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LOCATION 

Home-Based Office
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Parent Company

More Information:

  www.smc-global.com

Special Materials Company
Special Materials Company (SMC) is 
a leading $175 million specialty chemical 
supplier with global sourcing and 
production facilities. They are the market 
leader in green solvents, phosphorus 
derivatives, and color imaging chemicals.  
SMC has offices in China, Switzerland, 
and Latin America.

At SMC, they know that their customers need a reliable and consistent 
supply of specialty chemical products at competitive pricing. Because 
many chemical products are no longer manufactured in the United 
States, creating a reliable supply line is particularly challenging. Running 
out of products or having unanticipated price increases can cause 
significant issues for many manufacturing companies. Not only does 
SMC carry large inventories of their key products but their expertise and 
laser focus on market forces give them the ability to forecast product 
trends regarding pricing and availability better than their competitors. 
This information and insight is shared regularly with their customers who 
need sophisticated knowledge regarding supply trends. SMC acts as a 
“bridge” to bring customers and suppliers of specialty chemicals together 
with reliable supply, high quality, and fair pricing.

SMC offers strategic partnerships with chemical producers around the 
world.

People

At SMC, their greatest strength is their people. SMC employees have long 
experience and tremendous insight into the markets they serve. They 
offer their customers and suppliers a depth of knowledge about specialty 
chemicals that helps ensure consistent supply within volatile markets. 
SMC believes in the idea that it's critical to get the right people on the 
bus, sitting in the right seats. 

International presence with 4 
Factories and 20 Warehouses 

Worldwide

http://www.kochind.com
http://www.smc-global.com/
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Suppliers and Partners
SMC is both a manufacturer and 
distributor of specialty chemicals. 
SMC manufactures 40 percent of the 
materials it distributes. They have built 
partnerships with suppliers to develop 
the capacity for the remaining 60 percent 
of their distribution.

SMC works with suppliers of niche industrial specialty chemicals for 
consumption in the following industries:

SMC has a strong customer network, selling to many of the Fortune 
500 companies. SMC has developed a fine reputation with the major 
companies in the above industries.

SMC invests in manufacturing operations in order to support their 
marketing efforts. They have ownership in four factories-three in China 
and one in the United States. SMC seeks to make additional investments 
in manufacturing companies that produce specialty chemicals for the 
above-mentioned industries.

SMC has a proven track record of partnering with Chinese factories to 
increase sales of existing products and add new value-added products 
through the introduction of technology and marketing information. In 
this way, SMC's local partner maintains the management of the factory 
and through this partnership with SMC, grows its sales and profits 
significantly. This has proved to be a winning formula for SMC and their 
partner companies.

SMC has many years of experience dealing with local entrepreneurs 
in emerging markets such as China, India, South America, and Eastern 
Europe. They are flexible, tailoring each arrangement to the particular 
needs of their partner/producers.

Company Information

• Paints, Coatings, and Plating

• Paper

• Imaging

• Oil Field service

• Textiles

• Polymer Additives

Click to see Current News
at SMC

http://www.kochind.com
http://www.smc-global.com/news.php
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Products and Services
SMC's products touch everyday lives in 
many different ways. They serve a diverse 
range of industries, including Oil & Gas, 
Paint & Coatings, Paper, Electronics, 
and Chemical Intermediates, as well as 
Agriculture, Resins & Adhesives, Textiles, 
and Color Imaging.

Phosphorous Derivatives

SMC's flagship Phosphorus Derivatives business, anchored by two 
manufacturing plants, was SMC's first business area, and their first 
investment in production capacity.

Today they are one of the world's largest producers and marketers of 
sodium hypophosphite, hypophosphorus acid, phosphonium salts ( THPS 
/ THPC ) and phosphine derivatives.

They offer a line of P4 derived products from reducing agents to flame 
retardants with an expanding array of specialized organo-phosphorus 
products.

Compliance Solutions

SMC launched the Compliance Solutions business in 1999 and 
established itself as the leading global supplier of PCBTF following 
the loss of North American production. Over the last 10 years SMC has 
supported the market and regulatory demands for PCBTF. The company 
has set the bar on product quality and maintains a massive U.S. inventory; 
insulating the market from potential supply disruptions and making the 
long supply chain unnoticeable to their customers. They have highly 
experienced regulatory staff working on compliance as well as assisting 
their customer base in developing solutions.

