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ABSTRACT 

There is much research within the field of financial conflict between couples; the 

available research conducted is as a result of the severity of such differences, which 

oftentimes result in irreconcilable arguments pertaining to money – and in some cases 

lead to the separation of couples as well as divorce. However, there is not much 

research into how couples solve their financial arguments. Counselling and financial 

therapy is still emerging in South Africa and therefore there may be a role for financial 

planners to assist. Financial planners are becoming more discerning and therefore 

may be positioned to assist their clients with more than their finances, especially 

money arguments. This research aims to identify how couples solve their money 

arguments and whether there is an opportunity for financial planners to assist in this 

regard. The research will also aim to establish whether there is a possible role for 

financial planners in this field. 

This study was completed by purposefully sampling and interviewing seven 

couples (comprising of 14 individuals) who were already engaging with a financial 

planner. These interviews were semi-structured, transcribed, and analysed using 

Thematic Analysis. 

It was found that the main cause of money arguments and the way couples 

solve money arguments are via good communication, shared financial goals, and 

thorough financial planning, including short-term and long-term budgeting. 

Furthermore, clients are willing for their financial planners to assist them with their 

money arguments. This will aid couples in resolving their money arguments. However, 

it is important that clients have a trustworthy relationship with their financial planners. 

It was found that the greater the level of trust between the client and the financial 

planner, the greater the willingness to accept assistance. To assist, however, financial 

planners may require further training or additional formal education in this field. Further 

research in this area could assist in decreasing the prevalence of financial arguments 

and lowering the risk of divorce. 
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CHAPTER 1  

INTRODUCTION  

 

Finances are a vital part of a couple’s relationship, “Marriage as a partnership between 

two individuals involves daily activities and living arrangements that require negotiation 

of financial matters” (Lauer & Yodanis, 2011, p. 13). There has been  research into 

money arguments, the causes thereof, and how marriage counsellors, or financial 

therapy may assist couples (Shapiro, 2007). However, there is not a clear 

understanding of how couples can solve their money arguments. This research aims 

to determine whether there is scope for financial planners to possibly assist their 

clients with money arguments.  

The global divorce rate has been rising over the past few years (Ortiz-Ospina 

& Roser, 2020). Marriage is becoming less popular, and many people are instead, 

cohabitating; however, despite the decrease in marriage rates, divorce rates are 

increasing year-on-year (Ortiz-Ospina & Roser, 2020). In the Republic of South Africa, 

financial issues have been ranked as the seventh highest reason for divorce 

(Businesstech, 2022), while a survey in the United States of America of more than 

1000 people found that 48% of couples fight over money. It was also found that 48% 

of Generation X 1 and 29% of Generation Boomers2 divorced due to money arguments 

(Hill, 2018). Therefore, money arguments feature prominently in a couple’s 

relationship and are a vital indication of whether a relationship will succeed.  

Financial behaviour is defined as the behaviour of people in relation to money 

management. This includes the way couples manage their available cash, their credit 

limits and their savings (Xiao, 2008). Family Financial Socialization theory is defined 

as “the process of acquiring and developing values, attitudes, standards, norms, 

knowledge, and behaviours that contribute to the financial viability and individual 

wellbeing” (Danes, 1994, p. 128). Everyone is raised in their own unique way; the way 

one is raised and the experiences encountered as one grows play a prominent role in 

the way humans view money (Gudmunson & Danes, 2011). Due to these unique 

 

1 Generation X: Anyone is born between the years 1965 and 1980. 
2 Generation Boomers: Anyone born between the years 1946 and 1964. 
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backgrounds and views on money, when individuals come together and become a 

couple, they tend to have these money arguments.  

Research has found the following to be the main causes of money arguments, 

a lack of communication, major life transitions, different financial behaviour, and a lack 

of financial planning. Research has found that many couples generally seek marriage 

counsellors for assistance in their marriages (J. Dew et al., 2012; Lee & Dustin, 2021). 

However, it was found that for the couples that need assistance with financial issues, 

counsellors are not able to assist them fully as they do not have enough knowledge 

with regard to finances specifically. 

This study aims to find out how couples deal with their money arguments and 

whether clients are willing for their financial planners to assist them with their money 

arguments. This study considers whether a financial planner may be in a better 

position to assist when addressing conflicts surrounding finances. In the long term 

financial planners can assist couples with various financial challenges (Klosterman, 

2014). They may also be able to assist couples in the planning of their finances by 

adopting preventative measures rather than a corrective measures. The study was 

able to achieve its results with the following research questions:  

1. What is the main cause of money arguments between couples?  

2. How do couples solve their money arguments? 

3. Are couples willing for their financial planner to assist them with their money 

arguments? 

The researcher conducted online interviews with fourteen participants, which 

equated to seven couples. Participants were interviewed individually as it was 

determined after the pilot study, that when participants were interviewed individually, 

they were able to add more information. The interviews were conducted in a semi-

structured manner to ensure that the interview was able to cover all the questions, as 

well as any other information that the participant deemed important.  

The study found that the results for research question one and two were the 

same. It was found that most couples had money disagreements rather than money 

arguments. These reasons being: good communication, sharing the same financial 

goals, and managing and financially planning together. For example, couples were 
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able to not have money arguments due to how well they communicated, which was 

also the way in which they were able to solve their money disagreements.   

For the third research question it was found that the relationship that the 

financial planner has with their clients are vital. Participants who had a good 

relationship with their financial planner trusted them and therefore were willing for 

their financial planner to assist them with their money arguments.  

This study has been explorative research that found that clients are willing to 

have their financial planners assist them beyond the scope of mere financial advice. 

Therefore, there is potential for future research on how financial planners can upskill 

themselves, their viewpoint on this value add as well as how they can assist their 

clients further.  

 This research will continue by reviewing literature on individual finances, 

money management within couples, the root of conflict for couples, money arguments 

within couples and the role of the financial planner. This will be followed up the 

methodology chapter which outlines the research objective, research questions and 

method of testing and limitations of the study. Thereafter, the results chapter which 

discusses the findings of the research questions and followed by the conclusion.  
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CHAPTER 2  

LITERATURE REVIEW  

 

Fifteen percent (15%) of marital satisfaction is affected by financial arguments 

(Kerkmann et al., 2000). It therefore stands to reason those financial arguments are 

fundamental to a couple’s relationship (Miller et al., 2003). An important contribution 

to conflicts regarding money is the amount of disposable income available to a couple. 

Those who are not financially stable have more financial conflicts than those who are 

financially stable (Kaittila, 2020; J. P. Dew & Stewart, 2012). 

Financial arguments in relationships stem from each individual’s experiences 

and their own view on their personal finances. Without couples often realising it, these 

conflicts may be triggered by past financial history or past life events leading to 

difficulty in communicating over financial matters (Klontz et al., 2015). In the United 

States of America, money is one of the main stress points for most people. As money 

affects one’s whole life it translates into people’s relationships. Instead of it coming 

through as a conversion it tends to come through as a money argument in couples 

(Britt-Lutter et al., 2018). The increased stress and increased financial issues aid in 

the increase of financial arguments (Grobberlar & Alsemgeest, 2016).  

Many couples seek the help of counsellors to assist them through these 

challenges. Research has found  that financial arguments are the strongest predictor 

of divorce (J. Dew et al., 2012). This study considers whether a financial planner may 

be a better option when financial arguments arise.  

This review outlines research on how couples manage money arguments. Once 

individuals become a couple, they struggle to combine their money management 

strategies. This is due to their individualistic money perspectives, leading to 

arguments. The role of financial planners will also be outlined to show how they can 

assist, and possibly prevent money arguments.   

2.1 INDIVIDUAL FINANCES  

Financial behaviour is defined as people’s behaviour related to money management. 

For example, the management of cash, credit, and savings (Xiao, 2008). It is important 
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to understand an individual’s financial behaviour because the ability of an individual to 

manage their money has a substantial impact on how they use it (French & McKillop, 

2016). Weak money management is one of the main reasons for an individual’s 

decline in financial status (Webley et al., 1995). Humans are all brought into the world 

in their own way, and each lives a unique life (Shapiro, 2007).  

According to Shapiro (2007, p. 2) it is important to know that everyone’s 

“relationship, ideas, feelings, and behaviour with money are derived from life 

experiences, influences from family of origin, and one’s social and historical context 

(i.e., class, culture, gender, and race)”. Our upbringing has an instrumental impact on 

how we view money.   

Financial Socialization theory explains how the effects of demographic 

characteristics on financial outcomes may be transmitted through socialization 

processes. Financial Socialization is “the process of acquiring and developing values, 

attitudes, standards, norms, knowledge, and behaviours that contribute to the financial 

viability and individual wellbeing’ (Danes, 1994, p. 128). There are many ways that 

socialization can impact a person’s financial behaviour. One must also note that 

financial socialization occurs throughout life. It starts when you are a child in your home 

environment, and it develops as you grow and experience life and different financial 

circumstances (Gudmunson & Danes, 2011).  

Life history and past experiences is foundto be triggers and reasons for certain 

behaviours influencing money management; they originate from our parents, past 

relationships, jobs or even credit history and all contribute to how we view money now. 

Research explains that many children may never engage in financial conversations 

with their parents. Financial Socialisation posits that a child learns most of their 

financial behaviour from implicit interactions with their family (Gudmunson & Danes, 

2011). However, they develop their parents’ habits from observation over the years 

(Britt, 2016). This shows that our past shapes us.  Whether or not our parents handle 

their money responsibly is important as a child’s behaviour can be significantly shaped 

by the relationship with their parents (Jorgensen et al., 2017). Jian Xiao et al (2011) 

states that parents who assist their children with obtaining credit, aid in them being 

irresponsible with their finances in the future. Children are less worried by the 

outcomes due to parental support as they feel that the responsibility of repayment 
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ultimately lays with their parents. Jian Xiao suggests that separate documentation 

should be given to the children and parents so that the children are able to understand 

their role in the credit they are acquiring. Conversely, having a job helps them to 

understand how to manage money at a young age, which filters through to their life as 

an adult (Baisden et al., 2018). Therefore, whether children are responsible for their 

money management when young, has a big impact on their future money 

management.  

