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Clariant
Overview 
As one of the world’s leading specialty 
chemical companies, Clariant contributes 
to value creation with innovative and 
sustainable solutions for customers from 
many industries. Their portfolio is designed 
to meet very specific needs with as much 
precision as possible. At the same time, 
their research and development is focused 
on addressing the key trends of today. These 
include energy efficiency, renewable raw materials, emission-free 
mobility, and conserving finite resources. Clariant’s business units are 
organized into four Business Areas: Care Chemicals, Natural Resources, 
Catalysis, and Plastics & Coatings.

History
Clariant was formed in 1995 as a spin 
off from the chemical company Sandoz, 
which was itself established in Basel in 
1886. Through their direct lineage, they 
have amassed knowledge and experience 
of chemistry and industry spanning 
approximately 150 years.

Clariant expanded through the incorporation of the specialty chemicals 
business of Hoechst (Germany) in 1997. In 2008, they acquired the 
leading U.S. colorant suppliers Rite Systems and Ricon Colors. The latest 
acquisition, the highly-innovative specialty chemicals company Süd-
Chemie (Germany), was completed on 21 April 2011.

Businesses
 � Industrial and Consumer Specialties

 � Oil and Mining Services (OMS)

 � Pigments

 � Additives

 � Catalysts

 � Functional Materials

 � Masterbatches

Company Information

More Information:

www.clariant.com

Plantasens Natural 
Emulsifier

Innovative and 
sustainable solutions

150 years of knowledge 
and experience

http://www.ropella.com
http://www.clariant.com/en/Corporate
http://www.clariant.com/corpnew/internet.nsf/directname/home2
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Industrial and Consumer Specialties
Clariant’s Industrial and Consumer 
Specialties Business Unit ( ICS) is one 
of the largest providers of specialty 
chemicals and application solutions for 
consumer care and industrial markets. 
Combining market knowledge with high-
performance ingredients and formulation 
expertise, ICS delivers solutions with the 
best cost-performance ratios. 

ICS is split into the segments Consumer Care and Industrial Applications. 
There is a clear focus on the highly attractive Consumer Care segment, 
which is known for higher margins and lower cyclicality, targeting the 
personal care, household, and agriculture markets. Though separated 
in different market segments, each focusing on different end-use 
applications, ICS’s businesses all use the same technological platform 
base and shared production assets. Products in the Consumer Care 
segment include ingredients for laundry detergents, fabric softeners, 
disinfectants and dishwashing detergents to skin & hair care cosmetics, 
wet wipes and selected pharmaceuticals, as well as additives for the 
agriculture market.

Personal Care
 Clariant Personal Care offers 

continuous new products and 
solutions according to customers’ 
needs.

They continue to strengthen their 
position as a solution provider and 
one of the leaders in the Personal 
Care market. As a major player in the 

specialty chemicals industry with a steadily expanding team of dedicated 
professionals, Clariant is continuously growing and evolving with a 
focus on skin and hair care, while developing platforms for sustainable 
innovations and sensorial solutions – all to provide their customers with a 
perfect partnership for market excellence.

They create high performance, innovative products that are well tested 
in a range of formulations using state-of-the-art methods to bring true 
value to the Personal Care market.

More Information:

www.clariant.com

Business Unit

Market Segment

Genamin Hair Care

High Performance 
Ingredients 

http://www.ropella.com
http://www.clariant.com/en/Business-Units/Industrial-and-Consumer-Specialties/Personal-Care
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Clariant has successfully introduced 
new products and formulation 
concepts for all kinds of skin and hair 
care formulations. With laboratories 
and production facilities located in 
all regions of the world and Cosmetic 
GMP certification of their sites 
globally, it is ensured that Clariant is a 
strong partner for successful projects 
in the Personal Care industry.

They provide a complete range 
of ingredients for the Personal Care 
market. Thanks to their unique 
Secret Code of Beauty concept, they 
are continuously developing products to meet customer needs. Their 
products are easy to process, safe and ecologically friendly.

