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ABSTRACT 

This study addressed the need for a scale to aid in identifying 

and predicting dysfunctional financial management behaviors in 

families. The resulting scale is intended as a research instrument 

and as an intake scale for use in financial counseling and family 

therapy settings. 

The extended Fishbein Behavioral Intention Model, based on the 

theory of reasoned action, with the addition of a moral norm 

component, was the conceptual framework for the study. The research 

instrument consisted of two questionnaires, a demographic form and the 

Fishbein form, with separate but identical units coded for husband and 

wife. The 67-item Fishbein questionnaire was based on 7-point 

semantic differential scales. Focusing procedures and two pilot 

studies preceded the formulation of the final research instrument. 

Questionnaire sets were distributed to 225 couples in seven 

church and marriage enrichment groups in Lubbock, Texas; 114 sets 

(50.6%) were returned. The resulting quota research sample consisted 

of a homogeneous group of 100 white married couples (200 spouses) in 

which at least one spouse was 25 to 45 years of age. Mean age of 

respondents was 34.9 years; mean number of years married was 10.3 

years; mean number of children was 1.9; and mean annual gross income 

was $35,000 to $39,999. About three-fourths of the sample had 

completed a Bachelor's or more advanced degree. 

Results of a ̂ -test showed that responses of husbands (n = 100) 

and wives (n = 100) were not substantially different and were entered 



as individuals (n = 200) into the Fishbein model. Reliability of the 

multi-item subscales of the model ranged from alpha = .73 to alpha = 

.91. All correlation coefficients (r) prerequisite for regression 

analysis of the model were positive and significant at p = .05 or 

lower. 

Multiple regression analysis revealed that the model was 

statistically significant at p = .001, but not substantively 

significant, R^ = .15. The subjective norm component of the model was 

not significant (Beta = -.0152). The attitude component (Beta = 

.3407) and the moral norm component (Beta = .1560) were significant at 

p = .001 and .05, respectively. Recommendations were made for further 

revisions and testing of the scale. 
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CHAPTER I 

INTRODUCTION 

This study addresses the need for a scale to aid in identifying 

and explaining dysfunctional financial management behaviors in fami

lies. The scale resulting from this project is intended to serve 

three primary purposes: (a) as an intake scale for use by financial 

counselors, (b) as an intake scale for use by marriage and family 

therapists, and (c) as a research instrument. 

Over 80% of a sample of American families reported that money 

problems were a major concern of their families (The Gallup Organiza

tion, 1980). When asked to rank six topics—politics, sex, money, 

family, work, and food—according to how much time they spend thinking 

about them, 14% of over 20,000 respondents in a Psychology Today money 

survey (Rubenstein, 1981) ranked money above all else and 62% put it 

among the top three. A recent bankruptcy study (Shepard, 1984) 

revealed that between 1945 and 1981, the number of personal bank

ruptcies in the United States rose more than forty-fold to 452,000 per 

annum. Financial failure, according to the study, had reached such 

proportions that the federal courts were processing more than 200 

personal and 30 business bankruptcies each hour they were in session. 

Rotbart and Yao (1982) found that financial failure often coincided 

with pronounced personal stress, marital discord, and loss of home. 



Consumer Credit Counseling Service (CCCS) units counseled 4% more 

clients in 1983 than in 1982. Of the estimated 118,800 CCCS clients 

interviewed in 1983, 37% were counseled to handle their financial 

problems, 26% were referred for legal assistance, and 37% entered CCCS 

debt management (repayment) programs (National Foundation for Consumer 

Credit, 1984). 

Scanzoni and Szinovacz (1980) and Sporakowski (1979) indicated 

that personality characteristics and family interaction variables were 

related to financial functioning. Ater and Deacon (1972) found a 

positive relationship between marital satisfaction and some aspects of 

family managerial behavior. Williams and Berry (1984), from data 

collected for metropolitan and non-metropolitan families as part of 

the NC-128 Interregional Agriculture Experiment Station Research 

Project, concluded that disagreement over financial expenditures was 

related to disagreements in other areas of family interaction. 

Family therapists treat specific family problems, whether they be 

financial, sexual, substance abuse, or other "presenting problems," as 

symptoms or issues around which families demonstrate dysfunctional 

patterns of relating. However, from an analysis of eight family 

therapy books (Gurman & Kniskern, 1981; Haley, 1976; Jacobson & 

Margolin, 1979; Madanes, 1981; Minuchin, 1974; Minuchin & Fishman, 

1981; Palazzoli, Boscolo, Cecchin, & Prata, 1978; Watzlawick, Weak-

land, & Fisch, 1974) and the program for the 1984 annual conference of 

the American Association for Marriage and Family Therapy (American 



Association for Marriage and Family Therapy, 1984), it would appear 

that family therapy clients rarely present or family therapists rarely 

acknowledge money problems as the "presenting problem" around which 

system dysfunction is treated. 

An instrument for identifying financial problems and detecting 

their causes could presumably increase the completion rate for clients 

who seek counseling. For both financial counselors and family thera

pists, such an instrument could be useful in sorting those clients 

needing financial management education or debt counseling from those 

whose repetitive maladaptive relational patterns happen to include 

financial problems. 

Research related to family financial management is needed to aid 

professionals and practitioners who counsel clients about family 

financial problems. An important step acknowledging this need was 

taken in 1984 when a group of interested academicians and practi

tioners formed the Association for Financial Counseling and Planning 

Education. Article II of the bylaws of this association states: 

The purpose of this association shall be as follows: to promote 
research on personal finances, to disseminate research findings 
and other procedures and applications related to financial 
counseling and planning, to promote better personal financial 
management education, and to promote the education, training, and 
certification of financial counseling and planning professionals. 
(Proceedings: Financial Counseling Consortium, 1984, p. 11). 



Theoretical Base of Study 

Family financial management will be examined according to the 

theory of reasoned action (Ajzen & Fishbein, 1980; Fishbein, 1980; 

Fishbein & Ajzen, 1975). The ultimate goal of this theory is to 

predict and understand an individual's behavior. Figure 1 illustrates 

the factors determining a person's behavior according to the theory. 

A moral norm component for inclusion in the Fishbein model was pro

posed by Schwartz and Tessler (1972) and Pomazal and Jaccard (1976); 

the proposal was considered by the authors of the model but not 

included as part of the model (Ajzen & Fishbein, 1980, p. 247). 

The person's beliefs 
that the behavior 
leads to certain 
outcomes and his 
evaluations of 
these outcomes 

The person's beliefs 
that specific individuals 
or groups think he 
should or should not 
perform the behavior 
and his mohvation to 
comply with the spe
cific referents 

Attitude toward 
the behavior 

Relative importance 
of attitudinal and 
normative 
considerations 

Subjective norm 

Intention ^ Behavior 

Note: Arrows indicate the direction of influence. 

Figure 1. Factors determining a person's behavior according to the 
theory of reasoned action (Fishbeiu, 1980, p. 69). 



The assumption of the theory of reasoned action is that most 

behaviors of social relevance are under volitional control and that a 

person's intention to perform (or not to perform) a behavior is the 

immediate determinant of that action. Hence, intentions are used to 

predict behavior. According to Fishbein (1980), a behavioral inten

tion can be viewed as being composed of four elements: an action, the 

object the action is directed toward, the situation in which the 

action is to be performed, and the time at which the action occurs. 

Each of these elements may vary on a dimension of specificity. 

Personal measures (i.e., how the respondent feels above saving 10% of 

his or her paycheck for this month), rather than general measures 

(i.e., how the respondent feels about the relative importance of 

saving money), are used to predict behavior. The maximum attitude-

intention correlation can be expected when the attitude and intention 

measures are co-ordinate with respect to specificity. Therefore, as 

the measure of attitude deviates in specificity from the measure of 

intention, the obtained correlations are expected to decrease. 

To understand the behavior, the determinants of the intentions 

must be identified. According to the theory, and as shown in Figure 

1, a person's intention is a function of two basic determinants, one 

personal in nature and the other reflecting social influence. The 

personal factor is the individual's positive or negative evaluation of 

performing the behavior; this factor is termed attitude toward the 

behavior. The second determinant of intention is the person's percep

tion of the social pressures put on him or her to perform or not 



perform the behavior in question; this factor is termed the subjective 

norm. Generally speaking, people will intend to perform a behavior 

when they evaluate it positively and when they believe that important 

others think they should perform it. The relative weights of the 

attitudinal and normative factors are assessed to increase the ex

planatory value of the theory. 

The theory of reasoned action further assumes that attitudes and 

subjective norms are functions of beliefs. The beliefs that underlie 

a person's attitudes toward a behavior are termed attitudinal (or 

behavioral) beliefs. Generally speaking, a person who believes that 

performing a given behavior will lead to mostly positive outcomes will 

hold a favorable attitude toward performing the behavior, while a 

person who believes that performing the behavior will lead to mostly 

negative outcomes will hold an unfavorable attitude. The beliefs 

underlying a person's subjective norms are termed normative beliefs, 

the person's beliefs that specific individuals or groups think that he 

or she should or should not perform the behavior. Generally speaking, 

if a person believes that most of these referents think he or she 

should perform the behavior, the perceived social pressure to perform 

it will increase the more the person is motivated to comply with each 

of the referents. Conversely, if the person believes that more 

referents are opposed to his or her performing the behavior, percep

tion of the social pressure not to perform the behavior will increase 

with the person's motivation to comply. 



The theory states that all other variables (e.g., demographic and 

personality) are "external" to the model and affect behavioral inten

tions and behavior only to the extent that they are mediated by and 

filtered through normative and attitudinal components of the model. 

This has been confirmed by several studies (Bowman & Fishbein, 1978; 

Davidson & Jaccard, 1976; Davidson & Jaccard, 1975; Fishbein, 1980; 

Fishbein, 1972; Fishbein & Ajzen, 1981; Fishbein & Jaccard, 1973; 

Loken & Fishbein, 1980; Pomazal & Brown, 1977; Pomazal & Jaccard, 

1976; Vinokur-Kaplan, 1978). 

The theory of reasoned action, then, consists essentially of a 

series of intervening hypotheses linking beliefs to behavior: beliefs 

influence attitudes and subjective norms; these two components influ

ence intentions; and intentions influence behavior. These hypotheses 

are neither identical or interchangeable; each requires empirical 

verification. For example, if a measure of intention is found to be 

unrelated to the behavioral criterion, it would be foolish to try to 

understand the behavior by investigating the determinants of the 

intention. Clearly, it is inappropriate to use beliefs in an attempt 

to directly predict intentions or behavior. Similarly, it is inappro

priate to go directly from attitudes and subjective norms to behavior. 

Such attempts are meaningful only when the intervening relations have 

first been empirically tested. 

The theory of reasoned action is operationalized through the 

framework of the Fishbein Behavioral Intention Model (Ajzen & Fish

bein, 1980; Fishbein, 1980; Fishbein & Ajzen, 1975). This model 
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has been applied to explain such diverse phenomenon as altruism 

(Pomazal & Jaccard, 1976); prescriptions by physicians (Harrell & 

Bennett, 1974); jury duty (Durand, Bearden, Ashworth, & Gustafson, 

1978); donating blood (Pomazal & Jaccard, 1976); using birth control 

pills (Jaccard & Davidson, 1972); adolescent alcohol use (Schlegel, 

Crawford, & Sanborn, 1977); childbearing intentions (Davidson & 

Jaccard, 1976; Loken & Fishbein, 1980); smoking cigarettes (Chung & 

Fishbein, 1979, cited in Fishbein, 1980); nuclear energy issues 

(Bowman & Fishbein, 1978; Thomas, Swaton, Fishbein, & Otway, 1980); 

weight loss (Sejwacz, Ajzen, & Fishbein, 1980); drug use motivation 

(Pomazal & Brown, 1977); and voting behavior (Fishbein & Ajzen, 1981). 

The Fishbein Behavioral Intention Model with its roots in the 

theory of reasoned action is a suitable conceptual framework for 

testing objectives and hypotheses related to family financial manage

ment for three reasons: (a) because of its success in predicting 

other behaviors, as noted above, (b) because of its distinctive focus 

on attitudes toward acts (i.e., personal use of drugs), which have 

been found to be a better predictor of intentions and subsequent 

behavior than attitudes toward objects (i.e., drugs in general) (Ajzen 

& Fishbein, 1980), and (c) because the causal direction of the model 

is a logical approach for testing the behavior of interest. The 

general hypothesis is that beliefs about money management and personal 

referents will influence attitudes and subjective norms, these 



attitudes and subjective norms will influence money management inten

tions, and these intentions will mediate and predict money management 

behaviors. 

Family therapy is based on cybernetic theory which rejects linear 

causality in favor of a circular self-calibrating control system model 

(Keeney & Ross, 1984). A family financial management intake scale, 

such as the proposed behavioral intention scale, could aid family 

therapists in building a "map" of problematic issues in the pattern of 

a family's interaction and of referent influences regarding these 

issues. 

Objective of the Study 

The objective of this study is to develop a scale based on the 

extended Fishbein Behavioral Intention Model that will be useful as an 

intake instrument in family financial counseling and family therapy 

settings for identifying and explaining dysfunctional family financial 

management behaviors. The scale will also be useful as a research 

instrument. 



CHAPTER II 

REVIEW OF LITERATURE 

Money is a major source of conflict in marriage (Coleman, 1984). 

The management of money more than the level of income is the cause of 

conflict (Rice, 1983). Conflicts arise over earning, borrowing, 

spending, and saving money. Pietropinto and Simenauer (1979) found 

that debts were the greatest crises in most marriages. In two recent 

studies (Albrecht, Bahr, & Goodman, 1983; Burns, 1984), problems 

dealing with finances were listed among the five most frequently 

mentioned marital complaints. 

A global study by Yankelovich, Skelly, and White, Inc. (1975) for 

the General Mills Consumer Center indicated that more than half of the 

families interviewed argued a great deal about money. Williams 

(1983), from pooled data of 1,260 respondents from two Interregional 

Agricultural Experiment Station Projects, NC-128 and NC-152, reported 

that family disagreement over finances was very intense by 23% of the 

respondents, intense by 43%, and calm or rational by 34%. Williams 

further reported that disagreement occurred among families at all 

income levels, education levels, net worth levels, and sizes of 

households. A Task Force on Income Maintenance of the National 

Council on Family Relations reviewed the available research and con

cluded that money was the major source of husband-wife disagreement 

(Rubin et al., 1976, cited in Galligan & Bahr, 1978). 

10 
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Bubolz (1982) and Kwiecien (1982) studied 50 newlywed couples in 

Minnesota. The Family Inventory of Money Management (FIMM) scale 

developed by Guadagno (1982) was used as the basis for the studies. 

Kwiecien reported a lack of spousal consensus about financial goals, 

financial managerial throughputs, and satisfaction with spending 

plans. Bubolz reported that ineffective couples were likely to be low 

in all financial managerial efforts and could benefit most from 

counseling and education in total financial management. 

In a 1981 study by Olson and McCubbin (1983) involving 2,692 

respondents, financial management was reported as a critical family 

resource in both high- and low-stress families in three life cycle 

stages: couples without children, families with young children, and 

families with adolescents. Financial management was not a critical 

resource for older couples (empty nest and retired). Ash, O'Neill, 

and Haldeman (1985), from a comparison study of individuals in finan

cial counseling and non-counseling groups, identified a relationship 

between the economic and social-psychological resources of the family. 

Marital satisfaction studies (Brinkerhoff & White, 1978; Fil-

singer & Wilson, 1984; Jorgensen, 1979; Madden & Janoff-Bulman, 1981; 

Rettig & Bubolz, 1983; Snyder, 1979; Spanier & Lewis, 1980) studied 

money and other socioeconomic variables in relation to marital satis

faction. These studies, based on multivariate statistical analyses, 

in contrast to studies based on descriptive statistics in the 1960s 

(Hicks & Piatt, 1970), pointed to a growing awareness that marital 
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satisfaction cannot be predicted directly from traditional objective 

demographic variables such as age or income. Similarly, in recent 

divorce studies, Galligan and Bahr (1978) found that income by itself 

had little effect on marital dissolution and Kitson and Sussman (1982) 

found that demographic correlates of divorce and respondents' percep

tion of their reasons for divorce were not necessarily the same thing. 

Jorgensen (1979) reported that his multivariate analyses did not 

support earlier notions that higher levels of socioeconomic rewards 

led to marriages which were any more satisfying or stable. Kitson, 

Babri, and Roach (1985) concluded from an extensive literature review 

that socioeconomic factors were becoming less important in explaining 

divorce rates. 

Schnittgrund and Baker (1983) reported that research on financial 

management practices as a whole is very limited. Guadagno (1981) 

observed that well-defined concepts or theories for systematically and 

rigorously examining family financial management practices had not 

been used. Carroll (1982), in a summary of an extensive review of 

literature extending back to the 1950s, reported that no studies were 

found that attempted a comprehensive examination of questions related 

to financial management behaviors, attitudes, and knowledge of family 

members. 

It seems obvious that factors other than demographic measures 

contribute to marital disagreements about money, but little attention 

has been given to other factors that may affect financial management 
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in families. The present review of literature concerning family 

financial management is structured according to the conceptual frame

work of the Fishbein Behavioral Intention Model being used in this 

study. The components of this model are behaviors, intentions, 

attitudes, subjective norms, attitudinal beliefs, and normative 

beliefs. 

Financial Management Behaviors 

Avoiding excessive family debt is the behavioral outcome being 

analyzed for this study. Therefore, identifying the salient behavioral 

indicants, or specific behavioral practices, that families who exhibit 

functional family financial management use to avoid excessive debt is 

crucial for the validity of this study because all other conceptual 

components of the Fishbein model (intentions, attitudes, subjective 

norms, and beliefs) are indirect measures of these behavioral indi

cants. 

Williams (1982, p. viii) listed 20 behaviors that were detri

mental to family financial management that were within the control of 

the family and could be modified. These behaviors, developed by a 

panel of experts composed of financial counselors, extension agents, 

educators, and social workers, are listed below: 

1. Underestimating expenses because of inexperience, few or no 
records, forgetting incidental costs, or purposely minimiz
ing costs to justify expenditure. 

2. Overestimating income by not considering paycheck deductions 
and taxes withheld or by not considering the decreased pur
chasing power of income caused by inflation. 
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3. Lack of communication among family members about finances 
due to the desire to avoid an emotional issue, inability to 
express oneself, unconcern, or other problems which block 
communications. 

4. Being overwhelmed with bills and expenses to the point of 
being afraid, yet doing nothing. 

5. Inability to say "no" to children or to sales pressures. 

6. Lack of planning or staying with a realistic plan. 

7. Not having one person assume responsibility as the main 
manager to control money flow, keep records, meet financial 
obligations, and communicate financial position to others. 

8. Counting just the monthly payment and not total cost over a 
period of time. 

9. Buying and then trying to plan how to pay rather than vice 
versa. 

10. Lack of a system for paying bills or business organization. 

11. Forgetting to get promises in writing. 

12. Promising to pay more than income and expenses in 
repayments. 

13. Letting pride and stubbornness prevent paying bills or 
solving a problem. 

14. Poor handling of money, such as mathematical errors or not 
keeping a checkbook up-to-date. 

15. Using ineffective consumer complaint procedures and lack of 
knowledge of consumer or legal rights. 

16. Not recognizing danger signs of credit over-extension, loan 
consolidation, or second mortgages. 

17. Using money for emotional reasons that are not understood or 
acceptable by other family members such as making up for 
past deprivation or insecurity; boosting ego or soothing 
wounds; creating sense of power; controlling others; seeking 
revenge by mismanagement, replacing responses of affection 
and appreciation; and impressing others. 
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18. Buying a new car/truck which needs repair or replacement 
before payments are completed. 

