SALED WITH CHEEK!
The “Dare to..1” method
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For many years Klaus Schuster was the member of the management board of a large
international financial institution. He worked as a trouble-shooter in all corners of
the world and took a leading role in the development of a bank in Eastern Europe.
dince then he has created his own company in which he advises, coaches and trains
top managers, junior executives, high potentials and marketing staff from many
different fields of business. He writes highly respected professional articles and
columns in a number of countries and is the author of the business best-seller “
Managementsiinden, die Sie vermeiden sollten” ("1l management sins you should
avoid”). However, although he feels he owes his professional and social success in
large part to experience, networking and expertise, he's also aware that he dares to be
the fool that plunges into topic areas and issues where, to quote the British poet
Alexander.
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