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nized into self -directed work teams. He expects 
the crews to be suffi ciently empowered, so that 
when they encounter a problem, they solve 
it. They understand that they are suffi ciently 
empowered to solve the problems they experi-
ence.

I said, “I wish you could come with me to compa-
nies who are planning to implement Lean. This 
becomes the excuse for dismissing me.” Often 
they say, “We don’t need Turbo; we are trained in 
Lean.”

I inquired, “How did you get along with the former 
owner? It seems from your story that you were 
incompatible.” His response; “We had a love-hate 
relationship. She needed me, I needed her.” He 
went on to say, “What turns me on is creating 
breakthroughs, creating improvements, maximiz-
ing performance, genuinely seeing continuous 
improvements in the processes that create value 
for our owners and customers.”

What turns you on – the process or progress?

Recently I met with the president of a manu-
facturer in south central Oregon. They have 

over 2500 product SKUs in their offerings. Every-
thing they manufacturer is made-to-order. They 
promise their customers a 10-day turnaround. 
I asked him how many SKUs are on a typical 
pallet. He told me when a truck pulls out of the 
yard it is loaded with 250 SKUs. To manufac-
turer this variety of products requires over fi fty 
different raw materials from almost as many sup-
pliers. He said, “The trick in our business is to 
do $100 million a year in sales without keeping 
$100 million tied up in inventory.”

This is a reminder for us all that one of the key 
result areas for senior executives in every busi-
ness is minimizing inventories while maximizing 
sales and shortening lead times. We must do 
this without customer service suffering. In other 
words, delivering on time, every time, to all cus-
tomers. In our “just-intime” world where our suppli-
ers are managing their inventories for maximum 
turns, this becomes increasingly challenging.

The part of the interview that was most pro-
vocative for me was learning how enamored 
the former owner of the company had become 
with Lean manufacturing. The new president 
told me that they had had numerous Kaizen 
events. Everyone was trained, retrained and 
cross trained in the principles of Lean. The prob-
lem, as he put it, was that “when the water got 
low and the rocks were exposed” and it became 
quite clear that it was time to make changes in 
processes, roles or personnel, the owner would 
say, “Let’s go to lunch and talk about that next 
week.” Nothing was ever done. When business 
was good (up to the fall of 2008), that worked. 
“A good economy covers a multitude of sins.” 
When the economy slowed and sales dramati-
cally dropped, all of the Kaizen events stopped. 
After 40 years, the company fi led for bankruptcy. 
The owner sold what assets were remaining to 
investors. The new owner promoted him to presi-
dent.

As president, he has restructured the company; 
the former supervisors are now working on pro-
cess improvements; all of the crews are orga-
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Introducing Turbo’s New
Strategic Execution Summit (SES)

Your executive team executes at record high levels.

A dynamic, aligning process to blend your manager’s
energies and leverage your collective strengths.

·  Craft a compelling “Vision of Victory” to blast 
past the “stories” that block the forward thrust of your 
team.
·  Create a galvanizing mission “slogan” that moti-
vates, builds pride, and pulls your entire organization
together.
·  Defi ne excellence for every role.
·  Develop individual, specifi c 3-step action plans to
ensure performance matches agreed-to measures of
excellence.

SES creates aligned energy to ensure the
highest levels of execution.

 


