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AESTRACT

The purppse of this study was to examine the incidence of Jjoint
wa. auntopomoyud declsion making in household buying behavior with respeet
ta relavant moré¢ Important and invelvyed produects and services, nanely
furniture, automobile, and vacatisn. Since joint decieion making is more
prevalent for these types of products and services buying behavior, the
Focus of the study was on the prevalence of coaflict between hoshand and
wife in their gosls and perceptlong with respect to the speclific purchase
behavior involved, and the process with which they attempbed to resclvs
the conflict. Specifically, our interest was to measure the tactics of
conflict Tesolutlon employed by sach spouss incloding persuasion, bar—
gaining and pelitikivg. Finally, the stedy attempts to measurve demg-
graphic and life style correlates of spasifiec tactics of ronfliet resoiu-

tion by the respondents.



HOUSEHOLE DECISTON MAKIRG: AM EXPLORATORY STUDY

ENTROBUCTION

Signiflcent Tesearch has recently emerged im the avea of family buyer
tehavinr espeslally zbomt the husband-wife joint décision waiing procEsg.

Ses Davis {19711, foote {19513, and Hewpel (L9754} for veviews of empirieal
reasearch and Sheth {1974) for a velvew of theoreelcal research In this area.
While important insights have been gained about the various roles each gpouse
plays in the joior décisian.making process, there I1s relaeively littie ze—
search ¢n the following aspects of the jolnt decisicn makiag process:

One, what factozs determime whetheT a particular purchase decigion is
jointly decided by the Lwo spouses oF left o one spouse's sole judgensat?

Twa, are-therc any systeustic differemce: among households with varring
gocineconomic-demenraphice chatacteristics io regard to the incidence of jodet
deciszion making? For exszmple, is the joint decision making process wOTE pra—
valent in middle ¢lass, middle aged couples as has been suggesced in the 1it—
erature?

Three, what is the Incidence of conflicr, disagreement of At lcazt
differences of oplafon hetwesn the spouses 1n beyics behaviar?

Four, to what extent iz femily buying behavior comparable to organiza=
tional buyiag behavier? Are mamy of the soaplexities of orgonizational buying
behavier, cspecially in zegardz to the kacties exploved to reselve conflict,
disagreement or differcnces of eplolen direetly relevant in the understanding
of the household decizicn-naking ptncesS?J

Five, how iz the conflict in buying behavier tesalved between the spouses?
What specific tzctics such as pevsuasion or bargaining ave employed by the

cpouses to resplve thedr conflics?
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£{x, are there =ny aysiematic differeeces ameng households with varying
sncineconeplcdemngraphic characteristics in regard te the ways the spouses
resolve their conflict? For exasple, is bargaining more prevalent acody
highly educsiad households or acong yo;ngat housshoids?

Finally, =zva thare life style corvelates of conflict resolution? For
example, doss & spouse whe 13 primarily a hooebady and believes in the tre=-
dicional Tole of a womsn In the famlly urilize persuasion more ofren than
other tactics of conflic: resolutiont .

The purposeg of this papev accordingly are to investigate family de—
pision making, the conflict that is associared with heusebold decision making.
amd the tecrics emploved by spouses to resolve Their coafliet. Such an voder—
standing iz extrecely relevant from a vaviety of perspactives. Tirst, mgrkﬁters
pesnd to know whether emnflick oxdete in a partieular product they are markefimg
as well a5 tn_iﬁéﬂtify the bagzls for the conflict botween the spousss. Sech
knuﬁlédﬁe cam thea enable the marketer to direct his cfforts toward resolviﬁg
the confliet by groper communication. This is often deas by the astute sales—
persu; in Teteil buying snd shopping éituatipqs, but wery littlé effort scems
Lo be direcﬁci by the masyfscterers of natiomal brands zud products Loward
en inteprated approach of enabling the spouses to resclve thelr confliccs in
buying behavicor. Second, prevelence of ¢Enflic: apd especially the tacrics
employed to resolve it may indeed be 2 better baroneter of family sExHcOUrs
and urganiéatiun as well as the changiag reles of the spouses In a marriage
than many of the interpersonal inteTaction Bedsure=ents. Finatly, relatively
dittle 4 keswn sbout Eha impact of conflict in buying behavior on the pro-

pensdiy to divorce, While considerabls research has vecently been undertaken on
dssegsiug bhe couses of divorce (see Karekhoff (1976) fov = review, it has
been unfortunately dirvacted toward oaly the fusdamental values and behaviow

such as sex, muney, relizion and raising children. 1+ is the skrounp belief



of these¢ duthers that reszarch om conflict do purchase behavior may provide
more subile insights infe the cavses for diwerce: it is often zald that it

iz rhe liteie things which are marginally mare critical in susraining a warriage.

STULY DEZLGH

This stndy waz Jesigned to awplore zavarsl arTeaz of famjiy decizian
making. The [irst area deals with the aspect of joint versus aotooomous de=
cizion m=king af l‘.:he family. Hers, joink decisions were differentiated fyrom
autupoSmnas ones. The reason for rthisz is that interpersenal coaflist is les;
1likely to be mandfected ig autonowous decizions (Davwig, 19767 Sheth, 15743
Wilkeming, 1958).

