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Abstract: Since 2010 to 2017, market share growth of Sharia Bank in Indonesia are less than 1%. In 2017, Sharia Bank market share 

are less than 6%. This indicates that Indonesian people still not have good interest to switch from conventional bank to sharia bank in 

term of saving activities. To increase societies’ saving interest in sharia bank, study of customer’s interest behavior background are 

necessary. This research use Theory of Planned Behavior as core philosophy. Total of 223 respondent were gathered and divided into 

two categories, first are 112 respondents from conventional bank and the rest are categorized by respondents who are customer to 

conventional and sharia bank. On conventional bank customer, SEM analysis shows that direct variable significantly affecting sharia 

bank interest in saving are attitude toward behavior and subjective norm.Meanwhile, insignificant behavior affecting customer interest 

in saving are perceivedbehavioral control. In conventional-sharia respondents, SEM analysis shows that direct variable significantly 

affecting interest in saving to sharia bank are subjective norm, meanwhile insignificant variable affecting interest in saving are attitude 

toward behavior and perceived control behavior. 
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1. Introduction 
 

Majority of Islam society in Indonesia perceived 

conventional bank activities are against sharia law, therefore 

encouraging sharia banks to be established. Along the year, 

sharia banks slowly gain popularity, however it’s market 

share are still below conventional bank. Ability of sharia 

bank in funding could be benchmark to evaluate growth of 

sharia bank in Indonesia. 

 

The most popular funding activities done by Indonesian 

people are saving. Saving could be defined as allocating 

some of their income to be saved and used in the futures to 

fulfill primary, secondary and tertiary needs (Mutiarani 

2014). Saving fund itself are forming component of third 

party funding. Fisher (2006) stated that saving behavior are 

following hierarchy of needs. People with higher income 

tend to save more to compensate possible less income in the 

future. Meanwhile, people with lower income tend to save 

less to anticipate possible higher income in the future. 

(Dynanet al, 2004). 

 

According to Rivai andArifin (2010), problem of sharia 

banks third party funding are affected by many factors, 

internally and externally. External factors such as economic 

condition, governmental reign, money market and stock 

market situation, government policy and central bank 

regulation could affect third party funding. Internally, sharia 

bank products, nisbah (sharia equivalent to interest), service 

quality, office ambiance, location and reputation could affect 

third party funding. 

 

Compared against conventional bank, sharia bank third party 

funding growth are still way behind. In 2010, third party 

funding growth of sharia bank are less than 1%. According 

to Deposit Insurance Corporation (2017), number of 

accounts in conventional banks reached over 199 millions 

accounts. Accounts in sharia banks however, only about 22 

millions accounts or only 8.97% of conventional bank 

accounts. Considering sharia banks established well over 20 

years ago, this huge gap in market share shows that sharia 

banks are still very slow in gaining market although 

Indonesia has over 87% of it’s populace are Islam believer 

(BPS 2010). Therefore, understanding public behavior to 

interest are necessary. 

 

To understand public interest are equal to understanding 

what people like and don’t like (Engel et. al 1992). Behavior 

can be defined as consumer expressed feeling toward an 

object and benefit from said object. Formed behavior will 

affect behavior intention. One theory that could help 

explaining factors affecting consumer behavior are Theory of 

Planned Behavior, where behavior intention are based on 

three components, which are attitude, subjective norm, and 

perceived behavioral control (Ajzen 1991). 

 

2. Literature Review 
 

This research are focused to study consumer behavior and 

adapting model from Theory of Planned Behavior proposed 

by Ajzen (1991). 
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Figure 1: Model Theory of Planned Behavior 

 

Theory of Planned Behavior (TPB) are behavioral model 

which predicts consumer intention to do a behavior. TPB 

Model explain that main factor affecting someone’s behavior 

are their intention or tendency to do said action. Ajzen 

(1991) formulated that customer behavior are firstly initiated 

by behavior intention, in which the intention were affected 

by attitude toward behavior, subjective norm, and perceived 

behavioral control. TPB are based on assumption that human 

are rationalbeing and used information systematically. 

Research by Raharsoet al (2008),Mutiarani (2014),Echchabi 

andAzozi (2015) Lestari (2016), Firmandhani (2016), 

andAnnilda (2017)shows that TPB could indeed be used to 

predict someone’s interest.  

