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Previous research on retirement planning largely focuses on the general tendency to save for retirement. By
integrating two theoretical models, namely, interdisciplinary psycho-motivation model and the theory of
reasoned action, the present study aims to advance the previous work to examine the effects of social (social
norms and social support) and psychological (future time perspective and financial literacy) factors on behav-
ioral intentions for purchasing specific financial products for retirement. Cross-sectional data were obtained from
598 Hong Kong Chinese working adults of a wide age range. Mediation analysis showed that retirement goal
clarity could partly account for the effects of financial literacy, social norms, and social support on the purchase
intentions of both annuity and other saving products in the commercial market. Additional moderated mediation
analyses revealed a stronger mediating effect of retirement goal clarity on the relationship between social norms
and annuity products in younger workers than that in older workers. Findings of this study provide valuable
insights into the roles of retirement goal clarity and age in the purchase intentions of financial products for
retirement. The examination of the newly launched tax-deductible products in younger and older workers further
discloses these products are relatively more attractive to younger individuals as a means of financial retirement

planning.

1. Introduction

Like many countries across the globe, Hong Kong faces the challenge
of an aging population, with life expectancies at birth having risen to
82.7 and 88.1 years for men and women, respectively (Hong Kong
Department of Health, 2021). While the retirement age in Hong Kong
varies across public and private sectors, the current civil servants of
Hong Kong are set to retire at the age of 65 (Civil Service Bureau, 2018).
Moreover, there is no universal pension system in Hong Kong; as a
result, workers do not receive any financial aids from the government
after their retirement. Currently, retirement protection in Hong Kong is
largely based on the Mandatory Provident Fund (MPF) scheme, which
was implemented by the Hong Kong SAR Government in 2000 as a
mandatory retirement savings program to safeguard the entire work-
force in Hong Kong. Both employees and their employers are mandated
to make a contribution of 5% of the salary of the employees [with a
capped amount of HK$1,500 (approximately USD192) per month].
Given the high life expectancy of the Hong Kong population, retirees will
have prolonged post-retirement lives. If post-retirement protection is not
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sufficient, retirees may not be able to maintain a quality of life in late
adulthood.

In Hong Kong, longitudinal findings have demonstrated that in-
dividuals with greater pre-retirement planning exhibited better physical
and psychological well-being after retirement (Yeung, 2013; Yeung &
Zhou, 2017). A reduction in post-retirement financial resources also
contributed to declines in life satisfaction and physical health after
retirement (Yeung, 2018). Yet, numerous studies have indicated a lack
of retirement savings among Hong Kong’s working adults (Chung, Lee,
& Pang, 2018; Yeung & Zhou, 2017; Young & Tong, 2019). At the same
time, more than half of the respondents in a local survey on young-old
Hong Kong adults (aged 55 to 74) reported that their post-retirement
quality of life would most likely decrease compared to their current
living standards (Hong Kong Ideas Centre, 2014). If this trend continues,
the insufficiency of financial resources of retired persons will eventually
exacerbate an imbalance of the current available social security system
being shared by an exponentially growing aging population. This reveals
the essential need to identify the influential factors that affect working
adults’ financial preparatory behaviors for their retirement. This study
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therefore aims to fill this knowledge gap and identify the psychosocial
factors to increase working adults’ intention to financially prepare for
retirement.

1.1. Financial retirement planning

Financial planning is one of the dominant preparatory behaviors for
retirement (Lee & Law, 2004). The beneficial effects of financial
retirement preparation on retirement adjustment have been well docu-
mented in the literature (Noone, Stephens, & Alpass, 2009; Reitzes &
Mutran, 2004; Wang, Henkens, & van Solinge, 2011; Yeung, 2013;
Yeung & Zhou, 2017). To promote financial planning for retirement,
recent research has utilized an interdisciplinary approach to uncover the
predictors of these preparatory behaviors. For example, Hershey,
Henkens, and Van Dalen’s (2010) interdisciplinary psycho-motivation
model of financial planning has identified the psychological, social,
and institutional factors preceding retirement goals in an adult sample
whose age ranged from 25 to 64 years. Specifically, psychological fac-
tors include future time perspective, retirement goal clarity, and finan-
cial knowledge; social factors include the social support received from
important others, such as one’s partner, family members, and friends;
and institutional factors are quality of employer pension and trust in
government.

Hershey et al. (2010) model was later replicated in a Hong Kong
Chinese sample of a similar age range by Chou et al. (2015). Their study
further demonstrated a sequential relationship among psychological
factors and financial retirement planning: future time orientation — goal
clarity — financial knowledge — retirement savings planning — savings
adequacy. In this sequential model, goal clarity acted as a partial
mediator between future time orientation and financial knowledge,
whereas financial knowledge was found to partially mediate the effect of
goal clarity on retirement savings planning. While social factors, such as
spousal support and friend support, indirectly influence retirement
savings planning through future time orientation and goal clarity, the
effect of institutional factors (including trust in banks and quality of
employer pension) was mainly shown on the participants’ perceived
savings adequacy. These results suggest that relative to social and
institutional factors, psychological factors are the proximal predictors of
general tendency to perform retirement planning activities.

Theory of reasoned action (TRA; Fishbein & Ajzen, 1977), a
social-cognitive model emphasizing the roles of attitudes and beliefs, has
also been used to predict retirement planning behaviors. Together with
its extension - theory of planned behavior (TPB; Ajzen, 1991), TRA has
been adopted to reveal that young Italians’ purchase intentions of
longevity annuities were predicted by various psychosocial factors,
including attitude, social norms, and normative beliefs (Nosi, D’Ag-
ostino, Pagliuca, & Pratesi, 2014, 2017). These results are similarly
observed in Hong Kong (He & Chou, 2020).

