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Abstract

The purpose of this research was to examine the relationship between a daughter’s
perception of her mother’s consumer socialization (both overt and covert) and the
development of compulsive buying behavior of that child as an adult. Previous studies
suggest that mothers socialize their children into the consumers that they become as
adults. The participants in this study were female students at a Midwestern university,
ranging in age from 17 to 25, who designated themselves as those who “love to shop.”
Data were collected via a multi-part questionnaire. The results of this study suggested
that mothers’ buying behaviors have an influence on their daughters’ consumer behavior
as adults. If mothers displayed compulsive tendencies, their daughters were also likely to
display compulsive tendencies. It was also found that mothers who displayed effective or
ineffective money management skills had daughters that were repeating those same

behaviors as adults.
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Chapter 1
Introduction

“Being a child consumer isn’t an accident in our society; it’s a requirement”
(McNeal, 1987, p. 12). Children develop skills, knowledge, values, and behavior patterns
that they will use as adult consumers (John, 1999). Children become consumers at a very
young age and consumer behaviors that children observe in parents shape the type of
consumer that they become. Even though parents become less influential consumer
socialization agents as their children reach adolescence, the shopping behaviors learned
early determine the type of consumers children become as adults (Ward, 1974). “It is the
parents, while children are still in their arms, who introduce their children to the retail
store personnel, the shelves of products, and the procedures of shopping and buying”
(McNeal, 1987, p. 15). Unfortunately, parents may not always be positive role models
for demonstrating effective consumer behavior to their children.

“Compulsive buying is an understudied, but growing dysfunctional consumer
behavior with harmful psychological and financial consequences” (Dittmar, 2005, p.
467). Compulsive buying was first recognized as a problem in the early 1900’s (Benson,
2004). Mention of compulsive buying did not appear again in literature until the late
1980’s by leading researchers in the field (O’Guinn & Faber , 1989) and is gaining even
more attention in today’s society. It is becoming evident through recent research studies
that compulsive buying has been affecting people for decades and is becoming an even
more recognized problem as of present (Black, 2001; Dittmar, 2005). O’Guinn and Faber
(1989) stated that:

For most people, buying is a normal and routine part of everyday life. For



compulsive buyers, the inability to control an overpowering impulse to
buy pervades their lives and results in significant and sometimes severe
consequences. Compulsive buyers buy not so much to obtain utility or
service from a purchased commodity as to achieve gratification through
the buying process itself (p. 147).

In 1992, Faber and O’Guinn estimated that about 18.8 % of the population may be
compulsive buyers or at risk of becoming compulsive buyers. In a more recent study
(Koran, Faber, Aboujaoude, Lage, & Serpe, 2006), it was estimated that 5.8 % of the
population is made up of compulsive buyers. In the American culture, women are
typically the designated shopper; therefore, it is not a surprise that compulsive buying
disorder appears to affect female consumers more than male consumers and this behavior
usually debuts in the late teens or early twenties (Black, 2001). These women likely
acquired the socialization that created their compulsion to buy as children, however, this
behavior did not appear until later when they had access to their own money. “Women in
these [Western] nations are generally expected to do most of the shopping and are taught
at a young age that shopping and buying are enjoyable activities” (Faber & O’Guinn,
2004, p. 47). Because women are generally found to be the primary buyers in the
household, this study examined the relationship between the mother’s consumer
socialization of her daughter’s adult consumer behavior.

Purpose of Research
The purpose of this research was to examine the relationship between a daughter’s

perception of her mother’s consumer socialization (both overt and covert) and the



development of compulsive buying behavior of that child as an adult. The specific
objectives were to:
1. Examine the participants’ compulsive buying behavior with the Compulsive
Buying Scale developed by Faber and O’Guinn (1992);
2. Examine the participants’ perception of their mothers’ consumer socialization;
3. Determine the relationship between the participants’ compulsive buying behavior
and the participants’ perception of their mothers’ consumer socialization;
4. Determine whether perceptions of mothers’ consumer socialization and mothers’
parenting style are predictors of compulsive buying behavior; and
5. Determine the level of influence that mothers can have on their daughter’s buying
behaviors by examining participants’ perception of their mothers’ buying
behaviors.
Benefits of Research
Understanding the origins of compulsive buying can assist in the prevention and
treatment of this behavior by increasing awareness and knowledge of this compulsion.
By examining the relationship of the mother’s consumer socialization with her daughter’s
purchasing patterns, this knowledge could aid in the prevention and/or counseling needed
to modify the behavior. Previous studies have examined compulsive buying behavior
and other studies have been conducted on consumer socialization; however, this study
examined the relationship between consumer socialization and compulsive buying

behavior.



