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У статті досліджено вплив когнітивних упереджень на формування інвестиційних рішень та обґрунтовано доцільність їх аналізу не 
лише як окремих проявів поведінкової нераціональності, а як взаємопов’язаних механізмів прийняття фінансових рішень. Теоретичною 
основою дослідження є концепція обмеженої раціональності та теорія перспектив. Методологічну основу дослідження становлять 
систематизація та порівняльний аналіз теоретичних положень і результатів емпіричних досліджень у сфері поведінкових фінансів. 
Запропонований підхід дає змогу розглядати когнітивні упередження як складові єдиного механізму формування інвестиційного рішення 
та визначати точки їх взаємного посилення на різних етапах цього процесу. Систематизовано п’ять когнітивних упереджень, що 
істотно впливають на інвестиційну поведінку: неприйняття втрат, надмірну впевненість, упередження підтвердження, стадну 
поведінку та якоріння. На основі узагальнення теоретичних положень і результатів емпіричних досліджень запропоновано класифікацію 
когнітивних упереджень за домінуючим механізмом їх дії. Виокремлено упередження формування та захисту переконань, упередження 
залежності від точки відліку та упередження соціального висновування. Обґрунтовано кумулятивний характер взаємодії когнітивних 
викривлень. Зокрема, показано послідовний механізм, за якого надмірна впевненість сприяє формуванню стійкого інвестиційного 
переконання, упередження підтвердження підтримує його шляхом селективного сприйняття інформації, а неприйняття втрат 
підвищує психологічну вартість відмови від ухваленого рішення. Окремо розкрито взаємозв’язок якоріння та стадної поведінки й 
обґрунтовано необхідність розмежування соціального наслідування та синхронної реакції інвесторів на спільні референтні точки. 
Запропоновано диференційовані підходи до зменшення негативного впливу когнітивних упереджень для індивідуальних інвесторів, 
фінансових радників та інституцій. Доведено, що коригувальні заходи мають спрямовуватися не лише на окремі упередження, а на 
механізми та стадії формування інвестиційного рішення. 
Ключові слова: поведінкові фінанси, інвестиційні рішення, когнітивні упередження, неприйняття втрат, ефект диспозиції, надмірна 
впевненість, упередження підтвердження, стадна поведінка, якоріння, інвестиційна поведінка. 
 
The article examines the impact of cognitive biases on investment decision-making. It substantiates the need to analyze them not only as distinct 
manifestations of behavioral irrationality but also as interconnected mechanisms in financial decision-making. The theoretical framework of the 
study is based on bounded rationality and prospect theory. Five cognitive biases that significantly affect investment behavior are systematized as 
follows: loss aversion, overconfidence, confirmation bias, herding behavior, and anchoring. Based on a synthesis of theoretical propositions and 
empirical findings, a classification of cognitive biases according to their dominant mechanism of influence is proposed. Three groups are 
distinguished: belief-formation and belief-protection biases, reference-point-dependent biases, and social-inference biases. The cumulative nature 
of interactions among cognitive biases is substantiated. In particular, a sequential mechanism is identified in which overconfidence contributes to 
the formation of a persistent investment belief, confirmation bias reinforces it through selective information processing, and loss aversion 
increases the psychological cost of abandoning the initial decision. The relationship between anchoring and herding behavior is also examined, 
highlighting the need to distinguish social imitation from synchronized investor responses to common reference points. Differentiated approaches 
to mitigating the negative effects of cognitive biases are proposed for individual investors, financial advisers, and institutions. The findings 
demonstrate that corrective measures should target not only individual biases but also the underlying mechanisms and stages through which 
investment decisions are formed. 
Keywords: behavioral finance, investment decision-making, cognitive biases, loss aversion, disposition effect, overconfidence, confirmation bias, 
herding behavior, anchoring, investment behavior. 

Statement of the problem 

Traditional finance is based on the assumption that investors behave rationally, process information efficiently, and 
make decisions aimed at maximizing expected utility. This assumption underpins the efficient market hypothesis, according to 
which market prices reflect all available information, while opportunities to earn excess returns systematically are limited. 

However, the actual behavior of financial markets does not always conform to these assumptions. Speculative 
bubbles, excessive volatility, panic selling, and systematic errors made by individual investors indicate that investment 
decisions are shaped not only by objective economic indicators but also by psychological factors. Cognitive biases play a 
significant role in this process, influencing how information is perceived, how risks are assessed, how expectations are formed, 
and how investment strategies are selected. 

