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M&A-News:

AbbVie has won the race to acquire
Shire in its fifth attempt, clinching
the deal for around $54.8 billion.

Albemarle has announced plans to
buy specialty chemicals compatri-
ot Rockwood for $6.2 billion.

Mylan plans to acquire Abbott’s
branded specialty and generics
business in developed markets
outside the US for $5.3 billion.

Roche plans to pay up to $1.73
billion to buy US biotech company
Seragon Pharmaceuticals.

Merck KGaA acquired all of the
capital of its cooperation partner,
Dutch smart window technology
start-up Peer+.

More on Pages 2, 3,13 »
Companies:
BASF sells its 50% stake in the sty-
renics joint venture Styrolution to
its partner Ineos for €1.1 billion.

Cytec has signed a strategic co-
operation agreement with Dralon
to develop large-tow industrial
grade carbon fiber.

Bayer MaterialScience  (BMS)
further consolidates its polycarbo-
nate business and closes its sheet
production site in Darmstadt, Ger-
many.

More on Page 6 »
Investments:
Celanese plans to expand manufac-
turing capability at its Suzano, Brazil,
site by 2015 to include Celstran long
fiber-reinforced thermoplastics.

Evonik and its Chinese partner
Jiangsu Zhongneng Polysilicon
plan to form a 60:40 joint venture
to produce fumed silica and ultra-
pure silicon tetrachloride com-
pounds in China.

Esso Belgium, a division of Exxon-
Mobil Petroleum & Chemical, plans
to invest over $1 billion for a new
coker unit at its Antwerp refinery.

More on Page 9 »
Pharma:
Bayer HealthCare said it plans
to keep consumer brands it pi-
cked up in its $14 billion buy of
US Merck&Co’s non-prescription
drugs business in May.

More on Page 13 »
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ven if not quite 20 years old,

Swiss-based specialty chemi-

cals producer Clariant can
nevertheless look back on an event-
ful history. With years of extensive re-
structuring, reorganization, portfolio
realignment and several changes in
top management now under its belt,
the company is moving into a new de-
velopment phase. At the company's
recently held annual Capital Markets
& Media Day, CEO Hariolf Kottmann
highlighted his forward strategy.

When Hariolf Kottmann took over
as CEO of Clariant on October 1,
2008, the company, though by that
time 13 years old, had not yet really
found its feet. Well into the second
decade of existence, it found itself,
like a gangly adolescent, still need-
ing more time to position itself for
future growth. In part, the reasons
lay in its somewhat unusual history.

The Evolution of Clariant

It is difficult enough to carve a fully
functional standalone unit out of
a tradition-steeped company but
Clariant had to face the challenge
twice. Just two years after its first
founding in 1995, the Swiss spe-
cialty chemicals player had to re-
invent itself, taking in the specialty
portfolio business of the now de-
funct German conglomerate Hoe-
chst. The new businesses picked up
in Frankfurt were more than twice
the size of those at home in Mut-
tenz, near Basel and the German
border.

Without having had time to deal
with the cultural identity crisis this
created — was it Swiss or was it Ger-
man - Clariant was thrust headlong
into the chemical industry’s latest
fashion trend - the rush to embrace
life sciences. Hoping to participate
in the growth prospects of this spe-
cialty focus, as they were perceived
in the late 1990s, the fledgling firm
stepped quickly into line with its
competitors, marching straight into
the mined field of fine chemicals
M&A.

With every intention of becom-
ing a major supplier to the lucra-
tive pharmaceutical market, in
2000 Clariant bought UK-based fine
chemicals producer BTP for $1.8
billion. As was the case for most
companies that followed the fad, the
overpriced acquisition never really
paid off. By 2003, the Swiss player
was already licking its wounds.

Hit broadside by crisis, the com-
pany launched its first strategic rea-
lignment initiative, shedding assets
that included traditional businesses
of its predecessors, including poly-
vinyl alcohol and polyvinyl butyral,
cellulose ethers, electronic materi-
als and monochloroacetic acid. To
reduce the debt burden stemming
from its ill-timed foray into life sci-
ences, Clariant was even forced to
unload even the former BTP activi-
ties, by then called Pharmaceutical
Fine Chemicals.

A Leader Once Again

Back On the Growth Track

Fast-forward to 2008. With Hariolf
Kottmann — who began his indus-
try career at Hoechst in 1985 - at
the helm, Clariant once again set
out to reduce its debt burden and
cost base, refocus its portfolio, and
further expand on its core spe-
cialty chemicals businesses. In due
course, the company was back on
track toward its goal but work was
still needed to become more cost-
competitive. This required a clear,
communicative strategy. A chem-
ist by training and a manager with
hands-on experience, Kottmann
brought with him the right back-
ground to steer the company toward
profitability.

For Clariant to pull low-growth
businesses up to scratch, the new
CEO understood that he would have
to put the specialty chemicals pro-
ducer’s portfolio to the test. Under his
leadership, several bold steps were
taken during the five-year-period up
to 2013.The company’s biggest move
after absorbing the Hoechst activities
was the 2011 acquisition of German
specialty chemicals player Siid-Che-
mie. In announcing the buy, Kott-
mann said management was con-
vinced that the venerable Munich-
based firm with a broad portfolio
encompassing catalysts, rare earths,
resins, additives and packaging was
“the right strategic fit for Clariant.”
Its high growth businesses provided
access to new attractive market seg-
ments and lessened cyclicality.

The Siid-Chemie coup, pulled off
amid stiff competition from rivals
such as Honeywell and Mitsui, was
a “powerful transformational step-
ping stone for the new focus,” as
Kottmann recalls. “It created great
potential for the future.”

Another watershed for Clariant,
a year later, was the divestment of
five traditional businesses: Textile
Chemicals, Paper Specialties, Emul-
sions, Detergents & Intermediates,
and Leather Services — activities that
generated revenues of almost 1.75
billion Swiss francs in 2012.

“Additional, smaller divestments
allowed us to eliminate margin-
diluting businesses and bolt-out ac-
quisitions helped us gain access to
promising technologies or regions
where we were underrepresented,”
the CEO says.

Positioning for a Brighter Future
With these moves behind it, Clariant

has now completed the divestment
of its mature and margin-diluting

77

ur vision is to be the
leading company for

specialty chemicals.ﬂ ﬂ

With a Growth-boosting Initiative, Clariant Maps Out its Return to Specialty Chemicals Toplist

Dr. Hariolf Kottmann, CEO and Chairman of the Executive Committee, Clariant

businesses and is looking toward a
brighter future. “The portfolio we
now have is the one we will count on
to drive growth,” Kottmann says. In-
terestingly only about 2% of current
business derives from the original
Sandoz activities.

Midway through 2014, the Swiss
company can claim a well-balanced
product slate, a sound financial posi-
tion and a competitive cost basis. It
is organized into four business areas
(Care Chemicals, Catalysis & Energy,

is still a significant gap to the target
we have set for 2015 and beyond.”
For 2014, clear priorities have
been set, with the emphasis on per-
formance, growth and innovation.
“From a competitive cost position,
we will further increase our prof-
itability and significantly invest to
capture short-term growth opportu-
nities and develop our mid- to long-
term pipeline,” Kottmann asserts.
Along with concentrating on
growth businesses, Clariant’s geo-

The current portfolio is the portfolio we count
on for further growth in the foreseeable future.

Natural Resources, and Plastics &
Coatings), with attractive end-user
markets that management believes
offer above-average growth rates.

“Based on the strength of our
current organization, profitability
has consistently increased over the
past four years,” Kottmann stresses.
“Between 2009 and 2013, most of
our continuing businesses achieved
some top-line growth, and overall
profitability nearly doubled.”

Sales from continuing operations
generated revenues of about 6.1 bil-
lion Swiss francs in 2013. The EBIT-
DA margin rose from 12.7% in 2010
to 14.1% and is expected to exceed
that figure in 2014. Nevertheless,
the Clariant chief acknowledges,
“we are not yet where we want to
be in terms of sales growth. There
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The Clariant Innovation Center (CIC) in Frankfurt, Germany, inaugurated in October 2013, provides
Clariant with an ultra-modern research center and flagship for its global research activities.

graphical strategy will have equal
weight. In addition to China, India,
South East Asia, and South America,
another high strategic priority is
North America — due in particular
to the opportunities arising from
shale gas.

Looking forward from 2015, the
goal is to increase Clariant’s EBITDA
margin to 16-19%, a level some of
the Swiss company’s peers — such as
German rival Evonik — have already
reached. The margin increase, the
German-born executive says, will be
achieved in part through cost con-
trol and through growth in business-
es promising above-average returns.

Kottmann’s ultimate vision for
the future is to move the compa-
ny back to the top of the specialty
chemicals markets, where analysts
positioned it in the early days after
the split from Sandoz and the takeo-
ver of the Hoechst activities. Along
with increasing profitability, seizing
growth opportunities and optimizing
the company’s portfolio, manage-
ment is firmly focused on fostering
R&D and innovation.

Innovation is a Priority

Clariant’s research efforts are fo-
cused on three megatrends, which
are written large in its growth
strategy: Environment Protection,
Globalization & Urbanization, and

© Baillou - Fotolia.com
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Resources & Energy. To meet man-
agement’s targets, the plan is to in-
telligently link the company’s global
technology platforms in chemistry
and materials, biotechnology, cataly-
sis, and process technology. “These
are areas in which Kottmann says
“we have established a solid founda-
tion of expertise.”

To improve its basis for innova-
tion and achieve critical mass, the
company has concentrated R&D
activities in the new Clariant Inno-
vation Center (CIC) at the Hochst in-
dustrial park in Frankfurt, Germany,
which is also its largest production
site. The CIC, planned to be the fer-
tile basis for the innovation initia-
tive, will be flanked by another 50
decentralized technical application
labs worldwide.

Spending on R&D, which was rel-
atively minimal five years ago, has
been beefed up again and is now
close to 200 million Swiss francs
annually. Funds are being chan-
neled into growth opportunities in
markets with perspectives for the
future as well as strong growth rates
and businesses where Clariant has
competitive market positions and
significant pricing power.

To assure that sufficient mon-
ies are allocated to the most value-
creating activities, management has
analyzed the company’s 45 busi-
nesses with an eye to their market
position and industry attractiveness.
“We have identified key growth ar-
eas such as Catalysts and Personal
Care to receive the lion’s share of
investment in developing new prod-
ucts and solutions,” Kottmann says.

Other areas regarded as having
sufficient growth potential to receive
funding are the Crop Solutions, Oil
Services, Mining Solutions and Bio-
based Chemicals units. Some prod-
uct groups regarded as cash cows
will not see significant spending.
The CEO hints that a few business-
es, which are no longer as attrac-
tive to Clariant, or where it has poor
competitive positions, may not only
be excluded from funding but also
could be candidates for divestment.

Dede Williams and
Michael Reubold

chemanager-online.com/en
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Cutting-Edge Information

Executives and experts in the global
chemical and pharmaceutical indus-
try at locations all over the world
rely on CHEManager International
as a credible source for essential
information. Information they need
to manage their businesses and to
develop their strategies.

In this issue we feature the latest
industry news plus articles provid-
ing valuable information on markets
and management strategies. For in-
stance, read the latest M&A news on
this double-page spread.

Following on pages 4 and 5 you
find market reports on Eastern Eu-
rope and China, respectively. Our
Regional Special in this issue on
pages 6 to 8 focuses on the GSA
region - Germany, Switzerland and
Austria - the widely recognized eco-

Dr. Ralf Kempf,
Editor-in-chief,
CHEManager International

Ralf Kempf, Editor-in-chief,
CHEManager International

nomic powerhouse of Europe. Read on page 7 how the German chemical
industry thinks about the US-European trade agreement - Transatlantic
Trade and Investment Partnership or TTIP - and how the German chemi-
cal business developed in the first half of this year.

In our Production section an article on Big Data explains how the use of
data and analytical processes can contribute immensely to the efficiency
in production processes and provide companies with a competitive edge
to advance innovation. Another article focuses on the chlor-alkali industry
and recent developments in state-of-the-art production technology.

In a newly created section - themed Strategy & Management - CHE-
Manager International will regularly focus on topics relevant for busi-
ness leaders. In this issue we provide information on the significance of
marketing and sales excellence as well as on essential factors that are
required to create a successful distributor-supplier relationship.

As usual, CHEManager International keeps you up to date on all the
latest industry news. As the new editor-in-chief, I am excited to work
with our authors and industry partners on all the topics relevant to the
chemical and pharmaceutical industry.

Carbon Black Producer Orion
Files for IPO

Backed by private equity firms Tri-
ton Capital and Rhone Group, each
of which owns 41.83% of the compa-
ny through Kinove Holdings, Luxem-
bourg-based carbon black producer
Orion Engineered Carbons has filed
for a US initial public offering that
could raise as much as to $432 mil-
lion and value the company at up to
$1.36 billion.

Kinove, which own 89.6% of
Orion, will sell 18 million common
shares, expected to be priced at
$21-24 each. The company produces
performance additives for coatings,

polymers, printing, tires and me-
chanical rubber goods an generates
most of its sales in Europe, North
America and Asia.

Orion was founded in July 2011,
when Triton and Rhone acquired
the Evonik carbon black operations
in a transaction valued at over
€900 million. Evonik predecessor
Degussa once was traditionally one
of the leading producers of carbon
black.

Kinove said it intends to use the
proceeds from its sale of common
shares to repay debt. (dw) =

ICL and AkzoNobel Sign
MoU on Minerals JV

Speciality minerals producer ICL
and AkzoNobel have signed a non-
binding memorandum of under-
standing (MoU) to collaborate on
long-term production and market-
ing of vacuum salt and white potash.

The joint venture agreement calls
for production and marketing of 1.5
million ty of high purity vacuum
salt, as well as 50,000 t/y of white
potash utilizing best-in-class avail-
able technology.

The high purity vacuum salt,
manufactured from a salt byprod-
uct of potash mining and used in a
variety of chemical applications as
well as in specialty food and feed
grades, will be produced by a joint
venture between AkzoNobel Chem-
icals International and ICL Iberia
and marketed by AkzoNobel.

According to the MOU, AkzoNobel
will sign an off-take agreement with
the jv for all of the vacuum salt. The
white potash will be produced and
marketed by ICL Iberia.

ICL is currently building a pro-
duction facility for the two products
at its mining facility located in the
Catalonia region of Spain, as part of
a previously announced, €170 million
project to increase its potash mining
and production capacity in Spain.

The prospective partners hope
to benefit from strong synergies in-
cluding ICL’s extensive mining and
production capabilities in Spain and
AkzoNobel’s experience and tech-
nical know-how in producing the
salt, along with the Dutch company’s
sales and marketing networks. (dw)

u

BASF and Alpek Restructure
Polioles JV, Swap Assets

BASF and Mexico’s Alpek have
agreed to restructure their 50:50
Mexican joint venture Polioles. Un-
der the terms of the transaction set
to close in 2015, BASF will acquire
the jv’s polyurethane assets, includ-
ing unidentified “selected assets” of
the Lerma, Mexico, facility as well as
marketing and selling rights for pol-
yurethane systems, the isocyanates
MDI and TDI, and polyols.

In exchange, Alpek will take
BASF’s EPS business operations in
North and South America. The deal
encompasses Polioles’ Altamir plant,
along with production facilities for
EPS at Guaratinguetd, Brazil and
General Logos, Argentina, alonb
with all sales and distribution chan-
nels in the Americas. It does not in-
clude BASFs Neopor gray EPS grade,
which is produced in Germany and
Korea.

Altogther, Alpek is picking up
230,000 ty of EPS capability, in-
cluding the 165,000 t/y produced at
Altamira.

BASF said it plans to focus its EPS
in future business on the strategic
markets of Europe and Asia, as well
as on Neopor, Alpek CEO José de
Jests Valdez said the arrangement
represents “an attractive oppor-
tunity” for his company to expand
its EPS footprint across the Ameri-
cas and consolidate its plastics and
chemicals portfolio.”

Mexico’s largest petrochemical
company and Latin America’s sec-
ond largest with $7 billion, Alpek is
a leading producer of PTA and PET.
It operates the largest EPS plant in
the Americas and one of the largest
polypropylene plants in North Amer-
ica. It is also Mexico’s sole producer
of caprolactam. (dw) m

Centroflora Buys Boehringer
Phytochemical API Portfolio

Centroflora CMS, a specialist in Ac-
tive Pharmaceutical Ingredients
(APIs), has acquired manufacturing
assets for a group of phytochemi-
cal APIs from German drugmaker
Boehringer Ingelheim.

The Brazilian company also has
signed a multi-year exclusive agree-
ment with Boehringer to supply the
market with phytochemical APIs.
The acquired portfolio includes at-
ropine and atropine sulfate, digox-
in and digoxin micron, along with
metildigoxin, homatropine methylb-

romide, homatropine hydrobromide
and dihydroergotamine mesylate.
Centroflora CMS will also distrib-
ute its own pilocarpine APIs, includ-
ing pilocarpine hydrochloride and
pilocarpine Nitrate, to more than
100 pharmaceutical companies
in the US, Europe, South America,
Asia, Africa and Australia, Andrew
Badrot, CEO of Centroflor, said the
company plans to Immediately pro-
vide “a well-defined roadmap for the
continuous supply of phytochemical
APIs to the marketplace.” (dw) =
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AbbVie Wins Shire Prize for Nearly $55 Billion

In its fifth attempt to buy the com-
pany, AbbVie, a recent spin-off of US
drugmaker Abbott Laboratories, has
won the race to acquire European
rival Shire, clinching the deal for
around $54.8 billion. In terms of
superlatives, it is the biggest phar-
maceutical takeover so far this year
and the sixth largest ever.

The cash-and-stock offer values
Shire at £53.19 per share (about
$91), a premium of more than 50%
against the price in May before
AbbVie’s initial approach became
evident. After the deal closes, Shire
shareholders are expected to own
about 25% of the combined company.

Combining the two drugmakers
would create one of the world’s 50
largest players, with nearly $25 bil-
lion in annual sales, around 30,000
employees and a market value of
more than $137 billion. Adding
Shire’s portfolio, which includes the
attention deficit disorder drug Ad-
derall, will allow AbbVie to widen its
product offerings.

Under the process known as in-
version, the acquisition will also al-
low the company now based near
Chicago, to reincorporate in in Jer-
sey, where Shire is incorporated.
However, it would still be run from
AbbVie’s Chicago headquarters
and listed on the New York Stock
Exchange.

© photolars - Fotolia.com
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“By shifting the legal headquar-
ters of the newly-combined entity
to the UK, the AbbVie could lower
its annual tax expense by as much
as 7%, which would have equated
to increased earnings of more than
$350 million in 2013, healthcare
consultancy GlobalData says.

Even after accounting for the im-
pact of the arrival of biosimilars as
competition for the arthritis drug,
Humira, which will lose patent pro-
tection in 2016, a tax gain of this
magnitude would translate into
more than $5 billion in additional
free cash flows from Humira alone
over the next 15 years, the consul-
tants believe.

