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Abstract

This study aims to examine the impact of product involvement, subjective norm 
and perceived behavioral control on investment intentions of individual investors 
in Pakistan. The data were collected from 548 individual investors in Pakistan us-
ing systematic random sampling. The data analysis was done using descriptive and 
inferential statistics. The results of the analysis showed that product involvement and 
subjective norm have a significant impact on investment intention of individual in-
vestors in Pakistan. On the other hand, the perceived behavioral control appears as 
insignificant in influencing the investment intentions of individual investors. The re-
sults of the analysis can be helpful for the investment advisors in efforts to increase 
the level of involvement. They need to develop and promote customized investment 
portfolios for their customers that suit their risk profile, investment objectives and 
financial constraints.

Yusnidah Ibrahim (Malaysia), Imran Arshad (Pakistan)
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INTRODUCTION

The stock market can be regarded as a system of human interac-
tions. In investment perspectives, investors exchange informa-
tion and discuss stocks with their neighbors, friends, relatives and 
colleagues. Investors seek advice on the investment option from 
advisors, bankers, analysts and planners before the actual invest-
ment. The involvement of various aspects in the investment de-
cision-making, investment decision-making can be categorized as 
complex decision-making behavior (Hirschey & Nofsinger, 2008; 
Shanmugham & Ramya, 2012). Researchers in economic psychol-
ogy and behavioral finance have recently become interested in the 
issue of how investors’ subjective perceptions about companies 
may inf luence their decisions to invest in the companies’ stocks, 
for example, Ang, Chua, and Jiang (2010), Aspara and Tikkanen 
(2008), Aspara (2013), MacGregor, Slovic, Dreman, and Berry 
(2000), Statman, Fisher, and Anginer (2008). 
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Involvement of individuals in investment activities has been part of the popular debate surround-
ing investment habits in Pakistan. Specifically, there has been significant concern about the low 
savings in financial instruments as opposed to savings in gold and real estate. In Pakistan, market 
capitalization as a percentage of GDP was only 24.6% in the year 2015 as compared to 261.6% in 
Singapore, 135.8% in Malaysia, 113.4% in Thailand, 85.97% in India and 98.36% in China, as re-
ported by National Inf lation Association USA (2016)1. Investment levels across countries are still 
not up to normative standards (Guiso & Sodini, 2013). Amongst emerging economies, Pakistan is 
a good example where despite high savings rates and forward-looking regulations, there is very 
low penetration of individual in the stock market. According to Security Exchange Commission 
Pakistan (SECP, 2016)2 report, with over 60% of the population living in the rural and semi-urban 
areas, the capital market has negligible outreach.

In the previous literature, various factors such as demographic profile of investors, risk tolerance 
level, psychological factors and consumer behavior factors (Aspara, 2013; Cole, Paulson, & Shastry, 
2012; Grinblatt, Keloharju, & Linnainmaa, 2011; Guiso & Jappelli, 2005; Hong, Kubik, & Stein, 
2004; Lim, 2013; Mahastanti & Hariady, 2014) have been discussed as potential factors that inf lu-
ence an individual intention to invest in stocks. However, there are very few studies pertaining to 
emerging markets where these factors and their effects on investment intention have been studied 
together.

Among the factors that enhance investment intentions of the individual investor, product involve-
ment appears as a most significant contributor as reported by Aspara (2013), Lim (2013). Laroche, 
Vinhal Nepomuceno, and Richard (2010) mentioned that higher involvement generates a stronger 
relationship between evaluation difficulty and perceived risk for the product category perspective 
and impact on investment decision-making. Moreover, in investment intention, Theory of Planned 
Behavior (TPB) provides a very strong theoretical model to predict behavioral intentions. The be-
havior, subjective norm, and perceived behavioral control are the significant three basic elements 
of TPB in explaining behavior that has been claimed in multiple studies (Sommer, 2011). As previ-
ously mentioned, application of psychological models to examine investors’ decisions is an emerg-
ing subject in the field of behavioral finance. Cuong and Jian (2014), Pascual-Ezama, Scandroglio, 
and Gil-Gomez de Liaño (2014) are among few researchers who assessed the impact of TPB fac-
tors on investment behavior of individual investors. However, considering that the evidence-based 
findings are very limited in this subject matter, this research attempts to bridge this gap by apply-
ing the TPB in the capital market context.

