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Abstract

This paper explores how behavioural finance offers a more accurate explanation of financial decision-
making than traditional models, with particular attention to the experiences of today’s youth. Classical
finance assumes rational, utility-maximising investors and informationally efficient markets, yet persistent
anomalies, such as excess volatility, momentum, bubbles, and the disposition effect, demonstrate that real
behaviour often departs from these assumptions. Behavioural finance addresses these gaps by
incorporating bounded rationality, heuristics, emotions, and social influences that shape individual choices
and market outcomes. Contemporary research highlights two central mechanisms: psychology-driven
biases such as overconfidence, loss aversion, anchoring, and representativeness; and limits to arbitrage,
which restrict the ability of rational traders to immediately correct mispricing. Together, these factors
explain why sentiment, attention, and narratives increasingly move markets. The paper links these
theoretical foundations to the evolving financial behaviour of young people. Adolescents and young adults
are entering financial markets earlier, supported by digital payment systems, mobile investing platforms,
and social-media financial content. Yet global and national assessments show that youth financial literacy
remains uneven, with many struggling with numeracy, budgeting, and risk evaluation. Digital access
provides opportunities for saving, participation, and entrepreneurship, but also heightens exposure to
impulsive trading, crypto speculation, FOMO, and influencer-driven decisions. By connecting behavioural
finance insights with contemporary youth financial trends, this paper underscores the need for strong early-
stage financial capability. Evidence-based education and responsible digital-finance design are essential
for improving decision-making, strengthening resilience, and supporting long-term financial well-being
and economic participation.

Keywords: behavioural finance, financial decision-making, youth financial behaviour, heuristics and
biases, financial literacy, digital investing, investor psychology

1. Introduction

Behavioural finance, a subfield of behavioural economics, proposes that psychological influences and
biases affect the financial behaviours of investors and financial practitioners. Moreover, influences and
biases can explain all types of market anomalies, including those in the stock market, such as severe rises
or falls in stock price.

It sheds light on the quirks and biases that often lead individuals and markets to deviate from purely
rational behaviour. In this blog, we’ll explore the broad scope of behavioural finance, highlighting its key
characteristics and applications. (Adam Hayes, 2025)

Traditional finance is based on three central pillars: (1) rational, utility-maximising investors with fixed
preferences; (2) rational expectations regarding the future; and (3) informationally efficient markets
(EMH), in which prices fully and instantaneously adjust to available information. Under this setup, any
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persistent mispricing is driven out by arbitrage, and asset prices predominantly move with risk and cash-
flow news. Current summaries continue to describe behavioural finance as an add-on, or correction, to this
classical foundation, rather than a complete replacement. Agudelo Aguirre & Agudelo Aguirre (2024)
highlight that behavioural finance came into being specifically to account for deviations from classical
predictions in recognizing the persistent use of core finance instruments.

behavioural finance substitutes perfect rationality with bounded rationality: investors use heuristics,
exhibit systematic biases (e.g., overconfidence, loss aversion, and disposition effect), and are subject to
emotions and social interactions.

Experimental and bibliometric syntheses indicate these patterns are strong across settings and
methodologies. Valcanover, Sonza & Vieira da Silva's (2020) systematic review of experiments in
behavioural finance records frequent deviations from expected-utility/rational-expectations benchmarks
and plots the field's primary bias clusters, proof that the anomalies are not one-off curiosities. A second
crisp difference relates to arbitrage. Standard models often presume "smart money" can rid mispricing at
no cost. behavioural finance, in contrast, emphasises "limits to arbitrage", capital, risk, and institutional
imperfections that inhibit correction, permitting biases to affect prices for extended periods. Zaremba &
Szczygielski (2019) demonstrate, in government bond markets abroad, that when arbitrage is restricted
and sentiment is high, prominent factor returns (e.g., momentum) decline or reverse, specifically
attributing mispricing to real-world frictions rather than risk exclusively.

Third, the two approaches disagree on what each regards as "first-order" explanations of return
predictability and volatility. Traditional finance identifies time-varying risk premia and information
shocks; behavioural finance also emphasises investor sentiment and attention. With contemporary U.S.
data, Akin (2024) links sentiment-driven anomalies to market volatility patterns that uncomfortably sit
outside a strictly EMH-based explanation, further supporting the necessity of modelling psychology along
with information and risk.

Lastly, their methodological hubs of focus also part ways. Classical finance relies on rational-agent
equilibrium models; behavioural finance combines psychology, experiments, field data, and empirics
driven by anomalies, and then uses these lessons to inform asset-pricing and corporate-finance models.
Modern studies contend the productive approach is syncretic: retain the discipline and parsimony of
classical models, but add realistic preferences, beliefs, and frictions where the evidence calls for them
Young people's financial behaviour is a determining predictor of adulthood wellbeing and macro-level
access. With pooled PISA financial literacy data, Oberrauch, Kaiser, and Lusardi (2024) demonstrate that
the money skills of 15-year-olds are strongly related to higher saving behaviours and planning
dispositions, suggesting early acquisition leads to behaviour that stimulates later independence. Latest
PISA 2022 data for 20 systems reinforce extensive scatter in student financial literacy and record that most
adolescents struggle with simple percentage computation and reading of statements, advantages that
threaten to set back independence in an ever-more complicated market.

Another vector is the digitalisation of investing. A FINRA Investor Education Foundation and CFA
Institute cross-national study (2023) finds that most U.S. Gen Z (56%) already hold investments,
frequently beginning under 18 years old, as low-friction apps and fractional shares reduce entry costs;
however, crypto visibility and social-media streams of info increase exposure to volatility, FOMO, and
promo incentives. These trends illustrate digital rails have the power to catalyze asset-market engagement
yet intensify risk without corresponding literacy. Digitally enabled inclusion counts in work and
entrepreneurship as well. In the MENA region, Elmasmari and Amaghouss (2024) conclude that
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possession of formal accounts, mobile money, savings, and digital transactions significantly raises youth
labor-force participation, highlighting a channel from access to finance to economic opportunity.
Complementary cross-country evidence connects fintech growth to overall gains in digital financial
inclusion, adding power to the employment channel.

Consumerism rounds out the tale. A systematic review published in 2025 (Barrueta-Pinto et al.) distills
evidence that social-media influencers mold young consumers with credibility cues, social comparison,
and perceived authenticity, Mechanisms that can induce conspicuous consumption and debt-habits if
untrammeled by literacy and safeguards. Such pressures are compounded with the early-investing
environment: the same feeds that instruct investing also promote high-salience goods and risky assets.
Together, the literature conveys three policy-relevant implications. First, insert age-appropriate, evidence-
informed financial education prior to late adolescence to plant early-independence-supporting habits.
Second, combine digital-investing access with strong disclosures and guardrails (e.g., influencer
disclosure, risk labeling) to prevent FOMO-induced errors. Third, extend inclusive digital finance,
accounts, payments, and savings rails, since access in itself elevates youth economic engagement, yet also
protect against over-consumption and mis-selling. Briefly, enhancing youth financial capability in a
digitally intermediary marketplace is a private benefit (preceding resilience and autonomy) and a public
good (increased labor-force participation and secure involvement in capital markets).
The aim of this paper is to see how financial decision-making is evolving and why it is important,
particularly for younger generations. Finance has traditionally been described by classic theories based on
the idea that humans are rational and markets tend to adjust efficiently. In the real world, though, emotions,
habits, and social factors tend to have a much larger influence. Compared to conventional finance, this
paper is intended to demonstrate how human psychology actually determines financial results in a manner
that theory alone cannot.

Meanwhile, the report examines young people's financial habits in the world today, where early autonomy,
mobile investing platforms, and increased consumer pressure are a normal part of life. Young adults are
coming into financial markets sooner than ever before, but not necessarily with the proper knowledge or
preparation. Reading these trends is crucial not only for their individual stability but for the well-being of
the overall financial system.

In plain English, this paper attempts to bridge theory and practice. It describes the evolution from
traditional to behavioural finance and then takes that insight and applies it to examine how young people
make money choices in the present day. The end goal is to underscore why enhancing financial literacy
and awareness early on is crucial for creating stronger individuals and a more robust economy.

2. Foundations of Behavioural Finance

2.1. Historical context and emergence of the field

behavioural finance grew out of a tension between elegant theories and messy realities in financial
markets. Through the late twentieth century, mainstream finance emphasized rational, utility-maximizing
investors and informationally efficient markets; yet recurring anomalies, excess volatility, momentum and
reversal patterns, bubbles, and the disposition effect, persisted across data sets and decades. Over the past
nine years, a new wave of surveys and bibliometric maps has consolidated how the field emerged to
explain these facts by relaxing strict rationality and incorporating psychologically realistic assumptions
about beliefs, preferences, and attention. A comprehensive review by Barberis (2018) summarizes the core
modeling turn: extrapolation from recent returns, overconfidence about private signals, and gain—loss
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utility inspired by prospect theory together reproduce price patterns and trading volume dynamics that
standard models struggled to match.

Historical evidence in recent syntheses records a second pillar: "limits to arbitrage". Even if conventional
reasoning would have sophisticated traders immediately correct mispricing, the evidence compiled in
recent syntheses reveals that funding risk, career considerations, and implementation frictions typically
prevent timely correction, enabling biases to influence prices in the long term and occasionally to drive
bubbles. Recent syntheses and pedagogy surveys resonate with this mechanism being central to the
development of the field, to complement psychology-based preference and belief change as the twin
drivers of behavioural finance.

The development of the field is also manifested in its institutional footprint. Bibliometric studies in the
2010s and 2020s evidence hastening expansion into specialist journals, special issues, and cross-field
citations linking finance and psychology as well as decision sciences. A 2024 keyword-mapping study
traces the evolution from early themes (overreaction, underreaction) to more advanced themes of attention,
sentiment, narratives, and fintech-mediated behaviour, evidence that behavioural finance has evolved from
anomaly listing to theory-driven, policy-driven research.

Lastly, new domain applications confirmed the paradigm. Post-crisis and pandemic-era studies adapted
behavioural explanations to volatility spikes, waves of retail investors, and platform-trading, phenomena
that were in alignment with the psychology-and-limits paradigm and solidified the discipline further into
mainstream ideology. Current analyses relate sentiment and attention to market action, solidifying the
rationale why behavioural processes must be complemented with risk and information in contemporary
asset-pricing accounts. In brief, the path of history, documented in recent overviews, is from enigmas
under the previous paradigm, to psychologically grounded models and limits-to-arbitrage, to a mature
research program with growing empirical scope and institutional depth. This trajectory provides an
account of how behavioural finance evolved from criticism to complement, with a realistic description of
how human psychology and frictions shape prices, participation, and policy.

2.2. Major Contributors

behavioural finance is best understood as a cumulative project: a set of conceptual breakthroughs,
empirical findings, and methodological innovations contributed by a relatively small group of scholars
whose ideas reoriented how economists think about choice, markets, and institutions. At the intellectual
foundation sit pioneers who introduced the psychological building blocks , prospect theory, heuristics,
and mental accounting , which replaced the assumption of perfectly rational, expected-utility maximizers
with richer descriptions of real decision processes. The cognitive framework these pioneers developed
explains many classic market puzzles (e.g., excess volatility, disposition effects, and persistent mispricing)
and remains central to modern modeling.

A second set of contributors focused on market-level implications: why biases sometimes matter for
prices. Their work on limits to arbitrage showed that rational traders are not always able to undo mispricing
because of funding risk, institutional constraints, and career concerns; this strand tied individual
psychology to asset-price dynamics and helped legitimize behavioural explanations for persistent
anomalies. Over the last decade, surveys and reviews have emphasized that combining psychological
mechanisms with arbitrage constraints produces the most empirically successful narratives in asset pricing.
Methodologically, experimentalists and field researchers have expanded the evidence base. Laboratory
work clarified basic biases and preference patterns, while large-scale bibliometric and keyword studies
from recent years document the field’s shift from anomaly cataloging toward themes such as attention,
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sentiment, narratives, and fintech-mediated behaviour. This methodological pluralism, mixing
experiments, field data, archival market tests, and formal models, has been a defining force behind
behavioural finance’s maturation.

Together these contributions, psychological theory, arbitrage-focused market analysis, and diverse
empirical methods, converted behavioural ideas from critiques of classical theory into a productive,
policy-relevant research program. The names most often associated with these moves are the originators
of the core psychological concepts, the researchers who formalized limits to arbitrage, and the
experimentalists who tested predictions; collectively, their work now informs everything from individual
financial education to market regulation and fintech design.

2.3. Key Concepts

2.3.1 Heuristics (mental shortcuts)

Heuristics are mental shortcuts that help investors make quick decisions but often lead to systematic errors.
Recent research highlights four common heuristics that strongly affect financial behaviour: availability,
representativeness, anchoring, and overconfidence.

Availability leads investors to rely on recent or vivid information, exaggerating risks or opportunities.
Representativeness makes them assume that past patterns will continue, causing over-optimistic forecasts.
Anchoring ties judgments to an initial value, such as the purchase price of a stock, even when new data
suggests otherwise. Overconfidence leads individuals to overrate their own knowledge, trade excessively,
and ignore warning signals.

Studies from emerging markets show that these biases are widespread and not limited to developed
economies. Evidence from Nepal and Tanzania demonstrates that individual investors regularly fall back
on heuristics when making trading choices. At the same time, financial literacy has been found to reduce
reliance on such shortcuts, suggesting that education can help individuals recognize and counteract these
tendencies.

Overall, heuristics illustrate how human psychology shapes investment decisions. While they simplify
complex judgments, they also increase the likelihood of errors that can undermine financial outcomes.

3. Emotions and Financial Decisions

3.1. How emotions like fear, excitement, regret, and overconfidence shape decisions

Emotions play a significant role in economic choices; they shape expectations, risk appetite, timing, and
learning in financial decisions. Recent research shows that specific emotions, such as fear, excitement,
and regret, and biases like overconfidence guide investors in predictable ways by changing their
probability estimates, valuations, and thresholds for action. These emotional influences work through both
quick, instinctive responses and slower, more thoughtful evaluations, leading to noticeable effects on
trading volume, portfolio risk, and asset prices

Fear usually leads to caution and early selling. Experimental studies reveal that strong fear makes people
avoid risks and sell their investments sooner than neutral situations would suggest. This behaviour stems
from altered expectations of success and increased awareness of potential losses: fearful investors tend to
focus more on negative outcomes and adjust their beliefs more quickly after unfavorable news. This can
heighten market volatility during crises, as many investors simultaneously pull back their investments.
Additionally, fear can create information cascades during downturns, causing sell-offs to intensify beyond
what fundamentals would indicate.
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Excitement, which includes feelings of anticipation and social enthusiasm, encourages risk-taking and
more frequent trading. Research on social trading platforms and experimental markets indicates that
excitement, along with behaviours like “fear of missing out” (FOMO), makes investors more responsive
to peer actions. This responsiveness leads to greater herding and an increased willingness to hold or buy
risky assets. Excitement boosts perceived potential gains while reducing focus on possible losses,
contributing to higher trading volumes and playing a crucial role in the formation of financial bubbles
when coupled with social amplification .

Regret aversion leads to unique, time-dependent distortions. Investors who fear future regret are likely to
avoid choices that might later seem poor, even if taking action would yield better expected value. Studies
in real markets and controlled experiments show that regret-averse individuals tend to trade less after
gains, wanting to avoid missing out on past successes, and often hold onto losing investments too long to
dodge the pain of realizing losses. This behaviour raises transaction costs and lowers returns (Khalid &
Rashid, 2021). Regret can also amplify conformity during uncertain times, as the wish to sidestep
regrettable choices grows stronger .

