
5 trends  
that are transforming the  

global petrochemical markets 
and how converters, producers and distributors can seize the advantage



The global petrochemical industry is at a key inflection point.
Revenue growth has been challenging in an environment of
slow economic expansion and low crude oil prices. The ICIS
Top 100 Chemical Companies in 2016 showed an average
sales decline of 2.9%, even as mergers and acquisitions have
been actively employed to bolster growth rates.

Whether you’re a converter, producer or distributor, these are  
difficult times. International trading trends are shifting, supply lines 
are being disrupted and companies are transforming, searching  
for new ways to sustain and grow their business. In addition, the 
US’ evolving position on free trade and globalisation promises to 
have a profound effect around the world. 

While these trends are certainly shaking up the sector,  
there’s opportunity here as well.

All relevant players in the petrochemical market must sharpen  
their ability to act quickly and make intelligent adjustments to better 
serve customers and outpace the competition. 

In the following pages, we’ll examine these trends more closely  
and then provide content tailored to your particular needs that  
will help you seize the advantages offered up by the shifting  
petrochemical business landscape.

Obstacles and  
opportunity

1 Globalisation

2 Changes in the logistics space

3 “Industry 4.0” and big data analytics

4 Technological innovation

5 Changes in consumption

Amid these myriad changes, there are five 
trends that stand out as potential obstacles  
for petrochemical organisations:
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Find out more



Change is everywhere in the petrochemical market, but here are five key areas that deserve your attention.

Trends to watch

A 6.9 % growth rate in China reflects a 
significant drop from a few years ago and 
heralds a slowdown in chemicals industry 

end markets.

The technology that has unleashed shale 
oil and gas is transforming the global 

chemical industry, with over $180bn in 
chemical projects announced in the US.

Digitisation is among the top disruptive 
trends expected by senior executives 

and a key topic in boardroom discussions 
as chemical companies and distributors 

seek to adapt and modernise their 
systems to capitalise on opportunities.

Select one of three options to navigate to part of this ebook, and learn more about approaching these challenges.

Globalisation
Companies and customers continue to look beyond national borders. An uptick in  
US operations is affecting prices. There is now more global supply, and capacity and  
production continue to increase as companies invest in new plants around the world.

Changes in logistics
Another important area of change is the movement of materials, which is now more  
competitive than ever and means more options to purchase material. Due to global  
shipping affordability, companies are now more likely to purchase foreign materials over  
local versions.

“Industry 4.0” and big data analytics 
The Internet of Things and other technologies mean that the era of smart, connected  
infrastructure has arrived for the petrochemical industry. To compete, companies must  
now gather, analyse and act on an increased amount of data. Enhanced analytics are  
the new norm, and the need for unstructured data analysis continues to grow.

Technological innovation
New methods, devices and techniques also continue to push the industry. New materials  
are needed as technology changes, and customers must also keep pace by innovating  
and expanding into new territory.

Changes in consumption
With the industry now led by demand (and not supply), companies must now focus on the  
challenge of a deceleration in consumption. Customers are also contributing to this trend,  
as environmental awareness of potentially harmful materials increases.
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I’m a PRODUCER I’m a CONVERTER I’m a DISTRIBUTOR



If you are a producer, you are most likely concerned with optimising your return on production, and this hinges on negotiating  
better prices with distributors and converters. You are also looking to expand into other markets and make strategic investments 
and mergers when necessary. 

How can you manage pricing intelligently?

This is your big challenge in today’s dynamic market. Achieving price excellence is hampered by several factors:

Navigating the shifting petrochemical market for 
PRODUCERS

You can see many of the larger five trends that we discussed earlier are in play here. More affordable shipping, globalisation and  
slowing consumption all serve to push prices down, making it harder for you to negotiate with your counterparts in the converter and 
distributor space.

Reduced demand: 
Weak markets, recycling and re-use  
are all impacting the sale of virgin  
materials and driving demand and  
prices down.

The slow development of new  
materials:
Biopolymers are still many years away, 
forcing you to rely on traditional  
materials that are subject to market 
fluctuations. 

Early iterations of tiered pricing: 
To compete, you have started  
experimenting with different pricing 
tiers, but without getting this right,  
you risk hurting your ability to optimise 
your pricing. 
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See how awareness and agility can come together for lower costs, expanded capacity and more efficiency.