The application of the TPB in the context of stock investment assumes that the general willingness 
and intention to invest in stock drive the actual purchase of stock. Furthermore, it is possible that 
individuals are more willing to purchase stock if their attitudes, subjective norm and perceived be-
havioral control are positive. It is possible that many of the consumer constructs that were found to 
have inf luenced complex purchase decisions are in fact applicable to study investment intentions.

It is critical to assess whether consumer behavior factors (product involvement) and psychological 
factors (subjective norm and perceived behavioral control) can significantly develop the invest-
ment intentions among individuals in Pakistan. These are the gaps in the body of knowledge of 
financial products which this study seeks to address. The current study aims to assess the impact of 
product involvement, subjective norm and perceived behavioral control on investment intentions 
of individual investors in Pakistan using Theory of Planned Behavior (TPB). 

1 http://inflation.us/

2 https://www.secp.gov.pk/document/annual-report-2016/
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1. REVIEW OF LITERATURE 

AND HYPOTHESES 

DEVELOPMENT

This section reviewed the related literature on 
product involvement, subjective norm, perceived 
behavioral control and investment intentions 
and develops hypotheses based on the previous 
literature.

1.1. Investment intentions

Intentions are assumed to capture the motivation-
al factors that influence a behavior and to indicate 
how hard people are willing to try or how much 
effort they would exert to perform the behavior 
(Ajzen, 1991). According to Ajzen (1991), as a gen-
eral rule, the stronger the intention to engage in 
a behavior, the more likely should be its perfor-
mance. Intention can thus be construed as a pre-
dictor of behavior. Several studies involving finan-
cial products have used investment intention as a 
dependent variable to measure the intention to in-
vest (Dey, Chauhan, & Chakraborti, 2015; Kozup, 
Howlett, & Pagano, 2008; Lim, Soutar, & Lee, 2013; 
Sivaramakrishnan, Srivastava, & Rastogi, 2017).

The decision-making process is very complex and 
the effectiveness of decision-making depends on 
the emotional stability of the investor (Talha, Ali, 
& Waheed, 2012). The nature of investor’s decision 
is not the same and it depends on the personal 
attitudes and share’s characteristics. During the 
recent years, studies on behavioral finance have 
depicted that financial decision-making of inves-
tors depends on the external and internal behav-
ioral factors (Baghdadabad, Tanha, & Halid, 2011; 
Shefrin & Statman, 2000; Shefrin, 2002). The be-
havior of investor is considered as complex finan-
cial market procedure and it has remained the 
focus of present and past studies of capital mar-
ket (Iqbal, Hussain, Latif, & Aslam, 2013). The 
behavior of investors has been studied from the 
perspective of institutional investors, as well as 
individual investors, and also from the perspec-
tive of domestic investors and foreign investors. 
The main object of the investors’ investment usu-
ally either capital appreciation or current income 
or balance of capital appreciation (Sultana, 2010). 
This study aims to study the investment intentions 

of the individual investors from the perspective of 
consumer behavior and psychological perspective.

1.2. Product involvement  

and investment intentions

Product involvement concept is viewed as a fo-
cal structure, imperative to the comprehension 
of decision-making behavior of the consumer 
(Chakravarti & Janiszewski, 2003). The personal rel-
evance of an object in accordance with inherent in-
terest, values and needs is referred to as involvement 
(Zaichkowsky, 1985). Thus, the importance, attach-
ment, motivation or interest manifested towards an 
object is understood to be involvement. The con-
sumers’ level of familiarity with the product is pro-
portional to the extent to which consumers rely on 
procedural fairness (Shehryar & Hunt, 2005).