Overconfidence is a well-documented emotional and cognitive bias that affects financial results. Reviews
and meta-analyses demonstrate that overconfident investors tend to trade more, take on larger positions,
and underestimate potential losses, which usually leads to a decrease in net performance after expenses.
This bias fuels excessive short-term thinking, lack of diversification, and mispricing, especially when
many investors share an unwarranted optimism about their personal insights or skills . Notably, the effects
of overconfidence vary based on experience, market conditions, and institutional factors; the worst
outcomes occur when overconfidence pairs with high leverage or low financial literacy

This understanding has practical and policy implications: recognizing emotional factors points to
interventions beyond just providing information. Strategies such as structured choice options, confidence
training, and measures that lessen social influence can help reduce detrimental emotion-driven behaviours.
For researchers, combining neurobiological measures of arousal with large-scale field data offers a
promising direction to evaluate how temporary emotions versus lasting biases shape market trends

3.2. Role of impulsivity and risk tolerance in youth behaviour

Youth behaviour is strongly affected by impulsivity and risk tolerance. These traits are connected to
developmental, familial, neurocognitive, and environmental factors. Impulsivity means acting without
thinking ahead or controlling impulses, while risk tolerance refers to the willingness to take actions that
might be harmful in exchange for perceived rewards. Together, these traits influence various outcomes in
adolescents, such as substance use, delinquent behaviour, non-suicidal self-injury, and problematic digital
engagement. Recent research shows that both impulsivity and risk tolerance increase the chances of
harmful behaviours in youth. It also examines how these traits develop over time and under what
conditions they have the strongest effects.

Research on adolescent development reveals a clear trend: risk-taking usually increases from early to mid-
adolescence, while certain types of impulsivity, especially those linked to response inhibition, improve
with age. For example, studies following pre-adolescents with and without family histories of substance
use have found that impulsive behaviours, like delay discounting, are initially higher in youth from
families with substance use issues. However, these differences decrease as adolescents grow older, even
as risk-taking behaviour itself continues to rise. This suggests that while neurocognitive control improves
with age, the socioemotional systems that drive sensation-seeking remain active, encouraging risk-taking
during adolescence.
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Cross-sectional studies among adolescents also reveal strong links between impulsivity and risk-taking.
A recent large survey of school-going adolescents showed that higher impulsivity was associated with
increased involvement in risky activities. Notably, female students scored higher on both impulsivity and
risk-taking compared to males. Students from government schools and heavy internet users also displayed
higher levels of both traits. These findings suggest that demographic and environmental factors, such as
the type of school and digital exposure, significantly interact with impulsive tendencies.

Impulsivity is a strong predictor of specific problem behaviours in youth. For instance, data tracking urban
male adolescents showed that those with consistently high impulsivity in early and late adolescence were
much more likely to develop at-risk or problem gambling behaviours. Impulsivity also plays a key role in
the rise of behavioural addictions like internet gaming disorder. In these cases, risk tolerance seems to
influence how impulsivity affects behaviour, individuals with both high impulsivity and high risk
tolerance are much more likely to develop addictive or risky behaviours.

It’s important to note that impulsivity and risk tolerance are not fixed traits. Developmental changes
happen as the brain's prefrontal regions, responsible for planning, inhibiting actions, and self-regulation,
mature into early adulthood. While control over impulses and decision-making generally improves over
time, sensitivity to rewards and delay discounting often stay high throughout adolescence. This imbalance
helps explain why adolescents, even when aware of risks, still engage in risky but rewarding behaviours.
Several contextual and individual factors influence how impulsivity and risk tolerance affect youth
behaviour. Family background, socioeconomic status, peer norms, and digital media exposure all play
significant roles. For example, youth with a family history of substance use disorders show higher levels
of impulsivity and a greater likelihood of risk-taking. Similarly, adolescents with high engagement online
may develop greater risk tolerance due to repeated exposure to instant-reward systems on digital platforms.
Understanding these dynamics offers valuable insights for educators, parents, and policymakers aiming to
create interventions that boost impulse control, improve risk awareness, and encourage safer decision-
making among youth.

3.3. Impact of stress and peer pressure

Adolescence is a critical developmental stage marked by heightened sensitivity to social and
environmental influences. Two of the most prominent factors shaping youth behaviour during this period
are stress and peer pressure. While moderate stress can enhance motivation and adaptive coping, chronic
or excessive stress can lead to maladaptive behaviours such as aggression, anxiety, substance abuse, or
withdrawal. Similarly, peer pressure, both positive and negative, plays a major role in determining
behavioural choices, academic performance, and psychosocial adjustment among adolescents. Recent
research has highlighted the complex interplay between stress, peer influence, and the developing
adolescent brain, which together contribute significantly to risk-taking and emotional regulation patterns
in youth.

Stress in adolescents often arises from multiple domains, including academic competition, family conflict,
social expectations, and uncertainty about the future. Neurobiological evidence suggests that adolescents
exhibit heightened stress reactivity due to ongoing maturation of the hypothalamic—pituitary—adrenal
(HPA) axis and limbic systems. This makes them more vulnerable to the effects of chronic stress compared
to adults. Prolonged exposure to stress hormones such as cortisol has been associated with emotional
dysregulation, increased impulsivity, and vulnerability to depression and anxiety. Studies indicate that
adolescents under sustained academic or social stress display poorer self-control, greater irritability, and
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increased likelihood of engaging in unhealthy coping behaviours such as excessive screen use, overeating,
or substance use.

Peer pressure interacts strongly with stress, often intensifying its behavioural outcomes. Adolescents are
highly attuned to social cues and acceptance; peer evaluation activates brain regions linked to reward
processing and social cognition. This neurological sensitivity can make young people more susceptible to
adopting risky behaviours when influenced by peers. Empirical studies show that adolescents are
significantly more likely to take risks in the presence of peers than when alone, even when they are fully
aware of the potential dangers. Positive peer pressure, however, can encourage prosocial actions such as
academic engagement, sports participation, or community involvement, demonstrating that peer influence
itself is not inherently harmful but context-dependent.

The relationship between stress and peer pressure is also reciprocal: stress can heighten conformity to peer
norms as a coping mechanism, while peer rejection or negative peer evaluation can increase perceived
stress. Research conducted during and after the COVID-19 pandemic further revealed that social isolation
and the sudden loss of peer interaction contributed to elevated psychological distress and reduced
emotional well-being among youth. Conversely, supportive peer networks buffered stress and improved
resilience, emphasizing the protective role of healthy social relationships.

Individual differences such as emotional intelligence, self-esteem, and coping style moderate how
adolescents respond to stress and peer influence. Those with higher emotional regulation skills are better
able to resist negative peer pressure and manage stress constructively. On the other hand, adolescents with
low self-efficacy or poor coping mechanisms are more likely to resort to avoidance or maladaptive
behaviours under combined social and emotional strain. Gender differences have also been observed, with
females often reporting greater perceived stress and males demonstrating more externalizing responses,
such as aggression or risk-taking.

Intervention strategies aimed at reducing stress and mitigating negative peer influence focus on enhancing
coping skills, building social support systems, and promoting positive peer engagement. School-based
programs that teach stress management, mindfulness, and emotional regulation have shown measurable
improvements in adolescent mental health outcomes. Encouraging youth-led peer support groups can also
transform peer pressure into a positive force that promotes resilience and collective growth.

3.4. Influence of social media and financial influencers

In the past decade, social media has become one of the strongest forces shaping how young people see
themselves and act. Its impact goes beyond entertainment and communication. It now plays a key role in
shaping financial awareness, consumer choices, and lifestyle goals. The rise of financial influencers, or
“finfluencers,” has created a new way for peers and celebrities to influence youth. Young audiences
consume financial advice and economic opinions through short, easy-to-digest, and often emotionally
convincing content. Recent research highlights both the opportunities and dangers of these digital
influences, especially regarding financial literacy, impulsive choices, and the normalization of risky
financial behaviours among young people.

Social media platforms like Instagram, YouTube, and TikTok are essential to the daily lives of Generation
Z and young adults. Studies show that social media use greatly affects how youth view financial success,
risk, and spending habits. Exposure to idealized lifestyles and displays of wealth often increases social
comparison, financial anxiety, and the desire for instant gratification. This can lead to impulsive financial
actions like overspending, speculative investing, or adopting "get-rich-quick" attitudes. However, when
used wisely, social media can improve financial literacy by making complex ideas simpler and more
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accessible for investment education. The challenge is to tell credible financial advice apart from
misinformation and hype.

Financial influencers, those who share personal finance, investment, or economic content online, have
become important figures in this landscape. Their influence comes from being relatable, appearing
authentic, and offering advice that seems easier to understand than that from traditional financial
institutions. Studies suggest that many young people trust influencers more than banks or official sources,
as influencer messages feel more personal and transparent. However, the unregulated nature of influencer
content brings significant risks. Many “finfluencers” do not have formal training and may promote high-
risk investments, cryptocurrency trading, or unverified financial products for sponsorship payments. This
can lead to misinformation spreading quickly, causing vulnerable audiences to make poor financial
decisions.

Recent evidence shows that parasocial relationships, the emotional connections followers develop with
influencers, strengthen their persuasive abilities. When audiences feel trust or a friendship with an
influencer, they are more likely to follow advice without checking it. This trend relates to herd investing
behaviour, as seen during the 2021 cryptocurrency surge, when social media sentiment motivated many
young investors to jump into speculative markets without grasping the risks involved. In contrast, credible
financial educators using social media responsibly have been found to boost youth financial confidence
and budgeting skills, especially when they blend entertainment with educational storytelling.

Social media algorithms further increase the impact of financial content by promoting emotionally charged
posts instead of accurate or balanced ones. Sensational videos that promise high returns, luxury lives, or
quick profits tend to get more views, reinforcing unrealistic expectations and short-term thinking. This
cycle contributes to impulsive actions and weakens long-term financial planning among young people.
Regulatory bodies in several countries have started to introduce guidelines to oversee financial advertising
and influencer disclosures. This marks the need for ethical responsibility in online financial
communication.

Ultimately, social media and financial influencers have a mixed influence on youth. They make financial
education more available but also expose users to misinformation, peer pressure, and emotional
manipulation. It is vital to promote digital literacy, critical thinking, and fact-checking among young
audiences to ensure they consume financial information carefully. Collaboration between regulators,
educators, and platforms can help create a safer and better-informed digital financial world for the next
generation.

4. Common Cognitive Biases in Youth Financial behaviour

4.1. Overconfidence bias (e.g., in trading/investing)

Cognitive biases are systematic errors in judgment that affect how people see, assess, and respond to
financial information. Among these biases, overconfidence is particularly influential in shaping the
financial behaviour of young people, especially in trading and investing contexts. Overconfidence means
that individuals tend to overestimate their knowledge, skills, and ability to predict outcomes. For young
investors, especially those using online trading platforms and social media-driven investment groups, this
bias often leads to taking excessive risks, trading frequently, and ignoring expert advice or long-term
financial plans.

Overconfidence appears in two main forms: overestimation, which is when someone believes their
knowledge or ability is greater than it really is, and overprecision, which is having unwarranted certainty
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in one’s predictions. In financial markets, these tendencies make individuals think they can consistently
outperform the market or find short-term profit opportunities better than others. Research shows that
young investors, especially those new to trading, display higher levels of overconfidence than older, more
experienced investors. This could come from a mix of digital exposure, social approval from peers, and
the gamification of trading through apps like Zerodha, Groww, and Robinhood. The easy access to trading
platforms and a false sense of control give young people the feeling of empowerment, making them more
likely to overestimate their skills.

Multiple studies have pointed out the connection between overconfidence and excessive trading
behaviour. Young traders who believe they have superior market insight are more likely to buy and sell
frequently, leading to higher transaction costs and lower overall returns. Overconfident investors also tend
to underestimate potential losses, which can result in poor diversification and an inflated sense of risk
tolerance. Social media and online communities worsen this effect by creating echo chambers. Within
these spaces, success stories and wins are highlighted, while losses are often ignored. This selective
exposure reinforces the illusion of skill and encourages herd-like, speculative behaviour.
Psychologically, overconfidence is supported by confirmation bias, which is the tendency to seek out
information that confirms existing beliefs while ignoring contradictory evidence. Young investors often
trust anecdotal success stories, influencer opinions, or limited personal experiences instead of relying on
objective data. This leads to unrealistic expectations and a dismissal of traditional financial advice, such
as the need for diversification or long-term growth. Furthermore, research suggests that emotions like
excitement and ego play a significant role in keeping overconfidence alive. Individuals often tie financial
success to personal ability rather than external factors like market conditions.

Interestingly, overconfidence isn’t entirely harmful. A moderate level of confidence can inspire
individuals to engage with financial markets, learn new skills, and improve their investment
understanding. However, when unchecked, it can lead to cognitive distortions that impair judgment and
increase the risk of financial losses. Educators and policymakers emphasize the need to incorporate
behavioural finance education into school and college programs. This can help young people recognize
and deal with such biases. Tools like simulated trading environments, case studies, and reflective learning
can assist students in understanding the difference between perceived and actual performance.

The growing impact of online investment culture, driven by financial influencers and meme stocks, makes
overconfidence bias even more relevant today. Many young people enter trading with little financial
knowledge but a lot of enthusiasm, mistaking luck or short-term gains for skill. This has been particularly
clear in speculative trends like cryptocurrency trading and short-term stock speculation during the
pandemic. Tackling overconfidence requires a balanced approach combining financial education,
emotional control, and careful evaluation of information sources. Encouraging youth to keep trading
journals, track their decisions, and review their performance over time can help them recognize cognitive
patterns and develop humility in financial decision-making.

In conclusion, overconfidence bias is a major psychological barrier to rational financial behaviour among
young people. Its impact on trading, investing, and risk-taking highlights the need for behavioural
awareness and structured financial education. Identifying and addressing overconfidence can help young
individuals make more informed, balanced, and sustainable financial choices in an increasingly complex
and digital world.

4.2. Herd behaviour (influenced by peers or trends)

Herd behaviour is an important idea in behavioural finance. It describes how people tend to copy the fina-
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ncial actions of others instead of making their own independent decisions. This tendency is especially
common among young people, as social influence, online connections, and peer approval strongly shape
their views and actions. In finance, herd behaviour shows up when young investors follow market trends,
peer suggestions, or the words of influencers without fully understanding the basic facts. The rise of online
trading platforms and investment communities on social media has made this issue even more pronounced.
As a result, herd behaviour has become a key feature of how young people make financial choices today.
At its base, herd behaviour stems from social conformity and information cascades. These occur when
individuals believe others have better knowledge, prompting them to imitate those actions. For young
investors, a lack of financial knowledge and the fear of missing out often add to this behaviour. When
many people seem to profit from a particular stock, cryptocurrency, or investment trend, others join in,
not because they have analyzed the situation, but because they see it as a safe choice. The digital space
boosts this tendency with viral posts, popular hashtags, and ongoing discussions that heighten market
feelings. Communities like Reddit’s WallStreetBets, finance groups on Twitter, and investment chats on
Telegram show how collective enthusiasm can cause significant short-term price changes, often unrelated
to real value.

Research indicates that herd behaviour is especially strong among novice and young investors who heavily
rely on social cues and peer advice. This effect grows with the emotional aspects of social validation.
Success stories, profit screenshots, and influencer support create pressure to get involved. This behaviour
aligns with the wider trend of herd investing, where people mimic the majority to avoid feeling excluded.
The 2021 surges of GameStop and Dogecoin highlight how young-driven herd behaviour can greatly
influence market fluctuations, largely fueled by social media chatter and group excitement rather than
solid financial fundamentals.

The thinking processes behind herd behaviour also include anchoring and availability bias. This means
that recent, memorable success stories can skew how risks are seen. Young investors often give too much
weight to easily found information, like viral trends, while overlooking important data such as financial
reports or risk ratios. This creates a cycle where emotional enthusiasm trumps logical assessment.
Furthermore, herd behaviour can lead to market bubbles and rapid crashes, as inflated optimism collapses
into panic when trends shift. These cycles can result in major financial losses, particularly for
inexperienced young investors who join markets during peak excitement.

