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Thomas Swan & Co.
International
Thomas Swan & Co. Ltd. is an independent chemical manufacturing 
company. With offices and warehousing in the UK, USA, and China 
and a global network of distributors, they service the domestic and 
international markets and export to over 80 countries worldwide.

Founded in 1926 in Consett, in the North East of England – still home to 
their manufacturing 
facilities – Thomas 
Swan today produces 
over 100 products, in 
kilogram to multi-ton 
quantities, and offers 
an experienced and 
flexible manufacturing 
service.

Innovative
At Thomas Swan they have always searched for new and exciting 
technologies. Building on their core competency in chemistry, over 
the years they have founded or invested in many different early stage 
companies. From their beginnings in road surfacing, they have diversified 
into a wide range of businesses including photonics (Cambridge 
Photonics Ltd.), protein separation (Bioprocessing Ltd.), flat screen 
displays (Screen Technology Ltd.), contract research (BioDynamics 
Research Ltd.), MOCVD reactors (Thomas Swan Scientific Equipment Ltd.) 
and hydrogen storage (Cella Energy Ltd.).

A willingness to try something new is core to Swan’s business philosophy, 
and they are always keen to be challenged with new ideas or technical 
requirements.

Independent
Swan’s independence has enabled them to take an innovative approach 
to chemical manufacturing. Working closely with leading universities 
they have developed cutting-edge technologies including the world’s 

Company Information

More Information:
www.thomas-swan.co.uk
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first continuous-phase supercritical facility and the UK’s first commercial-
scale carbon nanotube plant.

While a leading supplier to the international chemicals market, Swan 
has retained the flexibility and customer-focused approach of a family 
business, which enables them to offer outstanding service and support to 
customers ranging from major multinationals to small start-ups.

Three Product/Service Divisions
�� Performance�Chemicals provides a broad range of additives, resins 

and active pharmaceutical ingredients. In many cases, they enhance 
the processes used to manufacture tires, synthetic rubber, leather, 
powder coatings, flexographic inks and 
household and personal care products, 
as well as improving the performance of 
those products.

�� Custom�Manufacture works in close 
collaboration with a wide range of customers to manufacture their 
products on a contract or toll basis. From simple drying to multistep 
complex reactions and from kilogram to tonnage quantities, we have 
a wide-ranging and flexible capability.

�� Advanced�Materials is on the cutting-edge of material science, 
developing niche, high value materials for emerging technologies 
in the composites, energy and water sectors. Thomas Swan offers 
the added benefit of back integration into, and support from, an 
established chemical manufacturer. The division is a world leader in 
the manufacture of single-wall carbon nanotubes.

Corporate Culture
Thomas Swan is a 4th generation family owned and run company, built 
on traditional family values - including trust, respect, fairness, and hard 
work. They are growth oriented, encouraging team members to assume 
reasonable risk in order to achieve amazing results. Innovation is the goal, 
and debate is encouraged in order to bring out the best. Executives at 
Swan provide stable and calm leadership, delegating to team members 
the autonomy to take responsibility for their work and to collaborate 
across the team, resulting in a tight-knit upward moving environment.
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Chuck Van Fleet,     
President, Swan Chemical Inc, Americas

Chuck has been President of Swan Chemical 
Inc. (SCI) since 1997.  He heads up key Swan 
activities in the rubber, coatings, printing ink, 
personal care and other performance chemical 
sectors in the region, as well as advanced 
applications for nanomaterial technologies. 

He has a long history in the US specialty 
chemical industry, and in 2006 was awarded 
the prestigious ‘Golden C’ Award by The 

Commercial Development and Marketing Association (CDMA) of 
Philadelphia as recognition of his success in building US market share for 
Swan products – a success which continues today and into the future as 
Swan continues to strengthen across the Americas.

Ian Pearce,      
Commercial Director,    
Performance Chemicals
Over the past 20 years, Ian has held a number of global sales and 
business development roles, initially at Laporte and Yule Catto where 
he played a key role in developing new markets for existing technology 
platforms. He then enjoyed a spell as Sales and Marketing Director with 
Pilkington Special Glass, before returning to the chemical industry with 
Arizona Chemical in Holland. Since joining Thomas Swan, Ian has been 
particularly impressed with the company’s breadth of geographical 
application and market exposure.

Hiring Team



Thomas Swan & Co.
Sales/Business Manager, Actives & Antimicrobials

5

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

Sales/Business Manager,    
Actives & Antimicrobials
Primary Objectives

 � To maximize the market position of Swan’s Actives and Anti-
microbials business both at the strategic and tactical level.

