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Motivation

Mutual funds comprise a majority of household savings
• US: $22.5T in mutual funds (ICI 2024); 
• China: ~$4T in AUM across 10,000+ mutual funds.

Households struggle to make well-informed choices
• Many funds underperform (e.g., Fama & French 2010)
• Dispersion in fees even among identical index funds (e.g., Elton et al. 2004)
• Complexity & obfuscation drive poor decisions (e.g., deHaan et al. 2021)



Motivation

Decades of regulation aim to mitigate information frictions and 
improve investors’ decisions



Motivation

Usually, funds have limited communication with investors
• IPO prospectus, annual & quarterly reports, once/twice-a-year shareholder 

letters
• Fund advertisement (usually newspaper and magazines)

• Presented in short format and highlight past performance
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Motivation

Usually, funds have limited communication with investors
• IPO prospectus, annual & quarterly reports, once/twice-a-year shareholder 

letters
• Fund advertisement (usually newspaper and magazines)

• Minimal content other than past performance
• Usually have poor future performance (Jain & Wu 2000)



China Mutual Fund Livestreams

Started on fund sales platforms in 2020 Q2

Widely adopted to communicate with retail investors.
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Key Features
• Well-organized: Channels run by a fund family, with regular hosts and dedicated studios.
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China Mutual Fund Livestreams

14 funds in the 
shopping cart

Speakers’ name & 
job function

Livestream title



China Mutual Fund Livestreams

Viewers can 
purchase with 

one click.



China Mutual Fund Livestreams

Key Features
• Well-organized: Channels run by a fund family, with regular hosts and dedicated studios.
• Professional: Speakers must have asset management certificate. Fund managers and 

analysts attend frequently.
• Frequent: >27,000 livestreams held by 91% of fund families
• Long format: ~1 hour long
• Wide range of topics: market/sector performance, momentary policy, asset allocation 

strategy, global economy, technological trends, etc
• Interactive: Speakers answer questions submitted in advance or live
• Popular: Average ~47k viewers each
• Showcase select funds, with option to buy

Permitted as “investor education” (AMAC, 2021)



China Mutual Fund Livestreams



Question & Theory

RQ:  Are livestreams informative or persuasive to retail investors?

Information Hypothesis:
• Theory: livestreams are by high-type managers, can signal future out-performance

• Managers carry significant livestreaming cost: preparation efforts; risk of poor Q&A; 
implicit commitment to fund performance

• Separating equilibrium if costs are lower for high-type managers

• Investors can infer the manager’s skills from discussions
• If investors sell after poor performance, then only high-type managers will incur the 

cost of livestreaming
• Especially plausible given the effects of social media in equity markets

• Prediction: Livestreaming funds demonstrate superior subsequent return. 



Question & Theory

RQ:  Are livestreams informative or persuasive to retail investors?

Persuasion Hypothesis:
• Theory: livestreams are intended to persuade investors to purchase regardless of 

expected future performance
• Could be due to spurious differentiation or attention effects
• Consistent with findings for standard fund advertising (e.g., Jain & Wu 2000)

• Prediction: Livestreaming funds demonstrate inferior subsequent return. 



Preview of Findings

1) Livestreams follow bouts of strong performance
• Potentially consistent with both informativeness and persuasion

2) Livestreams drive fund flows
• Consistent with both hypotheses

3) Buying decisions worsen & livestream funds underperform
• Only consistent with persuasion
• Effects are stronger when managers attend and with more persuasive delivery (e.g., 

speakers are more attractive and sound more excited)



Sample

Livestream Collection 
• Livestreams from Tiantian Fund mobile app.
• 27,000 livestreams for active equity funds from 2020Q2-2024Q4.
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Determinants



Quarterly Flows

Generalized DiD

• Flowq+j = β1Livestreamq + βkControlsq-1 + Fund FE + YQ FE + ε

Quarterly flows:



Quarterly Flows

39% of within-FE 
SD of Fund Flow



Quarterly Flows

39% of within-FE SD of Fund
Flow

37% of within-FE SD of Fund
Flow



Class-Level Quarterly Flows

13% of within-FE SD of Class 
Flow



Intraday Flows (10-Min Intervals)

Hot Fund List

Update every 
10 minutes

Equity funds

Individual funds 
(Class C)Individual funds 

(Class C)

Livestream 
Shopping Cart



Intraday Flows (10-Min Intervals)

Sample (N=239,096): 
4,455 A & C classes of the same fund-day, with 
only one class in the shopping cart. 
27 intraday observations for each fund-class-
day

Identification: High-dimensional fixed effects 
capture post-livestream change in Hot status 
between livestreaming & non-livestreaming
classes of the same fund on the same day 

Sample period: 
December 2, 2024, through March 31, 2025, as 
the hot fund list is not available retroactively.



