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Abstract 
 

Objective: This study aims to examine the effect of self-control on loan repayment decisions of women market vendors 

in Mbeya municipality, Tanzania. 

Design/Methods/Approach: This study employed a mixed research design. Primary data was collected via 

questionnaires and semi-structured interviews. A stratified random sampling technique was used to create a sample of 

348 respondents selected from a population of 1741 women market vendors. Descriptive statistics and regression 

analysis were utilized to process the collected data. 

Findings:  The result of data analysis determined that self-control had a significant adverse effect on loan repayment 

decision  

Originality: This study is unique since it studies self-control and loan repayment amongst women market vendors. The 

specificity of the set population allowed for a more in-depth and nuanced understanding of the experiences and 

challenges faced by this specific group of individuals hence deriving originality in this research. 

Practical/Policy implication: findings are useful to policymakers and microcredit providers. Policymakers should 

promote activities and education that assist Tanzanians in attaining self-control. They should devise policies to make 

loans more affordable and easier to repay.  Microcredit lenders should utilize subjective measures of self-control on 

loan applications as it is highly effective in enhancing repayment when coupled with high levels of financial literacy. 
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1. Introduction  
 

After years of research and debate, we agree that humans are complex creatures capable of acting on 

multidirectional values (Freeman, 2018). Such multidirectional values of actions are usually accompanied by various 

strengths and weaknesses (Spósito, 2022). Amongst the strength of human beings is self-control, and of the greatest 

challenges of a living individual is to control oneself (Patnaik, 2021). In order to fully understand human nature, one must 

first comprehend self-control. Self-control is critical to avoiding temptation and advancing toward one's long-term 

objectives. It is associated with various positive outcomes, including a longer life expectancy, fewer health difficulties, 

more scholastic attainment, greater job satisfaction, and a higher income (Cobb-Clark et al., 2022). 

Higher income obtained from controlling one’s impulses towards spending and other income-deteriorating 

activities offers an individual the opportunity to save and invest. However, to reach grandeur goals or make exciting 

things happen, an individual may have to seek a personal loan from a financial institution (Bank, 2022). Even though loans 

can be helpful, only some that borrow pay back. Both are borrowing and paying back our decisions, and there is a chance 

for decisions to be influenced by behavior (Vedadi & Greer, 2021). Behavioral influences are studied in Behavioral 

finance, where scholars try to determine how the individual mind functions when confronted with significant financial 

choices accompanied by little information, emotions, and moods, which can have a significant effect on individuals' 

financial choices (Candy & Novita, 2021). 

Knowledge of behavioral influences on financial decisions is useful to lenders and borrowers. For example, lenders 

might employ behavioral scoring techniques to determine whether to extend or cut credit limits. In contrast, borrowers 

may employ behavioral assessment techniques to self-evaluate their behavioral adequacy toward loan acquisition and 

repayment (Gan et al., 2012). There is a chance for borrowers to fail to repay their debts purely on behavioral grounds. 

However, if given a chance, they might uncontrollably borrow more money to the extent that they become 

overwhelmed with debts they cannot repay (Thaler, 1993). At this juncture, it seems obvious how vital a proper 

understanding of self-control is in aiding lending and loan repayment decisions. 

Several scholars across the globe have tried to establish the influence of self-control on loan repayment decisions. 

Thomas et al. (2022) determined that materialism, financial literacy, and risk perception were statistically significant 

indicators of the likelihood that young Indians would default on their home loans. They concluded that self-control was 

necessary to avoid falling into debt. Waga et al. (2021) used data from pension scheme members in Kenya and a cross-

sectional study design. They looked at how self-control bias affects financial discipline and retirement planning. Their 

results show that people with self-control bias are 0.502 times less likely to have a complete retirement plan, even if 

they are financially responsible. Bu et al. (2019) conducted a longitudinal intervention involving students from five 

Chinese institutions to minimize online consumer debt. They determined that self-control training cut online borrowing 

and delinquent costs by reducing entertainment-related expenditure and borrowing. Grohmann & Hamdan (2021) 

conducted an experimental study and determined that reduced self-control results in impulsive borrowing. They 

augmented their research with a survey which also concluded that individuals with poor self-control had difficulty 

repaying consumer debt. Diomin (2020) determined a link between financial self-control, credit utilization, and social 

qualities that directly affect resources (material, intellectual, interpersonal). The conclusion was that financial self-control 

exposes the elements of a person's financial activities and synthesizes economic sociology and economic psychology. 

Peltier et al. (2016) explored the pre-debt and post-debt choices of college students and discovered that failures in self-

control compounded their credit card debt. Strömbäck (2020) surveyed a Swedish adult sample and determined that 

Individuals with stronger self-control were more likely to participate in solid financial habits, were less concerned about 

finances, and felt more comfortable in their present and future financial circumstances. Haws et al. (2014) examined 

how self-control has been studied in consumer research and compared generic and domain-specific self-control metrics. 

They evaluated the correlation between self-control measures and how well they predict consumer attitudes and actions 

in financial decision-making. They conclude that self-control does not always lead to sound financial decision-making. 

Even though several research has shown a correlation between self-control and financial choices, there is still a 

need to comprehend better the underlying mechanisms of self-control and how it might be employed to enhance loan 

repayment. It can be noted from Past studies that there are inconclusive findings, with some researchers concluding that 
self-control has a favorable effect (Bu et al., 2019; Diomin, 2020), while others have determined that it has a detrimental 

effect (Haws et al., 2014). Inconclusive findings combined with cultural and geographical variations provide a knowledge 

gap that must be addressed. Aside from that, self-control is a human quality that may be significantly impacted by 

upbringing and cultural environment; hence, it will be a topic that requires ongoing investigation across cultures. Another 

gap is generated by women's specific experiences and financial worries, as well as the limited number of research that 

have examined the self-control of women market vendors, resulting in a lack of knowledge of how self-control influences 

loan repayment choices among women market vendors. 

