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SOCIAL PERCEPTION

people? What information do we use in
ns? How do we make judg-
f the questions addressed by

How DO WE form impressions of other
forming those impressions? How important are first impressio
ments about why people act the way they do? These are some 0

the readings in this chapter on social perception.

When we interact with another person, we are licerally bombarded with information.
What the person looks like, what he or she is saying, and how he or she is acting comprisc
but a fraction of the information available to us that we may use in forming an impression of
vidual. One judgment we may make about another individual concerns his or her
words, we want to know how honest, tustworthy, likeable, or
oking for? And are some of us beteer than

the indi
overall characeer. In other
good the person is. But exact
others at making accurate judgments?

One topic of study in this area is how long it
someone. Do we doso almost immediately, or do we hold off until we know more about the

individual? Article 4, “The New-Boy Network: What Do Job Interviews Really Tell Us”
discusses how we form impressions of people ina remarkably short period of time. But are

curate? In fact, they are pethaps more so than many of us realize. The
pical job interview situ ;

ly what are we lo

takes for us to form an impression of

such snap judgments ac

applicatians of these findings to the ty ation arc discussed further in

the article.

I Another topic of interest is whether all
ng our impression of him or
“T'he Warm-Cold Variable in First lmp
¢ our judgments of other peo
npact that they

the information that is available about someone is
her. Or are some factors more
ressions of Per-:
ple.

cqually relevant in formi
important than others? Article 5,
e important factors that influenc
ower of first impressions and the iy

sons,” examines some of th
“I'his classic article is a fine example of the p

have on how we relate 0 others.

Article 6, “Detecting Deceit via Analysis of Verbal and Nonverbal Behavior, 2%

look at rescarch on one particular aspect of impression formation: Hrn,
The article examines variables and techniquessgg
s out that some commonly&E
may.10t 7

Finally,
offers a contemporary
ability to detect whether someone is lying.
that may be imporrant in accurately detecting deception. Lt turn
assumed correlates of lying, such as not being able to look a person in the eye,

true, while other factors may be m

Sn—g more accurate.
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What information do we use Ol oro )] nectng some-
a rmatior { i i i it
- _ i} __ in f rmng impressions of ther _vmo_u_mv When mectii g
€, we rcly on a variety of information, such as ::.< 1€ or s S. ,OO_ S,
one for the firsr ¢ v y Y O informatior |
and dresses, and what he or she says A O e \t _ >; ”\ , r
- . ; v he acts, | <
attention HO. facial I . he sz y'S. Some of this inf rmation is nonverbal. We r:v‘. ! _,O.m.
i ) : al, ay a lo:
_ ‘ _ mxﬁ. Omm._o.:m_ for m./m::vu_m. as well as _ucﬁ_v‘ postures and movements Most of
us have some sort of intuiuve r 3 ing 4 F. 8 . ha
. e 1 .: ive rules for LnnOﬁ—_:J nonverhal behavior. For cxamy le, wh t docs
. e ! ¢ ! ¢ . 2 WA
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cold or that he or she ._m_:ﬂzi_v‘ stand; Cwa css O , DN y - ~<n.~,, 1-
¢ 4 ands that ws y. Regardl f
¥ o | : o ] 1kt S any supp osedly clearcut nn
the peo haviol » WC all have our own intuitive means for maki i )
o er —_um Tn. r, V 3 I making ‘Sn_m_:m_:m about
mou how lo i to make a juc 1ent about one? ? F
ng does it take for us j
i 4 make 1
i _ e ol X Jjudgment about someone? An hour? Fiftcen
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shows that people make judgments about others i emal tme. [ . -
pcop g 1 hers in markabl! i
thern s th st < harkably short _un:OL of u L
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C,<_ M_Q.r _.~:a are the :_&m_:m:nm made Tv\ any of these Uno*u_mv erens
H ! : 1cs <
Al wougn we ! 1y have confidence in our own :_n—c_dm_,:.m the col 1cepe known as the
‘mtﬁ.\h:g:s\ attyibution error suggests th _v\ wl <.m wa m__ _ i ~_ to this
at we onty see what v ¥ i
: e N - B ant to sce, Accordi g hi
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olan My o v
ers grew up in Housto o
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W\» Chatpter Twe
liccle brocher,
seen him ecstatic or angry o
ing of his personal habits, his rastes,
cannot even tell you why

him. He's good-looking and smart

» Myers is short and slighdy stocky and
He smiles easily, and when he
and torso for emphasis. He
alled che Charvard Chai
alot. Hegets B's and B-

clegance of it.
has pale-blue eyes.
speaks he moves his hands
plays in a Kklezmer band ¢

Notes. He talks to his parents

or any of his professors. [ have never
r depressed. I know noth-
or his quirks.
I feel the way I do about
and articulate and

funny, but not so good-looking and smare and articu-

spent even less time with Myers than T did. He didn’c
talk to Myers’s family, or see him ecstatic or angry or
depressed, either. He knew that Myers had mﬁm_ﬂv_;mﬂ
summer as an intern ac Microsoft and was about to
graduate from an lvy League school. But virrually
everyone recruited by a place like Tellme has gradu-

pluscs.

