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ABSTRACT

This study compares the responses of American and French business students to selected ethical dilemmas.  Both groups of business students were presented with six ethical dilemmas scenarios containing ethical choices that have legal implications.  


Statistical analyses were performed on their responses, seeking to determine if there were differences in their decisions. The effects of age and gender were also included.  The study then compared how the American and French legal systems approach these ethical dilemmas.  The last part of the paper will examine the degree to which students’ responses reflect the legal system of their respective countries and/or different cultural values.

INTRODUCTION

Business in the 21st century has been increasingly characterized by its transnational nature. This has presented some interesting dilemmas in incorporating different ethical and legal systems into the area of corporate governance. Among others, Wood (2000) has examined corporate ethics codes in different countries and Praveen, et al (2005) have compared cultural and ethical climates in American and Japanese accounting firms. Wood (2005) also looked at the problem that can occur when there is a transnational merger where the participants have different ethics codes and attitudes toward ethical behavior.
This study will compare the responses of American and French business students to some ethical dilemmas and whether their decision making reflects the different legal system of the two countries.  Statistical analyses will be preformed on their decisions, seeking to determine if there were differences in their decision making.  The effects of age and gender were also included in the analysis since Libby and Agnello (2000) showed that these variables have important effects on students’ decision making.  The study will then compare how the American and French legal systems approach these problems.  The last part of the paper will examine how the students’ responses reflect the legal system of their respective countries. 

Six ethical d1lemmas were presented to 344 students enrolled in different business course in a small university in Western New York and 97 students in a French university near Paris.  There were 178 American male students, 166 American female students, 44 male French students and 52 French female students.   The mean age of the American students was 23.83 and the mean age of the French students was 25.57. As can be seen there were more male US students than female, more French female students than male.  The French students were slightly older than the US ones.  It was not possible to compare educational experience because of the differences in the two systems.  

Scenario 1:  Break Promise

You are the manager of a local toy store.  The hottest Christmas toy of the year is the new "Peter Panda" stuffed animal.  The toy is in great demand and almost impossible to find.  You had received your one and only shipment of 12, and they are all promised to people who previously stopped in to place a deposit and reserve one.  A woman comes by the store and pleads with you, saying her six year old daughter is in the hospital very ill, and that "Peter Panda" is the one toy she has her heart set on.  Would you sell her one, knowing that you will then have to break your promise and refund the deposit to one of the other customers?  (There is no way you will be able to get an extra toy in time).

Survey Results
	Scenario 1
	 
	 
	 
	 

	 
	
	
	
	 

	 
	% Would Sell
	% Would Not
	Chi Square
	p Value

	All US
	34.2
	65.8
	2.42
	ns

	All French
	49.4
	50.6
	 
	 

	 
	 
	 
	 
	 

	US Women
	35.1
	64.9
	0.11
	ns

	US Men
	33.3
	66.7
	 
	 

	 
	 
	 
	 
	 

	French Women
	42.9
	57.1
	2.37
	ns

	French Men
	53.8
	46.2
	 
	 

	 
	 
	 
	 
	 

	US Women
	35.1
	64.9
	1.27
	ns

	French Women
	42.9
	57.1
	 
	 

	 
	 
	 
	 
	 

	US Men
	33.3
	66.7
	8.55
	<.001

	French Men
	53.8
	46.2
	 
	 

	 
	 
	 
	 
	 

	US Women
	35.1
	64.9
	10.78
	<.05

	US Men
	33.3
	66.7
	 
	 

	French Women
	42.9
	57.1
	 
	 

	French Men
	53.8
	46.2
	 
	 

	 
	 
	 
	 
	 

	US Undergrad
	36.4
	63.6
	4.29
	<.05

	US MBA
	20.5
	79.5
	 
	 

	 
	 
	 
	 
	 

	 
	Mean Would
	Mean Would
	t value
	p value

	 
	Sell
	Not
	 
	 

	US Age
	23.04
	24.57
	-1.93
	<.10

	French Age
	23.82
	26.88
	-2.33
	<.05

	Yrs.French Sch.
	4.5
	4.31
	0.52
	ns



Over all respondents, there were no significant differences.  There were no significant differences between US men and women, US women and French women.  In all of these cases a majority would not sell the toy. French men and French students with fewer years of schooling would sell the toy.  This decision by French men was statistically different that French women and US men.  
The US Legal Position


The store entered into legally binding contracts with the customers for the twelve Peter Panda stuffed animals (Restatements, Second, of Contracts, Section 1, 1981).  Failure to deliver any of the Pandas would constitute breach of contract and would make the store liable to the affected customer.  Damages would be determined under the "cost of cover" rule (U.C.C. 2-712).  The customer is entitled to the difference between the cost of purchasing the Panda elsewhere and the contract price.  Given the fact that there is a shortage, the cost of cover can be quite expensive for the store.  From a legal point of view the manager should fulfill its current legal obligations and advise the new customer to go elsewhere.

