
Uwe Friedrichsen – codecentric – @ufried

Stefan Tilkov – INNOQ – @stilkov


Erik Dörnenburg – ThoughtWorks – @erikdoe

How to build a consultancy people enjoy working for 
GOTO Berlin, 1 November 2018





20% time

Self-organization

Company car

Free hardware 
choice

Knowledge leader

No goal sheets

Sleep at home

So Cool! 
Employee heaven!



Well, not really … 
This is the result of careful business considerations



Here is the story behind codecentric



It started with two founders and an idea …



Build a different * 
successful company

* relevant here: more employee and quality focus than most other IT consultancy companies



And they started a company …



… worked hard, were successful …



… and grew the company to ~30 employees *

* that’s when I joined the company. Everything before this time I only know from hearsay … ;)



How to make sure everyone arrives 
at the customer site without hassle? *

* Some colleagues missed important customer appointments because their private cars broke



Company car

Reliably arrive at 
customer siteBuild a different 

successful company



How to maximize the productivity 
of the employees?



Company car

Reliably arrive at 
customer site

Free hardware 
choice

Have the best tool 
for the job

Build a different 
successful company



How to go on from here?



Let’s not fall for Michael Porter’s 
„stuck in the middle“ trap



We chose a differentiation by 
„knowledge leadership“ strategy



Company car

Free hardware 
choice

Reliably arrive at 
customer site

Have the best tool 
for the job

Knowledge leader

Go for a 
differentiation 

strategy

Build a different 
successful company



How to make this strategy sustainable? *

* We are consultants after all. All that defines us is a bunch of brains



Company car

Free hardware 
choice

Go for a 
differentiation 

strategy

Reliably arrive at 
customer site

Have the best tool 
for the job

20% time Achieve a 
sustainable 

model

Build a different 
successful company

Knowledge leader



How to attract more customers? *

* without building a big sales organization



Let us implement an indirect sales model *

* Attract customers by showing competence via blog, articles, conference talks, videos, podcasts, …



Company car

Free hardware 
choice

Knowledge leader

Go for a 
differentiation 

strategy

Achieve a 
sustainable 

model

Reliably arrive at 
customer site
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Implement an 
indirect sales model
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Build a different 
successful company



How to reach a growing customer base? *

* Become consultants on the road or create branch offices?



Let us go for branch offices *

* This also makes it easier to attract and keep talents



Company car

Free hardware 
choice

Knowledge leader

Sleep at home *

Go for a 
differentiation 

strategy

Achieve a 
sustainable 

model

Reliably arrive at 
customer site

Scale in an 
employee-friendly way

Have the best tool 
for the job

Implement an 
indirect sales model

20% time

Build a different 
successful company

* Usually, no guarantee



How to scale further in a safe way 
without building a big hierarchy?



Let us adopt the ideas of agile 
and self-organization



Company car

Free hardware 
choice

Knowledge leader

Sleep at home

Go for a 
differentiation 

strategy

Achieve a 
sustainable 

model

Reliably arrive at 
customer site
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employee-friendly way

Have the best tool 
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Scale without 
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Implement an 
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20% time

Build a different 
successful company



How to keep talents?



Let us foster their intrinsic motivation *

* Mastery (20% time), autonomy (self-organization) and purpose (open communication)



As a side effect no goal sheets and 
no variable income for consultants



Self-organization

Company car

Free hardware 
choice

Knowledge leader

Sleep at home

Go for a 
differentiation 

strategy

Achieve a 
sustainable 

model

Reliably arrive at 
customer site

Scale without 
a big hierarchyScale in an 

employee-friendly way

Have the best tool 
for the job

No goal sheets

Foster intrinsic motivation 
of employees

Implement an 
indirect sales model

20% time

Build a different 
successful company



Self-organization

Company car

Free hardware 
choice

Knowledge leader

Sleep at home

No goal sheets

20% time

You see, not „employee heaven“ 
but still a consultancy people enjoy working for … ;)



Challenges?



Challenges!

Digest growth

Pass on the ideas 
behind codecentric

Balance a 
dynamic system

Heterogeneity vs. alignment

Moving fast with 
self-organization



And the future?



The future is wide open … 
… but we’ll do our best to keep it an enjoyable place to work for … ;)



www.innoq.com

OFFICES

Monheim 
Berlin 
Hamburg 
Offenbach 
Munich 
Zurich

FACTS

~125 employees 
Privately owned 
Vendor-independent

SERVICES

Strategy & technology consulting 
Digital business models 
Software architecture & development 
Digital platforms & infrastructures 
Knowledge transfer, coaching & trainings

CLIENTS

Finance 
Telecommunications 
Logistics 
E-commerce 
Fortune 500 
SMBs 
Startups



Employer Employee



Employer advice



Favor sustainable, long-term 
relationships over short-term profit

a.k.a. 
Don’t screw your business partners



Respect life beyond the job



Value families



Don’t save on equipment



Don’t save on education



Let employees speak 
for the company



Don’t pay for 
employee referrals 



Trust your people



Don’t lie during interviews



Avoid gag orders



Respect leavers



Create a diverse workplace



Be authentic



CONSULTING IS A PEOPLE BUSINESS









High values alignment, loosely coupled

Servant leadership













WHAT WORKS FOR US 

Culture / Values alignment 

Transparency & Openness 

Diversity & Growth 

Being inventors and pioneers
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