Definition of Terms

The following terms are referred to in this research and the meaning of these

terms is imperative to gain an understanding of the study.

1.

2.

Authoritarian Parenting: Strict and controlling (Carlson & Grossbart, 1988).
Authoritative Parenting: Assertive but supportive (Carlson & Grossbart, 1988).
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Compulsive Buying Disorder: “...excessive or poorly controlled preoccupations,
urges or behaviors regarding shopping and spending, which lead to adverse
consequences” (Black, 2001, p. 17).

Compulsive Buying: “...chronic, repetitive purchasing that becomes a primary
response to negative events or feelings. The activity, while perhaps providing
short-term positive rewards, becomes very difficult to stop and ultimately results
in harmful consequences” (O’Guinn & Faber, 1989, p.155).

Consumer Socialization: “The process by which young people acquire skills,
knowledge, and attitudes relevant to their functioning as consumers in the
marketplace” (Ward, 1974, p. 382).

Covert: “concealed; secret; disguised” (Covert, 2010, para. 1).

Direct Influence: Intentional teaching by someone that affects another person’s
skills, knowledge, and attitudes through socialization agents (McNeal, 1987).
Indirect Influence: Unintentional teaching by someone that affects another
person’s skills, knowledge, and attitudes through observation and participation
(McNeal, 1987).

Materialism: “Preoccupation with or emphasis on material objects, comforts, and

considerations...” (Materialism, 2010, para. 1).



10. Neglectful Parenting: Detached and unresponsive (Carlson & Grossbart, 1988).
11. Overt: “open to view or knowledge; not concealed or secret” (Overt, 2010, para.
1).
12. Permissive Parenting: Indulgent and Lenient (Carlson & Grossbart, 1988).
13. Perception: “The act or faculty of apprehending by means of the senses or of the
mind; cognition; understanding” (Perception, 2010, para. 1).
Summary
Chapter 1 provides an overview of the purpose, specific objectives, and benefits
of the study. Chapter 2 provides a literature review that includes the topics of consumer
socialization process in relation to early life experiences as a consumer and parenting

styles, as well as a background of compulsive buying behavior.



Chapter 2
Review of Literature

This review of literature will provide an overview of how consumer socialization
relates to early childhood experiences and parenting styles. A background of compulsive
buying will also be discussed.
Consumer Socialization

“One of the most enduring concerns about consumer socialization is that our
culture encourages children to focus on material goods as a means of achieving personal
happiness, success, and self-fulfillment” (John, 1999, p. 202). Consumer socialization
can be defined as the “processes by which young people acquire skills, knowledge, and
attitudes relevant to their functioning as consumers in the marketplace (Ward, 1974, p. 2).
Children begin learning the first day that they are brought into the world and this includes
their development as consumers. Children now purchase more consumer goods than in
any other time on history (Meyer & Anderson, 2000). “For most children, their exposure
to the marketplace comes as soon as they can be accommodated as a passenger in a
shopping cart at the grocery store” (John, 1999, p. 192). Parents are socializing their
children as consumers even before they learn to speak and children’s development as
consumers relies heavily on their parents’ consumer socialization style. “The
development of consumer-related skills, behavior orientations, knowledge, and attitudes
is essential for preparing children to participate effectively in the marketplace of adults”
(Cram & Ng, 1999, p. 298). John (1999) proposed that “consumer socialization also be
viewed as the developmental process that proceeds through a series of stages as children

mature into adult consumers” (p. 186). Because children are socialized by their parents



from birth, the consumer situations that children are exposed to may contribute to the
types of consumers that they become as they enter adulthood.

The more time children spend with their parents when shopping, the more they
are influenced by their parents’ buying behaviors. “In spite of children’s limited
mobility, it appears in general that parents want their children to have easy and
continuing access to marketplace activities” (McNeal, 1987, p. 7). Parents are role
models for their children and during shopping experiences they can pass along positive or
negative buying behaviors. Parents who are ineffective consumers are teaching their
children ineffective consumer behavior (Ward, 1974, p. 16) and that could influence
compulsive buying behavior.

