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FREEFLOW’s aim is to share information and market
intelligence to help our customers in the MMA industry
grow and prosper.
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MM8
Working together to deliver our promises

LONG-TERM RELIABILITY

The Monomer 8 (MM8) plant at Cassel in the UK celebrates 20 years of
active service this year. It’s a story of teamwork, commitment to continuous
improvement and sustainable development that has led to MM8 being a
successful strategic supply asset for customers in the region. FREEFLOW (FF)
hears from Peter Snodgrass, Sales Director for Monomers in EAME, Cassel Site
Manufacturing Manager, Graham York, as well as from some of the people who
have been part of the plant’s history since it was brought on stream in 1992.

Commitment to continuous
improvement pays dividends

The two themes of continuous improvement
and team working, which ultimately
lead to sustainable development, came
through strongly when we talked to
people about the 20-year history of MM8
at Cassel. Graham explained: “Progress
at MM8 has, and continues to be, an
example of what our people can achieve
through our commitment to continuous
improvement. Despite challenges early
on, the team has worked hard to put
new engineering solutions in place and
to consolidate the operating practices on
the plant. The Company has continued to
optimise performance and has invested
in the expansion of the unit. This ongoing
commitment by all of our people means
that we are progressively stretching the
plant’s capability, giving us the ability to
serve our customers reliably as they too
continue to grow.”
Growing together - MM8 HAS helped
people and businesses progress

Peter picked up the story. He said: “Our
customers are always at the centre of our

decision making process. We identified
the need for new capacity to support our
customers’ growth ambitions back in the
late 1980s and planning for MM8 began.
We are very proud to have been able to
share the journey with customers. At the
time of building, the new plant featured a
number of innovative new design features
and we included a Sulphuric Acid Recovery
(SAR) unit, which has helped us to improve
our environmental footprint. LI’s original
and ongoing investment into MM8 is a
demonstration of our firm commitment to
supplying customers with the very best
products and reliable service available in
our industry.”
With such a positive ‘people’ story to
celebrate, we talked to some of those
involved from the early days. Brian Fawcett,
now Operating Manager, joined the team
as SAR Plant Manager just after MM8 was
built. He said: “One of the features of the
MM8 team over the years has been the
progression of people; it’s noticeable how a
lot of our good people have roots in MM8.
Malcolm Kidd was originally a process
engineer, he’s now Monomers Business
Director, Chris McMorris was a production

technician, he’s now MM8 Operations
Manager and there are many more of our
people, who have benefited from their time
building MM8 into what it is today.”
Looking back, what do people
remember?

We asked how experience gained on MM8
has helped people at LI in their careers.
Macolm said: “Probably the most important
thing for me was to understand the need
for trust, openness and teamwork; taking
tough decisions and having to stand by
them is a great work and life experience
and MM8 provided a good environment
to learn how to conduct yourself in testing
circumstances. It’s been invaluable to
my work with the Company, especially
as I have moved progressively into more
customer-facing positions.” Yvonne Hill, UK
HR Administration Manager said: “MM8
gave me invaluable experience across the
full range of HR activities from recruitment,
job analysis, designing and delivering
training. It was a one-off opportunity, which
has helped me to know how to identify good
people and to support their development
so as to create the very best possible
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organisation. One that prides itself on an
innovative approach to product and service
excellence so that we continue to delight
customers and thrive as a result.”
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Youth and experience combine for
a bright future

So, with output having increased by over
20%, it seems clear that things are looking
very positive. Graham said: “The future
for MM8 is bright. We have a world-class
asset and a highly capable team of people
operating and developing it. The team is a
mix of youth and experience, which bodes
well for the future. Looking forward, we
have a number of potential projects to
enhance efficiency and through-put. Some
are currently being trialled on MM7 and,
if successful, can be migrated to the
MM8 unit.”
Improvements driving plants from
strength to strength

Images: [1] Malcolm Kidd, Commerical
Director for Monomers EAME. [2] Peter
Snodgrass, Sales Director for Monomers
EAME. [3] Graham York, Cassel Site
Manufacturing Manager.

