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

In control of 
destiny Conventional wisdom 

rarely recommends 
investments in brick 
and mortar, equipment 
purchases and 
expansion of staff 
during tough economic 
times. But that’s exactly 
what’s happening at 
Daman now.
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onstruction crews have completed a 
24,000-square-foot addition that will ex-
pand manufacturing space by 75 percent. 
New equipment will arrive in January 
2013. Team leaders already are moving 

other equipment among production cells. Plus, more than 
30 employees hired in 2012 are getting on-the-job training 
that will help advance their skills and understanding of 
how to work in the continuous improvement environment 
at Daman.

“This is the right move for us now,” Larry Davis, president,

said. The company has seen double-digit annual sales growth in 

the past three years and wants to sustain that trend.

By most analyses, the manufacturing sector is in a contraction. 

Companies are hesitant to expand facilities, invest in equipment 

and develop new products. Known for its counterintuitive sense 

of business, Daman considers its approach proactive. Executive 

and leadership teams continually look ahead to take advantage 

of future opportunities, instead of reacting to what’s happening 

at the moment.

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

Act now – before economic rebound

“We want to be in a position to respond when the 

economy fires up,” Davis said. 

Confidence in the decisions to expand comes, in 

part, from a disciplined approach to product innovation 

and Daman’s innate focus on continuous improvement. 

A Creative Team, formed in 2009 to explore new prod-

uct development ideas, has steadily advanced ideas for 

growth, innovation and development. The group also has 

cultivated fresh thinking that 

has renewed the vitality of the 

company’s core business.

As part of its in-depth explo-

ration of ideas, the Creative Team 

has recognized customer needs 

that the company can more 

easily meet when production begins on the new equipment.

“We know we can fill very important niches with our cus-

tom work,” Gordon Weiler, national sales manager, explained. 

In part, that’s why a new production cell will focus exclusively

Building solutions to help 
the customer succeed

on custom work with ductile iron.

Thoughtful insight has led to better 

decisions about the  expansion, equip-

ment purchases and hiring choices, 

according to Davis. And it’s fostering a 

deeper partnership with customers.

“We know where we’re going,” 

Davis explained," and we know we're 

going in a direction that will help our 

customers succeed.”
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reate the future, don’t just respond to 

it. Otherwise, you and your business 

may be left behind. That’s one of many 

lessons Daman has learned in the past 

three years, since the company began a 

concerted effort to foster innovation and creativity 

as a way to develop new product lines and services.

For a Creative Team of leaders from every aspect of the 

company, creative thinking means more than focusing 

on the customer and building more parts. It means 

developing leadership skills and collaborating in ways 

that stimulate ideas and capture 

innovative concepts.

“We question, analyze, explore 

ideas and concepts we couldn’t 

even imagine three years ago,” 

Gordon Weiler, national sales 

manager and facilitator of the 

Creative Team, said. And they 

listen – to customers, industry 

experts, operations engineers and each other. They want to 

fully understand systems and processes so they can identify 

solutions to issues customers may not even recognize.

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

C
“It’s changed the way we think, act, decide and work 

together,” Weiler said. “It’s about developing our skills as 

leaders, as well as product development.” 

Critical to the success of the Creative Team is 

a well-defined stage-gate system that provides a 

roadmap to move the ideas through a pipeline. The 

pipeline segments the innovation process into a series 

of nine stages from idea to launch. Each stage calls 

for the Creative Team to take specific action that helps 

advance or eliminate the idea from the process. 

For example, the Business Analysis stage calls for 

development of a three-year profit and loss report, as well 

as expected impacts of the idea on existing business and 

the marketplace. Few ideas have advanced past this stage. 

Of the 50+ ideas in the pipeline in 2012, only a handful 

proved valuable enough to develop as a prototype and test 

in the marketplace (see WinWork story on page 8).

“We know that 80 percent of new product ideas will 

not make it through the stage-gate pipeline,” Weiler said. 

“We’re searching for the 20 percent that can.”

Pipeline to success

Think creatively

Move ideas to on-ramp 
of discovery

Ideas in the Pipeline

• Establish a coating company

• Manufacture stainless steel   

   
manifolds

• Manufacture custom  

   
pneumatic manifolds

• Increase large manifold   

   
capacity from 4,000 to 20,000

  

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

Good idea
hat’s possible? That’s the question 

that supply chain partners can 

ask when both understand and 

respect each other’s mission in 

the marketplace. 

Trust plays a big part in the relationship between 

Daman and its main raw materials supplier, Alro Steel 

Corporation based in Michigan. The two companies ven-

tured into an electronically automated system of order-

ing aluminum in 2009. Today, that data transfer system 

has expanded to include different divisions of Alro that 

deliver ductile iron and other materials to Daman.

