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 Lanxess
Lanxess is a leading specialty 
chemicals company with sales of 
EUR 8.0 billion in 2014 and about 
16,300 employees in 29 countries. The 
company is currently represented at 
52 production sites worldwide. 

The core business of Lanxess is the 
development, manufacturing and 
marketing of plastics, rubber, intermediates and specialty chemicals. 
Lanxess is a member of the leading sustainability indices Dow Jones 
Sustainability Index (DJSI World and DJSI Europe) and FTSE4Good. 

The responsibilities for the operational business of Lanxess are borne by 
10 business units. The business unit heads report directly to the Lanxess 
Board of Management. 

This enables quick decisions without hindering bureaucracy. The business 
units are grouped into the three segments Performance Polymers, 
Advanced Intermediates and Performance Chemicals.

Lanxess is driving customer success throughout the world with premium 
products, innovation, and world-class technical expertise.

The company’s success and strengths are derived from their global 
presence, management excellence and deep local knowledge. They are 
unique in their global approach to sustainable growth, resource efficiency 
and green solutions.

The Lanxess corporate philosophy is applied to their products and 
people, and is the driving force of the company. Their objectives and 
goals are anchored in their name, Lanxess, a compound of the French 
word “lancer,” meaning “to set something in motion” and the English 
word “success” – indicating determination and commitment to long-term 
success and renewal.

Lanxess’ wide range of products and services is focused on polymers, 
intermediate products and specialty chemicals. In these central fields 
of industrial chemistry they deploy their specific core competencies of 
chemical expertise, application know-how, flexible asset management 
and close cooperation with customers. They invest all their skills, 
creativity and commitment to generate added value for their customers 
through innovative ideas, processes and products – dynamically focusing 
on their objectives and looking to the future. 

More Information:
www.lanxess.us

Company Information

Click to View 
Lanxess Webmagazine

Active, Innovative, Creative

http://www.ropella.com
http://lanxess.us/
http://webmagazine.lanxess.com/
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Business Units
The responsibilities for the operational business of Lanxess are borne by 
ten business units which are grouped into the three segments Performance 
Polymers, Advanced Intermediates and Performance Chemicals.

Advanced Industrial Intermediates
The Advanced Industrial Intermediates business unit (AII) is one of the 
most important suppliers of high-quality industrial chemicals in the 
world. Aromatic compounds play a prominent role in its wide product 
range. The business unit now holds a strong market position in all the 
important business divisions. Their success is based on a dedicated 
customer focus and strict market orientation as well as the ability to 
pinpoint market trends and identify new business opportunities at an 
early stage.

High Performance Elastomers
The Lanxess business unit High Performance Elastomers is one of the 
leading global suppliers of synthetic rubber for the rubber processing 
industry.

The HPE portfolio consists of a broad 
range of global grades with a diversity 
of properties that offer freedom in 
recipe formulations, product design and 
processing windows. This, in turn, allows 
customers to optimize between product 
performance and cost efficiency. Their 
products come with reliable, high-quality 
and global technical service.

The HPE products are used to produce functional components for 
the automotive, gas/oil exploration and production and mechanical, 
construction and cable engineering industries. They are also used as 
modifiers for plastics and as raw materials for adhesives.

Inorganic Pigments
The Inorganic Pigments business unit is one of the world’s leading 
manufacturers of inorganic pigments, with a broad and innovative 
product range and acknowledged expertise in technical service. 
The business unit has a global presence with production facilities in 
Germany, China, and Brazil as well as with additional mixing and milling 
facilities in Australia, the UK, Spain and the United States. Iron oxide 
and chrome oxide pigments from the Lanxess Inorganic Pigments are 
distinguished by their high quality and simple, standards-compliant and 

KELTAN® elastomers

http://www.ropella.com
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environmentally compatible processing. 

There is a clear emphasis on the color accents that the pigments can 
provide – from yellow to orange; red 
to green; and brown to black. Color 
plays an increasingly important role in 
daily life as a versatile design element. 
Both Bayferrox® and Colortherm® 
pigments from Lanxess are suitable 
for the coloration of a wide variety 
of products. Accounting for roughly 
50 percent of sales, the business unit’s 
most important customer sector is the 
construction materials industry, where the pigments are widely used for 
concrete elements and roofing tiles. 

They also have a decades-long track record for the coloration of paints 
and coatings, plastics and paper, as well as for use as specialty pigments 
for toner and other applications. 

