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COMPANY

Sensient Colors
POSITION

Account Manager,
Industrial Inks
LOCATIONS

§ St. Louis, MO (Home Office)

§ Southern U.S. (Home Office - Dallas
Preferable)

For more information contact: 

Patrick Ropella

President and CEO

Ropella  

850-983-4997

Ropella@ropella.com
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Sensient Technologies
About the Company
Sensient Technologies is the world’s leading supplier of flavors, 
fragrances, and colors and employs advanced technologies around the 
world to develop specialty food and beverage systems, cosmetic and 
pharmaceutical ingredient systems, inkjet and specialty inks, display 
imaging chemicals and other specialty chemicals. The Company’s 
customers include major international manufacturers representing some 
of the world’s best-known brands.

Sensient Technologies was founded in 1882 as Meadow Springs Distilling 
Company. In the late 1800s, the Company changed its name to National 
Distilling Company. In 1919 Prohibition threatened the Company’s 
existence. By then National Distilling Company had created a business 
selling yeast and began packaging the product under Red Star Yeast. 
Accordingly, the Company’s name was changed to Red Star Yeast and 
Products Company.

During the sixties, Red Star Yeast moved from a single product line 
producer to a highly diversified food company. The Company changed its 
name to Universal Foods Corporation in 1962 to emphasize the planned 
growth in operations. 

Kenneth P. Manning, Sensient Technologies’ Chairman and CEO, joined 
the Company in 1987 as Group Vice President. When Mr. Manning was 
named CEO of Universal Foods in 1996, he began steering the Company 
in a new direction by building upon its strengths and knowledge in 
the areas of color and flavor, and accelerating its expansion by making 
strategic acquisitions. Since 1997, the Corporation has acquired 20 
companies.

In 2000 Universal Foods changed its name to Sensient Technologies 
Corporation to reflect its expanded focus. Following this name change, 
Sensient sold Red Star Yeast in 2001, as part of a strategy to divest itself of 
unprofitable commodity businesses.

Sensient’s acquisitions have dramatically strengthened its existing 
businesses and allowed it to enter new markets around the world. The 
acquisitions have provided the foundation for a transformed company 
whose focus is now on operations. Sensient is a specialty chemicals 
company that concentrates on core technologies and markets where it 
can add value. 

Company Information

More Information:

www.sensient-tech.com

http://www.ropella.com
http://sensient-tech.com/home/index.htm
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Sensient Colors
About the Division
The Sensient Color Group comprises business units providing color and 
ingredient solutions to the food and beverage, pharmaceutical, cosmetic, 
inkjet ink, and specialty chemical industries.  Markets they deal in include 
Household & Industrial Cleaners, Paints, Stains, Coatings, Agricultural 
Color applications, and Paper.

While headquartered in St. Louis, MO, the Color Group has operations 
throughout the US, Canada, Mexico, Brazil, France, Germany, Switzerland 
and the United Kingdom and sells products in all regions and major 
markets of the world.

The Group operates decentralized business units focused on a particular 
region or end- use market. Through this organization structure, the 
businesses are much closer to the end-market and have the ability to 
develop and manufacture specifically targeted solutions for individual 
customers. Coordination is provided by group personnel to transfer new 
technologies and best practices throughout the business units.

The one common theme that runs throughout the business units is that 
they are focused on providing value-added solutions through a thorough 
understanding of the end-use application and the use of advanced 
technologies and facilities to deliver the final product solution. Many of 
the business units are recognized as technology leaders in their individual 
markets.

Corporate Culture
Sensient Colors has a strong corporate culture that emphasizes the 
highest ethics and morals in their employees, because the Sensient name 
has an important reputation of integrity and ethical practices to uphold.  
They are very focused on their customers, and each employee who has 
regular dealings with customers must first be approved by the CEO 
personally. 

