
FreeFlow
FreeFlow April 2007

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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As a major manufacturer of products for the acrylics industry, 
Lucite International is committed to supporting customers and 
partners in this exciting growth market. Our aim is to share 
our thoughts, address issues and, through FreeFlow and our 
work in the market place, turn information into intelligence so 
that we can all benefit.

The idea for FreeFlow was born out of the success of an 
earlier piece of literature, which we produced in 2005 to 
help explain the dynamics of our business. Called FLOW, the 
publication helped us to deal in particular with the effects 
of volatile raw material pricing and the rising cost of energy. 
With those issues now on a more stable footing, we decided to 
take a proactive approach to looking at other factors that the 
industry now faces as it meets the challenges of continuing 
healthy growth in an increasingly global arena.

In this issue of FreeFlow, we share with your our thoughts 
on market dynamics for acrylics, our understanding of the 
new REACH legislation and introduce our business in a wider 
context. We also feature an article about Univar, our main 
distributor in Europe, and visit one of our major coatings 
customers, ICI Paints, to discover more about how we work in 
true partnership with our customers to add value.

I hope that you find the read stimulating and the            
information useful for you and your business. Our ambition is 
to make FreeFlow a forum for debate and exchange, please let 
us know what you think by visiting www.freeflow.info/reader-
survey. And if there are any specific issues you would like us 
to address in our next issue, then do let us know by contacting 
me direct on: peter.snodgrass@lucite.com

welcome 
to the First edition 
oF FreeFlow, our new 
publicAtion Aimed At the 
methAcrylAte monomers 
industry in europe.

“i would like to Add my welcome 
to this issue oF FreeFlow And 
in this short spAce, shAre with 
you A brieF view As to why i 
believe we should All be very 
optimistic About the Future oF 
our methAcrylAtes industry.”

A growing 
business
neil sAyers, vp 
europe, middle eAst, 
AFricA

Having been at the core of innovation and 
manufacture of acrylics for 20 years now, I 
can honestly say that there has never been a 
time where the opportunity and demand for 
acrylics has been greater. Coatings and 
plastics play vital roles in modern everyday 
life. From our homes to items of signage, 
packaging, health, automotive, industrial and 
many more sectors, their physical and 
aesthetic characteristics give performance 
and versatility to an ever-increasing range of 
applications. And it’s a growth trend that 
looks certain to continue as people all over 
the world aspire to better lifestyles. 

issue number 1

Peter Snodgrass
Sales Director, Europe
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At Lucite International we are at the ‘building 
block’ stage of the modern acrylics industry, 
which is why we believe passionately in our 
responsibility to deliver the very best possible 
foundation products to our customers and 
partners. We have a single-minded approach 
to achieve excellence in all that we do. This 
pursuit of excellence starts with safety and, 
on that score, I am pleased to say that our 
performance is exemplary. Beyond that, 
focusing on customers and delivering against 
their needs is one of our core values. It is 
our customers who set the pace of innova-
tion and growth and we are always ready 
to support their drive for progress with our 
own development expertise. In addition, our 

global Manufacturing Excellence programme 
ensures world-class production capabili-
ties and a continuously improving, reliable 
supply of quality products for our customers 
wherever they are in the world.

Coming back to the theme of optimism, 
leads me to two important factors in Lucite 
International’s history without which this 
piece would not be complete. First is the 
commercialisation of our very latest new 
technology – Alpha, which we believe will 
revolutionise the production of MMA and set 
a new global benchmark against which all 
other technologies will be measured. Alpha is 
a high yield, low cost two-stage process that 
frees the MMA industry from its 

