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Abstract. Behavioral Finance becomes more important in connection with the
massive work of financial professions, when the accounting and financial work created
should ensure the uninterrupted functioning of finances in conditions of their permanent
orientation to changing human needs. In conditions where the algorithms created on
the basis of classical finances do not take into account the irrational moments of human
behavior, behavioral tools become a means to prevent crashes of new mechanisms for
finance functioning in a new digital economy.

The purpose of the article is to study the basic theories as well as the stages of
formation and development of behavioral finance as an important area of financial
research and to justify the need for its further evolution in modern conditions.

The article consistently reveals the economic essence and role of behavioral finance
and the principles of effective interaction of business entities in the context of behavioral
economics, which should be based on the principles of trust, information transparency,
coherence of interests, responsibility, compliance with ethical standards, financial
inclusion, and mutual benefit. The necessity of behavioral finance study as an independent
direction of modern financial research is considered. The basic theories and stages of the
formation and development of behavioral finance are highlighted.

24| ISSN 2707-3823 ECONOMICS AND BUSINESS MANAGEMENT Vol. 14, Ne1, 2023



The influence of behavioral biases on financial managers’ decision making

The article outlines the criteria for substantiating and choosing managerial decisions.
The features of the behavioral model and factors influencing the making of an irrational
decision by a business entity are revealed. The most common effects that provoke
irrational behavior of economic entities are highlighted.

Some aspects of behavioral finance’s influence on the decisions of enterprises’
financial managers are revealed with the definition of the role of incentive motives and
psychological factors in the choice of an individual’s financial behavior model and their
investment decision-making. The necessity of further research on individuals’ behavioral
strategies in modern financial research is grounded.

Keywords: behavioral finance, management, financial management, irrationality,

financial decisions, risk, business entities.

Introduction.

The need to improve the theoretical
and practical aspects of the financial
management system of a business enti-
ty is due to the existing contradictions
associated with the main purpose of
management, which requires stability
in making effective management deci-
sions.

Behavioral finance is currently one
of the new areas of research in the psy-
chology of business entities. It considers
an individual not as a rationally thinking
person but as a socialized organism that
makes decisions under the influence of
stereotypes that take place in society and
preconceived ideas or emotions [19].
Therefore, behavioral finance provides
an opportunity to consider modern eco-
nomic processes from the standpoint of
irrationality in the behavior of financial
managers, which is caused by external
and internal factors. External factors are
associated with management decisions
made by financial managers aimed at
increasing the value of the business but
which result in its reduction. Internal
factors are the losses of business enti-
ties caused by the mistakes of manag-
ers, due to limited cognitive resources
or excessive emotionality. In the con-
text of modern challenges, behavioral

finance is an important research tool in
decision-making by business entities.
After all, the adoption of irrational deci-
sions by business entities has a negative
impact on the development of enterpris-
es and companies, which requires the
study and understanding of the psychol-
ogy of management decision-making by
financial managers and the possibility to
avoid the most common mistakes.

Analysis of recent researches and
publications.

The essence of behavioral finance is
revealed directly through financial re-
lations between business entities, legal
entities and natural persons regarding
the attraction and investment of finan-
cial resources in accordance with the
needs of stakeholders.

The theory of behavioral finance
has become widespread in developed
countries. The main representatives of
this theory are G.F. Akerlof, G. Beck-
er and D. Kahneman, C. Loibl, J.J. Sti-
glitz, R. Thaler, T. Hira, R. Shiller, and
others. Supporters of classical financial
theory consider payable dividends and
corporate profits as ideal substitutes
and judge investors’ preferences, stock
prices, and expected returns as mutually
independent concepts. However, real in-
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vestment practice shows that investors’
preferences and their risk sentiment are
not always rational from the standpoint
of traditional theory, which should be
taken into account by financial manag-
ers when forming an effective dividend
policy for the company.

Studies by M. Baker and J. Wur-
gler show that there is a stable relation-
ship between the demand for stocks on
which dividends are paid and the num-
ber of companies that pay them [1]. J.
Stiglitz argued that the market is not
always able to provide the necessary
amount of information, so the state
should develop regulations that oblige
market participants to disclose certain
information [2].