The French Legal Position

The sale of an already contractually committed Panda to someone else would also constitute a breach under French law.  The penalties, however, are more severe in France.  The store would face stiffer civil liabilities for the breach, and in addition could face other legal consequences for their improper actions, which include punitive damages.
Student Opinions

This scenario presents a clear contrast between a legalistic approach and a social justice approach to decision making.  Those who would sell the Panda applied a social justice criterion.  This was evidenced, for example, by their reasoning that nothing is more important than the life of a child. The students who would not sell the Panda cited the creation of a contract with the people who had placed a deposit as their reason for not selling.  This type of reasoning could be a reflection of their age or greater work experience.  The French students were more suspicious than the Americans; they did not trust the woman’s story.  Many of the American students who would not sell, nevertheless, wanted to do something to help the woman.  They suggested making telephone calls to those who had placed deposits, the wholesaler and even a local sports team in order to get the toy for the child.

  One student would sell her the stuffed animal at six times the normal price.  This represents an extreme utilitarian orientation.
Summary


The behavior of the younger, male French students is surprising considering that the penalties under French law for this decision are relatively more severe than those under American law.  The US students and French women students felt that there was an obligation to the people who had ordered the toy.
Scenario 2:  Take Plan

You are a salesperson for Omega Computers.  One of your major competitors is Dynamark Computers.  You are attending a trade association meeting, and you notice that the marketing director of Dynamark is carrying a stack of copies of Dynamark's marketing plan for the next year.  After this person has left the room, you notice that one of the copies has inadvertently been left on the table.  It would be easy for you to pick up this copy without being observed, which would give you important intelligence about your competitor's plans.  Would you take the copy?

Survey Results
	Scenario 2
	
	
	
	

	
	
	
	
	

	
	% Would Take
	% Would Not
	Chi Square
	p Value

	All US
	55
	45
	9.17
	<.001

	All French
	74
	26
	
	

	
	
	 
	
	

	US Women
	48.1
	51.9
	5.94
	<.05

	US Men
	61.8
	38.2
	
	

	
	
	 
	
	

	French Women
	71.1
	28.9
	7.31
	<.001

	French Men
	86.7
	13.3
	
	

	
	
	 
	
	

	US Women
	48.1
	51.9
	10.98
	<.001

	French Women
	71.1
	28.9
	
	

	
	
	 
	
	

	US Men
	61.8
	38.2
	16.21
	<.001

	French Men
	86.7
	13.3
	
	

	
	
	 
	
	

	US Women
	48.1
	51.9
	35.65
	<.001

	US Men
	61.8
	38.2
	
	

	French Women
	71.1
	28.9
	
	

	French Men
	86.7
	13.3
	
	

	
	
	
	
	

	US Undergrad
	56.1
	43.9
	1.08
	ns

	US MBA
	47.7
	52.3
	
	

	
	
	
	
	

	
	Mean Would
	Mean Would
	t value
	p value

	
	Take
	Not
	
	

	US Age
	23.77
	24.17
	-0.49
	ns

	French Age
	25.72
	25.7
	0.02
	ns

	Yrs.French Sch.
	4.5
	4.83
	-0.82
	ns



Over all respondents, the French were much more likely to take the plans than the Americans, although a majority of Americans would also take the plans.  The only groups that would not take the plans were United States women and MBA students.  The only group where there was a statistically significant difference from the other respondents was American women.  While a majority of US men would take the plans, fewer would do so when compared to both French men and women.
The US Legal Position

It should be obvious to the finder of this marketing plan that it was not abandoned by his competitor, but rather merely mislaid or lost.  As a finder of lost or mislaid property he has a duty to find the true owner and have the property returned.  Although the report is not copyrighted it would still be considered protected trade secrets of the firm.  Even though the materials were acquired through no wrongdoing it would legally be a "wrongful taking" to appropriate this report for ones own benefit and could be held liable for damages (B.C. Ziegler and Company v. Ehren, 141 Wis. 2nd 19, 1987).
The French Legal Position


