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Warwick Chemicals
The Company

Warwick Chemicals is a leading manufacturer of Specialty Chemicals, 
manufacturing bleach activation materials for the global home and fabric 
care branded market.  The company is the largest producer of TAED and 
enjoys long-term supply partnerships with the major branded home and 
fabric care companies.

Operating from its purpose built manufacturing base in North Wales, 
Warwick exports over 90% of its production to over 60 countries.  The 
company enjoys an unrivalled reputation for quality and supply chain 
excellence.

Warwick, now owned by a major private equity fund, has a strong track 
record of profitable growth and is seeking to utilize its solid base to 
expand its penetration of the personal, home, and fabric care markets 
through development of its market coverage and product offering.  In 
order to facilitate this growth, Warwick is seeking to strengthen its sales 
and marketing team with the appointment of a Business Manager for the 
Americas.

Health & Safety

Warwick Chemicals commitment to Health and Safety starts at the senior 
management level and is a core value at Warwick.

It is driven through the Executive Board, which is accountable for 
performance to Plant Operational Teams, and all employees within the 
company.

Their commitment is to protect the health and safety of their employees, 
the community in which they operate, and the users of their products. 
They aim to meet, and where practicable exceed, all relevant legislative 
requirements - minimizing the impact of their operations on the 
environment.

Company Information

More Information:

www.warwickchem.com

http://www.ropella.com
http://www.warwickint.com/
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Warwick’s goal is zero injuries. They believe this should be accomplished 
by maintaining a positive safety mindset and culture, in which all 
workplace accidents are preventable. They continually evaluate and 
improve working methods and production processes to ensure that they 
achieve these objectives. 

Products
Detergents

Mykon TAED can be used in all solid forms of laundry detergents. It is 
generally added at 2-3% in traditional detergents and 4-5% in compact 
formulations.

Care is taken during the granulation process to produce a product that 
is resistant to attrition during handling and that will react rapidly with 
hydrogen peroxide during washing. In addition, the particle size is 
optimised to avoid segregation.

Automatic dishwashing

In dishwashing tablets space is at a premium so all additives must deliver 
an excellent performance to weight ratio. Mykon TAED provides excellent 
removal of difficult to remove tea stains and enables the persalt level in 
the tablet to be reduced, which frees up space for other ingredients.

Bleach boosters

The laundry market has experienced strong growth in bleach boosters, 
which are products that are added alongside a detergent to increase 
whiteness and the removal of bleachable stains.

Mykon TAED provides excellent whitening performance in these 
formulations without causing unacceptable levels of dye or fabric 
damage.

http://www.ropella.com
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Biocidal products

Warwick B Series TAED products are specially formulated for use in 
biocidal formulations.

When used with a source of hydrogen peroxide, Warwick B Series TAED 
generates peracetic acid which is a broad spectrum biocide, providing 
excellent kill levels for bacteria, viruses and spores. As a consequence, 
Warwick’s B Series TAED is used for the cold sterilisation of medical 
instruments and in denture cleaning formulations.

Warwick’s B Series TAED products have been registered by the EPA as 
Manufacturing Use Products in the USA for use in biocides. Warwick 
Chemicals are happy to assist customers in EPA End Use Product 
registrations.

Corporate Culture
At Warwick Chemicals, results are everything.  Risk-taking is expected 
and rewarded, so long as members follow the agreed-upon strategies 
formed by team meetings and planning sessions. Much of their activities 
are implemented using the team approach, and decisions are made 
with growth as the ultimate goal in mind. If it doesn’t get results, change 
it. Find what works, and drive growth with it. Turnover at Warwick is 
very low, and team members are very satisfied with their roles and 
responsibilities. 

http://www.ropella.com
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Peter Bradley, Chief Executive Officer 
Peter joined Warwick in October 2009 
having previously led significant specialty 
chemical and food ingredient businesses 
in Europe, North America and Asia.

His most recent role, prior to joining the 
company was as President, Color Group 
for Sensient Technologies Corporation, a 
New York Stock Exchange listed company, 
based in St. Louis, USA. In that role, he 
was responsible for a group of businesses 
located in North America, Europe and Latin 
America supplying specialty chemicals to 

the food, pharmaceutical, personal and home care industries.

With nearly 30 years global management experience, Peter leads the 
management team of Warwick focused on further development of the 
core manufacturing business through expansion of market coverage, 
improvement in operational efficiency and innovation in product 
technology.

Dr. Paul Baxter, Head of Sales & Marketing
Paul is a graduate of Jesus College, Oxford. His 
role is to develop new business and promote 
Warwick Chemicals around the world.

 Changes in washing habits have opened up 
new markets for Warwick, which he and the 
rest of the Sales team are working to exploit.

Paul also leads Warwick’s drive for service 
excellence to the company’s customers which 
are based in over 60 countries.

Paul has over 25 years experience within the 
chemical industry. He began work at Laporte as a research chemist and 
went on to play a key role in their merger and acquisitions strategy. He 
has subsequently held a variety of senior commercial positions at Amcol 
and William Blythe, before joining Warwick in 2003.

Management Information

http://www.ropella.com
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Business Manager, Americas
Role
The Business Manager will report to the Head of Sales and Marketing, Dr. 
Paul Baxter, who is based in the UK.  Responsibilities include:

§ Identification of new opportunities for growth through development 
of regular contact with the business management and development 
functions of existing and potential accounts in the region.

§ Day-to-day commercial management of the business in the region, 
including regular contact with the central purchasing and supply 
functions, the individual account manufacturing sites to ensure 
Warwick’s current supply position is maintained and enhanced.

§ Development and communication of new value propositions, in 
conjunction with the UK based technical and development team, to 
increase revenue and margin delivery.

