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Basing decisions on rational choices is sometimes very difficult, especially when
some of the pertinent parameters are unclear. Normally all pros and cons
have already been evaluated extensively but there appears to be no satisfacto-
ry solution for the problem at hand. In such cases intuitive analysis and deci-
sion making methods provide excellent solutions. Additionally, intuitive
methods can help to expand the focus on a rational solution in seemingly ob-
vious situations and can thus help to optimize the chosen strategy. Often you
will also find an alternative approach not previously considered that is actually
more conducive to achieving the established goal. These methods are suitable
to all facets of a company, be it in human resources administration and man-
agement, analysis of production problems, labor negotiations, sales and mar-
keting on in general strategic planning or tactical considerations.

Beyond the area of problem analysis intuitive methods have enormous po-
tential to improve your personal development, be it in the area of overcom-
ing a weakness, calming your nerves, achieving equanimity in conflict situa-
tions, modify sub-optimal behavior patterns or increasing self confidence.
These techniques are applicable on short notice.

The combination of my background in economics (graduate degree in busi-
ness administration and economics) and multi-year experience in applying
intuitive methods in daily project work will enable you to role-play through
various business scenarios with greater ease and efficiency and to evaluate
them unerringly.

Seminars for Multiple Participants

The methods taught in my seminar are both understandable and replicable.
The seminar imparts practical methods for intuitive problem analysis and deci-
sion making to all attendees. It will enable each participant to make the right
decision with much greater ease. Upon request, we can also address real-time
problem situations attendees currently face.

The main focus of the seminar is on communicating the techniques, especial-
ly the active implementation of the newly acquired knowledge. The at-
tendees obtain a summary as lecture notes and, of course, we respond indi-
vidually to the interests of the group.

Coaching & Consulting

In a customized one-on-one consultation, we jointly analyze the current sit-
uation and then identify suitable options for a resolution. Upon request, |
will share my knowledge of replicable techniques the client may then use on
his or her own.

Projects & Implementation

When it comes to implementation of solutions, | will gladly support you in the
organizational sequencing of action steps, providing both practical knowledge
and intuitive.

Languages

All services are available in English and German.
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LEARN HOW ...

+

to make quick and reliable long-
sighted decisions even when the
surrounding, outstanding pa-
rameters are unclear.

to expanded your focus and to
discover alternative solution
and strategies.

to develop a good solution in
apparently insolvable situations.
to easily find win-win solutions for
the satisfaction of all parties.

to uncover a potential for con-

flict at an early stage and to
trust your instincts.

to ascertain the negotiating po-
sition of the other parties.

CONTACT

Heiko Kieser
Peter-Dorfler-Str. 1
D-86672 Thierhaupten
Germany

Phone +49 8271 / 802 456
Fax +49 8271 /802 457

E-mail info@HeikoKieser.de
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What is the difference between us and well-known approaches in strategic
management and business consulting?

With our intuitive, consciousness-raising methods, we go far beyond known
rational optimization approaches to enable an explosive leap in develop-
ment of the company and its employees.

By combining rational, business know-how with intuitive, mind-expanding
methods, we achieve:

= Factor 10+ faster solutions

= Higher quality and more accurate evaluations
= Change of perspective for the "big picture"

= Win-win solutions for all parties involved

= Decisions checked for success in advance (!)

= Explosive leaps in personal development

Our system for intuitive problem analysis and empathic conflict manage-
ment is used internationally and greatly increases the opportunities for
team and change management. In sum, this saves time and money, and also
immensely increases the acceptance of the solutions among stakeholders.

Our Service

| Consulting & Coact [ E—

= |Intuitive decision-making
= Genuine management

= L eading with Ki

= Organisat. constellations
= Geomancy in the office

= 4 colours model

= Self-awareness

= Consciousness raising

= Conflict resolution

= Personality development
= Work-Life-Balance

= Problem analysis & solutions
in business (strategy, leader-
ship, recruiting, organizational
chart, etc.)

= Process optimization

= Change management

= Business development

= Business transformation

® usiness rescue

= Conflict management

= Personality development

To test the effectiveness of the methods concretely on your own example,
we can gladly arrange a free telephone appointment or video call, just as you
prefer. The topic can be of a private nature or originate from all business ar-
eas, e.g.:

= Purchase intention - Which product fits best in the long term?

= Investment - Does the project make sense?

= Personnel recruitment - Which applicant is suitable for the job?
= Personality development - How can | become better?

= Business decision - What happens with solution A/ B/ C?

= Conflict management - Why does it always escalate at the job??

