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e How does Intellectual Humility relate to someone’s Reliance on their first impressions when Degree of Fif_St Impression Reliance of Parti.ci.pants With Results
interacting with others? 5 | | | varying Le(xl;els of Inte]éectlu.;ﬂ Humility Participants with higher Intellectual Humility scores tended to
e The purpose of the Intellectual Humility Scale is to determine the extent to which a requency scdle have lower Reliance scores, as seen by the negative slope in the
participant will recognize their intellectual shortcomings; that is, they will accept that their 7 above two graphs.

beliefs and opinions may be wrong. (Leary et al., 2017)

e High Intellectual Humility has been associated with higher openness to learning about
opposing views (Porter & Schumann, 2017), intellectual engagement, curiosity, intellectual
openness, and open-minded thinking (Krumrei-Mancuso et al., 2019).

e We developed the First Impression Reliance Scale to determine the extent to which people
act on, make decisions based on, or treat people differently based on their first impressions.

e Hypothesis: Participants with higher self-reported Intellectual Humility are less likely to
rely heavily on their first impressions of others in later interactions.

e Not much research has been done on the subject of first impression reliance, but
understanding the factors that determine the choices people make using their first
impressions could be beneficial when studying situations where these choices are Figure 1. Average First Impression Reliance Score of each participant who was given the o
important, such as job interviews. "Frequency" scale plotted against participant Intellectual Humility Scores. (r = -0.264, COHCIUS]OH:
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6 Both the Agreement and Frequency Reliance Scales had similar

. results, meaning both are effective in accurately determining
e participants’ self-reported degree of first impression reliance.

No causation between Intellectual Humility and First Impression

3 Reliance can be proven at this time, but the correlation between

5 the two variables suggests one may exist, which is an idea to
explore in later research.
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 Developed by Mark Leary et al. (2020) determine how much participants rely 3 Discussion
as a method of determining the extent on their first impressions of others in 5 , , o
e e 5 . . . P Z 2 e The conclusion that these two variables are related indicates that
to which individuals can recognize later interactions. , - . ..
.. , , , 1 the promotion of Intellectual Humility could be effective in
their intellectual shortcomings. 13-item  self-report scale  with e e . , . ,
. . . . 1 2 3 4 > 6 7 reducing individual biases. This could be beneficial in areas like
6-item  self-report scale with statements such as “I use my first . . : e e
) , . , Average Intellectual Humility Score diversity training in the workplace.
statements such as “I question my impression of people to shape my | ,
.. . : : : . : : : : . , e Future research could be conducted to determine the effects of
own opinions, positions, and future interactions with them,” to Figure 2. Average First Impression Reliance Score of each participant who was given the hich First , Rel i h ‘0 best t
Viewpoints because they Could be Wthh participants responded on a 7_ "Agreement" scale plotted against participant Intellectual Humlllty Scores. lg 1I'S mp.r.eSSIOn . e.lance. an OwW 0 €S promo €
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wrong,” to which participants point scale; half were given a “Strongly !

respond on a seven-point scale, from Disagree” to “Strongly Agree” scale and
“Strongly Disagree” to “Strongly half were given a “Never” to “Always”
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