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Welcome
to the October 2019  
issue of FreeFlow

Alan Gallagher
Sales & Marketing 
Director, Monomers EMEA

Helping to bridge 
the Moselle

Super-strong wind barriers  
manufactured with LI acrylic to  
the most exacting technical standards,  
by Slovenian sheet producer Akripol,  
are a key component for the prestigious new  
High Moselle Bridge in Germany. See page 26.

Responding to increasingly negative  
public perception of plastics and the 
need to improve the management of 
the lifecycle of all polymers to minimise 
adverse environmental impacts in 
production, use and disposal, Malcolm 
Kidd, EMEA Monomers Business  
Director, reviews the challenges facing 
the MMA value chain. See page 18.

All Change!

It doesn’t seem long ago since outgoing 
Sales & Marketing Director Peter Snodgrass 
handed me the reins and disappeared off to 
the golf course. Yet it has been six months 
and this has been a period of real change 
for our commercial team. We have taken the 
opportunity in this edition of FreeFlow (FF)
to explain how our reshaped commercial 
team works, and the role that our Inside Sales 
colleagues are now playing (see page 06).

This summer has been one of significant 
change for me personally as I completed my 
move back to the UK from the Middle East. 
For the past ten years Bahrain – a wonderfully 
diverse and culturally rich country, has been 
my home. And it is a location that provides 
Lucite International (LI) many opportunities to 
do business throughout the region. It was my 
honour to lead our Bahrain-based team, and 
I hope that you find the article on this unique 
place and its people as fascinating as I found 
it to live there. Read about our ‘gateway to  
the Middle East’ on page 20.

The world is waking up to the damage we are 
doing to ourselves as a planet and changing 
the way that we think about our consumption 
of natural resources. The sustainable 
well-being of people, society and planet Earth 
was at the heart of our challenge to our 2019 
Acrylic Design Awards entrants. In the last 
issue of FF we showcased the shortlist of 
submissions that had made the final 24, in  
this issue we are delighted to reveal the 
winners. I hope that you are as impressed  
by the passion and creativity on display as  
I was at the awards ceremony in April – read 
all about the winning entries, the ceremony 
and the future of this inspirational competition 
on page 11.

As this is my first issue at the helm of FF I’d be 
delighted to hear what you think of it and what 
articles you would like to see in the future. In 
this ever-changing environment, it is essential 
that FF constantly evolves to ensure it stays 
relevant to you, our readers.

Enjoy Issue 25!

Moving towards 
a Circular 
Economy

LI has had a regional representative office in the 

Middle East for more than 40 years. Having spent 

10 years based in Bahrain, Alan Gallagher, Sales 

& Marketing Director gives FF some insights into 

the strategic geographical advantages of this 

particular location for LI. See page 20.

News
in brief

A fast-track 
gateway to the
Middle East
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This year’s K Show in Düsseldorf sees Mitsubishi Chemical and its group 
companies present all of their solutions in one place for the first time. FF provides a 
showcase of the key industrial sectors that the group will be targeting. See page 08.

shaping    
 the future
Acrylic Design Awards

A leading 
partnership in 
Iberia and beyond
The Spanish chemical distributor 
Quimidroga has transformed out of 
all recognition since it was founded as 
a modest family concern in 1944. FF 
reviews the development of one of LI’s key 
strategic partners in the Mediterranean 
over the last 75 years. See page 23.

Six months since the winners 
of the 2019 Shaping the 
Future Acrylic Design Awards 
were awarded their prizes,  
FF is delighted to showcase 
the work of the winners,  
review the achievements of 
this inaugural edition and  
look forward to the 2020 
Shaping the Future Awards 
competition that is already  
in its early stages. 
See page 11.

Brexit update
BREXIT Project Manager, Mike Fell 
provides FF with an update on LI’s 
preparations for the impending exit of  
the UK from the EU, whether it happens  
on 31st October 2019 or undergoes a 
further delay. See page 28.

COVER STORY

Mitsubishi Chemical at K 2019



Taking a closer look at 
  the markets
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opportunity to conduct maintenance activity 
or simply to reduce production in order to 
control inventory. 

In addition, there is a continuing nervousness 
over the stability of crude oil prices due to 
ongoing geo-political tensions, and therefore, 
careful attention is being paid to feedstock 
costs and the impact on operating margins, 
which is now starting to have an impact on 
short-term decision making. 

It is therefore important to look beyond the 
headlines of the development of the industry 
over the last 12 months to find the real picture.  

Weaker demand environment 
A number of H1 company reports published 
recently attest to the current difficulties of 
being in the chemical industry. The level of 
uncertainty that exists makes it difficult to see 
a rapid improvement in the outlook for the 
second half of this year. As always, there are 
pockets of positivity within this, but it is clear 
that there is an over-riding feeling of “short 
termism” to business and that some will be 
seeking to review previous strategies and 
redefining what is core to their business. 

Mitsubishi Chemical continues with its 
strategic focus on the global production of a 
wide range of methacrylate monomers and 
derivative products and is continuing to invest 
to improve the sustainability of its current 
asset base as well as seeking opportunities  
to deploy its MMA technologies in new assets. 

Weaker demand environment 
A number of relevant statistics have been 
published since the end of the second 
quarter which give an insight into the general 
state of things; 

•  GDP growth rate for the EU28 fell to 1.4% 
year on year in Q2 which was down from 
1.6% in Q1 and was the lowest it has 
been since Q3 2013; after more than a 
year of downbeat news.

•  The European automotive industry was 
reported to have shown a reduction of 3% 
in the first half of 2019, and, as much of a 
concern, the Chinese automotive market 
(the world’s largest) continues to be 
under strain due to the stand-off in trade 
with the US.

