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|FROM THE TRENCHES
|TO THE SPOTLIGHT

lowa contractor redefines trenchless success while helping municipalities maintain underground
infrastructure.

By Suzan Chin-Taylor

Shune Kevin cmd Terr chobson _
 {from left) of CIT Sewer Solutions in '
: Maxwell Iowu




hen Kevin Jacobson left his small-town munic-
ipal job in Iowa, he wasn’t chasing success —
he was escaping burnout. But what started
with a secondhand jet truck and a teenager wiping
debris oft T'V cables has since grown into one of the
Midwest’s most respected trenchless contractors.
With Kevin’s foundational experience and his
son Shane’s relentless drive to innovate, CIT Sewer
Solutions now serves multiple states, tackles high-risk
jobs others won’t touch, and has even spawned a pro-
prietary lighting product that’s gaining national atten-
tion. This is a story of perseverance, invention and
the kind of leadership that prioritizes doing the job
right — even when that means doing it the hard way.

Public Service

Kevin Jacobson never set out to become the CEO
of a multi-state trenchless services company. In 1979,
fresh out of college, he took on the role of water and
wastewater superintendent for McCallsburg, Towa
— population 325. “I did it all,” Kevin says. “Water
plant, wastewater, snow removal. I was even the fire
chief and first responder.”

After a stint in California — from which his wife’s
health conditions led the family back to Iowa — Kevin
accepted a new position as the water and wastewa-
ter superintendent of Story City, Iowa. But it was
there that he realized the tremendous backlog of
demand for reliable, high-quality cleaning and tele-
vising services. “You’d call a contractor and wait
months,” he recalls. “There just weren’t enough of
them.”

Seeing the gap, Kevin began moonlighting for a

Crew member Kamden Windelow
stages equipment for a municipal
séwer line repair.

friend with a jet/van and inspection truck. He also
enlisted his young son Shane to help — assigning him
the unenviable task of wiping debris from the video
cable. “That was my first taste of the job,” Shane
laughs. “Let’s just say it stuck.”

Bootstrapping

In 2007, with municipal retirement on the hori-
zon, Kevin made the leap. With $25,000 borrowed
from his brother and a local banker’s help, he pur-
chased used equipment and launched Central Iowa
Televising — now known as CIT Sewer Solutions.
Shane and a high school friend were his first
employees.

Word spread fast, helped by Kevin’s years of indus-
try connections through the Iowa Rural Water Asso-
ciation and his teaching at the local community
college. “People knew me, and they knew I cared
about quality,” he says.

In those early years, Shane wore multiple hats
— technician, scheduler, project manager and reluc-
tant marketer.

“I wasn’t super excited about public speaking,
but Dad said I had to, so I did,” he says. “And it
worked. Lunch-and-learns and engineering firm out-
reach really moved the needle.”

One milestone came early: an encounter at the
Pumper and Cleaner Expo [now the WWETT Show]
in Louisville, Kentucky, where Shane and his class-
mate shared drinks at a hospitality event at Churchill
Downs with an older gentleman, industry legend Jack
Doheny. When Kevin met him the following year,
Doheny said, “You’ve got to keep those guys. They
know more than half the people out here twice their
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age.

Growing pains

Like many family-run companies, CIT’s growth
was not without tension. “Shane’s a three-quarters-
full guy. I'm the one who wants to chew on every
decision,” Kevin says. “There were times I wasn’t his
biggest fan, and he wasn’t mine.”

Those years included long hours, tight margins,
and hard lessons — especially around hiring. Early
on, friends and relatives filled roles. Shane’s brother
joined the company in 2014 after a stint working in
the oil fields of North Dakota. He is now a seasoned
jet/vac operator and CIPP installer and serves as CIT’s
safety director and field superintendent.

“He plays a huge part in keeping the crews in
check and training the next generation of operators
to work safely and efficiently,” Shane says. But he
realized that his brother was the exception. “We
learned quickly that friends and family aren’t always
the best hires.” CIT shifted to recruiting farm-raised,
hard-working Iowans — and invested in professional
development and accountability systems.
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PROFILE:
CIT Sewer Solutions

LOCATION:
McCallsburg, lowa

EMPLOYEES:
28

AREAS SERVED:

Greater Midwest

SERVICES:

CCTYV inspection, pipeline
cleaning, trenchless repairs,
specialty repairs, smoke
testing and |&| studies,
hydroexcavation

WEBSITE:
citsewer.com

By 2014, Kevin had retired from his municipal
job and joined CIT full-time. Shane focused on build-
ing internal structure — promoting trusted field oper-
ators like Colton Adams into management roles and
expanding the sales team. Today, CIT has 27 employ-
ees and a three-person sales force covering Iowa and
parts of Missouri and Arkansas.

