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Chemtura
Chemtura Corporation is a global 
specialty chemicals company listed 
on the New York Stock Exchange and 
Euronext Paris (CHMT), with leading 
positions in diversified markets.  They 
build the chemistry that makes other 
products more durable, safer, cleaner 
and more efficient.  Major industries 
served include transportation and energy & electronics.

With global headquarters in Philadelphia, Pennsylvania, USA, Chemtura 
manufactures products in 11 countries and sells products in over 80 
countries.  The company has approximately 2,700 employees in research, 
manufacturing, sales and administrative facilities in every major market 
of the world, with regional headquarters and shared service centers in 
Shanghai, China; Middlebury, Connecticut, USA; and Manchester, United 
Kingdom/Frauenfeld, Switzerland.

Chemtura is committed to global sustainability and engineering chemical 
solutions that meet their customers’ evolving needs. 

Among their businesses, they are:

 �  A global manufacturer and marketer of high-performance additive 
components, building blocks for synthetic lubricant base-stocks.

 �  A world leader in high-performing calcium sulfonate specialty 
greases and phosphate and polyol ester-based fluids.

 �  A global leader in the development and manufacture of hot cast 
elastomers.

 �  One of the three largest developers and manufacturers of bromine 
and bromine-based products.

 �  One of the three largest developers and manufacturers of 
organometallic compounds that have applications in catalysts, 
surface treatment and pharmaceuticals.

The hallmarks of their businesses include differentiation through 
technology, investing in sustainable technologies and applications, 
increased exposure to higher-growth regions, an expanded global 
footprint and infrastructure, greater customer focus and intimacy, and 
stewardship of Chemtura products and their use.

More Information:

www.chemtura.com

Company Information

http://www.ropella.com
http://www.chemtura.com/
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Division Information Great Lakes Solutions
Great Lakes Solutions is the 
flame retardants, brominated 
performance products and 
fumigants business of Chemtura 
– providing materials and 
services for use in electronics, electrical, building and construction, 
fine chemicals, agriculture, power generation, transportation, water 
treatment, oil refining and more. 

Great Lakes Solutions is dedicated to providing bromine and phosphorus 
flame retardants and brominated performance products that are the 
most innovative and reliable and also minimize the impact on our 
environment and human health.  For close to a century, they have helped 
their customers to meet their current and future performance, safety 
and compliance requirements by refining and redefining Great Lakes 
Solutions’ portfolio with new and improved products that maximize 
sustainability needs with a broad portfolio of products and solutions. 

The business is committed to providing strong performance and to 
ensuring  the safety of its employees, customers and their customers, as 
well as meeting industry and environmental sustainability standards and 
goals. The areas of performance, safety and sustainability permeate the 
organization and are closely related to make Great Lakes Solutions the 
business it is today.

More Information:

www.greatlakes.com

http://www.ropella.com
http://www.greatlakes.com/
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Product Information Products
Flame Retardants
For close to a century, Great Lakes Solutions 
has helped their customers by providing a 
broad portfolio of flame retardant products and 
solutions. They offer a variety of new products 
that offer exceptional performance along with 
greener characteristics leading to enhanced 
long-term sustainability.

Great Lakes Solutions, a Chemtura business, is a leading global producer 
of flame retardants, which reduce or eliminate the flammability of a wide 
variety of combustible materials. Their additives help stop fire before it 
starts by resisting ignition and slowing the rate of combustion.

Great Lakes Solutuions’ flame retardants 
are used in a wide variety of applications, 
including flexible and rigid foams, fabrics 
and furniture, auto interiors and under 
the hood, circuit boards and electrical 
connectors, computer cabinetry and 
wiring in building and construction, to 
name a few.

Leading products include the Emerald Innovation™ Series, Firemaster® 
bromine-based flame retardants; Kronitex®, Reofos® phosphorus-
based flame retardants; Fyrebloc® flame retardants; Fireshield® LSFR, 
Ongard®, Oncor®, Pyrobloc®, Smokebloc®, Thermoguard® / Timonox® 
/ Trutint® antimony-based flame retardants / synergists; PetCat® 
antimony-based catalysts.

