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William Amelio has extensive experience leading and transforming organizations in Asia-Pacific and 
around the world.  As president and chief executive officer of the Lenovo Group, he oversaw global 
integration of the first acquisition of a foreign-based business – what had been IBM’s Personal 
Computer business – by a China company. 
 
Mr. Amelio learned, enhanced and pioneered different leadership approaches – with global implications 
– within and from global headquarters in AP.  At Lenovo he led implementation of a broad-reaching 
business-transformation program, introduced the Lenovo brand around the world, established trust 
and diversity of ideas as bases for competitive advantage, and quintupled sales. Previously, he was a 
senior leader with Dell, NCR, Honeywell International, AlliedSignal and IBM. 
 
Now Mr. Amelio is applying his leadership principles as president and chief executive officer of CHC 
Helicopter, the world’s largest helicopter services company. CHC, which is headquartered in Vancouver, 
B.C., Canada, specializes in transportation to offshore oil-and-gas exploration, discovery and 
production operations, as well as helicopter maintenance, repair and overhaul.  CHC’s dozens of bases 
worldwide include locations in Australia, Thailand and the Philippines. For more information please visit 
www.chc.ca. 
 

Leadership Advisory Inc. recently caught up with Mr. Amelio. 

http://www.chc.ca/
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Daniel Soh: You have a long and successful leadership background in 
technology.  What brought you to CHC and the aviation industry? 
 
William Amelio: I had familiarity with the aviation industry from my time 
at AlliedSignal.  With that as a frame of reference, I was drawn to CHC by 
the company’s deep expertise in technical and functional skills, its passion 
about aviation, and its sterling flight-operations and safety record. 

 
I also was attracted by the leadership challenge of re-channeling a fierce 
independence – that sometimes took the form of resistance – in order to 
make changes that would not only sustain CHC, but establish it as a clear 
industry leader.  This is a chance for the CHC team to redefine an industry, 
to enable customers and other stakeholders to go further, do more and stay 
safe in the process. 
 

 
Daniel Soh: What 
drives you on the 
job? 
 
William Amelio:  
Personally, I’m 
motivated by 
accomplishment, by 
working to make 
things at least a little 
better every day.  I 
also take great 
satisfaction from 
coaching people – 
challenging them, 
providing feedback 
and helping them 
grow, in some cases 
beyond what they 
imagined they were 
capable of. 

 
Organizationally, I think in terms of three critical success factors:  First, 
strategy – a clear purpose and a solid plan to fulfill that purpose.  Second, 
talent – the right people, with the right skills, fully engaged and developing 
in the right jobs.  And, third, a maniacal dedication to execution.  Execution 
requires an intense focus on a relatively small number of business 
imperatives, the highest-priority areas, where achievement really changes 
the trajectory of a company for the better. 
 
To do all of this, you need a great business-management system – one that 
provides leading indicators of where you’re going rather than just an image 
of where you’ve been; common standards, tools, systems and processes; 
and a very high degree of accountability.  At CHC, 4,500 people around the 
world – along with customers and partners – are depending on me and each 
other, and I’m depending on them.  The importance of accountability, of 
following through on commitments, can’t be overstated. 
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Daniel Soh: What from your long experience in Asia and in other industries 
are you applying in your current role? 
 
William Amelio: Particularly during my nine years in Asia, I recognized that 
geography and perceived boundaries – national, cultural, organizational – 
couldn’t be accepted as barriers to success.  More to the point, they didn’t 
need to be.  Technology gives us enormous capacity for managing across 
regions and around the world, for building and nurturing teams, and for 
creating and using common processes and systems.  You essentially can be 
in different places at the same time.  The reality, though, is that most 
people and companies use only a fraction of that capacity.  At my 
companies we’ve done more. 
 
At Lenovo, for instance, we pioneered the concept of globally distributed 
leadership, at the highest level. I was an American CEO based in Singapore; 
the chairman, a Chinese national, worked from North Carolina in the United 
States.  My senior leadership team was distributed across Asia and around 
the world; we didn’t let location prevent us from getting the best talent.  It 
was challenging in that some of us had to become comfortable with new 
ways of doing things, but it worked. 
 
