
WHAT DOES 
CABLE DAHMER 

STAND FOR?
WE ARE A COMPANY OF PEOPLE DEVELOPING PEOPLE…

1/3/4/5-5/7



The Purpose of Cable Dahmer

The purpose of Cable Dahmer is to develop 
people to their highest desired growth.

The purpose of the people is to find a client and 
fulfill their highest desire in their automotive 
needs.



The Purpose of Cable Dahmer

When we master each level of our chosen path 
by reading, role playing, technical classes, and 
develop the skills and passions for the business. 
Therefore when we need to make a decision in 
helping a client, we will be able to answer the 
following three question correctly:



The Purpose of Cable Dahmer

1. Is it right for the client?
2. Does it align with the purpose and 

values of Cable Dahmer?
3. Are you / we willing to be accountable 

for the decision you just made?



“1” OUR MISSION: 

An ideology still in motion since its 1963 inception. It's 
the Cable-Dahmer mission statement we lean on: 

It is our policy to provide a full range of products and services to all 
our customers. These products and services will be priced reasonably 
and delivered with customer satisfaction as our number one goal.



OUR PURPOSE: 

Cable Dahmer is a company of people developing people
in the automotive business and being the best at it!

               …@ Cable Dahmer, we sell hope!



Cable Dahmer is not about 
efforts.

However, without efforts, you don’t get results.

Cable Dahmer is about results.
Results are what we are all judged on.



“3” PRIORITIES: 

1) Leadership

2) Creating a scalable infrastructure

3) Client fulfillment



1) LEADERSHIP

“... what got you here won’t get you there.”

The reason Leadership development is essential is because we 
cannot do this by ourselves.



2) STRUCTURING A SCALABLE 
INFRASTRUCTURE:

The key to high performance teams is great leaders and great 
teams.  As a manager you are responsible for both. 

Get it right!



THE FIRST STEP

• Hire right – At Cable Dahmer, we have no victims

• Get people involved with project management

• Look for a person to run the project

• After successful project completions, promote the project manager (Ready 
now candidate)

• Be clear of the requirements for the promotion

• Promote from within

• Prune the tree

• Lead by example

• Manage it!



3) CLIENT FULFILLMENT

The purpose of a business is to create and serve a 
customer.

The result of a business is a satisfied customer.

• Key to sales and marketing
• What does the customer want to buy?

• What are the satisfactions that the customer looks for, values and 
needs?



3) CLIENT FULFILLMENT 
(Continue)

The people we serve want three things:

First – They want a product or service with no defects

Second – They want it on time (their definition)

Finally - They want people to be nice to them



3) CLIENT FULFILLMENT 
(Continue)
The four objectives of a business:

1. Keep the customer

2. Get new clients

3. Encourage the customers to spend as much as 
possible… But without sabotaging objective number 1!

4. In all the above, keep working towards more and more 
efficiency.



The 4 legs of the chair

Spiritual - is your “seat” 

1) Family
2) Health
3) Business
4) Financial



“4” THE FOUR DISCIPLINES:

1.  Focus on the most important goal.

2.  Act on the lead measure.

3.  Keep a compelling scoreboard.

4.  Create a cadence of accountability.



1. FOCUS ON THE MOST 
IMPORTANT GOAL.
Practicing Discipline 1 means narrowing your focus to a few 
highly important goals so that you can manage them in the 
midst of the whirlwind.

Simply put, discipline 1 is about applying more energy against 
fewer goals because when it comes to setting  goals, the law 
of diminishing returns is as real as the law of gravity. Less is 
better.

Many goals are important, but only one or two are 
wildly important!

*Wildly Important Goal = WIG



1. FOCUS ON THE MOST 
IMPORTANT GOAL.
Rules for discipline #1

1. No more than 1 to 3 WIG’s per person.

2. The battles (Lead measures) must win the war.

3. The Managers / Leaders can veto but can not dictate the WIG’s.

4. A WIG has to have a finish time. From X to Y by when.



2. ACT ON THE LEAD 
MEASURE
Discipline 2 is the discipline of leverage. Lead measures are 
the measures of the activities most connected to achieving 
the goal.