SMC takes great pride in working with their customers to address new 
demands for environmental compliance for solvent applications and 
continue to investigate additional chemistry for its merits as additions to 
their Compliance Solutions business.

Sourcing 

SMC provides product and service sourcing to its client base. They have 
been successful at developing supplies to cover "orphaned" products in 
various markets; special qualities of established products and competitive 
supply chains, as required.

Products and Services

Largest Supplier of Green 
Solvents in North America

http://www.kochind.com
http://www.smc-global.com/productdetails.php?id=1&pg=Products
http://www.smc-global.com/productdetails.php?id=2&pg=Products
http://www.smc-global.com/productdetails.php?id=7&pg=Products
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SMC brings to bear its technical 
manufacturing perspective, canvassing 
resources, strong presence in China (3 
production enterprises and logistics 
office) and their global network of 
consultants and business partners to 
develop measured solutions to supply 
problems.

Tolling/Industrial Services

Special Materials Company's Production and Warehousing Facility is a low 
cost base for receiving imported materials from the ports of Charleston, 
South Carolina and Savannah, Georgia. Located in the former mill town 
of Kershaw, South Carolina, the facility was established in 2006 and is a 
completely refurbished 80,000 square feet building set in 12 acres. It is 
conveniently located to deliver chemical products in the South East.

SMC receives and delivers materials, both for its own customers and on 
behalf of other US companies. The company adds value by changing the 
chemical state before delivery. The company continually strives to take 
costs out of the raw material supply chain while seeking to preserve or 
re-establish the levels of customer service which may have disappeared 
from the changing global economy.

Specialty Solvents

Specialty Materials Company is offering an expanded portfolio of aprotic 
solvents for use in a variety of pharmaceutical, industrial, coatings, inks, 
adhesives and cleaning applications. Many of the solvents are ideal for 
highly regulated emissive applications, due to their status as VOC exempt 
solvents, their low toxicity and inherent recyclability.

Other Product Areas

Titanium Dioxide/White Pigments

Chemical Specialties

PhotoImaging Chemicals

95% Customer Retention Rate

http://www.kochind.com
http://www.smc-global.com/productdetails.php?id=8&pg=Products
http://www.smc-global.com/productdetails.php?id=10&pg=Products
http://www.smc-global.com/productdetails.php?id=3&pg=Products
http://www.smc-global.com/productdetails.php?id=4&pg=Products
http://www.smc-global.com/productdetails.php?id=6&pg=Products
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Message from CEO
"At SMC, we use all of our strengths, creativity, and energy to help and 
support our customers, partners, suppliers, and employees reach our 
goals and objectives.

We know that our continuing success is built on every interaction that 
we have with our customers, suppliers, partners, and employees. Our 
reputation grows by doing this diligently and carefully. We listen to all 
of you and strive to put you in the strongest position so that you can 
succeed in a tough environment.

We are small enough to think creatively to solve any problem, no matter 
the size. Every order, conversation, and transaction gets the highest 
attention.

We are big enough to have low cost supply chains, so that we can provide 
products to our customers that add value to you and allow us to invest in 
improving our offerings.

We have continually grown at a 30 percent annual rate and have done 
this by retaining 95 percent of our 300 customers every year. We will 
continue to grow by adding new products for these customers and by 
gaining the confidence of new customers, suppliers, and partners.

To those who know us, thank you for your business. For those whom we 
haven't worked with yet, please give us a chance to help you reach your 
goals and objectives."

Sincerely, 

Adam Feldman                                                                                                                      
CEO and Chairman

Click to see learn more about Adam Feldman's 
Success

Ernst & Young Entrepreneur of the Year 2013 

http://www.kochind.com
https://www.youtube.com/watch?v=xjfm9xYPpsY
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Adam Feldman,                                                               
CEO & President
Adam Feldman is the Chief Executive Officer and Chairman of the Board 
of Special Materials Company. Adam began his career in the chemical 
business working in the labs of CP Chemicals in high school. He then 
earned a degree in Philosophy from the University of California at Berkley, 
and an MBA from NYU. He advanced to working as a senior executive at 
CP Chemicals and later at Philipp Brothers Chemicals until 1990, when 
he started his own business focused on producing chemicals from by-
products in Asia. In the mid-90's, Adam and his partners formed Special 
Materials Company to take advantage of opportunities that presented 
themselves due to the consolidation in the industry and the opening up 
of China.

