Supplementary Document 9 
Sensitivity Analyses on the Confounding Role of Young Adults’ Recent Experiences
As can be seen in Supplementary Document 4, age was assessed as categorical variables (1 = 18-20 years old, 2 = 21-23 years old, 3 = 24-26 years old, 4 = 27-30 years old). We split young adults into two groups: the younger group, aged 18-23 years old, had less time and experience in young adulthood; the older group, aged 24-30 years old, had more time and experience in young adulthood. The younger and older groups included 134 (valid percent = 42.9%) and 178 (valid percent = 51.7%) young adults, respectively.
To rule out the confounding role of young adults’ recent experiences, we conducted separate analyses on both age groups. We conducted Wald’s test to detect the potential differences between the two groups on each investigated association. As seen in Supplementary Table 17 (this document), no statistically significant difference was found in any investigated association between the younger and the older groups. 




Supplementary Table 17
Wald’s Tests for Comparisons Between Young Adults Who were Younger and Young Adults Who were Older
	Investigated associations
	Standardized estimates (t-values)
	Wald’s test (Δ χ2 / 1 df)

	
	Younger
	Older
	

	IPFC- frequency —> Money vigilance
	-.07 (-.62) n.s.
	-.02 (-.16) n.s.
	0.37 n.s.

	IPFC- frequency —> Financial well-being
	.15(.09) n.s.
	.23 (.09) n.s.
	-0.02 n.s.

	IPFC- frequency —> Life satisfaction
	-.11 (-1.19) n.s.
	-.23 (-2.65)**
	1.11 n.s.

	IPFC- frequency —> Health money management
	.06 (.51) n.s.
	.04 (.44) n.s.
	0.07 n.s.

	IPFC- negotiation strategy —> Money vigilance
	.37 (2.70)**
	.25 (2.14)*
	0.64 n.s.

	IPFC- negotiation strategy —> Financial well-being
	-.04 (-.09) n.s.
	.02 (.08) n.s.
	0.11 n.s.

	IPFC- negotiation strategy —> Life satisfaction
	.30 (2.57)*
	.14 (1.34) n.s.
	1.04 n.s.

	IPFC- negotiation strategy —> Health money management
	.08 (.60) n.s.
	.25 (1.97)*
	0.61 n.s.

	IPFC- triangulation strategy —> Money vigilance
	-.05 (-.48) n.s.
	.11 (1.09) n.s.
	1.15 n.s.

	IPFC- triangulation strategy —> Financial well-being
	-.06 (-.09) n.s.
	-.28 (-.09) n.s.
	0.36 n.s.

	IPFC- triangulation strategy —> Life satisfaction
	.04 (.43) n.s.
	.18 (2.04)*
	1.18 n.s.

	IPFC- triangulation strategy —> Health money management
	.15 (1.42) n.s.
	.06 (.58) n.s.
	1.01 n.s.

	IPFC- hostility strategy —> Money vigilance
	.23 (1.70) n.s.
	.32 (2.85)**
	0.16 n.s.

	IPFC- hostility strategy —> Financial well-being
	-.05 (-.09) n.s.
	.01 (.07) n.s.
	0.10 n.s.

	IPFC- hostility strategy —> Life satisfaction
	.10 (.93) n.s.
	.08 (.74) n.s.
	0.01 n.s.

	IPFC- hostility strategy —> Health money management 
	-.01 (-.04) n.s.
	.09 (.84) n.s.
	0.17 n.s.

	Money vigilance —> Financial well-being 
	.29 (.09) n.s.
	.46 (.09) n.s.
	-0.08 n.s.

	Money vigilance —> Life satisfaction 
	-.17 (-1.58) n.s.
	-.38 (-2.17)*
	1.29 n.s.

	Health money management —> Financial well-being
	-.15 (-.09) n.s.
	-.38 (-.09) n.s.
	.63 n.s.

	Health money management —> Life satisfaction
	.43 (3.82)***
	.49 (2.59)*
	1.52 n.s.


Note. N = 312. *p < .05. **p < .01. ***p < .001 (two-tailed). 
n.s. = not significant. IPFC = interparental financial conflicts.
