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How our Brains are wired – Shane O’Mara 

Your Brain & How it Works 
Brain cells (neurons) form networks for processing information, brain cells communicate via 

chemical messages.  Messages signal other neurons whether or not to fire –and that is it! However, 

these signals actually change the brain, and that is because the brain is plastic. 

Our brains change as a direct result of our experiences.  Therefore, our behaviour, attitudes, habits, 

thoughts, all change the brain & the brain can and does change itself.  The brain never, ever rests 

even during sleep.  The brain uses 20% of the energy in the body: it is always hungry –for glucose, 

oxygen and stimulation. 

Do You Control Yourself? Think again! Is it your conscious self or your non-conscious self?  Deciding 

NOT to think about the Red Elephant proved rather difficult, especially when Shane displayed a 

picture of one!  He followed this with several tasks he gave to those in the room, showing how we 

can distract different reflexes by adopting other specific behaviours.   

What did Shane want us to know?  He wanted to demonstrate through our own experiences that 

our brain has several opposed networks.  He directed our attention to our ‘Default Mode & 

Executive Mode’ as activity in one suppresses the other: when you engage in goal-directed 

behaviour or when you do ‘nothing’ 

 Default Mode – big picture, mind-wandering & autobiographical memory 

 Executive Mode – sweats the small stuff, precise tasks 

The Creative Brain 
Shane shared how creativity is NOT a special faculty of personality or the brain – it is an aspect of 

general intelligence.  Our brain likes convention – habits & routines.  We have also our semi-

conscious autopilot for every day life, which leaves the brain free to concentrate on other things – 

mind wandering, etc.  To make the point, Shane asked the room:  How much do you remember of 

the trip here today?  For many the answer was “not much” 

Brains, personal judgment, brands, & leaders 

He shared how we are ‘cognitive misers’: we rapidly judge others in terms of Warmth (Enthusiasm, 

affection or kindness) and Competence (the ability to do something successfully and efficiently). 

Shane shared how this same process is in play when we are judging organizations as well as brands.  

We use the same limited number of brain circuits for judging people, brands and organizations. 
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We are cognitive misers (i.e., we like to conserve energy!) by using the same brain circuits for 

judging people, brands and organizations  

 We judge people based on perceptions of their warmth & competence 

 We judge brands based on perceptions of their warmth & competence 

 We have similar emotions regarding the actions of persons and companies 

 We feel more strongly in our judgments about people compared to companies 
 

Leaders have particular problems 

 Leaders are judged as persons and as brands (persons if there is regular contact and brands 
where there is not) 

 We judge brands based on their warmth and competence 

 Leaders face a double judgment –as a person and as a brand 

 Good leaders are able to read the likely responses of the larger public, share-holders and 
others beyond the boardroom –and act appropriately 

 

Shane introduced an important and little realized fact about talking.  Approximately 40% of what we 

say to other people involves disclosing information about ourselves.  Self-disclosure activates reward 

circuits in the human brain. Let us state the obvious; a good leader knows how to listen, and by 

doing so, they are enabling their colleague to stimulate the reward circuits in their own brain! 

Making Information Stick 
What effect does lots of exposure to a particular item have on memory? One of many examples 

shared, demonstrated how unlikely it is we will spot differences such as the portrait of the Mona 

Lisa, being shown in a mirrored reproduction. We will recognize the portrait, but not that it is a 

mirror image.  The icons of well-known brands can have the same issue, we recognise them, 

however not necessarily the specific detail. 

Shane pointed out there is a problem here! Learned irrelevance, & attentional saturation:  

Just because something feels familiar does not mean it has been learned! 

KEY POINT: Mere information exposure does not ensure learning! 

Learning a new habit is very difficult: “The time it took participants to reach 95% of their asymptote 

of automaticity (i.e. a habit has formed) ranged from 18 to 254 days; indicating considerable 

variation in how long it takes people to reach their limit of automaticity and highlighting that it can 

take a very long time”.  

Reflection Point:  Is it people are resistant, or just take a long time to adjust? Also noting, people do 

not form a habit at the same pace!  Using the Ebbinghaus Forgetting Curve, he showed how we 

rapidly forget for short periods & have a slower level of forgetting for longer periods. The way to 

combated forgetting is to adopt a Retrieval practice (by recalling facts, concepts and events from 

memory), which is (probably) the most effective learning strategy.  Retrieval practice through 
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questioning interrupts forgetting as recalling what you have learned causes your brain to 

reconsolidate the memory, strengthening its connections to what you already know, and makes it 

easier for you to recall in the future. 