German PVC Producer Vestolit May Be

It appears that Marl, Germany-
based PVC producer Vestolit may
be up for grabs again.

Private equity investor Strategic
Value Partners (SVP) Global is said
to be looking to sell the company for
around $407 million (around €300
million).

SVP acquired the PVC producer
in 2006 from a consortium led by
private investor Candover Partners
for a sum mooted to be in the triple-
digit million euro range. At the time,
potential bidders told German me-
dia that Candover was looking for
€300-400 million.

A year later, in 2007, SVP was
rumored to be seeking to end its
foray into PVC, but was stopped by
the economic crisis that engulfed
the financial markets in 2008 and
caused a credit crunch in the indus-
trial sector.

Vestolit, which has sales of €500
million and EBITDA of around €40

million, has capacity to produce
400,000 t/y of PVC in its back-inte-
grated sole production facility plant
at Marl.

The Marl company was suc-
cessively part of the now defunct
chemical producers Hiils and De-
gussa-Hiils. In 1999, shortly before
their merger, Hiils and Degussa con-
sidered combining Vestolit with Is-
maning, Germany-based Vinnolit, a
spin-off of the former Hoechst group
and its erstwhile 50% subsidiary
Wacker Chemie. Ultimately, the two
businesses were sold to separate
investors.

Speculation about a possible buy-
er for Vestolit has been rampant fol-
lowing a leak to the news agency Re-
uters. As possible bidders, chemical
producers such as Brazil’s Braskem
— which has repeatedly expressed
interest in a PVC investment — and
Axiall, the commodity chemicals
business resulting from last year’s

“Dampening the impact of bio-
similars would see the tax savings
on projected cash flows from Humira
jump even further to around $8 bil-
lion,” GlobaData adds. The consul-
tants also forecast a 6% compound
annual growth rate for the new com-
pany between 2014 and 2019, which
they see as generating total revenue
of $33.4 billion per year by 2019.

Following the news of the Abbott
spin-off’s successful bid, US Treas-
ury Secretary Jacob J. Lew sent let-
ters to senior members of Congress,
encouraging them to pass legislation
halting inversions, the New York
times reported. The proposal would
be retroactive, potentially thwarting
AbbVie’s ability to reincorporate in
the UK. (dw) "

Up for Grabs Again

merger of US players Georgia Gulf
and PPG, have been mentioned.

Another buyer whose name is
in circulation is US petrochemical
producer Westlake Chemical, which
earlier this year bought Vinnolit for
€490 million from private-equity
group Advent International. Some
observers, however, believe West-
lake may first want to digest its
earlier purchase.

Vinnolit has capacity to pro-
duce 780,000 t/y of PVC as well as
665,000 t/y of VCM at six plants in
Germany and the UK, including two
picked up from Ineos in 2007.

There may be more PVC assets
up for grabs currently than at any
point in recent memory. Along with
Vestolit, Ineos and Solvay have had
to put more than 900,000 t/y of ca-
pacity in the Netherlands, France
and Germany on the selling block
in exchange for EU approval of their
new joint venture, Inovyn. (dw) =

AkzoNobel Selling Paper Chemicals Business to Kemira

AkzoNobel plans to sell its global
paper chemicals business to Finn-
ish chemical producer Kemira for
€153 million. The unit that belongs
to Pulp and Performance Chemicals
business reported sales of €243 mil-
lion in 2013.

CEO Ton Biichner said the intend-
ed sale follows a strategic review of
the AkzoNobel portfolio with an eye
to focusing on leading positions.

The Pulp Bleaching business,
with its Eka trade name, and the
Colloidal Silica business are re-
garded as core and are not up for
sale.

Werner Fuhrmann, the Dutch
group’s executive committee mem-
ber responsible for Specialty Chemi-
cals, said the Pulp and Performance
Chemicals business will continue to
focus on global leadership positions

in pulp bleaching, colloidal silica
and expandable microspheres.

Akzo Nobel plans to continue toll
manufacture of certain products for
Kemira and also will sign a distribu-
tion agreement with the buyer for
the paper- related part of Colloidal
Silica.

The transaction is expected to be
completed by the end of 2014, sub-
ject to all clearances. (dw) m

Schulman Completes Ferro Specialty Plastics Assets Buy

US plastics compounder and distrib-
utor A. Schulman has completed its
acquisition of a “selected majority”
of Ferro’s Specialty Plastics assets
for $91 million in cash.

The deal announced includes four
facilities in the US and Spain. Schul-
man expects it to deliver $5.5 million
in synergies within 12 to 18 months

following the close of the transaction,
driven primarily by sourcing activi-
ties and plant efficiency actions.
Ferro’s Specialty Plastics busi-
ness is a global supplier of custom
engineered plastic compounds, col-
orants, and liquid coatings with a
broad portfolio aimed at end-mar-
kets including packaging, transpor-

tation, construction, appliances and
agriculture.

Schulman CEO Joseph M. Gingo
said the acquisition is an excellent
strategic complement to the compa-
ny’s existing capabilities and reflects
its ongoing effort to expand its prod-
uct offerings and geographic reach
in target markets. (dw) ]

Albemarle to Buy Rockwood for $6.2 Billion

In a deal aimed at tapping fast-grow-
ing demand for lithium products
such as batteries, US fine chemical
producer Albemarle, headquartered
at Baton Rouge, Louisiana, has an-
nounced plans to buy compatriot
Rockwood Holdings for $6.2 billion.
Shareholders of Rockwood, which
is based in Princeton, New Jersey,
will receive $50.65 in cash and
0.4803 Albemarle shares for each
share they own. Albemarle said it
has secured financing of $3.7 billion
from BofA Merrill Lynch to fund the
cash portion of the transaction set
to close in the first quarter of 2015.
The Louisiana company expects
the acquisition to result in some
$100 million in annual savings by
2016 by eliminating duplicate costs,
through increased buying power
and the operational economies of
scale. It also is expected to increase
cash earnings per share in the first
year and allow debt reduction.
Rockwood is one of four compa-
nies — including Talison, FMC Corp.

Luke Kissam, CEO, Albemarle

and SQM - that control about 90% of
the market for lithium. Demand for
the metal will grow up to three times
faster than the overall economy,
Albemarle’s CEO Luther C. (Luke)
Kissam told investors.

The merged chemical producer,
of which Albemarle shareholders
will hold 70%, Rockwood sharehold-
ers 30%, will have a strong presence
across several high-margin lithium
businesses. It will supply catalysts to
refineries, bromine for use in offshore
drilling and emission control and sur-
face treatment products to the auto-
mobile and aerospace industries.

“All four of the combined compa-
ny’s businesses have high margins,
strong competitive positions, and at-
tractive long-term growth,” Kissam
said. Lithium and Albemarle’s bro-
mine business, catalysts and surface
treatment have similar technolo-
gies that will help drive additional
growth, he noted.

With the Rockwood takeover,
Albemarle will also gain access to
raw materials assets in Chile’s Ata-
cama Desert.

Under former CEO Seifi Ghasemi,
who moved to Air Products & Chem-
icals as chairman and CEO on July
1, Rockwood sold its rheology busi-
ness to German chemical producer
Altana and agreed to sell its titani-
um-dioxide businesses to Huntsman,
both moves designed to sharpen the
focus on lithium and metal surface
treatments. EU competition authori-
ties are still investigating the latter
deal, but Rockwood said the out-
come will not influence the merger
plans. (dw) n

Koch Brothers’ Buy of PetroLogistics Wrapped Up

Flint Hills Resources, part of the
empire of Wichita, Kansas-based
Koch Industries, has completed the
$2.1 billion all-cash acquisition of
Houston, Texas-based PetroLogis-

tics LP and its general partner Pe-
troLogistics GP. The deal marks the
largest acquisition in the history of
the US company owned by the po-
litically active Koch Brothers, Da-

vid and Charles, two of the world’s
richest men. It is also the largest ac-
quisition since the brothers bought
Huntsman’s US commodity chemical
business in 2007. (dw) m

Chemical Distributor Univar Seeks IPO

Univar, North America’s largest
chemical distributor, is pursuing a
stock market launch, with Deutsche
Bank and Goldman Sachs as the
lead underwriters.

The company based in the US
state of Illinois, whose stakehold-
ers include private equity firms CVC
Capital Partners and Clayton, Du-
bilier & Rice, has 700 distribution

JMonfred,

facilities in more than 150 coun-
tries. It sources chemicals from
over 8,800 producers worldwide,
including Dow, ExxonMobil and
Eastman.

CVC took Univar private in 2007
for $2.1 billion. In 2010, Clayton,
Dubilier & Rice acquired a 42.5%,
placing in parity with CVC, with the
company’s management owning the

Register Now!

rest. Univar has set an initial tar-
get of up to $100 million for the ipo
but has not yet disclosed how many
shares it plans to sell or on which
exchange it intends to list its shares.
In April of this year, sources told the
news agency Reuters the company
was exploring an ipo worth more
than $6 billion. (dw)
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Allergan to Cut 13% of Jobs in Fight Against Valeant
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US pharmaceutical producer Al-
lergan, fighting a hostile bid from
Quebec-based rival Valeant, has said
it plans to cut 1,500 job or 13% of its
workforce as part of a restructuring
effort aimed at boosting profits over
the next six years.

The drugmaker whose best
known product is the wrinkle treat-
ment Botox said the cost reductions

are intended to convince investors
that it is a better value as a stan-
dalone company and would help
increase earnings more than 20%
annually between 2014 and 2019.
Valeant and the Pershing Square
Capital Management vehicle of ac-
tivist shareholder Bill Ackman made
a $52 billion hostile offer for Aller-
gan in April, but the company has

said repeatedly the deal is not in the
best interest of shareholders.

The restructuring, which is pro-
jected to create savings of $475 mil-
lion in 2015, would also eliminate
about 250 vacant positions. Aller-
gan is also weighing a number of
strategic options to counter Valeant,
including stock buybacks and acqui-
sitions. (dw) ]
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Potential in Eastern Europe

ver the past five years, emerg-

ing markets have experi-

enced some of the highest
pharmaceutical market growth rates,
a trend that is expected to continue.
Central Eastern Europe (CEE) and the
Commonwealth of Independent States
(CIS) countries that, combined, make
up Eastern Europe, offer a mix of de-
veloped as well as emerging opportu-
nities for many companies looking to

expand their global presence.

These countries also provide a
cheaper alternative than their
western EU counterparts for clini-
cal trials and API manufacturing,
while following a similarly defined
regulatory pathway. Although the
growth potential differs between
regions like CEE and nations in the
CIS, investment from outside the
region is becoming more frequent,
thereby allowing companies to gain
access to new distribution channels
and patient populations that favor
branded generic medicines.

CEE versus CIS

Countries that make up the CEE are
expected to have limited market
growth in the coming years, but the
highest rates will most likely come
from Romania, which is expected to
have a strong market with a com-
pound annual growth rate (CAGR)
of 6% in pharmaceutical sales
growth. Hungary and Poland will
have the lowest expected growth
with a 2%-4% increase in phar-
maceutical sales. Lastly, the Baltic
States will be expected to round out
the middle at an estimated increase
of 4%-5% growth in pharmaceuti-
cal sales.

In terms of manufacturing, the
region offers strong biopharma-
ceutical capabilities in biotech and

vaccine production along with a
talented pool of chemists due to its
extensive history of research that
stems from the Cold War. Among
countries in the region, Poland and
Hungary in particular are look-
ing to expand upon key areas in
genomic and preventative medicine
and protein engineering by increas-
ing the number of biotech cluster
cooperatives, funding and links to
academia.

The CIS nations, along with
Ukraine, are expected to have the
highest growth rates, with a CAGR
in pharmaceutical sales at roughly
8%-9%, but the risk associated may
prove to be a deterrent for parties
interested in these countries. The
Russian devaluation of the ruble
and Ukraine’s hryvnia could in-
crease if ongoing tensions further
escalate. It could also increase the
cost of imports into these regions
and further drive up prices, hinder-
ing foreign interest to set up local
production.

Some of the most prominent and
growing therapeutic areas in the re-
gion include oncology, diabetes, an-
tibiotics, as well as the vitamins and
minerals segment for many of the
CIS countries. In contrast, the CEE
will rely less on some of the con-
sumer over-the-counter (OTC) areas
but have some notable crossovers as
interest in specialty drugs, oncology,
diabetes, and asthma/chronic ob-
structive pulmonary disease medi-
cations will continue to increase.

While these countries may have
fewer active pharmaceutical ingredi-
ent (API) manufacturers than India
and China, they do have established
companies like Zentiva, Polpharma,
Gedeon Richter, Teva’s Croatian arm
Pliva, and Krka, among others, that
are able to supply their markets and
others with generics. According to
Thomson Reuters Newport Premium,
the Czech Republic and Poland have
the highest number of companies
within Eastern Europe with signifi-
cant experience supplying API into
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regulated markets. Although Ukraine
has a high number of total API man-
ufacturers, many are designated as
local companies supplying to their
local and or other less-regulated
markets, as seen in the Figure below.

Quality Of Medicines

Variations in how good manufactur-
ing practices (GMP) are interpreted
and implemented are important to
note, as they may not be the same
among this diverse set of nations.
However, strong foundations like
the Falsified Medicines Directive
(FMD), and external organizations,
like the Pharmaceutical Inspection
Convention and Pharmaceutical
Inspection Co-operation Scheme
(PIC/S), will further promote quality
API production and harmonization
in many regions.

Many of the EU member states
now require a written confirma-
tion from the country of origin’s
authorized regulatory agency to
ensure that API imports meet EU or
equivalent GMP standards. Along
with this, last year Poland signed
a cooperation agreement to share
GMP inspection outcomes with the
FDA. Furthermore, the Czech Re-
public has seen an increase in local
manufacturer inspections, which re-
sulted in their State Institute of Drug
Control suspending a marketing au-
thorization after a non-compliance
report was issued in April.

Recent legislative initiatives in
Hungary have shown an increased
focus on quality. Newly passed
regulations allow unannounced

inspections for monitoring the
quality of medicines, as well as a
new requirement for authorization
holders to keep a minimum stock
of certain medications deemed es-
sential to mitigate shortages. In Ka-
zakhstan, even, the State Program
of Forced Industrial-Innovative De-
velopment is making the updates
needed for facilities to adhere to
EU GMP mandatory by the end of
2014.This may get postponed how-
ever, as Russia has had to extend
its locally made API GMP deadline
out until 2016.

Recent Investments and Their Implications

Investments into these regions usu-
ally take shape in the form of foreign
multinationals partnering with lo-
cal distributors or active ingredient
manufacturers (Table 1). This is to
manufacture the API, commercial-

© Alex Yeung - Fotolia.com

ize, or license products that are still
patented in the US or the rest of
Europe. This practice also takes ad-
vantage of the regional distribution
channels that are already in place.
Countries like Lithuania, Ukraine
and Belarus provide gateways be-
tween Western Europe and Russia
that are optimal for securing supply
chains between the regions.

Lupin, Dr. Reddy’s, Glenmark and
Ranbaxy were some of the first In-
dian companies to pursue entry into
the Ukraine and the CIS, and all hold
strong positions in these regions.
Other Indian companies looking to
get more involved in these markets
include Macleods and Cadila Phar-
maceuticals. Having a local presence
can be utilized to try to circumvent
any protectionist measures, as well
as make tech transfers and regis-
tration processes run more seam-
lessly. There is also considerable

importance for Indian companies,
including Cipla and Hetero, who
have acquired or partnered with
local distributors and chemical pro-
ducers and have already funneled
money into the region. For exam-
ple, Cipla acquired Croatian-based
Celeris d.o.o., while Hetero has a
joint venture with Russian Makiz
Pharma for the tech transfer and
API production of its anti-retroviral
product suite.

Using the skills of local talent at
a cheaper cost than their Western
counterparts, biopharma parks
are getting attention in many of
the CEE and CIS nations — includ-
ing in Debrecen, Hungary, where
Teva and Gedeon Richter have set
up facilities. There is also an ongo-
ing effort between Lithuania and
India to develop a shared park in
Lithuania’s free economic zone at a
plant that will be EU GMP-compli-
ant. This can be done to encourage
partnerships, licensing strategies,
and shared resources needed to
carry out R&D.

However, the potential interest
in investing in these countries is
juxtaposed by companies looking
to also exit these markets. GSK an-
nounced it had a few curious buy-
ers for its Romanian plant in Brasov,
only to announce later that it would
be closing the plant. The driving
factors surrounding entry into the
CEE and CIS markets are complex,
and depending on future growth and
generic penetration, the pursuit of
these markets could sway in either
direction, but the region does offer
valuable benefits for API and ge-
neric medicine production.

Joshua Gilpatrick,
Pharmaceutical Research
Analyst, Thomson Reuters,
Portland, ME, US
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Portland, ME, US
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Acquirer Company/Country

Target Company/Country

Deal Type

Intrexon — US

Codexis — State of the Art Laboratory Operations — Hun-
gary

Merger or Acquisition

Mentholatum — US

Dax Cosmetics — Poland

Merger or Acquisition

Evestra — US

Gedeon Richter — Hungary

Development/Commercialization
License

BTG Industries Et Sante — France

Sensilab SKA-Polfa Lodz, Ascaltin & Alugastrin Divisions
— Poland

Merger or Acquisition

Cipla Holding — Netherlands

Celeris — Croatia

Merger or Acquisition

Miraphytos Holding — Cyprus

PAO Fitofarm — Ukraine

Merger or Acquisition

GlaxoSmithKline — UK

de Miclen — Slovakia

Merger or Acquisition

Atrium Innovations — Canada

Mucos Pharma — Czech Republic

Merger or Acquisition

Recordati — Italy

Undisclosed Polish Company

Merger or Acquisition

Laboratorios Alcala Farma — Spain

Polpharma — Poland

Manufacture/Supply

Table 1: Recent Deals in CEE and CIS

BASF Inaugurates Plant for
Mobile Emissions Catalysts in Poland

BASF has inaugurated its new pro-
duction plant for mobile emissions
catalysts in Sroda Slaska, a Special
Economic Zone near Wroclaw, Po-
land.

The facility, the German group’s
largest emissions catalysts plant in
Europe, was built at a total cost of
€150 million. Construction of the
new 40,000 m2 manufacturing fa-
cility began in late 2012.

The plant began production trials
in April 2014, and started up two
emissions catalysts manufacturing
lines in June, with an initial em-
ployee base of 100.

Once all ten planned light duty
and heavy duty catalysts production
lines are operating at full capacity
by 2016, BASF expects to employ
more than 400 people at the site.

Emissions catalysts produced at
the Polish site will be used by manu-
facturers of light duty gasoline ve-

hicles and light and heavy duty die-
sel vehicles to meet more stringent
Euro 6/VI emissions regulations.

“The launch of this new produc-
tion plant provides a vital addition to
our global manufacturing network
for innovative automotive emissions
control technologies,” said Kenneth
Lane, President of BASF’s Catalysts
division.