Yet, most of the above-mentioned studies (e.g., Chou et al., 2015;
Hershey et al., 2010) only focused on general tendency to plan for
retirement, in which the participants were asked to indicate whether
they had tried to figure out how much money they need to save for
retirement (Chou et al., 2015). However, specific financial products
have been launched in different countries to encourage retirement
preparation. Given the critical differences between a general need of
retirement saving and purchase intentions of specific financial products,
whether the predictive factors shown in Hershey et al.’s interdisci-
plinary psycho-motivation model and TRA are still applicable for spe-
cific financial products remains unclear. Therefore, the present study
aims to integrate these two theoretical models by investigating the
predictiveness of the psychosocial factors on the purchase intentions of
specific financial products for retirement.

1.2. Purchase intentions of specific financial products for retirement

Financial retirement planning was often measured by a single item
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such as saving behaviors for retirement (e.g., Lusardi & Mitchell, 2011;
Noone et al., 2009; Sekita, 2011), or indicated by one’s ownership of
financial assets such as savings, private pensions, or funds (Chou et al.,
2015; Hershey et al., 2010; Niu, Zhou, & Gan, 2020; Noone, Alpass, &
Stephens, 2010). While this measure helps to understand one’s general
intention, it fails to capture the specific behaviors one has planned to
financially prepare for retirement. It is only until the recent decades
where the literature on retirement planning has slowly extended into the
scope of purchasing behaviors of specific financial products, such as
annuity products, including immediate annuities [with the return in-
come typically occurs one year after the premium is paid (Hu & Scott,
2007)], and longevity annuities [with the return income occurs after a
delayed number of years (Nosi et al., 2014; 2017)].

In attempt to encourage working adults to financially prepare for
their retirement, the Hong Kong SAR Government has launched a new
policy known as the “Tax Deductions for Annuity Premiums and
Mandatory Provident Fund (MPF) Voluntary Contributions Ordinance”
in March 2019 to offer tax deduction incentives to tax payers if they
make extra contribution (in addition to the mandatory 5% contribution)
to their MPF scheme or purchase annuity products. The new ordinance
introduces a tax deduction cap of HKD60,000 (~USD7736) for making
tax deductible MPF voluntary contributions (MPF-TVC) and subscribing
to qualifying deferred annuity policies (QDAP) (HKLEGCO, 2019). The
tax-deductible incentive associated with these two financial products
should be attractive to working adults to actively plan for their retire-
ment. However, it is not certain whether the psychological and social
factors emphasized in the interdisciplinary psycho-motivation model
(Hershey et al., 2010) and TRA (Fishbein & Ajzen, 1977) are still pre-
dictive of the purchase intentions of these government-initiated policies.
This study thereby integrates Hershey et al. (2010) interdisciplinary
model and TRA to examine the effects of psychological and social factors
on four types of purchase intentions of financial products, including 1)
the general purchase intention of financial products for retirement, and
purchase intentions of specific financial products including 2) MPF-TVC,
3) QDAP, and 4) other saving products available in the commercial
market.

Advancing the traditional single-item measure of financial retire-
ment planning, this study focuses on the purchase intentions of specific
financial products for retirement preparation that are available in Hong
Kong as well as other countries (e.g., in the USA, the Roth Individual
Retirement Account (IRA) provides tax-deferral or tax-deduction in-
centives when the individuals make voluntary contribution; Adelman &
Cross, 2010). The reasons of including and comparing different types of
preparatory behaviors for retirement are as follow: First, due to
increased life expectancy, the interest rate earned from a bank savings
account is generally low (Chetty et al., 2016; Demary & Voigtlander,
2018). The development of financial retirement preparatory behaviors
has evolved from traditionally saving cash in one’s bank accounts to
opting in financial products as a means for better investment. One of
these products is annuities, a safer option compared to stocks, yet pro-
vides higher returns compared to the interest rate of a savings account.
The inclusion of these financial products would provide important in-
formation to the policy makers and financial planners regarding the
psychological factors hindering working adults’ purchase intentions of
these products. Second, while the research focusing on the incremental
effects brought by psychosocial factors on financial retirement saving
has been well established (e.g., Chou et al., 2015; Hershey et al., 2010;
Niu et al., 2020; Noone et al., 2010), it would be intriguing to under-
stand if these factors could be applied to the tax-deductible incentive for
the purchase of QDAP or making MPF-TVC. Finally, the inclusion of
general purchase intentions of financial products for retirement captures
individuals’ overall intention to financially prepare for retirement
especially for those who may not have an explicit idea of which types of
financial products to opt in.

In addition, the effect of age will also be examined in this study.
Older adults often have more thoughts about retirement as they are
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chronologically closer to retirement than younger adults. Evidently,
older workers demonstrated more concrete retirement goals compared
with their younger counterparts (Hershey, Jacobs-Lawson, & Neukam,
2002). Zhu and Chou (2018) also revealed that the positive effect of
retirement saving needs estimation on financial planning was only
shown in older workers aged above 44 years but not in younger workers.
Inspiring from the past studies, it is estimated that the positive effect of
retirement goal clarity on purchase intention of financial products is
weaker in younger workers than in older workers. Therefore, this study
further proposes that the effects of psychological and social factors on
purchase intention of financial products may vary by age.

