CAMBRIDGE BUILDING
CORPORATION

ONE STOP SHOP FOR
CUSTOM HOMES ON
HILTON HEAD ISLAND

by Heleigh Bostwick

Above: water front estate on Hilton Head

Island, SC

Armed with a degree in building

construction [rom Michigan

State University and knowledge
gained from his family’s business

in the rcady-mix concrete industr_\',
President and Owner Frank
Guidobono started Cambridge
Building Corporation in 1982 with
a single employee—himself. Today
Cambridge Building Corporation
is the second oldest huilder on
Hilton Head Island, SC and has
grown into a full-service firm with

35 employees that include laborers,

carpenters, accounting, estimating,
and support staff, and no less than
eight construction supervisors,
Guidobono concentrates on sales
and marketing and delegates day-to-
day operations to Ken Crast, Vice

President and Head of Operations.

Specializing in custom homes
ranging in price from §1.5 to
510 million, Cambridge Building
Corporation has an impressive
roster of past and present clients,

including retired CEOs of
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Abave: Club house exterior companies such as Hertz, Hallmark
Right: (left to righy) Cards, Amana, and Shaw Industries,
Custom built mantle with ~along with a few celebrities thrown
granite fireplace and o into the mix. In addition to custom
detailed staircase  homes, Cambridge Building
Corporation also takes on historic
renovations, such as an abandoned
rice mill on the Ford Plantation
that was burned by Sherman on
his march to “the sea”, and smaller

commercial building projects.

Cambridge Building Corporation
does very little in the way of
marketing and advertising, despite

competing against the other 400

builders in the region. “Seventy
percent of our referrals are word-
of-mouth, and thirty percent are
from architects who call to get a
bid on a house for a specific client,” 2P
Crast says. “We're an established 66 WITH HIGH-END QUALITY HOMES LIKE

company with a focus on quality

construction. We stand behind what THESE) THE KEY IS CRAFTMANSHIP. ?5

we do.”
appreciate and cannot be duplicated about it, though. “Right now the

“Our clientele are very from the tailgate of a truck.” market is saturated, and it will

sophisticated,” says Crast. “Most take a year or two to clear out

builders in the area work out of Sales figures in 2006 reached $22 inventory,” Crast explains, “We

the back of their pick-up trucks. million; however, the company have a strong repeat clientele and

Cambridge provides a level of expects figures to dip slightly for the Baby Boomers are going to start

professionalism that our clients 2007, No one seems too worried retiring in the next 5 to 6 _vcars." In
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