Sebastian Andreassen

is the Chief Commercial Officer, Director,
and Co-Founder of

That's what we will learn today by
following his path:




Yet, in a membrane market
that nears the $2Bn/year and
a membrane system market
that went over $5Bn/year,

it is hard to believe that the
dominant solution can be
perfect for every use case.




And that's the second key
to success you shall copy:
focusing on finding a
product-market fit.
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It then continued with defining the right package:




As a result,

the ceramic
membrane’s cost
was divided by 10 °
between 2014 and
today, and many
process companies g
started embracing
the product to build
new treatments
around it.




We also covered:

How ceramic membranes’ higher flux
results in a 4-1 better energetical ratio than
polymeric ones

How you can scientifically prove your plant
to work over 20 years when your oldest
reference is 6 years old

How ceramic membranes may be easier to
operate but also have their own threats, like
the ceramic plates you may have at home

How challenging it is to introduce new
technology in the water treatment industry,
where risk-taking isn’'t exactly embraced

How the deal with Ovivo was built over time
and sounded like a natural evolution

How that comes with its own challenge,
by somehow becoming a competitor to
the existing customer base in certain
geographies

Building a company that's here to stay,
outpacing the market, taking calculated
risks - and how it does not always turn well,
iInnovation through implementation... and
much more!

Don’t miss a single bite: head over to dww.show!