 

3. Methodology 
 

This research are conducted in May 2017 in Bogor, 

Indonesia. Sampling location were chosen at two shopping 

center using descriptive method by conducting survey via 

structured questionnaire to respondents visiting Lippo Plaza 

and Botani Square. Samples are studied overtime by using 

cross sectional survey research design. First respondents are 

customers of conventional banks and second respondents are 

customers of both conventional and sharia banks. Sampling 

technique used are non-probability sampling combined with 

convenience sampling. Sampling criteria for respondents are 

(1) Bogor citizen with minimum age of 17 years old, (2) 

have saving accounts on conventional banks, (3) have saving 

accounts on both conventional and sharia banks. Gathered 

data were analyzed by descriptive analysis and Structural 

Equation Modelling. 
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Figure 2: Operational Framework 

4. Result and Discussion 
 

Data analysis in this research are divided into descriptive 

analysis to describe respondents profile and model analysis 

by using Structural Equation Modelling using Lisrel software 

to see correlation between latent construct and manifest 

variable or in-between correlation. 

 

4.1 Descriptive Analysis 

 

Gathered data from questionnaire were divided to two 

categories. First categories are 112 respondents having 

accounts in conventional banks, and second categories are 

111 respondents having account in both conventional and 

sharia banks. By genders, conventional respondents, 54.5% 

are male and 45.5% are female. Conventional-sharia 

respondents are 53.2% male and 46.8% female. By age, 

conventional respondents are dominated by age group of 21-

30 (58.9%), while conventional-sharia respondents were also 

dominated by the same age categories of 21-30 (54.1%). 

Education level on conventional respondents and 

conventional-sharia respondents both are dominated by 

bachelor degree, amounting 49.1% and 67.7% respectively. 

Both religion on these two categories are also dominated by 

Islam by 94.6% and 100% respectively. By occupation, 

conventional respondents were dominated by employees 

(25.9%) and conventional-sharia respondents are also 

dominated by employees (27.9%). Monthly income for 

conventional respondents dominated by income range of 

Rp.3.000.000- Rp.5.000.000,-(40.2%), while conventional-

sharia respondents dominated by income range of 

Rp.5.000.000-Rp.10.000.000,- (32.4%) 

 

4.2 Structural Equation Modeling (SEM) Analysis 

 

On evaluating level, we analyze fitness level. Hair (1998) 

stated that fitness level were done in several step, which are 

(1) overall model fit, (2) measurement model fit, (3) 

structural model fit. If hypothesized model are yet to be fit, 

then model re-specification must be done. (Wijayanto 2008). 
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Figure 3: Structural Model (SEM). 
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T-value results shows that all manifest variable both 

exogenous and endogenous are significant (t-value exceed 

1.96) at level of confidence 5%. It is concluded that all 

indicators have significant correlation to latent variables. 

 

Hypothesis Testing 

Result shows that there are several insignificant variables 

affecting interest in saving at sharia banks. Hypothesis test 

summary can be seen at table 1 and 2. 

 

Table 1: Hypothesis test results on conventional respondents 

Conventional Respondents 

  Hypothesis Coefficient T-val. Remarks 

H1 ATB 0.34 2.13 Significant 

H2 SN 0.36 2.38 Significant 

H3 PBC 0.27 1.47 Insignificant 

Note : Significant when t-value exceed 1.96 
 

Table 2: Hypothesis test results on conventional-sharia 

respondents 

Conventional-Sharia Respondents 

  Hypothesis Coefficient T-val. Remarks 

H1 ATB -0.01 -0.05 Insignificant 

H2 SN 0.51 3.9 Significant 

H3 PBC 0.39 1.84 Insignificant 

Note : Significant when t-value exceed 1.96 
 

1) Attitude towards Behavior (ATB) 

On conventional respondents, t-value on ATB variable are 

2.13. T-value exceeded 1.96, which shows that ATB variable 

are directly and significantly affecting interest in saving at 

sharia banks. This interest in saving at sharia banks are based 

on respondents trust to sharia banks. The results are in 

accordance to previous research by Lestari (2016); Raharsoet 

al (2008) andMutiarani (2014) which all shows that ATB 

variables are significantly affecting interest. 