Customers are absolutely the focus 
of everything they are doing. In 
close collaboration, they create 
unique, tailor-made products and 
formulations which enable customers 
to optimize their market success, 
delivering the perfect balance of 
technical expertise and market 
knowledge. Additionally, Clariant 
proactively develops innovative 
products meeting new market needs, 
leveraging their insights on personal 

care consumers and trends.
Plantasens® Sensorial 

Butters

It’s all about the right 
combination

Innovation Spotlight Video

http://www.ropella.com
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Corporate Culture 
Information

Clariant Values & Mission
Values
Clariant’s culture centers on 
appreciation, with its brand 
values Performance, People, 
and Planet. Together these 
three values form the key 
principle guiding their conduct 
and daily business. Employee’s 
get a strong sense of this from 
their very first day onwards. Because only when a balance is struck 
between profitable growth, people orientation, and environmental goals 
can ecological, economic, and social performance be guaranteed.

The needs of their customers, employees, and shareholders are at the 
core of everything they do. They, therefore do their utmost to ensure 
innovative, competitive solutions for customers, adherence to company 
values for employees, and above-average returns for shareholders. 
Environmental responsibility and corporate sustainability are further focal 
areas for Clariant. Their above-average value creation for stakeholders 
sets them apart from the rest, and puts them well on track to achieve 
their goal of becoming the world’s leading specialty chemicals company.

In order to become such a powerhouse entity, Clariant is committed to 
making functional excellence an integral part of their corporate culture 
and to assuming leading positions within their various business areas. To 
this end, they’ve created an international working environment in which 
employee’s have the scope to demonstrate their strengths, implement 
ideas, and make a valuable contribution to corporate’s success on a daily 
basis. 

Mission
Clariant’s mission clearly expresses what is important to them and what 
they stand for – as a brand and as a company.

Clariant builds leading positions in the businesses they are active in, and 
they adopt functional excellence as part of their culture. They create value 
through appreciating the needs of:

The customer – by providing competitive and innovative solutions

The employee – by adhering to corporate values

The environment – by acting sustainably

The shareholder – by achieving above-average returns

Meet the real people of Clariant

http://www.ropella.com
https://www.youtube.com/watch?v=Bd_ZANoYXRI
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Regional Account Manager
Role
This position will manage a portfolio of customers, products, and 
suppliers. Will be responsible for business development as well as 
maintaining relationships with existing customers. 

Responsibilities
 � Drives business development in designated country/region. 

 � Visits customers often enough to develop close working 
relationships. 

 � Work closely with global cosmetics team to target customers and 
sales strategy. 

 � Prepare annual forecast for portfolio of products and other 
forecasts as needed. 

 � Seek ways to increase growth above normal organic growth. 

 � Must be able to communicate with commerce/purchasing/
technical/regulatory groups at both customers and manufactures. 

 � Identify development projects from idea to development phase, 
and eventual commercialization. 

 � Work closely with both corporate, regulatory and pharma 
regulatory departments globally, and traffic department, to be 
sure products meet all applicable laws: REACH, FDA, DEA, DOT, etc. 

 � Other duties as assigned. 

Requirements
 � BA/BS Degree or higher in Chemistry, life sciences, or related 

disciplines with a minimum of 5 years of related cosmetic/personal 
care sales experience. 

 � Previous business development or sales experience with 
established networks. 

 � Formulation experience preferred. 

 � Strong computer and analytical skills with ability to interpret 
information from various sources.

 � Demonstrated project management and organization skills. 

 � Superior communication (spoken and written) skills.

Position Information

http://www.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
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850-983-4777 | www.ropella.com

For more information contact:

Robbie Ropella

President, Executive Search

Ropella  

850-983-4883

Robbie@ropella.com

http://www.ropella.com
mailto:robbie@ropella.com


 

 

 

Skill Survey 
Regional Sales Manager 

Name:        Date:       
 

1. Outline University Degree(s):  
(Please provide the Name, the Location, and the Phone Number of each 
Institution) 

      

2. What is your total number of years in sales roles involving specialty chemicals? Highlight 
experience in personal care ingredients, particularly surfactants, emulsifiers, skin actives 
and sun care/skin care ingredients. 

