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Introduction–Increasingly, consumers will be forced to develop a much deeper 

understating of personal financial issues. This is due to a confluence of events, including 

increased lifespans and changes in how the state and employers have adjusted qualifying 

criteria and conditions for pensions.  

The 2017 EAP Financial Education Survey seeks to develop a deeper understanding of 

needs specific to the whole area of developing personal financial skills.  

This is the first such survey undertaken MoneyWhizz.  

The survey was managed through both the SurveyMonkey and MailChimp platforms. The 

database included a broad mix of age profiles. This was done to gauge the type of content 

different age groups are interested in.  

In total, there were 312 valid responses.  

Additionally, this report examines key sub-data including:  

 Analysis of needs by age,  

 Analysis of needs by gender 

 Analysis of needs by delivery channel 

A breakout by age group is as follows:  

 Age 34 and under 

 Age 35 – 50 

 Age 51 – 64 

 Age 65+ 

 

 

 

 

 

 

 

 

 

 



Key findings: 

There is a very high level of demand for financial education across the response group. But what is of 

particular interest is when presented with a mix of content options, there was one which resonated 

highly, the four options were:  

1. Tips On Personal Money Management 

2. How To Grow Your Family Finances  

3. Achieving Your Financial Goals 

4. Preventing Fraud & Financial Exploitation 

Of the four options, surprisingly, Preventing Fraud & Financial 

Exploitationscored highest when measured across all groups (age and gender). The most ‘very 

interested’ response revealed that:  

1. Preventing Fraud & Financial Exploitation scored the highest with 45% of participants being 

‘very interested’.  

2. How to Grow Family Finances scored the second most popular with 41.98% of participants 

being ‘very interested’.  

3. Tips on Personal Money Management scored third with 41.84% of participants being ‘very 

interested’.  

4. Achieving Your Financial Goals resonated the lowest of the four with 36% of participants 

being ‘very interested’.  

Furthermore… 

Analysing the broader level of interest by removing the ‘not interested’ group, there is a shift in 

focus for the participants. Combining the ‘very interested’, ‘somewhat interested’ and ‘interested’ 

groups, the most popular topics are:  

1. Achieving Your Financial Goals – 93.45% interested and 6.55% not interested 

2. Preventing Fraud & Financial Exploitation – 91.03% interested and 8.97% not interested 

3. Tips on Money Management – 90.48% interested and 9.52% not interested 

4. How To Grow Your Family Finances – 86.34% interested and 13.65% not interested  

So, while Achieving Your Financial Goals has a broad appeal, it does not generate the highly emotive 

reaction which Preventing Fraud & Financial Exploitation does, it does have a broad appeal.  

Also interesting is that Tips on Money Management ranks third in both the ‘very interested’ group 

and the broader group of those expressing interest in the topic. Perhaps this suggests that 

responders feel they can access lots of financial tips through a mix of media options?  

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 



Analysis by sub-data 

 

In the under-34 age group, the order of preference on 

content appeal is: 

1. Tips on Personal Money Management - 38% highly interested 

2. Preventing Fraud & Financial Exploitation – 33% highly interested 

3. Achieving Your Financial Goals – 32% highly interested 

4. How to Grow Your Family Finances– 26% highly interested 

In the 35 – 50 age group, the order of preference on content 

appeal is: 

1. Preventing Fraud & Financial Exploitation– 50% very interested 

2. How to Grow Your Family Finances–49% very interested 

3. Tips on Personal Money Management – 44% very interested 

4. Achieving Your Financial Goals – 42% very interested 

In the 51 – 64 age group, the order of preference on content 

appeal is: 

1. Preventing Fraud & Financial Exploitation – 45% very interested 

2. How to Grow Your Family Finances – 40% very interested 

3. Tips on Personal Money Management – 39% very interested 

4. Achieving Your Financial Goals – 29% very interested 

In the age 65+ age group, the order of preference on content 

appeal is:  

1. Tips on Personal Money Management – 50% very interested 

2. How to Grow Your Family Finances – 33% very interested 

3. Preventing Fraud & Financial Exploitation – 29% very interested 

4. Achieving Your Financial Goals – 29% very interested 

 

 

 



Male / Female – Women know what they want!  

Finally, when it comes to the Male / Female sub-category, females were more definitive about what 

they wanted. For example, a higher proportion of females chose the ‘very interested’ option across 

all four topics whereas males appear to have a somewhat more laissez-faire attitude and chose the 

‘very interested’ option at a much lower rate than their female counterparts.   

Following are the breakouts of the order of preference for content:  

Female:  

1. How to Grow Your Family Finances – 47.26% very interested 

2. Preventing Fraud & Financial Exploitation – 46.48% very interested 

3. Tips on Personal Money Management – 46.15% very interested 

4. Achieving Your Financial Goals – 41.55% very interested 

Male 

1. Preventing Fraud & Financial Exploitation – 43.84% very interested 

2. Tips on Money Management – 37.84% very interested 

3. How to Grow Your Family Finances – 37.24% very interested 

4. Achieving Your Financial Goals – 31.03% very interested 

 

 

 

 

 

 

 

 

 

 

 

 



Financial Awareness Talks through Employer Supported Employee 

Assistance Programme (EAP) 

There is a very broad appeal for financial talks to be made available through employers with 85% 

(84.57%) of responders saying they would attend. However, there is a divergence of preference 

across the age categories / gender. The breakdown is as follows:  

1. U34 – 76% say they would attend a seminar 

2. 35 – 50 – 86% say they would attend a seminar 

3. 51-64 – 89% say they would attend a seminar 

4. 65+ - 50% say they would attend a seminar 

5. Female – 85% say they would attend a seminar 

6. Male – 83% say they would attend a seminar 

 