However, not every angle of herd behaviour is harmful. From a psychological view, social learning can
expose inexperienced investors to financial ideas and markets they might otherwise miss. Joining peer
groups or online investment communities can provide a sense of belonging and initial support. The main
challenge is to differentiate between helpful herding, based on real shared insights, and unhelpful herding
driven by emotions or false information. Promoting critical thinking, checking financial information, and
encouraging a long-term perspective can help young people lessen the negative impacts of herd bias.
Educators and policymakers are starting to see the need to tackle herd behaviour through teaching about
behavioural finance and improving digital literacy. By showing young investors how social influence
affects their judgments, they can be empowered to make more independent and well-informed choices.
Financial institutions and regulators are also looking for ethical ways to guide young investors away from
speculative trends and towards more informed investment habits. As social media continues to shape how
groups think about finance, being aware of herd behaviour is vital for building resilience and sound
judgment in the upcoming generation of investors.
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4.3. Anchoring (basing decisions on irrelevant reference points)

Anchoring bias is a common cognitive distortion that affects how people make decisions, especially
regarding finances. It describes how individuals often depend too much on an initial piece of information,
the "anchor", when forming later judgments or choices. For young investors and consumers, anchoring
often shows up when they base financial decisions on arbitrary or irrelevant reference points, like past
prices, peer standards, or initial details given during investment choices. This bias can subtly shape how
young people view value, risk, and opportunity, frequently resulting in poor financial outcomes.

In financial behaviour, anchoring influences various areas, including stock trading, budgeting, and
shopping. For example, when assessing a stock, a young investor may focus on its past high price as an
anchor, believing it will reach that level again, even if market conditions have shifted. When a product is
marketed with an initial "original price" followed by a lower price, consumers see the discount as a better
deal because of the anchor, no matter the actual value of the product. This reliance on initial information
clouds rational judgment and drives emotional decision-making.

Research shows that anchoring bias is especially strong among young and inexperienced investors. Their
limited exposure to long-term market trends and their use of quick decision-making shortcuts make them
more likely to create anchors from recent or noticeable information. For instance, cryptocurrency investors
may base their expectations on all-time-high prices, keeping unrealistic return hopes even in falling
markets. This pattern became clear during the 2021-2022 crypto market correction when many young
traders held onto assets far longer than logical analysis would suggest, anticipating a return to previous
highs. Such behaviour shows how anchoring bias can delay essential corrective actions, leading to greater
financial losses.

Psychologically, anchoring happens because initial information sets up a cognitive reference point that
shapes later evaluations. Once an anchor is in place, people adjust too little from it, even when new,
contradicting evidence comes up. For example, if a young investor hears that a stock is "cheap" at 500,
they might still see it as undervalued at X700, even though updated financial information indicates
otherwise. Similarly, a person might set spending limits based on an old income or allowance, not
adjusting to new financial realities. This rigidity is often worsened by confirmation bias, where people
only look for evidence that supports their anchored belief.

Anchoring bias is also strengthened by marketing tactics and social influences. Online trading platforms
and digital ads often use visual anchors, like "strike-through" prices or comparison charts, to shape
consumer perceptions. Social media influencers and financial commentators can also unintentionally set
anchors by endorsing specific price targets or investment stories. Young audiences, influenced by these
repeated cues, internalize these reference points and use them as foundations for future financial decisions,
often without checking the underlying facts or market context.

While anchoring can sometimes offer mental stability in uncertain situations, its effects are mostly
negative when it blocks flexible decision-making. Understanding this bias is key to helping young people
develop sound financial reasoning. Programs such as behavioural finance education, hands-on learning,
and reflection exercises can guide young investors to challenge their assumptions and identify anchors
affecting their thinking. Promoting data-driven decision-making, through independent research, varied
information sources, and scenario analysis, can help reduce the anchoring effect.

In summary, anchoring bias quietly yet significantly influences the financial choices of young individuals,
tying their judgments to random reference points. In an era filled with quick digital information and
persuasive online narratives, recognizing and countering this bias is vital for encouraging sound, evidence-
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based financial behaviour. Providing young people with awareness and analytical tools can empower them
to move past anchors and make more informed and adaptable financial decisions in changing markets.
4.4. Mental accounting (treating money differently based on its source)

Mental accounting is the tendency to mentally categorize money into different “accounts” based on its
source or intended use. This often leads people to view money differently instead of considering it all the
same. Among young people, this bias affects their spending, saving, and overall perception of resources,
which can result in inconsistent financial choices. Recent studies have improved our understanding of how
mental accounting influences youth behaviour, revealing both its negative impacts and factors that might
mitigate those effects.

Research indicates that mental accounting significantly impacts how young people consume. For instance,
a study on Generation Z "Mobile Legends" players in Bandung City, Indonesia, found that mental
accounting, along with financial literacy, affects spending behaviour in measurable but non-negative ways.
In this case, mental accounting did not have a strictly negative impact on consumption, suggesting that it
can sometimes exist alongside responsible spending rather than solely encouraging overspending.
Another study of Generation Z coffee-shop visitors in Surabaya looked into the role of mental accounting
as well as self-control, lifestyle, e-wallet use, peer influence, and financial literacy. It concluded that
mental accounting was a key predictor of spending behaviour. Young people treated “extra money,” like
disposable income or e-wallet balances, differently, often spending it more freely when hanging out with
friends. Peer influence and lifestyle choices supported this behaviour.

Investor behaviour research has also linked mental accounting to impulsivity and gender among emerging
economies. A 2024 study from India found that different types of impulsivity, attentional, motor, and non-
planning, relate to mental accounting. Young people with high non-planning impulsivity displayed lower
prudence in mental accounting. Additionally, gender influenced how attentional and motor impulsivity
related to mental accounting behaviour, indicating that this bias affects youth differently.

There is growing evidence that mental accounting impacts financial stress and overall financial well-being
among young adults. A 2024 book chapter examined how biases in mental accounting lead to poor
financial decision-making among young people, which can heighten financial stress. It also proposed
potential ways to use mental accounting positively when paired with awareness and self-control.

Cultural and social factors also play a role in shaping how mental accounting works. A study in Tibet
revealed that within ET households, mental accounting, where different income sources are treated
separately, helped prevent defaulting on informal loans. Social connections and religious norms influenced
how money from various sources was managed. Although this behaviour isn’t limited to youth, it shows
how social context can affect mental accounting.

For young people, mental accounting can help with budgeting by allowing them to create separate accounts
for their goals. However, it can also hinder financial growth if they spend “windfalls” or “bonus money”
impulsively while saving or underusing more “serious” income. Interventions could focus on helping
young people recognize when they treat money differently without a valid reason, improving their self-
control, and building their financial literacy so that all income is included in long-term planning.

4.5. Status quo bias (sticking to defaults or inaction)

Status quo bias is the tendency of individuals to prefer the current state of affairs and resist change, even
when other options may be better. In finance, this shows up as inertia, where people stick to default
investment options, services they haven’t unsubscribed from, old savings accounts, or put off rebalancing
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their portfolios. This bias is particularly noticeable among young adults, who often depend on defaults set
by employers, financial platforms, or institutions. It can lead to poor financial decisions.
Recent research has looked into how status quo bias affects investment choices in various situations. A
2023 study by Mengran Xiang found that in stock investment scenarios, people show status quo bias
influenced by both personal factors (like preferences and emotions) and external factors (like the market
environment and default options). Xiang discovered that investment inertia is stronger when the costs of
switching, whether real or perceived, are higher, and when the existing option is presented in a familiar or
simple manner.
Another study, titled "Effects of Status Quo Bias, Financial Experience, and Income Level on Retirement
Planning Decisions" (2024), surveyed working adults aged 25 to 55. It found that status quo bias
significantly limited proactive retirement planning. Those with lower financial experience and lower
income showed greater inertia. This indicates that younger or less experienced individuals might be
especially at risk, as they usually have less financial knowledge and fewer resources.
Attention and the visibility of the default option are key factors in this behaviour. A 2023 study called
"The Role of Attention in Status Quo Bias," which included approximately 6,800 participants across
various decision-making scenarios, showed that the visibility of the status quo option increases its
selection rate. When alternatives to the status quo are more prominently displayed, participants are more
likely to choose them instead. This suggests that young people using financial apps or platforms may stick
with defaults simply because those options are more visible or come up first.
In terms of spending and ongoing financial management, a 2023 paper titled "Rational Choice with Status
Quo Bias" showed that individuals often prefer not to change their regular investment or savings plans,
even when performance declines, due to inertia and comfort with their current choices.
Though there is limited direct research on adolescents or late teens, findings from studies on young adults
likely relate to younger individuals. Many young people enter systems (such as pensions, investment apps,
and default bank savings plans) that use built-in defaults. They might lack the knowledge and motivation
to make changes. Factors such as default options, the effort perceived in switching, uncertainty about other
choices, a fear of loss, and low financial literacy all contribute to making status quo bias a powerful
influence.
Implications for youth financial behaviour include: 1. Young people may not review or adjust investment
allocations even when market conditions or personal situations change, like shifts in income or expenses.
2. They might continue using underperforming financial products simply because they are familiar or
because changing seems too much work. 3. They may miss out on better opportunities, like improved
returns or savings rates, due to inaction.
Research suggests several interventions:
e Design platforms to encourage active choice rather than sticking with defaults, such as by highlighting
non-default options more visibly.
e Use goal-setting and periodic reminders to encourage reviews of financial decisions.
e Provide financial education that helps youth understand the costs of inertia and the benefits of change.
e Simplify the process of switching options to reduce friction and perceived risks.
In summary, status quo bias significantly influences financial behaviour, especially among young and less
experienced individuals. While more research specifically targeting youth would deepen our
understanding, existing studies show that defaults, visibility, perceived effort, and lack of financial
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experience contribute to inaction. Recognizing these factors and implementing design and educational
strategies can help young people overcome inertia and make better financial choices.

5. Key Financial Contexts Where Biases Show Up

5.1. Spending & saving habits (e.g., instant gratification vs delayed saving)

Spending and saving habits are clear areas where biases affect financial behaviour in young people. The
tendency to favor immediate rewards over saving for the future, known as present bias, influences how
young individuals handle disposable income and long-term goals. A recent study in India found that people
with present bias were much less likely to save and more likely to borrow, as the immediate joy of spending
seemed to outweigh future benefits (Present bias and its influence on financial behaviours amongst
Indians, 2024).

Comparative studies between Generation Z and Millennials show distinct differences in their financial
behaviours. Generation Z generally spends more and saves less than older generations. This trend is mainly
driven by lifestyle expectations and exposure to digital platforms. Financial literacy greatly impacts saving
behaviour, explaining nearly 80% of the differences in financial outcomes (Parichita et al., 2022). These
findings indicate that younger consumers are more prone to impulsive spending because of lower financial
awareness and a stronger focus on short-term rewards.

Experimental studies have also shown the tension between wanting instant rewards and the desire to save.
In one study with young adults, participants were asked to divide their income between short-term
spending and long-term savings. Most participants initially leaned towards immediate purchases, but small
changes, like reminders about future security, significantly shifted their choices towards saving (Kicia,
2023). This suggests that how choices are presented influences how young people balance spending and
saving.

Cross-sectional studies of young people's financial behaviour in India suggest that peer influence, lifestyle
aspirations, and easy access to digital payments drive up discretionary spending. Many young individuals
struggle to save consistently, often citing low income, social comparison, and the simplicity of online
spending as major obstacles (Narayanaswamy et al., 2022). This trend appears globally, as instant digital
payment systems make short-term spending more convenient and emotionally satisfying.

Finally, longitudinal studies reveal the real cost of delaying savings. A 2025 study looked at individuals
who started saving in their late twenties compared to those who saved earlier. It showed that waiting just
a few years to start saving leads to significant losses in long-term wealth because of missed compounding
opportunities (The Opportunity Cost of Early Saving, 2025). These findings highlight how biases like
present bias and short-term thinking shape the spending and saving choices of young people.

5.2. Budgeting and financial planning

Budgeting and financial planning are key parts of managing personal finances. However, various cognitive
and emotional biases often impact individuals, particularly the youth, leading to poor decision-making. In
the last decade, researchers have looked closely at how behavioural tendencies, such as optimism bias,
mental accounting, overconfidence, and planning fallacy, disrupt rational financial planning. These biases
influence not only how individuals allocate their income but also how they view their long-term financial
security.

Optimism bias refers to the tendency to overestimate positive outcomes and underestimate risks. This has
been linked to inaccuracy in budgeting. Rahman and Singh (2023) found that young earners, especially
those just starting their careers, hold unrealistic expectations about managing spending and saving
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effectively. This type of bias causes them to establish overly ambitious budgets that often fail within the
first few months. Their research on Indian youth revealed that nearly 68% of participants believed they
could cut unnecessary spending “next month,” despite a history of overspending. Such optimism leads to
repeated budget shortfalls and results in a cycle of temporary guilt followed by unrealistic financial goals.
A similar cognitive pattern, mental accounting, also significantly affects budgeting behaviour. Rashmi and
Dsouza (2022) found that young adults often categorize their money into separate mental groups, like
salaries, bonuses, or gifts, and treat each category differently. For example, they might budget salary
income carefully for necessities while spending unexpected windfalls or gifts on leisure or spontaneous
purchases. This inconsistent treatment of money weakens overall financial planning and leads to
fragmented control. The study indicated that university students were much more likely to spend “bonus”
money impulsively instead of saving it, showing how psychological framing influences spending decisions
even when total income is unchanged.

Overconfidence bias, another common issue, can cause individuals to overrate their financial knowledge
and control over results. Gupta and Arora (2021) found that urban Indian millennials frequently created
budgets without accounting for irregular or unexpected costs, mistakenly believing they understood their
financial situation better than they did. This overconfidence led to underestimating expenses related to
entertainment, travel, and lifestyle improvements. The study showed that even after frequent budget
failures, individuals seldom amended their plans, which suggests a strong reluctance to recognize
mistakes, a behaviour that aligns with cognitive dissonance and self-justification theories.

Additionally, the planning fallacy, the habit of underestimating the time, effort, and resources needed for
future tasks, complicates financial planning even further. Jain and Mehta (2020) conducted a longitudinal
study revealing that people who only created short-term, monthly budgets often experienced greater
financial stress and inconsistent savings. Their findings imply that youth tend to approach budgeting with
an overly optimistic outlook on future income or self-discipline, resulting in budgeting errors and
impulsive spending at the end of each month. The researchers noted that this short-term mindset is
worsened by social and environmental factors like peer influence and lifestyle aspirations driven by social
media.

Technological advancements have brought new tools to help with budgeting, but these do not always
reduce behavioural biases. A 2024 study by Kumar, Kaur, and Bhatnagar looked into how mobile
budgeting apps affect budgeting consistency. While digital tools raised awareness of spending habits, they
did not completely remove the effects of biases such as inertia and the desire to maintain the current state.
Many users stopped using apps after an initial burst of enthusiasm or ignored alerts about overspending.
This shows how resistance to changing behaviour can persist even when people receive real-time feedback
and enjoy technological conveniences.

Another important finding from recent studies is that emotional factors, like stress, guilt, and temporary
satisfaction, interact with cognitive biases to influence budgeting results. The emotional relief that comes
from making a “financial plan” often replaces true discipline in execution, a situation researchers call
“planning illusion”. In this framework, individuals feel financially responsible simply by creating a plan,
regardless of whether they stick to it. The illusion of control serves as both a motivator and a barrier in
effective financial planning.

Moreover, the socio-economic environment intensifies these biases among young adults who are
navigating transitional life stages, such as moving from education to employment, managing
independence, and facing social comparison pressures. In cultures dominated by consumerism and
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lifestyle branding, budgeting becomes more than just a financial task; it also becomes a psychological one.
People often adjust their budgets not to maximize savings but to uphold a social image or avoid feelings
of deprivation, as noted by Rahman and Singh (2023).

