
xiii

Contents

Part I  The Academic Medical Center (AMC): How It Really Works

	 1	 The AMC: The Formal and Informal Organization............................	 3
The AMC...................................................................................................	 3
Simplified Mental Schemas.......................................................................	 5
The Three Governing Systems...................................................................	 6
Hierarchical Systems.................................................................................	 7
Compensation and Other Resources..........................................................	 8
Culture........................................................................................................	 8
The Creative Society Versus the Efficient Society.....................................	 9
Summary....................................................................................................	 10
References..................................................................................................	 11

	 2	 Culture Is King.........................................................................................	 13
Culture Is King...........................................................................................	 14
Values and Cultural Norms: Distinguishing Between Schools..................	 15
Values and Norms: Differences Within Faculty of the Same School........	 16
Values and Norms: Critical to a Strategy for a Change Agenda................	 18
Values and Norms: Determining If the New Leader  
Is a Fit or a Misfit.......................................................................................	 19
Core Values: The “Super Values” that Trump Others................................	 20
Archetypes.................................................................................................	 22
References..................................................................................................	 26

	 3	 Authority Is Earned, Not Bestowed.......................................................	 27
Power Versus Earned Authority.................................................................	 30
Earning Authority Is an Emotional Process...............................................	 30
Authority Is Only Bestowed When It’s Approved  
by the Informal Organization.....................................................................	 31
Authority Is Distributed.............................................................................	 32
References..................................................................................................	 32



xiv

Part II  The Role of Personality

	 4	 Personality Traits and Leadership.........................................................	 35
Biographical Approaches: What Biography Teaches Us  
About the Important Role of Context........................................................	 37
Psychometric Approaches: What the Big Five and Myers–Briggs  
Teach Us About Personality Traits............................................................	 37

The Big Five...........................................................................................	 38
Myers–Briggs.........................................................................................	 38

Extraversion/Introversion and How It Plays Out in the AMC...................	 39
Conscientiousness: Organized, Systematic, Punctual,  
Achievement Oriented, and Dependable,  
and How Conscientiousness Plays Out in the AMC..................................	 41
Openness: Curious, Original, and Open to New Ideas,  
and How Openness Plays Out in the AMC................................................	 42
Myers–Briggs and How It Plays Out in the AMC.....................................	 43
References..................................................................................................	 44

	 5	 Managing Personality Disorders in the Workplace..............................	 45
Narcissism..................................................................................................	 45
Passive–Aggressive Personality.................................................................	 49
Perfectionistic Personality.........................................................................	 49
Reference...................................................................................................	 50

	 6	 The Importance of Emotional Intelligence............................................	 51
Validating While Listening........................................................................	 52
Other-Centeredness: It’s Not About You, and the Search  
for People Who Experience Pleasure in Others’ Doing Well....................	 54
Moving Beyond Self-Interest and Creating an Interest  
in the Larger Institution.............................................................................	 55
Self-Awareness/Demeanor and Consistent Style.......................................	 56
References..................................................................................................	 58

Part III  Essential Skills

	 7	 Getting Started the Right Way...............................................................	 61
The All Important First Year......................................................................	 61
Avoiding Rookie Mistakes.........................................................................	 62
Listen and Learn........................................................................................	 63
Meet and Greet...........................................................................................	 64
The Stump Speech: From Stump Speech to Strategic Plan.......................	 64
Summary....................................................................................................	 67

	 8	 Negotiation................................................................................................	 69
There Are Just Two Approaches to Negotiation:  
Issue Oriented and Positional.....................................................................	 70
Issue-Oriented Negotiation Is the Preferred Method  
in the AMC................................................................................................	 70

Contents



xv

Maintaining the Relationship Is Paramount...............................................	 71
The Core Skill Is the Ability to Elicit the Other Person’s  
Underlying Interests...................................................................................	 72

Growing the Pie.....................................................................................	 73
Entry Job: Assistant Professor...............................................................	 74
What Should She Do?............................................................................	 74

Refinements to the Negotiation Concepts..................................................	 76
Key Steps to a Successfully Completed Negotiation.............................	 76
When Should I Negotiate and When Should I Not Negotiate?..............	 77
When to Quit and Walk Away...............................................................	 78
Silence....................................................................................................	 78
Demeanor...............................................................................................	 78

References..................................................................................................	 79

	 9	 Recruitment: Negotiation in Action.......................................................	 81
Positional Versus Issue-Oriented Negotiation...........................................	 81
Determining the Size of the Package.........................................................	 83
From Offer Letter to First-Year Evaluation...............................................	 84
What to Do if the Package Is OK but Not Enough....................................	 84
Carry-Over Money.....................................................................................	 85
When You Are Carrying Out Several Searches at Once............................	 85
Some Additional Caveats on Recruiting....................................................	 85

	10	 Conflict Resolution: Making Friends with Conflict.............................	 89
Dr. I.M. Special: The Difficult Personality................................................	 90
The Interests of the Parties.........................................................................	 91
Personality Issues.......................................................................................	 92
Political Pressures......................................................................................	 93
The Correct Process...................................................................................	 93
If You’re Not Angry, You’re Good to Decide What to Do.........................	 93
Reference...................................................................................................	 95

