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Abstract. Income level, completeness of administrative documents, and buyer 
commitment are three main factors that simultaneously influence the level of 
compliance in installment payments. Income level reflects the buyer's objective 
economic capability, completeness of administrative documents guarantees the 
validity and credibility of financing transactions, while buyer commitment reflects the 
intention, responsibility, and moral awareness in fulfilling payment obligations. 
Empirically, the phenomenon of non-performing loans and non-compliance with 
installment payments is still common, especially in the property financing sector. This 
study uses a quantitative approach with an explanatory research method. This 
approach is used to explain the causal relationship between income level and 
document completeness variables on buyer compliance in paying installments, with 
buyer commitment as a moderating variable. Data analysis was conducted using 
Partial Least Square – Structural Equation Modeling (PLS-SEM), because this method 
is able to test direct and indirect relationships between variables, including 
moderating effects. This approach is also suitable for use in research involving 
complex conceptual models and relatively small to medium sample sizes. Income level 
does not significantly affect buyer compliance in paying installments. This means that 
buyers with high income levels do not necessarily have better levels of payment 
compliance than buyers with lower incomes. Conversely, buyers with lower incomes 
can still demonstrate good payment compliance if they possess discipline and sound 
financial management. Income level, in this study, was not shown to be a significant 
factor in determining buyer compliance with installment payments. The completeness 
of administrative documents significantly influences buyer compliance with 
installment payments. 
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1. Introduction 

Buyer compliance with installment payments is a crucial factor in determining the 
sustainability of cash flow and financial stability of financing institutions and property 
developers. Non-compliance with installment payments often leads to non-performing loans, 
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which can threaten a company's liquidity, undermine investor confidence, and lead to 
financial losses. In the context of financial management, the level of buyer compliance with 
installment obligations reflects the effectiveness of the company's creditworthiness 
assessment system and the quality of financing administration. 

Research conducted by Christophorus Angga and Harry Roestiono (2019) shows that the 
process of verifying customer data and determining collateral significantly influences a 
company's ability to avoid non-performing loans in the micro, small, and medium enterprise 
(MSME) credit sector. Careful data verification helps lenders accurately assess a customer's 
ability and willingness to repay, while appropriate collateral provides a sense of security 
against potential default risks. These findings underscore the importance of complete 
administrative documentation as a factor in preventing non-performing loans from the 
beginning of the financing process. 

Meanwhile, Radit Maulana Risman (2020) found that customer attitudes and awareness 
significantly influence installment payment compliance, with collection performance acting as 
an intervening variable that strengthens this relationship. This suggests that customer 
compliance is determined not only by financial capability but also by moral commitment, 
awareness of responsibility, and attitude toward financial obligations. 

From an internal perspective, Endang Budiwati Sinaga and John Gilbert Lumbanraja (2019) 
explain that payment motivation moderates the influence of internal company factors on the 
level of bad debts. In other words, the higher the customer's motivation and commitment to 
payment, the lower the risk of non-performing loans the company may face. This finding 
indicates that customer commitment plays a crucial role in maintaining compliance with 
installment payment obligations. 

Research by Rahmawati, Akhyar, Abdullah, and Sahrun (2019) supports this view by showing 
that the main causes of non-performing loans in the Home Ownership Credit (KPR) program 
are decreased customer income, negligence in document administration, and weak credit 
analysis processes. This indicates that income level and completeness of administrative 
documents are the main determinants influencing customer compliance in meeting 
installment obligations. 

From a macroeconomic perspective, Siti Maisarah and Sasongko (2020) found that 
macroeconomic and bank-specific factors, such as interest rates, inflation, and economic 
growth, also contributed to the increase in housing non-performing loans in Indonesia. 
Economic fluctuations can impact household income stability, thus impacting customers' 
ability to make timely repayments. This situation demonstrates a close relationship between 
external economic factors and the level of payment compliance of property buyers. 

