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Itochu
The Company
 ITOCHU Chemicals America Inc. (ICAI) is a leading distributor and 
marketer of inorganic, organic, functional and specialty chemicals, as 
well as plastic and rubber. With a focus on providing world-class service 
and unparalleled expertise, ICAI offers over 500 products which helps 
society by making water cleaner, automobile brakes safer, computer chips 
faster, automotive paints more durable, and everyday products more 
innovative.  As an ISO 9001:2008 certified company, ICAI maintains its 
quality management control, full customer satisfaction, and continuous 
improvement in all aspects of quality assurance. They create synergies 
among these globally-operating divisions by optimizing the value chain 
in petroleum, gas, and chemicals; in an effort to enrich the lives of people 
around the world.

 The ITOCHU corporation’s mission statement and work ethic is the 
unique standard which they strive to live by. Their corporate message 
reads, “I am one with infinite missions”. This message combined with their 
corporate philosophy of “Committed to the Global Good” give  great 
insight on how this global company views itself and its obligations to 
their customers and the world as a whole. They encourage a strong sense 
of responsibility in their employees to respond to the needs of an ever 
changing society, and to provide exceptional service and value to their 
customers and their communties.

 ICAI works with top companies in the industry to supply the latest 
and most effective technologies. Their goal is to exceed the expectations 
of their customers and suppliers by providing dependable, high quality 
synthetic polymers, thermoplastic resins, and finished products made 
from these materials that are competitively priced, free of contamination, 
and delivered on a timely basis. This will be accomplished by adhering 
to their shared values, and by achieving the highest levels of customer 
satisfaction by providing responsive, reliable service in a trustworthy and 
professional manner, with special emphasis placed on creating value.  
Innovation, joint ventures, and “Green” products are the backbone of 
ITOCHU’s worldwide marketing strategy in the brake market. Significantly, 
the ITOCHU American division has over $400 million annual sales 
revenue. This sales and distribution group is dedicated to giving an 
advantage to their customers and suppliers by providing professional and 
energetic technical sales and service through all phases of new product 
introduction, qualification, delivery, logistics, and communication of 
proactive marketing and innovation. 

Company Information

More Information:
www.itochu.co.jp/en/

         Metals & Minerals

           Energy & Chemicals

       Textile 

http://www.ropella.com
http://www.itochu.co.jp/en/
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Itochu-Separation and Purification group
ICAI’s Separation and Purification Group is the exclusive distributor for 
premium ion exchange resins from Mitsubishi Chemical Corporation, 
Iron and Manganese Removal media from Quantum, Chromatographic 
silica and resins from various suppliers, as well as filtration and membrane 
products. This group is also involved in acid and base resin catalysis for 
hydrolysis, esterification, and other types reactions including biocatalysis 
and the use of enzyme immobilization techniques.  

Mitsubishi Chemical Corporation has been manufacturing the Diaion 
brand of ion exchange resin, the Sepabeads brand of synthetic adsorbent, 
and the MCI Gel brand of preparative and analytical grade resins for over 
60 years. These brands are well known for excellent performance, superior 
physical and chemical properties, and lot-to-lot reproducibility for 
industrial separations. With Mitsubishi’s new plant expansion (currently 
in progress), Itochu will have a nearly doubled supply of ion exchange 
resins and related products which they will be able to offer at extremely 
competitive price-points.

Currently ICAI Separations and Purifications Group offers the following 
Ion Exchange Resins:

 � Strongly Acidic Cations

 � Strongly Basic Anions

 � Weakly Acidic Cations

 � Weakly Basic Anions

 � Chelating Resins

 � Ultrapure Resins

 � Industrial Fractionators

 � Commodity Ion Exchangers

 � Preparative Resins

              Division Information

More Information: www.
itochu-purification.com

Synthetic Adsorbent Diaion HP20

http://www.ropella.com
http://tinyurl.com/khm4gx3
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Sales Manager
Role
The Sales Manager will have the responsibility of maintaining current 
accounts as well as developing and establishing new accounts and 
applications.  She/he should develop and implement strategies, 
provide technical support to customers and coordinate planning with 
the production and supply chains.

The sales manager will also be responsible for the sales and promotion 
of Ion Exchange resins and adsorbents on a regional basis in the 
US.  The qualified candidate will be required to maintain current 
accounts as well as to find new applications in the food, beverage, 
pharmaceutical, chemical and water treatment industries.

