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Company Information

The Roullier Group
Founded in 1959, the Roullier Group has developed its activities in 
four areas:

§  Agro-Supplies 

§  Agro-Chemicals 

§  Consumer Goods

§  Marine Technologies 

Today, the revenues of the Roullier Group are 1.436 billion Euros.

Present in 35 countries and employing nearly 5,900 employees, of 
which over half are outside France, the Roullier Group operates over 
60 production units in Europe and on the American continent. It thus 
represents a leading industrial force.

 For several years, the Group has been pursuing a policy of steady 
external growth, notably on the international scale. It is founded on the 
systematic search for companies which allow the Group to reinforce its 
various business lines, in geographic locations defined as priority areas.

Some examples of last acquisitions:

§  Take over of the fertiliser branch of the Donau Chemie group, with the 
purchase of the Pischelsdorf factory which produces 220,000 tons of 
granulated fertilizers per year.

§  Purchase of the Profertil company from the Brazilian group Lyra, with 
a production capacity of 450,000 tons per year, which will allow the 
Group to strengthen its presence in Brazil and to reinforce its positions 
in the largest market in Latin America.

The Roullier Group’s 4 Business Lines
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Agro-Supplies
The Roullier Group Agro-Supplies Branch manufactures and markets 
plant nutrition specialities (commonly known as bio-stimulants) and 
livestock specialities used as intermediate products by farmers and 
livestock breeders. Plant nutrition specialties accounted for over 90% of 
the Agricultural Supplies turnover in 2006 with over 3 million tons of solid 
bio-stimulants and 5 million liters of liquid feed supplements. 

Agro-Chemicals
Backed by its professional experience in purchasing mineral commodities, 
industrial expertise and growth strategy, the Roullier Group has set up an 
Agro-Chemicals and chemical specialty center for the following markets: 

§  Industrial products  

§  Hygiene and Detergents  

§  Plastic packaging  

§  Dietetics 

Consumer Goods
From plant nutrition to animal nutrition, the Roullier Group has diversified 
its activities in human food products and in the agricultural supplies 
activities.  A large number of their products have already received the 
Flavors of the Year Label. This division focuses on 4 markets:

§  Pastries

§  Cooked Meats & Delicatessen

§  Seafood

§  Garden Products

Marine Technologies
On the strength of its values, centered on man and environment, the 
Roullier Group has set up a branch specialised in the development of 
resources of marine and plant origin. 

The Roullier Group thus confirms its intent to make use of all skills and 
expertise to provide it with efficient responsiveness adapted to its clients’ 
most specialised needs in the domain of using marine algae or plants. 
All four division’s research and development efforts start in the Marine 
Technologies Business Unit.

The Roullier Group relies on the experience of its researchers and on the 
technology of its production equipment to develop and offer a full range 
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of innovative, high-performing services and products for the following 
markets:

§  Cosmetics and Nutricosmetics 

§  Spa and Thalassotherapy (The medical use of seawater) 

§  Human Dietetic Nutrition 

§  Natural Animal Nutrition 

§  Pharmacopoeia and Herbalism 

TIMAC Agro USA
TIMAC, is a wholly owned subsidiary 
of the Roullier Group that specializes 
in the production of biostimulants, 
soil conditioners, and livestock 
specialty products.  They established 
their presence in the US in 1999 
and positioned their headquarters 
in Reading, PA. Since that time they 
have developed some business in the 
Northeast and Upper Mid West and are now remaking themselves in the 
Southeast, with the next steps being a US-Nationwide rollout of their 
successfully protyped business plan.

TIMAC manufactures its products from three indispensable ingredients 
that feed both plants and the soil: Nitrogen, Phosphate, and Potash.  
Through its very specific products, TIMAC has risen to the challenge of 
an agriculture market place that is more respectful of safe environmental 
practices. The products they manufacture use raw materials such as 
Maerl, a calcified seaweed harvested from select spots offshore in Europe.

Their commitment to a responsible care approach was rewarded in 2002 
when the Reading Manufacturing Facility was given the Environmental 
Respect Award for the state of Pennsylvania. One of only 14 companies 
granted this official recognition in the US.

