enabling

Unedited 10/19/08

Home

Enabling

Enabling is where one businessperson "covers' for
another business person. Enabling is exampled in the
giving of afalsereference. A real estate broker might
say "buy house insurance from Jack Smith" knowing
full well the insurance broker sells marginalizes
insurance policies

* Covering
* Constructive Knowledge
* Deception
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Entrapment
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eristic

Unedited

10/16/08 ERI

Eristic

An eristic business person laysin wait for aclient to
make an inadvertant error in word or fact. They use
the errors against the client as arational for charging
more money or gaining more consideration in a deal.
Thisis avery sophisticated scam that turns the logic
of the customer on end. The thrust of the ploy isto
confuse the customer to the point they relent delving
any farther into the neferious actions of the business.

« Cunning

. Layingin Wait

. Constructive Taking

Fatiguing the Client into Compliance

The term eristic behavior applies to clients as well

Taking advantage of Human Nature
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error accreation

Unedited February
10/18/08

Error Accretion

Error Accretion; the slow almost imperceptible
corrupting of a business’sintegrity. Thisisanatura
part of doing business but it can lead to increasingly
unethical practicesif left unchecked. Here the
merchant promises goods and services at a given
price but goes back on that promise in unseen ways.

An old term for going back on the spirit and fact of an
agreement is the word "shifty." A decent merchant
might be a bit shifty in the short-term but very honest
in the long-term. Unexpected demands and pressures
can force a business person to be less than upfront.

Deviating from the original business goals.
Businesses are sustained by offering unique service,
enjoyable banter, hip merchandise ethical behavior
and the like. When a business loses sight of what
sustainsiit, its focus begins to center on maximizing
profits. This shift of focus undermines the integrity of
aseminal idea of doing business. For example,
instead of distinguishing one’s self as a parts supplier
with everything in stock, the business can begin to
lose customers as the focus changes to optimizing
profits by getting rid of slow moving merchandise.
Error accretion takes hold as there is a shift from
people towards more aggressive forms of doing
business.
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ethical drift

Unedited
10/18/08

Ethical Drift

Slowly drifting away from professional and legal
standards and personal standards a business person
has long been associated with. Eventually thereis an
ethical split forcing in arational person "a correction
of course." Thisisanatural part of business. Here the
primary focusis on the details of business rather than
the fine details of ethical behavior. When a course
correction is made standards of business are changed
or affirmed.

A characteristic of drift gone too far can be seenin
arbitrary decisions affecting quality and price. Often,
a business conceals from itself that it islowering its
guality and standards and is becoming arbitrary in its
decision-making. When this happens there arises an
ethical split in the business. Having standards does
not mean you cannot change them, but if you do, you
do so in away that it benefits the business in the long
term. A small business can devolve from offering
something of value to aradically optimizing business
that may eventually loseits cliental. Small businesses
survive by offering something unique, personable,
fast service, high quality products, socially hip
products, or low sales pressure. Any business can
maximize its profits by extracting money at every
turn and lowering quality but they are not likely to
last the long haul. A small businessis not aways a
highly capitalized enterprise with alarge advertising
budget to sustain its customer base. Thisiswhat sets
it apart from larger business and corporations.

Small business people are bombarded with
temptations of every description. One of the most
powerful forces on drift is greed. Once greed setsin
the ethical nature of the business changes and the
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tendency of the business person to tell the truth
deteriorates. Ethical business follow the principle of
reason not greed.

Associated concepts

Error accretion

Self-Regarding Duty

Personal ethic

Farming/Hunting

Short Term vs. Long Term Gains
Spirit of Sale
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ethical evaluation

Unedited
11/26/08

Ethical Evaluation

Discerning whether abusinessis ethical or not, is not
determined solely on one unethical act. One must
analyze awide spectrum of behavior to understand
the nature of a business. Unscrupul ous business
people are easy to spot if an ethicist checks their
behavior with alist of possible behaviorsin mind. A
business engaged in fraud, for example, revealsa
cluster of dishonest habits such as conceal ment,
misrepresentation, leading the client to false
expectations, bait and switch tactics and so forth. A
fundamental question to ask in any evaluation "does
the business do what it says it will do?' Thisincludes
all the subtleties of symbol, speech and emotion that
carry an implicit promise.

Associated Concepts

Integrity

Patterns of Fraud

Patterns of Deception

Patterns of Misrepresenting Products or Services
Leading the Client to False Expectations
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Unedited 11/9/08

Home HTML

Ethical HTML

Note: Do not want to be seen as morally critical.

. Leading the Client to False Expectations

file:///C|/Users/Sarah/Desktop/business/aNew/ethical_html.html [3/3/2009 3:12:42 PM]


file:///C|/Users/Sarah/Desktop/business/abc.htm

ethical moment

Unedited 11/23/08
Home

Ethical Moment

Ethical Moment: The moment in which a business person decides one course of action
over another determined by the prevailing force on their thinking. For example, a
contractor is working with an elderly client whom they could easily take advantage of.
Which way will their ethical reasoning go? Many contractors would steer an ethical
course and avoid getting into exploitive behaviors. But, if the force on the business
persons thinking is bankruptcy the ethical moment may be heavily influenced by this
fact. This is not to support the ideal of ethical relativism rather to point to a moment in
time where crucial decisions are made and perhaps why they are made. In criminal
cultures the business person might conduct an orderly and fair business in the eyes of
the public. But, when collegial loyalty comes into play the ethical moment (the deciding
moment) is determined by friendship alone. Other forces strongly influencing the ethical
moment might be a commitment to the community, fairness, religious values or on the
other hand the emotions of greed, ego and the like.
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ethical split

Unedited 10/18/08

Ethical Split

Slowly drifting away from the professional, legal, and
personal standards a business person has long be
associated with. Here amerchant isliving on a
reputation established long ago however they are no
longer delivering the same care, cost and
consideration they once did. This happens to most
small businesses as the business owner gets distracted
with seemingly larger issues. However, if thisslow
process of deterioration continues thereis an ethical
split arises, forcing at that moment, a needed change
in the way a business does business. For honest
businesses when the course correction is made, the
high standards of business are affirmed, keeping
policies reasonable instead of arbitrary. For other
businesses the split marks the point in time where
their honesty and integrity begin to corrupt.

Associated concepts

. Error accretion

. Self-regarding duty

. Personal ethic

. Farming/Hunting

. Short term vs. long term gains
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evauation ratio

Unedited 7/4/08

Home

Evaluation Ratio
Evaluating Social Responsibility

When evaluating the social responsibility of a
business one must keep in mind the question, "isthe
business hunting or farming?'* A socially responsible
businessin effect grows (farming) its client base by
way of its good relations with its clients. It builds on
its sincerity, service, and attention to the needs of the
client. A business based on hunting is not interested
in growing arelationship with the community. Here
the business person is hunting for opportunity. As
such weaknesses of character or intellect aclient
might exhibit is seen as an exploiatable opportunity to
make money. A further analysis of the habits of such
abusinessrevels a pattern of deception and
sometimes agressive business tacticts.Struggle,
conflict and anger are sometimes experienced by the
customer in dealing with this business. In this sence it
Isimportant to know the ratio of vestment of the
business person in making profits and serving the
needs of the client. For example, many trades people
value the relationship with their clients more than
they do maximizing their profit. Thejob is not about
the money. The ratio of the client's interest verses
maximizing profit exceeds 50%. Instead of using
every little excuse to increase the cost of the work the
trades person adsorbs some of the additional costs
and make the client happy.

Tooth & Claw Darwinians the ratio might be 1%
clientsinterest verses 99% the business owner's
interest. These people are not about to adsorb any
extra costs unless they are forced to. Thisisnot a
socially responsible business marked by a buyer
beware attitued and an inclination to take advantage
of the client. This business may project the image of
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of asocially responsible business but they are not in
fact. An underlaying theme of behavior hereis "the
glorification of struggle." Believein alearning curve.

The Enlightened Darwinian The ratio might be 10%
the client's and 90% the business owner's. Here some
unexpected costs are adsorbed in the interest of one's
professional image but maximizinfg profitsis very
much a part of this category. Here thereis not an
exaggerated drive to glorify winning out over the
client, but there is a strong satisfaction with
outmanuvering the customer in atransaction. There
are good and bad elements of ego here. There can be
avery real supreminist attitude that sees business
owners as a higher class of peoplein a society where
itistheir given right to fleece the unsuspecting
public. The exploiatation, however, is more
sophistacated than that of the Tooth & Claw
Darwinian. Here, t he enlightened Darwinian has
learned from intimate associations with clients that
thereisavery rea struggle in society that defines a
person's rank in society. Otherwise intelligent people
are observed to be fools yet they assert themselves a
savvy and smart people clever enough to outwit the
business person. Other customers are observed to be
predators and opportunists, people who do not care
about fundamental values of society and flaunt the
law. Within a society of such people a heirarchy of
power and wealth evolves. In thisrespect it is
difficult for "the ideal observer" to know the ethicacy
of an action taken by a business person. The
Enlightened Darwinaian believes that thier ethical
behavior is defined by rules of a culture that they very
plainly see. These ethics often conform to what can
be termed "customary ethics." The problem hereis
that mistakes of judgment are made and a climate of
deception, lies, and fraud are reinforced and
perpetuated in society. Games learning curve

Socially Resposible Enlightened Darwinian Here
thereisahigher ratio of in. Very high level
deceptions High level games. Learning curve.
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Socially Responsible, Straigh-Shooter no learning
curve Tiny bit of learning curve.

Socially Involved Ice Cream store

Note: While contraversial, in all of these categories if
abusinessis being cheated or maipulated by someone
it does not mean the business will not respond in

kind. At some level Tit for Tat Theory holds sway.
The limitations of Tit for Tat is that the business
owner discerns cheating, games, lying and stealing
when nonein fact is actually happening. Stopping a
predatory game of a client sometimes requires
extreme measures.

*Hunting and farming term coined by Business Network | nternational
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Excuses

Unedited 1/2/09
Home

Excuses

Businessmen and businesswomen are frequently exploited by their client's excuses. An
excuse is not necessarily a reason. The ability of a person to spin a believable excuse is
often seen as a function of their political, social, and intellectual prowess in society.
Likewise business people exploit their clients with words, phrases and psychological that
looks like reasoning to the ordinary person. Ethically speaking what these manipulators
are doing is overpowering people with their force of personality. Weather we are talking
about a small business or a large international corporation spinning excuses is the
mainstay of an unethical business. One principal to remember in business is that "your
client's problem, is not your problem™ in spite of their passionate appeals to make you
believe otherwise. To ignore this principle is to go against ones self-regarding duty as
reflected in the idea of professionalism and a "professional ethic." Moreover, it violates
the most fundamental business principle of "doing business in a business like way." In
Darwinian terms ignorance to this rule is what separates the fit from the unfit in
business.

