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[bookmark: _Toc509846356]COMPONENT 1: Project Report
1. [bookmark: _Toc509846357]Introduction of this project report
This report is to develop a survey instrument and research strategy, including sampling and analysis, in order to test hypotheses related to the author’s previous study.  As an assignment of the Quantitative Research Methods course, this study is a continuation of the previous Qualitative Research course and test of the previous study results through quantitative research methodology, especially in terms of survey instrument development.  This report is divided into two components. Component 1 of this report includes research topic introduction, survey instrument development, pilot testing of the instrument and analysis of the pilot test results.  Component 2 includes a reflection on the process, describing the author’s learning experiences and the challenges the author encountered. 

2. [bookmark: _Toc509846358]Research topics and questions
This project report is to investigate and evaluate the refined behavioral portfolio theory (which is identified in the author’s qualitative research method course) and the performance of relationship quality in financial planning practice. Within this aim we have four research objectives:
1. To develop reliable and valid measures for the dimensions of relationship quality, relationship continuity and word of mouth in our context.
2. Investigate whether the refined model (antecedents), compared to normal goal-based financial planning practice, affects relationship quality between financial planners and their clients.
3. Examine the performance (consequence) influenced by relationship quality in terms of relationship continuity and word of mouth.
4. Test the cause-effect model.







It should be noted that our study follows the research objectives but this project report records only the results of research objective number 1 due to the requirement of report focus.

In terms of originality and value, to the best of our knowledge and review of the literature, there is no evidence of studies for verification of mental accounting bias and refinement of behavioural portfolio theory in Hong Kong. We have filled the gap of understanding the actual layering of the behavioural portfolio in our previous studies. If we can confirm contribution of this refined behavioral portfolio approach to relationship quality, relationship continuity and word of mouth to the financial planners, it will have much value for practitioners in Hong Kong to put the model into practical use.
3. [bookmark: _Toc509846359]Literature Review
What financial planners are doing for retail investors is not supported by academia of standard finance. Financial planning, as defined by US Certified Financial Planner Board of Standards, is "a process of determining whether and how an individual can meet life goals through the proper management of financial resources" (Cheng, 2006, p.161). In other words, personal financial planning is essentially goal-based financial planning for achievement of clients' life goals. But the pillar of standard financial or neoclassical financial in relation to portfolio building is modern portfolio theory (MPT) (Statman, 1995), which is built on the groundbreaking paper "Portfolio Selection" by Harry Markowitz (Markowitz, 1952), the Nobel Price of Economic Sciences laureate in 1990. Under the MPT framework, we can minimize portfolio risk by minimizing component assets' covariance (or correlation). Also, in accordance with the mean-variance criterion of MPT, we can graph portfolios choices on the risk-return plane called efficient frontier and identify optimal portfolios for individual investors based on the investor's overall level of risk tolerance. 

Under goal-based financial planning, however, financial planners help clients articulate their important life goals and achieve their goals.  Consequently, the resulting investment portfolio will deviate from optimal portfolio identified by efficient frontier under standard finance, and the risk and return trade-off will not be most desirable for investors. That raises the doubt whether financial planners' practice is justifiable. Finally, the answer emerged from the advance in a branch of finance, the behavioural finance. Behavioral finance is commonly defined as the application of psychology to finance (Pompian, 2006).  Behavioral finance applies the field of psychology in relation to investors' financial decisions with an attention on people's individual-level psychological biases (Hirshleifer, 2015). For investment portfolio building, the relevant cognitive bias is called mental accounting.  Richard Thaler (1980, 1985, 1990, 1999) starts from the value function of the seminal paper Prospect Theory of Daniel Kahneman and Amos Tversky (Kahneman & Tversky, 1979) and gradually develops the concept and application of mental accounting bias. Mental accounting is defined as the way people code, categorize and evaluate events by grouping theirs assets into non-interchangeable, or non-fungible, internal mental buckets. In terms of investment, investors place each investment decision into a separate accounting-like profit and loss file and try to balance the perceived gain and loss periodically. Meanwhile, the correlation between different mental accounts is ignored. Individuals need to record, summarize, analyze and report transaction results and other financial events, and mental accounting is a heuristics how they keep tracking where their money is going and keep spending under control. Mental accounting is a framing bias because under different categorization people will attach different value and risk tolerance to each account, ignore the principle of fungibility of money. Mental accounting is of vital importance to financial planners because it is what goal-based financial planning is doing.  The financial planner is leveraging on mental accounting to help build long-term stable portfolios for clients and benefit the clients (Nofsinger, 2011; Nevins, 2004).    

