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Italmatch Chemicals
The Company
Today Italmatch is a 
Global Specialty Chemical 
Group, with leadership 
in Lubricant, Water & Oil, 
Detergents, Plastics Additives, 
Markets and Technology 
leadership in Phosphorus 
Derivatives (both Organic 
and Inorganic), Polymers, 
Esters and Chlorides, from 
Synthetic to fully natural 
products. Five manufacturing 
plants are located in Europe (Italy, Spain, Germany and UK) and three 
in Asia Pacific (China and Japan). The company has a global coverage 
with own subsidiaries in Belgium, Poland, USA, Japan, Singapore and 
China. Italmatch has a long term view and approach in relation to both 
Customers and Suppliers, and has its strength in commitment and 
capability to deliver the most demanding technical or logistic tasks, often 
in conjunction with its major partners.

Italmatch key customers are global multinationals, leaders in Lubricant, 
Detergents, Oil & Gas, Engine Thermoplastics and Agrochemicals.

Careful environmental concern stands to witness the Company’s long 
term commitment to the market, as the technologically advanced 
systems adopted in its plants stand to prove, with particular respect 
to the optimization of environmental impact and increased safety. For 
these reasons all company sites have ISO 14001:2004 Environmental 
Certification, and are operating according to both an Environmental 
Management System as well as a Safety Management System, both 
subject to periodical revisions and audits.

The wide market sectors already encompassed by Italmatch Chemicals 
are destined to expand even more thanks to its ambition of growth. 
The ability to combine the reliability of tradition with the opportunities 
offered by sustainable technology, implemented by an expert and 
dynamic management, results in Italmatch Chemical’s unparalleled 
creativity, competence and customers’ satisfaction. By focusing on 
today’s dynamic world of specialty chemicals and its expanding horizons, 
Italmatch Chemicals offers advanced and effective solutions.

Company Information

More Information:
www.italmatch.it

http://www.ropella.com
http://www.italmatch.it/
http://www.italmatch.it/
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Products and Markets 
Industrial Water Treatment
The Dequest range includes 
phosphonates, polymers and 
inulin derivatives, the latter 
being designed for an improved 
environmental and toxicological 
profile. Dequest products can be 
used as antiscalants, dispersants 
and chelants in cooling water 
treatment / boiler water treatment 
applications and as antiscalants in 
waste water treatment applications.

 Dequest phosphonates and polymers have been a valued component of 
cooling tower treatment packages for many years. The goals of a water 
treatment service company are to control corrosion, scale, fouling and 
microbiological growth in their customers’ cooling water systems. 

Industrial and Institutional Cleaners
Industrial and Institutional cleaning 
products are formulated to meet the needs 
of a large and diverse market; segments 
include janitorial, institutional dishwashing, 
industrial bottle washing, dairy, brewery 
and food processing equipment cleaning, 
institutional laundry cleaning, textile 
maintenance, health care and surface 
disinfection, vehicle cleaning and metal 
cleaning, as well as all other industrial 
cleaning operations.

Home and Personal Care
The Dequest range includes phosphonates, polymers and Inulin 
derivatives, the latter being designed for an improved environmental and 
toxicological profile. Phosphonates and Inulin derivatives are used in both 
consumer and institutional laundry detergent applications. In consumer 
laundry products, Dequest phosphonates are used for special functions 
such as stain removal, bleach stabilization and anti-encrustation. They 
have become particularly valuable in non-phosphate laundry products 
where high carbonate levels otherwise lead to encrustation problems. 
Inulin derivatives find their use as co-builder, synergistic boosters for 

Product Information

http://www.ropella.com
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stain removal in combination 
with phosphonates and 
anti-encrustation additives, 
when the formulator wants to 
improve the environmental 
profile of the product. 

Turpinal SL and Turpinal NL are 
respectively the acid form and 
the sodium salt of Etidronic 
acid. The excellent complexing 
capacity for metals is exploited 

for the stabilization of hydrogen peroxide-containing preparations and 
other preparations with active oxygen. The products are also suited for 
mercaptan-containing formulations and enhancement of color stability 
of bar soaps.

Control of heavy metals is critical in 
the process of silicon wafer cleaning 
and electroplating. Specifically 
designed Dequest phosphonates 
grades do have the required 
purity and heavy metal chelation 
properties to be used in electronics 
applications.

