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Company Information

More Information:

www.dow.com

Dow Chemical
The Company
Dow (NYSE: DOW) combines the power of 
science and technology to passionately 
innovate what is essential to human 
progress. The company connects chemistry 
and innovation with the principles of 
sustainability to help address many of the 
world’s most challenging problems, such as 
the need for clean water, renewable energy generation, and conservation, 
and increasing agricultural productivity. Dow’s diversified industry-
leading portfolio of specialty chemical, advanced materials, agrosciences 
and plastics businesses delivers a broad range of technology-based 
products and solutions to customers in approximately 160 countries and 
in high growth sectors such as electronics, water, energy, coatings and 
agriculture. In 2012, Dow had annual sales of approximately $57 billion 
and employed approximately 54,000 people worldwide. The company’s 
more than 5,000 products are manufactured at 188 sites in 36 countries 
across the globe. 

The People
Dow people around the world develop 
solutions for society based on Dow’s inherent 
strength in science and technology. For 
over two decades — Dow’s people have 
embraced and advocated Responsible Care® 
— a voluntary industry-wide commitment to 
safely handle their chemicals from inception 
in the laboratory to ultimate disposal. This worldwide commitment helps 
consumers lead better lives, customers succeed, stockholders prosper, 
employees achieve and communities thrive.

The Culture
Dow believes that connecting chemistry and innovation can generate 
new ways to solve challenges and exceed customer expectations. They 
believe that taking the extra step to be socially responsible does not hold 
them back, but instead sets them apart. They believe in the worth of 
their people, in the value of each individual employee and their differing 
experiences, backgrounds, and perspectives. They believe in the power 
of difference. Every day, they strive to build a culture that embraces 
innovation, responsibility and diversity.

http://www.ropella.com
www.dow.com
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Dow Coating Materials  
Architectural Coatings- The right binder or additive in architectural coat-
ings can put your paint in a whole new category. Dow Coating Materials 
is the world’s leading supplier of architectural binders and additives and 
is helping formulators advance paint performance with new innovations 
that stand out in the marketplace. Whether it’s better hiding, enhanced 
durability and stain resistance, a low-VOC option, or a reduced environ-
mental impact, Dow brings its many years of experience and expertise to 
help customers attain the desired performance for their applications. 

Industrial Coatings- On sea and on land, industrial coatings need to 
withstand some of the harshest environments and climates. With the 
largest portfolio of technologies and services for formulators of indus-
trial coatings, Dow Coating Materials offers a broad product range for 
coating materials, as well as tailored formulations and solutions. Their 
industrial offering provides excellent adhesion to substrates and superior 
resistance, along with waterborne solutions for reduced environmental 
impact.

Putting Coatings in a Whole New Category

Tough Performers for Tough Environments

Division  Information

http://www.ropella.com
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Additives for High-Performance Paint
Enhanced appearance, ease of application, low VOC - Dow’s extensive 
additives portfolio allows customers to get the properties they desire 
for a premium can of paint. From rheology modifiers and thickeners 
that control the flow and leveling of paint to dispersants that bring 
compatibility and stability, their technologies offer a full range of options 
for maximizing paint performance while keeping an eye on costs. 
Experts from Dow Coating Materials use high throughput capabilities to 
screen large numbers of materials quickly across a broad array of paint 
formulations. This allows them to better help customers find the right 
solution for their specific formulation.

Coatings for Paper and Paperboard
Dow has been putting innovations on 
paper and paperboard for more than 
50 years with a robust portfolio of 
ingredients for clear and pigmented 
coatings. Their legacy spans many firsts 
for the paper industry, including the 
development of ROPAQUE™ Opaque 
Polymers for opacity and gloss, 
RHOPLEX™ Acrylic Binders for strength 
and functionality, and new TiOVA™ 
Technology for higher hiding efficiency.

Leather Coatings
From the first man-made bate to high-performance acrylic binders, Dow 
has been leading the way in leather solutions for more than 100 years. 
Their innovations enhance process efficiency and offer a signature com-
bination of softness, toughness and durability. From furniture to footwear 
and apparel to automotive, Dow’s chemistries enhance, protect and 
improve the texture and look of leather.