Marketed under the names Bayferrox®, Colortherm® and Bayoxide®, the 
business unit’s iron oxide and chrome oxide pigments have become 
the standard worldwide. They are characterized by their outstanding 
lightfastness, weather stability and chemical resistance. Bayferrox® 
synthetic iron oxides are available as powder, micronized powder, 
granules and compact pigment. These microgranules are particularly 
low-dusting and have a much higher bulk density than a corresponding 
powder, which represents a major advantage for transport and storage.

Leather
Lanxess Leather (LEA) is one of the few suppliers providing the full range 

of chemical products necessary for 
the manufacture of leather: inorganic 
and synthetic tanning agents, 
preservatives and fatliquoring agents, 
dyestuffs and pigments as well as 
the tanning and finishing auxiliaries. 
A cooperation agreement with The 
Dow Chemical Company, formerly 

Rohm and Haas Company, enlarges Lanxess’ product range even further. 
The Leather business unit is one of the leading providers of system 
solutions for the leather industry, from chemicals for all stages of leather 
production to intensive on-site technical support.

Bayferrox iron oxide pigments

Lanxess leather manufacturing 
products

http://www.ropella.com
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Liquid Purification Technologies
The Liquid Purification Technologies business unit (LPT) is one of the 
world’s foremost suppliers of products for treating water and other liquid 
media. LPT holds a leading position in the development and production 
of ion exchange resins and are very active in their new business line for 
reverse osmosis membrane elements. They have production sites at their 
locations in Leverkusen and Bitterfeld, Germany, and in Jhagadia, India.

With Lewatit® ion exchange resins and the new Lewabrane® RO 
membrane elements, they offer customers not one, but two premium 
technologies that are perfectly adapted to one another. While membrane 
technology is very cost-efficient for water with a high salt content, only 
ion exchange resins can purify water with low salt concentrations to the 
point where only trace amounts remain.

The company’s high-performance products are used in numerous 
industries to treat and purify water and other liquid media. The most well-
known and significant field of application is the treatment of industrial 
process water. Energy suppliers use their products in the production of 
boiler feed water and steam to avoid scale and corrosion. This results in a 
significant increase in the efficiency, operational reliability and service life 
of the power plants.

Material Protection Products
Products from the Material Protection Products business unit (MPP) are 
used practically everywhere in the world in a wide array of applications. 
With their broad portfolio of antimicrobial active ingredients and 
preservatives, they deliver customized solutions for nearly every 
industrial sector – particularly the wood protection industry, the 
paint and coatings industry and the construction sector, as well as the 
disinfection and food industries.

MPP provides comprehensive technical service, registration support 
and project-specific research and development. Production facilities in 
Germany, China, India and the United States, as well as several service 
centers, an international distribution network and global customer 
service, mean that material protection is in their safe hands.

Their product portfolio contains reliable biocides and biocidal 

Lewatit® ion exchange resins

http://www.ropella.com
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formulations for numerous applications. MPP is a leading manufacturer 
of active ingredients for wood 
protection products: Their 
fungicides and insecticides are 
essential components of some 
well-known protective coatings for 
wood. Furthermore, they supply 
active ingredients for surface 
disinfection, e.g., in hospitals, public 
places and in animal husbandry.

Another key application for MPP 
products involves the preservation of diverse materials, such as water-
based coatings, plaster, mortar, glues, adhesives and paper and emulsions 
and slurries. They offer a comprehensive range of formulations that 
comply with both technical and regulatory requirements.

Their Velcorin® brand provides a technology for microbial control used in 
many non-alcoholic beverages and wine. 

Material protection products are subject to strict approval processes in 
many countries and regions. The safety of the active ingredients, of the 
products that customers use them in, of their employees, and of the 
environment are all high-priority objectives for MPP.

The company provides toxicity and ecotoxicity-tested and officially 
registered products with all necessary national registrations in many 
countries and regions, e.g., in the EU and the United States. Their 
regulatory experts are actively involved in industry associations and are 
in close contact with registration authorities, thus ensuring a reliable 
regulatory framework for their customers´ registrations.

Rhein Chemie Additives
The Rhein Chemie Additives business unit develops, manufactures and 
distributes additives and services for polymer and specialty chemicals 
processors. 

Rhein Chemie Additives offers more than 4,000 customized agents, 
specialty chemicals and service products for the rubber, lubricant and 
plastics industries as well as water treatment products and pesticide 
manufacturing products. 