Then a better explanation of overall investment portfolio building mentality of individual investors comes. Shefrin and Statman (2000) propose a framework called Behavioral Portfolio Theory (BPT), also named as mental accounting portfolio theory, in 2000. Based on safety first theory of Roy (1952), SP/A theory of Lopes (1987) and Prospect Theory of Kahneman and Tversky (1979), BPT indicated that investment portfolios were built as a pyramid of assets with different layers, each layer corresponds to a particular mental account. Located at the top of the pyramid are more risky assets and located at the bottom are risk-free assets. Risky assets satisfy clients' desire for wealth growth potential to get rich, whilst risk-free assets satisfy clients' need for security or minimum level of living standard to avoid poverty.  The results of this multiple-account structure are that average investors possess a bunch of different sub-portfolios.  The structure of overall portfolio is designated and altered by investment goals and associated mental accounts.  Interaction among mental accounts and correlation among investment assets are disregarded by investors.  In sum, investment portfolio diversification sources from investment goals diversification, but not from a purposeful asset diversification.  The mean-variance optimization principle of Harry Markowitz is violated.  Moreover, different mental accounts can have different levels of risk tolerance.  Later on, the issue of violation of the mean-variance optimization principle and suboptimality of portfolio under BPT is finally resolved dramatically.  Harry Markowitz, the founder of MPT, jointly with three other well-known scholars, published two papers (Das et al., 2010 & Das et al, 2011, the second one being an abbreviated version written to financial planners).  They combined MPT mean-variance criterion and BPT into a new framework called Mental Accounting Portfolio Theory. This is goal-based financial planning.  It is shown that if risk is defined as the probability of failing to reach threshold level in each mental account, and risk attitude differs from each mental account, then mathematically it is equivalent to optimize using MPT, BPT and risk management technique of value at risk.  Simply put, if sub-portfolios are optimized using the risk definition adopted by BPT, then all sub-portfolios are also optimized using mean-variance criterion and lie on the efficient frontier. Finally, the aggregate portfolio will also be mean-variance efficient and lying on the efficient frontier. In other words, finally, an academic imprimatur was obtained that goal-based financial planning practice is theoretically justified to benefit the client most.

But the two theses of Das et al. (2010) and Das et al. (2011) are a justification of the practice by mathematical deduction. So far, there has not emerged a detailed behavioral finance model that specifies the content of pyramid of BPT and "helps the investor bond with her portfolio" (Wang, 2011). Consequently, many studies have been done and many preliminary models are proposed (Brunel, 2003; Curtis, 2004; Nevins, 2004; Pompian, 2004; De Brouwer, 2009, 2012; Zanella, 2014) Even before the endorsement of goal-based financial planning under the Das et al (2010), most of these models agree with Brunel (2006) that the price of suboptimality is worth to pay in order to resonate better with the investors in the investment process and keep them psychologically stable. To sum, the above studies are all proposition papers without empirical investigation.  In view of this research gap, in the assignment of the author’s previous course, the author conducted an inductive qualitative study with one focus group and five interviews to identify the rationale and attitude of investors when building investment portfolios.  Though grounded theory, we found that most participants considered their portfolio in form of a layered structure and even a specific financial pyramid, and BPT structure applies in most cases.  In relation to the behavioural portfolio content, our refined behaviour portfolio structure is summarized in figure 2.  The structure should be closer to the model of Jean Brunel (2003), which specify psychological needs first, but with more layering in our case. Life goals are grouped within these themes in client discussion.  If during the conversation you can confirm that life goals like retirement are imminent, however, the model should be a transit for life goal discussion first.  This process should help financial planners bond with their clients.