Responsibilities

 � Help establish growth & revenue goals          

 � Develop & implement sales plan to achieve same

 � Engage in the sales activity of the chemicals

 � Manage existing clients and build new business

 � Work with team and management to establish new sales growth 
opportunities

 �  Assist follow-up and/or creation of sales leads

 �  Produce weekly/monthly reports as needed

 �  Perform other job functions as assigned

Position Information

Meeting New Challenges 

http://www.ropella.com
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Qualifications

 � Chemistry or Chemical Engineering degree

 � 5 years sales experience

 � Understanding of ion exchange resins and processes for industrial 
applications

 � Knowledge in Supply Chain Management

 � Must be proficient with Microsoft Office (i.e. Excel, Word)

Qualifications: Preferred

 � Good judgment of business and sales situation

 � Excellent communication and presentation skills

 � Must have a positive attitude with multi-tasking skill abilities; 
organized, aggressive, goal-oriented individual who achieves results

 � Several years of sales experience

 � Travel required

 � Good interpersonal skills

 � Must be flexible

ITOCHU Corporate Commercial

http://www.ropella.com
http://www.itochu.co.jp/en/about/advertisement/movie/cm201312.asx
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Skill Survey 
Sales Manager 

Name:        Date:       
 

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

      

2. Outline your experience, including years' experience, in specialty chemical sales. With what 
products and/or markets have you experienced the greatest success? 

      

3. Detail your experience and understanding of ion exchange resin applications and 
technologies. Particularly highlight experience related to Food/Beverage or Pharmaceutical 
applications. 

      

4. Outline major ion exchange resins and adsorbants customers with whom you have current 
relationships.  

      

5. Provide an overview of the territories that you have covered while in ion exchange resin, or 
related specialty chemical, sales. 

      

6. Share an example that demonstrates your ability to drive sales and significantly increase 
the customer base and/or market penetration of your product line. 

      

7. Describe the most successful selling process you have used. What specialized training 
have you been through for developing sales presentation skills? 

      

8. Describe a complicated negotiating experience with a customer. What were some of the 
roadblocks you faced? What was the outcome? 

      



9. Provide an overview of your experience in coordinating with production and managing 
supply chain to ensure availability and on time delivery of products. 

      

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: Itochu   Hiring Mgr:  

Position: Sales Manager   HR Contact:  
     

Attribute A/B/C Comment 
1. Education 
A = BS in chemistry or Chemical Engineering or 
related 
B = BS/BA in another course of stdy 
C = +1/2 point for MBA 

    

      
2. Years' experience 
A = 5+ years experience in Specialty chemical 
sales significantly focused on ion 
exchange/adsorbant technologies to food or 
pharma 
B = 5+ years experience in specialty chemical 
sales with some experience in ion exchange 
resins/adsorbants 
C = less than 5 years experience-- note some 
of this experience must relate to ion exchange 
resins or the candidate is not applicable 

    

      
3. Experience with Ion Exchange Resin 
Technologies 
A = Excellent - extensive experience and 
success selling exchange resins into 
food/pharma and water treatment 
B = Moderate - Some success selling exchange 
resins into at least one market 
C = Limited - Very little direct experience selling 
ion exchange resins 

    

      



4. Major customers 
A = Excellent - extensive active relationships 
among key players in Food/ Beverage AND/OR 
Pharma 
B = Moderate - some active relationships 
among Food/Pharma but more focused on 
industrial water treatment 
C = Limited - few active relationships among 
target markets 

    

      
5. Territories served 
A = Excellent - has show success in a variety of 
multi-state territories 
B = Moderate - has show success in a major 
regional market 
C = Poor - Very limited territory management 
mainly based in one major metro area 

    

      
6. Ability to drive sales 
A = Excellent - Well defined example 
demonstrating success in driving sales 
B = Moderate - Broad example that 
demonstrates some success in driving sales 
C = Limited - Generic example that does not 
prove ability to drive sales 

    

      
7. Selling Processes  
A = Excellent - shows a range of sales 
techniques and continuing training 
B = Moderate - shows at least one sales 
technique and/or continued training 
C = Limited - no defined sales techniques or 
continuing education 

    

      
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. Supply Chain experience 
A = Excellent - a significant part of current role 
B = Moderate - has managed supply chain in 
the past 
C = Limited - little or no experience managing 
supply chain or production issues 

    

      



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 

    

      
12. Compensation 
A = $95K - $105K 
B = $85k -$94K or $106K - $110K 
C = $110K 

    

      
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 12 grades =  

Avg. Grade:  
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