Rhein Chemie Additives is divided into four Business Lines

 �  Plastic Additives

 �  Rubber Additives

 �  Lubricant Additives

 �  Colorant Additives

Lanxess biocides for in-can 
preservation

http://www.ropella.com
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Saltigo
Saltigo, a globally active company, is dedicated to custom synthesis 
and manufacturing services for small molecules. They serve globally 
the needs of customers in the Pharma, Agro, and Specialty Chemical 
industries. Their business consists of over 85% Custom Manufacturing 
Services; less than 15 % are multi customer products in niche areas. 
The company provides cost effective services when and where their 
customers need them by applying excellent project management skills.

Saltigo is committed to supporting its customers throughout the entire 
life cycle of their products - according to national and international 
regulations and to the principles of sustainable development.

Saltigo, headquartered in Leverkusen and with production facilities in 
Leverkusen and Dormagen, employs around 1,200 staff worldwide.

Tire & Specialty Rubbers
The business unit Tire & Specialty Rubbers (TSR) is the world’s leading 
supplier of high-quality synthetic rubbers.  With a truly global production 
footprint, TSR has the scale needed to tackle supply driven challenges 
throughout the entire supply chain.  With comprehensive rubber know-
how, research & development and application technology under one 
roof, they offer a broad portfolio of versatile butyl- and polybutadiene 
rubbers that are predominantly used in the production of tires.  While 
the butyl rubber products such as X_Butyl halogenated Butyl Rubber 
(halobutyl) are used for the air-tight layer of the tire, the inner liner, 
solution styrene-butadiene rubber (S-SBR), Buna™ VSL and neodymium-
polybutadiene rubbers (Nd-BR), Buna™ CB are used in treads, side walls 
and other elements of tires. Also in the portfolio: the ‘general purpose 
rubber’ E-SBR (emulsion-styrol butadiene rubber), Buna™ SE.

Butadiene Rubber for HIPS 
application

http://www.ropella.com
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High Performance Materials
The High Performance Materials (HPM) 
business units is one of the leading 
suppliers of high-tech plastics for the 
automotive and electronic industries. The 
name reflects the numerous advantages 
that Lanxess’ product portfolio provides 
to customers. One example is high-
tech plastics that lower the weight of 
automotive parts leading to increased 
fuel efficiency. 

Durethan® and Pocan® are plastic materials on the rise, offering 
outstanding potential for growth and innovation. They also make a strong 
contribution to the HPM business unit. 

Thanks to efficient production facilities 
and intensive product and application 
development, HPM is one of the most 
competitive providers in the field. The 
production of Durethan® and Pocan® is 
further supported by their manufacture 
of strategically relevant intermediate 
products. 

Their facilities in Krefeld-Uerdingen, 
Hamm-Uentrop and Antwerp, among the 

largest of their kind, produce caprolactam, polyamide 6, polybutylene 
terephthalate and glass fibers on world scale assets.

With the 2012 acquisition of Bond-
Laminates GmbH the business unit 
High Performance Materials enlarged 
its product portfolio as a leading 
supplier of lightweight materials for 
large-scale production. Bond-Laminates 
GmbH is based in Brilon, Germany, and 
specializes in developing and producing 
custom-made plastic composite sheets 
that are reinforced with materials such as glass fibers. This composite 
technology is sold under the brand Tepex®. 

The Division

Wakeboard outer layer film 
made of LANXESS Pocan®

Durethan AKV 35 H2.0 - Engine 
oil pan for trucks

Tepex®

http://www.ropella.com
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The innovative Tepex® material system supports customized solutions 
from innovative material and parts design to efficient mass production 
processing and has already been successfully applied in versatile 
applications and markets. Material development constantly expands the 
range of materials and properties to address new application areas with 
tailored solutions.

Due to its versatility and outstanding property profile, Tepex® addresses 
the megatrends of our time: green mobility, individual properties and 
design, enhanced safety and durability as well as sustainable solutions for 
the protection of resources and the environment. Whenever lightweight 
design, stiffness and strength, fatigue resistance, energy absorption and 
functional integration are required, Tepex® is the material of choice. 

By means of in-mold forming 
and compression molding 
these thermoplastic composite 
materials are particularly 
suited for mass production 
of advanced components for 
the automotive industry. The 
sports and electronics industries 
represent the other key customer markets alongside automotive. 
Tepex® lightweight technology can be found, for example, in footwear, 
snowboarding helmets, brake levers in bicycles, loudspeaker diaphragms 
and the housings of electrical products. HPM will expand the automotive 
business and will further develop products for the sports and electronics 
industries.

