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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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Following 18 Months oF relative instability in the global econoMy, which had 
a considerable eFFect on the cheMicals Markets, lucite international (li) Felt 
it was tiMely to listen in detail to custoMers about their experiences over the 
period, and their plans For the Future. the objectives were to: understand 
the eFFects oF the Financial crisis and the subsequent growth/recovery phase, 
and to gauge custoMers’ experiences oF the Methacrylates Market during this 
period. we were keen to review our relationships, particularly to Find out about 
any perceived changes to the products and service levels we oFFer under our 
new ownership. it was also a great opportunity For us to share our thoughts 
and plans For the Future.

Peter Snodgrass, Monomers Sales Director 
in EAME began: “First, I want to express our 
sincere thanks to all of our customers who 
gave their time to talk to us. What we learned 
was invaluable. Sadly it was not possible to 
visit everyone, however, I do want to reaffirm 
that we always welcome comments and 
opinions and so please do let us know if you 
would like to comment on anything you read 
here.” 

CloSE CollAborAtIon AnD  
PArtnErShIP APProACh
Peter continued: “A strong theme, that came 
up time and again, was that the majority 
of customers welcomed our partnership 
approach and close collaboration during what 
was a very difficult period for nearly everyone 
we met. Customers have largely survived the 
crisis well and today are focusing on growth 
opportunities. We also heard the growing 
concerns about the current escalation in the 
price and availability of chemicals and the 
new challenges that this puts on traditional 
business practices.” 

InvEStIng In FuturE oPPortunItIES
With growth very much in mind, lI and MrC 
are continuing to invest in delivering increased 
and new capacity. Addressing today’s supply 
and demand tightness, lI recently announced 

the re-start of its beaumont MMA plant 
in the uS (planned to reach full operating 
capacity in early 2012). For future growth, 
MrC started 90kt of new MMA capacity 
in thailand during Q4 2010 and has 
announced a new 98kte MMA plant, plus 
additional MAA capacity in Korea. these 
projects will help towards delivering a 
sustainable supply for our customers.

ContInuIng DIAloguE AnD  
ContInuouS IMProvEMEnt
Many customers commented on the 
seamless transition of ownership to MrC 
and appreciate the support from the local 
sales managers and customer service team 
in the uK. As the challenge of escalating 
oil and chemical prices persist we will 
continue to share our views on the current 
and future market dynamics and increase 
communications, both directly and via our 
distributors. lI is absolutely committed 
to continuous improvement in the way 
we deliver for customers. As examples 
of this work, and building on last year’s 
investment in a local supply point in Iberia, 
we have further strengthened our customer 
service team with the appointment of a 
new Customer Service Manager, tamlyne 
hodgson and new Customer Service 
representatives, Koen Mooij and Jenny 
bone. 

unDErStAnDIng thE oPPortunItIES
Peter continued: “the process of listening 
through dedicated face-to-face discussions 
was extremely valuable and as a result 
we now have a greater understanding of 
the opportunities and challenges faced 
by our customers. Coating systems using 
methacrylates are an important source of 
growth for our customers and we heard 
how they are innovating and introducing 
methacrylates into new application areas. 
there are some exciting developments 
underway and lI will look to support our 
customers’ innovations.” 

SuStAInAbIlIty AgEnDA IS KEy For All
Sustainability is a continually developing 
business issue for our customers. Many 
are at an early stage of thinking, however, 
some are leading the way with innovative 
new business approaches. Customers 
acknowledged lI’s proactive approach to the 
implementation of rEACh and were pleased 
to hear about the Company’s progress in 
developing a robust strategy around the 
sustainability agenda. 

