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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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Issue No.5

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

Peter Snodgrass
Sales Director, Europe
Lucite International (LI) is committed to providing active
support to its partners in the methacrylates sector. We always
aim to share our thoughts, address issues and, through being
pro-active in the marketplace, try to ensure that we all benefit
from the opportunities that exist in our industry.
In this issue of FreeFlow, the main focus is our new
organisation and the positive news that we are now part of the
Mitsubishi Rayon Group of companies (MRC). The article on
pages 6 and 7 provides a brief introduction to MRC and aims
to address some of the immediate questions that our
customers and partners might have. At LI we are all very
optimistic about the new venture. We are confident that our
combined talents and core capabilities will strengthen our lead
position in the methacrylates industry, giving us an even better
opportunity to add value to our customers’ operations.
Last September we reported on our brand new Alpha
technology plant in Singapore, which is now up to full
capacity. Alpha 1 represents a remarkable achievement.
Taking proprietary technology from the laboratory to a
world-scale plant and on to full capacity as we have done is a
credit to those who have worked so diligently to make it
happen. Now MRC and Saudi Basic Industries Corporation
(SABIC) have agreed a Letter of Intent to investigate
investment opportunities in MMA and PMMA. The immediate
focus will be the opportunity for Alpha 2 in Saudi Arabia at a
scale of 250kte. However, other locations and investment
options are still being reviewed.
    Looking at the industry generally, we share with you our
current analysis of the MMA market. After a year of
unprecedented turmoil, our Monomers Commercial Director,
Malcolm Kidd presents his views. There are some definite
signs of an upturn, and we are cautiously optimistic about
where things will lead during the remainder of 2009 and into
next year. Fiona Smith, our REACH Manager also provides
some latest information on end-use descriptors.
As always, we are keen to ensure FreeFlow provides you
with useful input. Please do let me know if there are any
specific issues that you would like us to address in our next
issue by emailing me direct at: peter.snodgrass@lucite.com

BETTER TOGETHER

At the beginning of 2008, I said in FreeFlow
that it was going to be an exciting year
for Lucite International (LI). And we were
not disappointed. Our brand new Alpha 1
plant in Singapore came on stream safely,
ahead of time, and has been operating at
full flowsheet capacity since early 2009. In
November we announced our acquisition by
Mitsubishi Rayon Company (MRC), a deal
that was completed in May of this year and
one that strengthens our position as the
leading global supplier of methacrylates.
MRC and LI have a long and successful
history in acrylics, which dates back to
the 1930s. Our organisations have a rich
heritage of growth and innovation and
complement each other very well with
strengths in different areas and across
a unique range of technologies and
geographic locations. We are delighted to
be part of a new and progressive company,
which is passionate about acrylic and
has the ambition and drive to go even
further as an innovative and reliable supply
partner in our global industry. The process
of integration is now well underway,

and the progress that we make over the
coming months will underpin our ongoing
commitment to deliver our promises to
customers, as we emerge from a tough
12-months of business.
The difficult times that we have all
experienced over the past year have given
us many opportunities to learn lessons,
which will stand us in good stead as we
look to the positive signs of recovery. Today,
many of our customers are seeking record
levels of product from us as they re-stock
their supply chains. Our business is in good
shape, production is running well and we
are supporting the upturn as it develops.
The remainder of 2009 looks promising,
the outlook for 2010 is difficult to call but
likely to be better than 2009 and we are
excited about our future with MRC and
unearthing the positive benefits that we can
share with you.
Neil Sayers
VP Europe, Africa, Middle East,
Americas & Technology
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The MMA Market

Taking a closer
look at The Markets
Delivering high quality, reliable products and services to
our customers in the MMA merchant market is paramount
to Lucite International (LI). Achieving this consistent on
time, in-full supply requires us to have a comprehensive
understanding of the market dynamics. With our
world-class business support systems and local market
knowledge we are uniquely placed to access reliable and
up-to-date market data. As part of a regular review that is
published both on line (visit www.luciteinternational.com/
freeflowmarket) and here in FreeFlow, we share with you
the views of Malcolm Kidd, LI’s Commercial Director for
Monomers in Europe, Africa and the Middle East.

“At the time of writing in Q3’09, demand
for MMA has rebounded to 2007 levels; the
result of some improvement in underlying
demand as confidence is restored, and also
as a result of re-stocking throughout the
downstream chain.”