An additional stressor and situation that may influence an individual’s finances 

are economic situations. When economic situations are tough, and unemployment is 

high people spend less. People see how others are struggling and worry that they too 

may be affected (Modigliani, 2005). Therefore, economic situations can influence how 

people manage their money (Modigliani, 2005). While people can make smart 

decisions in tough situations, an individuals’ attitude towards money management is 

very important. Positive attitudes, self-control, and self-esteem have a significant 

impact on how individuals manage credit (Xiao et al., 2011; Wang et al., 2011).  

The literature suggests that when two individuals become a couple, they may 

have vast differences in their views regarding money management. This can lead to 

many contradictions. Some may see saving and being prepared for the future as one 

of their main priorities, whereas another may view living in the moment and enjoying 

life to the fullest as more important. Neither are incorrect. However, they do lead to 

variations of money management. An individual may consider themselves only in their 

financial decisions, when in a couple, consideration needs to be given to the partner.  

2.2 MONEY MANAGEMENT WITHIN COUPLES 

During the early stages of dating, the two individuals in the couple primarily continue 

to manage their finances independently. They would communicate as to who would 

pay for certain events. However, as the relationship starts to become long term, how 

each partner manages their finances becomes a more serious topic (Shapiro, 2007).  

Before we can understand how couples manage their money, we need to know 

the ways in which they can. According to Pahl (1995) there are five different ways: 1) 

female whole wage, 2) male whole wage, 3) pooling, 4) the housekeeping allowance 

system, and 5) independently. For the whole wage systems one partner gives their 
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whole income less their own allowance to the other partner and then the other partner 

manages the cash flow of the household. The pooling system is where couples put 

their income and expenses into one account, and income and expenses are equally 

shared by both parties. Pooling can be split further into partial pooling where the couple 

shares a joint bank account and at least one individual has another separate account. 

The housekeeping allowance system entails one partner giving the other cash for 

housekeeping expenses, which the other may need to contribute to, and then the rest 

is kept by the one partner for various bills that need to be paid. The independent 

system is where couples manage their income and expenses independently, nothing 

is done together.  

Most couples change their money management system when a crucial life 

event happens, such as marriage or childbirth. Almost one third of couples changed 

from managing their money independently to pooling, post getting married (Burgoyne 

et al., 2007; Lott, 2017). Money can also shape the decision of whether a couple 

marries or not. Before couples decide to get married, they should ensure that they 

have enough money to do so comfortably. For example, having enough money for the 

wedding they desire, enough money for the home they desire, ensuring that they are 

as close to debt-free as possible, and that they are financially stable (Smock et al., 

2005). Another motivation for pooling income is the event of joint home ownership. 

Sole home ownership may increase the risk of separation of couples by decreasing 

the stability within a couple (Lersch & Vidal, 2016). This might suggest that it is in the 

best interest of couples to pool their income and jointly own large assets, such as a 

house. Similarly, couples who cohabitate often consider pooling their finances as it 

reduces transaction costs and is linked to a better-quality relationship (Addo, 2017). 

Many couples no longer see the need to get married right away as cohabitation brings 

most of the benefits that marriage does; for example, living with your partner and 

sharing expenses (Lauer & Yodanis, 2011; Smock et al., 2005).  

An individual’s beliefs are usually perpetuated into their marriage (Lauer & 

Yodanis, 2011). Therefore, whether an individual believes in individuality, or not, is 

important. Those who believe in individuality end up leading more individualized 

marriages, meaning the separation of economic resources. Lauer and Yodanis (2011) 

found that couples tend to be more individualized when it is more common in their 
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home country. However, complete separation of resources was uncommon. Thus, the 

preference does seem to lean towards some form of partial pooling  

Pooling income is beneficial for economic reasons (Burgoyne et al., 2007). 

Couples who have a deep understanding of commitment also find it easier to pool their 

income.  

2.3 THE ROOT OF CONFLICT 

Money is important and needed in one’s everyday life. However, it can also be a 

metaphor for “power, control, acknowledgement, self-worth, competence, caring, 

security, commitment and feeling loved and accepted” (Shapiro, 2007, p. 12). These 

differences of opinion and understanding of money can lead to conflict.  

Several constructs are explained above as reasons for the way individuals view 

money. Gender has been focused on as it is one of the more prominent constructs in 

a relationship due to societal norms. Gender has a big impact on a couple’s 

relationship and financial conflicts. For example, the financial role each partner plays 

are often dependent on societal gender norms. This is seen in who stays at home, 

who manages the budget, and who the breadwinner is (Kulic et al., 2020). The partner 

who earns the most is seen as a proxy for power (Afifi et al., 2018), which can become 

an issue in the relationship. In terms of “gender equality in economic self-reliance” 

(Bloome et al., 2019, p.8), the gap between male and female dominance has grown 

smaller due to women’s self-reliance. From a financial perspective, shifts in power 

relations are more apparent when a woman’s income increases.  

Gender stereotypes include the old idea of men being the breadwinner and 

head of the household. However, a man’s wellbeing is only negatively affected once 

a woman earns greater than one third of the total household income (Kulic et al., 2020). 

This is since a women’s bargaining power and influence in the household is positively 

related to her share of the home’s income (Himmelweit et al., 2013). While a woman’s 

income (and associated power) increases, a man’s wellbeing may gradually decrease 

without either partner noticing, resulting in financial conflicts. When a women’s income 

increases it increases the likelihood of joint saving and sharing of assets. Whereas 

when a man’s income increases it is less likely that couples save jointly (Kan & Laurie, 
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2014). Therefore, a change in women’s income has a more significant impact on a 

couple’s relationship compared to that of men.  

The literature has so far suggested that pooling can create a better relationship. 

Couples that have combined money management strategies have shown more 

positive relationship outcomes and happier lifestyles (Addo, 2017; Addo & Sassler, 

2010; Steuber & Paik, 2014). Pooling finances, while economically advantageous, can 

result in different financial opinions regarding gender equality, which in turn, could 

result in financial conflicts.  

When couples live ‘individualised’ marriages, it causes individuals to pursue 

their own interests and goals more than goals they should have made as a couple 

(Lauer & Yodanis, 2011). This contributes to differences of opinions and can cause 

financial conflict. The financial wellbeing of a couple is a big predictor of conflict (J. P. 

Dew & Stewart, 2012). The less financially stable a couple is the more financial 

conflicts will ensue.  

2.4 MONEY ARGUMENTS  

Money arguments are a significant part of many relationships, research has found 

there are three significant causes of these arguments. They are due to a lack of 

communication, major life transitions, different financial goals, and a lack of financial 

planning.  

2.4.1 Lack of Communication  

Communication is a vital contributor to marital satisfaction (Hou et al., 2019; Elena-

Adriana et al., 2014). Therefore, when couples have poor communication, it could 

have an impact on their marital satisfaction and lead to financial conflict. (Baisden 

et al., 2018). Good communication is considered when a couple communicates 

constructively, therefore poor communication would be the opposite. When a couple 

communicates poorly it leads to a negative effective on their relationship (Nguyen et 

al., 2020). Financial Socialisation posits that communication is a significant part of 

relationships and relationships are a significant part of financial behaviour 

(Gudmunson & Danes, 2011; Mugenda et al., 1990). Therefore, if communication is 

poor between couples, it can affect their financial behaviour as well as their children’s 

financial behaviour. 
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In a study done by Afifi et al. (2018), one couple emphasised how poor 

communication in the beginning stages of their relationship impacted them negatively. 

They have since managed to start communicating better and this has helped them 

tremendously. For other couples, instead of fighting over finances or having poor 

communication they rather avoid talking about finances altogether (Afifi et al., 2018). 

This finding is underpinned by previous research, that found that there is a negative 

relationship between communication and financial conflict (J. P. Dew & Stewart, 

2012). Therefore, communication between couples and how they communicate is 

important. J. P. Dew and Stewart (2012) conclude that couples who were able to 

communicate effectively where able to resolve their issues easily. But those who 

lacked good communication skills struggled to resolve their issues.  

A study by Schalk (2016), which was aimed at understanding how couples 

managed with job loss and unemployment, and was conducted with individual and 

couple interviews, noted that both partners in the relationship did not know how to 

communicate appropriately after the loss of a job. Each partner was trying to protect 

the other’s feelings. Therefore, suppressed emotions led to outbursts that could have 

been prevented (Schalk, 2016). Economic strain decreases a couple’s ability to 

rationally deal with hardship. It creates an atmosphere where the chances of violence 

occurring is higher (Schalk, 2016). Therefore, if couples turn to violence, chances are 

that it would start with an argument that gets out of control. If a couples’ financial status 

fluctuates significantly over a long period of time it acts as an additional stressor 

(Lucero et al., 2016). Consequently, a couple may be able to financially deal with a job 

loss; however, it is dependent on communication.  

Economic uncertainty within a relationship can increase financial conflict. 

However, it can also increase a couple’s resilience and risk of separation or divorce. 

Unified couples who work together on their financial issues create a safe space to talk 

about their finances. Whereas vulnerable couples are prone to blaming each other 

instead of trying to solve their situation (Afifi et al., 2018).This again shows that a lack 

of communication or poor communication over financial issues can result in numerous 

money arguments.  

2.4.2 Major Life Transitions 
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Major life transitions such as having a child or losing a job can result in additional 

financial complexity within a relationship. An extra financial dependent increases 

expenses and the need to communicate about money, which in turn creates an 

opportunity for increased differences of opinion and possible conflicts. Couples often 

struggle to agree on what is necessary and what is excessive in terms of their 

children’s needs (Kaittila, 2020).  

Losing a job decreases income within a household and increases the possibility 

of financial conflicts. It increases economic pressure and decreases relationship 

satisfaction (Falconier & Jackson, 2020; Liker & Elder, 1983). Job losses have led to 

an increase in marital issues and the consideration of divorce (Schalk, 2016). Kaittila 

(2020) conducted a study where she interviewed couples in a relationship. The aim of 

her study was to find out how couples explain the financial conflicts in their 

relationships. Couples explained how the loss of a partner’s steady income, which 

used to cover certain debts or expenses, was a big stressor. This shows that a job 

loss goes beyond the mere impact of financial conflicts (Doiron & Mendolia, 2011). A 

job loss does not necessarily always result in divorce, and some couples were able to 

find a way through the job loss – new ways of managing finances were adopted, for 

example, saving more and cutting back on unnecessary costs (Wheeler et al., 2019).  