This spring, in the last streech of his senior year, late and funny thac there is some obvious explanation ated from an élite university, and the Microsoft

Myers spent a lot of time interviewing for jobs with for the conclusions I've drawn about him. 1 just like A summer-internship program has more than si _M;c t

technology companies. He alked to a company him, and I'm impressed by him, and if 1 were an ¢ dred people in it. Parcovi didn’t even _E.oi ,H_ :__:\
employer looking for bright young college graduates, | liked Myers so much. He just did. “It was very :._”_vw_”w_

Texas, but he didn’t think he
logy’s subsidiaries put ads
were looking for the

named Trilogy, down in
would fic in. “One of Tri
out in the paper saying that they
wop tech students, and thac they’d
hundred thousand dollars and a BMW,” Myers said,
shaking his head in disbelief. In another of his inter-
2 recruiter asked him solve a Eomn:::ﬂ_:m
a seupid mistake and the re-
cruiter pushed the answer back across the wable w©
him, saying thac his “solution” accomplished nothing.
As he remembers the moment, Myets blushes. “I was
Fmm, chat sucks!” The way he
cs it hard to believe that he

1'd hire him in a heartbeat.

| heard about Nolan Myers from Hadi
give them two executive with Tellme, a highly touted Silicon Va
sarcup offering Internet access through the

phone. If you were a

views,

m:ozru_:. and he made looking for a job in sofrw.

of Waterloo this spring,
and | ralked in the conference room at Tellme's
fices, just off the soaring, open floor where all

so nervous. | thought,

says that, though, mak
teally was nervous, of maybe whart Nolan Myers calls

aervous the rest of us call 2 tiny flurcer in the stomach.
Myers doesn’t seem like the sort ro get flustered. He's
the kind of person you would call the night before the
big test in seventh grade, when nothing made sense
and you had begun to panic. :

{ like Nolan Myers. He will, ] am convinced, be
I say those

some of them wi

actached
logic, promptl
house and the old warehouse into
handsome man of twenty-seven, with olive skin
short curly black hair, and throughout our

offices.) Partov

very good at whatever career he chooses.
1 have spent no more than
nce. We met only once, on

a sunny afternoon in April ac the Au Bon Pain in

Flarvard Square. He was wearing sneakers and khakis
a dark-green pateern. He had a big

forty-five-degree angle. At the

rwo things even though
how hard it is to find high-qualicy people, he blu

ninety minuees in his prese

wanted Myers to come (0 Tellme.

Partovi had met Myers in January, during
cruiting trip 10 Harvard.
Parcovi remembers. saarted at seven and went

and a polo shire, in
backpack, which he v_ovv& on the floor beneath the
cable. 1 bought him an orange juice. He fished around
in his wallec and came up with a dollar to ay and

Partovi, an

tele-
computer-science major
M.LT., Harvard, Seanford, Caltech, or the University

Tellme was probably at the top of your list. Partovi

firm’s programmers and marketers and executives sit,
th bunk beds builc over their desks.
(Tellme recendly moved into an old printing plant—a
low-slung office building with a huge warchouse i
and, in accordance with new-economy ]
y wned the old offices into a ware-

entite
interview he sat with his chait tilted precariously ata
end of a long riff about

out one name: Nolan Myers. Then, from memory, he
raccled off Myers’s telephone pumber. He very much s

. s
“I¢ was a heinous day

nine. I'd walk one person out and walk the other in &

gu call,” he says.
_ This wasn’t so very ditferent from the experience
Nolan Myers had with Steve Ballmer, the C.E.O. of
w.:mm_.omo?.w,_\u...:.__mq this year, Myers attended a parry
r forme ti alle
o rer Microsoftinterns called Gradbash. Ballmer
gave a speech chere, and ac che end of his remarks
Myers raised hi “He w i
_.v s i his rp:a.. He was wlking a lot about
aligning the company in certain directions,” Myers
ld me and T asked him about how that influences
his ability to make bets on other directions. Are they
still going o make small bets?” Afterward, a Microsoft
recruiter came up to Myers and said, “Steve wants
_V.E: E-mail address.” Myers gave it to him, and soon
he and Ballme re E-maili i
he s t were E-mailing. Ballmer, it seems,
adly wanted Myers to come to Microsoft. “He did
research on me,” Myers says. *

lley

at

are,

of-

the

told me,

_ . me,” He knew which group
was interviewing with, and knew a lot about me
personally. Fle sent mean E-mail saying chache’d love
[ ru.<m me come ro Microsoft, and if [ had any
questions 1 should contact him. So [ sent him a
“md_go:_dmmu saying chank you. After | visited Tellme, [
\ N . .
e were e oo e syt i
oy ere ', that [ wa re yet, and if he
ad anyihing ro say [ said I'd love o talk to him. I
gave him my number. So he called, and after playing
vr.o:n tag we talked—abour career wajectory, how
Microsoft would influence my caree _“
..rc:m_: of Tellme. | was extr , .._n:. " .rn
o mmﬁdnr._ s mrﬂ._m_:m_.v\ impressed with
very genuinely interested in me.”