Corporate Culture
Roullier promotes an entrepreneurial mind set that is oriented for growth.  
Ideas and concepts are discussed openly and freely.  The ability to ebb 
and flow in a multicultural environment is essential and encouraged.  
Roullier offers a wide variety of career paths in all of its subsidiaries 

Division Information
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to high performers who excel in leadership, expansion, growth, and 
innovation. Top leadership, to the Founder of the company, are available 
to all levels of employees throughout the company. As such these are 
highly visible positions, where leaders are recognized and offered much 
room for accomplishments and responsibility.

The Roullier Group Values:

§  Secure Growth

§  Rapid Growth and Profitability

§  Human Capital and the Entrepreneurial Spirit

§  Innovation: The Driving Force for our Growth

More Information:

Company web sites have 
extensive information 
about operations, 
philosophy, principles, 
and more.

www.roullier.com
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Franck Boher

TIMAC Agro  USA, CEO
Franck joined Roullier in April of 2005, after working in the field of 
strategic advice, risk capital and the creation of businesses.  He joined 
Roullier in the role of a Business Development Manager for their 
Southeast Asia Joint Venture before moving to Ireland as the Commercial 
Director and Country Manager.  He has quickly risen within Roullier 
because of his negotiation and turnaround management abilities.  Franck 
is married and has 2 children, one 16 month old and another 8 years old. 
In his spare time, Franck enjoys playing Soccer, surfing and skiing.

Management Information
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VP of Sales & Marketing/COO
The position is within Roullier, more specifically within TIMAC Agro USA 
which is a component of Roullier.  This business is a high growth market 
with applications across a variety of market sectors.  This position reports 
directly to Emmanuel Hequet, Managing Director of North America. 

Key Responsibilities
§  Meet and exceed sales and profit budgets for the business

§  Achievement of new business growth targets

§  Be an ambassador of your industry by developing and improving the 
depth and quality of personal relationships at each account, making 
sure the market place understands Roullier’s solution to the fluctuation 
in pricing that impacts all distributors

§  Implementation of a North American Sales Strategy

§  Be the voice of the customer, and the general market, to the business 
as a whole by participating in round table discussions, molding and 
shaping future growth strategies

§  Actively work to elevate your role and that of the organization  in 
creating value for the customer in the marketplace

§  Develop and manage a team with 7 to 15 direct business unit managers

§  Approximate travel is 1-2 nights out per month

Influencing Skills / Organizational Impact
Clearly communicates linkage of sales strategy to business goals.  
Promotes awareness of sales strategy and vision in group.  Key 
contributor to division business and sales strategy.  Develops and 
coordinates implementation of company-wide tools, processes and 
guidelines to improve understanding of customer needs, value selling 
and to provide stronger linkage between sales activities and business 
objectives.  Engages employees in ways that inspire commitment to 
business goals.  Utilizes a variety of management tools to reinforce a high 
performance culture.

SBU Management

Position Information
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Proven track record of managing profitability of territory through 
increasing market share. Responsible for ensuring direct reports receive 
appropriate support and that sales professionals are demonstrating a 
proper balance between hunting new business opportunities and/or 
farming high value client relationships.  Participates in developing annual 
budget forecasts and implements plans based on objectives.  

Strategic Planning & Implementation
Contributes to division sales strategy and is accountable for tactical 
implementation.  Defines and secures resources needed to execute 
tactical plans in support of business strategy.  Tracks and reports against 
key performance indicators and targets.  Identifies competitor trends and 
opportunities.

Decision Making / Decision Support
Encourages and supports informed decisions to move quickly and 
decisively in a competitive marketplace.  Mobilizes resources within 
division towards successful problem resolution.  Works with external 
resources as needed to resolve issues.  Anticipates and prepares for 
changing business priorities and develops contingency plans.  Proven 
ability to apply business acumen in developing practical solutions and 
alternatives to customer relations issues/challenges.  

New Business Development / Business Acumen / Global Acumen
Demonstrates understanding of customer culture and enthusiasm 
for future business opportunities and promotes a unified approach 
to customers/distributors.  Ensures customer perspective is driving 
force behind value-added product solutions. Encourages and supports 
informed decisions to move quickly and decisively in a competitive 
marketplace.  Drives significant new business opportunities based on 
appropriately positioning technology, product solutions and proposals.