The scientific problem lies not only in identifying the effects of individual cognitive biases on investment behavior but 
also in determining the mechanisms through which these biases interact. Overconfidence, confirmation bias, loss aversion, 
anchoring, and herding behavior may arise sequentially or simultaneously, mutually reinforcing their influence on investment 
decisions. Nevertheless, these biases are predominantly examined as separate behavioral phenomena, thereby complicating 
the development of a comprehensive understanding of the mechanisms 
underlying systematic investment errors. 

The practical significance of addressing this problem lies in the 
need to develop more effective approaches to managing investment 
behavior. Identifying the mechanisms by which cognitive biases interact 
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may help improve financial advisory services, investment products, decision-support algorithms, and regulatory instruments 
to mitigate the adverse consequences of behavioral distortions. 

Analysis of Recent Research and Publications. The theoretical foundations of behavioral finance emerged from a 
reassessment of the assumption that economic agents are fully rational. H. Simon’s concept of bounded rationality laid the 
groundwork for considering the informational, cognitive, and computational constraints under which individuals actually make 
economic decisions [1]. The subsequent development of this field is associated with the research of A. Tversky and 
D. Kahneman, who demonstrated the systematic use of heuristics and the emergence of predictable cognitive biases under 
conditions of uncertainty [2]. The prospect theory developed by D. Kahneman and A. Tversky extended these propositions by 
substantiating the reference dependence of outcome evaluation, the asymmetric perception of gains and losses, and the 
nonlinear weighting of probabilities [3]. Collectively, these concepts provided the theoretical foundation for a shift from a 
normative interpretation of financial behavior to an analysis of the mechanisms underlying investment decision-making. 

Subsequent studies applied the principles of behavioral theory directly to financial markets. R. Shiller demonstrated 
that fluctuations in market prices cannot always be explained solely by changes in the fundamental characteristics of assets [4]. 
H. Shefrin and M. Statman substantiated the disposition effect, which manifests itself in investors’ tendency to realize profitable 
positions prematurely while holding loss-making assets for excessively long periods [5]. T. Odean’s subsequent analysis of 
brokerage accounts confirmed the persistence of this phenomenon in investors’ actual behavior [6]. 

B. Barber and T. Odean established a relationship between overconfidence, increased trading activity, and investment 
performance [7]. At the same time, R. Thaler demonstrated the importance of mental accounting in explaining deviations of 
financial decisions from the assumption that financial resources are fully fungible [8]. 

The further development of behavioral finance involved an in-depth examination of individual cognitive mechanisms 
and their market consequences. K. Daniel, D. Hirshleifer, and A. Subrahmanyam linked investors’ psychological characteristics 
to market underreaction and overreaction [9]. M. Grinblatt and B. Han, as well as A. Frazzini, further developed research into 
the relationship between reference prices, the disposition effect, and asset return patterns [10; 11]. N. Barberis and W. Xiong 
refined the theoretical mechanisms underlying the disposition effect and proposed the concept of realization utility to explain 
investor behavior when realizing gains and losses [12; 13]. At the same time, M. Kaustia demonstrated the limitations of 
interpreting the disposition effect exclusively through the conventional parameters of prospect theory [14]. 

A separate body of research has focused on biases in the formation and maintenance of beliefs, as well as on social 
influence. D. Moore and P. Healy systematized the manifestations of overconfidence by distinguishing among overestimation 
of one’s actual performance, overplacement of one’s performance relative to others, and excessive precision in subjective 
assessments [15]. R. Nickerson demonstrated the prevalence of confirmation bias, the tendency to seek and interpret 
information in accordance with pre-existing beliefs [16]. 

A. Banerjee formalized the mechanism of herding behavior, whereby the decisions of other market participants may 
become an independent informational signal and lead to sequential imitation [17]. The empirical significance of behavioral 
factors in investment decision-making was also confirmed by the study conducted by N. Waweru, E. Munyoki, and 
E. Uliana [18]. 

The digitalization of financial markets has not eliminated behavioral biases but has created new conditions for their 
manifestation. A study by B. Barber, X. Huang, T. Odean, and C. Schwarz, based on data from Robinhood users, demonstrated 
the importance of investor attention in shaping trading activity and subsequent return dynamics [19]. The bibliometric analysis 
conducted by J. Jain et al. confirms that the study of behavioral biases has evolved into an independent and diverse field of 
financial research, encompassing simultaneous advances in research on heuristics, overconfidence, herding, loss aversion, and 
other behavioral factors [20]. 

