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Company Information

More Information:

   www.tateandlyle.com

Tate & Lyle
Tate & Lyle (TATE.L) is a global provider 
of distinctive, high quality ingredients and 
solutions to the food, beverage and other 
industries. Their ingredients bring energy, 
vitality and innovation. 

Through their large-scale, efficient 
manufacturing plants and a network of 
research centers across the world, Tate & 
Lyle uses innovative technology to turn 
raw materials into distinctive, high quality ingredients for their customers. 
These ingredients add taste, texture, nutrition and increased functionality 
to products that millions of people around the world use or consume 
every day.

Strategy

Tate & Lyle's vision is to be the leading global provider of specialty food 
ingredients and solutions.

Brand Promise

With over 150 years’ experience as an ingredient supplier and innovator, 
Tate & Lyle knows just how challenging it is for their customers to keep 
delivering the next great food experience for consumers. 

Because people today demand extraordinary things. Food and beverage 
products that not only taste delicious, but have an irresistible texture and 
appearance. That are not only healthy, but convenient – and great value 
for money.    

In Tate & Lyle, food and beverage manufacturers have a partner who 
can help them meet those challenges, and retain their competitive edge 
locally and globally.

Together, they make food healthier and tastier. Enriching people’s lives, 
every day, around the world.

 

Click picture to see
Tate & Lyle's global locations

To learn more about                                                    
Tate & Lyle, click the 
picture to the left. 

http://www.ropella.com
http://www.tateandlyle.com/
http://www.tateandlyle.com/AboutUs/pages/whereweoperate.aspx
https://youtu.be/3AQf2V-jEo8
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Corporate Culture
Tate & Lyle is building a high performance culture, full of people who 
are passionate about performing to a consistently high standard in 
every area of their business. If everyone delivers high performance, they 
enhance their customer experience and feel motivated and committed to 
deliver great business results.

What they look for in their leaders

They've developed a framework called Delivering Success, which is aimed 
at making sure that all employees are completely aligned with their vision 
and business priorities. It provides the company with a global approach 
to understanding what great talent looks like and how they need to 
develop their people to achieve the success they are looking for.

This framework is set out in a way that shows you what they look for from 
you:

Setting direction - setting direction and priorities and gaining support 
of others:

   • Understanding the business

   • Understanding the strategy and plan

Energizing others - energizing and enabling colleagues to succeed

   • Building the team

   • Inspiring others

Delivering results - driving innovation and a culture of high 
performance

   • Taking ownership and accountability

   • Fostering innovation and creativity

   • Making decisions

"Whatever you do, wherever you are in the world, we are 
united by our shared vision and our desire to be the best"                                 

To learn more about Tate & Lyle's 
culture from their employees, click 
the image on the right.

Corporate Culture Information

Developing their people is 

essential to growing 

 Excellent track record in providing 
support, training and opportunity 

150-year history of safety, 
quality, and extraordinary 

innovation

Ability to break new ground

http://www.ropella.com
http://www.tateandlyle.com/careers/ourpeople/pages/ourstories.aspx
http://www.clariastarch.com/introducing-claria


Tate & Lyle
Director of Sales 4

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

Markets
Most of Tate & Lyle's customers are food and beverage manufacturers; 
in fact, they represent over 75% of their total sales. They also have many 
customers in the industrial, animal feed, pharmaceutical and personal 
care markets.  

They categorize their products into two types: specialty food ingredients, 
and bulk ingredients (which are sold in all four markets).

Industrial 

For many years, Tate & Lyle has sold starches to the paper and board 
industry, ethanol to the fuel industry, and acidulants for household 
goods. More recently, they’ve expanded into bio-products, such as Bio-
PDO™, which goes into textiles and plastics.

Towards the end of 2008, the global market for industrial ingredients 
came under severe pressure as a result of the economic downturn,                                                                                                                                   
and demand has remained at lower levels since then. Over the long 
term, however, they believe the trend towards greener living and the 
replacement of petrochemicals will continue to stimulate demand for 
industrial ingredients made from renewable sources, and particularly for 
their newer bio-products like Bio-PDO™.

Animal Feed 

Farmers and manufacturers of feed for livestock, fish and pets are 
important customers for the by-products of their production processes 
– principally corn gluten meal and corn gluten feed in Europe and the 
Americas. Selling these products is important because it helps them 
reduce the net cost of their raw materials.

