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working together to deliver our promises

MM8
The MonoMer 8 (MM8) PlanT aT caSSel in The uk celeBraTeS 20 yearS oF  
acTive Service ThiS year. iT’S a STory oF TeaMwork, coMMiTMenT To conTinuouS 
iMProveMenT and SuSTainaBle develoPMenT ThaT haS led To MM8 Being a 
SucceSSFul STraTegic SuPPly aSSeT For cuSToMerS in The region. FreeFlow (FF) 
hearS FroM PeTer SnodgraSS, SaleS direcTor For MonoMerS in eaMe, caSSel SiTe 
ManuFacTuring Manager, grahaM york, aS well aS FroM SoMe oF The PeoPle who 
have Been ParT oF The PlanT’S hiSTory Since iT waS BroughT on STreaM in 1992.

long-TerM reliaBiliTy

Commitment to Continuous 
improvement pays dividends
the two themes of continuous improvement 
and team working, which ultimately 
lead to sustainable development, came 
through strongly when we talked to 
people about the 20-year history of mm8 
at Cassel. Graham explained: “progress 
at mm8 has, and continues to be, an 
example of what our people can achieve 
through our commitment to continuous 
improvement. despite challenges early 
on, the team has worked hard to put 
new engineering solutions in place and 
to consolidate the operating practices on 
the plant. the Company has continued to 
optimise performance and has invested 
in the expansion of the unit. this ongoing 
commitment by all of our people means  
that we are progressively stretching the 
plant’s capability, giving us the ability to 
serve our customers reliably as they too 
continue to grow.” 

GrowinG toGether - mm8 has helped 
people and businesses proGress
peter picked up the story. he said: “our 
customers are always at the centre of our 

decision making process. We identified 
the need for new capacity to support our 
customers’ growth ambitions back in the 
late 1980s and planning for mm8 began. 
we are very proud to have been able to 
share the journey with customers. at the 
time of building, the new plant featured a 
number of innovative new design features 
and we included a sulphuric acid recovery 
(sar) unit, which has helped us to improve 
our environmental footprint. li’s original 
and ongoing investment into mm8 is a 
demonstration of our firm commitment to 
supplying customers with the very best 
products and reliable service available in 
our industry.”

with such a positive ‘people’ story to 
celebrate, we talked to some of those 
involved from the early days. brian Fawcett, 
now operating manager, joined the team 
as sar plant manager just after mm8 was 
built. he said: “one of the features of the 
mm8 team over the years has been the 
progression of people; it’s noticeable how a 
lot of our good people have roots in mm8. 
malcolm Kidd was originally a process 
engineer, he’s now monomers business 
director, Chris mcmorris was a production 

technician, he’s now mm8 operations 
manager and there are many more of our 
people, who have benefited from their time 
building mm8 into what it is today.”

looKinG baCK, what do people 
remember?
we asked how experience gained on mm8 
has helped people at li in their careers. 
macolm said: “probably the most important 
thing for me was to understand the need 
for trust, openness and teamwork; taking 
tough decisions and having to stand by 
them is a great work and life experience 
and mm8 provided a good environment 
to learn how to conduct yourself in testing 
circumstances. it’s been invaluable to 
my work with the Company, especially 
as i have moved progressively into more 
customer-facing positions.” yvonne hill, uK 
hr administration manager said: “mm8 
gave me invaluable experience across the 
full range of hr activities from recruitment, 
job analysis, designing and delivering 
training. it was a one-off opportunity, which 
has helped me to know how to identify good 
people and to support their development 
so as to create the very best possible 
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organisation. one that prides itself on an 
innovative approach to product and service 
excellence so that we continue to delight 
customers and thrive as a result.” 

youth and experienCe Combine For  
a briGht Future
so, with output having increased by over 
20%, it seems clear that things are looking 
very positive. Graham said: “the future 
for mm8 is bright. we have a world-class 
asset and a highly capable team of people 
operating and developing it. the team is a 
mix of youth and experience, which bodes 
well for the future. looking forward, we  
have a number of potential projects to 
enhance efficiency and through-put. Some  
are currently being trialled on mm7 and,  
if successful, can be migrated to the  
mm8 unit.” 

