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Throughout the society history, the role of money in the economy has
grown. At the present stage money plays a key role in the market economy.

In the research we analyze the role of money in Russian people’s
character formation. The goal of this work is to identify the main type of
Russian people in relation to money. The tasks of the work are to define the
terms of money, the people’s types in relation to money, the functions of
money; to find out peculiarities revealing the Russian national character.
It’s also important to carry out a survey among people aged 19 to 50 years
old to prove the main theoretical points of the work.

Money has its own functions: a measure of value; means of
circulation; means of payment; means of accumulation; savings and world
money. Attitude to money is one of the most informative indicators of a
person’s character. Different types of people are identified by the
psychologist A.B. Fenko: a buyer of love, a seller of love, a fighter with
money, a miser, a discount hunter, an ascetic, an unrestrained person, a
fanatic collector.

I have carried on the online survey consisted of 10 questions. There
were 74 participants, the average age is 33 years. Most participants live in
the central part of the Russian Federation. 95% of people like to spend
money on buying things, only two could not specifically answer this
question. The issue of saving turned out to be more interesting: 81% people
admitted that they could not save money for some reasons. When they were
asked about the financial situation, all 100% of people said that it was
unstable. 54% of people said that it is better for them to pay the bill in the
company themselves than to give money later. Also, 75% of respondents
consider money the most valuable resource. 40% people answered that they
often run out of money when it was recently received, the rest answered that
this rarely happens. And finally, 73% people do not refuse to purchase
goods, even if it affects the balance on the card, while 30% of people prefer
saving things over new things.

To summarize this research, the most common types of character are
"Sellers of love," "Misers" "Discount Hunters," and "Collector fanatics."
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The indicators are very different from each other, the general qualities of
people distinguishe in the survey are the desire to take, and not to give, as
well as the high status of money in people's lives. Many people in Russia
think about tomorrow and try to take care of it.
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B mocmenaue tomet B Poccun Bce Oosbliiee BHUMaHHE YASISACTCS
BOTIPOCaM CEMbH M JIETCTBA, B CBSA3M C YeM IMpobieMa pOIUTETbCKO-IETCKHX
OTHOIIICHUI TIpHOOpeNia CBOIO aKTYalbHOCTh M HE TepsSeT ee MO Cei JeHb.
MHoTHe POIUTENN CTAJKHBAIOTCS C MpOOJeMaMH BO B3aWMOOTHOIICHHSX C
JICTBMU PAHHETO BO3pacTa. 3a4acTyIO 3TO MPOKCXOJHT B CBSI3H C OTCYTCTBUEM
y POJUTENEH AIEMEHTaPHBIX MEIArOrMUECKUX HABBIKOB.

OnHoli W3 3aJay Meaarora-ricuxoyiora SBJISICTCS OKa3aHWE IOMOIIU
POAUTENSAM B TIOBBIIICHUM MX TMEJArOTHUCCKON KYJIBTYPHI, HAYMHAIOIIASICS C
BBISIBJICHHSI TIPOOJIEM, C KOTOPBIMHU CTajIKMBatoTcsi poautend. C 3Toi Lenbio
HaMH OBbUT TIPOBENEH WHTEPHET-OIPOC, B KOTOPOM TIPHUHSUIM ydYacTHe
74 popuTens, UMeroIye aeteit Bo3pactoM ot 1,5 10 4 ner.

B xone nccnenoBaHust HaMu OBUTH OTIPEIENICHBI CICAYOIIHE TPOOJIeMBI:
TIPOSIBIICHHE NICTBMH YIPSMCTBA M CTPONTHUBOCTH, HETIOCIYIIaHWE M SPKO-
BBIPa)KCHHBIN HETaTHUBU3M; PEBHOCTH
MO OTHONICHHIO K JPYTHMM WICHaM CEMBH, MPOTECTHl W OYHTBHL, YacTo
COTPOBOXKJIAIOIIMECS CJIe3aMU U KpPHUKaMH; YpEe3MEpPHOE CTpeMIIeHHE K
CaMOCTOSTEILHOCTH 0e3 00JialaHusl HeOOXOAUMBIMHU JUISl STOTO HaBBIKAMU;
TNCUXONATUICCKUE PCAKIIMKA Ha HeﬁCTBHﬂ B3POCIIBIX; (I)I/I3I/IOJ'IOI‘I/I‘ICCKI/IC
HapyILIEHUs Pa3BUTHS; OTCYTCTBHE Y B3POCIIOrO IMTOHUMAHMS, YTO IIPOUCXOIMT C
pe6eHKOM, HEXCJIAHUEC TPUHATH U3MEHCHHA B €I0 IOBCACHHUH, OTCYTCTBHUC Y
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