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Assessing ethical behavior:  

Development of a Behaviorally Anchored Rating Scale

Abstract
The increasing importance of ethical behavior in organizations indicates the need for  performance appraisal systems  to explicitly include ethical dimensions of performance.  This study developed a six-dimension behavioral scale for assessing ethical judgment using the  Behaviorally Anchored Rating Scale (BARS) procedure.   One hundred and thirty four business undergraduate students participated in developing the scale.   The use of this scale for conducting research  on the process of making  ethical performance judgments is discussed.

Assessing ethical behavior:  

Development of a Behaviorally Anchored Rating Scale


Ethical behavior at the organizational and individual level has been of considerable interest to researchers for the past two decades (e.g., Baumhart, 1961; Brenner & Mohlander, 1977).  Ethics in business has been asserted to be the most important problem facing American companies today (Baehr,  Jones, & Nerad, 1993).   The issue of ethics has recently become the focus of media attention in the wake of corporate scandals in companies such as Enron,   WorldCom,  Global Crossing,  and Arthur Anderson.  In addition to being a current issue in the media domain, unethical behavior in organizations has also been identified as a relevant social issue demanding the attention of researchers (Trevino & Youngblood, 1990). Ethical decision making and behavior has become a focus of interest in areas such as accounting (e.g., Brief et al., 1996), marketing (Akaah & Lund, 1994), and management (Gatewood & Carroll, 1991). However, most of the research has not directly addressed ethical performance and its measurement. Rather, research has either been prescriptive or focused on surveys regarding perceptions or opinions of ethical performance.  Further, theoretical work has consisted of the development of models of the determinants of ethical behavior (e.g., Trevino, 1986).  In general, these models all propose that personal and organizational variables influence ethical behavior (Akaah & Lund, 1994).  No doubt, understanding the psychological and situational determinants of ethical performance is important. However, the accurate measurement of ethical behavior is important as well (Gatewood & Caroll, 1991).  As Weaver (2001) observed, if  ethical behavior is not formally assessed as part of employee performance appraisal system,  individuals  in organizations will have less incentive to be ethical at work. 

Unethical behavior among organizational members can take a variety of forms, ranging from breaking civil or criminal law to disregarding company policies. Some instances of unethical behavior may result in objective evidence that unethical behavior occurred. However, just as with the assessment of job performance (Cardy & Dobbins, 1994), determination of the level of ethical performance, that is, ethical dimensions of employee performance, requires subjective judgments. Given the importance of accurate measurement of ethical performance in organizations, investigation of the levels of accuracy of ethical performance judgments (that is, judgment of ethical dimensions of employee performance) and influences on the accuracy of these judgments is needed. The objective of this study was to apply the methodology commonly used in the appraisal literature to  develop a behaviorally anchored rating scale for ethical behavior. A behaviorally anchored rating scale would be particularly useful in conducting further research in ethical judgment processing. Specifically, the availability of behavioral incidents and behaviorally anchored rating scales would be useful for studies involving  the “true” scores and  evaluation accuracy.   Research in cognitive processing in appraisal often requires the use of “true” scores for calculating evaluation accuracy (Cardy and Dobbins, 1994).   Further, behaviorally-based scales for judging ethicalness in organizations could be a useful tool for the assessment and development of desired behaviors.  The process of developing and distributing ethical behavioral scales has the potential for clarifying ethical standards and for underscoring the importance of ethical behavior in the organization. 

The behavior criterion has been the most researched topic in performance appraisal because of its potential to improve the quality of performance ratings.   Ever since Smith and Kendall (1963) developed the behaviorally anchored rating scale (BARS) it has been popular among researchers  and practitioners in performance appraisal.   In a BARS, behavioral statements, and not adjectives, are used for defining various points along the rating scale.  The BARS procedure for developing an ethical behavior scale is presented in the following ‘Method’ section. As applicable, the procedure and sample used in each phase of the scale development process is described.   
Method


The BARS procedure was used for developing the ethical behavior scale.  As mentioned above, the BARS procedure was introduced by Smith and Kendall (1963).    Though there are many variations to developing behavioral scales, the procedure outlined by Bernardin and Beatty (1984) is commonly used and was the process followed here for developing an ethical behavior scale.  The BARS procedure involves four steps: 1) Identification of performance dimensions,  2) Development of critical incidents for these dimensions,  3) Retranslation of these incidents into the original dimensions and 4) Evaluate the effectiveness of the incidents that had survived the third step.   In the current study, we have applied this procedure to develop ethical behavior scale for sales domain.  However, the same  procedure applies for developing scales for any other domain such as  purchasing,  accounting,  and finance.   Details of these four steps are outlined below. 

Identification of performance dimensions

As mentioned earlier, little research has been done in the area of ethical performance measurement.   Newstrom and Ruch (1975) were the first to develop a scale to measure ethical behavior.  They developed a 17-item ethical behavior scale for marketing and sales professionals.  Examples of the items used by them include: “Using company services for personal use”,  “Passing blame for errors to an innocent co-worker”,  “Giving gifts/favors in exchange for preferential treatment”,  “Calling in sick to take a day off” and   “Padding an expense account more than 10%”.    Newstrom and Ruch’s scale with minor variations has been used in the business ethics literature.  For example,  Akaah and Lund (1994) used this scale in a study of 477 marketing professional’s ethical behavior.    They conducted a factor analysis of the 17-item scale and found that the items represented six ethical behavioral dimensions.  They named the dimensions as personal use, bribery, padding of 

expenses, falsification, deception and passing blame on co-workers.   The definition of these dimensions is presented in Table 1.  

The dimensions identified by Akaah and Lund were used in this study as a basis  generating critical incidents.  As presented in Table 1, the dimension ‘passing blame on co-workers’ was relabled  as ‘ethical dealing with co-workers’ to give it a more generic label.

-------------------------------------------------

Insert Table 1 about here

--------------------------------------------------

Developing critical incidents 

For each of the six dimensions,  the  authors generated critical incidents representing ineffective, average,  and effective ethical behaviors.  This is a variation from the BARS procedure outlined by Bernardin and Beatty (1984),  in which students were used to generate critical incidents.  In this study,  due to familiarity with the domain and efficiency concerns,  the authors generated the incidents.  Examples of effective, average,  and ineffective ethical behavior for the bribery dimension are “This employee offers the same level of service to everyone, regardless of their financial or social means”,   “This employee bribes others for getting preferential treatment but does not accept bribes from others for giving preferential treatment”,  and  “This employee neither gives nor accepts gifts in return for preferential treatment” respectively.  A total of 93 items were generated for the six dimensions of ethical behavior.  Sample critical incidents for each of the six dimensions are presented in Table 2. 

-------------------------------------------------

Insert Table 2 about here

--------------------------------------------------

Retranslation


Retranslation involves translating the items back into the dimensions they best represent.  Retranslation was conducted by a group of student raters who indicated the dimension to which each of the critical incidents belonged   Fifty undergraduate business students at a large southwestern university participated in the study for retranslating items in return for extra credit.  The students were presented with random list of the 93 critical incidents along with definitions of the six dimensions.  The students were asked to identify each of the critical incidents with one of the dimensions.  A criterion of 80% successful retranslation was used for retaining items.  That is, an item was retained only if at least 80% of raters indicated that the item represented a particular dimension.   Based on this criterion, 48 out of the 93 items were rejected and 47 items were retained.   

Effectiveness of items


The effectiveness of the items surviving the retranslation process was evaluated by a separate group of raters.  Eighty-four undergraduate business students from the same southwestern university participated in the study for extra credit.   The students were asked to rate the effectiveness of each of the items on a 7 point scale (1= “highly unethical; 7 = “highly ethical”).   

Results 


Means and standard deviations for each of the 47 items were calculated.  Items with standard deviations greater than 1.2 were rejected and items with standard deviations less than 1.2 were used for constructing the scale.   The means and standard deviations of the items with less than 1.2 standard deviations are presented in Table 3.  A standard deviation of 2.0 is  usual for a 7-point scale and hence we used a more stringent criterion.   

-------------------------------------------------

Insert Table 3 about here

--------------------------------------------------

Based on the items presented in Table 3, a behaviorally anchored rating scale was constructed for the six dimensions of ethical behavior.  Table 4 presents the behaviorally anchored rating scales for the six dimensions of ethical behavior.  The scales  appear to have an adequate number of behavioral anchors spanning the range of each scale. 

-------------------------------------------------

Insert Table 4 about here

--------------------------------------------------

Discussion


This study provides a demonstration of the application of the BARS development procedure to the generation of behaviorally based ethical rating scales. The scales provide an initial set of behavioral dimensions that can be used to directly assess the ethicalness of performance. The generation of these scales should probably be considered an initial demonstration.  The scales may be useful for research purposes and for generic ethical performance assessments. However, organizational specific forms of the scales  should probably be developed so that the scales would best match the types of ethical behavior typical of each organizational setting. Development of such custom ethical performance scales could begin with the dimensions used in this study. Other dimensions could be added if needed and some dimensions could be eliminated if they were not applicable for the positions in question. The scales could be made specific to a job or section of an organization through the generation of behavioral incidents that describe ethical performance in that job or in that area of the organization. For example, behavioral incidents representing the dimension ‘falsification’ may differ substantially across jobs.  The incident used in the present study, “resisted the attempt by the coworkers to close the office early when the boss was out of town”, may not be applicable  for all job situations. Depending on the type of job or area of an organization, falsification may be best represented by incidents having to do with paperwork, sharing information or some other aspects of ethical performance that are most applicable in that situation.   While it may be best to customize the scales for use in many organizational settings, the scales developed here may serve as a useful starting point for organizations.  