Among the advanced technolo-
gies to be produced at the facility,
according to BASF, are Selective
Catalytic Reduction (SCR) systems,
cutting-edge SCR on Filter (SCRoF)
solutions and branded ozone de-
struction catalysts for automotive
applications.

“Due to its attractive location
and its positive economic develop-
ment, Poland is an attractive place
for BASF to invest,” said Dr. Joachim
Meyer, Head of BASF Business Cent-
er Europe Central. (dw) u

UK Government Guarantees Ineos
Grangemouth Bonds

The UK Government has given a
£230 million loan guarantee to se-
cure the future of Grangemouth in
a move that is being seen as highly
political, as well as economic, just
two months before the Scottish in-
dependence referendum.

The Treasury announced that
Ineos, the owners of the Falkirk-
based petrochemicals plant, had
won one of the few loans under the
UK Guarantee Scheme, designed by
the Coalition to back its plans to un-
leash £375 billion of infrastructure
projects.

The deal, which will secure thou-
sands of Scottish jobs, will allow
Ineos to raise Government-backed
debt financing that will be used to
fund the construction of the biggest
ethane tank in Europe.

Jim Ratcliffe, the chairman of
Ineos, who threatened to close the
plant last year amid an industrial

dispute, said the tank was vital to
allow the company to import cheap
American shale gas which will make
the plant economically viable.

“Our ability to import shale gas
underpins the future of manufac-
turing at Grangemouth and across
many businesses in Scotland,” he
said. “It is a vital step towards pre-
serving the long term future of the
Grangemouth site and those busi-
nesses that depend upon its contin-
ued presence in Scotland.”

George Osborne said the guar-
antee was part of the Government’s
plan to “equip the whole country
with the infrastructure it needs to
compete.”

Ineos has already launched a
£300 million investment program
designed to keep Grangemouth open
beyond 2017 after winning a bitter
industrial dispute last October which
nearly closed the plant. (dw) =

Strike Threatened at Eni
to Protest Refinery Closures

Employees of almost all units of
Italian olefins and polyolefins giant
Eni have threatened to shut down
all of the company’s Italian produc-
tion units as well as commercial,
administrative and other offices in
a one-day strike on July 29.

The strike is intended to protest
recently broached plans to perma-
nently close or convert some of the
company’s refineries.

Eni’s new chairman, Claudio Des-
calzi, recently told the workforce
of plastics subsidiary Versalis that
potential closures or downsizing of
the refinery sites at Gela, Taranto,
Livorno, Porto Marghera and Priolo
could cost up to 6,000 jobs.

On July 7-8, Italian trade unions
held a two-day strike at Versalis
to protest the delayed, or possibly
canceled, restart of the cracker at
Porto Marghera, near Venice. News
agencies said the escalating stand-

off between Eni and the trade un-
ions will likely cast a shadow over
the unveiling of Descalzi’s new strat-
egy on July 31.

With the possible site closures,
Versalis chief Daniele Ferrari’s new
strategy unveiled last year, outlining
plans to invest in renewables and
rejuvenate petrochemical activities
at the same time, also appears in
danger.

On the day of the Eni strike, un-
ions across Italy plan to stage a na-
tionwide demonstration in Rome.

Reports say worker protests are
mounting at companies across Italy
Italian in the face of record high un-
employment levels.

If Eni fails to turn around its loss-
making refining business, it could
suffer a credit rating downgrade
if it fails to turn it around, ratings
agencies have warned. (dw)
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China Tackles Its Major Economic Issues

ust a few months ago, China’s
President Xi Jinping announced
to give markets a decisive role
in economic development. However,
in the past the Chinese government -
with its historical background in com-
munist economic thought - has not at
all been reluctant to direct or at least
strongly influence the economy. This

obviously affects the chemical indus-

try in China.

Dr. Kai Pflug, CEO,
Management Consulting — Chemicals,
Hong Kong, China

China faces a number of major eco-
nomic issues. The Chinese govern-
ment does generally not hesitate
to use its available tools to address
these issues. What are these is-
sues, in particular those that are
related to the chemical industry?
What tools are being used to direct
the chemical industry? And what
are the objectives and desired out-
comes?

Objectives In Focus

China’s wealth distribution is
highly imbalanced. This does not
only apply to individuals within
the same regions, but also to aver-
age wealth in different regions.
Average income in Shanghai is
about seven times higher than in
the poorest province, Guizhou. In
order to promote greater regional
equality, China — using the colorful
“Go West” slogan - has implement-
ed a massive program to improve
the infrastructure in the Western
provinces.
A “Scheme for Central China to
Advance the Region‘s Raw Mate-
rial Industry Structure Adjust-
ment, Optimization and Upgrade”
announced the promotion of the
basic chemicals industry in Central
China by building large-scale coal
chemical groups. In some areas,
companies relocating from Eastern
to Western China get a lower rate
of corporate tax.
Chemical companies may also ben-
efit — BASF is believed to have re-
ceived state subsidies when setting
up their new MDI plant in Chong-
ging in central China. State-owned
chemical companies also heavily
invest in some of the more remote
provinces, e.g., Xinjiang and Inner
Mongolia, not only because of the
raw materials available there but
also as a political tool to expand
state presence and create addi-
tional jobs in poorer regions. In ad-
dition, new projects are approved
more easily in Western provinces
than in Eastern China.
Environmental issues are getting
more and more important to the

government, as a consequence both
of the increasing severity of pollu-
tion and the increased awareness
among the newly created middle
classes. Consequently, legislation is
being implemented on issues such
as air pollution and energy con-
sumption.

The government also aims to dis-
courage the production of harmful
chemicals, e.g., by cancellation of
export rebates for particularly pol-
luting chemicals, and regulates the
use of some of the more damaging
production technologies in areas
such as PV(, calcium carbide and
chromium salts.

Rules for the management of
new chemical substances have
been tightened. Generally, foreign
companies are somewhat less af-
fected by the stricter regulation
as they already produce at higher
standards, but companies such as
Lanxess have recently shifted some
of their production away from focal
points of environmental protection
(such as Wuxi, which is located close
to the major and environmentally
vulnerable Lake Taihu).

Overcapacity management is an
area in which the Chinese govern-
ment hesitates much less than West-
ern governments to engage in. For
example, in 2013, the relevant min-
istry reduced capacity in a variety
of chemical fields such as calcium
carbide, ethyl alcohol, monosodium
glutamate, and chemical fiber.

Generally, the capacities closed
were either based on old techno-
logy or of a small size, leading to the
additional benefit of improving the
technology level and average pro-
duction cost of affected segments.
In addition, restraints are placed
on foreign companies to enter areas
already suffering from overcapacity,
such as polysilicone.

Government Activities

Many chemical segments in China
show a high degree of fragmen-
tation, which is a concern for the
government due to the low profit-
ability of these industries and the
low technological standards. Con-
solidation is therefore a govern-
ment objective which is pursued by
setting entry conditions for specific
chemicals, e.g., for ammonia, cal-
cium carbide, fluorite, magnesium,
rare earths, soda ash, specifying
items such as the plant location or
minimum size, the maximum en-
ergy consumption or the produc-
tion process used.
For some segments, the consolida-
tion objective is quite specifically
aimed at creating globally competi-
tive champions - for example, in
the carbon fiber industry, the Min-
istry of Industry and Information
Technology (MIIT) aims to establish
two or three internationally com-
petitive carbon fiber groups.
Mergers — particularly those that
save weaker players from going
under - are often actively support-
ed by the government, for example
by giving weak state-owned players
to stronger players for free.
Segments considered to be stra-
tegic are actively promoted by the
government (more specifically, the
MIIT). Activities include strength-

Government influence on chemical industry in China: issues, tools and goals

Issues Tools Objectives
Regional Inequality Development of W China
Deteriariating Environment Envirenm. Law Enwvironmental Pratection
Subsidies
Overcapacity/Fragmentation Duties Consolidation
Rebates
Lack of Technology Influence on SOEs | |nnovation
Export Quotas
Lack of Raw Materials EECIR-CEET R Self Sufficiency
Unemployment Employment

An Examination of the Government Influence on the Chemical Industry in China

ening of R&D support, promotion of
foreign investment and accelerat-
ing general development in specific
areas such as rare earths, specialty
glass, functional ceramics, semi-
conductor lighting materials, high
performance membranes, carbon
fibers, hydrogen storage, fluoro-
polymers and nano materials. Also,
state-owned enterprises (SOEs) are
supported in acquiring assets over-
seas, in particular in the areas of
basic raw materials such as oil and
in specialty chemicals.

Recently, the government an-
nounced that it will continue to re-
duce restrictions on foreign capital
in China’s manufacturing industries
including the chemical industry.
However, so far basic coal chemicals
and petrochemical projects can only
be done by multinational corpora-
tions (MNCs) as part of a JV with
a domestic player. In addition, the
government also restricts foreign
expansion in areas deemed to al-
ready be crowded.

On the other hand, foreign invest-
ment is supported in production of
advanced materials as well as in
chemical R&D and in establishing
regional headquarters. These activi-
ties are aligned with China’s goal to
continuously modernize its economy,
both with regard of the type of ma-
terials produced and with regard to
the more general shift from produc-
tion to services.

Finally, social stability is of
course a major government goal,
which in terms of economic policy
translates to avoiding large-scale
unemployment. The government
generally prevents state-owned
enterprises from large-scale lay-
offs even if (as in many state-owned
entities) the number of workers far
exceeds the number necessary to
run the business (indeed, mergers
involving state-owned chemical
companies often include the un-
spoken condition of not involving
massive layoffs).

This discussion shows that in-
deed - unsurprisingly - the govern-
ment has a major influence on the
chemical industry in China. How-
ever, it should also be pointed out
that many of the objectives target-
ed, and tools utilized, are not mas-
sively different from those utilized
by Western governments.

Directing investment via subsi-
dies, controlling the impact of im-
ports via duties, or balancing the
interests of production with envi-
ronmental protection via legisla-
tion are all familiar aspects for the
chemical industry in the Western
world.

One main principal difference is
the much bigger presence of state-
owned enterprises, which can be
expected to target non-profit ob-
jectives such as avoiding layoffs
much more directly than private
companies. The other is the lower
reluctance of the government to be
visible as a strong driver of specific
segments of the economy, some-
thing that at least conservative
Western governments are some-
what more hesitant to admit openly.

Conclusion

The info box above provides a sum-
mary of a number of hypotheses
aiming to give a qualitative forecast
about the future development of
government influence on the chemi-
cal industry in China.

Dr. Kai Pflug, CEO,
Management Consulting —
Chemicals,

Hong Kong, China
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www.mc-chemicals.com

. Despite the above mentioned objective of giving a bigger role to market forces, it is very likely that the government will remain a

. Government policy will keep affecting basic chemicals more than specialty and fine chemicals. This is both due to the larger size of

. The government will continue to promote specific segments of the chemical industry, such as advanced materials. However, the effect

. Environmental protection will be pushed further by the central government, however this will be resisted by provincial and lower-

. While for foreign chemical companies it will remain important to understand and anticipate government policy, the overall influence

7Y51514960

major influence on the chemical industry in China. As long as state-owned enterprises keep their current importance (and there are
no strong indications otherwise), this influence will be bigger than in the West.

individual basic chemicals companies and their perceived larger importance for China’s self-sufficiency.

of these activities will probably not be much stronger than similar activities of Western governments.

level governments.

of it on their business is likely to remain at a similar level as now.
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arket indicators unani-

mously point to a rosy

future for polytetrafluor-
oethylene (PTFE) and other fluoro-
polymers, with mean growth of 4.5%
compound annual growth rate (CAGR)
forecast through 2017 for the European
market. In addition, a report published
by PR Newswire estimates global fluo-
ropolymer market revenue will reach
almost $9.8 billion by 2018, growing
at a CAGR of 5.7% from 2013 to 2018.

Dr. Hans Giinther Beckers,
3M Advanced Materials Division

Dyneon, headquartered in Burg-
kirchen, Germany (photo), is one
of the leading producers of fluoro-
polymers in the world. The company
emerged from a joint venture of 3M
and Hoechst AG in 1996 and, since
1999, has been a wholly owned sub-
sidiary of 3M. Today, Dyneon is part
of 3M’s Advanced Materials Division
and is diligently working to stay
ahead of market demand, having
made several key moves to bolster
capacity recently.

Material with a Bright Future

Fueled by their growing range of
applications, advancing technology
across all industries and their enor-
mously advantageous chemical and
thermal properties, fluoropolymers
are poised to capture even more
market share in the future.
“Automobile manufacturers,
for example, who are confronted
with increasingly tougher carbon-
emission regulations, are looking
for ways to improve engine perfor-
mance while saving on space. They
have discovered the merits of PTFE’s
chemical resistance and the ability
to handle higher temperatures,” said
Dr. Hans Giinther Beckers, general
sales and marketing manager, 3M
Advanced Materials Division.
Fluoropolymers’ lightness, dura-
bility and several other key proper-
ties make it of great value in archi-
tecture as well, enabling the con-
struction of stadiums, for instance,
with significantly fewer structural
members, which improves visibi-
lity for spectators. These materials
made possible the innovative and
futuristic design and construction
of many of the 2014 FIFA World
Cup Brazil venues. In the chemical
industry, fluoropolymers are essen-
tial in applications like tank linings
or seals. Their outstanding chemi-
cal and thermal resistance is a key
contributor to making chemical pro-
cesses safer and more efficient.

Dyneon Builds Up-Cydling Facility

The list of fluoropolymer’s field of
applications is vast, and 3M is devel-

All Systems Go

Fluoropolymers Producer Dyneon Prepares for Tomorrow’s Market Requirements

Dyneon’s German headquarters in Burgkirchen at the Industriepark Gendorf is home to its research and development facilities, as well as fluoromonomer and fluoropolymer plants.

oping its capacities and resources as
the market develops. When talking
about the future of these materials,
however, it is necessary to address
the subject of sustainability, which
Dyneon takes very seriously, having
designed the world’s first process to
recover up to 95% of the monomers
split from fluoropolymers. The new
Up-Cycling process conserves fluor-
spar, a very valuable mineral that
is the raw material essential to the

manufacture of fluoropolymers. It
also secures the availability of this
rare commodity, whose price is
very volatile. The process integrates
seamlessly into fluoropolymer pro-
duction lines.

This project already has passed
the laboratory phase, and a plant on
industrial scale is under construc-
tion, with the building construction
already complete. Work is underway
on the plant’s infrastructure and in-
stallation of equipment and machin-
ery. Plans call for the new facility to
begin operations in fourth quarter
2014, when the first industry-scale
fluoropolymer Up-Cycling plant
is expected to process 500 metric
tons of fluoropolymer waste gener-
ated from Dyneon‘s plant and other
sources in the first year. The project

is supported by the German minis-
try of environment (Bundesministe-
rium fiir Umwelt). The facility will
integrate into the on-site emission
control system. Alone, the fact that
we received such enormous support
on this project, including that of the
University of Bayreuth, InVerTec and
Deutsche Bundesstiftung Umwelt,
should be an indication of just how
significant this achievement is.

Top Industry Specialists

Another key move made by Dyneon
is bringing Dr. Michael Schlipf on
board. Schlipfis known through-
out the industry as an expert in
PTFE and modified PTFE and
is highly regarded as a forum
speaker. He will play a very
active role in PTFE engineer-
ing and Dyneon’s New Sealing
Technology compounds, and

will consult customers on the use
of Dyneon fluoropolymer products.

“If a customer requires assis-
tance modifying processes or needs
a custom solution, Dr. Schlipf will
work closely with the customer to
find the best answer to the chal-
lenge. He knows how to plow the
information he obtains from such
interaction effectively back into our
new product engineering processes,
ensuring the products successfully
meet customer requirements,” said
Dr. Hans-Giinther Beckers. Schlipf
will also provide important feedback
for the advancement of existing
products according to the evolving
needs of our customers.

PTFE: Sealing Our Future
Meeting market demand also means

developing new products and tech-
nologies. 3M has recently launched

the first of many soon-to-come prod-
ucts in its New Sealing Technology
(NST) product portfolio. The new
high-performance PTFE compound
for dynamic seals offers numerous
significant advantages for the au-
tomobile and chemical industries,
processors, consumers, and the en-
vironment. The first product, called
3M Dyneon Compound NST 1111R,
is highly innovative and demon-
strates the company’s compound-
ing expertise, featuring Dyneon’s
high-performance PTFE and 3M’s
solid ceramic fillers. Its development
required a sizeable financial invest-
ment, much time and a great deal of
technical know-how.

The new material offers many
decisive advantages over fiberglass-
reinforced compounds, including
lower raw-material consumption,
reduced leakage, improved wear
and friction torque, as well as low-

The eye-catching architecture of several venues of the 2014 FIFA World Cup has been made possible by fluoropolymers. The roofing of the Estadio Beira-Rio
in Porto Alegre is made of sheets of fiberglass membranes in the shape of palm leaves that are coated with PTFE.

er permeability. And there are many
more high-performance compounds
in 3M’s innovative pipeline, includ-
ing products with hollow glass mi-
crospheres for static sealing appli-
cations. Especially useful is that all
the compounds formulate to meet
customers’ specific needs.

New FFKM Production Facility

Especially perfluoroelastomers
(FFKM) are highly resistant to ag-
gressive substances and heat, which
along with their excellent compres-
sion set resistance makes them ideal
for chemical and pharmaceutical
processors. But since there is no sin-
gle perfluoroelastomer that is capa-
ble of meeting all the ambitious re-
quirements of every manufacturing
process or environment, individual
and balanced solutions are neces-
sary. This is where 3M’s customer
commitment, and polymer/com-
pounding expertise and capability
ensure customers get exactly what
they’re looking for.

Here, too, 3M Advanced Materi-
als is expanding its manufacturing
capacities and product portfolio to
satisfy and prepare for tomorrow’s
market requirements. These ef-
forts include a brand new polymer-
manufacturing machine in Antwerp,
Belgium, which recently opened its
doors to production at the compa-
ny’s facility. The site features a pro-
duction line dedicated solely to the
manufacture of small lots of high-
grade FFKM, a state-of-the-art mill,
as well as chilled storage and dedi-
cated packing operations.

Teaming Up with Leading Innovative Institutes

3M realizes the need to work closely
with leading institutes, universities
and other sources of cutting-edge
technologies and know-how, in or-
der to provide various industries
with advanced fluoropolymer solu-
tions. Among the many instances of
cooperation, certainly the collabora-
tion with InVerTec, the University of
Bayreuth and Deutsche Bundesstif-
tung Umwelt on the fluoropolymer
up-cycling plant is a prime exam-
ple of Dyneon’s unwavering faith in
PTFE’s ability to answer many of the
industries’ diverse challenges now
and in the future.

