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ABSTRACT 

This study was carried out with the purpose of 

discovering what factors are predictive of money management 

behavior; Plan, Implement, and Evaluative Feedback. The data 

used in this study was subset data collected during 1988, 

under the NC-167 project entitled "Family Resource 

Utilization as a Factor in Determining Economic Well Being 

of Rural Families". Three hundred and seven financial 

managers in families from Arizona completed and returned the 

questionnaire used in this study. It was found that (1) the 

power money attitude, the inadequacy money attitude, and 

gender were predictor variables of plan behavior; (2) the 

inadequacy money attitude and age were predictor variables 

of evaluative feedback. 



9 

CHAPTER 1 

INTRODUCTION 

It seems that everyone recognizes the importance of 

money. It has deep personal meanings. In American culture, 

money is equated with security, love and achievement. Its 

absence is equated with deprivation. We tend to imagine that 

if we really have enough money, we could escape from our 

problems. Money allows us to pursue our dream (Lindgren, 

1980). However, reality is not always consistent with our 

imagination. According to "Statistical Abstract of the 

United States (1988)", the personal income in 1970 was 

1,846.8 billion dollars (in constant 1982 dollars), and in 

1986 was 3,088 billion dollars (in constant 1982 dollars). 

The increase rate was 67 percent. The number of personal 

bankruptcies in 1975 totaled 224,354 and in 1986 totaled 

401,575. The increase rate was 79 percent. The increase rate 

of personal bankruptcy was higher than that of income. Why? 

Muller and Hira (1984) conducted a study to examine the 

influence of income and money management practices on 

household solvency status. The results indicated that money 

management practices were more significant in predicting 

household solvency than income. Lee and Zelenak (1987) in 
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their book Personal Finance for Consumers indicated that the 

individual's financial security may be dictated more by 

the way money is managed than by the amount of money. Every 

year hundreds of people get into serious financial 

difficulty, the major cause often is poor money management. 

Money that would be adequate if handled properly often is 

misused (Herrmann, 1988). In short, the way the money is 

managed may result in happiness, but it may also contribute 

to dissatisfaction, pressures and anxieties. Research that 

has been done on money management behavior is limited. A 

number of earlier studies focused on identifying the 

specific money management behaviors of various groups of 

people. Groups studied included low income families 

(Schnittgrund and Baker, 1986), army-listed families 

(Barger, 1970), college students (Blackwell, 1976), young 

families (Groninger, 1972), newlywed families and full-nest 

families (Fitzsimmous 1987). Several studies have 

investigated money management difficulties and money 

problems experienced by many American families (Williams, 

Nail, and Deck, 1976; Wilhelm and Ridley, 1988). 

Some research has been conducted to determine factors 

which influence differences in money management behavior. 

Wells (1959) noted that how families manage their financial 

resources is dependent on many factors, including the amount 
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and kind of financial resources available; future prospects 

for financial resources, commitment for the use of present 

financial resources; knowledge, ability and skills in using 

financial resources; financial attitudes, and general 

economic climate. Barnett (1974) noted that insurance buying 

and ownership might reflect social and economic 

characteristics of families. Moreover, all credit sources 

investigate applicants in an attempt to minimize the risk of 

nonpayment. They do this by looking at various factors which 

are believed as predictive of the ability to manage a debt, 

the ability to resist temptation of overborrowing, and the 

willingness to pay. Usually these factors include age, sex, 

marital status, income, employment status, and the history 

of credit. 

Previously published studies have had several 

deficiencies. There are limited studies looking at the 

factors which predict money management behavior. None of 

these studies have conducted a multivariate analysis. 

Rather, predictor variables are studied using only 

correlation or other bivariate statistical methods. 

It will be beneficial to accumulate knowledge about 

money management behaviors. The information in this study 

will offer a better understanding of money management 



behaviors and help people use that understanding to achieve 

fuller and more satisfying lives. 

Purpose of the study 

A multivariate model will be used to determine if 

selected variables, taken together, are predictive of money 

management behaviors: plan, implementation and evaluative 

feedback. It recognizes that only one contributing variable 

cannot be considered an adequate explanation of a money 

management behavior. Rather, several variables interact. 

Behavioral prediction is the ultimate goal. 

On the basis of the literature and the data available 

for analysis, ten independent variables including four 

demographic variables and six attitude variables were 

selected as potential factors influencing the money 

management behavior. The demographic variables include age, 

gender, employment, and income. The money attitude scale has 

six dimensions: Obsession; Power; Retention; Security; 

Inadequacy; and Effort/Ability. The final regression 

equations should state: 

P=WA+WG+WI+WE+WO+WP+WR+WIA+WEA 

I=WA+WG+WI+WE+WO+WP+WR+WIA+WEA 

E=WA+WG+WI+WE+WO+WP+WR+WIA+WEA 



(P. Plan; I. Implementation; E. Evaluative feedback; 

A:Age; G:Gender; I:income; E:Employment; 0: Obsession; P: 

Power; R: Retention; IA: Inadequacy; Effort/Ability; W: the 

index of the functional relationship between the dependent 

variable and each of the independent variables.) 

This study is in search of answers to the following 

questions: 

1) To what extent do households report the money 

management practices? 

2) What are the factors which are predictive of money 

management behavior of plan, implement, and evaluative 

feedback. 

By answering these questions a better understanding of 

the relationship between the independent variables and money 

management behavior may result. This study is based on the 

hypothesis that money management behavior is a function of 

set of variables and some factors more than others have 

stronger influence on money management behavior. 
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CHAPTER 2 

LITERATURE REVIEW 

This review is not meant to be an exhaustive coverage 

of all the money management behavior studies. Instead it 

will attempt to show the areas of special reference to this 

study. The literature pertaining to the dependent variable 

will be reviewed first. Each independent variable, money 

attitude (which includes obsession, power, retention, 

security, inadequacy, and effort/ability), income, 

employment, gender and age, will be reviewed consecutively. 

Money management behavior 

Management has long been recognized as an area of human 

activity which brings about the attainment of goals for the 

individual or group. Today, money management becomes so 

crucial to the individual and family that it is considered 

to be an indicator of basic life skills. Sound money 

management enables people to make constructive use of the 

economic devices that the modern world has developed. 

(Terziogu and Sufak, 1988). 

Money management is one of the family's basic economic 

functions. Basically speaking, it is conceived as the 
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solution to financial problems. The primary objective in 

family money management is to use money or to locate money 

by making the right choice from various options. (Terzioghi 

and Sufak, 1988). As families very rarely have sufficient 

financial resources to fulfill all their needs and wants, 

they therefore have to allocate their money from choices in 

order to achieve the greatest satisfaction. Every allocation 

has an effect on the family's financial resources as each 

expenditure limits the availability of resources for 

expenditures in other areas. (Barnett, 1974) 

Money management behavior is a composite of several 

specific tasks. Some areas are identified by the majority of 

researchers. It involves financial planning, record-keeping, 

savings, credit use, spending and major financial decisions. 

The goal of financial planning is to establish a balance 

point between income, spending, saving and investment. 

Record-keeping is a descriptive method of tracing income and 

expenses. Saving is a use of current income for future 

financial security. Contrarily, credit use is a use of 

future income for present wants and needs. Credit use is 

treated as a borrowing behavior. Spending includes general 

spending habit and planning for major expenditures. (Wilhelm 

and Ridely, 1988; Terziogu and Sufak, 1988; Johnson, 1989; 

Williams, Nail and Deck, 1976) 
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In Groninger's (1972) investigation, most respondents 

said that they had a general plan for the use of money. 

Fifty-six percent described the family financial plan as 

partial, while 49 percent described it as complete. The plan 

was in written form in 13 of the 43 families. In Godwin and 

Carroll's (1986) study, the following financial management 

practices were reported by a majority of families: having a 

fixed financial center; discussing the financial goals; 

keeping monthly records of expenditure, and saving a 

specific amount of monthly income. The result in Hill's 

(1970) study showed that families having a careful plan 

about financial resources were more successful in adjusting 

to change and completing their plan than families who did 

not have plan. Rettig (1982) reported that families make 

some adjustments to accomplish their plan, which included 

adding a second income earner, decreasing consumption, 

relocating resources, and changing standards. The outcome of 

money management practices were analyzed by most of the 

families in the study. For example, people realized that 

changing standards can result in the decline of that quality 

of lives, and decreasing consumption contribute to the 

dissatisfaction. 

