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PREFACE

The soft stuff is always harder than the hard stuff.

—Roger Enrico, Vice Chairman, Pepsico

As you start reading this book, I hope you are prepared to keep an open 
mind and are willing to try some new approaches to your daily life.

My name is Dave Hendricksen, and I have the privilege of being a software 
architect for Thomson Reuters, where the focus of my work is on producing 
intelligent legal information. This includes everything from data capture to 
data display of legislative, regulatory, and intellectual property materials on 
Westlaw.com. I have been married for 22 years to a beautiful lady. We have 
two great kids, one cat, one dog, and a koi pond.

As a technology person, I have always considered myself to be slightly dif-
ferent from the rest of the “normal” world. Thinking analytically, focusing 
on problem solving, building things, and gaming for hours on end all come 
quite naturally to me. I love to learn new things. For me, going to school has 
always been great fun; I have a bachelor’s degree in math and Bible and two 
master’s degrees (one in computer science and one in the management of 
technology). 

I love to work hard and am willing to put in whatever amount of effort is 
needed to get a project done on time. I love to hear my boss say, “Great job, 
Dave.” Of course, my thinking would be this: Do great work, get promoted, 
and life is awesome—and to a degree, this has been true, at least up to the 
point where technology enters management. An invisible ether exists here 
that prevents a large number of talented individuals from moving up the 
organizational hierarchy and any further in their careers. This magical 
ether detects a lack of soft skills and quietly prevents these individuals from 
advancing to the next rungs of the ladder.

My goal for this book is to enable you to learn the essential soft skills that 
you will need to master as a software architect.
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This book assumes that you already have the requisite technical skills 
to become an architect; as such, it does not focus on these types of skills. 
Instead, this book focuses on 12 essential soft skills that are critical to the 
daily activities of being an architect. These are the skills that are typically 
the most challenging for people with technology backgrounds.

The 12 skills in this book are organized into three groups: relationship 
skills, personal skills, and business skills. These classifications are based on 
the notion of relative priority; that is, if you don’t have relationship skills, 
the other two areas don’t matter. You are not likely to be promoted to the 
position of architect or to stay in the role of architect for long if you do not 
relate to people and various parts of your organization well. Similarly, if you 
don’t have the necessary personal skills, business skills will not be deemed 
as important. In the end, all of these areas are important, but from a priori-
tization perspective, if you don’t have the foundation skills of relationships 
mastered first, working on business skills will not have the impact that you 
are likely looking for.

I view this as a pyramid of skills, which is depicted in Figure Pref-1.

Essential Architect Skills

Business Skills
Pragmatism Vision

Business Knowledge Innovation

Personal Skills
Context Switching

Transparency Passion

Relationship Skills
Leadership Politics

Gracious Behavior Communication Negotiation

Technical Skills
(assumed)

Figure Pref-1  Essential architect skills
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I hope you enjoy reading this book and learn some new things that will 
enable you to become an architect, improve your skills as an architect, or 
better understand the nature and role of an architect. If you have any ques-
tions or comments, feel free to email me at dave@hendricksen.org.

Have great day!

Dave
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PART I

RELATIONSHIP SKILLS

Technology does not run an enterprise; relationships do.

—Patricia Fripp

The most important single ingredient in the formula of success is 
knowing how to get along with people.

—Theodore Roosevelt, U.S. President

I am convinced that nothing we do is more important than hiring 
and developing people. At the end of the day you bet on people, not on 
strategies.

—Larry Bossidy, CEO of Allied Signal

If you wish to make a man your enemy, tell him simply, “You are 
wrong.” This method works every time.

—Henry C. Link

The real art of conversation is not only to say the right thing in the right 
place, but to leave unsaid the wrong thing at the tempting moment.

—Lady Dorothy Nevill, English Writer

This first part of the book focuses on the five essential relationship skills for 
an architect. Specifically, Chapters 1 through 5 focus on principles, strate-
gies, and other areas such as interacting with executives that will help you 
become more effective in managing your architectural relationships:

 � Chapter 1: Gracious Behavior. Your ability to be gracious with oth-
ers in all circumstances.

