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Cognis
Cognis is a global specialty chemicals company with leading positions 
in many of its markets worldwide. The company employs about 8,000 
people, operates production or service centers in almost 30 countries, 
and sells its products to customers in more than 100 countries.

They are a strongly marketing-oriented specialty chemicals supplier with 
an in-depth understanding of consumer needs. With excellent knowledge 
of the market, Cognis is in a position to offer its customers solutions 
that ensure their success. Over 40 percent of the resources processed by 
Cognis are renewable. As base materials, Cognis uses natural oils and fats, 
or plant extracts. 

§  These two core competencies form the basis for Cognis’ strategic focus 
on two major areas of growth: wellness and sustainability. The products 
and solutions of the strategic business units Care Chemicals and 
Nutrition & Health focus on the global wellness market, with key issues 
such as health, beauty, anti-aging and convenience. It is estimated 
that the total volume of this market will grow to 100 billion US dollars 
by 2010. Another driver of growth for all Cognis SBUs is the global 
sustainability trend: the demand for products and processes which are 
ecologically sound while delivering the same level or even improved 
performance is primarily driven by society’s changing values, increased 
regulations and the need for greater efficiency. 

§  Cognis has focused its efforts on providing its customers with 
integrated value-added products and concepts, rather than merely 
selling base chemical ingredients. Working in close relationship 
with key customers, Cognis is co-operating in the development and 
innovation phases of customers’ next products. 

§  Cognis is aiming to strengthen its presence in high-growth regions, 
especially the Asia-Pacific and US markets. In 2006, the Asia-
Pacific region accounted for 14% of their sales; North America was 
representing 24%, and Central and South America 5%.

Company Information

More Information:

www.cognis.com
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Cognis: Strategic Business Units
Cognis is divided into three strategic business units—Care Chemicals, 
Functional Products and Nutrition & Health. 

Care Chemicals: 
Cognis is a leading international supplier of products and complete 
formulations in the personal and home care segment. With a clear focus 
on the worldwide wellness market, Cognis is able to offer a single-source 
capability in the provision of active ingredients, sensory performance 
and technologies for enhanced convenience benefits. The business unit 
provides innovative formulation know how and solutions including 
market ready concepts for the cosmetics, body care and cleaners industry. 
With its profound knowledge of local and global market trends, Cognis 
is able to generate new ideas, providing solutions that bring competitive 
advantages for its customers.

Functional Products: 
Sustainability and performance are the principal demands being voiced 
by industry, legislatures and consumer markets alike. With its broad 
chemical and surface technology expertise, Cognis delivers specific 
solutions that are consistently aligned to ecological compatibility, 
application reliability, consumer safety and the achievement of a superior 
performance profile. With its formulation and application know-how, 
Cognis is able to provide impetus for new concepts in a wide variety of 
industrial markets.

Nutrition & Health: 
Health and physical and spiritual wellbeing in conjunction with 
convenience benefits are the main requirements encountered in the 
wellness market. With natural-source ingredients and extensive know-
how in relation to healthy nutrition, Cognis is able to provide products, 
formulations and marketing-oriented concepts for food, beverages and 
dietary supplements: from phytosterols and plant extracts to mixed 
carotenoids and products for active body composition management. 

Cognis is also one of the world´s leading 
manufacturers of natural-source vitamin E.

Markets and areas of application 
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§  Dietary Supplements: natural-source nutrients including vitamin E, 
mixed tocopherols, mixed carotenoids, botanical specialties, lutein 
esters, alpha lipoic acid, phytosterols, and omega-3 fatty acids. 

§  Pharmaceuticals & Healthcare: excipients for the 
pharmaceutical industry like sterols, high purity oleochemicals 
and derivatives, botanical ingredients, antioxidants 

§  Food Technology: food emulsifiers, specialty compounds and 
functional ingredients from baked goods to ingredients for 
ready-to-eat desserts 

§  Functional Food & Medical Nutrition: functional lipids, 
phytosterols, botanical specialties, conjugated linoleic acid 
(CLA) and functional products such as antioxidants, omega-3 
fatty acids, natural-source vitamin E and natural-source 
carotenoids.