ChemDelta — Fertile Ground for
Innovation

Dyneon’s German headquarters
in Burgkirchen at the Industrie-
park Gendorf, which is in Bavaria’s
ChembDelta, is home to its research
and development facilities, as well
as fluoromonomer and fluoropoly-
mer plants. In the ChemDelta, 25
companies and 25,000 employees
together have generated total an-
nual revenue of over €8 billion
and have received or implemented
€3 billion in investments in the past
three years. Many of the companies
are household names in the global
chemical industry.

» (ontact:
Dr. Hans Giinther Beckers,
general sales and marketing manager,
3M Advanced Materials Division, Neuss, Germany
dyneon.europe@mmm.com
Tel.: +49 2131 14 2265

BASF to Sell Stake in Styrolution
to JV Partner Ineos

BASF is exercising the put option
in its 2011 joint venture agreement
with Ineos to sell its 50% stake in
styrenics producer Styrolution to the
Swiss-based partner for €1.1 billion.
The sale is expected to close at the
latest in Q4 following regulatory ap-
proval. In future, Styrolution will be
a subsidiary of Ineos Holdings; in
the interim it will continue to oper-
ate independently. BASF’s option to

sell to Ineos comes due in October
this year. At a press conference ear-
lier this year, however, BASF’s CEO
Kurt Bock had left the exit date
for Styrolution open. The company
with annual sales of €5.8 billion and
EBITDA of €442m in 2013 produces
PS, ABS and SAN at locations in Eu-
rope, North America and Asia. It is
also one of the leading producers of
styrene monomer. (dw) n

Bayer Consolidates Polycarbonate
Sheet Business in Germany

Global overcapacity and slack de-
mand are leading Bayer Materi-
alScience (BMS) to consolidate its
polycarbonate (PC) sheet business.
In the latest move, the company
plans to close its sheet production
site in Darmstadt, Germany, and
supply German customers from its
facilities in Nera Montoro, Italy, and
Tielt, Belgium. BMS said the decision
to close the German site with the

loss of 90 jobs followed a “thorough
review” of its polycarbonate busi-
ness model. Consolidation of sheet
activities in Europe was deemed
necessary to ensure the long-term
viability of the business as a whole
and to remain competitive. BMS cur-
rently produces PC sheet at ten loca-
tions, and not only Europe is seeing
cutbacks. Asia-Pacific has already
undergone consolidation. (dw) ]

Austria‘s Borealis Divests Stake
in French Urea Facility

Borealis Chimie, French subsidiary
of the Vienna-based petrochemicals
and fertilizer producer, has divest-
ed its share in the 320,000 t/y urea
plant at Le Havre and related am-
monia storage facility at Gonfreville
I’Orcher, both in France. Following
the divestment, the facilities will be
wholly owned by Yara France, part
of the Norwegian fertilizer produ-
cer. Through the 2013 acquisition

of GPN, subsequently renamed
Borealis Chimie, Borealis also as-
sumed the 52.15% stake in the Le
Havre urea plant, which in turn has
a 37.5% stake in the related ammo-
nia storage facility. Borealis said it
is divesting its share to concentrate
on its wholly owned industrial sites
and, in the case of existing partner-
ships, to give precedence to less re-
strictive legal forms. (dw) m
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German Chemical Makers: TTIP a “Political Chance’

he German chemical indus-
try has come out squarely
in favor of the controver-
sial US-European trade agreement
Transatlantic Trade and Investment

Partnership (TTIP).

While many across Germany and
Europe, in particular consumers
and trade unions, are skeptical
of the agreement, with some even
calling some of its provisions “an
affront to democracy,” Dr. Karl-
Ludwig Kley, president of the Ger-
man chemical industry association
V(I (and CEO of Merck KGaA), said
European chemical companies be-
lieve TTIP could bring noticeable
impulses for the economy, in par-
ticular tariff reduction, reduction of
non-tariff trade barriers, and stimu-
lation of the overall economy.

At the same time, however, he
emphasized that “there can and
must be no compromise to lower
the protection standards.”

Regulatory cooperation with a
long-term approach would be the
decisive advantage and a basis
for lasting impulses for the chemi-
cal industry, Kley believes. “This is
where TTIP could bring entirely new
perspectives. It would be desirable
to establish a permanent process
where the possibilities are explored
for an approximation of rules and
regulations in the medium to long
run,” he said.

According to the VCI's own calcu-
lation, the German chemical industry
would clearly benefit from TTIP. Po-
tential effects for the industry would
be 2,000 new jobs, a production plus
of €2 billion, and additional value

German Chemical Industry Association VCl Forecasts 2% Rise in Production This Year

9

creation of €600 million. Kley said
experience shows, that the greatest
benefits would be seen by the work-
force, with 70% of the additional val-
ue creation chalked up to jobs against
a 30% gain for company profits.

Although US trade tariffs are al-
ready low — for chemicals ranging
from zero to 6.5% — “even low tariffs
cause high costs,” the VCI president
noted. In 2010, the association calcu-
lates that German chemical export-
ers paid €140 million to the US — “un-
necessary costs that could be used
for really meaningful investment.”

So-called non-tariff trade barri-
ers are a much more important per-
spective, according to Kley. A study
by research group Ecorys, he said,
has calculated savings potential up
to ten times higher than for tariffs.
As one example, he mentioned the
classification and labeling of sub-
stances. If substances were labelled
with the same warnings and sym-
bols on both sides of the Atlantic,
repacking and relabeling would be
no longer necessary.

Another advantage of TTIP in
VCI’s view would be a stimulation
of the overall economy. As an “indus-
try for industry”, this would benefit

chemistry in particular,” Kley re-
marked.

According to the Ecorys analy-
sis, the German chemical industry
would rank among the winners of
an ambitious free trade agreement
—irrespective of the shale gas boom.
Although “US companies are clearly

market for the German chemical
industry. It exports goods worth
around €15 billion to the country
and generates a trade surplus of
over €4 billion. Roughly 40% of all
German chemical investment in for-
eign fixed assets to the US, and the
trend is upward,” Kley said.

!/

el

Even low tariffs cause high costs.

Dr. Karl-Ludwig Kley, president of the German chemical industry association VCl

at an advantage where energy-in-
tensive productions are concerned,”
VCI points out that US companies
supply their basic chemicals mostly
to emerging markets while German
chemical businesses export mainly
specialties and pharmaceuticals to
the strongly growing US market.
“If tariffs and bureaucracy and
regulatory costs could be lowered,
TTIP would strengthen our competi-
tiveness in specialty chemistry — also
vis-a-vis third countries,” said Kley.
Along with the Netherlands, the
US is the most important foreign

German Chemical Industry Pleased
With H12014

Germany’s chemical producers have
expressed satisfaction with their
business progress in the first half of
2014. Production increased by 3%
averaged across the portfolio, while
sales rose 2%, despite a decline in
prices by the same proportion, VCI
said in July (c.f. charts on page 16).

For full year 2014, VCI president
Kley said the association is uphol-
ding its forecast of a 2% rise in
production. With prices expected to

deteriorate by only 0.5%, a 1.5% im-
provement in sales to around €193
billion is forecast.

In this year’s first half year, busi-
ness with both domestic and foreign
customers for German-made chem-
icals improved, VCI said. Domestic
sales increased “dynamically,” add-
ing 3.5% to reach €40 billion. By
contrast, the industry’s foreign sales
gained only 1% to €58 billion. Due
to the strong industrial economy,
imports of chemicals into Germany
also increased, by 4%.

Production capacities were uti-
lized to around 85% from January to
June 2014. Most product segments
saw improvement, with pharmaceu-
ticals gaining 7%, fine and specialty
chemicals adding 6% and consum-
er chemicals 2.5%. Petrochemicals
squeaked by with a 0.5% rise. Poly-
mer producers found themselves
on the minus side with a decline of
1.5%, while inorganic base chemi-
cals sales took a dip of 3.5%.

The German chemical indus-
try’s sales to European customers
improved by 3% in the first half,
but the dynamics of business with
customers in NAFTA were stronger,
V(I said. Thanks in particular to the

© Andrej Kaprinay - Fotolia.com

strong recovery of the US economy,
sales to the region picked up by 5%.
Especially good demand was seen
for pharmaceuticals and specialty
chemicals.

By contrast, business with Asia
was weaker than expected, with
sales increasing only 0.5%. South
America led chemical business’s the
negative list, with a 10.5% slide, fol-
lowed by Africa with a 3.5% setback.

Explaining the reasons for Ger-
man chemical producers’ confi-
dence, Kley pointed in particular
to the country’s strong industrial
economy. Along with Germany’s con-
tinued success as an export nation,
he said the domestic economy is also
“becoming increasingly robust.”

Elsewhere, Kley said, signs are
exceedingly appearing that the
European economy has stabilized.
Here, producers believe business is
likely to show improvement in 2014,
even if the region as a whole is not
showing much dynamism.

For the full year 2014, VCI is
sticking by its earlier forecast of 2%
growth in production and a rise in
1.5% in total sales to €193 million
on the basis of 0.5% lower selling
prices. (dw) m

MORE THAN A PROMISE. Around the world, additives,
effect pigments and coatings from ALTANA set the tone.
The experts for specialty chemicals headquartered on the
Niederrhein convince with particularly innovative prod-
ucts. And it's no wonder, as the Niederrhein location is
situated in NORDRHEIN-WESTFALEN | NRW (North
Rhine-Westphalia), Germany’s No. 1 chemical region.
Our companies and research facilities develop expertise
that also opens up top future prospects for you. In addi-
tion, established chemical parks have strong networks
with optimal supply and production chains. Interested?

&N RW.

www.nrwinvest.com

NVEST

GERMANY

NORDRHEIN-WESTFALEN
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Gases for Emerging Markets from Saxony-Anhalt

ir Liquide is one of the big-

gest global providers for

ases for industry, medi-

cine, and environmental protection.
The company is present in over 80
countries worldwide. The gas produc-
er is working with over 2,000 products
for more than 50 industries. A total of
4,500 people work for Air Liquide in
Germany alone and generate an an-

nual turnover in excess of €2 billion.

Air Liquide has now been associ-
ated with the German federal state
of Saxony-Anhalt for more than
20 years. The company temporar-
ily took over an acetylene factory
shortly after German reunification.
In the course of the acquisition
of Messer Griesheim in 2006, the
group officially took over a factory
in Wittenberg and began producing
particularly pure medical gases as
Air Liquide Medical. The location
of Wittenberg, not far from Berlin,
Leipzig, and Dresden has particu-
lar importance for the company as
it enables Air Liquide so supply car-
bon dioxide not only to customers in
eastern Germany (Air Liquide has
approximately 20,000 customers
in Saxony-Anhalt alone), but also
in western Poland. As the previous

long distance transports from pro-
duction sites in the Rhine/Ruhr-area
are no longer needed the new plant
will also be a contribution to the en-
vironment.

Just a few hundred meters from
the medical site, Air Liquide has
built a second plant which was of-
ficially opened in June 2014. A total
of 15 jobs were created at the new
Air Liquide site. The new facility is
located on the premises of the agro-
chemical industrial complex of SKW
Piesteritz, a long-term customer
of Air Liquide Deutschland. SKW
Piesteritz develops chemical pro-
ducts for agricultural and industrial
chemicals and is one of Germany’s
largest producers of ammonia and
carbamide. Air Liquide uses the CO,
which accrues as a by-product dur-
ing the production of ammonia as
raw gas that is cleaned, liquefied,
and then stored in two tanks that
are located directly on the site. Car-
bon dioxide can be used in a vari-
ety of applications, e.g. to carbonate
beverages, as a freezing agent in the
food industry, as an inert welding
gas, as part of water treatment in
environmental protection, or as an
agent in dry ice production. Air Liq-
uide has invested approximately € 8
million in the modern facility for the
purification and liquefaction of car-
bon dioxide that meets the high re-
quirements for safety and quality in
the areas of food and medicine. The

annual production capacity amounts
to up to 55,000 tons of CO, in liquid
form. Air Liquide also provides tech-
nical support for customer systems.

Since the initial phase, the Ger-
man-wide settlement agency Ger-
man Trade and Invest (GTAI) and
the Investment and Marketing Cor-

Air Liquide Opens New Facility at the Agrochemical Industrial Complex of SKW Piesteritz

poration Saxony-Anhalt have sup-
ported the Air Liquide project in
the location decision as well as the
settlement process, such as in as-
sessing the funding or manpower,
and assisted discussions with the
state government and regulatory
authorities.

Speed, Simplicity, Stability

n 2010, the Swiss specialty chemi-
cals group Clariant decided to
transform its 37-hectare company
premises in Muttenz into a chemical
park. Besides the existing buildings,
which can be converted, around 16
hectares of open space are available

to interested companies.

Under the brand name Infrapark
Baselland, the chemical park start-
ed its operation in 2011. Situated
at the heart of Europe at the point
where Switzerland, Germany and
France meet, Infrapark Baselland
is part of the business hub of Basel.
The Basel region attracts staff from
all over the world.

At the start, in addition to Clari-
ant, with its Business Units head-
quarters, business services and
production of additives and addi-
tional chemical specialties, other
companies such as Bayer CropSci-
ence and Aprentas, the training
association of the Basel chemical
and pharmaceutical industry, were
already operating at the premises
of Infrapark.

To date 15 companies are based
at Infrapark. These companies are
active in the field of the produc-
tion and development of specialty
chemicals, green chemicals, indus-
trial, pharmaceutical and medical
gas products, and also chemical
logistics, lab automation and other
services that support the manufac-
turing companies at the site and
are not part of Infrapark’s services.

Hence, the site, operating as a
chemical park since the beginning
of 2011, shows impressive growth.
In 2013 tenants invested more than
CHF 100 million in various pro-
jects to expand their production
capacities. To support this expan-
sion, Infrapark spent more than
CHF 10 million each year in infra-
structure such as wastewater pre-
treatment, energy and utility sup-
plies. In the past three years the

turnover with third-party custom-
ers grew by more than 40%, and
200 additional jobs were created.

A big milestone in the young
history of the chemical park was
passed when Infrapark Baselland
was established in January. The
services and infrastructure related
to the chemical park were com-
pletely transferred to this new le-
gal entity with the aim to continue
improving the already highly val-
ued expertise and skills of this busi-
ness. Infrapark Baselland is owned
(100%) by Clariant.

What are the success factors of
Infrapark Baselland?

Speed: According to our custom-
ers, one of the decisive factors to
settle their enterprise at Infrapark
is the speed with which they can
realize their business, be it the
permit to start with the construc-
tion work of a production building
or the permit to start manufactur-
ing chemical products. Compared
with other European locations the
authorities show a pragmatic ap-
proach in dealing with special re-
quests and are very familiar with

The Chemical and Life Sciences Hub of Infrapark Baselland

the processes in the chemical in-
dustry. In addition, thanks to the
well-established connections of
the Environment Health and Safety
department at Infrapark, the early
informal exchange of information
enables companies to achieve tar-
get-oriented solutions.

Simplicity: Clear and simple pro-
cesses and structures allow new-
comers to quickly adapt to local
conditions. The support provided
by the specialists at Infrapark also
leads to unobstructed solutions
even to complex problems.

Stability: Despite the recent
votes of the Swiss population,
stability can be considered a con-
stant in Switzerland. The country’s
longstanding political and macro-
economic stability and well-estab-
lished legal framework are major
plus points. Other attractive fac-
tors include the liberal stance of
most Swiss on economic and social
matters, including labor, and their
discreet and respectful attitude
to private property and money.
In summary, Infrapark Baselland
offers all the well-known advan-

tages of other chemical parks in
Europe, but on top of that also pro-
vides a very pro-business environ-
ment. In addition, hardly any other
region in the world demonstrates
a comparable concentration of in-
dustrial companies and research
institutions in the chemical and
life sciences industries like Basel.
The chemical and life sciences in-
dustries are at home here — and at
Infrapark Baselland.

Dr. Gaudenz Furler,
promotion and marketing,
Infrapark Baselland

== | iNfrapark
= baselland

» Contact:
Infrapark Baselland AG
Rothausstrasse 61
CH-4132 Muttenz 1
Switzerland
Tel.: +41 61469 7585
gaudenz furler@clariant.com
www.infrapark-baselland.com

+f ©SKW Plesteritz

Arno Sander, CEO of Air Liquide
and responsible for internal pro-
jects, expresses a satisfied summary
of the investment process: “After the
initial idea was born and we were
able to gain the SKW as a partner,
the idea was implemented relatively
quickly. Ultimately, the project was

implemented relatively problem-
free and without red tape. There are
areas in which we invest, in which
we have to put in significantly more
administrative effort than here”,
says the project leader.”

Andreas Kallies, responsible
for production management of Air
Liquide in Germany and Austria,
also sees clear advantages in the
renewed investment at the site in
Wittenberg. “With SKW Piesteritz,
we have a gas source from which we
can obtain CO, in reliable quality, in
the right amount, with the existing
infrastructure and with technolo-
gies that we know that meets the
standards for foods”, he explains.
Furthermore, the SKW ammonia
facilities, from which Air Liquide
obtains raw gas for CO, production,
are virtually in walking distance.

In addition to the infrastructural
advantages of settling in the Agro-
Chemie Park, Air Liquide also bene-
fits from the administrative syner-
gistic effects between the two plants,
from training activities to the induc-
tion of new employees. However,
the main advantage is the CO, that
Air Liquide Medical draws directly
from the carbon dioxide plant. The
requirements for safety and quality
are particularly high in the areas of
food and medicine.

» (ontact:
www.invest-in-saxony-anhalt.com

EU Energy Chief Tells Germany
to Keep Fracking Options Open

Europe could eventually get a tenth
of its power needs from shale gas if
it can overcome reservations such
as those voiced in recommendations
from two German cabinet minis-
ters, a German newspaper quotes
EU energy commissioner Giinther
Oettinger.

Oettinger, a German citizen and a
member of Chancellor Angela Mer-
kel’s Christian Democratic party,
told the newspaper that Germany
should keep its options open. In his
view, leveraging shale gas would
help Europe rely less on energy im-
ports at a time of tension with its
major gas supplier Russia.

Companies including ExxonMobil
and BASF’s oil and gas arm Winter-
shall have pushed to explore possi-
bilities for fracking in Germany.

The two cabinet members re-
sponsible for preparing legislation
on fracking due this year, economics
minister Sigmar Gabriel and envi-
ronment minister Barbara Hen-
dricks, both Social Democrats, have
circulated proposed guidelines for
fracking among members of par-
liament ahead of presenting their
plans to the cabinet.

Giinther Oettinger, EU Energy Commissioner

The ministers propose banning
fracking of deposits less than 3,000
metres below the surface via tough-
er laws. Test drilling — which BASF
has called for - would be allowed,
and the practice of drilling for tight
gas also could be continued under
the envisaged rules.

To exclude the possibility of
fracking chemicals contaminating
drinking water, the ministers pro-
pose requiring comprehensive en-
vironmental tests. In nature protec-
tion areas and near drinking water
reservoirs, drilling would be banned
under the proposals.