improvements drivinG plants From 
strenGth to strenGth
underpinning the whole Cassel site is the 
sar unit. Graham continued: “Great strides 
have been made in terms of understanding 
and ensuring the robustness of the sar plant, 
which is allowing us to optimise support of 

our mma and maa units. there are also 
medium-term technology and engineering 
improvements that we’re working on and we 
are going from strength to strength. mm8 
successes are being mirrored across Cassel’s 
other production facilities, where continuous 
improvement is becoming a way of life. but 
that’s another success story!”

around the world in 1992
Brazil: world’s largest environmental summit 
opens in rio de Janeiro
China: First mcdonalds opens in beijing
eU: maastricht treaty signed to form the 
european union. 
France: euro disney opens
Spain: summer olympics held in barcelona
South Africa: vote to end apartheid 
and create a power-sharing, multi-racial 
government.
UK: average house price £68,634, pint of 
beer cost £1.23, dna Fingerprinting invented 
by alec J Jeffreys.
US: George h w bush was president, 
average income $30,000, cost of 1 gallon of 
gas $1.05, space shuttle endeavour lands, 
AT&T release first videophone costing $1499.

Images: [1] Malcolm Kidd, Commerical 
Director for Monomers eAMe. [2] Peter 
Snodgrass, Sales Director for Monomers 
eAMe. [3] Graham York, Cassel Site 
Manufacturing Manager. 
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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

Focusing on customers and their needs

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

aS ParT oF luciTe inTernaTional’S (li) coMMiTMenT To iTS 
cuSToMerS in The MMa MerchanT MarkeT we Share wiTh 
you our ThoughTS and viewS oF currenT dynaMicS. 
local knowledge coMBined wiTh our gloBal oPeraTionS 
ThaT are Backed By world-claSS SySTeMS helP To 
enSure The accuracy oF ThiS inForMaTion, which we 
PuBliSh regularly BoTh on line aT www.luciTeinTer-
naTional.coM/FreeFlowMarkeT and here in FreeFlow. 
MalcolM kidd, coMMerical direcTor For MonoMerS in 
eaMe coMMenTS.



‘volatile’ and ‘unCertain’
these two words capture the state of 
the european petrochemicals market at 
the moment, and hence are also very 
applicable to the methacrylates scene. the 
characteristics of volatility and uncertainty 
are making it difficult for both buyers and 
sellers to plan ahead and to have confidence 
in the future, even in the short-term. 
unfortunately this is a barrier to the recovery 
and growth that we are all seeking. 

Cost base
Fuelled by a fluctuating but ultimately 
resilient crude oil price, several 
petrochemicals and their derivatives have 
experienced record high prices in the last 
six months; apparently illogical in these 
subdued economic times. the speed and 
magnitude of price movement from crude oil, 
through naphtha, resulting in triple-digit price 
movements in olefins and their derivatives 
is a concern for all those involved, and for 
anyone who is looking to return predictable 
and satisfactory margins for their business. 

at the time of writing, acetone (driven 
by propylene) is facing a second major 
price hike in successive months and, with 
it, is introducing a serious situation for the 
manufacturers of methacrylate monomers. 
the other major feedstocks required for 
methacrylate manufacture in europe are 
perhaps less volatile than acetone, but are 
all currently subject to upward pressure and 
therefore providing no relief for the cost base. 
the development of the cost base is now 
a major factor for producers when setting 
production rates and planning appropriate 
levels of inventory.

stable supply/demand
the mma supply side in eame has 
operated well thus far in 2012 with planned 
maintenance events being completed to time. 
mma imports from outside the eame region 
required to satisfy demand have been steady 
and sufficient so far this year. 

there has not been the extreme tightness 
in the market that was experienced at 
times over the past two years. it is also a 
very different situation from the one we 
experienced in h2 2011, when inventories 
had been built up primarily in asia. when 
demand softened in Q3, this product was 
suddenly looking for a home in the eame 
region. this time manufacturers in all global 
regions are rightly being more circumspect 
about increasing their stock levels and are 
instead seemingly electing to balance plant 
rates to match demand. in addition, the 
euro has weakened by around 10% against 
the us dollar making importing into europe 
less attractive now than it was in the earlier 
part of the year; and yielding better news for 
european exports.

