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ABSTRACTS 

The study evaluated the factors influencing the purchase decisions and conflicts resolution of family 

decisions of husbands and wives in Lafia metropolis of Nasarawa State. The descriptive survey design 

was employed as the research design for this study. The instrument comprised ten (10) question items 

and sixteen (16) open-ended question items as the independent and dependent variables respectively. 

It was validated and the reliability coefficient was established at 0.896. A convenient sample of two 

hundred and fifty (250) was used for the analysis. Frequencies, percentages and chi-square at P≤0.05 

were adopted for the analysis. Findings revealed that income 147[62.3] has an overall dorminating 

influencing factor on routine items such as food, furniture, automobile/machine and other items than 

other factors such as cultural values, lifecycle, family type, educational attainment and others. 

Overall, except for income 196[92.0], cultural values, educational attainment, family type and family 

life cycle were not significantly associated with selected family expenditure such as investment to 

increase income, children school fees, household needs e.g. appliances and others at level of 

significance [0.792 > 0.05]. For the most part decisions on purchase that require urgent decision to be 

taken on items like food were taken by either husband or wives 183[73.2]. Only 18[7.2] take constant 

on children issues. Expenditure on personal items was a major cause of regrets and conflicts by 

husbands 104[92.0] and wives 60[64.5]. Other items were relatively negligible. Private settlement of 

conflicts between husband and wife as a result of family purchase decisions was commonest preferred 

means of resolving conflict. In conclusion, income appeared as a dorminant factor in consumer 

purchase decision in both routine and other selected items of expenditure. Respondents’ do not seem 

to have joint agreement on how to spend their personal income as a common income of the 

household. Apologising 2[1.60] or allowing outside intervention 10[7.8] in the resolution of conflict 

on household purchase activities is advanced only by insignificant number of respondents. Rather, 

overall, they preferred private settlement 112[87.50] between them to resolve their conflicts. It is 

recommended among others, that syncratic decision making process which involves communication 

and transparency should be exercised by these household to allow for economic well-being and 

development and to avoid costly mistakes, economic loss and conflicts between husbands and wives. 

Further research on a broader scope is needed to establish the facts of the findings in order to make 

conclusions and generalizations on consumer purchase decisions of households by husbands and 

wives in Nigeria.  

Keywords: influence, factors, purchase, decisions, conflicts, resolution, family, husbands, wives 

 

INTRODUCTION 

The family has been identified as the central decision-making unit on various products and services, 

therefore, purchasing decision-making is one of the activities the family is engaged in. Sidin, 2004, 

identified different roles played by each member of the family when making decisions to make some 

particular purchases. The roles include initiation, influenceser, decider, buyer as ideas. Purchase 

decision-making can be categorized into automatic and syncratic decision in which various families 
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adopt any of the types depending on the influencing power used by the family. Ndubisi and Lee, 

2005, classified the family into two, thus, the traditional and modern family which they observed 

differ only slightly between them. In the traditional family, the husband is responsible for the 

provision and support of the family, while the wife stays at home to take care of the children and the 

house. Therefore, in traditional families the male appears to be the leader of the family and takes the 

status of the authority decision-maker. The male, thus, is most times dominant in the purchase 

decision-making when buying products. 

Yavarari, 2009, spelt out the functions of the family to include the economic well-being of the family. 

This refers to the how the family divides its responsibility for providing economic well-being as a 

means for financial provision upon which the family functions. Emotional support as an important 

function of the contemporary family provides emotional nourishment including love, affection and 

intimacy to its members. The family provides support and encouragement and assists its members in 

coping with personal problems. Suitable family lifestyle in terms of consumer behavior is the 

establishment of a suitable lifestyle for the allocation of time that greatly influences consumption 

purchases. Ogawa and Wan, 2007, observed that family interaction on consumer products and 

purchases are fundamental building blocks that influence purchase behavior within the family. As the 

rules of consumption and structural influence in society change, these influence the buying behavior 

of the family. The socialization of children and other family members especially young children is a 

cardinal family function. Through this process basic values and modes of behavior are impacted on 

the children and other family members of their various cultures. Lee and Beatty, (2002), observed that 

the influences of  parents on their wards is significant because of how parents help their children to 

develop politically, religiously and in lifestyle. They noted that parents take responsibility for those 

high-risk decisions of their children. Though spouses and children are more likely to influence the 

purchase decision that directly affect them, irrational decision-making processes, the role 

differentiation and the bases of household duties, child control and care, social and economic 

activities determine such purchase influences (Dawis, 2008). 