Diverse capabilities
CIT began with cleaning and televising, but under



Kevin Jacobson founded lowa-based CIT
Sewer Solutions in 2007.

“We’re not afraid to
be the first to try
something new, if it
means we can solve
a tough problem better.”

Shane Jacobson

Shane’s direction, the company steadily expanded into
trenchless rehabilitation. In 2010, they tackled their
first point repair — right in McCallsburg.

“The pipe was half gone,” Kevin recalls. “But we
made it work, and it’s still holding strong today.”

More services followed: lateral reinstatements, con-
nection liners, robotic cutting, smoke-testing and I&I
studies. Hydroexcavation, too, enabled by the dual
functionality of their combination trucks. While not
their primary focus, it added versatility to their fleet.

A turning point came with the addition of UV-
cured liners and the transition to the less complex

LIGHTING THE WAY

The Light Ring wasn’t born in a lab or a corporate R&D department

— it was sparked in the field from a simple need during a long day’s work.

In 2014, while working in a lift station in Fort Dodge, lowa, Shane

Jacobson and a colleague asked a practical question: “Why doesn’t

someone make a light that we can just lower into the structure and see

what we're doing?” That moment lit the fuse for what would become the

Light Ring.

Shane’s solution was elegantly simple but took several iterations to

perfect. Prototypes were built with the help of his cousin, who owned a

fabrication shop. Early models were tested by CIT’s own field crews.

Feedback drove refinements, and by the third prototype, they had a

production-worthy version. In partnership with NozzTeq, they sold more

than 50 units, but when manufacturing stalled, the project was put on

hold.

Years later, the idea got new life when Shane teamed up with Jacob

Swanson of Avanti. The new generation of Light Ring units addressed past

limitations and included features like a secure safety cover — a game-

changer for municipalities concerned with open manhole safety. Cities

like Sacramento and San Francisco quickly placed orders, drawn to the

safety, ease of use and visibility it offered.

Powered by a standard Milwaukee battery, the Light Ring brings

hands-free illumination and enhanced safety to sewer inspection and

cleaning crews. It also reduces equipment damage, by allowing operators

to keep both hands free while working. Its visibility helps prevent

accidents and improves communication among crew members.

Today, the Light Ring is more than a tool — it’s a testament to how

frontline innovation can reshape industry safety and efficiency. And with

new products like the Torch and Torch Rail in development, Shane’s

inventor spirit is still going strong. The Light Ring is just the beginning of

what’s possible when contractors ask, “What if?”” and then build the

answer themselves.

TigerWye system from Source One Environmental,
deployed using Schwalm robotics. “Now we can do
6-inch to 36-inch mainline diameters with high accu-
racy and a much lower rate of failure,” Shane says.

Novel approach

One of CI'T’s most complex jobs came in late 2023,
when the city of Des Moines reported a collapsed
sewer line under a Union Pacific rail crossing. The
line also served a major ADM plant, where downtime
would cost nearly $1 million per day.

“Our team found a massive void,” Shane explains.
“It took hours of coordinated water blasting and jet-
ting to clear it.” Using lateral launch and precision
rope pulling, the team installed a 10-foot point repair
— bridging the missing section and restoring
service.

A subcontractor then grouted the void, and CIT
finished with a UV-cured liner from manhole to man-
hole. The result? No disruption to rail traffic, zero
plant downtime and millions in savings.

Another seemingly impossible project came across
their desk in Springfield, Missouri, when a 15-inch
main under Highway 65 collapsed. “The liner had
failed. Only about 5% was still open,” Shane says.

Traditional contractors deemed it a dig-and-replace
job due to the location and high risk, but CI'T had
other ideas. When they began removing the failed
liner, they found that the host pipe was missing and
had nothing to support the Schwam robot during the
removal process, so they had to think outside of the
box. They used a process Shane dubbed “bridge patch-
ing” — cutting and lining the pipe in two-foot seg-
ments using robotic equipment and custom packers.
The final step involved a full-length liner to unify the
repaired section. This resulted in the city avoiding a
$750,000 replacement and major public disruption.

Culture and communication

Ask either Jacobson the secret to CIT’s reputa-
tion, and they’ll tell you: It’s about doing what you say
you're going to do.



“We’ve always stood behind our work. Even when
a job doesn’t go to plan, we make it right.”

Kevin Jacobson

“We’ve always stood behind our work,” Kevin
says. “Even when a job doesn’t go to plan, we make
it right.” Their communication-first approach has
won over clients burned by unresponsive vendors.
“We’ve gained a lot of market share simply because
we show up and keep in touch,” Shane says. “We’re
not perfect, but we’re accountable.”