Since the last issue of FreeFlow in September
2008, the world of MMA has experienced
unparalleled change, as has the market for
almost every other industrial chemical. As
we emerge from that particularly turbulent
period, Lucite International (LI) is assessing
the state of the ‘new’ marketplace and
looking ahead to see what the future will
bring.
Difficult times call for
tough decisions

Within the last four months, two MMA
manufacturers in Europe have made
announcements that will result in a
combined reduction of 17% in the installed
MMA capacity in Europe. This is on top of
the closure of both Russian MMA plants
in Q2 2008, and represents a significant
re-structuring of the industry in a relatively
short period of time.
Demand has bounced back

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

5%
2%

Acrylic sheet for glazing, fabrication,
signs, lighting and sanitary ware
Moulding/extrusion compounds
automotive, medical and optical
Surface coatings, acrylic latexex,
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

Early signs of a downturn came midway
through 2008 and by Q1’09, demand for
MMA in Europe, Africa and the Middle
East fell to about 65% of the record levels
experienced 12 months earlier. However,
by Q2’09 that statistic had improved to
about 85%. At the time of writing in Q3’09,
demand for MMA has rebounded to 2007
levels; the result of some improvement in
underlying demand as confidence is restored,
and also as a result of re-stocking throughout
the downstream chain.
The up-turn in demand from the coatings
segment was first observed in early Q2’09
and was due to the traditional seasonal
increase in demand for coatings applications
through the summer months. This has been
primarily for architectural coatings and for
wood and metal, but demand from the
automotive sector has also picked up as a

result of the various stimulus packages being
implemented by countries around Europe.
Today, there are also signs that demand
from the cast and extruded sheet markets
is improving. This is possibly the most
welcoming sign, as it is these segments that
are most highly aligned with the domestic
construction industry, which suffered the
biggest downturn during the first half of this
year.
Demand in the Asian market had already
started to increase by early Q2’09, driven by
PMMA demand for LCD screens. This level
of demand is continuing as we enter Q4.
Demand in the Americas is still subdued,
although the market is balanced with
demand being in line with available capacity.
Flexibility is key

Despite the recovering demand levels in
Europe, few players are able to give confident
predictions on the outlook for Q4’09, or
2010. It is clear therefore that there will be a
requirement for manufacturers to be flexible
and be able to adapt to whatever market
environment materialises over the coming
period.
New projects coming to market –
but what next?

Over the past year, the majority of new plants
that were scheduled to start operating have
been brought on-line more or less to plan.
From LI’s perspective, the pinnacle was the
safe and successful start-up of the Alpha
1 plant in Singapore, which is operating at
flowsheet rates. The Daesan MMA plant
became operational in Q2 this year and
Evonik intends to bring its plant in China
on-line later this year. MRC will bring its new
plant in Thailand on-line in 2010, but after
that, the arrival of new capacity is much less
certain. Some smaller uprate projects are also

being completed in this time scale.
However, major projects planned for
completion post 2010 would have to have
been sanctioned during the last 12 months,
which would have been difficult in an
environment where chemical companies have
been struggling to return the margins required
to support new investment. The longer that
this period of economic uncertainty lasts, the
greater will be the delay to all but the most
financially attractive and robust of new-build
projects.
Cost base

Feedstock costs remain a concern. While
the current elevated demand for MMA is
welcomed, the general increased level of
demand for base chemicals is a concern for
the cost base of manufacturers. The trend of
increasing acetone costs through Q1 and Q2
this year against a backdrop of falling MMA
prices was unsustainable and meant that the
trend had to be reversed; hence MMA prices
increased in Q3. However, the relentless rise
in acetone costs is continuing through Q3
and methacrylates prices must now be moved
upwards again to ensure that manufacture
remains profitable.
Summary and outlook

The landscape in Europe is going through
a period of significant change, to which we
will all have to adapt. The MRC/LI group
continues to invest in new, cost-effective
capacity, and to bring that capacity to market
for its customers via reliable supply chains.
The outlook on demand is still unclear
and the ongoing challenge for LI will be to
remain as flexible and responsive as possible
to customer needs in what will inevitably
continue to be a dynamic market.
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Case study: Stirling Lloyd Polychem

MITSUBISHI
RAYON CO LTD

In this issue of FreeFlow we hear from
Ian Lambert, CEO of Lucite International,
and Mr Masanao Kambara, President of
Mitsubishi Rayon Co Ltd, on the joining
up of two important companies within
the MMA industry. They share their
thoughts on the future and why the
two businesses will be Better Together.

