Marshall Goldsmith Behavioral Coaching Buzz
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THE BETTER BOSS: How Marshall Goldsmith Reforms Executives – 
“Don’t ask for feed​back about the past. How many of us have wasted much of our lives impress​ing our spouse, partner, or significant other with our near-photographic mem​ory of their previous sins, which we doc​ument and share to help them improve? Dysfunctional! Say, ‘I can’t change the past—all I can say is I’m sorry for what I did wrong.’ Ask for sug​gestions for the future. Don’t promise to do everything they suggest - leadership is not a popularity contest. But follow up on a regular basis, and you know what’s going to happen? You will get better.”
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BEHAVE YOURSELF: Changing How People See 

You is as Important as Changing How You Act – 

“What I generally teach people is, the real coach isn’t me; it’s the people around you. The outcome I measure is the perception of change. How do my client’s think he or she is doing? It’s much harder to change people’s perceptions of someone’s behavior than to actually change that person’s behavior. That’s because we tend to perceive people in ways consistent with our pre-existing ideas about them, not their current behavior.”
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 February 27 2003

The Economic Drag of CEO Funk

Marshall Goldsmith, the behind-the-scenes executive coach who counsels several chieftains, says he has never seen the leadership mood so low. "I'm working with one CEO who said that for the first time in his life, he's embarrassed to tell people in a casual conversation that he's a CEO," says Goldsmith. "He doesn't want to be considered one of the crooks in the headlines. Going to a party, and having your neighbors make snide comments about what you do is painful. It doesn't matter how much money you make. Nobody likes that." 

When Goldsmith, the subject of a lengthy New Yorker magazine profile last year, wanted to write an essay on highly ethical corporations for Harvard Business Review, he couldn't muster up enough cooperation for the upbeat article. "I talked to two CEOs who I think are role models for integrity, and neither of them wanted to be involved," he says. "They felt the publicity would make them targets. They said it would just inspire someone else to look under every rock to find something to prove they weren't that good. There's almost this implicit assumption of guilt today."
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 2003 Issue 3
Helping Successful People Reach Even Higher
Goldsmith helps some of the world's most successful executives become even more successful, by helping them change their behavior. That's no easy feat. Successful business leaders don't get where they are by being humble. They are not known for their willingness to take advice…'It's hard for successful people to change for a variety of reasons,' Goldsmith says. 'Successful people have a few basic beliefs. Each one of these beliefs makes it hard to change. One belief is 'I choose to succeed'. 'Successful people are very committed - That's normally a good thing, but they get so committed it's hard for them to realize sometimes their strategy is the wrong strategy and they're headed in the wrong direction.'
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 December 2002 

How to Spend a Million Bucks ... Starting a Business 
Executive Coach, $100,000 -Most corporate coach types go around shouting mantras like "Unit of one." But a few firms you might call successful—Motorola, Pitney Bowes—have weeded out the blowhards and determined that management expert Marshall Goldsmith has something good to offer. Try him. If your employees don't affirm you're a better boss when he's through, you don't pay. (Marshall Goldsmith, A4SL.com)
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  January 2003 
A Coach for Executives 

“Marshall Goldsmith’s advice for leaders can help your business grow” When asked the question, What is the most surprising thing that you’ve discovered in you 20 years as an executive educator, Goldsmith responded: “I’d been in the leadership development business for 10 years before anybody asked me the great question” Does anybody ever really change?” I looked at this guy and replied, “ I’m embarrassed to say, my honest answer to your question is “I don’t know.”  “What’s even more amazing is that I’ve worked with many of the best companies in the world, and nobody has ever asked! For the last 10 years I’ve been answering that question.”