•  After a good start to 2019, the EU 
construction industry index (both housing 
and industrial) experienced sizeable steps 
down in each month through Q2 and is 
now expressing a concerning outlook, 
which has brought further pessimism. 

MMA and derivatives are used extensively in 
these key segments and have therefore felt 
this impact to some extent; both in the EMEA 
region, but also globally. This has prompted 
sellers to look more widely for opportunities, 
into different applications and geographies. 
There has been a prolonged period of de-
stocking throughout the methacrylate value 
chain over the last twelve months, which has 
now largely been completed. Buyers have 

become accustomed to operating on a “just 
in time” supply basis, on the assumption 
that material will be readily available to 
overcome any hiccups, but with such a state 
of flux, this may still present some risk.

One of the benefits of methacrylates is 
their wide range of use, and whilst it does 
not make them completely immune from a 
generally softer economic environment, it 
does mean that there continue to be areas 
where demand is growing well, and the 
mood is more positive. There has been a 
period of price adjustment from the high 
point of the cycle in 2017/18 and this has 
brought the prices for MMA and pMMA back 
“into the pack” which has also helped to  
re-stimulate demand in some key markets 
and applications. 

Supply side “ups and downs”

The supply side has been bolstered by the 
addition of new and re-started assets in  
Asia through 2019, but it is increasingly 
difficult to ascertain the actual production 
output from the asset base.

Away from the scattering of unplanned 
production outages, output is being 
affected by number of factors. Weakness 
in other chemical markets is resulting in a 
restriction in the availability of feedstock  
for MMA production at some locations. 
There is a growing list of manufacturers 
using the fact that there is less pressure 
on day to day production to take the 

EMEA
The methacrylate monomers team, which serves the EMEA region, is passionate 
about delivering added value to its customers and industry partners. To be effective 
in what we do requires us to continually invest time and energy into understanding 
the marketplace and its dynamics. Our local representatives in the field together  
with our world-class business systems and global presence mean we have the  
best possible access to reliable information to do just that. As part of our regular 
review, published both online at www.luciteinternational.com/monomers and  
here in FreeFlow, we share with you these views.

Malcolm Kidd
Business Director, Monomers EMEA
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What is your view of the demand for 
methacrylates and what are the factors 
behind this? 
The demand for the Americas Region is 
more relaxed than it has been over the last 
two years, during which time the market was 
experiencing significant growth spikes.  

The majority of the driver for this change was 
from the sheet sector where demand growth 
has been slower than past average run rate. 
The global economy has slowed down, and 
this seems to be affecting the sheet segment 
in the US more than in other segments. The 
coatings segment continues to grow above 
GDP growth and is continuing to experience 
success even with a slower economy. 

Can you describe the impact that the 
planned and unplanned production 
outages that have been observed in  
the Americas this year have had on  
the market place?
The unplanned and planned outages in the 
Americas Region have not had a significant 
impact on customers. This is because MCC 
operates a global supply chain and manages 
supply from our 12 global assets for the 
support and optimisation of our network. As 
already observed, demand has been more 
relaxed than it has been over the last two 

years which has also added some flexibility 
to the supply plan. 

Can you explain what Lucite 
International (LI) is doing to support 
customers in North America in the short 
and also the longer term?
LI has commissioned two new shipping 
terminals, one of which is in the northeast 
United States and the other in the midwest 
United States. LI has instituted a more 
sustainable supply chain practice in line 
with our KAITEKI principles by which we 
ship large volumes by water to these two 
terminals reducing emissions and fuel from 
previous long-range truck shipments. From 
the terminals, we can reach a significant 
number of customers with shorter truck 
transit times. The inventory and supply chain 
to these terminals provides added security of 
supply for our customer base. LI is constantly 
searching for ways to improve service while 
maintaining sustainable operating practices.

THE 
AMERICAS

Jay G Smith
Business Director

Can you describe some of the changes 
in MMA demand in Asia recently and the 
factors that have caused this?

The US-China trade war has negatively 
affected chemicals and polymers demand 
in the whole of Asia, especially in certain 
industries like ABS (which is mainly used  
in home appliances). 

China has been steadily moving away from 
processing the world’s waste plastic, causing 
a switch in demand from recycled MMA 
to virgin MMA. It is estimated that this has 
resulted in an additional 100kt of demand  
for virgin MMA (there was +100kt in 2018  
and there will be another +100kt in 2019).

The domestic market demand for MMA in 
China is also growing, especially for public 
sector investment in sound barrier sheet and 
environment-related industries like water-
borne coatings.

Thus, although demand weakened in Q2, 
stronger demand has come back in Q3  
which was beyond our expectations.

How would you describe the impact that 
the new MMA and MAA capacity added 
in the last 12 months has had on supply 
side dynamics in Asia?
WanHua (40KTa) started up at the end of 
2018, and there are two other projects in 
China which are projected to start up in Q4 
2019. These will cover the increasing demand 
in China of ~100kt/a which has been driven 
by the move from recycled to virgin MMA. 
MMA and pMMA prices have fallen as a 

result of the new capacity, but the relatively 
lower price in China is leading to a bigger 
demand for MMA/pMMA (taking share from 
MS, PC etc.).

The demand in China in 2019 is estimated to 
be more than 850kt/a and becoming a solid 
foundation for a consistent increase in MMA 
consumption. This is why although three new 
MMA producers came online in 2018 (Yidali, 
HuaYi, WanHua) there still is limited export 
from China.

MAA had been in short supply for some  
time, and the new MAA capacity should  
cover the shortage and contribute to the  
MAA demand growth.

Can you explain how MCC is 
approaching this market and the plans 
that it has going forward?
MCC has a strong operating base in the Asian 
region, using three different technologies, 
and market-leading capacity globally. Though 
there are many geopolitical risks, we have the 
capacity to balance this and we will continue 
to strengthen the function of GS&OP to 
maintain a stable supply to our customers.