At the same time, an analysis of the relevant literature indicates that research into cognitive biases remains somewhat 
fragmented. Most biases are traditionally analyzed as relatively independent determinants of investment behavior: loss 
aversion through the disposition effect, overconfidence through trading intensity and investors’ subjective assessment of their 
own competence, confirmation bias through the selective processing of information, herding through the imitation of other 
market participants’ decisions, and anchoring through the dependence of assessments on an initial reference point. This 
approach has enabled an in-depth examination of individual manifestations of behavioral irrationality; however, it does not 
sufficiently account for their interaction within a unified investment decision-making process. 

The systematization of how different cognitive biases may reinforce one another sequentially or simultaneously, 
thereby forming persistent patterns of investor behavior, remains an unresolved issue. In particular, further investigation is 
required to determine whether overconfidence, confirmation bias, loss aversion, anchoring, and herding behavior should be 
regarded exclusively as separate phenomena or whether they should instead be classified according to the mechanisms 
through which they influence belief formation, the use of reference points, and the social interpretation of information. The 
absence of such an integrated systematization also complicates the development of differentiated measures to mitigate the 
adverse effects of cognitive biases. Therefore, an approach focused not only on identifying individual behavioral distortions 
but also on establishing the mechanisms of their interaction and the corresponding instruments to adjust investment behavior 
requires further development. 

The purpose of the research 

The article aims to examine the influence of cognitive biases on investment decision-making, systematize the principal 
behavioral distortions by their underlying mechanisms, and determine the nature of their interactions in financial decision-
making. Particular attention is devoted to loss aversion, overconfidence, confirmation bias, herding behavior, and anchoring, 
as well as to determining how these biases may reinforce one another sequentially or simultaneously. A separate objective of 
the study is to synthesize empirical findings on the influence of cognitive biases on investment behavior and to substantiate 
differentiated approaches to mitigating their adverse consequences for individual investors, financial advisers, and institutions. 

Presentation of the main research material 

The theoretical foundations for examining cognitive biases in investment decision-making are provided by bounded 
rationality and prospect theory. H. Simon’s concept of bounded rationality assumes that economic agents make decisions under 
conditions of incomplete information, limited time, and constrained cognitive capabilities; therefore, actual investor behavior 
does not always conform to the model of fully rational choice [1]. Under such conditions, simplified rules for evaluation and 
decision-making may be functionally necessary, while simultaneously creating the preconditions for systematic errors. 

A. Tversky and D. Kahneman demonstrated that, under conditions of uncertainty, individuals systematically use 
heuristics that simplify the assessment of complex situations but may lead to predictable cognitive biases [2]. In terms of 
investment behavior, this means that perceptions of risk, probability, and future returns depend not only on an asset's objective 
characteristics but also on how information is presented, investors’ prior experience, and their established expectations. 
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This approach was further developed in the prospect theory proposed by D. Kahneman and A. Tversky [3]. Unlike 
expected utility theory, prospect theory explains choice under risk by evaluating outcomes relative to a particular reference 
point. Gains and losses are perceived asymmetrically, while the subjective weighting of probabilities may differ from their 
objective values. Consequently, economically equivalent alternatives may elicit different decisions depending on how an 
investor interprets the potential outcomes. 

Combining the concept of bounded rationality with prospect theory allows us to regard cognitive biases not as random 
deviations from rational behavior but as systematic mechanisms that shape investment decisions. On this theoretical basis, it 
is appropriate to examine loss aversion and the disposition effect, overconfidence, confirmation bias, herding behavior, and 
anchoring successively, followed by the mechanisms through which they interact within a unified investment decision-making 
process. 

One of the key manifestations of behavioral irrationality in investment decisions is loss aversion. According to 
prospect theory, investors evaluate outcomes not so much in terms of absolute changes in wealth as relative to a particular 
reference point, with a negative outcome perceived as psychologically more significant than a positive outcome of comparable 
magnitude [3]. In investment decisions, the purchase price of an asset often serves as a reference point, creating the 
preconditions for different behavior towards profitable and loss-making positions. 

A practical manifestation of this mechanism is the disposition effect – the tendency of investors to realize assets that 
have increased in value relatively quickly while holding loss-making positions for longer periods. H. Shefrin and M. Statman 
were among the first to provide a systematic explanation of this phenomenon as the result of a combination of psychological 
loss aversion and the specific manner in which realized and unrealized outcomes are evaluated [5]. T. Odean’s subsequent 
study based on brokerage account data confirmed that investors do indeed exhibit an asymmetric propensity to realize gains 
and losses, thereby providing empirical evidence of the disposition effect at the level of actual trading decisions [6]. 

