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Abstract. Financial behavior, especially among the specific community, is the
researcher’s concern, which is related to how psychological responses in the form
ofmoney attitudes andmental accounting can influence compulsive buying behav-
ior in members of the football supporter community. Some exciting things that
motivated this research were triggered by a curiosity about whether business pro-
cesses at football clubs are capable of influencing financial behavior among their
stakeholders. One phenomenon, CHLS – consumer hypnotic-like suggestion- a
form of compulsive buying behavior- is thought to appear in this community. It is a
concern for researchers to examine whether money attitude andmental accounting
affect compulsive buying behavior. The analysis using multiple linear regression
tests showed that money attitude and mental accounting affect compulsive buying
behavior. The findings related to money attitude are in line with previous theories
and findings. In contrast, mental accounting, although influential, should affect
negatively so that the better the mental accounting, the more compulsive buying
behavior will decrease. However, the findings of this study prove otherwise, so it
is suspected that the expenditure priority scale factor is the cause of the anomaly
of this study’s findings. In addition, the analysis of respondents’ profiles also cor-
roborated allegations of research results that were not in harmony with mental
accounting theory.

Keywords: Compulsive buying · Football supporter ·Mental accounting ·
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1 Introduction

The existence of football supporters is inextricable from the existence of football clubs.
Each party contributes to the sustainability of a mutualistic system. As long as there
are supporters who attend each game, football clubs will continue to exist. In order to
compete in the football industry, a football club must have a viable business strategy to
secure financial backing for the club’s continued existence.

© The Author(s) 2023
B. Setiawan (Ed.): ICoMB 2022, AEBMR 243, pp. 118–128, 2023.
https://doi.org/10.2991/978-94-6463-160-9_13

http://crossmark.crossref.org/dialog/?doi=10.2991/978-94-6463-160-9_13&domain=pdf
https://doi.org/10.2991/978-94-6463-160-9_13


Money Attitudes, Mental Accounting, and Compulsive Buying 119

Several income sources that are mapped to be part of a football club’s commer-
cial process include tickets, sponsors, and merchandise [1]. The existence of militant
supporters for a football club is an intangible asset that has the potential to provide a
significant amount of revenue for the club, particularly through ticket and merchandise
sales.

To encourage supporters to spend their money, it is necessary to have a sufficient
understanding of themapping of the psychological response that occurs so that a decision
to spend the money is made, hence increasing the football club’s income. One of the
previous studies alluded to CHLS – consumer hypnotic-like suggestibility, a condition
of the tendency to respond positively to inducements to buy goods unplanned [2], as a
form of psychological response that business process managers at football clubs can use
to induce compulsive buying on ticket and merchandise sales.

Theoretically, compulsive buying behavior can be defined as aberrant buying behav-
ior characterized by a drive to buy that tends to be uncontrollable, repetitive, and oblivious
to the consequences [3, 4] as a response to poor self-confidence combined with feelings
of alienation/anxiety, and an orientation of joy that comes from the material [5].

Previous study relating compulsive buyingbehaviorwith self-esteem/self-confidence
indicates that those with low self-confidence are more likely to behave compulsively
while making purchases compared to those with high self-confidence [3]. Hanley found
that they engage in compulsive purchasing because they believe thatmoneywill represent
their metaphorical abilities [4] and boost their self-confidence.

Several psychological responses are also associated with compulsive purchasing
behavior, including money attitude [3–9]. Money attitude can be defined simply as
attitudes, feelings, and individual motives pertaining to money. The positive approach
to this variable describes money attitude as a person’s propensity to engage in future
financial planning, particularly the behavior of saving and reducing expenses [9]. In the
context of this research, however, money attitude or attitude towards money refers to
consumer spending related to the offer of selling tickets and products, as well as other
supporting activities to meet their needs as a football club supporter. The significance
of this variable is significant since money attitudes will shape consumer culture [10].

It seems sensible that if a community has developed a consumer culture, the money
attitude would soon follow, and if football clubs’ marketing strategies have a tendency
to be extravagant, obnoxious, and alluring, the danger of compulsive buying behavior
will increase. Therefore, in this study, the researchers propose the H1 hypothesis: money
attitude has a positive influence on compulsive buying behavior.

The following psychological response is mental accounting. Individuals and house-
holds utilize mental accounting to code, categorize, and evaluate their financial activities
[11–14]. Mental accounting focuses on how an individual should respond and analyze a
situation where there are two or more alternative outcomes, particularly how to combine
these results. Individuals assign distinct utility values to each wealth account, which
determines their consumption choices.[12].

Previous research has demonstrated a correlation between mental accounting in
student life and financial decision-making and the treatment of income sources [15].
Several variables that are also related to this topic are financial literacy and lifestyle [5,
16]. In the context of this study, mental accounting will be one of the factors utilized to
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Fig. 1. Research Design

predict compulsive purchase behavior in response to activity connected to football club
offers.