Masanao Kambara, President,
Mitsubishi Rayon Co Ltd.

“We are delighted to welcome Lucite International’s (LI) loyal customers to
the Mitsubishi Rayon Corporation (MRC Group). Combining our corporate
cultures, our strengths and talents and unifying our businesses with a set of
common goals is another important step in us being an even stronger and
supportive partner within the methacrylates industry. It is our fundamental
belief that by being together, we have the best possible chance of making a
tangible difference to our customers and their businesses, to our employees
and our own operations and to the communities we serve all over the world.

Bringing you some of the key facts to help you
understand a little more about MRC and how, despite
being a global company, its operations are very much
locally focused and sector specific.
MRC is an independent Japanese company
that forms part of the Mitsubishi community.
Mitsubishi is perhaps better known by its
three red diamond logo and for cars and
electrical goods, but the organisation also
has interests in many other sectors, such as
food and drinks, mining and steel, hotels and
travel, business services, and textiles to name
just a few. Some use the Mitsubishi name,
but many do not; usually because there is
significant inherent value within their own
company name when then join the Group.
MRC began in 1933 and now employs
around 7500 people all over the world.
By far the largest part of its operations is
within Asia. In 2007, MRC’s turnover was

Products

Quantity (kte)

MMA monomer

400+

PMMA polymer

100

Ian Lambert, CEO,
Lucite International

more than ¥400bn/£2.5bn/$4bn, which
was achieved through four core operational
segments:
• Chemicals and Plastics – 45%
• Acetate Fibres, Membranes and others –
26%
• 	Acrylic Fibres, AN Monomers and
Derivatives – 18%
• 	Carbon Fibres and Composites – 11%

MRC’s philosophy is captured in the motto; ‘Best Quality for a Better Life’,
which centres on helping to bring about a brighter future for people all over
the world. LI’s philosophy is embodied in the words, ‘Going Further’, which
symbolises our own single-minded determination to achieve excellence in all
that we do to provide outstanding value and performance for our customers
and stakeholders. These sentiments share a lot of common ground and show
that we have the same set of corporate values as we pursue our vision.
Now, the MRC Group and LI will share business resources as we move
forward. The new enterprise will create opportunities for significant cross
leaning which we expect to lead to productivity, innovation and efficiency
gains that will be beneficial to our customers. Our goals in the first stage of
joining together must be achieved rapidly so that we can fully support our
valued customers as we emerge from a difficult economic environment. It is
a little early to describe exactly how the combined group will be organised,
however, we assure you of absolute continuity of service and open
communication. Now is an excellent time for us to make real progress and
we look forward to working with you to achieve even more together.

Lucite International (LI) will integrate with
MRC’s Chemicals and Plastics business,
which accounts for almost 45% of its total
operations by turnover. The shape of the
MRC’s Chemicals and Plastics business is
shown in the following chart.

Primary applications

Production facilities

Acrylic resin pellets, methacrylic esters

Japan (50%), China (25%),
Thailand (25%)

Automotive components, liquid crystal display
parts, office equipment, lenses

Japan (50%), China (40%),
Thailand (10%)

Acrylic sheet

66

Signage, LCD displays, large aquaria,
illuminated directional signage

Japan (70%), Thailand (30%)

Coating resins,
modifiers

51

Coatings, automotive undercoating, inks,
adhesives

Japan (60%, Thailand (20%),
China (7%), North America (13%)

Masanao Kambara

Ian Lambert
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A Rich Heritage

1990s

Timeline

DuPont and ICI invest
$500m in new MMA
facilities in USA, UK,
Taiwan. ICI invests in
Ibaraki, Japan.

MRC and Lucite International share a rich heritage
of growth and innovation, which began on
opposite sides of the world and dates back to the
1930s. Our timeline illustrates some of the key
dates and events from almost 80 years of historic
development.

Lucite
International
Activities

MRC
Activities

2000
Acquisition of Acrylic
Products, South Africa
and Bonar Polymers,
UK.

1993

2002

ICI acquires
DuPont’s acrylics
business.

