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ABSTRACT

A study of the Ethical and Moral values held by Registered Valuers in New Zealand. This paper forms part of
a series being developed by the authors, dealing with different sectors of the real estate industry within the
same cultural setting, as well as across different cultural settings.

This study utilises a self-administered survey questionnaire to measure five constructs adapted from those
developed by Harris (1990). The constructs are concerned with Deceit, Fraud, Coercion, Influence Dealing,
and Self-interest, and are multi-layered in the survey instrument.

The results indicate differences between respondent’s beliefs and values based upon differences in age,
valuation experience, education, type of employment, and relating to whether they had taken a professional
ethics course or not.

INTRODUCTION

Registered Vduers or Redl Estate Appraisers, and others working in the commercia world are often subjected
to pressures that may result in acompromise of accepted ethica behaviour.

This paper examines the ethical vaues of Registered Valuersin New Zedand. Five congtructs, or domains, of
ethics are examined. The congtructs are; decelt (deceitful practice), fraud (fraudulent activities), coercion
(coercive power), sdf-interest, and influence dedling. The congtructs are adapted from those developed by
Harris (1990) and alow investigation of respondents ethica vaues. The paper reports on the differences that
various demographic factors may have upon vauers ethica vaues. Variables such as gender, age, vauation
experience, and type of work performed are considered.

The study measures ethica vaues usng multi-layered congtructs, versus a common methodology of treating a
range of ethical values as a single construct reported as a single, additive score. For each congtruct there are
three different vignettes or scenarios, for atota of fifteen vignettes. This multi-layered approach dlowsthe
anaysis of specific areas of ethicad vauesin which there are satisticaly significant differences.

Page 1



Seventh Pecific-Rim Real Estate Society Conference —Hoyt et dl.

THEORETICAL FRAMEWORK

Although professiona property or redl estate organisations have developed codes of ethics to which the
members are expected to subscribe] there has been little empirical research pertaining to ethicsin redl estate.
The mgority of writings on real estate ethics have been descriptive and often included case studies, or
examples of ethicd issues. For example, Real Estate I ssues, published by The Counsdllors of Real Estate
(1994), devoted an entire issue to ethics in red estate, dl articles being descriptive. Sharplin et. d (1992) wrote
on the concept of ethics for property managers. Hurley (1996) wrote an essay on changes in the regulatory
environment and ethica demands placed upon red estate appraisers. Similarly, books pertaining to ethicsin
red edtae, such asLong (1995), Pivar and Harlan (1995) and Roulac (ed.) (1999) follow the descriptive and
case study format.

Empirica studiesinclude Allmon and Grant (1990), who used voice stress analysis on real estate sales agents.
They found that 20% of the respondents gave stressed responses to ethical questions, which implies they either
broke the code of ethics or were uncomfortable with it. Sayre et. d (1991) found that for ethical code
violations, femae red estate licenseesin Cdifornia are not penaised any less severdly than maes and that
females have less unethica violations than men. Long and Gugliemino (1994) administered atest of ethica
judgment, the DIT (Defining Issues Test) to red edtate licenseesin Florida. The DIT was origindly developed
by James Rest (1979) “as a measure of mora judgement based on Kohlberg's CMD (Cognitive Mord

Deve opment) theory” (Wright, 1995,18). Long and Gugliedmino’'s (1994) results indicated thet licensees are
ethicaly immature compared to other professonas. The data dso revealed no relationship between the DIT
test scores and gender, age, years of red estate experience, redl estate income, or forma education. Okoruwa
and Thompson (1994) found that the higher the income level, the more likely thet ared estate agent will *“bend
the rules’ to close atransaction. They also found that female rea estate agents are less likely to “bend the
rules’ than male agents. Nelson (1995) studied ethica behaviour complaints against red estate licensees and
found no getigicaly sgnificant differences for age and experience and the disciplinary actions of probation
and license revocation.

1zzo (2000) utilised Rest’s DIT in conjunction with his own RES (Red Edtate Survey) score, an industry
specific DIT measure. 1zzo set out to compare the responses of Redl Estate sdespeople in Cdifornia, where
ethics education is mandatory, with those of their counterpartsin FHorida, where no such compulsion exists.
Izzo found no statigticaly significant difference between the responses of the two groups, and concluded that
“the value of compulsory ethics education as an intervention to improve the mord reasoning of red estate
practitionersis highly questionable’ (2000, 234). However, his survey sample was not randomly selected
being respondent self-sdlected, and was additiondly smal relaive to the “ populations’ of sdespeople in the
two States. These factors may have had a significant effect upon the vdidity of the results.