The second area deals with the determicants for (he prevalence of jolar
YErsLs autonowous decision oaking. Thase determinants imciude such variables
4z sociosconomic status, family life oyele, and 1ife styles (Forher and Les,

1974; Blood, 1%58: Heew, 1938; Hemsvowsly, I1261). This essentially involwes
s

lauking'al:.int_erfamil}r differences am opposél:f to inrrafamily differences,
in the prevalence of joint declsion making fox e specific purchase desisdon.
The third area desls with the products chosem for the seudy. Here,

three products were selected from which teo stody the jeint decizicn makiag
process. These producis are namely am awpomobiles, vacation, and a major
furniture piece or set. These products are relatively move mtpensive:r thay
have some manlfestetion of conspicwmous consumpiion due To soclal dmagery;
they tend ta reflect e¢me's zelf; thery have become necessitias of life =o
that almesk every houssheld buys them; amd they ara typically need by all
Eembers of the family., &b the same bime, there is growing evidenee that
the hushand iz more invelved In the purchase ef the sutemobile, the wife is
more invelved with the purchase of furnirure, and both are equally iowolved

in the purchase of a vacatison when they decide Cogether.



Com o mb .

The fourth zrea deals with the determinants of conflict and Che specific
tactics employed in resolving the conflfet. Couflict arises wheo there iz
a felt nesd to deeide jointly and there are diffevences in goals or perocp-
tiong betveen Che apousea (Sheeh, 1974}, IDependimg upon whether the owe ©
gpouses have = disagreezent about geals or perceptions, there are fowr dis—
rinct types of conflict resolutiom which fellow from premices in organizationat
tuyer behavieor (¥arch and Simom, 195833 Sheth, 19733, These types of comflier
resoluiion are problem-solvimg, persuasion, bargaining, and palitick{ng {£or
o spbmawhat éiffereﬁﬁ pergpective, see Daviz, 1976).

. The prnblem—sul*ing approach to conflick reselutlon arises whea there

#s disagreement aboug specific alternatives under consideration or an amy

of thely agtributes. It iz gemerally due to differeaces in perceptlons
rother than diffevences in goals beoween the spouses. This approach typizally
entails a searsh for new albernatives or uew'inf;rzation on existing alter-
nét:f_.;.fés. l

Persuasicno 4z an aporeazch bo pomflict resclution aris;s when there i=
disaéreement between the speeses.about specific subgoals in = purchase sit—
wativn alfhcugh there iz agresment at 4 more fundamental lerel. The pershasion
rxerie ig menifested when ome spouse is tryiog to goovince the other how the
specific subgoal and rhe alternatives which satisfy it in a purchase situartlon
ere incompatible wirh the overall family goals.

Errgalning as a tﬁctic af conflict resalubion arises when there is =gree—
sent bekween spouses that they canoet agree on buying goals or ¢hoice criteria
and when the putchase desisien is more isportant fo oos of the spouses. This
tackie ag the name implies results in some Teciprecicy agraement heiween Che
‘spouses: I will let you o what you want in thi= sitwatlon if you will let

me do whiat I want in some other situatfon. The fypical cutcome of the



bargalning factic is the reduction of the joint decisiocn te a unilataral
chnice in exchange for some favor.

The §inal strategy of conflict resoluticn iz galled politicwing. Tt is
mpanifested when the two zpouses have a fundamancal differevce in thedr value
system =5 it implages upon 3 specific buving sftuatign. The ractlc is commomly
manifested by way of soliclting support frow other meohers of the family ot
pvun from friends and relatives, and thersby to exerclze prazsare on the ather
spovse to change.hia or her deliberations. The presemnce of informal evalitions
in the family structure 45 ¢fiten a goed lodicatot of utillzatlon of this type
of taetic in cunflict.resuluticu.

Fazad on the sbove discussion, the study was desigmed to explore and gain
ipsights Into the fellewing queétiensz

1. What iz the exteat of joiat decision making between spouses for
purchases of rTelztively swpensive prodects and sevvices suth as
furniture, wacation, and autorobila?

2. What arc.some of the rcasons for poople to decide either jolorly
or unilaterally in buying furaltuye, = vacation, and an autnaobilef

1. To what extent does the incidence of jolnt decisien eaking wary
aeross households?  Are there some housebold covrelates such as
life ¢yela and socleeconomic status wiich covavy with the incidance
of joint—decision makizg?

&. What are the specific tocties of coaflict resolulion utilized by
husbands or wives when they have s disapreenment in the huying of
furnibkure, 2 vacation, and an autowobile?