This project is to confirm whether this model works.  If this model can help the financial planners, it should increase customer satisfaction by strengthening the intervening variable of service quality delivered by the financial planner.  In the literature, we understand that the concept of service quality is not enough to measure the relationship selling characteristics of financial planning.  Financial planning includes not only a transactional nature but also a enduring relational nature. In other words, the financial planner is acting in the position of relationship manager where the services is complex and delivered on a continuous basis, the buyers may be unsophisticated about the service and the environment is uncertain. In this case, the client needs to obtain some relationship properties and makes some long-term commitment, as opposed to short-term exchange relationship, in order to reduce transaction cost and obtain counselling assistance. This is called relationship quality (Crosby, Evan and Cowles, 1990). Concept of relationship quality has been widely studied in the marketing literature, especially about what constitutes relationship quality. Notwithstanding that, a widely followed definition does not present (Rauyruen and Miller, 2007). According to Huntley (2006), relationship quality from the buyer’s viewpoint is defined as “the degree to which buyers are satisfied over time with the overall relationship as manifested in product quality, service quality, and price paid for the value received and the degree to which the relationship functions as a partnership. But this is defined in a B2B perspective. Meanwhile, Gronroos (2007) opines that “relationship quality is the dynamics of long-term quality formation in on-going customer relationships”. Crosby, Evan and Cowles (1990) studied the US life insurance industry and were the forerunners that conceptualised relationship quality. They considered that the concept of relationship quality should include the constructs of trust and satisfaction..  These characteristics apply to professional services such as financial planning (Crosby, Evan and Cowles, 1990, p.69). 
4. [bookmark: _Toc509846360]Research Methodology & Research Instrument Design
In this report, we conduct a quantitative research to study the performance of our refined model as perceived by the investors and test the structure of the relationship management characteristics our refined model can affect. The following hypotheses and sub-hypotheses will be tested:

H1 There is positive relationship between the modified behavioral portfolio (compared to normal goal-based financial planning) and relationship quality
H2 There is positive relationship between relationship quality and relationship continuity and word of mouth 
H2.1 There is positive relationship between relationship quality and relationship continuity 
H2.2 There is positive relationship between relationship quality and word of mouth
H2.2 There is positive relationship between relationship continuity and word of mouth

Specifically, we originally developed a self-administered questionnaire and intend to collect primary data from random sample of investors for our analysis.  For H1, we will establish a control group and before they complete the questionnaire, we will explain the six steps of financial planning (including 1. establishing and defining the relationship with a client, 2. determining goals and gathering client data, 3. analysing and evaluating the client’s financial status, 4. developing and presenting financial planning recommendations, 5. implementing the financial planning recommendations, and 6. monitoring the financial plan) published by the US Certified Financial Planner Board of Standards as the standard comparison financial planning practice (Cheng, 2006). Then control group participants will then conduct questionnaire with indicators related to relationship quality (Y1 and Y2 in figure 1). The major study group will also be presented the standard six steps of financial planning, but for the portfolio building and asset allocation part our refined model will be added.  Then the major study group participants will take part in questionnaire survey with indicators of all concepts including relationship quality, relationship continuity and word of mouth. For H1, we would like to study whether the major study group has enhanced relationship quality, and whether the score is significantly different from that of the control group.  For H2 and its sub-hypothesis, we intent to use confirmatory factor analysis and linear structural relationship (LISREL) through structural equation modelling to study the cause and effect model.
.  
The following figure 1 summarize the model that is being tested in this report.
[image: ]
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More important for our project is the scale development.  In long term delivery of financial planning service, a better approach and service resulted from our refined model should lead to better relationship quality, and better relationship quality is evidenced by satisfaction and trust, after the pioneer conceptualisation work of Crosby, Evan and Cowles (1990). Since then, 

All the measurement items were adapted from already existing scales in the literature to
guide against content validity issues. In exception of loyalty, all the latent constructs
were measured with multiple indicators. According to Churchill (1979), multi-item
scales reduce potential error in measurement. The conceptual definitions of the six latent
constructs and definitions are as follows:
[bookmark: _GoBack][image: ]

In addition, Al-alak and Alnawas (2010) further proved that enriched relationship quality can lead to better relationship continuity and positive word of mouth in comparable financial relationship selling setting of banking services. 

In this report, we follow the conceptualization work of Crosby et al (1990) and Al-alak and Alnawas (2010) and see if our refined behavioral portfolio theory model can enhance the relationship quality and related benefits in relationship selling.