Research by Pratomo Cahyo Kurniawan, Syifa Rohmah, and Rifki Dafa Surya (2023) also 
highlighted that weaknesses in the credit monitoring process, inaccurate document 
assessments, and weak debtor supervision were the main causes of the increase in non-
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performing loans at Bank Jateng Syariah in Pekalongan City. This indicates that the 
completeness and validity of customer administrative documents are crucial elements in 
preventing financing problems, both in conventional and Islamic financial institutions. 

Furthermore, Debora Cornelia Antang et al. (2023) added that internal and external banking 
factors, such as risk management quality and macroeconomic conditions (inflation), 
significantly influence Non-Performing Loans (NPLs). This study also confirms that customer 
commitment and discipline are variables that can mitigate the negative impact of external 
factors on increasing NPLs, indicating that customer commitment plays a crucial role in 
maintaining payment compliance. 

Based on the findings of previous research, it can be concluded that income level, 
completeness of administrative documents, and buyer commitment are three main factors 
that simultaneously influence the level of compliance in installment payments. Income level 
reflects the buyer's objective economic capacity, completeness of administrative documents 
ensures the validity and credibility of the financing transaction, and buyer commitment 
reflects the buyer's intention, responsibility, and moral awareness in fulfilling payment 
obligations. 

Empirically, the phenomenon of problematic credit and non-compliance with installment 
payments is still widely found, especially in the property financing sector. 

The following is internal company data that illustrates the empirical conditions in the field. 
Researchers obtained information regarding the percentage of installment payment 
compliance at Sharia Property Developers (Talawang Road Project, Palangka Raya City) for 
2021–2025. 

Table Data on the Level of Compliance of Sharia Property Developer Buyers' Installment Payments (Talawang 
Road Project, Palangka Raya City) 2019–2021 

Buyer Category Income Level (Rp/month) The 
completeness of 
document (%) 

Buyer 
Commitment 
(Scale 1–5) 

Payment 
Compliance (%) 

A (High) >15,000,000 100% 2.8 72% 

B (Intermediate) 8,000,000–15,000,000 95% 3.6 84% 

C (Low) <8,000,000 80% 4.1 89% 

D (Low + 
Incomplete) 

<8,000,000 60% 2.9 63% 

E (Intermediate + 
Complete) 

10,000,000 100% 4.3 92% 

(Source: Internal Data of Sharia Property Developers (Talawang Road Project, Palangka Raya City) 2019–2021)) 

The table above shows that buyers with high incomes (A) actually have lower compliance 
(72%) than buyers with middle (B) or low (C) incomes. Low-income buyers with high 
commitment (C) show high compliance (89%), even though their documents are not as 
complete as group (A). Buyers with complete documents but low commitment (A) tend to 
have lower compliance. This means that the variables of income level and completeness of 
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documents do not fully explain the level of buyer compliance. There are psychological and 
moral factors, namely buyer commitment, which can moderate this relationship. 

In practice, developer companies often encounter challenges due to incomplete, invalid, or 
poorly updated customer data and documents. This makes the repayment assessment process 
inaccurate, potentially leading to future credit problems. Furthermore, some buyers also 
exhibit a lack of discipline in their installment payments, despite having sufficient financial 
capacity. This phenomenon demonstrates that in addition to economic and administrative 
factors, individual buyer commitment and awareness also play a significant role in 
determining payment compliance. 

Based on a review of various previous studies, it can be identified that most previous research 
places greater emphasis on macroeconomic factors (such as inflation, interest rates, economic 
growth) or internal company factors (such as risk management and data verification systems). 
However, studies that integrate income level and completeness of administrative documents 
with the moderating role of buyer commitment in the context of installment payment 
compliance are still limited. 

For example, Angga & Roestiono's (2019) study focused on data verification and collateral 
value, but failed to consider buyer commitment as a driver of compliance behavior. Risman 
(2020) examined attitudes and awareness, but did not link them to objective factors such as 
income or completeness of administrative documents. Sinaga & Lumbanraja (2019) did 
examine payment motivation, but their context was limited to corporate receivables, not 
housing finance. Meanwhile, other studies focused more on banking conditions than buyer 
behavior in the property sector. 

