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Abstract

Ethics and compliance programs are imperative for all types of business or-
ganizations. That is because they ensure that businesses operate according to
the demands of the law, and that they maintain their reputation among their
customer bases. For instance, ethics and compliance programs may require
organizations to conduct external audits on their financial information every
once in a while, to ascertain that they are compliant with financial fair play
regulations. As such, it is important for businesses to ensure their human
power follows the ethical and compliance guidelines to avoid any legal or re-
putational issues. For businesses to ensure that their employees are com-
pliant, it is important for them to consider the psychological factors that in-
fluence human behavior. That is because they will indicate whether the hu-
man factor will remain compliant with the set rules and regulations. In this
study, the objective will be to prove that psychological factors are essential
when adopting ethics and compliance programs, so as to show the psycho-
logical factors for organizations to consider. Ideally, human behavior is sig-
nificantly influenced by motivation, attitudes, and perception, and these are
the factors that the research will focus on analyzing.
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1. Introduction

It is impossible to understate the essence of ethics and compliance programs to
business organizations. That is because the ethics and compliance programs re-
gulate employee behavior, ensuring the mitigation of operational challenges. Eth-
ics and compliance programs also ensure that the internal stakeholders within a

business organization conduct themselves, accordingly, avoiding any compliance
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issues that may jeopardize the reputation of the organization. At the same time,
ethics and compliance eliminate potential fraud risks that could negatively affect
the financial assets of a business organization. However, when developing ethics
and compliance guidelines, it is relevant to consider psychological factors and
their impact on human behavior. That is because understanding the psychologi-
cal factors will determine whether individuals will be willing to follow the ethics
and compliance guidelines. The research pays special attention to three main
psychological factors that influence human behavior. The factors are motivation,
perception, and attitude (Tamir & Thornton, 2018). The psychological factors
influence the willingness of individuals to follow rules and guidelines. Therefore,
by analyzing literature on the psychological factors and their impact on human
behavior. The study will reveal that it is imperative to consider human behavior

in the development of ethics and compliance guidelines.

2. Background

Every organization has its unique set of characteristics that influence human
behavior. For instance, the culture followed by employees within a work organi-
zation may influence their receptiveness to given rules and regulations. There-
fore, given that ethics and compliance guidelines are designed to ensure all per-
sons within an organization conduct themselves accordingly, it is essential for
the administrators to consider the unique psychological factors that influence
employees within their organization.

The main psychological factors that this study will consider are motivation,
attitude, and perception. By evaluating each of the psychological factors inde-
pendently, it will become apparent that psychological factors play an integral
role in influencing employee behavior, and thus their likelihood to follow ethical
and compliance guidelines. However, before getting into detail about the essence
of considering psychological factors when adopting ethics and compliance
guidelines, it is important to evaluate what makes up good ethics and com-
pliance guidelines.

Many business organizations exist as several units that combine together to
work towards a common goal (Saracho, 2019). Therefore, they rely on centra-
lized and coordinated approaches that allow the distinct units to operate togeth-
er in unity so as to achieve the objectives of their organization. Ideally, the cen-
tralized governing guidelines are generated by the management in conjunction
with some of the operational managers and committee members to address the
unique challenges experienced by the organization in its attempt to deliver on its
mission and to achieve its predetermined goals (Yushi et al., 2018).

Although the ethics and compliance guidelines are intended to help businesses
stay on course as they accomplish their goals, present occurrences indicate the
need for better-refined ethics and compliance measures. That is because there is
currently a trend of increasing litigations among administrative professionals all

over the globe (Tamir & Thornton, 2018). The lawsuits have directly translated
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into criminal cases, publicized internal and external investigations, as well as
penalties for business organizations. Because the ethics and compliance violation
cases have resulted in significant media attention, the reputations of a lot of
countries have suffered, resulting in significant damages to their revenue collec-
tion as well as public relations.

Given that the present is an age when businesses are doing their best to scale
up operations, compliance with ethical and operational guidelines is paramount.
That is because as companies expand the scope of their operations, they get into
a new jurisdiction, some of them stricter than others (Yushi et al., 2018). There-
fore, if business wishes to remain sustainable and expand their activities, they
must comply with corporate ethics and guidelines which must form the founda-
tion of their operations.

