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 American Trenchless 
Technologies technician Ron 
Richardson feeds a RIDGID 
SeeSnake down a drainline with 
help from Devin Snyder on a 
residential lining job in Morton 
Grove, Illinois.



But one thing connects them all: They’re among the more than 1,000 clients that have hired American 
Trenchless Technologies to fix serious pipeline problems with minimal disruption or downtime — and for signifi-
cantly less money compared to conventional opencut repairs.

In just the three years since Mark Carpenter and his brother, Chris, founded the company in DeKalb, located 
about 65 miles west of downtown Chicago, they’ve amassed a considerable array of trenchless rehab equipment, 
including systems for lining, bursting and coating leaking drainlines.

The investments have been sig-
nificant. Mark Carpenter estimates 
the company has bought about half a 
million dollars’ worth of equipment. 
But the return on those investments 
has been substantial. And with so 
many technologies available, the 
company is equipped to offer cus-
tomers a variety of cost-effective so-
lutions, he says.

“After all, the name of our 
company is American Trenchless 
Technologies. So we’d better offer 
more than one technology. It’s better 
when you can offer people different 
solutions.”
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CONTRACTOR BUILDS HIS BUSINESS AROUND ALWAYS 
HAVING THE RIGHT EQUIPMENT TO HANDLE ANY JOB
//  By Ken Wysocky

INVESTING
IN SOLUTIONS

O’HARE INTERNATIONAL AIRPORT, A VETERANS HOSPITAL IN MILWAUKEE AND  
THE WISCONSIN STATE CAPITOL DON’T APPEAR TO HAVE ANYTHING IN COMMON.

Photography by Mariah Karson



HIGH RETURNS
Some contractors shy away from big investments in new technology 

because of the high upfront cost. But it’s not unusual for Carpenter to 
buy new equipment for one job if it’s the best solution for the customer. 
The key: Charge a price that recoups most, if not all, of the initial cost.

“You can even let the customer know that you’re passing the cost 
onto them,” he says. “And in many cases, you can still do the job for 
half the price of conventional techniques, which are very disruptive. 
Most times the customer is willing to pay a higher price just so you 
can get in and get out quickly, with minimal disruption.”

Furthermore, that piece of equipment then allows the company 
to offer a new service and enter different markets, he adds.

A good example is the Quik-Coating System the company 
purchased in 2018 from Pipe Lining Supply. It was the best solution 
for repairing a system of leaking pipes in the 24-story Old Republic 
Building, a landmark classical revival-style building built in 
downtown Chicago in 1924.

Replacing the pipes would have required tearing down ornate 
plaster ceilings. In addition, it would’ve been difficult to get pipe 
lining equipment to the building’s roof, which was the logical access 
point for repairs. Lining the pipes would also require numerous line 
reinstatements for a large number of branch connections to the main 
drainlines, as well as negotiating numerous 90-degree bends.

The Quik-Coating system removes those factors from the 
equation. It uses a round, rotating brush to apply as many microthin 
layers of polyurea-based resin as the repair requires. The coating 
cures in five minutes.

 Technicians Ron Richardson (right) and Devin Snyder unroll a Pipe Lining 
Supply calibration tube with a liner pulled inside of it for a clean-out tear-away 
shot on a residential lining job.

 Richardson clamps together a freshly glued calibration tube where the liner 
ends inside.



“We bought the system just for that job,” 
Carpenter says. “It cost about $30,000. But it 
paid for itself on that job. And we still came in 
at a much lower price than other companies.”

Furthermore, the company now has 
another technological arrow in its quiver that’s 
available the next time a similar need arises.

EXPLORING OPTIONS
In another instance, the company was 

called to fix about a 90-foot-long, 4-inch-
diameter section of old Orangeburg pipe at a 
residence in DeKalb. The pipe ran under a large 
tree that the homeowners, a retired couple, had 
planted when they got married. Excavating to 
replace the pipe wasn’t an option.

“The building inspector wouldn’t let us do 
pipe lining because it was Orangeburg pipe,” 
Carpenter says. “So I called HammerHead 
Trenchless Equipment to talk about pipe 
bursting as an option.”

HammerHead provided training and also 
let the company rent a pipe bursting system. 
That allowed Carpenter to get a feel for the 
technology without making a significant upfront 
investment. He says many manufacturers are 
willing to do the same thing to improve product 
acceptance in the field.

“I was amazed at how well it worked out,” 
he says. “We got the job done and saved their 
tree and their landscaping.”

 A NEW PATH
Carpenter started his career in the propane 

gas industry, installing storage tanks and gas 
lines with his father, Jack. In 2002, he bought 
an HVAC/plumbing franchise with his brother, 
which they ran for 15 years.

