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Global Entrepreneurial Management




Financial Accounting 

Advanced Financial Accounting




Business Statistics 

RESEARCH 
I have numbered my 16 published papers in the order they were published, i.e., P16 is the latest and P1 is the first publication. 

My primary research interests revolve around analyzing and resolving goal conflicts in various environments in the real world. The primary methodology I have employed is the multi-task principal-agent models. My doctoral dissertation (CEO Compensation and Effort Allocation) received the 1994 Outstanding Management Accounting Doctoral Dissertation Runner-up Award. 

Given the difficulty I encountered in publishing analytical papers in accounting journals, I decided early on in my career to be inter-disciplinary since goal conflicts are present in various business disciplines. I am pleased that this approach allowed me to publish in premier (FT50) journals in accounting (P7, P12), marketing (P4) and operations management (P1). In marketing, I was also able to publish in other high-quality journals (P6, P10, P15). I was also successful addressing issues in economics (P5, P8, P16), finance (P2, P9), education (P8), Auditing (P11, P14), Taxes (P3), Technology (P10) and Ethics (P12).   

I also decided to collaborate with empirical and experimental researchers in accounting to test the predictions of the agency theory (P3, P7, P11, P14). These tests exposed the failure of agency theory to adequately explain the behavior of economic agents in real world and laboratory experiments. 

Agency Theory predicts that the solution to goal conflicts is incentive contracts based on performance measures that are both controllable and congruent. In many environments, however, it is difficult to find both controllable and congruent performance measures. Congruence with company’s goals call for the use of bottom-line measures such as stock returns. On the other hand, such bottom-line measures fail the controllability requirement, because they are also impacted by many other factors that are beyond the control of agents. 

Measures closer to the agent’s actions are more controllable, e.g. sales for a salesperson, defect rates for a machine operator, and student evaluations for a teacher. Yet these measures fail to be congruent because they do not emphasize the relative importance of the various tasks to the organization. For example, student evaluations do not reflect the importance of content, delivery, grading, and value reinforcement in the same proportion as what is required of a good teacher. 

More seriously, if agents can manipulate performance measures without personal costs and organizational detection, performance measures become totally useless, and according to agency theory, the incentive solution to goal conflicts should completely collapse. Yet, even in such environments, we do see incentives being used, and agents not responding with effort distortion and manipulation to its full extent. These findings confirmed my belief that the way an agent’s behavior is modelled in agency theory needs to be improved upon to better explain laboratory and real-world findings.

   
Accordingly, I am pleased that notwithstanding the repeated rejections (desk rejection by TAR, rejected in the first round by CAR, rejected in the second round by AER), my co-author and I were able to publish our message in the premier behavioral accounting journal (P12). In this article, we relax the traditional assumption of a purely self-interested opportunistic behavior of agents and introduce the notions of moral sensitivity and reciprocity into the principal-agent models. We show that with reciprocity and moral sensitivity, there exists a ‘moral solution to the moral hazard problem.’ In other words, by imperfectly modeling an agent’s utility function, agency theory has incorrectly presented incentive solutions as the only way to resolve the moral hazard problem. Thereby, the literature has ignored altogether the possibility of a moral solution to the moral hazard problem. Obviously, we do not imply that all agents, under all circumstances, will do the right thing, but we do argue that the current paradigm in Agency Theory, which assumes that all agents, under all circumstances care only about their income and leisure is ignoring significant reality. All agents, albeit at various levels, are morally sensitive and care about reciprocity. 

Accordingly, my former PhD student (Guy Fernando) and I submitted a follow-up paper to Accounting Organizations and Society that examines the optimal contract in the presence of moral sensitivity and reciprocity. We provide some fascinating insights into the interplay between incentive and moral solutions, which is a vastly under explored area in agency theory. I am passionate about closing this significant gap, which should keep me active in research until retirement.  Some specific questions I would like to explore are:

1) How can one empirically measure moral sensitivity and reciprocity?
2) Do incentive solutions that appeal to an agent’s self-interested behavior damage the moral sensitivity and reciprocity that appeals to an agent’s altruistic behavior?

3) How does one model moral sensitivity and reciprocity in a multi-task setting?