ContInuIng to DElIvEr ADDED vAluE
To support the significant development 
opportunities in the EAME region, the lI 
board has appointed Phil bailey as European 
general Manager. Formerly Site Director at 

Cassel, Phil has worked for the Company 
for 15 years and has had active involvement 
across the European business, including 
living in rotterdam and working in germany. 
Phil said: “It is an exciting time for us. 
There are some clear signs of confidence 
returning to the industry, however rising 
costs, political unrest and energy efficiency 
continue to challenge the way we work. 
I am looking forward to addressing these 
and other challenges and providing a real 
focus for the EAME operation. I believe that 
by driving forward with our sustainability 
agenda and tackling our energy challenges 
we will be able to deliver even greater value 
for customers.”

listening to 
custoMers
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It has been another exciting six months for lucite International 
(lI). We have experienced strong activity in the methacrylates 
market, where there is evidence of a gradual return to 
confidence. This increasing confidence is throwing up a 
number of opportunities and will hopefully provide a solid 
platform for potential future growth. In this issue of FreeFlow, 
we share with you some examples of progress within our 
industry. 

over the last six months we have undertaken a major piece 
of customer consultation work. this has enabled us to gain a 
much more detailed understanding of our customers’ current 
opportunities and challenges. Most importantly, it means we 
can tailor our own delivery to better support our customers’ 
development aspirations as we look to the future. A brief 
summary of this work is featured in the article opposite. 

In this issue of FreeFlow we also bring you customer profiles 
from Silikal and Alberdingk-boley, two of our german 
customers who have successfully built global businesses. both 
companies are interesting examples of how businesses can 
evolve and grow using the platforms of innovation and strong 
customer relationships. 

the issue of sustainability consumes an increasing part of 
our discussions with customers and we fully acknowledge its 
importance for all our businesses. on page 10, I am also 
delighted to introduce Amanda buck to talk about her new 
role as Environment, Energy and Sustainability Manager at the 
Cassel site. her experience and direct link in to our developing 
global sustainability strategy will be invaluable for our work 
with methacrylates in EAME. 

Fiona Smith, our rEACh Manager provides a general 
update on page 12. She has put together a useful 12-page 
guide to REACH, the new classification, labelling and 
packaging (ClP) regulation and the required changes to 
current Safety Data Sheets. In addition to mailing copies of the 
guide with this issue of FreeFlow, it will be available to 
download on the lI website from 28 March 2011. 

As always, I would be please to hear any feedback on any of 
the issues you see raised in FreeFlow. Please email me direct 
on: peter.snodgrass@lucite.com

welcome 
to FreeFlow 8 

Peter Snodgrass
Sales Director, Europe
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2010 ovErvIEW
last year the chemical industry experienced 
a year that very few could have anticipated, 
let alone planned for. Demand for 
petrochemicals and derivatives not only 
continued to recover from the low point in 
Q4 2008, but also grew, in many instances, 
at near record rates. this came as a result of 
a return of confidence and good, or at least 
acceptable margins throughout the chain. 
this was also true for MMA, where demand 
in Europe is estimated to have been more 
than 20% higher in 2010 than it was in 
the previous year. In particular there was 
strong consumption from the automotive 
and industrial coatings segments, and a 
significant increase in demand for extruded 
acrylic sheet. 

2010 saw little new MMA capacity 
being brought on line around the world and 
therefore the reliance was very much on the 
installed units operating at elevated rates 
in order to satisfy the higher demand. on a 
positive note, the thai MMA2 plant, of which 
MrC is the major shareholder, was started 
up in Q4 and is operating well. 

After the closure of two MMA plants in 
Europe during 2009, the EAME region 
became a net importer. This was a significant 
change for the region and the impact was 
felt almost immediately by the market in Q2. 
tight supply/demand balances in Asia and 
the Americas and the lack of an attractive 
arbitrage window resulted in very little 
product being imported into the region. the 
European supply side encountered disruption 
through Q2 and Q3 from planned and 
unplanned outages. the net result was that 
the European market experienced a reduction 
in the availability of MMA for a protracted 
period. At times the situation was very acute.