At the same time, the mechanism underlying the disposition effect cannot be reduced to simple loss aversion alone. 
N. Barberis and W. Xiong demonstrated that the standard application of prospect theory does not automatically generate 
behavior characteristic of the disposition effect under all conditions [12]. M. Kaustia developed a similar conclusion, 
emphasizing the limitations of explaining this phenomenon solely through the conventional parameters of prospect 
theory [14]. This indicates the need to consider not only the asymmetric perception of gains and losses but also how the 
reference point is formed and adjusted, as well as the psychological significance of realizing an investment outcome. 

This approach was further developed through the concept of realization utility, according to which an investor may 
derive psychological utility directly from realizing a gain or, conversely, postpone realizing a loss because of the negative 
perception associated with its final recognition [13]. Thus, the moment at which an asset is sold acquires an independent 
behavioral significance that cannot be fully explained solely by changes in the portfolio’s market value. 

The disposition effect is important not only at the level of the individual investor but also in explaining certain patterns 
of market dynamics. M. Grinblatt and B. Han linked investors’ reference prices and the disposition effect to the formation of 
market momentum [10], while A. Frazzini demonstrated a relationship among unrealized gains, investor behavior, and the 
underreaction of prices to new information [11]. Therefore, an individual tendency to treat profitable and loss-making 
positions asymmetrically may potentially develop into patterns observable at the market level. 

At the same time, the persistence of the disposition effect indicates that loss aversion should not be considered in 
isolation but rather in interaction with other cognitive biases. Loss aversion itself explains the psychological difficulty of 
realizing a loss. Still, it does not fully account for why an investor continues to believe that a loss-making position will recover. 
Addressing this question requires consideration of the mechanisms involved in the formation and protection of beliefs, 
particularly overconfidence and confirmation bias, which are examined below. 

Overconfidence is one of the most widespread cognitive biases in investment decision-making. It involves investors 
systematically overestimating their own knowledge, analytical capabilities, and forecasting accuracy. Consequently, subjective 
confidence in a decision's correctness may exceed the objective justification provided by the available information. 

D. Moore and P. Healy distinguish among three principal manifestations of overconfidence: overestimating one’s 
actual performance, overplacing oneself relative to others, and being excessively confident in the precision of one’s own 
judgments [15]. These manifestations are directly relevant to investment behavior because they may lead investors to 
overestimate the quality of their own analysis, underestimate uncertainty, and display an excessive willingness to assume risk. 

In financial markets, one of the most pronounced consequences of overconfidence is increased trading activity. 
B. Barber and T. Odean demonstrated that investors with a greater tendency towards overconfidence trade more frequently, 
although intensive trading does not necessarily produce better investment results [7]. Thus, an investor’s belief in their ability 
to identify undervalued or overvalued assets promptly may itself become a source of additional transaction costs and 
erroneous decisions. 

The significance of overconfidence is not limited to trading frequency. K. Daniel, D. Hirshleifer, and A. Subrahmanyam 
associate overconfidence with the distinctive ways in which investors respond to information and with the emergence of 
market underreaction and overreaction [9]. Investors may assign excessive weight to information they consider the result of 
their own analysis and insufficiently revise their prior beliefs when new external signals emerge. In this case, overconfidence 
influences not only the intensity of trading but also the mechanism through which investment expectations are formed. 

Of particular importance to the subsequent analysis is that overconfidence may represent the initial link in a more 
complex behavioral mechanism. If an investor is excessively confident in the accuracy of their initial valuation of an asset, this 
provides a psychological basis for maintaining the established position even after contradictory information emerges. Under 
such conditions, a relationship arises between overconfidence and confirmation bias: the former contributes to the formation 
of a persistent belief, while the latter may sustain that belief through the selective perception of subsequent information. 

Therefore, overconfidence should be regarded not only as an independent cognitive bias that increases trading 
activity and influences risk assessment, but also as a belief-formation mechanism that can amplify other behavioral biases. This 
aspect is crucial for explaining the persistence of investment decisions that are not revised even when new information 
becomes available. 

Confirmation bias manifests itself in an individual’s tendency to prefer information that is consistent with pre-existing 
beliefs and to give insufficient consideration to information that contradicts them. R. Nickerson regards this bias as a 
widespread cognitive mechanism that influences the search for, interpretation, and evaluation of information [16]. In 
investment decision-making, such selectivity can substantially alter the process of reconsidering previously adopted decisions. 