5. Ape there some honsehold correlates which covary with speclfic
toceics eoployed by spouses? FoT example, de reospondents wha

utilize bargaining as 4 taceic of conflice resolntion tiffer
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whe thar thé decision was enilateral by one spouse of joink bebween the spouzes.
and the resscns for chis enilareral er jodat decdision behavier- The respondent
was thep asked to recall if there were sny arems of disapreement between the
spouses in the buying of furalture, s vacation, and an antooobile. Each ro-
spondent wes also given o list of salient crireria for each of the product
plasces and asked to wecall dissgreement om amy of them. Finoally, for each
salient criterion sueh as style, price, dealsr, coler, delivery, ece. the
tespondent was given a standard descriprion of the four bactics of couflict’
resclubioyg snd asked fo check oniy one of them in the cagse therc vas Soms
disagreement begween the spouses oo thar specific criterisa.

The guestlonpaire also ghtaiped the standard socioecopemic—demopraphic
inforpation. Howsver, Loth lifé cycle and sociscconomic status were direétly
meastred by asking the respoundent to cheek a specific category from agong
thase 1i5ted_;ustead af degiving thes by iedexing variables such as dinszowe,
edocation and oecupation in the casze of the socigeconomic Siatus index, and
age, marital status, mumbey of children 2nd age distribution of children in
the case of the life cycle index, Hext, a batbery of Iifs style scatement;
wAs adminisﬁer&@ follewing the tvadition of life styles and paychograpnias
research ia mapketing (Wells, 1%74; Wells and Cosmes, 19763, The 1ife sgyle
statements were administered to see if certain individuwalistic life styles
correlared with specific bactles of conflict resolution. The guastisameire
atd the study merhodolegy was precested in 2 preliminsry study on a sample
of sbout fifky eouples Erom diffarent cyoss-secticas on life cycle and
soaloeconomle stxfus bockpgrounds end the final questicanaire was revised

baged on the pilot study,

FESULTS AND NESCUSSION
The daca were analyzed in cany different ways. Wowever, only errtain

analyrical procedurcs and results are reporked hera.  The reasulbs ave presented
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to parzlicl the specific research questions poainted oac earlier.
Table 1 spemarizes che incldence af avtonomous TETELS Joint decisien meking

in the purchise of an agtomobile, a vasatfon, or furniture.

Insert Table 1 Here

The ineldence of joint deslgion making is guite high for all thres pro—
ducts, and especially for a vacation. There are sevreral possible explanarions
for the relatively high incidence of joint fepision making with resmect to
these product categorles fﬂuuningham and Greea, 1%74%; Davis, 1%76; Shech,
1914). Specifically, thers are four aspects with vespect to the buyiag gesk
which produce greatsr Jeint decizion meking: (1) relative ipportance nf the
purckasze of the prodaet, (*) perceived risk igherent in the putchase, and (33
pime prassuoves involved in making the purchase decieion dus to the complexibey
of the product, =nd (&) whether the product is consumed jeintly o= Ipdividually
by one famil& namber .

With regard to the importagee of the purchase, the prndqcts chogen are
relatively cxpensive and hava 2 "laxge ticket" imapery im their purchase.
"Large eicket” purchases usually inwolve large srpenditures of pime, money oT
both. When a family sxpends large amounts of time apd monsy on a partigdlar
product something else of lmporrance bo ome ST bork of che spouses may have
to be szerificed, Thig sserifice ecan caunse couples to have a grearfer inwolye=
ment in the purchase decision ard tins, display a larger share ia the sutcome
oF tha decigion, and perpensity to deside jainely.

the perceived risk iuherant in Ehﬂ putchasa of che products inwalwed can
be zeen in terms of the costs beth mongtarily and psychologleally of makiog
2 wrang decision. For examele, buying a Myamon” er can heve serious fiman—
cial ipplicatisns, while chogsing a WIong wagation can ba o peyrhologlealk Xet—

dawny .



The time pressure ssriable becomes apparent whan one looks ab the <o
plexity of the product {avelved. The three products involved herc Tepresent
sufficicat complexity to require lengthy discussions, and hence this Larger
time frame incresses pozsibility of che other spouse hecoming inwolwved in
the deaision process.

Finaily, the prodects imvestigarad in this study temd to be conswmed
jointly by several family mesbers. UThough there is no one-to-one correspotdence
berween joint consumption and joint decisian mzking, “a larze oumber of buying
decisions are likely te be joint if theiy consumpiion is alse joint" {Sheth,
1074, Furtherpore, the relstively bigher incidence of Joint decisica making
fror vacation purchase ﬁan be also areribured to the f=ct that the vacation
represents a decisloen of equal.implicazinns, Tisk, wmpertise, fun, need to
get away from it atl, and dovolvement far both spowses.

