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CHRIS SKINNER,
VICE PRESIDENT OF STRATEGIC

MARKETING AND R&’D,
OwENS CORNING

JEC Composites Magazine: Which
qualities did you value the most when
selecting the startups participating in
this year's Startup Booster programme?
Chris Skinner: I've been involved
in the Startup Booster for several years
now, and every year I am impressed
by how the standards keep getting
higher. In 2025, we reviewed more than
130 startup pitches, and what really
stood out was the level of professional-
ism. Founders were clear on the prob-
lem they were solving and thoughtful
about how their business models would
work. Selecting just 20 startups from
such a strong field was genuinely diffi-
cult, which is exactly what you want
from a competition like this.

From Owens Corning's point of view,
what makes a startup attractive?

C.S.: Owens Corning’s motivation for
engaging with the Startup Booster today
is very much the same as when we first
joined the program several years ago.
Startups give us a window into emerg-
ing trends and technologies that might
otherwise stay below the radar for much
longer. That early visibility is powerful.
It helps keep our organisation dynamic,
curious, and better prepared to antici-
pate and shape change.

How do you analyse the dynamism of
startups in the composite materials
sector?

C.S.: Building a startup specialising in
materialsis very different from launching
a startup in digital technology. Materials
innovation takes time, capital, patience,
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Balancing ambition
with discipline

Chris Skinner, vice president of strategic marketing
and R&D at Owens Corning, shares why the
Startup Booster remains a key innovation radar

for major composites players.

Startups give us a
window into

emerging trends
and technologies.

sweat, and often tears. What is encour-
aging today is that startups understand
this reality. They also recognise the
importance of building an ecosystem
around them, from partners and custom-
ers to suppliers and mentors, and they’re
learning how to balance their ambition
with discipline. The most promising
startups aren’t rushing to scale; they’re
scaling with purpose.

How do they help you compete in an
environment where innovation is key?
C.S.: Competition in composites is
ultimately about delivering solutions
that drive market growth through mate-
rial substitution and /or productivity.
Startups often bring fresh approaches
designed to address these key industry
challenges. They create options — new
ways of thinking, new technologies,
and new value propositions — that can
support innovation and margin expan-
sion at the same time.

How does Owens Corning support
startups on the path to industrialising
their solutions?

C.S.: Support can take many forms
including funding or a commercial

partnership. Sometimes it involves help-
ing founders navigate the complexity
of the industrial ecosystem. And some-
times it is simply sharing experience and
perspective — what works, what does not,
and where the hurdles appear. Helping
startups make the leap from a great idea
to a scalable and viable industrial solu-
tion is where established players can add
real value.

What advice would you give to the
participants to help them succeed?

C.S.: Embrace the experience.
Recognition is important, of course, but
the real value comes from engaging with
others and building relationships along
the way. Use the visibility that the JEC
platform provides to connect people to
your solution. Remember, great pitches
combine passion with storytelling not
pretty slides full of technical details. [
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We didn’t follow the
composites revolution.
We helped igniteit.

MAKE MORE POSSIBLE"
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“THE BEGINNING

enough to compete with mineral wool.
This was the start of commerdial fiberglass
insulation production. In October 1933,
the vision of glass fiber insulation became
a reality as the first commercial product
was installed.

capadity,
much of

which was.

idled by the effects of Prohibition and
the Great Depression. - retained the
services of a consultant, Games Slayter,
to lead a team that searched for new
things to make with glass. Slayter then
hired John Thomas to be his full-time
research assistant and Dale Kleist to be
his project engineer. Among other ideas,
Slayter thought they could make a super
insulating material with glass fibers — if
only they could find 2 way to make them
n sufficient quantity.

Glass architectural block

of sealing. He
mi

spray the molten metal
on an object, but Kleist
had substituted a glass rod and was trying
to use the device to weld the halves of

 glass block together. The technique was

unsuccessul largely because of the

of fine, long fibers. Thomas recognized

the significance of forming fiber in this

manner and carried the message back to

Slayter. What Kleist had accidentally

i was 2 way to make insulation-
quality glass fibers in commercial quantities,
This was the defining moment in the
discovery of fiberglass. Yet, as Kleist would
later state, “this was an exercise in

serendipity in its purest form.”

or Siayter, Thomas and Kieist, the problem
of excess capacity became the opportunity
of a fetime. They tumed 2 falled experiment
into a springboard for personal and
company success. Working together, they
developed a new basic material and
faunched a whole new industry.

chnical innovation was, and continues
of
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