4) More importantly, how do these two notions affect effort allocation in multi-task settings?

Dissertation 

CEO Compensation and Effort Allocation (1993)

Effort Allocation and Executive Compensation.

 

1994 Outstanding Management Accounting Dissertation (runner-up)  

Papers in Print 

The journal classifications below use the ubiquitous FT50 (Financial Times 50) and the ABDC (Australian Business Deans Council) ranking (A*, A, B, C) of business journals.

P16:
Kanagaretnam K. and A. Thevaranjan (2021)

The Value of Trust and Fairness in Alliances: An Economic Perspective 

Theoretical Economic Letters, Volume 11, No 2, 166-185.  
P15:
Banerjee S and A. Thevaranjan (2019).

Targeting and Salesforce Compensation: When Sales Spill Over to Unprofitable Customers. 
Quantitative Marketing and Economics 17 (1), 81-104. A Journal
P14:
Fernando G. D. and A. Thevaranjan (2017). 
The Impact of Audit Quality on the Components of Executive Compensation. 

Journal of Centrum Cathedra, 
The Business and Economics Research Journal 10 (1), 49-62.  

P13:
Srinivasan D. and A. Thevaranjan (2016). 


The Role of Non-financial Measures in Controlling Myopic Activities: The Case of Hard Selling. 

International Journal of Accounting, Auditing and Performance Evaluation 12 (2):103-130. 
Lead Paper. C Journal
P12:
Stevens D. E. and A. Thevaranjan (2010). 
A Moral Solution to the Moral Hazard Problem. 


Accounting, Organizations and Society 35: 125-139. FT50 and A* Journal
P11:
Chang H, G. Galantine and A. Thevaranjan (2009). 
Returns to Scale Pattern and Efficient Firm Size in the Public Accounting Industry: 
An Empirical Investigation. 

Journal of the Operational Research Society 60:1495-1501. A Journal
P10:
Joseph K. and A. Thevaranjan (2008).  
Investigating Pricing Solutions to Combat Spam. 

Journal of Interactive Marketing 22 (1)): 21-35. A Journal
P9: 
Subramaniam C. and A. Thevaranjan (2006). 
The Role of Revenues and Costs in CEO Compensation.

Focus on Finance and Accounting Research:1-23. Lead paper
P8:
Kanagaretnam K., R. Mathieu and A. Thevaranjan (2003). 
An Economic Analysis of the Use of 
Student Evaluations: Implications for Universities. 

Managerial and Decision Economics 24:1-13. Lead paper. B Journal
P7: 
Duru A., R. J. Iyengar, and A. Thevaranjan (2002). 

The Shielding of CEO Compensation from the Effects of Strategic Expenditures.  



Contemporary Accounting Research 19 (2): 175-93. Lead paper. FT50 and A* Journal

Publications Before Tenure


P6:
Joseph K. and A. Thevaranjan (1999).  


Optimal Monitoring in Salesforce Control Systems. 



Marketing Letters 10 (2):161-176. A Journal
P5:
Thevaranjan A. and K. Joseph (1999).  
Incentives and Job Redesign: The Case of the Personal Selling Function. 

Managerial and Decision Economics 20:205-216. B Journal
P4:
Joseph K. and A. Thevaranjan (1998).  
Monitoring and Incentives in Sales Organizations: An Agency Theoretic Perspective.  


Marketing Science 17 (2): 107-123. FT50 and A* Journal
P3:
Subramaniam C. and A. Thevaranjan (1998). 

Incentive Potential of Tax Expense in Bonus Plans.  

International Review of Accounting 3:1-13. Lead Paper 
P2
Banker R. D. and A. Thevaranjan (1997).  
Accounting Earnings and Effort Allocation.  

Managerial Finance 23 (5): 56-70. B Journal
P1:
Hughes J. S. and A. Thevaranjan (1995).  
Current Production Targets and Strategic Decisions by Corporate Managers. 

Journal of Operations Management 12: 321-329. FT50 and A* Journal
Publication of Books and Chapters 

T3: 
A. Thevaranjan (2025). Self-published

Accounting for a Side Business. 
T2: 
A. Thevaranjan (2017-2018). Self-published

Accounting for Entrepreneurs, First, Second and Third Editions

T1: 
Subramaniam C. and A. Thevaranjan (2006). 
The Role of Revenues and Costs in CEO Compensation.