Parents serve as role models and can directly and/or indirectly socialize their
children in ways that make it more likely for their children to develop compulsive buying
tendencies. “Children learn consumer behavior through observation (incidental learning)
and through intentional instruction by socialization agents” (McNeal, 1987, p. 13).
Parents can have an impact on their children’s consumer behavior through direct
communication about buying (covert) or a more common approach is by their children’s
observation in purchasing (overt) (Moschis, 1985; Ward, 1974). “Consumer socialization
involves more than the acquisition of knowledge and skills related to the consumer role.
It also includes the learning and adoption of motives and values pertaining to
consumption activities” (John, 1999, p. 201). “This procedure [becoming a consumer]
begins in childhood in our society, and continues, to some extent, throughout life”
(McNeal, 1987, p. 13). “It is a widely held belief in behavioral science that childhood

experiences are of paramount importance in shaping patterns of cognition and behavior



later in life...” (Ward, 1974, p. 1). The skills and attitudes that children learn as
consumers will likely remain with them into adulthood.

Because parents serve as the primary role model on how to interact in society, it is
likely that a great deal of their children’s consumer behaviors stem from observational
learning, which could include compulsive buying behavior. According to Boundy
(2004), “In many cases spending is inherited... Whatever compulsive money patterns are
displayed by parents, their offspring will tend to either repeat it, marry someone with that
pattern, or strive rigidly to be the opposite of a parent” (pp. 13-14). Being a consumer is
a part of being human, so it is not surprising that compulsive buying can develop when
people are placed in the situation to “buy” everyday.

Effects of Life Changing Experiences

Previous studies have also linked compulsive buying in individuals with early life
experiences. Throughout a child’s life, many life changes can affect the child’s way of
dealing with new life experiences. This process has been labeled the Life Course
Paradigm. “The Life Course Paraiiigm views the adult consumer’s orientation as a result
of early-in-life experiences” (Benmoyal-Bouzaglo & Moschis, 2009, p. 54). “The life
course model suggests that changing life conditions in the form of life event experiences
create physical, social, and emotional demands and circumstances to which people must
adapt” (Moschis, 2007, p. 297). These “changing life conditions” can be anything from
parents getting divorced to the death of a close family member and could have a
substantial effect in a child’s socialization. Rindfleisch, Burroughs, and Denton (1997)

found, “Young adults whose parents were divorced or separated demonstrated higher

levels of both material values and compulsive buying” (p. 320). Benmoyal-Bouzaglo and



Moschis (2009) found, “...young French adults who experienced a great number of
disruptive events earlier in life show stronger compulsive behavior tendencies compared
with those who experienced fewer such events” (p. 55). Parents who buy compulsively
could have experienced one or more life-changing experiences as a child that promoted
this buying behavior. In turn, their children could observe this buying behavior and
mimic it as their own.
Parenting Styles

When determining the type of consumer socialization a child is receiving, the
parenting style being used to raise the child should be examined, as this could have
influence over consumer socialization (Carlson & Grossbart, 1988). Children experience
socialization as consumers before entering adolescence (Meyer & Anderson, 2000, p.
255); therefore, it is likely that adult consumers display skills and attitudes that they
learned at very young age. “Family communication regarding consumer issues and
consumption is an important aspect of consumer socialization because communication is
the process by which parents impart marketplace skills and knowledge to their children”
(Carlson, Grossbart, & Stuenkel, 1992, p. 32). The way that parents overtly
communicate about consumerism depends on the style with which they raise their
children. Authoritative (assertive but supportive) and permissive (indulgent and lenient)
parents communicate more with their children about consumer issues than authoritarian
(strict and controlling) and neglecting (detached and unresponsive) mothers (Carlson &
Grossbart, 1988). Therefore, authoritarian and neglecting mothers tend to socialize their
children in ways that may promote compulsive buying in their children because overt

communication is not an important aspect of their parenting. “Parent control over
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children’s material exposure is highest in authoritative rather than authoritarian families;
and nurturing parent styles exhibit greater levels of parent child interaction...” (Rose,
Dalakas, & Krop, 2003, p. 373).
Compulsive Buying

Abnormal consumer behavior deserves a great deal of study due to the harsh
outcomes it can produce for both the person afflicted by the behavior and those close to
this person (Faber & O’Guinn, 1989). Compulsive buying should be treated as an
abnormal behavior that is in need of proper treatment. “Compulsive buyers who amass
unmanageable amounts of debt can create economic and emotional problems for
themselves and their families” (Faber & O’Guinn, 1989, p. 147). Like most compulsive
behaviors, compulsive buying not only hurts the person that exhibits this tendency but

