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COMPANY

Purolite
POSITIONS

§  Regional Sales Manager, NE

§  Regional Sales Manager, MW

§  Regional Sales Manager, SW

LOCATION

Home-Based Office

For more information contact:
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President - Executive Search
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850-983-4883
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Purolite
Purolite Corporation is a privately owned company, established in 1981. 
Since that time, Purolite has grown to become a leading supplier of 
specialty resins for the ion exchange, catalyst, adsorbents, and specialty 
applications markets worldwide. 

Purolite has over 900 employees worldwide and global manufacturing 
capabilities with factories in Philadelphia, PA, Victoria Romania, and 
Hangzhou China coupled with an established network of sales offices, 
distributors and agents located close to their customers. Purolite 
continues to develop its manufacturing capacity, product quality and 
innovation through investment in new equipment and improved 
research facilities.

Purolite has the largest commitment to R&D of any resin producer 
globally with five R&D facilities in China, Romania, Russia , UK, and 
USA.  They strive to develop products that will give their customers a 
competitive edge. Their ability to quickly custom configure a solution 
that fits each client’s requirements is what sets Purolite apart from the 
competition.

Their research and development is aimed at perfecting their existing 
products, discovering new products for existing applications and finding 
new applications for their core technologies. Collaboration with their 
customers on specific needs is key to their success. Purolite is committed 
to developing products that have the minimum possible environmental 
impact and is a prime manufacturer and distributor of products which 
are widely used in; pharmaceutical production; microchips (where their 
low TOC resins meet the demand for Ultra Pure water for manufacturing 
semiconductors); potable water; chemical and refining industries; 
catalysis; the food and beverage industry; metals extraction; metals 
finishing; electroplating; nuclear power generation; chromatographic 
separation and adsorbent chemistries.

More Information:

www.purolite.com

Company Information

http://www.kochind.com
www.purolite.com
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With their market leading manufacturing capacity, broad product range 
and record of innovative research, Purolite has a unique commitment to 
the specialty resins market place.

As important as quality is, manufacturing consistency is an even a greater 
challenge. Throughout all Purolite plants, production control is carefully 
monitored to ensure that their products meet the same high level of 
quality, regardless of where they are manufactured.

Purolite has some of the newest, most modern resin manufacturing 
facilities in the world. In fact, their oldest plant is younger than many of 
the competition’s facilities, and they have continued to build new plants 
at a rate that is unprecedented in the industry.

Research and Development
Almost every facet of human progress in some way depends on the 
benefits of ion exchange technology, because no significant activity or 
development can take place without solving the problem of, for example, 
water purity.

For over 20 years, Purolite’s research, and the ion exchange resins that 
resulted, have helped in the evolution of essential industries, and, more 
importantly, in improving the quality of life in developing nations of the 
world.

Since all Purolite produces are ion exchange resins, all their re-investment 
is within ion exchange resin research and production. In addition to 
perfecting their existing products, they aim to discover new products for 
new applications. Much of their research is specific, aimed at developing 
technology and products that are tailored to a customer’s particular 
needs.

Purolite has also been a pioneer in developing products that have the 
minimum possible environmental impact.

Purolite has partnership arrangements with respected academic 
institutions and individuals in many countries, and their customers 

http://www.kochind.com
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in many different industry segments assist them in evaluating new 
products.

Recent innovations include:
§  The development of resins for Uranium extraction, allowing a 

greater efficiency of selective Uranium uptake, revolutionizing the 
expectations of Uranium mining companies at a time when, with the 
increased interest in the Nuclear Power alternative to the fossil fuel 
route to electricity generation, demand is outstripping supply. 

§  New treatments for the specific removal of Arsenic, Perchlorate, Nitrate 
and Fluoride for ground water remediation for potable water and non- 
potable water.

§  Novel adsorbent applications continue to grow, with the removal of 
pesticides from potable water, and the removal of various organic 
solvents species from aqueous systems with our  Hypersol Macronet 
technology and the purification of biodiesel with Purolite PD206

§  Innovative Shallow Shell Technology (SST) is providing regenerant 
savings and improved performance in several “difficult” ion exchange 
applications.