To understand the nature of excuses one must understand the difference between a
reason and an excuse. A reason has what is called a probative balance to its premise.
This derives from the ideal of "rationality.” Note the word "ratio” in the term rationality.
Here a concept, idea, statement or premise is weighed in the mind in relation to many
other factors. An excuse only alludes to balanced relationships; there is a little mental
magic, or psychological, involved in an excuse. When factors like money, power, sex,
ego are involved there is an increased risk that an excuse is wrapped in a package that
looks like reason but is only an elegant way of getting ones way. A person's political,
economic and social power can be greatly increased by fabricating justifications based
on incomplete or faulty logic. The ability to spin an excuse empowers people of little
moral character.

Playing dumb. This is a common tactic in business. Sometimes playing dumb is
necessary to avoid liability. Clients sometime try to back a business person into a legal
corner to exploit them legally. But, for the most part playing dumb begins as a game
and later becomes a way of life. Part of the game is to inhibit rationality by not looking
deeply into issues. If a person dumbs-down enough they cease to see their immoral
and unethical actions as wrong. Take for example an Internet seller. They advertise a
second edition book as a "collectible." When the buyer goes to buy the book the receipt
before the credit card is entered shows the sale as being a 19th edition. When the seller
is contacted he says "Look I didn't intend to deceive you.......... and more excuses." The
seller fails to see he is cheating the buying public. Moreover, he refuses to change the
advertisement to list the book as thel9th edition. The seller absolutely believes he has
done nothing wrong because he has no probative capacity to analyze information. He
has trained himself to do otherwise.

Note:

. Eristic
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Extraction

Extraction Blues
burnout
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fairness

unedited 11/30/08

Fairness

The words fair and ethical are closely related. On the
surface a business transaction may not meet the ideal
of being fair, but it still might be, in some sense,
ethical, The litmus test here questions whether there
isthere atendency of abusinessto be fair? Take for
exampl e the competence pressures on a supermarket.
In order to market their products they almost
universally lead the buyer to false expectations. What
seems unfair, to asmall extent, isatraditional
practice (see learning curve). The pricing of a product
might be confusingly labeled or concealed from view.
There might be a special on pears but the supermarket
might be trying to unload a bad batch of fruit. What
the buyer expects and what they actually get do not
actually match. These practices are not totally fair but
they are customarily considered ethical because
shopping by nature is aacquired skill requiring
considerable discernment and experience.

Non-business people do not appreciate the pressures
some business people operate under. Businessis
sometimes a situation when one must swim with
sharks and fend off predatory all day. Thus, when a
customer cites them for being unfair in amoralistic
way it tends to leave the business person speechless,
unable to communicate the realities of retail business,
to the customer. Thereis apoint where thereisa
disconnect between the buying public and
businessmen and women.

There are degrees of fairness

Misrepresentation by accident or intension would be
unfair; or claiming ignorance when the truth was
otherwise. A car dealer would know from the
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fairness

feedback of its customersif the many carsit sold
were actually on average good cars.

Y ou buy aused car and it is represented as being in
good condition. Soon after you buy the car the engine
stops working. The engine had never been worked on,
afact that would have been known if a mechanic had
inspected the car prior to its sale. Those who sell used
cars many times do not want to know the details of
the mechanical condition of the carsthey sell. They
will authoritatively assert that the the car isin good
shape but they have no technical knowledge to back
up their assertion that the car isin fact in good
condition. But the fact of the matter isthat being a
successful used car dealer isall about knowing the
minute details of what you are buying. If one did not
know they would soon be out of business.

Thereisa litmustest for determining the fairness of
an action. fairness. For, example in atransaction the
terms were not totally fully disclosed. The lack of full
disclosurein itself is not necessarily unfairnessin a
practical world, in the ideal world yes. The question
here is whether someone is significantly profiting by
not disclosing information. In the first example an
insurance company does not disclose in ahome
insurance policy that theft do not pay the actual costs
of rebuilding if ahouseis destroyed by a hurricane.
They do not pay the architect, building permits, or the
costs of new codes requirements that makes
rebuilding very expensive. In the second example,
the contractor bids on a house for a certain amount of
money

In the third example

Add a better first example
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categorical imperative. Fairness, would you
universalize this action and let unfairness affect you
in every aspect of your life. Isthisthen smply a
predatory act or an exercise of personal power?
Related terms

Full disclosure

consideration

Fairness
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FAIR

Fairness

The words fair and ethical are closely related. On the
surface a business transaction may not meet the ideal
of being fair, but it still might be, in some sense,
ethical, The litmus test here questions whether there
isthere atendency of abusinessto be fair? Take for
exampl e the competence pressures on a supermarket.
In order to market their products they almost
universally lead the buyer to false expectations. What
seems unfair, to asmall extent, isatraditional
practice (see learning curve). The pricing of a product
might be confusingly labeled or concealed from view.
There might be a special on pears but the supermarket
might be trying to unload a bad batch of fruit. What
the buyer expects and what they actually get do not
actually match. These practices are not totally fair but
they are customarily considered ethical because
shopping by nature is aacquired skill requiring
considerable discernment and experience.

Non-business people do not appreciate the pressures
some business people operate under. Businessis
sometimes a situation when one must swim with
sharks and fend off predatory all day. Thus, when a
customer cites them for being unfair in amoralistic
way it tends to leave the business person speechless,
unable to communicate the realities of retail business,
to the customer. Thereis apoint where thereisa
disconnect between the buying public and
businessmen and women.

There are degrees of fairness

Misrepresentation by accident or intension would be
unfair; or claiming ignorance when the truth was
otherwise. A car dealer would know from the
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fairness

feedback of its customersif the many carsit sold
were actually on average good cars.

Y ou buy aused car and it is represented as being in
good condition. Soon after you buy the car the engine
stops working. The engine had never been worked on,
afact that would have been known if a mechanic had
inspected the car prior to its sale. Those who sell used
cars many times do not want to know the details of
the mechanical condition of the carsthey sell. They
will authoritatively assert that the the car isin good
shape but they have no technical knowledge to back
up their assertion that the car isin fact in good
condition. But the fact of the matter isthat being a
successful used car dealer isall about knowing the
minute details of what you are buying. If one did not
know they would soon be out of business.

Thereisa litmustest for determining the fairness of
an action. fairness. For, example in atransaction the
terms were not totally fully disclosed. The lack of full
disclosurein itself is not necessarily unfairnessin a
practical world, in the ideal world yes. The question
here is whether someone is significantly profiting by
not disclosing information. In the first example an
insurance company does not disclose in ahome
insurance policy that theft do not pay the actual costs
of rebuilding if ahouseis destroyed by a hurricane.
They do not pay the architect, building permits, or the
costs of new codes requirements that makes
rebuilding very expensive. In the second example,
the contractor bids on a house for a certain amount of
money

In the third example

Add a better first example
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categorical imperative. Fairness, would you
universalize this action and let unfairness affect you
in every aspect of your life. Isthisthen smply a
predatory act or an exercise of personal power?
Related terms

Full disclosure

consideration

Fairness
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leading the client to fal se expectations

Unedited 5/18/08

Home

L eading the Client to False Expectations

L eading the Client to False Expectations

Bait and switch. Offeriong the symbol of a service or
product but not giving the substance, This includes
offering value but dekiveriubng what is considered

cheap.

A calculated method od decieving customersthis
includes manipulating emotions, stratigically placing
mechandisce in away that is confusing and
misleading, offering but not giving value and so forth.
Consumers daily experience this form of deception. It
IS so pervalent it is part of the culture where
consumers are expected to learn how to shop. Those
who learn quickly are rewarded with lower prices,
better products and less hassel than younger more
naieve consumers. Tis culural aspect mitigates some
of the unethical nature of such actions. What
differentiate this tactics from other deceptive practics
isthat the consumer is not pressured into making their
choice. Thisform of selling that can escalate to
constructive fraud. Here, for example, a car salesman
shows a buyer a car that wins over the emotions of
the buyer becauseit is so clean and shiny. The car
dealer saysto the best of his knowledge the car isin
good shape. The buyer impusively reacts and takes
the car home only to descover a month later that the
car has engine and transmission problems. Depending
on how forceful the dealer persuaded the buyer, and
what explicit promises, were made the, ethical
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Fleying
A

. Social Responsibility

. Distancing

. Meat Market Businesses
Fleying
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Untitled Document
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Fleying
Wearing a client down using a powerful
emotional technique. Visually this might have its
analog when a spider fleys its victum forcing it
to struglle ever more until a time the spider can
make an easy Kill.
. Criminal Enterprises
Fleying
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Unedited 6/16/08

Home

FT

Follow Through

An example of follow through can be seen in the
negotiations between an insurance agent and their
client. Here the agent offers aliability policy to a
business person. The client has asked the agent for a
high quality policy. The businessperson needing
insurance for a construction has certain exclusions
regarding construction on condominiums. He calls the
agent to ask a very technical question about changing
afan in acondominium. At this point a professional
agent would contact the policy underwriter for
clarification, since thislevel of servicewasimplicitin
the negotiation although not actually specified.
However, there are many other agents who ignore the
context of their sales pitch and refuse to deliver
adequate service. To some, having to stop in the
middle of their day to contact an underwriter for a
trivial issueisseen asaloss. Herethe agent is
actually being asked to do something and many agent
refuse to act on such requests because they could be
making much more money doing something else.
Instead of calling the underwriter they might simply
assure the client that everything is alright. But on the
back end of the deal, when aclaim is submitted, the
agent simply denies every having said the policy
cover acertain condition.

. DueDiligence

Copyright © 2008
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Unedited 5/26/08

Fools

Using the word "fool" might seem indelicate or crass
in the context of ethics. However, in the real-time
world of business the word is very much on the minds
of some business people. A fool has at least two
contexts.

1. Here afool is mesmerized by some unreasonable
belief. Professional people invariably meet such
people who will not listen to reason or the advice of a
professional. For instance, a client might want his
stock broker to buy a certain stock because his
neighbor said it was a good buy. The stockbroker
recognizes the stock as a bad buy and tries to
convince his client not to buy. But the fool will not
listen to the details of reason and shuts out anything
contrary to what he wants. The problem hereisthat
this sort of behavior is an insult to an honest and
profession person at some point. Some business
people are tempted to exploit the client at this point
because they have become personally involved.

