 SEQ CHAPTER \h \r 1Some ethical issues in various business disciplines
(this may help you think of an ethics case topic)

Ethical issues in finance

principal/agent conflicts

insider trading

investment churning

accounting abuses

conflicts of interest

bankruptcy procedures

hostile takeovers

socially responsible investing 

Ethical issues in accounting

obligations of public accountants to their clients 

dealing with the ethical environment found within potential and existing clients and business partners

how client advocates have unduly influenced FASB

cheating and other dishonesties 

insider trading

due diligence and disclosure

Ethical issues in management and  human resources management

managing AIDS in the workplace

whistleblowing

sexual harassment

employee rights

employee screening tests

inside information

confidentiality in the workplace

managing "problem"employees

workplace privacy

employment and post-employment restrictions

use and abuse of managerial deception

Quota and diversity systems can result in not the best person being hired or promoted.   

Pay discrepancies between white and blue collar workers.

Hiring practices not followed.  It's who you know.  (e.g., nepotism which is showing favoritism to relatives).

Same work, different pay.

Same work, different qualifications, same pay.

Free loaders can take advantage of others.

That the company can feel no responsibility to employees because they are replaceable.

Not treating all supervisors the same.  Punishing one for not obeying, not punishing another.

Performance reviews that are unfair or biased.

Middle managers do all the work, and upper management gets all the credit.

Managers and directors not knowing how employees in their firm are being treated.

Glass Ceiling.



Fringes aren't fair (vacation time, sick leave, pensions).

Single people are assumed to have lots of time to do things, while people with families are given preferential treatment in terms of time off.

Opportunities for advancement aren't always equally available for all persons.  Often its purely subjective.



Hard to fire poorly performing people (legal issues and company policies).

Ethical issues in MIS (source:  http://uainfo.arizona.edu/~weisband/411_511/411_s04syl.html)
Is computerization reducing personal privacy? 

What possibilities do telecommuting really offer people for working at home? 

Do electronic mail and computerized conferences promote the formation of new "communities,'' or do they undermine intimate interaction? 

How do we control and manage electronic communication that is pornographic? 

Why are free speech and censorship issues so much more complex when we move to computer networks? 

What is "ownership" on the Net and what are the implications for protecting intellectual property? 

Ethical issues in the personal selling portion of marketing

I.  Relationships with Customers

$ 
Misleading customers by telling half-truths (false delivery dates) or withholding information.

$ 
Use of puffery (exaggerated product claims).

$ 
Offering monetary bribes or paying kickbacks.

$ 
Using gifts and entertainment (trips, free luncheons, etc.) inappropriately.

$ 
Misusing confidential information.

$ 
Ignoring purchasing agents’s policy and go around them (backdoor selling).

$ 
Use of psychological tricks or fear or pressure to close a sale.

$ 
False promises to close a sale.

$ 
Force take-home samples on buyer.

$ 
Selling buyer a product with attributes the buyer does not need.

$ 
Selling a more expensive product when a less-expensive one would have been better.

$ 
Selling a product that is easy to sell, even if buyers do not need it.

$ 
Selling at full price, even thought the product is on sale.

$ 
Allowing the liking for one buyer over another to affect things like price, delivery, how much time to spend with the buyer, concessions offered, and other decisions.

$ 
Not offering information about a known upcoming price reduction that will include the product the buyer is considering.

$ 
Making excuses about products that are not yet available or have sold out.

$ 
Implying that something is beyond the salesperson’s control, when in fact it is not.

$ 
Exaggerating the seriousness of a prospect’s situation in order to get a bigger sale or better concessions.

$ 
Gaining information from buyers about competitors.

$ 
Giving product-specific sales incentives to a retailer’s salespeople for selling your product or service.

$ 
Not providing full disclosure to buyers for potentially dangerous products (e.g., prescription drugs).

$ 
Not resolving customer disputes.

$ 
Having a financial interest in the buyer’s company that might give you or appear to give you a conflict of interest with your company.

II.  Relationships with the Salesperson’s Company

$ 
Resume inflation.

$ 
Misusing expense accounts (inflating numbers).

$ 
Frequent flier abuse.

$ 
Mis-reporting work time and activities (sneak vacations on company time)


$ 
Cheating on a sales contest (shift orders from one time period to another or overselling a product).

$ 
Fabricating sales records (number of calls made, etc.).

$ 
Accepting returns from a buyer when salesperson knows that the item should not be accepted.

$ 
Using company time to engage in paid work for someone else.

$ 
Switching jobs (going to work for a competitor and taking information with you, or quit on short notice).

$ 
Accepting a referral fee from another company.

$ 
Using contacts with customers, prospects, suppliers or anyone within the seller’s firm for personal gain.

$ 
Accepting gifts.

$ 
Engaging in public service which might pose a conflict with the interests of your company.

$ 
Speaking out on public issues while giving the impression that you are speaking for your company.

III.  Relationships with Colleagues

$ 
Sexual harassment

$ 
Taking advantage of other salespeople (stealing their prospects).

$ 
Giving preferential treatment to purchasers whom higher levels of the salesperson’s management prefer or like.

$ 
Undermining coworkers so the salesperson will look better (failing to relay a customer’s telephone message to a coworker).

IV.  Relationships with Competitors

$ 
Making false claims.

$ 
Sabotaging their efforts (tampering with their products).

$ 
Spying on competition (having a good customer get a price bid from a competitor so the seller can learn about the competitor, pretending to be a prospect at a trade show).

$ 
Cheating on bidding process (e.g., seeking information on competitor’s quotes for the purpose of submitting another bid).

$ 
Attempting to get the buyer to violate a non-disclosure agreement they have signed with a competitor.

$ 
Attempting to unhook a competitor’s sale (encouraging a buyer to breach the terms of a firm contract with a competitor).


$ 
Assisting a competitor in any way.

$ 
Having a financial interest in a competitor.

Ethical issues in Marketing

Does marketing make people materialistic

Advertising elevates the wrong values (sex)

Products that don’t actually improve the quality of life

We make people buy things they do not need or want

The money spent on marketing is a waste 

Consumer privacy

Abusing survey respondents

Sales pitches disguised as research

Violating client confidentiality