Richard Thaler, the 2017 recipient
of the Nobel Memorial Prize in Eco-
nomics (Mental Accounting), with the
help of simple calculations proves that
humans are irrational beings, but they
can be “pushed” to make rational deci-
sions. Thus, thanks to well-calculated
psychological methods, government
institutions can force citizens to pay
taxes on time and comply with the law,
and companies can better understand
their customers, increase their sales,
and properly stimulate their employees
without affecting the individual’s free-
dom of choice [3].

D. Kahneman and A. Tversky
proved in practice that in conditions of
uncertainty, people are not able to con-
duct a comprehensive analysis of the
problem they face. Risk can be avoid-
ed, but at the same time, one can have a
tendency toward it. That is, under such
conditions, people behave irrationally
in their actions [4].

It is important to note that in 2002
and 2017, the Nobel Committee award-
ed economists who directly researched
behaviorism (D. Kahneman, V. Smith

and R. Thaler), and in other years the
Nobel Prize was awarded to scholars
whose studies were related to the postu-
lates of behaviorism.

In the Ukrainian economic scienc-
es, a significant contribution to the de-
velopment of behavioral finance the-
ory was made by O. Tereshchenko, T.
Kyzyma, V. Zymovets, S. Kuzmuk, O.
Ostrovska, A. Cherniavskyi, N. Yaky-
mova, and others.

In particular, the use of behavioral
finance in controlling, which involves
actions’ monitoring based on the “prin-
cipal —agent of conflict” concept, is suf-
ficiently disclosed in the publications of
O. Tereshchenko [5]. T. Kyzyma con-
siders general blocks regarding the role
of behavioral finance [6].

S. Orliv notes that in the modern
theory of managerial decision-mak-
ing, it is customary to distinguish two
main theories: normative (or rational)
theory, focused on the normative side
of decision-making, and behavioral (or
psychological) theory, which reveals
and describes how management entities
actually make and form decisions [12].

The publications of P. Nikiforov re-
veal the behavioral concept of finance.
He notes that under the influence of the
existentialism philosophy, the behavior-
al direction in the study of finance was
formed [7]. Publications of V. Krykun
consider behavioral economics in the
study of the Ukrainian banking system
[8]. Given this, it is important to study
the influence of behavioral biases on
financial decision-making by business
entities, which will allow them to assess
and predict their actions in this import-
ant process.

Purpose. The purpose of the article
is to substantiate the behavioral biases
inherent in the process of making finan-
cial decisions by business entities.
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Fig. 1. Research methods in behavioral finance*

*compiled by authors on [10]

Materials and methods
of research.

Analytical tools and technologies of
corporate finance form a new financial
model of enterprises’ management, and
the key vectors of their development in-
dicate systemic transformations at the
macro and micro levels of management
[9].

One of the most common ideas in
behavioral finance is the experimen-
tal concept of studying economic phe-
nomena. The basis of this concept is the
use of experiments as a research tool.
However, the fact that behaviorists use
a variety of methods makes their meth-
odology eclectic and distinguishes them
from scholars who support the experi-
mental concept (Fig. 1).

In addition to the methods shown
in Fig. 1. in the study of behavioral fi-
nance, the method of functional mag-
netic resonance therapy is also used,
which is carried out to measure hemo-
dynamic reactions (changes in blood
flow) caused by neural activity of the

brain or spinal cord and demonstrates
the response of the latter to various
kinds of stimuli (including visual ones).
That is, psychological phenomena have
a significant impact on financial activ-
ities because financial decision-making
is usually accompanied by risk and un-
certainty.

Results of the research
and their discussion.

The need to improve the theoretical
foundations of the financial manage-
ment system of business entities is due
to the existing contradictions arising
from the impossibility of adapting the
main goal of management, which re-
quires strengthening the effectiveness of
management decisions. One of the new
directions of modern financial science is
the study of behavioral finance theory.
Traditionally, behavioral finance studies
the relationship between financial deci-
sions and psychology at the macro level.
It helps to understand why individuals
buy or sell financial instruments, ignor-
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ing the results of fundamental analysis,
and behave irrationally in making finan-
cial and investment decisions.

Behavioral finance makes it possible
to understand the causes of the irrational
behavior of business entities through the
prism of a person’s limited cognitive abil-
ities (as a result of a number of behavioral
effects) and their affective states.

