
Leading companies around the world 
provide their most valuable executives with executive 
coaching to fast-track improvement and extend much-
needed competencies.   
 

Executive coaching is used to address: 
• Development of high-potential leaders 

• On-boarding of new leaders 

• Mergers or restructurings 

• Changes in strategy or required competencies 

• Change in management  

• Succession planning 

• Cultural alignment 

• Improvement of underperforming executives 
 

Coaching improves engagement,  
retention and the bottom line. 
According to a Wall Street Journal survey of CEOs, reten-
tion of key executives is by far the most critical success 
factor for companies today.  Meanwhile recent research 
finds that 82% of executives in the U.S. are currently 
searching for new jobs while Gallup reports that 70% 
of U.S. employees say they feel “not engaged or 
“actively disengaged” at work.  Dissatisfaction with 
potential for career development is a leading reason 
executives give for being dissatisfied.   
 

A key to keeping the highest-achieving executives is to 
correctly identify them and provide them with meaning-
ful development.  Executives who receive coaching feel 
more connected to their firm through a greater sense of 
commitment to their jobs, increased alignment with the 
firm’s goals and a sense that their value is being recog-
nized.  Organizations that focus intensively on develop-
ing leaders build higher levels of employee engagement.  
This translates into higher levels of performance as 
measured by customer satisfaction metrics, market 
share and financial performance. 
 

How WJM Associates Brings Quality 
Control to Executive Coaching 
 

Faculty  
According to a survey of executive coaching industry 
participants (What Executives Want From Their Executive 
Coaches – D. Balut, May 2005), the number one criterion 
for a successful coaching experience is strong and posi-
tive chemistry between the coach and client.  While 
many coaching companies offer the services of a small 
team, or even a single coach, WJM’s highly experienced 
faculty of over 100 professional coaches allows for 
greater adaptability in complementing the personality, 
developmental needs, corporate culture, industry, per-
sonal background, location and even the language of 
the executive being coached.   
 

Experience 
According to the same survey , the number two determinant 
of coaching success is the coach’s own professional/
business experience.  While WJM’s Faculty members have 
had rigorous training in organizational development and/or 
psychology, we also put great emphasis on choosing con-
sultants with direct business experience and a strong, real-
world understanding of corporate dynamics.  In fact, many 
of our Faculty members have proven track records in senior 
corporate positions in industries similar to those of WJM’s 
clients.  The Company has received consistent positive feed-
back from clients who appreciate that WJM’s services are 
delivered from experience, rather than just theory. 
 

Account Directorship  
WJM offers experienced Account Directors (ADs) who 
serve as strategic partners to our clients. Our ADs collabo-
rate closely with line managers and human resources execu-
tives to define requirements and success factors, while es-
tablishing the most comprehensive and strategically effective 
approach to executive and organizational development.  
ADs serve as ‘project managers’ for all coaching assign-
ments. They ensure that the process is moving forward ap-
propriately and that all deadlines and expectations are being 
met. They provide monthly “report cards” on each specific 
engagement, providing to HR and management an overview 
and status update against established goals and developmen-
tal action plans.  
 

Serving the Organization 
While we aspire to address the developmental needs of the 
individual, we never lose sight of the fact that this executive 
functions within an organization that has commissioned our 
services.  Our coaches are deeply committed to helping indi-
viduals lead better lives, but they are only successful when 
that benefit comes in addition to meeting specific organiza-
tional objectives and delivering significant bottom-line 
value. 

 

(continued on other side) 

While overseeing the Executive Coaching process for 
Johnson & Johnson, WJM’s Account Directors made it 

easy to support my corporate goals.  They “went the extra 
mile” to customize each situation and understood 

the potential business impact.. 
 

 - Janet Matts, Dir., Management Development (former),  
           Johnson & Johnson 

 

In terms of ROI, investing in executive coaching is a no-
brainer; and nobody provides this service better than 

WJM.  They deliver coaching that has real business im-
pact.  Their process is systematic and transparent and 

achieves what it sets out to achieve. 
 

 -Mark Suwyn, Chairman & CEO, NewPage Holding Corp. 



Measuring and Guaranteeing Results 
WJM’s coaching is custom-designed to deliver ob-
servable bottom line value to the company in a short 
period of time.  We hold our coaches accountable by 
monitoring improvement using reliable, objective 
measures of change.  Results are tracked against indi-
vidual action plans and/or leadership competencies 
and are guaranteed by WJM.  As your executive 
coaching partner, we can provide reports that meas-
ure the overall and comparative effectiveness of all of 
the organization’s coaching assignments, whether or 
not they are delivered by WJM.    
 

