


Introduction to Handbooks about creative
management for own personal benefits

First of all I give a couple of statements and quote some top
managers and Directors within the GP-corporation. The spirit
of these mottos characterizes the contents in the trilogy The
Master of Science and also in this book Handbook for
ineffective persons. They also characterize the spirit that
ruled the ASEA/ABB corporation under the lead of Mr.
President Percy Barnevik!

Motto A :
The one who does not show results – he
is a liar!

Motto B :
The one who lets himself be exploited -

he MUST be exploited! He is a stupid
son of a bitch who has to give himself all
the blame!



Handbook for ineffective persons

This is a handbook that can be used by incompetent persons,
who want to give the impression to be clever and effective
and show some kind of results.

This often may be done using some other person making him
not seem clever and not letting him show results of his own.
This is a very common way mainly used by incompetent
managers, who are afraid of skilled personnel that may be
seen as a threat.



They also can be afraid of competent managers on other
departments that they have to work against and cause
problems for.

Incompetent persons often are jealous of competent persons,
and this handbook may be useful to strengthen their position
against the competence.





Handbook for ineffective persons
1. Axiom A : Lie about own results if it is not

possible to discover the opposite situation
1.1 This is the most common method

1.2) However it here is important to plant as much smoke
as possible in order to avoid discovery.



1.3) A good disorder may be useful in order to reduce the
risk of discovery.

1.4) You can blame the disorder upon too much work to be
done. But in spite of this heavy situation you anyway do your
best and succeed in showing results.

1.5) Create illogical systems for your binders and data
bases making it impossible for outsiders to find anything
important in them.

1.6) Never hand over papers, which show how you have
calculated the result. This may be checked afterwards by a
curious outsider making him aware of that you are a bluff.



1.7) A good idea is to show
handwritten diagrams without
scales on both the x-axis and
the y-axis. Such diagrams can
never be controlled
afterwards. But they may be
used as documents in order to
verify your lies and
statements.

1.8) Another way is to use
nice good looking Excel-diagrams that may give a reliable
impression, in spite of that they are complete lies.
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In a case like this
we are heading for

that
the core business

must be
developed

in a customer
perspective

In present market
situation

we will focus upon
that

a sharp management
attention

must be
prefered

with focus upon a win-
win scenario.

In a management
position

we aim at that market solutions
can be

managed
in a proactive spirit

In a short
perspective

we keep a straight
course that

human resources
must be
purified

with a potential of
sustainable

development

The Balderdash Generator by Lars Melin concerning
management (Source : Lars Melin book Corporate
Bullshit 2004) Rough translation by Anders Allander.

In other words. If you do not have anything at all to say
this is no obstacle.

Take whatever phrase from the first comumn and combine with whatever prase from the second column
and combine further with a phrase from the third and fourth column and finally with any phrase from the
fifth column. Then you can manage whatever discussion with the management team.

1.9) It is useful to complete your arguments with oral
difficult technical of economical arguments that nobody can
follow! But never hand over any written document. “In a case
like this we bring forward that a sharp management
attention must be optimzed in a win-win scenario.” Such
phrases may be generaed by using a matrix taken from the
Lars Medin book Corporate Bullshit. A rough translation is
shown below :

1.10) A very good way to argue is to use 3- or 4-letter
American abbreviations, that you can claim to verify the truth
in your lies. “”By using EBIT-optimation and a favorable
QFC can the WiP-potential connected to BCC be ratified
to better EPS by making TDD promote the developmet of
TDE within UK.”



1.11) Point 1.10 above works well if there are no intiated
person among the audience who can discover that it all is
illogical sheer nonsense.

1.12) If there are iniated persons among the audiene you must
anway have some logical connection to some obvious truth.
For example :. ”By higher margin of EBIT, better
Revenues and lower FITA also EAT is improved, which
together with reduced WiP can increase EPS.”

1.13) Send the questioning person to a collaborator, who does
not understand anything at a all of the subject to be treated.
This collaborator can not give any information at all and you
are safe. You get rid of the questioning person at the same
time as you give him the impression to be “helpful”.
Thereafter you never will find more time to treat the
interesting matter by yourself.

1.14) Apply to a good intriguing collaborator, who also
verifies the truth of your lies and statements.
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1.15) Also refer to illogical statistics from not declared
sources that you claim to verify tour lies and statements.

1.16) If somebody really want to know from where this
statistics comes just bring forward something like this :

Royal Institute fo External Human Resources of
Froadania!



1.16) Become aggressive, when somebody is questioning
your lies and statements. “Who are you that come here
causing problems? There are my words as manager that are
valid and nothing else! I have no time to listen to such
bullshit!”



Go further to axiom B if this is not sufficient :

2) Axiom B : Avoid the subject

2.1) Do not speak of own results at all. Instead talk about
current activities that never get finished.

2.2) As a not common exception talk about some activity that
has been finished, if such activities exist. Such finished
activities often are not too flattering and can not be
investigated more in detail. Tell instead in general words that
you have run several projects that all are finished.

2.3) Always talk about other persons missing results. You
here also can lie about claimed lack of results of other
persons.



Picture above : An incompetent manager tries to find
problems at the operation of his personnel. But he is in a
positive environment and has to use a microscope in order to
find some kind of problem.

2.4) Keep your arguments on ”a strategic general high level”
mixed with academic bullshit in general words without
demonstrate any connection to realty. You do not treat details
yourself as a high level manager!

2.5) See to that the mobile telephone (or the stationary
telephone) calls the whole time and disturbs and interrupts the
discussion and cuts it into small fragments. This also is a good
way to demonstrate how very busy you are and that the
questioning person has to be glad about that you have spent
your time upon him. If he anyway bring forward some sharp
questions explain that that the meeting now has to finish
because you have more important strategic matters to treat in
other locations. You here can use a loyal intriguing
collaborator, who has got this mission to disturb the whole
time.

2.6) If you have to talk about own reults you may be able to
show such a result – independent f how small t is.Only talk
about this little result. Forget all negative results you have
created!



Picture above . An incompetent manager creates almost
always problems and negasive results. De s surrounded by
problems. If somebody is questioning him ha must use a
microscope in order to show the only positive resul he has
generated – a little black + (plus).

2.7) Avoid the subject completely and act nice and positive
and laugh away all questions with jokes – if you have enough
creative intellect.

2.8) Talk about the weather mixed with some culture, that you
have studied a couple of hours before the meeting. It is a good
idea to in advance find out the interests of the questioning
person and study these subjects carefully and seem initiated.
In such a way you easily can get the person on your side and
lead him away from all your problems. Thereafter he has no
time left to ask difficult questions about your results and your
operation.



Picture above : A strange laughing character.