Transformations taking place in the
modern world cause qualitative chang-
es in understanding the dynamics of
economic processes, which are often
non-stationary and, as a result, poorly
controlled. In such conditions, neoclas-
sical economic theory, based on the pos-
tulate of economic agents’ rationality,
does not provide a correct explanation
of the processes taking place. This is
also true for corporate finance, most of
whose management models are based
on the assumption of investors’ rational
behavior on the market.

To adopt effective decisions, it is
necessary to clearly define the basic
system of decision-making models at
the enterprise. Management decision
is an instrument of influence on the
management object and its individual
subsystems, is an important link in the
formation and implementation of man-
agement relations in the organization,
and forms the basis for the implemen-
tation of each management function in
the enterprise.

Modern conditions of decision-mak-
ing are characterized by dynamism,
which means a quick reaction to chang-
es and the ability to adjust the relevant
management decisions, as well as a
significant increase in the volume and
complexity of information, growing
resource shortages and environmental
problems, increasing the probability of
losses due to incorrect management de-
cisions, etc.

In management theory, there are
three main models of managerial deci-
sion-making at the enterprise [11]:

— classical model;

— behavioral model;

— irrational model.

The classical model is based on the
rationality of managerial decision-mak-
ing: in this process, the management
entity has complete initial information,
understands all possible alternatives for
this action, and knows the consequenc-
es after the implementation of a certain
variant. Such decisions are formalized
and made under conditions of complete
certainty.

The classical model has certain char-
acteristics related to a decision-maker;
this person:

1) has a clear decision-making ob-
jective;

2) has complete information about
the decision-making situation;

3) has complete information about
all possible alternatives and the conse-
quences of their implementation;

4) has a rational system of ordering
preferences by the degree of their im-
portance;

5) has the goal to always make a
choice that maximizes the result of the
organization’s activities [13].

The classical model of making and
implementing a management decision
involves the following stages: prepa-
ration, adoption, and implementation
of the decision. When managing the
implementation of a management deci-
sion, it is advisable to adhere to the fol-
lowing principles that allow effectively
accomplish the tasks:

— the number of goals on which at-
tention is focused should be limited;

— availability of inter-objective
links;

— the basis for the decisions’ imple-
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mentation should be the chosen strategy
and the corresponding organizational
structure;

— availability of horizontal and ver-
tical coherence;

— compliance of management deci-
sions with the existing organizational
structure of enterprise management;

— development of criteria by which
the results are analyzed,;

— the possibility of teamwork.

The behavioral model assumes lim-
ited rationality or satisfaction. When
adopting decisions, the management en-
tity does not have complete initial infor-
mation for this action and cannot predict
the consequences of each alternative.
That is, this process is characterized by
complete or partial uncertainty.

The behavioral model has cer-
tain characteristics related to a deci-
sion-maker; this person:

1) does not have complete informa-
tion about the decision-making situa-
tion;

2) does not have complete informa-
tion about all possible alternatives;

3) is unable or unwilling (or both) to
predict the consequences of each possi-
ble alternative.

H. Simon explained making (or
choosing) a decision as a process by
which at any given time only one of
many available alternatives is chosen
for implementation [14].

Criticizing the approach of “compre-
hensive rationality”, H. Simon offered
the method of “limited rationality”,
which takes into account the incom-
pleteness of the resources available in
the decision-making process and em-
phasizes the expediency of choosing
an acceptable alternative, rather than
the best one. He considered rationali-
ty a choice of desirable alternatives of
behavior arising from a certain system

of values, with the help of which it is
possible to assess the consequences of
actions [15].

Supporters of the behavioral con-
cept also drew attention to the fact that
the decision-maker’s brain can be filled
with a significant amount of informa-
tion. However, it can only process a
limited quantity of it with a small num-
ber of alternatives. This is true even if
the decision-maker wants to be rational,
because there are numerous constraints
on their rationality. Decisions are made
when much less is known than can be
known in principle.

The irrational model involves deci-
sion-making without exploring alterna-
tives, the process is under conditions of
complete or partial uncertainty.

The irrational model is mainly used:

1) to find fundamentally new, un-
conventional solutions in difficult situ-
ations;

2) to solve problems under time
pressure;

3) when a financial manager or a
group of managers have enough power
to “impose” their decision.

The irrational model also includes
sociological and psychological ap-
proaches based on the influence of hu-
man consciousness and relationships on
the decision-making process. Sociolo-
gists study the decision-making process
as a group interaction. Within the frame-
work of the sociological approach, there
are three main groups of theories that
describe managerial decision-making:
political interaction, collective learning,
and corporate culture [12, p. 449].

