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Italmatch Chemicals
The Company
Italmatch Chemicals majors in the 
production of phosphorus derivatives, 
giving it a unique strength and 
leading position in the international 
market. Although a relatively small 
company, compared to its main 
competitors, Italmatch Chemicals 
has earned the respect and trust, 
over a period of years, of such multinational leaders in their sectors, with 
particular regard to lubricant oil additives (L.O.A.), plastic & polymers 
flame retardant additives (F.R.) and other various industrial applications.

The wide sector already encompassed 
by Italmatch Chemicals is destined 
to expand even larger thanks to its 
historical ambition of growth. The ability 
to combine the reliability of tradition 
with the opportunities offered by 
modern technology, implemented by 
an expert and dynamic management, 
results in Italmatch Chemical’s 
unparalleled creativity, competence 

and Customers satisfaction. By focusing on today’s dynamic world of 
specialty chemicals and its expanding horizons, Italmatch Chemicals 
offers advanced and effective solutions based largely, but not exclusively, 
on phosphorus derivatives.

Careful environmental concern stands to witness the company’s long-
term commitment to the market, as the technologically advanced 
systems adopted in its Spoleto plant stand to prove, with particular 
respect to the optimisation of environmental impact and increased safety. 
For these reasons the Company has recently obtained the ISO 14001:2004 
Environmental Certification, and is operating according to both an 
Environmental Management System as well as a Safety Management 
System, both subject to periodical revisions and audits.

While Italmatch Chemicals regards the EU as its domestic market, the 
Company has a long and established tradition of exporting world 
wide. Thanks to its network of extended contacts, supported by local, 
experienced agents or distributors based in the Mediterranean region, 

Company Information

More Information:
www.italmatch.it
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the Middle East, North and South America, C.I.S., South Africa and most 
Far East countries, over 60% of Italmatch Chemicals’ turnover is generated 
by export.

A dynamic team of sales and technical service staff provides prompt 
assistance world wide to ensure Customer satisfaction in terms of 
service, technical and application support. Italmatch Chemicals “hands 
on”, flexible, “trouble shooting” approach enables effective tailor-made 
solutions and intervention to individual Customer requirements. 

The Products
Italmatch Chemicals offers a wide variety of quality product lines 
including:

 � Flame retardants

 � Amides/ slipagents

 � Fatty acid esters

 � Red phosphorus

 � Phosphorus Sesquisulphide

 � Special phosphites and esters

 � Fatty acid chlorides

 � Oleo amides

 � Ketjenlube polymeric esters

 � Phosphorus pentasulphide
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Rob Milke, CEO
Rob Milke earned his Bachelor’s 
degree in Chemistry from Syracuse 
University and his Master of Business 
Administration (MBA) in Executive 
Management from Hofstra University. 

He worked his way up the ladder 
with companies such as Solutia and 
Thermphos International B.V. before 
coming to Italmatch as the Chief 
Executive Officer in 2013.

Hiring Manager
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Southwest Chemical Sales Manager
Summary
This role will be responsible for the sales of Dequest phosphonate, and 
phosphorous derivatives within territory to new and existing customer 
base.

Primary Duties
 � Accountable for territory growth with specific focus on new products, 

markets and applications

 � Manage pricing and negotiate contracts

 � Create contacts, initiate calls and make technical sales presentations 
at all levels including upper management, purchasing, R&D, 
marketing and plant

 � Maintain an excellent knowledge and understanding of phosphorous 
chemistry and applications

 � Effectively work with a variety of different industries including, water 
treatment, Industrial &Institutional cleaners, household detergents, 
personal care, electronics, oil, pulp and paper as well as others.

 � Possess the ability to work directly with the end customer as well as 
manage a network of distributors

 � Provide accurate forecasts and planning

 � Communicate market information and be a valued member of a 
global team

 � Organize leads and manage sample requests

 � Able to initiate and lead to completion long and short sales 
campaigns efficiently managing marketing, technology and sales 
resources

Qualifications/Requirements
 � University degree in a science or related discipline. Advanced degree 

and/or MBA a plus

 � -Industrial experience in sales, marketing or market development 
with a focus in related industries

 � Ability to build effective working relationships with external/internal 
contacts

 � Good organization skills, ability to manage several projects at the 
same time

Position Information
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 � Strong computer skills and efficiency in Microsoft Office, SAP, Contact 
Management

 � Self starter with ability to work autonomously, highly motivated and 
results oriented

 � Excellent communication and presentation skills

 � Fluent in English and Spanish speaking a plus.

 � Approx. 40% overnight travel time should be expected, some 
international travel required



If you have open positions in your organization, 
give us a call and put our people and our process 

to work for you.
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Skills Survey for: Southwest Chemical Sales Manager  
 

Name:        Date:        

 
1. Outline University Degree(s) with date(s): 

(Please provide the Name, the Location and the Phone # of each Institution 
& YOUR BIRTHDATE – so we can conduct degree confirmation check.)  
Note: This date is required by colleges/universities in degree confirmation checks and will 
only be used for that purpose. Your birth date will not be supplied to the client.   

      

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

      

3. Describe your sales experience and technical knowledge of phosphorous chemicals. 

      

4. Give an overview of your sales experience within Water Treatment, HI&I, or the Oil industry. 

       

5. Share an overview of your greatest success to date in sales or territory growth and 
expansion. What do you feel was the key factor in that success? 

