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Recent Success Story 

     The Kensho placed a Sr. Clinical 
Program Manager with an emerging 
Ophthalmic Medical Device start up.   

     Our candidate, with a Masters in 
Microbiology and certifications in 
Bioinformatics, had previously spent five 
years creating and running mid to large 
scale clinical trials for Glaucoma and 
Macular Degeneration Ophthalmic Medical 
Devices.  Her experience allows her to 
impact the entire clinical value chain. 

Star Candidates 

     The Kensho Group is currently working 
with the following Top Performers who are 
open to advancing their career with the 
right opportunity.  They have proven track 
records in their fields and are ready to apply 
their expertise to grow your business. 

 Dir R&D - Implantable Cardiology and 
Neurology Expertise 

 Field Clinical Engineer – Implantable 
Cardiology Expertise 

 R&D Manager - RF and MEMs Design 
Experience for Cardiology 

 Director of Program Management – 
Cardiology and Neurology Expertise 

 

MRINetwork Insight into Global Hiring 

Trends   -  October 2009 Issue 
[Each month, MRINetwork uses the combined expertise of over 1,100 offices in more 
than 35 countries to publish an update on hiring prior to the Bureau of Labor 
Statistics (BLS) numbers being released on the first Friday of the month.]   

άLŦ ǿŜ ǿŜǊŜ ǘƻ ŎƻƳŜ ƻǳǘ ƻŦ ǘƘŜ ǊŜŎŜǎǎƛƻƴ ƭŜŘ ōȅ ǊŜŀƭ ŜǎǘŀǘŜ ƻǊ Řƻǘ-
coms or finance, there is a good chance we would be setting 
ƻǳǊǎŜƭǾŜǎ ǳǇ ŦƻǊ ŀƴƻǘƘŜǊ ōǳōōƭŜΣέ ǎŀȅǎ ¢ƻƴȅ aŎYƛƴƴƻƴΣ ǇǊŜǎƛŘŜƴǘ ƻŦ 
awLbŜǘǿƻǊƪΦ ά{ŜŜing a sector like manufacturing starting to take the 
lead, however, is a very different story. A successful manufacturing 
ǎŜŎǘƻǊ ǎŜǘǎ ǘƘŜ ŦƻǳƴŘŀǘƛƻƴ ŦƻǊ ŀ ǘǊǳŜ ŀƴŘ ƭŀǎǘƛƴƎ ǊŜŎƻǾŜǊȅΦέ 

Manufacturing on the Leading Edge of Recovery  

At first, the expectation was that economic recovery would come from 
green energy. Then talk shifted to a rebound in real estate, which was the 
catalyst for the recession. Then Wall Street started to show some life again, 
posting record profits and it looked as if finance might take the lead. 
       But a funny thing happened on the way to recovery: manufacturing. The 
industry once thought to be long dead, an American industry that could no 
longer survive in the global marketplace, seems to be waking up. 
       In the week ending September 19 (the most recent reporting period) of 
the 15 states that reported large drops in new unemployment claims, 10 
said the bump came from decreases in manufacturing layoffs. 
       In September, The Institute for Supply Management reported that its 
Purchasing Managers Index hit 52.9 percent, its first indication of growth 
since June 2007. This number may falter as stimuli, like the Obama 
ŀŘƳƛƴƛǎǘǊŀǘƛƻƴΩǎ /!w{ ǇǊƻƎǊŀƳΣ ǿƻǊƪ ǘƘŜƛǊ ǿŀȅ ƻǳǘ ƻŦ ǘƘŜ ǎȅǎǘŜƳ. 
       Yet, once federal stimulus runs its course, and retailers and distributors 
have refilled their dwindled stocks, other conditions will soon step in to 
support American manufacturing. 
       Lƴ ǘƘŜ ƴŜŀǊ ǘŜǊƳΣ ǘƘŜ ŘƻƭƭŀǊΩǎ ƭƻǿŜǊ ǾŀƭǳŜ ƛǎ ƳŀƪƛƴƎ ƛǘ ŎƘŜŀǇŜǊ ǘƻ 
purchase domestically rather than from the E.U. and China. Additionally, the 
lower value of the dollar is adding demand for U.S. goods overseas, where 
countries are for the first time in years able to get discounted American 
products. 
       More long-term, the rising cost of energy is making domestic 
manufacturing more cost-effective, and will likely be the largest driver of a 
sustained manufacturing resurgence. Importing cheap products from the 
other side of the world has been made possible by an abundance of 
inexpensive fuel powering massive cargo ships. However, fuel prices are 