After establishing an investment position, an investor continuously receives new signals about market conditions, a 
company’s financial performance, and an asset's prospects. In the absence of cognitive biases, this information should facilitate 
the regular updating of assessments. However, when confirmation bias is present, positive signals supporting the initial 
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investment thesis may be assigned excessive weight, while negative evidence may be interpreted as temporary, insignificant, 
or unreliable. Consequently, beliefs are not updated impartially but are instead protected psychologically. 

This mechanism becomes particularly significant when it interacts with overconfidence. If overconfidence contributes 
to the formation of a belief in the correctness of one’s own analysis, confirmation bias reduces the probability that this belief 
will subsequently be revised. Thus, an error ceases to be a one-off occurrence: the initial overestimation of one’s own 
competence may be sustained through the selective processing of information throughout the entire period of asset ownership. 

This has an important practical consequence for investment decisions. An investor may continue to hold a position 
not because new fundamental data confirm its appropriateness but because the information search gradually becomes 
asymmetrical. In combination with loss aversion, this creates a particularly persistent behavioral chain: overconfidence forms 
the initial belief, confirmation bias protects it from revision, and loss aversion increases the psychological cost of finally 
acknowledging the error. 

Therefore, confirmation bias should be classified as a mechanism associated with the formation and protection of 
beliefs. Its influence lies not only in distorting the perception of individual information signals but also in sustaining previously 
established investment positions. This makes confirmation bias an important link between overconfidence and investor 
behavior under conditions of loss. 

Herding behavior manifests as investors’ tendency to follow the decisions of other market participants rather than 
conducting a fully independent analysis. It is particularly likely to arise under conditions of high uncertainty, information 
asymmetry, and limited confidence in one’s own assessments. In such situations, the behavior of other investors may be 
perceived as an additional informational signal that influences decisions to purchase, hold, or sell assets. 

A. Banerjee demonstrated that imitation may emerge even when individual participants behave rationally, provided 
that the decisions of preceding agents are used as a source of information [17]. This creates the preconditions for information 
cascades in which investors gradually abandon their own signals in favor of the observed behavior of other participants. 
Consequently, identical decisions may spread among a substantial number of investors even when fundamental information 
does not provide an unequivocal basis for such a choice. 

In financial markets, herding behavior may intensify unidirectional price movements. The widespread imitation of 
purchases may contribute to asset overvaluation, while the simultaneous imitation of sales may accelerate price declines and 
increase volatility. Empirical studies of the behavioral factors influencing investment decisions confirm that social signals and 
the behavior of other participants can significantly affect investors’ actual choices [18]. 

The digitalization of the financial environment has further increased the importance of the social component of 
investment behavior. The rapid dissemination of information, asset popularity rankings, social media, and digital trading 
platforms reduce the time required to observe other investors' behavior. A study by B. Barber, X. Huang, T. Odean, and 
C. Schwarz, based on data from Robinhood users, demonstrated that the concentration of investor attention on particular assets 
may contribute to the synchronization of trading activity and generate predictable short-term market effects [19]. 

At the same time, herding behavior should not automatically be equated with irrationality. Under certain conditions, 
imitation may constitute a means of using information that other participants are likely to possess. The problem arises when 
the social signal begins to outweigh an investor’s own analysis, regardless of the signal's informational quality. In such a case, 
group behavior may itself become a source of further imitation, thereby creating a self-reinforcing mechanism. 

For the subsequent analysis, it is essential to distinguish genuine herding behavior from situations in which many 
investors independently respond to the same reference point or market signal. Outwardly, both situations may manifest 
themselves as correlated trading, although their underlying cognitive mechanisms differ. This distinction is particularly 
important when analyzing the interaction between herding behavior and anchoring, since a shared reference price may create 
the appearance of social imitation even in the absence of direct influence from other market participants. 

Anchoring is a cognitive bias in which initial information or a particular starting value exerts a disproportionately 
strong influence on subsequent judgments and assessments. A. Tversky and D. Kahneman demonstrated that even a random 
or insufficiently relevant initial value may function as an ‘anchor’, from which subsequent adjustments remain insufficient [2]. 
In financial decisions, such an anchor may be the purchase price of an asset, its previous maximum price, an analyst’s forecast, 
or another salient reference value. 

For an investor, anchoring means that the current valuation of an asset may be based not only on new information 
about its fundamental characteristics but also on a reference point already embedded in the investor’s mind. For example, the 
purchase price may continue to shape the perception of an asset even after substantial changes in market conditions. 
Consequently, an investor may regard a lower price as a temporary deviation and expect a return to the previous level, even 
though current information no longer supports that assessment. 