 � To maximize short term and long term returns at the gross margin 
level within the designated market area.

 � To sell products in a designated geographic area, in support of the 
strategies of other Business Managers

Primary Responsibilities
 � Provide precise global product management for each major product 

line within the designated area of responsibility to drive monthly 
demand, profit and cash flow forecasting & reporting.

 � Develop, refine, present, implement and update thorough coherent 
global marketing and communications strategies for all key market 
and product areas within the designated portfolio.

 � Act as the main negotiation and service delivery interface with key 
customers in the Americas.

 � Understand Swan’s costs and supply chain & that of their 
competitors.

 � Support the regional EMEA and Asia managers with product 
management and marketing plans to facilitate their respective direct 
interfaces with customers in their regions.

 � Support peers as required by being prepared to sell products from 
the portfolios of other Business Managers as directed. 

 � Take responsibility for and implement pricing strategies designed to 
optimise Company profitability, market position and growth.

 � Be accountable for and direct all procurement strategies taking direct 
responsibility for key raw materials and liaising closely with planning 
and logistics departments for other materials and in implementation 
of all sourcing plans.

 � Inform operational, customer support and supply chain colleagues 
formally in regular planning meetings of customer demand patterns 
and desired buying behaviours.

Position Information
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 � Produce thorough monthly and quarterly reports that quantify and 
describe historical trading performance and provide insights and 
forecasts forward.

 � Commission and manage internal projects to generate and store 
market, competitor, supplier, customer, new entrant information and 
extract trends and insights from the data.

 � Manage business overheads as they relate to regulatory, promotional 
and travel costs and other allocated fixed overheads.

 � Take the lead in project inception, commercial sponsorship and 
delivery of new product development programs.

 � Take responsibility for the justification of any new hires within the 
immediate commercial team and provide leadership in the event 
that new recruits are forthcoming.

Required Skills
 � Margin modelling, management and forecasting

 � Ability to understand supply chain drivers and use these to inform 
and develop sound commercial strategies

 � Excellent sales based business decision making skills

 � Excellent interpersonal skills with good adaptive communication 
skills

 � Strong written, visual and verbal communication skills; especially 
presentation skills

 � Pro-active approach to ‘business development opportunities’ 
information delivery within Thomas Swan & Co. Ltd. 

 � Systematic planning and prioritization, including strong time 
management skills

 � Relishes new challenges and delivering against them – uses ingenuity 
and is  solution focused

 � Able to work on their own and as part of a team

 � Computer literate; particularly adept at Excel formulas

 � Willing and able to travel extensively 

 � Potential to grow into positions of greater responsibility
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Desired Experience
 � Several years of strong achievements marketing & selling specialty 

chemicals for a manufacturer into key markets. Household and 
Personal care experience is critical, followed by rubber chemicals. 
Other key markets are inks, powder coatings & leather

 � Specific experience of selling biocides into soap and cleaning product 
applications would be a plus

 �  Can demonstrate an excellent working knowledge of the regulatory 
frameworks within the Household and Personal Care market

 � Tangible success managing and participating in global (Europe/Asia/
Americas) teams and multi-disciplinary (Marketing/Sales/Technical/
Production/Regulatory) teams.

 � Broad, multicultural commercial experience

 � Bachelors degree in Chemistry or Chemical Engineering. Advanced 
technical or business degree would be helpful

Disposition
 � Collaborative

 � Systematic  disciplined and dynamic

 � Positive/optimistic, proactive and resourceful – ‘Can do’

 � Strong work ethic and committed to achieving excellence

 � People oriented - Relates well to people

 � Grounded, open and human/’real’ and operates with high integrity

 � Confident, independent, influential and assertive
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Location Information Lyndhurst, NJ and Surrounding Area 
Lyndhurst, NJ
Lyndhurst is a township in Bergen County, New Jersey, with a population 
of about 20,000. Originally formed as Union Township in 1852, it was later 
incorporated as Lyndhurst in 1917. Lyndhurst has many neighborhood 
delis, eateries, restaurants, and stores in downtown, which allow residents 
the ability to stroll down the sidewalks and take it all in without having 
to drive all over town. Providing the quaint convenience of a small and 
historic town, Lyndhurst is also situated less than a half hour from the 
heart of  New York City.

