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The Dynamics of
a global acrylics
business
No.2

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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Issue Number 2

Welcome
to the second edition
of FreeFlow, our new
publication aimed at the
Methacrylate Monomers
industry in Europe.

Progress
in Pictures
Celebrating the
1st anniversary
of alpha 1

One year on from the official ground-breaking
ceremony at the Alpha 1 site in Singapore,
Lucite International (LI) delighted to announce
excellent progress against a schedule that will
see the construction phase complete in Q2 2008.
There is a saying in the world of communications
that ‘a picture speaks a thousand words,’
and in this issue of FreeFlow we are able to
illustrate the Great progress that has
been made by showing you how the site has
transformed just one year on from the groundbreaking ceremony.

Significant achievements to date:
All major foundations completed
90% of construction contracts let
30 employees successfully recruited into the
new Lucite International Singapore (LISPL)
organisation and 9 people for the project and
commissioning phase
3262 piles driven
1350tes of steel erected
8500m3 of concrete poured

Peter Snodgrass
Sales Director, Europe
At Lucite International, we are committed to supporting our
customers and partners in the Methacrylate industry. Our aim
is to share our thoughts, address issues and, through FreeFlow
and our activity in the market place, make all that we can of
the opportunities at this exciting time of growth.
The theme of growth features strongly in this, our
second issue of FreeFlow. First we bring you news of Alpha
1, our brand new facility in Singapore that is on schedule for
commissioning during the second half of 2008. Alpha 1 is the
first in a series of world-scale commercial plants to be built
based on Lucite International’s proprietary Alpha technology
- a two-stage, high-yield patented route to MMA that liberates the industry from its traditional dependence on Acetone,
Hydrocyanic acid and Isobutylene. We are very excited that
the 120kte first-in-class plant is located in Singapore, close
to the fast growing Asian market.
Continuing with the theme of growth we share with you
news of our Central and Eastern European operations on
pages 6 and 7. And, reading our customer profiles on Kaneka
and Ciba, I am sure that you will get the same strong sense
of businesses going forward with confidence, healthy growth
and opportunity. Our thanks go to our colleagues at both
companies for helping us prepare these articles.
Finally, we touch on REACH legislation and introduce our
new guide on what the legislation means for the supply chain,
which has been put together by our REACH Manager, Fiona
Smith. I hope you find the guide useful and that you enjoy
this issue of Freeflow. As always, we are keen to make the
magazine useful for you and your business. Please do let
me know if there are any specific issues you would like us to
address in our next issue by emailing me direct on:
peter.snodgrass@lucite.com

Images: [1] The Alpha 1 site at the time of
the ground-breaking ceremony back in the
summer of 2006. [2] Picture taken in July
2007 showing the same area of land just one
year on.The following images give you an idea
of the scale of what has been going on in
Singapore: [3-4] The columns were transported
by ship from Taiwan and arrived by barge into
the local harbour. Columns were transferred
from barge to jetty ready for insulating and
addition of platforms and piping. Using a huge
800tes crane, the MMA reactors and first
columns were lifted in. The largest lift was the
formaldehyde dehydration column, which took
place on July 22.
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These significant achievements have
been delivered through the hard work and
dedication of many of LI’s own employees,
Foster Wheeler and their contractors. And
with Safety being the Company’s top priority,
the goal is to maintain the excellent SHE
performance, and to ensure that the plant
is designed and constructed to the level of
quality that will ensure a successful and
incident free start up next year.
2
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Safety achievement
At the end of August 2007, we heard from
Senior Project Manager, Geoff Muir that our
site in Singapore has another milestone to
celebrate. 1,000,000 man-hours have now
been worked without a classified injury – a
success that could only have been achieved
through a team dedicated to safe working
practices with absolutely no compromise.
Congratulations to everyone involved in
Alpha 1.
3
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The MMA Market

Taking a
closer look at The
MMA Market
With manufacturing, R&D, sales and marketing
and support operations in all three main economies,
Lucite International (LI) is uniquely placed to
provide reliable and up-to-date market data to
support its customers and partners in the acrylics
industry. Local knowledge and experience is backed
by world-class systems to help ensure that the
information is an accurate reflection of the climate
we face in the MMA industry. As part of a regular
quarterly review that is publish both on line (visit
www.luciteinternational.com/freeflowmarket) and
here in FreeFlow, we hear from Malcolm Kidd, LI’s
Commercial Director for Monomers in Europe.