iisa

and

7,
.;

wreed

a re-%

5

until 22
.

repay me, which I refused. We sac by the window. :

Previously, we had talked for perhaps three minuces  The first fifceen minutes of every interview rmsmmn:., ./S:: convinced Ballmer he wanted Myers? A
talking about Tellme—its strategy, its goals, and 683 .ﬁ%.:.imn_ He caught a lirdle slice of Nolan ?W ers: ;

: yers in

seceing up the interview. Then 1 E-
| would recognize him at
with

on the phone,
maited him, asking him how
Au Bon Pain. He sentme the following message,
1in, on the basis of almost no
rers panache: “22ish, five

business. Then he gave everyone a shore progral
For the rest of the hour-long meeding,

puzzle.
asked questions. He remembers that Myers did

talking to

what I'm convinced—ag
evidence—ro be typical My
foot seven, straight brown hair, very mocg\_oor._:m.&.:
I have never talked to his father, his mother, or his

on the programming test, and after

thicry to forty minutes he became convinced

Myers had, as he pus it, “the right stuff

mmings
Parto¥ih

. e
him me,a -

» —.-N—AO\ . ~.

rn.“.ﬂ: M:LI@.:& like that—the C.E.O. of a four-
red-billion-dollar company was calling a college

N
tor.in hj
s dorm room. Ballmer somehow knew he

well

€ wa < p i o)
. y 1 knew after our liccle char at Au Bon
w—: wh I 3

ac did we know? Whar could we know?
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By any reasonable measure, surely none of us knew
Nolan Myers ac all.

It is a cruism of the new economy chat the ultimare
success of any enterprise lies with the quality of the
people it hires. At many technology companies, em-
1._852 are asked to all but live at the office, in nmzz_m.
tions of intimacy that would have been unthinkable a
generation ago. The artifacts of the prototypical Sili-
con Valley office—the videogames, the am?nmmo bar
the bunk beds, the basketball hoops—are the n_rr_
ments of the rec room, not the workplace. And in the
TeC 00 you want play only with your friends. Buc
how .&o you find out who your friends are? Today
tecruiters canvas the counury for résumés. They s:.w“
_.V‘Nw employmenc histories and their competitors” scaff
__m.::mm. They call references, and then do what [ L,E
with Nolan Myers: sit down with a perfect m:.\:,d er for
an hour and a half and acempre o draw no:ﬂ_m&c:m
.M_vop.: that stranger’s intelligence and personality. The
_ﬁ.uv ::a,_.<._02 has become one of the central no_.:d:.
tons of the modem economy. But what, exactly, can
you know about a stranger after sitting Loiz.u, 1
talking with him for an hour? h

Some years .:mou an experimental psychologist at
Harvard University, Nalini Ambady, together with
Robert Rosenthal, set our to examine }M nonverbal
aspects of good teaching. As the basis of her research
she used videotapes of teaching fellows which _SL
been made during a training program ac Harvard I,Q‘
v_.u: was to have outside observers look at the .3 bes
with the sound off and rate the effectiveness om wra
teachers by their expressions and physical cues
Ambady wanted to have at feast a minute of film ﬂm
work with. When she looked at che tapes, though
there was really only about ten seconds when H_FH
teachers were shown apart from the students.

“I didn’t want scudents in the frame, because obvi-
ously it would bias the ratings,” Ambady says. “So 1
went to my adviser, and | said, “This isn’t going to
work.”

Buc it did. The observers, presented -with a ten-
second silent video clip, had no difficulty rating the
Rm.mrﬁ.m on a fifteen-item checklist of 123.“:”
traits. In fact, when Ambady cut che clips back ~o,m<vrH
seconds, the ratings were the same. They were even
the same when she showed her raters just two seconds
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of videotape. Thar sounds unhelievable unless you
actually watch Ambady’s teachet clips, as 1 did, and
rcalize that the cight seconds that distinguish the
ps from the shortest are superfluous: any-

the first flash of insight is unnccessary.
snap.

Chapter Two

longest cli
thing beyond
When we make a snap judgment, itismadeina
It's also, very clearly, a judgment: we geta feeling chat
we have no difficulty ardiculating.

Ambady’s next step ted to an even more remark-
able conclusion. She compared those snap judgments
of teacher cffectiveness with evaluations made, aftct a
full semester of classcs, by students of the same teach-
ers. The corrclation berween the two, she found, was
astoundingly high. A person watching a two-sccond
silent video clip of a teacher lic has never met will
reach conchusions about how good that reacher is that
are very similar to those of a seudent who sits in the
teacher’s class for an entire semester.