Minimum Weight - Maximum 
Performance

Tepex® for Sports

http://www.ropella.com
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Corporate Culture Company Culture
Lanxess orients their activities on their values in order to achieve 
their goals. The company is interested in a corporate culture in which 
responsible and morally irreprehensible actions and striving for 
performance do not contradict each other. Because: Values create values!

These values are in place always and everywhere for all Lanxess employees.

Why they do what they do
Energizing Chemistry - Lanxess develops and manufactures chemical 
products and provides services in a safe and sustainable way. They aim to 
be an organization whose success is driven by the personal commitment 
and achievement of each and every employee.

In keeping with this, their goal is to steadily increase corporate value 
and generate high added value for the benefit of their shareholders,  
customers, employees and society as a whole.

Respect
At Lanxess, respect is defined as treating each other with appreciation 
and consideration, and being committed to keeping promises.

Ownership
At Lanxess, ownership is defined as embracing personal accountability for 
the full scope of assigned functions and making them “my responsibility” 
as a business-owner would. 

Trust
At Lanxess, trust is a basis for collaboration. Trust is built on reliability, 
transparency and trustworthiness.

Professionalism
At Lanxess, professionalism is defined as using knowledge and 
professional experiences to help achieve goals and find solutions. 

Integrity
At Lanxess, integrity is defined as an individual’s expression of honesty 
and sincerity.

http://www.ropella.com
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Paul Bedard, 
Director of Sales - NAFTA

Mr.  Bedard has over 20 years of business and sales experience in 
the chemical industry. The majority of his career has been with Ciba 
Specialty Chemicals. During his time at Ciba he had several roles with 
increasing responsibilities, even being promoted to the first ever Global 
Account Manager position within the company as a result of successful 
turnaround effort at the division’s 2nd largest coatings account.

Mr. Bedard took advantage of a few strategic career moves, and 
eventually joined Lanxess as District Sales Manager, moving up quickly 
to Director of Sales - NAFTA.

Mr. Bedard received a Bachelors Degree in Chemistry from Assumption 
College in  Worcester, MA.

Mr. Bedard is known for his effective communication style, clearly 
stating expectations, and providing the necessary support to make 
sure objectives are met.

He will be the legal direct supervisor of the Account Manager/Technical 
Services - Composites. 

Hiring Team

http://www.ropella.com
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Jochen Bauder, 
General Manager of Bond Laminates GmbH

Jochen Bauder has over 20 years of in depth experience in the 
composites industry, including his time with DuPont. In 1997 he was a 
founding shareholder of Bond-Laminates GmbH and acts as managing 
director of the company since the spin-off from DuPont.

During his tenure Mr. Bauder has played a key role in the development 
of the market leading manufacturing technology for thermolpastic 
composite sheets that are sold under the Tepex-brand.

Today he serves as managing director of Bond-Laminates with focus 
on product development and international marketing of Tepex in the 
Sports and Consumer Electronics industry.

After a professional training as laboratory assistant Mr. Bauder 
graduated as chemical engineer with focus on plastics technology in 
1994. He then joined DuPont where he was working in the development 
of thermoplastic composite sheet technology.

Mr. Bauder is known for empowering his employees. He strives to foster 
an environment where people with a passion and drive will love to 
work.

In his spare time Jochen Bauder is an enthusiastic mountain climber 
with a long list of climbs mastered.

He will be the technical and professional supervisor to the Account 
Manager/Technical Services - Composites.

Hiring Team

http://www.ropella.com
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Account Manager/Technical Services - 
Composites
Role
The Account Manager for Thermoplastic Composites in the consumer 
electronic and sports industry has the unique opportunity to drive 
success by empowering customers to succeed by providing high-tech 
products that will sustainably grow and shape chemical markets.

Responsibilities
� Enter into and sell into a new market of highly advanced

thermoplastic composite laminates in futuristic and leading-edge
applications in Americas.

� Develop business opportunities for TEPEX thermoplastic
composite laminates technologies at business and R&D groups of
major companies located in the Americas. Applications range from
highly sophisticated sporting goods/professional athletic footwear
to mobile phones to notebooks, in often brand new applications.

� Lead projects with potential customers for composite laminates in
futuristic and leading-edge applications like consumer electronics
or sports.

