
 

The Law of Building a Winning Team (Part I) 
Who Could Do What I am Doing? 

“In the end, a great leader is only known by the impact he or she has on others.” 
                                                                                                   -Jim Stovall 

 

 

Worst to First 

I can’t tell you how many times I’ve heard this conversation. “We need you to come and motivate 
our sales team. They won’t follow up with contacts. They don’t do anything beyond dropping off 
a flyer in a customer’s business. They don’t keep a full list of prospects to contact. They just don’t 
put out the effort to get their sales numbers that we want.” 

When I hear these statements, I know in my heart what the problem is. Most of the time it isn’t 
with the sales associates themselves. It’s with the expectations they perceive from the manager or 
the company they are working for each day. They have learned through their experience that if 
they do the minimum amount of work, they will keep their jobs and can continue what they’ve 
been doing.  
 
Sooner or later, your employees will know they have to do something more, so occasionally they 
produce results, but the overall picture is less than you expect daily.  I can help, but it involves 
conversations with more than just the sales team. It involves all the leadership of the organization.   
 

People will only do the minimum expected of them  
if the leadership commitment level is low. 

 
I’ve discovered that if the leader or manager doesn’t reinforce their goals and practices on a regular 
basis, then the team who follows with them will almost never produce the results expected. 
 

The Law of The Winning Team: Great leaders know how to find people who possess 
the skills they don’t and have the ability to position, empower and send them out. A 
team of skilled people can never succeed beyond the abilities of the leader to allow them 
to do so. We raise the team by raising the expectations of each player, equipping them 
and setting them free to succeed on their own. 



Example: How can a sports team with a losing record change that around with the addition of a 
new coaching staff? In 1991 my hometown Atlanta Braves not only went from “worst to first,” but 
came within one game of winning the World Series. The major changes were new management 
who knew what a winning attitude looked like. The biggest change came in the addition of 
someone who didn’t work in the dugout or on the field… General Manager John Schuerholz, who 
was hired in 1990. 
 
Bobby Cox had been the General Manager in the front office for several years with a losing record 
on the field. He brought in Schuerholz and went back to the field to personally manage the team. 
For the next 15 years Cox and Schuerholz’s teams finished as Divisional Champions every year 
except the strike-shortened 1994 season… an unparalleled record in franchise history. 
 
Together, Schuerholz and Cox brought in coaches who could manage one of the best pitching 
staffs in the league (Glavine, Maddux, Avery and Smoltz) and they built the team with great young 
players (Justice, Gant, Sanders and Chipper Jones). Cox moved players to positions they could 
excel and let them do their jobs. He fought for his players behind the scenes and on the field (Cox 
holds the record for ejections from Major League Baseball games). 
 
Schuerholz’s and Cox’s abilities to select, position, play, motivate and support their players 
propelled the Atlanta Braves to one World Series win in five appearances. The two of them hold 
many records for wins and post-season appearances.  
 
 
Here’s the key point: Many of the players who excelled under their leadership had played for 
other teams without the results these two men got from them. Because of their team leadership, 
both Schuerholz and Cox were inducted into the National Baseball Hall of Fame. 
 

“Successful people have discovered what they are good at doing. Successful leaders have 
discovered what other people are good at doing.”  

-John Maxwell 
 
If a team is not excelling, but could with the proper motivation, it may not be their fault… in fact 
it probably isn’t. They may lack the motivation and support they require to be the best they can be. 
They need leadership that selects, positions, supports, and promotes their abilities in action.  So 
what can you do? 
 
 
Where are Your Weaknesses? 
I have spent years hearing supervisors, managers and instructors telling me that I should work on 
my weaknesses so I will be a well-rounded leader and individual. But I have learned that the 
areas I lack in leading will never be as great as my strengths. I tended for years to recruit people 
who were just like me.  
 

We like people who are more like us. 
 



I was frustrated not seeing the results I wanted because I couldn’t get the people who were like me 
to do what I didn’t do well… Be detailed, process decisions and navigate unknown territory. I am 
a conservative risk-taker, so I usually wanted people who were bold at risky decisions. But I 
usually enlisted people who were cautious just like me. My leadership suffered until I learned to 
emphasize my strengths and delegate/recruit for my weaknesses.  
 
President John F. Kennedy enlisted a strong cabinet who supported him and had strengths in areas 
that he lacked in. Many of his great accomplishments were because he had a good team of leaders 
who stood together and made him look great. He is remembered as one of the best presidents in 
modern times because he knew how to build a team that was strong in his weaknesses. 
 

Great leaders constantly ask, “Who could be doing what I am doing?” 
 
If you want a winning team that doesn’t need to be kick-started each day, who reaches and excels 
in their goals, who makes you look great and grows the organization, you need to find out where 
you are weak and hire in that direction. Supervise these people by giving them the authority to do 
the jobs you find difficult, mundane, or tedious. 80% of success is at the front door in recruitment. 
 
Each task you do should be examined carefully. Ask yourself who could be doing this right now 
in my place?  Ask yourself what you could be doing for your organization or team if someone 
capable was doing the daily tasks that are hindering your progress. Ask yourself how long you 
plan to keep doing tasks and skill jobs that you dislike but do because nobody else will do them. 
 
 
Greater Leadership 
Finally, ask yourself WHY you do these tasks… because you distrust someone else to do them? 
Do you perform certain tasks because you feel needed, or like the reward for accomplishing them 
alone? Is it because you know that nobody else will do them if you don’t?  
 
If you answered, “Yes” to any of those questions you are in a cycle that will repeat until you decide 
to stop.  
 

To increase your leadership to the next level, you must give up something. 
 
Great leaders are delighted when the job gets done and the team excels because of they are 
empowered. They don’t desire to cross the finish line alone. They constantly point to a great team 
they have assembled, equipped, and given the authority to do the job with pride. They know that 
when the team wins, everyone is motivated, momentum is created, and all the usual problems 
become speed bumps in the road rather than obstacles. They have time to develop their strengths 
and become greater. 

What is prohibiting you from releasing some obligations that you think only you can accomplish? 
What will it take to enlist, organize, equip and liberate you from the jobs that are wearing you out 
now? What responsibilities are you afraid to surrender to others? I heard the comment that nobody 
on his/her deathbed ever said, “I wish I had spent more time on my business.” 



Our ability to release the unnecessary items on our agendas and equip/lead people to excel will 
determine our effectiveness as leaders. It will also determine our organization’s value, impact, 
and success. How well we lead is the measure of how well we succeed. 
 
Part 2: The Winning Team: Building Motivation and Momentum: Nothing Can Stop a Train! 
If you fight for your team, they will fight for you. 
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