The discovery of behavior stereo-
types that have never been noticed by
supporters of rational decisions belongs
to the conclusions of the “Prospect
Theory” [16], which, in our opinion,
is the key theory of behavioral finance.
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According to this work, scholars D.
Kahneman and A. Tversky proved that
under conditions of uncertainty it is im-
possible to think rationally, because in
such circumstances a person sees only a
part of the whole (i.e., the assessment of
the probability of an event is invariably
wrong). The authors also showed that a
person is not able to conduct a compre-
hensive analysis of the problem encoun-
tered. That is, risk can be avoided, but at
the same time, one can have a predispo-
sition to it. In other words, under such
conditions of uncertainty, a person will
behave irrationally.

Another conclusion that can be
drawn from the “Prospect Theory”
scientific work is that people are more
willing to take more risk to avoid losses
than to get an additional profit for more
risk. This, by the way, can explain the
position of investors not to sell stocks
that are falling in price but to sell those
that are growing in price.

The behavioral phenomena that ac-
company decision-making by business
entities include [17]:

— overestimation of probable losses
and benefits — a widespread practice of
buying lottery tickets or insurance poli-
cies, the average cost of which exceeds
the income;

— disposition effect — the tendency to
hold stocks that are falling in price and
sell those whose price is rising;

— asymmetric price elasticity — the
elasticity of a price increase is higher
than its decrease by the same amount;

— rejection of bad news — ignoring
news about the expectation of adverse
changes and a permanent level of con-
sumption.

The prospect theory divides a deci-
sion-making process into two stages: ed-
iting and evaluation. In the first one, risky
situations are simplified when different

choice heuristics are used. In the second
one, risky alternatives are evaluated using
various psychological principles.

Also, the “theory of risk and deci-
sion-making” (Allais paradox), which
became the starting point for the analy-
sis of uncertainty, the criterion of ratio-
nality in modern neoclassical economic
theory, was recognized. Its author, M.
Allais, the 1988 Nobel Memorial Prize
in Economic Sciences winner, discov-
ered a phenomenon during his research
on decision-making processes that re-
flects the impossibility of applying the
theory of maximizing expected utility
under risk and uncertainty. The paradox
demonstrates that an economic agent
considers it rational to choose the be-
havior of achieving absolute reliability
rather than the behavior of maximizing
expected utility [18]. Actually, the Al-
lais paradox, in our opinion, calls into
question the rationality of the individual
and the possibility of developing a ratio-
nal economic theory.

It should be noted that the works of
most scholars were largely focused on
the problems of the theory of choice un-
der conditions of risk and uncertainty,
identifying the factors and mechanisms
by which individuals process, evaluate
the information they possess, forming
on its basis qualitative and quantitative
judgments, opinions and, ultimately,
make their choice among the numerous
available alternatives, which further
allows to determine the strategic direc-
tions of formation and implementation
of financial behavior. Moreover, almost
each of the mentioned scholars substan-
tiated in the works their own point of
view on the process and procedure of
decision-making by business entities,
which largely contradicted the generally
accepted scholarly views and provisions
at that time.
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1. The theories of behavioral finance and their brief characteristics*

Theories of
behavioral finance

Brief characteristics

Prospect
theory

It was formulated by many researchers as a critique of expected utility theory
and the theory of rational expectations. The theory is descriptive, but it is

based on the results of hundreds of experiments in which participants were
asked to choose an alternative under conditions of uncertainty and risk. A
significant number of striking experiments by D. Kahneman and A. Tversky has
demonstrated that individuals are rather inefficient processors of information
flows, as they make quick and incoherent decisions rather than those based on
careful logic.

Theory
of investor behavior

The essence of the theory lies in the insufficiently fast reaction of investors to
new information (both positive and negative) provided by the market regarding
issuing companies. American economist A. Shleifer explained this pattern by
conservatism of thinking and misuse of probability theory models in practice.
The effect of conservatism is manifested in an insufficient reaction to negative
information, which is often observed in situations where the information does
not correspond to one’s own ideas about the issuing company. Delayed or
limited reactions lead to losses. Incorrect work with probability theory models
is also a consequence of inadequate perception of information. Based on a
series of positive indicators, the investor assumes that the trend will continue
in the future, which leads to an overestimation of financial instruments and a
decrease in the income of their owner.