In conclusion, budgeting and financial planning among youth are heavily influenced by cognitive and
emotional biases. These biases create a divide between financial intentions and results, where optimism,
overconfidence, and mental compartmentalization hinder sensible control over spending. Even with
accessible digital tools and improved financial awareness, the persistence of these biases underscores the
need for behavioural interventions that target not only financial literacy but also emotional self-
management and realistic goal setting. Recent research (2016—2025) shows that successful budgeting
requires more than just financial knowledge; it also necessitates an understanding of psychological
tendencies and ongoing efforts to address them.

5.3. Investing (stocks, crypto, mutual funds)

Investment choices, especially for young adults, are largely influenced by psychological biases and
emotions rather than pure logic. In the past decade, the rise of digital trading platforms and financial
influencers has led to more young people participating in investment markets, particularly in stocks,
mutual funds, and cryptocurrencies. However, this increase has also uncovered a common pattern of
cognitive distortions, such as overconfidence, herd behaviour, risk-seeking tendencies, and the illusion of
control. These biases have significant effects on investment outcomes.

A key feature of youth investment behaviour is overconfidence. Many young investors overrate their
knowledge or ability to predict market trends. According to Sharma and Rao (2021), they often think they
can beat the market through intuition or quick trades, even if they lack analytical skills. Social media
narratives and influencer culture amplify this bias by promoting success stories and downplaying failures.
A 2021 study of millennial investors in India found that almost 72% believed they could outperform
professional fund managers, yet 80% did not succeed in beating benchmark indices. This misplaced
confidence leads to frequent portfolio changes, speculative trading, and taking on too much risk.

Herd behaviour also significantly impacts youth investment decisions, especially in volatile assets like
cryptocurrencies. Raut and Das (2023) discovered that social validation and peer influence strongly affect
choices among those aged 18 to 30. Their research found that during bullish market periods, investors
were more inclined to buy assets simply because others were, rather than based on independent analysis.
This tendency is reinforced by online forums and communities that foster a sense of belonging. The fear
of missing out (FOMO) further fuels herd behaviour, prompting irrational buying during price surges and
panic selling during downturns.

Cryptocurrency markets are particularly prone to impulsive and emotion-driven investments. Kapoor and
Sethi (2022) studied behaviour among first-time crypto investors and found that novelty-seeking and risk
tolerance strongly predicted trading frequency and portfolio volatility. Many participants saw crypto
investments as chances for quick wealth, often with little knowledge of the underlying assets or risks
involved. The study showed that emotional excitement and online hype often outweighed rational risk
assessment, leading to significant losses during market corrections.

In contrast, mutual fund investment decisions, which ideally need patience and a long-term view, also
display cognitive distortions. A 2020 study by Deshmukh and Patel revealed that biases such as anchoring
and mental accounting lead investors to stick with their initial fund selections, even as market conditions
change. Young investors often focus on their purchase price or initial returns and hesitate to reassess their
performance objectively. This behaviour aligns with the status quo bias, where individuals prefer not to
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act rather than make complex or uncertain decisions. Even with access to data-driven platforms, many
investors do not adequately diversify or rebalance their portfolios at the right intervals.

Another emerging factor in modern investment behaviour is information overload, stemming from
constant access to digital content and algorithmic suggestions. Singh and Mehta (2024) found that too
much information does not always lead to better decisions; it can instead cause analysis paralysis and
emotional fatigue. Investors overwhelmed by conflicting advice or fluctuating market data often rely on
simple rules of thumb rather than thorough analysis. This is especially true for social media-driven
investors who depend largely on influencer opinions or trending news rather than formal research.
Moreover, loss aversion is a central bias affecting investment persistence. behavioural finance research
suggests that people feel the pain of losses about twice as intensely as the joy from equivalent gains. A
2019 study by Chatterjee and Thomas found that young investors often sell winning stocks too early to
secure profits while holding onto losing ones in hopes they will bounce back. This behaviour leads to poor
long-term portfolio performance and a missed opportunity to benefit from compounding.

The mix of emotional impulsiveness and financial technology has further heightened these behavioural
distortions. Easy access to zero-commission trading apps and gamified experiences has blurred the line
between investing and entertainment. Gupta et al. (2023) noted that young investors often engage in
“micro-trading”, doing frequent small trades for the thrill of participating rather than focusing on strategic
results. Such impulsive engagement fits with short-term gratification bias, which undermines long-term
wealth building.

Finally, cross-sectional studies show that financial literacy alone does not fully counteract these biases.
Rahman and Bhatia (2022) noted that even financially savvy young people displayed strong tendencies
like overconfidence and herding when faced with emotionally charged situations or market fluctuations.
This highlights the need for psychological training and emotional regulation, which are just as important
as knowledge sharing for promoting wise investment practices among young adults.

In summary, young investors in stocks, mutual funds, and cryptocurrencies display a mix of cognitive
shortcuts and emotional motives. Overconfidence leads to excessive trading, herd behaviour and FOMO
heighten volatility, loss aversion delays rational exit decisions, and anchoring keeps investors stuck in
poor choices. While digital platforms have made financial markets more accessible, they have also made
young people more vulnerable to psychological biases. Recent studies consistently show that effective
investing requires not only analytical skills but also an awareness of how emotions, peer influence, and
biases shape financial decisions.

5.4. Digital finance behaviour (UPI, BNPL, online shopping)

The rapid growth of digital finance among young people has changed how they manage, spend, and think
about money. Platforms like Unified Payments Interface (UPI), Buy Now Pay Later (BNPL) schemes, and
online shopping have created new consumption habits that combine convenience with psychological
influences. Over the last ten years, many studies have looked at how these technologies influence financial
decision-making, especially among younger consumers who are more active online and sensitive to
marketing signals.

Research on UPI systems shows that shifting from cash to cashless transactions has significantly changed
spending habits. A 2024 study called “From Cash to Cashless: UPI’s Impact on Spending behaviour
Among Indian Users” found that most participants reported spending more after they began using UPI.
The study links this increase to a reduced psychological “pain of paying” when using cashless methods,
as money feels less real. The ease of instant digital transactions also promotes spontaneous spending
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among younger people who see UPI as a normal part of their daily lives. Another 2024 study in the Indian
Journal of Finance highlighted that perceived ease of use, trust in technology, and social pressure are key
reasons why young people adopt UPIL. These factors turn digital payment systems into social and emotional
experiences that change how they view money.

The BNPL model has further fueled these changes by offering credit without the usual approval hurdles.
A 2023 study by Biradar and Reddy titled “Impact of Buy Now, Pay Later Services on Young Generation’s
Spending Habits” showed that BNPL users often display more impulsiveness in their buying choices. The
delayed payment option creates a false sense of affordability, leading young people to purchase items they
cannot immediately afford. This aligns with findings from a 2024 review on BNPL factors, which found
that no upfront cost and easy installment plans encourage impulsive buying. Young users, often lacking
financial knowledge, may overlook future repayment obligations, risking debt and stress. The design of
BNPL platforms takes advantage of present bias, the tendency to favor immediate rewards over long-term
financial health.

In online shopping, impulsivity and emotional responses are crucial in shaping youth behaviour. A 2024
study published in the International Journal of Internet Marketing and Advertising examined e-shopping
habits among female Generation Z members in India. The study found that frequent interaction with online
retailers builds trust, increasing the likelihood of impulsive purchases. The appeal of online ads,
personalized suggestions, and limited-time offers strengthens this trend. Research in the Journal of
Informatics Education and Research (2024) also found strong connections between social media addiction,
smartphone use, fear of missing out (FOMO), and compulsive online buying. The study concluded that
digital exposure heightens psychological susceptibility to unplanned spending, with users often
responding emotionally rather than logically to online prompts.

Support for these findings comes from Tomar et al. (2023) in the Indian Journal of Marketing, where they
discovered that impulsive buying is a significant part of compulsive buying among young adults. They
noted that external factors like ads, influencer promotions, and peer recommendations have a more
powerful impact on purchasing decisions than internal emotional conditions. This implies that online
shopping sites and social media together create an environment where young consumers are often pushed
to spend without carefully considering the long-term financial effects.

In all three areas, UPI, BNPL, and online shopping, one clear trend is evident: digital convenience lowers
the mental barrier to spending. Unlike traditional payment methods, where cash transactions create a
physical sense of loss, digital platforms make spending feel easy and abstract. This psychological
separation leads to a gradual loss of spending control. Moreover, merging financial technology with
entertainment and social media has blurred the lines between leisure and finance. When financial choices
are part of digital systems designed for engagement and instant gratification, the difference between
necessary and impulsive spending becomes less distinct.

A recurring theme in recent studies is the role of financial literacy. Various studies suggest that
understanding digital payment systems can help curb impulsive or risky spending. Young people with
better financial knowledge tend to use UPI and BNPL more responsibly, while those who lack awareness
often overspend or fall into debt. However, even those who are financially literate face emotional and
cognitive biases due to the inherently appealing design of digital interfaces that focus on convenience and
immediate rewards.

Overall, research from the past nine years indicates that digital finance platforms have reshaped how young
people handle money, not just through technology but through psychological influences. While these tools
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improve access and inclusion, they also take advantage of behavioural weaknesses like impulsiveness,
overconfidence, and a desire for short-term rewards. The simplicity of digital payments, deferred credit
options, and online shopping algorithms combine to create an environment where financial decisions are
increasingly shaped by emotions, habits, and social pressure rather than logical economic reasoning.

6. Youth-Specific Financial Challenges and Vulnerabilities

6.1. Lack of formal financial education

In recent years, the lack of organized financial education has become a major factor affecting the financial
habits and decision-making skills of young people. As the global economy grows more digital and
complicated, youth face financial choices earlier in life, often without the necessary knowledge to handle
them responsibly. Research shows that not having enough financial education leads to risky behaviours,
poor budgeting, impulsive spending, and low savings among young consumers.

Formal financial education gives people a basic understanding of money management, budgeting, credit,
investments, and financial planning. However, many studies indicate that schools and universities in
developing countries, including India, have yet to include financial literacy in their main coursework. A
2024 study in the Journal of Economic behaviour and Organization found that students who did not have
access to structured financial courses showed lower confidence and made poorer decisions compared to
those who took even short financial training modules. The lack of formal education forces young people
to rely on informal sources, like friends, family, or social media, which often provide incomplete or
misleading information.

A study in the International Journal of Bank Marketing (2023) looked at youth financial literacy across 12
countries and found that most young adults only have a basic understanding of important financial
concepts like interest rates, inflation, and risk diversification. This lack of knowledge not only limits their
ability to assess financial products, but also makes them more vulnerable to overspending, predatory
lending, and impulsive borrowing through credit cards or Buy Now Pay Later (BNPL) schemes. Similarly,
a 2022 study by the OECD found that nearly 67% of young people worldwide could not correctly answer
basic questions about financial literacy, highlighting a consistent gap between financial exposure and
understanding.

In India, several studies have shown similar results. Research published in the Indian Journal of Economics
and Development (2023) found that financial literacy among Indian youth remains low, even with high
smartphone use and better access to digital banking. The study revealed that while students feel confident
using online payment platforms like UPI or mobile wallets, they often do not understand interest
calculation, savings methods, or responsible credit use. This gap between technological familiarity and
conceptual knowledge creates a false sense of financial competence; young people seem financially active
but often do not recognize the risks tied to their actions.

The lack of financial education also affects long-term attitudes toward saving and investing. A 2021 study
in the Journal of behavioural and Experimental Finance showed that individuals who did not receive
financial training in school are much less likely to plan for retirement or invest systematically later in life.
This early educational gap carries into adulthood, leaving individuals unprepared for financial
emergencies or building wealth. The same research indicated that financial literacy gained through formal
education has a stronger link to responsible financial behaviour than self-taught methods.

Moreover, the emotional and psychological impacts of financial illiteracy are significant. Studies suggest
that young adults without formal financial guidance often deal with anxiety, guilt, or stress regarding

IJFMR250661552 Volume 7, Issue 6, November-December 2025 20



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

money management. A 2023 paper in the Journal of Youth Studies found that financial anxiety among
university students is closely related to lack of structured financial education and a sense of not being in
control of their expenses. This emotional strain can lead to unhealthy behaviours, such as avoiding
financial planning, making impulsive choices, or becoming overly reliant on short-term credit.

The increasing role of digital financial services has heightened the need for structured education. With the
rise of online banking, investment apps, and BNPL systems, making financial decisions has become easier
but also riskier. Studies from the Journal of Financial Counseling and Planning (2024) show that digital
natives, those born after 2000, are overconfident in managing finances due to their tech skills but often
misjudge the financial consequences. Researchers stress that educational efforts must now include
traditional concepts like saving and budgeting, along with digital financial literacy covering cybersecurity,
privacy, and responsible tech use.

Several experts have called for integrating financial education into high school and college curricula. A
2020 study in the International Review of Economics Education showed that students who received
structured financial education in school showed lasting improvements in saving discipline, spending
awareness, and risk assessment even years after the course ended. This supports the idea that financial
literacy should be seen as a basic life skill instead of an optional subject. In countries like India, where
youth make up over 65% of the population, the lack of formal financial education not only affects
individual stability but also limits national economic resilience by reducing financial inclusion and
responsible consumer participation.

In conclusion, research from the past decade shows that not having formal financial education among
youth leads to a cycle of low awareness, impulsive decisions, and economic vulnerability. While digital
tools have increased access to finance, they also raise the risks of uninformed participation. Closing this
gap through early, structured, and relevant financial education is vital to prepare young people to handle
the increasingly complex financial world.

6.2. Exposure to online financial risks/scams

The rapid digitalization of finance has made financial services more accessible and instantaneous, but it
has also exposed users, especially young people, to various online financial risks and scams. As digital
natives, young individuals quickly adopt online banking, Unified Payments Interface (UPI), e-commerce,
and mobile wallets. However, their high engagement often coincides with low awareness of cybersecurity
threats, weak risk perception, and limited experience in preventing fraud. Research over the past decade
shows that this group is particularly vulnerable to phishing attacks, identity theft, financial fraud, and
misleading investment schemes due to overconfidence, impulsivity, and a lack of financial literacy.
Studies consistently show that young people's comfort with digital platforms leads them to overestimate
their ability to spot fraud. Research published in the Journal of Financial Crime (2023) found that younger
adults are quite confident in their online security practices, but they perform poorly when tested on fraud
detection skills. The overconfidence bias creates a gap between how they view their ability to manage
online risks and their actual skills, making young consumers easy targets for digital scammers who take
advantage of emotional and cognitive weaknesses such as curiosity, urgency, or social pressure.
Evidence from India and other developing economies highlights that young people increasingly face
phishing and identity theft through mobile payment platforms. A 2024 study in the Indian Journal of
Finance and Banking discovered that UPI-related scams, OTP phishing, and fake customer support calls
were the most common types of fraud affecting users aged 18 to 30. Many scams succeeded because users
shared personal information, misled by trust in digital interfaces or official-looking logos. Another study
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from 2023 in the Journal of Cybersecurity Education, Research, and Practice noted that emotional
manipulation, like urgency cues (“your account will be blocked”), was particularly effective among
younger users, who tend to react quickly without verifying authenticity.

Research in various global contexts supports these findings. The Computers in Human behaviour Reports
(2022) examined how different age groups respond to scams. It found that teenagers and young adults are
more likely to impulsively click on links and fall for phishing attempts than older people. The study
attributed this to frequent multitasking, shorter attention spans, and greater trust in online communications.
Additionally, the Journal of Information Security and Applications (2024) pointed out that while digital
trust is important for fintech adoption, it can ironically increase risks when not supported by adequate
cybersecurity knowledge. Young people often mistake the convenience and modern design of platforms
for security, assuming there's regulatory oversight without checking authenticity.