19. Not controlling expenses such as gambling, gas for the car, 
or telephone charges. 

20. Not having a cash reserve or credit for emergency use. 

Reviews of related studies dealing with family financial be

haviors follow. Based on a cursory preview of the available litera

ture, these reviews are presented in the categories of budgeting and 

planning, communication, consumption, credit and debt, implementation, 

income expansion, and saving and investment behaviors. 

Budgeting and Planning Behaviors 

Budgeting is making a specific plan for the use of income in the 

near future—for a month, several months, or a year. Financial 

planning takes into account changes related to a life span. Neither 

should be confused with record keeping which is the accounting for 

expenditures as or after they take place (Gross, Crandall, & Knoll, 

1980). Hefferan (1981) explained planning as a dynamic process that 

includes the concept of time, time as a resource to be exchanged for 

another resource as well as a continuum on which decisions are made. 

According to Hefferan, financial planning implies recognition that 

decisions made at one point along the continuum affect the resources, 

opportunities, and choices of the future. 
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DiGiulio and Janosik (1982) and Williams (1982) included estab

lishing a manageable budget as a goal of financial counseling pro

grams. In the Williams' book. Guidelines to Financial Counseling, 

goals for a successful financial counseling program were developed by 

a panel of financial counselors. Extension agents, and social workers. 

In Carroll's (1982) study of 73 Tennessee couples, about 50% of the 

respondents stated that a written budget was absolutely essential for 

successful financial management and that lack of skills 

in and knowledge about budgeting was one of six barriers to successful 

financial management. However, fewer than 30% reported using a budget 

and of the six barriers to financial management listed, "unexpected 

expenses make budgeting difficult" was the most frequently cited. 

Approximately 35% of the disadvantaged urban families studied by 

Schnittgrund and Baker (1983) in Arizona reported that they had no 

written or mental (general idea) budget plan. Lawyer (1977), in a talk 

given at a national convention, and Wright (1978), from a research 

study of 2,800 CCCS clients, emphasized the importance of budgeting 

skills. Budgeting skills were also emphasized in two popular family 

management texts (Deacon & Firebaugh, 1981; Gross, Crandall, & Knoll, 

1980). However, Williams (1983) found that planning finances and 

budgeting were not significantly related to satisfaction with money 

management. 

A successful community-based project in two low-income, high-

density areas in Tel Aviv, Israel helped mothers of large families 



17 

gain more from existing family budgets (Paynton, 1979). However, 

attitudinal changes were reportedly stronger than and preceded be

havioral changes. From a study of the files of 292 cases disposed of 

by the Consumer Credit Counseling Service of Knoxville, Tennessee 

between 1973 and 1976, Marlowe (1981) concluded that successful com

pletions had better budgetary skills. 

Communication Behaviors 

Williams and Berry (1984), from results of survey research using 

regression techniques (data from NC-128 study), reported that for 

women disagreement over family financial expenditures was a function 

of frequency of communication (negative). Lawyer (1977) observed that 

for people with indebtedness problems, the family members did not 

communicate about family financial goals, the delegation and division 

of family financial responsibility, or about the family's actual 

financial position. In two studies conducted by Snyder (1979) in

volving 150 couples selected-at-large and 40 couples in marital 

therapy, a rank ordering of correlations indicated that measures of a 

couple's affective and problem solving communications, including 

agreement about finances, were consistently the best single predictors 

of global marital satisfaction. Fishman (1983), from a study of about 

100 individuals in 16 middle class stepfamilies, suggested that money 

and money management could be an idiom through which therapists could 

communicate with stepfamily clients. 
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Blaming behaviors, as expressed through communication, were 

mentioned in three studies. In a study with 29 randomly selected farm 

couples, Rosenblatt and Keller (1983) found that couples reporting 

greater economic distress reported greater blaming in marriage. Other 

research (Voydanoff, 1984) indicated that unemployment was less stress 

producing when the unemployed husband was not blamed for his unemploy

ment and when he was not perceived as a failure in his provider role. 

Madden and Janoff-Bulman (1981) found that blaming one's spouse for 

marital problems was negatively associated with marital satisfaction. 

Their findings were based on structured interviews with 32 randomly 

selected married women between the ages of 25 and 35 years living in 

Amherst, Massachusetts. VJhile self-blame was not directly correlated 

with marital satisfaction in the Madden and Janoff-Bulman study, the 

majority of women who attributed most of the blame to themselves were 

among the most satisfied group of respondents. 

Madden and Janoff-Bulman (1981) also found that wives' perceived 

personal control over conflicts, including financial conflicts, was 

positively associated with marital satisfaction. The study not only 

provided support for the importance of blame and control attributions, 

but it further suggested the way in which these perceptions were 

organized in their association with marital satisfaction. The wife 

perceived her husband as the one who determined how negative problems 

were in the marriage, and she perceived herself as the major force 

behind the more positive aspects of the relationship. 
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Consumption Behaviors 

Hogan (1980) reported that one way families could make adjust

ments in their financial management was to rescale or change the level 

of consumption. This applied to direct and indirect energy costs as 

well as to the expenditures for consumer goods. The motivation for 

buying many consumer products appeared to be closely linked to sat

isfaction attributed to an accumulation of goods and the inability to 

distinguish between needs and wants, rather than to increased effi

ciency in household work. 

In a random sample of 199 low-income urban white, black, and 

Mexican-American families in Arizona, over 80% of all groups agreed or 

strongly agreed that families spent money too freely (Schnittgrund & 

Baker, 1983). In addition, three-fourths of all groups agreed or 

strongly agreed that most families did not plan purchases, but rather 

they bought on "the spur of the moment." 

Hampton (1975), in a longitudinal study of 80 separated husbands 

and wives, found that economizing behaviors contributed to divorce 

adjustment for wives. Hampton's study was based on data from the 

Panel Study of Income Dynamics. In a study of 1,169 New Zealand 

families (Fergusson, Horwood, & Beautrais, 1981), the amount of 

economizing behavior a family was required to undertake correlated 

negatively with standard of living scales. 

Lawyer (1977), in a summary study about people with indebtedness 

problems, observed that people in debt might not have known or under

stood about how to reduce what they were spending for food, clothing. 
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household operation, or insurance. Marlowe (1981), in a discriminant 

analysis study of Knoxville, Tennessee CCCS client records, concluded 

that car payments, utility costs, and health insurance were key 

financial variables that deserved research attention. 

In an assessment of adaptations to inflation from 13 years of 

data from the Panel Study of Income Dynamics, Morgan (1983) reported 

that different income experiences accounted for differences in eating, 

eating out, driving, and retirement plans. Changes were also produced 

by marital and work status. 

DiGiulio and Janosik (1982) discussed psychological reasons for 

overspending. These included spending money lavishly in attempts to 

bolster self-esteem, alleviate depression, resolve personal conflict, 

increase power and prestige, show love, show hostility, bolster 

feelings of security, and substitute wants for needs. Carroll (1982) 

also found that having more wants than needs was a barrier to success

ful financial management. 

Williams (1983) indicated that the increased need to change 

consumption because of reduced real income was more urgent, wide

spread, and severe than for several decades. The reduction in real 

income, according to Williams, was due to increased taxes and fees for 

services, unemployment, lower wages, and less government benefits. 

Credit and Debt Behaviors 

More than three-fourths of the 199 respondents representing low-

income Arizona urban families reported the use of credit (Schnittgrund 
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& Baker, 1983). Data from the 1980 United States Census showed that 

the amount of consumer debt outstanding as a ratio to disposable 

personal income in 1980 was over 20% (U.S. Bureau of the Census, 

1981). Luckett (1980) reported that bank-card delinquencies had risen 

continuously since the last quarter of 1979 and some mortgage delin

quencies had neared historic highs during the same reporting period. 

DiGiulio and Janosik (1982) indicated that during the past 15 years, 

an area of client need, unmet by family counselors and debt coun

selors, had been revealed in the preponderance of service requests by 

financially overextended individuals who had succumbed to the seduc

tion of easy credit and installment buying. The average length of 

time in 1983 for client completion of a Consumer Credit Counseling 

Service (CCCS) debt repayment program was 18 months (National Founda

tion for Consumer Credit, 1984). 

Excessive debt was the focus of several studies. Feldman (1976) 

reported that a group of 79 client families of a nonprofit counseling 

agency in 1975 had an average non-mortgage debt of $5,700, which 

represented more than two-thirds of their annual take-home pay. Heck 

(1980), in a summary study identifying profile characteristics of 

insolvent households, reported that insolvent households often had 

debt-to-income ratios over 1.0. Wright (1978) emphasized that unman

ageable debt was not an isolated variable; earlier choices, practices, 

and circumstances caused unmanageable debt. In a study of 2,800 

client families of the Family Debt Counseling Service in Syracuse, New 
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York from 1972 to 1976, Wright found that a family's total debt load 

and the number of its creditors did not affect its success in resolv

ing debt problems. However, the ratio of debt repayment to income did 

significantly affect the family's ability to repay. For clients in 

the Consumer Credit Counseling Service in Youngstown, Ohio (DiGiulio & 

Janosik, 1982), an average of 24 to 36 months was necessary for 

resolution of financial difficulties under the debt-management pro

gram. Marlowe (1981), in a study of the files of 292 cases disposed 

of between 1973 and 1976 by the Consumer Credit Counseling Service of 

Knoxville, Tennessee, reported that debt-to-income ratio was a strong 

discriminator in the ability to liquidate debts. 

Medical debt was the most consistently significant variable 

associated with successful debt liquidation in the Marlowe (1981) 

study. The behavioral implication was that the forced consumption of 

medical services, rather than unsound consumption patterns or poor 

financial management skills, caused the problem. DiGiulio and Janosik 

(1982) also referred to the impact of health care on family finances. 

Kinsey and Lane (1978), using data from the Survey Research 

Center of the University of Michigan for 1,425 families interviewed in 

1967, 1968, 1969, and 1970, found that there was a range of debts 

which contributed positively to household welfare. The study sug

gested that family units tended to allocate their debts and assets 

within the constraints they faced in order to maximize their utility. 

Ferber and Lee (1980) reported from a longitudinal study that couples 



23 

that acquired initially substantial amounts of debt were more likely 

to be well off financially at a later time, possibly because the 

principal asset purchased with those debts, their home, appreciated 

substantially during the period studied. 

The 1983 Survey of Consumer Finances collected information on all 

types of debts owed by families (Avery, Elliehausen, Canner, and 

Gustafson, 1984a, 1984b). Results of the survey indicated that 

mortgage debt continued to be the largest financial obligation of many 

American families. In 1983, 64% of families were homeowners; of these 

homeowning families, 57% owed mortgage debt. The mean mortgage debt 

of homeowners in 1983 was $27,147 and the median was $21,010. Also, a 

large proportion of American families had outstanding consumer credit 

obligations in 1983, 62% in 1983 as compared to 59% in 1977. After 

the data were adjusted for price changes, the proportion of families 

owing more than $2,000 in non-mortgage debt remained at approximately 

30% for both years. Families with lower incomes were more likely to 

have higher debt to income ratios for both mortgages and installment 

debts (Avery et al., 1984b); outstanding consumer debt generally 

increases with the age of the family head until age 44, but then 

begins to decline. 

To study credit use in the purchase of household appliances, 

Epstein (1981) analyzed data from 8,049 households from the 1972-1973 

Consumer Expenditure Survey and developed an index of high propensity 

(HP) and low propensity (LP) to use credit. HP households were twice 

as likely to have lived below the poverty line, were more likely to 
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have used installment credit than short-term credit, and were more 

likely to have purchased large kitchen appliances and television and 

sound equipment on credit than were LP households. 

Implementation Behaviors 

Implementation behaviors include bill paying, record keeping, and 

resource efficiency behaviors. As with budgeting and planning, these 

behaviors involve decision making, sex-role behaviors, and communica

tion. 

In a three-round Delphi study by White (1985) , a panel of finan

cial experts identified 13 financial management competencies they 

considered most important for adults. The first competency was to 

organize and use a financial record keeping system. The remaining 

competencies were: select investment and savings alternatives that 

support individual/family short- and long-term goals; identify and use 

reliable information in financial decision making; use credit to 

achieve planned financial goals; select insurance which meets indi

vidual/family unit risk management needs; shop around for the best 

financial institution and services fitting individual/family circum

stances and needs, using competitiveness in the industry to best 

advantage; evaluate financial advantages, disadvantages, and long-term 

effects of alternative mortgage instruments; plan for the transfer of 

property through adequate estate planning; recognize tax consequences 

of financial decisions; compute the time value of money using an 

appropriate discount rate to determine costs and benefits of money and 



25 

non-money resources; understand legal liability and protection regard

ing the use of debit/credit cards; recognize how changes in the 

economy influence family economic status; and use electronic tech

nology in making financial decisions and transactions. 

A classic study on implementation of financial tasks was the 

longitudinal "family financial officer" study by Ferber and Lee 

(1974). The financial-management officer was defined as the in

dividual who carried the main responsibility for the family's finances 

in both decision making and execution in regard to looking after the 

payment of bills, keeping track of expenditures in relation to bud

gets, and use of money left over at the end of the pay period. Ferber 

and Lee found that there was a tendency over time for the financial 

responsibility to shift from joint to individual action with the wife 

more often assuming the role than the husband. The principal determi

nants of whether the couple acted jointly as the family financial 

officer were a goal for total savings and the husband and wife having 

similar attitudes on saving priorities. Contrary to what was hypothe

sized, similarity of education or of the employment status of husband 

and wife did not seem to affect who assumed the role. When the role 

of the family financial officer was carried out by an individual, the 

wife more often assumed the role if the couple differed substantially 

on saving priorities, and if the wife was more quality-minded, more 

economy-minded, or more bargain-minded. When the husband assumed the 

primary role of family financial officer, the couple was likely to 
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save a higher proportion of its income and to have a higher proportion 

of its gross assets in liquid-asset form. 

Rosen and Granbois (1983), from in-home interviews of a strati

fied random sample of 82 couples, also found that separate decision 

making increased with years married but noted a trend for husbands to 

handle more implementation tasks than reported by earlier research. 

They found that sex role attitude and education level were most 

important in determining the role structure of implementation tasks 

and that couples with perceived internal locus of control were more 

likely to employ joint decision making about finances than couples 

with perceived external locus of control. In the Carroll (1982) study 

of 73 husbands and wives, the wives were perceived to be most likely 

to balance the monthly bank statements, write the monthly checks for 

paying bills, and become upset about family finances. 

Record keeping was considered important by over 90% of the 

couples in the Carroll (1982) study, but use of record keeping forms 

and general satisfaction with their present system of record keeping 

was low. By contrast, in the Williams (1983) study, financial record 

keeping was not significantly related to satisfaction with money 

management. 

Priorities for bill paying among families from disadvantaged 

urban households were discussed by Williams, Nail, and Deck (1976). 

Data for the study were from personal interviews with 363 homemakers 

from disadvantaged urban households in East Chicago, Indiana and 
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Toledo, Ohio. In these families, bills of perceived importance 

because of the consequences (such as paying the rent or utility bill 

to avoid eviction or having utilities cut off) were paid first, with 

an attempt to satisfy items of lesser consequence next, frequently 

after money had run out. Therefore, the items of lesser consequence 

were more likely to be reported as problem items. 

Hogan (1980), from 1980 U.S. Department of Labor Statistics and a 

yearlong study of 40 families in Minneapolis-St. Paul, and Caplovitz 

(1979), from interviews with almost 2,000 urban families, discussed 

resource efficiency. Resource efficiency involved repairing rather 

than replacing consumer goods, taking positive measures to decrease 

energy bills, doing comparison shopping, reducing the amount of waste, 

and sharing resources within the family unit, with neighbors, and with 

co-workers. 

Income Expansion Behaviors 

Hogan (1980) listed expanding family income as one way to make 

family adjustment in financial management. Dual-earner families had 

more income expanding potential than single-parent families. In the 

study by Caplovitz (1979) about how families coped with inflation and 

recession, 38% of the families coped by having the chief wage earner 

take a second job or work overtime or by having an additional family 

member join the labor force. According to Voydanoff (1984), from a 

survey article in the Journal of Family Issues, economic deprivation 

could be reduced, although not often eliminated, in two-earner 
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families with adaptive system characteristics. Moen (1979) found that 

finding alternate income sources was a coping behavior for some 

families affected by unemployment during the 1975 recession. Moen's 

study was based on data from the Michigan Panel of Income Dynamics. 

Saving and Investment Behaviors 

Various studies provided data on the importance of savings. The 

inability to save money was the most frequently mentioned financial 

problem of 363 disadvantaged urban homemakers (Williams, Nail, & Deck, 

1976). Frequency of money problems related to savings were negatively 

related to marital satisfaction in a study of 163 wives in two-parent 

families living in small towns in southwestern Iowa (Jeries, 1979). 

Lack of a savings habit was found to be a barrier to successful finan

cial management in a study of 73 Tennessee couples (Carroll, 1982). 

Approximately 60% of 199 randomly selected disadvantaged urban 

families in Arizona reported they were dissatisfied or very dissatis

fied with their savings behaviors (Schnittgrund & Baker, 1983). 

Williams (1983), from two Interregional Agricultural Experiment 

Station Research Projects, NC-128 and NC-152, reported that two 

variables related to saving, "resource for a financial crisis" and 

"importance of financial security," were significantly related to 

satisfaction with money management. 

Based on U.S. Department of Commerce, Bureau of Economic Analysis 

Statistics, the average rate of household saving was relatively stable 

at 6% during the 1970s, but in 1979 it diminished to less than 4% of 
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disposable income (Hefferan, 1980). This decline in the personal 

saving rate was accompanied by a decline in net financial investment 

and an increase in purchase of tangible assets, particularly owner-

occupied housing (Corrado & Steindel, 1980). Data from the 1983 

Consumer Finance Survey revealed a substantial reduction in the 

proportion of families with savings accounts, savings bonds, and 

stocks since 1977 but growth in the holding of other assets such as 

individual retirement accounts, certificates of deposit, and money 

market accounts (Avery et al., 1984a). 

Hefferan (1982), from an analysis of data from over 18,000 

households in the 1972-1973 Consumer Expenditure Survey, reported that 

the decision to save was primarily influenced by income adjusted for 

consumption needs while the level of savings was influenced by total 

assets, housing tenure, and savings. Hefferan indicated that once a 

threshold of ability to save was met, the level of savings within a 

family depended not so much on income as on preference for and past 

experience with saving. In other words, saving begat saving. 

Having two earners in the family reduced perceived economic risk 

and, therefore, possibly contributed to decreased perception of the 

need to save (Hefferan, 1980). This problem warrants further research 

efforts (Hefferan, 1982). 

Data on asset accumulation was reported in several studies. 

Ownership of every type of asset was an increasing function of income 

(Avery et al., 1984a). In a study of 1,349 married females who were 
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interviewed annually over a five year period for the National Longitu

dinal Survey of Labor Market Experience, Galligan and Bahr (1978) 

reported that level of assets had a rather substantial effect on 

marital stability. Equity in the home was the greatest asset for many 

homeowners (Avery et al., 1984a). Housing, in particular home owner

ship, was a good indicator of a family's well-being; it contributed to 

well-being in both a physical and sociophychological sense (Hampton, 

1975). 