Alkaline hydrogen peroxide based 
cleaning solutions are used for 
the cleaning of silicon wafers in 
semiconductor manufacturing. Although these cleaning mixtures have 
excellent particle removal capabilities they are very often not optimized 
for metallic contamination. It is known that metallic contamination 
when present in the bath will decrease the bath lifetime due to the 
metal catalyzed decomposition of peroxide. Moreover subsequent acid 
cleaning steps are required to remove residual metals from the wafer. 
Dequest phosphonates are used to stabilize peroxide cleaning solutions 
and to reduce heavy metal contamination of silicon wafers.

http://www.ropella.com
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Oil & Gas
Oil is normally found in reservoirs 
situated at varying depths below 
the sea bottom (offshore) and 
underground (onshore). To produce 
oil from a well, it must be displaced 
from the pores in the formation rock. 
Initially this occurs by the natural 
pressure in a newly deployed well. 
In a mature well where the inherent 
formation pressure has dropped, the 
formation pressure can be maintained 
by different means. For offshore wells, seawater is injected down hole. 
Water present in the reservoir, usually known as formation water, is often 
high in certain ions that tend to form scale when mixed with sea water 
or when the thermodynamic conditions change. A similar phenomenon 
occurs in onshore wells. 

Pulp & Paper 
Hydrogen peroxide is rapidly replacing 
chlorine as the bleaching agent of choice 
for increasing brightness of paper pulp. 
In the absence of a stabilizer, a significant 
portion of peroxide is wasted as a result 
of decomposition, catalyzed by heavy 
metals present both in the wood pulp 
and in the process equipment. Dequest 
phosphonates effectively sequester 

transition metal ions such as iron, copper and manganese, allowing the 
peroxide to do its work as a brightening agent. Dequest can also be used 
as a pretreatment chemical for wood pulp for extraction of transition 
metals prior to actual bleaching.

http://www.ropella.com
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Mark Eyers, Global Sales & Marketing 
Director at Italmatch Chemicals
Mark Eyers has over twenty years’ experience in the Water Management 
Specialty Chemical Industries.

After obtaining his Ph.D. in Biotechnical Sciences at the University of 
Leuven (Belgium), he held several roles in the technical, marketing and 
sales functions from Lab Application Research to Marketing Technical 
Support, and from Direct Sales to Commercial Business Development.

Mark has very strong technical and global business knowledge  along  
with his strategic working behavior. During the past ten years he has 
driven the transformation and expansion of the Dequest business from 
a commodity phosphonates business to a more specialty chemicals 
business focusing on providing solutions to industries in which water 
plays a crucial role. 

Mark is currently serving as Global Sales and Marketing Director for the 
Italmatch Group. 

In this role, he is responsible for the worldwide research and 
development of marketing opportunities and implementing global sales 
plans by leading the Regional and Sales Area Managers, the Applicative 
Techical Support, and the Commercial Business Development functions. 

Hiring Manager

http://www.ropella.com
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Northeast/Midwest Regional Sales Manager
Summary
This role will be responsible for the sales of Dequest phosphonate and 
phosphorous derivatives within territory to new and existing customer 
base.

Primary Duties
 � Accountable for territory growth with specific focus on new products, 

markets and applications

 � Strong focus on the development of new sustainable business by 
applying a technical problem solving selling mode

 � Manage pricing and negotiate contracts

 � Create contacts, initiate calls and make technical sales presentations 
at all levels including upper management, purchasing, R&D, 
marketing and plant

 � Maintain an excellent knowledge and understanding of water 
chemistry and applications

 � Effectively work with a variety of different industries including, water 
treatment, Industrial & Institutional cleaners, household detergents, 
personal care, electronics, oil and pulp and paper as well as others.