Intraday Flows (10-Min Intervals)

Unconditional probability of 
becoming Hot: 2%

55% increase in the 
probability of becoming Hot



Intraday Flows (10-Min Intervals)

999 placebo tests: same fund-
classes on randomly selected 
non-livestreaming dates.

Plot coefficients on 
Class in Cart Post

P-value (β1 Actual < β1 Placebo):
< 0.001



Purchase Decision: Effects on Returns Chasing

54% of the effect on 
Recent Return

49% of the effect on 
Recent Return



Monthly Returns of Livestream Funds

Univariates



Monthly Returns of Livestream Funds

Univariates

Better off holding cash or index funds 
than livestreaming funds



Monthly Returns

• Four returns measures, in percentages:
1. Net return: net-of-fee return
2. DGTW alpha: net return less matched portfolio
3. Carhart alpha:  net four-factor alpha
4. China alpha:  net three-factor alpha developed for China (Liu, 

Stambaugh, & Yuan, 2019, JFE)

• Generalized DiD regressions
• Returnm+j = α + β1Livestreamm + β2Controls + ε
• Tabulate β1 only



Monthly Returns

Livestreaming funds underperform non-livestreaming funds by 
0.674 ~ 1.179 percentage points in returns in subsequent five months 



Manager on Livestream

Theory:
1. More informative if managers have stronger reputation incentives
2. Could also exacerbate persuasion

Determinants: 
Managers are more likely to appear on livestreams following strong 
performance, when the fund is larger, when they graduated from a top 
university, and when they are early-career.



Manager on Livestream

Livestreams with managers discuss topics that require higher financial literacy 
and that are more relevant to specific funds



Manager on Livestream

flows increase by 47%
with manager presence



Manager on Livestream



Persuasive Features

• Persuasion is stronger when:
1. First half of shopping cart
2. Linguistic tone is more positive
3. Vocal sentiment is more positive
4. Voice has higher valence
5. Voice has higher arousal
6. Speaker is more attractive

Persuasion = sum of 6, scaled to (0,1)

• Binary variables are for above-median



Persuasive Features – Fund Flows

Flows are six times 
larger for the most 

persuasive livestreams 
compared to the least 

persuasive ones



Persuasive Features – Returns

21 out of 28 specifications 
show significantly worse 
returns for more 
persuasive livestreams



Conclusions

Fund livestreams are persuasive

Beneficial effects of firms’ social media in equity markets do not 
extend to financial products

Regulators should be wary of “Investor Education” from financial 
product sellers



Thank you!
Questions?
Thank you!
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Livestream-Level Speaker Persuasive Features

• Verbal Sentiment: 
• (# of positive sentences - # of negative sentences)/(1 + # of positive sentences + # of negative sentences). 
• Sample: All sentences transcribed using Python faster-whisper package.
• Model used: Chinese FinBERT model.

• Vocal Valence/Arousal : 
• Average valence/arousal score of sentences in a livestream.
• Sample: First sentence per minute.
• Package used: Python pyAudioAnalysis package (Hu & Ma, 2025 JF).

• Vocal Sentiment: 
• (# of happy sentences - # of sad sentences)/(1 + # of happy sentences + # of sad sentences). 
• Sample: First sentence per minute.
• Package used: Python speechemotionrecognition package (Hu & Ma, 2025 JF).

• Facial Attractiveness: 
• Average attractiveness score calculated from facial images in a livestream.
• Sample: facial image every five minutes.
• Model used: ResNeXt-50 model trained on the SCUT-FBP5500 dataset. 



Livestream-Level Speaker Persuasive Features


