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Peter Cremer North America (PCNA)
Peter Cremer North America, LP (PCNA) located in Cincinnati, Ohio is a 
part of CREMER GmbH & Co., of Hamburg, Germany. Established in 1999, 
PCNA is a domestic oleochemical supplier with global reach.

Established by Peter Cremer in 1946, they are a family-run company to 
this day. Today CREMER has numerous companies with approx. 1,900 
employees worldwide. Their headquarters in Hamburg coordinates the 
international network for trade, processing and shipping. CREMER’s 
company policy is characterized by responsible and dependable 
entrepreneurship combined with flexibility and innovative thinking. As a 
high-performance supplier of oleochemical specialties for the cosmetic 
and pharmaceutical industry, the technology sector, for food and feed, 
CREMER OLEO offers its customers supply safety at the highest quality 
level. Their own production capacities, future-oriented investments and a 
performance-oriented and motivated team offer the best conditions for 
long-term success. 

PCNA provides:
 � Full Line of Oleochemicals

 � Full Service: Pails, Drums, Bags, Intermediate Bulk Containers, Trucks, 
Railcars

 � Flexible Business: Blending, Flaking, Packaging, Specialized Products

 � Dedication to helping customers grow their business

 � Quality Consistently Meeting or Exceeding Expectations

 � Domestic Service with Global Reach

 � Competitive Pricing

Company Information

More Information:
petercremerna.com

http://www.kochind.com
http://www.jnj.com/
http://petercremerna.com
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Cremer Past & Present 
 � 1946 CREMER OLEO GmbH & Co. KG is founded in Germany as a grain 

trading company for animal feed components and other agricultural 
products.

 � 1970s-1999 Advanced into fats, oils and oleochemical operations as 
an extension of the animal feed business. Cremer established itself 
in world markets by embarking on enterprises focused on trading, 
production, oleochemicals & logistics.

 � 1991 Obtained oleochemical manufacturing capabilities by acquiring 
Prignitzer Chemical in Germany. Oleochemicals range from fatty 
acids, esters, & MCT’s.

 � 1999 Peter Cremer North America, LP was established in Cincinnati, 
Ohio.

 � 2003 Peter Cremer North America, LP introduced Nexsol Biodiesel. 
The first company to register with the EPA as a BQ-9000 biodiesel 
producer & marketer.

 � 2008 Cremer Care is launched supplying natural and organic 
ingredients for the personal care industry.

 � 2012 CREMER GmbH & Co. purchases Sasol’s Witten, Germany facility 
for producing fats & waxes — WITEPSOL, DYNASAN®, WITOCAN, 
SOFTISAN®; emollients —MIGLYOL®, DYNACERIN and emulsifiers —
IMWITOR®, DYNACET.

http://www.kochind.com
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Cremer Oleo
From the CREMER’s headquarters in Hamburg, CREMER OLEO coordinates 
the global marketing, production and logistic activities of its subsidiaries 
and branches located around the globe. CREMER OLEO´s core activities 
include the worldwide sourcing of oleo chemical raw materials, 
processing, warehousing and supplying customers in various industries 
with products customized to their needs. CREMER OLEO is committed 
to exceptionally high standards of quality, sustainable production, 
appropriate storage facilities and on time delivery.

Sustained research and the development and manufacture of innovative 
plant-based products at the production sites in Wittenberge and Witten: 
that is the basis of high-quality raw materials for customers in cosmetics, 
pharmaceuticals, food, and homecare. The powerful green product range 
includes distilled fatty acids, fatty alcohols, glycerin, esters, and soap 
noodles, as well as vegetable oils and care ingredients.

Corporate Values

 � As a family-run company, Cremer feels that they have a particular 
responsibility for the well-being of employees and their personal 
development.

 � They treat one another openly and honestly, stick together, and listen 
to one another.

 � They enjoy their work because they work together in a successful 
team. They laugh together and also laugh at themselves as an 
expression of their vitality.

 � They carefully observe the developments inside and outside their 
company to seize opportunities and anticipate risks.

 � They see themselves as being cosmopolitan. This implies, as a matter 
of course, a cross-cultural attitude, and tolerance, as well as a decent 
and respectful demeanour.

 � They have always been committed to an environmentally friendly 
way of using the world’s resources.

 � They are a performance-oriented company that strives to improve 
continuously.

 � Long-term success is more important to them than short-term profit.

Division  Information

More Information:
cremeroleo.de

http://www.kochind.com
http://www.jnj.com/
http://www.cremeroleo.de
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Excipients
CREMER has gathered their activities for the pharmaceutical industry 
under the roof of CREMER Health, with a strong commitment to quality 
leadership in Oleoceuticals. 

The company’s pharmaceutical excipients for topical, oral and rectal 
applications as well as their oleo-chemical based active pharmaceutical 
ingredients for enteral and parenteral applications have been enjoying a 
good reputation for decades. 

The WITEPSOL® product range with its different types is the worldwide 
leading market standard for suppository bases (adeps solidus). CREMER’s  
MIGLYOL® brand comprises their MCT oil as well as related C8-C10 
fatty esters. The IMWITOR® product family provides functionalized 
lipids for drug delivery systems. With DYNASAN®, they offer monoacid 
triglycerides for various applications requiring precise physico-chemical 
characteristics. 