Underpinning the whole Cassel site is the
SAR unit. Graham continued: “Great strides
have been made in terms of understanding
and ensuring the robustness of the SAR plant,
which is allowing us to optimise support of

our MMA and MAA units. There are also
medium-term technology and engineering
improvements that we’re working on and we
are going from strength to strength. MM8
successes are being mirrored across Cassel’s
other production facilities, where continuous
improvement is becoming a way of life. But
that’s another success story!”
AROUND THE WORLD IN 1992
Brazil: World’s largest environmental summit
opens in Rio de Janeiro
China: First McDonalds opens in Beijing
EU: Maastricht treaty signed to form the
European Union.
France: Euro Disney opens
Spain: Summer Olympics held in Barcelona
South Africa: Vote to end apartheid
and create a power-sharing, multi-racial
government.
UK: Average house price £68,634, pint of
beer cost £1.23, DNA Fingerprinting invented
by Alec J Jeffreys.
US: George H W Bush was president,
average income $30,000, cost of 1 gallon of
gas $1.05, Space Shuttle Endeavour lands,
AT&T release first videophone costing $1499.
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Focusing on customers and their needs

Taking a closer
Look at
The markets
As part of Lucite International’s (LI) commitment to its
customers in the MMA merchant market we share with
you our thoughts and views of current dynamics.
Local knowledge combined with our global operations
that are backed by world-class systems help to
ensure the accuracy of this information, which we
publish regularly both on line at www.luciteinternational.com/freeflowmarket and here in FreeFlow.
Malcolm Kidd, Commerical Director for Monomers in
EAME comments.

DOWNSTREAM MMA USE IN A MATURE MARKET
35%
19%
20%
7%
12%
5%
2%

Acrylic sheet for glazing, fabrication,
signs, lighting and sanitary ware
Moulding/extrusion compounds
automotive, medical and optical
Surface coatings, acrylic latex,
lacquers and enamels
Emulsion polymers, adhesives
and polishes
Impact modifiers and processing aids
for rigid PVC window and other profiles
Mineral filled sheet, Corian
(DuPont trade mark)
Other polyesters and
transesterification

Image: Malcolm Kidd is LI’s Commercial
Director for Monomers in the EAME region.
To access his regular review of the MMA market,
please visit: www.luciteinternational.com/
freeflowmarket
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“The characteristics of volatility and
uncertainty are making it difficult for both
buyers and sellers to plan ahead and to
have confidence in the future, even in the
short-term. Unfortunately this is a barrier
to the recovery and growth that we are all
seeking.”

‘Volatile’ and ‘uncertain’

Stable supply/demand

These two words capture the state of
the European petrochemicals market at
the moment, and hence are also very
applicable to the methacrylates scene. The
characteristics of volatility and uncertainty
are making it difficult for both buyers and
sellers to plan ahead and to have confidence
in the future, even in the short-term.
Unfortunately this is a barrier to the recovery
and growth that we are all seeking.

The MMA supply side in EAME has
operated well thus far in 2012 with planned
maintenance events being completed to time.
MMA imports from outside the EAME region
required to satisfy demand have been steady
and sufficient so far this year.
There has not been the extreme tightness
in the market that was experienced at
times over the past two years. It is also a
very different situation from the one we
experienced in H2 2011, when inventories
had been built up primarily in Asia. When
demand softened in Q3, this product was
suddenly looking for a home in the EAME
region. This time manufacturers in all global
regions are rightly being more circumspect
about increasing their stock levels and are
instead seemingly electing to balance plant
rates to match demand. In addition, the
Euro has weakened by around 10% against
the US Dollar making importing into Europe
less attractive now than it was in the earlier
part of the year; and yielding better news for
European exports.
Year to date, it is estimated that MMA
demand in EAME has been 2-3% lower than
for the same period in 2011, however, there
have been fluctuations. The most significant
of these was the major de-stocking that
took place in the second half of Q2 as the
European chemicals market took a ’wobble’
and embarked on a rapid programme to
deplete inventory in the anticipation of lower
prices and in the face of uncertain demand
in H2. This had a profound effect on MMA
demand for a period of 4-6 weeks, and while
demand has largely recovered in July, it did
mean a more abrupt end to the coatings