Bromine & Intermediates
Great Lakes Solutions is one of the world’s 
leading manufacturers of bromine and 
bromine intermediates. With access to the 
world’s two main sources of bromine and 
significant ongoing investment in their 
bromine ISO tank fleet and maintenance 
capacity, Great Lakes Solutions is truly a 
leading global supplier.

Their expertise in bromine and bromine 
based chemicals, both in the lab and in full scale production, is built on a 

http://www.ropella.com


Chemtura

Sales Account Development Manager
5

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

foundation of over 60 years of innovation and continuous improvement. 
Their state of the art, dedicated technology center is staffed by a growing 
team of highly experienced scientists skilled in a wide array of synthetic 
methods and chemical manufacturing processes.

Great Lakes Solutions also operates multi-purpose, flexible pilot facilities 
that enable them to readily scale up new products and processes from 
grams to tonnes before the commitment to full scale production. While 
primarily focused on providing the highest quality and most reliable 
bromine and brominated intermediate products, their technology team 
also provides custom synthesis and process development services to 
customers seeking a development partner.

Fumigants
Farmers have relied on Great Lakes Solutions 
fumigants to improve crop yields through 
pre-plant soil fumigation and to protect 
grain and other stored food sources from 
contamination.

Commodity importers have relied on Great Lakes Solutions fumigants 
to eliminate non-native and exotic pests from imported crops and 
commodities. In addition, by controlling a wide variety of food-destroying 
pests, the company’s fumigants enable developing nations to prosper by 
exporting their grapes, certain fruits, and other high-value agricultural 
products to world markets.

Food processing facilities have relied on Great Lakes Solutions fumigants 
to directly protect our food supply from pest contamination. This means 
that consumers can have confidence in the quality and safety of the 
produce and processed foods they purchase for their families.

The Great Lakes Solutions Fumigants Business offers a full line of 
commodity and soil fumigant products based on methyl bromide and/or 
chloropicrin. Their brands include Meth-O-Gas® and Terr-O-Gas®.

GeoBrom® Mercury Control Solutions
The world requires clean and sustainable 
energy that meets the needs of the present 
without compromising future generations.  
Great Lakes Solutions’ line of GeoBrom® 
brominated derivative products are part of 
the solution; a new technology to efficiently 
remove toxic mercury emissions from coal-fired boilers and power plant 
installations.

http://www.ropella.com
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For the last 10 years, Great Lakes Solutions has focused on a “Greener 
is Better” approach to product development, with attention to 
manufacturing and new product introductions that help protect and 
improve the environment. The GeoBrom® product line is among the latest 
offerings under Great Lakes Solutions’ “Greener is Better” umbrella of 
products, in response to the global need to cut mercury emissions from 
coal-fired power plants and boilers.

Clear Brine Fluids
Great Lakes Solutions’ high quality, 
solids-free Clear Brine Fluids are an 
important part of oil exploration and 
development. They are used in the 
preparation of the well equipment 
for production including insertion 
of liners, screens, packers, and other 

equipment. Bromide fluids are unique in that they are high density fluids 
that are suitable for deepwater production and also for high temperature 
and high pressure oil and gas formations. They allow for well pressure 
control and help to protect the formation so that oil and gas production is 
both efficient and economical. Great Lakes Solutions’ specialty brine fluids 
are available in a wide range of densities to meet the unique pressure 
characteristics of each well and meet the stringent requirements of the 
oil and gas industry. Bromide fluids are also used for deepwater fracturing 
operations in order to provide the necessary pressure in the well to 
successfully fracture the geological formation area that supplies oil and 
gas to the wellbore so that higher volumes flow to the production piping.

http://www.ropella.com
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Corporate Culture Company Culture
Sustainability
Chemtura is committed to sustainable business 
practices that minimize the impact their 
operations and businesses leave on our collective 
health and safety, and that of the environment – 
both now and for future generations. Chemtura 
employees understand the role they play in 
preserving our natural resources, and each 
of their facilities has embraced the challenge 
of operating more efficiently to streamline their footprint and reduce 
wastes. To turn this commitment into reality, Chemtura has implemented 
standards and practices focused on the preservation of water and 
non-renewable resources, as well as the protection of air and other 
environmental media.