MMA MAnuFACturIng CoStS uP In  
2010 FroM DAy onE
the cost to manufacture MMA increased 
from the very beginning of 2010 and 
continued to do so at a significant pace 

throughout the year. this was driven 
primarily by the supply/demand dynamics in 
the basic commodity chemical markets and 
was not particular to MMA. the combination 
of a need to recover margins and the 
prevailing market conditions resulted in MMA 
prices moving upwards over the course of the 
year after some degree of inertia in Q1.

CurrEnt vIEW oF thE MACro trEnDS
Many of the 2010 themes continue: 

European demand is running ahead of • 
what was an already strong forecast 
Asia remains very tight on MMA, with • 
demand for optical grade pMMA for 
Light Guide Plates (LGP), TVs and flat 
screen monitors and coatings (particularly 
water-borne emulsions) augmenting the 
already high demand from the other 
sectors
Cost of manufacturing MMA continues to • 
rise sharply worldwide 
Supply/demand of MMA remains very • 
tight and supply chains are stretched with 
low levels of inventory.

As a consequence of these factors, contract 
prices in Europe moved upwards again in 
Q1 2011, and  spot prices remain extremely 
volatile and responsive to the changing 
market conditions. 

Driven by the coatings segment, the EAME 
region is about to enter what is normally its 
period of highest demand for MMA. Sources 
of imports for the EAME market continue to 
be relatively limited, and domestic market 
prices in Asia and the Americas dictate 
that the cost of attracting this product is 
significant. 

In January, lI successfully 
re-commissioned its MMA plant in 
beaumont, texas, which had been 
mothballed since Q4 2008. Although the 
facility will not initially be operated at its 
previous nameplate capacity, it is providing 
welcome additional volume for the global 
market. 

looKIng FurthEr AhEAD 
Some further new capacity will be added in 
Asia through 2011, which will help to satisfy 
the very strong demand that is forecast in 
the region. this will provide an easing on 
the supply side, helping to compensate for 
unplanned outages, however, it is unlikely 
to lead to a significant increase in the MMA 
volumes available for export. Assets in 
Europe must therefore still operate at high 
occupacity levels to meet the anticipated 
demand in the EAME region.

Cost pressures are forecast to intensify 
over the next few months with oil having 
broken the $100/bbl level due to strong 
demand and growing political unrest in parts 
of the world. Whether this is being driven by 
supply/demand fundamentals or by investors 
and speculators, the course set by oil is one 
that is usually closely followed down the 
petrochemicals’ chain, and this remains a 
concern for margins.

For lI, the focus will remain on managing 
its available MMA volume in the EAME 
region and working with customers to best 
meet their requirements.

A vIEW on MEthACrylIC ACID
the MAA market exhibits many of the same 
features as for MMA. Demand is strong in 
the EAME region, again particularly at this 
time of year, and the global mass-balance 
means that this region  has to be almost 
self-sufficient on supply. In Asia, demand is 
very strong and is being driven in particular 
by the concrete additives and oil modifiers 
segments. there will be some new MAA 
capacity introduced in h2 2011. until then 
the current assets must satisfy the growing 
demand.

“DemanD for petrochemicals anD Derivatives 
not only continueD to recover from the 
low point in Q4 2008, but also grew, in many 
instances, at near recorD rates.”
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taking a closer 
look at the Markets

