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S

anta Barbara business consultant Kate Ludeman,
and her business partner-husband, Dr. Eddie
Erlandson, both strongly believe that integrity and
accountability are essential ingredients in creating
effective business leaders. Even without considering
the recent climate of corporate scandals, demand for
their corporate coaching service, embodied by their
firm, Carpinteria-based Worth Ethic Corporation, has
been strong.
Last week the management team of Caw Networks,
from Silicon Valley, flew to Santa Barbara to meet
with Dr. Ludeman and Dr. Erlandson to discuss
strategies on integrating executive personnel in an
acquisition. Caw is being acquired by Spirent
Communications, a network technology firm based in
Camarillo.
Dr. Ludeman, formerly a vice president of human
resources at a Silicon Valley firm, started her corporate coaching and consulting business in 1989. She has
a Ph.D. in psychology and is the author of several
management books, including the "The Corporate
Mystic."
She has coached a variety of executives, at an
impressive roster of Fortune 500 companies, including
Motorola, AT&T, Adecco and GE. In particular, Dr.
Ludeman has worked closely over the past seven
years with Michael Dell, CEO, and some of his top
executives at Dell.
Reflecting on her motivation to coach, Dr. Ludeman
said, "I realized that if I worked with people at the top,
I'd have a big ripple effect, because when decisions are
made at a management level, it can affect thousands of
people."
Another recent client, the Defense Logistics Agency,
supplies the armed forces to help them carry out their
combat missions. DLA hired Worth Ethic to help its
management team become a more responsive, proactive force to cope with the changed national security
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landscape since the events of Sept. 11.
Dr. Ludeman and Dr. Erlandson, who joined the
firm after marrying Dr. Ludeman, concentrate on
helping corporate chieftains become better leaders.
Often the companies they consult with are experiencing communication problems, even interpersonal conflicts within their management team.
In times of transition, whether it involves a corporate acquisition or implementing a new company-wide
software system, these management misunderstandings can become real business liabilities, according to

Dr. Ludeman. Worth Ethic begins the consulting
process with a 360 assessment, which involves indepth
interviews with 20 or 30 people who work closely with
the executive being coached. "This allows us to give the
executive accurate but confidential feedback about the
effectiveness of his or her style and areas that most
need to be changed," she said.
Early in her consulting career, Dr. Ludeman
recalled joking to a colleague that what she did for a
living was to "humanize the jerks of the world."
Although what passed for acceptable management
behavior (screaming and yelling) has softened consid-
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erably in the last 10 years, according to Dr. Ludeman,
people issues remain a common obstacle in management progression. Top managers at large corporations
are often "hard drivers and very analytical people, who
in some cases are missing the sensitivity gene."
"One of the skills that we emphasize is developing
emotional intelligence," she said in explaining corporate
coaching. "It wasn't a commonly known term 10 years
ago, but it is an important part of teaching executives to
get the most out of their employees."
When it comes to corporate miscommunication,
Worth Ethic stresses that the leader take full responsibility. "It requires a subtle but significant shift in perspective," said Dr. Erlandson.
When an executive is not getting the desired result
from his team, Worth Ethic attempts to shift the focus

from the blame game to more constructive ways of
resolving the impasse.
It's getting the executive to stop saying, "If you would
just do things differently, we wouldn't be having this
problem," said Dr. Ludeman, and instead say, "I am a
part of the problem, and therefore must also make a
change to get the desired change from this employee."
After conducting her extensive "360s," Worth Ethic
brings the management team together in a workshop to
discuss the survey results and begin dialoguing on the
improvement process. The final phase involves one-onone coaching, usually with the CEO and key members
of the executive team.
Among the many observations Dr. Ludeman has collected in watching corporate behavior is that executives
who deal well with their own organizations and stress
their own commitment to honesty and integrity, can
have problems relating to their peers with the same
level of candor.

S A N T A

B A R B A R A

N E W S - P R E S S

"Instead of taking a problem to a peer directly," said
Dr. Ludeman, "they often go to colleagues and complain behind their back, and in this way trust is undermined."
Gossip and other forms of protective behavior like
playing the blame game, politicking and lack of honesty
form a stew of inefficiency which Worth Ethic calls
"Corporate Sludge."
Dr. Ludeman and Dr. Erlandson point out that communication problems in corporate environments often
cross departmental boundaries and management layers,
making it difficult for any one individual to take decisive action.
They say corporate coaches show their value by
being unbiased outsiders, by bringing an objective perspective into a hidebound structure.
Dr. Ludeman recalled one client who was a hardcharging executive who never praised his subordinates
for all the good work they brought him, instead focusing only on problems. "He felt he was entitled to great
performance," said Dr. Ludeman. After coaching him
to become more appreciative, the executive did make a
dramatic change, and now reportedly his grateful staff
is less fearful and more productive.
Perhaps Dr. Ludeman's most famous client, Michael
Dell, is an example of how corporate coaching can
make a good executive a great one. Dr. Ludeman
described him as the perfect learner. "Michael is a
tremendously nice guy, he's very humble and has great
principles," she said. He was also very "coachable and
curious about new points of view."
In the end, success in coaching executives lies in the
quality of the response of the participants to change and
receive new information. Dr. Erlandson explained that
good coaching takes a willing partner.
"Are you open to change or do you respond defensively; that's what makes the difference," he said.
Contact info@worthethic.com or refer to www.worthethic.com
for more information.
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