The anchoring mechanism is directly related to the dependence of investment decisions on reference points. 
M. Grinblatt and B. Han demonstrated that investors’ reference prices may influence trading behavior and the formation of 
asset return patterns [10]. This provides grounds for considering anchoring not only as an individual valuation bias but also as 
a factor that can influence market behavior when it becomes widespread. 

It is also important to distinguish between individual anchoring and herding behavior. If a substantial number of 
investors independently use the same reference price, their decisions may become aligned even without directly imitating one 
another. Outwardly, this may resemble herding behavior; however, the underlying mechanism is different: the source of 
synchronization is a shared anchor rather than social influence. 

Anchoring should therefore be classified among biases associated with the dependence of decisions on reference 
points. Its effects may reinforce loss aversion because an established reference price increases the psychological significance 
of the deviation of an asset’s current value from the expected level. At the same time, shared anchors may produce correlated 
behavior among many investors, creating an important link between individual cognitive biases and collective market 
dynamics. The cognitive biases examined above have traditionally been analyzed as separate manifestations of deviations in 
investment behavior from the rational-choice model. In actual decision-making, however, they may arise not in isolation but 
sequentially or simultaneously, influencing different stages in the formation, justification, and maintenance of an investment 
position. Therefore, explaining persistent behavioral errors requires a shift from analyzing individual biases towards 
identifying the mechanisms through which they interact. 

The relationship among overconfidence, confirmation bias, and loss aversion provides the most illustrative example. 
Overconfidence may arise at the initial stage of decision-making when an investor overestimates the accuracy of their own 
knowledge and forecasts [15]. This results in increased subjective confidence in the correctness of the selected position. Once 
the position has been opened, confirmation bias contributes to the selective perception of subsequent information: signals that 
support the initial decision are assigned greater weight. At the same time, contradictory evidence may be underestimated or 
reinterpreted [16]. 
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If the asset's value subsequently declines, loss aversion becomes part of the established mechanism. According to 
prospect theory, a negative outcome is evaluated relative to a reference point and possesses heightened psychological 
significance [3]. Selling a loss-making asset entails not only the economic realization of a loss but also the final acknowledgment 
that the previous decision was erroneous. A sequential behavioral mechanism therefore emerges: overconfidence contributes 
to the formation of a belief, confirmation bias provides it with informational protection, and loss aversion increases the 
psychological cost of abandoning it. This interaction offers a more comprehensive explanation of the persistence of the 
disposition effect than an analysis of loss aversion in isolation. 

Another type of interaction arises between anchoring and loss aversion. The purchase price or another reference 
value may become embedded in the investor’s mind as a benchmark for evaluating the current outcome. The more strongly the 
decision is tied to such an anchor, the more clearly a current price deviation is perceived as a gain or loss. Research on the role 
of reference prices in shaping investor behavior confirms that reference points may influence not only individual evaluations 
of outcomes but also market-level patterns [10]. Anchoring may therefore reinforce loss aversion by stabilizing the point 
against which an investor evaluates a negative outcome. 

The interaction between anchoring and herding behavior requires careful differentiation. Outwardly, both 
mechanisms may produce correlated actions among large numbers of investors. However, the same direction of trading does 
not necessarily indicate social imitation. If market participants independently use the same reference price or respond to the 
same informational signal, their decisions may become synchronized without direct influence from others' behavior. By 
contrast, herding behavior implies that other participants' decisions become a source of information in their own right and 
influence the investor’s choice [17]. 

This distinction is important not only theoretically but also practically. If correlated trading results from a shared 
anchor, an effective corrective approach is to revise or diversify the reference points used. If social imitation is the cause, 
instruments are required to strengthen independent analysis and reduce excessive dependence on other participants' 
behavior. Empirical studies of the behavioral factors influencing investment decisions confirm the importance of considering 
individual cognitive and social factors simultaneously [18]. 

On this basis, cognitive biases should be systematized not only by their conventional names but also by the dominant 
mechanism by which they influence investment decisions. The first group comprises biases associated with the formation and 
protection of beliefs, particularly overconfidence and confirmation bias. Their effects determine how an initial investment 
assessment is formed and how readily it is revised when new information becomes available. 

The second group consists of biases associated with reference-point dependence—loss aversion and anchoring. They 
share the characteristic that the evaluation of an outcome depends not only on the investor’s actual financial position but also 
on the reference value against which the investor determines whether a gain or loss exists, or whether continuing to hold the 
asset is appropriate. 

