
 

 

 

Motivating Teams to Change Major Processes 
 

As a Finance & Planning Manager, Bob Uberti was responsible for running the annual physical inventory 

for each of his wholesale building materials sites. His peers were responsible for their sites. He had 

developed a reputation for running excellent inventories, so when one of his peers quit thirty days 

before a physical inventory, he was asked to come in. 

 

Physical inventories in this business are traditionally low tech and labor intensive. The history of this site 

was that it normally took them four days to count their inventory. That involves about $12,000 in 

overtime and about a 30% reduction in sales for two days.  

 

He told the team that if they did as he said, they could get it done in two days, with no lost sales and 

about $1,000 in overtime. They didn’t believe it could be done, so he had to motivate them. First they 

had to prepare. There were a lot of things that needed to be done before the counting began. 

 

• He got them to sell or scrap all of the material that hadn’t sold in a year so that they didn’t have 

to count it. They wanted to keep it just in case, but he convinced them to sell it. He got rid of 

weathered products.  

• He had to show them the benefits of taking the time to accurately and completely label each 

item. 

• On the days of the count, he took charge and the team did it his way. He made full use of 

everyone that was available so that no one was sitting around waiting. He got rid of wasted 

time. 

 

As a result, the inventory ran like clockwork, and they got an extremely accurate count. They spent 

about $800 in overtime, and finished in 40 hours. They took notes, and changed their processes so that 

they never had a 4-day inventory again. 