Current Searches Include: 

NeuroModulation Med Dev Co - MN 

 Director Field Clinical Engineers  

 Director Systems Engineering 

Cardiac Medical Dev Co - MN 

 Sr. Clinical Research Assoc (CRA) 

 Field Clinical Engineer 

Laser Medical Dev Co  So. Cal  

 Engineering Program Manager 

Ablation Medical Device Co  MN 

 Director R&D 

 Program Manager 

Glaucoma Med Device Co  So. Cal 

 VP, Clinical Affairs 

Aesthetic Med Device Co  Location Flex 

 VP of Regulatory and Clinical Affairs 

 

Link to Our Expertise  

The Kensho Search Advantage 
The Right Partner Makes All The Difference 

Resources for Clients 
Recruiting services to help you succeed 

The Kensho Group Search Approach 
Insight, Expertise, and a Comprehensive Process 

Help for Candidates 
Resources to upgrade their career 

Helpful Links & Downloads 
Articles, Hiring Tips, and Industry Links 

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 

already higher than in the past and will only go up further in the future 
adding a prohibitive cost to the importing of many goodsΧ 
 

   click to read the rest of the update... 

 

Leaders Have Great Expectations  
ï from Jim Clemmer 

άTrust men and they will be true to you; treat them greatly and they 
will show themselves great." τ Ralph Waldo Emerson 

An old adage asks, "How am I expected to soar with the eagles when I'm 
surrounded by a bunch of turkeys?" This is a common victim statement, 
often heard from underperforming managers. Leaders see people as they 
could be ς as eagles in training. Managers simply see them as turkeys. 
Research shows that both get what they expect.  

       In his Harvard Business Review classic "Pygmalion in Management," J. 
Sterling Livingston draws upon the ancient Greek myth of Pygmalion, a 
sculptor who carved a statue of a beautiful woman that was later brought to 
life. George Bernard Shaw's play Pygmalion (which was the basis for "My 
Fair Lady") used a similar theme. In the play, Eliza Doolittle explains, "The 
difference between a flower girl and a lady is not how she behaves, but how 
she is treated." Livingston presents a number of his own studies, as well as 
other research, to prove that "If a manager's expectations are high, 
productivity is likely to be excellent. If his expectations are low, productivity 
is likely to be poor." 

       What's now widely referred to as "The Pygmalion Effect" was pioneered 
by psychologist Robert Rosenthal at Harvard University. He told a group of 
students that high or low intelligence could be bred into laboratory rats 
through genetic manipulation. One group of students was given the "bright" 
rats. The other group of students was given the "dull" rats. When tested in 
their ability to navigate a maze, the bright rats dramatically outperformed 
the dull rats. What the students didn't know was that, in fact, there was no 
difference in the rats' intelligence levels. Both groups of rats were the same. 
The only variable was the expectations and emotional tone of the students 
handling the rats. 

       Robert Rosenthal later conducted the "Oak School experiment," which 
demonstrated how consistently held expectations become self-fulfilling 
prophecies. At Oak School, teachers were told that a group of students had 
been specially tested and were "intellectual bloomers." Although they might 
start off slowly, they could be expected to show remarkable gains 
throughout the school year. At the end of the year the "bloomers" showed a 
substantial jump in IQ and academic achievement. Teachers reported that 
they were more friendly, outgoing, and eager to learn than their peers. Of 
course, the teachers had been misled. This group had not been specially 
tested. They were randomly selected from student lists.. 

       Educational research supports the theory that we get what we expect 
ŦǊƻƳ ǇŜƻǇƭŜΧ 

ŎƭƛŎƪ ǘƻ ǊŜŀŘ ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ŀǊǘƛŎƭŜ Χ 

http://www.pointandpost.com/jobs/search.asp?dn=www.thekenshogroup.com
http://www.thekenshogroup.com/docs/TheKenshoSearchAdvantage.pdf
http://www.thekenshogroup.com/client/index.htm
http://www.thekenshogroup.com/client/process.htm
http://www.thekenshogroup.com/candidate/index.htm
http://www.thekenshogroup.com/about/download.htm
http://www.thekenshogroup.com/docs/KenshoFirstFridayPreviewOct09.pdf
http://www.thekenshogroup.com/docs/LeadersHaveGreatExpectations.pdf


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 
recruiting, and best-in-class practices that will 
provide exceptional value-added services to 
each and every client and candidate. 

