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ABSTRACT 

The traditional Thai way of living has been influenced by the stream of 

westernization and globalization a few decades ago, thus having effect on the 

many aspects, ranging from economic, social, education as so on. The 

perception of equal rights has also been exposed to Thai society. 

As opposed to Thai women in the past about hundred years ago, status 

of women today has also been changing in the way that having more power. 

This change has also effected to the family decision-making, which is the 

main purpose of this research. 

The objectives of this research are to study the roles which husbands 

and wives undertake in family purchasing decision of financial tasks and to 

investigate the effect of education, occupation, length of marriage and number 

of children on the family's purchasing decision of financial tasks. 

The research was conducted through sample survey. Data was 

collected from 457 respondents, who are married and have a career as well 

as their spouses, by using non-probability sampling. Then the data was 

analyzed by chi-square test to find whether there is the relationship between 

independent variables (education, income, level of position, length of marriage 

and number of children) and dependent variables (financial tasks). 

The research findings indicated that there is relationship between 

independent variables and dependent variables in every hypothesis, however 

the degree of relationship varies according to characteristic of each variables. 

In addition, the result can also recommend the nature of relationship whether 

wives or husbands dominate the decision or both share equal decision power; 

however, the nature of influence also varies according to each type of 

financial product. 

From the findings, it can be summarized that education, income and 

status in career enhance the power of decision for wives, especially in the 

financial tasks that are of the whole family's concern. On the other hand, as 

for husbands, these factors cause their power to be lower, but they still have 

more power in the financial tasks that are concern of their own uses, such as 

insurance and credit card for themselves. The findings also indicated that in 



family with higher number of children and longer period of marriage, wives 

tend to have more power in managing financial matters for family. 

This research is expected to be useful for financial institutions, namely 

commercial banks, credit card providers, insurance companies, financial and 

security companies. It is recommended for each institution to conduct further 

specific research employing the particular characteristics of each financial 

product. 



INTRODUCTION 

The core principle of this research is based on joint purchase decision 

of husbands and wives whose ways of lives are influenced and affected by 

many changes in Thai society, especially on the changing status of women in 

terms of equal education and occupation opportunities. 

The Developing Status of Thai Women 

The role of Thai women can be broadly divided into 3 phases: 

Sukhothai and Ayudhaya periods 

Rattanakosin period 

After International Women's Year (1975) 

In Sukhothai and Ayudhaya periods, the status of Thai women was 

somewhat lower than men, as there was a Thai proverb calling men as 

'elephant's front legs' and women as 'elephant's hind legs' - a follower. "There 

was no definite program of instruction, and "education" for girls meant only 

training to enable them to help with the household chores or to serve 

members of the family. In terms of public or community service, Thai women 

played a very small role in the past." 1 However, the noble women were given 

more training in reading and writing than common and rural women, who 

needed to learn more on the daily domestic duties, such as cooking and 

knitting. 

At the beginning of Rattanakosin period, the women's role was more or 

less the same as in Ayudhaya period. "The significant change was in the 

reign of King Rama IV, in which there were many revisions of Thai law code 

giving more and more rights to women and eliminating much injustice towards 

women."2 Then in the reign of King Rama V, the abolition of slavery benefited 

women considerably. And in the reign of King Rama VI, the Education Act of 

compulsory primary education throughout the country was officially 

1 The National Commission on Women's Affairs, Office of the Prime Ministry, "Thai Women'', 
September 30, 1993, p. 47 
2 Poolthupya, Srisurang Asst. Prof. "The Changing Role of Thai Women", from the 7•h Conference of 
the International Association Historians of Asia, p. 14 
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announced which enabled all the girls to receive at least the elementary 

education. 

From the period of King Rama VII, the country was facing the instability 

in political change as well as the economic situation, therefore, Thai women in 

this period will not be described in here and the study will move on to the 

period after the International Women's Year. 

The United Nations announced Year 1975 as the International 

Women's Year and 1976 - 1985 as Decade of Women. Thailand, as one of 

the country members, agreed with the notion and sent representatives to 

attend the world congress in Mexico. From then on, the government has paid 

more attention to the wake of women liberalization, which could be observed 

from the establishment of the National Council of Thai women. 

From the 90s until nowadays, modernization and industrialization have 

brought lifestyle changes into Thailand. "The growth of capitalism has 

pressured more families and more members to be more dependent on wages. 

The increased separation of home and workplace has also created problems 

for women in child rearing."3 In the wake of 'Feminism' from the west, 

globalization has also conveyed this concept into Thai culture as well as the 

demand for equal rights. Thus, the status of Thai women has gradually varied, 

in particular for women in urban areas that are more exposed to the stream of 

westernization. "The traditional household of the stay-at-home wife and 

mother has been replaced by dual-career families."4 

Thai Women in Year 2000 

The changing role of Thai women can be observed through the 

increasing participation of Thai women in all types of professions, which in the 

past were considered as works for men only. Women begin to work for living 

as doctors, engineers, programmers, architects, political representatives or 

businesswomen. Not only they take these as ways of earning, they purse their 

careers with expertise and professional capability, leading them to the front 

3 Asian-Pacific Center, Fukuoka, Japan, "Modernization and Family Strategies: The Case of Lao Song 
in Central Thailand'', Family, Community, and Modernization in Asian Societies - Japan, Vietnam and 
Thailand, pp. 34 
4 Hopper, JoAnne Stilley. , "Family financial decision making: implications for marketing strategy", 
Journal of Services Marketing, Vol. 9, No. 1, 1995, pp. 24- 32. 
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line of their peers. Examples of well-known successful women are Mrs. 

Sudarat Keyuraphan, Minister of Ministry of Health, Dr. Pornthip 

Rojanasunan, the well-known doctor specializing in forensic medicine and Ms. 

Suphaluk Ampuch, the owner of The Mall group. 

As women are increasingly taking part in many different areas in 

society, the roles of women are becoming more important. The perception and 

attitude towards women are therefore changing and even totally opposite to 

those in the former time. In terms of business-oriented aspect, many products 

are manufactured by taking women's need as basic requirements. For 

example, a lot of car models such as Toyota Starlet, Opel, Hyundai (compact 

and city cars) were designed to suit women and directly target to female 

market. This example reflected the rising awareness of women's importance 

as a potential market segment. 

In today's Thai society with rapid socio-economic changes, the barrier 

in education and occupation between men and women keeps declining, 

resulting in the need of marketing strategy changes to meet the requirement 

of the varied ways of thinking and behaving. 

1.1 Statement of Problem 

As the traditional Thai way of living has been changed by the influence 

of westernization and globalization, the consumer behaviour and the purchase 

decision-making process are inevitably affected. 

In particular, the family decision-making pattern of Thai people is 

altering from the conventional one, considering the changing status of Thai 

women nowadays as a working wife and mother. Hence, it is essential to 

investigate this changing pattern of family decision-making, as it would have 

great effect on the marketing strategy of both consumer goods and services 

industry. 

Regarded as one of the key components of every family, financial tasks 

and responsibilities are to be researched here. In the past, financial tasks and 

decision-making were taken by the earners, mostly the husbands. However, 

today women has become the income provider to the families as well; 

therefore, the decision-making role is changed. 
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Hence, what the management of many financial institutes, be it 

insurance company, banks, credit card service, will have to reconsider 

regarding the target group and promotion strategy whether the traditional way, 

which focused on husbands, needed to be changed. The statement of 

problem for this research then is "Do educational level and occupation in 

terms of level and income have influence on family decision-making on 

financial responsibility?" 

1.2 Objectives of the Study 

The objective of this study are: 

1. To study the roles which husbands and wives undertake in family 

purchasing decision of financial tasks. 

2. To investigate the effect of occupation and education on the family's 

purchasing decision of financial tasks. 

3. To investigate the effect of length of marriage and number of 

children on the family's purchasing decision on financial tasks. 

1.3 Significance of Study 

The research is aimed to investigate the purchase decision pattern of 

nowadays couples on financial responsibilities. The result, therefore, would be 

of benefit mainly to banks, insurance companies, financial fund corporations 

and other consumer goods industry, where down payment is in the process of 

purchase. The findings of this research will provide the current situation of 

consumers in today Thai society, especially Bangkok, and reveals the trend of 

changing pattern of decision-making. Financial institutions can make use of 

this study in a way of strategic planning for marketing, ranging from product, 

price, place and promotion. For example, insurance company may have to 

change the traditional promotion that aimed at husband only to a more wife

target marketing strategy. 

In terms of academic contribution, this research is conducted by using 

model of previous research but in a different context. This is aimed to perform 

as an empirical research in this topic for academic contribution in Thailand, as 
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there are not many researches related to this topic. Furthermore, the research 

is also aimed to see whether the theory of Blood and Wolfe is also applicable 

to people in different cultures and environment. 

1.4 Scope of the Study 

In this research, the household unit is the main conception, which is to 

be studied and analyzed. The household is the basic consumption unit for 

most consumer goods. Major items such as housing, automobiles, and 

appliances are consumed more by household units than by individuals. 

"Types of household are categorized as nuclear family, extended family 

household and nonfamily household. The nuclear family consists of two adults 

of opposite sex, living in a socially approved sex relationship with their own or 

adopted children. The nuclear family is important in virtually every culture. 

The extended family household is a household that includes the nuclear family 

plus additional relatives. The most common form of the extended family 

involves the inclusion of one or both sets of grandparents. In addition, aunts, 

uncles, cousins, in-laws, and other relatives may be included. The nonfamily 

household is a household made up of householders who either live alone or 

with others to whom they are not related."5 

Nevertheless, this research investigates only the nuclear family, since 

the study will focus on the joint purchase decision of husband and wife. 

Considering the study is to focus on the joint purchase decision of 

husband and wife, the scope of study is thus needed to aim to nuclear family. 

This research is therefore conducted in the area of Bangkok. The target group 

is spouses who have been married more than one year and both earn income 

through his/her career. 

5 Hawkins, Del I., Best, Roger J. and Coney, Kennth A., "Consumer Behavior : Implication for 
Marketing Strategy", 6'h Ed., 1995, pp. 188 
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CHAPTER 2 

REVIEW OF RELATED LITERATURE 

Focuses that are summed up to build the conceptual model of this 

study are to be discussed in this chapter, which is divided into 3 sections. 

The first section explains the theory that is used as a model of the 

research. The major concept is that role dominance of husband and wife 

depends on the resource one possesses as individual, which in this study 

focuses only on education and occupation level. Mutual resources, namely 

length of marriage and number of children, are also to be studied. 

In section two, the theories related to the dependent variable, namely 

conjugal power, are illustrated. Household decision-making is shown to 

explain the steps of decision process. However, in this study only the step of 

"Decision Maker" is to be researched. Spousal role in decision-making theory 

is to describe the category of decision influence of married couple, namely, 

husband-dominant, wife-dominant and joint decision. 

In the third section, factors that are related to the independent variable, 

i.e. education and occupation level, are to be explained, namely 

socioeconomic change and change in status of Thai women. 

SECTION 1: 

Role Dominance 

"Role dominance refers to the extent to which one member of a family 

has greater influence in the family decision-making process than do other 

members."6 

In marriage, there are various responsibilities and roles that need to be 

done by couples, for example, child caring, housekeeping, money providing or 

entertaining. Each couple has their own ways of allocating these 

responsibilities. There are many studies explaining factors that have influence 

on family decision-making process. 

6 Block, Carl E. and Roering, Kenneth J. "Essentials of Consumer Behavior/ Concepts and 
Applications", 2nd ed., 1979, p. 197 
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In "Consumer Behavior" by Schiffmann (1994), 3 major factors that 

determine the degree of power in decision-making are explained. The first is 

variations by product or service, which refers to the product and service 

category has impact on relative influence of husband and wife on a particular 

decision-making. The second factor, variations by family role structure 

orientation, means sex-role orientation, which is related to culture and 

subculture. The last factor is variations by stage in the decision-making 

process including problem recognition, search for information and final 

decision, throughout which couple role may differ at various points. 

Solomon described in "Consumer Behavior (Buying, Having and Being) 

1999" that there are 4 factors influencing the role dominance. First is sex-role 

stereotypes, which mean husband is assumed to have more power in 

decision-making if the product is considered as masculine and wife for 

feminine products. Second factor is spousal resources (However, it is not 

clear of the definition of resources here). The third factor is experience, which 

refers to "individual decisions are made more frequently when the couple has 

gained experience as a decision-making unit"7
• The last factor is 

socioeconomic status, which means classes in society, high, middle or low. 

In "Consumer Behavior" by Engel, Blackwell and Miniard, 1993, it is 

stated that spousal roles in buying decisions is influenced by the product 

category, the stage of decision-making process and the nature of the situation 

surrounding the decision. 

These 3 theories broadly describe the factors and share some common 

points that influence the relative power of spouses. However, in this research 

as the product itself is already definite, which is "financial responsibilities" and 

the step of decision-making has been designated, which is "final decision", the 

study will be aimed at resources of husband and wife. 

Resource Theory 

Resource Theory by Blood and Wolfe explained that conjugal power, 

the degree of relative power between married couples, depends on the 

7 Solomon, Michael R. "Consumer Behavior (Buying, Having and Being)", International edition, 4111 

edition, 1999, p. 385 
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resources one possesses. The more resources one holds, the more power 

one has. These resources are considered as external resources, including 

ability to provide money to family, education, occupation, experience, and so 

on. However, certain resources, such as ability to have good judgment, can 

be considered as resources because it derived from external resources, 

namely, education, experience, etc. 

The theory of Blood and Wolfe considered resources as an individual, 

but in this study, the researcher added 2 more types of resources, namely 

length of marriage and number of children, which are categorized as mutual 

resources. 

Hence, Blood and Wolfe theory is made use of as a model of 

relationship between conjugal power on family financial decision-making and 

resources of the couples, both as individual and mutual. The stage of 

decision-making and category of spousal role is discussed in the next section.I 

SECTION 2: 

Household Decision Making 

Decision making by a group such as a household differs in many ways 

from decisions made by an individuals. Family consumption decisions involve 

at least 5 definable roles. These roles may be assumed by a husband, wife, 

children, or other members of a household. Individuals will play various roles 

for different decisions. The 5 roles are as follows: 

Information gatherer 

Influencer 

Decision maker 

Purchaser 

User 

In this research, the emphasis is put only on the Decision Maker role 

since this role is considered as the final judgment of the decision making 

process which can refer the degree of influence and dominance of spouses. 
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Spousal Roles in Decision Making 

Generally the spousal role can be categorized as 

Husband-dominant 

Wife-dominant 

Joint-decision (syncratic) 

Individualized decision (autonomic) 

According to a study conducted by Roper Starch Worldwide, wives still 

tend to have the most say when buying groceries, children's toys, clothes, and 

medicines. Syncratic decisions are common for cars, vacations, homes, 

appliance, furniture, home electronics, interior design, and long-distance 

phone services. As the couple's education increases, more decisions are 

likely to be made together. 

SECTION 3: 

Socioeconomic Changes 

Nowadays rate of employment for women tends to become higher. 

According to Table 1, the amount of women in employment gradually 

increases. 

(in thousands) 

Year Total Population Men in Employment Women in 

with age of 13 Employment 

upwards in 

employment 

1989 26,304.5 14,879.1 11,425.4 

1995 29,055.1 16, 723.3 12,331.8 

2000 30,420.4 17,362.4 13,058.0 

Table 1: Adapted from National Statistics Office, Thailand 

Not only that the number of women in employment is getting higher, the 

status of women in occupation tends to be more professional which means 

women tend to work in a more skill-required career, rather than labor-required 

job. This can be observed in the Table 2 that percentage of women in 
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professional group keeps increasing as well as clerical and sales group, while 

the percentage of farmer is decreasing. 

Occupational 1996 1997 1998 

Group 

Women Men Women Men Women Men 

Total 100.0 100.0 100.0 100.0 100.0 100.0 

Professional 5.6 4.0 6.4 4.4 7.1 4.6 

Administrative 1.1 3.4 1.1 3.5 1.2 3.6 

Clerical 4.6 3.2 4.8 3.0 5.2 3.1 

Sales 15.4 8.7 15.4 8.9 16.8 9.2 

Farmers 51.7 48.9 51.6 49.7 49.5 51.8 

Transport 0.4 6.7 0.3 6.7 0.5 6.3 

Craftsmen 15.6 21.5 15.3 19.6 14.3 17.2 

Services 5.5 3.6 5.1 4.2 5.3 4.2 

Not Classified 0.1 .. .. .. 0.1 .. 

Table 2: Percentage distribution of employed women and men by major 

occupational group, August 1996 - 1998, National Statistics Office, 

Thialand 

In terms of education, the illiteracy rate of women has a downward 

trend as seen in the Table 3. 

Year Men Women 

1937 55% 84% 

1947 30% 57% 

1960 18% 35% 

1970 5% 12% 

Table 3: The Illiteracy Rate of Men and Women, Office of The National 

Education Commission, Thialand. 
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According to the 1998 statistics of Education Attainment, there were 490,366 graduates in total, 228,619 for male and 

261,747 for female. Furthermore, women have higher percentage of higher level of education attainment than men as seen in the 

Table 4. 

Sex Total Educational Attainment 

100.0 Ph.D. Master Graduate Bachelor Diploma Diploma Certificate High 

(490,366) Degree Diploma Degree Vocational Technician Vocational Education 

Male 46.6 49.3 50.7 53.2 42.0 46.7 72.4 51.0 73.5 

(228,619) 

Female 53.4 50.7 49.3 46.8 58.0 53.3 27.6 49.0 26.5 

(261,747) 

Table 4: Percentage of Graduates by sex and educational attainment 

Dual-income Families 

"The definition of a two-career relationship necessarily hinges on the meaning of a career. The original (and still popular) 

definition of a two-career relationship requires that each partner in the relationship pursue a career rather than simply a job 

(Rapoport & Rapoport, 1969). A career is thought to involve high levels of work commitment and a developmental progression in 

the work role (Gupta & Jenkins, 1985; Rapoport & Rapoport, 1971; Sekaran, 1986). Hence, two-career status is reserved for those 
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families in which each partner is not merely employed but is highly committed 

to a work role that provides (and demands) growth and progressive 

development. Those relationships in which one or both partners are involved 

in noninvolving, nondevelopmental work roles are often designated "dual

earner," "dual-income," or "two-paycheck" families (Sekaran, 1986). "8 

In short, socioeconomic change in Thailand can be observed from the 

employment and education of men and women. As women receive more 

education than in the past, they become more employed as well, then the 

family pattern is also changing to dual-career family with both husbands and 

wives work outside for living. 

8 Goldsmith, Elizabeth B. "Work and Family: Theory, Research, and Applications", 1989, p. 31 
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CHAPTER 3 

THEORETICAL FRAMEWORK 

In this chapter, the theoretical framework is to be further discussed in 

order to clearly illustrate the structure of the selected research theory. The 

chapter is divided into 3 parts, namely, conceptual model, operational 

definitions and variables and hypothesis statements. 

3.1 Conceptual Model 

The theory used in this research is drawn from the "Resource Theory" 

of Blood and Wolfe. "The theory explains that the relative power between 

wives and husbands results from their relative "resources" as individuals" 9 

One has more power in decision making when he/she possesses more 

resources, which, according to Blood and Wolfe, are education, career, ability 

to provide money to the family, good judgment and so on. Nevertheless, in 

this research, "mutual resources" which are length of marriage and number of 

children, are also studied to see whether these resources have impact on the 

relative power between spouses. 