The ethical behavioral incidents and scales from this study could be used for future research.  The incidents could be used to generate ethical behavioral vignettes and the scales used to rate ethical performance.  Incident effectiveness values provide a means for computing normative or “true” scores for the performance domain (Bernardin & Pence, 1980; Borman, 1977). The ‘true’ score for a combination of incidents is typically considered the mean of effectiveness values for the incidents.

Cognitive process research in performance appraisal often requires the use of rating accuracy measures as a dependent variable.   Rating accuracy is a function of difference between observed ratings and “true” scores.  Clearly,  having behavioral incidents and a behavioral  scale for assessing ethical behavior developed with  BARS procedure is a necessary first step for conducting cognitive process research in the area of ethical performance judgments.  


In summary, this study provides a demonstration of the development of a  behavioral scale for ethical performance using the BARS procedure.    We believe that development of such a scale is necessary for studying process issues involved in ethical judgment process.   Further, the scales can be used as a starting point for developing custom ethical behavioral measures in organizations.  Both of these potential outcomes are  important because  the  ethical performance judgment process has received scant scholarly attention and the current business environment demands that ethical performance dimensions be systematically and explicitly included in the performance appraisal system. 
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Table 1
Ethical Performance Dimensions and Definitions
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On a business travel this person incurred $1000.60 and 

reported expenses for $1000.60.

       6

 

       5

 

       4

 

        3

 

On a business trip,  charged a five dollar cab ride

when he/she actually walked.

 

       2

Overstates the amount spent on taxi fares, car mileage, 

 

tips and the like.

On  business travel this person incurred $1000 and reported

      1

expenses for $2000.



Table 2

Examples of critical incidents for ethical performance dimensions
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Whenever uses company phone for making personal

long distance calls, promptly informs the company to

charge it to his/her personal account.

       6

 

       5

 

       4

 

Makes personal local calls at work.

        3

 

Uses company car for personal use.

       2

Hoards free samples meant for customers.

 

      1



[image: image3.wmf]Dimension

Definition

Bribery

Giving and accepting gifts/favors in exchange for preferential 

treatment.

Deception

Indulging  in cheating, fraudulent and deceitful conduct  

towards customers.

Falsification  

To misrepresent/lie, indulge in falsehood in company 

matters  vis-à-vis company rules,  policies and  company 

records. 

Ethical Dealing with

Being dishonest/unethical about dealing with coworkers;

Co-Workers

taking credit for coworkers' effort and passing blame on

co-workers for one's mistakes.

Padding Expense

Being dishonest about statements related to expense 

Accounts

accounts submitted on business trips. 

 

Personal Use

Misusing of company resources (e.g.,  facilities, 

supplies);  using them for personal use. 

Table 2  (contd)

Table 3

Mean and Standard deviations of  ethical behavior items 

[image: image4.wmf]Dimension and Items

Mean

S.D

Personal Use

Makes personal long distance calls using company telephone.

2.02

1.05

Hoards free samples meant for customers.

2.27

1.02

Whenever uses company phone for making personal

6.6

0.78

long distance calls, promptly informs the company to

charge it to his/her personal account.

Makes personal local calls at work.

3.87

1.08

Uses company car for personal use.

3.05

1.14

Strictly uses free samples to further company business.

6.13

1.17

Padding Expense Accounts

Spends travel and lodging money carefully

6.45

1.02

Overstates the amount spent on taxi fares, car mileage, 

1.85

1.01

tips and the like.

On a business travel this person incurred $1000.60 and 

6.64

0.85

reported expenses for $1000.60.

On  business travel this person incurred $1000 and reported

1.43

0.73

expenses for $2000.

On a business trip,  charged a five dollar cab ride

2.75

1.17

when he/she actually walked.

On company business travel, always looks out / bargains for

6.37

1.06

best deals for travel and hotel stay to save money for the 

company.



Table  3 (contd)

Mean and Standard deviations of  ethical behavior items
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Mean

S.D

with the Better Business Bureau.

Falsification:

Often enters a Friday afternoon meeting with an external 

2.97

0.92

customer on his/her schedule.  However, the meeting is 

fabricated by the this person so that he/she can leave work

early on Friday.

Submits sales reports on time which contain no misinformation.

6.73

0.7

Informed the boss that he/she made 10 sales calls that day

2.02

1.06

when he/she made only 3 calls.

Actively assists in misreporting company's accounts.

1.61

0.99

Ethical Dealing with co-workers

Completes all needed paperwork himself/herself, rather than

5.03

1.01

pushing it off onto others.

Takes personal responsibility for his/her own mistakes in the

6.59

0.84

job.

Often stirs up trouble among coworkers so that they are diverted

2.63

0.79

by the interpersonal problems and he/she can focus on

getting ahead at their expense.

Set the record straight when his/her boss mistakenly

6.37

0.97

believed that he/she deserves credit for landing a 

major new customer, and has praised this person 

for the achievement.

Makes sexist/racial remarks about co-workers

1.21

0.54


Table  3 (contd)

Mean and Standard deviations of  ethical behavior items

[image: image6.wmf]Dimension and Items

Mean

S.D

Bribery:

Offers the same level of service to everyone, regardless of their 

6.81

0.55

financial or social means.

Neither gives nor accepts gifts in return for preferential treatment.   .

6.39

0.95

Succeeded in obtaining a huge order by giving the purchasing 

1.85

1.06

agent a gift worth $10000.

Refuses to accept gifts from clients since it might convey an 

6.17

1.03

impression that he would show favoritism to those clients.

Bribes others for getting work done.  But does not

3.17

0.96

accept bribes in exchange for preferential treatment.

Deception

Once dealt with a customer who was ready to order a 'top of the

6.42

0.91

line' product.  The salesperson sees that the customer would be

much better off with a less expensive product and informs the 

customer about the better alternative.

Sold a more expensive product to a customer when a less

2.22

1.09

expensive one is more suitable for the customer's needs.

On several occasions after knowing that a product of inferior

6.56

1.01

quality has been delivered to a customer,  promptly informed

the customer and replaced the product. 

Tells only positive aspects of the products; does not inform the

3.37

1.17

customer about negative aspects of the product unless

specifically asked for by the customers.

Sells returned / slightly used product as new when it is difficult

1.9

1.06

for the customer to detect any difference.

Told the customer that all sale came with a one year price 

1.83

0.95

guarantee, even though this sales person knew hat the company

would only honor guarantee if the customer filed a complaint 



Table 4

Behaviorally anchored rating scale

Dimension:  Bribery

Giving and accepting gifts/favors in exchange for preferential treatment.

[image: image7.wmf]Dimension

Examples of Critical Incidents of ethical behavior

at various levels of effectiveness

Ethical Dealing with

Effective

co-workers

Set the record straight when his/her boss mistakenly

believed that he/she deserves credit for landing a 

major new customer, and has praised this person 

for the achievement.

Average

 

Does not take responsibility for mistakes but does 

not try to pass the blame for own mistakes.

Ineffective

Makes sexist/racial remarks about co-workers

Personal use

Effective

Whenever uses company phone for making personal

long distance calls, promptly informs the company to

charge it to his/her personal account.

Average

Uses company car for personal use.

Ineffective

Hoards free samples meant for customers.

Padding Expense 

Effective

Accounts

Spends travel and lodging money carefully

Average

On a business trip,  charged a five dollar cab ride

when he/she actually walked.

Ineffective:

Overstates the amount spent on taxi fares, car mileage, 

tips and the like.



Table 4 (contd)

Behaviorally anchored rating scale

Dimension:  Deception

Indulging in cheating, fraudulent and deceitful conduct towards customers.

[image: image8.wmf]Dimension

Examples of Critical Incidents of ethical behavior

at various levels of effectiveness

Bribery

Effective

Offers the same level of service to everyone, regardless 

of their financial or social means.

Average

Bribes others for getting work done.  But does not

accept bribes in exchange for preferential treatment.

Ineffective

Routinely gives and accepts bribes in exchange for 

preferential treatment.

Deception

Effective:

On several occasions after knowing that a product of

inferior quality has been delivered to a customer, 

promptly informed the customer and replaced the

product.

Average

Does not mislead customers; but does not provide 

customers with complete information to enable them

to make informed decisions.

Ineffective

Sells returned /slightly used product as new when it is

difficult for the customer to detect any difference.

Falsification

Effective

Resisted the attempt by the coworkers to close the

office early when the boss was out of town.

Average

Calling in sick to take a day off.

Ineffective

Actively assists in misreporting  company accounts.

 


Table 4 (contd)

Behaviorally anchored rating scale

Dimension:  Falsification

To misrepresent / lie, indulge in falsehood in company matters vis-à-vis  company rules, policies and company records. 

[image: image9.wmf]Dimension

Definition

Bribery

Giving and accepting gifts/favors in exchange for preferential 

treatment.

Deception

Indulging  in cheating, fraudulent and deceitful conduct  

towards customers.

Falsification  

To misrepresent/lie, indulge in falsehood in company 

matters  vis-à-vis company rules,  policies and  company 

records. 

Ethical Dealing with

Being dishonest/unethical about dealing with coworkers;

Co-Workers

taking credit for coworkers' effort and passing blame on

co-workers for one's mistakes.