When couples share the same values concerning money, financial goals, and financial 

behaviour it improves their level of satisfaction about their finances. Likewise, when 

couples are not sharing the same ideas, this can lead to issues. For example, one 

partner may want to save while the other may want to live in the moment and spend 

recklessly. Another example would be one partner seeing the benefit of a loan to assist 

them financially, whereas the other may see it as a restraint (Zhidkova Polina, 2020).  

Couples at risk of divorce during times of economic pressure were found to 

differ in their money management and spending behaviour (Afifi et al., 2018). The 

small, everyday payments are just as important as the major ones, and everyday 

differences of opinion will result in everyday conflicts. Couples believed that most of 

their significant conflicts were due to them having different financial goals and 

expectations (J. P. Dew et al., 2017). Couples experience uncertainty in many areas, 

including finances – such as their spending behaviour and money management. 

Research shows that an increase in such uncertainty leads to a decrease in marital 



 

12 

quality. Therefore, the more uncertain couples are the more it could lead to arguments 

and relationship tension (Knobloch, 2008). 

Couples need to work towards common goals and values. Where couples share 

the same ideas, it is one of the most significant factors in resolving conflict (Archuleta 

et al., 2013). Unequal practices involve the inequality of income and paying of 

expenses, price conflicts, and necessity conflicts. For example, a couple may decide 

to both contribute R10 000 towards expenses. However, one partner may be earning 

R30 000 while the other is earning R20 000. Therefore, the partner who is earning less 

is contributing 50% of their salary. While the other is only contributing 33.33%. Price 

conflicts are generally issues over the prices of certain goods (Kaittila, 2020). For 

example, one partner may view an item as necessary, while the other may view it as 

expensive. The purchase of this item will influence the household income. Conflicts 

regarding necessity are linked to price conflicts. Couples may see different items as a 

necessity that needs to be bought from the couple’s pooled income. Furthermore, men 

and women have different ideologies (Kaittila, 2020). For example, from a woman’s 

perspective something may be seen as a necessity compared to man who does not 

think so (Kaittila, 2020). Thus, different financial goals are a leading cause of financial 

conflicts within a relationship. 

2.4.3 Lack of Financial Planning  

The effects of financial management processes will influence couples’ marital 

happiness, conflict, and stability (J. P. Dew, 2016). Good financial management 

processes have been associated with a positive increase in couples’ marital happiness 

(J. P. Dew & Xiao, 2013). These include prudent habits such as budgeting and 

monitoring credit card debt. If couples do not have sound financial management 

processes, it may result in financial conflicts and a decrease in martial happiness. 

J. P. Dew & Xiao (2013) found that when couples are under economic pressure, they 

decrease their sound financial management processes. This is because couples try to 

maintain a certain lifestyle that they are accustomed to. However, a decrease their 

sound financial management processes results in a decrease in their martial 

happiness.  

Financial conflicts can occur when there is a lack of sound financial 

management; such as planning for an unexpected expense. For example, the car 
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needs to be repaired due to an accident. The couple comes to an agreement and the 

repair goes ahead. After the repair, one partner realises that they made a mistake and 

that they are now short on cash for the rest of the month. Although there was a need 

for the repair, maybe it could have waited, and they could have planned for the repair 

(Zhidkova Polina, 2020). Zhidkova Polina (2020), found that conflicts due to a lack of 

planning were the most emotional and unpleasant as they generally occurred after 

one partner did something wrong. This mistake may result in both partners having to 

spend less and be more careful financially for the rest of the month. Therefore, the 

lack of financial planning and sound financial management processes can cause an 

increase in money arguments.  

2.5 THE ROLE OF THE FINANCIAL PLANNER  

Financial conflicts have a significant impact on marital dissatisfaction (Totenhagen 

et al., 2018) and dire arguments are predictors of divorce (J. Dew et al., 2012). 

Financial conflicts not only decrease a couple’s marital satisfaction, but they also 

increase the chances of a divorce (J. Dew et al., 2012). Most couples seek counsellors 

to assist them with conflict and dissatisfaction (Lee & Dustin, 2021). These issues are 

not only related to general behavioural issues but also specific financial conflicts. The 

role of a financial planner is to advise clients with all their financial objectives (Rajbansi, 

2006). However, the field of financial planning has grown over the years and financial 

planners have started to take on a more significant role than just helping people 

organise their finances.  

A survey by (Balmuth et al., 2021) requested clients and financial planners to 

describe their ideal financial planner. Most clients said they wished their financial 

planners were more holistic in their approach and were financial educators – helping 

them plan for their future. Clients added that they would then consider them a resource 

for difficult financial situations. While planners indicated that they were ready to 

engage in more in-depth life conversations with their clients (Balmuth et al., 2021). 

This shows that both clients and financial planners are ready and open to the 

diversification of the traditional role of financial planners. This concurs with Larsson & 

Månsson (2021) who found that the general role of a financial planner is to help their 

clients make “good financial decisions” (Larsson & Månsson, 2021 p 63). While they 

“help their clients live a good life and to make their dreams come true by helping them 
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create a plan” (Larsson & Månsson, 2021 p. 63), and when doing this, planners should 

try to understand the lives of their clients holistically. Thus, financial planners are 

starting to help their clients in an overall capacity. The goal is for their clients to live a 

good life by creating a good financial plan to realise their goals. 

Archuleta et al. (2013) and Ford et al., (2020) recommend that financial 

counsellors and financial planners educate themselves more in the areas that they are 

not trained in, so that they may become more well-rounded. Additional training would 

assist both financial counsellors and financial planners to better understand the 

financial impact on the relationships of their clients. This necessitates some form of 

education/training into the behavioural aspects of a relationship. The collaboration of 

these fields could potentially help clients more as they are able to assist their clients 

beyond the finances (Archuleta et al., 2013).  

A study called TOGETHER completed by Falconier (2015), combined the use 

of financial counselling and couple’s therapy. A total of 24 couples participated in the 

study, which ran over 13 weeks, where sessions were conducted with both a financial 

planner and counsellor. Results showed a decrease in the financial strain on the 

participating couples, and assisted in improving their money management skills on an 

individual level as well as the overall coping mechanisms of the couples. This shows 

the positive influence financial planners may have in limiting money arguments 

(Falconier, 2015).  

Zimmerman and Roberts (2010) conducted a study where the aim was to 

understand what the influence of a 13-week personal finance management course 

could have on a couple. Questionnaires were given to the participants at the beginning 

of the course, the end of the course and six months after the course was completed. 

The aim of the questionnaires were to test the participants individually and together 

as a couple. Couples who attended the course noted improved communication 

concerning finance issues within their relationship. They were finally able to reach 

consensus on how to manage their finances due to an improved understanding of their 

finances. This ultimately resulted in fewer money arguments (Zimmerman & Roberts, 

2010). Thus, the consideration of a financial planner to assist couples in their financial 

arguments may be beneficial for clients – and possibly even prevent such conflicts.  
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The Financial Therapy Association (FTA) was started in 2009, it has been 

defined as a “process informed by both therapeutic and financial competencies that 

helps people think, feel, and behave differently with money to improve overall 

wellbeing through evidence-based practice and interventions” (Financial Therapy 

Association, 2022). Financial therapy aims to complete what was mentioned above, it 

integrates both financial and therapeutic skills to help couples with financial conflict. It 

was found that financial planners and financial counsellors were not able to assist 

couples as their fields of therapy do not intersect  (Ford et al., 2020). Therefore there 

is a field for financial planners to assist their clients more or for financial counsellors 

to assist their clients more. However, this field is still new (Durband et al., 2010).  

For financial planners to ensure that they are hired and retained, they need to 

develop trust with their clients (Safari et al., 2017). Some clients do not trust their 

financial planners as they believe that their financial planners’ goals are to make 

money, rather than assist them. Ways to develop trust include providing the best plan 

for their clients with recommendations, charging a fair fee and being transparent about 

how their fee is calculated (Safari et al., 2017). This will assist clients in understanding 

that their financial planner is there to aid them rather than merely to increase their fee.  

2.6 SUMMARY OF LITERATURE 

The literature reviewed has shown that financial arguments are prominent within 

couples. Partners have different views of finances and financial management. These 

differences of opinion are then transferred to daily arguments that occur between 

partners on a regular basis. Sometimes these arguments escalate to a point where 

couples consider separation or divorce (Schalk, 2016). Couples would generally seek 

counsellors for financial advice in this department. Financial planners are becoming 

more than just guides in investment decisions. They are shifting their goals to help 

their clients to live a happy life with less financial stressors. Therefore, the combined 

knowledge of counsellors and financial planners may offer a more beneficial solution.  

Awareness is one of the issues for financial planners, there is a wide range of 

the population that do not understand the role of a financial planner (Safari et al., 

2017). Therefore, we need to understand whether those financial planners who 

currently engage with couples and understand their current role, are willing for their 

roles to change and include assistance to their clients beyond only their finances. This 
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‘change’ will include the willingness of clients to trust financial planners with the causes 

of financial conflict between them, and their willingness to accept more well-rounded 

advice from their financial planner.    
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CHAPTER 3  

METHODOLOGY  

3.1 RESEARCH OBJECTIVE 

The objective of this study is to understand how couples deal with their money 

arguments and to identify if couples are willing for their financial planners to assist 

them with dealing with these money arguments in a more effective way. Previous 

research has shown that couples tend to either see a counsellor or a financial planner. 

However, the study TOGETHER (Falconier, 2015) has shown that the combination of 

both may be more beneficial. There are many occasions were money arguments have 

a deeper meaning behind them than the simple issue of how much money to save for, 

for example. Therefore, if financial planners can understand their couples better from 

a counselling perspective, they may be better able to assist them with their financial 

arguments. Therefore, this study will aim to answer the following three research 

questions:  

1. What is the main cause of money arguments between couples?  

2. How do couples solve their money arguments? 

3. Are couples willing for their financial planner to assist them with their money 

arguments? 

This study used a qualitative research approach by interviewing couples. The 

aim was to interview between six and ten couples. However, the number of couples 

was determined once saturation was reached. A total of 6 couples, equating to 

12 individuals, were interviewed as this was when the researcher had established that 

saturation was reached. The couples were sourced from one financial planning 

institution to assist with uniformity in their experiences with their financial planners and 

the company itself.  