Alpha technology proven
and patented.

1994

Mid

2000s

1930s

1940s

1960s

1970s

1980s

ICI invents the first
technology process
for MMA and begins
prduction of MMA and
Perspex sheet at Cassel,
UK. DuPont begins
production of MMA and
Lucite sheet at Belle,
USA.

ICI establishes Darwen
plant as the main
production site for
Perspex in the UK.

ICI expands into
continental Europe
with Rozenburg site
in Holland. DuPont
expands in the US
establishing Memphis
and Parkersburg
facilities.

ICI establishes joint
venture with CPDC in
Taiwan to produce MMA.
First continuous cast
sheet line is established
in Memphis, USA.

ICI Acrylics established
within ICI.

1933

1940s

1952

1960s

1970s

1980s

1990s

2000

2009

The forerunner to
Mitsubish Rayon,
Shinko Jinken Co
Ltd was established.
The Company
commercialised rayon
staple fibres as an
alternative to wool and
cotton.

Shinko Jinken merged
with Nippon Chemical
Industries and Asahi
Glass to create
Mitsubishi Chemical
Industries Co Ltd.

As part of post-war
restructuring, Mitsubishi
Rayon was launched
as a new business to
manufacture and sell
synthetics fibres.

Triacetate fibres
are launched. New
Toyohashi plant
enables polypropylene
and polyester fibre
production, making
the Company a
major synthetic fibre
manufacturer.

Economic shifts led the
Company to develop
new materials and
technologies as it
withdrew from the rayon
staple business.

Based on its long
experience in synthetic
fibres, the Company
established a whole
new range of advanced
materials as drivers for
next generation growth.

High-speed growth
led to MMA business
expanding to acrylic
sheet and molding/
information materials
manufacture.

Increased focus on CSR.
Polymer synthesis,
precision molecule
design technologies,
advanced carbon fibres
and water treatment
technologies are
key to establishing
the Company as
a high-earnings,
strong-growth group.

MRC acquires
Lucite International.

Mid

1930s
Asahi Glass Co Ltd
and Nippon Chemical
Industries produced
early acrylic resins in
Japan. To meet growing
demand Shinko Jinken
began MMA production
at Otake.
Mid

1930s
Factory established at
Otake in Hiroshima
Prefecture to produce
rayon spun fibre.

1937
Shinko Jinken became a
member of the Mitsubish
group.

1950s
Acrylic staple fibres
produced at Otake and
diacetate filaments
produced at Toyama.

Thai Poly Acrylic,
Thailand is acquired.

1999
Charterhouse
Development Capital
acquires ICI Acrylics and
forms Ineos Acrylics.

Mid

1990s
New production bases in
China and Thailand are
part of groundwork for
future growth.

New MMA plant in China
becomes operational.
Construction of world’s
first Alpha plant begins.

2008
Alpha plant, Singapore
becomes operational.
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REACH Update

REACH

➌
Describing Uses under REACH

UPDATE – NEXT STEP

As REACH milestones are passed and we develop registration dossiers within
consortia and Substance Information Exchange Fora, Lucite International’s
(LI) Reach Manager, Fiona Smith, provides an update on the progress of the
methacrylate monomer registrations and highlights the next key communications
within the supply chain.

➊

➋

REACH Recap

Development of
Methacrylate Use and
Exposure Scenarios

All qualifying substances manufactured or imported into the EU should now be
registered or pre-registered with a phase-in deadline. The next key obligations
within the supply chain are:
REGISTRANT

• Participate in Pre-SIEF/SIEF to develop
registration dossier
• Evaluate use scenarios either with downstream
users or through consortia
• Complete registration ahead of phase-in deadline
• Communicate appropriate Risk Management
Measures through eSDS

DOWNSTREAM USER

• Communicate use and exposure scenarios
(through trade association) to registrant up to 12
months ahead of phase-in registration deadline
• Implement appropriate Risk Management
Measures within 12 months of receiving eSDS

LI is developing a generic approach to
describing exposure scenarios under REACH
tosimplify communications. These are being
developed within the Methacrylate trade
associations with the input of Downstream
User groups including ERMA, CEPE and
others linked through the CEFIC task force.

