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TM

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

COMPANY

Scott Petroleum Company
POSITION

Director of Sales & Business 
Development
LOCATION

Greenwood, MS

Scott Petroleum locations in 
Mississippi, Arkansas, and 

Louisiana

For more information contact:

Robbie Ropella

President, Executive Search

Ropella  

850-983-4883

robbie@ropella.com

http://www.ropella.com
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Scott Petroleum Corporation
Scott Petroleum 
Corporation is a full-
service petroleum 
company. They offer 
a complete line of 
petroleum products 
including LPG, gasoline, 
diesel, bio-diesel, aviation fuel, kerosene, oil and grease. As a full-service 
company, Scott Petroleum compliments its petroleum products by also 
offering attendant fittings, appliances, and equipment. 

Scott’s complete line of products is sold through fourteen bulk plant 
locations that cover North Central Mississippi and the eastern edge 
of Arkansas and Louisiana. Gasoline and diesel fuels are marketed to 
the public through seven convenience stores, two automated fueling 
stations, as well as fueling stations located at twelve of their bulk plant 
locations. 

Scott Petroleum’s goal is to be a full service provider for all of its 
customers’ fuel needs. They strive to provide the highest quality products 
and service at the most competitive price. Scott Petroleum will continue 
their program of growth to provide customers with the most complete 
and convenient source for all of their fuel needs.

Founded in 1935 as Scott Petroleum Gas by Solon Scott Sr., father of the 
present owner, it was first a distributor of liquefied petroleum gas (LPG) 
based in Itta Bena, Mississippi. Solon Scott Jr., the present owner, joined 
the company in 1957.

More Information:

http://www.scottpetroleuminc.com/

Company Information

Scott Petroleum Fuels and Oils

http://www.ropella.com
http://www.scottpetroleuminc.com/
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Products and Services
Fuels and Oils 
Scott Petroleum has a full line of fuels, from on and off road diesels, 
regular, mid-grade, and premium gasoline.

Scottcard 
A Scott Fueling Card helps make fuel management easily customized to 
manage a fleet of two or forty. The Scott Fueling Card can now help you 
manage your fueling expenses.

Appliances 
Shop your local Scott Petroleum showroom for a large array of heating 
equipment featuring heaters, gas logs and fireplaces, as well as a 
wide variety of gas ranges, water heaters, gas grills and other outdoor 
equipment. Should you not find what you are looking for, we can order 
most any product made by the manufacturer’s we feature.

Irrigation Engines 
GM Powertrain takes it’s expertise in designing outstanding Vortec truck 
and SUV engines, and leverages it to make sophisticated yet extremely 
durable industrial engines.

Diesel Exhaust Fluid (DEF) 
Scott Petroleum uses an API-certified, Diesel Exhaust Fluid (DEF) of 
technically pure urea mixed with de-mineralized water that is designed 
to meet the specifications of DIN 70070:2005 and ISO 22241-1:2005 for 
NOx abatement technologies.

Fuels and Oils
Lubricants

At Scott Petroleum, they sell only the finest lubricants on the market 
today. With a full line of Chevron, Scott Petroleum, and SPC products 
their suppliers stand behind all products for quality, and provide the 
latest technology for today’s growing lubricant needs. Their line covers 
everything from machine tools, planes, automobiles, tractors, trucks, 
and trains. If you need something to keep your business going, Scott 
Petroleum has what you need. Not only do they want you to use their 
products, but they use them in their fleet as well.

Division

http://www.ropella.com
http://www.scottpetroleuminc.com/
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Fuels

Scott Petroleum has a full line of fuels, from on 
and off road diesels, regular, mid-grade, and 
premium gasoline. They also carry AV gas and Jet 
A fuels for your aviation needs. The fuel business 
has recently experienced phenomenal changes 
and at Scott Petroleum, they have been exploring 
all of the latest technologies. They are now 
producing Bio diesel at their new state-of-the-art 
bio diesel refinery. With all of the changes in the 
environmental regulations, sulfur, the lubricity 
element in diesel fuel, has been drastically diminished. Where sulfur 
was removed, bio diesel will help lubrication and keep the fuel system 
running clean.