Discipline 2 requires you to define the daily or weekly 
measures.



3. KEEP A COMPELLING 
SCOREBOARD.
The third discipline is to make sure everyone always knows 
the score, so they can tell whether they are winning. 

This is the discipline of engagement. Remember that people 
play differently when they are keeping score.



4. CREATE A CADENCE OF 
ACCOUNTABILITY.
Discipline 4 is where execution happens. Disciplines 1,2,3 set 
up the game but until you apply discipline 4 your team is not 
in the game.

Accountability happens in a three-part agenda:
1. Account: report on commitments.
2. Review the scoreboard: Learn  from successes and failures.
3. Plan: Clear the path and make new commitments.

Finally, we have a cadence of accountability that is scheduled; 
everyone knows the rules of the game; has a scoreboard at a 
glance; we are working on lead measures which move the 
main goal of the organization.



“5 - 5” CABLE DAHMER CORE 
VALUES
1. Coaching

2. Process Loyal 

3. Integrity

4. Growth Mindset

5. Attitude



CABLE DAHMER CORE 
VALUES
1. Coaching

We will maintain a culture of trust and respect through daily 
training and development of all team members to help them 
achieve their personal as well as their professional goals. Only 
coach the coachable. The traits that make a person coachable 
include honesty and humility, the willingness to persevere and 
work hard, and a constant openness to learning. Get the team 
right, you will get the job right.



CABLE DAHMER CORE 
VALUES
2. Process Loyal 

We will become brilliant in the basics and commit to doing 
the ordinary things extraordinarily well. We are committed to 
becoming faithful in the little things, because in pursuit of 
perfection, we can expect to catch excellence.



CABLE DAHMER CORE 
VALUES
3. Integrity

We do the right thing because it is the right thing to do. It 
isn’t what is cheap, easy, popular or convenient that guides us. 
We will do so without excuse and regardless of cost.



CABLE DAHMER CORE 
VALUES
4. Growth Mindset

We will develop our most basic abilities through dedication 
and hard work thus creating a love of learning and resilience 
that is essential to all great accomplishments.



CABLE DAHMER CORE 
VALUES
5. Attitude

We will maintain control of our emotions through an 
optimistic, solution oriented and gracious approach. To care 
about people, you have to care about people.



“5-5”THE FIVE ENEMIES OF 
CULTURE
1. Poor communication

2. Gossip (Drama)

3. Unresolved disagreements

4. Lack of shared purpose, priorities and like vision

5.Tolerated incompetence.



THE FIVE ENEMIES OF 
CULTURE
1. Poor communication can take many forms, but when the 
right hand doesn’t know what the left is doing, strife sets in.
Therefore:
Create a rhythm of daily, weekly, monthly meetings with 
purposeful meaning. 
(The cadence of accountability Time: 8:08, 11:11, 3:03)



THE FIVE ENEMIES OF 
CULTURE
2. Gossip (Drama) is degrading and will destroy an 
organization.
Push the negatives up and the positives down.
Whoever guards his mouth and tongue keeps his soul from  
troubles. — Proverbs 21:23 
Wisdom - It isn’t what they say about you, it’s what they 
whisper.
A lying tongue hates those who are crushed by it, and a flattering 
mouth works ruin. 
— Proverbs 26:28
By definition, gossip is when a negative is discussed with anyone 
who can’t solve the problem



THE FIVE ENEMIES OF 
CULTURE
3. Unresolved disagreements happen when we do not 
know they exist or when the leader avoids confrontation.
A little confrontation cleanses the wound and allows the 
parties to go forward in a spirit of unity, therefore culture.
When you are aware there are hurt feelings and/or 
disagreements, act quickly and decisively.



THE FIVE ENEMIES OF 
CULTURE
4. Lack of shared purpose, priorities and like vision
is caused by the leader not restating the goal, vision and 
mission statement over and over and over again.



