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ere’s a riddle for you: “What do progressive businesses and 

the military have in common?”

Until recently, the answer might have been, “Not much.” 

But that answer has changed with the Navy's decision to step 

back from some of its old “top-down” leadership and adopt a leadership 

training program called Interactive Situational Leadership.

“It’s Web-based and is required for all Chief Petty Officers,” said 

Thomas, who has completed the program. Training consists of three 

programs written by leadership expert Ken Blanchard and offered by 

Ninth House Network.1 “The interesting, even amazing, aspect to me is that 

the Navy has adjusted its long-held leadership models and is promoting 

techniques that businesses such as Daman use to empower employees.”

Key to this empowerment is teaching what Blanchard calls “the 

management and coaching skills that assist in the development of their 

employees’ competence and productivity. By empowering managers with the 

techniques to adjust their leadership style to their employees’ development 

levels, managers will learn a common vocabulary for leadership and 

develop their teams into self-reliant performers.” 2

Daman’s focus on continuous improvement, its customers’ success, and 

employee retention has been the impetus for its own leadership training. Group 

participants have completed intense leadership/supervisor training sessions that 

emphasize leadership as part of the whole person, including mental, social, physical, 

financial/career, family, ethics and beliefs that are part of one’s personal life.

     Both the Navy program and Daman’s programs address the need to 

invest in future leaders, including the transference of knowledge. Daman 

President, Larry Davis, says that “training our people to work comfortably 

within teams, teaching leadership, communication skills and creativity are 

the foundation upon which future competitive advantage will be gained. 

Most of us were not raised or educated in fundamentals that are essential 

for productive teamwork.” 3

     He adds that the focus of many traditional leadership models is on “work 

accomplished per the boss’ instructions.” Finding people who are not raised 

on this model is difficult. It often takes substantial in-plant training to bring 

new people up to speed. “We recognize the value of this training and are more 

than willing to commit to this investment in our new people.” 

     So how do leaders accomplish their training objectives? Certainly, one size does 

not fit all. And even the most expensive or most publicized training programs will

Dave Thomas, Daman’s Quality Assurance 

Manager and a Cell Leader, is a newly 

promoted Master-at-Arms, Submarine 

Warfare Qualified (MAC/SS) Chief Petty 

Officer. His perseverance and leadership 

qualities make him a role model for 

his colleagues, both young and old. He 

shares here what he has learned about 

management and coaching skills. 

Daman’s “Navy Man” 
brings Interactive 

Situational Leadership 
skills back home.
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Navy program sounds a lot like the Daman philosophy.

Acknowledging and addressing various leadership styles.
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not work unless a company’s culture supports growth – and 

change. Corporate cultures 

change or are strengthened 

when the company has a 

vision. Daman’s 30-year 

history is full of examples 

where management has 

embraced the need for skills 

and training that drive success. 

In Blanchard’s 

Situational Leadership 

model, there are three skills 

of a situational leader:

1. Diagnosis: Identify the 

characteristics and needs 

of employees at each of the 

four levels of development 

– Enthusiastic Beginner, 

Disillusioned Learner, Capable 

but Cautious Performer, Self-

Reliant Achiever.

2. Flexibility: Adjust 

leadership style to the 

needs of the employee 

and situation using the four 

leadership styles – Directing, Coaching, Supporting, Delegating.

3. Partnering for performance: Reach agreement with 

employees on how much direction and support they need to 

accomplish their goals and become self-reliant, peak performers.4

Thomas is very familiar with the Blanchard course, and 

notes that Daman’s training is somewhat different in that it 

has always focused on self-management and not situational 

management. He would like to incorporate some of his experience 

with the Blanchard course he completed in the Navy – and also  
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take some of his Daman experience back to the Navy. 

“I’ve gone through the project management and self-

management training with Daman’s Manufactured Management 

Group. Those were extremely helpful. Now I would like to see 

Daman invest in the Situational Leadership program. The concepts 

really hit home with me and I saw firsthand how it developed self-

direction in people,” said Thomas.

He has shared some of what he learned with other cell 

leaders. Tim McIntyre says that he thinks the program “will teach 

leaders to identify what level an employee is at, which, in turn, 

will allow them to lead in an appropriate manner.” He also likes 

the fact that the training includes an interactive feedback format.

Thom Sibley, another cell leader, comments that the 

Situational Leadership program would allow leaders to address 

“real-life issues” for leaders without the “pain that learning 

sometimes brings to the production floor. It sounds outstanding!”

