that work @~

AKER KVAERNER KNEW THAT
THEY HAD A GOOD STORY TO
TELL, BUT THEY WEREN'T
NECESSARILY TELLING IT WELL.
AFTER LOSING AN IMPORTANT
OPPORTUNITY THEY DISCOVERED
THEIR USE OF POWERPOINT
ALONE HAD MADE IT DIFFICULT
FOR THE PROSPECT TO
DIFFERENTIATE THEM FROM THE
REST OF THE CROWD. BUT A
SMALL COMPETITOR HAD
INVESTED IN A PROFESSIONAL
PRESENTATION AND WON THE
DAY. KVAERNER WANTED TO
ENSURE THEY DID NOT HAVE THAT
DISADVANTAGE IN THE FUTURE.
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METHANOL TECHNOLOGY

Low Pressure Methanol Process
PURIFICATION

CRG Pre-

Methanol
Knock-Out Pot
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