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Novasol Chemicals
The Company
Novasol is an independent, 100% privately owned, chemical distribution 
and marketing company established in 1996. They are located in the 
heart of Europe, closely connected to its main logistics hubs where they 
store, fill, and repack their goods.

Novasol’s core business is to offer customers products and solutions in 
an environmentally safe, efficient, and competitive way. Novasol brings 
a selected range of solvents, monomers, plasticizers, 
and synthesis raw materials to the market. They offer 
to their suppliers a market identity and partnership to 
serve a growing number of customers in various fields 
such as coating, pharma, plastics, and more.

Novasol is the world’s preferred supplier of Sulfolane.

The Mission
 � Focus activities on satisfying customer needs - be it internal or 

external customers. Novasol understands that results and not 
intentions contribute to their common success. They satisfy 
shareholders by rewarding them with superior returns for their thrust 
and investment

 � Act with integrity, honesty, and transparency with all people in the 
value chain.

 � Challenge regularlyinternal management, sales, administrative 
and operations people to increase business, concurrently with 
continuous improvements in operations. Novasol’s culture is to 
teach good practices to colleagues, to learn by doing, to accept and 
transform failures and mistakes into future success.

 � Build strong partnerships with suppliers. Share information with 
them, inspire, and support their commitment to the partnership and 
to the market, give them a wide access to markets and reconcile their 
long term objectives with Novasol’s.

                Company Information

More Information:

www.novasolchemicals.com
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 � Comply with and support the guidelines of European Association of 
Chemical Distributors (FECC) in Good Trade and Distribution Practice 
(GTDP) and Responsible Care Processes.

The Products
Novasol provides solutions into a wide variety 
of industries and in a wide variety of categories, 
such as:

 � Standard Solvents

 � Specialty Solvents & Process Chemicals

 � Plasticizers

 � Monomers & Resin Raw Materials

 � Organic Peroxides

 � Intermediates

 � And More

A list of all of Novasol’s products can be viewed at the link below: 
http://www.novasolchemicals.com/products.asp?id=1

The Culture
Novasol promotes and open and dynamic work environment that fosters 
an active exchange of ideas and innovation. They are a multi-cultural 
company and emphasize social responsibility and stewardship. Their 
bsuiness strategy is focused on building people and products long term.
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Product Line Manager/Managing Director
Scope
Novasol is now actively expanding into the North American market. 
Three years ago, they opened their North American headquarters in 
Burlington, Ontario, and have already been ranked in the top chemical 
distributors in North America, according to a report published in ICIS 
Chemical Business. The role of this position will be to grow the North 
American market and greatly open up the business field in the US and 
Canada.

Objectives
 � Identify new opportunities by contacting suppliers

 � Manage current accounts and nurture relationships with key 
accounts

 � Maintain and grow existing sales territory

 � Oversee purchase planning

 � Manage supply chain

Primary Responsibilities
 � Keep in touch with the market with regard to price and availability 

of key Novasol NV selected items through email; phone , internet, 
press etc

 � Define per product the right supply and demand strategy 

 � Define product stewardship rules w.r. handling and storage

 � Generate enquiries from customers and follow up

 � Determine optimal storage levels for each item

 � Give instructions to Logistics department to arrange call off of 
goods to come and delivery plans for  goods in stock

 � Define marketing strategy per product family 

 � Assist in organizing fairs and trade shows

 � Visit regularly customers and suppliers and file appropriate 
reporting 

 � Give guidance w.r.o REACH regulations, follow up actively to the 
registration process

Position Information
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Primary Authorities
 � Define  and agree product specifications

 � Discuss primarily with suppliers, set  price agreements and send 
purchase contracts to our suppliers

 � Give price guidance to field sales 

 � Control and approve product related expenses

 � Sign agreement with service suppliers  

 � Define product and price mix 

Qualifications
 � 2 years experience in marketing and sales

 � 5-10 years experience in project management

 � Business degree

 � Product Management

 � Planning skills

 � Hands on

 � Team player

 � Flexible

 � Stress resistant

 � Analytical capabilities 

 � Strong, independent leadership style

 � Experience in a management role in a start-up a plus



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: 

Patrick Ropella

Chairman & CEO

Ropella  

850-983-4997

Ropella@ropella.com



Skill Survey 
Product Line Manager/Managing Director 

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 
checks) Note: This date is required by the colleges/universities to complete 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 and/or business development roles involving 
specialty and commodity chemicals? Which chemical products/lines have you sold the most 
often and/or had the most success with? 