Similarly, the five participants of interviews are all graduates of investment module of certified financial planner examination program and industry practitioners, and similar diversity of background was sought.  The background details are presented in table 2. 

Table 1. Focus Group Members’ background information
	Focus Group Member
	Gender 
	Age
	Industry practitioner
	Employer
	Have investment or insurance license
	Owning investment portfolio

	1
	Male
	46-55
	Yes
	Insurance company
	Yes
	Yes

	2
	Male
	26-35
	Yes
	Bank
	Yes
	Yes

	3
	Male
	46-55
	Yes
	Insurance company
	Yes
	Yes

	4
	Female
	25-35
	Yes
	Insurance company
	Yes
	Yes

	5
	Male
	36-45
	Yes
	Independent financial advisor firm
	Yes
	Yes

	6
	Male
	26-35
	Yes
	Bank
	Yes
	Yes

	7
	Female
	36-45
	Yes
	Insurance company
	Yes
	Yes

	8
	Female
	26-35
	Yes
	Insurance company
	Yes
	Yes



Table 2 Interviewees’ background information
	Interviewees
	Gender 
	Age
	Industry practitioner
	Employer
	Have investment or insurance license
	Owning investment portfolio

	1
	Male
	36-45
	Yes
	Insurance company
	Yes
	Yes

	2
	Female
	46-55
	Yes
	Bank
	Yes
	Yes

	3
	Female
	36-45
	Yes
	Insurance company
	Yes
	Yes

	4
	Male
	46-55
	Yes
	Insurance company
	Yes
	Yes

	5
	Male
	36-45
	Yes
	Independent financial advisor
	Yes
	Yes



5. [bookmark: _Toc509846361]Pilot tests of the research instrument
6. [bookmark: _Toc509846362]Data analysis based on pilot tests
For the focus group, the researcher acting as facilitator was responsible for facilitation of the discussions, booking of discussion room venues near the classroom of the students and audio recording. Before arriving at the focus group sessions, each participant was given a demographic form at least one hour in advance to seek their background information and to prepare the participants for the discussion topic. The focus group discussion is divided into 3 sub-sessions each last for appropriately 20 minutes during the break of their classes. Open-ended questions of three major areas in relation to the research question were raised in the session and participants can discuss them freely in a relaxed manner. The questions are just raised without many illustrations and therefore the discussion is half-way between unstructured and semi-structured.  Because our focus group discussion is divided into three parts in three weeks, each time the focus is asked to summarize what is the consensus up to that stage.  This is another way of data validation.  The group conformity was sought for their opinions on the following three areas and broad themes generated were further explored in the interviews. The three major areas were:
1. Meaning of portfolio diversification
2. Relative importance of rational analysis and psychological factors in portfolio selection decision
3. Description of own long-term investment portfolio and depiction of shape and content of the portfolio when participants visualize their portfolios.

Again, before arriving at the interview sessions, each interviewee was given a demographic form at least one day in advance to seek their background information and to prepare the participants for the discussion topic.  Preliminary theoretical saturation was supposed to be reached because no more themes and category of concepts came out in our fifth interview, but this has to be verified.  Each interview lasts for about 45 to 60 minutes.  Questions same as those in focus group were asked, although this time with verification of broad themes in mind. To facilitate a relaxed discussion the order of questions are varied case by case. We did not mention explicitly about the existence of any cognitive bias, to avoid framing the questions in terms of the cognitive error which may potentially bias the responses.

All the focus group members and interviewees were assured that their identity and information will remain confidential in the demographic form.  And they are all assured that they can leave the study at any time if they want to, as stated in the demographic form. 
[bookmark: _Toc509846363]Explanation of data analysis
With the permission of the focus group members and interviewees, all focus group session and interviews were audio-recorded, transcribed verbatim and the obtained information was summarized into written memos. Content analysis was conducted.  Initial coding obtains different themes from the transcripts.  The set of themes was evaluated after focus group and each interview and grouped into higher-level categories.  Following constant comparison (Bryman & Bell, 2003), information provided by the participants was compared across interviews and focus group discussion.  The themes and categories are also compared to the many propositions proposed by the literature.  Axial coding stipulates the properties and dimensions of a category and relationship between categories by comparison of categories across interviews (Charmaz, 2014). The process continued until no new theme arose. For this preliminary analysis, we have not confirmed whether theoretical saturation has been achieved, but no more new themes emerged in the 5th interview.
[bookmark: _Toc509846364]COMPONENT 2: Reflection
There are several points of my personal reflection.  This exercise is a valuable experience for me to sharpen my interview skill. First, if you allow participants to talk in a free and relaxed manner, and better using their everyday language, a focus group can form group conformity and consensus and an interview can reveal the interviewee's worldviews. But the researcher needs to be deeply involved in the process and alert when theme-related topics were mentioned.

