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Our Path to Premier PerformanceTrane: Our Mission



Our Journey by the Numbers
Measure 2014 2019

Basic Lean Training 41 1138

Problem Solving 
Training

25 333

Advance Lean Ldr
Training

n/a 6

OpEx Support 1 23

Districts under 
transformation 1 22

Product Segment 
which used Lean 
Tools to grow 

12M 85M



Leading on the Edge: The journey from 
Factory to Sales was not an easy feat

 Same resistance to change, different audience
 Prove results with small experiments – earn the right to grown and expand!

 One Resource
 One Team / Area
 One Geography or District

 Apply lean principles in new creative ways – concepts and tools DO transfer.  
 Don’t forget to document and the power of story telling!
 Don’t wait for perfect, try SOMETHING NOW!



My Lean Leader Journey: 
Running a Business Segment 

with Leader Standard Work
Eric Simon 

Energy Services & Controls Leader, 
Trane Tennessee/Mississippi District



Best 
in the 
World

Traditional 
Management

Routine

Working Through Cross-
Functional Teams

The Leadership Challenge

40% 
Daily Operations

20% 
Daily 

Operations

60% 
Fire Fighting

20%
Fire 

Fighting

60% 
Continuous Improvement

This is not desirable 
or sustainable

The Role of Operational 
Excellence.



The Role of Operational 
Excellence.

Best 
in the 
World

Traditional 
Management

Routine

Working Through Cross-
Functional Teams

The Leadership Challenge

40% 
Daily Operations

20% 
Daily 

Operations

60% 
Fire Fighting

20%
Fire 

Fighting

60% 
Continuous Improvement

How do we 
get here?



What is Leader Standard Work?
A structure and routine for defining what to do, when to do 
it and capture if it was completed, all with the goal of 
driving business results and developing people. 

A list of standard activities that a leader performs on a 
daily basis to run and improve the business for the benefit 
of our customers and employees.

Includes:  
what to do
when to do it 
how long it should 
take to do it
how often to do it, 
and…
did I do it? 



Leader Standard Work:
Example



Getting Started
What you will need:

• A sheet of paper

• A pen or pencil 

Create a daily log of tasks:

• For each day write 
down 2 tasks you need 
to accomplish that day

• Check off each task as 
it is completed

• Do this for 4-8 weeks

Instructions:
• Fold paper in half

• Fold paper in half again

• Write the Day & Date 
and 1 & 2  



Create Your Initial Draft of LSW
o  Incomplete

 Complete

Mon Tue Wed Thu Fri W/E Daily/Weekly Standard Work hrs

□ □ □ □ □ □ Procurement MDI (day may vary) 9:30 1.5

□ □ □ □ □ □
□ □ □ □ □ □ Item Master Mission Control 9:00 0.5

□ □ □ □ □ □ Employee Data Mgt Mission Control 9:30 0.5

□ □ □ □ □ □ Employee Data Mgt MDI 10:00 0.5

□ □ □ □ □ □ Procure to Pay Mission Control 1.0

□ □ □ □ □ □ Preferred Supplier Mission Control 1.0

□ □ □ □ □ □ Materials Mgt Mission Control 1.0

□ □ □ □ □ □ Global Design Mission Control 1.0

□ □ □ □ □ □ Build GDP Agenda 0.5

□ □ □ □ □ □ Goal Deployment Meeting 9:00 1.0

□ □ □ □ □ □ GDP Minutes / Action Plans 0.5

□ □ □ □ □ □ 9SPS Coaching - HR 10:30 0.5

□ □ □ □ □ □ 9SPS Coaching - HVAC Parts 0.5

□ □ □ □ □ □ 9SPS Coaching - Procurement/AP 0.5

□ □ □ □ □ □ RIE Report -outs - Vary each week 1.0

□ □ □ □ □ □ Dublin CoE Review - Set Direction 0.5

□ □ □ □ □ □
□ □ □ □ □ □ Trading Hub - shared with Joe 10:00 1.0

□ □ □ □ □ □
□ □ □ □ □ □

Mon Tue Wed Thu Fri W/E Health / Family Std Work

□ □ □ □ □ □ Exercise - Walk, Ski, Tennis etc… 0.5

□ □ □ □ □ □ Call Mom or Sibling 1.0

□ □ □ □ □ □ Pick-up kids from activities 6:15 0.5

Mon Tue Wed Thu Fri

□ 7:00 1.0

□ □ □ □ □ 0.5

□ 1:00 0.5

□ 8:00 1.0

□ 0.5

□ 1.0

Wk-1 Wk-2 Wk-3 Wk-4 Wk-5 Monthly Standard Work

1.0

8.0

8.0

1.5
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OEDP for Item Master w/Joe/Christy