The property industry is one that provides many opportunities for vauers to face ethica conflict on the job.
Valuers are in aposition where they represent not only their principd, but often aso known or unknown third
parties. Thisplacesvauersin apogtion of potential ethica conflict. Furthermore, snce many vauers earning
potentid is dependent upon the leve of fees they generate, there may be potentia to bend ethical behaviour in
order to please clients and generate vauable repeat business. As Ferrdl and Gresham (1985) point out,
opportunity strongly influences ethica behaviour and can override ethica beliefs. Allen and David's (1993)
finding, that high persona and professiond vaues rdated to professona ethics diminished when ethica
dilemmas were experienced in the marketplace, supportsthis.

! For example, codes of ethicsin such organisations asthe New Zealand Property Institute, Real Estate Institute
of New Zedland etc.
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Hoyt (1998), and Hoyt and Schwer (1998) were the first to gpply the current measure to the ethical beliefs and
vaues of red estate industry professionals. The first of these studies focused upon Licensed Red Estate
Appraisers (Vauers) practising in the State of Nevada, USA and the second on Redl Estate Salespeople
licensed in Nevada. Both papers reported differences in response based upon differences in gender, and
position within the firm, but interestingly not depending on whether or not the respondent had completed a
professond ethics module or not.

These studies are based upon amode developed by Harris (1990) to measure specific ethica domains (deceit,
fraud, etc) in contrast to the DITs more generalist measure of mora development. Harris developed and trialed
the model on asingle firm, an established regional organisation with a hierarchica structure and “clearly
defined code of corporate ethics’ (1990, 743) in place. Unlike the later studies of Hoyt (1998) and Hoyt and
Schwer (1998), no dtatigtically significant difference was found for gender, but hierarchy within the
organisation was identified as significant, just as the Hoyt (1998) and Hoyt and Schwer (1998) results

indicated. Results of this nature have also been generated by other studies using models based upon tailored
scenarios or vignettes. Examples include Dawson, (1997), and Lund (2000) in sdes and marketing, Hoffman
(1998) with listed company managers, and Bacur and Hisrich, (2001) comparing managers with entrepreneurs.

In summary, empirica data pertaining to the study of ethicsin the property industry is generdly lacking.
Therefore, this study seeks to add to the literature on real estate ethics and identify areas that need to be
emphasised in the ethical education for valuers.

RESEARCH METHODOLOGY

Fifteen vignettes, three for each of the 5 constructs of (1) fraud, (2) coercive power, (3) influence dedling, (4)
sdf-interest, and (5) deceit, were assembled into a self -administered survey questionnaire. Each vignette was
accompanied by a5 point Likert-type scae, requiring respondents to indicate their level of approva or
disapprova of the scenario described in each vignette.

To ad understanding by respondents, the vignettes were tailored for loca use. Thisrequired only minor word
changes from the origina instrument used in the Hoyt (1998) and Hoyt and Schwer (1998) studies.

Research Objective

The specific objective of this research isto determineif datisticaly sgnificant differences exist in the ethica
values of individuds operating as Registered Vauers in New Zealand based upon differences in:

. Age
Gender

1
2
3. Levd of education

4. Levd of vauation experience

5. Type of work undertaken

6. Employment type

7. Income

8. Membership of professona organisaions

9. Coverage by Professiond Liability Insurance (PLI)
10. Completion of a professond ethics module

Research Administration

Participants in this study comprised dl Property Vauers holding Registered Vauer status with the New
Zedland Property Ingtitute (NZP1). With assistance from the NZPI, 1480 questionnaires were mailed out to
this group in January 2000.
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A covering letter with the questionnaire explained that the research was amed at seeking information on
property industry practices. As an incentive to responding, three cases of wine were offered under a specia
prize draw.

The mailing produced a response of 619 useable questionnaires, for a response rate of 41.7%. Thisisagood
response rate compared to those in the studies of Hoyt (1998), 31% and Hoyt and Schwer (1998), 19%.

Demographics

Of those responding, 557 (92.7%) identified themselves as male and 43 (7.3%) asfemde. The ages of
respondents were grouped and the largest age group represented was 36 to 45 years (32.4%) followed by 46 to
55 years (30.1%). 78.3% of respondents were over 36 years of age. The mgjority of respondents have a
tertiary qualification being either an undergraduate degree (71.1%) or technical college qudification (22.6%0).
Twenty-four respondents (4.2%) hold an advanced degree. An approved undergraduate degree has been the
minimum educational requirement for gaining registration as avauer in New Zealand since 1980.