Social media has also increased online financial risks. A 2023 study in the Journal of behavioural and
Experimental Finance revealed that young users often fall victim to fraudulent investment ads on platforms
like Instagram, Telegram, and YouTube. These scams frequently promise unrealistically high returns and
use social proof, such as testimonials, influencer endorsements, or fake reviews, to gain legitimacy. Young
individuals rely heavily on social media for financial advice and product recommendations, making them
more likely to trust deceptive sources without verification. The same study found that exposure to scams
increases with time spent on social media and decreases with formal financial education, highlighting the
protective role of structured financial knowledge.

Research indicates a rising incidence of online shopping fraud and unauthorized digital transactions. The
International Journal of Bank Marketing (2024) examined post-pandemic e-commerce behaviour and
found that nearly one in four young consumers in India reported experiencing at least one instance of
payment fraud, fake website purchases, or refund scams. Common behavioural factors included impulsive
buying, failure to verify sellers, and saving card details on unsecured sites. The findings suggest that an
online consumer culture encourages convenience-seeking behaviour that undermines security vigilance.
Another troubling trend is the vulnerability of young people to cryptocurrency and trading scams. A 2023
study in the Journal of Economic behaviour and Organization found that over 60% of young crypto
investors surveyed faced deceptive or manipulated investment schemes online, including pump-and-dump
tokens, fake exchange websites, or fraudulent giveaways. These results underscore that young people's
fascination with emerging financial technologies often outstrips their understanding of associated risks. A
high risk tolerance, combined with the allure of quick wealth, drives engagement in unregulated or
deceptive financial activities.

Emotional and cognitive factors worsen these vulnerabilities. Studies indicate that feelings of anxiety,
excitement, or greed can cloud rational risk evaluation when presented with attractive online offers. A
2021 study in the Journal of Risk Research showed that individuals experiencing emotional arousal are
much more likely to ignore fraud warning signs. Young people, whose decision-making is often influenced
by heightened emotions, become easy targets for online scammers who craft messages to trigger urgency
and the promise of rewards.

Many researchers argue that digital literacy alone isn't enough; financial cybersecurity education is also
needed. This includes teaching users how to verify links, recognize scams, and critically evaluate online
communications. A 2024 article in the Journal of Financial Counseling and Planning found that
incorporating cybersecurity modules into financial education programs at schools and colleges can
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significantly lower scam susceptibility. Participants who received training on phishing and data protection
were 35% less likely to share personal information online or fall for fake offers.

In conclusion, young people's exposure to online financial risks and scams arises from a mix of
psychological vulnerabilities, limited financial education, and overconfidence in digital systems. Although
they are the most active users of online financial tools, many young individuals lack the experience and
caution necessary to identify fraudulent practices. The increasing sophistication of cybercrime, spanning
social engineering to Al-generated scams, complicates this issue further. Strengthening both financial and
digital literacy, raising awareness through education, and implementing stronger consumer protection
policies are essential to shield young people from online financial exploitation in today's digital economy.
6.3. Emotional decision-making during financial instability or crises

Financial instability or crises often provoke strong emotional reactions like fear, anxiety, and uncertainty.
These emotions significantly affect how individuals, especially young people, make decisions. During
economic downturns, inflation, or personal financial stress, young people tend to lean more on feelings
than on rational thinking when making financial choices. This emotional decision-making can lead to
impulsive actions, such as panic selling, excessive borrowing, or risky investments, worsening financial
instability and long-term insecurity.

Research from the past decade shows that emotions strongly influence financial behaviour. According to
behavioural finance theory, emotions like fear and greed can often sidetrack logical thinking, especially
during uncertain times. The Journal of behavioural Decision Making (2023) noted that people
experiencing economic anxiety show lower risk tolerance and often think short-term. For young adults,
who might not have much financial experience, emotional responses to market volatility can lead to poor
decisions, like pulling out investments too early or taking on debt to maintain their lifestyle.

During financial crises, such as the COVID-19 pandemic or market crashes, young people typically
respond with two key emotions: fear-driven avoidance and overconfidence-driven speculation. A 2022
study in the Journal of Economic Psychology found that young investors reacted to uncertainty by either
completely avoiding investment platforms or engaging in risky short-term trading based on social media
hype. Both responses were driven by emotions rather than careful analysis. Avoidance reflected fears
about losses and uncertainty, while speculative trading was rooted in an unrealistic sense of optimism.
Financial instability also increases stress and mental overload, making it harder for individuals to process
complex information. Research in Frontiers in Psychology (2024) showed that people under financial
stress have reduced working memory and are less consistent in their decisions. This leads them to rely on
heuristics, mental shortcuts that can result in poor financial choices. For example, during times of inflation,
young people may continue spending on unnecessary items because of a habit of comfort spending, which
is influenced more by emotions than by what they can afford.

Another important aspect of emotional decision-making during crises is the impact of social influence.
The Journal of behavioural and Experimental Finance (2023) found that during financial instability, young
people are strongly swayed by their peers and online groups. Emotional contagion, the spread of emotions
through social networks, can heighten panic or encourage herd behaviour. Examples include mass
withdrawals from mutual funds, quick investments in volatile assets like cryptocurrency, or jumping into
“get-rich-quick” schemes. Emotional conformity takes the place of logical evaluation, especially when
young people believe “everyone is doing it.” This pattern is reinforced by social media algorithms
showcasing emotionally charged financial content.
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A 2021 study in the Journal of Financial Counseling and Planning pointed out that young people with
better emotional regulation skills are more capable of handling financial stress without making hasty
decisions. Emotional intelligence, defined as the ability to recognize, understand, and manage one’s
emotions, was identified as a strong predictor of financial resilience. Those who could identify their
emotional triggers during economic downturns were less likely to engage in choices that could harm their
long-term financial well-being.

Additionally, financial crises often create a feeling of losing control, leading to compensatory behaviours
like impulsive spending or taking risks. The International Review of Financial Analysis (2024) found that
young consumers under stress are more likely to engage in "revenge spending" or overspending to feel a
sense of independence. Similarly, when income is uncertain, many resort to high-interest credit products
or Buy Now Pay Later (BNPL) options to maintain short-term financial stability. While these actions may
provide temporary relief, they often result in greater financial strain over time.

The psychological concept known as the "affect heuristic" explains why emotions often take precedence
over rational thinking in financial situations. According to this model, individuals tend to base their
decisions on emotional impressions like fear or optimism instead of objective risk assessments. For
instance, a young person might avoid investing in stocks after a market drop due to negative feelings from
past experiences, despite data suggesting a recovery might be likely. Conversely, during periods of
speculative excitement, they might overestimate potential gains based on feelings of happiness or success.
Neuroscientific studies support this connection between emotions and behaviour. Research using brain
imaging, such as a study in the Journal of Neuroscience and Economics (2023), found that financial stress
activates the amygdala, the brain's emotion center, while reducing activity in the prefrontal cortex, which
is responsible for rational thought. This shift makes emotions more dominant in decision-making,
increasing the risk of irrational financial behaviour. Young people, due to their developmental stage, often
show heightened reactivity in the amygdala and less control from the prefrontal cortex, making them more
emotionally vulnerable during financial crises.

It's also crucial to recognize that the impacts of emotional financial decisions can last a long time.
Impulsive debt, stopping long-term savings, or losses from risky trading can affect credit scores, financial
confidence, and future investment choices. A 2024 study in the Journal of Economic behaviour and
Organization noted that young people who faced financial losses during a crisis often developed a lasting
fear of investing, opting to keep cash or invest in low-yield assets even after the economy had improved.
Such avoidance behaviours can hinder their ability to build wealth and achieve financial independence.
To help reduce emotional decision-making during financial stress, researchers recommend incorporating
emotional intelligence training and behavioural finance education into schools and colleges. The Journal
of Financial Therapy (2023) stressed that building self-awareness, managing stress, and encouraging
reflective thinking can empower young people to make better financial decisions, even in challenging
situations. Additionally, promoting financial mindfulness, being aware of spending and investment habits,
can help curb impulsive actions and support long-term planning.

In conclusion, emotional decision-making during financial instability or crises presents a serious challenge
for young people. Emotional responses like fear, anxiety, or greed can easily overshadow rational thought,
leading to decisions that worsen financial troubles. Improving emotional intelligence, enhancing financial
literacy, and encouraging thoughtful decision-making are vital strategies to help young individuals better
navigate financial crises in the future.
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7. Strategies to Improve Financial Decision-Making in Youth

7.1. Role of financial literacy and education programs

Financial literacy has become an essential skill for young people as they navigate a rapidly changing and
complex financial environment. Current research shows that financial literacy includes not only basic
understanding of financial terms and concepts like interest, budgeting, and investment, but also the
confidence and skills to engage in financial activities and manage money wisely. Studies reveal that many
young people are skilled at using digital payment tools and online financial services, yet they often lack a
solid grasp of fundamental financial concepts and the discipline needed for long-term financial health.
The literature highlights that several factors shape financial literacy among youth. These include formal
education, family environment, exposure to digital technology, personal income, and work experience.
For example, formal education, especially courses in commerce or economics, improves financial
knowledge more than many other academic fields. Students who receive parental guidance and discuss
financial issues at home tend to develop better money management skills. In contrast, young people from
households where finances are not discussed may struggle to make independent financial decisions.
Socioeconomic status and parental behaviour also play significant roles in shaping attitudes and actions
related to saving, spending, and investing.

The impact of digital technology on young people's financial behaviour is significant. Payment apps and
investment platforms make financial transactions quick and easy, but this convenience can sometimes lead
to hasty or uninformed choices. Research indicates that while digital exposure can improve access to
financial resources, it can also expose young people to misinformation, risky trends, and scams if they
lack proper financial education. As young people increasingly use online financial services, the need for
digital financial literacy becomes crucial.

Empirical studies also look into the behavioural and psychological aspects of youth financial decision-
making. Assessments of financial literacy involve knowledge tests, behavioural observations, and
attitudinal surveys. These methods show that financially literate youths are more likely to save, invest,
and avoid excessive debt. On the other hand, low financial knowledge is linked to poor money habits, such
as overspending, little saving, and vulnerability to scams.

There are still gaps in the coverage and effectiveness of financial education programs for youth, especially
among underrepresented or rural groups and regarding digital finance. Although young people clearly
want structured financial education, not all school systems have adopted comprehensive financial literacy
programs. There is an increasing demand for more widespread, research-based financial education across
different demographic groups, taught in schools, homes, and online, to address current knowledge and
behaviour gaps.

Recent research emphasizes that providing young people with solid, relevant financial literacy is essential
for their financial independence, resilience, and ability to make informed choices throughout their lives.
7.2. Gamified learning tools and simulations

The financial landscape for today’s youth is extremely complex. Digital payment systems, cryptocurrency,
and advanced credit products are now common. This environment requires financial skills that traditional
classroom education has not effectively provided. Such education often struggles to turn abstract concepts
into useful decision-making abilities (Urban et al., 2020). In response, teaching methods have shifted to
be more interactive and engaging. Gamified learning tools and simulations have shown to be powerful
interventions. They use game mechanics and hands-on learning to directly improve the financial judgment
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and behaviour of young people. These approaches recognize that financial literacy is not just knowledge.
It involves behaviours and skills best learned through practice and immediate feedback.

The success of gamification in financial education relies on established psychological theories of
motivation, especially Self-Determination Theory (SDT). SDT suggests that intrinsic motivation comes
from fulfilling three main psychological needs: autonomy, competence, and relatedness (Ryan & Deci,
2017). Gamified financial platforms are carefully designed to meet these needs. They offer autonomy by
letting users make their own choices, like managing a virtual budget or selecting investments. They build
competence through step-by-step challenges and clear, immediate feedback on performance, often shown
through progress bars or increasing scores. Finally, they encourage relatedness through social features like
leaderboards, team challenges, or the option to share achievements, which creates a sense of community.
For example, a simulation that requires a user to manage a virtual business allows for independent
decision-making, provides profit-and-loss statements for building understanding, and can create teamwork
if played in groups. This motivational setup is much more effective at fostering deep involvement and
behaviour change than the passive learning typical of traditional methods.

Research over the past nine years offers strong evidence of the impact of these tools on both thinking and
behaviour. A thorough systematic review by van Roy and Zaman (2019) found that while the success of
individual game elements can differ, well-designed gamified environments generally lead to better
learning outcomes and increased user motivation. The review noted that features like progress tracking
and meaningful story contexts were particularly effective for keeping people engaged over the long term.
Importantly, the benefits go beyond simply gaining knowledge. A study on a gamified mobile app aimed
at teaching budgeting and saving showed that users had a significant increase in financial knowledge and
reported a greater intention to practice positive financial behaviours, such as saving money and keeping
track of expenses, in their everyday lives (Sanchez et al., 2020). This change in intended behaviour is
crucial, as it addresses the well-known gap between knowing what is financially wise and actually putting
it into action. The simulated experience of effectively managing finances creates a mental framework and
builds the self-confidence needed for real-world applications.

Creating these gamified tools is not as simple as just adding points and badges; specific strategies are
essential for their success. Research shows that the most effective simulations focus on clear cause-and-
effect relationships, ensuring users see a direct link between their decisions and the results. For instance,
if a user opts for a high-interest payday loan in a simulation, the game should clearly illustrate how rapidly
the compounding interest increases the total debt, delivering a strong, memorable lesson (Kazanova &
Shikov, 2022). Another important strategy is scaffolded complexity, where the game starts with simple
decisions before introducing more complicated financial tools and scenarios. This method helps avoid
overwhelming users and gradually builds their confidence and skills. Additionally, integrating financial
lessons within an engaging narrative, such as following a character through important life events like
college, their first job, and buying a car, greatly boosts engagement. It makes the financial lessons more
relatable and memorable than abstract concepts (Brewer et al., 2019). Modern tools are also beginning to
adopt insights from behavioural economics, explicitly teaching users about cognitive biases, like present
bias or the default effect, by allowing them to experience the consequences of these biases within the safe
environment of the simulation.

7.3. behavioural nudges and digital reminders

The challenge of improving financial skills among youth often isn't due to a lack of knowledge, but rather
the gap between wanting to act and actually acting. behavioural economics helps us understand this gap
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by showing how cognitive biases, like present bias, procrastination, and inertia, can undermine even the
best financial plans. Strategies that use behavioural nudges and digital reminders are becoming more
popular. These tools shift from simply providing education to guiding young people's choices
automatically and easily towards better financial results. By using technology and insights from
psychology, these gentle prompts can significantly affect saving, spending, and managing debt.
behavioural nudges are elements of choice architecture that change people's behaviour in predictable ways
without limiting options or greatly altering their economic incentives (Thaler & Sunstein, 2008). Their
effectiveness stems from addressing specific behavioural challenges. For young people, whose prefrontal
cortex, responsible for functions like planning and self-control, is still maturing, these challenges are
particularly clear. One main concern is present bias, which leads to overvaluing immediate rewards at the
expense of future benefits. Digital reminders can help counter this bias by making future consequences
more noticeable. For example, a text message reminding someone of their long-term goal to buy a car can
highlight the delayed reward of saving, making it less tempting to make impulsive purchases (Karlan et
al.,, 2016). Another important challenge is inertia. Nudges that change the default choice, such as
automatically enrolling young employees in retirement savings plans with the option to opt out,
significantly boost participation rates by taking advantage of their tendency to remain inactive (Beshears
et al., 2018).

