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Can you provide us with a history and introduction to 
Qatalum and its plans to increase production?
Qatalum has two shareholders, which each hold 50% of 
the company: Qatar Petroleum and Norsk Hydro. The plant 
started up toward the end of 2009 and by 2014 was produc-
ing 610,000 t/y, more than the 585,000 t/y for which plant 
was originally designed to produce. Today, Qatalum pro-
duces 640,000 t/y of primary aluminium in the form of ex-
trusion ingots and foundry alloys. 95% of the products are 
export and 60% of Qatalum’s ISO/TS 16949 certified prod-
ucts go to the automotive industry; a percentage which 
we hope to increase. At present, Qatalum is not looking 
to expand, but instead focuses on maximizing benefit out 
of the existing assets. We have studied the limitations in 
our plants and are trying to boost production to overcome 
them. 

Qatalum is placing a high focus on the automotive 
industry. Why is Qatalum more focused on the auto-
motive sector than, for example, the infrastructure 
sector where there is a lot of domestic demand for 
aluminium pieces?
The global automotive industry is increasingly in need of 
aluminium parts and Qatalum is well-positioned to meet 
this demand. The automotive sector requires aluminium 
that must meet a minimum quality and producers must 
have ISO/TS 16949 certification. There is a lot of infrastruc-
ture demand in Qatar today, but the downstream indus-
tries are unable to meet the need of the local market. The 
majority of finished aluminium products for infrastructure 
are imported.

Qatalum is 50% owned by Norsk Hydro. What value 
does Hydro provide to Qatalum?
If you mention Qatar to foreigners, they will likely refer 
to Qatar as an oil and gas country. Qatalum is the only 
smelter in Qatar and locally we did not have the experi-
ence or technology to operate this plant. Hydro provides 
us with its technology, which is constantly being improved 
and further developed in its research center, and Qatalum 
has an agreement with Hydro in which Hydro will supply 
us with people to assist in operating our plant for a cer-
tain period, during which time we are developing our own 
people. Hydro also provides support to us when it comes 
to marketing our products and helping us to obtain a good 
price for raw materials from the market.

The GCC is very determined to promote Nationaliza-
tion. How important is “Qatarization” to Qatalum?
“Qatarization” is one of Qatalum’s goals, but it is the most 

difficult target for us to achieve. The Qatari population is 
small and they have many opportunities in other indus-
tries such as oil and gas: a smelter is not an ideal place 
to work in. Qatalum has a five-year plan to attract more 
Qataris, but it will be difficult to achieve. For now, Qatalum 
relies on foreign expertise, employing people from 41 dif-
ferent countries. 
To really grow Qatari participation in the aluminium indus-
try, the country will have to grow its downstream sector, 
which right now only includes two extrusion companies. 
Until recently, investors have been focussing on high and 
quick return on investment, but we are now starting to see 
investors approach Qatalum to discuss the potential for 
downstream investments in Mesaieed Industrial City (MIC), 
where Qatalum is located. This is due in part to the educa-
tion and advice Qatalum is imparting to the business com-
munity in Qatar through forums and conferences. 

How has Qatalum shifted its focus during this alumin-
ium down cycle? 
In this more difficult pricing environment, Qatalum is fo-
cusing on how to improve costs. This does not mean sim-
ply cutting costs, but improving productivity. This is done 
through increasing the utilization of our own people, re-
ducing manning from contractors, and, very importantly, 
enhancing safety performance. Fewer incidents mean 
fewer breakdowns and stops to production. If we take an 
average of what we call recordable incidents and bench-
mark Qatalum against the other GCC smelters and Hydro 
smelters around the world, Qatalum is performing better, 
respectively. 
Qatalum has a very strong HSE team and also coordinates 
with MIC. MIC has its own safety program, so we are learn-
ing from them and they are learning from us.
Improving productivity is one aspect to surviving a more 
difficult business climate, but it’s also becoming more 
challenging to get new customers and so we must work to 
maintain our existing clients. To keep existing customers 
happy, Qatalum is working to improve on-time delivery. 
Clients, particularly those in the automotive sector, are 
looking for consistency in product delivery and this is one 
of the main reasons clients prefer to work with us. 
As the newly appointed CEO, what are your strategic priori-
ties for Qatalum in the next three to five years?  
Qatalum’s top priority is to be on top of the CRU cash cost 
curve. In 2012, our place was #22 and today we are #3, just 
behind Sohar and Ma’aden. Qatalum also wants to see 
more of its products utilised in the global automotive in-
dustry and downstream within Qatar and to depend more 
on our own people for the operation of our plant. 

