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H E A LT H   W E A LT H   C A R E E R

D E E P  D I V E  I N T O  A G E  A N D  S AT I S FA C T I O N

Our previous findings show that respondents who are closer to retirement are more satisfied 
with MPF. This time, we also looked at the impact of MPF knowledge for those younger 

than 55 and those ages 55 and above. Across both age groups, we observed that the more 
knowledgeable the respondents about MPF, the more satisfied they are.
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T H E  M O R E  E N G A G E D ,  T H E  M O R E  S A T I S F I E D 

Expectation
Members who have high expectations 
of MPF for covering post-retirement 
expenses feel more satisfied.

Inquiry Frequency
Members who inquired on MPF at 
least once in the last 12 months feel 
more satisfied.

Understanding Investment Returns  
and Risk Levels
Members who understand their investment 
returns and risk levels of MPF are more satisfied.

People who inquire 
on MPF

People who understand 
their investment returns 

and risk levels

People who do not 
know/forget

People who do not 
inquire on MPF

51.054.5
59.1

53.9

51.1

36.3

High expectation

Understand the type of investment

Low expectation

Don’t know

44.054.2

Understanding of Type of Investment in MPF Account
Members who understand the type of investment in their 
MPF account are more satisfied. Review Frequency

Members who review 
their account more than 
once in every six months 
are more satisfied. People review their 

account more than once 
in every 6 months

People review their 
account less than 

once every 6 months

50.455.6
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T H E  M O R E  Y O U  H A V E ,  
T H E  M O R E  S A T I S F I E D  Y O U  A R E
Members whose total MPF balances are 
higher are more satisfied.

T O P  3  E X P E C T A T I O N S  F R O M  M P F  M E M B E R S 
T O W A R D  M P F  P R O V I D E R S ,  A P A R T  F R O M  G O O D 
P E R F O R M A N C E  A N D  L O W  F E E S

Provide comprehensive 
fund choice

32.3%
Provide loyalty 
discounts

Provide clear MPF 
benefit statements

36.8%
Members whose total 
MPF balances are more 
than 200,000 HKD

Members whose total 
MPF balances are less 
than 200,000 HKD

56.4 51.7
31.8%

W H E R E  D O  P E O P L E  S E E K  H E L P  F R O M ?
We find that it is more common for members to seek advice from websites.

55.0% 24.8% 36.1%✖Websites — MPFA, 
MPF providers and 
financial websites

MPF agents — 
individuals or  
financial institutions

No advice 
sought

Note: The figures above do not add up to 100%, as individuals can seek advice from multiple sources.

42.1%
Personal connections — 
family, friends and 
colleagues