You have to be beware of technical problem like an out-of-order recorder. Although the researcher used two audio recorders in the interview process, they once broke down at the same time and delayed the process for some time.  

This study can be generalized to all investors and generate a real application model for financial planning practitioners for use to clients. But we need to increase the sample size.  We can include more rounds of focus group and more interviewees to ensure theoretical saturation.  We can also use mix method research approach. Some quantitative study can be conducted to verify the model. For example, whether themes depends on age group can be tested quantitatively. 

After all, this hands-on experience of qualitative research is invaluable.




Meaning of investment portfolio diversification

Participants in focus group and interests agree with the concept of diversification unanimously.  They all consider diversification as buying different types of things.  The focus group conformity and is to buy different types of assets or assets with different types of risk level. The following typical responses illustrate their attitude:

	（….）as I am quite young, I think my ability to take risk is higher, and so I would buy something with higher risk.  That is, conduct it through low, medium and high-risk securities and through all types of portfolio.  I would buy real estate, and talking about high-risk stock, I would even buy very small cap stocks; for long-term investment, frankly speaking HSBC is worth a buy just for its dividends (…) (focus group which was reached consensus).

     Diversification….is like having different types, analysis of the types would suggest categories of stock, derivatives, real estate, fixed income saving (…) (Interviewee no. 3)  

	For me, it is to grab some good financial assets, maybe it is some stocks, some real assets, as long as you have the insight, buy some good assets and wait for their appreciation in value, or wait for it to have a good price spread and sell it.  The advantage of diversification is not to invest only in one asset, because however good quality it is, it would have volatility in price.  (Interviewee no. 5)


Rational Analysis vs. Psychological needs

The focus group consensus is that ultimate aim of portfolio diversification is not to achieve numerical return or even financial goals but psychological stability.  Except two of the interviewees who think that they value rational analysis more, three of the interviewees think psychological stability is most important.  The quotation below confirms this result:

	I think speaking from everyone's investment hierarchy, sense of safety is most important.  In fact all these….the protection you are talking about….all of these, are originated from the sense of safety.  Whether you want to have real estate is actually also a sense of safety issue.  You need to have this feeling satisfied, in fact after investment, people will also consider whether it is secure….you would consider whether something is secure for clients or someone, or the level of security, accepting the level of security, whether it matches you, I think this applies to every investment (focus group which has reached consensus).

Comparatively, I have more sentimental orientation, consider more on the feeling side (interviewee 2) 

(talking about whether sense of stability important) This is important, this is very important.  In fact, this is even more important than the marriage issue I mentioned.  Probability because I am not knowledgeable enough, but if I am knowledgeable enough I may be 50:50 (importance sense of stability versus rational analysis), but at this moment I think I am in a position of 70:30 (interviewee 5)



Depiction of shape and content of investment portfolio

Knowing the description of the inner content classification of the participants' investment portfolio is the primary objective of this study.  It was found that financial risk pyramid is a fair picture to depict their portfolio structure.  This is the consensus of the focus group.  Three interviewees describe their portfolio as a layered structure like a financial pyramid, one thinks his portfolio as a pie but with sectors built with different priorities, one considers her portfolio as a pie only.  

We identified eleven themes which can be grouped into three categories of fundamental characteristics, psychological needs, and life goals. Protection, liquidity, growth, and dream (including get rich and philanthropy) are the themes that mentioned most, and they can be categorized as "psychological needs", and followed by themes like retirement needs, children education, property investment, and new career development, which can be categorized as "life goals".  The only two exception cases are that when life goals like retirement are imminent, the interviewees will consider this dominating. Risk and return characteristics are usually the first two factors mentioned when discussing selecting investments, but no one mentions this to be the composition of final portfolio structure. The results are summarized in figure 1.

