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ONE COMPANY. 
ENDLESS 
POSSIBILITIES.
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Profile
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IMCD is a market leader in the sales, 

marketing and distribution of speciality

chemicals and food ingredients. 

Highlights:

• Market-focused technical and sales team 

• Formulatory expert and solutions provider

• Comprehensive and complementary product portfolio 

• Multi-territory distribution management in 

EMEA, Asia-Pacific and Americas

• Headquartered in Rotterdam, The Netherlands 
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Facts and figures (2018)

*Including full year acquisition effect

& commission sales

43,000 Customers

37,000 Quality products

€ 3,020* Revenue (in € mln) 6 Continents

> 45 Countries

2,799 Professionals

8 Business groups

45 Market-focused 
laboratories

94 Warehouses
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Global Presence
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Global Presence
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Global Presence
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1995

2000
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2010

2015

AMERICAS

1,100m turnover

755 employees

ASIA PACIFIC

380m turnover

605 employees

EMEA

1,540m turnover

1,380 employees
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Global Presence
Key Figures
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IMCD Regional HQ 

IMCD offices

Warehouses 

Laboratories

IMCD International HQ

1 International HQ

2 Regional HQ’s

74 Offices

94 Warehouse locations

45 Laboratories

2,799 Employees
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IMCD Business Groups
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IMCD Business Groups
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AUTOMATIC TRANSITION

DO NOT DELETE
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CHALLENGES 
IN CHEMICAL 
DISTRIBUTION  

EBDQUIM Presentation – IMCD Brasil



Page

Steady and Continuous Growth of Distribution Market
Specialty chemical distribution with strong growth of ~5% p.a.

Global specialty chemicals distribution in B€1,2
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* FECC  survey

• Global growth of the specialty 

chemical distribution market 

has been steady at 5-6% p.a., 

without any significant 

fluctuations

• Historically strong growth 

expected to continue at slightly 

reduced pace of ~5% p.a. 

driven by increasing market 

maturity in Europe and NAM

• Specialty chemical distribution 

market grew with a premium of 

+1.3% p.a. over underlying 

specialty chemicals market 
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Distribution Market Growth Per Region 
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* FECC  survey
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Industry challenges – FECC Members Survey
Biggest Future Challenges Facing the Industry 

Regulation and digitalisation are the key challenge facing the chemical distribution industry 

16

Mainly Technical/
Quality/HSE

Other Challenges: meeting customer needs / demands 13%, health + safety 11%, attracting employees (young talent + drivers) 3%

Mainly Owners/ 
Directors

Mainly Sales/
Business Dev

Digitalisation – 41%

Making businesses more 

digital, creating an online 

platform, marketing 

across digital channels. 

Fending off competition 

from online players. 

Compliance, 

Regulation + 

Legislation – 52 %

Meeting the constant 

legislation revisions 

across the EU and other 

countries. More admin 

and tighter regulations on 

data management.

Remaining 

Competitive – 23% 

Remaining competitive 

and increasing 

profitability. Members are 

expecting further 

consolidation of the 

market.

Environment, 

Sustainability – 20%

Reducing the impact on 

the environment in terms 

of energy, emissions, 

waste and health. 

Marking business 

activities more 

sustainable.
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Future Industry Challenges in Line with IMCD Focus
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Digitalization + 

Cyber Security 

Value Chain + 

Services for 

the Future 

Promoting + 

Attracting 

Young, Diverse 

Talent

Sustainability, 

Security + 

Safety
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DIGITAL STRATEGY
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TECHNICAL     

SALES PEOPLE

SUPPLIER

STRATEGIC
ALIGNMENT

VALUE
DRIVERS

DIGITAL 
EMPOWERMENT

SCALABLE & 
FUTURE PROOF 
DIGITAL FOUNDATION

DIGITAL
ACCELERATORS

EXTENSIVE  
MARKET REACH

CUSTOMERS & 
PROSPECTS

CRM & BACKEND

DIGITAL MARKETING

SERVICES

B2B COMMERCE

INTEGRATION PLATFORM

ANALYTICS, 

INTELLIGENCE & AI

ACTIONABLE

INSIGHTS IN 

CUSTOMER BEHAVIOR 

& INTERESTS

CUSTOMER 
INTIMACY

DATA DRIVEN DECISION MAKING & CONTINUOUS OPTIMIZATIONTRANSPARENT REPORTING 
& BUSINESS SIMPLIFICATION

SUPPLY CHAIN

ORCHESTRATION

FORMULATION 

EXPERTISE

REGULATORY &  

QUALITY

IMCD Business Model – Growth + Connectivity 
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CRM DIGITAL MARKETING

• Lead generation

• 1:1 automated & personalised

campaigns

• Targeting and segmentation 

• Actionable insights

• Unified sales process

• Connected data 

• Continuous improvement

• Aligned Sales & Marketing 

teams

MyIMCD

• Customer portal 24/7 

• Two click (re)ordering

• Online support & documentation

• Formulation advice

INTEGRATION PLATFORM

• Data exchange suppliers

• Data exchange customers

• Connection with third parties

• Tracking & tracing

ANALYTICS, INTELLIGENCE, 

& AI

• Customer intelligence

• Prediction & AI

• Data driven decisions

• Market knowledge

> 40 application labs

Cross fertilization

Complementary portfolio

PEOPLE FORMULATION EXPERTISE SUPPLY CHAIN

> 2000 Sales people

Local knowledge 

Market dedicated teams

Asset light model

Scalable network

Tailored solutions

Local compliance

Document management

Questionnaires

REGULATORY & QUALITY

FULLY INTEGRATED DIGITAL PLATFORM

Digital Foundation Empowering Traditional Value Drivers
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Information Security – A Day-to-Day Business within IMCD 
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The digitalization of IMCD “opens” its 

environment more to the internet and 
therefore is more sensitive for cyber threats. 
Cyber and Information Security are therefore 

an absolute must for IMCD to do business

IMCD has a registration on the main 

Dutch Stock Exchange (AEX) and falls 
under supervision of the Authority for the 

Financial Market (AFM). A mature 

governance of IT and information security 
is therefore a boundary condition.