Cost base

Fuelled by a fluctuating but ultimately
resilient crude oil price, several
petrochemicals and their derivatives have
experienced record high prices in the last
six months; apparently illogical in these
subdued economic times. The speed and
magnitude of price movement from crude oil,
through naphtha, resulting in triple-digit price
movements in olefins and their derivatives
is a concern for all those involved, and for
anyone who is looking to return predictable
and satisfactory margins for their business.
At the time of writing, acetone (driven
by propylene) is facing a second major
price hike in successive months and, with
it, is introducing a serious situation for the
manufacturers of methacrylate monomers.
The other major feedstocks required for
methacrylate manufacture in Europe are
perhaps less volatile than acetone, but are
all currently subject to upward pressure and
therefore providing no relief for the cost base.
The development of the cost base is now
a major factor for producers when setting
production rates and planning appropriate
levels of inventory.

season than is normal and a more subdued
July/August period than had previously been
forecast.
Activity seems to be picking up again in
September (perhaps in part a reaction to
de-stocking in Q2) and for October but not
everyone has confidence beyond that time
horizon. It is also clear that after the actions
of Q2, the industry is operating with very
little product in the supply chain.
Outlook

The state of the Eurozone economies looks
set to continue for a while. In particular, the
lower level of activity in the construction
and automotive segments across the major
markets in Europe is resulting in a lower
growth environment for the immediate future.
There are pockets of better news around the
region but, unfortunately, these are relatively
small in comparison.
The major concern remains the high cost
base and the apparent disconnect between
the prices of major commodity chemicals and
the reality of the world economy.
Volatility and uncertainty - it’s in times like
these that suppliers must work even harder
with their customers; to communicate,
understand their needs, and deliver excellent
service. LI will continue to ‘go further’ for all
of its customers in EAME, as it does for those
around the world. We are fully committed
to ensuring that we continue to deliver the
requirements expected of us.
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Focusing on customers and their needs

Main image: MMA from Lucite International
is used in Scott Bader’s Texicryl® emulsion
polymers range as well as in its Crystic® resins
and Crestabond® structural adhesives.
Images: [1] The Ernest Bader Technical
Centre located at the company’s HQ in
Northamptonshire, UK. [2] The Texicryl® range
is used for decorative and industrial coatings
for many sectors, including exterior paints for
housing. [3] Philip Bruce, Managing Director
of Scott Bader.

A VERY SPECIAL
COMPANY
Scott Bader is a £200M multinational chemical company, which manufactures a
wide range of innovative composite, adhesive and specialty polymer products.
These are used around the world by converters who make finished products
for a diverse range of technically demanding industrial markets such as
construction, transportation, chemical containment, wind energy, marine,
graphic arts and textiles. Sharing a deep commitment to innovation and customer
service excellence, Lucite International (LI) values its long-term relationship as
a supplier to Scott Bader. In this issue of FreeFlow we talk to Managing Director,
Philip Bruce, about the company and how it has established innovation and
technical excellence as foundations for success.
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Innovative from the very beginning

Ernest Bader founded his company in
1921. In 1951 he gifted it to the workforce
by transferring the shares to Scott Bader
Commonwealth Limited, a company limited
by guarantee and a registered charity. Since
then, all Scott Bader employees have had
the option of becoming ‘Commonwealth
Members’, which means the well being of
the organisation is in the hands of those
who work there, with each generation
charged with handing the company on in
a better condition than they inherited it.
This innovative approach has flourished,
energising and empowering Scott Bader
people to be the driving force behind the
company’s success.
Socially responsible company
with a clear vision

Today, Scott Bader employs around 600
people worldwide, has manufacturing
facilities in the UK, Middle East, France,
Croatia and South Africa and sales offices in
the Czech Republic, Eire, Sweden, Spain,
Germany, USA, China and India. With such
a strong story of growth and diversification
over its 90-year history, we asked Philip to
tell us briefly how the company has achieved
so much. He said: “It’s as much about our
culture and the way we do things as what
we do. Having no external shareholders and
with a strong commitment to support our
workforce, society and the environment,
we are proud of the fact that we’ve been a
socially responsible corporation long before
the term became popular. This strong sense
of culture informs the strategic decisions
we take. We have a clear vision to be a
sustainable company, nurturing our core
businesses while focusing on international
growth in specialities and I believe that
we will continue to thrive because of the
commitment and excellence of our people”.
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Working together to deliver
our promises…