Financial Management Intentions 

"Intention," as defined in the Fishbein model, is not a term used 

in the literature reviewed. However, the term "motivation" as defined 

by Gross, Crandall, and Knoll (1980) and used in other studies, has a 

similar connotation and will be discussed here. "To motivate," ac

cording to Gross, Crandall, and Knoll (1980, p. 75), "is to provide a 

need or desire within a person or group that stimulates action. 

Motivation could thus be synonjnnous with internal demands. . . motiva

tion is operative in the action phase of management in keeping the 

processes moving effectively toward goal achievement." According to 

the authors, the key concepts in the motivation of managerial activity 

are values, goals, and standards. "Goals are indicators of va

lues. . . standards are specifications of values" (p. 77). Values and 

standards, for this literature review, will be discussed later as 

beliefs; goals will be discussed in this section as an operative 

function of motivation. According to Gross, Crandall, and Knoll 
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(1980, p. 185), "the significance of goal setting as a motivator of 

managerial action may have been seriously underestimated by many 

people." 

Hefferan (1981) stated that degree of commitment to goals is one 

factor that appeared to characterize families who were likely to 

engage in financial planning and that financial planning programs 

should include strong emphasis on goal identification and clarifi

cation. In a 1975 study, Paynter (cited in Hefferan, 1981, p. 16) 

reported that "strong commitment to housing goals was related to the 

willingness to increase labor force activities of family members, 

reduce expenditures for such luxury items as meals away from home and 

entertainment, and reduce expenditures for such intermittent necessi

ties as dental care." 

Results of the Williams' (1983) study indicated that the more 

important financial management was to the quality of one's life, the 

more frequently mianagement procedures were employed (r = .68, p = 

.001). However, 70% of the respondents reported that they did not 

meet their goals or follow through on their plans. 

Various other studies reported findings related to motivation or 

goal setting. In the 1982 Carroll study of Tennessee couples, the 

lack of goal identification was a barrier to successful financial 

management. Hefferan (1982), reported that lack of motivation to save 

may have been an important constraint on the saving levels of fami

lies. Marlowe (1981), from analysis of files of 292 cases disposed of 
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between 1973 and 1976 by the Consumer Credit Counseling Service of 

Greater Knoxville, Tennessee, found that clients who were motivated to 

become solvent were more likely to recover from excessive debt. 

Madden and Janoff-Bulman (1981), from structured interviews with a 

random sample of 32 married women living in Amherst, Massachusetts, 

reported that the more control the wife believed she had over marital 

conflict, the greater she perceived the likelihood of avoiding the 

conflict in the future or of resolving the conflict if it arose. Heck 

(1980) listed low aspirations as a common psychological trait in 

insolvent households. Galligan and Bahr (1978), in an analysis of 

responses of 1,349 individuals interviewed annually for five years for 

the National Longitudinal Study of Market Experience at Ohio State 

University, found that motivation for and the power of asset acquisi

tion had a substantial effect on marital stability. Burns (1975, 

cited in Fishman, 1983) reported that home ownership, education of 

children, and a comfortable retirement were all goals which occurred 

at different points in family life, and that each served as a motiva

tional framework to produce income, as well as to guide expenditure. 

Financial Management Attitudes 

Few studies were found that specifically emphasized family 

financial management attitudes of husbands and wives. Carroll (1982), 

from the attitude portion of the Tennessee data, reported that over 

90% of the couples considered record keeping and a regular pattern of 

saving as important. In the same study, over two-thirds of the 
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spouses indicated that families should have written financial goals 

and 50% stated that a written budget was absolutely essential for 

successful financial management. Jeries (1979), found in her data 

that joint decision making by husbands and wives regarding the best 

place for the family to live was positively related to marital satis

faction. From a study based on in-home interviews with 82 couples in 

Bloomington, Indiana, Rosen and Granbois (1983) reported that sex-role 

attitudes were more predictive of which partner handled family finan

cial matters than were socioeconomic and demographic variables (except 

for education). In combining and analyzing results from five earlier 

studies, Fendrich (1984) found that spouse employment had a greater 

negative impact on self esteem for husbands with higher incomes than 

for husbands with lower incomes and that husbands with employed 

spouses felt more distress if wives' salaries were competitive. 

The Schnittgrund and Baker (1983) study of disadvantaged urban 

families in Arizona employed the use of an attitude scale for global 

satisfaction measures. More than 50% of the respondents expressed 

satisfaction with income, possessions, and the head of family's job. 

Approximately 60% of the respondents expressed dissatisfaction with 

saving. 

Financial Management Subjective Norms 

References to normative influences or referent groups in the 

literature reviewed were scant and vague. Fendrich (1984), from a 

study of wives' employment and husbands' distress, suggested that 
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researchers had been assuming the existence of normative orientations 

that were no longer present. Keith and Schafer (1983), from inter

views with 135 husbands and 135 wives in two-job families, found that 

feeling less well off financially than peers was demoralizing. 

DiGiulio and Janosik (1982), promoting collaboration between family 

counselors and credit counselors, related that some individuals 

responded to realistic financial limitations with anger and inter

preted them as unjust deprivation by withholding parent types, and 

that many clients' families of origin provided poor role models for 

spending, saving, making wise choices, or delaying a purchase until 

finances were available. One of Wright's (1978) research concerns 

developed as a result of observing families going into debt because of 

peer pressure to accumulate goods and services. Gross, Crandall, and 

Knoll (1980, p. 89) stated that "it is generally conceded that stan

dards and standards of living are cultural products, that they grow up 

in group life and are passed on through the group." Deacon and 

Firebaugh (1981, p. 119) stated that "an individual family's goals and 

aspirations are complex distillations . . . of the expectations and 

achievements of those with whom it relates in the micro-environment." 

In their chapter on "Reference Group Theory" in Selected Aspects 

of Consumer Behavior: A Summary from the Perspective of Different 

Disciplines, Stafford and Cocanougher (1977) tracked the definition of 

"reference groups" and the adaptations of reference group theory in 

scientific applications. The term "reference group" first appeared in 
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the literature in 1942 and was defined as "a group that influences the 

attitudes of those individuals who use it as a reference point for 

evaluating their own situations," and the definition was later ex

panded to "those groups to which the individual relates himself as a 

part or to which he wishes to relate himself psychologically" (Staf

ford and Cocanougher, 1977, p. 361). Reference group theory includes 

conformity to norms even when no overt influence attempt has been made 

and only rarely does one group become the focus of all referent 

behavior, for group influence is usually spread among several groups. 

The chapter did not mention the Fishbein model, possibly because the 

normative component of the Fishbein model was not substantially 

operationalized until around 1975. 

Attitudinal Beliefs About Financial Management 

Beliefs and values have similar connotations. Gross, Crandall, 

and Knoll (1980, pp. 77-78) pointed out that values function as a 

basic underlying force in directing management activity and that "it 

is important that they be made explicit (expressed in words) rather 

than be left implicit (not verbalized)." Further, standards are 

specifications of values; standards measure the influence a value has 

on a (management) behavior. These concepts are consistent with the 

attitudinal beliefs measure of the Fishbein model for which attitu

dinal beliefs are measured on the perceived consequences (both posi

tive and negative) of specific behaviors. In the review of litera

ture, only a few belief/consequence references to family financial 

management behaviors were found. 
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Creditors' judgments against the debtor and personal bankruptcy 

are possible legal consequences of dysfunctional financial management. 

Van Arsdale (1982) in her book, A Guide to Family Financial Counsel

ing, explained the processes of debt collection (Chap. 2) and bank

ruptcy (Chap. 15). Varying beliefs about the social stigma of these 

consequences were discussed. 

Summaries of other types of belief/consequence studies are given 

in the text that follows. Yankelovich, Skelly, and White, Inc. 

(1975), in a study of American families conducted for General Mills, 

found that about half the families sampled believed in budgeting, and 

those who budgeted indicated that budgeting helped them keep track of 

their spending, avoid overspending, get ahead, and save. From inter

views with married women. Madden and Janoff-Bulman (1981) reported 

that the more control the wife believed she had over conflict, the 

greater she perceived the likelihood of avoiding or resolving the 

conflict in the future. In the Israel study by Paynton (1979), 

mothers from the low-income, high-density urban area believed that by 

small daily savings they could improve the lot of their families. 

Hefferan (1982, 1980) reported that some individuals believed that 

having a second earner in the household reduced economic risk and 

therefore reduced the perceived need to save. Williams (1983) found 

that the more important that consumers perceived their management 

would be to their quality of life, the more frequently they applied 

management procedures in use of resources. 
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Normative Beliefs About Financial Management 

In the literature review to date, no references have been found 

that relate specific referents to family financial management behav

iors. Some global references are discussed above in the section on 

subjective norms. 



CHAPTER III 

METHODOLOGY 

The extended Fishbein Behavioral Intention Model (Ajzen & Fish

bein, 1980) with the addition of a moral norm component (Schwartz & 

Tessler, 1972; Pomazal and Jaccard, 1976) was the conceptual framework 

for this study about family financial management. The quota research 

sample consisted of a homogeneous group of 100 white married couples 

(200 spouses) in which at least one spouse was 25 to 45 years of age. 

Focusing procedures and two pilot studies preceded the formulation of 

the final survey instrument. Data were collected during August and 

September, 1985. Statistical tests included correlation, reliability, 

and multiple regression analyses. 

Sample 

The research sample was a homogeneous quota sample consisting of 

100 white married couples (200 spouses) living with spouse in which at 

least one spouse was 25 to 45 years of age. Couples were selected 

from church and marriage enrichment groups in Lubbock, Texas. A quota 

sample (Backstrom & Hursh-Cesar, 1981; Nachmias & Nachmias, 1981) is a 

nonprobability sample that relies on the judgment and ability of the 

researcher to select respondents according to certain categories. For 

this study, these categories were marital status, age, race, and 

affiliation with a group dedicated to marital stability. The age 

38 
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range of 25 to 45 years was chosen because married adults in this age 

range tend to have greater debt obligations than either younger or 

older age groups (Avery et al., 1984b). A smaller representative 

sample was chosen for the first pilot study. A convenience sample was 

chosen for a second pilot study. 

Scale Development 

Scale development procedures included learning the instrumenta

tion procedures for operationalizing the Fishbein Behavioral Intention 

Model, focusing procedures for choosing salient constructs to fit the 

model, and two pilot studies to test and refine the instrument. Based 

on these steps, the research instrument was constructed and prepared 

for a survey. 

Fishbein Behavioral Intention Model 

The Fishbein Behavioral Intention Model (Fishbein & Ajzen, 1975) 

with the addition of a moral norm component (Schwartz & Tessler, 1972; 

Pomazal and Jaccard, 1976) was adapted and operationalized by the 

following four equations: 

B'V/I = (Ag)Wj + (SN)W2 + (m)w^ 

P 
A^ = f ab ae 

P 
SN = f nb , nm. 

j = I ^ ^ 

P 
MN = f mb.mm, 

3 = 1 ' J 
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Where B = overt behavior 

I = individual's intention to perform the behavior 

Ag = attitude toward performing the behavior 

ab^ = attitudinal belief that performing the behavior leads to 

some consequence i 

ae = individual's evaluation of consequence i 

n = number of salient consequences 

SN = subjective norm with respect to the behavior 

nb = normative belief regarding the expectation of 

referent j as to whether the individual should 

or should not perform the behavior 

nm. = the individual's motivation to comply with referent j 

regarding the normative belief 

MN = moral norm with respect to the behavior 

mb. = moral belief regarding the expectation of referent j as 

to whether the individual should or should not perform 

the behavior 

mm. = the individual's motivation to comply with referent j 

regarding the moral belief 

p = number of salient referents 

w., W-, w- = empirically derived weights 

f = E or an operator symbolizing the disaggregated form in 

which each ab^ae., nb.nm., and mb.mm. represent 
i 1 J J J J 

separate independent variables 
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Measures in the research instrument were based on these equations 

using the semantic differential technique (Osgood, Suci, & Tannenbaum, 

1957). The measures have been developed and refined through previous 

research (Davidson & Jaccard, 1975; Fishbein, 1967; Jaccard, Weber, & 

Lundmark, 1975; Pomazal & Jaccard, 1976) and have been shown to 

exhibit high reliability and high convergent and discriminant 

validity. Behavior, intention, attitude, subjective norm, moral norm, 

and belief statements were measured on 7-point semantic differential 

scales. Low/high, acceptable/unacceptable, and risky/not risky were 

used to measure behavior. Likely/unlikely, possible/impossible, and 

foolish/wise were used to measure intention. Good/bad, foolish/wise, 

and beneficial/harmful were used to measure attitude. Likely/unlikely 

was used to measure beliefs, subjective norms, moral norms and 

motivations to comply. Good/bad was used to measure evaluations of 

consequences. Sample statements are shown below: 

Behavior (B): 

I feel that our family's level of debt at this time is 

low 

acceptable 

not risky 

high 

unacceptable 

risky 

Intention (I): 

During the next 6 months we intend to avoid excessive debt, 

likely 

possible_ 

wise 

unlikely 

impossible 

foolish 
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Attitude toward performing the behavior (A^) 

For us, avoiding excessive debt during the next 6 months 

would be 

good : : : : : : bad 

beneficial : : : : : : harmful 

wise : : : : : : foolish 

Subjective norm (SN): 

Most people who are important to us would want us to avoid 
excessive debt. 

likely : : : : : : unlikely 

Moral norm (MN): 

Most people who are important to us would expect us to be 
morally responsible for paying our bills. 

likely : : : : : : unlikely 

Attitudinal belief that performing the behavior leads to some 

consequence i (ab.): 

Given our present income and life situation, in order to 

avoid excessive debt during the next 6 months we should 

follow a monthly budget more than we do now. 

likely : : : : : : unlikely 

Evaluation of consequence i (ae.): 

Following a monthly budget more than we do now would make me 

feel 

good : : : : : ' bad 
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Normative belief regarding the expectation of referent j (nb.): 

My spouse wants us to avoid excessive debt. 

likely : : : : : : unlikely 

Motivation to comply with j regarding normative belief (nm.): 

Generally speaking, I want us to do what my spouse wants us 

to do or not do. 

likely : : : : : : unlikely 

Moral belief regarding the expectation of referent j (mb.): 

My spouse's parents would expect us to be morally 

responsible for paying our bills. 

likely : : : : : : unlikely 

Motivation to comply with j regarding moral belief (mm.): 

Generally speaking, I want us to do what my spouse's parents 

would think is morally right. 

likely : : : : : : unlikely 

Standard statistical procedures for interpretation of data from 

the Fishbein model include correlation and multiple regression anal

yses (Ajzen & Fishbein, 1980; Ryan & Bonfield, 1980). For this study, 

reliability, factor analysis, and a _t-test were also performed at 

various stages of scale development. Data analysis for the research 

instrument is discussed in Chapter IV. All statistical tests were 

performed using SPSS, Statistical Package for the Social Sciences 

(Nie, Hull, Jenkins, Steinbrenner, & Bent, 1975) or SPSS Update 7-9 

(Hull & Nie, 1981). 
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Focusing Procedures 

In order for the final research instrument to have content 

validity, the specific constructs and referents of the instrument must 

be valid indicants of what they are intended to measure. The salient 

indicants of family financial management needed for the Fishbein model 

included behaviors, beliefs about the positive and negative conse

quences of performing each behavior, and referents who would influence 

a person to perform or not perform financial management behaviors. 

Focusing procedures were conducted in April, 1985. 

Behaviors, beliefs, and referents of functional family financial 

management were selected in a three-step focusing process. These 

steps were: (a) a review of literature for the years 1975 through 

1985, (b) brainstorming sessions or interviews with four focus groups 

and subsequent priority rankings by members of these groups, and (c) a 

summary card-sort ranking exercise by 10 married couples in the 25 to 

45 age range. 

Step 1 

A review of family financial management literature for the years 

1975 through 1985 was conducted. A summary of this literature is 

given in Chapter II. 

Step 2 

Four focus groups, labeled A, B, C, and D, were selected for 

variety in area of expertise. Groups A, B, and C were asked to 

brainstorm a list of behaviors that lead to functional family finan

cial management, a list of behaviors that lead to dysfunctional family 
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financial management, and a list of referents (people and groups) that 

influence family financial management behaviors. Responses from each 

group were recorded and compiled into a typed list. In a paper-and-

pencil exercise at a later date, group members individually selected 

the 10 most important functional and dysfunctional behaviors generated 

by their group, ranking the behaviors in descending order of impor

tance from 1 to 10; then they selected the 5 most important referents, 

ranking them in descending order from 1 to 5. Rankings were tallied 

by the researcher for each group (see Appendix A). 

Focus Group A was conducted at a regular weekly meeting of the 

11-member professional staff of a financial planning corporation. 

Included in the group were a banker, a stock broker, a Certified 

Public Accountant, a life insurance agent (CLU), and a casualty 

insurance agent. Six members of the group were Certified Financial 

Planners (CFPs). The perspective of Focus Group A was financial 

planning for profit. 

Focus Group B was a 10-member third-year graduate class in Issues 

in Professional Development. Class membership included seven family 

therapy doctoral students, all with extensive family counseling 

experience, and three third-year law students. The perspective of 

Focus Group B was counseling for and mediation of family problems. 

Focus Group C was a 12-member graduate class in Advanced Family 

Financial Analysis. Class membership included master's and doctoral 

majors from consumer economics, business administration, and family 

therapy. The perspective of Focus Group C was family financial 

counseling. Lists of beliefs about the consequences of performing or 



46 

not performing behaviors derived from Step 2 of the focusing proce

dures were also solicited from this focus group. 

Personal interviews, using the same general format as for Focus 

Groups A, B, and C, were conducted with three professionals who 

counseled families with serious debt problems. Two of the inter

viewees worked for Family Services, A United Way Agency. The third 

interviewee was director of Neighborhood House, a church sponsored 

mission facility in a low-income neighborhood. Two of the inter

viewees were studying for the master's degree and one was a third-year 

law student. Results of the three interviews were compiled by the 

researcher and treated as one set of data, labeled Focus Group D (see 

Appendix A). 

To combine the information collected from the focus groups, the 

rankings (in order of priority) from each group were listed in columns 

on a sheet of newsprint. Colored rules were drawn with felt-tip 

markers to connect the like behaviors and referents ranked by the four 

groups. Only those items ranked by at least two of the four groups 

were considered for further analysis. At this point, 13 behaviors and 

6 referents remained. The 13 behaviors were: having definite long-

range financial goals, following a budget, keeping bills paid, keeping 

good financial records, avoiding purchases for social status, re

fraining from impulse buying, avoiding spending for emotional reasons, 

communicating with spouse about finances, having money set aside for 

emergencies, keeping checkbook balanced, using credit wisely, doing 

comparison shopping, and saving regularly. All 13 of these behaviors 
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are intrinsic with the Williams (1982, p. viii) list of detrimental 

family financial behaviors. The 6 referents were: parents, spouse, 

children, close friends, extended family, and the mass media. 

Step 3 

To further shorten the lists of behaviors and referents, 10 

married couples (20 spouses) ages 25 to 45 were selected for further 

priority ranking. The 13 behaviors, summarized from the focus groups 

in Step 2, were typed on index cards. Each spouse individually was 

asked to rank the importance of these behaviors to functional family 

financial management by placing the cards from 1st to 13th on a 

horizontal strip of posterboard prepared for that purpose. Rankings 

were recorded by the researcher. The same procedure was followed for 

ranking the 6 referents from 1st to 6th. 

