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СКВОЗЬ ПРИЗМУ ПОВЕДЕНЧЕСКОЙ ЭКОНОМИКИ 

 
Abstracts  

The consumer credit market develops actively in Ukraine the last time. Behavioural 

economics explains that a decrease of real incomes is not its cause. Rather the increase 

of loan supply and competent advertising that had been based on human psychology is 

its cause. People spend most of their loans for the satisfaction of desire to comply with 

certain society standards and to have expensive things, but not essential commodities. 

Keywords: loan, neuromarketing, behavioural economics, consumer credit, human 

psychology, finance companies.  
 

Streszczenie  
W ostatnich latach na Ukrainie obserwowany jest silny rozwój rynku kredytowania 

konsumpcyjnego. Z punktu widzenia ekonomii behawioralnej jest to spowodowane 

utrzymującą się stabilnością poziomu realnych dochodów populacji, a rozszerzeniem 

oferty kredytów oraz prowadzoną aktywną reklamą kredytów bankowych, która 

uwzględnia także aspekty psychologii przekazu medialnego. Większa część pieniędzy z 

zaciąganych kredytów przeznaczana jest nie na nabycie artykułów pierwszej potrzeby, 

tylko dla realizacji potrzeby snobizmu, przynależności do odpowiednio wyższego stand-

ardu życia w społeczeństwie w tym posiadania luksusowych artykułów. 

Słowa kluczowe: kredyt, neuromarketing, ekonomia behawioralna, psychologia 

człowieka, kredytowanie konsumpcyjne, instytucje finansowe. 

 

Аннотация 
В последнее время в Украине наблюдается расцвет рынка потребительского 

кредитования. Поведенческая экономика объясняет, что это обусловлено не 

снижением уровня реальных доходов населения, а расширением предложения 

кредита и грамотно настроенной его рекламой, базирующейся на психологии 
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человека. Большая часть кредитных денег тратится не на приобретение 

товаров первой необходимости, а для удовлетворения желания 

соответствовать определённому стандарту общества по владению дорогими 

вещами.  

Ключевые слова: кредит, нейромаркетинг, поведенческая экономика, 

психология человека, потребительское кредитование, финансовые компании. 
 

Introduction  
Essential achievements of economic 

science in the field of management and 

marketing and the guidelines of textbooks 

are based on the assumption and percep-

tion of man as a rational being. The person 

allegedly makes all the economic and 

financial decisions, based on personal 

utility, rationality and benefits. At the 

same time, the progressive part of eco-

nomic science claims otherwise.  

The history of economic thought says 

that even at the beginning of its develop-

ment, economic science was closely linked 

with psychology and the explanation of 

economic processes was based on human 

output. Today this direction of science has 

a new round of development called "be-

havioural economics". The founder of the 

behavioural economics was Daniel 

Kahneman, a psychologist, winner of the 

Nobel Prize in Economic science (2002), 

who proved that people's actions often 

contradict the forecasts of economic theo-

ry; people are not able to rationally esti-

mate the benefits and losses from the deci-

sions they make. It is not always possible 

to foresee a real turn of events using rea-

sonable and logical way. After all, differ-

ent people, relying on their feelings, hab-

its, momentary emotions, behave different-

ly in the same situation. Therefore, the 

rational decision taken at the beginning 

can be completely different afterwards. 

People take irrational decisions in rela-

tion to personal life, personal money, and 

even in business. An example of the latter 

is multiple cases of bankruptcy of large, 

world-renowned corporations, successfully 

functioning for many years previously. 

These include: General Motors, Chrysler, 

Kodak, Parmalat, Singer, Nokia and oth-

ers. Each company has its own history of 

bankruptcy, but all of them are premised 

on a once taken irrational decision. Some 

of them were broken by the sluggishness 

of managers, others were ruined by a 

wrong financial policy, the third were 

affected by the greed and lies of the com-

pany's owners. 

A Nobel laureate in economics Robert 

Schiller (Robert J. Schiller) presented in 

his works a cause for how reckless behav-

iour of a person manages entire markets 

[R. Schiller 2013]. Although his work is 

based on stock market research, they per-

fectly explain the situation in other areas 

of the economy. 

