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Abstract 

Behavioral finance explores how psychological factors influence financial 

decision-making and market outcomes. This paper provides a comprehensive review of 

the field, examining how cognitive biases, emotional responses, and social factors affect 

investor behavior and market trends. The study highlights key concepts such as prospect 

theory, overconfidence, herd behavior, and framing effects. By integrating insights from 

psychology and finance, it offers a deeper understanding of anomalies in financial 

markets, including asset bubbles and market crashes. The implications for both 

individual investors and financial institutions are discussed, emphasizing the need for 

strategies that account for behavioral biases to improve investment outcomes and market 

stability. 

Keywords: Behavioral Finance, Investor Psychology, Cognitive Biases, Market Trends, 

Prospect Theory, Financial Anomalies 

Introduction 

Behavioral finance is a field that bridges the gap between traditional finance theory and 

psychological insights into human behavior. Unlike classical finance models, which assume 

rational decision-making and efficient markets, behavioral finance acknowledges that investor 

decisions are often influenced by cognitive biases and emotional factors. This approach provides 

a more nuanced understanding of market phenomena that cannot be explained by traditional 

theories alone. By exploring the psychological underpinnings of financial decision-making, 

behavioral finance offers valuable insights into why markets behave in ways that deviate from 

theoretical expectations. 

Introduction to Behavioral Finance 

Behavioral finance is an interdisciplinary field that combines insights from psychology and 

economics to explain why individuals and markets sometimes act irrationally, deviating from 

traditional financial theories. Unlike classical finance, which assumes that investors are fully 

rational and markets are efficient, behavioral finance recognizes that cognitive biases, emotions, 



Frontiers in Business and Finance 

Vol. 01 No. 01(2024) 

  
Page 77 

 
  

and social factors often influence decision-making processes (Shiller, 2003). These deviations 

can lead to market anomalies, such as bubbles or crashes that cannot be explained by efficient 

market hypotheses alone (Thaler, 1993). By understanding these psychological factors, 

behavioral finance seeks to provide a more realistic view of how individuals behave in financial 

markets. 

One of the key concepts in behavioral finance is the idea of cognitive biases, which are 

systematic errors in thinking that affect decisions. For instance, loss aversion, as described by 

Kahneman and Tversky (1979), suggests that individuals experience the pain of losses more 

intensely than the pleasure of equivalent gains. This bias can lead to irrational financial behavior, 

such as holding onto losing investments for too long or selling winning investments prematurely. 

Another important concept is overconfidence, where investors overestimate their ability to 

predict market movements, often resulting in excessive trading and risk-taking (Barber & Odean, 

2001). These biases highlight the limitations of traditional finance models in accounting for 

human behavior. 

Behavioral finance also explores how market sentiment, driven by group behavior, can affect 

asset prices. Herding behavior, where investors mimic the actions of others rather than relying on 

their own analysis, can amplify market trends, leading to mispricing and volatility (Bikhchandani 

& Sharma, 2000). For example, during speculative bubbles, investors may continue to buy assets 

simply because others are doing so, driving prices higher than justified by fundamentals. 

Understanding these collective behaviors helps explain why markets are not always efficient and 

can offer insights for both individual investors and policymakers seeking to mitigate the effects 

of market inefficiencies. 

Theoretical Foundations 

Rational Choice Theory posits that individuals make decisions by maximizing utility based on 

available information, reflecting a logical and consistent approach to choices (Simon, 1955). 

According to this theory, investors weigh the costs and benefits of their options, leading to 

optimal decision-making outcomes. In contrast, Behavioral Finance challenges this traditional 

view by emphasizing the psychological factors that influence financial decision-making. 

Researchers like Kahneman and Tversky (1979) have demonstrated that cognitive biases, such as 

overconfidence and loss aversion, can lead to systematic deviations from rational behavior. This 

divergence is particularly evident in financial markets, where investor sentiment and emotional 

responses can significantly impact stock prices and trading volumes. 
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Key Concepts in Behavioral Finance   

Behavioral Finance introduces several key concepts that illustrate how psychological biases 

affect financial decision-making. One prominent concept is "prospect theory," which suggests 

that individuals evaluate potential losses and gains differently, often weighing losses more 

heavily than equivalent gains (Kahneman & Tversky, 1979). This leads to risk-averse behavior 

when facing potential gains and risk-seeking behavior when confronting potential losses. 