1.3. The present study

To the best of our knowledge, the element of tax-deductible incen-
tive, and its role in encouraging financial preparation for retirement has
yet been examined in the literature on retirement planning. By investi-
gating the newly launched initiatives on promoting retirement prepa-
ration, findings of this study will provide valuable insights to both local
and international policymakers to identify effective means to promote
financial preparation among their working populations, especially
through the purchase of financial products for retirement with tax-
saving benefits. Inspiring from the past literatures on financial retire-
ment planning and annuity purchasing behavior (Chou et al., 2015;
Hershey et al., 2010; Nosi et al., 2014; 2017), the present study in-
tegrates two theoretical models, namely, interdisciplinary
psycho-motivation model (Chou et al., 2015; Hershey et al., 2010) and
TRA (Fishbein & Ajzen, 1977), to investigate the effects of psychological
(including future time perspective and financial literacy) and social
factors (including social norms and social support) on working adults’
purchase intentions of financial products for retirement. The conceptual
framework of this study is illustrated in Fig. 1.

Specifically, this study will first explore the relationships between
social and psychological factors with purchase intentions of financial
products for retirement. The financial products for retirement available
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within the current Hong Kong context are chosen, namely, the general
purchase intention of financial products for retirement, and purchase
intentions of MPF-TVC, QDAP, and other saving products in the com-
mercial market. Based on prior work of Chou et al. (2015) and Nosi et al.
(2014), whether retirement goal clarity and retirement attitudes would
mediate the abovementioned relationships will also be tested. Lastly,
based on the notion that the concreteness of retirement goals may be
substantially higher in older workers compared to their younger coun-
terparts (Hershey et al., 2002), it is further hypothesized that age would
moderate the mediating effects of retirement attitudes and retirement
goal clarity. Three hypotheses for the study are formulated below:

Hypothesis 1 (H1). Financial literacy, future time perspective, social
norms, social support, retirement goal clarity, and retirement attitude
will be positively associated with purchase intentions of retirement
financial products in general, tax-deductible voluntary contributions
(MPF-TVC), qualifying deferred annuity policies (QDAP), and other
saving products in the commercial market.

Hypothesis 2 (H2). Retirement goal clarity and retirement attitude
will partially mediate the effects of social and psychological factors on
purchase intentions of financial products for retirement in general, MPF-
TVC, QDAP, and other saving products in the commercial market.

Hypothesis 3 (H3). Age will moderate the mediating effects of
retirement goal clarity and retirement attitude as proposed in H2.

2. Research method
2.1. Participants

The participants were recruited via a local research marketing
company using stratified sampling by age, gender and income groups.
Five hundred and ninety-eight Hong Kong Chinese working adults were
successfully recruited and completed an online survey, including 15.7%
of the participants aged 18-29 years, 23.9% aged 30-39 years, 24.6%

Retirement Goal

Clarity
. . General
Financial
Lit Purchase
feracy Intention
Future Time MPE-TVC
Perspective
Social Norms QDAP
Social Support Other Products
Attitudes

Fig 1. Conceptual model of psychological and social factors predicting purchase intentions of financial products for retirement, with retirement goal clarity and

retirement attitude as mediators.

Note. MPF-TVC = purchase intention of mandatory provident fund — tax deductible voluntary contributions; QDAP = purchase intention of qualifying deferred
annuity policies; Other products = purchase intention of other saving products in the commercial market.
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aged 40-49 years, and 27.3% aged 50-59 years, and the remaining
(8.5%) aged 60-65 years. This largely resembles the age distribution of
the labor force in Hong Kong (Hong Kong Census & Statistics Depart-
ment, 2017). A roughly even distribution was shown across the two
genders (Male = 52%; Female = 48%), as well as across the four income
groups (<HK$19,999 = 23.1%, HK$20,000-$29,999 = 27.1%, HK$30,
000-$49,999 = 27.8%, >HK$50,000 = 22.1%). The majority of the
participants (90.8%) were working full-time at the time of data collec-
tion, with the rest of them being a part-time (6%) or self-employed
(3.2%) worker. The majority of the participants obtained a Bachelor’s
degree (46.3%), while the remaining obtained a diploma (30.8%) or a
postgraduate degree (22.9%).

2.2. Procedure

Ethical approval for human research was first obtained from the
Human Subjects Ethics Sub-Committee of the affiliated university. Par-
ticipants who had a full-time or part-time job were recruited by the
research marketing company. Interested parties were directed to an
online questionnaire via Qualtrics. The study introduction was first
shown on the cover page of the online survey. Two screening questions
regarding the potential risks or benefits of participating in this study
were devised to ensure that participants fully understood the study
purpose and procedure. Incorrect answers for these questions resulted in
termination of the research participation. It took approximately 30 min
to complete the online survey, and a token of appreciation was provided
by the marketing company to the participants who had completed the
survey.

2.3. Measures

An online bilingual survey (traditional Chinese and English) was
developed. Translation and back-translation procedures were conducted
to ensure the linguistic consistency between the Chinese and English
versions. Discrepancies between two language versions were discussed
and resolved by the research team.

2.3.1. Financial literacy

Based on the Investor and Financial Education Council’s (2019)
financial competence framework for adults, 35 items covering the
following seven aspects of financial knowledge were developed to
measure the participants’ level of financial literacy, including (1) money
and banking, (2) income and taxation, (3) saving and investing, (4)
spending and credit, (5) consumer right and responsibilities, (6) finan-
cial planning, and (7) protection and risks. Participants were asked to
indicate to what extent they were capable to perform each
finance-related activity on a 7-point scale ranging from 1 (totally inca-
pable) to 7 (totally capable). A sample item for this measure is “I am able
to explain the possible factors affecting exchange rate fluctuations.”
Higher scores represent greater levels of financial literacy. The Cron-
bach’s alpha of the financial literacy measure in the present study was
0.98.