 

On conventional-sharia respondents, t-value on ATB are -

0.05, less that 1.96. This shows that ATB variables are 

insignificantly affecting interest in saving at sharia 

banks.This insignificancy shows that interest in saving at 

sharia banks are no based on respondents trust to sharia 

bank. 

 

2) Subjective Norm (SN) 

On conventional respondents, t-value for SN variable are 

2.38, exceeding 1.96. This shows that SN are directly and 

significantly affecting interest in saving at sharia banks. This 

shows that interest in saving at sharia banks are affected by 

encouragement by people around customers such as family, 

friends and social environment. The results are in accordance 

to previous research by Firmandhani (2016); Hatmawan and 

Sarungu (2016), Echabi andAzouzi (2015) and Reni and 

Ahmad (20016) that NS variables are affecting interest. 

 

On conventional-sharia respondents, t-value of SN variable 

are 3.90, exceeding 1.96. This shows that SN variable are 

directly and significantly affecting interest in saving at sharia 

banks. This shows that interest in saving at sharia banks are 

also affected by encouragement by people around customers 

and social environment. The results are in accordance to 

previous research by Hatmawan andWidiasmara (2016). 

 

3) Perceived Behavioral Control (PBC) 

On conventional respondents, t-value of PBC variables are 

1.47, less than 1.96. This shows that for conventional 

respondents, PBC variables are not significantly affecting 

interest in saving at sharia banks. This shows that 

conventional respondents are not affected by respondents 

ability to save in sharia banks. 

 

On conventional-sharia respondents, t-value for PBC are 

1.84, les than 1.96. This shows that PBC variables are 

insignificantly affecting interest in saving at sharia banks. 

This shows that conventional-sharia respondents are also not 

affected by their ability to save at sharia banks. 

 

5. Managerial Recommendations 
 

The results shows that there are still a lot of respondents 

whom still unfamiliar with sharia terms. This became an 

attention for sharia banks to further educate the public 

regarding products and sharia principles. Sharia banks, for 

example, could initiate seminars to educate the publics. 

Sharia banks could also extend it’s promotional activities to 

increase knowledge which could lead to increase in market 

share. 

 

Improvement on physical facilities are also necessary to 

fulfill needs of banking activities. This is due to the fact that 

customers are still reluctant to switch to sharia banks because 

of lacks in physical facilities, such as ATM and branch 

offices. More ATM could be placed in strategic location such 

as shopping centers, mini markets, and many more.  

 

Nisbah, or interest equivalent in sharia law, could also be 

designed to compete with conventional. This is due to the 

fact that respondent from conventional and even sharia banks 

customer felt that saving interest in conventional banks are 

way better than one provided by sharia banks. Aside from 

religious reason, financial benefit are also reason for 

customers to save in sharia banks. 

 

6. Conclusion 
 

This research could be concluded as below: 

1) Conventional respondents have fairly high interest in 

saving at sharia banks. This is reflected in 54.50% of 

respondents. On conventional-sharia respondents, interest 

to increase saving are very high. This is reflected by 

78.38% of respondents are willing to increase their saving 

balance at sharia banks. 

2) On conventional respondent, correlation between Attitude 

toward behavior variable to interest in saving are 

significant. This shows that there are attitude reflecting 

their intention to start saving at sharia banks. Subjective 

norms are significantly affecting interest in saving at 

sharia banks for both of conventional and conventional-

sharia banks. This shows that there are perceptive and 

motivation encouragement from social environment 

which increase interest in saving at sharia banks. 

3) Recommended managerial implication to increase interest 

in saving at sharia banks are as follow: (1) Increase 

education and promotion regarding products and sharia 

principles, (2) increase physical facilities such as ATM 
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machines and branch offices, (3) increase saving interest 

(nisbah) to a competitive level. 

 

References 
 

[1] Ajzen. 1991. The Theory of Planned Behaviour, 

Organization Behaviour and Human Decision Process. 

Journal of Experimental Social Psychology. 6(1): 179-

9211. 

[2] Annilda. 2017. Faktor Yang Mempengaruhi Minat 

Pengguna Internet Banking Pada Usia Produktif Di 

Bank XYZ Bogor [tesis]. Bogor (ID): Institut Pertanian 

Bogor. 