143

also his or her closest family and/or friends. “...understanding this problem [compulsive
buying] and providing help for those who suffer from it is not only humanitarian, but in
the interest of society as well” (Faber & O’Guinn, 1989, p. 147). Further study into the
origins of compulsive buying can help researchers learn why individuals suffer from this
destructive behavior and can hopefully develop into prevention and treatment options.
Treatment options may develop from already established treatments of disorders that are
strongly related to compulsive buying. “Compulsive buying is closely related to major
depression, obsessive-compulsive disorder, and in particular compulsive hoarding”
(Kyrios, Frost, & Steketee, 2004, p. 241). If the origin of compulsive buying can start

with consumer socialization, prevention will need to occur when consumers are children.

Should mothers suffer from compulsive buying behavior and be treated, it is possible that
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they will not socialize their children in ways that promote compulsive buying and,
hopefully, the pattern can be broken.

Previous studies have linked compulsive buying in individuals to certain
personality traits that a person may exhibit such as low self-esteem, anxiety, depression,
and other obsessive compulsive ailments. A recent study on buying addiction found:

Evidence for a connection between addictive buying behavior and three

symptoms of emotional distress (namely anxiety, depression, and obsessive-

compulsiveness), the presence of specific personal qualities (low
conscientiousness, low self-esteem, external locus of control, and sensation
seeking), as well as the tendency to escape from or avoid stress produced by
certain situations on life (Rodriguez-Villarino, Gonzalez-Lorenzo, Fernandez-

Gonzalez, Lameiras-Fernandez, & Foltz , 2006, p. 519).

People may buy compulsively in response to a mental or emotional ailment that
they already possess. “Compulsive buying was associated with the belief that acquisition
of objects would compensate, reward, or neutralize negative feelings” (Kyrios et al.,
2004, p. 253). Buying objects can serve as an outlet for negative feelings but the positive
reinforcement experienced by the compulsive buyer only serves as a temporary fix until
the negative feelings return. Mothers who use compulsive buying as an outlet for
negative feelings may be indirectly socializing their children in a way that makes their
children think that compulsive buying is typical way of life.

Materialistic people have been found to also exhibit compulsive buying
tendencies. “What stands out as a major finding...is the powerful link between an

individual’s endorsement of materialism as a personal value system and their proclivities
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towards psychologically motivated buying behavior as a strategy to achieve major life
goals, such as happiness, success, and life satisfaction” (Dittmar, 2005, p. 487). This is
not surprising because people that show an obsession for possessions need to have a way
of acquiring the possessions. Flouri (2005) found that “materialism in adolescents was
closely related to their mothers’ materialism” (p. 717). It is possible, then, that children
who “inherit” materialistic values from their mothers may also “inherit” the likelihood of
becoming compulsive buyers.
Summary

This literature review provides evidence that there is a relationship between
consumer socialization and buying behavior. Specifically, very early on, parents submit
their children to consumer socialization (positive and/or negative) directly and/or
indirectly, there are certain parenting styles that promote poor purchasing behaviors, and
there is evidence that children can “inherit” materialism. Chapter 3 provides an overview

of the research objectives and the methodology of the study.
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Chapter 3
Methodology

The purpose of this research was to examine the relationship between a daughter’s

perception of her mother’s consumer socialization (both overt and covert) and the

development of compulsive buying behavior of that child as an adult. A simple random

sample of female undergraduate students at a Midwestern university, ages 17 to 25, were

selected to participate in this study. The specific objectives were to:

1.

Design

Examine the participants’ compulsive buying behavior with the Compulsive
Buying Scale developed by Faber and O’Guinn (1992);

Examine the participants’ perception of their mothers’ consumer socialization;
Determine the relationship between the participants’ compulsive buying behavior
and the participants’ perception of their mothers’ consumer socialization;
Determine whether perceptions of mothers’ consumer socialization and mothers’
parenting style are predictors of compulsive buying behavior; and

Determine the level of influence mothers can have on their daughter’s buying
behaviors by examining participants’ perception of their mothers’ buying

behaviors.