Despite the mgority of respondents being over 36 years of age, 31.2% have had 10 years or less experience as
vauers, 30.8% 11-20 years experience, and 38% more than 20 years experience. 554 (90.4%) respondents
identified themselves as registered valuers and 59 (9.6%) as near registered valuers. 33.6% of respondents
work predominantly in residentia vauation. 45% of respondents indicated that they were sdf-employed with
the next largest employment category being Government agency (12.7%) followed by consultants (11.7%).

All respondents belong to the NZPI and a number (23.6%) to additiona professiona organisations such asthe
Red Estate Ingtitute of New Zedland (REINZ) and the Property Council of New Zeadland.

Members of the NZPI and REINZ are expected to subscribe to defined professiona standards and codes of
ethics. The NZPI has additionally mandated that al registered valuers take the Ingtitute’' s 7 hour Professiona
Practise and Ethics Module before 2002 as part of their continuing professiona development requirement
(which is 20 hours per annum).

69.8% of respondents indicated that the length of their last professiond ethics course was 4-8 hours and 70.4%
of respondents had undertaken a professiona ethics course within the last 3 years.

Analysis

The fifteen vignettes used in the study are presented in the appendix.” The five constructs and vignettes used
by Harris have been tested and reported upon in previous studies. (Harris, 1990; Harris, 1991; O'Clock and

Okleshen,1993; and Okleshen and Hoyt, 1996). The integrity of each of Harris constructs was retained, but
the vignettes for each construct rewritten to correspond with Situations pertaining to the rea estate industry,
and to contextudise for the New Zedand environment.

Each congtruct (deceit, fraud, coercive power, self-interest, and influence dealing) has three different vignettes,
oriented toward real edtate sdles, vauation, and lending. The red estate industry is sufficiently interrelated for
individua participants to be knowledgesble in the basics of each of the three areas (sdes, vauation and
finance) and thus should have some familiarity with the concept addressed in each vignette.

The three vignettes in the questionnaire for each congtruct are identified as follows: deceit as A, B and F; fraud
asC, N and O; coercion as D, Jand K; self-interest as G, L and M; and influence dedingasE, H and I. A
response to each vignette was requested using a 5-point Likert-type scae, with 1 indicating the grestest
gpprova and 5 indicating the greatest disgpprova. The responses to the three vignettes for each construct are
summed, resulting in a possible range from 3 (most gpprova) to 15 (grestest disapprova).

On arange of 3 to 15 the mid-point, or point of indifference, is 9.00.

Authorisation for use of the questionnaire for studies by Hoyt was obtained from Harris.
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RESULTS

The means and standard deviations for the five constructs are presented in Table 1.

TABLE1

CONSTRUCT MEANS AND STANDARD DEVIATIONS

Congtruct Mean Standard Deviation
Decat (n = 611) 11.76 2.30

Fraud (n = 616) 1376 130

Coercion (n = 611) 1111 245

HAf -Interest (n = 606) 0.09 240

InfTuence Deding (n = 605) 709 2.66

Of interest is the observation that the greatest level of disapprova isin the area of fraud (13.76) and the
greatest level of gpprova isin the area of influence dedling (7.09). An andlysis of these five constructs and
various demographic variables follows.

Table 2 presents the means and standard deviations of the respondents by gender, using a 2sample, t tailed, t-
test with sgnificance at the 5% leve.

TABLE?Z
GENDER
Congruct Mae Femde
(n=543t0 553) (n=421t043)
Decat 11.75 11./9
(t=-012 (232 (213
Fraud 13.76 1555
(t=075) (1.80) (169
Coercion 1113 10.65
(t=2125 (2.46) (2.15)
H>f -Interest 7.09 7.05
(t=-012 (269 (2.38)
Influence Dealing 9.07 912
(t=011) (240 (2.18)

* 2-sample, 2 tailed, t-test, statistically significant @ 5% level
Standard deviation in parentheses

The results show that female valuers as a group, are no more concerned than their male counterparts on matters
concerning deceitful actions, fraud, coercion, sdf-interest or influence dedling activities. Thus, we find there

isno gatigtica difference between the femae and male vauers. Thisisin contrast to the findings of Harris
(1990) who found a sgnificant difference in the salf-interest construct, and Hoyt (1998) who found significant

differencesin influence dedling and self-interest constructs for US Vauers.