Padding Expense

Being dishonest about statements related to expense 

Accounts

accounts submitted on business trips. 

 

Personal Use

Misusing of company resources (e.g.,  facilities, 

supplies);  using them for personal use. 



Table 4 (contd)

Behaviorally anchored rating scale

Dimension:  Ethical Dealing with Co-Workers

Being dishonest / unethical about dealing with co-workers; taking credit for co-workers’ effort and passing blame on co-workers for one’s mistakes. 
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Offers the same level of service to everyone, regardless of their 

financial or social means.

       6

 

Refuses to accept gifts from clients since it might convey an 

impression that he would show favoritism to those clients.

       5

 

       4

 

Bribes others for getting work done.  But does not

        3

accept bribes in exchange for preferential treatment.

 

       2

 

Succeeded in obtaining a huge order by giving the purchasing 

agent a gift worth $10000.

      1



Table 4 (contd)

Behaviorally anchored rating scale

Dimension:  Personal Use

Misuse of company resources (e.g.,  facilities, supplies); using them for personal use. 

[image: image11.wmf]        7

 

On several occasions after knowing that a product of inferior

quality has been delivered to a customer,  promptly informed

the customer and replaced the product. 

       6

 

       5

 

       4

 

Tells only positive aspects of the products; does not inform the

        3

customer about negative aspects of the product unless

 

specifically asked for by the customers.

       2

 

Told the customer that all sale came with a one year price 

guarantee, even though this sales person knew hat the company

would only honor guarantee if the customer filed a complaint 

      1

with the Better Business Bureau.


Table 4 (contd)

Behaviorally anchored rating scale

Dimension:  Padding Expense Accounts
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Submits sales reports on time which contain no misinformation.

       6

 

       5

 

       4

 

        3

 

Often enters a Friday afternoon meeting with an external 

customer on his/her schedule.  However, the meeting is 

fabricated by the this person so that he/she can leave work

early on Friday.

       2

 

Actively assists in misreporting company's accounts.

      1

Being dishonest about statements related to expense accounts submitted on business trips.
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Set the record straight when his/her boss mistakenly

believed that he/she deserves credit for landing a 

major new customer, and has praised this person 

    6

for the achievement.

     5

Completes all needed paperwork himself/herself, rather than

pushing it off onto others.

      4

      3

Often stirs up trouble among coworkers so that they are diverted

by the interpersonal problems and he/she can focus on

getting ahead at their expense.

      2

Makes sexist/racial remarks about co-workers

     1
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On a business travel this person incurred $1000.60 and 

reported expenses for $1000.60.

       6

 

       5

 

       4

 

        3

 

On a business trip,  charged a five dollar cab ride

when he/she actually walked.

 

       2

Overstates the amount spent on taxi fares, car mileage, 

 

tips and the like.

On  business travel this person incurred $1000 and reported

      1

expenses for $2000.
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Whenever uses company phone for making personal

long distance calls, promptly informs the company to

charge it to his/her personal account.

       6

 

       5

 

       4

 

Makes personal local calls at work.

        3

 

Uses company car for personal use.

       2

Hoards free samples meant for customers.

 

      1

[image: image16.wmf]Dimension and Items

Mean

S.D

Bribery:

Offers the same level of service to everyone, regardless of their 

6.81

0.55

financial or social means.

Neither gives nor accepts gifts in return for preferential treatment.   .

6.39

0.95

Succeeded in obtaining a huge order by giving the purchasing 

1.85

1.06

agent a gift worth $10000.

Refuses to accept gifts from clients since it might convey an 

6.17

1.03

impression that he would show favoritism to those clients.

Bribes others for getting work done.  But does not

3.17

0.96

accept bribes in exchange for preferential treatment.

Deception

Once dealt with a customer who was ready to order a 'top of the

6.42

0.91

line' product.  The salesperson sees that the customer would be

much better off with a less expensive product and informs the 

customer about the better alternative.

Sold a more expensive product to a customer when a less

2.22

1.09

expensive one is more suitable for the customer's needs.

On several occasions after knowing that a product of inferior

6.56

1.01

quality has been delivered to a customer,  promptly informed

the customer and replaced the product. 

Tells only positive aspects of the products; does not inform the

3.37

1.17

customer about negative aspects of the product unless

specifically asked for by the customers.

Sells returned / slightly used product as new when it is difficult

1.9

1.06

for the customer to detect any difference.

Told the customer that all sale came with a one year price 

1.83

0.95

guarantee, even though this sales person knew hat the company

would only honor guarantee if the customer filed a complaint 

[image: image17.wmf]Dimension and Items

Mean

S.D

Personal Use

Makes personal long distance calls using company telephone.

2.02

1.05

Hoards free samples meant for customers.

2.27

1.02

Whenever uses company phone for making personal

6.6

0.78

long distance calls, promptly informs the company to

charge it to his/her personal account.

Makes personal local calls at work.

3.87

1.08

Uses company car for personal use.

3.05

1.14

Strictly uses free samples to further company business.

6.13

1.17

Padding Expense Accounts

Spends travel and lodging money carefully

6.45

1.02

Overstates the amount spent on taxi fares, car mileage, 

1.85

1.01

tips and the like.

On a business travel this person incurred $1000.60 and 

6.64

0.85

reported expenses for $1000.60.

On  business travel this person incurred $1000 and reported

1.43

0.73

expenses for $2000.

On a business trip,  charged a five dollar cab ride

2.75

1.17

when he/she actually walked.

On company business travel, always looks out / bargains for

6.37

1.06

best deals for travel and hotel stay to save money for the 

company.

[image: image18.wmf]Dimension and Items

Mean

S.D

with the Better Business Bureau.

Falsification:

Often enters a Friday afternoon meeting with an external 

2.97

0.92

customer on his/her schedule.  However, the meeting is 

fabricated by the this person so that he/she can leave work

early on Friday.

Submits sales reports on time which contain no misinformation.

6.73

0.7

Informed the boss that he/she made 10 sales calls that day

2.02

1.06

when he/she made only 3 calls.

Actively assists in misreporting company's accounts.

1.61

0.99

Ethical Dealing with co-workers

Completes all needed paperwork himself/herself, rather than

5.03

1.01

pushing it off onto others.

Takes personal responsibility for his/her own mistakes in the

6.59

0.84

job.

Often stirs up trouble among coworkers so that they are diverted

2.63

0.79

by the interpersonal problems and he/she can focus on

getting ahead at their expense.

Set the record straight when his/her boss mistakenly

6.37

0.97

believed that he/she deserves credit for landing a 

major new customer, and has praised this person 

for the achievement.

Makes sexist/racial remarks about co-workers

1.21

0.54

[image: image19.wmf]Dimension

Examples of Critical Incidents of ethical behavior

at various levels of effectiveness

Bribery

Effective

Offers the same level of service to everyone, regardless 

of their financial or social means.

Average

Bribes others for getting work done.  But does not

accept bribes in exchange for preferential treatment.

Ineffective

Routinely gives and accepts bribes in exchange for 

preferential treatment.

Deception

Effective:

On several occasions after knowing that a product of

inferior quality has been delivered to a customer, 

promptly informed the customer and replaced the

product.

Average

Does not mislead customers; but does not provide 

customers with complete information to enable them

to make informed decisions.

Ineffective

Sells returned /slightly used product as new when it is

difficult for the customer to detect any difference.

Falsification

Effective

Resisted the attempt by the coworkers to close the

office early when the boss was out of town.

Average

Calling in sick to take a day off.

Ineffective

Actively assists in misreporting  company accounts.

 

[image: image20.wmf]Dimension

Definition

Bribery

Giving and accepting gifts/favors in exchange for preferential 

treatment.

Deception

Indulging  in cheating, fraudulent and deceitful conduct  

towards customers.

Falsification  

To misrepresent/lie, indulge in falsehood in company 

matters  vis-à-vis company rules,  policies and  company 

records. 

Ethical Dealing with

Being dishonest/unethical about dealing with coworkers;

Co-Workers

taking credit for coworkers' effort and passing blame on

co-workers for one's mistakes.

Padding Expense

Being dishonest about statements related to expense 

Accounts

accounts submitted on business trips. 

 

Personal Use

Misusing of company resources (e.g.,  facilities, 

supplies);  using them for personal use. 

[image: image21.wmf]Dimension

Examples of Critical Incidents of ethical behavior

at various levels of effectiveness

Ethical Dealing with

Effective

co-workers

Set the record straight when his/her boss mistakenly

believed that he/she deserves credit for landing a 

major new customer, and has praised this person 

for the achievement.

Average

 

Does not take responsibility for mistakes but does 

not try to pass the blame for own mistakes.

Ineffective

Makes sexist/racial remarks about co-workers

Personal use

Effective

Whenever uses company phone for making personal

long distance calls, promptly informs the company to

charge it to his/her personal account.

Average

Uses company car for personal use.

Ineffective

Hoards free samples meant for customers.

Padding Expense 

Effective

Accounts

Spends travel and lodging money carefully

Average

On a business trip,  charged a five dollar cab ride

when he/she actually walked.

Ineffective:

Overstates the amount spent on taxi fares, car mileage, 

tips and the like.
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				7

						On a business travel this person incurred $1000.60 and

						reported expenses for $1000.60.

				6

				5

				4

				3

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

				2		Overstates the amount spent on taxi fares, car mileage,

						tips and the like.

