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1. Huge congratulations on your 25th company anniversary – what an im-
pressive success story! We would like to take this opportunity to learn 
more about your achievements over these years. And what are or were 
the biggest challenges your company has faced with?

Oh, thank you for your kind words! Twenty-five years—a quarter of a century—
sounds like a long time, but let me tell you, it passed in the blink of an eye.

The fact that SpecialChem is still here while so many other digital companies in 
the chemical space have disappeared is an achievement in itself. Gaining and 
maintaining the trust of the industry is another. Over these years, more than 
one million technical buyers have registered with us, generating over 300 million 
product searches. We’re very proud of this level of industry recognition.

Another key milestone has been the creation of our own industry’s product 
master catalog. We have aggregated, digitized, and standardized information 
on over 350,000 products from 6,000 companies to offer technical buyers the 
best product selection experience. We continue to invest heavily to maintain 
high data quality, tracking new product launches, M&As, emerging technologies, 
and new suppliers.

As for challenges, the biggest one was misjudging the pace of digitalization in our industry. When we started in 
2000, we thought it would take a few years. We were off by about 20!

2. Which further challenges do you foresee in relation to the current and future supply chain situation, 
especially of course regarding your company’s expertise and digitalization?

Today’s chemical buyers are significantly more digital: they want a self-serve, 24/7 product discovery experi-
ence and often make the first contact with producers digitally, speaking to sales reps much later in the process. 
If they speak to them at all. As they use more channels, the number and proportion of digital touchpoints with 
suppliers are rising rapidly.

This shift is challenging for suppliers still organized in a traditional “analog” way. They need to adapt, but this 
raises many questions: What is the right analog/digital balance? Which go-to-market strategies and organiza-
tional models suit different products and markets? What is the precise role of Inside Sales? How should CRMs 
be structured to support marketing, lead generation, qualification, and account management?

In this context, product data has become critical. Suppliers need digitized, organized product information to 
feed online catalogs on their websites, customer portals, or platforms like SpecialChem. This data also empow-
ers inside sales to make better and faster product recommendations, enables automated document genera-
tion, and ensures consistent product data across all IT systems.

To support this, we launched ionicPIM with Agilis in 2022, the first chemical-specific Product Information 
Management system. Several prominent distribution companies are using this software today.

Product data complexity is even higher for distributors than producers, as they depend on their principals’ var-
ied product formats and often manage up to 10 times more products for the same revenue base.

3. How do you see the (chemical) digital solutions sector evolving in the future? How can the companies 
in this sector possibly add (even) further value to their partners?

We see platforms like SpecialChem and UL, which stayed away from transactions, expanding from interac-
tion-creation services into software and data solutions that leverage their core assets in new ways. This trend 
will likely continue and accelerate.

We also observe startups from the cheminformatics sector advancing, using new AI capabilities for chemical 
discovery and formulation support. This is a promising space as well.

Meanwhile, transactional marketplaces have struggled to succeed in our complex industry, despite many at-
tempts, and this remains a tough model to crack.
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4. Sustainability and circular economy are very high on the European agenda – how do you see (chem-
ical) digital solutions contributing to these key aspects? What is your company, in particular, doing 
in this area?

In 2024, over 80% of the 466 new product launches reported on SpecialChem included a sustainability claim. 
Buyers can now filter our Master Catalogs by sustainability criteria (bio-based, low PCF…) a feature that has 
quickly become very popular.

More broadly, digital solutions are essential to enable a sustainable and circular economy. Buyers need exten-
sive sustainability data to select products that align with their objectives. They require much more documenta-
tion to proceed with purchases, and proving compliance has become central to the sales process.

To recycle or reuse products, it is essential to know their composition. Without trustworthy, accessible data, 
this becomes nearly impossible. Sustainability, like regulatory compliance, is making accurate product informa-
tion even more critical for the future.

Our ionicPIM Solutions enable suppliers to store, structure, and distribute all sustainability-related product 
information precisely and reliably. This includes creating Digital Product Passports, which will become man-
datory in Europe in 2026 for companies in the textile value chain and will expand to other sectors in subse-
quent years.

5. What’s your vision for your company for the next decades?

Our Master Catalogs on our website/platform will continue to expand, adding new data dimensions—such as 
regulatory status of substances—and covering additional industries, including Pharma, Food, and HI&I.

In the second half of 2025, we will launch targeted digital marketing services for distributors. For each prod-
uct in our Master Catalogs, distributors will be able to claim the countries where they distribute, making this 
visible to millions of potential customers annually, as well as a great demand capture feature. Historically, we 
have worked more with producers, but since Covid, we have significantly expanded collaborations with many 
distributors.

As you might expect, we will also leverage AI more extensively. For over a decade, we have used AI to score 
leads and identify the most valuable ones for our clients. We will now extend AI’s role to automate, enrich, and 
enhance our services. I am genuinely excited by what our R&D team is achieving with our AI bots, which will 
soon assist technical buyers in selecting the right chemicals on our platform.

In the ionicPIM ecosystem with Agilis, it is already possible to see our “Virtual Chemist” assistant in action on the 
digital channel of chemical producers.

Despite all these advancements, as CEO, I remain committed to ensuring we continue serving the chemical 
industry with humility and responsibility—so we can continue to earn and keep its trust.
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