"The global automotive industry 
is increasingly in need of 

aluminium parts and Qatalum 
is well-positioned to meet this 

demand."

we emit 11,000 kg of CO2. Even though these 
products use high levels of recycled alumin-
ium, this product still maintains excellent 
mechanical properties and excellent surface 
finish. This product also helps designers and 
architects to achieve LEED (Leadership in En-
ergy and Environmental Design) certification 
for their prestigious construction projects.” 
OSE Industries, through its innovative prod-
ucts, is looking to shakeup two globally sig-
nificant industries: automotive and cooling. 
It is doing this by increasing awareness to 
the benefits of replacing copper in certain ex-
truded products with aluminium. “The main 
technical comparison between copper and 
aluminium is that when copper tubes with 
aluminium fins for the condenser coils are 
used, galvanic corrosion can occur; however, 
when using aluminium tubes with alumini-
um fins this does not occur with the use of a 
technology called parallel-flow condenser. 
Whereas with the copper there is opposition 
in the direction of the refrigerant—the gas for 
cooling—because of the way it is built; with 
aluminium, the gas flows in parallel, making it 
more efficient with the absence of resistance 
to the gas flow,” explained Samoul. “Another 
separate but important comparison is that 
when you are filling the refrigerant into the al-
uminium (microchannel system), you are sav-
ing around 35-to-70% of the refrigerant, which 
is an ozone contaminant. Technical aspects 
aside, aluminium is more attractive than cop-

per from a pricing perspective. Not only is alu-
minium currently cheaper than copper, but 
the price of the copper fluctuates more. In ad-
dition, the availability of copper is quite small 
in comparison to aluminium,” he said.
Even service providers are innovating to ser-
vice their smelting and downstream clients. 
Turk Mechanical Industries (TMI) is one such 
company. Based in Bahrain, TMI specializes 
in the fabrication and manufacture of con-
sumable parts for the aluminium industry 
and has achieved penetration across the GCC 
smelting market. While TMI does not have a 
research and development department, its 
products are inherently of high quality and 
it has developed its own technology through 
trial and error and client cooperation. Khalid 
Turk, director of Turk Mechanical Industries 
(TMI) and CEO of Turk Heavy Transport (THT),  
provided an example: “TMI designed, casted 
and supplied tapping tubes for passing mol-
ten metal aluminium, with a special compo-
sition using Alba’s feedback to improve the 
product. The product has a longer life and 
is, therefore, more economical for Alba. TMI’s 
focus is to assure that the parts supplied are 
comparable or better than what foreign com-
petition produces.” 
Another Bahraini service provider, TAHA Inter-
national Corporation (TAHA), has innovated 
to provide an alternative method to tradition-
al and commonly used forms of dross recy-
cling. TAHA has patented a two-stage process 

that requires neither extra energy nor salt, 
yielding no toxic material by-product. “TAHA’s 
onsite operations avoids the need to reheat 
the dross,” explained Frank Pollman, CEO of 
TAHA, “and, due to this rapid, low-energy pro-
cess, up to 90% of available metal in the dross 
can be recovered in the first stage and can be 
returned immediately to the original furnace 
without further alloying.”  
What’s important to note about these innova-
tions is that they are not limited to one coun-
try or another. These products and services 
are being invented and designed in the GCC 
and are being shared with the world.

Khalid Turk, 
Director, Turk Mechanical Industries (TMI) 

and CEO, Turk Heavy Transport (THT)

We would like to thank everyone who took the time 
to participate in the research we conducted while in 
the GCC. The final report will appear in the January/
February 2016 edition of Aluminium International 
Today, and in GBR’s Industry Explorations 
investment guide: GCC Aluminium 2016, coming out 
in March 2016. 

If you would like to be interviewed for the reports as 
we continue to examine aluminium in the region, 
please contact Josie Perez (jperez@gbreports.com).