This study examined the effect of self-control on loan repayment choices among women market vendors. This 

study contributes to the existing body of knowledge by addressing the inconclusive findings of earlier studies. It also 

provides a base for policy makers and microfinance dealers to shape policies and their business processes respectively 

by considering the results of this study.  
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This paper is divided into the following sections: Introduction, Literature Review and Hypothesis Development, 

Methodology, Results and Discussion, Conclusion, Implications and Recommendations. The Introduction gives an 

overview of the research topic and background information. It also explains why the study is being done. The Literature 

Review is a summary of the research that has already been done on the topic. It is used to help develop the research 

hypothesis. The Method section discusses how the research was set up and how the data was collected and analyzed. 

In the "Results and Discussion" section, the study results, including any statistical tests and results, are shown, and the 

results are interpreted and explained. The conclusion briefly summarizes what was found and talks about what it all 

means. The section called "Implications" discusses the research's practical uses and possible effects. The last part, 

"Recommendation," gives future research ideas based on this study's findings. 

 

2. Literature review and hypothesis development 

Self-control 
Concepts of self-control might be very relevant to the repayment decision of consumer credit and, more 

particularly, to consumer over-indebtedness. Such relevance stems from the fact that self-control is vital in many facets 

of our life and that many of our everyday decisions, including the loan repayment decision, include exercising self-control 

(Lian et al., 2017).  Mawad et al. (2022) conducted a study in Lebanon and determined that self-control had a positive 

impact on an individual's financial performance and behavior, particularly at highly educated levels. Bu et al., 2022, 

executed a study which showed that a self-control training program, including spending tracking, budgeting, and 

introspection about consumption choices, effectively reduced future online borrowing and delinquency charges. As such, 

it is quite clear that self-control has a huge role in affecting financial behaviour. Self-control may be described as the 

capacity to manage one's thoughts, emotions, and actions so as to maintain focus and achieve long-term objectives. It is 

the dimensional ability of being able to abstain from negative behaviors, control anger, and resist emotional 

urges(Bertelsen & Ozer, 2021). 
Insufficient self-control may affect loan repayment. Fernández-López et al. (2023) conducted a study in Spain. 

People often overestimate their self-control and hardly comprehend how it affects their finances (Ganbat et al., 2021). 

They found that a lack of self-control is associated with increased consumer debt, particularly for unsecured personal 

loans, loans from family or friends, and credit card use.  It has also been revealed in experiments that animals choose 

smaller immediate rewards over bigger, postponed benefits, failing to maximize the overall long-term gain and many 

individuals display similar Behaviour to that of animals (Fehr, 2002). We are prompted to argue that animalistic instincts 

and overestimation of self-control might affect loan repayment behavior.  

Self-control will remain a matter of interest to researchers across the globe due to differences in culture, 

individualistic perception and passage of time and experience. It might be due to such diversity that Research in certain 

areas has failed to signify the positive effect of self-control on financial Behaviour. Sandy & Renanita (2018) carried out 

a study in Surabaya. From partial correlation analysis, they determined that there was no direct relationship between 

self-control and unhealthy usage of credit cards.  Since there is limited literature linking self-control and loan repayment 

in Tanzania and inconclusive empirical results linking self-control and loan repayment, we propose the following 

hypothesis to provide additional knowledge to the existing literature. 

H1: self-control has a direct effect on loan repayment behavior. 

 

Application of Behavioral Finance in Low-Income Earners 
Behavioral finance examines the psychological and behavioral influences on financial choices. It recognizes that 

people make decisions based on psychological, emotional, and social factors (Sedliačiková et al., 2020). Understanding 

financial behaviour through Behavioral finance research may aid low-income individuals in managing their finances. Low-

income earners prioritize immediate needs above long-term objectives (Vuletich, 2020). They might also make 

inappropriate financial decisions due to overconfidence and the sunk cost fallacy. Financial advisors and policymakers 

may use an understanding of behavioural factors to aid low-income earners in making better financial decisions and 

achieving their goals. With an understanding of behaviour, financial literacy teaching might be coupled with psychological 

tools to help individuals plan, save and work towards responsible financial behavior. 
Self-control and Psychological Biases 

Psychological biases are mental shortcuts that allow us to assimilate information more rapidly (Burks, 2018). They 

may also lead to unreasonable or incorrect thinking processes. Psychological biases may make resisting temptation more 

difficult and picking the optimal course of action (Benjamin et al., 2012). They may lead to unreasonable or wrong 

thinking and make regulating one's thoughts and behavior more difficult. Psychological biases impede self-control by 

causing individuals to make judgments that are not in their best interests or are based on inadequate or incorrect 

information. In order to gain better self-control, individuals have to acknowledge their own psychological biases and 

attempt to overcome them by actively searching out other viewpoints before developing conclusions.  

The sunk cost bias is among the common psychological biases that might cause individuals to lose control. Sunk 

costs make it challenging to control one's emotions. The fallacy of sunk costs happens when individuals continue to 

engage in something, although doing so is no longer advantageous to them. They continue due to having previously 
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invested a substantial amount of time, money, or effort. They feel driven to see the project through Because they do 

not want to lose the money they have already invested (Tucker & Alewine, 2021). The availability heuristic is a second 

kind of bias that may impede willpower. This bias manifests itself anytime decisions are made based on readily available 

information, even if it is not the most relevant or correct (Stevenson, 2006). 
 

Self-control in Financial Decisions 
In the world of personal finance, self-control is a necessary trait because it removes the temptation to make 

quick judgements or decisions based on a restricted view, both of which have the potential to result in negative future 

results. Self-control is vital while making financial choices since it permits the analysis of alternatives and long-term 

consequences of various courses of action more completely. Before committing to a loan, one must practice self-control 

and assess the loan terms and the ability to make the required payments. Research has shown that having self-control 

is a key component in making solid financial judgements. It allows for selections aligned with long-term aims and inhibits 

impulsive or shortsighted choices that can have undesirable implications (Candy & Novita, 2021; Strömbäck, 2020; 

Thomas et al., 2022). Those who make a concerted effort to become more self-disciplined may improve their financial 

decisions and attain financial stability and security. 