Conclusions 

 Asking questions after information provision helps make that information ‘stick’.  Asking 
these questions immediately after the new information has been provided or >24 hours 
later is less effective than within 10 to 60 minutes of the information provision. 

 That makes it more likely to be recalled subsequently when decisions are required  

Mindsets and why they matter 
Shane asked us to consider which Mindsets do we think is more likely to be correct. 

 Growth Mindset: Intelligence, abilities and talents are malleable and can be developed 

 Fixed Mindset: Intelligence, abilities and talents are fixed, immutable traits 
 

Mindsets, Intelligence & Ability  

 Growth mindsets shift attention to task and learning and by doing so emphasizes the role of 
effort in creating talent and emphasizes Incremental Theory of Intelligence. 

 

 Maintain confidence and effectiveness in the face challenges and setbacks are inscribed on 
the brain as changing mindsets = radical, self-imposed neuroplasticity, because mindsets can 
be taught. 

 

Conclusions 

 Do we really know why we do the things that we do? Very often, no 

 Best way to facilitate learning? By using questions to recall information 

 Best way to change a mindset? Knowing that with focused practice and effort, you can 
improve at any task, because the brain is plastic 

Brain Hygiene & Optimising Performance 

Stress 
Stress causes heightened excitability or arousal in the brain and body, a perception that present or 

future events will be very unpleasant combined with a lack of controllability over these events 

The typical Stress Response: Physiological and behavioural arousal and an attempt to reduce the 

stress.  Stress directly influences our memory! 

Damage from Stress Response can occur and will most likely do so when stress is: 

 Unremitting (prolonged trauma, chronic wear and tear, moral injury, etc.) 
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 Where there is an inability to adjust to stressor or shut off stress response 
 

When stress is manageable or managed, it is positive and leads to growth and enhanced 

competence.  However; 

 Severe, chronic repeated stress causes atrophy of the human hippocampal formation (i.e. an 
actual change in your brain) 

 Stress hormone administration (acute cortisone) impairs retrieval of long-term declarative 
memory in humans 

 

What if you need to remember critical information under stress – Shane went through the HOW TO 

and retrieval practice is the key, which is shared earlier in this document! 

Resilience & Reserve 
American Psychological Association: Definition of Resilience 

“The process of adapting well in the face of adversity, trauma, tragedy, threats or even significant 

sources of stress.”  

 Capacity to avoid adverse mental and physical outcomes following exposure to extreme 
stress.  

 ~35%-70% of individuals free of major psychiatric outcome following exposure to traumatic 
event (threat to life of self or others; threat to physical integrity associated with intense fear, 
horror or helplessness) 

 

What Promotes Resilience? 
 

Some steps to build resilience 
 

 More education, older age, social 
support, specific training, absence of 
early life trauma, looking at ‘glass half 
full’ 

 

 Role Models – Learning through 
observation is very effective 

 Analyse and simulate/imitate attitudes, 
values, skills, ways of thinking thought & 
behaviours 

 

 

Active vs Passive Coping 

Active examples 
 

Passive Examples 
 

 Gathering information 

 Acquiring skills 

 Confronting issues 

 Generating Solutions/Problem solving 

 Seeking social support 

 Cognitive reappraisal 

 Denying problem 

 Waiting out 

 Avoidance 

 Substance use 

 ‘Venting’  

 Blaming other 
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KEY Point: The importance of Social Support: Ask yourself: who can I rely on? 

What is control? Control: to exercise restraining or directing influence 

Control-related psychological concepts  

 Fatalism, self-confidence, locus of control, self-direction, learned helplessness, self-efficacy 
 

Two related concepts: 

 Recognising the role of external factors in one’s life: fatalism, locus of control 

 One’s perceived ability to handle the challenges of life: self-confidence  
 

Socio-economic status and control  

 Lower income associated with lower sense of control and poorer health  

 High sense of control (mastery) abolishes the influence of income on depressive symptoms 
and life satisfaction  

 

Perception of control is a very important variable in predicting people’s trajectory in life  

It influences behaviour and self-perception, and cognition and physiology  

 Job control (e.g. ‘I can decide when to take a break’)  

 Low control in workplace increases blood pressure  
 

Cognitive Reappraisal 

Ability to cognitively appraise, reframe or find positive meaning in adversity (e.g. redefining a crisis 

as a challenge and opportunity)  

Engaging in cognitive reappraisal: Deliberately rescript explanatory styles:  

 From internal to external (‘Bad events aren’t my fault’)  

 From global to specific (‘This is one narrow thing rather than a massive indication that 
something is wrong with my life’)  

 From permanent to impermanent (‘I can change the situation, rather than assuming it’s 
fixed’)  

 From frightening to exciting (‘this is fun!’)  
 

