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They make everyone, especially man-
agement, see that ergo is doable. When 
something seems doable, people are 
more apt to do it. Easy wins also save a 
company money by simultaneously re-
ducing risk (i.e., potential injuries) and 
using low-cost solutions that barely dent 
the budget.

Another great thing about easy wins 
is that they can be used to help so many 
people. Think of all the people who 
have to push, pull or carry something 
in their work areas. If you focused your 
time on putting wheels on all items that 
are moved manually or designing carts 
people can load so they no longer have 
to carry items manually, the risk you 
could reduce would be enormous, and 
buy-in would shoot through the roof. 
Figure 1 details a variety of easy-win 
solutions, while Figure 2 shows the ben-
efits of base hits to building your nascent 
ergonomics program.

Lesson 2:  
Recruit undervalued players
Beane couldn’t afford expensive play-
ers. Home run hitters and famous names 
always come with a price tag, one that 
Beane knew his payroll couldn’t sup-
port. Instead of looking for the Barry 
Bonds and Derek Jeters, he looked for 
undervalued players who other teams 
dismissed. 

He signed differently, picking un-
orthodox, past-their-prime and even in-
jured players that his scouts vehemently 
opposed. Yet Beane saw value in them 
and had a hunch they’d pay off. 

Many ergonomics programs use teams 
to help drive change. Often the teams 
are made up of technical specialists, such 
as engineers and EHS (environment, 
health and safety) professionals. The 
thinking is that these individuals have a 
technical skill set in ergo and thus are 
best suited to lead ergo teams or com-
prise the majority of the team. 

While this logic holds true for com-
plex problem-solving that involves 
highly engineered solutions, if your 
goal is to create real culture change, you 

want people who can naturally influence 
those around them. Solving ergo prob-
lems is actually a portion of an ergo pro-
gram. Educating the masses and gaining 
buy-in are probably the more difficult 
tasks ergonomists face. Therefore, look 
for natural influencers who you can turn 
into advocates and teachers. They will 
get your program on base. 

Undervalued players include adminis-
trative assistants, interns and co-ops and 
the shop technician.

Administrative assistants: It al-
ways amazes me how overlooked this 
group always is. Few of us have that 
golden ticket needed to walk right into 
the C-suite boardroom. However, ad-
mins are powerful allies because they 
can keep you out or help you get in.

Admins know who’s in the know and 
can point you to the right people you 
need to access. They are their organiza-
tion’s pulse because they have to know 
what’s going on at all times in order 
to keep business moving. Put them on 
your team and arm them with as much 
information as you can. They can serve 
as honorary campaign managers, guid-
ing you through the ins and outs of the 
business, booking you gigs in hard-to-
access meetings and protecting you from 
harm’s way. 

Best of all, they will get your back and 
be your voice when you aren’t there to 
speak for yourself.

Interns and co-ops: If there ever 
was a group of passionate hopefuls, this 
is them. They are looking for a job and 

know that they have limited time to 
prove themselves, so use that motivation 
to your advantage. 

They also are a much more cost-ef-
fective hire than a consultant or staff er-
gonomist. Use them to help teach classes 
and simple ergo lessons. This will free up 
some time for you and give them much-
needed experience. 

To this day, my best ergo team mem-
ber was a 22-year-old industrial engi-
neer intern who took everything he 
learned about ergo and spread it like the 
gospel across his 200-plus-person man-
ufacturing business unit. 

It wasn’t his years of experience or en-
gineering degree that influenced people. 
(He was actually a biology major.) It was 
his drive and ambition to create a place 
where people didn’t get hurt when they 
came to work. 

He was undervalued, but his level of 
influence with the mechanics was high-
er than any of the senior full-time engi-
neers in his department. Eventually he 
was hired full-time and quickly moved 
up the ranks to manager, all while start-
ing three ergo teams, mentoring several 
Ergo Cup teams at the Applied Ergo-
nomics Conference and winning the 
company’s internal ergo competition 
twice. 

Technical skills are great, but I will 
take work ethic and drive over skill level 
any day when it comes to creating cul-
ture change. 

The shop technician: If the key to a 
man’s heart is through his stomach, then 
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Hitting your way to glory
Going for base hits instead of home runs can generate simple solutions, which are 
a great way to spread the value of your nascent ergonomics program throughout the 
organization.

Hurdle Solution
Buy-in They are easy to implement, so management is more apt to 

support them.

Budgets Simple solutions don’t cost much, so it is easier to obtain 
funding for these projects.

Workload Easy wins often affect large numbers of people, so multiple 
areas of risk can be reduced for relatively low effort.


