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Forecast for next year – unavailable 

at Daman. Instead this continuously 

improving company recognizes that a 

clear understanding of business cycles 

and deliberate attention to trend re-

search create a better barometer for 

an effective business strategy. 

   planning processRetooling the
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t's counterintuitive. Prepare for low activity 

during times of prosperity. Invest in equipment, 

product development, expansion of facilities 

when a faltering economy demonstrates little 

upward momentum.

It's also proactive. And that's exactly why Daman's busi-

ness leaders are paying close attention to trend research as 

they develop short- and long-term business strategies.

"We're trying to ask ourselves, 'what should we do now to 

take advantage of what we know is coming,'" explained Larry 

Davis, president.

Davis and others involved in business planning have known 

about trend research for years, but they relied more on intuition 

about the company's direction and less on leading indicators until 

last year. That’s when they began to "blend the science with the art 

of planning," Davis said.

The company turned to the Institute for Trend Research 

(ITR), an economic trends forecasting service allied with the 

National Fluid Power Association for over two decades. ITR 

has given Daman a company-specific analysis – based on 10 

years of revenue data – that charts the company’s current 

position against industry statistics, economic performance 

numbers, and other leading indicators. The firm also has 

mapped data to indicate future revenue direction. Daman is 

using these tools to develop strategies that may help maxi-

mize profitability and prepare for inevitable downtrends.

I
"We're beginning to 

make smarter decisions," 

said Davis, "because we 

use research and analysis 

as a tool and feed informa-

tion back into our planning 

processes."

As Daman's planning 

team becomes more con-

fident in understanding 

current and anticipated 

cyclical conditions, team 

members can look back 

and ask, "What should we 

have done differently the 

last time the company was 

in this position?"

"Instead of reacting to 

what's happening at the mo-

ment, we can look ahead 

and take advantage of the 

economic conditions com-

ing our way," said Dave 

Mischler, vice president.

That approach is creating a more viable business 

environment, according to Davis.

"Consequently we're more knowledgeable and de-

pendable as a company."

   

Trendcasting leads to strategies

Management objectives for business 
cycle phases

Recovery
Positive leadership modeling
Improve efficiencies
Introduce new product lines
Implement facility expansion plans

Growth/Prosperity
Determine "what's next"
Maintain/pursue quality
Develop plan for lower activity in traditional 
markets
Freeze expansion plans
Stay realistic

Warning
Weed out inferior products
Cross-train people
Justify capital expenditures

Recession/Early Recovery
Avoid long-term purchase commitments
Increase financial scrutiny
Take advantage of pessimism
Lead with optimism and a "can do" attitude

D A M A N  F E A T U R E

Looking forward

   planning processRetooling the
Daman uses trendcasting to determine 
business strategies during phases of 
recession, recovery, growth and prosperity.
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ith orders consistently on 

the rise, Daman ramps up 

production and accelerates 

its hiring process.

The challenge: Hire 15 talented, 

motivated individuals who are team players with 

mechanical aptitude, attention to detail, and basic 

math and problem-solving skills – immediately.

The solution: Turn a 

clearly defined, multi-step 

hiring process into a well-

orchestrated, one-day blitz.

When Krysten Shoulders, human 

resource manager, calculated the 

timeline to hire 15 people for second 

and third shift production work, she 

knew the six-month process would 

need major adjustments. 

So she suggested a four-hour job 

fair in February instead.

Shoulders recruited a team of 28 

employees from all areas of Daman and trained them to 

help with the hiring process. Most of them had no prior 

exposure to screening and qualifying applicants. So 

they learned the basics of how to review applications, 

complete onsite assessments and explain Daman’s 

culture of teamwork and continuous improvement.

Shoulders also armed them with a roadmap of the 

application process. The 10-step flow chart illustrated 

each step of the screening and assessment process.  

    

Now hiring

D A M A N  P E R S P E C T I V E

W

Mapping out the process

“We had over 215 people complete applications 

in a four-hour period,” Shoulders explained. "It 

took less than 90 minutes for an applicant to move 

completely through the process."

Five screeners reviewed applications against 

a checklist and qualified about 50 percent of the 

candidates to move on to the next phase.

"The checklist made it easy to know if an 

applicant passed a screening or assessment," said 

Garold Kendall, production team leader.