 Ron Richardson prepares a two-part 
mixture of Perma-Liner epoxy resin.

“MOST TIMES THE CUSTOMER IS 

WILLING TO PAY A HIGHER PRICE 

JUST SO YOU CAN GET IN AND  

GET OUT QUICKLY, WITH  

MINIMAL DISRUPTION.”

MARK CARPENTER



While attending a drain cleaning class, he heard about pipe lining technologies. “I 
didn’t even know this technology existed,” he recalls. “I remember thinking to myself, 
‘Wow, what an interesting concept.’”

This discovery sent Carpenter down a different career path. When the franchise 
agreement expired, Carpenter realized he was more interested in lining pipes than 
plumbing services, so the brothers agreed to start a pipe lining company and plumbing/
HVAC company, with his brother managing the latter’s operation.

“Nothing satisfied me like the lining business,” he says. “First of all, it’s a necessary 
service. When people have sewage coming into their home or business, they need it 
taken care of quickly.

“And when you show up and take care of their problems without any disruption — 
no tearing up their house, basement, patio, yard, driveway or whatever — you’re their 
hero. You become instant friends with people. It’s very satisfying.”

Early on, the company got business from plumbing and excavation companies that 
didn’t do pipe lining — and still does today. But Carpenter eventually steered toward a 
niche market: smaller jobs involving larger-diameter pipes, ranging from 8 to 18 inches 
in diameter.

“I found that bigger companies don’t want to do smaller jobs,” he says. “Bigger 
companies want municipal contracts for rehabbing miles of pipe, so we focus on 
smaller runs — jobs we can do in a day or two.

“It’s just a different ballgame than the larger companies play. Customers just 
couldn’t get larger companies to do shorter runs, which created opportunities for us.”

The company also found success by serving all kinds of customers, from 
municipalities, airports and military facilities to homes, hospitals and schools to 
industrial clients, he says. CONTINUED >>

 Mark and Chris Carpenter own American Trenchless Technologies, based in DeKalb, Illinois.

ne thing Mark Carpenter loves about 
trenchless pipeline rehab is helping cus-
tomers avoid the extreme disruption and 
high cost of traditional sewer line repairs. 

But another factor trips his trigger, too: He enjoys 
a good challenge.

That’s exactly what the co-owner of Ameri-
can Trenchless Technologies ran into several 
years ago when a customer in Geneva, Illinois, 
called with a big problem: a sewer line so badly 
broken that employees dubbed it “the impos-
sible trenchless repair.”

The customer had torn down an old home 
and was building a larger new one. But before 
connecting the home to an existing sewer lateral, 
it had to be inspected, according to city regula-
tions. The inspection revealed a severely dete-
riorated, roughly 50-foot-long section of 6-inch-
diameter clay pipe. (A video of the inspection 
posted on YouTube has almost 475,000 views.)

“The line was almost fully clogged with mud 
and broken pieces of clay tile,” Carpenter says. 
“Parts of the top and side were busted out. We 
looked at the video and wondered how we would 
ever be able to line it, because using a water jetter 
to clear the line would collapse the whole thing.”

To make it worse, the sewer line ran under 
a two-lane state highway, with the mainline on 
the far side of the roadway. That meant Carpen-
ter would need to get a permit from the Illinois 
Department of Transportation to dig up the high-
way — a process that can take months. Carpenter 
estimates that excavating to replace the section of 
pipe would cost $30,000 or more.

The dilemma spurred Carpenter into Mac-
Gyver mode. Instead of using a water jetter, he 
affixed a “fire nozzle” to a 1-inch-diameter PEX 
pipe and went to work. The nozzle created a spray 
pattern wide enough and just powerful enough 
to move debris forward, while the PEX was stiff 
enough to push the nozzle through, he says.

It took about two days of delicate maneu-
vering to clear the debris. Then he used a lining 
machine from Perma-Liner Industries to shoot a 
structural felt liner through the damaged section 
of pipe, under the highway and into the mainline.

The total lining time was a matter of minutes, 
not including ambient-curing time. The total cost 
rang in between $6,000 and $7,000. Customer 
satisfaction? Off the charts, he says.

“Things come up every day in this business 
and you’ve got to be able to figure them out. 
Sometimes you definitely need to be creative. Ev-
ery job is a little different, just like snowflakes. 
But that’s what my guys and I like about it.”

A CREATIVE APPROACH

O



Moreover, as the company earned a reputation for 
thinking outside the box, it started lining more than 
just typical drainlines. The company also has lined 
swimming pool drains, electrical conduit, air ducts, 
sump pits, basins, downspouts and even a spillway 
outlet for a dam.

“We’ve had some jobs where I look back and say, 
‘How did we even do that?’ But if it’s lineable, we’re not 
afraid to try to line it.”