For the purpose of this study and the available data, 

the Swanson (1981) home management process model provides 
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the theoretical context for the dependent variable 

instrument of this study. The process model is shown in 

Figure 1. The basis of the model is planning, implementation 

and evaluation feedback. Planning is the primary step of 

management process. It consists of goal(s) setting and 

action sequencing. This first step means a direction is 

established, the sequence and organization of the following 

action are determined. Implementation of the plan is the 

second step in the management phase. At this stage, plan is 

put into action. The final step is to analyze the outcome, 

evaluate management skills, and identify those parts of the 

plan which were good and which were not appropriate. 

Money attitudes 

Money attitude is generally defined as the disposition 

to react to money on various occasions with signs of like or 

dislike. Money is no longer a simple means to facilitate 

exchange. Money is associated with power, status, prestige 

and advantage (Lindgren, 1980). 

The inconsistency between money attitude and money 

management behavior is found by many researchers. Thus, 

money attitudes cannot be used as a simple predictor. There 

is no reason why two people with the same attitude score 

should necessarily behave in identical manners. That is, 
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there are many verbal and behavior ways of expressing 

favorableness in very different ways (Olidgren and Mather, 

1973). Money attitude and money management behavior and 

their relationship. They obtained their data from a three-

generational stratified sample. The results showed that in 

some cases money attitude agreed with the reported money 

management behavior of the families while in other cases the 

behavior differed from their expressed money attitude. 

Godwin and Carroll (1986) did research on spouses' 

attitudinal and behavior regarding family financial 

management. The results showed that there was agreement 

about attitudes, however they did not engage in practices 

that reflected that agreement. For example, people were 

supportive of the ideas of having written financial goals 

and written budget, however significantly fewer people had a 

written budget. 

As stated above, some money behaviors are not 

consistent with some money attitudes. At the same time, it 

is recognized that although money attitudes are not 

perfectly consistent with money management behaviors, some 

money attitudes do play an integral part in some 

money management behaviors and decisions of individuals and 

families (Blackwell,1976; Steward and Mel, 1987). For 

example, most people believe that money is one of the most 
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Plan 

Identify the goal and problem 

Determine the sequence of actions 

Establish standards 

Implementation 

Control the action 

Check the progress 

Adjust the plan 

Evaluative feedback 

Analysis of outcome 

implementation 

planning 

satisfaction achieved 

FIGURE 1. MONEY MANAGEMENT PROCESS MODEL 
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important kinds of social power. Realizing this, we offer 

people money in order to influence them. The amount offered 

determines the extent of influence. At first, people tend to 

value themselves in proportion to the money that others are 

willing to pay for the work they have done. People have an 

intention to inform others about their financial status. 

Some money management behavior is derived from this 

intention (Lindgren, 1980). 

Consumer buying behavior gives some more proof on this. 

How the financial manager in the family perceives a choice 

effects where and how financial resources will be allocated. 

Items of perceived importance are probably taken care of 

before others (Williams, Nail and Deck, 1976). The family, 

whose members share a common money attitude, is more likely 

to co-operate in purchasing. The dissatisfaction of the 

appropriate use of money is contributed partly by the 

attitude towards money and the desired quality life 

(Terziogu and Sake, 1988). 

People's reaction to money range from the very positive 

to the very negative. After all, a money reaction pattern 

may be conceptualized into several aspects. According to 

Furnham (1984), money attitude was categorized into six 

parts: (1) Obsession. The extent to which people are 

obsessed by all aspects of money. This factor reflects the 
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extent to which money occupy people's mind. Some people 

think money all the time. Some people simply ignore money. 

(2) Power. People who hold this attitude perceive money as a 

means of power. Power can be shown by various ways. It can 

be shown by political position, by intelligence, and by 

social and economic status. When people show their power by 

using money, money is equated to power. For example, a 

parent may withhold a child allowance in order to make a 

child clean his\her room. (3) Retention. It demands people 

make a preparation aimed at the future and to be careful 

with money. This factor measure the perception of the 

possessing money. Some people prefer to hold money and avoid 

spending. Some people prefer to enjoy life by spending and 

will worry about financial future later. (4) Security. This 

factor refers to a conservative money attitude. People who 

hold this attitude usually would not take risky practices 

regarding their money. Money is the base of their security. 

(5) Inadequacy. People who have a higher score in this 

factor exhibit the feelings that they have not got enough 

money. Low scorers show satisfaction of the amount of 

financial resources. Some people measure their self-esteem 

or self-worth by how much money they receive for doing a 

particular job or activity. They base their own value on the 

size of their financial networth. (6) Effort/Ability. This 



22 

factor reflects the idea about how people get money. Could 

people get more money by harder working? Does the amount of 

money that a person has equate his or her ability and 

effort? 

The objective of most research about money attitudes 

has been to test money attitudes instrument reliability. No 

research has investigated the relationship between money 

attitudes and money management behaviors using the money 

attitudes instruments. 

Income level 

In a modern market economy the income earned by people 

is a significant factor in determining the level of economic 

welfare and the quality of life enjoyed by the family. 

Consequently, income should effect money management behavior 

to some extent. (Terzioglu and Safak, 1988) 

Basically, there are three ways the level of income is 

defined. In Williams, Nail and Deck (1976) study, the income 

index was employed as an objective measurement of income 

adequacy based on the cost of food for a family, considering 

its size and sex and age composition. The cost of food was 

calculated from food plans developed by the United States 

Department of Agriculture. An income index of 100 

represented money income of a family three times the cost of 
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the cost of the economy food plan. The amount of money 

allocated to food in the economy plan was the minimum that 

in Agriculture Department said could still provide American 

families with an adequate diet. Families were classified 

into four groups labeled "poverty" (indexes of 100 or 

under), "near poverty" (indexes of 101-125), "above poverty" 

(indexes of over 200), and "well off" (indexes over 200)). 

Some researchers defined the level of income by comparing 

the incomes which the sample respondents reported. (Edwards, 

1982, Godwin and Carroll, 1986, Schnittgrund, 1970, Wells, 

1959). Some people perceived the level of income as a common 

sense. (Furham and Lewis, 1984, Hastings and Mietus, 1977, 

Lindgren, 1980, Rubinstein, 1980). 

Several researchers have concluded that money 

management is predictable by income level. On the average, 

as income increases, people tend to be more well-adjusted 

and liberal in their money management behaviors. The 

increased income gives people a higher expectations, 

perceptions and more income to handle, they have stronger 

motivations to manage money carefully and thoughtfully. 

(Williams, Nail and Deck,1976). If the income level is lower 

than the basic needs, choices are limited. People whose 

income level fall in this category lack not only financial 

resources but also many other resources. They are often not 
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aware of information which would change their situation. 

Their alternative choices are limited. (Hastings, 1977). 

Secondly, income level changes usually contribute to 

the adoption of new financial practices and family financial 

management. As income increases, the purchase of family 

insurance program increases, the use of paid service 

increases, and the expenditure for various items increase 

(Wells, 1959). Positive money management behavior is related 

to the increase in income and assets. (Williams and Berry, 

1984; Dowdin and Carroll, 1986). 

Finally, many text books, consultants and scholars 

indicate that family income is one of the criteria for 

determining how a family should handle their money. If 

credit commitments are more than income, the family 

financial situation cannot remain stable for long. The 

families who have over one-fifth of their incomes committed 

to debt repayment are more likely to have difficulty in 

meeting large bills than other families who had smaller 

shares committed (Williams, Nail and Deck. 1976). 

Economic psychology analysis claims that people at each 

income level hold their own unique money attitude which 

causes different money management behavior. People who make 

more money do not make money their top priority. They give 

their main attention to striving for success in their main 
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interests and rate monetary reward secondly. While people 

are chronically short of money respond more readily to 

opportunities to acquire additional money. Those people are 

more likely to perceive monetary reward for their top goal. 

(Furham and Lewis, 1986). Secondly, as income increases, 

people would have more confidence on money, and believe that 

the ability to earn money is due to effort and ability 

(Furnham and Lewis, 1986). On the contrary, as income 

decreases, people would feel helpless at money matters. 

Sometimes this feeling is so strong that it goes to the 

extreme negative end. That is, people would declare that 

money is not so important, and that health and friends are 

more important than money. They not only say this, but also 

behave like they do not need money. The notion that money is 

less important enables people to escape from their money 

problems and feel morally superior to those who have money 

and who think money is important. Further the claim enable 

people to face the world with courage and reduced anxiety. 

However, the idea prevents people from thinking and acting 

realistically in money matter. Their irrational money 

management cause their situation to get worse and worse. 

(Lindgren, 1980) 
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Employment 

The change in employment status will result in 

adjusting money management practices. As Johnson (1988) 

pointed out, the people with continued work experience use 

different money management practices than unemployed people. 