3.2 RESEARCH PROCESS  

The interview process was conducted online as this was the most convenient for the 

participants. Online interviews were conducted with cameras on to ensure that the 

researcher could see the interactions and reactions of the participants as one would 
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in person. The advantage of doing face-to-face or online interviews was that it allowed 

the interviewer to notice social cues, for example, changes in their voices or body 

language (Opdenakker, 2006). Online interviews were conducted via Microsoft 

Teams. With permission from the couples the meeting were recorded and transcribed 

via Microsoft Teams. Once the transcript was downloaded there were many errors, 

therefore the recording was then transcribed by a transcribing company to ensure that 

there were no errors during the process of analysis.  

A short questionnaire was sent to everyone via email before the start of the 

interview (see Appendix A). The questionnaire provided certain socioeconomic 

information to assist in analysing the data.  

3.3 THE STRUCTURE OF THE INTERVIEW AND INTERVIEW QUESTIONS  

The interviews were conducted online and were semi-structured interviews. The three 

over-arching interview questions guided the researcher through the specific topics that 

needed to be covered.  

1. Do you and your partner have money arguments?   

2. Can you and your partner solve your money arguments?   

3. How does your financial planner currently help you?   

Semi-structured interviews allow the researcher to follow these topics while also 

straying from the questions when the conversation with the participants leads that way 

(Cohen & Crabtree, 2006). This ensures that the needed questions are answered, 

while any new or different information that the participant may have can come to light. 

It gives not only the researcher, but the participant “a degree of freedom to explain 

their thoughts” and highlights any other relevant information (Horton et al., 2004, p. 

371). During the interview, the researcher engages in neutral language to ensure that 

the participant is not lead to any answers but rather able to truthfully respond (Rapley, 

2001).  

With permission from the participants, the interviews were recorded and 

transcribed to ensure that anything that was missed during the interview was captured 

and could be analysed later. 
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The interview questions were derived from literature to enable the researcher 

to gather focused answers that could assist in answering each of the three research 

questions. The interview questions are given in Appendix B. There are three over-

arching interview questions, as seen above, that align to each of the three research 

questions. However, each over-arching interview question has sub-questions 

available which allowed the researcher to obtain the best results.  

The literature review showed that there are many different reasons for couples 

having money arguments. The first interview question and its sub-questions thus aims 

to determine if the participants have money arguments. If so, what are the causes? If 

not, why that might be the case? The reasons as to why some couples do not have 

money arguments may be able to assist those who do have many money arguments. 

For example, communication may be an important tool to enable a decrease in money 

arguments. 

The second interview question and its sub-questions intendsto understand how 

couples solve their money arguments if they can. If a couple cannot solve their money 

arguments this could lead to an increased number of financial arguments which will in 

turn affect their marital satisfaction (Kerkmann et al., 2000). Understanding why a 

couple cannot solve their arguments may assist us in finding a solution as to how 

financial planners can help these couples.  

The third interview question intends to establish if clients are willing to have 

their financial planners assist them. Couples may be receiving assistance with their 

finances; however, they may still be having financial arguments. For example, couples 

may have the same financial goals that they are working towards with their financial 

planner, yet their small, everyday decisions regarding money management may differ. 

Therefore, this may be able to allow financial planners and their clients to ensure that 

they understand their clients’ needs and wants in terms of their finances to ensure that 

they can reach their goals in the best possible manner.  

3.4 PARTICIPANTS  

Purposeful sampling is used to source the participants. Purposeful sampling allows for 

participants who satisfy the relevant requirements for the study to be conducted. For 

example, it would not be beneficial to select a couple that has just started dating and 
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who have not yet had money arguments (Maxwell, 2008). This study selects couples 

who are either married or have been dating for a long period. Furthermore, the couples 

are required to already have a financial planner. There is a lack of awareness of the 

financial planning field (Safari et al., 2017), therefore if participants do not understand 

the role of planners, they may not be able to fully comprehend whether planners may 

assist them with their money arguments. There is also a factor of affordability (Safari 

et al., 2017), those who cannot afford planners may decide that planners cannot fit this 

role.  

Participants were sourced from the client base of one financial planning 

company with the assistance of the financial planners. I did not personally access their 

client database. An email was drafted that explained the study and the interview that 

will be conducted. The email was sent to financial planners in June 2022. The financial 

planners were able to send through information to couples who said they were willing 

to participate. Upon receiving the participants’ information, the researcher contacted 

them via email saying thank you for their willingness to participate. The researcher 

confirmed once more via email that they were willing to participate and asked to set a 

date for the interview. The participants responded saying that they were willing to 

participate and communicated dates for the interview. All participants met the criteria 

of being in a long and committed relationsip while having a financial planner. The email 

also included a consent form to be in the study and a small survey with socioeconomic 

data. The researcher interviewed a total of 12 participants (6 couples).  

3.5 THE INTERVIEW PROCESS 

The researcher was present and conducted each interview. The interviews were 

planned to last 30 to 45 minutes due to the semi-structured interview strategy. Ethical 

Clearance was obtained from the Commerce Faculty Ethics Committee of the 

University of Cape Town before any of the interviews commenced.  

At the start of the interview, the researcher briefly engaged in small talk to break 

the ice and to get to know the participant. The researcher thanked the participant for 

participating in the study and ensured that they knew that their participation was out 

of their own free will. The researcher then proceeded to get confirmation to record the 

interview.  
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During the interview process the researcher took notes while following the semi-

structured interview process. To comply with anonymity, couples were numbered in 

the order that they were interviewed. For example, “couple 1, partner 1”, “couple 1, 

partner 2”, and so forth. This assisted with keeping track of the couples and individuals 

while ensuring that their confidentiality was maintained.  

The interviews were conducted online via Microsoft Teams. The first interview 

was with both partners, which formed part of the pilot study; the remaining interviews 

were completed one-on-one with each partner and the researcher. The interviews 

averaged around 30 minutes each. The interviews were conducted between the 6th of 

July 2022 and the 6th of October 2022. An official transcription company (Top 

Transcriptions) was employed to transcribe each of the recordings.  Once the 

interview was finished and transcribed, the researcher read through the transcription 

to ensure that it accurately reflected what was said in the recording and if any changes 

needed to be made. 

3.6 PILOT STUDY  

A pilot study was performed with two couples before all the interviews commenced. 

This allowed the researcher to test ideas, questions, and the method of interview to 

ensure that the official interviews run according to plan and that no data is comprised 

due to an incorrect strategy (Maxwell, 2008). It also assisted the researcher to test 

whether the questions asked, and the flow of conversation led to the answers and data 

required for the study. Couples were asked for feedback at the end of the interview.  

Couple 1 was interviewed with both participants present, the interview was 

successful in that the answers received from the couple were concise and to the point; 

the researcher received the relevant feedback. However, upon completion of the 

interview, the researcher concluded with their supervisor that participants should all 

be interviewed separately. Once the Couple 2 had been interviewed separately the 

researcher was able to see the positives of separate interviews. The significant benefit 

of individual interviews was the additional information that each participant was able 

to share. Couple 1 would talk about one story as their example to explain a situation, 

while each partner in couple 2 were able to divulge more and helped the researcher 

come to a more conclusive finding. 
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The data collected from Couple 2 forms part of the results, while the data 

collected from Couple 1 shall not, due to the difference in interview methods. The 

questions asked and answered by Couple 2 were relevant and vital to the researcher’s 

results. Although pilot studies are involved in testing the data collection process, the 

data collected is relevant as it represents a significant part of the researcher’s theory 

(Maxwell, 2008).  

3.7 RESEARCH PARTICIPANTS  

Research participants were all sourced from the client base of the financial planning 

company and participated voluntarily in the study. The couples were sourced from the 

same financial planning company to ensure that there were no additional variables to 

account for in the study. All the couples are in a committed relationship and married. 

Gender and age were examined in the literature review, and therefore features in the 

sample selection through heterogenous couples and various ages. However, gender 

and age were not the main focus of the research. This can be considered for future 

research.  

 Table 1 shows the profile of the participants. 

Table 1: Personal Characteristics of Participants  

Participant Couple Age 
Committed 

Relationship 

No. of 

Financial 

Dependents 

Do you own a 

home together? 

Income Bracket 

(Rands) 

1 C1, P1 29 Yes 0 No 240 000 – 360 

000 

2 C1, P2 32 Yes 0 Owned solely >360 000 

3 C2, P1 34 Yes 1 Yes >360 000 

4 C2, P2 35 Yes 1 Yes >360 000 

5 C3, P1 35 Yes 2 Yes >360 000 

6 C3, P2 34 Yes 2 Yes 72 000 - 120 

000 

7 C4, P1 39 Yes 0 Yes >360 000 

8 C4, P2 44 Yes 0 Yes >360 000 

9 C5, P1 34 Yes 0 Yes >360 000 

10 C5, P2 37 Yes 0 Yes >360 000 

11 C6, P1 33 Yes 2 No >360 000 
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12 C6, P2 32 Yes 2 No 120 000 – 240 

000 

13 C7, P1 64 Yes 0 Yes >360 000 

14 C7, P1 65 Yes 0 Yes >360 000 

C1, P1 = Couple 1, partner 1 (female) 

C1, P2 = Couple 1, partner 2 (male) 

 

3.8 THEMATIC ANALYSIS  

Once the interviews were completed and the required adjustments were made to the 

transcriptions, Thematic Analysis was used to analyse the interview transcripts 

collected from the recordings. All interviews are loaded onto NVivo software and are 

coded using the first and second cycling coding methods (Saldaña, 2013).  

NVivo is the qualitative data analysis computer software that was used to code 

the data. The software has many benefits which include, the ability to manage large 

amounts of qualitative date, the ability to analyse it in a timeous manner and the ability 

to be flexible if the need for change arises during analysis. The NVivo software can 

bypass human error by continually searching beyond the one occurrence of the 

specific theme that is meant to be identified (Dhakal, 2022; St John & Johnson, 2000). 

NVivo allowed the researcher to create codes and assign them to specific themes.  

Thematic Analysis is a method used to analyse qualitative data by identifying 

important themes that are linked to the research questions of the study (Fereday et al., 

2006). This aids the researcher to link and understand participants with similar 

answers (Braun & Clarke, 2012). Within Thematic Analysis, a researcher can choose 

either an inductive approach or a deductive approach. An inductive approach is driven 

by what is in the data, meaning that the codes are derived from the data in the 

software. Therefore, the conclusions reached are closely linked with the data itself. 