Recently, a comparable experiment was conducred
by Frank Bernicri, a psychologist at the University of
Toledo. Bernieri, working with one of his graduare
students, Neha Gada-Jain, selected two people to act
as interviewers, and trained them for six weeks in the
proper procedures and techniques af giving an cffec-
tive job interview. The two then interviewed ninety-
cight volunteers, of various ages and backgrounds.
The interviews lasted heween fifrcen and owenty
minutes, and afterward cach interviewer filled out a
six-page, five-part evaluation of the persan he'd just
talked to. Originally, the intention af the study was to
find out whether applicants who had been coached in
certain nonverbal behaviors designed to ipgratiate
themselves with theit interviewers—like mimicking
the interviewers’ physical gestures or tom::.n|/<c:_e_
get better ratings than applicants who behaved nor-
mally. As it turns oug, they didn’c. But then another of
Bernieri’s students, an ::ma_.mEL:En named Tricia
Prickett, decided ¢hat she wanted to use the interview
videorapes and the evaluations chat had been collecred
to test out the adage that “the handshake is every-
thing.”

“She took fifteen seconds of videotape showing the
applicant as he or she knacks on the door, comes in,
shakes the hand of the interviewer, sits down, and the
interviewer welcomes the vaac_r: Bernieri axﬁ_.&:ag.
Then, like Ambady, Prickett got a serics of strangers
1o rate the applicants based on the handshake clip,
using the same criteria thae the interviewers had used.

Once more, against all expecrations, the ratings were
very similar to those of the interviewers. “On nine out
of the cleven traits the applicants were being judged
an, the observers significantdy predicred the outcome
of the interview,” Bernieri says. “The strength of the
correlations was extraordinary.

This research takes Ambady’s
further. In the Toledo experiment,
were trained in the art of interviewing.
dashing off a teacher evaluation on the
doar. They were filling out a formal, detailed ques-
the most thot-

ﬁC:ﬁ_:v_C:m one mmﬁ—u
the interviewers

[hey weren't
out the

" way

tionnaite, of the sote designed to give
ough and unbiased account of an interview. And sdll
their ratings weren’c all that different from those of
people off the street who saw just the greeting.

This is why Fadi Partovi, Steve Ballmer, and 1 all
agreed on Nolan Myers. Apparently, human beings
don't need to know someone in ordet to believe that
they know someone. Nor docs it make that much
difference, apparently, that Parrovi reached his con-
clusion after putting Myers through the wringer for -

an hour, | reached mine after ninety minuues of ami-
and Ballmer

able conversation at Au Bon Pain,
reached his after watching and listening as Myers
asked a question.

Bernieti and Ambady believe that the pawer of 14
first impressions suggests that human beings have a
particular kind of prerational ability for making
judgments about others. In Ambady’
nents, when she asked her observers ¢
distracting cognitive rask—Tik
s——while watching th

scarching
teacher experi
perform a porendially
memorizing a sct of number:
wapes, their judgments of teacher effectivencss werg g2
unchanged. But when she instructed her observers w:
think hard abou their tatings before they made them,
their accuracy suffered substantially. Thinking only

gets in the way. “The brain structures chat are g
volved here are very pr mitive,” Ambady mwnn:_amnm\
“All of these affective reactions ate probally governsd
by the lower brain seruceures.” What we are pickin
up in that first instant would seem to be something
aracter, because
s is protty much

iy

quite basic about a person’s ch
we conclude after two second
same as what we conclude after tweney m :
ou can tell

>
indeed, an entire semestet. “Maybe y'
mediately whether someone is extroverted, ofB
the person’s ability to communicate,” Bernierl
“Mayhe these clues or cues are immediatcly ad

cess|

e

i

a
: "Great answer!

and apparent.” Bernieri and Ambady are talking
about the existence of a powerful b:.\_: of human
intuition. In a way, that’s comforting, because it sug-
gests H_,...: we can meet a perfect stranger and ::_:Qm.
ately pick up on something important abour him. It
means that [ shouldn’c be cancerned thac T can't
explain why 1 like Nolan Myers, because, if such
_.:Lm_:m:a are made without thinking, then surcly
they defy explanation. ’

But there’s a troubling suggestion here as well. |
believe that Nolan Myers is an accomplished and
likable person. But 1 have no idea from out bricf
encounter how honest he is, or whether he is self
centered, or whether he works best by himself or in a
group, or any number of other fundamental traits.
That people who simply sce the handshake arrive at
the same conclusions as people who conduct a full
inteeview also implies, perhaps, that those initial im-
too much——that they color all the
other impressions that we gacher over time.

pressions matter

For example, | asked Myers if he felt nervous abour
the prospect of leaving school for the worlplace,
which scemed like a reasonable question, since | re-
member how anxious I was before my firse job.
Would the hours scare him? Oh no, he replicd, he was
already working between cighty and a hundred hours
a s.n.ar at school. “Are there things that you think you
aren’t good ar, which make you worry?” )
) His reply was sharp: “Ate there L:\:mm that I'm not
good at, or things that T can’t learn? | think thac’s the
,_.n.__ acnm:::. There are a loc of things I don't know
n._di__:m.mro:r but [ teet comfortable thar given the
o I

s that reply, [ wrote

1 continued.

