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Business Manager, Esters
Principle Accountabilities
Reporting directly to the Vice President of Sales & Marketing, the 
Business Manager is responsible for marketing produced at production 
sites & developing new client relationships and managing the sales 
and service of Ester products.

Requirements
 � Bachelor’s in Marketing or equivalent experience

 � At least 5 to 7 years experience in a marketing or sales 
management position

Performance Measures & Standards
 � Formulate, direct, and coordinate marketing activities and policies 

to promote Ester products and services, working with advertising 
and promotion managers. 

 � Identify, develop, or evaluate marketing strategy, based on 
knowledge of establishment objectives, market characteristics, 
and cost and markup factors. 

 � Compile lists describing product or service offerings. 

 � Use sales forecasting or strategic planning to ensure the sale and 
profitability of products, lines, or services, analyzing business 
developments and monitoring market trends. 

 � Coordinate or participate in promotional activities or trade shows, 
working with developers, advertisers, or production managers, to 
market products or services. 

 � Consult with buying personnel to gain advice regarding the types 
of products or services expected to be in demand.

 � Contact new and existing customers to discuss their needs, and to 
explain how these needs could be met by specific products and 
services. 

 � Answer customers’ questions about products, prices, availability, or 
credit terms. 

 � Quote prices, credit terms, or other bid specifications. 

 � Emphasize product features based on analyses of customers’ 
needs and on technical knowledge of product capabilities and 
limitations. 

Position Information

http://www.ropella.com
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 � Negotiate prices or terms of sales or service agreements. 

 � Maintain customer records, using automated systems. 

 � Identify prospective customers by using business directories, 
following leads from existing clients, participating in organizations 
and clubs, and attending trade shows and conferences. 

 � Prepare sales contracts for orders obtained, and submit orders for 
processing. 

 � Select the correct products or assist customers in making product 
selections, based on customers’ needs, product specifications, and 
applicable regulations. 

 � Collaborate with colleagues to exchange information, such as selling 
strategies or marketing information. 

 � Other duties as required and assigned.

Customer Service, Teamwork, & Code of Conduct
 � Maintain a safe, legal and environmentally protective operation 

 � Listen to our customers, suppliers and employees 

 � Respond quickly to customer concerns 

 � Provide flexible and innovative strategies to support new business 
opportunities 

 � Be cost effective in the utilization of our resources, thereby 
contributing to the profitability of customers 

 � Strive for continued improvement 

 � Willing and eagerness to learn

 � Maintain positive “Can Do” attitude 

http://www.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.
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Skill Survey 
Business Manager - Esters 

Name:        Date:       
 

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

      

2. What is your total number of years in sales, marketing and business development roles 
involving specialty chemicals? Which chemical products/lines have you sold or marketed 
the most often and/or had the most success with? 

      

3. Give an overview of your experience selling specialty ingredients into the personal care 
market. Particularly highlight any direct experience selling cosmetic esters. 

      

4. Share an example of a time when you developed a vision for an innovative sales/business 
development strategy; what steps did you take to accomplish the vision and what were the 
bottom-line results? 

      

5. Describe the largest one year sales increase you have spearheaded and how that increase 
was accomplished. 

      

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

      

7. Describe your experience developing marketing strategies and directing and coordinating 
marketing activities. 

      

8. Describe your experience of participating in the early stages of market led new product 
blue-printing, product development and new product launch. 

      

9. Describe your experience overseeing successful pricing strategies. Break down your 
answer into two parts, the first part showcasing your understanding of how to formulate 
value based pricing plans based on appropriate segmentation and the second part 
demonstrating your ability to implement plans. 



      

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

      

11. 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? 

      

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? 

      
 

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. 
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3)       
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Our grading sheet 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:  Peter Cremer North America     Hiring Mgr’s Name: Mack Findley 

 

 
Position: Business Manager - Esters              HR Rep’s Name: Kimberely Bacovin  

 

Attribute A/B/C Comment 

1. Education 
A = BS/BA in Marketing or Business 
B = BS in Technical 
C = BS/BA in something other than above 

  

   

2. Specialty Chemical experience 
A = Extensive experience in an applicable setting 
including current role  
B = Applicable experience but not in current role 
or only 3 - 5 years applicable experience 
C = <3 years applicable experience 

  

   

3. PC additives Sales experience 
A = Extensive with specific experience selling 
cosmetic esters 
B = Extensive PC but no cosmetic esters 
C = Has sold into Personal Care but not 
extensively 

  

   

4. Developing Business Development Strategies 
A = Well defined example with clearly defined 
successful results  
B = General answer pointing to success in this 
area 
C = Very generic answer 

  

   

5. Largest 1 year sales increase 
A = High percentage increase and clearly defined 
strategy 
B = moderate increase or high increase but no 
clearly defined strategy 
C = little or no increase or strategy indicated 

  

   

6. Grass root business development 
A = Extensive experience – part of current 
responsibilities 
B = Moderate experience – has done this 
successfully in the past 

  



 
Our grading sheet 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. 
 

C = Little or no grass roots business development 
experience 

   

7. Marketing Strategy Experience 
A = Extensive experience – part of current 
responsibilities 
B = Moderate experience – has done this 
successfully in the past 
C = Little or no marketing strategy development 
experience 

  

   

   

8. New Product Development strategy 
A = Extensive experience – part of current 
responsibilities 
B = Moderate experience – has done this 
successfully in the past 
C = Little or no product development strategy 
experience  

  

   

9. Pricing Experience 
A = Extensive experience – part of current 
responsibilities 
B = Moderate experience – has done this 
successfully in the past 
C = Little or no product development strategy 
experience 

  

   

10. P&L Responsibility 
A = Yes 
C = NO 

  

   

12. Compensation: $90,000 - $120,000 
A = $100,000 to $115,000 
B = $90,000 to $99,000 or $116,000 - $120,000 
C = >$90,000 or <$120,000 

  

   

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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