
 
 

 
CEO SCRIPT FOR 2026 AGM 

OPENING: CONTEXT & SETTING THE TONE 

Thank you, Brian 

Ladies and gentlemen, dear shareholders, dear family shareholders and dear members of 

the board of directors 

Good morning.​
Bonjour. ​
Goedemorgen  

Thank you all for being here today. 

Building on Heike’s remarks, our performance is not where it needs to be. As CEO, my role is 
not just to explain the gap, but to close it. 

The Board has set a clear mandate – improve performance, strengthen execution, and 
accelerate value creation.  

My responsibility is to translate that mandate into actions, decisions, and measurable results 
— how we win in the market, how we accelerate the conversion of innovation into growth, and 
how that drives profitability, cash generation, and returns.   

And it also means being accountable - starting with me - for the performance we deliver. 

This morning, I will focus on three things – what I have learned in my first 100 days, what we 
are changing in the way Syensqo operates, and how those changes will translate into 
stronger, more consistent performance. 

MY FIRST 100 DAYS 

Before I discuss my first 100 days, let me briefly introduce myself. 

Over the past 30 years at Syensqo and its predecessor companies, I’ve led businesses in very 
different situations—some requiring turnaround and performance recovery – others focused 
on accelerating growth and innovation.  

 



 
 

 

My starting point has always been the same: (PAUSE) how we create value for the 
customer….and how we build the teams, the capabilities, and the operating rhythm needed to 
deliver results.  

What I’ve learned is that success ultimately comes down to people - having the right team, 
the right mindset, and the right way of working. 

That is exactly how I approached my first 100 days in this role - with a simple priority – to 
listen and to understand. 

I have spent time listening to our teams, our customers, and our investors.​
I have also gone deep into our operations, particularly in our Materials businesses, to 
understand where we are performing well, and where we are not. 

What I saw is a company with strong fundamentals - talented people, differentiated 
technologies, and strong positions in attractive markets. 

But I also heard a consistent message. 

Our customers value our capabilities, but expect greater speed, responsiveness, and 
reliability. 

Our investors recognize the quality of our portfolio, but expect its quality to translate into 
stronger growth, margins, cash and returns.  

And internally, our people want less complexity, faster decisions and clearer priorities. 

So we do not need to start over. But we do need to be sharper about where we focus, faster in 
how we decide, and more consistent in how we execute. 

This is what is driving the changes we are now making and what matters now is how this is 
being translated across the organization.   

So let me share a few perspectives from our teams.  (SHOW VIDEO) 

 
Wow,This still gets me energized! 

 



 
 

 

MY NEW TEAM: FOUR EXECUTION PRIORITIES 

What you just heard reflects the alignment and the energy we are building across the 
organization. 

Now – the focus is on execution – and the framework Heike outlined is clear - our role is to 
deliver on it.  

A big part of that is having the right team in place. 

I have always believed that performance starts with strong, aligned leadership - and that is 
what we are building across the company and within our refreshed executive team. 

The purpose of this team is not just to manage the company – it is to raise the pace at which 
we operate—making performance more visible and more accountable – and to champion a 
culture that enables our 13,000 employees – our explorers – to bring their best to work every 
day. 

Coming back to my team, with me on stage today are: 

●​ Christopher Davis, our CFO, 
●​ Brian Belanger, our General Counsel, 
●​ Kerstin Artenberg, our newly appointed Chief People Officer, and 
●​ Mike Finelli, our Chief Technology & Innovation Officer 

We have also strengthened the team by bringing new leadership into Specialty Polymers and 
elevating the role to the Executive Leadership Team, reflecting its central importance to our 
growth.  
​

I’m pleased that Arnaud Valenduc, our new President of Specialty Polymers, is here with us 
today. Arnaud, can you please stand up?  

We have also created a new role – and appointed a Chief Strategy and Transformation 
Officer, Arnaud Wisnia, who is also with us today. Arnaud Wisnia, will you please stand up?  

Together, we are fully committed to driving performance and discipline across the 
organization - and delivering on our commitments. 



 
 

 

With this team in place, we are executing against four clear priorities. 