Corporate Culture
Cognis Nutrition & Health USA is a tight knit business unit within Cognis 
Corporation.  They are externally focused with a big picture, global mind 
set.  The Cognis Nutrition & Health team is open minded and diverse. 
With representatives of many cultures working together this group has 
an international flavor. The group describes itself as mature, driven and 
focused. Cognis Nutrition & Health has the financial confidence to take 
well thought out risks; however, shoot from the hip trend-following is 
strongly discouraged. Healthy respectful debate and strong interpersonal 
relationships have helped make Cognis Nutrition & Health into a cohesive 
group where team work and cooperation is the norm. 
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David Eckert
David Eckert has spent 32 years working in specialty ingredients and 
chemicals in a business to business environment. The last 12 years have 
focused on food, nutrition and pharmaceutical. Over the past 20 years 
he has honed and refined his management style which can be described 
as open, straight forward and customer focused. Those in his group will 
share that David is level headed and comfortable stepping back once a 
good working relationship has been established. 

David has experienced great success at Cognis taking a lead role 
integrating an acquisition, resetting strategy in response to market 
upheaval and showing sustained growth in his business unit.  He gives 
credit for his success to great personnel, excellent products and personal 
focus.

David grew up in Pennsylvania and has lived in Cleveland, Hong Kong 
and Cincinnati. He has a BA in Economics from Wesleyan University and 
an MBA from the University of Virginia at Darden, School of Business. 
David is married with 2 college age children.  In his free time he enjoys 
competitive tennis, volunteering and spend time with his family.

Management Information
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Director of Sales, Health and Nutrition
The Sales Director is a key driver in the North American Nutrition & Health 
organization. 

The Sales Director is responsible for implementing the regional business/
marketing strategy for Cognis Nutrition and Health in the marketplace 
with customers.  The products involved are Cognis’ entire portfolio 
of nutritional, food and pharmaceutical ingredients and the markets 
involved are dietary supplements, traditional and functional foods, and 
pharmaceuticals.

The Sales Director is outwardly focused on the three key market 
segments and their customers’ needs and opportunities.  Secondarily, 
the Sales Director must be a “Cognis leader,” internally coordinating and 
aligning responsibilities, attitudes and actions across functions toward 
the market needs and customer requirements.

Responsibilities:
§  Create implement and refine the regional sales and customer strategies 

for Cognis Nutrition and Health in order to achieve short and long term 
sales and profitability.

§  Supervise nine direct reports in sales and business development.  Set 
annual goals and monitor performance.  

§  Responsible as the “eyes and ears” of Cognis externally - the market, 
customers, regulatory changes, and industry consolidation.  Anticipates 
future market trends and environmental changes to which the business 
must respond in order to capture opportunities.  

§  Identifies target customers in niche markets and sales channels.  
Prioritizes and sets individual account strategies to penetrate key 
accounts. 

§  Launches new products in conjunction with respective product 
managers and marketing.

§  Sets sales targets for the market segments and key customers in 
conjunction with product managers and marketing managers.

§  Actively manage a new opportunity pipeline in order to continually 
grow the business.

Position Information
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§  Implements regional pricing strategy for entire product portfolio in 
coordination with global and regional product management and 
marketing. Approves or denies special prices after evaluating the 
justification for such prices.  Monitors Cognis prices and conducts 
competitive pricing analysis, interpreting and communicating this 
information.

§  Identify development opportunities and needs in order to continually 
enhance the unit’s skills.

Requirements:
§  Bachelor’s Degree in Technical, Marketing or Business plus Masters of 

Business Administration.

§  15 years sales experience with minimum 5 years experience supervising 
a multi-person sales force.  Knowledge of Human Nutrition a plus.

§  Strategy development and implementation experience, sales 
management tools, formal presentation delivery and general 
communication skills.
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La Grange, IL
Cognis Health and Nutriton is located in La Grange, IL a suburb of 
Chicago. La Grange’s location, at approximately thirteen miles from 
Chicago’s Loop, allows the residents to enjoy the peace of suburban life 
within easy proximity of one of the most famous cities in the world.