 
Determinant of Microloan Repayment 

In order to increase microloan repayment rates and ensure the long-term success of microfinance programs, a 

great deal of research has been conducted on the factors that influence repayment. Scholars and practitioners have 

examined microloan repayment because it is vital to the sustainability of microfinance companies and their ability to 

serve economically disadvantaged communities (Ye, Lu, & Lu, 2022; Goda, & Gomera, 2022; Shahriar, Unda, & Alam, 

2020). Repayment of a microloan depends on several factors, including the borrower's creditworthiness, income, 

financial stability, loan terms, motivation, dedication, and support network. 

 

Practices of Women Market Vendors 
Practices and behaviors of women market vendors may range widely based on factors like the type of market 

they work in, the products or services they provide, the location of their market, and the cultural and economic climate 

in which they conduct business. Women often gain a competitive advantage due to their agreeable nature moulded by 

social, religious and cultural processes in their context (Makwerere et al., 2020). With high agreeableness, they might 

obtain bulk purchases and negotiate suitable terms with manufacturers and suppliers. Amongst things women are noted 

for is cleanliness; thus, cleaning, straightening up, and fixing up their booth or stand at the market are all part of keeping 

their business running well. Women are also more likely to develop a strong client base via a variety of means, such as 

providing first-rate customer service and striking up conversations with repeat buyers 

 
Financial Literacy among Women Market Vendors 

Financial literacy involves the ability to understand and effectively manage financial matters. It is among the 

important factor in the success of women's market vendors. Several studies have analyzed the financial knowledge of 

women's market vendors. It was determined in Kenya that Women traders with higher levels of financial literacy were 

more likely to utilize formal financial services and report positive growth for their businesses (Mwaniki, 2014). Ugandan 

women traders and small shop owners who had improved their financial literacy also reported increased earnings and 

savings and fewer money-related problems (Haley & Marsh, 2021). As these studies and others have shown, enhancing 

the financial literacy of women market vendors may positively impact their business performance. Women-owned 

microenterprises, especially market stalls, may benefit from a greater understanding of financial matters, since this might 

forecast their success and longevity. 

 

Theoretical Base 
This paper is grounded on the theory of locus of control, which Julian B. Rotter put forth in 1954. According to 

this theory, individuals act to control their environment and events. Those with a sense of control over their lives are 

likely to be more self-reliant and productive, but a lack of control may lead to irrational decision-making and depression. 

Individuals with self-control are likely to seek superior goals, which makes them content and effective (Li et al., 2022). 

From such a perspective, we can argue that individuals with higher self-control are more likely to keep their financial 

decision on track and conduct themselves financially soundly. Equipped with self-control, individuals are more likely to 

pay off their debts and steer their financial well-being away from being over-indebted. Thus, from the standpoint of this 

paper, we sought to provide further proof to this theory by examining the role of self-control in loan repayment 

decisions among women vendors operating in markets situated in Mbeya municipality. 
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3. Method 
 

This study used a mixed method of research. We started with a preliminary questionnaire and then conducted 

semi-structured interviews to back up the results from the questionnaire survey. This method was used as it gives the 

researchers room to gain a more in-depth understanding of the underlying factors contributing to the phenomenon 

observed in quantitative analysis (Othman et al., 2020). This research focused on women because of their unique 

experiences and the financial concerns that they face. Research has shown that Women entrepreneurs may have trouble 

getting loans or credit. Also, the gender wage gap indicates that women endure financial instability and that the playing 

field is not always level for them. 

 
Table 1. Sampling Distribution among Markets/ Business Park 

S/N Market/ Business Park Population Sample size rate Sample 

1 Sokomatola & stand kuu 114 20% 23 

2 Sido, Mwanjelwa and kabwe 431 20% 86 

3 Uyole 358 20% 72 

4 Mbalizi 244 20% 49 

5 Isanga 124 20% 25 

6 Maniwewe 97 20% 19 

7 Sokoine 57 20% 11 

8 Makunguru 135 20% 27 

9 Ilomba 76 20% 15 

10 Mwampongo 43 20% 9 

11 Isyesye 62 20% 12 

 Total 1741  348 

 
The research was conducted in Mbeya municipality based on convenience and affordability. The research team 

had established connections that made it possible to conduct the research effectively in the Mbeya region. After 

determining the main population of women vendors to analyze, 348 women (20% of the research population) were 

chosen using stratified random selection. All participants were volunteers and were not paid for data collection. This 

research employed stratified sampling since the population came from multiple market squares. 20% of the population 

was sampled based on Yogesh (2006), who suggested selecting between 10-30% of the population. Therefore, 20% is 

the midway. 20% of women market vendors from markets/business parks were sampled. Table 1 shows the stratified 

sample from city markets/business districts 

 

Data Collection 
A total of 348 self-administered questionnaires were employed for the research. The study's main respondents 

were women market vendors willing to participate in the survey. The researchers formulated the questionnaire based 

on the literature, e.g., East (1993), Buchan (2005), Kennedy (2013), and Azwadi (2004). A total of 216 responses were 

returned and collected. The questionnaire had a Likert scale ranging from 1 being unimportant to 5 being extremely 

important. 
 