Resources 

Individual Resources 
Conjugal Power in Financial Decision 

- Education Attainment 
- Budget for Expense 

- Choice of Financial Institution. 
- Occupation Level 

- Investment 
- Income Level 

- Insurance ~ -Mutual Resources 
- Credit Card Usage 

- Length of Marriage - Financing for Large Purchase 
- Number of Children - Charities 

Source: Adapted from "Resource Theory" in Husbands and Wives: The Dynamics of 
Married Living, Blood, Robert and Wolfe, Donald. 1960 

9 Lamanna, Mary Ann. and Riedmann, Agnes. "Marriages & Families: Making Choices & Facing 
Change", 3'd edition, 1988, pp. 313. 
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3.2 Operational Definitions and Variables 

The variables to be measured are divided into 2 groups: 

1. Independent Variables: Resources 

2. Dependent Variable: Conjugal Power 

Concept 

Resources 

(Independent 

Variable) 

Conceptional Definition I Operational Definition 

- "Blood and Wolfe explain the differences in power In the research only the following factors are 

allocation through a resource theory, which says in to be measured as resources: 

effect that power in the family accrues' to the partner 1. Education in terms of evel of education 

who has the greatest resources at his (or her) disposal'. 2. Occupation in terms of level of position. 

These resources include financial ability, social status, 3. Occupation in terms of level of income. 

educational attainment, competence, and so on."10 4. Length of Marriage 

- "Resource Theory explains that resources of spouse 5. Number of Children 

are the important factors that married partners make 

use of in claiming the martial power over the other. 

These resources are external resources, namely, 

occupation, income, education and social status." 11 

10 Belkin, Gary S., Goodman, Norman. "Marriage, Family, and Intimate Relationship", 1980, pp. 224. 

Type of S 

11 Translated from "Women's Decision-Making Power in the Family, from Technical Seminar on Social and Cultural Evolution in Thailand: Thai Women in Rattanakosin 
Period", Watchara Klainathorn, August 22, 1983. 
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Education Attainment The highest level of education the respondents achieved. 1. High Education Nominal Scale 

(Sub-independent 2. Certificate Vocational 

variable) 3. Diploma Technician 

4. Diploma Vocational 

5. Bachelor's Degree 

6. Graduate Diploma 

7. Master's Degree 

8. Doctoral Degree 

Occupation A career in which the respondents are "highly committed 

(Sub-independent to the work role that provide and demand growth and 

variable) progressive development"12 

·······-·······- ·············- ............................................ _ ············-······. ........................................................................................... -..... 

Level of Position The respondents' task responsibilities, which are assigned 1. Officer Nominal Scale 

by the organization and can be defined by job titles. 2. Supervisor 

3. Department Manager 

4. Director/ Owner 
··--··-·······---··--.. ··-···········-··---···········-······-····--····-······---··- . ···········-- ···········--·······- .................................... ··········- ·········--·················-·······-·····-·······-······--······-······-·······- ...................................... ····················- ············- ···-······- ··········--···-............................... -. ···············-········-···-·-······· ·······-·····- ··········- ·······························-··· ·•••·············· ·-········ ··········--············· .. ·······-······ 

Income level Earning that the respondents receive in return of being 1. less than 3,000 THB Interval Scale 

employed, e.g. salary, or in exchange of offering products 2. 3,001 - 6,000 THB 

or services e.g. revenue (in case of business owner) 3. 6,001 - 9,000 THB 

4. 9,001 - 20,000 THB 

5. 20,001 - 50,000 TH3 

6. 50,001 and over 

12 Goldsmith., Elizabeth B., edited "Work and Family: Theory, Research, and Applications" 1989, p. 31 
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Length of marriage The period that couples has been married Cardinal numbers Ordinal Scale 

(Sub-independent 

variable) 

Number of children The amount of children couples have, excluding adopted Cardinal numbers Ordinal Scale 

(Sub-independent children 

variable) 

Conjugal power in Power between married couples on the decision-making In this research the conjugal power is defined Category Scale 

financial decision- regarding financial matter in families, which are broadly as the power on the decision-making in 

making divided into 4 types: budget, saving, expense and money financial tasks. The degree of power is divided 

(Dependent variable) management. However, certain activities cannot be clearly into 3 levels: 

categorized as only one of these types, for example, 1. Husband autonomic 

financing a large purchase can be categorized as expense 2. Husband has more power 

and money management. 3. Both husband and wife had equal influence 

4. Wife has more power 

5. Wife autonomic 

Decision on budget How couples deals with setting up budget for expenses in 

for monthly each month in terms of amount of budget and purpose of 

expenses. budget. 

Decision on amount The amounts of money couples decide to save monthly in 

of saving saving account with the purpose of future usage. 

Decision on choice of The financial institutions, normally banks, that couples 

saving account choose to put their saving. 
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institution 

Decision on The alternatives couples choose for investment, expecting 

investment profits in return, e.g. buying stocks 

Decision on The decision couples make whether to purchase 

insurance for the wife insurance for wives, with which insurance company and 

how much money to put in the insurance. However, 

insurance in this research means only insurance for long-

term savings. This is to set aside the decision about risk 

and opportunity. 

Decision on The decision couples make whether to purchase 

insurance for the insurance for husbands, with which insurance company 

husband and how much money to put in the insurance. However, 

insurance in this research means only insurance for long-

term savings. This is to set aside the decision about risk 

and opportunity. 

Decision on The decision couples make whether to purchase 

insurance for the insurance for children, with which insurance company and 

child how much money to put in the insurance. However, 

insurance in this research means only insurance for long-

term savings. This is to set aside the decision about risk 

and opportunity. 

Decision on credit The decision couples make whether to do a credit card for 
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card usage for the wives and with which banks or credit card providers. 

wife. 

Decision on credit The decision couples make whether to do a credit card for 

card usage for the husbands and with which banks or credit card providers. 

husband. 

Decision about The method couples choose to manage their money when 

financing a large buying products or services with high prices. 

purchase. 

Decision about giving The evaluation couples make whether to give money to 

to charities charity or not, if yes, to which charity and how much. 
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3.3 Hypothesis Statements 

The objectives of the study are to investigate whether education level 

and occupation have effect on the family purchase decision on financial tasks, 

the relationship between the educational level and occupation obtained by 

each spouse and his/her influence in financial decisions are to be examined 

through x2 analysis. The hypotheses tested were: 

H1o : There is no significant relationship between educational levels of 

wives and their influence in family financial decisions. 

H1a : There is significant relationship between educational levels of wives 

and their influence in family financial decisions. 

H2o : There is no significant relationship between educational levels of 

husbands and their influence in family financial decisions. 

H2a : There is significant relationship between educational levels of 

husbands and their influence in family financial decisions. 

H30 : There is no significant relationship between income levels of wives 

and their influence in family financial decisions. 

H3a : There is significant relationship between income levels of wives and 

their influence in family financial decisions. 

H40 : There is no significant relationship between income levels of 

husbands and their influence in family financial decisions. 

H4a : There is significant relationship between income levels of husbands 

and their influence in family financial decisions. 

H50 : There is no significant relationship between occupation level of wives 

and their influence in family financial decisions. 
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H5a : There is significant relationship between occupation level of wives 

and their influence in family financial decisions. 

H6o : There is no significant relationship between occupation level of 

husbands and their influence in family financial decisions. 

H6a : There is significant relationship between occupation level of husbands 

and their influence in family financial decisions. 

H? o : There is no significant relationship between length of marriage of 

wives and their influence in family financial decisions. 

H?a : There is significant relationship between length of marriage of wives 

and their influence in family financial decisions. 

H80 : There is no significant relationship between length of marriage of 

husbands and their influence in family financial decisions. 

H8a : There is significant relationship between length of marriage of 

husbands and their influence in family financial decisions. 

H90 : There is no significant relationship between number of children of 

wives and their influence in family financial decisions. 

H9a : There is significant relationship between number of children of wives 

and their influence in family financial decisions. 

H100 : There is no significant relationship between number of children of 

husbands and their influence in family financial decisions. 

H1 Oa : There is significant relationship between number of children of 

husbands and their influence in family financial decisions. 
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3.4 Expected Outcome 

The expected outcome of the hypotheses testing is that individual 

resources, i.e. education, occupation (level of position and income level), 

length of marriage and number of children, of both wives and husbands have 

significant relationship with the influence in family financial decisions. The 

more one possesses resources, the more influence one has on the decision

making. The research also expects that each type of financial tasks tend to 

be joint decision-making. 
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CHAPTER 4 

RESEARCH METHODOLOGY 

In this chapter, the process of research is divided into 4 major parts. To 

give an overview of this chapter, the first part (4.1 Data Collection Method) 

explains how data is collected and why this method is used. The second part 

(4.2 Sampling Procedure) consists of target population, sampling method, 

sampling unit, sampling element and determining sample size. Part 3 (4.3 

Data Measurement) illustrates the measurement of independent and 

dependent variables. The last part (4.4 Data Analysis Technique) describes 

the steps in which collected data are to be analyzed. 

4.1 Data Collection Method 

Considering the objectives of the research, this study makes use 

of sample survey method in data collection. The rationale is that survey, which 

acquires information directly from respondents, enables researcher to identify 

characteristics of a particular group, measure attitudes and describe 

behavioral patterns. Data is to be collected by self-administered 

questionnaires, since it is less time-consuming and the administrative cost is 

lower, comparing to other means. 

4.2 Sampling Procedure 

4.2.1 Target Population 

The target population is Thai husband-and-wife couples living in 

Bangkok. 

4.2.2 Sampling Method 

The sampling method used in this research is nonprobability sampling, 

by making use of convenience sampling. The questionnaires will hence be 

distributed to respondents who are most conveniently available. In this case, 
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most of respondents are acquaintances, colleagues, friends and family 

members of the researchers. 

4.2.3 Sampling Unit 

As the sampling method is convenience sampling, the sampling unit is 

people who the researchers can get in touch with conveniently. Therefore, 

sampling unit is mostly people in Charn lssara Tower 2 building and Siemens 

office. 

4.2.4 Sampling Element 

The sampling element for this study is individual married people who 

has been married for at least 1 year and live in Bangkok. He/She must have 

earned income through his/her career. 

4.2.5 Determining Sample Size 

For this study, the researcher made use of the sample size of previous 

research (Family Financial Decision Making: Implications for Marketing 

Strategy, JoAnne Stilley Hopper, 1995) which utilized a convenience sample 

of 446 married couples. 

4.3 Data Measurement 

This section shows how independent and dependent variables are 

measured, by which questions in the questionnaire and what category are 

used in measuring. 

4.3.1 Independent Variable 

The independent variable in this research is "Resources" which is 

divided into 2 types: Individual Resources and Mutual Resources. 

A. Individual Resources 

There are 3 sub-variables in "Individual Resources", which are 

Education Attainment; Occupation (Level of Position); Level of Income. 
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A 1 . Education Attainment 

Education attainment is measured by Question 5 in Personal Data, the 

category of which is drawn from the statistics of National Statistics 

Organization. 

A2. Occupation {Level of Position) 

Occupation (Level of Position) is measured by Question 6 in Personal 

Data. The criteria of position are from the statistics of National Statistics 

Organization. 

A3. Income Level 

Income level is measured by Question 8 in Personal Data. The range 

of income is drawn from the statistics of National Statistics Organization. 

B. Mutual Resources 

There are 2 sub-variables in "Mutual Resources", namely, length of 

marriage and number of children. 

81. Length of Marriage 

Length of marriage is measured by Question 3 in Personal Data. The 

unit of period is measured in Year. 

82. Number of Children 

Number of Children is measured by Question 4 in Personal Data. 
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4.3.2 Dependent Variables 

The dependent variable in this research is "Conjugal Power in Financial 

Decision-Making", which is divided into 11 sub-variables. The following table 

is to indicate by which questions these 11 sub-variables are measured. 

Names of Sub-Variables Questions that Measure 

Decision on budget for monthly expenses 1 

Decision on amount of saving 2 

Decision on choice of saving account institution 3 

Decision on investment 4 

Decision on insurance for the wife 5 

Decision on insurance for the husband 6 

Decision on insurance for children 7 

Decision on credit card of the wife 8 

Decision on credit card usage of the husband 9 

Decision on financing a large purchase 10 

Decision on giving to the charities 11 

All of these variables are measured by the 5-type category of influence on 

decision-making, namely, husband autonomic, husband has more power, 

husband and wife have equal influence, wife has more power and wife 

autonomic. This 5-type category is adapted from previous research (Hopper 

1995), which made use of 3-type category. 

4.4 Data Analysis Technique 

There are 10 hypothesis statements, each of which consists of 11 sub

hypothesis statements due to 11 financial tasks. In analyzing the data, the first 

step is to see which sub-hypothesis exhibits the relationship between 

independent and dependent variables by using chi-square test of association. 

The p-value needs to be less than 0.05 to indicate that there is relationship 

between independent variable and dependent variable. 
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Then those hypotheses will be further analyzed in order to see the 

nature of relationship whether husbands dominate the decision, husbands 

have more power, husbands have equal influence with wives, wives have 

more power or wives dominate the decision. To do this analysis, the 

difference between actual count and expected count is taken into account. 

The higher actual count than expected count implies that the assumption of 

that cell is likely to be true. 
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CHAPTER 5 

DATA ANALYSIS AND FINDINGS 

This chapter is aimed to exhibit the result of the data collection 

according to the planned methodology. The data was collected from the 457 

sets of questionnaire, which were distributed via colleagues and relatives of 

the researcher. The findings will be divided into 2 major sections: 

I. Descriptive Statistics Analysis 

II. Hypothesis Testing 

In part I, there are 2 divisions of descriptive statistics analysis. The 

outcome will be in the form of frequency distribution and percentage. The first 

part will be the summary of independent variables, which are drawn from 

personal data of respondents. The second part will show that of dependent 

variables which are concluded from 11 questions of financial responsibility. 

As for the hypothesis testing, the method used to analyze the data is 

"Chi-square Test of Independence". All 10 hypothesis statements are to be 

tested to find the relationship between each set of dependent and 

independent variables. 

5.1 Descriptive Analysis 

In this section, a summary, in which the highest frequency distribution 

of each variable will be put together to give an overview of the characteristics 

of data, will be shown. Then tables of each finding will follow to provide details 

of each variable in the Appendix. 

5.1.1 Independent Variables 

There are 8 features of personnel data in the questionnaire; however, 

only 6 of them are taken as independent variables. 
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Gender 

Age 

Marriage 

Children 

The respondents were both female and male in nearly the 

same amount. 

: Most of the respondents are in the range of 21 - 40 years of 

age, 26% falls in 21 - 30 and 60% in 31 - 40 years old. 

: Most of them have been married about 1 - 5 years, which is 

calculated as about 59%, while about 21 % have been married 

6-10 year. 

: The number of children tends to be none (43%) or only one 

child (34%) per family. Only 1 couple in this survey has 4 

children in the family. 

Education : Half of the respondents attained Bachelor's Degree and about 

Position 

Income 

36% achieved Master's Degree. The percentage of both male 

and female respondents, whose highest level is Bachelor's 

Degree, are the same (about 50% of each group). Whereas, 

male-respondent group has higher percentage in Master's 

Degree (39%), there are only 34% of female respondents 

graduated in Master's Degree and none in Doctoral Degree. 

: 60% of respondents are at officer and supervisor level. Out of 

230 female-respondents, 116 ( 50%) are at officer level, while 

there is only 20% of male-respondents at this level. And male

respondents have higher percentage in every level, from 

supervisor to owner, than female-respondents. 

: 47% of the respondents have income level between 20,000 

and 50,000 Baht, the same percentage to both male and 

female respondents for this level of income. Female

respondents have higher percentage in the range of income 

9,000 - 20,000 Baht, while male-respondents have higher 

percentage in the group of income (50,001 and more). 

The detailed tables of each variable are attached in Appendix. 
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5.1.2 Dependent Variables 

There are 11 sub-dependent variables of family financial 

responsibilities, each of which is drawn from the 11 questions in the 

questionnaire. In this section, bar chart is to be exhibited to provide more 

insight and convenience to understand the result than the written description. 

In addition, the detailed tables are also attached in the Appendix. 

To give an overview of the result, every financial responsibility tends to 

receive the equal influence of husband and wife, except 4 financial tasks, 

namely, insurance for wives, credit card for wives, insurance for husbands 

and credit card for husbands, decision of which are more wife-dominant or 

husband-dominant. 

Monthly Budget 

About 60% of respondents agree on husband and wife having equal influence 

on monthly budget. 

Monthly Budget 

Husband Only Husband Equal Wife Wife Only 

Husband More lnfluen Wife More Influence 

Monthly Budget 
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Saving 

About 50% of both respondents agree on husband and wife having equal 

influence on saving. 

Saving 

H H>W H=W W>H w 

Saving 

Saving Institution 

Traditionally, about 50% of the respondents perceive that husband and wife 

have equal influence on saving institution choice. However, the decision tends 

to be more husband-wise, since "H > W" criteria ranks as the second highest 

percentage for this decision. 
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Saving Institution 

H H>W H=W W>H w 

Saving Institution 

Page 31 of 79 



Investment 

For this financial task, the decision tends to be more husband-wise. About 

48% of respondents agree on equal influence, while 30% perceive as "H > W" 

and 7% as "H". 

Investment 

H H>W H=W W>H w 

Investment 

Insurance for Wives 

As for insurance for wives, the "H = W" has dropped to 37%, while the wife

only decision making has come up to 11 % and "W > H" criteria to 25% of all 

the respondents. 
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Insurance for Wives 

H H>W H=W W>H w 

Insurance for Wives 
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Insurance for Husbands 

Comparing to the decision for insurance for wives, the decision for insurance 

for husbands obviously showed the tendency of husband-wise for this 

decision. The percentage of "H = W" criteria and "H > W" is the same at 36% 

and the decision by husband only rose up to 14%. 
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Insurance for Husbands 

H H>W 

Insurance for Husbands 

Insurance for Children 

H=W W>H w 

The decision for this financial task is of traditional scheme, looking at the 

percentage of husband and wife having equal influence, which is at 64% of 

the respondents. 
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Insurance for Children 
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Credit Card for Wives 

The tendency of this financial task is apparently observed by the bar chart that 

it is wife-wise, 34% of wife only and 29% of wife more influence. 
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Credit Card for Wives 

H H>W 

Credit Card for Wives 

Credit Card for Husbands 

H=W W>H w 

The pattern for this financial task is the same as in 'credit card for wives' 

decision. The chart showed 35% of husband only criteria and about 34% of 

husband more influence criteria. 
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Credit Card for Husbands 

H H>W 

Credit Card for Husbands 

H=W W>H w 
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Large Purchase 

About 64% of the respondents agree on husband and wife having equal 

influence on large purchase decision. 

Large Purchase 

H H>W H=W W>H w 

Large Purchase 

Donation 

About 60% of respondents agree on husband and wife having equal influence 

on donation decision. 

Donation 

H H>W H=W W>H w 

Donation 
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5.2 Hypothesis Testing 

There are 10 hypothesis statements, each of which consists of 11 sub

hypothesis statements due to 11 financial tasks. In analyzing the data, the first 

step is to see which sub-hypothesis exhibits the relationship between 

independent and dependent variables by using chi-square test of association. 

The p-value needs to be less than 0.05 so that the null hypothesis can be 

rejected, which means that there is relationship between independent variable 

and dependent variable. 

Then those hypotheses will be further analyzed in order to see the 

nature of relationship whether husbands dominate the decision, husbands 

have equal influence with wives or wives dominate the decision. To do this 

analysis, the difference between actual count and expected count is taken into 

account. The higher actual count than expected count implies that the 

assumption of that cell is likely to be true. 

Page 36 of 79 



Hypothesis Statement 1 

H1o : There is no significant relationship between educational levels of 

wives and their influence in family financial decisions. 

H1a : There is significant relationship between educational levels of wives 

and their influence in family financial decisions. 