In view of Aspara (2013), an individual’s endur-
ing perception that an object (in our case, a prod-
uct category/domain) is intrinsically important or 
relevant to him personally, reflecting his identity 
and personal values. Aspara (2013) systematically 
examined that how investor’s affective and subjec-
tive valuation of company’s brand and products 
influenced the propensities of the investor to con-
sider companies as investment targets. The person-
al relevance represented by particular products of 
the company had a negative impact on the consid-
eration that single investor presents to substitute 
the investments targets while deciding to invest in 
the stock of the company. Effective assessment of 
individuals for the organization’s brand positively 
affects his optimism regarding financial returns 
of the organization’s stock. Moreover, to some ex-
tent, in spite of what prior studies suggest, an indi-
vidual’s knowledge with a specific organization’s 
image as such does not diminish the thought he 
provides for option investment targets, nor is it 
connected to conceit about the financial returns 
of that organization’s stock (Aspara, 2013).

Aspara, Olkkonen, Tikkanen, Moisander, and 
Parvinen (2008) suggest that an individual’s “af-
finity” for a product category, implicating person-
al relevance and positive personal value, largely 
stems from the perception that the product cat-
egory in question supports or represents such do-
mains to which the individual attaches personal 
relevance and positive value. Consumers neither 
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wish nor are able to exert a great deal of effort to 
process information in a low involvement situa-
tion (Chung & Zhao, 2003). In another vein, con-
sideration of the congruence between brand im-
age and self-concept is done by highly involved 
consumers (Laroche et al., 2010). Lim (2013) and 
Lim et al. (2013) studied the influence of various 
consumer behavior constructs on the investment 
intentions of individual investors to invest in stock 
market.

Product involvement influences people’s gen-
eral approach to the consumer decision process 
(Clarke & Belk, 1979; Laurent & Kapferer, 1985). 
Involvement is also a key element in revealing 
an individual’s identity or sense of self (Bei & 
Widdows, 1999; Traylor & Joseph, 1984). Studies 
have also shown that highly involved consum-
ers possess sufficient information required in 
the decision-making process as compared to the 
low involved consumer with a particular product 
(Chaiken, 1980), which results in fewer alterna-
tive acceptance by the highly involved consumers 
(Petty, Cacioppo, & Goldman, 1981). Those con-
sumers who are highly involved in a particular 
product have better knowledge about the product 
attributes as compared to less involved consum-
ers. Moreover, highly involved consumer depicts 
greater ability to evaluate the products in terms 
of quality and price (Chandrashekaran & Grewal, 
2003; Richins & Bloch, 1986), leading to higher 
purchase intentions.

The results of the various studies emphasized the 
importance of product involvement on invest-
ment intentions of individual investors. Laroche 
et al. (2010) found that higher involvement gen-
erates a strong relationship between investor and 
reduce the difficulties of evaluation and impact 
significantly on investment decisions of inves-
tors. Investors who attach high importance to the 
specific investment product(s) are likely to show a 
high level of enduring involvement with that in-
vestment product (Huhmann & Bhattacharyya, 
2005; Mishra & Kumar, 2011).

In addition, Lim (2013) also examined various factors 
that impact on investor decision-making and found 
that product involvement has a significant impact on 
the investment decision-making. In Harrison (2016), 
it was reported that product involvement significant-

ly impacts on the investment intentions of individ-
ual investors. In the process of investment decision-
making, the involvement of the investors significant-
ly affects the investment intentions of the investors. 
Highly involved investors may have more investment 
intention as compared to those with a low-level of 
involvement. This study also proposed that product 
involvement will have a significant impact on the in-
vestment intentions of individual investors. Based on 
the above discussion and past literature, this study 
postulates the following hypothesis.

H1: Product involvement will have a significant 
impact on investment intention of individual 
investors.