New York, NY
New York City is the most populous city in the United States, while the 
New York metropolitan area ranks among the world’s most populous 
urban areas.  It is a leading global city, exerting a powerful influence over 
worldwide commerce, finance, culture, fashion, and entertainment. New 
York’s a big state with the best of everything, from the great outdoors to 
the arts to foods from almost everywhere in the world. 

New York is famous among American cities for its high use and 24-hour 
availability of mass transit, and for the overall density and diversity 
of its population. Nearly 170 languages have been spoken in the city 
and 36% of its population was born outside the United States. The city 
is sometimes referred to as “The City that Never Sleeps”, while other 
nicknames include Gotham and the Big Apple.

New York City has many landmarks and neighborhoods that are world 
famous. The Statue of Liberty greeted millions of immigrants as they 
came to America in the late 19th and early 20th centuries. Wall Street, 
in Lower Manhattan, has been a dominant global financial center since 
World War II and is home to the New York Stock Exchange Manhattan’s 
skyline with its many skyscrapers is universally recognized, and the city 
has been home to several of the tallest buildings in the world., including 
the Empire State Building and the twin towers of the former World Trade 
Center.

This City has over 28,000 acres of municipal parkland and 14 miles of 
public beaches. Central Park, being the world’s most famous park, offers 
many attractions, events, and concerts.  There are seven state parks within 
the confines of New York City, most noteworthy being the Gateway 
National Recreation Area which is over 26,000 acres in total; Clay Pit 
Ponds State Park, a natural area which includes extensive riding trails; and 
Riverbank State Park, a 28-acre facility that rises 69 feet over the Hudson 
River.  
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New York city prominently excels in its spheres of art, cuisine, dance, 
music, opera, theater, independent film, fashion, museums, and literature. 
The city is the birthplace of many cultural movements, including the 
Harlem Renaissance in literature and visual art; abstract expressionism 
in painting; and hip hop, punk, salsa, disco, freestyle, and Tin Pan Alley in 
music. New York City is also widely celebrated in popular lore, featured 
frequently as the setting for books, movies, and television programs. 
Today, New York City is the second largest center for the film industry 
in the United States. The city has more than 2,000 arts and cultural 
organizations and more than 500 art galleries of all sizes.

The words “New York City” and “shopping” go hand in hand.  Whether 
looking for the must have item of the season, upscale Fifth Avenue 
fashions, handcrafted wares from NYC’s many boutiques, or unbeatable 
deals from designer sample sales in the Big Apple. There is unrivaled 
shopping on every street in New York and it is home to fashion week, a 
premier event in the world of clothes, shoes, and accessories. 

The city’s public school system, managed by the New York City 
Department of Education, is the largest in the United States. About 1.1 
million students are taught in more than 1,200 separate primary and 
secondary schools. Charter schools throughout New York City are also 
partly publicly funded. There are approximately 900 additional privately 
run secular and religious schools in the city. Though it is not often 
thought of as a college town, there are about 600,000 university students 
in New York City, the highest number of any city in the United States. 
In 2005, three out of five Manhattan residents were college graduates 
and one out of four had advanced degrees, forming one of the highest 
concentrations of highly educated people in any American city. 

New York has a wide range of sports for every interest. The city’s two 
current Major League Baseball teams are the New York Yankees and the 
New York Mets. The city is represented in the National Football League 
by the New York Jets and New York Giants. The New York Rangers 
represent the city in the National Hockey League. Within the metropolitan 
area are two other NHL franchises, the New Jersey Devils, who play in 
nearby Newark, New Jersey  and the New York Islanders. This is the only 
instance of a single metropolitan area having three teams within one 
of the four major North American professional sports leagues. The city’s 
National Basketball Association team is the New York Knicks and the city’s 
Women’s National Basketball Association team is the New York Liberty. 
In Major League Soccer, New York is represented by Red Bull New York. 
Additionally, there are many other sporting events held in New York City 
throughout the year. 
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Lyndhurst, NJ and Surrounding Area Location Links

Lyndhurst Area Links
City of Lyndhurst 
www.lyndhurstnj.com

Lyndhurst Community 
www.nj.com/lyndhurst

NYC Area Links
Official NYC Guide 
www.nycgo.com

NYC.com 
www.nyc.com

Shopping
Shopping NYC 
www.nyctourist.com/shopping_
menu.htm

New York Shopping 
www.nymag.com/shopping

Saks Fifth Avenue 
www.saksfifthavenue.com

Bloomingdale’s 
www.bloomingdales.com

Arts & Entertainment
Central Park 
www.centralpark.com

New York Aquarium 
www.nyaquarium.com

The Metropolitan Museum of Art 
www.metmuseum.org

Broadway 
www.broadway.com

Education
NYC Department of Education 
www.schools.nyc.gov

Columbia University 
www.columbia.edu

New York University 
www.nyu.edu

Sports
New York Yankees 
www.newyork.yankees.mlb.com

New York Giants 
www.giants.com

News
The New York Times 
www.nytimes.com

New York Post 
www.nypost.com

Real Estate
City Realty 
www.cityrealty.com
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Skill Survey 
Chemical Sales/Business 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 
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, marketing and business development roles 
involving specialty chemicals? Which chemical products/lines have you sold or marketed 
the most often and/or had the most success with? 