Based on summary data from the above exercise, the 7 top-ranked 

behaviors and the 4 top-ranked referents were selected for incorpora

tion into the pilot instrument. The 7 behaviors, in descending rank 

order were: paying bills on time, talking to each other about fi

nances regularly, saving regularly, limiting use of credit cards, 

recording checks as they are written, following a monthly budget, and 

filing receipts and financial statements regularly. The 4 referents, 

in descending rank order, were: spouse, parents, close friends, and 

mass media. These, along with belief statements about the conse

quences of performing or not performing each behavior, were randomly 

operationalized into semantic differential statements to develop a 

pilot survey instrument based on the Fishbein model. 
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Pilot Studies 

Two pilot studies were conducted in the process of preparing the 

final research instrument. Pilot I was administered in May, 1985 and 

Pilot II was administered in June, 1985. 

Pilot I 

A 136-item pilot instrument was developed for Pilot I by building 

the 7 behaviors and 4 referents derived from the focusing procedures 

into the format of the Fishbein model. Items were listed randomly in 

the instrument. The behaviors were used in the model as indicants of 

the general behavioral outcome of functional family financial manage

ment. One purpose of the pilot study was to shorten the instrument by 

using statistical tests to further reduce the number of behavioral 

indicants included in the model. Demographic items were added on a 

separate form, bringing the total number of items on the pilot in

strument to 163. 

Pilot I was administered to 15 married couples (30 spouses) from 

two young adult Sunday School classes at a local church. Respondents 

fit the criteria for the final research sample. Respondents were 

asked to mark items that were not clear to them and to make overall 

comments about the instrument. Including time for the researcher's 

verbal instructions for filling out the questionnaire, the minimum and 

maximum times taken by respondents for completing the Pilot I instru

ment, including the demographic form, were 12 and 26 minutes. This 

time frame was judged by the researcher to be satisfactory. 
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Overall comments about the Pilot I instrument were favorable, 

particularly on the relevance of the subject matter. A sense of 

redundancy was reported; respondents felt they were answering the same 

questions repeatedly when, in fact, no items were repeated. Sugges

tions were made for separating the referent statements about "our 

parents" into "my parents" and "my spouse's parents" for more accurate 

responses. Several respondents omitted the referent statements about 

"our close friends," commenting that they had no knowledge of their 

close friends' family financial behaviors. A few attitudinal belief 

statements, particularly those that dealt with the consequences of not 

performing specific behaviors, were marked as ambiguous. 

Statistical analysis of the data from Pilot I included correla

tion, reliability, and multiple regression analysis, as planned for 

the final research instrument. For Pilot I, intention was signifi

cantly correlated with behavior for six of the seven behavior indi

cants, supporting the basic premise of the Fishbein model. The 

additudinal component of the model was stronger than the subjective 

norm component for all behaviors. Contrary to expectations, the 

attitudinal belief and normative belief statements did not consist

ently correlate with the attitude and subjective norm statements, and 

reliability scores of the belief statements for each behavioral 

indicant were low, ranging from .39 to .72. SPSS varimax factor 

analysis was performed as an additional statistical test. Factor 

loadings were mixed (items did not load consistently on the behavioral 

indicants they represented), suggesting that the seven behavioral 

indicants were interrelated and were measures of a single construct. 



50 

The similar items that loaded on one factor were the normative belief 

statements with mass media as the referent, suggesting that this 

referent did not fit with the other subjective norm referents. 

Based on these findings, the Pilot I Fishbein instrument was 

rewritten for a second pilot study. The demographic items were not 

revised at this point. 

Pilot II 

For Pilot II, the Pilot I Fishbein instrument was shortened and 

restructured. Similar items were grouped together rather than listed 

randomly as in Pilot I. The demographic form was not administered in 

Pilot II, but changes and additions were made to the demographic form 

for the final research instrument. 

The seven behavioral indicants used in the Pilot I Fishbein 

instrument were replaced in Pilot II with one behavior, "avoiding 

excessive debt during the next six months." This was chosen as a 

succinct operationalization of the overall behavioral outcome of 

"functional family financial management." 

All attitudinal belief statements and their accompanying evalu

ation statements from Pilot I were replaced with two new sets of 

attitudinal belief and evaluation statements. These sets were labeled 

Performance Beliefs and Budget Beliefs. Performance Beliefs were 

based on the 13 behaviors originally derived from Step 2 of the 

focusing procedures (seven of these behaviors had been included as 

behavioral indicants in Pilot I). The eight Budget Belief statements 
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were based on the importance of specific budget items in reducing 

excessive debt. 

Because of the weakness of the subjective norm component in Pilot 

I, a third component called the moral norm was added to Pilot II. 

Referents selected to fit the moral norm were: my parents, my 

spouses' parents, my spouse, the people we owe money to, and myself. 

The subjective norm component was retained with changes in the 

normative belief statements. Mass media was dropped as a referent. 

Wording of the statements about close friends was changed to reflect 

what the respondent believes about financial behaviors of close 

friends rather than close friends' actual behavior. "Our parents" was 

changed to "my parents" and "my spouse's parents" and "I" was added as 

a referent. 

Pilot II, composed of 68 Fishbein statements and four demographic 

variables—age, sex, marital status, and perceived adequacy of 

income—^was administered to a convenience sample of 94 members of two 

upper level undergraduate university classes. Seventy-eight (83.0%) 

of respondents were in the 20 to 24 year old range, 21 (21.3%) were 

married, and 67 (71.3%) were female. Data were statistically analyzed 

using the same statistical methods chosen for analysis of the final 

research instrument. Correlation coefficients for intention/behavior, 

attitude/intention, subjective norm/intention, moral norm/intention, 

attitudinal beliefs/attitude, normative beliefs/subjective norm, and 

moral beliefs/moral norm were significant at p = .10 or lower. Relia

bility was .82 for the Performance Beliefs and .88 for the Budget 
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Beliefs. Beta weights for the model were .14 or higher for all com

ponents of the model with the Beta weight for the additudinal com

ponent being highest, subjective norm next highest, and moral norm 

lowest. These findings were helpful in construction of the final 

research instrument. 

Final Research Instrument 

The Pilot II instrument was refined for development of the final 

research instrument. A new behavior statement was constructed to fit 

the Fishbein model (the behavior statement on Pilot II was from the 

demographic form of the questionnaire). Intention and attitude 

statements were not changed. Five Performance Belief statements 

(spending for social status, spending for emotional reasons, setting 

money aside for emergencies, and comparing prices) were deleted based 

on low item-total correlations. "Filing receipts and other financial 

records" and "recording checks" were combined into one statement, 

"keeping financial records." Two Budget Belief statements (invest

ments, convenience foods) were deleted based on low item-total corre

lations. Four new Budget Belief statements (housing, insurance, 

transportation, and grocery store items) were added. Subjective norm 

and moral norm items were retained but a second set of moral norm 

statements was added based on moral responsibility for paying bills on 

time. 

A draft of the final 67-item Fishbein questionnaire and the 

accompanying 19-item demographic questionnaire were critiqued by four 

academic colleagues and an editor. Based on their comments, minor 
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changes were made. A copy of the final research instrument is shown 

in Appendix B. Sample cover letters are shown in Appendix C. 

Data Collection 

The research questionnaires, with separate but identical forms 

coded for husband and wife (see Appendix B), were mailed or handed out 

to married couples of seven sample groups in August and September, 

1985. Written instructions for return of the instruments were 

included in cover letters personalized for each group (see Appendix 

C). A donation of $4.00 per couple was made to each group for com

pleted instruments returned from the group. Detailed instructions for 

completing the. instrument were given on the introductory demographic 

form, with specific instructions for husband and wife to fill out 

their instruments independently without sharing answers. See Appendix 

D for names, distribution procedures, follow-up procedures, and 

response rates for each group. 

Questionnaires were distributed to 225 couples; 114 (50.6%) were 

returned. Of these, 97 (85.0%) were returned by mail; 12 (10.5%) 

were picked up by the researcher at the homes of the respondents; and 

5 (4.4%) were completed and returned in a group setting. Six of the 

returned questionnaires were not usable because the couples did not 

meet the age requirement of the sample; one couple did not meet the 

race requirement; five instruments were returned with responses from 

only one spouse; and two instruments were returned without the demo

graphic forms. Instruments from 100 couples (200 spouses) met the 

requirements of the sample and were used for the study. 
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Data Analysis 

Data analysis, as stipulated by the format of the Fishbein model 

(Ajzen & Fishbein, 1980), included correlation and multiple regression 

analyses. Multiple regression analysis measured the adequacy of the 

Fishbein model to predict the family financial management behavior of 

"avoiding excessive debt during the next six months." Reliability of 

the multiple-item scales of the model was measured. SPSS, Statistical 

Package for the Social Sciences (Nie et al, 1975; Hull & Nie, 1981) 

was used for statistical tests. 

Correlation Analysis 

Correlation analysis is a bivariate technique for measuring the 

linear relationship between two variables and produces a single 

summary statistic (r) describing the strength of the association; this 

statistic is known as the correlation coefficient. Pearson's r, com

puted with SPSS Subprogram PEARSON CORR for this analysis, produces 

zero-order or product-moment correlation coefficients that are best 

suited for normally distributed data with an interval scale (Blalock, 

1972, chaps. 17 & 18; Nie et al., 1975, p. 8). 

Disaggregated analyses of the A^ and the SN and MN equations were 

used to explain attitudes toward each A^, SN, and MN, respectively. 

Figure 2 shows the correlation analyses for the Fishbein model. 
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Figure 2. Correlation coefficients in the Fishbein model 

Multiple Regression Analysis 

Multiple regression is an extension of the bivariate correlation 

to multivariate analysis (Blalock, 1972, chap. 19; Nie et al., 1975, 

pp. 8-9, 321-322). Multiple regression is a general statistical 

technique through which one can analyze the relationship between a 

dependent variable and a set of independent variables. It may be 

viewed either as a descriptive tool by which the linear dependence of 

one variable on others is summarized and decomposed, or as an infer

ential tool by which the relationships in the population are evaluated 

from examination of sample data. As an inferential or "predictive" 

tool, multiple regression is used to describe the entire structure of 

linkages betv/een independent and dependent variables and to assess the 

logical consequences of a structural model (such as the Fishbein 

model) that is posited a priori from a causal theory. Multiple 

regression is used to determine the magnitude of direct and indirect 

influence that each variable has on other variables that follow it in 

the presumed causal order. 
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Output from the SPSS Subprogram REGRESSION includes both the 

standardized and nonstandardized regression coefficients, their 

standard error, and the significance level of the coefficient. 

2 
Multiple R, R , and the significance of the regression equation are 

also computed at each stage (Nie et al., 1975, p. 9). 

Multiple regression analysis regressing behavioral intention (I) 

on the three components of the theory, A^, SN, and MN, reflected the 

adequacy of the model for predicting performance of the financial 

management behavior. This analysis yielded a standardized regression 

coefficient (Beta weight) for each component (Â » SN, and MN) in 

predicting behavioral intention (I). Figure 3 shows statistical 

measures in the Fishbein model that result from multiple regression 

analysis. 

\ 

SN 

MN 

R = 

R2 = 

Figure 3. Multiple regression measures in the Fishbein 

model 

Reliability 

Cronbach's alpha (Cronbach, 1951) through SPSS Subprogram RELIA

BILITY Model ALPHA (Hull & Nie, 1981, pp. 248, 255-256) was used to 

measure reliability of the multiple-item additive attitudinal, norma-
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tive, and moral beliefs of the instrument. According to Zeller and 

Carmines (1980, p. 59), Cronbach's alpha has a number of desirable 

properties as a reliability estimate. It is a general reliability 

coefficient, encompassing both the Spearman-Brown prophecy formula and 

the Kuder-Richardson 20 and 21. It makes use of the number, vari

ances, and covariances in the items. Cronbach's alpha has a straight

forward, compelling theoretical interpretation. SPSS Subprogram 

RELIABILITY was also used to provide basic summary statistics includ

ing item means, scale means, and item-to-scale correlations. 

Financial Management Scale 

The scale resulting from this research is composed of semantic 

measures of attitudes, subjective norms, moral norms, attitudinal 

beliefs, normative beliefs, and moral beliefs about avoiding excessive 

debt. The scale items were tested on a sample of families (husbands 

and wives) and reflected analysis of husbands and wives as a group 

rather than between husband and wife pairs. The scale is based on the 

theory of reasoned action as operationalized through the extended 

Fishbein Behavioral Intention Model with the addition of an 

experimental moral norm component. The scale will be used for further 

study in research and intake settings. 



CHAPTER IV 

RESULTS 

Descriptive sample characteristics are presented. Results of 

correlation and multiple regression analyses show the strength of the 

Fishbein Behavioral Intention Model as a scale for explaining family 

financial behaviors with the research sample. Reliability estimates 

are reported for the multi-item subscales of the model. 

Sample Characteristics 

This quota research sample, by design, consisted of couples 

homogeneous by age, race, marital status, and affiliation with a group 

assumed to be dedicated to marital stability. From a population of 

225 couples, 100 married husband and wife couples (200 spouses) in 

which at least one spouse was 25 to 45 years of age returned usable 

questionnaires and constituted the final sample. The couples were 

selected from church and marriage enrichment groups in Lubbock, Texas. 

Years Married 

The mean number of years married was 10.33 years (see Table 1). 

Twenty-six percent (n_ = 26) of the couples had been married 5 years or 

less and 9.0% (ti = 9) had been married more than 20 years. 

58 
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Table 1 

Number of Years Married: Frequencies 

Couples 

a b 
Years married No. % 

1 to 5 26 26.0 

6 to 10 23 23.0 

11 to 15 25 25.0 

16 to 20 17 17.0 

Over 20 9 9.0 

Note. Data as reported by husbands. 

^ = 10.33. ^n = 100. 

Number of Children 

The mean number of children per couple was 1.9. Table 2 shows 

that two-thirds (n = 66, % = 66.0) of the couples had between 1 and 3 

children. 
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Table 2 

Number of Children: Frequencies 

Couples 

22 

12 

32 

22 

12 

22.0 

12.0 

32.0 

22.0 

12.0 

a b 
Number of children No. % 

0 

1 

2 

3 

4 or more 

Note: Data as reported by husbands; includes 
stepchildren. 

^ = 1.9. ^n = 100. 

Of the total sample (n_ = 100), 76 couples (76.0%) had at least 

one child living at home, 58 couples (58.0%) had at least two children 

living at home, 23 couples (23.0%) had at least three children living 

at home, and 4 couples (4.0%) had four or more children living at 

home. For the 58 couples (58.0%) with at least two children living at 

home, about half (51.7%, n = 30) of the children were 6 years of age 

or younger and about half (48.3%, n = 28) of the children were from 7 

to 19 years of age. 
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Age of Respondents 

The mean age was 35.80 years for husbands, 34.04 years for wives, 

and 34.92 years for the total sample. Table 3 shows that 90.0% (n = 

90) of husbands and 94.0% (ri = 94) of wives were from 25 to 45 years 

of age (to be included in the sample, at least one spouse had to be 25 

to 45 years of age). 

Table 3 

Age of Respondents: Frequencies 

Age 

Below 25 

25 to 30 

31 to 35 

36 to 40 

41 to 45 

Over 45 

Husbands 

No.^ % 

1 1.0 

25 25.0 

23 23.0 

30 30.0 

12 12.0 

9 9.0 

Wives 

No.^ % 

6 6.0 

19 19.0 

36 36.0 

27 27.0 

12 12.0 

0 0.0 

% = 35.80 for husbands, 34.04 for wives. ii = 100 
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Education 

Table 4 shows that about three-fourths (ii = 144, % = 72.0) of the 

sample had completed a Bachelor's or more advanced degree with almost 

as many wives (n. = 68, % = 68.0) as husbands (n = 76, % = 76.0) having 

this educational level. Sixteen percent (n. = 16) of husbands and 3.0% 

(n. = 3) of wives had a Doctor's degree. Only one respondent had less 

than a high school diploma. By comparison, for white persons in 

Lubbock, Texas in 1979 25 years old and over, 25% had completed 4 or 

more years of college (U.S. Department of Commerce, 1983). 

Table 4 

Highest Diploma or Degree Completed: Frequencies 

Husband Wives 

Diploma or degree No. % No. % 

Junior high or 8th grade 

High school 

Post high school 

Bachelor's 

Master's 

Doctor's 

1 

19 

4 

41 

19 

16 

1.0 

19.0 

4.0 

41.0 

19.0 

16.0 

23 

47 

18 

0.0 

23.0 

9.0 

47.0 

18.0 

3.0 

^n = 100. Associate degree, diploma R.N., vocational 
certification, etc. 
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Employment 

Twenty-five percent (n = 25) of husbands and 10.0% (n = 10) of 

wives or 17.5% (n = 35) of the total sample reported that they were 

self-employed. Mean number of hours worked per week was 45.6 hours by 

husbands and 27.1 hours by wives or 36.4 hours for the total sample. 

Table 5 shows that 92.0% (n = 92) of husbands and 49.0% (n = 49) of 

wives or 70.5% (ii = 141) of the total sample worked full time (40 or 

more hours per week). 

Table 5 

Hours Worked Per Week: Frequencies 

Hours 

0 

1 to 19 

20 

21 to 39 

40 

More than 

^ = 45.6 

^n = 100. 

40 

for 

Husbands 

No.^ 

2 

2 

2 

2 

33 

59 

husbands. 

% 

2.0 

2.0 

2.0 

2.0 

33.0 

59.0 

27.1 for 

Wives 

No.^ % 

21 21.0 

12 12.0 

12 12.0 

6 6.0 

36 36.0 

13 13.0 

wives. 
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Occupations were classified according to Hollingshead's 

occupational-status scale (Bonjean, Hill, & McLemore, 1967, pp. 

441-448) as shown in Table 6. Seventy-seven percent (n = 77) of 

husbands and 56.0% (n_ = 56) of wives or 66.5% (n = 133) of the total 

sample worked in occupations in the top three levels of Hollingshead's 

scale even though many wives worked less than 40 hours per week. 

These top job levels include administrators, managers, proprietors, 

and professionals. An additional 15.0% (ii = 15) of husbands and 17.0% 

(ii = 17) of wives or 16.0% (ii = 32) of the total sample were classi

fied as Level 4, which is composed primarily of clerical and sales 

workers. No respondents were classified as unskilled workers (Level 

7). Sixteen percent (n. = 16) of wives were full-time homemakers and 

8.0% (n_ = 8) of wives and 2.0% (ii = 2) of husbands listed their 

occupation as full-time student. These categories were not part of 

the Hollingshead scale. 

Religiosity 

Religious beliefs of both husbands and wives were reported as 

slightly conservative based on a 6-point conservative/liberal (conser

vative = 1, liberal = 6) semantic differential scale. Mean response 

was 3.26 for husbands and 3.42 for wives. 



Table 6 

Occupational Classifications: Frequencies 

65 

Husbands Wives 

Classifications No. % No.' % 

1. Higher executives of large concerns, 

proprietors, and major professionals 

2. Business managers, proprietors of 

medium-sized businesses, and 

lesser professionals. 

3. Administrative personnel, owners of 

small businesses, and minor 

professionals 

4. Clerical and sales workers, 

technicians, and owners of 

little businesses 

5. Skilled manual employees 

6. Machine operators and semiskilled 

employees 

7. Unskilled workers 

b 
Full-time students 

Full-time homemakers 

33 

25 

19 

15 

0 

0 

33.0 

25.0 

19.0 

15.0 

6.0 

0.0 

0.0 

2.0 

0.0 

38 

14 

17 

0 

0 

8 

16 

4.0 

38.0 

14.0 

17.0 

0.0 

3.0 

0.0 

8.0 

16.0 

Note: 'Classified according to Hollingshead's occupational-status 

scale. 