Thus, there is a research gap in the integration of economic (income level), administrative 
(document completeness), and psychological (buyer commitment) aspects in explaining 
installment payment compliance, particularly in the Sharia and conventional property sectors. 
Therefore, this study seeks to bridge this gap by analyzing the effect of income level and 
document completeness on buyer installment payment compliance, with buyer commitment 
as a moderating variable. 

2. Research Methods 

This study uses a quantitative approach with an explanatory research method. This approach 
is used to explain the causal relationship between income level and document completeness 
variables on buyer compliance in paying installments, with buyer commitment as a 
moderating variable. Data analysis was conducted using Partial Least Square – Structural 
Equation Modeling (PLS-SEM), because this method is able to test direct and indirect 
relationships between variables, including moderating effects. This approach is also suitable 
for use in research involving complex conceptual models and relatively small to medium 
sample sizes. This study uses secondary data obtained from internal company documents. The 
selection of secondary data is based on the availability of complete, objective, and relevant 
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information to the research variables. All data were obtained from company archives including 
financing administration documents, financial reports, and buyer transaction records. The 
research data consists of four variables, namely income level (X₁), document completeness 
(X₂), buyer commitment (Z), and buyer compliance in paying installments (Y). Income level 
data was obtained from supporting documents such as pay slips, income statements, and 
buyer bank statements. Data on completeness of documents was sourced from administrative 
archives, including ID cards (KTP), family cards (KK), tax identification numbers (NPWP), pay 
slips or income statements, and buyer bank statements. Data on buyer commitment was 
obtained from questionnaires completed by buyers during the verification process before the 
sale and purchase agreement. Data on buyer compliance with installment payments was 
obtained from financial reports, accounts receivable ledgers, and installment payment lists. 
The type of data used is quantitative, as all variables are measured numerically and analyzed 
statistically. Therefore, the data obtained through these company documents is considered 
valid and can describe the actual conditions of the research object. 

3. Results and Discussion 

3.1. Research Data 

This research was conducted on sharia property buyers in the Talawang Road Project in 
Palangka Raya City during the period 2022 to 2025. The research data is internal company 
data related to the buyer's income level, completeness of administrative documents, level of 
buyer commitment, and level of buyer compliance in paying installments. 

The sample size for this study was 155 buyers, obtained from data on buyers who made 
transactions and made installment payments during the study period. This data was then 
processed and classified into several categories for each research variable. The variables used 
in this study consist of: 

1) Income Level (X1) 

2) Completeness of Documents (X2) 

3) Buyer Commitment (Z) 

4) Buyer Compliance (Y) 

The collected data was then analyzed using the SEM-PLS (Structural Equation Modeling – 
Partial Least Square) method. 

Table Respondents by Gender 

Gender Amount Presentation 

Man 81 52.3% 

Woman 74 47.7% 

Total 155 100% 
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Based on the table above, the respondents in this study were dominated by male 
respondents. Sharia property buyers in the Talawang Road Project in Palangka Raya City 
during the period 2022 to 2025 who were used as respondentswith 81 male respondents or 
52.3% and 74 female respondents or 47.7%. This shows thatSharia property buyers in the 
Talawang Road Project in Palangka Raya City during the period 2022 to 2025more male 
buyers. 