People Management & Retention
Responsible for effectively coaching and guiding the development of 
sales team.  Utilizes leadership tools including reward and recognition 
to promote a high performance team culture.  Contributes to the 
development and implementation of “Key Performance Indicators”, 
to manage progress against operational objectives.  Understands 
capabilities required to perform specific sales roles effectively -- aligns 
skill sets with needs.  Knows when to initiate employee separation.
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Qualifications
§  Entrepreneurial mind set

§  Bachelor’s degree required (Biology or Chemistry Preferred)

§  Background interfacing with both farmers and distributors

§  A minimum of  10+ years managing a team of individuals responsible 
for selling into Agro Chem market (farm equipment, fertilizer, feed & 
seed are appropriate alternatives)  
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ROPELLA
G R O W I N G  G R E A T  C O M P A N I E S

TM

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

For more information contact:

Robbie Ropella

Executive Search Consultant

ROPELLA 

850-983-4883

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.



Skill Survey for: VP Sales & Marketing / C.O.O.
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.)

2. Describe your knowledge of Agronomics and how you best utilized it while working with 
farmers. 

3. Outline the markets in which you have the most experience specifically related to 
agricultural products.

4. Describe your knowledge of farming and/or interacting with farmers.

5. Describe your experience working with/building relationships with distributors.

6. Total # of years in a sales role?

7. Outline the territories/markets that you cover or have covered while in sales.

8. Outline the total number of years in a management role and the number of employees you 
have managed in each role. 

9. Describe your experience building or working to develop a high performance sales team and 
any success you might have achieved.

10. Describe how you most successfully drove sales, revenue and/or market share growth in the 
N. American Agrochemical market.



11. Describe your experience involving entrepreneurial or intrapreneurial opportunities where you 
were driven to successfully convert business opportunities into sales and profits.

12. Any specific training related to sales and/or negotiations that would be helpful to you in this 
role?

13. 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 three to six references. The first priority is past bosses, then employees, then 
peers.

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

We will NOT contact any references until after completing the 
interview process and not without notifying you first.

1)  

2)

3)



Our 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 candidate’s are probably C level in a superficial overview in comparison to others you set 
those aside now and grade the rest.  The scorecard will help you objectively weigh all the Must Haves and 
even the preferences in such a way that at the end of using the scorecard 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             Grade:_____                    Grader’s Name:________

Candidate Name:                                                                                                  

Client Name: Roullier                                       Hiring Mgr’s Name: Franck Boher

Position: VP Sales & Marketing / C.O.O          HR Rep’s Name: NA

Attribute A/B/C Comment
1. Education
A = BS or MS in Bio or Chem
B = BS in Bio or Chem
C = only BS in something other than above

2. Knowledgeable of Agronomics
A = Yes
B = Somewhat
C = No

3. Exp specifically related to agricultural products
A = Yes
B = Somewhat
C = No

4. Knowledge of farming and/or interacting with 
farmers
A = Yes
B = Somewhat
C = No

5. Exp working with/building relationships with 
distributors
A = Yes
B = Somewhat
C = No

6. Exp in a sales role and # of years
A = Yes, 10 plus
B = Somewhat, 5-10
C = No, less than 5

7. Exp in a management role
A = Yes, 10 plus
B = Somewhat, 5-10
C = No, less than 5



8. Exp building or working to develop a high 
performance sales team
A = Yes
B = Somewhat
C = No

9. Successful in driving salves, revenue and/or 
market shares
A = Yes
B = Somewhat
C = No

10. Exp successfully converting business 
opportunities into sales and profits
A = Yes
B = Somewhat
C = No

11. Relocation to Tampa, FL
A = Yes, no issues and/or lives in the area
B = Some issues but nothing major
C = Will have major issues relocating

12. Compensation: 150K to 180K with bonus 
25%
A = 150K to 180K
B = 130K to 150K or 180K to 200K
C = below 130K or over 200K

13. Job Changes/Stability
Total Number of Job changes:
Total number of yrs working:
Average number of yrs at each job:
A=Avg. yrs = 5-10
B=Avg. yrs = 3-5
C=Avg. yrs >3 

Grading Point System:
A’s = 4
B’s = 3
C’s = 2
Bonus Points = 1
Now add up the numerical value of each grade and 
then divide by the total number of grades

Total Points

Divided by __ grades =

Avg. Grade

Our 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 candidate’s are probably C level in a superficial overview in comparison to others you set 
those aside now and grade the rest.  The scorecard will help you objectively weigh all the Must Haves and 
even the preferences in such a way that at the end of using the scorecard 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.
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