Nova Science Publishers, Focus on Finance and Accounting Research:1-23. Lead chapter.
Quality of Journal Publications:



	
	FT50 
	A = 4
	B = 3
	C =1
	Unranked = 4

	After Tenure = 10
	P7, P12
	P10, P11, P15
	P8
	P13
	P9, P14, P16

	Before Tenure = 6
	P1, P4
	P6
	P2, P5
	
	P3


Research Awards:     

· University of Kansas, Guy Mabry Research Award for the 1998 Marketing Science paper

· 2012 MARCON Conference, the best paper award for an earlier version of the 2019 Quantitative Marketing and Economics paper

Papers Submitted for Publication: 

S1: 
Joseph K., M. Mantrala, P. Parker and A. Thevaranjan (2022)

Why Are Revenue Contracts So Ubiquitous?  

Abstract: Sales organizations seek margins but often reward revenue. This disconnect is puzzling and has not escaped commentary.  Accordingly, in this research, we ask:  what metric should compensation contracts be based on: margins or revenue? We further motivate this problem by extending empirical reporting on sub-optimal price discounting exhibited by salespeople on account of revenue contracts.  We also report results from a convenience sample of 26 academics participating in a special conference on salesforce productivity wherein half the respondents favored revenue and other half favored margin, thereby exhibiting maximal uncertainty about metric choice.  In our analytical work, we develop a two-effort model where the first effort (quality) helps the salesperson garner a high price whereas the second effort (quantity) drives the number of customer transactions.    
We obtain the following conditional insight.  In high value-added consultative environments, firms concerned about the adverse impact of negotiations stemming from the use of margin contracts may actually prefer revenue contracts because the fractional profit degradation of revenue contracts could well be lower than the fractional negotiation loss.  In contrast, firms concerned about the fixed cost of implementing margins may prefer margin contracts because the absolute profit degradation of revenue contracts is likely to be higher.  To the extent that the prime concern in today’s high value-added consultative selling environments is the loss from negotiations, our analysis provides an explanation for the ubiquity of revenue contracts.     

S2: 
Thevaranjan A. and Guy D. Fernando (2022) 

The Optimal Incentive Contract in the presence of Moral sensitivity and Reciprocity

Abstract: For many decades, agency theory has prescribed incentives as the solution to the moral hazard problem. The level of incentives is shown to increase in the productivity of effort and decrease in the risk aversion of the agent and the uncertainty of the performance measure.  
In this paper, we study the impact of moral sensitivity and reciprocity on the extant incentive solution. We incorporate these two notions into a LEN principal-agent model and solve for the optimal contract. 
We find that only when the moral sensitivity and reciprocity are below some critical levels, the optimal contract closely resembles the prescribed incentive solution. And even in this region, incentives are shown to be lower than the prescribed levels.   

When reciprocity is above its critical level, however, incentives are shown to be very different. They are independent of both productivity and moral sensitivity. Moreover, they decrease not only with uncertainty and risk aversion but also with reciprocity.  The reason behind this surprising result is that in this region, firms find it optimal to share profits with the agents by offering them a salary premium to invoke reciprocity.  That salaries can also be used to motivate effort has been largely ignored in the agency literature. 

Similarly, when moral sensitivity is higher than its critical level, neither incentives nor the sharing of profits is needed. In this region, firms can induce the first-best effort by simply requesting it from the agents because their moral sensitivity or disutility for breaking their promise is high enough to exert the requested effort. This is a welcome addition to the agency literature because agency theory has been criticized as predicting and encouraging purely opportunistic behavior. 

Working Papers

W1: 
Banerjee S. and A. Thevaranjan (2023) 

Multi-product Interactions and Incentives.

W2: 
Alex Thevaranjan (2024)

Goal Congruence and Evaluation of Performance Measures (28 citations)

Research Projects

  R1: 
Banerjee S. and A. Thevaranjan  

Multi-product Interactions and Sales Incentives with Endogenous Pricing

  R2: 
Thevaranjan A. and G. Fernando  

Performance Measure Manipulation in the presence of Moral Sensitivity and Reciprocity

Presented at the European School of Management and Technology.