A sgnificant difference was indicated for two of the constructs, fraud and coercion, depending on respondents
level of education. An anaysis of responses by education is presented in Table 3.
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TABLE S

EDUCATION

Condiruct Some or Polytech or Incompleteor — [Tncomplete Masterate or
high school | professiond complete graduate PHD university
(n=6) qudlification undergraduate | degree Degree

(n=123-129) degree (n=H) (n=23-24)
(n=398-404)

Deceit 11.50 11.76 1171 10.40 1247

(F=1.07) (2.74) (2.46) (2.25) (219) (1.56)

Fraud™ 1433 1416 1356 T4.00 1375

(FF2.92) (1.21) (145) (1.84) (1.73) (2.40)

Coercion*® 1333 11.44 10.84 10.40 1150

(F=3.19) (1.86) (249 (245) (261) (211)

Xt -Interest 8.33 142 0.65 (.25 (.25

(F=154) (399 (269 (261 (2.50) (259

Influence Dedling | 11.50 9.06 8.5% 840 929

(F=1.90) (2.26) (2.37) (2.3 (119 (2.96)

ANOVA gatigticaly sgniticant @ 0.05 level
Standard deviation in parentheses.

In the area of fraud, the highest levels of disgpprova are among those with *some or high school” and

‘polytech or professiond qudification’. A smilar trend is evident for coercion (although the measure for
‘masterate or PHD university degree’ holders exceeds ‘ polytech or professiond’). The ‘some or high school’
and ‘ polytech or professional qudification’ groups would generally represent older members of the profession
as it has not been possible to obtain registered vauer status without the minimum qudification of an
undergraduate degree since 1980.

This hypothesisis further supported by comparison on the basis of age. Table 4 demonstrates that for al but

the deceit construct, age of the respondent is a significant variable (2sample, t tailed, t-test with significance at
the 0.1% leve). Generdly, the older the respondent the higher the level of disapprova expressed for the

scenarios presented.

TABLE4
AGE
Condiruct 1835years [36-45years [46-55years 56-65years [ Over 65 years
(F129-132) | (n=194-198) | (n=176-183) (n=75-77) (n=19-20)
Deceait 11.80 1155 1194 1160 1225
(F=1.08) (212 (2.39) (2.27) (2.34) (299
[Fraud™** 1421 1359 1401 14.35 14.70
(F=8.37) (183 (199 (162 (122 (0.73)
Coercion™** 1153 1104 1111 11.93 1210
(F=4.90) (229 (247) (254) (2.15) (2.59)
Hf -Tnteres™* 6.69 6.76 7.35 756 9.00
(F=5.29) (2.37) (262 (2.64) (2.86) (310
[nfluence Deding™** | 8.44 886 9.26 981 111
(F=8.64) (221) (2.3 (2.24) (2.64) (2.84)
*** ANOVA gdatisicaly sgnificant @ 0.001 leve

Standard deviation in parentheses.
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Thistrend is further evident in the measure of vauation experience indicated by respondents. Table 5 shows
gatigticaly significant differences exist for the fraud, coercion, and influence dedling constructs depending on
the respondents experience as avauer. Generdly, the longer the respondent has been practicing, the less
tolerant that person’s response to examples of fraud, coercion and influence dedling.

TABLES
NUMBER OF YEARS PRACTICED AS A VALUER
Construct 0-9 years 10-19 years 20-29 years 30-39years | Over 40 years
("=129-132) | (n=194-199) (n=176-183) (n=75-77) (n=19-20)
Decait 1177 1194 11.72 1153 1161
(F=0.51) (214 (2.24) (244) (2.29) (320
[Fraud™* 1353 1359 1374 1433 1428
(F=3.66 (1.70) (1.95) (192 (121) (1.27)
Coercion® 10.78 1121 10.82 1164 1217
(F=3.17) (2.37) (2.48) (253) (2.37) (2.46)
SAf -Tnterest 6.87 6.95 710 7.76 783
(FF2.04) (247) (2.63) (2.58) (2.95) (343)
Influence Deding*™ |8./5 904 901 950 1033
(F=2.60) (213) (243) (2.242 (252 (3.00)
ANOVA gatidticaly sgniticant @ 0.05 level

** ANOVA datidicdly significant @ 0.01 level
Standard deviation in parentheses.

Although income is somewhat correlated to age and experience, our analysis reveded no significant difference
among the congtructs for different levels of income.

There were no sgnificant differences found involving the time since the respondents had taken a professiona

standards or ethics course or the length of such a course (less than four, four to eight hours and over eight
hours) for any of the five constructs. However, analysis shows that respondents who had completed an ethics
course were more gpproving of self-interest scenarios than respondents who had not taken such a course.
There were no significant differences found between these two groups for any of the other constructs. Table 6
records the results of this anadysis.