traditional dependence on Acetone, HCN  
and Isobutylene. Our world-scale plant 
comes on stream in Singapore in 2008. 
Second, we are extremely proud of our new 
plant in China which was commissioned in 
2005 and, just 18 months on, is operating 
at full capacity to supply the local market. 
These  investments are just two examples 
of LI’s commitment to sustaining the                
long-term health and competitiveness of the     
Methacrylates industry in the global arena.
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MMA STOCkS WILL CONTINUE 
TO BE UNDER PRESSURE
Demand for MMA continues to be strong 
on the back of some of the best economic 
conditions we’ve had in Europe for over 
six years. Areas of strongest growth are 
associated with the construction industry and 
include; coatings, baths and processing aids 
used in the production of PVC profiles for 
window frames. The supply base is generally 
performing better than last year, however 
during Q1 the industry has experienced 
un-planned interruptions. This, coupled with 
continuing strong demand, has resulted in 
European inventory levels falling significantly. 
During Q2 a couple of European plants will 
shut down for planned maintenance and we 
will move into the higher demand period 
for the coatings industry. All of this means 
further pressure on European stock levels.
 
TRACk RECORD OF MMA gROWTH 
SET TO CONTINUE 
For the last 25 years global MMA demand 
has grown at an average of 4.75% per 
annum, however over the last ten years 
we have experienced an increase in this 
growth to ~5%, as Asian demand has grown 
at ~8% on the back of innovation and 
regional activity. In the last 5 years, since 
the difficult year in 2001, the Global CAGR 
has averaged over 6.5%, with Asia topping 
10%. In 2006, we estimate the global MMA 
market consumed some 2.75 million tonnes 
- 1m tonnes more than 10 years ago - of 
which >45% was in Asia (36% in 1996). 
Until recently increases in supply have been 
through plant up-rates and a limited number 
of new builds; of which LI has been at the 
forefront with its first plant in China last year 
and will follow quickly with a new plant using 
Alpha technology in Singapore in 2008. 
Whilst other new plants in Asia are due to 
come on stream from next year and in 2009 
- the total will be challenged by the annual 
increase in demand. We predict a continuing 
tight global supply and demand scenario. 

LI COMMITTED TO SUPPORT STRONg 
gROWTH IN EUROPEAN DEMAND
Since 2000, European demand for MMA has 
grown annually at an average of over 5% with 
home and construction industry applications 
being key drivers. It is the intrinsic properties 
of MMA and its fit into current lifestyle that 
has driven this growth. Exceptional durability, 
UV resistance and weatherability make MMA 
a key monomer in the production of coatings, 
while flexibility, surface warmth, colours and 
effects make it an ideal material for bathroom 
products and contemporary interiors. And 
as economies continue to prosper, we 
predict this growth will continue. In Europe 
MMA production has traditionally exceeded 
demand, however the extra capacity is 
declining as the market grows rapidly. Europe 
saw its last expansion in 2003 and since 
then we believe output has levelled. During 
recent years we’ve experienced a number of 
un-planned supply restrictions. At times, this 
has resulted in a particularly tight market. We 
are very much aware of this trend, which is 
one of the reasons why we continue to invest 
in new capacity for the merchant market so 
that we can support its growth in Europe and 
globally.

METHACRyLIC ACID RETURNS TO 
BALANCE AFTER SERIOUS SHORTAgES
Difficulties in the supply of MAA during 
2006 were unusual. One European manufac-
turer experienced a long-term outage and 
others faced minor interruptions all of which 
resulted in restricted supply. Since then 
strong demand in Asia has continued to pull 
product from Europe and keep pricing firm. 
Demand for MAA continues to grow in the 
relatively new application area of construction 
chemicals but the more mature automotive 
coatings sector is flat. We view a balanced 
market for 2007, with the new MAA capacity 
in the USA supporting downstream growth.

For a more detailed report on the future 
of the MMA market from LI’s perspective 
please visit: 
www.luciteinternational.com/freeflowmarket

delivering reliAbly to customers in the mmA 
merchAnt mArket is oF the highest priority 
For lucite internAtionAl (li). we reAlise just 
how criticAl our Ability to supply on time 
And in Full is For our pArtners’ businesses. 
Achieving consistent supply requires A 
deep And wide AppreciAtion oF the mArket 
dynAmics And thAt’s where li is uniquely 
plAced. with more thAn 25% mArket shAre 
And A globAl reAch thAt incorporAtes All 
three mAjor geo-economic regions, we 
believe thAt our world-clAss systems And 
locAl mArket intelligence provide the best 
possible ForecAsting And plAnning tools 
to help us supply eFFectively. monomers 
commerciAl director, mAlcolm kidd, shAres 
his thoughts on the mArket dynAmics 
For 2007.