 � Chapter 2: Communication. Your ability to effectively interact with 
others.

 � Chapter 3: Negotiation. Your ability to get things done.
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 � Chapter 4: Leadership. Your ability to influence what and how 
things get done.

 � Chapter 5: Politics. Your ability to interact in a political 
marketplace.

Relationship skills are the foundational layer of the soft skills needed to be 
an architect (see Figure P1-1).

Essential Architect Skills

Business Skills
Pragmatism Vision

Business Knowledge Innovation

Personal Skills
Context Switching

Transparency Passion

Relationship Skills
Leadership Politics

Gracious Behavior Communication Negotiation

Technical Skills
(assumed)

Figure P1-1  Essential architect skills: relationship skills
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Chapter 1

GRACIOUS BEHAVIOR

Behavior is a mirror in which every one displays his own image.

—Johann Wolfgang von Goethe

The true test of character is not how much we know how to do, but 
how we behave when we don’t know what to do.

—John W. Holt, Jr.

Act the way you’d like to be and soon you’ll be the way you act.

—George W. Crane

Working as an architect requires you to interact with a wide range of indi-
viduals throughout an organization. To be truly successful in this position, 
you need the best ideas and thoughts from everyone you encounter. One of 
the best ways to engage everyone (even those people whom you don’t agree 
with or even necessarily get along with) is to be gracious and professional in 
all circumstances.

Gracious behavior is a strong tenant of FIRST Robotics (an organization 
that is dedicated to inspiring young people to become science and technol-
ogy leaders). Gracious behavior is the notion of doing one’s work both gra-
ciously and professionally.

This chapter unveils one of the key essential soft skills needed by a software 
architect—being gracious in all circumstances.

HOW WOULD OTHERS DESCRIBE YOU?
If I were to run into some people who know you (your neighbors, coworkers, 
family, and so on), how would they describe you?

 � Would they say you are hard-working?
 � Would they say you have integrity?
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 � Would they say you are gracious?
 � Or would they go into a long list of soft-skill challenges, all con-

firming that you are, well, a typical technical person—great in the 
technical arena, but not so much when it comes to soft skills?

THE TECHNICAL CEILING

One of the challenges that the very best technology folks (the gurus—the 
ones you go to when you have a difficult problem that must be solved and 
solved right) often have is that they are often a complete pain to deal with. 
Their approach and means of interacting are completely focused on correct-
ness to the minutest detail. Does this description sound familiar?

Often, you can barely get through a conversation without these individuals 
issuing a play-by-play analysis of the minor variations of incorrectness being 
conveyed. By the time you are done explaining the problem, you are tired.

When they come back and the problem is solved with an elegant solution, 
the customer is thrilled. But the next time you need to ask them to do some-
thing, you always weigh the personal costs you need to endure to get the 
solution. You think to yourself, “Is it truly worth it?”

When review time rolls around, these technology mavens receive stellar 
comments about the great work they have done. The feedback about their 
poor soft skills is usually overlooked or perhaps mentioned as a small com-
ment. Year after year, reinforcement is given that the way they approach 
their work is excellent. Unfortunately, the technical barrier to their advance-
ment within the organization is often growing thicker.

As time progresses and an individual in this situation seeks a promotion, he 
or she faces several challenges. One key challenge is that senior management 
does not care to be critiqued by someone located below them on the orga-
nization chart. As a consequence, the managers and directors between this 
individual and the executive are unlikely to want to be associated with the 
negative repercussions of exposing this person to an executive.

The problem for the technology person—who is clearly talented—is that he 
or she needs an executive sponsor to move up in the organization. If the 
manager or director decides to take a chance and bring the “talented” indi-
vidual to a meeting and the executive gets “roasted,” the executive’s first 
impression of the person will be negative; it will take years for that person to 
overcome the first bad impression, and the manager will be really sorry that 


