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BIO: 

Kevin McMullen is Chairman, Chief 

Executive Officer and President of 

OMNOVA Solutions Inc. OMNOVA 

Solutions was spun off from GenCorp 

in October 1999. Mr. McMullen was 

elected Chairman of OMNOVA in 

February 2001 after being appointed 

CEO in December 2000. Previously, 

Mr. McMullen was President and 

Chief Operating Officer since January 

2000. He joined the Company in 1996 

as President of GenCorp’s – then 

OMNOVA’s – Decorative & Building 

Products business. 

 

Prior to joining GenCorp, Mr. 

McMullen had been with General 

Electric Corporation’s Lighting Divi-

sion in Cleveland, Ohio. He was the 

General Manager of Business Devel-

opment and Strategic Planning for the 

$3.5 billion business. Most recently, 

he served as General Manager of five 

businesses, which represented about 

half of the North American sales. 

 

Mr. McMullen received his bachelor’s 

degree in economics from Denison 

University in Granville, Ohio where he 

graduated with highest honors and 

went on to complete his MBA from 

the University of Chicago, with con-

centrations in marketing and finance. 

Mr. McMullen is a member of the 

Board of Directors of OMNOVA Solu-

tions and Steris Corporation and is a 

trustee of Akron Tomorrow and Ideas-

tream. 

 

Company Profile: 

OMNOVA Solutions is a leading 

global innovator of emulsion poly-

mers, specialty chemicals and func-

tional, decorative surfaces. Pro forma 

sales, including the acquisition of 

specialty chemicals producer ELI-

OKEM in late 2010, are about $1.2 

billion. OMNOVA serves customers 

from seventeen production sites in the 

U.S., Europe and Asia, and leverages 

technology to create value-added 

products and services. The company 

enjoys leadership positions in key 

markets and prides itself in delivering 

solutions that influence the quality, 

appearance and functionality of the 

products people use every day. OM-

NOVA Solutions is traded on the New 

York Stock Exchange under the ticker 

symbol OMN. The company is head-

quartered in Fairlawn, Ohio. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. McMullen, you have 

been at the helm of OMNOVA for 

quite some time; how has the vision 

changed over the years? 

Mr. McMullen: OMNOVA Solutions is 

a much different company than we 

were a few years ago. We are a much 

improved company overall with a 

stronger more robust, more global 

business model. We are larger today 

with about $1.2 billion in sales. We 

now have a much stronger global 

presence, particularly in emerging 

markets of the world. About 40% or a 

little higher of our revenue comes 

from outside of North America with 

manufacturing and research and de-

velopment capability in China, Thai-

land, India and Europe. We have a 

much more diverse technology set 

and product lines, further enhanced 

by a major acquisition that we made 

in our specialty chemicals business 

that we completed this past Decem-

ber. This acquisition diversifies our 

technology and our global reach sig-

nificantly. Another thing in terms of 

changes is our ability to realize critical 

price increases to offset what is a 

pretty dynamic and inflationary raw 

material environment. This is much 

improved from where we were a few 

years ago. We have also consistently 

expanded our leading market posi-

tions at a time when many of the 



markets we serve have experienced 

significant consolidation. 

 

CEOCFO: What basic products do 

you offer, and how has the acquisition 

of ELIOKEM added to the mix at 

OMNOVA? 

Mr. McMullen: Overall, our company 

is comprised of two business seg-

ments. One is called Performance 

Chemicals. It is a specialty chemicals 

business, and it represents about 75% 

of the company’s revenue. We further 

strengthened this business with the 

acquisition of ELIOKEM that we com-

pleted last December. It was a signifi-

cant step forward in building off the 

strong base we had established in 

specialty chemicals. Today, our Per-

formance Chemicals busi-

ness is comprised of several 

different market segments. 

