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ABSTRACT  
This study aims to analyze the influence of herding behavior, anchoring bias, and availability bias 
on retail investor trading behavior, especially among students as novice investors. The phenomenon 
of increasing the number of retail investors in Indonesia has not been fully balanced with good 
analytical skills, so investment decisions are often influenced by psychological factors. This study 
uses a descriptive qualitative approach through an open questionnaire that is distributed to students 
who have experience or interest in investment activities. The results showed that although the 
majority of respondents began to show a tendency to think more rationally and independently, the 
three behavioral biases still had an influence on decision-making. Herding behavior arises when 
respondents feel more confident following the majority, anchoring bias appears through the habit of 
making the initial price the main reference, while availability bias can be seen from the dependence 
of some respondents on information that often appears such as news and social media. This study 
confirms that retail investors are still in the transition stage towards more mature and rational 
investment behavior. Improving financial literacy and understanding of investment psychology is 
needed so that trading decisions can be made more objectively and measurably, thereby minimizing 
the risk of losses in the capital market. 
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1.​ INTRODUCTION 
1.1 Background 

​In the last ten years, the development of digital technology has changed the way Indonesians 
invest. Now, the capital market can be accessed only through an app on mobile phones, so the 
process of opening a securities account becomes faster and simpler. Investment education is also 
increasingly easy to find through various digital platforms, encouraging Generation Z to start 
engaging in investment activities from a young age. Tahir and Danarsari (2023) emphasized that 
investment applications provide convenience for novice investors because they offer practical and 
easy-to-understand services. Thus, the increase in the number of young investors is not just a trend, 
but shows a shift in financial management patterns in society. Although interest in investment is 
increasing, it has not been followed by adequate understanding. Many new investors still have 
difficulty conducting fundamental and technical analysis so they are vulnerable to psychological 
bias. One of the biases that often arises is herding behavior, which is the tendency to follow the 
majority's steps without personal consideration. According to Putri and Yulianti (2025), this 
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behavior occurs because investors feel safer if they are in a large group. As a result, herding can 
cause increased market volatility and encourage the formation of price bubbles when people buy 
assets simply because of trends. 

From this phenomenon, it can be seen that Generation Z's investment behavior is not only 
influenced by rational factors, but also behavioral biases that shape the way they capture market 
information. Herding behavior, anchoring bias, and availability bias can all work together, making 
trading decisions less objective. Investors who are affected by bias tend to ignore in-depth analysis 
and rely more on initial perceptions and the most accessible information. This condition has the 
potential to increase the risk of losses and reduce market efficiency if it occurs widely. Therefore, 
research on the influence of these three biases on the trading behavior of retail investors of 
Generation Z is relevant. This research not only provides an overview of the way young investors 
think, but can also be the basis for the development of more effective financial literacy programs. 
By understanding how these biases work, financial institutions, academics, and regulators can 
develop educational strategies that encourage investors to think more critically, rationally, and have 
a long-term investment orientation. 

 
1.2 Problem Formulation 

1)​Does herding behavior have a significant effect on the trading strategies of retail investors of 
Generation Z? 

2)​Does anchoring bias have a significant effect on the trading strategies of retail investors of 
Generation Z? 

3)​Does availability bias have a significant effect on the trading strategies of retail investors in 
Generation Z? 

4)​Do these three biases simultaneously have a significant effect on the trading strategies of retail 
investors of Generation Z? 

 
1.3 Research Objectives 

1)​To find out the extent to which the tendency to follow the majority decision affects the stock 
transactions of Generation Z investors. 

2)​To identify the effect of Gen Z investors' attachment to initial information on decision-making 
in trading activities. 

3)​To test whether the ease of access and frequency of information affect the investment 
decisions of Generation Z retail investors. 

4)​To find out whether herding behavior, anchoring bias, and availability bias simultaneously 
affect the trading behavior of retail investors of Generation Z. 

 
2.​ RESEARCH METHODS 

This study was prepared using a quantitative approach with the aim of testing the influence 
of herding behavior and cognitive bias, which includes anchoring bias and availability bias, on the 
trading behavior of retail investors of Generation Z. The quantitative method was chosen because 
this study focuses on empirically measuring the relationship between variables through the analysis 
of numerical data obtained from respondents. 
 