Scott Petroleum Corporation continually strives to provide its customers 
with the highest quality propane at the most affordable prices. In 
addition to offering competitive pricing year round, they also offer several 
opportunities for consumers to save money on their propane purchases 
throughout the year.

Scott Petroleum’s Propane Summer Fill and Propane Pre-Buy & Lock-
In are just two ways consumers can take advantage of money saving 
opportunities! 

Scott Petroleum 
Products

http://www.ropella.com
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Director of Sales & Business Development
The Director of Sales has the primary overall responsibility for driving 
business development efforts and creating effective sales strategy 
across all product offerings. Accountable for the overall direction of 
sales activities and the sales team to ensure high levels of customer 
service, operational effectiveness, employee productivity, and profit-
ability. This position will report to the CEO. Close interaction with 
production, customer service and logistics personnel will be essential 
to ensure fulfillment of customer orders.

Responsibilities
 �  Develop and implement effective strategies for tracking and

promoting sales and market growth. 

 � Coordinate development of selling programs, pricing, and
policies to ensure profitable and effective operations of the sales 
department.

 � Provide effective leadership and training of sales personnel and
retain high quality employees to develop into future managers.

 � Analyze and report key sales and marketing results to
management.

 � Identify new customers and establish relationships.

 � Maintain strong relationships with key accounts; visit existing
accounts in order to generate new business development 
opportunities.

 � Prepare written proposals including pricing, product specifications,
contractual terms and company services.

 � Visit customer sites to understand customer applications for
available products and ensure that customer service expectations 
are achieved.

 � Analysis of fuel markets within sales regions in order to develop
and maintain effective pricing strategies for wholesale, distributor 
and retail customers.

 � Analyze and report on product line sales performance in terms of
volume and profitability.

Position Information

http://www.ropella.com
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Qualifications
 � 7+ years of sales/business development experience in fuels, fuel

additives, lubricants, propane, biofuels or closely related product 
lines.

 � BS/BA University degree or equivalent business related experience.

 � Must have demonstrated strong communication (verbal & written),
negotiation, and leadership skills.

 � Proven success managing field sales teams.

 � Demonstrated track record of sales and market growth.

 � Knowledge of biodiesel RINS and tax credits is a plus.

http://www.ropella.com
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Greenwood, MS

Greenwood, MS
Located at the confluence of three rivers, Greenwood sits at the eastern 
edge of the Mississippi Delta and is home to some 16,000 residents. Once 
known as the Cotton Capital of the World, Greenwood is a progressive 
community with small town charm and a high quality of life. Abound with  
energetic, enthusiastic, and genuine Southern hospitality, this historic 
community is beaming with small town personality and economic 
opportunity. 

With amenities including a world class boutique hotel, critically acclaimed 
restaurants, tree-lined boulevards, and locally owned retail stores, 
Greenwood is the destination of choice for large corporations, small 
businesses, and young families alike. It became home to cast members 
filming the major motion picture, The Help, and tours are offered that 
show residences and other sites used in the movie.

Greenwood was named a 2012 Healthy Hometown by the Blue Cross 
and Blue Shield of Mississippi Foundation for providing citizens with 
opportunities to live an active, healthy lifestyle. Shop at the Downtown 
Greenwood Farmers Market, take a walk at the Yazoo River Trail, or play at 
one of 13 parks throughout the city!

Planning for the future success of Greenwood is of paramount 
importance to local leaders and city officials who have taken recent 
actions to ensure Greenwood’s vitality for years to come.  With a 
beautifully restored downtown and a thriving industrial base,  the 
Greenwood community is known as one of the best towns in the 
southeastern United States to live, work, and visit. The city’s 20-year 
comprehensive plan, adopted in 2010, identifies opportunities that make 
Greenwood a healthier and more sustainable place to call home.

With a balance of both small and large homes, Greenwood is an 
affordable and comfortable place to live an easygoing lifestyle. The city’s 
stock of both old and new commercial buildings provides reasonable 
and attractive options for retail stores, office locations, and corporate 
headquarters alike.

In addition, the City of Greenwood boasts a well-connected network of 
streets, plentiful parks and recreation facilities, and an artful assortment 
of community events held throughout the year. With all that is happening 
in this city, it’s no wonder Greenwood is known as the Gateway to the 
Delta.

