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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 divided into six market segments: Consumer Care, Industrial 
Applications, Plastics & Coatings, Energy, Resources, and Bio Tech.

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 speciality 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
 � Oil and Mining Services (OMS)

 � Pigments

 � Additives

 � Catalysts

 � Functional Materials

 � Masterbatches

 � Industrial and Consumer Specialties

Company Information

More Information:

www.clariant.com
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Clariant Oil and Mining Services
Clariant Oil Services is a world leader 
in the development, manufacture, 
application, and supply of specialty 
chemicals and services to the oil and gas 
industry. They strive to deliver the highest 
quality technology and service solutions 
to customers. Their commitment to 
ongoing innovation and development for their product and service 
portfolios allows them to meet customer needs, today and tomorrow. 

Clariant’s state-of-the-art Research and Development and applications 
laboratories in the United States, Scotland, Germany, Brazil and Indonesia, 
as well as an environmental testing laboratory in Norway, are supported 
by a dedicated global technical services network. This provides a 
unique position from which to address and resolve customer challenges 
anywhere in the world.

From deepwater exploration to onshore production, from pipeline 
transportation to the refinery, Clariant Oil Services assures innovation and 
value are delivered. They also continually strive to develop and deliver the 
most economical solutions, while their commitment to high standards for 
health, safety, and the environment remain unwavering. 

Clariant Oil Services has a significant and rapidly expanding presence 
in the international oil and gas market. They serve customers across the 
spectrum, from international, national, and independent oil companies, 
together with major contractors and service companies. 

Clariant Oil Services’ world headquarters is located in Houston, Texas. 
They have invested, and continue to invest, in both operational and 
technological supported facilities around the globe. This global reach 
with local presence is designed to provide a rapid response time to meet 
customer needs, coupled with more focused dialogue, expert support, 
and better overall results.

More Information:

www.oms.clariant.com
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Clariant Principles & Mission
Principles
Clariant Oil Services operates both global and business orientated 
documented management systems to manage all aspects of health, 
safety, and environmental affairs. These systems adhere to respected 
worldwide standards such as EN ISO 14001 and OHSAS 18001 and 
comply with Clariant’s Corporate Guidelines, national legislation, and 
local business practices.

Clariant continually improves performance by measuring, monitoring, 
and reviewing their environmental, safety ,and health activities.

Clariant Oil Services employs only trained and competent personnel. 
All roles have their health, safety, and environmental competency 
requirements identified and each employee has a documented training 
plan.

They only use sub-contractors who have suitable and sufficient HSE 
capabilities which comply with their standards. As a minimum, these 
include safe working practices for the tasks they are required to perform 
and that those performing the task have received sufficient training to be 
deemed competent.

The systematic analysis of risk and workplace hazards is a prerequisite for 
Clariant’s business processes. Appropriate measures are taken to manage, 
minimize or eliminate, and communicate the risks. Regular inspections 
and audits support this process. 

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

Corporate Culture 
Information
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Head of Global Sales
Role
This position will drive the company’s achievement of its customer 
acquisition and revenue goals.  This will be achieved through the 
direction and management of all sales and business development 
operations, including market competitiveness, pricing, compensation 
and distribution and channel strategy for the Well Services and 
Additives (WSA) business.  The Head of Global Sales WSA is a 
senior management position and must exemplify the company’s 
philosophies, execute the general strategies and achieve business 
goals by growing sales and ensuring excellent customer service.

Responsibilities
 � Track and evaluate the profitability of new and existing business 

and direct pricing decisions to ensure adequate levels of 
profitability are maintained.

 � Drive the development of national and international sales 
strategies.

 � Manage overall sales process, set appropriate metrics for sales 
management.

 � Maintain key customer relationships and develop and implement 
strategies for expanding the company’s customer base.

 � Work on strategic planning issues designed to increase revenue 
through expansion into new services and markets.

 � Effectively communicate vision, plans, goals and objectives 
to subordinates to ensure effective execution and optimize 
productivity of sales.

 � Oversee the hiring and development of a (global) sales 
organization, appropriate for the company’s maturity/size.

 � Establish compensation, training, and sales incentive programs.

 � Work closely with Head of Marketing to develop, establish, and 
direct channel and distribution strategies and programs.

 � Work closely with Head of Marketing to develop and execute lead 
programs.

 � Work closely with customer service and fulfillment functions to 
ensure customer satisfaction

Position Information
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Requirements
 � Bachelor’s degree in Business or related field is required. 

 � At least 10 years sales experience in comparable industries, with 4 
years in a management position.

 � Demonstrated success in selling value-added chemical products 
within the Well Service marketplace.  

 � Proven track record of achieving profitable sales growth and 
managing a team of experienced sales professionals, with a strong 
emphasis on market growth, customer planning, customer retention 
and building a successful team environment.

 � Ability to plan and manage at both the strategic and operational 
levels. Established contacts and relationships with potential 
customers and channel partners.

 � Outstanding consultative selling abilities and excellent interpersonal 
skills with executive level customers and partners.

 � Ability to work collaboratively with colleagues and staff to create a 
results-driven, team oriented environment.