ASIA

Etsuko Kobayashi
Senior Manager
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Putting 
customers 
first

EMEA 
Monomers 
Selling Team  
& the role of 
Inside Sales

A new team  
to serve a  
changing market
At Lucite International (LI) we appreciate that 
our market and customer base are evolving, 
our customers’ needs are evolving and to 
continue to deliver the best customer service 
we must also evolve. Consequently, this year 
has seen our sales organisation reshaped 
in order to deliver both our own goals, and 
more importantly, those of our customers.

We have established a selling team approach 
that we believe will deliver added value for 
our customers in a more competitive and 
faster-moving market.

We know that our customers require a 
high-performance selling team to manage  
the complex nature of a changing market 
whilst delivering on multicultural and  
service expectations. 

To meet these challenges, in recent times we 
have redefined our sales regions, refocusing 
resources and realigning roles which has 
resulted in a more capable, knowledgeable 
and efficient organisation. 

The improvement in effectiveness is delivered 
through the adoption of a new Selling 
Team approach to provide strong territory 
leadership with clear direction, increased 
efficiency in the processing of knowledge 
and information, with faster decision making.

LI’s selling team
The concept of team selling is a team led 
by the Sales Managers and tasked with 
delivering the following:

•  Focused effort on a regional basis to 
increase knowledge, which improves 
communication and decision-making.

•  Providing greater efficiency and work with 
customers to deliver those opportunities 
presented by the market.

•  Improving the customer experience of 
working with LI.

•  Enhancing the flow of communication 
between the customer and LI, with Inside 
Sales acting as the enabler to ‘make things 
happen’ on both sides.

Who is in the team?
Each selling team consists of a Sales Manager 

as the team leader and includes an Inside  

Sales colleague and a Customer Account 

Supervisor (CAS).

•  The Sales Manager is the person appointed 

to sell our products to our current and 

potential customers within a designated 

region. The Sales Manager provides a team 

leader role for the regional selling team.

•  The Inside Sales person provides sales 

support with a focus on a specific region, 

supporting the Sales Manager with planning 

and strategy as well as delivering focused 

effort for our customers in that region.

•  A CAS is a member of the Supply Chain 

team and part of the selling team. The selling 

team role will be aligned with a specific 

region and contribute to the success of  

the team.

Supporting each selling team centrally from 

our Cassel office, the marketing team provide 

market knowledge and planning.

•  The Marketing Manager coordinates our 

market understanding and promotes LI as 

the supplier of choice.

•  The Market Analyst manages and analyses 

market data in conjunction with the 

Marketing Manager. 
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Inside Sales
Whilst the concept of ‘selling teams’ 
is not entirely new to LI, the role that 
Inside Sales plays has only recently 
been developed fully to ensure our 
resources are utilised as efficiently as 
possible to deliver the service that our 
customers expect from us and beyond. 
To that end, LI now has two dedicated 
Inside Sales team members in place to 
support the regional Sales Managers. 
Although the two support their own 
designated regions, they work together 
in Cassel to ensure a seamless, 
integrated support plan is delivered 
across EMEA as a whole.

Marketing, Forecasting and Business Analysis/Outputs

Sales Director

NW Europe
Mid, East  
Europe  

& Nordic

Middle 
East, Africa  

& Turkey

Sales Manager Sales Manager Sales Manager

Inside Sales Inside Sales

Customer
Sales Group

Customer
Sales Group

Inside Sales

Customer
Sales Group

Koen Mooij
Koen has been with LI for many years, fulfilling 
a variety of roles within the commercial and 
customer service teams. Koen’s experience 
is invaluable – it has been said that Koen 
knows our customers better than they know 
themselves! Koen is primarily working with 
customers in Western Europe.

Angelina Augustyn
Angelina is new to LI, joining the team this 
Spring, but has brought with her a wealth of 
knowledge from previous roles within other 
chemical companies on Teesside. Angelina 
works alongside Koen and is primarily 
supporting customers across mid and Eastern 
Europe, as well as the Nordic region.
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The World’s No.1 Trade  
Fair for Plastics & Rubber 
16-23 October 2019

At K 2019 in Düsseldorf, Mitsubishi Chemical 
will bring its motto “KAITEKI Value for 
Tomorrow” to life for customers and  
guests. KAITEKI is a Japanese philosophy 
which involves us working towards  
“the sustainable well-being of people, 
society and our planet Earth.” 

2019

TOMORROW’S SOLUTIONS  
with Mitsubishi Chemical at K 2019

The Messe, Düsseldorf
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For the first time, K 2019 sees Mitsubishi 
Chemical and its group companies present all 
of their solutions in one place. The innovative 
industrial materials and performance products 
on display target five focus sectors:

• Mobility solutions for automobiles and aircraft

• IT/electronics/display

• Medical/food/bio-products

• Environment/energy/building/construction 

• Packaging, labels and films

Ansgar Pohl, President and CEO of EMEA Regional 
Headquarters and Executive Officer of MCC, says:

“This is the first time for our company that 
such a variety of solutions and materials from 
all of our group companies can be found in one 
place. This is an excellent opportunity for every 
customer to inform themselves and discover 
new ideas around materials and solutions, 
especially with regard to the growing demand 
for circular solutions.”

A sustainability focus
Furthermore, a dedicated area of the stand highlights 
solutions that can contribute to a sustainable future. 
Mitsubishi Chemical will present lightweight solutions, 
recyclable materials as well as materials from renewable 
sources and applications for 3D printing.

There will be more to discover than just products. 
Professionals and graduates can come along to the 
careers corner and discover opportunities in a company 
that cares for the future. 