This study is concerned with mental accounting because researchers want to deter-
mine whether individuals have appropriate mental accounting skills for practicing per-
sonal financial management, so that they can make spending decisions and refrain from
behaving compulsively while making purchases. This study therefore proposes the fol-
lowing hypothesis H2: mental accounting has a negative effect on compulsive buying
behavior.

The objective of this research is to determine the psychological response maps
that drive compulsive buying behavior, particularly in reaction to football club offers
for ticket and merchandise sales to supporters and the community at large. This phe-
nomenon adds to the study of behavioral accounting, particularly in terms of identifying
the elements that influence individual financial decisions. This study aimed to determine
whether money attitude and mental accounting influence compulsive buying behavior,
particularly in the CHLS phenomena— consumer hypnotic-like suggestibility that hap-
pens among sympathizers, supporters, and the general public in response to offers from
football teams.

Figure 1 shows the research design.

2 Method

This study is a quantitative descriptive study in which data is collected using an online
form-based survey (Google form) and processed with SPSS 26.0. The population sam-
pled consists of the general public, PSS Sleman supporters, and football supporters.
The sampling technique employed is purposive random sampling. The sample size for
this study was 230 respondents. The number of samples is chosen following the rules
established by Hair and colleagues [17].

For the analysis test of the study instrument, data validity and reliability tests were
utilized. Then, prior to doing the analytical test with multiple linear regression, the
classical assumption test was conducted.

3 Results

The Figs. 2 and 3 show the profiles of research participants.
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Fig. 2. Respondent’s profile based on gender
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Fig. 3. Respondent’s profile based on age
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Fig. 4. Respondent’s profile based on education

It can be seen from the age and gender profiles that the majority of participants are
men between the ages of 21 and 25. In terms of educational background, those with a
high school/vocational high school/equivalent education background predominate. The
1 million to 2 million rupiah bracket dominates the income distribution, as seen by the
income profile.

Because this research issue pertains to a certain community, the respondent’s profile
is one of the most crucial factors in the process of interpreting research data (Figs. 4 and
5).
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Fig. 5. Respondent’s profile based on income

Table 1. Validity testing of research instruments

Variable Item Person Correlation Sig Description

Money attitude X.1 0,315 0,000 Valid

X.2 0,308 0,000 Valid

X.3 0,497 0,000 Valid

X.4 0,484 0,000 Valid

X.5 0,524 0,000 Valid

X.6 0,470 0,000 Valid

X.7 0,508 0,000 Valid

Mental accounting X2.1 0,782 0,000 Valid

X2.2 0,760 0,000 Valid

X2.3 0,854 0,000 Valid

X2.4 0,827 0,000 Valid

X2.5 0,741 0,000 Valid

Compulsive buying Y.1 0,809 0,000 Valid

Y.2 0,791 0,000 Valid

Y.3 0,758 0,000 Valid

Y.4 0,737 0,000 Valid

Y.5 0,787 0,000 Valid

Y.6 0,696 0,000 Valid

Y.7 0,788 0,000 Valid

Y.8 0,179 0,007 Valid

Y.9 0,664 0,000 Valid

After determining the respondent profile, the following stage is to examine the valid-
ity and dependability of the research instrument. The results of the tests are presented
in Tables 1 and 2.
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Table 2. Reliability Testing

Variable Cronbach Alpha Description

Money attitude
(X1)

0,857 Reliable

Mental accounting
(X2)

0,852 Reliable

Compulsive buying
(Y)

0,862 Reliable

Table 3. Data Normality Test

One-Sample Kolmogorov-Smirnov Test

Unstandardized
Residual

N 230

Normal
Parametersa,b

Mean .0000000

Std. Deviation 6.09799440

Most Extreme
Differences

Absolute .057

Positive .045

Negative −.057

Test Statistic .057

Asymp. Sig. (2-tailed) .066c

a. Test distribution is Normal.

b. Calculated from data.

c. Lilliefors Significance Correction.

Table 4. Multicollinearity Test

Model Collinearity Statistics

Tolerance VIF

Money attitude 0,988 1,022

Mental accounting 0,988 1,022

Based on the test findings reported in Tables 1 and 2, the research instrument is valid
and reliable, thus it can be used in research since it complies with research requirements.

According to Table 3, the unstandardized residual value of the data is 0.66, which is
higher than 0.05. Thus, it is evident that the study’s data were normally distributed.
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Table 5. Heteroscedasticity Test

Model T Sig.

(Constant) 5,049 0,000

Money attitude -1,896 0,059

Mental accounting -1,389 0,166

Table 6. Autocorrelation Test

Durbin Watson N D DL DU 4-DL 4-DU

1,882 230 1,882 1,775 1,792 2,225 2,208

Table 7. Multiple regression test results (t-test)

Variable Coefficient B Sig Description

(Constant) 7,758 0,000 Significant

Money attitude (X1) 0,283 0,000 Significant

Mental accounting (X2) 0,479 0,000 Significant

The tolerance values of the two independent variables presented in Table 4 are
0,988;0,988 > 0,10 and the VIF values of the two independent variables are 1,022;
1,022 < 10 therefore it can be inferred that none of the independent variables used are
correlated with other independent variables (Table 5).