Theory
of risks and decision
making

According to the theory, an enterprise operating under uncertainty should be
guided in its activities by two categories: the size of its expected profit and the
extent of its possible deviations. The entrepreneur’s behavior, according to this
theory, is determined by the concept of maximum benefit. This means that if it
is necessary, for example, to choose one of two options for investment that give
the same profit, then the variant where the fluctuation of profit is less is chosen.

Theory
of noise trading

This theory is a result of the constant presence on the market of unverified data,
rumors, and advice from so-called “experts” referred to as “noise traders.” In
these conditions, operations are often carried out not on the basis of timely and
reliable information but on the basis of “noise.” As a result, rational market
participants (“information traders”) compete on the market with irrational
participants (“noise traders”) and earn additional income from them. However,
these profits would not exist if transactions were made solely on the basis of
reliable information.

Theory
of trader’s operations
efficiency

Studies conducted in the US and Canadian markets have established a
correlation between the psychological qualities of a trader and the success of
their professional activity. Based on this, conclusions were drawn about the
need for a potential market participant to have the following character traits:
no tendency to conquer the market and start controlling it; ability to feel

the individual barrier of acceptable risk and the limit of capital that can be
risked; understanding of the selectivity of perception and memory; ability to
recognize the state of stress and develop protective mechanisms against rash
actions; ability to abstract from their own emotions and concerns; ability to
take into account the impact of negative attitudes, preferences, and behavior;
no psychological dependence on trading. Such characteristics generate “trader
optimism,” which is a necessary and sufficient condition for successful activity
on the stock market. However, trader optimism develops only as the number of
successful transactions increases during the course of financial and investment
activity.

*compiled and expanded by the authors [9]

The theories of behavioral finance
and their brief characteristics are given

in Table 1.

In contrast to the features of rational
behavior on which classical financial
theories are based, behavioral finance
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represents the following characteristics
of irrational behavior inherent in mod-
ern stock market participants [9]:

1. According to the theory of effi-
cient markets, investors do not follow
passive strategies. They are very ac-
tive in selling and buying stocks, often
using inaccurate or outdated informa-
tion, following the advice of so-called
“experts,” using a variety of models to
predict future market prices, and insuf-
ficiently diversifying their market port-
folios.

2. Investors do not evaluate risky
activities according to the principle of
expected utility maximization. They
biasedly assess the likely characteris-
tics of expected outcomes due to loss
aversion and overestimation of desired
outcomes. Moreover, the final outcome
is considered not in terms of the final
welfare level but in terms of gains and
losses compared to some threshold val-
ue that varies depending on the specific
situation.

3. Investors forecast future uncertain
values (for example, the income flow
generated by a certain stock), devel-
op statistical and probabilistic models
based on information relating to a short-
term previous period, which can in no
way serve as a basis for applying the
tools of probability theory and mathe-
matical statistics.

4. Investors can make different in-
vestment decisions depending on the
form of the problem statement (“form-
ing effect”). The most common example
is the choice between stocks and bonds
as a long-term investment. If, assessing
the profitability of bonds, the investor
compares them with long-term stocks,
they make a decision in favor of the lat-
ter, based on the results obtained over a
significant period of time. If the object
of an alternative investment option is a

short-term investment in shares, then, as
a rule, bonds seem to be the most pref-
erable.

5. Due to their inherent conservatism
and using the heuristic rule of represen-
tativeness, investors show either an in-
sufficient or excessive reaction, which
affects the formation of prices for finan-
cial assets and, as a result, the amount of
income received by investors.

Irrational behavior is especially evi-
dent in situations of uncertainty and risk,
in which all entrepreneurial, investment,
and financial activities take place. Very
important is the fact that absolutely ev-
eryone is exposed to the influence of the
identified subjective factors, regardless
of professional training, field of activi-
ty, and work experience. In difficult life
situations associated with uncertainty
and risk, people behave the same way,
making the same mistakes. Taking into
account the identified factors of behav-
ioral finance will significantly increase
the efficiency of financial strategy and
tactics among market participants.

