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In our summer edition, we 
highlighted some moderate 
improvement in the glass fiber 
demand in Europe given by the 
growth trend-line, which ended at 
0.9% in March. The good weather 
season and strong growth in the 
thermoplastic segment boosted 
growth to +6% in the third 
quarter of 2013. At the time of 
the newsletter release, looking 
forward for 2014, we anticipate 
the growth to continue at a slightly 
lower momentum.

Demand varies a lot by region 
with the southern European 
regions dropping more severely 
during the recession period 
than eastern Europe. The graph 
on the right, however, (source: 
IHS 4Q2013 outlook forecast) 
indicates although that industrial 
production should improve in 
2014 in almost all European 
countries by approximately 2 to 
2.5% points versus 2013.

Johns Manville will continue to 
stay alert to your needs and we 
would welcome you taking the 
time to discuss your specific 
requirements with your Johns 
Manville Key Account Manager 
during the year. 

In this issue, you will find a report 
about the latest JM Academy held 
in Jodoigne, Belgium where we 
learned from executive speakers 
about “Improved profitability 
through pricing excellence”. 

We were also present at 
Composites Europe in Stuttgart, 
Global Gypsum conference 
in Toronto showing our latest 
product innovations, which were 
also used for various innovative 
demonstrations at K-show in 
Dusseldorf.

Are We up For GroWTH?

Enno Henze, Senior Vice President 
and General Manager - Engineered 
Products Europe/Asia.
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We have launched a new global 
website, www.jm.com, enabling 
our customers to have a more 
user-friendly navigation tool to 
find latest on JM products and 
services.

Johns Manville is looking forward 
to a successful year of innovation, 
productivity and sustainability to 
further support the growth of the 
composites industry. 

Finally, you’ll find an exclusive 
interview with Debbie Ryan, Vice 
President, Human Resources & 
Communication. She provides her 
new perspective after 100 days 
at JM and how people interaction 
every day can deliver a positive 
JM Experience for our customers.

We count on you and you can 
count on us as we have served 
our customers for more than 150 
years.

Mary Rhinehart, President and CEO 
Johns Manville 
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Customers from different 
European countries attended 
the fifth JM Academy edition 
in Jodoigne, Brussels region in 
September last year.

Mary Rhinehart, Johns Manville 
president and CEO introduced 
the forum with following key  
messages: “JM continues to 
leverage assets and meet market 
demands. Partnership and 
innovation with our customers is 
essential”.

 Enno Henze,  Senior  VP  Engineered 
Products Europe/Asia highlighted 
“We created JM Academy annual 
forum for our valued customers 
where together we will forge a 
common understanding of current 
challenges, as well as provide a 
unique networking opportunity for 
you”. 

Pricing is key for business 
success and we invited Simon-
Kucher & Partners (SKP), the 
world’s leading pricing consultant, 
to share industry best practices 
with our valued customers.

Dr. Georg Tacke walked us through 
SKP 2012 Global Pricing Study : 
• 83% of companies experienced 
higher price pressure 
• 59% believes they are engaged 
in a price war 
• 88% says the other started the 
price war first
• pricing can be influenced by 
C-level involvement and dedicated 
efforts.

Dr. Danilo Zatta walked us through 
a pricing game where price setting 
was influencing both volume 
and profitability. Finding the best  
pricing strategy was the key to 
success.  

            

Finally, Peter Harms walked the 
participants though the roadmap 
to profit improvement where 
creating a culture of profit remains 
important. Pricing is a journey 
– and goes far beyond just one 
single event to identify the right 
price for a certain product and 
service.

	 	 	 	 	 	JM AcAdeMy reporT		
“Improved Profitability Through Pricing Excellence”.

Dr. Georg Tacke (SKP, CEO) 

Dr. Danilo Zatta (SKP, Partner)

Peter Harms (SKP, Senior Director)
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EPEA – Fibers Commercial Team with, on the bottom left: Rudolf Mackovic – 
Marketing Leader

Be ready for the sixth JM Academy and ask your key account 
manager to learn more about the JM experience.

What did we learn in two days? 
The pricing process includes 
various aspects, which need to 
be optimized and fine-tuned in a 
continuous process:

•  The price strategy builds the    
    basis for every single pricing   
    decision

•  Price setting should optimally   
    exploit the willingness to pay  
    and consider different needs 
    of different customer segments

•  Price leadership and controlling
    build the organizational basis
    to achieve pricing excellence.

Simon-Kucher & Partners 
recommended our attendees read 
Prof. Hermann Simon’s book: 
“Manage for Profit not for Market 
Share”. 

Feedback	from	JM	Academy	
2013	participants:	

• Keep up the good work. Truly 
appreciate your picking this topic 
of pricing with excellent partner 
SKP. Your mission of having two 
interesting days is most certainly 
fulfilled. Thank you again.

