Deloitte.

Embedding behavioural
science into the ethics
programme at Deloitte N

IMPACT THAT
MATYERS /7,

SIMONE HOLLIDAY <



Deloitte globally
An overview

Deloitte is the brand under which over 456,826 people in 150+ countries, territories and 6 Continents throughout

the world collaborate to provide audit & assurance, consulting, financial advisory, risk advisory, and tax, and legal services to
selected clients.

Deloitte member firms (primarily organized on an individual country or regional basis) are separate and independent firms that have come together to
practice under a common brand and shared methodologies, client service standards, and other professional protocols and guidelines.

By the numbers...

Equating to 29% new hires*

along with 156,430 (or 38%) in FY22

000 0
Additionally, Aan 4 7A of Deloitte people are under 30

Figures are for FY23, aggregated across the Deloitte organization. *New hires as a percentage of total headcount.
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Deloitte Global Ethics’ approach to embedding behavioural science

Beginning by asking questions

WHAT... research do we see in this area?
WHO... is leading in this research area?
WHEN/WHERE/HOW... should we apply it?

A N
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WHAT... are we seeing, and HOW have we identified this?

WHY... might we be seeing this — WHAT is the question or hypothesis we are trying to address?

1. WHAT... are we seeing, and HOW have we identified this?
* Lower reporting levels than survey indicates we should receive
* Potential to reduce anonymous reporting to aid investigations
1.

Lok LN

Annual ethics survey results

Reporting data and trends
Focus groups and other anecdotal fee
Informal discussions with the business

External research

WHY... might we be seeing this — WHAT is the
question or hypothesis we are trying to address?

1. Trustin reporting channels?
2. Fear of retaliation?

3. Lack of clarity/understanding around
investigation processes?

4. Unsure of responsibilities (rationalisations,
bystander effect)?
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Deloitte Global’s use of ethical nudges
Our work to use small interventions to encourage an ethical mindset and prompt action

Nudge 1 — Deloitte Speak Up helpline

Reduce anonymous . When the anonymous option is selected, a text box displays the reasons why the reporter should consider providing their contact details

reporting . Before the reporter selects “Submit Report” at end of the form, reasons why they should consider providing their contact details are given

Individual witnesses or Navigate to the Deloitte | 7= |\NA oo .
. . . . . Submit the report
experiences unethical behavior Speak Up helpline website or
and decides to report it call via the phone number Via webpage or phone, complete the

helpline intake questionnaire and choose
the option to report anonymously or
provide contact details

..............................................................................................................................................................................................................................................................................................................................................................................

Nudge 2 - Ethics eLearning

Increase reporting P Language was added to the end of the 2022 ethics refresher eLearning
f ethi t “Before you exit and close this course, reflect for a moment. Is there any ethical dilemma you are facing, have witnessed, or are aware
of ethics matters of for which you should consult, seek help, or report? Use the resources in this course to take action now. You can make a difference.”

Not all misconduct was . Implemented the nudge between January-May 2022

being reported
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Building trust in reporting channels
Addressing potential barriers to speaking up

Overcoming rationalisations...

Deloitte.

Feel
uncomfortable?

See or
experience
something

Always
consult

Internal
rationalizations

Common rationalizations that one uses to keep
oneself from speaking up about ethically
questionable behavior.

Personal fear
*I am afraid of what will happen to me if I report this.
This might affect my career/job.”

Denial of responsibility
“It's not my responsibility to deal with this.”

Denial of injury
“This is just common operating procedure—and
won't cause any harm to anyone.”

Denial of victim
“I don't want to get someone (peer, colleague, boss,
leader, etc.) in trouble by raising this issue.”

Denial of impact
“This may be wrong—but not a big enough deal to
worry about.”

AR NENRN

General rationalizations
“Maybe I don’t have all of the information here.”

()
Strategies \./

Highlight the
potential risk
or impact
to others

I know what the right Mirror the
thing is to do, but I issue and
don't always fee/ ask for

confident to do it... advice

Discuss that

it is possible to
effectively speak
up for values

Listen to their concerns x Don‘t be judgmental
Ask questions x Don‘t be over critical
Brainstorm ideas x Don‘t downplay their
Talk about values and concerns

our commitment to x Don‘t downplay their
non-retaliation feelings

e "\o
Speak up for values {®

[© 2019. For information, contact Deloitte Touche Tohmatsu Limited.
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https://americas.internal.deloitteonline.com/sites/DTTLEthicsStore/gel/DTTL%20Global%20Ethics%20Library%20Archive/Archived%20Learning%20and%20training/Archived%20Biennial%20Ethics%20eLearnings/FY20/Videos/SUfV_M1_2.mp4
https://americas.internal.deloitteonline.com/sites/DTTLEthicsStore/gel/DTTL%20Global%20Ethics%20Library%20Archive/Archived%20Learning%20and%20training/Archived%20Biennial%20Ethics%20eLearnings/FY20/Videos/SUfV_M1_3.mp4

Building trust in reporting channels
Addressing potential barriers to speaking up

Psychological safety and the bystander effect...

