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Impulsive buying has generally been described as any purchase which a shopper
makes but has not planned in advance, and has long been considered a significant form
of consumer shopping behavior; indeed, researchers report a steady increase in the inci-
dence of unplanned purchasing in recent decades{Cobb & Iloyer, 1986), The more often
consumers use apparel stores in this way, the greater the possibility for impulsive buy-
ing, Related to the notion of impulsive buying is that of compulsive shopping. Whereas
impulsive shoppers maintain control over their behavior, compulsive shoppers experi-
ence an uncontrollable drive or desire to obtain that leads to repetitively engage in a
behavior that will ultimately cause harm to the individual or other, It is an addition
(“Compulsive behavior”, 1891) from Which as many as 5.9% of Americans may suffer
(O'Guim & Faber, 1989), Recent studies of impulsive and compulsive shopping behav-
iors seem to suggest a link between them, as well as an indication that low levels of
self-esteem are related to higher levels of impulsive and compulsive shopping, but none
were found to have compared two behaviors together with self-esteem. Therefore, the
purpose of this study is to examine the relationships between impulsive and compulsive
shopping with self-esteem, The sample for this study consisted of 121 American under-
graduate students at The OChio State University, U, S. A, Respondents were asked to
complete a questionnaire using Rosenberg’s Self-Esteem Scale, Stern’s Impulsive Buy-
ing Scale, Faber and O’Guim’s Compulsive Buying Scale. Data were analyzed using
Pearson’s Product Moment Correlation. As a result, low levels of Self-Esteem were re-
lated to higher levels of impulsive shopping behavior and higher levels of compulsive
shopping behavior., Also, higher levels of impulsive shopping behavior were related to
higher levels of compulsive shopping behavior.

Impulsive and compulsive shopping behaviors were directly correlated, meaning per-
haps that the two behaviors have some characteristics in common, Self-Esteem may be
a major factor in the shopping behavior of impulsive and compulsive buyer, influencing
purchases and elevating Self-Esteern levels. Most studies exemine these two phenom-
ena separately. However, to understand the driving forces behind these behaviors, per-
haps they should be explored and compared simultaneously.
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