Scott Bader has been buying MMA from LI
for many years for use in a number of their
product brands. Texicryl® is its emulsion
polymers range used in the formulation of
water-based coatings, adhesives and inks for
decorative and industrial coatings within the
construction, graphic arts, packaging, and
textile industries. Crystic® resins (unsaturated
polyester resins), and Crestabond® structural
adhesives are products used in boat, caravan,
transport, construction and wind turbine
manufacture.
We asked Philip to comment about Scott
Bader’s long-standing relationship with LI.
He said: “LI has been a supplier for many
years. In line with our ‘Team Working’ value
we enjoy good service and high product
quality from LI, which is critical for the future
success of Scott Bader.” The focus on team
working, and delivering promises represents
another great example of how the companies’
value sets are so well aligned.
Looking to the future

With 10% of Scott Bader’s workforce
dedicated to R&D, this ensures a continual
focus on the future. The company set up The
Ernest Bader Technical Centre some 10 years
ago at its UK HQ to support this work. Today
it is the hub for original chemistry, testing
and business development work in specific
areas such as Marine, infusion and coating
technology. Increasingly this development
work is supporting the company’s growing
export of specialities to Asia and India.
Sometimes Scott Bader’s customers move
their development projects to the Technical
Centre to be close to the company’s scientists
and testing equipment, which helps to
progress their own development projects
much more efficiently.

Encouraging entrepreneurs

Scott Bader’s future is also very much about
supporting others in creating and sustaining
healthy businesses. In line with its strong
community values and commitment to
supporting progress through innovation, on
18 November 2011, the company opened
the Scott Bader Innovation Centre in the
UK. Philip said: “The aim of our Centre is
to provide an incubation site for early stage
businesses, with specialist facilities and
business support designed to boost their
chances of commercial success. A significant
added benefit is the opportunity for up and
coming firms locating here to collaborate with
other companies on-site as well as with Scott
Bader.” The Centre offers laboratory space
for companies operating in the chemicals,
composites, materials, and advanced
engineering sectors, which will benefit from
the collaborations and resources that are
available.
THE FACTS
Established: 1921 by Ernest Bader
Values: Commitment, Responsibility, Team
Working, Fairness, Partner for Excellence
Size: £200m
Employees: around 600
Manufacturing: UK, Middle East, France,
Croatia, South Africa
Social responsibility: Min 1% of group
salaries donated annually to global charities
More about Scott Bader:
www.scottbader.com
More about the Scott Bader Innovations
Centre: www.scottbader-ic.co.uk
Sign up for the Scott Bader’s Blog:
www.scottbader.com/easyblog.html
Follow Scott Bader on Twitter:
@scottbadercoltd
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A passion for Safety, Health and Environment

LIFE CYCLE

ASSESSMENT (LCA)
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As companies become more interested in building
sustainable principles and practices into their
business strategy, one of the most important things is
being able to demonstrate progress against reducing
their impact on the environment. To do this companies
have to understand how both the actions they take
and the materials they use contribute to the overall
picture. A technique, known as Life Cycle Assessment
(LCA), is now being adopted by mainstream industries
to help build this understanding and, in so doing,
identify ways in which improvements can be made.
FREEFLOW (FF) hears from Lucite International’s (LI)
Sustainability Manager, Andy Bragg.
FF: Tell us a bit more about LCA and what
it can help companies achieve?
AB: Essentially, LCA helps to build a picture
of what happens throughout the life of a
product from obtaining the raw materials to
create it, right through to when the product is
either recycled or disposed of. LCA data helps
us to identify where in the manufacturing
chain there are relatively high uses of energy,
emissions of CO2 and other environmental
impacts and then find opportunities to reduce
these. Ultimately our aim is to reduce our
reliance on the world’s limited resources,
such as fossil fuels, and make better products
that have the least environmental impact.
FF: Is LCA new, and how is it
being approached?
AB: LCA has been around for 20 years or
more and is now a standardised scientific
discipline, which is being adopted by
mainstream industries to drive sustainable
improvements. There’s been a big shift
in industry attitudes towards greater
transparency, which is delivering benefits.
All LCA data must be shared publicly via
recognised databases so that it can be
used to build up an understanding of the
impacts of final products. The two most
important platforms for sharing this data
are: Plastics Europe (a European trade body
which provides open source information
via its website) and Ecoinvent, a Swiss,
not-for-profit foundation that shares its
database via subscription.
FF: How are industry players working
together to use LCA data effectively?
AB: The information gathered as part of
LCA is now used globally to determine life
cycle impacts. This is making it easier for