						On  business travel this person incurred $1000 and reported

				1		expenses for $2000.
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				7

						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

				6

				5

				4

						Makes personal local calls at work.

				3

						Uses company car for personal use.

				2		Hoards free samples meant for customers.

				1
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				7

						Offers the same level of service to everyone, regardless of their

						financial or social means.

				6

						Refuses to accept gifts from clients since it might convey an

						impression that he would show favoritism to those clients.

				5

				4

						Bribes others for getting work done.  But does not

				3		accept bribes in exchange for preferential treatment.

				2

						Succeeded in obtaining a huge order by giving the purchasing

						agent a gift worth $10000.

				1
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				7

						On several occasions after knowing that a product of inferior

						quality has been delivered to a customer,  promptly informed

						the customer and replaced the product.

				6

				5

				4

						Tells only positive aspects of the products; does not inform the

				3		customer about negative aspects of the product unless

						specifically asked for by the customers.

				2

						Told the customer that all sale came with a one year price

						guarantee, even though this sales person knew hat the company

						would only honor guarantee if the customer filed a complaint

				1		with the Better Business Bureau.
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				7

						Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

				6		for the achievement.

				5		Completes all needed paperwork himself/herself, rather than

						pushing it off onto others.

				4

				3

						Often stirs up trouble among coworkers so that they are diverted

						by the interpersonal problems and he/she can focus on

						getting ahead at their expense.

				2

						Makes sexist/racial remarks about co-workers

				1
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				7

						Submits sales reports on time which contain no misinformation.

				6

				5

				4

				3

						Often enters a Friday afternoon meeting with an external

						customer on his/her schedule.  However, the meeting is

						fabricated by the this person so that he/she can leave work

						early on Friday.

				2

						Actively assists in misreporting company's accounts.

				1
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Sheet1

		Table 1

		Ethical performance dimensions and definitions

		Dimension		Definition

		Bribery		Giving and accepting gifts/favors in exchange for preferential

				treatment.

		Deception		Indulging  in cheating, fraudulent and deceitful conduct

				towards customers.

		Falsification		To misrepresent/lie, indulge in falsehood in company

				matters  vis-à-vis company rules,  policies and  company

				records.

		Dealing with		Being dishonest/unethical about dealing with coworkers;

		Co-Workers		taking credit for coworkers' effort and passing blame on

				co-workers for one's mistakes.

		Padding Expense		Being dishonest about statements related to expense

		Accounts		accounts submitted on business trips.

		Personal Use		Misusing of company resources (e.g.,  facilities,

				supplies);  using them for personal use.





Sheet2

		

		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Bribery		Effective

				Offers the same level of service to everyone, regardless

				of their financial or social means.

				Average

				Bribes others for getting work done.  But does not

				accept bribes in exchange for preferential treatment.

				Ineffective

				Routinely gives and accepts bribes in exchange for

				preferential treatment.

		Deception		Effective:

				On several occasions after knowing that a product of

				inferior quality has been delivered to a customer,

				promptly informed the customer and replaced the

				product.

				Average

				Does not mislead customers; but does not provide

				customers with complete information to enable them

				to make informed decisions.

				Ineffective

				Sells returned /slightly used product as new when it is

				difficult for the customer to detect any difference.

		Falsification		Effective

				Resisted the attempt by the coworkers to close the

				office early when the boss was out of town.

				Average

				Calling in sick to take a day off.

				Ineffective

				Actively assists in misreporting  company accounts.

		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Dealing with co-workers		Effective

				Set the record straight when his/her boss mistakenly

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Average

				Does not take responsibility for mistakes but does

				not try to pass the blame for own mistakes.

				Ineffective

				Makes sexist/racial remarks about co-workers

		Personal use		Effective

				Whenever uses company phone for making personal

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Average

				Uses company car for personal use.

				Ineffective

				Hoards free samples meant for customers.

		Padding Expense		Effective

		Accounts		Spends travel and lodging money carefully

				Average

				On a business trip,  charged a five dollar cab ride

				when he/she actually walked.

				Ineffective:

				Overstates the amount spent on taxi fares, car mileage,

				tips and the like.





Sheet3

		

				Dimension and Items		Mean		S.D

				Bribery:

				Offers the same level of service to everyone, regardless of their		6.81		0.55

				financial or social means.

				Neither gives nor accepts gifts in return for preferential treatment.   .		6.39		0.95

				Succeeded in obtaining a huge order by giving the purchasing		1.85		1.06

				agent a gift worth $10000.

				Refuses to accept gifts from clients since it might convey an		6.17		1.03

				impression that he would show favoritism to those clients.

				Bribes others for getting work done.  But does not		3.17		0.96

				accept bribes in exchange for preferential treatment.

				Deception

				Once dealt with a customer who was ready to order a 'top of the		6.42		0.91

				line' product.  The salesperson sees that the customer would be

				much better off with a less expensive product and informs the

				customer about the better alternative.

				Sold a more expensive product to a customer when a less		2.22		1.09

				expensive one is more suitable for the customer's needs.

				On several occasions after knowing that a product of inferior		6.56		1.01

				quality has been delivered to a customer,  promptly informed

				the customer and replaced the product.

				Tells only positive aspects of the products; does not inform the		3.37		1.17

				customer about negative aspects of the product unless

				specifically asked for by the customers.

				Sells returned / slightly used product as new when it is difficult		1.9		1.06

				for the customer to detect any difference.

				Told the customer that all sale came with a one year price		1.83		0.95

				guarantee, even though this sales person knew hat the company

				would only honor guarantee if the customer filed a complaint

				Dimension and Items		Mean		S.D

				with the Better Business Bureau.

				Falsification:

				Often enters a Friday afternoon meeting with an external		2.97		0.92

				customer on his/her schedule.  However, the meeting is

				fabricated by the this person so that he/she can leave work

				early on Friday.

				Submits sales reports on time which contain no misinformation.		6.73		0.7

				Informed the boss that he/she made 10 sales calls that day		2.02		1.06

				when he/she made only 3 calls.

				Actively assists in misreporting company's accounts.		1.61		0.99

				Dealing with co-workers

				Completes all needed paperwork himself/herself, rather than		5.03		1.01

				pushing it off onto others.

				Takes personal responsibility for his/her own mistakes in the		6.59		0.84

				job.

				Often stirs up trouble among coworkers so that they are diverted		2.63		0.79

				by the interpersonal problems and he/she can focus on

				getting ahead at their expense.

				Set the record straight when his/her boss mistakenly		6.37		0.97

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Makes sexist/racial remarks about co-workers		1.21		0.54

				Dimension and Items		Mean		S.D

				Personal Use

				Makes personal long distance calls using company telephone.		2.02		1.05

				Hoards free samples meant for customers.		2.27		1.02

				Whenever uses company phone for making personal		6.6		0.78

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Makes personal local calls at work.		3.87		1.08

				Uses company car for personal use.		3.05		1.14

				Strictly uses free samples to further company business.		6.13		1.17

				Padding Expense Accounts

				Spends travel and lodging money carefully		6.45		1.02

				Overstates the amount spent on taxi fares, car mileage,		1.85		1.01

				tips and the like.

				On a business travel this person incurred $1000.60 and		6.64		0.85

				reported expenses for $1000.60.

				On  business travel this person incurred $1000 and reported		1.43		0.73

				expenses for $2000.

				On a business trip,  charged a five dollar cab ride		2.75		1.17

				when he/she actually walked.

				On company business travel, always looks out / bargains for		6.37		1.06

				best deals for travel and hotel stay to save money for the

				company.
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Sheet1

		Table 1

		Ethical performance dimensions and definitions

		Dimension		Definition

		Bribery		Giving and accepting gifts/favors in exchange for preferential

				treatment.

		Deception		Indulging  in cheating, fraudulent and deceitful conduct

				towards customers.

		Falsification		To misrepresent/lie, indulge in falsehood in company

				matters  vis-à-vis company rules,  policies and  company

				records.

		Ethical Dealing with		Being dishonest/unethical about dealing with coworkers;

		Co-Workers		taking credit for coworkers' effort and passing blame on

				co-workers for one's mistakes.

		Padding Expense		Being dishonest about statements related to expense

		Accounts		accounts submitted on business trips.

		Personal Use		Misusing of company resources (e.g.,  facilities,

				supplies);  using them for personal use.





Sheet2

		

				Dimension		Examples of Critical Incidents of ethical behavior

						at various levels of effectiveness

				Bribery		Effective

						Offers the same level of service to everyone, regardless

						of their financial or social means.

						Average

						Bribes others for getting work done.  But does not

						accept bribes in exchange for preferential treatment.

						Ineffective

						Routinely gives and accepts bribes in exchange for

						preferential treatment.

				Deception		Effective:

						On several occasions after knowing that a product of

						inferior quality has been delivered to a customer,

						promptly informed the customer and replaced the

						product.

						Average

						Does not mislead customers; but does not provide

						customers with complete information to enable them

						to make informed decisions.

						Ineffective

						Sells returned /slightly used product as new when it is

						difficult for the customer to detect any difference.

				Falsification		Effective

						Resisted the attempt by the coworkers to close the

						office early when the boss was out of town.

						Average

						Calling in sick to take a day off.

						Ineffective

						Actively assists in misreporting  company accounts.

				Dimension		Examples of Critical Incidents of ethical behavior

						at various levels of effectiveness

				Ethical Dealing with		Effective

				co-workers		Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

						for the achievement.

