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With WaterClick®, Waterly® 
enables you to connect with 
partner data for an expanded 

look at your utility's 
performance.  WaterClick is 
the easiest way to connect 

water data for water and 
wastewater utilities.  You can 

expand your utility's water data 
capabilities via direct 

integrations with WaterClick 
fully vetted partners.
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We spoke to Chris Sosnowski, CEO at WaterClick, 
about the work they are doing to bring the 
benefits of digitization to utilities big and small.

You are a former public works employee, 

systems integrator, and consulting 

engineer. What inspired you to become 

an entrepreneur working at the 

intersection of water and data? 

For about 20 years, I had worked at a systems 

integrator, installing relatively sophisticated SCADA 

systems across the Midwest. They did a great job, 

but time after time, I'd show up at the plants 

months after everything was installed and working 

and it never failed ... there would be someone 

walking around the plant with a clipboard telling 

me that no matter how great the automation was, 

they still needed to trust a PERSON to run a plant. 

It impacted me; technology should be about the 

people, not about gadgets. So, at the "intersection 

of water and data" ... we think you find ... operators. 

So we asked over 100 of them (literally) how they 

wanted to work with their data. We were only 

somewhat surprised how they thought virtually 

everything on the market was overly complicated. 

The words simple and reliable came up over and 

over, and became the bedrock for what became 

Waterly. Instead of building an app to "teach 

operators how to use technology," we built 

Waterly to serve operators where they are at today. 

Serving those stewards of water where they are 

today gets me out of bed every morning since. 

What is the most significant water 

challenge today and how are you 

addressing this? 

I think the biggest challenge is leadership. Funding 

comes through great leadership. Mentoring comes 

from great leadership. Better global stewardship 

also comes from leadership. We can improve 

almost every challenge (which entrepreneurs call 

opportunities) we have in water with better 

leadership. So I guess the problem we are solving is 

trying to make hard things simple for leaders in 

water. We take what's complex, such as 

cumbersome data collection and reporting, and we 
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realize what some of these concerns involve. We 

really work hard to make things simple for them 

from the very onset, even pre-onboarding. In this 

way, we take care of problems they don't even 

know that they have. In terms of affordability, we 

transparently charge according to utility flow rate, 

so we make it affordable for utilities of all sizes. On 

the continuity side, we maintain relationships with 

our communities through regular trainings that are 

core to our offering and commitment to water 

stewardship. 

How do you collaborate with partners as 

part of WaterClick's model? 

Waterly is the onramp towards digitization 

centered around software-based regulatory 

compliance, while WaterClick is the connecting 

bridge helping communities move beyond that 

initial step through simple, direct integrations 

between Waterly customers and fully vetted 

partners. This provides expanded data capabilities 

for water and wastewater utilities as they look to 

address pressing challenges related to SCADA 

connectivity, power data monitoring, lab data, 

hydraulic modeling, and beyond. We remain 

humble and know we can provide further value 

through these types of collaborations by carefully 

vetting partners for communities. 

In fact, utilities have so much in common, but just 

don't know it. We help convince operators that 

they can use the same shared model of managing 

data and we make it simple for them. Whether they 

are collecting data by hand, getting it from a lab, or 

bringing it in from SCADA or a new loT sensor, we 

bring it all together quickly and inexpensively using 

a shared data model. 

We hear industry folks say that utilities are risk 

averse, slow to adopt technology, and lacking 

budgets to help them modernize their water 

operations. What's your point of view on this? 

I often hear folks on stages repeat this over and 

over, but to me it honestly sounds like a lot of 

whining without a course of action. Companies 

that struggle to help people where they are often 

are the ones complaining that other people don't 

change. If people don't want to change, it's our job 

(as solution providers) to change for them, not 

shame them into submission. In my mind, adoption 

challenges are the result of a number of key issues, 

namely: (1) Overcomplicated technologies, 
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whether by design or how they are marketed; (2) 

Proprietary or expensive hardware/software that is 

not within the means of the mass US water utility 

market; (3) Long, if not super long onboarding 

times to deploy technology from the moment 

there is interest in your product; (4) Security of 

systems put in place; (5) Lack of adequate training 

to support technology deployment. 

You have been scaling impressively, with 

Waterly active across 1,000 sites in the 

US. Putting this success on the side, what 

has gone a bit slower than expected? 

We are fortunate to be able to work closely with 

both ultra-small systems with a few dozen 

connections to a number of very large 

communities across the US. Balancing the personal 

touch with the drive to standardize and digitize our 

own processes is extremely challenging. We will 

never lose touch with caring about the operators, 

and that means we need to grow our team (not 

just our technology) along with our customer base; 

hiring great help is hard. Additionally, while our 

WaterClick partner network is growing, it's been 

challenging finding companies that can scale down 

to serve the smaller systems with their existing 

business models. Everyone wants to do it, but the 

economics don't support it in many cases. It's been 

frustrating digging through the haystack to find the 

needles, but there's great joy in bringing all of 

these systems extremely high value solutions for 

an affordable price. 

What's one book that inspired you as 

both a founder and self-proclaimed 

'Chief Bottle Washer' and why? 

What one book? So difficult, but the first that came 

to mind is Servant Leadership by Robert Greenleaf 

was pivotal in my career and inspirational as a 

founder. Some of the books I read are over 500 

years old, so I can't quite call a book from the 70s 

an "old" book, but the principles in there are 

timeless. The Servant as Leader thinking by 

Greenleaf taught me the "first among equals" 

concept that helped to set my approach to how I 

lead in every aspect of life. Ask our employees, I 

work for them and not the other way around. As a 

father, a husband, and a leader, I will always strive 

to lead as a servant. • 

(Front cover image is Chris Sosnowski, CEO at WaterClick) 
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