1.3. Subjective norm  

and investment intentions

Subjective norms is the results of the perception of 
what peers of groups who are important think about 
the particular behavior and the motivation to com-
ply with these views (Ham, Jeger, & FrajmanIvković, 
2015). In the investment decision perspective, East 
(1993) documented that investment intentions of a 
person are significantly influenced by the opinion of 
the family and friends. Moreover, wealthier investors 
were found to be interested in sustainable investment 
due to the positive image of society towards sustain-
able investment (Eurosif, 2012). It can be expected 
that there is perceived public pressure that leads to 
investment in the sustainable investment projects 
and subjective norms is supportive towards the in-
tention to invest in sustainable investment opportu-
nities (Paetzold & Busch, 2014).

In addition to that, subjective norm is the com-
bination of the perceived expectations form rel-
evant individuals and intentions to comply with 
the expectation of these important individuals. 
Knowing beliefs of an individual can be important 
in knowing the attitude of the individual (Pohja, 
2009). Other studies by Shanmugham and Ramya 
(2012), Alleyne and Broome (2011) examine the 
investment intention by employing the Theory 
of Planned Behavior. Shanmugham and Ramya 
(2012) reported that subjective norm is found to 
be negatively related with intention towards trad-
ing, while Alleyne and Broome (2011) reported 
that subjective norms is a significant predictor of 
investment intentions.
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Pascual-Ezama et al. (2014) assessed the invest-
ment intentions of real investors and they found 
that subjective norms impact significantly on in-
vestment intentions of real investors. On the other 
hand, Mahastanti and Hariady (2014) also con-
ducted studies to investigate the intentions of in-
vestors to buy financial products. The result sug-
gested that investors’ decision to buy the financial 
product was not affected by subjective norms and 
attitudes. Moreover, Cuong and Jian (2014) exam-
ined the factors influencing individual investors’ 
behavior to invest in stock market. 

The results of the study showed that there is a signif-
icant influence of subjective norms on behavioral 
intentions of investors in stock market. The mixed 
results of the previous research studies such as 
Shanmughan and Ramya (2012) found a negative 
impact of subjective norm, Cuong and Jian (2014) 
and Pascual-Ezama et al. (2014) found a signifi-
cant impact, while Mahastanti and Hariady (2014) 
found the non-significant impact of the subjec-
tive norm on intentions. The current study based 
on the above discussion proposed that opinion of 
friends and family is of immense importance in 
collective culture such as Pakistan and proposed 
that subjective norm will significantly impact on 
investment intentions of individual investors in 
Pakistan. Based on the previous literature and 
above discussion, this current study formulates 
the following hypothesis.

H2: Subjective norm will have a significant im-
pact on investment intention of individual 
investors.

1.4. Perceived behavioral control  

and investment intentions

In the current study, perceived behavioral control 
(PBC) has been proposed to have a significant in-
fluence on the investment intentions. In this study, 
perceived behavioral control has been referred to 
the ability of the investors to control over perform-
ing a particular behavior in stock investment con-
text. Hamid (2014) stated that people’s judgement 
is reflected by perceived behavioral control about 
their ability to perform judgements and behavior 
about independence over the decision to perform 
the behavior. When a person considers perform-
ing a particular behaviour, perceived behavioural 

control is the answer of the person to the ques-
tion. There is an expectation of being motivated 
to perform the behaviour from people with high 
perceived behavioural control (Yzer, 2012).

According to Ajzen (2002), PBC could influence 
in two ways as claimed by the Theory of Planned 
behavior: the intention to perform behavior could 
be affected by PBC; also in a way dependent from 
the concerned intention, PBC could directly affect 
the behavior. The investors’ process of decision-
making and in their behaviour could be involved 
by these two control factors. The control factors 
could be internal or external. The external control 
factors are financial resources, time or partners’ 
cooperation while the internal control factors 
are individual knowledge, experience and skills 
(Ajzen, 2005). Moreover, individuals who have 
high level of perceived behavioral control pos-
sess more willingness to perform or not perform a 
particular behavior, because PBC exert direct in-
fluence on the behavior of the individual (Ajzen, 
2006) and lead to perform the particular behavior 
(Armitage & Conner, 2001), particularly when the 
behavior is not under volitional control and to the 
extent that it is an accurate reflection of actual be-
havioral control (Ajzen, 2002).