GLOBAL MMA DEMAND
FCST 2007
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Key application areas:
1 24% EAME
(Europe, Africa and Middle East)
2 28% The Americas
3

48% Asia Pacific

The outlook for Europe
remains positive

European demand keeping pace
with the rest of the world

Over the past 12 months demand for MMA in
the Europe, Africa and Middle East (EAME)
region has increased by a healthy 5%. This
positive growth trend looks set to continue at
a similar rate through 2008 and is attributable to ongoing robust performance of all
15 EU countries’ economies. The rapid
improvement in general standard of living
within the EU’s developing nations has given
an added boost to the average growth figures
for MMA.

Asia is undeniably the ‘hot-spot’ for growth
in MMA demand, but the recent performance
of the European region continues to impress
with the first six months of 2007 experiencing the highest ever demand for MMA.
In a global market of approximately 2.9
million tonnes in 2007, the EAME region will
account for almost 25%. In approximately
two years time, Asia is predicted to have
grown to account for just over half of the
world’s demand for MMA. However, EAME
and the Americas are also predicted to have
good sustained growth in that period - and
without any significant increase in MMA
production capacity.

Strong demand and investment

Image: Malcolm Kidd is LI’s Commercial
Director for Monomers in the EAME region.
To access his regular three monthly review
of the MMA market, please visit:
www.luciteinternational.com/freeflowmarket

“The rapid improvement in general standard of
living within the EU’s developing nations has given
an added boost to the average growth figures
for MMA.”

Sectors showing the strongest demand for
MMA over the past 12 months include:
polymer sheet, speciality resins and
processing aids such as those used for the
production of PVC window profiles. The
construction boom in the EAME region has
been particularly evident during the last 1218 months and has resulted in a tremendous
pull-through of MMA and other associated
monomers. Even more encouraging are the
recent announcements from customers of
planned new investments over the next two
years that will further increase the demand
for MMA. Several other major players in the
industry are known to be in the advanced
stages of evaluating investments in the same
time period.

New build keeping pace with demand

Worldwide demand for MMA has grown at
an annual average of 4.75% each year over
the past 25 years. Over the last 5 years, the
growth has been closer to 7%. These figures
suggest that new MMA capacity of almost
140kte is required every year to meet the
4.75% increase, or 200kte at the higher
growth rate. Relatively little new capacity
was added in 2006 and the same scenario
seems likely again in 2007, with at least
one project being delayed into 2008. Next
year will see a number of new plants being
commissioned, including LI’s own Alpha 1
plant in Singapore.

Today the MMA industry in Europe is
estimated to be operating with an occupacity
of >95%, after accounting for planned and
unplanned outages. With no significant new
capacity scheduled to come on line for at
least the next 18 months, the industry will
continue to operate at this level, which will
provide an ongoing challenge for the supply
chains.
No relief from feedstock costs

The cost of producing MMA (irrespective of
technology) has stayed high through 2007
and is forecast to continue as such through
2008. The price of crude oil fluctuates, but
prices today are 15% higher than 12 months
ago and have been as much as 30% higher
during this period. Despite high prices, global
demand for base commodity chemicals
remains strong, resulting in this cost increase
being passed down the chemicals chain. For
example, in Q3 2007, the acetone price in
Europe is the highest it has ever been. LI
continues to look to increase its manufacturing efficiency and optimise its supply chains,
but 2008 looks set to provide the challenge
of another year of high cost environment for
producers.
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Case study: Ciba Speciality Chemicals

Vibrant COLOUR
AND
MUCH MORE

Ciba Specialty Chemicals is a leading global company dedicated to producing
high-value effects for its customers’ products. Its speciality chemicals, added in
small quantities, enhance the performance, protection, colour and strength
of a whole host of products including paper, automobiles, buildings, home and
personal care items. Helena Hownam is Ciba’s Senior Chemicals Buyer based in
Bradford, UK. Here she talks to FreeFlow about Ciba’s business, how it uses MMA
from Lucite International (LI) and about the long-term partnerships the two
companies have built over the past three decades.

