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Severstal North America
The Company
Severstal North America is one of the 
largest steelmakers in the United States 
specializing in the next generation of 
high quality, flat-rolled, carbon steel 
products in a wide range of grades, 
chemistries, gauges and widths, 
including hot rolled, cold rolled, electro-
galvanized, and hot-dip galvanized.

They serve customers in more than 20 markets including the automotive, 
appliance, construction, container, pipe and tubing, distribution, 
converter and service center industries. Other applications for their 
innovative, high-performance steel solutions include ceiling grids, grain 
systems, HVAC equipment, machinery, metal buildings, water heaters and 
others.

Their modernized, fully integrated 
operations and corporate 
headquarters are located 
in Dearborn, Michigan.  In 
addition, a new, state-of-the-art 
electric arc furnace operation in 
Columbus, Mississippi, serves the 
growing demand for steel in the 

southeastern United States. Severstal North America also operates several 
joint ventures for value-added coated products and coke making.

By investing heavily in technology at all their facilities - more than $3 
billion over the last few years - Severstal is reinventing the future of 
steel in North America, accelerating innovation, increasing operational 
excellence and enhancing quality and service capabilities.

                Company Information

More Information:

www.severstal.com/eng

http://www.ropella.com
http://www.severstal.com/eng/
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Along with exceptional product 
quality, they are committed to 
the protection of both human 
and environmental health.  Their 
facilities have earned TS 16949, 
OHSAS 18001 and ISO 14001 
certifications, the international 
standards for quality, health 
and safety, and environmental 
management systems, respectively.

Severstal North America is a wholly-owned subsidiary of Russian-based 
OAO Severstal, one of the world’s leading vertically-integrated steel and 
steel-related mining producers with geographically diversified assets on 
four continents. Severstal is listed on the Russian exchange MICEX-RTS 
and the company’s shares are traded on the London Stock Exchange.

The History
Severstal North America was 
established in 2004 when OAO 
Severstal acquired the assets of the 
former Rouge Industries and its 
operating subsidiary Rouge Steel 
Company, after which it was renamed 
Severstal Dearborn and became the 
company’s headquarters and flagship facility in the United States. 

In 2005, Severstal entered into a joint-venture agreement to develop 
SeverCorr, the newest mini mill in the United States at an industrial site 
outside of Columbus, Mississippi. In 
early 2008, Severstal acquired full 
ownership of SeverCorr and renamed 
the facility Severstal Columbus. The 
purchase of this electric-arc furnace 
shop allowed Severstal to expand 
into the growing market for light, flat, 
rolled steel products especially in the 
southeastern United States.

Recent, far-ranging upgrades and improvements in both Dearborn 
and Columbus have increased production, added employees and 
positioned Severstal North America as a pioneer in advanced steelmaking 
technology for a broad range of traditional and new customers and 
markets.

http://www.ropella.com
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The Culture
In making corporate decisions, Severstal considers the interests of 

stakeholders, customers, community, and 
employees; and when they say that they 
“strive to do the right thing the right way,” 
the concept has no greater application than 
in their approach to their greatest asset — 
their  people.

Severstal respects the dignity, intelligence, and participation of every 
one of their 70,000 employees worldwide, and they aim to create an 
environment in  which all ideas are considered, all contributions are 
valued, and each employee is encouraged to succeed to the fullest extent 
of his or her abilities.

At Severstal, they believe that unity is a foundation for their organization 
— unity of culture, unity of goals, 
and unity of strategy. This leads to 
efficient and cost-effective operations; 
but, just as importantly, it creates 
an atmosphere of understanding, 
cooperation, and shared values in 
which their people can  thrive.

http://www.ropella.com
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Products
Hot Rolled Steel
Severstal’s hot rolled unprocessed band is non-tempered steel that is 
not pickled, oiled, side trimmed or cropped back to thickness. It can be 
ordered to a minimum or nominal thickness and is sold by actual weight. 
Their hot rolled processed sheet is available pickled, oiled, edge-trimmed, 
cropped back to thickness, temper passed, slit and/or cut-to-length. It is 
produced to meet a minimum or nominal thickness specification and is 
sold by actual weight. 

Cold Rolled Steel
They also produce cold rolled coils 
from precisely manufactured hot 
rolled product that is cold reduced to 
a desired thickness on their tandem 
cold  reduction mills.  Severstal’s cold 
rolled products, with excellent gauge, 
flatness and surface performance, can be 
produced to meet customer specifications for finish, surface protection, 
lubrication, weldability and  temper.

Hot-Dipped Galvanized and Galvannealed Steel
Produced from cold rolled or hot rolled substrate that has passed 
through a molten bath  of zinc, Severstal’s hot-dipped galvanized and 

galvannealed sheet products 
are  available in ASTM coating 
weights from G30 – G200 (G235 
with HR substrate) and  A25−A60 
or 20G20G – 100G100G and 
30A30A−60A60A in automotive 
coating weights. Hot dipped 
galvanized and galvannealed 
steel is produced as minimum 

spangle and  provides a sacrificial barrier of resistance to steel oxidation. 
The coated substrate can then be tempered for an extra smooth surface, 
chemically treated, phosphate coated and/or oiled.