Whereas a deductive approach is where the research inserts important concepts that 

they use to code and analyse the data. Therefore, the conclusions reached do not 

always link closely with the data (Braun & Clarke, 2012). For this study a deductive 

approach is used to allow the data to lead towards conclusions from the interviews.  

Another decision required within Thematic Analysis is the level at which these 

important themes can be identified. It can either be at a semantic level or a latent level. 



 

24 

A semantic level involves the identification of the surface level meanings of the data, 

meaning that the data is categorized into patterns and not interpreted further. Whereas 

a latent level involves analysing the data further and finding the underlying ideas and 

assumptions (Braun & Clarke, 2006). For this study a semantic level is used as it can 

be assumed that the participants will be honest and open in their discussion. There 

should be no need for the thematic analysis to dive deeper.  

Creating a code is specific to each qualitative studies research question. The 

nature of each research question will influence the specific code that you create. The 

code allowed the researcher to create links between what was said between different 

couples in the interviews, to identify common themes (Saldaña, 2013).  

The coding was performed using NVivo; the coding was performed by the 

researcher by selecting a part of the transcript of the interviews (Dhakal, 2022). Once 

the part was selected it was coded by a common theme that the researcher found 

when going through the data. For example, a common theme that was identified as a 

cause for money arguments, was a lack of communication. The researcher assigned 

“communication” as a code to identify all mentions of communication.  

3.9 FIVE-PHASE ANALYSIS APPROACH  

A five-phase approach is used to analysis the data recorded from the interviews. The 

five steps are familiarization of the transcripts, the first cycle code, the second cycle 

coding, the reviewing of themes and the finalization of themes.  

The first phase is where the researcher rereads the data and re-watches the 

recordings to ensure that what has been said and transcribed is understood. This will 

allow for familiarity with the data. The first cycle coding phase will entail the creation 

of codes, as described above. The code will provide labels for the data. The second 

cycle coding phase involves the process of using the results that were created from 

the first code and identifying the themes that link to the three research questions 

(Saldaña, 2013). The reviewing of the themes phase requires the researcher to review 

the themes identified and ensure that they are accurate and of a good quality. The last 

phase entails the confirming of themes to ensure that they link up with the research 

questions and that each theme is unique and does not overlap (Braun & Clarke, 2012). 

3.10 LIMITATIONS  
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This study is a qualitative study that required interviews to answer the research 

questions proposed. Therefore, there is the possibility that researcher bias will come 

through in the interview in some way. However, the results are thoroughly analysed 

with the assistance of NVivo to reduce this risk.  

The study was performed on couples who all had a financial planner, therefore 

there is a limitation that these couples are already able to manage their financial 

arguments as they have agreed on asking for assistance from a financial planner. The 

fact that couples have a financial planner is an important consideration as it has been 

found that there is a lack of awareness about financial planners (Safari et al., 2017). 

Therefore if an individual does not understand the job of a financial planner, they may 

not be able to know whether they can assist them.  

Clients who have a financial planner tend to be wealthier as financial planners 

generally seek clients who have a “higher earning potential and greater disposable 

income” (Curtis, 2022, p. 1). Therefore, these couples may not have many money 

arguments – as those who are not financially stable have more financial conflicts than 

those who are financially stable (Kaittila, 2020; J. P. Dew & Stewart R, 2012). 

However, although these couples may have fewer financial conflicts, they are 

considered to still have money arguments and therefore this can still assist the study.  

It is vital to interview couples who have a financial planner, as only couples who 

have a financial planner can say whether they are willing for their financial planner to 

assist or not. It is needed to answer the third research question.  

This study gained participants from only one financial planning institution; this 

is a limitation as they may have a specific way of assisting their clients. However, the 

uniformity of their experiences with their financial planners and the company itself may 

control the results more.  
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CHAPTER 4  

ANALYSIS OF RESULTS  

This chapter will use thematic analysis to analyse the findings from the interviews 

conducted for this research. The analysis consisted of separating the data into two key 

themes. The first theme aims to address Research Question 1 (RQ1) and Research 

Question 2 (RQ2) of this study. The second theme aims to address Research Question 

3 (RQ3).  

4.1 THE MAIN CAUSE OF MONEY ARGUMENTS BETWEEN COUPLES AND 

HOW THEY SOLVE THEM  

The first theme considers whether couples have money arguments, if so, what the 

main cause is thereof. Most of the couples involved in the study explained that they 

only had ‘no money arguments’ and ‘only money disagreements. One couple had 

more severe money disagreements, while two couples admitted to not having any 

arguments about money. “Yes, so we never have big arguments about money. We 

are quite practical and when we do have small disagreements about it, we typically 

talk through it.” [C4P1] 

The researcher concluded that the reasons participants did not have many 

money arguments, and the way couples were able to solve money disagreements 

were due to the same reasons. These reasons being: good communication, sharing 

the same financial goals, and managing and financially planning together. While the 

main reason that these couples did have money disagreements was because of 

different spending habits. 

“I mentioned just having the same approach when it comes to financial 

spending and future saving. Number two, trust in each other that we will execute to 

the best interest of each other and our future. And then number three is transparency. 

If there is anything that either of us are unsure about, I think we talk about it before it 

becomes the disagreement.” [C5P1] 

4.1.1 Good Communication  

The participants explained how clear communication is one of the reasons they have 

fewer money arguments. And if they did have an argument the main way to solve it 
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was with a discussion. Couples were able to reduce financial conflicts due to 

constantly communicating about their finances and the day-to-day management of 

their financial resources. 

In a previous study (Afifi et al., 2018), a couple explained how their 

communication went from poor to good and how this helped their relationship 

significantly (Afifi et al., 2018). While other research found that some couples did not 

talk about their finances to avoid money arguments (Afifi et al., 2018), and this could 

result in financial issues (Mohlatlole et al., 2018). The research aligns well with the 

couples interviewed as many of the couples interviewed mentioned how well they 

communicated, which resulted in no money arguments. Their communication 

consisted of what they were currently doing as well as what they were planning on 

doing. They were open about all things, which resulted in less room for arguments. “I 

think the major reason for no money arguments is because we are open with each 

other. We do not hide our finances and the fact that we are always ready to have a 

healthy discussion. She tells me her side and I also tell her my side and then we 

deliberate and agree upon something.” [C6P2] While another participant explained the 

same thing, “I think if we did not know one another’s salaries, I think there would be 

more discrepancies, and more fights, and so forth.” [C2P1] 

This aligns well with research that explains how important communication is 

and how it can result in positive marital satisfaction (Hou et al., 2019). By couples 

talking consistently and with transparency it results in the partners knowing and 

understanding each other. Poor communication, which is not constructive and not 

transparent, allows partners to start questioning what their partner is doing and once 

financial issues arise it causes more pressure on the relationship.  

Couple 3 was the only couple that experienced more frequent and severe 

money disagreements. The husband was the victim of an armed robbery at his 

previous job and could not work there anymore. As a couple they decided that the best 

way forward was for him to quit his job. They then decided that he would start a 

business in 2019. Soon after they started the business the COVID-19 pandemic 

happened in 2020. Therefore, the business did not have a chance to succeed and to 

this day still has not. This has put the couple under financial strain. Notably, the partner 

who was still working explained that for her, the real issue was the poor communication 
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rather than the lack of money. “Frustrations were not around not having income; it was 

around the communication and the managing of the money.” [C3P1]  

The main issue for the wife seemed to be the lack of communication from the 

husband, as he would not inform her when there were certain expenses that needed 

to be paid for the business, as she was now the breadwinner. However, the couple 

went through a major life transition of losing an income and falling under financial 

strain. Research has found that the loss of a job and financial strain are both reasons 

for separation and divorce (Schalk, 2016). 

Couple 3 explained that while they had these money disagreements due to a 

lack of communication, the way they were able to solve their conflict was via fruitful 

and extensive communication. The rest of the participants explained that the way they 

were able to solve their money disagreements was also through good communication. 

All the couples explained that when a conflict occurred, they would try to calm the 

situation and discuss their way through it. This would mean each partner explaining 

their point of view and both trying to listen to the other and plan a way forward.  

“But we never, we talk about it when, and if either of us feel strongly either way 

whether it is to spend or to save, we will have a discussion around why we feel it is 

important and then hear the other person out. For example, we were talking about 

going on holiday recently and I was like; oh, we can’t spend this much money on just 

a holiday. And I was kind of like; we should use this money say on the bond or 

whatever. And then we spoke about it, and he said, well we have not been on holiday 

in three years. I have been doing an MBA3 for the past two years and I turned 40 in 

December so it is like a triple celebration and all the money, typically we go on holiday 

every year, the money we didn’t spend on the past three years holiday we can spend 

on this. And I was like; that makes sense to me. So, we are doing the holiday. So, we 

will reason through it. If I didn’t buy that argument, then we would have talked about it 

a bit more. But yes, we discuss the issues.” [C4P1] 

With couples simply being transparent and consistent in their communication it 

reduces the amount and severity of money arguments. It sounds so simple and yet so 
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many couples struggle to communicate. A survey completed by health professionals 

revealed that poor communication was the number one reason couples divorced. The 

communication complaints from the men interviewed consisted of their partner 

“nagging/complaining” (Bilow, 2013, para 2) and not voicing their appreciation. While 

women expressed that they struggle with their partner not validating their feelings and 

opinions, and their partner “not listening or talking about himself too much” (Bilow, 

2013, para 2).  

Financial Socialisation posits that communication is a significant part of a 

couple’s financial behaviour (Gudmunson & Danes, 2011). Therefore, it is 

understandable that good communication has led to the participants not having money 

arguments and if they had a money disagreement, they solved it through 

communication as this is considered good financial behaviour. Therefore, good 

communication is vital in a couple’s relationship. To decrease arguments and solve 

those couples need to have good communication skills, which consist mainly of 

constantly talking and being honest in everything.  

4.1.2 Shared Financial Goals  

The participants that had fewer money arguments and only money ‘disagreements’ 

explained the importance of having the same financial goals. By having the same 

financial goals, it assisted them in having money ‘disagreements’ only, and 

consequently solving their money disagreements. 