tAking A 
closer look At the 
mmA mArket

the mmA market

DOWNSTREAM MMA USE 
IN A MATURE MARKET

Key application areas:
1 35%  Acrylic sheet for glazing, fabrication,  
  signs, lighting and sanitary ware
2 19%  Moulding/extrusion compounds
  automotive, medical and optical 
3 20%  Surface coatings, acrylic latexex,  
  lacquers and enamels
4 7%  Emulsion polymers, adhesives 
  and polishes
5 12%  Impact modifiers and processing  
  aids for rigid PVC window and other  
  profiles
6 5%  Mineral filled sheet, Corian 
  (DuPont trade mark)
7 2%  Other polyesters and 
  transesterification
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“For the last 25 years global MMa deMand has grown at an 
average oF 4.75% per annuM, however over the last ten years 
we have experienced an increase in this growth to ~5%, as 
asian deMand has grown at ~8% on the back oF innovation 
and regional activity.”

Image: monomers commercial Director, 
malcolm Kidd, has worked at lI since 1988 in a 
number of production and purchasing roles. He 
took up his new role as monomers commercial 
Director in September 2006.
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univAr nv
distribution
on 29 november 2005, univAr nv wAs Appointed As the mAjor distributor For lucite 
internAtionAl’s (li) methAcrylAte products Across the whole oF europe, excepting 
iberiA. with A long heritAge oF doing business together, todAy both compAnies Are 
Firmly united in their commitment to supporting customers And their growth 
AspirAtion Across the region. For those who do not AlreAdy know univAr, FreeFlow 
introduces the compAny And leArns About its philosophy For success. 

Univar NV is one of the world’s leading 
independent distributors of industrial 
chemicals and provider of a variety of related 
speciality services. Operating throughout 
North America, Canada and 18 European 
countries, the company now has a network of 
163 distribution centres, which means it is 
uniquely placed to have ‘local supplier’ status 
for the majority of its valued customers.

The relationship between Univar and 
LI goes back a long way. It all began 15 
years ago when ICI and Chemitrade worked 
together on the monomer packed distribution 
business in the Uk and Ireland. Since then, 
both companies have grown and evolved 
into the organisations we see today. In 
particular, Univar has significantly increased 
its penetration into Continental Europe and 
now services more than 50,000 customer 
accounts in the region. And it is this 
impressive geographic coverage, widening 
product portfolio and growing customer   
base that helped Univar secure the recent 
distribution contract with LI. 

Frank Steenbakker, European Business 
Manager at Univar comments: “We were 
absolutely delighted to have won the contract 
to distribute LI’s methacrylate products 
in Europe. At Univar, we pride ourselves 
in providing successful solutions for our 
customers. It’s not just about the logistics 

of delivering a product – that’s the easy bit! 
We approach our customers with a deep 
understanding of the industry, the issues 
and the challenges they face. Our role is to 
listen carefully so that we understand their 
needs precisely. That is the only way we can 
determine how we can help and add real 
value to their businesses.”

The passion for customer satisfaction 
through understanding and adding value is 
a core philosophy at Univar and one that 
further aligns the company with LI’s own 
value system. Frank continues: “Sometimes 
our customers require support beyond our 
day-to-day operations and that is when we 
rise to the challenge. Our people can provide 
the technical expertise and industry know-
how to help solve issues – it’s what makes 
our work so satisfying to do.”

Beyond a mutual drive to achieve 
customer satisfaction, Univar also shares 
LI’s passion for safety, health and care for 
the environment (SHE). And with SHE as the 
number one goal for excellence at LI, Univar 
likewise operates a strong focus on safety, 
product stewardship and the environment. 
This commitment to SHE extends beyond 
sites and distribution centres into local 
communities.