Relationship between Level of Education p-value Hypothesis Testing 

(Wives) and 

Monthly Budget 0.496 Failed to reject H 10 

Saving 0.033 Reject H1o 

Saving Institution 0.009 Reject H1 0 

Investment 0.269 Failed to reject H1 0 

Insurance for Wives 0.185 Failed to reject H 10 

Insurance for Husbands 0.342 Failed to reject H 10 

Insurance for Children 0.063 Failed to reject H1 0 

Credit Card for Wives 0.013 Reject H1 0 

Credit Card for Husbands 0.084 Failed to reject H1 0 

Large Purchase 0.755 Failed to reject H1 0 

Donation 0.342 Failed to reject H1 0 

There are 3 financial tasks, namely saving, saving institution and credit 

card for wives, that show the existence of relationship between wives' 

education level and their influence in such decision-makings. 

In saving, low-educated wives tend to have more influence in decision

making, while the decision of wives with higher education (Bachelor's 

upwards) is more syncratic. 

In saving institution, low-educated wives dominate the decision

making. Most of wives with Bachelor's degree agree on the joint decision. But 

as for wives with Master's degree, they believe they have more influence in 

this financial task. 

In credit card for wives, wives with low education dominate the 

decision-making. While wives in Bachelor's degree have tendency to be 

dominated by husbands' influence. On the contrary, highly-educated wives 

take over the power in this financial tasks. 
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From these 3 sets of result, it can be observed that low-educated wives 

dominate in all decision-making. Wives with Bachelor's degree agree on joint 

purchase decision, except for the credit cards for wives; whereas, highly

educated wives have dominant roles in decision-making, except for the saving 

tasks. From these 3 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Saving, Saving Institution 

- Products with Individual Benefit: Credit Card for Wives 

Education Products Decision 

Low Level Mutual Benefit Wives > Husbands 

Low Level Individual Benefit Wives > Husbands 

Middle Level (Bachelor's) Mutual Benefit Husbands = Wives 

Middle Level (Bachelor's) Individual Benefit Husbands > Wives 

High Level Mutual Benefit (Saving) Husbands = Wives 

High Level Mutual Benefit (Saving Wives > Husbands 

Institution) 

High Level Individual Benefit Wives > Husbands 

One factor of these differences could be explained by the variation of 

financial products. While saving and saving institution tasks are more of 

mutual benefit for both husbands and wives, credit card is more of personal 

use, with the assumption that nowadays couple may have more rights in 

managing their own income and they don't have to share their total income for 

the families, but they might have spared some parts of their income for 

personal use. 

In conclusion, education changes the attitude of equal power in family. 

The decision becomes more syncratic with the condition that that financial 

responsibility is of mutual benefit or of the whole family. But if the task is more 

of individual benefit, the higher-educated wives will have more power, as 

education enhances the self-esteem and encourages women to be more 

assertive of their own judgments. 
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Hypothesis Statement 2 

H2o : There is no significant relationship between educational levels of 

husbands and their influence in family financial decisions. 

H2a : There is significant relationship between educational levels of 

husbands and their influence in family financial decisions. 

Relationship between Level of Education p-value Hypothesis Testing 

(Husbands) and 

Monthly Budget 0.000 Reject H2o 

Saving 0.126 Failed to reject H20 

Saving Institution 0.025 Reject H20 

Investment 0.258 Failed to reject H20 

Insurance for Wives 0.000 Reject H2o 

Insurance for Husbands 0.406 Failed to reject H20 

Insurance for Children 0.010 Reject H2o 

Credit Card for Wives 0.005 Reject H20 

Credit Card for Husbands 0.011 Reject H2o 

Large Purchase 0.025 Reject H2o 

Donation 0.271 Failed to reject H20 

There are 7 financial tasks, namely monthly budget, saving institution, 

insurance for wives, insurance for children, credit card for wives, credit card 

for husbands and large purchase, that show the existence of relationship 

between husbands' education level and their influence in such decision

makings. 

In monthly budget, low-educated husbands dominate the decision, 

while the decision of husbands with higher education is more cooperative. 

In saving institution, husbands with low education and Bachelor's 

degree dominate the decision-making, while those with high degree are more 

of joint-decision-making. 

In insurance for wives, low-educated husbands agree on equal 

influence. Husbands with Bachelor's degree take over the power; while 

husbands with highest education level leave the power to their wives. 
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In insurance for children, husbands with low education and Bachelor's 

degree dominate the decision-making, while those with high degree are more 

of joint-decision-making. 

In credit card for wives, husbands with low education and Bachelor's 

degree agree that husbands and wives have equal power. Highly educated 

husbands tend to let their wives make their own decision. 

In credit card for husbands, husbands with low education and 

Bachelor's degree agree that husbands and wives have equal power. Highly 

educated husbands tend to take dominant roles in this financial task. 

In large purchase, low-educated husbands take over the power; while 

husbands with higher education agree on equal influence of husbands and 

wives for this financial task. 

From these 7 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Monthly Budget, Saving Institution, Insurance 

for Children, Large Purchase 

- Products with Individual Benefit: Insurance for Wives, Credit Card for Wives, 

Credit Card for Husbands 

Education Products Decision 

Low Level Mutual Benefit Husbands > Wives 

Low Level Individual Benefit Husbands = Wives 

Middle Level (Bachelor's) Mutual Benefit (Saving Husbands > Wives 

Institution, Insurance for 

Children) 

Middle Level (Bachelor's) Mutual Benefit (Monthly Husbands = Wives 

Budget, Large Purchase) 

Middle Level (Bachelor's) Individual Benefit (Insurance Husbands > Wives 

for Wives) 

Middle Level (Bachelor's) Individual Benefit (Credit Husbands = Wives 

Card for Wives, Credit Card 

for Husbands) 

High Level Mutual Benefit Husbands = Wives 

High Level Individual Benefit Wives > Husbands 

(Insurance for Wives, Credit 

Card for Wives) 

High Level Individual Benefit (Credit Husbands > Wives 

Card for Husbands) 

Page 40 of 79 



From the table, it can be clearly observed that education is the factor 

that changes the pattern of decision-making. Comparing husbands in the low 

level with the high level of education, financial tasks of mutual benefit tends to 

receive joint purchase decision from highly-educated husbands; on the other 

hand, low-educated husbands will take dominant roles. This pattern explained 

that well-educated husbands respect and pay attention to their wives' opinion 

more than the low-educated ones. 

Furthermore, as for the financial tasks for individual benefit, highly

educated husbands tend to give more right to their wives and allow their 

wives' own judgment, in the same way that they would make their own 

decision if the benefit is of their personal use. 
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Hypothesis Statement 3 

H3o : There is no significant relationship between income levels of wives 

and their influence in family financial decisions. 

H3a : There is significant relationship between income levels of wives and 

their influence in family financial decisions. 

Relationship between Income Level (Wives) p-value Hypothesis Testing 

and 

Monthly Budget 0.077 Failed to reject H30 

Saving 0.038 Reject H3o 

Saving Institution 0.001 Reject H3o 

Investment 0.001 Reject H3o 

Insurance for Wives 0.053 Failed to reject H3o 

Insurance for Husbands 0.445 Failed to reject H3o 

Insurance for Children 0.193 Failed to reject H30 

Credit Card for Wives 0.011 Reject H3o 

Credit Card for Husbands 0.512 Failed to reject H30 

Large Purchase 0.340 Failed to reject H30 

Donation 0.401 Failed to reject H30 

There are 4 financial tasks, namely saving, saving institution, 

investment and credit card for wives, that show the existence of relationship 

between wives' income level and their influence in such decision-makings. 

In saving, wives with low-income level tend to have less influence as 

their husbands take dominant role. Wives with middle-income level agree on 

husbands and wives having equal influence; while wives with high income 

dominate the decision-making on saving. 

In saving institution, the pattern of influence is the same as in saving. 

The only difference is at wives in high income. The amount of response on 

wives having more influence and husbands having more influence is almost 

the same. 

In investment, the pattern of influence is the same as in saving 

institution. 

In credit card for wives, wives with low income agree on husband 

having more influence. Wives in middle income level tend to have equal 
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influence with their husbands; while wives with high income have more 

influence. 

From these 4 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Saving, Saving Institution, Investment 

- Products with Individual Benefit: Credit Card for Wives 

Income Products Decision 

Low Level Mutual Benefit Husbands> Wives 

Low Level Individual Benefit Husbands > Wives 

Middle Level Mutual Benefit Husbands = Wives 

(20,000 - 50, 000 THB) 

Middle Level Individual Benefit Husbands= Wives 

(20,000 - 50, 000 THB) 

High Level Mutual Benefit (Saving) Wives > Husbands 

High Level Mutual Benefit (Saving Wives> Husbands 

Institution, Investment) Husbands > Wives 

High Level Individual Benefit Wives > Husbands 

According to the table, wives' income plays a major role in changing 

pattern of decision-making. This table supports the "Resource Theory" of 

Blood and Wolfe that more resources will yield more conjugal power. Wives 

with high income have more power in decision-making than those with lower 

income level, regardless of type of financial products. 
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Hypothesis Statement 4 

H4o : There is no significant relationship between income levels of 

husbands and their influence in family financial decisions. 

H4a : There is significant relationship between income levels of husbands 

and their influence in family financial decisions. 

Relationship between Income Level p-value Hypothesis Testing 

(Husbands) and 

Monthly Budget 0.116 Failed to reject H40 

Saving 0.166 Failed to reject H40 

Saving Institution 0.003 Reject H40 

Investment 0.601 Failed to reject H40 

Insurance for Wives 0.105 Failed to reject H40 

Insurance for Husbands 0.945 Failed to reject H40 

Insurance for Children 0.001 Reject H40 

Credit Card for Wives 0.223 Failed to reject H40 

Credit Card for Husbands 0.375 Failed to reject H40 

Large Purchase 0.119 Failed to reject H40 

Donation 0.998 Failed to reject H40 

There are 2 financial tasks, namely saving institution and insurance for 

children, that show the existence of relationship between husbands' income 

level and their influence in such decision-makings. 

In saving institution, husbands with low-income level tend to have less 

influence as their wives take dominant role. Husbands with middle-income 

level gain higher degree of influence; while husbands with high income agree 

on joint decision-making on choice of saving institution. 

In insurance for children, husbands with low income agree on husband 

and wives having equal influence. Husbands in middle-income level tend to 

have more influence; while husbands with high income agree on equal 

influence of couples. 

From these 2 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Saving Institution, Insurance for Children 

- Products with Individual Benefit: -
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Income Products Decision 

Low Level Mutual Benefit (Saving Wives > Husbands 

Institution) 

Low Level Mutual Benefit (Insurance for Husbands = Wives 

Children) 

Middle Level Mutual Benefit Husbands > Wives 

(20,000 - 50, 000 THB) 

High Level Mutual Benefit Husbands = Wives 

According to the table, low-income husbands have less influence in 

decision-making, as they gain more income, the power over financial decision 

also increases. However, as for husbands in high-level income group, they 

tend to have equal influence with their wives. This can be rationalized by the 

assumption that this last group of husbands are also well educated, therefore, 

with the effect of education, they respect their wives' opinion and allow the 

judgment to be made by mutual consent. 
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Hypothesis Statement 5 

H5o : There is no significant relationship between occupation level of wives 

and their influence in family financial decisions. 

H5a : There is significant relationship between occupation level of wives 

and their influence in family financial decisions. 

Relationship between Occupation Level p-value Hypothesis Testing 

(Wives) and 

Monthly Budget 0.006 Reject H5o 

Saving 0.013 Reject H5o 

Saving Institution 0.206 Failed to reject H50 

Investment 0.006 Reject H5o 

Insurance for Wives 0.131 Failed to reject H50 

Insurance for Husbands 0.722 Failed to reject H50 

Insurance for Children 0.017 Reject H50 

Credit Card for Wives 0.001 Reject H5o 

Credit Card for Husbands 0.120 Failed to reject H50 

Large Purchase 0.007 Reject H50 

Donation 0.021 Reject H5o 

There are 7 financial tasks, namely monthly budget, saving, 

investment, insurance for children, credit card for wives, large purchase and 

donation, that show the existence of relationship between husbands' 

occupation level and their influence in such decision-makings. 

In monthly budget, wives in officer level have less influence in decision 

than their husbands; whereas, wives in higher level of position have more 

influence in decision-making. 

In saving, wives in officer and supervisor level agree on husbands and 

wives having equal influence, while wives in department manager and 

director/owner level possess more influence in decision-making. 

In investment, wives in officer and supervisor level agree on husbands 

and wives having equal influence, while wives in department manager and 

director/owner level agree on two ends, husbands having more influence as 

well as wives having more influence. The amount of response of these 2 

categories are quite the same. 
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In insurance for children, wives in officer and supervisor level agree on 

husbands and wives having equal influence, while wives in department 

manager level possess more influence in decision-making. Wives in 

director/owner level tend to agree more on equal influence of couples. 

In credit card for wives, response from wives in officer level shows the 

higher influence of husbands; while wives in supervisor and department 

manager level possess more influence in decision-making. Wives in 

director/owner level agree more on equal influence. 

In large purchase, wives in officer level are dominated by their 

husbands, while wives in supervisor and department manager level agree 

more on equal influence. In contrast, wives in director/owner level tend to 

have less influence than their husbands in this type of decision-making. 

In donation, wives in officer and supervisor level agree on equal 

influence of husbands and wives in this matter, while wives in higher position 

tend to dominate in donation decision. 

From these 7 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Monthly Budget, Saving, Investment, Insurance 

for Children, Large Purchase, Donation 

- Products with Individual Benefit: Credit Card for Wives 

Position Products Decision 

Officer Mutual Benefit (Monthly Husbands > Wives 

Budget, Large Purchase 

Officer Mutual Benefit (Saving, Husbands = Wives 

Investment, Insurance for 

Children, Donation) 

Officer Individual Benefit Husbands > Wives 

Supervisor Mutual Benefit (Monthly Wives > Husbands 

Budget) 

Supervisor Mutual Benefit (Saving, Husbands =Wives 

Investment, Insurance for 

Children, Large Purchase, 

Donation) 

Supervisor Individual Benefit Wives > Husbands 

Department Manager Mutual Benefit (Monthly Wives> Husbands 

Budget, Saving, Insurance for 
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Children, Donation) 

Department Manager Mutual Benefit (Investment) Wives > Husbands 

Husbands >Wives 

Department Manager Mutual Benefit (Large Husbands = Wives 

Purchase) 

Department Manager Individual Benefit Wives> Husbands 

Director/ Owner Mutual Benefit (Monthly Wives > Husbands 

Budget, Saving, Donation) 

Director/ Owner Mutual Benefit (Investment) Wives> Husbands 

Husbands > Wives 

Director/ Owner Mutual Benefit (Insurance for Husbands = Wives 

Children) 

Director/ Owner Mutual Benefit (Large Husbands > Wives 

Purchase) 

Director/ Owner Individual Benefit Husbands = Wives 

From the table, it can be summarized that the higher the level, the 

more influence wives gain. Wives in officer level tend to have been dominated 

by husbands or, at the best, to have equal influence, but not the dominant 

roles. The reason for this could be the low income of the low level of position. 

Therefore, with low income, wives do not have much power over the financial 

decision. Besides, wives in this position might be married to husbands whose 

level of career is much higher, therefore, earning more income. 

Wives in supervisor level slightly gain higher influence, but most of 

decisions are still more of cooperative. This could be justified by the fact that 

wives in this position earn higher income and would gain more power, but the 

income is not high enough to take over all the decision-making. 

Wives in department manager level have more influence in almost all 

of financial tasks. This is due to the high income they earn, which give them 

more power in decision-making. 

However, in the last group of wives (director/owner), husbands' 

influence is identified. Even though, wives have more influence in many 

financial tasks, about half of them are of joint decision or even husbands 

having more influence. To rationalize the discrepancy of this result, the 

researcher assumed that wives as owners might have low education, while 

their husbands might have a high-level career and earn high income. 
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Hypothesis Statement 6 

H6o : There is no significant relationship between occupation level of 

husbands and their influence in family financial decisions. 

H6a : There is significant relationship between occupation level of husbands 

and their influence in family financial decisions. 

Relationship between Occupation Level p-value Hypothesis Testing 

(Husbands) and 

Monthly Budget 0.001 Reject H60 

Saving 0.002 Reject H60 

Saving Institution 0.306 Failed to reject H60 

Investment 0.706 Failed to reject H60 

Insurance for Wives 0.025 Reject H60 

Insurance for Husbands 0.147 Failed to reject H60 

Insurance for Children 0.304 Failed to reject H60 

Credit Card for Wives 0.025 Reject H6o 

Credit Card for Husbands 0.024 Reject H6o 

Large Purchase 0.025 Reject H6o 

Donation 0.007 Reject H60 

There are 7 financial tasks, namely monthly budget, saving, insurance 

for wives, credit card for wives, credit card for husbands, large purchase and 

donation, that show the existence of relationship between husbands' 

occupation level and their influence in such decision-makings. 

In monthly budget, husbands in officer and supervisor level dominate 

the decision; whereas, husbands in department manager level tend to have 

equal influence as their wives. Husbands in director/owner level tend to have 

less influence than their wives in this financial task. 

In saving, husbands in officer level agree on equal influence of 

couples. Husbands in supervisor level tend to dominate the decision; while 

husband in department manager agree on equal influence. Director/Owner 

husbands tend to leave the decision to their wives. 

In insurance for wives, husbands in officer level agree on equal 

influence, while husbands in supervisor and department manager level tend to 
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leave decision to their wives. However, husbands in director/owner level have 

more influence in this financial task. 

In credit card for wives, husbands in officer and supervisor level tend to 

possess more influence, whereas, husbands in department manager and 

director/owner level show less influence in this financial decision. 

In credit card for husbands, officer husbands tend to have equal 

influence. Husbands in supervisor level possess higher influence, while 

husbands in department manager level play dominant role. Husbands in 

director/owner level tend to have equal influence in this matter. 

In large purchase, husbands in officer and supervisor level dominate 

the decision, while husbands in department manager level agree on equal 

influence. Husbands in director/owner level tend to have less influence than 

their wives in this decision. 

In donation, husbands in officer level agree on equal influence, while 

husbands in supervisor level dominate the decision. Department manager and 

director/owner level agree that husbands have more influence than wives for 

donation. 

From these 7 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Monthly Budget, Saving, Large Purchase, 

Donation 

- Products with Individual Benefit: Insurance for Wives, Credit Card for Wives, 

Credit Card for Husbands 

Position Products Decision 

Officer Mutual Benefit (Monthly Husbands >Wives 

Budget, Large Purchase) 

Officer Mutual Benefit (Saving, Husbands = Wives 

Donation) 

Officer Individual Benefit (Insurance Husbands = Wives 

for Wives, Credit Card for 

Husbands) 

Officer Individual Benefit (Credit Husbands > Wives 

Card for Wives) 

Supervisor Mutual Benefit Husbands > Wives 

Supervisor Individual Benefit {Insurance Wives > Husbands 
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for Wives) 

Supervisor Individual Benefit (Credit Husbands > Wives 

Card for Wives, Credit Card 

for Husbands) 

Department Manager Mutual Benefit (Monthly Husbands = Wives 

Budget, Saving, Large 

Purchase) 

Department Manager Mutual Benefit (Donation) Husbands > Wives 

Department Manager Individual Benefit (Insurance Wives > Husbands 

for Wives, Credit Card for 

Wives) 

Department Manager Individual Benefit (Credit Husbands > Wives 

Card for Husbands) 

Director/ Owner Mutual Benefit (Monthly Wives > Husbands 

Budget, Saving, Large 

Purchase) 

Director/ Owner Mutual Benefit (Donation) Husbands > Wives 

Director/ Owner Individual Benefit (Insurance Husbands > Wives 

for Wives 

Director/ Owner Individual Benefit (Credit Wives > Husbands 

Card for Wives 

Director/ Owner Individual Benefit (Credit Husbands = Wives 

Card for Husbands) 

From the table, it can be noticed that husbands in low level of position 

are likely to take over the power in all decision-making, while in higher level, 

the pattern of decision-making vary according to the type of financial products. 