In 2013, Adam was an Ernst  & Young Entrepreneur of the Year® award 
winner.  Adam is the majority owner of SMC which is now in 20th year.

Kevin Huber,                                                           
Executive Vice President & Principal
Kevin Huber is the Executive Vice President and a principal at Special 
Materials Company. Kevin began his 20+ year career in the chemical 
industry in sales and business management for International Materials 
and Chemicals; he co-founded Special Materials Company in 1996. In 
addition to responsibilities as a principal of the company, Kevin manages 
SMC's Kershaw, SC Production and Warehousing Facility.

Hiring Team

Adam Feldman

Kevin Huber

http://www.kochind.com
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Sales Representative
Role

Expand the current sales and continually add products to the current 
specialty chemicals portfolio, 50 products, to existing customers and new 
markets.

Responsibilities 

 � Develop new products and identify new applications for existing 
products

 � Build relationships with key customers

 � Double gross profit in 3-5 years

 � Develop new customer relationships

 � Grow sales and work effectively with internal supply chain

 � Interact proactively with existing and potential customers, internal 
sourcing and logistics team

Qualifications

 � 10-15+ years experience in distribution and OEM Sales - industrial 
chemicals a plus; demonstrated success with year over year sales 
improvement/growth

 � Demonstrated ability to introduce new chemical products - business 
development

 � Strong negotiation skills

 � Superior communication skills and people skills; be able to read and 
build rapport

 � Ability to deal with technical issues

 � Strong computer skills, i.e. spreadsheets, PowerPoint

 � Personality traits; hunters, listener, results-oriented, competitive and 
aggressive, smart, outgoing (people person), persuasive, creative/
entrepreneurial, grit, independent, tenacity, organized, team player

 � BS in Chemistry or Chemical Engineering preferred

Position Information

http://www.kochind.com
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If you have open positions in your organization, 
give us a call and put our people and our process 

to work for you.

ROPELLA
G R O W I N G  G R E A T  C O M P A N I E S

TM

8100 Opportunity Drive, Milton, Florida 32583
850-983-4777 | www.ropella.com

For more information contact:

Robbie Ropella

President, Executive Search

Ropella  

850-983-4883

robbie@ropella.com

http://www.kochind.com
http://ropella.com/toc.htm


 

 

 

Skill Survey 
Sales Representative 

Name:        Date:       
 

1. Outline University Degree(s):  
(Please provide the Name, the Location, and the Phone Number of each 
Institution) 

      

2. Provide an overview of your experience, including years' experience in sales, marketing 
and business development roles involving specialty and/or commodity chemicals. Which 
products/lines have you sold the most often and/or had the most success with? 

      

3. Outline the territories that you cover or have covered while in chemical sales. 

      

4. Provide an overview of your experience identifying and introducing new chemical products 
and/or new applications.  

      

5. Outline the customers applicable to this role with whom you have successfully sold to 
and/or where you have established connections. What are the functions and levels of the 
majority of your contacts within these organizations? 

      

6. Describe your greatest success to date in growing and expanding sales to an existing 
customer. What do you feel was the key factor in that success? 

      



7. Describe your personal communication and sales style. Do you consider yourself a hunter 
or a farmer, and why? 

      

8. Share an example that demonstrates your ability to build strong relationships with your 
customers, sell value and negotiate effectively. What were some of the roadblocks you 
faced? What was the final outcome? 

      

9. Describe your experience working in a highly entrepreneurial, self-directed situation. What 
tools, strategies and techniques have you most routinely employed for achieving goals, 
personal time management, and organization?  

      

10. What is your comfort level with travel? Do you have a maximum % level of travel or # of 
days/weeks away from home that you could sustain? 

      

11. Tell us about any non-compete and/or employer restrictions that you may have. Please 
provide these documents for our review. 

      

12. If asked one of the following questions during an interview, how would you answer? 
 Why are you considering this opportunity? (or) What motivated you to consider a job 
change at this time? 

      

13. Have you ever applied, either directly or through a third party, for any role with Special 
Materials Company? If so what was the date of your most recent application (month/year)? 

      



 
References  
Please provide three to six references. The first priority is current and/or past supervisors, then 
employees, then peers, then customers (where appropriate). 
 