Additionally, the "herding effect" describes how individuals tend to follow the actions of a larger 

group, often leading to market bubbles or crashes (Bikhchandani, Hirshleifer, & Welch, 1992). 

These concepts highlight that investors are not always rational actors, but rather are influenced 

by emotional and cognitive biases that can distort their financial decisions. 

Implications for Financial Markets   

The integration of behavioral finance into the understanding of financial markets has significant 

implications for both investors and policymakers. Recognizing the impact of psychological 

factors on investor behavior can lead to more effective investment strategies and better risk 

management practices (Barberis & Thaler, 2003). Moreover, understanding these biases can help 

regulators design policies that mitigate the adverse effects of irrational behavior, fostering more 

stable financial markets. By bridging the gap between traditional economic theories and 

psychological insights, behavioral finance provides a more comprehensive framework for 

analyzing market dynamics and investor behavior.  

Cognitive Biases in Investing 

Cognitive biases significantly impact investor behavior, leading to systematic deviations from 

rational decision-making. One prominent bias is overconfidence bias, where investors 

overestimate their knowledge and predictive abilities. This can result in excessive trading, as 

individuals may believe they can outperform the market based on limited information (Barber & 

Odean, 2001). Overconfidence can lead to underestimating risks and over-allocating resources to 

investments that may not be justified by objective analysis (Svenson, 1981). Research indicates 

that overconfident investors tend to generate lower returns compared to their more cautious 

counterparts, as they fail to consider the inherent uncertainties in the market (Glaser & Weber, 

2007). 

Another significant bias affecting investors is anchoring and adjustment, which occurs when 

individuals rely too heavily on initial information (the "anchor") and make insufficient 

adjustments based on subsequent data. For example, an investor may anchor their expectations 

on a stock’s past price, failing to adjust their valuation in light of new market conditions or 
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company performance (Tversky & Kahneman, 1974). This bias can lead to suboptimal 

investment decisions, as investors may hold onto underperforming assets based on their initial 

purchase price rather than reevaluating their worth (Epley & Gilovich, 2001). Consequently, 

anchoring can hinder an investor’s ability to make informed choices, often resulting in missed 

opportunities or continued losses. 

Confirmation bias is another cognitive bias that affects how investors process information. This 

bias leads individuals to seek out, interpret, and remember information that confirms their 

preexisting beliefs while ignoring contradictory evidence (Nickerson, 1998). In investing, this 

can manifest as an investor focusing on news or data that supports their investment choices, 

potentially leading to a distorted view of market conditions. Additionally, loss aversion, a 

concept derived from prospect theory, suggests that the pain of losses is felt more acutely than 

the pleasure of equivalent gains (Kahneman & Tversky, 1979). This aversion can result in 

irrational decision-making, such as holding onto losing investments for too long in the hope of 

recovering losses, while simultaneously selling winning investments too early to lock in gains. 

Together, these cognitive biases illustrate the complex interplay between psychology and 

investing, emphasizing the need for greater awareness among investors. 

Emotional Influences on Investment Decisions 

Investment decisions are significantly influenced by emotional factors, with fear and greed being 

the primary drivers. Fear often leads investors to sell off assets during market downturns, driven 

by the desire to avoid losses, a phenomenon known as loss aversion (Kahneman & Tversky, 

1979). Conversely, greed can prompt investors to take excessive risks during bullish markets, 

often leading to asset bubbles as they chase after potential gains (Shiller, 2000). This duality 

creates a volatile emotional landscape where investors react impulsively rather than adhering to 

rational decision-making frameworks. The interplay between fear and greed is crucial in 

understanding market dynamics and investor behavior (Lo & Mackinlay, 1999). 

Market sentiment, another emotional factor, encapsulates the overall attitude of investors toward 

a particular market or asset. Positive sentiment can drive prices higher as investors collectively 

exhibit confidence, leading to an upward trend in asset valuations (Baker & Wurgler, 2006). 