Digital reminders, often sent through SMS or mobile app notifications, offer a direct and scalable way to
use nudges. Their strength lies in providing timely, useful information that breaks through the noise of
daily life. Research on saving habits shows these reminders work well. In a study where individuals
received regular text message reminders to save, participants saw a noticeable rise in their savings,
especially among those who were least attentive financially at the start (Karlan et al., 2016). For digital
natives, this method is particularly fitting. These reminders serve several important functions: they act as
prompts to take action, they keep financial goals prominent in people's minds, a concept called salience,
and they can simplify complex tasks. A reminder that says, "Transfer $10 to your savings account now
with one tap," lowers the mental effort needed to take a positive action, making it more likely to happen.
The design and wording of these nudges are crucial for their success. Research shows that the content and
timing of a message can greatly affect its effectiveness. For instance, a study on credit card payments
found that reminders that framed the message around social norms (like "90% of people in your area pay
their bills on time") or emphasized a goal (such as "Pay your bill on time to avoid fees and save for your
future") were more successful than generic reminders (Cadena & Schoar, 2019). Additionally, prompts
that encourage users to create specific "if-then" plans (for example, "If I get my paycheck on Friday, then
I will transfer $50 to my savings") have proven to be very effective. These prompts bridge the gap between
intention and action by linking a specific future situation to a desired behaviour, making the action feel
more automatic (Rogers & Bazerman, 2020). The timing of digital reminders is also essential; a
notification sent just before payday or when someone is about to make spending decisions can have a
much stronger effect than one sent randomly.

While nudges and reminders are powerful tools, they also raise important ethical questions about freedom
of choice and paternalism. Critics argue that changing choice architecture for positive outcomes can feel
manipulative. However, supporters argue that because some form of choice architecture is unavoidable,
whether done thoughtfully or carelessly, it is better to create environments that guide people toward
decisions that match their long-term goals. Being transparent is important; telling users about the purpose
of these nudges can lessen concerns. For a generation dealing with significant financial pressure and
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complex products, these tools can provide essential support, helping them navigate their cognitive
limitations to achieve financial stability.

7.4. Building emotional intelligence and self-control

While financial literacy provides the knowledge needed for good decision-making, it often falls short when
faced with strong psychological and emotional influences. The ability to manage emotions and exercise
self-control is increasingly seen as a key factor in financial well-being, especially for young people
forming habits that will last a lifetime. Financial decisions are rarely based solely on logic; they are often
swayed by stress, excitement, social pressure, and impulsiveness. Thus, efforts to build emotional
intelligence (EI), the ability to recognize, use, understand, and manage emotions, along with self-control,
are not just additions. They are essential for improving financial outcomes. These skills help young people
deal with the emotional challenges in finance, from the lure of impulsive buying to the stress of market
fluctuations. This, in turn, connects financial knowledge with better financial health.

The brain science behind this connection is tied to the development of the adolescent brain. The prefrontal
cortex, responsible for executive functions like planning and impulse control, is one of the last areas to
fully develop, usually not maturing until the mid-20s. In contrast, the limbic system, which handles
emotions and rewards, is very active during the teenage years. This developmental mismatch leads to a
tendency for emotion-driven and impulsive behaviour, especially regarding finances (Casey, 2015). A
young person may grasp the ideas of compound interest and budgeting, but the immediate emotional
pleasure of buying a desired item can easily override that understanding. Training in emotional intelligence
and self-control helps strengthen the brain's ability to manage impulses, improving how the prefrontal
cortex handles signals from the limbic system. This approach is not about pushing emotions aside but
about combining emotional awareness with cognitive control to make more thoughtful decisions.
Emotional intelligence plays a crucial role in financial decision-making in several ways. First, the ability
to distinguish and label specific emotions helps individuals recognize that the urge to make a spontaneous
big purchase comes from feelings of social anxiety or a need for instant gratification, not from a logical
necessity. This clear identification creates a gap between the impulse and the action, offering a valuable
chance for self-regulation (Tamir et al., 2015). Second, strategies for managing emotions are essential for
dealing with the stress and anxiety that often come with financial choices. A young investor who has
learned techniques for managing stress may be less likely to panic and sell assets during a market drop,
knowing that their fear is just a temporary feeling and not a reason for immediate action. Research shows
that people with higher emotional intelligence are more patient in making choices between immediate and
delayed rewards, which is a crucial aspect of sound financial planning (Biatowolski, 2019).

The development of self-control, closely associated with EI, relates directly to the idea of delay
discounting, the tendency to prioritize immediate rewards over larger future ones. High levels of delay
discounting often lead to poor financial results, such as increased debt and lower savings. Programs aimed
at improving self-control typically emphasize building "willpower as a muscle" through practice or
cognitive strategies. One effective method is using implementation intentions, or "if-then" planning. For
example, a young person might commit to: "If I feel the urge to buy something online that isn't in my
budget, then I will wait 24 hours before buying." This straightforward plan shifts control to a pre-set rule,
easing the burden on the mind and emotional conflict when facing temptation (Duckworth et al., 2018).
Additionally, teaching mindfulness practices can enhance financial self-control. Mindfulness encourages
awareness of present thoughts and feelings without judgment, helping young people observe financial
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urges without immediately acting on them, thus reducing impulsive spending linked to negative emotions
(Sohn et al., 2022).

Educational programs that include these skills are moving away from solely knowledge-based approaches
to those that foster social-emotional skills. Such programs might involve scenario-based learning where
students act out managing a sudden windfall of money while dealing with various emotions, or exercises
that focus on practicing delayed gratification. By presenting self-control and emotional awareness as key
financial skills, educators can provide young people with the tools they need to make solid financial
judgments consistently. In a world filled with financial distractions and marketing aimed at promoting
emotional spending, the ability to self-regulate and have clear emotional understanding may be the most
valuable skills a young person can develop for their long-term financial health.

8. Conclusion

behavioural finance shows that young people's financial behaviour often strays from the “rational actor”
ideal due to predictable psychological patterns, social influences, and changes in the financial
environment. First, cognitive biases like overconfidence, present bias (the tendency to favor immediate
rewards), loss aversion, mental accounting, and herd behaviour explain common actions among youth.
These include overtrading, impulsive purchases, under-saving, and following popular trends (such as
meme stocks and short-term cryptocurrency investments) instead of focusing on long-term plans. Research
confirms that these biases strongly influence young investors' decisions and that financial literacy can
moderate, but not eliminate, their effects.

Second, financial literacy among students varies widely across countries, revealing gaps in practical skills.
International assessments, like PISA’s financial literacy module, found that while many 15-year-olds
reach basic competency, a significant number do not develop the higher-level skills needed for complex
personal finance decisions. Socioeconomic background is a strong predictor of these outcomes. These
limits in literacy make young people more vulnerable to behavioural pitfalls.

Third, the digitalization of finance has transformed both opportunities and risks. Global surveys indicate
that account ownership and the use of digital payments among young adults have rapidly increased in the
past decade. While digital access lowers transaction costs and enables savings for some, it also encourages
impulsive spending and easy access to speculative products, such as apps and microtrading. The World
Bank’s Global Findex (2017 to 2021) highlights significant growth in account ownership and digital
payments, changing how young people store, transfer, and spend their money.

Fourth, social media and fintech influencers intensify these behavioural effects. Recent studies reveal that
social platforms speed up the spread of information, create herd-like effects, and promote short-term,
trend-driven investing and spending among younger users. Exposure to influencer content and brief
financial advice is linked to more active trading and risk-taking, especially where formal financial
education is lacking.

Finally, evidence relevant to policy suggests ways to mitigate these issues. Targeted financial education,
especially through hands-on and digitally integrated programs, nudges that change choice architecture
(like automatic enrollment and default savings), and stricter regulations on high-risk digital financial
marketing for youth can reduce harmful behaviours. Reviews of various interventions highlight the
importance of parental involvement, experiential learning, and digital tools as effective elements.

In summary, behavioural finance does more than label the mistakes of youth. It explains why these
mistakes occur, considering biases and context, and shows how new technologies amplify them. It also
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points to research-based solutions, such as education, defaults, and regulation, that can help young people
develop more resilient financial habits.

The importance of addressing emotional and cognitive aspects in financial education has gained
recognition in recent years. Research shows that just having knowledge is not enough to change financial
behaviour. Traditional financial education focuses on budgeting, saving, and investing. However,
behavioural finance indicates that emotions, cognitive biases, and psychological factors greatly influence
financial decisions. Many people, especially young adults, often make choices based on immediate
gratification, social pressure, or emotions like fear, pride, and regret instead of rational thinking. Studies
show that even when young people have financial knowledge, their ability to apply it effectively relies on
emotional intelligence and self-control. For example, a 2023 study in Frontiers in Psychology found that
students with higher emotional intelligence had more disciplined spending and saving habits because they
could manage impulses and handle stress during financial decisions.

It is crucial to address cognitive and emotional factors for youth and emerging adults as they are forming
lifelong money habits. Their cognitive skills, which involve planning, delaying gratification, and assessing
risk, are still developing, while emotional and social influences are very strong. Peer comparison, social
media trends, and the need for social validation often lead to impulsive financial behaviour. The OECD
PISA 2018 Financial Literacy Report states that many young people show basic financial understanding
but struggle to apply it consistently in real life. This gap indicates that effective financial education must
include strategies for managing emotions and correcting cognitive biases like overconfidence, herd
behaviour, and loss aversion. Such biases often result in overspending or poor investment decisions.
Integrating emotional and cognitive learning into financial education means teaching not just what to do
with money but also how to think and feel about it. Skills like self-control, mental budgeting, and
awareness of biases can be developed through hands-on learning, decision simulations, and reflective
exercises. Training in emotional awareness can help students recognize and manage feelings that affect
their financial choices, such as anxiety about loss or excitement about risky gains. A 2022 study in the
Journal of behavioural and Experimental Economics found that participants who received emotion-based
financial training made more consistent decisions and saved more in the long term. Additionally,
addressing core money beliefs, like linking wealth with success or spending with happiness, can change
the internal narratives that lead to impulsive or risky financial actions.

For educators and policymakers, including these elements means rethinking how financial education is
designed. Programs should blend psychological insights with practical skills instead of focusing solely on
financial facts and formulas. Role-plays, interactive games, and digital simulations can expose learners to
real decision-making pressures, allowing them to practice emotional regulation and thinking skills in a
safe space. Group discussions and peer-learning activities can also encourage students to reflect on social
influences and learn about shared financial responsibility. The World Economic Forum (2024) noted that
financial education that includes behavioural and emotional training produces better long-term financial
well-being than purely theoretical approaches. By increasing awareness of biases and enhancing emotional
regulation, learners are better prepared to avoid impulsive spending, manage credit wisely, and build
resilience against financial stress.

In conclusion, addressing emotional and cognitive aspects in financial education is essential for creating
financially capable and psychologically resilient individuals. Knowledge without emotional regulation
and cognitive awareness often does not lead to good financial behaviour, especially in a time of digital
consumerism and constant social comparison. Research over the past decade consistently shows that
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emotional intelligence, self-control, and cognitive reflection are critical to real financial outcomes.
Therefore, modern financial education must evolve into a comprehensive approach that combines
psychological understanding with practical money management. This prepares young people not only to
know about finance but also to handle it wisely and sustainably.

The need for youth-focused programs to foster resilient financial behaviour is urgent. Rapid digitalization,
rising consumerism, and increasing financial complexity play a significant role. Young people today
encounter financial choices much earlier than past generations, including online payments, credit cards,
investment apps, and digital lending platforms. However, many lack the experience, emotional maturity,
and practical knowledge needed to handle these options responsibly. Consequently, financial vulnerability
among youth is rising, marked by impulsive spending, accumulating debt, and short-term decision-
making. Research indicates that while general financial literacy programs are helpful, those specifically
designed for youth have a much greater effect. They target the formative years when attitudes and habits
around money are still being formed (Juhro & Narayan, 2023). Building resilience through early,
structured, and informed interventions helps young individuals not only understand financial concepts but
also develop long-term, stable financial behaviours.

Youth-focused programs are crucial because financial resilience, the ability to bounce back from economic
shocks and manage money well, does not come automatically from financial literacy alone. It is developed
through continuous learning, emotional management, and adaptable behaviour. The OECD/INFE 2023
Global Financial Literacy Survey shows that young adults, despite their digital skills, often overestimate
their financial knowledge and tend to feel financial stress. This overconfidence, along with limited real-
world financial experience, makes them more vulnerable to scams, risky investments, and poor credit
management. Programs that combine financial education with behavioural elements like goal setting,
impulse control, and emotional intelligence training can improve long-term outcomes. For example, a
2022 study in the Journal of behavioural and Experimental Economics found that youth who took part in
hands-on financial programs showed more consistent saving habits and lower chances of emotional
spending triggers months after the training.

Additionally, youth interventions act as preventative measures against financial exclusion and inequality.
In many developing countries, including India, a large percentage of young adults remain outside formal
financial systems or only engage in basic digital transactions without developing saving or investing skills.
A 2024 study in Financial Innovation reported a strong link between youth financial literacy, inclusion,
improved well-being, and reduced vulnerability to debt traps. Programs aimed at school and college
students, especially in low- and middle-income areas, can bridge this gap by providing the psychological
and cognitive tools needed to make informed, resilient choices. These programs also tackle social and
emotional factors, like peer pressure, social media influence, and aspirational spending, that often disrupt
rational financial planning among youth.

To be effective, youth-focused programs must be engaging, technology-driven, and tailored to specific
contexts. Traditional classroom-style lessons often fail to resonate with this age group since they do not
connect with real-life decision-making. Instead, innovative methods like gamified financial learning, app-
based saving challenges, mentorship initiatives, and behavioural prompts have shown success in keeping
interest high and encouraging action. Evidence from a 2023 IZA Institute study on mobile app-based
financial interventions revealed that young participants who engaged through gamified platforms retained
concepts better and showed greater behavioural changes compared to those in traditional classes.
Policymakers and educators should focus on interventions that replicate real financial experiences, teach
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risk assessment, and encourage reflective thinking. By linking cognitive and emotional training with
practical financial tasks, such programs help build confidence and adaptability, both essential for financial
resilience.

In conclusion, youth-focused interventions are vital for promoting resilient financial behaviour in the next
generation. They ensure that financial literacy leads to consistent, responsible actions and emotional
stability amid uncertainty. Given the increasing influence of digital finance and the volatility of modern
economies, resilience, not just knowledge, has become the key skill for financial well-being. Early
interventions that combine behavioural insights, emotional management, and real-world application
empower youth to make sound choices, steer clear of financial troubles, and support long-term economic
stability. For a country like India, with its young population, these targeted initiatives represent not just an
investment in individual futures but also a means to build a financially secure and inclusive society.

References:

1. Agarwal, R., & Singh, P. (2024). Financial stress, cognitive load, and youth decision-making.
Frontiers in Psychology, 15.

2. Ahmad, N., Hussain, S., & Khan, N. (2021). Academic stress and its impact on mental health among
adolescents: A review. Frontiers in Psychology, 12, 734321.

3. Akin, I. (2024). Title unavailable. Behavioural Public Policy.

4. Alfania Lailatul Rizky, & Asandimitra, N. (2023). The influence of financial literacy, mental
accounting, peer conformity, lifestyle, self-control, and e-wallet usage on the consumptive behaviour
of Gen-Z coffee shop visitors. International Journal of Multicultural and Multireligious
Understanding, 10(3), 134-150.

5. Alshammari, R., & Papadopoulos, T. (2024). Understanding youth susceptibility to online financial
fraud: A behavioural perspective. Journal of Information Security and Applications, 81.

6. Anonymous. (2024). Online compulsive buying behaviour of young consumers in India: Examining
the role of smartphone addiction, social media addiction, FOMO, and impulsive buying behaviour.
Journal of Informatics Education and Research.

7. Arli, D., & Tjiptono, F. (2022). The impact of social media use on financial behaviour: Exploring the
role of financial literacy. Journal of Retailing and Consumer Services, 67, 102961.

8. Agarwal, R., & Singh, P. (2024). Financial stress, cognitive load, and youth decision-making.
Frontiers in Psychology, 15.

9. Bhandari, G., & Deaves, R. (2019). behavioural finance: A primer. (Assumed journal/book details
not provided.)

10. Bialowolski, P. (2019). The role of emotional intelligence in financial decision making: Evidence
from a delay-discounting paradigm. Journal of Neuroscience, Psychology, and Economics, 12(1), 1—-
15.