Pharmaceutical and Personal Care 

A relatively small market for Tate & Lyle, pharmaceutical and personal 
care is one they expect will grow in the future while remaining relatively 
small as a proportion of total sales. At the moment, they sell two specialty 
ingredients into this market: Zemea™ (cosmetics and creams) through 
their joint venture DuPont Tate & Lyle BioProducts, and SPLENDA® 
Sucralose (used in oral care products and to sweeten medicines without 
adding calories).

Market Information

Tate & Lyle - by ship, by road, 
by air

Zemea® USP-FCC Propanediol 

for Food and Flavors

Tate & Lyle is a reliable supplier 
of corn-based ingredients, 

suitable for any animal species

One of  world's leading 
manufacturers of industrial 

starches

http://www.ropella.com
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Food & Beverage
For over 150 years, Tate & Lyle has been helping food and beverage 
companies create products that are loved by consumers throughout the 
world. They understand just what it takes – technically, commercially and 
operationally – to continue delivering the next great food experience.

That’s why, increasingly, their customers work with them not just as a 
supplier of great ingredients, but as a strategic partner: trusted advisers 
who’ll help them meet their goals and overcome their challenges.

Tate & Lyle's passion for developing exciting, market-winning products 
inspires a culture of constant innovation. This means they offer their 
customers:

• World-class ideas and expertise in ingredients, food applications and 
process technology.

• Global capability combined with regional insight, arising from their 
Application and Technical Service centers in countries around the 
globe.

• Speed to market, through their Open Innovation process.

Their ingredients are in the products of the vast majority of the world’s 
top 100 food and beverage companies. They work directly with these and 
other food and beverage manufacturers, offering high quality, distinctive 
ingredients and solutions.

Specialty Ingredients 

Specialty ingredients are those ingredients that use technology or 
intellectual property, enabling their customers to produce distinctive 
products and Tate & Lyle to obtain a price premium and/or sustainable 
higher margins. In these markets, their customers value technical and 
innovation capability, insight and flexibility. 

In this market, they mainly operate within three categories:

• Sweeteners, such as SPLENDA® Sucralose and crystalline fructose;

• Texturants, such as starch and gums; and

• Wellness ingredients, such as PROMITOR® dietary fibers, PromOat® 
Beta Glucan and SODA-LO™ Salt Microspheres.

Bulk Ingredients 

Bulk ingredients are relatively undifferentiated and are sold in markets 
where customers principally value supplier reliability, quality and value. 
These include ingredients such as high fructose corn syrup, acidulants 
and so forth.

SPLENDA® Sucralose is a zero 

calorie sweetener

PromOat® Beta Glucan is a gently-
produced natural component of 

wholegrain Swedish oats

 CLARIA® Functional Clean-
Label Starches

Click picture to learn more

Market Information

Innovation: a pipeline for the 

future

http://www.ropella.com
http://www.clariastarch.com/introducing-claria


Tate & Lyle
Director of Sales 6

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

Vincent Pinneri, SVP & General Manager 
Specialty Food Ingredients
Vincent is the SVP and General Manager of 
Specialty Food Ingredients at Tate & Lyle 
and has 20+ years' experience in business 
management in the food and beverage 
industry. Before coming onboard to Tate 
& Lyle, Vincent has worked in roles such as 
General Sales & Marketing Manager, Global 
Account Director, and General Manager 
at Coca-Cola Company, SPC Adorama, and 
Beverage Partners Worldwide.  He holds a 
Bachelor's degree in Economics from Flinders University and a Graduate 
Diploma in Accounting from the University of Adelaide

At the core of Vincent’s management style is good communication.  He 
is very direct, while making sure he is also constructive.  He wants his 
employees to be able to say that they are better for having worked for 
him: he challenges them and pushes them to grow, and gives them the 
space to do so.  At the same time, he has the utmost respect in and trust 
for his employees, and he welcomes them to challenge him the same 
way he does them.  He has a curious mind and loves to learn and push 
the status quo.  Vincent has been described as "one of the most astute 
leaders I have had the pleasure of working for and with. He has a wealth 
of knowledge from experiences across the globe and has the ability to 
read people and situations in a way that results in a calm and measured 
response to even the most difficult situations."