businesses to make product choices, which
means there’s a huge incentive for companies
to ensure that the information they share
is up-to-date and accurate. As part of
discussions within the Methacrylates Sector
Group of CEFIC, LI agreed to collaborate
in generating a single new LCA summary
for MMA. We’re now working with Evonik
and Arkema to carry out LCA studies that
meet ISO 14044. External experts have
independently verified the information and it
has been shared with Plastics Europe, which
will produce a combined LCA summary
for European MMA produced by the ACH
process. This will be made public later this
year.
FF: What are the next steps and what will
this mean for users of LI’s products?
AB: Once the data is made public, product
designers and customers will be able to use
it to define their own product LCAs. The next
stage for the CEFIC project will be to generate
similar information for PMMA polymer and
cast and extruded sheet. We are working
towards the point where we can define
and then share accurate information on
the environmental characteristics of all LI’s
products, which means that our customers
can update or establish their own product
LCAs and create transparency through the
production chain as a result.
FF: How is LI involving its supply
chain partners?
AB: Identifying and then working on
improvement opportunities requires
collaboration through the supply chain
to ensure all stage of the life cycle are
considered and LI are doing their bit to help.
Lyn Hatch, Marketing Manager for EAME

Andy Bragg, Lucite International’s
Sustainability Manager.

Monomers, has been leading a project to
establish where our suppliers are on their
sustainability journey, and in particular the
progress being made in terms of LCA. LI will
gather data using a detailed questionnaire,
which will help prioritise the next steps and
support overall progress.
FF: How does this all fit with LI’s work
on sustainability?
AB: Having a sustainability policy is key to
us being able to identify the changes we
need to make to the way that we operate
in order to protect our business and planet
for the long-term. The way forward is clear
but addressing the challenges that face us
requires rigour and a methodical approach.
LCA has a key role to play in terms of helping
us to identify and then act upon opportunities
to improve our sustainability profile. LI has
established some short-term targets for its
manufacturing operations. By 2020, it will:
- cut greenhouse gas emissions by 20%
- reduce water use by 20%
- cut energy use by 20%
- aim to eliminate all disposals to landfill.
FF: How will you drive progress?
AB: These are stretch targets and will require
us to continuously search for improvement
opportunities. For all our operations we use
Company standards to provide guidance
and rigour to our culture of continuous
improvement. To support our work on the
sustainability agenda, we are implementing
a new Sustainability Standard. This will
be compatible with current and future
international standards and act as the base
on which to develop and grow as new
opportunities appear.
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Working together to deliver our promises

DEDICATED TO

SERVING CUSTOMERS

Lyn Hatch
FF: When did you join LI?
LH: In 2001, just after getting married.
FF: What did you do first?
LH: I joined as a multi-lingual Customer
Service Representative after a year working
as Export Coordinator at Ebac Ltd, a water
cooler and dehumidifier manufacturer.
FF: How has your career progressed?
LH: I became Customer Service Manager
in 2004, after which I joined the European
Purchasing team in 2005 as a Senior Buyer
of Raw Materials, Goods and Services. I also
took maternity leave twice to have two sons!
FF: How does your previous experience
help with what you are doing now?
LH: I’m very familiar with our customers
and the team serving them as we have great
continuity at LI. This means I’ve been able
to hit the ground running and make good
progress in a short space of time. Having
been on the other side of the fence in our