Table Respondents Based on Type of Work 

Type of work Amount Presentation 

Doctor 1 0.6% 

IRT (Housewife) 13 8.4% 

Private 48 31.0% 

civil servant 23 14.8% 

State-Owned Enterprise 
Employees 

2 1.3% 

Self-employed 57 36.8% 

Lecturer 2 1.3% 

Teacher 5 3.2% 

Student 2 1.3% 

Indonesian National Armed 
Forces 

2 1.3% 

Total 155 100% 

Based on the table above, the respondents in this study are dominated by respondents with 
the type of self-employed work. Sharia property buyers in the Talawang Road Project in 
Palangka Raya City during the period of 2022 to 2025 with the type of doctor work amounted 
to 1 respondent or 0.6%, with the type of housewife work amounted to 13 respondents or 
8.4%, with the type of private work amounted to 48 respondents or 31.0%, with the type of 
civil servant work amounted to 23 respondents or 14.8%, with the type of work State-Owned 
Enterprise Employees totaling 2 respondents or 1.3%, with the type of work Self-employed 
totaling 57 respondents or 36.8%, with the type of work Lecturer amounted to 2 respondents 
or 1.3%, with the type of work Teachers amounted to 5 respondents or 3.2%, with the type 
of work Students amounted to 2 respondents or 1.3% and then with the type of work TNI 
amounted to 2 respondents or 1.3%. This shows that the majority of Sharia property buyers 
in the Talawang Road Project in Palangka Raya City during the period 2022 to 2025 are 
dominated by buyers with the type of work Self-Employed. 

This calculation criteria uses the three-box criteria (Three-Box-Method), which will divide the 
answers into three categories as the basis for interpreting the index value, namely; Low with 
an index value of 20 - 46.6, Medium with an index value of 46.7 - 73.3, and High with an index 
value of 73.4 - 100. Then the calculation of the index value according to the respondent's 
answer uses the formula, Index Value = ((%F1x1) + (%F2x2) + (%F3x3) + (%F4x4) + (%F5x5)) / 
5. With the provisions of F1 is the frequency of respondents who answered 1, F2 is the 
frequency of respondents who answered 2, F3 is the frequency of respondents who answered 
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3, F4 is the frequency of respondents who answered 4, F5 is the frequency of respondents 
who answered 5. 

To find out more about respondents' answers to the research variables, based on the results 
of the analysis of the questionnaire answers filled out by respondents, they will be presented 
in the table below as follows: 

The following presents the results of the respondent questionnaire for the Buyer Income 
Level Variable using a diagram, as follows: 

Diagram Descriptive Statistics of Buyer Income Level Variable 

 

Based on the diagram above, the following index value calculations are obtained: 

 

Based on the calculation results above, the Income Level variable indicator index value was 
51.61%, indicating that respondents' assessments were generally in the moderate category 
(46.7 – 73.3). This indicates that most respondents have a sufficient income level, but not yet 
high enough to optimally support installment payment compliance. Therefore, companies 
need to consider strategies that can accommodate consumers' financial capabilities, such as 
more flexible payment schemes or certain relief policies to maintain payment stability. 

The following presents the results of the respondent questionnaire for the variables 
Completeness of Buyer Documents using a diagram, as follows: 
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Diagram Descriptive Statistics of Variables Completeness of Buyer Documents 

 

Based on the diagram above, the following index value calculations are obtained: 

 

Based on the calculation results above, the variable indicator index value is obtained. 
Documents Completeness was 76.26%, indicating that respondents' assessments were 
generally in the high category (73.4 – 100). This means that most buyers have fulfilled the 
administrative requirements properly, which is an important factor in supporting payment 
compliance. Although the Document Completeness score is generally high, companies need 
to maintain and even improve the quality of administrative management through a strict 
verification system, responsive service, and consumer education regarding the importance of 
document completeness. 

Inner model testing in PLS-SEM describes the relationships between latent variables and is 
evaluated to determine their strength and significance. The evaluation covers three main 
aspects: relationship significance (hypothesis testing), R-square, and effect size. 

