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Q: Can you discuss the main
differences between your previous
assignment and your current job. 

A: The automotive industry in which RohMax

primarily operates has been hit hard by the

global crisis. Even before last year’s economic

storm, the automotive industry was mostly

driven by cost optimization and exhibited

anemic growth. In this low-growth, cost-

obsessed environment, offering solutions that

promote value-addition is a true challenge.

Nevertheless, RohMax Oil Additives has been

very successful in creating value for

shareholders and customers alike by offering

innovative approaches, such as additive

solutions for fuel efficiency enhancement while

preserving strong operational effectiveness.

Comparatively, the pharmaceutical industry

offers higher organic growth and plenty of

energy for creative and innovative approaches.

Yet, companies have to be creative and

resourceful to increase their short-term

maneuverability due to limitations associated

with the long-time-to-market. Regardless, the

fundamentals for sustainable success remain

essentially the same: solutions to customers and

operational excellence.

EE
vonik Industries, a global market leader in specialty chemicals, offers a broad

portfolio of products and services to the pharmaceutical market. Pharma

Polymers, a business line within the Chemicals Business Area of Evonik, has a

leading position in the manufacture and supply of functional coatings for the

pharmaceutical industry. EUDRAGIT® acrylic polymers are used for enteric coatings,

sustained-release formulations, immediate-release, and protective applications for oral

solid dosage forms. Dr. Jean-Luc Herbeaux has been at the helm of the Pharma

Polymers Business Line, the house of EUDRAGIT®, since the beginning of 2009. Dr.

Herbeaux, who joined Evonik Industries (formerly known as Degussa) in 2000, worked

for the RohMax Oil Additives business line, specializing in lubricant additives before

joining Pharma Polymers. Drug Delivery Technology recently interviewed him to discuss

how Pharma Polymers is working with customers to meet drug delivery challenges in the

global market.

EVONIK PHARMA POLYMERS: 
A COMPANY IN TRANSITION

“Last year, we
announced the
expansion of our
value proposition to
better match our
customers’ value
chain.  We expanded
our offering to
include services,
such as custom-
tailored formulation
development,
clinical batch
manufacturing,
process technology
support, and
development of
highly sophisticated
drug release profiles
matching customer
requests. By
combining over 50
years of EUDRAGIT®
formulation science
and savoir-faire and
newly developed
expertise, we help
our customers
accelerate their
most complex
product
development
projects.”
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Q: What impact does the
current difficult world
economic situation have on
the Pharma Polymers’
business? 

A: The pharmaceutical industry has

shown some resilience to the crisis.

Published data show that the market

only experienced a moderate

reduction in growth. Some of the

pharmaceutical players may have

experienced greater swings as

consumers switched to budget

brands, i.e., private labels and

generics. In our business, this last

trend created significant geographic

shifts in demand. We also have

experienced the effect of stricter

cash management at our customers,

with order forecasts becoming a lot

more short-sighted. These trends

have made forecasting more of a

challenge, but our strong

commitment and preparedness to

provide customers with high levels

of supply reliability has enabled us

to cope with these developments.

Q: How will Evonik
proceed with its strategy
for the future?

A: I sometimes reflect on what it

could be like to be 18 again and

know what I know today - coupling

the wisdom of decades of experience

with fresh legs and an almost

unlimited energy pack to explore and

grow tirelessly. This bold

combination is what Evonik Pharma

Polymers yearns to achieve as a

business–relying on the strength of

more than 50 years of experience in

the pharmaceutical functional

excipient business while building on

new energy and ambition to become

an even stronger strategic resource to

our customers.

There is no doubt that the pillars

of our past success, namely

operational excellence, effective

customer support, and superior

product technology and services, are

and will continue to be essential

elements of our success. But our new

legs will take us further. Last year,

we announced the expansion of our

value proposition to better match our

customers’ value chain. We expanded

our offering to include services, such

as custom-tailored formulation

development, clinical batch

manufacturing, process technology

support, and development of highly

sophisticated drug-release profiles

matching customer requests as shown

in the Value Chain graphic. By

combining over 50 years of

EUDRAGIT® formulation science

and savoir-faire and newly developed

expertise, we help our customers

accelerate their most complex

product development projects.

Q: What are the main
challenges associated with
this shift?

A: Moving further into the

pharmaceutical industry value chain

beyond polymer supply for coating

and matrix applications and basic

technical support does not happen

overnight. One of the most

elementary “brakes” is market

perception. Market players need time

to change perceptions developed over

many years. Moreover, if most

managers out there are like me, they

must feel somewhat wary of any new

capability claims. Today’s tendency

for disinformation and hype creates

skepticism toward even the earnest

statements. This being said, I am glad

to report that our prudent and

committed approach is starting to

pay off, and a perception shift is now

visible.

Another aspect, which I would

qualify more as an opportunity than a

challenge, has to do with the

necessary level of partnership with

our customers to offer them true

value. Most of our service offers are

custom designed to fit the needs of

the customers. This requires a higher

level of intimacy with our customers,

which can only be achieved with

increased proximity. We must be

present where our customers need us

most and actively listen to better

serve. This translates in continuous

efforts to become more international

and local in our listening, thinking,

and execution. The strengthening of

our global technical service

laboratory network with recent

expansions of our R&D service

centers in India and in China

supports this orientation. Add to this

the newly planned expansion of our

laboratory facilities in Tsukuba,

Japan, and you will understand the
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true measure of our commitment to

local expert service.

Q: Will innovation play a
major role in this strategy?

A: At the risk of being obvious,

innovation is what will allow us and

our customers to remain

differentiated from the competition.

And differentiation is value. We

have started a number of programs

in the area of innovation

management process and corporate

culture to boost our ability to

innovate not only technically but

also in business matters. New

innovative approaches and products

are in the works, some of which will

be ready to hit the market as early as

next year. It is one of the

management team’s constant targets

to increase the speed and the

breadth of our innovation. 

Q: What is essential for the
continued growth for
Pharma Polymers in this?    

A: Pharma Polymers is blessed

with a strong and dedicated group

of employees who feel ownership

for the success of the company. As

markets and challenges become

more complex, it becomes

increasingly important that our

employees operate as a global unit

with superior communication,

cooperation, and support. We

believe this is best achieved in a

culture that promotes constructive

elements, such as performance

orientation, fulfillment via

empowerment, and cross-regional

and cross-functional teamwork. The

resulting boost in employees’

morale, engagement, and alignment

is what powers our battery pack for

further exploration and growth and

makes us an even greater resource

for our customers. Evonik Pharma

Polymers has always been a great

company to be associated with

whether as a customer, a partner, or

an employee, and I am fully

committed to strengthening its

attractiveness. u