^n = 100. ^Not classified in the Hollingshead scale. 
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The mean number of religious services attended per month was 4.38 

for husbands and 4.52 for wives and 4.45 for the total sample. Table 

7 shows that 44.0% (n = 44) of husbands and 43.0% (n = 43) of wives 

reported attending 6 or more religious services per month. Five 

husbands (5.0%) and 3 wives (3.0%) reported attending no religious 

services. 

Table 7 

Number of Religious Services Attended Per Month: 
Frequencies 

Number attended 

0 

1 

2 

3 

4 

No. 

5 

2 

10 

11 

21 

Husbands 

^ 7 
> /o 

5.0 

2.0 

10.0 

11.0 

21.0 

No.^ 

3 

0 

8 

12 

28 

Wives 

% 

3.0 

0.0 

8.0 

12.0 

28.0 

5 7 7.0 6 6.0 

6 or more 44 44.0 43 43.0 

M = 4.43 for husbands, 4.52 for wives. n = 100. 
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Income 

The mean gross annual family income was in the $35,000 to $39,000 

range (see Table 8). Approximately one-fourth (n = 26, % = 26.0) of 

the sample had annual incomes below $30,000 and approximately one-

fourth (n_ = 23, % = 23.0) had annual incomes of $50,000 or more. By 

comparison, the mean income for white married-couple families in 

Lubbock in 1979 was $26,871 (U.S. Department of Commerce, 1983). 

Table 8 

Gross Annual Family Income: Frequencies 

Couples 

Income No. % 

14 

12 

15 

5.0 

7.0 

14.0 

12.0 

15.0 

Below $20,000 

$20,000 to $24,999 

$25,000 to $29,999 

$30,000 to $34,999 

$35,000 to $39,999 

$40,000 to $44,999 

$45,000 to $49,999 

$50,000 or more 

Note: Data as reported by husbands. 

\ is in the $35,000 to $39,000 range. n = 100 

13 

11 

23 

13.0 

11.0 

23.0 

In response to a related question, 7 husbands (7.0%) and 2 wives 

(2.0%) reported that they, as individuals, had financial obligations 
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based on a previous marriage. No measure was provided for respondents 

to indicate the nature of these obligations. 

Perceptual Measures of 

Family Financial Characteristics 

Several measures of respondents' perceptions of their family 

financial characteristics were taken. These included measures of 

perception of the present family financial situation, rating of family 

financial management, and rating of adequacy of family income. 

Perception of Present 
Family Financial Situation 

Spouses perception of their present family financial situation 

was moderately high. In response to a 6-point good/bad (good = 1, bad 

= 6) semantic differential question, "How do you feel about your 

present family financial situation, i.e., income, bills, etc.)?" mean 

response was 2.77 for husbands and 3.00 for wives or 2.89 for the 

total sample. 

Rating of Present 
Family Financial Management 

In a similar 6-point good/bad (good = 1, bad = 6) semantic 

differential question, "In general, how do you rate financial manage

ment in your present family?" mean response was 2.41 for husbands and 

2.62 for wives or 2.52 for the total sample. These ratings and the 

ratings in the section above were surprisingly low given the income, 

educational, and occupational characteristics of the sample. 
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Income Adequacy 

On a measure of income adequacy (see Table 9), 53.0% (n = 53) of 

husbands and 55.0% (n = 55) of wives or 54.0% (n = 108) of the total 

sample reported that with their family income they could afford some 

of the things they wanted but not all. In response to another ques

tion, not shown in the table, 27.0% (n = 27) of husbands and 30.0% (n 

= 30) of wives or 28.5% (n_ = 57) of the total sample reported that, as 

a couple, they had at some time been in serious financial difficulty 

since their marriage. 

Table 9 

Income Adequacy: Frequencies 

Category 

Husbands 

No. % 

Wives 

No. % 

Can afford about everything 

we want and still save 

money 

Can afford about everything 

we want 

Can afford some of the 

things we want but not 

all 

Can meet necessities only 

Not at all adequate 

25 

16 

25.0 20 

16.0 17 

20.0 

17.0 

53 

5 

1 

53 .0 

5.0 

1.0 

55 

6 

2 

55.0 

6.0 

2.0 

n = 100. 
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Analysis of the Fishbein Model 

The formula for the extended Fishbein Behavioral Intention Model 

including an experimental Moral Norm is given in Chapter 3. The 

research questionnaire and the Codesheet are shown in Appendix B. All 

variables in the Fishbein questionnaire were measured on modified 

7-point semantic differential scales. As suggested by Davidson and 

Jaccard (1979), responses assessing evaluation of consequences (ae.) 

and Attitude Toward the Behavior (A^) were scored on bipolar scales of 

-3 (bad) to +3 (good); all other responses (subjective probability 

scales) were scored on unipolar scales of 1 (least desirable response) 

to 7 (most desirable response). 

Components of the Model 

The Fishbein model adapted for this study included the following 

components: Behavior (B), Intention (I), Attitude Toward the Behavior 

(A„), Subjective Norm (SN) , Moral Norms (MN and MN ) , Attitudinal 
B .L ^ 

Beliefs (consequences and evaluation of consequences, Zab^ae^), 

Normative Beliefs (referent influences and motivations to comply, 

Znb nm ) , and Moral Beliefs (referent influences and motivations to 
J 3 

comply, Emb.mm.). 

The behavioral outcome on which this study vjas structured was 

"avoiding excessive debt during the next 6 months." Excessive debt 

was defined in the questionnaire as: 

debt that is excessive (or uncomfortable) for you to pay 
withyour present family income in your present life situation. 
For one familv, $100 may be an excessive monthly debt; for 
another family, monthly debt might not be excessive at $1,000. 
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period you are to think about when responding to the question
naire statements is from today to 6 months in the future. 

Generally speaking, your debts are excessive for you if: 
• You are paying bills late and incurring (or risking) late 

penalties. 
• You are paying only minimum balances on your credit cards. 
• You are consistently living from "paycheck to paycheck" and 

barely making ends meet. 
• A small financial emergency (such as an unexpected $350 car 

repair) creates a financial crisis in the family. 
• You believe that money from some "outside source" (a merit 

bonus at work, good luck in a "gambling" venture, or an 
inheritance) will come along in time to help you pay your 
debts. (Appendix B, p. 123) 

Each component of the research model is discussed below. Compo

nents of the model were designed to correspond in specificity of 

action (accomplishment of the object or behavioral outcome), object 

(avoiding excessive debt), situation (our family's financial manage

ment) , and time (during the next 6 months). Results of a t̂ -test 

(explained later) showed that responses of husbands (n = 100) and 

wives (n = 100) were not substantially different and were entered 

as individuals (n = 200) rather than as couples into analyses for the 

Fishbein model. 

Behavior (B) 

The behavior statement, by necessity, could not correspond in 

time (during the next 6 months) with the other components of the model 

which were designed to explain behavior in the future. Instead, the 

behavior statement was based on an assessment of respondents' per

ceived level of debt at this time. Responses, scored 1 to 7, to three 

measures of debt level (high/low, unacceptable/acceptable, and risky/ 

not risky) were summed and averaged to form the Behavior variable. 
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Mean response using an averaging technique appropriate for the model 

(Ryan & Bonfield, 1975) was 4.493. Reliability estimate of the 

behavior scales was alpha = .910. 

Intention (I) 

Measures of Intention were unlikely/likely, impossible/possible, 

and foolish/wise. Responses, scored 1 to 7, were summed and averaged 

to form the Intention variable (M = 6.118). Reliability estimate of 

the intention scales was alpha = .821. 

Attitude Toward the Behavior (A^) 

Measures of Attitude Toward the Behavior (A^) were bad/good, 

foolish/wise, and harmful/beneficial. Responses, scored -3 to +3, 

were summed and averaged to form the A^ variable (M = 2.711). Re

liability estimate of the A^ scales was alpha = .776. 

Subjective Norm (SN) 

The Subjective Norm statement, "Most people who are important to 

us would want us to avoid excessive debt," was measured on a single 

unlikely/likely scale, scored 1 to 7. Mean response was 6.580. 

Moral Norms (MN^, MN^) 

Because this study was exploratory in nature, a Moral Norm was 

added to the Fishbein model and tested on two constructs, "avoiding 

excessive debt" (MN^ and "paying our bills" (MN2). Both were mea

sured unlikely/likely based on the statement, "Most people who are 
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important to us would expect us to be morally responsible for (avoid

ing excessive debt) (paying our bills)." The mean response was 6.475 

for MN and 6.765 for MN . Both were scored 1 to 7. 

Attitudinal Beliefs (Zab.ae^.) 

Attitudinal Belief consequence statements (ab ) were divided into 

two groups. Performance Beliefs and Budget Beliefs. Because of the 

different levels of abstraction the two belief groups were not in

tended to be combined. The 8 Performance Belief consequence state

ments measured beliefs about the mechanics of family financial manage

ment (paying bills, saving money, talking to each other about fi

nances, use of credit cards, following a monthly budget, keeping 

financial records, having long-range goals, and refraining from 

impulse buying). The 10 Budget Belief consequence statements measured 

beliefs about actual budget expenditures (luxury items, eating out, 

entertainment, housing expenses, travel and vacation, gifts, clothes, 

insurance, transportation expenses, and grocery store items). Means, 

standard deviations, and reliability statistics for the Performance 

and Budget Belief scales and for items within each scale are shown in 

Table 10. 
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Table 10 

Variable Mean Scores, Standard Deviations, 
and Alphas for Attitudinal Beliefs 
(Performance Beliefs and Budget Beliefs) 

Variable Mean SD Alpha 
a (T-T Corr.) 

Performance Beliefs 

Pay our bills on time 

Save 

ab. 
1 

ae^ 

ab.ae. 
i 1 

more 

ab. 

ae^ 

money 

ab.ae. 
i 1 

4.260 2.302 .851^ 

( .393) 

- 1 . 2 4 5 1.673 .887^ 

( .489) 

- 3 . 8 2 5 8.180 

2.955 1.955 .831^ 

( .538) 

- 2 . 3 0 0 1.199 .871^ 

- 5 . 9 3 5 6.077 

Talk to each other more frequently 

ab. 

ae. 

ab^ae^ -3-355 6.033 

Limit use of credit cards 

ab. 

ae^ 

a b . a e . 
- 3 . 3 0 0 6.654 

( .630) 

3.220 2.043 .820^ 

( .632) 

- 1 . 4 7 5 1.480 .872^ 

( .605) 

3.370 2.206 .829^ 

( .558) 

- 1 . 5 0 0 1.530 .872 

( .611) 
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Table 10, continued 

Variable Mean SD Alpha 

ab^ae^ -4.095 7.192 

ae^ 

ab.ae, 

Zab^ 

Eae. 
1 

Eab.ae. 

(I-T Corr.)^ 

Follow a monthly budget 

a^i 2.855 2.023 .817^ 

(.650) 

ae^ -1.705 1.483 .858^ 

(.740) 

ab^ae^ -3.395 5.860 

Keep better financial records 

ab^ 3.795 2.251 .815^ 

(.658) 

ae^ -1.505 1.527 .860^ 

(.721) 

Have more long-range financial goals 

ab^ 3.020 1.992 .819^ 

( .640) 

a e ^ - 1 . 8 0 0 1.322 .854^ 

( .796) 

a b ^ a e . - 3 . 9 3 0 5.484 
i 1 

Refrain from usual level of impulse 

buying 
3.585 

1.505 

4 .060 

3.383 

1.629 

3.987 

2.104 

1.435 

6 .483 

2.110 

1.456 

4 .298 

.825^ 

( .588) 

.867^ 

( .656) 

.844 

.882 
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Variable Mean SD Alpha 

(I-T Corr.) 

Budget Beliefs 

Spend less money for; 

Luxury items 

ab. 

ae 

ab.ae. 

Eating out 

ab^ 

ab.ae. 
1 1 

Entertainment 

ab. 

ae^ 

ab.ae. 
1 i 

Housing expenses 

ab^ 

ae. 

ab.ae. 

3.135 2.248 

-0.895 1.612 

-1.385 5.967 

3.660 2.041 

-0.020 

1.240 

1.851 

8.016 

4.320 2.007 

0.230 1.549 

2.145 7.241 

4.725 1.957 

0.130 1.913 

1.695 10.059 

.842 

(.498) 

.832^ 

(.416) 

.835 

(.568) 

.823^ 

(.520) 

.826 

(:659) 

.818^ 

(.583) 

.842 

(.492) 

.807^ 

(.669) 
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Variable Mean SD Alpha 

(I-T Corr.) 

Travel and vacation 

ab^ 

ae. 

ab ae 

Gifts 

ab. 
1 

ae 

ab.ae. 
1 i 

Clothes 

ab^ 

ae. 

ab.ae. 

Insurance 

ab. 

ae , 
1 

a b . a e . 

4 .315 2 .191 

0.320 1.784 

2 .875 8.623 

4 .515 1.913 

0.190 1.758 

2.200 8.230 

4.435 1.958 

0.365 1.719 

2 .905 7.972 

5.660 1.639 

0.485 1.982 

3.990 11.944 

.830 

( .617) 

.819^ 

( .559) 

.825 

( .680) 

.816^ 

( .590) 

.830 

( .623) 

.816^ 

( .590) 

.850 

( .367) 

.840^ 

( .360) 
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Variable Mean SD Alpha 

(I-T Corr.)' 

Transportation expenses 

ab. 

ae 

ab. ae. 
1 1 

Grocery store items 

ab. 

ae 

ab.ae. 

Zab^ 

Zae^ 

j:ab̂ aê  

5.130 

-0.425 

1.887 

1.792 

-1.020 10.252 

4.965 1.794 

.841 

(.494) 

.825^ 

(.496) 

.840 

0.115 

0.430 

4.486 

0.027 

1.508 

1.865 

10.453 

1.964 

1.783 

5 .693 

( .514) 

.822^ 

( .533) 

.850 

.837 

Note: n = 200. Range of scores: 1 to 7 for ab^, - 3 to +3 for ae^, 
-21 to +21 for ab.ae.. 

^Corrected item-total correlation. Alpha with item deleted. 

Responses to both Performance Beliefs and Budget Beliefs were 

measured likely/unlikely based on the common statement, "Given our 

present income and life situation, avoiding excessive debt during the 

next 6 months would mean that we should (do . . ,) (spend less money 

for . . .) than we do now." As shown in Table 10, mean response for 

the 8 Performance Belief consequences statements (zab^) was 3.383 and 

for the 10 Budget Belief consequence statements (zab^) was 4.486. 
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Both were scored 1 to 7. Alpha was .844 for the Performance Belief 

and .850 for the Budget Belief consequence statements (Eab ). 

Corrected item-total correlations for the Performance Belief ab 

statements ranged from .393 for "pay our bills on time" to .658 for 

"follow a monthly budget." Corrected item-total correlations for the 

Budget Belief ab^ statements ranged from .367 for "insurance" to .680 

for "gifts." In the social sciences, corrected item-total correla

tions of .49 and above are considered strong correlations (Nunnally, 

1967). The items "pay our bills on time" and "insurance" fall below 

this standard. 

The corresponding evaluative statements (ae.) for the Performance 

Beliefs and Budget Beliefs were measured on good/bad scales based on 

the common statement, "(Doing . . . more than we do now) (Spending 

less money for . . . than we do now) would make me feel (good/bad)." 

As shown in Table 10, mean responses for the 8 evaluative Performance 

Beliefs statements (Eae.) was -1.629 and mean response for the 10 

evaluative Budget Beliefs statements (Eae.) was 0.0265. Both were 

scored -3 to +3. Alpha was .883 for the Performance Belief and .837 

for the Budget Belief evaluative scales (Eae.). 

Corrected item-total correlations for the Performance Belief ae 

statements ranged from .492 for "housing expenses" to .740 for "follow 

a monthly budget"; for the Budget Belief ae. statements they ranged 

from .360 for "insurance" to .669 for "housing expenses." "Insurance" 

and "luxury items" fell below the .49 standard for strong 

correlations. 



80 

Normative Beliefs (Enm.nm.) 
J J 

Normative Beliefs (nb.), referred to as social beliefs by re

searchers of the Fishbein model, were based on the respondent's 

perceived desires of specific referents for the respondent to perform 

the behavior "avoiding excessive debt." The referents were my par

ents, my spouse's parents, my spouse, our close friends, and I (my

self). Means, standard deviations, and reliability statistics for the 

Normative Beliefs are shown in Table 11. Responses were measured on 

unlikely/likely scales (M = 6.563). Mean response for the correspond

ing motivation to comply statements (nm,), also measured on unlikely/ 

likely, was 4.248. Both nb. and nm. were scored 1 to 7. Alpha for the 

normative belief scales (Enb.) was .730 and for the normative motiva-

tion to comply scales (Enm.) was .795. 
•J 

Corrected item-total correlations for the nb. statements ranged 

from .475 for "I (myself)" to .663 for "my parents." Corrected 

item-total correlations for the nm. statements ranged from .379 for "I 

(myself)" to .750 for "my spouse's parents." Correlations below .49 

do not meet the standard for strong correlations. 



Table 11 

Variable Mean Scores, Standard Deviations, and 
Alphas for Normative Beliefs 

My parents 

> . 
3 

3 

nb.nm. 25.225 14.490 
3 3 

My spouse's parents 

> . 
J 

nm. 
3 

nb.nm. 23.105 13.987 
3 3 

My spouse 

> . 
3 

nm. 
J 

nb.nm. 36.010 11.925 
3 3 

Our close friends 

). 

J 

nm, 
J 

nb.nm. 17.345 12.624 
J J 
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Variable (referent) Mean SD Alpha 

(I-T Corr.)^ 

nb. 6.745 0.618 .651^ 

(.663) 

nm. 3.710 2.051 .715^ 

(.693) 

nb. 6.690 0.690 .655^ 

(.614) 

3.415 1.981 .693^ 

(.750) 

nb. 6.515 1.012 .664 

(.539) 

5.450 1.496 .793^ 

(.448) 

nb, 6.010 1.435 .748 

(.502) 

2.810 1.794 .740^ 

(.625) 
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Variable (referent) Mean SD Alpha 
a (I-T Corr.) 

I (myself) 

3 
nb. 6.855 0.464 .714^ 

nm. 
3 

(.475) 

5.855 1.354 .808^ 

nb.nm. 40.190 9.915 
3 3 

(.379) 

Enb. 6.563 0.844 .730 
3 

Enm 4.248 1.735 .795 
3 

Enb.nm. 28.375 9.529 
3 3 

Note: n = 200. Range of scores: 1 to 7 for nb and nm ; 1 to 49 for 
nb . nm.. 

^Corrected item-total correlation. Alpha if item deleted. 
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Moral Beliefs (Emb.nm.) 
3 3 

Moral Beliefs (mb.) were scored the same as Normative Beliefs. 
•J 

Referents for Moral Beliefs were my parents, my spouse's parents, my 

spouse, the people we owe money to, and I (myself). Means, standard 

deviations, and reliability statistics for the Moral Beliefs are shown 

in Table 12. Mean response was 6.606 for Moral Beliefs, and 6.787 for 

Moral Beliefs-. Mean response for the corresponding motivation to 

comply statements (mm.), also scored 1 to 7, was 5.411 for both MN. 

and MN . Alpha was .877 for mb. for MN and .671 for MN . For the 

corresponding motivation to comply statements (mm.), alpha was .812 

for both MN and MN . 

