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COMPANY

ANGUS Chemical Company
POSITION

5 Technical Sales 
Representatives - Greater China
LOCATION

Shanghai* 
Guangzhou
Beijing
Chengdu
Taiwan
*Corporate Office

ROPELLA
G R O W I N G  G R E A T  C O M P A N I E S

TM

8100 Opportunity Drive, Milton, Florida 32583
850-983-4777 | www.ropella.com

ANGUS Chemical Company

For more information contact:

Patrick Ropella

Chairman & CEO

Ropella 

850.983.4997

ropella@ropella.com
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ANGUS Chemical
ANGUS is the world’s only company 
dedicated to nitroalkanes and their 
derivatives. For more than 70 years, 
ANGUS has been helping customers with 
their unique and proprietary chemistry. 
Because their chemistries are so versatile, 
they are able to tailor their products to 
solve the challenges of formulators in a 
wide variety of industries - from paints and coatings to metalworking 
fluids, personal care products, life science applications and more.

Solving challenges related to reducing the environmental footprint of 
chemical manufacturing and production, ANGUS’ consistent leadership in 
these efforts has earned recognition by the American Chemistry Council 
(ACC) as a Responsible Care® Member.

Over the years, customers have come to know ANGUS as the only fine 
and specialty chemicals supplier that can uncover the precise solutions 
for their formulation challenges. They offer almost limitless ways to help 
the best perform better—all while doing so responsibly and sustainably.

Their additives deliver performance-enhancing attributes that can 
greatly improve even the best processes and products. Also, most of the 
ANGUS products comply with REACH and market-specific regulatory 
requirements around the globe.

The many functionalities ANGUS additives improve include:

 � Neutralization

 � Alkaline pH development

 � pH buffering

 � Dispersancy

 � Moisture and chemical scavenging

 � Wetting and moisture displacement

 � Emulsification (oil/water; water/oil)

 � Corrosion inhibition

 � Microbiological resistance

Company Information

More Information:
www.angus.com

ANGUS is dedicated to what 
matters

https://www.angus.com/
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Markets
Industrial Specialties

Paints & Coatings
ANGUS provides a wide variety of 
specialty chemicals that serve as 
excellent dispersants for clay, titanium 
dioxide and calcium carbonate 
pigment. These chemicals improve 
neutralization, rheology, pH stability, 
odor control and color acceptance, 
in addition to several other benefits 
throughout a paint’s lifecycle.

Metalworking Fluids
The ANGUS specialty additives 
portfolio consists of the CORRGUARD 
family for water-miscible fluids that 
help improve performance and 
extend fluid life, as well as ALKATERGE 
surface active agents, AEPD-85 odor 
scavenger and DMAMP-80 vapor-
phase corrosion inhibitor.

Synthetic Rubber
For multi-purpose free-radical 
scavenger and shortstop, CHAINGUARD 
I-15 delivers. CHAINGUARD I-15 meets
performance characteristics at the
permissible level of nitrosamines in
finished rubber.

Gas Treatment
ANGUS has expanded into the Gas 
Treatment market and provides 
multiple solutions to meet industry 
needs, while maintaining their high 
performance standards. 

Product Information

Enhancing performance 
throughout a paint’s lifecycle

Preserving the life of fluids

Benefiting the manufacturing 
process

Gas Treatment Solutions
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Water Treatment

Water treatment chemicals from AN-
GUS are useful in preventing corrosion 
in low- and medium-pressure steam 
generation systems. In addition to liq-
uid space, their additives help prevent 
corrosion in vapor spaces.

Home & Personal Care

Personal Care
ANGUS’ multifunctional additives 
enable customers to make products 
compliant with regulations, limiting 
secondary amines and nitrosamines. 
They offer a full line of specialty 
neutralizers and pH buffers for 
personal care and cosmetics 
formulations.

Life Sciences
 � Pharmaceutical Intermediates

 � Biotechnology

 � Agricultural Intermediates

ANGUS Life Sciences provides 
high-quality buffers, biochemicals, 
biomolecules and intermediates 
through cGMP-compliant 
manufacturing facilities and traceable 
supply chains.

Electronic Chemicals

ANGUS provides a high-quality 
product portfolio that meets the 
needs of their clients in various 
industries.  

Globally registered buffers and 
biochemicals

Proven safe and effective

Preventing corrosion in steam 
systems

Electronic Chemical Solutions
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Customer Application Centers
ANGUS’ Customer Application Centers provide clients a link to world-
class technical service and regulatory expertise—all customized for each 
customer and region.

Whatever is needed, whether product recommendations, formulation 
advice, testing services or information on local regulations, their experts 
can explain how ANGUS additives can help products and processes 
perform better.