2. A fool can also be aperson who histerribly naive
an trusting. First time home buyers are known to fall
for houses in disrepair because they trust their realtors
advice and are so naive they would never know the
difference.

3. A social game player who really is not that bright
trying to play with the big boys. The extends to many
forms of gambling in which highly intelligent players
systematically fleece afool. Here, playing on fool's
emotions renders them distracted and vulnerable.
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Sometimes the client isawilling fool. What they
want is a good story they can boast about to their
friends. Here a trades person builds themselves up as
the best for miles around. They are the best mechanic
in the city, the best dentist around, the best architect
and so forth and so on. An antiques dealer might cite
how educated they are, how worldly they are, and
how many years they have been in the business.
Some clients gravitate to the best story tellers as they
go through life in abubble, living out a romantic
dream of the world in which they surround
themselves with the finest people around. Thisis
problematic to good business people who, in order to
compete, are forced to play the story telling game.
Obsessively ethical people ssmply will not get
involved in story telling which placesthem at a
competitive disadvantage. In darwinian ethics such
people are considered fools and legitimate prey.
Fools: people who harbor delusions about they way
theworldis.
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Foot Dragging
Uncooperative behavior for personal reasons

Uncooperative behavior to extend and assert one's
personal power
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Foot Dragging

A subtle form of uncooperative behavior closy
associated with passive-aggressive behavior. Foot-
dragging can work to the advantage of aclient or a
businessperson. If someone complains strongly, in an
emotioal way, that finishing their job is taking too
long, the business persom might further torment the
client for the pleasure of exercising power over
another person. Or, the business might simply be
trying to rid themselves of a particular client. Or the
the businessman might be totally incompetent or
insensitive to the public need.

. Uncooperative

. Insensitive

. Incompetent

. Exercising personal power over other people
. Games
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Forced Quit

Copyright © 2008
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Forthright

An ethical businessis forthright and up front with its customers. For example, if arefund is due frim
work done over ayearstime, therefund is givwen, even if the customer would never know the
difference. This action is goverened by the principle of doing the right thing. In practice business people
will refund money contigent on the behavior of their clients. In effect the best customers get discounts
and consideration others do not get. It isatit for tat circumstance that drives the spirit to be dutiful and
refund money. Surprising a customer and refunding money benifits the reputation of a businessman
greatly. But, even the mostr ethical of businessesis going to find it difficult to be fully ethical with an
extroderinarily annoying customer.
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Fraud

Fraud "A knowing misrepresentation of truth
or concealment of amaterial fact to induce
another to act to act to his or her detriment."
Black's Law Dictionary
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Fraud

Blacks Law dictionary defines fraud as:
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Looking For The
Evolution of Ethics Site?
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Abreaction
Abusive Tactics
Accretion
Advertising
Arbitrary Actions
Aggressive Billing
Authoritative Deception
Backdooring
Baiting
Bankruptcy
Bantering

Because | Can
Being Careful
Being Prepared
Bending Rules*
Bigger is Better
Billable Hours
Biting

Bleaching*
Blowback

Boiler Plate Selling
Bootstrapping
Boundary Ethics
Burnout

Business Ethic
Business to Business Ethics
Buttonhole
Buying Time
Calling to Account
Candor
Categorical Imperative
Cattle Call
Cashing Out*
Change Games*
Cherry Picking
Chiseling
Churning

Claims

Clipping
Collecting
Coloring
Commitments
Communication
Conceding*
Conflict of Interest
Consideration
Consistency*
Conflict Analysis
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Con Games

Conspiring With Clients
Constructive Fraud
Constructive Inefficiency
Constructive Knowledge

Constructive Taking
Constructive Provocation

Convergence
Covering*
Creep
Cunning

Criminal Enterprise
Customary Ethics*

Cutting Corners
Darwinian Ethics
Deal Breaker
Dealing Down
Deception
Defiance

Denial
Desperation*
Defecting
Delaying

Diluting
Distancing
Distraction Tactics
Disrespecting
Diverting*
Domineering*
Drama

Dubious Origins
Due Consideration
Due Diligence
Dumping
Efficiency
Emotiona Maturity*
Enabling

Eristic

Error Accretion
Ethical Drift
Ethical Evaluation
Ethical Moment
Ethical Split
Excuses
Exploitive Balking
Extraction
Fairness

False Expectations
Fast Buck Artist

Fatiguing into Compliance
Favoritism*

Feedback

Feedback Denial

Fining*

Fine Distinctions
Flaying

Fleecing

Flipping

Firing Employees
Fluff

Follow Through
Fools

Foot Dragging

The evolution of ethics chronicles along history of problems related to the
use (and misuse) of power, money and emotions. Some businesses create
conflict in the process of making money, while others create a peaceful
environment in which a business can grow and prosper. Being ethical
means having fewer problems, less stress and more respect from the
buying public. Respect and acceptance in acommunity derives certain rare
"nectars of civilization" that can make the business experience rewarding
beyond monetary considerations. A fundamental choice business people
must make is whether to focus on short-terms gains or the long-term
stability and growth an ethical business produces. The object of an ethical
businessisto build a stable environment that minimizes unexpected
problems and maximizes peace, prosperity and productivity.

Philosophical ethicsisaworld away from the practical ethics of business.
Ethical rules have evolved (in real-time, not in theory) from the effects of
bad management, greed, immaturity and inefficient actions. Business
ethics are afunction of experience, of what works and what does not. Real-
time circumstances sometimes force a businessperson to bend the rulesin
order to survive. There are demands on the businessperson other than raw
survival that shape business ethics. The term "flow" for exampleisa
consideration in the practical ethics of business. If a defect is discovered
on an assembly line that degrades a product, though not seriously, one
does not simply shut down production so that the product can meet the
ideal.

There are many intervening problems in day-to-day business that prevent
business people from being totally ethical, consistent and fair. The idea of
ethicsis adynamic concept, so it is difficult to determine in the moment
what is ethical and what is not. What is more important to know from an
ethical standpoint iswhether a deviation from the ideal is temporary,
frequently repeated or a permanent business strategy.

It must be remembered business ethics is about the human qualities of a
businessperson — not the angelic qualities. As such, when a
businessperson is overwhelmed, one must expect the possibility that
ethical ruleswill be temporarily bent. For example, you are overwhelmed
with work, your child is sick and you need to get home right away ... but
you must finish billing out some work you performed for a customer in
order to receive the check. Y ou do not know exactly how much they owe
you, but it would be un-businesslike to ssimply let the client leave and
collect later. So, you pick a high number that covers all the possibilities.
The bill technically is not consistent with your reputation for fairness and
price, but it isaprice you simply must charge to plow through you work
and get on to more important tasks. Thisis known as an "ethical lapse” —
a short-term and rare occurrence in your business experience. Thisisto
say, ethics for a businessperson is not about some philosophical idea of the
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making claims

Unedited 4/29/08

Making Claims

A common statement the shopping public comes
acrossis"l amthe best." Being the best at anything
is derived from several categories of performance.
Thisisaclaim of outperforming ones competitors.
For example, the best carpenter would be obsessive
about leveling every board he used. The wood he
used would exceed standards in the industry for
quality and straightness. He would reinforce walls

that experience has shown need more wood in spite of

what the architect called wants. His execution of the

work would be facile (easily, done not cumbersome).

Another level of being the best the carpenter would
be on time acknowledging all protocols of a good
business person (being professional). Being the best
means "not cutting corners and producing arefined
product.” Here the cost of the project in the end may
or may not have any relevance to the ethically of the
carpenters actions. see constructive knowledge
Obvioudly, the best, in real time, are amix of the
above.

. Puffery

. Deception

. Overselling

. Lying

. Fraud

. Egotistical Assertion
. TheTruth

. Outperform
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Making Excuses

Reason vs excuse

Note:
. Leading the Client to False Expectations
. Diluting

. Marketing
. Value
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Unedited 4/29/08 MANIP

Manipulation

Manipulation involves the deliberate tampering
of a person's emotions and psyche in the name
of making a profit. Several types of manipulation
are unethical. because they are emotionally and
psychologically damaging. Instead of
manhandling person physically they a
manhandled emotionally. There are three
notable types of manipulation as they regard
small businesses. 1.

. Blustering games

. Dissatisfaction manipulations, hyper critical
. Boiler Room tactics

. Muscling

. Con Games

. Histrionics
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Marginalizing
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what market will bear

Unedited 4/29/08
Charge What the Market Will Bear

Charge what the market will bear. A business wisdom that comes from Greek and Roman times. There
are numerous problems associated with charging what the market will bear. Such businesses are marked
by arbitrary pricing and uneven handling of customers. Nevertheless this practice sometimes finds
legitimacy in customary ethics.

Thereis a difference between charging what the market will bear and charging "what the customer
willing to pay." Charging what the market will bear has no ethical constraint. In and of itself itis
ethically questionable. It is principle governed only by what a person. It is a practice that all too often
takes advantage of desperate people, naive and uneducated people.

Charging what the customer is "willing"pay is founded on an approximation of what the market will

bear or what it is worth with a sensitivity to the spirit in which the deal was made. There is no aggressive
extraction of money or shifty tacticsin transacting asale. If the customer iswilling to pay twice the
price and they are making an informed decision this should not be an ethical problem The ethicsarein
what you promised in spirit and fact and what you delivered. Part of the spirit of atransactionis
delivering the same level of quality and service unless otherwise noted.
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Marketing Ethics

Note:

il
= |©
g}
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massaging

Unedited 4/29/08

M assaging

To sooth emotionally and guide a clients thinking
towards closing adeal. A common practice in
business that uses a clients weakness against them.
Nothing seems directly unethical about this, however,
the fully ethical businessperson does not involve
themselves in massaging. There are some after effects
of massaging that can lead to conflict as the business
person pushed the client into making an unwise
decision

Conflict Analysis

Initial Point

Maximizing profits scientifically
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Meat M ar ket

Meat Market: A businessthat treats its customers as
merely a means to an end running roughshod over
their needs and sensitive. Business practices hereis
not governed by the principle of social give and take.
It ismostly take. "Give," is only grudgingly offered.

A typical meat market might spends unusually
large sums of money on advertising, offering the
symbols of service and got products but delivering
bad service and poor quality merchandise. It might be
abusinessthat isselling "hip," "elite," or
"sophisticated." Here, struggle between the customer
and the business is ever present. The social language
between client and business is twisted and one must
learn quickly itsintricacies to get adequate service.