For Lucite International (LI), K 2019 will provide a unique 
opportunity to showcase its methacrylates and polymer 
product ranges as part of the wider Mitsubishi Chemical 
offer to key industry sectors.

Contemporary livingImage kindly supplied by Kolpa

Laboratory cuvettes

Automotive interiors
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A global  
networking space
Alan Gallagher, Sales and Marketing Director Europe, 
Africa, Middle East (EAME), says: 

“For LI, K 2019 presents an excellent 
opportunity to better understand 
our other MCC businesses, make new 
contacts and to seek cross-business 
opportunities. Taken as a whole, MCC 
is in a perfect position to support our 
focus industries and provide innovative 
product solutions whilst being at the 
forefront of the sustainability agenda.”

You can find LI together as one with Mitsubishi  
Chemical at Stand FG 04.1 – a standalone building 
near Hall 4. Visit Mitsubishi Chemical at K 2019  
from 16-23 October in Düsseldorf.

Laboratory cuvettes

Automotive technologies
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the 2019 
WINNERS

Young Turkish 
designers inspire the 
industry with their 
visionary use of acrylic

Following the enthusiastic wave of entries to 
Lucite International’s (LI) inaugural Shaping the 
future Acrylic Design Awards in Turkey, 4th April 
saw a prestigious awards ceremony being held at 
the Rahmi Koç Museum in Istanbul, with Malcolm 
Kidd (EMEA Monomers Business Director) and 
Muharrem Aktaş (Chairman of the Board of 
Directors, Ak-taş Dış Ticaret A.Ş.) presenting 
prizes to the eventual winners in front of an 
audience made up of the Awards jury, entrants, 
representatives from LI, Mitsubishi Chemical 
Europe and Ak-taş Dış Ticaret, customers of  
Ak-taş Dış Ticaret, members of the press and 
leading industrial designers from the region.

With over 100 entries demonstrating an inspiring level 

of diversity, creativity and inspiration, in our last edition 

of FreeFlow we were only able to give a taste of the 

field by showcasing the 24 entries shortlisted by the 

judging panel. So, in this follow-up article, we are now 

delighted to reveal details of the winning designers 

that went on to claim the top prizes and recognition.

Acrylic Design Awards 2019
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The winning entry came from Ozan Demir, Ege Yıldız and Levent Atak, three 
Architectural students from Yeditepe University in Istanbul. The Akrilikopolis 
concept envisaged the presentation of incomplete antique structures using 3D 
scanning to create semi-transparent bridging components to replace missing 
elements in the structure, thus ‘imagining’ their complete physical form whilst 
preserving the integrity of the original fragile antique components.

Akrilikopolis

“Anastylosis restoration methods, 
where lost or missing pieces are 
recreated, were the basis of our idea. 
We realised that this process could 
involve creating contrast by adding 
new materials to an old structure. 
We wanted to show that a flaw 
doesn’t have to be a deficiency. It can 
highlight the beauty of a structure.”

2019 Acrylic Design Awards winners

It was clearly impossible to fabricate an actual 
demonstration of the concept, so an example scale 
model was produced for the Awards ceremony by 
Inplas Fabrications.

1

st

Prize  
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A visionary approach to 
architectural preservation from 
the winners of the 2019 Shaping 
the Future Acrylic Design Awards.
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Prize

lker Toruk, an Industrial Product Design student from  

Mimar Sinan Fine Arts University in Istanbul, submitted 

this stylish yet highly practical design for a contemporary 

transparent infant cradle constructed from acrylic, with 

integrated sensors and low energy lighting.

moon

transparent hard acrylic  
material with frosted effect

matte, glossy white hard 
acrylic material

acrylic material over  
oak veneer

sound sensor and microphone

usb input
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3

rd

Prize
This design envisaged a modular 
eyewear system for 6-12 year olds, 
using acrylic components that can 
be assembled into durable glasses, 
that can easily be personalised by 
colour/lens prescription/frame size 
as children age. It was designed by 
Süeda Sena Tokul, Ece Öner and 
Zeynep Tuğrul, a team of Industrial 
Design students from Yaşar 
University in Izmir. 



Acrylic 
Display Unit
This design for an attractive and 
highly practical modular display 
system makes full use of the 
formability, transparency and 
durability of acrylic to create a 
system that minimises production 
impacts whilst optimising the 
visibility of items displayed.  
It was conceived by lke Cemre 
Engüdar, an Industrial Products 
Design student from Istanbul 
Technical University.

This eye-catching multifaceted construction system, 
fabricated from an aluminium grid incorporating 
coated acrylic translucent panels to create colourful 
and dynamic protective canopies, proposed a more 
imaginative alternative to the monotony of many of 
today’s boringly functional urban structures. It was 
designed by Levent Atak, Ozan Demir and Ege Yildiz, 
the team of Architectural students from Yeditepe 
University in Istanbul who were also overall winners 
with their Akrilikopolis design submission. 

Speaking after the event, Ansgar Pohl, President & 
CEO of Mitsubishi Chemical Europe, said “It was 
impressive to see the variety of ideas within the 24 
shortlisted entries, selected from more than 100 entries 
overall. All of them would have deserved a prize. The 
awards ceremony was the highlight of the project. 
Beside the winning designs, what impressed me most 
was the students’ enthusiasm. The entire project was 
very professionally organised by the team from LI and 
partner Ak-tas”.
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Highly 
Commended

Jury’s  
Special 
Award

Sensorium



In response to the enthusiasm and 
commitment of the team who put 
together the 2019 awards, LI were 
delighted to be able to immediately 
announce that 2020 will see a  
follow-up competition taking place  
in Turkey.