As for mutual benefit, decisions are more cooperative or wives having more 

influence, while for individual benefit, husbands/wives will have more 

influence in the financial tasks that concern their own use. 

Husbands in officer level tends to dominate the decision in most of 

financial tasks and wives do not have more influence in any financial decision. 

This could be assumed that with this position, the income is not quite high and 

they might be married to wives in this level too; therefore, as they still consider 

themselves as heads of family, they need to be very careful in managing 

income for the family. 

In contrary, husbands in supervisor level allow their wives to have their 

own judgment for financial tasks that concern the personal use of wives, i.e. 

insurance for wives; however, as for credit card for wives, which is considered 
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as expense, husbands still dominate the decision. In addition, they dominate 

all of financial tasks that are of mutual benefit or for the sake of whole family. 

Husbands in department manager level tend to agree on equal 

influence in most of financial tasks. In case of financial product that is of 

individual benefit, husbands will take care of their own decisions and wives 

will take care of their own decisions. 

As for husbands in highest level of position, almost all of financial tasks 

with mutual benefit are dominated by wives' influence. This could be assumed 

that in this highest level of position, husbands will have high responsibility in 

their careers and will leave the financial matter of family to their wives. But for 

the financial task that concern individual benefit, i.e. credit card for husbands 

and credit cad for wives, husbands will have more influence for their own use 

and the same pattern for wives. 
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Hypothesis Statement 7 

H7 o : There is no significant relationship between length of marriage of 

wives and their influence in family financial decisions. 

H?a : There is significant relationship between length of marriage of wives 

and their influence in family financial decisions. 

Relationship between Length of Marriage p-value Hypothesis Testing 

(Wives) and 

Monthly Budget 0.000 Reject H70 

Saving 0.000 Reject H70 

Saving Institution 0.006 Reject H70 

Investment 0.000 Reject H7o 

Insurance for Wives 0.002 Reject H7o 

Insurance for Husbands 0.001 Reject H7o 

Insurance for Children 0.000 Reject H7o 

Credit Card for Wives 0.532 Failed to reject H70 

Credit Card for Husbands 0.064 Failed to reject H70 

Large Purchase 0.007 Reject H70 

Donation 0.000 Reject H7o 

Almost all of financial tasks show the existence of relationship between 

wives' length of marriage and their influence in decision-makings, except 

credit card for wives and credit card for husbands 

In monthly budget, saving institution, insurance for wives, insurance 

for children and donation, the decision pattern is the same. In the period of 1-

5 years, the decision as perceived by wives tend to be syncratic. But after the 

5 years of marriage, wives gain more influence in decision-making. 

In saving and large purchase, in the first 5 years wives are more of joint 

decision, but wives during 5-15 years of marriage gain more power. However, 

wives in period of more than 15 years of marriage agree on equal influence 

for decision-making. 

In investment, the pattern is the same as monthly budget. The only 

difference is at wives in period of more than 15 years of marriage. The 

response in this group split into 2 ends. Half of them agree on wives having 
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more influence, while the other half agree on husbands having more 

influence. 

In insurance for husbands, wives in the early years of marriage agree 

on equal influence with their husbands. In the period of 5-15 years, husbands 

have more influence, while in more than 15 years of marriage, the response in 

split into 2 ends, that is half of them agree on wives having more influence, 

while the other half agree on husbands having more influence 

From these 9 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Monthly Budget, Saving, Saving Institution, 

Investment, Insurance for Children, Large 

Purchase, Donation 

- Products with Individual Benefit: Insurance for Wives, Insurance for Husbands 

Length of Marriage Products Decision 

1-5 years Mutual Benefit Husbands = Wives 

1-5 years Individual Benefit Husbands = Wives 

5-15 years Mutual Benefit Wives > Husbands 

5-15 years Individual Benefit (Insurance Wives > Husbands 

for Wives) 

5-15 years Individual Benefit (Insurance Husbands > Wives 

for Husbands) 

More than 15 years Mutual Benefit (Monthly Wives > Husbands 

Budget, Saving Institution, 

Insurance for Children, 

Donation) 

More than 15 years Mutual Benefit (Saving, Husbands = Wives 

Large Purchase) 

More than 15 years Mutual Benefit (Investment) Wives > Husbands 

Husbands >Wives 

More than 15 years Individual Benefit (Insurance Wives > Husbands 

for Wives) 

More than 15 years Individual Benefit (Insurance Husbands > Wives 

for Husbands) Wives > Husbands 

From the table, it can be observed that the longer the marriage, the 

more power wives have in influencing the decision. This could be explained 

by the assumption that in the early stage of marriage which is considered as 
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the 'learning stage', both husbands and wives are new in managing marriage 

life, so they need to share opinion and figure out who is more suitable to 

manage which family matters. Hence, at this stage most of decision-makings 

are more of joint decision. 

In the later stage, namely 5-15 years and more, wives tend to gain 

more influence in decision-making. The rational behind could be that in this 

stage, they may need more income to support the higher family expense such 

as expense for children going to school, expansion of houses, and so on, 

therefore, husbands, as presumed to be heads of family, will have more 

responsibility to support the family and so the domestic chores are for wives 

to take care of. 

However, in the period of more than 15 years, husbands also show 

influence and share influence in certain financial tasks. This may be because 

at this stage, the financial status is stable and husbands will also take part in 

such tasks. 
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Hypothesis Statement 8 

H8o : There is no significant relationship between length of marriage of 

husbands and their influence in family financial decisions. 

H8a : There is significant relationship between length of marriage of 

husbands and their influence in family financial decisions. 

Relationship between Length of Marriage p-value Hypothesis Testing 

(Husbands) and 

Monthly Budget 0.175 Failed to reject H80 

Saving 0.049 Reject H80 

Saving Institution 0.048 Reject H80 

Investment 0.247 Failed to reject H80 

Insurance for Wives 0.000 Reject H8o 

Insurance for Husbands 0.039 Reject H8o 

Insurance for Children 0.889 Failed to reject H80 

Credit Card for Wives 0.124 Failed to reject H80 

Credit Card for Husbands 0.059 Failed to reject H80 

Large Purchase 0.001 Reject H8o 

Donation 0.471 Failed to reject H80 

There are 5 financial tasks, namely saving, saving institution, insurance 

for wives, insurance for husbands and large purchase, that show the 

existence of relationship between husbands' length of marriage and their 

influence in decision-makings. 

In saving and saving institution, in the period of 1-5 years, the decision 

as perceived by husbands tend to be syncratic. In the period of 5-15 years, 

their wives gain more influence, however, husbands in more than 15 years of 

marriage gain more influence. 

In insurance for wives, husbands in the early years of marriage agree 

on equal influence with their wives. In the period of 5-15 years, wives have 

more influence, while in more than 15 years of marriage, husbands agree on 

equal influence for this decision. 

In insurance for husbands and large purchase, in the period of 1-5 

years, the decision as tend to be syncratic. But after the 5 years of marriage, 

husbands dominate the decision. 
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From these 5 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Saving, Saving Institution, Large Purchase 

- Products with Individual Benefit: Insurance for Wives, Insurance for Husbands 

Length of Marriage Products Decision 

1-5 years Mutual Benefit Husbands= Wives 

1-5 years Individual Benefit Husbands = Wives 

5-15 years Mutual Benefit (Saving, Wives > Husbands 

Saving Institution) 

5-15 years Mutual Benefit (Large Husbands > Wives 

Purchase) 

5-15 years Individual Benefit (Insurance Husbands= Wives 

for Wives) 

5-15 years Individual Benefit (Insurance Husbands > Wives 

for Husbands) 

More than 15 years Mutual Benefit Husbands > Wives 

More than 15 years Individual Benefit (Insurance Husbands = Wives 

for Wives) 

More than 15 years Individual Benefit (Insurance Husbands >Wives 

for Husbands) 

From the table, it can be observed that the longer the marriage, the 

more power husbands have in influencing the decision. This could be 

explained by the assumption that in the early stage of marriage which is 

considered as the 'learning stage', both husbands and wives are new in 

managing marriage life, so they need to share opinion and figure out who is 

more suitable to manage which family matters. Hence, at this stage most of 

decision-makings are more of joint decision. 

In the stage of 5-15 years of marriage, husbands' perception is in 

agreement with wives', as they agree that for saving and saving institution 

wives having more influence. 

However, in the stage of more than 15 years, husbands tend to gain 

more influence in decision-making. 

Page 57 of 79 



Hypothesis Statement 9 

H9o : There is no significant relationship between number of children of 

wives and their influence in family financial decisions. 

H9a : There is significant relationship between number of children of wives 

and their influence in family financial decisions. 

Relationship between Number of Children p-value Hypothesis Testing 

(Wives) and 

Monthly Budget 0.003 Reject H90 

Saving 0.003 Reject H90 

Saving Institution 0.023 Reject H90 

Investment 0.015 Reject H9o 

Insurance for Wives 0.662 Failed to reject H90 

Insurance for Husbands 0.171 Failed to reject H90 

Insurance for Children 0.001 Reject H90 

Credit Card for Wives 0.558 Failed to reject H90 

Credit Card for Husbands 0.995 Failed to reject H90 

Large Purchase 0.665 Failed to reject H90 

Donation 0.382 Failed to reject H90 

There are 5 financial tasks, namely monthly budget, saving, saving 

institution, investment and insurance for children, that show the existence of 

relationship between wives' number of children and their influence in decision

makings. 

In monthly budget and saving institution, wives with none and 1 child 

agree on equal influence, while wives with 2 and 3 children have more 

influence in the decision. 

In saving, wives with no children agree on equal influence, while wives 

with 1-3 children dominate the decision-making. 

In investment, wives with no children agree on equal influence, while 

wives with 1 child tend to have less influence than their husbands. Wives with 

2-3 children dominate the decision. 

In insurance for children, wives with no children agree on equal 

influence. Wives with 1 and 3 children dominate the decision; while wives with 

2 children have less power than their husbands. 
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From these 5 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Monthly Budget, Saving, Saving Institution, 

Investment, Insurance for Children 

- Products with Individual Benefit: 

Number of Children Products Decision 

0 Mutual Benefit Husbands = Wives 

1 Mutual Benefit (Monthly Husbands = Wives 

Budget, Saving Institution) 

1 Mutual Benefit (Saving, Wives > Husbands 

Insurance for Children) 

1 Mutual Benefit (Investment) Husbands > Wives 

2 Mutual (Monthly Budget, Wives > Husbands 

Saving, Saving Institution, 

Investment) 

2 Mutual Benefit (Insurance for Husbands > Wives 

Children) 

3 Mutual Benefit Wives > Husbands 

From the table, it can be observed that the higher amount of children, 

the more power wives have in influencing the decision. This result 

corresponds with the perception of husbands. Without children in the family, 

the decision is cooperative. Then with higher number of children, the financial 

management is more with wives. This case is explained by the assumption as 

in wives' perception that is wives are likely to take care of domestic 

responsibility, while husbands needs to be more responsible in supporting 

family in terms of income. 
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Hypothesis Statement 10 

H10o : There is no significant relationship between number of children of 

husbands and their influence in family financial decisions. 

H1 Oa : There is significant relationship between number of children of 

husbands and their influence in family financial decisions. 

Relationship between Number of Children p-value Hypothesis Testing 

(Husbands) and 

Monthly Budget 0.676 Failed to reject H100 

Saving 0.030 Reject H100 

Saving Institution 0.479 Failed to reject H 100 

Investment 0.572 Failed to reject H100 

Insurance for Wives 0.043 Reject H100 

Insurance for Husbands 0.156 Failed to reject H100 

Insurance for Children 0.002 Reject H10o 

Credit Card for Wives 0.901 Failed to reject H100 

Credit Card for Husbands 0.506 Failed to reject H100 

Large Purchase 0.001 Reject H100 

Donation 0.425 Failed to reject H100 

Remarks: Husbands with 3 children will not be interpreted because the 

number of husbands in this category is less than 4. 

There are 4 financial tasks, namely, saving, insurance for wives, 

insurance for children and large purchase, that show the existence of 

relationship between husbands' number of children and their influence in 

decision-makings. 

In saving, husbands with none and 1 child agree on equal influence. 

The response from husbands with 2 children split into 2 ends, half of them 

agree on husbands having more influence, while the other half agree on wives 

having more influence. 

In insurance for wives, husbands with none and 1 child agree on equal 

influence. Husbands with 2 children have less influence. 

In insurance for children, husbands with no children agree on equal 

influence, while husbands with 1 child dominates the decision. Husbands with 

2 children have less influence than their wives. 
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In large purchase, husbands with no children agree on equal influence, 

while husbands with 1 and 2 children dominate the decision. 

From these 4 sets of result, it can be explained by the following table, 

given that 

- Products with Mutual Benefit: Saving, Insurance for Children, Large Purchase 

- Products with Individual Benefit: Insurance for Wives 

Number of Children Products Decision 

0 Mutual Benefit Husbands = Wives 

0 Individual Benefit Husbands = Wives 

1 Mutual Benefit (Saving) Husbands = Wives 

1 Mutual Benefit (Insurance for Husbands > Wives 

children, Large Purchase) 

1 Individual Benefit Husbands = Wives 

2 Mutual Benefit (Saving Husbands > Wives 

Wives > Husbands 

2 Mutual Benefit {Insurance for Wives > Husbands 

Children) 

2 Mutual Benefit (Large Husbands > Wives 

Purchase) 

2 Individual Benefit Wives > Husbands 

From the table, it can be observed that the higher amount of children, 

the more power wives have in influencing the decision. This result 

corresponds with the result of length of marriage. The more number indicates 

the longer marriage. This can be rationalized by the same explanation in the 

length of marriage that is with more children, wives are likely to stay at home 

and take care of domestic chores as well as financial management; while 

husbands will have more responsibility in their works in order to achieve 

higher income to support the family. 
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Comparison Between Wives' and Husbands' Perception 

To compare the perception of wives and husbands, the first step is to 

choose only the sub-hypotheses that show the relationship both in wives and 

husbands' perception. Then the interpretation is to see whether they perceive 

in the same way and how. 

Level of Education VS Financial Decision (Hypothesis 1 and 2) 

As perceived by wives, the financial tasks that have relationship with 

education level are: 

- Products with Mutual Benefit: Saving, Saving Institution 

- Products with Individual Benefit: Credit Card for Wives 

As perceived by husbands, the financial tasks that have relationship with 

education level are: 

- Products with Mutual Benefit: Monthly Budget, Saving Institution, Insurance 

for Children, Large Purchase 

- Products with Individual Benefit: Insurance for Wives, Credit Card for Wives, 

Credit Card for Husbands 

Education Products Decision (Wives) Decision (Husbands) 

Low Level Saving Institution Wives > Husbands Husbands> Wives 

Low Level Credit Card for Wives Wives > Husbands Husbands= Wives 

Middle Level Saving Institution Husbands =Wives Husbands > Wives 

(Bachelor's) 

Middle Level Credit Card for Wives Husbands >Wives Husbands =Wives 

(Bachelor's) 

High Level Saving Institution Wives > Husbands Husbands= Wives 

High Level Credit Card for Wives Wives > Husbands Wives> Husbands 
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Income Level VS Financial Decision (Hypothesis 3 and 4) 

As perceived by wives, the financial tasks that have relationship with income 

level are: 

- Products with Mutual Benefit: Saving, Saving Institution, Investment 

- Products with Individual Benefit: Credit Card for Wives 

As perceived by husbands, the financial tasks that have relationship with 

income level are: 

- Products with Mutual Benefit: Saving Institution, Insurance for Children 

- Products with Individual Benefit: -

Income Products Decision (Wives) Decision (Husbands) 

Low Level Saving Institution Husbands> Wives Wives> Husbands 

Middle Level Saving Institution Husbands = Wives Husbands> Wives 

(20,000 - 50, 000 

THB) 

High Level Saving Institution Wives > Husbands Husbands = Wives 

Husbands > Wives 

From the table, they do not have any same perception. When 

comparing this table to the table of education level, wives with middle level of 

education agree with wives with middle level of income and highly-educated 

wives also agree with wives with high income; this pattern also applied to 

husbands both in middle and high level of education and income. 
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Occupation Level VS Financial Decision (Hypothesis 5 and 6) 

As perceived by wives, the financial tasks that have relationship with 

occupation level are: 

- Products with Mutual Benefit: Monthly Budget, Saving, Investment, 

Insurance for Children, Large Purchase, 

Donation 

- Products with Individual Benefit: Credit Card for Wives 

As perceived by husbands, the financial tasks that have relationship with 

occupation level are: 

- Products with Mutual Benefit: Monthly Budget, Saving, Large Purchase, 

Donation 

- Products with Individual Benefit: Insurance for Wives, Credit Card for Wives, 

Credit Card for Husbands 

Position Products Decision (Wives) Decision (Husbands) 

Officer Monthly Budget, Husbands> Wives Husbands > Wives 

Large Purchase 

Officer Saving, Donation Husbands = Wives Husbands= Wives 

Officer Credit Card for Wives Husbands> Wives Husbands> Wives 

Supervisor Monthly Budget Wives> Husbands Husbands> Wives 

Supervisor Saving, Large Husbands = Wives Husbands >Wives 

Purchase, Donation 

Supervisor Credit Card for Wives Wives > Husbands Husbands> Wives 

Department Monthly Budget, Wives > Husbands Husbands = Wives 

Manager Saving 

Department Donation Wives > Husbands Husbands > Wives 

Manager 

Department Large Purchase Husbands = Wives Husbands =Wives 

Manager 

Department Credit Card for Wives Wives> Husbands Wives > Husbands 

Manager 

Director/ Owner Monthly Budget, Wives > Husbands Wives > Husbands 

Saving 

Director/ Owner Donation Wives > Husbands Husbands > Wives 

Director/ Owner Large Purchase Husbands> Wives Wives > Husbands 

Director/ Owner Credit Card for Wives Husbands= Wives Wives > Husbands 
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Length of Marriage VS Financial Decision (Hypothesis 7 and 8) 

As perceived by wives, the financial tasks that have relationship with length of 

marriage are: 

- Products with Mutual Benefit: Monthly Budget, Saving, Saving Institution, 

Investment, Insurance for Children, Large 

Purchase, Donation 

- Products with Individual Benefit: Insurance for Wives, Insurance for Husbands 

As perceived by husbands, the financial tasks that have relationship with 

length of marriage are: 

- Products with Mutual Benefit: Saving, Saving Institution, Large Purchase 

- Products with Individual Benefit: Insurance for Wives, Insurance for Husbands 

Length of Marriage Products Decision (Wives) Decision (Husbands) 

1-5 years Saving, Saving Husbands = Wives Husbands= Wives 

Institution, Large 

Purchase 

1-5 years Insurance for Husbands = Wives Husbands= Wives 

Wives, Insurance 

for Husbands 

5-15 years Saving, Saving Wives> Husbands Wives> Husbands 

Institution 

5-15 years Large Purchase Wives > Husbands Husbands> Wives 

5-15 years Insurance for Wives > Husbands Husbands = Wives 

Wives 

5-15 years Insurance for Husbands > Wives Husbands> Wives 

Husbands 

More than 15 years Saving Institution Wives > Husbands Husbands > Wives 

More than 15 years Saving, Large Husbands = Wives Husbands > Wives 

Purchase 

More than 15 years Insurance for Wives> Husbands Husbands = Wives 

Wives 

More than 15 years Individual Benefit Husbands > Wives Husbands> Wives 

(Insurance for 

Husbands) 
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Number of Children VS Financial Decision (Hypothesis 9 and 10) 

As perceived by wives, the financial tasks that have relationship with number 

of children are: 

- Products with Mutual Benefit : Monthly Budget, Saving, Saving Institution, 

Investment, Insurance for Children 

- Products with Individual Benefit: -

As perceived by husbands, the financial tasks that have relationship with 

number of children are 

- Products with Mutual Benefit: Saving, Insurance for Children, Large 

Purchase 

- Products with Individual Benefit: Insurance for Wives 

Number of Products Decision (Wives) Decision (Husbands) 

Children 

0 Saving, Insurance for Husbands = Wives Husbands = Wives 

Children 

1 Saving Wives > Husbands Husbands = Wives 

1 Insurance for Children Wives > Husbands Husbands > Wives 

2 Saving Wives > Husbands Husbands > Wives 

Wives > Husbands 

2 Insurance for Children Husbands > Wives Wives > Husbands 

From all the tables of comparison between perception of wives and 

husbands, it seems to have different opinion. Mostly, they perceive 

themselves as having higher influence. To rationalize why the decision pattern 

vary from each financial products, further research is needed to investigate in 

more details of the specific characteristics of each products. 
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Summary of Hypothesis Testing 

Hypothesis Statements Financial Tasks p-value Result 

H1o : There is no significant relationship between educational levels of wives and Saving 0.033 Reject H1 0 

their influence in family financial decisions. Saving Institution 0.009 

H1a : There is significant relationship between educational levels of wives and their Credit Card for Wives 0.013 
influence in family financial decisions. 

