Change Agent

W ILLIAM L. B ROWER , J R .

Management Accounting

ADVOCATE
B Y K AT H Y W I L L I A M S

lthough IMA Chair Bill Brower, CMA, CFM, jokes that he hopes his major accomplishment
this year will be to lower his golf handicap by three strokes, his real mission, he says, is to
continue his work as an advocate for management accountants. Newly retired from his position
as vice president, Group Finance, Business Analysis at Johnson & Johnson, he plans to concentrate on promoting global certification and the benefits of the Institute of Management Accountants (IMA®) that will help members develop their professional capability.
For the past four years Brower has served as the U.S. representative to the International Federation of Accountants’ (IFAC) Committee on Professional Accountants in Business (PAIB). In this
capacity he worked on two major projects: helping create the definition of a professional accountant in business and helping develop an Internet-based system from which users could search for
management accounting knowledge gleaned from global databases housed by members of IFAC
and relevant external sources. The Roles and Domain of the Professional Accountant in Business,
which provides the definition and highlights the roles and responsibilities of management
accountants worldwide, was published in November 2005 and is available on the IFAC website
(www.ifac.org). The resource website is almost ready.
His role as a proponent for the management accounting profession began during his satisfying career at J&J where he became a true strategic partner in all his business endeavors for the
corporation and helped those who worked for him do the same. As part of this effort, he promoted IMA and the Certified Management Accountant (CMA®) and Certified Financial Manager (CFM®) credentials. He tells this story: “Ten years ago, Clark Johnson, then the CFO and a
member of the Board of Directors of Johnson & Johnson, had been elected Chair-Elect of the
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IMA. It had been one of his great desires to become the
leader of this organization. Unfortunately, Clark succumbed to illness during that year, and his dream was not
to be fulfilled. Many people don’t know that he continued
to work for J&J from his hospital room up until the end.
During those last weeks, I received a call from Clark, asking me to carry on his legacy of urging J&J to continue to
strongly support the IMA. He encouraged me to have the
J&J finance organization be active within IMA and use
the CMA and CFM certifications as one of the principal
approaches to maintaining a strong finance organization.
I think I’ve kept my promise.”

FROM ACCOUNTANT TO CFO
Brower joined Johnson & Johnson in February 1967 as an
accountant after earning his MBA degree from Lehigh
University that January. But in August, after just seven
months in the cost accounting department at J&J’s Eastern Surgical Dressings Plant, he was called into active
duty as a second lieutenant in the U.S. Army and spent
the next two years in the Combat Development Experimental Command (CDEC) in Fort Ord, Calif. “They were
developing and testing various military infantry tactics,
and I was assigned to an organization that was buying
scientific equipment in order to do those experiments,”
he explains.
Then one day in August 1969, just as he was finishing
his tour of duty, he decided to play a round of golf.
There, on the course, he met Laurie Hulla. They were
married September 1. “You have to make decisions quickly once in a while,” he smiles, as he recalls the whirlwind
courtship. “And now it has been 37 years. We have one
son, Andrew, who is a chef in New Hampshire.”
A short time after the wedding, Bill was back at work
at J&J, this time as a financial analyst in a project analysis
group in the Johnson & Johnson Domestic Operating
Company. He stayed with the DOC until 1977 in a variety of jobs. “Every two to three years or less, you get to
move to different jobs as you move up in the company,”
he explains.
At the end of January 1977 he was transferred to
McNeil Laboratories, Inc., where he was the marketing
controller for the recently formed Consumer Products
Division. Six months later, J&J created two companies
from McNeil Laboratories: the pharmaceutical company
and the consumer company. Bill became assistant treasurer of the McNeil Pharmaceutical Company and was
responsible for the entire operational accounting and
finance areas except shared services, which included
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accounts payable, accounts receivable, and credit. He
ultimately became the vice president of finance, CFO,
and member of the Board of Directors of McNeil
Pharmaceutical.

A STRONG NEGOTIATOR
In 1985, he became the vice president of finance and CFO
of McNeil Consumer Products (“the Tylenol company,”
he notes). It was during this part of his career that he
became heavily involved in business development “where
I did a fair amount of negotiation of various deals,” he
says. Over the next few years he was successful in leading
several product additions to the J&J portfolio. “I was
instrumental in the negotiation and formation of the J&J
joint venture with Merck for consumer products and
pharmaceuticals. And I was actively involved in licensing
the Benecol® business and acquiring the Motrin® Brand
for Johnson & Johnson. I think I did about 10 such deals
in total. Negotiating those deals was probably my strong
suit.”
He also acquired the LACTAID® Brand for J&J. “I
actually had responsibility to oversee the dairy business.
When we acquired the business, there were 18 domestic
dairies that were producing the product on a regional
basis, and we had to renegotiate all those contracts. Ultimately we consolidated everything so we had one national supplier covering all of the United States,” he notes.
In 2000, Brower became CFO and VP of finance of the
J&J Consumer Pharmaceuticals and Nutritionals Group.
In this role he oversaw the Consumer Pharmaceutical,
Nutritional Products, Specialty Pharmaceutical, Women’s
Health, and Urology franchises.