Over the course of his lifetime, Vincent has lived in five of the seven 
continents – in the United States in North America, Brazil in South 
America, Germany in Europe, Hong Kong in Asia, and in Australia.  Not 
surprisingly, travel is one of his passions.  He has visited 57 countries 
around the world, including Marakesh and the Republic of Maldives.  He 
speaks a number of languages; his native tongue is Italian, he learned 
English before starting school, and he learned Portuguese in about 6 
months when he lived in Rio de Janeiro.  His other interests include food, 
movies, and reading.  He is a self-described sports fanatic who will talk 
about any sport and any team.  His strong number-memory means that 
no matter what sports team you follow, he probably knows an interesting 
statistic about them.

"Making Food Extraordinary. It’s what we care about, what makes 
us unique – and what our whole business is geared towards."                                        
--Tate & Lyle

Hiring Manager Information

Vincent Pinneri
Click to read about Tate & 

Lyle's achievements

http://www.ropella.com
http://mediacentre.tateandlyle.com/r/1274/tate___lyle_celebrates_six_extraordinary_achievem
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Director of Sales
Key Responsibilities and Accountabilities

 � Develop and implement the five year strategy and Annual Operating 
Plan (AOP) for assigned categories. Ensure that the core category 
strategies are aligned with region priorities and embedded cross-
functionally. 

 � Lead the team in developing “strategic relationships” with priority 
customers by penetrating their organizations centrally and locally to 
identify key decision makers and influencers. Ensure that these vital 
contacts are provided with deep insights into Tate & Lyle’s abilities in 
terms of products, technology, IP, etc.  

 � Provide functional leadership and coaching to the Regional 
Account Managers and National Account managers in driving sales 
productivity and effectiveness, as well as delivering individual and 
overall category sales performance.

 � Establish and maintain a network of critical relationships, i.e., 
commercial, technical and procurement, via a map of key contacts 
(Tier A, B and C) aligned with designated Tate & Lyle resources tied to 
the right skills and knowledge. Personally manage relationship with 
identified “Tier A” contacts.

 � Develop constructive relationships with all internal stakeholders 
– particularly with SFI leadership, as well as functional and cross-
functional counterparts in Bulk Ingredients and Food Systems 
to ensure that a collaborative way of working is established and 
maintained throughout the organization. 

Skills and Knowledge

 � Leadership and networking skills – ability to inspire and lead direct 
reports and cross-functional resources through informal authority 
without line management control.

 � Proven B2B customer management experience of increasing total 
responsibility.

 � Strong strategic thinking, analytical and general management skills. 
Capable of driving profitable growth and managing a category P&L.

 � Demonstrated capability working in a complex matrix environment 
through extensive collaboration across functions to achieve value-
driven outcomes.

Position Information

http://www.ropella.com
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 � Technology-driven (experience operating in an SAP environment 
helpful) and experience maintaining CRM discipline through 
Salesforce.com or other CRM tools.

 � Excellent communication and presentation skills – both verbal and 
written.

 � Deep understanding of the food ingredients industry or custom 
food development environments preferred, but other food-oriented 
backgrounds will be considered. 

Ideal Candidate Profile

 � Leader will have demonstrated ability to consistently achieve sales 
goals through direct leadership and indirect cross-functional 
influence that delivers strong internal and external value.

 � Leading one of our strategic field sales categories, this person will be 
responsible for building our field sales “Go to Market” strategy for 
their assigned category. Accordingly, we need a person that has not 
only a strong trust-based presence from a leadership perspective, but 
also someone who understands the category and is able to design 
the “best in class” coverage strategy to advance the Tate and Lyle 
ambition. This person will also need to operate with a strong sense of 
urgency and appropriate sales leadership intensity.

 � This leader will have the experience and skills needed to ensure the 
team achieves broad customer penetration across core functions: 
innovation, marketing, procurement and manufacturing. The 
ideal candidate will need to lead a team in building trust-based 
partnerships with key customers with a fact-based approach. 

 � The individual must also have great communication and leadership 
skills with a balanced mindset for strategy and tactics. We 
desire for the candidate to possess a “big CPG company training 
and foundation,” followed by demonstrated success in smaller 
entrepreneurial environments. This role will require one to work 
hand-in-hand with the team and across functions to teach and 
empower - all the while growing the business. 