The methodology used for this study was a quantitative cross-sectional survey

design that also included two qualitative items. Simon and Francis (2001) define

quantitative research as “research focused on reliable and replicable data, mostly

deductive in nature” and qualitative research as “research focused on inductive discovery,
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tends to be exploratory, descriptive, process oriented and concerned with theory
development” (p. 43).
Sample

The participants in this study included 80 female undergraduate students enrolled
at a Midwestern university who ranged in age from 17 to 25 and identified themselves as
someone who “loved to shop.” Participants were recruited for the study through simple
random sampling.
Instrument

A multi-part questionnaire (see Appendix A) containing 13 items was formulated
with four sections. Section A asked participants to indicate their age, year in school,
ethnicity, marital status, geographic area of Illinois, debt status, and number of credit
cards. Section B contained seven questions from the Compulsive Buying Scale (Faber &
O’Guinn, 1992), utilizing a five-point Likert Scale (5= Strongly Agree; 1 = Strongly
Disagree), designed to measure the respondent’s buying behavior. Some questions were
modified by the researcher to be more representative of modern situations. Section C
(Perception of Mother’s Consumer Behavior) contained 10 questions, using a five-point
Likert Scale (5 = Strongly Agree; 1 = Strongly Disagree), developed by the researcher to
determine the participant’s perception of her mother’s buying behaviors and parenting
style. Section D (Personal Response) contained two open-ended questions designed to
allow the respondent to reflect on why she believed that she was compulsive buyer and if
she believed that she needed assistance or counseling for stopping the behavior .

Faber and O’Guinn’s Compulsive Buying Sale (CBS) was developed in 1989 and

refined into a scale known throughout consumer research today. The scale is comprised
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of elements shown to be indicative of compulsive buying based on Faber and O’Guinn’s
own experiences in therapy sessions with self-identified compulsive buyers (Faber &
O’Guinn, 1992). The Compulsive Buying Scale has been utilized in multiple studies,
such as those by Rindfleisch, Burroughs, and Denton (1997) and Kyrios et al. (2004), to
measure the prevalence of compulsive buying in participants. “The CBS is a well-
validated 7-item screening measure that has demonstrated adequate reliability and
validity in previous research” (Kyrios et al., 2004, p. 246) and has proven its reliability
and validity time and time again for almost 30 years.

A pilot study for the current research was conducted and IRB approval granted
prior to data collection. After pilot testing was completed, the questionnaire was
distributed to students at the University Union. Candy was provided as an incentive for
students to participate. Respondents were required to fill out a consent form prior to their
participation in the study (see Appendix B).

Procedure for Data Collection

After receiving approval from the Union Deputy Director, a table was set up at
the University Union food court for a 4-hour time period. An eye-catching poster titled:
“DO YOU LOVE TO SHOP?” was designed to capture students’ attention. Students
who identified themselves as those who “love to shop,” were provided a consent form
and given instructions on how to complete the questionnaire. Students had the option to
discontinue the questionnaire at any time. All questionnaires were placed in an envelope

to ensure confidentiality.
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Data Analysis

Descriptive statistics were used to analyze the data. Correlation statistics were
used to determine if there was a statistically significant relationship between the level of
influence on the participants’ compulsive buying behavior and perception of their
mothers’ consumer socialization. A logistic regression analysis was used to determine if
consumer socialization and parenting style were statistically significant predictors of
compulsive buying behavior. The two open-ended questions were analyzed for common
themes reported by participants.
Summary

The methodology chapter has given an overview of design, sample,
instrumentation, procedure for data collection, and data analysis. It was expected that the
multi-part questionnaire used for the study would provide results contributive to how
consumer socialization relates to compulsive buying in individuals. Chapter 4 will

analyze and discuss the results obtained from the study.
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Chapter 4
Results and Discussion

The purpose of this research was to examine the relationship between the
daughter’s perception of her mother’s consumer socialization (both overt and covert) and
the development of compulsive buying behavior of that child as an adult. Female
undergraduate students were the “children” in the study and were questioned about their
own buying behaviors and about their perception of their mothers’ buying behaviors.
“Cognitions (especially consumer behavior norms) appear to be acquired from parents
through observation, suggesting that parents may try to act as role models to their
children and then expect them to learn such roles though observation” (Moschis, 1985, p.
905). The results of this study were collected via a multi-part questionnaire and are
reported based on the research objectives.