Assessment of safe use requires confirmation of use as per the ECHA use
descriptor system and the level of exposure determined by the application
of standard risk management measures. We are developing these
descriptors in-line with the ECHA guidance and will be confirming the
exposure predictions and risk management measures with Downstream
User groups in due course.
Guidance on a use descriptor system to assist communication within the
supply chain is available in chapter R12 of the ECHA guidance document,
which can be found at: http://guidance.echa.europa.eu/docs/guidance_
document/information_requirements_en.htm?time=1252329902

Fiona Smith, REACH Manager

➍
The Development of the
Methacrylate Generic Exposure
Scenarios

Communication of Use Descriptors
within the Supply Chain
Downstream Users should be communicating their use
descriptors to all suppliers to ensure
on-going support for their operations. Wherever possible
this should be achieved via trade associations to ensure
consistency in use descriptors and to simplify supply
chain communication networks. The following should be
considered:
• Which substances remain in products?
• How are products used?
• How are raw materials used?
• Are suppliers aware of raw material uses and, if the
substance remains in products, downstream uses of
those products?

Methacrylate trade associations
Downstream User groups
Downstream Users

Identify specific exposure scenarios

The use descriptor codes are detailed in chapter R12 of the
ECHA guidance document
Assess scenarios and determine Risk
Management Measures

Group into Generic Exposure
Scenarios

➎
Next Steps

Annex to SDS (eSDS)
Safety Data Sheet (SDS)

LI will make available the full list of the use descriptors and
the mapping to Generic Exposure Scenarios on our blog at:
www.reach_and_you/info when the assessments have been
completed. These will be added in the Annex to the extended
Safety Data Sheet.
For more information, please contact Fiona Smith at:
reach.info@lucite.com
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Q&A
In the following Q&A listing we aim to answer some of the questions that you may
have about the new organisation. However, for any specific concerns, please feel
free to contact your local Lucite International (LI) representative or email me at:
peter.snodgrass@lucite.com and we will respond promptly.
1. What is MRC’s strategy for Europe?

MRC’s stated objective is to strengthen
its leading position in the global acrylics
industry. This acquisition now gives them
a substantial presence in Europe and North
America as well as Asia. We believe MRC’s
core competencies will be additive to our
existing strategy, which will continue to focus
our actions on supporting our customers and
their businesses.
2. What customer benefits will there
be from the merger of MRC and LI?

The acquisition will make the combined
MRC and LI group one of the world’s leading
acrylics manufacturers with a wide range of
production technologies. This will enable us
to serve our customers even more effectively
and to adapt more flexibly to raw material
trends. The new enterprise will also create
opportunities for improved efficiencies, which
will enable us to re-invest in the business
to ensure that methacrylates continue to be
highly competitive with other materials and
available to satisfy demand.
3. Will there be a change
of company name for LI?

We will continue to trade as Lucite
International, a wholly owned subsidiary of
MRC. The existing senior management team

will remain in place and Ian Lambert, our
CEO, will continue to report to the Lucite
International Board.
4. Will there be any change to the
way existing customers deal with LI in
Europe, Africa and the Middle East?

We will continue to operate and trade as
Lucite International. All employees that you
deal with regularly will remain in place so we
do not anticipate any significant changes in
the way in which you do business with us.

customers with the highest quality products
and services at a price that represents
value for money to them. This commitment
to provide excellence in both products
and services to our customers remains
unchanged.
8. Will contract and pricing decisions
be approved by MRC in Tokyo?

5. Will you continue to
manufacture in Europe?

No, Lucite International will remain under
the operational control of its existing
management subject only to the normal
delegations of authority established in the
companies’ constitutions.

We have a highly effective and competitive
portfolio of European operations, which
continue to be a leading supply to our
customers.

9. Do you envisage changes to
the current invoicing/banking
arrangements?

6. Will you be offering a wider
product range to customers?

It is too soon to talk in detail about a
combined product offering but we believe
the new combined enterprise will create the
opportunity for significant cross learning and
other gains that will benefit both stakeholders
and customers
7. Is the same level of customer
service still available?

We believe that all arrangements will remain
the same in the foreseeable future. If changes
become necessary, we will notify you in
plenty of time.
10. Will there be changes
to your standard terms and
conditions of sale?

All our contracts and terms and conditions
of sale will continue in full force and are not
affected by the sale of shares in the holding
company.

Our focus has always been to provide

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

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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