2.1 Types Of Research 

The type of research used is explanatory quantitative research, which is research that aims to 
explain the causal relationship between independent variables, namely herding behavior, anchoring 
bias, and availability bias with bound variables in the form of retail investor trading behavior of 
Gen Z. Explanatory research is in accordance with the objectives of research oriented to test 
hypotheses and identify the significance of the influence of each variable.  
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2.2 Population And Sample 

The population in this study is Generation Z students who are domiciled or currently 
studying in Surabaya and have experience investing in the capital market. The research sample 
amounted to 100 respondents, which were selected through purposive sampling techniques.  

 
2.3 Data Collection Techniques 

Data collection was carried out through a closed questionnaire using a Likert scale of 1 
(strongly disagree) to 5 (strongly agree). The questionnaire was compiled to measure indicators of 
herding behavior (tendency to follow the decision of the majority), anchoring bias (dependence on 
the initial price or first information), availability bias (the influence of information that is easy to 
remember or frequently appear) with the trading behavior of retail investors. The questionnaire was 
distributed online through Google Form to ensure a wider reach of respondents.  

 
2.4 Data Analysis Techniques 

The data analysis techniques used in this study consist of descriptive statistical analysis and 
inferential analysis which aims to examine the influence of behavioral bias on the trading behavior 
of retail investors of Generation Z. The results of the analysis are expected to provide an empirical 
basis that shows that cognitive bias plays a role in shaping the trading behavior of retail investors of 
Generation Z. 

 
2.5 Conceptual Framework 

 
2.6 Hipotesis 

●​ H1: Herding behavior has a positive and significant effect on the trading behavior of retail 
investors. 

●​ H2: Anchoring bias has a positive and significant effect on retail investors' trading behavior. 
●​ H3: Availability bias has a positive and significant effect on retail investor trading behavior. 
●​ H4: Herding behavior, anchoring bias, and availability bias simultaneously have a positive 

and significant effect on retail investor trading behavior. 
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3.​ RESULTS AND ANALYSIS  
3.1 Results And Analysis Of The Discussion 
3.1.1 Herding Behavior 

 

 
Figure 3.1.1.1 Diagram Results Following Majority Decision 

 
Based on the diagram, the majority of respondents do not follow stock buying and selling 

decisions just because many other people do. As many as 45.5% said they disagree and 18.2% 
strongly disagree, so it can be concluded that most investors make decisions independently. 25.5% 
were in the neutral category, which indicates that there are doubts about whether their investment 
decisions are completely free from social influences. Only 10.9% agreed, so the tendency to herding 
in this group was relatively low. 

 
Figure 3.1.1.2 Confidence Diagram Results 

 
​Based on the diagram, the majority of respondents showed increased confidence when 

making stock transactions when many other investors acted similarly. As many as 47.3% of 
respondents agreed and 1.8% strongly agreed, so it can be concluded that the majority decision has 
a strong psychological influence. Meanwhile, 40% of respondents were in the neutral category, 
indicating doubts about whether their beliefs were influenced by social factors or purely personal 
considerations. Only a small percentage of respondents, 7.3% strongly disagreed and 3.6% 
disapproved, stating that their confidence was not affected by the actions of other investors. 
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Figure 3.1.1.3 Profit Opportunity Diagram Results 

 
​Based on the diagram, most respondents do not show excessive concern about the potential 

loss of profit opportunities if they do not follow the current investment trends. Of the 100 
respondents, 43.6% voted neutral, 29.1% agreed, 12.7% disagreed, 10.9% strongly disagreed, and 
only 3.6% strongly agreed. These findings indicate that although many respondents were neutral, 
there were still groups who felt fear of missing out (FOMO) when it did not participate in 
investment trends. 

 
Figure 3.1.1.4 Results of the Decision Diagram 

​ 
​Herding behavior generally arises when investors follow the actions of the majority without 

adequate analysis. However, the results of the diagram show that respondents are starting to show 
independence in thinking, although the influence of the investor community remains. Of the 100 
respondents, 45.5% chose neutral, 23.6% disagreed, 20% agreed, 7.3% strongly disagreed, and 
3.6% strongly agreed with the influence of community opinion on stock buying and selling 
decisions. The dominance of neutral answers indicates that most respondents consider the 
community's opinions, but do not rely entirely on them. In addition, the percentage of respondents 
who disagree and strongly disagree indicates that there are investors who prioritize personal 
analysis. 
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3.1.2 Anchoring Bias 

 
Figure 3.1.2.1 Results of the first information diagram as a reference 

 
​ Based on the results of the diagram, it can be seen that most of the respondents do not fully 

use the first information as the main reference in making decisions. This is shown by 38.2% of 
respondents who voted neutral, 29.1% disagreed, and 5.5% strongly disagreed, while only a small 
percentage agreed or strongly agreed. This composition shows that although some respondents are 
still influenced by initial information, the majority remain critical and cautious before trusting the 
first data received. The findings confirm that the influence of anchoring bias on this aspect is 
relatively low to moderate. 