By the end of the day, 35 applicants qualified, 

based on assessments of their math, assembly 

and inspection skills. They also met criteria that 

measured their ability to follow instructions, 

problem solve and communicate. After background 

and drug screenings, 90 percent returned to 

Daman for job shadowing and interviews with the 

management team.

Within five days, production teams welcomed 15 

new hires onto the shop floor.

"We know we can improve the process with more 

screeners in the beginning when the majority of people 

arrive," Shoulders said. "Then we can move successful 

applicants into the assessment and interview phases 

more quickly."

And with orders still flowing into the system, 

everyone is anticipating the next job fair early next year.

Moving forward

Improving the process
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arger doesn't necessarily mean 

easier in manifold manufacturing. 

As custom orders call for large-

diameter drill holes over two feet 

deep, production teams look for 

crossover technologies that can improve drilling 

processes on a large scale.

Drilling holes deep into a two-ton block of mate-

rial can test machines, technologies and patience.

And that's led to an ongoing search at Daman 

for technologies that improve processes, as well as 

deliver consistent results.

"We've brought in new technologies that re-

duced drilling time of large-diameter holes by 75 

percent," explained Thom Sibley, Cell C produc-

tion team lead-

er. "Today, we 

can drill a 4.5-

inch  diameter 

hole 10 inches 

deep in three 

minutes, versus 

12 minutes five 

years ago."

Now, the team's challenge is to find technology 

that will drill even deeper holes. For a recent job 

that called for a 5.00-inch diameter hole drilled 

21.75 inches deep, Sibley's group had no choice 

but to employ conventional technology that demanded 

extra time to maintain consistency. 

Digging deeper for technology

L
E N G I N E E R I N G  S O L U T I O N S

"Gun drills run true but are horribly slow," ex-

plained Sibley. "We know we can find a better way."

The search for better technologies coincides 

with a steady increase in custom work – and larger 

finished specifications – since 2007. That's when 

Daman invested in a new horizontal machine and 

planning software. A high-precision CNC machine 

center now allows Daman to machine large mani-

folds completely on one machine.

"Our customers asked us to bring our custom-

ary level of quality, service and delivery to the large 

manifold market,” 

explained Gordon 

Weiler, national 

sales manager. To-

day, custom work 

accounts for about 

55 percent of total 

production at Daman.

As the search 

continues for efficient, deep-hole drilling tech-

nologies, many within Daman realize the solu-

tion may lie outside the manifold industry.

"We're turning to our customers for sugges-

tions," Weiler said. "Anyone with an idea – give us a 

call. We'll see if we can make it work." 

A world of opportunities opens

Specifications of recent large 

manifold order

5" diameter drill 21.75"  deep

(12) 32 mm DIN valves

(1) 50 mm DIN on 1 face

296 holes

2,550 pounds raw

2,000 pounds finished

A call for solutions
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degree of give and take. And in 
a culture of continuous improve-
ment, finding that balance with 
suppliers plays just as important 

a role as it does internally.
Daman's relationship with Alro Steel Corporation 

illustrates the essence of a successful partnership. 

As the company's primary 

metals supplier, Alro has 

worked hand-in-hand with 

Daman to improve systems 

and processes within both 

companies. 

Critical to the successful 

partnership has been Alro's 

dedication to understanding Da-

man’s concepts of continuous 

improvement. In kind, Daman 

has adopted a mentoring attitude 

to work with Alro to improve efficiencies by eliminating 

waste and redundancy.

As a part of this evolving collaboration, Daman's 

Mike Linsky, purchasing manager, joined Alro's re-

gional sales meeting in April to highlight some of 

successes fostered by the companies' teamwork and 

ongoing commitment to continuous improvement. 

"We set out to eliminate non-value-added activity on both 

sides," explained Linsky. "Now we can look back and see 

significant progress." 

In concert with Chris Hanley, general manager at 

Alro's facility in Niles, Mich., Linsky explained to the 

group of 30 managers 

and sales people how 

investments in equip-

ment and software over 

the past two years have 

simplified ordering 

and receiving transac-

tions and improved 

delivery schedules for 

both companies.

"We are getting 

consistent, on-time 

deliveries from Alro," 

Linsky said, "and that 

allows us to deliver on schedule to our customers."