As expeafed with regavd to sutonemous decizions, the hoghaed tends co
dDmi;at& the wife iz terms of who decided ea the puichese of an awtomobile
{345,670 ve. B.5%0), the vife if dominant in the furaitars decision (331K
wg. 5.4%H), and both arte somewhat equivalent in autonomous desdshen makinglfor
yacetions {LOLIEW ws. 12.0ZHY. With reasect to the autonomeus decigions, our
results seem to paralle) other stwedies ([Davis, 1976; Davis and Bigsax, 1975;
Curndngham znd Green, L974; Sharp and Hote, 1956}. The chisf explanacion
for the autonomous decisions with respect to fairly impoTrtaok and eozplest
purchase situatlons has been usually attelbutad to Tols gxpectations and
cxpertlise of the spouzas. In generai, hushands arse pgually more associzced
with antomsbiles, wives wirh Furmiture, and neither hosbands or wives having

any parclopler vele oxpectations with regards to the chodce of a vacabion.

Insers Table 2 Here
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Tables 2 and 3 sommarized the distributions of the reasons fespomdents
gave for thelr respective auconomons or jeint deeisions. The most frequeatly
mentioned reasens fot Jjolnt Jecksions wexe: nature of the product regquiring
.ja_{_nl: consumption, perceived tisk imvelwed ia the purchase decision, Iimportance
¢f the product class to the family, a family life zeoyle whizh epgourages joint
derision makibg process, magnifpde of the decision, and the didea thar two
heads are better tham one. Macy of these reasons are the sace 25 those hy-

pothesized io the Sheth mode) ¢f femily buving decisions.

Insart Table 3 Here

Fn Tahle 3, the mos: freguently nentioned reazsons why the respondents
claimed trhat rche punrchase of an aytonobile, a wacation, or furoiture was a
wallateral decizion by ome of the spouses were: the greater coopetuace of
pne partoer, the greater fnportaonce of the dacisiem to one of che spouws=es,
the head of the heusehald deciding all majcr_putchﬂses, the avoidance ok
conflict and argumenes, teo busy to decide together, and a profevence for di-
viding responsibilicies in vanaping the household.

fmory those who decided wnilaterally, it is Ilateveseing o probe 2 1ittle
fupthar at some of the differences In percentages between aurowosbile, vacation,
and fyraiture imilataral declsions. It would appear that the wife allows the
housband to decide on autcoobile alone due b9 role expectations, his greater
competence and iavelvement and wice wersa for the wife with respect to for-
niturs. On the other hond, unilateral decisions in the vacation area ares

uzed to gwvoid conilics.

Inzert Table & Here

What type of howseholds prefer jeint decision making? Takle & providas
some insighis into the daesgraphic correlates of che Joint ws. autonomous

decigion making process.
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ooe of Uhe demographic varisbles inwestigaced Influence whother a de—
gdgion ig joimt or avtonomous iz family life cycle. I: has been hypothesized
that the extent of jolat decision making vould vary inversely with rhe age
of the family, and hence be more prevalenc in the eacly part of a coupla's
1ife cycle 2nd leas in the Later stages. This was the case. Jodng decislon:
making in relation be autonomous decision saking increased up to the ciddle
gtage and then began to decline.

4 serond demopraphie varisole inwestigated kg influencc Jodak vs. aute=
torous decisice meking wvas 3o¢inecpnnmic staty=. In chis stndy, soelveconomic
stains was medsured directly by zsking Tespondents to claswify themselwves
baszed on thelr peresprions ¢f what class they were in as oppased te an indirect
rethod such 28 indering iccome aed occupation. With regard to socioesonemic
class it has been noted chet the lswer acd upper ¢lasses tend to engage in
more autonomecos decision cakinp than the middle claszes (Blood and Wolfe,
19§ﬁl'ccnver;e and CrawFord, 1949; Eomaveveky, 1946 and 1961, Sheth, 1574
Witkening, 1%58).

The abtwe hypotheses seem to hold Cres when looking at the dats, Dis—
tortioms come gbout i the purchase of a v;catian. Hara the predomiownce of
joine decision making i3 =so strong that ether welaticnships seem ta be aof
lickle conseguende.

e third and Fourth dewographic warishkles that have bean hynothesized
ko influesce jeint decisios making were wife's education akd smploymedat.

Fromw past studies (Blood and Hamblia, 13583 Bload and Walfe, 1960; Heer,

1958}, it has been supposed that as the wife's intellectual and E£ingaclal
rozources increased 5o would her Telative influence In the Tamily sCTucture.

Up to this polint, hawewer, the increase in power and iafluence due to imcreased
eduration or Lpeome hzwe not besn despmstrated consistently. ﬂth;r variablaes

epch azs a spouse’s partienlar crperbize (e.g., mochaaleal ws. areiscie) ot
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role expectatisns of the spousm sevm to domfaate, and thus, nogate the wife's
gdycationr or finamcisl contributians. Hewever, this wag pot the case. As

the wife's education lnereased, the incidence of jaint decision making ia=
creased. As Loy the wife's swployment stafus, there was no significant Te-—
laticonship.

The demographic wariables vsed in this study tended to answeT sO0fe QuUes—
tions aheur thelr velationship Ec jelut deedsica melking. A froidy's life
cytle, soclal status, aed wifats edycation resded to lnfluence the iveidence
of joint decizion in the famiiy. Tha influence of the wifc's employment,

however, showed litrle significamee.