Paper and carpet chemicals 

is one area, plus a myriad of 

specialty applications includ-

ing coatings, adhesives, 

binder systems for non-

woven materials, floor care 

products, and elastomeric 

modification that is used to 

provide various polymer sys-

tems with elasticity and long 

life. Oil and gas drilling 

chemicals were growing 

businesses for both OM-

NOVA and ELIOKEM prior 

to the acquisition. Both were 

well positioned with very 

complementary products and 

technology that we are now 

bringing together to strengthen our 

collective position going forward. In 

the coatings space, ELIOKEM brings 

a very strong capability in various 

niche applications for masonry coat-

ings, waterproofing, stain blocking, 

and coatings for steel that provide 

both decorative and protective advan-

tages. For instance, our product is 

used in protective coatings for struc-

tural steel. These types of products 

are designed to protect against heat 

and flame. In case of fire, added time 

is critical to allow, occupants of build-

ings to exit safely and for firefighters 

to respond. Protective coatings help 

the steel retain its structural properties 

before the fire would otherwise cause 

damage to it. That is a very important 

functional product as well as an aes-

thetic product that is being used in the 

steel and glass architecture designs 

that are in favor in various parts of the 

world today. So there are a number of 

things that ELIOKEM brings to the 

table to diversify our technology and 

served markets with capabilities that 

have been added as a result of the 

acquisition. 

 

OMNOVA’s other business segment 

is Decorative Products, a functional 

and decorative surfaces business 

used for a lot of different applications 

in commercial furnishings and in the 

industrial space. We make laminates 

for case goods, tables and retail dis-

plays, and we make coated fabrics for 

a myriad of upholstery applications, 

transportation seating, airport seating, 

commercial and residential seating, 

and automotive. We also make com-

mercial wall coverings. Decorative 

Products’ sales represent about 25% 

of our revenue. 

 

CEOCFO: In general, is it quality, 

price or both for your customers? 

Mr. McMullen: All of those factors 

are important. Quality is important, 

price is important, and perhaps at the 

top of the list is the functional per-

formance that our material is provid-

ing to our customers. This perform-

ance aspect is critical to what our cus-

tomers are trying to achieve in prod-

ucts for their customers. The price of 

our material is a very small fraction of 

the price of our customer’s end use 

finished product, but our technology 

plays a very important role in the per-

formance of that customer’s product. 

The quality of our products is abso-

lutely critical; it is something we pride 

ourselves on and it is something that 

our customers have grown to expect 

us to get right the first time and every 

time. 

 

CEOCFO: Would you give us an ex-

ample of how the OMNOVA technol-

ogy is different? 

Mr. McMullen: One area would be 

our coating resins. We are providing 

resins to many large coating manu-

facturers around the world. Our resins 

provide waterproofing capability as 

well as an architectural design feature 

to the product. An example would be 

concrete sealers for waterproofing 

basements. Our products tend to per-

form more effectively than 

alternatives on the market. 

They tend to last longer. 

They are an additive to the 

finished coating product that 

is sold by our customers to 

the DIY user, big box retailer 

or contractor. Another ex-

ample of our differentiated 

technology is the one I men-

tioned earlier: our resins that 

go into intumescent paint 

used for coating steel. It is a 

very important technology, 

particularly for areas where 

there are building codes and 

concerns about how the 

structural integrity of build-

ings hold up under intense 

fire and flames. A growing 

market for this product is 

China, where there are a lot of build-

ings being put up – new airports, pub-

lic facilities, office buildings – that 

have glass and structural steel. Main-

taining structural integrity is critical to 

the safety of the occupants of these 

buildings. Again, it is a pretty small 

part of the overall cost of the coating 

that goes on steel, but it performs a 

critical function. 

 

CEOCFO: OMNOVA has many loca-

tions and lots of different types of 

things going on; what is the secret to 

handling it all? 

Mr. McMullen: The most important 

thing is having great people. Maybe 

the most important aspect of my job is 

to try to ensure that we have the right 

people in the right positions that can 

focus on moving our business forward 

Quality is important, price is important, and 

perhaps at the top of the list is the functional 

performance that our material is providing to 

our customers. This performance aspect is 

critical to what our customers are trying to 

achieve in products for their customers. The 

price of our material is a very small fraction of 

the price of our customer’s end use finished 

product, but our technology plays a very im-

portant role in the performance of that cus-

tomer’s product. The quality of our products is 

absolutely critical; it is something we pride 

ourselves on and it is something that our cus-

tomers have grown to expect us to get right the 

first time and every time. 

                                            - Kevin M. McMullen 



and driving improvement in all as-

pects of our business. While, like 

most companies, we have a strategic 

planning process and an operating 

planning process and reviews, none 

of that replaces having capable, moti-

vated, enthused people that are very 

focused on moving things forward and 

are able and willing to work effectively 

as a team. At the end of the day, it is 

the most critical thing, and we are 

blessed with some very strong people 

here at OMNOVA. 