FF: Ciba Speciality Chemicals divides its
business into Plastics Additives, Coating
Effects and Water and Paper Treatment
with products going into a diverse range of
industry applications; Mining to Electronics,
Agriculture to Home Care and more. As LI’s
MMA is used specifically in the Coating segment, can you tell us a little more about that
part of your business?
HH: The Coatings business is active in all
types of industrial and decorative applications
globally. From paints on cars, planes and
other vehicles to refrigerators, mobile phones
and interiors, coatings that feature our
speciality chemicals are all high performance
with tailored characteristics according to the
application. The company is active in both
the colouring and stabilisation of coatings,
through pigments and dyes, to dispersion,
rheology control and light stability.
How does Ciba use MMA?
Methacrylates are used primarily in rheology
modifiers that govern how well a coating can
be applied. This is particularly important
for the new water-borne and spray applied
basecoats that are used in the automotive
industry.
We understand that the coatings market is
very competitive - how do you differentiate
yourselves and what are the opportunities
for growth in the future?
Differentiation is purely by performance
in this technology-led environment - at
least that is true for the rheology segment.
Opportunities for growth run in tandem with
legislation as the Ciba portfolio is directly
focused on the water-borne application area.
What this means is that tightening of VOC
regulation (for instance) acts as a positive
driver for this product-line. Geographically,
we see our biggest growth coming from Asia,
where we have been strengthening our longterm presence with a new pigment plant in
Nanjing, China due for completion in 2008.

What are the key challenges when buying
raw materials and how does LI help as a key
supplier?
Essentially raw materials must be readily
and consistently available at the right price
and quality to support our business. LI
has been supplying us for a very long time
because they deliver on those key criteria,
however there is a constant need to remain
competitive.
What added value would you say LI brings
to your business?
We have a very open and honest relationship with LI, which is very valuable to us.
It means that we can discuss issues, share
concerns and they are always there to
support us when we need it, so I would say
that the value they bring is very worthwhile.
The fact that they are local is an added bonus
and means that we get pretty immediate
service.

Ciba AT A GLANCE:

Ciba founded 1884, J R Geigy formed 1757,
Ciba Geigy formed in 1970
Products and services sold in over
120 countries
14,000 people based at 60 sites in
20 countries
22 research centers in 12 countries
Global business with growth focused on Asia
Presence in China since 1886 with new
plant in Nanjing, due 2008
Values: Performance, Customer first,
Innovation, Leadership, Sustainability
More information: www.cibasc.com

“From paints on cars, planes and other vehicles to refrigerators,
mobile phones and interiors, coatings that feature our speciality
chemicals are all high performance with tailored characteristics
according to the application. ”

And what about REACH – how is Ciba
approaching the introduction of this new
legislation?
Ciba has chosen a company-wide, coordinated approach to ensure efficient and effective
implementation of REACH. Our approach,
together with the strength of our regulatory
data and engagement in consortia will also
help us to minimise costs. At the same time,
we also see REACH as an opportunity to
further strengthen our position as a preferred
long-term partner for customers.

Images: Ciba launched a new-generation,
high-performance orange diketo-pyrrolopyrrolo (DPP) pigment at the European
Coatings Show in Nuremberg in May 2007.
Ciba® IRGAZIN® DPP Cosmoray™ Orange
enhances appearance and shade brightness
and widens design scope. It enables manufacturers to create new shades and styles, not
only in the orange colour spectrum but also
in the red, where, in combination with other
pigments, it can be used to create a yellow
shift. The revolutionary new pigment is ideally
suited to the automotive industry.
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Team Europe

Team Europe

FINLAND

NORWAY

SWEDEN

FreeFlow brings you the first in a series of articles where we
meet the local Lucite International (LI) team and learn about their
market and territory. In this issue, we travel to Zagreb to
meet Zarko Fogec, Central and East European Sales Director, his
assistant, Nevenka Emert and Ewa Darka, Sales Manager for Poland
and Ukraine who between them have clocked up 49 years service
with the Company.

ESTONIA

LATVIA

RUSSIA

DENMARK
LITHUANIA

BELARUS

POLAND

NETH.

Warsaw

GERMANY

BELGIUM

Prague

LUX.

UKRAINE

CZECH
SLOVAKIA

FRANCE

AUSTRIA
MOLDOVA

HUNGARY

SWITZERLAND
SLOVENIA

Zagreb

ROMANIA

CROATIA
BOSNIA
and
HERZ.

ITALY

SERBIA
and MONT.
BULGARIA
MACEDONIA
ALBANIA

GREECE

ALGERIA

Name:

Zarko Fogec Nevenka
Emert
Central and East
Job:

European Sales Director.
Joined:

1979
Typical day:

Visiting customers
– sometimes working over
breakfast or dinner with
them. The sheer size of our
territory means that travel
is a very big part of my
working life.

SYRIA

Lucite International Market Place

Lucite International People
Name:

TUNISIA

TURKEY

Job:

Sales and Sales
Support.
Joined:

1994
Typical day:

Daily liaison with our
customers to ensure we
deliver an excellent service
as well as visiting customers
in person at their premises.

Name:

Ewa Darka
Job:

Sales Manager, Poland
and Ukraine.
Joined:

1999
Typical day:

There isn’t one! However,
I spent time trying to create
harmony between the
different mentalities - LI as a
western-based supplier and
local customers - so that we
build good relations and grow
our businesses together.