As living standards continue to improve and 
people aspire to increasingly sophisticated 
lifestyles across the region, the future for 
distributing methacrylates looks bright for 
Univar. The company has great ambitions 
and we will bring you progress updates in 
future issues of FreeFlow. In the meantime, 
for more information about Univar and its 
products and services, please visit:  
www.univarcorp.com

UNIVAR AT A gLANCE:
Net sales: US$6.6 billion in 2006
Operating income: US$ 238.6 million         
in 2006
Employees: 6900 based in North America, 
Canada and Europe
Distribution network, Europe: 56
Distribution network, USA: 79
Distribution network, Canada: 25
Customers: Over 50,000 in Europe
Registered office: Rotterdam, the Netherlands
Admin support offices: Bellevue, Washington, 
USA, and Bradford, England, Uk.

univar nv
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Images: [1] and [2] Inside Univar’s 
distribution centres the focus is on safety and 
efficient operations.

“soMetiMe our custoMers require support beyond our day-to-day 
operations and that is when we rise to the challenge. our people 
can provide the technical expertise and industry know-how to 
help solve issues.”
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At Lucite International we have been 
preparing for the introduction of REACH 
since 1998. Our preparations have involved 
working closely alongside trade associa-
tions in Europe, the USA and Japan to track 
developments and to ensure that we fully 
understand the implications for both our raw 
materials and the products we sell. Here, we 
share our understanding, and explain what 
REACH will mean for LI and our partners in 
the supply chain.

RESPONSIBILITy LIES WITH 
MANUFACTURERS AND IMPORTERS
In a nutshell, REACH will provide a single, 
standardised framework for the safe 
management of chemicals within the EU. 
It places responsibility on manufacturers, 
like ourselves, and importers to ensure that 
the substances, in quantities greater than 1 
tonne per year, do not adversely affect human 
health or the environment. A core part of this 
responsibility requires industry to provide 
comprehensive documented information for 
all qualifying substances. The availability of 
this transparent and uniform information will 
enable users to assess potential risks and 
ensure adequate controls are in place. It will 
also create a robust platform from which the 
industry can innovate and grow safely in the 
world arena. 

REgISTERINg CHEMICALS 
AND USE SCENARIOS
In the first instance, chemicals must be pre-
registered to take advantage of the phased 
introduction of the regulation. The next step 
is to prepare use scenarios and to assess 
the exposure associated with the use of the 
individual substances against given toxicol-
ogy data. Development of use scenarios will 
mean close collaboration with customers to 
fully understand how a substance progresses 
through the supply chain and how it is placed 

on the market. This is also key to ensuring 
that all uses for products are included in 
the final registration dossier. LI is already 
engaged with its customers in this respect 
– and you can read about an example of our 
work with ICI Paints in this publication.

Once assessed and approved, uses will all be 
summarised on the safety data sheet for that 
chemical and any restrictions highlighted. 
If a data sheet does not cover a particular 
application, then there is an obligation for the 
user to review that with the supplier to get it 
included and the registration updated or to 
register it separately if they wish to keep it 
confidential. 

PREPARATIONS UNDERWAy AT LI
To date, a substantial amount of work has 
been done with suppliers to ensure that key 
raw materials will be supported and that LI’s 
manufacturing processes will not be affected. 
As part of this work, our business systems 
are being upgraded to ensure that we will 
be able to demonstrate that the materials 
we purchase are registered for our own and, 
where appropriate, our customer uses, and 
that our products are fully registered for 
customers needs. 

DATES, WEIgHTS AND 
SPECIAL CONCERN PRODUCT
The deadline for registration is phased 
according to the quantity of the substances 
being manufactured or imported. Chemicals 
of 1000 tonnes or more per year (which 
includes methylmethacrylate), or those 
of highest concern, must be registered by 
December 2010. Substances 100-1000 
tonnes per annum must be registered by June 
2013, and all substances of 1 tonne or above 
must be registered by June 2018. REACH 
may also require authorisation for manufac-
ture or use of substances of highest concern. 

These are cancer-forming chemicals (category 
1 or 2 carcinogens or mutagens), chemicals 
hazardous to reproduction (reprotoxins) or 
substances with high environmental impact 
(either persistent, bio-accumulative and toxic 
or very persistent and very bio-accumulative). 
The commission will develop and manage the 
list and authorise the use of these chemicals 
on a case-by-case basis.