2.3.2. Future time perspective

Participants’ time perception towards the future was measured using
the Future Time Perspective (FTP) scale (Carstensen & Lang, 1996;
Yeung, Fung, & Chan, 2015). Participants were asked to indicate the
extent to which they agreed with each of the 10 items concerning their
perceived future time in life on a 7-point Likert scale ranging from 1
(strongly disagree) to 7 (strongly agree). A sample item for this measure
is “Many opportunities await me in the future.” Higher scores represent
that participants perceive greater amount of time and opportunities in
their future. The Cronbach’s alpha of the future time perspective scale
was 0.77.
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2.3.3. Social norms

Participants’ perceived social norms was measured with 4 items used
in previous studies on financial retirement planning (Chou et al., 2015;
Nosi et al., 2014) to capture whether participants felt obliged to pur-
chase financial products for retirement preparation because of social
influences and whether participants had learnt to save since childhood.
Participants were asked to rate to what extent they agreed with each of
the corresponding items on a 7-point Likert scale ranging from 1
(strongly disagree) to 7 (strongly agree). A sample item for this measure
is “Most of the people I care about think I should purchase financial
products for retirement preparation.” Higher scores represent greater
levels of social norms perceived by participants. The Cronbach’s alpha of
the social norm measure was 0.81.

2.3.4. Social support

Participants’ perceived social support was measured with 2 items
assessing their perceived support from spouse and friends to save for
retirement (Chou et al., 2015). Participants were asked to rate to what
extent they agreed with each of the two items on a 7-point Likert scale
ranging from 1 (strongly disagree) to 7 (strongly agree). A sample item
for this measure is “My spouse (or partner) believes it is important to
save for retirement.” Higher scores represent greater levels of social
support perceived by participants. The Cronbach’s alpha of the social
support measure was 0.70.

2.3.5. Retirement goal clarity

Participants’ retirement goal clarity was measured with three items
adopted from Chou et al. (2015), with each item examining to what
extent participants thought they had clear retirement goals. Participants
responded to these items on a 7-point Likert scale ranging from 1
(strongly disagree) to 7 (strongly agree). A sample item for this measure
is “I have thought a great deal about quality of life in retirement.” Higher
scores represent greater clearer retirement goals possessed by partici-
pants. The Cronbach’s alpha of the retirement goal clarity was 0.85.

2.3.6. Attitudes towards retirement

Participants’ attitudes towards retirement were measured with five
items regarding participants’ view towards retirement (Chan, Chung, &
Yeung, 2021; Glamser, 1976). Participants responded to these items on a
7-point Likert scale ranging from 1 (strongly disagree) to 7 (strongly
agree). A sample item for this measure is “Retirement is mostly good for
a person.” Higher scores represent more positive attitudes towards
retirement. However, two reverse-coded items were shown to have poor
total-item correlations and were thus removed from this measure. The
Cronbach’s alpha of the 3-item attitudes towards retirement was 0.80.

2.3.7. Purchase intention of financial products for retirement
Participants’ intention to purchase financial products for retirement
preparation available in Hong Kong were adapted from Nosi et al.
(2014) subscale of behavioral intentions to purchase financial products.
Participants’ general tendency to purchase a financial product for
retirement in the next two years was assessed with three items. A sample
item for this measure is “I intend to purchase a financial product for
retirement preparation in the next two years.” Moreover, purchase
intention of each of the following three financial products in the next
two years, including (1) mandatory provident fund - tax deductible
voluntary contributions (MPF-TVC), (2) qualifying deferred annuity
policies (QDAP), and (3) other saving products in the commercial
market, was also measured with three items per product. A sample item
for the measure on the purchase intention of MPF-TVC is “I intend to
make MPF Tax Deductible Voluntary Contributions in the next two
years.” These items were rated on a 7-point Likert scale ranging from 1
(extremely unlikely) to 7 (extremely likely), with higher scores repre-
senting stronger purchase intention. The Cronbach’s alphas of the
measurement on the general purchase intention of retirement financial
product, the purchase intention of MPF-TVC, QDAP, and other saving
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3.2. Mediation analysis

The R package lavaan (Rosseel, 2012) was used to perform a medi-
ation analysis to test the second hypothesis. Financial literacy, future
time perspective, social norms, and social support were inputted to the
model as independent variables, with both retirement goal clarity and
attitudes as mediators, and the general purchase intention of retirement
financial product, the purchase intentions of MPF-TVC, QDAP, and other
saving products in the commercial market as dependent variables
(which were examined altogether in a single mediation model). Partic-
ipants’ age, gender, personal monthly salary, education, employment
status, level of work stress, and trust in stakeholders were controlled as
covariates. The results of the mediation analysis are shown in Fig. 2 and
Table 2.

The model fit of the mediation model was satisfactory, y2(14) =
44.72, p < .001, CFI = 0.99, TLI = 0.91, RMSEA = 0.06, SRMR = 0.02.
Partially in consistent with the predictions in H2, retirement goal clarity
was found to be a significant mediator. In particular, significant indirect
effects of financial literacy through retirement goal clarity were found
on the general purchase intention of retirement financial product
(B =.09,SE = .02,p < .001), the purchase intentions of QDAP (B = .04,
SE = .02, p=.030) and other saving products (B = .06, SE =.02,
p = .002). Retirement goal clarity partially mediated the effects of
financial literacy on these purchase intentions. Moreover, retirement
goal clarity could also account for the effects of future time perspective
on the general purchase intention of retirement financial product
(B =.07, SE = .02, p = .002) and the purchase intention of other saving
products in the commercial market (B =.04, SE=.02, p=.012).
Retirement goal clarity fully mediated the effect of future time
perspective on the general purchase intention of retirement financial
product, and partially mediated its effect on the purchase intention of
other saving products in the commercial market.