Image: malcolm Kidd is lI’s commercial 
Director for monomers in the eAme region.  
To access his regular review of the mmA market, 
please visit: www.luciteinternational.com/
freeflowmarket

the MMa Market

DOWNSTREAM MMA USE IN A MATURE MARKET

35%  Acrylic sheet for glazing, fabrication,  
 signs, lighting and sanitary ware
19%  Moulding/extrusion compounds
 automotive, medical and optical 
20%  Surface coatings, acrylic latex,   
 lacquers and enamels
7%  Emulsion polymers, adhesives 
 and polishes
12%  Impact modifiers and processing aids 
 for rigid PVC window and other  profiles
5%  Mineral filled sheet, Corian 
 (DuPont trade mark)
2%  Other polyesters and 
 transesterification

providing the very highest quality products and services 
to our custoMers in the Merchant Market is what 
drives the teaM here at lucite international (li). to do 
this consistently requires us to have a coMprehensive 
understanding oF the Marketplace and its dynaMics. our 
world-class business support systeMs coMbined with 
local Market intelligence Means we are uniquely placed to 
access reliable data to do just that. as part oF our regular 
review, published both online at www.luciteinternational.
coM/FreeFlowMarket, and here in FreeFlow, we share with 
you the views oF MalcolM kidd, coMMercial director For 
MonoMers in europe, Middle east and aFrica.



Founded in 1951 by engineer, karl ullrich, silikal gMbh 
was bought by its current owner, Mr harald schMidt 
in 1999 and is now a global operation that develops, 
ManuFactures and sells MMa based high perForMance 
Floor coatings as well as epoxy- and pu resins and 
Mortars. the coMpany continues to grow strongly 
and today silikal has a loyal custoMers base in europe, 
aMerica, australia and asia. in this issue oF FreeFlow, 
we hear FroM Managing director, hubert weiMann 
about the coMpany’s philosophy and how it has grown 
to be a worldwide success.

FF: Please tell us about the philosophy  
at Silikal?
hW: I have been with the Silikal for more 
than 30 years and our philosophy has always 
been to focus on serving our customers in 
the absolute best way we can. We say: 
‘We’re here for you - as we have been for 
more that 60 years. Whatever the problem, 
our professional staff will help find the 
right system and solution.’ It is a simple 
philosophy, but it underpins all that we do 
and has been key to our success.  

FF: what about the company and  
its people?
hW: We now have 33 members of staff 
with agents based in 23 countries around 
the world. our products include a wide 
range of MMA, Epoxy- and Pu resins and 
mortars, which are sold approximately as 
follows; 50% in germany, 40% in the rest of 
Europe, 6% in America and 4% in Asia. We 
are continuing to grow in all of our markets 
and see great opportunities for the future, 
particularly outside of our home market in 
Europe.  

FF: can you tell us which of your product 
segments uses mmA and what special 
characteristics these products have?  
hW: Whether it’s in new construction, 
repairs or renovation our MMA based resins 
provide tried and tested heavy-duty floor 

coating solutions for both private and public 
sectors. they are used in transport and 
travel, in public buildings, medical facilities, 
in the hotel and leisure industries and many 
more situations where high-performing floor 
surfaces are essential.

FF: The food industry is an important 
consumer of Silikal’s mmA based products. 
can you tell us more?
hW: our MMA based resins are very fast 
curing, which means that they are quick to 
apply and provide instant protection from 
general wear and tear. they also have key 
performance characteristics, which are 
particularly important where food is being 
prepared whether this be in manufacture 
or a kitchen environment; good chemical 
resistance to lactic and other organic acids 
and no physiological harm. 

FF: And what about Silikal’s other products?
hW: Another strong part of our business is 
in civil engineering. here our customers use 
mainly Silikal r17 mortar, which provides 
high impact resistance for bridge bearings or 
repair works on airfields.

FF: How long have you been working  
with lI?
hW: We have been working together since 
the mid 90s, but since 2002 our partnership 
has grown deeper. lI is now a strategically 

important partner and the largest producer 
of MMA, our most important raw material. 
there is a constant exchange between lI 
and Silikal as we look to develop new ideas. 
A few years ago we created some polymer 
products together and who knows what will 
come next.  