However, it is pertinent to consider the influence of psychological factors on
compliance. Provided employees do not follow the operational guidelines, it does
not matter how well an organization structures its ethics and compliance guide-
lines. They must ensure that the guidelines are simple for employees to follow,
since that will influence their ability to comply and avoid legal and reputational

issues that could significantly impact their activities.

3. Methodology

The study will take a qualitative approach. That is because it will rely on descrip-
tive and non-numerical data in the formulation of its findings. The study will
aim to be exploratory because it will rely on secondary literature to develop its
findings. For validity reasons, the research will only focus on scholarly articles
that are from within the past five years. The business world has significantly
evolved in the recent past, and it will be pertinent to rely on studies that give an
accurate picture of the present. As such, the research will rely on existing data
for its data collection activities.

Data analysis will take place through content and thematic analysis. In content
analysis, it will be important to understand the meaning of the different psycho-
logical factors essential in determining human behavior within an organizational
context. The thematic analysis will play a major role in showing how the differ-
ent psychological factors may cause employees and other stakeholders within an
organization to either comply or fail to follow the rules and guidelines that go-

vern human behavior.

4. Psychological Factors to Be Considered

4.1. Motivation

Motivation is an essential ingredient in promoting compliance with ethical and
operational guidelines. Ideally, motivation is a process associated with the de-
velopment of traits that allow an individual to be goal oriented (Tamir &
Thornton, 2018). Because of motivation, it becomes easier for individuals to

persevere through hardships as they target to achieve their goals. Considering that
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not all behaviors associated with ethics and compliance guidelines may be ap-
pealing, it is essential that employees are maintained on track through motiva-
tion.

For instance, employees may have to choose between swindling finances from
their organization or following finance ethics to report all transactions. The first
option is the more lucrative option and provided employees do not get any mo-
tivation to keep their actions in check, they may act contrary to the expectations
of their employer.

All human actions are controlled by motivation and the psychological concept
does a wonderful job explaining why people behave in particular ways. It is con-
trolled by emotional, social, cognitive, and biological factors (Wallston & Walls-
ton, 2020). For instance, the desire to feed (a biological need) compels people to
go to work so that they can earn a living. In an organizational context, bonuses
and allowances may give employees the incentive to follow ethical and com-
pliance guidelines, since their motivation is stimulated by the financial benefits
associated with pursuing the right course of action.

Aside from looking at motivation as a psychological factor that compels
people to act in specific ways, it is pertinent to look at motivation as psychologi-
cal factor that enables people to focus on a specific goal (Yushi et al., 2018).
However, unlike the motivating factors that compel individuals to initiate a par-
ticular behavior, it is difficult to observe the motivating factors that keep indi-
viduals engaged in an activity. For instance, the desire to quench one’s basic
physiological needs may cause an individual to engage in a vocation. However, it
may be difficult to assess the underlying factors that ensure the individual con-
tinues to work.

Therefore, when considering motivation as one of the main psychological
factors influencing adherence to ethics and compliance guidelines, it is impera-
tive to consider both the motivational factors that will compel the employees to
act in particular ways, as well as those that will keep their behavior consistent. In
order to develop a better understanding of the factors that affect motivation, the
research keenly focuses on psychological theories such as the drive reduction
theory, Maslow’s hierarchy of needs, and instinct theory.

1) Drive reduction theory

Starting with the drive reduction theory, it was developed by behaviorist Clark
Hull, and popularized by his assistant Kenneth Spence (Yushi et al., 2018). The
theory was developed in the 1940s, and its objective was to explain patterns of
behavior, motivation and learning in human beings. The drive theory postulates
that human behavior is controlled by drive reduction. Although the theory once
played an important role in explaining motivation, it is deprecated at the mo-
ment, and as such, it will not get a lot of attention in the study. However, ad-
dressing the drive theory is essential since helps in the understanding of the oth-
er psychological theories explaining motivation.

Clark Hull is an iconic behaviorist in history since he was among the first to
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attempt to create a grand theory that explains all aspects of human behavior. His
ideas drew from the ideas of other prominent thinkers such as Charles Darwin,
Edward Thorndike, and Ivan Pavlov (O’Reilly, 2020). Ideally, a significant por-
tion of his work drew from the concept of homeostasis, which indicates that the
human body tends to stay in a state of equilibrium.