H2o : There is no significant relationship between educational levels of husbands Monthly Budget 0.000 Reject H2o 

and their influence in family financial decisions. Saving Institution 0.035 

H2a : There is significant relationship between educational levels of husbands and Insurance for Wives 0.000 
their influence in family financial decisions. Insurance for Children 0.010 

Credit Card for Wives 0.005 

Credit Card for Husbands 0.011 

Large Purchase 0.025 

H3o : There is no significant relationship between income levels of wives and their Saving 0.038 Reject H30 

influence in family financial decisions. Saving Institution 0.001 

H3a : There is significant relationship between income levels of wives and their Investment 0.001 
influence in family financial decisions. Credit Card for Wives 0.011 

H4o : There is no significant relationship between income levels of husbands and Saving Institution 0.003 Reject H40 

their influence in family financial decisions. Insurance for Children 0.001 

H4a : There is significant relationship between income levels of husbands and their 

influence in family financial decisions. 
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Hypothesis Statements Financial Tasks p-value Result 

H5o : There is no significant relationship between occupation level of wives and Monthly Budget 0.006 Reject H5o 

their influence in family financial decisions. Saving 0.013 

H5a : There is significant relationship between occupation level of wives and their Investment 0.006 
influence in family financial decisions. Insurance for Children 0.017 

Credit Card for Wives 0.001 

Large Purchase 0.007 

Donation 0.021 

H6o : There is no significant relationship between occupation level of husbands Monthly Budget 0.001 Reject H60 

and their influence in family financial decisions. Saving 0.002 

H6a : There is significant relationship between occupation level of husbands and Insurance for Wives 0.025 

their influence in family financial decisions. Credit Card for Wives 0.025 

Credit Card for Husbands 0.024 

Large Purchase 0.025 

Donation 0.007 

H7o : There is no significant relationship between length of marriage of wives and Monthly Budget 0.000 Reject H7o 

their influence in family financial decisions. Saving 0.000 

H7a : There is significant relationship between length of marriage of wives and their Saving Institution 0.006 

influence in family financial decisions. Investment 0.000 

Insurance for Wives 0.002 

Insurance for Husbands 0.001 

Insurance for Children 0.000 

Large Purchase 0.007 

Donation 0.000 
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Hypothesis Statements Financial Tasks p-value Result 

H8o : There is no significant relationship between length of marriage of husbands Saving 0.049 Reject H80 

and their influence in family financial decisions. Saving Institution 0.048 

H8a : There is significant relationship between length of marriage of husbands and Insurance for Wives 0.000 

their influence in family financial decisions. Insurance for Husbands 0.039 

Large Purchase 0.001 

H9o : There is no significant relationship between number of children of wives Monthly Budget 0.003 Reject H90 

and their influence in family financial decisions. Saving 0.003 

H9a : There is significant relationship between number of children of wives and Saving Institution 0.023 

their influence in family financial decisions. Investment 0.015 

Insurance for Children 0.001 

H10o : There is no significant relationship between number of children of husbands Saving 0.030 Reject H100 

and their influence in family financial decisions. Insurance for Wives 0.043 

H10a : There is significant relationship between number of children of husbands and Insurance for Children 0.002 

their influence in family financial decisions. Large Purchase 0.001 
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CHAPTER 6 

SUMMARY AND RECOMMENDATION 

From the research outcome, the objectives of this research are 

achieved. After investigating whether there is relationship between 

independent variables (education, income, occupation level, length of 

marriage and number of children) and dependent variables (decision in family 

financial responsibility), the result shows that the relationship exists. However, 

the nature of relationship varies in accordance with characteristics of each 

financial task. Furthermore, the theory of Blood and Wolfe is proved to be 

true in case of wives' perception, that is, with higher resources (in education, 

income and career level) the conjugal power of wives increases. However, in 

husbands' perception, the result did not correspond with the theory. This could 

be justified by an assumption that there might be some other factors such as 

culture or changing norms that have effect on the conjugal power of 

husbands. 

6.1 Summary of Findings 

According to the findings, it can be broadly summarized that the nature 

of relationship between independent variables (education, income, occupation 

position) and dependent variables (decision in family financial tasks) of wives 

and husbands is different. The relationship as in wives' perspective is in a 

positive direction, which means with higher education, income and occupation 

level wives gain more influence, while that of husbands' perception is in the 

contrary. Husbands with higher education, income and career position tend to 

share their decision power with their wives and in certain tasks give more 

power to their wives. 

Nevertheless, the relationship between mutual resources, namely 

length of marriage and number of children, appear to be the same as in wives' 

and husbands' perception. With longer period of marriage and more number 

of children, wives gain more influence in financial decision. 
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The nature of relationship between each counterpart is to be illustrated 

as the following. 

Education and Influence in Decision Making 

In the point of view of wives, education has effect on influence of 

decision-making on financial responsibility. With higher education, women are 

likely to express their opinions and become more forceful of their own 

judgments. 

On the other hand, husbands with high education tend to be more 

cooperative and become more tolerant. From the survey, they would let many 

financial tasks decision-making to their wives, especially the tasks that are of 

their wives' benefit, such as insurance for wives or credit card for wives. 

Income Level and Influence in Decision Making 

From the perception of wives and husbands, income is a factor of 

gaining power in family financial decision. Those with high income have more 

power in decision-making than those with lower income level. However, as for 

husbands in high-level income group, they tend to have equal influence with 

their wives. 

However, the relationship between income and influence in decision

making needs to be further investigated, because in this research there are 

only 2 financial tasks that show the existence of relationship. But if we relate 

income level with occupation level by assuming that high position will earn 

high income, the assumption that income and conjugal power is related can 

be confirmed. 

Occupation Level and Influence in Decision Making 

From wives' perspective, occupation level related to influence in 

decision making in a positive way, which means wives gain more influence, as 

they are in higher level of career. 

In contrast, the relationship of occupation level and influence in 

decision making from husbands' points of views is in a negative way. As 
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husbands gain higher position, they tend to share the decision power with 

their wives. This finding is the same pattern as in education level. However, as 

for occupation, it can be explained that with higher level in career, husbands 

are required to put more attention to their career in order to support the family, 

so the domestic issues are for wives to take care of. 

Length of Marriage and Influence in Decision Making 

In points of view of wives and husbands, the longer the marriage, the 

more power they have in influencing the decision. At the early stage of 

marriage, most of decision-makings are more of joint decision, as they do not 

know who should be responsible for what task. But later on, they perceive 

themselves as having higher influence than their partners. 

Number of Children and Influence in Decision Making 

Both wives and husbands agree on this relationship in the same nature 

that is with more number of children wives have more influence in decision 

making. This can be rationalized by the same explanation in the length of 

marriage that is with more children, wives are likely to stay at home and take 

care of domestic chores as well as financial management; while husbands will 

have more responsibility in their works in order to achieve higher income to 

support the family. 

6.2 Strategic Implication and Recommendation 

With the increasing role of women, financial service provider will have 

to adjust marketing strategy. Specific research needs to find out whether 

wives or husbands have higher influence in decision for certain financial 

products, as observed in the research that decision for each financial product 

varies. Financial institute may have to adjust target group and/or promotional 

strategy to meet the changing decision-making pattern of family. 

By using criteria of financial institution, financial tasks can be 

categorized into 3 major types. 
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6.2.1 Commercial Banks and Financial Fund Institutions 

The first group consists of saving, choice of saving institution and 

investment. These tasks are of concern for commercial banks or financial fund 

institution. 

After the economic downturn, a great amount of financial funds and 

finance and security companies were closed down and many small 

commercial banks were merged to enable and enhance the financial stability. 

Apart from downsizing the organization by reducing number of employees, 

these financial institutions put more focus on promotion strategy. 

There was quite a remarkable promotion strategy of Thai Farmers 

Bank that differed from the traditional manner of advertising in the past. This 

series of promotion were promoted through 7 women who presented each 

financial product in a unique and different style. Even though this 

advertisement was mainly aimed to promote the e-business concept; the 

message behind was the changing role of Thai women. 

The findings from this research also confirmed this concept. The result 

revealed that women with high education, income and career position tend to 

have more influence in decision-making. Besides, women, with 2 children or 

more and being married for a long period of time, are likely to take over the 

decision power. 

To make a more specific assumption, women at the age of 35 to 50 

who are still working in a position level higher than supervisor and have 2 

children, have possibility to be high-potential target group of commercial 

banks and financial funds. In the aspect of promotion strategy, this very 

specific group of women is exposed to many different kinds of media, 

especially through televised commercial, women magazines and radio 

broadcasting. However, the advertising approach needs to be supported by 

well-developed alternatives of product itself by attempting to attract the 

attention and interest of this target group, for example, tax-free saving 

account, saving account for education fund for children which gives a special 

interest rate, etc. 

Page 73 of 79 



6.2.2 Insurance Company 

The financial products for this group are insurance for wives, husbands 

and children. From the findings, wives and husbands are responsible and 

have more influence for their own insurance decision, except for wives in low 

education and income level who are dominated by husbands' influence. As for 

insurance for children, they are apt to share the decision power, even though 

it appeared that husbands or wives with 2 children tend to perceive 

themselves as having higher influence than the other, which needs to be 

further investigated. 

According to this finding, the marketing strategy should be directly 

focus on husbands and wives separately. For instance, health insurance, 

which is now widely popular, as people are more conscious of quality of life, 

was specifically developed to meet the requirement of married male and 

female separately. An insurance deal called 'lady package' is designed in 

order to meet the need of women only, as this package's condition is to 

protect women from female diseases and is offered only to women at the age 

of 25 upwards. The same offer is for men, namely the insurance condition 

cover only for male diseases. By doing this, the product is more convincing to 

both male and female. 

Further product development can be done by adjusting product 

features and benefit only to meet the interest of married men and women. As 

for the promotion strategy, the advertising approach is to be designed for male 

and female separately as well. Husbands target group is to be approached by 

the television commercials during the sports program while wives target group 

in those melo-drama period. Advertisement for married men is to be put in car 

and sport magazine, whereas that for married women should be in journals for 

children or fashion magazines for women. In addition, direct marketing is also 

normally used in insurance company. The insurance representative will 

usually directly contact potential customers; therefore, realizing and acquiring 

customers' background in terms of education, income, position of career, 

marriage would be of beneficial to insurance company. 

As for insurance for children, husbands and wives appeared to share 

decision power. The marketing strategy should then be focused more on 
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pricing or product attributes that will be of highest benefit to what husbands 

and wives will pay for their children. 

6.3.3 Credit Card Provider and Commercial Banks 

As for the last group of financial institutions, the financial products are 

credit card for wives and husbands. 

From the research result, wives and husbands in higher level of 

education, income and career level are likely to take care of their own 

decision-making. However, as credit card is considered as a mean of 

expense, wives in low-income level are dominated by husbands' decision 

power. 

In the past, to obtain a credit card was more complicated than 

nowadays. One had to have high salary, plus annual fee was to be paid, 

which caused the decision much more difficult to be made. In current 

situation, major credit card provider offer 'free' credit card, which means 

annual fee is exempt and one does not have to have high salary; with 

approximately about 10,000-Baht salary and one can apply for credit card. 

Therefore, the decision is now made, not on the basis of these 2 conditions, 

but rather on the special offer or bonus gift from each credit card provider. 

Since the decision for this financial task is separately made between 

husbands and wives, credit card provider needs to focus on product elements 

that will suit the interest and attract the attention of husbands and wives. To 

give a more concrete example, the target group is a husband in a director 

position and being married with 2 children for more than 10 years, married 

men in this group would be more convincing by the high credit limit and the 

low interest rate charge or the easy access for payment. On the other hand, if 

the target group is married women in early stage of marriage less than 5 year 

without children, this group would be more interested in redemption reward 

program or maybe convinced by a unique design of credit card. 

The promotion strategy is pretty much the same as in insurance. The 

media through commercials in television, radio or magazine is normally 

employed. Nowadays telemarketing is also used to access customers for 

credit card as well as the promotion booth in department stores. 
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In conclusion, each financial institution should study and research on 

target market information that is relevant to its particular institution. To 

determine the target group among married people is also a vital step for 

marketing strategy. The relative influence of both husbands and wives should 

be studied in order to develop product that suit each target market section. 

6.3 Limitation of Study 

The limitation of study firstly occurred in the group of respondents, who 

were approached by convenience of researchers. Even though about 20% of 

respondents are in many different careers, namely, pharmaceutical company, 

retail business and hotel, most of the respondents are working at Siemens. 

Most of male respondents are engineers; while female respondents are 

administrators or secretaries. As a result, the findings cannot represent 

people in Bangkok as a whole, but a group of people in more specific 

professions. 

Besides, in the questionnaire, it was presumed that the pattern of 

financial management is the same for every family - one family has one 

saving account. In fact, some families may have different patterns, for 

example, husband and wife have their own saving account and they take care 

of their own account only, husband and wife have own free will of monthly 

budget as they spend money on their own wish. Therefore, the result from the 

questionnaire may have deviations due to different perception of respondents 

towards the meaning of questionnaire. 

Another limitation of this research is that culture, which is a key factor 

that has effect on decision-making pattern, is not taken into account. In 

Bangkok, there are a great number of Chinese families who have been settled 

down in Thailand for years. Even though they have adopted Thai culture in 

certain ways, their mentality still attach to Chinese way of thinking and living. 

In some families either one of married couples may come from Thai or 

Chinese household, creating 'compromising' ways of dealing with family 

matters. Hence, family decision-making may not depend on degree of either 

education or income, but culture. 
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6.4 Suggestion for Further Study 

This research is aimed to be an empirical study in this area of interest, 

therefore, the research result is quite broad in concept; therefore, further 

research is highly recommended, especially in the way that focuses more on 

specific financial products. This is because each financial product has its own 

unique characteristic, which has effect on the nature of decision-making 

pattern. If conducting a survey for only one financial product, the decision for 

each feature of that product could be examined. For example, a survey for 

insurance for children could break down several features of the product and 

respondents will be asked who decide for each feature, such as insurance 

company, the amount of premium, the length of period of the policy and so on. 

Furthermore, other types of products, especially consumer goods, since they 

most concern every family, could also be researched by this method. 

Besides, further study could be conducted by selecting only one 

specific group of respondents, using criteria of education, occupation or 

culture background. With this method, particular point of view of each group 

can be better reflected. 

The research can be conducted in a qualitative method. By interviewing 

respondents, the response tends to be more accurate. The problem of 

misinterpreting questions could be solved. The reasons for decision-making 

can be explained. 
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APPENDIX A 

Questionnaire 

Instruction: Please mark "X" in the block that corresponds with your opinion. 

No. 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

H : Husband dominant 

H > W : Husband has more power 

H = W : Husband and wife had equal influence 

W > H : Wife has more power 

W : Wife dominant 

Question Husband 

autonomic 

H 

Decision on budget for monthly expenses 

Amount of saving 

Choice of saving account institution 

Decision on investment (i.e. purchase of 

bond, stock, etc.) 

Decision on insurance for the wife in terms of 

purchase, amount of insurance and choice of 

insurance company 

Decision on insurance for the husband in 

terms of purchase, amount of insurance and 

choice of insurance company 

Decision on insurance for children in terms of 

purchase, amount of insurance and choice of 

insurance company 

Decision on credit card of the wife in terms of 

applying for credit card or not, amount of 

money used and choice of credit card 

Husband Both 

has more husband 

power and wife 

had equal 

power 

H>W H=W 

Wife has Wife 

more autonomic 

power 

W>H w 



No. Question Husband Husband Both Wife has Wife 

dominant has more husband more dominant 

power and wife power 

had equal 

power 

H H>W H=W W>H w 

9. Decision on credit card usage of the 

husband in terms of applying for credit card 

or not, amount of money used and choice of 

credit card 

10. Decision on financing a large purchase of 

products or service more than 50,000 THB 

11. Decision on giving to the charities in terms 

of which charity to contribute with how much 

money 



1. Gender 

2. Age 

Female ( ) Male 

) below 21 years old 

) 21 - 30 years old 

) 31 - 40 years old 

) 41 - 50 years old 

) 51 - 60 years old 

) above 60 years old 

3. Length of Marriage 

) less than 1 year 

) 1 - 5 years 

) 6 - 10 years 

) 11 - 15 years 

) 16 - 20 years 

) more than 20 years 

4. Number of Children : 

5. Educational Attainment 

) High Education 

) Certificate Vocational 

) Diploma Technician 

) Diploma Vocational 

) Bachelor's Degree 

) Graduate Diploma 

) Master's Degree 

) Doctoral Degree 

Personal Data 

6. Occupation (Level of Position) 

) Officer 

) Supervisor 

) Department Manager 

) Director 

7. Occupational Group 

) Professional 

(ex Engineer, Accountant, Financial 

Officer, etc.) 

) Administrative 

(ex. Administrative officer, Secretary, Office 

Assistant, etc.) 

) Clerical 

(ex. Typist, Operator, etc.) 

) Sales 

(ex. Technical Sales, Salespersons, etc.) 

) Farmers 

) Transport 

) Craftsmen 

) Services (ex. Hotel, Travel, etc.) 