year to date, it is estimated that mma 
demand in eame has been 2-3% lower than 
for the same period in 2011, however, there 
have been fluctuations. The most significant 
of these was the major de-stocking that 
took place in the second half of Q2 as the 
european chemicals market took a ’wobble’ 
and embarked on a rapid programme to 
deplete inventory in the anticipation of lower 
prices and in the face of uncertain demand 
in h2. this had a profound effect on mma 
demand for a period of 4-6 weeks, and while 
demand has largely recovered in July, it did 
mean a more abrupt end to the coatings 

season than is normal and a more subdued 
July/august period than had previously been 
forecast. 

activity seems to be picking up again in 
september (perhaps in part a reaction to 
de-stocking in Q2) and for october but not 
everyone has confidence beyond that time 
horizon. it is also clear that after the actions 
of Q2, the industry is operating with very 
little product in the supply chain.

outlooK 
the state of the eurozone economies looks 
set to continue for a while. in particular, the 
lower level of activity in the construction 
and automotive segments across the major 
markets in europe is resulting in a lower 
growth environment for the immediate future. 
there are pockets of better news around the 
region but, unfortunately, these are relatively 
small in comparison.

the major concern remains the high cost 
base and the apparent disconnect between 
the prices of major commodity chemicals and 
the reality of the world economy.

volatility and uncertainty - it’s in times like 
these that suppliers must work even harder 
with their customers; to communicate, 
understand their needs, and deliver excellent 
service. li will continue to ‘go further’ for all 
of its customers in eame, as it does for those 
around the world. we are fully committed 
to ensuring that we continue to deliver the 
requirements expected of us.

“The characTerisTics of volaTiliTy and 
uncerTainTy are making iT difficulT for boTh 
buyers and sellers To plan ahead and To 
have confidence in The fuTure, even in The 
shorT-Term. unforTunaTely This is a barrier 
To The recovery and growTh ThaT we are all 
seeking.”
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ScoTT Bader iS a £200M MulTinaTional cheMical coMPany, which ManuFacTureS a 
wide range oF innovaTive coMPoSiTe, adheSive and SPecialTy PolyMer ProducTS. 
TheSe are uSed around The world By converTerS who Make FiniShed ProducTS 
For a diverSe range oF Technically deManding induSTrial MarkeTS Such aS 
conSTrucTion, TranSPorTaTion, cheMical conTainMenT, wind energy, Marine, 
graPhic arTS and TexTileS. Sharing a deeP coMMiTMenT To innovaTion and cuSToMer 
Service excellence, luciTe inTernaTional (li) valueS iTS long-TerM relaTionShiP aS 
a SuPPlier To ScoTT Bader. in ThiS iSSue oF FreeFlow we Talk To Managing direcTor, 
PhiliP Bruce, aBouT The coMPany and how iT haS eSTaBliShed innovaTion and 
Technical excellence aS FoundaTionS For SucceSS. 

a very SPecial 
coMPany

Main image: MMA from lucite International 
is used in Scott Bader’s Texicryl® emulsion 
polymers range as well as in its Crystic® resins 
and Crestabond® structural adhesives.  

Images: [1] The ernest Bader Technical 
Centre located at the company’s HQ in 
Northamptonshire, UK. [2] The Texicryl® range 
is used for decorative and industrial coatings 
for many sectors, including exterior paints for 
housing. [3] Philip Bruce, Managing Director 
of Scott Bader. 
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Focusing on customers and their needs



innovative From the very beGinninG  
ernest bader founded his company in 
1921. in 1951 he gifted it to the workforce 
by transferring the shares to scott bader 
Commonwealth limited, a company limited 
by guarantee and a registered charity. since 
then, all scott bader employees have had 
the option of becoming ‘Commonwealth 
members’, which means the well being of 
the organisation is in the hands of those 
who work there, with each generation 
charged with handing the company on in 
a better condition than they inherited it. 
This innovative approach has flourished, 
energising and empowering scott bader 
people to be the driving force behind the 
company’s success. 

soCially responsible Company  
with a Clear vision
today, scott bader employs around 600 
people worldwide, has manufacturing 
facilities in the uK, middle east, France, 
Croatia and South Africa and sales offices in 
the Czech republic, eire, sweden, spain, 
Germany, usa, China and india. with such 
a strong story of growth and diversification 
over its 90-year history, we asked philip to 
tell us briefly how the company has achieved 
so much. he said: “it’s as much about our 
culture and the way we do things as what 
we do. having no external shareholders and 
with a strong commitment to support our 
workforce, society and the environment, 
we are proud of the fact that we’ve been a 
socially responsible corporation long before 
the term became popular. this strong sense 
of culture informs the strategic decisions 
we take. we have a clear vision to be a 
sustainable company, nurturing our core 
businesses while focusing on international 
growth in specialities and i believe that 
we will continue to thrive because of the 
commitment and excellence of our people”.