DEVELOPING FINANCIAL TALENT
Along the way, he became proficient at developing financial talent within his areas. An exemplar of the J&J leadership model that emphasizes business expertise,
outstanding ethics, adherence to core values, analytical
thinking, good communication skills, good interpersonal
skills, and curious minds, Bill took pains to help others.
“J&J has a relatively sophisticated succession planning
process,” he says. “Each subsidiary goes through this
process, as does the corporate level. We identify and rate
everyone based on their people skills, performance, and
potential. In a two-day session twice a year, managers talk
about the analysts and the controllers discuss the managers. CFOs are rated at the corporate level. It’s a collective discussion, and, after the assessments are made,
employees are given feedback. We identify the top talent

and then go through their development needs, rotation
needs, training program, areas needing development.
Then supervisors encourage their people to follow the
group’s suggestions.”
Employees are also encouraged to continue their education whether it’s obtaining an MBA or pursuing a certification such as CPA, CMA, or CFM. “J&J provides an
incentive to get certified,” Brower says. “For the first certification, you get a 5% bonus up to $5,000 for obtaining it.
The company also pays for educational materials and
review courses and encourages candidates to take the time
to study. Those who continued their education and selfdevelopment were the most likely to be motivated to succeed in their jobs and further their careers,” he adds. By the
time Bill retired, well over 50% of the professional staff at
McNeil held a certification (equally split between CMA
and CPA, and some people held both), and about onethird of the J&J senior finance leadership had gone
through McNeil and worked for him. “I was pleased,” he
says modestly.

CERTIFICATION IS CRITICAL
Although J&J had always been involved in IMA, Bill says
he didn’t join early in his career because of his busy work
and home schedule. “But then one day I went up to corporate and had a discussion with Clark Johnson, who at
the time was corporate controller of J&J, about one of my
recent acquisitions. He leaned back in his chair and said,
‘You know, I’ve always assumed you were a CPA.’ And I
said, ‘Well, no, I’m not a CPA.’ So he said, ‘Do you have a
CMA?’ He was chair of the ICMA Board of Regents at the
time. When I said I didn’t have a CMA, he suggested, ‘You
ought to think about getting it.’ So I went home, thought
about it, and decided I’d better become certified. It was
1985, and I signed up for all five parts of the CMA exam
and studied for about a month. After the exam, I walked
out thinking, ‘If I didn’t pass at least two parts, I don’t
want to do this again.’ But luckily I passed all five parts
and earned my CMA,” he laughs.
Since then, Brower has been an active IMA member,
serving on the National Board of Directors, as chair of
the Education Committee, member of the Strategic Planning Committee, a trustee of the Foundation for Applied
Research, a governor of the Stuart Cameron McLeod
Society (SCMS), and now as chair of the Board of Directors’ Governance Committee. He also served on the
Board of Regents of the Institute of Certified Management Accountants (ICMA®) for six years, participating in
the development of the computerized, on-demand CMA

exam and the CFM exam. (He sat for the initial CFM
exam in 1996 and earned that certification, too.)

WHAT’S AHEAD?
Now it’s time to promote IMA and help move the profession forward, Brower says. “There are four things I want
to concentrate on this year,” he notes. “One is to make
sure we maintain the highest standards for our certification programs. Two is to expand internationally through
our certification programs in order to increase the reputation and impact that IMA is having on a global basis.
Three is to continue the revitalization of our professional
education programs, and four is to increase our membership domestically so that IMA can have a strong voice in
the profession.”
Regarding the exam, he explains: “In order for the CMA
exam to be valuable to both the individual and the business, business has to know that the people who pass the
exam are going to be excellent professionals…. It needs to
represent a significant hurdle so that the people who pass
truly are excellent accountants or excellent finance people.
So it’s critical to maintain a very high standard for it.”
Regarding membership, he says: “People have to recognize that our voice is only as strong as the number of
members we have. It’s critically important that IMA have
a strong voice, so it’s critically important that our members support IMA. The $185 a year isn’t a lot of money to
support the profession and to have a strong voice representing the professional accountant in business.
“Many members underestimate the importance of having a reputation for advocacy to move the profession forward,” he continues. “It’s a little like why I’m a member of
the U.S. Golf Association. I don’t think I’m ever going to
participate in one of their tournaments, but because I’m
an active golfer I feel it’s important to support that organization since it maintains the codes and standards of
golf. As an IMA member, I expect IMA to be an advocate
for accountants in business, to make our lives easier, or to
impact the SEC [Securities & Exchange Commission] or
the FASB [Financial Accounting Standards Board] on
things that are important to professional accountants in
business. IMA needs to do this on a global scale.”
Bill Brower will do his best to make sure this happens.
“Just as I made a promise to Clark Johnson 10 years ago, I
will make you a promise today. I will do my utmost to
strengthen the IMA, support our strategic initiatives, and
increase our visibility. I strongly believe that, by following
our strategic plan, IMA can and will advance the profession of management accounting.” ■
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