Responsible Care®
Chemtura is committed to Responsible Care®, the U.S. chemical industry’s 
voluntary initiative to safeguard the health and safety of employees and 
customers, the environment and communities where they operate, and 
the safety and security of Chemtura operations. Through Responsible 
Care, they pledge to be stewards of their products, from manufacturing 
and handling to the safe transport and use. 

Product Stewardship

Chemtura Corporation is committed 
to making Product Stewardship 
Summaries for its products publicly 
available globally.

Various governments and the chemical industry are working together 
to harmonize regulations and product stewardship efforts to further 
the safe production, use, and disposal of chemical products globally.  
The United Nations’ Strategic Approach to International Chemicals 
Management (SAICM) is driving international progress toward goals for 
the safe management of chemicals.  In large part to meet these goals, 
the International Council of Chemical Associations (ICCA) launched the 
Global Product Strategy (GPS).

The intent of these Product Stewardship Summaries is to give the general 
public a high-level overview of information about Chemtura products 
and chemicals.  They are not intended to and do not provide  complete 

http://www.ropella.com
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information regarding all health and safety information for a chemical 
and they do not replace required regulatory communication documents 
such as the (Material) Safety Data Sheet and product labels, which provide 
further product and chemical information and should also be consulted.

Community Involvement
Chemtura employees throughout 
the world volunteer their time 
to give back to the communities 
in which they live and work. 
Employees volunteer as 
firefighters, scout leaders 
and coaches. They are active 
on their school boards, local 
governance and parent-teacher 
organizations. They participate in 
alumni associations, chambers of 
commerce and local clubs.

Chemtura employees work as 
volunteers to help raise money for various charities and special projects, 
and donate food and other items to local soup kitchens and shelters. 
Many employees are involved in Adopt-A-School programs, science 
fairs and other school-enrichment programs. The company’s Research & 
Development scientists visit local schools, and they open their facilities to 
students and teachers to demonstrate how our lives are improved every 
day by chemistry and to encourage students to consider science as a 
career choice.

In the towns and cities where Chemtura facilities are located, they assist 
organizations that:  

 �  provide and supplement educational opportunities, especially to 
disadvantaged students;

 �  provide social and health services to enable individuals to achieve 
self-sufficiency; and 

 �  provide access to economic opportunity for disadvantaged people.

Chemtura is committed to improving the quality of life in their local 
communities as they endeavor to create a better future.

Chemtura 1st Place Fundraising Team 
for the Ryan Job Navy SEAL Challenge. 

Raising $1,700 for Camp Patriot.

http://www.ropella.com
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Sales Account Development Manager
Role
The candidate will work with key accounts in territory (either central 
or eastern time zone) to meet/exceed revenue, material margins and 
develop sustainable growth plans.

Responsibilities
� Fully understand value proposition of Chemtura relative to

Customer needs.

� Accountable for Territory Net Sales Revenue, Material Margins.

� Serve as first-level Technical Service resource for customers in
territory.

� Develop product/service improvements for new market
opportunities by remaining current on industry trends, market
activities, and competitors.

� Develop and maintain Account Plans for all key customers.

� Maintain pricing records and issue Weekly Highlights and
Iteneraries.

� Coordinates business activities with customers and commercial
and functional levels.

� Provides accurate Volume Forecast per customer on monthly basis
to supply chain.

� Proven understanding of business needs, financials, products and
services.

� Use salesforce.com as CRM.

� Develop strong relationships with current and prospective
customers to develop intimate understanding of critical business
and industry needs.

Qualifications
� Must have 7+ years of increasingly responsible experience in Sales

in the chemical industry.