Variable Measurements 
The methodology used to measure self-control in this paper adopted the approach used by (Biljanovska & 

Palligkinis, 2018), who employed a series of questions to measure a wide range of psychosocial variables. Respondents 

were asked to report how satisfied they feel with their lives and relationships with others, their inherent personality 

traits and their evaluation of their behavior along several dimensions. In that regard, we identified from the literature 

the following statements that, if ranked using a Likert scale, could assist in explaining the state of the self-control of an 

individual 

“When I have money, I do things that feel good at the moment but regret later” (Strömbäck et al., 2017) 

According to this statement, the person may have difficulties exercising self-control about spending money. They 

tend to prioritize short-term satisfaction above longer-term goal achievement. This is a common struggle of many 

individuals as they attempt to balance the trade-off between meeting their immediate needs with the more vital but 

time-consuming process and preparing for the future. Individuals with higher self-control are expected to have a very 

low score as opposed to an individual with low self-control who will strongly agree with the statement 

“I have a hard time breaking habits of making personal spending with business money” (Never, 2016) 

In this statement, if the respondent agreed that they often use business funds to pay personal expenses, this may 

suggest a lack of self-control. If the funds are not used as planned, the business might be exposed to financial hardship, 

and the respondents either do not care or cannot control themselves. (Never, 2016), argued that the inability to resist 
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temptations, such as diverting business monies for personal expenditures, indicates a lack of self-control. Individuals with 

high self-control were expected to have very low scores, and it was expected for self-control to diminish as the Likert 

score went up. 

“Occasionally, I keep doing something, even if I know it is wrong” (Aldulaimi & Abdeldayem, 2021)  

The circumstance described by this statement is one in which a person is actively participating in an action that 

they are aware is inappropriate despite this knowledge. The inability to regulate impulses or resist temptation indicates 

a lack of self-control. Self-control is keeping your impulses in check and sticking to your principles and long-term 

objectives, especially when confronted with temptation or stress. Because it displays an array in which an individual is 

having difficulty regulating his or her actions, this statement might be utilized as a gauge for self-control where those 

who strongly agree with the sentence will have low self-control, and those who strongly disagree will have higher levels 

of self-control 

“I believe I have self-discipline when it comes to loan repayment.” 

Disciplined debt repayment necessitates setting debt repayment priorities and sticking to a debt repayment plan 

despite the presence of other, more alluring possibilities. In order to make the prudent financial choices required to 

repay one's obligations, one must practice self-control and self-discipline, which may be a difficult challenge. One way to 

show self-control and discipline in money management is to make a strategy for paying off debt and then adhere to it, 

no matter what happens. Thus, the statement indicates a person's self-control since it depicts a scenario in which the 

subject has successfully resisted temptation and made sound financial choices.  

“I am good at resisting temptation not to pay loan” (Strömbäck et al., 2017) 

A significant indication of a person's degree of self-control is how they can withstand temptations and triumph 

over their first instincts. People who resist temptation and postpone gratification from a young age are likelier to succeed 

in the most evaluated outcomes. People who strongly agree that they can resist the temptation not to repay the loan 

are likelier to have high self-control. In contrast, people who strongly disagree are likelier to have low self-control. 

These items were put together and added to get a total score representing self-control. A similar approach was 

used by other researchers (Kim-Spoon et al., 2014; Strömbäck et al., 2017). Variables are composed to make data 

analysis easier and bring more meaning to the outcomes. The reliability and validity of the items chosen to make a 

composite score influence the validity of the composite score. Cronbach alpha and product moment correlation analysis 

were executed to determine the selected items' reliability and validity, as shown in Tables 2 and 3. All selected items 

passed the validity and reliability tests, so the composite score was used without worrying about spurious results. 
 

Control Variables 
We also considered a variety of socioeconomic and risk perception characteristics in our research. Each of these 

elements is known to affect a person's ability to repay loans and is connected to or may in some way have an effect on 

one's level of self-control. The included control variables are discussed in more depth in the following section of this 

study. 

 

Perceived Risk 
Research has shown that risk perception affects loan repayment and individual indebtedness (Azma et al., 2019; 

Rahman et al., 2020; Waqas & Siddiqui, 2021). Statements that measure risk perception were utilized as control 

variable since they show a person's view about how probable and severe a potential harm or loss is in a particular 

circumstance. When it comes to loan repayment, If the respondent believes the danger of loan default is significant, they 

might be more inclined to make timely and regular payments to prevent it. If they believe the danger of loan default is 

minimal, they may be more inclined to incur extra debt or make late payments. Thus, individuals with low-risk 

perceptions present a hazard of non-payment.   

 
Social Influence Factors 

Social influence factors are myriad elements that can transform or influence how people think, feel, and act in 

social situations (Dkhil, 2020). Social influence factors include peer pressure, social comparison, and social learning. 

When looking at factors affecting loan repayment Behavior, it is important to control for social influence factors. 

Research has shown that they can affect how people repay their loans. Studies have shown that a person's social 

network, support system, societal norms and expectations can affect their ability to repay loans(Kassegn & Endris, 2021; 

Aynalem, 2020; Bantu & Malik, 2022.) 

 

The Desire for Profit Generation and Reinvestment 
The desire for profit and its reinvestment might influence loan repayment Behaviour. For instance, a borrower 

interested in generating profit may be more inclined to prioritize loan repayment to continue obtaining loans, expand 

their business, and generate more revenue. Suppose a borrower's primary objective is to reinvest profits. In that case, 

they may not prioritise loan repayment since they are inclined to believe that money would be better spent on business 
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development or expansion rather than paying back loans. Additionally, motivation to generate large revenues and profits 

may influence individuals to incur additional debt or seek out new loans that might pose a default risk. 
 

Financial Literacy 
Researchers from various parts of the globe have shown that Loan repayment rates are related to borrowers' 

financial literacy. Mohta (2020) and Pexídrová (2019) determined that individuals with greater financial literacy are better 

at budgeting, planning how to repay debts, and comprehending loan terms and conditions. Individuals with greater levels 

of financial literacy are far more likely to have a debt repayment plan and are less likely to fall behind on payments. Vijay 

et al. (2015) noted that persons who knew little about money were more likely to fall into high debts and financial 

insecurities, leading them to default on their debts. Thus, financial literacy should be employed as a control variable 

when investigating matters related to debt management and loan repayment.  Table below presents a summary and 

operationalization of the variables 

Table 2. Summary and Operationalization of The Variable 

Variable Operational 

Definition 
Variable Measurements Sources 

Self-Control 

Individuals’ ability 

to regulate their 

impulses and 

prioritize long-

term goals over 

short-term 

satisfaction. 

