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Presperse Corporation
The Company
Presperse, founded in 1981 by 
the late Alan B. Black, began its 
success as a company based upon 
a single technology. Today, with 
a diverse portfolio of over 300 
materials, Presperse continues 
to expand as a successful 
international organization 
servicing the cosmetic and 
personal care industry with unique and technologically advanced 
specialty raw materials, under the umbrella of Sumitomo Corporation. 

Company headquarters, located 
in Somerset, NJ, house Presperse’s 
corporate offices, R&D, and expanded 
warehouse facilities. The establishment 
of strategic international warehousing 
locations as well as their worldwide 
network of partners increase their 
ability to service their customers more 

efficiently on a global basis. The strength of Presperse is based on their 
talent to identify, source, and develop advanced technologies giving 
them the capacity to fulfill their customer’s needs for product innovation.

The Mission
Presperse’s commitment to excellence begins with their people, who 
are united in a common goal of achieving success with their external 
customers, internal team, and suppliers. They are a premier supplier of 
innovative technical solutions for a network of global customers, and 
they intend to remain a market leader for raw materials used in the 
Cosmetics and Personal Care Industry.

As Presperse moves forward in establishing their organization as an 
international brand, their mission is to:

 � Bring the global cosmetic and personal care industry, strong market 
insight, technology innovation, and creative inspiration.

 � Strengthen their position as a global technology solution provider, 
dedicated to the advancement of cosmetic science.

Company Information

More Information:
www.presperse.com

http://www.ropella.com
http://www.presperse.com/
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 � Maintain their high standards of customer service and quality with 
the highest of ethical standards.

 � Uphold their corporate charter defined by the Seven C’s of Presperse 
Culture:

The Products
Presperse offers a wide variety of ingredients across four primary 
categories:

 � Skin

 � Hair

 � Sun

 � Color

They offer four product lines, including:

 � Acqua Pelle

 � Lumiesse

 � MAGICOLORS

 � Pellicer

http://www.ropella.com
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The Culture
Historically, Presperse has been a family owned and operated company, 
and very family oriented. They were later acquired by Sumitomo and 
grew into a very passionate and hardworking small company with an 
entrepreneurial mindset. They value honesty and openness, and team 
members are given hands-on guidance early on for the projects they 
begin, quickly shifting to a hands-off policy once the project takes off. 
Presperse  values their people, and ensures fair and equal opportunities 
among their staff, resulting in a very loyal and fulfilled team.

http://www.ropella.com
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Personal Care Account Manager, Northeast
Responsibilities
Grow sales in territory in line with the strategic plan, build strong 
customer relationships, contact all levels at assigned accounts 
especially targeting key technical decision makers, participant in 
strategy development & implementation. 

Desired Skills/Experience
 � Minimum 3-5 years selling experience; a focus on personal care 

markets is highly desired

 � In-depth knowledge of the personal care market 

 � Demonstrated sales/people skills and/or aptitude. Candidate 
should have a proven sales record or show that he/she has 
the aptitude to succeed in a technical and relationship driven 
business.  

 � A great passion for selling and winning 

 � Personality  traits  that  include  integrity,  tenacity,  perseverance,  
empathy,  and  a  can-do,  positive  attitude. 

 � Must  be  willing  to  work  independently  (after proper  training)  
and  be  a  self  starter. 

 � Must  possess  solid  communication  skills  (both  written  and  
verbal). 

 � Must  be  willing  to  work  long  hours,  at  times,  and  be  a  team  
player.  Flexibility is a must.   

Position Information

http://www.ropella.com
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Skill Survey 
North East Personal Care Account Manager 

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 roles involving specialty ingredients and/or 
semi-commodities? Which chemical products/lines have you sold the most often and/or had 
the most success selling? 

      

3. Give an overview of your experience selling into the personal care and cosmetics industry. 

      

4. Provide an overview of the major personal care customers with whom you have the most 
experience. (ie: Energizer, Avon, Unilever, etc).  

      

5. Describe formal and informal sales training courses/activities you have taken. 

      

6. Outline the territories that you cover or have covered while in chemical sales. 

      

7. Describe your most difficult experience negotiating with a customer and what was the 
outcome?  

      

8. Outline how you have worked with internal teams to solve a customer problem. 

      

9. 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? 

      



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

      

11. 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. 

 
1)       
 
2)       
 
3)       

 
4)       
 
5)       
 
6)       
 



 
Our Candidate 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: Presperse                                  Hiring Mgr:  
 

 
Position: Personal Care Account Manager, NE   

 
Attribute A/B/C Comment 
1. Education 
A = BS in chemistry or related 
B = BS in non-technical/non-business field 
C = No BS degree 

  

   
2.  Total number of years in sales involving 
specialty chemicals/semi-commodities.  
A = 3-5 years 
B = 2-3 years/10-15 years 
C = <2 years/more than 15 

  

   
3. Sales experience within the personal 
care/cosmetics industry  
A = Extensive- a majority of sales career in the 
personal care industry  
B = Medium - Current or significant previous sales 
role in the personal care industry  
C = Low- Diverse background with some 
applicable experience 

  

   
4. Experience with major customers/major 
suppliers to customers 
A = Extensive – able to list many major 
customers/suppliers that they have experience 
with 
B = Average – able to list a few major 
customers/suppliers that they have experience 
with 
C = Little or no experience with major 
customers/suppliers that they have experience 
with 

  

   
5. Territories Covered 
A = NE 
B =  Other than NE in North America 
C = Global 

  

   
6. Negotiation Skills   


	Binder9
	Binder2
	Ropella_Adhesives_Sealants_Glues_Caulks_Manufacturing_Sales_Gen_Mgr_Sales_Dir_Soudal_Case_Study2
	cover



	Presperse-PC_Acct_Mgr_NE-OMP
	Presperse North East Personal Care Account Manager - SS
	Presperse North East Personal Care Account Manager - SC

	Button25: 
	Button26: 
	Button27: 
	Button28: 


