 

Représentante en fonds communs de placement = Mutual Funds Representative  
Représentante de courtier = Dealer Representative 
Représentante en épargne collective = Group Savings Plan Representative 
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Manulife Securities Incorporated (MSI) / Placements Manuvie incorporée (PMI) 
 

Masculine version 
 
Conseiller en placements = Investment Advisor  
Représentant de courtier = Dealer Representative 
 
Feminine version 
 

Conseillère en placements = Investment Advisor  
Représentante de courtier = Dealer Representative 
 

 
 
 
 
Approved OBA/OA Insurance Titles 
 
The following titles are acceptable to the Insurance Councils and Commissions 
 

Life Insurance Agent 
Life Insurance Representative  
Life Insurance Advisor (in all provinces except Quebec) 
Agent in Insurance of Persons (in Quebec). 
*Quebec ‐ Financial Security Advisor, (in French = Conseiller en Sécurite Financière) 
 

 
 
 
 
French OBA/OA Insurance Titles for Quebec Advisors 
 
Manulife Securities Insurance Inc. (MSII) / Placements Manuvie assurance inc. (PMAI) 
 

Masculine version: 
 
Conseiller en sécurité financière = Financial Security Advisor 
Conseiller en régime d’assurance collective = Advisor in Group Insurance and Group Annuity Plans 
 
Feminine version: 
 
Conseillère en sécurité financière = Financial Security Advisor 
Conseillère en régime d’assurance collective = Advisor in Group Insurance and Group Annuity Plans 
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Appendix C – Disclaimers and Disclosure Statements 
 

Part of our role is to help ensure that your sales communications are compliant and in line with industry 
regulations including National Instrument 81-102. Provided below is a list of the most frequently required 
disclaimers used in sales communications. Please note that this is not an exhaustive list. When the Sales 
Communications Department reviews your submission, we will advise whether any additional disclaimers or 
disclosure statements are need on your sales communication. 
 
Many of the disclaimers listed below are content-related. For example, if your sales communication 
discusses mutual funds, you will need to include the mutual fund disclaimer. Likewise, if your sales 
communication discusses borrowing to invest (leverage), the leverage disclaimer will be required. 
 
Disclaimer font size: All disclaimers and disclosure statements, with the exception of the Manulife 
Securities trademark disclosure, must be in minimum 10 point font size. The Manulife Securities trademark 
disclosure must be at least 7 point font size. 
 
Disclaimer titles: The disclaimers listed below are “titled” for reference purposes only. These “titles” are 
not part of the disclaimer and are not to appear with the disclaimer text in the sales communication. 

 
 
 
 
Manulife Securities Trademark disclosure: 
The following disclosure must accompany the trade name (Manulife Securities) logo as legal text: 
 
Manulife Securities and the block design are registered service marks and trademarks of The 
Manufacturers Life Insurance Company and are used by it and its affiliates including [insert, as applicable, 
Manulife Securities Incorporated / Manulife Securities Investment Services Inc. / Manulife Securities 
Insurance Inc.] 
 
Manulife Securities Incorporated (IIROC) and disclosure of the dealer’s membership in the Canadian 
Investor Protection Fund: 
 
Manulife Securities Incorporated is a member of the Canadian Investor Protection Fund and this must be 
disclosed in many forms of sales communications. 
 
Due to CIPF advertising policy restrictions on logo use, we recommend using the text disclosure instead of 
the logo. The text disclaimer must be in minimum 10 point font size. The font style recommended by CIPF 
is ITC Franklin Gothic Medium, however you may use the same font type as the other disclaimers in your 
piece, for visual consistency. 
 
The permitted text disclosures are: 
 

a) Manulife Securities Incorporated is a Member of the Canadian Investor Protection Fund 
b) Manulife Securities Incorporated is a Member of the Canadian Investor Protection Fund / 

Fonds canadien de protection des épargnants 
 
 
 
 
Manulife Securities Investment Services Inc. and Member MFDA IPC disclosure: 
 
Manulife Securities Investment Services Inc. is a member of the Mutual Fund Dealers Association of 
Canada (MFDA) and the MFDA Investment Protection Corporation (MFDA IPC) and this must be disclosed 
on many forms of sales communications. This must be disclosed in the following manner, in minimum 10 
point font size: 
 
Manulife Securities Investment Services Inc. is a Member MFDA IPC. 
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Note for Advisors in the Province of Quebec: Clients in Quebec do not have protection under the MFDA 
IPC. Additionally, Advisors in Quebec may not make any reference to membership in the MFDA IPC in their 
marketing materials. Advisors extra-provincially licensed in Quebec may not make any reference to 
membership in the MFDA IPC when dealing with their Quebec clients. 