FIRST: Restoring growth and advancing our leadership position in Specialty Polymers 

SECOND: Improving execution across the organization 

THIRD: Simplifying how we operate, with a focus on building a high performance culture; AND 

FOURTH: Better leveraging our investments to support our financial performance  

Our first priority is to restore growth where it matters most—starting with Specialty Polymers. 

This is our largest and one of our most strategic businesses. It has leading technologies, 
strong customer positions, and attractive margins. But it has not delivered the growth its 
position should allow. And importantly, it is our biggest lever to accelerate growth and 
improve returns. 

That’s why this is the first area where we are raising the bar. 

We’ve made targeted changes to the leadership of the business—bringing in the experience 
needed to strengthen accountability and elevate performance. We are also benefiting from 
additional experience at the Board level, which is reinforcing oversight and sharpening the 
dialogue. 

With that foundation in place, we are now taking concrete actions to accelerate growth – like 
introducing dedicated governance around our key customer accounts – with a clear focus 
on increasing share of wallet and reducing churn. 

At the same time, we are scaling what we call “win rooms”—bringing our commercial, 
technical, and operational teams together in one operating rhythm - with a clear focus on 
accelerating & delivering new sources of growth.  

And we’re already seeing results. These “win rooms” are helping us convert long-standing 
opportunities into projects, and in some cases, accelerate orders that would otherwise have 
come later. 

And data and AI are helping us build on this effort - by better prioritizing opportunities, 
improving efficiencies & effectiveness, and converting our development pool into realizable 
sales. 



 
 

 

This is a different level of focus and discipline than we’ve had before - and it will change how 
this business performs.  

Our second priority is improving execution - particularly in markets where demand is already 
strong. 

One clear example is aerospace.  

As Syensqo’s largest end market, representing approximately 20% of our net sales, the 
aerospace end market is a key driver of the Group’s innovation, growth, and long-term value 
creation.   

Syensqo’s materials play a key role in enabling lighter, more efficient aircraft—supporting our 
customers’ sustainability goals. 

We have strong positions and long-standing partnerships across both space and defense, as 
well as civil aerospace — including with Boeing – where we recently secured a new multi-year 
agreement covering a range of commercial programs.  

And the demand environment is strong. Both Boeing and Airbus have record order 
books—stretching more than a decade at current production rates. 

This provides a solid foundation for sustained, multi-year growth in our Composite Materials 
business.   

But we are not standing still. 

Our focus now is on improving how we deliver to accelerate growth.  

That means increasing throughput, strengthening reliability, and raising quality—so we 
become an even stronger partner to our customers. 

To achieve this, we’ve launched targeted initiatives with clear objectives of increasing 
production rates and better leveraging our existing capacity. 

This is a clear example of how better execution will translate into stronger performance — 
starting in aerospace, and increasingly across other markets such as electronics, automotive, 
and healthcare. 



 
 

 

Our third priority is improving how the company performs — every day – across all our 
businesses and sites. 

That requires changes in how we operate. And as we make these changes, our commitment 
to ethics and integrity remains unchanged. 

To this point, we are simplifying the organization—reducing layers, increasing ownership, and 
strengthening accountability. Decision-making is moving closer to the business, at the right 
level. 

At the same time, we are sharpening our focus on growth, cash, returns, and progress against 
our sustainability roadmap—with incentives aligned to these priorities. 

And as Heike mentioned, we are making measurable progress on sustainability — reducing 
emissions & resource use and increasing circular solutions in our portfolio. 

We are also maintaining the highest standards in how we operate — especially in safety, 
where leadership accountability is critical. And in 2025 – we achieved our best-ever 
recordable injury rate—an important sign of progress.  

Across all of these areas, we will track performance closely. And where expectations are not 
met, we act — adjusting priorities, reallocating resources, or making leadership changes. 

This is how we build a high-performance culture — and how we deliver stronger results for our 
customers and shareholders. 

Our fourth priority is about getting more from the investments we’ve already made. 

If you step back, we have strong assets, we have available capacity, and we have deep 
innovation capabilities.​
So the question now is – how do we translate that more effectively into growth and improved 
returns?  

And that’s why we’ve sharpened our approach to capital allocation — being much more 
deliberate – prioritizing projects where the customer value is clear and where the returns are 
attractive. 