DEDICATED RESOURCE
In recognition of the wide-ranging impact 
REACH will have across our business, LI has 
established a multi-disciplined project team 
to handle both the strategic and day-to-day 
management of the changes that must be 
made to ensure compliance with the new 
legislation. Sponsored by the Company’s 
Executive, the REACH team draws on the 
knowledge and experience of people from 
each of our manufacturing sites as well as 
purchasing and sales. The team is there 
to provide practical help and advice both 
internally to colleagues and externally to 
customers, partners and suppliers on any 
issue relating to REACH. 
 
Find out more about the legislation and its 
implications for your business in FreeFlow 
reAcH, our new mini guide that is free with 
this magazine. For more specific details on 
lI’s approach, please contact Fiona Smith 
at: reach.info@lucite.com

the registrAtion, evAluAtion And 
AuthorisAtion oF chemicAls regulAtion 
(reAch) is the lArgest And most complex 
piece oF chemicAls legislAtion For more thAn 
30 yeArs. its Aim is to protect humAn heAlth 
And the environment From hAzArdous 
chemicAls And it will FundAmentAlly 
chAnge the wAy we purchAse, use And sell 
chemicAls within the europeAn union (eu).

reAch
the view From lucite 
internAtionAl (li)

REACH IMPACTS ON LI: 
LI manufactures in 17 countries and sells    
in more than 100 worldwide
LI products include substances, articles,   
polymers and preparations which have       
different requirements under REACH
Over 3500 products being assessed to ensure 
full registration is met
Over 1600 raw materials being reviewed with 
suppliers as a priority.

Image: Fiona Smith, lI’s new dedicated 
reAcH manger is responsible for guiding the 
company through the myriad of activities 
required to ensure compliance to the new 
legislation.

reAch legislAtion



cAse study
ici pAints And the 
Art oF trAnsForming 
surFAces

As producer of some of the world’s top paint 
and decorative product brands, including 
the famous Dulux range, ICI Paints has a 
long and respected heritage of inspiring its 
trade and consumer customers with high 
performing surface coatings. A key ingredi-
ent for many of these performance products 
is MMA, which the company buys from 
Lucite International (LI). We hear from 
ICI Paints Uk Purchasing Manager, Peter 
Shuttleworth, about the company’s strong 
supplier partnership with LI and what 
makes it work so well.

FF: In a nutshell, how would you describe 
IcI Paints business?
PS: At ICI Paints, we are dedicated to 
producing leading paint and decorative 
products that inspire consumers to 
transform their surroundings with colour 
and high performing surface preparations. 
We make products to prepare and care for 
all building materials, and we also provide 
coatings for cans and packaging. 
Our headquarters are in Slough in the Uk 
and our major manufacturing facilities 
are located in the USA, Uk, Netherlands, 
Brazil, Argentina, germany, France, China, 
India and Malaysia. We also have additional 
manufacturing facilities in 14 other 
countries. 
FF: Picking up on the decorative paints 
sector, can you tell us what gives you the 
edge in the market place? 
PS: Technology and innovation have always 
been at the heart of ICI, and within ICI 
Paints our success is often enhanced by 
being the first to the market with innova-
tive, value-adding products and services 

that meet market needs. Our products don’t 
always come in cans - services such as our 
Dulux Decorator scheme, so far available 
in some of our markets, allows customers 
peace of mind in helping them choose the 
right contractor for the job. 
FF: can you tell us how long you have 
worked with the team at lI and what they 
bring to your business? 
PS: We’ve had a close working relationship 
for over 20 years now and without hesita-
tion I can say that its success boils down 
to the fact that we can rely on complete 
security of supply. There have been times 
when MMA has been in short supply, and 
when we have experienced sharp volume 
increases from the market but we know that 
we are top of their list and they have never 
let us down. Our supply chain is seamless 
and we couldn’t expect more than that. 
FF: You have started to work with lI on 
your preparations for reAcH legislation 
– how is it going?
PS: We are in the early stages of preparing 
for REACH and we’ve chosen LI as a 
key supplier to help us understand the 
implications for our business. However, we 
are following CEPE, the European Paint 
trade association’s lead in this matter and 
will work with them to ensure the right 
information flows and the establishment of 
best practices.
FF: what impact do you think reAcH   
will have on your customers? 
PS: We expect that by good planning and 
by working closely with all the stakeholders 
along the supply chain, the impact on our 
customers will be kept to a minimum. 