Conversely, negative sentiment can exacerbate market downturns as fear spreads, prompting 

investors to pull back from risky assets. Research has shown that sentiment can significantly 

impact market prices, often leading to deviations from fundamental values (De Long et al., 

1990). This phenomenon illustrates how collective emotions can create self-fulfilling prophecies 

in financial markets, influencing investment decisions and outcomes. 
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Emotional contagion further complicates investment decisions, as the emotions of one investor 

can spread to others, affecting their behavior. This psychological phenomenon can amplify 

market trends, both positive and negative, as investors react not only to their emotions but also to 

the emotions exhibited by others (Harrison & Sussman, 2004). For example, during a market 

rally, enthusiastic investor sentiment can spread, leading to more buying, while fear during a 

downturn can lead to widespread selling (Nofsinger, 2005). Understanding emotional contagion 

is vital for investors as it highlights the importance of social dynamics in financial decision-

making, emphasizing that emotions are not only individual but can also be collectively 

experienced, impacting overall market behavior. 

Prospect Theory 

Prospect Theory, developed by Daniel Kahneman and Amos Tversky in 1979, revolutionizes the 

understanding of decision-making under risk by highlighting how individuals perceive gains and 

losses. Central to this theory is the idea that people value gains and losses differently, leading to 

behaviors that deviate from traditional economic predictions based on utility theory. Specifically, 

the theory posits that losses are felt more acutely than equivalent gains, a phenomenon known as 

loss aversion (Kahneman & Tversky, 1979). This asymmetrical valuation results in a value 

function that is steeper for losses than for gains, suggesting that individuals are more motivated 

to avoid losses than to achieve gains. Consequently, Prospect Theory provides a framework for 

understanding how psychological factors influence economic behavior, particularly in uncertain 

situations. 

Applications in Financial Decision-Making 

In the realm of finance, Prospect Theory has profound implications for understanding investor 

behavior and market dynamics. For example, investors often exhibit reluctance to sell losing 

investments, a behavior termed the "disposition effect," where they hold onto losses in the hope 

of a rebound while realizing gains more quickly (Shefrin & Statman, 1985). This behavior can 

lead to suboptimal portfolio management and affect market efficiency. Furthermore, Prospect 

Theory explains why individuals may engage in risk-seeking behavior when facing potential 

losses—opting for high-risk investments that offer the chance of recouping losses rather than 

choosing safer, lower-return options (Barberis & Huang, 2001). Such insights are crucial for 

financial advisors and portfolio managers as they navigate the complexities of client decision-

making. 

In addition to individual investor behavior, Prospect Theory also influences corporate finance 

decisions, such as mergers and acquisitions. Companies may overvalue potential synergies and 

undervalue the risks associated with integration, leading to overly optimistic projections and 



Frontiers in Business and Finance 

Vol. 01 No. 01(2024) 

  
Page 81 

 
  

ultimately poor financial performance (Kahneman, 2011). Understanding these behavioral 

tendencies allows firms to make more informed decisions that account for psychological biases. 

Overall, the principles of Prospect Theory serve as a valuable tool in both personal and corporate 

financial decision-making, shedding light on the cognitive biases that shape our financial 

choices.  

Herd Behavior and Market Dynamics 

Herd behavior refers to the phenomenon where individuals in a group act collectively without 

centralized direction, often mimicking the actions of others rather than relying on their own 

analysis. This behavior is particularly prevalent in financial markets, where investors may buy or 

sell assets based on the actions of others rather than fundamental valuations. For instance, during 

the dot-com bubble of the late 1990s, many investors poured money into technology stocks 

simply because others were doing so, leading to inflated valuations and subsequent market 

corrections (Bikhchandani et al., 1992). Similarly, during the 2008 financial crisis, panic selling 

was driven by herd behavior as investors reacted to negative news, leading to drastic declines in 

stock prices (Hirshleifer & Teoh, 2003). 

Impact on Market Trends 

The impact of herd behavior on market trends can be profound, often exacerbating volatility and 

leading to price bubbles or crashes. When investors collectively follow trends, it can create 

momentum that drives asset prices away from their intrinsic values. This was evident in the 

housing market leading up to the 2008 crisis, where widespread belief in rising property values 

led to excessive risk-taking in mortgage lending (Shiller, 2000). Moreover, herd behavior can 

lead to overreactions to news events, causing significant price swings that do not necessarily 

reflect underlying economic fundamentals. Such dynamics can create feedback loops, where 

initial price movements attract more investors, further amplifying trends until a tipping point is 

reached (Scharfstein & Stein, 1990). 