1. I am good at resisting the temptation not to pay a 

loan Biljanovska & 

Palligkinis, 

2018; 

Strömbäck et 

al., 2017; 

Never, 2016; 

Aldulaimi & 

Abdeldayem, 

2021; Kim-

Spoon et al., 

2014. 

2. I am more self-disciplined when it comes to loan 

repayment 

3. When I have money, I do things that feel good at the 

moment but regret later forgetting to pay the loan 

4. When it comes to loan repayment am more 

concerned about what happens to me in the short 

run than in the long run 

5. I have a hard time breaking habits of making personal 

spending with business money 

6. Occasionally, when I am with money, I keep doing 

something, even if I know it is wrong 

Perceived Risk 

A person's view 

of the probability 

and severity of 

potential harm or 

loss in a particular 
situation. 

1. I Consider late loan repayment as risky as failure to 

pay the loan 

Azma et al., 

2019; Rahman 

et al., 2020; 

Waqas & 

Siddiqui, 2021 

2. I think late payment of the loan will lead to financial 

risk for VICOBA 

3. The loan default cost in VICOBA is of high 

consequence 

4. Given the potential expenses associated with late 
loan repayment, the overall risk is very substantial 

5. I make repayment to ensure our group does not 

disqualify for a loan 

Social influence 

factors 

Influence of 

friends, loan 

officers, group 

members and 

peers on loan 

repayment 

behavior 

1. I feel under social pressure to put money aside for 

loan repayment 

Kassegn & 

Endris, 2021; 

Aynalem, 

2020; Bantu & 

Malik, 2022. 

2. I always get involved in financial management 

activities in our group 

3. I always compare the timely loan repayment trend 

with my friends 

4. My closest friends’ approval of when to repay the 

loan is important to me 

5. If I decided not to pay the loan, my colleagues would 

approve that decision 

6. I regularly manage my repayment schedule because 

the loan officer taught me during my loan application 

7. When it comes to loan repayment, I do not consider 

anyone as an example 

8. I like to Compare my loan repayment habit to that of 

my friends 

9. I pay close attention to timely loan repayment not to 

disappoint loan officers 

10. We always decide on payment modality in the group 

11. I stick with group payment decision 
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Variable Operational 

Definition 
Variable Measurements Sources 

The desire for 

Profit generation 

and 

reinvestment 

motivation to 

generate profits 

and inclination to 

reinvest profits 

rather than 

prioritize loan 

repayment  

1. I stick to and follow the plan I have on how to 

reinvest profit 

 Immergluck, 

2016; 

Maksum, et 

al. 2020; 

Morris, et al. 

2021; 

Sjögrén, et al. 

2014 

2. When I get profit, I always reinvest before repaying 

the loan 

3.  I often consider whether there is a necessity for 

investment before paying the loan 

4. I regularly put money aside for loan repayment as 

part of business expenses 

5. I always think of loan repayment when its due date 

before reinvestment 

6. I always make loan repayment decisions after 

calculating the profit 

Financial literacy 

Borrower's 

understanding of 

financial 

management, 

debt repayment 

and financial 

planning 

1. I know about managing loan repayment schedule 

Mohta, 2020; 

Pexídrová, 

2019 

2. I have a better understanding of how to manage my 

credit use 

3. I have adequate skills in managing my finances 

4. I have a budget I follow before making loan 

repayment 

5. I receive financial training before acquiring 

microloans 

6. I can prepare my loan repayment schedule 

7.5 I am knowledgeable about loan repayment 

procedures 

 

Data analysis 
Statistical Package for the Social Science (SPSS) version 20.0 was used to conduct multiple regression analyses in 

this research. The questionnaire results were placed into an Excel spreadsheet for further examination. The data were 

organized into groups of questions based on the appropriate variable category. To check for robustness, three 

estimations were done. Two of them, the control variable, were dropped to determine if self-control similarly affected 

loan repayment behaviour. The primary model employed was parameters for the functional relationships estimated in 

the regression equation were as follows: 

 

LRB = β0+β1SC1 + β2PR+ β3PV + β4SIF + β5PGR + β6FLT +ε ..............................................................................................  (1) 

 

Where LRB was the dependent variable loan repayment behavior, SC is the self-control measure, PV is the 

perceived value measure, PR is the perceived risk measure, SIF is the social influence factors measure, PGR is the profit 

generation and reinvestment measure, FLT is the financial literacy measure, and ε is the error term. β0, is the intercept 

value of the regression, and β1 to β6 are the coefficients of estimations. 

 

4. Results and Discussion 

 

Reliability and validity of the questionnaire 
The validity and dependability of the findings rely on the premise that the data collection questionnaire is 

dependable and the estimated findings are error-free and not prone to any econometric issue. Cronbach alpha for 

reliability and two-tailed Pearson product-moment correlation tests for validity was carried out, and the results are 

shown in Tables 1 and 2. Similar approaches were employed to establish the soundness of the questionnaire and its 

results (Wijaya & Kloping, 2022). As seen in table 2, the entire Cronbach's alpha value was 0.965, indicating great 

congruence between the questions in the questionnaire. Le cong & Kwanboonchan (2021) recommended a Cronbach's 

Alpha value be 0.7 or higher for a scale to be reliable and unidirectional. It can be noted from Table 3 that the Cronbach 

alpha reliability statistics for each variable are above 0.7. These results indicated that the questionnaire used to collect 

data is trustworthy; consequently, comparable outcomes may be achieved when employed elsewhere. In accordance 

with the Pearson correlation analysis shown in Table 3, the r-value is substantially higher (r > 0.243, p 0.05) than the 

crucial value obtained from the table of the Pearson Product-Moment Correlation Coefficient for 45 items used in the 

questionnaire (r > 0.243, p 0.05) with two degrees of freedom. Except for one item, whose coefficient was 0.065 and 

thus had to be dropped for further analysis. These findings demonstrate a statistically acceptable degree of questionnaire 

items validity as Most of the correlations between individual questions and the total score fall within an acceptable range. 
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Table 3 displays questions of interest used to assess the variable self-control. Other questions were for assessing the 

control variable, such as perceived risk and financial literacy and are not displayed in the table. 