Under French law the results would be the same.  The property still legally belongs to the original owner.
Student opinions


This scenario represents a contrast between legalistic and a utilitarian orientation.  Most of the students, French and American, who would take the plan justified their actions by noting that it was the fault of the marketing director of the other company that the plan was available.  A few thought that it might have been left there intentionally, but they would take it anyway.  There were a variety of reasons given for not taking the plan: (1) you should have enough confidence in your own work not to need the plan, (2) the whole incident may have been a 'setup' to get you to steal the plan , (3) a fear of getting caught,  and (4) taking the plan is unethical.  One French student quoted an old proverb that a thing badly acquired never benefit, something that we all should remember.  Many of the American women students gave the latter as their reason for not taking the plan while the American MBA students were more likely to express fears of getting caught and suspicion that the incident was a 'setup'.  Some of the French and a very few of the American students said they wouldn't take the plan but they would read it, thus differentiating taking, which they knew was wrong, with just looking which would give them a business advantage.  Only one or two cited the illegality of taking the plans.
Summary 


In this case the groups that acted within the law were American women, older US students and MBA students.  The behavior of French students and younger, male American students reflects a more aggressive approach to the situation than that of the older and/or American women students. 

Scenario 3:  Tell About the Product

You are a salesperson in the medical supplies field, selling to physicians and hospitals.  Your product line includes prosthetic devises, such as artificial limb replacements.  As a product expert, sometimes you are asked to be present during surgical operations to provide advice and guidance in the proper fitting of your products.  A surgeon you have worked with in the past has asked for your advice concerning knee surgery he will be performing on a professional athlete.  You have an appropriate prosthetic product that would be suitable, but you also happen to know that a competitor has just developed a new state-of-the-art device that you believe would perform much better for this particular condition.  Would you tell the surgeon about the competitor's product?

Survey Results

	Scenario 3
	
	
	
	

	
	
	
	
	

	
	% Would Tell
	% Would Not
	Chi Square
	p Value

	All US
	83
	17
	0.34
	ns

	All French
	86
	14
	
	

	
	
	 
	
	

	US Women
	92.4
	7.6
	9.15
	<.01

	US Men
	80.8
	19.2
	
	

	
	
	 
	
	

	French Women
	95.6
	4.4
	14.97
	<.001

	French Men
	76.7
	23.3
	
	

	
	
	 
	
	

	US Women
	92.4
	7.6
	10.98
	<.001

	French Women
	95.6
	4.4
	
	

	
	
	 
	
	

	US Men
	80.8
	19.2
	0.61
	ns

	French Men
	76.7
	23.3
	
	

	
	
	 
	
	

	US Women
	92.4
	7.6
	20.91
	<.001

	US Men
	80.8
	19.2
	
	

	French Women
	95.6
	4.4
	
	

	French Men
	76.7
	23.3
	
	

	
	
	
	
	

	US Undergrad
	87.1
	12.9
	0.66
	ns

	US MBA
	82.6
	17.4
	
	

	
	
	
	
	

	
	Mean Would
	Mean Would
	t value
	p value

	
	Tell
	Not
	
	

	US Age
	23.71
	24.77
	-0.78
	ns

	French Age
	25.4
	25.36
	0.02
	ns

	Yrs.French Sch.
	4.53
	4.64
	-0.22
	ns



In this case, all of the respondents would inform the surgeon about the product.  The only significant difference is the proportion who would tell, with women more likely to tell than men.
The US Legal Position



The seller has no legal duty to advise the buyer that someone else may have a better product.  As a seller of a specialty product, the seller's obligation ends upon selecting a product that is fit for the particular purpose of the buyer (U.C.C. 2-315).  Since the prosthetic device selected was "suitable,” this seller has met his legal obligations.  The result would be much different if the device was not suitable, was defective, or in some way caused physical injury to the buyer.  That not being the case here, the seller's actions were legally proper.  
The French Legal Position


French law diverges significantly from U.S. law on this issue.  If the product is medically appropriate, under French law the seller would be under a legal obligation to promote the product, even though that product belongs to a competitor.  
Student opinions

This scenario represents a contrast between a legalistic, utilitarian, or short-run view and a duty-oriented or long-term view.  Many of the women who would inform the surgeon stressed their duty to the patient.  Some would inform the surgeon because it would help establish a long-term relationship with the doctor.  A few male students felt that they should get part of the commission from the other salesperson or a consultation fee.  In this case, while reaching the same decision, most of the American women stressed duty while the American men emphasized self-interest.  The French students seemed to stress the health of the patient.  Some of the French suggested that you should try for a sales position with the more progressive company.

