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Chapter One: Introduction
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1.1 What Does a Manager Do?

This book tries to reflect some of the complexities in-
herent in the manager s job. But just what do managers
do? How do they spend their time? What makes the job so
difficult?

1.1.1  Interpersonal Functions (Building Relationships)

The thing to note is that managers interact with a great
number of people. Because they have been assigned a
managerial position, they automatically are expected to
form relationships in many directions: with those who work
directly for them, with their boss, with others in compara-
ble positions in the organization {peers), and with a variety
_of outsiders, such as customers, competitors. Every man-
ager is in a boundary position between the unit he or she
supervises and other parts of the organization. In that posi-
tion the manager is a symbol of the unit as well as the one

EEBZHEARITH



ultimately responsible for inspiring or leading the unit’ s

members to high performance.
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1.1.2 Informational Functions (Giving and Receiving In-
formation)

Relationships with others are needed for the manager
to acquire information for sensible action. The manager
must know what is going on inside and outside the organi-
zation. Most managers find that the best sources of cur-
rent, useful information are through face-to-face or phone
conversations. This kind of information requires careful in-
terpretation, since others may be reluctant (or unable) to
say exactly what they mean. Thus, the relationships, which
managers automatically form as a result of their position,
need to be open and mutually satisfying for acquiring timely
information and for passing that information on to others
who need it.

i i

informational functions 12 & 3/ &
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1.1.3  Decisional Functions (Making Decisions)
The information is needed for the manager to make ap-
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propriate decisions. Managers have to decide how available
resources —money, people, materials, and time —will be
distributed throughout the unit being managed. Even more
important, the manager must be a source of, and support
to, new ideas, projects, methods, and opportunities. The
effective manager cannot wait for innovation but must take
the lead in insuring it.

Another important set of decision-making activities aris-
es from problems that others in the organization can’ t
solve. Whether the problem is deciding what to do about a
large canceled order or settling a dispute between two other
managers who disagree about the potential for producing a
new product, managers are frequently called on to handle
disturbances or deviations from the usual routine.

( 15
decisional functions # % o 68
decistons HE., EAIMR I NERFEPHERE

innovation ¥ ¥

Finally, managers must often serve as negotiators on
behalf of their crganization. If they are managers of a unit,
they must try to persuade higher management to approve
their budget request so they may acquire what they believe
to be sufficient resources. They may have to negotiate
salaries or working conditions with individual or groups of
employees, contracts with important customers, and the
like. |
,( f 2.
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