In addition, Fishbein and Ajzen (2011) explained 
that PBC describes the ability of an individual to 
have control, and perceived ease or difficulty in 
performing that particular behavior. In this es-
sence, TPB argued that a positive attitude and 
subjective norm towards intention does not guar-
antee that an individual will perform the behavior 
if the control to perform the behavior is missing. 
PBC exists from personal and environmental fac-
tors such as having the skills and opportunities to 
engage in a particular behavior. In line with this, 
Armitage and Connor (2001) also described that in 
many studies, perceived behavioral control has im-
proved the forecasting of intention. Furthermore, 
PBC accounted for significant amounts of vari-
ance in intention and behavior (Knabe, 2012).

In this perspective, Cuong and Jian (2014) found 
that there is a significant relationship between 
perceived behavioral control and behavioral in-
tention of individual investors. Thus, regarding 
the investment in stock, perceived behavioural 
control should be positively related to willingness 
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and intentions. Individual’s judgement is reflected 
by PBC about their ability to perform judgements 
and behavior about independence over the deci-
sion to perform the behavior (Hamid, 2014). Yzer 
(2012) argued that when a person considers per-
forming a particular behavior, PBC is the answer 
of the person to the question. There is an expecta-
tion of being motivated to perform the behaviour 
from people with high PBC.

There are very few empirical studies on PBC and 
investment intentions. In the context of the stock 
market, Gopi and Ramayah (2007) assessed the 
impact of PBC to predict the intention to trade 
online. The study proved the positive impact of 
PBC on the behavioural intention of Internet 
stock trading. Alleyne and Broome (2011) de-
termined individual factors that are likely to 
influence the investment decisions of potential 
investors and the results of analysis support that 
PBC has a strong significant influence on invest-
ment decisions of potential investors. Cuong and 
Jian (2014) also found that there is a strong sig-
nificant relationship between perceived behav-
ioral control and individual investor’s intention 
to invest in stocks. On the other hand, few stud-
ies such as Al-Swidi, Mohammed Rafiul Huque, 
Haroon Hafeezand Noor MohdShariff (2014),Van 
Hooft and De Jong (2009) disconfirmed the im-
pact of PBC on intentions. These studies reported 
that PBC does not influence on the intention and 
appears as an insignificant contributor towards 
behavioral intentions.

The results of previous experimental studies are 
in line with TPB literature and showed that PBC 
could be accounted for considerable variance in 
intention and behavior, and also prove a posi-
tive link between PBC and intention (Fu, Farn, & 
Chao, 2006; Knabe, 2012; Mathieson, 1991; Shih & 
Fang, 2004). The perceived behavioral control has 
been found as a significant factor that influences 
on intentions in the most of the previous research 
studies. It is argued in the context of the current 
study that those investors who have stronger con-
trol over their decisions are likely to have stronger 
investment intentions. Based on the abovemen-
tioned discussion, this study proposed that PBC 
would have a significant influence on investment 
intentions. The following hypothesis has been 
formulated.

H3: Perceived behavioral control will have a sig-
nificant impact on investment intention of 
individual investors.

2. METHODOLOGY

This section elaborates the data collection proce-
dures, instruments and data analysis techniques 
employed to achieve the objective of the current 
research.

2.1. Instruments

A questionnaire was developed as the research 
instrument. It consists of two sections. The first 
section asks about the demographic profile of re-
spondent and second section elicited information 
about product involvement, subjective norm, per-
ceived behavioral control and investment inten-
tions of the individual investor.