Anderson, 1957, suggests two concepts of a household compatibility of attitudes or preferences and 

coordination of goal directed activities. He classified families into coordination and compatible, 

uncoordinated and compatible, uncoordinated and incompatible. He further differentiated the classes 

of families, as the coordinated but incompatible family as those who are price conscious, immune to 

emotional appeal and hard bargainers in the effort to get their money’s worth. Unlike the 

uncoordinated but compatible family who are susceptible to persuasive efforts such as personal 

selling. Family purchase behavior is found to differ from each type. Hence, decision-making process 

is relevant to their consumer behavior for the reasons that many products are purchased by a family 

and the individuals. Therefore, buying decisions may be heavily influenced by other family members 

(Yuvarari, 2009). 

Children have been found to have less influence on decision-making of products that are high-risk and 

used by the whole family. As the communication skill to make requests of children developed, they 

begin to make demands of products and services influencing the purchasing decisions of the family. 

Many economic decisions are often made by families rather than by individuals as families behave as 

a single entity with common utility and income (Assel, 1995). Asharf, 2008, explained that the 

financial decision of spouses are influenced by weather the income is known and communication on 

how the income should be spent and decisions on how to use them. He reported that spouses’ 

communication on how to spend income has been effective and successful in family purchasing 

decisions. 

Davis, 2008, suggested that family members should adopt various decisions or influence strategies in 

an attempt to resolve conflicts during purchases decisions. Lee and Collins, 2000, said some form of 

conflict or disagreement is highly likely during decision-making that involves integrating various 

individual preference(s). They further identified strategies to influence a family purchase decision to 

include experience and knowledge and a source of information that will influence the outcome of a 

decision. This strategy tests possible outcomes where the decider has once been involved in the 

decision-making and the outcome can be known to a high degree of confidence. Calculations are then 

built on similar past actions assuming what affected past decisions will affect the future decisions. 

This strategy also helps to lessen or eliminate the conflict of one person or more being responsible for 

the alternative that will be generated in obtaining information of the likely consequences of each 
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activity. Legitimate strategy emphasizes role stereotype in order to obtain influence. In this case, the 

decision is carried with reference to the vision or mission and values of the outcome. It is linked with 

underlying sets of core beliefs likely shared by the family members. Decision by persuasion is viewed 

as a way of forcing someone to make a decision out of one’s value or desire. However, blames are 

laid on the autocratic decision maker when it turns out to be a total failure or a poor decision. 

Feminine intuition helps to identify the moods in which the family member is most vulnerable or 

susceptible to new ideas of persuasion. She may also find out the different types of appeals to which 

the other member(s) is or are especially weak to achieve the demanded decision. She may use 

coercion which is extreme persuasion because it involves unwilling agreement. This occurs in the 

family where there are large authority differences among family members and no cultural norms 

exists against its use. Coalition is usually implored within the family for the purpose of forcing the 

individual or minority to join with the majority in cohesive groups. Two or more members of family 

decision-making unit collide in order to obtain particular outcome. This has to do with both parties 

having a say in the decision-making process and accepting the decision taken with consideration of 

gender, composition of child care in the family decision followed by the results which indicate how 

these factors influence the family decision process for the nuclear families and adolescent children 

(Beck, 1998).  

Emotions influences decisions by changing the relative influence of marital pattern at various stages 

in the decision-making process. The relationship between family members which create notions of the 

heart as home are centered on the deep seated affections member have for one another. The 

implication of such impersonal affection pervade all family decision. Here, a member of the decision 

unit tries to persuade others by using emotions such as crying, pouting and other non-verbal 

techniques inorder to achieve influence (Solvic 2001). Bargaining brings parties involved in the 

decision-making to negotiate on what the outcome influence should be or look like. It also leads to 

willing agreement because both parties tend to gain giving in return for getting their way on some 

other occasions. Explicit or tacit agreement may exist as a result of a different area at an earlier time 

that will affect the outcome of the current choice wherewith impulse decisions can be acceptable and 

effective. Timing and procrastination are ways of counting the bargaining process after choice has 

been made (Wales 1997). Reinforcement is based on family members’ acceptance of a decision which 

they believe is justified by each of them. Hitherto, the critical norm in a group improves the quality of 

decision while the consensus norm do not. This is due to the collaboration between one another when 

members agree with each other. Impression management, according to Lee and Collins, 2000, is a 

goal oriented conscious or unconscious process in which a spouse makes an attempt to influence the 

perception of other people about a particular decision. This occurs by regulating and controlling 

information in social interaction. It is usually synonymous with self-impression in which the spouse 

influences the perception of the other. The notion also refers to the practices in family communication 

and decision-making (Pwinger and Ebart, 2001). 