THE FIVE ENEMIES OF 
CULTURE
5. Tolerated incompetence 

It has been said that sanctioned incompetence demoralizes. 
Coming to work on time, not working the Cable Dahmer 
process and saying we do and knowing we really don’t.



“7” THE 7 ESSENTIALS OF 
BUSINESS
1. Leadership
2. Business Operating System (BOS) 
3. Financial 
4. Marketing
5. Lead generation
6. Lead Conversion
7. Client Fulfillment



THE 7 ESSENTIALS OF 
BUSINESS
1. Leadership

Learning to live alone is the #1 practice of leadership. This 
means learning to take full accountability for everything on 
the leaders watch. To take total commitment that affect the 
team’s welfare. In order to master leadership, we must master 
planning, preparation, practice and performance for every 
person and the position they hold to the store's expectation.



LEADERSHIP

 Six stages of competence -

1) Unconscious Incompetence
2) Conscious Incompetence
3) Conscious competence
4) Unconscious Competence
5) Competence Incompetence
6) Learning to be competent



LEADERSHIP

1) Unconscious Incompetence: The position stage.

➢The Individual doesn’t know that they  don’t know how to do 
something  

➢The Individual must recognize their  own incompetence, and the 
value of  the new skill, before moving on to the  next stage 

➢The length of time an Individual  spends in this stage depends on 
the  strength of the stimulus to learn



LEADERSHIP

2) Conscious Incompetence: The growth stage:

➢Though the Individual does not  understand or know how to do  
something, he or she does recognize  the deficit, as well as the 
value of a  new skill in addressing the deficit

➢The making of mistakes can be  integral to the learning process at 
this  stage



LEADERSHIP

3) Conscious competence: The productive stage 

➢The Individual understands or knows  how to do something; 
however,  demonstrating the skill or knowledge  requires 
concentration 

➢It may be broken down into steps,  and there is heavy conscious  
involvement in executing the new  skill.



LEADERSHIP

4) Unconscious Competence: The people development stage

➢The Individual has had so much  practice with a skill that it has  
become second nature and can be  performed easily 

➢The Individual may be able to teach  it to others, depending upon 
how  and when it was learned

This is How You Grow and Compound An Organization 



LEADERSHIP

5)  Competence Incompetence: The - “I think you’ve figured it out” 

➢ This is the most dangerous of the six 

➢You have years of experience, know your stuff and have become 
convinced  you have nothing else to learn 

➢Your success has convinced you that you know all you need to 
know and  are done learning 

➢Seeking more knowledge is the last thing on your mind 

➢What got you to where you are today is what you think is going to 
keep  you where you are and beyond



LEADERSHIP

6)  Learning to be competent:  The “you know you don't have it figured out” 

➢You have more to learn 

➢You are focused on the Big Picture 

➢You Measure your Accomplishments based on how many people you have 
helped develop over the years 

➢ The most Successful People at any skill, business or activity are the 
ones who  continue to do two things: 

1. They keep going back to the basics 

2. They continue searching for answers even  when they think they 
already have many of them



Manage our time

There are three time stages in a week:

Free time - 24 hours of non work time. A time to recharge. 
A time to spend with family, God, friends…

Buffer time - look at what needs to be done to create time, 
gross generation, volume, train, help develop others…

Focus time - income generation time. Customer interaction, 
client fulfillment, making a transaction happen.



MANAGE TIME

• Know what you do with your time
• The effective person knows that to manage time, he has to know 

where it actually goes.
• Realize that a large part of the time in a job is wasted on things that 

contribute little or nothing

• Time Diagnostic
• Eliminate the things that do not need to be done at all.
• Which activities are better done by someone else?
• Beware of the time of others that you waste.

• Good question to ask:
• What do I do that wastes my time without contributing 

to my effectiveness?