The measures of the underlying constructs of the 
study were carefully chosen from previous litera-
ture in the field. The measure for product involve-
ment was adapted from the study of Lim (2013), 
while the measure for subjective norm was adapt-
ed from Schmidt (2011), Tai and Ku (2013). The 
measurement for the perceived behavioral con-
trol was adapted from Mahastanti and Hariady 
(2014), Pascual-Ezama et al. (2014), Schmidt (2011). 
Furthermore, the measurement for investment in-
tention was adopted from the study of Lim (2013), 
Allen, Gupta, and Monnier (2008).

2.2. Data collection

The data for the current research were collect-
ed from a sample of 548 individual investors 
from major cities of Pakistan which includes 
Lahore, Karachi, Sukkur, Multan and capital city 
Islamabad. The data collection was done using self-
administered questionnaire. The systematic ran-
dom sampling was used to collect the data from 
the respondents. Registrar offices and Human 
Resource Departments were contacted to get the 
list of the employees and with the help of the con-
cerned office, the employees were approached.

In a descriptive analysis of demographics of the 
respondents, it was found that among the respon-
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dents, 65% were male and 33% were female re-
spondents. Among the respondents, of them mostl 
were from the age group 25-35 years and have an 
average income Rs. 25000 – Rs. 50,000. While the 
majority of the respondents hold a postgraduate 
degree. The detail on the demographic profile of 
respondents is given in Table 1.

2.3. Data analysis method

The proposed relationships in the model were 
tested using the structural model. The current 
study employed two-step approach as suggested 
by Anderson and Gerbing (1988). In the first step, 
a measurement model was run to test the reliabil-
ity and validity of the constructs. After ensuring 
that the construct used is adequately reliable, the 
structural model was used to test the proposed 
hypotheses.

In the measurement model, CFA technique was 
used to assess the items of the constructs, and the 
items with lower factor loadings were removed. The 
construct reliability and validity were assessed us-
ing the criterion suggested by Fornell and Larcker 
(1981), in which the construct validity is assumed 
when the value of the composite reliability is 0.70 
or above. The constructs will be assumed to have 
acceptable construct validity when the value of 
Average Variance Extracted (AVE) is 0.50 or above. 

In the current study, both reliability construct va-
lidity and composite reliability were established, 
and all the constructs fulfilled the criterion giv-
en by Fornell and Larcker (1981). The structural 
model was run using AMOS 22.0. The proper-
ties of the constructs of the current research were 
examined in a variety of ways to ensure that the 
measurements fulfil the criteria and are suitable to 

Table 1. Demographic profile of the respondents

Demographic factors Components Frequency Percent

Gender

Male 357 65.1

Female 181 33.0

Missing 10 1.8

Total 548 100

Age

Less than 25 years 155 28.3

25-35 years 284 51.8

36-45 years 55 10.0

46-55 years 29 5.3

56 years or above 13 2.4

Missing 12 2.2

Total 548 100

Income

Below Rs. 25,000 117 21.4

Rs. 25,000 – Rs. 50,000 174 31.5

Rs. 51,000 – Rs. 75,000 117 21.4

Rs. 76,000 – Rs. 100,000 82 15.0

Rs. 101,000 and above 40 7.3

Missing 18 3.3

Total 548 100

Qualification

Intermediate 19 3.5

Graduate 182 33.2

Postgraduate 260 47.4

Ph.D. 59 10.8

Others 18 3.3

Missing 10 1.8

Total 548 100.0

Marital status

Unmarried 326 59.5

Married 199 36.3

Divorced 10 1.8

Widow 3 0.5

Missing 10 1.8

Total 548 100.0
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measure the relationship between variables. The 
item having low factor loadings was removed in 
the process of structural modelling. In the results 
of the measurement model, all revised constructs 
fitted with the data and had acceptable values of 
reliability and convergent validity. 