Standard Work -  Functional Op Ex Leader / GDP Leader

Comments regarding Standard Work

Core Team Incidental Meetings

Highlights for Newsletters & Capability review

1:1 with Key Stakeholders (1/week)

OEDP for Employee Data VS 

ACTIONS (New or Need-to-Get-Done), Questions, Observations

Materials Council - as invited + biweekly - Joe

Core Team Meetings - various days

Biweekly 1-on-1's  Direct Reports - Development

Op Ex Town Halls

Email Archive

Calendar review for upcoming week

Review PMP & Dev. Plan - update TMS

GISC Town Halls w/ Todd

Earnings Leadership Town Halls

External Gemba Walk/VS Walks

 ● Purpose is to create consistency in performance by creating a standard or routine

 ● Include activities needed to deliver results by Coaching VS, MDI, 9SPS and building relationships to influence  the culture & business outcomes

 ● Develop people, develop people, develop people.  Practice 2nd position language to show empathy.

 ● Go to gemba with focus: see SW in action, find waste, pulse organization, address an issue, etc.  Don't go alone.  Go see. Ask Questions.  Show Respect.

Du
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on

Tim
e

Global Procurement LT Staff Meeting

Danny & James Wood 2:1 - 4th Wednesday

End of Week - Self AssessmentQuarterly Standard Work
Team F2F Meeting

Steering Team Meeting - Employee Data

Quarterly Benchmark Calls w/Lamach

1:1 with Griselda -3rd Monday

  Week:  Where there is no standard, 
there is no improvement.

Weekly Follow-up Standard Work

Expense Reports



Lessons Learned: What has worked?
• Have and use a coach

• Print it out and fill it out by hand

• Carry it with you

• Share with peers

• Keep a copy of past LSW

• Use to balance workload

• Help to identify waste



Lessons Learned: What were the Challenges?
• Overcommitting in initial drafts

• Keeping it going – sustaining the use of the tool

• Updating as responsibilities change

• Addressing schedule irregularities – week of training, travel days, etc. 

• Standard Work activities did not consistently align with business goals



Lessons Learned: Next Steps
• Align LSW with Goal Deployment Process to include what is important 

– Does it drive business results?

– Does it improve customer value?

– Does it help develop people?

• Have leaders post their LSW as part of our Visual Management

• Create Standard Work documents for each activity included in LSW

• Use LSW to define and train for success in each role



Parting Advice on Leader Standard Work
• Commit to getting started

• Carry it with you

• Share it with others

• Update it frequently



My Lean Leader Journey: 
Running a Business using Goal 

Deployment Tools
Eric Rodgers

Service Solutions Leader, Trane Chicago District







Using the X Matrix tool enables stronger goal deployment





Systems Sales MWI Light Commercial 
MDI  MWI



We have more opportunity to use lean tools to improve our business. It will not be easy. 
Here are some highlights:

Sustaining and driving forward in all of our locations using Business Operating System (BOS) 
Deployment Plan Strategies

Empowering all employees to step up as peer leaders and lead with these tools

Creating lean career paths and lean learning paths for our sales employees

Hiring Operational Excellence resources into territory and other leadership teams

Ensuring we promote and hire leaders who demonstrate strong lean leadership 

Leading on the Edge: 
Lean is a Journey not a Destination



Thank You!

Your opinion is important to us!

Please take a moment to complete the survey using the 
conference mobile app.

Session No: WS/28 
Trane Takes Lean Beyond the Factory

Katie Kelly, Tyler Kidd, Eric Rodgers & Eric Simon
Trane / Ingersoll Rand

kdpogue@irco.com