 � Solid written and communication skills.

 � Financial acumen with strong decision-making skills.

 � Excellent organizational, communication, leadership, motivation and 
planning skills.
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Location Information The Woodlands, TX and Surrounding Area
The Woodlands, TX
There is a sanctuary nestled deep inside the native forest just outside 
Houston, TX. It is a natural refuge, unique in its beauty, diversity, 
convenience, and comfort. It is a place that fosters the best in family life, 
career opportunities, and neighborhood involvement. It began as one of 
America’s first master-planned communities and is now one of the finest. 

An emphasis on preserving the beauty of the natural environment, and 
setting aside large amounts of land for parks, has played a key role in 
shaping the growth of The Woodlands. This is evident in the 160 miles 
of hike and bike trails. The Woodlands also offers some of the best retail 
stores available in the Houston area. Residents find The Woodlands to 
be the perfect place for great shopping whether it is at The Woodlands 
Mall, Market Street, or in the boutique shoppes in Town Center and 
surrounding areas. The Woodlands also has a host of entertainment 
venues throughout town, most notably The Cynthia Woods Mitchell 
Pavilion. In addition to the Pavilion, The Woodlands has a host of small 
entertainment and event venues -- there’s almost always something 
interesting going on in The Woodlands.

Houston, TX
Texas’ largest city, Houston, and its surrounding metropolitan area, offer 
plenty of opportunities  for modern-day activities like shopping, visiting 
art museums, attending theatrical performances, splashing around 
at water parks, and enjoying rides at amusement parks.  The Houston 
Airport System has three facilities; George Bush Intercontinental Airport, 
William P. Hobby Airport, and Ellington Field. Houston’s largest airport, 
George Bush Intercontinental Airport is located approximately 23 miles 
north of downtown Houston, near the Sam Houston Tollway.  Like many 
major cities, Houston is defined by its neighborhoods, like Chinatown, 
Midtown, River Oaks, Rice Village Area, Montrose, The Heights, 
Downtown, and Uptown. Only by exploring Houston’s amazing and 
unique neighborhoods can you truly know this remarkable city.

In its 175-year history, the city founded near the banks of Buffalo Bayou 
has grown from the capitol of the Republic (1837 to 1840) to the fourth-
largest city in the nation, bringing with it a rich history that’s jam-packed 
with interesting facts, must-see sites and experiences to enjoy. Regardless 
of what your interests are, Houston has attractions just right for you. 
From Space Center Houston (home to NASA’s Mission Control) to the 
largest Fine Arts Museum in the Southwest, the options are many. The 
AMC Theater at Katy Mills features the latest movies on 20 screens. More 
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than 20 restaurants, including the Rainforest Cafe and Johnny Rockets, 
are located at Katy Mills. Houston rates first among the nation’s 10 most 
populous cities in total acreage of parkland with 49,643 acres of total park 
space - 22 acres per 1,000 residents!

Houston is a city full of extreme shopping opportunities. While every 
city has its fair share of malls, Houston’s malls are gigantic in size 
and selection. Topping the must-see and shop list is The Galleria, a 
wonderland for shoppers and home to Louis Vuitton, Cartier, Chanel, 
Jimmy Choo, and Ralph Lauren, among others. Joining the upscale 
boutiques are anchor stores Neiman Marcus, Saks Fifth Avenue, 
Nordstrom, and Foley’s, adding up to more than two million square feet 
of shopping thrills. An ice rink made famous by Olympian Tara Lipinski 
and restaurants to suit every taste make it easy to stay and play all day 
long at The Galleria.  If you head west out of Houston you’ll find Katy Mills 
Mall, an expansive outlet mall full of amazing deals and finds, featuring 
hundreds of the best names in retail including Kenneth Cole, Neiman 
Marcus Last Call Clearance Center, Off 5th Saks Fifth Avenue Outlet and 
Bass Pro Shops Outdoor World. Clothing, shoes, accessories, house wares 
and more fill the 1.3 million square feet of shopping splendor.

Professional sports are presented throughout the year. Teams include 
Houston‘s Dynamo soccer which plays at the Robertson Stadium.  The 
Houston Texans, Houston’s professional football team since 2002.  Their 
home, Reliant Stadium, is the NFL’s first indoor/outdoor retractable roof, 
natural grass stadium. With 200 suites and 71,500 seats, Reliant Stadium 
is considered one of the finest stadiums in the country. The Houston 
Astros, truly Houston’s hometown baseball team, can be seen in Minute 
Maid Park. Houston’s basketball teams, the Rockets and the Comets,  and 
its hockey  team, the Aeros, can be found in the Toyota Center, Houston’s 
newest venue in downtown Houston. The 750,000-square-foot arena 
offers 18,300 seats for basketball, 17,800 for hockey, and up to 19,000 for 
concerts.