Sensient Colors does not operate as a Matrix-style environment, and 
accountability is imperative at every level.  The company invests heavily 
in each employee, and expects the same in return. Safety and quality 
are number one, but a close second is an entrepreneurial drive and the 
determination to stand by one’s decisions. Sensient Colors is a fast-paced 
environment where self-starters will be recognized, appreciated, and 
promoted rapidly.

Division Information

http://www.ropella.com
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Paul Manning,                                                 
President, Color Group
Paul Manning joined Sensient in June 2009 as General Manager, Food 
Colors, North America. His responsibility expanded to include all of Latin 
and South America. He also assumed responsibility for pharmaceutical, 
industrial colors, and inkjet colors. He was elected to the position of 
President, Color Group, in July 2010.

Prior to joining Sensient, Paul Manning was employed by the Fluke 
Corporation (Danaher) in mergers and acquisitions integration 
management and at McMaster-Carr Supply Company in various supply 
chain management and project management roles. He has also served as 
a US Navy Surface Warfare Officer.

Paul Manning holds a Bachelor of Science degree in Chemistry from 
Stanford University and an MBA from the Kellogg School of Management 
at Northwestern University.

Chris LaPak,      
Commercial Director

Christian LaPak joined Sensient in March 2010 
as Commercial Director.  He is responsible for 
the marketing and sales of pigments, dyes, 
and related chemistries to numerous industry 
verticals.  He leads a national sales team 
of six account managers and two regional 
distributors.  

Prior to joining Sensient, Mr. LaPak was employed by Verix as Vice 
President, Sales, and at Ther-Rx Corporation as Vice President, Sales 
Operations.

Mr. Lapak holds a Bachelor of Science degree in Economics from 
the United States Military Academy at West Point and an MBA from 
Pennsylvania State University.

Management Information

http://www.ropella.com
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Position Information Account Manager,     
Industrial Inks
Job Overview
The Industrial Inks Account Manager is a professional salesperson with 
the objective to maximize sales volume and gross margin for all of our 
product lines.  This includes achieving the territory sales plan, while 
accomplishing good will and enhancing the Sensient Corporate Image 
with all customers and prospects.

Essential Duties & Responsibilities:
§ Develop and execute a territorial coverage plan that provides for an 

efficient and productive coverage of all accounts and prospects.

§ Acquire and maintain an in-depth knowledge of all accounts with 
account profiles on designated key accounts. Work with, influence, 
and establish a business relationship with all influencers and 
decision makers at assigned accounts.

§ Operate the territory within the targeted expense budget following 
the company policy regarding expense and care of company 
equipment.

§ Forecast annual territory sales for each product or product group.

§   Provide the Sales Management with a weekly written activity report 
indicating call results and other territorial activities such as:

  - Competitive situations including pricing.

  - Special presentations.

  - Market development and trends.

  - Success stories.

  - Technical services needed.

  - Customer complaints.

  - Changes of account movement of personnel or facilities to   
     territories other than their own.

  - New ideas to build sales volume and new business   
     opportunities.

  - Follow-up needed in other territories to secure business.

http://www.ropella.com
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  - File weekly expense accounts.

  - File weekly call reports.

§ On a regular and frequent basis, solicit from clients new product 
project requests and submit to the Industrial Inks Lab for development.

§ Submit requests for needed samples for clients.  Ensure that 
proper information is on the project request forms, so that product 
management can make a business decision when lab time is needed to 
fulfill a client’s needs.

§ On a regular basis, communicate with sales and marketing 
management, product managers and technical personnel to ensure the 
kind of support needed to secure new business in the marketplace.

§ Timely follow-up on samples submitted and technical assistance 
provided and communicate with product managers immediately when 
additional support is needed.

§ Maintain and utilize the following:

  - Sales aids and promotion material.

  - Account files.

  - Data processing printouts.

  - Mailing list of customers and prospects.

  - Follow-up system.

§ Create the environment through innovation to better serve customers, 
through all external and internal means within Corporate Guidelines.

Typical Physical Demands:
§ Uses personal computer, retrieves reports, reads, communicates quality 

information, through written reports, effectively engages customers, 
and has the ability to develop effective travel plans through all 
commercial means. 