 
 
 
 
Mutual Fund Disclaimers 

 

Mutual Funds, no performance data: 
Commissions, trailing commissions, management fees and expenses all may be associated with mutual 
fund investments. Please read the prospectus before investing. Mutual funds are not guaranteed, their 
values change frequently, and past performance may not be repeated. 

 
 
Money Market, no performance data: 
Commissions, trailing commissions, management fees and expenses all may be associated with mutual 
fund investments. Please read the prospectus before investing. Mutual fund securities are not covered by 
the Canada Deposit Insurance Corporation or by any other government deposit insurer. There can be no 
assurances that the fund will be able to maintain its net asset value per security at a constant amount or 
that the full amount on your investment in the fund will be returned to you. Past performance may not be 
repeated. 

 

 
Income Trust Mutual Fund: 
Commissions, trailing commissions, management fees and expenses all may be associated with mutual 
fund investments. Please read the prospectus before investing. The payment of distributions should not be 
confused with a fund's performance, rate of return, or yield. If distributions paid by the fund are greater than 
the performance of the fund, then your original investment will shrink. Distributions paid as a result of capital 
gains realized by a fund and income and dividends earned by a fund are taxable in your hands in the year 
they are paid. Your adjusted cost base will be reduced by the amount of any returns of capital. If your 
adjusted cost base goes below zero, then you will have to pay capital gains tax on the amount below zero. 
Mutual funds are not guaranteed, their values change frequently, and past performance may not be 
repeated. 

 

 
Labour-Sponsored Investment Funds: 
Commissions, trailing commissions, management fees and expenses all may be associated with 
investments in labour-sponsored investment funds (“LSIFs”). Please read the prospectus before investing. 
Labour-sponsored investment funds (LSIFs) are not guaranteed, their value changes frequently and past 
performance may not be repeated. Availability and amounts of tax credits are subject to certain conditions 
and limitations and are subject to repayment if shares are not held for eight years. 

 

 
Mutual Funds with Performance Data: 
All returns are historical annual compounded total returns as at [month, day, year] including changes in unit 
value and distributions reinvested. Returns do not take into account sales, redemption, distribution or 
optional charges or income taxes payable by any security holder that would have reduced returns. 
Commissions, trailing commissions, management fees and expenses may be associated with mutual fund 
investments. Mutual funds are not guaranteed, their values change frequently, and past performance may 
not be repeated. Before investing, read the [insert fund company name] simplified prospectus. Obtain a 
copy from your Financial Advisor. 
 
Note: The standard performance data must be calculated for the 1, 3, 5 and 10 year periods. If the mutual 
fund has been offering securities by way of simplified prospectus for more than one and less than 10 years, 
the performance data must be calculated for the 1, 3, 5 year periods and since inception (and mention the 
inception date); and end on the same calendar month end that is not more than 45 days before the date of 
the appearance or use of the advertisement in which it is included, and not more than three months before 
the date of first publication of any other sales communication in which it is included. 
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Money Market with Performance Data: 
Commission, trailing commissions, management fees and expenses all may be associated with mutual fund 
investments. Please read the prospectus before investing. The performance data provided assumes 
reinvestment of distributions only and does not take into account sales, redemption, distribution or optional 
charges or income taxes payable by any security holder that would have reduced returns. Mutual funds 
securities are not covered by the Canada Deposit Insurance Corporation or by any other government 
deposit insurer. There can be no assurances that the fund will be able to maintain its net asset value per 
security at a constant amount or that the full amount of your investment in the fund will be returned to you. 
Past performance may not be repeated. 
 
You must include the following statement immediately following performance data: 
 
This is an annualized historical yield based on the seven day period ended on [date] [annualized in the case 
of effective yield by compounding the seven day return] and does not represent an actual one year return. 

 

 
Note: The standard performance data must be calculated for the most recent seven day period for which it 
is practicable to calculate, taking into account publication deadlines; and the seven day period cannot start 
more than 45 days before the date of the appearance, use or publication of the sales communication. 

 

 
Flow-Through Limited Partnership (LP) Disclaimer: 
There are a number of risks associated with an investment. Investors should refer to each Partnership’s 
offering documents for details. Important information about this offering is contained in the prospectus 
relating to this offering, a copy of which should be obtained from the agents or the offices of designated 
subagents. You should review the prospectus carefully, and consult your Advisors, including tax Advisors, 
before making an investment decision. This material does not constitute an offer to sell or a solicitation to 
buy any security. Such an offer can only be made by prospectus. 