Those who would not tell the surgeon felt that it wasn't their place to inform the physician what device to use, since their product would do no harm, thus taking a legalistic view.  A few students wrote that they should be loyal to their company and not recommend a product made by another company which would cause them to lose the sale.  

Summary


In this case all the students reflect the French legal position and want to help the patient rather than their employer.

Scenario 4:  Consult Psychologist

You sell corporate financial products, such as pension plans and group health insurance.  You are currently negotiating with Paul Scott, treasurer of a Fortune 500 firm, for a sale that could be in the millions of dollars.  You feel you are in a strong position to make the sale, but two competitors are also negotiating with Scott, and it could go either way.  You have become friendly with Scott, and over lunch one day he confided in you that he has recently been under treatment for manic depression.  It so happens that in your office there is a staff psychologist who does employee counseling.  The thought has occurred to you that such a trained professional might be able to coach you on how to act with and relate to a personality such as Scott's, so as to persuade and influence him most effectively.  Would you consult the psychologist?

Survey Results

	Scenario 4
	
	
	
	

	
	
	
	
	

	
	% Would Consult
	% Would Not
	Chi Square
	p Value

	All US
	63
	17
	1.32
	ns

	All French
	55
	45
	
	

	
	
	 
	
	

	US Women
	56.9
	43.1
	5.28
	<.05

	US Men
	69.3
	30.7
	
	

	
	
	 
	
	

	French Women
	50
	50
	4.99
	<.05

	French Men
	65.6
	34.4
	
	

	
	
	 
	
	

	US Women
	56.9
	43.1
	0.95
	ns

	French Women
	50
	50
	
	

	
	
	 
	
	

	US Men
	65.6
	34.4
	0.31
	ns

	French Men
	76.7
	23.3
	
	

	
	
	 
	
	

	US Women
	56.9
	43.1
	9.48
	<.05

	US Men
	69.3
	30.7
	
	

	French Women
	50
	50
	
	

	French Men
	65.6
	34.4
	
	

	
	
	
	
	

	US Undergrad
	65.6
	34.4
	4.11
	<.05

	US MBA
	50.5
	49.5
	
	

	
	
	
	
	

	
	Mean Would
	Mean Would
	t value
	p value

	
	Consult
	Not
	
	

	US Age
	23.39
	25.25
	-2.16
	<.05

	French Age
	25.88
	24.69
	1.134
	ns

	Yrs.French Sch.
	4.52
	4.48
	0.12
	ns



Over all respondents, a majority would consult.  French women and United States MBA students were very evenly split on the matter, while a majority of US women would consult; they were less likely to do so than their male counterparts.
The US Legal Position
What measures can a seller take to convince a perspective buyer to enter into the contract?  Absent duress, misrepresentation or fraud the Courts will not intervene to relieve a party of its legal obligations (Restatements, Second, Contracts, Sections 163, 174 and 176, 1981).  The legal concerns are mutual assent to the contract or a "meeting of the minds" between the seller and buyer.  Use of a psychological profile of the buyer does not interfere with the contractual process.
The French Legal Position


Use of a psychological profile is also not a problem under French law.  The legal result would be similar.
Student opinions
This scenario balances Scott's right of privacy versus the need to make a sale.  Consulting a psychologist does not break any law but the older and/or female American students with more work experience felt that it was manipulative, unethical and a betrayal of a confidence.  Some of the older students were worried about the legality of discussing a person's private life.  A few of the respondents would not consult the psychologist because they did not believe in psychology. 


Those who would consult the psychologist focused on either using any information gained to help them make the sale or to help Scott.  One male student worried about the safety of the sales representative.  Again, diametrically opposed ethical views can lead to the same decision.
Summary


The only group that would not consult the company psychologist was older US students.  There is no basis in either French or US law for not consulting.