Chicago, IL
Chicago is the largest city in the state of Illinois, and with more than 2.8 
million people, the 3rd largest city in the United States. Located on the 
southwestern shores of Lake Michigan, Chicago is the third-most densely 
populated major city in the United States, and the anchor to the world’s 
26th largest metropolitan area, with over 9.5 million people across three 
states.

With world-class department stores, every kind of boutique from upscale 
salons to “sassy,” specialty shops, and fabulous discount shopping, 
Chicago is a shopper’s dream come true. Some of the Important Chicago 
destinations are: The Magnificent Mile - In this eight-block stretch, 460 
stores offer luxury items, beautiful bargains, and everything in-between, 
Oak Street- An international style center with high-end stores and salons 
just steps off Michigan Avenue, River North Gallery District- A cultural 
hotspot filled with art and antiques in 60-plus galleries, and the State 
Street Retail Historic District with surrounding Loop stores.

Science rules at the three great institutions that make up Chicago’s 
lakefront Museum Campus.  Centered within The Field Museum’s 20 
million biological and anthropological specimens is Sue, the largest 
and most complete T. Rex ever found. Explore the universe at Adler 
Planetarium and Astronomy Museum, the world’s only museum with two 
full-size planetarium theaters, or head to the Shedd Aquarium and get up 
close with 22,000 aquatic species. The Museum of Science and Industry - 
the largest science museum in the Western Hemisphere - offers over 800 
captivating interactive exhibits including the U-505 submarine, a working 
coal mine, a Boeing 727 airplane, and much, much more.  

Landmark Loop theaters in the city’s bustling Downtown Theater 
District – including the grand Cadillac Palace Theatre, Ford Center 
for the Performing Arts/Oriental Theatre, Bank of America Theatre 
and Auditorium Theatre – host mega-hit musicals, plays, and dance 
productions straight from Broadway as part of Broadway in Chicago, as 
well as world premiere productions. Another treasure in the Loop theater 

Area Information

More Information:

villageoflagrange.com
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district is the Goodman Theatre. The Goodman – whose productions, 
artists, and programs earned a Special Tony Award for Outstanding 
Regional Theatre - consistently produces unsurpassed classic and 
contemporary works. The Harris Theater for Performance and Dance 
features world-renowned dance and music institutions and hosts 
acclaimed national and international companies in its state-of-the-art 
setting at the north end of Millennium Park. In venues ranging from the 
contemporary, mid-sized Steppenwolf Theatre, Drury Lane Theatre Water 
Tower Place, or Royal George Theatre to the tiniest storefront theaters, 
productions consistently delight, challenge, and rivet audiences of all 
ages.

The Chicago Water Tower is a landmark structure built in 1869 that 
survived the great fire of 1871. The limestone building looks more like a 
palace or a folly than a water tower and features well-executed stonework 
and several smaller towers in addition to its centerpiece. The main tower 
rises 154 feet high and now stands somewhat small against the area’s 
skyscrapers. Although the tower no longer functions, it was chosen by the 
American Water Works Association as the first American Water Landmark 
in the US. 

Chicago has a professional sports team for nearly any sport that ignites 
your passion. From football to Roller Derby Chicago is the home of 
renown professional sports teams and one of thirteen U.S. cities to have 
teams from the four major American professional team sports (baseball, 
football, basketball and hockey). Chicago is home to the Chicago Cubs, 
The White Sox, The Chicago Bears, the Chicago Blackhawks, and The 
Chicago Bulls. 

There are over 650 public schools, 394 private schools, 83 colleges, and 88 
libraries in Chicago proper. Chicago Public Schools (CPS) is the governing 
body of the school district that contains over 600 public elementary and 
high schools citywide, including several selective-admission magnet 
schools. The district, with an enrollment exceeding 400,000 students 
(2005 stat.), ranks as the third largest in the U.S.
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Links