Ingert Table 5 Eern

T Table 5, the degres to which conflick Is prevalszat in joint decision
walking is shown. Here, subjects wers parfiricned into various incidences of
conflict categories alomg the traditional liaes of Twedbs (1%654) heavy half
propositicnz. Thiz was dene in order to measurs the sxtent of eoaflicr, and
tm agperrain 1f different degrees of confligt had sny relapionship to the

varizhles used in this stwdy.

tnsetrt Table 6 Here

What type of households tend to experlence conflict im buying behovior
betwees two spouses? Toble 6 provides insights into demopraphic differences
beatween housenolds eﬁpericucing oo copflict, low acownkts of coaflict and
high awewnes of camflict.

In Yeoking at the incidence of conflicr {especially high conflic:i} with
regard ko the demographic warlables used, L1t ¢an be seen that In rhe case
of socipecononic seabus there was a tondeney for bigh cocflict amsag Lomllies

in the middle and apper widdle income claSges. Hiph conflict in this social
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class is probably due to the egual stafes each spouse onjoys 26 2 resolts of
being in these glaszes. With.regerd to wifefs edeczticn ib scems thar the
incidesce of high confliet iz kesa prevalent whea the wife has expezicnced
pust graduate wWork.

Tn terns of the other demopraphic varizbles stvdied, family 1ife cyele
and wife's occupation had Little impact on the degres of conflict prevelent.
In fact, there was mo significaat difference befrreen the high and low groups

with Tespect to these two wvarizbles.

Tnsert Table 7 Here

Based on rhe Infoymation provided by the respoadents about the specliic
tactics emploved £ar each area.of dizapreement betwzen the spouses, they wers
classdfled into four categorias: those wao primarily followed pighiem solwing,
poersussion, pérgaining ar puliticking teetice in Teselvlng conflicts. Hewever,
due fu the punher of respondents who stated bargaiadag ot politicking as a
ractic of cenflict resclution the two tactics were covbined to form 2 har-
galnfug-policicking group. Tabla 7 summarized the tesulrs on Che emplaymegt
of zpeclfic tactics of conflist regolucisn.

Whot is interesting is that persuasion was the deaipant tactic ¢hoseo
to Tesclve copflict. This seems somewhat contrary to the traditional Ameri-—
can ldex of preblem-solving as & primaxy means of reselving eonflict. Further,
the lack of response to the use of bargaiaing and pelitlcking seeos deflared.
Tf politicking and bargaluing vepreseat 2 tactic of conflict yesolutiom
az with bugsiness organizseions, ooe would suppess It would ¢arzy over to
the family envirenment. What might hawe happened iz tkat some couples could
have been rolucksnt to state such behavior because of the nepative conneto-

tivns the behavior implies.



Insext Tahle 3 Here

Ton investigseing the douweptephic correlates wirh different tactics of
conflict Tesolutiom, two varTisbles were significant. These veriables were:
family life cycie and gocioaconomic status. Table 8 pravides the results
of this iawvestigation.

With regard to family life cycle, it oppears that as couples move through
different stagas they tend to use differsnc kactiecs, Fn; axample, yoﬁng couples
with oo shildren, conples with tesmage children, and sendor citizens tend to
use problem=solving as A tactic to resclve conflice, couples with small end
growa—up children tead te use persuaslon, and the uie of bergaindng and poii-
ticking seems cwenly spresd aeress the family life eycle. The reasom for
this waried pse of tactlcs zeress the famlly life cycle probably can be atori-
bured to the differest tyoas of envirtomments that eceur with the presencs or
abgence of ghildren, and with children of different ages.

In terms of the svciceconomic stalus, iz appears that the lower middle
and dpper clesses {end to uze pevswesion as 4 faetie of coaflict regoluticn,
vith the =13dle and upper piddle using problemsolviag, =nd all classes in-
yolved ahout equallfy in the use of bargeainimg-politicking. Further, the
upper widdie class seems to prefer persuasisa.

Finally, an attempk wzs pade to correlate tactics of conflict resolu—
tian with Ledividual's Llife style profiles. The Aife styls profile consisted
of acarly 100 items cansidered s=lient &9 measuring slwilariries and diff-
erences berween spouses in the way Chey frel abpuk personal values and gZeals.
Tabla 9 is 2 summary of those life style starements on which there vere sig=-
nifirant differences (o < .05) when cross—tsbulated with the cazegories of
tactice of sonflict reselution.

A close ewamination and reflectisn of the values in Table 9 brought



15

about the following statements albout respondents who used different tacties
af conflict resolution. Barpalnsrs-politickers, as oppesed to Ehe othex
groups, tend to agree with such sratrmencs as:
¥ 11ke te thimk I am a bit of a swinger.“
"4 moehtall oy driok at the end of the day is & perfect way o unwind.
"ihere are dzy people and rhare are night people, E am a day person.”
Abizapree)

"The farher should be the boss in the house.”
Mhere are Sifuations in which sex purside of marviage can beg & healrhy

chine, "

“lamen are wsually poosr drivers.'