Giving – Generosity is Rewarding  

 MRI scans show that reciprocal actions activate reward areas of the brain.  

 Giving – Generosity is Rewarding  
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 A single act of kindness weekly over six weeks associated with improved wellbeing relative 
to a control group  

 

Resilience is a set of character skills that can be taught and learned  

 Imitate resilient role models  

 Cultivate positive emotions  

 Seek meaning beyond yourself  

 Seek/attract social support  

 Foster signature strengths  

 Actively cope with stress  
 

 Face fears  

 Train in one or more areas (Recovery)  

 Cultivate cognitive flexibility: cognitive 
reappraisal, acceptance  

 Extract meaning from trauma and from 
life 

 

 

Brain Reserve - Neuroreserve 

What you have cognitively ‘in the bank’ or ‘in the tank’: No direct relationship between brain wear 

and tear and clinical symptoms of that wear and tear.  Life Style Factors Influencing Cognitive 

Resilience: Cognitive training, Mental stimulation, Physical exercise, Dietary factors, Social 

engagement. 

Neuropathological analysis: for the same degree of brain pathology there was better cognitive 

function with each additional year of education. The greater number of study years, the reduced 

Cumulative Hazard of Alzheimer’s disease (AD).  Physical exercise > 3 times / week and there is a 

significant delay in the onset of dementia & dementia risk.  Physical  exercise training increases size 

of hippocampus & improves memory. 

Take-away lessons 

The brain changes because of experience:  

 Behaviour, attitudes, habits, thoughts, all change the brain 

 Because the brain can and does change itself 
 

Note on stress? 

 It is heightened excitability in brain & body, perceiving that present/future events will be 
very unpleasant and uncontrollable. 

 When stress is manageable or managed it is positive and leads to growth and enhanced 
competence. 
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Life Style Factors Influencing Cognitive Resilience 

What steps build resilience and reserve? Cognitive training, mental stimulation, physical exercise, 

dietary factors, social engagement. 

Great News: 

 Midlife gains in certain aspects of cognitive function are possible 

 Midlife gains in individual well-being are wide-spread 
 

And, finally, always remember that… 

 YOUR Brain is Plastic Throughout the Life Course 
 

Behavioural Design 
Justice: “what the judge ate for breakfast”’ directly influences the % rulings favouring prisoners.  

Do not locate decision-making solely within an individual brain 

Implication:  

 Cognitive control over decision-making is very hard – even in highly-educated, well-trained 
individuals, where circumstances are similar from time to time. 
  

Instead:  

 Design the environment to provide the necessary decision-making support.  
 

Example: The Bournemouth Symphony Orchestra (BSO) in 1950: ~0-5% were Female, by 2010 ~40-

45% were Female.  How was this achieved?  

A simple piece of behavioural design changed everything: Blind Auditions 

The implications are simple – to de-bias, you must: 

 Always establish a benchmark for performance  

 Always do joint evaluations – comparison of one person versus another on explicit grounds  
 

Key point: Behavioural design means locating change in the design of the system, and not in 

individual attitudes or willpower. 

IQ, Income and Brain Plasticity 
There is only a very, very weak correlation between income and IQ. One night of sleep deprivation 

reduces your IQ by ~ -15 IQ points (i.e. one standard deviation lower than before) 
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Does the team or group you are part of affect your IQ?  Group intelligence quotient task research 

confirmed that ‘social status’ feedback demonstrates harmful influence on IQ.  If a group is informed 

it is doing poorly, it will develop a reduction in its collective IQ. 

Self-control vs IQ: Self-control ability predicts academic performance better than IQ  

Trait (dispositional tendency) self-control appears to have few or no downsides, but requires long 

training. 