Area Links
Choose Chicago 
www.choosechicago.com 

City of Chicago 
egov.cityofchicago.org 

Explore Chicago 
www.explorechicago.org 

Chicago Public Schools 
www.cps.edu

Entertainment 
The Field Museum 
www.fieldmuseum.org

Alder Planetarium 
www.adlerplanetarium.org

Shedd Aquarium 
www.sheddaquarium.org

Museum of Science and Industry 
www.msichicago.org

Broadway in Chicago 
www.broadwayinchicago.com

Goodman Theatre  
www.goodmantheatre.org

Harris Theater 
www.harristheaterchicago.org

Drury Lane Water Tower Place 
www.drurylanewatertower.com

Infusion Theatre 
www.infusiontheatre.com

Shopping
The Magnificent Mile 
www.themagnificentmile.com

Oak Street Chicago 
www.oakstreetchicago.com

River North Association 
rivernorthassociation.com 

News Papers 
Chicago Tribune 
www.chicagotribune.com

Daily Herald 
www.dailyherald.com

Chicago Sun Times 
www.suntimes.com

Sports
Chicago Bears 
www.chicagobears.com

Chicago Cubs 
chicago.cubs.mlb.com

Chicago White Sox 
chicago.whitesox.mlb.com 

Chicago Blackhawks 
blackhawks.nhl.com

Chicago Bulls 
www.nba.com/bulls

Chicago Fire 
chicago.fire.mlsnet.com

Chicago Force Football 
www.chicagoforcefootball.com

Chicago Storm 
www.chicagostorm.net

Windy City Rollers 
www.windycityrollers.com

Chicago Sky 
www.wnba.com/sky
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give us a call and put our people and our process 
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Skill Survey for: Director of Sales, Health & Nutrition 
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. Outline your experience in a B2B specialty ingredients environment specifically… Health & 
Nutrition, Pharmaceutical, and/or Personal Care ingredients. 

3. Describe your experience growing GDP by penetrating new applications with key 
technologies and what was your greatest percentage of growth? 

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

5. Describe your experience creating, implementing, and refining sales and customer 
strategies. 

6. Outline your experience managing new product launches while working with product and
marketing managers. 

7. Outline the total number of years in a management role and the number of employees you
have managed in each role.  

8. Describe you experience hiring, training and developing a high performance sales team. 

9. Describe your approach to improving employees’ performance. What do you believe to be
the best way to improve performance problems? 

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? 



11. 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?

12. What are your circumstances regarding relocation to the Chicago, IL area? Are there any 
special issues we should be aware of? Are there any special issues we should be aware of? 
(Such as selling your home? Spouse’s work? Ages/relocating children at home? Joint 
custody issues? Parental care?)

References  
Please provide three to six references. The first priority is customers, past bosses, then
employees, then peers.

Example: Bob Smith, currently – Vice President at ABC Chemical 412-123-4567, Email: 
bob.smith@abcchem.com. 
Was Director of Sales, my direct boss, while I was NA Sales Manager. 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:    

Client Name: Cognis, Health & Nutrition       Hiring Mgr’s Name: Dave Eckert

Position:  Director of Sales     HR Rep’s Name: Deborah Davis

Attribute A/B/C Comment

1. Education
A = BS in Technical application plus an MBA
B = Just a BS
C = No Degree at all

2. Exp. in a B2B specialty ingredients 
environment spec. Health & Nutrition, Pharma, 
and/or PC
A = 10 yrs exp or more
B = 5-10 yrs exp
C = < 5 yrs exp

3. Exp. growing GDP, Largest Increase
A = Yes, and 2-3X GDP growth
B = Somewhat, and 1-2X GDP growth 
C = Very little if any

4. Exp. growing a sales pipeline, largest increase 
within one year
A = Yes, and $5 million or more
B = Somewhat, and < $5 million
C = Very little if any

5. Exp. creating, implementing, and refining sales 
and customer strategies
A = Yes
B = Somewhat
C = No

6. Exp. managing new product launches
A = Yes
B = Somewhat
C = No

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.



7. Exp. managing a sales force and # of reports
A = Yes, 5 or more reports
B = Somewhat, 3-5 reports
C = Very little if any

8. Ability to relocate to Chicago, IL
A = Excited and ready to go
B = Can relocate but a few questions
C = Some red flags that need to be addressed.

9.Compensation: 130K to 150K with target bonus 
of 25%
A = 130K to 150K 
B = 110K to 120K or 150K to 165K
C = below 110K or over 165K

10.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 

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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