1. Development of the consumer lending 

market 

Recently in Ukraine there is an accel-

erated development of the consumer lend-

ing market. We are of the opinion, that the 

significantly increased demand for con-

sumer loans is the result of man's irrational 

behaviour. At the first glance, the reason 

for the trends could be called the drop of 

the real income of the population (Figure 

1).

 

 

 



№ 1(5)2017     International Journal of New Economics and Social Sciences 

 

 
Dr hab. Liudmyla Yevchuk 

Opublikowany: 2017-06-30 

DOI: 10.5604/01.3001.0010.4253 

Wydanie: International Journal of New Economics and Social Sciences 2017; 1 (5): 7-16 

Figure 1. Dynamics of the nominal and real income level per person year on aver-

age in Ukraine, thousand UAH 

 
Source: State Statistics Service of Ukraine, http://www.stat.gov.ua, available from 30/12/2016 

 

Throughout the entire period of the 

study, from 2010 to 2016, the nominal 

income of the population on average per 1 

person per year was constantly increasing. 

However, due to a sharp jump in the dol-

lar's rate in 3 times in 2014 and, accord-

ingly, inflation rate, real incomes de-

creased by 37% by 2016 and amounted to 

19,162 UAH per year or 1597 UAH per 

month, which is lower than the cost of a 

basket of consumer goods.  

Despite the current situation, our stud-

ies show that in most of cases, the appeal 

to credit is not related to a real lack of 

money to meet the necessary needs, i.e. the 

needs of the first and second level of A. 

Maslow’s hierarchy of needs, such as 

food, shelter, clothing, security. In many 

cases, the appeal to credit is triggered by 

the pressure of society and the financial 

inability of a person to pay them immedi-

ately. The desire to meet a certain standard 

of the society for possession of things 

(clothes, gadgets, cars, etc.) in order not to 

lag behind others and to demonstrate to 

others their social status. This behaviour 

was scientifically grounded by the Ameri-

can economist and sociologist Thorstein B. 

Veblen (Thornstein B.Veblen) in his book 

The Theory of the Idle Class, more than 

100 years ago, and to this day is on the top 

of its relevance. Conspicuous consumption 

(as T. Veblen called this phenomenon) – 

significant expenses on goods and ser-

vices, that are intended to demonstrate to 

the surrounding people their own wealth 

[T. Veblen 1984]. 

Veblen talked about people whose in-

come allowed them such spending, but 

nowadays in many cases people act in this 

way, even though some of them do not 

have relevant revenues. The goods are 

purchased on credit with the possibility of 

paying them over 12-24-36 months. The 

head of the credit department of the con-

sumer electronics network "Comfy" Ser-

gey Demyanenko says that in 2016 the 

purchase amount of goods on credit has 

almost doubled in the network in Ukraine. 

According to expert opinion, one of the 

main factors affecting the growth of con-

sumer loans is deferred demand. The pop-

ulation had put off the purchase of large 

equipment on credit in the last 1.5-2 years, 

and after stabilization of the exchange rate 

in the spring, consumers returned to stores 

[T. Pisanaya, 2016]. Although the availa-

bility of household appliances in the house 

has become the norm of modern life, it 

does not belong to the category of first and 

second level needs of A. Maslow’s hierar-

chy. 

According to statistics in the first nine 

months of 2016, the volume of 
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disbursement of consumer loan by 

banks in Ukraine grew by 27% compared 

to the same period, and their growth rates 

are almost twice outpace inflation (14.5%). 

The relatively stable dollar rate, the de-

cline in inflation increased the consumer 

confidence of Ukrainians, as well as their 

willingness to make big-budget purchases 

and, accordingly, obtain credits [A. 

Prikhodko 2016]. Platinum Bank states 

that the amount of consumer loans in-

creased in 2016 compared to the previous 

year by more than 2 times, and explains 

this by expanding the sales network, in-

creasing the flow of customers, and also 

reducing the number of players in the 

financial market [Platinum Bank 2016]. 

The National Bank also notes the increase 

in demand for consumer loans. Figure 2 

shows the balances of consumer loans, 

issued earlier, which does not completely 

characterize the trend of applying for 

them. But, nevertheless, there is no great 

difference between the previous years.

Figure 2. Dynamics of balances of consumer loans issued by banks in Ukraine as of 

November, billion UAH 

Source: National Bank of Ukraine, https://bank.gov.ua, access from 25.12.2016. 

 

Our research shows that the situation 

on the banking market does not fully char-

acterize the trend of consumer lending. 