If I take Specialty Polymers as an example, we’re focusing first on better leveraging 
underutilized capacity — where we already have the technology and the customer  



 
 

 

relationships — rather than immediately committing to new, long-term projects where 
returns are less visible. 

At the same time, our Research & Innovation teams — which are really the engine of our 
long-term growth — are working differently.  They’re accelerating development cycles and 
focusing much more directly on projects that are clearly linked to customer demand. 

Because ultimately – we need to be in a position to solve our customers’ most critical needs 
— and to do that with innovation – with greater speed and with a sharper value proposition.   

​

And let me give you a concrete example.  

In Specialty Polymers, we are targeting to reduce the time from the initial customer 
opportunity to commercial realization — from around 24 months to less than 12.  

So, innovation is really our lifeblood.  And to make sure we are progressing, we are also 
increasing our focus on what we call – the vitality index — which is the share of our sales 
coming from products that are less than five years old. 

Again, taking Specialty Polymers as an example, we aim to move from about 23% in 2025 to 
around 30% over the next five years.   

To support all of this, we are also leveraging digital tools and AI — improving how we design, 
test, and scale new solutions.  

That’s helping us accelerate development, improve success rates, and bring innovation to 
market more efficiently. 

So in the end, the focus is quite simple – every investment and every innovation – needs to 
drive growth and deliver attractive returns. 

 

 

 



 
 

 

HOW WE COMPETE AND WIN IN THE MARKETPLACE 

​

Ultimately, what matters is how we perform in the market — how we compete and how we 
win. 

We win through our technology and application expertise — working alongside customers on 
their most demanding applications. 

Our chemicals & materials are often deeply embedded in their products and processes, 
where performance, reliability, and safety are critical — creating long-term partnerships with 
high switching barriers. 

We are also getting closer to our customers — moving decisions closer to the frontline and 
responding faster. 

We already do this well in businesses like mining, where we work directly alongside customers 
in their operations, including at their mine sites.   

At the same time, we are being more selective. 

We will focus on the markets, applications, and customers where our technology matters, 
where we can lead, and where returns justify the resources we deploy. 

That focus is critical — because in our industry, strategies often look similar, and execution is 
what differentiates performance. 

This is how we convert our strengths into results — and ultimately into returns for our 
shareholders.   

Let me now share a few perspectives directly from our customers. 

 

TECHNOLOGY AND AI AS ACCELERATORS 

Great stuff, this is why we do what we do. 

 



 
 

 

So what matters now is how we continue to deliver on those expectations….and technology 
plays a key role in that. 

AI and partnerships like Microsoft are not a separate story — they are tools to help us execute 
faster and better. 

We are deploying them across the business –improving how we target opportunities – and 
manage pricing, accelerate development cycles in R&I, and enhance efficiency & 
decision-making in our operations. 

This is already helping us to better connect customer demand with our teams — to move 
faster, to prioritize more effectively, and bring solutions to market more quickly. 

Ultimately, this is about better execution and stronger performance. 

STRONG FINANCIAL FOUNDATION 

As Heike referenced – we have financial strength.  

Our financial position gives us options.  

My job is to ensure we use those options with rigor and discipline. 

We also have flexibility - to invest in both “organic” and “inorganic” growth, to optimize our 
portfolio, and to return capital to shareholders. 

But flexibility only creates value if it is combined with discipline. 

We are focused on allocating capital where it generates optimal returns - not simply 
potential.  

Every investment must meet clear criteria.  

And every euro must create value. 

This is fully aligned with the framework Heike described earlier. 

The divestment of the Oil & Gas business is an example of this discipline: focusing our 
portfolio on the areas where Syensqo has the strongest right to win and the best opportunity 
to create value. 



 
 

 

CLOSING: ACCOUNTABILITY AND EXPECTATIONS 

I started by highlighting the gap between where we are today and where we need to be. 

What gives me confidence is that we have what it takes to close that gap — our people, our 
technologies, and the strength of what we bring to our customers. 

We have a clear plan — and we are executing it with discipline, transparency, and 
accountability. 

Now, I believe deeply in this company and in the value we can create. 

But belief and potential are not enough.  

They don’t create value. ​
Delivery does. 

And that is our commitment—delivering, consistently and transparently, quarter after quarter. 

That is how we will build confidence.  

That – is how we will create value. 

Thank you. 

### 
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