3. FINDINGS

In descriptive analysis of the data, it was found 
that the mean value of product involvement is 
2.9284, which is in between disagree and neutral 
but more inclined towards neutral. The value in-
dicates the neutral response of the response to-
wards product involvement. It was also revealed 
that respondents also have neutral response to-
wards subjective norm as the mean value is 2.9896. 
Moreover, the mean value of perceived behavioral 
control showed indicates that respondents are nei-
ther agree nor disagree on the statement for per-
ceived behavioral response as indicated by a mean 
value of 2.8694. Furthermore, the respondents 
have a slight disagreement towards the statements 
of investment intentions. The mean value (2.3854) 
shows a response between disagree and neutral, 
but the value is more inclined towards disagree. 
The details are given in Table 2.

The measurement model using all constructs was 
estimated before estimating the structural mod-
el based on the suggestions of Anderson and 
Gerbing. The measurement model as shown in 
Figure 1 was significant based on the value of 

2χ  

( )2
508 268; 0 01. p . .χ = <  The other goodness-

of-fit indices also suggested that the measurement 
model has a good fit with the data (CFI = 0.943; 
SRMR = 0.054; RMSEA = 0.064). The construct pos0-
sessed good measurement properties with acceptable 
thresholds, and all of the constructs were suitable for 
use in the measurement and structural models.

The results of reliability and validity test showed 
that all the constructs showed anadequate level of 
Cronbach’s Alpha and AVE. For instance, AVE for 
PI (0.508), SN (0.529), PBC (0.514) and II (0.624), 
which showed that the value of AVE is above 0.50. 
Meanwhile, the reliability of the all constructs al-
so greater than 0.70 as suggested by Fornell and 
Larcker (1981). The results of the measurement 
model in Table 2 indicated that constructs are suf-
ficiently reliable for hypothesis testing.

Hypotheses testing was done with the help of SR 
model. The data were tested for the assumptions of 
the multiple regression. It was found that the data 
fulfil assumptions of normality, linearity and mul-
ticollinearity and suitable for hypotheses testing.

The results of the data analysis using the struc-
tural model as in Figure 2 showed that product 
involvement significantly impacts on the invest-
ment intention ( )276; 01. p . .β = ≤  The results 
indicate that product involvement explains 28% 
of the variations in the investment intentions of 
the investors. Moreover, subjective norm also has 
a significant influence on investment intentions 

( )400; 01. p .β = ≤  and the results indicate that 
40% of the total variation in investment intention 
is explained by the subjective norm.

Table 2. Constructs reliability and validity

Constructs Mean Std. CR AVE PBC PI SN II

PBC 2.8694 .6377 0.840 0.514 0.717 – – –

PI 2.9284 .6722 0.837 0.508 0.515 0.713 – –

SN 2.9896 .6706 0.771 0.529 0.656 0.528 0.727 –

II 2.3854 .6675 0.920 0.624 0.493 0.550 0.623 0.790

Table 3. The structural model path coefficient

Model
Investment intentions (II)

β T Sig. Results

PI .276 5.194 .000 Supported

SN .400 6.089 .000 Supported

PBC .061 .988 .323 Not supported

Notes: * Dependent variable: II = investment intentions. * PI = product involvement, SN = subjective norm, PBC = perceived 
behavioral control.
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Furthermore, the results revealed that perceived 
behavioral control does not have a significant im-
pact on investment intention ( )61; 05. p . .β = >  
The value of 2

0 458R .=  shows that overall model 
explains 45% of the variation in the investment 
intention with product involvement, subjective 
norm and perceived behavioral control. Table 3 
presents the results of the data analysis.

4. DISCUSSION 

The current study aimed assess the impact of 
product involvement, subjective norm and per-
ceived behavioral control on investment inten-
tions of the individual investor. The finding re-
vealed that hypothesis H

1
, which states that prod-

uct involvement has a significant impact on in-
vestment intention, is supported by the collected 
data. Moreover, findings showed that H

2
, which 

states that subjective norm has a significant im-
pact on investment intention, is also supported. 
Meanwhile H

3
, which states that perceived be-

havioral control will have a significant impact on 
the investment intentions of individual investor, 
also found support from the findings of the cur-
rent study.