A high advertising budget does not necessarily mean
abusiness is ameat market. There may be other
reasons for what they do. 1. The businessis a start up
looking for rapid growth, 2. A business that has faced
afinancia down term and istrying to hang on to
good employees and will not criticize them or fire
them. The employees abuse the customers. 3. A
business aggressively "playing by the numbers' and
carry on business insensitive to the needs of their
customers. In any case, when you have a situation
where you have poor service and bad product or
service the businessis probably a"meat market."

Some of the signs of a meat market are pressure
tactics during a sale, leading the customer to false
expect ions, puffery, intimidation, over powering the
customer, arm twisting, threats and outright lying.
Large and expensive ads brings to the business an
increase in naive shoppers. A predictable number of
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meat market

these customers are "marks," that is people who are
easily deceived and make judgments based on
appearances. 'Regulars have an advantage in this
environment.

Playing the Numbers
Struggle
Predatory Business Tactics
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Unedited 3/2/09
Home

Organizational Crime

Organizational crime is present when a business "systematically" maximizes profit at
the expense of shared cultural values. Here the business owner is "disembedded" from
the culture and therefore free of any guilt when exploiting clients. His or her values are
the values of the glorification of struggle, of might makes right, and "do whatever you
want, don't get caught.” One can detect organizational crime by analyzing the ethical
behavior of a business over a broad spectrum of behaviors. 1. These businesses take
advantage of human weakness. Philosophically speaking they are "eristic businesses
therefore look for errors in the client’s speech or behavior. A few small businesses and
corporations have their crimes down to a science. They know how the human biological
clock works, what people anticipate and expect. They know how a person will misread a
label or a contract. 2. Such a business characterizes themselves by leading the client to
false expectations. Sometimes clients don't even realize they have been duped. For,
example a person may never know their insurance agent sold them a "marginalizes
policy" because they never file a claim. An investor may never know they were sold POC
stocks until the market takes a turn downward. 3. These business network with many
other like minded businesses. They refer "marks" (i.e. naive buyers) to each other by
giving their friends glowing references. 4. In crime, "more is never enough.' Like a
person with an unbridled appetite for food criminals know no limits to their greed. In
this respect the client will be worn down and fatigued into compliance if they object to
the terms of service or warranty of a product. 5. The blustering of criminal enterprises
can be quite intense if the business so chose to use this tactic. This blustering can be
subtle to near violence. 6. Dissemination of confusing terms is many times evident
when dealing with criminals leading a client to the genuine feeling they need an expert
to tell them how to spend their money. 7. Criminals have a concealed contempt for
honest people which many times is detectable in doing business with them. Here, there
is no attempt to do business in an ethical way. Organizational crime is not limited to
small businesses; it is ever-present in corporations and large companies as well. Since
organizational crime tends to operate in the shadows and gray areas of the law a
system of ethical analysis is all the more an important tool to ferret out businesses that
systematically fleece the public using unethical and illegal means.

Note:

. Constructive Provocation

. Leading the Client to False Expectations
. System Houses

. Blustering

. Disembedded Cultures

. Shared Cultural Values
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Overbooking

unedited 11/30/08

sometimes necessary to sustain abusiness
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Overpowering the Client
(Steamrolling)

Note:

Over powering the Client

Arbitration clauses.
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unedited 11/30/08

Over sizing

Over sizing occurs when products are packaged in
odd sizes. To visualize thisthink of the common AA
battery used is all types of electronics. If they were
packaged in quantities of three and five, there would
always be an extra battery. This can be frustrating to
the buyer who now must manage a single battery that
more easily becomes |ost. The creators of the product
have anticipated this and hope to increase sales by
odd lot packaging. While keeping track of asingle
battery might not be much of a problem, keeping
track of small hardware items from a big box store
might be all but impractical.

Constructive knowledge

Constructive taking

Value

Super sizing Over sizing is not super sizing because
in super sizing the customer has a choice between

regular packing on oversized packaging

Level of Frustration
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Oversold

To be oversold isto be subtly guided into areas that
are likely to be awaste of time and money. The
consumer needs to be alert to the practice of
overselling because it is an important clue to assess
the ethicacy of abusiness. Normally thisis seen by
businesses as an innocent act. But if you are ssmply
wasting money and churning up expenses it become
an ethically questionable practice.
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Owing Up

see mistakes, sometimes you cannot
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Paper Chase

A apaper chase occurs when aclient or business
person enters into a written contract. A very cunning
player will strategically move paper around to
confuse the other person. A customer will sometimes
attempt to remove a crucial piece of paper from a
contract without the contractor knowing it. Either the
business person or the client might strategically omit
signing a particular contract to gain leverage over the
other party in aplanned dispute.

Copyright © 2008
Dianic Publications
Berkeley, California
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Partner ships

Sooner or later amismatched partnership, like a
marriage, goes sour. There is aways a partnership
with one partner accusing the other of throwing them
out or diminishing their authority. Here a sort of
Darwinian law operates at the level of survival. While
some partners are genuinely cheated out of their share
of the business others are removed because they are
incompetent or inefficient. Here the two people arein
arelationship only a single person is assuming the
work and planning. It is a bad partnership because
one of the partnerships will not carry their weight.
Not carrying ones weight can be seen in the following
example. There was a furniture shop in Portland
Oregon where a creative person developed aline of
furniture. He bonded together with atight group of
friends and built the business. His employees began
to depend on steady work that had afuture. But the
owner did not pay attention to business and the
enterprise began to fail. By deceptive means they
forced the owner out ssimply to assure their own well
being. They rescued the businessbut in real timeitis
difficult to find alot of fault with the employees.
Technically, yesthiswas unethical, but isit really?
But, if apartner does not contribute and instead
obstructs the flow of businessit would seem time for
abreak up. Here one partner frustrates the other
provoking him to higher emotions where greed can

seepin.

The real estate partnership is one of the most
visible places cheating goes on in partnerships. Hear
area estate agent, property manager, or investor
partners with another person who iswilling to do all
the physical labor of restoring a house. This sort of
thing goes on even where both parties have invested
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the same amount of money. Restoring housesis
exhausting and sometimes a disappointing
experience. There are cost overruns and fights with
the other partner. The working partner must make
decisions on their own only to find out later the other
partner does not want to pay for the extra work. What
looked like a great partnership in the begriming goes
bad because one person isinvesting al the time and
money and the other is not. The investor consciously
or unconscioudly "fatigues" the other partner. The real
estate market slows down. After awhile the person
doing the work sees their profit disappear and wants
out. For the investor or agent it is ssimply awaiting
game. They know that in afew years the full value of
the house will return and they can rent the housein
the mean time.
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Passive Dishonesty

Misleading the customer or client in a passive
way. Marking products in a supermarket with
signs that appear to be associated with the
product in the vicinity, but are not. People
associate proximity and words wrongly in a
predictable way thus a dishonest merchant can
take advantage of the buyers confusion and

impulse to just grasp the merchandise to make a
profit.

. Leading the Client to False Expectations
. Deception
. Eristic
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Patter ns of Behavior

Part of the task of a comprehensive ethical evaluation
of abusinessis discerning whether or not there are
patterns of unethical behavior that cluster in a certain
way. One unethical act does not define the ethicacy
of abusiness.
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Per missions

Asking permission is arequired protocol of a
civilized system. Forcing a client to pay for
something they do not want or need crosses a
boundary that can be the seed of resentment, conflict
and retaliation. It can be highly profitable for a
business to ssimply do what they want to do without
asking permission, but thisis atactic that certainly
diminishes the reputation of the business and impairs
it from ever redlizing its full potential as abusiness
because of reactions in the community. It is common
for business people to take the approach that "it is
easier to beg forgiveness than ask permission.” In
practice, with time, this approach tends to be self-
serving, predatory and insensitive. People get hurt,
they are overcharged, and abused in many ways.
Fundamentally asking permission is a boundary
problem. Aswith boundary issuesthe IP or Initia
Point of Conflicts arise when their is a boundary
violation. Moreover, violating boundariesis highly
unprofessional as evidenced in the practices of "rough
trade" businesses. The unauthorized crossing of
boundaries violates a person's autonomy and right to
decide for themselves. Thisiscalled coercion and it is
a highly unethical business practice. In criminal
system players simply take what they want without
consideration for the people they are dealing with.
They do it believing they can always get away with it.
S0, abusiness must question which way they are
going. Are they simply going to exploit people or be
socially responsible and respect boundaries. An
aggressive business person might not think what they
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unedited 4/28/08

Spirit of sale

When a business person is offering goods or service
their words carry an emotional context or spirit.
Customers understand words but they are also
sensitive to nuance, emotion and personal assurances
the job will be agood job. A small business with a
good reputation for quality and fairness has the
additional obligation of delivering goods and services
of like kind and quality as before. For example a
caterer has built areputation for providing good of
high quality for areasonable price yet still more
costly than average. A convention for adolescent
skateboarders has contracted the services of the
caterer to provide food for lunch. Normally the
caterer used only organic fruits and vegetables.
Seeing an opportunity to make an extra profit the
cater buys non organic vegetables. After all in their
thinking these are young people who would not
appreciate the quality anyway. At this point the
business switches from being one that is cultivating a

clientele for one that is hunting for a quick buck. see
hunting and farming.

Spirit of sale: Another aspect of the spirit of asale
regards the tactis of the customer. If the customer is
extremely annoying, manipulative, belligerent or non
responsive the spirit of the business person to perform
iIsimpacted. As ethical as businessis conflict and bad
behavior impacts the ability of abusinessto be
forthright, honest and ethical. Mathematical game
theory describes an ethical strategy in these types of
situations. It is called tit-for-tat. Once the spirit of a
deal isgoneit isall about there isleft to guide
business. There are hazards of the tit-for-tat theory
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spirit of sale

and that is the survival of abusiness and the
emotional health of its employees can be scarred by
conflict in away that affects other transactions. The
fully ethical business recognizing thiswill ssmply
refund monies owed even if the customer is unaware
they are eligible for the refund. Being ethical isaso
about a survival strategy to conserve energies for
truly important problems. It isincumbent for a
business not to get into a conflict in the first place by
recognizing signs of trouble in the first place and
carefully dealing with problem clients. This does lead
to aform of enlightened discrimination, but
sometimes necessary discrimination.

