
STRATEGIC DIRECTION

TElliNG THE TRUTH ON THE JOB DOESN'T JUST I{EEP

YOU OUT OF JAIL AND PREVENT YOUR COMPANY FROM

BECOMING THE NEXT ENRON, IT ALSO MAf(ES YOU

SUCCESSFUL. BY CHRIS WARREN

As a longtime executive at the computer chip and
software manufacturing company Intel, Gary

Raetz had no lack of responsibilities: There was a

seemingly never-ending stream of meetings to attend,

presentations to assemble, employees to manage, and

products to help develop. Of course, it was a pretty stand­

ard menu of tasks for someone at a hard-charging Silicon

Valleyoutfit - and myriad other American companies, to
be sure. But one task that Raetz had at Intel (he has since

left to become vice president of customer services at a

smaller tech company, Webridge) that was certainly

unique in corporate America was to teach a class to fellow
workers on constructive confrontation.

Constructive confrontation? To many in the business

world,that's an oxymoron; employees need to learn how to

be nice and work together as a team, the thinking goes,
not how to cross-examine one another and shoot down

each other's ideas_Isn't that why you spend aU sorts of

time and money on seemingly silly team-building exer­

cises, like white-water rafting or going on a scavenger

hunt? Sure, working as a cohesive unit is still important,

but today, so too is having a culture that values open,
honest communication, one where subordinates feel com­

fortable telling their boss that an idea simply won't work,

that a deadline just can't be met, or that an assignment

just might land the company in legal trouble. Just ask

executives at WorldCom or Adelphia whether they wish

people expressed qualms with their plans.

LET'S BE FRANK

That was the point, Raetz recalls, of the Intel class: to get

people comfortable with speaking frankly, though not

abusively, to one another at all times - or, as he calls it,
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