Germany’s Federal Institute for
Geosciences (BGR) two years ago
put the country’s shale gas potential
at 0.7- 2.3 trillion cbm. (dw) m

EU Climate Goals Not Attainable,
Says BASF CEO Kurt Bock

The EU’s goal for 2030 of cutting
greenhouse gases by 40% against
1990 is not realistic, BASF chief
Kurt Bock said at an economic con-
ference of the German Christian
Democratic Party (CDU).

If the 40% target is approved in
autumn it would curb growth in the
European economy, Bock said, add-
ing that this contradicts the EU goal
of increasing the share of industrial
production. The EU’s earlier target
was a 20% reduction by 2020.

CEO of the world’s largest chemi-
cal producer, Bock said he regrets
that Germany supports the 40%
goal, while other European govern-
ments oppose it.

Bock also took issue with propos-
als by two Social Democratic mem-
bers of Chancellor Angela Merkel’s
cabinet to hydraulic fracturing, or
fracking, above 3,000 meters depth.

Dr. Kurt Bock, CEQ, BASF

The BASF chief also reiterated
his criticism of Germany’s phase-out
of nuclear energy, saying that the fo-
cus on renewables reduces security
for chemical producers.

It is also not correct to suggest
to the German population that the
switch will cost nothing, Bock said.
At least from industry’s point of
view, “exiting nuclear power hurts,”
he remarked. (dw) ]
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Big Data

Dr. Volker Oestreich, CHEManager

Tom and Sue live in the Northeast
United States. They both work
and consider themselves middle-
class; their salaries afford them
a reasonably good livelihood.
They use their joint credit cards
for shopping, sometimes using
up their available credit. For the
Soccer World Cup they wanted a
new big screen and a new barbe-
cue grill to celebrate the national
soccer team with their friends. But
when paying there was a problem:
All of a sudden the card’s credit line
was drastically reduced. Tom and
Sue were never officially informed
about the reason for this radical
measure: Their shopping behavior
shows a considerable accordance
with typical shopping patterns of
couples that are going to get divo-
rced in the course of two years. The
banks reduce the credit limit as a
precaution and therefore cut their
risk of losses after a divorce. Based
on statistical values, Big Data influ-
ences individual fates.

A Chinese factory of a big Euro-
pean chemistry company sees
significant breakdowns of the
process yield several times per
year. The experts helplessly stu-
dy possible causes. Finally, after
analyzing all available measure-
ment data collected over a long
period in the facility, they see a
correlation between the data of a
technologically preliminary stage
and the yield of the end product.
And the yield problems can now
be solved with appropriate mea-
sures. Big Data contributes to ef-
ficiency in the process industry.

Are these examples fiction or rea-
lity? In any case, there are always
several sides of a new technology.
The experts and decision-makers
must decide whether and how a
new technology is used, where
its opportunities and risks lie, and
how to assess the results. In addi-
tion, it is becoming more and more
important to be informed far bey-
ond subject limits. Only the one
who is well informed and makes
good decisions on that basis will
take the lead.

Dr. Volker Oestreich,
CHEManager

Added Value for Industrial Production

nyone reading forecasts re-

garding the growth of data

worldwide in the near future
will probably feel like a gold digger in
the Rocky Mountains. According to
analysts from International Data Corp.,
the digital data mountain is expected
to grow forty- to fiftyfold between
2010 and 2020, to 40 zettabytes.

Dr. Wolfgang Heuring,
Head of the Research and Technology Center,
Siemens

A zettabyte has 21 zeros. To put it an-
other way, six terabytes of data will
be stored for each of the world’s in-
habitants in 2020. This corresponds
to the amount of text contained in
three million books per person!

Most experts are convinced that
veritable gems can be found in this
mass of data. In a global survey of
people from all sectors of the econ-
omy conducted by the University of
Oxford, almost two-thirds of the re-
spondents said that the use of data
and analytical processes provides
their companies with a competitive
edge. Two years earlier, the corre-
sponding figure was only 37%. But
how can today’s “gold diggers” find
nuggets in the mountains of data?

A term frequently used here is
“big data,” which refers to new tech-
nologies for recording, storing and
analyzing large amounts of data,
as well as for displaying the results
in a suitable form. For example, a
topic that is much discussed is the
use of data generated by people who
search or buy on the Web or the
utilization of data from the world’s
financial and communication net-
works. However, the bits and bytes
from industrial facilities, buildings,
energy systems and hospitals are at
least as valuable — and big data, as
the term is understood today, is in-
adequate here. That’s why big data
has to evolve into smart data.

Understanding The Data
We have to understand the mass of

data in order to correctly evaluate it.
We have to know how the various de-

vices and facilities function and what
sensors and measuring technology
we need to obtain the really relevant
data. The decisive criterion here isn’t
necessarily the amount of data (big),
but valuable content (smart).

In a large gas turbine, hundreds of
sensors measure temperatures, pres-
sures, flows, and gas compositions

Why Big Data Has to Become Smart Data

tors’ processes and needs. If they can
also develop the right algorithms
for evaluating the data, they will
be able to provide their customers
with real added value in the form
of energy savings, more environ-
mentally friendly operations, re-
duced costs, accelerated processes
and more reliable equipment.
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The decisive criterion here isn’t necessarily
the amount of data, but valuable content.

every second. If you have in-depth
knowledge of the facility’s physical
properties and thus know how to
correctly analyze the data, you can
give power plant operators valuable
tips on how they can make the facility
more efficient and cut pollutant emis-
sions without reducing the output of
electricity. The same applies to the
optimization of electricity production
at wind farms or the minimization of
energy consumption in buildings,
steel plants, and entire cities. In all of
these areas, you have to not only col-
lect the data but also understand it.
Here, people who have both
equipment know-how and user
know-how — domain know-how —
will definitely be in the strongest
position. Such people will not only
know how gas turbines, steel stamp-
ing facilities or power grids work,
but also be familiar with the opera-

Prophetic Capabilities Are Needed

In the future, smart data will not
only enable us to find out what is
happening in our facilities at any
given moment, but also why it is
happening. Moreover, it might even
tell us what will occur in the near

connected to these centers, which
process more than 10 terabytes of
data each month. This amount is ex-
pected to increase tenfold by 2020.
The centers analyze the data from
almost all of the systems, from traf-
fic lights, traffic computers, trains,
and ship engines to thousands upon
thousands of buildings, chemical
plants, paper factories, wind and
gas turbines, X-ray machines, and
computer tomographs.

Take wind power plants, for ex-
ample. In these systems, sensors
also measure mechanical vibra-
tions, which are compared with a
database containing the measure-
ment values of more than 6,000
wind turbines. If there is an ano-
maly, the service team can take im-
mediate action before the system
breaks down.

Such anticipatory maintenance
would also be extremely valuable
for trains or medical equipment
— and for power plants as well, of
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We have to understand the data
in order to create added value.

future and what we can do about it.

The first steps in this direction
have already been taken. For exam-
ple, Siemens operates remote-main-
tenance centers on several conti-
nents. Around 250,000 facilities are

course. For example, if the drive unit
of a power station’s coolant pump
stops working, the plant will stop
generating electricity and cause
losses of hundreds of thousands of
dollars each day.

© tashatuvango - Fotolia.com

Smart Data Revolution

However, together with anticipatory
maintenance, real-time remote dia-
gnosis is only one example of how
smart data will change companies’
business models. There are many
more possibilities. For example,
technicians could use tablet com-
puters to obtain the help of special-
ists whenever they have problems
operating equipment.

In addition, doctors evaluating
images from computer or magnetic
resonance tomography, for exam-
ple, could use smart algorithms to
access a database containing many
similar cases that have been ren-
dered anonymous. This would allow
the doctors to take previously accu-
mulated information into account in
their diagnoses.

Moreover, the data obtained
from the management of thousands
of buildings could be used to come
up with recommendations for sav-
ing electricity and reducing heating
costs. What’s more, measurement
data from a train’s operation could
provide train engineers with tips on
how they can drive their trains more
energy-efficiently. The resulting sav-
ings would be split between the user
and the provider of the smart data.
It would be a real win-win situation
and a good example of how nuggets
can be mined in the data mountains.

» www.siemens.com/pof
www.siemens.com/innovation

Celanese to Expand Capacity for
Celstran in Suzano, Brazil

US chemical producer Celanese
plans to expand manufacturing ca-
pability at its Suzano, Brazil, site by
2015 to include Celstran long fiber-
reinforced thermoplastics (LFRT).
The Celstran expansion is expected
to be operational by mid-2015.

At the Brazilian site, Celanese al-
ready compounds its Hostaform and
Celcon acetal copolymer (POM) and
its Celanex and Vandar thermoplas-
tic polyester (PBT) products for cus-
tomers in Brazil and Latin America.

“The addition of Celstran manu-
facturing capabilities to our existing
site outside Sao Paulo is part of the
Celanese growth strategy to directly
serve our customers in Brazil and
Latin America,” said Phil McDivitt,
vice president and general manager
of the engineered materials business

at Celanese. He said the company
sees healthy growth potential, espe-
cially in automotive applications.

Celanese will be the first local
producer of LFRT, according to
Stefan Kutta, the company’s global
director for the automotive industry.

Guert Rucker, commercial direc-
tor for South America, said the new
LFRT plant will also help the com-
pany address its customers’ needs
for value chain localization of raw
materials.

Carmakers who set up assem-
bly lines in Brazil stand to benefit
from the government’s Inovar-Auto
scheme launched in 2012, which of-
fers tax advantages for companies
with a high level of localization in
production and R&D. (dw)

Air Products and Matheson Begin
Helium Production in Wyoming

US industrial gases producer Air
Products and Matheson Tri-Gas, a
member of the Taiyo Nippon Sanso
Corporation (TNSC), have begun
filling and shipping of the first two
11,000 gallon helium ISO contain-
ers from their jointly-owned liq-
uid helium production plant near
Big Piney, Wyoming, USA.

The plant is designed to produce
200 million standard cubic feet of
helium per year initially, with ex-
pectations for doubling the capacity.

The Big Piney facility purifies and
liquefies a helium feedgas stream
supplied by Denbury Resources’
Riley Ridge gas processing plant.

The Denbury plant processes a
raw gas stream produced from the
LaBarge Field in Wyoming, one of
the largest helium-rich gas fields in

the US, believed to contain sufficient
helium reserves to support produc-
tion for decades.

“This plant is beginning opera-
tions at a good time as both suppli-
ers and manufacturing end-users of
helium are still recovering from a
global helium supply shortage,” said
Walter Nelson, general manager -
Worldwide Helium.

Air Products maintains what it
says is the world’s largest helium
production and distribution system.

Matheson manages the global
helium business of TNSC under
the name Matheson Global Helium.
TNSC is the leading helium supplier
in Japan, and is one of only five ma-
jor industrial gas companies in the
world with direct access to helium
sources. (dw) ]

ExxonMobil to Invest Over $1 Billion
in Antwerp Refinery

Esso Belgium, a division of Exxon-
Mobil Petroleum & Chemical, plans
to install a new delayed coker unit
at its Antwerp refinery to convert
heavy, higher sulfur residual oils
into transportation fuels products.

The US company said the new
unit at its strategic Antwerp base
addresses an industry shortfall
in capability to convert fuel oil to
products. It also will expand the re-
finery’s ability to help meet energy
needs throughout northwest Eu-
rope, despite a challenging industry
environment characterized by “ex-
tremely low margins and industry-
wide losses, due primarily to excess
refining capacity.”

ExxonMobil said this is the first
of several options being evaluated
to further strengthen strategic re-

fineries in Europe. The company’s
annual Outlook for Energy projects
that Europe’s demand for diesel fuel
will remain high in the coming dec-
ades for commercial transportation.
“The new delayed coker unit will
further strengthen ExxonMobil’s
integrated downstream and chemi-
cal portfolio in northwest Europe,”
said Stephen Hart, regional director,
ExxonMobil Refining & Supply.
While voicing what some said
was a vote of confidence in Europe,
where capital spending by mul-
tinational companies appears to
be taking a back seat to shale-gas
powerhouse North America, Exxon-
Mobil urged the governments of EU
member states not to block imports
of heavy crude from Canada’s oil
sands. (dw) m

chemanager-online.com/en



Page 10

PRODUCTION

CHEManager International 7-8/2014

Chlor-Alkali Strives to Stay Competitive

or Europe’s chlor-alkali industry, reduction of its rising production costs,

especially energy costs, is now a pressing priority. This is not only because

of the sector’s low margins but also because of the need to stem an alarm-

ing decline in its share of its own domestic market to imports, particularly from

North America. Ironically the biggest cuts in the European industry’s total energy

consumption could stem from another major challenge — the necessity in the

next three to four years to close all of its remaining mercury capacity. A switch from

the mercury process, amounting at present to 18% of Western European capa-

city, to membrane technology could result in considerable savings in individual

plants, in which energy can account for as much as 60% of total production costs.

Need for Cost Reduction

The issue of costs at a time of rising
energy prices, tighter environmental
regulations and intensifying compe-
titive global markets for chlor-alkali
products like caustic soda was the
main theme of the recent technology
conference in Madrid of Euro Chlor,
Europe’s trade association for chlor-
alkali producers. Andrew Brown, di-
rector of the inorganics group of the
consultancy IHS, warned the confer-
ence that the European chlor-alkali
industry had been falling behind
its major competitors, particularly
North America, since the 1990s. In
the last four years the trend has ac-
celerated.

The margins on an electrochemi-
cal unit (ECU), a measurement of
chlor-alkali output, were about
equal between the two regions in
the late 1990s. But over the last
few years the average ECU margins
were around $200 lower in Europe,
Brown said. The US had more chlo-
rine production capacity — 13.7 mil-
lion tons a year against 11.1 million
tons in Western Europe — but a
third fewer players at 24 compared
with 36. The average capacity per
player in the US was 600,000 tons
a year against 300,000 tons in West-
ern Europe. In 2013 the average
cash margin for each chlorine pro-
ducer in the US was $230 per ECU
while in Western Europe it was $36,
Brown said.

Because of the shale gas boom
in the US, a wide gap had opened
up between North American energy
prices and those in Europe, which
was affecting the international
competitiveness of European chlor-
alkali products. Natural gas prices
in the US are now over half those in
Europe. Alistair Steel, Euro Chlor’s
executive director, told the meet-
ing that electricity cost per ECU
now varies between 45% and 60%
of full cash costs. In the European
Union, governments are permitted
to provide financial compensation
to chlor-alkali producers and other
energy-intensive sectors for high
energy costs. “But not all member
states pay this,” he said.

For chlor-alkali producers replac-
ing mercury with membrane-based
capacity, the energy savings could
be as high as 30% while at the same
time the operation and maintenance
of the converted plant would be
easier, Dolf van Wijk, Euro Chlor sci-
ence and regulatory affairs director,
told the meeting. Euro Chlor had
made a voluntary commitment to
phase out mercury capacity by 2020.
However, the European Commission
effectively overruled this, when un-
der the 2010 Industrial Emissions
Directive (IED) tighter rules were
introduced on best available tech-
nology (BAT) criteria. This meant
that by the end of 2017, mercury
chlor-alkali plants would no longer
be given permits to operate. Cur-

rently the 18% of Western Europe’s
chlor-alkali capacity based on the
mercury process is by far the larg-
est share in the worldwide industry.
In other regions, the largest share
at 9% is Africa and the Middle East
followed by the Americas with 5%
and Asia at 1%, said Brown of THS.

AkzoNobel in May opened an
electrolysis plant in Frankfurt,
which replaced one based on the
mercury process. It expects energy
consumption to be reduced by 30%
and its overall ecological footprint
by 20%. Companies like AkzoNo-
bel have taken the opportunity
when switching from mercury to
membrane technology to introduce
other cost-saving innovations in the
converted plants. AkzoNobel has
introduced a vacuum process at
the Frankfurt unit for decreasing
the amounts of impurities, such as
sulphate, calcium and magnesium,
in the plant’s salt raw material. The
new process reduces capital costs by
a minimum 30%, compared with the
conventional use of rock salt, and
salt purification costs by at least
90% mainly because less equip-
ment and maintenance is required.
“It helps save energy by preventing
the formation of iron deposits in the
electrolysis cell,” said Anna Giatti,
AkzoNobel’'s market development
manager for salt.

Process Conversion

The total savings through conver-
sion of mercury to membrane pro-
cesses, now accounting for around
two-thirds of European chlor-alkali
capacity, depends on how much
of the old plant is retained. With
a large proportion of conversions,
the brine system and existing cell
rooms are being reused, said Chris-
tophe Noeres, deputy chief execu-
tive of ThyssenKrupp Electrolysis. As
the European sector moves to more
advanced technologies, one option
was the installation of radical new
systems such as the oxygen depo-
larized cathode (ODC) technology,

High Energy Prices Threaten European Industry as Imports from Low-Cost Producers Rise

developed jointly by ThyssenK-
rupp and Bayer MaterialScience
(BMS). In a demonstration plant

at Krefeld-Uerdingen, Germany,

it consumed 30% less energy than
conventional processes. The ODC
technology adds oxygen to the elec-
trolysis process, which suppresses
the formation of hydrogen so that
the only products are chlorine and
caustic soda.

Robert Kelly, international busi-
ness development manager at AFC
Energy, a UK-based fuel cell tech-
nology company, pointed out the
opportunities for adding value to
the hydrogen output of conven-
tional chlor-alkali plants. Fuel cells,
using excess hydrogen from chlor-
alkali units, can, for example, pro-
vide electricity to power the plants.
Under a project with Dow Chemi-
cal and Air Products, AFC fuel cell
technology is due to be installed at
a Dow chlor-alkali facility at Stade,
Germany, by the end of this year.
The scheme will help “deliver the
concept of economically viable fuel
cells for the chlor-alkali industry,”
Kelly predicted.

Upgrading membranes in chlor-
alkali plants is another means of
cutting costs. Yuji Sekiguchi of Asa-
hi Kasei Chemicals of Japan, pio-
neers in ion exchange membranes,
listed at the conference a range of
membrane-surface enhancements
by his company, including coat-
ings with higher tolerance of
impurities, more efficient
and stable polymers, and
reinforcements to cope with
lower voltages with higher
current efficiencies.

As a long-established
center for the development of
electrolysis technologies, Europe
also has the task of keeping ahead
of innovators in the emerging econ-
omies. “Our vision is to become a
global leader in energy-saving elec-
trolysis,” said Sian Wang of Bluestar
Chemical Machinery Co., Beijing,
which has now been supplying ion-
exchange membrane electrolyzers

In May, AkzoNobel inaugurated its new chlorine membrane electrolysis plant in the Industrial Park Hochst, Germany (photo on the left). The state-of-the-art plant (rendering on the right) is the result of a
major conversion and expansion project begun in 2011 and involving a €140 million investment. The facility has been converted from mercury cells to the latest-generation membrane technology. Capacity
has been increased by 50% whilst at the same time reducing the plant’s overall ecological footprint by some 20%. Radical efficiency improvements reduce energy consumption by 30% per ton of product. The
facility is one of three chlorine plants operated by AkzoNobel in Germany, the other two being located in Bitterfeld and Ibbenbiiren (c.f. the news below).

for over 30 years and is one of the
world’s biggest chlor-alkali electro-
lyzer producers. Its present R&D
program includes the development
of technologies in chromic salt and
sulphate electrolysis and circulating
water micro-electrolysis. One objec-
tive is the use of oxygen cathode
electrodes to reduce the average
electrolysis cell voltage of around
3V to 2V, Wang said.

