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General Motors
Coaching: Developing Leaders to 
Innovate, Create Vision and Inspire 
Teams to Manage Transition and 
Preparation for the Future

The shift away from internal combustion engines and towards 
electric vehicles has been a huge challenge for the entire 
automotive industry. At the same time, the supply chain 
challenges created by the pandemic and global events 
continue to pressure companies to be more innovative and 
efficient as technology and consumer sentiment don’t always 
match up.

General Motors has led automotive manufacturers in this 
transition and understands that it must continue to innovate 
and evolve as a provider of transportation solutions and a 
global employer.  One prime method to ensure that it 
continues to move forward is by hiring and developing leaders 
who can create the vision and inspire their teams to execute it 
effectively.

Connect the Dots
Case Study

‣ Connect the Dots 
uncovered that 
leadership development 
objectives improved by 
more than 40% during a 
6-month engagement. 
Other indicators that 
positively impacted a 
leader’s results were 
increased self-awareness 
and a higher engagement 
level of the manager in 
the coaching process.

Key Benefits

how they could 
contribute toward the 
goals which would 
create a more cohesive 
culture

‣ Coaching enabled 
leaders to leverage their
strengths and develop 
new skills and 
behaviors that support 
the desired culture
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Key Benefits
‣ Leadership discovered 

how they could 
‣ Increased self-awareness 

for leaders in 
understanding the impact 
of their behaviors on their 
teams and the organization

‣ Coaching enabled leaders 
to leverage their strengths 
and develop new 
competencies that support 
the desired culture

‣ Higher team engagement 
measured by internal 
metrics 

Quick Shot

Industry
Automotive

Key Challenges
‣ Leading in a complex 

organization through 
economic volatility, supply 
shortages, and shift to 
electronic vehicles

‣ The need to leverage and 
balance past successes with 
future growth and challenges

‣ Leaders are unprepared for 
bigger, more complex roles

Solution and Services
‣ Executive coaching for key 

GM leaders who have 
expanded roles or are 
preparing for the next

‣ Model created alignment and 
accountability by engaging 
the leader’s manager and 
HRBP

‣ Rapid competency 
development, specific to the 
leader’s profile and 
opportunities

‣ Increased team performance, 
impacted by leader’s growth

Company Name
General Motors 
https://gm.com

Solution Highlights

https://medicine.wustl.edu
https://medicine.wustl.edu
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The Challenge: Leaders Don’t 
Have All the Tools Needed to 
Lead Effectively Through 
Change

With a recent voluntary rightsizing of the 
organization, some GM leaders were promoted into 
larger roles, and others were asked to lead more 
diverse teams with unique business problems to 
solve. These leaders were typically highly skilled 
technicians in their areas of expertise (e.g., product, 
engineering, or finance) but often lacked the skills to 
assess and build effective teams or adequately lead 
and empower them to be their best. Old behaviors 
had to be unlearned, and new ones built in their 
place.

The Global Talent Center of Excellence (COE; a 
function of Human Resources) responded by 
providing a development framework for these 
leaders, which included executive coaching. The 
COE partnered with GM’s HR Business Partners 
and their preferred coaching providers, like Connect 
the Dots, to offer rapid and targeted development 
through coaching.

The Solution: Coaching Zeroed 
in on Increasing Self-
Awareness and Emotional 
Intelligence, While Also 
Building a New Leader Success 
Profile

Connect the Dots’ on-target leadership coaching 
model was a perfect fit for GM leaders and their 
competency building. Beginning with assessments 
and interviews, the leaders quickly got a sense of 
how they were perceived in the organization by their 
teams, their manager, and their stakeholders; they 
got insights into their own personalities and 
leadership styles. 

Next, building on both their own development goals 
and the organization’s goals, coaches worked with 
leaders to craft specific desired outcomes for the 
coaching work and a plan to achieve them.

Through bi-monthly coaching meetings and intake, 
mid-point, and wrap-up conversations with managers 
and HR partners, GM leaders could clearly outline 
their strengths, opportunities, and challenges, and 
practice new behaviors in a safe, controlled 
environment. 

Key areas of development included:
• A gap analysis of what was or wasn’t working 

for leaders based on feedback
• Understanding the differences in expectations 

for former and current roles
• Adjusting styles to accommodate a hybrid work 

environment
• Creating and communicating a clear vision for 

the team
• Having hard conversations and giving feedback
• Building and managing relationships that 

support results

These represented a few of the most common 
themes for coaching goals, and many were unique to 
a leader and specific role. The power of executive 
coaching is that it can meet each leader where they 
are and build a custom development experience to 
maximize the results.
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GM Leaders Are Equipped for 
the Future

From both the quantitative and qualitative data 
collected, the GM leaders who engaged in on-target 
leadership coaching got the results they expected 
and more. 

“He has been transformed!” was one statement from 
an HR Director about one of the coachees after his 
engagement ended.  Another coachee stated, “I 
knew I needed to do things differently, and you 
provided the frameworks so I could actually do them 
with purpose.”

Connect the Dots uncovered that leadership 
development objectives improved by more than 40% 
during a 6-month engagement. Other indicators that 
positively impacted a leader’s results were increased 
self-awareness and a higher engagement level of the 
manager in the coaching process.

The big-picture statistics continue to support the 
business case for leadership coaching, as 86% of 
companies feel that they recouped value greater 
than the investment made in coaching. (Harvard 
Medical School)

GM now has more leaders who are ready to take 
the organization into the next chapter with better 
leadership skills and tools to help them navigate an 
increasingly complex business environment.

http://www.connectthedotsconsulting.com/contact.htm

Our coaching and feedback processes give your leaders and teams "real-life" 
situations to work through. We apply your organization's needs to our approach 
which takes the guess-work out of the how to translate new ideas and behavior 
changes in a real world setting. Contact us to get started.

http://www.connectthedotsconsulting.com/contact.htm
http://www.connectthedotsconsulting.com/contact.htm