For instance, thermoregulation in the body happens in order to avoid the
temperatures from becoming too hot or too cold. Therefore, the same way that
homeostasis functioned is the same way that Clark Hull believed human beha-
vior to function. According to his theory, drive is a concept that controls human
behavior since it reflects psychological needs (Yushi et al., 2018). For persons to
control their drives, it is necessary to submit to the psychological needs that are
causing the drive.

At the same time, Hull believed that human behavior is influenced by condi-
tioning and reinforcement (O’Reilly, 2020). When an individual gets a reduction
in drive after engaging in a particular behavior, then it is likely that they will en-
gage in the same activity again in the future. Essentially, reduction acts as a
reinforcement for particular behaviors. Therefore, in order to create effective
ethics and compliance guidelines, it is pertinent to consider behaviors that will
be fulfilling to the employees. Different from reinforcement, punishment dis-
courages certain deeds (Yushi et al., 2018). Therefore, the use of punitive meas-
ures will ensure that persons keep away from improper conduct.

2) Maslow’s hierarchy of needs

The Maslow’s hierarchy of needs refers to a motivational theory developed by
psychologist Abraham Maslow in 1943 (Noltemeyer et al., 2021). According to
the theory, people are more compelled to fulfil their basic needs before they
move on to fulfil advanced needs. Ideally, the theory purports that humans have
an innate desire to self-actualize, but it is pertinent for them to address their
most basic of needs before they can tackle complex needs and desires (Gopalan
et al., 2017). Self-actualization refers to becoming who an individual is meant to
become. However, before self-actualizing, it is imperative to take care of basic
needs.

Maslow’s hierarchy of needs has five levels of needs, with the most basic level
being known as physiological needs. The physiological needs essentially refer to
the needs that are critical for human survival. For instance, the needs include
food, shelter, and clothing (Gopalan et al., 2017). Once an individual has satis-
fied their most basic of needs, then they can direct their energies towards other
activities. The second level of needs is associated with security and safety. That is
because people need to develop financial security as well as attain healthy and
constructive lifestyles before they can focus on higher levels of needs.

For business organizations, it is important to supply employees with the basic
needs in Maslow’s hierarchy to ensure that they abide by the ethics and com-
pliance guidelines. If employees have meager salaries that are incapable of ad-

dressing their financial needs, then it is probable that they may swindle their
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employer’s resources to cover their basic needs.

In addition to competitive salaries, employees may require comprehensive
medical insurance programs as well as insurance plans to ensure they are finan-
cially secure once they are no longer in unison with their employer. That is be-
cause once the employees are capable of accessing the most essential of needs,
then they will direct their energies in ways that are likely to be beneficial to their
employers.

Take for example a company that addresses the two most basic needs as per
Maslow’s hierarchy of needs. Such an organization will ensure that the em-
ployees have the most basic of needs, in addition to comprehensive healthcare
and retirement packages. With the two most basic needs addressed, employees
will focus on higher needs, such as the desire to feel loved, and the desire to im-
prove their esteem (Gopalan et al., 2017). The most important thing to consider
is that such needs will improve their ability to exist within organizations and
structured environments, since the need for love and belonging will compel the
employees to conduct themselves accordingly.

Fulfilling needs at the lower end of the necessity spectrum is important be-
cause Maslow’s hierarchy of needs talks about deficiency needs and growth
needs. The deficiency needs are those at the lower end of the pyramid, and they
exist as a product of deprivation (Noltemeyer et al., 2021). Therefore, if persons
fail to address the lower levels of needs, they end up unpleasant about their situ-
ations, and that may motivate them to engage in crude behaviors as a way of
ensuring survival.

When it comes to the growth needs, they do not originate from the lack of es-
sential needs. Instead, the growth needs occur due to the desire of an individual
to grow (Saracho, 2019). As such, organizations should leave their employees
with the desire for growth, since that will make them more profitable. By ad-
dressing all of the basic needs essential to their employees, organizations will
ensure that their employees are motivated enough to follow the ethics and com-
pliance guidelines that guide business activities.

