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Scientific Leadership
HMS Therapeutics Symposium       

December 14, 2016

	What is Leadership?
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	


Focus on the Task AND the People!
Active Listening

Definition:  paying full attention to the listener, both verbally and with body language.

	Skills To Use:
	
	
	

	Pay attention
	Defer judgement
	Ask questions
	Face & lean toward person speaking

	Quiet inner voices
	Paraphrase what is said
	Make eye contact (if culturally acceptable)
	Respond appropriately

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


	Ladder of Inference

              Chris Argyris (1982)
	Leadership Skills:
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	· Ask questions to increase understanding
· Challenge your assumptions
· Separate facts from assumptions
· I observe (insert fact)…              I imagine that (assumption)…
· Example:  I observe that you are reading many scientific papers.  I imagine that there might be some new discovery in your field.

· Listen so that you are willing to change your mind


Building Trust

Leaders who inspire trust- increase morale, innovation, loyalty and quality of outputs.

	Skills To Use:
	
	
	

	Consistency
	Character
	Compassion
	Connection

	Clarity of expectations
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Positions and Interests

Position:  ‘Take a position’ = having a particular viewpoint and requirements from which there is little movement (yes or no)

Interest:  underlying reason(s) for taking a position
When influencing others- determine their interests

· many possibilities can still satisfy interests (additional options)

· options open to negotiate a settlement, ending the disagreement 

· peaceful solutions can preserve the relationship and expanding the pie so both parties can satisfy most of their interests

Limitations of taking a position into negotiations

· results in fixed-sum, win-lose battle

· what seemed like a good position at the time can turn out to be a poor choice 

· “Battles” can leave you weakened

· vanquished can become secret enemies

Management and Leadership Resources

Online: HHMI: Making the Right Moves; A Practical Guide to Scientific Management for Postdocs and New Faculty, second edition (free PDF)

Getting to Yes: Negotiating Agreement Without Giving In, revised edition, Roger Fisher, William Ury and Bruce Patton (2011), Penguin Books.

Lab Dynamics: Management and Leadership Skills for Scientists, second edition, Carl Cohen and Suzanne Cohen (2012), Cold Spring Harbor Laboratory Press.

Podcast:  Coaching for Leaders

Influencing:  Positions and Interests 
Come up with an example of something important that you would like to ask for in the near future.  You anticipate you will get a “no” response for this request.  Identify your position and interests; and those of the person (people) you are asking.  Try to identify or to imagine their interests.  If you don’t know their interests, think about how you could go about discovering their interests.  (Write down questions that you could ask them or others to get at their interests.)   Create at least 2 negotiation options.
	
	You
	Person 

You will Ask 
	Second Person you will ask (if needed) 

	Your Request
	
	
	

	Position(s)
	
	
	

	Interest(s)

(If not know interests, write down questions you could ask.)
	
	
	

	Negotiation Options:
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