Phone +49 8271 / 802 456
+49 8271 / 802 457

Dipl. oec. Heiko Kieser
Peter-Dorfler-Str. 1 Fax
D-86672 Thierhaupten

Germany

DIPL. OEC. HEIKO KIESER

Diplom-Okonom
(Univ.) in empiri-
scher Soziologie
sowie Wirtschafts-
psychologie.

(g

Projektleiter,

Berater & Trainer mit eigenem Sys-
tem seit 2003, einschlieflich sys-
temischem Wissen, Kinesiologie
und Geomantie. Aikido-Lehrer.

Sprachen: deutsch, englisch

FIRST MEETING FOR FREE

The first meeting to get
to know the method by
phone or video call with
real, actionable solu-
tions to your question or problem
is free of charge! We provide full
information on the solution, with-
out sales phrases.

Please consider briefly a serious
problem or decision topic which
leaves you undecided and which
affects you yourself. We will then
work out the solution together in
about 30-45 minutes.

Afterwards, based on your new ex-
perience and your expanded per-
spective, you can decide on your
own which way to go. You will be
surprised.

Request your appointment now:

by e-mail info@HeikoKieser.de
or by phone +49 8271 802456

There are no further obligations for
you.

E-mail: info@HeikoKieser.de
Internet: www.HeikoKieser.de
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Problem Analysis

In a subsidiary of a large medium-sized company, there were permanent
problems with the production. The holding company therefore decided to
provide the employees of the branch with extensive training in machine oper-
ation, maintenance and quality assurance. Unfortunately, despite high ex-
penditures, the measure had only a marginal effect. The actual problems were
still present. The situation was now analyzed by an organizational constella-
tion. Since, in principle, everything seemed to be in order on the part of the
machines and their operators, the search for the cause was extended to the
managerial staff. This group of people was always protected out of loyalty of
the employees and the lower management and was never up for debate.
However, the emerging silence of the attending executives already showed
what the constellation was to produce in detail: an unspoken rivalry between
two division managers made it difficult for cooperation in the branch to pro-
gress. The solution therefore was to resolve the conflict in the management;
the expensive employee training on machine operation had unfortunately
been tackled on the wrong side. The next step was to suggest techniques that
would gently resolve the situation while preserving the integrity of those in-
volved, creating a win-win situation for all parties.

Strategic Decision

A company was to enter into cooperation with a government agency. The task
was to find an interested person on the government side who would drive the
cooperation and thus the project forward with real interest. The appropriate
authorities were rationally limited to a few, the result was checked intuitively
and the "right" authority was explored. Interestingly, the result still did not
feel 100% coherent; something seemed to be missing. The second pass then
revealed that the authority was the right one, but not the person who was the
contact person behind the authority. Rather, it showed that my client should
contact the deputy of the main person in charge. At the authority, the lady at
the reception was visibly surprised that my client did not want to speak to the
main person in charge but to his deputy. She was convinced that there was no
other person at her office covering this area. It was only when she was asked
again whether she could spontaneously name an alternative that she thought
of another person who might be touching on such topics on the sidelines. At
the first meeting, it became clear that precisely that employee had a personal
interest in the cooperation, since the topic complemented one of his own top-
ics excellently. The foundation for the cooperation was laid.

Overcoming Personal Limits

A musical performer came to me with the need for personal development.
There were certain limits in singing and expression that seemed almost im-
possible to overcome through regular practice. The conversation revealed
family-related blockages and an inhibiting self-assessment that did not allow
her to develop freely in her entire personality.
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WHAT CAN THE INTUITIVE METHODS DO
FOR YOU?

+

Human resource management:
Find significantly unerringly the
suitable employee for a given
job, who will stay motivated for
a longer period and choose ap-
propriate steps for the human
resources development of your
personnel.

Project management: Solve
your conflicts and problems
quickly for the satisfaction of all
involved parties and learn to es-
tablish win-win situations much
more easier.

Production: Analyse persevera-
tive problems and find a sus-
tainable solution also with only
seeming rational reasons.

Sales: Ascertain the real needs
of your customers, to increase
your sales with more individual
packages.

Marketing: Test reliably the ef-
fect of your advertisement be-
fore the publication and detect
the necessary prevailing mood
and artistic elements right at the
beginning in order to reach your
target audience unerringly.

Management: Optimize your
strategic planning and recover
so far unseen ideas for a better
market orientation.

Planung: Simulate the different
choices unerringly in your mind,
to avoid wrong decisions

Finance: Determine the risks of
upcoming invests exactly and
identify intuitively the right so-
lution.

