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Back to basics: New Formica 
Group President outlines his plans 
to return the business to growth 

The reputation of Formica Group, the only global laminate 
brand for supplying high-quality durable work surfaces 
is unsurpassed. Although invented in Ohio in 1913, the 
world-famous decorative Formica® laminate has been 
manufactured in the North East, at the business’ iconic 
North Shields factory, for over 70 years. In 2007, following 
the acquisition of Formica Corporation by Fletcher Building, 
the new owners recognised Newcastle upon Tyne as the 
obvious choice to locate the European headquarters. 
Support functions, from IT to marketing and business 
development, were centralised and moved to the new site 
at Cobalt Business Park in early 2008.   

Almost ten years later, the European headquarters office 
is returning to its original location. This move is part of 
the company’s overall strategy of bringing previously 
disjointed parts of the organisation back together and 
simplifying processes within the business. Over the years 
Formica Group had different leaders, and each of them 
brought their own ideas, strategies and ways of running the 
business. Inevitably, this created a very complex structure, 
with focus directed towards commercial solutions rather 
than operational improvements at North Shields. 

It was clear that in order to turn the business around, 
providing a great overall service proposition to customers 
was key. To deliver service improvement required 
modernisation and refurbishment of the factory, together 
with clear new service models.  This is when Fletcher 
Building stepped in to support the turnaround, and the US 
President of Formica Group, Mitch Quint, arrived to lead 
the business in providing a clear set of priorities. 

The issue of operational complexity was identified as 
requiring a solution as this had a major impact on the 
service provided to customers.  Mitch acted quickly in 
providing focus to the organisation. Multiple organisational 
changes including several new hires were made to the 
manufacturing team.  The key task for 2016 was the 
implementation of a new Enterprise resource planning 
(ERP) system together with a new business service model. 
This took a huge amount of resource and time but the 
business now believes that it has a proposition that is 
market leading. Peter Rush, CEO and President, Formica Group



With a major change program now underway, Fletcher 
Building’s interim President, Mitch Quint, needed to 
complete one more task before returning to his business unit 
overseas. A review of operations had raised the question 
‘What does Formica Group Europe fundamentally do next?’ 
It was a question which only a new leader could answer. 
Following a thorough recruitment process, Peter Rush 
became Formica Group Europe’s new CEO and President in 
May 2016.  

He brought with him an intimate knowledge of the building 
products industry, gained from a thirty-year career in 
branded manufacturing businesses across the UK and 
Europe. Leadership roles at Hozelock, William Sinclair, Baxi 
and Rawlplug, focused on operational transformation and 
sales growth, also made Peter the perfect fit for the job.  

Attracted by the challenge as well as the huge planned 
investment from Fletcher Building -  around £30 million over 
three years -  Peter is clear about his vision for the business. 
“Formica Group Europe has tried to do too many things at 
once in the past and failed. There are two basic components 

to this business: make and sell products. Our products 
need to be the best possible quality, made at the lowest 
possible cost for our customers. We then need a competent 
commercial team to go out and sell our proposition into the 
marketplace.” 

Peter’s first priority is to address the UK. Not addressing 
prevalent issues in the home market, in his view, is a 
mistake many businesses make when domestic sales are 
falling. They believe that the answer is to sell products 
overseas where they have little or no experience. This is 
a very difficult task and few companies succeed. The bulk 
of Fletcher’s investment will, therefore, happen in the UK, 
and in the main be on improvements to its manufacturing 
capability supported by a significant investment in 
commercial resources and activities. 

Peter believes that his manufacturing insight positioned 
him well for the role. “Formica Group is a manufacturing 
business, so a technical understanding of how our products 
are made is essential. Issues arose at the North Shields 
site because of a lack of manufacturing empathy within 
the business. That’s going to change now. If we get 
manufacturing right, then we can get service right and then 
be competitive in Europe again.” 

With significant investment taking place in North Shields, 
money will be spent on new phenolic and melamine 
treating lines, both integral to laminate production. A new 
Continuous Pressed Laminate (CPL) line, replacing an older 
model, will also give Formica Group a significant increase in 
capacity and open new segments of the market. Peter noted 
that around 75% of the overall UK manufacturing process 
will change within the next two years, yet this change is 
necessary to ensure Formica Group has a “state of the art 
laminate manufacturing plant.” He added, “You won’t find 
another North-East business making the level of investment 
in manufacturing as Formica Group is over the next two 
years.” 

On top of the operational investment was a need to bring 
the team closer together.  With the current headquarters 
location a few miles from the main operational site, direct 
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contact between the sites has declined. A decision was made, 
therefore, to relocate all the support functions to a newly 
refurbished office complex at the North Shields facility in March 
2017. 

As well as finalising the development plan for UK operations, 
restructuring and hiring across manufacturing, sales, and 
marketing, Formica Group has been running a large-scale 
employee engagement program since the end of 2015, 
preparing and motivating people for the changes ahead. Simple 
messages have been communicated with the intention of 
clarifying goals and getting people excited about the vision and 
where the business is going. The factory is now visited by Peter 
and the leadership team on a regular basis. They meet with the 
team to provide updates and make sure there is a forum for 
employees to ask questions in an open and honest environment. 
“You can’t make change happen without collaborating and 
working to bring your teams with you; and get them to buy into 
your vision for the business.”

While providing Formica Group with significant financial clout, 
Fletcher Building is also supporting the business with people 
and leadership development initiatives. Developing talent 
in-house, Peter informed me, is essential to future growth. 
During his first six months, he was delighted to promote three 
individuals to his executive team - UK Sales Director, European 
Marketing Director and HR Director for People & Performance - 
and ideally wants the business to be in a position where it can fill 
some vacancies through its existing employees. 

With great people already on board, Formica Group is still in 
the market for talent. With all functional disciplines based at the 
new European Head Quarters in North Shields site, the message 
Peter was keen to communicate is that opportunities are 
abundant at the business. “If you want to work in finance, sales, 
marketing, supply chain, finance, IT, people & performance or 
be involved in a state of the art manufacturing facility, we offer 
excellent careers.” Hiring graduates and apprentices will also 
be a priority for the next three years and the business wants 
to continue strengthening its sales, marketing and customer 
service teams while supporting the wider Formica Group’s 
digital transformation. 

A refurbished factory and planned asset upgrade combined with 
a new service model is already making a difference. A larger 

commercial team and robust talent acquisition and development 
is helping the business regain its market leading position and 
win back customers, So, what’s next? 

Peter believes that Formica Group Europe would never be 
the lowest cost producer in the world: “In fact we have a very 
different proposition for our customers based on service, 
products and investment in our brand. Despite all its issues, the 
business has maintained a reputation for supplying high-quality 
laminate; however, to become competitive again, we must focus 
on innovation and take the lead in introducing new materials to 
the industry.” 

Formica Group Europe has recently launched a new product 
range called Formica Infiniti™, a surfacing material like no other 
with anti-fingerprint and post-forming capabilities. Peter sees 
this as indicative of what’s to come from the business. “We’ve 
had some great feedback from the market so far. By bringing in 
the right talent to design, develop and market new products, we 
expect to do more innovation like this soon.”

If we get manufacturing 
right, then we can get 
service right and then 
be competitive in Europe 
again.