Market Adjustment

In addition to making its chlor-alkali
production technologies more cost-
effective, the European sector needs
to consolidate so that a pie chart of
European chlor-alkali capacity does
not show producers “packed in like
sardines,” said Brown of IHS. Cur-
rently, Ineos, Solvay, Dow, AkzoNobel
and BMS account for around 60%
of Western European capacity with
the remaining 30 players composing
the rest. The planned creation of a
chlor-alkali joint venture by Ineos
and Solvay, which was approved by

the European Commission in May,
was a step in the right direction.
The venture will make up around

a quarter of Western European

chlor-alkali capacity and about

half that for vinyl.

With a number of likely plant
closures, some of them mercury
facilities whose owners will shut
them down rather than invest in
conversions, Western European
chlorine capacity could drop from
11 million tons a year to 9-10 mil-
lion tons a year, raising average op-
erating rates from just above 80%
to just above 90% by 2018. At the
same time, however, there could
be a rise in imports, especially of
caustic soda, from North America
and the Middle East, where produc-
ers will have the advantage of low
energy costs. “Europe will change
from being traditionally a net ex-
porter of chlor-alkali products to a
net importer,” Brown said. “Imports
could rise from around 300,000 tons
a year to around 600,000 tons by
2018, with the highest proportion,
of about 40%, coming from North
America.

Nonetheless with the anticipated
steep rise in operating rates, West-
ern European chlor-alkali players
will have the satisfaction of enjoy-
ing much healthier margins, which
will put them in a stronger position
to invest further to compete against
increasing imports.

Sean Milmo, freelance science
and business journalist, Essex,
United Kingdom

Evonik and AkzoNobel Mull
Membrane Electrolysis JV

Evonik and AkzoNobel are discuss-
ing plans for joint construction and
operation of a membrane electroly-
sis plant for potassium hydroxide
solution and chlorine at AkzoNobel’s
site in Ibbenbiiren, Germany. Talks
about the proposed jv are scheduled
to be concluded some time this year.

EU legislation requires that pro-
duction of potassium hydroxide so-
lutions with the mercury electrolysis
technology currently in use in many
places must be phased out by 2018
and replaced by the membrane elec-
trolysis process.

Evonik is a major European pro-
ducer of hydroxide solutions and de-
rivatives as well as a globally lead-
ing provider of alkoxides, which are

manufactured by electrolysis at its
Liilsdorf site.

The new membrane electrolysis
facility at Ibbenbiiren would have
nominal annual capacity of around
130,000 t/y of potassium hydroxide
solution and 82,000 t/y of chlorine.
The start of production is projected
for the third quarter of 2017.

Under the plans being discussed,
AkzoNobel would handle market-
ing of chlorine and hydrogen or
process the substances directly at
the Ibbenbiiren site. Evonik would
be responsible for marketing and
further processing of potassium hy-
droxide solution at Liilsdorf, where
the chemical is used as a feedstock
for potassium carbonate. (dw) u

Chevron Phillips to Expand
Alpha Olefins Unit in Texas

Chevron Phillips Chemical (CP-
Chem) will expand normal alpha
olefins (NAO) production capacity at
its Cedar Bayou plant in Baytown,
Texas by 100,000 t/y. Completion is
expected by July 2015. The project
will use CP Chem’s proprietary NAO
technology.

“This investment decision reflects
Chevron Phillips Chemical’s strategy
to leverage North American shale
gas development by continuing to
grow our US-based olefins and poly-
olefins footprint,” said Mark Lashier,
executive vice president olefins and
polyolefins for CPChem. (dw) =

BioAmber Secures $7 Million Grant

US biotechnology pioneer BioAmber
has nailed down a $7 million grant
to support the ongoing construction
of a $135 million bio-succinic acid
plant to go on stream in early 2015
in Sarnia, Ontario.

The grant from Sustainable Devel-
opment Technology Canada (SDTC)
is on top of a $7.5 million grant
SDTC provided to BioAmber Sarnia
in 2012. (dw)

LG Chem to Build Electric Vehicle
Battery Plant in China

LG Chem has announced plans to
build a plant for electric vehicle bat-
teries in China. The Nanjing facility,
which the South Korean company
said would cost hundreds of millions
of dollars and generate combined
sales of close to $1 billion by 2020,
is expected to go on stream in 2015.

LG Chem currently has a plant in
Nanjing, producing small batteries
and displays for smartphones and
other mobile devices. It also oper-
ates EV battery facilities in Korea
and the US. (dw)

Braskem Plans PE Unit in Texas

Braskem is to build a new plant for
ultra-high molecular weight poly-
ethylene at its La Porte, Texas, site.
The Brazilian petrochemicals giant
invests about $34 million, capacity
details were not disclosed. Construc-

tion on the plant will begin in Q3 of
2014, targeted start-up date is H1
2016. Output of the facility, which
will complement an existing plant at
Camagari in Brazil, is earmarked for
the US market. (dw) ]
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istribu-

tors face

growing pressure to in-

vest in technical expertise, for-
mulation labs and regulatory setup to
meet increasingly demanding industry
requirements. To ensure that these in-
vestments are profitable, distributors
need to develop long-term relation-
ships with suppliers for sustainable
business development. Which factors
are therefore required to create a suc-
cessful distributor-supplier relation-

ship?

In recent years, the chemical indus-
try has gone through many changes.
Growing regulatory hurdles and a
continuing outsourcing trend, com-
bined with ongoing consolidation
among distributors and chemical
producers, have led to increased
complexity and influence the re-
lationship between suppliers and
distributors.

To achieve sustainable growth
and compete successfully in this
challenging business environment,
a closer collaboration between dis-
tributors and suppliers is therefore
crucial.

Distributor-Supplier Relationship

Before the 2014 European Asso-
ciation of Chemical Distributors’
(FECC) Annual Congress in Rome,
DKSH, a leading market expansion
services provider, in collaboration
with FECC, conducted an online
survey on distributors’ expectations
of suppliers. This survey, which fo-
cused on representatives of Euro-

Foundation Of Trust

pean chemical distribution organi-
zations, was created to capture and
understand their views on how to
improve the relationship between
distributors and suppliers.

The survey carried out in March
2014, asked participants to rank
their business expectations and de-
liverables of the distributor-supplier
relationship by importance within
the following six categories: pro-
duct offering, culture and strategy,
services for distributors, communi-
cation and information flow, con-
tractual points, and structure and
presence.

The following examples provide
a first insight on the content of the
survey. In the category product of-
fering, which was ranked highest
among the six categories, a supplier

L,

with an attractive product portfolio
and/or attractive technical solu-
tion was rated the highest. When it
comes to services for distributors,
the most important expectation is to
ensure that technical sales experts
are well trained by the suppliers in
order to function as an extended
sales force. With regard to contrac-
tual points, the top expectation is
written and agreed exclusivity in
terms of geography and application.

Two Groups of Expectations

Upon evaluating the results of the
survey, it was discovered that dis-

What Are Chemical Distributors’ Expectations of Their Suppliers Today?

Thomas Sul, Member of Group Management,
DKSH

tributors’ expectations could
be clustered into two basic
groups: “hard facts” and “soft
values.” “Hard facts” refer
to traditional expectations
such as the product offering
or contractual topics. These
“hard facts” are measur-
able and form the basis for
any business relationship
between a supplier and a dis-
tributor. On the other hand,
“soft values” are not measurable
and require a long-term investment
in the relationship, meaning that
they are built up together over time.
Examples of these include trust and
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reliability, teamwork, and regular
communication.

One could think “hard facts” are
more important than “soft values”
since they form the basis of a distri-
bution relationship, but when we look
at an example from the survey, say
culture and strategy, the expectation
that “a supplier is reliable and trust-
worthy” is rated significantly higher
than expectations for the “transfer of
existing business.” In short, whenever
distributors could choose a “soft val-
ue,” they did, and this was consistent
throughout the survey.

Additional insights that came out
of the survey were that the impor-

Hard facts

Soft values

m Product offering, competitive pricing

m Written contract, exclusivity

m Service/training provided to distributors
m Product positioning

m Regulatory compliance of products

m Trust and reliability
m Customerlike treatment
m Partnership approach
m Regular and meaningful communication
m Teamwork
(channel and key client management)

tance of the expectations did not
vary much based on the participant
profile, nor did company size or
geographical coverage make a dif-
ference. However, some diverging
expectations occurred in the cat-
egory communication: Bigger com-
panies (more than 501 employees)
found it more important that the
supplier shared “market insights
and product strategies.” This might
be because larger companies have
often dedicated staff for market and
business intelligence; hence the pro-
vided market insights will actually
be processed.

As a conclusion of the survey
findings, efforts on both sides are
required to develop the distributor-
supplier relationship from a trans-
actional level to a real partnership
level. Both parties need to invest and
have an agreed long-term goal, only
this can lead to long-term coopera-
tion. The “hard facts” remain impor-
tant, the “soft values,” however, are
even more crucial to turn a collabo-
ration into a successful, sustainable
relationship.

Formation of a Solid Partnership

There is a clear trend in the indus-
try toward investing in teams that
work specifically on creating suc-
cessful interactions and strengthen-
ing the relationships between both
sides. Several blue-chip chemical
companies have put in place “chan-
nel-management” structures, with
managers who develop insights
into the distribution industry and
who closely interact and network

with distributors. This highlights
the growing awareness of the im-
portance of distribution services by
these large manufacturers.

On the side of distributors, there
are more and more specific re-
sources employed to build and de-
velop relationships toward key sup-
pliers, the counterparts for channel
managers.

“In the case of DKSH, we have
created a function called ‘Key Client
Management,” which is fully dedicat-
ed to developing our business with
our major partners. This function
provides the supplier with a single
point of contact and coordinates all
efforts internally across industries
and markets. This creates and es-
tablishes a common strategy with
the supplier to jointly grow the busi-
ness over a long period of time,” said
Thomas Sul, co-head, Business Unit
Performance Materials at DKSH.

In conclusion, it all comes down
to building a relationship that goes
beyond selling products and adding
more value to a business. A part-
nership between equals is the basis
for being successful in a market,
together.

Thomas Sul

Co-Head, Business Unit
Performance Materials,
Member of Group Management
DKSH GmbH

Hamburg, Germany

» (ontact:
Tel.: +49403747 340
thomas.sul@dksh.com
www.dksh.com
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Collaboration of Chemical Companies with Distributors
HEManager International to find the most effective and effi-

asked Michael Sauer, Director

Channel Strategy & Distribu-
tion, Europe, Celanese, and Dr. Jirgen
Frisch, Head of Channel Management,
Wacker Group, about the reasons for
the cooperation of their companies
with chemical distributors and the key
criteria for the selection of a distribu-

tion partner.

CHEManager International: What
are the advantages for your com-
pany of cooperating with chemical
distributors?

M. Sauer: Our vision is to be the first
choice chemistry solution source to
our customers. In order to fulfill this

Michael Sauer, Director Channel
Strategy & Distribution, Europe, Celanese

Dr. Jiirgen Frisch, Head of Channel
Management, Wacker Group

goal, it is critical that our customers
have access to Celanese products
and support, regardless of location.
Naturally, there are places where
our customers may be located
where our employees are not pre-
sent, or destinations where the com-
pany cannot fulfill certain logistical
criteria in an economical way. It is
in these types of situations where we
rely on the capabilities of our select
distribution partners who also oper-

ate with the same guiding principles
of Celanese, that being, customer
satisfaction and value creation.

J. Frisch: There are several advantag-
es. For instance, distributors provide
access to emerging markets and re-
gions which are interesting to us, but
which we haven’t fully developed yet
in terms of local sales teams or of-
fices. Chemical distribution partners
help us to enter these markets and

cient ways to address the needs of
our customers there. Distributors
are therefore much more than lo-
gistics providers. They also help to
reduce lead times by making stock
and smaller product quantities avai-
lable locally and by offering one-stop
shopping. Most of our distributors
also offer expertise and support to
develop local formulations. They
also help to unify payment terms
and make money collection easier.
Last but not least, distributors act as
trend scouts for local markets and
therefore provide valuable informa-
tion when entering new markets.

In which business areas do you
work together with chemical dis-
tributors?

M. Sauer: Celanese works with se-
lect distributors across most of its

business lines. Specific distribu-
tion partners can vary from a more
commodity or logistics-oriented
cooperation, for example, in the
case of solvents to a very close re-
lation encompassing collaborative
technical efforts to meet custom-
er needs, as is the case with our
engineering materials business.

J. Frisch: We partner with distribu-
tors in all business areas of our
chemical divisions. We collaborate
globally, but the business models
are always adjusted to the regional
markets and to the needs of the lo-
cal industry.

What are the main criteria to se-
lect the best distributor for your
needs?

M. Sauer: Since Celanese has a vari-
ety of business lines ranging from

intermediate chemistry, emulsion
polymers to engineering materials
and food ingredients, we evaluate
potential distributors based on cri-
teria relevant to our specific busi-
ness needs. Therefore, we developed
and utilize an individual selection
criteria tool that takes into consider-
ation numerous elements includ-
ing but not limited to geographical
coverage, technical capabilities,
depth of knowledge of sales repre-
sentatives, marketplace reputation,
complementary product portfolio,
non-competing products in range,
business ethics and many more.

J. Frisch: The requirements most im-
portant to us are compliance with
our company guidelines, expertise in
the relevant fields of specialty chem-
icals, a beneficial product landscape
for our products, and transparency,
just to name a few. m
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Multichannel Excellence

The Competitive Factor for Pharma — Despite Innovative Products

he global pharmaceutical
industry continues to evolve
from the blockbuster era to

the outcome era.

Dr. Axel Sinner,
Camelot Management Consultants

This shift entails many changes.
Just to name a few: changes in R&D
strategies, limited increase of the
effectiveness of the classical sales-
force setup, or changing information
needs and behavior of physicians.
To keep pace, pharmaceutical mar-
keting has to adapt to the need for
more sophisticated communication
of benefit proof. Physician-access
limitations are affecting how com-
panies can market their drugs today
and in the future. Pharma market-
ing must shift from simply attracting
attention to providing value.
Historically, pharma bet on the
traditional sales rep/share-of-voice
models, relying on brand-centric
promotion strategies. But today — it
has been addressed so many times it
has almost become a cliché — phar-
ma needs to become customer-cen-
tric. Only, customer-centric market-
ing must not be mistaken for simply
installing digital channels in addi-
tion to traditional ones. Customer-
centric multichannel marketing is
a value-added approach, focusing

on delivering customized messages
via integrated channels to meet the
needs of individual physicians.

Before the magic of multichannel
excellence (MCEx) can unfold and
bear tangible results, the industry
needs to further embrace the multi-
channel mindset. The key premise
of multichannel marketing is about
reaching physicians through their
preferred channels, exploiting their
receptiveness in a way that influ-
ences them as much as possible.

To give physicians what they
want on an individual level, how
they want it and when they want it,
significantly increases the chances
that they will respond. Efficiency
and influence are considerably
increased when switching from a
broad, unspecified, uncoordinated
multichannel mix to a customized,
integrated channel selection and
next-best offers.

The next-best offer reflects a
customer-centric marketing para-
digm that coordinates a company’s
specific product requirements and
business objectives with the needs,
preferences and behaviors of indivi-
dual physicians. The preference and
receptiveness for a next-best offer
vary depending on the current state
of mind and interactions.

Magic of Multichannel Excellence

What exactly is the magic of multi-
channel excellence? The three Cs of
multichannel excellence: customer
insights, channel orchestration and
campaigns.

Clearly multichannel manage-
ment in the pharmaceutical industry
hasn’t reached its full potential by
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More Information

Order a free copy of the Camelot study
on Multichannel Excellence at:
www.camelot-mc.com/surveys

Register to participate in the
PHARMA Management Radar studies:
www.pharmamanagementradar.com

far. But what would excellent multi-
channel marketing look like?
Camelot’s multichannel excellence
approach means efficiently serving
physicians with highly customized
messages tailored to their current
needs and receptiveness through a
preference-based mix of channels.
Thus, multichannel excellence
is first about the identification of
customer characteristics and pre-
ferences. It then has to focus on the
development of predictive models to
identify their current status (state of
mind) and to anticipate needs and be-
havioral changes. All this finally leads
to the provision of valuable next-best
offers for individual physicians and
ultimately establishes a dialogue
within an integrated channel mix.

Customer Insights

Doctors differ in their personal
preferences, be it their particular
preferred channel for information
search and processing behavior,
channel selection and use, their
preferred mode and intensity of
communication, etc. Other factors
such as specialization, level of dis-
ease understanding, practice setting
or patient demographics also influ-
ence physicians’ preferences for in-
teraction.

Pharma needs to know what sort
of information is important to which
physicians and needs to figure out
the circumstances that might trigger
a change in (prescribing) behavior.
All these characteristics are essen-
tial components to determine the
next-best offer.

Fortunately, most channels allow
feedback on behavior, acceptance
and preferences. Consequently ideal
multichannel management enables
a bidirectional data exchange be-
tween pharma and physicians and
offers third-party feedback on rele-
vant physicians’ activities. Not many
companies collect these physician
data yet and even fewer are able
to derive a next-best offer based on
the available insights. As every good
conversation starts with good listen-
ing, pharma first needs to develop a
deep understanding of its customers.

Thus, a common understanding
of doctors’ needs, preferences and
receptiveness requires new, sophis-
ticated ways of deriving and using
data. On the basis of physician infor-
mation, which should be, of course,
compliantly collected, analytics/
predictive models can apply tactical
business rules to select the optimum
channels, offers and messages for
individual physicians.

Channel Orchestration

To effectively coordinate and execute
multichannel marketing, channel
integration is an imperative.ﬁu's
integration of all channels and all
customer interactions inevitably re-
quires new organizational structures.
A look at companies’ operational
multichannel management shows
that responsibility for a consistent
and individual customer experience
(content and timing) does not lie with
only one, exclusive coordinator for
every physician. This lack of a dedi-
cated champion or coordinator seems
to be a significant stumbling block.
When setting out for multichan-
nel excellence, a company needs to
implement clear governance and
ownership over each physician ac-
count. And it needs to invest in IT
resources that track physician pro-
files and journeys, next-best offers

and interactions. In tandem, this
will allow companies to realize a
coordinated approach — from an
overarching functional coordination
of channel selection to the coordi-
nation of medical, legal, marketing
content approval to the timing of the
next-best offer or the management
of third parties.

Campaigns

The goal of multichannel excel-
lence is turning insights into a rele-
vant dialogue. The more relevant
and engaging the communication,
the more likely doctors are to read
and respond. Sending physicians
on such an engaging journey and
continuously delivering a story of
consistent, valuable content sure is
a challenge.