Above all, Thomas says that training doesn’t have to 

be “rocket science.” It simply calls for common sense 

and a tried and true systematic approach. Referring to 

earlier comments about similarities between the Navy and 

successful businesses, he says that the Navy has recently 

adopted the LEAN philosophy and Total Quality Management 

programs. Looking outside of its tight network has taken it 

away from autocratic leadership.

That’s where Thomas is reminded again that Daman is 

“ahead of the pack. Management understands that employees 

who make their own decisions are happier people. And, 

really, many people don’t perform well in an environment of 

being told what to do. Daman’s mission is to instill pride in 

the whole person so that he or she wants to function well.”

Training doesn’t have to be “rocket science.” 
It simply calls for common sense and a tried 
and true systematic approach. 

1. Navy News Service, “New Chief Petty Officer Leadership Training,” 
    http://usmilitary.about.com. 
2. Ken Blanchard, Situational Leadership® II, http://www.ninthhouse.com. 
3. Larry Davis, “Harvesting the Energy of Leadership and Innovation Within Our  
    Education System,” http://www.damanifolds.com. 
4. Blanchard.
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Thomas is an 12-year Daman 
employee who also has spent 21 
years in the Navy. Involved in law 
enforcement in the service, he was 
mobilized for 22 months after 9/11. 
Six years of perseverance recently 
have paid off with his promotion 
to Master-at-Arms, Submarine 
Warfare Qualified (MAC/SS),  
Chief Petty Officer.

In a highly competitive pool 
of candidates, he passed an 
examination and sent a packet 
of information to a Board in New 
Orleans – every year for 6 years. 
Out of 280 recent prospects 
nationally, 52 were advanced to 
the next step. Two were from 
Indiana, including Thomas. 

He now has leadership roles at 
Daman and in the Navy. With his new 
position, he jokes that he used to 
be able to “step back” on weekend 
duties. Now he has to lead then, too.

He’s enjoying his E7 designation, 
but he’s in the Navy for two more 
years – and has one more shot for E8. 
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hat did you accomplish today? Last week? Last month? I can 

tell you, because I saw it on the wall.

It’s not easy to hide behind the data on this wall. It 

broadcasts, for anyone to see, a virtual “to-do list” of your responsibilities 

and whether or not you accomplished your assigned tasks. And that’s 

exactly what it’s supposed to do.

“The wall in the shop is meant to be a visual, 

constant reminder of why we’re here and what we 

need to accomplish,” said Dave Mischler, Daman 

Vice President. “Anyone walking by can see names, 

dates and projects. When a job is completed, 

the box next to it is colored green. A red box 

means that the job was not completed when it was 

supposed to be. No one wants to see a red box by 

his or her name. Not even Larry.”

Larry, of course, is Daman President, Larry 

Davis. “In the spirit of teamwork, we’ve always 

believed that each of us has an important job to 

do. With the ‘accountability wall,’ it’s just more 

obvious,” said Davis. “It’s often too easy for some 

workers to think that management doesn’t do 

much. But a successful business doesn’t divide itself 

between ‘us’ and ‘them.’ That’s why we’re holding 

everyone accountable. If I don’t do my job, what’s the impact on you?” 

The wall is in its early stage, but its impact is already being felt. Graphics 

are updated frequently, making it easy to see which cells generated the least 

scrap or how many jobs were finished ahead of schedule. “The information 

sometimes creates positive tension between teams. And that’s okay, because 

if the problems aren’t visible, they don’t get solved,” said Davis.

If a picture is 
worth a thousand 

words, Daman’s 
“Accountability Wall” 

speaks volumes.
It’s like having a billboard on the wall. 

You can’t miss it when you have to walk 

past it several times every day. Your 

name and the names of your colleagues 

are on it. And everybody can see what 

you did – or didn’t – do!

W
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y the end of October, we’ll be ramped up and operating 100 

percent.” Those words from Cell Leader Thom Sibley offer a 

promise – and a huge challenge. He and his colleagues are faced 

with labeling each of the 800 tools used in the two new Mazak machines 

with an ID number.

“We will see increased productivity, reduced scrap, fewer errors. The list 

goes on. The old way of doing things meant measuring tools in the machine. 

When they left the machine, the data evaporated. When the tool was used 

again, to the machine, it was a ‘new’ tool and got programmed again. We had 

no way to track wear and tear on tooling, so we had no way to tell if a drill 

had been used for two hours or 20 hours,” said Sibley.