TABLEG
TAKEN PROFESSIONAL ETHICS COURSE

Congiuct Ye&s (=172 NG (= 18- T5)
Decait TL7T TL77

(F=0.08) (2.54) (2.20)

Fraud 1389 370

(F=1.37) (1.64) (1.87)

Coarcion TLIT TTIT

(F=0.00) (2:31) (253)

SHF Teres” 723 603

(F= 459) (2559) (2.69)

Tluence Deding 90 10

(F=0.55) (2.38) (2.42)

* ANOVA gatigicdly sgnificant @ 0.05 leve

Standard deviation in parentheses.

Page 7




Seventh Pecific-Rim Real Estate Society Conference —Hoyt et dl.

Respondents were asked if they had Professiond Liability Insurance (PLI1). 487 (78.3%) indicated that they are
covered by PLI and 123 (19.8%) that they are not. We found no significant difference (2-sample, 2 talled, t-test
with significance at the 5% level) between those who have PLI insurance and those who do not in dl of the
congtructs except Fraud. Respondents who did not hold PLI indicated that they were significantly less tolerant
of fraudulent behaviour than those with PLI insurance at the 0.1% level. Thisindicates that having such
insurance may alter the tolerance for unethica practices. The results of thisandysis are shown in Table 7.

TABLE/
HOLD PROFESSIONAL LIABLITY INSURANCE
Construct Yes (n=47/2-4(/) No (= 122-125)
Decait 11.77 1160
(F=0.54) (2.35) (214
[ Fraud™*~* 1364 1431
(F1.37) (1.89) (118
Coercion 10.08 1121
(F=0.28) (2.50) (2.29)
HAf -Tnterest 717 6.87
(F=F121) (2.70) (2.55)
Influence Dedling 913 8.80
(FF111) (2.45) (217)

***ANOVA gatigicaly sgnitficant @ 0.001 level
Standard deviation in parentheses.

Focusing on type of employment, significant differences were found for the deceit and sdf-interest constructs
depending on respondents’ type of employment. Respondents employed as va uers were less tolerant of self-
interest than those employed in the lending/finance, insurance, consultancy or in Government agency
(including State Owned Enterprises (SOE)), and those employed in the lending/finance sector were more
tolerant of the scenarios described in the deceit vignettes than others. Table 8 shows the results of this
analysis.

TABLE®S
EMPLOYMENT
Condruct Af- Lendingor [Government | Conaultant |Life Refired or
employed or | finance agency or (n=71-72) |insurance other
employed | sector SOE (n=17-18) | (n=23)
valuer (n=73) (n=77-78)
(n=335-346)
Decat” 11.87 11.75 11.99 11.93 12.25 222
(F=3%9) (232 (2.36) (2.15) (2.33) (2.08) (1.91)
Fraud 13.82 13.86 13.39 13.77 13.89 13.83
(F=0.83) (1.64) (1.57) (2.22) (204 (1.49) (2.01
Coercion 11.23 11.18 10.75 11.00 11.12 10.52
(F=0.78) (2.47) (2.35) (2.44) (2.55) (2.15) (2.50)
A -Interest” 7.38 6.40 6.9 6.22 704 7.10
(F=2.26) (2.70) (2.33) (2.58) (251) (2.80) (2.66)
Influence Deding | 9.32 871 881 8.75 844 J0%!
(F=1.78) (2.38) (2.23) (2.29) (2.57) (2.83) (2.16)

ANOVA gatisticaly sgnificant @ 0.05 level

Standard deviation in parentheses.
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Andysis falled to measure any significant difference based upon vauers primary vauation work (greater than
50% of income earned) whether residential (n=371) or other (n=188).

CONCLUSIONS

Of the five ethical congtructs (deceit, fraud, coercion, sdf-interest, and influence dealing) viewed by the
registered vauers, the greatest disapprova of situations involves fraud. The levels of disapprova were then
followed by deceitful practices and coercive power influences. Of interest is the approval of situations

involving sdf-interest and influence dealing, which supports earlier studies by Harris (1990), Okleshen and

Hoyt (1996) and Hoyt (1998). For registered valuers, the acceptance of these types of activities may reflect the
independence generdly associated with the vocation. The fraud, coercion and sdf-interest constructs are the
predominant constructs (three out of six each) showing statistically significant differences when eva uated

using various demographic factors. These are followed by the influence dealing construct with three out of Six
datisticdly significant differences.

