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CEOCFO: Mr. Mehta, would you give us a general description of 
Polymer Dynamix?
Mr. Mehta: Polymer Dynamix is a specialty material company. We give 

materials personality. When you think about anything that you use in the world today, there usually are a variety of 
components in that object made from plastic and they work and function the way they do for a reason. They are resistant 
to sun light, they are strong, flexible, fire proof, and/or feel good when you touch them. We take commodity type products 
and essentially give them a personality. We make them the right fit for an end application.

CEOCFO: What are some examples?
Mr. Mehta: Think about if you are talking on a cell phone and you have a cell phone case on it. That cell phone case has 
a certain kind of tactile response. It is soft, it protects your phone and if it is dropped, it does not scratch easily. If you spill 
mustard on it, it does not stain, etc. All these things are things that are not inherent in plastic naturally but then they are 
built in afterwards with features that make it work properly. These are the kind of things that we do. We will take 
something that is more commoditized and turn it into something that is right for the end application.

CEOCFO: Would you be working with a specific company on a specific product or might you more broadly come 
out with a line of softer feeling materials?
Mr. Mehta: It is usually a hybrid of both. We have a core technology that is scalable and tunable for end applications. In 
certain cases, we will work with an OEM designing a new material for their application. In other cases, we may build a 
range of products and take it to target end markets and have them let us know what is best for them. Often this leads to 
us starting with a line of standard products, and then customizing something that is perfect for the customer. In both cases 
works off a platform technology that we usually have IP in so it tends to be a more unique kind of solution for the 
customer. 

CEOCFO: How do you know what to put together to achieve the desired result?
Mr. Mehta: What we do is kind of like art. Think about a rather simple dish of penne vodka, for example. You can take 
one person’s recipe and they will go ahead and go through a cookbook and it comes out ok. You will call it a reasonable 
dish. Then take the same dish prepared by a second person and following the same recipe it will be exquisite. Many times 
you can look at two recipes and they are almost identical but one person may use the right kind of ingredients to put 
together the recipe. It is the way they put it together, the order in which things are added, and the understanding of which 
things complement each other. That is where the art form comes into play and that is kind of where we come in. We pride 
ourselves in the understanding of how to put things together. It comes down to picking the right ingredients and the 
understanding of how to put things together that allowed us to do it in a very cost effective way and generate properties 
that meet the end product’s requirements.
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CEOCFO: Are there many new materials that can be added to the mix or is it pretty static and you are able to mix 
and match to get what you want?
Mr. Mehta: It is a little bit of both. There is innovation on a variety of levels. As an organization, we work as the hybrid in-
between. In the world of plastics, you have three different main areas. You have additive producers, an analogy in the 
penne vodka example, additives would be the seasoning you add. Then you have what we call resin producers, which are 
the people that will make the pasta. Then you have someone who is known as a compounder, who does the mixing 
together of everything to make it the right way, much like the chef. We try to hybridize some of these functions together. 
What I mean by that is we do certain things that kind of act in-between that of an additive producer and that of a resin 
producer. In this way we can make some very unique products because we often build them in the process of developing 
an end product. As for your question of if everything is already out there, we like to think that even if it is or is not, we are 
going to go ahead and create our own regardless, which is going to hopefully give us a combination of a competitive 
advantage as well as give our customers a unique kind of performance that they cannot get from other places.

CEOCFO: How do you reach out to let people know that Polymer Dynamix exists and that you are in this hybrid 
category and can help them in many ways that they might not realize exist?
Mr. Mehta: There is a combination. One is word of mouth. Another is conferences where we present on some of our core 
technologies and some of the features and benefits people can get from them. Word of mouth has probably been our 
most effective campaign because as more companies have gotten to know what we can do and how we do it, they realize 
they can use some of that technology too, so they ask for a connection to our company. 

CEOCFO: I see on your site you can do both small lot and large lot. Are people turning to you for different 
amounts of applications or has it been more of the smaller, almost boutique applications?
Mr. Mehta: We are probably balanced in our portfolio between both. I think we probably cater a little more to small to mid 
market, but we do have some occasional applications we are involved in which would come into us at a very high volume. 