						Average

						Does not take responsibility for mistakes but does

						not try to pass the blame for own mistakes.

						Ineffective

						Makes sexist/racial remarks about co-workers

				Personal use		Effective

						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

						Average

						Uses company car for personal use.

						Ineffective

						Hoards free samples meant for customers.

				Padding Expense		Effective

				Accounts		Spends travel and lodging money carefully

						Average

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

						Ineffective:

						Overstates the amount spent on taxi fares, car mileage,

						tips and the like.
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				Dimension and Items		Mean		S.D

				Bribery:

				Offers the same level of service to everyone, regardless of their		6.81		0.55

				financial or social means.

				Neither gives nor accepts gifts in return for preferential treatment.   .		6.39		0.95

				Succeeded in obtaining a huge order by giving the purchasing		1.85		1.06

				agent a gift worth $10000.

				Refuses to accept gifts from clients since it might convey an		6.17		1.03

				impression that he would show favoritism to those clients.

				Bribes others for getting work done.  But does not		3.17		0.96

				accept bribes in exchange for preferential treatment.

				Deception

				Once dealt with a customer who was ready to order a 'top of the		6.42		0.91

				line' product.  The salesperson sees that the customer would be

				much better off with a less expensive product and informs the

				customer about the better alternative.

				Sold a more expensive product to a customer when a less		2.22		1.09

				expensive one is more suitable for the customer's needs.

				On several occasions after knowing that a product of inferior		6.56		1.01

				quality has been delivered to a customer,  promptly informed

				the customer and replaced the product.

				Tells only positive aspects of the products; does not inform the		3.37		1.17

				customer about negative aspects of the product unless

				specifically asked for by the customers.

				Sells returned / slightly used product as new when it is difficult		1.9		1.06

				for the customer to detect any difference.

				Told the customer that all sale came with a one year price		1.83		0.95

				guarantee, even though this sales person knew hat the company

				would only honor guarantee if the customer filed a complaint

				Dimension and Items		Mean		S.D

				with the Better Business Bureau.

				Falsification:

				Often enters a Friday afternoon meeting with an external		2.97		0.92

				customer on his/her schedule.  However, the meeting is

				fabricated by the this person so that he/she can leave work

				early on Friday.

				Submits sales reports on time which contain no misinformation.		6.73		0.7

				Informed the boss that he/she made 10 sales calls that day		2.02		1.06

				when he/she made only 3 calls.

				Actively assists in misreporting company's accounts.		1.61		0.99

				Dealing with co-workers

				Completes all needed paperwork himself/herself, rather than		5.03		1.01

				pushing it off onto others.

				Takes personal responsibility for his/her own mistakes in the		6.59		0.84

				job.

				Often stirs up trouble among coworkers so that they are diverted		2.63		0.79

				by the interpersonal problems and he/she can focus on

				getting ahead at their expense.

				Set the record straight when his/her boss mistakenly		6.37		0.97

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Makes sexist/racial remarks about co-workers		1.21		0.54

				Dimension and Items		Mean		S.D

				Personal Use

				Makes personal long distance calls using company telephone.		2.02		1.05

				Hoards free samples meant for customers.		2.27		1.02

				Whenever uses company phone for making personal		6.6		0.78

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Makes personal local calls at work.		3.87		1.08

				Uses company car for personal use.		3.05		1.14

				Strictly uses free samples to further company business.		6.13		1.17

				Padding Expense Accounts

				Spends travel and lodging money carefully		6.45		1.02

				Overstates the amount spent on taxi fares, car mileage,		1.85		1.01

				tips and the like.

				On a business travel this person incurred $1000.60 and		6.64		0.85

				reported expenses for $1000.60.

				On  business travel this person incurred $1000 and reported		1.43		0.73

				expenses for $2000.

				On a business trip,  charged a five dollar cab ride		2.75		1.17

				when he/she actually walked.

				On company business travel, always looks out / bargains for		6.37		1.06

				best deals for travel and hotel stay to save money for the

				company.
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		Table 1

		Ethical performance dimensions and definitions

		Dimension		Definition

		Bribery		Giving and accepting gifts/favors in exchange for preferential

				treatment.

		Deception		Indulging  in cheating, fraudulent and deceitful conduct

				towards customers.

		Falsification		To misrepresent/lie, indulge in falsehood in company

				matters  vis-à-vis company rules,  policies and  company

				records.

		Ethical Dealing with		Being dishonest/unethical about dealing with coworkers;

		Co-Workers		taking credit for coworkers' effort and passing blame on

				co-workers for one's mistakes.

		Padding Expense		Being dishonest about statements related to expense

		Accounts		accounts submitted on business trips.

		Personal Use		Misusing of company resources (e.g.,  facilities,

				supplies);  using them for personal use.
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				Dimension		Examples of Critical Incidents of ethical behavior

						at various levels of effectiveness

				Bribery		Effective

						Offers the same level of service to everyone, regardless

						of their financial or social means.

						Average

						Bribes others for getting work done.  But does not

						accept bribes in exchange for preferential treatment.

						Ineffective

						Routinely gives and accepts bribes in exchange for

						preferential treatment.

				Deception		Effective:

						On several occasions after knowing that a product of

						inferior quality has been delivered to a customer,

						promptly informed the customer and replaced the

						product.

						Average

						Does not mislead customers; but does not provide

						customers with complete information to enable them

						to make informed decisions.

						Ineffective

						Sells returned /slightly used product as new when it is

						difficult for the customer to detect any difference.

				Falsification		Effective

						Resisted the attempt by the coworkers to close the

						office early when the boss was out of town.

						Average

						Calling in sick to take a day off.

						Ineffective

						Actively assists in misreporting  company accounts.

				Dimension		Examples of Critical Incidents of ethical behavior

						at various levels of effectiveness

				Ethical Dealing with		Effective

				co-workers		Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

						for the achievement.

						Average

						Does not take responsibility for mistakes but does

						not try to pass the blame for own mistakes.

						Ineffective

						Makes sexist/racial remarks about co-workers

				Personal use		Effective

						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

						Average

						Uses company car for personal use.

						Ineffective

						Hoards free samples meant for customers.

				Padding Expense		Effective

				Accounts		Spends travel and lodging money carefully

						Average

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

						Ineffective:

						Overstates the amount spent on taxi fares, car mileage,

						tips and the like.





Sheet3

		

				Dimension and Items		Mean		S.D

				Bribery:

				Offers the same level of service to everyone, regardless of their		6.81		0.55

				financial or social means.

				Neither gives nor accepts gifts in return for preferential treatment.   .		6.39		0.95

				Succeeded in obtaining a huge order by giving the purchasing		1.85		1.06

				agent a gift worth $10000.

				Refuses to accept gifts from clients since it might convey an		6.17		1.03

				impression that he would show favoritism to those clients.

				Bribes others for getting work done.  But does not		3.17		0.96

				accept bribes in exchange for preferential treatment.

				Deception

				Once dealt with a customer who was ready to order a 'top of the		6.42		0.91

				line' product.  The salesperson sees that the customer would be

				much better off with a less expensive product and informs the

				customer about the better alternative.

				Sold a more expensive product to a customer when a less		2.22		1.09

				expensive one is more suitable for the customer's needs.

				On several occasions after knowing that a product of inferior		6.56		1.01

				quality has been delivered to a customer,  promptly informed

				the customer and replaced the product.

				Tells only positive aspects of the products; does not inform the		3.37		1.17

				customer about negative aspects of the product unless

				specifically asked for by the customers.

				Sells returned / slightly used product as new when it is difficult		1.9		1.06

				for the customer to detect any difference.

				Told the customer that all sale came with a one year price		1.83		0.95

				guarantee, even though this sales person knew hat the company

				would only honor guarantee if the customer filed a complaint

				Dimension and Items		Mean		S.D

				with the Better Business Bureau.

				Falsification:

				Often enters a Friday afternoon meeting with an external		2.97		0.92

				customer on his/her schedule.  However, the meeting is

				fabricated by the this person so that he/she can leave work

				early on Friday.

				Submits sales reports on time which contain no misinformation.		6.73		0.7

				Informed the boss that he/she made 10 sales calls that day		2.02		1.06

				when he/she made only 3 calls.

				Actively assists in misreporting company's accounts.		1.61		0.99

				Ethical Dealing with co-workers

				Completes all needed paperwork himself/herself, rather than		5.03		1.01

				pushing it off onto others.

				Takes personal responsibility for his/her own mistakes in the		6.59		0.84

				job.

				Often stirs up trouble among coworkers so that they are diverted		2.63		0.79

				by the interpersonal problems and he/she can focus on

				getting ahead at their expense.

				Set the record straight when his/her boss mistakenly		6.37		0.97

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Makes sexist/racial remarks about co-workers		1.21		0.54

				Dimension and Items		Mean		S.D

				Personal Use

				Makes personal long distance calls using company telephone.		2.02		1.05

				Hoards free samples meant for customers.		2.27		1.02

				Whenever uses company phone for making personal		6.6		0.78

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Makes personal local calls at work.		3.87		1.08

				Uses company car for personal use.		3.05		1.14

				Strictly uses free samples to further company business.		6.13		1.17

				Padding Expense Accounts

				Spends travel and lodging money carefully		6.45		1.02

				Overstates the amount spent on taxi fares, car mileage,		1.85		1.01

				tips and the like.

