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Siltech Corporation
About the company
Siltech develops, manufactures, and markets a full line of organo 
functional silicone compounds and related specialties for specific 
customer applications, using their patented as well as traditional 
technology. Their expertise includes silicone polymers and organo 
silicone surfactant chemistry. In these fields Siltech owns more than 30 
patents, most of which relate to silicone compounds. 

Siltech strives to develop new materials that cost less than current 
alternative products or that have unique features that are as yet 
unavailable. Siltech welcomes the opportunity to partner with their 
customers, as they believe this results in the creation of the most 
formulator friendly, cost-effective silicone specialties. 

Siltech is a privately held, Canadian company with annual sales in the $50 
million range and is growing annually at the rate of between 20 & 40%, 
and currently employs 100. The corporate culture of Siltech is friendly and 
co-operative.

Siltech is recognized as very stable, highly profitable, and successfully 
expanding into new markets.  Siltech has many new & innovative 
technologies with new products and applications being discovered all 
the time.  There are also many joint projects occurring with customers.

Company Information

More Information:

www.siltechcorp.com

“Our success is measured by our customers’ success.   When 
they succeed, we succeed.”

-Siltech’s Corporate Motto

http://www.ropella.com
http://siltechcorp.com/
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Milan Vrckovnik,                                                      
Chairman of the Board
A graduate of the University of Toronto in Chemical Engineering, Mr. 
Vrckovnik has spent some 40 years in Chemical technologies and 
manufacturing both in the U.S. and Canada. During the 1960’s he acted as 
Director of R&D for Archer Daniels & Midland (Canada) Ltd and later as plant 
manager for Ashland Chemicals Canada.

In 1970 he joined Alkaril Chemicals, then a small specialty company, 
as President and major shareholder.  Under his guidance the company 
undertook intensive R&D work, successfully developing a wide range of 
products, processes and production techniques in the field of specialty 
surfactants.  During the following 18 years he expanded the company into 
a sizeable organization with R&D and substantial manufacturing facilities 
in both Toronto and Atlanta, marketing some 1,000 highly specialized 
products and employing 170 people, one third of them professionals.  The 
company was sold in 1987 and is now an important part of Rhodia.   

Rick Vrckovnik,                                                      
Chief Executive Officer
A 1986 graduate of the University of Toronto in Chemistry, Rick Vrckovnik 
has worked for several years in R&D at Alkaril Chemicals Ltd., mostly in the 
surfactant synthesis field.  He is the author or co-author of several patents 
issued to Siltech Corp.  He is presently heading the R&D activities at Siltech 
and has been doing so since 1994.

Dag Enhorning, President
Graduating in 1981 from Queens University at Kingston with a Bachelor of 
Commerce (Honours), Dag Enhorning obtained his Chartered Accounting 
(equivalent to CPA) designation in 1986.  As a manager of taxation he 
later specialized in U.S. and Canadian personal taxation and corporate tax 
planning.  From 1988 to 1994, he marketed and sold financial products to 
individual clients.  Dag joined Siltech in 1996 as the marketing manager. 
His management style is described as: Flexible, easygoing, hands off, and 
results orientated.

http://www.ropella.com


Siltech
Senior Silicone Sales Representative 4

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

Position Information Senior Silicone Sales Representative
Job Overview
This position will report directly to the President of Siltech Corporation. 

This person will be responsible for prospecting, selling, and 
developing the market in various industrial applications, including Inks 
& Coatings, Pulp and Paper, Automotive, Construction, metal working, 
mold release and other industrial applications. Will not be responsible 
for Personal Care or Polyurethane Foam markets.  Special challenges 
to address in this position include: New product introductions, new 
applications, and long sales cycles.

