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BIO: 

Michael F. Barry joined Quaker 

Chemical in 1998. On May 13, 2009, 

Mr. Barry was elected as Chairman of 

the Board, in addition to his current 

position as Chief Executive Officer 

and President, which he had held 

since October 2008. He first became 

a member of the Board in October 

2008. From January 2006 – October 

2008 he was the Company’s Senior 

Vice President and Managing Director 

– North America. In that role, he was 

responsible for all aspects of the steel 

and metalworking/coatings busi-

nesses throughout North America, 

including two subsidiaries, AC Prod-

ucts, Inc. and Epmar Corporation. 

From July 2005 to January 2006 Mr. 

Barry was Senior Vice President and 

Global Industry Leader – Metalwork-

ing and Coatings, with responsibility 

for the Company’s global metalwork-

ing and coatings businesses. From 

January 2004 through June 2005 he 

held the position of Vice President 

and Global Industry Leader – Indus-

trial Metalworking and Coatings, and 

from 1998 through August 2004 he 

held the position of Vice President 

and Chief Financial Officer. 

 

Mr. Barry joined Quaker from Lyon-

dell (formerly Arco Chemical), where 

he was Business Director for its 

Americas urethanes business, and 

also held various finance and line 

management positions. In addition to 

graduating from Drexel University 

with a Bachelor of Science Degree in 

Chemical Engineering, he earned a 

Master's Degree with Distinction from 

The Wharton School of the University 

of Pennsylvania. 

 

Mr. Barry also serves as a Director of 

Rogers Corporation, a global technol-

ogy leader in the development and 

manufacture of high performance, 

specialty-material-based products for 

applications in diverse markets. In 

addition, Mr. Barry is on the Board of 

Trustees of The Franklin Institute, one 

of the oldest and most respected sci-

ence museums in the country located 

in Philadelphia, Pennsylvania. 

 

Company Profile: 

Quaker Chemical Corporation is a 

leading global provider of process 

chemicals, chemical specialties, ser-

vices, and technical expertise to a 

wide range of industries – including 

steel, aluminum, automotive, mining, 

aerospace, tube and pipe, coatings 

and construction materials. Our prod-

ucts, technical solutions and chemical 

management services enhance our 

customers' processes, improve their 

product quality and lower their costs. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. Barry, it has been 

three years since we last spoke, what 

have been the main changes for 

Quaker Chemical over the last few 

years? 

Mr. Barry: Certainly in our industry, it 

is a different picture than it was three 

years ago. During the global eco-

nomic crisis of 2008/2009, we took 

many actions, and in some ways, we 

were in a survival mode. We lost ap-

proximately 35% of our product de-

mand globally, practically overnight. It 

was a tough time period. We made 

adjustments in our cost structure, and 

actually came through that difficult 

period very rapidly. We became prof-

itable again later in 2009, and since 

that time we have really been in an 

investment mode. We have invested 

in more people, we’ve made five ac-

quisitions, and we are growing our top 

line significantly. So despite the con-

tinuing economic challenges in many 

areas of the world, it has been a good 

three years for us. Quaker recently hit 

all-time record highs in our profitabil-

ity, revenue, and stock price. 
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CEOCFO: I know when we spoke 

last, you mentioned that acquisitions 

were part of your strategy. Has there 

been a consolidation in general, what 

kind of companies have you added to 

the mix, and will you continue? 

Mr. Barry: Our industry has begun to 

consolidate, and we want to be part of 

the consolidation. Most of our recent 

acquisitions have been guided to-

wards areas where we could acquire 

different technologies and add them 

to our product portfolio.  In four of five 

recent acquisitions, we picked up new 

technologies in one region of the 

world and we are using our global in-

frastructure to grow these new tech-

nologies in the other regions of the 

world.  

 

CEOCFO: What are you doing today 

in the chemical industry? What is your 

focus, what types of companies, and 

what types of new areas? 

Mr. Barry: As a company, the major 

markets we have historically been 

supplying are the Steel indus-

try and the Auto industry. 

What we have been focusing 

on recently is to supply those 

industries with a broader 

breadth of products. Gener-

ally, we are the market leaders in our 

product segments, but we are only 

supplying a portion of the products 

that these markets can buy. As part of 

our strategic planning, we have 

looked at the entire spectrum of 

chemicals that those industries tend 

to buy, and we have added technolo-

gies to our portfolio to address these 

additional needs. For example, 

grease was a large area of the lubri-

cant market that we had not partici-

pated in historically, and at the end of 

2010, we acquired a specialty grease 

company. Now we can supply spe-

cialty grease to our customers along 

with our other product lines. Similarly, 

in October of 2011, we acquired a die 

casting lubricants company, and we 

are now selling our products to their 

die casting customers as well as their 

products to our customers. 