) Not Classified 

8. Income (per month in Thai Baht) 

) less than 3,000 

) 3,001 - 6,000 

) 6,001 - 9,000 

) 9,001 - 20,000 

) 20,001 - 50,000 

) 50,001 and over 

Note: The category is based on the National Statistics Office 



~ .. 
'UUU'Vl ----

... c:z; 
bb 'lJ 'lJ '//Vil 'lJ tl 'la.I l"l 'J 'l a.I fl !Pl b 'WW 

bb'urnH1'Urn:J-Jf'1'J1:1-Ji'ii?lb'l1'Wnd:i'W',;'j<J'WV1ii-:i'll'fl'lm:rYi1';')'Vlmi'.l'l"rwfi bi'fl-:i "m:ri?ll?l~'W1r.i'll'fl'lf'1:i''fl'Uf'1f<Jtm1'fl-:im:r 
~l?lfl1:r'Vl1-:i'111'Wfl1:r~'W b'Wuroiroiu'W~~m~'Vl1-:i~-:if'1:1-J~fl1ntJ~tJ'WbbU'i'l-:i" 'll'fl-:ifl1:r~mn1'W';')'l!1m:r~i?lmrn'l'l:;'U1V11:rn:rnroi 

' ' 

'" i-f<V 0 """ """ ~ v ..,,..,, 
~9i?l'V11<J'Vltn'W~'Wn'll'fl'll'fl'U~:r:;V'lru~1?1'fl'Ubb'U'U~'fl'Urn:J-Jm ru 'Vl'W 

fl~f.1.!1Yl1bf'11'fl'IVl:J-J1fl x b'W'li'fl'l~l?l:i"lrl'Uf')'J1:J-Ji'ii?lb'l1'W'll'fl'lvJ1'W 

H : ~1~i?ll?l~'Wb9~b~m 

H > W : ~1~~'fl1'W19bufl1:i'i?ll?l~'Wb9:!-J1flfl11 

H = w : ~1~bb'i'l:;m:rm~'fl1'W1r.i1'Wm:ri?ll?l~'Wb9bvl11 n'W 

w > H : m:rm~'fl1'W19b'Wm:ri?ll?l~'Wb9mflfl11 

w : m:rm~'fl1'W1roi1'Wm:ri?ll?l~'Wb9mflfl11 
fl. ~1~Vl1'fl11:r:rm'll'fl'lv11'WYi1-:i1'WV11''fl~1bi'.l'Wnroim:r'll'fl-:ii?l<Jb'fl-:iV11'flhl 

( ) Yl1'11'W ( ) 1iJYi1-:i1'W 

" 
V11fl1iJ1(i} Yl1'11'W vJ1'W~1 m :i'blVI~ i?\ l?l'fl'Ubb'U'U~ 'fl 'Ubl1:J-JUb'11 

.. ~'fl'lb'Wfl1:i'i7l i?l~'Wb9 'll'fl 

1. m:ri?ll?l~'Wb'°l ~'fl-:im:r~i?l-:i'UtJ:r:;mru~1V1fontJroi1tJ 

b'Wbbrl~::l~'fl'W 

3. m:ri?ll?l~'W1roi ~'fl-:imn~'flfl~ rnu'Wmnl'W~1V1fo ~1fl 

ll'W 

4. 

5. 

~ .l j! ~ 
fl1:i'i?ll?l~'Wb9b:i''fl'lfl1:i''i'l'l'VJ'W (b'Ji'W fl1:i''lltl'l'J'W 'Intl 

'Wt11iul'l1i'~ma) 

m:ri?l i?l ~'W 1roi~'fl-:im:r~'fltJ:r::n'W(~';')1?1V11'fl~'llm~) 
~1Vlfom:rm b'Wbb~ ~'flVl1'fl1il ~1'W<J'W~roi::~'fl bb'i'l:: 

' " 
'lJ1i;'VltJ:r::n'WV1roi::~'fl 

~1~ 

i?ll?l~'Wb9~ 

"" bi?lfl'J 

H 

~1~~ ~1~bb'i'l:; "' m:rmii m:rm 

'fl1'W19b'W "" 'fl1'W19b'W i?ll?l~'Wb9~ m:rmii 

'fl1'W19b'W "" fl1:i' fl1:i' bi?lfl'J 

i7ll?l~'Wb9 fl1:i' i?ll?l~'Wb9 

mflfl11 i?ll?l~'Wb9 mflfl11 

bvJ11 rl'W w 

H>W H =W W> H 



,, 
l~'il~1'Wn1J~fil~hi1roi 'll'il 

6. n1J~fil~'W1"'l~'il~n1J~'il1.JJ~rl'W(~l?l11i~'il~'l!Jl1'\"l) 

cl1V1fo~1~ 1mb~ ~'flVl1'1lhi 91mu~roi~~'fl bb~~ 
' " 'JJ1~'1'11.JJ~rl'WVl"'l~~'fl 

' " 
91'W"J'WVl"'l~~'fl bb~~ 

' " 
'JJ1~'1'11.JJ~tl'WVl"'l~~'fl 

s. n1J~r;i~u1roi~'fl~mrvhu1i1JbAJ~1i1cl1V1fo11mn tu 

bb~ Y\1V11'1l1ii bb~~fi'W1A1JVl1'1l~muu~roi~Y\1 

9. n1Ji7lfil~'W1"'l~'fl~n1JYl1UlildbAJ~lilcl1V1fo~1~ 1'Wbb~ 

'111V11'1l 1ii bb~~fi'W1A1JVl1'1l~tl1U'W~"'l~Yl1 

1 o. n1Ji7lr;i~u1roi~'fl~n1J~filn1Jn1n~ubnn1l~~n1J~'fl 

11. 

~uff1V11'1l'JJ1md91ur;iumnn~1 50,000 rn'Vl (b'li'W 

"'l~rol1t.JAf~b~t.J'd Vl1'1l "'l~~'fl'Woll1J~ bb~~ril"Jt.J~'fl'Wb'lJ 

~1~ 

~fil~'W1"'l~ 
~ 

"" bfilt.J'd 

H 

~1~~ "" "" ~1:!-Jbb~~ J'WJtn:J-l J'WJtn 

'fl1'W1"'l1'W "" 'fl1mroi1u ~r;i\1lu1roi~ nnm:J-J 

'fl1mroi1u "" n1J n1J bfilt.J'l 

~fil~'W1"'l n1J ~fil~'W1"'l 

mnn~1 ~fil~'W1"'l mnn~1 

bv\11 rl'W w 

H>W H =W W >H 



1. b~f'I 

( ) VI~'! ( ) 'll1fl 

2. '1l1tj 

) ~1n~1 21 ll 
) 21 - 3011 

)31-4011 

) 41 - 5011 

) 51 - 6011 

) mnn~16011 

3. J':::U:::b'l'cnmml'i-.:i-.:i1'W 

) i:i'1lun~1 1 11 

)1-511 

)6-1011 

)11-1511 

) 16 2011 

) mnn~12011 

" ' ..... .:t <V ~ 0 Ci 

5. J':::!i1Un1J'f'lfflj-1'lJ'W'i'l'l'i'W1'Vl'i'l1bJ''"l . . 
)~1n~1~nu~Mn~1~'1l'WU~1u 

( )~nu~Mn~1~'1l'Wu~1u 

( ) uJ':::mf'luuu~J''Vl1-.:i:'i'Jl19!Yl (uri'll.) 

( ) UJ':::n1f'IUUU~J'i'W~'l'Vl1'1~1'Wb'VlAilA (U'l'i'l.) 

) uJ>:::mf'luuu~J'i'W'l'l-.:J'Vl1-.:i';)'Jl19!~ (uri'i'l.) . 
)m61.J61.J1~1 

)m~m61.Jb1.J1 

) mruru1b'Vl 

)m61.J61.J1b'1ln 

6. ~1bbV11l-.:i1'W'1l19!~ 

l J':::11ru~u!Jm1 
) J':::~U~'lVli:i1'11'W 

) J':::~rn'.i'9"11in1mr-J'Wn . 
)J':::~u~~1'Wriun1J'~1u 

7. n~ ~m9!~ 

) :'i'Jl19!~ (:'if'lrim, ~t!n-.:i1'Wuru9!, ~t!rn1'W 

mn~'W Vl1'1l ~'W1 'Vlbnm1i'1l-.:i) 

) ~J'n1J' (b~'ll1'4n1J', 'V'ltJn'l1'W~m1J', ~t!n-.:i1'W 
' ' ' 

~1'Wb'1ln'i'l1J' Vl1'1l ~'W1 'Vlbnm1i'1l-.:i) 

) b'l'lilu'W (~t!n-.:i1'W~~Yi'~!i1, ~t!n-.:i1'Wfo'l'VlJ'f"i'~v1 
-=!l d d d 'V 

VIJ''1l '1l'W1 'Vlbnfl'l'll'1l'I ) 

) n1J''ll1fl (~tJn'l1'W'll1m:.ii-.:ib'VlAilri (Technical 

Sales), ~tJn'l1'W'll1fl~'W1 (Salesperson)) 

)m~~J'm 

) n1J''ll'W~'I 

) n1J'f-J~~ 

) ~J'nr.iu1mJ' (-.:i1'W~1'W'lNuJ'~. mJ''Vl'1l-.:ib~m. Vl1'1l 
' ' ' 
~'W1 Vlbflfl'l1i'1l'I) 

) uJ':::bfl'Vl~'W1 

8. J':::~m1ufol'i'1lb~'1l'W 

) i:i'1Jun~1 3,000 m'Vl 

) 3,001 - 6,000 U1'Vl 

) 6,001 9,000 U1'Vl 

) 9,001 20,000 U1'Vl 

) 20,001 - 50,000 U1'Vl 

) 50,001 bb~:::mnn~1 



APPENDIX B 

Frequencies of Independent Variables 

Gender 

Female 230 50.3 % 

Male 227 49.7 % 

Total 457 100.0 % 

Age 

279 61.1 % 127 55.2 % 152 67.0 % 

44 9.6 % 17 7.4 % 27 11.9 % 

11 2.4 % 5 2.2 % 6 2.6 % 

More than 60 yrs 2 0.4 % 0.4 % 0.4 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Length of Marriage 

271 59.3 % 140 60.9 % 131 57.7 % 

95 20.8 % 36 15.7 % 59 26.0 % 

11-15 yrs 46 10.1 % 28 12.2 % 18 7.9 % 

16-20 yrs 5 1.1 % 2 .9% 3 1.3 % 

more than 20 yrs 18 3.9 % 10 4.3 % 8 3.5 % 

otal 457 100.0 % 230 100.0 % 227 100.0 % 



Number of Children 

158 34.6 % 74 32.2 % 84 37.0% 

86 18.8 % 43 18.7 % 43 18.9 % 

14 3.1 % 10 4.3% 4 1.8 % 

2 .4 % .4% .4 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Level of Education 

Less than high 
5 1.1 % 4 1.7 % 0.4 % 

chool 

High education 11 2.4 % 7 3.0 % 4 1.8 % 

ertificate 
6 1.3 % 3 1.3 % 3 1.3 % 

6 1.3 % 2 0.9 % 4 1.8 % 

11 2.4 % 7 3.0 % 4 1.8 % 

237 51.9 % 117 50.9 % 120 52.9 % 

raduate Diploma 13 2.8 % 12 5.2 % 0.4 % 

Master's Degree 167 36.5 % 78 33.9 % 89 39.2 % 

Doctoral Degree 0.2% 0 0% 0.4 % 

Total 457 100.0 230 100.0 % 227 100.0 % 



Level of Position 

Department 
101 22.1 % 44 19.1 % 57 25.1 % 

Manager 

Director 32 7.0 % 12 5.2 % 20 8.8 % 

wner 39 8.5 % 9 3.9 % 30 13.2 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Income Level 

2 0.4% 2 0.9 % 0 0% 

,001 - 6,000 THB 3 0.7 % 0 0% 3 1.3 % 

,001 - 9,000 THB 9 2.0 % 4 1.7 % 5 2.2 % 

89 19.5 % 72 31.3 % 17 7.5 % 

215 47.0 % 112 48.7% 103 45.4 % 

0,001 THB and 
138 30.2 % 40 17.4 % 98 43.2 % 

456 99.8 % 230 100.0 % 226 99.6 % 

Missing Value 0.2 % 0 0% 0.4 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 



Frequencies of Dependent Variables 

Monthly Budget 

Husband Only 21 4.6% 6 2.6 % 15 6.6 % 

Husband More 
78 

Influence 
17.1 % 36 15.7 % 42 18.5 % 

Husband Equal 
141 61.3 % 278 60.8 % 137 60.4 % 

ife 

ife More 
64 14.0 % 36 15.7 % 28 12.3 % 

ife Only 16 3.5 % 11 4.8% 5 2.2 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Saving 

Husband Only 20 4.4 % 6 2.6 % 14 6.2 % 

Husband More 
57 12.5 % 17 7.4 % 40 17.6 % 

Influence 

Husband Equal 
237 51.9 % 119 51.7 % 118 52.0 % 

ife 

ife More 
106 23.2 % 63 27.4 % 43 18.9 % 

ife Only 37 8.1 % 25 10.9 % 12 5.3 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 



Saving Institution 

Husband Only 22 4.8 % 5 2.2 % 17 7.5 % 

Husband More 
101 

Influence 
22.1 % 46 20.0 % 55 24.2 % 

Husband Equal 
235 

ife 
51.4 % 117 50.9 % 118 52.0 % 

ife More 
65 14.2 % 40 17.4 % 25 11.0 % 

ife Only 33 7.2 % 21 9.1 % 12 5.3 % 

456 99.8 % 228 99.2 % 227 100.0 % 

Missing Value 0.2 % 0.4 % 0 0% 

Total 457 100.0 % 229 99.6 % 227 100.0 % 

Investment 

Husband Only 35 7.7% 12 5.2 % 23 10.1 % 

Husband More 
137 30.0 % 56 24.3 % 81 35.7 % 

Influence 

Husband Equal 
223 48.8 % 119 51.7 % 104 45.8 % 

ife 

ife More 
38 8.3 % 32 13.9 % 6 2.6 % 

ife Only 20 4.4 % 10 4.3 % 10 4.4 % 

453 99.1 % 229 99.6 % 224 98.7 % 

Missing Value 4 0.9% 0.4 % 3 1.3 % 

Total 457 100.0 % 230 100.0 % 227 100 % 



Insurance for Wives 

Husband Only 23 5.0 % 8 3.5 % 15 6.6 % 

Husband More 
96 

Influence 
21.0 % 39 17.0 % 57 25.1 % 

Husband Equal 
171 37.4 % 91 39.6 % 80 35.2 % 

ife 

ife More 
115 25.2 % 58 25.2 % 57 25.1 % 

ife Only 50 10.9 % 34 14.8 % 16 7.0 % 

455 99.6 % 230 100.0 % 225 99.1 % 

Missing Value 2 0.4 % 0 0% 2 0.9 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Insurance for Husbands 

Husband Only 66 14.4 % 26 11.3 % 40 17.6 % 

Husband More 
167 36.5 % 79 34.3 % 88 38.8 % 

Influence 

Husband Equal 
167 36.5 % 94 40.9 % 73 32.2 % 

ife 

ife More 
39 8.5 % 18 7.8 % 21 9.3 % 

ife Only 14 3.1 % 11 4.8 % 3 1.3 % 

453 99.1 % 228 99.1 % 225 99.1 % 

Missing Value 4 0.9 % 2 0.9 % 2 0.9 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 



Insurance for Children 

Husband Only 16 3.5 % 4 1.7 % 12 5.3 % 

Husband More 

Influence 
64 14.0 % 19 8.3 % 45 19.8 % 

Husband Equal 

ife 
293 64.1 % 152 66.1 % 141 62.1 % 

ife More 
46 10.1 % 29 12.6 % 17 7.5 % 

ife Only 29 6.3 % 20 8.7 % 9 4.0 % 

448 98.0 % 224 97.4 % 224 98.7% 

Missing Value 9 2.0% 6 2.6 % 3 1.3 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Credit Card for Wives 

Husband Only 15 3.3 % 7 3.0 % 8 3.5 % 

Husband More 
47 10.3 % 21 9.1 % 26 11.5 % 

Influence 

Husband Equal 
104 22.8 % 49 21.3 % 55 24.2 % 

ife 

ife More 
134 29.3 % 67 29.1 % 67 29.5 % 

ife Only 155 33.9 % 86 37.4 % 69 30.4 % 

455 99.6 % 230 100.0 % 225 99.1 % 

Missing Value 2 0.4 % 0 0% 2 0.9 % 

Total 457 100.0 230 100.0 % 227 100.0 % 



Credit Card for Husbands 

Husband Only 161 35.2 % 82 35.7 % 79 34.8 % 

Husband More 
159 34.8 % 75 

Influence 
32.6 % 84 37.0 % 

Husband Equal 

ife 
90 19.7 % 51 22.2 % 39 17.2 % 

ife More 
32 7.0 % 13 5.7 % 19 8.4 % 

ife Only 9 2.0 % 6 2.6 % 3 1.3 % 

451 98.7 % 227 98.7 % 224 98.7 % 

Missing Value 6 1.3 % 3 1.3 % 3 1.3 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 

Large Purchase 

Husband Only 28 6.1 % 13 5.7 % 15 6.6 % 

Husband More 
98 21.4 % 34 14.8 % 64 28.2 % 

Influence 

Husband Equal 
295 64.6 % 164 71.3 % 131 57.7% 

ife 

ife More 
32 7.0 % 16 7.0 % 16 7.0 % 

ife Only 4 0.9 % 3 1.3 % 0.4 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 



Donation 

Husband Only 15 3.3 % 2 0.9 % 13 5.7 % 

Husband More 
31 

Influence 
6.8 % 5 2.2 % 26 11.5 % 

Husband Equal 
275 60.2 % 128 55.7 % 147 64.8 % 

ife 

ife More 
98 21.4 % 61 26.5 % 37 16.3 % 

ife Only 38 8.3 % 34 14.8 % 4 1.8 % 

Total 457 100.0 % 230 100.0 % 227 100.0 % 



APPENDIX C 

Chi-square Test - Responses from Female Respondents 

1. Education 

Level of Education *Saving (Female Respondents) 

Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 10.463a 4 .033 

Likelihood Ratio 10.043 4 .040 

Linear-by-Linear 
4.677 1 .031 

Association 

N of Valid Cases 230 

a. 1 cells (11.1 % ) have expected count less than 5. The 
minimum expected count is 2.20. 

Savina 

H>W H=W 
1 7 

2.2 12.0 

10 74 

12.3 67.3 

11 39 

7.5 40.7 

22 120 

22.0 120.0 

W>H Total 
15 23 

8.8 23.::J 

45 129 

49.4 129.::J 

28 7!3 

29.8 78.::J 
·-

88 23'.) 

88.0 230.::J 



Level of Education *Saving Institution (Female Respondents) 
Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 13.6048 4 .009 

Likelihood Ratio 13.649 4 .009 

Linear-by-Linear 
.269 1 .604 

Association 

N of Valid Cases 229 

a. O cells (.0%) have expected count less than 5. The 
minimum expected count is 5.12. 

Saving Institution 

H>W H=W W>H Total 
6 8 9 23 

5.1 11.8 6.1 23.0 

22 79 27 128 

28.5 65.4 34.1 128.0 

23 30 25 78 

17.4 39.9 20.8 78.0 

51 117 61 229 

51.0 117.0 61.0 229.0 

Level of Education* Credit Card for Wives (Female Respondents) 
Cross tab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 12.6838 4 .013 
Likelihood Ratio 14.220 4 .007 
Linear-by-Linear 

.602 1 .438 
Association 
N of Valid Cases 230 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.80. 

Credit Card for Wives 

H>W H=W W>H Total 
4 2 17 23 

2.8 4.9 15.3 23.0 

21 23 85 129 

15.7 27.5 85.8 129.0 

3 24 51 78 

9.5 16.6 51.9 78.0 

28 49 153 230 

28.0 49.0 153.0 230.0 



2. Income Level 

Income Level *Saving (Female Respondents) 

Crosstab 

H>W 
Income 9,001 - 20,000 THB Count 11 
Level Expected Count 7.1 

20,001 and 50,000 THB Count 7 
Expected Count 11.0 

50,001 THB and more Count 4 

Expected Count 3.9 

Total Count 22 

Expected Count 22.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 10.134a 4 .038 

Likelihood Ratio 10.098 4 .039 
Linear-by-Linear 

6.561 1 .010 
Association 

N of Valid Cases 224 

a. 1 cells (11.1 %) have expected count less than 5. The 
minimum expected count is 3.93. 

Savinq 

H=W 
41 

38.3 

63 

59.5 

15 

21.3 

119 

119.0 

W>H Total 
20 7:2 

26.7 72.1) 

42 11 :2 
41.5 112.1) 

21 41) 

14.8 40.1) 

83 22.i 

83.0 224.1) 



Income Level* Saving Institution (Female Respondents) 

Crosstab 

Savina Institution 

H>W 
Income 9,001 - 20,000 THB Count 
Level Expected Count 

20,001 and 50,000 THB Count 

Expected Count 

50,001 THB and more Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sidedl 
Pearson Chi-Square 17.761a 4 .001 
Likelihood Ratio 18.296 4 .001 
Linear-by-Linear 

2.303 1 .129 Association 

N of Valid Cases 223 

a. O cells (.0%) have expected count less than 5. The 
minimum expected count is 9.15. 