 
 
Co-op Disclosure Statement: 
When creating a co-op piece such as an invitation, ad or presentation material, the following statement 
must be included in 10 Pt. Font along with the logo of the participating fund company(s): 

 

 
Paid for in part by (insert name of fund company); or 
This (insert appropriate description i.e. ad, event, mailing) is brought to you in part by (insert name of fund 
company). 
For example: This advertisement is brought to you in part by XYC Funds Limited. (XYZ Logo) 
 
Note: The piece will also require the appropriate mutual fund disclaimer in minimum10 pt. font size. 
 
 
Borrowed Money (Leverage) Disclaimer: 
Using borrowed money to finance the purchase of securities involves greater risk than a purchase using 
cash resources only. If you borrow money to purchase securities, your responsibility to repay the loan and 
pay interest as required by its terms remains the same even if the value of the securities purchased 
declines. 
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Opinion Disclaimer: 
This publication contains opinions of the writer and may not reflect opinions of [Insert either Manulife 
Securities Incorporated or Manulife Securities Investment Services Inc. and/or Manulife Securities 
Insurance Inc.]. The information contained herein was obtained from sources believed to be reliable, but no 
representation, or warranty, express or implied, is made by the writer or [Insert either Manulife Securities 
Incorporated or Manulife Securities Investment Services Inc. and/or Manulife Securities Insurance Inc.] or 
any other person as to its accuracy, completeness or correctness. This publication is not an offer to sell or a 
solicitation of an offer to buy any of the securities. The securities discussed in this publication may not be 
eligible for sale in some jurisdictions. If you are not a Canadian resident, this report should not have been 
delivered to you. This publication is not meant to provide legal or account advice. As each situation is 
different you should consult your own professional Advisors for advice based on your specific 
circumstances. 

 
 
Short Opinion Disclaimer / Article Disclaimer: 
The opinions expressed are those of the author and may not necessarily reflect those of [Insert either 
Manulife Securities Incorporated or Manulife Securities Investment Services Inc. and/or Manulife Securities 
Insurance Inc.]. 

 
 
Market Commentary Disclaimer: 
This publication is solely the work of [Insert name of Manulife Securities Advisor] for the private information 
of his/her clients. Although the author is a Manulife Securities Advisor, he/she is not a financial analyst at 
[Insert either Manulife Securities Incorporated or Manulife Securities Investment Services Inc. and/or 
Manulife Securities Insurance Inc.] (“Manulife Securities”). This is not an official publication of Manulife 
Securities. The views, opinions and recommendations are those of the author alone and they may not 
necessarily be those of Manulife Securities. This publication is not an offer to sell or a solicitation of an offer 
to buy any securities. This publication is not meant to provide legal, accounting or account advice. As each 
situation is different, you should seek advice based on your specific circumstances. Please call to arrange 
for an appointment. The information contained herein was obtained from sources believed to be reliable; 
however, no representation or warranty, express or implied, is made by the writer, Manulife Securities or 
any other person as to its accuracy, completeness or correctness. 

 
 
Insurance Product Disclaimer: 
Insurance products and services are offered through Manulife Securities Insurance Inc. (a licensed life 
insurance agency and affiliate of Manulife Securities) by Manulife Securities Advisors licensed as life 
agents. 

 
 
Segregated Funds Disclaimer: 
Subject to any applicable death and maturity guarantee, any part of the premium or other amount that is 
allocated to a segregated fund is invested at the risk of the contract holder and may increase or decrease in 
value according to fluctuations in the market value of the assets in the segregated fund. 

 
 
Website Disclaimers: 

 

Manulife Securities has developed a dealer-hosted disclaimers page that contains all the disclaimers 
typically required for an Advisor website. Please refer to the Websites section for further information 
on disclaimers for websites. 
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Email Disclaimers: 
Note: Add this disclaimer to the bottom of any email that you send to the public. 

 
 
Standard Email Disclaimer: 
This message is only to be read by the addressee and is not for public distribution. The sender is not 
responsible for distribution of this message beyond the addressee intended. All information in this message 
is confidential to the addressee and should be treated as such. 

 
 
Trading Instructions Disclaimer: 
To ensure that trading instructions are received and executed timely and accurately, please do not send 
any trading instructions via e-mail.  Please contact me directly at <<enter phone number>>. 