R Squarein PLS-SEM measures how well the latent independent variables in the model explain 
the variability of the latent dependent variable. The value𝑅2shows the overall predictive 
power of the model. The value𝑅2ranges from 0 to 1, where higher values indicate a better 
model in explaining variance. Here are the R Square values in this analysis: 

Table Results of the R Square Test (𝑅2) 
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R Square R Square Adjusted 

Compliance Level 0.105 0.074 

   Source: data processed using SmartPLS4, 2026 

Based on the analysis results, the R Square value of 0.105 for the Performance Variable 
indicates that 10.5% of the variation in this variable can be explained by the independent 
variables in the model, with 89.5% influenced by external factors. This value indicates a weak 
relationship, meaning the model is only able to explain a small portion of the factors that 
influence the level of compliance, while the majority is influenced by other factors outside 
the research model. The following is an image of the PLS-SEM Algorithm output to see the R2 
of the research model: 

 

Figure PLS SEM Model Estimation Results 

Source: data processed using SmartPLS4, 2026 

1) Significance (Hypothesis Testing) 

The significance test for relationships in PLS-SEM is conducted to determine whether the 
relationship between latent variables in the model can be considered statistically significant. 
This process uses the booth strapping technique, which can be resampled to calculate the 
coefficient value in the form of a t-statistic or p-value. A relationship is considered significant 
if the p-value is smaller than a predetermined significance level (in this study, a significance 
level of 0.05 was used). A significant path coefficient indicates that the relationship between 
the latent independent and dependent variables has strong statistical support, so the 
proposed hypothesis can be accepted. The following is the booth strapping model for direct 
effect research: 

2) Direct Effect Bootstrapping Results 
The results of bootstrapping the direct effect can be seen in the following table: 

Table Path Coefficient Bootstrapping Results 

Path Coefficient Original 
sample (O) 

T statistics 
(|O/STDEV|) 

P values Information 
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Income Level -> Compliance 
Level 

0.015 0.198 0.843 Not Proven 

Document Completeness -> 
Compliance Level 

0.190 2,151 0.032 Proven 

Commitment -> Compliance 
Level 

-0.022 0.254 0.800 Not Proven 

Income Level*Commitment 
-> Compliance Level 

-0.035 0.261 0.794 Not Proven 

Completeness of 
Documents*Commitment -
> Compliance Level 

-0.189 2,190 0.029 Proven 

Source: data processed using SmartPLS4, 2026 

Based on the results of the Path Coefficient Bootstrapping analysis, it shows that Income Level 
does not have a significant effect on Compliance Level, as evidenced by the P-value of 0.843, 
which is greater than the significance threshold of 0.05. This means that the Income Level 
variable does not affect the Compliance Level variable, so the first hypothesis cannot be 
accepted (rejected). 

The Document Completeness variable, based on the results above, shows a significant effect 
on the Compliance Level variable, according to the P-value of 0.032, which is smaller than the 
significance threshold of 0.05. This means that the Document Completeness variable has a 
positive effect on the Compliance Level, so the second hypothesis can be accepted. 

Commitment does not have a significant effect on the Compliance Level, as evidenced by the 
P-value of 0.800, which is greater than the significance threshold of 0.05, meaning that the 
third hypothesis cannot be accepted (rejected). However, if Commitment as a moderating 
variable, Income Level does not have a significant effect on the Compliance Level, as indicated 
by the P-value of 0.794, which exceeds the significance limit of 0.05, meaning that the fourth 
hypothesis cannot be accepted (rejected). 

Meanwhile, Document Completeness, moderated by Commitment, significantly influences 
the Compliance Level, as indicated by a P-value of 0.029, which is smaller than the significance 
limit of 0.05, thus accepting the fifth hypothesis. The detailed explanation is as follows: 

a. The Positive Influence of Income Level on Buyer Compliance in Paying Installments 

The results of this study indicate that income level does not have a significant positive effect 
on buyer compliance in paying installments. This can be seen from the path coefficient value 
of 0.015, the T-statistic value of 0.198, and the P-value of 0.843, which is greater than the 
0.05 significance level. Thus, the hypothesis stating that income level has a positive effect on 
buyer compliance in paying installments is not proven in this study or is rejected. This finding 
indicates that buyers' income level is not the main factor determining their compliance in 
fulfilling installment payment obligations to property companies. 
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Theoretically, income level reflects an individual's financial ability to meet payment 
obligations. The higher the income, the greater the ability to pay installments. However, this 
study shows that financial capacity does not always correlate with compliance levels. 