Behavioural Portfolio Content Coding















Figure 1. The results of behavioural portfolio content coding


Lastly, all participants stated that they found no difference in rationale between their intention to diversify and the current investment portfolio holdings. This services as another source of data validation.
[bookmark: _Toc509846365]Discussion that emerged from findings
First, it is a strong case that the financial planning practitioners do not consider asset correlation and the formal diversification effect, even if they have just received formal training on this aspect. Only one focus group member mentioned correlation of assets once, but she soon agreed that diversification is to build a layered financial pyramid. Practitioners are just human and cannot get rid of the mental accounting bias, as predicted by behavioural finance. They build their portfolios by making a buying decision on each investment individually, diversify by buying securities of different types or risk levels only, ultimately to service their psychological/life goals needs, that is their mental accounting needs. "In general, investors tend to pick investments as if they were picking food at a buffet" (Nofsinger, 2014, p.72). "Investor diversification comes from psychological need and investment goal diversification rather than from a purposeful asset diversification" (Nofsinger, 2014, p.77).

Furthermore, feelings like a sense of security and sense of stability are considered the ultimate aims of investment for practitioners, and psychological needs are considered most important themes. Behavioural finance is considered very important for financial planning practitioners and more education on this side is vital.

More importantly, if most participants considered their portfolio in form of a layered structure and even a specific financial pyramid, BPT structure applies in most cases.  Alternatively, participants consider their portfolio a pie shape.  Practitioners should notice this when presenting portfolios to clients.

In relation to the behavioural portfolio content, according to our grounded theory investigation, our refined behaviour portfolio structure is summarized in figure 2.  That means risk and return fundamental characteristics are just to open the conversation, when talking about building long-term portfolio, the structure should be closer to the model of Jean Brunel (2003), which specify psychological needs first, but with more layering in our case. Life goals are grouped within these themes in client discussion.  If during the conversation you can confirm that life goals like retirement are imminent, however, the model should be a transit for life goal discussion first.  To generalize the model, more samples and further studies have to be done.  But this process should help financial planners bond with their clients.





[bookmark: _Toc509846367]REFERENCE

Basheer, A.M. Al-alak, & Ibrahim, A.M. Alnawas. (2010). Evaluating the effect of marketing activities on relationship quality in the banking sector: The case of private commercial banks in Jordan.(Case study). International Journal of Marketing Studies, 2(1), 78-91.

Burrell, G., & Morgan, G. (1979). Sociological paradigms and organisational analysis : Elements of the sociology of corporate life. London: Heinemann.

Cheng, L. (2006). Fundamental of Financial Planning. Hong Kong; McGraw-Hill Education (Asia)

Crosby, L. A. (1991). Building and maintaining quality in the service relationship. Service quality: Multidisciplinary and multinational perspectives, 269-87.

Crosby, L., Evans, K., & Cowles, D. (1990). Relationship Quality in Services Selling: An Interpersonal Influence Perspective. Journal of Marketing, 54(3), 68-81.

Das, S., Markowitz, H., Scheid, J., & Statman, M. (2010). Portfolio Optimization with Mental Accounts. Journal of Financial and Quantitative Analysis, 45(2), 311-334.

Das, Sanjiv, Markowitz, Harry, Scheid, Jonathan, & Statman, Meir. (2011). Portfolios for investors who want to reach their goals while staying on the mean-variance efficient frontier. Journal of Wealth Management, 14(2), 25-31,5.

De Brouwer, P. (n.d.). Target-oriented investment advice. Journal of Asset Management, 13(2), 102-114.

Philippe J S De Brouwer. (2009). Maslowian Portfolio Theory: An alternative formulation of the Behavioural Portfolio Theory. Journal of Asset Management, 9(6), 359-365.

Friedman, M., & Savage, L. (1948). The Utility Analysis of Choices Involving Risk. Journal of Political Economy, 56(4), 279-304.

Grönroos, C., 2007. Service management and marketing : customer management in service competition 3rd ed., Chichester, England ; Hoboken, NJ: John Wiley & Sons.

Hirshleifer, D. (n.d.). Behavioral Finance. Annual Review of Financial Economics, 7, 133-159.