The third group is associated with social inference and is represented by herding behavior. In this case, the source of 
the bias is not only the investor’s own assessment of information but also the use of other participants’ behavior as a decision-
making signal. When widespread, this mechanism may generate self-reinforcing processes in which group behavior becomes 
the cause of further imitation. 

The proposed classification enables a shift from a universal approach to mitigating cognitive biases to a differentiated 
one. Biases associated with belief formation require procedures for regularly reviewing the investment thesis and deliberately 
seeking information that contradicts it; reference-point-dependent biases require control over the use of reference prices and 
the application of predetermined rules for exiting a position; and herding behavior requires greater independence of analysis 
and the separation of fundamental signals from social imitation. 

Thus, the interaction of cognitive biases is cumulative: biases operating at different stages of an investment decision 
may sequentially reinforce one another and form persistent behavioral patterns. This means that correcting only one individual 
bias will not always be sufficient. Effective measures should address the mechanism through which the decision is formed as a 
whole – from the emergence of the initial belief to the processing of new information, the evaluation of outcomes, and the 
influence of the social environment. 

The theoretical propositions and empirical findings discussed above provide grounds for systematizing cognitive 
biases not only by their individual manifestations but primarily by the mechanisms that influence the formation of investment 
decisions. Based on this criterion, three principal groups should be distinguished: biases associated with the formation and 
protection of beliefs, biases associated with reference-point dependence, and biases associated with social inference. At the 
same time, individual cognitive biases may interact sequentially, thereby forming a cumulative behavioral mechanism. The 
proposed systematization is presented in Table 1. 

Table 1. Systematization of Cognitive Biases and the Mechanisms of Their Interaction 
Mechanism Biases Nature of interaction Consequence and corrective approach 

Belief formation and 
protection 

Overconfidence; 
confirmation bias 

Overconfidence forms a belief, while 
confirmation bias sustains it 

Persistence of an erroneous investment 
thesis; regular review and a search for 
disconfirming evidence are required 

Reference-point 
dependence 

Loss aversion; 
anchoring 

The anchor stabilizes the reference 
price, while loss aversion increases 

the cost of abandoning it. 

Holding loss-making positions; 
predetermined exit rules and alternative 

reference points are required. 

Social inference Herding behaviour 
The actions of others are used as an 

informational signal and may become 
self-reinforcing 

Synchronization of decisions; social 
signals must be distinguished from 

fundamental analysis 

Cumulative 
mechanism 

Overconfidence → 
confirmation bias 
→ loss aversion 

The biases operate sequentially at 
different stages of the decision-

making process 

Increased persistence of the disposition 
effect; comprehensive corrective 

measures are required 
Source: developed by the authors based on a systematization of research findings [2; 3; 7; 10; 15–19]. 
The systematization presented above demonstrates that the same outward manifestations of irrational investment 

behavior may arise from different cognitive mechanisms and therefore require different corrective approaches. Of particular 
importance is the cumulative interaction among overconfidence, confirmation bias, and loss aversion: the first contributes to 
the formation of an excessively persistent belief, the second prevents its revision in response to new information, and the third 
increases the psychological cost of acknowledging that the original decision was erroneous. Therefore, the effective mitigation 
of behavioral biases should target not only individual biases but also the corresponding mechanisms and the stage at which 
investment decisions are formed. 

The proposed systematization of cognitive biases by their underlying mechanisms enables differentiation of 
approaches to mitigating their adverse effects on investment decisions. Universal recommendations that focus solely on 
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improving financial literacy or raising general awareness of behavioral biases may not always be sufficient, since different 
biases arise at different stages of the decision-making process. Accordingly, corrective measures should directly target the 
mechanism through which the error is formed. For biases associated with the formation and protection of beliefs, including 
overconfidence and confirmation bias, the key objective is to establish procedures that require investors to test their own 
investment theses systematically. Such procedures may include defining in advance the conditions under which a position 
should be reviewed, recording arguments both for and against an investment, regularly comparing the initial forecast with 
actual outcomes, and deliberately searching for information that contradicts the original belief. This approach reduces the 
likelihood that a high level of subjective confidence will lead to prolonged disregard for new information. 

For reference-point-dependent biases – loss aversion and anchoring – it is appropriate to reduce the dependence of a 
decision on a single reference price. The purchase price of an asset should not automatically determine whether it is 
subsequently held or sold. A more robust approach involves regularly revaluing the asset based on current information and 
establishing rules for reviewing or closing the position in advance. The use of multiple valuation criteria reduces the risk that 
the initial price benchmark will become a persistent psychological anchor. 

