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DSM
History
DSM began as a modest coal mining company in 1902. Over the 
years, they transformed from Dutch coal miners to an international 
company that connects its unique competences in Life Sciences and 
Materials Sciences to create solutions that nourish, protect, and improve 
performance.

For more than a century they have led innovative thinking, created 
innovative products, and even reinvented themselves more than 
once. When the time was right, they made significant investments and 
acquisitions and reorganized when needed. Now, they are a global leader 
in Health, Nutrition, and Materials.

What They Do
DSM wants to make a positive 
difference. Health, Nutrition, and 
Materials represent the three fields 
in which they use technology and 
products to provide solutions to brighten the lives of people today and 
generations to come.

Their health solutions cover everything from advanced biomedical 
devices that help people live active lives for longer to pharmaceutical 
technologies and expertise that ensure new drugs reach the market 
faster to health-enhancing nutritional ingredients to antibiotics that treat 
tens of millions of people every year.

Their solutions for human and animal nutrition span everything from 
vitamins and carotenoids to taste enhancers and other food processing 
ingredients and from unique animal feed  additives and hair and skin care 
ingredients. They’re also heavily involved with the World Food Program in 
the fight against “hidden hunger.”

Their materials solutions include a number of increasingly green 
thermoplastics and resins for use in everything from vehicles to paints to 
sports equipment to fiber optic coatings, not to mention Dyneema®, the 
world’s strongest fiber™.

Statistics
 � Annual revenues of 9 Billion Euros

 � 22,000 employees worldwide

 � Current growth exceeds 10%

                Company Information

More Information:

www.dsm.com

http://www.ropella.com
http://www.dsm.com/en_US/cworld/public/home/pages/home.jsp
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Market & Service Offerings
DSM serves 18 markets across the three areas of Health, Nutrition, and 
Materials. The following are just a sampling of these primary markets 
served.

Personal Care/Cosmetics
They create an 
unrivalled range 
of vitamins 
and special 
ingredients for 
use on human 
skin & hair - in 
everything from 
sun protection 
cream to anti-
ageing skincare 

peptides to hair styling products. To develop the highest-performing 
ingredients they’ve turned for inspiration to everything from rare Swiss 
alpine plants to snake venom enzymes.

From cell revitalizing, skin lightening, moisturizing or sunless tanning, 
to better knowledge about harmful UV rays, to the growing demand for 
“back to nature” products, the personal care retail market is booming like 
never before with a conservative global value of 250bn Euros. 

In addition to sun care and hair care, DSM’s Personal Care business 
focuses on skin care. They’ve developed a peerless range of bioactive 
skin care ingredients and vitamins for face and body. Their PENTAPHARM 
brand is helping not just reverse the visual signs of ageing, but also to 
improve skin moisturization and to revitalize the energy level of tired 
cells. Their SYN®-peptides portfolio of leading anti-wrinkle and anti-
ageing ingredients is maximizing performance with clearly visible results.

Animal nutrition & health
From chicken and fish to swine, cows and pets, DSM is unique in animal 
nutrition. DSM provides the highest quality ingredients and additives for 
animal feed that produce healthier animals for better meat and eggs. 

Electrical & electronics
Their materials and expertise are used to safeguard the world’s fiber-
optic cables, for connectors used inside portable consumer electronics 
like smart phones, tablets, and notebooks; as well as power leads and 
halogen-free miniature components.

Product/Service 
Information

http://www.ropella.com
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Food, beverages & dietary supplements
DSM is the leading global producer of ingredients and vitamins, 
carotenoids and premixes for the food and pharmaceutical industry: 
While their advanced ingredients make an important contribution in 
dairy, baking, fruit juice, beer, wine, and savory products. 

Energy
From resins that coat gargantuan wind turbines, to powering alternative 
energy sources, to solar coatings for glass, to water purification, to drilling 
for precious oil…DSM is putting all their energy into conserving - and 
creating - energy. 

Pharmaceuticals
DSM is one of the world’s leading providers of high-quality custom 
manufacturing services from R&D, to clinical trials, to commercial 
production and packaging. They’re also one of the major suppliers of 
active ingredients in beta lactam antibiotics.

Medical
Today, DSM biomaterials are being used in medical devices ranging 
from super-strong sutures to artificial hearts; to innovative drug delivery 
systems; to coatings that make instruments easier to implant. Next stop, 
regenerative medicine.

http://www.ropella.com
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Corporate Culture
DSM is a very large, multinational 
corporation that is very well respected 
in the industry. Open debate, 
constructive conversation and quick 
decision making have made DSM 
one of the major players in the 
chemical world.  DSM is a Multicultural 
organization that includes many 
diverse backgrounds. The leadership 
values its employees and the skills each person brings to the business. 