In this research, product involvement (H
1
) has 

a significant influence on investment intentions 
of the individual investors. The results of the 
current study also supported with the previous 
studies such as Laroche et al. (2010), Lim (2013), 
Harrison (2016). In reference to this, the prod-
uct involvement allows investors to get more 
information about the stocks and exhort posi-
tive impact on investment intention. The more 
the investor will be involved in the stocks, there 
will be more chances of increase in investment 
intentions.

PI6

PI8

PI9

PI10

PI11

e25

e29

e26

e27

e28

PI

PI6
.61
1

.42
1

.84
1

.43
1

.48
1

.95

1.12

1.00

1.11
0.95

.53

SN2

SN3

SN4

e17

e16

e15

SN

.57
1

.52
1

.39
1

1.00

.95

1.05

.55

BPC2

BPC3

BPC4

BPC5

BPC6

e12

e8

e11

e10

e9

PBC

.39
1

.37
1

.58
1

.61
1

.76
1

1.14

1.16

1.09

1.01
1.00

.48

II2

II3

II4

II5

II6

e20

e24

e21

e22

e23

II

.55
1

.43
1

.27
1

.27
1

.32
1

1.13

1.29

1.28

1.42
1.25

.48

II1

II7

1.00

1.14

e19

-.10

1

e25
.57
1

-.9

-.5

.58

.48

.16

.28

.28

.32

.26

.23

.34

Figure 1. Measurement model



190

Investment Management and Financial Innovations, Volume 14, Issue 4, 2017

Furthermore, subjective norm (H
2
) has a signifi-

cant impact on investment intentions of the indi-
vidual investors. The current study also support-
ed by previous findings of Alleyne and Broome 
(2011), Cuong and Jian (2014), Pascual-Ezama et 
al. (2014). As per Hofstede and Hofstede (2001), 
Pakistan is considered a collectivistic society. In 
the current study, the perception of the impor-
tant people has a significant contribution in indi-
vidual decision-making. If an individual perceives 
that important people will consider investment 
in stocks as approved and appreciate it, there are 
more chances that the individual will engage in 
the stock investments.

Moreover, perceived behavioral control (PBC) 
has a nonsignificant impact on investment in-
tentions of the individual investors. The studies 
conducted Al-Swidi et al. (2014), Van Hooft and 
De Jong (2009) also supported the non-signifi-
cant effect of PBC on intentions. In current re-
search scenario, the individual investor mostly 
makes decisions on the basis of suggestion of 
people important to them over their own deci-
sion to invest. As Pakistan is a collective soci-
ety (Hofstede & Hofstede, 2001), collectivism is 
more dominant over individualism. The non-
significant effect of PBC could be the result of 
collectivism.

Figure 2. Structural model
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CONCLUSION

In this study, product involvement, subjective norm are significant factors that impact on the invest-
ment intentions of the individual investors. It can be concluded that the subjective norm acts as a more 
significant factor to impact the investment intention and subjective norm has also more significant 
influence as compared to product knowledge. It can be concluded that investment intention of the indi-
vidual investors can be shaped with the help of increasing involvement and influence of friends, family 
and important people around the investors. 

This study provides empirical evidence on the importance of product involvement in enhancing the 
intention of individual investors. Stock exchange authorities and financial advisor should focus on the 
creative investment plan to attract and create awareness among the individual investors. As the results 
indicate that higher involvement will lead to higher intention to invest in stocks. The family and friends 
can play an important role in forming the investment intentions as investors live in a collective society 
in Pakistan. Individual investors should be involved in the stock investment awareness and involvement 
process to guide their peers and family members on investment in stocks. This way of creating involve-
ment and peer pressure can enhance the investment intentions among individuals.
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