Understanding herd behavior is crucial for both investors and policymakers, as it highlights the 

psychological factors that can drive market dynamics. Recognizing the potential for irrational 

group behavior can aid in developing strategies to mitigate excessive volatility and promote 

more stable market conditions. For instance, regulatory measures that encourage transparency 

and provide accurate information can help reduce the impact of herd behavior by enabling 

investors to make more informed decisions (Devenow & Welch, 1996). Ultimately, addressing 

herd behavior in financial markets is essential for fostering a more resilient economic 

environment. 
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Framing Effects: How Information Presentation Affects Decisions 

Framing effects refer to the cognitive bias where individuals’ decisions are influenced by how 

information is presented rather than the information itself. Research has shown that the same 

information can lead to different choices based on its framing, whether in terms of gains or 

losses. For example, Tversky and Kahneman (1981) demonstrated that participants were more 

likely to choose a treatment option framed as having a 70% success rate than one framed with a 

30% failure rate, despite both options presenting the same statistical information. This 

phenomenon highlights the importance of presentation in decision-making processes, suggesting 

that how information is framed can significantly impact individuals' perceptions and choices. 

Implications for Investment Strategies 

In the context of investment strategies, framing effects can have profound implications. Investors 

may react differently to the same financial data depending on its presentation. For instance, when 

performance reports emphasize potential gains, investors may become overly optimistic, leading 

to riskier investments. Conversely, if the same data emphasizes potential losses, investors may 

become overly cautious and miss profitable opportunities (Shefrin, 2000). This highlights the 

need for financial advisors and institutions to consider how they present information to clients, as 

effective framing can enhance decision quality and align investment strategies with clients’ risk 

preferences. 

Strategies to Mitigate Framing Effects 

To mitigate the influence of framing effects, investors and advisors should employ strategies that 

promote objective evaluation of information. One effective approach is to present data in 

multiple formats, including both gains and losses, to encourage a more balanced perspective 

(Ariely & Wallsten, 1995). Additionally, encouraging a deliberative decision-making process—

where investors take time to reflect on their choices and consider the implications of different 

frames—can help counteract impulsive reactions driven by biased presentations. By fostering 

awareness of framing effects and implementing these strategies, investors can make more 

informed and rational decisions, ultimately improving their investment outcomes. 

Behavioral Anomalies 

Behavioral anomalies in financial markets often manifest through phenomena such as asset 

bubbles, where asset prices significantly exceed their intrinsic value due to investor behavior 

driven by psychological factors. Such bubbles can be fueled by excessive optimism and herd 

behavior, leading investors to ignore fundamental analysis (Shiller, 2000). Historical examples, 

such as the dot-com bubble of the late 1990s, illustrate how rapid price increases can create a 
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disconnect between market valuations and underlying economic realities, ultimately resulting in 

severe corrections when the bubble bursts (Ritter, 2005). 

Market crashes are another critical behavioral anomaly that illustrates the irrational nature of 

investor sentiment. These crashes often occur when fear and panic override rational decision-

making, causing a rapid sell-off of assets and a steep decline in market prices (De Bondt & 

Thaler, 1985). The 2008 financial crisis serves as a poignant example, where the combination of 

over-leverage, irrational exuberance, and the subsequent panic led to one of the most significant 

market downturns in history (Kindleberger & Aliber, 2011). Behavioral finance theory posits 

that cognitive biases, such as loss aversion and framing effects, significantly contribute to the 

dynamics of market crashes (Kahneman & Tversky, 1979). 

Price momentum is another behavioral anomaly observed in financial markets, where assets that 

have performed well in the past continue to do so in the short term, while those that have 

performed poorly tend to underperform. This phenomenon can be attributed to investors' 

tendency to follow trends and the delayed reaction to new information, resulting in prolonged 

price movements (Jegadeesh & Titman, 1993). Research indicates that momentum strategies can 

yield abnormal returns, suggesting that behavioral biases impact trading behavior and market 

efficiency (Carhart, 1997). Understanding these anomalies is crucial for both investors and 

policymakers, as they highlight the limits of rational market theory and the need for behavioral 

considerations in financial decision-making.  