3) Instinct theory

The instinct theory is another psychological theory that explains human beha-
vior and could potentially be used to improve obedience to ethics and com-
pliance issues. As per the instinct theory, all living organisms are naturally born
with tendencies that improve their chances for survival (Berridge, 2018). The
theory indicates that instincts are in charge of determining human behavior. In-
stincts are natural patterns of behavior, and they are not determined by learning
experiences.

An example of instinct in the human species that promotes survival is the
tendency of children to seek the nipples of their mothers in search for nourish-
ment. When it comes to birds, some species have to migrate over long distances
in search of food or better climate (Bera et al., 2021). The similarity in the above
behaviors is that they are hard-wired, and no learning is needed to make organ-

isms capable of accomplishing the deeds.
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According to psychologist William McDougall, instinctive behavior in hu-
mans is determined by perception, emotion, and behavior (Bera et al.,, 2021). In
addition to the three essential elements in instinctive behavior, the psychologist
also identified 18 distinct instincts that regulate behavior. The instincts include
comfort, laughter, sex, food, and maternal instinct (Bera et al., 2021). Psychoa-
nalyst Sigmund Freud also acknowledged the role played by instincts in shaping
motivation. That is because he identified the life and death instincts which play a
significant role in shaping human behavior.

From the instinct theory, it becomes apparent that behavior is significantly
reliant on the biological needs of organisms to survive. As birds move from
one region to another in search of better food or climates, they improve their
chances of survival. The same applies to infant children as they suckle on their
mother’s breasts for the first time. Therefore, the instinct theory indicates that
organizations should consider the survival of their employees as they develop
laws and regulations to govern employee behavior. For instance, ethical regula-
tions that are grounded on the concept of survival may be easier for employees

to follow compared to those that are significantly abstract.

4.2. Attitude

Organizations also need to pay close attention to attitudes as they develop guide-
lines to regulate employee behavior. In psychological contexts, attitude refers to
a set of beliefs, behaviors, and emotions that influence an individual’s predispo-
sition towards a given thing, person, object, or event (Ajzen, 2020). Although at-
titudes may be unique from individual to individual, they are largely influenced
by life experiences and childhood upbringings, which end up having powerful
influences on the behavior of an individual. In addition, although attitudes can
persist for long periods, they are often malleable and may change depending on
an individual’s interactions with their direct environments (Yushi et al., 2018).

According to psychologists, attitudes refer to learned tendencies that shape
the way individuals evaluate given things. Therefore, attitudes may influence
how an individual views others or other objects, and the evaluations may be pos-
itive or negative (Yushi et al., 2018). In the event of a business organization, the
involved stakeholders may develop either positive or negative attitudes regarding
the ethics and compliance policies. If their attitudes are positive, then it is prob-
able that they will influence the stakeholders to abide. However, in the event
they are negative, the attitudes may compel individuals not to abide by the ethics
and compliance guidelines.

Ideally, there are three components associated with attitude. The first compo-
nent is associated with cognition. The cognitive features of the mind are deeply
associated with thoughts and belief systems (Bera et al., 2021). They are deeply
associated with the learning patterns of an individual. Similar to the other
two components associated with attitude, the cognitive components can also be

formed through a variety of ways. For instance, they can form through expe-
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rience, social factors, conditioning, and learning (Ajzen, 2020).

The second component associated with attitude is the affective component.
Ideally, the affective component is interested in the emotions associated with a
particular person, event, or object (Yushi et al., 2018). Finally, there is the beha-
vioral component which is largely interested in how the attitudes people have
affected their behaviors. In addition, it is pertinent to consider that attitudes can
either be implicit or explicit. Explicit attitudes refer to those which individuals
are aware of, and they understand how the attitudes affect their behaviors and
beliefs (Ajzen, 2020). Different from explicit attitudes, the implicit ones are un-
conscious, and persons are often oblivious to their existence, let alone their im-
pact on beliefs and behaviors.

As mentioned, attitude formation can take place in a variety of ways. For
starters, they can form from experience. As people engage with things, objects
and events, they form better perspectives which end up influencing how they
will behave or believe within certain contexts (Yushi et al., 2018). Attitude for-
mation may also be influenced by social factors. Clearly, social factors have a lot
of influences on human behavior and perspectives. Social factors such as social
roles determine how an individual is expected to act and behave within society.
For persons with high social expectations, breaking the rules is often not an op-
tion, due to the pressures put on them by society.