Campaigns are designed to
achieve a specific purpose and to
tell one coherent story, whether it is
raising awareness for an upcoming
launch, increasing physician know-
ledge about a disease state, trig-
gering prescribing to grow market
share, etc. Each piece of information
needs to be tailored to the channel.

Once a campaign is launched,
the channel/communication mix for
each physician can be optimized
using intelligent business rules
based on conveyed and observed
preferences and needs. Such incre-
mental learning allows multichannel
marketing to be more targeted than
ever before and to become smarter
about how to connect to physicians.
Eventually, excellent multichannel
marketing is directing physicians
toward a status of loyalty via custo-
mized next-best offers.

Furthermore, companies must
avoid bombarding customers with
untargeted offers or even incon-
sistent messages, leading to a poor
experience for customers and worst
case to a cut off in engagement.

Camelot has performed a sur-
vey collecting the assessment from
relevant executives, showing that
pharma marketers are well aware
of the magic of multichannel ex-
cellence. Nevertheless there are
essential hurdles for fully and suc-
cessfully implementing MCEx as it
requires a complex transformation
of strategy, organization, processes
and IT systems. As with any large
transformation, success is not easily
achieved. Implementing multichan-
nel excellence means facing many
and varied challenges. But it is time
to take action.

Dr. Axel Sinner,

Head of Competence Center
Pharma Commercials, Camelot
Management Consultants AG,
Munich, Germany
asin@camelot-mc.com

» Contact:
Sebastian Deck
Tel.: +49 897411 85425
sde@camelot-mc.com
www.camelot-mc.com
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Mylan to Pay Abbott $5.3 Billion
for Non-US Business

Generic drugmaker Mylan said it
plans to acquire Abbott Laborato-
ries’ branded specialty and gener-
ics business in developed markets
outside the US for $5.3 billion. Both
companies are US-based.

The buy gives Mylan a wide array
of Abbott brands that have annual
sales of almost $2 billion in those
markets, including gastroenterology
drug Creon, pain drug Brufenand in-
fluenza vaccine Influvac.

The deal has been structured
to help Mylan reduce its tax bill by
moving its tax address outside the
US, a process known as inversion.
The company with headquarters
in Pittsburgh, Pennsylvania, unsuc-
cessfully pursued the Swedish drug
maker Meda this year in hopes of
engaging in an inversion.

The transaction foresees Ab-
bott taking a 21% stake in a new
company that combines Mylan’s ex-
isting business with its own devel-

oped markets pharmaceuticals op-
erations in Europe, Japan, Canada,
Australia and New Zealand.

Abbott will continue to sell its
branded generics in emerging mar-
kets, where strong sales growth is
expected because of rising numbers
of middle-class patients. By contrast,
its sales of generics in developed
markets have been steadily declin-
ing in recent years due to price pres-
sures in Europe.

The drugmaker said it plans to
relatively quickly sell its stake in
the new company and use the pro-
ceeds to boost earnings, possibly by
acquiring more medical devices or
buying back shares.

A successful transaction would
give Mylan a portfolio of more than
100 specialty and branded generic
pharmaceutical products in five
major therapeutic areas including
cardio-metabolic and gastrointes-
tinal. (dw) ]

Novartis and Banner in Alzheimer’s
Genetic Predisposal Study

Novartis is collaborating with Phoe-
nix, Arizona-based US non-profit
Banner Alzheimer’s Institute (BAI)
on a clinical study to determine
whether two of the Swiss pharma-
ceutical giant’s investigational anti-
amyloid treatments can prevent or
delay the emergence of symptoms in
people identified as being at genetic
risk for developing the late-onset
form of the disease.

The study funded with a $33.2
million grant awarded in 2013 by
the US National Institutes of Health
and supplemented by $15 million
from Banner, will involve more than
1,300 cognitively healthy adults,
ages 60-75 who have a genetic risk
of developing symptoms of AD be-
cause they inherited two genetic
copies of the apolipoprotein E epsi-
lon 4 (APOE4) allele.

About 2% of the world’s popula-
tion is believed to have this genetic
profile, which is strongly linked to
late-onset Alzheimer’s.

In the trials planned to start in
2015 in North America and Europe,
pending regulatory approval, the two
Novartis drugs will be given via injec-
tion to cognitively healthy people at
genetic risk of developing the build-
up of amyloid protein in the brain
that may eventually lead to the di-
sease. Others will receive a placebo.

The Basel, Switzerland-based
drugmaker believes it could take
nine years before the studies show
results. The work builds on Banner’s
Alzheimer’s Prevention Initiative in
collaboration with Genentec that be-
gan with a $100 million study on 300
people in Colombia who carry a rarer
form of genetic mutation triggering
symptoms at the age of 45. (dw) =

Qiagen and AstraZeneca Collaborate

Qiagen announced a collaboration
agreement with AstraZeneca for the
co-development and commercializa-
tion of a liquid biopsy-based com-
panion diagnostic to be paired with
AstraZeneca’s targeted therapy for

non-small cell lung cancer (NSCLC),
Iressa. The project aims to develop
and market a novel Qiagen compan-
ion diagnostic that analyzes plasma
samples to assess EGFR mutation
status in NSCLC patients. (mr) n

Roche Alzheimer’s Drug Fails Main
Goals in Mid-stage Study

Swiss drugmaker Roche said its ex-
perimental Alzheimer’s drug failed
to meet its main goals in a mid-stage
study, a result likely to bolster the
belief that drugs need to be given in
earlier stages of the disease to slow
patients’ decline.

In a Phase II study involving 431
patients, it was found that the drug,
crenezumab, failed to significantly
slow cognitive and functional de-
cline compared to placebo, missing
two main goals. However, an ex-
ploratory analysis of patients with
a milder form of the disease who re-
ceived a higher dose of crenezumab
via an intravenous infusion showed
a statistically significant reduction
in cognitive decline, Roche said.

Carole Ho, director of early clini-
cal development at Roche’s biotech
unit Genentech, told the news agen-
cy Reuters she was encouraged by
the data, even though it missed its
main goals, since it demonstrated
that treating the disease earlier
could increase the benefit.

Ho said Roche would decide on
any future plans for additional clini-
cal studies following an analysis of
the data in conjunction with health
authorities.

Analysts had expected crenezum-
ab to fail its main goals, after a simi-
lar treatment from Pfizer and John-
son & Johnson called bapineuzumab

and solanezumab, a drug from Eli
Lilly failed in late-stage trials.

Lilly has since started a new
clinical trial focusing only on pa-
tients with mild signs of the disease.

Crenezumab, which was licensed
from Swiss biotech company AC Im-
mune in 2006, works by blocking
the toxic protein beta-amyloid that
forms plaques in the brain believed
to signal the onset of the disease.

Roche said a smaller Phase II
biomarker study also showed an ef-
fect of slowing cognitive decline in
milder patients. Details of this study
will be presented at the Clinical Tri-
als in Alzheimer’s Disease meeting
in November.

A startling 99.6% of clinical trials
in Alzheimer’s failed between 2002
and 2012, the Cleveland Clinic study
found.

Crenezumab has been picked for
a US government-backed trial in a
group of Colombians with a genetic
mutation that causes them to de-
velop Alzheimer’s early. Results of
that trial are due in 2020.

A second Alzheimer’s drug from
Roche, known as gantenerumab, is
also being investigated in a late-
stage trial with patients who are yet
to develop any signs of the disease.
Another Swiss drugmaker, Novartis,
has also begun studies with this type
of patient. (dw) n

Roche to Buy US Biotech Firm
Seragon for Up to $1.7 Billion

Swiss-based Roche Holding AG plans
to pay up to $1.73 billion to buy Se-
ragon Pharmaceuticals, a privately-
held US biotech company that re-
searches breast cancer treatments.

Roche has long dominated the
field of breast cancer with drugs such
as Herceptin and recently won ap-
proval for Kadcyla and Perjeta, two
treatments for patients whose cancer
cells contain increased amounts of
the protein known as HER2.

San Diego-based Seragon was
spun off from Aragon Pharmaceu-
ticals last year when that company
was bought by Johnson & Johnson. It
is focused on developing a new gen-
eration of oral medicines that may
offer an improved way of tackling
hormone receptor-positive breast
cancer, and potentially other cancers.

Seragon’s most advanced experi-
mental drug, ARN-810, is currently

in initial Phase I clinical trials for
breast cancer patients who have
not responded to current hormonal
agents.

The Basel-based drugmaker will
pay $725 million in cash and may
hand over as much as $1 billion
more if Seragon achieves drug de-
velopment milestones.

Seragon is the second notable
acquisition in as many months for
Roche, which bought privately held
US gene-sequencing firm Genia
Technologies for up to $350 million
in June, securing access to a tech-
nology that should allow it to deci-
pher human genes more quickly at
a cheaper cost.

The acquisition, expected to close
in the third quarter, will provided an
outlet for cash freed up after Roche
paid down debt incurred in acquir-
ing Genentech. (dw) =

Merck Extends Italian Alliance

Merck Serono is extending by two
years its 10-year R&D coopera-
tion with San Raffaele University &
Research Hospital for Research in

|

N )

CHEMISTRY

TEE
—
foa)
<
-
<
=
@p)
=)
)
W

Connect with

us.:

)

www.wiley.com/email

Milan focusing on developing inno-
vative therapies against serious and
disabling neurological diseases such
as multiple sclerosis. (dw) =

Belgium’s Omega Pharma
May Sell Itself

Belgian healthcare products distri-
butor Omega Pharma is considering
selling itself nearly three years after
it was taken private by its founder,
news agency Bloomberg reported.

A sale of the Nazareth, Belgium-
based company could earn its own-
ers more than $4 billion, the agency
said, citing sources.

Omega, which sells prescription-
free medicines, healthcare products

and OTC items such as wart treat-
ments and sun tan lotions, is said to
have hired investment bank Morgan
Stanley to handle the sale.

Founder and CEO Marc Coucke
took the company private in 2011
with his $1.1 billion takeover offer
for the maker of painkiller Solpa-
deine. (dw)

Bayer to Keep Acquired Non-drug
Merck&Co. Brands

Bayer HealthCare said it plans to
keep consumer brands such as
Dr. Scholl's and Coppertone it
picked up in its $14 billion buy of
US Merck&Co.’s non-prescription
drugs business in May. This is de-
spite reports that other companies
are keen to acquire the brands.
After winning the Merck&Co. prize
over stiff competition, Bayer said its
aim was to become a global leader
in over-the-counter (OTC) medicines.
Some financial analysts are question-

Sustainability: How the
Cosmetics Industry is
Greening Up

Editor | AMARJIT SAHOTA

President, Organic Monitor, London, UK

Sustainability has come to the fore in the
cosmetics and personal care industry. Rising
ethical consumerism and the need for
resource efficiency are making cosmetic
companies — small, independent firms to
global giants — take steps towards sustainable

development.

Sustainability: How the Cosmetics Industry is

Greening Up discusses the growing

importance of sustainability in the cosmetics
industry, highlighting the various ways
organisations can address the economic,
environmental and social challenges. How can
the cosmetics industry make a difference in
terms of ingredients, formulations, packaging,
CSR, operations, and green marketing?

Topics covered include:

» Environmental and social impacts

of cosmetic products

« Ethical sourcing and biodiversity
* Renewable energy and waste

management

* Green formulations and ingredients

» Green marketing issues and

consumer behaviour

» Green standards, certification

schemes and indices in the

cosmetics industry

ing the rationale for Bayer keeping all
of the businesses, however.
Offloading Dr. Scholl’s foot care
and Coppertone sunscreen pro-
ducts, which account for 27% of
the Merck&Co. bundle’s combined
annual sales, would allow Bayer to
focus on Merck&Co.’s core health-
care products such as allergy rem-
edy Claritin and MiraLAX laxative
and give it the resources to make the
most of those brands, one analyst
said. (dw) m

Edi
ditor | AMARJT SAHOTA

Industry experts share their experiences on how they are tackling the challenges of sustainability:

from raw material procurements, manufacturing, business processes, to distribution and marketing to
consumers. The book concludes with some future growth projections; what are some of the
shortcomings in sustainability in the cosmetics industry and what can we expect to see in the future?

Sustainability: How the Cosmetics Industry is Greening Up discusses business and technical issues
in all areas of sustainable product development, from sourcing ingredients, to formulation,
manufacture and packaging. Covering a diverse range of subjects, this book will appeal to
professionals in many key sectors of the cosmetics and personal care industry; cosmetic chemists,
formulation scientists, R&D directors, policy makers, business and marketing executives. It will also
be of relevance to academic researchers working in cosmetic chemistry and sustainable process

development.
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study themed “Sales excel-
lence - Boost your sales

power” conducted by

Simon-Kucher & Partners together with
CHEManager International reveals that
chemical companies focus their sales
activities primarily on the goals of either
boosting profits or acquiring new cus-
tomers.The approaches used to accom-
plish these goals vary widely among the
chemical firms. Still, they have one thing
in common: They both see the need for

action and improvement.

According to the managers respond-
ing to the survey, most companies
have clear targets in sales and orien-
tate their priorities and sales ac-
tivities on them. They often run into
trouble, though, when it comes to the
individual steps of the operationali-
zation. Most of the respondents say
they know which levers need to be
worked on, but they don’t know how
to go about it. Furthermore, those
who do manage to implement im-
provements often fail to coordinate
the diverse areas and end up with
an ill-orchestrated sales process.

Effectiveness over Efficiency:
Optimize Margins, Gain New Customers

Not surprisingly, top-line targets
such as improving margins and
gaining new customers are high
on the list of sales objectives. While
sales costs don’t play a major role,
almost all of the respondents admit
that they want to deal with at least
one of these topics.

The companies differentiate wide-
ly depending on firm size. More than
three-fourths of the small companies
(less than €50 million revenue) list
customer acquisition as the most
important sales target. In contrast, a
similar number of large companies
(more than €250 million revenue)
say that improving their margins is

A Sustainable Boost

Sales in the Chemical Industry - a Study Reveals Interesting Facts and Provides Target-Oriented Tips

Dr. Fabian Braun, Partner and Head of the
Chemicals Competence Center,
Simon-Kucher & Partners

Malgosia Zegar, Head of the study and senior
consultant, Simon-Kucher & Partners

Ralph Ziegler, Consultant,
Simon-Kucher & Partners

the No. 1 priority. This discrepancy
is likely due to the fact that smaller
firms want to increase their business
through new customers. Large com-
panies, however, are already nearing
their growth limits and prefer to fo-
cus on tapping the profit potential of
their current customer base.

Margin Focus: Approach Attractive Segments
and Customers Even Better

Companies that concentrate on
margin optimization reflect this in
how they assess their sales process
activities. They feel it is crucial to
clearly define and prioritize target
segments and customers — an im-

portant prerequisite for identify-
ing margin improvement potential.
What’s more, they strive to create
a differentiated sales strategy with
which they can efficiently target
the most attractive segments. Com-
panies that want to boost margins
also focus on optimizing their in-
ternal processes. Sales roles and
responsibilities need to be clearly
distributed; areas of expertise must
be defined. To achieve sustainable
process improvements, a win-loss
order analysis is absolutely crucial.

And so, margin-oriented firms
see the biggest need for action in
areas with the most powerful levers
for boosting profits. Aside from the

Plan and conduct sales campaigns
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© Simon-Kucher & Partners

areas of market and sales strate-
gies mentioned earlier, they also
see customer value assessments as
a decisive means of dealing with
customers and thereby tapping their
margin potential.

Gain New Customers:
Improve Sales Campaigns and Processes

Firms that focus on acquiring new
customers see sales campaigns and
knowledge of decision-maker struc-
tures among customers as consider-
ably more important. The latter is
essential for a targeted approach to
new customer acquisitions. More-
over, it’s paramount for these compa-
nies that their working time is spent
effectively and logically on core sales
activities. Sales teams must have
enough time for customer contact;
internal resources should thereby
be organized to facilitate this. Sys-
tematically preparing for and follow-
ing up on customer visits is a vital
component related to transparent
processes. All of these factors help
to optimize and professionalize the
sales process. In these topics, along
with customer development, firms
focused on customer acquisitions see
the biggest need for action. Smaller
companies, that have the primary
goal of gaining new customers, are
often dependent on single sellers
and still need to establish and pro-
fessionalize their sales structures.

Sales is a Process and Must be Treated as Such

The various components of the sales
process are closely related to one

another and should not be viewed
in an isolated way. In practice, this
is not always the case, though, and
often single aspects fail in opera-
tions, as is evident in several exam-
ples. About one-half of the surveyed
firms stated that they have defined
and documented sales targets for
target segments. Yet only one out of
five of these firms use those targets
to steer their sales team.

Another example can be found
by looking at processes in terms of
price negotiations and negotiation
skills. For margin-focused compa-
nies, this is very important. Approxi-
mately half of the companies say
that they have the expertise and an
escalation scheme set up for price
negotiations. At the same time, only
one-third of these companies con-
duct sales and negotiation training
seminars in their companies. This
is a powerful example of how rules
are set up internally, but the neces-
sary operative support to implement
them is missing.

Sales must be seen as a process
— one in which various activities
are often closely related and must
be carefully coordinated to achieve
the best possible results.

First Step Toward Strong Sales Teams

What should they do? As long as
margins are the focus, companies
first prioritize markets and manage
them according to their profitabi-
lity and potential. This is decisive to
identify corporate sweet spots and to
effectively deploy internal resources.
To secure margins, it’s just as impor-

© (reativa - Fotolia.com

tant to install efficient steering sys-
tems: The right KPIs (e.g., win-loss
analysis) are as crucial as the right
remuneration system.

For companies focused on gain-
ing new customers, a clear and pre-
cise definition of growth segments
is a step in the right direction. Sales
structures and roles must facilitate
a focus on customer acquisitions.
These companies have to ensure
that the sales team is 100% com-
mitted to acquiring new customers
and not tied up with administrative
tasks. Creating lists of targeted cus-
tomers and requiring preparation
and follow-up on customer visits
ultimately encourage sales teams
to share their experience and learn
from one another.

Whether the focus is on boosting
margins or gaining new customers,
both company types must be clear
about which pressure points need
to be worked on. If it’s unclear
which areas need to be improved,
an audit or a benchmark analysis
of the sales process — available at
www.simon-kucher.com/SalesStudy
— can help to identify and approach
the areas, as Figure 3 shows. Only
then can the companies achieve a
sustainable boost in sales.

» (ontact:
Malgosia Zegar
Tel.: +49 89 5447930
malgosia.zegar@simon-kucher.com
Dr. Fabian Braun
Tel.: +49 221 36794 400
Fabian.Braun@simon-kucher.com
www.simon-kucher.com
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Fig. 2: Approach to boosting a company’s sales power and achieving sales targets Fig. 3: Summary of the study - overview of methods
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Indian Polyester, 5 August 2014, Mumbai, India

The event focuses on the challenges faced by the polyester & fiber
intermediate industry. The industry has seen a lot of investments in
capacity during the last few years and at present is facing significant
challenges. The intention of the Indian Polyester series of conferences
is to get all the major industry players on the same platform to discuss
the present scenario and to take the industry on the forward path.
The conference will focus on the following issues: business overview of
the industry; fiber, staple & filament yarn; downstream developments
including texturizing & spinning; developments in technical textile and
export promotion.