GDPR and similar legislation in other countries 

outside the EU require IMCD to treat privacy 
sensitive information with care globally

IMCD Information Security

A day-to-day business

Ransomware, phishing, CEO-fraud, etc. are global threats 

on a daily basis. Information Security is therefore no 
longer a “nice-to-have” but an absolute “must-have”.

External financial auditor, Deloitte 

requires IMCD to “show” control over 
critical IT matters 



Page

FUTURE VALUE 
CHAIN
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Whats the Industry Saying
For commodity and specialty customers, value added services are top selection criteria when 

choosing a distributor

23
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What is Needed
Stepping up service offering becoming more critical 
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Formulation

Mixing/Blending

Advantaged Storage Locations

Testing Labs

Asset Based Services Remain Relevant

Joint development of recipes + 
formulations with customers

Supporting customers in 
regulatory affairs

Providing high quality 
marketing information to key 

principals

Asset Based Services Remain Relevant

Support of customers in 
sustainability and circular 

economy

Quality and east of data 
connectivity 

(no touch [re-]orders)

Data-driven product security 
(know your customer)
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Value Added Growth
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VALUE 

THROUGH 

EXPERTISE

Technical, formulatory 
expertise

Market
knowledge

Investment in labs & 
technical centres 

Focus on business 
opportunities 

Defined sales process

People 

Digitalisation
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Technical Expertise
45 centres of technical expertise
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Personal Care (11) 

Food & Nutrition (17) 

Pharmaceuticals (2) 

Home Care and I&I (1)

Lubricants & Fuels (2)

Coatings & Construction (12) 
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Technical Expertise
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CROSS 

FERTILISATION

Formulation

& application support 

Training

& seminars

Product analysis

& testing

Market trend 

awareness 

& development
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Market Trends Awareness and Development
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4.
Cross fertilising

trends

6.
Promote innovative 
formulations to our 
customer partners

5.
Creating formulations 

together with suppliers, 
utilising our labs

3. 
Understanding global
trends and proactively 
take these trends to

another region

2.
Using databases
such as Mintel + 

Innova

1.
Finding out 

the consumers’ 
needs
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Differentiation
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We understand

customer needs

“Me-too” /
replacement

Competitive
matching

Sales

Innovation
Enhancing /
improving

formulation

IMCD differentiation

• Technical and formulation support

• Existing ‘problem’ formulations

• New, innovative products

Long term customer relationships

Research formulation

Application and tech support

Sales
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CHALLENGE HR: 
ATTRACTING YOUNG, 
DIVERSE TALENTS
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Workforce Shortfall 
Real world workforce heat map of a chemical company by function 
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IMCD Workforce
Key Figures 2019
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Type of function
Commercial/Technical

Educational level
Master or higher (600)

Bachelor 
or equivalent (1,195)

Other (1,004)

Diversity ratio

50%
1,407

50%
1,392

60%

21%

43%

36%
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SUSTAINABILITY
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IMCD Sustainable Solutions 

34



Page

• Reduce our operational 

carbon and water footprint per 

operating EBITDA by 15% in 

2024 compared to 2019

• To become THE Go-To 

distributor for sustainable 

products

• Ecovadis Silver status

• Internal materiality 

investigation 

• Defined SDG goals and main 

themes

In practice; 
Sustainability 

Solutions

• IMCD is executing a 

commercial sustainability 

program called IMCD 

sustainable solutions

What have we 
achieved so far

Our Goals

IMCD’s Sustainability
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Sustainability themes

FINANCIAL 

RESILIENCE

BUSINESS 

INTEGRITY

PRODUCT 

STEWARDSHIP

RESPONSIBLE 

OPERATIONS

PEOPLE FULFILMENT 

AND DIVERSITY

36Page

Reducing the environmental footprint upstream and   
downstream for a variety of applications

GOAL

Reducing the environmental footprint upstream and   
downstream for a variety of applications

WHY?
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OUR AMBITION IS 
TO EXCEED YOUR 
EXPECTATIONS.

We deliver what we promise

37

www.imcdgroup.com

Find us on:
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DISCLAIMER – The content in this presentation is provided to you by IMCD 
Brasil (“IMCD”) and intended for your personal information only. All 

information appearing herein is based on our present knowledge and 

experience (“as is”) and IMCD makes no representations as to its accuracy or 

sufficiency. To the extent information from third parties is used for or included 

in this presentation, we have not executed an independent verification and 
expressly do not represent, warrant, undertake or guarantee that the content 

herein or underlying information is, at any time, correct, accurate, complete, 

non-misleading or fit for any purpose or use.

This presentation does not provide any form of (commercial, investment or 
financial service) advice, nor does it contain recommendations regarding any 

decision, and should not be treated as such. 

This presentation is considered confidential and any disclosing, distribution, 

copying or dissemination of this presentation or parts thereof, 
without the expressed prior consent of IMCD strictly prohibited.