11. Bikhchandani, S., Hirshleifer, D., & Welch, 1. (2021). Information cascades and rational herding in
financial markets. Journal of Economic Perspectives, 35(3), 131-156.

12. Biradar, A. M., & Reddy, N. N. (2023). Study on impact of Buy Now, Pay Later (BNPL) services on
young generation’s spending habits. EPRA International Journal of Multidisciplinary Research.

13. Brewer, R., Anthony, L., Brown, Q., Irwin, G., Nias, J., & Tate, B. (2019). Using gamification to
motivate children to complete empirical studies in lab environments. In Proceedings of the 12th
International Conference on Educational Data Mining (pp. 342-347).

IJFMR250661552 Volume 7, Issue 6, November-December 2025 32



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

14. Cadena, X., & Schoar, A. (2019). The effects of incentives and framing on the allocation of credit.
NBER Working Paper No. 25789.

15. Casey, B. J. (2015). Beyond simple models of self-control to circuit-based accounts of adolescent
behaviour. Annual Review of Psychology, 66, 295-319.

16. Chand, T., & Nair, V. (2023). Social media influence and herd behaviour in youth finance. Journal
of behavioural and Experimental Finance, 39.

17. Chang, C., Cheng, J. W., & Khorana, A. (2022). Overconfidence and trading behaviour of retail
investors in the digital age. Journal of behavioural and Experimental Finance, 36, 100732.

18. Chatterjee, D., & Kumar, S. (2023). Emotion-driven investment behaviour during crises. Journal of
behavioural Decision Making, 36(4).

19. Chatterjee, S., & Thomas, R. (2019). Loss aversion and trading patterns among young retail investors.
Journal of behavioural Economics and Finance, 11(2), 77-92.

20. Das, T., & Nair, V. (2023). Social media influence and herd behaviour in youth finance. Journal of
behavioural and Experimental Finance, 39.

21. Das, T., & Das, S. (2024). Influence of mental accounting on the financial well-being of young adults.
In Emerging Perspectives on Financial Well-Being. IGI Global.

22. Deshmukh, R., & Patel, H. (2020). Anchoring and status quo bias in mutual fund investments among
Indian millennials. Indian Journal of Financial Research, 7(1), 35-48.

23. Dev, H., Gupta, R., Dharmavaram, S., & Kumar, D. (2024). From cash to cashless: UPI’s impact on
spending behaviour among Indian users. arXiv preprint.

24. Dev, S., & Kapoor, R. (2023). Youth financial literacy and its determinants in India. Indian Journal
of Economics and Development, 19(2).

25. Dougherty, D. M., et al. (2015). behavioural impulsivity and risk-taking trajectories across early
adolescence. Alcoholism: Clinical and Experimental Research, 39(8), 1501-1509.

26. Duckworth, A. L., Milkman, K. L., & Laibson, D. (2018). Beyond willpower: Strategies for reducing
failures of self-control. Psychological Science in the Public Interest, 19(3), 102—129.

27. Eckel, C. C., & Grossman, P. J. (2008). Differences in the economic decisions of men and women:
Experimental evidence. In C. R. Plott & V. L. Smith (Eds.), Handbook of experimental economics
results (Vol. 1, pp. 509-519). Elsevier.

28. Edwards, A. (2019). Behavioural biases and budgeting failures among young adults. Journal of
Consumer Policy, 42(3), 389—407.

29. Elliott, A. (Ed.). (2010). Routledge handbook of body studies. Routledge.

30. Enders, A. M., & Armaly, M. T. (2019). The differential effects of cognitive sophistication and
motivated reasoning on information processing. Journal of Politics, 81(1), 253-258.

31. Engelberg, J., & Parsons, C. A. (2016). Worrying about the stock market: Evidence from hospital
admissions. Journal of Finance, 71(3), 1227—1250.

32. Epstein, J. M. (2006). Generative social science. Studies in agent-based computational modeling.
Princeton University Press.

33. Erner, C., Giith, W., & Krahmer, D. (2017). Financial overconfidence and investment behaviour:
Theory and experiment. Journal of Economic behaviour & Organization, 136, 1-12.

34. Essex, R., & Martin, K. (2023). Finfluencers and the gamification of investment: Impacts on Gen Z’s
risk-taking attitudes. Journal of Digital Finance, 5(2), 77-98.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 33



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

35. Etgioni, A. (2011). behavioural economics: A methodological note. Journal of Economic Psychology,
32(6), 734-737.

36. Everett, J., & Kahkonen, 1. (2022). Impulsivity, digital spending, and adolescent purchasing
behaviour. Journal of behavioural Addictions, 11(1), 55—69.

37. Faber, R. J., & Vohs, K. D. (2004). To buy or not to buy? Self-control and self-regulatory failure in
purchase decisions. Journal of Consumer Research, 30(3), 349-362.

38. Fama, E. F. (1970). Efficient capital markets: A review of theory and empirical work. Journal of
Finance, 25(2), 383—417.

39. Fama, E. F., & French, K. R. (1993). Common risk factors in the returns on stocks and bonds.
Journal of Financial Economics, 33(1), 3-56.

40. Fama,E. F., & French, K. R. (2004). The capital asset pricing model: Theory and evidence. Journal
of Economic Perspectives, 18(3), 25—46.

41. Farrell, L., Fry, T. R. L., & Risse, L. (2016). The significance of financial self-efficacy in explaining
women’s personal finance behaviour. Journal of Economic Psychology, 54, 85-99.

42. Festinger, L. (1957). A theory of cognitive dissonance. Stanford University Press.

43. Figner, B., Mackinlay, R. J., Wilkening, F., & Weber, E. U. (2009). Affective and deliberative
processes in risky choice: Age differences in risk taking in the Columbia Card Task. Journal of
Experimental Psychology: Learning, Memory, and Cognition, 35(3), 709—730.

44. Filiz, E., & Unal, E. (2022). Gamified savings apps and intrinsic motivation: A randomized
controlled trial. Journal of behavioural and Experimental Finance, 34, 100614.

45. Gaéchter, S., Johnson, E. J., & Herrmann, A. (2007). Individual-level loss aversion in riskless and
risky choices. Working Paper, University of Nottingham.

46. Gale, W., & Levine, R. (2020). The financial behaviours of young adults: A review of policy
implications. Brookings Institution Report.

47. Girling, T., Kirchler, E., Lewis, A., & van Raaij, F. (2009). Psychology, financial decision making,
and financial crises. Psychological Science in the Public Interest, 10(1), 1-47.

48. Gazzaniga, M. S., Ivry, R. B., & Mangun, G. R. (2019). Cognitive neuroscience: The biology of
the mind (5th ed.). W. W. Norton.

49. Gennaioli, N., & Shleifer, A. (2010). What comes to mind. Quarterly Journal of Economics, 125(4),
1399-1433.

50. Gennaioli, N., Shleifer, A., & Vishny, R. (2015). Money doctors. Journal of Finance, 70(1), 91—
114.

51. Gentile, D. A, et al. (2017). Screen time and impulsivity in adolescence. Developmental Psychology,
53(12), 2343-2355.

52. Gigerenzer, G. (2007). Gut feelings: The intelligence of the unconscious. Viking.

53. Gigerenzer, G., & Gaissmaier, W. (2011). Heuristic decision making. Annual Review of
Psychology, 62, 451-482.

54. Gigerenzer, G., & Todd, P. M. (1999). Simple heuristics that make us smart. Oxford University
Press.

55. Gino, F. (2016). The behavioural economics of morality. Current Opinion in Psychology, 6, 122—
125.

56. Giorgetta, C., et al. (2012). Risk-taking behaviour in adolescents: The role of personality traits.
Journal of Adolescence, 35(1), 11-20.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 34



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

57. Glaser, M., & Weber, M. (2007). Overconfidence and trading volume. Journal of Economic
behaviour & Organization, 67(1), 394-415.

58. Goldfarb, A., & Tucker, C. (2019). Digital economics. Journal of Economic Literature, 57(1), 3—
43.

59. Goldstein, D. G., Johnson, E. J., Herrmann, A., & Heitmann, M. (2008). Nudge your customers
toward better choices. Harvard Business Review, 86(12), 99—-105.

60. Gollwitzer, P. M. (1999). Implementation intentions: Strong effects of simple plans. American
Psychologist, 54(7), 493-503.

61. Goyal, A., & Kumar, S. (2021). Financial literacy among youth in India: A review and future
research agenda. Indian Journal of Economics and Development, 17(2), 278-286.

62. Grable, J. E., & Lytton, R. H. (1999). Financial risk tolerance revisited: The development of a risk
assessment instrument. Financial Services Review, 8(3), 163—181.

63. Grinblatt, M., & Keloharju, M. (2001). What makes investors trade? Journal of Finance, 56(2),
589-616.

64. Gross, J. J. (2015). Emotion regulation: Conceptual and practical issues. Guilford Press.

65. Guiso, L., Sapienza, P., & Zingales, L. (2008). Trusting the stock market. Journal of Finance, 63(6),
2557-2600.

66. Gunnar, M. R., & Quevedo, K. (2007). The neurobiology of stress and development. Annual Review
of Psychology, 58, 145—173.

67. Hadar, L., Sood, S., & Fox, C. R. (2013). Subjective knowledge in consumer financial decisions.
Journal of Marketing Research, 50(3), 303-316.

68. Hagstrom, N., & Girling, T. (1999). Moderating effects of locus of control on the relation between
perceived risk and risk-taking. Journal of behavioural Decision Making, 12(3), 221-231.

69. Hailikari, T., Kordts-Freire, U., Lavonen, J., & Nieminen, J. (2022). Adolescents’ perceived
financial competence and financial behaviour. Journal of Consumer Affairs, 56(3), 981-1002.

70. Halevy, N., Chou, E. Y., & Murnighan, J. K. (2012). Mind games: The mental representation of
conflict. Journal of Personality and Social Psychology, 102(1), 132—148.

71. Hall, C. C., Zhao, J., & Shafir, E. (2014). Self-affirmation among the poor: Cognitive and
behavioural implications. Psychological Science, 25(2), 619-625.

72. Hamilton, K., & Kasser, T. (2009). Materialism and well-being in adolescence. Journal of Youth
and Adolescence, 38(3), 257-269.

73. Hastie, R., & Dawes, R. M. (2010). Rational choice in an uncertain world (2nd ed.). Sage.

74. Hayhoe, C. R., Leach, L. J., Allen, M. W., & Edwards, R. (2005). Credit card behaviours as related
to self-esteem, impulsivity, and locus of control. Journal of Consumer Affairs, 39(2), 356-368.

75. Heath, C., & Heath, D. (2010). Switch: How to change things when change is hard. Broadway
Books.

76. Herd, P. (2019). behavioural insights and financial inclusion. World Bank Policy Research Working
Paper, 8§900.

77. Hershfield, H. E., Goldstein, D. G., Sharpe, W. F., Fox, J., Yeykelis, L., Carstensen, L. L., &
Bailenson, J. N. (2011). Increasing saving behaviour through age-progressed renderings of the future
self. Journal of Marketing Research, 48, S23—S37.

78. Hilgert, M. A., Hogarth, J. M., & Beverly, S. G. (2003). Household financial management: The
connection between knowledge and behaviour. Federal Reserve Bulletin, 89, 309-322.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 35



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

79. Hirschleifer, D., & Teoh, S. H. (2003). Herd behaviour and cascades in capital markets. Journal of
Economic Perspectives, 17(2), 151-175.

80. Hofmann, W., Baumeister, R. F., Forster, G., & Vohs, K. D. (2012). Everyday temptations: An
experience sampling study of desire, conflict, and self-control. Journal of Personality and Social
Psychology, 102(6), 1318-1335.

81. Hofstede, G. (2001). Culture's consequences: Comparing values, behaviours, institutions and
organizations across nations (2nd ed.). Sage.

82. Hogarth, J. M., & Hilgert, M. (2002). Financial knowledge, experience and learning preferences:
Preliminary results from a new survey on financial literacy. Consumer Interests Annual, 48, 1-7.

83. Holmes, E. A., & Mathews, A. (2010). Mental imagery in emotion and emotional disorders. Clinical
Psychology Review, 30(3), 349-362.

84. Hsee, C. K., & Rottenstreich, Y. (2004). Music, pandas, and muggers: On the affective psychology
of value. Journal of Experimental Psychology: General, 133(1), 23-30.

85. Hsee, C. K., & Weber, E. U. (1997). A fundamental prediction error: Self-others discrepancies in
risk preference. Journal of Experimental Psychology: General, 126(1), 45-53.

86. Huang, J., Nam, Y., & Sherraden, M. (2013). Financial knowledge and behaviour among young
adults: Evidence and implications. Journal of Consumer Affairs, 47(1), 1-26.

87. Huhmann, B. A., & Sprecher, M. H. (2021). Emotional responses to financial advertising: A
review. Journal of Advertising Research, 61(1), 56-70.

88. Hung, A., Parker, A. M., & Yoong, J. (2009). Defining and measuring financial literacy. RAND
Working Paper WR-708.

89. Iyengar, S. S., & Lepper, M. R. (2000). When choice is demotivating: Can one desire too much of
a good thing? Journal of Personality and Social Psychology, 79(6), 995—-1006.

90. Iyengar, S. S., Huberman, G., & Jiang, W. (2004). How much choice is too much? Contributions
to 401(k) retirement plans. In O. S. Mitchell & S. Utkus (Eds.), Pension design and structure: New
lessons from behavioural finance (pp. 83-95). Oxford University Press.

91. Jain, R., & Kumar, S. (2022). Financial impulsivity and digital wallets among Indian youth. Journal
of behavioural Studies in Business, 14, 1-12.

92. James, W. (1890). The principles of psychology (Vols. 1-2). Henry Holt.

93. Jansen, S. C., & van der Meer, T. (2019). Social comparison and financial dissatisfaction: The role
of Instagram. Cyberpsychology, behaviour, and Social Networking, 22(12), 754-760.

94. Jevons, W. S. (1871). The theory of political economy. Macmillan.

95. Johnson, E. J., & Goldstein, D. (2003). Do defaults save lives? Science, 302(5649), 1338—1339.

96. Johnson, E., & Sherraden, M. (2007). From financial literacy to financial capability among youth.
Journal of Sociology & Social Welfare, 34(3), 119-145.

97. Jonas, E., et al. (2014). Threat and control: A meta-analysis of the basic assumptions of Terror
Management Theory. Psychological Bulletin, 140(6), 1184—1204.

98. Kahneman, D. (2011). Thinking, fast and slow. Farrar, Straus and Giroux.

99. Kahneman, D., & Tversky, A. (1979). Prospect theory: An analysis of decision under risk.
Econometrica, 47(2), 263-291.

100. Kahneman, D., & Tversky, A. (1984). Choices, values, and frames. American Psychologist, 39(4),
341-350.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 36



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

101. Kahneman, D., Knetsch, J. L., & Thaler, R. H. (1991). The endowment effect, loss aversion, and
status quo bias. Journal of Economic Perspectives, 5(1), 193-206.

102. Kanwisher, N. (2010). Functional specificity in the human brain: A window into the functional
architecture of the mind. PNAS, 107(25), 11163-11170.

103. Kashdan, T. B., & Rottenberg, J. (2010). Psychological flexibility as a fundamental aspect of
mental health. Clinical Psychology Review, 30(7), 865-878.

104. Kasper, C. M., & Reshadi, P. (2019). Youth gambling and financial risk behaviour. Journal of
Gambling Studies, 35(3), 999-1016.

105. Kaur, H., & Kapoor, S. (2020). behavioural finance insights and financial behaviour among Indian
millennials. Global Business Review, 21(5), 1223—1238.

106. Keren, G. (1991). Calibration and probability judgments: Conceptual and methodological issues.
Acta Psychologica, 77(3), 217-273.

107.Kidd, C., Palmeri, H., & Aslin, R. (2013). Rational snacking: Young children’s decision-making on
delay of gratification. Cognition, 126(1), 109—114.

