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Ashland
Then and Now
What began as a small oil refinery in 
eastern Kentucky almost 90 years ago 
has grown into Ashland Inc., one of 
the world’s leading specialty chemical 
companies. From the beginning, 
the company’s founder, Paul Blazer, 
instilled in Ashland employees a 
passion for hard work, integrity and 
results – qualities that endure today.

Now, Ashland is a global company 
operating in more than 100 countries 
and providing innovative products and services that add value to things 
that people use or come into contact with every day. The chemistries 
they provide enable pharmaceuticals that excel in form and function, 
anti-aging ingredients in skin-care products, cleaner water in a variety of 
industrial and commercial settings, more sustainable building products, 
lighter yet stronger wind-turbine blades and advanced recycled motor 
oils that reduce energy consumption.

Ashland’s legacy 
traces back to 1924 
and a refinery in 
Catlettsburg, Ky., 
USA, which later 
came to be known 
as Ashland Oil & 
Refining Company. 
This refining and 
marketing focus 
took the company 

into a number of other affiliated businesses including road paving and 
construction, oil exploration, coal, a premium-branded motor oil business 
(Valvoline™), a chemicals distribution business and specialty chemical 
businesses – among others.

As the 1990s progressed, it became clear that Ashland’s regional position 
in an increasingly consolidating refining industry made its investment 
less than ideal. So, the company began to look for a means of exiting the 
refining business in a value-creating manner for its shareholders. The first 

                Company Information

More Information:

www.ashland.com

http://www.ropella.com
http://www.ashland.com/
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key step in this journey was taken in the late ‘90s when Ashland formed 
a joint venture with Marathon Oil – a decision that would ultimately give 
Ashland the ability to exit fully from refining and marketing.

Shortly thereafter, in October 2002, Jim O’Brien was elected to his 
present role of chairman and chief executive officer. A 26-year employee 
of Ashland, O’Brien would lead the company through its remarkable 
transformation from a petroleum refiner and marketer with diversified 
holdings in chemicals and highway construction into today’s global 
specialty chemical 
company.

Transformation
Specialty chemicals 
was a business Ashland 
knew well through its 
performance materials 
and water technologies 
segments. It was also a 
business with attractive 
characteristics: long-term 
growth potential, strong cash generation, attractive margins and higher 
barriers to entry. However there were many specialty chemical companies 
around the world. Becoming a truly differentiated specialty chemical 
company demanded a fresh, strategic approach.

While most specialty chemical companies focused on a specific 
chemistry or manufacturing approach, Ashland chose to focus on 
different characteristics: gaining positions in specific, increasingly global 
end markets; leveraging its unique core competencies, and seeking 
businesses that can achieve global No. 1 or strong No. 2 market positions.

Innovation
One of the things good chemistry does is drive innovation. The 

chemistry between Ashland and 
their customers and suppliers, and 
between Ashland employees who 
work in all areas of the company, 
sparks ideas and produces answers.

Ashland listens to their customers, 
study the trends in the marketplace, 
and find the ideal solution. They take 

care to ensure that they don’t try to solve the problem too quickly or 
solve it only with the solutions that are on hand. 

http://www.ropella.com
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They’re not afraid to alter their way of thinking and, in the process, think 
of something entirely new. The kind of innovation demonstrated by 
Ashland occurs when diverse groups of people come together to solve 
a problem or, as is increasingly becoming the case, rethink decades-old 
solutions with an enlightened view of our world and its people in mind.

Corporate Culture
At the core of Ashland’s culture, these five elements define the way they 
work with each other and how they create value:

They are committed to the idea 
that they will win, as individuals 
and as a company, only when their 
customers win in the marketplace. 
The core element of market 
focus is around knowing their 
customers better than any of their 
competitors.

Innovation is the lifeblood of Ashland. They believe the key to innovation 
is challenging the status quo – internally and externally – to get to new 
ways of thinking and then turning those ideas into the products and 
solutions that help customers be more successful.

The core element of agility is tricky to describe because many think 
it’s simply about being fast. Ashland believes it takes a combination of 
preparation, flexibility, fantastic teamwork, a get-it-done attitude, quick 
decision-making and an outward focus to become very good at being 
very agile.

Efficiency is about continuously working together to optimize the use of 
valuable resources to support their business and the ways they get things 
done.

People development is the 
foundation for all the other core 
elements of Ashland’s culture. 
They believe the legacy they leave 
as a company will not be in their 
business accomplishments; it will 
be in their people and their people’s 
accomplishments.