In a move that further demonstrates a firm
commitment to continuously improve its services to
customers and partners, Lucite International’s (LI)
EAME Monomers business has appointed Lyn Hatch to
the new role of Marketing Manager. Lyn brings huge
energy and a wealth of experience gained as a Senior
Buyer within LI’s purchasing team. We ask her some
quick fire questions.

purchasing department, I think I have a good
understanding of what customers are looking
for and the pressures and challenges they
face. I am passionate about service and my
time in purchasing gave me the opportunity
to serve our business as the customer,
striving to deliver maximum value and reduce
risk, which in turn benefits our methacrylates
customers.
FF: Tell us a bit about your new role, and
what you are looking forward to most?
LH: LI has exceptionally strong values that
permeate through the organisation and it
is important that our customers feel the
benefit of these. So, how we communicate
about ourselves and what we do is vital.
My new role is very much about supporting
our business and customers with relevant
information, learning more about our
customers’ uses of our product and their
business needs. It’s also vital that I work with
our internal team and distribution partners to
find new opportunities to bring added value
to our customer relationships.

FF: One of LI’s values is ‘focusing on
customers and their needs’. What key
factors impact on the way LI delivers service
excellence to its customers?
LH: Understanding the diverse applications
is increasingly important as we need to
adapt our offering according to customer
needs. It’s also important for us to share
our understanding of the dynamics of our
industry so that we can prepare together
for price fluctuations in a more volatile
market environment. The importance of
delivering best value is always paramount
and developing deep relationships so that
we truly understand our customers and
their businesses is key. We must also work
diligently to strengthen our manufacturing
capabilities and supply chain performance.
FF: Choose four words that are essential
for a strong, mutually beneficial supplier/
customer relationships?
LH: Partnership, Understanding,
Service-orientation, Respect.
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At the end of 2012, Gerhard Gundlach will retire from
his role as Sales Manager for Mid Europe, an area
covering Austria, Germany and Switzerland, which has
meant many hours travelling to look after customers
in the region. With a sales career spanning more than
30 years, we asked Gerhard to tell us a bit about his
time with the Company.

Gerhard Gundlach
FF: When did you join LI?
GG: In 1985. It was ICI then and I was
selling nylon, polypropylene and Diakon®.
FF: What did you do first?
GG: After my first sales role (above), I spent
four years selling Perspex® in Mid Europe.
After that I became responsible for Monomers
and Resins.
FF: How has customer service developed
in the Company over the years?
GG: Our original customer service centre
was based locally in Frankfurt. When it
moved to Cassel in the UK, many of us
feared that it would be a step backwards.
In fact it was a big step forwards as it
improved communication and shortened
the service chain, which was a good thing
for our customers. More direct contact with
customers benefits everyone in the end.

FF: After many years working with
customers, what do you think makes for
successful relationships?
GG: Business is people. My relationships
with customers have always been central
to all that I do and I’m happy to say that as
the years have gone by, these relationships
have got stronger and better. During my
17 years in the Monomers business, some
contacts have changed but many have not
and we enjoy long standing relationships that
benefit both sides. Where contacts change
more frequently, there are new relationships
to build but that’s just one of the challenges
that I’ve enjoyed as a sales manager.
FF: How do you think LI lives its value of
‘focusing on customers and their needs?
GG: We cannot meet customer needs one
hundred per cent of the time but we come
close and I think that our key success factor
is truly living our values. I believe at LI we
really do ‘go further’ for customers and
come closer than our competitors in meeting
their needs.

FF: What have you enjoyed most about
your job, particularly in the past 5 years?
GG: I feel as though I have been part of
a winning team and we’ve enjoyed some
great times working together to build the
business here in the EAME region. Despite
only meeting face-to-face a couple of times
each year, relationships in the team are
well-established and very special, which has
been very motivating.
FF: What plans do you have for
the future?
GG: None for work! My wife retired last year,
so first of all we’re taking a six-week holiday
in the US. We’ve also got plans to travel
more for pleasure than we have done in the
past. I shall be devoting more time to my
passion: playing guitar with my band. It will
be the band’s 50th anniversary in 2014 so
there may be a concert with music from the
Beatles and Bee Gees; some practice time
will be in order.
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REACH
ON-GOING OBLIGATIONS AND
GUIDANCE MATERIAL