 
Figure 3.1.2.2 Results of the initial price chart as a benchmark 

​  
On the indicator of using the initial price as a benchmark, the chart shows that the anchoring 

bias is still quite strong. A total of 45.5% of respondents agreed and 9.1% strongly agreed that the 
first price influenced their assessment of the next price. The rest are either neutral or disagree. These 
findings indicate that the initial figure is often a reference point that influences respondents' 
perceptions, thus potentially lowering objectivity in price valuations, especially in the context of 
transactions and investments. 
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Figure 3.1.2.3 Results of the Quick Decision Diagram Based on Preliminary Information 

​  
The results of the diagram on quick decision-making show that most respondents are not 

inclined to rush just because they receive the first information. As many as 38.2% of respondents 
stated that they did not agree and 9.1% strongly disagreed, while 30.9% were neutral. However, 
there are still 21.8% of respondents who admit that they often act quickly based on initial 
information. This suggests that even though the majority of respondents have good control, 
anchoring bias still appears in a small percentage of individuals. 

 

 
Figure 3.1.2.4 Results of the Supplementary Information Attempt Diagram 

 
​ In the indicator of trying to find additional information, the results of the diagram show a 

very positive response. The majority of respondents, namely 47.3% strongly agreed and 40% 
agreed, stating that they actively seek other information before making a decision. Only a small 
fraction are neutral or strongly disagree. These findings reflect that respondents have a high 
awareness of the importance of verifying and comparing information, as well as demonstrating good 
cognitive control in avoiding the influence of anchoring bias. 
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3.1.3 Availability Bias 

 

 
Figure 3.1.3.1 Stock Valuation 

 
​The majority of respondents (38.2%) showed a neutral stance towards statements that they 

judge a stock better simply because it appears frequently on social media, followed by 27.3% who 
agree and 25.5% disagree, while the categories strongly agree and strongly disagree at 5.5% 
respectively. These findings reflect a symptom of availability bias, which is the tendency to judge 
assets based on information that appears frequently or is easy to remember, such as content on 
social media. However, the balance of approval and rejection rates suggests that while some retail 
investors are affected by exposure to popular information, many of them are beginning to realize the 
importance of more in-depth analysis before making investment decisions. 

 

 
Figure 3.1.3.2 Investment Outlook 

 
The majority of respondents showed a rational attitude in responding to investment 

information, as seen from 38.2% who disagreed and 18.2% strongly disagreed with the statement 
that they easily change their investment views just because of the latest news without checking the 
truth. This indicates prudence and a tendency to verify information before making a decision. A 

61 
 

https://doi.org/10.58738/human.v3i2.1205


HUMAN: Journal of Social Humanities and Science 
E-ISSN: 3026-0752, Volume 3 Number 2, 2026 
DOI: https://doi.org/10.58738/human.v3i2.1205 
 
total of 23.6% were neutral, indicating that they are sometimes influenced by news but not making 
it the main basis for decision-making, while 16.4% agreed and 3.6% strongly agreed, indicating that 
a small percentage of investors are still easily swayed by new information without verification. 
Overall, these findings indicate a low level of availability bias in the respondent group, as the 
majority rely more on analysis and careful consideration rather than impulsively following the 
news. 

 

 
Figure 3.1.3.3 Investment Decisions 

 
Most respondents showed a tendency to revisit their investment decisions so as not to be 

affected by excessive news, indicated by 49.1% who agreed and 18.2% strongly agreed. While 
27.3% were in a neutral position, few disagreed (3.6%) and strongly disagreed (1.8%), indicating 
that only a small fraction paid less attention to the influence of news on their investment decisions. 
Overall, these results reflect that the majority of respondents are trying to maintain objectivity and 
be cautious, recognizing that excessive exposure to news can lead to misperceptions and affect the 
assessment of risks and potential investment returns. 

 

 
Figure 3.1.3.4 Advantages 

 
Most respondents tend not to assess investment profit opportunities just because they see the 

success of others, as seen from 47.3% who are neutral, 25.5% disagree, and 5.5% strongly disagree. 
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This shows the efforts of the majority of respondents to remain objective and realize that other 
investors' experiences do not always reflect their own investment potential.  