Contemporary couples harmonise conflicts over times in decisions through agreement, knowledge, 

reinforcement, habits, sense of fairness to restore equivalence, moderation of empathy, perceived 

equalitarianism and empowerment in consumer behavior decision (Lee and Collins, 2000, Pwinger 

and Ebart, 2001). They tend to use communication in joint investment to purchase goods and services. 

Spouses maintained they consider not only their preferences and power but also their partners utility 

and reactions to drawing on past episodes (Comuri and Gentry, 2005, Kotler and Amstrong 2008). 

Family decision can be rational or irrational when family members fail to play their roles as expected. 

Several consequences of spouses engaging in the family purchase decisions are observed to form 

conflicts which are likely during family purchase decision because it involves integrating various 

individual preferences. Some strategies are observed to help resolve conflicts during purchase 

decision and the resolution to provide harmony in the family. Hence this study investigated the factors 

influencing the purchase and decisions of the family and purchase decisions that led to 

regrets/conflicts and ways they were resolved. 

The major objectives of this study was to identify factors influencing family purchase decisions and 

how the consequences of purchase decisions were resolve to maintain family harmony. Specifically 

the study determined factors that influence family purchase decisions of some selected household 

items; identified factors of purchase decisions of some selected household expenditure; identified 

purchase decisions mostly taken by the household; determined purchase decisions that result in 
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conflict by husbands and wives as well as; identified how conflicts resulting from purchase decisions 

were resolved. 

 

METHODOLOGY 

Research Design 

The research design employed for this study was the descriptive survey design. 

Study Area 

The study area was in Lafia local government area, Nasarawa State, Nigeria. It covered the Lafia 

metropolis and Shabu development area. 

Population 

The population of the study included all respondents who were educated, employed, husband and wife 

together, have children and/or other non-related members of the nuclear family. 

Sample Size 

Two hundred and fifty (250) subjects responded to an open ended questionnaire comprising 

demographic variables of respondents, and questions bordering on family purchase decisions of the 

households. 

Sample Technique 

A convenience sample technique was adopted for data collection. 

Instrument 

The questionnaire was developed to include demographic variables of respondents and open ended 

questions on purchase and decisions, conflicts and ways conflicts were resolved. 

Validity 

Three (3) professionals in the departments of Sociology, Psychology and Agronomy in the Nasarawa 

State University validated the instrument after necessary corrections were effected. 

Reliability  

The reliability index of the instrument was determined at Cronbach Alpha Reliability Coefficient at 

0.876 using SPSS IBM Version 320. 

Data Collection 

The questionnaire was used to gather information from the household in the study directly from the 

respondents by researcher and assistants on personal contact basis. 

Statistical Analysis 

Data analysis employed a non parametric multivariance approach (Anderson and Combing, 1988) 

using statistical program, SPSS IBM Version 320. Chi-square was to determine associations at 

p<=0.05 level, Frequencies and percentages. 

 

RESULTS  

Determination of factors that influence family purchase decision of some selected household 

items. 

Purchase decisions of the household examined included routine items like food stuff, furniture, 

automobile/machine along with appliances and other peripherals. The chi-square procedure was used 

the indetermination of the influence of some selected factors (income, cultural value,(traditional and 

modern families), family life cycle, family type,(life style), educational level and others) on the 

purchasing decisions of the family. 
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Table 1. Chi-square on factors of purchases and decisions of household items 

Factors of purchases 
Household purchases 

Food stuff Chairs/cupboards Automobiles 

/Machines 

Others Total 

Income 51(22.4) 29(12.7) 31(13.6) 31(13.6 147(62.3) 

Cultural values 

(traditional and 

modern families) 

4(1.8) 3(1.3) 2(.9) 1(.4) 10(4.4) 

Family lifecycle 7(3.1) 8(3.5) 3(1.3) 2(.9) 20(8.8) 

