
Everywhere we look, in the media and at work, we hear “teams.” Microsoft has even developed an 
entire teams platform and has an intense advertising campaign telling us the importance of teams. So, 
why are teams the rage? Why is everyone talking about and interested in having a team? There is one 
primary reason and five secondary reasons why teams work.

Teams Work Through Specialization

The ability to specialize is the primary reason and the most significant achievement of teams. The 
prestigious Academy of Management has even chosen the book espousing specialization (“The 
Principles of Scientific Management” by Frederick Taylor) as the most significant management 
contribution of the entire 20th century. Adam Smith’s book, “The Wealth of Nations” which introduced 
the idea of specialization in 1776, kickstarted the entire industrial revolution.

A surprise to most is that Ransom Olds (not Henry Ford) used the idea of specialization to originate 
the assembly line in 1901 to build his Oldsmobile Curved Dash. Henry Ford enhanced the idea when he 
created the first moving or rolling assembly line and used specialization to decrease the time needed 
to build a car from 12 hours to 1 hour and 33 minutes. That’s the power of specialization.

Why Specialization Works

It is THE key to efficiency, time management, and success in producing things. Briefly, what we do with 
specialization is create smaller tasks or processes and compartmentalize people’s behavior. 
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For example, the process of selling real estate has many steps. When these 
steps are done via a team, we compartmentalize the steps and have different 

people responsible for different steps in the process. One person “cold calls” to get 
people interested in working with a particular team to sell their house or buy another. 

A different person presents the listing presentation and yet another person “shows” people 
prospective homes to buy. Another person coordinates the listing or contract closing process to make 
sure all the necessary steps and information needed is obtained so the closing actually occurs. There 
can be many more steps, but you get the idea. People specialize to make a very complicated process 
happen as efficiently and effectively as possible. Without a team, one person has to do all these things, 
and aspects of the job may not get done correctly or may be missed entirely.

Secondary Reasons Teams Work

Improvement of Skills
Specialization gives people the opportunity to focus on a smaller set of skills as others do other tasks 
in the process. They also have the opportunity to do this small set of skills with greater frequency. 
Therefore, they can more quickly learn the tasks, and are motivated to do the tasks better, and since 
there are fewer tasks to master, they can more quickly and easily master the tasks. 

For example, all sales require some type of presentation to communicate the product or service. The 
more complicated or abstract the product, the more skill it takes to sell it. Specialization allows the 
organization to divide the selling process into smaller tasks that allow for the mastery and effective 
delivery of the “sale.”

Fosters Different Ideas, Creativity, & Innovation 
When people have different tasks, they also see things through a different lens. For example, people who 
have more D, I, S, or C in the DISC behavior style see different things in different ways. More specifically, 
if you specialize on showing a product, you see all the little facets of that product. When listing a home, 
you focus on the broad brush of how many bedrooms, bathrooms, and square feet it has, but you also 
focus on the amount of clutter, the color scheme, or the need to paint certain areas. If you are selling 
cars you focus on different aspects and features of the car; the technology, the entertainment, the 
comfort, the safety options. No matter what the product or process, different people focus on different 
ideas and become more creative and innovative on aspects of that product that help sell that product. 
I don’t sell homes or cars. I sell HR solutions. When I look at a home or a car I see very different things 
than the sales person. They use their different lens to be creative and innovative on helping me buy the 
product they sell. 

Increase Efficiency, Performance, Satisfaction, & Success 
Specialization allows for increased efficiency as we learn and master the fewer tasks more quickly. It 
allows for people to perform better, again, because there are fewer tasks to learn and master. A person 
who “cold calls” learns certain scripts to use depending on how the person they call on is responding 
to their call. They are more likely to succeed because of this and feel more satisfied with their work and 
job. 

As another example, a customer service representative frequently interacts with someone who is 
frustrated and sometimes angry. It is their job to cool down the emotions and to do what can 
be done so the customer leaves satisfied. If you specialize on a certain product or step in 
a process, you can more easily master ways to help the client and to decrease those 
negative emotions. There are certain characteristics that are needed to be a 



successful customer service representative, but dealing with a person having 
an issue with their bank can be very different than dealing with someone with an 

issue with their car or home. Efficiency, performance, satisfaction, and success are 
easier when we are specializing on a subset of a larger task. 

Decrease Stress & Burnout 
There are two aspects that affect stress and burnout. Both deal with the extent the job itself is perceived 
as being stressful. First, when we have a larger job with a larger set of tasks, there is a greater likelihood 
something will be forgotten or “fall between the cracks.” There is also a greater likelihood we won’t have 
time to do all the tasks. After all, we are probably less efficient with some of the tasks, since we don’t do 
them regularly or our behavior style is not well suited to do the task. These and other factors, increase 
stress and burnout. 

Second, is the extent there is a difference between our natural behavior and the behavior we have 
adapted to do our job. The job selection process needs to hire people with behaviors that match 
job needs and the motives that match the job’s culture. Selection processes that don’t use effective 
assessments tools are less likely to succeed. Additionally, we may have a boss that wants us to do 
things their way, which may be different from our way. The selection process may not be effective or 
we may experience changes in the internal culture or external environment that create a mismatch 
between the job and our behaviors or what motivates us. The more specialized the job, the less likely 
either of these two situations will occur. We are less likely to experience stress and burnout. 

Allows for Time Off 
Finally, being in a team allows us to take off from work. When we work alone and have to do everything 
ourselves, not working, usually means not making money. When we are In a team others are doing 
work while we take time off or go on vacation. Others can even be trained to do our work, allowing 
those tasks to continue in our absence. They may not do the job as well as us, but it still gets done. 
Additionally, many teams have more than one person who does the same task(s) as the person who is 
taking the time off. Either situation allows us to take needed time off for a vacation or personal needs. 

How Can Assessment Tools Assist in Team Effectiveness 

There are many ways effective assessment tools can assist in team effectiveness. Here are several: 

• First, effective hiring systems identify the characteristics needed by the employee to succeed 
on the job. Different jobs require entirely different characteristics for the staff to succeed and 
master the job. The process to determine these characteristics has many names, but we call it 
benchmarking. 

• Second, there is a need to realize the most effective benchmarks look at more than just behaviors. 
They look at behaviors, motives (what drives the behaviors), how people deal with emotions 
(emotional intelligence), how they deal with stress, and if a leader, if they have the right leadership 
characteristics. There Is no such thing as one type of leadership for all different leader situations. 

• Third, we need to be able to apply the assessment tool concepts to the different people needs 
within the organization. The entire hiring process, managing communications/conflicts/
stressors, building teams, coaching, and internal reassignment (usually advancement) 
as well as external transferring (usually firing) need to be effectively managed and 



led. The assessment company you use should have a training and/or a consulting service that 
helps you most effectively manage your team. We have online and in-person training as well as 
consulting to master our assessment tools and your situation. 

Picking the right organization to assist you with all this or an organization who can train your people 
to do all this increases the effectiveness, performance, success, and satisfaction of your team. We are 
one of those organizations.

Contact The Abelson Group and ask Dr. Abelson to assist with in-person vs remote team membership.  
Or, no matter where your team members are located, ask Dr. A to facilitate a team building session to increase 

team member communication, effectiveness, performance, and retention.  

Visit our website for more information or to contact The Abelson Group.  
Dr. Abelson can also be contacted at succeed@abelson.net or by calling 979.696.2222. 
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