» http://www.eliteconferences.com

Asian-European Biocides Regulatory Summit, 1-2 September 2014, Singapore

In some markets, biocides are regulated by one single regulation, while
in other markets they are covered by several different regulatory acts.
The European Regulatory Framework for Biocides - the Biocidal Products
Regulation, ‘BPR’ - is applicable since September 2013. As a result of this
new regulation, many new provisions, as well as transitional measures,
are currently challenging companies who wish to produce or market
biocidal products in the European Union. Following on from the BPR,
many markets across Asia are currently restructuring and re-evaluating
their regulatory framework for Biocides. This two-day summit offers a
unique up-to-the-minute view of the regulatory changes, both in the
European Union and across Asia and will also give a comparison of the
regulatory systems across Asia.

» http://www.europeanbiocides.net

Nordic Life Science Days, 7-9 September 2014, Stockholm, Sweden

SwedenBIO, the Swedish life science industry organization, Oslo Cancer
Cluster, Toulouse Cancer-Bio-Santé Cluster and European Cancer Cluster
Partnering, in conjunction with sister organizations in Denmark, Finland
and Norway, host the second Nordic Life Science Days event. This year
sees the largest Nordic life science event, launching the first Ernst &
Young Nordic Life Sciences Report and the second Nordic Stars Award
ceremony. The Nordic area has focused academic resources and support
from both the local investment community and government, making it
a prime European life science hotspot. Nordic Life Science Days will
showcase the region’s best in pharmaceuticals, biotechnology, medtech
and digital health industries. Key presentations include: Cardiovascular
and Immunology - The Future of Therapies in Cardiovascular Disease
and Regenerative Medicine; Early Stage Oncology Opportunities; Medical
Needs and Recent Trends in Neuroscience.

> http://www.nlsdays.com/

20th International Solvent Extraction Conference 2014, 7-11 September 2014, Wiirzburg, Germany
The 20th event in the global series covers solvent extraction in applica-
tions such as mining, nuclear fuel reprocessing, metal extraction, process
chemistry, and engineering. Academics, practical engineers, researchers
and consultants from various economic sectors and scientific disciplines,
connected by the interest in solvent extraction, are invited to discuss latest
results, new technologies and experiences in successful applications of
this technique and perspectives for the future. The topics cover industrial
applications in mining, nuclear fuel reprocessing, chemicals, hydrometal-
lurgy and metals processing. The program features applications in the
extraction of natural products from plants, extraction on mini-scale and
CFD applications.

» http://events.dechema.de/isec2014.html

Annual Moscow Refining & Petrochemicals Week, 8-11 September 2014, Moscow, Russia

The Moscow Refining and Petrochemicals Week is the best established
and most popular downstream technology event in the Russia & CIS re-
gion. With its traditionally technically-strong programs, unrivalled access
to the major players in the Russian Downstream sector and the highest
quality networking opportunities Moscow Refining and Petrochemicals
Week is attracting loyal regular followers as well as new delegates each
year. It gathers Heads of Refining and Petrochemicals from Major Oil
Companies, General Directors of Regional Refineries and Petrochemi-
cal Plants, Heads of Technical Departments, Project Directors, Licensors,
Technology Solutions & Equipment Providers and many others.

> http://www.europetro.com/en/moscow_week_2014

EPCA 2014 Annual Meeting, 4-8 October 2014, Vienna, Austria

The annual meeting of the European Petrochemical Association (EPCA)
provides a unique platform for the global chemical business community
to network, discuss collaborations and developments and hear from an
impressive line-up of world-class speakers. Participants not only have
the opportunity to network with peers and discuss business development
opportunities, they can also enjoy exclusive access to EPCA networking
events and lounges, accommodation and meeting rooms at competitive
prices. The list of eminent speakers includes Professor Joseph E. Stiglitz,
Nobel Laureate and Economics Professor at Columbia University, Xavier
Sala-i-Martin, Chief Economist & Senior Director at the World Economic
Forum, Patrick Thomas, Chief Executive Officer at Bayer MaterialSci-
ence, and Graham van’t Hoff, Executive Vice-President at Shell Chemicals,
among others.

> https://epca.eu/annual-meeting-workshop

ASIA-TECH, 8-9 October 2014, Kuala Lumpur, Malaysia

With ever-increasing energy prices, applying best practice energy man-
agement techniques has more significance for refinery operators than
ever before. The Asian Downstream sector is now experiencing a move
towards integrated petrochemicals and fuels refinery complexes to
maximize economies of scale and fully exploit the numerous integra-
tion opportunities available. There is also a continuing need for resi-
due conversion solutions that utilize proven technologies to attract the
financing required to fund capital-intensive projects. The event will
cover the latest technologies and best-practice techniques for Refining,
Residue-Upgrading and Petrochemicals and also include a focus session
on Process Safety.

> http://www.europetro.com/en/asia_2014

The Chemical Bond: Fundamental
Aspects of Chemical Bonding

_ .II\.II At

Edited by
Gt Frenking and Sason Shaik

The Chemical Bond

Funelamantal Aspects of Chemical Bonding

The way we envision a chemical
bond has been revolutionized by ad-
vances in theory over the past few
years. This book provides an over-
view of the approaches to modeling
bonds, including molecular-orbital
based, valence-bond based, ELF,
AIM and density-functional based
methods

» The Chemical Bond
Gernot Frenking, Sason Shaik
Wiley-VCH
Price: €139.--
ISBN: 978-3-527-33314-1

Handbook of Spectroscopy

This second, thoroughly revised,
updated and enlarged edition
provides a straightforward intro-
duction to spectroscopy, showing
what it can do and how it does
it, together with a clear, integrat-
ed and objective account of the
wealth of information that may

.
Handbook of
Spectroscopy

Second, Complesely Revised and Enlarged Editicn

be derived from spectra. It also
features new chapters on spec-
troscopy in nano-dimensions, na-
no-optics, and polymer analysis.
Clearly structured into sixteen
sections, it covers everything from
spectroscopy in nanodimensions to
medicinal applications, spanning
a wide range of the electromag-
netic spectrum and the physical
processes involved, from nuclear
phenomena to molecular rotation
processes. In addition, data tables
provide a comparison of different
methods in a standardized form,
allowing readers to save valuable
time in the decision process by
avoiding wrong turns, and also help
in selecting the instrumentation
and performing the experiments.

» Handbook of Spectroscopy
Giinter Gauglitz, David S. Moore
Wiley-VCH
Price: € 549.--

ISBN: 978-3-527-32150-6

Photochemistry and Photophysics:
Concepts, Research, Applications

This textbook covers the spectrum
from basic concepts of photochemi-
stry and photophysics to selected
examples of current applications
and research. Clearly structured, the

Vincenao Balrani, Paols Coronl, and Abevio |uris

Photochemistry
and Photophysics

Concepts, Research, Applications

Materials Science

Materials Science and Engineer-
ing, 9th Edition provides engineers
with a strong understanding of the

Materials Science
and Engineering

first part of the text discusses the
formation, properties and reactivity
of excited states of inorganic and or-
ganic molecules and supramolecu-
lar species, as well as experimental
techniques. The second part focuses
on the photochemical and photo-
physical processes in nature and
artificial systems, using a wealth of
examples taken from applications
in nature, industry and current re-
search fields, ranging from natural
photosynthesis, to photomedicine,
polymerizations, photoprotection of
materials, holography, luminescence
sensors, energy conversion, and
storage and sustainability issues.

» Photochemistry and Photophysics
Vincenzo Balzani, Paola Ceroni, Alberto Juris
Wiley-VCH
Price: € 69.--
ISBN: 978-3-527-33479-7

and Engineering

three primary types of materials
and composites, as well as the re-
lationships that exist between the
structural elements of materials
and their properties. The relation-
ships among processing, structure,
properties, and performance com-
ponents for steels, glass-ceramics,
polymer fibers, and silicon semi-
conductors are explored through-
out the chapters

» Materials Science and Engineering
William D. Callister, David G.Rethwisch
John Wiley & Sons
Price: €239.--

ISBN 978-1-118-31922-2

\

Seifi Ghasemi has been appointed as new chairman, president
and chief executive officer of US industrial gases producer
Air Products & Chemicals, effective July 1, 2014. Chairman
and CEO of Rockwood Holdings since 2001, he succeeds
JohnE. McGlade who retired on June 30. Prior to joining Rock-
wood, Ghasemi held a number of leadership positions at
global industrial companies, including GKN Sinter Metals,
and served in a variety of senior roles with British gases
producer BOC acquired by German rival Linde in 2007. He
is currently on the board of directors of EnerSys, and is chairman of the
supervisory board of Chemetall.

Seifi Ghasemi

Maélys Castella has been appointed as AkzoNobel’s chief finan-
cial officer, with effect from September 15, 2014. She will
be the first female CFO at one of the 25 companies on Am-
sterdam‘s main stock index and only the second woman to
serve on the Dutch company‘s executive committee. The 47
year-old Castella succeeds Keith Nichols, who announced his
intention to leave AkzoNobel at the beginning of the year. She
has worked at French industrial gases producer Air Liquide
for the last 14 years, most recently as Group Deputy CFO.

Maélys Castella

Dieter Weinand will become president of Bayer HealthCare
Pharmaceuticals and at the same time join the Executive
Committee of Bayer HealthCare, effective August 1, 2014.
He replaces Andreas Fibig, who will leave Bayer on Septem-
ber 1, 2014, to become CEO of International Flavours and
Fragrances. The 53-year-old Weinand, born in Boppard,
Germany is currently president global commercialization &
Portfolio management at Otsuka Pharmaceutical Develop-
ment & Commercialization, Princeton, New Jersey, USA. He
has more than 25 years of experience in various commercial operative
and strategic executive roles in the pharmaceutical industry, including
stints at Pfizer and Bristol-Myers Squibb.

Dieter Weinand

~ | SvenAbend has been named to the Executive Committee of
chemical producer Lonza, effective July 1, 2014. CEO of
Swiss chemical manufacturer and distributor Kolb since
2012, Abend will have primary responsibility for corporate
strategy and business development as well as the business
segments Consumer Care and Industrial Solutions. Abend
began his career as a scientist with Unilever's Home &
Personal Care division, and later worked for Cognis in Ger-
many. Beat In-Albon will remain COO for Lonza‘s Specialty
Ingredients segment focusing in particular on Agro Ingredients, Water
Treatment and Wood Protection.

Sven Abend

Ralf A. Spettmann has been appointed president of BASF‘s
Construction Chemicals operating division in Ludwig-
shafen, Germany, effective September 1, 2014. Currently
senior vice president, Pigments & Resins Europe at BASF,
Spettmann will succeed Dr. Tilman Krauch, who is to join the
Freudenberg Board of Management and the Freudenberg
& Co. Management Board, with effect from October 1, 2014.
Spettmann studied Business Administration at the Beruf-
sakademie Stuttgart, Germany, and received his bachelor’s
degree in 1988. In 1992, he completed his master in Busi-
ness Administration (MBA) at the IESE Business School, University of
Navarra, Spain.

Ralf A.
Spettmann

FransJ).desTombe has been appointed as managing director of Azelis in Can-
ada, effective June 2, 2014. He replaces Tony Craske, who is now based in
Europe as International Business Director, Azelis Personal Care. Most
recently, des Tombe was vice president of DSN Chemical Transportation, a
third party logistics company specializing in the movement of hazardous
materials and temperature controlled chemical freight. Prior to that, he
spent over 25 years in various senior roles within Cognis Canada, which
was acquired by BASF in 2010.

Luciano Rossetti (57) has been appointed by Merck Serono as executive vice
president and global head of research & development with effect from
July 2, 2014. He most recently was Senior Vice President Late Stage De-
velopment at Merck Sharp & Dohme (MSD), where he was responsible for
the entire clinical development from Phase II to Phase V across all thera-
peutic areas. At MSD, he played a key role in shaping and implementing
the development strategy of several potential breakthrough compounds,
and also restructured the clinical genetics group to better leverage the
collaboration between discovery and clinical development. The new R&D
chief will be based in Billerica, outside Boston, Massachusetts, in the US,
and will share his time between Merck’s headquarters in Darmstadt,
Germany, and Billerica.

Amir Elstein, currently vice-chairman of the board of Teva Pharmaceuti-
cal Industries, is believed to be appointed as its new chairman, activist
shareholder Benny Landa has said. “I was informed by Moshe Many,
Amir Elstein’s predecessor as vice chairman, that the board has already
decided that it will name Amir Elstein as the next chairman,” Landa wrote
in a blog. However, a spokesman for Teva, the world’s largest generic
drugmaker, told the news agency Reuters that no decision has yet been
made, and that a committee is currently engaged in a selection process.
If Elstein is chosen, he would replace Phillip Frost, Teva’s largest individual
shareholder with a 1.53% stake, who said last month he would step down
as chairman by the end of this year.

Frank Coenen has been named new CEO at ASK Chemicals, the former joint
venture of Clariant and Ashland that was acquired by investment group
Rhone in spring 2014. Coenen, who previously served as CEO of Tes-
senderlo Group, succeeds Stefan Sommer. Sommer served as CEO over the
past four years and led many important accomplishments in that period,
from the creation of ASK Chemicals as an independent business in 2010
to its successful sale to Rhone.
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German Chemical Companies are doing Good Business
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2 cal industry, according to the German chemical
- industry association (Verband der Chemischen In-
—1 10 dustrie, VCl). The production of chemicals and phar-
M maceuticals in Germany went up by 3% against the
: 1st half 2013 and is at the level it was before the
2008/2009 global crisis (Fig. 1). However, excluding
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year ago. For the full year 2014, the VCI maintains

(1% excluding pharma).

Things are moving upward for the German chemi-

pharmaceuticals the production only increased by
BT 1.5%. The capacity utilization of production plants
reached a good level of 85%, up from about 84% a

its forecast of a 2% increase in chemical production
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With a clearly higher production volume, German
chemical industry sales expanded from January to
June 2014 irrespective of falling prices (-2%). Total
sales amounted to €98 billion and were 2% higher
than in the 1st half 2013. For the overall year 2014,
the VCI expects sales to improve by 1.5% to ca.
€193 billion due to slightly falling prices (-0.5%). The
association that represents some 1,650 German
chemical companies and German subsidiaries of
foreign businesses - about 96% of them are small
and medium-sized enterprises (SME) — expects the
employment in the sector to increase slightly by
0.5% from currently 440,000 staff..

Forecast for key indiactors

Jan.-June 2014, Change Yo in %
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Foreign trade

The German chemical industry has been recording
export surpluses for many years. In 2013, exports
climbed by 2% to €165 billion. Imports of chemical
products stagnated at €111 billion. In H1 of 2014,
imports of chemicals into Germany rose by 4%,

Foraign fumnarver total: + 1%

whereas foreign sales went up only slightly by 1%
to €58 billion. Domestic sales increased dynami-
cally; they added up to €40 billion and were 3.5%
above the level of the previous year. The rising do-
mestic demand brings full order books. According

¥

rope. By contrast, there were hardly any growth
impulses from Asia and Latin America (fig. 3).

to the VCI, the recovery of the business is also dri-
ven by the demand from the USA and Eastern Eu-

A judge in the US state of Texas has
upheld a $3 million jury verdict
by ruling in favor of a family who
claimed that oil and gas drilling
near their land made them sick. The
landmark case is being hailed as a
victory by anti-fracking activists.

The Texas ruling is the latest
step in a three-year case that began
when Bob and Lisa Parr filed suif
against a handful of oil companies

claiming that fumes from drilling

around their 40-acre ranch exposed

Toray Will Pay $2

Toray Chemical Korea is said to
have agreed to pay $2 million to
settle a criminal complaint alleg-
ing attempted theft of DuPont trad

secrets.

The complaint against the sub
sidiary of the Japanese-headquar-
tered company was filed in US dis-
trict court in Richmond, Virginia.

Some of the initial claiyns related
to hydraulie\fracturing, or fracking
ttled out of court

acking Verdict

its lawyer said.

wells.

(dw)

physical suffering and mental an-
guish and $250,000 for future harm.
A move by Aruba to overrule the
judgment was denied, but the oil
company will request a new trial,

The Parr family’s claims were not
about fracking per se but instead
about air emissions on the surface
rom diesel-powered trucks and gas

protective fabrics, electrical insu-
lation and other products that is
similar to a fiber manufactured by
DuPont. To facilitate the develop-
ent it hired or attempted to hire
DuPont employees as consultants.

© Kovalenko Inna - Fotolia.com

Breaking the Ice - Efficient and cost-effective icebreaker assistance is essential to ensure winter navigation and year-round seaborne
transports, especially under the demanding conditions in the Baltic Sea. In order to maintain its capacity, the Finnish Transport Agen-
cy has ordered a new basic icebreaker which - in addition to diesel — will be powered by liquefied natural gas (LNG). This vessel is
going to be the first LNG-powered icebreaker. The construction of the LNG fuel gas system for the new icebreaker has been assigned
to Cryo, a Linde subsidiary in Gothenburg, Sweden. The core of this LNG fuel gas system consists of two 400 m® vacuum-insulated
tanks — the biggest ever installed for this kind of application — which will be placed vertically below deck. The use of both diesel and
LNG reduces emissions as well as fuel costs and meets a growing environmental awareness and stricter emission standards.

Regional breakdown

Regional breakdown of German chemical industry tumover (in %) X R . Lo R
According to the VCI, business is also picking up in

the EU. Orders for chemicals were back on the in-

European Linsn ° ° ° °
e crease from the EU neighboring countries, too c U h S b f CH EM I I
, gnboring countries, oo, - Loming Up in the eptem erissue o anager nternational
= which purchase 35% of Germany’s chemicals out-
usA " put. Further impulses for the economy - in the
Ly chemical industry and beyond - could result from = (Cover Story: an interview with Ton Biichner, CEQ of AkzoNobel
Fussa a free trade agreement with the USA (TTIP) current- = Markets: A closer look at the European Chemical Industry; by Moncef Hadhri, CEFIC
China
< I - ly under discussion in Europe. According to the VCI's = Chemicals: Life-Cycle Assessment of Chemical Products; by Giinter Fleischer and Wulf-Peter Schmidt
own calculations, the chemical industry in Germany = Regional Focus: The chemical and pharmaceutical industry in the UK & Ireland
would benefit from TTIP. Currently, 6% of the = and much more!
. _ country’s chemicals exports are shipped to the USA
(fig. 4) and the chemical industry expects impulses
s . .
- from tariff reductions, amongst other effects. Read
: i . 1
more about TTIP on page 7 of this issue.. Hot off the press on September 4, 2014!
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