Scenario 5: Provide Gift

As a sales representative for Northstar Sporting Goods, you have been assigned an important account, the Downeast store chain.  Downeast's purchasing manager has quickly made it clear that he expects special favors; he has hinted broadly that a new set of golf clubs would please him.  You can sneak such a set - worth about $800 - out of the warehouse without anyone knowing, but it would violate your company's policy that gifts to customers should not exceed $50 in value.  If you ask your sales manager, the "gift" will no doubt be forbidden.  At the same time, if you lose this account, no matter what the reason, it is bound to hurt your career.  Would you provide the gift?
Survey Results
	Scenario 5
	
	
	
	

	
	
	
	
	

	
	% Would Provide
	% Would Not
	Chi Square
	p Value

	All US
	18
	17
	1.45
	ns

	All French
	25
	75
	
	

	
	
	 
	
	

	US Women
	12.5
	87.5
	6.71
	<.01

	US Men
	23.9
	76.1
	
	

	
	
	 
	
	

	French Women
	14.9
	85.1
	11.45
	<.001

	French Men
	37.7
	62.3
	
	

	
	
	 
	
	

	US Women
	12.5
	87.5
	0.28
	ns

	French Women
	14.9
	85.1
	
	

	
	
	 
	
	

	US Men
	23.9
	76.1
	2.53
	ns

	French Men
	37.7
	62.3
	
	

	
	
	 
	
	

	US Women
	12.5
	87.5
	19.74
	<.001

	US Men
	23.9
	76.1
	
	

	French Women
	14.9
	85.1
	
	

	French Men
	37.7
	62.3
	
	

	
	
	
	
	

	US Undergrad
	20.8
	79.2
	7.05
	<.01

	US MBA
	4.39
	95.61
	
	

	
	
	
	
	

	
	Mean Would
	Mean Would
	t value
	p value

	
	Provide
	Not
	
	

	US Age
	21.43
	24.85
	-4.48
	<.001

	French Age
	25.48
	25.66
	-0.13
	ns

	Yrs.French Sch.
	4.52
	4.48
	0.04
	ns



While a majority of all respondents would not provide the gift, a higher proportion of US women, French women, US MBA’s and older American students would not provide the gift than their younger male counter parts. 
The US Legal Position
There are numerous legal problems that arise with this fact scenario.  An employee is obligated to act only in a legal manner.  Furthermore, the employee is obligated to act only as directed by the employer in the master-servant relationship (Restatements, Second, of Agency, Section2 (2), 1958).  The "taking" of the golf clubs from the warehouse constitutes the crime of larceny.  Thus, the employee could be held criminally and civilly liable for that theft.  In addition, the employee was specifically advised not to make any gifts over $50.00 in value.  The proposed gift of golf clubs valued at $800.00 is in direct violation of employer rules.  The fact that this gift (or bribe) would benefit the company much more than the employee would be no legal defense to this employee in either case.
The French Legal Position


Under French law, as in the US, an employee is obligated to obey the orders of the employer.  In France, the employee is not required to follow orders of a superior that would be detrimental to the company.  Given the facts of this case, the employee would not be able to take the golf clubs.  In both countries that taking would constitute a felony criminal offense.
Student Opinions 

This scenario presents a very straight forward contrast between the legal position and utilitarian mode of analysis.  Those who would provide the gift said that one should do anything to make a sale.  Those who would not provide the clubs overwhelming wrote that it was against company policy and the salesperson could lose their job if they gave the golf clubs. Some said that in addition to being against company policy, it was unethical as well.  They also said that the sales representative should tell their supervisor about the demand and discuss the situation with the sales manager. In an attempt to balance the legal requirements of the situation and a utilitarian orientation, some would buy the clubs themselves in order to make the sale.
Summary


While there is no difference in the laws of the two countries, French students with more years of schooling would give the golf clubs to the purchasing manager.

Scenario 6


As the sales manager for an office equipment firm, you are considering three candidates for an open sales position.  The best qualified in terms of background and experience happens to be an individual who recently suffered severe facial disfigurement and the loss of both hands in rescuing a motorist from a burning car.  You are concerned that potential customers might be made extremely uncomfortable by this candidate's appearance.  You have a possible legal "out" under equal opportunity laws insofar as the handicap could be construed as interfering with the person's ability to perform all aspects of the job, i.e. carrying bulky demonstration units into prospects' offices.  Would you offer the job to the handicapped person?