C2P1 explained how they share the same financial goals as well as 

communicate well with each other, this both resulted in no money arguments. “These 

are things that we discussed before the time, so that things don’t come up 

unexpectedly that we do not know about, or we are not prepared for, and it causes 

conflict. So, because of that, I would not actually say that we do have any arguments 

with regards to money.” [C2P1] Different financial goals were found to be one of most 

significant causes of money arguments (J. P. Dew et al., 2017). Therefore, if the 

participants share the same financial goals, are consistently discussing these, and are 

working towards them together, it will result in fewer money arguments.  

All the participants admitted to having the same long-term financial goals, this 

aligns well as to why most of the couples did not have money arguments. One 
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participant explained how one long term goal they have had as a couple is to build on 

a plot of land that they bought a few years ago in George. The husband was retiring 

soon, and they decided that a portion of his retirement money would go towards that. 

It was something that they decided on years ago and with the thought in mind of the 

retirement money going towards the building, they planned accordingly. As a couple 

they decided to save a little more and spend money a little differently in the last few 

years, knowing that the retirement money would not be going to any leftover expenses. 

“The one big goal that we still have is that I have got a plot in George that we are 

probably going to try and build on. So, I will have to access some of my pension money 

where that is concerned and there is not enough money to have that type of thing, but 

just because we have got some sentimental value that we need to add to it. So, as I 

say, these things are all discussed, and we are all on board… all the big things or 

whatever, we basically discuss these things and set our goals together.” [C7P2] 

Shared financial goals results in no money arguments and research has found 

that it is a significant tool that aids in couples being able to solve conflict (Archuleta 

et al., 2013). This was also found with the couples interviewed.  

4.1.3 Planning and Budgeting 

The couples can communicate well, they discuss their future goals, this results in them 

agreeing and having the same future goals. Having the same goals results in less 

disagreements, although to ensure they are working towards it together, they set up a 

plan together. They discuss and plan about how they can achieve their goals. This 

may result in saving more monthly, which will affect how much money they have left 

for monthly expenses. By individuals understanding their goals and knowing what they 

are working towards it results in the correct financial behaviour from both individuals 

as it is a joint commitment. “If it is future planning to buy another house. We agree 

upfront and so we know that whenever we get cash in, that money goes towards that, 

no questions asked. That money goes into savings because we want to do A, B, and 

C. No question asked.” [C5P1] As the couples agree on the same future goal, they 

plan together and agree on the same plan and budget going forward. This allows them 

to work together towards a common goal, resulting in less disagreements.  

“Our plans are worked out together because we see our combined income and 

expenditure as one thing. It is not my financial plan and his financial plan; our future is 
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our future together. If we say we want to pay off the house within 10 years or want to 

buy another car, it is not a decision that each of us would make on our own. We always 

agree on the goal. And so, we always have the same goals, especially for the big-

ticket items.” [C4P1] 

Although the couples may not have the same short-term goals, which results in 

a difference in financial behaviour, they do have the same long-term goals. “We are 

very different in our spending. My partner thinks a lot and does not want to spend. 

Where I am someone that just goes and spends…Yes, I think it is more long-term 

goals” [C2P2] Therefore although couples can have different short-term financial 

behaviour they can have the same long-term goals, which can result in the same 

planning.  

While [C7P2] explained that he and his wife generally have different spending 

and saving habits, however they agree and plan for their long-term goals. “So, let us 

say there is a big drive from her point of view to ensure that there is that same spending 

and saving, but more for long-term savings.” [C7P2] This allows them to discuss, plan 

and budget ahead of time. If couples are able to plan and budget well it means they 

have positive financial management processes and positive processes have been 

linked with an increase in couples’ martial happiness (J. P. Dew & Xiao, 2013). 

Therefore, this decreases their money disagreements.  

While couples can decrease their money disagreements, they are also able to 

solve their disagreements through planning and budgeting. C6P1 explained that one 

partner may forget their plans along the way and start spending a little recklessly. This 

may result in a disagreement, because of their planning and budgeting, they would 

remind the other of their plan and budget to solve the disagreement. “It is not as such 

a big thing that it is just reminding one another to say, hey, look, let us not forget that 

there is a saving goal or there are things that we must take into consideration to it. 

Yes. I think it is just that reminding one another.” [C6P1] Therefore, by couples 

understanding their finance plan before hand, if an argument does occur, they are able 

to discuss, revisit their plan and if needs be, revise their plan.  

Therefore, couples can both prevent money disagreements and solve them 

through planning and budgeting together.  
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The one couple, couple 3 that had more money disagreements, did not plan 

their finances together (C3). The more she asked her partner for his inputs, the more 

he remained impartial and left it all up to her. “Right, so and I suppose in any 

relationship there is one person that can account for everything, and the other person 

is just like nonchalant about things. So, the biggest argument I think for me comes 

from that.” [C3P1] Since she was a CA (SA)4, this automatically made her the financial 

person in the family. She was happy to do it. However, she did want input from her 

husband. But her husband did not like dealing with finances and was happy for her to 

take control. This resulted in a mismatch of feelings and management of finances, 

causing disagreements.  

When couples have money disagreements, once they have started 

communicating, they use planning and budgeting to assist in solving their arguments. 

Planning and budgeting for the financial issue or for the future allows them to solve 

the disagreement together.  

The only couple that did have money arguments [C3], was mainly due to poor 

communication and a life changing event (the loss of stable job). For couple 3, 

although the wife explained that for her the main reason for their arguments was the 

lack of communication, the husband had other feelings. The husband felt that the main 

cause of their arguments was due to him not being able to provide financially, “It is 

basically because there is not enough money coming in from my side.” [C3P2]  

Societal gender norms still seem to dictate the supposition that the male is the 

breadwinner (Kulic et al., 2020), and the partner who earns the most money can be 

seen as the proxy for power (Afifi et al., 2018). This was portrayed through couple 3, 

the wife explained that they knew going into the marriage that she would be the 

breadwinner “I am at the moment the main breadwinner … we have always known 

because I am a qualified CA so I was studying at the time when we started dating, so 

we’ve always known that I would most likely be earning more money.” [C3P1] 

However, while speaking to the husband he explained that he feels bad for not being 

 

4 CA(SA): Chartered Accountant South Africa.  
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able to provide financially for the family “On my side I don’t really feel good about not 

bringing in so much money. It does kind of make me feel bad, kind of a lot.” [C3P2] 

Along with societal gender norms and the Family Financial Socialisation theory. 

The husband’s mother was the breadwinner while the father worked unstable jobs. 

The husband saw this tension between his parents’ relationship as a child. This 

resulted in him wanting to be different for his own wife and children. As viewed from 

his wife’s perspective: “So, it was a lot of cases where his father wasn’t working, and 

his mother was paying for everything… I can imagine that that would have caused 

tension and he was always afraid of that.” [C3P1] As stated above, although the 

husband knew that the wife would be earning more, this still created tension in the 

relationship. The husband was influenced by past behaviour from his parents, which 

he carried into his adult life and current relationship. The tension in the household was 

influenced by societal norms as well as past experiences.  

In addition to the above, the loss of a job is known to decrease relationship 

satisfaction as the couple will become susceptible to economic pressure (Falconier & 

Jackson, 2020; Liker & Elder, 1983). Losing a partner’s income can result in significant 

stress on the whole family (Kaittila, 2020), this was shown in couple 3. From 2019 to 

now the couple have been struggling to manage their finances. “Last year was 

probably one of the harder years financially and we tried a lot of different things 

[financial management] and we also got to a point where I used the credit card a 

lot…and then we both ended up maxing out our credit cards and we were like; what 

the hell.” [C3P1] The wife explained how they started to use the Covid-19 relief fund, 

however it only assisted for a small period in 2020. “We took advantage of things like 

the COVID relief, so we did not pay the bond for four months and didn’t pay my car for 

four months, which also helped. [C3P1]  

It was clear that the couple were being affected by many different issues that 

were piling up and causing money arguments. In addition to the issues, they were 

struggling to communicate through it all, as indicated above, which resulted in them 

not being able to solve or manage their differences correctly.  
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Although all the couples, except couple 3, did not have money arguments, they 

did have money disagreements, which were mainly caused by different financial 

behaviour.  

4.1.4 Spending Habits  

For the couples who had money disagreements the two main causes of these 

disagreements were their spending habits and the management of their day-to-day 

finances. The cause of money disagreements between couples was different spending 

habits. In all the couples there was one who was considered the spender while the 

other was considered the saver, or a minimalist in terms of spending.  

“We are very different in our spending. My wife thinks a lot and does not want 

to spend. Where I am someone that just goes and spends.” [C2P2] 

“He is not a big spender at all, I am definitely the spender in this relationship.” 

[C3P1] 

“I tend to not want to spend, and he tends to want to spend so we kind of 

balance each other out.” [C4P1] 

“I am more of a spender than him.” [C6P1] 

Once all the expenses were paid for the month there would usually be excess 

money left from the participants’ salaries. The issue was then about how they would 

spend this money as a couple. For example: “We differ on how to spend excess 

money. She likes to spend it on buying or replacing furniture and things like that. And 

I like spending it on expensive hotels and some holidays.” [C5, P2] 

“Probably that l like expensive things more than my partner does. And yes, I 

want to buy something major and then she would say, think about this, be sensible.” 

[C4P2] 

These different spending habits would result in money disagreements; 

however, they would never become an argument. The couples explained that once a 

disagreement occurred, they were able to solve their disagreements with ease as they 

were good with their communication. The husband, who was the spender in the 

relationship, used an example to illustrate the situation. If they were putting in new 

cupboards his wife would want to spend less than him. This would result in a 
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disagreement on the cupboards and once they calmed down, they would discuss their 

way through the issue. He explained that by discussing and hearing the other partner’s 

side it resulted in them solving the issue. “For example, if we are putting in cupboards, 

my wife would want to go with a cheaper builder, where I would say no, that we need 

quality. In that moment, I will say, no, this is the time that we spend more.” [C2P2] 

While another partner explained that his partner would get straight to the point 

and remind him to think and be sensible before he spent excessively. “Probably it is 

that l like expensive things more than my partner does. And yes, I want to buy 

something major and then she would say, you know think about this, be sensible.” 