Izogo, E. (2016). Should relationship quality be measured as a disaggregated or a composite construct? Management Research Review, 39(1), 115-131.

Jap, Manolis, & Weitz. (1999). Relationship Quality and Buyer–Seller Interactions in Channels of Distribution. Journal of Business Research, 46(3), 303-313.

Kahneman, D., & Tversky, Amos. (1979). Prospect theory an analysis of decision under risk. Econometrica : Journal of the Econometric Society, an Internat. Society for the Advancement of Economic Theory in Its Relation to Statistics and Mathematics, 47(2), 263-291.

Lopes, L., L.(1987). Between Hope and Fear: The Psychology of Risk. Advances in Experimental Social Psychology, 20, 255-295. doi:10.1016/ S0065- 2601(08)60416-5.

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

Nevins, Daniel. (2004). Goals-based investing: Integrating traditional and behavioral finance. Journal of Wealth Management, 6(4), 8-23.

Nofsinger, J. (2011). The psychology of investing (4th ed., Prentice Hall finance series). Boston: Prentice Hall.

Pompian, Michael M., & Longo, John M. (2004). A new paradigm for practical application of behavioral finance: Creating investment programs based on personality type and gender to produce better investment outcomes.(investment management). Journal of Wealth Management, 7(2), 9-15.

Pompian, M. (2012). Behavioral finance and wealth management : How to build optimal portfolios that account for investor biases (Wiley finance series). Hoboken, N.J.: Wiley.

Qu, S., & Dumay, J. (2011). The qualitative research interview. Qualitative Research in Accounting & Management, 8(3), 238-264.

Roy, A. (1952). Safety First and the Holding of Assets. Econometrica, 20(3), 431-449.

Rauyruen, & Miller. (2007). Relationship quality as a predictor of B2B customer loyalty. Journal of Business Research, 60(1), 21-31.

Shefrin, H., & Statman, M. (2000). Behavioral Portfolio Theory. Journal of Financial and Quantitative Analysis, 35(2), 127-151.

Statman M. (1995). Behavioral finance versus standard finance. AIMR Conference Proceedings, 1995(7), 14-22.

Stewart, D., & Shamdasani, P. (1990). Focus groups : Theory and practice (Applied social research methods series ; v. 20). Newbury Park, Calif.: Sage Publications.

Thaler, R. (1980). Toward a positive theory of consumer choice. Journal of Economic Behavior and Organization, 1(1), 39-60.

Thaler, R.(1985). Mental Accounting and Consumer Choice. Marketing Science, 4(3), 199–214.

Thaler, R. (1990). Anomalies: Saving, Fungibility, and Mental Accounts. Journal of Economic Perspectives, 4(1), 193-205.

Thaler, R. (1999). Mental accounting matters. Journal of Behavioral decision making, 12 (3), 183-206.

Wang, Hungjen et al. (2011). Portfolio selection in goals-based wealth management.  Journal of Wealth Management, 14(1), 55–65.




Dream


Growth


Liquidity


Protection


Income








Life goals


retirement


children education


new career


property investment







Fundamental characteristics


Return


Psychological needs


Dream


Protection


Growth


Income


Liquidity


Life goals


Retirement 


Children education


Property investment


New career


Risk































Dream


Growth


Liquidity


Protection


Income








Life goals


retirement


children education


new career


property investment







17

image2.png
Satisfaction
vy

Client partfalio
Relationship

building using,
modified

Behavioral

Continuity

Portfolio

Relationship Quality
Theary

compared to

normal

goal-based

financial

Trust
v2)

planning





image3.png
Y1= Satisfaction
Y2=Trust

Y3=Provide befter service in the fifure

Y4= Mot switch financial planner! advisor

¥5=Proud of the financial plannerf advisor

Y6= Confim next appointment after cach meeting

Y7=Ask planner to solve my future financial problems

¥8="Tell other persons planner’s professionalism

Y9= Ask ofhers to seck comment from this financial planner advisor
ecommend this financial planner/ advisor to ofhers

ell others find a reliable planner





image4.emf

image4.png
Fundamental P:

Return - Dream Retirement
. Children
Risk H  Growth i
H  income  Property

investment
H Liquidity New career

L Protection





image1.jpeg
University of Wales
Trinity Saint David

N