Example: Bob Smith, currently - Business Director at ABC Corporation 412-123-4567,  
Email: bob.smith@abccorp.com. Was Business Director, my direct supervisor, while I was a 
Manager at ABC Corporation. 
 

We will NOT contact any references until after completing the 

interview process and not without notifying you first. 

 
1)       
 
2)       
 
3)       

 
4)       
 
5)       
 
6)       
 

 



Our Candidate Comparison Score Card is to be completed on every candidate you have 
now screened as a potential fit. If you can tell that some of the candidates are probably 
Low level (in a superficial overview) in comparison to others you set those aside now 
and just score the rest. The Score Card will help you objectively weigh all the Must 

Haves and even the preferences in such a way that at the end of using the Score Card 
process you can be pretty sure who the High plus candidates are, who the High 

candidates are, and who the Medium candidates are. Then we focus on scheduling for 
the High Potentials. 

 

  

 

Candidate Comparison-Scorecard   Grader's Name: 

Candidate Name:   Grade: 

Client Name: Special Materials 
Company   Hiring Mgr: Adam Feldman 

Position: Sales Representative   HR Contact:  

Salary Range: 100K   Candidate 
Base:                        Bonus: 

Communications: L = Heavy Accent - Hard to Understand    M = Accent - Understandable    H = No Accent 

- Easy to Understand 
Comment: 
     

Attribute H/M/L Comment 
1. Education 
H = BS/BA in Chemistry or Chemical 
Engineering 
M = Completed four-year college 
degree 
L = +1/2 point for MBA 

    

      



2. Years' of applicable experience 
H = 10+ years' experience in relevant 
chemical sales with experience 
working for a distributor 
M = 6-10 years' experience in relevant 
chemical sales with experience 
working for a distributor 
L = Less than 6 years' experience OR 
no experience working for a distributor 

    

      
3. Territories covered in chemical 
sales 
H = Has covered nationwide or large 
regional territories including the 
southeast 
M = Has covered nationwide or large 
regional territories, not including the 
southeast 
L = Limited territories covered, not 
including the southeast 

    

      
4. Experience identifying and 
introducing new products/applications 
H = This is a significant part of current 
role 
M = Has had success in this area in 
previous roles 
L = Limited experience identifying and 
introducing new chemical 
products/applications 

    

      
5. Major customers and connections 
H = Well developed relationships at 
multiple levels (R&D, supply chain, 
executive) within several potential 
customer companies of SMC 
M = Has sold to potential customer 
companies for SMC and has some 
relationships currently in place 
L = Customer base is not highly 
relevant to SMC's current product 
lines 

    

      



6. Sales expansion example 
H = Distinct quanitifiable example 
demonstrating the ability to drive sales 
M = Broad answer indicating success 
in this area 
L = Answer does not indicate 
successful experience growing and 
driving sales 

    

      
7. Sales and communication style 
H = Answer clearly indicates an 
outgoing communication style and a 
hunter sales mentality 
M = Answer demonstrates either a 
hunter mentality or outgoing 
communication style but not both 
L = Answer does not indicate a hunter 
mentality and does not indicate an 
outgoing communication style 

    

      
8. Sales and customer development 
example 
H = Specific example indicating a 
scenario where excellent sales, 
negotiation and people skills were 
successfully utilized 
M = Broad answer that indicates 
success in this area 
L = Answer does not demonstrate 
successful sales and customer 
development skills 

    

      
9. Ability to work independently  
H = Lists specific strategies for time 
management, organization and goal 
setting 
M = Broad answer indicating the ability 
to be self-directed 
L = Answer does not demonstrate a 
well developed ability to self-direct and 
self-motivate 

    

      



10. Comfort with travel 
H = Road warrior - very comfortable 
with travel over 60% 
M = Will travel up to 60% 
L = Prefers less than 60% travel 

    

      
11. Non-Compete/ Non-Disclosure 
H = No non-compete or relevant non-
disclosure 
M = Peripheral non-compete or non-
disclosure which could limit in a few 
areas 
L = Strong relevant non-compete or 
non-disclosure  

    

      
Grading Point System: 
H’s = 4 
M’s = 3 
L’s = 2 
Bonus Points = .5 

Now add up the numerical value of 
each grade and then divide by the 
total number of grades 

  

Total Points:  

Divided by 11 grades =  

Avg. Grade:  
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