Family type 

(Lifestyle) 

13(5.7) 7(3.1) 4(1.8) 6(2.6) 30(13.2) 

Education level 14(6.1) 4(1.8) 1(.4) 4(1.8) 23(10.1) 

Others 0(0.0) 0(0.0) 0(0.0) 3(1.3) 3(1.3) 

Total 89(39.0) 51(22.4) 41(18.0) 47(20.6) 228(100.0) 

Chi-square = 24.384, DF = 15, P-value = 0.059 (P>0.05) 

Table 1 above examined purchase decisions on selected routine items like food stuff, furniture, 

automobile/machine, appliances or peripherals. Income was found to be rated by respondents as a 

factor which dorminated their purchase decisions on selected routine items of the household. Other 

factors, educational attainment, family type  family lifecycle and cultural values, all had relatively 

negligeable influence over these items. Overall selected factors significantly (P<0.05) influenced their 

purchase decision on selected household purchases. 

2. Determination of other factors of purchase decision of some household expenditure 

Other variable examined were expenditure on investments by household, payment for educational 

pursuits of children and other such stocks for food items. 

Table 2. Chi-square on factors of purchases and decisions of household expenditure 

Family decisions Factors influencing family decisions 

Income Cultural 

values 

Family 

lifecycle 

Type of 

family  

Education 

level 

Others Total 

Investment to increase 

our income 

115(54.

0) 

10(4.7) 20(9.4) 24(11.3) 22(10.3) 5(2.3) 196(92.0) 

Children school fees 4(1.9) 0(0.0) 1(.5) 0(0.0) 0(0.0) 0(0.0) 5(2.3) 

House needs such as 

food and domestic 

appliances 

3(1.4) 0(0.0) 1(.5) 3(1.4) 1(.5) 0(0.0) 8(3.8) 

Others 4(1.9) 0(0.0) 0(0.0) 0(0.0) 0(0.0) 0(0.0) 4(1.9) 

Total 126(59.

2) 

10(4.7) 22(10.3) 27(12.7) 23(10.8) 5(2.3) 213(100.0) 

Chi-square = 10.429, DF= 15, P-value = .792 

Table 2. Showed the influence of the selected factors on family decisions relating to the other 

expenditures of the household. The selected factors, income, cultural values, family lifecycle, family 

types educational level and others, were not significantly associated with the family expenditure as 

was obtained in the case of the routine items. The level of significant here is 0.792 (P < 0.05). 
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3. Determination of purchasing decision mostly taken by household 

Table 3. Frequencies of purchasing decisions mostly taken by the household 

Which decision is constantly 

taken by you alone with your 

spouse 

Frequency Percent 

Purchases that require urgent 

decision like food purchase 

183 73.2 

Jointly agreed decision 12 4.8 

Children issues 18 7.2 

Others 10 4.0 

Total 223 89.2 

No response 27 10.8 

Total 250 100.0 

 

Table 3. above showed the frequencies of the types of purchasing decisions mostly taken by the 

household. As obtained in the table, decisions concerning purchases that require urgent action like 

food items is the commonest combined decision often taken by the households. Though 27(10.8%) of 

the respondents did not answer the question and the only relatively high rated decision by the 

respondents was that concerning children’s issues. 18(7.2%), thus, it could be said that routing 

decisions of the family are those relating to food and other exigencies. Jointly agreed decisions [4.8%] 

was not so common.  

4. Determinations of purchase decisions that resolve in conflict by husbands and wives. 

Table 4. Purchase decisions that resulted to conflicts by husbands and wives. 

Gender What Purchasing decisions have you made for your family that you regret 

Personal 

items 

Wears Food Others Total 

Male(husband) 104(92.0) 4(3.4) 0(0.0) 5(4.4) 113(100.0) 

Female(wife) 60(64.5) 20(21.5) 9(9.6) 4(4.3) 93(100.0) 

Total 164(79.6) 24(11.7) 9(4.4) 9(4.4) 206(100.0) 

Chi-square = 29.923 DF = 3, P-value = 0.000 

Table 4 showed the results of the test of association of the items and decisions taken by respondents 

that they regretted and possibly caused conflicts. Percentages indicated that purchase decisions of 

husband 104(92.0) and wives 65(64.5) which were taken independently were on personal items, 

resulted in regrets and conflicts more than decisions on wears, food and other unspecified items. 