“For our next Awards competition 
we will be inviting students to use 
acrylic in the design of a product or 
experience that has the potential 
to contribute towards a more 
sustainable future. We want them 
to consider the Circular Economy 
and the full life cycle of acrylic as a 
material, how this might compare 
to the alternative materials that 
are available, with the potential for 
repurposing and end-of-life disposal 
and consequent impacts on the plant 
being a significant consideration in 
the design submissions.” 

says Alan Gallagher, LI’s Sales & Marketing Director

If you are located in a different EMEA 
region and would be interested in 
staging a future Shaping the Future 
Acrylic Design Awards let us know. 
 

The idea behind the Acrylic Design Awards is 
to raise awareness and understanding of the 
potential acrylic offers in meeting the needs of 
society now and in the future. 

By stimulating and helping to educate the next generation of acrylic 
designers, users and consumers, LI seeks to demonstrate its 
commitment, as an industry leader, to support sustainable market 
development. Turkey was selected as the host country for the inaugural 
EMEA based competition because of its unique geographic location and 
the strategic nature of the rapidly developing Turkish market for acrylics.  
The 2019 competition was a collaboration between LI, its Turkish 
distributor, Ak-tas and leading Turkish specialist design communications 
company, MIMARSIV. Working with top universities in Turkey during 2018, 
students from all design related disciplines were invited to participate 
in the Awards, offering winners both cash prizes and a unique profiling 
opportunity to kick-start their design career. The prestigious judging panel 
for the first edition of the competition included Ass. Professor. Ece Ceylan 
Baba; Interior Architect, Atilla Kuzu; Architect, Melike Altinisik; Artist, 
Gunseli Kato; Architect, Sebnem Buhara; Industrial Designer, Arif Ozden; 
and representatives from the awards’ founders Ak-tas and LI. 

To find out more about the 2019 awards and for announcements 
concerning the 2020 Awards go to: www.acrylicdesignawards.com 

…and we’ll be back in Istanbul in 2020

ACRYLIC  
DESIGN 

AWARDS  
2020
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the vision 
behind the 
shaping 
the future 
acrylic 
design 
awards
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Malcolm Kidd:  

moving  
towards a  
Circular  
Economy

Malcolm Kidd, EMEA Monomers Business Director, 
explains more…

One of the most important topics currently 
facing us is the Circular Economy - both as 
consumers and in business. Whether you are 
considering the cause and impact of climate 
change on the planet, micro-plastics polluting 
the oceans or the need to reduce waste to landfill 
by recycling, these are all issues that link to 
having a Circular Economy.

Today’s world, with its high standards of living, 
would not be possible without the contribution 
of the chemicals and plastics industries.

This means moving progressively to a world 
based on renewable carbon. The chemical 
industry is developing the technologies and 
capabilities to bring that about.

Public sentiment towards plastics has 
changed radically over the last decade 
with a growing awareness of the problems 
caused by unnecessary plastic waste in 
our environment.

Whilst many acrylic products are long-
life rather than single-use or ‘throwaway’, 
our industry needs to adapt to changes 
in society and embrace working towards 
a Circular Economy – keeping resources 
in use for as long as possible through 
recovery and regeneration rather than 
disposing as waste.
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How is Lucite International 
(LI) recognising this?
In our Monomers business area, we are 
working continuously to reduce the quantities 
of feedstocks (fossil-based or otherwise) 
that are consumed in our manufacturing 
processes. We are looking to reduce energy 
consumption wherever possible and to 
recover and re-use the energy created from 
the chemical reactions that occur when 
producing methyl methacrylate (MMA), 
therefore significantly reducing carbon 
emissions from electricity generation. 
Alongside this we continually work and  
invest in reducing our emissions to air,  
water and land in all of our activities.

The MMA global business unit of our parent 
company, Mitsubishi Chemical (MCC), 
is undertaking a number of longer-term 
activities that are relevant to the Circular 
Economy, in alignment with the KAITEKI 
philosophy of ensuring the sustainable well-
being of people, society and planet Earth. LI 
International is very much involved with this.

On a different aspect of the Circular 
Economy, we have successfully integrated 
bio-based feedstock into our current 
manufacturing process at Cassel, and 

Research & Development teams at Wilton, 
UK and in Japan are collaborating on a 
programme to manufacture MMA purely from 
biomass – a renewable source of organic 
material from plants. This would allow  
MCC to have a fourth technology for 
manufacturing MMA and, most importantly, 
one that does not rely on fossil-based  
carbon as the feedstock.

What are the current 
recycling possibilities  
and their importance to  
the Circular Economy?
A fundamental concept of the Circular 
Economy is that the value of materials and 
resources is maintained at the highest-
possible level for the longest-possible time. 
It’s been known for a long time that pMMA 
can be recycled back to MMA which can  
then be re-used. This is a differentiating 
feature of MMA/pMMA compared to most 
other monomers and polymers, but there  
are improvements required to the  
de-polymerisation process and the quality  
of the recycled product to make it 
sustainable. And it has proven difficult to 
recover and recycle large quantities of  
pMMA from end-of-life use given the 

fragmented nature of the value chain 
downstream. These are challenges faced  
by many polymers, but ones that we must  
try to overcome. 

Society is demanding a change in the way 
that we use the planet’s resources. But 
consumers are not willing to compromise the 
quality of living that they have. In addition, 
there is a collective and ongoing drive 
through initiatives like the United Nations’ 
Sustainable Development Goals aiming to 
improve the quality of life for all and allow the 
planet to cope effectively with the anticipated 
population increase.

The chemical industry has, in the past, 
proven to be one of the leading forces in 
these challenges and it will continue to 
play a massive part in the future. MCC has 
embraced these challenges, publicly aligned 
itself to them and is actively working towards 
achieving them. 