				On a business travel this person incurred $1000.60 and		6.64		0.85

				reported expenses for $1000.60.

				On  business travel this person incurred $1000 and reported		1.43		0.73

				expenses for $2000.

				On a business trip,  charged a five dollar cab ride		2.75		1.17

				when he/she actually walked.

				On company business travel, always looks out / bargains for		6.37		1.06

				best deals for travel and hotel stay to save money for the

				company.
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Sheet1

		Table 1

		Ethical performance dimensions and definitions

		Dimension		Definition

		Bribery		Giving and accepting gifts/favors in exchange for preferential

				treatment.

		Deception		Indulging  in cheating, fraudulent and deceitful conduct

				towards customers.

		Falsification		To misrepresent/lie, indulge in falsehood in company

				matters  vis-à-vis company rules,  policies and  company

				records.

		Ethical Dealing with		Being dishonest/unethical about dealing with coworkers;

		Co-Workers		taking credit for coworkers' effort and passing blame on

				co-workers for one's mistakes.

		Padding Expense		Being dishonest about statements related to expense

		Accounts		accounts submitted on business trips.

		Personal Use		Misusing of company resources (e.g.,  facilities,

				supplies);  using them for personal use.
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		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Bribery		Effective

				Offers the same level of service to everyone, regardless

				of their financial or social means.

				Average

				Bribes others for getting work done.  But does not

				accept bribes in exchange for preferential treatment.

				Ineffective

				Routinely gives and accepts bribes in exchange for

				preferential treatment.

		Deception		Effective:

				On several occasions after knowing that a product of

				inferior quality has been delivered to a customer,

				promptly informed the customer and replaced the

				product.

				Average

				Does not mislead customers; but does not provide

				customers with complete information to enable them

				to make informed decisions.

				Ineffective

				Sells returned /slightly used product as new when it is

				difficult for the customer to detect any difference.

		Falsification		Effective

				Resisted the attempt by the coworkers to close the

				office early when the boss was out of town.

				Average

				Calling in sick to take a day off.

				Ineffective

				Actively assists in misreporting  company accounts.

		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Dealing with co-workers		Effective

				Set the record straight when his/her boss mistakenly

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Average

				Does not take responsibility for mistakes but does

				not try to pass the blame for own mistakes.

				Ineffective

				Makes sexist/racial remarks about co-workers

		Personal use		Effective

				Whenever uses company phone for making personal

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Average

				Uses company car for personal use.

				Ineffective

				Hoards free samples meant for customers.

		Padding Expense		Effective

		Accounts		Spends travel and lodging money carefully

				Average

				On a business trip,  charged a five dollar cab ride

				when he/she actually walked.

				Ineffective:

				Overstates the amount spent on taxi fares, car mileage,

				tips and the like.
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				Dimension and Items		Mean		S.D

				Bribery:

				Offers the same level of service to everyone, regardless of their		6.81		0.55

				financial or social means.

				Neither gives nor accepts gifts in return for preferential treatment.   .		6.39		0.95

				Succeeded in obtaining a huge order by giving the purchasing		1.85		1.06

				agent a gift worth $10000.

				Refuses to accept gifts from clients since it might convey an		6.17		1.03

				impression that he would show favoritism to those clients.

				Bribes others for getting work done.  But does not		3.17		0.96

				accept bribes in exchange for preferential treatment.

				Deception

				Once dealt with a customer who was ready to order a 'top of the		6.42		0.91

				line' product.  The salesperson sees that the customer would be

				much better off with a less expensive product and informs the

				customer about the better alternative.

				Sold a more expensive product to a customer when a less		2.22		1.09

				expensive one is more suitable for the customer's needs.

				On several occasions after knowing that a product of inferior		6.56		1.01

				quality has been delivered to a customer,  promptly informed

				the customer and replaced the product.

				Tells only positive aspects of the products; does not inform the		3.37		1.17

				customer about negative aspects of the product unless

				specifically asked for by the customers.

				Sells returned / slightly used product as new when it is difficult		1.9		1.06

				for the customer to detect any difference.

				Told the customer that all sale came with a one year price		1.83		0.95

				guarantee, even though this sales person knew hat the company

				would only honor guarantee if the customer filed a complaint

				Dimension and Items		Mean		S.D

				with the Better Business Bureau.

				Falsification:

				Often enters a Friday afternoon meeting with an external		2.97		0.92

				customer on his/her schedule.  However, the meeting is

				fabricated by the this person so that he/she can leave work

				early on Friday.

				Submits sales reports on time which contain no misinformation.		6.73		0.7

				Informed the boss that he/she made 10 sales calls that day		2.02		1.06

				when he/she made only 3 calls.

				Actively assists in misreporting company's accounts.		1.61		0.99

				Dealing with co-workers

				Completes all needed paperwork himself/herself, rather than		5.03		1.01

				pushing it off onto others.

				Takes personal responsibility for his/her own mistakes in the		6.59		0.84

				job.

				Often stirs up trouble among coworkers so that they are diverted		2.63		0.79

				by the interpersonal problems and he/she can focus on

				getting ahead at their expense.

				Set the record straight when his/her boss mistakenly		6.37		0.97

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Makes sexist/racial remarks about co-workers		1.21		0.54

				Dimension and Items		Mean		S.D

				Personal Use

				Makes personal long distance calls using company telephone.		2.02		1.05

				Hoards free samples meant for customers.		2.27		1.02

				Whenever uses company phone for making personal		6.6		0.78

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Makes personal local calls at work.		3.87		1.08

				Uses company car for personal use.		3.05		1.14

				Strictly uses free samples to further company business.		6.13		1.17

				Padding Expense Accounts

				Spends travel and lodging money carefully		6.45		1.02

				Overstates the amount spent on taxi fares, car mileage,		1.85		1.01

				tips and the like.

				On a business travel this person incurred $1000.60 and		6.64		0.85

				reported expenses for $1000.60.

				On  business travel this person incurred $1000 and reported		1.43		0.73

				expenses for $2000.

				On a business trip,  charged a five dollar cab ride		2.75		1.17

				when he/she actually walked.

				On company business travel, always looks out / bargains for		6.37		1.06

				best deals for travel and hotel stay to save money for the

				company.
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		Table 1

		Ethical performance dimensions and definitions

		Dimension		Definition

		Bribery		Giving and accepting gifts/favors in exchange for preferential

				treatment.

		Deception		Indulging  in cheating, fraudulent and deceitful conduct

				towards customers.

		Falsification		To misrepresent/lie, indulge in falsehood in company

				matters  vis-à-vis company rules,  policies and  company

				records.

		Dealing with		Being dishonest/unethical about dealing with coworkers;

		Co-Workers		taking credit for coworkers' effort and passing blame on

				co-workers for one's mistakes.

		Padding Expense		Being dishonest about statements related to expense

		Accounts		accounts submitted on business trips.

		Personal Use		Misusing of company resources (e.g.,  facilities,

				supplies);  using them for personal use.
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		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Bribery		Effective

				Offers the same level of service to everyone, regardless

				of their financial or social means.

				Average

				Bribes others for getting work done.  But does not

				accept bribes in exchange for preferential treatment.

				Ineffective

				Routinely gives and accepts bribes in exchange for

				preferential treatment.

		Deception		Effective:

				On several occasions after knowing that a product of

				inferior quality has been delivered to a customer,

				promptly informed the customer and replaced the

				product.

				Average

				Does not mislead customers; but does not provide

				customers with complete information to enable them

				to make informed decisions.

				Ineffective

				Sells returned /slightly used product as new when it is

				difficult for the customer to detect any difference.

		Falsification		Effective

				Resisted the attempt by the coworkers to close the

				office early when the boss was out of town.

				Average

				Calling in sick to take a day off.

				Ineffective

				Actively assists in misreporting  company accounts.

		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Dealing with co-workers		Effective

				Set the record straight when his/her boss mistakenly

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Average

				Does not take responsibility for mistakes but does

				not try to pass the blame for own mistakes.

				Ineffective

				Makes sexist/racial remarks about co-workers

		Personal use		Effective

				Whenever uses company phone for making personal

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Average

				Uses company car for personal use.

				Ineffective

				Hoards free samples meant for customers.

		Padding Expense		Effective

		Accounts		Spends travel and lodging money carefully

				Average

				On a business trip,  charged a five dollar cab ride

				when he/she actually walked.

				Ineffective:

				Overstates the amount spent on taxi fares, car mileage,

				tips and the like.
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		Dimension and Items		Mean		S.D

		Bribery:

		Offers the same level of service to everyone, regardless of their		6.81		0.55

		financial or social means.

		Neither gives nor accepts gifts in return for preferential treatment.   .		6.39		0.95

		Succeeded in obtaining a huge order by giving the purchasing		1.85		1.06

		agent a gift worth $10000.

		Refuses to accept gifts from clients since it might convey an		6.17		1.03

		impression that he would show favoritism to those clients.

		Bribes others for getting work done.  But does not		3.17		0.96

		accept bribes in exchange for preferential treatment.

		Deception

		Once dealt with a customer who was ready to order a 'top of the		6.42		0.91

		line' product.  The salesperson sees that the customer would be

		much better off with a less expensive product and informs the

		customer about the better alternative.

		Sold a more expensive product to a customer when a less		2.22		1.09

		expensive one is more suitable for the customer's needs.