worKinG toGether to deliver  
our promises…
scott bader has been buying mma from li 
for many years for use in a number of their 
product brands. texicryl® is its emulsion 
polymers range used in the formulation of 
water-based coatings, adhesives and inks for 
decorative and industrial coatings within the 
construction, graphic arts, packaging, and 
textile industries. Crystic® resins (unsaturated 
polyester resins), and Crestabond® structural 
adhesives are products used in boat, caravan, 
transport, construction and wind turbine 
manufacture.

we asked philip to comment about scott 
bader’s long-standing relationship with li. 
he said: “li has been a supplier for many 
years. in line with our ‘team working’ value 
we enjoy good service and high product 
quality from li, which is critical for the future 
success of scott bader.” the focus on team 
working, and delivering promises represents 
another great example of how the companies’ 
value sets are so well aligned.

looKinG to the Future
with 10% of scott bader’s workforce 
dedicated to r&d, this ensures a continual 
focus on the future. the company set up the 
ernest bader technical Centre some 10 years 
ago at its uK hQ to support this work. today 
it is the hub for original chemistry, testing 
and business development work in specific 
areas such as marine, infusion and coating 
technology. increasingly this development 
work is supporting the company’s growing 
export of specialities to asia and india. 
sometimes scott bader’s customers move 
their development projects to the technical 
Centre to be close to the company’s scientists 
and testing equipment, which helps to 
progress their own development projects 
much more efficiently.

enCouraGinG entrepreneurs
scott bader’s future is also very much about 
supporting others in creating and sustaining 
healthy businesses. in line with its strong 
community values and commitment to 
supporting progress through innovation, on 
18 november 2011, the company opened 
the scott bader innovation Centre in the 
uK. philip said: “the aim of our Centre is 
to provide an incubation site for early stage 
businesses, with specialist facilities and 
business support designed to boost their 
chances of commercial success. A significant 
added benefit is the opportunity for up and 
coming firms locating here to collaborate with 
other companies on-site as well as with scott 
bader.” the Centre offers laboratory space 
for companies operating in the chemicals, 
composites, materials, and advanced 
engineering sectors, which will benefit from 
the collaborations and resources that are 
available.

the FaCts
established: 1921 by ernest bader
values: Commitment, responsibility, team 
working, Fairness, partner for excellence
size: £200m
employees: around 600
manufacturing: uK, middle east, France, 
Croatia, south africa
social responsibility: min 1% of group 
salaries donated annually to global charities
more about scott bader:  
www.scottbader.com
more about the scott bader innovations 
centre: www.scottbader-ic.co.uk
sign up for the scott bader’s blog:  
www.scottbader.com/easyblog.html
follow scott bader on Twitter:  
@scottbadercoltd
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liFe cycle 
aSSeSSMenT (lca)
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a passion for Safety, health and environment



FF: Tell us a bit more about lCA and what  
it can help companies achieve?
ab: essentially, lCa helps to build a picture 
of what happens throughout the life of a 
product from obtaining the raw materials to 
create it, right through to when the product is 
either recycled or disposed of. lCa data helps 
us to identify where in the manufacturing 
chain there are relatively high uses of energy, 
emissions of Co2 and other environmental 
impacts and then find opportunities to reduce 
these. ultimately our aim is to reduce our 
reliance on the world’s limited resources, 
such as fossil fuels, and make better products 
that have the least environmental impact.

FF: Is lCA new, and how is it 
being approached?
ab: lCa has been around for 20 years or 
more and is now a standardised scientific 
discipline, which is being adopted by 
mainstream industries to drive sustainable 
improvements. there’s been a big shift 
in industry attitudes towards greater 
transparency, which is delivering benefits. 
all lCa data must be shared publicly via 
recognised databases so that it can be 
used to build up an understanding of the 
impacts of final products. The two most 
important platforms for sharing this data 
are: plastics europe (a european trade body 
which provides open source information 
via its website) and ecoinvent, a swiss, 
not-for-profit foundation that shares its 
database via subscription. 