 
Table 3. Reliability Statistics 

Cronbach's Alpha N of Items 

.965 45 

 
Table 4. Pearson Correlation Validity Statistics and Reliability Statistics 

Variable Variable measurement 

Pearson product 

momentum 

correlation 

R 

table 

Reliability 

coefficient 

Information about 

loan repayment 

1 The information I have about loan 

repayment helps in making on-time 

payment 

.639** 0.243 

0.795 

2 I do not seek any advice before I 

set aside money for loan 

repayment 

.644** 0.243 

3 In general, I have good knowledge 

about the impacts of late loan 

repayment 

.799** 0.243 

4 I am well-informed about the 

lending process 

.641** 0.243 

5 The loan officers are making close 

supervision to make sure I make 

the loan repayment on time  

.764** 0.243 

6 The group lending model 

motivates timely loan repayment 

.761** 0.243 

7 I consider the increasing level of 

capital before repaying the loan 

.566** 0.243 

Financial Literacy 

1 I know about managing loan 

repayment schedule 

.707** 0.243 

0.909 

2 I have a better understanding of 

how to manage my credit use 

.863** 0.243 

3 I have adequate skills in managing 

my finances 

.805** 0.243 

4 I have a budget I follow before 

making loan repayment 

.664** 0.243 

5 I receive financial training before 

acquiring microloans 

.523** 0.243 

6 I can prepare my loan repayment 

schedule 

.741** 0.243 

7 I am knowledgeable about loan 

repayment procedures 

.779** 0.243 

 

 

 

 

 

 

Generation and 

Reinvestment Need 

1 I stick to and follow the plan I have 

on how to reinvest profit 

.686** 0.243 

0.853 

2 When I get profit, I always reinvest 

before repaying the loan 

.523** 0.243 

3  I often consider whether there is 

a necessity for investment before 

paying a loan 

.581** 0.243 

4 I regularly put money aside for loan 

repayment as part of business 

expenses 

.778** 0.243 

5 I always think of loan repayment 

when its due date before 

reinvestment 

.653** 0.243 
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Variable Variable measurement 

Pearson product 

momentum 

correlation 

R 

table 

Reliability 

coefficient 

6 I always make loan repayment 

decisions after calculating the 

profit 

.683** 0.243 

Social Influence 

1 I feel under social pressure to put 

money aside for loan repayment 

.540** 0.243 

0.846 

2 I always get involved in financial 

management activities in our group 

.368** 0.243 

3 I always compare the timely loan 

repayment trend with my friends 

.527** 0.243 

4 My closest friends’ approval of 

when to repay the loan is 

important to me 

.682** 0.243 

5 If I decided not to pay the loan, my 

colleagues would approve that 

decision 

0.065 0.243 

6 I regularly manage my repayment 

schedule because the loan officer 

taught me during my loan 

application 

.742** 0.243 

7 When it comes to loan repayment, 

I do not consider anyone as an 

example 

.545** 0.243 

8 I like to Compare my loan 

repayment habit to that of my 

friends 

.388** 0.243 

9 I pay close attention to timely loan 

repayment not to disappoint loan 
officers 

.683** 0.243 

10 We always decide on payment 

modality in the group 

.705** 0.243 

11 I stick with group payment decision .660** 0.243 

Perceived risk 

1 I Consider late loan repayment as 

risky as failure to pay the loan 

.746** 0.243 

0.935 

2 I think late payment of the loan will 

lead to financial risk for VICOBA 

.772** 0.243 

3 The loan default cost in VICOBA is 

of high consequence 

.739** 0.243 

4 Given the potential expenses 

associated with late loan 

repayment, the overall risk is very 

substantial 

.764** 0.243 

5 I make repayment to ensure our 

group does not disqualify for a loan 

.724** 0.243 

Perceived value 

6 The loan payment of profit sharing 

is better than reinvesting 

.507** 0.243 

0.762 
7 The return on reinvesting fund 

supposed to be paid out is greater 

than the cost of late loan 

repayment 

.431** 0.243 

Self-control 

1 I am good at resisting the 

temptation not to pay a loan 

.622** 0.243 

0.759 

2 I am more self-disciplined when it 

comes to loan repayment 

.817** 0.243 

3 When I have money, I do things 

that feel good at the moment but 

regret later forgetting to pay the 

loan 

.420** 0.243 
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Variable Variable measurement 

Pearson product 

momentum 

correlation 

R 

table 

Reliability 

coefficient 

4 When it comes to loan repayment 

am more concerned about what 

happens to me in the short run 

than in the long run 

.472** 0.243 

5 Occasionally, when I am with 

money, I keep doing something, 

even if I know it is wrong 

.342* 0.243 

6 I have a hard time breaking habits 

of making personal spending with 

business money 

.464** 0.243 

7 I am interested in making loan 

repayment on time 

.694** 0.243 

**. Correlation is significant at the 0.01 level  
*. Correlation is significant at the 0.05 level 

 

Respondent characteristics 
The respondents in this study were women market vendors as they were purposively selected to be studied, 

majority of the respondents, that is 90% were middle aged between 35 to 50 years old, This demographic distribution 

is typical among female market vendors, as young women are not inclined to participate in such line of work being that 

they are at school or taking their shots at other sectors of the economy promising much larger income. Table 4 presents 

the respondents' characteristics. The majority of the respondents had attained only ordinary-level secondary education. 

None of them had attained a degree, while 1% had attained an ordinary diploma, and 95% percent of the respondent 

had a monthly income of less than 250,000 Tanzanian shillings (TZS), almost equivalent to approximately less than 107 

united states dollars. It means, on average, they earn less than 3 united states dollars daily. Most of these women will 

depend on microloans and informal lending sources due to their low-income status. 
 