 � Cultural fit is critical and the right person will have a team attitude, as 
well as the desire and willingness, to do what it takes for the team to 
win. We need a “roll up your sleeves and get it done” leader who will 
lead by example and bring peer leaders, direct reports and cross-
functional business partners along on the journey. As we operate in a 
dynamic global environment – openness, creativity, problem solving 
and strong collaborative skills to identify and execute solutions will 
also be critical to success within this role. 

http://www.ropella.com
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Required Background and Experience

A background and/or set of experiences that are relevant and compelling 
for this role include the following:

 � Experienced sales leader in CPG food and beverage – or related 
industry – with a successful track record leading field sales or 
customer teams calling on a broad customer base. 

 � An HQ or field-based sales leader role – working closely with all other 
functions. 

 � Field sales leader that has sold to CPG food and beverage clients in 
any or all of the following products or services: 

 � Branded or private brand foods

 � Product development and co-manufacturing

 � Ingredients, flavors, etc.

 � Marketing services within the CPG industry

Required Education

 � B.S. Degree in business administration, marketing, food science or 
related field; MBA preferred

http://www.ropella.com
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Location Information
Hoffman Estates and Chicago, IL
 

With a population approaching 55,000, Hoffman Estates is a full-
service community. Their location provides excellent access to all 
major attractions within the Chicagoland area and the Midwest. 
Accommodations to suit all requirements, a variety of top-quality 
restaurants, good shopping, and many other attractions – both natural 
and man-made – have resulted in Hoffman Estates becoming one of the 
premier suburban communities in the state of Illinois.                                                                                                                                  

Chicago is located in northeastern Illinois at the southwestern tip of 
Lake Michigan. Chicago’s history and economy are closely tied to its 
proximity to Lake Michigan, which moderates Chicago’s climate. The 
outcome of the Great Chicago Fire led to the largest building boom in the 
history of the nation and ultimately the skyscraper era. Today, Chicago’s 
skyline is among the world’s tallest and most dense. Chicago has one of 
the largest gross metropolitan products in the nation and has been rated 
as having the most balanced economy in the United States. Chicago 
was named 4th most important business center in the world in the 
MasterCard Worldwide Centers of Commerce Index. 

Chicago boasts over 600 public elementary and high schools citywide, 
including several selective-admission magnet schools. The school district 
ranks as 3rd largest in the U.S. Chicago also has a large network of private 
schools primarily administered by various religious denominations. 
Chicago is also home of the prestigious Chicago Academy for the Arts, an 
arts high school heralded as the best in the country.

Chicago was named the Best Sports City in the United States by Sporting 
News in 1993, 2006, and 2010. The city is home to many teams who need 
no introduction, such as the Chicago Cubs, Chicago White Sox, Chicago 
Bears, Chicago Bulls, Chicago Fire, and Chicago Blackhawks. The Chicago 
Marathon has been held since 1977. In 1994, the United States hosted 
a successful FIFA World Cup at Soldier Field on Chicago’s downtown 
lakefront. Chicago has also hosted major wrestling matches, including 
WrestleMania 22, and pay-per-view events. 

When Chicago incorporated in 1837, it chose the motto “Urbs in Horto,” a 
Latin phrase meaning a “City in a Garden”. Today the Chicago Park District 
consists of 552 parks with over 7,300 acres of municipal parkland as well 
as 33 sand beaches along Lake Michigan, 16 historic lagoons and 10 bird 
and wildlife gardens. Nine lakefront parks render the Chicago Park District 
the nation’s largest municipal harbor system. 

Chicago

Chicago Bulls

Lincoln Park

Hoffman Estates

http://www.ropella.com
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Any shopping adventure in Chicago should begin with the granddaddy 
of all Chicago retail: The Magnificent Mile. This cosmopolitan, history-
packed section of Michigan Avenue teems with shopping, dining, and 
entertainment treasures that make any vacation unforgettable. Chicago’s 
shopping destinations also extend throughout the city. Chicago’s Loop 
has been a shopper’s paradise for more than a century and is anchored by 
State Street, where residents can stroll through the legendary Macy’s on 
State Street. 

Chicago’s theatre community spawned modern improvisational theatre. 
Renowned Chicago theater companies include the Steppenwolf Theatre 
Company, the Goodman Theatre, and the Victory Gardens Theater. 
Chicago offers Broadway-style entertainment at theaters such as Ford 
Center for the Performing Arts Oriental Theatre, Bank of America Theatre, 
and more. Classical music offerings include the Chicago Symphony 
Orchestra, recognized as one of the finest orchestras in the world. Also 
performing regularly at Symphony Center is the Chicago Sinfonietta, a 
more diverse and multicultural counterpart to the CSO. In the summer, 
many outdoor concerts are given in Grant Park and Millennium Park. 