FF: How are industry players working 
together to use lCA data effectively?
ab: the information gathered as part of 
lCa is now used globally to determine life 
cycle impacts. this is making it easier for 

businesses to make product choices, which 
means there’s a huge incentive for companies 
to ensure that the information they share 
is up-to-date and accurate. as part of 
discussions within the methacrylates sector 
Group of CeFiC, li agreed to collaborate 
in generating a single new lCa summary 
for mma. we’re now working with evonik 
and arkema to carry out lCa studies that 
meet iso 14044. external experts have 
independently verified the information and it 
has been shared with plastics europe, which 
will produce a combined lCa summary 
for european mma produced by the aCh 
process. this will be made public later this 
year.

FF: what are the next steps and what will 
this mean for users of lI’s products?
ab: once the data is made public, product 
designers and customers will be able to use 
it to define their own product LCAs. The next 
stage for the CeFiC project will be to generate 
similar information for pmma polymer and 
cast and extruded sheet. we are working 
towards the point where we can define 
and then share accurate information on 
the environmental characteristics of all li’s 
products, which means that our customers 
can update or establish their own product 
lCas and create transparency through the 
production chain as a result.

FF: How is lI involving its supply  
chain partners?
ab: identifying and then working on 
improvement opportunities requires 
collaboration through the supply chain 
to ensure all stage of the life cycle are 
considered and li are doing their bit to help. 
lyn hatch, marketing manager for eame 

monomers, has been leading a project to 
establish where our suppliers are on their 
sustainability journey, and in particular the 
progress being made in terms of lCa. li will 
gather data using a detailed questionnaire, 
which will help prioritise the next steps and 
support overall progress.  

FF: How does this all fit with LI’s work  
on sustainability?  
ab: having a sustainability policy is key to 
us being able to identify the changes we 
need to make to the way that we operate 
in order to protect our business and planet 
for the long-term. the way forward is clear 
but addressing the challenges that face us 
requires rigour and a methodical approach. 
lCa has a key role to play in terms of helping 
us to identify and then act upon opportunities 
to improve our sustainability profile. LI has 
established some short-term targets for its 
manufacturing operations. by 2020, it will:
- cut greenhouse gas emissions by 20%
- reduce water use by 20% 
- cut energy use by 20%
- aim to eliminate all disposals to landfill.
 
FF: How will you drive progress?
ab: these are stretch targets and will require 
us to continuously search for improvement 
opportunities. For all our operations we use 
Company standards to provide guidance 
and rigour to our culture of continuous 
improvement. to support our work on the 
sustainability agenda, we are implementing 
a new sustainability standard. this will 
be compatible with current and future 
international standards and act as the base 
on which to develop and grow as new 
opportunities appear.

aS coMPanieS BecoMe More inTereSTed in Building 
SuSTainaBle PrinciPleS and PracTiceS inTo Their 
BuSineSS STraTegy, one oF The MoST iMPorTanT ThingS iS 
Being aBle To deMonSTraTe ProgreSS againST reducing 
Their iMPacT on The environMenT. To do ThiS coMPanieS 
have To underSTand how BoTh The acTionS They Take 
and The MaTerialS They uSe conTriBuTe To The overall 
PicTure. a Technique, known aS liFe cycle aSSeSSMenT 
(lca), iS now Being adoPTed By MainSTreaM induSTrieS 
To helP Build ThiS underSTanding and, in So doing, 
idenTiFy wayS in which iMProveMenTS can Be Made.
FreeFlow (FF) hearS FroM luciTe inTernaTional’S (li) 
SuSTainaBiliTy Manager, andy Bragg.

09

Andy Bragg, lucite international’s 
sustainability manager.



FF: when did you join lI?
lh: in 2001, just after getting married. 

FF: What did you do first?
lh: i joined as a multi-lingual Customer 
service representative after a year working 
as export Coordinator at ebac ltd, a water 
cooler and dehumidifier manufacturer. 

FF: How has your career progressed?
lh: i became Customer service manager 
in 2004, after which i joined the european 
purchasing team in 2005 as a senior buyer 
of raw materials, Goods and services. i also 
took maternity leave twice to have two sons!