MANAGE TIME

• Prune the Time Wasters
• Organizational time wasters result from lack of system or foresight

• The symptom of where you have organizational time wasting is to 
look for the recurrent crisis that has to be met “heroically”

• A well-managed department is a quiet place, not dramatic

• Time waste results from over-staffing

• Time waste results from a poor flow of information

• In your time prioritization, do the most important things first



MANAGE TIME
Urgent Not Urgent

Important Quadrant I Quadrant II

Activities Results Activities Results

Not Important Quadrant III Quadrant IV

Activities Results Activities Results

• Crisis 
• Pressing problems
• Deadline driven

• Stress 
• Burn – out
• Crisis management
• Always putting out 

fires

• Prevention 
Capability 
improvement

• Relationship 
building

• Recognize new 
opportunities

• Planning & 
recreation

• Vision 
perspective

• Balance
• Discipline
• Control
• Few crisis

• Interruptions, some callers
• Some emails, some reports
• Some meetings
• Proximate, Pressing 

matters
• Popular activities

• Short term focus
• Crisis management
• Reputation – 

chameleon character
• See goals / plans as 

worthless
• Feel victimized, out 

of control
• Shallow or broken 

relationships

• Trivia busy work 
• Some email
• Personal social 

media
• Some phone calls
• Time wasters
• Pleasant activities

• Total irresponsibility
• Fired from jobs
• Dependent on others 

or institutions for 
basics



2. BUSINESS OPERATING 
SYSTEM (BOS)
Operational effectiveness
The balance between people, process and focusing that energy to create 
a memorable client experience is the result of the business operating 
system.
These systems will put order to the processes, systems, the roles of the 
staff and the structures the organization needs to succeed with the goals 
it has set. When put together correctly, this will allow the leader and the 
business the freedom to work “on” the business versus work in it.
The items the BOS should include all the customer touch points to 
include the behind the scenes which the business is responsible for, but 
the consumer takes for granted to have a great customer experience.



2. BUSINESS OPERATING 
SYSTEM (BOS)
They come for the “show” :

• What is the theme?

• Pay attention to the details.

• Put the people up front.

• Throw in some magical moments.



2. BUSINESS OPERATING 
SYSTEM (BOS)
• Vision – creating purpose for the journey. Something that 

is understandable, measurable and believable, but at the 
same time, something that is beyond our current 
understanding of how to achieve it.

• Mission – Action on the vision

Mission is the actionable extension of the vision. The 
day-to-day activities.



THE BUSINESS OPERATING 
SYSTEM (BOS)
• Strategies – Strategies follow mission. If you develop a 

strategy but do not have a defined mission, you are either 
lost or soon will be. And so will the people we are leading

• Once the strategy is established, you will create tactics to 
accomplish your strategies 



THE BUSINESS OPERATING 
SYSTEM (BOS)

• Structure – organizing the department

Structure follows strategy.

Structure is the way you choose to arrange the relationship 
of the people and the function of the enterprise



THE BUSINESS OPERATING 
SYSTEM (BOS)
Four key principles on how to structure an organization:

• Clarity – all associates should be clear of what is expected of their role.  
Appointments shown, no one hits a guarantee, answer phone in 2 rings…

• What are your non negotiables? The behavior of the leader will say   
if we mean it or if the leader is just saying it because it his role to do so.

• Alignment – Every team and business unit in the organization should be 
with the others so that all of the energy, resources and expenditures are 
working towards a common mission and are in conflict.

• Focus – Giving clarity and team alignment, each associate is in an 
environment that enables focus on getting his or her part of the mission 
accomplished



Financial - Two rules to live by.

1) Any institution can fail if it does not have proper 
dashboards, proper financial metrics and risk analytics. 
You need to know where we are financially headed in 
order to drive this machine called Cable Dahmer.

2) You have to have the will and you have to have the means 
Too often by the time you gain the will we don’t have the 
means. Discern your decision through priorities to keep 
your means (cash ) protected.



4. MARKETING

The only purpose of a business is to create a customer. 

