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COMPANY

William Blythe
POSITION

Business Manager,
Americas
LOCATION 
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William Blythe is a world leader in 
inorganic chemistry, supplying a range

of products for use in advanced 
applications.
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Parent Company

More Information:

   www.synthomer.com

Synthomer PLC
Synthomer (SYNT) develops and 
markets polymers used in a wide range 
of industries to create and enhance 
everyday consumer products. Whether 
reading a book, opening a pack of 
breakfast cereals, painting the kitchen, 
labelling an envelope, laying a carpet, 
tiling a bathroom or simply driving the 
car, consumers could be using a product 
that has been improved by Synthomer's 
scientists. They hold positions 1, 2 or 3 in all of their chosen markets and 
have a proven record to generate added value to their customers through 
in-depth application know-how and strong R&D support. Synthomer 
delivers the right formula, globally, individually.

Synthomer’s origins date back to a production site in Harlow, UK, 
constructed in 1952. The primary products were polyvinyl acetate resin 
dispersions and solid polyvinyl alcohol resin. Following their global 
expansion and *strategic acquisitions, the company also provides 
customer focused services from its operational centers in Marl, Germany 
and Kuala Lumpur, Malaysia, as well as sales offices in Shanghai, Dubai 
and Atlanta.

Polymers for industry around the world

Synthomer is active in all major industrial regions of the globe: Europe, 
North America, South America, the Middle East, Africa and Asia. They also 
have a network of carefully selected and trained distributors and agents. 

Click picture to see
Syntomer's global locations

Click here to read more 
about Synthomer's most 

recent acquisition

http://www.kochind.com
http://www.synthomer.com/
http://www.synthomer.com/index.php?id=29
http://www.synthomer.com/fileadmin/content_investor/2016/Acquistion_of_Hexion_PAC_release.pdf
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William Blythe
William Blythe is a manufacturer 
of inorganic chemicals and advanced 
materials. With significant investment in 
product development and production 
infrastructure, their business is 
committed to working in development 
partnerships with their customers. 

With an overarching focus on continuous 
improvement and innovation, they have 
built a reputation of working flexibly and 
with a fast speed of response to meet 
their customers' needs. Their highly talented and professional team work 
with skill and vision to ensure that William Blythe delivers world class 
levels of performance in all areas of their business.

Application areas that William Blythe focuses on are Catalysts, Coatings, 
Electronics, Life Sciences, Pigment, Polymer Additives, and many others.

Founded in 1845 and based in Accrington, England, their manufacturing 
capabilities extend from laboratory scale to multi thousand ton 
manufacturing plants, allowing their approach to be both dynamic and 
agile. Their products are made to exacting standards in modern, purpose 
designed facilities.

William Blythe's ever expanding portfolio of materials currently includes 
inorganic derivatives of several elements; iodine, tin, copper and 
tungsten. William Blythe's range of products also includes advanced 
materials such as graphene oxide and doped metal oxides. Their product 
development is supported by their unique R&D capabilities and strong 
academic network.                                                                          

Business Group

Click to see William Blythe's 
global locations

More Information:

   www.williamblythe.com

William Blythe is a wholly owned subsidiary of Synthomer PLC. 
Click the picture to learn more about how they inspire chemical 

innovations in their industry.

http://www.kochind.com
http://www.williamblythe.com/contact
http://www.williamblythe.com/
http://www.williamblythe.com/downloads/WB_Corporate_Brochure.pdf
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Marc de Pater,                                                                                
Global Marketing & Sales Director
Marc de Pater is a senior commercial executive with 25 years of 
experience in the chemical industry, across base and specialty chemicals 
and materials, in the areas of marketing, sales, business development, 
strategy development and innovation.

Marc graduated with a Master’s degree in Polymer Chemistry from 
Groningen University, the Netherlands, and then started out his 
career in the technology function at Shell Chemicals in Rotterdam, the 
Netherlands. Marc left Shell to join Ciba Specialty Chemicals as account 
manager before moving into a marketing role based in Scotland in the 
UK. 

Marc subsequently broadened his horizon into management consultancy 
and worked for Arthur D. Little for a period, after which he returned to 
the chemical industry to join National Starch & Chemical’s adhesives 
business in a marketing leadership role, working out of Belgium and the 
US. Following further senior marketing roles, at among others Arizona 
Chemical, Marc joined William Blythe Ltd in October 2014 as Global 
Marketing & Sales Director. 

Marc lives with his wife in Manchester and enjoys cooking for friends, 
hiking and reading. Marc also is a career coach for young chemistry 
graduates with the Royal Dutch Chemical Association.

Hiring Manager

Marc de Pater

http://www.kochind.com
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Business Manager, Americas
Role

Manage and grow the sales of the full William Blythe product portfolio 
into North and South America, maximizing gross margin and profit gen-
eration.

Responsibilities 

 � Develop, agree and implement a sales plan in line with the 
commercial strategy and in cooperation with other sales, technical 
and operations personnel and distribution network

 � Undertake regular visits to customers

 � Set pricing in conjunction with the Marketing & Sales Director, aimed 
at maximizing profitability

 � Establish sales targets and budgets with individual agents, 
distributors and customers ensuring objectives and budgets are 
achieved or exceeded

 � Lead key account management teams and utilize KAM principles for 
identified Key Accounts in the region

 � Provide reports for all customer visits and distribute to relevant 
personnel within the business

 � Provide a monthly report highlighting sales performance, key 
business issues, market information

 � Provide a monthly sales forecast and ensure forecast accuracy

 � Ensure that all administrative tasks that fall within the remit of the 
role are carried out effectively by agreed completion dates