� Marketing and Technology experiences in Flame Retardants
industry a plus.

� Bachelor’s degree required. Chemistry or Chemical Engineering
preferred.

Position Information

http://www.ropella.com
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 �  Superior collaborative/team work skills.

 �  Superior interpersonal skills with ability to influence at all levels in 
the organization.

 �  High level of integrity and discipline.

 �  Proven ability to gain respect and credibility with both internal and 
external customers.

 �  Deep and broad knowledge of all sales disciplines including 
negotiations.

 �  Strong problem solving skills and ability to think logically.

 �  Proficient computer skills.

 �  Advanced Microsoft Office experience required with a concentration 
in Excel as well as Powerpoint.

 �  Desire to succeed and win at the sales interface.

http://www.ropella.com
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Skill Survey 
Sales Account Development Manager  

Name:        Date:       
 

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

      

2. Describe your expertise, including years' experience in sales and/or business development 
roles involving specialty chemicals? Which chemical products/lines have you sold the most 
often and/or had the most success with? 

      

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

      

4. Outline the territories that you have covered while in specialty chemical sales/business 
development. Which territories have you experienced the most success in and to what do 
you attribute that success?  

      

5. Provide an overview of the major organizations with whom you have had the most sales 
success. At what level and function are the majority of your connections within these 
companies? 

      



6. Share an example that demonstrates your ability to build strong relationships with your 
customers, sell value and negotiate effectively. What were some of the roadblocks you 
faced? What was the final outcome? 

      

7. Describe your experience working in a home-based office role or similar highly 
entrepreneurial, self-directed situation. What tools, strategies and techniques have you 
most routinely employed for personal time management and organization?  

      

8. What is your comfort level with travel? Do you have a maximum % level of travel or # of 
days/week 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 Chemtura? 
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: Chemtura   Hiring Mgr: Chad Kessler 

Position: Sales Account 
Development Manager  

  
HR Contact: Gina Inscoe 

Salary Range: 100K - 130K 
  

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 = BS in Chemistry or Chemical 
Engineering 
M = BS in another technical course of 
study 
L = Non-technical degree 

    

      



2. Expertise in Sales/Business 
Development 
H = More than 7 years sales/Biz. Dev. 
in specialty chemicals 
M = 4 - 7 year sales/Biz. Dev. in 
specialty chemicals 
L = less than 4 years in specialty 
chemical or mainly commodity sales 
(regardless of years' experience) 

    

      

3. Sales/Market expansion experience 
H = Example clearly demonstrates 
successful Sales/Market expansion 
experience with key factors outlined 
M = General answer indicating 
success in this area 
L = Answer does not indicate 
Sales/Market expansion success 

    

      

4. Territory Track record 
H = Has covered large territories, 
including East Coast territories, 
throughout career 
M = Has managed mid-sized 
territories on the East Coast or Large 
territories on the West Coast 
L = Very limited territories covered 
(three or fewer states) for majority of 
career 

    

      

5. Overview of established contacts 
H = Significant contacts in Purchasing, 
R&D and Senior level indicating an 
ability to build strong relationships 
M = A few contacts at significant 
organizations listed indicating some 
success in developing relationships 
with key clients 
L = Limited contacts shown - answer 
does not show success in building key 
relationships 
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6. Ability to sell value 
H = Specific example provided which 
clearly outlines an ability to sell value, 
build relationships and solve problems 
M = General answer indicating some 
success in this area 
L = Answer does not demonstrate an 
ability to sell value 

    

      

7. Home-based office 
H = Answer outlines specific 
techniques, tools and practices 
demonstrating effective self and time 
management 
M = General answer that indicates 
proficiency in this area 
L = Answer does not demonstrate 
effective self and time management 

    

      

8. Travel 
H = Road warrior - open to greater 
than 50% travel 
M = Open to significant travel not 
more than 50% 
L = Less than 25% travel 

    

      

9. Non-Compete/NDA 
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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