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You may have seen black and white 

reruns of 1950s sci fi television programs 

where machines ruled the world. It’s 

laughable today. But those of us who 

remember the shows when they first aired 

were in awe. Could it really happen? 

What would real people do? As savvy 21st 

Century citizens, we know it could never 

happen – don’t we?

New software now in 
sync with innovative 

process design.

Daman28  2

Hydraulic Valve
M

anifold New
s

DamanFEATURE

oday’s technology has been a long time coming. 

Cavemen wrote on stone for millions of years. 

Papermaking was invented around 100 BC. Johannes 

Gutenberg invented the printing press in 1445, and 

for much of the 20th Century, typewriters (manual 

and electric) were indispensable tools. By the 1980s, 

personal computers began their dominant role. In less than 30 years, this 

“new” technology has erased millions of years of “old” technology. 

We shudder to remember what we did without computers and the myriad 

software programs available to us. But for many, that software holds us captive. 

That’s the position Daman found itself in until recently. It became obvious that a 

major overhaul was necessary. 

This time, however, people were going to tell the software what to do. Not 

the opposite. “When we realized that we were locked into an application that was 

controlling us, we knew it was time to take over. One of the foundations of our 

culture is continuous improvement and we were being held back by outdated 

technology,” said Dave Mischler, Vice President.

“Our processes were streamlined, but our ‘traditional’ software was holding us 

back. We had to ask ourselves why a company that had worked hard at eliminating 

‘traditional’ waste from its processes should be content with ‘traditional’ business 

software,” said Mischler. “That’s not the Daman way.”

With no foreknowledge of exactly how the new software would change his 

workday, Mike Linsky, Purchasing Manager/Safety Director, now divides his frame 

of reference between “what I did before” and “what I do now.” He says, “I used 

to get 15-20 prints in a sleeve each day. I went through and added bills of material 

to the orders. It took about two hours a day. Now, with Daman’s updated ERP 

software, it takes 20 minutes. That’s phenomenal!”

While Linsky has used this process for standard products for years, Daman has 

taken a giant leap forward by applying its newly upgraded technology to automate 

the more difficult product groups – non-stock, non-repetitive products and, 

particularly, custom work.

Linsky also notes that he used to manually order 40-50 percent of the material. 

That has been cut to 2-3 percent. The rest is ordered as part of the shop process. 

It’s done automatically when they scan in items they’re using, which, in turn, show 

up as purchase orders. 

Customized Enterprise Resource Planning (ERP).
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Run cards produce “actions to order.” Automatically. Linsky 

doesn’t have to verify them. He just receives it like it is. Out of 1,000 

orders, there may be two exceptions or .001 percent that require 

his attention. “That percentage is inconsequential,” says Linsky.

Examples like those cited by Mike Linsky abound in each 

department. Initial studies show that time spent on non-value-

added activities has dropped dramatically, a drop that will 

continue over time. 

Matt Henkler, who wrote the software program [see 

sidebar], and Mark Pettifor, system administrator, are given 

much of the credit for its success. “They were given the 

challenge to create a program to meet people’s needs, not vice 

versa. We didn’t try to find ‘the best fit.’ 

We went for the brass ring,” said Matt 

Giloth, WinWork Manager.

“It seems like such a cliché to say 

that we wanted software to enhance 

communication. Everyone says that. 

But our ability to adapt our ERP to the 

human process is at the heart of the 

system. This is really about software 

that enables and drives us to address 

all aspects of a job at order entry 

– at the very beginning of the process. 

Traditional methods throw the job into 

the system and let others deal with the 

details downstream, creating confusion 

and delays throughout the process. That 

just means waste, missed deliveries 

and increased costs. We’ve eliminated 

those,” said Henkler.

Pettifor adds that users don’t 

have to be computer geeks. “The software allows everyone to 

communicate in a language they know. It’s not exactly a touch-

screen process, but it’s very close, very visual.”
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“Everyone talks about the pain associated with change,” said 

Giloth. “There might have been a bit of fear, but there was no 

unwillingness of anyone to at least try. And without a doubt, it is 

far superior to our previous system, especially in its flexibility.”

Its flexibility became apparent almost immediately. “A designer 

came to me with a request to have order numbers placed on the 

schedule page, as they had been in the old system. I called Matt 

Henkler and spent quite a bit of time trying to justify this request. He 

said, ‘If you need it, I’ll put it on.’ Five minutes later, Matt called 

me back and said, ‘It’s there.’ I spent more time explaining 

about the request than it took to make it happen,” said Giloth.