Next steps in the continuous improvement journey in-

clude developing a price estimator on cast iron products for 

non-standard sizes. And IT staffs are refining the automated 

material procurement system implemented in 2009. 

The open communication between the two com-

panies has even led to collaborations on new product 

development ideas.

"We all succeed when we help each other improve," 

said Linsky.

A partnership flourishes

M A R K E T I N G  N E W S

H

Collaboration improves processes

A look ahead

Outcomes from Daman/Alro 
teamwork

• Shortened cycle times to receive  
   materials in less than 90 minutes  
   on rush jobs
• Reduced receiving time by 3 hours/ 
   delivery
• Reduced packaging costs and  
   waste disposal by improving    
   shipping process
• Provided tighter material tolerances
   and reduced scrap with improved  
   cutting technology
• Eliminated raw material shortages
• Eliminated flawed deliveries of  
   materials
• Eliminated freight expenses
• Simplified order placement and  
   accounts payable

Mike Linsky, purchasing manager



f we wrote our own business management handbooks, we'd 

replace ROI with value. Or trust. No statistics or hard numbers 

can quantify those measurements. But we know they count for 

far more than a dollar-sign return on our investments.

Last year, one of our manufacturing cells launched 

a 5S improvement project. Typical of our culture, I had 

no involvement with the planning or decision-making pro-

cess. But when I heard jack hammers chiseling into our 

production floor, I got 

curious. The improve-

ments looked impressive. 

And expensive. That led 

to more curiosity about 

budgets and end results.  

I learned that the 

team had a $25,000 

budget. Neither our vice 

president of operations 

nor I knew how the team 

was spending the money. 

But we knew we required no ROI to justify the expenditures. 

Our only stipulation – spend the money on improvements that 

the employees requested.

This story speaks volumes about our cultural evolution. Over 

the past 14 years, we've been developing a culture of continu-

ous improvement based on increasing trust throughout the com-

pany. Most of the improvements we've made would not pass a 

traditional ROI analysis. No such analysis can measure the value 

our employees feel when trusted to spend $25,000 to improve 

their environment. Bring their ideas to fruition. Be heard. And be 

treated with respect.

What is the value of deep appreciation? I hope the answer is 

something you feel with every Daman interaction. 

As always, there is more to do.

Trust and ROI

I
Worth recognizing
The family-friendly work environ-
ment of Daman Products received 
recognition when the Samaritan 
Counseling Center in St. Joseph 
County, Ind., awarded Daman its 
Samaritan Award during its annual 
awards luncheon. The selection 
committee cited Daman’s focus on the ‘soft skills,’ including collaboration, 
self-initiation, energetic attitude, detail-oriented focus, excellent communi-
cations and organizational skills, as exemplary of its commitment to work/
life balance.

Custom work on the rise 
Custom engineered manifolds 
now account for over 55 percent 
of Daman's production. The 
trend has been on a steady in-
crease since 2005. "We've even 
surpassed 2008, which was a 
record year overall for Daman," Gordon Weiler, national sales manager, said.

SPOTLIGHT: What a ride

Daman families hit the beach – and the rides, and the food pavilions, and the 
fun – during the company's annual picnic, held in July. This year's event took 
more than 210 employees and their families to Michigan's Adventure, the state's 
largest amusement and water park.

By Larry M. Davis

O U T L O O K D I D  Y O U  K N O W
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We hear you
D A M A N  W I N W O R K  N E W S

e've said it before, and we'll say 

it again. We always appreciate 

hearing from our customers. 

Whether it's compliments or 

criticism, we always know your 

opinions help us improve.

Earlier this year, we asked an unaffiliated partner 

to interview some of our custom-

ers about their relationships with 

Daman and impressions of our 

product lines. Questions in the 

telephone survey ranged from 

customer service and on-time 

delivery to product quality and 

customer expectations.

Your responses gratified us – 

and humbled us. We appreciate

W
the strong messages about your satisfaction with the 

way we work with you day in and day out and the 

added value that we deliver with every order. 

We also know that we need to continue looking 

for ways to improve our service and product quality. 

You were honest in reminding us that we are not the 

only provider of manifolds in the marketplace today.

Your comments, feedback, and 

yes, even comparisons to our com-

petition help us understand what 

makes a difference to you. It's that 

kind of open communication that 

gives us the energy to keep improv-

ing our products, responsiveness 

and service. Thank you.
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