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Loxim
The Company
Nurtured for three decades from the 
rich business experience of JAYCHEM, 
today LOXIM is one of the pioneering 
companies in the global arena meeting 
customers’ diverse and growing 
requirements. LOXIM is engaged in 
manufacturing and exporting dyes and 
polymers (engineering thermoplastic 
compounds & alloys)  through its dedicated multi-location infrastructure.

At LOXIM, they create value for their customers & build partnerships with 
their investors, suppliers, trade partners and serve the society at large.

Following their well defined strategy of employing leading technologies 
and cutting edge methodologies, LOXIM has invested in modern 
manufacturing infrastructure including captive power. LOXIM has grown 
into a global conglomerate with an outstanding reputation for fulfilling 
the diverse and growing requirements of its customers.

Mission
To achieve their visionary goal Loxim delivers a wide variety of quality, 
versatile products. They continue to innovate and launch new products 
in a very timely manner. LOXIM bring their quality and innovation to all 
of their customer interactions including the prompt delivery of products 
and services to customers. LOXIM’s quality policy is: “We Always Stand 
With Our Products.”

More Information:

www.loxim.com

Company Information

http://www.ropella.com
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Products
Dyes and Optical Brighteners
LOXIM has a reputation 
worldwide of being a quality 
and innovative supplier of 
textile & non-textile dyes. They 
are growing at a constant pace, 
increasing revenues and adding 
new products. 

LOXIM manufactures more than 
100 different synthetic organic 
dye products including acid 
dyes, reactive dyes, and direct dyes in powder or liquid form. Through its 
multiple manufacturing facilities their total dye and intermediate output 
is 5000 tons/year to cater to current marketing efforts with plans to make 
an additional 5000 tons/year. LOXIM intends to cater to the automotive 
and other high-growth potential markets with their solvent dyes 
manufacturing venture. 

As a natural extension of its core business’ success with innovative 
products based on organic chemistry, LOXIM ventured into fluorescent 
whitening agents for the paper and detergent industry with their 
LOXIBRIGHT product line.

Polymers
LOXIM carries the corporate 
values and philosophy used in 
its dye production to its forays 
into the polymers industry. 
They have invested in the 
manufacturing infrastructure 
to cater quality compounds 
and polymer blends to 
customers around the world. 
LOXIM carefully listens to 
customers’ unique needs and 

requirements and offers customized solutions developed to the customers’ 
exact specifications. The company has invested in a dedicated R&D 
compounding line where specialty compounds are formulated and offered 
in small quantities. Their technical team also develops exclusive polymer 
compounds based on customer demands and desired applications.

Product Information

http://www.ropella.com


Loxim

Sales & Marketing Manager NA
4

Ropella | Executive Search and Consulting — Chemical and Allied Industries | www.ropella.com

The company boasts an innovative manufacturing facility sitting on a 
sprawling 25,000m2 of land. The new building has infrastructure like twin 
screw extrusion, precise dosing, and gravimetric feeding equipment. Their 
air pressurization system ensures a dust-free manufacturing environment. 

Furthermore, there is a unique testing laboratory for high-performance, 
engineering, and specialty thermoplastic compounds that have varied 
industrial applications. All of this makes for a state-of-the-art quality 
assurance laboratory and molding facility. The facilities current production 
capacity is 2500 tons/year with a future target of 10,000 tons/year.

Research & Development
Loxim’s strong R&D support reflects and strengthens their commitment 
to rigid quality control, meticulous testing procedures, new product 
development, and process innovations.

Uniquely designed experiments by their R&D department personally 
contribute to innovations in production and development processes 
and helps the assimilation of indigenous technology, all of which 
improves productivity and their clout in the global marketplace.

http://www.ropella.com
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Corporate Culture
Empowering People
People are at the core of all activities at LOXIM. The company recognizes 
the value of its team members who are pivotal to the success of the 
business at large. LOXIM attracts, develops and retains the best people, 
recognizing that talent comes from all walks of life. As a company, their 
focus remains on growing and developing their team through continued 
education, training, and work experience. 