These results contradict research by Adif et al. (2022), which found that customer income 
influences financing smoothness, meaning that the higher the income, the greater the chance 
of smooth financing. Saputra (2020) also noted that customer income significantly influences 
loan repayment smoothness. 

Furthermore, Algusri & Agselvia (2024) emphasized that low customer income is a major 
cause of non-performing loans, particularly among business owners. This finding is supported 
by Maisarah (2015), who showed that macroeconomic factors, including income, contribute 
to non-performing housing loans in Indonesia. 

This indicates that, in the context of this study, income is not the primary determinant of 
compliance. This finding further supports Risman's (2017) research, which states that 
customer compliance is influenced by behavioral factors such as attitude and awareness, not 
solely by economic capacity. 

The results of this study indicate that in practice, buyer compliance in paying installments is 
not solely determined by the amount of income they have, but is more influenced by other 
factors such as awareness of payment obligations, financial discipline, and commitment to 
the agreed purchase agreement. This condition indicates that even though a buyer has a 
relatively high income, this does not automatically guarantee that they will pay installments 
on time. Conversely, buyers with relatively lower incomes can still demonstrate a good level 
of compliance if they have disciplined financial management and a strong commitment to 
payment obligations. 

These findings indicate that in the context of property purchases through installment plans, 
financial capacity is not the sole factor determining payment compliance. In some cases, 
buyers with adequate income still experience payment delays due to other spending 
priorities, financial indiscipline, or changes in household economic conditions. Therefore, 
payment compliance is more influenced by individual behavior and commitment than solely 
by income level. 

This finding is further understood when compared to the characteristics of the property 
buyers in this study, the majority of whom, 67.8%, were self-employed and private sector 
employees. Among self-employed individuals, income levels are generally fluctuating and 
uncertain over time. Therefore, even if income is high in certain periods, this does not always 
reflect stable liquidity to consistently meet installment obligations. Meanwhile, among 
private sector employees, despite relatively stable incomes, financial flexibility is limited due 
to high routine expenses and dependence on the monthly salary cycle. This situation indicates 
that for both self-employed and private sector employees, income levels are not directly 
proportional to installment payment compliance. Therefore, cash flow stability, financial 
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management skills, and individual commitment to contractual obligations are more dominant 
factors in determining compliance than simply nominal income levels. 

The results of this study also show that income level has very little influence on payment 
compliance, as evidenced by the relatively low path coefficient. This indicates that increasing 
a buyer's income does not directly increase their level of payment compliance. In other words, 
buyers with higher incomes are not necessarily more compliant than those with lower 
incomes. 

b. The Positive Influence of Complete Administrative Documents on Buyer Compliance in 
Paying Installments 

The results of this study indicate that the completeness of administrative documents has a 
positive and significant effect on buyer compliance in paying installments. This is indicated by 
the path coefficient value of 0.190, the T-statistic value of 2.151, and the P-value of 0.032, 
which is smaller than the 0.05 significance level. Thus, the hypothesis stating that the 
completeness of administrative documents has a positive effect on buyer compliance in 
paying installments can be accepted in this study. This finding indicates that the more 
complete the administrative documents owned by buyers, the higher their level of 
compliance in fulfilling their installment payment obligations. 

Theoretically, complete documentation reflects the customer's administrative readiness and 
verification quality. Customers with complete documentation are more likely to have gone 
through a thorough selection process, thus lowering their risk level. 

These results align with research by Angga & Roestiono (2019), which states that customer 
data verification plays a role in preventing non-performing loans. Furthermore, research by 
Akhyar et al. (2019) indicates that weaknesses in data analysis and administrative 
completeness are among the causes of non-performing loans. Research by Soumokil et al. 
(2022) also confirms that a sound credit disbursement system, including complete 
documentation, significantly reduces the risk of non-performing loans. 