Qualifications
� Masters of Engineering preferably in plastics or equivalent.

� At least 3 years of work experience in sales and account
management.

� Knowledge of thermoplastic technologies, markets, and
competitors.

� Knowledge of consumer electronics and sports markets, materials,
and technologies.

�  Track record of successful technical project completion, with main
emphasis on plastics or composites.

� Possess strong communication, project management, and
leadership skills, as well as team spirit.

� Have the availability and willingness to travel to areas of company
business needs and attend/participate in industry functions to
promote/support marketing efforts.

Position Information

http://www.ropella.com
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Skill Survey 
Account Manager/Technical Service - Composites 

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 commercial or project leading/business development 
expertise, including years' experience, related to thermoplastic compounds, composites or 
similar products.  

      

3. Share your technical experience and understanding related to the thermoplastics industry. 
Where did you acquire this technical acumen (e.g. university, spent time in product 
development, on the bench, etc.)? 

      

4. Outline the territories that you cover, or have covered, while in thermoplastics sales or 
business development roles. In which territories have you experienced the greatest 
success? 

      

5. Describe your greatest success to date in new business development or market expansion 
of a thermoplastic product line. What do you feel was the key factor in that success? 

      



6. Outline the major consumer electronics, sporting goods, and automotive companies which 
you have successfully sold into and/or have a strong network of contacts. At what level are 
the majority of your contacts? 

      

7. Share an example that demonstrates your ability to successfully develop business for an 
extremely innovative, new product or product application. What were the steps you took to 
get to the "right" people to introduce your product? What were some of the roadblocks you 
faced through the course of the project and how did you overcome them? What was the 
final outcome? 

      

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? 

      

12. Have you ever applied, either directly or through a third party, for any role with Lanxess? 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: Lanxess   Hiring Mgr: Jochen Bauder  

Position: Account 
Manager/Technical Services - 
Composites 

  
HR Contact: Kuyba L. Washington 

Salary Range: 85K - 105K   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 = Advanced Degree in Plastics 
Engineering, Engineering or very 
closely related 
M = BS in Plastics Engineering, 
Engineering or very closely related 
L = BS not related to plastics or 
engineering 

    

      



2. Commercial/Business Development 
Experience 
H = More than 3 years direct 
commercial/BD experience in 
thermoplastics composites 
M = More than 3 years commercial/BD 
experience in thermoplastics 
compounding or closely related 
plastics technology 
L = Less than 3 years experience or 
experience of any amount in a 
peripheral product line 

    

      
3. Technical Experience 
H = one or more years in a technical 
(product development or engineering) 
role working with thermoplastic 
composites 
M = one or more years in a technical 
(product development or engineering) 
role working with related plastics  
L = Holds a technical degree but little 
or no industrial technical experience 

    

      
4. Territories Covered 
H = Has been successful in a variety 
of territories or in a large regional 
territory 
M = Has been successful in a territory 
covering at least three states 
L = Has only covered very limited 
territories (state or even city) 

    

      
5. Business Development success 
H = Clear example of a related 
successful business development 
project with distinct reasons for 
success 
M = Broad answer that indicates 
success in this area 
L = Answer does not indicate business 
development or market expansion 
success 

    

      



6. Applicable Contacts 
H = Strong contacts in all three target 
markets (Electronics, Sporting Goods 
and Automotive) 
M = Strong contacts in two of the three 
target markets 
L = Limited contacts within the target 
markets 

    

      
7. Developing business for a new 
product or application 
H = Clear example of success in this 
area including roadblocks faced and 
how they were overcome. Strong 
problem solving/negotiating skills 
demonstrated 
M = Broad example that indicates 
success in this area 
L = Answer does not indicate success 
in this area 

    

      
8. Home based office 
H = Currently works from a home 
based office and has outlined specific 
steps demonstrating strategies for 
organization/ time management 
M = Has worked from a home based 
office successfully in the past 
L = Answer does not indicate 
proficiency in self direction situations 

    

      
9. Travel  
H = Road Warrior - open to greater 
than 50% travel 
M = Comfortable with travel up to 50% 
L = will travel less than 50% 

    

      



10. Non-compete or Employer 
Restrictions 
H = No non-compete or employer 
restrictions. 
M = Has a peripheral non-compete or 
non-disclosure in place - could limit 
some activities. 
L = Limiting non-compete or employer 
restrictions. 

    

      
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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