Similarly, retirement goal clarity could also account for the effects of
social norms on the general purchase intention of retirement financial
product (B = .12, SE = .03, p < .001), the purchase intentions of QDAP
(B=.05, SE=.03, p=.028) and other saving products in the

Retirement Goal
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commercial market (B =.08, SE=.02, p=.002). Retirement goal
clarity partially mediated the effects of social norms on these purchase
intentions. Likewise, significant indirect effects of social support
through retirement goal clarity were found on the general purchase
intention of retirement financial product (B = .09, SE = .02, p < .001),
the purchase intentions of QDAP (B = .04, SE = .02, p = .028) and other
saving products in the commercial market (B = .06, SE = .02, p = .002).
However, none of the indirect effects through retirement goal clarity
was found on the purchase intention of MPF-TVC. Therefore, retirement
goal clarity only partially mediated the effect of social support on the
general purchase intention of retirement financial product, and fully
mediated its effect on the purchase intentions of QDAP and other saving
products in the commercial market.

Contrary to the prediction in H2, attitudes towards retirement could
not account for the effects of social and psychological factors on the
purchase intentions of financial products. Hence, H2 is partly supported.

3.3. Moderated mediation analyses

Given the significant mediating effects of retirement goal clarity,
additional moderated mediation analyses were performed to test H3,
which aimed to investigate whether age could moderate the mediating
effects of retirement goal clarity in each of the IV-DV pathways in the
mediation models. In these analyses, age was treated as the moderator
with three levels: 1 = 18-29 years; 2 = 30-49 years; and 3 = 50 years or
above. With gender, monthly income, education, employment status,
level of work stress, and trust being controlled as covariates, PROCESS
macro (model 59; Hayes, 2018) was used to test whether age moderates
the mediating effects of goal clarity on the relationship between IVs
(financial literacy, future time perspective, social norms, and social
support) and DVs. Four moderated mediation analyses were conducted
on each of the DVs, including general purchase intention of retirement
financial product, the purchase intentions of MPF-TVC, QDAP, and other
saving products in the commercial market in the present study. Among
all the possible mediating pathways, it was observed that age could
moderate the indirect effect of social norms through retirement goal

Attitudes

Fig 2. The unstandardised coefficients of the mediation analysis.

Clarity N
lbes%* \\x\,g/ 33y
. . G General
Financial 16+ ™ Purchase
Literacy Intention
Future Time MPF-TVC
Perspective
Social Norms QDAP
Social Support Other Products

Note. MPF-TVC = purchase intention of mandatory provident fund - tax deductible voluntary contributions; QDAP = purchase intention of qualifying deferred
annuity policies; Other products = purchase intention of other saving products in the commercial market. Numbers next to each IV-M/IV-DV pathway denotes its
corresponding unstandardized coefficient. Numbers next to each M-DV pathway denotes the unstandardized coefficient of respective mediators on each of the DVs.
The solid lines denote significant associations between variables at p < .05 while dashed lines denote non-significant associations. *p < .05; p < .01; ***p < .001.
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Table 2

The total, direct, and indirect effects of financial literacy, future time perspec-
tive, social norms, and social support on purchase intentions through retiement
goal clarity and attitudes towards retirement.

Financial General MPF-TVC QDAP Other
Literacy Purchase Products
Intention
B (SE) [95% B (SE) [95%CI] B (SE) B (SE)
CI] [95%CI] [95%CI]

Total effect 247 .16* (0.07) 277 217

(0.06) (0.07) (0.06)

Direct effect .15** (0.08) .16* (0.08) .22%* .15* (0.07)

(0.07)

Indirect via .09 ** .00 (02) .04* (0.02) .06**
retirement (0.02) [.047, [—.034,.036] [.004, (0.02)
goal clarity 0.124] 0.076] [.020,

0.091]

Indirect via .00 (0.01) .00 (0.01) .01 (0.01) .00 (0.01)
attitudes [—.009, [-.009, 0.017] [—.006, [-009,
towards 0.011] 0.022] 0.015]
retirement

Future Time

Perspective

Total effect .06 (0.08) .23* (0.10) .02 (0.09) 307

(0.09)

Direct effect -0.01 (0.08) .21* (0.10) -0.04 (0.10) .25%* (0.09)

Indirect via .07** (0.02) .00 (0.01) .03 (0.02) .04* (0.02)
retirement goal [.025, [-.027, [-.00, [.010,
clarity 0.110] 0.028] 0.063] 0.078]

Indirect via .01 (0.02) .01 (0.02) .03 (0.02) .01 (0.02)
attitudes [-.029, [-.030, [-.016, [-.028,
towards 0.036] 0.056] 0.068] 0.047]
retirement

Social Norms

Total effect 32k .25%* (0.08) R il .28 ¥

(0.06) (0.08) (0.07)

Direct effect .21** (0.06) .24** (0.08) .24** (0.08) .20** (0.07)

Indirect via 12% .00 (0.02) .05* (0.03) .08** (0.02)
retirement goal (0.03) [.068, [-.046, [.006, [.028,
clarity 0.164] 0.049] 0.102] 0.121]