Some of the Many Industries Purolite Serves
§  Food & Beverage  §  Hydrometallurgy

§  Metals Finishing  §  Petrochemical

§  Pharmaceutical  §  Sugar & Sweeteners

§  Bio-Diesel Purfication  §  Ground & Potable Water

§  Fossil & Nuclear Power  §  Softening & Industrial Water

§  Electronics & Semi-Conductor

http://www.kochind.com
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Jacob Brodie – Vice President
Jacob has worked for the Purolite organization for 19 years.  He began 
his career in production where he managed the plant and logistics 
for 5 years.  While in Europe he oversaw the startup and construction 
of a new facility in Romania. Jacob is very proud of his time in Europe 
and considers his ability to grow the team and the region one of his 
greatest successes.  After his time in Europe, the Purolite owners moved 
him back to the states where he took over management of the Asian 
and Latin American sales groups.  Eight years later ,he was tasked with 
managing the North and South American sales force. Jacob describes his 
management style as very hands on but not a micromanager.  He likes to 
travel to each territory to understand the challenges the sales force faces 
so he can help them better succeed.  Jacob is comfortable advocating to 
ownership the need for new R&D or production resources if it helps his 
sales team be more productive and motivated.  Jacob graduated from 
Washington University with his Bachelor’s degree.  He is married and has 
2 children, a 9 year old son and a 6 year old daughter.

Corporate Culture
The Purolite Company is a privately held family business that gives its 
employees freedom to succeed. Employees are encouraged to share 
knowledge with one another.  Sales associates often travel outside 
their own territories to help support their coworkers.  The leadership of 
Purolite is an experienced, yet aggressive, group that is focused on the 
ongoing growth of the organization.  They are willing to take risks but 
only after they have properly evaluated the outcomes.  They encourage 
their employees to challenge the status quo and foster open and healthy 
debate.

Management Information

http://www.kochind.com
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Regional Sales Manager
Industry Areas: 
Petrochemical, Refining, Chemical, Power, Potable Water, 
Hydrometallurgy, Metals Finishing, Nuclear, Pharmaceutical, Food and 
Beverage, Industrial Water

Primary Function: 
§  Development of new business and continued sales revenue growth.

Principal Responsibilities: 
§  To learn the product line and application areas. Be proficient in the 

technology.

§  Maximize the sales of the product through direct sales and the 
distributor network.

§  To identify any opportunity of interest in terms of new markets, new 
applications, and product requirements and to define the strategy 
allowing Purolite to reinforce and build their position (market share, 
price level, margin, customer follow-up, and confidence.)

§  To negotiate the technical and commercial terms of each business 
deal within the sales area in the frame work of company resources and 
within the terms of reference.

§  To promote the Purolite product range and the company’s image.

§  To train, motivate, and control the distributor network within the sales 
areas.

§  To achieve the sales budget for the various areas under his/her 
responsibility.

§  To focus the sales and marketing efforts and to regularly update the list 
of references for the sales areas.

§  To coordinate the promotion for the sales areas including mail shots, 
technical seminars, publicity campaigns.

§  To fully brief the superior after each trip through detailed visit reports, 
list of business achievements, and actions to be developed (such as 
offers, sample requests, technical literature.)

§  To give the sales team, agents, and clients all the technical assistance 
required for the negotiation of projects and the settlement of any 
claim.

Position Information

http://www.kochind.com
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Qualifications:
§  College degree required, BS in Chemical Engineering,

Chemistry or related technical degree

§  Experience working in the Ion Exchange Resin market, water treatment, 
or related industry

§  Knowledge of the customer base and established relationships in the 
application areas

Personal Attributes:
§  Visionary and strategic, able to perceive growth opportunities.

§  Innovative, creative, makes connections, curious and always learning.

§  Consumer, customer, and market focused, aware, and driven.

§  Proactive, energetic, a self-starter.

§  Attitude and ability to work in team environment, a strong team builder
and effective collaborator.

§  Enjoys direct customer interaction and regular travel

http://www.kochind.com
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Robbie Ropella

President - Executive Search
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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.
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Skill Survey for: Midwest Regional Sales  

Please type your answers in blue. 
 

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 check.) Note: This date is 
required in degree confirmation checks and will only be used for that purpose. Your birth 
date will not be supplied to the client.   

 
2. Describe your experience selling chemicals or additives into water treatment or related 

markets. If any experience with Ion Exchange or specialty resins please describe. 
 

3. Describe your experience growing a sales territory and what was your greatest percentage 
of increase in one year. 
 

4. Outline major customers with whom you have the most experience for the following markets: 
Petrochemical, Power, Chemical, Nuclear , Food & Beverage and/or other relevant 
industries. 
 