Table 5. Respondents Characteristics 

Age 

  Frequency % 

 20 -35 17 5% 

 35 - 50 313 90% 

 50 - 70 18 5% 

 Total   348 100% 

Education Background 

 Secondary school 325 93% 

 High school 18 5% 

 Diploma 5 1% 

 Undergraduate 0 0% 

 Postgraduate 0 0% 

 Other 0 0% 

 Total   348 100% 

Monthly Income (TZS) 

 <250,000 330 95% 

 250,000 - 500,000 15 4% 

 >500,000 3 1% 

 Total   348 100% 

 

Descriptive statistics 
Using the descriptive statistics shown in Table 5 below, an overview of the data and a simplified comprehension 

of the participants' replies are obtained. The mean and standard deviation of the replies provide a sense of the general 

levels of the Likert score for all participants and the extent of variations in responses. 

From table 5, it was observed that loan repayment Behaviour had the greatest mean value indicating that, on 

average, respondents had all the good intentions to repay the loan on time and in due amount. Since the standard 

deviation across all variables is close to one, we can conclude that the answers from the respondents are not very 

widely dispersed across any of the variables. The mean value ranging from 3.24 to 4.17 across all variables indicates that 

the majority of the respondents considered the items in question to be important. 
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Table 6. Descriptive Statistics 

 Mean Std. Deviation Range 

Self-control    

When I have money, I do things that feel good at the moment but regret later 3.35 1.33 1-5 

I have a hard time breaking habits of making personal spending with business 

money  

3.17 1.47 1-5 

Occasionally, I keep doing something, even if I know it is wrong  2.68 1.52 1-5 

I believe I have self-disciplined when it comes to loan repayment 3.95 1.27 1-5 

I am good at resisting the temptation not to pay a loan 3.81 1.42 1-5 

Perceived value 3.24 1.41 1-5 

Perceived risk 3.73 1.33 1-5 

Social influence factors 3.4 1.42 1-5 

Profit generation reinvest 3.71 1.27 1-5 

Financial Literacy 3.67 1.37 1-5 

Loan repayment behavior 4.17 1.18 1-5 

 
Model summary  

Our interest is in the coefficient of determination (adjusted R squared), which measures how well the model fits 

the data. Before proceeding to interpret regression results, we must observe the model summary showing the 

correlation (R) and the coefficient of determination (adjusted R squared). Table 6 presents the model summary. It 

depicts the extent to which the variation in the dependent variable can be pinned on the independent variables employed 

in the model. 

 
Table 7. Model Summary  

Category Results 

R .890a 

R Square .792 

Adjusted R Square .785 

Std. Error of the Estimate 3.68105 

R Square Change .792 

F Change 106.580 

df1 6 

df2 168 

Sig. F Change .000 

Durbin-Watson 2.278 
a. Predictors: (Constant), self_control, porfit_generation_reinvestment, perceived_value, socia_influence_factors, perceived_risk, financial_literacy 

b. Dependent Variable: loan_repayment_decision 

 

We can observe from the model summary that the coefficient of determination is 0.785, which means the model 

can explain 78.5% of the variations in loan repayment behaviour by utilizing the independent variables. If the model can 

explain 78.5 %, there is a high probability that it is a good fit for the data. 

 

Analysis of Variance (ANOVA) 
Using ANOVA in conjunction with regression analysis, we could determine how relevant the predictor variables 

were in explaining the difference in the dependent variable and whether the model fitted the data effectively. The result 

of ANOVA are presented in Table 7 

Table 8. ANOVA 

 Model Sum of Squares df Mean Square F Sig. 

1 Regression 8665.009 6 1444.168 106.580 .000b 

Residual 2276.420 168 13.550 
  

Total 10941.429 174       

a. Dependent Variable: loan_repayment_decision 

b. Predictors: (Constant), self_control, porfit_generation_reinvestment, perceived_value, socia_influence_factors, perceived_risk, financial_literacy 
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It can be seen from Table 7 that the F-value was 106.580. A high F value indicates that the model does a good 

job of describing the data since the differences that can be explained outnumber the ones that the model cannot. Also, 

the F value was statistically significant (P< 0.05), meaning if picked randomly, the probability of obtaining it by chance is 

less than 5%. Thus, we can conclude that the model was significant and could be used to explain the outcomes. 

 
Regression Analysis 

We conducted multiple regression analyses to examine the influence of self-control and other control variables 

on loan repayment behaviour. The analysis intended to establish which factors most affected loan repayment behaviour. 

Loan repayment was the dependent variable, while self-control, financial literacy, perceived risk, profit creation and 

reinvestment, social impact factor, and perceived value served as control factors. Table 6 presents the results of the 

regression analysis. 

Table 8 shows the multiple regression line equation: Loan Repayment Decision = 0.05 + 0.226FI + 0.092PGR + 

0.141 SIF + 0.65PR + 0.533PV- 0.155SC. This result indicates that holding all other factors constant, an increase in self-

control will have a negative and significant effect on loan repayment. Behaviour as the coefficient for self-control is 

negative, and the p-value indicates that the variable is significant at 5%. These results are similar to those of (Haws et 

al., 2014), who concludes that an increment in self-control does not necessarily lead to sound financial decision-making. 

The results contradict those of (Grohmann & Hamdan, 2021), who concluded that individuals with poor self-control 

had difficulties repaying their loans.  

 
Table 9. Regression Coefficients 

Model 

Unstandardized 

Coefficients 

Standardized 

Coefficients 
Sig. 

Collinearity 

Statistics 

B 
Std. 