The finding that male vauers are no more tolerant than female vauersis contrary to the Hoyt (1998) and
Harris (1990) studies which both found a difference for the self-interest construct and Hoyt additionally for the
fraud, coercion, and influence dedling constructs.

Age, experience and education were identified as Sgnificant variables dthough there is intuitively some
correlation between these variables when gpplied in the context of this study. Generally, the older and more
experienced a respondent the less tolerant he/she will be to an unethica scenario. Although in a different
commercid sector, Lund (2000) aso found age and education significant in his study of marketing
professonds. Thisfinding reflects the mora development of individuas hypothesised by Kohlberg in his
CMD theory.

Our finding that respondents who have undertaken a professiond ethics module are more inclined to respond
positively to sdf-interest scenariosis of concern both for those delivering professona ethics modules and the
professona organisations promoting them. The insignificant differences measured for the other constructs
may aso be of concern indicating that attitudes toward ethica behaviour are not influenced by the ethics
oriented courses required by professiond organisations.

Another finding of concern isthe statistically significant difference measured between those with PLI and
those without with respect to the fraud construct. The results indicate that respondents with PLI are more
tolerant of the fraudulent scenarios than those without.

This study has identified some areas in which there are significant differencesin ethical bdiefs among
registered vauersin New Zealand. The study should be replicated in other sectors of the property industry in
New Zealand and there are also further opportunities to undertake cross cultural comparisons with sectors of
the property industry in the USA and other countries. Loca and/or regiona influences may impact upon
vauers ethicd beliefs differently. Differencesin ethica beliefs may have an effect upon the interaction of
property participants. Being aware of and resolving any differences can assist in building relationships of trust
between those who use vauers and other property professionals and those property professionds. Findly,
athough this study indicates (with the exception of sdf-interest) that professiona ethics courses may not
significantly affect ethica behaviour, it hasidentified areas of ethical behaviour that need to be emphasised in
exiging professona standards and ethics courses.

Page 9



Seventh Pecific-Rim Real Estate Society Conference —Hoyt et dl.

REFERENCES

Allen, Jeff and Duane David, “Assessing Some Determinant Effects of Ethical Consulting Behavior: The Case
of Persona and Professona Vaues,” Journd of Business Ethics, June 1993, 12, 449-458,

Allmon, Dean E. and James Grant, “Red Estate Sdles Agents and the Code of Ethics. aVoice Stress
Andyss” Journd of Business Ethics, (1990), 9, 807-912.

The Counsdlors of Red Estate, Real Estate | ssues, December 1994, 19:3.

Dawson, Ledie M., “Ethical differences between men and women in the sales profession”, Journa of Business
Ethics August 1997, 1143-1152.

Harris, JR., “Ethica Vaues of Individuds at Different Leves of the Organizational Hierarchy of a Single
Firm”, Journa of Business Ethics, (1990) 9, 741-750.

Harris, JR., "Ethica Vaues and Decision Processes of Business and Non Business Students; A Four Group
Study,” Journd of Legd Studies Education, (1991) 9, 216-230.

1zzo, George, “ Compulsory ethics education and the cognitive mora development of slespeople: A quas-
experimenta assessment”, Journd of Business Ethics, (2000), 28, 3, 223-241.

Bucar, Branko, and Hisrich, Robert D., “Ethics of business mangers vs. entrepreneurs’ Journal of
Developmenta Entrepreneurship, April 2001, 59-82.

Hof fman, James J., “Are women reglly more ethica than men? Maybe it depends on the Situation” Journal of
Managerid |ssues, Spring 1998, 60-73.

Hurley, Nedl, “Ethics and Ethical Behavior in the Property Vduation Profession,” The Appraisal Journd,
April 196, LXIV:2, 125-128,

Long, Deborah H. and Lucy M. Guglidmino, “Are Red Estate Agents Redly Unethica? A Study of the
Ethica Reasoning Ability of Florida Redl Estate Licensees,” unpublished paper Florida Atlantic University,
July 1994

Lund, Daulatram, B., “An empirical examination of marketing professona’s ethica behavior in differing
Stuations, Journd of Business Ethics, April 2000, 331-342.”

Nelson, Walt A., “Empirica Measures of Ethicsin the Redl Edtate Industry,” paper presented at the annud
meeting of the American Red Estate Society, March, 1995.

Nevada, Adminigtrative Code, Chapter 645, 1997.
Nevada, Red Estate Brokers and Salesmen; Qualified Intermediaries, Revised Statutes 645, 1997.