The ethical description of thisistransaction is
complex. You are not helping the longevity of your
long long reputation by degrading the food for short-
term gain. This question the rationality of your
decision, do you really need the money. If you need a
windfall profit to avoid bankruptcy it would be
understandable. Degrading your product for more
money does not seem reasonable if long term gains
will be thwarted. Good businesses have standards and
a self regarding duty to acknowledge those standards.
When a business conceals from itself that it is
lowering its quality and standards there arises an
ethical split in the business. Having standards does
not mean you cannot change them, but if you do, you
do so in away that it benefits the business to survive
a short term emergency or the long term health of the
business. Business decisions are best made on reason
and not greed.
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Staging

Staging: setting up a business environment in away
that expresses all the symbols of a good business and
its products. Staging is an accepted part of selling a
house. Here the realtor brings designer furniture into
the house that isto be sold. But, there are many other
darker uses of staging to trick a prospective buyer
into a sale. Staging helps convey professional
competence and a good image. It involves carefully
planned dramatic presentations that are done over and
over until they are refined to a science. Staging plays
on the client’s emotions. The science of staging
seduces the mind and emotions to cooperate with the
business whether or not they are offering good work,
something of value, or areliable product. Used car
dealers have a saying about staging; “If it don’t go,
chromeit.” That isto say if you have abad car polish
it, clean it, and chrome the wheel rims and other parts
to make impulse buying easier.

. Salting
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unedited 4/28/08

Standards of Industry

Include informal standards, customary practices.
Cheap but not fully disclosed

Vaue

Standards of Industry
Professional standards
Customs

Personal Standards

Standards dicticated by governement

file:///C)/Users/Sarah/Desktop/business/S/standards.htm [3/3/2009 3:14:34 PM]



steering

unedited 4/28/08

Steering

An unethical practice of steering the client away from
value and towards greater profits for the business
while increasing the risk to the client. Insurance agent
commonly do this. They will steer their clients
towards marginal insurance companies that offer
great mark-ups for the agent. The marginalizes policy
offer few benefits. An auto insurance company for
instance might insert the provision that an auto is
fully covered except for "Acts of God." Thus, when
the policy holders carsis swept away in afreak flood
it is not covered. The marginalizes policy might

require the lowest bid on damage to avehicle and
might even require repairsin a shop that does not do
good work. Thistype of steering is pulley for profit.
Thisisaninitia point of conflict becauseit sets are
three parties fighting for their interests.

Another type of steering is the insurance agent who is
steering thelir clients towards buying more expensive
policies that cover the auto owner very well. Thereis
little more profit for the agent and a great value for
the client.

Deception
L eading to false expectation

Initial point of conflict
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Blowback
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Unedited 10/16/08

Home

Stocking Parts

A person goes to the hospital emergency room
because they are having a heart attack. The surgeons
need to put in a stent to clear an artery. The surgeon
asks for asize eight stent. The reply comes back that
thereisno size eight in stock. They hand him asize
ten and he says that is too large. Then they give him
two size four's and he approves of them for usein
surgery. When the patient gets the bill for the stents
they cost $8000 each or $16,000. No effort was made
to go to a store room to get the proper size and no
effort was made to have emergency supplies on hand.
In this very real example the hospital profits
handsomely for not properly managing their stock of
stents. This scenario is played out time and again
millions of times a day around the world. Although
the sums of money are much smaller businessfail to
keep adequate stocks of parts and materials and turn
around and charge their customers for special parts
runs and extralabor to remedy the problem. A
plumber comes to your house to install some
plumbing for a dishwasher. He is charging you for
time by the hour and the cost of materias. In the
interim he makes several tripsto the hardware store to
get parts to get common parts that any plumber would
have on histruck. Here again the business is being
rewarded for bad management and the bad
management will continue aslong asthereis a profit
init. Honest business people in this situation simply
do not charge the homeowner for time spent getting
parts the ordinarily should carry on their truck. When
the plumber signed up for the job they had plenty of
time to shop for all the parts they needed. And in this
example the parts they needed were so common they
should have had ample supplies on their truck. If this
Isan isolated case of not having parts on hand thereis
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little evidence that anything unethical has transpired.
But, if the plumber frequently makes trips for parts
while on ajob week after week and year after year the
tactical under stocking of parts should be considered
exploitative and unethical behavior.

. Bad Management
. Inefficiency
. Over Pricing

Copyright © 2008
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Unedited 5/26/08

Home

Story Telling

Sometimes the client isawilling fool. What they
want is a good story they can boast about. Here a
trades person builds themselves up as the best for
miles around. They are the best mechanic in the city,
the best dentist around, the best architect and so forth
and so on. An antique dealer might cite how educated
they are, how worldly they are and how many years
they have been in the business. Some clients gravitate
to the best story tellers asthey go through lifein a
bubble, living out aromantic dream of the world in
which they surround themselves with the finest
people around. Thisis problematic to good business
people who, in order to compete, are forced to play
the story telling game. Obsessively ethical people
simply will not get involved in story telling which
places them at a competitive disadvantage. In
darwinian ethics such people are considered fools and

legitimate prey.

. Darwinian Ethics
. Fools

Copyright © 2008
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Straight Shooter
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Unedited 5/18/08

Stripping Away Value

When a business person strips away valuesin a
product or service they are invariably doing so to
make a profit they would not ordinarily make. Here
they are constructively decelving their customers and
clients by offering the symbols of products and
services, but not actually delivering on the substance
of those products and services. Marginal insurance
companies, for instance, strip away the values of a
policy by salting the contract with hidden exclusions
to the point they are offering the symbol of a policy
but not the substance. Thisis ahighly profitable tactic.

. Sanatizing

. Bleaching

. Fumigating

. Deception

. Constructive Fraud

"Stripping away value' *Numi Tea sfc 5/18.08
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unedited 4/28/08

Struggle

In rare cases business owner's make it a policy to
withold as much values and consideration from their
clients as possible. Here businessis seen more as a
sport than a serious undertaking. Theclient is
unnessarily put through hoops and hurdles while the
business does their "power dance”" witholding
consideration from the client. Thisinflicts
considerable damage to a client's emotions and anger
in ways that could have been avoided. In this respect
the power dance is less than respectal or ethical. Here
the object of business focuses on a business building
their own personal sandbox to play in rather than
pursing growth and profits. The approach to business
here is hunting rather than farming.

Manipulation
Games
Having an Agenda

Hunting or Farming

Mismanagement
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Survival Ethics

Survival ethics concerns unethical actsthat are
committed in the name of surviving abusiness. One
cannot reasonably expect an honest business person
to use their ethics against themselves. If they did the
unethical would more likely survive and the ethical
will fail in business. Thisiswhy one must be
reasonable when evaluating the ethicacy of a
business. see ethical evaluation Few businesses are
likely are likely to have a clean evaluation sheet.
Thereisapriority to thingsin business ethics,
businessfirst for short term survival** and ethics
second for long-term survival. Thisto say that in rare
cases business people break the rules* to survive.
Many business people can be found who justify
unethical acts in the name of survival. But, on closer
examination of their claimsit is often found that the
reason they are not surviving isthat they persistin
running a business based on short-terms needs, with
no long-term plans to survive. They are badly
managed businesses. And, bad management is no
justification to steal from the public. New businesses
are not created with good management practicesin
place. But, here these businesses make a concerted
attempt to make right their bad management practices
asthey grow. If unethical actions become routine
those actions should be considered away of life, not
practices inspired by a"bump in the road." see
mismanagement

Applied Survival Ethics
What sets business ethics apart from conventional and

classical ethicsis survival ethics. Doing businessisa
serious undertaking. Business owners sometime have
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their entire life savings tied up in abusiness. Business
decisions that they make must be prudent, relevant
and practical. This does not leave much room for
amorphous ethical theories that raise doubt about
their actions at every turn. When decisions must be
made thereislittle time to sit around and split hairs
concerning right and wrong. If ethical reasoning is
not clear concerning right and wrong one cannot it
cannot expect its tenets be embraced as business
policy. For example, what is a security firm to do
about making sure its employees are honest and
trustworthy. Are they to aggressively check up on
their employees, invading their privacy, or lets things
go until acrime or security breech is detected? The
flush out the good and bad employees, can the
business owner tempt the employee with products and
money left lying around, or isthere downside to
tempting workers? If acompany is selling security it
istheir job to make sure there are no inherent
weaknesses in not only their products and service but
aso in the behavior of their employees. So a
proprietor leaves an extraten dollarsin thetill to see
if the employee reportsit. Yes, thisis entrapment. But
to act on aword in away that changes policy is not
practical or reasonable. Here you have a theory of
entrapment, that isincomplete at best, deciding
matters of money and business survival.The idea of
entrapping criminals working within the business
structure isto get rid of them early on before they
compromise aclient's interests. For, example an
employee selling or giving away aclient alarm access
codes. If aperson isso morally weak as to be tempted
by taking an extraten dollarsin the till or even a box
of writing pens what will they do later unobserved?
Small signs often lead to an escalation of activities
into crime. Some people believe there are no rules,
only what you can get away with. Would you want
such a person working in a security firm you hired to
protect you? So, utile conventional ethical reasoning
can provide tan gable answers to wright and wrong,
hairsplitting questions of ethically should stay in the
background of business.
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Theideathat survival can be an excuse to do

guestionably unethical deeds hasits limits. Poorly
managed businesses use survival as areason they
bend the rules and cheat people. These business make
it away of life to skirt reasonably ethical practices
opting instead to embrace predatory tacticsto raise
the bottom line. Business owners do bend the rules
from time to time when their businessis at risk of
going under. Overcharging and padding time cards
can occur but in the end the business survives, no one
isreally hurt; and the infractions were brief and never
repeated. The consumer bears some responsibility
here because of the consumer principle of "buyer
beware." If the business they are dealing with shows
signs of going under it isincumbent on them to be
extrawary. When the buying public does its part to
constantly hold business people accountable it has a
moralizing affect on subsequent business practices.
Being a naive shopper encourages morally weak

businessmen to prey on them.

. Mismanagement
. Learning Curve

Notes:

*Thisisnot to say it isright, but in some
circumstances necessary.

