
IV – Ethics in Your Business Relat ionships

Our business depends on sound relationships with customers, the
community, other organizations and our stakeholders. We maintain these
relationships by taking extra care when giving or receiving gifts, when
producing materials for customers and others and when sharing information
with outside individuals and organizations.

PROTECT AND ENHANCE THE COMPANY’S REPUTATION

Every employee and representative of the Company must conduct their
business activities in a manner that protects and enhances the Company’s
reputation. The risk of damage to our reputation must be a key
consideration in assessing and engaging in any business relationship,
transaction and activity. Any incident with the potential to harm our
reputation is of high priority and senior management is to be alerted.

TREAT OTHERS HONESTLY AND FAIRLY

We must treat customers with high standards of honesty, fairness and
courtesy. Customers must be able to voice their concerns easily and we must
deal with complaints and disputes fairly and quickly.

We seek to outperform our competitors fairly and honestly. We seek
competitive advantage through superior performance, never through
unethical or illegal business practices.

The materials we provide to customers, investors and other stakeholders
must meet high standards of professionalism. Advertising and sales materials
must be factual, easy to understand and based on the principles of fair
dealing and good faith. All promotional efforts, illustrations of products and
marketing concepts must be factual.

All directors, officers, employees, representatives and other associates of the
Company must be careful not to mislead customers, investors or other
stakeholders about the financial status, products or services of the Company
or its competitors. We must never make statements about competitors that
are untrue. We must never make promises the Company cannot keep. No
director, officer, employee, representative or other associate of the Company
should take unfair advantage of anyone, including customers, investors,
other stakeholders, suppliers or competitors. Taking unfair advantage
includes manipulation, concealment, and abuse of privileged information,

12



misrepresentation of material facts or any other unfair-dealing practice.

Also, no officer or employee may condition the sale of one product or
service on the purchase or sale of a separate product or service or otherwise
force the buyer into accepting the purchase of both products or services.
These so-called “tie-in” sales are illegal in many jurisdictions and are best
avoided by offering distinct products separately and marketing each on its
own merits.

COMPLY WITH LOCAL LAWS

To be professional, we must follow our corporate standards of ethical
business conduct while appreciating the cultures and business customs of
the countries and communities in which we operate. We must ensure
compliance with applicable laws, rules and regulations in the jurisdictions
where we do business.

TAKE CARE IN GOVERNMENT AND POLITICAL DEALINGS

We must take special care to use our corporate positions responsibly when
dealing with government agencies and representatives. This is especially true
in relation to the political process. It is important that we comply with all
laws and regulations that apply when offering to provide entertainment,
meals, gifts, gratuities and other items of value to any employee or
representative of federal, provincial, state or local governments or when
accepting such items of value from any employee or representative of
federal, provincial, state or local governments.

While the Company expresses views on local and national issues that affect
its operations, we cannot represent ourselves as Company spokespeople
without proper authorization. Questions in this regard should be referred to
the Global Chief of Compliance.

The Company respects and supports the right of every individual to
participate in the political process. However, the Company will not provide
reimbursement for any political contributions made by any individual,
including the purchase of tickets to political fund-raising events such as
dinners. These are to be handled personally by the employee. The
Company’s general policy is that it will not make any political contributions.
No officer or employee may make or authorize any payment by or on behalf
of the Company to any political party, organization, committee, candidate or
public official or in connection with any political caucus, convention or
election, except as permitted by law and approved by the divisional
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government relations chief and the Law Department. Under applicable laws,
prohibited Company contributions and expenditures include the donation of
Company funds, the use of Company facilities, including office space and
equipment, as well as the donation of the services of Company employees
to the campaign committee of a candidate.

The giving of gifts to, or the payment of expenses for, or on behalf of,
public officials is governed by a complicated array of regulations, which vary
from jurisdiction to jurisdiction. Before making any expenditures for, or on
behalf of, public officials you must contact your divisional government
relations chief for clearance unless the expenditure conforms to written
guidance received from Government Relations or the Law Department.

You must not engage in any lobbying activities on behalf of the Company
unless you first obtain specific authorization from your divisional
government relations chief.

In addition, no officer or employee may make or authorize any payment or
transfer of anything of value to any foreign public official except as may be
permitted by applicable law and approved by the Law Department.

SHARE INFORMATION RESPONSIBLY WITH INDUSTRY GROUPS

AND OTHERS

Memberships in business organizations can increase the effectiveness of
individuals, the Company and our industry. The Company encourages
membership in such organizations, especially those that strive to improve
the industry.

It is a normal part of these memberships to share aggregated, statistical and
policy information. However, we need to ensure that we do not exchange
confidential corporate information that could jeopardize the Company’s
competitive position. We must also take care not to violate the
confidentiality or privacy that customers, investors, employees,
representatives, distributors, suppliers and others legitimately expect.

In addition, the Company is subject to antitrust and trade regulation laws in
many jurisdictions. Generally, these laws prohibit discussions, agreements or
understandings with any competitor that relate to pricing, customers,
products, services, territory allocation or a boycott or refusal to deal with
any third party. Company representatives whose duties bring them in
contact with representatives of competing companies must be especially
cautious. If sensitive information is raised by a competitor in the presence
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of a Company representative, every reasonable effort must be made to
terminate the conversation and the Company representative should
promptly report the incident to the Law Department. When participating in
any exchange of information with competitors, including any statistical
survey, advice from the Law Department should be sought.

REFER MEDIA QUESTIONS TO COMMUNICATIONS
DEPARTMENTS

The media play an important role in helping inform the public about
Manulife Financial, its products and services. Communications departments
within each division or geographic location are responsible for
communicating official Company positions to the media. You must direct all
media inquiries to these departments.

CHOOSE SUPPLIERS THROUGH FAIR COMPETITION

Manulife Financial is committed to fair competition in all its dealings with
suppliers. It is important to communicate the Company’s requirements
clearly and uniformly to all potential suppliers. Choose suppliers on the basis
of merit, competitiveness, price, reliability and reputation.

If a supplier asks you to endorse a product or service using the Company
name or your position as a Company representative, direct the request to
the Executive Vice President or Senior Vice President of your division or
geographic location.

You must not suggest or imply to a supplier that the Company's patronage
depends on the supplier becoming a customer or on the supplier continuing
to make purchases from the Company.

For more guidance

See the following sections in this Code:

� Conflicts of Interest

� Handling Information

� Ethics and the Law
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