Indirect via .00 (0.00) .00 (0.01) .01 (0.01) .00 (0.01)
attitudes [-.007, [—.008, [—.006, [—.007,
towards 0.009] 0.015] 0.019] 0.012]
retirement

Social Support

Total effect 25% % -0.05 (0.07) .03 (0.06) .17** (0.06)

(0.05)

Direct effect .15** (0.05) -0.05 (0.07) -0.03 (0.07) .10 (0.06)

Indirect via .09* .00 (0.02) .04* (0.02) .06** (0.02)
retirement goal (0.02) [.052, [-.036, [.005, [.022,
clarity 0.130] 0.039] 0.081] 0.096]

Indirect via .00 (0.01) .01 (0.01) .02 (0.01) .01 (0.01)
attitudes [-.017, [-.017, [-.010, [-.016,
towards 0.021] 0.032] 0.040] 0.027]
retirement

Note. MPF-TVC = purchase intention of mandatory provident fund - tax
deductible voluntary contributions; QDAP = purchase intention of qualifying
deferred annuity policies; Other products = purchase intention of other saving
products in the commercial market. *p < .05; **p < .01; ***p < .001.

clarity on the purchase intention of QDAP, with the significant medi-
ating effect only shown among workers who were aged 18-29 years
relative to those who were aged 30-49 years (B = —.23, SE = 0.12, 95%
CI = [—.475, —.002]) as well as those who were aged 50 years or above
(B = —.24, SE = 0.12, 95%CI = [—.487, —.013]). Accordingly, H3 is
partly supported.

4. Discussion

There is a growing need to promote financial retirement planning to
ensure that retirees’ quality of life can be maintained during the
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retirement transition period as well as in late age. For example, the Hong
Kong SAR government launched new initiatives to promote purchasing
annuities and making voluntary contributions for retirement. Inte-
grating the theoretical frameworks of the interdisciplinary psycho-
motivation model (Chou et al., 2015; Hershey et al., 2010) and TRA
(Fishbein & Ajzen, 1977), this study investigates the social and psy-
chological factors that may affect working adults’ purchase intentions of
the newly-initiated financial products for retirement, including
MPF-TVC, QDAP and other saving products in the commercial market,
which helps extend the existing work from understanding the general
saving behavior to explaining the intended purchase behaviors for
specific financial products for retirement. The findings of the study
highlight the importance of retirement goal clarity in influencing the
purchase intentions of both general and specific financial products for
retirement, as well as the moderating role of age in the framework of
financial planning for retirement. Results of the present research indi-
cate the mediating effects of retirement goal clarity are not universal
across all age groups as well as different financial products for retire-
ment. In particular, while retirement goal clarity was found capable to
mediate the relationship between social norms and purchase intention of
qualifying deferred annuity policies (QDAP), such an effect was only
shown among the youngest workers in the current sample (aged 18-29
years), but not those who were aged 30-49 or 50 and above, which
suggests the variability in such a mediating effect among different age
groups. Moreover, the effect of retirement goal clarity has been found to
vary across different financial products for retirement (e.g., retirement
goal clarity mediated the effects of all psychosocial factors except for
future time perspective on the purchase intention of QDAP, but such
mediating effect was not shown on the purchase intention on MPF-TVC
at all).

4.1. The role of retirement goal clarity on general purchase intentions and
other saving products in the market

The positive effect of retirement goal clarity on general purchase
intention of financial products for retirement is in line with Fishbein and
Ajzen’s (1977) TRA and its extended model of TPB (Ajzen, 1991), and
the past literature on retirement preparation (Chan & Stevens, 2008;
Chou et al., 2015; Hershey, Jacobs-Lawson, McArdle, & Hamagami,
2007, 2010; Neukam & Hershey, 2003). Similar to the findings of
interdisciplinary psycho-motivation model (Chou et al., 2015), social
support and social norms encourage discussions about financial plans
and retirement aspirations, which in turn may have facilitated one’s
retirement goal clarity when these plans and aspirations are visualized.
On the other hand, individuals who have higher levels of financial lit-
eracy may have a clearer understanding of how much is needed to
prepare for their retirement, and as such may also cultivate clearer
retirement goals (Antoni, Saayman, & Vosloo, 2020). Similarly, in-
dividuals with a more open-ended future time perspective may have a
clearer realization of the need to prepare for retirement due to their
relatively prolonged vision of their future (Jacobs-Lawson & Hershey,
2005). This realization may become a source of motivation for them to
develop clearer retirement goals.

Consistent with past studies on TRA and TPB (Ajzen, 1991; Fishbein
& Ajzen, 1977) and retirement preparation (e.g., Chan & Stevens, 2008;
Chou et al., 2014; Hershey et al., 2007; 2010; Neukam & Hershey, 2003;
Nosi, D’Agostino, Pagliuca, & Pratesi, 2017), all psychological and so-
cial factors were significantly associated with the purchase intentions of
other saving products in the commercial market. These findings reveal
that working adults, regardless of their cultural backgrounds, show a
higher purchase intention of other saving products if they have higher
financial literacy, open-ended future time perception, greater social
support, and favorable perceived social norms.

The findings of this study further indicated that retirement goal
clarity explained the effects of financial literacy on intentions to pur-
chase other saving products in the commercial market. Individuals with
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better financial numeracy, a component of financial literacy (Atkinson &
Messy, 2012), are more likely to set clearer retirement goals (Antoni
et al., 2020). Subsequently, the elevated levels of retirement goal clarity
may have led to higher purchase intentions of saving products in the
commercial market, as having a clear retirement goal may allow better
and more suitable appreciation of appropriate financial products catered
to achieve their goals. Additionally, as discussed, one’s retirement goal
is also likely to be clarified with a more open-ended future time
perspective. An individual who perceives a significant amount of time
remaining in his/her life is likely to develop clearer retirement goals, as
it is a necessary action to plan ahead and ensure that quality of life can
be sustained throughout his/her entire lifespan. This may have led to
higher purchase intentions of saving products in the commercial market,
as it provides an effective strategy to ensure financial income at older
ages.