The results of this study indicate that completeness of administrative documents is a key 
indicator of a buyer's readiness and seriousness in undertaking a property purchase. Buyers 
who are able to complete various administrative requirements, such as identification, proof 
of income, and other supporting documents, generally demonstrate a higher level of 
awareness of their contractual obligations. This indirectly encourages buyers to be more 
disciplined in fulfilling their installment payment obligations. 

These findings also demonstrate that a clear and organized administrative process can help 
foster a more professional relationship between companies and buyers. Complete 
administrative documents not only serve as a formal requirement for transactions but also 
serve as a foundation for building trust between both parties. With complete and valid 
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documents, companies can more easily monitor buyers' payment obligations and minimize 
the potential risk of late payments. 

In the context of property company management, the results of this study imply that the 
verification process and completeness of administrative documents should be a primary focus 
in the selection process for prospective buyers. By ensuring that all required documents are 
complete, companies can assess the readiness and commitment of prospective buyers before 
the transaction takes place. This can help companies reduce the risk of bad debt and improve 
the stability of installment payments. 

Thus, the results of this study indicate that complete administrative documents play a crucial 
role in improving buyer compliance with installment payments. The better the administrative 
processes carried out by the company and buyers, the greater the likelihood of creating 
sustainable installment payment discipline. 

c. The Positive Influence of Buyer Commitment on Buyer Compliance in Paying Installments 

The results of this study indicate that buyer commitment does not have a positive effect on 
buyer compliance in paying installments. This can be seen from the path coefficient value of 
-0.022, the T-statistic value of 0.254, and the P-value of 0.800, which is greater than the 0.05 
significance level. Thus, the hypothesis stating that buyer commitment has a positive effect 
on buyer compliance in paying installments is not proven or rejected in this study. 

Theoretically, commitment is a psychological factor that reflects an individual's commitment 
to fulfilling obligations. However, this study shows that commitment cannot directly influence 
compliance. 

These results contradict Risman's (2017) research, which stated that attitude and awareness 
influence customer compliance. This discrepancy may be due to a gap between perceived 
commitment and actual behavior. Furthermore, Sinaga's (2019) research suggests that 
psychological factors such as motivation are more appropriate moderating variables than 
direct ones. 

These findings indicate that while buyers may be committed to a property purchase 
agreement, this does not directly impact their compliance with installment payments. In 
practice, buyers stated commitments are not always reflected in consistent payment 
behavior. 

The results of this study indicate that while buyer commitments may be declarative or 
normative, they are not always accompanied by the ability or discipline to fulfill payment 
obligations. This situation can arise due to various external factors, such as changes in 
economic conditions, family financial needs, or other spending priorities, which affect the 
buyer's ability to repay installments. 



 
Vol 23, No. 2 July (2026)                                              Increasing Buyer Compliance in Paying Installments ……… (Jeki Purwanto) 
 

218 
 

d. The Moderating Role of Buyer Commitment in the Relationship between Income Level and 
Buyer Compliance in Paying Installments 

The results of this study indicate that buyer commitment is unable to moderate the influence 
of income level on buyer compliance in paying installments. This can be seen from the path 
coefficient value of -0.035, the T-statistic value of 0.261, and the P-value of 0.794 which is 
greater than the 0.05 significance level. This indicates that statistically, commitment does not 
play a role in strengthening or weakening the relationship between income level and 
compliance. Thus, the hypothesis stating that buyer commitment is able to moderate the 
influence of income level on buyer compliance in paying installments is not proven in this 
study or is rejected. 

Theoretically, moderating variables function to change the strength or direction of the 
relationship between independent and dependent variables (Ghozali & Latan, 2015; Hair et 
al., 2021; Chin, 1998). However, the results of this study indicate that the interaction between 
economic factors (income level) and psychological factors (commitment) did not occur 
significantly. 