One hundred questionnaires were distributed in the University Union. Of the
questionnaires collected, 80 were used for the study. The remaining questionnaires were
discarded due to incompletion. The typical respondent could be described as white
(71%), single (94%), freshman college student (40%), in their late teens - early 20’s (M =
19; SD = 1.80), from rural Illinois (44%), and possessing no credit card debt (68%) (see
Table 1).

Objective #1: Compulsive Buying Behavior

Descriptive statistics were used to examine the participants’ compulsive buying
behavior utilizing the Compulsive Buying Scale developed by Faber and O’Guinn (1992)
(see Table 2). Mean scores indicated that participants were most likely to buy something

to feel better (M = 3.2; SD = 0.83) and least likely to use a credit card even when they
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Table 1
Demographics

%
Year in School
Freshman 40%
Sophomore 15%
Junior 21%
Senior 24%
Ethnicity
White/Non Hispanic 71%
Asian/Non-Hispanic 4%
African American 15%
Latino/Hispanic 2%
American Indian/
Alaskan Native 2%
Other 6%
Geographic Area in Illinois
Urban 22%
Rural 44%
Suburban 33%
Don’t Know 1%
Credit Card Debt
Yes 32%
No 68%
Number of Credit Cards
0 50%
1 38%
2 6%
3 4%
5 1%
15 1%
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Table 2

Mean Attribution Scores for Compulsive Buying Scale

Item M SD
Bought myself something in order to make 3.2 0.83
myself feel better.

If I have money at the end of the pay period, 2.5 0.91
I have to spend it.

Felt others would be surprised if they knew 2.4 1.10
of my spending habits.

Bought things even though I couldn’t afford 24 1.10
them.

Made only the minimum payments on my 1.7 1.20
credit cards.

Wrote a check or used a debit card when I 1.6 0.99
knew I didn’t have enough money in the

bank to cover it.

Felt anxious or nervous on days I didn’t go 1.6 0.99
shopping.

Used credit card even though I knew I 1.5 0.94
couldn’t pay off the balance when it came

due.

knew they could not pay off the balance (M = 1.5; SD = 0.94). It appears that while
participants are educated about resource management when it comes to credit cards, they
are still vulnerable to emotional buying behaviors.
Objective #2: Perception of Mothers’ Consumer Socialization

Descriptive statistics were used to examine the participants’ perception of their
mothers’ consumer socialization (see Table 3). Mean scores indicated that participants

were more likely to be with their mother during shopping trips (M = 3.8; SD = 0.96) and



Table 3

Mean Attribution Scores for Perception of Mother’s Consumer Behavior

Item M SD
You were with your mother during 3.8 0.96
shopping trips.

Your mother would go shopping for 3.6 0.98

specific item(s) but came home with
other items as well.

You were directly influenced by your 3.5 0.87
mother’s buying behaviors.

Your mother shopped with a list. 33 1.30
Your mother used credit cards for the 2.9 1.20

majority, if not all, of her purchases.

Money management was a common 2.7 1.20
topic of discussion in your household
when you were growing up.

You were indirectly influenced by your 2.1 0.44
mother’s buying behaviors.

Your mother was in a good mood or 1.9 0.96
‘excited’ mood while shopping but

became depressed or even angry

afterwards.

Your mother would sometimes make 1.9 1.20
purchases and hide them when she
came home.

Your parents were often overdrawn 1.6 0.98
at the bank.

When you were growing up, some bill 1.6 0.85
were left unpaid at the end of the month.

Your parents filed for bankruptcy one or 1.0 0.17
more times when you were growing up.

least likely to have parents that filed for bankruptcy (M= 1.0; SD = 0.17). The mean

score (3.5) implies that daughters were often influenced by their mothers during
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shopping trips and, even though their mothers shopped with a list, she would come home
with items that she did not intend on purchasing (M = 3.6; SD = 0.98). It also appears
that participants’ parents rarely filed for bankruptcy or it was not spoken about in the
home (M = 1.0; SD = 0.17).
Objective #3: Relationship Between Buying Behaviors & Perception of Mothers’
Consumer Socialization

To test for objective #3, to determine the relationship between the participants’
compulsive buying behavior and the participants’ perception of their mothers’ consumer
socialization, correlations were computed for all of the items in Section B and Section C
of the questionnaire. Results were not found to be significant. Therefore, mothers’
buying behaviors were not related to compulsive buying behavior in participants.
However, Boundy (2004) stated, “In many cases spending is inherited... Whatever
compulsive money patterns are displayed by parents, their offspring <ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>