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What Are 
Ethics? 
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Ethics are… 

A system 
of 
accepted 
beliefs 

Governance 
for one’s 
personal 
behavior 

An intrinsic 
knowledge 
of “right” 
and 
“wrong” 

Governance for 

one’s personal 

behavior 

A system of 

accepted beliefs 

An intrinsic 

knowledge of 

“right” and “wrong” 
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Ethics are not… 

 Trendy 

 Tied to culture or religion 
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“Relativity applies to physics, not 

ethics.” 

~Albert Einstein 
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Professionalism: 
Actions 

• “Skill & care” 

• Follow the rules 

• Do good work 

• Play nice 

Ethics: 
 Decisions 

• “Do the right 
thing” 

• Consequences 

• Not always 
clear 



This Really 
Happened… 
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Ocracoke 

Vacationing in Japan 
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Rules for 
Actuaries 
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“And, what I like least 

about being an actuary is  

that what we do really 

matters.” 

 

“What I like most about 

being an actuary is  

that what we do really 

matters.” 
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• What it means to 
act as a 
professional 

• General boundaries 
for ethics  

Code of 
Professional 

Conduct (CPC) 

• Joint Board 
regulations similar 
to CPC 

• Circular 230 
standards 

IRS / DOL 
• Anticipate general 

professional and 
ethical behavior 

• Provide specific 
rules on how to act 

ASOPs 
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CPC, Precept 1, Annotation 1-2 

An Actuary shall not provide Actuarial Services 

for any Principal … in a manner that would be 

detrimental to the reputation of the actuarial 

profession 
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Ethical Dilemmas Involve Conflict 

Basic ethical 
principles 

Needs / 
desired 
outcome 
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A Process 
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Test Your Decision 
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Personal 

Types of Ethics 

Personal 

Business 

Personal 

Business 

Actuarial 
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“The time is always right to do what 

is right.” 

~Martin Luther King, Jr. 
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What Worries Actuaries  

 2012 Academy survey: 
#1: Responding to pressure from principals and/or 

management to select inappropriate assumptions used in 

pricing or reserving 

#2: False or misleading representation of products or services 

in marketing, advertising, or sales efforts 

#3: Failure to take appropriate action when another actuary 

misrepresents information 

#4: Conflicts of interest between opportunities for personal 

financial gain (or other personal benefits) and proper 

performance of one’s responsibilities 

#5: Misrepresenting or concealing limitations in one’s abilities 

to provide services 
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#1 for ALL Practice Areas 

Responding to pressure from principals and/or management 

to select inappropriate assumptions used in pricing or 

reserving 
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#2 By Practice Area 

 Health, Life, Pension: False or misleading representation of 

products or services in marketing, advertising, or sales efforts 

 P/C, Risk Management/Financial Reporting: Failure to take 

appropriate action when another actuary misrepresents 

information 

 

 



Now, I Need 
Your Help 
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24 24 
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An Error, a Unionized Medical 

Plan and Several Dilemmas 

 

 As an actuary, you discovered an error in 

the prior year medical underwriting that 

determined the medical premiums for one 

of your firm’s largest clients, who has a 

large unionized population.  

 The error overstated the premiums by 5%.  

 Based on the union contract the client is 

supposed to charge their union employees 

20% of the premium for the medical plan 

contribution.  

 You have informed your client of the 

mistake, and the client has said they want 

to ‘just fix it next year’. 
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Addressing Benefit 

Calculation Discrepancies 
 

 

 In the course of reviewing benefit calculations, 

you discover that the compensation used did not 

match actual W2 earnings, although it was within 

2%.   

 You discuss with the HR manager what steps, if 

any, to take.   

 Then, the CFO discovers that his benefit would 

increase with an updated calculation. 
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On the Job Training? 

 
 

 You are a consulting pension actuary who 

has recently started work at a new firm, and 

have been offered the opportunity to lead a 

team bidding on some multiemployer work.  

 Although you have no practical experience 

with multiemployer plans, you have always 

wanted to work on them and have taken the 

initiative to learn about them on your own 

time.  

 Have you crossed the line by representing 

yourself as qualified to do the work if you 

have every intention of becoming qualified 

during the engagement? 
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Control of Work Product 

 
 

 Your client is to provide an executive 

summary of “most important” actuarial 

information gleaned from your recent 

Actuarial Report to its Board of 

Trustees.   

 The staff’s director  

• Wants you to approve the presentation 

so they can say it is “actuary approved”, 

but  

• Wants also to include only what he 

chooses.  
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Helping a Relative 

Decide When to Retire 

 
 

 You and your client’s CFO have been 

discussing implementing an early 

retirement window in the following year that 

would be beneficial for your uncle.   

 Then, your uncle tells you he’s planning to 

retire December 31, which would be just 

prior to the window.   

 How much can you ethically disclose to 

your uncle? 
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The Case of the Indiscreet Investor 

 
 

 

 Your M&A work involves confidential 

information regarding a publicly 

traded employer.   

 Once the information becomes 

public, it will likely cause the price of 

the stock to sharply decrease.   

 You find out that one of your 

colleagues who is not assigned to 

this work inadvertently gains access 

to this information and made a large 

purchase of stock for the company’s 

main competitor. 
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Mentor Makes a Mistake 

 
 

 You take over an actuarial valuation from 

your mentor and find several errors in the 

valuation of liabilities.   

 How should you resolve these issues with 

your client when the changes 

• Considered immaterial to the total plan, but 

• Could have a significant impact for a part of 

your client’s business? 
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Thank you! 