Social support and social norms may have also influenced retirement
goal clarity due to peer influence. Compared to social norms that could
directly influence the purchasing behaviors, it may be more likely that
one’s peers, acquaintances, or significant others can affect an in-
dividual’s aspirations for the future. For instance, it is not uncommon for
a married couple to discuss on retirement life, or for a group of friends to
discuss their lives after retirement, as it provides positive effects towards
retirement (Yeung, 2013). Social support has also been suggested to
have a salient influence on career development (Greller & Richter-
meyer, 2006). Hence, the effect of social support should be strengthened
to enhance retirement preparation and clarify retirement goals, which
may have subsequently led to higher purchase intentions of saving
products in the commercial market, as a means to effectively achieve the
goals. Whereas even if a saving product is well marketed and recom-
mended by others, an individual without a clear retirement goal may
have less intention to purchase the product since it is not viewed as a
need. Spouses, partners, and close friends should be encouraged to
actively discuss retirement plans and aspirations with each other to set a
clear retirement goal which will guide their actual preparatory behav-
iors such as purchasing saving products for their retirement.

4.2. Purchase intentions of QDAP and MPF-TVC products

One of the major findings in the present study is the identification of
the direct and mediating effects of retirement goal clarity on the pur-
chase intentions of various specific financial products for retirement that
were newly initiated in Hong Kong. The current findings extended Chou
et al. (2015) work where the direct and mediating impacts of retirement
goal clarity were shown on retirement planning activity, which was
operationalized by a single-item question concerning if participants
were aware of how much money they will need to retire. This study
further reaffirmed that a similar pattern can be, to a certain extent,
observed to understand the intention to purchase specific financial
products for retirement, which is a more deliberate way to actively
prepare for one’s own retirement. An intriguing finding in the present
study is that while retirement goal clarity mediated the effects of all four
psychosocial factors on general purchase intention and the purchase
intention of other saving products, this was not the case for the purchase
intention of QDAP. Particularly, while the indirect effects of higher
financial literacy, social norms, and social support on purchase in-
tentions of QDAP through retirement goal clarity were observed, the
indirect effect of future time perspective through retirement goal clarity
was not significant. This is rather unexpected due to the similar nature
between QDAP and other saving products in the commercial market.
The possible explanation could be due to the tax-deductible incentive
element of the QDAP, which provides an immediate and short-term
reward for those who purchase this financial product. The immediate
and short-term reward (i.e., tax deduction) provided in the payment
period may have overridden its long-term benefits, thus making those
with a more open-ended future time perspective being less influenced by
their retirement goal clarity when deciding to purchase QDAP for
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retirement preparation.

Another unexpected finding was that retirement goal clarity was not
significantly associated with MPF-TVC. While financial literacy, future
time perspective, and social norms were independently and directly
associated with retirement goal clarity and purchase intentions of MPF-
TVC, retirement goal clarity did not account for these relationships,
which may be due to its lack of a significant main effect on purchase
intentions of MPF-TVC. MPF is a retirement protection scheme that al-
lows financial returns through investment. To further increase the
financial returns through voluntary contributions, a large sum of money
over time will be required to significantly enhance the amount of
possible return at the retirement age. Moreover, the MPF pension
scheme is best maximized when it is regularly monitored, such as
switching investment fund options during changes in societal and
financial environments. Those who have clearer retirement goals may
opt to use money to subscribe into annuity plans or other financial
products that may provide better return and require less deliberate
decision-making to ensure that their retirement goal can be safely ful-
filled. Therefore, this finding suggests that providing tax incentive for
voluntary contribution does not seem to be an optimal option for
financial retirement planning. Policymakers need to gather working
adults’ views on the MPF-TVC to understand the effectiveness of this
new initiative.

The absence of the significant mediating role of retirement goal
clarity in accounting for the effects of various psychosocial effects on the
purchase intention of MPF-TVC is inconsistent with the prediction. Even
though both MPF-TVC and QDAP share the same feature of tax-
deduction, MPF-TVC is not likely to be predicted by psychosocial fac-
tors via a clearer retirement goal. This result suggests that providing tax
incentive to increase contribution to MPF account does not seem to be
welcomed by working adults, which may be due to the high manage-
ment costs or low return rate of MPF.

Taken together, the observed significant predictive effects of the
various psychological and social factors on the purchase intentions of
the general and specific financial products for retirement offer empirical
evidence to the integrated model combining the interdisciplinary
psycho-motivation model (Chou et al., 2015; Hershey et al., 2010) and
TRA (Fishbein & Ajzen, 1977). Future work could adopt this integrated
model to predict diverse financial planning behaviors for retirement.

4.3. The influence of social norms on younger adults

The present study also examined the moderating role of age in the
mediation effects as hypothesized in H3. Findings of the study indicated
that the indirect effect of social norms on the purchase intention of
QDAP through retirement goal clarity were stronger among younger
adults compared to their older counterparts. However, the pattern of the
moderating effects of age in this mediation model is less straightforward.
Specifically, while greater level of perceived social norms alone could
not directly predict higher purchase intentions of QDAP for the youngest
workers, its indirect predictive power through enhancing one’s retire-
ment goal clarity was, unexpectedly and exclusively, observed in the
youngest group of workers (aged 18 - 29 years) in the present study.