Territory:
The Central and East European team cover:
Poland, Czech Republic, Slovakia, Slovenia,
Hungary, Russia, Ukraine, Romania,
Bulgaria, Serbia, Macedonia, Bosnia and
Hercegovina, Moldavia.
Products/industries:
MMA for composites for solid surfaces and
kitchen sinks. MMA for coatings for road
marking and general-purpose acrylic paint.
Cast and extruded acrylic sheet for: sanitary
ware, caravan windows, signage, automotive
and point of sale.
Growth:

Over the past 5-10 years
growth depends on individual
territories, but averages 10%.
This growth trend looks set to
continue with Russia playing
a major part in setting the
pace.

Highlights of Market Development:
The centre of activity is moving further east to
Ukraine and Russia, which combine to give
the biggest potential markets (200 million
people). Russia has accumulated considerable funds from foreign trade – specifically
gas and crude oil – which means it is
investing increasingly in businesses outside to
boost its technology and production
platforms.
LI’s place:

customers. This means that
we get involved at any stage,
from technical solutions
to after sales and market
development to add value.”

With an established local
base in Central and East
Europe, the LI team’s focus
is to continue to cement real
customer partnerships. Zarko
comments: “It is no longer
enough for us to have quality
products that perform
technically at the right price.
We aim to go much further to
create relationships that are
stonger and deeper with our

Lucite International Ltd
10000 Zagreb
Kranjceviceva 69
Croatia
T: + 385 1 3823034/+ 385 1 3823935
F: + 385 1 3823033
E: zarko.fogec@lucite.com

Address and contact details:
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Case Study: Kaneka

NEW VIEW
introducing
Kaneka

Quick facts:

Kaneka has been buying MMA from LI since
1973 and is one of its longest standing
customers.
Kaneka has grown at around 10% per annum
over the last two years.
Growth has come from general market expansion and growth of market share.
Markets for PVC window frames is growing
especially fast in Russia as more people can
now afford to buy one good window to keep
out the cold.
New environmental legislation is driving the
use of heavier window glass, which needs
PVC frames to hold it. For more information, visit http://news.bbc.c.uk/1/hi/sci/
tech/3384137.stm
Kaneka use Mitsui Belgium as a purchasing
agent to buy their MMA.

Look at any view of the market for PVC profile windows in Europe and the
figures speak for themselves. With over 60 producers in 25 countries the market
is developing rapidly alongside general economic advancement and we are about
to enter into what promises to be its biggest growth phase ever. In this issue
of FreeFlow we talk to Mr Kazuo Kuruma, President of Kaneka Belgium and
Mr Masaaki Kimura, GM of the Performance Polymer Division about their company’s
contribution to this exciting market place.
3

Introduction to Kaneka Belgium
Kaneka Belgium is part of the global Kaneka
group, which today employs people to service
customers across a wide range of industrial
and chemical sectors. Kaneka Belgium
buys MMA from Lucite International (LI) to
manufacture a processing aid used in the
manufacture of rigid PVC. The processing aid
is made largely from MMA, but only a small
quantity is required in the production of PVC,
which is then used to create the complex
shapes that are especially needed for window
profiles.
Q1. How would you describe your business,
and how do you use MMA?
Kaneka Belgium has customers all over
Europe, Russia, Middle East and South
Africa. It also forms part of the Kaneka
group’s wider global production network,
which has plants in Japan, USA and
Malaysia. We use MMA to produce a
modifier, which is then added to plastics
such as PVC to make them more impact
resistant and to increase processing
efficiency. MMA is used in the shell element
of the innovative ‘core-shell’ technology
for processing aids, which provides better
compatibility with PVC formulations.
Q2. What is driving the growth of the rigid
PVC market, which seems particularly
pronounced in Eastern Europe?

Overall economic development in East
European countries is fuelling a boom in
house building and, with it, the need for
construction materials. PVC window profiles
are in demand for several reasons; first, they
are strong and tough, which means that they
can support the new heavier-weight glass
required by environmental guidelines, they
are also impact and UV resistant, which
means they retain their appearance and
integrity for longer, and they are affordable,
which means that people benefit from
good insulation and therefore good energy
efficiency in their homes.
Q3. What are the challenges you face when
buying raw materials for the coatings industry and what do you value about LI as a key
supplier?
Production capacity for the raw materials
that we need for our products is rather
limited in Europe and so the supply/demand
situation tends to become the determining
factor for both price and availability.
Therefore, securing a long-term stable supply
of raw materials is our key challenge. LI has
always been very supportive of our growth
strategy and when we increase our volumes,
they always manage to deliver. We really do
appreciate this security of supply as it allows
us to focus on growing our own business
rather than worrying about the raw materials
we need as part of the process.