Survey Results
	
	
	
	
	

	
	% Would Hire
	% Would Not
	Chi Square
	p Value

	All US
	50
	17
	2.92
	<.1

	All French
	38
	62
	
	

	
	
	 
	
	

	US Women
	50.8
	49.2
	0.03
	ns

	US Men
	49.7
	50.3
	
	

	
	
	 
	
	

	French Women
	30.8
	69.2
	7.65
	<.01

	French Men
	50
	50
	
	

	
	
	 
	
	

	US Women
	50.8
	49.2
	8.28
	<.001

	French Women
	30.8
	69.2
	
	

	
	
	 
	
	

	US Men
	49.7
	50.3
	0.001
	ns

	French Men
	50
	50
	
	

	
	
	 
	
	

	US Women
	50.8
	49.2
	11.2
	<.01

	US Men
	49.7
	50.3
	
	

	French Women
	30.8
	69.2
	
	

	French Men
	50
	50
	
	

	
	
	
	
	

	US Undergrad
	50.4
	49.6
	0.04
	ns

	US MBA
	48.6
	51.4
	
	

	
	
	
	
	

	
	Mean Would
	Mean Would
	t value
	p value

	
	Hire
	Not
	
	

	US Age
	23.49
	24.69
	-1.37
	ns

	French Age
	24.5
	25.22
	-1.33
	ns

	Yrs.French Sch.
	4.77
	4.5
	0.61
	ns



French women were more likely not to hire the job applicant than the Americans.  All of the American respondents were evenly split in this matter as were French male students.  The only group that felt strongly about not hiring the application was French women.  

The US Legal Position
The Americans with Disabilities Act requires that an employer “reasonably accommodate” a job applicant who may have a disability provided that employee can reasonably perform the job tasks required of an employee in that capacity.  An employer may use qualification standards, tests or other selection criteria to screen out disabled workers if these measures are job related and if no reasonable accommodation is possible (Americans with Disabilities Act, 1990).  The economic loss that might occur as the result of hiring a disabled employee would justify not hiring that individual.  Given the fact that this individual has incurred a severe facial disfigurement plus loss of use of his hands, it would appear that his hiring would cause an economic loss in sales and as such would form the basis to justify not hiring this individual. 
The French Legal Position


In both the public and private sector France employers have an affirmative duty to hire individuals who are physically or mentally handicapped.  There is a compulsory limit of 1% of each employer’s workforce.  Once an employer meets that limit there is no further duty to hire a handicapped individual.  
Student Opinions

The issue here seems to be whether the applicant has a right to this job even though there is no legal problem under the Americans Disabilities Act.  The American students were very evenly split regarding offering the job to the applicant.  Those students who would offer the sales job felt that if the applicant was the best qualified he or she should be offered the sales job.  Some were worried that the company might have legal problems if the applicant was not offered the job.  Some felt that offering a job to a handicapped person would reflect well on the company and generate more sales.  Those who would not offer the job felt that the applicant would not be able to do the job successfully.  However, the women students were most concerned about the loss of the hands, while the men students cited the applicant's appearance.  Most felt that the applicant should be offered another job within the company.

This scenario was one in which American and French law different significantly.  The French men were split, with some contending that it would reflect well on the company to hire him while others saying that it would harm sales. Only one person mentioned French law. The French women were much more concerned with appearance than their American counterparts.

Summary


Most of the American students are evenly split in this matter. Older American and MBA students tended not to offer the job. French men are split, while the opinion of the French women differed significantly from American women and French men and would not offer the job.  This is one of the few cases in which American law and French law is significantly different. Under French law the job should be offered. 
  Conclusion


Despite their different legal systems, the commercial law governing these situations was very similar.  However, in scenarios 3 and 6, the French law was less laissez-faire than the US law.


 The differences among the students’ opinions were relatively minor except in scenarios 2 and 6.  In scenario 2, only American women, MBA and older students would not have acted illegally.  In scenario 6, the Americans were evenly split, perhaps reflecting uncertainly about the law while French women were strongly opposed to hiring the individual.  This action would be illegal under French law.


Student opinions were remarkably the same. This contrasts to the results in Praveen, et al (2005) in which the ethical values of accountants reflect differences in cultures.  It seems that business people have a common set of standards that cross national borders and are not reflective of different legal systems.
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LEGAL REFERENCES
Americans with Disabilities Act of 1990 

B.C. Ziegler and Company v. Ehren, 141 Wis. 2nd 19, 1987

Restatements, Second, of Agency, Section 2(2), 1958 

Restatements, Second, Contracts, Sections 163, 174 and 176, 1981

Uniform Commercial Code 2-315

Uniform Commercial Code 2-712
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