fing et Hru_.,_w_ 1 can _,o._:o_:rn_. at the time
i . you experience as an interviewer

en someonc’s behavior conforms wich your expec-
tions. Because | had decided, right off, \H_:: I liled

what T heard in hi
3 i : -
n _:m ANSWCEr was HO:m_:,_nmw u:P_

Wmu:o_mMnMMu Had I decided carly on that I didn’t like
o Myers, [ would have heard in thac reply arro-

‘in . . .
¢ m,r_:mﬁ_.. I'he first impression becomes a self-
m,v.nov_.-mnvn we hear whar we expect to hear
ntervi i i .
view is hopelessly biased in favor of the nice
%h Ballme i
il i T n%; ‘E:OE and T met Nolan Myers,
T prediction. We looked at the way he
N our presence—ar the ws
! ac the way he talked and
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acted and seemed ro think—and drew conclusions
about how hic would behave in other situations ~ had
decided, remember, that Myers was the E:L.n.u:,n,q\
son you called the night before the big test in seventh
grade. Was L right to make thar kind of generalization?

The New-Boy Neuwvork

This is a question that social psychologists have
_wor& at closcly. [n the late nincteen-twenties, in a
famous study, the psychologist Theodore Newcomb
nalyzed ersi :

y extroversion among adolescent boys at a

summer camp, He found that how talkative a boy was

in one setting—say, lunch——was highly predictive of
how talkative that boy would be in the same setting in
the future. A boy who was curious at lunch on Mon-
day was likely to be curious at lunch on Tuesday. But
his behavior in one sctting told you almost nothing
..MTOE how he would behave in a different setei ﬁrn
_85‘ how someone behaved at lunch, you no:E:,.H
predict how he would behave during, say, afternoon
playtime. In a more recent stucly, of conscientiousness
,.:&o:m studenes at Carleton College, the rescarchers
Walter Mischel, Neil Luwsky, and Philip K. Peake
_m,_wn””‘<mﬂ*__”w“~_.,_w_c_“ _,,MH M_Om_u_nmn_:wm_ ummm,m_::n:.; were or
f you almost nothing about
__m:< often he attended class or how ncat his Luo:.. or
his personal appearance was. How we behave at any
one time, evidently, has less to do with some m::::\.
ﬂ._v_o inner compass than with the particulars of our
situation.
) ,E:m conclusion, obviously, is at odds with our
intuition. Most of the time, we assume chat people
&%?A the same character traits in different situa-
dons. We habitually underestimate the large r :
context plays in people’s behavior. In Hrhdp_n”_\m%_“ﬂm
summer-camp experiment, for example, the results
showing how little consistency there was from one
mo:... 1g to another in ralkativeness, curiosity, and gre-
gariousness were tabulated from observations _:,.,&o
and recorded by camp counsellors on the spot. But
when, at the end of the summer, those same counsel-
_c.ﬁ.m were asked rto give theit final impressions of the
kids, they remembered the children’s behavior as be-
ing highly consistent.

“The basis of the illusion is that we are somehow
confident thac we are getting what is there, that we are
able to read off a person’s disposition,” Richard
Nisbett, a psychologist at the University of Michigan,
says. “When you have an interview with someone and
have an hour with them, you don’t conceprualize that
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as taking a sample of a person’s behavior, ket alone a
possibly biased sample, which is what it is. What you
think is that you ate secing a hologram, a small and
fuzzy image but still the whole person.
Then Nisbett mentoned his frequent collaborator,
N -
Lee Ross, who teaches _umvﬁ,ro_omv‘ ac Stanford. “There
hen he was teaching statistics and one

termm he was teaching a course with a lot of humanistic

Fle gets his ceacher evaluations. The first

was one (erm w

psychology-
referred to him as cold, rigid, remore, finicky, and
uptight. And the second described this wonderful
warm-hearted guy who was so deeply concerned with
questions of communiry and getting students to grow.
Tt was Jekyll and Hyde. In both cases, the students
thought they wete secing the real Lee Ross.”
Psychologists call this tendency—to fixate on sup-
posedly stable character traits and ovetlook the influ-
ence of context—the Fundamental Artribution Freor,
and if you combine this error with what we know
about snap judgments the interview becomes an even
more problematic encounter. Not only had I let my
firstc impressions colot the information [ gathered
about Myers, but I had also assumed that the way he
behaved with me in an interview serting was indicative
of the way he would always behave, Te isn’t thac che
interview is uscless; whatl learned about Myers—that
he and I get along well—is something 1 could never
have got from résumé or by ralking to his references.
Ic’s jusc that our conversation turns out to have been
less useful, and potentially more misleading, than 1
had supposed. Thar most basic of human rituals—
the conversation with a stranger-—turns out to be a

minefield.

Not long after I met with Nolan Myers, 1 talked with
2 human-resources consulrant from Pasadena named
Justin Menkes. Menkes’s job is to figure out how to
extract meaning from face-to-face encounters, and
with that in mind he agreed to spend an hour inter-
viewing me the way hhe thinks interviewing ought to
be done. Lt felt, going in, not unlike a visit to a shrink,
except that instead of having months, if not years, ©
work things out, Menles was set upon stripping away
my secrets in one session.