Software designed by Alro to process Daman’s pur-

chase orders used to direct all orders to one virtual 

repository, or bucket, for Alro. That meant orders for 

aluminum were dumped into the same bucket with 

orders for ductile iron. The common holding system 

caused delays in delivering Daman’s orders to the right 

Alro facility for fulfillment.

“Alro wrote new software for us that lets us direct 

orders to different virtual buckets,” Mike Linsky, pur-

chasing manager, explained.

With the modified software program, Alro’s plant in Niles, 

Michigan, can electronically pull batches of Daman’s orders 

for aluminum into its system several times a day. So can Al-

ro’s facility in Aurora, Illinois, that delivers ductile iron. At 

each site, the secure data transfer sets in motion an efficient, 

error-free production and order fulfillment process. 

The streamlined process eliminates manual entry, 

duplication of effort and the potential for errors in the 

orders by both sides. It also creates more efficient sched-

uling for both companies. Alro can produce and deliver ma-

terials on schedule every day. And Daman can assure product 

delivery in 24 hours, with around-the-clock production 

schedules –  knowing materials needed are always on hand.

The partnership continues to look for ways to im-

prove processes, eliminate waste and build efficiencies 

on both sides. For example, Linsky expects to shift near-

ly all manual milling to Alro by early 2013.

“As soon as we start receiving ready-to-run blocks, 

we can free up floor space, reduce tooling and improve 

our velocity,” Linsky said.

Also on the horizon may be electronic payments. With 

a partnership built on trust and creativity, it’s possible.

Order and deliver every day

W

A look ahead

M
anifold New

s
Hydraulic Valve



ou may think the cost of everything 

is on the rise. At Daman, we think 

differently. We are holding our 

prices for standard parts at this 

year’s levels. That means no price 

increase in 2013.

Oil prices on the rise. 

Raw material costs mov-

ing upward. Labor costs 

expected to increase.

Yet, prices for Daman 

standard parts will remain 

unchanged in 2013. 

“We operate on a 

principle of doing the 

right thing for the right 

reasons at the right time,” 

Larry Davis, president, 

said. “And that’s what this 

decision is all about.”

The executive team at 

Daman chose to hold prices 

at 2012 levels as part of the 

company’s commitment to provide service and prod-

uct leadership beyond your expectations.

“Our focus is on continually improving to help 

you achieve success in your markets,” Davis said in 

a letter to customers.

The decision reflects Daman’s understanding of the 

difficulties customers face in the market and the internal 

costs incurred when sup-

pliers raise prices. Conse-

quently, customer notifi-

cations about the pricing 

hold were distributed by 

email and letter in early 

November to help custom-

ers finalize their own 2013 

pricing platforms. 

Price holds are part of 

the norm for Daman. The 

company has kept prices 

unchanged 60 percent of 

the time since 1997. And 

the company expects to 

record another increase 

in sales in 2012, despite 

the recession and slug-

gish economy.

You can find 2013 

price lists on our web-

site, daman.com. Down-

load options are available for PDF and Excel for-

mats. Or we can convert files to NFPA-sanctioned 

Product and Price Information Format, if needed.

New year, same prices

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

Y
Doing what’s right

A look forward
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Expansion of standard 
parts

We’ve expanded our standard 

product offering to include five 

cross-over plates and rotation 

adapters in both aluminum and 

ductile iron.

“Two of the products are a 

natural extension of our servo 

valve cover plate product 

line,” Matt Giloth, manager of 

Distributor Services, said.

Also known as flushing 

plates, the S04 and S06 parts 

play an important role in start-

up and cleaning functions for 

servo customers.

Rotation adaptors for D03 

manifolds give maintenance, 

repair and overhaul customers 

a way to solve emergencies 

with clearance issues.
M
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By Larry M. Davis

O U T L O O K

Attitude is a Choice

e have new production space, new ma-
chine technology and capacity, newly 
hired people in training, and our first 
dedicated regional salesman who will 
service and live in the southwest. Plus, we 

will record our best top and bottom line growth in the com-
pany’s 36-year history by year-end.  

We attribute such accomplishments to our two most im-
portant drivers: Do the right things for the right reasons, and
help our customers be successful.

Yet, we face many unknowns that may mitigate business 
growth, such as the long-term impact of the election, short-term 

political arm-wrestling 
over tax laws, and effects 
of the new healthcare 
regulations. In spite of 
uncertainty beyond our 
influence, rest assured 
we continue to position 
ourselves to help you 
grow and make acquir-
ing manifolds easier and 
quicker than ever be-
fore. It’s the natural pro-

gression of continuous improvement. It’s what we do.
Like many of you, orders have stayed softer than expected 

since July. This short-term slowdown gives us an opportunity to 
train newly hired people with a focus that is not possible during 
boom times. We are rearranging portions of the plant and prepar-
ing to create Cell E, our fifth cell. Our newest Mazak addition and 
its many outboard pallets will give us ramped-up machine utiliza-
tion, which translates into quicker turnaround for your custom 
manifolds. We will be well prepared when the market rebounds.