With state-of-the-art laboratories and advanced application knowledge, 
ANGUS is ready to address even the most difficult challenges.  They 
have the ability to formulate and test a variety of products, including 
paints and coatings, metalworking fluids and personal care products. 
They also have state-of-the-art laboratories around the world to help 
customers formulate longer-lasting products using ANGUS technology in 
combination with registered biocides.
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Corporate Culture
As the world’s only company dedicated to nitroalkanes and their 
derivatives, ANGUS offers opportunities not found anywhere else. ANGUS 
collaborates across the company to deliver accelerated growth, and 
to achieve best in class performance in all functions, geographies and 
activities. Their company core values define the ANGUS environment, 
organization, and how they accomplish their objectives. 

ANGUS Core Values: 

 � Safer, reliable, sustainable and better every day

 � Everything ethically and with integrity

 � Relentlessly pursue profitable growth

 � Passionately innovate to the delight of our customers

 � We do what we say we are going to do

 � We win together, and it’s fun

 � We invest to attract, develop and retain the very best

 � We encourage candid, challenging, and open dialogue, it makes us
better 

 � By working together, and collaborating, we get to best faster

 � We have a strong sense of team, the ANGUS team, a strong sense of
belonging 

 � What we do at ANGUS makes a positive difference in the world, we
have purpose 

 � Everyone shares in the rewards and recognition that come with
success

Corporate Culture
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Mark A. Henning, President & CEO
Mark A. Henning leads the strategic growth of ANGUS Chemical 
Company, a global specialty and fine chemical company. Henning has 
held the position of President and CEO of ANGUS Chemical Company 
from 2001 to 2009, and again from 2014 to present.

Previously, Henning worked for the Dow Chemical Company for over 31 
years. Most recently, Henning led the divestiture of ANGUS, from wholly 
owned subsidiary of Dow, to Golden Gate Capital, in a deal that closed 
February 2, 2015.

He began his career at Dow as an engineer and project manager, 
followed by roles in manufacturing, supply chain, SAP implementation 
and global business leadership across a broad portfolio of products and 
technologies. During his recent leadership of Dow Microbial Control, 
he helped the business achieve record levels of profitable growth and 
set new standards for environmental engagement, launching the first 
definition of sustainability for the microbial control sector.

Additionally, Henning has chaired the Board of Directors for both 
ChemiHaas and Viance from 2009-2014. He also founded and chaired 
the Cefic (the European Chemical Industry Council) Sector Group: 
Microbial Control Executive Council from 2011-2014, and serves as a 
Dean’s Advisory Board member for the University of Wisconsin College of 
Engineering, and is a member of the University of Wisconsin Electrical & 
Computer Engineering visiting advisory board.

He graduated from the University of Wisconsin-Madison with a bachelor’s 
degree in electrical and computer engineering, and completed graduate 
programs at Indiana University Bloomington Kelley School of Business, 
Oxford University Said Business School and University of California 
Berkeley Center for Executive Education.

Hiring Team
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J. Bryan Kitchen, Vice President, Business
Operations
Bryan Kitchen is responsible for building and equipping a global 
organization with the right strategy, objectives, people, processes, 
tools and capabilities to operate with speed, excellence and minimum 
bureaucracy.

Kitchen’s engagement with ANGUS began in 2009 when the company 
was a wholly owned subsidiary of Dow. At that time, he served as the 
global business operations director for ANGUS and Dow Microbial 
Control, accountable for all aspects of supply in excess of 1,300 products 
into 75 countries from more than 40 manufacturing facilities across the 
globe.

Kitchen joined Dow’s AgroSciences business unit in 2000 where he 
held a variety of local, regional and global supply chain roles. His broad 
experience drove service, cost and productivity improvements across 
several businesses within Dow. Immediately prior to returning to ANGUS, 
Kitchen served as the global business manager for Dow Microbial 
Control’s Advanced Oxidation Systems business where he led a global 
organization that both enabled double-digit growth and established new 
industry benchmarks for cost, localized service, product launch cycle-
time, sustainability footprint, and the management of a highly complex 
product mix in regulated, semi-regulated and non-regulated markets.

Kitchen holds a Bachelor’s degree in Business Management from 
Anderson University (Indiana) and is a certified Six Sigma Black Belt.
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Liam Doherty, Business Vice President, 
Europe, Middle East, Africa, & India
Liam Doherty leads the Europe, Middle East, Africa and India Customer 
Application Centers, including the regional sales, technical service and 
marketing teams.

A 17-year veteran of ANGUS, Doherty joined the company in 1999 
and has led a career spanning roles in sales and marketing, product 
management and regional commercial leadership with a particular focus 
in the personal care industry. Prior to ANGUS, he served as a process 
research engineer for Dow.

Doherty holds a Bachelor’s degree in Chemical Engineering from the 
University of Bradford in England.