The moderating effect of age on the mediating effect of retirement
goal clarity on the relationship between social norms and purchase in-
tentions of QDAP is most likely due to a combination of age differences
in personal goals and the effects of social norms. Past studies have
indicated that older adults tend to pursue goals more actively than their
younger counterparts (Riediger, Freund, & Baltes, 2005; Stawski, Her-
shey, & Jacobs-Lawson, 2007), implying that older adults are likely to
have already developed retirement plans as entirely leaving the work-
force would happen in the next few years. This proposition could be
verified by the additional independent sample t-tests, in which the level
of retirement goal clarity among the youngest workers aged 18-29 being
significantly lower (M = 4.07) than that of the workers aged 30-49 (M =
4.52) and aged 50 or above (M = 4.72) in the current sample. With the
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well-established and relatively higher level of retirement goal clarity
among older workers, their retirement planning behaviors may there-
fore be less contingent on the level of perceived social norms. On the
other hand, younger workers tend to have vaguer ideas about how much
to save and less concrete goal perception due to a longer remaining
period before retirement and that it develops over the course of physical
and mental changes with life experience (Hershey et al., 2002; Stawski
et al., 2007; Zhu & Chou, 2018). Moreover, compared with their older
counterparts, younger adults’ decisions are often more influenced by
social context (Mandrik, Fern, & Bao, 2005). Therefore, the substantially
higher effects of social norms on retirement goal clarity in younger
workers may have been due to their lack of experiences relative to that
of older workers, thus resulting in younger workers to be more reliant on
and influenced by their peer groups for decision-making and goal
setting.

Taken together, the positive effect of age shown in the present study
discloses that tax deductible annuities can be an especially effective
measure to promote younger workers to start financially planning for
their retirement at an earlier age. The policy on retirement preparation
will be especially effective when the product is specifically marketed
among younger adults by cultivating a beneficial social perspective of
the product. Alternatively, enhancing the retirement goal clarity of
younger workers is also of high importance to increase their intentions
to purchase these products for financial retirement planning.

4.4. Limitations and future directions

This study was conducted in a stratified sample and included newly
launched financial products for retirement. However, several limitations
and considerations should be considered when interpreting the results of
this study. Firstly, two financial products, namely, QDAP and MPF-TVC,
examined in the study are largely restricted to the Hong Kong context. In
addition to these products, we had also included a general purchase
intention and other saving products (such as annuity plans) in the
commercial market as the outcome variables of financial planning for
retirement, suggesting that our findings could still be of interest to other
cultural contexts. Moreover, other countries also offer tax-deductive
financial products to increase retirement planning. For example,
similar to the tax-deductible features of MPF-TVC, the traditional and
the Roth IRA in the United States are the government-initiated policies
which aim to incorporate tax-advantaged element for reinforcing citi-
zens’ retirement preparation by providing tax-deferral or tax-deduction
when making the voluntary contribution or withdrawing the contribu-
tion at a later stage (Adelman & Cross, 2010). As a result, international
policymakers could still derive from the findings of this study to un-
derstand the influential factors and benefits of implementing tax
deductible products to encourage retirement planning in younger
workers, whereas future studies can also incorporate a similar design to
investigate on financial products that are specific to their local market.

Secondly, the outcome measures utilized in this study were the
measures of one’s purchase intention. While the TRA and TPB (Ajzen,
1991; Fishbein & Ajzen, 1977) suggest that purchase intentions will
likely be associated with the actual behaviors, it does not actually cap-
ture whether the product is eventually purchased. Future studies can
adopt a longitudinal design to examine whether the effects presented in
the study can be translated to actual purchasing behaviors of the prod-
ucts in the near future, and explore the factors that contribute to
bringing intentions into actions for purchasing financial products.

Finally, the findings obtained are based on cross-sectional data, thus
causal and longitudinal effects cannot be identified. Future studies are
recommended to utilize a longitudinal research design to investigate on
the long-term mediating effects of retirement goal cultivation on the
relationship between different psychosocial factors and the relevant
purchase intentions of financial products for retirement preparation.
Nonetheless, this study provides valuable insights to understand the
important role of retirement goal clarity in individuals’ purchase
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intentions of financial products for retirement preparation, and provides
implications for other countries to utilize a similar design to evaluate
their own policies for promoting retirement preparation.

5. Conclusion

The present study examined the influence of psychological and social
factors, namely, financial literacy, future time perspective, social norms,
and social support on purchase intentions of a range of saving products
either locally or internationally available in the market. Findings
emphasized the role of retirement goal clarity in explaining most of the
psychological and social effects on purchase intentions of financial
products, and conveyed a significant moderating role of age, where the
effects of social norms on purchase intentions of QDAP were better
explained by retirement goal clarity in younger workers but not in older
workers. This study provides valuable insights for the effectiveness of
implementing tax-deductible annuity products as an effective means to
promote and encourage saving behaviors starting at a young age. Poli-
cymakers or private financial institutions can develop programs and
interventions to enhance the retirement goal clarity of workers across all
ages to promote the purchase intentions of financial products for
adequate savings to support post-retirement life. For example, goal-
based retirement planning workshops could be implemented by the
government or private financial institutions to provide the required
financial knowledge (e.g., differentiating essential and aspirational
goals for retirement) to enable Hong Kong working adults to select the
best products to fit their unique needs and personal plans after retire-
ment. Additionally, more tax-deductible incentive may also be intro-
duced as an incentive to promote financial planning for retirement
starting at a young age.
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