We truly believe we exist to support and help our markets be 
successful. Thank you for your trust in our people, products and 
service, and the opportunity to serve you.

As always, there is more to do.

W
Workforce expansion
With our upcoming expansion of space, capacity and equipment, we’ve re-
cruited 32 new hires this year. More than half of those new hires joined Da-
man during an intense two-month hiring phase this summer. That brought 
our total workforce to its highest number in the company’s history. These 
new employees are concentrating on their training and skills development, 
as we all prepare for Cell E to start production in January and other cells to 
shift their emphases.

Fluid Power Challenge
Sixty junior high students from the South Bend School 
Corporation learned valuable lessons on teamwork, 
ingenuity and communications when they competed 
in the Fluid Power Challenge, sponsored by Daman 
and other local businesses in December 2012.

"Working with these kids during the workshop 
and competition has become one of the highlights 
of our year," Matt Giloth, manager of Distributor 
Services, said.

The National Fluid Power Association originated 
the Fluid Power Challenge to expose middle school students to a learning 
environment where engineering and math are fun. The annual challenge 
encourages students to select more mathematics and science courses in 
their high school curricula and to keep their options open for technology-
based post-secondary studies.

SPOTLIGHT: A creative metaphor
Take a closer look at the artwork in this issue of Daman’s newslet-

ter. You’ll see an important part of the message in each article. The 
illustrations are chosen to distill written information into 
simple, eloquent, visual metaphors or statements.

Printed materials from Daman have featured artwork 
by the award-winning freelance illustrator Dave Cutler for 
several years. One of Dave’s most sought-after illustra-
tions, commissioned by Mercedes Benz to illustrate the 
1994 New York Marathon, will become part of a permanent 
collection at the National September 11 Memorial Museum 
in New York City.

“When I created the illustration, I had no idea how 
poignant it would one day become,” Cutler said.

Dave’s visual interpretations create a deeper 
meaning and purpose to business communication 
pieces, according to Steve Sult who designs Daman’s newsletters. 
“His style fits what we’re trying to do at Daman.”

© 2013 Daman Products Company
Hydraulic Valve Manifold News is published regularly by Daman Products Company, Inc. 

Questions or comments? Call us at 800.959.7841. Or e-mail daman@daman.com
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D I D  Y O U  K N O W

2012 Fluid Power Challenge Overall Winners, Clay 
Intermediate School. Pictured with the winning 
team, Larry Davis, president, Daman Products, 
Thomas Mailloux, teacher, and Julie Alexander, lead 
designer, design engineering, Daman Products.
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Rethink the business model
D A M A N  W I N W O R K  N E W S

n a traditional mindset, selling means to have 

a product and find a customer. Marketing 

means to find out what the customer wants 

and fulfill the need. Today, Daman is blend-

ing the two definitions to cultivate stronger 

customer relationships, better understand what 

the customer really needs, and identify ways that 

Daman can help build solutions that work. 

The first sales person ever hired by 

Daman will join the company in 2013. 

And that employee will become the 

first person to live and work hundreds 

of miles away from Daman’s Indiana 

headquarters and manufacturing site.

“We’re in the final stages of a pro-

cess to hire a sales representative for 

the southwest region,” Gordon Weiler, 

national sales manager, explained. 

With its burgeoning oil and gas 

markets, the area deserves a higher 

level of engagement from Daman, 

Weiler said. And Daman wants to tap into opportunities 

to offer its style of service and value to the market. 

I The idea to hire a regional sales representative has 

germinated in Daman’s Creative Team pipeline for nearly 

two years (see Perspective, page 4). Analysis of the im-

pacts on current and future growth led to an inevitable 

conclusion: to sustain business growth in the next five to 

10 years, the sales structure of the company needed to 

be more strategic.

“To truly understand the customer takes a level of in-

tense relationship building that we’ve not done before,” 

Larry Davis, president, said.

The challenge now is to identify the right person who 

fits into Daman’s culture, understands its values and can 

generate opportunities, Weiler said.

By following a structured process to ask and answer 

all the right questions, the Creative Team and executive 

management hold a high degree of confidence that the 

hiring strategy will be successful.

“We want this sales expansion idea to serve as a pro-

totype,” Weiler explained. If it’s successful in the south-

west, look for Daman sales representatives to live, work 

and build long-term relationships with customers in other 

regions of the country.

Stages of the process
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