Mike Lewis, Business Vice President, United 
States and Canada
Michael Lewis leads the North American Customer Application Center, 
including the North American sales, technical service and marketing 
teams. He has more than twenty five years of experience in specialty 
and commodity chemical sales, commercial leadership and business 
leadership roles in chemical manufacturing and distribution businesses. 
Prior to joining ANGUS, Lewis served as General Manager at Univar, a 
chemical distribution company, where he led business teams in sales, 
customer service, operations, and commercial functions. His previous 
experience includes commercial and distribution management positions 
at Dow and ANGUS.

Lewis currently serves on the executive committee of the Chemical 
Industry Council of Illinois (CICI), as well as its board of directors.

He holds a Bachelor’s degree in Business Administration and Marketing 
from the University of Massachusetts.
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Technical Sales Representatives - Greater China

Role
The technical sales representatives will be highly motivated self-
starters, responsible for the marketing of ANGUS products. These 
positions will be responsible for establishing and developing new 
accounts, in addition to maintaining and managing the existing 
customer base.

Responsibilities
 � Drive growth

 �  Actively retain and grow business with existing customers

 �  Identify, target, and create selling opportunities with new and
existing customers

 �  Sell specialty products and solutions at the formulating level over
the procurement office.  Establish multi-tiered relationships within 
the customers organization

 � Manage ANGUS resources at the customer interface and
applications labs to achieve growth through the active 
management of a vital selling project pipeline

 � Recommend modifications to the current channel strategy to help
accelerate growth at the local level 

Qualifications
 � Experience in Paints & Coatings Additives highly preferred. Metal

working Fluids, Home and Personal Care, Life Sciences, Gas 
Treatment, and Electronic Chemicals experience a plus

 � 3-10 years of sales experience

 � Hunter mentality

 � Value Proposition experience

 � Excellent interpersonal, negotiation, written, and oral
communication skills

 � Strong work ethic and self-starter, able to effectively manage
multiple priorities and adapt to change

Position Information



If you have open positions in your organization, 
give us a call and put our people and our process 

to work for you.

ROPELLA
G R O W I N G  G R E A T  C O M P A N I E S

TM

8100 Opportunity Drive, Milton, Florida 32583
850-983-4777 | www.ropella.com

For more information contact:

Patrick Ropella

Chairman & CEO

Ropella 

850.983.4997

ropella@ropella.com



Skill Survey 
Technical Sales Representatives - Asia 

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. Outline your sales and/or business development experience in paints and coatings
additives.

4. Share your sales, marketing and/or business development experience in all of the following
markets (which are applicable to you): Metal Working Fluids, Home and Personal Care
Additives, Life Science/Pharmaceutical Intermediates, Gas Treatment, and/or Electronic
Chemicals.

5. 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?



6. Outline the geographical 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?

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

8. 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?

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

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

11. 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 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: ANGUS Chemical Hiring Mgr: Bryan Kitchen 

Position: China Technical Sales Rep 
- Guangzhou HR Contact: 

Salary Range: 
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, Chemical
Engineering or closely related
M = BS in an alternate technical
course of study
L = +1/2 point for MBA



2. Product Line and years' experience
H = 3 - 10 years experience with
strong exposure to Paints and
Coatings industry
M = 3 - 10 years experience with
strong exposure in other markets
relevant to ANGUS
L = less than 3 years' exp., greater
than 10 years' exp., or any amount of
experience but in markets not
currently served by ANGUS chemical

3. Paints and Coatings industry
experience
H = Significant focus of current role
M = Has focused on this industry in
the past
L = Minimal exposure to the paints
and coatings industry

4. Experience in other markets
relevant to ANGUS
H = Has experience in all markets
mentioned in question 4
M = Has experience in at least 2 of the
markets listed in question 4
L = Experience in only one or non of
the markets listed in question #4

5. Sales success
H = Clear example of significant
growth in sales accomplished with
corresponding detail of how that
growth was achieved
M = Broad answer indicating success
in this area
L = Answer does not indicate success
in this area

6. Territorial experience
H = Has experienced success in one
or more of the territories relevant to
ANGUS (see web office)
M = N/A
L = N/A



7. Established customers and network
of contacts
H = Established relationships at a
variety of levels with significant
companies in 3 or more areas of
interest to ANGUS (see question 4)
M = Established relationships at a
variety of levels with significant
companies in 1 of the areas of interest
to ANGUS
L = Established relationships at a
single level (purchasing, R&D..) at
organizations relevant to ANGUS

8. Home Office experience
H = Currently working successfully out
of a home office
M = Has worked successfully out of a
home office in a previous role
L = No experience working from a
home office

9. Travel
H = Road warrior open wide open to
travel
M = Will travel up to 30%
L = Less than 25% travel

10. Non-compete/NDA
H = No applicable non-compete or
limiting NDA
M = Peripheral Non-Compete or NDA
which may limit some activity for a
period of time
L = Significant applicable Non-
Compete or extremely limiting NDA



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 10 grades = 

Avg. Grade: 
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