Each tool will now have an ID number and its data will be stored outside the 

machine. When the tool is put back in the machine, a readout will show how long it 

has been run and will verify its measurements. This 

offline measurement frees up machine time.

While not all operations are in place yet, cell 

leaders, shift leaders and operators are able to 

track tool life. “We’re able to see patterns of tool 

breakage. When a tool is reaching the end of its 

life, it is more likely to break off in the machine. 

Now we can avert those scenarios on our two new 

machines,” Sibley said.

Matt Henkler, Daman IT specialist, who 

has been instrumental in working with his 

counterparts at Mazak, says, “Another advantage 

of using the program is the reduction of 

machine crashes and errors. Workers now can 

call for a tool, see its code and tool ID. Loading 

an incorrect tool is almost impossible to do. We 

already know that we can reduce 60 seconds per 

tool, or 75 percent, of loading and measuring time. That, plus reduced scrap, 

equals more capacity.”

Above all, Sibley notes that the “people process must be strong.” He and others 

are involved with continuous training to make sure that workers and machines are 

compatible. “Without a strong commitment from everyone involved, even the best 

machines and software programs don’t mean much. We’re optimistic that we have 

the right combination here at Daman.”

Daman blazing 
a trail with new 

Mazak tool-tracking 
software.

Understanding a problem, seeking a solution 

and learning how to implement changes 

are three steps toward success. At least,

 that’s how the process is unfolding in Cells B 

and C as workers continue the arduous task 

of ID-ing 800 tools.
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The long-term advantage of using this format 

goes beyond product numbers and prices and 

directly addresses the benefit to our distributors 

who often support 50-300 manufacturers 

– with 50-300 different pricing formats.

treamlining information in an easy-to-use format is the goal of manufactur-

ers and distributors who have been meeting to establish a trial run of the 

Product & Price Information Format (PPIF). Daman is at the forefront of 

this endeavor and has taken a proactive role in what is expected to improve the 

overall efficiency of the entire industry. While the new format will create upfront 

work for manufacturers, the end result will streamline work for distributors.

Originally developed by the Power Transmission Distributors Association and 

Bearing Specialists Association, the existing PPIF standard has been endorsed by 

the National Fluid Power Association (NFPA) Board of Directors.

Matt Henkler, Daman’s representative on the nine-person NFPA steering commit-

tee chosen to plan and test the format, notes that “manufacturers will be able to trans-

mit information about products, parts and pricing in an ASCII format. We’re looking 

at full machine-to-machine automation of data transmission at some point. There are 

still details to work out, but we’re well on our way to implementation.”

Promoting the efficiencies and practicalities of the PPIF to potential users is next 

for committee members, who will share their testing information during Webcasts to 

NFPA manufacturers and distributors. In addition, the group will make a presentation 

at the Fluid Power Distributors Association Fall Conference, November 2-5.
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Daman working with 
distributors, 

manufacturing industry 
leaders to implement 

Product & Price 
Information Format. 
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was recently asked if I thought we were successful. That 

simple question proved difficult to answer. I found myself 

wanting to say “no.” That got me to thinking about what 

success is and who defines it. If we define success as an 

event that accomplishes its intended purpose, then I think 

we experience success every day.

I say this because we receive comments from our 

community and markets – our external customers – who 

generally think we are successful, which we translate as they 

generally appreciate and/or respect how we operate our busi-

ness.  People within and outside our industry visit us to learn 

what they can about our operations, and we are happy to 

share what we have learned. So, on some level, the desire to 

understand us could be considered a measure of success. 

But this is where I think the difficulty lies for us in thinking 

in terms of success. Our measures are based on being better than 

we were yesterday, and not on the definition of success as a state 

of prosperity or fame. That has never been our goal. In fact, our 

most significant competition is us.  We don’t believe in the finality 

of accomplishment, or arriving at a predetermined destination. 

The best that we can hope for is that our external cus-

tomers view us as highly successful on a comparative basis, 

while internally we continue to pursue an ever-moving, ever-

raising bar called “continuous improvement.”  In Daman’s 

culture, complete success will never be attained, as we are 

passionate about the process of improving. You can rest 

assured that the fire will not be burning out anytime soon.

As always, there is more to do.

• All Daman products will be free 

from hexavalent chromium by 

December 31, 2007, according to 

Gordon Weiler, Sales Manager. The 

National Institute for Occupational 

Safety and Health (NIOSH) considers 

hexavalent chromium compounds to 

be potential occupational carcino-

gens. Daman has already begun 

eliminating those compounds by 

changing surface coating specifica-

tions on mounting brackets, screws, 

bolts, fittings and several types of 

plugs.