[C4P2] 

Previous research explains that the same financial behaviour can result in 

positive financial satisfaction in a relationship. Therefore, a difference in financial 

behaviour can result in negative financial satisfaction and arguments in the 

relationship (Zhidkova Polina, 2020). It is positive that couples can solve their 

disagreements as this can result in a minimal effect on their financial satisfaction.  

For all couples interviewed, their spending and saving behaviour was impacted 

by their upbringing, as supported by Family Financial Socialization theory (Mohlatlole 

et al., 2018). All individuals have a unique upbringing, which results in them having 

different opinions about money. These opinions are brought into their relationships 

and cause a difference in financial behaviour and ultimately can result in money 

disagreements (Shapiro, 2007).  

Couples need to identify whether these views are good or bad for them as they 

grow and decide whether they should keep them, adjust them slightly or change them 

completely. These findings concur with previous research, in which most participants 

were impacted significantly by their familial upbringing. Their current view of money is 

very similar to the views they had when they were younger. Some participants were 

shaped positively by their childhood and parental influence and still live by the same 

principles today. These principles were the ones where their parents taught them how 

to save and work well with their finances from a young age. ” I think most of what I 

know about money might have been shaped by my dad which essentially is my 

childhood… If I want something, for example, a toy that is R50.00, [My dad would say] 

I am giving you a piggy bank… I will not give you the R50.00 outright. I will give you 
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the piggy bank and I will be giving you a little money at a time, R2.00 today, R10.00 

tomorrow. If you wash my car, I will give you R15.00. Most of it [his view of money] 

has been shaped by my dad.” [C6P2] (C6P2 would have to do certain chores until he 

saved his R50 and was able to buy the toy.) 

Participant C3P1 believed that her upbringing had a big impact on her life and 

the way she sees and manages her finances. “I do, spending stems from my 

upbringing, I grew up in a family that did not have money but also that is not stingy in 

giving so I think with that mindset of the more you give the more you get, so I know 

that I don’t have much but I don’t mind helping someone else out.” [C3P1] 

Others’ life experiences changed their original perception of money from their 

upbringing. C5P1 explained that his parents believed strongly in the process of 

sending your children to school, university and getting them into a good job and them 

working their way to becoming a CEO. He then grew to believe this too and followed 

in the steps that his parents had laid out for him. However, as he grew and experienced 

life, he started to believe that making significant money was through your new skills, 

such as being an entrepreneur, instead of being an employee. Therefore, he left his 

auditing job and started on a new journey. “I view making money has totally changed 

from when I were younger because now, I strongly believe making significant money 

is through your own initiatives and not working for somebody.” [C5P2] 

While another participant witnessed their mother being financially dependent 

as she grew up. Witnessing this pushed her to work hard and ensure that one day she 

would be financially independent. “I think the one way that it’s influenced me is to 

ensure that I have financial independence because seeing my mother who was not 

financially independent obviously spurred a lot in me that I need to be financially 

independent.” [C5P1] Although she changed something that was essential to her 

mother, she kept something that she had learnt growing up. Another female explained 

that for her, her family was poor while she was growing up. She vowed to herself that 

she would not be the same. Therefore, she worked hard to ensure that she was 

financially stable. “I know what it is like to be poor, and I don’t want to be poor so I will 

save as much as I can in case of emergency, in case of whatever and for when I am 

older. I have seen too many people in my community suffer when they get to retirement 

age or when something like the car breaks down or the geyser burst or whatever, like 
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I never want to have that kind of stress.” [C4P1] Both females learnt important lessons 

while they were growing up and they both ensured that they were not in the same 

position growing up. While C5P1 and C4P1 both made changes to their views growing 

up they both were able to still maintain vital lessons learnt as a child. The family of 

C5P1 taught her to focus on ensuring that necessities were covered first before buying 

luxuries and she still follows that precept to this day, “we were encouraged growing up 

to save and to make sure that your basic needs are always met before you spend on 

luxuries. So that has influenced my spending on luxuries and things.” [C5P1] While 

C4P1 was able to hold onto important saving lessons. “We were not wealthy when I 

grew up…but we were not dirt poor either… when I wanted something I had to save 

for it. There was no extra cash, there were no credit cards, there was nothing like that, 

it is like if you want something you work for it, you save the money and then you buy 

it; there was no buying on credit. And so that was instilled in me from a very young 

age.” [C4P1] 

As individuals grow and experience life, they can hold onto the lessons learnt 

from their family as a child. However, if they start to believe that what their parents 

believed was not always the best thing, they are able to distinguish and make up their 

own minds. This is significant because as couples mature, they may need to start 

developing new spending habits together or start learning how their partner operates 

so that they may decrease financial arguments. One female specifically stated that by 

knowing the others financial behaviour it resulted in less disagreements for them “I 

tend to not want to spend, and he tends to want to spend so we also kind of balance 

each other out but we spoke about it, and we know this about each other, and we 

respect each other’s instinctive reaction to money.” [C4P1] 

4.1.5 Summary  

The first part of the analysis aimed to answer the first two research questions:  

1. What is the main cause of money arguments between couples?  

2. How do couples solve their money arguments? 

It was found that the answers to both RQ1 and RQ2 were the same. As the 

participants interviewed did not have any money arguments but did have money 
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disagreements. The basis behind the lack of money arguments was the same as the 

way in which couples solved their money disagreements.  

The reasons as to why the couples did not have money arguments and the way 

they solved their money disagreements were through good communication, shared 

financial goals and planning and budgeting.  

The cause of the money disagreements was identified as a difference in 

spending habits between the individuals in the couple.  

4.2 CLIENTS WANT MORE ASSISTANCE FROM THEIR FINANCIAL 

PLANNERS  

This is the second theme of the analysis which aims to address RQ3. 

The official role of a financial planner is a professionally qualified person who “has the 

necessary skills and expertise to advise individuals and businesses on all aspects of 

their financial objectives” (Rajbansi, 2006, p. 1) However, the role of financial planners 

has developed and changed over the years and is becoming more holistic, by helping 

their clients live a financially good life (Balmuth et al., 2021; Larsson & Månsson, 

2021).Therefore, there is a possibility for financial planners to assist their clients with 

negligible money arguments or money disagreements.  

Spenner (2019) found that the level of understanding that financial planners 

have about their clients correspond to their future success. For financial planners to 

know their clients they must have a relationship with their clients, showing the 

importance of client relationships.  Some of the couples see their financial planners as 

people that only assist them with their finances while others have a relationship with 

their planners and value it. C4P2 explained how important the relationship that they 

had with their planner was. For them it was about fulfilling both their financial and non-

financial needs. And if the financial planner was not able to fulfil these needs, they 

were willing to look elsewhere.  

“We actually moved financial planners two years ago…our previous financial 

planner, who we had been with for years… wasn’t doing enough… to grow our 

money… we had a phase of when we were starting out and we were earning a 

certain amount and our goals were whatever they were and then we outgrew 
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that and then we needed to move to someone who had the skills and the 

experience to meet our needs in terms of our new goals… A financial planner 

for me needs to have the skills and the competence but also care about me and 

not just see me as a number on a page where on the income statement it is like 

okay, we have made so much out of this person… we interviewed financial 

planners before we decided we are going to go with them.  And then our 

planner, he spent a lot of time with us, talking to us about his skills and who he 

is and what matters to him, so that the values also matter, it matters to me that 

the financial planner and the firm is aligned with ours so that is why we went to 

them.  So, the relationship is based on that... I care that he trusts that he is 

doing the best with my portfolio and that I can trust he is not doing things that 

is in the end dodgy.”   [C4P1] Therefore, it can be seen how important client 

relationships are for clients. 

 While the financial planner is building a relationship with their clients, they are 

expected to have integrity and objectivity (Klosterman, 2014). The planner needs to 

remain objective and ensure that their advice is fulling the needs of their client 

(Klosterman, 2014). C2P1 explained that she felt that transparency and objectivity was 

a key aspect when communicating with their financial planner. She explained that 

when her and her husband met with their financial planner, they had a duty to remain 

objective when working with both and their finances.  “I think with a financial planner, 

other than knowing about money, you also need to be objective…when it comes to 

working with couples…  Normally we meet him together.  Because we are really open 

about our finances…And I think he is objective…because of the transparency and 

because he has a responsibility to both of us, I think in that sense, it works, and it is 

good, and that is what helps.” [C2P1]  

To build client relationships trust is also needed. Safari et al. (2017) explained 

that trust is an important part of the relationship that clients need to build with their 

financial planner, because if clients do not trust them, they may not wish to work 

beyond the finances. While Balmuth et al. (2021) explained that financial planners may 

need to earn their clients trust before they can develop into these new conversations 

and roles with their clients. The concept of how important trust is was found with the 

couples interviewed. Of the 7 couples interviewed, five couples trust their financial 
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planner, those who trust their financial planner are happy with their relationship and 

are willing for them to assist them more. While the one couple that does not trust their 

financial planner, does not want more help. This is because the male [C5P2] in the 

relationship is a CFO at an Investment company and feels that he understands his 

finances better.  

Therefore, trust is very important with regard to whether these participants are 

willing for their financial planner to assist them further or not. Out of the five couples 

that trusted their financial planner, 4 couples would be open to assistance from their 

planner regarding money arguments. They felt that they had a good relationship, that 

their planner was efficient and could assist them further in this area. “I trust him to give 

me advice… I would not say that the trust is there to the extent where I will not use my 

own mental capacity.  But in terms of just advising and giving his opinion…  It is just 

that he has more knowledge on the topic.   So yes, the trust is there to a certain degree 

of just offering direction.  And then it is my place to discern or to decide if I want to 

follow it” The question was then asked whether they would be willing for their financial 

planner to assist further will small money arguments and the participant was open to 

it. “I think so.”  

While another participant was happy for this new role of a financial planner. 

“Yes, definitely. I think sometimes it is better when you hear something from a different 

perspective. Someone who is neutral and someone who is knowledgeable in what 

they are talking about…” [C6P1] 

Of the participants that were open for their financial planners to assist them 

further one participant explained that they believe that the role does need to be defined 

first. “I think that could work, yes if it is a clearly defined, like the limits of where they 

are involved and where they aren’t, I think that’s, yes.” [C4P2] This explains that 

participants are willing and happy for their financial planner to assist them in this area. 