§ Absence of color blindness.

§ Work site usually indoors 72 degrees Fahrenheit; periodically exposed 
to laboratory and plant conditions.

§ Work requires travel approximately 75% of the time.

http://www.ropella.com
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Desirable Education
Baccalaureate Degree required, preferably in chemistry with coating 
experience. Lab applications experience a plus.

Experience
Five or more years successful selling that is measurable, preferably in the 
Inks and Pigments industry.

Analytical/Interpretive Complexity
Analysis involves interpretation of considerable data, planning of work, 
or refining of methods and techniques to be used.  A high level of self-
sufficiency and discipline is necessary for an Account Manager to operate 
the sales territory while planning activities for maximum utilization 
of time.  Sales sense, persuasive ability and social ability should be at 
sufficient level to establish rapport with all levels of influencers and 
decision makers to include buyers, managers and directors.  The ability to 
communicate internally is critical to his/her performance.  The Account 
Manager must maintain a high level of credibility and confidence 
and provide adequate information to the sales and marketing staff so 
that there is proper utilization of internal resources to support actions 
necessary to secure business in the market place.

Planning
Must effectively plan work schedules and approach techniques.  Must be 
a self-motivator and work independently in many instances.

Independent Choice
Has independence of choice 50% of time.  Plans and carries out 
assignments resolving most conflicts, coordinates work with internal 
Industrial Inks laboratory and takes the initiatives to proactively make 
suggestions to enhance the success of the projects realizing financial 
deliverables.

Supervisory Controls
Completed work is reviewed only from an overall standpoint in terms of 
feasibility, compatibility, effectiveness and expected results.

Supervision
An account manager has no direct supervision while in the field, but 
reports directly to the Commercial Director or General Manager and 
is responsible for effective communication that aligns with corporate 
objectives and targeted results.

http://www.ropella.com
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Impact of Decisions
The quality of information provided to Sales and Marketing management 
by the Account Manager will affect business decisions with regard to 
investments (in time and money) and utilization of resources to secure 
that business.  Actions in this area have a direct effect on sales and 
profitability.  Pricing information in terms of its quality also has the direct 
effect on securing a piece of business as well.    Additionally, a Sensient 
Colors, Inc. Account Manager, by not contacting or cultivating key 
individuals, could be locked out of pieces of significant business, as well 
as information critical to Sensient Colors, Inc.’s positions toward making 
sound business decisions.

Contacts
Frequent and varied contacts inside the company with management, 
CSL and Customer Service, and outside the company with customers to 
resolve problems, coordinate, advise or clarify information.

Working Conditions
Work requires 80% to 100% travel.

Quality Responsibility
Your immediate supervisor/manager places on you the responsibility and 
authority to conduct your work in such a way, that all aspects of your job 
affecting quality of the product or service we provide is verified to meet 
the needs of our customers.  This will include tasks such as in-process 
checks, tests and keeping the records in a clearly documented way.  The 
SOP’s/Job Models in operation in your immediate area will spell out 
the required details of these tasks/responsibilities.  (This verbiage has 
been taken in part, from the American National Standards for Quality 
Assurance).

http://www.ropella.com


For more information contact: 

Patrick Ropella

President and CEO

Ropella  

850-983-4997

Ropella@ropella.com

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

Other Opportunities:
Sensient Flavors is also filling other positions, 
including:
• General Manager, Food Colors - St. Louis, MO
• Account Manager, Pharma Coatings -

Home Office (Western U.S. - Los Angeles
preferable)

http://www.ropella.com


 
 
 
 
 
 

 

 

 

 

Skill Survey for: Sr. Account Mgr, Industrial Inks 

Please type your answers in blue. 
 

 

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 in degree confirmation checks and will only be used for that purpose. Your birth 
date will not be supplied to the client.   
 

2. Describe your number of years experience in field sales, specifically in the paints, coatings, 
inks, pigments or specialty chemical additives for these same markets.  
 