 

 

 

 



Seminar / Talk Attendance Preferences 

Responders are a little more circumspect as to when, where and how they would like to acquire 

financial knowledge. By this, there are fewer responders indicating a ‘most suitable’ preference for 

the choice presented and more opting for the ‘somewhat suitable’ option. The options were:  

1. At Work, During Work Hours 

2. During Lunch Break 

3. On Own Time 

4. Immediately After Work 

5. On weekend 

It would appear that responders may have given less thought to when and where they would 

acquire the financial knowledge, especially if it involves workplace delivery. Also, it is reasonable 

to interpret from the responses that this is an issue they would rather leave to key decision-

makers at their place of employment, such as HR, Employee Benefits etc. What is very clear is 

they want the content.  

 

 



Sub Data Analysis 

U34 Responses 

1. At Work, During Work Hours was the most popular, with 41% indicating ‘most suitable’. 

2. On Own Time was next, with 23% indicating this as ‘most suitable’.  

3. Immediately After Work was third, with 17% indicating as ‘most suitable’.  

4. During Lunch Break was next, with 14% indicating as ‘most suitable’.  

5. On Weekend was least popular, with just 9% indicating this option as ‘most suitable’  

35 – 50 Responses 

1. At Work, During Work Hours was the most popular, with 37% indicating ‘most suitable’. 

2. On Own Time was next, with 25% indicating this as ‘most suitable’.  

3. During Lunch Break was next, with 10.17% indicating as ‘most suitable’.  

4. Immediately After Work was next, with 9.92% indicating as ‘most suitable’.  

5. On Weekend was least popular, with just 5.22% indicating this option as ‘most suitable’  

51 – 64 Responses 

1. At Work, During Work Hours was the most popular, with 38% indicating ‘most suitable’. 

2. On Own Time was next, with 36% indicating this as ‘most suitable’.  

3. Immediately After Work was next, with 24% indicating as ‘most suitable’.  

4. On Weekend was next, with just 6.0% indicating this option as ‘most suitable’  

5. During Lunch Break was next, with 5.71% indicating as ‘most suitable’.  

65+ Responses  

1. On Own Time was most popular, with 57% indicating this as ‘most suitable’.  

2. On Weekend was next popular, with 33% indicating this option as ‘most suitable’  

3. During Lunch Break was next, with 20% indicating as ‘most suitable’.  

4. Immediately After Work received a 0% response under ‘most suitable’.  

5. At Work, During Work Hours received a 0% response under ‘most suitable’ 

Female Responses 

1. At Work, During Work Hours was the most popular, with 33% indicating ‘most suitable’. 

2. On Own Time was next, with 29% indicating this as ‘most suitable’.  

3. Immediately After Work was third, with 18% indicating as ‘most suitable’.  

4. During Lunch Break was next, with 10% indicating as ‘most suitable’.  

5. On Weekend was least popular, with just 4% indicating this option as ‘most suitable’  

Male Responses 

1. At Work, During Work Hours was the most popular, with 42% indicating ‘most suitable’. 

2. On Own Time was next, with 28% indicating this as ‘most suitable’.  

3. Immediately After Work was third, with 13% indicating as ‘most suitable’.  

4. During Lunch Break was next, with 10% indicating as ‘most suitable’.  

5. On Weekend was least popular, with just 9% indicating this option as ‘most suitable’  



FACT - 85% of employees would attend a financial well-being 

seminar if made available through an employer 

While the level of positive response varied by age group, the only exception to this were those 

aged 65+. This should not be considered a surprise considering a higher proportion of this group 

would be preparing or in retirement. Only 50% of the age 65+ group indicated a place of work as 

their best option to attend a seminar.  

 

 

 

 

 

 

 



Content Delivery Channel Preferences 

Acquiring financial knowledge online via the web / social media is the preferred choice for members 

with 43.51% of responses as their first option. Next are Face-to-Face seminars, with 34.09% with 

Printed & Written content coming in third at 20.78%.‘Other’ was 1.62% and comprised of a few 

responders writing in ‘Email’.  

These findings are not a major surprise as it is well known that approximately 80% of the consumer 

’buying decision cycle’ is completed BEFORE they ever talk to a brand.  

What is important is the brands are in a position to offer engaging content to prospective members 

via the preferred options listed.  

The responses were as follows:  

 

 

 

 



Q. What is your preferred option for receiving personal 

finance tips?  

Overall Responses  

1. 44% Online (Web / Social Media) 

2. 34% Face-to-Face Seminars 

3. 21% Printed & Written Content 

A breakout by age group reveals the following 

U34 Responses 

1. 38% Online (Web / Social Media 

2. 30% Face-to-Face Seminars 

3. 26% Printed & Written Content 

35-50 Responses 

1. 49% Online (Web / Social Media 

2. 31% Face-to-Face Seminars 

3. 19% Printed & Written Content 

51-64 Responses 

1. 40% Face-to-Face Seminars 

2. 37% Online (Web / Social Media 

3. 22% Printed & Written Content 

65+ Responses 

1. 56% Face-to-Face Seminars 

2. 33% Online (Web / Social Media 

3. 11% Printed & Written Content 

Female Responses 

1. 39% Face-to-Face Seminars 

2. 35% Online (Web / Social Media 

3. 23% Printed & Written Content 

Male Responses 

1. 48% Face-to-Face Seminars 

2. 32% Online (Web / Social Media 

3. 19% Printed & Written Content 