Consider, e told me, a commonly asked question
like “Describe a few situations in which your work
was criticized. How did you handle the criticism?”

The _:or_n:r Menkes said, is that it’s much too
obvious what the interviewee is supposed ro say.
“There was a situation where 1 was working on a
project, and 1 didw’t do as well as I could have,” he

id, adopting a mock-sincere singsong. “My boss
ve me some constructive criticism. And I redid the

ga
project. 1t hurt. Yet we worked it out.” The same is
wrue of the question “What would your friends say
about you?”—to which the correct answer (peeferably
—:nnm%n_ by a pause, as if 1o suggest that ic had never
dawned on you that someone would ask such a ques-
tion) is “My guess is that they would call me a people
Tm_‘mo:lm:rﬁ‘ that or a hard worker.”

Myets and 1 had talked about obvious questions,
too. “What is your greatest weakness?” [ asked him.
He answered, “I tried to work on a project my fresh-
man year, a children’s festival. I was trying to start a
festival as a benefit here in Boston. And I had a
number of guys working with me. [ starced getting
concerned with the scope of the project we werte
working on—how much _‘nmvo:mmE:Q we had, get-
ting things done. I really put the brakes on, but in
recrospect | really chink we could have done it and
done a great job.”

Then Myets gr nned and said, as an aside, “Do 1
cruly think that is a faule Honestly, no.” And, of
coutse, he's tight. All T'd really asked him was whether
he could describe a personal scrength as if it were a
weakness, and, in answering as he did, he had merely
demonstrated his knowledge of the unwritten rules of
the interview. .

Bur, Menkes said, what if chose questions were
rephrased so that the answers weren't obvious? For

example: “At your weekly team meetings, your boss?

unexpectedly begins aggressively critiquing yout per
formance on a current project. What do you do?”
[ felt a twinge of anxiety. What would 1 do? ¥

remembered a terrible boss I'd had years ago. :EM.

probably be upset,” 1 said. “But I doubr I'd say any
thing. I'd probably just walk away.” Menkes gave I
indication whether he was concerned or v_mum& b
chat answer. e simply painted out that p:o&,mn
person might well have said something like “T'd 8¢
and see my boss later in private, and confront
about why he embatcassed me in front of my
was saying thac 1 would probably handle critic
even inappropriate crivicism—Tfrom a superiot

oot

f

stoicisny; in the second case, the applicant was saying
he or she would adopr a more confrontational ma‘_no
Or, at least, we were telling the interviewer thac Hrm.
workplace demands either stoicism or confronta-
:c:«l.m:a to Menkes these ace revealing and perti-
nent pieces of information.

Menkes moved on to another area

. handling
stress. A typical question in chis area is something :,,M
“Tell me about a time when you had to do mmu,_m_.;_
things at once. How did you handle the sitvation?
How did you decide what to do first?” Menkes says
”_:” is also too easy. “I just had to be very o_.mn::Nnrv.:
he began again in his mock-sincere sing ong. *
muldtask. 1 had o prioririze and Ln_mmmw_“w.ut_%.wn_:.qm
ately. 1 checked in frequencly with my boss.” Im__m,m
how Menkes rephrased ic: “You're in a situacion where
you have two very important responsibilicies chat both
have a deadline chac is impossible to meet. You cannot
accomplish both. How do you handle that sicuation?”
“Well,” I said, “I would look ar the two and .,_mn:,*m
.é_un: I was best at, and then go o my bess and say,
I¢’s better that 1 do one well than both poorly,” and
we'd figute out who clse could do the other rask.”
Menkes, immediately seized on a telling detail
my answer. | was interested in what job [ would do
best. But isn’t the key issue whart job the company
most needed to have done? Widh that comment, I had
tevealed someching valuable: thac in a time cm.Eo_.._(.\
HMMMH_HMM.H start W.OEW mn:_unm: tered consideration.
ate a bit of a solo practitioner,” Menke:
said diplomarically, :jﬁmm*u: nﬂm_wn_”.“m.&xr.:_?w
information.” e

Zn:._nmm deliberately wasn’t drawing any broad
8=n_m.m_o:m. If we ate not people who are shy .3
) alkative or outspoken but people who are shy in some
mo.:.nﬁm. alkadve in other situarions, and outspoken
in =.= other arcas, then what it means to know _mc_:my

- OnEis to
915 to catalogue and appreciate all those variations.

o ggrﬁm Wwas HJ;:

) m_zmgn,mm”uw—ﬂm__: .H_rs: process of nmmw_om:.
x-ﬂ&& i g rec :.:m:w is .r:oé: as “struc-
tred i g~ and in studies by industrial
Ologists ir has been shown to be the only kind of
cETViewing .H_Eq has any success ac all in predicring
: .*._”nmc_w:””w WMOM,.N_?R., _.: H:mm:.:n::n.,_ inter-
in proci ,:A_ y tigid. fach applicant is

| y the same manner. The questions
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and each applicant is rated on a series of predeter-
mined scales.
. What is intetesting about the strucrured interview
is how narrow its objectives are. When [ interviewed
Nolan Myers I was groping for some kind of global
sense .OT<_.E he was; Menkes seemed endrely unincer-
ested in arriving ar chat same general sense of me—he
scemed to realize how foolish thar expectation was for
an hour-long interview. The scructured interview
J,‘c,_.rv. precisely because tr isn’t really an interview; it
isn’t abour getting o know someone, in a raditional
sense. H.mm as much concerned with rejecting informa-
tion as ivis with collecting it.
. Not surprisingly, interview specialists have found
it extraordinarily difticulr to persuade most employers
o adopr the structured interview. It just doesn’t feel
right. For most of us, hiring someone is essentially a
_..o_:u::m process, in which the job interview func-
:c:m. as a desexualized version of a date. We are
_oc_:_.fwv for someone with whom we have a cerrain
chemisury, even if che coupling chat resules ends in
Ru_.w.u:n_ the pursuer and the pursued turn out to _L..:\n
nothing in common. We wanc the unlimived promise
of a love affair. The structured incerview, by no:::.:,ﬁ
seems €0 offer only the dry logic and praciicalicy oT:_
arranged marriage. o

Nolan Myers agonized over which job ro take. He
spent halt an hour on the phone with Sreve Ballmer
and Ballmer was very persuasive, “He gave _rn <nJ‘.
very good advice,” Myers says of his nc:<n_..ﬂ:mc:m
with the Microsoft C.E.O. “He fele thae I should go to
the place thac excited me the most and thar I ::M_ she
would be best for my career. He offered ro be wd ¢
mentor.” Myers says he talked to his parents every .,_u”‘
;vo.: what to do. In February, he flew our to Califor-
nia and spent a Saturday going from one Tellme

”Wr_nmﬁ_hnﬂ._u,_‘_mvaﬂ” nwm._“_ﬂ__.rws”_:u_m pw:r_ :‘:45<m_‘m._.£ .,_.,_nm:c:m.

gs | was looking for. One
was long-term goals for the company. /<_~nﬂm did chey
see themselves in five years? mn,.,c_w.,_u what po tion
would I be playing in the company?” He stopped and
burst our laughing. “And | forger whar the third one

" _:. March, Myers commiuted o Tellme.

Will Nolan Myers succeed ac Tellme? [ think so
u_.:cq_mr I honestly have no idea. It’s a _::A_E..
question to answer now than it would have been
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ars ago. If this were 1905, Nolan
and worm a

40

thirey or forty ye
Myers wotld have g
blue suit and sac in a sm
d the ?:H_n___u_.m of his person
L. It was not so important that
1.B.M. understood who you were before it hired you,
understood what LB.M. was. If you
at Armonk or ata branch
what you had to be and
walk through

one to work at LB.M.
all oflice and kept his head

down, an ality would not

have mactered so Mue

because you
walked through the door
office in Iinois, you knew
e supposed to act. Burt to

how you wet
lme, with che bunk

open offices of Tel
is to be struck by how much more
of Silicon Valley is. Nolan
a social scripr, that

the soaring,
beds over the desks,
demanding the culn
Myers will nat be provided with
blue suit and organization chart. Tellme, like any
technology startup these days, wants its employees to
be part of a Auid team, to be flexible and innovative,
to work with shifting groups in the absence of hierar-
chy and bureaucracy, and in thar environment, where
the workplace doubles
of your person licy mazer a great d

This is part of the new economy’s
Tellme’s soaring warchouse is a more producti
ace ro work than the lictle office boxes of

as the rec room, the particulars

appeal, because
ve and

enjoyable pl
the old LB.M. But the danger here is thar we will be
in judging these newly important par-

led astray
Lf we let *Vn_.mo:uvzmc\lmo_:o

ticulars of character.

e

1. In everyday situations, what can
Qr is it even _vomm_Za not
regarding impression formartion

2. What advice have you received
people? How consistent {or inco

this article?
3. Flow might the findings in this

1o jury
fundament;

how o make a favorable inicial

CRITICAL THINKING QUESTI ONS

w0 form first impressions? De

tials? Dating situatjons? Is the process inv
ally the same in all situations, or does it de
impression is being made? Defe
4. The concept of emational intellig
Find informacion on this conce
5. Based upon the information in this article, whatad

indefinable, _:‘r._»:mc:u_ intuirion, magnified by the

Fundamenral Areribution Error—Dbias the hiring pro-

cess roday, then all we will have done is replace the

old-boy nerwork,
the new-boy neowvork, w

where you hired you nephew, with
here you hire whoever im-

pressed you most when you shool his hand. Secial

careful, can
he obviously arbitrary

progress, unless we're merely be the

means by which we replace ¢
with the not so obviously arbicrary.
Myers has spent much of the past ye
teach Introduction o Computer Science.
asons that students were

helping ro
He realized,

he says, that one of the re
raking the course was that they wanted
industry. 1 decided that, having gone
1 had developed some