Banks are not the only creditors of the 

population. Today, the market of non-bank 

consumer lending is actively developing, 

which is represented by lombards, finan-

cial companies, investment companies and 

various other types of lending. In the State 

Register of Financial Institutions, they 

have a different name [the State Register 

of Financial Institutions of Ukraine, 2016]. 

At a time when banks are rather conserva-

tive in their requirements and do not work 

with hopeless borrowers, non-bank credit 

institutions have more tolerant attitude to 

approving loan applications, which has 

contributed to their rapid development 

(Table1).       
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 Table 1. Dynamics of the number of non-bank credit institutions in the State 

Register of Financial Institutions 

Types of credit 

institutions 
2012 2013 2014 2015 2016 

2016. in %% by: 

2012 2015 

Сredit unions 614 628 589 589 521 84,9 88,5 

Other credit institu-

tions 54 82 92 101 122 225,9 120,8 

Legal entities under 

public law 30 30 30 30 30 100,0 100,0 

In total 698 740 711 720 673 96,4 93,5 

Source: National Commission for Regulation of the Financial Services Markets of Ukraine, 

https://nfp.gov.ua, access from 06.12.2016. 

 

When the number of credit unions 

gradually decreased, the number of other 

credit institutions increased more than 

twice in 5 years. 21 new credit organiza-

tions were registered only in 2016, which 

is 2.2 times more than in 2015 (9 new 

organizations). 

The reasons for the loyalty of credit in-

stitutions to borrowers are based on the 

working peculiarities. 

- Loans to small amounts (up to 10 000 

UAH). 

- Short terms of crediting (from several 

days to 1-2 months). These organizations 

promote their services as "Money before 

payday." 

- High lending rates (from 300% to 

1000% per annum), which at first glance 

do not look like this. It is a merely psycho-

logical effect, that drawdown charge looks 

affordable due to small amounts and short 

terms. For example, the site of the credit 

organization "Vasha Gotivochka" offers a 

loan of 1500 UAH for 10 days with inter-

est payment in the amount of 300 UAH. In 

case of re-calculation, the fee is 2% per 

day (300 UAH ÷ 10 days ÷ 1500 UAH × 

100%) or 730% per annum (2% × 365 

days) [Vasha Gotivochka 2016]. 

Small amounts of loans and high rates 

cover the risk of loss on non-performing 

loans. We carried out the survey among 

managers of credit institutions and it 

showed that the share of non-performing 

loans is 17-30%, depending on the degree 

of their loyalty. The less a credit institution 

is interested in the credit history of the 

borrower and checks his solvency, the 

more people apply for a loan and as a 

result the higher the percentage it default 

rate and the interest rate. 

Information of the National Commis-

sion for the Regulation of Financial Ser-

vices Markets also does not demonstrate 

the real situation on the financial market. 

Firstly, the statistics takes into account 

only the number of legal entities and does 

not contain information about the size of 

the network, the number of their branches / 

customer service departments. Specific 

market operators have significantly en-

larged for 1-2 years in a row. Secondly, 

many lending institutions use the online 

lending system. The money is credited to 

borrower’s bank card, what greatly simpli-

fies and speeds up the process, increases 

access to the client regardless of his locali-

zation. 

Thirdly, many credit institutions have 

shady business without registering with 

the National Commission for the Regula-

tion of Financial Services Markets. Per-

sonally, I have encountered similar struc-

tures, it is not difficult to find their sites on 

the Internet. You will not find them in the 

List of financial organizations included in 
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the State Register of Financial Institutions. 

And if you check identification code of the 

mentioned institutions in the "Unified 

State Register of Legal Entities, Individual 

Entrepreneurs and Public Associations", 

you will find out the organizations that 

deal with completely different types of 

activities. 

So-called financial companies were 

developed in the last 1-2 years. Experts 

evaluate them as the important players in 

the consumer credit market, which, unlike 

banks, are more mobile and not subject to 

such strict regulation. Financial companies 

often work in close cooperation with banks 

that provide them with working capital at 

20% -25% per annum. They do not keep 

up-to-date lending statistics; therefore it is 

possible to estimate the size of their turno-

ver only indirectly by the dynamics of 

obtaining loans by the financial companies 

themselves [A. Prikhodko 2016]. But, 

even the official data, operated by the 

National Commission for Regulation of 

Financial Services Markets, show a signif-

icant growth in the credit portfolio of fi-

nancial companies, and, consequently, in 

the volume of consumer lending (table 2).
 