O'Clock, P. and Marilyn Okleshen, "A Comparison of the Ethical Perceptions of Business and Engineering
Mgors," Journd of Business Ethics, (1993) 12, 677-687.

Okleshen, Marilyn and Richard Hoyt, "A Cross Culturad Comparison of Ethical Pergpectives and Decison

Approaches of Business Students: United States of AmericaVersus New Zealand,” Journal of Business Ethics,
(1996) 15, 537-549.

Page 10



Seventh Pecific-Rim Real Estate Society Conference —Hoyt et dl.

Okoruwa, A. and A. Frank Thompson, “An Empirica Analyss of Redl Estate Brokerage Ethics,” paper
presented at the annua meeting of the American Real Estate Society, April, 1994.

Sayer, Shay, Mary L. Joyce and David R. Lambert, “Gender and Sales Ethics: Are Women Penalized Less
Severely Than Their Mde Counterparts?” Journa of Persond Selling and Sades Management, Fall, 1991,
X1:4, 49-54.

Sharplin, Arthur, Share R. Premeaus, Mary Jo Binning, and Lawrence F. Worley, “Business Ethics: A Primer
for Managers,” Journa of Property Management, September-October 1992, 57:5, 42-45.

Wright, Michadl, J. “Can mord judgement and ethical behaviour be learned? A review of theliterature’,
Management Decision, (1995), 33, 10, 17-28.

Appendix
Note: original formatting has been removed from the following:

BUSINESS PRACTICE QUESTIONNAIRE

The following situations describe some aspect of property business practice. Please evaluate each scenario and respond
with your degree of approval or disapproval of the described action. A scale similar to the following will be provided
after each scenario:

Approve X Disapprove
approve some indifferent some disapprove
approval disapproval

Please indicate your response by placing an " X" in the space that best describes your fedings regarding the
scenario explained as shown in the example above. Note, thereis no “right” or “wrong” response.

A. Veritable Vauation Associates advertises that Registered Vauers do al property vauations. Advent
has severa unregistered graduates on the staff who actudly perform and write most of the vauation
reports, athough the reports are signed only by one of the Registered Vauers associated with
Veritable.

Approve Disapprove

approve some indifferent some disapprove
approval disapproval

B. Reliable Red Estate Mortgage Brokers has observed that a recent increase in interest rates has
resulted in alower volume of redl estate loans made and areduction in profits. Reliable estimates
this Stuation will continue for the next 3to 5 years. Although Reliable can survive with lower profit
margins, management believes that they can maintain earlier profit levels by adding supplemental
charges to some of the existing processing fees, for example: solicitor’s fee, credit report, house
check report, document preparation fee, and loan processing fee.

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval
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Doug Watson is aregiona manager with afranchise red edtate firm and is responsible for sdlesin
three offices. With salary and bonuses, his annua take home pay averages $77,000. Doug has made
apractice of supplementing his salary by at least $3,000 by padding his expense account. He
rationalises this behaviour by saying that everyone ese in the business and company is doing it.

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval

Pamela Phillips, Regiond Red Estate Manager of Unified Bank calls the human resources (HR)
director of one of the mgor independent vauation firms performing vauations for the bank and asks
in a non-threatening way that her nephew be interviewed for ajob in their organisation. The HR
director complies with Phillips request and arranges the interview. Phillips nephew fails miserably
on the aptitude test, which is required of al applicants, but is employed anyway because Unified is
one of the firm’'s biggest clients.

Approve Disapprove

approve some indifferent some disapprove
approval disapproval

One of Australasids largest mortgage companies is the corporate sponsor of the popular TV series
ANYTOWN VICE. The sponsor has been approached by anationa codition of concerned citizens
about the impact of this program on the moras of today's youth. The codlition demands that the
sponsor exert its influence on the show's producer to tone down the sex and violence on the program.
The sponsor's reply to the codlition is, in essence, that "our job is to make mortgage loans not censor
what the public wantsto watchon TV."

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval

Modern Homes has recently converted an office building to 85 medium priced gpartments. Just after
completion and prior to any sdes becoming unconditional Modern Homes discovered that the
painting contractor had used alead based paint, which is banned in New Zedand. One mgjor
problem with lead based paint is the possbility of small children eating paint chips that flake off of
the painted surface. Alltime Sdles, the red estate firm marketing the apartments, suggests that
Modern Homes sdll the gpartments as "retirement only units" thereby avoiding the possibility of
families with children purchasing a unit.