The Houston Independent School District is the largest public school 
system in Texas and the seventh-largest in the United States. HISD is 
working hard to become Houstonians’ K–12 school system of choice by 
constantly improving instruction and management to be as effective, 
productive, and economical as possible. Houston also has many  private 
and charter school education programs available through out the city 
and surrounding areas. Institutions of higher learning include Baylor 
College of Medicine, Houston Baptist University, Rice University, South 
Texas College of Law, South Texas Junior College, Texas Southern 
University, University of Houston, University of St. Thomas, and University 
of Texas Health Science Center.
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The Woodlands, TX and Surrounding AreaLocation Links

The Woodlands General Links
The Woodlands Township 
www.thewoodlandstownship-tx.
gov

The Woodlands  
www.thewoodlands.com

The Woodlands Texas Guide 
www.thewoodlandstx.com

General Area Links
Houston Airport System 
www.fly2houston.com

My Houston 
www.visithoustontexas.com

Arts & Entertainment
Houston Museum of Natural 
Science 
www.hmns.org

Houston Symphony 
www.houstonsymphony.org

Splashtown 
www.splashtownpark.com

Shopping
Houston Galleria 
www.simon.com/mall/default.
aspx?ID=805

Frommer’s  
www.frommers.com/destinations/
houston/0194010031.html 

Katy Mills 
www.katymills.com 

Sports
Houston Texans 
www.houstontexans.com

Rockets 
www.nba.com/rockets

Education
Houston Public Schools 
www.houstonisd.org

Houston Baptist University 
www.hbu.edu

University of Houston 
www.uh.edu

News
KHOU 
www.khou.com

ABC 13 
www.abclocal.go.com/ktrk/index

Real Estate
Gary Greene Realtors 
www.garygreene.com

John Daugherty Realtors 
www.johndaugherty.com
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Other opportunities with Clariant include:

•	 Head of Key Accounts
•	 Sales Manager, Mining
•	 Enhanced Oil Recovery Manager

For more information contact:

Robbie Ropella

President, Executive Search

Ropella  

850-983-4883

Robbie@ropella.com



 
 
 
 
 
 
 
 
 
 
 
 

Skill Survey for:  
Head of Global Sales (Well Service Additives & Intermediates) 

 

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. Give an overview of your sales experience, which value-added chemical products and 
markets have you had the most experience/success with? 

      

3. Describe your depth of knowledge and years experience in the well service marketplace.  

          

4. Share an example that demonstrates your ability to drive a sales group to significantly 
increase its customer base and/or market penetration. 

      

5. Share an example of a time when you developed a vision for an innovative sales/business 
development strategy; what steps did you take to accomplish the vision and what were the 
bottom-line results? 

      

6. Outline the total number of years in a sales management role and the number of employees 
you have managed in each role and provide a brief description of their level of experience.   

      

7. Describe your experience recruiting, growing & training a high performance team and any 
success you might have achieved. Any specific training programs that you used?  

      

8. Where do you see yourself in 5 years? 

      



9. As a sales professional, what do you consider to be your weakest area and what steps do 
you take to offset this shortcoming? 

      

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

      

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

      

12. 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?  

      
 
Relocation Acknowledge Agreement 
I      , acknowledge the condition to relocate to Woodlands, Texas, for the specific opportunity 
with Clariant, 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 Chemical 412-123-4567, Email: 
bob.smith@abcchem.com. 
Was Director of sales, my direct boss, while I was Sales Manager at ABC Chemical. 
 

We will NOT contact any references until after completing the 

interview process and not without notifying you first. 

 
1)       
 
2)       
 
3)       

 

Click for Spell Check 
*If a message appears at the top for a macro, please allow the macro to run for this spell check function to work* 

*If no pop up box appears... then your spelling is correct* 



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

 
Position:  Head of Global Sales                     HR Rep’s Name: N/A  

 
Attribute A/B/C Comment 
1. Education 
A = BS in Business or related field 
B = BS in non-business related field 
C = No BS Degree 

  

   
2. Sales Experience with value-added chem. 
products 
A = Extensive  
B = Average  
C = Little or no direct experience 

  

   
3.  Depth of knowledge and years of exp. In the 
well service marketplace 
A = 10+ years sales 
B = 7-10 years sales 
C = 5-7 years sales  

  

   
4. 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 

  

   
5. Sales and business development strategy 
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 

  

   
6.  Total number of years in a sales management 
role/number of employees managed 
A = 4+ years management 
B = 2-4 years management  
C = None or very little 

  

   



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

7.  Experience recruiting, growing & training a 
team/successes achieved 
 A = Extensive experience/ successes 
B = Some experience/ successes 
C = Minimal or no experience 

  

   
8. Describe weakest area as a sales professional 
and steps to offset this 
A = clear assessment of weak area(s) - many good 
examples 
B = Average assessment of weak area(s)  – some 
good examples 
C = Little assessment of weak area(s) - few (to no) 
good examples 

  

   
9. Comfortable w/ travel 
A = Yes 
B = Some 
C = Little, or None 
 

  

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

  

   
Grading Point System: 
A’s = 4 
B’s = 3 
C’s = 2 
Bonus Points = 1 
Now add up the numerical value of each grade and 
then divide by the total number of grades 

 Total Points 
 
Divided by __ grades = 
 
Avg. Grade 
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