Fiona Smith, Regulatory
and Registration Manager

As the second registration deadline approaches we aim to update our customers
on the REACH status at Lucite International (LI), and demonstrate how our
products are supported. We also take an opportunity to provide answers to some
of the most frequently asked questions.
Monomers (eg. MMA, iBMA, nBMA, EMA,
2EHMA, MAA)
All monomers manufactured by LI within
the EU have been fully registered. Some
monomers from outside the EU are
pre-registered and due registration in 2013
or 2018. Those registrations are on track
and will be completed within the regulatory
timeframe.
Polymers and Resins (eg. Diakon®,
Colacryl®, Elvacite®, Elvakon®)
All qualifying components of polymers and
resins (monomers and bound substances at
2% or greater) were originally pre-registered.
Those monomers that are manufactured by
LI have had their status confirmed. Other
components are either registered by our
suppliers or will retain our pre-registration
until supplier confirmations are received. In
cases where the polymer is part of a mixture,
for example, Lucite® Acrylic Resins, the other
components have also been reviewed to
ensure that they are REACH compliant.
Acrylic Sheet (eg. Lucite®, Perspex®)
Acrylic sheet is an article and, as there
are no substances intended for release, is
not subject to registration under REACH.
We continually review the candidate list of
substances of high concern and annex XIV
and will inform customers if any components
are added to those lists.
Many of the questions we receive relate
to the effect of REACH on our polymer

range and how that may translate to our
customers’ uses of these products. Below we
aim to answer the frequently asked questions
relating to our monomer and polymer
registrations.
Frequently Asked Questions
Is the product purchased from LI REACH
registered?
All products manufactured by LI have
been assessed and qualifying components
pre-registered. Registrations that were
due before 1 December 2010 have
been completed. All remaining required
registrations are on track against the
regulatory phase-in timeframe.
Are my Exposure Scenarios covered?
Polymers
There is no requirement to register a
polymer under REACH, which means there
is no requirement to conduct a chemical
safety assessment on the polymer itself.
However, the associated monomers and other
substances that make up the polymer are
subject to registration. This means that it may
be necessary to produce a chemical safety
assessment and report for the monomers or
substances that make up the polymer. We
have covered the inclusion of the monomer
into polymer in our monomer registrations.
For products where the monomer is
completely reacted in the production of the
polymer, the life cycle for the monomer is

WE VALUE YOUR OPINION
We would very much like to know what you think of FREEFLOW. If you have a particular
area of interest or would like to see a particular issue covered next time, please do let us
know by emailing comments to: lyn.hatch@lucite.com

effectively completed. Hence, there is no
need to prepare exposure scenarios for uses
of these polymers.
Monomers
LI has worked with the methacrylate
consortium to produce a number of generic
exposure scenarios for our monomers, which
we believe cover our downstream industry.
While examples and guidance is developing
we are working closely with CEFIC task forces
and reviewing industry best practice from
ECHA (the European Chemicals Agency) to
reformat these scenarios and make them
clearer to understand. We have covered
all handling practices for monomers and
the polymerisation processes that we are
aware of.
Mixtures
Some products constitute mixtures (either of
monomers, polymers or both). In these cases
the exposure scenarios for the hazardous
components will be incorporated into the
safety data sheets as they become available.
Can I re-import LI materials into the EU?
LI’s products that have been registered can
be imported or re-imported into the EU if it is
possible to demonstrate that they are within
our supply chain. To support this process,
and the import of LI’s products from non-EU
manufacturing sites, we have established a
Trustee process which can be accessed at:
reach.trustee@lucite.com

All information or advice provided in this Magazine is intended to be general in nature and
you should not rely on it in connection with the making of any decisions. Lucite International
Limited and the companies within the Lucite International group of companies try to ensure
that all information provided in this Magazine is correct at the time of inclusion but does not
guarantee the accuracy of such information. Lucite International Limited and the companies
within the Lucite International Limited group of companies are not liable for any action you
may take as a result of relying on the information or advice within the Magazine nor for any
loss or damage suffered by you arising therefrom.
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