Chicago cuisine lays claim to a large number of regional specialties. 
Included among these are its nationally-renowned Chicago-style hot dog 
and the deep-dish pizza. Although locally, the Chicago-style thin crust 
is also popular. There are two distinctly Chicago sandwiches, the Italian 
beef sandwich, and the Maxwell Street Polish. Portillo’s is one of the most 
dominant chains among local-cuisine restaurants. The grand tour of 
Chicago cuisine culminates annually in Grant Park at the Taste of Chicago, 
the largest food festival in the world. Chicago has developed into one of 
the world’s premiere restaurant cities.

The Chicago Theatre

Sixteen Dining Room

The Magnificent Mile

http://www.ropella.com
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Location Links

General Area Links
Village of Hoffman Estates 
www.hoffmanestates.org

City of Chicago 
www.cityofchicago.org

Shopping
The Magnificent Mile 
www.themagnificentmile.com

Water Tower Place 
www.shopwatertower.com

The Shops at North Bridge 
www.theshopsatnorthbridge.
com

Arts & Entertainment
Visit Hoffman 
http://www.visithoffman.com

Choose Chicago 
www.choosechicago.com

Expedia - Things to Do 
thingstodo.expedia.com/
chicago-illinois-activities

Chicago Theatre 
www.thechicagotheatre.com

Education
Chicago Public Schools 
www.cps.edu

City Colleges of Chicago 
www.ccc.edu

The University of Chicago 
www.uchicago.edu

The University of Illionois 
www.uic.edu

Sports
Chicago White Sox 
chicago.whitesox.mlb.com

Chicago Bulls 
www.nba.com/bulls

News
Chicago Tribune 
www.chicagotribune.com

Chicago News 
www.nbcchicago.com

Real Estate
Zillow - Hoffman Estates, IL 
www.zillow.com/hoffman-estates-il

Zillow - Chicago, IL 
www.zillow.com/chicago-il

Chicago, IL

http://www.ropella.com
http://www.hoffmanestates.org
https://www.cityofchicago.org/
https://www.themagnificentmile.com
https://www.shopwatertower.com/
http://www.theshopsatnorthbridge.com/
http://www.theshopsatnorthbridge.com/
http://www.choosechicago.com
https://thingstodo.expedia.com/chicago-illinois-activities/
https://thingstodo.expedia.com/chicago-illinois-activities/
http://www.thechicagotheatre.com
http://www.cps.edu
http://www.ccc.edu
http://www.uchicago.edu
http://www.uic.edu
http://www.uic.edu
http://www.nba.com/bulls
http://www.chicagotribune.com
http://www.nbcchicago.com
http://www.zillow.com/hoffman-estates-il
http://www.zillow.com/chicago-il
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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

For more information contact:

Robbie Ropella

President - Executive Search

Ropella  

850-983-4883

robbie@ropella.com

http://www.ropella.com
http://ropella.com/
mailto:robbie%40ropella.com?subject=


 

 

 

Skill Survey 
Director of Sales 

Name:        Date:       
 

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

      

2. Outline your expertise, including years of experience, in commercial roles related to the 
food industry. Highlight all B2B and specialty ingredient experience. 

      

3. What programs, tools and processes do you regularly employ when developing sales 
strategies? Which do you prefer and/or have found the most useful and why? 

      

4. Outline the tools and technology you have experience using to manage a sales pipeline 
(i.e. Salesforce.com, SAP, etc.). Which of these do you prefer and why?  

      

5. Describe your sales and marketing experience as it relates to others. Include in your 
description your experience with Account Planning/Execution, Territory Planning/Execution, 
and Industry level Planning/Execution, as well as your experience with systematically 
managing a sales opportunity portfolio. 

      

6. Outline your experience overseeing the management of significant key accounts. 

      



7. Share an example of an innovative sales/business development strategy you created and 
implemented; what steps did you take to accomplish the vision, how did you achieve 
internal buy-in from key stakeholders and what were the bottom-line results? 