Conclusions:  

Teams Matter; Other people can make you stupid (or enhance your capability) 

Some lessons 

 

1. Motivation, self-control and growth mindsets are central to performance 
2. Listening is as important as talking 
3. Keep people active: design offices with standing desks, active workspaces 
4. Aerobic exercise and a regular good night’s sleep: the best cognitive and mood enhancers 
5. Maximise performance by allowing brains downtime as well as uptime 
6. Hold contentious meetings after meals or first thing in the morning when people are rested, 

and never while people are hungry 
7. Don’t focus on the merely smart: focus on the motivated, who possess insight and self-

control 
8. Develop a culture supporting growth mindsets 
9. To remove inequities: change environments, change rules, and use checklists with objective 

measurable criteria, with standards for joint comparisons 
10. Always ask for evidence; always be willing to experiment 
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A Mindset for Continuous Improvement - Matthew Syed 
 

Matthew started his talk, using the stage to represent a continuum for Industrial mindsets.  As we 

looked at the stage, to the left-hand side he anchored the concept of a ‘Growth’ mindset and to the 

Right-hand side, the concept of a ‘Fixed’ mindset.   Matthew created this picture by referencing 

significant research using an ‘Excellence Questionnaire’.  The results from this research indicated the 

existence of the continuum and that continuum was forming in front of everyone in the room. 

To make this conceptual idea ‘real’, Matthew introduced several powerful stories, and in particular, 

one from Aviation and another from Healthcare. 

B-17 Belly flop - investigation 
Matthew standing on the left-hand side of the stage tells the first story: In the 1940s, there had been 

a number of B-17 planes belly flopping and hitting the runway upon landing as the landing gear was 

raised at a critical moment. Much investigation followed, as this was not a one-off incident. What 

was going on? The pilot would toggle the landing gear switch and the landing gear would 

successfully deploy. Next, the pilot would want to toggle another switch to deploy the flaps, to slow 

the plane down as the wheels touch the runway. Well, it transpired the pilot was toggling the 

landing gear switch again, by mistake.  Both switches were physically close to each other and 

identical in form.  When pilots were relaxed, this issue would rarely occur, however when pilots 

were arriving under pressure of a difficult landing, they would switch the wrong switch. Instead of 

deploying the flaps, to reduce speed, they were retracting the wheels, causing the plane to belly flop 

onto the runway, with catastrophic results. 

This represented a wonderful example of how ergonomic design can influence functionality.  An 

alteration to both switch levers made them different to the touch and stopped this issue occurring.  

Matthew used this story to illustrate how a Growth mindset starts out wanting to explore errors, to 

explore and discover root-cause(s).  There is no hunting who is to blame, that would not help in 

solving the issue.  In fact, all that would do is create turnover of pilots.  The aviation industry for 

many decades has an established culture of inquiring and understanding issues.  The sole reason, to 

better understand what has occurred and to learn and update  ‘systems’.  Ever striving to reduce risk 

and enhance performance. 

Healthcare – we don’t investigate ‘normally’ 
Matthew moving to the right-hand side of the stage shared a number of amazing realities that are 

often not discussed.  One was about a man whose wife had died in hospital; she had been a healthy, 

vital thirty-seven-year-old. The doctors had told them it was a routine operation. How had she died? 

He knew that the doctors were experienced and had done their best. But he couldn’t stop 

wondering whether lessons might be learned. He approached the head of the Intensive Care Unit 

with a request for an investigation into his wife’s death.   The response was ‘that is not how things 

work in healthcare, we don’t do investigations. The only time we are obliged to do so is if someone 

sues.’"  Matthew drew our attention to the different way of approaching issues as we think about 

Healthcare and Aviation.  There are exceptions to the rule as Matthew shared in the next story. 



Shane O’Mara and Mathew Syed 

A Brain for Business – A Mindset for Growth 

 

 

 

Uncharacteristically for this sector, an investigation took place exploring the 30,000 to 60,000 deaths 

caused annually by central line infections (a central line is a catheter placed into a large vein to 

administer drugs, obtain blood tests and so on). The investigation discovered a number of pathways 

to failure, largely caused by doctors and nurses failing to wear masks or put sterile dressings over the 

catheter site once the line was in. Under the pressure of time professionals were missing key steps.  

When the issue was better understood, by introducing a five-point checklist to ensure that all 

necessary steps were properly taken, and, crucially, empowered nurses to speak up if surgeons 

failed to comply. Almost instantly, the central line-infection rate dropped from 11 per cent to 0. This 

reform saved 1,500 lives and $ 100 million over the course of eighteen months in the state of 

Michigan alone.  