FF: Are there any new and exciting 
developments?
hW: We have our own labs and four 
chemists dedicated to finding innovative 
new solutions. the latest resins - Silikal 
r53, Silikal r63 and Silikal r73 - cure to a 
flooring system and meet stringent German 
Agbb Schema guidelines. We are also 
working on fast-curing, high flexibility resins, 
which work under cold conditions to provide 
waterproofing properties. 

high perForMing 
Floors

Images: [1 and 2] Silikal’s flooring treatments 
provide resistance to lactic and organic acids 
making them ideal for commercial kitchens 
and other food preparation areas. [3, 4 and 5]
Floors that feature Silikal’s high performance 
products are tough against wear and tear and 
easy to keep clean. 
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Customer profile: Silikal
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Customer profile: Alberdingk Boley GmbH

09

growing global 
with headquarters located in kreFeld, north west 
oF düsseldorF in gerMany, alberdingk boley (ab) 
gMbh is a privately owned producer oF water-based 
coating and Finishing systeMs For substrates that 
are used in a wide variety oF end applications. it is 
also the only european producer oF castor oil and 
linseed oil derivatives. lucite international (li) has a 
long-standing relationship with alberdingk boley and 
in this issue oF FreeFlow talks to Mr tiMM wiegMann, 
executive vp sales and Marketing, to discover More 
about the organisation.

FF: Please tell us a little about  
Alberdingk Boley?
tW: I would like to describe our company 
as ‘180 years young’. What I mean by this 
is that we are a business that is flexible, 
forward focused and one that invests in the 
ability to be able to move and adapt rapidly 
to market requirements. In our industry, 
it’s very much about looking outwards at 
opportunity, investing in innovation and 
bringing new solutions to the table. being 
privately owned ensures we have short 
decision-making procedures that give us real 
agility in an increasingly competitive global 
marketplace.

FF:  what you have described captures the 
spirit of the organisation, what about your 
products and manufacturing facilities?
TW: AB started as an oil mill and diversified 
into producing water-based binder systems 
around 1975. Since then, the company has 
developed significantly and is now split into 
two business units: one dealing with castor 
and linseed oil production and the other 
manufacturing water-based binder systems. 
our hQ and main manufacturing site is in 
Krefeld, germany and we have a second site 

in Kerpen, also in germany. In 2000, we 
expanded our manufacturing capabilities and 
set up Alberdingk Inc. in greensboro, north 
Carolina, uSA. this success was followed in 
2007 by the creation of Alberdingk resin in 
Chenzhen, China. So now we have a truly 
global operation.

FF: lI has supplied you with mmA for  
a number of years - please tell us how it  
is used?  
tW: our water-based binder systems are 
based on two different types of chemistry. 
one relies on polyurethane technology and 
the other on acrylic technology. the MMA 
we buy from lI is used for our systems that 
rely on the performance characteristics of 
acrylic; the main one being toughness.

FF: In which kinds of applications are your 
water-based systems used?
tW: We segment our market according to 
the different substrates that require coating. 
the key substrates are wood, metal, plastics, 
concrete, leather and textile. We also serve 
the architectural segment but to a lesser 
extent. 
 

FF: How would you describe your working 
relationship with lI?
tW: our companies have worked together 
quite a while. honestly I don’t know exactly 
how many years, however, lI is one of our 
key MMA suppliers. the people there are 
very reliable, professional and provide us 
with an excellent service. It is also very 
important to us that they deliver a high 
quality, constant supply of product, which 
gives us peace of mind from a production 
point of view.

FF: Innovation is important to both AB and  
lI, how would you describe your approach  
to innovation?
tW: As I mentioned earlier, innovation is 
very high on our agenda. It is the means by 
which we provide solutions to customers and 
a key differentiator in a fiercely competitive 
marketplace. At the end of the day Ab is 
a technology driven company where more 
than 20% of our people work in r&D or 
application laboratories. Innovation is core to 
our success. 

For more information about Alberdingk boley 
gmbh visit: www.alberdingk-boley.com

“alberDingk boley is a technology Driven 
company where more than 20% of our 
people work in r&D or application 
laboratories. innovation is core to our 
success.”