** |f abusiness is focused on short terms
survival it might be thought of as running a
scam, not a business.

Mismanagement
Patterns of improvement
Convergence

Risk can take ones attention to ethical issues.
When a business must navigate carefully
through abusiness deal or risk legal action
ethical consideration take a back seat to doing
business
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Tactical Ignorance: Mismanagement, not
keeping aware of feedback, failing and
excusing oneself for cheating.

temporary tactics reveal lucrative ways of
making money changing the ethical nature of a
businessif kept up.
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Home

Sweetheart Deals

Copyright © 2008
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unedited 4/28/08

Swept

A process wherein aless experienced (or less
cunning) business person is outfoxed by a more
experienced one. There are two parts to being swept:
1. Not paying attention to the details of business, and
2. Greed. The person who is swept has entered into an
agreement that of all appearances |ooks very
lucrative. It is so lucrative the inexperienced
businessman neglects to carefully define his or her
termsfor fear of losing the deal. What follows are
billings that suddenly meet the resistance of the more
experienced person. In the end the deal turns out to be
more of a hassle than a profitable one. Thereis not
necessarily any conscious intent in the savvy persons
mind to manipulate the less experienced, it just works
out that way. It would be difficult to say they were
unethical in any way. There are ssmply masters and
grandmaster's of business. Here the maximum "do
business in a business like way" has been violated by
the inexperienced person leading to conflict and loss
of profits. The dangers of sweeping a business person
isretaliation for what another person believesisarip-
off. This could start a dangerous cycle of violence
and legal actions that continue to drain the energies
and resources of the less experienced person. One
must recognize the realities implicit in the business
world, some businessmen are hierarchal higher than
others and this should be recognized and honored if a
person isto succeed in business.

Note: Part of the reason there was a problem here was
that greed crept into the actions of a business person
who was following the money instead of wise
business practices. What has happened is really their
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fault.

The way to deal with the more experienced is
professionally.
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Unedited 2/15/09
Home

Swiping Tactics

Swiping is something that happens so fast aclient is not able to respond appropriately. A
contractor for example has awife who works in alarge office who promotes his company.
Another woman working in the office hires the contractor. The contractor takes advantage of her
using swiping tactics. The client wants aroom added to the house. The contractor says he will
draw up aset of plans ostensibly to show her. Instead he takes the plans to the city building
department and get a building permit without showing her the plans. He asks payment of $2000
for the plans. Sheis so struck in the moment she cannot respond or complain because she has a
relationship with his wife that could be threatened if she hastily says something inappropriate. In
reality the plans took the contractor less than three hours to draw up making the value of hiswork
$660 an hour in a profession that is paid less than a hundred dollars an hour. It could be said that
the contractor has swiped her, overpowered her, taken liberties and price gouged her.

Note:

. Pressure Tactics

. Intimating

. Overpowering Tactics
. Taking Liberties

. Gouging
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Unedited
12/13/2008

Sympathy & Kindness

There are two things that can get a business person
into trouble financially. 1. being overly sympathetic
towards the customers and clients, 2. being overly
kind. Buying and selling is a serious game to some
people. Here, the object isto get something for
nothing, or at least very little. One of the tactics
customers use to extract extra consideration from
business people isto "make their problems, your
problems." For example, a customer walks into a
donut shop and orders a dozen donuts. The amount
owed is $9 but they only have $8. They "hem" and
"haw" going through a wide spectrum of emotional
utterances to elicit some sympathy from the seller.
The shop owner is sympatric to the customers plight
and lets the donuts go on the promise the dollar will
be repaid. The customers problem is that they did not
come prepared with money and they are attempting to
make their money management problem the shop
owner's problem. Now, collecting a debt, however
small, isthe problem of the seller. Experience shows
that there are a significant number of default to be
expected to conduct business on the basis of
sympathy. The shopkeeper has a self-regarding duty
to seek areasonable profit for every donut sold. He or
she may rationalize that giving away money isaform
of advertising but they are setting their business up
for failureif such give-away's continue. It isa
fundamental business ethic that a "business person
does businessin abusinesslike way." It isafact of
life that, more often than not, kindness and sympathy
are taken for a sign of weakness. Weakness invites
exploitation. The biological fitness of abusinessis
determined by a shopkeeper's ability to stay distant
from his or her customers problems.
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Nice Girl, Nice Guy Syndrome.

Failure to recognize a balance between profits and
social responsibility must be maintained. If there are
to be nice people surviving in business they must take
upon the responsibility of unpleasant tasks like
making money. Making money makes some people
i, thus they tend to be overly nice and flounder asa
business. In Darwinian terms people who obsess
about being nice are the unfit. Although they are
moral, they never gain enough success in society to
make necessary changes. Thus, in theory, evil
triumphs at the expense of good. All for the lack of
attending to one's self-regarding duty to survive.

Kindhearted people tend to undervalue their work.
The problem with undervaluing is that it runs counter
to one’s self-regarding duty to survive abusiness. If a
business person repeatedly under values their work
they run the risk of "burnout.” A product or service
has a certain value whether or not the business person
thinks the priceis excessive. Over many years,
undervaluing will lead the business to fail. It will
cease to flourish and perhaps go out of business.
When growing abusinessinitsinitial stages,
maximizing profits are essential to one's ultimate
success. People grow old and lose much of their
youthful vitality. If they have wasted their time giving
away money they rob themselves of afuture success.
In short, misplaced sympathy and kindness is bad for
business. The merchant must ask themselves “would
the client they are benefiting feel so inclined to give
them money if they were in atight spot worthy of
sympathy? No they would not be so inclined is the
answer.

Thefitness of a businessit put at risk if the
business owner involves themselvesin ideol ogy,
politics, and religion. It is common for new business
ownersto take the ideological stance that capitalism
Is somehow wrong; that making a profit is bad.
Growing a successful business (a professiona ethic)
depends on reaching a balance between the need to
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make a profit and a need to be a respectable and
caring member of society. To thisend ethical codes
serve to be a guide to that balance.

. Business Chess

. Intimating

. Professional Ethic

. Self-Regarding Duty

. Doing Businessin aBusiness like Way
. Under Valuing Work

. MSS"Misplaced Sympathy Syndrome"
. Targeting

file://ICJ/Userd/ Sarah/Desktop/business/S/sympathy_kindness.htm (3 of 3) [3/3/2009 3:14:41 PM]



system houses

Unedited 7/7/08

System Houses

A system house is a business that has reduced every
aspect of that business to a science. Every possible
avenue of making a profit is explored. Little attention
ispaid to what other businesses are charging for the
same product or service. What matters is knowing the
limits of human tolerance to pay a premium on goods
or services. Here, apremium is paid to advertisers.
This gives the business a steady flow of new
customers. The businesses reputation under these
circumstancesis not what drives business. It is
advertising. It is not uncommon that a plumbing
company might spend $50 per customer in
advertising costs. A system house works best when it
is providing an emergency service such as plumbing
or electrical. Customers are willing to pay outlandish
prices when they need something now. System house
practices are ethically questionable because they
gouge the customer with prices an ordinarily
unhurried homeowner would not pay if given timeto
pick and choose atradesman. There are precedents in
law and social custom concerning gouging such as
lumber yards gouging homeowners who are facing a
hurricane. They need plywood to board up their
houses. The cost of a sheet of plywood might be $40.
But, with a storm approaching a gouging lumber yard
might get $200 a sheet.

SHS-1 System Houses. An example of such a
business is one that charges two to three times the
normally high price of service. If the high end for
plumbersis $150 an hour*, the system house will
charge from $300 an hour to $450 an hour. The
hourly rate is not reveled up front in most cases.
Instead, prices are quoted from alist of charges that
have been carefully considered in advance. Key to the
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operation of a system house is maintaining a
professional appearance. Every single detail of
appearances is taken care of. This extends to
tradesmen putting on shoe coverings when walking
through the client's house. Every protocoal is followed
and every work spoken is made with decorum. Here
the client has no complaint that any indiscretion has
occurred. The work is above average and the system
house SHS-1 delivers work to the client to their
expectation or above their expectations.

*Note: Average costs for professional plumbers run
less than $100 an hour.

SHS-2 System Houses. Similar to the above
description except that fraud and deception play an
important role in doing business. Clients who are not
savvy are charged more than other clients. While the
charge book might list putting installing a facet at
$450 labor, the unsavvy client might end up paying
$600 labor.
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Unedited January 28

Tactical Ignorance

Tactical Ignorance exists when abusiness person is
making a profit by keeping themselvesin the dark asto
professional requirements, regulations and customs.

A general contractor has carpenters wire a new house.
There are several code violations in the finished product
pointed out to them by an electrical contractor who
happensto be visiting the site. The general contractor
responds by saying "what do you expect, | am a general
contractor not an electrician." But, the code violations
saved the builder a significant amount of money by using
these wiring practices. Thisis a situation where a business
person is putting a good face on bad work pleading
ignorance. It is not in the interest of some business people
to know the rules, they only want to know what is
profitable. Ethical business people have the desire to know
the rule factually. The house builder isreceiving a
professional rate on his electrical work and should be held
to the professional standards of an electrician. See
constructive knowledge.

Mismanagement: Keeping out of the loop of feedback

. Feedback Denial
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tactical inefficiency

Unedited 5/18/08

Home

Tactical I nefficiency

Having inefficient employees can sometimes be a
profitable circumstance. The construction industry
and the service industry are rife with incompetent or
under skilled employees being sent out on jobs
represented as fully qualified journeymen. When a
jobisbeing billed out as"Time & Materials' the
homeowner must pay the service provider for all time
on the job. This meansthat if the service provider or
tradesman must frequently go to the supply store for
parts the homeowner pays for their lack of planning
and stocking materials. If the tradesman is
inexperienced the homeowner again pays for
tradesman's learning on the job. So, an unscrupulous
company can churn up more billable hours using
marginally qualified personal than it can with fully
trained personnel.

. See Efficiency

Copyright © 2008
Dianic Publications
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Unedited 11/9/08
Home

Tactically Ignoring

There is diluting in most types of business. The issue here is the degree to which the
diluting is done. When a person dilutes a product or service they decrease its "value." A
business offering a premium produce or service does not dilute its value; however, they
charge a premium price. A company may offer a premium service but dilute it by
working rapidly rather than carefully as the words premium service imply. Other
examples might include a homeowner who hires a contractor to build their house only
to find that he used marginal products in the construction of the house. The contractor
diluted his or her product by buying factory seconds and cheap materials. An insurance
broker might dilute his policies in order to make the insurance look competitive. On the
"front side" of the transaction the policy holder thinks they are getting good insurance.
On the "backside" of the deal the buyer finds she is not fully covered when submitting a
claim. A restaurant might dilute the quality of their food to make extra profit. The idea
behind diluting is that most customers will not notice the difference. Disreputable
business people believe that no harm is done if no one notices.

Small businesses can compete for the consumer dollar where large companies cannot.
They many times offer more value because their level of dilution is minimal compared
to the "optimizing" company that has a very high overhead.