The culture of exploring or accepting 
Matthew went on to compare and contrast these two ways of operating.  Clearly, exploration within 

Healthcare does occur and has demonstrated amazing positive results, saving lives. However this is 

not the prevailing culture it would seem in Healthcare.  It is more a case of accepting ‘what will be, 

will be’ in many cases.  In stark contrast, the aviation industry realised decades ago, the only way to 

learn is to explore.  Moreover, through exploration, learning can unfold and through the learning, 

either risk is reduced or performance is enhanced.  Either way, progress is made. 

Getting on your bike for marginal gains 
Matthew’s book "Black Box Thinking: The Surprising Truth About Success" was provided to all in the 

room and many of the stories he shared are shared in detail for you to delve deeper still.  

Matthew chose to share a very personal experience he gained while working with the Team Sky 

cycling team as well as the path Sir David Brailsford has taken to put GB cycling on the map.  The 

most prestigious form of the sport is professional road cycling. Britain had never had a winner of the 

Tour de France since the race was established. British riders had won individual stages, but nobody 

had come close to winning the general classification. On the day the new outfit was announced to 

the world, Brailsford also announced that they would win the Tour de France within five years. Most 

people laughed at this aspiration. One commentator said: ‘Brailsford has set himself up for an 

almighty fall.’ In 2012, two years ahead of schedule, Bradley Wiggins became the first-ever British 

rider to win the event. The following year, Team Sky triumphed again when Chris Froome, won the 

general classification. It was widely acclaimed as one of the most extraordinary feats in British 

sporting history.  

Matthew had the opportunity over dinner to ask Brailsford how was this possible? His answer was 

clear: ‘It is about marginal gains, the approach comes from the idea that if you break down a big goal 

into small parts, and then improve on each of them, you will deliver a huge increase when you put 

them all together.’ 
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Black Box Thinking 

Numbers & Marginal Gains 
Matthew called out approximately 20 random numbers, then asked for anyone in the room who was 

prepared to recall as many as they could without having taken written notes.  Several people 

volunteered to do this.  The minimum recall with correct answerers was three and the maximum 

was 13, which the room was very impressed with. 

Matthew went on to explain how our learning is a function of two factors, the quality of the training 

and the quantity of practice. Going on to say how repeatedly people have been able to develop this 

memory skill and correctly recall more than 80 random numbers.  

The discussion took us to Daniel Kahneman’s work on Thinking Fast and Thinking Slow.  Daniel 

Kahneman describes two thinking ‘modes’.  One mode is Thinking Fast, which is fast & automatic, 

frequent & instinctive, emotional and subconscious.  The other is Thinking Slow, which is slower, 

more deliberate taking more effort, used less frequently, logical, calculating and conscious. 

The linkage Matthew was making here is; to be able to increase our ability to recall 80+ random 

numbers, we will need to use our Thinking Slow Mode to learn and practice, once we have 

created/learnt this capability, we then can respond in our Thinking Fast Mode. 

United Airlines 173, stress & narrowing perceptions 
In 1978 with clear skies, good weather a pilot tried to lower the landing gear, but the confirmation 

light does not illuminate. It is possible to land relatively safely without landing gear, but as we can 

imagine, not desirable.  As the flight engineer investigates, he confirmed he thinks the gear is down 

but not 100% sure.  He also informs the pilot they are running low on fuel.   

The plane circles, trying to find time to confirm the landing gear status.  This thinking pattern within 

the pilot continues, not able to take note of the inputs from flight desk crew members that the plane 

will run out of fuel shortly.  The industry had a clear message; safety for all passengers lies in the 

hands of the pilot.  He/she had ultimate say, but in this case, the pilot was unable to perceive the 

bigger risk even with direct input from the others that had access to the flight deck.  The result, no 

fuel, the engines burn-out, there is no power and the plane plummets 3,000 feet per minute and 

crashes into the ground causing a number of fatalities. The pilot’s perception narrowed to paying 

attention to the landing gear issue alone.  Why could the pilot not see, hear or sense what was about 

to take the plane down? 

Matthew left the room holding this thought, and then asked the following question.  How many 

Leaders do we see with what we perceive to be a ‘Fixed’ mindset? Please let us have a show of 

hands; a majority of hands are raised!  Matthew said, let’s explore what might be behind this. 