. "fust people art suscessful in 1ife because of abilicy and drive, net

Jucl apd prll.”

"I like to swrpeviment with mes and different things "

"The gaie znd uze of marijuaca showld be made legal.

The pletors of tha barzaipers-politickers that seews to emerge iz one
of a swinser who it rooted in tradicioaal thought patterns =houk & nale's
Toke, males' superfority ower women, ond themselwes, As with swingers, this
geoup likes experimenting with new things. The use of bargaining-peliticking
as tarrics ceems consistent witk & swinging pattern of living. Suingers, as
impressions go, sedm to be Tooted te very few values of their own. The foz—
pation of coalitions to eppose others s a way of using orhers for a vwalue
systen by which to resolve a conflist.

Problem-solvers as & eroup tend to agree with such statemsuts 32

"I love the fresh zir and out-of-deexs.”

“I like to pay cash for everything I By .

Wl have more self-copfidence bhan most people.”

"I wgually consnlt Consumes Reports before making a mesjor purchase. "

Tha iife style picture of the preblew-solver is eng that seers camsis—
tent with the imege sowe people have of persons who use such a tagtic. What
ererges is the pleture of a thoughiful, deliberace pertoun who has confidencs
in his or her abiliries. For sxample, they tend o consult Comsuner Pepovks
befors making 4 majew purchase end have mere self-conffdence than ¢thava.

Persuaderz as & groop tend Be apres fuch statoments as:

¥ conslder myself a wonber of the silent vajority.”



"fhere 1= too mach emphasis.oa sex today.™

;! wiEe should have a great deal of Imformation abour her hushand's

E:;k;hildren ara the most important thipg 1o wy life.”

"I-usnally consuwlt Consumer Reports bafore making 2 major purchase

decision.” {Disagree}

I describing the life style portralt of the_person who uges pexsyssion
gz & tactfe of cooflict resclution, it appears thatr persuaders follow the
papular lmage of the “silent majoricy.” They have basically mifdle cluss
values of home and chifdren, snd feel there i roo much ecphasis oo sex today.
Further, they don't secd as predisposed 2s the other groups bto use informa—
cion such as Congumer Reports.

The 1ife sfyle grofilez that bawve cmerged about the varisus proups that
usa different tacbics of counflict vesolution is far from clear. Severgl
groups lack large nughers and it eppears now more life seyle stazemeobs
ghould have been incerporated in the yuescioamadire. What does come ouk of

the analysis 13 the idea that Jdifferent tectics are prebably rooted ia SEfE-

ereaf life styles.

STHATY

As was stated st the beginning of this paper, this siady was designed
to gafn Insights inea vardews zspects of famfly decision making, particularly -
joinr decision making, conflict in decislon meXing, and its resclvticn. In
this regard, it iz [elt that the purpose of the study was accomplished.

There seemed to be a prepondercass of Jolnt decision making, at laast,
with regard to "lerge ticket' dfews. Some Tessons were discovered why people
uze joint decision making 2= ppposed to aareaomeus decision paking. It was
gapEn rhat there appesTs to be some depoprepbic and life style correlates
ﬁhich aFfect famlly decision meking, conflict, and its resolurion.

In geasral, the data supported expec;atinn? with yepard to joint ws.

autonomous Jdeclsion meldng and specific tacties used to resolve confliak.
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Hemever, guch more work needs to be dome. The artea of eoaflict in family
tuyer behavior iz st;ll a relatively now bopic with many other aveanes of
possible research. This study reprasents at best, an exploration into & new
topic. More products nead to be stuwdied to determine If thﬂr; are cateporiés
uf produsts which bring sbout a grester or lesser incldemce of joint ok autd—
nomous decision makinz.

Conflict and its subsequent resolutican need to b looked at fursher to
determine what would be the best stratespics navkebers could use to mindimize
the conflict in their faver.

snd Finally, as with cognizive disscnapce, certain ipdividuals indicated
they did mot Tesolwe Che guestion, bub lived with it. Ve need to look further
at those individuzls to detcreipe what questions or eswflict elicin zuch a

response oF vhat kyoe of person is involwved.
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TATLE }

Inefdence of Antopowowes Versus Jolot Decision Makiung®

Avkomobile Vacation
n= {514} (51593
2 x
Wife Alone 8.6 10.2
Hushand Alone L) 12,2
Joilnt Decision 57.0 _77.6
100X 16G0E

*Totazl sacple was

.