Note:

.
& [8
= T

o
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Taking Advantage
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unedited 4/28/08

Taking Liberties

Taking liberties is when a business person takes
controls of the details of atransaction without
keeping the client appraised of small and large details
of the transaction. Taking liberties can become the
initial point of conflict even among friends. Here the
client gives adetailed description of what they want.
The client might, in thisinstance, write down specific
items for a project they want purchased and installed.
The business person, however, goes about his or her
own way and buys what they wish.

Going about your own way is a shortsighted way of
doing businessif ones goal isto succeed in business.
The short term profits are good and sustainable but he
business person runs the risk of legal action, loss of
friends, conflicts, stress, and along-term reputation as
aquality business. If asmall appliance store engages
a customer for a new washing machine but deliversa
more expensive one it is the business person who
profits not the buyer, thus for positive ethical
evaluation of a given transaction, the businessis
required to update the buyer at the time a more
expensive machine is to be substituted.

Overpowering
Fatiguing into compliance

Greed

file://IC}J/Userd/Sarah/Desktop/business/ T/taking_liberties.htm (1 of 2) [3/3/2009 3:14:44 PM]



taking liberties

Insensitivity

overreaching
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unedited 4/28/08
Taking Responsibility

In the service sector accidents happen and estimates of costs miss their mark. Business is a profit andf
loss situation but some business people lose badly. If a contractor has made a mistak in his estimate of
building costs he might make up for the shortfall by cheating the client, using shoddy materials and
haistly constructing a building mising the fine details of quality carpentry. Another example might be
when abuilder drops a hammer on a new bathtub and chips it without mentioning to the owner he did it.
Instead, when asked whether he new anthing aboiut it he points the finger at the low paid workers of a
subcontractor (going sideways).

An ethical business takes responsibility for their actions. In practice there are situations when a business
person simply cannot take responsibility for avariety of reasons. Customers that have a predisposition to
become irate and exaggerate the extewnt of damage, do not engender the cooperation of business people.
To many business peopleit arare circumstance, but for others not taking responsibility isaway of life.

all about wining

ethics about fairness and equity

Owing up
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The Human Condition
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Theory

Social organization moves from self-serving
predation towards more enlightened forms of self-
interest and social cooperation.
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Theory of
Business

Ethics
Social
organization
moves from
self-serving
predation
towardsmore
enlightened
forms of self-
interest and
social
cooper ation.

Ethical standards derive from business problems of
the past. They are areflection of what works and
what does not. Standards are a good thing as they
help businesses maintain long-term profitability and
stability. A peaceful business climate helps
productivity and profitability. Good management is
an essential ingredient in running an ethical and
profitable business. If abusinessis poorly managed it
perpetually operatesin acrisis state in which rules are
bent and broken in the name of a company's survival.
The first order of businessin asmall businessis
"doing businessin abusiness like way" with an eye
on building afuture for the company. If a business
person does not act professionally he or she can be
exploited by friends and customers. They can easily
be drawn in to legal problems and employees can
more easily take advantage of the chaos and drive a
business into the ground. Once the short-term needs
of abusiness are taken care of ethics becomes an
important consideration. A significant amount of
businessis generated by word-of-mouth referrals.* It
Isimportant then that one's reputation in the
community is well-maintained. One simply cannot
appear to be an honest businessman they must also be
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honest to a certain extent. In "real time," however,
businesses cheat and bend the rules for many reason.
Some reasons are more legitimate than others.
Businesses will cheat because it is customary for
example, to knowingly mix good fruit with bad and
sell the mix as high quality produce. Real estate
agents and escrow companies tactically conceal
significant facts from their clients until the last
minute when the client is least able to complain.
These business standards are what are called
customary ethics. Customary ethics deal with waysto
bend the rules in an acceptable way without harming
a businesses long term stability and profitability.
They are, however questionably ethical practices.

What customary ethics saysto abusinessisthat it
Is good to put profits before people emphasizing
profitability so long as you can get away with
ethically questionable actions. Thus, wizened advise
from successful business people might encourage a
struggling business to think more of profit and less of
principles. Thereis no doubt that maintaining high
principles can stunt business growth and profitability.
But, regjecting ethical consideration in such away
harmfully adds to a climate of cheating that existsin
every corner of theworld. In the very long-term it is
desirable to have societies become more civilized,
less predatory, and more peaceful. Civilization
building becomes stagnant in aworld that will not
recognize that what has been acceptable will not build
a better world in the future. There is some separation
in this respect between the ethics of the moment, and
the theory of what should be in the long-term.

The theory of business ethicsis not so far fetched
to be impractical in the moment. Actions discernibly
Inspire consequent reactions and even overreactions.
Once the fighting begins a business is losing time,
money and energy that they could be using to build a
business. So, cheating isnot all desirable asit looks.
Here a business person is endlessly beating their
heads against the wall becoming jaded, insensitive,
and more corrupt al the while, not to mention health
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issues that go along with maintain such stress. Being
professional following the rules can minimize
conflicts to the point they rarely exist, giving the
business person an opportunity to focus on their
business and grow it larger and faster than some of
their competition. Crime does pay, cheating does give
businesses an advantage, but most people are likely to
find running a business professionally and ethically is
the better path to take.
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Tolerance
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Tough Choices

The difference between most philosophical
approaches to ethical reasoning and real-time ethics
can be seen in the idea of tough choices. When
making a tough choice there is adown side to any
avenue of resolution a person makes. An "outside
observer" is not aways in agood position to moralize
on the decision acted upon. Political and business
leaders make decisions based on years of experience.
In that time a system for making good choicesis
worked out. Thus, when the time comes to make a
tough choice the decision is affected not only by
reasons in the context of the present but also by a
system of ideas worked out in the past. Thereisa
science called "mathematical game theory." One of
the earliest puzzles mathematicians worked on was
the "prisoner's dilemma." The problem with an

analysis such asthisisthat it is shortsighted and
lacking in detailed information concerning real-time
decisions. In other words mathematical game theory
oversimplifies the complexity of real-time decision
making. When a professor is sitting in his or her
office they have nothing to lose pronouncing on
ethical decision-making. The business leader, on the
other hand, has their career at stake, their reputation,
their financial future and so forth. They have a duty to
their business to reasonably produce a profit putting
idealism aside in tight situations. Simply because a
decision is atough one does not give licence to abuse
idealism. So, when analyzing abusinessit is best to
draw up a profile of decision making instead of
basing the ethically of abusiness on one decision. It
iISvery evident in an evaluation weather or not a
business tends to be ethical in its decision-making.

M ost-peopl e occasionally weigh in on the side of self-
interest, but it is not a habit of reasoning.
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Tough Customers

There is a unique twist to the ethics of tough
customers (TC) when they deal with tough
businessmen. There is a cultural connection
between the two. The rules of engagement are
fairly well known. A very real example of this
was a person who was working on a car that
needed the cylinder head replaced. It cost about
two-hundred dollars at a wrecking yard. The
customer paid for the cylinder head with a check
that bounced. The wrecking yard owner, not to
be outdone, sent a crew over to retrieve the
cylinder head. They opened the hood of the car
and unscrewed all the bolts holding the cylinder
head and took it with them. You would think the
owner would call the police, but one knows in
this cultural context that when dealing with
tough people, violations of the law can escalate
exponentially if one wants to fight back.

When an ordinary person attempts to get tough
with a tough businessman, things can backfire.
Ethics goes out the window leaving "might is
right" as the decider of events. TC's evolve in
society because there are so many business
people that are intimidated by them. Chiseling
concessions out of of business people works for
a while but sooner or later the TC collides with a
tough business person, or TB, who can deal with
them in a most unethical way. Theoretical ethics
at this point gets a little dicey. Is one to have
much sympathy for the TC that they have been
unethically treated? Another example might be
the gambler who goes to a Las Vegas casino and
writes a check for $20,000. The check bounces.
When the Casino tries to collect the TC hires a
lawyer. Little does the lawyer know that casino's
take their debts seriously? First, are heated
conversations between the lawyers. After a
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while it becomes obvious to the casino that
there is not going to be a reasonable settlement.
The lawyer begins to be physically harassed to
the point he is forced to stop representing the
client. What has happened is that the lawyer has
come between a TC and a TB whose cultural
code is "might is right."

Getting involved with people who have criminal
connections is not the best choice sometimes.
This is called wisdom.

. Extraction
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Tough Customers

There is a unique twist to the ethics of tough
customers (TC) when they deal with tough
businessmen. There is a cultural connection
between the two. The rules of engagement are
fairly well known. A very real example of this
was a person who was working on a car that
needed the cylinder head replaced. It cost about
two-hundred dollars at a wrecking yard. The
customer paid for the cylinder head with a check
that bounced. The wrecking yard owner, not to
be outdone, sent a crew over to retrieve the
cylinder head. They open the hood of the car
and unscrewed all the bolts holding the cylinder
head and took it with them. You would think the
owner would call the police but one knows in
this cultural context that when dealing with
tough people, violations of the law can escalate
exponentially if one wants to fight back.

When an ordinary person attempts to get tough
with a tough businessman, things can backfire.
Ethics goes out the window leaving "might is
right" as the decider of events. TC's evolve in
society because there are so many business
people that are intimidated by them. Chiseling
concessions out of of business people works for
a while but sooner or later the TC collides with a
tough business person, or TB, who can deal with
them in a most unethical way. Ethics at this
point gets a little dicey. Is one to have much
sympathy for the TC that they have been
unethically treated? Another example might be
the gambler who goes to a Las Vegas casino and
writes a check for $20,000. The check bounces.
When the Casino tries to collect the TC hires a
lawyer. Little does the lawyer know that casino's
take their debts seriously? First, are heated
conversations between the lawyers. After a
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while it becomes obvious to the casino that
there is not going to be a reasonable settlement.
The lawyer begins to be physically harassed to
the point he is forced to stop representing the
client. What has happened is that the lawyer has
come between a TC and a TB whose cultural
code is "might is right."

. Extraction
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Home TRD

Trading

Businesses sometimes trade other businesses for goods and services. One of the
enjoyable nectars of business is having a good trading partner. But, like any relationship
it can be exploited by cunning people. The attitude of some traders is that they take
wholesale and give retail in return for a trade. Since a trade is difficult to enforce there
is a tendency by cleaver people to "deal down" the trade. They do this by making
themselves unavailable when their trading partner needs them. They become difficult to
deal with and make a succession of excuses putting of the time when they might pay
the debt. The ethics of trading regards the degree of intent both partners had when the
deal was made. If a person has a history of not repaying debts in a spirited way it is not
likely they ever had any intent of fully repaying their trading partner.