Methacrylate-based products make a 
fantastic contribution to the well-being of 
society and the standard of living enjoyed 
by all. As well as continuing to focus on 
improving our current manufacturing 
facilities and supply chains, it is exciting to 
contemplate what else methacrylates can 
bring to this new world. 
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LI has developed a 
fast-track gateway  
to the Middle East

Bahrain International F1 circuit.
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FF  What was the reason LI has  
decided to open a representative  
office in Bahrain?

AG  Our business always viewed the Middle 
East as an important market and this 
intensified over the years as our relationships 
and appreciation of the region grew.  
In theory, our physical office location could 
be in a number of places but Bahrain has 
met our business and individual needs very 
well. As local economies and opportunities 
develop, we remain open-minded about 
where we should have our regional base.  
The office is actually a legacy of our ICI 
heritage and dates back to the 1970s. It  
was a local representative office for ICI selling 
a wide range of chemicals and polymers.  
LI retained the office post-divestment  
and focused the activity on developing  
acrylic in the region.

FF  Sometimes people tend to shy away 
from making business in the Middle 
East because they are not familiar with 
business style and etiquette. What is 
different in Bahrain and how can the 
Middle East office support here?

AG  Business in the Middle East is based  
on building long-lasting relationships –  
today LI in Bahrain is trading with customers 
who have been partners for over 20 years. 

Our local presence and easy access to the 
market is fundamental to our success here. 
Middle Eastern economies are very dynamic 
and present some exciting opportunities 
which the Bahrain office can help to access.

FF  Can you describe some  
success stories?

AG  Our 40-year existence in itself is a 
success story. For five years the office  
was home to the Alpha II project (the 
construction of MCC’s latest MMA plant 
utilising LI’s proprietary production  
process), allowing the project team to  
work together and be resident in the  
region, with easy access to Saudi Arabia. 

Business revenue also doubled over the  
five-year period up to 2018.

FF  Who are the people in the  
Bahrain office? 

AG  I visit only occasionally now as I am 
based in the UK. The office is staffed by 
Saleem Khan (Sales Manager), Sara Axtell 
(Office Administrator), Fowzia Aidok (PMMA 
Administrative Assistance) and Hisanori 
Yamada (PMMA Project Manager). The 
office is also still utilised by the Alpha II 
project team (SAMAC). Ben Harris (Executive 
General Manager SAMAC) is resident in 
Bahrain and uses the office regularly.

The representative office is in the Platinum Tower 
and is located in Bahrain’s business area.

“The Middle East is a fascinating region that 
encompasses more than 17 countries ranging 
from dazzling modern cities like Dubai to 
ancient historical sites that have remained 
unchanged for thousands of years. It is a region 
dominated by traditions, religion and uniquely 
distinctive cultures.”

says Alan Gallagher, Sales and Marketing Director Europe, Africa, 
Middle East (EAME).

Lucite International (LI) has had a regional 
representative office in the Middle East for 
more than 40 years. Originally located in 
Dammam (Saudi Arabia) the current office 
relocated to Manama in Bahrain in 2009.
Bahrain has an amazing history and was 
one of the first Middle East countries to  

find and exploit oil and gas reserves.  
But, with those reserves now depleted, 
the country found itself having to diversify 
and has now developed a thriving banking 
sector as well as a number of service 
industries connected to the oil and gas 
sector. Having spent ten years with his 

family experiencing the very best that 
Bahrain has to offer, including the ease  
of doing business and its comparatively 
liberal lifestyle, FreeFlow (FF) asked  
Alan Gallagher, Sales & Marketing Director, 
for some insights into the culture, people 
and business style of Bahrain. 



FF  What do you enjoy doing outside  
of work? 

SK  I am a keen tennis player in my spare 
time and very much enjoy reading. 

Sara Axtell
Office Administrator

Sara joined LI in February 2014 as Office 
Administrator in Bahrain. A significant part 
of her role over the past five years has been 
supporting the Alpha II project in Saudi 
Arabia. Her job encompasses all aspects of 
the running of the Bahrain office including 
accounts, HR, updating local policies and 
procedures, general administration, support 
for MCC secondees in Bahrain and for 
visitors to KSA.

FF  What do you enjoy most about 
working in the Bahrain office? 

SA  I like the the broad spectrum of work 
involved in my job role. The people I work 
with and the mix of different cultures.

FF  What do you do when you’re not  
at work? 

SA  I like playing sport, helping coach 
gymnastics, spending time with family and 
attending our local church (yes, Bahrain has 
its own Christian Cathedral!).

Our people in Bahrain
Alan Gallagher
Former Sales Director Middle East,  
Africa and Turkey, now EMEA Sales  
& Marketing Director

Alan has enjoyed a 30-year career with 
LI during which he has worked for all the 
acrylic businesses (sheet, polymer, resins 
and monomers). Having started on the 
production floor in the ICI Sheet Distribution 
business he moved into a series of distribution 
management and various sales management 
roles. Before returning to the UK to take over 
as EMEA Sales & Marketing Director this year, 
he had spent 10 years leading the LI team in 
the Middle East.

FF  What did you enjoy about living and 
working in Bahrain?

AG  I hugely enjoyed my experience 
working in such a dynamic and multi-
cultural environment. The Bahrain office 
has a very positive ambience and was a 
much-appreciated staging post for our MCC 
colleagues associated with the Alpha II 
project in Jubail. The local Bahrain team also 
contributed a significant part to my experience 
there. There is a genuinely supportive culture, 
given that we were all living as expatriates. 
We all pulled together to help work through 
the day-to-day challenges presented both in 
business and with everyday life. 

FF  What do you enjoy doing outside  
of work?

AG  I liked to keep physically active – therefore 
taking the opportunity to see the island on my 
bike with some like-minded expatriate friends. 
I generally spent my weekends in the gym and 
at the beach, taking advantage of the excellent 
local available facilities.

