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Introduction: The psychology Service relations is defined by
the ability of managers to influe aployees (subordinates) to obtain
maximum efficiency and maximum socio-human satisfaction, by coordination
of group efforts, organization and guidance it. The leader of a pharmaceutical
enterprise is, in essence, the binder, the catalyst, the driving force for change,
coordination and control of the pharmaceutical enterprise.
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The leader’s style

Altruistic

Elusive

Autocrat

Hesitatant

Promoter

Bureaucrat

Accomplisher

The characteristic depending on interpersonal
relationships
Maintaining cordial relationships, neglecting results and
efficiency.
No interest in efficiency, human relationships, results.

He gives importance to the performance of tasks,
neglecting human relationships.

He takes decisions only under the pressure of facts,
emergencies, a follower of compromises.

He trusts everyone, stimulates and develops human
relationships, creates a favorable work climate,
encourages collaboration.

He is not interested in his work or in his relationships
with those around him. He respects the rules,
considering them dogmas.

He considers that the leader has the role to organize the
activity of the collaborators as well as possible.
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the ability to guide
people

* Inspire confidence

and have confidence
in themselves

* have sufficient

experience

* they make people feel

stronger around them .

* they spend more time

planning

* determines the

increase of
productivity by
motivating employees

* insensibility to others and

intimidating character

* coldness, distancing and arrogance

* Exaggerated ambition the

determination to reach the top at
any cost

* inability to think broadly or

strategically

excessive dependence on the boss
or mentor

* inability to select and develop

employees

 failure to solve specific

performance issues

Conclusions: The activity and the way the manager works are decisive, the managerial
abilities of the manager, the success 1n the relations with the subordinates determines the
results of the team that he leads and represents an efficient tool towards the success of

the pharmaceutical enterprise.