  R3: 
Thevaranjan A. and G. Fernando 

When Incentive Solutions and Moral Solutions Clash

Paper Presentations in University Workshops

Syracuse University
Drexel University
University at Buffalo 
Texas Christian University
Harvard University 

M.I.T. 
University of Pennsylvania  
Pennsylvania State University 
University of Notre Dame
University of Pittsburg
University of Washington
Grenoble Ecole de Management, France

European School of Management and Technology, Germany 
Nanyang Technological University, Singapore 
McMaster University, Canada 
York University, Canada

University of British Columbia, Canada

University of Waterloo, Canada 
Brock University, Canada 
University of Wilfred Laurier, Canada 
SERVICE 

Service to the Accounting Department 

Present:
Member of the PhD admission committee



Member of new faculty hiring committee 

Voluntarily teaching multiple sections of 201 to meet the demand for Whitman minors
Prior: 

Departmental Rep in the Teaching Committee

Departmental Rep in the Administrative Procedures Committee 

Departmental Rep in the Doctoral Board
Accounting Workshop Coordinator

Accounting Ph.D. Program Director
Chair of Dissertation Committees

Member of Dissertation Committees 

Service to the Whitman School of Management

Prior:

Member of the One Whitman Council



Pioneering member of IS-IT (International Student Internship Taskforce)

Chair of the Teaching Committee

Member and Co-Chair of the Promotion and Tenure Committee 

Director of the Singapore Summer Internship Program

Brought the UN Ambassador of Sri Lanka and the President of the Tamil American Peace Initiative (TAPI) to campus for Peace-Building Dialogues that were sponsored by both the Whitman and Maxwell Schools and were viewed around the world. 

Service to Syracuse University

Prior:

Syracuse University Senator



Member of the Academic Freedom, Tenure and Professional Ethics (AFTPE) Committee 

Faculty Advisor for BASIC All Nations, a Hendricks Chapel Club

Member of the Chancellor’s Advisory Committee on Parking

Member of the Chancellor’s Advisory Committee on Diversity
Member of the Chancellor’s Advisory Committee on University Scholars
Member of the International Center Hiring Committee
Contributor to the Faith and Family Day in the Carrier Dome

Service to the Academic Profession

Present:
Editorial Board:

· Managerial Finance – B Journal

· Journal of Risk and Financial Management – B Journal

· Registered in the Editorial Manger site of AOS – FT50 and A* Journal
Ad hoc Reviewer:

· Accounting, Organizations and Society - – FT50 and A* Journal
· Management Science – FT50 and A* Journal


· Journal of Management Accounting Research – A* Journal


· Managerial Finance – B Journal
Prior:

Ad hoc Reviewer:

· Marketing Science – FT50 and A* Journal



· Journal of Managerial and Decision Economics – B Journal



· Managerial Finance – B Journal

Service to the Syracuse Community https://tinyurl.com/yckrz27z
Present:
Chair of the Board of Cornerstone Life Development, which offers residence, counsel and employment for drug addicts and homeless.  

Co-founding Director of the Houses of Daniels, a leadership community of students from different nations, denominations, and religions. 

Prior:
Organized Worship the King event for two years bringing together a few thousand community members in the Carrier Dome.  

Founder of Syracuse for Sri Lanka that built 100 houses for tsunami victims; portrayed in Whitman and Syracuse University magazines. 

Service to the Sri Lankan Community https://bit.ly/3BM65JI
Present:
Conducted educational seminars for 200 principals, 100 teachers and 1000 students in the war-affected areas at the S.L. Govt.’s invitation. 

Founder and Coordinator of FIT English School, which uses a zoom platform and diaspora mentors to teach English to underprivileged children in Sri Lanka 
Prior:
Cofounder and Coordinator of NEED: Native Engineering Expertise for Development, which helped bring international expertise and form a technical hub of engineering in Sri Lanka. 

Advised the U.S. Government (Pentagon) during the final phase of the 30-year long Sri Lankan war that ended in May 2009. 

Advised and helped the Sri Lankan Government in rehabilitating the 12,000 surrendered ex-Tamil (LTTE) militants at the end of the war.