 

5. Determination of how conflicts resulting from purchase decisions where resolve by husbands 

and wives 

Table 5. Ways in which conflicts resulting from purchase decisions that resulted in conflicts 

were resolved. 

How did you 

resolve such 

conflicts 

What Purchasing decisions have you made for your family that you 

regret 

Personal items Wears Food Others Total 

Private settlement 95(74.20) 12(9.40) 5(3.90) 0(0.00) 112(87.50) 

Others intervene 2(1.60) 8(6.20) 0(0.00) 0(0.00) 10(7.80) 

Apologise 2(1.60) 0(0.00) 0(0.00) 0(0.00) 2(1.60) 

Others 2(1.60) 0(0.00) 0(0.00) 2(1.60) 4(3.10) 

Total 101(78.90) 20(15.60) 5(3.90) 2(1.60) 128(100.00) 

Chi-square = 97.333, DF = 9, p-value = 0.000 (P>0.05) 
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Table 5 showed the ways in which such conflicts were resolved in the household. The table revealed 

that the resulting conflicts from purchase decisions were resolved in different ways by the households. 

But private settlements between the spouses were the commonest approaches. Overall, the type of 

conflict resolution found to be significantly associated with the mode of resolving conflicts was the 

private settlement conflict resolution in the households. 

 

DISCUSSION 

Income was found to dorminantly affect respondents’ decisions on items purchased at all levels. 

Overall, however, family type, educational attainment, lifecycle and cultural values could play a 

major role on decisions concerning what and what not to purchase, Ashart 2008, explained that 

financial decisions of spouses are influenced by whether the income is known or communicated on 

how the income should be spent and decisions to be taken on how to use them, which, he said, 

communication on how to spend income has been effective and successful in family purchase 

decisions. On the contrary, through income seemed to be successfully utilized to the satisfaction of 

households in this study, the fact that expenditure on private or personal items was a major cause of 

regrets and conflicts suggests that there is no communication and synergy on how income of 

households or husband and wife should spent. It further suggests that husbands [92.0%] and wives 

[64.0%] seemed to control their income on personal basis rather than joint agreements as indicated in 

table3. Yuvarari, 2009, however, explained that decision-making process is relevant to consumer 

behaviour for the reasons that products are purchased by either as a family or individual. In this study, 

purchases that require urgent decisions were taken by either the husband or wife alone. Therefore, 

buying decisions may be heavily influenced by other family members that require urgent attention 

which either the husband or wife take responsibility for the decision. 

Private settlement was found to be the dorminant form of conflict resolution employed by husbands 

and wives. Purchases of food, wears and other items that could cause regrets and conflicts on these 

households under study can be said to be negligeable for both husbands and wives. Private resolution 

could imply bargaining, negotiating and willing agreement. Wales, 1997, suggested that this could be 

because both parties gain in return for getting their way on some other decisions. Overall outcome 

from this study on conflict resolution suggested that most spouses neither apologise 2[1.60] nor allow 

third party intervention 10[7.80] in family purchase activities as indicted in table 5 

 

CONCLUSION 

Income appeared as a dominant factor of consumer purchase at all levels. Educational attainment, 

family type, family life cycle, and cultural values only slightly influenced respondents’ consumer 

purchase behaviour. 

There does not seem to be a joint agreement or communication by husband and wife on how to spend 

their personal income, thus, giving rise to purchases that may cause regrets and conflicts especially 

purchases on private or personal  items.  

Most spouses neither apologise nor allow others to intervene in their household purchase activities. 

They preferred private settlement to resolve conflicts between them. 

 

RECOMMENDATION 

1. There is need for consumer educators in Nigeria to pay attention on other factors of the 

decision-making process apart from income as the economic factor in the purchase decisions 

of households to make wiser decisions and enjoy prudent economic purchase decision 

practices. 

2. Syncratic decision-making process that involves communication and transparency in the 

households should be encouraged in order to allow for a variety of ideas which will enable 

households to develop the standard of life and economic well-being of their members. It will 

also reduce constraints, costly mistakes, economic loss and, conflicts between husbands and 

wives. 

3. A study on the financial management of household is recommended to provide insight into 

the challenges and benefits of joint and/or independent decisions of how income of household 

is spent. 
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4. Similar study is needed across the nation to establish the findings of this study before 

conclusions and generalization from this study can be made for Nigeria on consumer purchase 

decisions practices. 
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