In the table it can be seen that the significance value is greater than 0.05 so it can be
concluded that there is no heteroscedasticity.

Based on Table 6, theDWvalue is 1.882, while from theDW tablewith a significance
of 0.05 and the number of data (n) = 230, and k = 2 (k is the number of independent
variables) the values dL = 1,775, and dU = 1,792. Because the value of DU < D <

4-DU = 1,792 < 1,882 < 2,208 it can be concluded that there is no autocorrelation.
Thus, all conditions for the whole classical assumption test have been fulfilled.

In addition, hypothesis testing will involve several regression analysis tests. The
results of the multiple regression test are reported in Table 7.

From the table above, a multiple linear regression equation model can be obtained
from the calculation results as follows:

Y = 7, 758 + 0, 283X1 + 0, 479X2 + e

With the interpretation of the results, a positive value on the B coefficient in the
variable X1 indicates that there is a unidirectional relationship between money attitude
(which in this case is a proxy for the value of consumer spending) and compulsive buying;
that is, if the money attitude is more positive, it will lead to an increase in compulsive
behavior.
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Table 8. Coefficient of Determination

Model Summary

Model R R Square Adjusted R Square Std. Error of the Estimate

1 ,615a ,379 ,373 5,283

a. Predictors: (Constant), Mental accounting, Money attitude

Moreover, the positive value of the B coefficient in variable X2 implies that mental
accounting and compulsive buying behavior have a unidirectional relationship; if mental
accounting is increased, compulsive buying behavior would increase.

Partially, the research hypothesis is H1: money attitude has a proven effect on the
compulsive buying behavior and H2: mental accounting does not have a proven effect on
compulsive buying behavior, although it can be seen from the significance value in Table
7 that both show the number 0.000, but the coefficient B both shows a positive number.
Therefore, even though H2 has an effect, the direction does not support the notion.

The following test is a validation of the study model whose outcomes are presented
in Table 8.

Table 8 reveals that 37.3% of compulsive buying behavior may be described by
money attitude and mental accounting, whereas the remaining 62.7% can be explained
by variables outside the scope of the study.

4 Discussion

This study intends to examine and demonstrate the phenomena of influence between the
two independent variables, namelymoney attitude andmental accounting, on compulsive
buying behavior among football supporters. This is significant as an effort to map the
amount to which the psychological response to the two independent factors influences
the financial conduct of individuals, particularly in a specific context. According to the
research findings, the greater the money attitude, the more significant it is on the growth
in compulsive buying, which is consistent with the theory that discusses the antecedents
of the compulsive buying variable [3]–[8, 10]. In the context of this research, money
attitude is more closely associated with consumer spending than with an individual’s
propensity to engage in future financial planning or restrict expenditure [9]. he findings of
this study are consistent with prior studies that investigated how self-confidence and self-
control are important elements in shaping money attitudes and controlling compulsive
buying [18]. However, the results of the research testing the second hypothesis indicate
that mental accounting has a positive effect on compulsive buying behavior, while the
hypothesis suggests that the direction of the effect is negative. For the results of this
second hypothesis test, according to the theory of mental accounting, the higher the
mental accounting, the lower the compulsive buying behavior should be, because the
mental accounting proxy is an individual’s propensity to be able to handle his personal
finances, the outcomes of this study are not consistent with themental accounting theory.

However, if you look at the distribution of the profiles of the respondents, themajority
of whom are young and already have income, it is possible that they already have mental
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accounting, but the levels are insufficient, or in this football supporter phenomenon they
are really facing a consumer hypnotic-like sugestibility situation, a condition of the
tendency to respond positively to inducements to buy goods unplanned, similar to the
findings of previous research [2], considering that the subject of this research is very
likely to be trapped in this condition, especially with the conditions found in the first
hypothesis, namely the influence of money attitude on compulsive buying behavior.

Consequently, if you observe the psychological response map that influences com-
pulsive buying behavior, where the findings of this study indicate that mental accounting
contributes more strongly to the formation of compulsive buying behavior than money
attitude, there is an allegation that the priority scale of expenditure items in this football
supporter community places lifestyle as a priority for consumption allocation [5, 10,
16]. The novel conclusion of this study is that even when participants had acceptable
mental accounting, compulsive buying behavior would still be affected differently if the
priority scale was different. Theoretically, a higher degree of mental accounting should
diminish compulsive buying behavior, but the results of this study indicate the opposite;
both the level of mental accounting and the amount of compulsive buying are high.

5 Conclusion

The results of this study indicate that if psychological responses are mapped in the
context of financialmanagement,money attitude influences compulsive buying behavior,
whereas mental accounting does not necessarily influence compulsive buying behavior;
which of the two influences compulsive buying behavior depends on the priority scale of
the respondent’s profile. This became the study’s findings and provided as motivation to
conduct more research by refining the research model and testing priority scales as one
of the factors. Among the limitations of the research is the lack of depth in exploring the
mental accounting variable from a literacy/knowledge perspective, which is a suggestion
for future research.
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