Passion, diligence and the desire to excel is what drives their people to 
explore innovative solutions and achieve new heights of success. Their 
successful past endeavors are a motivating force for their employees, 
challenging them to undertake new initiatives in every field. 

Loxim’s corporate environment is proud to have members with diverse 
backgrounds and fosters exciting opportunities for long-term careers that 
reward hard work, integrity, honesty and results. 

Their dynamic business model, teamwork, and leadership ensure Loxim’s 
long term sustainability.

Jay Patel, the Founder and Chairman, leads the charge from the front by 
motivating his team to aim higher. He is modest about his formidable 
experience of managing men and machines since 1973.

Canon Patel, the young and proactive Director, is full of initiatives. Mr. 
Canon oversees the future thrust of the Company, with responsibilities 
in general management, crafting and executing strategies, tapping new 
market potential, and thinking of new ways to satisfy their customers.

Loxim has a nucleus of innovative professionals spearheading change 
and adding value to the company and its products. To support the 
initiative of those at the helm, they have a talent bank of professionals 
drawn from management, finance, engineering and chemicals, and 
skilled manpower.

Corporate Culture

http://www.ropella.com
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Canon Patel, 
Managing Director
Mr. Canon Patel, Managing Director of the company holds an MBA 
in Operation & Marketing Management from Cardiff University.  He 
is the sole mind behind the overall functioning of the company and 
channelizing the company’s vision into achievable targets.

Hiring Manager

Jayesh Mehta, 
Vice President
Mr. Jayesh Mehta, a Mechanical Engineer and MBA by qualification 
has a rich experience with 22 years in Pigments and Dyes Marketing. 
He has lived in the USA for 12 years now and has been associated 
with Loxim for the last 20 years.

Alpesh Gajjar, 
Head of Polymer Sales
Mr. Alpesh holds Bachelor’s degree in Mechanical Engineering, 
additionally he has also received a PG Diploma in Plastics from CIPET 
and an MBA in Operations from IGNOU. He brings with him 13 years 
of experience working with different firms such as Reliance Industries 
and Polylink Polymers (India) Limited. At Loxim he heads the Sales 
Department, solely responsible for Polymer division.

http://www.ropella.com
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Sales & Marketing Manager, North America
Role
Loxim Industries Limited is globally engaged as a developer, 
manufacturer, and exporter of high quality dyestuffs and thermoplastic 
compounds. As they expand into new markets, Loxim is looking for 
an experienced Sales and Marketing Manager to join their team as a 
direct employee and drive business opportunities for exports in North 
America. This position is part of their North America based project 
whose mission is to develop, scale, and commercialize Loxim’s polymer 
business.

Responsibilities
 � Sales, distribution, and promotion of products.

 � Formulate marketing and communication plans to generate, 
maintain, and increase existing business.

 � Market research to build business strategies.

 � Design marketing strategies and plans.

 � Knowledge of the market and competition.

 � Market extension for existing product applications.

 � New application development.

 � Organize customer service programs.

 � Gather information about regulatory requirements in various 
locations that would impact the company.

 � Maintain strong customer relations with all existing and 
prospective clients.

Qualifications
 � Bachelor’s or Master’s degree in polymers or related field.

 � Should be well versed with marketing engineering plastic 
compounds.

 � Knowledgeable about various plastics processing techniques i.e. 
injection molding, extrusion, etc.

 � Minimum of 5 years experience in handling engineering plastic 
compounds sales to automotive, electrical and electronics, 
industrial etc.

Position Information

http://www.ropella.com
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� Proficient in market research, competitive analysis, and customer
relationship management.

� Strong team player with excellent business communication and
presentations skills.

� Ability to work with technical teams and customers to balance
products costs and quality requirements.

� Ability to work cross-culturally with partners around the world.

http://www.ropella.com
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Skill Survey 
Sales and Marketing Manager, North America 

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/or business development roles involving thermoplastic compounds and/or related 
product lines?  

      

3. Provide an overview of your knowledge and experience related to plastics processing 
techniques including injection molding and extrusion. 