 � Possess the ability to work directly with the end customer as well as 
manage a network of distributors

 � Provide accurate forecasts and planning

 � Communicate market information and be a valued member of a 
global team

 � Organize leads and manage sample requests

 � Able to initiate and lead to completion long and short sales 
campaigns efficiently managing marketing, technology and sales 
resources

Qualifications/Requirements
 � University degree in chemistry or related discipline. Advanced degree 

and/or MBA a plus

Position Information

http://www.ropella.com
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 � Industrial experience in sales, marketing or market development with 
a focus in related industries, with particular regard to IWT and Water 
Chemicals

 � Ability to build effective working relationships with external/internal 
contacts

 � Good organization skills, ability to manage several projects at the 
same time

 � Strong computer skills and efficiency in Microsoft Office, SAP, Contact 
Management

 � Self-starter with ability to work autonomously, highly motivated and 
results oriented

 � Excellent communication and presentation skills

http://www.ropella.com
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Skill Survey 
Northeast/ Midwest Sales Manager 

Name:        Date:       
 

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

      

2. What is your total number of years in chemical sales roles? Which chemical products/lines 
have you sold the most often and/or had the most success selling? 

      

3. Describe your sales experience and technical knowledge of phosphorous chemicals. 

      

4. What territories have you covered during your chemical sales career? In which territories 
did you experience the greatest success? 

      

5. Give an overview of your sales experience within Water Treatment, HI&I, and/or the Oil 
industry. 

      

6. Share your experience with "solutions selling" including R&D project development and/or 
new application identification/development efforts at the customer level. 

      

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. Share an example of a difficult negotiating with a customer. What were some of the 
roadblocks you were encountering? What did you do to overcome these issues? What was 
the final result? 

      



9. Describe your experience managing a network of distributors. 

      

10. What is your comfort level with travel? Do you have a maximum % level of travel or # of 
days/week away from home that you could sustain? 

      

11. Tell us about any non-compete and/or employer restrictions that you may have. Please 
provide these documents for our review. 

      

12. 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 candidates are probably C 
level in a superficial overview in comparison to others you set those aside now and 

grade the rest. The grading sheet will help you objectively weigh all the Must Haves and 
even the preferences in such a way that at the end of using the grading sheet 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   Grader's Name: 

Candidate Name:   Grade: 

Client Name: Italmatch    Hiring Mgr:  

Position: Northeast/ Midwest Sales 
Manager   HR Contact:  
     

Attribute 
A/B/

C Comment 
1. Education 
A = MBA or advanced degree in 
chemistry or closely related field 
B = BS in chemistry or closely 
related field 
C = Associates degree or no degree 

    

      
2. Years experience 
A = 10+ years of experience 
B = 5-10 years of chemical sales 
experience 
C = Less than 5 years of chemical 
sales experience 

    

      



3. Sales and technical knowledge of 
phosporous chemicals 
A = Excellent - extensive experience 
and success selling phosporous 
chemicals 
B = Moderate - some success selling 
phosporous chemicals  
C = Limited - very little direct 
experience selling phosporous 
chemicals 

    

      
4. Territories served 
A = Excellent - has shown success in 
a variety of multi-state territories 
B = Moderate - has shown some 
success in a major regional market 
C = Poor - Very limited territory sales 
experience 

    

      
5. Sales experience within the Water 
Treatment, HI&I or Oil industry 
A = Excellent - currently selling into 
target industries, with well-defined 
example showing success 
B = Moderate - Has sold into target 
industry in the past 
C = Limited - little or no experience 
selling into the target industry 

    

      
6. Experience with "solutions selling" 
A = Excellent - a significant part of 
current role 
B = Moderate - has done "solutions 
selling " in the past 
C = Limited - has little or no 
experience with "Solutions Selling" 

    

      
7. Greatest success in sales or 
territory growth 
A = Excellent - well defined example 
showing success 
B = Moderate - answer shows some 
success selling or growing a territory 
C = Limited - general answer that 
does not show success 

    



      
8. Experience negotiating 
successfully 
A = Excellent - well defined example 
showing success 
B = Moderate - answer shows some 
success in negotiations 
C = Limited - general answer that 
does not demonstrate success 

    

      
9. Experience managing a network of 
distributors 
A = Excellent - a significant part of 
current role 
B = Moderate - has managed 
distributors in the past 
C = Limited - little or no experience 
managing distributors 

    

      
10. Comfort with travel 
A = Road warrior - wide open to all 
levels of travel 
B = Comfortable with up to 40% 
travel 
C = Prefers limited travel 

    

      
11. Non-compete 
A = No non-compete or limiting non-
disclosure 
B = Very limited non-compete or 
non-disclosure 
C = Significant Non-compete or NDA 
issues 

    

      
Grading 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 11 grades =  

Avg. Grade:  
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