		On several occasions after knowing that a product of inferior		6.56		1.01

		quality has been delivered to a customer,  promptly informed

		the customer and replaced the product.

		Tells only positive aspects of the products; does not inform the		3.37		1.17

		customer about negative aspects of the product unless

		specifically asked for by the customers.

		Sells returned / slightly used product as new when it is difficult		1.9		1.06

		for the customer to detect any difference.

		Told the customer that all sale came with a one year price		1.83		0.95

		guarantee, even though this sales person knew hat the company

		would only honor guarantee if the customer filed a complaint

		with the Better Business Bureau.

		Falsification:

		Often enters a Friday afternoon meeting with an external		2.97		0.92

		customer on his/her schedule.  However, the meeting is

		fabricated by the this person so that he/she can leave work

		early on Friday.

		Submits sales reports on time which contain no misinformation.		6.73		0.7

		Informed the boss that he/she made 10 sales calls that day		2.02		1.06

		when he/she made only 3 calls.

		Actively assists in misreporting company's accounts.		1.61		0.99

		Dealing with co-workers

		Completes all needed paperwork himself/herself, rather than		5.03		1.01

		pushing it off onto others.

		Takes personal responsibility for his/her own mistakes in the		6.59		0.84

		job.

		Often stirs up trouble among coworkers so that they are diverted		2.63		0.79

		by the interpersonal problems and he/she can focus on

		getting ahead at their expense.

		Set the record straight when his/her boss mistakenly		6.37		0.97

		believed that he/she deserves credit for landing a

		major new customer, and has praised this person

		for the achievement.

		Makes sexist/racial remarks about co-workers		1.21		0.54

		Personal Use

		Makes personal long distance calls using company telephone.		2.02		1.05

		Hoards free samples meant for customers.		2.27		1.02

		Whenever uses company phone for making personal		6.6		0.78

		long distance calls, promptly informs the company to

		charge it to his/her personal account.

		Makes personal local calls at work.		3.87		1.08

		Uses company car for personal use.		3.05		1.14

		Strictly uses free samples to further company business.		6.13		1.17

		Padding Expense Accounts

		Spends travel and lodging money carefully		6.45		1.02

		Overstates the amount spent on taxi fares, car mileage,		1.85		1.01

		tips and the like.

		On a business travel this person incurred $1000.60 and		6.64		0.85

		reported expenses for $1000.60.

		On  business travel this person incurred $1000 and reported		1.43		0.73

		expenses for $2000.

		On a business trip,  charged a five dollar cab ride		2.75		1.17

		when he/she actually walked.

		On company business travel, always looks out / bargains for		6.37		1.06

		best deals for travel and hotel stay to save money for the

		company.
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		Table 1

		Ethical performance dimensions and definitions

		Dimension		Definition

		Bribery		Giving and accepting gifts/favors in exchange for preferential

				treatment.

		Deception		Indulging  in cheating, fraudulent and deceitful conduct

				towards customers.

		Falsification		To misrepresent/lie, indulge in falsehood in company

				matters  vis-à-vis company rules,  policies and  company

				records.

		Dealing with		Being dishonest/unethical about dealing with coworkers;

		Co-Workers		taking credit for coworkers' effort and passing blame on

				co-workers for one's mistakes.

		Padding Expense		Being dishonest about statements related to expense

		Accounts		accounts submitted on business trips.

		Personal Use		Misusing of company resources (e.g.,  facilities,

				supplies);  using them for personal use.
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		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Bribery		Effective

				Offers the same level of service to everyone, regardless

				of their financial or social means.

				Average

				Bribes others for getting work done.  But does not

				accept bribes in exchange for preferential treatment.

				Ineffective

				Routinely gives and accepts bribes in exchange for

				preferential treatment.

		Deception		Effective:

				On several occasions after knowing that a product of

				inferior quality has been delivered to a customer,

				promptly informed the customer and replaced the

				product.

				Average

				Does not mislead customers; but does not provide

				customers with complete information to enable them

				to make informed decisions.

				Ineffective

				Sells returned /slightly used product as new when it is

				difficult for the customer to detect any difference.

		Falsification		Effective

				Resisted the attempt by the coworkers to close the

				office early when the boss was out of town.

				Average

				Calling in sick to take a day off.

				Ineffective

				Actively assists in misreporting  company accounts.

		Dimension		Examples of Critical Incidents of ethical behavior

				at various levels of effectiveness

		Dealing with co-workers		Effective

				Set the record straight when his/her boss mistakenly

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Average

				Does not take responsibility for mistakes but does

				not try to pass the blame for own mistakes.

				Ineffective

				Makes sexist/racial remarks about co-workers

		Personal use		Effective

				Whenever uses company phone for making personal

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Average

				Uses company car for personal use.

				Ineffective

				Hoards free samples meant for customers.

		Padding Expense		Effective

		Accounts		Spends travel and lodging money carefully

				Average

				On a business trip,  charged a five dollar cab ride

				when he/she actually walked.

				Ineffective:

				Overstates the amount spent on taxi fares, car mileage,

				tips and the like.
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				Dimension and Items		Mean		S.D

				Bribery:

				Offers the same level of service to everyone, regardless of their		6.81		0.55

				financial or social means.

				Neither gives nor accepts gifts in return for preferential treatment.   .		6.39		0.95

				Succeeded in obtaining a huge order by giving the purchasing		1.85		1.06

				agent a gift worth $10000.

				Refuses to accept gifts from clients since it might convey an		6.17		1.03

				impression that he would show favoritism to those clients.

				Bribes others for getting work done.  But does not		3.17		0.96

				accept bribes in exchange for preferential treatment.

				Deception

				Once dealt with a customer who was ready to order a 'top of the		6.42		0.91

				line' product.  The salesperson sees that the customer would be

				much better off with a less expensive product and informs the

				customer about the better alternative.

				Sold a more expensive product to a customer when a less		2.22		1.09

				expensive one is more suitable for the customer's needs.

				On several occasions after knowing that a product of inferior		6.56		1.01

				quality has been delivered to a customer,  promptly informed

				the customer and replaced the product.

				Tells only positive aspects of the products; does not inform the		3.37		1.17

				customer about negative aspects of the product unless

				specifically asked for by the customers.

				Sells returned / slightly used product as new when it is difficult		1.9		1.06

				for the customer to detect any difference.

				Told the customer that all sale came with a one year price		1.83		0.95

				guarantee, even though this sales person knew hat the company

				would only honor guarantee if the customer filed a complaint

				with the Better Business Bureau.

				Falsification:

				Often enters a Friday afternoon meeting with an external		2.97		0.92

				customer on his/her schedule.  However, the meeting is

				fabricated by the this person so that he/she can leave work

				early on Friday.

				Submits sales reports on time which contain no misinformation.		6.73		0.7

				Informed the boss that he/she made 10 sales calls that day		2.02		1.06

				when he/she made only 3 calls.

				Actively assists in misreporting company's accounts.		1.61		0.99

				Dimension and Items		Mean		S.D

				Dealing with co-workers

				Completes all needed paperwork himself/herself, rather than		5.03		1.01

				pushing it off onto others.

				Takes personal responsibility for his/her own mistakes in the		6.59		0.84

				job.

				Often stirs up trouble among coworkers so that they are diverted		2.63		0.79

				by the interpersonal problems and he/she can focus on

				getting ahead at their expense.

				Set the record straight when his/her boss mistakenly		6.37		0.97

				believed that he/she deserves credit for landing a

				major new customer, and has praised this person

				for the achievement.

				Makes sexist/racial remarks about co-workers		1.21		0.54

				Personal Use

				Makes personal long distance calls using company telephone.		2.02		1.05

				Hoards free samples meant for customers.		2.27		1.02

				Whenever uses company phone for making personal		6.6		0.78

				long distance calls, promptly informs the company to

				charge it to his/her personal account.

				Makes personal local calls at work.		3.87		1.08

				Uses company car for personal use.		3.05		1.14

				Strictly uses free samples to further company business.		6.13		1.17

				Padding Expense Accounts

				Spends travel and lodging money carefully		6.45		1.02

				Overstates the amount spent on taxi fares, car mileage,		1.85		1.01

				tips and the like.

				On a business travel this person incurred $1000.60 and		6.64		0.85

				reported expenses for $1000.60.

				On  business travel this person incurred $1000 and reported		1.43		0.73

				expenses for $2000.

				On a business trip,  charged a five dollar cab ride		2.75		1.17

				when he/she actually walked.

				On company business travel, always looks out / bargains for		6.37		1.06

				best deals for travel and hotel stay to save money for the

				company.
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						On a business travel this person incurred $1000.60 and

						reported expenses for $1000.60.

				6

				5

				4

				3

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

				2		Overstates the amount spent on taxi fares, car mileage,

						tips and the like.

						On  business travel this person incurred $1000 and reported

				1		expenses for $2000.
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				7

						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

				6

				5

				4

						Makes personal local calls at work.

				3

						Uses company car for personal use.

				2		Hoards free samples meant for customers.

				1
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						Offers the same level of service to everyone, regardless of their

						financial or social means.

				6

						Refuses to accept gifts from clients since it might convey an

						impression that he would show favoritism to those clients.

				5

				4

						Bribes others for getting work done.  But does not

				3		accept bribes in exchange for preferential treatment.

				2

						Succeeded in obtaining a huge order by giving the purchasing

						agent a gift worth $10000.