[3] [BPS] Badan Pusat Statistik Kota Bogor. 2016.  Kota 

Bogor Dalam Angka Edisi Tahun 2016. Bogor 

(ID):BPS. 

[4] [BPS] Badan Pusat Statistik Indonesia . 2011. Hasil 

Sensus Penduduk 2010. 

[5] Dynan KE, Skinner J, Zeldes SP. 2004. Do the rich save 

more.Journal of Political Economy. 112 (2): 397-444. 

[6] Echchabi A, AzouziDhekra. 2015. PredictingCustomers’ 

Adoption of Islamic Banking Services in Tunisia: A 

Decomposed Theory of Planned Behaviour Approach. 

Tazkia Islamic Finance and Business Review. 9 (1): 19-

40. 

[7] Engel JF, Blackwell RD, Miniard PW. 1992. Consumer 

Behaviour. 6th Ed. Chicago (US): The Dryden Press. 

[8] Firmadhani. 2016. Faktor-Faktor Yang Mempengaruhi 

Niat Masyarkat Mikro Dalam Membeli Produk Asuransi 

Mikro Syariah [tesis]. Bogor (ID): InstitutPertanian 

Bogor. 

[9] Fisher P. 2006. Saving Behavior of U.S. Households: A 

Prospect Theory Approach [dissertation].Ohio (US): 

Ohio State University. 

[10] Hatmawan AA, Sarungu JJ. 2016. Saving Behavior in 

Islamic Banking The Moderation Religiosity. Ijaber. 

14(2):663-673. 

[11] Hatmawan AA, Widiasmara A. 2016. Faktor-Faktor 

yang 

MempengaruhiNiatPadaPerilakuNasabahMEnabung di 

PerbankanSyariahdengan Agama 

SebagaiVariabelKontrol. Assets. 5(2):101-112.  

[12] Lestari BA. 2016. Analisis Minat Kepemilikan Kartu 

Kredit (Studi Kasus Kota Bogor). [tesis]. Bogor (ID): 

Institut Pertanian Bogor. 

[13] Mutiarani H. 2014. Analisis Sikap Menabung Pedagang 

Kaki Lima Pada Bank Perkreditan Rakyat di Kota Bogor 

[tesis]. Bogor (ID): InstitutPertanian Bogor. 

[14] [OJK] Otoritas Jasa Keuangan. 2015. Siaran Pers 

Industri Keuangan Syariah Akan Semakin Berkembang. 

[15] [OJK] Otoritas Jasa Keuangan. 2015. Statistik 

Perbankan Syariah Juni 2015. 

[16] [OJK] Otoritas Jasa Keuangan. 2015. Statistik 

Perbankan Syariah Januari 2016. 

[17] [OJK] Otoritas Jasa Keuangan. 2017. Statistik 

Perbankan Indonesia Desember 2017. 

[18] Raharso S, Suhaeni T, Amalia S. 2008. MenjadiNasabah 

Bank SyariahAplikasi Theory of Planned Behaviour di 

KalanganPengusaha Kecil Kota Bandung. 

JurnalBisnisdanManajemen. 8(1): 59-70. 

[19] Reni A, Ahmad NA. 2016. Application of Theory 

Reasoned Action in Intention to Use Islamic Banking in 

Indonesia. Al Iqtishad. 8(1):137-148.  

[20] Rivai V, Arifin A. 2010. Islamic Banking: Sebuah Teori, 

Konsep dan Aplikasi. Edisi Pertama. Jakarta: PT 

BumiAksara.  

[21] Wijayanto SH. 2008. Structural Equation Modelling 

denganLisrel 8.8: Konsep& Tutorial. Yogyakarta (ID). 

GrahaIlmu. 

 

Author Profile 

 
Muhammad Sesariyadi received the bachelor degree 

in Information Technology at University Pancasila 

Indonesia, in 2008. He continued his study in 

Management and Business, School of Business at 

Bogor Agricultural University from 2015. 

 

Paper ID: ART20176294 DOI: 10.21275/ART20176294 655 

www.ijsr.net
http://creativecommons.org/licenses/by/4.0/