      

3. Share any direct experience you have in the sales of monomers, coating resins raw 
materials, plasticizers and/or specialty solvents while working for a specialty chemical 
distributor. 

      

4. Describe any trading or product line management responsibilities and experience in your 
current or previous employment. 

      

5. Describe your experience involving any project management. 

      

6. Outline your experience having full P&L responsibility in a sales or management position. 

      

7. Share an example that demonstrates your ability to drive sales and significantly increase 
customer base and/or market penetration and increase margins on existing volumes to 
existing customers without business loss.  

      

8. Describe your experience overseeing successful pricing strategies. Break down your 
answer into two parts, the first part showcasing your understanding of how to formulate 
value based pricing plans based on appropriate segmentation and the second part 
demonstrating your ability to implement plans. 

      



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 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)       
 



 
The Candidate Comparison Scorecard should be completed on every prospect you have screened as a potential 
candidate. If you can tell that some of the candidate’s are probably C quality by doing a superficial overview in comparison 
to others you should set those aside now and score the rest.  The scorecard will help you objectively weigh all the Must 
Haves in such a way that you can logically see who the A+ candidates are, who the A candidates are, and who the B 
candidates are. Then focus on scheduling interviews for the A+, A and B candidates in that preferred order. 
 

 
 
  

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

Candidate Name:                                            
 

Client Name: Novasol                                Hiring Mgr: Thomas Hoesch and Claude Fickers 
 

 
Position:  Product Line Manager/Managing Director                          HR Rep’s Name:   

 
 
Attribute 

                            
A/B/C 

  
Comment 

1. Education 
A = BS/MS in Chemistry or related technical 
B = BS in Business, non-technical 
C = No degree 

  

   
2. Total years applicable sales exp. 
A = 5+ years 
B = 2-5 years 
C = < 2 years or no sales experience 

  

   
3. Sales experience with monomers, coatings resins, 
plasticizers and/or specialty solvents 
A = Extensive – successfully sold these product lines 
B = Average – have sold one of these products 
C = Little or no direct experience 

  

   
4. Trading or Product line management exp. 
A = Extensive – Both are a large part of current or 
significant previous role 
B = Some previous experience 
C = Minimal exposure in these areas 

  

   
5. Experience managing projects  
A = 10+ years, high 
B = 5-10 years, medium 
C = < 5 years, low 

  

   
6. Experience with full P&L responsibility 
A = Extensive – a significant part of current or 
previous role 
B = Some previous experience 
C = Minimal exposure in this area 

  

   
7. Business Development and Market Penetration 
ability 
A =Well defined example that demonstrates ability to 
grow business and penetrate new markets 
B = General answer showing understanding of and 

  



some success in business development 
C = No business development skills demonstrated 
   
8. Pricing Experience and strategy 
A = Extensive exp. and clearly defined strategy 
B = Some exp. and wrote basics of strategy 
C = Minimal or no experience 

  

   
9.  Comfort with travel 
A = Wide open - Road Warrior 
B = Open to 35% - 50% travel  
C = Less than 35% travel 

  

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

  

   
11. Compensation: (Sr. Sales type) 120K to 150K  
A = 110K to 140K 
B = 100K to 110K or 140K to 150K 
C = below 100K or over 150K 
 
Compensation: (Mg. Dir/Pres type) 150K to 200K  
A = 140K to 190K 
B = 130K to 140K or 180K to 190K 
C = below 130K or over 200K 

  

   
Scoring 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 ____Questions = 
 
______________Avg. Grade 
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