Behavioral Finance and Financial Markets 

Behavioral finance examines the psychological influences and biases that affect the financial 

behaviors of investors and market outcomes. Traditional finance theories assume that investors 

act rationally and markets are efficient; however, behavioral finance posits that cognitive biases, 

emotions, and social influences can lead to irrational decision-making, thereby impacting market 

efficiency (Kahneman & Tversky, 1979). For instance, concepts such as herd behavior and 

overconfidence can drive investors to make decisions that deviate from fundamental values, 

leading to mispricing of assets and creating inefficiencies in the market (Shiller, 2000). As a 

result, markets may not always reflect all available information, contradicting the Efficient 

Market Hypothesis (EMH) proposed by Fama (1970). 

The impact of behavioral finance on market efficiency becomes particularly pronounced during 

periods of financial crises. During such times, fear and panic can amplify cognitive biases, 

leading to heightened volatility and irrational trading behaviors. For example, during the 2008 

financial crisis, many investors exhibited herd behavior, selling off assets without considering 

their intrinsic value, which contributed to significant market downturns (Baker & Wurgler, 
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2007). Moreover, loss aversion—a key concept in behavioral finance—can lead to suboptimal 

investment strategies, as investors tend to hold losing stocks too long while selling winning 

stocks too quickly, further distorting market dynamics (Tversky & Kahneman, 1991). 

Understanding investor behavior during crises is essential for both financial professionals and 

policymakers. Insights from behavioral finance can help in developing strategies to mitigate the 

adverse effects of irrational behaviors. For instance, recognizing the psychological factors at play 

can guide interventions aimed at stabilizing markets and protecting investors from making 

impulsive decisions (Barberis & Thaler, 2003). By incorporating behavioral insights into 

financial models, practitioners can improve risk management and enhance decision-making 

processes, ultimately fostering more resilient financial markets in the face of uncertainty. 

Applications of Behavioral Finance 

Behavioral finance has significantly influenced investment strategy development by providing 

insights into how psychological factors affect investor behavior and market outcomes. 

Traditional finance assumes that investors are rational and always make decisions based on 

available information. However, behavioral finance recognizes that cognitive biases, such as 

overconfidence and loss aversion, can lead to suboptimal investment choices (Kahneman & 

Tversky, 1979). For instance, investors may hold on to losing stocks due to the fear of realizing 

losses, which can lead to a decline in their overall portfolio performance. By integrating 

behavioral insights, investment strategies can be tailored to mitigate these biases, allowing for 

more informed decision-making and improved long-term returns (Shefrin, 2001). 

In the realm of risk management, behavioral finance plays a crucial role in understanding how 

individuals perceive and respond to risk. Traditional risk assessment models often overlook the 

emotional and psychological aspects of risk-taking. Research has shown that investors tend to 

react differently to gains and losses, often exhibiting heightened sensitivity to losses compared to 

gains, a phenomenon known as loss aversion (Tversky & Kahneman, 1992). By acknowledging 

these behavioral tendencies, financial institutions can develop more effective risk management 

frameworks that account for human behavior, thereby reducing the likelihood of irrational 

financial decisions during periods of market volatility (Bailey et al., 2013). This holistic 

approach helps organizations align their risk strategies with actual investor behavior, leading to 

more resilient financial planning. 

The applications of behavioral finance extend to the design of financial products and 

communication strategies. By understanding behavioral biases, financial advisors can better 

tailor their advice to meet clients' needs and preferences, promoting better financial literacy and 

engagement (Baker & Nofsinger, 2002). For example, employing nudges—subtle prompts that 
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encourage better decision-making—can significantly enhance investor participation in retirement 

plans and savings programs (Thaler & Sunstein, 2008). As behavioral finance continues to 

evolve, its insights will remain pivotal in shaping effective investment strategies and robust risk 

management practices, ultimately fostering a more informed and rational investment 

environment. 