				1
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				7

						On several occasions after knowing that a product of inferior

						quality has been delivered to a customer,  promptly informed

						the customer and replaced the product.

				6

				5

				4

						Tells only positive aspects of the products; does not inform the

				3		customer about negative aspects of the product unless

						specifically asked for by the customers.

				2

						Told the customer that all sale came with a one year price

						guarantee, even though this sales person knew hat the company

						would only honor guarantee if the customer filed a complaint

				1		with the Better Business Bureau.
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						Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

				6		for the achievement.

				5		Completes all needed paperwork himself/herself, rather than

						pushing it off onto others.

				4

				3

						Often stirs up trouble among coworkers so that they are diverted

						by the interpersonal problems and he/she can focus on

						getting ahead at their expense.

				2

						Makes sexist/racial remarks about co-workers

				1
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				7

						Submits sales reports on time which contain no misinformation.

				6

				5

				4

				3

						Often enters a Friday afternoon meeting with an external

						customer on his/her schedule.  However, the meeting is

						fabricated by the this person so that he/she can leave work

						early on Friday.

				2

						Actively assists in misreporting company's accounts.

				1
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						On a business travel this person incurred $1000.60 and

						reported expenses for $1000.60.

				6

				5

				4

				3

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

				2		Overstates the amount spent on taxi fares, car mileage,

						tips and the like.

						On  business travel this person incurred $1000 and reported

				1		expenses for $2000.
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						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

				6

				5

				4

						Makes personal local calls at work.

				3

						Uses company car for personal use.

				2		Hoards free samples meant for customers.

						On  business travel this person incurred $1000 and reported

						expenses for $2000.

				1
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						Offers the same level of service to everyone, regardless of their

						financial or social means.

				6

						Refuses to accept gifts from clients since it might convey an

						impression that he would show favoritism to those clients.

				5

				4

						Bribes others for getting work done.  But does not

				3		accept bribes in exchange for preferential treatment.

				2

						Succeeded in obtaining a huge order by giving the purchasing

						agent a gift worth $10000.

				1
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						On several occasions after knowing that a product of inferior

						quality has been delivered to a customer,  promptly informed

						the customer and replaced the product.

				6

				5

				4

						Tells only positive aspects of the products; does not inform the

				3		customer about negative aspects of the product unless

						specifically asked for by the customers.

				2

						Told the customer that all sale came with a one year price

						guarantee, even though this sales person knew hat the company

						would only honor guarantee if the customer filed a complaint

				1		with the Better Business Bureau.
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						Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

				6		for the achievement.

				5		Completes all needed paperwork himself/herself, rather than

						pushing it off onto others.

				4

				3

						Often stirs up trouble among coworkers so that they are diverted

						by the interpersonal problems and he/she can focus on

						getting ahead at their expense.

				2

						Makes sexist/racial remarks about co-workers

				1
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						Submits sales reports on time which contain no misinformation.

				6

				5

				4

				3

						Often enters a Friday afternoon meeting with an external

						customer on his/her schedule.  However, the meeting is

						fabricated by the this person so that he/she can leave work

						early on Friday.

				2

						Actively assists in misreporting company's accounts.

				1
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						On a business travel this person incurred $1000.60 and

						reported expenses for $1000.60.

				6

				5

				4

				3

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

				2		Overstates the amount spent on taxi fares, car mileage,

						tips and the like.

						On  business travel this person incurred $1000 and reported

				1		expenses for $2000.
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						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

				6

				5

				4

						Makes personal local calls at work.

				3

						Uses company car for personal use.

				2		Hoards free samples meant for customers.

						On  business travel this person incurred $1000 and reported

						expenses for $2000.

				1
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						Offers the same level of service to everyone, regardless of their

						financial or social means.

				6

						Refuses to accept gifts from clients since it might convey an

						impression that he would show favoritism to those clients.

				5

				4

						Bribes others for getting work done.  But does not

				3		accept bribes in exchange for preferential treatment.

				2

						Succeeded in obtaining a huge order by giving the purchasing

						agent a gift worth $10000.

				1





Sheet2

		

				7

						On several occasions after knowing that a product of inferior

						quality has been delivered to a customer,  promptly informed

						the customer and replaced the product.

				6

				5

				4

						Tells only positive aspects of the products; does not inform the

				3		customer about negative aspects of the product unless

						specifically asked for by the customers.

				2

						Told the customer that all sale came with a one year price

						guarantee, even though this sales person knew hat the company

						would only honor guarantee if the customer filed a complaint

				1		with the Better Business Bureau.





Sheet4

		

				7

						Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

				6		for the achievement.

				5		Completes all needed paperwork himself/herself, rather than

						pushing it off onto others.

				4

				3

						Often stirs up trouble among coworkers so that they are diverted

						by the interpersonal problems and he/she can focus on

						getting ahead at their expense.

				2

						Makes sexist/racial remarks about co-workers

				1
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				7

						Submits sales reports on time which contain no misinformation.

				6

				5

				4

				3

						Often enters a Friday afternoon meeting with an external

						customer on his/her schedule.  However, the meeting is

						fabricated by the this person so that he/she can leave work

						early on Friday.

				2

						Actively assists in misreporting company's accounts.

				1
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						On a business travel this person incurred $1000.60 and

						reported expenses for $1000.60.

				6

				5

				4

				3

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

				2		Overstates the amount spent on taxi fares, car mileage,

						tips and the like.

						On  business travel this person incurred $1000 and reported

				1		expenses for $2000.
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						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

				6

				5

				4

						Makes personal local calls at work.

				3

						Uses company car for personal use.

				2		Hoards free samples meant for customers.

						On  business travel this person incurred $1000 and reported

						expenses for $2000.

				1
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				7

						Offers the same level of service to everyone, regardless of their

						financial or social means.

				6

						Refuses to accept gifts from clients since it might convey an

						impression that he would show favoritism to those clients.

				5

				4

						Bribes others for getting work done.  But does not

				3		accept bribes in exchange for preferential treatment.

				2

						Succeeded in obtaining a huge order by giving the purchasing

						agent a gift worth $10000.

				1





Sheet2

		

				7

						On several occasions after knowing that a product of inferior

						quality has been delivered to a customer,  promptly informed

						the customer and replaced the product.

				6

				5

				4

						Tells only positive aspects of the products; does not inform the

				3		customer about negative aspects of the product unless

						specifically asked for by the customers.

				2

						Told the customer that all sale came with a one year price

						guarantee, even though this sales person knew hat the company

						would only honor guarantee if the customer filed a complaint

				1		with the Better Business Bureau.





Sheet4

		

				7

						Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

				6		for the achievement.

				5		Completes all needed paperwork himself/herself, rather than

						pushing it off onto others.

				4

				3

						Often stirs up trouble among coworkers so that they are diverted

						by the interpersonal problems and he/she can focus on

						getting ahead at their expense.

				2

						Makes sexist/racial remarks about co-workers

				1
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				7

						Submits sales reports on time which contain no misinformation.

				6

				5

				4

				3

						Often enters a Friday afternoon meeting with an external

						customer on his/her schedule.  However, the meeting is

						fabricated by the this person so that he/she can leave work

						early on Friday.

				2

						Actively assists in misreporting company's accounts.

				1
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						On a business travel this person incurred $1000.60 and

						reported expenses for $1000.60.

				6

				5

				4

				3

						On a business trip,  charged a five dollar cab ride

						when he/she actually walked.

				2		Overstates the amount spent on taxi fares, car mileage,

						tips and the like.

						On  business travel this person incurred $1000 and reported

				1		expenses for $2000.
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						Whenever uses company phone for making personal

						long distance calls, promptly informs the company to

						charge it to his/her personal account.

				6

				5

				4

						Makes personal local calls at work.

				3

						Uses company car for personal use.

				2		Hoards free samples meant for customers.

						On  business travel this person incurred $1000 and reported

						expenses for $2000.

				1
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				7

						Offers the same level of service to everyone, regardless of their

						financial or social means.

				6

						Refuses to accept gifts from clients since it might convey an

						impression that he would show favoritism to those clients.

				5

				4

						Bribes others for getting work done.  But does not

				3		accept bribes in exchange for preferential treatment.

				2

						Succeeded in obtaining a huge order by giving the purchasing

						agent a gift worth $10000.

				1
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				7

						On several occasions after knowing that a product of inferior

						quality has been delivered to a customer,  promptly informed

						the customer and replaced the product.

				6

				5

				4

						Tells only positive aspects of the products; does not inform the

				3		customer about negative aspects of the product unless

						specifically asked for by the customers.

				2

						Told the customer that all sale came with a one year price

						guarantee, even though this sales person knew hat the company

						would only honor guarantee if the customer filed a complaint

				1		with the Better Business Bureau.
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						Set the record straight when his/her boss mistakenly

						believed that he/she deserves credit for landing a

						major new customer, and has praised this person

				6		for the achievement.

				5		Completes all needed paperwork himself/herself, rather than

						pushing it off onto others.

				4

				3

						Often stirs up trouble among coworkers so that they are diverted

						by the interpersonal problems and he/she can focus on

						getting ahead at their expense.

				2

						Makes sexist/racial remarks about co-workers

				1
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						Submits sales reports on time which contain no misinformation.

				6

				5

				4

				3

						Often enters a Friday afternoon meeting with an external

						customer on his/her schedule.  However, the meeting is

						fabricated by the this person so that he/she can leave work

						early on Friday.

				2

						Actively assists in misreporting company's accounts.

				1