E-mail: info@HeikoKieser.de
Internet: www.HeikoKieser.de
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With a few exercises from kinesiology and well-directed individual discussions,

the personal expression as well as the clarity of the voice could be significantly CONTINUATION

improved to the delight of the audience and other participants. + Negotiating strategy: Uncover
the optimal strategy in advance

Stage-Fright and find hidden information to

A personal trainer turned to me with the request to work on his stage-fright. strengthen your own negotiat-

Although he was absolutely sure of the content of his topics due to his many ing position.

years of experience, generally had a pleasant demeanor and his customers + Development: Find noval, crea-

were always enthusiastic, he nevertheless tended to have enormous high in- tive solutions and save time by

ner tension during presentations in front of a large audience days beforehand. using heuristic techniques.

As far as possible, he therefore avoided such events in advance.

In the conversation it turned out that the cause was the inner conviction that
he must not make any single mistake, everything must be 200% perfect. With
this awareness, the situation was transformed. In a few sessions, this convic-
tion was solved with various intuitive methods and he was also taught tech-
niques for composure and quick self-strengthening, so that he now ap-
proached presentations in front of large audiences with positive expectation.

+ Events: Improve your own pres-
ence and self-assured behaviour
in public events.

+ Personality: Live detemined
equanimity out of your inner-
most being also in difficult situa-
tions.

Lack of Concentration + Assessment Center: Find out in
advance those points that are

When an established flower store was up for sale due to retirement, a florist :
important to your counterpart.

realized his dream of his own shop after years of assisting. His inventiveness,
business acumen and solid work suggested him to work independently in his
own salesrooms. He enjoyed remodeling the stores according to his ideas. His business was good. With the time how-
ever he had the feeling of permanent fatigue, his former motivation gave way to listlessness. The employees seemed
to become more and more unreliable, and little by little the turnover also dropped.

The analysis of the situation showed that in favor of the architectural optimization of the sales area, the workplaces of
the employees were moved to a corner with a poorer view, which in time affected their mood and health. Also his
own workplace was geomantically located on an extremely negative place, which robbed him more of his energy day
by day. The other changes, especially at the entrance, kept the customers energetically in the small outside area ra-
ther than inviting them to explore the store. A fundamental change of the workplaces as well as the entrance was
therefore absolutely necessary to maintain a positive, motivating working atmosphere.

Such an unfavorable redesign of the business premises for reopening, as in the above case, naturally also raises the
question of whether the owner unconsciously worked towards the poorer space situation when making his decisions.
This can be the case, for example, if success is unconsciously associated negatively. Therefore, the unconscious
thought structures of the owner must always be included in the solution.

Accumulated Irritation

A long-time employee of a large financial service provider asked me for help. He was successful, popular with the cus-
tomers and his workplace gave him joy despite hard work. In his direct environment, however, there was one employ-
ee who was apparently allowed to violate all the company's customs with impunity. Despite inappropriate behavior,
poor sales figures and a lack of motivation to work, he remained untouched by management and even received a
higher salary due to his seniority. On some days the situation seemed particularly grotesque, he was even praised pub-
licly by the site management for things that were taken for granted by the rest of the staff.

On the day the client visited me, he was facing a major company meeting to review the current site situation and plan
future strategies. The pent-up anger about his colleagues was written on his face. The situation had already escalated
to such an extent that he suffered from stomach pain in the morning before driving to work, which became more se-
vere as he got closer to the office. Further toleration of the situation seemed impossible. Since he was offered an at-
tractive position, he even considered changing company, although it would have meant a significant increase in travel
time for him. So he asked himself how he should best behave. The rational solution seemed obvious: Leave the com-
pany, expose the employee's misconduct, or continue to tolerate the situation. Especially the latter seemed impossible.
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From the point of view of intuitive methods, the first question is why the client is so affected in the situation to such a
high degree that even physical complaints arise. In order to find a good solution, it is generally advantageous to have a
relaxed and serene attitude towards the situation. So we worked together to find out the reason for his explosive be-
havior. The analysis techniques led us to several similar situations in his life in which the client had the feeling of unfair
treatment. After resolving the blockages that resulted from the situations at that time and thus led to the overreaction
in the current situation, we played through the individual, rationally found solutions with the help of an intuitive simu-
lation game. The consequences of all approaches to the solution and, above all, the respective inner satisfaction of
each way became apparent.

I also informed him that another solution would probably present itself to him by the time of the meeting, which could
now emerge due to the inner serenity he had gained.

