
SITUATION/PROBLEM: 

Initially, Culligan began working with the company on a trial that used a reverse 
osmosis (RO) system for process water feed. Culligan installed a temporary 150gpm 
RO system for the two-month trial, which was thought to be long enough to produce 
and test multiple batches of the specific product that was of concern. 

As the trial progressed, the customer added an additional six months of testing in 
order to gather more data. During this trial, they began to see the hoped-for results 
with the specific product. At that point, they started to use the pure water in other 
processes to determine whether they could derive any additional benefits.  

The strategy was successful. The customer saw improvements across their product 
lines that helped justify the purified water. Those improvements included an overall 
higher product quality when using higher quality water,  the virtual elimination of off 
spec product, and an increase in production time due to reduced mixing times using 
the pure water.

Customer:
Leader in the Performance Chemicals Industry

Description of Business:
A leading global force in pulp bleaching 
technologies, paper chemicals, colloidal silica 
and expandable microspheres. The company 
provides innovative and sustainable products and 
technologies that are widely used by customers in 
a large variety of industrial applications. Its 2,500 
employees operate in 32 countries. 

Culligan Success Story  
Performance Chemical Industry

A water solution was needed to provide pure water as 
makeup to a key product. At issue was concern that this 
product periodically experienced discoloration and the 
formation of some precipitants after it had been on the 
shelf for 3-5 months, resulting in returns. Solving this 
problem was a top priority for the company, which is 
known for its superior product quality.

END-TO-END SOLUTIONS. 



As a result of the successful trial, the customer awarded Culligan a two-year contract to provide a containerized 200gpm RO system. During the first year on the 
new RO system, the customer adjusted their product manufacturing procedures so they could use RO water as the makeup and gain the benefits they saw during 
the trials. During year two, many products had received the necessary approvals and had been transitioned to RO makeup. The customer continued transitioning 
more products as they continued to see the desired improvements as well as other developments that helped them overall.  

SUCCESSFUL TRIAL, EXPANDING OPPORTUNITIES 

Solution:
With most of the plant running on RO purified water, Culligan now 
needed to address two issues. First, the customer needed more than 
200gpm of product water, and second, they also needed a way to 
minimize waste as their plant’s waste handling system had been built and 
designed for a facility that was significantly smaller than the current one. 
However, a new waste system would be very expensive and require more 
permitting. Instead, Culligan’s approach was waste minimization.

Looking at their feed water and the current RO reject water, Culligan 
suggested installing a brine recovery RO.  This would increase the amount 
of available RO water, and it would also reduce the plant’s waste.  

Working closely with the customer, Culligan installed a 100gpm brine 
recovery RO.  The reject from the 200gpm system was sent to a collection 
tank, which served as the makeup to the 100gpm brine recovery RO. This 
allowed Culligan to take the 90,000 GPD of brine and recover 67,000 
GPD. It also took the plant’s waste from 60gpm down to 16gpm and 
increased their RO product water from 200 to 245GPM – a 73% reduction 
in waste and 23% increase in production.  

Culligan also piped city water to the brine collection tank so that city 
water could be blended with the brine or supplied to allow the brine RO 
to produce 100gpm in the event the customer needed 300gpm total or if 
one of the first two RO units were down.

Equipment installed:

• Culligan 200gpm Containerized RO System 
• Culligan 100gpm Brine Recovery RO System
• Brine Collection Tank

The Results/Customer Benefits:
The customer saw a significant decrease in the amount of off spec 
material and returns, while production increased. These benefits covered 
the cost of the monthly long-term lease/service approach that Culligan 
provided.  
While the initial target goal was to reduce off spec product in one specific 
offering, the customer realized a number of additional benefits:

Benefits:
• Reduced off spec material in several other product lines 
• 23% increased processing time in several processes when using the   
 higher quality water 
• Reduced returned goods 
• 73% reduced waste generation that eliminated the need for a new waste  
 handling system
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For over 80 years, Culligan has made better water.  Our global network, comprised of 
800+ dealers and international licensees in over 90 countries, is dedicated to addressing 
your water-related problems.  As a worldwide leader in water treatment, our sales 
representatives and service technicians are familiar with the local water conditions 
in your area.  Being global and local position us to deliver customized solutions to 
commercial and industrial water issues that affect your business and your bottom line.

All trademarks used herein are registered trademarks of Culligan International Company. 

Products manufactured or marketed by Culligan and its affiliates are protected by patents issued or pending in the 
United States and other countries.     

Culligan reserves the right to change the specifications referred to in this literature at any time, without prior notice.

“Our customer considers us a true partner, and has demonstrated that by awarding three separate expansion and 
extensions to our contract. Today, our customer relies on a Culligan water treatment system that provides superior 
product quality, reliability, and simplicity of operation, backed by the outstanding service for which Culligan is known. 
As a result, we have been servicing this plant since April 2012 with a contract that now extends through 2016,” 
says Brannon Eldridge, Senior Technical Sales – Southeast, for Culligan International.
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