Corrected item-total correlations for the MN mb. statements 

ranged from .612 for "the people we owe money to" to .802 for "I 

(myself)"; those for the MN„ mb. statements ranged from .315 for "the 

people we owe money to" to .614 for "my spouse's parents." Four of 

the five MN„ mb. statements fell below the .49 standard for strong 
2 3 

correlations. Corrected item-total correlations for both Moral Belief 

mb statements ranged from .401 for "I (myself)" to .806 for "my 
3 

parents." Only "I (myself)" fell below the .49 standard for strong 

correlations. 



Table 12 

Variable Mean Scores, Standard Deviations, and 
Alphas for Moral Beliefs 
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Variable (referent) Mean SD Alpha 

(I-T Corr.)' 

Referents for Moral Beliefs 1 

(avoiding excessive debt) 

My parents 

mbj 

mm. 
J 

mb .mm. 
3 3 

My spouse's 

mb. 
J 

mm. 
3 

mb .mm. 
3 3 

My spouse 

parents 

mb 

mm. 
J 

mb .mm. 
3 3 

People we owe 

mb. 
3 

mm. 
J 

mb.mm, 
3 3 

money to 

6.580 

4.775 

32.045 

6.570 

4.580 

30.740 

6.605 

6.075 

40.395 

6.520 

5.090 

34.050 

1.048 

2.060 

15.230 

0.969 

2.174 

15.850 

0.814 

1.260 

10.402 

1.152 

2.048 

15.416 

.847 

(.728) 

.703^ 

(.806) 

.830 

(.793) 

.705^ 

(.802) 

.850 

(.724) 

.788^ 

(.587) 

.885 

(.612) 

.801^ 

(.538) 
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Variable (referent) Mean SD Alpha 

(I-T Corr.) 

I (myself) 

mb. 
J 

mm. 
3 

mb .mm. 
3 3 

Emb. 
3 

Emm. 
J 

Emb .mm. 
3 3 

My parents 

mb. 
J 

mm. 
3 

mb .mm. 
3 3 

My spouse's parents 

mb. 

mm, 

6.755 0.676 

6.765 

4.775 

32.595 

6.730 

4.580 

0.723 

2.060 

14.802 

0.775 

2.174 

.844' 

6.535 

44.260 

6.606 

5.411 

36.298 

Moral Beliefs 2 

(paying our bills) 

0.844 

7.786 

0.932 

1.677 

10.627 

(.802) 

.832^ 

(.401) 

.877 

.812 

.596 

(.474) 

.703^ 

(.806) 

.517 

(.614) 

.705^ 

(.802) 

mb, mm. 
3 3 31.195 15.564 
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Variable (re 

My spouse 

mb. 
3 

mm. 
3 

iferent) 

mb .mm. 
3 3 

People we owe money 

mb. 
3 

mm. 
J 

mb .mm. 
3 3 

I (myself) 

mb. 
J 

mm. 
3 

mb .mm. 
3 3 

Emb. 
3 

Emm. 
J 

Emb .mm. 
3 3 

Note, n = 200. 

to 

Range of 

Mean 

6.775 

6.075 

41.320 

6.765 

5.090 

35.015 

6.900 

6.535 

45.130 

6.787 

5.411 

37.051 

scores: 1 to 7 

SD 

0.645 

1.260 

9.789 

0.783 

2.048 

14.861 

0.332 

0.844 

6.477 

0.652 

1.677 

9.818 

for mb. and 
3 

(I-

mm, , 1 

Alpha 

-T Corr.)^ 

1 

.642^ 

(.372) 

.788^ 

(.587) 

.680^ 

(.315) 

.801^ 

(.538) 

.638^ 

(.481) 

.832^ 

(.401) 

.671 

.812 

to 49 

for mb.mm.. 

^Corrected item-total correlation. ^Alpha if item deleted 
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t-Test 

The t̂ -test was used to determine if there was a significant 

difference between husbands' and wives' responses to the Fishbein 

variables. Results showed no significant differences for 61 (91.0%) 

of the 67 variables. The six variables that showed a significant 

difference, p = .05 for each, were all part of additive scales in the 

model, thus diminishing their power to impact statistical analysis of 

the model. The six variables were: (No. 26) evaluative statement for 

"spending less money for clothes than we do now"; (No. 27) evaluative 

statement for "spending less money for insurance than we do now"; (No. 

54) evaluative statement for "keeping better financial records than we 

do now"; (No. 31) normative belief statement, "my parents would want 

us to avoid excessive debt"; (No. 35) normative belief statement, "I 

want us to avoid excessive debt"; and (No. 67) motivation to comply 

statement, "generally speaking, I want us to do what I think is 

morally right." For each of the six variables, the means of the 

wives' responses were higher than the means of the husbands' re

sponses. Based on the low number of variables with a significant 

difference and the nature of these variables, husbands' (n = 100) and 

wives' (n = 100) responses were entered as individuals (n = 200) into 

analysis of data for the Fishbein model. 
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Correlations 

Figure 4 shows the Pearson product moment correlation coeffi

cients (r) for the components of the Fishbein model with Moral Norm 1 

(moral responsibility for avoiding excessive debt) and Moral Norm 2 

(moral responsibility for paying bills). Values for correlation 

analysis were coded as reported under "Components of the Model." With 

the exception of the attitudinal belief measures (Eab ae ) and Moral 

Norm 2 (MIT̂ )> all correlations were positive and significant at p = 

.05 or lower, although all correlations were in the low to moderate 

range (Nunnally, 1967). 

Contrary to expectations, the Eab ae measures (Performance 

Beliefs and Budget Beliefs) were negatively correlated with the 

Attitude (A^) statement. The Performance Belief measures were nega

tively correlated at p = .01 (r = -.1644). The Budget Belief measures 

(r = -.0252) did not show statistical significance. 

MN was significantly correlated with Intention (r = .1957, p = 

.01) but MN (r = .0485) was not. Because significant correlations 

are logically prerequisite between the dependent variable (I) and all 

independent variables (A^, SN, and MN) entered into regression anal

ysis, MN- was subsequently dropped from further study. 
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Multiple Regression 

Results of multiple regression analysis (as structured by the 

Fishbein model) are shown in Figure 5. The model was significant at p 
2 

= .001, R = .3877 (R = .1502). Beta weight for SN was -.0152 (ns). 

Ag was significant at p = .001 (Beta = .3407). MN^ was significant at 

p = .05 (Beta = .1560). 

For this sample, the independent variables entered into the model 

explained 15.02% of intention to avoid excessive debt during the next 

6 months. Attitude Toward the Behavior was the strongest contributor 

to Intention, contributing about twice as much as the Moral Norm. The 

Subjective Norm made no statistically significant contribution to the 

model. 

Beta (w^) = .3407*** 

Beta (w ) = .1560* 

Figure 5. Multiple regression analysis for the model. (n = 200) 
(*p = .05, ***p = .001) 



CHAPTER V 

SUMMARY AND CONCLUSIONS 

Summary 

A research instrument based on the extended Fishbein Behavioral 

Intention Model with the addition of a moral norm component was tested 

for the purpose of scale development. The resulting scale is intended 

for further analysis as a research instrument and ultimately as an 

intake scale for use in family financial counseling and family therapy 

settings. 

The quota research sample consisted of a homogeneous group of 100 

white married couples (200 spouses) living in Lubbock, Texas in which 

at least one spouse was 25 to 45 years old. The couples were selected 

from groups assumed to be dedicated to marital stability. The mean 

age of respondents was 34.9 years; mean number of years married was 

10.33; and mean number of children was 1.9. The income and educa

tional levels were high compared to 1980 U.S. Census figures for 

Lubbock; mean income level for the sample was $35,000 to $39,999; 70% 

of the respondents had completed a Bachelor's or more advanced degree. 

Correlations in the Fishbein model prerequisite to multiple 

regression analysis were positive and significant at p = .05 or lower, 

although only moderate to low in magnitude. Based on multiple corre

lation analysis, the model, with Intention (I) as the dependent varia

ble and Attitude Toward the Behavior (A^), Subjective Norm (SN), and 

Moral Norm (MN) as independent variables, was highly significant 
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statistically (p = .001) but only moderately powerful substantively (R 

2 
= .3777, R = .15). Attitude Toward the Behavior (A^) and the Moral 

Norm (MN ) with Beta weights of .3407 (p = .001) and .1507 (p = .05), 

respectively, were significant contributors to the model. The Sub

jective Norm (Beta = -.0150) was not statistically significant. 

Results of analysis of the belief statements for understanding of 

A^, SN, and MN were mixed. Normative Beliefs (Enb.nm.) were positive

ly correlated with SN (r = .2916, p. = 001) and Moral Beliefs 

(Emb.mm.) were positively correlated with MN (r = .5156, p = .001). 

However, the Attitudinal Beliefs (Eab ae., both Performance Beliefs 

and Budget Beliefs), contrary to expectations, were negatively corre

lated with A^ (r = -.1644, p = .01 for Performance Beliefs; r = 

-.0252, ns, for Budget Beliefs). 

Reliability estimates (alpha) of the multi-item scales of the 

model (B, I, A„, ab., ae., nb., nm., mb , mm ) ranged from .730 for 
B i i 3 3 3 3 

nb to .910 for B. These estimates of reliability were judged to be 

j 

acceptable (Nunnally, 1967). Reported corrected item-total correla

tions provide guidelines for deleting scale items. With this sample, 

judged to be financially functional based on its demographic charac

teristics, all the Performance Beliefs except "pay our bills on time" 

and all the Budget Beliefs except "insurance" and "luxury items" had 

strong item-total correlations. The referents with the lowest item-

total correlations were "I (myself)" and "the people we owe money to." 

"My spouse," "my parents," and "my spouse's parents" were consistently 

strong referent influences for "avoiding excessive debt." 
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Conclusions 

Limitations 

The objective of this study was to develop a scale to explain 

dysfunctional financial behaviors in families. In order to test the 

scale, a nonprobability quota sample was purposely chosen for its 

homogeneity. Because of the sample characteristics, the results of 

this study cannot be projected to the general population beyond this 

sample, although the results could apply to other groups with similar 

demographic characteristics. 

The assumption of randomness as a prerequisite for multiple 

regression analysis was also knowingly violated. However, this 

violation was not a threat to the study given the sample size (n = 

200) and the objective of the study. Nevertheless, skewed responses 

to variables in the regression analysis (I, A_, SN, MN) and neutral 

responses in the Attitudinal Beliefs (Eab.ae ), assumed to be attrib

utable to the homogeneity of the sample, may have contributed to the 

moderate correlation coefficients and Beta weights found in this study 

as compared to the higher values reported in other Fishbein studies 

(Ajzen & Fishbein, 1980; Fishbein & Ajzen, 1975; and others). 

Discussion 

The Fishbein model has some important advantages as a research 

tool for use in family financial management studies. It has been 

empirically tested with a variety of topics of personal significance. 

It goes beyond demographics to measure the impact of personal inten

tions, attitudes, referent groups, and beliefs. The model is concise 
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and its statistical analysis techniques are suitable and familiar. 

The theory of reasoned action, on which the model is based, is an 

appropriate theory for testing financial constructs. 

However, several instrumentation problems appear to be inherent 

in use of the Fishbein model. First, the components of the model 

which weigh heaviest in the statistical analysis (I, A^, SN, and MN, 

as used for this study) are measured on single scales or, at best, 

three summed scales averaged and are, therefore, subject to measure

ment error. Second, because all measures of the model should agree in 

specificity of action, object, situation, and time based on the 

behavior being predicted, care must be taken to choose the behavior 

(or the behavioral outcome) carefully and analyze each statement for 

its discriminative ability. Sometimes the researcher is caught in a 

double-bind; the necessary similarity of wording in the statements may 

result in greater measurement precision for some components of the 

model (i.e., attitudinal beliefs) than in others (i.e., intention, and 

attitude toward the behavior). In this study, for example, a precise 

measure of motivation to avoid excessive debt might be more discrimi

nating than the standard Fishbein measure of intention (to avoid 

excessive debt). Because family financial matters in our society have 

external evidences of visibility, the Intention (I) and Attitude 

Toward the Behavior (A^) measures, in particular, having strong 

potential for eliciting socially desirable responses. However, this 

measurement problem is not unique to the Fishbein model (Lemon, 1973). 

Third, in the Fishbein literature, the explanations of techniques 

for scoring scales within the model are ambiguous. Fishbein and Ajzen 
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(1975) "suggest" several scoring possibilities. Ryan and Bonfield 

(1975) argue for scoring all multiplicative items on bipolar scales of 

-3 to +3 while Davidson and Jaccard (1979) score only bad/good items 

on bipolar scales and all other items on unipolar scales. The scoring 

technique chosen can impact on results, particularly with skewed 

responses or on multiplicative items scored -3 to +3 if some of the 

means are zero or near zero. Because the Davidson and Jaccard scoring 

method had been used for most recent Fishbein model studies involving 

psychosociological behaviors that method was used for this study. 

For the scale developed in this study, the negative correlation 

of the Attitudinal Beliefs (both Performance Beliefs and Budget 

Beliefs) with the measure of Attitude Toward the Behavior needs 

further analysis. One explanation of the negative correlation was 

that some of the means of the evaluative (ae.) statements were near 

zero, yielding near zero products when ab. was multiplied by ae.. 

However, in a sub-analysis with ae. variables scored on unipolar 

scales of 1 to 7, the correlations were still negative. Another 

explanation is that perhaps the A^ measure elicited socially desirable 

responses and the Eab.ae. measure reflected more realistic responses. 

A third explanation may be found in the operationalization of the 

Eab ae measures. The ab statements (both Performance Beliefs and 

Budget Beliefs) were measured likely/unlikely based on the common 

statement, "Given our present income and life situation, avoiding 

excessive debt during the next 6 months would mean that we should (do 

. . . less than we do now) (spend less money for . . . than we do 

now.)" The corresponding evaluative (ae.) statements were measured 
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good/bad based on the common statement "(Doing . . . more than we do 

now) (Spending less money for . . . than we do now) would make me 

feel . . . ." The respondent whose financial management was already 

optimal was expected to mark "unlikely" to the ab statement (because 

there would be no need to improve present behavior) and "bad" to the 

ae_ĵ  statement (because the present consequence was highly functional 

and the respondent would feed bad if a higher level of performance was 

necessary). One husband respondent, who proceeded to mark responses 

to all the ab and ae. statements, noted in writing on his question

naire that he was initially confused as how to respond to these 

statements. 

Whatever the Instrumentation problems with the Fishbein model, 

they are not insurmountable. For the present study, further testing 

and refinement of various components of the model, based on the 

discussion above, should increase scale validity. 

Implications 

Four important findings result from this study. First, the 

Fishbein Behavioral Intention Model with the inclusion of a moral 

norm component has potential as a scale for measuring family financial 

constructs. Second, moral responsibility, more than normative (so

cial) influence, may guide families to perform functional financial 

behaviors. Third, in financially functional families, a family 

strength may be that husbands and wives are in general agreement about 

intentions, attitudes, performance beliefs, budget beliefs, social 

influence, and moral influence in regard to family financial matters. 
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Fourth, even in functional families, the reality of managing family 

finances and adjusting budget categories to "avoid excessive debt" may 

be harsh in comparison to having good intention to and a positive 

attitude toward the importance of "avoid[ing] excessive debt." 

A vigorous search of the literature revealed that the Fishbein 

Behavioral Intention Model has not previously been used for scale 

development nor has it been used to measure family financial be

haviors. After further reliability and validity studies, the scale 

developed in this study has potential as a counseling intake scale for 

conducting research on dysfunctional financial management behaviors 

and understanding their causes. This information could help direct 

counseling and education efforts as financial counselors and family 

therapists work with client families who exhibit dysfunctional finan

cial behaviors. 

As a follow-up to this study, the scale could be tested in the 

following settings: with matched samples of Black and Hispanic 

couples; in experimental designs with samples matched by age, race, 

and marital status, but random by education, income level, employment 

status, perception of the magnitude of present debt level, perception 

of present family financial situation (income, obligations, debts, 

etc.), perception of present family financial management behaviors, 

and a measure of economic vulnerability (how well and for how long the 

family could manage without present employment); and in outcome 

studies with financial counseling and family therapy clients. 

Furthermore, the scale could be analyzed using different statis

tical techniques. Analysis based on geometric means rather than 
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arithmetic means could be useful for items with skewed responses. 

The Lisrel statistical technique is being presented as an alternative 

technique (Ryan & Bonfield, 1980) for use with the Fishbein model. 
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FOCUS GROUP A: LISTS AND RANKINGS 

TO: Pennington/Bass Companies 
DATE: March 22. 1985 
FROM: Janls Lovell 

RE: Narrowing down the lists you gave me last Monday. 

DIRECTIONS: From the list below, please mark the 10 dysfunctional financial behaviors 
that you Judge to be the most Important Indicators of families with poor 
financial management. * 

7th poor record keeping 

•^^^ not goal oriented 

Inability to make decisions 

spendthrift 

lack of training 

"̂"̂  spontaneous (impulse) buying 

^^^ failure to spend adequate time on 
financial matters 

having more than one person respon
sible for paying bills 

rigid practices regarding sex sole 
suitability for financial manage
ment 

gambling 

drinking 

Ist failure to learn money management 
skills 

failure to balance checkbook 
every month 

3rd casual use of credit cards 

looking at money emotionally 

waiting for the paycheck each 
month to cover bills 

using money as a weapon (i.e., 
for punishment) 

using money to substitute for 
love 

overspending for Christmas 

not saying "no" to children's wants 

using money to "make up" to children 

allowing teenagers to buy expensive 
cars and stereo equipment 

buying an expensive Item (such as a 
TV) on impulse—without a previously 
determined decision 

9th accepting easy credit—transferring 
decision making to the lender 

failure to know net worth 

failure to know each month's fixed and 
variable expenses 

failure to know marginal and fixed tax 
rate 

_ catering to wants rather than needs—and 
knowing the difference 

failure to provide an allowance Co all 
family members 

having acquired habits that cost money— 
dope, alcohol, picking up the "cab," etc. 

behaviors that reflect low self esteem 

trying to "keep up with the Joneses" 

mixing sex and money (if sex is good, 
husband Is more generous with money, etc.) 

wanting and expecting what parents have 

failure to recognize the effects of 
advert ising 

failure to assess hidden costs—particularly 
In home buying 

letting expenses rise to the level of 
Income 

7th having recreational expenses out of 
proportion to income 

failure to record "hidden expenses" such 
as for alcohol or golf 

conflict in marital financial roles— 
"earn it before you get it" vs. "enjoy 
it as you pay for It" 

failure to understand Impact of high 
Interest rates 

failure to have a historical perspec
tive of economics 

3rd living "paycheck to paycheck" with no 
particular plans for the future 

borrowing money to take a vacation 

parents' subsidizing grown children 

spending excessively on pets 

WHEN YOU FINISH WITH THE LIST ABOVE, PLEASE TURN TO THE BACK OF THIS PACE 

* 10th place is not listed because there was a 5-way tie for 10th place. 