They are fast movers, and reward ambitious team members with the 
freedom and flexibility to operate within a friendly environment. They are 
a matrix organization whith no micromanagers or strict heirarchy. 

Employees at DSM enjoy out of office socialization as much as possible, 
mainly while traveling.  There are no formal gatherings, but often 
impromptu, informal get-togethers. Team building exercises are also 
utilized as needed to bring co-workers together and to more efficiently 
reach company targets and objectives.  

Sustainable People
Sustainability starts with people. That means nurturing their own people 
to help the people of the world: 
Through smarter, greener products 
that improve quality of life; through 
providing essential nutrients 
that sustain life; and through the 
development of materials like 
Dyneema® fiber that potentially 
save lives. 

Ultimately it’s DSM’s own people who are making all this happen. This 
is why they strive to develop and nurture them. Their move to a high-
performance, knowledge-based culture continues apace with values of 
external orientation, personal accountability, and inspirational leadership 
now at the forefront of everyone’s minds. In fact, more of their new hires 
than ever are from diverse backgrounds. 

Most importantly of all, Safety, Health & Environment (SHE) continues 
to be their top priority. All their employees deserve to work in a safe 
environment. This is why they set themselves the goal of reducing 
recordable injuries by a minimum of 50% by 2020.

Culture Information

http://www.ropella.com
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Hiring Manager

Ian Lawrence,            
Sales Manager - North America
Ian has been with DSM since 2005, and 
built his career with companies like CA 
Specialties and Noveon.  He received his 
B.S. in Chemistry from Loughborough 
University and his MBA from Cranfield 
University - Cranfield School of 
Management.

Ian is highly capable, professional, 
knowledgeable, forward thinking, and 
analytical as a manager. He is highly 
motivated and always completes his 
projects with ease.

http://www.ropella.com
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West Coast Account Manager
Purpose
Increase and defend customer profitability and sales volumes 
by managing regional customer projects, relations and services, 
identifying opportunities, building customer plans and orchestrating 
multifunctional resources.

Context
 � The global Personal Care Market is an exciting, growing market of 

around € 10 B. Megatrends, such as aging population, increasing 
health awareness, men’s grooming support the growth of our 
industry. 

 � We face a range of competitors from large multinationals such as 
BASF, AkzoNobel to smaller niche players. Price pressure is high 
for a majority of our portfolio, so cost leadership combined with 
innovation, diversification and excellent go-to-market strategies 
and understanding of our customers are crucial for our business. 

 � In terms of the product portfolio of PC, there are three main end 
use applications: skin care, sun care and hair care with specific 
product portfolios serving each. In addition there are vitamins 
which can go into any and all of these applications and are not 
product specific.

 � Skin care actives are marketing driven, a fragmented market 
requiring know-how about skin biology and claim support as well 
as the regulatory environment.

 � Sun care is highly regulated and requires know-how in 
photochemistry, formulation and monitoring of competitor 
activity. 

 � Hair care is characterized by functional ingredients and strong 
competition by a hand-full of major players, requiring know-how 
in formulation and creating differentiating benefits.

 � Within this dynamic and complex environment, the Account 
Manager needs to deliver incremental growth and profitability via 
strong and profitable relationships with customers and effective 
communication and collaboration internally.

Position Information

http://www.ropella.com
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Content
Key areas of accountability/responsibility:

 � Achieve substantial sales and profitability growth both with existing 
and new product portfolio. 

 � Collaborate in the regional implementation of the regional Personal 
Care Strategy as well as customer segmentation and contribute to 
the global sales budget and GPx target.

 � Manage customer development plans

 � Closely collaborate with Regional Technical Marketing and Global 
PC Headquarter to ensure seamless customer support and internal 
information flow of opportunities and actions 

 � Manage effectively customer sales, projects and relationships to 
achieve the desired results within the budgeted costs.

 � Lead negotiation of pricing agreements in accordance with company 
guidelines.

 � Deliver convincing product and concept presentations to customers.

 � Manage and resolve customer complaints and ensure prompt 
resolution in line with the agreed service levels.

 � Liaise closely with Regional Commercial Manager and Regional Sales 
Manager to define pricing and forecast sales accurately. 

 � Develop opportunity mapping at customers and take actions to 
increase profitability and/or share.

 � Collaborate with Regional Commercial Management to ensure supply 
and resolve issues. 

 � Support Global Key Account Managers to achieve global sales with 
top customers if appropriate.

 � Closely monitor competition within the region to allow the 
organization to act promptly on shifts.

 � Deliver technical product advise to customers

Authorities:
 � Implement the global BU PC strategy for his/her customers.

 � Take business decisions concerning focus of efforts along product 
portfolio, product positioning and customer segmentation for the 
regional markets, along the defined global strategies.

http://www.ropella.com


DSM 

West Coast Account Manager
9

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

 � Decision making commercial within framework.

