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Overview and Strengths 
 
As an Executive Coach, Bill utilizes effective coaching skills and sound business practices to 
effectively collaborate with individuals and teams to fulfill both personal and professional goals. 
He helps clients to build a sense of awareness by asking them powerful, provocative questions, 
and challenges beliefs that may not be facilitating growth. Bill strives to generate actionable 
insights that assist clients in enhancing success and achieving outcomes. 

Prior to going into private practice, Bill spent 30+ years in corporate arenas, and held executive 
positions in procurement, project management and supplier diversity. His focus has largely 
been in the Pharmaceutical and Biotech industries. As a project team leader, he has interfaced 
with all levels of an organization, and has developed a keen sense for what it takes to get a 
“yes” from the decision makers. He can also help companies drive market share through 
effective supplier diversity practices reflecting the dynamic market changes of our rapidly 
evolving society. 

Bill holds a Master’s Degree in Business Administration from Cleveland State University, and a 
Bachelor of Arts Degree, in Biology/Chemistry from Mercyhurst University, in Erie, PA. 

 

Coaching Philosophy 
 
Known for his dynamic professional style and creative approach for working with clients, Bill 
thrives on creating awareness with his clients. Awareness expands thinking, opens potentiality 
and increases possibilities. He firmly believes that creating awareness allows individuals to 
move to higher levels of conscious development, and thus become more magnanimous, 
accepting of others, and at peace with themselves. There are many ways to create awareness 
such as asking powerful questions, identifying strengths, maximizing beliefs, visioning, 
affirming, supporting risk taking, creating spaciousness of thought, silence, empathic listening, 
values elicitation, etc. Bill skillfully uses these techniques, as appropriate, with his clients. 
 
 
Specializations 
• Executive Coaching 
• Strength identification and reinforcement 
• Training 
• Women, Minority, LGBT, Veteran, SBA, development programs 
• Leadership Development 
• Communication 
• Team development 
• Sales 
• Supplier diversity 

 
 

 
 
Professional History 
Over 30 years of business 
experience in: 
 
• Pharma Procurement 
• Leadership Development 
• Executive Coaching  
• Sales dynamics 
• Employee Engagement 
• Work-Life Balance 
• Team Building and Team 

Development 
• Supplier diversity 
 
 
 
 
Educational Background 
Cleveland State University 
Cleveland, Ohio 
• MBA, Finance 
 
Mercyhurst College 
Erie, PA 
• BA, Biology/Chemistry 
 
 
 
Certification,  
Assessments & Licensure 
• ACC, International Coach  
Federation (ICF) 
• Certified Purchasing Manager  
(C.P.M.), Institute for Supply 
Management (ISM) 
• DiSC certified assessment leader 

 

 

 

 

 
 



 

 

Bill Hooker, ACC, MBA, C.P.M. 
Executive Coach 
 
Coaching Highlights 
 
Executive Coaching and consulting highlights include work across industries in leadership development; talent management; 
assisting clients in enhancing effective communications with individual contributors and teams; identifying key strengths and 
addressing areas of development; analyzing congruence between core values and behaviors; building work/life balance; and 
working with emergent leadership or those individuals who are transitioning into leadership roles for the first time in both public 
and privately-owned corporations.  
 
 
Coaching Examples 
 
Coached the newly promoted millennial President of an IT services firm, who struggled with executive presence and effective 
employee interactions. This leader was worried about appearing weak to her subordinates, given her predecessor’s more forceful 
style. It was important to first establish trust and intimacy with this client to assure a safe, supportive environment that would 
produce ongoing mutual respect and trust. Bill first met and coached the new leader to learn about her needs and those of the 
company, and then interviewed each of the President’s direct reports to get a better view of the organizational stressors. To grow 
the business and differentiate itself from the competition, it was clear that a more effective and robust communication and team 
development program must be rolled out. As a certified DiSC assessment facilitator and trainer, Bill administered the assessment, 
led a comprehensive team development program, and explained the communication preferences dynamics and challenges that 
existed for these direct reports. Further one-on-one coaching was provided to help improve individual communication snags.  
 
Bill assisted a University academic-turned-entrepreneur in the creation of a development program that would teach critical 
thinking skills to high school seniors. As a consultant-partner, Bill created an assessment strategy that included a battery of tools: 
a values inventory, multi-rater (360-degree) feedback assessment, and a communication style assessment that would establish a 
coaching baseline. This partnership brought clarity regarding the target market for this business, and product differentiation for 
greater adoption.  
 
Bill coached a sales executive of a Fortune 100 company who was struggling to determine whether to stay with his present 
company or consider transitioning to a new organization. As the primary breadwinner for his family, this executive was 
understandably committed to ensuring a careful decision-making process. Bill coached this leader to build a decision matrix that 
identified positive and negative advantages of each option. In addition, they considered the intangible benefits of remaining or 
stepping into a new role. Bill helped this client to explore alternative ideas, and designed an internal evaluation process that would 
provide for professional growth and at the same time allow for an enhanced work/life balance. 
 
Bill was engaged to participate on a talent acquisition project with the President of a boutique CRO (Clinical Research 
Organization) and patient recruitment firm. Despite significant effort, this firm struggled to find the best candidate for a key 
business development role. The President recognized that she had made several ineffective hiring decisions, and turned to Bill for 
his ability to ask powerful questions, listening empathically, and to hold space for executive visioning (dreaming). Bill’s efforts led 
to the creation of a set of hiring criteria, and a more balanced and unbiased decision-making matrix.  
 
 