The importance of money management increases during the 

period of unemployment. Generally speaking, a family will 

try to find other financial resources as a strategy to deal 

with unemployment. However, in rural areas, financial 

resources are limited. This unique economic environment 

forces unemployed families to take a serious look at changes 

in money management. They have to find the best and most 

appropriate way to use their limited money ( Wilhelm and 

Ridley, 1988). 

Schott (1972) in his article " Consumer Financial 

Management and Financial Institution Response - A Two-Decade 

Perspective" discusses the employment status as an important 

factor in individual finance. He indicated that the major 

influence of continuing job insecurity has been one of 

inducing conservatism in individuals finance management. 

Increase in liabilities and the spread of stock ownership 

may well have been attenuated by job insecurities. On the 

other hand, the rise in saving accounts may well have been 

accentuated by "rain day" considerations with respect to 
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jobs. He strongly recommend that the possibility of 

unemployment should be a consideration for families when 

taking on credit obligations. 

Research has shown that employed groups view money as 

much more positively and desirable, important and useful, 

whereas the unemployed seem to take a tense, worrisome, 

unhappy view of money (Werimont and Fitzpatric, 1972). 

Gender 

Several studies reported that females possess money 

attitudes and money management behavior different from 

males. Overall, women are more security conscious and 

conservative in money matters. The result of Bailey and 

Gustafson's (1986) study showed that male were more in 

agreement with the concepts of obsession and inadequacy 

while female were more inclined to the statement included in 

security\retention factor. 

Traditionally, only the man earned family income. The 

woman's housework and all other productive activities in the 

home were not considered as family income in term of money. 

Men are expected to control money matter. Women are 

socialized not to think about money. As a result, it would 

not be a surprise to find out that females usually felt they 

have little control over money. Rubinstein (1981) reported 
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that in her study, 50 percent of females versus 38 percent 

of males had felt helplessness in regard to money. Females 

are generally less independent financially than males. In 

order to give themselves security in the present or for the 

future females tend to save money (Farnham and Lewis, 1986). 

Today, the number of women in the work force has been 

increasing steadily. This transformation in women's 

employment status has changed women's money attitude and 

money management behavior. Research has indicated that women 

who earned their own incomes were more likely to have more 

say in the spending of total family income than were women 

who did not earn. (Edward,1982). Employed wives generally 

assume full responsibility in regard to the budgeting or 

record-keeping aspect of money management. (MaRae, 1987). In 

the Terzioglu and Safak (1987) study, it was reported that 

wives' employment status effected family money management. 

More than half of the families in which the wife worked, the 

spouses jointly participated in financial planning. The same 

conclusion was reached in William and Berry's (1984) survey 

research. The wife's employment effected the degree of 

disagreement over family money management between husbands 

and wives. Full time employed wives reported less 

disagreement over finances than non-employed wives. Godwin 

and Carroll (1986) found that increasing managerial 
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competencies in jobs may be transferred to family financial 

management. 

Several studies have been conducted to determine 

whether husbands and wives make family financial decisions 

differently and do different financial management tasks. 

Godwin and Carrol (1986) suggested that modest coefficients 

indicated much room for difference between spouses regarding 

money management practices. Fitzsimmon's (1987) research 

stated that husbands and wives are responsible for separate 

money management tasks. Certain clerical task are more 

likely to be handled by wives, such as paying the bills, 

while other decision making tasks are likely to be handled 

by husbands. Once decisions were made, the task might be 

left to the individual with more time to do it. 

Aae 

People's behavior changes as they become older. This 

behavior is admitted by so many people that it becomes 

common sense. However, money management behavior and its 

relationship with age were studied not long ago. Johnson 

(1989) studied financial practice adaption by examining 

refugee's behavior change and found that those within ages 

18-45 increase their use of new financial management 

practices, while those over 45 remained relatively the same 
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as before. Stoller (1987) reported that a significant 

proportion of the older respondents would save hypothetical 

increments in income. The younger respondents were more 

likely to spend the smaller increment and to save the 

larger. The study carried out by Terzioglu and Safak (1988) 

has revealed that as a woman gets older, she is likely to do 

all the money planning and spending without discussing it 

with her husband. 

It is found by reviewing the literature that the 

direction of the relationship between age and money 

management behavior is not clear. Some research reported 

that age and money management behavior were positively 

related. Blackwell's (1976) research showed that young 

people gave up their right to manage their own money. They 

depend on installment payment and resulting compulsory 

savings. Many young people are unsophisticated regarding 

moderately effective and compatible ways of handing their 

income. As a result, they fail to maintain income and outgo 

money in a reasonable balance. This point is reflected in 

the fact that young people are more likely to use consumer 

credit. They want the comfort and luxuries which their older 

generations obtained only after a lifetime work (Furham and 

Lewis, 1986). For young people, consumer needs or desire are 

greater, and income is relatively low. Using credit is the 
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way to solve this problem (Groninger, 1972). Wells (1959) 

disagreed with this, and he claimed that the acceptance of 

credit use for purchasing usually reflect the optimism of 

young people toward their ability to manage their finance 

and toward the economy in general. Gowdin and Carroll (1986) 

stand on Well's side by reporting that younger people 

reported more positive money management behavior than older. 

Age was inversely related to money management behavior. 
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CHAPTER 3 

METHODOLOGY OF THE STUDY 

The purpose of this study was to use a multivariate 

model to determine if selected variables, taken together, 

are predictive of money management behaviors; Plan, 

Implementation, and Evaluative Feedback. The study was in 

search of the following research questions: 

1. To what extent do households report the money 

management practices? 

2. What are the factors which are predictive of money 

management behavior of Plan, Implementation, and Evaluative 

Feedback? 

Hypotheses 

This study is based on the hypothesis that money 

management behavior is a function of a set of variables and 

some variables more than others have stronger influence on 

money management behavior. 

Data Collection Instrument 

The data used in this study are from a portion of data 

collected during 1988, under the NC-167 project entitled 



33 

"Family Resource Utilization as a Factor in Determining 

Economic Well Being of Rural Families". 

A mail questionnaire was developed by the NC-167 

researchers. The questionnaire was pretested and determined 

to be acceptable for the study. 

Data Collection 

Data was collected through the use of mail 

questionnaires. Initially, 1000 postcards were mailed to 

randomly selected families. The purpose of the postcards was 

to inform families that their households had been selected 

randomly for this research project and to introduce the 

researchers. (See Appendix A). 

Secondly, sample families were mailed a cover letter, a 

questionnaire and return envelope. The cover letter was 

signed by a University of Arizona faculty and a research 

associate. The cover letter explained why this research 

needed to be done, gave the procedure of the study in 

relation to the respondent's role and gave directions on how 

to complete the questionnaire. The back cover of the 

questionnaire included an invitation to make additional 

comments and a thank you. (See Appendix B). 

Questionnaires were color coded: white and yellow. The 

white questionnaire was filled out by the adult in the 
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family who handled the finances. The yellow questionnaire 

was filled out by a different adult in the household. In 

this study, only the white questionnaire was included in the 

analyses. 

One week after the questionnaire was mailed, a postcard 

reminder was sent to all those who had not returned a 

questionnaire. (See Appendix C). Three weeks later, a second 

copy of the questionnaire including a new cover letter and a 

return envelope were mailed to those families who had not 

yet returned a questionnaire. (See Appendix D). 

Three hundred and seven financial managers in families 

actually completed and returned the questionnaires. The 

resulting 307 participants comprised approximately 33 

percent of the questionnaires sent off originally. Coding 

for the data was developed by the original investigator. The 

result of data collection is shown in Figure 2. 

Instrument 

The questionnaire was designed to explore family 

economic well being in depth. Those parts of the 

questionnaire specifically related to the present study will 

be assessed here. 
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County Greenlee 

Post cards mailed 500 

Post cards returned 43 

Questionnaire mailed 457 

Undelivered questionnaire 4 

Surveys returned 81(white) 

53(yellow) 

1st follow up cards mailed 417 

2nd questionnaire mailed 331 

Surveys returned 81(white) 

60(yellow) 

Pinal 

500 

21 

479 

4 

64(white) 

32(yellow) 

438 

347 

64(white) 

55(yellow) 

Overall Response returned 

29%(white) 

162 32.4% (white) 145 

113 22.6% (yellow) 

8717.4%(yellow) 

FIGURE 2. DATE COLLECTION RESULT BY COUNTY 



36 

Dependent Variables 

The three dependent variables used in this study are 

steps of the money management processes. They are plan, 

Reliability analyses were performed to test the reliability 

of the three money management factors. The implement, and 

evaluative feedback. Sixteen money management practice items 

included in the data collection instrument were selected for 

the pre-identified categories of plan, implement, and 

evaluative feedback. (See Figure 3). Placement was based 

on face validity. Responses for each item were indicated 

using a response set consisting of l=never, 2=seldom, 

3=occasional, 4=usually and 5=most of the time. Total score 

for plan, implement, and evaluative feedback were calculated 

by adding responses to the items selected for each category. 