• Also fantastic organisation. Top 
Top.

• Very good initiative to invite your 
customers and go through the 
journey together on pricing value. 
Much appreciated the invitation…

Dr. Georg Tacke (SKP, CEO) 
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	 	 	 	 	 	enGineered producTs 
Innovation at Composites Europe in Stuttgart

JM booth visitors could review the 
latest innovations in composites 
using the TP-RTM process 
technologies in partnership with 
Elkamet.

       
   Picture: Structural Thermoplastic 
Composites (STPC) part using 
advanced TP-RTM process molded 
by Elkamet. The part uses PA6 
reinforced with StarRov® 871.

Property benefits were highlighted:
• Up to 60 wt% StarRov® 871
• More than 300 MPa tensile strength
• More than 20 GPa tensile modulus

Also the latest ThermoFlow® chopped strands, which are “Food Contact” 
compliant, were presented: 
ThermoFlow®	 674 and ThermoFlow®	 601, for glass reinforcements in 
polyamide and PBT/PET engineered thermoplastics, respectively. These 
materials were developed to reinforce engineered plastics in compliance 
with COMMISSION REGULATION (EU) No 10/2011 of 14 January 2011 on 
plastic	materials	and	articles	intended	to	come	into	contact	with	food.	

NEWSLETTER



6

	 	 	 	 	 	MArkeT neWs 
      Market recovery in the outlook

The European light vehicle 
production slowed by 1% in 2013 
but in the midterm, European 
demand exhibits signs that warrant 
steady growth in production. 
 In October 2013, IHS forecasted a 
slow recovery of 3% in 2014, and 
a compound annual growth rate 
of 3.6% over the next three years. 
Lightweight composites materials 
should continue to be considered 

for metal replacement in order to 
enable more fuel-efficient cars.

The graph on the left, reflects 
the production levels by 
manufacturers, which are almost 
all above the one million annual 
units in Europe. The three major 
German brands account for almost 
40% of the European vehicle 
units. Together, their production 
level increased by almost 2% last 
year versus an average production 
decline of 1% in Europe.
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The European segment should 
see a good recovery in the coming 
period after some difficult years. 
During the first eight months of 
2013, European truck registrations 
declined 8.6% compared with the 
same period in 2012. The Western 
European market prepared for 
engine upgrades surrounding the 

Euro VI emission regulations at the 
end of 2013.

The outlook for the next six years 
calls for a brighter future with 
a growth of 7% annually. IHS 
forecasted at the end of 2013 
almost all manufacturers would 
grow above the 7% annual rate.
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Construction continued to have 
a difficult period with a decline of 

just over 3% last in 2013. Germany 
was the only large construction 
market in the EU that posted 
positive signs. Central Europe 
suffered from its worst flooding in 
70 years.

According to EUROFER, the 
outlook for 2014 indicates that the 
construction downturn will come 
to an end. Most EU countries 
foresee low-level stabilization 
or a return to growth during the 

year with a stronger second 
half. The European construction 
investment is expected to increase 
cautiously. The access to finance 
and unemployment will remain a 
critical issue. Construction output 
may rise around 1% this year.

(Source: Economic Committee of 
the European Steel Association 
EUROFER, 28 October 2013).

cOnsTrUcTIOn

The Steel market is seeing a 
recovery too after a decline market 
for the second consecutive 
year in Europe in 2013 (source: 
EUROFER). 

In 2012, crude steel production 
amounted to 168 million tons 
and was estimated to further 
decline by 2% in 2013 to 165 
million tons. The glass fiber 
reinforced composites industry 
is up for material substitution and 
continuous to make inroads as 
indicated on below graph.  

Several steel-using sectors - 
such as the automotive industry 
- registered better activity levels 
than foreseen in last quarter 2013.  
For 2014 a moderate recovery is 
in the cards, owing to a positive 
contribution from investment 
and private consumption in 
combination with further gains in 
foreign demand.  The EU steel 
market is in better shape than it 

was a year ago: better economic 
prospects and sentiment levels, 
evidence of improving business 
conditions in downstream 
client sectors, well-managed 
inventories in the supply chain and 
easing import pressures underpin 
the scenario of a gradual but 
cautious market recovery in 2014. 
EUROFER expects steel demand 
to rise almost 3% next year.

sTEEl
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	 	 	 	 	 	did you knoW?
Innovation in automotive decklids 
uses SMC lightweight materials 
with 20% density reduction 
versus first-generation models six 
years ago. 