5. Outline the territories that you cover or have covered while in water purification or chemical  
sales and what was the overall sales responsibility for these territories. 
 

6. Give an example of, or describe your most difficult experience negotiating with a customer 
and what was the outcome. 
 

7. Describe your involvement in entrepreneurial or intrapraneurial opportunities where you 
were driven to successfully convert business opportunities into sales and profits. 

 
8. What is your comfort level with travel? 

Do you have a maximum % level of travel or # of days away from home you could sustain? 
 
 
 



9. If asked one of the following questions during an interview, how would you answer? 
 
Why are you considering this opportunity?  (or)  
 
What’s motivated you to consider a job change at this time? 
 

 

References  

Please provide at least three references. The first priority is past bosses, then employees, and 
then peers. 
 

Example: Bob Smith, currently – Director of Sales at ABC Chemical 412-123-4567, Email: 
bob.smith@abcchem.com. 
Was Sales Manager, my direct boss, while I was an Account Manager at ABC Chemical. 
 
 

We will NOT contact any references until after completing the 

interview process and not without notifying you first. 

 
1) 
 
2) 
 
3) 

 



 
The Candidate Comparison Scorecard should be completed on every prospect you have screened as a potential 
candidate. If you can tell that some of the candidate’s are probably C quality by doing a superficial overview in comparison 
to others you should set those aside now and score the rest.  The scorecard will help you objectively weigh all the Must 
Haves in such a way that you can logically see who the A+ candidates are, who the A candidates are, and who the B 
candidates are. Then focus on scheduling interviews for the A+, A and B candidates in that preferred order. 
 

 
 
  

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

Candidate Name:                                            
 

Client Name: Purolite                                                Hiring Mgr: Jacob Brodie 
 

 
Position:  Regional Sales Manager                              HR Rep’s Name:   

 
 
Attribute 

                            
A/B/C 

  
Comment 

1. Education 
A = BS degree in chemical engineering, chemistry, or 
related. 
B = Experience in related chemical industry 
C = No BS degree and no related industry experience  

  

   
2. Total years applicable sales experience 
A = 5+ years  
B = 3 – 5 years 
C = < 3 years of experience 

  

   
3. Experience growing a sales territory. 
A= Extensive- Majority of career revolves around 
growing sales territories. 
B= Moderate- Current or significant previous role 
focuses on growing sales territories. 
C= Low- Very little applicable experience  

  

   
4.  Experience selling into target markets. 
A = High - a majority of career in target markets 
B = Medium - current or previous role focused on 
target markets 
C = Low - diverse background with some applicable 
experience 

  

   
5. Territories Covered  
A = MW 
B = NE or SW 
C = Other areas besides MW, NE, or SW 

  

   
6. Negotiation Skills 
A =Well defined example that demonstrates ability to 
negotiate successfully 
B = General answer showing understanding of the 
negotiation process 
C = No negotiation skills demonstrated 
 

  

   



 
The Candidate Comparison Scorecard should be completed on every prospect you have screened as a potential 
candidate. If you can tell that some of the candidate’s are probably C quality by doing a superficial overview in comparison 
to others you should set those aside now and score the rest.  The scorecard will help you objectively weigh all the Must 
Haves in such a way that you can logically see who the A+ candidates are, who the A candidates are, and who the B 
candidates are. Then focus on scheduling interviews for the A+, A and B candidates in that preferred order. 
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 sales 
C = No business development skills demonstrated 

  

8. Comfort with travel 
A = Wide open - Road Warrior 
B = Open to 35% - 50% travel  
C = Less than 35% travel 

  

   
9. Work Limitations 
A = No non-compete or applicable nondisclosure 
B = Unenforceable non-compete or limited 
nondisclosure 
C = Non-compete and/or limiting Nondisclosure 

  

   
10.  Citizenship Status 
A = US Citizen or Greencard/Visa approved 
B = VISA getting approved, won’t delay process 
C = some significant visa issues, delays expected 

  

   
11.  Compensation: 80K to 120K  
A = 70K to 110K 
B = 50K to 60K or 110K to 120K 
C = below 50K or over 120K 

  

   
Scoring Point System: 
A’s = 4 
B’s = 3 
C’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 ____Questions = 
 
______________Avg. Grade 
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