Next page



As a producer, cultivating a wealth of in-depth market knowledge is essential.  
Analysis of the current state, along with accurate predications of future change, drive 
the development of your business, market performance and value for your investors. 

To do this, you need tools that can improve your awareness of risk, spot outage 
trends and optimise production. 

You will also need to explore methods that help you to increase your negotiating 
power, better determine where to export your products and how to price them. 
Furthermore, it is critical that you improve your ability to create more accurate  
short-term and long-term forecasts.

With ICIS Petrochemicals Analytics Solutions you can achieve a 360-degree 
view of the market. 

You’ll have the ability to:

• Spot supply shortage risks
• Monitor competitors to capitalise on outages
• Optimise production 
• Plan export and pricing strategies
• Increase knowledge of arbitrage opportunities
• Bolster negotiating power
• Support and optimise forecasts
• Expand international trade experience
• Save time gathering data and minimise manual workflows

Interested in other industries?

A recommended approach for 
PRODUCERS
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Armed with more knowledge, you will improve 
your pricing and make smarter strategic  
decisions to refine production capacity as  
well as your supply strategy.

Find out more

Go to CONVERTERS Go to DISTRIBUTORS



Converters like you must negotiate better prices with distributors and find ways to source less expensive materials. 
You are always looking for methods to validate short-term purchasing and sales strategies. 

How can you maintain margins and profitability?

This is your big challenge in today’s dynamic market. But you face several challenges, including:

Navigating the shifting petrochemical market for  
CONVERTERS

High exposure: 
As a converter, you are the most  
exposed to market pressures.  

Globalisation: 
Your competitors are seeking ways to 
outperform you; for example, setting up 
offices in the US and other locations to 
leverage more beneficial pricing.  

Increased pace of innovation: 
You need to add value, and in  
today’s market, that means rolling  
out innovations more quickly than  
your rivals as you all seek to become  
indispensable to your buyers.

As a converter, you need to overcome these hurdles and mitigate the mounting pressure placed on you by your counterparts who  
produce materials.  
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See how information and analysis prove to be the winning combination for converters plotting  
a path forward in a volatile marketplace.

Next page



A recommended approach for  
CONVERTERS

Converters like you need to amass and act on information quickly. Finding beneficial 
new technologies, exploring new products and delivering quality quickly to your  
customer are all critical components to your success. 

To do this, you need tools that give you the ability to improve price negotiations  
for feedstock, ensure robust and secure cargo shipments and eliminate risk from outages. 

You’ll also need to determine whether import or domestic cargoes are less 
expensive, decide between spot cargoes and domestic and also measure the 
impact of domestic producers which are more likely to export on buying prices. 

With ICIS Petrochemicals Analytics Solutions, you can help make your  
organisation indispensable to your buyers.

You will have the ability to:

• Better plan supply and stock
• Ensure robust and secure cargo shipments
• Eliminate premium risk from outages
• Negotiate better prices
• Explore purchasing cargoes from domestic producers
• Determine the buying power of the producer
• Access feedstock and margin commentary
• Support and optimise forecasts
• Expand international trade experience
• Save time gathering data and minimise manual workflows
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With more analytical power, you’ll be able to  
focus on production and holding down margins. 
And you’ll be able to better plan for new technology 
and machinery that’s necessary to stay  
competitive in today’s market.

Interested in other industries?

Go to DISTRIBUTORSGo to PRODUCERS

Find out more



For today’s distributors, it is all about gaining trust. To do this, you need to fine-tune your abilities, developing expertise in short-term 
and spot trading. You also need to outperform the competition. For larger companies, that means managing your long-term margins. 
For smaller distributors, it means finding new markets and honing your pricing skills. 

How can you evolve into a trusted ally and long-term partner?

This is your goal, but there are significant obstacles in your path:

Navigating the shifting petrochemical market for   
DISTRIBUTORS

Volume: 
Regardless of the size of your company, 
figuring out optimal trade is a perennial 
problem.    

Market share: 
The dynamic landscape, along with 
more aggressive competitors, make 
maintaining market share a constant 
challenge.    

Supply and demand planning: 
Logistics, shipping and supply and  
demand planning are increasingly  
complex. You need more transparency 
than ever in terms of inventory, location 
and movement of products. 