 � Ensure control of all sales costs within the region within the bounds 
of the budget

 � Report on and assist in the resolution of all customer complaints in a 
timely manner

 � With agreement from the Sales & Marketing Director, select suitable 
agents and distributors for relevant territories and markets for the 
sale and promotion of the product portfolio

 � Provide a strong channel of communication for agents/distributors 

Position Information

http://www.kochind.com
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 � Ensure that the distribution and agency network is well trained, aware 
of the William Blythe commercial strategy and motivated to meet 
business needs and regional sales plan

 � Provide regular assessment of distributor and agent performance 
against targets. Report on those and take corrective action when 
needed

 � Internally work with Sales & Marketing Director and team, customer 
service, administration, financial controller, manufacturing planning 
and IT, and Synthomer Group

 � Externally interface with customers, distribution and agency 
networks, trade bodies and associations

Qualifications

 � 10 years plus commercial experience in a specialty, industrial 
chemical, B2B environment

 � Wide experience in the international business arena with an 
awareness of international business and cultural sensitivities

 � Track record in solutions product selling and delivering business 
growth 

 � Self-starter, energetic with excellent verbal and written 
communications skills

 � University degree in a technical discipline

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 
Business Manager 

Name:        Date:       
 

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

      

2. What is your total number of years in chemical sales and/or business development roles? 
Which chemical products/lines have you sold the most often and/or had the most success 
selling? What markets / applications have you sold into?  

      

3. To what do you attribute the success noted in the previous question? 

      

4. Provide an overview of the customers relevant to this position with whom you have done 
business. At what level and function are the majority of your connections within these 
organizations?  

      

5. Describe your greatest success to date in sales or territory growth and expansion, please 
quantify your answer (eg. x% growth, or added $X million in Y years). What do you feel was 
the key factor in that success? 

      

6. Outline your level of commercial experience in each of the following markets which are 
applicable to you: Polymer additives, coatings, catalysts, life sciences, electronics, and/or 
pigments. 

      



7. Outline the territories which you have covered in relevant commercial roles (sales, business 
development, etc.), include any global responsibilities. In which territories did you 
experience the most success and why? 

      

8. Share an example that demonstrates your ability to drive sales and significantly increase 
the customer base and/or market penetration of your product line. 

      

9. Describe your strengths and areas in which you see room for improvement and growth. 
What do you believe your current managers and peers would say are your greatest 
strengths and weaknesses?  

      

10. 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?  

      

11. In an entrepreneurial situation as described in the previous question, what have you found 
to be the most effective methods of communication with superiors and other members of 
your team? What type of management style do you most prefer working under? How would 
you like to be coached in this environment? 

      

12. 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? 

      

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

      

14. 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? 

      

15. Have you ever applied, either directly or through a third party, for any role with William 
Blythe? 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: William Blythe   Hiring Mgr: Marc De Pater 

Position: Business Manager   HR Contact:  

Salary Range: 100K - 120K base plus 
bonus 

  
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 in Material Science or 
Chemistry 
M = BS in a technical area of study 
L = N/A 

    

      



2. Commercial Experience 
H = 10+ years of experience in 
chemical sales and business 
development  
M = 7-10 years of experience in 
chemical sales and business 
development  
L = 7 or less years of experience in 
chemical sales and business 
development  

    

      

3. Key Success in Commercial Area 
H = Well defined answer with great 
examples 
M = General answer indicating some 
success in this area 
L = Answer does not indicate success 
in this area 

    

      

4. Business Connections 
H = Extensive experience with major 
multinational customers at different 
level and multiple functions 
M = Extensive experience with major 
multinational customers at one level 
and function 
L = Limited experience with 
multinational customers 

    

      

5. Commercial Example 
H = Clear example of significant 
growth in sales accomplished with 
corresponding detail of how that 
growth was achieved 
M = Broad answer indicating success 
in this area 
L = Answer does not indicate success 
in this area 

    

      



6. Level of Commercial Experience 
H = Extensive knowledge in several 
markets: polymer additives, coatings, 
catalysts, life sciences, electronics, 
and pigments. 
M = Extensive knowledge in three of 
the following markets: polymer 
additives, coatings, life sciences, 
electronics, and pigments. 
L = Minimal expertise in this area 

    

      

7. Territories Covered 
H = Has shown success in large or 
diverse territories including experience 
outside US 
M = Has shown in several key US 
territories (Midwest, East Coast, etc.) 
L = Very limited territorial experience 

    

      

8. Ability to drive sales 
H = Significant sales/market 
expansion noted that demonstrates 
success with great examples 
M = General answer indicating 
success in this area with few 
examples 
L = Answer does not indicate success 
in this area 

    

      

9. Strengths and Weaknesses 
H = Well defined answer with 
examples 
M = Broad answer indicating 
understanding in this area 
L = Answer does not indicate success 
in this area 

    

      

10. Leadership Style 
H = Answer outlines specific 
techniques, tools and practices 
demonstrating effective management. 
M = General answer that indicates 
proficiency in this area. 
L = Answer does not demonstrate 
effective self and time management. 

    



      

11. Communication Style 
H = Well defined answer indicating 
international business acumen and 
well developed cultural sensitivity 
M = General answer indicating good 
communication skills 
L = Answer does not indicate proven 
strong communication skills 

    

      

12. Travel 
H = Road warrior open wide to travel 
M = Will travel up to 50% 
L = Less than 35% travel 

    

      

13. Non-Compete 
H = No relevant non-compete or non-
disclosure in place 
M = Has a peripheral non-compete or 
non-disclosure in place - could limit 
some activities 
L = Has a strong relevant non-
compete or limiting 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 13 grades =  

Avg. Grade:  
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