When he awoke the next morning, to his surprise, the stomach pain was no longer present. On the way to work, he
had developed joy again and his meeting was running to his complete satisfaction. Even the sight of his colleague
could hardly break his composure. So he even tore up the already written notice of termination. The ultimate solution,
to feel joy again at the workplace he actually loved, independent of his colleagues, seemed rationally unattainable at
first. With the intuitive methods, however, the client was able to change his inner attitude and perception in order to
gain the freedom to choose from really all options - even the seemingly impossible ones.

Technical Problems

A project manager of a video production had an interesting problem. The digital video editing had just got over the
beginnings and seemed to work stable. The project was progressing well, but by the end of the edit and the upcoming
release, the software began to have more and more technical problems. With the help of good technical expertise,
many attempts and a few updates, the problems could be resolved slowly but gradually.

Everything seemed perfect in the end, the editing was successful and the only thing missing was the creation of the
master DVD for duplication. The completion date was already behind schedule, and the purchaser politely asked sev-
eral times for a final date. But even in the final phase, the problems didn't seem to stop: when converting the video to
the DVD format (rendering), the computer regularly crashed in the last few minutes. Although such massive program
errors did not occur in comparable projects, all attempts to solve or circumvent the problem failed here.

In the face of adversity, the project manager asked whether intuitive methods could also be used to analyze technical
issues. So we first divided the problem into the technical components of end product, hardware, operating system,
editing program, output driver, and so on. Strangely enough, according to the picture in the organizational constella-
tion, all technical components seemed to be working absolutely flawlessly, only the video, i.e. the end product itself,
seemed to be stuck in its strike posture, without, however, having any relation to any of the other components. Sur-
prised by the situation, we added as additional components to the lineup all the people involved in the production,
and so after a short time it became apparent that an unresolved situation between the performer and the purchaser
was preventing the project from being completed.

As expected, the report met with a lack of understanding and rejection from the purchaser. The project manager was
thus faced with the unfavorable situation of having to bring a project to completion whose progress was not in his
hands.

An intuitive analysis suggested that the best solution was to wait for about four weeks and then try again to create the
DVD master. Maybe something would change in the cause during that period. All other solutions seemed to be just a
waste of time. To bridge the gap, it was explained to the team and the purchaser that they have to wait for the next
software update; the editing computer remained untouched until then. After the tested four weeks of waiting, there
was still no software update in sight. We tested again intuitively to see if anything had changed in the situation. The
answer was that we could expect a positive result in about one week. Consequently, the project manager started the
editing computer after the specified time. A minor operating system update was performing its task in the background
as he pressed the button to create the master DVD with rather subdued expectations. Even at the start, the calcula-
tions seemed to run a bit smoother and ... everything went through. The other people involved were also pleasantly
surprised by the result. The sale could begin.
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The Effect of the Imagination

For more than 15 years | have been teaching the Asian martial art Aikido, in which the relationship between relaxation
and tension in the right rhythm is extremely important. It gives me particular pleasure | manage to explain complex
movement sequences to a wide variety of people with clearly understandable explanations that are precisely tailored
to the situation.

So after a long time | researched alternative technical explanations and relevant comparisons from everyday life. Alt-
hough participants made good progress in their movement sequences, posture and timing, some quirks and problems
seemed to persist hardly. Even with focused practice, there were only small, short-term improvements, not funda-
mental, lasting ones. So | continued to expand my search for explanatory models.

In a particularly tough case, | intuitively applied a lesson from geomancy, the 4 elements theory, to the person. In
principle, the technical details were all familiar to her, but overall there was a lack of vibrancy and presence in the
movement. Therefore | offered her to metaphorically imagine the four elements earth, fire, water and air in a short,
guided meditation at a suitable place around the body and to let the required movement take place in this inner atti-
tude. The success was clearly visible. The person suddenly moved in a quality level that was far above his normal one,
with a presence that was equal to high-ranking masters. Not only | was surprised, but also the participants of the
course were amazed by the performance. At the following training session | decided to share the new insight with the
entire group and immediately got a clear increase in quality of the movements of the whole group, timidity and com-
posure were automatically averaged in a natural presence, correct intensity and precise composure. Finding the own
center, an idea whose importance is equally emphasized in all Asian methods, was now no longer an accidental conse-
quence of years of practice but an immediately reproducible process, especially for advanced practitioners.

Since then, the knowledge gained here about the imagination of the elements successfully incorporated into every
management seminar. The participants immediately get a more convincing appearance as well as deeper self-esteem
and can use these techniques additionally before difficult conversations or presentations for personal success. For art-
ists and performers, the above-mentioned method leads in particular to lively presence, optimized body tension, free
expression and clear certitude in the performances.
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