Knowledge, Skills, & Experience Needed:
§ A minimum of 5 years experience selling specialty silicones into 

Industrial Applications

§ Chemistry or Chemical Engineering degree

§ Sales Team or business leadership experience helpful but not 
required

§ Ability to work productively with technical teams

§   Good analytical and quantitative skills, leveraged by computer skills

§ Effective oral and written communicator, with strong listening skills 
(needs to be Clear, Concise, and Honest)

Personal Attributes:
§ Consumer, customer, and market focused, aware, and driven

§ High need and proven ability to set and accomplish goals to deliver 
results

§ Visionary and strategic, able to perceive growth opportunities

§ Entrepreneurial, driven to successfully convert business 
opportunities into profit and value

§   Innovative, creative, makes connections, curious and always 
learning

§ Attitude and ability to work in team environment, a team builder 
and effective collaborator

§ Engaging, inspirational, enthusiastic and confident

§ High integrity, sincerity, and standards

http://www.ropella.com
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Skill Survey for: Senior Silicone Sales Representative 

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 in degree confirmation checks and will only be used for that purpose. Your birth 
date will not be supplied to the client.   
 

2. Describe your experience selling specialty silicones into Industrial Applications. 
 

3. Describe the size of your sales volume and what was the average and largest total 
percentage of growth in revenue, over one year? 
 

4. Describe any experience working in a lab applications, technical services, or R&D support 
role. 
 

5. Describe two examples of recent sales and/or technical successes that resulted in the 
attainment of new business as a result of your personal efforts. 
 

6. Describe your experience providing sales team or business leadership. Did you manage 
others directly or in a matrix style environment? 
 

7. Provide an example where you have shown you have good analytical and quantitative skills, 
leveraged by computer skills. 
 

8. As this is a home-based position, are you able to conduct business from your present 
location? 
 

9. If asked one of the following questions during an interview, how would you answer? 
 
Why are you considering this opportunity?  (and/or)  
 
What’s motivated you to consider a job change at this time? 
 



10. If we were to speak to your current boss when doing references, how do you believe 
he/she would describe your performance and your strengths and weaknesses? 
 
  

References  

Please provide three to six references. The first priority is customers, past bosses, then 
employees, then peers. 
 

Example: Bob Smith, currently – Sales Director at ABC Chemical 412-123-4567, Email: 
bob.smith@abcchem.com. 
Was Sales Manager, my direct boss, while I was Account 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) 

 



 
Our 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 Scorecard                     Grade:_____                    Grader’s Name:________ 

Candidate Name:                                                                                                   
 

Client Name:  Siltech, Inc.                                   Hiring Mgr: Dag Enhorning 
 

 
Position:  WC Sr. Silicone Sales Rep.                    HR Mgr: N/A  

 
Attribute A/B/C Comment 
1. Education 
A = BS in Chem or Chem E 
B = Just BS in a similar field 
C = BS in something other than above 

  

   
2.  Exp. selling specialty silicones into Industrial 
Applications 
A = Yes, 7-10 yrs 
B = Somewhat, 5-7 yrs 
C = None or very little, less than 5 years  

  

   
3. Exp. building a sales territory and growing the 
volume.  
A = Yes 
B = Somewhat 
C = No 

  

   
4. Exp. working in a lab applications/tech svc/R&D 
Support role. 
A = Yes 
B = Somewhat 
C = No 

  

   
5.  Examples of recent sales and/or technical 
successes that resulted in attainment of new 
business. Did they provide good examples with 
lots of detail? 
A = Yes and Yes very detailed 
B = Somewhat and very generic 
C = None or very little information 

  

   
6. Exp. providing sales team or business 
leadership. Did they ever manage other directly or 
in a matrix? 
A = Yes 
B = Somewhat 
C = No or very little 

  



 
Our 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. 
 

   
7. Examples of good analytical and quantitative 
skills, leveraged by computer skills. Did they 
provide good examples with lots of detail? 
A = Yes and Yes very detailed 
B = Somewhat and very generic 
C = None or very little information 

  

   
8.  Able to work from a home office 
A = Yes  
B = Somewhat 
C = No 

  

   
9.Compensation: 100K to 130K with commissions 
A = 100K to 120K 
B = 80K to 100K or 130K to 140K 
C = below 80K or over 140K 

  

   
10.Job Changes/Stability 
Total Number of Job changes: 
Total number of yrs working: 
Average number of yrs at each job: 
A=Avg. yrs = 5-10 
B=Avg. yrs = 3-5 
C=Avg. yrs >3  

  

   
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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