Fragile self-esteem, which in the desire to maintain self-esteem, learning is expensed with.  Some 

people will go even further and self-handicap to ensure they reduce the possibility of learning.  Then 

we must also add into the mix the effect stress has in terms of what we are able to perceive in 

normal and a stressed state. 
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Team of Teams 
Matthew moved to another story, this time about General Stanley McChrystal while serving in Iraq 

and the challenges the forces where having with the way Al-Qaeda were operating.  The tradition 

hierarchical top down command-and-control approach was not working for the forces and the 

conclusion was reached that ‘the strategic assumptions were not aligned to win’.  The command-

and-control approach is just not working.  This situation was truly a VUCA (Volatility, Uncertainty, 

Complexity and Ambiguity) situation.  McChrystal’s response was to push authority down the ranks, 

enabling the feet on the street to self-deploy, as they considered appropriate working within certain 

operational boundaries.  This was combined with daily ‘huddles’ these being call-ins with many 

people on the line each having the potential and responsibility to speak up if they could see 

something was not going to deliver what was wanted in this coming day, reflecting-for-action.  

Key Point: A potent way of being Matthew describes is: Be confident, delivering through effective 

execution, while being Humble, evaluative and reflective. 

 

Why do so many of us have ‘Fixed’ mindsets? 
This led to the final phase of Matthew’s talk, why do so many of us have ‘Fixed’ mindsets? 

It is partially a product of our learning pathways; the quality of teaching and the quantity of practice 

heavily influences our learning outcomes. 

A question from the floor asked, Is education the Answer? Matthew’s response was, this would 

seem to be the answer however, some schools seem quite defensive themselves, and this is creating 

a paradox within the education system itself. The irony is, to be an Expert can actually induce a 

‘Fixed’ mindset in some people. 

Summary of the day 
Reflecting on what our speaker shared on the day. Shane had introduced a slide that is not included 

previously in this document, and it is about Mindsets in High School Education. 

Mindset is a simple idea discovered by psychologist Carol Dweck through decades of research on 

achievement and success.  Her terms are ‘Fixed’ and ‘Growth’ mindsets. It represents a simple idea 

that makes all the difference. Teaching a growth mindset creates motivation and productivity and 

Shane shared some of Carol’s work by looking at examples of achievement results in Junior High 

Schools in the USA where for a ‘Fixed’ mindset results degraded by 2% over a two-year period and 

the ‘Growth’ mindset results improved by 2% over the same period.  A 4%-point difference between 

the students that prior, had been performing equally. 

 

Matthew also referenced Carol’s work both explicitly and implicitly.  Many of our current educators 

are products of what was the prevailing mindset in teaching in its day, several decades ago.  
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How to update the education system itself?  We know from the information our speakers have 

shared that a ‘Blame’ approach is unlikely to be helpful, as it will trigger defensive behaviours; 

defensive behaviours are known to limit/inhibit learning. Yet, we have monitoring systems in place 

for education and organizations that are often used to ‘punish’ if certain targets are not achieved.  

 

Do we have yet another Paradox?   

Could the methods we are using to try to ‘improve’, actually be the very reason we remain fixed? 

 

Stress, it is interesting to note that both Mathew and Shane introduce the topic of stress (implicitly 

or explicitly) in their talks. We hear Stress is prevalent across many work places, we know that it can 

and does cause operational implications of varying magnitudes, consider United Airlines 173 and the 

human cost of reduced perceptual awareness.  This is an extreme example, however, what about 

what is occurring within our own organizations today. 

 

It would seem, to deliver against a new way of being, developing individual and organisational 

Mindsets for Growth.  It becomes imperative to integrate greater understanding of the important 

influence stress & stress management has.  Might this be an untapped resource for individuals and 

organisations alike? Many organisations and individuals our striving for increased performance, their 

own marginal gains.  Might it be the case that Matthew and Shane, together have offered key 

insights that enable us all to engage in managing our organisations differently.  Maybe we can even 

manage ourselves more effectively with these new insights.  

We understand that some stress is helpful and too much is potentially damaging.  Why would we not 

embark on a journey to understand and learn more here, embrace it and apply to maximise the 

potential in others and ourselves! A BRAIN FOR BUSINESS - A MINDSET FOR GROWTH 

Further Reading: 

 A Brain for Business - A Brain for Life: How insights from behavioural and brain science can 
change business and business practice for the better.  By Shane 

 Black Box Thinking: The Surprising Truth About Success. By Matthew 
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