For this reason, a business has two and only two basic functions:
1. Marketing
2. Innovations.
In positioning our company, our facing point of sales materials need to say three 
things:
* What do I offer?
* How will I make my life better?
* How do I buy it?
* All in 5 seconds or less. A brain looks for a way to survive and thrive. So, when 
we show something to a prospective client, they tune out to preserve their brain 
function. Keep it simple.



4. MARKETING (Continue)

Our USP. solve three levels of concerns:

External  - We solve the transportation needs for our Clients.
Internal - Because it makes the customer feel like they have a professional 
in the business they can rely on. 
Philosophical - Because we believe that we need to have the people, 
process and infrastructure to handle the customer needs. 

A business can not ask what a business wants to sell. A business needs to ask 
what does a customer wants to buy. So a business needs to continually ask what 
does the client need and what business are we in to take care of their needs?
Cable Dahmer needs to continually ask what does our customer need and how 
do we continually fulfill it for the customer prior to the customer really knowing 
what they truly need and want.



5. LEAD GENERATION

Lead generation comes from two channels:

• Paid - which is the highest investment with the lowest return until 
the investment is vetted out.

• Unpaid – which has the highest return and is the toughest to 
achieve because of the dedication it takes to achieve the results. 
When working on the unpaid channel, we need to embrace the 
customer relationship management (CRM) system. The CRM is a 
continual and never-ending improvement process. Creating the 
cadence is the job of the leader.



6. LEAD CONVERSION

They Come for the Show:

➢ What is the theme?
➢ What details need to be attended to?
➢ Who are the people to make the 1st 

impression?
➢ What magical moments will make them say 

“quietly” wow?



6. LEAD CONVERSION

Getting the customer to commit to our products and 
services or turning opportunity into revenue while creating a 
client which continues to return to do business with our 
organization to meet their needs.

• Engage with the customers
• Repeat the message which brought them in
• Determine the customer needs and provide a solution
• Offer the products
• Close the transaction
• Set up the next visit



6. LEAD CONVERSION 
(CONTINUE)
Increase the effectiveness of your sales process with client 
engagement

2 step process
1. Make contact

2. Meaningful conversation

4 step Process with client engagement
1.      Make contact
2.      Meaningful conversation
3.      Set appointment / opt in

4.      The appointment set, hold a meaningful conversation.



7. CLIENT FULFILLMENT

The purpose of a business is to create and serve a 
customer.

- The result of a satisfied customer is repeat and referral
- Additional clients 
- Dominance in Market share
- Which equals to revenue
- Which allows us to reinvest in our business
- Which will attract more clients…..



7. CLIENT FULFILLMENT

How big would our company be if we kept every 

customer we have EVER dealt with?

In order to master our client fulfillment or be the best in the industry we 
need to be at 51% customer service and 49% skills. Both must be met to 
achieve client fulfillment.

Smart people have great answers, geniuses have great questions.

What would I have to do to make our customers feel that they would be 
Crazy to do business with someone else?

The client fulfillment system is measured by the ability to sustain a valued and lasting 
relationship with our clients through repeat business and the referrals they send us.
- Help treat every customer as a guest
- Exceed the guest expectation
- Represent Cable Dahmer as a professional
- Own the entire guest experience



7. CLIENT FULFILLMENT 
(CONTINUE)
Measure our objectives: 

(The only purpose of a business is to create a customer. )
1. Make 100% of our customers happy
2. Make sure our guest are 100% satisfied and happy prior to leaving the premises
3. An unhappy customer take priority over “everything “ or anyone else
4. The manager must take responsibility for follow up with unhappy customers
5. The staff must be empowered to satisfy the guests
6. Listen to the customer and give them what they want. We do not have the ability to 
determine which customer has something coming or not.
7. When taking care of a customer, we will not relate profit to what a customer has 
coming.
8. Every person who walks into the store is either a customer or a potential       
customer. Treat them accordingly.
9. Spend 15 minutes a day talking to our staff about CSI.
10. Learn to say…You are right, how can I help.