FF: How does your previous experience  
help with what you are doing now?
lh: i’m very familiar with our customers 
and the team serving them as we have great 
continuity at li. this means i’ve been able 
to hit the ground running and make good 
progress in a short space of time. having 
been on the other side of the fence in our  
 

purchasing department, i think i have a good 
understanding of what customers are looking 
for and the pressures and challenges they 
face. i am passionate about service and my 
time in purchasing gave me the opportunity 
to serve our business as the customer, 
striving to deliver maximum value and reduce 
risk, which in turn benefits our methacrylates 
customers.

FF: Tell us a bit about your new role, and 
what you are looking forward to most? 
lh: li has exceptionally strong values that 
permeate through the organisation and it 
is important that our customers feel the 
benefit of these. So, how we communicate 
about ourselves and what we do is vital. 
my new role is very much about supporting 
our business and customers with relevant 
information, learning more about our 
customers’ uses of our product and their 
business needs. it’s also vital that i work with 
our internal team and distribution partners to 
find new opportunities to bring added value 
to our customer relationships. 

FF: one of lI’s values is ‘focusing on 
customers and their needs’. what key 
factors impact on the way lI delivers service 
excellence to its customers? 
lh: understanding the diverse applications 
is increasingly important as we need to 
adapt our offering according to customer 
needs. it’s also important for us to share 
our understanding of the dynamics of our 
industry so that we can prepare together 
for price fluctuations in a more volatile 
market environment. the importance of 
delivering best value is always paramount 
and developing deep relationships so that 
we truly understand our customers and 
their businesses is key. we must also work 
diligently to strengthen our manufacturing 
capabilities and supply chain performance.

FF: Choose four words that are essential 
for a strong, mutually beneficial supplier/
customer relationships?
lh: partnership, understanding, 
service-orientation, respect.

in a Move ThaT FurTher deMonSTraTeS a FirM 
coMMiTMenT To conTinuouSly iMProve iTS ServiceS To 
cuSToMerS and ParTnerS, luciTe inTernaTional’S (li) 
eaMe MonoMerS BuSineSS haS aPPoinTed lyn haTch To 
The new role oF MarkeTing Manager. lyn BringS huge 
energy and a wealTh oF exPerience gained aS a Senior 
Buyer wiThin li’S PurchaSing TeaM. we aSk her SoMe 
quick Fire queSTionS.

lyn hatch

dedicaTed To  

Serving cuSToMerS

working together to deliver our promises
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FF: when did you join lI?
GG: in 1985. it was iCi then and i was 
selling nylon, polypropylene and diakon®. 

FF: What did you do first?
GG: After my first sales role (above), I spent 
four years selling perspex® in mid europe. 
after that i became responsible for monomers 
and resins.  

FF: How has customer service developed  
in the Company over the years?
GG: our original customer service centre 
was based locally in Frankfurt. when it 
moved to Cassel in the uK, many of us 
feared that it would be a step backwards. 
in fact it was a big step forwards as it 
improved communication and shortened 
the service chain, which was a good thing 
for our customers. more direct contact with 
customers benefits everyone in the end. 
 
 

FF: After many years working with 
customers, what do you think makes for 
successful relationships?
GG: business is people. my relationships 
with customers have always been central 
to all that i do and i’m happy to say that as 
the years have gone by, these relationships 
have got stronger and better. during my 
17 years in the monomers business, some 
contacts have changed but many have not 
and we enjoy long standing relationships that 
benefit both sides. Where contacts change 
more frequently, there are new relationships 
to build but that’s just one of the challenges 
that i’ve enjoyed as a sales manager.

FF: How do you think lI lives its value of 
‘focusing on customers and their needs?
GG: we cannot meet customer needs one 
hundred per cent of the time but we come 
close and i think that our key success factor 
is truly living our values. i believe at li we 
really do ‘go further’ for customers and  
come closer than our competitors in meeting 
their needs. 
 

FF: what have you enjoyed most about  
your job, particularly in the past 5 years?
GG: i feel as though i have been part of 
a winning team and we’ve enjoyed some 
great times working together to build the 
business here in the eame region. despite 
only meeting face-to-face a couple of times 
each year, relationships in the team are 
well-established and very special, which has 
been very motivating. 