Approve Disspprove
approve some indifferent some disapprove
approval disapproval

Anycity Municipa Airport Company recently awarded an exclusive contract to Tiger Vauations to

vaue 45 houses for an airport expansion project. Tiger had just completed alarger vauation
assgnment with smilar residences in the immediate vicinity for a Transt NZ roading project,
thereby having completed al the basic sales research. Tiger's fee quote of $150 per house was only
dightly below that of competing vauation firms, dthough Tiger estimates that with the data from

the earlier assignment the valuation on each house can be completed and ddlivered at atota cost of
approximately $45 per house.

Approve Disapprove
approve some indifferent some disapprove
approval disapproval
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A prominent multi-office rea estate firm, Sunny City Redlty, which specidisesin resdentid saes
has been gpproached by community leaders requesting that the firm open a branch officein alow
income part of the city. The leaders decide that ow-income families, who have little access to the
many services offered by multi-office firms in the suburbs, be given an dternative over the limited
sarvices offered by smal, single office brokerages that serve the low-income market. Citing higher
cogt of facilities and greater potentia losses due to vanddism, Sunny City Redlty decides not to
comply with the group's request.

Approve Disapprove
approve some indifferent some disapprove
approval disapprova

NPS (National Property Services) alarge nationa firm, is currently a primary contractor for centra
government property vauation work in New Zedland. Because NPS relies heavily on thiswork and
thus its revenues are tied directly to government spending, NPS management monitors the voting
records of parties relaive to government property issues. Asaresult, the employees of NPS have
formed a paliticd action committee (PAC) to provide support “funding” for candidates who favour
NPSs interests.

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval

Johnny Jones is the sdles manager for alarge property finance company. One of Jones's
responsibilitiesisto train new sales agents as they come into the organisation. Experience has
shown that one of the most difficult tasks in selling his company as a provider of finance for
property loans, is getting a sales agreement. Jones believes that some customers need to be helped
into the decision to use his finance company, so he teaches his new loan officers severa high-
pressure techniques proven to be successful in getting a sales agreement.

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval

First Red Edtate, with four offices throughout the region, is one of the largest advertisersin The
Daily Planet News. The newspaper has been running a series of articles to educate consumers on
how to better protect their interests in the marketplace. Steve Adams, CEO of First Red Estate,
hears on the grapevine that next week an article highly critical of First's sdes and listing techniques
will be featured in the paper. The next day he contacts the editor of the Planet and threatensto
withdraw dl advertisng if the feature is run.

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval

Management of Jackson and Associates, anationd real estate company, has word from reliable
sources that its chief competitor is about to unveil new software that will greatly reduce the cost of a
red estate transaction. In dl likelihood, the software will aso sweep the market and make
substantial inroads into Jackson's market share and profitability. Ray Richards, head of operations
for Jackson, plays golf regularly with a member of the competitor's operations department (which
deveoped the software) and is aware of his dissatisfaction with his recent low sdary raise. Being
made aware of this fact, top management at Jackson has ingtructed personnel to "hire that employee
a any cost".

Approve Disapprove

approve some indifferent some disapprove
approval disapproval
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Borden Mortgage Brokers are suppliers of fundsin the highly competitive resdentia lending

market. In the past, they have experienced difficulty in maintaining customer loyaty among the redl
estate salespersons and agents who direct purchasers to them for home finance. To address this
problem, Borden has developed a plan whereby red estate salespersons and agents are given points
for every mortgage loan requested and made throughout the year. At the end of the year the
salespersons and agents are awarded an al-expense vacation for two at various resorts depending on
the number of points accumulated. Loan feesare, of course, increased to cover this expense.

Approve Disapprove
approve some indifferent some disapprove
approval disapproval

Todd Jackson is the manager for Wyler Mortgages and has the final say on which of numerous
valuers hisfirm will contact to perform vauations. Conscious of the magnitude of the fees he
controls, Jackson has let it be known that in those Situations where price and other things are equd,
his decison to assign avauation job to a particular vauer can be swayed by the receipt of an
"appropriate’ gift.

Approve Disapprove

approve some indifferent some disapprove
approval disapproval

John Smith has been recently employed by Generd Vauationsin a new postion “customer
relations’ and is responsible for the territory that includes among its potential customers, Wyler
Mortgages (mentioned above). Genera has been unsuccessful in obtaining Wyler's businessin the
past because it has a gtrict policy againgt using company funds to provide giftsto any customer or
potential customer. As anovice in the customer relations professon, Smith is determined to get
some vauation work from Wyler even if he hasto pay for a gift for Todd Jackson out of his own
pocket.

Approve Disgpprove

approve some indifferent some disapprove
approval disapproval

Page 14