Regularities that are characteristic of
the capital market participant behavior
can be largely used to study the financial
relations of economic entities. Among
the most common effects that provoke
irrational behavior of economic entities
are the following:

— “the effect of conservatism,” the
essence of which is manifested in a
person’s too slow change of own be-
liefs under the influence of new infor-
mation. This means that when a person
has a certain pre-formed opinion about
a particular object, new information that
contradicts the established ideas is ini-
tially greatly underestimated or ignored
altogether. Therefore, it takes at least
2-5 new pieces of evidence (depending
on the situation) of the same nature to
change this opinion;
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— “loss aversion” is a behavior that
indicates that the negative emotions of
a person, such as regret for the loss of
a certain income, are much greater than
the positive emotions associated with
the feeling of satisfaction from winning.
In practice, this means that when mak-
ing decisions, the results of which are
uncertain, investors (especially conser-
vative ones) tend to choose options for
the development of events so that the
chance of avoiding possible losses is
the highest;

— “the competence effect,” which
proves that investors tend to take more
risks in areas where they believe they are
more competent, regardless of whether
their knowledge and professionalism
can somehow influence the probability
of a particular outcome;

— “trap effect” is a situation when
an investor, having invested money and
spent some effort and time in a project,
decides to continue to do so for the sake
of the initial investment, although the
prospects have significantly deterio-
rated. Trying to keep assets that do not
bring profit in their portfolios for too
long and selling potentially profitable
assets too quickly is also typical for in-
vestors, especially beginners.

That is, understanding the psychol-
ogy of financial decision-making and
having the ability to avoid the most
common mistakes associated with this
process are important tasks for financial
managers of business entities.

However, most issues of behavioral
finance are overlooked, and studies of
this theory at the level of business en-
tities are fragmentary. Without a doubt,
the foundation of management is ob-
jective development procedures and
methods to determine their content,
which must be coordinated by activi-
ties of management staff. Several ba-

sic approaches to defining the essence
of management can be traced. In par-
ticular, this process is considered the
highest type of information interaction
with a certain system of principles and
methods. The various interpretations of
this concept that have been studied are
inextricably linked to financial aspects.

The review of literature sources has
shown that the most common formula-
tion of the “financial management” es-
sence is defined as:

— a system of rational management
of the processes of financing the eco-
nomic activity of the enterprise;

— a system of effective management
of financial resources;

— a process of managing the forma-
tion, distribution, and use of financial
resources of an economic entity and op-
timization of its cash turnover;

— a system of principles and methods
for developing and implementing man-
agement decisions related to the forma-
tion, distribution, and use of financial
resources of an enterprise as well as or-
ganization of its cash turnover [21].

As it can be seen, in the majority of
cases, the essence of the concepts is de-
fined only as a system of management
of processes and resources of the enter-
prise, which significantly narrows the
scope of these definitions.

Based on the above, we can say that
the approach to financial management
of enterprises is narrowed to a system
of principles and methods for the de-
velopment and implementation of man-
agement decisions, while the question
of by whom and on what basis such
decisions are made is almost never dis-
closed. That is, most authors study the
rational decision-making process; they
do not consider the possibility that man-
agement, under the influence of various
factors, can make irrational decisions,
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the impact of which on the results of the
enterprise may be unpredictable. There-
fore, when studying the essence of fi-
nancial management, it is necessary to
use the principles of behavioral finance,
since the application of this method to
traditional management approaches
will provide more complete informa-
tion about the peculiarities of human
behavior, complement economic theory,
adequately reveal the process of mak-
ing management decisions, and thereby
deepen the understanding of behavioral
strategies in the operational manage-
ment of business entities.

Conclusions.

During the entire period of its devel-
opment, the theory of decision-making
and the concept of rationality, which
underlies the economic choice of the
agent, have undergone significant trans-
formations due to the development of
scientific economic thought, social and
psychological sciences, and changes in
the place and role of a person in the so-
cio-economic space. Classical economic
theory is based on the assumption that
individuals (homo economicus) act ratio-
nally in their own interests. Despite the
significant shortcomings of the rational
economic agent model, some scholars
still defend its correctness, while others
argue that the standard model is easier to
formalize and more relevant in practice.
Empirical and experimental evidence
refute the reliability of such a factor as
unlimited rationality. The flaws of the
standard approach arise from the fact
that it does not take into account the sys-
tematic psychological biases that affect
all human judgments and decisions. Be-
havioral models include more adequate
characteristics of economic agents [15]:

— limited computational capabilities

(the desire to satisfy, not maximize val-
ue);

— strong influence of social networks
and dominant social norms;

— interaction and charity;

— lack of self-control;

— devaluation of future benefits in fa-
vor of those that can be obtained now;

— rejection of losses and risk;

— dependence of behavior on circum-
stances.