536 respondends

Furnlture
{392)
i

KX
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e

TABLE 2

Feazons for Jolnt Decision Making*

Aurorobile Vacakion Furniture
a~ (2933 {4033 {3093 Total
z % X x

It was tao big a decision
to decide alome. 382 2E.0 31.1 3.9
It is better to decide to-
gether on (hose producis
which will ©e uzed by
everybody in the fanily. T34 hE. S T4.R A4 .0
Two heads are becter than
one. 7.9 8.3 3.7 IZ4
Economlcally and socially
it was a wery impoTtant
furchagze. 427 T 278 3.3
bur Famity life zeyle
requires thak we decide
teperher On mosSt DAELETE. 662 57.8 .0 8.7
It is custoRdry among G
friendz that zspousea decide .
together onm this produet. 2.5 B.5 7.1 8.0
¥e wanted something hoth
would Rike. 5.1 ) Z2.9 4.1

*The parcentage exceed huondred percentage poicks due to multiple answors

enoouraged fvon the checklist provided im the gqueationnaies.
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TALLE 3
Beasons for hutonomous Decision Making®
Autenobile  Yacatlon  Furniture

n = (221 {1167 {193) Total
= X z %

1. Ve wexe too busy to )
depide togather. =i 4.3 13,5 9.6

*. He 1ike to divide Te-
sponsibilities in
anaging che house~
hold. G0 10.3 12.4 10.5

3. Other spouse waAS AVAET
at the fime of the
decision. 6.3 2.6 4.7 4.4

4. Head of housshoid de-
gidea sn all major
purchases i our
houzehold. : 3.4 11.2 5.2 10.0

5. It was oot an Aw-
poTtant congumbion
decizion te requirs
joint eiforr. 2.7 © 1.8 11.4 7.0

6. Leawing it to one
pariner avoids an-
necessaty conflicts
aud FTZURMATES - 9.3 13.8 7.8 9.8

7. It is coomeqg in Gar
age to leave the de-
gision Lo ome Spouse
oo this product- 7.2 1.4 7.8 6.6

2. One partner WaAs LorE
competent and know-
ledgesble in oaking
the decision. 36.2 9.3 29.0 27.7

9. We hate to shop
toguthzr- 5.0 3.4 .8 6.0

S 0. Our family iife
' sty le encourszes
1edividusl wather
than joint decizioaz. 4.5 L 6.2 5.3



TAELE 3 (Coniinued)

11. It wat a more inpereant

decision co caly one of
[LE 4.9 18.1 bl i ) 12.5

12, It is common amang
our friends o leave
the decizicn to one
EpoHaE. 3.6 1.7 A7 3.6

13. It i= uswally the
yesponsibility of
only one partoer. 11.5& £.3 5.3 9.2

*The percentages cxceed hundred porcentage pelazs dus to wuleiple answats
encouraged from the checklist provided in the gquestionnaire.



TARLE &

Demopraphdc Carrelates of Autonomous ¥s.

Farily Life Cwele

Fo Children
Small Childzem
Tesnage Childrenm
Grownup Childxen
Seniﬁr Citizens

xz a 34,395 df

Socicecoaomic SLatus

Lower Class

Lawer Middle Class
Middle Class

Uppey Hiddle Class
Upper Class

Joeint Decision Hakiag

=4

f

o=

W2 = 29,093 df =4 p o< .05

Wife's Eduggtiom

Grade Bchool

High or Trade School
Some College

Collage Degree

Past Graduate

i

At omioEras Joiac Total
= {530} {10057 {1535}

£ X %
16,0630.2) 19,5(69.8) 18.3
14.2(23.4) 24.5(76.6) 20.9
37.2¢37.33) 12,9¢52.73 3.4
285044 .9} 12.4{35.1y 1.9
_4.2(32.9) 4. 7681 _4.5
106% 100% 100%

.05

B.3{73.0) 14.6(77-0y  12.4
12.8(26.00 1%.3{75.5) 17.1
£0.0036.8) F6.2(64.2) 37.3
33_BCAL.6) 25.9(59.4) 8.4
_5.53{41.2) _E.B{3B.R) 4.4
100% 100% 100%
1.1{22.2) 2.1(77.8) 1.8
28.1{40.9) 21.4(59.1) 23.7
26037.3) 25.0(62.7)  30.2
30.6(31.5) 35.0068.5) 33.3
_7.5{24.1} 12.5{75.9} 10.B
1007 100X

¥~ = 19.455 &f = 4 p < .05
Humber of Dacigions

| Autauoro s

5560

Joint 1005
Toral 1333

100



TARLE 5

Degree of Comflick Trevalont in
Jaigk Decisiona

Autempbile Vacation Furnd tura Toral
i £ % %
Lo Conflict (G} 5.1 7.4 7.8 5.5
Low Coaflles (4783 £7.8 50.7 53.6 5r.G
Mgh Conflier (3956 &¥.1 41.8 id.d 52.%
La0% 10G% 10035 100%
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TMELE &