Empathy, curiosity, and humility

Research from the Notre Dame Deloitte Center for Ethical Leadership states that leaders, as 4

well as an organization, must appropriately support people speaking up about unethical

behavior by using and modeling empathy, curiosity, and humility. What they value (social modeling) Who they value/reward How they communicate How they handle moments
. . . Attention/Lack of attention *  Who they invite in their In-Group * Communication style: of stress and crisis

By responding with empathy, curiosity, and humility, you are also modeling to your team how to

support the people who may report unethical behavior to them.

(social belonging) threat vs. safety; dominance

Energy/Excitement; Time Spent
vs. openness/humility

Who they exclude (social
exclusion) *  Emphasis: self first (taker)

Em pathy *  Whois hired, promoted, praised, vs. others-first (giver)

celebrated? (social/power statu i * Stories they tell

Execution and Follow Through

Empathy fosters trust and psychological safety. A simple phrase such as “It sounds like you
are upset about this” can open a conversation.

Curiosity FY24 Ethics refresher

Curiosity is exploring the situation and the facts_A simole phrase like “Tell me more ahout how B s . b d
you are feeling” invites ar] , e I n g a n a Ct IVe ysta n e r

Humility
Humility is admitting you
what you learned from th)
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https://becurious.edcast.eu/pathways/managers-as-ethical-champions-elearning-scenarios-managers/cards/110866081

APPENDIX
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Ethical nudges
What is a nudge, and what typ

es of nudge are there?

Behavioral ethics nudging
the use of choice architecture
- aimed at making employees
. more ethical.

nudges are small interventions into
existing processes, where choice can
be influenced by creating defaults,
framing, or simplifications

choice architecture encouraging
active, reflective decision-making.

Employees read and affirm an ethics-focused

choice architecture that takes

1. Defaults: the status quo (e.g., being automatically enrolled in a retirement savings plan)

2. Framing: the way in which a situation is stated (e.g., (a) if you use energy

> conservation methods, you will save $350 per year vs. (b) If you do not use energy

conservation methods, you will lose $350 per year)

3. Simplifications: reducing the complexity of systems, processes (e.g., filtering
options in online streaming services and recommendations based on preferences)

choice architecture that seeks to elicit an

advantage of our inherent tendencies.  emotional, non-deliberative response.

certification prior to engaging in behavior that savings program where enrollment was

has historically created compliance risk.

switched from opt-in to opt-out default.

All nudging should be
transparent and never misleading

Nudging S'Z;’”t’d betas ias}' as believe that the nudge will improve
possible to opt out o the welfare of the nudgee

Save More Tomorrow Program, a retirement Posters of eyes watching to discourage
cheating.

There should be good reason to

Dr. Todd Haugh, Indiana University.
© 2024. For information, contact Deloitte Global.

CLASSIFICATION: CONFIDENTIAL



Steps to designing nudges

DEFINE YOUR TARGET BEHAVIOR

1 List an ethical/unethical behavior to encourage or discourage. How can this be measured (what data can be used)? Are there any ethical
challenges that may prevent this behavior from being altered? Work to target a small and specific behavior.

EXPLORE THE BEHAVIORAL PROCESS

2 List the steps that lead to the desired behavior. Then list the barriers, psychological triggers, or obstacles that could prevent this
behavior (consider from various perspectives).

DESIGN YOUR NUDGE
3 * Consider what behavioral science tools can be used to alter the target behavior (e.g., defaults, framing, simplifications).
* Design 1-3 different nudges to alter the same target behavior.

Consider how feasible the nudge is, what the associated costs and potential impact might be, as well as the ethicality of the nudge. How could
this nudge be implemented?
Brainstorm how to measure the effectiveness of the nudge (could be a before/after testing with a control group).

Dr. Todd Haugh, Indiana University.
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Deloitte.

Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited (DTTL), its global network of member firms, and their related entities (collectively, the “Deloitte organization”). DTTL ( also referred to as
“Deloitte Global”) and each of its member firms and related entities are legally separate and independent entities, which cannot obligate or bind each other in respect of third parties. DTTLand each DTTL
member firm and related entity is liable only for its own acts and omissions, and not those of each other. DTTL does not provide services to clients. Please see www.deloitte.com/about to learn more.

Deloitte provides industry-leading audit and assurance, tax and legal, consulting, financial advisory, and risk advisory services to nearly 90% of the Fortune Global 500® and thousands of private companies.
Our people deliver measurable and lasting results that help reinforce public trust in capital markets, enable clients to transform and thrive, and lead the way toward a stronger economy, a more equitable
society, and a sustainable world. Building on its 175-plus year history, Deloitte spans more than 150 countries and territories. Learn how Deloitte’s more than 450,000 people worldwide make an impact that
matters at www.deloitte.com.

This communication contains general information only, and none of Deloitte Touche Tohmatsu Limited (“DTTL”), its global network of member firms or their related entities (collectively, the “Deloitte
organization”) is, by means of this communication, rendering professional advice or services. Before making any decision or taking any action that may affect your finances or your business, you should
consult a qualified professional adviser.

No representations, warranties or undertakings (express or implied) are given as to the accuracy or completeness of the information in this communication, and none of DTTL, its member firms, related
entities, employees or agents shall be liable or responsible for any loss or damage whatsoever arising directly or indirectly in connection with any person relying on this communication. DTTL and each of its
member firms, and their related entities, are legally separate and independent entities.
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