For herding behavior, the principal corrective approach is to distinguish between fundamental information and social 
signals. The popularity of an asset, the intensity with which it is discussed, or the widespread adoption of a particular trading 
strategy do not in themselves confirm its economic validity. This is particularly important in the digital environment, where the 
concentration of attention among large numbers of investors on specific assets may rapidly lead to synchronized trading 
activity [19]. Investment decisions should therefore be supported by an independent rationale for purchasing or selling an asset. 

For financial advisers, the proposed approach entails assessing not only a client’s risk tolerance but also the decision-
making mechanisms the client uses. An investor prone to overconfidence primarily requires procedures for testing their own 
forecasts; an investor displaying pronounced reference-point dependence requires rules for revaluing positions; and an 
individual guided by the behavior of other market participants requires a clear separation of social signals from fundamental 
arguments. A behavioral profile may therefore be used to formulate more targeted recommendations. 

At the institutional level, a promising approach is to embed appropriate mechanisms directly into the investment 
decision-making process. These may include prompts to review the investment thesis, the presentation of alternative scenarios, 
the recording of initial expectations, warnings about an excessive concentration of trading in popular assets, and other 
elements of choice architecture. Such instruments should not replace the investor’s decision but should increase the likelihood 
that it will be consciously reconsidered before a transaction is executed. 

Therefore, approaches to mitigating the adverse effects of cognitive biases should not be based on the principle of 
‘one bias – one universal recommendation’ but should instead reflect the mechanism through which the behavioral distortion 
arises. This is particularly important in cases of cumulative interaction, where an erroneous decision is sustained by several 
cognitive mechanisms simultaneously. In such situations, the effectiveness of corrective measures depends on addressing the 
entire decision-formation chain rather than merely one of its individual manifestations. 

Conclusions and prospects for further research 

The study confirms that cognitive biases are a systemic factor in the formation of investment decisions and may 
influence both individual investors' behavior and the aggregate dynamics of financial markets. Loss aversion, overconfidence, 
confirmation bias, herding behavior, and anchoring affect different stages of the decision-making process – from forming an 
initial asset valuation to processing new information, determining a reference point, and maintaining or revising an investment 
position. It has been established that analyzing cognitive biases as isolated behavioral phenomena does not fully capture the 
mechanisms by which they influence financial decisions. It is proposed that they be systematized according to their dominant 
mechanism of action into three groups: biases associated with the formation and protection of beliefs, including overconfidence 
and confirmation bias; reference-point-dependent biases, represented by loss aversion and anchoring; and biases associated 
with social inference, including herding behavior. This classification makes it possible to move from describing individual 
manifestations of behavioral irrationality to explaining at which stage of an investment decision they arise and through which 
mechanism. 

The particular importance of the cumulative interaction among cognitive biases has been substantiated. Specifically, 
overconfidence may contribute to the formation of a persistent belief about an asset’s prospects, confirmation bias may sustain 
this belief through the selective perception of information, and loss aversion may increase the psychological cost of abandoning 
a decision already made. This sequential mechanism provides a more comprehensive explanation of the persistence of the 
disposition effect and the prolonged holding of loss-making positions. At the same time, the interaction between anchoring and 
herding behavior demonstrates the need to distinguish social imitation from investors’ synchronized responses to shared 
reference points. 

The practical significance of the findings lies in the possibility of differentiating measures to mitigate the adverse 
effects of cognitive biases. For biases associated with the formation and protection of beliefs, appropriate measures include 
procedures for regularly reviewing the investment thesis and searching for disconfirming information; for reference-point-
dependent biases, the use of multiple valuation criteria and predetermined rules for reviewing or closing a position; and for 
herding behavior, the separation of fundamental signals from social influence and the strengthening of independent analysis. 
This provides grounds for viewing the correction of behavioral biases not as a universal set of recommendations but as a system 
of measures targeted at a specific decision-formation mechanism. 

Prospects for further research primarily lie in empirically testing the proposed classification and the identified 
relationships among cognitive biases across different investor groups and under varying market conditions. The temporal 
stability of the identified behavioral chains, the influence of digital trading platforms and social information environments on 
their intensification, and the effectiveness of different behavioral correction instruments require separate investigation. 
Another promising direction is the quantitative assessment of whether comprehensive interventions targeting several 
cognitive mechanisms simultaneously produce better outcomes than measures focused on individual biases. 
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