      

6. Describe your most difficult experience negotiating with a customer. What was the outcome? 

      

7. Share your depth of experience managing a network of distributors. 

      

8. Describe your experience assisting R&D teams with new product or application 
development. 

      

 



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

      

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

      

11. If asked one of the following questions during an interview, how would you answer? 
Why are you considering this opportunity?  (or)  

      

What’s motivated you to consider a job change at this time? 

      

References  
Please provide at least three references. The first priority is past bosses, then employees, and 
then peers. 
 

Example: Bob Smith, currently – Director of Sales at ABC Chem 412-123-4567, Email: 
bob.smith@abcchem.com. 
Was Director of Sales, my direct boss, while I was Sales Manager at ABC Chem. 
 
 

We will NOT contact any references until after completing the 
interview process and not without notifying you first. 

 
1)       

 
2)       

 
3)       

 
 

Click for Spell Check 
*If a message appears at the top for a macro, please allow the macro to run for this spell check function to work* 

*If no pop up box appears... then your spelling is correct* 

 



 
Our Candidate Scorecard is a form you complete on every candidate you have now screened as a potential fit. If you can 
tell that some of the candidate’s are probably C level in a superficial overview in comparison to others you set those aside 
now and grade the rest.  The grading sheet will help you objectively weigh all the Must Haves and even the preferences in 
such a way that at the end of using the grading sheet process you can be pretty sure who the A plus candidates are, who 
the A candidates are, and who the B candidates are. Then we focus on scheduling for the A’s. 
 

 

Candidate Comparison-Scorecard                            Grade:_____                    Grader’s Name:________ 

Candidate Name:                                            
 

Client Name: Italmatch                                  Hiring Mgr:  
 

 
Position:  Southwest Chemical Sales Manager  

 
Attribute A/B/C Comment 
1. Education 
A = Ph.D./MBA 
B = BS in science or related discipline 
C = BS in non-technical field 

  

   
2. Years in chemical sales role? Which 
products/lines have you sold most 
often/successfully? 
A = Extensive- a majority of career in chemical 
sales 
B = Medium - Current or significant previous role 
focused on chemical sales 
C = Low- Diverse background with some 
applicable experience 

  

   
3.  Sales experience and technical knowledge of 
phosphorous chemicals 
A = Extensive- a majority of career revolved 
around phosphorous chemicals 
B = Medium - Current or significant previous role 
focused on phosphorous chemicals. 
C = Low- Diverse background with some 
applicable experience 

  

   
4. Sales Experience with water treatment, HI&I, or 
the oil industry 
A = Extensive- a majority of career spent in 
specified areas 
B = Medium - Current or significant previous role 
spent in specified areas 
C = Low- Diverse background with some 
applicable experience 

  

   
5. Overview of greatest success in sales/territory 
expansion/key factor in that success? 
A =High: Well defined example(s) that 
demonstrate ability to create contacts, initiate calls 
and make technical sales presentations at all 

  



 
Our Candidate Scorecard is a form you complete on every candidate you have now screened as a potential fit. If you can 
tell that some of the candidate’s are probably C level in a superficial overview in comparison to others you set those aside 
now and grade the rest.  The grading sheet will help you objectively weigh all the Must Haves and even the preferences in 
such a way that at the end of using the grading sheet process you can be pretty sure who the A plus candidates are, who 
the A candidates are, and who the B candidates are. Then we focus on scheduling for the A’s. 
 

levels including upper management, purchasing, 
R&D, marketing and plant 
 B = Medium: General answers showing 
understanding of and some success in creating 
contacts, initiating calls and making technical 
sales presentations at all levels including upper 
management, purchasing, R&D, marketing and 
plant 
C = Low: Not much experience with creating 
contacts, initiating calls and making technical 
sales presentations at all levels including upper 
management, purchasing, R&D, marketing and 
plant 
   
6.  Most difficult experience negotiating with a 
customer/outcome? 
A = Well defined example that demonstrates 
logical thinking, problem solving, and the ability to 
build effective working relationships 
B = General example that slightly demonstrates 
logical thinking, problem solving, and the ability to 
build effective working relationships  
C = Minimal experience in this area/few examples 

  

   
7.  Experience managing a network of 
distributors? 
 A = Extensive experience/ successes 
B = Some experience/ successes 
C = Minimal or no experience 

  

   
8. Experience assisting R&D teams with new 
product or application development? 
A = Extensive- a majority of career revolved 
around these goals 
B = Medium - Current or significant previous role 
focused on these goals 
C = Low- Diverse background with some 
applicable experience 

  

   
9.  Comfortable w/ travel 
A = Road warrior-wide open to travel as required 
B = Open to travel only up to 40% 
C = Open to less than 40% travel 
 

  

   
10. Non-compete and employer restrictions 
A = No non-compete or applicable nondisclosure 
B = Unenforceable non-compete or limited 
nondisclosure 
C = Active Non-compete and/or limiting 
Nondisclosure 
 

  



 
Our Candidate Scorecard is a form you complete on every candidate you have now screened as a potential fit. If you can 
tell that some of the candidate’s are probably C level in a superficial overview in comparison to others you set those aside 
now and grade the rest.  The grading sheet will help you objectively weigh all the Must Haves and even the preferences in 
such a way that at the end of using the grading sheet process you can be pretty sure who the A plus candidates are, who 
the A candidates are, and who the B candidates are. Then we focus on scheduling for the A’s. 
 

   
Grading Point System: 
A’s = 4 
B’s = 3 
C’s = 2 
Bonus Points = 1 
Now add up the numerical value of each grade and 
then divide by the total number of grades 

 Total Points 
 
Divided by __ grades = 
 
Avg. Grade 
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