FF  Tell us a little bit about your new role at LI

AG  I moved into my new position in April, on 
Peter Snodgrass’s retirement, and now lead 
the LI EMEA Sales and Marketing Team, whilst 
continuing to have responsibility for running the 
Middle East Office – though obviously now at 
arm’s length. It’s a really exciting opportunity 
with a relatively new, but dynamic team who are 
hungry to build the business.

Saleem Khan
Sales Manager

It is Saleem’s 16th year with LI. His first role was 
Sales and Business Development Manager and 
now not only has responsibility for monomer, 
polymers and resin sales in the Middle East 
and North Africa; but also represents Mitsubishi 
Chemical Advanced Materials and Mitsubishi 
Polyester Film in the region.

FF  What gives you most satisfaction about 
working in the LI Bahrain office?  

SK  I really enjoy being part of the team that is 
number one for methacrylates globally.
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Bahrain office staff with Ansgar Pohl: Names 
from left to right: Sara Axtell, Alan Gallagher, 
Ansgar Pohl, Saleem Khan (Regional 
Sales Manager), Fowzia Aidok, Ben Harris.

“The office in Bahrain, with many years 
of experience and resources, offers 
excellent opportunities to develop new 
business in the Middle East for LI and 
other group companies of Mitsubishi 
Chemical. It is well located at the Gulf 
with direct access to Saudi Arabia and 
within easy reach of other countries 
in the region. Bahrain itself, with 
a trading history dating back over 
two thousand years, is a pleasant, 
welcoming place to live and work  
for everyone.”

Ansgar Pohl at MCE
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FreeFlow talked to Judith Centeno, who  
leads Quimidroga’s monomers and ethylene 
glycols Business Unit and who, for the last  
10 years, has operated as Lucite 
International’s (LI) sales manager for Iberia 
and Maghreb with responsibility for LI’s 
customers in Spain and the logistics of  
MMA within Quimidroga’s territory. 

“The foundation for the growth of the 

business was a solvents distribution 

contract signed with Union Carbide in 

1950. Step by step Quimidroga moved 

into specialties and by 1993 it began 

servicing the international marketplace 

with the foundation of Quimidroga 

Portugal. Further subsidiaries in  

France, Morocco, Algeria and Italy  

have followed.” Judith Centeno.

A leading partnership 
in Iberia and beyond
You won’t find anyone in the chemical industry around the 
Mediterranean who hasn’t heard of Quimidroga S. A. With  
496 employees, a turnover approaching a billion euros a year 
and sales offices in Spain, France, Italy, Turkey, Morocco and 
Algeria, the business has transformed out of all recognition since 
its formation as a family business in 1944. But 75 years on the 
company remains a privately-owned Spanish company and 
still operates with the strong corporate values of its founder.

From left to right: Mairen Toldra (International Land Transport Manager)  
Inmaculada Morales (Logistics), Gemma Estela (Logistics)  
Astrid Alvarez (Sales Assistant Lucite Business), Josep Llorca (Logistics)  
Ines Martinez (Sales Assistant Monomers & EG’s),  
Judith Centeno (Lucite Sales Manager)



Today the business boasts the best 
warehouse facility in South Europe at 
Barcelona port. 30,000m2 with storage 
for packed products (capacity of 
35,000Mt) and 28 docks for loading 
and unloading, 155 tanks with 
individual pumps and pipes, 21 road 
tankers docks, 6 drumming machines 
(drums, cans, intermediate bulk 
container and one dedicated to food/
pharma) and 26,000Mt capacity for 
blending and solid dissolution.

With sustained growth over the last 
ten years, Centeno explains that 
internationalisation and diversification have 
been key for Quimidroga’s growth. In 2009 
Spain accounted for 85% of sales. Today 
the proportion of international business has 
doubled to 34% of the company’s turnover. 
The goal is to increase this to 50% in the 
future. The company now supplies over 
5000 specialties and commodities to 17 
different industries allowing it to achieve 
steady average growth while insulating it 
to a large extent from periodic shortfalls in 
particular sectors or regions.

However, despite the company now being 
a very large international business it has 
deliberately retained much of the flexibility 
of a much smaller operation, able to rapidly 
adapt to changing market demands. 
To be able to give a better service to 
customers, its business units are specialists 
in their respective industries. Having 
already invested in laboratory formulation 
capabilities for applications like detergency 
and cosmetics the company is now rapidly 
digitising all of its processes to enhance  
its efficiency. 

In terms of business culture Quimidroga is 
very much a ‘people’ business, describing 
itself as having three fundamental  
relationship pillars: customers, suppliers  
and the Quimidroga team. It sees this as  
the “software” that drives the business -  
its operating system. It recognises that this 
system requires a sophisticated logistics 
system to operate smoothly. Constant 
investment in this “hardware” is what 
underpins the business. 

As with all major corporations, over recent 
years sustainable development has become 

a priority for Quimidroga. It has a dedicated 
management team working to implement 
sustainability policies using tools such as 
Responsible Care, SQAS and ISO 14001  
and so was delighted to receive the 
recognition of a gold assessment from 
EcoVadis in 2019. 

A strong Iberian 
partnership 
Quimidroga was already LI’s distributor 
when Repsol closed its MMA production in 
Spain over ten years ago. At this point the 
decision was taken to work in partnership 
to become a global methacrylates supplier 
with a ‘local feeling’.

Centeno observes that the methacrylates 
business has been a bit of a roller-coaster 
over recent years. Traditionally a very stable 
business, it experienced a global short 
supply situation which effectively turned the 
market upside down before, more recently, 
becoming over-supplied with many more 
players in the market.  