Table 2. Credit portfolio of financial organizations of Ukraine  

as of January 1, billion UAH 

 

Financial organizations 2015 2016 Growth rate, % 

Credit companies 7,86 10,08 128,2 

Loan associations 2,03 1,80 88,7 

Finance companies 0,36 1,52 422,2 

Lombards 0,95 1,06 111,6 

In total 11,20 14,46 129,1 

Source: National Commission for the Regulation of Financial Services Markets, 

https://nfp.gov.ua, access from 25.03.2016.. 

 

In just one year, the credit portfolio of 

financial companies increased more than 4 

times (for reference, lending is the core 

business of financial companies). The 

portfolio of lombards increased by 11.3% 

and credit organizations by 28.2%. Ac-

cording to the estimates of the National 

Commission for the Regulation of Finan-

cial Services Markets, the amount of loans 

issued by non-bank credit institutions was 

about 12 billion UAH in 2016, which is 

88% higher than in 2015 [FinPost 2016]. 

 

2. Assessing of the trends in the con-

sumer finance market from the perspec-

tive of the behavioural economics. 

Let us consider now the consumer fi-

nance market from the perspective of mar-

keting. A significant increase in the num-

ber of credit institutions and their huge 

turnover show, on the one hand, that there 

is a large demand for consumer loans. At 

the same time, there are no expert fore-

casts about the expected decline in de-

mand. On the other hand, it shows a great 

profitability of consumer credit services. If 

this type of activity is so attractive today, 

it says that consumers not only massively 

and in huge quantities take out loans, but 

also massively surrender credits return 

with exorbitant interest rates. In other 

words, they overpay substantial sum for 

goods or services, for which they allegedly 

do not have money. All this proves that the 

reason for the feverish demand for con-

sumer loans is not directly related to low 
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incomes. This reason has not economic, 

but psychological nature, which is clearly 

explained by the behavioural economics. 

The problem of household debt load 

takes place not only in Ukraine, where the 

population has low income. Experts indi-

cate that this is a problem of economically 

highly developed countries like the USA. 

Dan Arieli describes in his book "Behav-

ioural Economics" that nowadays the av-

erage American family has 6 credit cards 

with the debt about 9000 dollars; seven out 

of ten housewives borrow money by 

means of credit cards to cover basic ex-

penses, such as buying food, clothes, utili-

ty bills  [D. Arieli 2013, p. 126]. 

What are the needs the Ukrainians 

spend their credit funds on? As already 

mentioned, the demand in the stores of 

household appliances increased in 2016. If 

before 2015, retail chains noted the wors-

ening reduction in the demand due to the 

crisis, then 2016 was characterized by 

increased sales. Commodity stocks were 

on the verge of exhaustion in some retail 

companies, especially in the DIY segment 

(Do It Yourself) in 2016. The beginning of 

the trend was laid at the end of 2015 and in 

spring 2016 certain product groups (such 

as dry building mixes, insulation materials, 

brick, aerated concrete) were in short sup-

ply. Importers and manufacturers of the 

DIY segment were not ready for such a 

turn of events and did not have time to 

replenish stocks. In 2015, the decline in 

retail trade turnover in Ukraine was esti-

mated at 20-30%, while in 2016 retail 

chains demonstrated a 30-40% growth. In 

a number of cases, indicators were higher 

than 50% and, even, 100%. A similar 

situation is observed in the world market. 

In 2015, the American retail chain Wal-

Mart closed 100 stores in different coun-

tries, and in the first half of 2016 opened 

about 50 new sales outlets. 

The experts estimate that what is hap-

pening as a change in the population's 

buying scenarios, reviewing personal 

needs and dividing them into deferred and 

current in relation to specific commodity 

groups. The buyer gives preference to 

cheaper, but high-quality products due to 

decline in earnings [D. Kosse 2017]. The 

representatives of the retail market do not 

mention increasing share of food products 

in the expenditure part of the population's 

budget and significantly reducing attention 

to non-food goods and services. All that 

goes together to show that people tend to 

make  irrational economic decisions. 