FOCUS GROUP A. continued 

DIRECTIONS: From the list below, please mark the 10 functional financial behaviors 
that you Judge to be the most Important indicators of families with good 
financial management. 

in 

^^^ keep good records 

*̂-" are good managers 

°^" know income 

know expenses 

are comfortable with their family 

3'̂'* know what they owe 

^"^ are willing to make current sacrifices 
for long-term gratification 

show consistently good character 

^^^ establish a saving habit as a fixed 
expense 

^^" buy medium and major purchases according 
to a plan 

5th have realization of earnings and savings 
on a regular basis 

^^^ use financial advisors wisely 

willing to pay for financial advisor 

DIRECTIONS: From the list below, please mark the ̂  people or groups that you Judge to 
be the most Important Influences on family financial decisions. 

l3t peer group (occupational) 

^th advertising 

3rd kids ("kids come first") 

daddy ("daddy comes first"—keep daddy 
happy and he will make more more money 
and spend more money) 

5th financial advisors 

1st parents (people tend to repeat what they 
learned at home) 

teenagers (giving teenagers money instead 
of time) 

5th culture (cultural Influences such as the 
husband "owning" the paycheck) 
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FOCUS GROUP B: LISTS AND RANKINGS 

TO; FR 5370, Issues in Professional Development 
FROM: Janls Lovell 
DATE: April 3, 1985 

RE: Narrowing the lists about family financial behaviors and Influences 
Chat you generated for me last week. 

DIRECTIONS: From the list below, please mark the J^ dysfunctional financial behaviors 
that you judge to be the most Important indicators of poor family financial 
management. To do this, put a check mark In the blank by the 10 behaviors 
you choose. THEN TURN THE PAGE. 

not writing entries in checkbook 

getting on a spending roll (go to buy 

one Item, come home with several) 

3rd buying when you don't have the money 

2nd overuse of credit cards 

not paying off credit card balance 
monthly 
using the flow principle regularly 
(taking risks by guessing the amount 
of time for mailing and processing 
financial transactions) 

losing bills 

failure to reorder checks (and using 
unnumbered checks in the Interim and 
falling to keep records of these) 

post-dating checks regularly 

paying bills late on purpose 

7th paying bills (including tax bills) 
late (and incurring penalties) 

writing checks for small amounts 
(rather than planning ahead to have 
cash) 

7th writing checks for excessive amounts 
of cash and spending it freely 

7th writing hot checks 

keep excess money in low- or no-
interest accounts 

7th buying things you don't need 

having multiple lenders 

5th borrowing to the limit 

non-shared family financial planning 
(responsibility) 

one spouse makes significant purchases 
without telling the other spouse 

7th cashing entire paycheck and 
carrying cash for all transactions 

early liquidation of securities 
(with resulting penalties) 

1st failure to budget 

borrow consistently on life insurance 
policy 

not accounting for cash expenditures 

frequent shopping at convenience 
stores (7-11, etc.) 

eating out excessively 

insistence on buying at exclusive 
stores 

5th failure to comparison shop 

failure to plan ahead for purchases 
(plan to shop at specific sales, etc.) 

failure to shop around for Interest 
rates and financial services 

3rd lack of savings 

paying others for things you could do 
yourself (changing hemlines, making 
minor repairs, etc.) 

frequent purchasing of luxury 
(unnecessary) services (manicures, etc.) 

buying higher quality items than needed 

failure to consider total costs when 
buying a car (fuel cost, etc.) 

waiting until the last minute to buy 
necessary items (and shopping hurriedly 
without comparing prices) 

subscribe to numerous magazines 

buying books rather than taking advan
tage of library services 

shopping for groceries when you are 
hungry 

WHEN YOU FINISH WITH THE LIST ABOVE, PLEASE TURN TO THE BACK OF TIUS PACE. 



FOCUS GROUP B, continued 

DIRECTIONS: From the list below, please mark the 10 functional financial behaviors 
that you judge to be the most Important Indicators of good family financial 
management. To do this, put a check mark In the blank by the 10 behaviors 
you choose. 
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^th sticking to a spending limit when 
shopping 

paying utilities on time 

coupon shopping 

buying ahead for necessities (taking 
advantage of sales, sometimes buying 
in quantity, etc.) 

being In a food coop 

2nd having a plan for regular savings 

Ist following a budget 

fltt' doing tax planning (personal/family) 

shopping for investments 

declare minimum dependents for tax 
withholding and using additional 
withholding as a savings plan 

5th doing comparison shopping 

5th planning ahead for Investments 
(hard assets, etc.) 

buying IRA annually 

doing home remodeling yourself (to 
save money) 

paying taxes as late as possible 
without incurring penalty (to have 
use of your money as long as possible) 

having one spouse responsible for the 
mechanics of paying all the bills 

keeping home energy efficient (balance 
of efficiency and economy) 

gardening (to save money on food) 

using inexpensive convenience foods 

appropriate use of credit cards 

5th timely balancing of checkbook (recording 
each withdrawal or deposit at the time) 

2nd treating savings as a fixed expense 

family planning (planning number of 
children to have and when) 

8th taking advantage of tax shelters 

avoiding vanity purchases 

^^^ lack of frequent repeated hard asset 
purchases (keeping appliances in good 
repair, taking care of furniture, etc.) 

library use vs. buying books 

DIRECTIONS: From the list below, please mark the ̂  people or groups (or Influences) that 
you judge to be the most important Influences on family financial decisions. 
To do this, put a check mark in the blank by the 5 that you choose. 

Ist parents 

6th advertising (including commercials) 

siblings 

4th churches (religion) 

4th peers 

close friends 

co-workers/colleagues 

"Joneses'" 

neighbors 

2nd community standard of living 

professional groups 

books (ideological) 

2nd spouse 

child's peer group (particularly 
teenage peer group) 

educators/mentors 

extended family 

standards portr.iyed in popular 
media (implicit life styles) 

In-laws financial advisors 
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FOCUS GROUP C: LISTS AND RANKINGS 

TO: FMHC 5371, Advanced Family Kinunclul Analysis 

FROM: Janls Lovell 

DATE: March 25, 1985 

RE: Narrowing the lists about family financial behaviors and Influences 
that you generated for me last week. 

DIRECTIONS: From the list below, please mark the 1^ dysfunctional financial 
behaviors that you judge to be the most Important indicators of 
poor family financial management. To do this, put a check mark 
in the blank by the 10 behaviors you choose. THEN TURN THE PAGE. 

1st overuse of credit 

failure to discuss financial 
issues 

one person making financial 
decisions 

10th one person making decisions 
without the other person 
knowing 

2nd maintaining luxury Items (such 
as a boat) while not having 
enough money for necessities 

gambling 

excessive use of alcohol 

chemical substance abuse 

not keeping tract of checks 

using checks that aren't 
numbered 

t̂** failure to reconcile bank 
statement 

6th writing hot checks consis
tently 

using the flow principle 

4th neglecting to pay bills 

4th spending money before It 
is earned 

not keeping tract of auto
matic teller machine with
drawals 

2nd compulsive buying 

Impulse buying of large 
purchases—such as a home 

9th purchasing material items 
for social status 

demanding discretionary money 
when it is not available 

10th failure to budget 

6th using credit at the end of 
the month—because the pay
check runs out 

maintaining hidden expenses 

suckered in by con artists 

over-insured 

WHEN YOU FINISH WITH THE LIST ABOVE, PLEASE TURN TO THE BACK OF THIS PAGE. 



FOCUS GROUP C, continued 

DIRECTIONS: From the list below, please mark the 10 functional financial 
behaviors that you judge to be the most Important indicators 
of good family financial management. To do this, put a check 
mark in the blank by the 10 behaviors you choose. 
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2nd follow a budget 

10^*' know worth (financial) 

^*-^ maximize the dollars one has— 
shopping at sales, etc. 

use credit cards as a convenience 
and to keep records for tax 
deductions (rather to supplement 
Income) 

''^^ pay off credit balances monthly 

use money wisely 

shop for credit and for finan
cial services 

^^^ plan for the future 

keep a limited number of credit 
cards 

4tt' balance check book monthly 

°^" check bills as they come in to 
see if they are accurate 

anticipate costs (usage of 
electricity, etc.) 

responsible maintenance of high 
cost items (like houses and cars) 

use a calculator In the 
store while shopping 

loth do little, if any. Impulse 
buying 

^"° keep a reserve for emergency 
expenses 

°th save regularly 

have a good CPA (or financial 
advisor) 

plan for quarterly, biannual, 
and annual expenses in monthly 
budgets 

have a set routine for paying 
bills 

^th keep records and receipts 
(maintain a file for financial 
records) 

keep Important papers in a safe 
deposit box 

keep a list of credit cards/ 
numbers 

contact creditors when you get 
in financial trouble—keep lines 
of communication open 

DIRECTIONS: From the list below, please mark the ̂  people or groups that you judge 
to be the most important Influences on family financial decisions. To 
do this, put a check mark in the blank by the 5 that you choose. 

l^t parents 

1st spouse 

3rd peer group—friends, neighbors, 
"Joneses" 

4th coimerclals (advertisements) 

yourself (self esteem) 

5th peer groups above 
you 

children 

employer 

co-workers 

Madison Avenue 

Wall Street 

golf partner (or 
other sport partner) 

fashion trends 

church 
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FOCUS GROUP D: SUMMARY OF INTERVIEWS 

March 29, 1985 
FOCUS INTERVIEW with Diane Davis 

Will graduate from Texas Tech University School of Law in May 1985. 
Social Service background. 
Works 10 hours per week as a financial counselor at Family Service Center 

of Lubbock. Sees 10 clients per week. 
Works for George H. Nelson, Attorney at Law, Suite 201, Court Place, 

1001 Main Street, Lubbock, 79401. Will be employed here full-time 
after graduation from Law School. 

DYSFUNCTIONAL FAMILY FINANCIAL BEHAVIORS: 

Failure to communicate about finances—one person taking all financial 
responsibility for the family. 

Lack of long-term and short-term financial goals. 

Lack of each individual's clear personal knowledge of his or her financial goals. 

Making emotional decisions about finances. (For example, going out to buy 
something when depressed). Lack of ability to deal with emotions In constructive 
ways. 

Unwillingness to delve deeper into what Is going on regarding finances. 
Financial problems are a symptom of something deeper. 

Attempting to live up to the Joneses' (not so much with houses, but with cars, 
VCRs, "stuff," Jewelry, etc.) 

No organized system of keeping tract of bills and paying them 
or 

System is so complicated and takes so much time that they don't use it 

Refuse to deal with bills (throw them away, do not open them, etc.) 

Prolific use of credit cards; use of credit cards to survive the month. 

Lack of ability to balance check book (both add-ons and not balancing check 
book at end of month. 

FUNCTIONAL FAMILY FINANCIAL BEHAVIORS: 

No fault finding. 

Willingness to put off immediate gratification for delayed gratification. 

Clear cut goal—want something so bad you can taste it (will willingly give 
up "wants" in order to achieve a bigger goal. 

State of being secure as people—not worried about status based on financial 

condition. 

Total family communication about finances-including with kids (also helps 

kids in the future. 

Constant knowledge of where you are financially (gas, food, phone bills— 

these are the things that kill you) 

Awareness of value of money (right way to use credit cards, checking 
accounts, using financial tools wisely) 

Have a reserve fund for emergencies. 

Save on a regular basis. (savings are different from investments) 

NORMATIVE INFLUENCES: 

Parents Media 

Other family members (extended family) Children 

Peer group 



FOCUS GROUP D, continued 

4-1-85 

FOCUS INTERVIEW with Clodette Maner 
Master's student in Consumer Economics 
Was part-time financial counselor at Family Service Center 

of Lubbock 
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DYSFUNCTIONAL BEHAVIORS 

conflict in values 

unexpressed values 

blaming spouse for financial 
problems 

lack of spending plan 

not having money set aside for 
any kind of emergency 

lack of record keeping (or unaware 
of proper record keeping procedures) 

not stubbing checks 

not balancing checking account 

Joining numerous health clubs, book 
clubs, record clubs, etc. 

credit card abuse—use too many credit 
cards—skip payments 

overbuying at Christmas and Easter 
(and not telling spouse) 

"hidden resentment" use of money 
(my kids, your kids, etc.; binge buying) 

FUNCTIONAL BEHAVIORS 

keep ledger on income and outgo 

make written plan for short-range, 
intermediate, and long-range goals 

support one another's needs without 
being selfish or a martyr 

communicate and be aware of each 
other's needs 

stay In control of checking account 

save regularly—pay yourself 

allow for human emotional needs—plan 
ahead for these—budget an allowance 
(such as for bowling, eating out, going 
to a movie, etc.) 

don't charge more than you can pay off 
In three months (clothing, small appliances, 
etc.); for food, including eating out, 
never charge more than you can pay for 
in one month 

keep receipts (file them or clip them 
to bill assignment), save for tax purposes 

NORMATIVE INFLUENCES 

parents 

peer groups 

siblings 4 extended family 

media—advertising 

children 
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FOCUS GROUP D, c o n t i n u e d 

4-2-85 

FOCUS INTERVIEW with Tina Sandlln 
Director of Neighborhood House, 2011 East 13th, Lubbock, TX 
Funded by Lutheran Church, United Way, South Plains Association of 

Governments (3PAG), Good Neighbor Mlnlstery (churches of all 
denominations throughout Lubbock) 

In 1984, assisted 2,957 families (average family size of 4 members); 
1/3 to 1/2 received financial counseling; most families have monthly 
Income of not more than $600, the old poor have incomes around $400. 

Tina has a B.A. In Education from Concordia Lutheran College, Austin, and 
Is taking some graduate courses at Tech. 

DYSFUNCTIONAL BEHAVIORS 

renting a TV for $25-$50/ week 
rather than buying one for $100 

buying a large car (expensive to 
operate) 

buying car with weekly car payments 
due (may get repossessed before 
next pay period) 

being uneducated In shopping 
economically (steak vs. hamburger, 
buying healthy foods, etc.) 

lack of knowledge of how to work 
with companies, particularly 
utility companies (cut-off fee, etc.) 

poor weatherlzatlon of homes, 
resulting in high heating bills 

open up homes to family members or 
strangers when you barely have 
enough to make ends meet for yourself 

lack of record keeping 

easy targets for theft of money, 
food stamps, and durables 

FUNCTIONAL BEHAVIORS 

work out a budget 

set up bank account, if possible 

decide on necessities vs. wants 

decide on alternatives, set priorities 

shop with lists, stay within plan and 

within budget 

know how to spend money and 
entitlements 

no savings. Insurance, or securities 

overpaying for Insurance, particularly 
car insurance (may pay $60/mo. car 
insurance on a $600/mo. Income) 

not aware of whom to trust and whom 
not to trust 

dressing way beyond means 

overuse of lay-a-way (may have something 
In lay-a-way for a couple of years, by 
that time it Is "out of fashion") 

vulnerable to loan sharks 

overspending for Christmas 

evaluate housing costs and make 
appropriate change, if needed 
(living In a motel without cooking 
or refrigeration equipment, etc.) 

avoid layaways 

avoid borrowing from loan sharks 

set aside some for emergencies, at 
least for minor medical emergencies 

N0R>1ATIVE INFLUENCES 

spouse 

children (of the elderly) 

extended family, siblings 

media - advertising 

peers 

cultural (Hispanic parents have 
more Influence on grown children 
than black parents 
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RESEARCH INSTRUMENT: DEMOGRAPHIC QUESTIONNAIRE* 

Husband 

INTRODUCTION 

You are to complete this white form first Page 4 of this form gives you instruaions for the colored 
questionnaire. Questionnaires for wives are pink. Questionnaires for husbands are blue. 

This is a study about/amiTv financial management AU of the people completing this questionnaire are 
married couples. Your responses will be completely anonymous. 

You and your spouse are to GU out the questionnaire individually, not as a couple. Please do not share your 
answers with your spouse. 

It is very important that you mark one response for every item in the questionnaire. For every completed 
questionnaire, your group will receive a $2.00 donation. Your cooperation and participation are sincerely 
appreciated. 

Now, please turn the page. 

*Husbands' questionnaire; wives' questionnaire is identical in content 



DEMOGRAPHIC QUESTIONNAIRE, continued 
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DIRECTIONS: Please answer the questions below. 

• Your sex is (check one) 
Male Female 

• Your race is (check one) 
Anglo (White) Spanish origin 
Black Other 

• What year were you bom? (write the year below) 

What is your occupation? 
(write your occupation below. 

• What year were you and your present spouse 
married? (write the year below) 

• How many children (including stepchildren) do 
you have? (check one) 

1 4 or more 

• What are the ages of these chfldren? (write their 
ages below) 

• Circle the ages of your children and stepchildren 
who live in your household at least 9 months 
each year, (circle their ages above) 

• What is the highest diploma or degree you have 
completed? (check one) 

Junior high or 8th grade diploma 
High school diploma 
Bachelor's degree 
Master's degree 
Doctor's degree 
Other (specify) 

On the average, how many religious services do 
you attend each month? (circle one) 
0 1 2 3 4 5 6 or more 

How do you judge your religious beliefs? 
(check one blank) 
Conservative Liberal 

Arc you self-employed? (check one) 
Yes No 

How many hours per week do you regularly work 
for pay or for income? (write no. of hrs. below) 

What is your gross annual Esunily income (your 
annual family income before taxes and benefits are 
deduaed)? (check one) 

Less than $20,000 
$20,000 to $24,999 
$25,000 to $29,999 
$30,000 to $34,999 
$35,000 to $39,999 
$40,000 to $44,999 
$45,000 to $49,999 
$50,000 or more 

Since your marriage, have you and your spouse 
ever been in serious financial difficulty? 

Yes No 

Do you (as an individual) have any financial 
obligations (e.g., alimony, child support, debts) 
based on a previous marriage? (check one) 

Yes No 

In general, how do you rate Gnandal management 
in your present family? (check one) 
Good Bad 

How do you feel about your present financial 
situation, Le., income, bills, etc? (check one blank) 
Good Bad 

To what extent do you think your family income 
is enough for your family to live on? (check one) 

Can afford about everything we want and 
still save money 
Can afford about everything we want 
Can afford some of the things we want but 
not all 
Can meet necessities only 
Not at all adequate 
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DEMOGRAPHIC QUESTIONNAIRE, c o n t i n u e d 

DIRECTIONS FOR THE ENCLOSED QUESTIONNAIRE 

Most of the statements in the colored questionnaire are *^ve'' statements. Answer these statements as you 
personally perceive ̂ e overall behavior of your family to be. 

You will fmd that key words and phrases will be repeated throughout the questionnaire. However, no 
statements in the questionnaire are identical The model for this study is based on interrelationships among 
intentions, attitudes, beliefe, behaviors, and persons or groups that influence family financial management 
Your carefiil attention to the wording of each question will contribute to the success of this project and will 
ultimately help families with financial difficulties. 

For each statement on the colored questionnaire, write one "x" on each response line in the blank that most 
accurately measures the "suength" of your position between two opposing words. For example, in the 
response line below, the respondent has indicated that it is extremely unlikely that they buy groceries more 
often than once a week. 

We buy groceries more often than once a week. 
likely : : : : ; : JL. unlikely 

The word pairs will be likely/unlikely, good/bad, beneficial/harmful, wise/foolish, and risky/not risky. 
Between each pair of opposing words there are 7 response blanks from which to choose. For each response 
line, it is important that you place your "x" in a blank, not halfway between two blanks. Practice with the two 
statements below. 

The amount of money we spend for candy is excessive. 
likely : : : : : : unlikely 

Spending less money for candy than we do now would make me feel 
good : : : : : : bad 

Some single statements will have more than one response line. For these statements, put one "x" on each 
response line. See the example below. 

For us, use of revolving charge accounts is 
good : ^ : : : _: : : bad 

beneficial _ i _ : : : : : : harmful 
wise : : : ^ : : : foolish 

Some sutements are grouped together under a common STEM (the STEM of the sentence is in capital 
letters). The STEM is important to the meaning of each sutcment and should be read as part of each 
statement Practice with the statements below. 