“ Quimidroga’s relationship 
with LI is very symbiotic 
and mutually profitable. 
Methacrylates represent 
50% of the total sales of my 
business unit and LI has been 
able to gain deep insights into  
our markets and we have, 
in turn, gained the market 
perspective of a leading 
producer approach, which is 
very different to our own.   
It’s a win-win situation.”
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But through it all the success of the 
Quimidroga/LI partnership has been 
beyond the expectations of both 
companies, with the two businesses now 
sharing market leadership in Iberia. This is 
a region where there is a high percentage 
of medium and small companies requiring 
a strong commercial team to service a 
very dynamic market where flexibility and 
just-in-time logistic efficiency are critical 
for success. The number of customers 
not wanting to hold their own stocks is 
increasing, so being able to supply on  
time is a requirement. 
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Quimidroga’s 30,000m2 warehouse 
facility at Barcelona port. 
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As this issue of FreeFlow goes to press, final stages 
of a major strategic bridge in the West Eifel region of 
Germany linking the Frankfurt area and Belgian and 
Dutch ports are being completed, including robust 
acrylic sheet wind barriers.  

                 helps to  
bridge the Moselle
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The original proposal for one of 
the largest bridges in Germany, 
to cross the valley of the Moselle 
south of Ürzig and north of 
Zeltingen-Rachtig in Rheinland-
Pfalz as part of a road connection, 
rerouting the German Federal 
Highway 50, was first made some 
thirty years ago. 

However construction of the 
Hochmoselbrücke (High Moselle 
Bridge) didn’t actually commence 
until 2012. The 1.7km long steel box 
beam, four lane bridge crosses the 
river Moselle at a maximum height  
of around 160 metres supported 
by ten monolithic concrete pylons 
varying between 15 and 150m tall.

A key part of the project is a 
sound/wind barrier for traffic  
crossing the bridge. Manufacture  
of this element of the barrier was 
awarded to Akripol, part of the G4 
Group, a leading Slovenian company 
for producing and processing 
polymers and cast acrylic sheets. 

Discussions about the project were 
going on for a couple of years before 
the project commenced. The final 
decision was only made just a few 
weeks before the start of production 
of the required components and it 
was quite an intense time for Akripol. 
Assembling of the acrylic sheets 
finally started in May this year and 
the project should be completed 
during October/November. 

Throughout the tendering process 
the company was acutely aware 
that it was an extremely high-profile 
public project in Germany with 
correspondingly strict technical 
requirements. It was therefore doubly 
rewarding that the professionalism  
of the Akripol team was recognised. 

“Although this was to be 
a road traffic wind barrier, 
the strength requirements 
were to be as high as those 
demanded for a railway line. 
We said, this is not an obstacle 
for Akripol, we will do it and 
we did. It took lots of tests, 
checking and monitoring 
from an independent testing 
institution which is unusual 
for a project of this type. But 
at the end we successfully 
produced and delivered the 
required barrier components.” 

Melita Plantariĉ 
(Sales Specialist, Akripol).

The extended team, numbering 
more than 30 people within Akripol 
who have been involved, are 
understandably proud of being part 
of this prestigious project, meeting 
the particularly demanding German 
technical requirements and see it 
as the best testimonial the business 
could have - as a project done, as it 
should be, ‘by the book’.

Sheet acrylic wind barrier  
(with crash barrier yet to be fitted).

Hochmoselbrücke (High Moselle Bridge)  
under construction.
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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: alan.gallagher@lucite.com
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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. Mitsubishi Chemical Corporation and the companies within the  
Mitsubishi Chemical Corporation 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. Mitsubishi Chemical 
Corporation and the companies within the Mitsubishi Chemical Corporation 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 there from. 

The term “BREXIT” refers to 
BRitain’s EXIT from the EU.  
Following the UK referendum 
decision on EU membership 
in June 2016, the UK served a 
formal two year notice period 
to leave the EU (“article 50”) 
on 29th March 2017. The exit 
date of the 29th March 2019 
was extended; initially to  
12 April 2019 and then to the 
current scheduled departure 
date of 31st October 2019.

BREXIT 
Update 

If you have any questions, please notify 
these through your normal LI contact, or 
directly to LI’s BREXIT Project Manager, 
Mike Fell (mike.fell@lucite.com).

This article provides an update on 
the article published in Freeflow 
issue 24, in March 2019.

As we go to press in early October, there 

continues to be significant coverage in the 

press in the UK, EU and the rest of the world 

around the continuing negotiations between 

the UK and EU and both the potential impact 

and opportunities presented by BREXIT.

Following the extension in Brexit deadlines 

from 29th March 2019 and 12th April 2019, 

there is currently speculation as to  

whether Brexit will actually take place on  

31st October 2019, which is the current 

scheduled departure date, or be further 

extended to a later point, pending further 

discussions and agreement between the  

UK and the EU.  

Despite the delays and uncertainty, LI is 
maintaining and further developing its level  
of Brexit preparedness internally and with  
its key stakeholders ahead of the new  
31st October 2019 deadline, to maintain 
continuity of supply of our products to 
customers in the UK, the EU27 and the  
rest of the world. In the event that Brexit is 
further delayed then the preparedness will  
be maintained and continue to be developed 

as opportunities arise to streamline our 

operations against any adverse impact.

We would like to take this opportunity to 

reassure our customers, suppliers and 

business partners that LI will continue to  

be fully compliant and fully capable in 

all aspects of its business whatever the 

outcome of the BREXIT negotiations  

and whatever the departure date.

Regardless of the currently uncertain final date of departure, Lucite International’s 

(LI) extensive Brexit preparations were in fact already in place in readiness for  

29th March 2019, to ensure business continuity, covering areas such as: 

•  Customs Processes (broker appointment and customs processes)

• Duties and Tariffs (customs processes)

•  Inventory/Supply Chain (location and volume of inventory)

•  Registrations and Compliance (such as VAT, EORI etc) 

• Regulatory (including REACH)


