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by Guido Quelle

Caution is called for here, because the real value of a CEO
doesn’t consist in making decisions that others would
be better qualified to make. It isn’t in pushing through
senseless compliance regulations within the company,
and it certainly isn’t in focusing on day-to-day business.
The real value of a good CEO lies in thinking things out,
in expanding the company’s horizons and ensuring that
it ventures into new areas. In order for this to happen,
they need to get the top management on board to avoid
“not invented here” situations, but, above all, they need
to invest time.

If you get the feeling that you’re being controlled, bear in
mind that you are the one who allows it to happen. There are no actual constraints; we impose our own constraints. If the CEO can’t control their own schedule, then
who can? You create value when you develop the business, when you discover new talent and make sure that
it is encouraged, when you spot business opportunities
and sound them out, when you bring together your top
team and work with them to develop a binding strategy
and accompanying actions.
Set yourself free from the ever-increasing control mania, ignore pointless invitations to meetings, remove appointments from your schedule, discuss with your assistants what is really important, and make sure that you
waste your most productive time on unimportant tasks.
Once you do, you will already have taken a big step. Start
today.
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I am—not just in principle, but also through my work
with several dozen managers, board members and entrepreneurs—convinced that the degree of autonomy, pow-

er over the appointment book and freedom to act can be
dramatically increased for virtually any CEO. You have
to take part in a routine meeting? Why? The first question after, “Is a meeting necessary?” is, “Do I have to attend?” The answer is, often enough, “No.” Does the appointment book have to be so full, usually with no real
breaks to let you catch your breath? No.
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Apart from hearing time and time again that CEOs, in
particular, often spend up to 40 percent of their time protecting their own position—because once again someone
is boycotting, torpedoing or simply rejecting an initiative, or because someone wants their job, or because someone just wants to cause trouble—I also repeatedly hear
from CEOs that they are externally controlled. Schedules
fill up rapidly and there’s hardly time to catch their breath, let alone think. Everyone wants something, and everything becomes important, because everyone knows:
The CEO only has time for the important matters.

Strategy & Leadership

The CEO—Autonomous or
Externally Controlled?
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I regularly come across chaos in organizations at the senior management level, caused not by sloppiness or reluctance, but by lack of discipline. How can we take to
heart all the rules listed above—and those are just a few
of the things expected in self-management—when we
are used to “freestyle” organization? The comprehensive program of change may look good on paper, but
has its limitations when it comes to implementation; the

Is that asking too much? I don’t know. What I do know is
that “a little self-management” doesn’t work. The measures that you accept as being right for you have to be consistently practiced. That’s why I advocate making changes one at a time. Only when managers have experienced
the effort required to take a step towards self-management will they have the sensitivity necessary for dealing
with employees.
Let’s go back to the title: Is there a link between self-management and corporate growth? I can’t scientifically
prove it, but in my consultancy work and from experience with several hundred businesses and thousands of
managers, I have observed that good self-management
almost always has a positive effect from both a qualitative and a quantitative point of view.
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Employees are constantly reminded to stick to these rules. But success often remains elusive. The real question
has to be: How do the bosses behave? How do those who
make these rules act? Do they abide by the rules themselves? Or more precisely: Do YOU abide by them?

change from chaos to focused self-management can’t
be brought about with knowledge alone. Action is needed, too. This is where we see acceptance and a resulting
change in behavior: If we want to improve self-management, we need to change our habits. You can’t do just a
bit more self-management. You can’t time-manage a little. And you can’t act one way today and another way tomorrow—at least not if you work with others. If you want
to improve your self-management, you need knowledge,
understanding, action and perseverance. Life won’t be
the same again.
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If you can’t manage yourself, you shouldn’t be allowed to manage others. How often are the fundamentals of self-management, which we are now all familiar
with, brought up in discussions? The list is long: only
do A tasks in the A time; introduce “quiet hours” and
stick to them; don’t over-plan your day; include buffers, and allow time between appointments just in case;
make time and space for strategic topics and don’t set
your email account to automatically receive mails, especially not with alerts; only have meetings when absolutely necessary, and think about having them standing up
so that no one gets too comfortable; be prepared… Do
you need any more?

Strategy & Leadership

Self-management and
Corporate Growth—Is There a
Link?

1. Meetings
oo Even the most senior participant is on time. The organizer starts the meeting punctually (one of my clients, the chairman of the board of a large company,
once locked the meeting room of a large hotel, leaving latecomers outside to stew for a while—very therapeutic!)
oo Everyone, including the CEO, keeps to the agreedupon meeting rules: Smartphones turned off, no files
brought along, etc.

oo Contractors: You must be available to the project manager for briefings and decisions that can’t be made
at a project level; otherwise you are a bad contractor.
4. Communication
oo Be concise, even if this means thinking things
through a bit longer. It keeps the communication
process short.
oo E-mails are a great medium, but not suitable for discussions.
oo Phone calls, like meetings, need planning: What is
the goal?
oo If you work in international project teams, keep improving your language skills. It’s astounding the misunderstandings that occur in projects because of an
inability to communicate.

oo Goals are agreed on before the start of every meeting.

2. Time discipline
oo Do not disturb if the door is closed. If the door is
open, disturbances are not only allowed, but also
welcome.
oo No interruptions in the quiet hour (if it has been introduced). This applies for employees and not just for
management
oo No “back-to-back” appointments. We’ve seen the
way doctors’ appointments get later and later as the
day goes on.

