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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
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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.
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Purolite has partnership arrangements with respected academic 
institutions and individuals in many countries, and their customers 
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
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Jacob Brodie – Vice President
Jacob has worked for the Purolite organization for 17 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 7 year old son and a 3 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 focuses 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
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Technical Sales Manager
Primary Function: 
§  Development of new business and continued sales revenue growth.

Principal Responsibilities: 
§  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 their position (market share, price level, 
margin, customer follow-up, and confidence.)

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

§  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 handle 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.)

Qualifications:
§  College degree required, BS in Chemical Engineering, 

Chemistry or related technical degree

§  Experience working in the Ion Exchange Resin market

§  Knowledge of the customer base and established relationships in the 
Ion Exchange Resin market

Position Information
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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.



Purolite
Technical Sales Manager 8

Ropella | Executive Search and Consulting — Chemical and Allied Industries | www.ropella.com

Philadelphia, PA
Purolite is headquartered in Bala Cynwyd, and suburb of Philadelphia, PA.

Philadelphia, a dynamic place where big city excitement meets 
hometown charm. Famous as the birthplace of life, liberty and the pursuit 
of happiness, the cradle of liberty offers much more than cobblestone 
streets and historical landmarks. Cultural, culinary, artistic and ethnic 
treasures abound in this city and its surrounding countryside. The fifth-
largest city in the country, Philadelphia is a welcoming place, a city based 
on freedom of expression.

New and one-of-a-kind attractions, a wealth of art and culture, 
renowned performing arts companies, awe-inspiring architecture, a 
walkable downtown, seemingly endless shopping and a restaurant 
renaissance that has caught the world’s attention all promise to create an 
unforgettable Philadelphia.

Area Information
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Philadelphia Events and Attractions
Independence Hall         Click Name to View Web Site
During the blistering summer of 1776, 56 courageous men gathered at 
the Pennsylvania State House and defied the King of England. Eleven 
years later, representatives from 12 states gathered to shape the U.S. 
Constitution, finally creating one unified nation.

The Liberty Bell Center
The Liberty Bell has a new home, and it is as powerful and dramatic as the 
Bell itself. Throughout the expansive, light-filled Center, larger-than-life 
historic documents and graphic images explore the facts and the myths 
surrounding the Bell.

Fairmount Park
With more than 9,200 acres of rolling hills, gentle trails, relaxing 
waterfront and shaded woodlands, Fairmount Park keeps a wealth of 
natural landscapes within easy reach of all city residents. 

Philadelphia Folk Festival
The Philadelphia Folk Festival is a three-day festival of folk music that has 
been held annually in Schwenksville, Pennsylvania since 1962. Thousands 
of attendees share, join together, and perform the myriad forms of music 
one expects) of a music festival.

The Piazza at Schmidts
Located in Northern Liberties, the Piazza at Schmidts is a beautifully 
landscaped, 80,000 square-foot, open-air plaza with free events year-
round, surrounded by three new buildings including 35 artists’ studios 
and boutiques and four new restaurants.

Dragon Boat Festival
The Philadelphia Dragon Boat Festival features over 40 teams, 
participating in an over 2000-year-old Chines tradition. The event takes 
place on the Schuylkill River racecourse in Fairmount Park.

Bastille Day
Every year, Venezuelans celebrate the invention of their delightful pastry, 
the bastille...or, if you prefer the truth, you can join the French and 
francophiles in a celebration of the fall of the prison fortress known as the 
Bastille, a turning point in the French Revolution.

Institute of Contemporary Art
Ever since Andy Warhol and his entourage caused a near-riot here in 
1965, the ICA has been shaking up the city with shows revealing the 
hottest and coolest trends in contemporary art. 
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Links

Philadelphia Area Links

Philly.com

The City of Philadelphia

Philly Visitor

Arts & Entertainment
Helium Comedy Club

Philadelphia Museum of Art

Merriam Theater

Academy of Natural Sciences

Arts & Entertainment Examiners

Education

Philadelphia School District

University of Pennsylvania

Drexel University

Pennsylvania Academy of Fine Arts

Shopping
The Gallery at Market East

South Street

Reading Terminal Market

Professional Sports
Philadelphia 76ers

Philadelphia Eagles

Philadelphia Phillies

Philadelphia Kixx

Local News Publications
The Philadelphia Inquirer

Philadelphia Daily News

Real Estate
Philadelphia’s Real Estate

Philly Living

City Space

http://www.philly.com/
http://www.phila.gov/Pages/default.aspx
http://www.phillyvisitor.com/
http://www.heliumcomedy.com/
http://www.philamuseum.org/
http://www.kimmelcenter.org/events/?venue=235
http://www.ansp.org/
http://www.examiner.com/arts-and-entertainment
http://www.phila.k12.pa.us/
http://www.upenn.edu/
http://www.drexel.edu/
http://www.pafa.org/
http://galleryatmarketeast.com/
http://en.wikipedia.org/wiki/South_Street_%28Philadelphia%29
http://www.readingterminalmarket.org/
http://www.nba.com/sixers/
http://www.philadelphiaeagles.com/
http://philadelphia.phillies.mlb.com/index.jsp?c_id=phi
http://www.kixxonline.com/
http://www.inquirer.com/
http://www.phillydailynews.com/
http://www.phillyliving.com/
http://philadelphiarealestatehub.com/
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Other Opportunities:
Purolite is also filling other roles, including:

§ Product Manager - Ion Exchange Resins

If you have open positions in your organization, 
give us a call and put our people and our process 

to work for you.

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



Technical Sales Manager
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 experience selling Ion Exchange Resins or related products. 

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

4. Outline major Ion Exchange customers with whom you have the most experience. 

5. Outline the territories that you cover or have covered while in ion water purification 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 intrapreneurial opportunities where you were 
driven to successfully convert business opportunities into sales and profits. 

8. Describe your level of experience with Microsoft Office software, & PowerPoint as well as 
contact database managers such as Goldmine or ACT, etc. 

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?  

10) 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 past bosses, then employees, 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 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)



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

Candidate Name:                                                                                                   

Purolite:                                                 Hiring Manager’s Name:  JACOB BRODIE 

Position: TECHNICAL SALES MANAGER       HR Rep’s Name: 

Attribute A/B/C Comment 

1.  Exp. selling Ion Exchange Resins and/or 
related chemistries/technologies 
A = 5-10 yrs 
B = 3-5 yrs 
C = >3 yrs 

                            or 
2.  Exp. selling Water Purification Equipment 
A = 5-10 yrs 
B = 3-5 yrs 
C = >3 yrs 

3. Greatest growth in a sales territory 
A= 15% + 
B=10 – 15% 
C= > 10% 

4. Education 
A = B.S./B.A. in Chemistry/ChemE  
B = BS/BA in business (Mktg, Mgmt, etc) 
C = Degree in something else (PR, History, etc) 
       or no degree 

5.Compensation: Target 80K to 100K base with 
minimal bonus
A = 70K to 80K 
B = 90K to 100K 
C = above 100K 

6.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  

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.



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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