FF: what plans do you have for  
the future?
GG: none for work! my wife retired last year, 
so first of all we’re taking a six-week holiday 
in the us. we’ve also got plans to travel 
more for pleasure than we have done in the 
past. i shall be devoting more time to my 
passion: playing guitar with my band. it will 
be the band’s 50th anniversary in 2014 so 
there may be a concert with music from the 
beatles and bee Gees; some practice time 
will be in order.

aT The end oF 2012, gerhard gundlach will reTire FroM 
hiS role aS SaleS Manager For Mid euroPe, an area 
covering auSTria, gerMany and SwiTzerland, which haS 
MeanT Many hourS Travelling To look aFTer cuSToMerS 
in The region.  wiTh a SaleS career SPanning More Than 
30 yearS, we aSked gerhard To Tell uS a BiT aBouT hiS 
TiMe wiTh The coMPany.

gerhard gundlach
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Focusing on customers and their needs 

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: lyn.hatch@lucite.com
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Monomers (eg. mma, ibma, nbma, ema, 
2ehma, maa)
all monomers manufactured by li within 
the eu have been fully registered. some 
monomers from outside the eu are 
pre-registered and due registration in 2013 
or 2018. those registrations are on track 
and will be completed within the regulatory 
timeframe. 

Polymers and resins (eg. diakon®, 
Colacryl®, elvacite®, elvakon®)
all qualifying components of polymers and 
resins (monomers and bound substances at 
2% or greater) were originally pre-registered. 
those monomers that are manufactured by 
LI have had their status confirmed. Other 
components are either registered by our 
suppliers or will retain our pre-registration 
until supplier confirmations are received. In 
cases where the polymer is part of a mixture, 
for example, lucite® acrylic resins, the other 
components have also been reviewed to 
ensure that they are reaCh compliant.

Acrylic Sheet (eg. lucite®, perspex®)
acrylic sheet is an article and, as there 
are no substances intended for release, is 
not subject to registration under reaCh. 
we continually review the candidate list of 
substances of high concern and annex xiv 
and will inform customers if any components 
are added to those lists. 

many of the questions we receive relate 
to the effect of reaCh on our polymer 

range and how that may translate to our 
customers’ uses of these products. below we 
aim to answer the frequently asked questions 
relating to our monomer and polymer 
registrations.

Frequently Asked Questions

Is the product purchased from lI reACH 
registered?
all products manufactured by li have 
been assessed and qualifying components 
pre-registered. registrations that were 
due before 1 december 2010 have 
been completed. all remaining required 
registrations are on track against the 
regulatory phase-in timeframe.

Are my exposure Scenarios covered?  
Polymers
there is no requirement to register a 
polymer under reaCh, which means there 
is no requirement to conduct a chemical 
safety assessment on the polymer itself. 
however, the associated monomers and other 
substances that make up the polymer are 
subject to registration. this means that it may 
be necessary to produce a chemical safety 
assessment and report for the monomers or 
substances that make up the polymer. we 
have covered the inclusion of the monomer 
into polymer in our monomer registrations.  
For products where the monomer is 
completely reacted in the production of the 
polymer, the life cycle for the monomer is 

effectively completed. hence, there is no 
need to prepare exposure scenarios for uses 
of these polymers. 
 
Monomers
li has worked with the methacrylate 
consortium to produce a number of generic 
exposure scenarios for our monomers, which 
we believe cover our downstream industry. 
while examples and guidance is developing 
we are working closely with CeFiC task forces 
and reviewing industry best practice from 
eCha (the european Chemicals agency) to 
reformat these scenarios and make them 
clearer to understand. we have covered  
all handling practices for monomers and  
the polymerisation processes that we are 
aware of.

Mixtures
some products constitute mixtures (either of 
monomers, polymers or both). in these cases 
the exposure scenarios for the hazardous 
components will be incorporated into the 
safety data sheets as they become available.

Can I re-import lI materials into the eU?
li’s products that have been registered can 
be imported or re-imported into the eu if it is 
possible to demonstrate that they are within 
our supply chain. to support this process, 
and the import of li’s products from non-eu 
manufacturing sites, we have established a 
trustee process which can be accessed at: 
reach.trustee@lucite.com

reach
on-going oBligaTionS and 
guidance MaTerial 

Fiona Smith, regulatory 
and registration manager

aS The Second regiSTraTion deadline aPProacheS we aiM To uPdaTe our cuSToMerS 
on The reach STaTuS aT luciTe inTernaTional (li), and deMonSTraTe how our 
ProducTS are SuPPorTed. we alSo Take an oPPorTuniTy To Provide anSwerS To SoMe 
oF The MoST FrequenTly aSked queSTionS.

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.