5. Fundamentals
oo Leave things out. If you attend regular meetings where your presence isn’t really needed, start only going
to those where you are important. Or only go every
two or three months.
oo Only expect of others what you are able to do yourself. If you don’t, your employees will not only not
do what you expect of them, you will gradually lose
credibility, and they will do their own thing.
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oo Meetings end as punctually as they start.
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Here are some suggestions that set an immediate example and have a direct or indirect effect on corporate
growth:

oo Sub-project managers: When it comes to work packages, less is more. But: Work packages have to be
sufficiently concrete.

Strategy & Leadership

Maybe the start in the New Year will give you the chance to exchange ideas on some of the aspects of self-management with your team, and take two or three specific measures to become more effective. The rewards are
obvious: real, mutual progress towards personal growth.
That’s what I call an incentive.

oo Talk regularly with your team about self-management—it really raises awareness.

oo Include time buffers for the unexpected.
3. Projects
oo Don’t permit any project that doesn’t make a clear
contribution to corporate growth, unless it’s a legal
requirement.
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oo Project managers: When it comes to sub-projects, less
is more.
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Professor Dr. Guido Quelle, “The Growth Driver,” is one
of the rare people worldwide who focuses on creating
profitable and sustainable growth as an entrepreneur,
consultant, author and speaker for more than 20 years.
His clients are active CEOs, general managers, senior executives, and entrepreneurs who are committed to consistent growth. With his consulting firm, Mandat GmbH of
Dortmund, Germany, he successfully conducted more
than 350 projects with 120+ renowned private and listed
companies. More than 5,000 people were involved just in
those projects that he himself managed. Prof. Quelle is
always in demand when companies are seeking the support that will enable them to continue on a course of sustained profitable growth.

Strategy & Leadership

Content
oo Innovations as Motors of Growth
oo Is Your Organization Ready for Growth?
oo Conceptual Expertise of Marketing
oo The Growth-Driving Sales
oo R&D as an Innovation Plattform
oo How Strategic is Your Purchasing Department?
oo The Role of Support Departments in the Growth Process
oo Non-Profit Organizations
oo The Most Effective Strategies for Blocking Growth
oo The Motor of Growth

Author
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Almost every company wants to grow—at least officially.
Shareholders are demanding further growth and no management team would deny that the growth of their
company is one of the top issues they are working on
every single day. However, there are barriers to growth,
and these are not only external barriers. Most often it is
not the economy, not the market and not the customer
who just “hasn’t got it.” The main barriers can be discovered inside every company, because growth always
comes from within. If the organization is not ready to
grow, initiatives to increase market share, to enter new
markets, and/or to increase profitability are destined to
fail. This book systematically addresses the main internal
barriers to growth and provides practical guidance not
only for discovering these barriers, but to systematically
overcoming them.
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Profitable Growth—Release Internal Growth
Brakes and Bring Your Company to the Next Level

Get your personal copy at amazon.com:
www.amazon.com/Profitable-GrowthInternal-Management-Professionals/
dp/3642327869
Imprint

www.springer.com

oo Springer 2012
oo 184 Pages
oo ISBN 978-3-6423-2786-5

“The nuance that distinguishes this book is the orientation that growth is measured, planned, and pursued in an orderly fashion, never growth for growth‘s sake. Guido wisely takes the reader through a strategic
approach which leads to intelligent tactics, not a frenzied tactical charge that undermines strategy.“
Alan Weiss, PhD, President Summit Consulting Group, Inc., Author Million Dollar Consulting and The Consulting Bible

© 2013
2014 Mandat Managementberatung GmbH,
GmbH Emil-Figge-Straße 80, 44227 Dortmund, info@mandat-group.com Mandat Growthletter®, No. 85, January 2014

׀

5

Editor Mandat Growthletter®:

Copyright Notice Pictures:

Mandat
Managementberatung GmbH
Emil-Figge-Straße 80
44227 Dortmund
Germany
Phone: +49 231 9742-390
Fax: +49 231 9742-389
info@mandat.de
www.mandat.de

Prof. Dr. Guido Quelle
guido.quelle@mandat-group.com

www.fotolia.com
© Title: jarous
© p. 2: MAXFX,
Karin Hildebrand Lau
© p. 3: haveseen,
Karin Hildebrand Lau
© p. 5: Karin Hildebrand Lau
© p. 5, 6: Mandat
(Prof. Dr. Guido Quelle)

Mandat Consulting Group
Level 17, Dashwood House
69 Old Broad Street
London EC2M 1QS
United Kingdom
Phone: +44 207 256 4257
info@mandat-group.com
www.mandat-group.com
New York:
Mandat Consulting Group
The Seagram Building
375 Park Avenue, Suite 2607
New York, NY 10152
United States of America
Phone: +1 212 634 7466
info@mandat-group.com
www.mandat-group.com

Nadine Müller
nadine.mueller@mandat-group.com
Copyrights:
All content and functionality in this
newsletter, including text, graphics,
logos, icons, and images and the
selection and arrangement thereof, is
the exclusive property of Mandat or
its licensors and is protected by international copyright laws. All rights
not expressly granted are reserved.
Legal Disclaimer:
Mandat Managementberatung
GmbH shall not be held responsible
for the contents of a page accessed
via such a link. Mandat Managementberatung GmbH reserves the
right to amend or supplement the
information supplied without prior
notice.

Book Information

London:

Assistance Mandat Growthletter®:

Strategy & Leadership

Dortmund:

CEO-TIPP

Imprint

Managing Partner:
Prof. Dr. Guido Quelle
Commercial Register:
District Court of Dortmund HRB 8803

Imprint

VAT NO.:
DE 124727551

© 2014 Mandat Managementberatung GmbH