Location Information

Downtown Greenwood

Local residence featured in 
major motion picture The Help

Viking Retail Store inside The 
Alluvian Hotel

Greenwood Country Club

http://www.ropella.com
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Greenwood, MS Links
General Area Links
City of Greenwood 
http://greenwoodms.com/

About Greenwood, MS 
http://www.aboutgreenwoodms.
com/

Shopping
Greenwood Shopping 
http://www.thealluvian.com/
ms_shopping.php

Viking Cooking School and Retail 
Store 
http://www.thealluvian.com/
kitchen_center.php

Arts & Entertainment
Greenwood Country 
Club  

http://www.
greenwoodcountryclub.com/

Location Links
Mississippi Blues Trail 
http://www.msbluestrail.org/

Museum of the Mississippi Delta 
http://www.
museumofthemississippidelta.com/
gatlinburg/

Education
Greenwood Public Schools 
http://www.greenwood.k12.ms.us/

Mississippi State University         
http://www.msstate.edu/

Real Estate
Zillow
http://www.zillow.com/greenwood-
ms/

News
Greenwood Commonwealth 
http://www.gwcommonwealth.com/

Sunset over the Yazoo River in Greenwood, MS

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.
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For more information contact:

Robbie Ropella

President, Executive Search

Ropella  

850-983-4883

robbie@ropella.com

http://www.ropella.com


Skill Survey 
Director of Sales and Business Development 

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 sales and business development experience related to fuels,
bio-fuels, lubricants and/or closely related products.

3. What territories have you covered while in fuel and related sales? 

4. Share an example that demonstrates your ability to work directly with customers to identify
value propositions, bring new ideas to the table and drive new business. What were some
of the roadblocks you encountered? What was the final outcome?

5. Provide an overview of the major southern fuels, lubricants and related customers with
whom you have current contacts. At what level and function are the majority of your
connections within these organization?

6. Give an overview of your experience gathering market and competitor intelligence,
completing market share assessments and creating strategies to grow key segments.



7. Describe your greatest success to date in sales or territory growth and expansion. What do
you feel was the key factor in that success?

8. Describe your sales team management skills/experience. Include in your description your
experience with talent/performance management (e.g., goal setting,
compensation/incentive schemes, dealing with low performer, maximizing employee
retention).

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?

12. Have you ever applied, either directly or through a third party, for any role with Scott
Petroleum? If so what was the date of your most recent application (month/year)?

Relocation Acknowledgement Agreement 
As evidenced by my initials below, I       acknowledge the requirement to relocate to the 
Greenwood, Mississippi area for the specific opportunity with the Scott Petroleum and am willing 
to do so if hired. I fully understand that this acknowledgment is a requirement for the interview 
process and states that I have already spoken with any necessary parties (i.e. spouse, 
significant other, children, parents, etc.) who may directly be impacted by my final decision to 
relocate. 

Initials 



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: Scott Petroleum Hiring Mgr: Solon Scott 

Position: Director of Sales and 
Business Development HR Contact: 

Salary Range: 75K - 125K 
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 - Technical Degree
M = BS - Non Technical Degree
L = No degree



2. Sales Overview
H = Well defined answer with
examples
M = Broad answer shows an some
sales and business development
experience
L = Short answer with no detail of
expertise

3. Territories
H = Large territories accounts with
double digit growth
M = Mid-size territories with growth
L = Limited experience managing
small territories

4. Customer interaction
H = Well thought out answer with a
clear outline of process
M = Has worked with customers in the
past or in limited amounts
L = Little to no experience

5. Customer base
H = Well-defined answer with
examples
M = Broad answer shows some
success
L = Short answer with no detail of
experience

6. Gathering Market intelligence
H = Well defined answer with
examples
M = Broad answer shows some
experience
L = Little to no experience

7. Greatest territory growth
H = Well defined answer with
examples
M = Shows some success with limited
examples
L = Little to no experience



8. Management experience
H = Well Defined answer with
examples
M = Broad answer
L = Little to no experience

9. Travel
H = 50% plus road warrior
M = 30-50%
L = less than 30%

10. Non-compete
H = No non-compete
M = Very open non-compete
L = Very strict guide lines non-
compete

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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