3. Describe any experience working in a lab applications, technical services, or R&D support 
role. 
 

4. Describe your experience working with Tier 1 Paints, Coatings, Inks, Pigments or specialty 
additives companies. Please provide a list of those key accounts within your last 3 positions. 
 

5. Describe the size of the key accounts mentioned in question 4. What was the total 
percentage of growth in revenue, over one year? 
 

6.  What was the total revenue of your territory for your current or most recent sales role & the 
past 2 sales positions? 
 

7. Tell us about any entrepreneurial experience you may have and/or experience where you 
had to work as an independent contributor with very little day to day direction, versus 
working in a matrix style or highly supported environment. 
 

8. Tell us about your experience working in an environment that highly stressed individual 
accountability and results versus a matrix organization. 
 

9. Tell us about any non-compete, patent restrictions, and/or employer restrictions that you 
may have that would preclude you from joining Sensient.  Please provide these documents 
for our review. 
 
 
 
 
 



10. As this is a home-based position, are you able to conduct business from your present 
location? 
 

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 three to six references. The first priority is customers, past bosses, then 
employees, then peers. 
 

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

We will NOT contact any references until after completing the 

interview process and not without notifying you first. 

 
1)  
 
2) 
 
3) 

 



 
Our 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 scorecard will help you objectively weigh all the Must Haves and even the preferences in such a 
way that at the end of using the scorecard 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:  Sensient Colors                                   Hiring Mgr: Chris LaPak 
 

 
Position:  Sr. Acct Mgr(s), Industrial Inks                    HR Mgr: Mike Albers  

 
Attribute A/B/C Comment 
1. Education 
A = BS in Chem or Chem E, plus an MBA  
B = Just BS in the above disciplines 
C = BS in something other than above 

  

   
2.  Exp. in Field Sales, specifically Paints, 
Coatings, inks or pigments or specialty chem. 
Additives. 
A = Significant 
B = Somewhat 
C = No 

  

   
3. Exp. working in a lab applications/tech svc/R&D 
Support role. 
A = Yes 
B = Somewhat 
C = No 

  

   
4.  Exp. working with Tier 1 
Paints/Coatings/Inks/Pigments companies.  Did 
they provide a list of key accounts?  
A = Yes and Yes very detailed 
B = Somewhat and very generic 
C = None or very little and no list at all 

  

   
5. Greatest % of growth in revenue over one year. 
A = 10% or greater 
B = 5-10% 
C = Less than 5% 

  

   
6. Size of territory for current sales role and past 2 
A = $1 million or more 
B = $500K to $1 million   
C = Less than $500K 

  

   
 
 
 

  



 
Our 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 scorecard will help you objectively weigh all the Must Haves and even the preferences in such a 
way that at the end of using the scorecard 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. 
 

7.  Entrepreneurial exp with little direction versus 
Matrix Style with a lot of support. 
A = Yes  
B = Somewhat 
C = No 
   
8. Exp. working in a high accountability 
environment. 
A = Yes and loved it 
B = Somewhat 
C = No and needs support 

  

   
9. Non-compete, patent restrictions, employer 
restrictions 
A = No issues  
B = Some issues but very minor 
C = Yes, major red flags. 

  

   
10. Ability to work effectively from a Home Office 
Yes or No or Relocate to St. Louis, MO. 
A = Yes, no issues and/or lives in the area 
B = Some issues but nothing major 
C = Will have major issues relocating 

  

   
11. Any previous exp. working for IFF 
A = None 
B = Some but less than 5 years 
C = Yes, and more than 5 years 

  

   
12.Compensation: 100K to 140K with bonus 
potential up to $50K 
A = 110K to 130K 
B = 80K to 100K or 140K to 160K 
C = below 80K or over 160K 

  

   
13.Job Changes/Stability 
Total Number of Job changes: 
Total number of yrs working: 
Average number of yrs at each job: 
A=Avg. yrs = 5-10 
B=Avg. yrs = 3-5 
C=Avg. yrs >3  

  

   
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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