      

3. Outline the territories that you cover or have covered while in chemical sales. 

      

4. Describe your greatest success to date in sales or territory growth and expansion. What do 
you feel was the key factor in that success? 

      

5. Outline your experience in sales or business development roles focused on the personal 
care and cosmetics industry. 

      

6. Provide an overview of the majorpersonal care ingredient customers with whom you have 
successfully sold to and/or where you have established connections. What are the 
functions and levels of the majority of your contacts within these organizations? 

      



7. Share an example that demonstrates your ability to drive sales and significantly increase 
the customer base and/or market penetration of your product line. 

      

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

      

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

      

10. 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? 

      

11. Have you ever applied, either directly or through a third party, for any role with Clariant? If 
so what was the date of your most recent application (month/year)? 

      
 

References  
Please provide three to six references. The first priority is current and/or past supervisors, then 
employees, then peers, then customers (where appropriate). 
 

Example: Bob Smith, currently - Business Director at ABC Corporation 412-123-4567,  
Email: bob.smith@abccorp.com. Was Business Director, my direct supervisor, 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 Comparison Score Card is to be completed on every candidate you have 
now screened as a potential fit. If you can tell that some of the candidates are probably 
Low level (in a superficial overview) in comparison to others you set those aside now 
and just score the rest. The Score Card will help you objectively weigh all the Must 

Haves and even the preferences in such a way that at the end of using the Score Card 
process you can be pretty sure who the High plus candidates are, who the High 

candidates are, and who the Medium candidates are. Then we focus on scheduling for 
the High Potentials. 

 

  

 

Candidate Comparison-Scorecard   Grader's Name: 

Candidate Name:   Grade: 

Client Name: Clariant   Hiring Mgr: Jean-Luc Joye 

Position: Regional Account Manager   HR Contact: Angela Modica 

Salary Range: 110K-125K   Candidate 
Base:                        Bonus: 

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

- Easy to Understand 
Comment: 
     

Attribute H/M/L Comment 
1. Education 
H = Four year degree in related field 
M = +1/2 Technical Degree 
L = N/A 

    

      
2. Specialty Chemical Sales 
Experience 
H = 5-10 years of experience 
M = 3-5 years of experience or 10-15 
years of experience 
L = 3 or less years of experience or 
15+ years of experience 

    

      



3. Territories Covered 
H = Has been successful in a variety 
of territories or in a large regional 
territory 
M = Has been successful in a territory 
covering at least three states 
L = Has only covered very limited 
territories (state or even city) 

    

      
4. Key Success Factor 
H = Clear example of significant 
growth in sales accomplished with 
corresponding detail of how that 
growth was achieved 
M = Broad answer indicating success 
in this area 
L = Answer does not indicate success 
in this area 

    

      
5. Personal Care and Cosmetics 
Experience 
H = This is a significant part of current 
role 
M = Has done this in a previous role 
L = Minimal experience in this area 

    

      
6. Customers Network 
H = Established relationships at a 
variety of levels with major companies 
M = Established relationships at a 
variety of levels with few major 
companies 
L = Minimal experience in this area 

    

      
7. Ability to drive sales 
H = Specific example that outlines 
roadblocks and demonstrates well 
developed problem solving and sales 
skills 
M = General answer indicating 
success in this area 
L = No value selling skills 
demonstrated by this answer 

    

      



8. Travel 
H = Road warrior open to >30% travel 
M = Prefers 20% - 30% travel 
L = Requires less than 20% travel 

    

      
9. Non-Compete 
H = No relevant non-compete or non-
disclosure in place 
M = Has a peripheral non-compete or 
non-disclosure in place - could limit 
some activities 
L = Has a strong relevant non-
compete or limiting non-disclosure 

    

      
Grading Point System: 
H’s = 4 
M’s = 3 
L’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 9 grades =  

Avg. Grade:  
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