Behavioral Finance and Policy Implications 

Behavioral finance explores how psychological factors influence investors' decisions, often 

leading to market anomalies that deviate from traditional economic theories. One key regulatory 

consideration is the need for policymakers to account for cognitive biases such as 

overconfidence, herd behavior, and loss aversion that can exacerbate market volatility 

(Kahneman & Tversky, 1979). Regulators must design frameworks that mitigate the impact of 

these biases, ensuring that market participants are equipped with the information and tools 

necessary to make rational decisions. For instance, enhancing transparency in financial 

disclosures can help reduce information asymmetry and combat the tendency for investors to 

follow the crowd (Barberis & Thaler, 2003). 

Enhancing market stability is another critical area where behavioral finance can inform policy 

decisions. By understanding how behavioral biases affect trading patterns, regulators can 

implement measures to dampen excessive volatility. For example, circuit breakers—mechanisms 

that temporarily halt trading during significant market drops—can be seen as a response to the 

panic-driven selling behavior that often follows market downturns (Chakravarty & Sarkar, 

2003). Additionally, promoting financial literacy programs can empower investors to recognize 

their biases and make more informed choices, ultimately contributing to a more stable market 

environment (Lusardi & Mitchell, 2014). 

Integrating insights from behavioral finance into regulatory frameworks presents an opportunity 

to enhance market stability and protect investors. Policymakers should consider the 

psychological dimensions of trading behavior when developing regulations, focusing on 

transparency, education, and mechanisms to counteract irrational market dynamics. By doing so, 

they can foster a more resilient financial ecosystem that mitigates the risks associated with 

behavioral biases while promoting investor confidence (Shiller, 2000).  

Future Directions in Behavioral Finance 

The field of behavioral finance continues to evolve, driven by emerging trends that reflect 

changing market dynamics and investor behavior. Recent research highlights the increasing 

importance of technology and data analytics in understanding investor psychology. For instance, 
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the rise of algorithmic trading and robo-advisors has prompted scholars to examine how 

automated systems influence human decision-making, potentially amplifying cognitive biases 

(Graham & Harvey, 2020). Additionally, the growing prevalence of social media has 

transformed the way information is disseminated, impacting investor sentiment and behavior. 

Researchers are increasingly focusing on the effects of social networks on financial decisions, 

exploring phenomena such as herd behavior and the influence of online communities (Baker et 

al., 2021). 

Integration with Other Disciplines 

A significant future direction for behavioral finance involves its integration with other academic 

disciplines, particularly psychology, neuroscience, and sociology. By incorporating insights from 

psychology, researchers can develop a more nuanced understanding of the cognitive and 

emotional factors that drive financial decisions. For example, neurofinance explores how brain 

activity influences risk perception and investment choices, providing valuable insights into the 

neurological underpinnings of financial behavior (Lo & Repin, 2020). Furthermore, 

incorporating sociological perspectives can enhance the understanding of how social norms and 

cultural contexts shape investor behavior, leading to a more comprehensive framework that 

considers both individual and collective influences (Akerlof & Kranton, 2021). 

Implications for Practitioners 

As behavioral finance continues to expand, practitioners in finance and investment must adapt to 

these emerging trends and interdisciplinary insights. Financial advisors and portfolio managers 

can leverage behavioral insights to better understand client biases and improve communication 

strategies. By acknowledging the psychological factors that influence investment decisions, 

practitioners can design more effective financial products and services that cater to the 

behavioral tendencies of investors (Feng & Seasholes, 2005). Additionally, the integration of 

behavioral finance with technology can lead to the development of innovative tools that help 

investors make more informed decisions, ultimately contributing to more stable financial 

markets. 

Summary 

Behavioral finance provides a critical lens through which to examine financial markets, moving 

beyond the assumptions of rationality and efficiency. The field highlights how cognitive biases 

and emotional responses shape investor behavior, leading to market anomalies and deviations 

from expected norms. By exploring key concepts such as prospect theory, overconfidence, and 

herd behavior, this paper offers a comprehensive review of how psychological factors influence 
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financial decision-making and market trends. The implications for both individual and 

institutional investors are significant, suggesting the need for strategies that address behavioral 

biases to enhance investment performance and market stability. 
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