23 

16.2 

15 

25.6 

13 

9.1 

51 

51.0 

H=W 
33 

36.3 

69 

57.3 

12 

20.4 

114 

114.0 

Income Level* Investment (Female Respondents) 

Crosstab 

Income 9,001 - 20,000 THB Count 
Level Expected Count 

20,001 and 50,000 THB Count 

Expected Count 

50,001 THB and more Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sidedl 
Pearson Chi-Square 17.847a 4 .001 

Likelihood Ratio 17.892 4 .001 

Linear-by-Linear 
.415 1 .520 

Association 

N of Valid Cases 223 

a. O cells (.0%) have expected count less than 5. The 
minimum expected count is 7.35. 

Investment 

H>W H=W 
22 38 

21.0 37.8 

27 69 

32.4 58.2 

16 10 

11.7 21.0 

65 117 

65.0 117.0 

W>H 
15 

18.5 

28 

29.1 

15 

10.4 

58 

58.0 

W>H 
12 

13.2 

15 

20.4 

14 

7.4 

41 

41.0 

Total 
71 

71.0 

112 

112.0 

40 

40.0 

223 

223.0 

Total 
7:2 

72.1) 

111 

111.1) 

41) 

40.1) 
·-

22:3 

223.1) 



Income Level *Credit Card for Wives (Female Respondents) 

Crosstab 

Credit Card for Wives 

H>W H=W W>H 
Income 9,001 - 20,000 THB Count 
Level Expected Count 

20,001 and 50,000 THB Count 

Expected Count 

50,001 THB and more Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 13.147a 4 .011 

Likelihood Ratio 16.771 4 .002 

Linear-by-Linear 
7.791 1 .005 

Association 

N of Valid Cases 224 

a. 1 cells (11.1 % ) have expected count less than 5. The 
minimum expected count is 4.82. 

16 13 43 

8.7 15.8 47.6 

11 26 75 

13.5 24.5 74.0 

0 10 30 

4.8 8.8 26.4 

27 49 148 

27.0 49.0 148.0 

Total 
7:2 

72.i) 
·-

11:2 
112.1) 

·-
41) 

40.1) 

224 
224.1) 



3. Level of Position 

Level of Position * Monthly Budget (Female Respondents) 

Crosstab 

Husband 
More 

Influence 
Level of Officer Count 27 
Position Expected Count 21.2 

Supervisor Count 5 
Expected Count 8.9 

Department Manager Count 6 
Expected Count 8.0 

Director/ Owner Count 4 
Expected Count 3.8 

Total Count 42 
Expected Count 42.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 18.0028 6 .006 
Likelihood Ratio 18.588 6 .005 
Linear-by-Linear 

10.082 1 .001 
Association 

N of Valid Cases 230 

a. 2 cells (16.7%) have expected count Jess than 5. The 
minimum expected count is 3.83. 

Monthly Budqet 

Husband Wife More 
Equal Wife Influence 

77 12 

71.1 23.7 

31 13 

30.0 10.0 

23 15 

27.0 9.0 

10 7 

12.9 4.3 

141 47 

141.0 47.0 

Total 
115 

116.'.l 
·-

49 

49.'.l 

44 

44.'.l 

21 

21.'.l 

23'.l 

230.'.l 



Level of Position* Saving (Female Respondents) 
Crosstab 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 
Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 16.2333 6 .013 
Likelihood Ratio 16.010 6 .014 
Linear-by-Linear 

4.027 1 .045 Association 

N of Valid Cases 230 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is 2.01. 

12 

11.1 

3 

4.7 

3 

4.2 

4 

2.0 

22 

22.0 

SavinQ 

H=W 
67 

60.5 

31 

25.6 

16 

23.0 

6 

11.0 

120 

120.0 

W>H 
37 

44.4 

15 

18.7 

25 

16.8 

11 

8.0 

88 

88.0 

Level of Position *Investment (Female Respondents) 
Crosstab 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sidedl 
Pearson Chi-Square 17.9273 6 .006 
Likelihood Ratio 17.791 6 .007 
Linear-by-Linear 

1.220 1 .269 Association 
N of Valid Cases 229 

a. 1 cells (8.3%) have expected count less than 5. The 
minimum expected count is 3.85. 

36 

34.1 

9 

14.6 

15 

13.1 

8 

6.2 

68 

68.0 

Investment 

H=W W>H 
63 16 

59.8 21.1 

34 6 

25.5 9.0 

15 14 

22.9 8.1 

7 6 

10.9 3.9 

119 42 

119.0 42.0 

Total 
116 

116.0 

49 

49.0 

44 

44.0 

21 

21.0 

230 

230.0 

Total 
11 :5 

115.1) 

49 

49.1) 

44 
44.1) 

21 

21.1) 

229 

229.1) 



Level of Position * Insurance for Children (Female Respondents) 
Crosstab 

Insurance for Children 
H>W H=W W>H 

Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 
Director/ Owner Count 

Expected Count 
Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 15.3928 6 .017 
Likelihood Ratio 15.938 6 .014 
Linear-by-Linear 

5.559 1 .018 Association 

N of Valid Cases 224 

a. 4 cells (33.3%) have expected count less than 5. The 
minimum expected count is 2.16. 

14 83 15 
11.5 76.0 24.5 

2 33 13 
4.9 32.6 10.5 

6 21 16 
4.4 29.2 9.4 

1 15 5 
2.2 14.3 4.6 

23 152 49 
23.0 152.0 49.0 

Total 
112 

112.0 

48 

48.0 

43 
43.0 

21 

21.0 

224 

224.0 

Level of Position* Credit Card for Wives (Female Respondents) 
Crosstab 

Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 21.601 8 6 .001 

Likelihood Ratio 27.419 6 .000 

Linear-by-Linear 
.001 1 .978 

Association 

N of Valid Cases 230 

a. 2 cells (16.7%) have expected count less than 5. The 
minimum expected count is 2.56. 

Credit Card for Wives 

H >W H =W W >H Total 
22 17 77 1113 

14.1 24.7 77.2 116.1) 

0 13 36 49 

6.0 10.4 32.6 49.1) 

2 11 31 4.i 

5.4 9.4 29.3 44.1) 

4 8 9 21 

2.6 4.5 14.0 21.1) 

28 49 153 231) 

28.0 49.0 153.0 230.1) 



SL ' s 

Level of Position* Large Purchase (Female Respondents) 
Crosstab 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 17.611a 6 .007 
Likelihood Ratio 18.329 6 .005 
Linear-by-Linear 

.084 1 .772 Association 

N of Valid Cases 230 

a. 4 cells (33.3%) have expected count less than 5. The 
minimum expected count is 1.73. 

28 

23.7 

3 

10.0 

7 

9.0 

9 

4.3 

47 

47.0 

Laroe Purchase 

H =W W>H 
80 8 

82.7 9.6 

43 3 

34.9 4.0 

32 5 

31.4 3.6 

9 3 

15.0 1.7 

164 19 

164.0 19.0 

Level of Position * Donation (Female Respondents) 
Crosstab 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 
Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.898a 6 .021 

Likelihood Ratio 15.459 6 .017 

Linear-by-Linear 
5.296 1 .021 

Association 

N of Valid Cases 230 

a. 4 cells (33.3%) have expected count less than 5. The 
minimum expected count is .64. 

4 

3.5 

0 

1.5 

1 

1.3 

2 

.6 

7 

7.0 

Donation 

H=W W>H 
72 40 

64.6 47.9 

31 18 

27.3 20.2 

18 25 

24.5 18.2 

7 12 

11.7 8.7 
128 95 

128.0 95.0 

Total 
1113 

116.1) 

4~3 

49.0 

4.i 

44.0 

21 
21.1) 

230 
230.1) 

Total 
116 

116.0 

49 

49.0 

44 

44.0 

21 

21.0 

230 

230.0 



4. Length of Marriage 

Length of Marriage* Monthly Budget (Female Respondents) 

Cross tab 

Husband 
More 

Influence 
Length of 1ysto5yrs Count 34 
Marriage Expected Count 28.1 

5-15yrs Count 7 
Expected Count 11.7 

more than 15 yrs Count 1 
Expected Count 2.2 

Total Count 42 
Expected Count 42.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 21.588a 4 .000 

Likelihood Ratio 20.386 4 .000 

Linear-by-Linear 
17.530 1 .000 

Association 

N of Valid Cases 230 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.19. 

Monthly BudQet 

Husband Wife More 
Equal Wife Influence Total 

101 19 154 

94.4 31.5 154.0 

35 22 64 

39.2 13.1 64.0 

5 6 12 

7.4 2.5 12.0 

141 47 230 

141.0 47.0 230.0 



Length of Marriage* Saving (Female Respondents) 
Cross tab 

H>W 
Length of 1ysto5yrs Count 19 
Marriage Expected Count 14.7 

5-15yrs Count 2 
Expected Count 6.1 

more than 15 yrs Count 1 
Expected Count 1.1 

Total Count 22 
Expected Count 22.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 35.5878 4 .000 

Likelihood Ratio 35.549 4 .000 

Linear-by-Linear 
16.613 1 .000 

Association 

N of Valid Cases 230 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.15. 

Savina 

H=W W>H 
95 40 

80.3 58.9 

18 44 

33.4 24.5 

7 4 

6.3 4.6 

120 88 

120.0 88.0 

Total 
154 

154.0 

64 

64.0 

12 

12.0 

230 

230.0 

Length of Marriage* Saving Institution (Female Respondents) 
Crosstab 

Savina Institution 

H>W 
Length of 1ysto5yrs Count 37 
Marriage Expected Count 34.1 

5-15yrs Count 11 
Expected Count 14.3 

more than 15 yrs Count 3 
Expected Count 2.7 

Total Count 51 
Expected Count 51.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.3628 4 .006 

Likelihood Ratio 13.940 4 .007 

Linear-by-Linear 
6.824 1 .009 

Association 

N of Valid Cases 229 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.67. 

H=W 
87 

78.2 

26 

32.7 

4 

6.1 

117 

117.0 

W>H Total 
29 153 

40.8 153.0 

27 64 

17.0 64.0 

5 12 

3.2 12.0 

61 229 

61.0 229.0 



Length of Marriage* Investment (Female Respondents) 
Crosstab 

H>W 
Length of 1 ys to 5 yrs Count 47 
Marriage Expected Count 45.4 

5 - 15 yrs Count 15 
Expected Count 19.0 

more than 15 yrs Count 6 
Expected Count 3.6 

Total Count 68 
Expected Count 68.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 25.2298 4 .000 
Likelihood Ratio 26.020 4 .000 
Linear-by-Linear 

5.333 1 .021 Association 

N of Valid Cases 229 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.20. 

Investment 

H=W W>H 
90 16 

79.5 28.1 
28 21 

33.3 11.7 

1 5 
6.2 2.2 
119 42 

119.0 42.0 

Total 
15:l 

153.D 

64 

64.D 

1:~ 

12.D 
22!) 

229.D 

Length of Marriage* Insurance for Wives (Female Respondents) 
Crosstab 

Insurance for Wives 

H>W 
Length of 1 ys to 5 yrs Count 31 
Marriage Expected Count 31.5 

5-15yrs Count 15 
Expected Count 13.1 

more than 15 yrs Count 1 
Expected Count 2.5 

Total Count 47 
Expected Count 47.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 16.8328 4 .002 

Likelihood Ratio 17.308 4 .002 

Linear-by-Linear 
6.325 1 .012 

Association 

N of Valid Cases 230 

a. 3 cells (33.3%) have expected count less than 5. The 
minimum expected count is 2.45. 

H=W W>H 
72 51 

60.9 61.6 

18 31 

25.3 25.6 

1 10 

4.7 4.8 

91 92 

91.0 92.0 

Total 
154 

154.0 
5,i 

64.D 

1 :~ 

12.0 
231) 

230.D 



Length of Marriage* Insurance for Husbands (Female Respondents) 
Crosstab 

Insurance for Husbands 

H>W 
Length of 1 ys to 5 yrs Count 66 
Marriage Expected Count 70.9 

5-15yrs Count 33 
Expected Count 28.6 

more than 15 yrs Count 6 
Expected Count 5.5 

Total Count 105 
Expected Count 105.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sidedl 
Pearson Chi-Square 19.898a 4 .001 
Likelihood Ratio 18.742 4 .001 
Linear-by-Linear 

.587 1 .444 Association 

N of Valid Cases 228 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.53. 

H=W W>H 
75 13 

63.5 19.6 

18 11 

25.6 7.9 

1 5 

4.9 1.5 

94 29 

94.0 29.0 

Total 
154 

154.0 

62 

62.0 

12 

12.0 

228 

228.0 

Length of Marriage* Insurance for Children (Female Respondents) 
Crosstab 

Insurance for Children 

H>W 
Length of 1ysto5yrs Count 17 
Marriage Expected Count 15.4 

5-15yrs Count 6 
Expected Count 6.4 

more than 15 yrs Count 0 

Expected Count 1.2 

Total Count 23 
Expected Count 23.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 32.266a 4 .000 

Likelihood Ratio 27.197 4 .000 

Linear-by-Linear 
18.550 1 .000 

Association 

N of Valid Cases 224 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.23. 

H=W W>H 
111 22 

101.8 32.8 

39 17 

42.1 13.6 

2 10 

8.1 2.6 

152 49 

152.0 49.0 

Total 
150 

150.0 

62 

62.0 

12 

12.0 

224 

224.0 



Length of Marriage* Large Purchase (Female Respondents) 
Crosstab 

H>W 
Length of 1ysto5yrs Count 
Marriage Expected Count 

5-15yrs Count 

Expected Count 

more than 15 yrs Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.002a 4 .007 
Likelihood Ratio 12.669 4 .013 
Linear-by-Linear 

2.105 1 .147 Association 
N of Valid Cases 230 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is .99. 

31 

31.5 

14 

13.1 

2 

2.5 

47 

47.0 

Lame Purchase 

H=W W>H 
117 6 

109.8 12.7 

38 12 

45.6 5.3 

9 1 

8.6 1.0 

164 19 

164.0 19.0 

Length of Marriage * Donation (Female Respondents) 
Crosstab 

H>W 
Length of 1ysto5yrs Count 
Marriage Expected Count 

5-15yrs Count 

Expected Count 

more than 15 yrs Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 21.461a 4 .000 

Likelihood Ratio 22.768 4 .000 

Linear-by-Linear 
19.467 1 .000 

Association 

N of Valid Cases 230 

a. 4 cells (44.4%) have expected count less than 5. The 
minimum expected count is .37. 

6 

4.7 

1 

1.9 

0 

.4 

7 

7.0 

Donation 

H=W W>H 
98 50 

85.7 63.6 

29 34 

35.6 26.4 

1 11 

6.7 5.0 

128 95 

128.0 95.0 

Total 
154 

154.0 

64 

64.0 

1 ;~ 

12.0 

230 

230.0 

Total 
154 

154.0 

64 

64.0 

1 ;~ 

12.0 

230 

230.0 



5. Number of Children 

Number of Children* Monthly Budget (Female Respondents) 

Cross tab 

Monthly BudQet 

Husband 
More Husband 

Influence Equal Wife 
Number of 0 Count 18 72 
Children Expected Count 18.7 62.4 

1 Count 15 44 

Expected Count 13.6 45.2 

2 Count 7 22 

Expected Count 7.9 26.3 

3 Count 2 2 

Expected Count 1.8 6.1 

Total Count 42 140 

Expected Count 42.0 140.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 19.726a 6 .003 

Likelihood Ratio 18.307 6 .006 

Linear-by-Linear 
6.867 1 .009 

Association 

N of Valid Cases 229 

a. 2 cells (16.7%) have expected count less than 5. The 
minimum expected count is 1.83. 

Wife More 
Influence Total 

12 102 

20.9 102.0 

15 74 

15.2 74.0 

14 43 

8.8 43.0 

6 10 

2.1 10.0 

47 229 

47.0 229.0 



Number of Children *Saving (Female Respondents) 
Crosstab 

Savina 

H>W H=W 
Number of 0 Count 10 66 
Children Expected Count 9.8 53.4 

1 Count 8 36 

Expected Count 7.1 38.8 

2 Count 3 17 

Expected Count 4.1 22.5 

3 Count 1 1 

Expected Count 1.0 5.2 

Total Count 22 120 

Expected Count 22.0 120.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 20.0488 6 .003 

Likelihood Ratio 20.850 6 .002 

Linear-by-Linear 
11.930 1 .001 

Association 

N of Valid Cases 229 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is .96. 

W>H Total 
26 102 

38.8 102.C 
·-

30 74 

28.1 74.C 

23 42 

16.3 43.C 

8 1C 

3.8 10.C 

87 22~ 

87.0 229.C 

Number of Children *Saving Institution (Female Respondents) 
Crosstab 

Savina Institution 

H>W 
Number of 0 Count 29 
Children Expected Count 22.6 

1 Count 13 

Expected Count 16.6 

2 Count 8 

Expected Count 9.6 

3 Count 1 

Expected Count 2.2 

Total Count 51 

Expected Count 51.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.6488 6 .023 

Likelihood Ratio 13.597 6 .034 

Linear-by-Linear 
9.412 1 .002 

Association 

N of Valid Cases 228 

a. 2 cells (16.7%) have expected count less than 5. The 
minimum expected count is 2.24. 

H=W 
51 

51.4 

44 

37.6 

18 

21.9 

3 

5.1 

116 

116.0 

W>H Total 
21 101 

27.0 101.C 

17 74 

19.8 74.C 

17 42 
11.5 43.C 

6 1C 

2.7 10.C 

61 22E 
61.0 228.C 



Number of Children * Investment (Female Respondents) 
Crosstab 

Investment 
H>W H=W 

Number of 0 Count 27 63 
Children Expected Count 29.7 52.7 

1 Count 25 35 
Expected Count 21.7 38.6 

2 Count 13 18 
Expected Count 12.6 22.4 

3 Count 2 3 
Expected Count 2.9 5.2 

Total Count 67 119 
Expected Count 67.0 119.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 15.8428 6 .015 
Likelihood Ratio 14.500 6 .025 
Linear-by-Linear 

3.407 1 .065 Association 

N of Valid Cases 228 

a. 2 cells (16.7%) have expected count less than 5. The 
minimum expected count is 1.84. 

W>H Total 
11 101 

18.6 101.C 
14 74 

13.6 74.C 

12 42 

7.9 43.C 

5 1C 

1.8 10.C 
42 22E 

42.0 228.C 

Number of Children * Insurance for Children (Female Respondents) 
Cross tab 

Insurance for Children 

H>W H=W 
Number of 0 Count 5 
Children Expected Count 9.9 

1 Count 10 

Expected Count 7.6 

2 Count 8 

Expected Count 4.4 

3 Count 0 

Expected Count 1.0 

Total Count 23 

Expected Count 23.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 21.9828 6 .001 

Likelihood Ratio 22.460 6 .001 

Linear-by-Linear 
1.447 1 .229 

Association 

N of Valid Cases 223 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is 1.03. 

79 

65.0 

42 

50.1 

25 

29.1 

5 

6.8 

151 

151.0 

W>H 
12 

21.1 

22 

16.3 

10 

9.4 

5 

2.2 

49 

49.0 

Total 
9E 

96.C 

74 

74.C 

42 

43.C 

1C 

10.C 

222 

223.C 



APPENDIX D 

Chi-square Test - Responses from Male Respondents 

1. Education 

Level of Education * Monthly Budget (Male Respondents) 
Cross tab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 29.0558 4 .000 
Likelihood Ratio 29.428 4 .000 
Linear-by-Linear 

24.432 1 .000 Association 

N of Valid Cases 227 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.33. 