Feedback-Centered Development 
An overwhelming body of research clearly indicates 
the value of heightened self-awareness.  From the 
recipient’s point of view, useful feedback is a rare 
phenomenon in corporate life—even more so the 
higher you go in an organization.  WJM Executive 
Coaching is centered around providing honest and 
objective feedback in the context of a supportive and 
high-trust, confidential relationship, and then using 
this information about the executive’s strengths and 
limitations to develop a reflective and practical action 
learning plan that supports both the individual’s 
growth objectives and the company’s core strategies. 
 

Team Coaching 
An executive’s effectiveness is largely determined by 
how well his or her team performs.  In addition to 
coaching for individual executives, WJM offers rigor-
ously customized programs that provide practical, 
long-term solutions to the specific challenges faced 
by senior management teams. We assess working 
relationships, team objectives, cultural alignment, 
meeting management, communication styles and 
other issues, and assist teams in traversing impasses 
that inhibit optimal performance.   
 

WJM Clients 

The first stage is the Pre-Program or preliminary 
data-gathering phase.  The WJM Account Direc-
tor meets with HR and the manager of the execu-
tive to discuss the selection of a coach and the 
developmental opportunities, specific desired 
outcomes, communications to the executive, re-
porting process, etc.  
 
During Contracting, the executive, the manager, 
HR and the coach reach agreement on confiden-
tiality, desired outcomes and measurement.  Up-
front contracting outlines key duties and responsi-
bilities of all involved in the engagement.   
 
The Assessment process will be developed to 
meet the client’s business needs and the individ-
ual differences of each coachee.  Typically WJM 
utilizes MBTI® Step II and the 16PF® online. 
However, we can utilize other assessments that 
the client favors.  Interviews with the boss and the 
executive along with face-to-face or online 360º 
surveys with key stakeholders are conducted. 

 
Feedback involves the coach reviewing all rele-
vant data with the executive (assessments, 360º 
surveys and interviews) and then working with the 
executive and the manager to create a develop-
mental action plan, which leverages strengths 
and addresses the executive’s developmental 
opportunities.  The development plan will contain 
2 - 3 actionable items to assist the executive in 
meeting short-term goals. 
 
During Coaching, the executive gains awareness 
of her/himself, leverages strengths, understands 
the impact he or she has on others, creates new 
alliances with the manager, peers and subordi-
nates, feels more comfortable collecting and re-
flecting on feedback, applies new behaviors to 
see results in very specific, business situations, 
and transfers coaching skills to subordinates.  
Periodic progress reports are provided to the 
appropriate people. 

 
Closure consists of measurement of desired 
outcomes and the developmental plan, bridging 
the executive to the future, and includes evalua-
tions of WJM services.   
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About WJM Associates  
WJM was founded in 1996 by William J. Morin, a renowned authority in 
executive development and the former CEO of Drake Beam Morin, Inc., 
one of the world’s largest organizational consulting and career manage-
ment firms.   Today WJM has an unsurpassed track record of successfully 
assisting both Fortune 500 and mid-sized companies in achieving continu-
ous and measurable improvement in the performance of their executives, 
teams and organizations. Our services include assessment and coaching 
for individuals and teams, as well as large-scale change efforts, including 
post-merger integrations, succession management programs and many 
other initiatives.  WJM has an extensive faculty of over 100 professional 
executive coaches, organizational psychologists and other experienced 
consultants located around the world that are prepared to address the 
particular needs of an individual executive, his/her team or the entire or-
ganization, whatever the industry, location, corporate culture or language. 

For more information, please call 1-877-667-4647 
or visit us at www.wjmassoc.com. 

• Bank of America 

• Bank of NY Mellon 

• Bristol-Myers Squibb  

• Capital One Financial 

• Citigroup 

• Cordis  

• Cytec Industries 

• Deloitte & Touche 

• Diageo  

• DuPont  

• Eaton  

• GMAC Financial  

• Goldman Sachs 

• Home Box Office 

• The Interpublic Group 

• Johnson & Johnson 

• J.P. Morgan Chase 

• LG Electronics 

• Lockheed Martin 

• MasterCard  

• McGraw-Hill  

• Merrill Lynch 

• Morgan Stanley  

• MTV Networks 

• Motorola 

• NewPage  

• Nielsen Media Research 

• Panasonic 

• Pepsico 

• Pitney Bowes 

• Schering-Plough  

• Sprint Nextel  

• Time 

• UCB  

• Western Union 

• Xerox  