That accountability now extends across the orga-
nization. Since being promoted to vice president,
Shane has implemented leadership meetings, perfor-
mance metrics and mutual accountability practices
— helping the company transition from a lifestyle
structured,

business to a growth-oriented

enterprise.

Future-focused

Both men see the future of trenchless technology
increasingly intertwined with automation and Al
Shane cites emerging tools from companies like Sew-
erAl and the integration of software-driven mainte-
nance workflows.

“Operators need to stay curious,” he says. “Five
years in, I thought I knew everything. I didn’t. You’ve
got to keep learning, keep experimenting.”

That experimental mindset is what sparked the
creation of the Light Ring, a breakthrough manhole
illumination and safety device. What began as a casual
field remark — “Wouldn’t it be great if there were a
ring light for structures like this?”” — ignited Shane’s
inventor instincts. Drawing on his experience and
insight from the field, he worked with colleagues and
a local fabricator to develop a prototype. Field test-
ing and iterations followed, eventually leading to a
production-ready unit that major municipalities across
the U.S. are adopting.

“The Light Ring wasn’t just about brightness —

it was about solving multiple problems: visibility, safety
and hands-free convenience,” Shane explains. “And
we knew if it helped our crews, it could help others,
too.”
That spirit of innovation runs parallel to CI'T’s
broader growth. The company’s southern expansion
— originally intended as winter fill-in work — has
blossomed into a year-round operation. A second
location in Missouri or Arkansas is now on the
horizon.

And as the Light Ring gains national traction,
Shane is navigating the dual role of contractor and
technology innovator — proof that sometimes, the
best ideas are born in the field.

Field wisdom

Kevin’s advice is simple but powerful: “Be a man
of your word. If you promise a customer something,
deliver.”

Shane echoes the sentiment, but adds a twist.
“Trenchless work is tough. The best operators never
stop improving. Don’t get complacent. Keep looking
for better ways — and don’t be afraid to try them.”

It’s this blend of old-school dependability and
forward-thinking vision that defines CIT — and
ensures that their best chapters are still being
written.

As the company has grown, so has its reputation
across the Midwest and beyond. CIT Sewer Solu-
tions is not just another contractor — it is a team of
innovators, problem-solvers and industry advocates
committed to advancing the quality and reliability
of sewer maintenance and rehabilitation. Their work
with municipalities and engineering firms has helped
elevate expectations of what trenchless contractors
can deliver. Many of their most complex and reward-
ing jobs come from referrals or return clients, who
value their creativity, communication and commit-
ment to standing behind their work.

One of the most significant drivers of CI'T’s suc-
cess has been its investment in both people and pro-
cess. Shane notes that while equipment matters, it’s
the team’s deep knowledge, accountability and will-
ingness to innovate that give them an edge.

“We’re not afraid to be the first to try something
new, if it means we can solve a tough problem bet-
ter,” he says. That mindset is evident in the compa-
ny’s structured project management systems, internal
training and the trust they place in employees to take
ownership of their work.

Kevin echoes this sentiment, adding, “Treat your
employees right because without them, you’ve got
nothing.” That principle has helped CIT maintain
a strong team, even as the industry faces labor short-
ages. Many employees stay because of the company
culture — one that values family, fairness and pride
in a job well done.

Looking ahead, CIT plans to expand both geo-
graphically and in service scope. Their presence in
southern Missouri and Arkansas is expected to grow
into a permanent satellite operation, and Shane hints
that new specialty services could be on the horizon. At
the same time, they remain firmly committed to their
core: CCTV inspection, trenchless point repairs, con-
nection liners and creative solutions that extend the life
of sewer infrastructure without disruptive digging.
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Crew members work on
repairs of a broken sewer.+
line in Maxwell, lowa. =

FEATURED PRODUCTS FROM:

Schwalm USA
855-949-344|
www.schwalm-usa.com

Avanti
International
800-877-2570
www.avantigrout.com
SewerAl
Corporation
855-952-2200
www.sewerai.com

Light Ring Inc.
877-941-2833
www.lightringinc.com

Milwaukee Tool Source ONE
800-729-3878 Environmental
www.milwaukeetool. 877-450-3701

com www.s | eonline.com

NozzTeq, Inc.
866-350-0624
WWWw.nozztequsa.com

For contractors, municipalities and industry new-

comers, the story of CIT Sewer Solutions offers a
compelling blueprint for success. It’s about remain-
ing curious, staying accountable, and remembering
that even in the dirtiest work, there’s room for inno-
vation, integrity and impact.

As Kevin put it, “Be a man of your word. Do
what you say you're going to do. That’s how we built
this company. And that’s how we plan to keep it
strong.” 4
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