Monthly Budget 

Husband 
More Husband Wife More 

Influence Equal Wife Influence 
11 5 0 

4.0 9.7 2.3 

36 71 14 

30.4 73.0 17.6 

10 61 19 

22.6 54.3 13.1 

57 137 33 

57.0 137.0 33.0 

Total 
16 

16.0 

121 

121.0 

90 

90.0 

227 

227.0 



Level of Education* Saving Institution (Male Respondents) 
Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 11.103a 4 .025 
Likelihood Ratio 13.583 4 .009 
Linear-by-Linear 

1.095 1 .295 Association 

N of Valid Cases 227 

a. 1 cells (11.1 %) have expected count less than 5. The 
minimum expected count is 2.61. 

Savinq Institution 

H>W H =W W >H 
7 9 0 

5.1 8.3 2.6 

42 53 26 

38.4 62.9 19.7 

23 56 11 

28.5 46.8 14.7 

72 118 37 

72.0 118.0 37.0 

Level of Education * Insurance for Wives (Male Respondents) 
Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 27.380a 4 .000 

Likelihood Ratio 27.172 4 .000 

Linear-by-Linear 
10.600 1 .001 

Association 

N of Valid Cases 225 

a. O cells (.0%) have expected count less than 5. The 
minimum expected count is 5.12. 

Insurance for Wives 

H>W H=W W> H 
2 10 4 

5.1 5.7 5.2 

52 42 25 

38.1 42.3 38.6 

18 28 44 

28.8 32.0 29.2 

72 80 73 

72.0 80.0 73.0 

Total 
15 

16.::l 

121 

121.::l 

9::l 

90.::l 

227 
227.::l 

Total 
16 

16.::l 

119 

119.::l 

90 
90.D 

225 

225.D 



Level of Education * Insurance for Children (Male Respondents) 
Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 13.3338 4 .010 
Likelihood Ratio 15.325 4 .004 
Linear-by-Linear 

11.308 1 .001 Association 

N of Valid Cases 224 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.86. 

Insurance for Children 

H>W H=W W>H Total 
5 11 0 15 

4.1 10.1 1.9 16.J 

39 71 10 12'.l 

30.5 75.5 13.9 120.J 

13 59 16 88 

22.4 55.4 10.2 88.J 

57 141 26 224 

57.0 141.0 26.0 224.J 

Level of Education* Credit Card for Wives (Male Respondents) 
Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 15.0728 4 .005 
Likelihood Ratio 14.438 4 .006 
Linear-by-Linear 

7.547 1 .006 Association 

N of Valid Cases 225 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.42. 

Credit Card for Wives 

H>W H=W W>H Total 
3 9 4 15 

2.4 3.9 9.7 16.J 

20 31 68 119 

18.0 29.1 71.9 119.J 

11 15 64 9::J 

13.6 22.0 54.4 90.J 
·-

34 55 136 225 

34.0 55.0 136.0 225.J 



Level of Education *Credit Card for Husbands (Male Respondents) 
Crosstab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 13.0298 4 .011 
Likelihood Ratio 12.653 4 .013 
Linear-by-Linear 

10.714 1 .001 Association 

N of Valid Cases 224 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.57. 

Credit Card for Husbands 
H>W H=W W>H 

7 6 3 

11.6 2.8 1.6 

81 23 14 

85.9 20.5 11.6 

75 10 5 

65.5 15.7 8.8 

163 39 22 

163.0 39.0 22.0 

Level of Education* Large Purchase (Male Respondents) 
Cross tab 

Level of Less than high school Count 
Education to Diploma Expected Count 

Bacherlor's Degree Count 
and Graduate Diploma Expected Count 

Master's and Doctoral Count 
Degree Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 11.1778 4 .025 

Likelihood Ratio 11.441 4 .022 

Linear-by-Linear 
2.354 1 .125 

Association 

N of Valid Cases 227 

a. 1 cells (11.1 %) have expected count less than 5. The 
minimum expected count is 1.20. 

LarQe Purchase 

H>W H=W W > H 
9 5 2 

5.6 9.2 1.2 

40 77 4 

42.1 69.8 9.1 

30 49 11 

31.3 51.9 6.7 

79 131 17 

79.0 131.0 17.0 

Total 
15 

16.J 

118 

118.J 
·-

9J 

90.J 
·-

224 

224.J 

Total 
15 

16.J 

121 

121.J 

9J 

90.J 

227 
227.J 



2. Income Level 

Income Level *Saving Institution (Male Respondents) 
Crosstab 

Savina Institution 
H>W H=W 

Income 9,001 - 20,000 THB Count 3 6 
Level Expected Count 5.4 8.8 

20,001 and 50,000 THB Count 39 53 
Expected Count 32.6 53.4 

50,001 THB and more Count 27 54 
Expected Count 31.0 50.8 

Total Count 69 113 
Expected Count 69.0 113.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 15.701 8 4 .003 
Likelihood Ratio 13.034 4 .011 
Linear-by-Linear 

.192 1 .662 Association 

N of Valid Cases 218 

a. 1 cells (11.1 %) have expected count less than 5. The 
minimum expected count is 2.81. 

W>H 
8 

2.8 

11 

17.0 

17 

16.2 

36 
36.0 

Income Level * Insurance for Children (Male Respondents) 
Cross tab 

Insurance for Children 

H>W 
Income 9,001 - 20,000 THB Count 5 
Level Expected Count 4.4 

20,001 and 50,000 THB Count 35 
Expected Count 26.3 

50,001 THB and more Count 16 
Expected Count 25.3 

Total Count 56 
Expected Count 56.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 19.7628 4 .001 

Likelihood Ratio 20.695 4 .000 

Linear-by-Linear 
13.273 1 .000 

Association 

N of Valid Cases 215 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.06. 

H=W W>H 
11 1 

10.5 2.1 

62 4 

62.5 12.2 

60 21 

60.0 11.7 

133 26 

133.0 26.0 

Total 
11 

17.0 

10:3 
103.1) 

9'3 

98.0 

21'3 

218.0 

Total 
11 

17.1) 

101 

101.1) 

97 
97.0 

21:5 

215.0 



3. Level of Position 

Level of Position * Monthly Budget (Male Respondents) 
Crosstab 

Husband 
More 

Influence 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 23.759a 6 .001 
Likelihood Ratio 24.802 6 .000 
Linear-by-Linear 

13.085 1 .000 
Association 

N of Valid Cases 227 

a. 0 cells (.0%) have expected count less than 5. The 
minimum expected count is 6.83. 

14 

11.8 

24 

18.3 

11 

14.3 

8 

12.6 

57 

57.0 

Monthlv Budaet 

Husband Wife More 
Equal Wife Influence 

28 5 

28.4 6.8 

47 2 

44.1 10.6 

36 10 

34.4 8.3 

26 16 

30.2 7.3 

137 33 

137.0 33.0 

Total 
47 

47.J 
·-

73 

73.J 

57 

57.J 
5'.) 

50.J 

227 

227.J 



St~ 

Level of Position* Saving (Male Respondents) 
Crosstab 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 20.7938 6 .002 

Likelihood Ratio 20.719 6 .002 

Linear-by-Linear 
5.136 1 .023 

Association 

N of Valid Cases 227 

a. 0 cells (.0%) have expected count less than 5. The 
minimum expected count is 11.18. 

9 

11.2 

28 

17.4 

8 

13.6 

9 

11.9 

54 

54.0 

Savinq 

H=W 
32 

24.2 

27 

37.6 

34 

29.4 

24 

25.8 

117 

117.0 

W>H Total 
6 47 

11.6 47.0 

18 73 

18.0 73.0 

15 57 

14.1 57.0 

17 50 

12.3 50.0 

56 227 

56.0 227.0 

Level of Position * Insurance for Wives (Male Respondents) 
Crosstab 

Insurance for Wives 

H>W H=W W>H 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.491 a 6 .025 
Likelihood Ratio 15.773 6 .015 

Linear-by-Linear 
2.368 1 .124 

Association 

N of Valid Cases 225 

a. o cells (.0%) have expected count less than 5. The 
minimum expected count is 14.72. 

18 22 6 

14.7 16.4 14.9 

23 24 25 

23.0 25.6 23.4 

12 19 26 

18.2 20.3 18.5 

19 15 16 

16.0 17.8 16.2 

72 80 73 

72.0 80.0 73.0 

Total 
413 

46.1) 

7:2 
72.1) 

5'7 
57.1) 

51) 

50.1) 

22:5 

225.1) 



Level of Position* Credit Card for Wives (Male Respondents) 
Cross tab 

Credit Card for Wives 

H >W 
Level of Officer Count 12 
Position Expected Count 7.0 

Supervisor Count 13 
Expected Count 10.9 

Department Manager Count 2 
Expected Count 8.6 

Director/ Owner Count 7 
Expected Count 7.6 

Total Count 34 
Expected Count 34.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.445a 6 
Likelihood Ratio 16.293 6 
Linear-by-Linear 

7.787 1 Association 

N of Valid Cases 225 

a. 0 cells (.0%) have expected count less than 5. The 
minimum expected count is 6.95. 

.025 

.012 

.005 

H=W W>H 
14 20 

11.2 27.8 

16 43 

17.6 43.5 

16 39 

13.9 34.5 

9 34 

12.2 30.2 

55 136 

55.0 136.0 

Total 
413 

46.0 

7:2 
72.1) 

51 

57.0 

50 

50.0 

22:5 

225.1) 

Level of Position* Credit Card for Husbands (Male Respondents) 
Cross tab 

Credit Card for Husbands 

H>W 
Level of Officer Count 26 
Position Expected Count 33.5 

Supervisor Count 61 
Expected Count 51.7 

Department Manager Count 41 
Expected Count 41.5 

Director/ Owner Count 35 
Expected Count 36.4 

Total Count 163 
Expected Count 163.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.534a 6 .024 
Likelihood Ratio 15.001 6 .020 
Linear-by-Linear 

.351 1 .554 Association 

N of Valid Cases 224 

a. 2 cells (16.7%) have expected count less than 5. The 
minimum expected count is 4.52. 

H=W W>H 
14 6 

8.0 4.5 

5 5 

12.4 7.0 

9 7 

9.9 5.6 

11 4 

8.7 4.9 

39 22 

39.0 22.0 

Total 
46 

46.0 

71 

71.0 

57 

57.0 

50 

50.0 

224 

224.0 



Level of Position * Large Purchase (Male Respondents) 
Cross tab 

Larqe Purchase 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 14.400a 6 .025 

Likelihood Ratio 14.307 6 .026 
Linear-by-Linear 

2.580 1 .108 Association 

N of Valid Cases 227 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is 3.52. 

18 

16.4 

31 

25.4 

14 

19.8 

16 

17.4 

79 

79.0 

H=W 
25 

27.1 

38 

42.1 

42 

32.9 

26 

28.9 

131 

131.0 

Level of Position * Donation (Male Respondents) 
Cross tab 

H>W 
Level of Officer Count 
Position Expected Count 

Supervisor Count 

Expected Count 

Department Manager Count 

Expected Count 

Director/ Owner Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 17.858a 6 .007 
Likelihood Ratio 18.942 6 .004 
Linear-by-Linear 

.907 1 .341 Association 
N of Valid Cases 227 

a. O cells (.0%) have expected count less than 5. The 
minimum expected count is 8.07. 

6 

8.1 

9 

12.5 

12 

9.8 

12 

8.6 

39 

39.0 

Donation 

H=W 
39 

30.4 

42 

47.3 

35 

36.9 

31 

32.4 

147 

147.0 

W>H 
4 

3.5 

4 

5.5 

1 

4.3 

8 
3.7 

17 

17.0 

W>H 
2 

8.5 

22 

13.2 

10 

10.3 

7 

9.0 

41 

41.0 

Total 
41 

47.0 

7:3 
73.0 

51 
57.1) 

·-
50 

50.0 

221 
227.i) 

Total 
41 

47.0 

7:3 
73.1) 

51 
57.0 

·-
51) 

50.1) 

221 
227.1) 



4. Length of Marriage 

Length of Marriage* Saving (Male Respondents) 
Crosstab 

H>W 
Length of 1ysto5yrs Count 28 
Marriage Expected Count 33.1 

5-15yrs Count 20 
Expected Count 18.3 

more than 15 yrs Count 6 
Expected Count 2.6 

Total Count 54 
Expected Count 54.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 9.5308 4 .049 

Likelihood Ratio 11.092 4 .026 
Linear-by-Linear 

3.121 1 .077 Association 

N of Valid Cases 227 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 2.62. 

Savinq 

H=W 
77 

71.6 

35 

39.7 

5 

5.7 
117 

117.0 

W>H Total 
34 139 

34.3 139.0 

22 77 

19.0 77.0 

0 11 

2.7 11.0 

56 227 

56.0 227.0 



Length of Marriage* Saving Institution (Male Respondents) 
Crosstab 

Savinq Institution 

H>W 
Length of 1ysto5yrs Count 43 
Marriage Expected Count 44.1 

5-15yrs Count 22 
Expected Count 24.4 

more than 15 yrs Count 7 
Expected Count 3.5 

Total Count 72 
Expected Count 72.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 9.606a 4 .048 
Likelihood Ratio 10.413 4 .034 
Linear-by-Linear 

.210 1 .647 Association 

N of Valid Cases 227 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.79. 

H=W 
77 

72.3 

37 

40.0 

4 

5.7 

118 

118.0 

W>H Total 
19 130 

22.7 139.0 

18 7? 
12.6 77.0 

0 1 ·1 

1.8 11.0 

37 22~7 

37.0 227.0 

Length of Marriage* Insurance for Wives (Male Respondents) 
Cross tab 

Insurance for Wives 

H>W H=W W>H Total 
Length of 1 ys to 5 yrs Count 
Marriage Expected Count 

5 - 15 yrs Count 

Expected Count 

more than 15 yrs Count 

Expected Count 

Total Count 

Expected Count 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 24.796a 4 .000 

Likelihood Ratio 26.363 4 .000 

Linear-by-Linear 
.864 1 .353 

Association 

N of Valid Cases 225 

a. 3 cells (33.3%) have expected count less than 5. The 
minimum expected count is 3.52. 

43 62 34 130 

44.5 49.4 45.1 139.0 

25 12 38 7r ,) 

24.0 26.7 24.3 75.0 

4 6 1 1 ·1 

3.5 3.9 3.6 11.0 

72 80 73 22!) 

72.0 80.0 73.0 225.0 



Length of Marriage* Insurance for Husbands (Male Respondents) 
Crosstab 

Insurance for Husbands 

H>W 
Length of 1ysto5yrs Count 70 
Marriage Expected Count 77.9 

5-15yrs Count 51 
Expected Count 43.8 

more than 15 yrs Count 7 
Expected Count 6.3 

Total Count 128 
Expected Count 128.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 10.101a 4 .039 
Likelihood Ratio 10.507 4 .033 
Linear-by-Linear 

1.084 1 .298 
Association 

N of Valid Cases 225 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is 1.17. 

H=W W>H 
55 12 

44.4 14.6 

15 11 

25.0 8.2 

3 1 

3.6 1.2 

73 24 

73.0 24.0 

Total 
13".7 

137.0 
·-

77 

77.0 
1 ·1 

11.0 
22!) 

225.0 

Length of Marriage* Large Purchase (Male Respondents) 
Crosstab 

H>W 
Length of 1 ys to 5 yrs Count 37 
Marriage Expected Count 48.4 

5-15yrs Count 35 
Expected Count 26.8 

more than 15 yrs Count 7 
Expected Count 3.8 

Total Count 79 
Expected Count 79.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 19.936a 4 .001 
Likelihood Ratio 20.194 4 .000 
Linear-by-Linear 

5.254 1 .022 
Association 

N of Valid Cases 227 

a. 2 cells (22.2%) have expected count less than 5. The 
minimum expected count is .82. 

Laroe Purchase 

H=W W>H Total 
95 7 139 

80.2 10.4 139.0 

32 10 77 

44.4 5.8 77.0 

4 0 11 

6.3 .8 11.0 

131 17 227 

131.0 17.0 227.0 



5. Number of Children 

Number of Children *Saving (Male Respondents) 
Crosstab 

Saving 

H>W H=W 
Number of 0 Count 17 52 
Children Expected Count 22.7 48.8 

1 Count 22 48 

Expected Count 20.1 43.1 
2 Count 15 13 

Expected Count 10.3 22.1 

3 Count 0 3 
Expected Count 1.0 2.1 

Total Count 54 116 

Expected Count 54.0 116.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 13.9398 6 .030 
Likelihood Ratio 15.410 6 .017 
Linear-by-Linear 

.615 1 .433 Association 

N of Valid Cases 226 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is .96. 

W>H 
26 

23.5 

14 

20.8 

15 

10.7 

1 

1.0 

56 

56.0 

Total 
9t: 

95.C 

84 

84.C 

43 

43.C 

4 

4.C 

22e 

226.C 



Number of Children * Insurance for Wives (Male Respondents) 
Crosstab 

Insurance for Wives 

H>W H=W 
Number of 0 Count 29 
Children Expected Count 30.5 

1 Count 31 
Expected Count 26.7 

2 Count 11 

Expected Count 13.5 

3 Count 1 

Expected Count 1.3 

Total Count 72 

Expected Count 72.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 12.9828 6 .043 
Likelihood Ratio 12.899 6 .045 
Linear-by-Linear 

1.340 1 .247 Association 

N of Valid Cases 224 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is 1.29. 

35 

33.5 

34 

29.3 

9 

14.8 

1 

1.4 

79 

79.0 

W>H 
31 

31.0 

18 

27.0 

22 

13.7 

2 

1.3 

73 

73.0 

Total 
9E 

95.C 

82 

83.C 

42 

42.C 

4 

4.C 

224 

224.C 

Number of Children * Insurance for Children (Male Respondents) 
Crosstab 

Insurance for Children 

H>W H=W 
Number of 0 Count 18 
Children Expected Count 23.1 

1 Count 29 

Expected Count 21.1 

2 Count 8 

Expected Count 10.8 

3 Count 1 

Expected Count 1.0 

Total Count 56 

Expected Count 56.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df 12-sided) 
Pearson Chi-Square 18.5908 6 .005 
Likelihood Ratio 19.571 6 .003 
Linear-by-Linear 

1.112 1 .292 
Association 

N of Valid Cases 223 

a. 3 cells (25.0%) have expected count less than 5. The 
minimum expected count is .47. 

70 

58.2 

42 

53.1 

26 

27.2 

3 

2.5 

141 

141.0 

W>H 
4 

10.7 

13 

9.8 

9 

5.0 

0 

.5 

26 

26.0 

Total 
92 

92.C 

84 

84.C 

42 

43.C 

4 

4.C 

222 

223.C 



Number of Children * Large Purchase (Male Respondent) 
Crosstab 

Larae Purchase 

H>W H=W 
Number of 0 Count 19 71 
Children Expected Count 32.8 55.1 

1 Count 36 40 
Expected Count 29.0 48.7 

2 Count 22 18 
Expected Count 14.8 24.9 

3 Count 1 2 
Expected Count 1.4 2.3 

Total Count 78 131 
Expected Count 78.0 131.0 

Chi-Square Tests 

Asymp. 
Sig. 

Value df (2-sided) 
Pearson Chi-Square 21.913a 6 .001 
Likelihood Ratio 21.739 6 .001 

Linear-by-Linear 
5.610 1 .018 Association 

N of Valid Cases 226 

a. 4 cells (33.3%) have expected count less than 5. The 
minimum expected count is .30. 

W>H Total 
5 9!: 

7.1 95.C 

8 84 

6.3 84.C 

3 43 

3.2 43.C 

1 4 

.3 4.C 

17 22E 

17.0 226.C 
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