Neuromarketing is a new actively de-

veloping marketing discipline, the subject 

of which is the study of unconscious hu-

man reactions to advertising. Nowadays it 

helps consumers to make irrational deci-

sions. The results of research become the 

basis for the creation of advertising mes-

sages, which will be predictably effective. 

The data that neuromarketologists receive 

allows to change a person's thoughts be-

fore he/she has realized them and made 

them his/her personal standing [E. Shvets 

2014]. When the streets of the city are 

saturated with a huge number of advertis-

ing posters with the catchphrase "Get fast 

cash before your payday ", for a certain 

group of the population, the idea imposed 

by external factors is transformed into 

their own decision. 

In addition to massive advertising, neu-

romarketing uses a variety of other psy-

chological techniques. One of them is 

familiar to the older generation of the 

residents of our country - a deficit. In 

some cases, manufacturers deliberately 

carry out an artificial tightening of supply, 

rise tension, limiting the delivery of goods 

to stores. As an example of this is the 

rumours of salt shortages due to the sei-

zure of salt mines by militants in the sum-
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mer of 2014. As a result, all stocks reserve 

of food salt were sold out in a few days in 

retail stores in many regions. In fact, even 

sea-salt was sold up, whose price is 20-30 

times higher than the usual cooking one. 

The experts have been drawing atten-

tion of consumers to manipulations of 

marketers and the need for a more bal-

anced approach to making purchasing 

decisions. There are a great number of 

useful guidelines for reducing spending on 

the Internet and other sources. 

At the same time, despite the criticism 

of advertising, the consumers continue to 

follow its recommendations. According to 

experts, the biggest problem of modern 

buyers is the problem of choice. People 

subconsciously love advertising because it 

makes it easier for them to choose. People 

should learn how not to trust the next mar-

keting fairy-tale on their own, because 

more than 95% of the information the 

person perceives unconsciously [T. Pav-

loushenko 2016]. 

In turn, the promotion of goods on the 

market, marketing can no longer be based 

on purely economic laws. Economics, as a 

field of knowledge, does not exist by it-

self. Today, the economy of purchase and 

sale is based on the behaviour of a person, 

his emotions, feelings, habits, regardless of 

whether it is a purchase of a consumer 

product / service, or the B2B (Business to 

business) business segment. Decisions 

about purchasing are not made by enter-

prises, they are made by people who work 

at this enterprise in this segment. 

Nowadays marketing can be success-

ful, only as part of several sciences: eco-

nomics, sociology and psychology. More-

over, the economic justification of the 

marketing strategy should be based on 

sociological studies of the market, argued 

by psychologists (Figure 3).

  

Figure. 3. The pyramid of principles of building a marketing strategy

 

 
Source: Developed by the author. 

 

Philip Kotler, a famous marketing au-

thor, also notes the need to work with 

completely different approaches than were 

used before. According to him, he even 

stopped to sign autographs on his old text-

books: "My first books were about a dif-

ferent market, different competition and 

other consumers. Today these books are 

harmful, they describe models that do not 

work any more. " If the book on marketing 

is released ten years ago, it has already 

been behind the times in many respects 

[M. Ivanyuschenkova 2015]. 

Conclusions 
The boom of the consumer lending 

market in recent years in Ukraine is not the 

result of a decrease in the income level of 
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the population and it doesn’t mean that on 

its basis the demand for loan increased. On 

the contrary, the supply of loans has pro-

voked an increase in demand for them. 

The offer of consumer loans and well-

designed advertising, taking into account 

human psychology, have borne fruits 

According to the experts, this was one 

of the steps to revive the banking market. 

Andrey Prikhodko, the main analyst of 

Ukrsotsbank, notes, that consumer credit-

ing will become the driver of growth for 

Ukrainian banks in the next few years [A. 

Prikhodko 2016]. In our opinion, it was 

the banking system that initiated the in-

crease in the supply of consumer loans in 

order to overcome the crisis situation of its 

industry in Ukraine. In economic history 

there are well-known facts, when the sup-

ply of goods by the manufacturer, a well-

designed strategy for its promotion con-

tributed to the formation of a stable de-

mand for goods. For example, such prod-

ucts include: dishwashing detergent, mo-

bile communications, Internet, Apple 

products, etc. 

At the same time, the development of a 

marketing strategy should be conducted on 

the basis of sociological studies of the 

situation on the market, argued by psy-

chologists
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