
30   ISE Magazine  |  www.iise.org/ISEmagazine

Er
go

 m
on

ey
ba

ll

for this disconnect and show them that 
what we do can add huge value to their 
profit margin.

Here are some ways to play the er-
gonomics game differently so that you 
score some real wins:

Make ergonomics the business of 
economics, not injury prevention. 
Predicting injuries is hard. Predicting if 
they will happen, who they will happen 
to and how much they will cost if they 
happen is near impossible, so stay away 
from using it as your main argument. 

Instead, talk business when it comes to 
selling ergo. Business thinking involves 
return on investment, labor hours, over-
time and rework. Those are the terms 
the executives understand, so start talk-
ing their language. Show ergo solutions 
that have reduced overtime or taken a 
two-person job down to a one-person 
job. Give the dollar savings associated to 
the reduced rework and product dam-
age that were associated with your ergo 
solution. 

These are hard, concrete finan-
cial gains for the company that can be 
measured, and it’s hard not to buy into 
something that can generate real money 
savings.

Don’t make budgets the issue. 
Ideally, we all want large budgets to fix 
problems. However, not every ergono-
mist is lucky enough to have such a pile 
of money. Don’t let this frustrate you. 

Sometimes adversity is just the thing 
you need to stir up those creative juices. 
Just think “design on a dime” and make 
the lack of money be an initiative for 
people to come up with cheap solutions. 
Challenge your ergo teams with ways to 
solve problems with a budget of $500 or 
less. You will be amazed at the creative 
ideas you get. 

I once designed an ergo challenge for 
a company symposium that had more 
than 300 attendees. My team and I 
had been working on a historical prob-
lem that was difficult to solve, and we 
didn’t have funding to hire a consultant 
for ideas. We needed a fresh set of eyes, 
a person who could see what we were 

missing. The plan: We would open up 
the problem to the 300 minds in atten-
dance and offer two tickets to a local 
theme park as the prize for the best idea. 

The result was more than 100 ideas, 
complete with drawings, instructions 
and comments on how to implement 
each idea, all within eight hours and for 
less than $250. Now that’s econo-ergo.

Partner with other initiatives. 
Sustainability is taking a much-needed 
front seat in the minds of corporate 
leadership teams. Customers want green 
products and expect corporations to be-
have more sustainably, so going green is 
getting a lot of attention. 

Does this make you green with envy? 
Don’t let it. Remember, if you can’t beat 
them, join them. Challenge your ergo 
teams and see if they can solve some 
ergo problems by using reusable ma-
terials found on-site. Use items in the 
warehouse or dumpsters that appear to 
be trash but are actually a gold mine of 
raw materials. 

Pallets can be broken down and the 
wood used as risers for workbenches or 
made into seats. Scrap leather, foam and 
textiles can be used to soften areas where 
contact stressors occur, such as on table 
edges and on hard seating. By partner-
ing with the sustainability initiative, 
you teach people how to design from a 
whole brain approach, considering cost, 
the environment and the person all in 
one. 

It also gives your program visibil-
ity since making ergo-green solutions 

shows you have creativity and initiative 
and that you are teaching others the val-
ue of protecting the planet. 

Figure 4 shows the benefits of playing 
differently.

Break the mold
In 2002, the A’s went on to the playoffs 
and became the first team in more than 
100 years to win 20 consecutive games, 
all because they decided to play the game 
differently. Beane’s method worked, and 
he was offered a multimillion-dollar 
contract to lead the Boston Red Sox but 
declined, choosing to stay with the A’s. 

By utilizing undervalued players, go-
ing after base hits and not home runs, 
and playing the game differently, your 
ergonomics program can be successful 
like the Oakland A’s. Just be willing to 
get on base. 

Davana Pilczuk is the founding ergonomist 
and corporate ergonomics manager for Gulf-
stream Aerospace Corp. She earned the Cre-
ativeness in Ergonomics Practitioner of the 
Year Award at the 2012 Applied Ergonomics 
Conference for her unique approach used to 
create culture change. She has consulted for 
large companies and teaches universities and 
medical schools about the value of ergonom-
ics. She received her bachelor’s degree from the 
University of Miami and her master’s degree 
and doctoral degree from Auburn University. 
Gulfstream’s ergonomics program is frequently 
benchmarked by Fortune 500 companies for 
its high level of employee engagement and 
management buy-in.
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Alternative strategies
The benefits of playing differently can make all the difference in whether your 
ergonomics program succeeds.

Hurdle Solution
Buy-in • Partner with other high visibility programs and initiatives so 

your program is constantly visible throughout the company.
• Learn to use business terms when selling your program.

Budgets Teach people how to be resourceful by using existing raw 
materials found on-site to make ergo ideas.

Workload Set up fun challenges and competitions to get employees to help 
solve problems with you.