§ Identification of new product opportunities specifically focused on 
products currently purchased by the specified key accounts, which 
could be manufactured by Warwick.

§ Development and execution of a business expansion strategy in the 
region.

§ Identification of the accessible market opportunity for bleach 
activation materials and development of the value proposition that 
will allow capture of the identified opportunity.

§ Development and execution of an effective sales strategy, including a 
direct target account and distributor plan.

§ Identification of new product opportunities in the personal, home and 
fabric care markets and liaison with the technical and development 
teams to define the relevant capabilities of Warwick to capture the 
identified opportunities.

Profile
A talented specialty chemical sales professional, experienced in 
managing complex global accounts in the personal, home and fabric 
care markets able to represent Warwick at the highest level within these 
accounts.

Will have well-honed business development skills able to identify and 
exploit new opportunities with both existing and new accounts.  While 
first class interpersonal and presentation skills are a pre-requisite for 

Position Information

http://www.ropella.com
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this position, the Business Manager will possess strong analytical ability 
to ensure the effective development of account strategy and execution 
plans.

While sales and business development skills are paramount, successful 
candidates will have the ability to communicate with key development 
contacts about complex chemical and technical issues.  This will either 
be because of previous professional or academic technical background, 
or years of exposure to technical aspects of specialty chemicals in a 
commercial role.

Successful candidates are likely to want to progress from a rigid sales 
structure into a more entrepreneurial business management role where 
they can operate with the minimum of supervision and drive profitable 
growth for the business free from the bureaucracy of larger chemical 
groups.

This will require the Business Manager to be very results orientated and 
disciplined in their individual approach and in use of resources.

The Business Manager will be home-based in North America.  Preferably, 
but not essentially, the candidate will be able to speak Spanish or 
Portuguese.

The Business Manager will be expected to undertake extensive travel in 
the region.

http://www.ropella.com
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Skill Survey for:  

Business Manager, Americas 

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 by the colleges/universities to complete degree confirmation checks, and will only 
be used for that purpose. Your birth date will not be supplied to the client.   
 

2. Describe your overall sales experience in the specialty chemical market, specifically in the 
personal, home and/or fabric care markets. 
 

3. Describe the size of your sales volume and what was the average and largest total 
percentage of growth in revenue, over one year? 
 

4. Describe your experience in "grass roots" new business development efforts. 
 

5. Outline any experience you have for making strategic recommendations such as 
product/technology acquisitions, and other organic growth opportunities within a business. 
 

6. Describe your experience introducing/re-introducing new products into a market specifically 
in the personal, home and/or fabric care markets. Please provide examples. 
 

7. Besides English, what languages do you speak? What is your level of spoken and/or written 
fluency? 
 

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. Tell us about any entrepreneurial experience you may have and/or experience where you 
had to work as an independent contributor with very little day to day direction, versus 
working in a matrix style or highly supported environment.   
 

10. As this is a home-based position, are you able to conduct business from your present 
location? 
 

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

12. If we were to speak to your current boss when doing references, how do you believe 
he/she would describe your performance and your strengths and weaknesses? 
 
  

References  

Please provide three to six references. The first priority is customers, past bosses, then 
employees, then peers. 
 

Example: Bob Smith, currently – VP of Business Development at ABC Chemical 412-123-
4567, Email: bob.smith@abcchem.com. 
Was Business Development Director, my direct boss, while I was Business Development 
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) 

 



 
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 Scorecard                      Grade:_____                    Grader’s Name:________ 

Candidate Name:                                                                                                   
 

Client Name:  Warwick Chemicals                       Hiring Mgr’s Name: Paul Baxter 
 

 
Position:  Business Manager, Americas               HR Rep’s Name: Phil Kelsall  

 
Attribute A/B/C Comment 
1 .Education 
A = BS in a technical discipline 
(Science/Engineering)  
B = BS in business field 
C = BS in something other than above 

  

   
2.  Exp. selling surfactants and other specialty 
chemicals as it relates to personal, fabric or home 
care 
A = Yes 
B = Somewhat 
C = None or very little 

  

   
3.  Exp. significantly growing sales and the 
greatest percentage of annual increase 
A = Yes, and 15% or more 
B = Somewhat, and 10-15% 
C = No, and <10% 

  

   
4.  Exp. in “grass roots” new business 
development efforts 
A = Yes 
B = Somewhat 
C = No 

  

   
5. Exp. making strategic recommendations such 
as product/technology acquisitions and other 
organic growth opportunities within a business. 
A = Yes 
B = Somewhat 
C = No 

  

   
 
 
 
 
 

  



 
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. 
 

6. Exp. introducing/re-introducing new products 
into a market. 
A = Yes, specifically in personal, home, and/or 
fabric care. 
B = Somewhat, other market exp. 
C = None or very little 
   
7.  Multilingual – Speaks Spanish or Portguese 
A = Yes, speaks Spanish or Portuguese fluently 
B = Somewhat, knows Spanish or Portuguese but 
limited. 
C = No 

  

   
8.  Comfortable with Travel 
A = Yes, and is willing to travel extensively 
B = Can handle it, but would like to keep it at 50% 
or less 
C = Has issues and can’t travel extensively 

  

   
9. Entrepreneurial exp.   
A = Yes 
B = Somewhat 
C = No 

  

   
10. Able to work from a Home office. 
A = Yes, no issues and has done so for a majority 
of their career 
B = Can do it but prefers corp office 
C = No or has issues with it 

  

   
11.Compensation: 110K to 135K with bonus 30% 
A = 100K to 120K 
B = 80K to 100K or 130K to 150K 
C = below 80K or over 140K 

  

   
12.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 
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