With all the talk about humans being in charge, there is 

an exception. “The software doesn’t let us 

mess up!” said Giloth. “After we enter an 

order, the system knows whether or not it 

needs coating and automatically puts that 

in the timeline. Before, we spent about 

a third of our time figuring out what to 

include in the process.”

Automatic scheduling also eliminates 

having to manually refigure an entire 

day’s or week’s worth of jobs if a rush 

job pops up. “We know that some 

manufacturers use once a week or once a 

month scheduling. That doesn’t work for 

us. We need scheduling that is flexible, 

not batch. That includes getting feedback 

if what we just entered into the schedule 

has the potential to hurt another job. 

We know immediately. We don’t spend 

our time chasing problems. We can be 

proactive,” said Giloth.

“Proactive” at Daman means being proactive to our 

customers’ needs. In the end, software really is all about people.

Focusing on value-added activities.
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Automatic scheduling weeds out human error.

Matt Henkler is the king of all 
things computer. And we’re proud 
to say that he’s “homegrown.” 
He started working as an intern 
at Daman while he was still in 
high school, worked here through 
college and now has a Master’s 
degree in computer science. His 
impressive résumé from Purdue 
University also lists degrees 
in electrical and computer 
engineering and math, and a 
license in computer education. 
     “I like anything that’s a 
challenge, anything that’s 
dangerous, and anything that 
pushes me as a human being,” 
Matt says. He flies planes as a 
hobby, but also enjoys languages 
and reading. 
     “At Daman, I’d rather be called 
a process developer – making 
processes work for people. Not 
just a ‘tech guy.’ ”
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hat started as a request to Larry Davis, Daman President, to 

become a corporate sponsor for an organization that helps keep 

middle school students on the right track and teach them how to 

live a “five-star” life turned into much more. 

Daman has long had an interest in education and what it does – and doesn’t 

do – to prepare students for life beyond the classroom. To put action behind 

our theory, we sponsor Five Star Destiny’s 24-week after-school program at local 

schools. A recent retreat at their facility took Daman leaders out of their normal 

environment and placed them in an atmosphere where they could dream about 

“what is possible” – not unlike what we wish for our future leaders.

Participants were treated to physical and mental team-building activities and 

thought-provoking small group discussions that put the concept of cooperation to 

the test. “Along the way, we began to see the parallels between Five Star Destiny 

strategy and Daman corporate values. We also learned that we need to take time 

to think. In the process, we really got excited about our partnership with this 

group,” said Krysten Shoulders, Human Resources Manager. 

She added that by the end of the daylong session, “we came to some 

shared realizations. Mainly, that we all really do get along, we’re open with 

each other, we feel free to present ideas and not get ‘shot down,’ and we do a 

pretty good job of building each other up.”

Five Star Destiny strives to instill those same values in the kids it serves and to 

help them beat the statistics. They provided us with these:

• 92 percent of today’s youth say they have no heroes

• 4 out of 10 students entering [a local high school] do not graduate

• 69 percent of high school dropouts say they did not feel motivated or   

          inspired to work hard

With Daman’s help, Five Star Destiny plans to continue its outreach with 

work from the inside out: building confidence, integrity, trust and teamwork. At 

on-site and in school environments, they connect with kids to encourage them to 

live a five-star life. 

Asked what else we could do to help, they provided a simple answer. “Just 

show up.” It’s in the plans to stay personally involved with Five Star Destiny, as a 

benefit to the youth, but also as a site for more Daman teambuilding.

To find out more about Five Star Destiny and its programs for kids and 

corporations, visit www.fivestarlife.org. For a look at Daman’s long-held views on skill 

sets necessary for today’s youths, you might find interesting  the online version of the 

white paper “Harvesting the energy of leadership and innovation within our education 

system” at www.damanifolds.com.

Daman teams with 
Five Star Destiny 

in meaningful 
partnership.

When it comes right down to it, kids 

and grownups are a lot alike. We want 

respect. We long to be part of a group 

that listens to us and accepts us for who 

we are. And we value relationships that 

boost our self-esteem.
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he employees who spend most of their time talking with customers 

regarding tech support have more than 100 years of Daman 

experience. They all have the latest software downloaded on their 

computers. They all can access information instantly. But sometimes, the 

questions they’re asked call for an answer that’s stored only in their brain 

or in a co-worker’s brain – not online.

If they’re stuck for an answer, department members next door have 

another 50 years of service. Add Tom Weinkauf, who has years of NFPA 

experience and has a wealth of knowledge regarding industry directives, 

and others who have historical knowledge of valves and patterns, and the 

brain vs. software scales start to tip toward the “gray matter.”

As other companies downsize employees, outsource business or are 

acquired by others, there is a dismaying loss of historical knowledge. 