There are three items in plan factor. The potential 

range is from the lowest score of 3 points to the highest 

possible score of 15 points. Plan is the first step in the 

money management procedure. 

Implementation consists of five items. The potential 

range is from the lowest score of 5 points to the highest 

possible score of 25 points. At this step, plan is put into 

action. 

Seven items make up Evaluative Feedback. The potential 

range is from the lowest score of 7 points to the highest 
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Factor (1) PLAN 

Make plans on how to use money 

Use a written budget 

Make a list before you shop 

Factor (2) IMPLEMENTATION 

Write down where money is spent 

Keep bills and receipts where they are easy to find 

Make only minimum payments on charge accounts * 

Pay interest on charge accounts * 

Save on a regular basis for goals 

Factor (3) EVALUATION 

Evaluate spending on regular basis 

Evaluate needs before buying 

Discuss finance without upset 

Are sorry you bought something * 

Have financial concern affecting your relationship * 

Worry about where the money will come from to pay bills * 

Feel vou are doing a good job with finance 

* The item was coded in the reverse direction in the 

computation of the total behavioral score. 

FIGURE 3. MONEY MANAGEMENT PRACTICE ITEMS INCLUDED 

FACTORS: PLAN, IMPLEMENTATION, AND EVALUATIVE FEEDBACK 
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possible score of 35 points. Evaluative feedback is the 

final step in money management process. 

result is shown in Table 1. The relatively low alpha only 

indicates that the items included in each factor do not fit 

each other mathematically. Since items included in each 

factor correspond with the definition of Swason's (1982) 

money management process theory, it is acceptable to say 

that items included in each factor fit each other according 

to the definition of Plan, Implementation, and Evaluative 

Feedback. 

Table 1. 

Reliability Analyses for Money Management Practices 

Factor AlDha 

Plan .4952 

Implementation -.2751 

Evaluative Feedback .4761 

Independent Variables 

The independent variables used in this study included 

selected demographics and six factors of money attitudes. 

The demographic variables included employment status, 
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gender, household income, and age. Age was determined by 

asking the participant to indicate in their age on last 

birthday. All other demographics were indicated by the 

participants answering the correct response in the 

questionnaire. The six measures of money attitudes were 

determined by using Furham (1982) money attitude scales. Six 

measures are Obsession, Power, Retention, Security, 

Inadequacy, and Effort/Ability. The items included in each 

factor are showed in Appendix E. 

There were 38 money attitude statements coded as 

Strongly disagree=l, Disagree=2, Mixed=3, Agree=4, Strongly 

agree=5. Families' responses to money attitudes statements 

are shown in Appendix F. 

Six money attitudes factors were cataloged according to 

Furham (1982) money attitude scales are: Obsession, Power, 

Retention, Security, Inadequacy, Effort/Ability. The 

reliability on these six factors have been verified in 

previous studies (Furham, 1982; Bailey and Gustafson, 1986). 

In the present study a reliability was conducted again and 

is presented in Table 2. Most of the reliability was strong 

except for Security and Effort/Ability. 

Factor 1 contains twelve items and is labeled 

"Obsession". The potential range for this factor is from the 

lowest score of 12 points to the highest possible score of 
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Table 2. 

Descriptive data for money attitude factors 

Factor Mean Standard Deviation AlDha 

Obsession 24.108 5.917 .7825 

Power 18.526 3.505 .5170 

Retention 13.521 3.146 .5391 

Security 15.099 2.304 .3341 

Inadequacy 16.875 3.868 .6528 

Effort/Abilitv 8.409 1.815 -.6500 

60 points. The actual range in the result of this study is 

from the lowest score of 12 points to the highest score of 

47 points. A person who scores high on this factor seems to 

hold attitudes that indicate an obsession for money seeking 

and possessing. The overall low mean (comparing mean of 

24.108 with the potential range of 12 to 60) on this factor 

suggests that the sample as a whole is not obsessed with 

money. An examination of the 12 items included in this 

factor provides clear understanding. Approximately 50 to 

above 90 percent of the respondents strongly disagreed or 

disagreed with the items included in this factor. A majority 

(95%) of the respondents reported either strong disagreement 
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or disagreement with the statements "I often use money as a 

weapon to control or intimidate those who frustrate me," and 

"I believe that time not spent on making money is wasted 

time". 

Power can be demonstrated by the use of money to 

impress and influence others. It suggests money as a symbol 

of success. This factor consists of eight items. The 

potential range for this factor is from the lowest score of 

8 points to the possible highest score of 40 points. The 

actual range in the result of this study is from the lowest 

score of 11 points to 38 points. The overall score for this 

factor is relatively low (comparing the mean of 18.526 with 

the potential range of 8 to 40), indicating that many 

respondents do not perceive themselves to use money to 

impress and influence others. None of the respondents 

strongly agreed with the item "I often use money as a weapon 

to control or intimidate people who frustrate me". Rather, 

about 60 percent of the respondents agreed or strongly 

agreed with the items "I rarely give money to beggars or 

drunks when they ask for it" and "I prefer not to lend 

money". 

Factor 3, Retention was represented by five items. The 

potential range for this factor is from the lowest score of 

5 points to the highest possible score of 25 points. The 
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actual range in the results of this study is from the lowest 

score of 5 points to the highest score of 24 points. A 

person who gets high scores on this factor is characterized 

as overly careful in their handling of money; they worry and 

feel guilty about their use of money. The attitudes of low 

scorers, on the other hand, could be described as reflecting 

little concern for careful accounting of funds. The 

statements included in this factor are distributed evenly 

from "strongly disagree" to "strongly agree". 

The four items included in the next factor are titled 

"Security" . A high scoring person on this factor would 

appear to maintain a conservative approach to money. He or 

she keeps track of their money and tend to be a saver. By 

contrast, a low scorer is viewed as holding and accepting 

the attitude which might be described as reflecting a 

present rather than future orientation. The potential range 

for this factor is from the lowest score of 4 points to the 

highest possible score of 20 points. The actual score in the 

result of this study is from the lowest score of 7 points to 

the highest score of 20 points. The overall mean for this 

factor (comparing the mean of 15.099 with the potential 

range of 4 to 20) is very high. The high overall score 

suggests the current sample holds a conservative attitude 

about money. 
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Factor 5, Inadequacy, includes six items. Persons 

scoring high hold the feeling that one does not have enough 

money. Low scorers are seen as satisfied with the amount of 

money which they possess. The potential range for this 

factor is from the lowest score 6 points to the highest 

score 30 points. The overall score (comparing the mean of 

16.875 with the potential range of 6 points to 30 points) 

for this factor is close to "mixed". Four of 6 statements 

were strongly disagreed or disagreed by about 50 percent of 

respondents. This fact indicate that the overall score for 

this factor slightly weighted to the disagreement side. 

Sixty two percent of the respondents disagree with the item 

"I am worse off than my friends think". 

Finally, the sixth factor, Effort/Ability, consists of 

3 items. A high scoring person on this factor could be 

viewed as holding the attitude that the amount of money 

which people possess is based on effort and ability. Lower 

scorers, conversely, would feel that money matters are not 

controllable and the amount of money which people possess is 

independent of effort and ability. The potential range for 

this factor is from the lowest score 3 points to the highest 

score 15 points. The three items included in this factor 

were distributed evenly among five measurement scales. As a 
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result, the overall score for this factor is close to 

"mixed". 

The remaining independent variables included income 

level, employment status, gender, and age. Income was 

defined as "the total 1987 income before tax for your 

household from all the resources." The amount of income was 

classified into 15 levels ranging from less than $5,000 and 

$5,000 to $100,000 and over. 

Four classifications of employment were included: 

employed or self-employed; unemployed, at home full time; 

retired. 

Description of Sample 

A random sample was drawn from a population of all 

current existing households in Greenlee county and Pinal 

county in Arizona. The resulting sample size was 307 

household financial managers. Descriptive statistics of the 

sample are found in Table 3. 

As seen in Table 3, 54 percent of the participants were 

male and 46 percent of the participants were female. Over 50 

percent of the sample was employed or self-employed. Less 

than one-third of the sample was retired. The ages of the 

respondents ranged from 21 to 85 with a mean age of 49 and 

median age of 49. Their income varied from less than $5,000 
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to more than $100,000. The median family incomes was 

$20,000-$24,999. About 18 percent of the families reported 

income of less than $10,000. Another 18% of the families 

reported income of over $40,000. The number of years of 

education completed by the respondents ranged from 2 to 21 

with a mean of 12 years and the median was 13 years. 