Learning is another essential factor in attitude formation. In social contexts, it
is possible to learn and develop attitudes in a variety of ways. For instance,
people could develop new attitudes as a result of classical conditioning (Ajzen,
2020). That is because it is possible to use learning methods to make people as-
sociate a particular attitude to a particular event, person, or thing. For instance,
commercial advertisements rely on classical conditioning to ensure their au-
dience develops preference for certain brands. That is because viewers are likely
to relate to an object depending on its public portrayal.

Conditioning and observation are also essential in the formulation of atti-
tudes. Different from classical conditioning, operant conditioning is a technique
that can be used to influence attitude development (Yushi et al., 2018). Operant
conditioning relies on the use of negative relations to discourage a behavior or a
belief. For instance, imagine a young individual who has developed a habit of
using tobacco. However, whenever the individual smokes, others in his imme-
diate surrounding compel him to move away and they also rebuke his behavior.
As such, the negative feedback the individual receives from others around him
compel him to stop the negative behavior.

Finally, it is important to assess the impact that observation has on attitude
formation. When people observe others around them, they are likely to devel-
op similar perspectives which end up affecting their attitudes (Tamir & Thorn-
ton, 2018). However, observation is mainly influential if the observer admires
the individual performing a deed. Attitude formation through the process of

observation explains how children develop attitudes from their parents. Be-
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cause children spend significant amounts of time observing the actions and
beliefs of their parents, they end up developing similar perspectives and out-

looks in their lives.

4.3. Perception

The last psychological factor that is of importance is perception. That is because
it affects the probability that employees and organizational stakeholders to fol-
low rules. Perception refers to how fast an individual can process the informa-
tion they interact with (Saracho, 2019). In the event of ethics and compliance
guidelines, the ability of employees to interpret the rules and guidelines will im-
pact their willingness to abide. The theory of perception is based on the assump-
tion that an individual’s beliefs and perspectives are independent of the thoughts
and beliefs of others within their vicinity. In addition, the concept is based on
the belief that perceptions are entirely based on the external information availa-
ble to an individual, and it has nothing to do with attitudes and preconceived
notions (Berridge, 2018).

The process of perception takes place through various steps. The first step in-
volves the perception of objects as they are present in the real world (Saracho,
2019). After a person interacts with external objects, they perform observations
which enable them to internalize the information to better effect. During the in-
ternalization process, persons organize the objects in their vicinity depending on
their perceptions. As such, it means that it is possible for two people to have dis-
tinct perceptions of the same object or event since perceptions are based on per-
sonal understanding. After persons have perceived their environments, they re-
spond.

In the process of perception, there are important concepts pertinent to under-
stand. First, it is essential to analyze the internal factors that are involved in per-
ception. One of the main factors is personality (Saracho, 2019). Personality va-
ries from individual to individual. As such, there are persons who pay close at-
tention to details while there are those who are more focused on the bigger pic-
ture. Therefore, it is likely that two people observing the same thing may have
different perceptions of the same event.

Motivation is another internal factor that influences perception. That is be-
cause people are likely to base their perceptions on the things they need as of the
moment (Yushi et al., 2018). Therefore, people will choose to draw connections
based on the things that will satisfy their immediate needs, choosing to ignore
whatever is irrelevant. Finally, experience also shapes perception (Saracho,
2019). That is because past events and the lessons-learned cause people to de-
velop their perspectives in particular ways. People are more likely to understand
things in ways that support their past knowledge compared to ways to challenge
their knowledge.

It is also imperative to look at the external factors that influence perception in

order to develop a clearer understanding of how it affects human behavior. One
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of the main external factors is size. That is because psychological evidence indi-
cates that people are drawn towards things and objects that are of a larger mag-
nitude (Bera et al., 2021). Intensity is another external factor that influences
perception. Intensity may be in terms of brightness or abundance. For instance,
when a message is highlighted or when it is continuously relayed to an audience,
it causes them to become more perceptive of its meaning. Therefore, it means
that people are more likely to understand or appreciate a message if its intensity
is high.