The Magic of Blending Art and Science

Paper Coatings

http://www.ropella.com
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FASTRACK™ Technology
Patented FASTRACK™ Quick-Set 
Technology accelerates the dry 
time of waterborne traffic paint, 
offering faster drying and faster 
return to service even under 
adverse conditions, such as low 
temperature, high humidity and low 
air movement. The technology was developed by Dow Coating Materials 
to facilitate the conversion from solventborne to waterborne traffic 
paint. It has helped road authorities around the world improve worker 
safety and dramatically reduce VOC emissions. Today, FASTRACK™ is the 
preferred technology found at the intersection of traffic safety and more 
sustainable road striping.

How FASTRACK™ Technology works
FASTRACK™ Waterborne Binders 
combine a durable acrylic backbone 
with a patented quick-dry mechanism 
that resists wheel tracking and water 
washouts, protecting the integrity of 
the road stripe and the distribution 
of glass beads that are critical to 
nighttime retro-reflectivity.

Dry Speed
Road marking performance relies on how quickly the paint film dries 
in the seconds and minutes following application. Several lab testing 
methods have been developed to evaluate dry to no pickup time.

Early Rain Resistance
Waterborne traffic paints must reach a surface dry and “dry-through” 
stage before they begin to withstand a rain shower. Evaluating early 
washout resistance in the lab can help to ensure long-lasting service on 
the road.

Visibility
FASTRACK™ Quick-Dry Technology retains glass beads and 

retroreflectance longer than 
solventborne traffic markings, a 
feature validated by monitoring with 
a retroreflectometer that measures 
the low-angle reflectance of light off 
the beaded marking.

FASTRACK™ Quick-Dry Technology 

FASTRACK™  resists wheel tracking 
and water washouts

Low Angle Reflectance lasts longer

http://www.ropella.com


Dow
Traffic Coatings Sales and Marketing Manager

6

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

Click to learn more about Dow’s 
FASTRACK™

Durability
In road tests using transverse 
test lines to accelerate wear, 
waterborne markings based 
on FASTRACK™ Quick-Dry 
Technology have shown excellent 
durability over both asphalt 
and concrete road surfaces 
in a variety of climates. Even 

greater durability and longer life 
can be achieved with high-build 

applications based on FASTRACK™ HD-21A Polymer.

Road test proven durability

http://www.ropella.com
https://www.youtube.com/watch?v=G-2_MyhI5F8
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Sylvia Insogna,       
North America Marketing Director for Dow 
Coating Materials
Sylvia Insogna is the North America Marketing Director for Dow Coating 
Materials, a division of the Dow Chemical Company.  Sylvia received 
her bachelor’s degree in chemical engineering from the University of 
Pennsylvania and her MBA from the Wharton School.  Sylvia began her 
career at Dow Chemical in Corporate Strategy and M&A before moving 
into Marketing.  She has been in the Coatings industry for the past four 
years.  She is based in Philadelphia, Pa.

Hiring Manager

http://www.ropella.com
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Traffic Coatings Sales and Marketing 
Manager
Summary
The Dow Chemical Company is currently looking for a Traffic Coatings 
Sales and Marketing Strategist. Applicant must have prior experience in 
this space including working with government agencies to inform and 
influence decision-making.

Key Responsibilities

� Establish, solidify, own and manage the relationships at Road
Authorities and related Engineering firms.

� Have a strong understanding of State Material Specifications – WB
Paint, adjacent technologies, related materials (ie, glass beads).

� Assist the commercial and technical services team to achieve
results, understanding relationship positioning within the Road
Authority for strategic plan implementation (ie, new product
launches, competitive threats, etc.)

� Support the Commercial sales team via providing relevant
customer information of new business opportunities, existing
business threats, etc.

� Become a representative for Dow at relevant trade and industry
associations – work to position Dow technology in the market
segment.

� Assist the team to achieve growth and sales plans.

� Work to position Dow as the respected technical leader in the
Industry and problem-solver.

Qualifications
� 10 years’ experience working with government agencies (especially

the DOT) developing relationships, informing and influencing
strategy when it comes to material purchases.

� A thorough understanding of the bid and letting procedures
prevalent in municipalities and government agencies.