Spotlight on Julie Alexander.

Don’t even try to outwork or outrun 

Julie Alexander. As Lead Designer, 

she’s had 

more than 

10 years 

of success 

at Daman 

by work-

ing through 

complex 

designs, interacting with custom-

ers, quoting and handling tech calls. 

And when it comes to running, she’s 

also ahead of the game. She and 

her husband recently finished the 

Indianapolis mini-marathon and 

are preparing for another run this 

fall. Add to this a busy household 

that includes a son and two step-

children, two dogs, a passion for Notre 

Dame and the Cubs – and it’s hard to 

keep up!

Summer picnic called “hot,” 

“awesome.”

“Hot” was the operative word 

– meaning not only popular, but also 

with high temperatures! Everyone 

agrees, though, that the Daman 

picnic at the Fun Spot in Angola, 

Indiana, was an awesome day of 

food and fun for employees and 

their families. Over 170 attendees 

enjoyed lunch, plus activities and 

rides for all ages. Each employee 

present received a raffle ticket for 

a trip for two to Las Vegas. Neal 

McCracken was the lucky winner 

of airfare, accommodations and 

$300 cash. 

Needed: More women in manufacturing. 

Krysten Shoulders, Daman Human 

Resources Manager, would like to 

hire more women. While women in 

manufacturing are playing a greater 

role nationally, and 40% of the 

workforce is made up of women, 

manufacturing is still male-domi-

nated. “Currently, women make up 

less than 8 percent of our shop 

personnel. We have a lot to offer 

women at Daman and we think 

that women bring the diversity 

we’re looking for. Unfortunately, we 

don’t get many applications from 

women,” said Shoulders. Recruiting 

and retaining talented women is an 

HR goal. Comments and sugges-

tions are welcome.

Interesting tidbits.

• In 2005, Daman generated 98,000 

pounds of aluminum turnings. Mike 

Linsky, Purchasing Manager/Safety 

Director, should know. He processes 

17,000 purchase orders a year. 

He says those turnings are sold to 

buyers who melt them down into 

aluminum ingot.

  

• According to Tim McIntyre, shop 

employees drilled more than 7.2 

million holes last year.
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Passionate about 
the process of 
improving.
By Larry Davis
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inWork team members’ workdays are much calmer. They execute 
business more smoothly. And they put in much less overtime.

 That doesn’t mean that they’re not hard at work! What it does 
mean is that they live the WinWork philosophy and concentrate on the steps, 
tasks and applications needed to ensure customer satisfaction.

“The Daman WinWork concept was approved about five years ago. 
We defined it and refined it, and we’ve been actively implementing it for 
three years,” said Matt Giloth, WinWork manager. “A simple summary of 
the process is this: We don’t waste time on non-value-added activities. Even 
though task-oriented and goal-oriented activities are important, our job has 
to start with relationship-building activities. When the relationship is on the 
right track, the tasks and goals follow along. 

“For example, before WinWork, we followed a [now discarded] 
customer service module that was bogged down by involving too many people 
who followed too many steps before getting a customer’s questions answered. 
In the end, no one assumed responsibility for a positive experience.

“We eliminated roughly 80 percent of non-value-added time by having 
phone calls directed to one person who assumes responsibility for customer 
satisfaction,” said Giloth.

While WinWork is meant to be transparent to customers, Daman employees 
are aware of benefits that come from refined workflow processes. “Because all 
of our employees have been trained in the process, and have the tools they need 
to focus on responsiveness, we’re all on the same page,” said Dave Mischler, 
Daman Vice President. He added that “while values are hard 
to quantify, attitudes are easier to assess. 
       “Our employees take greater pride in their work. They 
want to know what our customers think about their work.” 

For a comprehensive look at the WinWork culture and 
how it results in success for Daman’s customers, visit www.
damanifolds.com and click on “Daman Case Studies.” 
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WinWork streamlines 
processes and creates 

a dynamic customer 
service environment.

Any discussion of the WinWork philosophy needs 
to start with a definition: we will do everything 
within our capability and expertise to help our 
customers be successful. It’s a communication 

flow that helps customers succeed by putting their 
interests first. The ultimate focus is on relationship-

building that demonstrates Daman’s corporate values 
of honesty, trust, fairness and respect.

Daman Products Company, Inc.

1811 North Home Street

Mishawaka, IN 46545-7267
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Improved communication reaps internal rewards as well.