      

3. Give an overview of your experience selling, marketing and product managing into the 
hand soap, hand sanitizer, hospital hand sanitizer or related application areas where anti-
microbials, biocides and actives are key ingredients.  

      

4. Share any direct experience you have in the sales, marketing or product management of 
hand sanitizing actives or anti-microbials. Please note any experience specifically selling or 
marketing Triclosan, PCMX, Quaternary ammonium salts or Chlorohexidine Gluconate. 

      

5. Outline the territories that you have covered while in chemical sales and marketing. 
Describe any global sales, marketing,product management or product/market regulatory 
responsibilities and experience in your current or previous employment. 

      

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

      



7. Share at least 3 examples that demonstrate 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. Describe your experience of participating in the early stages of market led new product 
blue-printing, product development and new product launch. 

      

10. Share examples of your experience in establishing and implementing integrated 
promotional campaigns, particularly within the target application areas. 

      

11. Outline your experience participating in and leading global project teams, particularly where 
the team members have not been your direct reports. 

      

12. Please demonstrate your ability to use Microsoft Excel and Power Point as the use of these 
tools will be required extensively within either role. 

      

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

      

14. Are you open now or in the future to relocate close to Lyndhurst, NJ or are you in a 
commutable distance so that you could be at the office one day per week? Please note: 
This is only necessary for the more senior role. 

      

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

      

16. 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? 

      

Relocation Acknowledge Agreement 
I      , acknowledge the condition to relocate to Lyndhurst, NJ area for the specific opportunity 
with Thomas Swan and Company Performance Chemicals and am willing to do so if hired. 

As evidenced by my initials below, I fully understand that this acknowledgment is a requirement 
for the interview process and states that I have already spoken with any parties (i.e. spouse, 
significant other, children, parents, etc.) who may directly be impacted by my final decision to 
relocate.  



Print Name       
Initials               
 

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: Thomas Swan & Co.                          Hiring Mgr: Chuck Van Fleet 
 

 
Position:  President                                                  HR Rep’s Name:   

 
 
Attribute 

                            
A/B/C 

  
Comment 

1. Education 
A = BS/MS in Chemistry/ChemE + MBA 
B = BS in Chemistry/ChemE 
C = Non-technical degree 

  

   
2.  Total years applicable sales exp. 
A = 7 - 25 yrs( Home/personal care) sales 
B = 25 - 30 years 
C = < 7 yrs or >30 years exp 

  

   
3.  Experience selling into target markets. 
A = Extensive - a majority of career in personal/HI&I 
markets 
B = Medium - Current or significant previous role 
focused on HI&I and Personal Care  
C = Low - Diverse background with some applicable 
experience 

  

   
4. Experience with Anti-Microbials, Sanitizing Actives 
or Biocides 
A = Extensive - has sold this product line successfully 
B = Average - Anti-Microbials have been a part of the 
product focus 
C = Little or no direct anti-microbial experience  

  

   
5. Territories Covered  
A = Global territory Management 
B = National Territory Management 
C = Regional Territory Management 

  

   
6. E 6. Global Sales or Product line exp. 

A = Extensive - Global responsibility is a large part of 
current or significant previous role 
B = Some Global responsibilities 
C = Minimal exposure in this area 

  

   
   



 
7. 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 
   
8. 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 

  

   
9.  Pricing and Procurement Exp. 
A = Extensive - significant portion of current or recent 
role 
B = Somewhat - peripheral portion of current or 
previous role 
C = Minimal exposure 

  

   
10.  Experience in Global Management Teams 
A = Has held global team management role and has 
taken part in global teams 
B = Experience as a participant in a global team 
C = Minimal or no global experience  

  

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

  

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

  

   
14. Compensation: 120K to 140K  
A = 115K to 130K 
B = 100K to 115K or 130K to 140K 
C = below 100K or over 140K 

  

   
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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