Note:
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Transparency

The cornerstone of an ethical businessis
transparency. If the businessis selling factory
seconds they are visibly marked as seconds. If an auto
repair shop has overbooked repairsit tells subsequent
customers there will be adelay getting you car back.
Some businesses tell the customer exactly how much
their mark-up is, but not telling is sometimes awise
business practice. For the most part a transparent
businesstellsit likeit is. One benefit of this practice
isthat the customers have little excuse to complain
when things go wrong.
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Truth

If you cannot understand what a person istelling you it probably not true.* If your customers cannot
understand you, you may not be telling the truth. It is easy for a business person to slowly begineto
concele the truth of the terms and costs of atransaction. It just creeps up on business people, and it isa
natural part of doing business. As abusiness person become more sucessful they become overwhelmend
with the work at hand. Every now and they business people need to make a course correction and a
return to there personal standards. Those standards may have been the source of a person’s sucess and to
undermine them or cheapen them might mark the demise of the business. It is not as bad for one to lower
their standards, but to deny that a change is occuring can exacerbate a sprial into more serious ethical
corruption. To slowly begine to corrupt the truth runs counter to professionalism, doing businessin a
business like way and aviolation of one's own personal ethic.

Accretion
error Accretion

*Judge Judy's statement. To her the truth is simple and clear. When defendands begin to complicate their
responses, she believes, with plenty of experience, that only a partial truth, or no truth at al, is being told.
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Types of Businesses

Types of Businesses

Mom & Pop

Here the owners call the shots. These types of
business more often than not are socially responsive
to the needs and sensitivities of the community. A
mom & pop businessis so closely integrated into the
nearby community that thereis little room for
deceptive and dishonest business practices. Their
pricing is not cost analyzed.

Sole Proprietor

Here the owner sets business policy. The success of
the businessis tied to the reputation the business
grows in the community. Sole proprietors who work
in the trades are distant from the moral scrutiny of the
neighborhood and therefore have more opportunities
to deviate from acceptable ethical standards. The
pricing of materials and labor is not cost analyzed
while in some cases it might be arbitrary and
opportunistic.

I nformal Business

Many times a small business that isjust starting up
tries to build a reputation in the community by
presenting themselves as friendly and responsive to
the customers’ needs. The pricing is not arbitrary but
it can vary from customer to customer as the business
owner’s gives special consideration to each of their
clients.
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types of businesses

CA, Cost Analyzed.

A cost analyzed businessis aformal business that
systematically organizes the pricing policy. Here, the
goal of business revolves around profits not
necessarily about people. Nothing can be said about
cost analyzing except to point out the nature of the
intimate relationship between the buyer and seller has
changed from that of an informal business.

RCA Radically Cost Analyzed

A radically cost analyzed business aggressively
maximizes the profit for each sale. Here "charge what
the market will bear" determines the price. Profits
weigh heavily on thinking to the point the client or
customer might feel used and in the future seek out a
more customer responsive business. When savvy
consumers are looking for an auto repair shop they
are careful to note how detached and distant the
businessis to their needs. From experience
consumers learn the downside of radically cost
analyzed businesses.

RCA-2 Radically Cost Analyzed with upward
growth

These radically cost analyzed business tend to be
socially responsible business that charge alot for
their products or labor but reliably deliver a service or
make good on defective merchandise. Thereisa
reasonable balance between profits and people.
Customers often go away with afeeling of great
satisfaction while being quite aware of the expense of
the product or service. They charge a premium and
deliver premium products and services.

RCA-3 Radically Cost Analyzed with a downward
spin

Criminal enterprises generally fit this category. The
guiding principleis "charge what the market will
bear." Bait and switch advertisements are often
evident. Padding time cards and charging for
materials not delivered are also evident. The owner
and employees remain somewhat distant from the
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customers feigning friendship while betraying the
trust they build in their client base. Such businesses
are often mismanaged forcing them to justify bad
behavior in the name of survival.

FB-C Family Businesses with tiesto the community
FB-E Exploitive Family Business

Note: Many categories to be added this year
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Types of Businesses
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CA Cost Analyzed

RCA Radically Cost Analyzed

RCA-2 Radicaly Cost Anayzed with upward growth
RCA-3 Radicaly Cost Analyzed with a downward spin
FB-C Family Business with ties to the community

Note: Many categories to be added this year
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Undervaluing

Part of the "nice guy" or "nice girl" syndrome NGGS.
A form of buying social acceptance or away of
affirming one's moral worth. Here the person’'s moral
code may be so high they are unable to survivein
business for long. Thereis atheoretical problem with
this because in allowing themselves to go out of
business because they don't want to tarnish their high
values they assure the survival of devious and
predatory business people. This goesfor all aspects of
business and it is a reason why an outside observer to
a business cannot be too harsh in their judgment of a
business person trying to make it, but who sometimes
breaks the rules.

. Kindness & Sympathy

. Self-regarding duty to make a profit and
survive

. Giving Away the Store
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Understaffing
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Unfair Advantage
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Unpleasant Duties of a Business

At times of the operation of a business one must
perform unpleasant tasks. To not do them would be
unprofessional and detrimental to the operation of a
business. collecting money is one of these tasks.
Being firm about getting paid is unpleasant but
necessary. It seems somehow uncivilized to demand
payment in harsh terms but it isafact of lifein
business. Confronting other business and holding
them accountable is unpleasant but if a person is not
firm and demanding at times they are seen as weak
and exploitable by opportunistic businesses. IP points
are established here when one does not follow
through with necessary tasks. Conflicts escalate and
profitsfall.

Collecting on Invoices

For some small business owners collecting money is
one of the hardest tasks they face. Artists and trades
people tend to focus on their work. Collecting money
iIssuch a"low-minded" task they tend to put it off.
The problem is, that if you put off billing it becomes
harder to collect to the point the client denies the bill
isowed. This becomes a point of conflict, or IP that
could have been avoided.

. Mismanagement

. Self-Regarding Duty to make a profit
. Initial Point of Conflict

. NiceGirl, Nice Guy Syndrome
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The Evolution of Ethics attempts to construct a conceptual bridge betweenUntitled Document biology

and human behavior by examining the cultural and biological feedback system that inspires the
evolution of socia rules. In theory, at the heart of developing ethical systemsis a cybernetic process that
arises between the interaction of biology and culture using the informational feedback between the two
to further human adaptation and survival.

1 Ethics merges with science in cybernetic ethics. This book presents a credible theory of how the
evolution of ethical systems can be linked to science and mathematics. Cybernetics in this context means
informational feedback in dynamic systems that sustains or redirects a behavior. Cyberneticsis an
important building block of biological adaptation and a prior condition to its existence.

2. When the subject of ethics arises, reasonable people often ask, "Who isto say what is right or
wrong?' When ethical development is viewed as a science, it is not so much who'sto say an action is
morally right or wrong, but rather "what isto say an action is right or wrong," defined by inherent
limitations of the physical and psychological worlds that make it impractical or imprudent to pursue
certain behaviors, attitudes, or methods of reasoning regarding personal circumstances. There are
reasons why ethical systems evolve. They guide people away from pain suffering and death and redirect
their activities toward peace, prosperity and productivity. Rules of conduct bring order to societies
making them more efficient and sustainable.

3. In cybernetic ethics the underlying principle of human action is the survival of the human species.
This principle shows itself in the smallest details of life. Individual survival, family survival, and
national survival are all subcategories of the principle of human survival. Within that context rule
systems such as legal codes, moral codes, traditions, and customs all are directed towards human
survival. The fact that there are many moral systems reveals a compartmentalization of social systems
which adds another dimension to "human survival. The principle of survival explains the relationship
between ethics and altruism, an important theoretical problem in ethics. Altruismis an integral part of
human survival. When people work together towards a better world it increases the survivability of the
human speciesin ways that working towards ones own selfish interests cannot.

4. Thereislong-standing belief that all moral knowledge isinherent in the words of alanguage. This
ideais reflected in the "is-ought dichotomy" of David Hume and the "naturalistic fallacy" of G. E.
Moore. Thisthinking leads to the belief that human experience does not play an important role in the
development of ethical language. For example, if millions of people are injured or killed by the excesses
of drinking alcohol and driving an automobile one cannot reason by the formal logics of Hume and
Moore that one "ought not" drink and drive. This because formal ethical reasoning stresses an analysis
of the language, and not scientific facts or experience. In meta-ethical thinking, drinking while driving is
neither right nor wrong. M eta-ethics concerns statements about right and wrong behavior while
cybernetic ethics concernsitself with actions involving right and wrong actions. The language of
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conventional ethics cannot describe the complexities of ethical evolution. (See the article Why Ethics
Belongsin the field of Science and not Philosophy.)

5. Cybernetic ethics does not necessarily clash with religious belief. For example, adultery to areligious
person might seem "wrong" because it goes against the command of God. On the other hand, adultery
might also be reasoned to be "wrong" by amoral scientist in a secular way. A scientist might draw their
conclusions from the science of conflict analysis. Such an analysis probably would spell out, in an
understandable terms, how adultery violates the law of efficient action and therefore should be
discouraged as generative human behavior. Thisis because human social systems must also be stable
systems to survive in the long-term, therefore, efficient action is an important factor in deciding human
conduct. The scientist and the religious believer do have common interests. link to stable systems.

file:///CJ/Userd Sarah/Desktop/businessUV/update.htm (2 of 2) [3/3/2009 3:14:55 PM]



upfront

unedited 4/28/08

Up Front

Direct and transparent in a businesses dealings with
the public. Such as, "we do good work, but we are
expensive. We cannot tell you at this time how much
your engine will cost to fix, but experience saysthat it
might cost from $850 to several thousand dollars.
There are other people who work on engines cheaper
that we can refer you too, but you get what you pay
for."

An example of what is not up front isatypical rental
car agency that says "We can rent the car you want it
will be $50 a day plus $20 a day for insurance if you
want it." The customer agrees, buys the insurance and
drives off the lot unaware there is a common
exclusion on the insurance agreement that excludes
damages caused by 'Acts of God.' The driver drives
into afreak storm and the car is swept away by a
flood. They are out $20,000 because the car was not
covered. The rental agency was not up front about a
very important detail in the rental contract. The
customers expectation was that when you buy
insurance, you have insurance, and it was very
expensive insurance at that.

Being up front means you are not concealing
something weather you are an experienced shopper or
an inexperienced on, the good serviceis the same.
Concealing information is a characteristic of a
predatory business. This does not, however, mean
concealing the actual cost of goods and services or
revealing the markup on merchandise.
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