Highest quality standards are continuously improved and controlled 
by the relevant German authority and US- FDA as well as throughout 
regular customer audits by multi-national companies. CREMERS strict 
commitment to quality is underpinned and rewarded with the repeated 
granting of EU-GMP as well as repeated US- FDA approval. 

http://www.kochind.com
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Monna Manning 
Monna Manning, Business Specialties Manager at Peter Cremer North 
America, has a business development and technical background primarily 
in the oleochemical manufacturing industry.  She has twenty-five years of 
chemical industry experience which includes management, marketing, 
sales, plant scale-up, product innovation and formulation.  Monna is the 
author or co-author of seven US patents and  five technical papers.

Peter Cremer North America has an established line of pharmaceutical 
excipients and bases that can be used in a variety of delivery systems 
including soft and hard capsules, dermal creams and suppositories.  
Adding a Key Account Manager, Pharmaceuticals to the Cremer Care 
specialties business is part of a strategy to refocus and grow this division. 
Candidates should have pharmaceutical industry experience, be self-
motivated and able to prioritize their work, assist in developing a 
business strategy for their region, have a technical understanding of the 
product line and be able to sell to R&D, follow through the sale and meet 
agreed upon goals.  They will work for the Business Specialties Manager 
as well as interface with resources based in Cremer Germany to define 
key accounts and sell at multiple levels within companies.  50% + travel 
should be expected.

Management Information

http://www.kochind.com
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Key Account Manager, Pharmaceutical 
Ingredients 
Responsibilities 

 � Supports their customers in the market and expands their presence in 
the North American market.

 � Discovers and acquires new customers.

 � Works closely with the Specialties Business Manager and other 
resources to drive business development.

 � Develops individual customer solutions in close collaboration with 
colleagues in the sectors of product development, market support 
and category management in Cincinnati and Germany.

 � Presents the company at trade fairs and events.

Your profile 
 � Bachelor’s degree required, preferably in a technical area of study.

 � 3+ years of professional sales experience.

 � Extensive expertise in the global pharmaceutical industry and 
relevant contacts in purchasing and/or F+E as well as Regulatory 
Affairs in the field of pharmaceutical auxiliary and active ingredients 
preferred.

 � Profound sales and customer orientation skills.

 � Results-oriented and independent work style, combined with 
pronounced communication skills, flexibility and willingness to 
travel.

Position Information

http://www.kochind.com
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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.kochind.com
http://ropella.com/toc.htm


Skill Survey 
Key Account Manager, Pharmaceutical Ingredients 

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

3. Outline the territories that you have covered while in chemical sales. In which territories
have you experienced the greatest success?

4. Give an overview of your Pharmaceutical Ingredients sales experience. Particularly
highlight any experience in selling excipients, particularly those utilized in capsules and
drug delivery systems, as well as other highly specialized pharmaceutical ingredients.

5. Give an overview of the major pharmaceutical customers you have done significant
business with, particularly highlight those located on the East Coast.

6. Provide an example of a difficult negotiation experience you have had with a customer.
What were some of the issues involved? What was the outcome?

7. Share an overview of your greatest success to date in sales or territory growth and
expansion. What do you feel was the key factor in that success?



8. 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?

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

10. 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 candidates are probably C 
level in a superficial overview in comparison to others you set those aside now and 

grade the rest. The grading sheet will help you objectively weigh all the Must Haves and 
even the preferences in such a way that at the end of using the grading sheet 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 Grader's Name: 

Candidate Name: Grade: 

Client Name: Peter Cremer Hiring Mgr:  

Position: Key Account Manager, 
Pharmaceutical Ingredients HR Contact: 

Attribute 
A/B/

C Comment 
1. Education
A = BS-Technical Degree 
B = BS-None Technical Degree 
C = No Degree 

2. Years of Sales Experience
A = 3+ years 
B = 1-2 year of Sales Experience 
C = < then 1 year or no sales 
Experience 

3. Territories covered
A = Has covered East Coast 
Territory 
B = Has Covered part of East Coast 
Territory 
C = Has covered other then East 
Coast 



4. Pharmaceutical Ingredients Sales
experience 
A = Exellent - a significant part of 
current role 
B = Moderate - has sold 
Pharmaceutical Ingredients in the 
past  
C = Limited - Has no experience 
selling Pharmaceutical Ingredients 

5. Major Pharmaceutical Customers
A = Excellent - extensive active 
relationships among key players  
B = Moderate - some active 
relationships among the 
Pharmaceutical Industry 
C = Limited - few active relationships 
among the target markets 

6. Experience negotiating
successfully 
A = Excellent - Well defined example 
showing success 
B = Moderate - answer shows some 
success in negotiations 
C = Limited - general answer that 
does not demonstrate success 

7. Ability to grow Territory
A = Excellent - well defind example 
demonstrating sucssess in growing a 
territory 
B = Moderate - Broad example that 
demonstrates some success in 
growing a Territory and driving sales 
C = Limited - Generic example that 
does not show the ability to grow a 
territory and drive sales 

8. Comfort with travel
A = Road Warrior - wide open to all 
levels of travel 
B = Comfortable with up to 40% 
travel 
C = Prefers limited travel 



9. Non-Compete
A = No non-compete or limiting non-
disclosure 
B = Very limited non-compete or 
non-disclosure 
C = Significant non-compete or NDA 
issue 

Grading Point System: 
A’s = 4 
B’s = 3 
C’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 9 grades = 

Avg. Grade:  
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