
Conducted by Nielsen Hong Kong

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

M P F  S AT I S FA C T I O N  H I G H LY 
C O R R E L AT E S  T O  E X P E C TAT I O N S 
A B O U T  T H E  C O V E R A G E  O F  M P F  
O N  P O S T - R E T I R E M E N T  E X P E N S E S

Based on responses to Mercer’s monthly survey, 
those who believe MPF can cover more of 
their retirement expenses tend to have higher 
satisfaction with the MPF system. 

MPF, as a privately managed mandatory 
retirement saving system, is the second of the 
five pillars of an ideal pension system defined 
by the World Bank. It has to work well with the 
third and fourth pillars — voluntary retirement 
contributions and individual assets, respectively 
— to generate adequate resources to support 
post-retirement expenses. It may not be realistic 
to expect MPF to cover all these expenses by 
contributing only at the mandatory contribution 
level. Under normal market conditions and using 
reasonable investment strategies, however, this 
second pillar should be able to support basic 
retirement expenses on a subsistence level.
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MPF Satisfaction Score

Expectation regarding coverage of MPF on post-retirement expenses:
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More education by employers and MPF providers 
might be helpful in promoting the role of MPF and 
developing reasonable expectations from the 
public and, in turn, improving satisfaction with the 
MPF system.
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Time Horizon Until Retirement
Members who are closer to 
retirement age are more satisfied.

Knowledge Level
Members who have a high level of 
knowledge about MPF feel more satisfied.

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

Members who made 
inquiries about MPF in 

the past 12 months

Members who are 
age 55 or above

Members who believe 
they have a high level of 
knowledge about MPF

Members who are 
below age 55

Members who believe 
they have a low level of 
knowledge about MPF 

Members who did not 
make inquiries about MPF 

in the past 12 months
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Members who know the type of investments 
in their MPF accounts 

Members who do not know the type of 
investments in their MPF accounts 

Understanding MPF Account Investment Types
Members who understand the type of investments 
in their MPF accounts are more satisfied.

Awareness of Own Investment Performance
Members who have a good sense of how their MPF funds are 
performing are more satisfied.
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Provide clear and easy-to-
understand fund information  
for comparison/selection

30.3%

Provide more  
comprehensive fund choice

27.9%
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S O U G H T  H E L P ?
We find it is more common for members to seek advice from 
personal connections, followed by websites.
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Websites — MPFA, 
MPF providers and 
other 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.

58.5%
Personal 
connections — 
family, friends and 
colleagues
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Members who a a good 
sense of how their MPF 
funds are performing

Members who do not have a 
good sense of how their MPF 
funds are performing
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Provide loyalty discounts and 
clear MPF benefit statements

30.8%
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