Data analysis 

The data was analyzed by using the Statistical Packages 

for Social Science (SPSSx). To address the first research 

question, the frequencies analyses were performed including 

frequencies, mean, median, standard deviation, and range for 

each independent variable and dependent variable. To address 

the second research question, multiple regression analyses 

will be used to determine equations which predict money 

management behaviors as a linear function of the independent 

variable: Y=bX+ +bX+e. The "B" value in the equation is 

the unstandardized regression coefficient. The model was 

tested to determine which independent variables were 

predictors of money management behavior. The beta weight 

(standardized regression coefficient) for the independent 

variables indicates how much change in the dependent 

are controlled. The beta can be used to indicate relative 

importance of variables in predicting the dependent 



46 

Table 3. 

Descriptive Statistics of the Sample 

Variables N Percent 

Gender 

Female 132 45.99 

Male 155 54 

Employment 

Employed/self-employed 158 55.05 

Unemployed 23 8.01 

At home full time 29 10.10 

Retirede 77 26.82 

Rancre 

Mean Maximum Minimum 

Age 49.155 85 21 

Education/vear 12.740 21 2 

Rancre 

Median Maximum Minimu 

Income $20,000 - $24,999 $100,000 & over Less then $5,000 
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variable is produced by a standardized change in the 

independent variable when the other independent variables 

variable. The coefficient of multiple determination (R 

square) was used to explain the proportion of variation in 

the dependent variable as affected by the independent 

variables. The significance of each equation was measured by 

an F-ratio. 

Multiple regression allowed for the prediction of the 

dependent variables from a set of independent variables. 

The independent variables in the present regression analyses 

were of two types: (1) characteristics of the person, 

including income, age, gender and employment status; (2) 

attitude scores. 

Stepwise regression analyses were performed in this 

study. Stepwise is a method of choosing a smaller set of 

statistical significant predictor variables from a larger 

set. Stepwise begins with the predictor variable accounting 

for the largest variance in the dependent variable, and 

then, one at a time, the variables are added which account 

for the most of the remaining unexplained variance. This 

procedure stops at the point where the introduction of 

another variable would account for statistically 

insignificant portion of the unexplained variance. As a 

result, all predictors which enter the equations are 
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statistically significant predictor variables. Statistically 

insignificant predictor variables are excluded by stepwise 

procedure. 

Age, income, employment and money attitudes including 

Obsession, Power, Retention, Security, Inadequacy, and 

Effort/Ability were entered as continuous variables. Gender 

was entered as a dummy variable with 1 representing male and 

2 representing female. 
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CHAPTER 4 

RESULTS 

The primary purpose of this study was to identify the 

factors which are predictive of money management behavior: 

plan, implementation, and evaluative feedback. Data for this 

investigation were collected through a mail survey. A 

questionnaire was sent to 936 families which live in either 

the Greenlee or Pinal county in Arizona. From this mailing, 

families returned 307 usable questionnaires from the 

financial manager. 

The first part of the results includes descriptive 

statistics regarding each of the three dependent variables. 

This part of the result answer the first research question 

"to what extent do households report the money management 

practices". 

The second part includes the results of Pearson Product 

Moment correlation analyses for the relationships between 

all independent and dependent variables and the regression 

analyses of factors affecting money management behaviors of 

plan, implementation, and evaluative feedback. This part of 

the result answers the second research question "what are 
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the factors which are predictive of money management 

behavior of Plan, Implementation, and Evaluative Feedback". 

Descriptions of the Dependent Variables 

The dependent variables included in this study are 

money management behaviors which are cataloged into three 

factors: Plan, Implement, and Evaluative Feedback. 

Before the examining the factors a review of the 

individual questionnaire items was conducted. Responses to 

money management behavior statements are shown in Table 4. 

(those negatively worded items were coded in the reverse 

direction in the computation of the total behavioral 

scores.) The practice reported "most of the time" by the 

highest percentage (62.3%) of the families was "Keep bills 

and receipts where they are easy to find". Two behavioral 

items "make plans on how to use your money" and "evaluate 

spending on a regular basis" were employed most of the time 

by 45.5 percent and 41.7 percent, respectively. Similar 

proportions of the respondents (40-50 percent) usually "buy 

on impulse" , "are sorry you bought something", however a 

similar percentage reported the item "feel you are doing a 

good job with finances". 
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Table 4. 

Percentage Distribution of Money Management Behaviors 

Percentage of occurrence 
Money behavior Never Seldom Occa Usua Most 

Plan 

Make plans on using money 1. 0 6. 5 15. 8 31. 2 45. 5 

Use a written budget 40. 5 23. 0 12. 4 11. 7 12. 4 

Make a list before you shop 6. 9 7. 6 16. 9 29. 3 29. 3 

Implementation 

Save on a regular basis for goal 6. 5 13. 4 26. 5 24. 4 29. 2 

Write down where money is spent 11. 7 17. 5 14. 1 25. 1 31. 6 

Keep bills and receipts where 
they are easy to find 2. 1 3. 4 6. 8 25. 3 62. 3 

Pay interest on charge accounts 34. 0 13. 2 10. 8 14. 2 27. 8 

Make only minimum payments on 
charge accounts 42. 5 18. 1 17. 4 13. 9 8. 0 

Evaluative Feedback 

Evaluate spending regularly 9. 3 12. 0 26. 1 26. 8 25. 8 

Evaluate the needs before buying 1. 7 5. 2 13. 8 37. 6 41. 7 

Are sorry you bought something 1. 7 2. 4 36. 1 46. 4 13. 4 

Feel you are doing a good job 
with finances 1. 4 4. 8 15. 0 44. 7 34. 1 

Worry about where the money will 
come from to pay bills 12 .8 7. 2 26. 2 32. 1 21. 7 

Have financial concerns that 
affect your relationship 36 .0 31. 5 21. 5 5.2 5. 9 

Discuss finances without UDset 7 .9 12. 0 16. 8 33.3 29. 9 
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Sixteen questionnaire items were categorized into the 

three factors based on Swanson's home management theory. The 

factors were Plan, Implementation, and Evaluative Feedback. 

To assist the following discussion the mean and standard 

deviation for each factor was identified. (See Table 5.) 

Table 5. 

Descriptive Data for Dependent Variables 

Factor Mean Standard Deviation 

Plan 13.972 2.830 

Implementation 16.864 2.662 

Evaluative Feedback 26. 283 3 .738 

Four items make up the first factor "Plan". The 

potential range of Plan is from the lowest score of 4 points 

to the highest score of 20 points. The actual range in this 

study was from the lowest score of 4 points to the highest 

score of 20 points. In all, people were supportive of the 

financial plan. It is worthwhile to look at four items 

within this factor one by one. Seventy-seven percent of the 

families reported they usually or most of the time had a 

plan on how to use money. But 63.5 percent of the families 

stated that they never or seldom had a written budget. Above 
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68 percent of the families reported they made a list before 

shopping. However, 57.4 percent of the families reported 

they bought on impulse "usually" or "most of the time". In 

short, many people have a financial plan, but they usually 

do not have a written plan. Many people make a list before 

shopping, but they still buy on impulse. 

Five items make up the second factor "Implementation". 

The potential range of Implementation is from the lowest 

score of 5 points to the highest possible score of 25 

points. The actual range in this study was from the lowest 

score of 5 points to the highest score of 25 points. The 

overall score (comparing the mean of 16.864 with the 

potential range of 5 to 25) on this factor is relatively 

low. Again, people do some practices and do not do other 

practices. Eighty-eight percent of the families usually or 

most of the time keep bills and receipts where they are easy 

to find. About 50 percent of the families reported that they 

usually or most of the time save on a regular basis for 

goals and write down where money is spent. 

Finally, seven items make up the third factor 

"Evaluative Feedback". The potential range of Evaluative 

Feedback is from the lowest score 7 points to the highest 

score 35 points. The actual range in this study is from the 

lowest score of 7 point to the highest score of 35 points. 
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Swanson (1981) indicated that although the last step 

"Evaluative Feedback" is important, many people do not 

practice it. Contrary to Swanson1s (1981) statement, the 

result in this study showed that many people employed this 

practice. About 80 percent of the families usually or most 

of the time evaluate the needs before buying. Slightly above 

50 percent of the families usually or most of the time 

evaluate spending on a regular basis. 

Factors Affecting Money Management Behavior 

The following section presents the results for the 

second research question "what are the factors which are 

predictive of money management behavior of Plan, 

Implementation, and Evaluative Feedback". 