 

CEOCFO: What has changed in your 

geographic reach, and what would 

you like to be happening as you go 

forward? 

Mr. Barry: I would say one of the 

keys to our success has been our 

very strong presence in the emerging 

markets such as China, India, Brazil, 

and Russia. We have been very for-

tunate because we entered these 

markets a number of years ago, and 

as they have grown we have benefit-

ted from their substantial growth. The 

one area that we did not have full par-

ticipation in was the Mexican market. 

Over the past several years, many 

customers have been moving some 

of their operations to Mexico from the 

US. One of our 2010 acquisitions was 

to buy out our joint venture partner in 

Mexico, and now we can fully benefit 

from the growth in this country. 

 

CEOCFO: What is your customer 

service philosophy, the value-add, 

and how that makes Quaker stands 

out? 

Mr. Barry: What we do is supply 

products and services to the Steel 

and Auto industries, among others. 

Our products are not contained in the 

end-use product that our customers 

make, but they can provide many 

benefits to our customers such as 

making their processes more efficient, 

improving their product quality, and 

also allow our customers to increase 

their production. So while we are a 

very small part of their overall cost 

structure, we can have a large influ-

ence on their total profitability. The 

way we differentiate ourselves from 

the competition is that we not only 

provide the product but also the ser-

vice and technical application knowl-

edge that our customers need. We 

have experts from the industries we 

supply, and they make sure that the 

product is applied in a certain way, 

and is performing properly. In the end, 

the customer knows that Quaker is 

always there to support them when 

they have issues or problems. So, it is 

not so much our product, but it is the 

people we have around the world that 

can help solve problems – and this 

combination helps to differentiate 

Quaker from the competition. 

 

CEOCFO: It is always difficult running 

a global company, what is the secret, 

what is most important in being able 

to work in so many different places? 

Mr. Barry: We think our secret to be-

ing a successful global company is 

having good collaboration and com-

munication between all of our busi-

ness units around the world. We put a 

lot of time, effort, and energy into 

these areas with different mecha-

nisms to ensure we are communicat-

ing and collaborating well. We feel we 

differentiate ourselves in this way. For 

example, we share our experiences, 

best practices and technologies 

around the globe. Also, relative to 

problem solving, if we have an issue 

in one region of the world, we have 

efficient mechanisms to provide solu-

tions from other places around the 

world. In our business, it is all about 

our people and as long as we retain 

our good people and have them 

communicate and collaborate effec-

tively, we believe we create a signifi-

cant differential vs. our competition. 

 

CEOCFO: Are there envi-

ronmental and regulatory 

concerns that you need to be 

on top of in all your different 

localities? 

Mr. Barry: Yes, mainly from 

our customers’ perspectives, and they 

are going to continue to be under 

pressure as new environmental regu-

lations come into play. So it is our job 

to help them solve those issues. We 

make a number of products which are 

environmentally friendly. We have 

some new technologies that can be 

used to replace more hazardous 

chemicals and which are safer for the 

environment. In addition, we can help 

our customers with their wastewater 

issues at their facilities, which is be-

coming a larger area of focus for 

them. 

 

CEOCFO: Would you tell us about 

your recent dividend increase? 

Mr. Barry: The dividend has been a 

core part of the value we feel we can 

deliver to our shareholders. We have 

paid a dividend for the forty years we 

have been a public company, with 

annual payout increases in 37 of 

those 40 years. We are very proud of 

our dividend track record, especially 

when considering that even in difficult 

times, such as 2009, we still main-

tained our dividend when many other 

We are increasing our market share, we are 

acquiring new technologies, and we are con-

tinuing to demonstrate significant growth. - 

Michael F. Barry 
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public companies decreased their 

dividend. We feel our dividend track 

record is part of the reason that our 

shareholder value creation has gen-

erally been in the top quartile of our 

peer group over the past several 

years. 

 

CEOCFO: Why should potential in-

vestors look at Quaker Chemical to-

day? 

Mr. Barry: We are very dedicated to 

creating shareholder value, and we 

feel we have a differential position in 

our marketplace. We are very excited 

about the markets that we supply be-

cause of their growth characteristics 

as well as our leadership position in 

those industries. We are increasing 

our market share, we are acquiring 

new technologies, and we are con-

tinuing to demonstrate significant 

growth. The bottom line is that we 

believe our strong track record will 

continue and we are very confident in 

our future. 
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