Reply 1
[bookmark: _GoBack]Hello, your discussion is quite insightful and detailed as you have managed to touch on all the areas. However, you mentioned several factors on which I would like to build on. The first one is framing. This is where investors weigh both the gains and the losses that they could incurbefore making any investment decisions.According to Richard (2015), mental accounting is the way individuals perceive value as either relative or absolute. The theory of metal accounting as used to predict investor behavior suggest that their decisions are based on the source of the money they are willing to spend. Then there is regret avoidance, which suggests that investors would rather to invest in ventures with little returns than go through regret. Finally, the prospect theory which the investors use to choose on alternative investment opportunities. The theory suggests that given alternatives, individuals will always go for relative outcomes rather than absolute outcomes (Cartwright, 2018).
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Reply 2
Hello, good work describing the EFA in detail and also discussing the limitations that analysts encounter while applying EFA. You mentioned effective communication as a way of effectively communicating EFA analysis to the investors and decision makers. Communication is the key to everything. In the corporate world, investors are out to make profits and as an analyst, your job is to identify the most promising investment opportunities then advise them accordingly. To convince the investor to invest in a particular opportunity, you must know how to communicate with them. Basically, EFA are mathematical models in nature. However, the investor is not interested in the mathematical models. Therefore, the analyst needs to come up with effective communication means which will catch the attention of the investor, like audio-visual presentations, using charts and graphs or even giving them testimonials or past investors who gained fortunes by investing in the areas that you are advising him to venture in (Doorley& Garcia, 2015). 
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