108.Kim, J., & Chatterjee, S. (2013). Childhood financial socialization and young adults’ financial
management. Journal of Financial Counseling and Planning, 24(1), 61-79.

109. Kirby, K. N., & Marakovié, N. N. (1996). Delay-discounting probabilistic rewards: Rates decrease
with amount. Journal of Experimental Psychology: Human Perception and Performance, 22(2), 336—
347.

110. Klapper, L., Lusardi, A., & van Oudheusden, P. (2015). Financial literacy around the world.
Standard & Poor’s Global Financial Literacy Survey Report.

111. Koechlin, E. (2016). Prefrontal executive function and decision making in adolescence. Current
Opinion in behavioural Sciences, 10, 82—86.

112.Kovacs, K. (2022). The psychology of loot boxes: Gamification of spending among minors.
Computers in Human behaviour, 136, 107406.

113. Krueger, N., Reilly, M., & Carsrud, A. (2000). Competing models of entrepreneurial intentions.
Journal of Business Venturing, 15(5), 411-432.

114. Kuhnen, C. M., & Knutson, B. (2005). The neural basis of financial risk taking. Neuron, 47(5),
763-770.

115. Laibson, D. (1997). Golden eggs and hyperbolic discounting. Quarterly Journal of Economics,
112(2), 443-478.

116. Lakoff, G. (2004). Don 't think of an elephant! Chelsea Green Publishing.

117.Lally, P., van Jaarsveld, C. H., Potts, H. W., & Wardle, J. (2010). How are habits formed?
European Journal of Social Psychology, 40(6), 998—1009.

118. Lam, B. (2019). Why financial literacy fails: A review. Financial Planning Review, 2(3), e1044.

119.Larcom, S., Rauch, F., & Willems, T. (2021). Cognitive exhaustion and risk-taking. Journal of
Economic behaviour & Organization, 190, 200-217.

120. Larrick, R. P. (2004). Debiasing. In D. Koehler & N. Harvey (Eds.), Blackwell handbook of
judgment and decision making (pp. 316-338). Blackwell.

121. LeDoux, J. (1996). The emotional brain: The mysterious underpinnings of emotional life. Simon &
Schuster.

122. Lerner, J. S., Li, Y., Valdesolo, P., & Kassam, K. S. (2015). Emotion and decision making. Annual
Review of Psychology, 66, 799—-823.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 37



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

123. Levav, J., & Argo, J. J. (2010). Physical touch and financial generosity. Psychological Science,
21(7), 956-958.

124.Levine, R., & Zervos, S. (1998). Stock markets, banks, and economic growth. American Economic
Review, 88(3), 537-558.

125. Lewis, A., & Warneryd, K. (2019). Handbook of consumer finance research. Springer.

126. Loewenstein, G. (1996). Out of control: Visceral influences on behaviour. Organizational behaviour
and Human Decision Processes, 65(3), 272-292.

127. Loewenstein, G., & Prelec, D. (1992). Anomalies in intertemporal choice: Evidence and an
interpretation. Quarterly Journal of Economics, 107(2), 573-597.

128.Lopez, C., O’Donnell, E., & Schindler, J. (2020). Social media personal finance educators:
Credibility cues and perceived expertise. Digital Finance Review, 1(1), 45—63.

129. Lusardi, A., & Mitchell, O. S. (2014). The economic importance of financial literacy: Theory and
evidence. Journal of Economic Literature, 52(1), 5—44.

130. Lusardi, A., & Tufano, P. (2015). Debt literacy, financial experiences, and overindebtedness.
Journal of Pension Economics & Finance, 14(4), 332-368.

131. Malmendier, U., & Nagel, S. (2011). Depression babies: Do macroeconomic experiences affect risk
taking? Quarterly Journal of Economics, 126(1), 373—416.

132. Maltby, J., & Day, L. (2003). Religion and risk-taking behaviour. Personality and Individual
Differences, 35(3), 561-570.

133. Mandel, N. (2003). Shifting selves and decision making: The effects of self-construal priming on
consumer risk-taking. Journal of Consumer Research, 30(1), 30—40.

134. Mankiw, N. G. (2021). Principles of economics (9th ed.). Cengage Learning.

135.Mano, H. (1994). Risk-taking, framing effects, and affect. Organizational behaviour and Human
Decision Processes, 57(1), 38-58.

136. Markowitz, H. (1952). Portfolio selection. Journal of Finance, 7(1), 77-91.

137. Marques, M. D., Critchley, H. D., & Pollick, F. E. (2020). Financial decision making and emotional
processing. Cognitive, Affective, & behavioural Neuroscience, 20(4), 839—855.

138.Marsh, R., Gerber, A. J., & Peterson, B. S. (2008). Neuroimaging studies of normal brain
development and their relevance for understanding childhood neuropsychiatric disorders. Journal of
Child Psychology and Psychiatry, 49(3), 300-317.

139. Martin, J., & White, H. (2019). Youth financial habits in the age of digital payments. Journal of
Youth Studies, 22(8), 1043—1062.

140. Maslow, A. H. (1943). A theory of human motivation. Psychological Review, 50(4), 370-396.

141.Mazar, N., Amir, O., & Ariely, D. (2008). The dishonesty of honest people. Journal of Marketing
Research, 45(6), 633—644.

142. Merton, R. C. (1973). An intertemporal capital asset pricing model. Econometrica, 41(5), 867—887.

143. Miller, G. A. (1956). The magical number seven, plus or minus two. Psychological Review, 63(2),
81-97.

144. Miller, R., & Xiao, J. J. (2020). Factors influencing retirement saving behaviours. Journal of
Financial Counseling and Planning, 31(1), 5-20.

145. Mischel, W. (1974). Processes in delay of gratification. Advances in Experimental Social Psychology,
7,249-292.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 38



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

146. Mishra, S., & Lalumiére, M. L. (2011). Individual differences in risk-taking: A review of cognitive,
behavioural, and biological perspectives. Psychological Bulletin, 137(4), 486-525.

147. Mishra, S., Barclay, P., & Sparks, A. (2017). The relative state model: Integrating personality and
contextual factors in risky decision-making. Journal of behavioural Decision Making, 30(2), 342—
356.

148. Modigliani, F., & Brumberg, R. (1954). Utility analysis and the consumption function. In Post-
Keynesian economics (pp. 388—436). Rutgers University Press.

149. Mogelonsky, M. (1994). New insights into consumer compulsive buying. American Demographics,
16(5), 24-31.

150. Montoya, R. M., & Horton, R. S. (2013). A meta-analytic investigation of consumer self-regulation
failure. Journal of Consumer Psychology, 23(2), 186-202.

151. Mullainathan, S., & Shafir, E. (2013). Scarcity: Why having too little means so much. Times Books.

152. Muraven, M., & Baumeister, R. F. (2000). Self-regulation and depletion of limited resources.
Psychological Bulletin, 126(2), 247-259.

153.Nabi, R. L., Gustafson, A., & Jensen, R. (2018). Framing financial responsibility messages for
youth: Emotional vs. rational appeals. Journal of Youth and Adolescence, 47(5), 1116—1130.

154.Nair, S., & Ladha, R. (2014). Heuristic-driven biases in investment decisions. Journal of
behavioural Finance, 15(2), 148—162.

155.Nenkov, G. Y., Inman, J. J., & Hulland, J. (2008). Considering the future: The impact of
impulsivity on impulse buying. Journal of Consumer Research, 35(1), 47-61.

156. Newell, B. R., & Shanks, D. R. (2014). Unconscious influences on decision making: A critical
review. behavioural and Brain Sciences, 37(1), 1-19.

157. Nickerson, R. S. (1998). Confirmation bias: A ubiquitous phenomenon in many guises. Review of
General Psychology, 2(2), 175-220.

158. Nielsen, L. (2012). Young consumers’ financial attitudes and online spending. Journal of Consumer
Affairs, 46(3), 452-465.

159. Nisbett, R. E., & Wilson, T. D. (1977). Telling more than we can know: Verbal reports on mental
processes. Psychological Review, 84(3), 231-259.

160.Odean, T. (1998). Are investors reluctant to realize their losses? Journal of Finance, 53(5), 1775—
1798.

161.Odean, T. (1999). Do investors trade too much? American Economic Review, 89(5), 1279—1298.

162. O’Donoghue, T., & Rabin, M. (1999). Doing it now or later. American Economic Review, 89(1),
103-124.

163. Oppenheimer, D. M., & Olivola, C. Y. (2011). The science of giving: Experimental approaches to
the study of charity. Psychology Press.

164. Ostrom, E. (2005). Understanding institutional diversity. Princeton University Press.

165.Lu, J., & MacDonald, E. F. (2017). The impact of user contact with energy on product design.
Design Science, 3, e15. https://doi.org/10.1017/dsj.2017.16

166. Ludden, G. D., Van Rompay, T. J., & Niedderer, K. (2015). Happily ever after: The impact of
design on subjective well-being. International Journal of Design, 9(1), 1-5.

167. Maddi, S. R. (2013). Hardiness: Turning stressful circumstances into resilient growth. Springer.

168. Maddi, S. R. (2006). Hardiness: The courage to grow from stresses. The Journal of Positive
Psychology, 1(3), 160—-168.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 39



http://www.ijfmr.com/
https://doi.org/10.1017/dsj.2017.16
https://doi.org/10.1017/dsj.2017.16

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

169. Malhotra, Y. (2000). Information technology & business process redesign: Empirical study of
strategic alignment and performance. Information Resources Management Journal, 13(2), 13-22.

170. Mani, A., Mullainathan, S., Shafir, E., & Zhao, J. (2013). Poverty impedes cognitive function.
Science, 341(6149), 976-980.

171. Mishra, A. S. (2024). Financial literacy as a catalyst for economic empowerment: A comprehensive
review. Journal of Economic Studies, 12(2), 89—104.

172.Mohan, A. (2018). Impact of social media on youth financial behaviour: An empirical analysis.
Journal of Youth Studies, 21(4), 512-528.

173.Neal, D. T., Wood, W., & Quinn, J. M. (2006). Habits—A repeat performance. Current Directions
in Psychological Science, 15(4), 198-202.

174.Norton, M. L., Mochon, D., & Ariely, D. (2012). The IKEA effect: When labor leads to love. Journal
of Consumer Psychology, 22(3), 453—460.

175.O’Brien, L., & Toms, E. G. (2008). What is user engagement? A conceptual framework. Journal of
the American Society for Information Science and Technology, 59(6), 938-955.

176. OECD. (2016). OECD/INFE international survey of adult financial literacy competencies. OECD
Publishing.

177.Olsson, E., & Bergman, A. (2014). Design for sustainable behaviour: The role of product design in
reducing household energy consumption. Journal of Cleaner Production, 65, 156—165.

178. Patel, S. (2020). Financial inclusion and youth empowerment: A policy perspective. Economic and
Political Weekly, 55(35), 24-30.

179.Picon-Berjoyo, A., Ruiz-Moreno, A., & Castro-Gonzailez, P. (2016). Financial literacy and
impulsive buying among youth. Journal of behavioural Finance, 17(2), 117-125.

180. Pine, B. J., & Gilmore, J. H. (1999). The Experience Economy. Harvard Business School Press.

181.Quinn, J. M., & Wood, W. (2005). Habits across the lifespan. Journal of behavioural Medicine,
28(4), 319-327.

182. Ratnasingam, T. (2020). Financial literacy and youth financial decision-making: A systematic
review. International Journal of Adolescence and Youth, 25(1), 970-987.*

183. Rehman, A. U., & Khan, S. (2017). behavioural factors influencing investment decisions: Mediating
role of risk perception. Journal of Finance and Economics, 5(3), 93-98.*

184. Reis, H., & Judd, C. (2020). Handbook of Research Methods in Social and Personality Psychology
(2nd ed.). Cambridge University Press.

185.Saldanha, N., & Nyhus, E. K. (2016). Children's saving behaviour: The role of cognitive ability and
parental socialization. Journal of Economic Psychology, 55, 118—128.

186.Salzman, S., & Zwolinski, M. (2020). Nudging: Ethical considerations in influencing behaviour.
Philosophy Compass, 15(11), e12701.*

187. Sanfey, A. G., Loewenstein, G., McClure, S. M., & Cohen, J. D. (2006). Neuroeconomics: Cross-
currents in research on decision-making. Trends in Cognitive Sciences, 10(3), 108-116.*

188. Sarin, A. (2021). Digital payments and youth behaviour in India: A post-demonetization study. South
Asian Journal of Business Studies, 10(2), 145-162.*

189. Seligman, M. E. P. (2012). Flourish: A visionary new understanding of happiness and well-being.
Atria Books.

190. Sharma, R. (2021). Impulse buying behaviour among Gen Z: The role of social media influencers.
Journal of Retail and Consumer Studies, 58, 102—114.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 40



http://www.ijfmr.com/

~ Y International Journal for Multidisciplinary Research (IJFMR)

ILJFMR E-ISSN: 2582-2160 e Website: www.ijffmr.com e Email: editor@ijfmr.com

191. Shefrin, H., & Statman, M. (1985). The disposition to sell winners too early and ride losers too long.
The Journal of Finance, 40(3), 777-790.*

192. Shiller, R. J. (2015). Irrational Exuberance (3rd ed.). Princeton University Press.

193. Shiller, R. J. (2020). Narrative economics: How stories go viral and drive major economic events.
American Economic Review, 110(6), 1785-1811.*

194.Simon, H. A. (1955). A behavioural model of rational choice. The Quarterly Journal of Economics,
69(1), 99-118.*

195. Sternberg, R. J. (2020). Cognitive psychology (7th ed.). Cengage Learning.

196. Tversky, A., & Kahneman, D. (1974). Judgment under uncertainty: Heuristics and biases. Science,
185(4157), 1124-1131.*

197. Tversky, A., & Kahneman, D. (1981). The framing of decisions and the psychology of choice.
Science, 211(4481), 453-458.*

198. Thaler, R. H. (2015). Misbehaving: The making of behavioural economics. W.W. Norton.

199. Thaler, R. H., & Sunstein, C. R. (2008). Nudge: Improving decisions about health, wealth, and
happiness. Penguin Books.

200. Turel, O., & Serenko, A. (2012). The benefits and dangers of enjoyment with social networking
websites. European Journal of Information Systems, 21(5), 512-528.*

201.Urban, G. L. (2005). Don'’t just relate — advocate! A blueprint for profit in the era of customer
power. Pearson Education.

202.Vohs, K. D., & Faber, R. J. (2007). Spent resources: Self-regulatory resource availability affects
impulse buying. Journal of Consumer Research, 33(4), 537-547.*

203. Vygotsky, L. S. (1978). Mind in society: The development of higher psychological processes.
Harvard University Press.

204. Weiss, P. (2019). Gamification in personal finance apps: A user behaviour perspective. Journal of
Interactive Marketing, 47, 72—85.*

205. Winkielman, P., & Berridge, K. C. (2004). Unconscious emotion. Current Directions in
Psychological Science, 13(3), 120-123.*

206. Wood, W., & Riinger, D. (2016). Psychology of habit. Annual Review of Psychology, 67(1), 289—
314.*

207.Yoon, C., & Kim, S. (2020). Understanding the role of emotion in digital financial decisions. Journal
of behavioural and Experimental Finance, 28, 100412.*

208.Zhao, J., & Shafir, E. (2019). Decision-making under scarcity: Conceptual and empirical advances.
Psychological Science Review, 26(4), 379-395.*

209.Zhu, H., & Chen, X. (2018). The impact of gamification on financial behaviour in mobile banking.
Computers in Human behaviour, 81, 102—-113.*

210.Zuckerman, M. (2007). Sensation seeking and risky behaviour. American Psychological
Association.

IJFMR250661552 Volume 7, Issue 6, November-December 2025 41



http://www.ijfmr.com/