With 80 employees who have been at Daman from 10-30+ years, we have 

(perhaps by default) become the repository for catalogs, bits of paper 

with part numbers on them and “things we might need to know someday.”

“Much of what we have in our heads and library is historical data. 

Distributors call us quite frequently and also refer others to us when 

they need products for obsolete and hard-to-find valves. Using our 

information, we can cross-reference a number of manufacturers’ valves 

and find something to mount them on that works. When we’re asked, 

chances are, we have the answer, and are always willing to share it,” said 

Matt Giloth, WinWork Manager. “Much of that information is hard to find 

on paper, and distributors tell us that ‘only Daman has it.’ ”

With a tip of the hat to available technology, however, there is an ongoing 

effort to transfer all catalogs and historic documents to the computer – a 

far cry from sifting through bits of paper and loose sell sheets to track down 

obsolete part numbers. 

“While we’re quite proud of our packrat status, we’re excited about converting 

historical data to a more modern format,” said Giloth. “We just don’t want anyone 

to forget that part of our value comes from our collective knowledge – an 

irreplaceable knowledge from a company that has conscientious, long-term 

people, in addition to the latest software!”

Can “gray matter” 
be transferred 

to software?

With apologies to the IT department, we 

humbly request that they never forget the 

wealth of knowledge stored in the nerve fibers 

of our collective cerebral cortexes. In other 

words, we have a lot of knowledge filed away 

in our brains. And it doesn’t fit on a floppy.
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Any chaos endured while living and working 

through the transformation of the shop floor, the 

installation of new machines and software, plus a 

sizeable jump in orders for large manifolds seems 

to many Daman employees like the last page of a 

good book. It’s over. What’s next?

e don’t want to trivialize the changes our company has gone 

through in the last year. Far from it. What we do want to do 

is give credit to those who were part of the process and to 

reiterate what those changes mean for our customers.

“Simply put, our employees are no longer ‘shell-shocked’ when they see 

an order for a 1,200-pound or 2,000-pound manifold,” said Gordon Weiler, 

Sales Manager. “They’re getting better every day, refining procedures and 

becoming more comfortable with the process. They deserve a ton of credit.”

Cell Leader Thom Sibley sees improvements every day. “Large manifolds 

are now becoming ‘regular.’ No one asks, ‘How are we going to handle this?’ 

I am impressed beyond imagination at how accurate we are able to be. Even 

though we’re ahead of the learning curve, we know there’s more to do. 

We’re putting our focus now on planning and communication as we look for 

ways to refine the process and make improvements,” said Sibley. 

Gary Godfrey in Distributor Services notes that the larger manifolds 

are being shipped in six weeks or less – something that often surprises 

Daman customers. “Lead times are good, and because of our new software 

system, we’re able to communicate so much better, not just internally, 

but with customers and vendors as well. Every day we’re finding ways to 

streamline what we do,” he said.

Weiler notes that quotes will now have enhanced notations that define 

“what customers are getting. Satisfied customers tell us they are pleasantly 

surprised when their order arrives. It’s clean, construction plugs are 

installed, and parts are individually packaged. They always comment that 

Daman does things right.” 

Tom Weinkauf is adding his marketing and sales experience to the 

quote process and will be doing more layout (design) work. “Orders for 

larger projects give us the opportunity to be more creative, and Tom’s proven 

expertise and his industry knowledge are valuable assets for us,” said Weiler. 

As our processes continue to improve, we will shift even more of our 

emphasis on our commitment to customer satisfaction.
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ver the years, software has tended to over-promise and 
under-deliver. Seldom, if ever, did new software meet 
our (often unrealistic) expectations or live up to the 

sales hype. After the support people left, we too often found 
ourselves asking, “What were they thinking?” 

The truth is that most software is designed to facilitate 
traditional business models that are not compatible with 
cultures of continuous improvement. Agility and flexibility 
in all systems are key to continuous improvement, yet rigid, 
clunky operating systems often thwart best intentions.

 We are fortunate that we broke from conventional 
business thinking years ago and, in the process, eradicated 
forecasting and automated most scheduling and purchasing 
processes. But we were as far as we could go without wres-
tling our ERP system to the ground and retooling it to support 
our new directions. Today the system that ultimately helps us 
help you win in the market is much closer to mirroring our 
process desires.  

The changes noted throughout this newsletter have 
greatly reduced the institutional, systematic waste inherent in 
off-the-self business software. To that end, we have completely 
eliminated the need for a human to schedule production (even 
custom work) and now ship the majority of the country’s 
standard product needs within 24 hours through a distribution 
network that cannot predict what it will buy tomorrow.  