 
3.1.4 Retail Investor Trading Behavior  

 
Figure 3.1.4.1 Results of Stock Transaction Frequency Diagram 

 
​The results showed that 49.1% of respondents were neutral, 27.3% disagreed, and 16.4% 

strongly disagreed, while only 7.3% agreed. This indicates that most retail investors do not engage 
in trading activities on a regular basis. They tend to be passive and may only transact when there is 
a certain momentum, rather than as a monthly routine. These findings illustrate the character of 
Indonesian retail investors who are still opportunistic. Prefer to wait for strong market signals rather 
than be consistent in trading frequency. 

 

 
Figure 3.1.4.2 Spontaneous Decision Making Diagram Results 

 
​From the results, 40% of respondents were neutral, 27.3% disagreed, and 10.9% strongly 

disagreed, while 18.2% agreed. This shows that most retail investors are cautious and not easily 
carried away by market emotions. Although a small percentage claim to be spontaneous, the 
majority seem to be trying to consider their decisions more rationally. However, a high level of 
neutrality also indicates that there are still doubts or inconsistencies in trading behavior, which can 
indicate the potential for herding behavior in extreme market situations. 
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Figure 3.1.4.3 Results of the Difficulty in Holding Back in a Crowded Market 

 
​As many as 40% of respondents were neutral, 29.1% disagreed, 10.9% strongly disagreed, 

and 18.2% agreed. These findings suggest that most retail investors are not easily carried away by 
market euphoria, although a small percentage still show impulsive tendencies. High neutrality 
indicates that there is a group of investors who are still struggling to balance rationality and emotion 
in decision-making. This is in line with behavioral finance theory, where market sentiment often 
influences retail investors' decisions even though they are aware of the risks. 

 

 
Figure 3.1.4.4 Trading Planning Diagram Results 

 
​The results showed 47.3% neutral, 27.3% disagreed, 9.1% strongly disagreed, and 12.7% 

agreed. This means that the majority of respondents are not fully disciplined in making systematic 
trading plans, but also do not admit to being completely without a plan. This illustrates a condition 
in which many retail investors still rely on intuition or short-term information rather than in-depth 
analysis. The low percentage who "agree" signifies a growing awareness that a measured trading 
strategy is important to avoid speculative losses. 
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3.2 Test Results 
3.2.1. T-Test Results 

 
The results of the t-test in the coefficient table show how each independent variable partially 

affects the Trading Behavior of Gen Z Retail Investors. This shows that Herding Behavior has a 
significant effect on investors' trading behavior. The positive regression coefficient shows that the 
stronger the tendency of Gen Z investors to follow the actions or decisions of other investors, the 
higher their tendency to engage in trading activities. Overall, the results of the t-test showed that of 
the three behavioral bias variables tested, only Herding Behavior and Availability Bias were shown 
to have a significant influence on the Trading Behavior of Gen Z Retail Investors. 
 
3.2.2. Results Of The F Test 

 
The results of the F test displayed in the ANOVA table provide an overview of the influence 

of the three independent variables simultaneously on the dependent variable, namely the Trading 
Behavior of Retail Investors Gen Z. The resulting F value of 11.302 shows that the regression 
model built has a good ability to explain the variation in trading behavior when the three variables, 
namely Availability Bias, Anchoring Bias,  and Herding Behavior, included together. These values 
show the strength of the model in predicting dependent variables based on the overall independent 
variables used. Thus, the results of the F test confirm that the model used is feasible and significant 
to explain the relationship between behavioral bias and trading behavior in the study population. 

 
4.​ CONCLUSION  

Based on the results of the research that has been conducted, it can be concluded that the 
trading behavior of retail investors in Indonesia is still greatly influenced by psychological aspects 
called behavioral biases. The three most prominent forms of bias in this study are herding behavior, 
anchoring bias, and availability bias. All three have a real influence on the way investors make 
decisions when making stock transactions or other digital investments. Although most respondents 
showed a tendency to think rationally, the results of the study still showed that social factors, 
thinking habits, and ease of access to information are still the main drivers in the investment 
decision-making process. 

In general, retail investor behavior in Indonesia is in a transition period towards maturity in 
investing. Many of them have begun to realize the importance of rational analysis and prudence, but 
there is still a need to improve their ability to control emotional influences and cognitive biases. 
Therefore, increasing financial literacy, investment education, and understanding of financial 
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behavior (behavioral finance) is an important step to form a more critical and objective mindset. 
With this awareness, it is hoped that retail investors can make wiser, rational decisions, and be able 
to reduce the risk of losses due to impulsive decisions. In the end, this mature investment behavior 
will support the creation of a more stable, healthy, and efficient capital market in Indonesia. 
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