Scholars have proven that psycholog-
ical ideas can be formalized and turned
into reasonable predictions. In deci-
sion-making, it is necessary to determine
how the agent’s behavior differs from the
standard model and to show the impor-
tance of such behavior in the economic
context. Human behavior and creative
thinking (the ability to make informal,
unconventional decisions and actions)
are the primary driving forces behind
effective socioeconomic development in
modern times.
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Abstract. AHomaujis. MosediHKosi giHaHcu Habysarome binbwoi eaxcausocmi y 38'A3Ky
3 macosoto pobomu3sayii ¢iHaHcosux npogpecili, konu cmeopeHi anzopummu 06sikosoi ma
iHaHcosoi pobomu nosuHHi 3abesneyumu 6e3nepebiliHe GYHKYUIOHYB8AHHA GhiHaHCi8 6
ymoesax ix nocmiliHoi cnpamosaHocmi 00 MiHAUBUM AOOCbKUM mompebam. Memoto cmammi
€ 00C/i0HEeHHA 0CHOBHUX meopili, @ MAKoX emanie CMaHoB/AEeHHA | PO38UMKY M08E0IHKOBUX
hiHaHCI8 AK 8aX/UB020 HAMPAMY (hiIHAHCOBOI HAYKU ma 0b6rpyHMys8aHHA HeobxiOHocmi ix
100a1bWo020 PO3BUMKY 8 CYYACHUX YMOBAX.

Y cmammi nocnido8HO po3KpUBAOMbCA EKOHOMIYHA CymHicmb i ponb bixegiopucmuyHUX
hiHaHcis, 3acadu epekmusHoi 83aemodii cyb’ekmis 20cnodapro8aHHA 8 ymosax noeediHKosoi
EeKOHOMIKU, AKa Mmae 6a3ysamuca Ha npuHyunax 0oeipu, iHgopmayiliHoi 8idkpumocmi,
y3200#eHocmi iHmepecis, 8i0nogidanbHOCMi, OOMPUMAHHA emuUYHUX HOPM, hiHaHco8oTl
iHK03iT Ma 83aemMHOT 8U200U. Po32715IHYMO HeobxiOHicmb 00cni0HeHHA No8ediHKO8UX (hiHAHCI8
AK camocmiliHo20 HAnNPAMKY Cy4acHoi piHaHCOB80I HayKu. BuceimseHo OCHOBHI meopii ma
emanu CMaHoeseHHA i Po38UMKY M08e0iHKOBUX (hiHAHCI8.

Y npoueci HanucaHHA uiei cmammi okpecneHo Kpumepii obepyHmyeaHHA ma eubopy
ynpaseniHCbKUx piweHs. Po3kpumo ocobausocmi noeediHKosoi Modesni, hakmopu enausy Ha
npuliHamms cy6’eKmom 20crno0apro8aHHA ipPAYiOHANbHO20 piweHHA. BudineHo Halibinbw
nowupeHi echekmu, AKi MPOBOKYOMb ippayioHanbHy nosediHKy cyb’ekmie 20crno0aprO8aHHS.

BusieneHo oKpemi acriekmu 8naugy rnoseodiHKosUX (hiHAHCI8 HA piweHHA iHaHcosuX
meHeoxncepie MNidNPUEMCMBAMU 3 BU3HAYEHHAM PO CMIOHYKAAbHUX MOMUBI8 | MCuxonoaiyHux
akmopie nio yac subopy iHOusidamu modesni iHaHcos8oi nosediHku ma npuliHAMMI HUMU
iHeecmuyitiHux piuweHs. O6rpyHmMoeaHo HeobxioHicme N00as16W020 00CAIOHEHHA M0BEOIHKOBUX
cmpameeili iHousidie y cy4acHil hiHaHcosil Hayyi.

Kntouoei cnoea: bGixegiopucmuyHi ¢hiHaHcu, ynpaeniHHA, iHaHcosuli meHedXmeHm,
ibpayioHanbHicme, hiHaHcosi piweHHs, pusukK, cyb’ekmu 20cnodapto8aHHA
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