TECHNOLOGY-DRIVEN SOLUTIONS
American Trenchless now owns a considerable 

roster of equipment. For pipe lining, the company relies 
on systems made by Alkota Cleaning Systems, CIPP 
Services, NuFlow, Perma-Liner Industries, Pipe Lining 
Supply and RapidAir Products.

The company also owns eight drain machines built 
by Spartan Tool and RIDGID; cart water jetters made by 
MyTana (3,000 psi at 8 gpm) and Spartan (3,000 psi at 

12 gpm); a Badger TR 3100 mainline inspection camera 
manufactured by Aries Industries; five RIDGID SeeSnake 
and one SeeSnake Mini pipeline inspection cameras; 
and an IMS Micro Automatic Plus robotic cutter from 
Pipeline Renewal Technologies.

In addition, the company has invested in a Maxi 
Miller drain machine from Picote Solutions; a Clog Dog 
drain machine from the Clog Squad; and a Ditch Witch 
FX60 trailer vacuum system. The company also does 

pipe grouting; it uses grout and related 
products made by Avanti and a pump built 
by Graco.

Of course, it’s had to know what 
to buy without keeping up with the 
latest in technological developments, so 
Carpenter attends trade shows, reads trade 

magazines and attends training seminars sponsored by 
manufacturers.

“Plus I just talk to people,” he says. “You have to stay 
up on things because more and more people enter the 
market each year. I like to differentiate myself by staying 
a step ahead. I want to be one of the smarter, more well-
informed people in the industry.

“Sometimes customers say to me, ‘No one else told 
me about that technology.’ That’s because they didn’t 

“WE’VE HAD SOME JOBS WHERE I LOOK BACK AND SAY, HOW DID WE EVEN 

DO THAT?’ BUT IF IT’S LINEABLE, WE’RE NOT AFRAID TO TRY TO LINE IT.”

MARK CARPENTER

 Ron Richardson and 
Devin Snyder attach a 
loaded cal tube bladder 
to a Perma-Liner 
inversion drum.

CONTINUED >>



know about it. You’ve got to have a thirst for 
knowledge in this industry. And it moves fast, so 
it’s not easy to keep up with it all.”

A PLAN FOR GROWTH
As Carpenter pauses to look at how American 

Trenchless has grown since its inception in 
2017, he’s proud of what he and his brother have 
accomplished.

“Someone who mentored me once said I 
should find something I like to do and become the 
best at doing it. That always stuck with me and 
that’s what I’ve tried to do.”

Looking ahead, Carpenter says he’s 
developing a business plan aimed at tripling the 
company’s revenue in five years, to between $5 
million and $6 million. That will require more 
technicians, salespeople and project coordinators, 
among other things.

Part of that growth could come from further 
expansion of existing services to new customers 
and possibly adding more services that complement 
existing ones, such as lining water-service lines as 
well as sewer lines, he explains.

But even as competition in trenchless pipe 

rehab grows, he’s not concerned, noting that 
there’s plenty of work available for everyone.

“The infrastructure is aging every year and 
it’s not going to fix itself. There’s quite a bit of 
opportunity out there.” C

  

FEATURED EQUIPMENT

ALKOTA CLEANING SYSTEMS
800-255-6823
www.alkota.com 

ARIES INDUSTRIES
800-234-7205
www.ariesindustries.com 

AVANTI INTERNATIONAL
800-877-2570
www.avantigrout.com 

CIPP SERVICES, LLC
815-712-8708
www.cipp-services.com 

CLOG SQUAD
616-399-6775
www.clogsquad.com

DITCH WITCH
580-336-4402
www.ditchwitch.com 

GRACO, INC.
612-623-6000
www.graco.com 

HAMMERHEAD TRENCHLESS
800-331-6653
www.hammerheadtrenchless.com
(See ad page 27)

MYTANA LLC
800-328-8170
www.mytana.com
(See ad page 29)

 

NUFLOW TECHNOLOGIES
800-834-9597
www.nuflowtechnologies.com
(See ad page 3)

PERMA-LINER  
INDUSTRIES, LLC
866-336-2568
www.perma-liner.com 

PICOTE SOLUTIONS
708-267-6366
www.picotesolutions.com
(See ad page 54) 

PIPE LINING SUPPLY
888-354-6464
www.pipeliningsupply.com
(See ad page 8) 

PIPELINE RENEWAL 
TECHNOLOGIES
866-936-8476
www.pipelinert.com
(See ad page 33) 

RIDGID
800-474-3443
www.ridgid.com
(See ad page 9) 

SPARTAN TOOL LLC
800-435-3866
www.spartantool.com
(See ad page 72)

 Richardson wets out the 
liner in a calibration tube 

with a two-part epoxy resin.
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