 

CEOCFO: Do you see additional ac-

quisitions, and what is your overall 

strategy? 

Mr. McMullen: Our overall strategy is 

to continue to drive improvement in 

the value we bring to our customers, 

continue to grow our position in the 

markets that we are serving, and con-

tinue to drive increased shareholder 

value over the long term for our in-

vestors. We have had a strong track 

record over the last several years of 

growing our market share and market 

position in our core markets, and at 

the same time we look to grow in ad-

jacent markets where we have rele-

vant technology and products to serve 

those markets. We look to continue to 

grow globally. We see many opportu-

nities to take the very strong technol-

ogy base that we have developed in 

North America over the years and 

utilize it in growing parts of the world 

that have a very strong demand for 

that technology. That clearly is a key 

part of our strategy and vision going 

forward. We look to grow organically 

for sure, but also we will look to make 

selected acquisitions where they 

make sense and where we believe we 

can add value to that acquisition and 

effectively integrate it into the core 

business that we have today. ELI-

OKEM is a great example. The acqui-

sition is still in the early days, but we 

are very excited by the value that the 

combination of OMNOVA and ELI-

OKEM will ultimately bring to our 

company, to our employees, to our 

investors, and to the communities in 

which we operate. We believe that 

there will be other opportunities to 

make acquisitions like that as we go 

forward. 

 

CEOCFO: Has there been consolida-

tion in the industry, especially given 

the economic climate that we have 

had the past three years? 

Mr. McMullen: Yes, there has. That 

has been another contributing factor, 

in addition to our improved business 

model, that has improved the outlook 

for our core businesses. For instance, 

in our core Performance Chemicals 

business there has been considerable 

consolidation here in North America. 

In 2008 alone, about 30% of the ca-

pacity was removed from the industry 

as a result of competitors exiting the 

market.  Likewise, in Europe where 

there had been more competitors than 

in North America to start with, there 

has been considerable consolidation 

over the last couple of years. Two or 

three competitors have exited, and 

there has been a fair amount of ca-

pacity shut down there as well, so that 

is leading to a more healthy industry 

for those of us who remain. 

 

CEOCFO: What is the financial pic-

ture like for OMNOVA today? 

Mr. McMullen: We are on a much 

stronger financial footing than we 

were a few years ago. We made great 

strides at improving our ability to earn 

attractive returns even in high infla-

tionary times. We have just done a 

refinancing as part of the ELIOKEM 

acquisition that provides more than 

adequate liquidity for us to operate 

our business and to focus on driving 

the business forward. We continue to 

make improvements on price realiza-

tion. Certainly, it has been a challeng-

ing raw material environment out 

there and we have seen lots of infla-

tion, but our ability to recover that 

inflation is much improved and that 

provides a lot more stability from a 

financial standpoint as we go forward. 

 

CEOCFO: Does management at 

OMNOVA do much investor out-

reach? 

Mr. McMullen: We do. We are fortu-

nate to have a very solid group of 

largely institutional investors that 

have invested in our company over 

the years, many of them long-

standing. We typically spend a couple 

days a month going to different cities 

to talk to current and potential inves-

tors. 

 

CEOCFO: In closing, why should po-

tential investors pay attention to OM-

NOVA Solutions today? 

Mr. McMullen: We are a very attrac-

tive value opportunity for investors 

that are looking for those types of in-

vestments. We are a company that 

has significantly improved over the 

last couple of years. The industry 

structure where we play is dramati-

cally improved. Our business model is 

much stronger, more global than it 

has been, and we are able to manage 

through a dynamic raw material envi-

ronment better today than ever be-

fore. We are excited by the growth 

opportunities that are before us, par-

ticularly with the ELIOKEM acquisition 

that we recently completed and have 

been in the process of integrating into 

our company. That integration is go-

ing very well, and we are identifying 

more and more opportunities for us to 

leverage our expanded global foot-

print and really drive growth in many 

parts of the world, especially in 

emerging markets like China and In-

dia. I think our best days are ahead; 

we have positioned the company to 

take advantage of growth opportuni-

ties going forward more so than we 

ever had in our past. 
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