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Research management for  Postdocs

A two-day practical Training Course

Including home work in between

Friday 3 & 17 September 2010

This two days training course focuses on different aspects of research management such as: time management, project management, negotiating, and giving feedback.

This is an intensive two days course, with a strong focus on practical exercises; you will learn by carrying out assignments and applying the experience you have acquired to your own work situation. Small homework assignments will be set during the course. 

You are required to attend all parts of the programme.

The training course will be given by Jeanine de Bruin, trainer with ‘Brigitte Hertz, trainings for scientists’ (well-known from the MolMed Get-out-of-your-lab Days).

Time management

Time management has been one of the most difficult aspects of research, especially for young scientists. Since there are no objective criteria for a day well spent or clear instructions on how to manage a 4-year dissertation, or a two year research project, many scientists have trouble deciding how much work to do at which moment. Because many of the activities are complex and new to them, there might also be the tendency to postpone the more difficult and not-well-defined tasks. In this part of the training we will discuss 3 models of efficient planning, focus on priorities and practise week planning.

Project management

Doing postdoc research is complicated; it requires a lot from you as a starting researcher. On top of that your post doc research has to be finished within a limited amount of time while you might have other obligations such as teaching or writing grant proposals as well. We will discuss that, no matter how complex and unique this research, it can be planned with the help of the rules of project management. We especially developed a special planning system which makes the planning of scientific research easier and more fun. 

Negotiation 

Different people have different objectives and they try to overcome these differences through negotiation. This occurs everywhere, also in academia. The question always seems to be whether the negotiation should be soft or hard. The hard negotiator wants to win, turns the negotiation into a competition, invites hard responses to his hard actions and ends up in a deadlock. If this type of negotiator wins the argument, he may lose a valuable relationship. The soft negotiator avoids personal conflict; he makes concessions to maintain the relationship, but in the end feels unsatisfied with the results achieved. 

In this training we will look at both relations and results. Different strategies will be explored as well as communication styles. Participants will practise their negotiating skills in a real life case, developed for scientists.

Giving feedback
Giving feedback is an important core skill when supervising someone.

The list of do’s and don’ts is short enough for everyone to learn by heart. To put these rules into practise however is much more complicated. In our training we teach the correct ways of giving feedback and the participants will practise giving feedback on specific behaviour of their students in an official evaluation (e.g. a yearly assessment).

	Program, 3 & 17 September 2010, Erasmus MC



	First day,  location: Room 12, Ce-Building, 2nd Floor

	Time
	Topics

	9.30-9.40
	Introduction

	9.40-12.30
	Time management

	12.30-13.30 
	Lunch (in room Ae-4.06!)

	13.30-17.00
	Negotiating 

	
	

	During the weeks
	Home work: try an action in real life

	
	Complete time management forms during a week

	
	Observation assigment for feedback

	Second day,  location:  Room 12, Ce-Building, 2nd Floor

	Time
	Topics

	9.30-10.30
	Evaluating home work

	10.30-12.30
	Giving Feedback

	12.30-13.30 
	Lunch (in room Ae-4.06!)

	13.30-17.00
	Project management


Priority rules for attending
We give priority to participants from MolMed or from MGC who are from the Erasmus. Other participants will be placed under the condition that there is enough place, and will be informed beforehand whether they have a place or not. When we get more participants on the waiting list, the course will be repeated on a short term.

There is place for 12 participants.
Attendance fees

The registration fee of non-commercial participants for the course is € 250,00. All participants from the research schools MolMed and/or MGC from Erasmus MC get a discount of 100% and pay €0. 

Invoice

Fees can be paid upon an INVOICE. Shortly after your registration you will receive the INVOICE per mail. Payment per bank can be done on account: 43.47.01.408 / Erasmus MC, (IBAN code bank: NL86ANBA0434701408; SWIFT code bank: ABNANL2A), together with the number on your INVOICE.

Late participants can also pay in cash upon signing in for the Course.

Cancellations

The fees are for all the days of the Course. Partaking only in part of the Course is not allowed. Our cancellation policy is that cancellation is possible up to one week before the start of the Course. Later cancellation will not be accepted, but you are allowed to send a substitute.

Important! Fine System when absent

The board and the educational committee of the MolMed School have decided about a new system of fines when a participant fails to show up for a course. This Fine System will only be for expensive courses with limited places and given by an external, expensive teacher.

New Fine System: Regulations

If a participant does not show up for a course without notifying at least one week before the course starts that he or she cannot come, the school will fine him or her for the full price of the course as stated in the program. A substitute from the same target group will always be admitted, in which case no fine will be imposed.

This fine will not be imposed in case of circumstances beyond one’s control. In a debate about this, the opinion of the Managing Director of the MolMed School will be decisive.
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