» get jobs in

the software
through all this interviewing,
expertise, and I would like to share that. There is a real
skill and art in presenting yourself to potential em-

ployers. And so what we did in this class was talk
o

kinds of things thar employers are looking

abour the
looking for in terms of personality.

for—what are they

One of the most important things is that you have 0
are doing

across as being confident in what you
are. How do you do thar? Speak

clearly and smile.” As he said thar, Nolan Myers
smiled. “For a lot of people, that’s a very hard skill to
learn. Bur for some reason I seem to understand it

come
and in who you

»

intuirively.

be done o help minimize the power of fi
fend your position with data
and impression management. :

about how ro make a good first imp
) is chat advice with the informacion contained i

ression on othef

nsistent,

article abour the power of first impressions be n_%_mg_w_
olved in forming a first impression .o
pend on the context in which the %
nd your position.

sence has arrracted a good deal of inter
presented in this article
one abal

est in recent vﬁ:.w
e
i

pL, and relate it to the ideas
vice would you give to some

impression on a prospective employer?

‘2 these variables i :
. these variables and their nature, The presenr experi-
-Xind of inner-obser i i

xind observer variable, specifically, expecta-

11|
B to the exposure situarion,

P
: #That prior | i
o] t prior information or labels arrached w a
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A variety of sources of info

arion may be available £ 1 fo o nession o

E O use C
. ningan inj ota
berson. Ilowever, that does nor mean thae all of the informarion will be used or hold cqu al

value. Some sources of informari
vilue: Som _._m_ﬁm.—““_wcﬂ*.A__MH:MHU_M: w:,u_v‘An 1y more weight than others. For example, we may
porice Row dhe person ac ~_. N may have heard mc._:c:::m about him or her from someone
- How this informaion to develop an impression of the person?
ailding on the classic work of S. E. Asch, Flarold H. Kelley exa :::nm, 27.2 can be called

a central organizing trai atis i mni
¢ /¢ trait, one that is important in influencing the impressions that we form

—

By examining th [t 1 1 o
Yy €xa e effect of chs 3 > adjecrive 1 ibi
s Q\\\\v h ° udy d _::m_:m justone uh__rur,—‘:d in describing a person A_ Q., Wdin ver

s e S R . o i
ﬂ__v\ rac m | € study ¢ r~_,:c:m:.:hm thar this mirial difference influenced how the m:_ﬁ.ﬁhnm ACT-
< -ated the person. Fven more interest i i ences al impre o

p LI rerestng 1s thar these difte s initial i 5510/
. ° h Hleren in initial J
carried over into v the subjecrs interact 1 €erso. N "
how th :7_ ts interacted with che person. The implication is thar p rl
Kt a erhaps

i

our initial impressions lead us to act in ce ways toward orhe D! ap. gt & s¢
presst acrin cerraih ¥ \ C S, —ﬁ__~:vn_rA 1g a self
{ —
f mg prophecy —J\ FIVING US W har we expecred to see the first 1_ e

The Warm-Cold Variable

in First Impressions of Persons
M Hacold H. Kelley

This experiment one Ve studies of first the nmpressions he 1ave c -
s o1 of several studie € 1€e cructal questlon
I % v ] C

impresstons va the purposc of the scries beu b] a Iercep 7l y X gIven
, i £ ol b g IC Whart n_guzunm in perceprion will accompany a ¢
investigare the stability of early judgments he DECLa 28 es of stercotyping, for example
y Y s cxpectanon tudies of 5
yping X
£ g ple, that

determinants, and the relation of such judgments to

—n e

the behavi i
avio ers g i
b r of the person making them. In interpret-

of Karz and —WAZ_V‘ (2), indicate that from an echnic
ing the dara from several nonexperimental studies on _wﬂ_w.n,_._ mpwnr r o amier of
w_”_n B A W perceprions follow which are culeurally derermined.
sary w0 postulate inner-observer variables which con-
tribute to the impression and which remain relacively

_._?. present study finds its main significance in rela-
tion .3 a m:ﬁ% by Asch (1) which demonstrates thar
.A...EB.: e o e p,.a_.q.,::»,n_.:n:: labels can transtorm the entire impres-
B,_:nm IR S e 8 ~ sion o the person, leading to attriburions which are

ed the existence of  related ro the label on a broad culrural basis or even
perhaps, on an autochthonous basis. v i+ .

Asch
purportedly described a particular person. He then

P

ment w: i i e
4 as designed o determine the effects of one

ad to his subjects a list of adjectives which

7

abour the stimulus person wh ¢ observer ked them to characterize thar person. He found
¥ which the ¢ S, 1CT ary
q . d that

: the .:dn_:v,_c: in the lisr of what he called cennrul
qualiries, such as “warm™ as opposed 1 “cold,” pro-

duced a widespread ¢l i ire | essi
1 widespread change in the entire impression.

['his effect was not adequarely explained by the halo

effect since it did not extend indiscriminately in
> s e SO Ve Al
positive or negatve direction to all characteristics.
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