First, the dependent variables and some independent 

variables are significantly correlated, but most of them at 

a moderate or low level (See Table 6). Plan is significantly 

correlated with power (r = -.12), with inadequacy (r = .14), 

and with employment (r = -.12). Implementation is 

significantly correlated with inadequacy (r = .15), and with 

age (r = -.21). Evaluative feedback is significantly 

correlated with retention (r = .16), with inadequacy (r 

=.34), with employment (r = -.11), and with gender (r = 

.11). In summary, the attitude factor "inadequacy" is 



Table 6. 
Pearson Correlation Among the Independnet Variables and Dependnent Variables 

Employ Age Gender Income Plan Implement Evaluate A1 A2 A3 A4 A5 A6 
Employ -

Age .42* -

Gender .03 .33* — 

Income .03 .30* .32* -

Plan -.03 .05 .06 .07 -

Imple
ment -.14* -.19* -.01 .03 .45* -

Evaluate -.09 .07 .00 -.04 .53* .29* -

A1 -.09 -.17* -.15* -.14* -.05 .06 -.07 -

A2 -.14* -.14* -.05 -.06 -.21* -.02 -.11* .53* -

A3 -.01 -.13* -.03 .10 .02 .07 -.04 .52* .41* -

A4 .07 .18* .12* .01 .14* -.01 .28* -.13* -.02 .02 -

A5 -.11* .25* -.01 -.07 -.08 .15* -.13* .48* .23* .48* -.25* -

A6 -.03 .08 -.02 -.08 -.04 .01 .05 .27* .28* . 14* . 14* .10 
Employ Age Gender Income Plan Implement Evaluate A1 A2 A3 A4 A5 A6 

(A1:Obsession; A2:Power; A3:Retention; A4:Security; A5:Inadequacy; A6:Effort\Ability) 
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related to all three money management behaviors factors 

which are plan, implementation, and evaluative feedback. 

Employment status is reversely correlated to two money 

management behavior factor — plan, and evaluative feedback 

— at a low level. 

Secondly, the behavioral scores of three factors are 

also significantly related and at a much stronger level. The 

scores of plan are correlated with the scores of 

implementation (r = .45) and the scores of evaluative 

feedback (r = .53). Implementation scores are significantly 

correlated with the scores of evaluative feedback (r = .29). 

The stronger correlation suggests that there is a consistent 

pattern. People who engage in one money management practice 

would engage in other practices also or vice versa. 

The final point shown in the correlation matrix 

involves the degrees of correlation among attitude factors. 

Significant positive correlation (r = .53 between obsession 

and power, r = .52 between obsession and retention, r = .48 

between retention and inadequacy) indicates that some 

attitude factors may be bipolar factors, that is some items 

in one factor have similar meaning with some items in other 

factor. 

To address the second research question " what are the 

significant independent variables which are predictive of 



dependent variables which are plan, implementation, and 

evaluative feedback", three stepwise multiple regression 

analyses examining the relationship between money management 

were conducted. Ten independent variables were included for 

the regression analyses. Only three independent variables 

entered for the plan behavior equation, two independent 

variables entered for the evaluative feedback behavior 

equation, and no independent variables entered for 

implementation behaviors equation. 

The results of the stepwise regression analyses for 

plan behaviors are shown in Table 7. The factors which were 

statistically related to plan behavior were power attitude, 

inadequacy attitude, and gender. 

To understand the presentation and meaning of the 

findings from Table 7, attention should be directed at the 

vertical column showing the regression of independent 

variables on plan behaviors. Several findings can be found 

from Table 7. 

(1) The order of the significant predictor variables 

from the most significant variable to the least significant 

variable are power, inadequacy, and gender. Power entered 

the equation on the first step, so power was the most 

influential predictor variable. Inadequacy was entered in 

the equation at the second step, so inadequacy was the 



Table 7. 

Stepwise Regression Analyses on Plan Behaviors 
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Beta Coefficients in Each Step 

Independent variable 1st 2nd 3rd 

Power -.1970 -.2313 -.2384 ( -.1760)* 

Inadequacy .2067 .2274 ( .1598) 

Gender .1614 ( .8680) 

R square change .0388 .0415 .0256 

R square .0388 .0803 .0939 

Constant 9.6455 

F value 13.0203 11.0468 9.6455 

* Beta: B-value in parentheses 
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second influential predictor variable. Gender was entered in 

the equation at the final step, so gender was the least 

influential predictor variable. 

(2) R square change indicated the contribution of each 

new predictor variable. Power accounted for 4 percent of the 

variance in plan behaviors alone. As inadequacy was entered 

in the equation, the plan behavior variation which can be 

explained by independent variable increased 4 percent, and 

increased another 3 percent after gender was entered in the 

equation. 

(3) As it was represented in step 3, the final, equation 

for plan behavior stated: 

Plan = 9.6455 -.1761Power + 0.1598inadequacy +.8680Gender 

(4) The beta (standardized) Coefficient indicated the 

direction and the magnitude of the relationship between the 

dependent variable and each significant independent 

variable. A negative coefficient indicated that increased 

power attitude was associated with decreased plan behavior. 

Those respondents who reported stronger power attitude were 

more likely to engage in plan behaviors. Inadequacy attitude 

was positively related to plan behavior. It appears that as 

the inadequacy attitude becomes stronger, people are more 

likely to engage in financial plan practices. Gender is also 
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positively related to plan behavior. Female are more likely 

to report plan behaviors. 

5) R square at the third step indicates that the 

reqression model, with three significant predictor variables 

which were power, inadequacy, and gender entered together, 

accounted for 9 percent of the variance in plan behavior. 

The results of stepwise regression analyses on 

evaluative feedback is shown in Table 8. The two independent 

variables which entered the equation for evaluative feedback 

behavior were inadequacy attitude and age. The same 

information as in the result of regression analyses for plan 

behavior can be found also in Table 8. First, inadequacy 

was a much more influential predictor variable than age as 

indicated by the beta coefficient of -.3240. The beta 

coefficient for age was .0411. Secondly, the evaluative 

feedback variance which can be explained by independent 

variables increased 3 percent after age was entered in the 

equation. Inadequacy alone accounted for 15 percent of the 

variance in evaluative feedback. Thirdly, the inadequacy 

attitude is negatively related to evaluative feedback 

behaviors. The stronger a person holds the inadequacy 

attitude, the more likely he or she is to not engage in 

evaluative feedback. It is interesting to notice that this 

relationship is larger than the case of plan behavior but to 



another direction. Age is positively related to evaluative 

feedback. Older people reported that they were more likely 

to employ evaluative feedback practices. Fourthly, the 

regression model with two significant predictor variables 

which are inadequacy and age entered accounted for 17 

percent of the variance in evaluative feedback behaviors. 

Finally, the final equation state as following: 

Evaluative feedback = 29.63 - .3176inadequacy + .(Milage. 

Table 8. 

Stepwise Regression Analyses on Evaluative Feedback 

The beta Coefficients in each step 

Independent variable 1st 2nd 

Inadequacy -.3817 -.3240 (-.3176)* 

Age .1748 (.0411) 

R square change .1457 .0272 

R square .1457 . 1655 

Constant 29.6304 

F value 38.3688 23.4171 

*Beta : B-value in parentheses 
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CHAPTER 5 

CONCLUSIONS 

The primary purpose of this study was to identify the 

factors which are predictive of money management behavior. 

The money management process model developed by Swanson 

(1981) provided the general theoretical framework for the 

catalog of the dependent variables which were classified 

into three factors: plan, implementation, and evaluative 

feedback. Based on the review of literature, independent 

variables were tested in this study to ascertain their 

influences on dependent variables, plan, implementation, and 

evaluative feedback. The independent variables were 

employment status, age, gender, income, obsession, power, 

retention, security, inadequacy, and effort/ability. 

This chapter will discuss the research results 

regarding each of the dependent variables which are plan, 

implementation, and evaluative feedback. The results of 

dependent variables which are plan, implementation, and 

evaluative feedback and the independent variables which are 

predictive of plan, implementation, and evaluative feedback 

will be discussed. Limitations of the present study and 

suggestions for further research also will be discussed. 



63 

Plan 

The result in this study supported previous literature 

by finding that many ( 77% ) of the families reported that 

they usually or most of the time had a plan on how to use 

money. Slightly above 68 percent of the families reported 

that they made a list before shopping. While 63.5 percent of 

the families stated that they never or seldom had a written 

budget. Some text books classified plan into two types. One 

kind of plan is a formal plan which is written. Another kind 

of plan is informal plan which is seldom written. Results in 

this study indicated that families were practicing informal 

planning but not a formal plan. 

In an effort to understand the factors which affect the 

plan behavior, stepwise regression analyses were performed. 