TO IMPROVE OUR FINANCIAL SITUATION, WE NEED TO . . . 

. . . Avoid spending money for emotional reasons. 
likely : : : : : : unlikely 

. . . Set more money aside for emergencies. 
Ukely : : : : : : unlikely 

NOW, proceed to the colored questionnaire. 
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RESEARCH INSTRUMENT: FISHBEIN QUESTIONNAIRE* 

HUSBAND'S QUESTIONNAIRE 

INTRODUCTION 

For this questionnaire, excessive debt is to be defined as debt that is excessive (or uncomfortable) 
for you to pay with your present family income in your present life situation. For one family, 
SI 00 may be an excessive monthly debt: for another family, monthly debt might not be excessive 
at Sl.OOO. The time period you are to think about when responding to the questionnaire 
sutements is from today to 6 months in thefutun. 

Generally speaking, your debts are excessive for you if: 
• You are paying bills late and incurring (or risking) late penalties. 
• You are paying only minimum balances on your credit cards. 
• You are consistently living from "paycheck to paycheck" and barely making ends meet 
• A small financial emergency (such as an unexpected S350 car repair) creates a financial crisis 

in the family. 
• You believe that money from some "outside source" (a merit txinus at work, good luck in a 

"gambling" venture, or an inheritance) will come along in time to help you pay your debts. 

QUESTIONNAIRE (Put one "x" on each response line.) 

1. For us. avoiding excessive debt during the next 6 months wouki 
be 

good : : : : : : bad 
foolish : : : : : : wise 

beneficial : : : : : : harmful 

2. During the next 6 months we btund to avoid excessive debt. 
likely : : : : : : unlikely 

passible : : : : : : impossible 
fooiish : : : : : : wise 

3. I fed that our family's level of debt at this time b 
low : : : : : : high 

unacceptable : : : : : : acceptable 
risky : : : : : : not risky 

TURN TO PAGE 2 

*Husbands' questionnaire; wives' questionnaire is identical in content 
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4. Most people who are imponant to us would expect us to be 
morally responsible for paying our bills. 

likely : : : : : : unlikely 

5. My parents would expect us to be morally responsible for 
paying our bills. 

likely : : : : : : unlikely 

6. My spouse's parents would expect us to be morally 
responsible for paying our bills. 

likely : : : : : : unlikely 

7. My spouse feels that we are morally responsible for paying our 
bills. 

likely : : : : : : unlikely 

8. The people we owe money to expect us to be morally 
responsible for paying our bills. 

Ukely : : : : : : unlikely 

9. / personally fed that we are morally responsible for paying our 
bills. 

likely : : : : • unlikely 

GIVEN OUR PRESENT INCOME AND UFE SITUATION, 
AVOIDING EXCESSIVE DEBT DURING THE NEXT 6 
MONTHS WOULD MEAN THAT WE SHOULD . . . 

10. . . . Spend less money than we do now for "luxury" Items (Wke a 
VCR. a boat, or expensive jewelry). 

lOcely : : : ^ _ : : : unlikely 

11. . . . Spend less money for eating out than we do now. 
Gkely : :..—•. : : : unlikdy 

12. . . . Spend less money for eniertainnient than we do now. 
likely : : : : : : unlikdy 

13. . . . Spend less money than we do now for housing expenses 
(utilities, upkeep, decorating, etc). 

likdy : : : : : = unlikdy 

14. . . . Spend less money than we do now for travel and vacation. 
likdy : : : : : = unlikdy 

15. . . . Spend less money for gifts than we do now. 
likely : : : : : : unlikdy 

16. . . . Spend less money for dotiies than we do now. 
likely : : : : : = unlikdy 

17. . . . Spend less money for insurance than we do now. 
likely : : : : : • unlikdy 

18. . . . Spend less money for transportation expenses (gasoline. 
mileage, repairs, fares, etc) than we do now. 

likdy : : : : : • unlikdy 

19. . . . Spend less money for grocery store items than we do now. 

likdy : : : : : •' " ^ ' ' ^ 

20. Spending less money than we do now for "luxury" Items (like a 
VCR. a boat, or expensive jewelry) woukl make me fed 

good : : : : : : bad 

21. Spending less money than we do now for eating out wouM 
make me fed 

good : : : : : : bad 

22. Spending less money than we do now for entertainment would 
make me fed 

good : : : : : : bad 

23. Spending less money than we do now for housing expenses 
(utilities, upkeep, decorating, etc) woukl make me fed 

good : : : : : : bad 

24. Spending less money than we do now for tiavd and vacation 
would make me fed 

good : : : : : : bad 

25. Spending less money for gifts than we do now woukl make me 
fed 

good : : : : : : bad 

26. Spending less money for dothes than we do now wouU make 
me fed 

good : : : : : : bad 

27. Spending less money for insurance than we do now would make 
me fed 

good : : : : : : bad 

28. Spending less money for transportation expenses (gasoline, 
mileage, repairs, fares, etc) than we do now would make me fed 

good : : : : : : bad 

29. Spending less money for grocery store items than we do now 
would make me fed 

good : : : : : : bad 

30. Most people who are important to us woukl want us to avoid 
excessive debt 

likely : : : : : : unlikdy 

31. My parents wouM want us to avoid excessive debt. 
likely ' : : : : unlikely 

32. My spouse's parents would want us to avoid excessive debt 
Gkdy : : : : : : unlikdy 

33. My spouse wants us to avoid excessive debt. 
likdy : : : : : : unlikely 

34. Our close friends want us to avoid excessive debt 
likely : : : — : — : : unlikely 

35. / want us to avoid excessive debt 
likdy : : : : : : unlikdy 

NOW. GO TO PAGE 3 
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36. Generally speaking, I want us to do what my parents would 
want us to do or not do. 

l i k d y — : : : : : : unlikdy 

37. (generally speaking, I want us to do what my spouse's 
parents would want us to do or not do. 

likely — : : : : : : unlikely 

38. Generally speaking. I want us to do what my spouse wants us 
to do or not do. 

Gkely : : : : : : unlikdy 

39. (ktieraOy speaking, I want us to do what our dose friends 
warn us to do or not do. 

likdy : : : : _ ^ : : unlikely 

40. Generally speaking I want us to do what / want us to do or not 
do. 

likely : : : : : : unlikdy 

GIVEN OUR PRESENT INCOME AND LIFE SITUATION, IN 
ORDER TO AVOID EXCESSIVE DEBT DURING THE NEXT 6 
MONTHS, WE SHOULD . . . 

41. . . . Pay our bills on time more regulariy than we do now. 
nkdy : : : : : : unlikdy 

42. . . . Save more money than we do now. 
likdy : : : : : : unlikely 

43. . . . Talk to each other more frequcntiy about our finances than 
we do now. 

Gkdy ^ _ : : : : : : unlikdy 

44. . . . Limit use of credit cards more than we do now. 
likely : : : : : : unlikely 

45. . . . FoDow a monUily budgd more than we do now. 
likely : : : : : : unlikely 

46. . . . Keep better financial records than we do now. 
Ukely : : : : : : unlikdy 

47. . . . Have more ddlnite kmg-range rmandal goals tiian we do 
now. 

likely : : : : : : unlikdy 

48. . . . Refrain from our usual levd of impulse buying. 
likely : : : : : : unlikdy 

49. Paying our biUs on time more regulariy than we do now wouW 
make roe fed 

good : : : : : — = b** 

50. Saving more money than we do now would make me fed 
good : : — : : = : — ^>^ 

51. Talking to each other more frequentiy about our finances than 
we do now woukl make me fed 

good : : : : = = — l * ^ 

52. Limiting use of credit cards more Own we do now wouW make 

me fed 
good : : — : : = = — b « l 

53. Following a monthly budgd nK>re than we do now woukl make 
me fed 

good : : : : : : bad 

54. Keeping better financial records than we do now would make 
me fed 

good : : : : : : bad 

55. Having more definite long-range finandai goals more than we 
do now would make me fed 

good : : : : : : bad 

56. Refraining from our usual levd of impulse buying would make 
me fed 

good : : : : : : bad 

57. Most people who are important to us woukl expect us to be 
morally responsible for avoiding excessive debc 

likely : : : : : : unlikely 

58. My parents would expect us to be morally responsibie for 
avoiding excessive debt. 

likely : : : : : : unlikely 

59. My spouse's parents would expect us to be morally responsible 
for avoiding excessive debt. 

Vittfty : : : : : unlikely • 

60. My spouse feels we are morally rtspoosibie for avoiding 
excessive debt. 

likely : : : : : : unlikely 

61. The people we owe money to expect us to be morally 
responsible for avoiding excessive debL 

Ekdy : : : : : : unlikely 

62. / personally fed we are morally responsible for avoiding 
excessive debt. 

pioty : : : : : unlikely 

63. (knerally speaking, I want us to do what my parents think Is 
morally righL 

Ukely : : : : : : unlikely 

64. Generally speaking, I want us to do what my spouse's parents 
think is morally righL 

likely : : : : — : — : unlikdy 

65. Generally speaking, I want us to do what my spouse thinks b 
morally right 

Gkely : : : : — : — : — u n l i k e l y 

66. Generally speaking, I want us to do what the people we owe 
money to think is morally right 

likely : : : : : : unlikely 

67. Generally speaking. I want us to do what / think is morally right 
likdy : : : : : : unlikdy 

NOW. CO TO PAGE 4 
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FISHBEIN QUESTIONNAIRE, continued 

THIS COMPLETES THE QUESTIONNAIRE. 
THANK YOU FOR YOUR PAJITICIPATION. 

PLEASE SCAN THE QUESTIONNAIRE TO BE 
SURE YOU ANSWERED EVERY ITEM. 

FOLLOW THE INSTRUCTIONS ON THE COVER 
LETTER FOR RETURNING THE QUESTIONNAIRE. 

AGAIN, THANK YOU. 



CODESHEET 

Demographic Variables 

127 

VOOl 

V002 

V003 

V004 

V005 

Sex of respondent 

Race of respondent 

Year born 

Year married 

Number of children, 
including stepchildren 

(1) male 
(2) female 

(1) Anglo (white) 
(2) black 
(3) Spanish origin 

(4) other 

Last two digits of year born 

Last two digits of year married 

(0) 0 
(1) 1 
(2) 2 
(3) 3 

(4) 4 or more 

V006 
to 

VOll 

V012 
to 

V017 

Ages of children 

Ages of children in 
the household 

Actual ages of children 

Actual ages of children 

V018 

V019 

V020 

V021 

Highest diploma or 
degree completed 

Average number of 
religious services 
attended per month 

Judgment about personal 
religious beliefs 

Self-employed 

(1) junior high or 8th grade diploma 
(2) high school diploma 
(3) post high school training but 

not a bachelor's degree (other) 
(4) bachelor's degree 
(5) master's degree 
(6) doctor's degree 

(0) 0 
(1) 1 
(2) 2 
(3) 3 

(1) conservative 
(2) liberal 

(1) yes 
(2) no 

(4) 4 
(5) 5 
(6) 6 or more 

V022 Occupation Fill in answer; coded by researcher 
according to Hollingshead scale 
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V023 

V024 

V025 

V026 

V027 

V028 

Hours worked per week 

Gross annual family 
Income 

Actual number of hours 

Been in financial 
difficulty in 
present marriage 

Financial obligations 
based on previous 
marriage 

Rating of financial 
management in present 
marriage 

Feeling about present 
financial situation 

(1) less than 
(2) $20,000 to 
(3) $25,000 to 
(4) $30,000 to 
(5) $35,000 to 
(6) $40,000 to 
(7) $45,000 to 
(8) $50,000 or 

(1) yes 
(2) no 

(1) yes 
(2) no 

$20,000 
$24,999 
$29,999 
$34,999 
$39,999 
$44,999 
$49,999 
more 

(1) good 
(6) bad 

(1) good 
(2) bad 

V029 Rating of income 
adequacy 

(1) can afford about everything we 
want and still save money 

(2) can afford about everything we 
want 

(3) can afford some of the things 
we want but not all 

(4) can meet necessities only 
(5) not at all adequate 

Fishbein Variables 

VAROOl Attitude Toward the 
Behavior (Ag) 

VAR002 Intention (I) 

VAR003 Behavior (B) 

a. 
b. 
c. 

a. 
b. 
c. 

a. 
b. 
c. 

(-3) bad 
(-3) foolish 
(-3) harmful 

(1) unlikely 
(1) impossible 
(1) foolish 

(1) high 
(J) unacceptabli 
(1) risky 

(+3) good 
(+3) wise 
(+3) beneficial 

(7) likely 
(7) possible 
(7) wise 

(7) low 
e (7) acceptable 

(7) not risky 
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VAR004 

VAR005 to VAR009 

VAROIO to VAR019 

VAR020 to VAR029 

VAR030 

VAR031 to VAR035 

VAR036 to VAR040 

VAR041 to VAR048 

VAR049 to VAR056 

VAR057 

VAR058 to VAR062 

VAR063 to VAR067 

Moral Norm 2 (MN ) 
(paying our bills) 

Moral Belief 2 referents 
(mb.) 

3 

Budget Belief consequences 
(ab^) 

Evaluation of Budget Belief 
consequences (ae.) 

Subjective Norm (SN) 

Normative Belief 
referents (nb.) 

Motivation to comply with 
Normative Belief referents 
(nm ) 

Performance Belief 
consequences (ab.) 

Evaluation of Performance 
Belief consequences (ae.) 

Moral Norm 1 (MN,) 
(avoiding excessive debt) 

Moral Belief 1 referents 
(mb.) 

J 

Motivation to comply with 
Moral Belief referents 
(nmij) 

(1) unlikely 
(7) likely 

(1) unlikely 
(7) likely 

(1) likely 
(7) unlikely 

(-3) good 
(+3) bad 

(1) unlikely 
(7) likely 

(1) unlikely 
(7) likely 

(1) unlikely 
(7) likely 

(1) likely 
(7) unlikely 

(-3) good 
(+3) bad 

(1) unlikely 
(7) likely 

(1) unlikely 
(7) likely 

(1) unlikely 
(7) likely 
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5728 78th Street 
Lubbock, Texas 79A24 
August 11, 1985 

Dear ACME Member, 

Lane Powell, Gene Sorley, and Linda Beard are my contacts with the 
local ACME group. With their permission, I am mailing these question
naires to you. Your participation is, of course, optional. However, 
for every pair of husband/wife questionnaires completed and returned, 
I will make a $4.00 donation to the Lubbock ACME Chapter. With 100 
percent participation, this would mean $264.00 for your group. 

I am a doctoral student in Consumer Economics at Tech. My area of 
study is family financial counseling. The project in which you are 
being invited to participate is to determine family financial practices 
to avoid excessive debt. 

To preserve your confidentiality and to assure you that ACME will 
receive a $4.00 donation based on your participation, the following 
steps will be taken: 

1. You will mail your completed questionnaires (4 sheets in all) 
in the enclosed envelope (stamped and addressed) to Lane Powell 
at Cr,Tsroads Counseling Center. Lane will collect the sealed 
envelopes as they arrive. 

2. Lane and I together will record the names from the return 
addresses of the sealed envelopes. My donation to ACME will 
be given to Lane based on the number of questionnaires received. 

3. Then, Lane and I together will remove the questionnaires and 
destroy the envelopes with your names on them. No records will 
be kept to match the code numbers with the names. Your responses 
will be totally anonymous to me as the researcher and to Lane as 
the ACME representative. 

Please return your questionnaires to Lane by Monday, August 26th. You 
are to fill out the questionnaires Individually, not as a couple. Please 
do not share your answers with your spouse. 

Thank you for your time. Your participation, which will take approximately 
20 minutes, will be sincerely appreciated. 

Respectfully, 

Janls Lovell 
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5728 78th Street 
Lubbock, Texas 79424 
August 11, 1985 

Dear Young Adult Sunday School Class Members, 

Dolly Holman is my contact with your Sunday School class at Quaker 
Avenue Church of God. Some of you may remember that I talked with 
your class in March about family financial management. 

With Dolly's permission, I am mailing these questionnaires to you. 
Your participation is, of course, optional. However, for every pair 
of husband/wife questionnaires completed and returned, I will make 
a $4.00 donation to the Young Adult Sunday School Class at your church. 
With 100 percent participation, this would mean $56.00 for your class. 

I am a doctoral student in consumer economics at Tech. My area of 
study is family financial counseling. The project In which you are 
being Invited to participate is to determine family financial practices 
to avoid excessive debt. 

To preserve your confidentiality and to assure you that the Young Adult 
Sunday School Class will receive a $4.00 donation based on your partici
pation, the following steps will be taken: 

1. You will mall your completed questionnaires (4 sheets In all) 
in the enclosed envelope (stamped and addressed) to Dolly. 
Dolly will collect the sealed envelopes as they arrive. 

2. Dolly and I together will record the names from the return 
addresses of the sealed envelopes. My donation to the Young 
Adult Sunday School Class at Quaker Avenue Church of God will 
be given to Dolly based on the number of questionnaires received. 

3. Then, Dolly and I together will remove the questionnaires and 
destroy the envelopes with your names on them. No records will 
be kept to match the code numbers with the names. Your responses 
will be totally anonymous to me as the researcher and to Dolly 
as your class representative. 

Please return your questionnaires to Dolly by Monday, August 26th. You 
are to fill out the questionnaires individually, not as a couple. Please 
do not share your answers with your spouse. 

Thank you for your time. Your participation, which will take approximately 
20 minutes, will be sincerely appreciated. 

Respectfully, 

Janls Lovell 
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5728 78th Street 
Lubbock, Texas 79424 
September 5, 1985 

Dear St. John Neumann Catholic Church members: 

Monsignor James has granted me permission to have this question
naire distributed to your group. Your participation is, of 
course, optional. However, for every pair of husband/wife 
questionnaires completed and returned, I will make a $4.00 donation 
to St. John Neumann Catholic Church. With questionnaires from 
50 couples completed and returned, this would mean $200.00 for 
your church. 

I will be presenting a seminar at your church on "Managing Family 
Finances" in October. This seminar will be one of the seminars 
planned as a follow-up to your Impowerment Weekend. 

I am a doctoral student In Consumer Economics at Texas Tech Univer
sity. My area of study Is family financial counseling. The project 
in which you are being invited to participate by filling out the 
questionnaire Is to determine family financial practices to avoid 
excessive debt. 

Please return your questionnaires to me within five days after you 
receive them. Return both the husband's and the wife's questionnaires 
together in the stamped and addressed envelope provided. 

You are to fill out the questionnaires individually, not as a couple. 
Please do not share your answers with your spouse. 

Thank you for your time. Your participation, which will take approxi
mately 20 minutes, will be sincerely appreciated. I will share the 
overall findings of the study with you at the October seminar. 

Respectfully, 

Janls Lovell 

Enclosures: Husband's questionnaires 
Wife's questionnaires 
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SAMPLE FOLLOW-UP POSTCARD 

August 31, 1985 

Dear ACME members. 

About 3 weeks ago you received a set of husband/wife 
questionnaires about family financial management. To 
date, questionnaires from about 20 ACME couples have 
been returned. 

As your questionnaires were not among those received as 
of August 30th, I am sending this card in hopes you will 
still want to participate and have the local ACME chapter 
receive a $4.00 donation on your behalf. 

If so, please complete your questionnaires and send them 
to Lane Powell at Crossroard Counseling Center this week. 

Sincerely, 
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