CEOCFO: Do companies come back and do you have an ongoing relationship with some or many clients or is it 
often that they will only need something once in a while?
Mr. Mehta: Very rarely do we have the once in a while customer. For example, a personal care company running a 
promotional on something, it may be a one time or two time thing. The majority of our business that goes into things like 
industrial or food applications, semiconductor manufacturing and automotive, those are markets which are ongoing and 
usually those are repeat sales.

CEOCFO: What goes into testing a product to know that it will last as long as it should? What steps do you take 
to be sure it is going to do what it is supposed to do?
Mr. Mehta: In our world, the majority of things work off specifications. It is not us who test them. It is usually our customer 
who test them. For example, siding on a house or plastic decking, those are things that the company who manufactures 
the decking material will come out and say that they want this part to last for ten or twenty years outside. They are going 
to recommend the product pass a UV resistance test where they define an acceptable color variation that exists over time 
as well as change in properties. They set the tolerances because they have determined that certain accelerated tests 
equate to real world performance. From there, the onus is on us to build a polymer to comply with their specification(s). 

CEOCFO: Is cost as a factor come into play as much as it might in some other industries?
Mr. Mehta: Cost is always going to be an important factor, but we try and understand total cost to the customer. Some 
companies work off unit costs, without factoring in the bigger picture of what the product does for their company and their 

“I think we have a very different approach of creating technology and a very different approach of 
creating materials than other companies out there. When our customers work with us, they get 
solutions that they do not get at other places. That has been one of our biggest values that we bring 
to the customers. In addition, the people that they interact with throughout the organization from 
customer service up through engineers and sales people, we try to make this an easy and fun 
experience as possible for the customer. If we think of the experience from our customer’s 
perspective, they have a hard job of trying to come up with a new product. Working with us should 
not be hard. What we try to do as a company is make this interaction a fun and enjoyable experience. 
This is not just important for the customer’s sake. The more relaxed the interaction, this tends to 
help in the stimulation of more creativity on both sides, which helps in the process of bringing new 
ideas to a reality.”- Viggy Mehta
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customers. I remember going through a case study with one company where they said if they use our product they would 
have to spend an extra $500,000 a year. When looking through their complete process, it turned out they ended up 
spending a half of a million dollars to save over a million dollars. Once looking at the full influence and effect of the our  
product on quality and process improvements, the true cost became more clear. 

CEOCFO: Is it easy to find people that are interested in what you do as far as your staff?
Mr. Mehta: That is probably one of the areas that we continually try to improve our processes of both onboarding new 
people, as well as try to get to people that are the right cultural fit. I think that has been probably one appreciation that we 
have gone through as a major learning in our company. We have gained the appreciation and seen the importance of 
getting both the balance of like-valued people but not exactly like-minded. We value the differences as that contributes to 
having greater creativity at work, borrowing ideas from different industries, and collaborating towards building a new 
product. The thing is not everyone always comes with that mindset. Some people are very researched focused and some 
are very good at executing but not good on the creativity side. It has been a process in terms of trying to get the right 
people together in the right way. I think we built a great team and we are still looking at continuing to grow that team.

CEOCFO: How is business?
Mr. Mehta: We have been fortunate. We have had some good growth and the next few years, if things pan out the way 
we hope it will, it is going to be a great combination of challenging and fun.  

CEOCFO: Why use Polymer Dynamix?
Mr. Mehta: I think we have a very different approach of creating technology and a very different approach of creating 
materials than other companies out there. When our customers work with us, they get solutions that they do not get at 
other places. That has been one of our biggest values that we bring to the customers. In addition, the people that they 
interact with throughout the organization from customer service up through engineers and sales people, we try to make 
this an easy and fun experience as possible for the customer. If we think of the experience from our customer’s 
perspective, they have a hard job of trying to come up with a new product. Working with us should not be hard. What we 
try to do as a company is make this interaction a fun and enjoyable experience. This is not just important for the 
customer’s sake. The more relaxed the interaction, this tends to help in the stimulation of more creativity on both sides, 
which helps in the process of bringing new ideas to a reality.