Many collaboration projects are 
under way to support more efficient 
cars. Accordingly to a recent 

study from McKinsey, 
the lightweight market 
used in automotive, 
aviation and wind 
should grow from € 

70 billion in 2010 to €300 billion 
by 2030 (CAGR + 8%). Structural 
Composites has an opportunity 

to succeed the challenge against 
other materials, such as steel, 
high-strength steel and aluminum. 
In the automotive segment, 
lighweight materials represent 
about 30% and is forecasted to 
grow to 67% material share in 
the next 20 years according to a 
recent McKinsey report.

	  

eu agrees to co2  compromise deal to delay 95 g/km limit to 2021
The European Union (EU) 
reviewed a compromise deal to 
delay the introduction of a limit 
of 95 g/km on passenger cars’ 
CO2 emissions by one year to 
2021. The new proposal means 
that the limit will apply to 100% of 
passenger cars from large volume 
OEMs by that time, with 95% of 

passenger cars having to meet 
the limit by 2020. The OEMs have 
won some concessions, which 
allows carmakers building certain 
number of higher-emitting vehicles 
in exchange for manufacturing 
zero emission vehicles (ZEVs) 
such as BMW’s i3 electric vehicle. 

20	%

8	%

95g
Block your agenda to meet the JM team at the next Jec

JEc	-	Paris
11-13	March,	2014

Willing to do a pre-booking? Just send us 
an email to fibers@jm.com and we will 
organize a meeting with a JM representative.
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Can you describe your experience 
and background?
I have worked in human resources 
for almost 30 years in seven 
different industries, such as 
pharmaceuticals, packaging and 
labeling, and glass fabrication.  
I have been in both public and 
private industrial companies and 
have held leadership roles in plant 
manufacturing, division, group 
and corporate levels.  As a result 
of this diversity, I’ve learned there 
is no one “best” way to do things 
and am happy to bring different 
perspectives to JM. 

How would you describe Johns 
Manville after your first 100 days 
at the company?
One of the things I like best is that 
people are very proud to be part 
of Johns Manville. Over 150 years, 
JM has done so many things and 
reinvented itself, adapting to its 
customers and market changes.  
There is a deep commitment to 
safety for our customers and 
for our employees.  The JM 
community is a strong family, and 
this includes our customers.  This 
is quite unique. It is impressive 
to see such passion for building 
lasting customer relationships 
versus just selling products to 
somebody.

I also recognize areas for 
improvements such as speed 
of execution while, of course, 
continuing to keep a strong eye on 
safety.  Coming out of the financial 
crisis, we have an opportunity 
to do great things by staying 
positive and energized every day.  
We can also continue to focus 
on productivity and search for 
business process optimization 
across functions.  All of this will 
help us continue to ensure every 
interaction delivers a positive JM 
Experience for our customers.

What are your main priorities 
to support Johns Manville’s  
profitable business journey?
Human resources is an enabling 
function.  We need to question 
ourselves every day: Are we doing 
what the business most needs 
or values?  In other words, my 
main priorities are going to be 
focused on how I and the broader 
HR & Communications team can 
best support the business.  In 
the coming months, I expect to 
see us clarify priorities to provide 
better focus and faster decision 
making.  We will change from 
cascading numerous goals to 
aligning on a few priorities.  This 
shift is intended to support people 
in being more focused and able 
to deliver with speed and strong 
execution.  I believe we can 
also further strengthen JM by 
increasing accountability and 
empowerment and look forward 
to helping drive that.

How was your visit to Johns 
Manville largest operation in 
Trnava this summer?
I loved it and look forward  to  
coming back. I really enjoy 
understanding how products are 
made.  Trnava has many processes 
I had never seen before, and the 
range in automation is impressive.  
Seeing those furnaces live 
provided much better perspective 
on the significance of maintenance 
and furnace rebuild projects.  The 
leadership team did a great job in 
giving me a historical perspective 
and overview of the facility.  And 
everyone I met was welcoming 
and friendly.

How would you describe working 
for Johns Manville, a Berkshire 
Hathaway Company, being 
different versus a public company 
and how our customers can 
benefit from it?
We are not focused on external 
reporting of quarterly financial 
results, which is a significant 
benefit.  Not being concerned 
about what Wall Street is going 
to think allows us to really 
focus on the long-term.  With 
Berkshire Hathaway Company, 
our mother company, we have 
financial stability and can make 
investments to better serve our 
customers’ immediate as well as 
future needs.  We can do what is 
right for the business and what is 
also right for our customers.  That 
flexibility is exceptionally valuable.

	 	 	 	 	 	Looked AT iT My WAy    
      Interview

An interview with Debbie	ryan 
(Vice-President, Human Resources & Communication)
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Discover our newest global website on  www.jm.com

	 	 	 	 	 	neW

Updated Datasheets for StarStran® 
chopped strands for BMC, carding 
and needling and MultiStar® SMC 
rovings that can be downloaded on 
www.jm.com or www.jmfibers.com

WEB

TEcHnIcAl	DATAsHEETs

www.jmfibers.com
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