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Summary Report: Dr Patricia Pryce1, Cranfield School of Management 

Morning session: Chia-Jung Tsay  

Chia-Jung’s talk was based around the psychological influences on decision-making and 

interpersonal perception, and how expertise and biases affect professional selection and 

advancement.  She focused on how we judge others and the information we use to judge others – 

particularly in terms of our unconscious judgement of others through visual cues.  

To start our journey into this topic, Chia-Jung made reference to the McGurk Effect -

https://www.youtube.com/watch?v=G-lN8vWm3m0 – a demonstration of how visual impact 

distorts what we hear and how the two senses are so integrated.   

Drawing on the work of other researchers in the field of decision bias (e.g Schweitzer), Chia-Jung 

explained that our exposure to visual cues has a powerful effect on our perceptions of others and 

the subsequent evaluations we make of them.  Even subject experts may not make better 

decisions than amateurs when the latter use visual cues to make judgements.  In addition, other 

situational factors may influence – e.g.: 

 People rate one presentation more highly than another if they are told the presenter 

spent more time in preparing it;  

 People rate the taste of fudge more highly if they are told the equipment used to make it 

was expensive;  

 People rate wines with (visible) higher price tags more highly than those with lower price 

tags (even though in blind tastings the cheaper wines are often preferred).  

This effect is known as ‘impact bias’.  In our judgements of other people, even thin slices of 

observed behaviour enable us to predict outcomes.  Chia-Jung gave us an in-depth ‘tour’ of her 

research in this area and presented the conclusions she and her colleagues were able to draw from 

this.  These are discussed in the rest of the section. 

Working within the domains of music (competitions for orchestra places) and entrepreneurship 

(competition for funding), Chia-Jung wanted to see the accuracy with which research participants 

were able to pick out the winners of actual contests.  Participants heard/were shown short audio 

clips, short visual clips and short audio/visual clips of the actual performances and asked to select 

the winner in each case.  The results revealed that participants were able to select the winners 

                                                             
1
 This is a summary of the day’s events and does not necessarily represent Dr Pryce’s views on the subjects 

under discussion  

https://www.youtube.com/watch?v=G-lN8vWm3m0


Chia-Jung Tsay and Justin Packshaw 

The Science of Achievement 

 

 

 

(significantly above chance) based on short visual clips alone.  Additional experiments using the 

same methodology showed similar results across both experts and amateurs. 

Further investigation into what it is about visual cues that creates this affect, revealed that we 

value certain characteristics about which we make judgments through behavioural cues - e.g. in 

the case of music and entrepreneurship characteristics such as confidence, creativity, uniqueness 

and passion are valued.  However, participants’ perception of passion displayed by the performers 

had the most impact on their judgement of a successful outcome.  Further research revealed that 

static pictures of the performers did not produce the same results, confirming the importance of 

seeing behaviour (albeit for a few seconds). 

Chia-Jung explained even when people professed a desire for certain qualities or conditions before 

making choices, their actual choices were more likely to be based on unconscious influences; that 

witnessing and then judging a characteristic such as passion becomes a proxy for quality.  This 

impact was also seen in situations where (using the same audio, visual, audio/visual combined 

methodology) participants were shown either the leader of a group of musicians or another group 

performer – in each case the successful outcome was predicted from seeing the group leader. 

Conclusions drawn 

The impact of visual information: 

 Is over-weighted above other modalities/senses 

 Is persistent and automatic 

 Is disassociated from an explicit focus on sound content 

 Extends throughout novices and experts 

 Is generalizable across domains and groups 

Generalisability and application of on-going research 

How can this research be applied?  Chia-Jung outlined the following ways in in which her research 

is relevant to our work: 

 Communication, technology and distributed teams 

Recognising that visual cues are often learned behaviours and reflect the cultures in which we live, 

Chia-Jung’s research currently involves understanding more about the extent to which visual 

impact extends across other populations.  She is currently working with blind people (blind 

musicians being taught how to conduct) and groups with little or no exposure to western culture.   

 Behavioural triggers of satisfaction in operations 
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She is also investigating value creation using visual cues – e.g. satisfaction in the catering industry 

increases for both the diners and the chefs when they are able to see each other (diners rate the 

food more highly and chefs/kitchen workers reported feeling more appreciated).  This raises the 

question of how increased transparency (in services and processes etc.) may increase perceptions 

of value and satisfaction in other areas. 

 Perceived versus actual performance 

Looking at how staff time can be reduced in selection interviewing processes; currently being 

investigated at UCL.   

Interestingly, the visual impact does not work across all domains - e.g. financial analysts were not 

able to predict firm performance based on visual impact of CEOs; an analysis of previous financial 

performance proved more reliable! 

 ‘Strivers’ versus ‘naturals’ 

Research has shown that, although we think we value the concept of striving for improved 

performance and success (it buys into the concept of the Protestant work ethic), in reality experts 

prize the concept of natural talent and novices prefer strivers.  This is relevant and important 

when we are making judgments about others and basing decisions upon these judgements. 

