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Why is this all necessary?

Don’t companies get it by now? 

Compliance is important and the right thing to 

do . . . but it’s also beneficial to the firm . . . it 
has real value . . . obviously, right?!



Maybe not . . .

compliance value has 
been narrowly and 
amorphously construed

❑ liability avoidance

(insurance and       )

❑ business case 

≈ better company
(culture and returns)
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Our methodology

• Choice Based Conjoint works by giving consumers 

hypothetical product choices that vary on product features. 

• Once consumers choose one product among a set of three to five, 

CBC allows researchers to calculate how important each feature 

is to the purchasing decision and how much a consumer is 

willing to pay for a given feature. 



Choice based conjoint





Sample of choice set (cell phone)



Our results (cell phone n=582)

CELL PHONE STUDY

Compliance Program WTP

Privacy and Cyber Security $ 272.70 

Environmental and Health Safety $ 134.70 

Anti Fraud & Corruption $ 127.90 



Our results (dining table n=579)

DINING TABLE STUDY

Compliance Program WTP

Privacy and Cyber Security $ 244.30 

Environmental and Health Safety $  362.70

Anti Fraud & Corruption $  194.10



Our results (credit card n=573)

CEDIT CARD STUDY

Compliance Program WTP

Privacy and Cyber Security $ 115.70 

Environmental and Health Safety $  22.50

Anti Fraud & Corruption $  69.00





Findings

Our CBC study finds that:

1. Consumers are willing to pay a premium for products that come from 
companies with strong or effective compliance programs.  

“Consumers will pay more for compliance.”

2. Consumers value products from companies that have compliance programs more 
than they value other attributes of those products.  

“Compliance is worth more than a pretty phone.”

3. Consumers are willing to pay higher price premiums for compliance programs 
targeted to the products they are purchasing.  

“Linking compliance programs and products is good business.”



Implications

Companies
-viewpoint change

-argues for investment

-status increase

-market your compliance

Regulators
-arrow in the quiver

-new benchmark

-risk-based approach

Scholars
-new theory to explore 

-empirics to E&C

-limitations



Questions?