      

4. Provide an overview of the markets/applications and thermoplastic customers you have 
had experience with (ie. Industrial, electronics, automotive, etc.).Highlight any/all 
experience with automotive OEM manufacturers such as Visteon, BorgWarner, Chrysler 
and related companies. 

      

5. Share an example that demonstrates your ability to drive sales and significantly increase 
customer base and/or market penetration. 

      

6. Describe your experience and success in creating marketing and communication plans to 
generate new business as well as maintaining and increasing existing business. 

      



7. Outline your expertise in market research and intelligence gathering and identifying and 
using metrics to gain or maintain a market leadership position. 

      

8. Describe your experience working in a home-based office role or similar highly 
entrepreneurial, self-directed situation. What tools, strategies and techniques have you 
most routinely employed for personal time management and organization?  

      

9. What is your comfort level with travel? Do you have a maximum % level of travel or # of 
days/week away from home that 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 motivated you to consider a job 
change at this time? 

      
 

References  
Please provide three to six references. The first priority is past bosses, then employees, then 
peers. 
 

Example: Bob Smith, currently - Business Director at ABC Corporation 412-123-4567, 
Email: bob.smith@abccorp.com. 
Was Business Director, my direct boss, 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 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 candidates 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   Grader's Name: 

Candidate Name:   Grade: 

Client Name: Loxim   Hiring Mgr:  

Position: Sales and Marketing, North 
America 

  
HR Contact:  

Salary Range: 120K - 130K 
  

Candidate 
Base:                        Bonus: 

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

Easy to Understand 

Comment: 
  

 
  

Attribute A/B/C Comment 

1. Education 
A = BS - Technical 
B = BS/BA in a related field 
C = N/A - 1/2 point for advanced 
degree 

    

      



2. Experience in sales, marketing 
and/or business development 
A = 5+ years of sales, 
marketing/business development in 
required industry 
B = 2-5 years of sales, 
marketing/business development in 
required industry 
C = Less then 2 years of sales, 
marketing/ business development in 
required industry 

    

      

3. Experience with plastic processing 
techniques incl. injection molding and 
extrusion 
A = Direct experience with specific 
example that demonstrates success 
and knowledge in reqired areas 
B = General answer that demonstrates 
some experience and knowledge in 
target areas 
C = Minimal experience in target areas 

    

      

4. Experience with market/applications 
and thermoplastics costomers 
A = Current customer base is in the 
right market 
B = Has some customers in the right 
market field 
C = Limited or no exposure to 
thermoplastic or automotive OMD 
customers 

    

      

5. Ability to drive sales and increase 
customer base 
A = Well defined description with 
specific example of driving sales, 
increasing customer base in targeted 
areas successfully 
B = Answer shows some success in 
driving sales and increasing customer 
base 
C = General answer with no specifics 

    

      



6. Experience creating marketing and 
communication plans to generate 
business 
A = Excellent - part of current 
possition 
B = Moderate - was part of a previous 
possition/has assisted in doing so 
C = Limited or no experience 

    

      

7. Experience in market research, 
intelligence gathering, using metrics to 
gain/mantain leadership position 
A = Well defined example with specific 
example of success 
B = Broad answer that shows some 
exposure to market research and 
metrics 
C = Limited or no experience 

    

      

8. Experience working in a home-
based office 
A = Currently works out of a home-
based office, answer shows 
entrepreneurial spirit and excellent 
time management skills 
B = Answer shows experience working 
in self directed situations, and some 
organizational skills 
C = Has never worked out of a home-
based office or in any self directed 
situation 

    

      

9. Comfort with travel 
A = Road warrior - wide open to all 
levels of travel 
B = Comfortable with up to 40% of 
travel 
C = Prefers limited travel 

    

      



10. Non compete 
A = No non-compete or limiting non-
disclosure 
B = Very limited non-compete or non-
disclosure 
C = Significant non-compete or NDA 
issue 

    

      

11. US Citizenship 
A = US Citizen/ Holds a Green Card 
B = Green Card in process/limited 
sponsorship needed 
C = In need of full sponsorship 

    

      

Grading Point System: 
A’s = 4 
B’s = 3 
C’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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