Culvert Sheet Steel
Standard galvanized culvert sheet is produced to meet the requirements 
of  AASHTO (American Association of Highway Transportation Officials) 
specification M218 (or ASTM Specification A929). It is produced with 
a specified coating weight of 2.00 ounces per square foot – total both 

Product Information

http://www.ropella.com


Severstal North America 

Regional Sales Manager
6

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

sides (Zn). Standard aluminized culvert sheet 
is produced to meet the requirements of 
AASHTO specification M274M/ASTM A929. It 
is produced with a specified coating weight 
of 1.00 ounce per square foot – total both 
sides (aluminum type 2). SNA also produces a 
Polycoat product with extended durability and 
product life which is  a sheet with the 2 ounce 
galvanized coating and a polymer lamination. 
The  product is produced to AASHTO M 246/
ASTM A742 speciations.

Electrogalvanized Steel
Produced from cold rolled sheet steel that has been electrolytically 
coated with zinc or zinc-iron alloy, electrogalvanized products from 
Severstal North America are  available in coating weights that range 
from 20 to 100 grams/square meter per  side. Coating types include 
one-side coated and two-side coated – all manufactured within various 
weight differentials in accordance with ASTM and automotive coating 
designations.

http://www.ropella.com
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Sachin Shivaram,      
Vice President, Commercial
Mr. Sachin Shivaram has been Vice President 
of Commercial since September 2013.

Shivaram joined Severstal North America 
in December 2012 as General Manager, 
Metallics, Purchasing. Previously, he worked 
at ArcelorMittal as Head of Strategy and 
Marketing for its Long Carbon Americas 
division in Chicago. Shivaram began his career 
as an Associate for McKinsey and Company.

He holds a Bachelor of Arts degree in history and literature from Harvard 
University, a Master of Philosophy in political science from the University 
of  Cambridge and a law degree from Yale University.

Management Information

http://www.ropella.com
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Regional Sales Manager
Purpose
This position is responsible for the sale of the organization’s products 
in a specified region or major geographical area.  Provide ongoing 
support to product distribution channel. 

Position Functions:
 � Develop account strategies, territory planning, and administrative 

responsibilities to ensure a high level of customer satisfaction 
is maintained.  Develop and increases sales revenue to meet 
assigned targets. 

 � Negotiate contracts, close the sale, and develop marketing plans 
for contract accounts. 

 � Assist with the planning and forecasting for territory. 

 � Attend trade shows. 

 � Participate in education and training conferences on selling and 
marketing programs. 

 � Keep informed of new products, services and other general 
information of interest to customers.

 �  Check on competitive activity and develop new methods of 
attaining new accounts. 

 � All other duties as required.

Knowledge, Skills, and Abilities:
 � Three years of field sales experience. 

 � Bachelor’s degree or four years experience in field. 

 � Must be able to clearly communication in English, verbally and in 
writing. 

 � Must demonstrate attention to detail, excellent problem solving 
and negotiation skills. 

 � Must be able to gather and analyze information skillfully.

 � Must possess technical skills and strive to continuously build 
knowledge and skills.

Position Information

http://www.ropella.com
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 � Excellent customer service skills, responding promptly to customer 
needs; soliciting customer feedback to improve service and 
responding to requests for service and assistance.

 � Must be able to successfully negotiate with customer and vendors.

 � Must be able to plan and organize, prioritizing work activities. 

 � Must be dependable - following instructions, responding to 
management direction, keeping commitments.

 � Must take Initiative and be able to make independent decisions with 
little or no supervision. 

 � A high level of computer skills required.

 � Must be able to see and hear clearly with or without aids.

 � Must be able to speak and write clearly in English.

 � Must conduct self in a professional manner at all times with 
personnel, customers and venue staff.

 � Travel required for adequately managing and directing personnel in 
assigned territory.

Location
This position is a home-based opportunity for a professional based in 
the Southwestern US. Located in Mississippi’s “Golden Triangle,” Severstal 
Columbus has unparalleled access to rail, truck, and water routes that 
enable them to deliver product faster and more efficiently throughout 
the growing Southern U.S. manufacturing region and Mexico.

http://www.ropella.com
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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 steel or related sales roles? Which products/lines 
have you sold the most often and/or had the most success selling? 

      

3. Into what industries have you had the most success selling steel or related products?  

      

4. Outline the territories or regions you have covered in steel and related sales. 

      

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

      

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

      

7. 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? 

      

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

      

9. Are you a US Citizen? If no, what is your Visa status and provide the type of Visa that you 
are currently working under and any restrictions/issues our client will have to deal with. 



      

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? 

      
 

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: Severstal                                                Hiring Mgr: Sachin Shivaram 
 

 
Position:  Regional Sales Manager                              HR Rep’s Name: Joe Skubic & Ray Hamer  

 
 
Attribute 

                            
A/B/C 

  
Comment 

1. Education 
A = BS degree 
B = 4 years experience in industry 
C = No BS degree and < 4 years industry experience  

  

   
2.  Total years applicable sales experience 
A = 5+ years  
B = 3 – 5 years 
C = < 3 years of experience 

  

   
3.  Experience selling into target markets. 
A = High - a majority of career in steel/metal 
B = Medium - current or previous role focused on 
Steel or related metal 
C = Low - diverse background with some applicable 

  

   
4. Territories Covered  
A = Southwest 
B = Texas 
C = Other than Southwest 

  

   
5. 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 sales 
C = No business development skills demonstrated 

  

   
6. 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 

  

   



 
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. 

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

  

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

  

   
9.  Citizenship Status 
A = US Citizen or Greencard/Visa approved 
B = VISA getting approved, won’t delay process 
C = some significant visa issues, delays expected 

  

   
10.  Compensation: 80K to 120K  
A = 70K to 110K 
B = 50K to 60K or 110K to 120K 
C = below 50K or over 120K 

  

   
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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