Another external factor influencing perception is contrast. Contrast means
that the message stands out for the audience (Saracho, 2019). When something
stands out in the eyes of the audience, it gets better chances for selection, and
such a notion should definitely be used in the development of ethical and com-
pliance guidelines in business organizations. Novelty and familiarity are also of
essence when it comes to perception. That is because people favor what appears

as new.

5. Discussion

Thus far, it is apparent that psychological factors play a major role in the adop-
tion of ethics and compliance programs. The ability of a business organization to
follow its ethics and compliance guidelines is essential to avoid legal, financial,
and reputational challenges. Considering that psychological factors influence
human behavior and the likelihood of abiding by the set guidelines, it is impor-
tant to ensure that ethics and compliance guidelines are designed with psycho-
logical factors in mind.

Through the study, it has become apparent that the most essential psycholog-
ical factors include motivation, perception, and attitudes. The three are impor-
tant because they determine whether the human power in an organization will
abide by the rules or not. Starting with motivation, it is apparent that condition-
ing and reinforcement encourage individuals to behave within particular ways. It
is necessary to consider conditioning and reinforcement in the adoption of eth-
ics and compliance measures since they will influence the motivation of the
people to follow. For behaviors that are inacceptable, organizations should con-
sider punitive measures which will force individuals to abstain.

Maslow’s hierarchy of needs will also provide significant relief in the formula-
tion of ethics and compliance guidelines. That is because Maslow’s hierarchy of
needs addresses the growth, and the deficiency needs which influence human
behavior. The deficiency needs are much more demanding than the growth
needs, and without access to such needs, it is impossible to survive. Different
from the survival needs are the growth needs which are not as essential, but they
help individuals in their process of becoming self-actualized.

Therefore, when organizations provide their human power with all their defi-
ciency needs, they leave them empowered and motivated to follow the ethics and

compliance guidelines. That is because the growth needs are intended for help-
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ing individual coexist better within their social circles, which becomes easier
when they have access to the basic needs. As such, they can pursue self-esteem,
love, or acceptance from their social circles, which mainly originates from living
in tandem with the existing social guidelines.

Organizations also have to pay keen interest on attitude formation to ensure
that their ethics and compliance demands best suit their workforce. From the li-
terature review, it is apparent that attitudes influence behaviors. Therefore, or-
ganizations must ensure that attitude formation in their employees takes place in
a non-biased manner so as to ensure that they follow their organization’s goals
and objectives. Without the proper attitudes, employees may develop the notion
that ethics and compliance guidelines are tilted against them, while they actually
exist for the benefit of the organizations and all their constituents.

Finally, it is imperative to pay attention to both the internal and the external
factors that shape perceptions. The concept of perception shows that regardless
of how well-structured an organization’s ethics and compliance guidelines might
be, perception takes place at the individual level, and it is likely that different
employees will develop different understanding of the same rules and regula-
tions. Companies have better control over the external influences of perception
more than they can control internal influences, and it is essential for them to

make the most of what they can control.

6. Results and Conclusion

At the onset of the research, a goal was established to prove that psychological
factors are essential in the adoption of ethics and compliance programs so as to
propose psychological factors that are essential to consider. Thus far, it is ap-
parent that psychological factors are crucial in the adoption and development of
ethics and compliance guidelines. That is because psychological factors deter-
mine whether individuals will comply with the set standards of operation or not.
For all business organizations, ethics and compliance programs are essential be-
cause they determine whether a business is operating legally, and whether there
is proper management of its assets. In the event of audits or when an unethical
behavior becomes public, the competitive advantage of a business may consi-
derably suffer.

Therefore, it is essential that the management pays close attention to the psy-
chological factors that influence human behavior so as to ensure they are always
compliant. The study indicates that the three most essential psychological factors
for businesses to consider are motivation, perception, and attitudes. That is be-
cause the three determine whether the human personnel within a business or-
ganization will abide by the preset ethics and compliance guidelines that regulate
the nature of their activities. As such, the study concludes that psychological
factors are indispensable in the adoption of ethics and compliance programs,
and they help organizations determine whether their human personnel will re-

main obedient.
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