The independent variables which appeared in the equation for 

plan behavior were: power attitude, inadequacy attitude, and 

gender. The order of influence from the most influential 

variable to the least influential variable is power, 

inadequacy, and age. Those three independent variables taken 

together accounted for 9 percent of the variance in plan 

behavior. 

Power is the most influential independent variable in 

the regression model for plan behavior. The Power attitude 

was negatively related to plan behavior. There are several 
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explanations for this result. One explanation might be that 

the power is opposite to the beliefs of plan. The statements 

included in power , such as feeling uncomfortable until all 

money is spent, buying things which are not needed to 

impress people, and spending money when depressed, indicated 

the opposite beliefs of plan. So, the increased power 

attitude might mean the increased beliefs which are on the 

opposite side to plan. As a result, people who reported 

stronger power attitude are more like to practice less plan 

behavior. 

Secondly, power attitudes refer to external recognition 

as status seeking and influencing other people by using 

money. The fact that external matter is less controlled by 

individuals might result in weakened motivation to develop 

a plan. 

Inadequacy attitude was the second influential 

predictor variable and positively related to plan behavior. 

Inadequacy attitude measures the degree of satisfaction that 

people perceive their financial resources. As coded in this 

study, people who reported higher score on inadequacy 

attitude feel that one has not enough money, whereas low 

scorers are seen as satisfied with the amount of money which 

they possess. The positive relationship between inadequacy 

and plan behavior might be interpreted that high scorers who 
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perceived that their financial resources were inadequate 

might have felt a stronger need to develop a plan. They need 

a plan in order to make efficient use of their limited 

financial resources. On the contrary, low scorers who are 

satisfied with their financial resources might not recognize 

the need to develop a plan. Those people might emphasize the 

ability to earn money but ignore the ability to make 

efficient use of money. 

Gender was positively related to plan behavior. The 

gender variable was coded in this study as male=l and 

female=2, so the positive relationship indicated that 

females are more likely to report plan behavior than males. 

There are a number of possible explanations for this 

relationship. One reason might be that females are 

traditionally more responsible for the "basic" financial 

management tasks. 

Secondly, female behavior is generally conservative and 

conscious. This general behavior pattern might affect money 

management behaviors, and moreover, might result in more 

plan behavior. 

Implementat ion 

At this step of money management procedures, the plan 

is put into action. A majority ( 88% ) of families reported 



that they usually dr most of the time kept bills and 

receipts where they were easy to find. The frequency 

distribution showed that other practices included in this 

step were evenly distributed from never to most of the time. 

The stepwise regression analyses indicated that no 

independent variable was predictive of implementation. One 

point should be mentioned here is that this result only 

means that no statistically significant independent variable 

entered in the equation. Some independent variable were 

related to implementation but not significant enough to 

enter the equation. 

Evaluative Feedback 

Swanson (1981) indicated that although evaluative 

feedback is important, many people do not practice it. 

Contrary to Swanson' statement, the result of this study 

showed that many people employed this practices. About 80 

percent of the families usually or most of the time 

evaluated their needs before buying. Sightly above 50 

percent of the families usually or most of the time 

evaluated spending on a regular basis. About 63 percent of 

the families reported that they discussed finances without 

getting upset. 
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The stepwise regression analyses showed that inadequacy 

and age were significant predictor variables in the 

regression model. Inadequacy was much more influential than 

age. The regression model with inadequacy and age accounted 

for 17 percent of the variance in evaluative feedback. 

The negative relationship between the inadequacy money 

attitude and the evaluative feedback money behavior could be 

explained by that they both reflect the degree of 

satisfaction. The process for evaluative feedback involves 

checking satisfaction achieved. Poor money management 

practices would not give much satisfaction. As a result, the 

scores on evaluative feedback are likely to decrease. As the 

scores on evaluative feedback go down, it is more likely 

that the inadequacy attitude would become stronger. People 

might use inadequate financial resources as a excuse for 

their poor money management. 

Age was positively related to evaluative feedback. This 

might be interpreted to be related to increased experience 

with money management and thus greater perception of the 

need for evaluative feedback. Increased experiences also can 

result in the improvement regarding satisfaction 

achievement. 
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Limitations 

In general, the regression analyses were only able to 

explain between 9 and 17 percent of the variability in 

respondents* money management behavior. Part of this might 

be due to the lack of inclusion of other independent 

variables which could explain more of these dependent 

variables. Additional analyses including additional 

variables not included in the present study could help 

explain more about money management behavior. 

Since the original items regarding money management 

behavior were not based on Swason's money management 

procedure model, the poor reliability of the dependent 

variable which were money management behavior put a 

constrain on the success of this study. 

Further Research 

It is interesting to note that several independent 

variables which were expected to be related to money 

management behavior did not appear in any of the equations, 

including income level and employment status. Further study 

might use different measures of these independent variables 

to retest the relationship between these independent 

variable and money management behaviors. 
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The relationship between money attitude and money 

management behavior had not been previously tested. This 

study is accomplished some work in this direction. Further 

research is needed to study the relationship between money 

attitudes and money management behavior with different 

perspectives. 

This study will be beneficial to accumulate our 

knowledge about peoples* money management behavior. The 

insight of peoples' money management will enable financial 

counselors and planners to determine if certain techniques 

and strategies might be appropriate for certain types of 

people. Understanding more about family money management is 

an important contribution in developing public policy and a 

consumer education program. 
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It is important to identify how various economic 

charges have affected the well-being of Arizona household, 

especially those in smaller communities. Your name has been 

selected randomly for a University of Arizona research 

project. With a week or so, you will receive a 

questionnaire. I encourage you to complete it as soon as 

possible. Because these questionnaire are sent to a select 

number of households, your response is critical in helping 

us to describe Arizona households. 

Sincerely yours, 

Mari S. Wilhelm, Ph.D. 

School of Family and Consumer Resources 



APPENDIX B: The First Cover Letter 
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April 22, 1988 

Dear Arizona Household: 

Recently, Arizona households and communities have been 
faced with many changes, including economic hardship. We 
need to know how Arizona household, like yours, use 
resources and how changes affect your resource use and 
economic well-being so we can help other people in Arizona. 

Your household was drawn in a random sample and is one 
of a small number of households in Greenlee and Pinal 
counties asked to provided information for our study. So 
that the results will represent households in your county, 
it is important that you complete and return the enclosed 
questionnaires as soon as possible. Your answers will be 
completely confidential and anonymous. 

The white questionnaire should be filled out by the 
adult in your household who handles the finances. The yellow 
questionnaire should be filled out by a different adult in 
the household, if one is present. (If there is only one 
adult in your household, that person should complete the 
white questionnaire.) Please answer the questions without 
talking to anyone else about them. Return the completed 
questionnaires in the enclosed envelopes. There is an 
envelope for each questionnaire. 

Published results of this research will be available to 
Cooperative Extension, other educators, and counselors who 
help families. You can receive a summary of results by 
writing your name and address on the return envelope. 
Envelops and questionnaires will be separated immediately 
upon receipt to preserve anonymity. 

If you have any questions, please write or call. The 
telephone number is: (602) 621-7139. Thank you for your 
assistance with this study. 

Sincerely yours, 

Mari S. Wilhelm 
Assistant Professor 

Linda Block 
Research Associate 



APPENDIX C: The Reminder Postcard 
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Dear Arizona Household: 

Last week a questionnaire seeking information about 
your use of resources was nailed to you. Your name was drawn 
in a random sample of rural households in Arizona. 

If you have already completed and returned the 
questionnaire, please accept our sincere thanks. If not, 
please do so today. This questionnaire was sent to only a 
small representing Arizona households. So, it is extremely 
important that your questionnaire be included. 

If you did not receive a questionnaire, or it was 
misplaced, please call collect (602) 621-7139 right now. We 
will mail another one immediately. 

Sincerely yours, 

Mari S. Wilhelm 
Assistant Professor 

Linda Block 
Research Associate 



APPENDIX D: The Second Cover Letter 
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May 19, 1988 

Dear Arizona Household: 

About a month ago, we wrote to you seeking your help in 
understanding family resource use of Arizona households. As 
of today, we have not received your completed questionnaire. 

Our research unit has undertaken this study in an 
attempt to help Arizona households and communities. Your 
help is needed because of the significance each 
questionnaire has to the usefulness of this study. Your name 
was draw through a scientific sampling process to represent 
the rural population of Arizona. In order for the results of 
this study to be truly representative of all Arizona 
families, it is essential that each household in the sample 
return the questionnaires. 

In the event that your questionnaire have been 
misplaced, replacement are enclosed. 

Your cooperation is greatly appreciated. 