Images: [1] An aerial view of the rhine, close to 
Alberdingk Boley’s facilities in Germany. [2] Timm 
wiegmann, executive VP Sales and marketing at 
Alberdingk Boley. 2
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FF: You began your new role in January, 
what have you focused on first?
Ab: I have been working with our 
Manufacturing Process Improvement 
Manager, trevor Wyatt, to generate a list 
of energy improvement ideas to improve 
the efficiency of heat usage, to reduce CO2 
emissions and gas and electricity usage. 
We currently have over 130 ideas, which 
have been prioritised. We have also agreed 
a capital project to install additional steam, 
gas and electricity meters on site so that we 
can measure the energy being used in each 
production area more effectively.  

FF: And what will be you doing in the  
longer term at cassel?
Ab: First, I will be proactively monitoring 
political trends in Environmental and Climate 
Change legislation so that we can lobby 
and influence Governments to minimise the 
impact on lI and our industry. I will also 
ensure that Cassel site meets all the relevant 
legislative requirements. one of the pieces of 
work I am most excited about is developing 
a complete energy management business 
system with improvement programmes 
to drive down energy use. this will be 

increasingly important not only for us, but 
also to help ensure we meet our customer 
and wider stakeholder groups’ needs for 
responsible energy use.  

FF: Can you be specific about the targets 
you have set at cassel and how will you 
monitor performance? 
Ab: the improvement targets for the site 
continue to evolve. As a minimum we expect 
to reduce electricity use to meet requirements 
under Phase 2 of the Climate Change levy 
Agreements, and similarly our Co2 emissions 
to meet Eu Emissions trading Scheme 
targets. In addition, we have commissioned 
a special project to implement an energy 
management system at Cassel. this will look 
at energy-related key performance indicators 
for each of the production areas on site, 
which will help us monitor progress.

FF: making a difference will require 
everyone on site to put their energies into 
the programmes – how will you achieve this?
Ab: At Cassel, all our people are highly 
engaged in a number of improvement 
processes, many of which come under the 
umbrella of Safety health and Environment 

- ShE. It is our number one priority and so 
culturally this is nothing new for us. however, 
I am very keen to get everyone here involved 
in making the site more energy efficient 
and this needs to start with identifying and 
monitoring the key measures of our energy 
performance. our energy management 
system is due to be in place by the end of the 
year and we will be driving communication 
around this important topic to keep people 
motivated to achieve results. 

FF: what are the major challenges  
for lI in terms of progressing on the 
sustainability agenda? 
Ab: the European governments are keen 
to demonstrate their commitment to a 
low carbon economy. We are facing tough 
challenges to comply with European Climate 
Change and local government legislation. 
lI is supportive of the transition to a low 
carbon economy and is working with industry 
representative organisations like the CIA 
on interaction with governments and the 
cumulative impact of energy and climate 
change policies on energy intensive sectors, 
such as chemicals. 
 

FF: And what about these challenges at 
cassel site level
Ab: the lI team continues to focus on 
operational excellence, including the 
management of energy. Energy prices are 
rising rapidly and taxation will increase 
significantly once we fall under EU ETS 
legislation in 2013. this means we have 
a short timescale in which to implement 
energy reduction projects. We plan to further 
up-rate the site over the next few years so the 
challenge will be to ensure that we achieve 
that without increasing our energy costs or 
Co2 emissions. 

FF: what opportunities are there for  
lI to achieve more with customers on 
energy reduction?
Ab: In addition to the work we will do 
with governments at policy forming level 
to benefit all of us in the industry, we will 
continue to work with our customers to better 
understand the impact of our products on 
the environment. this means looking at the 
entire supply chain; working on life cycle 
assessments and the carbon footprint of our 
products, which will help customers with 
their own energy reduction programmes. 