“Boundaryless management” is fairly common in Asia, with its dozens of 
countries and huge scale.  We employed that on a global scale at Lenovo, 
and are doing the same thing now at CHC.  Our company is based in 
Vancouver, but I reside in Texas and other members of our senior leadership 
team make their homes throughout North America. 

 
 

Daniel Soh: Can I assume that “boundaryless management” is required 
beyond the senior-leadership level? 
 
William Amelio:  Absolutely.  We’re applying that thinking throughout our 
business.  The new CHC Operations Center we’re establishing near Dallas is 
a good example.  The OC combines in a single location many flight-
operations and related maintenance- and technical-support functions that 
previously were managed from lots of smaller sites. A single OC will 
improve consistency and efficiency by aggregating experience.  Every one 
of our flight bases will have access to the same, thorough knowledge. 
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Organizational and leadership behaviors that in many cases “grew up” in 
Asia were the result of new ideas and resources.  We’re likewise making a 
commitment to transformative thinking and technology at CHC. The 
leaders who will be successful at our company and others will recognize 
that broad perspective leads to higher customer satisfaction, increased 
competitive advantage and better operating results. 

 

 
Daniel Soh: Describe your leadership style and the attributes you most 
seek and value among your leadership team? 
 
William Amelio: Organizations take on the character of their leaders.  And 
the quality that, in my experience, teams most value in a leader – and I 
demand of myself – is trust.  Superior knowledge and skill carry great value, 
but unless a person is trusted – and trusts in their colleagues – his or her 
effectiveness carries an expiration date.  The lost productivity and value-
creation borne of mistrust represent a tax no business can afford over time. 
 
 
Daniel Soh: How important is it to identify and select the right leaders? 
 
William Amelio: It’s invaluable.  I always admired Larry Bossidy, the former 
Allied Signal CEO who I had the good fortune to work for.  He once wrote 
that the job no CEO should delegate was finding and developing leaders.  
Of course, we need leaders at all levels, regardless of job grade, so 
recruiting and coaching them can’t really be the CEO’s responsibility alone.  
What he was describing was the urgency of and perpetual need for great 
leaders. 
 
Those people have well-rounded business foundations, broad perspectives 
and high motivation for the collective good.  They understand that 
functional performance doesn’t necessarily assure organizational 
performance, much less satisfied customers.  When we get the right people 
in the right roles, it raises everyone’s game. 
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Let me give you an illustration:  We have a base manager in Mozambique, 
Natr Thanasthit.  Base managers are critical to CHC’s business.  Natr was 
identified as a potential leader 10 years ago through our Thailand 
Nationalization Program.  Through that program, he completed pilot 
training, was named a first officer, and then a captain.  Along the way, he 
started thinking beyond Thailand, and entered our international pilot pool.  
Natr took initiative and was coached well, and in the process became an 
outstanding pilot and leader.  He’s now part of a cross-functional CHC 
transformation team in Africa Euro-Asia.  Every organization needs more 
Natrs. 

 
 

Daniel Soh: What are CHC’s 
strategic objectives for the 
next few years? 
 
William Amelio: We’re well 
into a transformation of the 
company and, as I suggested 
earlier, we think our 
industry.  Oil-and-gas 
discovery and production is 
expected to expand 5 to 9 
percent annually, maybe 
faster, as far out as we can 
see.  We’re positioning CHC 
to grow more rapidly than 
the overall helicopter-
services industry, at a higher 
rate of profitability, and with 

cash generation that will allow us to invest in further expansion.  We’re 
more confident than ever about our ability to accomplish those objectives. 

 
 

Mr. Amelio and his wife, Jamie, founded and still lead Caring for Cambodia,  
a charity that delivers world-class pre- through high-school education to 

thousands of children in that country.  More information about the 
organization, including how to make contributions, can be found at 

www.caringforcambodia.org. 
 
 
 
 
 
 
 
 
 
 
 

Daniel Soh is Managing Partner for Leadership Advisory Inc. 
Visit www.leadership-advisory.com for more information 
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