 

Kensho:   1. path to enlightenment  
                    2. wisdom -insight for long term  
                         transformation  

 
Contact Us 

http://www.theKenshoGroup.com 

Jay.Kshatri@theKenshoGroup.com 

 

The Kensho Group 
5100 Tilghman Street 
Suite 300 
Allentown, PA  18104 
(610) 395-6923 

Managing with the Brain in Mind             
ï by David Rock 

Neuroscience research is revealing the social nature of the high-
performance workplace. 

[Researchers at UCLA hypothesize] that human beings evolved [a] link 
between social connection and physical discomfort within the brain 
άōŜŎŀǳǎŜΣ ǘƻ ŀ ƳŀƳƳŀƭΣ ōŜƛƴƎ ǎƻŎƛŀƭƭȅ ŎƻƴƴŜŎǘŜŘ ǘƻ ŎŀǊŜƎƛǾŜǊǎ ƛǎ ƴŜŎŜǎǎŀǊȅ 
ŦƻǊ ǎǳǊǾƛǾŀƭΦέ  ώ{ǘǳŘƛŜǎϐ ƴƻǿ ŜƳŜǊƎƛƴƎ ƘŀǾŜ ƳŀŘŜ ƻƴŜ ǘƘƛƴƎ ŎƭŜŀǊΥ  The 
human brain is a social organ. Its physiological and neurological reactions 
are directly and profoundly shaped by social interaction. Indeed, as 
[ƛŜōŜǊƳŀƴ Ǉǳǘǎ ƛǘΣ άaƻǎǘ ǇǊƻŎŜǎǎŜǎ ƻǇŜǊŀǘƛƴƎ ƛƴ ǘƘŜ ōŀŎƪƎǊƻǳƴŘ ǿƘŜƴ ȅƻǳǊ 
brain is at rest are involved in thinking about other people and yoǳǊǎŜƭŦΦέ 

       This presents enormous challenges to managers. Although a job is often 
regarded as a purely economic transaction, in which people exchange their 
labor for financial compensation, the brain experiences the workplace first 
and foremost as a social systemΧ  

       People who feel betrayed or unrecognized at work τ for example, when 
they are reprimanded, given an assignment that seems unworthy, or told to 
take a pay cut τ experience it as a neural impulse, as powerful and painful 
as a blow to the head. Most people who work in companies learn to 
ǊŀǘƛƻƴŀƭƛȊŜ ƻǊ ǘŜƳǇŜǊ ǘƘŜƛǊ ǊŜŀŎǘƛƻƴǎΤ ǘƘŜȅ άǎǳŎƪ ƛǘ ǳǇΣέ ŀǎ ǘƘŜ ŎƻƳƳƻƴ 
parlance puts it. But they also limit their commitment and engagement. 
They become purely transactional employees, reluctant to give more of 
themselves to the company, because the social context stands in their way. 

       Leaders who understand this dynamic can more effectively engage their 
ŜƳǇƭƻȅŜŜǎΩ ōŜǎǘ ǘŀƭŜƴǘǎΣ ǎǳǇǇƻǊǘ ŎƻƭƭŀōƻǊŀǘƛǾŜ ǘŜŀƳǎΣ ŀƴŘ ŎǊŜŀǘŜ ŀƴ 
environment that fosters productive change. Indeed, the ability to 
intentionally address the social brain in the service of optimal performance 
will be a distinguishing leadership capability in the years ahead. 

      Triggering the Threat Response:  One critical thread of research on the 
ǎƻŎƛŀƭ ōǊŀƛƴ ǎǘŀǊǘǎ ǿƛǘƘ ǘƘŜ άǘƘǊŜŀǘ ŀƴŘ ǊŜǿŀǊŘέ ǊŜǎǇƻƴǎŜΣ ŀ ƴŜǳǊƻƭƻƎƛŎŀƭ 
mechanism that governs a great deal of human behavior. When you 
encounter something unexpected τ a shadow seen from the corner of your 
eye or a new colleague moving into the office next door τ the limbic system 
(a relatively primitive part of the brain, common to many animals) is 
arousedΧ 

       Recently, researchers have documented that the threat response is 
often triggered in social situations, and it tends to be more intense and 
longer-lastingΧ  The threat response is both mentally taxing and deadly to 
the productivity of a person τ or of an organizationΧ 

       A Craving for Certainty:  When an individual encounters a familiar 
situation, his or her brain conserves its own energy by shifting into a kind of 
automatic pilotΧ  .ǳǘ the minute the brain registers ambiguity or confusion 
τ if, for example, the car ahead of the driver slams on its brakes τ the 
brain flashes an error signalΧ 

click to read how Using the SCARF Model can help you lead 
more effectively... 
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