Domopraphic Correlates Of Conflict
Ia Pyrchase Eehavior

Ko & Low High
Conflier tonflict Total
] T X
Soaicecotomic Status
Lower Class 1.1(60.0) 1.6440.0) 1.1
Eowar Middle Class 14.2{71.0} 5.8{25.0 10.6
Middle Clazs 43,7 (37.5) &4, F(42.5) 43,9
Upper Migdle Class 36.9¢{51.8) 47.0058.%) 4l1.2
Upper Class 50733 _2.0026.7)y _3.2
100% . 1003 160
wl=23.84 dF=4 p< .05
Wife's EBducaticon
Grade School 320,00 2.0630,.0) 1.0
High or Tradz School 2.E(56.1) B3.0443.7F 22,3
Sore College 31.4€38.8) 30.0445.2) 0.8
felicge Degres 31.9{55.3) 35.5(44.7)  33.4
Post Geaduabe 15.6(B7.52 _9.6032.3) 12.5%
) 1062 100% 10435

x2*1?+39 af = & p < .05



Prablem
zolving

Parsuazion
Bargaining

Politlcking

Tactics of Conflict Bosolubieo

{168)
(516}
{381

(36}

LARLE 7

Irploved
Automshile Yacation Furnirure Total
z Z z
7.5 50.2 18.6 253.2
57.9 54,4 To.e E3.0
3.1 5.2 7.2 5.8
a1 5.2 3.6 5.9
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TABLE 8

Doppgraghic Correlates of
Tactles of fonflict Resplution

Probler— Bargainiog—
zolving Fersuasion Palitdeking
= {156} £416) (72} Total
z z E4 &

Family Life Crcic
Mo Children 20.1(2%.7} 16.%(61.3) 13.8(9.07 17.1
£rall Children 18.2(19.0) B ACTE. R 3360007 2.1
Teenage Children 40.9(31.1) 33,10835.0) AT.2{5.%) 36.7
Grevm Children 15.6{21.83) 20, 8(72.13) R.7{5.1) 18,7
Senior Citizens 5.5 (%4.6) 3.1¢50.0% . 5{15.4) 3.9

100% 100% 100% LO&E

wP=es at=8 p < .10

Sociooeonumic Status
Lowey Cigss 1.3(33.3) LE(B0.07 1841673 1.0
Lowar Middle Clasz 9.1{19.5) 13.8(74.0) 6.9(6.5} 11.8%
#iddie Class B0.0¢29.1) 3G.1457.2) 54.2(13.7) £3.5
Tppey Middle Class 39.0€24,9) 41.1{65.5] 358.70(9.6) 59.9
Upwper -Class RGNS 5.2 (83,0} 2.B{1L.0} 3.8

10G% 100 00T 100%

xz =15.9 d£=8% p <« .1
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TAELE @

Iife Scyle {orrefatez of Toctics of Contlicr Beselution

Problom—Snlring Persuszsion Bargaining-
Politickiag
X % Z
I iike to be considewed
a Leadsaw 6l.2 3.2 70.6
T Like to think I 2m a
bit of 2 swioger 3L.6 29.% 59.5
A ecacktail or drink ar the
end of the day iz a perfect
way to unwiad : . 228 31.6 41.6
I wovld Tather travel by
car than by airplase 35.4 £3.0 52.2
I leve the fresh air and ’
out~of~doars a7.8 837 84.7
The fzther should be ths
bosz in the house &l.4 4%.0 L8.6
HWomen are usually poor
drivers 13.% ) 13.8
Therz are sitnatiows In which
sex cutzide of the marriage
can be a nealthy thing ) 31.1 3.3 B .2
Children sheueld take masic
leszons : 56 & E6.0 51.4
Theve shaountd be a zun In
every home 5.5 5.5 214
Mdverti=sing leads co
wasteful buyins in out
soclety E7.2 55.4 4.1
I }ike to pay <ash SoT
evarything I buy B3.7 46,7 51.4
lken semathing beglas £o
get a little old, T want
ta replace iE aven when its
in good working ordar 10.2 10.9 23.0
It is not what you knaw
bnt whe you koow thae
counts 26.2 3.0 22.6
I hawve more self confidance :
than wost people 57.6 47.% 47.0



TARLE 9 (Contlnued)

Yost people are suggeasiul
in 1ife because of ability
apd drive, ast luek oo
pull

Most people are honegs
Folody cares what I thiok

Moy commergials are gute
gnd amusing

I usually comsult Conspmer
Eeparts before making a
najor purchase

1 like to experimect with
new and different things

There are day people and
there are night people,
I am g day person

There iz too pach emphagis
on SexX today

I vonzider myself a mewber
nf Ehe silest majovity

The zale aod use of marl-
Juana should be mede legal

I zopetices spead monsy on
myself that I should spend
on the family

M chiLdrE'n. are ctha wost
Tapsreant thing ico my
lifa

A wife should awe & great

deal of infoymation sbout
her hushand’s work

Telowisdon ia aur primary
source gf enkertainment

For a Teally gocd vacation,
couplas should try {0 gl
ahray withgnt the chilldren

0.4
65,2
2.5

o2.3

55.7

70.5

65.0

50.2

37.9

4.4

42,1

4.4

3.5

46.2

4.7
Bl.4
5.4

65.0

37.0

65.1

65.6

8.1

A3.00
21.1

43.3

46.9

0.4
21.4
15.3

ei.1

£9.6

58.6

3.7
£5.4
45.8

4556

48,6

£7.2

7.0

43.0

5.2