What these core elements have in common is a foundation grounded 
in people working together to do things well. Simple? Not quite. But 
Ashland has chosen to make it fundamental to their promise: With good 
chemistry great things happen.™

http://www.ropella.com
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Personal Care Products
With new product variants being introduced at an average of two times 
a year, a proven partner is critical. With a wide range of water- and 
organo-soluble polymers, cellulose ethers, natural hydrocolloids and 
resins, Ashland’s products are proven safe and effective for use in both 
liquid and semi-solid end uses. Each of their polymers has an assigned 
International Nomenclature of Cosmetic Ingredients (INCI) labeling 
name as defined in the International Cosmetic Ingredient Dictionary and 
Handbook published by the Cosmetic, Toiletry and Fragrance Association. 
Below is a very small sample of Ashland’s many products, which include:

 � Advantage™ Plus polymer

 � Ashland™ carbomers

 � Ceraphyl™ esters

 � Follisync™ biofunctional

 � LiquaGard™ preservative

 � Lubrajel* hydrogels

 � N-Hance™ SP-100 conditioning polymer

 � Optiphen™ preservatives

 � Zenix™ phosphate ester surfactant

NA Sales Director, Care Specialties
Pierre Varin is a Sales, Marketing, and Business Development leader 
with more than 25 years of success in a variety of industrial markets.  
He is recognized for strong relationship building skills and ability to 
communicate effectively at multiple levels and functions within an 
organization.  Pragmatic and analytical in thought, he is also intuitive 
and imaginative in action. Since joining Ashland in 1998, Pierre has 
demonstrated sales management leadership in hiring, training, coaching 
and motivating.  He is very detail oriented while strategic in thinking.

Pierre received his Bachelor’s of Business Adminsitration in Finance and 
Management from Temple University and began his career with Rhodia.

                   Product Information

Hiring Manager

http://www.ropella.com
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West Coast Account Manager
Responsibilities
Grow sales in territory in line with the strategic plan, build strong 
customer relationships, contact all levels at assigned accounts 
especially targeting key technical decision makers, participant in 
strategy development & implementation. This position will cover Care 
Specialties, with a focus on Skin Care. Other items include:

 � Manages directly 20-30  buying accounts worth 5 -10 MM USD 

 � Work with local consultants to drive the sales of Skin Care products

 � Work with local distributors to drive Sales in smaller accounts 

 � Hair Care sales   

Desired Skills/Experience
 � Minimum 5 - 10 years selling experience; a focus on Skin Care 

actives is highly desired

 � Strong emphasis on R&D project development at the customer 
level, as well as in-depth knowledge of the personal care market 

 � Demonstrated sales/people skills and/or aptitude. Candidate 
should have a proven sales record or show that he/she has 
the aptitude to succeed in a technical and relationship driven 
business.  

 � A great passion for selling and winning 

 � Personality  traits  that  include  integrity,  tenacity,  perseverance,  
empathy,  and  a  can-do,  positive  attitude. 

 � Must  be  willing  to  work  independently  (after proper  training)  
and  be  a  self  starter. 

 � Must  possess  solid  communication  skills  (both  written  and  
verbal). 

 � Must  be  willing  to  work  long  hours,  at  times,  and  be  a  team  
player.  Flexibility is a must.   

Position Information

http://www.ropella.com
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Skills Survey for: West Coast Account 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 sales roles involving specialty ingredients and/or semi-
commodities? Which chemical products/lines have you sold the most often and/or had the 
most success selling? 

      

3. Give an overview of your sales experience within Personal Care markets. Highlight any 
experience in selling skin care actives and/or other highly specialized personal care 
ingredients. 

      

4. Give an overview of the major personal care customers you have done significant business 
with. 

      

5. Outline the territories that you have covered while in chemical sales. 

      

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

      

7. Share an overview of your greatest success to date in sales or territory growth and 
expansion? 

      

8. Describe your experience with R&D project development at the customer level. 

      

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: Ashland                                  Hiring Mgr:  
 

 
Position: West Coast Account Manager   

 
Attribute A/B/C Comment 
1. Education 
A = BS or higher  
B = BS degree 
C = Lower than BS degree 

  

   
2. Total years applicable sales exp. 
A = 15+ years focused on skin care 
B = 10-15 years focused on skin care 
C =<15 years focused on skin care/related fields 

  

   
3.  Sales Experience with specialty ing/semi-
commodities? 
A = Extensive- A majority of career in specialty 
ing/semi-commodities 
B = Medium- Current or significant previous role 
focused on specialty ing/semi-commodities 
C = Low - Diverse background with some 
applicable experience 

  

   
4. Experience with major personal care customers 
A = Able to list multiple contacts 
B = Provided a decent amount of contacts 
C = Listed very few or no contacts 

  

   
5. Territories covered? 
A =Western US including the coast 
B = West coast only 
C = Outside of west coast 

  

   
6. Negotiation Skills 
A =Well defined example that demonstrates ability 
to negotiate successfully 
B = General answer showing understanding of the 
negotiation process 
C = No negotiation skills demonstrated 

  

   
7.  Entrepreneurial success 
A = Extensive – able to list many examples of 

  



 
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. 
 

successful entrepreneurial opportunities 
B = Average – able to list a few examples of 
successful entrepreneurial opportunities 
C = Little or no experience with entrepreneurial 
opportunities 
   
8. Exp. with R&D project dev. at customer level? 
A = Extensive- a majority of career spent 
developing marketing strategies for specified 
applications 
B = Medium - Current or significant previous role 
spent developing marketing strategies for 
specified applications 
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 30% 
C = Open to less than 30% 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 

  

   
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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