Q4. What added benefits does LI bring to
your business?
We have built up a relationship based on
mutual trust and understanding with LI,
which has gone from strength to strength
over the years. The reliability of this relationship has contributed enormously to stable
operations, which in turn has helped to
support the sustained growth of our company.
1
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Images: [1,3,4] Some of the prestigious buildings that feature PVC windown profiles made
by Kaneka’s important Russian customer,
Proplex. Thanks go to Proplex for allowing us
to use their images in this article. [2] Mr Masaaki Kimura, GM of Kaneka’s Performance
Polymer Division (left) and Mr Kazuo Kuruma,
President of Kaneka Belgium.

Q5. What are the biggest challenges you
face with producing in Belgium and do you
believe REACH will have a significant effect
on Kaneka?
The biggest challenge for us with producing in
Belgium is to maintain safe operating facilities
and to ensure we minimise our impact on
the environment. As we are involved with
chemicals, we need to make absolutely sure
that our people and processes are safe. As for
REACH, we are not yet sure about the impact
on Kaneka since we are somewhat midstream
in the manufacturing chain, however, we are
keeping a close eye on developments.
Q6. What are your hopes for the future
and what role will LI play?
We want to continue to grow steadily through
our Belgium operation. To support this
ambition, we would like to further strengthen
our relationship with LI so that we can grow
as partners together.
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REACH:

MANAGING INFORMATION
WITHIN THE SUPPLY CHAIN

The Registration, Evaluation and Authorisation of Chemicals (REACH)
legislation entered into force on 1 June 2007. Whilst the European
Chemicals Agency (ECHA) is being established in Helsinki, the wider
industry is gearing up for the registration process that begins on 1
June 2008. Fiona Smith is part of a multi-disciplined project team that
has been preparing Lucite International (LI) for the introduction of
REACH. Here she assesses the effects that it will have on the Company’s
operations and how LI plans to work with its partners in the supply
chain to ensure a smooth transition.
Registration deadlines

The first deadline is to ensure all substances
are pre-registered by 1 December 2008.
Failure to complete this may mean that
the full registration is due immediately.
All products at LI are being assessed to
determine individual registration requirements
– these will vary according to composition,
and whether the product is manufactured
in Europe or imported. The requirements
can then be reviewed against volume to
determine the full obligations for registration.
No data/No market

REACH requires all substances manufactured
or placed on the EU market in a quantity
greater than 1 tonne per annum to be
registered. Failure to meet any of the
registration deadlines means that it will be
illegal to place that substance on the market
until obligations are met.
Supply chain information flow

Registration of substances within REACH
requires clear demonstration that the
substance is being used safely within the EU
market. This means that use applications
need to be identified and communicated back
up the supply chain so that the manufacturer

can assess the exposure scenario and include
it in the Chemical Safety Report (CSR)
that accompanies the registration. If the
properties of the substance require additional
Risk Management Measures (RMMs) to
control the level of exposure, then these
must be agreed between the suppliers and
downstream users.
Supply chain responsibilities

Responsibility for registration lies with the
manufacturer or importer of the substance.
This means that any formulator using a
substance to prepare a mixture, which is
subsequently placed back on the market,
needs to collate use and application
information from customers to pass back
to the manufacturer. Failure to include an
exposure scenario will prevent that substance
from being sold for that particular use,
although there are routes by which new use
scenarios can be added. However, these
routes may cause delays and short-term
unavailability and it is therefore preferable
if applications are assessed with the initial
registration.
In order to clearly specify all uses, LI believes
manufacturers will need to work closely
with customers and other downstream

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: peter.snodgrass@lucite.com

users of their products and with suppliers
of substances that are placed back on the
market in preparations.
Next steps

At LI we have been working within our trade
association to identify potential use scenarios.
Whilst we are still waiting for finalisation of
technical guidance we have been expanding
these into more detailed exposure scenarios.
Our intention is to provide a combination
of generic and specific scenarios that we
can share with customers to help ensure
that the required use scenarios are covered.
If we identify gaps as we progress with
this process, we will make any necessary
adaptations.
For products that are preparations made
from substances that we purchase, we will
pass this information back to our suppliers for
their support.
In the meantime, we hope that the
REACH INFORMATION FOR THE SUPPLY CHAIN guide included with this copy
of FreeFlow will help you to understand the
specific implications of the legislation for your
business’ position in the supply chain.

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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