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Midwest US (Home-Based 
Office Chicago vicinity) 
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DKSH
DKSH is the No. 1 Market Expansion Services Group with focus on Asia. 
They help companies who are looking for a reliable outsourcing partner 
to grow their businesses in new or existing markets.

For this, they offer a comprehensive package of services that includes 
organizing and running the entire value chain for any product: from 
sourcing, research and analysis, marketing, sales, distribution and 
logistics to after-sales services. DKSH provides their partners with sound 
expertise, on-the-ground logistics, and tailor-made services based on a 
comprehensive network of unique size and depth. Business activities are 
organized into four highly specialized Business Units that mirror their 
fields of expertise: Consumer Goods (Fast Moving Consumer Goods, 
Luxury & Lifestyle), Healthcare, Performance Materials and Technology. 

DKSH’s fully integrated, state-of-the-art IT infrastructure is a strategic 
cornerstone of their competitive position. Immediately following the 
merger in 2002 which founded DKSH, they embarked on an ambitious, 
far-ranging program to replace 17 different legacy IT systems with a 
single, unified global platform. Once completed, this system integration 
provided immediate and wide-reaching benefits for DKSH and their 
business partners.

With an integrated IT backbone centrally managed by DKSH Corporate 
Shared Services Center in Malaysia, they standardized their processes and 
significantly improved operational efficiencies. Moreover, this platform 
allowed DKSH to efficiently gather and process comprehensive and 
in-depth market intelligence for both themselves and their business 
partners.

                Company Information

More Information:

www.dksh.com
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Facts & Figures
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Products
DKSH offers a comprehensive portfolio of services, covering the entire 
value chain: from sourcing of products and suppliers to conducting 
market feasibility studies, product development, or licensing assistance; 
increasing market presence and share through sales, product 
management, and brand building; from getting the products to the right 
channels with distribution and logistics services right up to after-sales 
services and support. Each solution is tailor-made according to the needs 
of our business partners. 
 
Major product and service areas include:

 � Consumer Goods

 � Luxury and Lifestyle

 � Healthcare

 � Performance Materials

 � Technology

Product & Service 
Offering Information
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Vision
DKSH drives a clear strategy for growth to continuously increase their 
market share and enable sustainable profit growth as they help business 
partners expand their businesses.

They accomplish this by sticking to what they do best – in other words, 
DKSH does more of the same … and they do it more efficiently,  achieving 
this by:

 � Focusing on existing businesses... 
Focus on growing existing markets and Business Units organically 
through business development and multiplying success stories, as 
well as strategic bolt-on acquisitions.

 � Strengthening service offering... 
Continually enhance service and solution competence and 
selectively expand the service offering of their Business Units to 
provide partners with high-quality, comprehensive, tailor-made, and 
integrated services.

 � Increasing operational efficiency... 
Strengthen dominant market position continuously to leverage 
economies of scale, realize operational synergies, and improve 
operational excellence.

Through diligently implementing this vision and strategy for growth, 
DKSH is able to offer their clients and customers comprehensive, tailor-
made services, access to a global network of experts with deep local 
market knowledge and relationships, as well as a state-of-the-art IT and 
capillary distribution infrastructure.

                Corporate Culture
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Technical Sales Manager
Summary:
Increase sales of specialty/semi-commodities and raw materials 
(distribution experience prefered) through establishing, leveraging, and 
expanding long-lasting relationships with R&D and purchasing people in 
the Coatings, Adhesives, Sealants, and Elastomers industries.

Key Responsibilities:
 � Sales of specialty ingredients and semi-commodities

 � Frequent visits to R&D, as well as Purchasing departments

 � Timely reporting to team and into salesforce.com

 � Take care of appointed Key Accounts and establish Key Account 
Management Concept

 � Participate in tender, successful sales and follow-through

 � Persistent follow-up; self-starter and “Can do”-attitude

 � Thorough follow-up on sampling

 � Time-to-time: summarise sampling and sales activities for specific 
suppliers

 � Thorough knowledge of DKSH product line

 � Provide all aspects of technical support to new and existing 
customers, supported by DKSH Innovation Center in New Jersey or 
suppliers

 � Participate in industry trade shows

Requirements/Qualifications
 � University degree in chemistry, biology or business

 � Minimum 7 years work experience in the specialty chemical or 
chemical distribution industry as a sales person

 � Result driven, customer focussed, hands on, strong business sense, 
can-do attitude

 � Excellent social skills, good network in regional customer industries

Position Information
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 � Sales experience in the following industries:

•	 Paint/Coatings (industrial, powder, architectural, auto) 

•	 Adhesives / Sealants 

•	 Compounding / Masterbatch 

•	 Polymer / resins producers 

•	 Graphic Arts, Ink and UV/EB 

•	 Electronics, other special areas 



For more information contact:

Robbie Ropella

President, Executive Search

Ropella  

850-983-4883

Robbie@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



 

 

 

Skill Survey 
Technical Sales Manager Mid West  

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 experience in technical sales of specialty ingredients within CASE 
(coatings,adhesives,sealants and elastomers) industries. 

      

3. What is your total number of years in sales roles involving specialty chemicals and/or semi-
commodities? Which chemical products/lines have you sold the most often and/or had the 
most success selling? 

      

4. Outline major CASE customers with whom you have developed strong relationships which 
have converted to sales. 

      

5. Outline the territories that you cover or have covered while in chemical sales. 

      

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

      

7. Give an example of your experience involving entrepreneurial opportunities where you 
were able to successfully convert business opportunities into sales and profits. 

      

8. Describe your level of competence with Microsoft Office software, PowerPoint, and online 
software such as www.salesforce.com.  



      

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? 

      
 

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)       
 



 
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 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 Comparison-Scorecard                            Grade:_____                    Grader’s Name:________ 

Candidate Name:                                            
 

Client Name: DKSH                                  Hiring Mgr:  
 

 
Position: Technical Sales Manager - Mid West  

 
Attribute A/B/C Comment 
1. Education 
A = Masters or higher in chemistry, biology, or 
business 
B = BS in chemistry, biology, or business 
C = BS in non-technical field 

  

   
2. Experience selling into target markets? 
A = Extensive- a majority of career in technical 
sales of specialty ingredients with CASE 
B = Medium - Current or significant previous role 
included technical sales of specialty ing with 
CASE 
C = Low- Diverse background with some 
applicable experience 

  

   
3.  Total number of years in sales involving 
specialty chemicals/semi-commodities.  
A = 7+ yrs (CASE industries) sales 
B = 5-7 years 
C = <5 years experience 

  

   
4. Experience with major customers 
A = Extensive – able to list many major customers 
that they have experience with 
B = Average – able to list a few major customers 
that they have experience with 
C = Little or no experience with major customers 
that they have experience with 

  

   
5. Territories Covered 
A = Midwest+ 
B = MidWest 
C = Other than Midwest 

  

   
6. Negotiation Skills 
A =Well defined example that demonstrates ability 
to negotiate successfully 
B = General answer showing understanding of the 

  



 
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 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. 
 

negotiation process 
C = No negotiation skills demonstrated 
   
7.  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 business development 
C = No business development skills demonstrated 

  

   
8. Experience with job related 
technologies/software 
A = High – proficient with both Office software and 
salesforce.com 
B = Medium - proficient with either Office software 
or salesforce.com 
C = Low – Not technologically savvy 

  

   
9.  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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