Position Information

http://www.ropella.com
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� A strong marketing and/or sales background able to establish,
solidify, own and manage relationships at road authorities and
engineering firms.

� A strong understanding of State Material Specifications.

� Experience in the paints and coatings industry.

� The ability to assist the commercial and technical services team to
achieve results and understand the relationship positioning within
the road authority for strategic plan implementation.

� The presence to represent Dow at relevant industry trade shows and
conferences to position Dow as the technical leader in the industry.

� A bachelor’s degree in a related technical field.

� The ability to work from a home office and travel 40-50% nationally.

Dow Offers 
� Competitive salaries and comprehensive benefits

� An annual variable pay program that rewards team and individual
performance while sharing success across the company

� Employee stock ownership - and the commitment to long-term
success that it brings

� On-going learning opportunities within a diverse, inclusive and
rewarding work environment

� Career experiences that can span different Dow businesses and
functions with opportunities for personal and professional growth

� The chance to work within a global company and interact with
colleagues from around the world

� Opportunities that spark your imagination and ignite your passion to
help others

� Dow is an Equal Employment Opportunity Employer

http://www.ropella.com


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: 

Robbie Ropella

President - Executive Search 

Ropella  

850-983-4883

Robbie@ropella.com

http://www.ropella.com


Skill Survey 
Traffic Coatings Sales and Marketing Manager 

Name: Date: 

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

2. Provide an overview of your expertise, including years' experience, within the paints and
coatings market. Highlight all experience with high specification coatings.

3. Describe your experience selling into the traffic paint marketplaces, specifically highlight
your experience with Road Authorities, Departments of Transportation, and related
Engineering Firms.

4. Outline your level of understanding and expertise with State Material Specifications
including; waterborne paint, adjacent technologies, and related materials (ie, glass beads).

5. Provide a detailed overview of your experience with the Bid and Letting procedures
required by government agencies.

6. Describe your greatest success to date in new business development or sales growth and
expansion. What do you feel was the key factor in that success?



7. Share a relevant example that demonstrates your ability to build strong relationships with
your customers, sell value of a premium priced product and negotiate effectively. What
were some of the roadblocks you faced and how did you overcome them? What was the
final outcome?

8. 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?

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 Dow? 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: Dow   Hiring Mgr: Sylvia Insogna 

Position: Traffic Coatings Sales and 
Marketing Manager 

  
HR Contact: Barb Mullin 

Salary Range: $120K - $135K 
  

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 = Bachelor's degree in a technical 
field. 
M = Any bachelor's degree. 
L = No degree. 

    

      



2. Paints and coatings industry 
expertise - High Specification Coatings 
H = 5+ years' experience in the 
coatings industry. 
M = 2-4 years' experience in the 
coatings industry. 
L = 2 or fewer years' experience in the 
coatings industry. 

    

      

3. Experience with Road Authorities 
H = 10+ year's experience working 
with government agencies. 
M = 5-9 years' experience working 
with government agencies. 
L = Less than 5 years' experience 
working with government agencies. 

    

      

4. Understanding of State Material 
Specifications 
H = Strong understanding with great 
examples and elaboration. 
M = An okay understanding of State 
Material Specifications and related 
technologies. 
L = Little to no understanding with no 
explanation or examples. 

    

      

5. Familiarity with bid and letting 
procedures of government agencies 
H = 10+ years' experience that is part 
of the day-to-day responsibilities. 
M = 5-9 years' experience with bid and 
letting procedures. 
L = Less than 5 years' experience with 
bid and letting procedures. 

    

      

6. Greatest success in sales and/or 
business development 
H = Well defined answer with great 
examples. 
M = Broad answer that demonstrates 
success. 
L = Generic answer that is 
unsatisfactory. 

    

      



7. Building relationships, negotiating 
and roadblocks 
H = Answers question completely with 
a successful outcome and detailed 
example. 
M = Broad answer with generic results 
that demonstrate success. 
L = Incomplete answer with insufficient 
information on roadblocks and final 
outcome. 

    

      

8. Comfort level with travel 
H = Comfortable with 50%-plus 
overnight travel. 
M = Comfortable with 25 - 50% 
overnight travel. 
L = Comfortable with less than 25% 
travel. 

    

      

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 8 grades =  

Avg. Grade:  
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