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Device also ranks fourth nationwide in ethanol production capacity, producing
more than 1.1 billion gallons annually.
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However, until the employment market improves, some Minnesotans
are encouraging the return of a 26-year-old jobs creation program touted as
the most innovative and successful jobs program in the U.S. over the last 50
yearsX
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Valve
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Current Searches Include:

NeuroModulation Med Dev Co - MN

e Biostatistican Clinical Analyst

Ablation Medical Device Co MN
Program Manager
Electrical Engineering Lead
Mechanical Engineering Lead

Software Engineer Lead

Wireless Neurostimulation Co TX
e ASIC/RF Engineer (contract)

Glaucoma Med Device Co So. Cal
e /P, Clinical Affairs

e Director, Clinical Operations
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Resources for Clients
Recruiting services to help you succeed
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Insight, Expertise, and a Comprehensive Process
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About The Kensho Group

The Kensho Group is a high-integrity executive
search company, specializing in providing
management and executive recruiting services
for Medical Devices companies throughout the
US as well as globally.

We focus on Cardiovascular, Neurological, and
Ophthalmic companies needing executives,
managers, and specialized talent with technical
knowledge in areas such as Clinical and
Regulatory Affairs, Research & Development,
and Sales. Our clients include small to mid-size
firms as well as Fortune 500 companies.

We are dedicated to continuous improvement,
a strong relationship-driven approach to

Driven to Distraction

T from The Economist

How should firms motivate people? Mr Pink argues that the answer i
to give them more control over their odimes...

Two and a half cheers for sticks and carrots

THIS is bonus season in the financial world. That means, of course, that it
is bonus-bashing season everywhere else. The righteously outraged have no
shortage of arguments on their side, from the mind-boggling size of the
bonuses to the fact that the banks were recently rescued with public money.
But if they want to mix a bit of theory with their spleen they now have a
book to help them: Daniel Pink's "Drive: The Surprising Truth About What
Motivates Us". It seems that bankers are not just slaves to greed. They are
also slaves to a discredited management theory: the idea that the best way
to motivate people is to use performance-related rewards...

Mr Pink argues that the rich world is in the middle of a management
revolution, from "motivation 2.0" to "motivation 3.0" (1.0 in this schema
was prehistoric times, when people were motivated mainly by the fear of
being eaten by wild animals). In the age of routine production it made sense
for organisations to rely on sticks and carrots or "extrinsic motivators", as he
calls them. But today, with routine jobs being outsourced or automated, it
makes more sense to rely on "intrinsic rewards", or the pleasure we gain
from doing a job well. Look at the success of collaborative marvels such as
Wikipedia, Firefox or Linux, which were created by volunteers. Or look at the
rise of social entrepreneurs or the movement to promote "low-profit"
limited-liability firms.

Mr Pink argues that carrots and sticks are not only outdated, but can
also be counterproductive-motivation killers and creativity dampeners.
Paying people to give blood actually reduces the number who are willing to
do so. Providing managers with financial rewards can encourage them to
game the system or, even worse, to engage in reckless behaviour.

So how should firms motivate people? Mr Pink argues that the answer is
to give them more control over their own lives and thus allow them to draw
on their deep inner wells of diligence and drive. Software companies such as
Atlassian and-of course-Google are giving workers time to pursue their own
projects. Even low-tech firms such as Whole Foods and Best Buy are giving
people more control over how and with whom they workX

A study of an American glass-installation company, for example, found
that shifting from salaries to individual incentives increased productivity by
44%... Linking pay to performance does not just increase motivation. It also
helps to recruit and retain the most talented. The world's brightest students
are overwhelmingly attracted to organisations that make extensive use of
performance-related rewards such as partnerships and share optionsX

Self-determined to do better

What about Mr Pink's other worries, about creativity and "self-
determination"? It is certainly true that creative people value the intrinsic
things in life. But an enthusiasm for intrinsic rewardsX
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To gain respect from others, you have to respect yourself first. People will
Contact Us give you their undying respect as long as they recognize that you portray
these 3 key attributes: trustworthiness, integrity and mindfulness. Because
having these qualities demonstrates your level of consciousness and
Jay.Kshatri@theKenshoGroup.com maturity.

When people respect you, it is easier to get their support. Getting
people to give you continuous support also requires you to apply yourself.
The Kensho Group Here are 7 ways to help you make an impact on people whom you want
5100 Tilghman Street respect and support from:

Suite 300 1. Be exuberant and passionate about what you do and your life.

http://www.theKenshoGroup.com

Allentown, PA 18104 People love those who exude vibrancy and passion about their life,
(610) 395-6923 particularly about what they do. Think of this: how stimulating do you find
people who are forever talking about their "big ideas" and what they want
to do and yet, never starting anything? Now that's a damper!

2. Be unique and individualistic in your views and opinions.

Are you unique and stand out with your own style and personality? If you
are afraid to voice your opinion, and would rather fit in, | can assure you
that it will be difficult to command respect from others. And, without
respect, no support. This doesn't mean that you have to constantly come
up with new innovations. It simply implies that you don't suck up to
people, just because you want validation. The best validation is to be true
to yourself.

3. Be a great listener. All great listeners are magnetic and charismatic.
There is no charm that equals that of a good listener...

4. Be a life long student. Let people know that you're willing to learn
from them and be genuine about it.

Learning is growing, and growing is learning. You cannot learn all by
yourselt X
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