That achievement is not possible using forecasting models. 
It is worth noting that inventory is down 17 percent from 1997 
levels, while sales have continued to climb.

The really great news is that our systems apply to repetitive 
custom projects as well, and represent a real opportunity for 
you to penetrate or defend your markets.  If you want to know 
how we do it, and/or what the benefits are for you, come see us 
or call us.  It is a great story and we are willing to share it.

As always, there is more to do. 

Spotlight on Dana Tillman

He wasn’t exactly a “98-pound 

weakling,” but Dana Tillman, an 

11-year Cell D employee, used to 

weigh in at 150 pounds. That’s 

okay for some, but Tillman is 6’2”. 

He now weighs 220 pounds that’s 

“mostly muscle,” as he says. “I 

gained some excess weight this 

winter, but I’m working on it.”

     While most of us have forgotten 

our New Year’s pledge to eat less 

and exercise more, Tillman continues 

to train at World Gym Fitness Center 

three times a week for about an hour 

and a half each time, working with 

free weights and doing circuit training. 

     “I want to caution everyone, how-

ever, that there are no instant results. 

It took two years to get myself in 

shape. The key is to have realistic 

goals and visualize how you’re going 

to look and feel each step along the 

way,” he said. To those who look to 

him as a role model, including his 

two sons, he says “learn the tech-

niques, push yourself and let others 

push you, too.” 

     Tillman says he’s “got the fire. I 

don’t need anybody to motivate me 

because I realize how important my 

health is.” The rest of us need to 

remember that, too.

Upward mobility from within. Daman 

believes in homegrown talent. Five of six 

WinWork members started in the plant, 

as did three of four designers. Other 

former plant employees include Larry 

Davis, President, and Gordon Weiler, Sales 

Manager. All cell leaders, maintenance 

manager and manufacturing positions 

were promoted from the inside.

Not just from the inside – but for the 

long haul. The list just keeps growing: 

48 employees have been here 10+ years; 

21 have been here 15+ years; 11 have 

20+ years of service. In addition, 29 per-

cent of Daman employees are related to 

someone else who works here.

Ever wonder where we got our name? 

“Daman” actually was coined by found-

er Jack Davis. It’s a hybrid of “Davis 

Manifolds.” Jack once had to explain 

to an over-the-road trucker on his CB 

radio that his “Daman” license plate 

didn’t stand for “You da man!” 

Interesting tidbits.

• Did you miss a Daman newslet-

ter? No problem. All past newslet-

ters are archived on our Web site.  

• We’re proud to write “Made in the 

U.S.A.” on paperwork that leaves our 

company.

• You can help keep our database 

current by sending us a current list of 

associates. 

• 27 percent of the WinWork team 

coach a kids’ team and 45 percent 

are runners. 

And finally...

David O. Thomas thinks we should 

know that 10 percent of the Russian 

government’s income comes from the 

sale of vodka, and adds, “That’s what 

I’m talking about!”
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Business 
software: friend
or foe?
By Larry M. Davis
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ot that anyone on the WinWork team uses the word “pain” to 
describe the transition. In fact, they knew from the beginning that 
the benefits of a program that gave them the tools to do what they 

wanted to do would be well worth the effort.
“Our focus on customer satisfaction has always been paramount,” said Matt 

Giloth, WinWork Manager. “We just needed to find the most efficient way to do our 
jobs and give our customers the best information possible. We did that before, but 
it took more time – and many cumbersome steps. Now it’s much more streamlined 
and allows us to focus more of our time on helping our customers be successful.

Instead of making people conform to software, the WinWork team asked 
for software that conformed to their needs. The results:

• jobs automatically scheduled at order entry
• each team member has equal access to ALL customer information
• UPS account numbers automatically populate UPS schedule
• truck shipment information available the same day
• automatic management of coated standard parts
“We are very optimistic about how we see future growth for our 

company, and really do see the glass half full, instead of half empty,” said 
Giloth. “We always did everything we needed to do for our customers, but 
now our internal processes are so much faster and accurate. Now that we 
have more resources available, we can spend less time on mundane, non-
value-added tasks and more time working on customers’ future needs.” 

Change for the sake of change is usually a bad idea. Change that 
improves the system of service delivery is a benefit to both employees and 
customers, and is well worth the effort.
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Customers reap 
(invisible) benefits of 

software upgrade.
An old adage says, “What you don’t know can’t 

hurt you.” In this case, what customers don’t 
know about what goes on behind the scenes 
not only does not hurt – it’s a huge benefit. 

All gain without the pain.

Daman Products Company, Inc.

1811 North Home Street

Mishawaka, IN 46545-7267
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Growth is intentional.