Other implications and applications 

 We must pay attention to what is involved when making judgements and decisions – give 

yourself time to think things through 

 There may be a need to change the rules around processes involving decision-making and 

judgements (e.g. performance appraisals) 

 In selection, break down the selection processes rather than taking an holistic view 

 Be aware of the relevance of valued/preferred outcomes 

On-going research is investigating how learning in this area can help with negotiation training, 

selection, working with different cultures, international security and the impact of (and on) social 

media. 
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Afternoon session: Justin Packshaw  

Justin’s experiences as an army office, explorer and businessman were the backdrop for an 

engaging exploration of the extent to which humans are able to excel.  His aim was to make visible 

the invisible ways in which excellence could be achieved.  This starts with thinking big and aiming 

high and become more flexible in terms of our mind-sets. 

Justin outlined 5 key principles of achievement: 

 Teamwork 

 Planning and preparation 

 Motivation 

 Communication 

 Personal growth 

His belief is that, together, these components help push the limits of physiology, psychology and 

technology.  He explored each component in more detail using his experiences to illustrate how 

they work in action. 

Teamwork 

This is to do with honesty and trust, integrity, no one-upmanship, respected leadership and 

prospects.  In a military setting there is often fear of the unpredictable meaning that each person 

has to have great trust in his/her colleagues.  In his experience trust was frequently built through 

making people feel that what they do is important and valued and having a clear understanding of 

their role in the overall hierarchy.  Included in this is a willingness to listen to others’ perspectives 

– whatever their position/rank.  Integrity involves a willingness to work towards a common goal 

and having a shared vision; no one-upmanship means a lack of ego and respected leadership 

comes from truly caring about others within the team and looking after them. 

In a business setting, Justin explored the need to be braver and to take more risks in order to grow 

but doing this within an environment that recognised the importance of security and fun, where 

the leader wanted his/her people to be the best that they could be and where individuals felt 

included and had a voice.  He believes that we need to step out of our comfort zone in terms of 

the ways in which we are used to working and, perhaps, prefer to work and added that, as we only 

have one life, we need to be doing something that make us feel fulfilled. 

Planning and preparation 

This focuses on the concept of attention to detail and the need for a purpose driven strategy that 

enabled team growth and dynamic. It also involves practice and confidence.  Justine argued that 

although there is a need to push for growth, objectives need to be realistic and that the right 

questions need to be asked to ensure what is being pursued is relevant.  Planning also involves 
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anticipating worst case scenarios and planning for these and empowering others to take decisions 

when difficult situations arise.  Confidence comes from practice in these contexts. 

Motivation 

For Justin, this involves dreaming big (we only have one life) and having a ‘can do’ attitude, 

creating a happy and productive environment, setting and achieving goals, overcoming adversity 

and encouraging self-belief.  This also means being able to bounce back in the face of adversity 

through developing resilience and resourcefulness – and having fun along the way. 

Communication 

This involves being progressive, having a shared purpose, developing clear lines of communication, 

listening and humility (which comes from respect for and understanding others). 

Personal growth 

This is achieved through keeping the mind and body active, striving for improvement, learning to 

be disciplined, working hard, making the most of all situations and conscious capitalism (he used 

the equation: discipline + effort = feeling amazing) and is based on the belief that humans are 

meant to excel.  Excellence also comes as a result of an increased sense of curiosity and reducing 

our fear of failure together with determination/persistence and having fun. 

Goethe: “Whatever you think you can do or believe you can do, begin it. Action has magic, grace 

and power in it.” 

In the second half of the afternoon, using his experience of leading a team to climb Mount Everest, 

Justin brought all these components together and demonstrated to us how they worked in action.  

He showed us: 

 the importance of getting to know the people with whom you will be working and the 

need to build trust (and that you need to invest time to do this) 

 that an eclectic group of people (with different strengths and weaknesses) can strive 

together for a common goal 

 that it takes time to achieve a goal (the need to acclimatise to altitude)  

 that there needs to be swift response when the unthinkable and unplanned for does 

happen and its consequences need to be overcome (the lorry over the edge of the 

mountain) 

 that tough decisions have to be made (not everybody was able to get to the top) 

 that there is a need to push through when faced with adversity – sometimes pulling 

others, sometimes allowing ourselves to be pulled 
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For him, the aim of the trip was not just about getting to the top of Everest but that all members 

of the team came home safely.  He achieved this through the application of his five principles. 

Summary of the day  

What message do these two very different speakers have in common?  For me they both 

demonstrated absolute passion for their subject area. They also demonstrated determination to 

achieve what they set out to achieve and that there is a need to cope with the unexpected.  But 

above all, for me, the common message was about the importance of judgement and how this 

activity, operating at both an unconscious and conscious level, is critical to our decision-making 

and ultimate success and achievement. 

  

 