FF: Finally, before the recent investment 
and focus on energy management, what 
energy savings have you been able to  
make so far? 
AB: We have made significant progress in 
reducing gas and electricity use at Cassel 
per tonne of product under Phase 1 of the 
Climate Change levy Agreement (see chart 
above). We are pleased with this result but 
recognise that there is still so much more to 
be done.

FreeFlow introduces aManda buck, lucite 
international’s (li) newly appointed environMent, 
energy and sustainability Manager For the eaMe 
MonoMers business at cassel. aManda works with  
andy bragg, li’s global sustainability Manager; she 
talks to us about her new role and her First three 
Months oF activity.

CO2 PER TE OF MMA & MAA

2005

2006

2007

2008

2009

2010

100%

 

About bS En16001: 2009 

bS En 16001:2009 is the new british and European standard for energy management 
systems. the international version of this standard - ISo 50001 - is due out in June/July 
2011. the future ISo 50001 standard will establish a framework for industrial plants, 
commercial facilities or entire organisations to manage all aspects of energy with the aim 
of delivering effective organisational management of energy resource and performance in 
accordance with global standards. 

The new standard will be compatible with Cassel’s existing certified management 
systems ISo9000 and ISo14001. the Cassel Environmental Management System has 
been certified to ISO14001 for over 10 years now and has been very effective at driving 
continuous improvement on site. the intention is to integrate the new ISo50001 standard 
into Cassel’s existing ISo14001 system.

Target Performance exceeds reduction targets 
which are reviewed every 2 years.

CLIMATE CHANGE LEVY PERFORMANCE (REDUCTION Vs 1998)

2000

2001

2002

2003

2004

2005

2006

2007

2008

2009

2010

Sustainability
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the energy issue

Image: Amanda Buck is the new environment, 
energy and Sustainability manager at lI’s 
cassel site in the UK.  
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REACH update

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.

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

FrEEFloW/11-v8

reach
ongoing obligations within 
the supply chain 

Fiona Smith, regulatory 
and registrations Manager

The first phase-in registration deadline for substances of highest 
concern or volume has passed. Any manufacturer or importer of 
substance in excess of 1000tpa or qualifying as highest hazard is 
required to be able to demonstrate registration within the supply 
chain. this has implications for downstream users and re-importers of 
these materials. the key questions to ask are:

1. APPlICAtIon Does rEACh apply?

2. rEStrICtIon Is there a restriction or prohibition on the 
proposed use of the material?

3. AuthorISAtIon Does the material contain any substances on 
the  candidate (SvhC) list?

If a material is included on the list has the 
proposed use been authorised and is the 
appropriate information available to users?

4. rEgIStrAtIon have all the components of the material been 
assessed for registration obligations?

have those substances due for registration in 
the past been registered?

If sourced from outside the Eu, has 
the manufacturer nominated an only 
representative (or) as registrant and has 
that OR confirmed record of the details of the 
import ie. can registration be demonstrated 
within the supply chain?

5. uSE Is the use an identified use included within 
the conditions specified within an exposure 
scenario?

Are the appropriate risk management 
measures being applied?

Is the use an end-use of the material or will 
there be exposure to downstream users in 
formulated products?

has any safe use guidance for downstream 
users been included in safe handling guidance 
for users further down the supply chain?

the primary communication tool is the extended safety datasheet. 
these have been updated to include rEACh registration numbers as 
well as safe handling information in an annex incorporating the use 
and exposure scenarios. these have also been updated in accordance 
with the new Classification, Labeling and Packaging (CLP) regulation.

the resulting new safety datasheets contain a lot more information. 
Further details on the changes and how to decipher the relevant 
information is available in the supplement ‘rEACh and ClP: the 
Extended Safety Datasheet’ included within this edition of FreeFlow. 
Here you will find information on the requirements of the new safety 
datasheets and guidance on their use. Further information on rEACh 
at lucite International is available on our rEACh blog at http://www.
reach-and-you.info/