This finding can be explained by research by Antang et al. (2023), which states that internal 
and external factors in banking can independently influence non-performing loans, even 
when moderated by other variables. This means that not all variables have significant 
interaction power in influencing credit behavior. 

Furthermore, Maisarah's (2015) research shows that economic factors, such as income, have 
a distinct influence on housing loan defaults, which is not always influenced by other 
variables. This indicates that economic variables can stand alone without needing to be 
reinforced by psychological factors. 

Research by Algusri & Agselvia (2024) also confirms that low customer income directly causes 
bad debt, without emphasizing the interaction with psychological variables. This reinforces 
the idea that income is a more direct factor than an interactive one. 

On the other hand, Sinaga's (2019) research shows that psychological variables such as 
motivation are more effective as moderating variables in certain relationships, but this does 
not always apply to all variable relationships, especially when economic variables are 
dominant. 

e. The Moderating Role of Buyer Commitment in the Relationship between Completeness of 
Administrative Documents and Buyer Compliance in Paying Installments 

The results of this study indicate that buyer commitment is able to moderate the effect of 
completeness of administrative documents on buyer compliance in paying installments. This 
is indicated by the path coefficient value of -0.189, the T-statistic value of 2.190, and the P-
value of 0.029 which is smaller than the 0.05 significance level. However, the negative 
direction of the coefficient indicates that commitment weakens the effect of completeness 
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of documents on compliance. Thus, the hypothesis stating that buyer commitment is able to 
moderate the effect of completeness of administrative documents on buyer compliance in 
paying installments can be accepted in this study. 

Theoretically, moderating variables do not always strengthen relationships; they can also 
weaken or even reverse them (Hair et al., 2021; Ghozali & Latan, 2015). These findings 
indicate a complex interaction between administrative factors (document completeness) and 
psychological factors (commitment). 

These results can be linked to Sinaga's (2019) research, which showed that payment 
motivation, as a moderating variable, can influence the relationship between financial 
variables in a direction that is not always reinforcing. This means that psychological variables 
can play a dynamic role depending on the context. 

Furthermore, research by Akhyar et al. (2019) and Rahmawati et al. (2019) indicates that the 
main factors causing non-performing loans are weaknesses in credit analysis and incomplete 
customer data. However, these studies also indicate that customer behavior still plays a role 
in determining the final credit outcome, so administrative relationships are not entirely 
deterministic. 

Furthermore, Umiyatun & Zahra (2024) found that customer characteristics and individual 
behavior influence the collectibility of non-performing loans. This suggests that psychological 
factors can modify the influence of administrative factors, either strengthening or weakening 
them. 

4. Conclusion 

Based on the results of the analysis and discussion of the data, this study aims to determine 
the increase in buyer compliance in paying installments based on income level and 
completeness of documents moderated by buyer commitment. The results of this study can 
be concluded that: Income level does not significantly influence buyer compliance in paying 
installments. This means that buyers with a high income level do not necessarily have a better 
level of payment compliance than buyers with a lower income. Conversely, buyers with a 
lower income can still demonstrate good payment compliance if they have good financial 
discipline and management. Income level in this study was not proven to be a significant 
factor determining the level of buyer compliance in paying installments. Completeness of 
administrative documents significantly influences buyer compliance in paying installments. 
This means that buyers with complete administrative documents tend to have a better level 
of payment compliance, while buyers with incomplete administrative documents tend to 
have a higher risk of late payments. Completeness of administrative documents in this study 
was proven to be a significant factor influencing the level of buyer compliance in paying 
installments. Buyer commitment did not significantly influence buyer compliance in paying 
installments. This means that buyers who are committed to a purchase agreement do not 
necessarily demonstrate compliant payment behavior, while buyers with relatively low 
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commitment do not necessarily exhibit high levels of non-compliance. In this study, buyer 
commitment was not proven to be a significant factor influencing the level of buyer 
compliance in paying installments. 
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