INTERESTINg FACTS:
Each year ICI Paints produces enough paint 
to decorate every house in Los Angeles,   
London and Beijing. 
ICI Paints manufacturers 1.1 billion litres 
of paint annually, which if stacked in 1 litre 
cans on top of on another, would be 13,000 
times the height of Mount Everest. 
ICI Paints makes enough paint to completely 
cover 2.8 million football pitches
ICI Paints are used in countries, which     
represent over 95% of the world’s population.

case study: ici

FF: Thinking about the future, and          
new product and service innovations in 
particular - do you think methacrylates        
have a role to play?
PS: The critical success factors for growth at 
ICI Paints are the deployment of new technol-
ogy, innovation and the successful marketing 
and promotion of our key brands. This means 
that we will continue to look for the edge in 
our formulations and consequently ingredi-
ent products will continue to play a critical 
role. MMA is key to providing good durability 
– necessary for all paints sold into the high 
performance sector where above average 
wear and tear is a factor. For this reason 
we will continue to look to methacrylates to 
support our product innovation. 
FF: And how do you see lI’s role              
developing?
PS: I think there will be increasing collabo-
ration between our businesses; support on 
REACH, marketing activities such as this, 
service improvements and who knows what 
other opportunities might present themselves.
FF: Finally, are you working on any          
exciting new coating products that you can 
tell us about here? 
PS: Of course, I’m not allowed to give 
anything away, but what I can say is that 
over a third (35%) of ICI Paints’ business 
is represented by new products introduced 
in the last five years. The company prides   
itself on being at the forefront of innovation 
- we employ 680 people and spend over          
£30 million each year on Research and 
Development worldwide. So, perhaps the  
best answer is to watch this space!
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FreeFlow 
soundbites

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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soundbites

FreeFlow is All About shAring 
inFormAtion And getting to grips with 
the issues in our industry. Following 
Are just A Few summAry points to
leAve you with.

REACH STARTS HERE
Don’t leave it too late, use our 
REACH leaflet and contact your 
industry forum for help in getting 
started with pre-registration 
preparations to ensure that your 
business is ahead of the game.

gOINg FURTHER
Lucite International is investing in 
new MMA capacity and production
technology for the merchant market. 
Watch this space for news of our 
new Alpha technology plant in 
Singapore and the announcement 
of Alpha 2 location.

UNIVAR ONE STOP SHOP
Univar is your one stop shop 
for break bulk methacrylate and 
chemical solutions. Visit their 
website at www.univarcorp.com 
to find out more about how they 
can help your business grow and 
prosper.

PARTNER OF CHOICE
Lucite International aims to be the 
number one supplier of choice for its
customers, many of whom have been 
with us for many years. Visit
www.lucitesolutions.com or 
www.luciteinternational.com to see 
how we add value to a wide range 
of applications.

MMA STOCkS FALLINg
In Q2, the European merchant 
market is tightening as we enter 
a period of higher coatings and 
construction activity. Through 
collaboration, networking and greater 
understanding we will meet the 
challenges together.

MMA gROWTH INCREASINg
The global growth for MMA contin-
ues to rise as new and innovative 
downstream applications drive 
demand. Lucite International is at 
the forefront of this growth activity 
with our plant in China, the opening 
of Alpha 1 in Singapore in 2008 
and a roll-out plan for further Alpha 
plants into the future.

we vAlue your opinion

We would very much like to know what you think of FREEFLOW.
To help us tailor future issues, please take a moment to visit 
www.freeflow.info/reader-survey and feedback your comments before 
1 June 2007. All responses will be entered into a free prize draw, 
with the winner receiving a magnum of champagne.

FREEFLOW/07-V1