Error 
Beta Tolerance VIF 

1 (Constant) .085 1.309   .948     

financial literacy .226 .073 .230 .002 .222 4.496 

Profit generation & reinvestment .092 .086 .068 .286 .306 3.271 

Social influence factors .141 .046 .184 .002 .350 2.858 

Perceived risk .650 .085 .491 .000 .301 3.323 

Perceived value .533 .163 .160 .001 .519 1.927 

Self-control -.155 .071 -.116 .029 .443 2.260 

 

Financial literacy and social influence factors were the control variables that had a significant effect on loan 

repayment. Looking at the standardized betas, which produce coefficients after controlling for the effects of another 

variable, we can see that the coefficient of self-control fell from -0.155 to -0.116, a decrease of 25.16%. In comparison, 

the coefficient of control variable financial literacy increased from 0.226 to 0.23, an increase of 2%, while the social 

influence factor coefficient increased from 0.14 to 0.18, an increase of 29%. Since standardized betas consider the effect 

of other variables in the model, they can be used to determine which independent variables have the largest effect on 

the dependent variable of interest (Garver & Williams, 2020). Thus, we can argue that financial literacy and social 

influence factors have the greatest influence compared to self-control, and their presence, coupled with self-control, 

positively enhances loan repayment. Financial literacy and social influence factors decrease the negative effect of self-

control when it stands alone, and self-control enhances the effect of financial literacy and social influence factors 

compared to when they stand alone. Standardized betas signify that apart from self-control having a negative effect on 

loan repayment, it is not a dominant factor in comparison to the control variables. 

Perhaps we ought to ask ourselves how come an individual with high self-control is hesitant or even consider 

not repaying the loan at all. Perhaps we can assume that individuals with strong self-control are less likely to borrow 

and, when they do borrow, are less likely to pay on time as they have the awareness to consider all the viable options 

before departing with the cash they have in their hands. Thus, they will not hesitate if they are in circumstances that 

prompt them not to repay loans they will not hesitate. This angle of thought and the results obtained in this research 

align with the locus of control theory, which posits that Individuals with self-control are likely to seek superior goals, 

making them content and effective (Li et al., 2022). 

Our interest was in knowing when and why they would not repay their loans. To provide more answers to the 

question, we used semi-structured interviews to obtain further insight from the women's market vendors. Quotes from 

three women are presented below. 
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1st woman 

“Though loans are helpful, I never pass up an opportunity to avoid repaying one or to postpone its due date. The lenders are 

always rude and merciless; once, my ill sister was lying sick in bed. They removed the mattress and bed from under her and left 

her lying on the floor because she failed to repay her loan instalments on time. If they are pushy, I have no option but to pay, but 

if I can afford to entice them in and put off paying a bank loan, I will do that for as long as it takes.” 

 

2nd woman 

“I get a great sensation whenever I successfully postpone repaying a loan from those ungrateful loan sharks. I am not the one to 

give up easily when parting with the money I have worked hard for. If the time it takes me to repay the loan can be prolonged, I 

believe I cannot only put the money to good use but also cover the extra fees that will be spent. Whenever my debts threaten to 

spin out of hand, I turn to my friends and family for help. I highly advise my fellow women to seek help if they struggle to repay 

their loans." 

 

3rd woman 

“Money lenders are tough, and they use threats to get money back from people who owe them money. I had to fight my fears 

when I tried to put off paying my loan or let it go into default. I used to live in Sumbawanga, but I had to leave because I missed 

paying back my loans three times, and I knew the moneylenders would come after everything I had if I did not. Because of this, I 

sold everything I had in Sumbawanga and relocated to Mbeya. It was a hard decision, but I wanted to grow my business so much 

that I moved it to this place with the little I had left. I would not suggest that fellow women get loans from these money lenders if 

they cannot handle the problems that would come with them”. 

 

Of note from the context presented is that the loans are obtained from loan sharks who are rude and merciless. 

When a woman vendor is dealing with loan sharks it takes self-control to remain calm, face the fears, persist through 

the constant harassment and control the impulse to give in and surrender her money for repayment. Under these 

circumstances, an individual with low self-control will bow at first sight of a threat from loan sharks. Making any effort 

not to repay loans under such circumstances will need a strong stance of resistance; perhaps that is why an increment 

in self-control negatively affects loan repayment behaviour.  

 

5. Conclusion 
 

Our research found that a strong sense of self-control negatively affects loan repayment among women who own 
small businesses in the market. Responses from the interview also indicated that they would take any chance to fend off 

loan sharks if they could, but it is a hard task. (Cobb-Clark et al., 2022) argued that in life, every choice has trade-offs, 

and as a result, Self-control has wide-ranging ramifications for people's decisions, actions, and results. Higher self-control 

leads to greater contentment with financial well-being. With higher self-control, no one would want to depart easily 

with their money. Thus, it is no surprise that self-control has a negative effect on loan repayment amongst women 

market vendors in Mbeya municipality. We concur that better self-control may benefit women market vendors in 

reaching higher financial well-being and staying away from debt. 

This study has several limitations. First, the study relied on self-reported data, which may not fully represent 

respondents' actual behaviors. Second, the study was done inside a particular cultural setting and may not apply to other 

cultures. A future study might apply more rigorous approaches, such as experimental or observational designs, to 

overcome these constraints. Incorporating various characteristics, such as income and credit history, might give a deeper 

knowledge of loan repayment behavior. These initiatives would aid in expanding our knowledge of the variables that 

affect loan repayment. In addition, cross-cultural research might give useful insight into how loan repayment behavior 

differs among cultures. 

Our study enhances the self-control literature by offering additional data on self-control's effect on behavioral 

finance (Thaler, 1993). It highlights self-control’s potential effect on economic well-being and debt status. Our research 

offers a focused picture of the possible repercussions of self-control on loan repayment decisions. It thus offers the 

money lender a guiding tool to use if they consider the relevance of self-control when making loan offering decisions. 

This study also highlights the advantages of self-control for women market vendors, their offspring, and society. We 

urge the government and policymakers to support social initiatives to enhance Tanzanian citizens' self-control and offer 

affordable loans with convenient repayment schedules. 
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