	11	 Mastering the Art of Persuasion.............................................................	 97
Shape the Message to Diminish the Areas of Conflict..............................	 100
Practice the Art of Brevity: Sentence, Paragraph, and Page......................	 101
Always Look to the Interests of the Larger Institution;  
Try to Make the Pie Bigger........................................................................	 102
A Special Word About Fund-Raising........................................................	 103
Reference...................................................................................................	 105

	12	 Running a Meeting...................................................................................	 107
Aids to Keeping Groups on Task and on Time..........................................	 108
Some Common Problems and Potential  
Responses for the Group Leader................................................................	 109
Having Influence in a Group and Getting Your Voice Heard....................	 110
Before the Group Ends, When You Are the Group Leader…...................	 110
After the Group..........................................................................................	 111
Summary....................................................................................................	 111

Contents



xvi

	13	 Making Good Decisions...........................................................................	 113
Personality and Politics Are Part of the Issue  
but Not the Whole Issue.............................................................................	 114
Having an Urge to Act Is Important but So Is Tempo...............................	 114
Good Decision-Makers Have the Institution’s Interests at Heart..............	 116
Good Decision-Makers Get Better Over Time..........................................	 116
The Special Circumstance of the Novice Leader  
and the First Decisions...............................................................................	 118
Taking a Stand: Value-Driven Leadership.................................................	 119
References..................................................................................................	 120

	14	 Stimulating Change Without Enduring a Coup....................................	 121
Identify All the Players Who Might Have a Stake  
in the Change Agenda................................................................................	 122
There Has to Be an Implementation Strategy............................................	 123
Additional Points About Change...............................................................	 124
The Base Level of Stress Within an Organization Dictates Strategy.........	 128
Pay Attention to Timing and to Getting the Right People on Board.........	 128
References..................................................................................................	 129

	15	 A Final Word to Applicants and Search Committees:  
Picking the Right People for Leadership Roles the First Time...........	 131
Why It’s So Hard to Pick the Right Candidate..........................................	 132
A Word to Aspiring Applicants.................................................................	 133

Why Would I Want This Job Now?.......................................................	 133
What Does the Job Entail and Do I Want to Do It?...............................	 134
Is This Job a “Fit” for Me?....................................................................	 134
What Resources Are Necessary to Do the Job?.....................................	 135

A Word to Search Committees..................................................................	 135
Find Someone Who Avoids Glib “Business Speak”..............................	 136
Eliminate the Personality Disorders.......................................................	 137
Do Your Homework...............................................................................	 137
Using Search Firms................................................................................	 138
Work on Your Interview Technique.......................................................	 139
Pick the Search Committee the “Right” Way........................................	 139
Typical Interpersonal and Management  
Questions in Executive 360s..................................................................	 141

References..................................................................................................	 142

Part IV  Cases for Discussion

	16	 Strategic Planning/Outside Consultants: Power and Authority,  
Vertical Hierarchies, and the Informal Organization..........................	 145

	17	 Dr. Newby: Change, Getting Started, and Your Baby Is Ugly.............	 147

	18	 Dr. Worksalot: Personality and Getting Started...................................	 149

Contents



xvii

	19	 Negotiating for a Center Director...........................................................	 151

	20	 Dr. Un Settled: Negotiation and Middle-Age Dysphoria......................	 153

	21	 Dr. Green, Conflict Resolution, and Managing Up and Down............	 155

	22	 Drs. Rich and Pure: Conflict of Interest (COI)  
and Creating School-Wide Policies........................................................	 157

	23	 Budget Cuts and Managing Bad News and Incentivizing Faculty......	 159

	24	 A “No-Brainer”: Dr. Virtue Comes to State University  
Medical Center.........................................................................................	 161

Part V  Teaching Materials

	25	 Strategic Planning/Outside Consultants:  
Power and Authority, Vertical Hierarchies,  
and the Informal Organization...............................................................	 165

	26	 Dr. Newby: Change, Getting Started, and Your Baby Is Ugly.............	 171

	27	 Dr. Worksalot: Personality and Getting Started...................................	 177

	28	 Negotiating for a Center Director...........................................................	 181
Reference...................................................................................................	 183

	29	 Dr. Un Settled: Negotiation and Middle-Age Dysphoria......................	 185

	30	 Dr. Green, Conflict Resolution, and Managing Up and Down............	 189

	31	 Drs. Rich and Pure: Conflict of Interest (COI)  
and Creating School-Wide Policies........................................................	 193

	32	 Budget Cuts and Managing Bad News and Incentivizing....................	 197

	33	 A “No-Brainer”: Dr. Virtue Comes to State University  
Medical Center.........................................................................................	 201
What Would You Do?................................................................................	 202
How Can He Turn This Around?...............................................................	 204
References..................................................................................................	 204

Appendix A  Developmental Steps................................................................	 205

Appendix B  Questions on Interpersonal and Management Skills...........	 207

Appendix C  Annotated Bibliography..........................................................	 209

Index..................................................................................................................	 213

Contents



http://www.springer.com/978-3-319-21259-3