 
 
Link Disclaimer: Link to Third Party Web Content 
[Insert name of Manulife Securities Advisor] and [insert Manulife Securities Incorporated or Manulife 
Securities Investment Services Inc. and/or Manulife Securities Insurance Inc.] (“Manulife Securities”) do not 
make any representation that the information in any linked site is accurate and will not accept any 
responsibility or liability for any inaccuracies in the information not maintained by them, such as linked sites. 
Any opinion or advice expressed in a linked site should not be construed as the opinion or advice of [Insert 
name of Manulife Securities Advisor] or Manulife Securities. The information in this communication is 
subject to change without notice. 

 
 
Calculator Disclaimer: 
This calculator is for illustrative purposes only and should not be relied upon as an accurate indication of 
your financial retirement needs. As each individual’s situation is different and changes over time, the results 
are limited by the accuracy of the assumptions you make in providing the information used in the 
calculation. I (we) do not guarantee that this calculator is reliable, accurate or complete or that it will be 
compatible with your computer. 

 
 
Rate of Return Disclaimer: 
[The rate of return or mathematical table shown] is used only to illustrate the effects of the compound 
growth rate and is not intended to reflect future values of [the mutual fund or asset allocation service] or 
returns on investment [in the mutual fund or from the use of the asset allocation service]. 

 
 
Illustration Disclaimer: 
The rate of return is used only to illustrate the effects of compound growth and is not intended to reflect 
future value of the mutual fund or returns on investment in the mutual fund. 

 
 
Suitability Disclaimer: 
This material is not to be construed as an offer or solicitation. The securities mentioned may not necessarily 
be considered suitable investments for all clients. Contact your Investment Advisor to discuss your individual 
investment needs. 
 
 

Privacy Disclaimer: 
A number of Advisors have inquired about the impact privacy legislation will have on their marketing efforts. 
PIPEDA applies to marketing activity only at the time you begin to collect personal information from your 
clients or prospects. Therefore, the use of a privacy disclaimer on sales communications is generally 
unnecessary. However, if you prefer to include a disclaimer for a particular document we ask that you use 
the following: 
 
[Insert Manulife Securities Incorporated or Manulife Securities Investment Services Inc. and/or Manulife 
Securities Insurance Inc.] is committed to protecting your privacy and the confidentiality of your personal 
information. A copy of our privacy policy is available upon request. If you have any questions about this 
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policy, please call us at 1-800-991-2121. 
 

OBA Disclaimers: 

MFDA Version: 
Manulife Securities Investment Services Inc. is registered as a Mutual Fund Dealer, or its equivalent, with 
the provincial securities commissions and as such our Advisors are entitled to sell mutual funds and other 
approved securities as permitted under our registration. They may also be able to provide other services or 
products to you through their own business. As a member of the Mutual Fund Dealers Association of 
Canada ("MFDA"), Manulife Securities Investment Services Inc. is obligated to disclose to you that you may 
be dealing with companies other than Manulife Securities Investment Services Inc. when purchasing 
services or products from your Associate (remuneration to your Associate may also come from various 
sources depending on the services or products purchased). For example, your Associate may offer any one 
or more of the following through a separate business, which would not be the responsibility of Manulife 
Securities Investment Services Inc.: 
 
* Deposit Instruments: GICs, Canada Savings Bonds; 
* Fee for Service Financial Planning; 
* Estate Planning; 
* Tax Planning or Income Tax Preparation; 
* Insurance: Life, Accident, Sickness, Disability, General. 
 
Please be sure that you have a clear understanding of which company you are dealing with for each of your 
services and products. Your Associate would be happy to provide any clarification you require. 

 
 
IIROC Version: 
Manulife Securities Incorporated is registered as an Investment Dealer, or its equivalent, with the provincial 
securities commissions and as such our Advisors are entitled to sell mutual funds, stocks, bonds and other 
securities as permitted under our registration. They may also be able to provide other services or products 
to you through their own business. As a member of the Investment Industry Regulatory Organization of 
Canada ("IIROC"), Manulife Securities Incorporated is obligated to disclose to you that you may be dealing 
with companies other than Manulife Securities Incorporated when purchasing services or products from 
your Associate (remuneration to your Associate may also come from various sources depending on the 
services or products purchased). For example, your Associate may offer any one or more of the following 
through a separate business, which would not be the responsibility of Manulife Securities Incorporated: 
 
* Income Tax Preparation; 
* Insurance: Life, Accident, Sickness, Disability, General. 
 
Please be sure that you have a clear understanding of which company you are dealing with for each of your 
services and products. Your Associate would be happy to provide any clarification you require. 