Cordially, 

Mari S. Wilhelm 
Assistant Professor 

Linda Block 
Research Associate 



APPENDIX E: MONEY ATTITUDE FACTORS 
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Factor 1 Obsession 
1. I often use money as a weapon to control or intimidate 
those who frustrate me. 

2. I am proud of my financial victories—pay, riches, 
investments, ect.—and let my friends know about them. 

3. I feel that money is the only thing I can really count 
on. 

4. I sometimes feel superior to those who have less money 
than I do regardless of their ability and achievements. 

5. I would do practically anything legal for money if it 
were enough. 

6. I firmly believe that money can solve all of my problems. 

7. I believe that time not spent on making money is wasted 
time. 

8. Compared to most other people I know, I belive that I 
think about money much more than they do. 

9. I feel compelled to argue or bargain about the cost of 
almost everything I buy. 

10. In making any purchase, for any purpose, my first 
consideration is cost. 

11. I put money ahead of pleasure. 

12. I often feel anxious and defensive when asked about my 
personal finances. 

Factor 2. Power 

1. I sometimes "buy friendship by being very generous with 
those I want to like me. 

2. If I have money left over at the end of the month (week), 
I often feel uncomfortable until it is all spent. 

3. I often buy things that I don't need or want to impress 
people because they are the right things to have at the 

right time. 

4. I often spend money on myself when I an depressed. 
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5. I often feel distain for money and look down on those who 
have it. 

6. I rarely give money to beggars or drunks when they ask 
for it. 

7. I often give large tips to waiters/waitresses that I 
like. 

8. I prefer not to lend money. 

Factor 3. Retention 

1. I prefer to save money because I'm never sure when things 
will collapse and I'll need the cash. 

2. I often buy things that I don't want because they are on 
sale or reduced in price. 

3. I often say "I can't afford it" whether I can or not. 

4. I often have difficulty in making decisions about 
spending money regardless of the amount. 

5. Even when I have sufficient money I often feel guilty 
about spending money on necessities like clothes, etc. 

Factor 4. Security 

1. I am proud of my ability to save money. 

2. I always know how much I have in my bank, savings 
account, or credit union. 

3. I always pay bills (telephone, water, electricity, etc.) 
promptly. 

4. I prefer to use money rather than credit cards. 

Factor 5. Inadequacy 

1. I am worse off than my friends think. 

2. Most of my friends have more money than I do. 

3. I am better off than most of my friends think. 
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4. The amount of money that I have saved is never quite 
enough. 

Factor 6. Effort/Ability 

1. I belive that the amount of money that a person earns is 
closely related to his/her ability and effort. 

2. I believe my present income is about what I deserve, 
given the job I do. 

3. I believe that my present income is far less than I 
deserve given the job I do. 



APPENDIX F: The Frequency Distribution of Money 

Attitudes . 
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The Frequency Distribution of Money Attitudes 

SD D MIXED A SA 

Items N % N % N % N % N *  

I often use money as 
a weapon to control 
or intimidate those 
who frustrate me 191 65.4 86 29.5 9 3.1 6 2.1 0 0 

I am proud of my 
financial victories— 
pays, riches, invest
ments, etc,—and let my 
friends know about 
them. 138 47.3 100 34.2 39 13.4 12 4.1 3 1 

I feel that money is 
the only thing I can 
really count on. 149 51.0 116 39.7 16 5.5 6 2.1 5 1.7 

I sometimes feel super
ior to those who have 
less money than I do 
regardless of their 
ability and achieve
ments 174 59.6 98 33.6 15 5.1 4 1.4 1 .3 

I would do practically 
anything legal for 
money if it were 
enough. 144 49.3 80 27.4 35 12.0 24 8.2 9 3.1 

I firmly believe that 
money can solve all my 
problems 144 49.1 101 34.5 28 9.6 15 5.1 5 1.7 

I believe that time 
not spent on making 
money is wasted time 169 57.9 108 37.0 10 3.4 3 1.0 2 0.7 

Compared to most other 
people I know, I be
lieve that I think 
about money much more 
than they do 116 39.7 130 44.5 30 10.3 11 3.8 5 1.7 
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Distribution of Money Attitudes—Continued 

SD D MIXED A SA 

Items N % N % N % N % N % 

I sometimes buy friend
ship by being very 
generous with those I 
want to like me 1 189 64.5 81 27.6 11 3.8 8 2.7 4 1.4 

I believe that the 
amount of money that 
a person earns is 
closely related to 
his/her ability and 
effort 78 26.8 55 18.9 60 20.6 70 24.1 28 9.6 

I am proud of my abi
lity to save money 25 8.5 61 20.8 89 30.4 101 34.5 17 5.8 

I prefer to save money 
because I'm never sure 
when things will 
collapse and I'll 
need the cash 24 8.2 40 13.7 83 28.3 107 36.5 39 13.3 

I always know how 
much I have in my 
bank, savings account, 
or credit union. 10 3.4 19 6.5 35 11.9 167 57.0 62 21.2 

If I have money left 
over at the end of 
the month(week) I 
often feel uncom
fortable until it is 
all spent. 119 40.6 154 52.693.1 9 3.1 2 .7 

I often buy things 
that I don't need or 
want to impress people 
because they are the 
right things to have 
at the right time 169 57.7 111 37.9 5 1.7 62.0 2 0.7 
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Distribution of Money Attitudes—Continued 

SD D MIXED A SA 

Item N % N % N %N% N% 

I often buy things 
that I don't want be
cause they are on 
sale or reduced in 
price 138 47.1 118 40.3 25 8.5 11 3.8 1 0.3 

I often spend money 
on myself when I'm 
depressed 112 38.2 108 36.9 37 12.6 29 9.9 7 2.4 

I always pay bills 
(telephone, water, 
electricity, etc.) 
promptly. 6 2.0 12 4.1 28 9.6 113 38.6 134 45.7 

I prefer to use 
money rather then 
credit cards 11 3.8 18 6.1 54 18.4 105 35.8 105 35.8 

I often say "I can't 
afford it" whether I 
can or not. 23 7.9 73 25.0 66 22.6 98 33.6 32 11.0 

I often have diffi
culty in making deci
sions about spending 
money regardless of 
the amount 26 8.9 130 44.5 67 22.9 55 18.8 14 4.8 

Even when I have 
sufficient money I 
often feel guilty 
about spending money 
on necessities like 
Clothes, etc. 36 12.3 123 42.1 48 16.4 67 22.9 18 6.2 

I often feel distain 
for money and look 
down on those who 
have it. 97 33.1 157 53.6 27 9.2 7 2.4 5 1.7 
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Distribution of Money Attitudes—Continued 

SD D MIXED A SA 

Item N % N % N % N % N % 

I feel compelled to 
argue or bargain 
about the cost of 
almost everything I 
buy 

In making any pur
chase, for purpose, 
my first considera
tion is cost. 

I am worse off than 
my friends think 

Most of my friends 
have more money 
than I do. 

I am better off than 
most of my friends 
think 
I worry about my 
finances much of 
the time 

I often fantasize 
about money and what 
I could do with it. 

The amount of money 
that I have saved is 
never quite enough. 16 5.5 48 16.4 69 23.6 116 39.7 43 14.7 

I rarely give money 
to beggars or 
drunks when they 
ask for it. 16 5.5 43 14.9 59 20.4 106 36.7 65 22.5 

I believe my present 
income is about what 
I deserve, given 
the job I do. 42 15.4 64 23.4 67 24.5 89 32.6 11 4.0 

91 31.2 138 47.3 44 15.1 14 4.8 5 1.7 

13 4.4 49 16.7 48 16.4 132 45.1 51 17.4 

39 13.4 145 49.7 54 18.5 45 15.4 9 3.1 

19 6.6 118 40.7 85 29.3 54 18.6 14 4.8 

26 9.0 124 42.8 97 33.4 39 13.4 4 1.4 

32 11.0 116 39.9 59 20.3 64 22.0 20 6.1 

39 13.4 84 28.9 47 16.2 95 32.6 26 8.9 
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Distribution of Money Attitudes—Continued 

SD D MIXED SA A 

Items N % N % N % N%N% 

I believe my present 
income is far less 
than I deserve 
given the job I do. 34 12.5 90 33.1 65 23.9 55 20.2 28 10.3 

I put money ahead 
of pleasure. 45 15.6 147 50.9 55 19.0 31 10.7 11 3.8 

I often feel anxious 
and defensive when 
asked about my per
sonal finances. 15 5.2 109 37.6 78 26.9 67 23.1 21 7.2 

I often give large 
tips to waiters/ 
waitresses that I 
like. 30 10.3 126 43.3 74 25.4 54 18.6 7 2.4 

I prefer not to 
lend money. 4 1.4 29 10.0 55 19.0 135 46.6 67 23.1 
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