As a distributor, you are also affected by shake-ups in the world’s political and economic systems. The far-reaching effects 
of Brexit or the 2016 change in US leadership, for example, are introducing new challenges to the petrochemical market.
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See how analytics can provide you with the power to grow your business.
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A recommended approach for  
DISTRIBUTORS

Boosting profits and growing your business are core concerns for all sizes of 
distributors in today’s petrochemical market. 

To do this, you’ll need to leverage solutions that show you where trades 
might be affected by outages. And you will need real-time information on 
events that are impacting prices. Success hinges on acquiring and analysing 
the data you need to spot opportunities. 

You will also need to decide between exports and domestic sales to  
maximise your margins. Emerging markets will also factor into your 
success. If you can expand trading opportunities there, you will have 
an easier path to profits and growth. 

With ICIS Petrochemicals Analytics Solutions you can grow your or-
ganisation into a trusted distributor.

You will have the ability to:

• See where outages affect trade
• Access data on real-time events impacting prices
• Better establish new business relationships
• Better negotiate price on profitability and margins
• Make smarter decisions on export or domestic sales
• Intelligently expand your business 
• Support and optimise forecasts
• Expand international trade experience
• Save time gathering data and minimise manual workflows
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With deeper insight into data, you can more 
quickly expand your business and cultivate a 
trusted adviser role with your most important 
customers. 

Interested in other industries?

Go to PRODUCERS Go to CONVERTERS

Find out more
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Live Supply Disruption 
Tracker

Supply & Demand  
Outlooks

Price Drivers  
Analytics

Transformative analytical tools designed to navigate and optimise opportunities in a demand-led, price-sensitive global market-place. 

Petrochemicals Analytics Solutions

Key features:

Real-time view of global supply, plus 
planned outages and start-ups for the next 
12 months.

•     Filter view by global, regional, 
commodity, company depth

•     Live impact of capacity changes in % 
•     Proportion and volume of capacity  

loss and gains are calculated and 
updated instantly

•     Production news

Key features:

Supply and demand reviews and outlooks 
across regions and value chain for key 
commodities.

•     Upstream & downstream market sentiment
•     Interlink between markets
•     Regional & commodity view
•     Frequency: quarterly

Key features:

Graphs showing views of comparative market 
performance indicators, including impact 
commentaries. Charts and analysis include:

•     Import parity
•     Export parity
•     Arbitrage
•     Substitution trends
•     Feedstock spreads and cash margins

!
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What’s unique about ICIS’s analytics solutions?

Next page

COMINGSOON!
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Our new and enhanced petrochemical analytics and insight puts you in a stronger position so you 
can optimise your trades, plans and strategies and secure a competitive advantage.

ICIS is the only information provider to offer this unique combination of analytics tools. 

360◦ view of the market 
3   See the global market from all angles
3   Achieve better price flexibility
3    Enrich strategy plans with validated quality datasets

Real-time plant outages information 
3   43,000 plant production streams, with information updated every 

five minutes
3   React quicker to market developments 

Complex analytics made simple 
3   Real-time visualisation with impact analysis
3    Interactive, customisable view with advanced filtering
3   Supplement in-house analytics

Enquire now for more information

mailto:enquiry%40icis.com?subject=I%20am%20interested%20to%20find%20out%20more%20about%20ICIS%20Petrochemicals%20Analytics%20Solutions.


About ICIS Analytics Solutions
As market intelligence needs are becoming more complex, ICIS is responding with significant investment 
in its existing analytics, adding diagnostic and predictive capabilities to help decision-makers respond 
more effectively to market changes. 

At ICIS, our aim is to give companies in global commodities markets a competitive advantage by 
delivering valuable information and analytics tools which enable our customers to identify and react to 
opportunities in markets which are constantly evolving.

ICIS experts use their in-depth knowledge and real-time market news, together with robust data, to 
build short-term to long-range views of commodities markets. Our analytics solutions are used by our 
customers to shape future strategy, minimise risk and maintain a competitive advantage.

Our new Petrochemicals Analytics Solutions offer a whole-market perspective as well as robust analytics 
tools to examine beneath the surface and see the true impact of change as it happens. This puts you in 
a stronger position to navigate today’s demand-led, price-sensitive global market-place. The combination 
of at-a-glance data, visuals and forward thinking provides a holistic view plus the detail behind it, so you 
can optimise your trades, plans and strategies.