      

8. Outline any P&L responsibilities you have held. 

      

9. Outline your experience managing, growing and mentoring high performing sales teams. 
What is your total number of years experience in sales team management? What is the 
largest team you have lead and what territory was that team responsible for?  

      

10. How would you characterize your personal leadership style? What are some effective ways 
you have found to motivate a team to a higher level of performance? 

      

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

      

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

      

13. 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? 

      

14. Have you ever applied, either directly or through a third party, for any role with Tate & Lyle? 
If so what was the date of your most recent application (month/year)? 

      



 
References  
Please provide three to six references. The first priority is current and/or past supervisors, then 
employees, then peers, then customers (where appropriate). 
 

Example: Bob Smith, currently - Business Director at ABC Corporation 412-123-4567,  
Email: bob.smith@abccorp.com. Was Business Director, my direct supervisor, 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 Comparison Score Card is to be completed on every candidate you have 
now screened as a potential fit. If you can tell that some of the candidates are probably 
Low level (in a superficial overview) in comparison to others you set those aside now 
and just score the rest. The Score Card will help you objectively weigh all the Must 

Haves and even the preferences in such a way that at the end of using the Score Card 
process you can be pretty sure who the High plus candidates are, who the High 

candidates are, and who the Medium candidates are. Then we focus on scheduling for 
the High Potentials. 

 

  

 

Candidate Comparison-Scorecard   Grader's Name: 

Candidate Name:   Grade: 

Client Name: Tate & Lyle   Hiring Mgr: Vincent Pinneri 

Position: Director of Sales   HR Contact: Roberto Pescador 

Salary Range: 170K - 190K 
  

Candidate 
Base:                        Bonus: 

Communications: L = Heavy Accent - Hard to Understand    M = Accent - Understandable    H = No Accent 

- Easy to Understand 

Comment: 
  

 
  

Attribute H/M/L Comment 

1. Education 
H = B.S. in Business Administration, 
Marketing, Food Science, or related 
field 
M = Bachelor's degree not in the 
above areas 
L = +1/2 MBA 

    

      



2. Commercial Food Experience 
H = 15+ years B2B specialty niche 
sales experience, with some food 
experience +1/2 for specialty food 
ingredients 
M = 15+ years sales experience in 
another area 
L = Less than 15 years sales 
experience 

    

      

3. Sales Strategies 
H = Specific answer indicating specific 
strategies that led to success 
M = General answer that indicates 
some sales strategy development 
L = Answer does not demonstrate a 
sales strategy repertoire 

    

      

4. Pipeline Management Technology 
H = Intricately familiar with sales 
pipeline management tools and 
technologies 
M = Has some familiarity with pipeline 
management tools and technologies 
L = Is not comfortable utilizing these 
tools 

    

      

5. Planning/Execution Experience 
H = This is a significant part of current 
role 
M = Has done this in a previous role 
L = Minimal experience in this area 

    

      

6. Key Accounts 
H = Detailed answer outlining 
successes in managing significant key 
accounts 
M = Broad answer indicating some 
success in this area 
L = Answer does not indicate success 
in this area 

    

      



7. Strategy Implementation Example 
H = A specific achievement is noted in 
this response with significant positive 
results 
M = General answer that indicates 
some success in this area 
L = Answer does not demonstrate the 
ability to design and implement 
innovative sales strategies 

    

      

8. P&L Responsibility 
H = P&L Responsibility in multiple 
roles 
M = Some previous P&L 
Responsibility  
L = Limited history of P&L 
Responsibility 

    

      

9. Team Management 
H = 10+ years of management 
experience; has managed teams of 5+ 
people 
M = 7-10 years of management 
experience; has managed teams of 3-
5 people 
L = Less than 7 years of team 
management experience 

    

      

10. Leadership Style 
H = Answer indicated a well thought 
system for maximizing the potential of 
a team 
M = General answer indicating some 
leadership abilities 
L = Answer does not indicate proven 
leadership skills 

    

      

11. Travel 
H = Road warrior open to >30% travel 
M = Prefers 20% - 30% travel 
L = Requires less than 20% travel 

    

      



12. Non-Compete 
H = No relevant non-compete or non-
disclosure in place 
M = Has a peripheral non-compete or 
non-disclosure in place - could limit 
some activities 
L = Has a strong relevant non-
compete or limiting non-disclosure 

    

      

Grading Point System: 
H’s = 4 
M’s = 3 
L’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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