 � Decide on market share targets, market development projects, 
portfolio within framework of strategy.

 � Signature rights in line with existing COMPANY and/or COMPANY 
policies and rules, i.e. COMPANY Internal Authorization Policy.

Complexity
Internal:

 � Needs to be a self-starter and work within the regional framework.

External:
 � Manages customer success in all aspects and functions. 

 � Needs to understand customer’s diverse business areas. 

 � Needs to orchestrate customer relationships. 

Knowledge/Education Level
 � University degree in business and/or technical.

 � Understanding of customer’s business segment and activities. 

 � Strong written and oral communication skills.

 � Proven track record.

 � Previous customer experience, or target customer or supplier to 
target customer.

 � Understands COMPANY/COMPANY history, capabilities, and 
strategies.

 � Consistent track record of new wins and ability to identify and create 
new business opportunities.

 � Good written and oral communication skills in English.

 � Additional benefits:

• Strong technical background and skills

• Lived and worked in different countries

• Fluent in additional languages to English.

Required Level of Experience
 � Entrepreneurial and works towards COMPANY and customer win-win.

 � Technical understanding of products.

http://www.ropella.com
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 � Influencing skills.

 � Ability to build and maintain effective relationships with customers, 
decision-makers and influencers, understanding and communicating 
customer requirements.

 � Commercially savvy.

 � Competence in developing and delivering compelling presentations.

 � Good project management skills.

 � Strong communication skills.

 � Good IT skills.

 � Multifunctional business planning.

 � Strong business acumen:

• Understanding and influencing the customer

• Advanced negotiation

• Advanced financial concept understanding

• Conceptual selling

 � Good problem solver. Open and can think outside the box. 

 � Willingness to travel and comfortable in working in different 
geographic cultures. 

 � Energetic, passionate, hard working and curious. Embraces change 
and always willing to learn.

http://www.ropella.com
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Skills Survey for: West Coast Account Manager 

Please type your answers in blue. 
 

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. Give an overview of your sales experience within the Personal Care industry. 

      

3. 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? 

      

4. Outline your previous experience major customers, or major suppliers to customers within 
the Personal Care market.  

      

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

      

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

      

7. Outline your experience with identifying and creating new business opportunities that led to 
increased sales and profitability within the Personal Care market. 

      

8. Describe your experience collaborating with Regional Commercial Management as well as 
Regional Sales Management in order to define pricing and forecast sales accurately. 



      

9. Outline your experience developing marketing strategies for the skin care, sun care and hair 
care applications within the Personal Care market. 

      

10. Describe your experience leading the implementation of global launch strategies for product 
and commercial innovations. 

      

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

      

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

      

13. 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)       



 
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 scorecard will help you objectively weigh all the Must Haves and even the preferences in 
such a way that at the end of using the scorecard 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: DSM                                  Hiring Mgr:  
 

 
Position: West Coast Account Manager   

 
Attribute A/B/C Comment 
1. Education 
A = BS in chemistry or related 
B = BS in non-technical/non-business field 
C = No BS degree 

  

   
2. Sales experience within the personal care 
industry  
A = Extensive- a majority of sales career in the 
personal care industry  
B = Medium - Current or significant previous sales 
role in the personal care industry  
C = Low- Diverse background with some 
applicable experience 

  

   
3.  Total number of years in sales involving 
specialty chemicals/semi-commodities.  
A = 3-7 years 
B = 2-3 years/10-15 years 
C = <2 years/more than 15 

  

   
4. Experience with major customers/major 
suppliers to customers 
A = Extensive – able to list many major 
customers/suppliers that they have experience 
with 
B = Average – able to list a few major 
customers/suppliers that they have experience 
with 
C = Little or no experience with major 
customers/suppliers that they have experience 
with 

  

   
5. Territories Covered 
A = Global 
B = West Coast 
C = Other than west coast 

  

   
6. Negotiation Skills   



 
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 scorecard will help you objectively weigh all the Must Haves and even the preferences in 
such a way that at the end of using the scorecard 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. 
 

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.  Business Development and Entrepreneurial 
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. Experience collaborating with regional 
commercial management/sales management to 
define pricing 
A = Extensive – able to list many examples of 
collaboration 
B = Average – able to list a few examples of 
collaboration 
C = Little or no experience with collaboration 

  

   

9.  Experience developing marketing strategies for 
the specified applications 
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 

  

   

10. Experience leading the implementation of 
global launch strategies for product and 
commercial innovations 
A = Extensive- a majority of career spent leading 
the implementation of global launch strategies for 
product and commercial innovations 
B = Medium - Current or significant previous role 
spent leading the implementation of global launch 
strategies for product and commercial innovations 
C = Low- Diverse background with some 
applicable experience 

  

   

11. 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 
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