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A leading specialty chemicals

Client

specialty rubber additives

Rubber

Reinforcement agents for rubber

Engagement Scope

Mechanical Rubber Goods:
Product-application Matrix

Which product typesin mechanical rubbergoodsare
preferred and what are theirapplication areas?

What propertiesare needed foreach application?

company w ith a broad portfolio of

Context

= The client focusedon gaining insights with respect to the premium pricing strategy adopted by key
players operating in the commoditized mechanical rubber goods industry.

Key Business Questions

= Should the client focus on the commodity strategy or pursue differentiation or hybrid strategy? Should it
aim for the best possible price or invest in innovation or technical products or packaging (service

package)?

= What value propositions are automotive and other industries looking at?

= Are there any opportunities for premium pricing? If yes, how profitable are they?

= What is the perspective of leading mechanical rubber goods manufacturing companies, such as
Continental, Freudenberg, Trelleborg, and others, on product differentiation?

Whatis the market size for compounded rubber,
globally?

Whatis the demand forcompoundedrubberin various
applications?

Whatis the loading of reinforcing agent in different
rubbercompound formulations?

Whatisthe demand forreinforcing agentin mechanical
rubber?

Market Sizing & Segmentation o

Opportunity Matrix through
Criticality Analysis

Whatis the criticality of different reinforcing agentsin
variousmechanical rubbergoodsacross end-use
applications?

For which mechanical rubberapplication ispremium
pricing possible?
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Research Methodology Benefits to Client

Secondary Research = A ‘premium pricing’ space for niche applicationswas identified by FutureBridge to help

the clientenhance itsmarket presence.
= Conducted exhaustive secondary research to understand the overall market dynamics .
= FutureBridge value-add:

— Inthe course of evaluation, FutureBridge updated the client’sinternal market

Primary Research estimatesof reinforcing agents; an exercise that went beyond the agreed scope,
» 25+ telephonicinterviews conducted with manufacturers, distributors, industry experts, which was appreciated by the client.
retailers, consumers, etc. — FutureBridge provided insightsinto different rubber formulationsthat offered a

comprehensive overview of typesof reinforcement agentsused in different
mechanical rubbergoods.

Sample Analysis

o Mechanical Rubber Goods: o r - o Opportunity Matrix through
Product-application Matrix AT e & SR e O Criticality Analysis
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