However, they believe that there should be boundaries, as they do not feel that their 

financial planner should be able take a similar stance as a counsellor. This aligns well 

with Balmuth et al. (2021), who found that although the clients would like more 

assistance from their planners, they prefer for their relationship with their financial 

planner to remain within the boundaries of financial planning. Therefore, this shows 

that with clear boundaries and guidelines there may be a role for financial planners.  



 

41 

While another participant understood how important finances are in a marriage 

and believed that this could assist couples. “I think people underestimate how much 

finance is more so in a marriage. How much finances play and your financial planner 

too, they might make or break your marriage because when problems with finances 

start, the financial planner might be or should be able to assist but if they are not there 

then that can end up snowballing into other effects that you had not even imagined.” 

[C6P2] Through the interviews it was found that participants themselves see that there 

is a role for their financial planners to assist. Further research has found that money 

arguments are one of the strongest predictors of divorce (J. P. Dew & Stewart, 2012). 

As financial planners have access to their clients’ finances, if they can identify financial 

issues early on and intervene, they may be able to decrease the frequency and 

severity of money arguments. 

Those that did not wish for their financial planner’s role to develop further 

through assistance with money arguments, did not have a great relationship with their 

planner. C5P2 and his wife felt they did not need them for more than administrative 

duties. “I do not think we really have a wealth manager or financial advisor because of 

my job and my background, I am an investment banker.” [C5P2] While couple 3 agreed 

with couple 5 and explained that they would only need planners for investments and 

nothing more. “The interactions we have had is less about this is my money, this is 

how you can help me spend it, it is more a case of seeking advice on investment 

strategies, it is not about planning how to spend, doing a budget or that type of thing. 

So, I think personally, probably not…for me from what I need a financial planner for. It 

is more investment, and you know big financial planning stuff and not day-to-day 

issues.” [C3P1] These participants emphasise the importance of your relationship and 

trust with your financial planner, as couple 5 and 3 did not have a proper relationship 

with theirs. Therefore, without a relationship and trust they are not willing for their 

financial planners to assist further.  

Money arguments are more sensitive than dealing with only finances, a planner 

may need assistance in being able to handle these situations. This is evidenced by 

the quotes above from the participants themselves, they believe that their financial 

planners need more training and set guidelines in this area. As money arguments fall 

into the area of counselling many financial planners are only trained in finances and 

may not have the expertise to start helping their clients right away.  
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Ford et al., (2020) recommended that both counsellors and financial planners 

educate themselves more in the fields of studies that they are not trained in so that 

they may be able to assist their clients better. A study combined the use of counsellors 

and financial therapy to assist couples both emotionally and financially. With the 

introduction of both fields, they were able to assist couples on an advanced level with 

both their relationship and their finances. The aim is not to fulfil the role of a counsellor 

entirely but to purely assist with negligible money arguments; however, in order for this 

to occur it is recommended that financial planners be trained (Archuleta et al., 2013). 

Balmuth et al. (2021) explains that in order for firms to allow their financial planners to 

enter this area with their clients they may need further training and the necessary tools. 

Asebedo & Purdon’s (2018) found that conflict resolution techniques may be a way for 

financial planners to assist their clients with money arguments. Therefore, this may be 

a way for financial planners to both remain within the boundaries and assist their 

clients. However, this has not been tested yet. 

The counselling field and the financial planning field are both vast, therefore 

many people may not have the finances to afford both. A financial planner that can 

assist their clients with both negligible money arguments and their finances may be an 

asset to the field.  

Based on the findings above, there is scope for financial planners to assist their 

clients with more than their finances. For this to occur, financial planners need to first 

create a relationship with their clients. Once they have a relationship, they need to 

build trust. Trust can be built by creating an effective plan; not overcharging clients 

and being transparent about the structure of their fees (Safari et al., 2017). Financial 

planners may then be able to bridge the gap and assist their clients with their small 

money arguments or money disagreements.  

However, before financial planners can start assisting their clients the 

participants and previous research agree that their financial planners need to be more 

educated on the therapeutic side. Archuleta (2013) found that when counsellors and 

financial planners were combined, they were able to assist their clients significantly 

with their finances and their relationship. The financial therapy association implies the 

same advice and assistance.  

4.2.1 Summary  
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The second theme of the analysis aimed to answer the third RQ.  

Are couples willing for their financial planner to assist them with their money 

arguments? 

It was found that participants are happy and willing for their financial planners 

to assist them with their money arguments. For a financial planner to assist their clients 

they need to ensure that they first have a good relationship with their clients and a 

well-established level of trust. As participants that did not have a good relationship and 

did not trust their planners, did not want to engage with them beyond the scope of 

finances. While those who did want assistance, all agreed that if their financial planner 

were to assist them, there would need to be clear guidelines and they would need to 

undergo specific training. These guidelines would include training on empathy and 

counselling. As there is limited research within this avenue of study there would need 

to be more research in order for financial planners to assist their clients fully.   



 

44 

CHAPTER 5  

CONCLUSION  

 

The aim of this study was to understand how couples deal with their money arguments 

and to identify if couples are willing for their financial planners to assist them with 

dealing with these money arguments in an effective way. There were six couples, 

comprising of 12 individuals that were interviewed by the researcher.  

It was found that most couples had money disagreements rather than money 

arguments. This was because of good communication, shared financial goals, and 

planning and balancing their finances. 

It was found that by constantly talking, being transparent and honest it allowed 

these couples to develop an understanding of each other. With the constant 

communication they were able to know and understand most things they needed to 

know. This resulted in them not having to argue about anything as they already knew 

their partners’ position on the matter. If a money disagreement did occur, the way they 

resolved it was to sit down and explain their side of the story and work their way 

through it together.  

With regards to the shared financial goals – although each couple was shaped 

by their past and their upbringing, as the Family Financial Socialization theory helped 

explain, they were able to agree on big goals together. By agreeing on these big future 

goals, they were able to sit down and communicate about the future and agree on 

where they were heading as well as the goals that they aimed to achieve. By being 

able to communicate well, it allowed them to share their goals amicably and agree on 

them. They would discuss and work towards it together.  

While the couples interviewed were able to communicate and have shared 

goals they were also able to plan and budget well together. By planning and budgeting 

they were able to work towards achieving these goals together. They explained that 

by both individuals being a part of the plan it allowed them both to know what needed 

to occur for them to reach these goals. It allowed them to be on the same page and 

have the same understanding of any sacrifices that needed to be made for them to, 

for example, buy their dream home. It was found that if they were to have a money 
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disagreement they would resort back to communication to solve it as well as looking 

at their plan again and if needs be, making some alterations together.  

Family Financial Socialization theory was used in this study to assist with the 

understanding of the spending habits that each individual developed. It was found that 

by individuals growing up in their respective households and the impact of their 

immediate environment as well as their broader environment affected them each in 

their own individual way. These results in everyone having their own unique perception 

and view of money. In individuals entering a relationship with their unique view and in 

turn with it being different to their partner it could result in money disagreements. For 

example, one individual might feel that saving is vital for the future while the other 

partner may feel that although saving is important, saving too much prevents you from 

living in the present. Due to this difference of opinion, money disagreements could 

ensue, as one would want to save while the other would want to spend.  

All the couples interviewed had a financial planner, this allowed the researcher 

to identify the relationship they had with their financial planner and whether they would 

be willing for their financial planner to assist them with their money disagreements. It 

was found that client relationships are a vital role in the success that financial planners 

have with their clients. Clients valued the values and objectivity that their financial 

planner held. The relationship each couple had with their financial planner was 

dependent on whether they were open to the assistance. Most of the couples 

interviewed trust their financial planner and have a good relationship with them. One 

of the couples do not believe that a financial planner should assist clients in this area 

as they are not trained counsellors, even if only in cases of negligible disagreements. 

While the other couples feel that their financial planners have a good understanding 

of finances and their finances as a couple specifically. Therefore, they are willing for 

their financial planner to assist them with minor money disagreements in the future. 

However, they all believe that their financial planners should have some form of 

training with regard to empathy and counselling if they were to assist in this area. 

Durband et al. (2010) identified that there are not avenues of study in the field of many 

financial counselling and it would therefore be beneficial to introduce this as a new 

area of learning. It could be considered that once financial planners have completed 

their studies, if they wish to help their clients further in this area, they may need further 
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specialised training in financial counselling. Alternatively, to incorporate a specific 

module pertaining to financial counselling into the curriculum for financial planners.  

This study has been explorative research that found that clients are willing to 

have their financial planners assist them beyond the scope of mere financial advice. 

Therefore, there is potential for future research on how financial planners can upskill 

themselves to include counselling their clients and adopting a more holistic approach 

to financial planning. This research can include whether financial planners perceive 

counselling to be a value add, and whether they should be assuming this role. Further 

research can also explore the many social constructs and the role they play in financial 

dymanics between couples.  
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APPENDIX A: QUESTIONNAIRE 

 

 Partner 1 Partner 2 

1. How old are you?   

2. Are you in a committed 

relationship?  

  

3. Which gender do you 

identify as? 

You may prefer not to 

say.  

□ Female 

□ Male 

□ Other: 

___________ 

□ Prefer not to say  

 

□ Female 

□ Male 

□ Other: 

___________ 

□ Prefer not to say  

 

4. How many financial 

dependents do you 

have? 

  

5. Do you legally own a 

home together? 

 

 

 

 

6. What annual income bracket do you each fall into (in ZAR)?  

□ 0 – 72 000 

□ 72 000 – 120 000 

□ 120 000 – 240 000 

□ 240 000 – 360 000 

□ >360 000 

□ 0 – 72 000 

□ 72 000 – 120 000 

□ 120 000 – 240 000 

□ 240 000 – 360 000 

□ >360 000 
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APPENDIX B: INTERVIEW QUESTIONS 

 

1. Do you and your partner have money arguments?   

a) If yes, what is the main cause of them?   

b) If no, why do you think that is? Are you always on the same page about your 

finances, do you communicate well about your finances?   

c) Is one partner in control of your finances and do you agree with what they 

are doing?   

 

2. Can you and your partner solve your money arguments?   

a) If yes, how do you solve them?   

b) If no, why do you think that is?   

 

3. How does your financial planner currently help you?   

a) Do you think they can assist you more?   

b) Do you think they can assist with your money arguments?  

c) Do you trust your financial planner? 

 

 




